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ucking the trend s not unusual
for leading industrial equipment

supplier Goscor. During the past

| two years, while many of its competitors

struggled, the group managed to grow its
turnover to just under R500-million and

| expanded its workforee by more than
[ 20%, 1o 280 people.

Highlighting the general buoyancy of

| the group, CEO Neil Wilson says that he

expects significant growth from all
business units in the next three to five years.

“We plan to double turnover to
R1-billion in this period, while acutely
understanding the need to maich this
growth with the requisite capacity to
support our customers at the world-class
levels they are used to,” Wilson says.

He adds that there is no reason why the
group should not accomplish this aim, as
the important business fundamentals are
entrenched in the culture of the organisa-
tion.

One of these flundamentals is Goscor's
emphasis on strong relationships. From
day one, Goscor has viewed business as a
three-way partnership between itsell, its
people and its suppliers and customers,

Apart from its many satisfied customers,
one of the important results of this
philosophy is its long-standing and unusaally

| close relationships with its suppliers.

The business started in 1984 with Crown,

Tennant and Robin Engines (now Subaru)
and, 26 years later, these high-quality

MNEIL WILSOMN
Expects significant growth from all Goscor business units within the next few YEArs

brands are still with Goscor, having been
joined by other world leaders such as Esab,
Doosan, Elgin, Ghibli, Meiwa and Sullair,
besides others.

Another of these fundamentals is service.
*Having these brands in our stable is

obviously crucial, but we understand that |

a great product is just the starting point.

“It is the quality of service that we
provide around the products that really
differentiates us from the pack, and we
have been successful in providing a world-
class service to our customers, both during

= To page 4

Mo Lefler waoy Ta Exiprana i1

LAk fairt T IaF

Spedialists in over-night express road freight between Johannesburg, Durban,
Richards Bay, Ladysmith, Piet Retief, Vryheid, Pietermaritzburg & Port Shepstone

Branches in:

+ lohannesburg - Durban - Richards Bay - Ladysmith - Newcastle « Vryheid « Nelspruit

Contact: Vaughn Raath

Tel: 011 397 B365/6/7 - Fax: 086 589 3206 -

Email: vaughn@zultrans.co.za




THE BEST
JU,_ST GOT BETTER

op Trusted Equipment Solutions S

From our humble beginnings
26 years ago, the Goscor
Group of Companies has

grown ten-fold and is now a

recognised & highly regarded

G name in the industry

|mm( | o r.:-.ym St m|m(]w& |£‘R¢

Through our & business units, we provide quality equipment from world-leading
brands for the following applications:

+ Materials Handling
Industrial Cleaning

*

= Cutting and Welding
* Construction

* Compressors

* Equipment rental

D S  EMGIN flepie  ammaoss  ¢Dsulair  CEETTL

VBRACON Demn meiwa & Bondt cnoun 2Zm

We are delighted to be part of the Imperial Group

GROUP OF
@ COMPANIES AR i aeiiiebe

Trusted Equipment Solutions wiart IMPERIAL ™




GOSCOR CORPORATE PROFILE|
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and after the sale, consistently over the
years,” Wilson says,

Specialisation and focus are also part
of the company’s fundamentals.

“To give a good service on a Robin
Subaru engine, a Doosan forklift, an
Esab welding machine or a Tennant
industrial cleaner, our customers need
to deal with experts in these fields.”
Wilson says,

For this reason, the company is split
| into specialist business divisions -
| namely Goscor Cleaning Equipment,
| Goscor Lift Truck Company, Goscor Arc
Welding, Goscor Power Products, Goscor
Rental Company and, most recently,
Goscor Compressed Air Systems.

“A parts manager, for example, was
previously expected 1o know every-
thing about all parts across the board.

“Mow each business unit concen-
trates solely on its own products, thus
allowing specialisation, which has been
a key to our success.

“We will continue to give our
customers the best long-term service,

“We are not interested in cutting
uplront costs just to get a deal and we
are in partnership with our customers
for the long haul.

“That is why we are interested in
saving them money over the life cyele
of our products. We achieve this by
providing the best products and the best
after-sales systems and service over the
life of the product, and this is how we
have created real value and how we will
continue to do o is in good times and in
recessionary times,” says Wilson.

Beating the Recession

Wilson says that, besides adhering to the
basics, which always helps in difficult
economic times, Goscor’s long-lerm
approach to business is matched by many
ol its key customers, which has served
Goscor well

“These are businesses that use
recessionary conditions to plan and
prepare [or the inevitable upswing.

“For example, 4 number of our customers
are large retailers, who take advantage
of less frenetic times to plan or build new
warehouses and then order equipment
from us well in advance, as they under-
stand the time constraints involved in
building tailor-made machines to fit their

| stringent requirements,” Wilson Sy,
| He says that stock control is also key
in o recession.

