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Operational overview

Performance indicators 2011 2010

Economic
Revenue Rm 3 336,0 2 961,3
Operating profit Rm 592,1 521,1
Total assets Rm 1 580,8 1 494,8
Capital expenditure Rm 30,3 23,1

Environmental
Petrol & diesel consumption litres 719 854 746 505

GJ 31 808 33 013

Electricity consumption kWh 42 065 890 42 783 432
GJ 151 437 153 858

Water consumption kilolitres 209 601 218 594

Social
Total number of employees 2 541 2 908
Training spend Rm 3,3 2,5
Community investments Rm 4,9 3,6
Enterprise development spend Rm 8,1 5,9

The CBI-electric group of companies recorded a strong performance during 2011.  
All operations performed well in spite of the tough economic environment that has 
persisted over the past few years. The segment successfully managed to secure new 
customers and markets despite the impact of the continued downturn in global 
demand. All businesses in this segment posted profitable performances.

Electrical engineering
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CBI-electric continued

Operational overview

Revenue for CBI-electric improved to R3 336,0 million  
(2010: R2 961,3 million) whilst operating profit increased to 
R592,1 million (2010: R521,1 million). Diversification was a key 
focus area for the segment during the year. CBI-electric continued 
servicing existing markets and benefitted from good progress  
in introducing value-added services for clients. As well as 
complementing the products produced at our factories and 
assembly plants, offering value-added services not only contributes 
to revenue, but helps to strengthen our customer relationships. 
This strategy enables us to fully utilise the skills and knowledge  
of our employees in pursuit of growth. 

Pleasingly, an excellent performance against safety, health and 
internal environmental targets accompanied this strong financial 
and operational performance across all group companies. In July 
2011 a number of our factories were affected by an industry wide 
strike over wages and conditions of employment. A total of  
45 333 hours were lost to industrial action – 3% of the total 
hours worked for the year. The potential impact was, however, 
mitigated by building up strategic stock in advance of the strike.

A new three-year agreement was signed with the National Union 
of Metalworkers, guaranteeing union members increases of 
between 7% and 10%, as well as other concessions. It is 
envisaged that this agreement will ensure a measure of labour-
relations stability until at least mid-2014.

Total tonnes materials 
used in manufacturing 2011 2010 2009

Copper 13 056 12 394 12 952
Aluminium 7 398 5 500 5 410
Steel 1 978 1 947 1 302
Galvanized steel 6 301 6 315 6 131
PVC 4 091 4 123 4 002
Brass 62 57 28

Consumption of electricity, water and petrol continued to  
decline with only diesel use increasing slightly compared to 2010. 
Our investment in human capital through training increased to 
R3,3 million (2010: R2,5 million) while enterprise development 
spend rose to R8,1 million (2010: R5,9 million).

The strong results recorded by the CBI-electric businesses confirm 
their resilience in tough times. We anticipate respectable prospects 
for these businesses in the medium to long term, supported by 
developments such as the South African government’s commitment 
to infrastructural investment and the rollout of services, particularly 
in the energy and telecommunications sectors.

To ensure its sustainability as a low-cost producer, the business 
will focus strongly on continued improvements in operational 
efficiencies. Opportunities to grow electrical markets in Africa  
and Australia will be pursued.
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   CBI-electric: african cables  
(African Cables)

African Cables was the largest contributor to turnover within  
the CBI-electric group, with increased revenues driven largely  
by increased copper prices compared to the prior year. This 
achievement is particularly noteworthy considering that demand  
for cable in the domestic market has declined by a quarter on  
2008 levels, and there remains considerable excess manufacturing 
capacity in the industry in South Africa. 

Productivity improvement initiatives were implemented at the 
Vereeniging factory over the past three years. Although less 
pronounced than in previous years, cost reductions of 
approximately 10% were achieved during 2011. To maintain 
market share it is important that African Cables retains its position 
as a low-cost producer. We continue to adopt multifaceted 
strategies to compete against importers of cheap product.

African Cables holds ISO 9001, 14001 and OHSAS 18001 
certifications. Our ISO auditors, who are accredited with the 
International Register of Certificated Auditors (IRCA), certified  
our safety, health and environmental performance as Five-Star.

Upgrading and replacing old technology and implementing energy 
efficient systems resulted in energy savings of 3 457 gigajoules 
during 2011. Overall, we have reduced energy consumption by 
more than 5% since 2008. During the year, 80% of the 
Vereeniging plant’s water was recycled, with some 816 kilolitres 
discharged into the Klip River. The plant rigorously monitors 
adherence to the 20 criteria outlined in the Klip River Water 
Quality Standard. A contracted SMME supplier undertakes most of 
the recycling of copper, steel, plastics and aluminium at the plant. 

African Cables received Level 2 BBBEE status at the end of 
October. To date this is the highest rating achieved in the  
Reunert group. 

In the past year we increased the investment in our services division, 
CBI-electric: Power Installations. We anticipate this division will 
continue to grow its contribution in the year ahead. Given the 
general shortage of skills – particularly technical skills – in South 
Africa and the rest of the continent - African Cables’ depth of 
intellectual capital holds the potential to realise significant 
opportunities to grow turnover and add value in our service offering.

African Cables’ prospects are largely linked to South Africa’s rate 
of gross fixed domestic investment. All indications 
are that the imperatives of job creation and 
service delivery will continue to drive growth of 
some 3% to 4% for the foreseeable future. 
However, the continued decline in South Africa’s 
manufacturing capacity remains cause for concern.

The business is likely to face increasing pressures 
in the periods ahead as rising labour and electricity 
costs and volatile raw material prices negatively 
impact the cost basis. Cost management will 
remain a core focus of the business and, coupled 
with the development of new markets and 
services, will mitigate the risk.

Primary brands, products 
and services Manufactures the 
complete range of power cable 
from 1 000V – 132 000V. 

