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To succeed,

you fIrsT need To
Trade In knowledge

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

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

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

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

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

www.tikzn.co.za

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

DURBAN OFFICE: Trade & Investment House, Kingsmead Office Park, Kingsmead Boulevard, 
Durban, 4001, South Africa  |  Mailbox: PO Box 4245, Durban, 4000, South Africa 
Tel: +27 (0) 31 368 9600  |  Fax: +27 (0) 31 368 5888
GAUTENG OFFICE: 99 George Storrar Avenue, Groenkloof, Pretoria
Tel: +27 (0) 12 346 4386/6763  |  Fax: +27 (0) 86 501 0848/1788
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Andy Cartwright has not only made his name in 
corporate gifting in South Africa and the UK, but 
he is also being noticed in Europe for his latest 
creation, Korol!

Lighting up 
KZN’s crafting 
industry
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Letter
From the Editor

If you have been privileged to travel, then you 
will begin to understand what a wonderful place 
KwaZulu-Natal really is. You will not only realise 
that every country has its own challenges but also 
appreciate that we enjoy  an amazing quality of 
life thanks to our surroundings and vibrant mix of 
wonderful cultures. 
It is really sad, then, that so many people who are 
fortunate enough to live and work in KwaZulu 
-Natal do not promote the very many positive 
things of which we can be rightfully proud – two 
of the largest ports in the southern hemisphere, 
an international airport with the evolving Dube 
TradePort alongside, a strong agricultural sector 
that includes sugar and forestry industries and one 
of the country’s finest tourist destinations among 
many other things. 
We believe that, as Trade & Investment KwaZulu-
Natal, we are fortunate to have a mandate to help 
facilitate investment in and promote export trade 
from our magnificent province.  This edition of 
Emnothweni – which is named for the economic 
hub that we believe KZN is – highlights the fact 
that Trade & Investment KwaZulu-Natal is there to 
advise, support and guide both existing and new 
exporters to access new markets. 
It also celebrates just a few of the many export 
success stories that we have encountered. We hope 
that, while reading these stories,  you will be as 
inspired as we are by the hard work that has seen 
our top businesses prove that they are not only 
competitive in international markets but provide 
the quality and service that is so crucial. 
Established first world markets provide us with 
invaluable 
incoming trade. 
Africa is an 
exciting new 
frontier that 
KwaZulu-Natal 
companies are 
just beginning 
to discover. 
We trust that 
you will enjoy 
exploring the 
possibilities 
with us… 
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The KwaZulu-Natal economy has shown growth in the recent months and 
this is evident by the number of projects that Trade & Investment KwaZulu-
Natal has successfully completed. New investments facilitated in quarters 
1 to 3 amount to R1 432-billion, which exceeds our annual target of R1-
billion. The organisation has also found new markets for companies within 
the provinces, with export orders totaling R35-million.

South Africa hosted the fifth Brazil Russia India China South Africa alliance 
(BRICS) summit from 26 to 27 March 2013 at the iNkosi Albert Luthuli 
International Convention Centre in Durban. This event comprised the first 
cycle of BRICS summits, which are convened to seek common ground on 
areas of importance for these major developing economies. The talks 
covered spheres of possible political and entrepreneurial co-ordination, in 
which the member countries identified business opportunities, economic 
parallels and other areas of mutual benefit. 

The Office of the Premier is the custodian of BRICS planning for the 
province, in consultation with the provincial Department of International 
Relations and Co-operation. These bodies invited Trade & Investment 
KwaZulu-Natal and a number of other agencies and departments to sit on 
a steering committee.

The Travel Agents Federation of India (TAFI) Convention 2013 took place in 
Durban from 24 to 27 February 2013. TAFI is a professionally-managed trade 
organisation that regulates the Indian travel business. It has a membership 
of over 1 400 renowned names from the travel industry. The programme 
included a conference, informational business sessions, business to business 
sessions, tours and an exhibition.

The provincial MEC for the Department of Economic Development and 
Tourism Mr Mike Mabuyakhulu was invited by the Southern African – 
German Chamber of Commerce and Industry to participate in the body’s 
third forum, which was held in Berlin, Germany. Due to prior commitments, 
the MEC requested that the chairperson represent him at the conference. 

This forum provided the biggest platform to date for German – South 
African co-operation in the private sector and brought up to 300 German 
and South African business and political representatives together. South 
Africa continues to be interested in partnering with Germany in almost 
every economic sector of international trade and in attracting inward 
investment.

It is evident from the above that solid foundations are being laid for business 
opportunities and growth in KwaZulu-Natal. We are continuing to explore 
and cement relationships with private sector entities in both developed 
and developing countries for the benefit of inward and outward trade in 
KwaZulu-Natal. 

As a result of our recent, significant participation in international forums 
Trade & Investment KwaZulu-Natal is, more than ever, in a strong position to 
guide provincial trade, facilitate the exportable product of local businesses 
and attract inward investment. 
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A business mind, a development heart and 
a creative spirit is probably the best way to 
sum up Africa!Ignite – if such a thing is really 
possible.

Walking into their office in Morningside, 
you find yourself surrounded by bright and 
fascinating traditional Zulu crafts – embroidered 
wall hangings, wire and bead animals, Zulu 
felt dolls and striking cushions embroidered 
on maize sacks. The passionate people who 
guide the ground breaking organisation – 
including chief executive Wilna Botha and 
craft production co-ordinator, Bongiwe 
Mlangeni – are in the boardroom fine tuning 
the business plan for WOWZULU, a brand and 
franchise operation created by Africa!Ignite to 
market beautiful artefacts, the Zulu cultural 
experience and drive the overriding goal of 
rural enterprise development. 

The problem at the moment is that their plan 
to link the franchise operations dotted around 
KwaZulu-Natal online is not feasible. The 
connectivity is not yet in place to link these far 
flung areas. Not daunted, they’re working on 
plan B. 

“For rural Zulu women, craft is the first logical 
entry into the formal economy since they 
use skills that they learnt from their mothers 
and grandmothers, don’t need specialist 
equipment and can create craft products while 
tending their homesteads and looking after 
their families,” explains Mlangeni. 

The problem, she says, is that the vast majority 
of rural crafters is far removed from markets 
and have no idea of what the markets want. 
As a result, income from craft is low. Building 
the capacity of crafters and giving them direct 
access to markets is therefore a priority for 
Africa!Ignite. 

The majority are women who are often the 
breadwinners and struggle to put food on the 
table. There is also a massive unemployment 

problem in rural areas. “We ignite the potential 
of rural youths, mothers and grandmothers. 
We help them to earn a decent living, develop 
useful skills, make their voices heard, improve 
their health and quality of life and market their 
products and services,” Mlangeni adds. 

A profile of the organisation reads: “As 
Africa!Ignite, we believe in Africa. We therefore 
help to remove obstacles that prevent Africa’s 
people from reaching their full potential so 
that they can ignite the continent’s energy, 
creativity and economic power.”

Africa!Ignite was established in 2007 by MiET 
Africa, an NGO backed by funding from the 
Netherlands. Its focus includes education as 
well as enterprise development, water and 
sanitation and cultural preservation. Botha 
explains that Africa!Ignite broke away from 
MiET (although it still works closely with it) to 
focus more closely on enterprise development 
in the context of crafts and culture. In just six 
years, it has built itself into one of KwaZulu-
Natal’s leading rural development agencies 
in its own right, providing holistic support to 
about 1 000 women crafters amongst others. 

“For rural Zulu women, craFt
is the First logical entry 
into the Formal economy 
since they...can create craFt 
products while tending their 
homesteads and looking aFter 
their Families,”
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Africa!Ignite also publishes KwaZulu-Natal’s 
only province-wide, free rural newspaper, 
iThubalethu, which gathers news and 
views across the province. Africa!Ignite has  
trained twenty youths from eight districts as 
iThubalethu correspondents/photographers 
and district story-tellers.

“Our vision is of a self-reliant Africa alight 
with energy and innovation. Our purpose is to 
create partnerships with rural and marginalised 
communities to facilitate their fair participation 
in the economy and society and to help make 
their voices heard,” Botha says. 

They’ve gone a long way to achieving this. 
At this point, Africa!Ignite partners with 60 
groups of crafters from 15 rural centres. The 
agency has paid out more than R16 million to 
rural entrepreneurs since 2008.  “Between July 
2009 and November 2011, we handed over 
about R2,5 million to rural crafters for their 
products,” says Botha. 

When it comes to enterprise development, 
Africa!Ignite provides business skills, product 
development, production and design support, 
facilitates two-way distribution of materials 
and products and backs this with extensive 
marketing and sales. 

According to Mlangeni, the agency’s marketing 
and sales team actively markets the ‘IGNITE’ 
craft range of corporate gifting and lifestyle 
products which blends contemporary design 

with traditional craft skills. The product range 
brings together top designers with craft groups 
to produce product that is on trend.  

Up until recently, they concentrated on 
international markets. For example, a 
partnership with Dutch social entrepreneurs 
saw Africa!Ignite produce 140 000 orange 
bracelets for Dutch soccer fans during the 2010 
World Cup. They also export product ranges to 
Dutch retail stores.

In 2009 and 2010, Africa!Ignite facilitated the 
sale of R600 000 worth of story tapestries 
crafted by rural communities to tell their 
particular stories through visual symbols. 
“In 2010, we produced six three metre long 
tapestries for the Cape Town 2010 International 
Evangelical Conference which hosted 6 000 
international visitors from 200 countries,” says 
Mlangeni. In 2011, Africa!Ignite was selected 
as KwaZulu-Natal’s Emerging Exporter of the 
Year in 2011 and also a winner in the Black 
Economic Empowerment category. 

Botha explains: “Our success rate is good 
because we team up with rural entrepreneurs 
who want to help themselves and have proved 
that they have the will and drive to succeed. 
We also keep a regularly updated database of 
SMME partners.” 

Wowing Africa Through Crafts
Based on the fact that both international and 
local tourists spend on artefacts and trinkets 

when they visit the province, Africa!Ignite 
decided to stretch their net further in 2011 
with the creation of WOWZULU art and 
craft marketplaces across KwaZulu-Natal. 
They set them up as franchises which were 
partially owned by communities and crafters 
and supported by both Africa!Ignite and 
sponsorship.

Africa!Ignite owns and is the custodian of 
the WOWZULU brand. As custodian, it is not 
only accountable for the business model 
and administration of marketplaces but 
also for safeguarding the brand’s integrity 
and standards. Included in this is the sale of 
only authentic and unique goods in order to 

Africa!Ignite has paid out more than

R16 million
to rural entrepreneurs since 2008

During the 2010 World Cup

140 000
bracelets were cra�ed for Dutch soccer fans 

Africa!Ignite supports approximately

1000
female cra�ers in KZN

Wilna Botha and Bongiwe Mlangeni of Africa!Ignite
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back up the positioning of WOWZULU as a 
Proudly South African brand. Marketplaces 
are also distinctively branded. Pay off lines 
include  “Hand Crafted in the Heartland” and 
Sensational WOW fused with iconic ZULU”.

Brand values include “a passion that inspires 
energy, commitment and determination”, 
professionalism, creativity and innovation. 
The contemporary, colourful ‘WOWZULU 
Marketplaces’ combine craft sales with vibrant 
cultural experiences and attractions such as 
coffee shops, story-telling, rural home stays 
and opportunities to learn craft techniques 
and cultural games. 

Each WOWZULU Marketplace is expected to 
create about 70 formal and non-formal jobs 
after three years.
 
The first WOWZULU Marketplace at King 
Shaka International Airport was established in 
July 2010 after the Airports Company of South 
Africa (ACSA) offered Africa!Ignite space at the 
new international gateway. This was envisaged 
as a prime cultural, craft and entertainment 
destination for the 2010 Soccer World Cup and 
beyond. 

