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NAACAM NewsNAACAM News
The Show Edition

reetings NAACAM members, in this, the fi rst newsletter of 2019.

It’s been a busy start to the year, with many happenings on the industry and global fronts. Brexit, the 
coming SA general election, load-shedding, a new automotive masterplan announced; all of these 

continue to impact on the automotive manufacturing value chain in one way or another.

As you will see, this edition gives insight to the recently held NAACAM Show 2019, done in partnership with 
the DAC and Ethekwini Municipality. Whilst there is always room for improvement, this second iteration 
of the event proved quite popular and initial results show growth from the fi rst one. In 2019, 1773 people 
attended the event, compared with 1304 previously. Our buyer-supplier meeting number grew from 122 in 
2017 to 340 in 2019 and our exhibitor number grew by 20 fi rms.  22% of the exhibitors were black-owned, 
showing a 4% increase on 2017.  A comprehensive post-event survey will be distributed to all attendees, 
the results of which will be made available during the course of April.

Several members have contacted the offi ce requesting views on the impact of global trade developments on the sector. To 
that extent Mr Tinashe Kapuya has been retained as specialist advisor in this space and, by now, NAACAM members would 
have received the detailed trade bulletin released by Tinashe. More information is available below.

Drafting has commenced on the revised regulations that will give effect to the policy provisions announced by Minister Rob 
Davies at the end of 2018. NAACAM is hopeful that these will be fi nalised by the relevant implementing agencies by the 
middle of this year.

The NAACAM offi ce looks forward to being of further service to you during the course of 2019. 

Regards

Implications of Brexit on South Africa’s automotive industry

s the prospect of a “no deal” Brexit outcome looms large, the expectation is that South Africa and its SACU counterparts will strike a 
trade arrangement with the United Kingdom. If the UK crashes out of the EU without a deal on the one hand, and fails to conclude a 
trade agreement with SACU on the other, South Africa will face tariff increases on 70 automotive product lines, according to the HS 
codes submitted to industry by the dti. Four of these tariff lines – which include various petrol and diesel engine vehicles – accounted 
for R6.6 billion in South African vehicle exports to the UK in 2018. The four product lines will see an increase in tariffs from 0% to 10% 
from 13 April 2019 onwards, if a no-deal outcome on both the EU & SACU end materialises. This will greatly affect South Africa’s 

competitiveness in the UK market. To add, South Africa’s automotive industry exports to the EU may fail to fulfi l the Rules of Origin (RoO) 
requirements for preferential market access into Europe, once the UK crashes out of the EU. This puts at risk South Africa’s R86 billion industry 
exports to the EU.

A detailed brief, covering the fi rst quarter of 2019 and containing a number of highlights was submitted to 
NAACAM/CEO’s recently. This brief can be found on the Members’ Only section of the NAACAM website.

by Tinashe Kapuya (PhD)
NAACAM Specialist Advisor: Trade Policy
  
Tinashe is a trade economist with a decade of experience in trade policy and advocacy. He was previously a 
Trade Specialist at the Southern Africa Trade and Investment Hub and a Trade Advisor at Genesis Analytics. He 
was also Head of International Trade and Investment Intelligence at the Agricultural Business Chamber, having 
also previously worked for the Trade and Industry Policy Strategies (TIPS) early on in his career. He served as the 
Deputy Chair of the Trade Policy Committee within Business Unity South Africa (BUSA) and continues to play a 
critical role as an Advisor to BUSA on trade related issues. He is deeply involved in NEDLAC workstreams, where 
he represents Business, both in various Task Teams and within the Technical Liaison Committee (TESELICO).

http://www.bceconsulting.co.za
www.naacam.co.za
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NAACAM has a new Website!
Check out www.naacam.co.za

Pasdec Automotive Technologies and Sumitomo
Wiring Systems Sign Technical Assistance
Agreement for the Nissan H60A Project

Pasdec was awarded the contract to supply 
harnesses for the Nissan Navara in 2018.

Speaking from Sumitomo in Japan, Pasdec’s 
CEO, Dato’ Kevin Pather, expressed his 
appreciation for the opportunity to work 
with Sumitomo. “We have always had a 
strong relationship with Sumitomo,” says 
Pather, “and we are honoured to be able to 
collaborate with them on this vital project.”

The H60A represents the fi rst new Light 
Commercial Vehicle platform at Nissan SA 
since the D22LCV and a total of 27 000 
vehicles per annum will be produced. Start 
of production will be in November 2020.

Pasdec Automotive Technologies Botswana is proud to announce the signing of a Technical Assistance Agreement with 
Sumitomo Wiring Systems for the Nissan H60A project.

