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Big staff turnout for internal re-branding launches
Thousands of group employees
around the country donned ACTOM
T-shirts on Monday September 14 as
they got into the spirit of belonging
to the newly named group by participating in internal launch functions
at their respective premises around
the country.

Montage
See the montage of pictures
displayed in the double-page spread
on Pgs 6 & 7, where many of the
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launches that took place on that day
are shown.
Included prominently among them
is a picture showing Group Managing
Director Mark Wilson addressing
guests during the Johannesburg
public launch function at the Sandton
Convention Centre on the following
day when the group’s new name
and corporate identity were unveiled
to customers, suppliers, the media
and others.
Similar launch functions were


staged in Cape Town and Durban
later that week.

Cover
The front cover picture shows
Power Transformers Deputy Foreman
Hendrick Zwane (left) and Winding
Assistant Thomas Makhubo back at
work in the company’s Wadeville plant
after participating in the September
14 internal launch.

Group changes name to ACTOM
Alstom South Africa rebranded
itself with a new name and corporate
identity in September 2009.
The changeover to the name
ACTOM, accompanied by a new corporate identity and logo, was implemented and presented to the group’s
customers, staff, suppliers and other
stakeholders and interested parties
during the course of September.
The group, which previously
shared its name and logo with its
major principal Alstom of France, has
been officially registered as ACTOM
(Pty) Ltd. Its previous full registered
company name was Alstom Electrical
Industries (Pty) Ltd.
In announcing the change, Group
Managing Director Mark Wilson
said: “Our message is that apart from
the new name and identity, everything remains exactly the same as it
has been since the group’s change
of ownership a year ago.
“Our longstanding co-operative
partnerships with Alstom and our
other international technology partners continues on the same basis
as before. In the case of ACTOM’s
partnership with Alstom, the altered
arrangements that took effect in
August last year remain in place.”
The change of ownership deal, in
which UK industrial group Actis and
Old Mutual Private Equity became

Mark Wilson addressing guests at the Durban
re-branding launch function.

Prior to the unveiling of ACTOM’s new identity to the market at large, ACTOM Group Managing
Director Mark Wilson (left) and Philippe Joubert, (second from right) President of Alstom Power, gave
presentations at Megawatt Park to senior Eskom management personnel to notify them of the change
and update them about the latest developments within their respective groups. Seen with them on that
occasion are (from left) Brian Dames, Managing Director, Eskom Generation, Jacob Maroga, CEO of
Eskom, and Andries Tshabalala, Divisional Managing Director of ACTOM Transport.

the group’s principal shareholders with stakes of 35% and 20%
respectively, included an arrangement whereby Alstom, in addition
to disposing of its minority stake
in the local group, acquired direct
ownership and control of the Power
Service division.
Alstom, which previously had
Alstom South Africa represent it in
all the fields of business where it
has products and services to offer in
the local market, has set up a local
company, Alstom S&E Africa, to run
its power operations, which cover
turbines and boilers for large power
generation plants and the support
services associated with these.
“ACTOM continues to co-operate
with Alstom in the local market with
respect to environmental equipment
and in the maintenance, upgrade and
retrofit of large boilers in power generation and industrial process plants
and in rail transport, encompassing
signalling systems and rolling stock,”
Mark commented.
“In addition to the Alstom-brand

ed products and services it provides
for these markets, ACTOM has
independently developed a substantial range of products for several of
these sectors, as it has done in most
of the other sectors it serves in cooperation with its various technology
partners. These fields include transmission & distribution and industrial
electrical processes.”
He emphasised that although
Alstom has a direct local presence it
didn’t previously have, the business
activities of Alstom S&E Africa are
clearly distinct from those in which
ACTOM operates. “Our respective
activities complement each other.
Our partnership has been restructured by mutual agreement in such a
way as to best meet the altered local
market conditions and requirements,
and we intend to work together in the
future in the same co-operative spirit
as in the past.”
The deal also included an undertaking by Alstom South Africa to
adopt a new name and identity to
Continued on next page
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Continued from previous page
clearly distinguish it from the local
arm of the international company.
“A decision was taken to make the
change much earlier than the maximum period allowed for in the agreement to minimise confusion in the
market place about the identities
and scope of businesses of the two
entities,” he explained.
ACTOM’s other major international technology partner besides Alstom
is Areva T&D, with which the local
group’s Transmission & Distribution
division has exclusive distribution,
technology and representation rights
in Southern Africa and maintains
management, technical and commercial links to Areva T&D business
units in Europe.
Alstom Country President for
South Africa, Didier Farez, said:
“Alstom’s long and fruitful presence
in South Africa continues uninterrupted, and will continue to work
together where synergies exist, notably in the areas of rail transportation,
boiler service and retrofit.
“Given the evolution of the South
African market towards major investments in power generation and rail
transportation, Alstom’s presence
will continue to benefit the local

market with the group’s technological expertise and capacity to execute
major projects in these fields. At the
same time, ACTOM’s activities will

complement our offering as they
provide services and equipment no
longer part of our core businesses
but essential for this market.”

Andy Abbey (left), Managing Director of John Thompson, and Didier Farez, Alstom Country President for
South Africa, at the re-branding launch function in Cape Town.

Mark Wilson receives French Knighthood
Mark Wilson, ACTOM’s Group
Managing Director, is seen here
proudly displaying the Ordre national
du Merite after being presented with
it by the French Ambassador, Denis
Pietton (left), at the Ambassador’s
residence in Pretoria on September
10. With them in the picture is
Philippe Joubert, President of
Alstom Power, who was among the
guests in attendance at the award
ceremony.
This prestigious award, which is
a knighthood from the French government, was bestowed on Mark in
recognition of the contributions he
has made towards strengthening
business ties between South Africa
and France, particularly during his
tenure as group managing director
of Alstom South Africa over the past
13 years.
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Upon receiving the award, Mark
said: “Receiving the Ordre national
du Merite is a personal and profes-



sional highlight for me and an honour
that I greatly value and appreciate.”

