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Komatsu Overview

MESSAGE FROM THE MD

Mike Blom

THE K-WAY
Sustainable high-quality service and support
can only be provided by a supplier that is
fully in tune with the needs and aspirations
of both its customers and employees. The
Komatsu vision statement is simple and
concise: “To be the leading earthmoving
equipment company in Southern Africa with
the highest level of product support and
value add to a customer’s business.”
This proposition is driven by two crucial
pillars: the Komatsu brand management
principle and The Komatsu Way.
Our brand management principle underpins
our belief in the importance of establishing
and maintaining enduring relationships. The
concept not only means providing customers
with the service and solutions they need to
meet their goals and aspirations but playing
an active role in this process.
The Komatsu Way means adhering to the
guiding principles that have served us well
over the past 50 years. These include our
uncompromising commitment to quality and
reliability and our workplace philosophies
of continuous improvement and information
sharing at all levels. We recognise that our
employees are our most valuable asset and
regard their personal development as one of
our most important responsibilities.
The fusion of The Komatsu Way and
our brand management philosophies has
positioned Komatsu where it is today – a
truly customer-centric company.

Quite predictably, the past year has been a tough one, but even so, we have
achieved a great deal in 2016. In this edition of ‘On Track’, there are some
success stories that give us immense pride and confidence for the year that
lies ahead.
Our business is founded on the strength of solid relationships with our
customers and ongoing focus on adding value to their businesses. In this
tough climate, it is of paramount importance that we understand our
customers business and identify opportunities with the customer to improve
the operational performance of our Komatsu machines on their site.

In this issue we give focus to four customers
operating successful businesses in widely divergent
markets, and the stories they tell have made me reach
three very important conclusions.
Firstly, Komatsu’s customers are on top
of their game and making headway even
under the most difficult circumstances.
Secondly, they are unanimous in their
appreciation for the excellence of our
products – their design, choice of material
and the quality of manufacture. Thirdly,
they speak volumes on the quality of
our aftermarket service and KOMTRAX.
Aftermarket is where our future lies, a
marketing stratagem to which we are
wholly and unequivocally committed.
Internally we are now reaping the
benefits of having our own in-house
auditing team. This tight-knit department
keeps a close eye on all of our systems
and procedures, ranging from issues like
stock control to financial management.
This function was previously
outsourced, however by internalising
these services we have made great
progress in identifying inefficiencies and
standardising systems that will unlock
benefits and value add for both our own
and our customers’ businesses.   
Our long term dream of consolidating all
of our head office into a single Komatsu
Campus became a reality in 2016 with
the purchase of a 300 000m² property.  
The first phase of construction has gone
exceptionally well. The construction of
our brand-new Parts Distribution Centre
is nearing completion and we will begin

the relocation of all our parts early in
2017. Looking ahead, we will continue
to consolidate our head office functions
into the new campus. This will include
the relocation of Isando Branch as well as
Reman and the Head office.
One of the pillars of our management
philosophy is the need for us to empower
our employees to achieve their full
potential. A pleasing moment in 2016
was colleague Corvin Brady obtaining
his Master of Business Administration
degree from the Japan International
University. His place on the programme
was facilitated by Komatsu South Africa
and Corvin was subsequently invited
to undertake a six-month internship at
Komatsu’s Tokyo head office.
A final word for 2016; we have seen
motor vehicle accidents become one of
our most serious health and safety risks
and there has been a substantial increase
in the number of accidents involving our
employees. Many of us will be travelling
with our families to traditional holiday
destinations. Please be vigilant and guard
against the road users who unfortunately
at this time of year throw caution to the
winds. We want to see you return safely
and ready to meet the opportunities
waiting for us 2017.
Regards, Mike
On Track - Nov/Dec
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ADVANCE PROJECTS INVESTS IN KOMATSU
EQUIPMENT TO MAXIMISE OPPORTUNITIES
An enduring partnership that
has thrived for a quarter of a
century best describes the relationship
between Komatsu and highly-respected
earthworks and civils contractor Advance
Projects.
The story began in 1992 when founding director
Aldert Nieuwoudt – together with his brother MC and
friend Kobus du Toit – set up their fledgling earthworks
business. Starting out with only a handful of people but
plenty of ambition; hard work and a careful choice of capital
equipment, has seen the business mature and expand as a
leader in its field. It’s also worth mentioning that it now provides
employment for around 500 people.
Based in Mooiplaats east of Pretoria, Advance Projects has used
Komatsu products from the very outset, starting out with second-hand
equipment and gradually growing the size of its fleet with the addition
of new machines.

