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VISION and structure
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 Energy cables 

 Telecom cables 

 Low voltage

 Offi ce systems

 Mobile

 Electronics

 Radar systems

 Electronic fuses

 Radio communications

 Logistic support

 NSN (40%)

 Quince Capital (48%)

Vision
Reunert will manage businesses in the electronics and electrical engineering 

sectors, supplying value-added products, systems and solutions to local and 

international growth markets. 

Each of these businesses will remain capable of meeting the group’s 

objectives for sustainable growth and earnings.
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Reunert is a leading South African company, listed on the JSE in the Industrial 

Goods & Services (electronic and electrical equipment) sector. Reunert manages 

a number of businesses focused on electronics and electrical engineering and 

regularly ranks among the country’s top companies. 

Established in 1888 by pioneers Theodore Reunert and Otto Lenz, the group has played a major role in the 

South African economy for more than a century. Reunert & Lenz was fi rst listed in the engineering sector 

of the JSE in 1948. In 1980 the company was acquired by Barlows and listed in the electronics sector three 

years later. Reunert was unbundled from Barlows in 1993 and completed a major restructuring in the late 

1990s when various non-core or unprofi table businesses were sold or closed. 

Reunert strives to achieve fi rst or second position in its key markets through its brands CBI-Electric, 

Nashua and Reutech. The group’s telecommunication interest is through a 40% stake in NSN. Reunert 

holds a 48% share in Quince, an asset-backed fi nance company that complements its Nashua business. 

Reunert promotes a decentralised management style. While operating decisions are made by the business 

units, the Reunert executive team defi nes long-term strategic plans and investment decisions, and 

signifi cant capital allocation is approved by the Reunert board. 

Reunert’s revenue in 2007 from local and international markets exceeded R9,6 billion. The group has more 

than 6 500 employees, including many highly qualifi ed and experienced engineers, technicians, research 

and development professionals and fi eld support staff.

Profi le
Our company



ANNUAL REPORT 20074

GROUP at a glance
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Designs and manufactures a comprehensive 
range of electric power cables. Main users 
include Eskom, local municipalities and 
major players in the industrial, mining and 
manufacturing sectors as well as general 
electrical contractors.  

ISO 9001 accreditation

Energy cables

Manufacturer and supplier of copper and optical 
fi bre telecommunications cables. 
The cables are used by public network operators, 
whilst a range of measurement, control, data and 
security cables are supplied to commerce and industry.  

ISO 9001 and OHSAS 18001 certifi cation, UL Listing, 

EC Verifi cation, Soncap (Nigeria)

Telecommunications cables

Revenue up 38%
Operating profi t up 21%

755 657

Revenue up 45%
Operating profi t up 7%

• New product lines commissioned
    • ACSR 
    • House wire
• Rod conversion upcaster installed

• Merged with Aberdare
•  Signifi cant growth on instrumentation cable
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Helmuth Fischer

Ernst Schutte Koos Vorster
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One of South Africa’s largest independent cellular 
solutions providers offering consumers the choice of all 
three networks (Vodacom, MTN and Cell C). Growing into 
a telecommunications solutions service provider, Nashua 
Mobile aids customers to make sense of a complex, fast-
moving environment with a choice of suppliers and new 
offerings, including broadband and ISP. Nashua Mobile 
has more than 690 000 contract subscribers.

Telecommunications service provider

Business Systems: Imports, markets and distributes 
business system products under the Panasonic and 
Pansolutions brand. Product categories include offi ce 
automation, IT, telecommunications, security systems, 
broadcast systems and presentation systems.

Consumer electronics: The exclusive importer and 
distributor of a wide range of Panasonic products 
manufactured by Matsushita. Also represents the 
Akai and Futronic brands in southern Africa.

Distributor of electronicsOffi ce systems

Revenue R1,2 billion
Operating profi t R307 million

Revenue up18% 
Operating profi t up12%

767 933

Revenue down 1%
Operating profi t down 49%

• Launched Nashua Insure
• Added 52 more retail outlets
•  Created cell phone repair business together with 

Reutech

•  Rebranded RC&C Holdings under Nashua stable
• Established Internet business
• Opened 3 electronics shops

Chris Scoble Mark Taylor Martin Maddox

A leading supplier of offi ce multifunctional devices in 
southern Africa. Products are sourced from Ricoh, the 
world’s leading manufacturer of offi ce automation 
equipment and branded Nashua. Nashua has a well-
established network of 56 franchises in South Africa, 
Namibia, Swaziland, Lesotho, Botswana, Zimbabwe 
and Zambia.  

