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We have all heard the phrase 
“time is money”. And for 
capital equipment operators 
– be they construction con-

tractors, mine owners or truck operators 
– this has never been more true. Today’s 
tough economic conditions are throwing a 
spanner in the works for companies that 
are already struggling with limited work 
and constrained bottom lines. 

In such a cut-throat trading environ-
ment, even the smallest amount of time is 

critical in determining success. Maximum 
uptime is, therefore, the goal for every 
fleet owner as more operating time 
translates into more work and more profit. 
As capital equipment owners in southern 
Africa seek to take control of their fleets 
and get the most out of their businesses, 
there is a growing reliance on telemetry 
solutions for fleet management purposes. 

Traditionally, there was a big miscon-
ception around what fleet management 
entailed. The general understanding was 
that a fleet management solution was 
just a tracking device. Tracking is only 
one part of it; fleet management includes 
many other functions such as vehicle 
maintenance, driver management, fuel  
and safety management, as well as driver 
coaching, among others.  

With these functions, fleet manage-
ment is today considered to be one of the 
most important functions in any fleet-driv-
en business. Managing a fleet is a huge 
challenge, but the incorporation of a fleet 
management system can make the entire 
process simple and efficient. 

An advanced fleet management solu-
tion has numerous benefits: reduction of 
fuel costs; better management of routes 
and delivery schedules; improving vehicle 
utilisation; tracking vehicles and drivers in 
real-time, and assigning jobs accordingly; 
identifying, monitoring and managing poor 
driver behaviour; managing, servicing and 
licensing, resulting in reduced wear and 
tear and increased vehicle uptime; and re-
ducing carbon emissions, helping to create 
a healthier, more sustainable environment.

Fuel is widely regarded as the biggest 
cost driver for many fleets and the current 
price increases continue to put fleet own-
ers under pressure. Fuel accounts for up 
to 60% of the total cost of ownership of a 
truck, for example, depending on applica-

tion. There are a number of enemies when 
it comes to fuel management, including 
unnecessary idling, poor driving standards 
and fuel siphoning. 

Telemetry solutions allow fleet own-
ers to be in full control of their vehicles, 
anywhere, anytime. They are able to 
identify any drastic fuel level drop and the 
geographic point where it occurred to get 
to the bottom of possible fuel theft. Fleet 
managers can also identify areas where 
their drivers can improve to optimise fuel 
consumption. Being consistent on monitor-
ing driving styles and continuous coaching 
can also result in significant fuel savings.

Fleet owners also understand that 
failure to prioritise service and mainte-
nance of their machinery can result in 
costly equipment failures. Construction 
equipment isn’t cheap, and you won’t pay 
it off if it’s not moving. Some equipment 
setbacks are beyond the owner’s control – 
such as an unexpected hydraulics failure 
– but if regular equipment maintenance 
is neglected, risks of continuous failures 
and resultant downtime are real. With 
telemetry solutions, traditional headaches 
related to service and maintenance sched-
uling are now a thing of the past. 

With data being the new currency for 
businesses, telematics and the real-time 
usage of data are quickly moving from be-
ing optional to a requirement and will soon 
become an invaluable part of fleet-reliant 
business operations in order to gain a com-
petitive edge and remain one step ahead in 
tough economic times. 

While telematics was originally exclu-
sively used by large enterprises, nearly 
any type of business can today utilise the 
technology and take advantage of the 
opportunities presented by the Internet of 
Things to elevate its business, reduce costs 
and simplify operations. b
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John Deere outlines growth 
plans for its construction 
range in Africa
Having recently announced that it is taking full control of the marketing and 

support of its John Deere-branded construction products in 18 African countries, 

John Deere Africa Middle East has set the ball rolling with the appointment of a 

strong dealer network responsible for southern Africa. Apart from direct access 

to John Deere’s construction line-up and productivity enhancing technology 

solutions, customers in the region will benefit from an expanded support network, 

unparalleled parts availability and access to a total construction solution 

supported by John Deere Financial. By Munesu Shoko.

E
arlier this year, John Deere 
announced plans to expand 
its construction line-up to 18 
countries across southern Afri-
ca and West Africa, where its 

Deere-branded products were previously 
not available. The countries in question 
are South Africa, Botswana, Zimbabwe, 
Eswatini (formerly Swaziland), Namibia, 
Zambia, Kenya, Uganda, Mozambique, 

Earlier this year, John Deere announced 
plans to expand its construction line-up to 
18 countries across southern Africa and 
West Africa, where its Deere-branded 
products were previously not available
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The countries in question are South Africa, 
Botswana, Zimbabwe, Eswatini (formerly 
Swaziland), Namibia, Zambia, Kenya, Uganda, 
Mozambique, Angola, Malawi, Tanzania, 
Ethiopia, Egypt, Rwanda, Burundi, South Sudan 
and Sudan

As part of the expansion programme, 
available Deere-designed and 
manufactured construction products 
include backhoe loaders, excavators, 
wheel loaders, motor graders and 
crawler dozers

A crucial step in John Deere’s venture 
to expand its construction line-up 
is the recent appointment of three 
capable dealers in southern Africa –  
AFGRI Equipment, Mascor and Senwes 
Equipment

Angola, Malawi, Tanzania, Ethiopia, 
Egypt, Rwanda, Burundi, South Sudan and 
Sudan. 

Griffiths Makgate, sales manager, John 
Deere Construction & Forestry at John 
Deere Africa Middle East, tells Capital 
Equipment News that the decision 
to take full control of the marketing 
and support of the Deere-branded 
construction products is in line with the 

company’s approach in the global market, 
where John Deere has been offering its 
own construction products through an 
independent dealer network since 1956. 
“Building on our global strategy and 
existing presence in Africa, we felt it was 
the right time to offer our construction 
product portfolio under the John Deere 
umbrella for the first time in these key 
growth markets in Africa,” he says. 

Product line-up
As part of the expansion programme, 
available Deere-designed and 
manufactured construction products 
include backhoe loaders, excavators, 
wheel loaders, motor graders and crawler 
dozers. 

Of note is that the appointed dealers 
will offer the full Deere-branded excavator 
range from 21 tonnes (t) to 40 t. Having 

John Deere is expanding its construction 
line-up to 18 countries across southern 
Africa and West Africa. 

https://www.youtube.com/watch?v=XZ1oBWcKNxU
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previously offered Hitachi excavators 
branded as John Deere, Makgate 
reiterates that the available range is 
a Deere-designed and manufactured 
product. 

He believes, however, that the Deere 
motor grader range will be the most 
exciting product offering for the market, 
given the ground-breaking technologies 
recently added to the product line. 
For example, John Deere last year 
expanded the capabilities of its Grade 
Pro (GP)-Series of motor graders with 
new technology, including Blade Stow 
and Auto-Gain for Cross Slope. The new 
features, which also include Machine 
Damage Avoidance, deliver higher 
productivity, increased uptime and lower 
daily operating costs during operation.

Blade Stow and Auto-Gain provide 
greater simplification for the operator. 

Standard with machine presets or 
Automation Suite, Blade Stow adds a 
configurable setting to automatically 
stow the blade with the touch of a 
button. With Auto-Gain, the machine 
automatically adjusts the Cross Slope 
gain setting on the fly based on the 
operating conditions, eliminating the 
need for operators to make manual 
adjustments. Auto-Gain improves 
productivity for operators by ensuring 
accurate blade movement in ever-
changing conditions.

Additionally, leveraging the same 
technology, radio frequencies and 
approvals as on the agricultural 
equipment, John Deere is ready to launch 
applicable precision technology on select 
construction products. 

Meanwhile, a range of products and 
services will also be offered to forestry 

customers. Products include skidders, 
feller bunchers, tracked harvesters and 
forwarders. 

Dealer appointments 
A crucial step in John Deere’s venture 
to expand its construction line-up is the 
recent appointment of capable dealers 
to support the brand. Initial focus has 
been placed on the southern African 
region, where some of the products in 
the construction range were previously 
offered and branded in a partner’s name 
for a long time. 

Three construction and forestry dealers 
– AFGRI Equipment, Mascor and Senwes 
Equipment – have been appointed. While 
these dealers are traditionally focused 
on the agricultural market, Makgate 
explains that they have made significant 
enhancements to their models to be 
able to serve construction and forestry 
customers.

“We adopted the same approach in 
West Africa where, in the past two years, 
our dealers in the region, Tata and DEM, 
have made great progress in customer 
experience, serving both contruction and 
agricultural markets. Key to their success 
is having dedicated business units looking 
after the respective segments,” says 
Makgate.  

“We have used our existing agricultural 
dealer network in southern Africa, with 
dedicated construction and forestry 

COVER STORY

“Building on our global strategy and existing 
presence in Africa, we felt it was the right time 

to offer our construction product portfolio under 
the John Deere umbrella for the first time in 

these key growth markets in Africa.”

Griffiths Makgate, sales manager, 
John Deere Construction & Forestry at 

John Deere Africa Middle East
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The expansion of the construction line-up gives African customers a total solution from one stable. 

https://www.youtube.com/watch?v=XZ1oBWcKNxU
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divisions created within their stables. A 
dedicated department for each market 
segment means that each product line 
will be given the special attention that 
it deserves without diluting focus,” says 
Makgate. 

He is convinced that these dealers are 
well geared to support the construction 
product despite their agricultural 
background. “These companies were 
earthmoving equipment dealers before we 
appointed them John Deere construction 
and forestry representatives, so they are 
well versed with the construction product 
that we are adding to their stables. They 
have supported these types of machines 
before – the fact that they were more 
focused on the agricultural market doesn’t 
really matter, because the concept is the 
same,” he says. 

In fact, says Makgate, the mentality 
around parts availability in the 
agricultural market is more advanced 
than in the construction sector, and these 
appointed dealers will bring that sense of 
urgency to the segment. 

“Agricultural dealers traditionally 
have a greater focus on parts availability 
than their construction counterparts. 
For example, the planting and harvest 
seasons are very crucial for farmers, and 
equipment downtime is therefore out of 
question. Parts availability is thus crucial; 
it is generally a norm in the agricultural 
sector that a replacement part is delivered 
within 24 hours of order. We are bringing 
that same mentality of our agricultural 
dealers to the construction side of the 
business as well,” explains Makgate.  

A key competitive edge of the three 
dealers, adds Makgate, is their expanded 
support network in their respective 
jurisdictions. Generally, they all have 
branches close to major towns, allowing 
them to offer quick service to customers 
operating within every corner of the 
region. 

The dealers have undergone extensive 
training to ensure that their teams are 
ready to support the new products in 
the market. “As part of the onboarding 
process, the dealers have undergone three 
different levels of training – theoretical, 
in-field as well as technical and sales. 
However, training, as part of the John 
Deere culture, will be continuous,” says 
Makgate. 

Wide range from one stable
The expansion of the construction 
line-up, says Makgate, gives African 
customers a total solution from one 
stable, supported by John Deere 
Financial. For example, a construction 

contractor looking for an excavator and 
an asphalt paver will be able to buy 
a John Deere excavator and a Vögele 
paver from Wirtgen as a package deal, 
financed by John Deere Financial. 

Having purchased, in 2017,the Wirtgen 
Group, which boasts five premium brands 
– Wirtgen, Vögele, Hamm, Kleemann 
and Benninghoven – spanning milling, 
processing, mixing, paving, compaction 
and rehabilitation operations, John Deere 
has a comprehensive construction offering 
from one stable. 

Additionally, agricultural customers 

will also benefit from a single point of 
contact for their equipment needs. For 
example, apart from a tractor they can 
also now purchase a motor grader from a 
single John Deere dealer, using a single 
financier. 

“We want to offer solutions on all 
business platforms, therefore we are 
launching a separate and specialised 
John Deere Financial Solution for 
construction and forestry equipment,” 
concludes Antois van der Westhuizen, MD 
for John Deere Financial in Africa. b

Appointed dealers will offer the full Deere-branded excavator range from 21 t to 40 t.
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TELEMATICS

S
cania connected services manager Shiraz 
Hashimbhai says telematics and real-time data 
are increasingly becoming a necessity, opening 
up numerous possibilities to solutions providers.

