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It was indeed a great honour for the FRA to have had the Hon-
ourable Deputy Minister of Energy as  the guest speaker for 
their 2015 Conference.

Ambassador Thembisile Majola congratulated the FRA on the 
achievement of 20 years of promoting profitable and sustain-
able fuel retailing business by providing a platform for support 
and advancement of fuel retailers in South Africa. She also 
congratulated the FRA on their first national and very successful 
Conference. The timing, 20 years ago, of the establishment of 
the FRA could not have been more opportune - it was a time for 
new beginnings as our beloved country began its transition into 
a new democratic, non-sexist and prosperous South Africa.
The dynamic nature of the sector indeed requires adaptability 
to change. She was very pleased and encouraged by the fact 
that the FRA aims to continue embracing change even in the 
coming years with the same vigour and strength as it is reflected 
in the 20 year anniversary theme “equipping for change”.

The exhibition and participation at the Automechanika through 
the FRA Forecourt Show further indicates FRA’s adaptability to 
change and growth in this industry and as the policy maker, the 
department is on board to ensure an enabling environment.
Through the partnership, a number of issues have come to the 
fore relating to overtrading, licensing, pricing, to name but a 
few. It is through the combined efforts, together with other 
stakeholders that the Department of Energy has made strides 
in the advancement and transformation of this industry. This 
places the Department on a firm footing towards the attain-
ment of a goal of fundamental transformation of the economic 
landscape of the country.

She also acknowledged the challenges with the implementation 
of regulatory practices such as Regulatory Accounting System 
(RAS) and the use of credit cards at forecourts. The department, 
in continued partnership with FRA and other stakeholders 
is willing to assist in any way possible.” We have decided to 
revisit the discussions on the implementation of the Regulatory 
Accounting System and more details on these engagements will 
be provided to all stakeholders through the office of the Con-
troller of Petroleum Products in the department. “

The Deputy Minister also touched on the issues relating to fuel 
shortages and stated that the Department’s role is to ensure 
that there is reliable and adequate supply of petroleum prod-
ucts in the country. The department is following up on the com-
plaints in order to find solutions and turn the situation around.
Transformation is a critical imperative in this sector; and the 

Department is charged with the responsibility of creating an 
enabling environment and conditions for broader participation. 
She was pleased to note that the oil majors and their captains 
also attended this conference - they are an important and criti-
cal partner in this journey.

In light of the difficult global economic climate that we are 
experiencing today, the FRA’s contribution towards job creation 
and the 70 000 jobs that emanate from fuel retail stations con-
tinue to deliver tangible results. This indeed is a laudable con-
tribution by the petroleum industry to the implementation of 
the Government’s overall vision of job creation which requires a 
combined effort by all sectors in the Economy.

Message from the 
Honourable Deputy 
Minister

‘‘We have decided to revisit the 
discussions on the implementa-
tion of the Regulatory Accounting 
System and more details on these 
engagements will be provided to 
all stakeholders through the office 
of the Controller of Petroleum 
Products in the department.”
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She urges players in this sector to take into consideration 
the wages and safety issues of the workers at forecourts. A 
combined effort is required to deal with safety issues such as 
petroleum vapour management systems as well as continu-
ous education of the public in general about the use of cell-
phones while filling up.

As a result, the department is mandated to carry out the 
Sampling and Testing of Petroleum Products in the down-
stream petroleum value chain in South Africa as a whole and 
its border posts. This is meant to ensure that the fuel that is 
sold to consumers is up to the set standards for their own 

safety and the safety of their vehicles. I am sure that this is 
something all of us welcome, as safety and quality should be 
our hallmark.

In her conclusion, she believes that FRA has grown over the 
years not only in terms of membership but also in helping 
shape the industry through good relations with her depart-
ment and other stakeholders. She therefore looks forward 
to the next 20 years in the hope that the partnership will 
continue to grow from strength to strength. The department 
considers FRA as an important partner in its quest to ensure 
implementation of policy aspects such as meaningful wom-
en’s participation, skills development as well as enterprise 
development to ensure a fully transformed energy industry 
which is adaptable to change.

“In light of the difficult global 
economic climate that we are 
experiencing today, the FRA’s con-
tribution towards job creation 
and the 70 000 jobs that emanate 
from fuel retail stations continue 
to deliver tangible results.”
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ance between employers and employees 
value propositions and industry sustain-
ability.

A very special thank you to all FRA members 
for your continued support of the work we 
do. I always say that this is your organisa-
tion and I cannot stress enough how proud 
I am of you. I feel that I am standing on the 
shoulders of giants who are willing to sacri-
fice for the many.

The partnership we have had with the 
Department of Energy for the past 20 years 
is very much appreciated and I can confirm 
that you will always have a partner in the 
FRA. 

It is this Unity in Action that will see our 
beloved South Africa chart into new heights 
of prosperity for all its citizens.

The FRA upholds the principle of consulta-
tion and we will continue to engage all 
stakeholders on issues of common interest.

To all readers of the Forecourt Times Maga-
zine, I trust that you will enjoy our 2015 
edition.

Change is on the way. There is no 
denying that the fuel retail envi-
ronment has become increasingly 

demanding and often stressful. Whilst 
change can be a positive driver of perfor-
mance, it is when we fail to cope with that 
change that it has a negative impact on 
our performance.

The secret lies in learning how to harness 
change and use it to our advantage. It is 
with this understanding that the first FRA 
national conference focused on the theme: 
‘Equipping for Change’.  Our conference 
took place from 6-9 May 2015, alongside 
the Automechanika Johannesburg. Auto-
mechanika Johannesburg is South Africa’s 
leading international business-to-business 
trade show for the automotive industry. 

The FRA agenda was rich and relevant and 
equipped delegates, and in particular fuel 
retailers, on how to manage the change. 
More importantly, as investors and busi-
ness owners and employers of over 70 000 
people, guidance was given on how to 
grow our businesses in collaboration with 
all our business partners - oil companies, 
suppliers, third party service providers and 
government. 

I must say the response was overwhelming 
from all industry stakeholders, including 
the Department of Energy. I would like to 
express my sincere gratitude to all who 
attended and especially our honourable 
ambassador, Deputy Minister Thembisile 
Majola. We also appreciate the attendance 
of Rod Crompton from the National Energy 
Regulator. 

Our conference took a lot of preparation 
and it would be remiss of me not to thank 
our Platinum Sponsor, ABSA and Gold 
Sponsor, Wholesale and Retail SETA.

To the Automechanika leadership of 
Robert Kaiser and Phillip Otto, there is no 
better future partner so thank you for your 
valuable platform and the international 
trade fair expertise you bring to the South 
African automotive Industry.

Thank you to all the speakers who came with 
expertise and diverse knowledge from all 
spheres of life.  Our exhibitors at the FRA Fore-
court Show are the pioneers of something that 
will become great in the future and I value your 
willingness to be partners of the FRA. 

We were really honoured by the support and 
attendance of our neighbouring state associ-
ate, Motor Industry Association of Zimbabwe, 
and its President, Pearson Chitando. Your initia-
tive to cross the border in support of the FRA is 
commendable.

Special thanks go to our industry partners, 
SAPIA (South African Petroleum Industry Asso-
ciation) and Christian des Closières, Managing 
Director and CEO of TOTAL SA. I am also very 
appreciative of the attendance by the retail 
leadership from Engen, Sasol, Total, Chevron 
and Shell. This demonstrates willingness to join 
forces in shaping the future of the South Afri-
can fuel and convenience retailing sector.

To our Motor Industry Bargaining Council 
partners - MIBCO General Secretary, NUMSA 
and MISA - we still have a long journey ahead 
but your attendance certainly assures me that 
there is no mountain too high to climb if we 
work together in collaboration to ensure bal-
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Foreword
By Mike Motsoane, FRA President

“The secret lies in learning how to harness 
change and use it to our advantage. It is 
with this understanding that the first FRA 
national conference focused on the theme: 
‘Equipping for Change’.  Our conference 
took place from 6-9 May 2015, alongside 
the Automechanika Johannesburg. Auto-
mechanika Johannesburg is South Africa’s 
leading international business-to-business 
trade show for the automotive industry.” 



Mike Motsoane, FRA President



Who we are
The Fuel Retailers’ Association of Southern Africa (FRA) is a registered employers 

organisation under the provisions of the Labour Relations Act, 66 of 1995.  

The FRA is a financially independent and fully autonomous association that ensures 

the survival and success for all its members who are Fuel Service Station Owners in the 

retailing of fuel in South Africa.

The Association monitors and becomes involved wherever necessary with all aspects 

of retail fuel governance, distribution and sales in South Africa in order to protect and 

enhance Fuel Retailers’ interests. The Association’s income base is through membership 

fees.

Vision
To create a robust, sustainable environment that provides a reasonable return on 

investment for all efficient Fuel Retailers.

The primary objective of the FRA is to promote and protect the best interests of Fuel 

Retailers and its members in particular.

Mission
To engage with all stakeholders in facilitating and promoting open and transparent 

communications to ensure the industry is prepared for future sustainability.

Reggie Sibiya
Chief Executive Officer

Fuel Retailers’ Association: 
20 years of promoting interests 
of the Fuel Retailers
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The FRA acts swiftly and negotiates 
independently, collectively and individually 
with:
•	 Department	of	Energy
•	 SAPIA	and	SAPIA	members
•	 Department	of	Labour	and	other	

government groups

•	 Competition	Commission	and	
National Consumer Commission

•	 Banks/Banking	Association/
Payments Association of SA 
(PASA)

Margin
The FRA is instrumental in working 
with government to secure 
increases in the fuel profit margin 
by continually improving margin 
investigations in order to improve the 
viability of FRA members.

Legislation and regulatory 
framework
The FRA is proactive in ensuring that 
Fuel Retailers voices are heard in all 
government	legislation/regulations	
that affect the sustainability of our 
industry.

MIBCO/MIFA/Moto Health Care
The FRA is an official party to the 
Motor Industry Bargaining Council. 
The Labour Relations Act provides 
for the self-regulation of industries 
through the medium of bargaining 
councils whose mission it is to create 
and maintain industrial peace and 
stability in the motor industry. The 
FRA also represents its members in 
the industry pension fund (Motor 
Industry Fund Administrators) and 
also in Moto Health Care.

Dispute Resolution Council
Many cases have been successfully 
defended on behalf of FRA members 
by FRA appointed industrial relations 
consultants. As a member, you have 
access to IR services at competitive 
rates. Central to this is that, as a party 
to MIBCO, the FRA negotiates all 
labour related issues and policies, 
including wage negotiations, on 
behalf of its members. This gives our 
members peace of mind and the 
ability to focus on their businesses 

Our Services

Albert Groenewalt
North West IR Consultant



For additional services 
contact: Office 
Administration

 Tel: (011) 886 2664  

Fax: (011) 787 8719 

Email: fra.general@fra.org.za 
 
Website: www.fuelretailers.co.za

instead of having to deal with such matters 
themselves. 

Please phone the FRA office for regional 
contact details.

Training 
The FRA sits on the board of the Wholesale 
and Retail SETA. We supported this 

move  to ensure that we access retailing 
training skills within the relevant SETA. 
The FRA is continually engaging the SETA 
on identifying opportunities for training 
that are relevant for the sector. We assist 
our members with SETA related queries 
including requirements for participation in 
SETA programmes.

Payments, safety and security
The FRA participates in issues related 
to payments, safety and security in the 
industry which includes card fraud. We take 
part in PASA forums and our membership 
of SARPIF (South African Retailers 
Payments Issues Forum) keeps us aware of 
developments in the payment sphere. 

Free Services

Licence applications
The FRA seeks to make retailing as 
smooth as possible for members. 
In order to do this, we have an 
Operations Manager who deals 
with the Department of Energy on 
various matters relating to licence 
applications, on behalf of our 
members. Such services can be costly 
but we provide them free of charge to 
our members. Those of our members 
who followed the FRA process 
had resounding success with their 
applications – at no cost. 

Annual information 
By law, every year all licensed retailers 
are required to submit information 
to the Department of Energy. The 
FRA provides members with a free 
guideline template to assist with the 
completion of the forms. 

Annual fees
The FRA helps members who have 
not received their annual fee payment 
requests from the Department of 
Energy. It is important that members 
pay these fees as failure to do so can 
lead to suspicion around the retailing 
activity.