Pasdec’s CEO, Dato’ Kevin Pather, and Pasdec’s
General Manager Engineering, Jeremy Bertelle,

(centre) fl anked by Sumitomo management

www.engeli.co.za
www.naacam.co.za
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Attendees were welcomed
 by Ugo Frigerio, NAACAM President

(L-R): Shivani Singh: B&M Analysts, Sally Marengo: KPL Die 
Casting, Bonnie Magada: G.U.D. Holdings, Shilpa Mehta: 

Production Logix (Facilitator: Honey Mamabolo,Thebe Unico)

Dragons’ Den

The Budding Entrepreneurs

Automotive industry colleagues driving 
South Africa’s largest

manufacturing sector 
forward!

(L) Lionel Dramar: Dramco Engineering cc and (R) Maynard Gesha: 
Laser Mould & Die

Dragons: Donny Pethan: TIKZN, Kobus Sauer: IDC, Rudy Wuite: 
ABSA and Michael Waldburger: OEM Representative, John White: 

DAC Facilitator

Regional Market Dynamics

The Panel (L-R): Thomas Schaefer: VWSA, Martyn Davies: 
Deloitte Facilitator, Serge Kamuhinda: VW Rwanda

A jovial team from Ghana

Women in Automotive Dialogue

www.trenstar.co.za
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Accelerate growth with automotive 
industry solutions. 

Dylan Jessup

SA Automotive Masterplan

Future of Manufacturing and the Auto

Regional Market Dynamics

The Panel (L-R): Renai Moothilal: NAACAM Facilitator, Andrew Kirby: 
NAAMSA, Mkhululi Mlota: the dti, Ken Manners: NAACAM,

Irvin Jim: NUMSA

The Panel: (Above L) Yanesh Naidoo: Jendamark, (R) 
Michael Grant: Data Prophet, (Below L) Markus Thill: 

Bosch Africa, (R) Facilitator - Prof. Justin Barnes,
Toyota Wessels Institute for Manufacturing Studies

The Panel (L-R): Prof. Faizel Ismail: UCT School of 
Economics Facilitator, Jelani Aliyu: Nigeria National 
Automotive Design & Development Council, Xolelwa 
Mlumbi-Peter: the dti, Alec Erwin: Ubu Investments

(L-R): Andrew Kirby, Angelique Adcock & Renai Moothilal

New Entrant Development and Best Practice

The Panel: (Above) Tanya 
Cohen: BUSA Facilitator, 
Preshan Naicker: Naicker 
Toolmakers, Nigel Ward: 

Toyota SA Motors
(Left) Lance Schultz: AIDC

www.sasfin.com
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For decades CHEP has helped some of the top major global assembly 
plants and component suppliers move their products (locally and globally) 
to where they need to be, when they need to be there - with less waste, less 
handling, less contamination, less transport, less space and less impact on 
the environment.

Office telephone 
 +27 (0)11 842 4400

www.chep.com

Exhibition 
Stands

A 200-exhibitor 
strong exhibition 
showcasing the 
product, service 

and technological 
capabilities of 

the South African 
automotive industry

www.chep.com
www.chep.com
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Toyota Motors South Africa: the OEM Most supportive of the NAACAM Show Objectives

Robert Bosch South Africa: the Supplier Most supportive of the NAACAM Show 
Objectives

Laser Mould and Die: most promising Port Elizabeth-based Black Owned supplier through 
the Emerging Supplier Engine Room (Dragon’s Den) winning a Toyota Wessels Institute 
of Manufacturing Studies course valued at R22,000 as well as travel and accommodation, 
NAACAM membership for two years and SAABC membership. All manufacturing fi rms 
participating will be supported to engage with ASCCI to enter a relevant Value Chain 
Localisation programme with associated support of up to R300,000.

Dave Coffey, NAACAM Vice President (pictured left), presented awards as follows:

Awards

www.willard.co.za
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willard.co.za

98%
recyclable

The new limited-edition Willard® BLUE battery is available from April. 

With this battery, Willard® aims to highlight the threat plastic poses 

to our oceans and beaches, and Willard’s commitment to ensuring 

that our oceans are clean and safe for all to enjoy.

The winning Metair team

Exhibitors were also recognised for the professionalism of their 
exhibition stand structure and their exhibition stand representatives 
and the clarity of the message that was communicated.

Best large stand was awarded to Metair
Best medium/small stand – SMC Corporation
Black Owned supplier stand – Hart Automotive

Awards

ith another year comes the release of the annual, 
insightful South African Automotive Supplier Industry 
Benchmark Report, produced for the National 
Association of Automotive Component and Allied 
Manufacturers (NAACAM). Based on extensive 
research and benchmarking activities conducted by 
specialist consultancy B&M Analysts, the report takes 

a deep dive into the automotive sector of South Africa, highlighting 
key benchmark data for local suppliers as well as comparators 
from both developed and less-developed regions. 