In January 2011, the National Development 
Agency (NDA) granted Africa!Ignite funding 
to establish craft tourism destinations in three 
areas of KwaZulu-Natal. This was backed by 
counterpart funding from the Umhlozinga 
Development Agency (UMDA), Dube TradePort 
and the Wild Foundation. The establishment of 
a marketplace near Oribi Gorge at Lake Land 
Game Reserve, one on the Battlefields route 
at Isandlwana Museum and recently, one at 
ZuluCroc about 22 kilometers from Hluhluwe 
on the R22 Tourist Route followed. 

The latter comprises an open timber deck 
under a floating tent made out of a fabric 
with a vibrant design specially developed for 
WOWZULU. The marketplace showcases the 
exquisite ilala palm weaving and beadwork 
of the master crafters of Maputaland, the 
intricate wood carvings from further north 
where the Zulu and Tsonga people live 
together and intricate embroidery products 
stitched by the women of Tunga Studio. 
Individual crafters produce their own designs 
with Africa!Ignite ensuring that they do not 
fall prey to one of the chief problems with rural 
crafts – producing identical products.  

Africa!Ignite’s designers work closely with local 
crafters in each WOWZULU Marketplace firstly 
to identify market crafters and then to pick 

out and “tweak” their creations to give them 
a contemporary look and feel. 

At each WOWZULU Marketplace and on 
the WOWZULU on-line shop that Trade 
& Investment KwaZulu-Natal helped the 
agency set up, there are two distinct ranges 
of products – the “Best of Local” range that 

celebrates the unique art, crafts and style of 
each specific area and two core ranges.
The first core range – known as the WOWZULU 
Small Seven range – comprises domestic 
animals such as Nguni cows, goats and chickens 
that are found in all Zulu homesteads. The 
WOWZULU “small seven” have become part of 
the identity of the WOWZULU brand and have 
become iconic “traveling ambassadors” for 
both the brand itself and local communities. 
Each animal is sold with a bookmark that 
tells the story of the animal and the range, 

supporting Africa!Ignite’s crusade to promote 
storytelling and preserve Zulu culture.
The second range – the WOWZULU Green 
Rhino range of recycled, earth-friendly 
products – was  created in partnership with 
the Earth Organisation founded by the late 
Zululand conservationist, Lawrence Anthony,  
and the Centre for the Rehabilitation of 
Wildlife (CROW). A percentage of the money 
from sales goes towards wildlife conservation.
Africa!Ignite and its partners aim to extend 
the WOWZULU offering and grow it across 
KwaZulu-Natal, making the brand a distinctive 
part of the Zulu kingdom. A marketplace in the 
Ilembe district (in the Ballito CBD next to the 
Sangweni Tourist Information Centre or at the 
bustling Ballito Lifestyle Centre, or at the new 
Collisheen agricultural and tourism zone where 
Africa!Ignite has already signed a provisional 
lease on land) is already on the drawing broad.

Botha points out that the WOWZULU  
marketplaces will anchor the evolving route 22 
and they are planning to add three more in the 
Umkhanyakude district. 

During 2013, they will also work on creating 
marketplaces in Phelandaba, outside the 
Hluhluwe Umfolozi game park’s Memorial 
Gate and near Cato Ridge. 

“each wowZulu marketplace is 
expected to create about 

Formal and non-Formal jobs 
aFter three years.”
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KZN Australia Business    
         Processing & Outsourcing

KwaZulu-Natal’s advanced information communication 
and technology creates easy access to the global 
telecommunications highway through high-
speed international links and world-class mobile 
telecommunications networks. In essence, this has led 
to the province emerging as a preferred investment 
destination for the Business Process Outsourcing (BPO) 
sector. The province has proved its BPO mettle through 
low cost of doing business, low rates of attrition, top-
class communications infrastructure, global connectivity, 
language affinity with, particularly, the UK and the 
USA, the Seacom undersea fibre-optic cable, quality 
education and strong government support.

For the last 10 years, the South African government 
has been aggressively developing our infrastructure, 
investing in our people and encouraging new business 
growth in the Knowledge and Business Process 
Outsourcing domains. 

Companies such as Amazon, AOL, TalkTalk, ASDA and 
iiNet have grown their business capability and capacity 
in South Africa to service the needs of customers from 
the UK, USA and Australia with the assistance of various 
South African agencies.  And we have enjoyed the 
compliments and approvals in these markets that have 
been readily forthcoming with regard to this emerging 
industry.

We are now at the point where we are ready to take our 
industry to the world.  But first, we want to establish 
a range of parameters that will enable South Africa 
to remain internationally competitive whilst delivering 
world leading customer service and sales solutions 
now and for many years to come.  And we want to 
determine these parameters by understanding business 
requirements.

To this end, a series of forums were conducted across 
Australia targeting influential Australian decision 
makers, industry executives who would likely employ 
these BPO services as well as researchers and social 
commentators to discuss the key issues, challenges and 
opportunities inherent in selecting offshore services.

Destination Marketing effectively secured the High 
Commissioner of South Africa to Australia in Canberra, 
HE Ms Koleka Mqulwana, as patron of the road shows in 
Australia. She participated at the opening event in Perth 
and at the closing event in Sydney.

The general feeling about Australia is one of familiarity 
– in terms of lifestyle, culture and the way it appears 
that business operates. There is a strong affinity with 
South African sport and a general openness to know 
more about business and leisure opportunities.

The response to the road show can be best described 
as positive. A key learning is that Australians know very 
little about South Africa though many in the meetings 
mentioned that they know or work with at least one 
South African. The general attitude was that they 
wanted to know more about South Africa and the 
business opportunities presented by the country.

The South African High Commissioner, HE Ms. Koleka 
Mqulwa, her staff and the SA Tourism Country Manager, 
Ms Lalie Ngozi were all very open to working with Trade 
& Investment KwaZulu-Natal and welcomed future 
opportunities to engage with the Australian market.

For the last 10 years, the 
South African government 
has been aggressively 
developing our infrastructure
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Recycle
Redesign
Re-ignite
How KZN design innovation is
making its mark in Europe
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In design circles, Andy Cartwright is 
something of a “star”. Not only has 
he made a name in corporate gifting 
and put his exclusive Andy C brand 
of tableware and jewellery into 
upmarket shops in South Africa and 
the United Kingdom, but he is also 
being noticed in Europe for his latest 
creation, Korol.

Korol was launched in South Africa as a 
prototype at last year’s Design Indaba in 
Cape Town. “We won the South African 
innovation award and knew we were on to a 
good concept. We approached the organisers 
and asked them why we had won. Their reply 
was that it ticks all the boxes – it is made out 
of recyclable material, is local, helps create 
employment and is a benchmark in South 
African design,” he says. 

As this story goes to print, Korol products will 
be finding their way out of shipping containers 
and into French retail stores. Manufactured 
from recycled polypropylene molded into five 
and six pointed stars, products come in knock 
down kits with full instructions on how to 
snap together the components to assemble 
trendy homeware – from bowls to lamp 
shades to vases. It is something of a mixture 
between new age DIY design and the Lego 
and Mechano toys of old.

“It has been a hard and incredibly fulfilling 
journey. We are at a stage where we feel we 
are really close to making our brand a well 
known phenomenon,” Cartwright explains 
as he looks back on the two year long 
development of Korol.  

His own journey into the design world dates 
back to 2001 when he and wife, Tina, set up 
their design production company in their 
garage with a single employee. Without formal 
training, Cartwright set out to first identify the 

markets for designer tableware and corporate 
gifts in South Africa. His fresh and uninhibited 
design approach manifested in the creation of 
pewter tableware that was and continues to 
emulate the beauty of nature and the richness 
of African culture. 

“I derive my greatest inspiration from nature’s 
organic shapes and the almost mystical 
manner in which the earth forms them. I am 
in awe of nature’s ability to teach us design 
philosophies based on form and function and 
how the combination of both can achieve a 
pure sense of balance and continuance. In 
creating the Andy C range, I have sought to 
honour nature by emulating its simplicity of 
form yet following the flows and textures that 
nature crafts so effortlessly and elegantly,” he 
reveals.
 

The company has grown to 
the point where the Andy 
C brand includes the more 
classic POD and Emerge 
Collections, the Tribal 
Collection which captures 
the simple lines and vibrant 
geometrical patterns of 
African tribal design and the 
Elephant Collection as well 
as a sterling silver jewellery 
collection and a newly 
introduced porcelain table 
ware range. 

The company has moved 
from its humble beginnings 
to a factory in Redhill, 
although Cartwright works 

from his design studio at home for much of the 
time.  

One of the first obstacles that they encountered 
was a sudden surge in the price of pewter 
about five years ago. Most of their products 
were made of it and this threatened to put 
them out of the market. They responded by 
embarking on a mission to find new materials.
This was compounded when the global 

recession hit in 2009, sparking an even more 
intensive search for both alternative materials 
and completely different designs that would 
better suit a market that was cutting down on 
spending on luxury items. 

They set out to “box more cleverly”, according 
to Cartwright. “We evolved and became more 
modern and then, two years ago, we gave 
ourselves the brief to completely remake Andy 
C in all aspects.” The company was called Andy 
C and associated only with pewter gifts. The 
first step was to change their name to Andy 
Cartwright and, with this as the umbrella 
company, to incorporate stand alone brands 
within it.

“We set out to find a product 
that could be made from recycled 
material in its rawest form and 
one that could create ongoing 
opportunities for employees.” 
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They also wanted to introduce a trendy 
product that was truly environmentally 
friendly. “We wanted to create something 
that was both accessible and more affordable 
as well as sustainable.  We set out to find a 
product that could be made from recycled 
material in its rawest form and one that could 
create ongoing opportunities for employees.” 

Apart from simply containing costs, he realised 
that his business needed to minimise its carbon 
footprint and the best way to do that was to 
minimise the number of moulds needed to be 
made. Because Korol is made up of just five 
and six pointed stars, they kept it to just two. 
 
“We worked long hours. There were many 
experiments and prototypes but, as we went, 
we were getting more and more excited,” he 
remembers.

Ultra cost conscious, they began by 
manufacturing components in China using 

recycled materials from that country. “But 
that was their mess we were cleaning up and 
we felt that we were cheating ourselves and 
(South Africa) and decided to return and make 
Korol locally,” he admits.

The raw material for their stars is recycled 
polypropylene derived from chip packets that 
are bought from a recycling agency.

Cartwright says that at the Design Indaba in 
Cape Town it was revealed that Korol would be 
particularly appealing to the European market 
and they hooked up with a Danish company 
which is now selling Korol there. They regard 
their presence in Denmark as a feather in their 
caps as the country is regarded as a design 
pioneer in Scandinavia. “We are the first 
company from a country outside of Denmark 
to be represented in the Copenhagen Design 
Museum. They were so intrigued with our 
product that they decided to include it,” says 
Cartwright.  

The next step was the Maison Etobjet 
exhibition in France which they attended with 
the support of Trade & Investment KwaZulu-
Natal. “It was a real eye opener for us. A French 
distributor took us on and placed a substantial 
order. We launched in France in January.” 

The puzzle now is how to sell Korol in South 
Africa. Feedback has revealed that it is too 
modern and too European and probably ahead 
of its time. “It’s now my mission to educate 
our people about design. I would really like 
to represent good taste in South Africa,” he 
concludes.