Internal group renaming competition drew
enthusiastic support
An internal competition was run
earlier this year in which all staff
within the group were invited to suggest a new group name to replace
“Alstom”.
In addition to the enticement of a
generous cash prize for the winner,
the competition gave everyone an opportunity to get involved in the process of re-branding the company.
Organised by Group Commercial
Director Mark Dixon and his staff,
the competition was well supported,
attracting just under 1000 entries
from all over the country and virtually every business unit, branch and
head office department. The highest
number of entries received from a
single business unit came from MV
Switchgear with an impressive 308.
However the winner, Cecilia de
Villiers, secretary to Distribution
Transformers General Manager Alan
Buchholtz, was the only person to
come up with the name ACTOM.
Group Managing Director Mark
Wilson presented her with her winner’s prize at the end of July.
Cecilia formulated the name
on the same basis as the group’s
shareholders did independently – by
combining the names of the group’s
principal shareholders, Actis and Old
Mutual to form ACTOM. King James,
the advertising agency charged with
the task of designing and launching
the new brand, arrived at the same
result by a different route, which was
to combine AC current with “atom”.
The theme of the two lines contained
in the logo was inspired by electrical
circuitry and this will be an integral
part of the corporate identity going
forward.
Mark said an important factor that
influenced group management to finally select ACTOM as the new group
name was that customers consulted
about the change to ACTOM reacted
positively and were able to easily associate it with the Alstom name.
“The reinforcement by Alstom of
the partnership with ACTOM during
the launch process was also key to
the acceptance by customers,” he
added.
Explaining the renaming process,

Cecilia displays the folder with the letter she received from Mark Wilson congratulating her on her win.

Mark said it was very challenging.
“We started off with some historical
names as favourites like AEI (Alstom
Electrical Industries) and Thomson.
It soon became apparent that it was
important to find a unique name that
could not be challenged in the future.
It would have been disastrous to
promote a new name and then be
told that it infringed on trademark


or other rights held by others. We
sought legal advise and were advised
to find a different name.
”The employee competition was
launched to create interest amongst
the employees in the name change.
The response was excellent and
some really imaginative and innovative names were submitted. “
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Swinging into ACTOM
by staff as they celebrate the renaming of the group
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Mark Wilson at the Sandton Convention Centre during the launch of the
new group name and brand to customers, suppliers and others.

John Thompson, Durban

Mechanical Equipment & Signalling

MV Switchgear

Electrical Machines
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Group introduces major IT network changes and
adopts ‘virtualisation’
ACTOM has suffered multiple
Telkom cable thefts at the head office
IT Hub, which has caused complete
outages of the Wide Area Network
and services such as e-mail, browsing, etc.
This prompted the IT department to explore alternatives to
Telkom copper cables and move
away from the Hub and Spoke WAN
implementation.
ACTOM partnered with Internet
Solutions to resolve both issues.
WiNet, a wireless connectivity solution, was installed at Knights as
a redundant backup to the existing
Telkom infrastructure and all copper
cables terminating at Knights were
moved to Internet Solutions.
Said Group IT Director Daniel
Pienaar: “All the group’s businesses
were exposed to the risk of being
brought to a standstill if the communication cables at Knights were
cut, because they were all dependent
on head office for data communication services, encompassing e-mail,
the Internet, Windows and anti-virus
updates, banking and the Hyperion
system that carries out month-end financial consolidations and reports.”
“However WiNet was only an
interim measure. While it ensured
that communications between head
office and the other operations were
maintained, it still meant that all
operations remained dependent on
Knights for their communications
services. In addition, the other operations were still left unprotected from
cable theft disruptions on their own
sites,” Daniel remarked.
The decisive next step was bringing on board MPLS (Multi-Protocol
Label Switching). This is a data
“cloud” which ensures that if one
site goes down the others are not
impacted. Together with Internet
Solutions’ redundant infrastructure,
this topology provides maximum
uptime of mission-critical network
operations.
“The cloud makes the group’s
communication systems accessible
to all business entities in the group at
all times. It has built-in redundancy,
meaning that it has multiple routes,
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A diagram of the group’s new data cloud communications network.

so that should any one line go down
it automatically selects an alternative
route,” Daniel pointed out.
“Part of the beauty of the system is that although digital lines
are still required in part, the digital
connections are localised and short.
So if a digital line is cut the fault
can be located and repaired much
more quickly than the normal digital
line between, say, Cape Town and
Johannesburg, where the delay can
be very costly because the fault is
likely to take much longer to find.
“Also, because the calls are local,
the call charges are much lower,” he
added.
Head office, all the business units
at Knights and Electrical Products
and all its branches were the first to
have their communications systems
moved into the cloud at the beginning of the year, closely followed by
the remainder, which also included
Alstom and Areva T&D.
All mission critical servers, with
the exception of the Hyperion system,
were moved to the IS DataCentre.
Together with the centralisation also


came the opportunity to consolidate
servers, using “virtualisation”.
“This involved first configuring
the servers for high availability by
setting up multiple virtual servers for
each of the physical servers,” Daniel
explained.
Virtualisation was realised with the
implementation of Citrix XenServer
Essentials. This system ensures
that services enjoy high availibility,
which together with virtualisation
ensures that if a server goes down
it almost immediately restarts on a
peer server.
“The fourth and final step will
be to install wireless backup similar
to that operating at Knights at each
of the various sites to make them
completely immune to the effects
of cable thefts. However, in some
instances where wireless backup
isn’t viable we’ll have to introduce
an alternative system to ensure that
they don’t remain dependent on a
single cable connection for their communications,” Daniel stated, adding
that this part of the programme will
be carried out next year.