The latest report shows assembly growth in the automotive 
industry, extending beyond our borders to other African countries 
as well, including Algeria and Morocco. Focusing on South Africa 
specifi cally, light vehicle volume has increased by 1.4% in the past 
year, reaching 582 000 units in 2018, and is projected to hit a total 
of 642 000 by 2020. 

As far as supplier performance goes, South Africa showed some 
positive results with domestic suppliers increasing their average 
Rand sales in real terms by 10.7% in the last two years, with a 
similar growth rate evident in 2017 and 2018 of 5.1% and 5.4% 
respectively. Renai Moothilal, NAACAM Executive Director, 
commented that "We are pleased to see that the local suppliers' 
growth is far stronger than the comparative production volume 
growth for the SA OEMs." 

Moothilal added that "It is encouraging to note that the top-
performing 25% of local suppliers achieved sales growth of 16.5% 
or better, in the last year. These fi ndings suggest that local fi rms 
are securing increased diversifi ed local business opportunities at a 
Tier 1 and Tier 2 level and not solely dependent to OEM volumes." 

However, the report also outlines a dip in the number of customer 
respondents that believe there are opportunities to increase their 
current buy with SA Tier 1 fi rms. Moothilal shared his opinion on 
the matter, stating, "Despite this, opportunities do still exist with 
local OEMs in the areas of supplying more of current products, 
supplying additional products in the existing range, and supplying 
newly developed products." 

From an enhancement and localisation perspective, the report 
presented a few important points for consideration, encouraging 
South African-based suppliers to unlock possibilities for growth by 
further localising their operations. 

While some progress has been made in relation to the stock 
holding of raw materials, the report made it abundantly clear that 
far more focus is needed on the reduction of this high-cost item 
for local suppliers as it still considered the largest waste cost. 
Suppliers should, therefore, continue to implement Supply Chain 
Management (SCM) best practices to further reduce raw material 
stock levels. This focus on reducing raw materials should go hand 
in hand with an increased and proactive drive to localise and 
reduce import levels.

The localisation drive must be two-fold – fi rms should identify 
value-added opportunities that they can undertake themselves, as 
well as those that can be utilised by local suppliers. This is crucial 
in support of achieving a short-term local content target of 42% for 
the SA-based OEMs by 2023, and taking the industry up to the 
60% average targeted by the SA Automotive Masterplan to 2035.

Speaking at the launch of the report, Douglas Comrie, B&M Analysts 
MD, noted that “whilst the South African Automotive Supplier 
Benchmark Report 2019 confi rms that local suppliers are, in many 
cases, well positioned to grow through increased localisation and/
or exports, levels of investment and skills development spend had 
to be increased rapidly or component manufacturers would fi nd 
themselves not well placed to unlock the opportunities that the new 
policy framework gave them”

The South African Automotive Supplier Industry Benchmark Report 
is jointly delivered with B&M Analysts as part of NAACAM's effort 
to keep local component manufacturers and industry stakeholders 
up to date with relevant sector trends and developments, and 
make informed decisions in an always changing global automotive 
manufacturing landscape.

NAACAM Media Release: 28 March 2019

www.willard.co.za
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•  High level of convenience: Passive Start and Entry (PASE) 
system and power door control support autonomous opening 
and closing 

•  Greater safety: Intelligent obstacle detection prevents collisions 
•  Optimal protection: Intelligent door brake system allows 

for freedom of opening vehicle doors and stops them from 
slamming shut even when the vehicle is on an incline 

•  CES 2019 Innovation Award honouree in the Vehicle Intelligence 
and Self-Driving Technology category 

PORT ELIZABETH, South Africa – 

ith its solutions for intelligent vehicle doors, the 
technology company Continental is optimizing the 
relationship between safety and convenience. State-
of-the-art technologies such as the intelligent door 
brake system and the smart autonomous door support 
convenient opening and closing operations, while 
stopping vehicle doors from uncontrolled slamming. In 

addition, their obstacle detection functions lead to greater safety in 
road traffi c scenarios and prevents dents and paint scratches.

The smart autonomous door system is also a necessary function 
for automated driving. Driverless vehicles must be able to open 
and close their doors even without operators or door handles to 
deal with different practical situations and allow passengers to get 
in and out conveniently.

Thanks to its advanced functions, Continental’s intelligent 
door system has been recognized as a Consumer Electronics 
Show (CES) 2019 Innovation Award honouree in the Vehicle 
Intelligence and Self-Driving Technology category. The CES 
organizer CTA (Consumer Technology Association) announced 
the honourees during its annual CES Unveiled New York event 
in December 2018 as a sneak peek of the products and trends 
that debuted at CES 2019 in January.