“Low stock levels can affect the closing

| of deals, while too much stock can place
L e

4

DIVERSE BUSINESS UNITS
Medl Witson with a Doosan forklift, supplied by Goscor Lift
Truck Company

terminal strain on a business, One of our
undoubted strengths has been our ability
to maintain a careful balance between
fiscal discipline and ensuring that there is
sulficient stock to meet customer demand,
“It is at times like these, when the
process of getting the right amount of

stock at the right times is business critical,

that we appreciate the excellent relation-
ships that we have with our suppliers. The
importance of this simply cannot be over-
emphasised.

“Finally, there is nothing like excellent
and dedicated employees and ours have
truly proven the adage, "When the going
gets tough. .

“They have been critical in delivering
the level of after-sales service and support
and maintaining our competitive edge.
Attracting, developing and retaining our
employees are certainly of our greatest
strengths and challenges into the future,”
Wilson says.

Acquired by Imperial
Recently Imperial Holdings, through its
subsidiary, AMH, acquired a majority
sharcholding in Goscor.

AMH CEO Manny de Canha says that
Goscor's strong presence in the

industrial equipment market is a
perfect strategic fit with Imperial’s
core compelences and extensive
experience in the fields of transport,
distribution and servicing.

“Goscor’s existing customer base
and access to world-class technologies
and products offer growth potential
for Imperial.

“We aim to add our expertise to the
Goscor product offering and, together,
leverage the opportunities that this
acquisition offers,” D¢ Canha says.

Wilson says that being part of the
Imperial group gives Goscor a new
platform, enabling it to take advantage
of Imperial's substantial Southern
African footprint, its financial muscle
and solid reputation in the market.

“We are delighted to be a part
of this cutstanding organisation,
Imperial is home to the largest logis-
tics company in the country and we
have no doubt that this will help us in
our goal to double our turnover in the
next few years while maintaining our
world-class customer service levels.

“Apart from being having direct
access to a host of potential customers
within the group, being part of
Imperial will assist us 1o seriously
extend our footprint, both locally and
beyond the borders of South Africa,
which we regard as important, as
many of our key clients are expanding rap-
idly throughout the sub-Saharan region
and beyond,” Wilson says.

The Future

“While our main focus is on organic
growth - growing in partnership with our
existing customers as they expand their
operations and seeking and servicing new
markels — we are open to making
appropriate acquisitions,” Wilson says.

He adds, though, that the company is in
no rush to do this.

“We will be very selective, looking only
at quality enterprises to which we can add
value through access to capital and the
management expertise we have developed
in running a lean and effective business,”
Wilson says.

Vital to any acquisitions will be estab-
lishing the same entrepreneurial culture
that has served Goscor so well

“We value, above all, our ability to pro-
vide world-class products, which are either
number one or two in their respective
industries, world-class service and
support, and to develop strong and lasting
relationships with our suppliers, our staff
and our customers,” Wilson conclides.
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Your average combustion enging spews out vast amounts of carbon monoxide,
hydracarbons, nitrogen oxides, partly un-burnt fuel and particulate matter. It's bad
when you're in traffilc but it's worse whean it's in your food. Which is why the
food and materials-handling industry relies on Willard Batteries to power the forklift
trucks that they use to move food products,

Every day, in a host of industries and applications, pacple are powering up with
Willard Batteries. From hospitals, the mining industry, the food & materials-handling
industry and a host of other industries, Willard Battaries is helping to keep South
Africa going into the future,
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Gi\;ing South African
businesses a lift

ANDREW GILLINGHAM | SPECIAL CONTRIBUTOR

oscor Lift Truck Company (GLTC) | making them work as one has made a
has become a leading supplier to | palpable difference to our business.
the logistics and warchousing “In any organisation, there is always a
industry in South Africa, boasting many degree of tension between the sales and
blue-chip companies among its loyal service divisions with the salespeople
| customers, including major retail stores, generally getting the “red carpet’ treatment
bottling plants, third-party logistics and the technical stafT left to cope with
companies and engineering plants. any customer backlash. _
MD Darryl Shafto says that GLTC's “Further, while sales stafl are usually
service ethic has made the difference. well rewarded for their efforts, service and ,
“We have pmsmmling products, which we support employees seid_nm_[ec_civf the DAFIL SHAFTO
| support with world-class service, Our appropriate remuneration,” Shafto says. The Integration of the company’s sales and
| service targets are set at the highest levels, He adds that the first step in reversing service functions have been instrumental in
with no detail being too small. This has this trend at GLTC was 1o bring sales and GLTC's success
helped us build excellent partnerships with | service closer together, encouraging
our customers, whose business we deeply mutual respect and a greater appreciation “We also started recognising and
vilue,” he adds. of each other's crucial contribution, rewarding effort, and worked hard to
He says that the integration of the “We introduced monthly meetings that bridge the salary gap to ensure fuir
company’s sales and service functions has included both sales and service personnel remuneration,” Shafto says,
been instrumental in GLTC's success. and we make sure everyone is aware of our Slowly, attitudes shifted and all GLTC
“They are two sides of the same coinand | results, | employees started recognising the

I CHOOSE LINGOLN...
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importance of every individual's
contribution.