Designs, installs, commissions 
and maintains cable systems 
from 11 000V – 132 000V. 

Brands include Zerotox and 
Power Installations.

Operational areas Operates 
throughout South Africa with 
manufacturing facilities in 
Vereeniging and regional 
facilities in the Western Cape 
and KwaZulu-Natal.

The company has access to a 
manufacturing facility in  
Harare, Zimbabwe, through  
its subsidiary Cafca.

Products and services are sold 
throughout Sub-Saharan Africa  
and the Indian Ocean islands.

Market sectors Services all 
market sectors including mining, 
utility, commercial, contracting 
and industrial sectors.

Clients include Eskom and major 
municipalities; gold, platinum and 
coal miners; Sasol, ArcelorMittal 
and other major industrial players.

Standards & verifications  
ISO 9001: 2008; ISO 14001;  
IRCA 5 Star, OHSAS 18001,  
IRCA Cap 8 Star

Intellectual property rights 
Trademarks: Zerotox, CBiD (cable 
theft prevention system)

Major awards past year  
CIDB – 9EP, IRCA best overall 
results achieved, IRCA Best 
Safety and Health Management 
System, IRCA Best Environmental 
Management System, 5 Stars 
IRCA grading, 4 Stars Alexander 
Forbes Occupational Health and 
Safety Management

Current BBBEE level  2

2012 target  2

Cost reductions of approximately 

10%

Alan Dickson (41)

» Managing director:  
CBI-electric: african cables

» MSc (Eng), MBA
» Appointed to the group in 1997
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Primary brands, products  
and services Manufactures and 
trades in low-voltage distribution, 
protection and control equipment. 
Products include circuit breakers, 
earth leakage, surge protection, 
electricity meters, automation, motor 
control and wiring accessories. Brands 
include CBI, Slegers, CBI-electric 
Fuchs, Heinemann, Heinemann 
Electric, Hy-Mag, Samite Mitsibushi 
and Eaton-Moeller.

Operational areas The main 
manufacturing facility is based in 
Elandsfontein, Gauteng and 
assembly plants are in Lesotho. 
Service branches are based in  
Cape Town, Durban, Bloemfontein

and Port Elizabeth. Other export 
markets are served by subsidiaries in 
Australia and the United States of 
America.

Market sectors Residential; 
commercial; mining; utilities; 
industrial; equipment 
manufacturers and retail.

Standards & verifications 
ISO 9001:2008 and EN 29001 
certification.

All products comply with local 
safety standards. Products destined 
for export markets hold safety 
approvals from Australia, Europe, 
Germany, Russia, Ukraine,  
China, Japan, Canada and the 
United States.

Current BBBEE level  8

2012 target  6

CBI-electric continued

   CBI-electric: low voltage  
(Low Voltage)

A key development in 2011 was the 
acquisition of ITmatic, a system integrator 
and solutions provider with an Africa-wide 
footprint and extensive technical capability. 
ITmatic is able to meet the need for turnkey 
solutions for many customers in the public 
and private sectors and will serve as a sales 
conduit for the products of other CBI-
electric companies. As at the end of this 

review period the integration of this business into Low Voltage 
was ongoing. It is anticipated that ITmatic will make a meaningful 
contribution to revenue and profits during 2012.

On the environmental monitoring side, external audits by a 
number of international customers have confirmed that the 
company’s environmental management systems meet 
requirements in force in the United States, Sweden and Canada.

Various initiatives were implemented in 2011 to reduce energy 
consumption. At the Elandsfontein factory these initiatives 
included changing from mouldings produced using the 
thermoplastic process to the thermoset process, which requires 
significantly lower temperatures and pressures. Through continued 
expansion of our international footprint and competitive pricing, 
we are confident of our ability to sustain growth in the next 
financial year. Telecommunications and transport upgrades, as 
well as ongoing mining investment in Australia will be key drivers 
of growth, while ITmatic should enable us to capture and grow 
new sources of income in the international mineral resources area.

Operational overview

Low Voltage was the largest contributor to profit within the 
CBI-electric group and exceeded performance expectations in 
2011. Revenue was up 9% and operating profit increased by  
18% despite the tough conditions in markets into which  
Low Voltage sells its products. The operation maintains sales 
offices in the United States, Europe and Australia as well as a 
national network covering South Africa.

Export sales by region 2011 2010 2009

North America 22% 17% 13%
Europe 30% 29% 24%
Africa 23% 27% 32%
Australia 15% 15% 14%
Far East 10% 12% 17%

Maintaining our export performance proved to be challenging.  
The sales operation in Germany was closed and consolidated  
into our largest European distributor in Sweden. The move 
strengthened our cost advantage in preparation for increased 
demand from Eastern Europe. Much of the improvement in 
profitability can be ascribed to the continued improvement of  
our Australian operation, which achieved record sales that were 
largely attributable to expansion in mining in that country.

While the majority of exports are sold into the industrial market, 
Low Voltage remains linked to low levels of activity in the South 
African residential market. 

The conditions under which Low Voltage operated during the  
year were successfully managed through a rigorous focus on 
improving exports and, in particular, cost management. Return  
on net operating assets improved while, at the same time, we 
continued to improve product quality. 

Product mix % 2011 2010 2009

Residential & commercial 40% 45% 40%
Industrial 7% 9% 10%
Mining 12% 12% 12%
Industrial controls 12% 10% 11%
Retail 6% 4% 1%
Utilities 2% 5% 1%
ITmatic 2% 0% 0%
Export 19% 15% 25%

Operating profit increased by 

18%

Chris Oliver (54)

» Managing director:  
CBI-electric: low voltage

» BSc (Eng) (Elec), MBL, Certificate  
of Competency (Factories)

» Appointed to the group in 1998
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   CBI-electric: Aberdare ATC Telecom Cables 
(Telecom Cables)

Reduced spending and a delay in orders impacted Telecom Cables 
financial performance in the first half of the year. Power 
disruptions at our Brits manufacturing facility further impacted 
production. The average number of outages per month increased 
from 3,5 times the previous year to six in this financial year.