Power

Why use coal-fired package boilers as an energy
source for industrial heating?
Neville Sharwood, John
Thompson’s Technical Manager,
Package Boilers, recently highlighted
the true cost of using electricity for
industrial heating.
“There has been a trend in industry and government to electrify
traditional steam-heated systems,
or even generating process steam,
with high voltage electrode boilers.
The advantages of modern coal-fired
package boilers for process heating
purposes in terms of cost, energy
efficiency and environmental impact
must not be overlooked,” he said.
“Typical cycle efficiencies of coalfired power stations are only about
30% and over 85% of electrical
energy in South Africa is generated
using coal as an energy source. On
the other hand, modern coal-fired
package boilers installed local to the
process have thermal efficiencies in
excess of 85%.
“In practice this means that a
coal-fired power station requires
about 5,6 t/h of coal to produce 10
MW of electrical energy. While this
electrical energy can be re-converted

to heat energy fairly efficiently at a
process, a package boiler with PLCcontrolled combustion systems requires only 1,6 t/h of coal to produce
the same amount of heat energy in
the form of process steam.”
Having a reduction in coal combustion of a ratio of at least 3-to-1 by
using locally installed coal-fired boiler
units, instead of electrically powered
boilers, would go a long way towards
meeting the targets envisaged by
the proposed new Air Quality Act
gazetted by the Department of
Environmental Affairs in July this
year, which requires a serious reduction in pollution posing possible detrimental effects on the environment,
as well as on social, ecological and
economic conditions.
Use of local coal-fired boilers
instead of electrical heating or electrically powered boilers could significantly reduce carbon emissions.
“But apart from the obvious carbon
emission reductions, the cost of running an installation becomes critical.
Coal as an energy source is still the
most cost-effective fuel available in

most areas of South Africa,” Neville
commented.
He added that the government’s
National Energy Efficiency Strategy,
as gazetted in June this year, aims
for a final energy demand reduction
of 12% by 2015.
“Dedicated coal-to-steam energy
production can reduce the energy input required by up to 68% compared
with electricity-based heat energy.
So the clear message is: When process steam or heating is required, use
efficient modern coal-fired boilers
and avoid electric energy sources at
all costs,” he emphasised.
“Times have changed since there
was a surplus of electrical power and
the trend to move to electrical process equipment. In the interim we
have faced some serious well-publicised shortages of electrical power
and the cost of electricity has and will
continue to increase drastically.
“The top priority now is to save
electricity wherever we can,” he
concluded.

A typical 10 t/h coal-fired boiler installation.
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Transmission & Distribution

Eskom awards R44m one-year instrument
transformers contract to HVE
High Voltage Equipment (HVE)
has been awarded the bulk of the
instrument transformers required by
Eskom in the forthcoming year.
The latest national instrument
transformers contracts run from
October 1, 2009 to September 30,
2010, with HVE as the principal supplier and the balance supplied by
another local manufacturer.
“Previously Eskom Transmission
and Eskom Distribution have awarded
separate three-year national contracts
for instrument transformers. Now the
requirements of both divisions have
been combined in the present oneyear contracts, which are in effect

interim contracts that are due to be
followed by the award in the first
half of next year of five-year national
contracts for instrument transformers for both Eskom Transmission
and Eskom Distribution,” said Kevin
Gilbert, HVE’s Product Manager for
Instrument Transformers.
HVE’s new contract, worth R44m,
comprises manufacture and supply
of voltage transformers rated at 6,6
kV, 11 kV, 22 kV, 33 kV, 44 kV, 88 kV
and 132 kV and current transformers
with ratings of 22 kV, 33 kV, 66 kV
and 132 kV.
Newly manufactured current transformers ready
for dispatch at HVE’s Knights plant

P&C wins R70m ‘landmark’ metering contract
A major breakthrough into full-scale
Advanced Metering Infrastructure
(AMI) technology has been made
by Protection & Control (P&C) in
winning a R70m contract from
Botswana’s power utility, Botswana
Power Corporation (BPC).
The contract is for manufacture,
supply and installation of a central
Hot-Water Load Control System
designed to monitor and control consumption of hot water in homes and
other premises countrywide, in addition to manufacture and supply of
thousands of meters to be installed
in end-users’ premises.
The contract, scheduled for completion in mid-2010, was won in association with a reputable China-based
manufacturer of metering systems,
which P&C recently went into partnership with.
“This is a landmark contract for us
as not only is it our first AMI contract,
but it is also by far the largest fullyfledged Smart Metering contract in
Southern Africa. It marks the start
of great developments in metering
in the region, where only a fraction
of the available technology has been
applied so far,” commented Faisal
Hoosen, P&C’s Metering Sales
Manager.
A key feature of AMI technology
is that it enables automatic remote
reading and control of meters.
“The control system and meters
we are to supply for BPC incorporate
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the globally recognised Standard
Transfer Specification (STS) prepayment system, which allows the
meters to be used in both prepaid
modes and post-paid/credit modes.
The meters also have the capability
of supporting both remote and local
vending by means of an integrated
keypad,” Faisal explained.
“The central control system will
be able to control load by automatically switching off geysers or disconnecting electricity supply completely
for a period, depending on demand
in specific areas. Another major
benefit is accurate meter readings
on a continual basis, which improves
revenue collection and ensures accurate billing.
“The system operates in a staged
manner, with the geyser control
being the first step towards load
reduction. If necessary, the system
will further reduce load by limiting
the meters’ throughput.
“This avoids rolling blackouts and
enables the consumer to continue
with some basic supply.
“Even if circumstances necessitate disconnection of one or more
meters, this will have minimal impact
on the power network since it is done
on the meters themselves and not at
the higher voltage levels.”
The control centre will be established at BPC’s Gaborone headquarters. The contract also encompasses
manufacture, supply and installation
10

of 76000 single-phase and 4000
three-phase meters, with installation being carried out under P&C
supervision by about 20 Botswanabased subcontractors. P&C will also
provide training to the BPC personnel
responsible for operating the control
centre.
P&C General Manager Martin
Kelly commented: “BPC has been
progressive in planning for a system to better manage its load and
we are excited by the prospect of
empowering local Botswana-based
companies in a key national project
of this nature.”