“This change was a key element in
the turnaround of the company,” he
Ay,

The turnaround is no exaggeration.
Within a short time, GLTC became
one of the significant players in the
industry, winning a large number of
blue-chip customers and adding 35%
1o 45% growth each year,

“Most importantly, we started
growing our market share, from %% to
24%, taking significant buginess from
some of our oldest and best-known
competitors, and mainly because of
the lundamental understanding that,
while the sales team gets the first sale,
it is the service and support employees
that ensure subsequent sales toa
customer,” Shafto says.

Also, the rising awareness of the
vitlue of each element of the business
raised consciousness in terms of the
importance of brand building and
the necessity of marketing the Goscor
brand. While this process involved
changing entrenched mindsets, which
is always dilficult, once it gained
traction, it made a significant difference
to our results,” Shaflo says.

Underpinning GLTC's success isa
product range that is world famous for
its quality, including Crown, Doosan
and Bendi - all household names in the
industry.

With global manufacturing facilities,
Crown is a significant manufacturer of
electric materials handling equipment.

Further, in catering to the ever-
changing demands of warehousing,
Crown has equipment to suit every
conceivable warehouse application.
GTLC reports.

“Doosan is a world-class manu-
facturer of one of the finest selections
of lift trucks. The company's ‘brakes
for life’ system is an oil-cooled disc
brake system, which eliminates all
outside contamination by any humid,
abrasive or corrosive dust particles,
reducing operating costs. GLTC also
offers a 60-month, unlimited hours
guarantee.

“Bendi, a revolutionary counter-
balanced, articulating forklift, can
work in very narrow spaces. Even in
widths of just 1,8 m, the Bendi
articulated forklift helps the operator
work [aster, [more silely] and more
accurately,” GTLC states.

= To page 9
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Keeping South Africa

clean

ANDREW GILLINGHAM | SPECIAL CONTRIBUTOR

n integral part of the Goscor group,
sinee the inceplion of the company
in 1984, Goscor Cleaning

Equipment (GCE) boasts world-renowned
brands including Tennant, Elgin, [talimpia,
Ghibli, Green Maching, Guzzler and
Vactor, and is a leading supplier of cleaning
solutions to the South African industry.

“We have great brands but we are about
more than just excellent equipment. We
provide a total eleaning solution and were
the first in South Africa to move away
from the traditional supply of ofl-the-shell
cleaning equipment and detergents,” says
GCE MD Ricky Bodmer.

He adds that a proper cleaning solution
entails a three-step process: firstly, the
thorough evaluation of the site; secondly,
compiling an appropriate cleaning plan;

and, finally, implementing the right

systems and machines for that plan by
using either an outsourced cleaning
contractor or the end-user doing it
in-house,

“There are numerous challenges, which
vary from site to site.

“For example, at retail sites, one has to
be very precise with the cleaning methods
used to achieve the desired results,

“On the other hand, industrial sites
present different challenges, such as
Tugitive dust, for example, which can be
hazardous not only to other equipment and
the environment but also to one’s health.

“In situations like this, we look closely
at the filtration required for the cleaning
machines, the size of machine most suited
to the site, the cleaning frequency and then
establish the on-site movements through a
24-hour cycle.

“In short, we create the optimal
cleaning system for that site and produce
a comprehensive plan for the customer,”
says Bodmer,

One of the overriding challenges laced
by a cleaning company or the end-user
i5 the correct handling of various
chemicals,

“One of the issues that we have to deal
with constantly is that chemical residue
can attract dirt, creating a situation where
resoiling is continuous and can actually
accelerate dirt build-up.” Bodmer says.

For this reason, he is particularly
excited about GCE's new award-winning
chemical-free Tennant ec-H20 technology.
which converts plain tap water into an
effective and efficient cleaning agent and
is being heralded as a *‘miracle cleaner’,
given the combination of its extraordinary
effectiveness as a cleaning agent and it
significant environment friendliness,

In line with the group's philosophy of
cost savings for its customers in the long
term, rather than cutting upfront prices,
Bodmer says that one of his main tasks is
showing companies that these green
cleaning solutions, while sometimes more
expensive than the solution they have
adopted, are cheaper and far more
environment friendly in the long run.

logistics | Fimonclal Services |

Automotive Relall & Distribution |

Car renfal | Tourism

Wi are @ large company, we are & small business.
We are individuals, we are a group, We are local,
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pre-owned. We ane ca insurance, we ae business
imsurance. We ade sohutions, we an resulls. We ae
car rental, we are truck rental. We ate insurance
replacements, we are bakkie rentals. We e
canogies, we are brailers. We are caravans, we ane
maolor homes, We are aulo pars, we are spane
parts. We are online, we are the iniernel, We ame
pariners, we are owners. We are empowered, we
are in louch, We are corporate jets, we ane pilots.
We are software, we are hardware. We are
shipping, we are lerminal operalors. We are
specizlised freight, we are bulk. We are disciplined,
wa ane risk-lakers. We are logistics, we ane supply
chiadn solutions, We are waterways, we are parts
We are demaocralic, we are transpareni. We are
movers, we are shapers, We are risk takers, we are
enirepreneurs. We are many, we are one.