“The CES Innovation Award is both a confi rmation and an 
incentive for our developer team,” said Johann Hiebl, head of 
Continental Body & Security business unit. “Ultimately, we want 
to keep increasing convenience and safety for drivers and all 
other road users with our solutions.”

Smart autonomous door increases user convenience as 
automated driving progresses 
With the power door control function, Continental supports 

autonomous opening and closing of vehicle doors and protects 
passengers from crushed fi ngers, hands or belongings with its anti-
pinch protection. “By means of its connection with our passive start 
and entry system (PASE), the vehicle doors open automatically and 
contact-free at the right time. They also recognize the respective 
user and open on the right side,” Hiebl said.

The smart autonomous door is in continuous communication with 
the integrated static obstacle detection. If the sensors identify a 
stationary obstacle, then the intelligent door automatically stops the 
opening process. In assistant mode, the system makes the door 
easier to operate by reducing the amount of physical effort required 
and allowing for any opening angle. This signifi cantly increases 
convenience when the vehicle is on a slope.

The door no longer slams shut and can be opened or closed in an 
uphill position by the assistant function without requiring additional 
physical effort. This makes it easier for children and the elderly 
to operate vehicle doors. Optional functions such as adjustable 
door speed, slam protection and end position damping can further 
increase convenience and relieve pressure on the door and chassis 
mechanisms. 

Intelligent door brake system protects passengers and road 
users 
An added bonus is the continuously variable gap angle. The 
intelligent door supports smooth opening in any position without 
snapping into place at all. Despite this, the door can be stopped 
securely in any position desired by the intelligent control system. 
Using static obstacle detection, this system also immediately stops 
the process of opening the vehicle door if an obstacle is identifi ed. 
As a result, the intelligent brake function reliably prevents a 
potential collision. 

“Thanks to our intelligent vehicle door, trapped fi ngers and battered 
doors will be a thing of the past,” Hiebl emphasized. The partner 
network was also an important success factor for the development 
of the different technologies. “It is the combination of our know-how 
in the fi eld of system integration and intelligent door control with 
our partners’ mechanical components that makes the intelligent 
vehicle door possible,” Hiebl said. “With their combined expertise, 
companies like Warren Industries, Stabilus, and Inteva regularly 
give us signifi cant inputs for development.” 
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South African Auto Components, 
Parts Manufacturers to Open Shop in 

Nigeria
By Kingsley Alu, Leadership Newspaper, Nigeria

The National Automotive Design and Development 
Council (NADDC) has disclosed that arrangements 
were in top gear with South African automotive 
components and parts manufacturers to open shop 
in Nigeria and produce for the local and export 
markets.  Director-general of NADDC, Jelani Aliyu, 
made this known at a briefi ng in Abuja, recently.

He said the Council had already led a delegation to 
South Africa where they met and had discussions 
with the National Association of Automotive 
Component and Allied Manufacturers of South 
Africa (NAACAM), which supply the big global 
automotive companies, to support its proposed 
automotive supplier parks in Kaduna,  Oshogbo 
and Nnewi.

While emphasising the direct  exponential economic 
multiplier effects of this bold move by the Council 
on the country, Aliyu said the gains of component 
manufacturing was too big to be ignored.

For instance, Aliyu said the Nnewi Automotive 
Industrial Park when it comes on stream, would be 
a world–class hub of advanced technology which 
would supply world standard components to feed 
both the automotive service and repair market, and 
local assembly operations, hence the reason the 
Council is linking the parks to global technology 
partners.

He said the Council recognises the potential of the 
automotive industry in Nigeria and foresees room for 
growth across the automotive value chain including 
vehicle sales, aftersales, vehicle assembly and 
production.

NAACAM Members excel at National 
Kaizen Champions Awards

SJM Flex, and Duys Engineering Group were named Kaizen Champions at the 
annual Kaizen Seminar and awards in Port Elizabeth on 28 March 2019.

Annually hosted by the AIDC (Eastern Cape), in partnership with Lean Institute 
Africa (Gauteng), the awards recognise good improvements or Kaizens, made 
by manufacturers to boost operational performance.

In the Operator Category (Kaizens initiated by operators) Duys Engineering 
Group, a  heavy engineering company with plants across the country won 
1st place, with SJM Flex and Continental Contitech in 2nd and 3rd places 
respectively.

In the Management Category (Kaizens initiated by management or engineer) 
SJM Flex, a Port Elizabeth-based manufacturer of fl exible couplings for the 
export market  claimed fi rst prize, followed by Duys Engineering Group and 
Auto Industrial Machining.

Natstan Wire and Acoustex received commendations at the awards, which 
followed the seminar.

AIDC Eastern Cape CEO, Hoosain Mahomed said the seminar, aside from the 
awards, also enabled industry to learn from peers how organisations are using 
Kaizens as a core strategy to improve operational excellence.