P&C’s General Manager Martin Kelly shakes
hands with Mr G Mmola, the BPC’s Acting
Director, Customer Services & Supply, after
finalising the central Hot-Water Load Control
System contract at BPC’s Gaborone offices,
while Mr B Kula, the BPC’s Manager, Network
Services Supplier, and Faisal Hoosen, P&C’s
Metering Sales Manager, look on.

Transmission & Distribution

MV Switchgear enters power generation market
with R275m order for Medupi
MV Switchgear has gained entry
into the power generation market
after winning a R275m contract for
the supply of all the medium voltage switchgear for Eskom’s Medupi
Power Station currently under construction near Lephalale in Limpopo
Province.
“In addition to being the first contract we have won in the utility power
generation market, it is by far the
largest single contract we have ever
won,” commented General Manager
David Geldart.
“There are already two established suppliers of medium voltage
switchgear to Eskom and our entry
into this market as a third adds to
the choice of suppliers available
to Eskom and other utilities in the
region.”
The contract, awarded at the beginning of August 2009, is for a total
of 640 switchgear units, comprising
around 280 x 12 kV and 360 x 17,5
kV units. Of the total, 390 will be
installed in the power station’s six
generation units – 65 per unit – and
the remaining 250 will be installed
in the common plant serving all the
generation units. The first delivery
of the switchgear is scheduled for
October 2010 and the final delivery
is due in 2013.
The primary distribution medium voltage switchgear for Medupi,
known as PIX, is designed and
manufactured by MV Switchgear’s
technology principal, Areva T&D of
France.
PIX, which is already well proven
abroad, is an advanced air-insulated
range of switchgear that conforms
to the international IEC 62271 Parts
100 and 200 standard and is internal
arc classified up to 50 kA for 17,5
kV. It is compact, requires minimum
maintenance and has a number of
built-in safety features.
“Besides being ideally suited to
the generation market, PIX is also
suitable for use in industrial applications with high prospective fault
levels,” David stated.
He emphasised that MV
Switchgear enjoys an excellent relationship with Areva T&D. “An impor-

Above: MV Switchgear’s Marketing & Customer
Services Strategy Manager Greg Whyte on the
site of the new plant being built at Knights for
sub-assembly of Areva T&D’s PIX air-insulated
primary distribution systems switchgear that is
to be supplied for Medupi.
Right: A PIX installation at a power plant in
Europe.

tant element that has contributed to
our successful introduction of products like PIX is that we have had a lot
of co-operation and assistance from
them in maximising the localisation
of these products.”
He explained that as an integral
part of the contract MV Switchgear
is committed to the government’s
ASGI-SA programme, whereby it
will contribute towards training local people in new skills. “Instead
of simply importing the switchgear
from our principals, we will maximise
opportunities to localise assembly
and component manufacture. It is
anticipated that up to 20 new positions will become available as a result
of this contract and Areva T&D will
provide specialised training where
necessary.
He added that local manufacture
of the current and voltage transformers is envisaged, while the wiring of
low voltage cabinets has been earmarked for local black women who
will be given the necessary training
11

for this work.
As part of its preparation for the
Medupi contract prior to winning it,
MV Switchgear started construction
of a dedicated plant for assembly of
the PIX switchgear at its Knights,
Germiston, premises in March this
year. The facility, due to commence
operation by mid-2010, covers a floor
area of 1000 sq m.
The company has spent around
R21-million over the past two years in
establishing the PIX assembly plant,
extensions to its indoor switchgear
plant and an additional mini-subs
plant.
“Apart from the PIX assembly
plant, the new extensions have been
undertaken to meet rapidly growing
demand for our established products.
This has resulted in an increase in
our indoor switchgear production by
about 45% on a units produced basis
and our mini-subs capacity by 30%,”
David said.
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Transport

Transport division looking forward to capture
large rail contracts
The rail transport sector is taking off and the Transport division is
looking to capture much of the work
on offer by both Transnet Freight
Rail for freight line projects and the
Passenger Rail Agency of SA (PRASA)
on passenger line projects.
Major signalling and resignalling
projects as well as projects for replacement and refurbishment of rolling stock are pending and Transport
is well-placed to provide competitive
state-of-the-art solutions in both
of these areas in partnership with
Alstom Transport of Europe.
Divisional Managing Director
Andries Tshabalala said the cooperation agreement between the
respective transport arms of the
two groups that applied prior to the
change of ownership of ACTOM in
August last year remains intact.
ACTOM Transport and Alstom
Transport recently signed an agreement in which they renewed their
existing business relationship for an
indefinite period. “As before, it covers
a technology agreement and the right
for us to be their sole representative
in the region,” he stated.
“This is excellent news both from
our division’s point of view and that
of the local market, as it means that
we remain in a position to continue
providing top quality solutions in
partnership with Alstom Transport,
which is recognised globally as a
world leader in its field.
“But the news gets even better
because our tie-up has in fact been
improved in such a way that the solutions we now offer the local market
are significantly more affordable and
fit-for-purpose than previously. This
results from the fact that since April
2008 our division has linked up with
Alstom Transport’s North American
region in place of the Northern
Europe region previously.
“The reason for this is that the
North American market is similar to
ours in being very freight rail intensive whereas in Europe the focus
is chiefly on providing solutions
for passenger services, where the
technology is more complex and
therefore more expensive. We are
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Andries Tshabalala

