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Showing nerves of steel

ANNI BODINGTON, despite having
to overcome many personal chal-
lenges has succeeded in building a
multi-million rand export business,

According to Bodington, she had
“several  less-than-successful — at-
tempts at various jobs and made
some bad decisions”.

But after six years at a multi-
national, where she achieved a mea-
sure of success, she joined her hus-
band Trevor in his business and in
1999 became 100% sharcholder of
Taita Engineering SA. The company,
which manufactures components
for the wine and transport indus-
tries, is now in its 10th vear with
major contracts in the rail trans-
portation sector.

Taita Engineering’s creative tech-
nical team, Trevor Bodington and
Brian Wallace, designed, amongst
others, machinery for the produc-
tion of palisade fencing,

Bodington, as MD and majority
sharcholder, co-founded TESA Pal-
isade Fencing and Security Systems
in 2001 with finance partners.

Making steel security fences and
gates for the local construction
market, she lacked experience and
capital and found the male-dom-
inated industry daunting. When the
owner of a competing company pre-
dicted at a meeting that TESA would
not survive six months due to the
tough nature of the industry, she
became determined to succeed,

“We were a small fish in a big
pond and had to fight from the very
beginning. About 95% of the time we
did not win tenders, the company

selling us the steel pulled out of SA,
and a senior manager with knowl-
edge of our intellectual property
joined an opposition company. We
struggled to find our niche.”

The company realised they were
far more efficient and cost-effective
with bulk production and started
exporting in 2003,

“The local market was inconsis-
tent and the stop/start trend in the
constriction industry did not suit
our production setup,” sayvs Boding-
ton. “But our big breakthrough hap-
pened in 2007, when we identified a
gap in the African communications
infrastructure sector for kit-form se-
curity fencing.”

TESA now exports to Madagas-
car, Angola, Democratic Republic of
Congo, Equatorial Guinea, Ghana
and 14 other African countries.

“Africa is one of the last remain-
ing emerging markets and oppor-
tunity is plentiful,” says Bodington.

Starting as a small family busi-
ness and evolving first to a small and
then a medium-sized enterprise has
come with its own headaches as the
entire culture has had to change
while keeping the essence of the
original business.

As the company has grown, TESA
has emploved a logistics and ship-
ping specialist and developed a
strong relationship with finance
partner CT International.

“Lastly, remaining competitive
with steel price volatility is walking
a very fine line, but TESA balances
this out with taking service the extra
mile,” she says.

Anni Bodington

TESA has attended trade shows,
more recently in Washington at an
Infrastructure in Africa convention,
as a percentage of the marketing is
aimed at American companies in
Africa. The company first used mas-
sive billboards but this exposure is
geared more to the domestic mar-
ket. TESA has alwayvs used good
guality hard copy marketing and
sponsorship of events, more recent-
ly in sport.

“But the most effective way we
have found to get our product

known, is by identifving the correct
key players within the companies of
the sector we have targeted, and to
have a constant, high profile
presence with these people.

“Our  business  development
team, headed by Craig Paine, main-
tains these relationships and as the
head offices of the sector are based
mainly in Johannesburg, we make
regular visits to put TESA out there
and keep us there.”

Paine visited Senegal, Kenva,
Migeria, Botswana, Ghana and
Rwanda in March alone to maintain
their profile in these countries,

Her tips for would-be exporters
include identifving any possible
quality issues before you export.
“Get yvour house in order. Code of
Conduct audits become the order of
the day. Your quality may be good,
but this might not enough to get vou
through the door.

“Fair labour practice, enterprise
development and  higher  than
expected attention to stafl welfare
have always been policies TESA has
upheld.

“Guality and attention to detail is
paramount when the goods are
being transported out of the coun-
try. If, for example, a small ftem is
omitted during packing, the cost
impact is huge in terms of
additional, short-notice shipping.
The impact on your relationship
with vour customer is the biggest
cost as they might have a deadline to
meet, This could blow you out of the
water for future business

-Business Day

SAITEX
EXPO

IT MAY be a happy coincidence or it
may simply reflect the current
realities of SA's positioning in world
trade. Whatever the reason, this
year's Southern African Internation-
al Trade Exhibition Expo (SAITEX)
falls neatly in line with the aspi-
rations of incoming Minister of
Trade and Industry, Rob Davies.