We are [MPEMIAL

FAST MOVIN
FORWARD

?HIHMNE --\
IMPERIAL



GOSCOR CORPORATE PROFILE|

“1 constantly come across companies
that are unaware that ineffective cleaning
can cost significantly more in the long
term than using an appropriate cleaning
solution,

“A good example is a warehouse that
is being swepl: using a traditional
broom results in copious amounts of
dust getting inta the air. This is then
deposited on warehouse stock, requiring
another crew to clean products prior to
distribution.

“With the correct system, the dust is
collected safely and contained in the
machine, while the floor is being swept,”
Bodmer savs

He says that GCE works equally well
with end-users and contract cleaners.

“There is no doubt that corporate
South Africa is making increased use of
contract cleaners. To some extent, this
helps GCE, as we are able to deal with
customers who are experts in what they
do,” he says.

GCE understands that the key to
stccessul business is excellent customer
service,

“Once we have provided the overall
solution, we have (o be part of the
continuing process to help ensure that the
machines, which are complex by nature,

remain in a good condition, and that
cleaning consumables are replaced
quickly and efficiently to ensure effective
resulls.

“We understand that downtime i3 our
customer’s number one enemy and
our job is to reduce this to the best of
our ability,” concludes Bodmer.

Tennant’s offerings include award-
winning industrial and commercial
sweepers, scrubbers, detergents, carpel
cleaning equipment, vacuum cleaners,
floor machines and burnishers, besides
others.

Also part of GCE offerings are Elgin
sweepers, which have been cleaning
roads and airports in South Africa since
the 1990s; Cherrington beach cleaners,
with a manoenvrability and unique
sifting system that make these ideal for
both large and small beaches and many
agricultural applications; Italimpia,
renowned for its high-guality janitorial
products and accessories; and Ghibli,
one of the warld’s leading manufacturers
of wet-and-dry industrial vacuum
cleaners. New brands, such as the
Guzzler vacuum tankers and the
Vactor combination jetting units, have
attracted major attention in the local
market, GCE reports.

Toigl welding and

cutting solutiens

= From page 7

In future, Shaftosays, GLTC will
continue to provide the best product and
service Lo ils cuslomers Lo relain existing
customers and attract new ones.

“Meanwhile, Safto says that, in spite
of some uncertainty, the company is
optimistic about the market, in general.
“1t is true that, while some companies
are loath, for example, to sign 60-month
contracts as they do not know where their
businesses will be in five years, we are
dlways ready to offer an alternative of
shorter contracts.

“WWe have what il takes to offer our
customers a range of creative finuncial
solutions,” Shafto says.

There is little doubt that GLTC 15
doing something right, he says, In 2009,
while the rest of its industry was
languishing in the midst of one of the
biggest recessions in histery, GLTC had
its best year ever.

“It is all about the partnerships, our
customers, our suppliers and our team.
We will continue to nurture these
relationships in the understanding that
our business is these people,” Shafto
concludes.

We bring world leading welding and cutting solutions to industrial manufacturers and
fabricators. Our welding consumables, automatic and semi-automatic welding systems,
and cutting equipment, are offered as stand-alone systems or optimised processes.

GLOBAL SOLUTIONS FOR LOC

ESAB i

EVERYWHERE

g, Edenvale
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oscor Cleaning Equipment's
G {GCE"s) new award-winning

Tennant ec-H20 technology,
which converts plain tap water into an
elfective and efficient cleaning agent,
is being heralded as a *miracle cleaner’,
given the combination of its effective-

Award winning
technology

ANDREW GILLINGHAM | SPECIAL CONTRIBUTOR

ness as a cleaning agent and that it is
environment friendly.

“As no chemicals are involved in the
cleaning process, users are reducing their
carbon footprint normally associated
with chemical use,” GCE national sales
munager Alex Theodoridis says.
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| alsoits ecological benefits,”
| says.

Less Use of Chemicals

GCE MD Ricky Bodmer adds that
tests have shown that, with the
Tennant ec-H20 technology, there is
a reduction of no less than 50% in
the use of chemicals and, in some
environments, as much as 95%,

The ec-H20 technology will not
completely replace the need lor
chemicals when cleaning. Using the |
technology for continuous cleaning |
enables simultaneous rinsing, without
leaving a chemical residue, while
maintaining the loor surface. This
reduces resoiling and extends the
rinse cyele, thereby reducing the
quantity of chemicals required.