excited about this because it enables
us to match the competition with the
equipment we can now offer.
“The top management of Alstom
Transport’s North American region recently appointed a business development director based in Johannesburg
to assist us in developing business
opportunities here, as well as helping
to ensure the closest possible co-operation between them and us.”
Imminent upcoming large rail
projects that ACTOM Transport is
looking to win – or share with other
players in the case of very large
projects – are:
• Tr a n s n e t F r e i g h t R a i l ’s
Postmasburg-Kamfersdam resignalling project in the Northern Cape,
involving a total 32 stations, for which
Signalling is capable of providing a
solution utilising wholly locally-developed technology. This contract,
for which the company tendered
in April this year, is expected to be
adjudicated shortly.
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• A major project
by PRASA involving the design,
construction and
implement ation
of a new railway
signalling system
nationally, incorporating the Gauteng
Ner ve Centre,
which will involve
est ablishing an
overall central control “nerve centre”
to co-ordinate the
various existing
Metrorail control
centres in the region, as well as
replacing and upgrading signalling
equipment in the
various Metrorail
corridors. This will
require sophisticated imported
technology, including electronic interlocking systems
to replace the existing relay-based
interlocking systems. Tenders for this
contract closed in June and are due
to be adjudicated soon.
• PRASA is due to invite tenders before the end of this year for upgrades
of the existing 10M5 supply systems
that control the speed of passenger
trains. This will involve replacing the
existing energy-inefficient resistors
used at present with electronic IGBT
technology.
• PRASA is also due to invite tenders early next year to start replacing
its 40-year-old passenger motor and
trailer coaches, with the entire 6000
new generation coaches involved being replaced over the next 10 years.
Opportunities for further upgrades of existing electrical freight
locomotives are also likely to arise in
the near future, such as upgrading of
the 10E locomotives that operate on
the secondary coal lines linking up to
the main coal line between Ermelo
in Mpumalanga to Richards Bay in
Kwazulu-Natal.

Industry & Contracting

Large contracts keep Contracting and Industry
‘busier than ever’
Contracting and Industry have
both bucked the trend of lost business opportunities that many suppliers of equipment and services to
mining and many other sectors of the
local economy have suffered due to
the recession.
“We are in great shape. We are
doing better than ever – our turnover outstrips past years by quite a
big percentage,” said Divisional
Managing Director Sybrand Nel.
Contracting is engaged on a
number of large infrastructural contracts, including new power stations,
Soccer City and Gautrain, while
Industry is currently working on a
large contract supplying mine winder
electrics for Gold Fields’ South Deep
gold mine near Westonaria, Gauteng,
and has recently won a similar sizeable contract from another major

mining house.
Contracting is nearing completion of the R140-million Soccer City
contract it won in late-2007, which
encompasses supply and installation,
together with various subcontractors, of the electrical and electronic
systems at the 94000 seater flagship
stadium for the 2010 Soccer World
Cup.
Said Sybrand: “The Soccer City
contract typifies the wide range
of work Contracting is geared to
handle, which involves co-ordination not only of the work that our
own engineers and other staff are
directly responsible for, but also of
the work undertaken by the many
subcontractors involved in a project
of this magnitude.
“Electrical contracting is a difficult
field. It’s no exaggeration to describe

it a minefield of potential pitfalls
to the unwary contractor. But over
the years Contracting has built up
a hard-won reputation for efficient
project management and engineering skills to perform large projects
of this kind.
“Part of the secret is looking after
and rewarding our people, who are
the lifeblood of this business, and
similarly to ensure that suppliers are
kept happy and paid promptly.
“In both cases, if they give good
service they fully deserve being
looked after properly and encouraged
to continue working for us. All this
contributes towards ensuring that
we remain competitive in a tough
business environment,” Sybrand
concluded.

Soccer City Stadium under construction.
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Power Conversion

Electrical Machines awarded SA’s ‘largest ever’
low voltage motors contract
A large contract was won by
Electrical Machines late last year
for the supply of a total of 384 customised low voltage motors for the
air-cooled condenser (ACC) units at
Eskom’s Medupi power station.
The contract, believed to be the
largest single order for low voltage
motors in South Africa to date, was
awarded by GEA Aircooled Systems
of Germiston, which is responsible
for producing the ACC units for the
new Medupi power station.
The 225 kW 4-pole squirrel cage
induction motors are being supplied

in batches of 16 at a time to gearbox
manufacturers Hansen Transmissions
in Jetpark, Germiston, up to mid2012. Each ACC unit will contain 48
motors for the condenser sections
and 16 motors for the dephlegmator
sections.
The motors incorporate extra
equipment that is engineered and
integrated into the motor to make it
a single compact unit. The additional
items of equipment are heaters, thermal detection sensors and a reverse
rotation detection unit.
“We went to great lengths to

A batch of low voltage motors ready to be dispatched from Electrical Machines’ plant to the company
responsible for the next stage in the production chain.

ensure that the extra equipment
didn’t compromise the efficiency
of the motors in any way,” commented Electrical Machines’ General
Manager Antonio Teixeira.
“To ensure that we got it right we
first had a prototype made which we
tested, modified and re-tested several times to get the best possible
unit that fully met the stringent specifications that were laid down. The
building and testing of the prototype
meant that we were able to guarantee the motor’s performance.”
He added that exceptionally
demanding technical requirements
applied to such factors as starting
performance, operating efficiency,
power factor and vibration.
Bengt Dressler, GEA Aircooled
Systems’ Senior Project Manager,
said the solution offered by Electrical
Machines combined with the competitiveness of its bid were decisive
factors in winning it the contract.
“They had a very good grasp of what
was required and clearly demonstrated their commitment to meeting the
demands of designing and producing
this complex product at a competitive
price,” he commented
“In addition they are able to comply with the local content regulations
and meet their commitments with
regard to training of local labour and
other ASGISA requirements.”