“Not only is telematics fundamental to manag-
ing a transport operation, but it allows OEMs to gain better 
understanding of the specific needs and operations of the 
customers we serve.” He says truck OEMs’ telematics data 
quality and integrity are more precise “as they are inherently 
part of the vehicle”.

“OEM telematics allows truck manufacturers to perform 
remote diagnostics on their vehicles to be more proactive 
in servicing the end-user, as well as to develop improve-
ments to their products.”

Pros and cons
Hashimbhai includes as advantages of third-party telematics 
systems in trucks the fact that telematics is the core business 
of these service providers. 

“They are therefore able to create and adapt add-on func-
tions to their telematics systems faster than truck OEMs can. 
Some of these third-party solution providers are recognised 
as stolen-vehicle recovery solutions that meet insurance 
companies’ requirements.”

He says the disadvantages of third-party systems include 
the fact that they rely on OEMs to grant them access to vehi-
cle operational data such as odometer readings.

“It is not possible to link other Scania systems to 
third-party telematics solutions for value-added benefits 
such as service bookings. Issues with the control unit of 
software can result in additional downtime and conse-
quential damage due to poor installation.”

Among the advantages of OEM-installed systems is the 
fact that these systems are fully integrated with the vehicle 
and that more technical information is available for analysis. 
There are also no installation costs nor downtime required to 
fit OEM telematics systems.

“The disadvantage of OEM telematics systems is that they 

Scania CONNECTED SERVICES – fleet 
management at your fingertips

Telematics systems have become an integral part of heavy commercial vehicles. Capital 

Equipment News approached Scania for its take on the OEM versus third-party telematics 

debate, and to find out more about its offerings in this field. By Mark Botha.

The services provided by the Scania proprietary 
telematics solution includes Fleet Position; Service 
Planning; Driver Evaluation and Vehicle Performance.



are not recognised as tracking systems for 
insurance purposes.”

Scania Fleet Management 
Using the Scania Fleet Management 
Service (FMS) requires a Scania 
Communicator telematics unit installed 
in the vehicle. This unit collects, saves, 
sends and receives information for 
analysis and presentation on the Scania 
Fleet Management portal and in the 
Monitoring Report. This, says Hashimbhai, 
is to provide clients with clear information 
on their fleets’ performance.

“The client can spot potential prob-
lems early, be able to coach drivers into 
adopting more economical driving habits, 
for instance, and improve their service 
planning.” He says monthly and annual 
summary reports are provided to highlight 
long-term trends and patterns.

Fleet Management Monitoring 
Hashimbhai says Scania’s Fleet 
Management Monitoring packages are 
designed to improve “fleet economy” for 
both small and large fleets.

“The clients receive weekly e-mail 
summaries covering all their vehicles. From 
these, they can see at a glance how each 
vehicle is performing and which ones need 
attention.”

Monthly summary reports and a summary 
at the end of each year allow clients to 
identify and act upon trends and patterns 
that develop in time. Hashimbhai says this 
service is particularly suitable for smaller 
fleets as the reports do not track drivers but 
individual vehicles. 

Service planning
“Our clients have access to the Scania Fleet 
Management portal, designed to manage 
service planning, and which provides an 
overview of all the equipment in your 
fleet, along with their maintenance plans, 
including a calendar for keeping track of 
maintenance and repairs.”

The free Scania Fleet Management app 
provides access to the defect reporting func-
tion, whereby drivers can report problems 
and supply photographs directly from the 
site of the incident. These defect reports, 
which are also reported automatically by 
the vehicle, combine defect reports with 
planned maintenance and are sent to the 
workshop as work orders.

The Monitoring Report
The Monitoring Report includes Scania 
Driver Support which generates average 
driver scores, as well as a change in 
fuel consumption report; a report on CO2 
emissions; coasting (where driving in gear 

Scania believes real-time data is increasingly becoming a necessity, opening up possibilities to 
solutions providers.

Advantages of third-party telematics systems in trucks include 
the fact that telematics is the core business of these service 
providers

A major disadvantage of third-party systems is that they rely on 
OEMs for access to vehicle operational data

Among the advantages of OEM-installed systems is that these 
systems are fully integrated with the vehicle

Scania has a connected population of over 14 000 chassis in 
the market

QUICK  TAKE 
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without fuel injection is encouraged), and 
economical speed, whereby a speed limit 
can be pre-set.

Other aspects of fleet management 
covered in the monitoring report include 
reports on idling, fuel consumption and 
heavy braking.

The Control Package 
“The Control Package is an advanced set of 
services that help fleet owners use vehicle 
and driver follow-ups and operational 
information to support their transport 
process,” says Hashimbhai.

Like the Monitoring Package, the Control 
Package allows access to the company’s 
app, the Scania Fleet Management portal, 
and to the information offered through the 
Monitoring Package.

Clients can, however, also access addi-
tional information and functions including 
Fleet Positioning; Service Planning; Driver 
Evaluation and Vehicle Performance.

“Fleet position is a service which helps 
fleet managers in their day-to-day work,” 
says Hashimbhai. “Clients receive an over-
view of where vehicles are, how long their 

drivers have been on the road, and of events 
for drivers and vehicles.” He says historical 
trip information is recorded, and geofences 
for pick-up, delivery and no-go areas can be 
set up to manage the transport flow.

“Service Planning is designed to provide 
control over the maintenance and repair 
requirements of your fleet. You can plan 
service events, for example, and see at a 
glance if any equipment has no maintenance 
plan, for instance, or has multiple minor 
faults, requiring a new service event.”

The Driver Evaluation service provides an 
overview of driving behaviour, enabling the 
fleet owner to improve the training received 
by drivers. 

“Drivers are assessed on a scale, based 
on driving assignments and on the vehicles 
they drive. This ensures a fair grade based 
on the conditions faced by the driver,” says 
Hashimbhai.

He says the Vehicle Performance service 
enables clients to analyse their fleets’ 
performance, from overall fleet consumption 
and usage figures to more in-depth analysis 
on the fuel used between the various stages 
in the transportation flow. All Scania’s vehi-

TELEMATICS 

cles are fitted standard with its monitoring 
package, which is available to customers at 
no cost. 

“This is also integrated seamlessly with 
our Repair and Maintenance system to en-
sure that monthly invoices are for kilometres 
travelled only.”

Market uptake
When asked about the uptake in the market 
of these solutions, Hashimbhai says Scania 
has “a connected population” of over 14 000 
chassis in the market.

“Our customers have seen great benefit 
in data generated from our connected 
offerings. We currently have 45% of this 
connected population on the comprehensive 
Control Package. We are also seeing a grad-
ual uptake in Zambia and Zimbabwe.”

 He says a number of full Scania-operated 
customer fleets use the package as a “pillar 
of their business”, from driver evaluation 
and coaching to full fleet performance.

“This equips our clients to make more in-
formed and timeous decisions on improving 
efficiency and productivity.”

The future
“We find ourselves in very interesting 
times,” says Hashimbhai. “With the data 
and connectivity available today, we see 
industry discussions shifting gradually 
away from total operating cost towards a 
total operating economy, with the focus 
on improving efficiency and productivity, 
not only to decrease cost, but to improve 
profitability.”

He says “game changing” innovations to 
be on the lookout for include autonomous 
trucks, which are already in testing phases 
around the world.  b

OEM telematics allows truck manufacturers to perform remote diagnostics on their vehicles to 
be more proactive in servicing the end-user. 

Scania’s FMS Communicator. 
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“With the data and connectivity available today, 
we see industry discussions shifting gradually 
away from total operating cost towards total 

operating economy, with the focus on improving 
efficiency and productivity, not only to decrease 

cost, but to improve profitability.”

Shiraz Hashimbhai, connected 
services manager, Scania Southern 

Africa
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A
ccording to Mercedes-Benz Trucks head, Maretha Gerber, one of the 
reasons why many truck OEMs design and install their own telematics 
solutions in their vehicles relates to product improvement and 
competition.

“Almost all OEMs offer basically the same types of warranty, fuel 
savings, performance and others. So, they include their own telematics solutions to 
differentiate their offering and bring value to the customer straight from the OEM 
product experts.” 

She says using the vehicles’ own data allows for more reliable information on, for 
example, fuel consumption, route analysis and driver involvement, as well as skills, 
in order to focus on the reduction of fleet management, vehicle maintenance and 
running costs.

OEM telematics connectivity to the engine ECU and the fuel injection system 
allows for precise fuel consumption calculations. This means fuel consumption 
can be benchmarked for the specific vehicle model, the routes they travel and the 
weights they carry.

“This adds enormous value to the truck sales teams as it differentiates them from 
those who do not have telematics and high data accuracy.

“OEM telematics data is more comprehensive in its applications within a 
transport business.” Third-party dashboard suppliers’ data is obtained from the OEM 
by interfacing directly with the OEM telematics products,” she says.

Bell Equipment product marketing manager Nick Kyriacos notes that it is 
becoming common for OEMs to install their own telematics solutions because 
the acceptance among clients of the use of data to enhance business is gaining 
momentum.

“Previously, customers may have felt that the information they were receiving 

TELEMATICS 

Third-party versus OEM proprietary 
telematics for capital equipment

was insufficient to enhance their 
businesses substantially. However, with 
data costs dropping and as we adopt 
5G technology, telematics systems are 
becoming even more accessible.

“We find that customers, especially in 
developed nations, are more aware of 
the efficiency improvements in terms of 
machine availability and fuel costs that can 
be achieved by using telematics in their 
fleet management.”

He says intellectual property pertaining 
to telematics systems was initially “more 
guarded”, but that OEMs can design and 
integrate these systems more easily, now 
that ISO standards for communication 
protocols are in place.

“OEMs can design and integrate 
telematics systems more easily with the 
CAN bus in their trucks. There are currently 
20 data points in the ISO standards, 
including onboard weighing, fault codes 
and other parameters, and Bell Equipment 
is the only OEM to provide all of these.”

He says OEMs also realise that, by 
using their own telematics solutions, 

Whether capital equipment should feature telematics software is no longer the question, given the 

advantages. Instead, the question nowadays is whether the advantages of built-in, OEM-proprietary systems 

surpass those of telematics from third-party providers. By Mark Botha.

As of 2021, Fleetboard services are now 
included as a serial standard in the 
Mercedes-Benz Actros and selected Arocs 
models.
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It is becoming common for OEMs to install their proprietary 
telematics solutions as the acceptance among clients of 
data usage to enhance business is increasing

Customers are more aware of the efficiency improvements 
in machine availability and fuel costs that can be achieved 
through telematics

By using their own telematics solutions, OEMs can leverage 
proprietary features and functions that other third-party 
systems cannot necessarily communicate

An advantage of third-party telematics systems is the 
fact that telematics is the core business of these service 
providers

Bell’s Fleetm@tic solution can be built into 
the customer’s upfront finance package.

they are able to leverage their proprietary 
features and functions that other 
third-party systems cannot necessarily 
communicate, but which add a great 
deal of value to customers. He cites 
as examples payload data, service 
notifications, specific fault codes and 
remedial action.

OEMs, says Kyriacos, can also leverage 
their telematics solutions to improve their 
customer support and to drive aftersales 
business. 

“By knowing where their machines 
are, their condition, and what stage of 
their life they are in, OEMs can harness 
telematics to offer improved service to their 
customers.”

OEM telematics systems
All Bell articulated dump trucks (ADTs) are 
sold standard with the company’s own Bell 
Fleetm@tic proprietary telematics system. 

“We pioneered the system in 2003 and 
it has since evolved continuously. Initially, 
there was limited technology available for 
world-wide coverage and we had to rely on 
satellite communication,” says Kyriacos.   

He says improvements to cellular 
networks have, over the years, reduced 
costs and increased the data capacity that 
Bell Equipment could transmit from its 
machines.

“It has also continued to assist us in 
pioneering advances in fuel consumption, 
per-cycle haulage and fuel consumption 
information, as well as onboard weighing 
integration and payload reporting. Through 
Fleetm@tic, we can help customers 
maximise productivity by ensuring full 
loads and by minimising excessive wear, by 
managing overloads.”

