







































































towards higher platform capacities. “Higher platform
capacities, such as the XC and J series, are enhancing
productivity,” Damant notes.

By enabling operators to carry more equipment and
materials, these machines reduce the need for additional
lifts, streamlining workflows, and improving overall
efficiency.

Battery technology is also playing a crucial role in
this evolution. “The adoption of lithium-ion batteries in
electric machines, featured in our Next-Gen scissor lifts
and hybrids, enables faster, opportunistic charging and
reliable operation even in extreme temperatures,” Damant
explains.

Lithium-ion technology offers several advantages over
traditional lead-acid batteries, including longer lifespan,
reduced maintenance, and the ability to charge quickly
during short breaks in operation. This makes it particularly
well-suited to demanding work environments where
downtime must be kept to a minimum.

Raising the standard
As the working at height sector continues to evolve, it is
clear that equipment innovation, technological integration,
and a stronger focus on safety are raising the standard
across the industry.
For contractors, this means greater access to machines
that are not only more capable but also safer and
more efficient. For equipment providers, it presents an
opportunity to lead the way in education, support, and
innovation, ensuring that all users, regardless of their
experience level, can operate at the highest standards.
“Ultimately, adapting to regulatory and safety
requirements starts with us,” Damant concludes. &
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South Africa’s truck sector navigates
cost, competition, and a cautious electric

fu t u r e Capital Equipment News’ Juanita Pienaar spoke with Philip Kalil-Zackey, Head of Truck Sales &
Product at MAN Truck & Bus South Africa; ltumeleng Segage, General Manager of Hino Sales; and

Olaf Petersen, Vice President: Sales & Marketing at Daimler Truck Southern Africa, to unpack the
shifting landscape of heavy commercial vehicles in the country. Their combined insights paint a
picture of an industry balancing rising operational strain with rapid technological advancement and a

measured transition towards alternative powertrains.

Mounting pressure on operators of MAN. Compounding this are quality Hino’s Itumeleng Segage expands
Across South Africa, heavy commercial concerns. “Fuel quality inconsistencies on the breadth of these issues. “The
vehicle operators are navigating a increase maintenance needs such as pressure on operators is coming from
tightening operating environment, fuel decontamination and more frequent several places at once,” he says. “Fuel
where costs are rising, and reliability is filter replacements.” remains one of the biggest cost drivers,
becoming harder to maintain. Infrastructure adds another layer and diesel increased again in March
At the core of these pressures of complexity. “Poor road conditions 2026, which immediately squeezes
is fuel. “Fleet operators are under accelerate wear and tear, impacting margins.”
mounting pressure from fuel pricing, uptime and repair costs,” he explains, Operational risk is also increasing.
which affects operating costs of their highlighting a challenge echoed across “Operators are dealing with cargo
businesses,” says Philip Kalil-Zackey the sector. hijackings and theft, more complex
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Segage emphasises the importance of
aligning vehicles to operational needs. The
rst question is always tness for purpose.

The truck must match the load, route, body

application, and duty cycle.

criminal tactics, and ongoing admin and
regulatory hurdles around licensing,
permits, and enforcement,” Segage notes.
Infrastructure, once again, remains a
critical concern. “Road deterioration,
congestion, and broader freight logistics
bottlenecks all raise operating costs and
reduce reliability.”

From Daimler Truck Southern Africa’s
perspective, these pressures are
influencing buying behaviour. “We
saw the HDT market decline begin in
2024, with many customers delaying
fleet renewals as economic pressures
intensified,” says Olaf Petersen.

This shift has had broader
consequences. “Lower-priced new
entrants gained traction, disrupting not
only the new-truck segment but also
reshaping the used-truck market,” he
explains. “This shift has fundamentally
altered the competitive landscape and

Across South Africa, heavy commercial vehicle operators are
navigating a tightening operating environment, where costs
are rising, and reliability is becoming harder to maintain.

While external pressures mount, innovation in the HCV
sector continues to accelerate, with a clear emphasis on
ef ciency, safety, and connectivity.

Poor road conditions accelerate wear and tear, impacting
uptime and repair costs and highlights a challenge echoed
across the sector.

For the transition to alternative powertrains to succeed,
structural enablers must fall into place.

accelerated price pressure across the
industry.”

Petersen believes adaptation will
be key moving forward. “The biggest
challenge for 2026 will be to reset
and fully adapt to these new market
dynamics.”