The raw material for their korol range 

is recycled polypropylene derived

from chip packets that are bought 

from a recycling agency
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The US Department
of Commerce

The US Trade and
Development Agency

Corporate Council on Africa

AAR

Geeley and Hansen
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Zanbato
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Hybas

Water Services Inc

Symbion Power

Trimble

Synergics

General Electric

EMD

Trade & InvesTmenT KwaZulu-naTal says

november saw Trade & InvesTmenT KwaZulu-naTal’s GauTenG
offIce hosTInG a breaKfasT sessIon for a hIGh level deleGaTIon

from The unITed sTaTes

The Radisson Blu Hotel in Gauteng was the 
setting for Trade & Investment KwaZulu-Natal’s 
collaborative breakfast for US delegates last 
November. 

Led by US Under Secretary, Francisco Sanchez, 
the delegation comprised 14 businesses 
from the chemical, renewable energy and 
infrastructure sectors and included:

 Appointed as Under Secretary in 2009, Sánchez 
leads the International Trade Administration, 
an organization of 2400 employees with 
offices throughout the United States and in 72 
countries. He heads up efforts to improve the 
global business environment by helping the US 
operate abroad. 

The purpose of the visit was to determine 
potential for joint venture collaboration 
between American and South African 
companies.  

Trade & Investment KwaZulu-Natal’s Lester 
Bouah, General Manager for Investment 
Promotion, provided an overview of major 
investment and project opportunities as well 
as trade opportunities in KwaZulu-Natal. The 
session was also supported by KZN businesses 
such as Black Balance which was represented 
by Malcolm Biggar who has had subsequent 
discussions with the US Trade and Development 
Agency on specific infrastructure projects in 
KwaZulu-Natal. 

During this visit, the US Trade and Development 
agency also announced that it would be  
stepping up its programme for clean energy in 
Africa and would coordinate this directly with 
their sister trade finance agencies the Overseas 
Private Investment Corporation (OPIC) and the 
Export-Import Bank of the United States (ExIm) 
to facilitate implementation finance for clean 
energy projects. USTDA and OPIC have received 
special dedicated funds of $20 million from the 
US State Department. 

USTDA also indicated that they would be 
setting up regular meetings in Johannesburg 
to liaise with stakeholders from South Africa, 
multilateral and regional development banks, 
private equity partners, private banks, donors 
and the private sector. 
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EVENTSEVENTS
Global Expo Botswana 2012 offered 
exhibitors and visitors across a multitude 
of different sectors an opportunity to 
actively promote their business in order 
to stimulate intra-regional business. 

The country’s premier international 
business to business exhibition, Global 
Expo Botswana 2012 is endorsed by the 
Botswana Government through the 
Ministry of Trade and Investment.  

Products exhibited included agri-business 
and agricultural products, clothing 
and textiles, manufactured products, 
construction materials, automotive 

products, electrical goods and appliances, 
timber and furniture, engineering 
products, chemicals and cosmetics, 
machinery, information technology, 
leather and associated technologies, 
consultancy services, mining, tourism and 
power and renewable energies.  

Trade & Investment KwaZulu-Natal 
secured slots for six KwaZulu- Natal based 
companies. These were:

• Mzansi Mobile Units
• Tones Platinum
• Harpan Technologies
• Nineveh date juice
• Gelvenor Textiles
• BAP South Africa

Growing Trade Between 
Angola & KwaZulu-Natal

Global Expo

Botswana 2012

After three visits to Angola and with participation in two trade 
fairs on the cards for 2013, Trade & Investment KwaZulu-Natal is 
focused on growing trade between that country and KwaZulu- 
Natal. 

Of late, Angola has emerged as a significant player in the 
regional trade, investment, infrastructure development 
and general economic growth in Africa.  The surge in Gross 
Domestic Product, rapidly growing investments in mining, oil 
and gas, agri-industrial enterprises, ICT, tourism and commercial 
property together with a growing base of consumers as the 
economy grows have created a booming market for most goods 
and services produced in KwaZulu-Natal. 

Overall, Angola is South Africa’s fourth largest export 
destination in Africa with exports reaching R5.5 billion in 2009. 
KwaZulu-Natal companies play a meaningful role in trade 
between the two countries. The main exports from this province 
are refined sugar, motor vehicles (transport of goods), vehicle 
parts and accessories, internal combustion piston engines, 
capital equipment, matches, uncoated paper and paperboard, 
nurtured ethyl alcohol, food and beverages and consumables. 
(Source: Quantec - KwaZulu-Natal by District Council - Export 
Value HS6). 

In May 2011, Trade & Investment KwaZulu-Natal participated in 
a mission led by the KZN Premier, Dr Zweli Mkhize, to the State 
of Benguela. A general framework for cooperation between 
the provinces was established.  Trade & Investment KwaZulu-
Natal followed up with a fact finding mission to determine the 
opportunities open to KZN companies and to engage with the 
Office of the Governor to establish business to business linkages. 

During this visit, property and construction, security products, 
food and beverage, ICT, automotive, engineering services and 
retail sectors were identified as products for which there were 
markets in Angola. 

September 2011 saw Trade & Investment KwaZulu-Natal set off 
for Benguela once again – this time with six KZN companies. 
These included the Spar Group, led by the vice chairperson of 
Nafcoc KZN, Brenan Du Bruin. Spar was investigating setting up 
shops in Luanda and Benguela. 

A follow-up business mission led by Trade & Investment KwaZulu-
Natal in June 2012 included the Feira Internacional de Luanda 
(FILDA) exhibition in Luanda and another visit to Benguela 
where one on one meetings were arranged and hosted.

The Feira Internacional de Luanda (FILDA) is again on the 
programme for 2013 with a follow up visit to Benguela also 
planned in July. 

FILDA 2012 attracted over 700 exhibitors and representatives 
from over 35 countries in Africa, Europe, and the East. FILDA 
2013 will focus on agriculture, automotive, light/heavy industry, 
leisure and mining, healthcare, insurance and pharmaceuticals, 
leisure travel and recreation, education (careers and training), 
plastics, packaging, printing and stationery. 
 
In May this year, Trade & Investment KwaZulu-Natal will also 
be taking KZN companies to the Benguela International Trade 
Fair (FIB). A seven day business services trade show and event, 
this focuses on agriculture (farming and fisheries), food and 
beverages, automotive, banking and finance, construction and 
property development, energy, gas and oil, training, hospitality, 
real estate, transport and logistics, telecommunications, 
information technology, cosmetics, fast moving consumer 
goods, clothing and textiles, leather and footwear, furniture 
and interior decor and electronics. 

FIB provides significant opportunities for KZN companies 
to showcase their products and services. To facilitate full 
participation at this show, Trade & Investment KwaZulu-Natal 
has applied to the Department of Trade and Industry for sector 
specific funding for 10 companies.

FILDA 2012 attracted over 700 exhibitors
and representatives from over 35 countries
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Destination
Marketing
November was an extremely busy 
month for Trade & Investment 
KwaZulu-Natal when it came to 
hosting both international guests 
and local business people and 
promoting KwaZulu-Natal as an 
important international trade 
destination. 

On November 7, there was a 
German Embassy briefing on visas 
and general consular services 
which not only served as a valuable 
networking opportunity for the 
German consular team but also for 
eThekwini businesses.  

Just a week later, on November 14, 
Trade & Investment KwaZulu-Natal 
welcomed Secretary of State for 
Maryland, Mr John McDonough, 
on a fact finding visit. His focus was 
on health care, renewable energy 
(wind and solar), agriculture and 
agro-processing. Trade & Investment 
KwaZulu-Natal facilitated a meeting 
with representatives from the 
Durban and Pietermaritzburg 
Chambers of Commerce, Enterprise 
Ilembe and DIPA. 

On November 22, a Thai delegation 
of 24 companies arrived. Hosted 
by the Royal Thai Embassy, Trade 
& Investment KwaZulu-Natal 
distributed invitations to a business 
matching session at the Durban 
Chamber of Commerce and Industry 
and facilitated site visits to the 
Transnet Port Authority and the 
Moses Mabhida Stadium.

November 26 saw Trade &Investment 
KwaZulu-Natal co-ordinate the Asia 
Middle East Trade and Investment 
Seminar which was attended by 57 

HACCP & 
Global Gap 
Training
Capacity Building Activities 
for KZN Farmers 

To fully utilise the state-of-the-art 
air-freight facilities at the Dube 
TradePort (DTP) and grow both 
the province’s agricultural exports 
and their own businesses, KwaZulu- 
Natal farmers need to get up to 
speed with the demands of the 
international markets in which they 
plan to operate.  

International customers are 
becoming more and more strict 
about food hygiene and safety, 
making it more important than 
ever for local farmers and food 
processors to set up and maintain 
effective food safety management 
systems in order to comply with 
stringent certification requirements. 

For this reason, the KZN Department 
of Environment Affairs and Rural 
Development (DEA) has been 
working in close collaboration 
with Trade & Investment KwaZulu-
Natal on the Dube TradePort 
Agricultural Support Programme. 
This is expected to help develop 
farmers’ abilities to produce export 
quality products and to understand 
exporting processes.

The DEA, through its knowledge 
of the quality issues surrounding 
exporting, engaged service providers 
to provide Hazard Analysis Critical 

Control Point (HACCP) training.  This 
is a systematic preventive approach 
to food safety.

After some investigation, it became 
apparent that it would be best to 
start with the GlobalGAP system. 
This sets voluntary standards for 
the certification of production 
processes of agricultural (including 
aquaculture) products around the 
globe.  The objectives of conducting 
GlobalGAP training are to create 
an understanding of food safety, 
occupational health and safety 
issues as well as foster environment 
protection, traceability and 
agricultural sustainability.

Trade & Investment KwaZulu-Natal 
and the DEA signed a Memorandum 
of Understanding which identified 
training and export marketing as 
important means of ensuring that 
KZN farmers are equipped with the 
necessary skills to become export 
ready.  

The three day training programme 
covered the following topics:
• Food safety and food-borne   
    hazards
• Introduction to GlobalGAP
• An All Farm Base Module
• A Crops Base Module
• A Fruit and Vegetable Base
• Practical application at farm level

A total of 15 farmers and 10 
extension officers were trained. 

Following the initial training 
of farmers, the Department of 
Agriculture agreed to host follow-
up sessions. Follow-up training will 
begin during the first quarter of 2013 
with a Market Access Seminar and 
Export Training session scheduled 
for March 2013.

companies. Twelve missions – from 
Singapore, Kuwai, South Korea, 
Fiji, India, Indonesia, Syria, the 
Philippines, Iran, Iraq, Japan and 
China – were also represented.

On November 30, Trade & Investment 
KwaZulu-Natal facilitated site visits 
to the Dube TradePort, Transnet 
Port authority and the Moses 
Mabhida Stadium for a delegation 
of 24 students and academics from 
Russia’s Friendship University of 
Moscow (formerly Patrice Lumumba 
University).

International customers are 
becoming more and more 
strict about food hygiene and 
safety
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Over the past financial year, 48 KwaZulu- 
Natal companies accessed new markets for 
their products. At first sight this might seem 
a very small number but it isn’t, according to 
Neville Matjie, General Manager of Export 
Development and Promotion at Trade & 
Investment KwaZulu-Natal.

While the hundreds of businesses that 
Trade & Investment KwaZulu-Natal assists 
every year would look good on paper, the 
tangible results are the ones that really 
count. “The crux is signing the deals. While 
we don’t facilitate the deal making, we do 
help create the platforms. We open the 
door, companies must walk through it,” he 
says. 

He is the first to vouch for the fact that 
exporting is far from easy. While some 
companies shy away from selling outside 
South Africa and mistakenly feel that 
exporting is not for them, others unwittingly 
make unnecessary mistakes. Mr Matjie 
believes information, starting with a sound 
understanding of exporting and then adding 
further information through researching 
potential markets, is the foundation. That’s 
why part of Trade & Investment KwaZulu-
Natal’s mandate is to “demystify exporting” 
and help provide as much of this information 
as possible together with the platforms to 
show and promote products. 