Mohamed said the seminar was attended by management but that presentations 
were uniquely made by shopfl oor operators of the representing companies 
because "Kaizens are largely operator driven, with ownership on the shopfl oor.''   

Lean Institute Africa Director Anton Grutter told delegates that the importance 
of Lean thinking and practice was highlighted by "an increasingly complex 
business environment with non-linear consequences to decisions -  attached 
to the idea that management decision making is generally imperfect."  He said 
the use of routines, tools and measures - generally part of the Plan, Do, Check, 
Act (PDCA) Cycle - beginning at management level, was essential for effective 
decision-making, problem solving and sustainment improvement.

Nelson Mandela University Head of Kaizen Department, Karl van der Merwe 
stressed the importance of organisational culture.  "A Lean culture in an 
organisation is required to support continuous improvement and Kaizens but 
this needed to be fostered and deliberately considered by managers,'' van der 
Merwe said. 

Short-listed award nominees largely emanate from the AIDC's shopfl oor 
improvement interventions at manufacturers across South Africa.

The AIDC is mandated by government to assist the country's manufacturing 
sector become more globally competitive.

AIDC EC CEO Hoosain Mahomed (far right) with from left Dr Karl van 
der Merwe - Head of NMU Kaizen Department, S4 Integration Business 

Manager Ettienne Gerwel and Dr Anton Grutter, Director of Lean Institute 
Africa, who adjudicated the national Kaizen awards in Port Elizabeth

www.bceconsulting.co.za
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• Revenue up 8% to R10.28 billion 
• Operating profi t 19% higher at R1.00 billion 
• HEPS increased 16% to 327 cents  
• Dividend per share of 100 cents declared, up 25% 
•  Continued strong performance from both the Energy Storage and 

Automotive Component verticals 
•  Successful fi rst investment in lithium-ion business and technology  

Metair, a leading international manufacturer, distributor and retailer 
of energy storage solutions and automotive components, today 
announced its results for the twelve months to 31 December 2018. 
 
Group revenue increased 8% to R10.28 billion and operating profi t 
grew 19% with the group operating margin improving to 9.8% from 
8.9%, supported by a 16% improvement in operating profi t from the 
Automotive Components vertical and a 17% improvement in the Energy 
Storage vertical. Group earnings before interest, tax, depreciation and 
amortisation (EBITDA) increased 9.4% to R1.33 billion and headline 
earnings per share rose 16% to 327 cents. Group borrowings decreased 
to R1.8 billion with the net debt/equity ratio 
ending the period at an appropriately 
conservative 30%. 
 
Theo Loock, Metair’s Managing Director, 
commented: “This is a record performance 
for us and a fantastic set of results given the 
handful of challenges we had to navigate 
including currency volatility and subdued 
economic growth experienced across our 
markets.”  
 
“Contrary to the reporting trend by South 
African businesses that have invested 
overseas, we saw a strong contribution 
from our overseas acquisitions in the 
Energy Storage vertical, particularly 
Mutlu Akü in Turkey, which managed 
to outperform the Turkish Lira currency 
weakness for a fi fth year in a row, and Rombat in Romania which 
operated at full capacity in the second half. These results were also 
bolstered by good volume throughput from our Automotive Components 
vertical, supported by its continued focus on product and customer 
diversifi cation.” 
 

The Energy Storage vertical reported a combined growth in revenue of 
3% to R6.38 billion and increased profi t before interest and tax (PBIT) 
by 17% to R692 million. Exports improved, in line with Metair’s long-
term strategy, through two automotive supply contracts with strategic 
aftermarket customers, one being in the USA. 
 
Despite challenging global political and trade conditions Mutlu Akü 
continued its resilient in-country performance, delivering a 27% increase 
in turnover and 55% increase in profi tability owing to margin expansion 
from increased exports, good cost management and price recoveries 
which offset the Turkish Lira currency weakness. This translated into an 
improved operating profi t contribution in Rand of R428 million. 
 
Rombat performed well, with an in-country increase in profi t of 29% 
translating into a profi t contribution in Rand that increased 31% to R87 
million. 
  
The turnaround at First National Battery is according to plan and the 
business delivered improvements in manufacturing and marketing 
effi ciencies, while investing in promoting the First National Battery 

brand and retail network, combined with 
customer focused improvement plans to 
increase localisation. First National Battery 
delivered a 6% improvement in PBIT to 
R162 million despite the second half being 
negatively impacted by labour instability 
linked to bi-annual wage negotiations. 
 
Volume growth underpinned by higher 
levels of exports, continued expansion and 
deepening of localisation, and effi ciencies 
derived from production and labour 
stability saw the Automotive Components 
vertical achieve a 16,3% rise in revenue 
to R5.07 billion and a pleasing 16,5% 
increase in PBIT of R509 million. 
 