Technology driving efficiency

While external pressures mount,
innovation in the HCV sector continues
to accelerate, with a clear emphasis on
efficiency, safety, and connectivity.

At Daimler Truck Southern Africa,
these developments are framed within
a broader strategic goal. “The main
trends in the commercial vehicle market
always all ladder back to reducing Total
Cost of Ownership and driving long-term
sustainability,” Petersen explains.

This includes “cleaner, more efficient
engines with lower fuel consumption
and maintenance costs” and “advanced
telematics that enhance fleet visibility
and reduce downtime”. He also highlights
“increasingly connected and digital
fleet tools that optimise routing and
servicing” alongside “the early adoption
of automation and Advanced Driver
Assistance Systems to improve safety and
operational efficiency.”

MAN’s latest developments also reflect
this trajectory. “Vehicles themselves
are becoming more intelligent with
more driver and safety assistance
systems to assist with safety and vehicle
performance,” says Kalil-Zackey.

The recently launched TGX 26.520
exemplifies this shift. “This vehicle
gives more uninterrupted torque at lower
RPMs,” he explains. “The new driveline
gives operators significant fuel savings
through the engine’s improved thermal
efficiencies and lighter weight axles.”

Digital intelligence is playing a
growing role. “EfficientCruise uses a
topography-based gearshift strategy to
determine the correct gear according to
the predicted terrain,” he adds. “These
new technologies, along with improved
aerodynamics of the cab, improve the
overall efficiency of the vehicle.”

Safety enhancements are equally
prominent. “New safety features like EBA
Plus with pedestrian detection and VSC
keep cargo and road users safe.”

Hino is seeing similar trends across
its customer base. “The sector is
moving toward smarter, safer, and
more connected trucks,” says Segage.
“Telematics is becoming standard
because operators want real-time
visibility on fuel use, driver behaviour,
maintenance, and uptime.”
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Itis realistic in some applications, but not
yet across the board. Electric trucks are
currently best suited to urban, depot-based and
predictable route operations.

ltumeleng Segage, General Manager
of Hino Sales.

The most critical development needed is faster
policy progression, especially around fuel
standards and new emissions regulations.

Philip Kalil-Zackey, Head of Truck
Sales & Product at MAN Truck & Bus
South Africa.

The main trends in the commercial vehicle
market always all ladder back to reducing
Total Cost of Ownership and driving long-term
sustainability.

Olaf Petersen, Vice President: Sales &
Marketing at Daimler Truck Southern
Africa.

Advanced safety systems are becoming
a key differentiator within extra heavy
vehicles such as the Hino 700. “On the
vehicle side, advanced driver assistance
systems are becoming more important,”
he notes. “Features such as a pre-collision
safety system, adaptive cruise control, and
lane departure warning show where the
market is heading.”

Rethinking value in fleet investment
With margins under pressure, operators
are becoming more discerning in how they
evaluate new vehicle investments. The
focus is shifting from upfront price to long-
term value.

Segage emphasises the importance of
aligning vehicles to operational needs.
“The first question is always fitness for
purpose. The truck must match the load,
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route, body application, and duty cycle,”
he says.

From there, total cost of ownership
becomes central. “Fuel consumption,
service intervals, parts pricing, warranty,
uptime support, and resale value all
matter,” he explains. Safety technology
is increasingly important. “Telematics
has become a serious investment factor
because it helps operators manage
utilisation, maintenance, and fuel more
effectively.”

Support infrastructure can ultimately
determine a fleet’s success. “In South
Africa, dealer support and parts
availability are critical,” Segage adds.
“A cheaper truck is not a better truck if it
stands still.”

MAN is responding with a broadened
aftersales approach. “MAN is continually

expanding its parts and support
ecosystem to improve uptime and manage
costs,” says Kalil-Zackey.

This includes a diversified parts
strategy. “Alongside OEM original
components, MAN now offers
remanufactured parts, locally sourced
Line 360 components, and even certified
used parts from dismantled trucks,” he
explains. This helps operators “absorb
currency volatility and supply chain
disruptions.”

The reality of electrification

As global momentum builds around
electric mobility, South Africa’s HCV
sector is taking a pragmatic approach to
adoption.

“At MAN, electric propulsion will grow,
but uptake will differ by application,” says
Kalil-Zackey. Diesel, he notes, remains
essential. “In the short to medium term,
diesel will remain dominant, especially
for long-haul operations, where charging
networks and vehicle range are still
limiting factors.”