He says the company has been able 
to improve the user-friendliness of this 
system. The Fleetm@tic solution of today 



works with any modern browser and is 
compatible with mobile devices such as 
tablets and smartphones.

Daimler, too has its own, OEM-designed 
telematics system as standard in all its 
vehicles.

“Third party integration on the Daimler 
system is possible through the Simple 
Object Access Protocol (SOAP) interface,” 
says Gerber. She says customisable 
dashboards have become common 
platforms for multi-brand fleets, where 
data is extracted from different telematics 
systems and integrated into single-
platform dashboards.

Gerber says the hardware for Daimler’s 
Fleetboard Truck Data Centre has been 
offered on the Mercedes-Benz Actros 
truck range since 2009. “Fast-forward to 

2021, and we are pleased to announce 
that Fleetboard services will now be 
included as a serial standard in the 
Mercedes-Benz Actros and selected 
Arocs models as of this year, for a five-
year validity period.” She says standard 
services included in this offering are 
Fleetboard Trip Records; Fleetboard 
Driver and Vehicle Performance Analysis; 
Fleetboard Service; Mapping; Reports, 
and Thirty-second Tracking. Gerber also 
notes that Daimler Trucks and Buses 
Southern Africa and its systems adhere to 
data protection legislation.

“In terms of asset management,” 
says Kyriacos, “Bell Fleetm@tic enables 
customers to pinpoint the exact location 
of their trucks and to set geo-fencing to 
prevent the truck from leaving an area. 

It also provides asset status information 
such as the machine’s age and service 
meter reading.”

He says the security benefit of 
Fleetm@ tic was highlighted in November 
2016 when a customer reported to Bell that 
their ADT had been stolen. The Fleetm@ tic 
engineers communicated directly with the 
machine to obtain its location and this 
information was shared with the police.

“The engineers sent a ‘disable’ message 
to the machine to prevent it from starting, 
and the police were able to track the 
machine and recover it for the customer.”

Fleetm@tic can assist with maintenance 
and service scheduling, enabling Bell to 
order parts in advance and to monitor 
the machine’s health remotely. Service 
management data includes the service 
status of the ADT, fault codes and fault-
finding procedures.

Kyriacos says growing competitiveness 
in the market makes it important for 
customers to have accurate production 
management data to obtain the fastest 
return on investment and to optimise their 
operation.

“Fleetm@tic registers a driver ID to 
manage behaviour. It also monitors fuel 
usage and production data including hours 
worked per shift; cycle times; haul distances; 
onboard weighing, as well as laden and 
unladen idle times and travel times.”

Safety management data includes the 
ability to set speed limits and geo-fencing. 

“For example, a Bell ADT can be 
governed only to travel at a certain speed 
on steep slopes or near workshop areas to 
promote safe operations.”

Another benefit of Bell Fleetm@tic is that 
it can be built into the customer’s upfront 
finance package, says Kyriacos. The company 
also supports data export for customers 
who run fleets supplied by different OEMs, 
to make their data accessible using the 
software of their choice. 

OEM versus third-party
Gerber notes that data provided by OEMs 
with customers' permission is more reliable 
as the system is designed and operated by 
the OEM.

“However, customisable developments 
are slow and related to specific markets, 
which is why dashboards have become so 
popular,” she says. 

To Kyriacos, third-party solutions have 
the advantage of full site interoperability 
across a range of OEM machines, as well 
as potentially reduced costs due to higher 
volumes. 

“The disadvantage is that third-party 
solutions are not able to provide all the 
data to which OEMs have access.” b
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Bell Fleetm@tic enables the customer to pinpoint the exact location of their truck and to 
set geo-fencing.

“With data costs dropping and as we adopt 5G 
technology, telematics systems are becoming 

even more accessible.”

Nick Kyriacos, product marketing 
manager at Bell Equipment 
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“OEM telematics data is more comprehensive 
in its application within a transport business. 

Third-party dashboard suppliers’ data is 
obtained from the OEM by interfacing directly 

with the OEM telematics products.” 

Maretha Gerber, head of Mercedes-
Benz Trucks 

TELEMATICS 



https://sanysouthafrica.com/
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E
azi Access national fleet 
manager Jonathan Mphake 
says the trend among 
capital equipment OEMs to 
design and install their own 

telematics solutions on vehicles is “a 
new phenomenon that started in the 
automotive and equipment manufacturing 
worlds in recent years, by OEMs 
installing their own telematics systems, 
as they recognised a rise in aftermarket 
telematics or third-party units being 
installed”.

The ‘new phenomenon’ of OEM telematics 
on capital equipment
The value of telematics on capital equipment in almost all applications has been proven beyond doubt. In this feature, we turn 

to work-at-height and materials handling company Eazi Access for its take on the OEM-supplied versus third-party telematics 

debate. By Mark Botha.

TELEMATICS 

Eazi Access has quality, third-party 
aftermarket telematics units in its 
trucks and light commercial vehicles.
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“I believe one will see both OEMs and third-
party telematics companies providing these 

systems as single, holistic systems, which will 
add context to the vast data generated from 

normative telematics.”

Jonathan Mphake, national fleet 
manager at Eazi Access
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He says the benefits of using telematics 
has been proven “beyond the shadow of a 
doubt”. 

“It is a definitive need in the fleet 
management arena around the world,” 
he says. “It entails, but is not limited to, 
effective vehicle usage, from safety and 
performance management perspectives to 
issues such as driver and vehicle usage, 
fuel consumption and the measurement 
and reduction of total running cost.”

OEMs, he says, have realised that the 
need for telematics and the ever-increasing 
demand for telematics data is significant, 
and they would therefore like to offer their 
customers exclusive, tailor-made systems 
with the telematics hardware already 
embedded in their vehicles. 

“The premise is that, as they know their 
products better, they will be able to provide 
all the data required in one packaged 
product.

He says Eazi Access has quality, third-
party aftermarket telematics units in its 
trucks and light commercial vehicles.

Advantages
Mphake lists as advantages of ‘third-
party’ telematics the fact that the 
system is customisable, among others, 
as it relates to the presentation of the QU
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OEMs have realised that the need for telematics and the 
ever-increasing demand for telematics data are significant

Advantages of ‘third-party’ telematics include the fact that 
the system is customisable as it relates to the presentation 
of the extracted data, while OEM data is “rigid” in its build

The rise of the dash camera will further assist in driver, 
asset and efficiency management

The telematics industry will evolve further, with data 
sharing between OEMs and third-party providers 
becoming commonplace

Using OEM telematics negates the need 
to be part of the compatibility testing 
often necessary when installing third-
party units. 



extracted data, while OEM data is “rigid” in its build.
“More often than not, one has to extract the raw data and present it in 

a manner acceptable to the particular organisation. The other benefit is 
that one can install these units on a wide variety of vehicle types. Different 
vehicles are situated in various locations and perform different activities.”

He says Eazi Access has vehicles from different OEMs as a result of the 
various applications these vehicles are used in. 

“As an organisation, we provide tailor-made solutions for our customers, 
so we have used telematics data fully and effectively, from one point of 
reference, and strive for continuous improvement.”

He says some OEMs don’t have sufficient localised support centres, 
turning their one-size-fits-all solutions across their brands into an 
“impediment”.

“On the flip side, the advantage of using the OEM’s embedded telematics 
units is that, once you have procured your new vehicles or machinery, you 
can use the vehicle immediately without delay. When using aftermarket 
providers, one has to organise in-field installations.”

TELEMATICS 
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He notes that using OEM telematics units negates the 
need to be part of the compatibility testing, which may be 
necessary when installing aftermarket, third-party units.

Features and benefits
The features installed on Eazi Access trucks and light 
commercial fleets focus on speeding, harsh braking, 
harsh acceleration and a comprehensive driver vehicle 
scoring system, among others.

“We have a comprehensive mobile app that allows 
our key stakeholders in the respective branches and 
regions to keep abreast of the fleet and the drivers’ 
performance.” 

He says the company also monitors curve vectoring for 
accurate replays, as well as route and zone monitoring.

“Our units provide installed monitor impact 
detection alerts as part of the contract with our service 
provider. We have a very efficient emergency response 
management team that will engage designated 
colleagues on all alerts generated. The raw telematics 
data generated is of great volume but with our system, 
we have the data collated in Power BI Analytical 
reporting, to customise the data within Eazi Access.” 

Mphake says safety remains a core value at Eazi 
Access and the introduction of its telematics solutions 
offering has become an important tool for use by its 
managers.

He includes in the advantages of this system vehicle 
accident prevention; a reduced likelihood of employee 
accidents; increased driver safety and improved health; 
reduced running costs, with employees driving more 
professionally and efficiently; effective control over costs 
such as insurance premiums, fuel bills and repair costs; 
the ability to make informed decisions about purchasing 
vehicles and the training of drivers, as well as reduced 
paperwork and repair and maintenance bills.

“These allow us to achieve improved road safety, 
driver education and driver alertness, as well as to 
investigate, analyse and report on accidents,” says 
Mphake. 

Artificial intelligence
In terms of innovations in the industry, he expects 
to see “much advancement” as telematics includes 
the field of artificial intelligence, as it interprets the 
generated data.

“It is my firm belief that we will see the industry 
evolving further, with data sharing between OEMs and 
third-party providers, to provide greater synergy for all 
vehicles and machinery with units installed. This will 
bring greater learning and improved solutions globally.”

The rise of the dash camera, says Mphake, will further 
assist in driver asset and efficiency management.

“I believe one will see both OEMs and third-party 
telematics companies providing these systems as single, 
holistic systems, which will add context to the vast data 
generated from normative telematics.”

This data will assist telematics enabled companies 
like Eazi Access, who have a diverse need, from 
truck management, to equipment rental where, for 
instance, the usage of machinery is tracked, so 
enabling data usage to deliver effectively and on 
time, as well as to communicate the timelines, in 
real- time to our customers. b

https://www.wirtgen-group.com/en-za/


www.bellequipment.com/about-us/latest-news/jcb-appoints-new-dealer-in-key-south-african-market


www.mixtelematics.com
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T
ruckStore South Africa has always been about 
“bold moves”. From the very beginning, the 
establishment of this used commercial vehicle 
trading facility back in September 2012 was a 
bold move by Daimler Trucks & Buses Southern 

Africa (DTBSA). To provide context, at the time of its 
establishment, TruckStore South Africa was one of the 
largest outlets for used commercial vehicle trading in 
the Southern Hemisphere. In fact, it was Daimler’s first 
TruckStore outside of Europe.  

Fast forward to 2021, TruckStore South Africa has grown 

leaps and bounds to become a renowned, trusted and 
reliable source of used commercial vehicles in southern 
Africa. Initially trading in Mercedes-Benz used heavy duty 
commercial vehicles only, today the portfolio includes all 
truck makes and sizes – low duty, medium duty and heavy 
duty – as well as buses. Notably, says Michael Dietz, CEO 
of DTBSA, TruckStore South Africa has established itself as 
Daimler’s best performing TruckStore outlet globally.

“Reflecting on the TruckStore journey and seeing how 
this solid business model has been well adopted across 
southern Africa is commendable. Today we are proud 

USED COMMERCIAL VEHICLES

Bold moves for Daimler’s TruckStore in 
South Africa 
Testimony to the company’s confidence in the used commercial vehicle market, Daimler Trucks & Buses 

Southern Africa is making two bold moves in the face of the COVID-19 pandemic by relocating its TruckStore 

South Africa business to a larger and more prominently located facility, as well as expanding its footprint 

through an agency model across the country. Based on the two initiatives, TruckStore expects to double its 

business in the next few years, writes Munesu Shoko. 

TruckStore has made a strategic decision to relocate 
to a bigger facility to accommodate growing customer 
demands and future growth plans.