ISO 9002 accreditation

Revenue down 1% 
Operating profi t down 3%

419

•  Acquired majority shareholding in Tshwane and 
Eastern Cape franchises

•  Incorporated Acuo 
•  Nashua Finance incorporated under Quince  

effective 1 May 2007
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Revenue R5,8 billion • Operating profi t R675 million

Designs and manufactures low-voltage 
switchgear and residual current devices for the 
protection of installations and equipment from 
overload and short circuit. Products include 
industrial control, automation equipment, wiring 
accessories and lightning protection.  

ISO 9001 and EN 29001 certifi cation

Low-voltage products

1 999

Revenue up 8%
Operating profi t down 21%

• Rationalised product line

Chris Oliver

Revenue R3,3 billion • Operating profi t R554 million
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�����     Offi ce systems            Consumer products and services

Revenue R4,6 billion • Operating profi t R368 million
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Investments

DESCRIPTION OF 
BUSINESS

REUNERT 
SHAREHOLDING %

N0 OF EMPLOYEES

40%

36

RCCF, trading as Nashua Finance, is now a division of the newly created Quince. 
Quince provides asset-based financial solutions and is an initiative with PSG.

Telecommunications Financial services

Leading supplier of fixed and mobile voice and data networks with a comprehensive 
portfolio of products and services for service providers, enterprise networks and 
carriers.

736

48%

• shareholding

Revenue R491 million • Operating profit R109 million Piet Smit

DESCRIPTION OF 
BUSINESS

N0 OF EMPLOYEES

NeW initiatiVes 
during 2007

124 295

• Export orders airborne radios • Mining surveillance radars

Logistic support

Supplier of all the VHF/UHF tactical 
communications equipment used in 
South Africa.

Radar systemsElectronic fuses

A systems engineering and support 
company. Services cover the entire 
spectrum of installation and logistic 
support of electronic equipment for 
the South African Defence Force, other 
government agencies as well as blue-
chip clients in the banking and mining 
industries.

Supplier of some of the most modern 
radar equipment in the world. 
Specialises in ground-based and ship-
borne radar systems, early warning 
radar systems and non-military 
mining sensor equipment.

Radio communications

A world-renowned supplier of a 
broad range of electronic fuses for 
artillery, mortar, naval and air weapon 
applications. Exports over 98% of its 
products.

101448

• �Created cell phone repair business 
together with Nashua Mobile

REVENUE 
CONTRIBUTION %

OPERATING PROFIT 
CONTRIBUTION %

4 7

GROUP at a glance continued
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LETTER to shareholders

To all our 
   shareholders…

Capital expenditure of R149 million was allocated mostly to improving effi ciencies or adding new 

product lines. Working capital changes absorbed R439 million to fund the higher levels of activity.

Dear shareholder,

During the year to 30 September 2007, normalised headline earnings grew 

15% per share to 570,3 cents per share. Revenue increased by 16% to 

R9,6 billion, but operating profi t showed a modest increase of only 4% to 

R1,3 billion. The contribution from associates, mainly our 40% shareholding 

in NSN, rose by 56% to R148 million.

Having distributed R879 million by way of ordinary (R526 million) 

and special (R353 million) dividends, year-end cash was R483 million. 

Capital expenditure of R149 million was allocated mostly to improving 

effi ciencies or adding new product lines. Working capital changes absorbed 

R439 million to fund the higher levels of activity.

We completed the strategic realignment of the group, initiated two years 

ago, with the creation of Nashua Electronics to house our consumer 

electronics activities. All our businesses will now be housed under the 

banners of CBI-electric, Nashua or Reutech complemented by our associate 

investments in telecommunications and fi nancial services.

Our empowerment transaction with Peotona and the Rebatona Educational 

Trust was fi nalised in the fi rst half of the year. It is a signifi cant milestone in 

Reunert’s history. Ms Thandi Orleyn has been appointed to the board and 

we welcome her as Peotona’s representative.

 CBI-electric

Our electrical engineering business, CBI-electric — consisting of telecom-

munications cables, energy cables and low-voltage products — experienced 

mixed fortunes during the review period. Overall revenue increased by 

29% to R3,3 billion. However, operating profi t showed no real growth from 

R552 million last year to R554 million in 2007.

Effective 1 February 2007, we merged our telecommunications cable 

business with the same business of Aberdare, in the Altron group. Copper 

telecommunications and optic fi bre cables are manufactured at our site in 

Brits, while instrumentation cables are manufactured at the Rosslyn site 

that belonged to Aberdare.

The merger signifi cantly increased capacity, which stood us in good stead 

during the year. Demand from existing wire line operators increased, while 

new entrants like Neotel (the second network operator in South Africa) 

started to add volumes to the business. The mobile operators, Vodacom 

and MTN, announced plans to self-provide and started rolling out fi bre 

optic networks on an experimental scale.