A Komatsu PC200-8MO working on site

Komatsu Customers

“We’re very happy with our products and our fleet of dozers and excavators is
literally 99% Komatsu,” says Aldert, who points out that the older machines are
still earning their keep more than two decades down the line.
Power and reliability
The company’s faith in the power and
reliability of Komatsu was demonstrated
during the first few months of 2016, when
it took delivery of four new PC200-8MO
excavators, three PC300-8 excavators and
a single D65EX-16 dozer.
The new additions have been taken
on board not only to replace existing
equipment, but specifically for use in the
development of new projects, and the total
size of the Komatsu fleet now stands at an
impressive 30 units.
“Business conditions are definitely tight,
margins have shrunk and we need to be
very enthusiastic when we tender. Despite
this, there are some very good reasons
to be positive as we have consistently
achieved year-on-year growth of 20% over
the past three years. We have done this
by staying competitive in the marketplace
and keeping a very careful eye on operating
costs,” he says.

The latter is being further addressed with
KOMTRAX – Komatsu’s well-established
and technologically advanced remote
equipment and fleet monitoring system,
which is currently being activated across all
of the company’s more recent acquisitions.
Aldert believes that taking the advice of
his dedicated Komatsu representative,
Karen van der Walt, to utilise this
comprehensive plant monitoring system can
only be beneficial, as it provides immediate
reference to essential indicators like
hours worked, fuel consumption, operator
performance and the exact location of a
machine.
“It is a very handy tool, not only for
developers like ourselves, but also for
plant hire operators. We operate all over
the country and this gives us an immediate
reference to what’s going on and where.
We need to keep up to date with this type
of technology to run our business in today’s
conditions.”

Stick to the basics and remain positive
A factor that has enabled Advance Projects
not only to survive but to prosper in
challenging conditions is to stay with the
basics.
“We’re sticking to what we know best.
Over the years we’ve built up strong
relationships with good developers who
specialise in projects within the private
sector,” says Aldert whose background
in the construction, civils and bulk
earthmoving industries, ensures that he
knows every aspect of the business from
the ground up. He also makes the point that
the company has to work to very closely
controlled deadlines.
Looking ahead, he has a positive outlook
for the future: “If the people in power do
what they say they are going to do the
economy will pick up, money will be spent
through the right channels and there will be
a lot of work. We started from very small
beginnings and worked late nights and, in a
way, nothing has changed.”

							

A Komatsu PC300-8 excavator

A Komatsu 65EX dozer

ADVANCE’S FLEET OF KOMATSU EQUIPMENT:

Founding director Aldert Nieuwoudt with one of
Advance’s Komatsu PC200-8MO excavators

•
•
•
•
•
•

4 x PC200-8MO excavators
4 x PC220-7 excavators
2 x PC300-7 excavators
1 x D65EX-16 dozer
2 x JV100WA-1 smooth drum rollers
3 x WB93 R-5 TLBs

•
•
•
•
•

4 x PC200-8 excavators
3 x PC300-8 excavators
2 X PC350-7 excavators
3 x WA320-5 loaders
1 x JV100WP-1 pad foot roller
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KOMATSU INNOVATION AND BASIL READ FOCUS
MAKE FOR A WINNING COMBINATION
Since the restructuring of the Basil Read Group two years ago, the company’s
mining division has continued to consolidate its position as a leading specialist
in surface contract mining. Khathutshelo (K2) Mapasa, Executive Officer:
Mining, reflects on the industry’s current challenges and shares his vision for
the future.

Komatsu Customers
“Our task is to deliver a holistic service
that encompasses every link in the mine
value chain. As a contractor, we have to
continually ask ourselves why the customer
would want to outsource their operation.
We have to demonstrate that we can do
things better – the dominant issue being
productivity. Our job is to produce more at
a lower cost, using equivalent or even less
equipment and resources.”
Basil Read Mining has developed an impressive
Southern African footprint, with major
contracts including Namibia’s Tschudi copper
mine, Botswana’s Lerala and Jwaneng
operations and De Beers’ Venetia diamond mine
in South Africa.
K2 believes that the industry is in a state
of transition and that its development lags
behind that of the manufacturing sector. The so
called super cycle – a seemingly never-ending
surge in commodities at attractive prices – is
also well and truly over.
“The bottom line is that in an industry where
between 60% and 70% of costs are machinerelated, availability and reliability are key
followed in short order by an original equipment
manufacturers (OEM) response to its customers’
needs.”