CAPITAL EQUIPMENT NEWS MAY 2021 23

QU
IC

K 
 

TA
KE

 

Following a remarkable and consecutive year-on-year 
performance across various aspects of its business since 
2012, TruckStore has made a strategic decision to relocate to 
a bigger facility to accommodate growing customer demands 
and future growth plans

The new 15 000 m² facility is located a stone’s throw away 
from the old 30 000 m² facility, adding 50% capacity to 
TruckStore’s capacity

TruckStore South Africa is expanding its presence, making 
TruckStore products and services available across all major 
cities in South Africa

There is a clear strategy to integrate fully into the existing 
authorised DTBSA dealer network

to be one of the industry’s leading used 
commercial vehicle retailers, and it is for 
this reason that we are taking the business 
to greater heights with the move to the new 
facility and the expansion of our footprint 
across South Africa,” says Dietz. 

High hopes 
Annelie van Rooyen, head of Used Trucks, 
says the business was established with 
“high hopes and big dreams” and it has 
been “an incredible journey since 2012”. 
TruckStore South Africa was established 
largely as an enabler of DTBSA’s new 
vehicle sales. Its two main channels of 
stock are through buying used vehicles from 
customers who want to trade-in for new 
ones as well as remarketing of vehicles 
returning from the lease portfolio. 

TruckStore, says Van Rooyen, has over 
the years successfully fulfilled its main 
purpose – to enhance new Mercedes-Benz 
and FUSO commercial vehicle sales. This has 
been achieved through an integrated sales 
model between the used and new vehicle 
sales departments, complemented by good 
cooperation and communication between 
the two sales functions, with customer 
experience at the heart of it all. 

“In line with its purpose to grow new 
vehicle sales, TruckStore has recently 
played a major role in the launch of our new 
models, the new Mercedes-Benz Actros and 
FUSO ranges,” explains Van Rooyen. “We 
have supported our new vehicle colleagues 
by helping to get customers out of their 
existing vehicles for newer models,” she 
says.

One of the winning strategies of the 
TruckStore concept has always been its 
wide product mix. “When one goes into a 
shop, they want variety,” says Van Rooyen. 
“This is what we offer to our customers. 
When one walks into our showroom, they 
will immediately find all brands, models of 
different ages, conditions, bodies and sizes,” 
she says. 

Transparency on vehicle condition is of 
utmost significance at TruckStore. Through 
its vehicle grading system – Bronze, Silver 
and Gold – customers are immediately 
aware of what they are buying. If one 
is buying Bronze, for example, they are 
aware that although the vehicle has gone 
through a certificate of fitness inspection, 
minimum attention has been given to the 
refurbishment process and the mechanical 
condition of the vehicle. However, if a 
customer opts for Silver or Gold, they know 
that the vehicle has gone through a stringent 
refurbishment process. 

“At the core of the success of the 
TruckStore concept has been the excellent 
customer service, driven by our desire to be 
a reliable and trusted used vehicle partner in 

Michael Dietz, CEO of Daimler Trucks & Buses Southern Africa (left), and Annelie van Rooyen, 
head of Used Trucks, officially opening the new TruckStore facility. 

Africa. Throughout our existence, the customer concept has been standardised, with standard 
processes, systems and procedures,” she says.  

New facility
There is no denying that the COVID-19 pandemic and everything it brings with it has rocked 
the business world to its foundations, but that has not deterred TruckStore’s growth plans. 

Following a remarkable and consecutive year-on-year performance across various aspects 
of its business since 2012, TruckStore has made a strategic decision to relocate to a bigger 
facility to accommodate growing customer demands and future growth plans. The new  
15 000 m² facility, located a stone’s throw away from the old 30 000 m² facility, adds 50% 
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capacity, given that TruckStore still makes 
use of the majority of old premises. The 
new facility benefits from the excellent N1 
highway visibility between the two major 
Gauteng airports – OR Tambo & Lanseria 
International Airport – for the convenience 
of clients. 

“We are immensely excited to be 
opening this new facility, taking such bold 
steps amid a pandemic. Centurion remains 
a perfect location for our business. The 

new facility will give us an opportunity to 
better serve our growing customer base, 
provide an improved customer experience 
and increase service capacity. This move 
represents a milestone for TruckStore 
and will certainly create opportunities 
for growth and strengthen the brand’s 
position in southern Africa,” says Van 
Rooyen. 

The facility has ample parking for large 
vehicles and features a 1 200 m ² showroom 

TruckStore South Africa has established itself as Daimler’s best performing TruckStore outlet 
globally.

and office space with great exposure and 
easy access. Included are six open sales 
offices overlooking great views of the 
highway and allowing for flexibility and 
transparency to processes. The new offices 
make every customer visit special, with a 
welcoming reception. 

At the rear of the facility is an 
approximately 3 000 m² fully-equipped 
and dedicated Mercedes-Benz approved 
workshop and parts centre for Mercedes-
Benz TruckParts and Fuso Value Parts. 
Included also are 10 dedicated bus 
service bays. The workshop also provides 
capacity for non-Daimler brands as well as 
servicing of trailers. This is an extension 
of value added services and forms part of 
TruckStore’s overall strategy of being a one-
stop shop to its customers. 

Expanded footprint 
TruckStore South Africa is also expanding 
its presence, making TruckStore products 
and services available across all major 
cities in South Africa. This is a strategic 
decision which aims to bring sales 
activities closer to the customers by fully 
leveraging the existing Daimler Trucks & 
Buses dealer network, ensuring dedication 
and the best sales experience going 
forward. 

There is a clear strategy put in place to 
integrate fully into the existing authorised 
DTBSA dealer network. “We are proud of 
this new business model as it reaffirms 
our commitment to continuously support 
our customers irrespective of where they 
are. We are taking an important step in 
our business as we see capacity for sales 
growth, not only for TruckStore, but for our 
dealer partners as well. We want to provide 
the same level of sales and after-sales 
service that a customer would receive 
when purchasing a new vehicle,” adds Van 
Rooyen.  

Looking ahead, TruckStore has a clear 
strategy for southern Africa mapped out and 
at the core of this is its customers, bringing 
in high-quality, competitively priced, 
refurbished and certified used commercial 
vehicles to the market to meet the ever-
changing customer demands.

“From a growth point of view, we are 
making a bold declaration that we are 
going to double our sales volumes over 
the next couple of years. With this new 
facility and a national footprint, we want 
to bring customers even more solutions, 
including customised finance, short-term 
rentals and leases on used vehicles, 
among others. The goal is to become the 
preferred supplier of used vehicles in 
South Africa and the continent at large,” 
concludes Van Rooyen. b

“Reflecting on the TruckStore journey and 
seeing how this solid business model has 

been well adopted across southern Africa is 
commendable. Today we are proud to be one of 
the industry’s leading used commercial vehicle 

retailers, and it is for this reason that we are 
taking the business to greater heights with the 
move to the new facility and the expansion of 

our footprint across South Africa.”

Michael Dietz, CEO of Daimler Trucks 
& Buses Southern Africa
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“We are immensely excited to be opening this new 
facility, taking such bold steps amid a pandemic. 
It will give us an opportunity to better serve our 

growing customer base, provide an improved 
customer experience and increase service 

capacity. The move represents a milestone for 
TruckStore and will certainly create opportunities 
for growth and strengthen the brand’s position in 

southern Africa.”

Annelie van Rooyen, head of Used 
Trucks

USED COMMERCIAL VEHICLES
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How telematics is driving e-commerce in 
South Africa during COVID-19 

THOUGHT LEADERSHIP – TELEMATICS 

More online shopping means 
that there are more deliv-
eries to be made, and the 
logistics industry has had 

to scale operations to meet the growing 
demand. The various levels of lockdown, 
COVID-19 regulations and people working 
from home have created a greater 
reliance on home deliveries, with the 
industry now finding itself at an all-time 
peak, and with more vehicles on the road 
than ever before. 

New challenges for courier companies  
Whether it’s an established company 
with a massive fleet or a startup 
business with only two vehicles, courier 
companies now need to manage their 
deliveries as efficiently, safely, and cost-
effectively as possible. That’s because 
increased demand for e-commerce has 
created an even greater expectation by 
customers to consistently receive their 
items when, how, and where they want 
– placing pressure on courier companies 
and drivers to meet this demand.  

At the same time, businesses also 
need to ensure drivers follow COVID-19 
regulations while out on deliveries, 
especially considering that they’re coming 
into contact with more customers than ever 
before.  

Unfortunately, adding to this pressure 
is the increased need for driver and 
cargo safety. While the immense growth 
in online shopping has boosted the 
e-commerce sector, it’s also resulted 
in more criminals shifting their focus 
to courier vehicles, targeting goods in 
transit. There’s been a massive spike 
in hijackings over the last year, with 
the current trend involving criminals 
targeting courier deliveries to steal the 
cargo instead of the vehicle itself.  

Incidents of armed courier vehicle 
robberies have been on the rise, with 
one incident taking place as recently as 
February this year, where armed robbers 
fired shots at a courier van delivering 

If ever there was a time for the e-commerce sector to adopt telematics technology, it would be now: COVID-19 has disrupted 

the retail landscape, with more South Africans now choosing e-commerce as their preferred shopping channel over 

traditional brick-and-mortar stores. According to a Mastercard study, as much as 68% of South African consumers said they 

are shopping more online since the onset of the pandemic. By Justin Manson, sales director at Webfleet Solutions. 

cellphones in Pretoria.  

Telematics solutions drive safety and 
efficiency 
Telematics technology significantly 
improves operational efficiencies, 
increases customer satisfaction, and 
promotes safety for drivers and packages. 
Solutions like WEBFLEET are now an 
essential business tool for courier 
companies, equipping fleet managers 
with the resources to respond effectively 
to the demand for home delivery and 
growing customer expectations.  

These solutions enable fleet managers 
and the end customer to gain visibility 
of a vehicle’s location in real-time. Fleet 
managers can also establish the optimal 
route for drivers, add new jobs to the 
schedule or implement corrective action 
to re-route a driver to avoid congestion or 
accidents. Better driving practices reduce 
vehicle maintenance requirements, and 
the system can alert vehicle owners about 
scheduled services, so that vehicle down-
time can be planned around. These both 
contribute to lower operating costs and 
maximised profits.  

Using this technology, brands can provide 
full transparency to customers, who aren’t 

Solutions like WEBFLEET are now an essential business tool for courier companies, equipping 
fleet managers with the resources to respond effectively to the demand for home delivery and 
growing customer expectations.  

left wondering when their package will 
arrive.  

Telematics data can also produce detailed 
fuel efficiency reports by monitoring drivers’ 
habits, including idling, revving, speeding, 
and excessive braking. This data then 
helps fleet managers identify improvement 
areas when training drivers to drive more 
efficiently.  

Easy-to-use Software as a Service (SaaS) 
telematics technology fits any commercial 
vehicle for advanced vehicle tracking. That 
means fleet managers gain total visibility 
of everything that happens on the road, 
including vehicle usage. They can also 
support drivers in the field with the right tools 
to keep them safe and make their jobs easier.  

The technology can also facilitate 
contactless deliveries by enabling 
companies to go paperless and instead 
use electronic invoicing. That way, 
drivers can maintain a safe distance 
when out in the field, and fleet managers 
can ensure customers receive their cargo 
on schedule.  

Telematics software can transform the 
e-commerce supply chain and customer 
experience, enabling the sector to reassure 
customers that they’re receiving a reliable, 
safe, and cost-effective service.  b
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EARTHMOVING EQUIPMENT

New era in SA’s construction equipment 
market as Bell and JCB join forces

B
ell Equipment and JCB are two household names in the capital 
equipment market, not only in South Africa, but the world over. 
Following their distributorship agreement, announced in February 
this year, the two companies are confident of taking the JCB brand to 
further heights in South Africa, leveraging each other’s solid standing 

in the local market. 
Stephen McNeill, marketing and alliance partner manager at Bell Equipment, 

believes that the new distributorship agreement bodes well for both brands in South 

Africa. “JCB has an incredible product 
line that has established itself in the local 
market over the past 40 years, while Bell is 
renowned for its unparalleled support and 
distribution network of 22 branches around 
the country,” explains McNeill. 