However, certain segments show
promise. “Urban buses and local
distribution fleets present strong near-
term opportunities,” he says. “These
vehicles typically return to a single
depot, making charging infrastructure
affordable.”

South Africa’s energy profile could even
offer advantages. “The country’s abundant
daytime solar potential makes depot
charging both viable and cost efficient.”

From Daimler Truck Southern Africa’s
perspective, electrification is inevitable
but dependent on collaboration. “Battery-
electric vehicles will play an important
and growing role in the future commercial
vehicle landscape,” says Petersen.

Yet, he cautions against
oversimplification. “Electric trucks
are not a single, universal solution
for every application.” Their success
depends on broader system readiness.
“The successful introduction of electric
heavy vehicles depends heavily on
the development of suitable charging
infrastructure, energy availability, and grid
stability.”

Crucially, this is not an isolated
effort. “It requires coordinated effort
across OEMs, policymakers, energy
providers, fleet operators, and industry
associations,” Petersen adds.

Hino shares a similarly measured
outlook. “It is realistic in some
applications, but not yet across the
board,” says Segage. Electric trucks are
currently best suited to “urban, depot-



based and predictable route operations”.

Barriers remain significant. “Electricity
constraints, policy and regulatory
uncertainty, limited availability of fit-for-
purpose products, high upfront pricing,
and even weight and length regulations”
all slow adoption. As a result, “the
transition is happening, but it will be
gradual and application specific rather
than a sudden full market shift.”

Building the road ahead

For the transition to alternative
powertrains to succeed, structural
enablers must fall into place.

Policy reform is a priority. “The most
critical development needed is faster
policy progression, especially around
fuel standards and new emissions
regulations,” says Kalil-Zackey. With
cleaner fuels expected from 2027, South
Africa could “realistically adopt Euro
5 or Euro 6 technology without major
barriers.”

Infrastructure investment is equally
vital. “Significant investment in charging
infrastructure, especially along long-
distance corridors, is essential,” he notes.

There is also a broader call to support
local industry. “A more level competitive
playing field, prioritising locally
produced vehicles for public-sector
procurement, would help ensure OEMs
can continue investing in advancing
technology and more R&D for the local
market.”

Petersen reinforces the importance of
collective action. “Unlocking the potential
of battery-electric trucks will demand
collaboration, investment, and long-term
planning across all stakeholders,” he
says.

A sector defined by adaptation

South Africa’s heavy commercial

vehicle sector is undergoing a period of
recalibration. Operators are contending
with rising costs, infrastructure decline,
and evolving risks, while OEMs continue
to push the boundaries of efficiency,
safety, and connectivity.

At the same time, the path towards
electrification is becoming clearer, albeit
slower and more nuanced than in other
markets.

What emerges is an industry defined
not by disruption alone, but by adaptation.
Success will hinge on the ability to
balance immediate operational realities
with long-term strategic shifts, ensuring
that every investment, whether in diesel
or electric, delivers measurable value in
an increasingly complex landscape. &
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Used Equipment

Juanita Pienaar spoke with David Lawry, Owner of Machinery for Africa,
to explore how contractors are navigating the shifting economics of

equipment procurement in a constrained and uncertain market.

Why used makes sense

Across Southern Africa and beyond, the rising cost of capital equipment is
fundamentally reshaping procurement strategies. For many contractors and mining
operators, the decision is no longer simply about acquiring the latest machine; it is
about survival, cash flow, and return on investment.

“The main factor on equipment is price,” says David Lawry. “This equipment is
expensive, and especially when mines or contractors are trying to purchase a fleet
of equipment, the barriers to entry are high.”

The high upfront costs are compounded by long lead times for new machinery,
particularly in the mining sector. Lawry notes that for large-scale assets such as
“150-ton-plus excavators or big mining trucks, lead times can stretch to up to two
years or so to get a machine.”

In a volatile global environment, this delay introduces signi cant risk. “Waiting for
two years for a machine to come through, with currency and mineral price uctuations
and the political landscape, causes uncertainty and instability,” he explains.
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Waiting for two years for a machine to come
through, with currency and mineral price
fluctuations and the political landscape, causes
uncertainty and instability.

David Lawry, Owner of Machinery for

This combination of high capital outlay,
long procurement cycles, and economic
uncertainty is pushing buyers toward
late-model used equipment - machines
that offer immediate availability
and significantly lower investment
requirements.