“Industry is very excited about this

| new technology. There is a lot of |

interest in this system, including from |
contract cleaners, who are impressed
with not only its effectiveness, bul
Bodmer

Currently, 30% of all serubbers sold
by GCE include the ec-H2O technology
- g number which the company expects
will increase.

lon-Exchange Technology

The ec-H20 technology is an
ion-exchange technology based on
the electrolysis of water, using a
system that has been around for over
100 years.

Standard tap water first passes
through an electrified screen in the
machine’s oxygenation chamber,
creating highly oxygenated micro-
bubbles.

This is followed by the oxygenated
water being sent through a water cell,
where an electric current is applied,
creating a stream of blended, highly
charged acidic and alkaline water that
has the same attributes of & general
purpose cleaner.

In this activated state, the electrically
charged water breaks down dirt into
small particles, removes it from the
floor surface and, about 45 seconds
later, the water returns Lo its original
state and can be handled and disposed
of safely. |

Originating in the US, the ec-H20 |
technology, a Tennant innovation,
boasts a number of international
awards, including being chosen as one
of the most technologically significant
innovations by R&D Magazine and
winning the Australian Business
Award's Most Ecoflriendly Product
category.
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Solutions for a
wider range of
applications

ANDREW GILLINGHAM | SPECIAL CONTRIBUTOR

cquired by the Goscor
group in 1986, Goscor
Arc reports that it isa
leading solutions provider to the
welding and cutting industries
in Southern Africa, It originally
built its name on the quality of
its service and the Esab brand
but, more recently, took on the
Lincaln Electric agency for this
|'ﬂg]l.'ln.

Ciogcor Arc MD Rob Pirie
says: “We now have the two lead-
ing welding brand names in the
world, enabling us to provide our
customers with solutions for a
wider range of applications than
ever before. [tis a privilege to be
able to work with them.

“The quality of their research
and development, products and
service enables us to offer our
customers a significant range
of superior machines and con-
sumables that fit the tailor-made
welding solutions we offer our
customers,”

He adds that Goscor Arc has
become an expert in the products
of these two leading brands and it
provides total solutions to weld-
ing challenges.

“In essence, the company has,
since 1934, provided its customers
with the most cost-effective
and efficient solutions for their
welding needs, irrespective of the

| equipment or service required,
| and it will continue to do so,”

Pirie says,

Providing solutions is not just a
meaningless slogan, but the heart
of the business, Pirie believes,

| and, more than that, these solu-

tions must take evolving needs
into account.

“We like to take a long-term
view and provide a solution that

is not only right for the current
situation but one that will also
be part of the customer’s future
solution,” Pirie says.

He says that one of the
strengths of Goscor Arc is the
broad exposure its sales staffl
have to the industries in which
they operate and their ability to
work in close cooperation with
customers in developing solu-
tions.

“The partnership between
stafT, suppliers and customers is a
critical concept in the Goscor
group and Goscor Arc is no
different.

“Of course, establishing excel-
lent relationships with customers
is fundamental to business, and
determining their needs and
then doing one’s best to provide
a solution is really the raison
d'étre of any business,

“Our cutting division, run by
Sean Moriarty, is an excellent
example. We saw a need for this
specialist service and it has taken
off beyond all expectations.

“Precision plasma and plasma
cutting technology is the fastest
growing cutting technology in
the world, with many previous
users of laser technology having
changed to this technology, and
South Africa is no different.

“Apart from contractors, such
as MM&G, many of the leading
cutting specialists, such as
Sentingl Steel, National Stainless
Steel Centre and TW Profiles,
have bought Esab machines
because of the obvious advantages
of the technology,” Pirie says.

He says Esab plasma machines
significantly reduce costs while
maintaining, or even improving,
the quality of the cut,

ROB PIRIE

The company has, since 1834, provided its customers with the most
cost-affective and afficient soluthons for their welding neads

“In many areas of cutting,
where, previously, only laser
technology was used, plasma
and precision plasma technology

is achieving belter results.
However, crucially, these results
are being attained at a signifi-

« To page 12
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* From page 11
cantly reduced cost.

“It is generally accepted that
there is a 60% reduction in up-
front costs and a 60% reduc-
tion in the ongoing operational
costs of the plasma and precision
plasma machines,” Pirie says.

He is equally enthusiastic about
the Lincoln Electric product
range. He says its new submerged
arc welding tractor, as well as
the Cruiser Tractor, has & new
Power Wave ac/de | 000-W power
SOUrce.