In the first six months, orders declined markedly, but fortunately, 
rebounded in the second half of the year. These factors resulted in 
a marginal decline in annual revenue and profits. Our domestic 
market share of approximately 60% was maintained despite a 
constrained market. The threat of cheap imports, particularly from 
China, continued to exert pressure during the year. 

Product mix % 2011 2010 2009

Optic fibre 18 26 20
Accessories & duct 4 4 3
Installations & services 1 1 0
Copper telecoms 77 69 77

Sales of copper telecommunication cables for the year increased 
almost 13%, with fibre sales declining by approximately a  
third. Copper sales were driven by strong demand from Telkom 
SA Limited. 

Telecom Cables remains well positioned to service all major 
telecommunications providers in South Africa including Telkom, 
Neotel and the mobile network operators, as well as IT 
infrastructure providers, mines, local authorities, Eskom and the 
petrochemical industry. We have also supplied cable to the 
National Long Haul Project being undertaken by Vodacom, MTN, 
Neotel and the South African National Roads Agency, and we are 
targeting new customers who are entering the market for fibre.

The business’ prospects are further buoyed by the growing 
demand for broadband capacity, which is expected to make fibre 
to the home (FTTH) a reality in South Africa in the future. 

Telecom Cables has the expertise and capacity to lead the market 
in supplying the anticipated rise in demand for FTTH, as well as 
micro duct and micro cable systems.

Our training academy at the Brits factory offers our customers’ 
technicians intensive two-week courses which are held every 
month and attended by an average of ten technicians per month. 

Primary brands, products and 
services Designs, manufactures and 
supplies both copper and optical fibre 
cables. In addition, turnkey services are 
provided. These include fibre ducting, 
splicing, training and installation.

Operational areas Manufacturing 
facility in Brits, Northwest Province. 
Products are sold in Sub-Saharan Africa 
and the Middle East.

Market sectors Fixed and mobile 
service providers, petrochemical, 
industrial and mining industries.

Major customers include Telkom, MTN, 
Neotel, Transnet and Eskom, mines 
and municipalities.

Standards & verifications  
ISO 9001: 2008; UL listing,  
EC (European cable verification 
certification for data cable),  
Foundation Fieldbus

Intellectual property rights 
Infraduct, Fibreworx

Current BBBEE level  6

2012 target  4

We have received export orders from several African states as well 
as the Arabian Gulf. 

The Brits plant recycled 19,3% of water consumed in 2011. 
Specialists are contracted to verify our water recycling and our 
water systems on a monthly basis. A closed-loop system results in 
no water discharge. Approved, accredited suppliers dispose of our 
hazardous and non-hazardous waste.

Having reduced costs sharply in recent years and with our 
continued investment in capacity, Telecom Cables is well 
positioned for any upturn in demand, particularly for fibre.  
A major risk, not only to Telecom Cables but also to the entire 
industry, is the possibility that existing duties are reduced and  
that suppliers from the East dump cable into the South African 
market. Here the company supports representations being made 
by its industry association to government urging the maintenance 
of the status quo. We are hopeful that the recently announced 
local procurement targets will have a positive impact on  
the industry. 

Selwyn Newnes (54)

» Chief executive: 
CBI-electric: Aberdare ATC 
telecom cables

» BCompt
» Appointed to the group in 1984
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Operational overview

“We have an 
inspiring pipeline 
of talented black 
professionals.  
We must ensure 
they are nurtured, 
retained and 
developed to their 
full potential.”
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Performance indicators 2011 2010

Economic
Revenue Rm 6927,5 6867,2
Operating profit Rm 794,2 653,7
Total assets Rm 3847,7 3595,4
Capital expenditure Rm 20,4 44,3

Environmental
Petrol & diesel consumption litres 231 576 464 105

GJ 10 175 20 582

Electricity consumption kWh 8 435 572 10 667 080
GJ 30 368 38 401

Water consumption kilolitres 77 138 40 620

Social
Total number of employees 2 767 2 545
Training spend Rm 5,1 5,4
Community investments Rm 4,9 5,3
Enterprise development spend Rm 20,7 21,7

Operational overview

The challenges prevalent during the previous reporting period continued into 2011, 
most notably the continued reduction in interconnect rates. This put substantial 
pressure on Nashua Mobile’s ability to grow revenue at the pace it has in previous 
years. These rates, which mainly affect least-cost routing (LCR) products previously 
accounted for 32% of Nashua Mobile’s revenue and have reduced to 26% in 2011. 
With further interconnect rate cuts due in 2012 and 2013, it is apparent that LCR 
represents a rapidly diminishing source of revenue.

Information and communication technologies
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Nashua continued

Operational overview

Despite this challenge and the generally quiet market conditions 
during the year, the Nashua group companies all produced 
satisfactory results. Operating revenue for the group rose some 
1% to R6 927,5 million (2010: R6 867,2 million), while the 
operating margin improved to 11,5% (2010: 9,5%). Cost 
reductions at Nashua Mobile and Nashua Office Automation  
also accounted for the increase in operating profit by 21% to 
R794,2 million (2010: R653,7 million).

In July the concept of Nashua One was announced but, following 
an in-depth due diligence process, it was decided that the various 
operations would continue to operate independently. 

Subsequent to the financial year end, Andy Baker announced his 
intention to resign but agreed to remain with the Reunert group 
until January 2012 to assist with various projects. Chris Radley was 
appointed managing director of Nashua Mobile, Dave Coutinho 
became managing director of Nashua Limited (Office Automation) 
and Andy Openshaw the managing director of ECN.