Industrial expansion in South Africa and the Middle East created a healthy 

demand for instrumentation cables. Capital invested will ensure we meet 

the requisite quality and delivery expectations.
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Industry

3%

General market

42%

Mining

10%

Utilities

42%

ENERGY CABLES 

REVENUE MIX

Export

3%

Chairman, Martin Shaw and chief executive, Gerrit Pretorius

Margins remain good and should stay that way. Limited imports are entering South Africa and, provided 

severe overcapacity does not develop in the world, should remain at these levels. Our policy of providing 

value-added services further entrenches our position in the local market.

Telkom announced its intention to source copper cable from two suppliers 

signalling the end of our short-lived, single-supplier status. Given that 

the merger between ATC and Aberdare stemmed from two independent 

suppliers not being viable because of Telkom’s erratic buying behaviour, 

the decision to again have more than one supplier is disappointing. From 

our point of view, the answer lies in developing markets outside Telkom, 

which is a priority.

The fi nancial result of the merger was what we were anticipating. Revenue 

and operating profi t increased by 45% and 7% respectively. We now have 

37,5% of a viable business whereas before we had 75% of a business that 

was marginal. Despite having to part with 37,5% of the income, we are 

confi dent that telecommunications cables will enhance earnings in the 2008 

fi nancial year. Demand is expected to remain strong and effi ciencies should 

increase as most of the disruptions of the merger are now behind us.

Energy cables, located in Vereeniging, south of Johannesburg, had the 

highest order intake in its history of over R2 billion. The high and expensive 

copper content further contributed to a strong rise in revenues. The average 

copper price increased by 37% to R54 364 per ton over the comparable 

prior period.

The programme, initiated two years ago to modernise the facility is nearing 

completion. Replacing old machines with new and much faster plant 

increased capacity by approximately 20%. The installation of new lines 

added an additional 10% to our high-voltage capacity.

During the year, we commissioned an upcasting facility enabling us to 

convert copper cathode into copper rod. We are no longer dependent 

upon a single supplier of copper rod but can, instead, now source copper 

cathode from multiple sources, a strategic necessity.

The order book is healthy and, in some instances, we have a full load for 

the next year. In these cases, we were careful to ensure we could pass 

variations in the copper price on to customers.

Margins remain good and should stay that way. Limited imports are 

entering South Africa and, provided severe overcapacity does not develop 

in the world, should remain at these levels. Our policy of providing value-

added services further entrenches our position in the local market.

Various new product lines were added in the past year. Capacity was 

installed to deliver aluminium conductor steel reinforced overhead cables 

to Eskom and we secured a contract for fi ve years. We are also starting to 

supply house wire to the general market. Both initiatives should contribute 

in the coming year.

LETTER to shareholders continued
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LETTER to shareholders continued

Ideally, we would like to run our plants at maximum capacity all the 

time. To achieve that is very diffi cult. Care will be taken not to react to 

unsustainable spikes in demand while at the same time ensuring that 

customers are not disappointed and opportunities missed. To date we have 

managed to achieve that.

Revenue and operating profi t increased by 38% and 21% respectively. 

Although industrial action affected fi nancial performance that is behind 

us now and performance should improve.

Low voltage had a diffi cult year. Revenue increased by 8%, but operating 

profi t declined by 21%.

Costs, mainly material, escalated while our ability to pass these increases 

on to customers was curtailed by a competitive marketplace.

To address this, we are increasing effi ciency in the manufacturing process. 

Product lines are being streamlined by reducing both the number of 

products and variations. Procurement practices are being reviewed to drive 

costs down. We are confi dent that the results will be favourable. 

In the South African market, especially on the residential side, Chinese 

imports presented CBI-electric with a pricing challenge. We have taken 

action to safeguard our strong position in the residential market and initial 

results are positive.

On the mining and industrial side, our position improved marginally. 

We decided to exit the local Eskom prepaid meter market given its non-

existent margins while continuing to supply meters to other segments of 

the market.

We made good progress in building market share in motor control 

equipment and automation components. Wiring accessory sales continued 

on its growth path and increased by 31% albeit from a low base. 

Export revenues improved by 6% and now constitute 28% of low voltage’s 

turnover. Margins, understandably, were tight given the strong rand. This 

situation is likely to continue for the time being.

The performance of our Australian unit was disappointing and changes 

were made to the management structure to rectify the situation. Demand 

and margins in Australia are good, but our inability to get the product 

to customers cost us dearly. We are determined to guarantee timeous 

delivery.

Overall, we are confi dent CBI-electric will meet the challenges it faces. The 

scale of South Africa’s proposed infrastructure programmes has attracted 

global attention giving Reunert signifi cant opportunities. However, it will 

be naïve to expect an easy ride. We will only succeed if we have competitive 

or better facilities and products managed by capable people. Capital 

investment will be directed accordingly with R25 million planned for the 

new year, on top of R45 million in the review period.