Proliferation of new retail 
service stations

Objections
With the advent of new 
developments, particularly in urban 
areas, we have seen a surge in new 
retail licence applications. These 
developments happen against the 
backdrop of falling fuel sales which 

leads to an inefficient fuel retailing 
sector, contrary to Section 2B of the 
Petroleum Products Act (PPA). To help 
our members, the FRA has developed 
a template that gives guidance on 
how to prepare an objection - another 
free FRA service.  

Appeals
In the event of an unsuccessful 
objection to the Controller of 
Petroleum Products, the next step 
is to appeal to the Minister. The FRA 
assists members in lodging appeals - 
this option is made available through 
Section 12A of the PPA.  It is important 
to note that such appeals can be very 
costly - without success in some cases. 
The FRA does whatever it can to save 
money for their members.   

Arbitration
It is important for Fuel Retailers 
to know that they have recourse 
when relationships with the oil 
company break up on account of 
unfair contractual practices. We have 
assisted members to lodge successful 
arbitration requests with these 
matters either being referred to the 
Arbitrator or an amicable settlement 
being reached with the oil company.  

RAS Implementation 
It is vitally important that you know 
what you are signing, before you do 
so. This is especially relevant where 
the site is owned and operated by the 
Fuel Retailer. The FRA has responded 
to numerous questions around RAS 
and we continue to be available to 
help. The FRA has also supported 

Dealer Councils either with advice 
or presentations to oil company 
management on how the FRA views 
RAS implementation.

Other Legal Opinions
Through our networks, the FRA has 
assisted many members who have 
faced other legal or contractual issues. 
We always give our members an 
objective view, and advise counting 
costs versus benefits before spending 
any money. We have also consulted 
extensively on the Consumer 
Protection and Competition Acts to 
ensure that contracts comply with 
these two legislative frameworks.

Other Assistance
The FRA has been involved with 
matters around supply issues and 
engages at higher levels when there 
are industry supply problems. In short, 
the FRA deals with every problem 
raised either directly by members or 
in collaboration with Dealer Council 
structures.
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gins for the retailer, with fees charged by 
oil majors remaining unchanged. We are 
also seeing the introduction of alternate 
profit centres as part of the service station 
customer proposition at less than desired 
investment returns. There is a growing 
need for the FRA to start looking at the 
overall profitability of service stations, 
including shops and other alternate profit 
centres.

The introduction of the Consumer Protec-
tion Act has come at the most opportune 
time and it is critical that the FRA explores 
the benefits of this legislation in fighting 
some of the rising unfair contractual prac-
tices. These include goodwill protection, 
returns in the shop business, fuel shortage 
deliveries and the prevalent fuel contami-
nations - with resultant often overstated 
repairs claims.

Socio-economic challenges expected to 
impact sales 
South Africa is facing persistent socio-
economic challenges including rising fuel 
prices, utility costs and inflation, which 
continue to exert pressure on consumer 
spending. Consumers will remain price 
sensitive and demand products at more 
affordable price points. Such socio-eco-
nomic factors coupled with labour unrest, 
record unemployment levels and the 
weakening South African rand contribute 
to the challenging economic environment. 
As a result, consumer income and spend-

The South African fuel retailing sector 
finds itself in a space where there are 

lots of changes taking place - including 
legislative, regulatory and convenience. 
The fight with the oil majors and other 
stakeholders for a share of limited profit 
margins is increasingly becoming the order 
of the day.

Whilst busy dealing with challenges of 
labour and running the day-to-day activi-
ties of the business, small businesses are 
faced with these changes which are 
beyond their control.

As we move from a highly regulated fuel 
industry to a somewhat deregulated one 

we are witnessing transitional challenges. 
There is an indication that the regulator is 
not willing to regulate more, for a number 
of reasons. This is the time where proactive 
management of issues to protect erosion 
of retailer margins is most critical. The FRA 
is aware of such dangers and hence it has 
been at the forefront fighting for industry 
sustainability from every angle.

Such challenges have been evident with 
the implementation of RAS where negotia-
tions regarding profit sharing were left to 
retailers and the oil companies. We also 
saw the entry of unregulated costs, such 
as credit card merchant service fees, start-
ing to erode the retailer margins. The link 

of some loyalty programmes 
to fuel credit card payments 
is not assisting as any credit 
card swiped attracts a higher 
merchant service fee than 
that accommodated in the 
fuel retail margin. The intro-
duction of these fuel loyalty 
programmes has also seri-
ously challenged regulations 
in that, whilst the regulation 
prohibits the fuel retailer from 
conditional selling, it opens 
the door to other players. This 
means that small players like 
independent service stations 
are in effect excluded from 
competing fairly with oil majors 
who are able to leverage 
partnerships with the banks 
and other corporates in driv-
ing their loyalty schemes. The 
maximum pricing of LP gas 
with the wholesale price not 
being regulated is also posing 
serious problems as wholesal-
ers keep escalating their prices 
whilst the retailer’s selling price 
is capped.

On the convenience stores 
front, we are confronted with 
challenges such as pre-priced 
cigarette packs being intro-
duced at reduced profit mar-

Changing Landscape
By Reggie Sibiya

CEO Review

“We are also seeing the 
introduction of alternate 
profit centres as part of 
the service station cus-
tomer proposition at less 
than desired investment 
returns...”
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ing remain under significant pressure 
which impacts heavily on retailers’ perfor-
mance.

It is estimated that only 60% of service 
stations selling just fuel are profitable.  An 
ever-increasing number of service stations 
will therefore become reliant on non-fore-
court activities to survive.

Global fuel trends
‘In the arena of alternative fuels for trans-
portation, natural gas has proven to be 
one of the most popular alternatives to 
traditional liquid fuels in many global mar-
kets, either in the form of CNG or LNG, with 
the former being by far the more common,’ 
said Sam Abuelsamid, Senior Research 
Analyst with Navigant Research. ‘However, 
in order for any alternative to gasoline or 
diesel to be viable as a transportation fuel, 
readily available refuelling infrastructure is 
an absolutely necessary component of the 
ecosystem,’ he added. The report finds that 
the development of a national market also 
depends on government policies towards 
alternative fuels. Governments or auto-
motive manufacturers will have to help 

reluctant service station operators with the 
costs of installing natural gas dispensers and 
adapting existing infrastructure. 
South Africa is currently looking at the man-
datory blending of petrol and diesel with 
biofuels as a clean source of energy and to 
reduce its reliance on imported fuel. We are 
awaiting this development to see how it will 
impact the fuel retailing sector.

Payment cards – Reserve Bank inter-
change implementation
As you will be aware, the South African 
Reserve Bank (SARB) announced in March 
2014 that the interchange charges on card 
transactions had been reviewed and that 
changes to the definitions, classifications 
of certain card types and the actual rate of 
interchange were to be made. 

The effective date of the changes, com-
municated by the SARB to the Payments 
Association of South Africa, was 17 March 
2015. It has yet to be assessed if this change 
has brought any meaningful savings to fuel 
retailers. It will also be interesting to see the 
trend by banks  as they continue to add a 
margin on the regulated interchange rates.

NACS coming to South Africa
In 2013, the FRA took the decision to asso-
ciate itself with the world-renowned NACS 
- The Association for Convenience & Fuel 
Retailing. This was in view of the fact that 
convenience retailing is becoming a more 
and more vital part of service stations 
in South Africa. We are  not unique and 
global trends are beginning to shape our 
industry. We therefore believe that partner-
ship with NACS will assist us in navigating 
this critical journey. 

NACS visited South Africa to announce its 
intention to host the NACS Global Forum 
in South Africa in 2016. The Forum is an 
annual thought-leadership conference 
which attracts 150 to 200 senior conve-
nience and fuel retailing executives from 
around the world. It has been held in Syd-
ney, Tokyo, Shanghai, Singapore, Vancou-
ver, Paris, Budapest, Munich and Madrid. In 
2016 it is scheduled for 6-10 March in Cape 
Town and Johannesburg. The FRA was one 
of the key stakeholders to have meetings 
with NACS to discuss planning and mean-
ingful participation in the Forum. 
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Attendees at the FRA conference were treated to the hon-
est, open and very entertaining Mike Said of Brand Strat-
egy – who highlighted some home truths about franchise 

success, sustainability and customer service.  As a brand strate-
gist with experience in the food sector and in franchising, he has 
his finger on the pulse of what makes a good brand, with the 
focus on marketing, multi-media and service excellence.

“Where once owning a business was always hard work - these 
days it just seems like hard work – where’s the fun gone?” asks 
Mike. Anyone in business today, especially in South Africa, has 
to contend with a range of challenges – from dealing with sup-
pliers, customers, competition, landlords and staff to the laby-
rinth that is social media. 

Mike Said equates running a business to riding a wave – there 
are always highs and lows that make for a wild ride. Understand-
ing the process of building a business and being prepared for 
the curveballs will go a long way to keeping your sanity and 
managing a successful business.  Mike Said’s business wave 
goes something like this:

Fifty Shades Of Growing Your Business
Stop being a slave to your business
(Or “How to whip your business into shape in six  weeks”)

So I have been writing about the sorry state of the small busi-
nesses in South Africa for the past few years and am often taken 
to task that I spend too much time highlighting the problems 
without offering sufficient solutions and remedies. So my cus-
tomers, clients, friends, family and fellow prisoners to the indus-
try... This is it, a Six Week Plan. The best time to start fixing your 
business was always sometime in the past, the second best time 
is today. Six tasks in sixweeks let the healing begin!

WEEK ONE – UNDERSTAND THE CHALLENGES

Simple, it’s YOU!  The biggest problem with small businesses is 
the people who own them.  If we fix YOU, then YOU can fix your 
business.

So, starting today you have to do something different.  You may 
not know what it is yet, you just know it’s something.

You may well be thinking something along the lines of “I’ve 
heard this all before.  I know that the business strategy/plan is 
not about planning for tomorrow, but planning for today so I 
can change tomorrow; and while the theory is great, how do I 
put it into practice?  And why do I feel like I am always drown-
ing?”

Outspoken Mike 
Said says it like it is

Your journey started with a brilliant idea.  You’ve had enough of 
working for a boss and want to strike out on your own.  Chances 
are you were not very busy when you reached this decision, 
because busy people seldom have the time to come up with 
great ideas.  But that, my friends, is a topic for a whole other 
article.

By the way, want to know the worst thing about working for 
yourself?  If you think the last guy you worked for was an idiot, 
he’s nothing compared to the guy you’re going to work for now; 
he doesn’t pay you, doesn’t give you leave, doesn’t understand 
sickness and certainly doesn’t accept excuses.

In the early days excitement abounds and you can’t stop talking 
about your idea, to the point where if you are feeling like people 
are avoiding you, they probably are.  Nevertheless, life is incred-
ible and everything is coming up roses!  Business is walking in 
the door, your bank account is healthy and you absolutely have 
made the right decision.

Then you reach the ‘I can do anything stage’ where we believe 
we can do anything, including walk on water if we have to.  You 
begin to think you can successfully replicate what you are doing 
in Johannesburg in Pretoria and even Cape Town, what you’re 
doing for CDs you can also do for books...  and so on.  I also call 
this the PAYE stage, aka Planes, Automobiles, Yacht, etc., in other 
words, everything you shouldn’t be buying!

Then one day you wake up to the step plan for your business as 
you navigate the dip and crest of the business wave - an order 
gets cancelled, sales are slow and a staff member reports you to 
the CCMA.

Suddenly things are not so easy and you find yourself languish-
ing in the dip of the wave.  It’s debilitating, demotivating, drains 
your energy and enthusiasm and is probably where most small 
businesses in South Africa find themselves right now.

Personally I go through a dip every April without fail; come 
April I always think ‘Apply for a job’, but somehow, things always 
begin to turn around at the point called ‘Decision Time’.

Decision Time is when you decide you don’t want your business 
to struggle anymore, that you want to do something better.  You 
may even decide to give up, or if you do decide to carry on it is 
with the understanding that you have to do things differently.  