“We have sold several of these
systems since the launch in
February this year. It is a great
system and we are delighted
about our success with it,” Pirie
says,

In line with the group’s philo-
| sophy of providing the most
| creative and beneficial financial
solutions to its customers, Pirie
says that it is important that
customers mike use of Goscor
Arc’s monthly maintenance con-
tracts, especially with high-ticket
items, such as the automated pro-
file cutting machines, which can

ESAB CUTTING MACHINE

Esab plasma machines significantly reduce costs while maintakning, or

@ven improving, the quality of the cut

cost up to R5-million.
“Maximum uplime is éssen-
tial in the environments in which
these machines operate and
maintenance contracts arc an
important insurance,” Pirie says.
However, he also points out
that one of Goscor Arc's most
important services is the training
it provides from its dedicated
Manufacturing, Engineering and

Related Services Sector Edu-
cation and Training Authority-
accredited training centre, in
Richards Bay, where the central
aim is to supply industry with
adequately qualified welders for
specific jobs. The training centre
can train up to 40 people a day,
catering for private and com-
pany-sponsored people.
Currently, the centre is training

around 150 people a year but this
is expected to increase as more
people seek training to improve
their career prospects.

“The courses are structured
modularly, enabling people o im-
prove their skills as they develop
their careers,” Pirie says.

On the recent acquisition of
the Goscor group by Imperial, he
says that there are many benefits
to being part of a large, power-
ful organisation, particularly in
challenging trading times.

“People trust large organisa-
tions, having more faith in their
ability to deliver a service long
after the deal is done.

“This is why we originally
changed our name from Arc
Engineering to Goscor Arcand
now, having the immense power
of Imperial behind us will be
invaluable,” he concludes.

Goscor Are markets to o wide
range of leading original-equip-
ment manufacturers, welding
fabricators and contractors for
all welding or cutting, includ-
ing mild steel, stainless steel,
aluminium or hard facing,

Dbn Depot

tel: 031 465 3937
08 Folkstone Road,
Rossburgh, Seaview

Jhb Depot

tel: 016 365 6521
97 Kalksteen Street,
Pendale, Randvaal

customerservices@spectrans.co.za

www.spectrans.co.za
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markets

oscor Power Products
{(GPP) started business
14 years ago by primarily

supplying engines to the lawn
mower industry and being
the Southern African distributor
for Dixon Zero Turn Radius
ride-on mowers.

While the company still
offers a full range of petrol
and diesel Grasshopper ride-
on lawn-mowers, unique
challenges brought about
strategic changes which led
to GPP reinventing itself five
vears ago by entering the light
industrial equipment market
to further establish the Robin/

ANDREW GILLINGHAM | SPECIAL CONTRIBUTOR

Subaru (now Subaru) brand.

“We now offer quality equip-
ment to a wide range of sectors,
including the construction and
agriculture industries. All of our
equipment has been tested for the
harsh, dry and dusty Southern
African conditions,” says GPP
M Anton Bothma,

GPP's constructionfagricul-
tural range includes Meiwa
rammers, Meiwa vibratory
rollers, plate compactors,
reversible plate compacters,
power [loats, vibrating pokers
and drive units, concrete cutters,
high-pressure washers, 2,5-kVA
to 15-kVA generators, generator/

Power products division
reinvents itself, diversifies

welders, lirefighting equip-
ment and a wide range of water
pumps, all of which are powered
by the world- renowned Subaru
engine, the latest version of
which, the new EX-series
engine, is the Subaru overhead
cam (OHC) pump engine, which
is modelled on the renowned
Subaru WRX motor car engine,

GPP national sales manager
Mark Bester says that the OHC
design, in which Subaru is the
world leader, is the technology of
the future. “These engines have
many advantages, including,
firstly, that they have fewer parts,
which means less wear and tear,

and less that can go wrong.
“Secondly, the crank case
ribbing, both inside and out,
effectively sheds the engine
heat, resulting in it running 30%
cooler than any of its competi-
tors. This maintains the protec-
tive integrity of the oil for much
longer periods and significantly
lengthens the engine’s life span.
“Thirdly, the OHC design is
capable of achieving low emis-
sions and it will be the only
engine in this country able
to meel the stringent US
Environmental Protection
Agency standards, which are cur-
rently critical for original-equip-
ment manufacturers that export.
“Fourthly, the entire lubri-
ciation system on the these
engines is superior because of
the new L-shaped conrod oil-
pickup, which lubricates the
timing chain, which, in turn,
lubricates the valves and the
upper part of the engine. This
sysiem is a patented design
and unique to the Subaru OHC
system,” says Bester.
* To page 14

1 in Enterprise Charger Management

iBOS® reduces capital and operating expenses in your battery room

BOS
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of maintaining highly locused

business units, Goscor recently
spun ofl its successful compressed
air business into a separate busi-
ness unit.

Formerly part of Goscor Power
Products, the new division, which
includes the Sullair range of
products, is known as Goscor
Compressed Air Systems (GCAS).

GCAS MD Anton Bothma says
that a significant challenge for the
future will be supplying energy-
saving solutions to the local
compressed air industry.