As part of the agreement, BESSA will 
distribute JCB’s full construction range, 
comprising backhoe loaders, wheel 
loaders, excavators (including compact), 
telehandlers, skid steers, compaction 
machines (single drum and tandem 
rollers) and rough terrain forklifts. BESSA 
will distribute the product in South 
Africa, Lesotho and Swaziland, as well 
as Namibia, through its sub-dealer in 
the country, Hardrock Earthworks. The 
target market is generally plant hire, 
construction, mining and forestry. 

Bell Equipment Sales South Africa (BESSA) is the new official distributor 

of JCB’s full range of construction equipment in South Africa, Lesotho, 

Swaziland and Namibia, effective May 1, 2021. The new distributorship 

agreement – a perfect match of a premium product and an unparalleled 

distribution network with deep roots in South Africa – ushers in a new 

force in the local construction equipment market, writes Munesu Shoko. 
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Bell Equipment Sales South Africa is the new official 
distributor of JCB’s full construction equipment range in 
South Africa, Lesotho, Swaziland and Namibia,  effective 
May 1, 2021

The two companies are confident of taking the JCB brand to 
new heights in South Africa, leveraging each other’s solid 
standing in the market

The extended JCB range allows Bell to compete in the 
telehandler and skid steer product segments for the first 
time

Traditionally, JCB products have done well in the Eastern 
Cape and Western Cape areas. Bell has, therefore, made 
sure that its support network is well kitted to support 
customers in those areas

JCB is a global leader in the backhoe loader market.

JCB wheel loaders are part of the company’s 
construction range to be distributed by Bell 
Equipment in South Africa. 

The range 
The incorporation of the JCB product 
range into BESSA’s stable, explains 
McNeill, is a huge project for the 
company. “We are making significant 
changes to our offering, bringing in new 
products and taking out some that we 
have had in our stable for many years,” 
he says.  

For example, Bell Equipment will 
cease to distribute the Bell-branded, 
John Deere-designed and manufactured 
backhoe loaders, wheel loaders and 
bulldozers. Late last year, Bell announced 
that it had agreed with Deere to distribute 
Bell-branded, John Deere-designed and 
manufactured motor graders as a non-
exclusive distributor until January 2023, 
and will continue to provide aftermarket, 
technical and product support to its 
customers operating Deere machines for a 
further 10 years thereafter. 

“From an operational point of view, 
John Deere has for some time expressed 
the desire to appoint dealers in South 
Africa that will sell its full construction 
product line. They have since chosen a 

different distribution network and we have taken on the JCB product to replace some of 
the John Deere product lines in our stable,” he says. 

In fact, adds McNeill, the extended JCB range allows Bell to compete in completely 
new product segments. For example, Bell previously didn’t have telehandlers and skid 
steers in its product line. While the company has had its own version of a rough terrain 
forklift through its popular three-wheel machine, it has never offered a dedicated product 
to compete in the mainstream rough terrain forklift market. 

McNeill is especially excited about the JCB backhoe loader range, noting that JCB 
is an established market leader in that market segment, not only in South Africa, but 
globally. “From a company perspective, there is huge excitement within Bell. I have been 
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The JCB skid steer range 
allows Bell to offer this 
type of equipment for the 
first time. 

Bell, for the first time, has telehandlers in its stable. 

involved with several product introductions over the years, but I have never seen as many 
people at Bell excited about a new product and the opportunities that it brings as they 
are with the JCB range,” he says. 

With regards to excavators, Bell already distributes Kobelco, and commenting on the 
way forward, McNeill tells Capital Equipment News that JCB and Kobelco will co-exist in 
the Bell stable. The JCB excavator range in South Africa only goes up to a 30-t machine, 
while Kobelco goes right up to an 85 t. Kobelco, therefore, gives Bell the right-sized 
loading tool for its larger articulated dump trucks. On the smaller range, Kobelco has 
always been stronger in forestry, and the arrival of JCB gives Bell more edge in the 
construction and plant hire markets. 

Meanwhile, with no dozer to offer from 
JCB, Bell will exit that market segment 
completely. “The dozer landscape has 
changed over the years, with the market 
moving towards heavier units for the 
mining segment where Bell was already 
unable to compete,” he says. 

When it comes to compaction 
products, Bell has been distributing 
Bomag for many years. McNeill admits 
that the JCB range of single drum and 
tandem rollers somehow conflicts with 
the existing Bomag product range in that 
segment. Bell is therefore in discussion 
with Bomag as to the way forward. 

Key support initiatives 
Bell has implemented several key 
initiatives to ensure that it is well 
prepared to support the JCB brand in the 
market. As of May 1, BESSA is giving full 
commitment and support to the full range 
of JCB products in the market, excluding 
the industrial type ones. 

“We have taken over spare parts from 
the previous dealer, Kemach Equipment, 
and also have more on order from JCB. 
We have invested heavily in special tools 
required for servicing and have stocked 
JCB parts in our Reman Centre. As a 
fast-tracked project, a lot has happened 
within an incredibly short space of time,” 
says McNeill.

Bell, adds McNeill, has also analysed 
the different areas where JCB products 
have traditionally sold well and boosted 
the infrastructure in those areas. 
Traditionally, JCB products have done 
well in the Eastern Cape and Western 
Cape areas. “We have, therefore, made 
sure that our support network is well 
kitted to support customers in those 
areas,” says McNeill. 

Bell has also received extensive sales, 
technical and parts training support from 
the principal. The company is rolling out 
training to a total of 140 mechanics in the 
Bell network, together with 35 customer 
support representatives and 25 sales 
people, to make sure that they are well 
educated on the JCB product. Bell has also 
invested in the branding of the branches 
and the over 180 support vehicles. 

“We are working closely with 
JCB to ensure that the machines are 
competitively priced in our market. We 
believe that with our expanded network, 
we will be able to grow the JCB business 
significantly. We are excited about 
these growth prospects, and JCB is 
also delighted to have a dealer of Bell 
Equipment’s calibre to represent them in 
a major African market like South Africa,” 
concludes McNeillb
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“JCB has an incredible product line that has 
established itself in the local market over the 
past 40 years, while Bell is renowned for its 

unparalleled support and distribution network of 
22 branches around the country.”

Stephen McNeill, marketing and 
alliance partner manager at Bell 

Equipment

EARTHMOVING EQUIPMENT
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The ‘new normal’ is taking its toll on SA’s 
younger generation

THOUGHT LEADERSHIP – HEALTH & SAFETY

With limited access to stress 
relief activities, there 
has been an increase in 
substance abuse as a coping 

mechanism, which highlights a growing 
need for companies to focus on the well-be-
ing of their younger staff, particularly 
through employee assistance programmes. 

Younger generations strongly impacted
A 2020 study published in the Canadian 
Journal of Psychiatry examined the 
psychosocial impact of the pandemic, 
investigating the rates of healthy and 
unhealthy coping mechanisms and 
differences in anxiety across generational 
groups. The study concluded that while 
adaptive health habits (such as exercise) 
were comparable across generations, 
unhealthy coping mechanisms (such as 
substance abuse) were higher among the 
younger age groups, particularly millennials 
(15 to 34 years old). 

Results also revealed that the highest 
rate of clinically significant anxiety lies 
with millennials, indicating that younger 
generations have the highest rates of COVID-
related concerns. Closer to home, a study by 
the South African Labour and Development 
Research Unit assessed the prevalence and 
factors associated with depressive symptoms 
among young people aged 18-35 years during 
lockdown. An online survey with a sample of 
11 700 participants covering all the provinces 
of the country revealed a prevalence of 
depressive symptoms of 72% among younger 
participants, which is high and extremely 
worrisome.  

Substance abuse during the pandemic
One of the most obvious unhealthy coping 
mechanisms is drinking. Repeated blanket 
bans on the sale of alcohol in South Africa 
over the past year have had little positive 
effect. In fact, the alcohol prohibitions 
have exacerbated an already dire situation 
as many individuals, without access to 
alcohol, turned to other illegal, dangerous 
substances as a coping mechanism. 

Not only is this problematic because it 
has health repercussions for the individual, 

As we enter the second year of the COVID-19 pandemic, it’s clear that the ‘new normal’ is taking its toll on South Africa. The effects 

of a struggling economy and rising unemployment have been particularly hard-hitting on younger generations, and the emotional 

and mental strain of living with social restrictions has compounded the problem. By Rhys Evans, MD of ALCO-Safe.

but there are criminal and legal implications 
as well – especially when it comes to 
the working portion of our youth. The 
Occupational Health and Safety (OHS) Act 
demands a zero-tolerance approach toward 
intoxication in the workplace, particularly in 
high-risk sectors where accidents have the 
potential to be life-threatening. 

How do organisations provide a safe 
workplace? Keeping intoxicated employees 
out of the workplace requires clear anti-
intoxication policies coupled with strict 
enforcement through employee testing. 
For alcohol, breathalysers are the most 
effective means of testing for intoxication 
and for substance abuse, saliva testing can 
provide immediate results detecting recent 
consumption effective within minutes after 
the use of drugs. Saliva testing is seen 
as less intrusive than urine testing and 
also more effective at determining recent 
consumption. Furthermore, the use of an oral 
swab to wipe the inside of the cheek means 
there are fewer privacy issues with this 
testing method, compared to urine collection. 

Pay attention to the underlying problem
Strict enforcement of anti-intoxication policies 
in the workplace should be counterbalanced 
by measures that seek to identify and address 
the underlying issue of substance abuse.

This is particularly important right 
now given the collective mental fragility 
of our younger population. Draconian 

Rhys Evans, MD of ALCO-Safe.A saliva sample kit from ALCO-Safe. 

implementation of substance testing 
and disciplinary action would only cause 
employees to be more devious in their 
attempts to conceal their substance abuse 
problem. 

Employee Assistance Programmes (EAP) 
in the workplace can be an effective means 
for individuals to come forward and admit 
to substance dependency and ask for help in 
dealing with their problem, without fear of 
disciplinary backlash. The specifics of each 
EAP initiative will vary from organisation 
to organisation – some assist employees 
by sponsoring their rehabilitation, but at 
the very least the individual should be 
afforded paid sick leave, making it possible 
for them to seek treatment. In addition to 
such a confidential facility, organisations 
need to prioritise the mental wellbeing 
of their workers, while educating and 
creating awareness around the dangers of 
substance abuse and the available options 
for treatment and recovery. 

Even tougher times ahead
As difficult as it may be to face, life is going 
to get a lot harder for South Africans as we 
continue to deal with the impact of a pandem-
ic that shows no signs of disappearing. Ac-
cess to state-provided mental health support 
is extremely limited in SA, which means that 
businesses will be required to step up during 
these tough times and prioritise the wellbeing 
of their workers. b
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MANUFACTURING

R
ail-based transport 
solutions company SMT 
Scharf Africa has officially 
opened its new manufac-
turing facility in Johannes-

burg. Working in conjunction with its 
Canadian subsidiary, the facility will 
build both new and remanufactured 
underground mining equipment for 
customers around the world. 

The new facility, says MD Shaun 
Amos, has doubled the company’s 
output capabilities and demonstrates 
SMT Scharf’s commitment to the 
African mining sector”. He says 
the new facility also serves as the 
regional manufacturing and support 
hub for SMT Scharf’s monorail and 
chairlift products.

A manufacturer of derailment-
proof monorails and floor railways 
in underground mining and tunnel 
construction, the SMT Scharf group 
develops, builds and services 
transportation equipment and 
logistics systems for underground 
mining and tunnel construction for 
mineral and coal mines.

“Our core product is captivated 
railway systems for underground 
mining,” says Amos. “These 
systems can transport personnel 
and materials up to 45 tonnes on 
gradients up to 35 degrees.” He says 
the company’s “ancillary products” 
include chairlifts for the mining 
industry, and the development 
and installation of rail and cable 

management systems.
According to Amos, trends such 

as automation, real-time data 
management, conversion to electric 
drives and increasing networking 
as a result of digitalisation are 
“reshaping mining”. 