For many of you that moment may be now and it is for that very 
reason that you find yourself reading this.
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WEEK SIX – RECONNECT WITH YOURSELF

Take a little time to work on yourself! One of the lessons I learned in 
Twenty Fourteen was that life and your health are not guaranteed 
but that you need to give yourself the best possible chance of stay-
ing healthy. Spend a little more time exercising, a less time eating 
and drinking the wrong foods, go for a medical check-up if it is 
overdue and invest some time and effort in you. Read a couple of 
business books you have been threatening to read for oh so long, 
read a little fiction just for the fun of it, take in a movie, go away for a 
weekend and spend a little extra time with your family. 

Mike Said is owner of MikeSaidWhat? 
Mike is a Marketer, Public Speaker, Committed Dad & Part Time 
Adrenaline Junky

Today, his company MikeSaidWhat?works with companies 
and individuals from all industry segments, advising them on 
branding strategy, market development and customer service. 
MikeSaidWhat?specialises in the development and implementation 
of social media strategy for all business.  His ability to impart his 
knowledge in a humorous and down to earth manor has made me a 
sought after speaker at corporate functions and conferences. F

WEEK TWO - RECONNECT 
WITH YOUR PURPOSE

They say the two best days of 
a small businessowner’s life 
are when he opens his first 
business and when he sells 
his last. Take this week and 
let your mind drift back to 
those few weeks before you 
opened and the few months 
thereafter. Assuming you have 
experienced the first and not 
the last, try and recall those 
dreams, those plans and those 
moments that inspired you. 
Write down your thoughts and 
most importantly share them 
with others, your spouse, your 
kids, your partner, your suppli-
ers and most importantly your 
staff, they are an integral part 
of your success and your failure 
and you may need then now 
more than ever. 

WEEK THREE - RECONNECT 
WITH YOUR PEOPLE

I know, I know, I can already hear you saying it... “But what if I 
go to all this trouble and expense to connect with them and 
train them and they decide to leave?” True but what if you 
don’t and G-d forbid they decide to stay? It’s never the staff 
who leave you that make your life miserable it’s the ones 
you wish would leave but decide to stay. Take this week to 
reconnect with each and every staff member on a personal 
basis. Take a few minutes with each one of them, reintro-
duce yourself to them, speak to them like they are the most 
important person in your restaurant at THAT moment. 

WEEK FOUR - RECONNECT WITH YOUR CUSTOMERS

It’s time to ditch the door lady, give your manager a week’s 
leave, roll up your sleeves and get ready to meet some really 
important people... your customers! You are about to earn 
yourself an MBWA this week. That is a Management By Walk 
About and it’s the single most important part of running a 
great and successful restaurant. Let’s clear something up 
here, “money comes into your business through the front 
door and is made at the back” and this week we are going to 
the source of the funds. 

WEEK FIVE - RECONNECT WITH YOUR BUSINESS

Yes, it is a business! Your customers expect a level of service 
and attention from us that very few of them offer in their 
own businesses. And all this they expect at a price that sel-
dom allows business owners any room for profit. Fixed costs 
like rentals are skyrocketing, input costs like food and labour 
are on the rise and profits are on the way down. There has 
never been a more crucial time to take control of the busi-
ness side of your business. Few of these costs are control-
lable and yet I find that even those that are, like input costs 
and labour are seldom given the attention they deserve or 
need.

“By the way, want to know the worst 
thing about working for yourself?  If 
you think the last guy you worked for 
was an idiot, he’s nothing compared to 
the guy you’re going to work for now”

Visit www.mikesaidwhat.co.za or email him on mike@mikesaidwhat.co.za
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Clem Sunter, internationally renowned strategist and sce-
nario planner enthralled the FRA conference delegates 
with his look at the trends and sudden game-changing 

events which could be the subject of breaking news in the near 
future. He believes that scanning the environment around you 
is essential to plotting your future strategy. Here is his list of 
breaking futures for 2015:

The religious flag:
The religious flag is shaping the immediate future of the world 
more than any other political, economic or social flag. The sub-
sequent shootings in Sydney and Paris, though very different in 
nature, illustrate how difficult it is for the countries concerned to 
handle this type of threat, given how dispersed it is. How many 
suspects can you monitor closely at the same time within the 
resources available to the state? How much are you prepared 
to compromise the basic principles of freedom and justice on 
which your society exists to pre-empt further strikes? How do 
you stop polarisation of your citizens into extreme and oppos-
ing movements which undermine the level of social harmony 
critical for quality of life and economic success? How do you 
prevent new technologies like drones being used for evil pur-
poses? How do you win the hearts and minds of young people 
so that they do not kill for a cause or religious belief? All these 
questions are going to be asked by the media against a back-
drop of increasing probability of further events.

Flagging the 
Future – Clem Sunter

The two-speed global economy: 
Unlike an ageing Europe and Japan and a slowing China, there 
has been a remarkable resurgence in the American economy. 
An economic growth rate of 5% in the third quarter of 2014 
and an unemployment rate down at 6% are very positive flags 
indicating that the world’s largest economy is in a state of full 
recovery. However, the true test will only come when annual 
interest rates rise from their current level of virtually zero to 
something more in line with the historical norm. Then, and only 
then, will we know that the patient is really hale and hearty and 
not dependent on a drip labelled ‘cheap money’. The breaking 
future is that we are moving into a two-speed economic world 
consisting of America and successful non-oil, emerging econo-
mies on the one hand and Europe, Japan, Russia and other oil 
producing nations on the other hand- with China and India 
somewhere in the middle. We call it our ‘ultraviolet’ scenario 
made up of ‘U’ countries stuck for whatever reason in the ongo-
ing ‘U’ of hard times and ‘V’ countries experiencing the ‘V’ of a 
resilient comeback from the financial disaster of 2008. Identify-
ing which nation is in which category and betting on those in 
the favourable one is the key to a sound investment strategy. 
We just have to accept that, despite globalisation, we live in a 
world of increasingly divided national prospects.

The changing world of work: 
We have been saying for years that the world of work has 

changed forever and we are never 
going back to the mass employment 
conditions of the last century. 

“ The breaking future is 
that we are moving into a 
two-speed economic world 
consisting of America and 
successful non-oil, emerg-
ing economies on the one 
hand and Europe, Japan, 
Russia and other oil pro-
ducing nations on the 
other hand- with China 
and India somewhere in 
the middle.”
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Technology has driven a shaft through many jobs, companies 
are cutting back on their permanent work-forces by sub-
contracting all their non-core activities to others and we now 
have the concept of on-demand employment where you are 
hired for a specific time to do a specific job. Pop-up businesses 
which have a life measured in months rather than years are all 
the rage. The static world of Karl Marx in which a proletarian 
class works for the owners of capital has given way to a more 
dynamic, mixed model where a person can be an entrepreneur 
and worker at the same time. You are your own boss and if 
there is a boss, it is your customer! This has created unprec-
edented youth unemployment in many countries because 
schools and universities are still preparing their students for the 
market that prevailed fifty years ago. They have not woken up 
to the changing reality of business and the fact that technol-
ogy has disrupted all of their cherished academic assumptions 
about of what you should be taught to be a success in life. 
Expect much more on this issue in the coming days and weeks.

Immigration and the future of the European Union: 
The rising level of inequality in the world as the gap grows 
between the super-rich and the rest has caused widespread 
dissatisfaction with the politicians currently in power. They are 
perceived as being totally out of touch with your average mid-
dle-class or working class person who no longer has the kind 
of purposeful life and opportunities that his or her parents had. 
Indeed, the perception is gaining momentum that this is the 
first generation to have retrogressed in material terms because, 
for example, the price of property in London has escalated to 
a point that, even on its outermost fringes, it is unaffordable to 
normal buyers. Consequently, fringe political parties are hav-
ing a ball. In Europe and the UK, those parties tend to be highly 
nationalistic, anti-immigration and highly suspicious of Brus-
sels. 

The grey flag: 
Another trend which is featuring more strongly in the media 
is that national health services are being overwhelmed by the 
numbers of elderly people. In the UK, there are now half a mil-
lion people over 90 years old. Accident and emergency services 
are in a state of perpetual crisis as the beds are permanently 
occupied by indigent old people who cannot afford the bus 
or taxi ride home. They want to stay in a hospital bed until 
they die. This situation is only going to get worse as the demo-
graphic ageing process intensifies over the remainder of this 
century. The upside is that there are many more entrepreneurs 
seeking a second life in their seventies and eighties. The whole 
concept of pensions and retirement will need to be revised. It 
is worth noting that China faces a demographic cliff of note in 
the next 15 years as a result of the one-child policy it enacted 
in 1978. In other words, enjoy China’s economic growth before 
the window closes and it one day becomes like Japan.

A fracking unbelievable drop in the oil price: 
Last year we said that the oil price could go below $80. It is now 
just above $50 and the reasons are simple: America is once 
again knocking on the door of being the world’s largest oil pro-
ducer on account of fracking which means it no longer has to 
import any barrels of the stuff; China is not the growth engine 
it used to be; and Saudi Arabia has pledged to maintain its pro-
duction, if not increase it, to safeguard its export revenues. The 
good news is that this could lead to petrol prices falling at the 
pump, thereby reducing inflation. The bad news is that most 
of the new fracking projects in America and elsewhere are los-
ing money hand over fist and we could witness the bursting of 
the fracking bubble. This could reverberate through bond and 
equity markets. We shall just have to wait and see.

The economic crossroads in South Africa: 
We are at the most important moment in our history since 1994. 
With a national unemployment rate of 25% and a figure of more 
than 50% among young people, our economy is failing to pro-
vide anything like the proper degree of economic freedom to 
go with our political democracy. We can undo all the good of 
the last 20 years if we do not act now to rectify the imbalance. 
Bearing in mind the fourth piece of breaking news about the 
changing nature of work, the only way to create 5 million jobs 
by 2020 and 11 million jobs by 2030 is to open the floodgates of 
entrepreneurship in this country. We need at least one million 
new sustainable businesses to get anywhere close to these job 
figures. It is my fervent wish that the one item of breaking news 
we hear about in this country in 2015 is that the government 
has become the champion of small business and is intent on 
providing a platform to make it happen. I do not mind whether 
you call it citizen capitalism or creating a new generation of 
industrialists as long as the principle becomes the centrepiece 
of implementing the National Development Plan. For if it does 
not happen, the breaking news at the end of this year will be 
that we are nearer to being a failed state- in our own eyes and in 
the eyes of the rest of the world.

“ We can undo all the good of the 
last 20 years if we do not act now 
to rectify the imbalance. Bearing in 
mind the fourth piece of breaking 
news about the changing nature 
of work, the only way to create 5 
million jobs by 2020 and 11 million 
jobs by 2030 is to open the flood-
gates of entrepreneurship in this 
country.”

F



Absa opens doors for businesses in 
the fuel industry

Absa Bank Limited Reg No 1986/004794/06  Authorised Financial Services Provider  Registered Credit Provider Reg No NCRCP7

Fuel is a specialised industry affected by complex industry factors such as 
international oil prices, exchange rates, security of supply, labour costs, 
lending and its costs and sufficient working capital especially when the 
fuel price increases.

In South Africa alone, the petroleum industry has an annual turnover in 
excess of R200 billion. In fact, the country is the biggest consumer of fuel 
in Africa with a staggering 26% of the continent’s consumption – during 
2013, South Africa consumed approximately 11,2 billion litres of petrol 
and 11,9 billion litres of diesel.

The petroleum industry contributes in excess of 6% of the country’s 
gross domestic product (GDP), supports employment of over 
100 000 people directly or indirectly and sells approximately 27 billion 
litres of petroleum products annually. Even more encouraging, is that the 
industry spends more than R64,2 million on corporate social investment 
initiatives.

With about 4 500 service stations (owned by companies and dealers) 
that pump on average 300 000 litres of fuel a month, the overall picture 
of the fuel industry is that of a strong economic driver.

It is, however, still one of the world’s most capital-intensive and cash-
flow dependent industries. For example, the average working capital 
requirement of a service station business is between 
R1,2 million and R1,5 million in South Africa. Having a trusted and 
experienced business banking partner who can offer business specific 
guidance and recommend tailored solutions that will open doors for 
businesses in the fuel industry is, therefore, paramount to a business’ 
ultimate profitability and success.  