KwaZulu-Natal companies need to export 
to grow and sustain their businesses, 
access larger markets with offering greater 
economies of scale and even trigger 
greater popularity, creating more exports 
in an upward spiral potentially growing 
employment. 

He believes that he and his hard working but 
small team have made inroads. “Being able 

to continue to increase the market shares of 
companies in Africa has been challenging 
but the response rate has been good. We 
have proved that, if you start from a small 
base and increase your reach, then you will 
have more traction. It is important to have 
focus. Our resources are stretched so we 
focus on fewer companies and countries 
and have higher returns.” 

Encouraging local companies to attend both 
local and international trade shows and 
exhibitions has been integral to this. Trade 
& Investment KwaZulu-Natal pinpoints 
exhibitions that are likely to prove helpful 
from the Department of Trade and Industry’s 
timetable of annual shows as well as its own 
list. His team also helps companies who 
approach Trade & Investment KwaZulu-
Natal wanting to attend a show that Trade & 
Investment KwaZulu-Natal has not flagged 
for participation. They research it and often 
recommend that the company partner with 
others in its sector. 

Mr Matjie says it is important to vet shows 
and exhibitions outside South Africa not 
only to determine if they are the correct 
platforms to showcase products but also to 
ensure that they are legitimate. “We have to 
constantly be cautious. I wouldn’t take our 
companies to a show that I didn’t know. We 
always want to make sure,” he explains.
 
He points out that KZN businesses do not 
always identify events that provide optimal 
exposure. Domestic exhibitions can be as 

valuable as overseas ones as international 
buyers often frequent these. A trade 
exhibition in Zambia, for example, may 
attract representatives from the Democratic 
Republic of Congo, Namibia, Kenya and 
other countries usually attended. 

So far, Trade & Investment KwaZulu-
Natal has taken a multi-sectoral approach 
and has focused on the South African 
Development Community (SADC) countries 
for the past three years. Markets in which 
KZN companies have been successful 
during the past financial year have included 
Mozambique, Botswana, Angola and Kenya 
as well as in India. In addition to business 
in traditional markets such as the United 
States, United Kingdom and Europe, one 
or two companies have also signed deals in 
Ghana and Nigeria, he adds. 

Although Trade & Investment KwaZulu-
Natal does not generally single out specific 
sectors, it has helped opened doors for 
companies operating in the home and 
lifestyle, traditional crafts, automotive, 
transport, logistics and ship building, 
clothing and textile and food and beverage 
sectors. The team has played an active 
role in helping agri-businesses, partnering 
with the Department of Agriculture to help 
absorb the substantial costs.  “You’ve got 
to be creative when it comes to helping 
companies, especially when it helps them 
cut costs” he says. 

One of the key challenges faced is the high 
cost of entering many African markets. 
Again, Trade & Investment KwaZulu-Natal 
assists wherever possible.

He says that, sadly, he has seen a number 
of enthusiastic exporters change their plans 
when they could not meet all costs and 
needed further financial backing. This, he 

“One of the key challenges 
faced is the high cost of 
entering many African 
markets.”
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says, is in short supply when it comes to 
medium sized businesses.  

While the Department of Trade and Industry 
does provide incentives to encourage 
companies to exhibit or investigate selling 
in foreign markets, there was a need to 
take this a step further, he says. “Assisting 
smaller businesses and kick starting 
exporting would have a ripple effect. They 
source their product locally and would set 
up distribution channels, creating jobs and 
opportunities for others. These would grow 
as volumes increased,” he points out. 

Those that do move into exports are faced 
with even more challenges including 
managing bureaucratic obstacles, 
registering as an exporter in different 
markets and dealing with logistics 
constraints. He warns that even the smallest 
oversights such as using a colour that is 
culturally unacceptable when designing 
packaging or selling food products to a 
Middle Eastern country without Halaal 
certification can stop sales. 

Mr Matjie believes that access to 
relevant information can go a long way to 
capacitating companies to avoid pitfalls 

and frustrating delays. The compilation of a 
booklet entitled Export 101 during 2012 has 
gone a long way towards providing advice, 
statistics and market intelligence. 

However, again, this could be taken further. 
Countries such as Australia, Canada and 
the US have dedicated export portals 
for companies to access comprehensive 
information online. Local businesses have 
to approach Trade & Investment KwaZulu-
Natal directly. This, together with a 
comprehensive exporters data base which 
is linked to a CRM system would allow 
Trade & Investment KwaZulu-Natal to track 
enquiries and respond better. At present, 
this is done manually. 

However, this should not detract from what 
has been achieved so far. A highlight in 2012 
was the export summit in October which 
will become an annual event together with 
Export Week. Mr Matjie’s long term goal is 
to expand this into a full blown KwaZulu-
Natal international trade exhibition. “This 
is definitely something that we intend 
achieving,” he emphasizes, adding that the 
team that has attended numerous events in 
other countries has the experience to make 
it a success.  

Going forward, Mr Matjie’s division is 
moving beyond SADC and plans to target 
West and East Africa, opening up markets 
such as Ghana, Kenya and Tanzania to 
local exporters. The BRICS summit was 
held in Durban in March and promises 
exciting future export opportunities, he 
says.

“Access to relevant 
information can go a 
long way to capacitating 
companies to avoid 
pitfalls and frustrating 
delays.”
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  Locking
 Doors,
 Unlocking Opportunities

Greg Roux
gives us the
key to making    
Trellidor a   
household
name

There aren’t too many companies that can lay 
claim to not just becoming a household brand 
but a household name. In the United States 
“hoovering” is not restricted to a particular 
product but to using a vacuum cleaner, 
Xeroxing means photocopying, a Kleenex 
means a facial tissue and a Band Aid is a plaster. 
In South Africa, a Trellidor is fast becoming the 
generic term for a security gate.   

The incredible success story of a small company 
that began manufacturing security barriers 
in 1976 is proof that something positive can 
evolve from even the most dire circumstances. 
In this case, it was crime. Trellidor has positioned 
itself as the South African market leader in the 
steel sliding security barrier market by ensuring 
that research and development that goes into 

future product development keeps pace with 
security trends as well as new technology and 
materials.

Both crime and Trellidor are not confined to 
South Africa and Greg Roux, the marketing 
and sales executive within the company’s 
international division has been tasked with 
growing an exciting part of the company’s 
business that already contributes as much as 10 
percent to turnover. 

The export division started out in the mid 
eighties with the launch of a distributorship 
in Israel. The company is now represented in 
24 countries. Of these, 17 are on the African 
continent and include Botswana, Kenya, 
Malawi, Mozambique, Namibia, Nigeria, 

Swaziland, Tanzania, Lesotho, Zimbabwe and 
Zambia. Although Trellidor has distributors in 
the UK, Israel, Australia, some parts of Europe 
and the Indian Ocean Islands, its focus is on 
the fast developing African market which Roux 
believes is the key to future profits. 

Trellidor’s international passport has 
undoubtedly been its premium Trellidor T1000 
security barrier which has been certified by the 
London-based Loss Prevention Certification 
Board to level 2, in terms of its ability to resist 
attack. This product is the barrier of choice for 
well-known United Kingdom retail chains such 
as Sainsbury’s and Tesco. 

It is this standard of product that is already 
making its way into Africa. “Our products are all 
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budget-friendly or
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non-negotiable if you’re in the 
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high quality, whether they’re budget-friendly 
or top-of-the-range. This is non-negotiable if 
you’re in the business of selling security.”  
Trellidor’s entrances into African markets have 
sometimes been in tandem with large retail 
groups such as Shoprite Checkers, Makro, 
Mr Price, Pick ‘n Pay and the JD Group with 
which it has established close ties on home 
ground.  They are aggressively pursuing the 
huge potential that exists within African 
markets where there’s an estimated one billion 
consumers.  

On this journey, Trellidor is taking its South 
African business model with it. It was born 
during the eighties, according to Roux. “We 
began as a small business based in Durban, 
manufacturing and installing steel security 
banners to protect doors and windows in 
homes ranging from apartments to large 
executive dwellings. As the business grew, we 
opened branches in Johannesburg, Pretoria 
and Cape Town. However, it soon became 
obvious that to maintain our high levels of 
service and reach all corners of the country, 
we would have to franchise our operation,” 

he explains. Even today, the South African 
franchise network continues to grow and the 
company continues to refine it. 

As with most businesses in South Africa, 
Trellidor was hit by the global recession. The 
company’s response was to focus almost 
entirely on owner managers. “Just three 
years after the start of the down-swing, we’re 
back to pre-recession sales volumes. We have 
embarked on an aggressive growth strategy 
within South Africa, converting our four main-
centre branches and 39 franchises in to 75 
franchises in 18 months.”

This owner manager approach will be 
replicated in African markets.  “Although there 
are inevitable local differences, we believe our 
highly successful South African franchise model 
can translate equally successfully into many 
countries north of us.”  

The challenge, he admits, is finding the right 
partners. “In Africa you can overcome most 
things if you have the right people holding the 
key to your brand.”
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“we’re now positioned to 
accommodate any security 

barrier design request and can 
manufacture them to just about 

any size specification”

Having owned a franchise himself, he is acutely 
aware of both what is needed in an owner 
manager and what challenges they will face. 
Having started his Trellidor career running 
the company’s fledgling exports department 
for a number of years, he purchased his own 
Trellidor franchise. Volumes grew to the point 
where Roux split his operation into two stand-
alone operations. Ultimately, he sold them and 
returned to head office to continue where he 
had left off in the export arena. 

Roux hit the ground running. Because Trellidor 
has its sights not only on growing its local 
business but also on doubling its export 
turnover, it has invested heavily in equipping its 
Durban factory to handle larger volumes while 
delivering even better products. 

During 2012, Trellidor invested in a R25 
million state-of-the-art powder coating plant, 
purchased a 2160m² building adjacent to the 
Trellidor’s Phoenix premises to house a new 
aluminium division and invested in new state-
of-the-art roll forming machinery. “It was a 
major undertaking but we’re now positioned 
to accommodate any security barrier design 
request and can manufacture them to just 
about any size specification,” he says. 

The Trellidor plant can also accommodate new 
specifications and products.  “We’ve continued 
to innovate. Any new product line must 
conform to Trellidor’s commitment to quality 
and strength and, with this in mind, we added 
aluminium roller shutters and Clear Guard, 
an aluminium-framed high tensile stainless 
steel mesh screen to our range. That’s why we 

needed an aluminium factory,” he explains.
Although Trellidor still needs to get Clear Guard 
“out there,” he believes it is a particularly 
good fit in the African market where Trellidor 
products have begun to carve out a niche for 
themselves and are often seen as aspirational 
items. While residential products are being used 
to secure the many luxury holiday homes that 
are springing up along the African coastline, 
shutters are allowing African business owners 

who are now travelling extensively to “lock up 
and go.” 

Clear Guard is ideal for game lodges and 
residences dealing with wild life intruders and 
all homes and hospitals and clinics coping with 
malaria and mosquitoes, he adds.  

In most African countries, Trellidor’s 
competition is locally manufactured welded 
products and barriers imported from various 
parts of the world. “Although these sometimes 

look similar to our trellis-style barriers, they 
usually use old technology and are inferior in 
terms of aesthetics, strength and after-sales 
service.” 

This brings Roux back to the importance of 
finding local partners who are not only able to 
deliver on quality and service, but know their 
markets far better than representatives from 
a South African company would.  “Experience 
has shown us that existing businesses in other 
African countries that offer products and 
services in synergy with ours work best. We 
find them by participating in trade shows 
where we meet local business people, and 
through advertising in local newspapers for 
interested partners.”