Electrical Machines’ willingness to produce
replacement motors pays off
The Large Motors division of
Electrical Machines recently completed a complex contract for the
Department of Water Affairs in which
it produced made-to-fit medium
voltage motors to replace existing
motors operating at seven pump
stations in Mpumalanga.
The motors, ranging between
1320 kW and 3455 kW, have been
produced either to immediately
replace an existing motor that has
reached the end of its useful life or
as a spare to replace the existing motor later. They include a dual-speed
motor, which has been supplied for
Rietfontein pump station, where
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a dual-speed motor is already in
operation, and a motor with a variable-speed drive for Grootdraai pump
station, which is an enhancement
on the existing motor, which does
not have variable speed operation
at present.
The other pump stations covered
by the contract – in all cases supplied
with one replacement motor each
– are Grootfontein, Zaaihoek, Jericho,
Morgenstond and Kliphoek.
The contract was awarded in 2007
and was completed in September
2009, when the seventh and final replacement motor – for Jericho pump
station – was delivered.
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The division also recently completed two follow-up orders from
the Department of Water Affairs for
a further two replacement motors,
the first being a second new motor
for Morgenstond and the other for
Camden pump station, also located
in Mpumalanga.
Ernie Muller, Large Motors’
Commercial Manager, said the division has established a track record
and developed a competency in
executing replacement motors contracts that is well recognised in the
market.
“We have gone out of our way
to win challenging contracts like this

Power Conversion

in recent years as part of a drive to
broaden our range of services,” he
commented.
“The downside of these jobs, of
course, is that they are much more
complicated than your standard
orders for motors for new projects.
You have to design and make each
individual motor to fit the foundation of its predecessor, right down
to matching the bolt-holes and
ensuring that it links up properly
within the space constraints with
the associated equipment on site.
Time-consuming site visits and other
research is involved and the design
and manufacture of the motors are
often quite tricky too.
“However, we find that in most
cases the difficulties involved in
these jobs is more than compensated for by the substantial size and
monetary value of the contracts. Also
they contribute very much towards
strengthening our relationships with
the customers concerned,” Ernie
concluded.
A spokesperson for the

Department of Water Affairs said
the department is satisfied with the
level and quality of service Electrical

Machines has provided on the
contract.

A factory worker at Electrical Machines’ Benoni plant checks over a 3455 kW 4-pole motor destined for
Jericho pump station, one of several replacement motors that the company’s Large Motors division has
produced for Department of Water Affairs pump stations in Mpumalanga during the past two years.

MikroPul wins R100m-plus ventilation contracts
for Medupi and Kusile turbine halls
MikroPul won its biggest ever
HVAC (heating, ventilation & air-conditioning) project recently in two contracts together worth over R100m.
The contracts, for manufacture
and supply of fans and auxiliary
equipment for ventilation of all the
turbine halls of both of Eskom’s new
six-pack 4800 MW coal-fired power
stations, Medupi and Kusile, were
awarded at the end of July by Alstom
Power, the manufacturer and supplier
of the turbines for both plants.
In bidding for these prized contracts MikroPul faced competition
from a host of other reputable
companies, including several international contenders. However
Alstom Power found it to have the
requisite expertise and track record
for project managing contracts of
similar magnitude.
“Although these are the largest
HVAC contracts we have won to date,
we were able to demonstrate that we

have previously executed large dust
control and gas-cleaning contracts.
This, among other key factors, satisfied Alstom Power that we have the
experience and expertise to handle
the project,” said Woitek Liberda,
MikroPul’s General Manager.
A spokesperson for Alstom Power
confirmed this and added that in all
aspects MikroPul’s bid satisfied the
contract conditions. In addition to its
bid being competitive, the company
fully met the technical specifications,
as well as the standard conditions
applicable to contracts for Eskom
projects, covering local content
requirements, procurement of the
majority of materials and components from BEE companies and the
training obligations in accordance
with ASGI-SA.
The spokesperson added that
Alstom Power was also impressed
by the fact that MikroPul was able to
commit to 88% local content for all
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the primary equipment involved, of
which the bulk is to be procured from
BEE sources, including black women
owned (BWO) companies.
The equipment, all supplied exfactory for installation by Alstom
Power or its designated installation
subcontractors under MikroPul supervision, includes ventilation ductwork, fans and accessories, electrical
motor control centres, cables and
racking. A total of 342 axial flow fans
ranging in power from 3 kW to 45
kW will be supplied for each power
station.
The ventilation systems for the
first unit of Medupi are due to be
supplied towards the end of the
first quarter of next year, with the
final delivery scheduled for the second quarter of 2012, while the first
delivery for Kusile is set at the first
quarter of 2011 and the final delivery
in early-2013.
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Mechanical Equipment

Mechanical Equipment experiencing healthy growth

An artisan works on a stainless steel fan unit produced by Mechanical Equipment’s Industrial Fans unit for a platinum mine’s process plant.

When the world economic recession hit last year and sent the local
mining industry in particular into a
sharp decline, Mechanical Equipment
was already well on its way to diversifying its operations to reduce its
longstanding previous heavy dependence on mining.
Among its various business units,
the Mining Fans unit, which designs,
manufactures and installs axial flow
fans and systems for main surface
ventilation and auxiliary underground
ventilation, still accounts for the
single largest share of the division’s
total turnover.
Although this unit’s contribution to turnover is less than it used
to be, the company continues to
thrive, thanks to a diversification
programme it has put into effect over
the past three years, during which
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it has acquired or established three
additional business units, bringing
the total number of units under its
control to seven. The three additions, Projects, Industrial Fans and
Arnot Anti-vibration Systems today
account for 43 per cent of Mechanical
Equipment’s business.
In the current adverse economic
conditions this strategy is proving
particularly fruitful in the case of the
latest addition, the Industrial Fans
unit, which after less than two years
in business already occupies joint
third place with HVAC Fans in terms
of contribution to turnover behind the
Mining Fans and Projects units.
“The fan units have been successful in winning a variety of contracts for several major projects,
including Gautrain, soccer stadiums
for the 2010 World Cup and power
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stations, as well as for various
process industry projects in mining
and elsewhere,” commented Craig
Johnston, Mechanical Equipment’s
General Manager.
The Industrial Fans unit complements the division’s established
fan units, offering both centrifugal
and axial flow fans and engineered
systems. Its range covers fans
designed in-house as well as fans
manufactured under licence to
Mechanical Equipment’s principal
technology partner Fläkt Woods AG
of Switzerland.
The unit caters to a wide variety of
industries that include power generation, mining, petrochemical, environmental control, chemical, food & beverage, textile and pharmaceutical.