The fuel industry is a key strategic industry for both Absa and Barclays in 
partnership with the Fuel Retail Industry. Absa banks about 30% of the 
country’s service stations – a figure that is indicative of just how involved 
the banking institution is in the industry and the level of understanding 
it possesses regarding the industry’s intricacies and specific challenges. 
Moreover, thanks to extensive networking and meeting with oil 
companies and industry associations, as well as working extensively with 
fuel wholesalers, retailers and distributors, Absa is able to offer best-
of-breed products and global solutions to meet the needs of fuel retail 
industry customers.

“It’s about relationship building rather than just banking,” explains James 
Noble, Business Development Management for the Fuel Industry, Absa 
Business Banking. James is responsible for the development of Absa’s fuel 
retail strategy and for facilitating the creation of a centre of excellence for 
internal as well as external industry stakeholders. Having been involved 
in the franchise and fuel industry for the past 18 years, he is an expert 
in his field and develops sales growth strategies and solutions for the 
industry from a banking perspective. In addition, he is passionate about 
the small and medium-sized enterprise (SME) market in South Africa. He 
has a deep understanding of the industry and the challenges that local 
entrepreneurs face in the local business environment.

“In order to help businesses, whether an SME or a commercial business, 
we need to understand where your business is in its life cycle, what 
your business’ unique requirements and needs are – while of course 
acknowledging that this changes as your business grows. We are then in 
a position to actually add value and positively impact your business with 
the right banking solutions and advice that will help your business to 
prosper,” says James.

The Absa Franchising team operates across a number of business 
categories that includes not only automotive and fuel, but also grocery 
retail, restaurants, quick-service restaurants, entertainment and 
leisure, to name but a few. The approach to banking in this space is 
relationship-driven through an extensive network of industry specialists 
and relationship executives that team up to provide customers with the 
best the bank has to offer. In helping franchises, Absa’s banking solutions 
are aimed at optimising value, reducing operational risks and enhancing 
cost-efficiencies. Among its market-leading operational products are 
cash management and payment solutions, merchant services, electronic 
banking, business insurance and advice, commercial asset finance and 
commercial international banking.

To find out more about franchising and financing solutions for fuel and 
automotive franchisees and franchisors:
• Visit the franchising site: http://www.absa.co.za/Absacoza/  
      Commercial/Industry/Franchising
• Call Absa on +27 (0) 11 350 8000
• Email: franchise@absa.co.za

Industry information source: SAPIA and Absa Franchising.
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Business guru Brand Pretorius, one of the guest speakers at 
the Fuel Retailer Conference,  gave a rare insight into what 
it means to do business in South Africa and gave these 

leadership lessons based on his recently published book “In the 
Driving Seat – Lessons in Leadership’.

Leadership Matters
According to Brand Pretorius, “leadership represents the single 
most important advantage of every world class organization, 
the source of every great achievement and the bedrock of 
every extraordinary life.  Looking at the history of the world 
it becomes clear that the quality of leadership largely deter-

Lessons in 
Leadership

courage to enlist others in the pursuit of your vision”  puts the 
emphasis on connecting people, both with each other and to 
the future they want to see.

According to Brand, the core tasks of leadership are to direct, 
inspire, enable, focus and change behavior. Leaders shape 
which choices people make and how they respond. They also 

mines the political environment, social development, economic 
growth and business success. It controls and shapes destinies, it 
can build or it can destroy.”

The bottom line is that great leadership matters. This state-
ment is particularly relevant in a country like South Africa with 
its wide array of different challenges. Despite the fact that we 
are already over 20 years into our democracy, we are still deal-
ing with the effect of the flood waves of political change that 
swept over our country in 1994. This political transformation 
also changed the dynamics in the workplace. Workers now have 
a seat at the centre of political power, and they are demanding 
real influence in their organizations. They want to be respected, 
involved, developed and rewarded in line with their expecta-
tions. 

What is leadership?
Kevin Stirtz’s definition of leadership …”Leadership is about 
faith and people and purpose. It is about having the vision to 
know what to do, the faith that is the right thing to do and the 

– Brand Pretorius

harness the resultant energy. The outcome of their efforts 
should be the realization of the vision and the attainment of the 
objectives set. 

Understand the difference between managing and leading
There is a big difference between managing and leading and 
the key is to strike the right balance.  

• To lead is not a right - it’s a responsibility and a privilege.
• Leaders do the right thing – they inspire, they direct and 

their emphasis is on people
• Managers do things right; they micromanage with the 

emphasis on the processes.

Develop an leadership persona
A leader cannot succeed on auto-pilot or by being autocratic 
but needs to develop his/her own unique and authentic 
approach towards building a dream not just for themselves 
but for the people that work for him.  Hierarchy and autocracy 
in business today is dead – a true leader needs to inspire, to 

“ Despite the fact that 
we are already over 20 
years into our democ-
racy, we are still dealing 
with the effect of the 
flood waves of political 
change that swept over 
our country in 1994. 
This political transfor-
mation also changed 
the dynamics in the 
workplace. “
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care and to touch the hearts of everyone he comes in contact 
with.  Madiba’s famous words ‘I am here not to lead but to serve’ 
should become every leader’s mantra.

In his book, Brand Pretorius identifies the following attributes 
required for effective leadership:

- Basic Intelligence
 Considering the complexity of both the environment as well 

as the leadership task, a reasonably high level of basic intel-
ligence (IQ) is required.

- Moral Intelligence
 It informs our conscience and thereby our response to the 

circumstances and challenges we encounter.  It refers to our 
applied integrity, our moral compass. It provides the frame 
of reference as to what is right and what is wrong.

- Spiritual Intelligence
 This involves the ability to live by values that seek meaning-

ful purpose in what we do beyond just self-interest and the 
pursuit to achieve something greater than just personal 
glory.

- Emotional Intelligence
 EQ is regarded by the majority of experts as the one key 

attribute that a leader needs. It is the ability to manage 
one’s own emotions and relationships with others – achiev-
ing results through the combined efforts of other people.

- Adversity Intelligence
 This is having the emotional flexibility and hardiness to 

tackle the tough times in which the world finds itself and 
having the ‘adversity intelligence’ to face it.

- Integrity
 The most important attribute of a leader is integrity. True 

leadership starts from within, with the person’s character. 
The character of the leader is far more important than the 
act of leadership itself and leadership is therefore not so 
much a way of behaving, but a way of being.

- Humility
 Humility means that you know who you are, where you 

have been and what you have accomplished. Secure in the 
knowledge, you can get out of your own way and focus on 
others. This represents a paradox – leadership starts with 
the leader but it is never about the leader – the spotlight is 
always on the results.

- Hardiness
 Leadership is not for the fainthearted – adversity and disap-

pointment tend to be part of the deal. Leaders therefore 
need the perseverance and hardiness that will enable them 
to emerge from devastating circumstances without losing 
hope.

- Discipline
 To succeed, leaders need the discipline of maintaining fit-

ness in the physical, intellectual and spiritual spheres. Spiri-
tual discipline helps leaders to remain true to the principles 
in which they believe. Emotional discipline results in self-
control – the ability to lead with calmness and clarity.

- Positive Attitude
 Characterised by aspiration, passion, energy and enthu-

siasm, a positive ‘I can’ approach is more important than 
knowledge, skills and even experience. The right attitude 
inevitably leads to achievement – it can also triumph over 
adversity.

- Continuous Learning
 Mahatma Gandhi’s wise words, ‘Live as if today is your last 

day, learn as if you are going to live forever’ re-enforces the 

premise that knowledge has power as it provides access to 
opportunity and advancement. Our capacity to grow deter-
mines our capacity to lead.

Lessons Learnt
Brand Pretorius, in the closing chapter of his book, admits that 
his initial impression of what leadership was all about under-
went a fundamental transformation from when he arrived at 
Toyota over 40 years ago at the age of 24.

Back then, the key words he associated with leadership were 
importance, power and authority. He believed that leaders, 
because of their position, were entitled to respect and obedi-
ence.  His view today is different. He believes that leadership 
has nothing to do with position, title or status. It is certainly 
not about power and vanity. Using positional power to lead 
represents the lowest level of leadership. People will follow only 
because they have to, not because they want to. He now knows 
that leadership is all about influence, which has to be earned.

Leadership is a responsibility and not a right – and that it is an 
enormous privilege to lead. Leaders must perpetually earn the 
moral mandate to lead – and have respect for all people and the 
willingness to serve them

What people expect from their leaders
Reflecting on his experience, Brand Pretorius identifies 5 of the 
most important things people expect from their leaders.

• A clear direction – they want to know where their leaders 
are taking them.

• Mutual trust and respect – it is the foundation for good lead-
ership.

• A caring attitude and a serving mentality – genuinely, from 
their hearts.

• Good results – people only follow competent leaders.
• Hope and inspiration – these are the sources team members 

tap into for determination, energy and enthusiasm.

Lead by example
Brand Pretorius believes that if you can’t lead yourself, you can’t 
lead others.  This includes being:
- kind without being weak;
- bold without being a bully;
- humble without being timid.

Some of the world’s most admired leaders all have the following 
qualities:
• they have positive vision, with no negative toxicity;
• they are passionate, energetic and enthusiastic;
• they lead with integrity;
• they know who they are;
• are visible and accessible;

Brand Pretorius believes that leadership has nothing to do 
with power or authority, and everything to do with trust which 
trumps everything.  The desire to make a difference must over-
ride power, authority and importance and any good leader 
worth his salt will use the following:

- his head – through intellect and vision.
- his heart – through his principles and vision.
- his hands – his conduct must be exemplary. F
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Halted Midstream
THE FUEL Retailers Association (FRA) 

has put on hold its legal action 
against the department of energy 

over the erosion of retailers’ profit margins. 
It held another meeting with the depart-
ment on July 1 in an effort to reach an 
amicable resolution.

Fuel retailers have long complained about 
margin squeeze, and the new Regulatory 
Accounting System (RAS), implemented 
fully in 2013, was intended partly to 
address this. RAS calculates a return for 
each activity within the value chain. It 
stipulates what return is due for asset own-
ership, operating the service station and 
recovery of expenses.

FRA CEO Reggie Sibiya says implementa-
tion of the RAS is not achieving the objec-
tives of the Energy White Paper or the 
Petroleum Products Act (PPA) of protect-
ing jobs, encouraging small and medium 
enterprises, and transformation by giving 
equitable returns for new entrants. New 
black forecourt owners are often heavily or 
entirely dependent on debt to fund their 
businesses.

Before RAS, the margin allocation system 
used a standard franchise concept where 
80% of the gross margin covered costs and 
20% was “entrepreneurial compensation”, 

or profit for the service station operator. 
This year, the retailer margin consists of 
84c/litre	to	cover	fuel	retailers’	operating	
costs	and	67,1c/l	for	return	on	investment	
(ROI).

The	67,1c/l	is	the	contentious	figure.	Fore-
court assets are sometimes owned by the 
oil company that provides the franchise 
agreement but 40% of retailers also own 
assets. So sharing the ROI has to be agreed 
through negotiation.

Most at risk is the 60% of the retailers who 
do not own the assets but have invested 
millions of rand for a franchise agreement, 
Sibiya says. For operating the business, the 
RAS	model	allocates	21,9c/l	in	theory.	But	
in practice this varies greatly and can be as 
little	as	15c/l.

Even retailers who own the majority of 
assets	receive	far	less	than	the	45,2c/l	
intended as a return on assets. Because 
the retail price of fuel is regulated, retailers 
cannot claw back by raising their selling 
prices.

The FRA argues that the profit split should 
be regulated or, alternatively, oil compa-
nies should be prohibited from owning 
retail assets. The PPA prohibits wholesalers 
from owning a retail licence but in practice 

they share in the profits of the retail busi-
ness, he says.

The spirit and intention of the RAS is posi-
tive, Sibiya says. The annual determination 
is transparent, detailed and does not inflate 
petrol prices for the consumer.

But fuel retailers are worse off under the 
RAS than under the previous system. A 
return	of	a	maximum	of	21,9c/l	does	not	
cover the risk inherent in three to five-
year franchise agreements which can be 
terminated at any time, the cost of repay-
ing loans to buy a franchise, unregulated 
costs such as bank charges and credit card 
usage, or for the goodwill in the business.

If retailers’ profit margins are not protected, 
the first to suffer will be the 7 0000 employ-
ees, Sibiya says.
Apart	from	their	share	of	the	45,2c/l	retail	
margin, oil companies are also guaranteed 
a margin per litre from other activities such 
as storage, distribution and wholesaling 
of fuel, Sibiya argues. For a retailer, the 
forecourt is usually the only source of fuel 
income.