 THE NASHUA GROUP

The Nashua brand represents the majority of our electronics businesses, 

comprising offi ce automation, a cellular service provider and a distributor of 

consumer electronics and professional systems. Nashua had a challenging 

year. Revenues for the total Nashua group increased by 9% while operating 

profi ts showed a marginal decline of 2%. 

The original Nashua offi ce automation business, maintained volumes 

compared to the previous year. Margins came under pressure from the 

rapid weakening of the rand against the euro in the fi rst half and our 

inability to pass increases on to customers in the short term. That situation 

has corrected itself and trading is back to normal.

In certain segments of the market, our products are not at the cutting 

edge. New product launches over the next 18 months will enhance our 

competitive position. This rebalancing of competitive positions is quite 

normal and to be expected from time-to-time.

Export

28%

Industrial 

controls

5%
Mining

19%

Commercial and 

industrial

18%

LOW-VOLTAGE PRODUCTS 

REVENUE MIX

Residential

29%

Utility

1%
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LETTER to shareholders continued

NASHUA MOBILE September 07 September 06 Growth % 

past year

Contract connections for year 151 285 194 832 (22%)

3G/HSDPA connections 27 534 11 095 148%

Total connections 178 819 205 927 (13%)

Closing contract base 693 432 576 820 20%

ARPU (average for period) R443 R485 (8,6%)

Churn % 10,67% 10,51% 1,5%

Net bad debts as % of turnover 0,73% 0,58% 26%

Number of retail outlets 142 90 58%

During the year, we acquired controlling stakes in two major franchises. 

This process is ongoing and we hope to add at least two more franchises 

in 2008. This is in line with our stated intention to move closer to the end 

customer yet retaining individual entrepreneurial spirit.

Our objective remains simple: to increase total document volume. Over 

the past year, total document volume grew by 10%. The benefi t of this 

approach was evident in the level of consumable sales. Consumables 

represented 21% of total revenue, an increase of 22% from a year ago.

Although still modest in size, Acuo increased revenues marginally. More 

importantly, this software integration business enabled Nashua to 

undertake projects and offer services it would not have been able to do 

without such a facility.

Nashua Electronics, the distributor of the Matsushita range of products 

in southern Africa, had a diffi cult year. Consumer electronics is a fi ercely 

competitive business and Chinese and Korean products continue to fl ood 

the market. 

Brand premium is limited to the upper end of the market. Acknowledged 

as the best, Panasonic products dominate the top end of the spectrum 

where we can still demand a small premium. Sales of digital still cameras 

have increased by more than 10%. Plasma and LCD television sales grew 

by 100%.

Despite constituting 63% of revenue, consumer items contributed less 

than 6% to profi ts. Our direct e-sales channel, nashuaelectronics.com, is 

up and running and we opened three Nashua Electronics specialist shops 

in Gauteng to facilitate this initiative. We recognised this as a long-term 

venture, fi rmly believing patience and diligence will be rewarded.

The systems side of the business made good progress in establishing itself 

as a recognised supplier of offi ce and telecommunications equipment. 

Sales increased by 30% at acceptable margins.

We are one of a few select suppliers in South Africa that can almost fully 

equip an offi ce building from air-conditioning to the telecommunications 

switch to the boardroom. This is an opportunity we have not fully exploited 

to date and certainly worthy of pursuit.

Nashua Mobile, the telecommunications services provider, had a strong 

year. The distribution system comprising direct corporate sales, the Nashua 

franchise channel, retail stores and direct outlets in major shopping malls 

proved its mettle. On average, 14 900 new customers were connected 

monthly.

Churn (customers switching networks) and bad debt go hand-in-hand. In 

keeping with the economic environment, both have increased. Churn levels 

were 10,7% compared to 10,5% a year ago. Overall, bad debts are still a low 

0,7% of sales compared to 0,6% at the same time last year. Credit-vetting 

criteria have been tightened in anticipation of the scenario worsening.

The product offering is reviewed and expanded regularly. We are gradually 

transforming the traditional voice-based business into a one-stop-shop 

business that can satisfy all of our customers’ telecommunications 

requirements. As such, voice (including voice over internet protocol), 

broadband (ADSL and wireless) and satellite-based products are available 

from Nashua Mobile.

The entry of more network operators into the South African market should 

ensure ongoing demand for least-cost routers. As long as price differences 

exist, which should be a given in a normal competitive environment, least-

cost routers will be in demand. We are in the favourable position of being 

one of two independent licensed network providers of least-cost routing 

for all networks.

Recognising the value of the Nashua brand and the value of our high net-

worth customer base, we launched Nashua Insure with Auto & General to 

offer short-term insurance products to our customers. Initial progress has 

been slow, but momentum is increasing as the campaign is rolled out.
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LETTER to shareholders continued

As levels of saturation in the handset business increase, the fi ght for 

customers intensifi es. Customer retention remains our top priority. 