Products are manufactured in Durban. These 
are exported to Africa in two ways – either 
as fully assembled units or in a knock down 
format that can be assembled in owner 
managed “trim shops”. According to Roux, 
finished product often carries high duties of up 
to 30 percent. “Trim shop” products often carry 
no duty at all. Additional advantages include 
quick and easy delivery, making sure product is 

on hand and containing costs. 

There are a number of Trellidor success stories 
in Africa. In the small Botswanan market, 
franchisee Kalvin Saunders has grown his 
business by almost 1000 percent over just 
five years. “He does everything by the book. 
He is a hands on character who is involved in 
everything from sales to installation. He has 
exceptional leadership skills,” explains Roux, 
adding that he took over the operation from 
an owner who had neglected the business. 
Again, it was about finding the right fit.   

One of Trellidor’s flagship African partnerships 
has been a regional hub based in Ghana. 
“This operation has worked so well that we’ve 
bought controlling shares in it as a sign of our 
commitment,” he says. This hub not only serves 
Ghana, but also surrounding countries such as 
Côte d’Ivoire, Togo, Ghana and Benin.  

“It is extremely rewarding when you see a 
business flourish. It is wonderful to watch 
and be part of that,” he smiles. Integral to 
the successes of African business owners 
is mentoring and support from Trellidor’s 
Durban head office. At the outset, both 
local and international franchisees operating 
in far-flung locations arrive for a detailed 
induction which not only familiarizes them 
with the production process but with the 
systems within the company. They constantly 
return for further training. “These guys really 
embrace our culture. For us, there’s no magic 
formula. When you maintain the structure of 
your business, it will work. Whatever we do in 
Africa is what we’ve done in South Africa.”
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Durban’s burgeoning freight forwarding 
and clearing sector holds the key to both 
importing and exporting in South Africa. 
This is no sweeping statement given that 
the port of Durban is South Africa’s most 
visited port and, as the country’s largest 
harbour, is the gateway through which the 
lion’s share of the country’s container traffic 
moves. In addition, a great deal of break 
bulk and bulk cargo moves through Durban 
as well as oil and petroleum products and 
motor vehicles. 

Cargo handled during the 2011/12 fiscal 
year amounted to 78 100 851 tonnes. Total 
tonnage added up to 45 282 995 tonnes 
of imports, 25 613 589 tons of exports and 
7 204 267 tonnes of transshipment cargo. 
Durban’s container terminals handled

2 698 173 TEUs (twenty foot equivalents) 
during 2011/12 with imports accounting for 
1 121 216 tons and exports 1 077 265. 

Without a robust and healthy freight 
forwarding and clearing industry, the 
efficient movement of goods both into and 
out of the country as well the movement of 
goods passing through to other countries 
within the Southern African Development 
Community (SADC) and beyond would be 
severely compromised. 

Freight forwarding undoubtedly holds 
the key to supply chain management, 
particularly for goods passing along South 
Africa’s primary transport route between 
Durban and Johannesburg. The massive 
responsibility for the well being of core 
economic sectors such as manufacturing, 
agriculture, mining and retail rests with one 
of the province’s largest and most active 

sectors – one that contributes a great deal 
towards the economy of KwaZulu- Natal.  
It is estimated that globally freight 
forwarders handle around 80% of general 
cargo moving between all continents. The 
statistic for South Africa – and Durban 
in particular -  will be equal to that if not 
higher.

Although road traffic is by far the mode 
of choice, goods enter and exit the Port 
of Durban and make their way into the 
hinterland by water, air, rail and pipeline 
as well. One of the most critical areas of 
service provided by freight forwarders in 
Durban (and even globally) is the provision 
and management of through-transport to 
over border transit clients. The local sector 
is expected to grow exponentially with the 

ongoing and rapid development of the 
African economy. 

As more and more companies turn to 
outsourcing their non-core activities the 
role of forwarders in providing over-arching 
supply chain services becomes increasingly 
critical to both national and international 
economic development. 

In South Africa, the industry is populated 
by both large companies with substantial 
resources and associated international 
networks as well as smaller operations. 
The latter, which operate with less than 
50 employees – account for approximately 
80 percent of the total number of industry 
participants. 

The efficient operation of the freight 
forwarding sector – and the efficiency of 
Durban harbour – is the responsibility of 

the South African Association of Freight 
Forwarders (SAAFF). The sole F & C industry 
representative body in South Africa, it was 
formed in 1921 to further the interests of 
all freight forwarders and customs clearing 
agents. 

Today, SAAFF is a modern and vibrant 
organisation with a membership base of 
over 350 businesses. SAAFF liaises closely 
with government departments such as 
South Africa Revenue Serviced (SARS), 
the national and provincial Departments 
of Transport and Trade and Industry and 
parastatals such as Transnet.  

The Association also addresses Industry 
issues with private sector service suppliers 
such as shipping lines, airlines and their 

local, national and international forums. 
SAAF retains relationships with organised 
industry in all transport and trade related 
areas in order to ensure that the interests 
of freight forwarders and their import 
and export clients are supported and that 
any new or existing measures that are put 
in place are fair and reasonable and in 
the interests of facilitating South Africa’s 
import and export trade. 

SAAFF is the South African representative 
and member of the International Federation 
of Freight Forwarders Associations (FIATA). 
Based in Switzerland, FIATA is the non-
governmental organisation representing 
the forwarding industry worldwide 
covering approximately 40 000 forwarding 
and logistics entities that employ between 
eight and ten million people in 150 
countries.

Forwarding & Clearing
In One of Africa’s

Busiest Ports

ThE POrT hANdlEd

78 100 851
TONNES iN ThE 2011/2012 

FiSCAl yEAr

imPOrTS AddEd UP TO

45 282 995
TONNES iN TOTAl

CONTAiNEr TErmiNAlS hANdlEd

2 698 173
TEU’S dUriNg 2011/2012
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Design South Africa is possibly one of 
Durban’s best kept success secrets, acting 
as an inspiration to both companies already 
operating within KwaZulu-Natal’s Tool, Die 
and Mould Making (TDM) industry and those 
seriously considering moving into this sector. 
However, company directors are doers rather 
than talkers and are clearly more comfortable 
with delivering on a formidable order book 
and guaranteeing on time delivery of a quality 
product both nationally and internationally, 
than they are collecting accolades.

They completed 2012 by shipping and installing 
a R60 million body shop assembly line for the 
production of the B299 Ford Fiesta sedan and 
B515 hatch for Ford Venezuela. 

This multi-million rand full turnkey project 
is just one of a host of achievements. The 
company’s customer list is a formidable one, 
ranging from Toyota for which Design South 
Africa has produced a wide range of jigs and 
tooling for the Corolla and Hilux to tooling for 
the Airbus A440M. It also features Volkswagen 
South Africa (VW 250 Polo), General Motors 
South Africa (Viva Chevrolet two door pick 
up and M300 five door hatch back), BMW, 
Mercedes-Benz (Mitsubishi Triton), Denel 
SAAB and the Ford Motor Company. 

“In June 2009, Design South Africa was invited 
to quote and put forward a technical submission 
to Ford South Africa for the introduction of the 
new Ford Ranger at the Ford Silverton plant. 

The contract was awarded to us in December 
2009. The line was designed and manufactured 
in Durban where testing also took place. The 
whole facility was then relocated to Silverton 
and commissioned at Ford. The plant went into 
full production in 2011 and has now been in 
production for close to two years,” operations 
director, Dave Brookes, explains.  

Being awarded the R187 million Ford South 
Africa project proved a strategic achievement. 
Design South Africa was the only South 
African company invited to bid and faced stiff 
competition from China, Korea and Germany. 
It was directly linked to the awarding of the 
Ford Venezuela contract in late 2011 and also 
led to the development of a relationship with 

The country’s largest independent design and
systems integration company



23

Ford Russia with an order being placed early 
in 2012 and commissioned at Ford near St 
Petersburg in October 2012. 

Since then, the company has also added 
business in Romania, Poland, Germany, the 
UK and even Japan. During the first quarter of 
2012, Design South Africa was awarded a R200 
million portion of Mercedes Benz’s new w205 
project, providing engineering solutions for its 
German, American and Chinese plants as well 
as the local one in East London. Commissioning 
is set for the end of June 2013. 

Design South Africa has also forged a strong 
relationship with Tenneco, one of the 
world’s leading designers, manufacturers 
and distributors of emission control and 
ride control products and systems for the 
automotive original equipment market and 
the aftermarket. “We have developed a strong 
relationship with them over the past five years, 
completing a number of turnkey automatic 
canning line cells for their plants in Europe, 
Japan, India and South Africa. These cells 
produce catalytic converters and take care of 
the measuring, sizing, wrapping, stuffing and 
the final marking of the product.” Tenneco 
orders have so far totaled R100 million 
with the last machine destined for Poland 
leaving Design South Africa’s Durban plant in 
October,” says Brookes.

Yet, Design South Africa started out in a small 
office in Hillcrest in 1998 as a six man operation 
pursuing new options for process planning 
and mechanical design for South African’s 
automotive industry. It has since grown into 
one of South Africa’s largest independent 
engineering and automation companies, 
employing approximately 300 people.  

In addition to supplying local manufacturers, it 
has built up substantial export business. By June 
2012, the company’s order book stood at more 

than R330 million, of which approximately 25% 
was exports due for completion by June 2013. 
This had grown to around R500 million by year 
end. 

John Mulgrew, Managing Director says Design 
South Africa’s expertise includes process 
planning, electrical and mechanical design 
solutions, manufacture, simulation, robot 
programming, installation, commissioning, site 
support and project management.    

In 2000, the company relocated from Hillcrest 
to a much needed larger office in Westville and 
opened a manufacturing plant in Prospecton in 
2003. In 2006, these were combined under one 
roof at the current head office in Umbogintwini 
which includes engineering areas, a machining 
and assembly area, a fabrication facility and a 
storage area.

A Johannesburg satellite facility which offers 
design, manufacturing and metrology support 
opened in 2007. The group’s Port Elizabeth 
base started with a design office in 1999, 
followed by an automation office in 2001. 
This was moved to larger premises in 2012. 
The company put down roots in India in 2007. 
“Our satellite facility is situated in Pune, India 
and comprises a modern, fully equipped 
engineering facility offering design and 
support to the local market as well as to our 
South African offices,” says Mulgrew. 

From turnover of just over R100 million at the 
2008 year end, Design South Africa completed 
its 2011 financial year with turnover of R286,9 
million.  As one of South Africa’s largest 
independent engineering and automation 
companies, Design South Africa now 
outsources elements of its projects. To do this, 
it has established a network of regular sub-
contractors, providing much needed guidance 
and assistance for emerging SMME’s in the 
province. 

Another important priority for Design South 
Africa is training its own workforce. The 
company places a great deal of emphasis on 
upskilling staff and believes that optimising 
competence from its administrative centre to 
its shop floor will deliver on its key objectives. 

These include optimising global 
competitiveness from a cost and quality as 
well as from a technical point of view through 
the utilisation of world class technology and 
software plus offering good lead times and 
meeting delivery deadlines. Mulgrew credits 
much of the company’s achievements to the 
support of its staff. 

Further growth is definitely on the cards in 
years to come, he says. “Design South Africa 
has maintained steady growth both financially 
and in personnel. We are continuing with 
our efforts to broaden our customer base 
and to continue to supply the high quality 
products and good service on which we have 
built our reputation. Our long term strategy 
is to develop support facilities where our 
customers are in order to ensure long service 
and continued support.”