In line with this, the company 
expanded its portfolio in 2018 with 
the acquisition of Canadian mining 
company RDH Mining, a supplier 
of electric vehicles harnessing 
lithium-ion battery technology for 
underground mining.

SA representation 
The company, which has had 
representation in South Africa over 
the past 15 years, took the step 

SMT Scharf’s new Johannesburg 
manufacturing facility 

After 15 years of representation in South Africa, German engineering company SMT Scharf has opened 

a new manufacturing facility in Johannesburg, following interest generated by its rubber-tyred mining 

solutions. Capital Equipment News approached Shaun Amos, the company’s MD, to find out more about this 

venture. By Mark Botha.

The new manufacturing facility in 
Johannesburg.
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to invest in the new facility following 
interest generated by its rubber-tyred 
solutions.

“As our SMT Scharf rubber-tyred 
product line began to garner interest in 
the African mining market, we did not just 
want to import into South Africa – we 
wanted to build here too. We wanted 
to ensure that we were investing in the 
country and doing our part to support the 
local economy.

“Our light electric vehicle (LEV) also 
shows a great amount of potential from 
both underground and open-pit mines, 
and even from game reserves. The 
opportunities are endless!” says Amos.

The equipment ranges manufactured 
in Johannesburg include the company’s 
trackless (rubber-tyred) machinery in 
both battery-electric and diesel power 
configurations.

“This includes our LEV. In addition 
to the rubber-tyred product line, we 
manufacture electric monorails and 
chairlifts.”

Amos says the new facility comprises 
nearly 3 000 m2 of manufacturing space.

“Included in this are six dedicated bays 
for our rubber-tyred mobile equipment. In 
addition to these bays, we have set aside 
two bays for our LEV product.” 

He says the advantages of having 
equipment manufactured locally are 
“numerous” and include the fact that 
equipment is built specifically for Africa’s 
harsh mining requirements.

“It enables us to be more competitive 
in terms of price for our customers on 
the continent. Manufacturing on African 
soil allows us to improve our service 
and support offering to the local mining 
industries.”

Manufacturing at the new facility 
commenced in December 2020. “We have 
been working at a fast pace, with a nearly 
full shop in Quarter 1,” says Amos. b
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“As our SMT Scharf rubber-tyred product line 
began to garner interest in the African mining 

market, we did not just want to import into 
South Africa – we wanted to build here too. We 
wanted to ensure that we were investing in the 
country and doing our part to support the local 

economy.”

Shaun Amos, MD of SMT Scharf 

Trends such as automation, real-time data management, 
conversion to electric drives and increasing networking are 
“reshaping mining”

The company expanded its portfolio in 2018 with the acquisition 
of Canadian mining company RDH Mining

Its light electric vehicle has shown great potential in 
underground and open-pit mines

The advantages of having equipment manufactured locally 
are numerous and include the fact that equipment is built 
specifically for African conditions

QUICK  TAKE 

A HaulMaster high-performance haul truck 
from for medium to large-scale underground 
mining and tunnelling.
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THOUGHT LEADERSHIP – TECHNOLOGY

A
ggregates and mining 
companies, as well as 
their contractor counter-
parts are facing unprec-
edented challenges, as 

is every other industry to a greater or 
lesser degree. But how do we deal 
with adversity and find workable 
solutions that will dictate a positive 
outcome in the future?

Whereas we may have looked 
to the flexibility of our teams to 
help us through, we now have a 
range of new workflows enabled 
by technology to help us cope. Now 
is a great time to learn more about 
the options available and talk with 
technology partners about your 
unique challenges, your goals and 
how technology can work for you.

Managers can help restore calm, 
mitigate spread and equip staff 
with tools to look after themselves 
and others. After any immediate 

isolation or quarantine strategies, 
how can smart aggregates and 
mining operations protect staff and 
customers, and reduce costs from 
their operations to weather the 
pandemic?

Take a breath
Every day, the news media confronts 
us with updates of the spread. 
It can seem overwhelming for 
managers and teams alike. Take a 
breath, pause and think through your 
response. As more time passes, we 
understand the situation better, and 
a better understanding leads to more 
predictable outcomes.

Wait to make decisions on 
reducing your workforce. It was 
tough to find skilled operators before, 
and you often can’t just hire someone 
with no experience, especially if 
you expect a rebound. Before taking 
drastic measures of reducing staff, 

consider how to cut costs caused by 
waste and improve efficiency.

Take preventive measures
Embed good hygiene practices 
into your toolbox talks and walk-
around inspections. The toolbox 
talk is a good time to discuss 
health and safety with your crew, 
including reminder advice to practice 
good hygiene, including frequent 
handwashing, covering your mouth 
with an arm during coughs and 
avoiding touching your face.

Regular maintenance of the 
machine is well understood, so 
leverage the walk-around inspection 
as a time to also disinfect the cab, 
especially when multiple operators 
share a machine.

Listen to fears and concerns 
There is plenty of misinformation 
and confusion around the pandemic, 

Protecting businesses during 
COVID-19 As aggregates and mining companies continue to look for ways to protect their 

businesses during the COVID-19 pandemic, Glen Webster, sales manager of Loadtech, 

says a range of new workflows enabled by technology can help them work better and 

increase efficiencies. 

New load/haul monitoring systems have 
replaced haul truck tally sheets.



so listen carefully to concerns to help 
identify staff anxiety. Laying out a 
strategy for how your team will respond to 
the pandemic is a good start, but proving 
to your team you are supporting them with 
new tools is even better.

Be flexible 
Emergency protocols within affected 
communities, such as government-
mandated containment areas and 
mandatory sheltering in place, can trigger 
a variety of challenges. When public 
transportation shuts down or schools 
close, many employees find it difficult or 
impossible to show up for work. 

An employer who can maintain a flexible 
approach to production is more likely to 
retain staff. Consider how production 
targets are more important than hours at 
work. Can your operation use technology 
tools to allow operators to move between 
machines and still be productive?

Using third party on-board scales on an 
aggregates and mining business’s loaders, 
excavators, haul trucks and conveyors 
that collects productivity data that can 
be easily shared with teams for better 
decision-making can be beneficial.  

Even your customers may ask for more 
flexibility in materials delivery. This may 
mean increasing your stockpiles to be ready 
for changes in demand. Make sure you 
equip your sales team with an accurate 
understanding of your product on the ground 
with real-time stockpile management. 

Measurement tools like LOADRITE 
loader scales and belt scales, for 
example, give you real time information 
about the amount of materials going into 
or taken out of the stockpile, and loader 
scales can also help ensure that every 
truck is loaded correctly

Isolation at site
Sites are constantly relying on smaller 
crews, which can help workers to keep a 
safe distance from each other in line with 
social distance measures.

For sites where operators are working but 
exercising safe social distancing, technology 
can reduce the need for customer truck 
drivers to engage directly with loader 
operators, as job information can be 
transmitted directly from the scale house to 
the loader operator’s in-cab screen.

Reduce paper handling 
Many operators will be isolated by the cab, 
and beyond regular cleaning of surfaces, 
technology can help to isolate them further. 
Electronic ticketing technology, for example, 
can email the loading ticket to the truck 
driver’s mobile phone or the office, just as a 
paper ticket does. By replacing the physical 
handover of a loading ticket, it reduces the 
need for proximity or any objects that may 
have the virus.

New load/haul monitoring systems have 
also replaced haul truck tally sheets. In 
fact, some newer systems require no haul 
truck operator interaction to track cycles, 
with remote reporting for anyone off-site.

Trimble eTickets 
Before COVID-19, it was standard practice 
to use a paper workflow with load tickets 
for truck drivers. With social distancing and 
the risk of injury to truck drivers who leave 
their cab around heavy equipment, this 
may no longer be acceptable. The answer 
is paperless, contactless Trimble eTickets.

Even if your operation has been 
designated as an essential supplier, 
consider eTickets as a way to protect 
your team, your customers, yourself and 
your family.

An eTicket is a paperless email of a 
load ticket or load summary. The load 
ticket details one specific truck load. The 
load summary totals all the loads in the 
last 24 hours to midday. To enable Trimble 
eTickets, you will need the following. 
Your local LOADRITE dealer can arrange 
the sourcing, installation and set-up 
for you: LOADRITE L3180 SmartScale; 
an industrial-grade 4G LTE router; and 
Internet connection. 

Limit person-to-person interactions 
and paper handling with digital eTickets 
to replace paper tickets. An eTicket-
enabled worksite helps support a safer 
environment for visiting truck drivers as 
there is one less reason to exit the truck 
cab and potentially put themselves in an 
unsafe area.  b

Using third party on-board scales on an aggregates and mining business’s loaders, excavators, haul trucks and conveyors that collect productivity 
data which can be easily shared with teams for better decision-making, can be beneficial.  

Glen Webster, sales manager of Loadtech. 
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A
ccording to data from Liberty 
Mutual’s 2020 Workplace 
Safety Index, workplace 
falls to a lower level led 
to US$5,71-billion in direct 

costs to businesses. In fact, these types 
of injuries land right behind overexertion, 
the number one cause of workplace 
injuries. These costs from injuries directly 
impact profits and result in expensive 
downtime. 

These numbers are staggering and 
one could speculate that a fall from a 

ladder or scaffold is not a matter of if it 
will happen, but rather when. But, like 
many workplace injuries, most falls can 
be prevented with the right equipment. 
Low-level scissor lifts, for example, 
are compact and lightweight enough to 
work on finished floors, drive through 
doorways and take a ride on an elevator, 
but, most importantly, they enhance 
safety by leaps and bounds. Operators 
get a stable platform to stand on while 
performing work, and railings protect 
them from falling. So what’s holding some 

businesses back from implementing safer 
alternatives, such as low-level lifts? One 
word: awareness.

Ladders
Low-level lifts show up to a jobsite and 
are ready to go, and one would think 
ladders do, as well. Setting up a ladder, 
however, can be more complicated – 
something many users would never 
suspect from such a basic tool. From duty 
ratings to height guidelines, there are 
several factors to consider when choosing 

Restoring safety to the jobsite
Ladders and scaffolds have long been the go-to solutions for elevated work 

– they are simple to transport and don’t cost much to purchase or rent. While 

they excel in these areas, ladders and scaffolds continue to lag in one major, 

and potentially costly, area: safety. By Justin Kissinger, marketing manager 

at Hy-Brid Lifts. 

SAFETY 

Low-level-access scissor lifts can be 
pushed and, with some models, driven to 
the next location. 
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a ladder and setting it up for optimum 
safety. Unfortunately this knowledge is often 
overlooked and not communicated to users, 
making the risk of falls a very real concern. 
Here’s what all contractors should know.

Ladders come in five duty ratings: Type III 
light duty, Type II medium duty, Type I heavy 
duty, Type IA extra heavy duty and Type 
IAA extra heavy duty. Each are designed to 
safely handle a certain amount of weight. 
Exceed that weight and physics kicks in 
with the potential for the ladder to snap and 
cause severe injury. There is a safer way 
for workers to haul themselves and their 
materials to the elevated worksite and that’s 
with a low-level lift. Workers can place 
material on the lift’s platform and move from 
place to place on the jobsite. Some of the 
lifts even feature overload sensors that alert 
the user or limit the lift height if there is 
excess weight on the machine. 

In addition to capacity, height is also a 
critical factor that often gets overlooked 
when selecting a ladder. When it’s too short, 
it’s tempting to stand on the top rungs or 
overstretch beyond the rails, either of which 
can lead to a fall. A ladder that’s too tall is 
more likely to be set up incorrectly against 
a wall and can slip out from underneath a 
worker because there is not enough friction 
to hold it in place. Low-level lifts address QU
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According to data from Liberty Mutual’s 2020 Workplace 
Safety Index, workplace falls to a lower level led to 
US$5,71-billion in direct costs to businesses

These numbers are staggering and one could speculate that 
a fall from a ladder or scaffold is not a matter of ‘if’ it will 
happen, but rather ‘when’

Most falls can be prevented with the right equipment

Low-level scissor lifts, for example, are compact and 
lightweight enough to work on finished floors, drive 
through doorways and take a ride on an elevator, but, 
most importantly, they enhance safety 

Low-level-access scissor lifts offer the same working height as ladders and scaffolds, but with greater convenience and safety features.
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these potential pitfalls by allowing users to 
work as high as 20 feet, ample height for 
reaching almost any job.  