Customers have become more demanding and their insistence on more 

value places pressure on margins.

Providing data services is still relatively new and offers reasonable scope for 

growth. Unlike the voice business, data has been the subject of severe price 

competition among operators, which makes it less attractive. Nevertheless, 

there are opportunities to grow the non-voice side of the business.

 REUTECH 

Reutech, our defence business, had an excellent year and contributed 

7% to operating profi t after improving from R30 million to R109 million. 

Revenue increased by 55% to R490 million. 

A year ago, we placed Reutech on the market, but terminated our disposal 

efforts after receiving pedestrian offers.

Indications are that future demand from the South African National 

Defence Force for Reutech’s products will ensure viability. Products 

developed over the past fi ve years are now nearing the production phase 

and will soon contribute meaningfully.

Exports of airborne radios and electronic fuses remained brisk. We are 

confi dent that existing markets will provide a reasonable base going 

forward.

Our Stellenbosch radar business, RRS, developed a product that detects 

moving slope walls in open-pit mines. Given a premium on safety in 

mining, prospects for this type of product are excellent. To date we have 

supplied mining surveillance radars in South Africa, Australia and South 

America.

 ASSOCIATES

Our investments in Quince and NSN in their current form are both new.

Quince, our initiative with PSG into asset-backed fi nancial services became 

effective on 1 May 2007. The business consists of our Nashua fi nancing 

activity (formerly RCCF), ZS Rationale (a bridging fi nancier) and Scripfi n 

(lending against securities).

ZS Rationale and Scripfi n are new businesses with good growth prospects. 

RCCF is an established business with a valuable customer base. With fast, 

effi cient service, these businesses should be able to demand a premium 

with relatively low risk.

The book now exceeds R1,5 billion and we initiated a securitisation project 

to fund the book. This process should be completed shortly, ensuring access 

to suffi cient funds for the immediate future. 

As expected, the contribution from Quince was dilutive compared to the 

wholly owned RCCF. This may continue while Quince has excess capital but 

we expect that position to reverse in the new year.

NSN had a superb year. Operating profi t increased by 50% to 

R532 million, while revenue grew by 33%. Order intake from all customers 

(cellular and wire-line operators in South Africa) was strong. Exports to 

neighbouring countries remained more or less constant.

During the year, Siemens AG merged its telecommunications business with 

the network operations of Nokia Oyj to form Nokia Siemens Networks 

effective 1 April 2007. 

CAPITAL EXPENDITURE
Rm

CBi-Electric: energy cables 49,6

CBi-Electric: telecom cables 5,5

CBi-Electric: low voltage 55,4

Nashua offi ce automation 6,3

Nashua Electronics 4,0

Nashua Mobile 17,3

Reutech 9,4

Group services 1,5

149,0
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The South African economic environment is characterised by efforts to curb consumer spending on the one 

hand and promises to invest vast amounts on improving infrastructure on the other.

In world terms, Nokia Siemens Networks ranks with Ericsson and Alcatel-

Lucent. Furthermore, Huawei from China is increasingly making its 

presence felt. Overall, this will be a very competitive environment with 

resulting pressure on margins.

Unlike Siemens AG, Nokia Siemens Networks is organised regionally. South 

Africa forms part of the sub-region managed from Dubai. This is a global 

business and we have to question our future involvement. We will be 

addressing that issue as we go forward. 

 THE FUTURE

The South African economic environment is characterised by efforts to 

curb consumer spending on the one hand and promises to invest vast 

amounts on improving infrastructure on the other.

Rising interest rates, food and oil prices, coupled with the requirements of 

the National Credit Act to access fi nance, are defi nitely slowing consumer 

spending. The overall effect is to reduce demand, thus slowing growth. 

Margin pressure is inevitable.

On the fi xed investment side, construction is booming with the exception 

of residential property. The Gautrain project is going ahead on schedule. 

Airport expansion and stadium construction projects are all underway. 

Eskom announced plans and, in certain cases, indeed issued tenders to 

increase capacity — so did Transnet. The mining industry, especially 

platinum, continues to expand. 

We are well positioned to benefi t from these developments. In particular, 

our low-voltage and cable businesses are well entrenched as suppliers and 

our electrical businesses have the products and capacity to meet increased 

demand.

On balance, we believe infrastructural investments will more than offset 

slower consumer spending, helping Reunert achieve real earnings growth.

We thank all our customers and staff for their support and loyalty. Equally, 

our strong and experienced board is a great asset.