Though the average volume of fuel (petrol 
and	diesel)	sold	per	forecourt	is	300	000l/
month, Sibiya says many are selling much 
less and their volumes are declining as the 
number of service stations increases.

SA Petroleum Industry Association (Sapia) 
executive director Avhapfani Tshifularo 
says the RAS improved on the previous 
system. It has achieved the objectives of 
removing the subsidy between regulated 
and unregulated products, rewarding 
investment and being more transparent. 
Like any new system, issues emerged in 
practice which had to be resolved.

He says the RAS required wholesalers and 
retailers to agree on allocating costs. If 
government wanted to legislate that pro-
cess, there was likely to be public consulta-
tion and Sapia expected it would have an 
opportunity to give its input.

By Charlote Mathews

This article was culled from Financial 
Mail - 16th July, 2015
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Franchising is without a doubt the most successful business 
format in the world. - based on a tried and tested dupli-
cation mechanism. The fundamentals to franchising are 

universal and can be adapted to any business sector, as Richard 
Mukheiber, Managing Director of Cash Converters, the Austra-
lian group with over 700 outlets in 21 countries, showed as one 
of the speakers at the 2015 FRA Conference. 

With over thirty years of successful trading in the second-hand 
retail market, Richard Mukheibir confirmed that “in business 
things go in cycles and the key is to work with that in mind”, 
according to MD Richard Mukheiber.  He believes that under-
standing the key roles of what the franchisor needs to con-
centrate on and what the franchisee has to do must be clearly 
understood and adhered to and he boils it down to these 
duties:

The franchisor is responsible for:
• growing the business
• adapting the business model to changing economic trends.

The franchisee is responsible for:
• running the business as the owner-operator
• following the business system

- The ideal franchise relationship should be based on a com-
mon set of values between the parties, and a complimentary 
skills set.  

However, as the business develops, so the nature of the relation-
ship and behaviours change and franchisors must be aware of 
these changes and adapt to them. Many franchisors who have 
attended seminars organised by Franchize Directions of noted 
Australian franchise guru, Greg Nathan are familiar with the 
various stages in a franchisee’s business life span – going from 
being enthusiastic and compliant to the rebellious stage and 
then to the mature stage of understanding and appreciating 
the symbiotic nature of the franchise relationship.

Each stage of a franchisee’s life cycle has its own challenges and 
this, coupled with external factors such as economic factors and 
personality changes, can affect the optimum performance of 
franchisees - Cash Converters in Australia have developed a pio-
neering monitoring program that can pick up any strains and 
stresses that franchisees might be experiencing to then take 
steps to micro-manage and give ‘intensive care’ to franchisees 
through tough times.

“Picking up the warning signs that the franchise ‘fit’ is not there 
starts with the pre-screening”, says  Mukheibir.  No matter how 
keen a franchisor is to sell a franchise, he/she should never go 

ahead and open a franchise unless three important principles 
are followed:

• Ensure that you have the right franchisee for your brand and 
your business

• That they are well capitalised
• That you have the correct site.

Throughout a franchisee’s life cycle, there are basic warning 
signs that will alert the franchisor that all is not well with a 
particular outlet. Although it is up to the franchisee to follow 
the franchise system and alert his franchisor if he feels he is in 
trouble or requires assistance, it is also the franchisor’s respon-
sibility to monitor all his franchisees.  This does not only extend 
to picking up financial strains or operational problems but also 
to being aware of any emotional strain the franchisees might be 
experiencing.  The basic warning signs that a franchisee may be 
in trouble are:

• a lack of engagement from the franchisee
• not following the business model
• poor operational controls
• drop in sales growth
• poor information

Strategies for Successful 
Franchisees – Richard 

Mukheiber, 
Managing Director of 
Cash Converters

“Throughout a franchisee’s life cycle, 
there are basic warning signs that 
will alert the franchisor that all is 
not well with a particular outlet. 
Although it is up to the franchisee 
to follow the franchise system and 
alert his franchisor if he feels he is in 
trouble or requires assistance, it is 
also the franchisor’s responsibility to 
monitor all his franchisees. “
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Most franchisees are very enthusiastic and compliant in the 
early stages of the franchise life-cycle.  This is a time of great 
excitement for a new franchisee who is embarking on a journey 
of discovery and future success. At this early stage in the franchi-
see’s cycle, the franchisee should be fully engaged and following 
the business model with great enthusiasm. If, however, any of 
the above warning signs are evident, the franchisor needs to 
step in swiftly to nip the problems in the bud by giving added 
hand-holding for the first six to eight months, monitor perfor-
mance and provide additional operational support.

The next stages of the franchisee’s life cycle are often referred to 
as the rebellious stage where franchisees start becoming more 
assertive, believing their success is largely their doing and ques-
tioning the fees that they have to pay the franchisor.   Changes 
in personality and higher stress levels can be warning signs 
that all is not well.  These signs, coupled with flat-lining of sales 
figures and problems in growing the business require urgent 
attention from  the franchisor – to either give full ‘intensive care’ 
support or, in the worst case scenario, to recognise that the fran-
chisee is at the point of no return.
Once franchisees reach the mature stage of their life cycle, they 
have settled into acknowledging the ‘win-win’ nature of the 
franchise relationship but run the risk of ruining what they’ve 
built up. This can manifest itself in a flashy lifestyle and reckless 
behaviour in both their financial and personal lives.  Franchisors 
must be alert in picking up these signs in their franchises and 
assist in re-focusing them back into the business and if required, 
offer them lifestyle guidance.

The relationship of dependency and inter-dependency will 
change over time and franchisors must, at all times, have their 
finger on the pulse of every one of their franchisees – from their 
business performance to their emotional well-being. “We at 
Cash Converters believe that the relationship we have with our 
franchisees is the most important aspect of our business, says 
Mukheibir.  “The other important aspect is to measure every-
thing in the business. Often franchisees who are left to run their 
own financials fail to pick up problems in the business and by 
the time it is uncovered it is too late. Franchisors must be pre-
pared to step in and assist their franchisees as soon as they pick 
up signs that the business is in trouble.”

“We at Cash Converters”, says Mukheibir, “have an ‘intensive care’ 
strategy that kicks in and goes all out to assist our franchisees. 
We offer franchisees a financial and accounting support service 
which takes that worry off their shoulders allowing them to do 
what they do best which is to run and grow the business.”
For franchisors to be successful and stay ahead of the game in 
dealing with a changing economic scenario and a diverse fam-
ily of franchisees, they should at all times keep these high-level 
thoughts top-of-mind:

• Franchising is about relationships.
• As the business develops, so the nature of the relationship 

and behaviours will change.
• Information is power – measure everything as important.
• Warning signs can be different dependant on age and stage 

of the business.

Richard Mukheibir, Cash Converters www.cashconverters.co.za

Greg Nathan Franchise E-Factor – represented in SA by Franchize Directions www.franchize.co.za
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moWallet Wins 
#HackJozi 
Challenge
MoWallet wins R1 million grand priz in the inaugural #HackJozi challenge for its disruptive and innovative digital 

marketing solution app.  The #HackJozi challenge is a Joburg city initiative in partnership with Wits University 
working through its Joburg Centre for Software Engineering (JCSE). The competition is aimed at innovative 

entrepreneurs that offer best digital solutions to socio-economic problems. More than 140 individuals and teams applied 
for the challenge to win the start-up capital for their digital solution product. 

As a winner of the #HackJozi challenge, moWallet will be able to leverage the new and exciting Bluemix cloud-based plat-
form from IBM with resources worth R120 000 for the next 12 months. The solution from moWallet addresses 5 key issues, 
which are township economy revitalization, healthy lifestyle, distribution of sanitary towels and service delivery. 

“The customer simply dials *120*268*49# from the mobile to request a coupon. Within 20 seconds a coupon will be sent 
via SMS on the mobile. Thereafter a customer will walk into a spaza shop to redeem”, said Desmond Mongwe of MoWallet. 

Mongwe says, moWallet offers white label solutions, meaning that a client can place their branding on top of the underly-
ing solution from moWallet. They expect to see retail banks, network operators, and insurance companies benefit from 
the open API platform and distribution network of 100 000 spaza shops to be loaded. The app has been introduced in 
several shops in Soweto and will be launched in other locations within the city of Joburg.  We welcome retail brands, dis-
tributors and digital marketing agencies who are early adopters and want to increase their share of the market, sales and 
create loyal customer 
database in townships, 
informal settlements 
and rural areas.

moWallet has a strong 
structural team that 
ensures its functionality. 
The team is made up 
of, a graphic Designer, 
Thato Selau,  and  Chief 
Technical Officer, 
Desmond Mongwe. 
Mongwe, the founder 
of moWallet has 12 
years’ experience as a 
Java developer in the 
ICT industry. moWallet 
has won first prize at 
the first Start-Up Week-
end Soweto 2014, 4th 
runner-up in GAP ICT 
Awards 2014. Currently 
moWallet is part of the 
Maxum programme 
(Incubation) at Innova-
tion Hub Pretoria.

FRA is proud and congratulates moWallet who was one of the partners in the 
FRA Conference. More exciting is that this is an initiative from the upcoming and 
dynamic youth of South Africa

F



   2015 edition | ForecourtTimes |  31

Fuel Retailers’ Association Conference 2015

   

SPECIALISING IN SUPPLY & LEASE AGREEMENT NEGOTIATIONS 

TN Business Brokers 

In today’s complex Petroleum Industry TN Business Brokers offers the perfect 
solution of a personalized service coupled with the expertise and know how required 
to efficiently and successfully negotiate and achieve its client’s goals.  
  

We specialize in the: 
ü Negotiation of supply & property lease agreements with Oil Co’s 
ü Sale of petrol station properties  
ü Sale of petrol station operations 
ü Valuation of petrol stations & petrol station properties 

 

With an ever-changing Petroleum industry it is essential in todays market to partner 
with professionals who have an avid understanding of the current market and the 
resources to constantly stay well informed of new trends and changes. Don’t get left 
behind with an unattractive agreement let the professionals assist you with building 
and protecting your future business wealth. From start to finish our primary focus is 
service excellence. Don’t hesitate contact the professionals. You will not regret it.  
 

Contact: 
Tony Lane - 082 902 4394 

or 

Visit us at www.fuelprop.co.za 
FUELPROP is a division of TN Business Brokers 
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Renewable energy is very much a 
part of our present energy mix as 
most people are aware off and is 

increasingly become main stream in both 
our country and our continent’s future. 
It is not surprising that the International 
Renewable Energy Conference (IREC), a 
global platform for the advancement of 
renewable energy is coming to Africa. 

To be proudly hosted by the Department 
of Energy (DOE) in conjunction with the 
South African National Energy Develop-
ment Institute (SANEDI) and the Renew-
able Energy Policy Network for the 21st 
Century (REN21), the South African Inter-
national Renewable Energy Conference 
(SAIREC) takes place at the Cape Town 
International Convention Centre from 4 – 
7 October 2015. 

SAIREC is the sixth in a series of global 
conferences. Previous hosts include: 
Bonn, Germany (2004); Beijing, China 
(2005); Washington, USA (2008); Delhi, 
India (2010); and Abu Dhabi, UAE (2013).

Under the theme, RE-energising Africa, 
SAIREC 2015 is an opportunity to dem-
onstrate why Africa is the business desti-
nation for the renewable energy sector, 
given its current growth trajectory and 

need for investment in clean energy to 
underpin sustainable economic growth. 

Comprising a conference, an exhibition 
and a series of side events, SAIREC is 
expected to attract 140 ministers from 
around the world as well as renewable 
energy leaders in government, the pri-
vate sector and civil society. 

As a nation, South Africa is privileged 
to host this important event and we are 
ready to chart the way forward for this 
sector with like-minded countries that 
realise the benefits of investing in renew-
able energy.

The focus is on removing barriers to the 
rollout of renewable energy globally, 
promoting development and innovation 
in this sector and highlighting the role 
that renewable energy can play in terms 
of accelerating development in general. 

The DoE believes that the renewable 
energy value chain offers solutions for 
increasing energy access, security of 
supply, emissions reduction, sustainable 
development and trust that this confer-
ence will contribute to the advancement 
of this sector in South Africa, Africa and 
around the world.