    The company places a great deal 
of emphasis on upskilling staff and 
believes that optimising competence 
from its administrative centre to its 
shop floor will deliver on its key 
objectives. 
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and technical advice to regional ports; 
pursuing regional port planning and port 
pairing initiatives, and exploring MOU’s with 
other African countries. 

Says Chief Executive Karl Socikwa: “South 
Africa offers the infrastructure and 
services to unlock the region’s frontiers. 
By facilitating the supply of goods and 
providing essential infrastructural 
services, TPT can play a vital role in the 
South African government’s New Growth 
Path strategy, which seeks to widen the 
market for South African goods and 
services through a stronger focus on 
exports to the region’s rapidly growing 
economies.” 

He points out TPT’s past experience 
outside of South Africa, which has 
included assistance with terminal 
operating systems, port consultation 
and training programmes in ports such 
as those in Namibia, Kenya, Cameroon 
and Mauritius. The former Portcon 
International consultancy arm of sister 
division Transnet National Port Authority 
(TNPA) had likewise carried out work in 
Ghana between 2001 and 2004.
 
A regional port planning strategy between 
South Africa’s deepwater Port of Ngqura 

and other ports in the region is now 
underway to leverage opportunities. South 
African President Jacob Zuma champions 
the North South Corridor and Transnet 
is playing a key role in ensuring that this 
corridor’s potential is unlocked so that 
freight can move easily and efficiently. 

TPT has also attracted the attention of 
African ports thanks to the superior port 
operations training programmes and 
facilities offered at the Transnet School 
of Ports, located in the Port of Durban, 
where TNPA also offers highly sought after 
marine training.

International terminal operators are 
upping their game on infrastructure 
development and are moving into Africa’s 
ports with great speed and developments. 
Over the next three years Kenya, 
Mozambique and Tanzania will see a total 
of more than US$689 million spent on 
port upgrades. 

TPT believes South Africa has an invaluable 
role to play as the most developed country 
in Africa, and with its economies of scale, 
the company is striving to position itself as 
the leading port operator in the Southern 
Hemisphere, working to remove barriers 
that negatively impact trade transiting 
through the SADC region.

The Market Demand Strategy (MDS) 
formulated by Transnet SOC Limited is 
the centerpiece of this infrastructure 
programme. It entails an investment of 
R300 billion in capital projects over the 
next seven years.
 
As port operator Transnet Port Terminals 
(TPT) will invest R 33 billion of this amount 
to boost its cargo handling and logistics 
service at seven commercial ports along 
South Africa’s coastline. 

About 71% of TPT’s allocation will be 
invested in capacity creation and expansion 
projects, while the remaining 29% will go 
towards capital sustaining projects aimed 

at achieving operating norms and upholding 
service delivery. 

Major container sector projects include 
ramping up capacity in the Port of Durban, 
and expanding and positioning Ngqura 
Container Terminal as a transhipment hub.

In the bulk sector projects include 
increasing the capacity of the Saldanha 
iron ore bulk facility; major equipment 
upgrades and storage expansion at the 
Richards Bay Terminal; and relocating the 
current manganese export facility in Port 
Elizabeth to a newly created two berth 
facility at the Port of Ngqura creation that 
will handle up to 12 million tons per annum. 
 
But it is not only growth within South Africa 
that TPT is focused on. 

As part of the MDS and in support of nine 
strategic transport sector objectives set 
out by the African Union and NEPAD (New 
Partnership for African Growth), TPT also 
intends forming partnerships with other 
African ports to promote South Africa as a 
regional hub for the rest of the continent. 
This will also help to position African ports 
as the growth engines of their respective 
economies.

Key intra-continental initiatives being 
pursued by TPT include providing operational 

TPT GEARS UP TO BOOST 
PORT EFFICIENCIES

 South Africa’s ports are a key engine for 
growth and are central to the massive 

infrastructure development drive recently 
outlined by the South African government 

to enable economic growth and job creation. 

Equipment replacement is a key focus 
in  Richards Bay.

Expansion is on the cards for the Ngqura 
Container Terminal to handle up to two 
million TEUs of container traffic per annum.

Planning is underway for expansion of the 
iron ore bulk facility from 60 million tons 
per annum to 82 million tons per annum.
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“This is not just a job. It is a lot of 

other things. It gives me pleasure 

to contribute to the bigger picture 

and make it possible for Trade & 

Investment KwaZulu-Natal to

function and fulfill its mandate”

“This is the cooking pot where everything happens,” explains 
Trade & Investment KwaZulu-Natal’s financial accountant, Xolile 
Cele. His office is filled with reports and files and he is clearly an 
extremely busy man who “does it by the book”. Top of mind, right 
now, is securing a clean audit for the 2012/13 financial year. It will 
be testament to the systems that he helped put in place after he 
arrived in 2006. 

Confident that all is on track for the audit, he points out: “It is a 
provincial target for all public entities and departments to obtain 
clean audits. If you are well prepared and have all your ducks in a 
row, there is no reason not to deliver.” 

A self confessed “stickler for detail”, he saw Trade & Investment 
KwaZulu-Natal through one its toughest financial years yet last 
year. “It was very challenging as we were transferring from a 
Section 21 company to a public entity. It was a time when I learnt a 
lot, especially when it came to the legal and compliance issues that 
were involved,” he explains. 

However, liaising with auditors is just one part of his multi-faceted 
job. Also on the list is ensuring accurate and timely recording and 
reporting of financial and management accounting information 
and assisting with the design and implementation of effective 
internal controls as well as providing and monitoring the financial 
information that forms the basis for key management decisions. 

Cele is no stranger to holding the purse strings in the public domain. 
He has an impressive list of qualifications including a National 
Diploma in Financial Accounting, CFS (SA), a certificate in Public 
Finance and a BComm (adv) from Unisa. Putting the letters “CA” 
behind his name is his next goal. 

His work experience is “vast”, starting with being an accounts 
payment clerk and then an accounts management clerk and 
followed by internships with a number of large companies, including 
the Unilever subsidiary, SA Warehousing Services. From there, he 
moved on to the eThekwini Municipality. From there, he become 
Assistant Director: Costing for the Department of Defence where 
his responsibilities covered enhancing the department’s budgetary 
system and budgetary control which saw him work closely with the 
South African State Information Agency (SITA). 

His duties were similar when he joined Trade & Investment 
KwaZulu-Natal where much needed system upgrades included 
introducing SAP Business as Trade & Investment KwaZulu-Natal’s 
accounting system.
 

He has many reasons for looking forward to arriving at work each 
morning. “I am surrounded by very highly skilled and competent 
people in their fields so I am able to learn a lot as they are more 
than willing to share knowledge and information. This is not just 
a job. It is a lot of other things. It gives me pleasure to contribute 
to the bigger picture and make it possible for Trade & Investment 
KwaZulu-Natal to function and fulfill its mandate,” he says. 

Another function that he clearly enjoys is interacting with “external 
people” around important issues and seeking solutions to any 
problems that may arise. 

His chief challenges, he admits, are meeting strict deadlines and 
managing to bring together the array of people on which he relies 
to enable him to do so. He says it can be tough, especially when 
people are away travelling and cannot deal with issues that need 
to be addressed immediately. Although he is not always everyone’s 
friend, he laughs, for the most part he is able to find his way around 
or even through the obstacles. “I’m approachable but I want people 
to stick to the rules.”

His personal rules include always being fair and going all out to 
lead by example. “You can’t just want things to be done. You have 
to deliver yourself. That makes it easy for people to assist you. A 
lot of teamwork is involved,” he adds, cautioning that it is always 
tempting for people occupying financial positions to focus too 
closely on the figures and forget the human element.
 
Cele is a devoted husband with three children – a boy and two 
girls – between the ages of 16 and three. “My job can be extremely 
demanding with pressure points at specific times so my family is 
my source of strength,” he says. While he is certainly not averse to 
working long hours during the week, he says weekends are family 
time. Apart from the odd round of golf, he makes sure he spends 
time at home with his loved ones or watching soccer and reading. 
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Export Week KZN
provided an invaluable 
boost for KwaZulu-Natal 
based companies wanting 
to compete in the export 
arena. 

Hosted at the ICC by Trade & Investment 
KwaZulu-Natal between October 29 and 
31, 2012. Export Week has been created 
to promote and assist with growing 
KwaZulu-Natal’s export businesses and 
industries as well as to support both 
existing and new exporters and export 
service providers. This three day event 
included a comprehensive programme 
of export-related activities and provided 
important networking opportunities for 
companies. It also included an export 
business summit and closed with the 
Durban Chamber of Commerce’s 
Exporter Awards Gala Dinner. 

Highlights of the week included an 
announcement that Trade & Investment 
KwaZulu-Natal would undertake a 
detailed study that would contribute 
towards a KwaZulu-Natal Export 
Implementation Plan, this includes a 
detailed export product analysis. MEC 
Michael Mabuyakhulu launched KZN’s 
first exporter’s guide called “Export 101.” 
This 80 page book, which is already 
proving an invaluable guide, serves as a 
road map for business people considering 
moving into the export market.

Export Week KZN – which includes 
the Export Summit – is to become 

Trade & Investment KwaZulu-Natal’s 
annual event on the KwaZulu-Natal  
business calendar, helping to showcase 
the achievements of the province’s 
businesses and entrepreneurs and 
encourage others to follow in their 
footsteps. 

Overall, it is intended not only to 
encourage individual companies to 
explore new markets, to grow and sustain 
their business operations, but also to 
increase productivity and manufacture 
higher quality goods and provide first 
class service. Increased export volumes 
not only grow individual companies and 
the provincial economy but contribute 
to both local and national job creation 
initiatives. KZN companies like Trellidor, 
Behr SA and SA Shipyard featured and 
shared export success stories, and how 
they were able to become sustainable 
exporters.
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Wally Fry, founder and chairman of Fry’s 
Vegetarian, one of the world’s leading 
producers of egg-free vegetarian meat 
analogues, is a businessman who just 
happened to become successful while he was 
making other plans. 

“I didn’t really start this business to be the big 
entrepreneur. We started for a completely 
different reason – we wanted to produce a 
food that would make a tasty alternative to 
meat for ourselves and for anyone else who 
was interested. So, there was no idea at the 
beginning to turn this product into something 
internationally acclaimed. That kind of just 
happened,” he admits. 

Fry is passionate about curbing the 
environmental fallout that is already resulting 
from factory farming of livestock and is a 
perfectionist – two qualities that he believes 
helped transform a cottage industry type 
operation that turned out about 20 vegetarian 

sausages per day to a massive corporate that 
employs more than 300 people and exports to 
23 different countries.

In what he frequently refers to as “the early 
days”, his tools were a Kenwood chef, a single 
pot and a two plate burner. Today, Fry’s 
state-of-the-art factory employs world class 
technology.  When it comes to food safety 
and hygiene, the Fry’s production facility rates 
amongst the best in the world. 

Fry and wife Debbie haven’t deviated from 
what they set out to do. “We wanted to stop 
people eating cows, sheep and chickens and 
so the more product we sold, the happier we 
became. For every kilogram of product that we 
sold, we knew that a kilogram less of meat was 
being consumed. That was really our priority.” 

Yet, it took some time for this reluctant 
entrepreneur, who was running a construction 
company during the eighties, to fully appreciate 

that the couple’s culinary experiments could 
be far more than a hobby. It was only when a 
friend, who also happened to be a marketing 
guru, pointed out that there was a huge gap 
in the market for vegetarian meat replacement 
products that Fry began to take this new 
enterprise seriously.

Readily admitting that he is “meticulous about 
detail”, he says his mission was to consistently 
produce the same high quality products. The 
fledgling business soon outgrew the family 
kitchen and moved to a small mini factory 
unit in a complex that the Frys owned. As the 
business continued to expand, they gave each 
of their tenants notice and took up the extra 
space.
 