In February 2018, Metair acquired a 35% 
shareholding in Prime Motors which is 

being geared to be Metair’s incubator and research and development 
centre for lithium-ion battery development. The period was eventful for 
Prime Motors which profi tably moved from pre-sales to fi rst customer 
engagement and sales. It secured its fi rst lithium-ion coating and cell 
assembly manufacturing line, developed a low temperature lithium-ion 
starter battery, received its fi rst request to quote for lithium-ion starter 
batteries and supplied several lithium-ion battery pack solutions, while 
launching the fi rst electric vehicle business in Romania in partnership 
with Rombat. The next step to accelerate this businesses growth is for the 
installation and commissioning of the lithium-ion line to be approved by the 
investment committee. 
 
“We are pleased with our international investments. Aside from the great 
performances out of Turkey and Romania we have seen the benefi t of 
technology transfer through the partnership with Prime Motors, Moll 
Germany has taught us a valuable technology lesson, has introduced 
us to a major German OEM customer and presented our fi rst lithium-ion 
starter battery opportunity,” commented Loock. 
 
Metair’s strategy has always been customer, market and technology 
driven and in line with the automotive industry principle of continuous 
improvement, Metair reviews and confi rms its strategy annually.  
Metair’s latest strategy review has shown that it will best secure global 
relevance by fully utilising its current lead acid base energy storage 
businesses while engineering a cost-effi cient way of gaining relevance 
with alternative lithium-ion technology product solutions. “The benefi t 
of such a technology-focused strategy is that it is possible to gain 
customer take off and investment support agreements prior to any 
major capital commitments in new technology manufacturing facilities. 
It also aligns with Metair’s European customers’ call for dual technology 
solution providers,” added Loock. 
 
Looking forward, Loock commented: “Geo-political uncertainty and 
wage negotiations are expected to have an impact in South Africa 
and Turkey, driving concern around consumer confi dence and 
labour volatility. We do however expect favourable conditions for our 
automotive component business in the short to medium term, based 
on the increased stability and certainty brought about by the extension 
of the APDP, conclusion of the South African Automotive Master plan 
(SAAM), as well as expected record vehicle export levels.”
 
“We are well positioned to benefi t from the shift towards increased 
connectivity, innovation and full electric vehicles. Our focus is on 
expanding our aftermarket lead acid battery export customer base 
including production of customer branded aftermarket product 
requirements and improving First National Battery’s performance in 
South Africa.”

METAIR DELIVERS RECORD PERFORMANCE IN 
DIFFICULT ENVIRONMENT

   Released on behalf of Metair by Instinctif, 14 March 2019

If you’re in the business of putting wheels
      in motion, you can bank with us to help you

 with your business automotive needs.

Dylan Jessup
Regional Manager

business | wealth | banking

When the road less 
travelled calls, call us to 

keep your commercial 
requirements on track.

beyond a bank
Solutions

Import Duty 
Recoveries

Incentives
Automotive Investment 

Scheme (AIS)

BEE Verification 
Services

Short-term
InsuranceForex

Our 
service 

solutions APDP PI Claims 
and PRCC Sales

Warehousing 
and Logistics

www.sasfin.com
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WHEN Brian Naidoo, the new owner 
of a Durban business and NAACAM 
member, which manufactures 
automotive components bought the 
company out of liquidation, he could 
see its potential - and the new team at 
Microfi nish were determined to slash 

the huge gap that existed between the cost of their 
components and that of their competitors in India 
and China.

“Our products were 135 % more expensive at that 
time,” recalled Deshan Naidoo, the former operators 
and strategy director, who has recently taken over 
as managing director.

Now, as a result of Microfi nish’s long-standing 
relationship with the Technology Localisation 
Implementation Unit (TLIU) and the TLIU’s 
interventions, that cost gap has been dramatically 
cut to 30% - and it is predicted to be reduced even further.

The company has now reached a point where it is a force to be reckoned 
within the global market, signing up special contracts with international 
customers in the UK, Europe and America. It is currently in negotiations 
to increase its supplies to the United States even further.  Thirty-fi ve 
new jobs have been created, boosting the workforce at Microfi nish’s 
manufacturing plant, in addition to other workers at the Microcast 
foundry at the Westmead industrial site, where the raw material is 
produced.

“It was a signifi cant risk when we concluded the deal and decided to 
resurrect the business, but we knew we had to make the business work 
again,” recalled Naidoo.  The problem that had faced the company was 
that it had failed to invest in technology, the result being that it had lost 
the race against its competitors.  When the new management team 
took over in 2011, it rehired the majority of the former staff.