Martin Shaw Gerrit Pretorius

Chairman Chief executive

Sandton

6 December 2007

LETTER to shareholders continued
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BOARD of directors

������� !" (69) CA(SA)*
   Chairman, non-executive, independent director   
  Director of companies
  Appointed to the board in 2001 and as chairman 

from 1 June 2005
  Born 13 September 1938
 
 Martin joined Deloitte & Touche in 1956 in 
Johannesburg. He was appointed a partner in 
1968 and transferred to Durban. He returned to 
Johannesburg in 1983 and was appointed 
managing partner. 
 In 1991 he became chief executive, a position 
he held until 1999. Thereafter he acted as 
chairman of the board until his retirement in 2001. 
 He serves as a board member of Illovo Sugar 
Limited, JD Group Limited, Liberty Group Limited, 
Liberty Holdings Limited, Murray & Roberts 
Holdings Limited, Pretoria Portland Cement 
Company Limited, Standard Bank Group Limited 
and Standard Bank of SA Limited.

�� ����#$$%& (67) CA(SA)*
  Non-executive, independent director
  Appointed to the board from 1 June 2005

  Born 5 December 1939
 
 Kingsley joined Deloitte & Touche in East 
London in 1961 as an articled clerk. After 
qualifying as a CA(SA) in June 1963, he 
transferred to the Johannesburg offi ce in 1964. 
He has held various positions in Deloitte, 
culminating in his appointment as a senior 
partner at the Sandton offi ce in 1990. He retired 
from Deloitte in 2003. Kingsley is the current 
chairman of the Board of Trustees of Deloitte & 
Touche Pension & Provident Fund.

'������())%$$!) (67) CA(SA)*
  Non-executive, independent director
 Director of companies
 Appointed to the board in 1999

 Born 28 June 1940

 Brian retired as executive chairman of 
Nampak Limited in 2000, a position he had held 
since 1990. He joined the Barlow Rand Group in 
1964 and managed a number of subsidiaries 
before being appointed as director of Barlows in 
1985. 
 He is a director of Absa Group Limited, Illovo 
Sugar Limited, Sasol Limited and Tiger Brands 
Limited. In addition, Brian is a past councillor of 
the South Africa Foundation, Corporate Forum 
and the Institute of Directors, as well as a 
contributor to King I and King II on corporate 
governance.

*������!+"%,$!�(66)*
  Non-executive, independent director

  Social Work Diploma, PMD (Harvard)

 Appointed to the board in 2000
 Born 14 September 1941

 Bobby spent most of his working life in the 
furniture industry. He served as executive director for 
King Food Corporation, a subsidiary of Tiger Brands 
(Tiger Oats) and Tiger Foods. 
 He serves on the boards of Lebowa Platinum and 
Potgietersrus Platinum. Bobby is director of 24 Rivers 
Platinum and is chairman of Merafe Holdings (Pty) 
Limited. In his various capacities, Bobby has 
contributed extensively to black economic 
empowerment issues at government level.

-� SD Jagoe (56) BSc (Eng), MBA*
  Non-executive, independent director 

 Merchant banker

 Appointed to the board in 2000
 Born 9 June 1951

 Sean is a senior adviser in Morgan Stanley’s 
Johannesburg offi ce, with 25 years’ experience in 
banking and fi nance. Prior to joining Morgan Stanley, 
he was head of mergers and acquisitions at Deutsche 
Morgan Grenfell, head of corporate fi nance at Rand 
Merchant Bank and chief professional offi cer with 
the Industrial Development Corporation. 
 Sean also serves on the boards of AVI Limited and 
Ceramic Industries Limited.

.������(&($( (44) BSc Mech Eng, MEng*
  Non-executive, independent director

 Appointed to the board in August 2004
 Born 6 August 1963

 Khumo is general manager projects in the capital 
expansion department of Eskom that is responsible 
for electricity generation assets creation. 
 She holds a BSc Mechanical Engineering degree 
from Wits University and obtained her MEng 
(Engineering Management) qualifi cation at the 
University of Pretoria in 1998. 
 Khumo started work as a management trainee at 
Liberty Life, becoming a computer programmer in 
1989. In 1994 she moved to Eskom as a consulting 
engineer. She was promoted to engineering manager 
at Matimba power station in 1999 and progressed to 
become power station manager in January 2002. In 
September 2003 Khumo was appointed general 
manager for production for a cluster consisting of 
two power stations, Arnot (near Middelburg) and 
Matimba in Lephalale (previously Ellisras), the largest 
direct dry-cooled installations in the world.

1 2 3 4 5 6



ANNUAL REPORT 2007 13

BOARD of directors continued

������/!)�0%&��(&1, (63) BA, LLD*
  Non-executive, independent director

 Director of companies

 Appointed to the board in 1993
 Born 4 February 1944

 Johannes worked for Old Mutual from 1971 to 
2002, where he was general manager (investments) 
from 1985 to 1997. 
 In September 1997 he was appointed to lead Old 
Mutual’s demutualisation project, which culminated 
in July 1999 with its listing on the London Stock 
Exchange and the JSE Limited. 
 Over the past 20 years he has served on the 
boards of various companies listed on the JSE 
Limited, and he is currently also on the boards 
of Assore Limited and Wooltru Limited.