Just like financial analysts who like to 
urge investors to diversify and hedge 
against risks, the same is applicable to  
renewable energy projects brings to our 
power portfolios to ensure some price 
stability. But the ultimate solution is to go 
even further and recognise the inherent 
inefficiency of our energy supply infra-
structure.

The silver lining is that South Africa is 
developing tools and technologies to 
propel a revolution in energy that mim-
ics, to a large extent, the evolution in 
the telecommunications and computer 
industries. 

These new technologies such as solar 
panels and wind turbines - are the 
equivalent to wireless cellular phones and 
portable laptop computers that replaced 
traditional grid-connected phones and 
mainframe computers.

South Africa’s energy supply conundrum 
reveals the limits of our old transmission 
and distribution grid of yester year.  Our 
electricity grid, with its emphasis on large 
polluting and centralised power plants 
sending power long distances over trans-
mission lines, is many years old. Shifting 
to more diverse, decentralised renewable 

South Africa proud to host the 
International Renewable Energy 
Conference in October

SPECIALISED SOLUTIONS
FOR FUEL RETAILERS

MAKING

HAPPEN

Offering your business franchisees expertise, service and tailored solutions.
We pride ourselves in offering personalised business solutions, developed from our deeper understanding of the 
fuel industry. Our unique delivery model ensures quicker decisionmaking and a consistent client experience, 
through a dedicated business manager, who is supported by a team of specialists. Nedbank can be of service to you,  
your business, your staff and your household. Partner with Nedbank and make the things that really matter happen.

For more information send an email to franchising@nedbank.co.za.

#ThingsThatReallyMatter Nedbank Limited Reg No 1951/000009/06. Authorised financial services and registered credit provider (NCRCP16).
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energy models will eventually improve 
grid reliability.

In South Africa, our Renewable Energy 
Independent Power Producer Pro-
gramme (REIPPP) has already exceeded 
expectations. Since the Department of 
Energy called for bids four years ago, it 
has received overwhelming interest and 
increasingly competitive prices from local 
and foreign investors.  

This has enabled us to increasingly pur-
sue clean energy solutions to meeting 
the needs of our constrained electricity 
system. Since the commencement of the 
internationally renowned REIPPP in 2011, 
the Department has connected 37 proj-
ects (primarily Solar and Wind) and pro-
cured 5 243 Megawatts of power in Bid 
Windows 1 – 4. Of that total, 1 827 MW 
are now connected to the grid. In addi-
tion, the 13 projects announced by Min-
ister Tina Joemat-Pettersson on 24 April 
2015 will add another 1 084 MW to the 
grid when they are completed, helping to 
boost the power supplied by Eskom from 
other sources.  

 In all the investment by the private sec-
tor in this programme currently stands at 
R193 billion ($15.4billion).

Worth noting is that  South Africa’s 
renewable energy programme has not 
only been a success in terms of working 
with the private sector to secure clean 
electricity, it has also proved to be a flag-
ship programme in addressing another of 
our government’s most important objec-
tives, alleviating poverty and emissions 
reduction. 

Across all bid rounds to date, a total con-
tribution of R19.1 billion (USD1.52 billion) 
has been committed to socio-economic 
development (to be spent over the 
20-year life span of the projects) as well 
as R6 billion USD480 million) to enter-
prise development initiatives.

The DOE looks forward to the first IREC 
to be hosted on African soil, and to the 
opportunity to share our experiences to 
date, while at the same time benefitting 
from global best practice as renewable 
energy leaders from around the world 
gather together under one roof at the 
Cape Town International Convention 
Centre. 

Registration is free and we encourage 
South Africans and Africans in any way 
involved in powering our future, from 
government ministers to specialists and 

private sector participants, to take full 
advantage of our hosting of this impor-
tant event. International participants 
beyond the continent are also important 
participants who are encouraged to join 
us as we engage in discussions on the 
future of RE globally. It is only when we 
are able to share experiences and knowl-
edge broadly, that we will jointly achieve 
the goals of the Climate Change agenda 
of reducing carbon emissions in the inter-
ests of us all.

Why should you attend SAIREC 2015? 
Because, it is an unmatched global plat-
form to discuss and exchange experi-
ences and solutions to accelerate the 
global scale-up of renewable energy. 
Most of all, because we need diverse 
views and inputs in order to optimise 
policy development for future benefit of 
ourselves and future generations.

For more information and for free regis-
tration please visit: www.sairec.org.za.
 

SPECIALISED SOLUTIONS
FOR FUEL RETAILERS
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Offering your business franchisees expertise, service and tailored solutions.
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fuel industry. Our unique delivery model ensures quicker decisionmaking and a consistent client experience, 
through a dedicated business manager, who is supported by a team of specialists. Nedbank can be of service to you,  
your business, your staff and your household. Partner with Nedbank and make the things that really matter happen.

For more information send an email to franchising@nedbank.co.za.
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South Africa
2016

NACS, the leading international association for convenience and 
fuel retailing, is coming to South Africa in 2016 for its annual 
Global Forum. Based in the United States, NACS represents 
more than 2,200 convenience and fuel retailing companies. 
The association hosts events, provides a range of resources for 
its members and advocates on behalf of the industry. 

For the past 10 years, NACS has hosted an international event 
that brings together retail leaders from around the world at the 
Global Forum. Most recently held in Singapore, this four-day 
conference explores the convenience and fuel retailing industry 
in a new, unique market each year. In 2016, the NACS Global 
Forum will be held February 28—March 3 in Johannesburg and 
Cape Town. Through local store tours, networking, collabora-
tive discussions and dynamic speakers, attendees get a global 
perspective on their industry. 

“We live in a world of global 
convergence; convenience 
and fuel retailers face very 
few country-specific issues.” 
- Henry Armour, NACS President and CEO

The Industry’s Premier Global Event 
Comes to South Africa in 2016

POWERFUL NETWORKING OPPORTUNITIES 

Each year, the NACS Global Forum attracts C-Suite executives 
from North and South America, Europe, Asia, Australia and 
Africa—providing the opportunity for attendees to share best 
practices with their global peers. There’s no better industry-spe-
cific event for you to make new connections and build lasting 
relationships with industry leaders from around the world. 

THOUGHT-PROVOKING CONTENT 

During the event, participants will engage in highly interac-
tive programming, including presentations from world-class 
speakers, roundtable conversations with industry leaders and 
group discussions that can generate new ideas. Some of the 
topics will include:

• The State of Mobility in Retailing
• Prospering in Foodservice
• The Global Wave of Regulations 
• Global Issue Life Cycle
• And Many Others  

UNIQUE RETAIL PERSPECTIVES 

One of the best ways for retailers to make their businesses 
stronger is by hearing from other retailers—and seeing different 
strategies up close through the lens of another company. The 
NACS Global Forum features case studies from leading con-
venience and fuel retailers from around the world. Attendees get 
an inside look at how some of the largest companies compete 
and succeed in their respective markets. 

LOCAL STORE TOURS

Attendees will also see innovative ideas come to life through 
local store tours at unique retail formats. While visiting stores 
in Johannesburg and Cape Town, attendees will learn what’s 
working in different markets and be able to apply new concepts 
to their stores back home. 

AN EXCLUSIVE EXPERIENCE 

In line with the distinctiveness of the conference, attendees are 
treated to special activities they might not experience anywhere 
else. Past events have featured exclusive access and dinner on 
the field of the Real Madrid fútbol stadium, a special reception 
in the Sydney Opera House and other exciting, one-of-a-kind 
experiences that you can share with fellow industry executives.  

Retailers from around the world are invited to register for the 
NACS Global Forum. Supplier attendance is limited to mem-
bers of the NACS Global Supplier Council. 

Learn more at nacsonline.com/southafrica.

SoAfMagazineAd.indd   2-3 7/30/15   1:42 PM
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NACS, the leading international association for convenience and 
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Global Forum. Based in the United States, NACS represents 
more than 2,200 convenience and fuel retailing companies. 
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its members and advocates on behalf of the industry. 

For the past 10 years, NACS has hosted an international event 
that brings together retail leaders from around the world at the 
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Forum will be held February 28—March 3 in Johannesburg and 
Cape Town. Through local store tours, networking, collabora-
tive discussions and dynamic speakers, attendees get a global 
perspective on their industry. 

“We live in a world of global 
convergence; convenience 
and fuel retailers face very 
few country-specific issues.” 
- Henry Armour, NACS President and CEO

The Industry’s Premier Global Event 
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practices with their global peers. There’s no better industry-spe-
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speakers, roundtable conversations with industry leaders and 
group discussions that can generate new ideas. Some of the 
topics will include:

• The State of Mobility in Retailing
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• The Global Wave of Regulations 
• Global Issue Life Cycle
• And Many Others  
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One of the best ways for retailers to make their businesses 
stronger is by hearing from other retailers—and seeing different 
strategies up close through the lens of another company. The 
NACS Global Forum features case studies from leading con-
venience and fuel retailers from around the world. Attendees get 
an inside look at how some of the largest companies compete 
and succeed in their respective markets. 
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Attendees will also see innovative ideas come to life through 
local store tours at unique retail formats. While visiting stores 
in Johannesburg and Cape Town, attendees will learn what’s 
working in different markets and be able to apply new concepts 
to their stores back home. 

AN EXCLUSIVE EXPERIENCE 

In line with the distinctiveness of the conference, attendees are 
treated to special activities they might not experience anywhere 
else. Past events have featured exclusive access and dinner on 
the field of the Real Madrid fútbol stadium, a special reception 
in the Sydney Opera House and other exciting, one-of-a-kind 
experiences that you can share with fellow industry executives.  

Retailers from around the world are invited to register for the 
NACS Global Forum. Supplier attendance is limited to mem-
bers of the NACS Global Supplier Council. 
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South Africa

A UNIQUE EXPERIENCE FOR GLOBAL INDUSTRY LEADERS

The NACS Global Forum brings together convenience and fuel retailing 
executives from around the world to connect, exchange ideas and see 
fresh perspectives in the industry.

Over four days, participants will benefit from: 

• Expert-led presentations and discussions on critical business issues

• Unparalleled networking opportunities with global industry executives

• Local store tours at innovative formats

• And much more.

This global gathering of the industry’s leaders comes just once a year. 
Don’t miss this exciting opportunity to join your peers from around the 
world—right here in South Africa. 

Get a Global Perspective on 
Your Industry–
Without Leaving the Country
The NACS Global Forum is coming to South Africa February 28—March 3, 2016.

Learn more at nacsonline.com/southafrica
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The world is facing an energy crisis. 
With rising prices, tough carbon 
reduction targets, efforts to secure 

energy supply and mounting social 
instability, energy has become a critical 
issue for government, businesses, civil 
society including you and me. The energy 
field is critical to the growth and stabil-
ity of the world economy in general and 
South Africa in particular. There is a shift 
in the energy sector towards renewables 
and distributed generation, and away 
from traditional, centralised business 
models. These changes create new busi-
ness opportunities for new entrants in 
the energy sector. South Africa faces the 
same phenomenon and this offers an 
opportunity for women as new entrants 
to the energy sector.

The Business Opportunities in Energy Sector 
Workshops take advantage of the cur-
rent opportunities in the energy sector, 
and seek to explore how women fit into 
the growing industry, and how they can 
better their industry reach and growth 
potential to take advantage of this grow-
ing sector.

 It is estimated that at least $17tn (£10tn) 
investment is required in global power 
infrastructure up to 2035. In South Africa, 
the Integrated Resource Plan 2010-30 
stipulates that in the electricity sector 
alone, new generation capacity has to 
be increased by 40 000 megawatts by 
2030. This will include renewable energy, 
coal, nuclear, hydropower and gas. This 
status offers huge opportunities for new 
entrants in the sector. Currently, the sec-
tor is dominated by males as business 
owners, employees and business leaders. 
It is estimated that approximately 60% 
of the global utility industry workforce is 
over 40 years of age and male dominated. 
Ernest and Young’s (EY) Talent at the table: 
Women in Power and Utilities Index 2015 
shows that at the work place in energy 
utilities, women participation levels are 
dismal. The percentage of female board 

members has dropped from 15% to 14% 
since 2014, while the number of female 
non-executive directors has decreased to 
from 18% to 17% over the same period, 
according the EY report by Alison Kay, 
EY’s Global Power & Utilities Leader. 