On Track - Nov/Dec
Oct/Nov 2015
2016
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A Komatsu PC2000 excavator and a HD785 dump truck at the Tschudi copper mine in Namibia

Most responsive supplier
He gives a recent example of a competitor’s
product experiencing an engine failure.
Availability was naturally critical to the
contract, and no spare parts were available
in South Africa. A phone call to Komatsu
confirmed that an equivalent machine was
available for hire and the product was
swiftly dispatched to site where it remains
in operation today.
“Komatsu is definitely our most responsive
OEM supplier and this is reflected in the
fact that 70% of our major machines are
Komatsu products. Another aspect of our
relationship is that we can work together
to extract maximum performance from our
equipment for the benefit of our customers.”
This point is illustrated by the collaboration
between Basil Read and Komatsu which
salvaged a customer’s long-term contract
for the supply of copper ore. The deal
had been structured prior to the plunge in
commodity prices which put the commercial
viability of the project at risk.

Synergies created by Komatsu and Basil
Read saved the day, with close and
effective cooperation elevating productivity
to over 30% against budget, without a
single addition to the fleet.
The scale of the mining business is so vast
that even the smallest of marginal gains,
for example, fuel economy or reductions in
cycle times are compounded to add major
value.
“Komatsu is respected by Basil Read as
an innovator that is continually refining
its products and systems. For example,
Komatsu has done a lot in terms of engine
improvements. The quality of diesel in South
Africa is not what it should be, and engine
modifications have improved power output
and fuel economy.
“Another important innovation has been the
introduction of lighter bodies for rigid dump
trucks. We can now load up to between
15% and 20% more which is highly
significant for contractors like ourselves,”
he says.

An effective machine health monitoring
system
KOMTRAX, Komatsu’s remote machine
monitoring system, is now crucial to Basil
Read operations. “It’s an effective and
informative repair system and we download
and upgrade our records on a weekly basis.
It would be impossible to support our own
business improvement programmes without
the data obtained from KOMTRAX and
incidentally, competing equipment suppliers
charge a very high price for this type of
information!”
The ability to access remanufactured
components and arranging complete
overhauls of long-serving machines provides
contractors like Basil Read with a variety of
options when considering the replacement
or renovation of its fleet.
“A big success has been Komatsu’s rebuild
of the rigid truck fleet previously used in
our North West iron ore operations. The
whole process took three months and the
machines are now as good as new and
performing within their key performance
indicator target of 85% availability.

Komatsu Customers
“In another instance, a ring gear needed replacing on one of our machines.
The question was, should we buy a replacement or should we repair it?
We took Komatsu’s advice and repaired the truck and it has since worked
for another 18 months entirely trouble-free.”
K2 believes that the outlook for the industry is now more focused on
productivity than ever before.
“We have to sweat our assets in the knowledge that the super cycle is no
more. It’s about asking ourselves, can I do something better today than I
did yesterday and can I do it even better tomorrow? We have a very good
relationship with Komatsu and want to take it to the next level.”

Khathutshelo (K2) Mapasa, Basil Read Executive Officer: Mining

Work at Namibia’s Tschudi copper mine

Komatsu HD785 dump trucks working on the Tschudi copper mine in Namibia
On Track - Nov/Dec
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KOMATSU VERSATILITY TICKS THE RIGHT
BOXES FOR EPH PLANT HIRE
The Centurion-based business began
operating 12 years ago, with two
tractor loader backhoes and a single
PC200 excavator. Fast-forward to 2016,
and its activities have expanded to
warrant a fleet of more than 40 units,
of which a significant proportion are
Komatsu products.
Head of Sales and Operations Brendan
Badenhorst explains that much of the
company’s success has been earned by
exploiting opportunities in a niche market,
using quality equipment.
“Past experience means we know that
Komatsu products last, and because we are
confident in their reliability, we can offer
our services to customers in remote areas.
We are a leading specialist in hydraulic
hammer rental and have grown to operate
nationwide,” he says.