The company is a niche manufacturer of automotive components, 
predominantly supplying two products housed in the cylinder head 
(valve guides and valve seat inserts).  Its aim is to diversify the product 
range into other automotive and non-automotive precision parts in line 
with market demand. The re-energised team is determined to “become 
a diversifi ed, world-class, lean manufacturing outfi t that thrives on 
change and technological innovation while delivering meticulous, 
superior products, timorously” - and 99% of its products are already 
being exported to developed countries with Microfi nish manufacturing 
the smallest to the biggest components that are used in everything 
from small passenger to heavy duty vehicles, locomotives, big 
tractors, logging equipment and shipping.  “We have complete reverse 
engineering capability and we can create tailor-made solutions for our 
customers,” the managing director said.

Microfi nish has invested heavily in research and development, looking 
at new technology and newer materials to provide better performance. 
A massive R100-million was invested between 2012-2017 to take the 
business to its current world-class level.

The Pinetown plant boasts 50 high-quality 
precision CNC machines and also has the benefi t 
of design software-among the best in the world-
that was funded by  Technology Localisation 
Implementation Unit (TLIU) programme. While 
physical prototyping had to be done in the past, 
the work is now electronically simulated with this 
design software.  “This optimises the design and 
gives the best results. Lead time is drastically 
reduced and our clients have their solutions so 
much sooner,” explained Suveer Singh, the head 
of engineering and chief technical offi cer. 
 
TLIU has also been involved in improving the plant 
lay-out and the process fl ow, thus decreasing 
the amount of handling from the raw material 
stage to the fi nished product and cutting the time 
components spend as work-in-progress. This too 
further reduces the lead time, positively affecting 
the bottom line.  “In this industry, everything is 
time based, so saving time has a huge impact on 
competitiveness and profi tability,” Naidoo added.

Microfi nish forged its relationship with CSIR in 
2014 and CSIR has been involved in various 
projects with the company, both in the Technology 

Assistance Package and the TLIU.  “Through the TLIU we lean on 
CSIR for intensive research and development,” Naidoo said.  TLIU 
commissioned a project team to work with Microfi nish in a bid to 
substantially reduce a solid mass of raw material that was being used 
in the manufacture of valve seats. It was an intervention that has had 
a huge impact.

Microfi nish had previously been producing 80-90% of raw material to 
get to the slim-line fi nished product.  “It was extremely uncompetitive 
as the cost of raw material was very high, implying longer cycle times,” 
Naidoo said.

The project team included representatives of the National Foundry 
Technical Network (which is funded by the Department of Trade 
and Industry), the Metal Technology Casting Station housed at the 
University of Johannesburg, the Casting Simulation Network (which 
is supported by the Department of Science and Technology and the 
TLIU, which is hosted by CSIR) and the Microfi nish team.  The eight 
month collaboration came up with a solution that reduced the cost 
by an average of 37%, making the product considerably more price 
competitive globally.  Microfi nish, which owns the design mould for the 
product, went into full volume production in 2016, and also went from a 
single shift to a 24-hour operation.

With the global market assured, Microfi nish is now planning to expand 
into the local South African market, where is sees plenty of gaps 
and opportunities it can fi ll, particularly under the localisation and 
empowerment initiative mandated by the government. This is especially 
so as there are a very few black-owned automotive component 
manufacturers.  “This will eventually mean more jobs being created,” 
Naidoo said.  While there is still much to do to achieve this vision, 
Naidoo says the company is defi nitely on the right path.  “Exciting times 
are ahead,” he predicted.

The company - now in a diversifi cation and growth phase - has been 
recognised for what it has already achieved.  It has been placed in the 
prestigious Exporter of the Year competition, organised by the Durban 
Chamber of Commerce and Industry.  It was initially honoured in the 
emerging category and then, in 2017, Microfi nish went on to win the 

coveted medium-sized manufacturing export 
award.

Manager at the TLIU, Ashley Bhugwandin, 
who has provided mentorship to the company 
commended Microfi nish on embracing new 
knowledge.  “When I fi rst met with the Microfi nish 
team I identifi ed that there was great potential 
at the company due to the commitment of 
management and the manner in which projects 
were handled. VAMCOSA also identifi ed the 
company as a candidate that could manufacture 
valves within the designated sector. Thus 
through the support of subject matter experts 
and the implementation of strategic systems and 
processes we were able to migrate Microfi nish 
from an automotive valve manufacturer to an 
industrial valve manufacturer.”

Bhugwandin added that through the entire 
process there was an hunger and appetite 
from the management and staff of Microfi nish 
to swallow up all the assistance that they could 
get and this is resultant in the growth of the 
company and also the resultant savings.  “This 
bears testimony that team work is the key to 
success,” he said.