Kay further notes that “reaching gen-
der parity won’t happen unless we 
take action.” It is smart economics to 
empower women and this has been sup-
ported by the EY index which reveals that 
companies that embrace gender diversity 
have an average return on equity (ROE) of 
8.5%, outperforming those that did not 
have them, whose average ROE is just 7%. 
The ROE difference translates into a profit 
gap worth millions and all due to the pos-
itive impact of diversity on performance, 
management efficiency, sales growth and 
changes in capital costs. The bottom line 
is clear — companies that perform bet-
ter on diversity and have more women 
in boardroom positions are making 
millions more in profit. Gender inequal-
ity is about smart economics.

While the gender gap is reflected at the 
work place, a more dismal gender gap 
is in the energy business sector where 
there are few or no women business 
entrepreneurs, investors and innovators.  
This is a global trend. South Africa has 
taken note of this challenge and through 
policy, attempts to redress this gender 
imbalance. 

The Department of Energy (DoE) under 
the theme “Knowledge is power – Empow-
ering Women in the Energy Sector in South 
Africa” is on a journey to embrace the full 
potential of women in the energy sector 
workforce and in the business. It is impor-
tant that women take opportunities that 
seek to embrace them by heeding gov-
ernment efforts brought to them through 
the DOE which is working towards accel-
erating and engineering the participation 
of women in the energy sector. Women 
and business together, in partnership 

with the DOE can develop mechanisms to 
attract, retain and promote women into 
the energy sector business and workforce 
as well as leadership positions. 

The Department of Energy (DoE) seeks to 
encourage women to participate in the 
energy sector as entrepreneurs, inves-
tors, professionals and leaders within the 
energy field. The series of DoE facilitated 
workshops cover the full spectrum of 
the energy mandate including Nuclear, 
Oil, Gas, Electricity, and Renewables, 
with approximately forty subject mat-
ter experts presenting. The workshop 
addresses the issues of policy develop-
ment and implementation, access to 
finance, the business opportunities 
offered by different industries. These top-
ics cover the value chain of each industry 
sector. The Department has secured 
speakers, session chairs and presenters 
from oil companies, financial institutions, 
national and provincial government 
departments and government agencies, 
energy associations and private sector 
investors who have been successful in 
the sector. In addition the workshops 
present an opportunity for participants 
to meet and discuss with energy experts, 
bankers, government officials, investors 
and business people as well as get first-
hand information on opportunities in the 
energy sector.

During the current period the DoE has 
five planned workshops taking place as 
follows: 12-13 August in Limpopo, 16-17 
September, in North West, 28-29 October 
in the Eastern Cape and 24- 25 February, 
2016 in the Free State. One workshop has 
already been conducted in the Northern 
Cape where about 200 women attended. 
In order to ensure that the workshops 
offer participants a value adding experi-
ence, each workshop will only accom-
modate a maximum of 200 participants. 
Attendance is FREE for all participants, 
who must provide own transport and 
accommodation if needed. Please book 
on time - the early bird catches the worm. 
The Department looks forward to wel-
coming you at the workshops!

Department of Energy - Empowering 
Women to Participate in the Energy 
Sector  - Elizabeth Marabwa, Department of Energy
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Cash remains the most popular means 
of payment with 84% of global trans-
actions still being made with cash. 

Its popularity lies with its anonymity, and 
the ease and low cost of use. 

Yet, for the same reasons cash will remain 
the primary target of crime for a long time 
to come and given that criminals seek to 
find the line of least resistance, it follows 
that they will search for where the highest 
amount of cash is easiest to steal!
Retailers are being senselessly murdered 
for no more than the price of a day’s tak-
ings on an almost weekly basis. Business 
has seen a dramatic growth in daylight 
robberies since the last measured year of 
an already inconceivable 51 attacks a day. 
Fuel Retailers have also seen a dramatic 
upswing in brazen, highly professional 
burglaries using sophisticated techniques 
including plastic explosives.

The solution can be found in the use of 
automated retail cash management ser-

vices that are supported by a robust cash 
device capable of resisting high grade 
explosive and sophisticated cutting type 
attacks.

The service effectively puts the bank into 
the shop. A compact, robust and intelligent 
safe (cash vault), is installed and linked via 
the Internet to a back end. The cashiers 
frequently deposit the banknotes directly 
into the device and receive receipts for 
the till. Once a day the sum of deposits is 
electronically credited to the retailer’s bank 
account and the physical cash removed 
from site by a Cash in Transit service pro-
vider. 

Key to the offering is that from the 
moment the cash is accepted into the cash 
vault, the risk is transferred in its entirety 
whether in store or in transit, to the service 
provider.

When all of the elements of a reliable, auto-
mated, retail cash management solution 
are in place, which includes a device that 
is hardened enough to create the desired 
level of deterrent, it is a well-known fact 
that more often than not, the criminals will 
choose to move on to a softer, more vul-
nerable target.

There is overwhelming evidence that 
suggests that the continued absence of 
armed robbery on a retail store, materially 
contributes to the building of a positive 
emotional bank account. This is a trading 
condition where cash is no longer acces-
sible and the threat of armed robbery is 
virtually eliminated. The staff are no longer 
intimidated, consciously or subconsciously, 
by the fear of becoming a victim of a rob-
bery and become more focused on the job 
at hand, encouraging customer service, 
productivity and promoting sales. Such an 
environment encourages a positive and 
pleasant atmosphere that stimulates cus-
tomer attendance and increased spend.   
While some retailers believe that convert-
ing traditional cash control processes to an 
automated retail cash management service 
will add costs to the business, the truth is 
entirely the opposite. But beware of the 
myriad of ‘cheap’ and cut throat deals that 
by their very design, do not possess the 
quality of hardware and software technol-

ogy, nor underwriting financial resource 
capable of delivering the required level of 
risk acceptance, reliability or physical pro-
tection the environment demands.
    
When designing the installation of a cash 
deposit device, consider implementing 
the practice of effectively ‘closing down’ 
the store during the CIT collection thereby 
creating a ‘sterile’ area in which the hand 
over can be conducted with minimum risk 
to its customers and staff. The collection 
should never last longer than five minutes, 
but the results of this precaution have 
proven to be very effective in creating an 
environment conducive to improved trad-
ing, peace and safety.

The benefits of a professionally constituted 
cash management service are significant:
•	 Removal	of	cash	risk	and	the	creation	

of a powerful deterrent to attack
•	 Protection	against	armed	robbery	and	

burglary
•	 Stable	trading	environment	for	staff	&	

customer builds a valuable emotional 
bank account

•	 Cashier	accountability	–	no	third	party	
required

•	 Major	reduction	in	cash	shrinkage
•	 Control	of	fraudulent	banknotes
•	 Improved	cash	flow
•	 Automated,	easy	to	use,	financial	man-

agement information available real 
time

•	 Tangible	cost	savings

Whatever the size of your fuel retail and 
associated satellite businesses, you can no 
longer assume that you are trading in a 
normal climate of law and order, in which 
you can rely on the State to protect your 
rights to live and work, free of intimidation, 
violence and lawlessness. Retailers have 
to take responsibility for the safety of their 
staff and customers and take the extra 
measures necessary to create the level of 
deterrence that will send the criminals to 
softer, easier targets and naïve reliance on 
insurance is irresponsible at best.

Richard Phillips
Richard has over 26 years specialist experi-
ence in retail cash logistics and security 
and is currently the joint CEO of Cash Con-
nect Management Solutions

Fuel Retailers do not 
have to be Victims of Crime

F
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  We donʼt.”

  get hit.  
 

“Other stores

Specifically designed for fuel retailers

www.cashconnect.co.za  |  info@cashconnect.co.za
Jhb +27 11 466 0794   I   Cpt +27 21 834 1800   I   Dbn  +27 31 825 5531

No hit and run armed robberies on our ConnectrTM range of 
devices were reported by any of our customers in the last 
24 months. Our robust cash vaults are built to SABS CAT 4 
standards and are highly resistant to attacks of all kinds. 
Our new, compact Connectr 3000.u (under-counter) is 
suitable for fuel retailer store layouts. Trust us to protect 
your cash, your sta� and your customers. We take the cash 
risk and guarantee your cash in the bank giving you more 
time to do what you do best, running your business.
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Introduction
The role of the Motor Industry Bargaining Council (MIBCO) 
is to create peace and stability in the motor industry. One of 
MIBCO’s strategic priorities is to develop a representative and 
sustainable collective bargaining model and one of the key pil-
lars is to guarantee a forum for centralised bargaining.

Without this centralised bargaining, it will be impossible for 
both employers and employees to determine their destiny in 
respect of wages and conditions of employment as envisaged 
in the Labour Relations Act.  It is, therefore, important that 
MIBCO continues to assist both employers and employees to 
create an environment in which to engage without disrupting 
the running of the day-to-day operation of their businesses.

Administrative Agreement
As of 1 February 2015, the MIBCO Collective Administrative 
Agreement lapsed when parties failed to agree on constitu-
tional changes. This was mainly prompted by the admission 
of a new party into MIBCO which required a constitutional 
amendment, in terms of both its constitution and the Labour 
Relations Act. The parties (FRA, RMI, NEASA, NUMSA and MISA) 
had seen an opportunity to revise MIBCO’s constitution, but 
this led to disputes on other issues. 

The expiry of the administrative agreement posed challenges 
with regard to the collection of levies and the operational 
running of MIBCO, affecting its ability to fulfil its mandate. It is 
important to note that MIBCO has an important role to play in 
alleviating pressures which largely emanate from small busi-
nesses. The good news is that the Minister of Labour has finally 
signed the Administrative Agreement for implementation with 
effect from 10 August 2015.

ILO: MIBCO Bargaining Model Research and workshops
MIBCO Bargaining Model Research
In a world of rapid technological change and new forms of 
work organisation, traditional forms of collective bargain-
ing are becoming insufficient to address the needs of both 
employees and employers. Since the 1990s, MIBCO has 
recognised the shortcomings of traditional bargaining models 
and sought to re-engineer its bargaining model to take into 
account the changes in the structure of the motor industry. 
In 1998, a transitional bargaining model was agreed upon 
whilst a new bargaining model was being negotiated. How-
ever, for the past 16 years, little progress has been made in 
finalising a new bargaining model to remedy prevailing chal-
lenges within the current bargaining model.

The MIBCO Governing Board recognises that the prevailing 
challenges and the long-standing impasse in finalising the 
development of a new bargaining model pose a threat to the 
sustainability of MIBCO.  Consequently in 2014, and in partner-

ship with the International Labour Organisation (ILO), MIBCO 
engaged in research to re-engineer the current bargaining 
model. This is in line with MIBCO’s strategic objective to de-
velop a representative and sustainable collective bargaining 
model.  
The research will begin in August 2015 and be carried out over 
six months. MIBCO hopes that the research will assist in ad-
dressing very pressing challenges facing the industry. 

Workshops
With the adversarial nature of the bargaining environment, 
MIBCO seized the opportunity provided by the ILO to facilitate 
a capacity-building workshop on social dialogue in January 
2015. 

The second part of capacity building, held in June 2015, was 
negotiation skills. This focused on mutual gains bargaining 

The MIBCO
journey by Tom Mkhwanazi
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with the intention of engendering strong relationships based 
on trust, mutual respect and genuine commitment to coopera-
tion, consensus building and a problem solving approach to 
the challenges. If this process is followed, it should go a long 
way to ensuring peace and stability in the industry.

Industry challenges to centralised bargaining
Given that collective bargaining (as well as other matters not 
necessarily linked but having an impact) is under attack by 
the Confederation of Associations in the Private Employment 
Sector (CAPES) and the Free Market Foundation, it is important 
for industry to note the legal challenges that MIBCO is facing 
in this regard:

•	 MIBCO	was	engaged	in	litigation	regarding	the	CAPES	
matter. The matter was dismissed by the High Court in 
MIBCO’s favour. CAPES took it to the Supreme Court of 
Appeal but the matter was overtaken by events due to the 
Labour Relations Amendment Act which came into opera-
tion on 1 January 2015. The Court had to consider whether 
the issue in dispute was still disputable.