In the medium term a strategy will be implemented to integrate 
the offerings of Nashua Mobile, Nashua Communications and 
ECN to deliver world-class LAN, WAN and mobile solutions.

Excellent customer service 
remains the main differentiator 
for the various Nashua 
operations.

Increase in operating profit by 

21%
A highlight for the year was the successful acquisition of ECN, 
following unconditional Competition Tribunal approval in June. This 
acquisition, valued at R172 million, brings many exciting opportunities 
to the business. Teams at Nashua Mobile and ECN are working hard 
to integrate the new operation and to realise these opportunities.

Excellent customer service remains the main differentiator for the 
various Nashua operations. In the short term a key focus of the 
Nashua executive team will be on even closer engagement with 
customers and with our all-important franchise and other 
distribution channel partners. Concerns raised during the year by 
some of these partners about relationships with Nashua will be 
effectively addressed.
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   Nashua Mobile 

Nashua Mobile increased its customer base by 3,2% or 27 486 
customers to 846 521. Average revenue per user has, however, 
decreased by 10% to R416 (2010: R463) due to the deactivation of 
LCR onbillers to VoIP, an extremely competitive and saturated market, 
and an increase in bad debt levels. Management responded decisively 
and effectively to the challenges facing the business. Further 
cost-cutting measures were introduced, including reductions in 
employment, travel expenses, entertainment, logistics and marketing. 

In addition to the impact of interconnect rate cuts on Nashua 
Mobile’s performance, the loss of a major LCR onbiller customer 
reduced the number of Nashua SIM cards in use by some 20 000. 
Bad debts, which rose 14% this year in line with generally tough 
economic conditions and growing unemployment, provided 
further cause for concern.

Nashua Mobile 2011 2010 2009

Subscriber base size (closing 
base at year-end) 846 521 819 035 722 638
Number of subscribers signed 
up (Connections) 174 151 187 382 159 560
Number of subscribers lost 
(excluding LCR onbillers) 119 706 90 985 100 709
Average spend per customer R416 R463 R501

As part of rationalising costs, it was necessary to make 156 positions 
redundant across the business. While retrenchment costs amounted 
to about R14 million, cost savings of R46 million were realised. 

The process of meeting the Regulation of Interception of 
Communication Act (RICA) requirement of registering all our users’ 
handsets was completed this year. At the end of June 2011, 96% of 
Nashua handsets had been registered, which compared favourably 
to other telecommunications service providers. This process required 
considerable time, energy and cost, the successful completion of 
which was a great reflection on the Nashua Mobile team. 

An important growth area for Nashua Mobile is the financing  
of handsets. Currently some 134 000 devices are financed, with 
this aspect of the business increasing significantly by 91% from  
70 000 in 2010.

During the year an international call-forwarding scam affected  
all networks and service providers. However, working decisively 

Customer base increased by 

3, 2%

and promptly with our peers in the industry, this potentially 
burgeoning fraud was contained and charges brought against 
some of those responsible. To mitigate risk from this type of  
fraud in future, a high-usage team monitors suspicious spikes in 
customers’ usage and responds accordingly.

A key focus for 2012 will be the overhaul of Nashua Mobile’s  
IT systems to improve the billing ability and further enhance 
customer service levels. Another area of focus will be migrating 
prepaid customers to contracts, as research indicates that a 
significant number of customers are willing to migrate provided 
they are given sufficient incentive to do so and that the 
registration process is not cumbersome.

Primary brands, products and 
services Nashua Mobile offers choice 
of a complete range of post and 
prepaid products from all four networks 
(Vodacom, MTN, Cell C and 8ta).  
A wide range of devices to supplement 
these services are provided and includes: 
cellular handsets, mobile data modems, 
laptops, tablets and accessories.

In-house developed products include 
SMS Gateway, Click-to Recharge, 
SMS4Info and EasiSolutions.

Operational areas Nashua Mobile 
has more than 846 000 contract 
subscribers with a network of 150 
retail outlets.

Market sectors Corporate, retail 
contract market.

Standards & verifications  
RICA, Independent Communications 
Authority of South Africa (ICASA) 
Regulations, CPA, ECNS, Registered 
Financial Services Provider

Current BBBEE level  3

2012 target  3

Chris Radley (45)

» Managing director: 
Nashua Mobile

» CA (SA)
» Appointed 1 July 2002
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  Nashua  ECN 

Nashua continued

Operational overview

Following the Competition authorities’ approval of Nashua’s 
acquisition of ECN in mid-2011, teams from Nashua Mobile were 
deployed to ECN’s offices to assist with the swift and efficient 
conversion of the Nashua LCR base onto the ECN VoIP platform,  
a process which continues. To date this acquisition has been 
extremely successful, with ECN contributing R136,3 million to 
revenue in the four months it was part of the Nashua group.

The number of BusinessCall voice minutes made by ECN 
customers, among them several blue-chip corporates, currently 
exceeds 2,5 million minutes per day. We endeavour to convert an 
average of 100 existing Nashua Mobile LCR customers per month 
to ECN’s VoIP service through the collaboration of the two 
businesses’ sales teams, while continuing to add new clients at 
historical take-on rates. The issuing of ECN telephone numbers 
and the opportunity for inbound call traffic growth is a key project 
for the coming year.

With LCR steadily becoming an unfeasible source of revenue, 
ECN’s role within the broader Nashua value offering is critical. The 
ability to provide IP connections at customers’ sites will enable us 
to deliver a host of value-added products and services. With these 
services increasingly hosted online in the so-called “cloud”, and 
with companies becoming more comfortable with the concept of 
accessing software and hardware as a service as opposed to 
outright purchase, ECN’s network has the reach to grow its share 
of the market for converged voice and data services. Projections 
for ECN’s minute growth are in the order of 40% to 50% for next 
year, while the new next-generation product set will ensure 
substantial additional revenue growth well into the coming years.