Meissner hosts UPS Technical Week
Meissner hosted a highly successful Technical Week – its first
ever - at its Wadeville factory in
September.
Visitors were able to attend twicedaily training sessions and witness
hands-on demonstrations before and
after each session. Topics covered
included correct specification of UPS
for an application, interfacing UPSs
with generators, UPS software,
remote monitoring and advanced
battery management.
One of the two daily training
sessions focused on engineers and
project managers and the other on
IT and data handling.
“The response was overwhelming. It shows that there is a definite need in the industry for in-

At Meissner’s Technical Week a staff-member explains the finer points of UPSs and generators to a
group of visitors.

depth technical training sessions
of this kind. Due to the strong
demand we are already planning our
next Technical Week,” commented
Graham Beyleveld, Meissner’s
Sales Director.

The event also incorporated
a comprehensive product exhibition, including many products that
were in operation and simulated
typical UPS and generator working
environments.

Signalling’s Top Performers rewarded for ‘going the extra mile’
Signalling’s 2009 Top Performer
awards, for the top performers
among the company’s salaried and
weekly-paid staff respectively, were
presented at its end-of-year prize-giving function at Driehoek on October
28.
John Scott, 25, a Site Supervisor
engaged on the company’s current
contract on the main coal line between the Mpumalanga coalfields
and Richards Bay, won this year’s
Staff Performer of the Year award,
while Botha Nthunya, 52, the
driver of the factory’s bakkie, won the
Factory Top Performer award.
Mark Wilson, ACTOM’s Group
Managing Director, was present to
hand over the awards to John and
Botha at the prize-giving and awards
function. At the same time he presented this year’s recipients of longservice awards in the company with
their certificates and accompanying
gifts.
Commenting on the award to
John Scott, Signalling’s General
Manager Peter Colborne said he
fully deserved his selection because
he had proven diligent and capable
and was prepared to “go the extra
mile” in the execution of his duties.
“An additional factor that was
taken into account was his keenness
and quickness to learn. He has rapidly

John Scott, seen here in Signalling’s plant with
General Manager Peter Colborne, shows his
delight at winning the Staff Performer of the
Year award.

acquired new skills,” he remarked.
“He started off at the beginning
of 2007 installing points machines
and trackside hardware on the
Richards Bay Coal Terminal expansion. Recognising how quick on the
uptake he was, his supervisors got
him to help with apparatus cases and
relay rooms.
“He was then transferred to the
coal line contract where he’s been
working mainly with the axle-counters
and with engineers on testing and
commissioning. In October this year
he was promoted from working supervisor to a full supervisor.”
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Signalling’s Factory Manager Robin Crisell shares
in Botha Nthunya’s success after he was presented
with his Factory Top Performer trophy and prize.

Factory Manager Robin Crisell
said that Botha Nthunya had earned
his Top Performance award through
his complete dedication to his job.
“This often involves working long
hours, which he does cheerfully and
willingly,” he commented.
“In addition, we also want this
award to be seen as demonstrating
how much we appreciate people like
Botha, who although they aren’t in
the front line of production we view
as just as important as our factory
staff because they provide essential
support to the production process.”
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Rapid advances in switchgear technology have
increased demand for safety training
Protection & Control’s safety
training business was established
in 2007.
Barry Gass joined the company
as Training Manager in order to deliver
safety training on high and medium
voltage switchgear.
Barry has established ACTOM as
a significant player in the MV and HV
training field.
“In 2007, soon after I started, I
was running one or two courses a
month. I am now presenting three
to four a month,” he said, adding
that the need for training has steadily
increased.
“The main reason for the increase

is that technology is advancing much
faster than it was only a few years
ago, which means that customers
require more guidance to keep pace
with the safety measures that apply
in each case. With relays, for example, there are numerous different
types, ranging from the older electro-mechanical induction disc relays
through to the latest microprocessorbased relays.
“The situation is also complicated
by the fact that most users haven’t
standardised on any one type or
brand of switchgear or relays and
consequently require instruction on
the safety measures applicable to the

Protection & Control’s Training Manager Barry Gass with Senior Training Officer Joseph Makola during
a recent on-site high voltage course at Lonmin Platinum.
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various different types of equipment
they have in use.”
The main advantages of Barry’s
courses, over many others offered
in this field, are:
• Each course can be customised
to suit the specific requirements of
the customer.
• ACTOM provides training at the
customer’s premises – which in fact
is the preferred option.
• The training is not limited in application only to ACTOM equipment,
but is applied to whatever brand (or
brands) of equipment the customer
has on site.
“In excess of 90% of ACTOM
customers elect to have the courses
presented at their premises. The
main advantage for customers is that
the training can be carried out on the
customers’ equipment, with which
they are already familiar. Another
reason - which is applicable to companies based in other parts of the
country or any significant distance
from the training centre at Knights
– is that customers save on travel and
accommodation expenses for their
staff attending the courses.“
Industrial and mining companies,
as well as municipalities, parastatal
organisations and others for which
Barr y has run courses include,
among many others, Richards Bay
Minerals, Richards Bay Coal Terminal,
City Power, Abaqulusi Municipality,
KwaDuKuza Municipality, Rössing
Uranium, Mondi, Nampak, Lonmin
Platinum, Assmang, Umgeni Water,
National Ports Authority and Tata
Steel.
Barry, who is a registered assessor and moderator, presented a paper
for the second year running at the
AMEU Technical Convention 2009.
The convention was held in Port
Elizabeth at the end of September.
The paper, entitled “Safety operations on medium voltage switchgear” may be downloaded from the
AMEU website www.ameu.co.za ,
while details of the training courses
he offers are available on the ACTOM
website.
ACTOM is accredited with
MERSETA.