 



Youth Employment Services Initiative:
Fact Sheet for Generic-sized Businesses

How does my company benefi t?
Participate in helping to solve youth unemployment and at the same time elevate your current BEE 
status by up to 2 levels:
• Meet 1 x YES target and 2.5% absorption: 1 level
• Meet 1.5 x YES target and 5% absorption: 1 level + 3 points
• Meet 2 x YES target and 5% absorption: 2 levels

How do we qualify?
•  Companies must meet all sub-minimums across Ownership, Skills Development and Enterprise & 

Supplier Development OR
•  Companies must met an average of 50% across the priority elements calculated on a points basis
•  Companies cannot substitute previous initiatives with YES and they need to maintain their 

previous BEE level before benefi ting from YES
•  Companies unable to achieve previous levels can apply to the dti for exemption (for example, 

moving from a QSE to Generic; a Sector Code not yet gazetted; an ownership deal terminates; a 
Code amendment; a key supplier drops status, etc.)

What must we provide?
Provide 12 months full time quality work experience to the targeted number of YES Youth
Work experience can be internal within your organisation or placed in any other organisation 
including QSEs, EMEs, NGOs, and large businesses or a combination of these

What Youth need to be employed?
Black South Africans
18-35 years old
Unemployed at date of signing up to YES or being appointed as a YES Youth

Can I double count?
•  No. YES Youth positions and stipends contribute to level changes only, except for 

additional skills spend
•  Informal training can count for YES Youth up to 50% of the company’s total training 

spend
•  Formal Skills spend can also count towards skills spend, excluding learnerships
•  A YES Youth cannot count as a learner, intern, or apprentice and the total stipend 

cannot count towards Skills spend
• ETI tax benefi ts (youth wage subsidy) will apply where the relevant criteria are met

How soon can I benefi t?
•  As long as the programme has been properly implemented for compliance, the 

benefi t can be available immediately for the next verifi cation
•  However, it must be noted that a YES Youth must remain in the position for at least 

8 months; if the position is vacated for any reason, the YES Youth must be replaced 
•  Additionally, absorption is not measured in Year 1 but will be measured at the 

following year’s verifi cation

What does the YES Youth get?
• 12 months work experience
• A smart phone for quarterly surveys
• Access to YES workplace readiness online modules
• CV and reference letter at the end of the contract

What benefi ts do YES Youth get under Simanye’s offering?
•  We are working on providing entry-level laptops, possibly with free data, earned over the year to 

promote  contract completion and because online skills development and other learning may be 
diffi cult on a smartphone

• Access to our other online learning content via our online learning platform
•  Access to other marketplace opportunities for long-term CV and work experience tracking and 

verifi cation, and access to other job opportunities, bursaries and skills-building opportunities
• Access to future youth development opportunities and plans as we develop these
• Access to other resources for youth
•  We are also investigating the opportunity of providing additional benefi ts to youth, such as 

hospital plans and HIV counseling, paid out of an optional higher stipend covered by YES funders 
or host employers

Key Practicalities
• Companies need to register with YES and pay YES fees
•  Fixed term (or permanent) contracts of employment are required between the YES Youth and the 

employer
•  Contracts would be required between the YES funder and the host employer, if the funder is not 

also the employer
• Any YES Youth exiting the contract before the 12 months can be replaced within a month
•  YES youth are required to complete surveys quarterly so YES can monitor quality work experience
•  Jobs fi lled by YES youth must be new jobs in addition to existing headcount and not vacancies
•  Stipends do not need to be paid in the measurement period though payments to host employers 

will likely be required upfront  to manage risk

Evidence Required
•  Evidence to prove YES target calculations including 3 years of fi nancials and previous-year-end payroll and fi nancial statements
•  Evidence to prove qualifi cation criteria were met, including the previous year’s BEE certifi cate and report
• Proof of EEA2 and EEA2 to Department of Labour (if legally applicable)
• Certifi ed copies of IDs of YES Youth
• Affi davit of unemployment and evidence of youth registration with YES
• Signed employee workplace contracts
• YES Youth pay slips
• Sample-based interviews with YES Youth
• The contract between the YES funder and host employer, if applicable
• Evidence of any additional formal and informal training spend 

Lets create #AFutureThatWorks

Support for Simanye’s YES Youth 
implementation not only supports 
youth with job opportunities and 

income, and other businesses 
with affordable capacity, it also 

supports research into solving youth 
unemployment in South Africa and 

work towards open sourced tools for 
youth development.

Interested in learning more?

Contact Simanye at:  
offi ce@simanye.co.za

010 595 2370 

Source: Simanye analysis based on YES gazette, YES guide, YES website, questions answered by the YES team and discussions with consultants and verifi cation agents in the BEE industry,
however, VAs have different approaches and we do not guarantee that they will have exactly the same interpretation