“Within 18 months of conceptualising the 
brand, packaging designs and finalising the 
product range, we had listed in all the major 
chains in South Africa. From having zero sales 
we were in every single supermarket. It was a 

The Fry’s Family
A peek into the family secrets that have made Fry’s Vegetarian

an international meat-free phenomenon
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considerable task”, he remembers. In addition 
to marketing his product, Fry had to create the 
recipes, run the factory, do the wages, keep 
the books … the list seems endless. He also 
had to manage the clients.  All supermarket 
chains have unique invoicing and accounting 
requirements, so systems had to be set up to 
cater for these needs.  Fry mentioned wryly 
that if the invoice is incorrect, it isn’t paid.  
While a challenging task, he found it exciting.

Debbie stepped in to handle the finances – no 
mean feat considering that the Fry’s have never 
had any outside financial support. Whatever 
money they made, they ploughed back into 
their business. 

Bringing in bigger orders created a need for 
more sophisticated equipment and Fry started 
out by buying two second hand machines at 
auctions. He made it his mission to not only 
understand how his new acquisitions worked 
but also how to repair and maintain them. 

Breakdowns often meant long hours spent to 
get everything up and running again. 

Inevitably, Fry’s outgrew the mini factory 
complex and, seven years ago, the entire 
operation relocated to their current Mahogany 

Ridge premises. Again, this came with a unique 
set of challenges.  Both quality and construction 
wise, the new facility had to be in a class of 
its own and was as unique as the products it 

turned out. “Unfortunately nobody in South 
Africa can advise you on this, because the 
food we make is unique. Most of the machines 
that we have are bespoke. That means every 
single problem you have, you have to resolve 
yourself. You can’t phone somebody.”

When it comes to Fry’s, he says, there’s no 
outside knowledge – just what is “in our 
heads.” Fry says this is their competitive edge. 
Nobody else knows their processes and recipes.
It is these secret recipes that have taken Fry’s 
from 700 kg of production a day in “the early 
days” to 14 tons in a shift at present.  He states 
that they are making a good product for a 
reasonable price. People have recognised 
it and they like Fry’s all over the world.  The 
technology is unique which has contributed 
to consumers enjoying the product, which has 
made the brand famous. 

A number of other factors have also put 
Fry’s on the map – the taste appeal of its 

           Within 18 months of   
conceptualising the brand...   
we had listed in all the major 
chains in South Africa. From 
having zero sales, we were in every 
single supermarket. It was
a considerable task.

Fry’s Foods
Burgers

Sausages

Pies & Pastries

Crumbed Foods

Blackbean, Quinoa &

Chia Bites

Chicken-style Strips

Meat-free mince

Chunky Strips

Spicy Butternut &

Almond Bites
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Wally Fry

products, the health benefits and the family’s 
uncompromising stance when it comes to its 
strict ethical standards. 

“Vegetarians need to understand that 
it’s important to balance their diet, and 
that incorporating protein is a necessity. 
Supermarkets offer butternut and feta quiche 
or spinach and feta pasta. If you order a 
burger, it will usually be vegetables in a bun. 
Its carbohydrates, bad fats, but not enough 
protein.”

Fry’s products are high in wheat and soya 
proteins. “We cover a whole range of special 
dietary requirements in one box. The Fry’s 
products replace the protein you miss when 
you take meat out of your diet. I believe 
that the only thing that’s good about meat 
is its taste. So, if someone says he’s been a 

vegetarian all his life and tasted our burgers 
only to find they’re too much like meat, I say 
thank you. You’ve just given me the biggest 
compliment I could ever have. That’s what we 
are in business to do,” he smiles.

When it comes to special dietary requirements, 
Fry’s products tick all the boxes – vegan, 
vegetarian, kosher, halaal and suddah. They will 
not buy any genetically modified ingredients 
and also refuse to buy raw materials from any 
factory owned by a concern dealing in animal 
products. 

Quality and refusal to compromise has clearly 
resulted in both local and international growth. 
The company’s first container was exported 
in 1998. Fry explains that South Africans who 
emigrated wanted to be able to buy Fry’s 
products where they set up home. Many 
approached the company to become agents. 

“Those agents became the root of the way 
business developed in other countries. A lot 
of them were just families who didn’t have 
much experience - but we didn’t have a lot of 
experience either. So, we were happy if they 
ordered one container a year.

From single percentages, exports now account 
for about 30 percent of the company’s business 
with Australasia and the United Kingdom 
being its biggest markets. Growth is expected 
to be ongoing. 

That’s why Fry’s is about to action a multi 
million rand expansion. A massive production 
warehouse and a freezer warehouse for 
finished product will be built adjacent to the 
factory on land owned by the family. The 
extension will also include a lecture room and 
training centre.

      Exports now account for about  
                          of the company’s  
                          business with  
      Australasia and the United   
      Kingdom being its biggest  
      markets.

30%

Why 
Meat Free?

www.mnn.com (Are there any real environmental 
reasons not to eat meat?)

Meat production accounts for about

of greenhouse gas emissions, more than 

the emissions from planes, trains, cars and 

boats combined.

Approximately

of our Nitrous Oxide emissions are 

generated by animal agriculture.

Nitrous Oxide is 256 times more harmful to 

the ozone than CO2

Animal waste pollutes our waterways more 

than all other industrial sources combined.

Worldwide, roughly 

 

of the world’s fresh water is

used for livestock.

65%

50%

20%



31

Wally & Debbie Fry

He says although he founded the business, it 
is no longer just about him. His daughters fill 
crucial roles in the business and he is free to 
focus on the ethical issues about which he cares 
deeply both in South Africa and abroad.

To continue to encourage people to eat less 
meat, but not to necessarily promote its own 
products, Fry’s is the sole sponsor of the Meat 
Free Monday Campaign in SA and Australia 
and runs this a non-profit organisation. “We 
are passionate about educating people about 
the negative impact animal agriculture is 
having on our environment, our health and 
the animals.”  Meat Free Mondays are visiting 
about 100 schools in SA this year to speak 
about “Food Choices and Climate Change.”

He has also set up the Fry’s Family Foundation 
to educate about meat free living and often 
accepts speaking engagements – including an 
address to the British Parliament a year ago.
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MEC for Economic Development and Finance, Mr Michael Mabuyakhulu, 
announced the new Trade & Investment KwaZulu-Natal Board which 
was approved by the provincial cabinet. There are 11 new board 
members that include influential business heads, members of local 
government as well as leaders from tertiary institutions and within 
the labour movement. They play a crucial role in providing strategic 

leadership and ensuring compliance with corporate governance and 
Trade & Investment KwaZulu-Natal policies, procedures and strategy 
which includes increasing both the inflow of foreign direct investment 
and exports by KwaZulu-Natal companies.
 
Former Mayor of Durban, Mr. Obed Mlaba was appointed Chairperson.

Trade & Investment KwaZulu-Natal
announces its new

BOARD OF 
DIRECTORS

Mr. Obed Mlaba: Chairperson

Ms. D. Mazibuko: Director

Dr. V. Mahlati: Director

Mr. C.S. Gina: Director

Education B.A  UNISA   |   MBA  - International Management Centres in Buckingham 

Work
Experience

Corporate business until 1994   |   Mayor of Durban 1995- 2011   |   National Secretary of SALGA 1996 – 2011

External
Appointments

Commercial Property Development   |   Waste to Energy   |   Waste Management

Education PhD - University of Stellenbosch   |   Policy Speciality - London School of Economics

External
Appointments

SA National Planning Commission from 2010   |   SA Delegate & Technical Advisor for the Presidency Women
Non Executive Director: Lion of Africa Insurance Company   |   Board Chairperson: South African Post Office 
Advisory Board: Financial Markets   |   Board Member: Financial Services Board Licensing Committee
Board Member: Alexkor Mining   |   Fund Member: Umbono Captial
Task team Member: Gauteng Transport Strategy (Africa Gateway)

Education Diploma in Education from Ndumiso College   |   Honours in Management and Admin from VISTA University

Work
Experience

Mayor of Emnambithi/Ladysmith Municipality   |   HOD for Lokothwayo Combined

External
Appointments

ANC Branch Secretary (Ezakheni)   |   Chairperson of the ANCWL in Mshishi Nzimande   |   Managing Director KMMI
Chairperson of the Hospital Board and member of the Executive Committee: KWANALOGA

Education
Qualified Boilermaker 1996   |   Certificate and Advance Programme in Human Resource Management – UNISA  
Development Programme in Labour Relations UNISA SBL   |   Management Development Programme UNISA SBL
Executive Development Programme UNISA SBL

Work
Experience

Apprentice Boilermaker (4yrs)   |   NUMSA Shop steward 1993   |   HR Manager
Represented Cosatu & NUMSA nationally and internationally   |   2nd President of NUMSA from 2004 
Member of Cosatu Central Executive Committee from 2004   |   President of NUMSA from 2008
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Dr. J. Van Zyl: Director

Dr. N.S. Msomi: Director

Prof. W. Viviers: Director

Dr. M. Velia: Director

Ms. L.C. Cele: Director

Mr. M.A. Tarr: Director

Education

BCom Economics and Statistics – Potchefstroom University 1979   |   HED Education  - Potchefstroom University 1980
BEd Education Potchefstroom University 1982   |   BCom (Honours Economics Potchefstroom University1983
MCom Economics Potchefstroom University 1984   |   DCom Economics Potchefstroom University 1988
Certificate in Export Practice Institute of Export, South African Foreign Trade Org. 

Work
Experience

Director – School of Economics North West University Potchefstroom Campus

Education MSc Agricultural Economics: University of Natal 1975

Work
Experience

Senior Lecturer Agricultural Economics Specialising in Development Economics & Agricultural Management: UKZN
Agricultural Consultant partner in SA Farm Consultant (Pty) Ltd
Member of Parliament: Initially a member of the opposition in the old dispensation in RSA
Member of the KZN Legislature   |   Held the position of the Chief Whip   |   Chair of Public Accounts
Chair of the Premiers Portfolio Committee   |   Portfolio Committee of Finance and Economic Development 
Member of ANC from 2002   |   Acting Mayor of Umsunduzi Municipality  2010/2012 

Education
Master of Accountancy (Taxation): UKZN   |   Certificate in Executive Leadership Development Programme Arthur D Little   
Management Education Institute in Cambridge Massachusetts USA   |   B.Com Degree: University of Fort Hare
Post Graduate Diploma in Taxation and M. ACC Degree: UKZN

Work
Experience

Executive Consultant  of Garach and Garach Accountants (current)   |   CEO of Tax Solutions cc
Senior position: Receiver of Revenue   |   Co-produced videos on understanding the tax system
Co-author of South African Women Today

External
Appointments

Current Board Member at: Hulamin Ltd   |   Efficient Financial Holdings Ltd   |   Combined Motor Holdings Limited   |   Avbob
                                           Footprint Management (Pty) Ltd   |   Board of Eskom
Professional Membership: Standing Advisory Committee on Company Law till 2011   |   Council Member of the South African       
                                           Institute of Professional Accountants   |   Commercial Member of the Tax Court

Education
B.Sc (Honours): Sussex University (UK)   |   Phd (Molecular Genetics): UKZN
Diploma in Management Accounting & Finance from the Chartered Institute of Business Management (CIBM)

Work
Experience

It is through his vast knowledge and experience, as an avid scientist, that he established Umsongo Biotechnology (Pty) Ltd and also 
set up BioPath Laboratories, where he was Executive Director.  He was also the CEO of the East Coast Biotechnology Regional 
Innovation Centre. Currently he is a Director at Africa Vukani and serves on the Board of CSIR.