 The issue was found not disputable as judgment would no 
longer have any practical effect. In this particular instance, 
the agreement under attack was for a three year period 
and has since been substituted by a clause making the 
provisions of the Labour Relations Amendment Act ap-
plicable with effect from 1 January 2015.

 On 15 May 2015, the matter was struck off the roll of the 
Supreme Court of Appeal as the Court ruled that Clause 
3.7 of the Main Collective Agreement was no longer ap-
plicable. Costs were awarded to MIBCO.

•	 The	Free	Market	Foundation	case	is	against	Section	32	
of the Labour Relations Act. It is challenging this sec-
tion which gives the Minister of Labour discretion as to 
whether to extend the bargaining council’s agreement 
to non-parties, and its consequences. All affidavits of the 
relevant parties have now been filed and heads of argu-
ments are currently being attended to.

Other interesting legislative developments
There has been a legislative change in the Labour Relations 
Act that came into operation on 1 January 2015, impacting 
MIBCO as follows:
1. Section 32 – Extension of Collective Agreements conclud-

ed by Bargaining Councils:
•	 Specifies	that	the	Minister	must	be	satisfied	that	Bar-

gaining Councils have a procedure to deal with exemp-
tions and appeals from non-parties and such applica-
tions must be dealt with within 30 days from lodging of 
the applications;

•	 Specifies	that	no	office	bearer,	representative,	officials	
of employer organisations or trade unions party to 
the Bargaining Councils may participate in the appeal 
deliberations;

•	 Where	the	Bargaining	Council	does	not	have	the	req-
uisite majority representation, the Minister is obligated 
to publish a notice in the Government Gazette allowing 
21 days for non-parties to submit comments on the 
proposed extension of the collective agreement;

•	 Specifies	the	composition	of	the	workforce	the	Minister	
must take into account when evaluating whether the 
Bargaining Council is sufficiently representative; and

F

•	 Suggests	that	Bargaining	Councils	are	to	collect	statis-
tics regarding the composition of their workforce.

2. Section 49 – Representativeness
•	 Includes	the	requirement	for	Bargaining	Councils	with	

Collective Agreements extended to non-parties to 
provide relevant information annually for the Minister’s 
purposes of consideration in terms of Section 32.

3. Section 51 – Dispute Resolution Levies and Fees
•	 Now	includes	provision	for	these	levies	to	be	included	

in the Bargaining Council’s Collective Agreements.

4. Section 143 – Effect of Arbitration Awards
•	 Specifies	that	an	arbitration	award	is	final	and	bind-

ing and holds the authority of an order of court.  The 
process of certification at the CCMA and then issue of 
writ at the Labour Court has been removed.

5. Section 198 – Temporary Employment Services (TES)
•	 Provides	for	joint	and	several	liability	of	employers	and	

TES;
•	 Specifies	terms	and	conditions	to	be	compliant	with	

before a temporary employee may be employed by a 
TES;

•	 Specifies	how	it	is	to	be	ascertained	whether	a	tempo-
rary employee is to be covered by a bargaining council 
agreement;

•	 Specifies	where	proceedings	in	this	regard	brought	by	
an employee must be considered to acquire an appro-
priate award or order – Labour Court or Arbitrator; and

•	 Requires	a	TES	to	be	registered	before	performing	such	
services.

6. Section 198A – Application of S198 to Employees earning 
below earnings threshold
•	 This	allows	new	protections	to	employees	earning	

below the threshold and requires these matters to be 
heard by the CCMA or Labour Court.

7. S198B – Fixed Term Contracts
•	 Provides	new	restrictions	for	the	use	of	fixed	term	con-

tracts;
•	 Employees	on	fixed	term	contract	for	more	than	three	

months are deemed to be indefinite employees unless 
due reasons as listed herein are supplied; and

•	 Employees	deemed	to	be	indefinite	as	a	result	of	the	
above should then receive similar opportunities to 
other permanent employees.

Conclusion
MIBCO appreciates the industries that have consistently sup-
ported it to ensure sustainability and cohesion.  The sustain-
ability of MIBCO can only mean the viability of the industry as 
a whole, ensuring a constructive forum for addressing working 
conditions and terms of employment between employer and 
employees.



Fuel Retailers were transferred to the W&RSETA in 2011 
with the launch of the third NSD Strategy. The FRA has 
demonstrated its commitment to the development of the 
fuel retail workforce and has engaged and partnered 
with the SETA to implement various training programmes. 
Since the transfer, 81 learners completed Learnerships 
programme and completed skills programme. A total of 
18 295 small retailers have benefitted from the SMME 
Voucher project. Four delegates have completed the 
prestigious International Leadership Development 
Programme (ILDP) aimed at increasing the talent pipeline 
of highly promotable historically disadvantaged leaders 
within the Wholesale and Retail Sector who have been 
earmarked for senior or executive positions in their 
companies. A total of 719 have graduated from the 
RMDP; a programme launched in 2012 to address skills 
gaps of the current middle management as well as to 
create a pool of skilled middle managers within the 
Sector. 

W&RSETA partners with the FRA to skill the Fuel Retail Sector
The Wholesale and Retail Sector Education and Training 
Authority (W&RSETA) was established in 2000 in terms of 
Skills Development Act to facilitate the skills development 
needs of the Wholesale and Retail Sector. W&RSETA 
facilitates education and training through 
implementation of learning programmes, disbursement 
of grants and monitoring of education and training as 
outlined in the National Skills Development Strategy 
(NSDS). Since its establishment, W&RSETA has 
implemented innovative programmes that address all 
educational and skills levels to meet the needs of the 
Wholesale and Retail sector.

A skilled workforce that contributes to a company's 
workforce profitability and the Country's economic growth. 
Registered companies derive the following benefits from 
participating in skills development.
� Companies can claim 20% in mandatory grants from 

levies contributed to the SETA
� Companies can also apply for Discretionary Grants 

allocated to address the shortage in scarce and 
critical skills;

� Small companies are assisted to apply for Mandatory 
and Discretionary Grants at no cost;

� Implement Learnerships, and Skills Programmes,
� Tax rebates for implementing Learnerships.

Companies that are registered with the South African 
Revenue Service are issued with a Skill Development Levy 
Number which identifies the SETA that they belong to. This 

levy numbers entitles companies to participate in the 
SETA's programmes. Companies are registered with a 

particular SETA based on the Standard Industrial 
Classification (SIC) Codes; a list of industries that belong 

to a specific agency.

How to participate in skills development

Benefits for participating in the Skills 
development process

The W&RSETA qualifications for the Fuel Retail Sub-Sector

The W&RSETA has developed the following qualifications 
and learnerships to address the skills development needs 
of Fuel Retailers on occupations such as cashier, 
forecourt attendant, car wash attendant, cleaner and 
merchandiser.

Special Flagship Projects

International Leadership Development Programme 
(ILDP) 
The ILDP, in its sixth year has benefited 191 young leaders 
from various wholesale and retail companies who are 
positioning retail as a career of choice. 
This project is aimed at accelerating the development of 
talented and high potential senior / executive managers 
identified to assume the next level of leadership. 
ILDP exposes delegates to best practice in wholesale and 
retail through exposure to best global companies, thought 
leaders as well as leading local and international faculty 
on the functional areas of retail and leadership. 
48 delegates have been selected for the 2015 
Programme. 4 delegates from the Fuel Retail Sector have 
benefited from the ILDP. 

Retail Management Development Programme 
(RMDP) 
RMDP is aimed at addressing the skills gap within the 
middle management complement of the Sector. 
304 delegates successfully completed the 2014 RMDP and 
the Alumni has increased to 711. 
13 delegates from fuel retail companies have completed 
the RMDP since 2013. 

SMME Discretionary Grant Project 

The W&RSETA continuously develops strategies to 
encourage and improve the participation levels of small 
companies in skills development processes. This project is 
aimed at registered small levy-paying or levy exempted 
retailers to apply for Grant funding through recognised 
Associations whose members operate in the Wholesale 
and Retail Sector. 
The FRA has successfully applied for the training of 217 
employees from 107 Fuel Retailers on various skills 
programmes at a cost of R 1,6m. 

15-Year Key Highlights

· R6,4 billion received in levies; 
· R2,7 billion disbursed in Mandatory Grants and R2,6 

billion in Discretionary Grants 
· 14 869 levy paying companies; 
· 28 qualifications from NQF level 1 up to 6 

developed; 
· Over 76 000 learners enrolled on Learnerships; 
· 191 senior executives successfully completed the 

International Leadership Development Programme; 
· 711 middle managers graduated from the Retail 

Management Development Programme since 2012; 
· Launched the KZN Retail Schools of Excellence in 

partnership with four TVET Colleges and the Durban 
University of Technology; 

· Established retail simulation centres at the following 
TVET Colleges, Cape Town, Gert Sibande, Vuselela 
and Buffalo City. Additional centres to be launched 
in 2015 at the following Colleges Ekurhuleni West, 
Northern Cape Urban, Motheo and Lephalale well 
as the Cape Peninsula University of Technology; 

· 1772 TVET College and 2256 University students 
provided with bursaries; 

· 11 MBA and 2 PhD students awarded full bursaries 
towards their studies; 

· First PhD bursary beneficiary obtained qualification; 
· Established the Retail Chair, first of its kind in Africa, 

in partnership with the CPUT; 
· 432 youths trained through the special Rural Youth 

Programme on NQF Level 5 qualification; 
· 1211 unemployed TVET College graduates provided 

with work experience;
· 46 unemployed graduates from SETAs graduate 

programme permanently employed; 
· 1000 eThekwini informal traders successfully 

completed training programmes; 
· 725 learners from rural co-operatives received 

various skills training interventions; 
· Only SETA to be awarded the Good Practice 

Awards by Minister of Labour; 
· Pioneered implementation of a Learnership for 

people with disabilities with 550 successful 
completion; 
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www.motohealthcare.org.za

SERVICE  YOU  EXPECT

THE CARE
you deserve

EVERYONE HAS DIFFERENT NEEDS...
MOTO HEALTH CARE IS
AS UNIQUE AS YOU ARE! 

“I need medical cover that 
provides benefits best suited to 
my requirements and pocket. 
I want peace of mind that I will 
receive the best cover when 
I really need it most.

I found the right medical 
scheme...have you?”

70 000 happy Moto family members
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The  Auto Workers Provident Fund is one of the largest Industry retirement funds in 
the country and has a proud history of providing excellent benefits to members and 
their beneficiaries for over two decades. 

The Fund is the product of collective bargaining between employer and labour 
organisations and is registered with the Financial Services Board.  

The Fund is self-administered and bears only the direct cost of administration. It 
enjoys the benefit of an exceptionally efficient administration environment with 
highly developed computer systems, and provides best services to members. 

 

 

 

 

 

 

 

 

 

 

 

 

 
The biggest benefit for members is the transferability of membership within the 
industry i.e. retirement savings that follow a member, no matter where he or she 
works in the retail fuel industry. 
If your staff are not already members of the Auto Workers Provident Fund 
- don't delay, contact the Fund today on info.aw@mifa.org.za.   

 
"Your fund of choice for the retail fuel industry" 

HIGHLIGHTS INCLUDE: 
• Over 184 000 contributing members; 
• Over R14 000 million in assets; 
• Excellent investment returns for members - over 19% per annum over the 

last three years; 
• Collateral for housing loans; 
• No intermediary costs - the Fund is large enough to self-insure risk benefits, 

such as disability and death benefits, thus no costly insurance cover is 
required. 
 

BENEFITS ARE PAYABLE AT: 
• Retirement/Resignation/ Retrenchment; 
• Permanent disability for own occupation; 
• Death - the associated Beneficiary Fund will invest and distribute death 

benefits to minor dependants over time, where such a service is needed. 
 

CONTRIBUTIONS: 
 Member 7.5% 
 Employer 8.0% 
 Total  15.5% 
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You can down-
load a copy of 
the latest 

Forecourt 
TimesOnline
Visit www.fuelretailers.co.za.

The Journey 
continues...

So, get to know the FRA and take advantage of the full benefits of being a 
member of the leading fuel retail industry body in Southern Africa. For only 
a reasonable monthly fee you receive up-to-date information on fuel retail 

industry issues and services and personalised assistance on matters such as site 
and retail licences and other legal matters.

Call (011) 886 2664 for more details or visit www.fuelretailers.co.za

Working for the Fuel Retailers