While ECN’s physical network has proven its robustness, the 
business envisages continuing to lease rather than build, except 
where there is sufficient critical mass or the nature of traffic requires 
that network infrastructure be owned. Similarly, any participation in 
the envisaged unbundling of South Africa’s local loop, as well as 
other deregulation opportunities, will be reviewed as these unfold.

Primary brands, products and 
services ECN is SA’s leading next 
generation internet protocol network 
and a major player in the delivery of 
voice services to corporate customers.

Operational areas ECN has data 
centres in SA’s major metropolitan 
centres (Johannesburg, Pretoria, Cape 
Town, Durban, Port Elizabeth, 
Vereeniging and Bloemfontein). These 
centres are connected by a high 
capacity, redundant fibre network. 

Market sectors Corporate, small and 
medium businesses and call centres.

Current BBBEE level  4

2012 target  4

“The number of BusinessCall 
voice minutes made by ECN 
customers, among them 
several blue-chip corporates, 
currently exceeds 2,5 million 
minutes per day.”

Andy Openshaw (47)

» Managing director: 
ECN Telecommunications

» BSc Pharm, AEP
» Appointed to the group 1 June 2011
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   Nashua Communications 

This year represented the first full year that Nashua 
Communications – the consolidation of the Siemens Enterprise 
Communications and Panasonic Telecommunications – operated 
as a single entity within the group. For this reason year-on-year 
comparison of results is not meaningful. Results for 2011 
indicated a decline in sales compared to budget of around 8% 
due to a constrained and intensely competitive market, while 
margins also followed this downward trend. 

 2011

Communication servers sold 3 529
Telephone devices 137 861
Customer base 17 195
Ports under managed services contracts 310 348

A salient feature of 2011 was the strong market growth of 17% 
in converged voice and data, while services offerings grew by 7% 
– well above the market average – now representing more than 
40% of Nashua Communications’ revenue.

The short- to medium-term outlook for Nashua Communications 
remains positive. The business’ traditional strength in voice appeals 
to its large and loyal customer base and its technology and 
in-depth technical expertise, inherited from Siemens, position the 
business well in its strategy to become South Africa’s leading 
unified communications solutions and services provider. As PABX 
sales continue their steady decline, opportunities for converged 
communications solutions are increasing – a demand we are 
already capable of meeting.

Managed services, which is a complete offering whereby we 
design, build, implement and service a customer’s full internal 
communications requirements, continue to be a key focus for 
Nashua Communications. This is anticipated to become an 
increasingly prominent feature of the business. A major highlight 
for the year was the re-awarding of a five-year contract to service 
Old Mutual Group, our largest managed services client. We have 
built a proven track record in this area and demonstrated our 
strong capability to successfully service clients looking for a 
converged, managed enterprise communications solution.

Primary brands, products and 
services A leading communications 
provider using Siemens and Panasonic 
technologies. Following an open 
communication approach, the 
company provides enterprise 
communication services and products, 
including software, network 
components and end-user devices, 
consulting and system planning and 
integration. 

Operational areas Head office in 
Gauteng and regional offices in 
KwaZulu-Natal, Eastern and Western 
Cape and partners in Namibia, 
Botswana and Mozambique.

Market sectors Customer base in 
excess of 17 000 enterprises, which 
include most of South Africa’s leading 
corporate companies.

Standards & Verifications  
ISO 9001: 2008; 14001:2004. 
Products are Icasa and SABS certified.

Current BBBEE level  4

2012 target  4

Nashua Communications is a level 4 BBBEE contributor and holds 
both ISO 9001 and ISO 14001 accreditation. The company takes 
full responsibility for the end-of-life of products supplied to clients, 
recovering old systems and ensuring that they are recycled by an 
accredited service provider.

A salient feature was the strong  
market growth of 

17%
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   Office Automation 

Nashua continued

Operational overview

Office Automation achieved positive growth in sales of multi-
function devices and, in particular, of printers. Our Solutions 
operation, however, returned disappointing results. 

Market share grew marginally but turnover was slightly down on 
2010. This is explained by extremely competitive market conditions 
and the continuing strength of the rand. In December 2010 the 
business took out extended exchange-rate forward cover, which 
had a positive impact on results. Operating profit for the year rose 
13% on 2010.

Strong growth was achieved in the area of managed print services 
(MPS). There is a growing demand for such services, especially 
from larger corporate clients. To meet this growing opportunity, 
head count at the MPS team was doubled this year. 

Office Automation continued to enjoy exceptional success in 
bidding for, and winning, tenders. This year some 60% of all 
tender bids were successful. Office Automation management is 
acutely aware, however, that its BBBEE contributor status will 
increasingly impact on its ability to keep winning public-sector 
tenders and has set itself the objective of improving from a  
Level 5 BBBEE contributor to Level 4. Nashua Kopano will 
endeavour to improve from its current Level 4 to Level 3.

Organisational and management changes within the Nashua group 
and at Office Automation created widespread uncertainty this year, 

“This year some 60% 
of all tender bids were 
successful.”

not only amongst staff but amongst franchisees as well. These are 
now being addressed. The announcement that Office Automation 
would continue as an independent operation – announced after the 
year-end – was extremely well received by the channel.

In 2011 four franchises were repurchased with Cape Town and 
Durban being the largest. Office Automation now has effective 
control over 60% of its channel. It is envisaged that a further three 
franchises will be bought back, but that franchisees will continue to 
be of critical importance to Office Automation’s future success.

The business embarked on an ISO 14001 environmental 
management certification. Office Automation envisages offering  
a much more sophisticated recycling service, which will entail 
stripping out and recycling different components including  
plastics and electronic components. 

 

Primary brands, products 
and services Nashua is the 
market leader in the supply of 
copiers, multi-function printers, 
laser printers, consumables and 
digital software solutions in the 
southern African market.