Balancing cost and productivity

One of the central considerations in

the used-versus-new debate is whether
older machines can deliver comparable
productivity. Increasingly, the answer is
yes, particularly when buyers target low-
hour or well-maintained units.

Lawry points out that the market offers
a wide spectrum of used equipment
options, from “really low-hour machines
that have come out of rental fleets to
machines that have been completely
rebuilt and fitted with new components
from the original manufacturers.”

These options allow contractors to
match their operational needs and

nancial capacity. Larger, well-established
companies may still favour new equipment,
while mid-tier contractors often opt for
premium used machines.

“Because of their expertise, their
knowledge, and their cash flows, they
can afford to buy the better quality used
equipment, either low-hour ex-rental fleet
machines or completely rebuilt machines
and they operate very successfully with
that equipment,” he explains.

At the entry level, smaller contractors
and artisanal miners prioritise
affordability above all else. “They need
cheap, and they just want to get in,” says
Lawry. “They don’t want to spend a lot
of money on equipment and often, they
don’t have the resources to.”

Understanding “low hours” and
lifecycle value

A critical factor in assessing used
equipment is the concept of machine
hours, which varies signi cantly depending
on the size and type of equipment.

Africa.

“For a 20-ton excavator, 3 000 to 5 000
hours is a low-hour machine,” Lawry
explains. “But on a 100-ton + dumper,

15 000 hours is not a lot; those machines
are designed to work for 80 000 to
100 000 hours.”

This highlights an important point: the
true value of a used machine lies not just
in its age, but in its remaining lifecycle
and maintenance history.

Component replacement also plays a
key role. “If a final drive was replaced
2 000 hours ago, you know you've got at
least another 10 000 hours left on that
component,” he says.

Such insights allow buyers to make
informed decisions based on long-term
performance rather than headline price
alone.

Assuring quality from inspection to
certification

As demand for used equipment grows,
so too does the emphasis on quality
assurance. Buyers are increasingly
seeking transparency and reliability,
particularly for high-value assets.

Lawry outlines a comprehensive
approach to machine evaluation, including
physical inspections, service record
analysis, and oil sampling. “You check
for oil leaks, smoke from the engine, and
the general condition of the machine,” he
says. “Then you check the service records,
because these machines should have
proper histories.”

Advanced diagnostics, such as oil
analysis, can reveal internal wear. “If
anything is breaking down, you’re going
to have metal particles in the oil; it's a
telltale sign,” he explains.

For more detailed assessments,
Technical Analysis (TA) reports are used.
“A TA2 is a comprehensive technical
analysis of the machine.”

This level of scrutiny is particularly
valuable for cross-border transactions,
where physical inspection may not be
feasible.
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USED EQUIPMENT

Unlocking access to equipment through
financing

While used equipment reduces upfront
costs, financing remains a key enabler,
particularly in markets where access to
capital is limited.
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Lawry notes that financing options
for used equipment are expanding.
“We've got some companies on board
that are prepared to offer finance on this
equipment in South Africa and Namibia,”
he says.

Digital platforms are also streamlining
the process. “Clients can complete their
applications electronically, and the
finance house can give an in-principle
answer quickly.”

However, challenges remain in certain
regions. “It's difficult to get finance
facilities in Mozambique, Zambia, and
Congo,” he admits, adding that expanding
access to finance will be critical for future
growth.

Market dynamics and regional demand
Demand for used equipment is closely
tied to broader economic and commodity
trends. In the mining sector, rising prices
for gold, copper, and lithium are driving
increased activity.

“The surge in gold and copper prices
has definitely boosted mining activities,”
says Lawry. “Especially among smaller
operators who can mobilise quickly.”

Geographically, this activity is
concentrated outside South Africa.
“There’s a lot of activity in Zimbabwe,
Zambia, Congo,” he notes.

At the same time, infrastructure
investment is supporting demand in
the construction sector. “The road
construction sector in Southern Africa is
doing pretty well,” he says. “There’s a
lot of money being spent on roads, and
demand for pavers, milling machines,
rollers, and recyclers is strong.”

However, global uncertainties continue
to influence the market. Currency



fluctuations, fuel prices, and geopolitical
tensions all play a role in shaping
purchasing decisions.

“If diesel prices surge, it’s definitely
going to impact the mining sector,
particularly the small-scale miners,”
Lawry warns.

Competition and changing market
structures

Another notable trend is the growing
presence of lower-cost equipment from
emerging manufacturers, particularly
from China.