Education Doctorate in Business Economics: University of Potchefstroom

Work
Experience

Professor at the Post-Graduate Business Management School
Deputy Chief Officer Toyota, responsible for Middle East, Africa and Latin America  

External
Appointments

President of the National Association of Automobile Manufacturers of South Africa (NAAMSA)
Advisory Council: North West University   |   Advisory Board: University of Stellenbosch Business School
Advisory Board: Pretoria University Economic Faculty

Education PhD in Economics: University of Sussex   |   MA in International Economics   |   Master in Economics University de La Reunion - France

Work
Experience

Head of Research Trade and Industry Policy Strategies - Pretoria
Speciality Research School of Development Studies - University of Durban 
Economics Lecturer Department of Economics & School of African & Asian Studies University of Sussex
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“Our goal is to attract 
more companies to 
invest in and start 
businesses in the 
province thus creating 
more jobs in KZN,”

Zululand man Cedric Gina is passionate 
about the province of KwaZulu-Natal 
and proud to be on the Board of Trade & 
Investment KwaZulu-Natal.  Appointed 
a director in 2012, he holds the  position 
of chair of the Human Resources 
subcommittee.

Gina believes that KwaZulu-Natal can grow 
to be the investment destination of choice.  
He says that Trade & Investment KwaZulu-

Natal is a well-run organisation and its staff 
is committed to their work.  The collective 
experience of the board members enhances 
the work the organisation is achieving in 
promoting the province.

“Our goal is to attract more companies to 
invest in and start businesses in the province 
thus creating more jobs in KZN,” says Gina
Currently Gauteng is considered the hub 
of industry, but he believes KZN has the 
potential to assume this role.  The province 
has endowments such as the deepest 
port and has the ability to become the 
province of choice for investors. “If we work 
together to attract people back to KZN to 
work and open businesses we will achieve 
this objective,” he says.

Part of Trade & Investment KwaZulu-Natal’s 
responsibility is to grow exports.  In addition 
to growing exports through Durban and 
Richards Bay, Gina believes that companies 
need to explore beneficiation before 
products are sent to other countries.
Gina says all avenues should be explored 
and all opportunities used.  “We owe it to 
Jacob Zuma and I want to see the people of 
KZN prospering.”

The traditional medicine space is a focus for 
the future.  Pharmaceutical companies can 
incorporate some traditional plants into the 
value chain and cosmetics.   Management 
has received a research paper on this topic 
which they will be pursuing.

Based in Johannesburg, Cedric Gina has 
been President of NUMSA since 2008.  He 
started his working career as an apprentice 
in Richards Bay in 1993.  After qualifying as 
a boiler maker in 1996 he moved to BHP 
Billiton in Richards Bay, the company who 
still employs him.  

His first role within NUMSA commenced in 
1997 when he was elected a shop steward 
at BHP Billiton.  Gina rose through the ranks 

quickly over the next few years and he was 
elected Second Vice President in 2004.

He is also an ordinary member of his ANC 
branch, Ward 1 in Richards Bay, North 
Coast Region called Musa Dladla Region 
and an interim convenor of the SACP in his 
district. 

Gina attends meetings at Trade & 
Investment KwaZulu-Natal in Durban 
when required but believes he should not 
disrupt the already smooth operations.  
To save travel costs certain meetings are 
held via skype from Trade & Investment 
KwaZulu-Natal’s Johannesburg office.  As 
their Johannesburg office expands, more 
meetings well be held at this venue.

The March board meeting approved 
policies for the new financial year which will 
allow Trade & Investment KwaZulu-Natal to 
improve performance. The new financial 
plan aligns itself with Ina Cronje’s budget 
for the province, however Gina is not 
concerned about the reduced budget as he 
believes the already strong management 
team will continue to excel.

Cedric Gina would like to thank the premier 
and government of KwaZulu-Natal for the 
vision of Trade & Investment KwaZulu-Natal 
and hope the work it does contributes to 
growth of province.

Cedric Sabelo gina
Trade & investment KwaZulu-Natal’s newly appointed board

member gives us insight into plans for 2013
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F r o m  t h e  D e s k  o f  t h e

ECONOMIST
1 Projections

Difference from

October 2012

WEO Projections

Q4

over Q4

Estimates Projections

2011 2012 2013 2014 2013 2014 2012 2013 2014

World Output 3.9 3.2 3.5 4.1 –0.1 –0.1 2.9 3.8 4.0

Advanced Economies 1.6 1.3 1.4 2.2 –0.2 –0.1 0.9 2.0 2.1

United States 1.8 2.3 2.0 3.0 –0.1 0.1 1.9 2.4 3.2

Euro Area 1.4 –0.4 –0.2 1.0 –0.3 –0.1 –0.7 0.5 1.0

Germany 3.1 0.9 0.6 1.4 –0.3 0.1 0.6 1.3 1.1

France 1.7 0.2 0.3 0.9 –0.1 –0.2 0.3 0.3 1.2

Italy 0.4 –2.1 –1.0 0.5 –0.3 0.0 –2.4 0.1 0.4

Spain 0.4 –1.4 –1.5 0.8 –0.1 –0.2 –1.9 –0.3 0.8

Japan –0.6 2.0 1.2 0.7 0.0 –0.4 0.2 2.6 –0.1

United Kingdom 0.9 –0.2 1.0 1.9 –0.1 –0.3 0.0 1.4 2.0

Canada 2.6 2.0 1.8 2.3 –0.2 –0.1 1.3 2.2 2.3

Emerging Market and 

Developing Economies
6.3 5.1 5.5 5.9 –0.1 0.0 5.5 5.9 6.2

Russia 4.3 3.6 3.7 3.8 –0.2 –0.1 2.4 4.4 3.4

Developing Asia 8.0 6.6 7.1 7.5 –0.1 0.0 7.3 7.1 7.8

China 9.3 7.8 8.2 8.5 0.0 0.0 8.1 7.9 8.8

India 7.9 4.5 5.9 6.4 –0.1 0.0 5.4 6.0 6.4

Latin America and the 

Caribbean
4.5 3.0 3.6 3.9 –0.3 –0.1 3.1 4.2 3.6

Brazil 2.7 1.0 3.5 4.0 –0.4 –0.2 2.1 4.0 4.1

Mexico 3.9 3.8 3.5 3.5 0.0 0.0 2.8 4.9 2.5

Middle East and North 

Africa
3.5 5.2 3.4 3.8 –0.2 0.0 . . . . . . . . .

Sub-Saharan Africa 5/ 5.3 4.8 5.8 5.7 0.0 0.1 . . . . . . . . .

South Africa 3.5 2.3 2.8 4.1 –0.2 0.3 1.5 4.2 4.1

Source: IMF, 2013

2 Jan - Dec 2011 /

Jan - Dec 2012

World zone EXPORTS IMPORTS

Jan - Dec 

2012

Jan - Dec 

2011
% change 

Jan - Dec 

2012

Jan - Dec 

2011
% change

Rm Rm Rm Rm

Africa 128 067.8 106 344.3 20.4% 82 785.7 57 776.2 43.3%

Europe 166 074.7 185 378.2 -10.4% 252 882.2 237 196.1 6.6%

America 84 690.0 80 048.8 5.8% 99 607.8 92 314.5 7.9%

Asia 254 271.2 253 535.7 0.3% 385 560.8 327 337.8 17.8%

Oceania 8 341.0 7 079.2 17.8% 13 505.5 13 226.8 2.1%

Other Unclassified 
Goods

75 417.5 78 521.2 -4.0% 1 268.5 1 175.5 7.9%

Ships/Aircraft Stores 1 073.6 1 233.9 -13.0% 0.0 0.0 0.0%

Total 717 935.6 712 141.3 0.8% 835 610.7 729 026.9 14.6%

Trade balance -117 675.1 -16 885.6

Source: SARS, 2013

By Felleng Mahlatsi

Turbulent times still 
imminent: get ready for 
a bumpy ride, or smooth 
your own.

The most recent world economic outlook 
(January 2013), published by the International 
Monetary Fund (IMF) estimates that the world 
output expanded at 3.2% in 2012, a slowdown 
from 3.9% in 2011. The 3.3% expansion in 2012 
is also 0.1 percentage point slower than had 
been projected in October 2012. Economies 
contributing more to the 3.2% were mainly 
the emerging and developing markets, which 
expanded 5.1% compared to 1.3% from 
the developed counterparts. The emerging 
markets grew 6.6%, led by China at 7.8% and 
India at a subdued 4.5%, while Sub-Saharan 
Africa (SSA) grew 4.8%, and South Africa 
at 2.3%. Across the developed parts of the 
world, growth figures were widely revised 
downwards, with Spain and Italy expected to 
continue in recession (Table 1).

The world output is expected to expand at 
3.5% this year, also 0.1% lower than previously 
estimated. The overall growth in the advanced 
economies is forecast at 1.4%, while emerging 
markets are projected to expand at 5.5%, led 
by the Developing Asia at a towering 7.1%, 
of which China will soar 8.2%. SSA is set to 
grow at 5.8%, while SA will grow 2.8%. What 
does this revised momentum mean for SA and 
KwaZulu-Natal (KZN)?

While there may be slower than desired 
recovery in world economic activity and trade 
with Europe more specifically, the growth in 
SSA provides comfort for South Africa’s trade 
and economic activity. For instance, the South 
African Revenue Services (SARS) estimates that 
in 2012, the value of trade in goods from SA to 
the rest of Africa (RoA) grew at a double-digit 
pace of 20.4% from R106.3bn the previous 
year to R128.1bn, in contrast to the -10.4% 
decline in the value of merchandise destined 
for Europe, which slipped to R166.1bn from 
R185.4bn. growth in the value of exports to 

Asia – which accounts for a lion’s share of SA’s 
exports (35%) was only 0.3% from R253.5bn to 
R254.3bn (see Table 2).

Interestingly, growth in SA’s imports from 
RoA was a whopping 43.3%. While this was 
from a low base of R57.8bn (to R82.8bn), it is 
an indication of growing mutually beneficial 
trade among the African states. With plans 
to improve the region’s infrastructure and 
connectivity, this could not be a better 
opportunity for the continent to craft its own 
destination.

With this rosy picture, though, is a disturbing 
chronic trade deficit for SA (R117.7bn from 
R16.9bn in 2011), which no doubt is a result of 
the imports skewed towards high-value, high-
technology machinery the country is importing, 
competing with receipts for exports of low-
value primary products. This is detrimental not 

only to the balance of payments, but also to 
the currency, as continued supply of the rand is 
likely to weaken it further.

In order to build sustainability, Africa, South 
Africa and KZN will have to attract investments 
in the upstream sectors related to utilisation of 
the heavy industrial machinery the continent 
is importing; in that way it will be investing in 
future technology to construct its own fleet 
on machinery in future. The DTI has a range 
of incentives available for supporting domestic 
manufacturing base, and companies are 
reminded to take advantage of these incentives 
to, together, build the domestic economy that 
will create jobs for many. Trade & Investment 
KwaZulu-Natal will help companies to access 
these and other incentives geared towards 
building a thriving SA economy.

Trade & investment KwaZulu-Natal’s newly appointed board
member gives us insight into plans for 2013
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KwaZulu-Natal
gateway to africa

KWAZULU-NATAL
IS HOME TO 2 WORLD HERITAGE SITES

KWAZULU-NATAL

IS HOME TO

OF THE LARGEST
& BUSIEST PORTS

Port of Durban
Largest Container

Handling Port

Port of Richards Bay
Biggest Break

Bulk Handling port

IN AFRICA

DUBE TRADEPORT
KWAZULU-NATAL’S

WORLD CLASS

CARGO
HANDLING FACILITY