Products are sourced from 
leading international suppliers  
of office automation equipment. 
Nashua remains one of Ricoh’s 
largest independent distributors 
worldwide. In different 
categories, products are 
complemented with products 
from HP and Samsung.

Operational areas Nashua’s 
footprint consists of 64 franchise 
and company-owned outlets in 
South Africa, Namibia, 
Swaziland, Lesotho, Botswana, 
and Zimbabwe.

Market sectors Mainly 
corporate

Standards & verifications  
ISO 9001: 2008

In process of obtaining ISO14001 
accreditation.

Intellectual property rights 
Trademark and naming rights for 
NASHUA in Southern Africa 
region

Major awards past year 
Laserfiche Winner Circle for 
2011 (4th time in a row)

Current BBBEE level  5

2012 target  4

Dave Coutinho (48)

» Managing director: 
Nashua Limited (Office Automation)

» MBA
» Appointed to the group 

1 September 1987
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  Nashua Electronics 

Nashua Electronics exited the consumer electronics market during 
the 2010 financial year, while the air conditioning business and 
PABX systems were transferred to CBI-electric and Nashua 
Communications respectively. This had a significant impact on 
Nashua Electronics revenue. Since then, the addition of Kyocera 
Mita to its product offering has been positive and has led to a 
return to profitability.

Primary brands, products 
and services Imports, markets, 
distributes and retails business 
system products and solutions 
under the brands of Kyocera Mita, 
Panasonic, Pansolutions, Samsung 
and other leading brands. Focuses 
mainly on office automation and 
audio visual products. 

Operational areas Distributes 
imported products and solutions 
via a wide network of branches, 
franchises and specialised dealers 
throughout sub-Saharan Africa 
under the trade name Pansolutions. 
Nashua Electronics is geared as  
an e-commerce retailer for 
electronics products.

Market sectors Corporate, 
medium and small business 
enter prises, as well as specific 
industry leaders in the broadcast, 
system integrator and motor 
industries.

Current BBBEE level  4

2012 target  4

  Quince Capital 

Quince Capital provides in-house finance solutions to Nashua 
customers through Nashua group businesses. The major feature 
for the year was the successful reduction in the Quince asset 
rentals (QAR) book. In 2011, QAR bad debts amounted to  
R13,5 million, a marked improvement on R39 million in 2010  
and R86,3 million in 2009. The QAR book’s losses have been 
reduced and the remaining book is performing well. Furthermore, 
we have reduced our exposures from R170,7 million in 2010 to  
R76,8 million in 2011, and we anticipate the book to further 
reduce in 2012 to below R20 million.

This year R700 million of securitisation funding provided by 
Standard Bank was repaid from excess cash in the Reunert group, 
resulting in significant yield improvements for Reunert. 

In the latter months of the year there was some growth in  
the Nashua book, resulting in a marginal increase in value to  
R1,26 billion (2010: R1,23 billion). Average monthly discounting  
in 2011 stood at R55,4 million (2010: R47,7 million). Future 
opportunities for Quince include capitalising on new and future 
Nashua franchise acquisitions and collaborating with Nashua 
Communications and ECN.

2011 2010 2009

Nashua book R1,26bn R1,23bn R1,37bn
Quince asset rentals R76,8m R170,7m R333,2m
Average monthly discounting R55,4m R47,7m R52,8m

Primary brands, products 
and services Quince Capital, 
trading as Quince Capital and 
Nashua Finance, provides 
asset-based financial solutions  
to Reunert-associated office 
automation and upgradeable 
technology suppliers.

Operational areas Nashua 
franchise network, Nashua 
Communications and Nashua 
Electronics dealers throughout 
South Africa.

Market sectors Total advances 
exceeded R1,3 billion and are 
spread over more than 53 000 
individual contracts.

Standards & verifications  
ISO 9001:2008

Intellectual property rights  
Quince Capital®

FinSight credit vetting system

Current BBBEE level  4

2012 target  4

Bertus Korb (36)

» Managing director: 
Quince Capital

» CA (SA)
» Appointed to the group in 2009
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Operational overview

The challenging market conditions experienced by Reutech during 2010 continued 
into the year under review, with governments cutting defence budgets in 
international markets and a number of anticipated manufacturing contracts being 
either delayed or cancelled altogether.

Performance indicators 2011 2010

Economic
Revenue Rm 639,3 791,0
Operating profit Rm 48,7 60,6
Total assets Rm 355,7 659,7
Capital expenditure Rm 35,7 31,6

Environmental
Petrol & diesel consumption litres 436 755 459 607

GJ 19 270 20 349

Electricity consumption kWh 5 093 818 5 277 569
GJ 18 338 18 999

Water consumption kilolitres 52 777 35 314

Social
Number of employees 962 917
Training spend Rm 1,2 1,6
Community investments Rm 0,4 0,3
Enterprise development spend Rm 1,8 2,5

Defence and allied electronics
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Reutech continued

Operational overview

Despite these setbacks, the business remained financially 
competent, achieving revenue of R693,3 million (2010:  
R791,0 million) and operating profit of R48,7 million (2010:  
R60,6 million), supported by significant cost reductions and  
the development of new products.

During the year, Reutech invested substantially in its ability to service 
alternative industries, including renewable energy and the 
manufacture of digital television receivers (set-top boxes), which are 
anticipated to contribute increasingly to revenue. Additionally, Reutech 
continued to research and develop new products and systems in its 
defence business in anticipation of an upturn in defence spending. 
Coupled with several significant orders received towards the end of 
the year, Reutech looks set to deliver a strong performance. 

The South African National Defence Force (SANDF) has indicated a 
renewed interest in naval hardware, notably the procurement of 
patrol craft, and heightened its emphasis on border protection 
and regional humanitarian support, which is expected to impact 
positively on Reutech in the short to medium term. Similarly, the 
awarding and installation of renewable energy projects is likely to 
contribute positively to the business, with Reutech positioning 
itself to become a major service provider in this sector. 