“Everyone is under pressure to
be as efficient as possible and, in
Sullair, we have a significant com-
petitive advantage in this regard,”
he says.

Bothma is confident that the
compressed air division’s new-

In line with the group's strategy

found independence will help the
business in these tough economic
conditions.

“We will be able to focus on
what we are best at and [ have no
doubt that this will considerably
improve our position in the
marketplace,” he suys.

Industry stalwart Paul Combe,
who has been responsible for
the daily operations of the
compressed air business, since
it joined the Goscor group in
2008, says that among GCAS's
significant assels is the unique-
ness of the Sullair Series V8
VACUUM pUmps.

“Sullair Series VS vacuum
pumps are built from high-quality
components to assure the utmaost
reliability and minimum main-
tenance expense, offering more
features and options than mosl

New compressed air
division more focused

ANDREW GILLINGHAM | SPECIAL CONTRIBUTOR

vacuum pumps in this size range,”
he says.

Sullair vacuum systems use
proven rotary screw technology
to produce vacunm at unrivalled
efficiencies, As they are air-cooled
and require no water, there are
no waler acquisition, treatment
or disposal costs and, as a result,
these systems ofTer lower power
costs and up to 30% lower oper-
ating costs than other types, the
company reports.

The system has two control
modes — a constant vacuum
and load/no-lead control -
which also contribute to lower
operating costs,

The full vacuum range ofTered
by Sullair is 70 ACFM to 2 500
ACFM at a vacuum of 85 kPa.
The 75-hp V320-75 has a capacity
of 793 ACFM to 1034 ACFM

and the 50-hp V816-50 has a
capacity of 409 ACFM lo
627 ACFM.

Goscor's main markets for these
systems are hospitals and related
industries.

Sullair is also renowned for its
world-class portable and station-
ary singlefiwin screw compres-
sors, which GCAS markeis in the
mining, construction, drilling and
other industries.

The company has won many
awards, including the 2008 Plant
Engineering Product of the Year,
and one of the key benefits of
Sullair compressors is that the
guesswork has been taken out of
matching compressors to dryers,

“Sullair’s integral dryers have
been perfectly matched and sized
to their compressors, providing
maximum performance.

“With adjustments to our busi-
ness model, combined with the
continued recovery of commodity
prices, which should improve
our mining sales, and an antici-
pated widespread replacement
eyele, this division can become
one of Goscor's best performers,”
Combe says.

* From page 13

One of the important appli-
cations for this state-ol-the-art
engine is in pumps, including
the newly launched PTX series
of Subaru pumps, which includes
the PTX 220 two-inch pump and
the PTX 320 three-inch pump.

Bester says that over and
above the other advantages of
the engine, these pumps come
standard with an oil sensor,
which is a low-level cutout
mechanism preventing the
engine from seizing. He adds
that the PTX 2" {220) has a
4, 5-hp pump, compared with the
3,5 hp ol its competitors, and
the 3" (320) has a 6-hp engine,
compared with the 5 hp of its
competitors.

This extra horsepower brings
signilicant advantages, says
Bester.

“The performance of the
pump, in terms of [low and
pressure, is enhanced, making
the pump more efficient, and
the increased power adds to the

durability and longevity of the
engine and enables Goscor o
offer an extended three-year
warranty on the engine,” Bester
Says.

GPP carries pumps for a wide
range of applications, including
clear-water pumps that pump
clean water, trash pumps that are
designed to pump dirty water,
like water on construction sites
alter heavy rain, and an innova-
tive fertiliser pump, which has
a unique corrosionproof lining.

Bester says that GPP’s
specialised firefighting pump,
which can be installed on the
back of a bakkie, is doing well
in the agriculture market.
“This pump is designed to give
farmers a rapid-response lire-
fighting solution, where they can
contain a fire until larger fire-
fighting units arrive.”

GPP's generators, which are
also proving to be popular, are
used in homes and on construc-
tion sites, where they are used
to power up electric tools and

welding machines, besides other
equipment, “These generators
are state of the art and come
with a 24- to 36-month warranty,
while the industry standard is
12 months,” says Bester.

Meanwhile, Bothma says
that the company is focusing on
extending its footprint through
the appointment of dealers
throughout the country, “We
plan to increase our current
network ol 45 dealers to over 80
in the short to medium term,”
he says.

He adds that GPP is looking
for strong, professional busi-
nesses that want to add GPP's
state-of-the-art products to their
offering. “To become one of our
dealers is not an opportunity for
all and sundry. We will look only
at those who we believe will do
our products justice.”

GPP segments its dealers into
three main categories — construc-
tion, agriculture, and engines and
parts, “Ideally, our new dealers
will be well entrenched in one or

even all of these segments, with
an excellent record and a sub-
stantial database of customers,”
says Bothma.