“Most jobs don’t require a working height 
of more than 5,8 m,” says Jason Colby, 
territory manager for ADMAR Supply, a New 
York-based rental company. “That really 
means a 3,7 to 4,2-m platform height is 
sufficient. I often tell customers lower level 
lifts offer a better overall value and are very 
manoeuvrable. And, due to low step heights, 
they also reduce the risk of injuries from 
ingress and egress.”

By eliminating daunting climbs and 
providing a step-in height as low as 
50,8 cm, low-level lifts allow workers to 
quickly relocate without the hassles and 
fatigue of setting up. When projects require 
moving the ladder as work progresses, the 
contractor needs to climb down, fold up the 
ladder, carry it a few feet over, set it back 
up correctly and climb up the rungs to start 
again. This not only is cumbersome and 
time consuming, but it can easily fatigue a 
worker, which increases the risk for falls.

Properly setting up a ladder is challenging 
and leaves a generous amount of room for 
error. OSHA recommends that users ensure 
the top of the ladder extends 0,9 m higher 
than the elevated surface, place it at a 
75-degree angle, and set it one-quarter 
of the working height away from a wall. 
For instance, if the wall’s height is 12 m, 
the base of the ladder should be 3-m feet 
away. It’s often impractical to measure for 
these recommendations – or even have 
room to meet them – on the jobsite, but not 
following that guidance can substantially 
reduce the ladder’s stability. The challenge 
of properly setting up a ladder is likely 
why a growing number of contractors are 
choosing alternatives for their worksites.

“We are starting to see more and more 

of the ‘zero-ladder worksites’ in New York, 
most recently was during a parking garage 
project,” says James Schwartzmeyer, 
foreman at Danforth Mechanical 
Contracting, which rents low-level scissor 
lifts from ADMAR Supply. 

Cutting safety corners for the sake of 
time and effort is also a concern with 
ladder usage. Overreaching can cause 
the ladder to topple over and “walking” 
– shifting side to side to move – can also 
cause it to tip or fold on itself. With low-
level push around lifts, the user brings the 
lift to the ground and pushes the unit to the 
next location. Or, with a self-propelled lift, 
the operator can simply drive to the next 
spot. Most lifts also use counterweights 
and tilt sensors to prevent tipping when 
pushing against the wall with tools.

Some manufacturers will even provide 
custom solutions to address safety issues 
in unique scenarios. Michael Folaron, lead 
foreman at Danforth, recalls working on the 
construction of the new University at Buffalo 
medical facility, where the crew needed a 
safe way to transport pipe from the ground 
to the ceiling. 

“We worked with a low-level lift 
manufacturer to develop a unique pipe rack 
for our lifts that enhanced stability and 
efficiency,” Folaron says. 

Unlike other systems on the market that 
simply weld on top of the lift, disturbing the 
machine’s balance and capability, the custom-
designed pipe rack system was integrated 
into the overall design of the lifts without 
impacting machine stability or safety. 

“The pipe racks were an ideal solution for 
our crew’s overall safety and productivity,” 
Folaron says.

Scaffolds
Scaffolds can provide variable working 

heights and larger elevated platforms, 
which ladders cannot, but they still create 
some of the same safety challenges. 

Just like ladders, scaffold must be set 
up correctly to provide a stable framework 
and prevent collapse underneath the weight 
of workers, tools and materials. Low-level 
scissor lifts are ready to go and leave 
virtually no room for assembly error. They 
also make reaching elevated heights nearly 
effortless. Hauling tools and materials up 
and down scaffold is a challenging and 
dangerous chore that can increase user 
fatigue and lead to more slips and falls. 

Once a worker is on the deck, depending 
on the setup, there might not be anything to 
prevent them from taking a perilous step off 
the side of the platform. Lifts, on the other 
hand, offer a fully encircled platform with 
38- to 42-inch-tall railings and toeboards, 
which protect people below from falling 
tools and materials. 

And just like when using ladders, 
operators using scaffolding are 
still tempted to sacrifice safety for 
productivity. When a scaffold needs to be 
moved, the worker needs to remove the 
deck and in some cases, disassemble and 
reassemble the scaffolding at the new 
location. When a scaffold is on wheels, 
a user might try to “surf” an unsecured 
scaffold over to the new location by 
pulling on objects, such as overhead 
pipes and fixtures, around the work area. 
This takes the operator’s focus off of 
where the scaffold is traveling. And if the 
wheels encounter an object or an uneven 
surface, such as a ramp, the scaffold 
could tip. On self-propelled lifts, the user 
can focus more on the wheels’ path to 
avoid obstacles and uneven work surfaces 
while driving to the next location. Push-
around units have automatic locking 
mechanisms on the wheels to prevent the 
unsafe surfing practice. 

Make safety a priority
The International Powered Access 
Federation recommends that a complete 
jobsite assessment be completed before 
a project begins. This addresses factors 
such as how people will gain access 
to the project, its scope and size, and 
the working environment. Only after 
they’ve completed the assessment should 
contractors and project managers select 
the right tools and equipment for the job.  

The first step to enhancing elevated 
worksite safety is awareness. Know where 
the risks lurk, understand why they are 
there, and then face them head on. Ladders 
and scaffolds pose some of the greatest 
risks for injuries on jobsites, but with low-
level lifts, safety can easily be restored. b

Low-level scissor lifts are ideal for indoor projects, such as electrical installation or drywall 
hanging, because they are easy to manoeuvre, have intuitive controls and, most importantly, get 
you to the right working heights.

SAFETY 
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New innovation patching up South African roads 

New range of small articulated loaders from Bobcat

South African motorists and pedestrians 
alike are acutely familiar with potholes 
and the dangers of road deterioration. A 
sobering statistic reveals that an average 
of 1 000 potholes are reported weekly to 
authorities in Johannesburg alone. 

Shisalanga Construction, a market 
leader in innovative solutions for road 
construction, is tackling the nationwide 
pothole problem with new technologies. 
Its most recent innovation is a prototype 
pothole-patching trailer unit able to 
patch between five and eight tonnes of 
asphalt a day. 

“It’s like transporting a mini asphalt 
plant conveniently hitched to your vehicle,” 
says Lisa Mills, financial manager. “The 
trailer is a packaged unit that has every-
thing one might need to patch up potholes 
successfully.”

Shisalanga’s portable unit significantly 
streamlines the patching process. The com-
pact trailer is able to function with as little 
as three to five workers at a time thereby 
reducing the need for large teams of 
manpower and reducing unnecessary costs. 

The mobility of the trailer also prevents 
the back-and-forward nature of trans-

porting hot mix. If an asphalt 
plant or quarry isn’t readily 
accessible, the costs incurred 
from regularly fetching asphalt 
can be excessive. Shisalanga’s 
portable trailer provides a 
convenient solution: hot stor-
age within the unit can keep 
as much as eight tonnes of 
mix sufficiently warm without 
compromising the quality of 
compaction.

“In time our trailer will 
become a game-changer for 
SMMEs and for municipalities 
who either don’t have easy access to a 
plant or don’t have a massive budget for 
pothole patching,” explains MD Deane 
Koekemoer. 

One concern regarding pothole patching 
is the debris that often gets left behind 
after uplifting asphalt. To curb the issue 
of asphalt debris, Shisalanga’s Pothole 
Patching trailer includes a rejuvenation 
pack to re-use insitu material taken out 
of potholes. This technology recycles and 
extends the life of old asphalt by mixing it 
on site to be used for repaving. 

Bobcat has launched its L23 and L28 
small articulated loaders (SALs), offering 
high lift capacities in confined spaces, 
ease-of-use with simple intuitive controls 
and low ground disturbance for working 
on any terrain. The new SALs continue 
Bobcat’s expansion in the compact 
wheel loader market and confirm that 
the company now has the largest loader 
portfolio of any manufacturer in the 
world. 

Designed and built by Bobcat at the 
company’s North American facilities, the 
new SALs offer impressive stability and 
tipping loads of up to 1,39 tonne. It is 
therefore easy to place loads with the 
SALs over trenches and pavements, a task 
that is further enhanced by the excellent 
all-round visibility on both machines. The 
high lift capacities compared to machine 
weight are ideal for heavy lift and carry 
operations in confined areas. The ex-
tendable boom on the L28 provides more 
options for easy placement of loads and 
counterweight options allow the user to 
customise the capacity to the application.

The machines’ compact size, with a 
width of just over 1 m combined with a 
tight turning radius, allow Bobcat SALs 
to work easily even in tricky and hard to 

reach areas. Despite their robust con-
struction, the SALs are also built to be 
light enough for easy transportation.

Entering the SAL market allows 
Bobcat to extend the breadth and reach 
of its loader range, increasing business 
opportunities for both the company and 
the comprehensive network of Bobcat 
Authorised Dealers throughout Europe, 
the Middle East and Africa. The new SALs 
allow Bobcat to attract more customers 
in the growing landscaping, light con-
struction and municipality maintenance 
markets, as well as powering growth in 
agriculture and horticulture.

John Chattaway, loaders product 
manager at Bobcat, says: “SALs pack a 
serious punch in a compact, lightweight 
package that’s wonderfully easy to 
operate, making them a powerful and 
handy multi-purpose tool for a wide range 
of applications. Both the L23 and L28 are 
25 hp machines with intuitive controls 
that make them ideal for almost any user 
to operate, appealing to an even wider 
customer base and extending the reach of 
Bobcat loader products. 

“The key attributes that SAL users are 
looking for are a high lifting capacity 
coupled with stability and low ground 

Entering the SAL market allows Bobcat to 
extend the breadth and reach of its loader 
range. 

disturbance as these machines are mainly 
used in load and carry applications. Bob-
cat brings to this market the company’s 
years of experience in the loader business 
enabling us to build machines that are 
safe, reliable and very durable. This adds 
up to a quality of machine not matched by 
our competitors.” 

Bobcat SALs are available with canopy 
and cab versions, both specially designed 
to provide extra space where needed for 
easy entry, exit and operator comfort. 
The controls are intuitive for all levels of 
operator experience and an enclosed cab 
and heated seat are available for colder 
climates. b

The portable technology can maintain and elevate the 
temperature of asphalt more consistently than other trailer 
products on the market.

As eco-friendly alternatives to regular 
hot mix asphalt, Shisalanga’s Eco Asphalt 
and Warm Mix Asphalt (WMA) both 
guarantee high performance while simul-
taneously lowering the carbon footprint 
associated with paving. 

Eco Asphalt utilises locally sourced re-
cycled plastic in the binder produces which 
enhances binder properties of the mix. 
WMA reduces carbon emissions as it can 
be paved at lower temperatures while still 
achieving the best compaction to ensure 
longevity of the patch. b
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As mines work to improve the 
safety of their trackless operations, 
the starting point remains a 
detailed risk assessment that 
will guide the correct selection of 
technology and proximity detection 
systems (PDS).

“There have been too many 
examples of mines incurring capital 
expenditure on PDS solutions that 
are not fit-for-purpose,” says Schalk 
Janse van Rensburg, chief technol-
ogy officer (CTO) at Booyco Elec-
tronics. “More careful planning will 
ensure that the solution chosen can 
be well integrated into the mine’s 
operation.”

Janse van Rensburg highlights 
that PDS is a last resort in the risk 
management hierarchy, and that the 
mine safety regulations require a 
proper risk assessment to be done to 
indicate whether and how PDS will 
address the mine’s significant risks. 

Such an assessment needs to 
establish design guidelines for the 
mine, including site requirements 

for TMMs, segregation controls to 
prevent collisions, and operating 
procedures. Three more levels of 
operational discipline control in 
the use of TMMs – the authority 
to operate, fitness to operate and 
operating compliance – must also 
be considered. 