Reutech’s environmental performance during the year remained 
relatively unchanged, apart from a sharp rise in water 
consumption at Fuchs due to the battery plant coming on line 
again after inactivity in 2010 and a modest decline in diesel and 
petrol consumption. 

Reutech acknowledges that much work lies ahead in transforming 
its workforce profile. Spend on employee training and 
development declined from R1,6 million in 2010 to R1,2 million 
this year as a result of cost pressure. This is set to increase in 2012 
in line with the improved prospects for Reutech.

Peter van der Bijl (55)

» Chief operating officer: Reutech
» MSc (Elec Eng) Wits, MSc  

(Aerospace) Cranfield UK
» Appointed to the group on  

17 July 2008
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  Reutech Radar Systems 

Radar Systems enjoyed a successful year, with financial performance 
exceeding targets on the back of increased sales in existing and 
new markets. With the development of new products, the 
business has successfully broadened its client base beyond its 
traditional defence sector focus. 

During the year, the RSR 210N radar system was successfully trialled 
by the Norwegian Navy and installed on its frigates, with further 
systems due to be installed in the new financial year. This order 
represents an important step into the European and international 
defence markets. We are also investigating an entry into the Middle 
East homeland security market. Such has been the success of the 
Norwegian implementation that we are confident of replicating this 
success with other customers such as India and Canada.

Similar export success was achieved with sales of mining 
surveillance radar systems. Mining today represents more than half 
of Reutech Radar Systems’ revenue. These radar systems are 
currently being used at 46 mines around the world, up from 29 
the previous year and just 18 in 2009. The systems hold a 
dominant position in the South African market and have been 
well received in North America, Europe, Australia and Papua New 
Guinea. A major target for 2012 will be to establish a market 
presence in India and other emerging markets.

During the year a new facility in Stellenbosch was commissioned 
to manufacture mining radar systems. This new facility currently 
produces two to three units per month, and we hope to increase 
production in 2012. Radar Systems will be launching a new-
generation mining radar solution in 2012, which is expected to 
maintain Reutech’s leadership position in this area.

In addition to a solar tracker system for use in various solar power 
applications, Radar Systems is developing specialised radar for the 
mitigation of the negative effects of wind turbine generators on 
air traffic radar. The research and development team in 
Stellenbosch is able to develop local intellectual property related to 
renewable energy projects in conjunction with offshore partners 
as well as cooperating with other companies within the Reunert 
group for the rollout of large-scale renewable energy products. 
This augurs well for the future.

Primary brands, products and 
services Develops and 
manufactures ground and naval 
search and tracking radar systems. 
Significant contracts include the 
supply of sensors and software for 
the country’s Ground Based Air 
Defence System programme, 
tracking sensors for the Valour-class 
frigates and more recently, 
helicopter management radar for 
the Royal Norwegian Navy.

Mining radar sensor systems used in 
open-cast mining operations are 
supplied internationally in increasing 
quantities as the product range 
expands.

Operational areas Based in 
Stellenbosch 

Market sectors Products are 
developed for open cast mines,  
local and foreign defence forces. 
Renewable energy is a new market 
sector being explored. 

Standards & verifications  
ISO 9001: 2010 

Intellectual property rights 
Floodlight radar system for detecting 
and locating moving targets in 3D

Current BBBEE level  7

2012 target  6

Number of mines using our radars
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Carl Kies (48)

» Chief executive: 
Reutech Radar Systems

» BEng (Elec), MEng (Elec), EMBA
» Appointed to the group in 1988
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  Reutech Communications 

Reutech continued

Operational overview

During the year Reutech Communications’ radio manufacturing 
plant was relocated to larger, refurbished premises in New 
Germany, Durban, ahead of the production of new-generation 
ground-based radios for the SANDF. The SANDF funded the 
development of this new product line, which contributed 
significantly to revenues in 2011. We continued the supply of  
V/UHF communications equipment to the SANDF, an important 
source of revenue. 

The first orders for the new radios are expected in 2012 and 
will support the operation of the production facility for between 
seven and ten years. The investment in New Germany has the 
capacity to comfortably meet the requirements of this contract 
while also exploiting the market potential of other production 
for the SANDF.

Exports of airborne radios comprised more than half of 
Communications’ revenue in 2011; however, a major export order 
was postponed until late in the year and will only be reflected in 
the business’ results in 2012. A new airborne radio being 
developed to replace the ACR500 product range is expected to 
open new markets. 

As part of its efforts to balance its exposure to the military and 
retail markets, Reutech launched a new venture, E-Track, to 
develop and market radio frequency identification (RFID) 
technology. This is set to become an important market for the 
business. Additionally, we are investigating using our expertise 
in military radio systems to develop a broadband radio system 
for the mining industry.

Diversifying tried and trusted military systems and solutions into 
commercial applications will be a key future focus of both Reutech 
Communications and the entire Reutech business.

The first orders for the new radios are expected in 2012 and 
will support the operation of the production facility for between 
seven and ten years. 

Primary brands, products 
and services Specialises in 
technologically advanced tactical 
VHF/UHF communication systems 
for the defence environment. 
Products and services supplied 
are: 

» Tactical airborne  
VHF/UHF radios

» Tactical/Mobile/Static 
ground-based VHF/ UHF 
radios

» Personal role radios for 
tactical and mining use.

Operational areas Located in 
New Germany in KwaZulu-Natal. 
Facilities include engineering 
laboratories and environmental 
testing facilities.

Market sectors A strategic 
supplier for communication 
products to the SANDF for more 
than 40 years. The company is 
an approved supplier to many 
international customers.