2��	���&$%3) (51) BJuris, BProc LLB*
  Non-executive director

 Director of companies

 Appointed to the board in 2007
 Born 13 January 1956

 Thandi is a director and shareholder of Peotona, 
an investment company owned and managed by 
four women – Cheryl Carolus, Wendy Lucas-Bull, 
Dolly Mokgatle and Thandi Orleyn. Thandi was a 
director of commercial law fi rm Routledge Modise 
until April 2006. She is also a mediator and 
arbitrator under the auspices of Tokiso Dispute 
Settlement and a member of the Competition 
Tribunal. She sits on the boards of the South African 
Reserve Bank, Toyota SA, Implats, Arcelor Mittal, 
Cricket SA and is also a trustee of Legal Resources 
Trust, Inanda Seminary Education Trust, Zenex Trust 
and Foundation, Shanduka Trust and De Beers Trust. 
 Thandi was attorney and regional director of the 
Legal Resources Centre, national director of the 
Independent Mediation Service of South Africa and 
national director of the CCMA from 1997 to 2002.

4�����&%,(&5#1 (59) BSc, BEng, LLB, PMD◆

 Chief executive

 Appointed to the board in 1990
 Born 24 August 1948

 Gerrit joined Fuchs Electronics as a development 
engineer in 1973 and completed an LLB, studying 
part-time. Progressing through the ranks, he was 
appointed managing director of Reutech in 1989. 
 In 1990 he was appointed to the Reunert board. 
Following the unbundling of the group in 1993 he 
restructured Reunert’s telecommunications interests 
and established joint ventures with Siemens Limited 
and GEC plc. A year later he was appointed chief 
executive of Telephone Manufacturers of South 
Africa. 
 In April 1997, Gerrit was promoted to chief 
executive of Reunert.

��� BP Gallagher (57) BCom, CA(SA)◆
 Executive director
 Appointed to the board in 1993

 Born 5 March 1950

 Pat joined the Barlow Rand Group, Rand Mines 
Properties as fi nancial accountant in 1976. He was 
promoted soon after and subsequently served as 
managing director for various companies in the 
Barlow Rand Group. 
 With the unbundling of the Barlow Rand Group in 
1993, Pat was appointed executive director of 
Reunert and chairman of Reunert Consumer and 
Commercial Holdings.

��� GJ Oosthuizen (53) BIuris, LLB◆
 Commercial director
 Appointed to the board in 1997

 Born 31 March 1954
 
 Gerrit practised as a lawyer for nine years before 
joining the Barlow Rand Group as an industrial 
relations adviser in 1987. 
 In 1996 he was appointed executive director: 
human resources at PPC Limited and the following 
year returned to Reunert as an executive director. 
Gerrit’s current responsibilities include general 
commercial work, corporate communications and 
legal affairs.

��������!"$5)1() (58) CA(SA)◆
 Financial director

 Appointed to the board in 1992
 Born 23 February 1949 

 After completing his articles, David joined Coopers & 
Lybrand and was then seconded to England for three 
years. 
 He has been involved in the electronics and electrical 
engineering industry for over 20 years, working for 
CG Smith, GEC and as deputy managing director of 
Alstom. He became fi nancial director of Reunert and was 
appointed to the Reunert board in 1992.

�(665,,%%1 Audit and risk committee: KS Fuller (chairman), BP Connellan, SD Jagoe, G Pretorius, DJ Rawlinson

Remuneration committee: SD Jagoe (chairman), MJ Shaw, JC van der Horst

Nomination committee: MJ Shaw (chairman), SD Jagoe, JC van der Horst

Group executive and risk management committee: G Pretorius (chairman), BP Gallagher, GJ Oosthuizen, DJ Rawlinson

*Non-executive directors
◆Executive directors
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����7 #,,%�
 Managing director: CBI-electric: African Cables

 BSc (Eng)(Elec) Certifi cate of Competency 

 Born 13 July 1949 

 Appointed June 1999

Ernst started his career as a pupil engineer at the then Union Steel Corporation of SA Ltd’s non-ferrous division in 
1973 after he obtained his engineering degree at the University of Pretoria. 

He was later appointed as section engineer: electrical; maintenance engineer; production manager; marketing 
manager and general manager of Usko Ltd. 

He served on the boards of Alustang (Pty) Ltd, EPI (Pty) Ltd, Transvaal Copper Rod Company and Usko Ltd.

�
��(&1,%&
 Managing director: CBI-electric: Aberdare ATC telecom cables

 BCom, CIS, MBL 

 Born 28 May 1949 

 First employed by ATC in 1971

Koos started his career as assistant accountant at Standard Telephones and Cables (Pty) Ltd (STC) in 1969. He 
joined ATC in 1971 as accountant and subsequently held the positions of chief accountant and fi nancial director 
prior to his appointment as managing director in 1986, a position he held until 1999. 