Neville at 70 is willing to carry on working
Neville Lock, Industry’s General
Manager, was thrilled when he was
treated to a surprise party by his colleagues a couple of days before his
70th birthday in early-October.
Human Resources Manager
Amanda Terblanche approached
him to tell him there was a problem
at the stores and that he should
go and see Stores Manager Kevin
Shannon to sort it out. “I accompanied her to his office and when
I asked what the problem was he
invited me to follow him. He led me
to the social club where everyone
was waiting,” Neville recalled.
“I hadn’t suspected anything beforehand. As soon as I went in they
all started singing ‘Happy Birthday’. I
was completely overwhelmed!”
Neville, who attained 25 years of
service with the company this year,
is fortunate in having enjoyed good
health. Both he and the company’s
top management are in agreement
that he should stay on for as long
as he remains capable of doing the
work.
So Neville, who looks much
younger than his years, continues to
perform his onerous duties.
Said Divisional Managing Director
Sybrand Nel: “We are very pleased
that Neville is happy to carry on
working. People with anything approaching his experience and level
of expertise are extremely scarce. It
will be very difficult to replace him
when he does retire.”
Among his many achievements
during the course of his career,
Neville is particularly proud of how he
has contributed to bringing the company back into the forefront as a supplier of mine winding electrics within
the past year after it had lost ground
to competitors earlier. “During most
of my tenure with Industry – as well
as for many years prior to that – the
company was the leading supplier
of mine winder electrics in South
Africa,” he pointed out.
“Although the ownership, composition and names of our international technology partners changed
at various times, resulting in similar
changes in the local group, the mine

Neville cuts the birthday cake at his surprise
party.

winder electrics business retained a
high level of importance throughout
– until 2005, when unfavourable
conditions in the mining industry
resulted in their attention being focused on other business activities to
our detriment. Suddenly we started
losing major local contracts to our
competitors for the first time.
“I have put a lot of effort into trying to get us back into a leadership
position in this market. A key element
of this was convincing our partners
of the importance of winning large
local contracts to our mutual benefit
and that this could only be achieved
if we re-established the close working relationships with them that we
had previously enjoyed when we had
won the majority of local contracts
that came up.
“Recently these efforts have begun to pay off and we are now again
winning large mining contracts after
a hiatus that has lasted for the past
three years. But it is still early days.
Before I leave the company I’d like to
see us properly consolidate our relationships so that we have a secure
platform to build on and re-establish
ourselves as market leaders again.”
To illustrate what successes may
be achieved when Industry and its
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overseas partners are working closely together at optimum efficiency and
dedication, Neville cited two large
contracts the company won in the
1990’s – both for AngloGold’s Vaal
Reefs No. 11 Shaft.
The first, in 1991, was an order
for cyclo-converter drives for the
rock winder for the shaft. “Cyclo-converter drive technology, which took
over from the traditional DC drive
system then most widely in use, was
quite revolutionary at the time. That
order was one of the first major mine
winder cyclo-converter drives orders
to be placed worldwide,” Neville
commented.
“ Th e s e c o n d o r d e r, w h i ch
stemmed directly from the first,
came in 1997. This was for an electrically-coupled Blair winder, which
operates down to 3150 m in one drop
– the deepest single drop winder in
the world.”
These orders were the forerunners of other successes and it is
Neville’s hope that this can be repeated for the new state-of-the-art PWM
technologies – for which Industry
recently secured a major order.

Senior appointment at
Protection & Control

Leon de Nysschen has been appointed Manager, Energy Metering
Division, at Protection & Control
with effect from November 1, 2009.
Leon has 18 years of experience in
the energy metering business and
he previously held the position of
Business Development Manager at
an energy metering company.
What’s Watt November 2009

Training Centre’s ‘Outside Training’
initiative proves successful
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Training Manager Dawie Oberholzer (right) with apprentices participating in the Training Centre’s first
Outside Training course. Next to Dawie is Betty Britz, his secretary, and on the extreme left is Electrical
Training Instructor Danie de Kock.

In a new initiative aimed at boosting its revenue in the current recessionary climate, the Training Centre
at Knights has launched Outside
Training, in which it offers apprenticeship courses to companies outside
the ACTOM group.
After finding at the beginning of
this year that fewer youngsters than
previously enrolled as new apprentices within the group, Group HR
Director Johann Ellis suggesting to
Training Manager Dawie Oberholzer
that Outside Training be introduced.
Between them they formulated the
course to run for three to 10 weeks,
depending on the amount of training
required by the apprentices of the
company concerned.
Dawie explained that the courses
are designed to “top up and fill in”
on the apprenticeship training already provided by the apprentices’
employers.
“The whole idea it to get apprentices up to speed for the trade tests
specifically. We are geared to train
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up to 20 apprentices at a time across
the whole range of mechanical and
electrical training we already provide
for apprentices within the group,”
he said.
Dawie kicks off the Outside
Training course with a session covering the theoretical side, which is
followed by hands-on training. The
course ends with training on health
and safety in accordance with requirements in terms of government
regulations.
The Training Centre successfully
ran its first Outside Training course
for a training company for 20 apprentices for nine weeks between July
and October. “What the client found
to be of the greatest value was the
opportunity we gave these youngsters – which they couldn’t easily
have got elsewhere – of being trained
while operating the equipment itself,
such as the lathes, milling machines,
welding equipment and electrical
panels that we have at our facility for
training purposes,” Dawie stated.
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