Standards & verifications  
ISO 9001: 2008

Intellectual property rights 
50% IP holding in PRR developed 
by Natcom

Current BBBEE level  4

2012 target  4

Martin de Beer (46)

» Chief executive:  
Reutech Communications

» BSc (Elec Eng)
» Appointed to the group in 1989
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  Reutech Solutions 

During the year Reutech Solutions successfully renewed its static 
telecoms infrastructure support contract with the SANDF for a 
further five years. This cements a 30-year relationship with the 
SANDF and underscores Reutech Solutions’ unrivalled capability in 
the domestic market.

Results were negatively impacted by the unexpected cancellation 
of a major order for defensive gun systems. This was partially 
offset by an order received for a similar system for the export 
market. Ideally suited for anti-piracy operations and close-quarters 
self-defence, prospects for this segment of Reutech Solutions’ 
business remain positive.

Sales of Reutech’s patented remote-controlled scraper winch 
performed well during the year, with the first controller deployed 
at Anglo Platinum mines. These controllers dramatically improve 
safety, extend machine and motor life and reduce energy 
consumption. The equipment can easily be operated by women 
and has been well received in the market. Reutech Solutions is 
initially focusing on distributing these systems in South Africa, and 
will look to roll out the systems internationally in the medium term.

A significant proportion of Reutech Solutions’ capacity in the year 
was devoted to contracts for the erection and equipping of base 
stations for Cell C and Telkom. Regrettably, contractual ambiguities 
with the prime contractors that could not be resolved on a timely 
basis resulted in substantial losses being incurred on these contracts. 

5-year
support contract renewed

Primary brands, products 
and services Focuses on the 
supply of turnkey solutions for 

» logistics engineering  
and support

» weapon stabilisation and 
fire-directing systems

» switching networks 
– providing managed  
telecoms network 
infrastructure and support  
for strategic industries

» mine scraper winch  
controller systems

» renewable energy solutions.

Operational areas Based at 
Midrand with support facilities 
throughout South Africa.

Imports and distributes 
internationally acclaimed brands 
such as Alcatel Lucent.

Market sectors SANDF, other 
governmental agencies, mining 
industry and independent  
power producers providing 
renewable energy. 

Standards & verifications  
ISO 9001:2008

Intellectual property rights 
Registered patents and designs 
for Dome Light Blue/Green LED 
Single and Double Lights

Mine scraper winch control 
system

Current BBBEE level  5

2012 target  4

As a result, Reutech has decided to limit its relationships with the 
two suppliers involved to executable contracts.

Solution’s contract with Nokia to service handsets, with more than 
8 000 handsets serviced per month, helps to utilise the available 
logistics capacity. 

Renewable energy

In the past year Reutech Solutions invested considerable time and 
attention in planning for the generation of renewable energy 
resources as envisaged in South Africa’s Integrated Resource Plan 
2010. The intention is to become a market leader in the design, 
manufacture and commissioning of components and systems for 
this new emerging sector.

Solutions has installed a 35 kilowatt solar peak park in Midrand to 
develop its skills in installing similar solar projects for clients, and 
to collect site-specific research and development data on the 
different technologies installed. Additionally, Reutech Radar 
Systems has developed a solar tracking system for concentrated 
photovoltaic and concentrated solar power applications.

Frik Kruger (54)

» Chief executive: 
Reutech Solutions

» NDT (Ind Eng), MDP (Unisa)
» Appointed to the group in 1982



54 ANNUAL INTEGRATED REPORT 2011

Mike Tucker (51)

» Chief executive: 
Reutech Fuchs Electronics

» BEng (Elec) 
» Appointed to the group in 1984

  Fuchs Electronics 

Reutech continued

Operational overview

Primary brands, products 
and services Capabilities include 
electronic and precision mechanical 
design and high volume production 
of electro-mechanical assemblies. 

Designs and manufactures the 
internationally recognised range  
of Fuchs electronic fuzes and 
related defence products for 
artillery, mortar, naval and  
aircraft weapon applications. 

Operational areas Factory  
based at Alberton, Gauteng.

Market sectors Most of the 
company’s revenue is generated 
from export sales to government 
agencies and ammunition 
manufacturers.

Standards & verifications  
ISO 9001: 2008 

Intellectual property rights 
The company owns the intellectual 
property of all products produced.

Current BBBEE level  8

2012 target  7

RC&C Manufacturing

RC&C is one of South Africa’s largest contract electronics 
manufacturers. During the year RC&C continued its efforts to 
diversify revenue streams away from manufacturing television 
sets, which historically accounted for most of the business’ 
income. The bulk of income in 2011 was derived from the 
manufacture of LCD monitors and Electrolux vacuum cleaners, 
as well as work for Reunert partners, CBI-electric: low voltage 
and Fuchs Electronics.

Digital television set-top boxes are expected to become a 
significant part of RC&C’s manufacturing portfolio. Indications 
are that the Department of Communications will award the first 
tender for these units in 2012. Through our partnership with 
Digital Vision Technologies (DiViTech), we are well placed to 
win a major share of the expected state order for five million 
units, as well as to service the anticipated public market 
potential of a further seven million units. Additionally, demand 
is anticipated to come from other African countries in future.

Fuchs Electronics manufactures electronic fuzes for military 
application. During the year, Fuchs’ export business was negatively 
impacted by countries cutting their defence budgets in the wake 
of the global economic downturn, in some cases by as much as 
25%. While new orders were difficult to come by, Fuchs 
maintained production and supplies on existing contracts and 
retained its presence in all major markets.

A substantial export contract, which was expected to materialise 
in the first half of the year, was only confirmed in September. In 
anticipation of this order, staffing and production levels were 
retained with a resulting negative effect on the business’ bottom 
line. However, the confirmation of this order should impact 
positively on the 2012 results. 

Fuchs maintained production 
and supplies on existing 
contracts and retained its 
presence in all major markets.