“Subaru engines and our range
of products are market leaders
and represent an exciting oppor-
tunity for those who are willing
to commil o a long-term part-
nership with the Goscor group,”
he says,

Bothma says that, while the
business environment has been
tough this year, the quality of
GPPs products and the excellent
relationships the company has
built with its suppliers and
customers and the technical skills
of the team have all made the
difference.

“The basic philosophies of the
group — integrity, focus, service
and leading products - are power-
ful and our division is a good
example of these philosophies
in practice,” says Bothma.

“In short, we have excellent
products backed by excellent
people,” he concluded.
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Creative financial
solutions key to success

ANDREW GILLINGHAM | SPECIAL CONTRIBUTOR

ne of the reasons for the Goscor

group’s success over the years,

has been its ability to offer
customers a wide range of creative
financial solutions, it reports. In the
broadest sense, this was the raison
détre for the creation of the highly
successful Goscor Rental Company
(GRC).

“Renting affords companies both
aperational fexibility and opportunities
Lo cut costs,” says GRC operations
manager Greg Venter.

I'n business for only two years, GRC's
fork-lift truck rental business already
includes some of South Africa’s leading
blue-chip corporations, such as Unitrans,
Dischem, Afrox and Xstrata, while its
cleaning division has experienced a
fourfold growth and now has more than
160 units for rental.

Venter says that renting capital equip-
ment is certainly not only for smaller
companies, with the service being used
by an increasing numbser of major
organisations.

“This may seem unusual, bul renting
makes good business sense in many
instances.

“For example, many of our big
customers determine how many machines
they require and then, to maximise
efficiencies, buy fewer and rent only if
there is the need.

“This avoids having machines sitting
idle when demand tapers [off].” Venter
Says.

He adds that customers also tend to
use rented machines if they have break-
downs with their existing equipment or
they have special short-term projects that
require additional equipment.

Venter admits that the recessionary
conditions have helped GRC to grow.

“During a recession, there is a general
shortage of cash and, perhaps most
importantly, banks tend to be more
reluctant to lend money for buying
capital equipment,

“This creates the ideal condition for
rental, where an outright purchase might
otherwise have made sense,” Venter says.

In terms of fork-lift rentals, GRC
started with just over 100 trucks and
now has over 300 vehicles in its rental
fleet. “Our equipment use is running at
around 98%," he says. It is not clear il
the fork-lift vehicles are part of the
trucks.

A more recent initiative by GRC is
the rental of industrial cleaning equip-
ment made famous by sister company
Goscor Cleaning Equipment. Venter says
that much of GRC's success with this
equipment is due to the company’s
unigque service.

“MNot only were we one of the first to
rent large industrial cleaning equipment,
but we were certainly the first to offer a
complete service, which included
operators. We are truly a one-stop shop
in this regard.”

Fluctuating demand situations are
bread and butter for GRC, and stadiums,
which recently were a strong focus in
South Africa, are ideal examples.

Firstly, « stadium only needs to be
cleaned after an event, and, secondly,
the size of the event will also determine
the number of machines required and
the period of time those machines will
be needed. “An event with § 000 people
may only need one day of cleaning
with one machine, whereas cleaning up
after 88 000 visitors may take four days
and several machines. At one stage, we
had five machines sweeping, cleaning
and scrubbing Soccer City,” he says.

GRC's main customers are contract
cleaning companies (60%), and con-
struction and other companies that have
an occasional need for cleaning.

“The construction companies were
very active in the run-up to the World
Cup, cleaning roads, car parks and the
stadiums,” Venter says.

In keeping with the group’s philosophy,
service and reliable equipment are the
company’s first priority. “We aim to give
our customers the best service. We
understand that reducing downtime is a
high priority for our customers and we
assist in this regard in any way we can.”
he concludes,

GREG VENTER
Renting affords companies both oparational
Rexibility and opportunities 1o cut costs

We are proud to have been

ed with the Goscor Group
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Goscor Solutions:

Goscor ARC
Cutting systems and welding solutions

RN Goscor Cleaning Equipment
(=D | s

Commercial, industrial and specialised cleaning equipment and related products

@ | comenessan Goscor Compressed Ajr Systems
W | Amprs—

Compressors, vacuum pumps, dryers & filtration units and construction equipment

@ —— Goscor Finance
| Long-term finance facility for the purchase of any of Goscor's industrial equipment

‘E} | LA TRUEK Goscor Lift Truck Company
Sole distributor in South Africa of Crown, Doosan and Bendi

{E’ | pown Goscor Power Products
FROGUCTS R Y i
Engines, pumps, generators and light construction equipment

@ EERTAL Goscor Rental Company
COMPANT 3 : ; .
| Flexible short-term industrial equipment rental solutions

HEAD OFFICE:
Johannesburg

7 Neutron Road, Chloorkop Extension 1
Johannesburg, 1624
PO. Box 12174, Chloorkop, 1624

Tel: 0861 GOSCOR (467 267)
Fax: (011) 393 5512

NATIONWIDE OFFICES:
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