“Chinese equipment is cheaper than
the traditional OEMs,” Lawry observes.
“Owners are under pressure to get the
job done; they just want a machine, they
don’t care what they’re going to get for it
in five years’ time.”

While this introduces new competition,
it also reinforces the value proposition
of high-quality used equipment from
established brands, which offer

proven reliability and better long-term pipelines remain uncertain, the appeal outlay, and manage risk. Late-model
performance. of used equipment is set to grow even used machines, particularly those backed

further. by robust inspection, certification, and
What this means for the market For contractors, the equation is clear: financing, are increasingly ticking all the
As economic pressures persist and project maximise productivity, minimise capital right boxes. &

PREMIUM PRE-OWNED EQUIPMENT.
SERVING AFRICA'S GROWING INFRASTRUCTURE.

MACHINERY

Machinery \frica is the leading provider of
used plc:nt equment to the surface mining &
road construction sectors.

Are you in the market for:

= Scan the QR Code to
see our latest machines.

() +2783 6253695

1) www.machineryforafrica.com
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OPINION

MARKETS

INUNCERTAIN

Sub header: Uncertainty has become a de ning feature of modern leadership.

From global supply chain disruption to economic volatility and rapid technological

change, leaders are increasingly required to make decisions without perfect

information. By Brian Andrew, Managing Director, RS South Africa

esearch from McKinsey shows

that more than 83% of exec-

utives believe their organisa-

tions are not fully prepared
for future disruption. This reality places
resilience at the centre of effective
leadership.

Resilience is often misunderstood as
simple endurance or the ability to push
through pressure. Over time | have come
to see it differently. Resilient leadership is
about clarity, discipline and the ability to
adapt while remaining anchored to a long-
term strategy.

Interestingly, many of the lessons that
shaped my perspective did not come from
the boardroom but from endurance sport.

Lessons from endurance sport
Endurance sports provide a powerful
parallel to leadership in uncertain
markets.

Preparation is essential but control is
limited. You can train carefully and plan
your strategy yet once the race begins
conditions inevitably change. Weather
shifts. Mechanical issues arise. Your body
responds differently on different days.

Business operates in much the same way.
Markets shift, competitors respond and
external pressures emerge.

What separates strong competitors from
the rest is not the absence of problems but
how quickly they regain composure and
move forward.

Leaders who remain calm and focused
when circumstances change create stability
for the people around them.

Leading through uncertainty
Periods of uncertainty often tempt leaders
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Brian Andrew, Managing Director, RS South
Africa

into reactive decision-making. When
pressure increases, it becomes easy to
focus on short-term fixes rather than long-
term direction. One of the most important
disciplines in leadership is the ability to
pause before reacting.

When the environment shifts rapidly,
| often return to three guiding principles:
clarity of purpose, ownership, and simplicity
in execution. Clarity ensures leaders remain
anchored to long-term strategy.

Clarity emerges when complexity is

reduced and decisions are guided by
purpose rather than panic.

Building resilient teams

Resilience is not only an individual
capability. It must also exist across the
organisation. Resilient teams are built on
trust, clarity, and shared responsibility.
Trust allows people to speak openly about
challenges and mistakes. Clarity ensures
the team understands its mission. Leaders
must also model resilience..

Discipline creates stability

Endurance sport also reinforces the value
of discipline. Performance comes not

from motivation alone, but from routines,
preparation, and showing up consistently.
Structured habits such as planning,
reflection, and communication reduce
uncertainty and allow teams to focus their
energy effectively. Over time, disciplined
leadership builds confidence and trust.

A perspective for South African leaders
South African business leaders operate

in a uniquely dynamic environment.
Economic pressures, infrastructure
constraints, and global shifts require
organisations to remain adaptable

while maintaining long-term focus. Yet
uncertainty also creates opportunity.
Organisations that invest in strong
leadership, healthy cultures, and
disciplined execution are better positioned
to navigate disruption.

Leadership is about how you show up
Resilience is not about having all

the answers. It is about showing up
consistently, taking responsibility and
helping teams move forward when the
path ahead is unclear.

Leadership, much like endurance sport,
is rarely de ned by perfect conditions. It
is de ned by preparation mindset and the
ability to keep moving forward.

In uncertain markets the organisations
that succeed will not necessarily be those
that predict the future perfectly. They will be
the ones that remain disciplined, adaptable
and focused on long term value creation.&
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