Koos joined Marconi South Africa (Pty) Ltd in 1999 as CEO. He left Marconi in 2001 and pursued his own private 
business interests until he rejoined ATC in October 2002 as managing director.

Following the merger of the ATC and Aberdare telecoms businesses in January 2007 in the new company 
CBI-electric Aberdare ATC Telecom Cables (Pty) Ltd, Koos was appointed MD of the new company.

����517 %&�
 Chief executive offi cer: CBI-electric

 Dipl.-Ing, Dipl.-Wirtschaftsingenieur 

 Born 13 September 1947 in Germany 

 Appointed in 1984 

Helmuth attended the Technical University of Darmstadt, Germany where in 1972 he obtained a masters degree 
in mechanical engineering. 

Thereafter he studied business administration at the Technical University of Munich, Germany where in 1974 
he obtained a masters degree in industrial engineering (equivalent to MBA). 

His association with Barlow Rand/Reunert started in 1984 when he emigrated to South Africa to join 
Heinemann Electric (Pty) Ltd (then 70% owned by Barlow Rand) as manager for manufacturing coordination and 
information systems. 

In 1989 he was appointed managing director of Circuit Breaker Industries. 
From 1 January 2007 Helmuth has taken divisional responsibility of CBI-electric.

�����$5/%&��
 Managing director: CBI-electric: low voltage 

 BSc (Eng) (Elec), MBL, Certifi cate of Competency 

 Born 29 January 1957 

 Appointed in 1998 

Chris started his career as an engineer in training with Eskom. He joined Armscor in 1986 as programme manager. 
He held the positions of divisional manager and executive manager at Denel Aviation.

Chris joined CBI-electric: low voltage in 1998 as product manager and subsequently held the position of 
divisional manager until his appointment to the CBI board in 2005.

In 2007 he was appointed managing director of CBI-electric: low voltage. 
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 Managing director: Nashua

 BBusSci 
 Born 26 January 1961 
 Appointed 1 August 1996

Chris was born in Cape Town in 1961. He was educated at Rondebosch Boys’ High. After completion of his 
National Service he attended UCT where he obtained a Bachelor of Business Science degree, majoring in 
Economics and Marketing. 

In 1985 Chris joined Nashua as facsimile product manager. He was promoted to marketing manager in 1991 
and was appointed to the Nashua board in 1992 as marketing director. In 1993 he assumed the sales portfolio. 

Four companies in the Nashua group report to Chris. These being Nashua Offi ce Automation, Nashua Holdings, 
Royce Imaging and Nashua Kopano. He serves as a director of Nashua Mobile and Quince.

���!3$(&�
 Managing director:  Nashua Mobile  

 Born 15 June 1963 

 First appointed in 1999 

Mark was appointed managing director of Nashua Mobile in July 2003. He has worked in the South African 
cellular industry for the past eight years and has more than 20 years of experience in the information and 
communication technology industry. 

As an IT specialist, Mark worked extensively in the mainframe arena in the banking industry at the start of 
his career. He was intimately involved in the consolidation of IT systems following Nedbank’s mergers with 
companies such as Perm and Cape of Good Hope . 

He was the project manager responsible for the merger of Plessey and Nedtel in 1999 and played the same 
role when Nedtel and Nashua merged to form Nashua Mobile in 2001.

��
��!00(9�
 Group managing director: Nashua Electronics

 BA Econ (Hons) (Victoria Univ of Manchester, UK); Snr Exec Prog I & II (Wits); Snr Exec Prog III (Harvard); Advanced 

 Marketing (UCT/Wits) 

 Born 17 June 1961, Manchester, UK 

 Appointed in 1983 

Martin has been employed by Reunert since his arrival in South Africa from the UK in 1983. He held the position 
of group product manager from 1988 to 1990 and was appointed marketing manager until 1991. He was 
made a director in 1991 and held the position of marketing director, then group marketing director until his 
appointment in 1997 to the position of managing director: Panasonic Systems Company. Martin has held the 
position of group managing director since 1999. 

He is chairman of the Television Manufacturers’ Association and executive member of the  Consumer 
Electronics Association.

����65,�
 Managing director: Reutech

 MEng, MBA 

 Born 12 December 1961 

 With Reunert group since 1987

Piet joined the group in the radar division in Stellenbosch as a development engineer in 1987. Studying part-time, 
he obtained an MEng degree from the University of Stellenbosch and, by 1994, an MBA from the University of 
Cape Town.

In 1999 he was appointed as managing director of RRS and in December 2003 was appointed managing 
director of Reutech.

MANAGEMENT continued