According to a recent report in
Business Day, one area that Davies
intends focusing on is South-South
trade. Here SAITEX “walks the talk’
with dozens of international
exhibitors from South America,
Argentina, Brazil and Ecuador, as
well as even more from China,
Indonesia, India, Malaysia, Singa-
pore and Thailand.

And there is no “shabby” rep-
resentation from Africa either with
companies from Ghana, Malawi,
Mozambique, Kenva, Tanzania,
Fambia and Zimbabwe all taking up
space at the expo,

In order to facilitate trade
between this diversity of business
interests, the organisers of SAITEX
— Exhibition Management Services
— offer a free business match-
making service. All exhibitors and
pre-registered visitors are invited to
submit — at no charge — their de-
tails and reguirements. These are
then assessed and profiled by a so-
phisticated computer svstem to en-
sure that companies and individuals
with common interests are effec-
tively matched at the expo,

Expo happens from 19 to 21 July,

Introduction

Implementation of marketing plan grows husiness

cards, lettecheads, brochu res and folders, The Melders can be used for préesent-

MQ Thatchers and Projects
was started by Armstrong
Ngguzana and brothers In-
nocent and Patrick Khanyilke
In 2006, They have extensive
experience in thatch making
and woodwaork and specialise
in thatch umbrellas and indookr
and putdoor wooden furniture
This is a 100% BEE initiative,
MQ Thaichers and Projects is
based at Furntech in Paarden
Istand as these premises offer
a professional environment for
budding entrepreneurs and specialised equipment which they could not oth-
erwise afford,
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F' ing proposals, quotes, lllustrations and photographs. A company profile was
! also developed and printed as a separate brochure.

Result

*The marketing material has helped us a lot,” said Innocent Khanyilke who s in
charge of marketing the company, "It has given us the confidence to approach
new clients as we now have professional leoking marketing m atenal.”

From the desk of Innocent Khanyllke:

"Thanks to the brochures we wern: contracted to make 12 cutdoor benches
for False Bay College. We
have produced and in-
stalled steel benches along
the West Coast and at the
V & A Waterfront and were
contracted to refurbish oy
and install thatch umbrel-
las for the Alrports Coms-
pany at Cape Town Inter-
national sirport. We have
also employed two casual
siaff members and can fi-
nally take a salary out of
the business. The separate
company profile leaves a
good impression with new
clsents and as a result our customer base has Increased threefold.  All of this
has contributed to imcreased sales of 92%. We are very happy with the project
and the help we got from seda.”

Mamufoclure of sabdoor wsodon heaches

H .

L™ . !
g

AN F O EANENE ].llll!lll.l lﬂt“l“"”m" P Ul e

Challenge

MQ Thatchers and Projects have focused on tenders In the Westemn Cape to
grow their business, Thay Intend targeting South African National Parks, petrol
stations and holiday resorts. As a new business they do not have the cash flow
to produce the marketing material to attract new clients.

Solution

Seda's gervice provider, Native Design Studio, was contracted to assist MQ
Thatchers and Projects in developing marketing matenal for their business.
First they designed a logo for the company which would start buillding a corpo-
rate (dentity for the new business. This logo design was incorporated In all the
markéting material produced by Native Design Studio, This included busingss
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SMALL ENTERPRISE DEVELOPMENT AGENCY
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seda Eden
Beacon Place
125 Meade Strect
George 6530
Tel: 044 874 4770
Fax: 044 B74 4B70

seda Cape Town
Louwville Place,
2nd Floor 23 Vrede Street

seda Cape Winelands
Office 135, Eikestad Mall
43 Andrimga Street
Stellenbasch

Tel: 021 883 9270

Fax: 021 8E3 9277

Bellville 7530
Tel: 021 949 2227
Fax: 021 949 2237
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