“If interventions at these six 
levels still cannot adequately mit-
igate the significant risk, then the 
mine must move on to consider 
the collision avoidance options at 
levels 7, 8 or 9,” he says. “At Lev-
el 7 the PDS will provide proximity 
awareness by alerting the driver, 
at Level 8 the system will advise 
on action to be taken, and at Level 
9 the system will slow or stop 
the machine through engineering 
control.”

Assisted by the TMM operating 
scenarios outlined by the Earth 
Moving Equipment Safety Roundta-
ble (EMERST), mines must be able to 
provide PDS suppliers with a tabulat-
ed scope of what they require. Once 

Assess risk, plan ahead before deciding on PDS

The Booyco CXS has leveraged technology to achieve new 
levels in safety.

a supplier has provided a credible proposal in response, he 
urges mines to effectively test the solution before making 
a final decision. 

“The process of installing PDS systems in a mine TMM 
fleet, and ensuring that operators use the system well, 
must also be well planned and carefully rolled out,” he 
says. “The Booyco Integrated Approach includes the 
technical collaboration with OEMs and on-mine staff, and 
working closely with operators and management alike to 
ensure their buy in and co-operation.” b

Caterpillar has announced an additional 
1-billion tonnes of material hauled by 
autonomous trucks using Cat MineStar 
Command for hauling, surpassing the 3-billion 
tonnes milestone. The achievement is joined 
by an expansion of the types of commodities 
hauled autonomously across a growing 
number of Cat mining truck class sizes, as 
well as other brands of mining equipment. 

“Since surpassing the 2-billion tonnes 
milestone, we have equipped more mines 
with Command trucks and have established 
the world’s first gold mining application with 
Command for hauling,” offers Jim Hawkins, 
director of Cat MineStar Solutions. “Since 
surpassing 1-billion tonnes, we have ex-
panded our Command fleet by nearly 250%.” 

Caterpillar has Command autonomous 
haulage system (AHS) fleets operating 
across three continents – North America, 
South America and Australia – at 17 mine 
locations, operated by nine different cus-
tomers. Commodities mined using the Cat 
Command include iron ore, oil sands, copper, 
coal and gold. 

Command for hauling trucks now span 
class sizes from 190 to 360 tonnes. The Cat 
line of Command models include the Cat 
789D, 793D, 793F, 797F and the 297-tonne 
794 AC with electric drive. Command 
retrofit kits are available for Cat mining 

Caterpillar surpasses 3-billion tonnes hauled autonomously 

trucks as well as other brands of trucks 
and loading equipment. Since the first 
autonomous Cat trucks were commissioned 
in 2013, these AHS models have travelled 
more than 110-million km, equivalent to a 
minimum-distance, straight-line roundtrip 
journey to Mars, with no lost-time injuries 
associated with automated truck operation.

Customers using Command for hauling 
report significant gains in productivity and 
truck utilisation rates with lower costs per 
tonne. Customers have seen up to 30% 
higher productivity. 

“We continue to decrease the time be-
tween our major milestone targets because, 
from initial contract to full deployment, we 
constantly improve Command implemen-
tation efficiency. Consistent with previous 
milestone trends, we anticipate crossing the 
4-billion tonnes threshold at even a faster 
pace than achieving 3-billion tonnes,” says 
Marc Cameron, vice president, Caterpillar 
Resource Industries. “Looking forward, we 
are planning the expansion of Command for 
hauling to include our 140-tonne class Cat 
785 mining truck.”b

Caterpillar has Command autonomous haulage system (AHS) fleets operating across 
three continents – North America, South America and Australia. 
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Volvo FM wins Red Dot Award for outstanding design quality

TATA’s commercial vehicle asset finance solution for SA

Volvo Trucks’ new Volvo FM model has won 
the Red Dot Award 2021 in the Product 
Design category for commercial vehicles. 
Volvo Trucks South Africa launched the new 
FM, along with the new FH16, FH and FMX 
ranges, in the country earlier this year.

The Red Dot Award is an international 
design competition founded more than 60 
years ago. Excellent design is selected 
by expert juries in the areas of Product 
design, Communication design, and Design 
concepts, and products from more than 60 
countries took part in the 2021 competition.

The distinction “Red Dot” has become 
established internationally as one of the most 
sought-after seals of quality for good design. 
The award competition started at Design Zen-
trum Nordrhein Westfalen in Essen, Germany 
back in 1955. Today’s Red Dot Jury comprises 
some 50 international experts.

The new Volvo FM has been designed 
with an uncompromising purpose: To be 
the optimal work tool for a wide range of 
transport assignment, with the driver always 
the primary focus.

Volvo FM’s development followed exten-
sive surveys and customer interviews which 
confirmed the importance of the driver’s con-

tribution to transport companies’ profitability 
and image. The design team therefore set 
out to design the best mobile office in the 
industry, resulting in a versatile truck that is 
agile, spacious, and most importantly safe 
and comfortable for all drivers. 

“The Red Dot award is a great acknowl-
edgement of the creative work of the Volvo 
Trucks design team. The award highlights a 
well-balanced Volvo FM, creating business 
value with this desirable truck. By purpose-
ful design of the Exterior, Interior and User 
Experience, we are improving the daily lives 
of our drivers and keep our society running,” 
says Carin Larsson, Volvo Trucks Chief 
Designer UX. 

The new Volvo FM offers numerous 
innovations that combine to deliver a higher 
level of comfort, safety, and productivity. 
Examples include the spacious new cab and 
improved visibility by using a lowered door 
line, as well as new rear-view mirrors and 
an optional passenger corner camera that 
gives a complementary view of the side of 
the truck. The Volvo FM can also be tailored 
to enable significant fuel and CO2 savings.

The interior is highlighted by a new 
dashboard and a dynamic 12-inch high-res-

Doing business in Africa requires a shift 
from a typical mindset, and while the 
word ‘risk’ is taboo among the world’s 
most prominent money lenders, there 
are ways to strategically mitigate 
uncertainties when it comes to credit in 
African markets.

Based on Tata International Africa’s 
successful retail finance solution in African 
countries including Tanzania, Kenya, 
Nigeria, Ghana and Zambia, the group has 
now made its unique retail finance offering 
available in South Africa.

“The financing of heavy commercial 
vehicles, construction equipment and agri-
cultural machinery presents its own unique 
set of challenges in Africa. The introduc-
tion of a captive retail finance solution has 
afforded some leeway in the way credit is 
provided,” says Len Brand, CEO and MD of 
Tata International Africa. “We have now 
applied our successes across the continent 
to bring/offer a unique solution in the 
South African market.”

AFCL was established to provide short 
to medium repayment terms for customers 
acquiring assets from TATA distributors and 
dealers. With its understanding of cus-
tomers’ needs, AFCL offers convenient and 
flexible solutions and finance products, spe-

cifically designed to address the challenges 
of securing finance, with the added benefit 
of a quick response time.

“Our new finance offering is based on the 
fact that traditional lending models don’t 
always support good opportunities for growth 
in African markets. We now have a solution 
that comprises products with the ability to 
finance them, making this a compelling prop-
osition for businesses in Africa,” adds Brand.

AFCL is the exclusive and preferred credit 
provider to Tata International Africa, offering 
a wide range of finance solutions including 
leases to acquire a wide range of vehicle 
types. As an independent captive funding 
house, AFCL’s focus is on financing Tata and 
Daewoo trucks and buses. 

The company prides itself on setting an 
industry standard by providing a fast and 
simple application process with flexible pay-
ment terms for its customers. AFCL aligns its 
financing solution with the customer’s needs 
by offering affordable repayment terms that 
fit the cash flow cycle of that customer. “It is 
not a one size fits all approach,” says Brand.

“We are obsessed with serving our 
customers and helping to solve problems,” 
says Brand. “Our policy of deep customer 
understanding and delivering customer 
value defines the way we do business. Our 

Based on Tata International Africa’s 
successful retail finance solution in African 
countries including Tanzania, Kenya, Nigeria, 
Ghana and Zambia, the group has now made 
its unique retail finance offering available in 
South Africa.

resourceful team is willing to go the extra 
mile to deliver proficient services. Because 
access to credit is restricted, we support 
customers in overcoming this obstacle 
by providing easy application and credit 
processes with novel, flexible repayment 
structures.”

Great companies are built on integrity 
and trust, says Brand. “We are innovative 
thinkers, delivering dynamic and dependable 
repayment solutions, together with account-
ability and reliability.” b

Volvo Trucks South Africa launched the new 
FM in the country earlier this year.

olution instrument display. The user-friendly 
interface is designed to simplify the driver’s 
interactions and minimise distractions when 
accessing critical information, and is ready 
for future updates and connected services.

The exterior design of the Volvo FM 
emphasises its versatility for different 
applications. The cab has a new aerody-
namic shape with clean, distinctive lines. 
The V-shaped headlamps generate instant 
recognition, and the design of the robust 
front grille gives the vehicle a bold, confi-
dent look. b
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Machinery breakdown – is your business 
covered?

Machinery breakdown 
insurance cover is designed 
to provide indemnity for 
sudden and unforeseen 

physical loss or damage to insured 
machinery.

Whilst a standard assets policy 
provides cover for damage to property 
arising from perils such as fire, storm, 
flood, theft or malicious damage, 
machinery breakdown insurance is 
intended to cover the risk of damage 
to machinery arising from its own 
mechanical breakdown.  It is critical, 
therefore, for any business that relies on 
specialist machinery to have adequate 
machinery breakdown insurance in place.

An assets policy may be structured as a 
composite policy with separate sections 
that provides for specific machinery 
breakdown and electronic equipment 
breakdown sections in addition to the 
standard property damage section.  The 
business interruption section of such 
a policy would usually be triggered 
in the event of damage to property 
whether arising in terms of the general 
property damage section, the machinery 
breakdown section or the electronic 
equipment breakdown section of the 
policy.

The adequacy of the sums insured in 
respect of each section of the policy is 
important, as the severity of business 
interruption losses following a machinery 
breakdown event can be just as 
devastating as the losses following an 
event such as a fire.

What is meant by sudden and unfore-
seen physical loss or damage?
The ‘sudden and unforeseen‘ requirement 
in a typical machinery breakdown policy 
often poses challenges in circumstances 
where a post-loss investigation reveals 
that even though the breakdown event 
itself may have occurred suddenly and 
was unforeseen from the insured’s 
point of view, the breakdown was due 

If your business relies on high value or specialist machinery in its daily operations and service/product delivery, the 

breakdown of such machinery can incur significant losses – not only from a repair or replacement perspective, but 

also in terms of business interruption losses and reputational damage incurred during down time. By Garth Rowe, 

principal claims officer at Aon South Africa.

to a gradually developing process or 
deterioration that the insured may not 
even have been aware of until the actual 
breakdown occurred.

There are many other examples of 
machinery breakdown failures where 
the manifestation of the damage may 
have been sudden but when the cause 
was investigated it turned out that the 
damage was caused by a gradually 
developing condition that inevitably led 
to a mechanical failure. Metal fatigue 
failure, for example, is sometimes 
associated with the formation and 
propagation of cracks due to a repetitive 
or cyclic load placed on a structure over 
time.

Managing the risks associated with 
machinery breakdown
The implementation of a sound 
engineering risk management program 
that can anticipate and mitigate the risk 
of machinery breakdowns, compliments 
your machinery breakdown insurance and 
will address the challenges identified 
above. 

Depending on the circumstances, the 
various risk management strategies 
and techniques could range from simple 
visual inspection programs to more 
sophisticated pre-emptive analysis, for 
example, using thermographic testing 
or ultrasonic/X-ray inspections. Such 
programs could assist in predicting 
machinery breakdown failures and allow 
businesses to take the necessary steps to 
avoid or reduce the risks associated with 
gradually developing mechanical failures.

The value that an expert broker 
brings in the field of business insurance 
comes to the fore when addressing 
the risks faced by your business from 
every possible angle. The long-term 
sustainability and protection of a 
business enterprise is critical, making 
it important to understand exactly what 
your insurance and risk management 
programme covers. b

Garth Rowe, principal claims officer at Aon 
South Africa.
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