Komatsu PC220-8

New to its current fleet of Komatsu
machines are EPH’s PC55 mini-excavators
and PC220 excavators.

including Komatsu’s five-tonne compact
lower-capacity excavators, is reaping
rewards.

Multifunctional solutions
“Komatsu machines allow for the fitment
of various attachments, including hydraulic
rippers and hammers or buckets, which
can be interchanged on the excavators. For
example, our Komatsu PC55 compact miniexcavators have delivered excellent results
equipped with hammers and buckets,
offering our clients a multifunctional
solution for electrical and water
infrastructure projects in rural development
areas,” Brendan says.

Brendan remarks on the performance of his
operation’s new line-up of Komatsu P220
excavators fitted with hydraulic rippers,
which have created an alternative rock
breaking solution that is fast and effective.

Having the right products at the right
time is an age-old marketing cliché, but it
stands the test of time. EPH Plant Hire’s
investment in new, advanced products,

“This new product has created a
competitive advantage in a competitive
hammer market.”
Spares availability is a crucial factor and,
in his opinion, more than outweighs the
perceived cost advantages of investing in
lower-priced but poorly supported products
from emerging manufacturers.

Komatsu Customers

Having the best available equipment is key to success in the rental industry and
EPH Plant Hire leaves little doubt that Komatsu is the manufacturer of choice.
Making life easier
Brendan also demonstrates a detailed knowledge of day-to-day operations, aided in no small measure by KOMTRAX - Komatsu’s
autonomous machine health monitoring system.
“KOMTRAX makes our lives easier — we have a full picture of hours worked, a complete reference to oil pressure and temperature and
early notice of routine maintenance needs.”
“We’re doing surprisingly well in what is definitely a very challenging business climate and as the markets turn, we are definitely poised to
grow to an even higher level.”

Komatsu PC55

EPH Plant Hire’s fleet of Komatsu excavators include:
• 8 x PC200-8MO excavators • 2 x PC220-8 excavators
• 2 x PC300-7 excavators
• 2 x PC 55 excavators
• 2 x PC200-7 excavators
• 1 x PC270-7 excavator

Komatsu PC200-8MO

Komatsu PC220-8 ripper
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MAN AND MACHINE - RENT A DOZER
Plant hire is one tough business – hard on people and even harder on
machines. So when a large operator says that his replacement parts bill for a
fleet of almost 20 pieces of Komatsu equipment comes to less than R12 000
over an entire year, you have to sit up and take notice.

Members of the Rent A Dozer team (from left):
Marie, Marna, Hercu, Theodor

A D65 EX-16 and D65 EX-15 cross ripping

D65 EX-16 busy ripping

Theodor Kleynhans, owner of Marble Hall-based Rent A Dozer, explains how in 2015 it cost him just R11 400 in parts to keep
his fleet of 18 Komatsu excavators, dozers and front-end loaders in perfect working order. To fully understand what is for him
a routine performance, one has to take into account the passion with which he runs every aspect of his 22-year-old business.
Starting out
All set for a career in agriculture, Theodor was blessed with a keen interest in all things mechanical and asked his father if he could restore
a dormant Komatsu D50-15 dozer. With the job complete, it wasn’t long before he left farming for plant hire with this self-same dozer.
In the early years he worked single handedly as operator, mechanic and marketer and it was regular practice to tram a machine very slowly
up to 20 kilometres to and from jobs. Theodor made real progress, however, and in that time accumulated a fleet of a dozen used Komatsu
dozers, which he personally reconditioned.
Rent A Dozer’s first new purchase came in 2004, with the delivery of a Komatsu PC200-7 excavator which is still in service today.
The right machine for the job
It is from experience gained in these early years that created the pillars on which Rent A Dozer has built a well-deserved reputation for
the quality and reliability of its equipment, and a work ethic that is superbly cost-effective. Theodor’s strategy is based upon the correct
choice of equipment to suit an application, a rigid servicing schedule and a deep-rooted respect for equipment.

Rent A Dozer’s plant range, available for rental

Komatsu Customers
“First of all, it is essential that a product
be used in an application for which it was
originally designed. Like aviation, earth
moving equipment is not designed to fail,
it is mostly when it is abused or there is a
pilot/operator error, that things go wrong.”
“Komatsu products are designed to
perform and we have a servicing policy
which ensures we carry out preventative
maintenance every 200 hours and a full
lubrication service, including engine,
transmission and hydraulics, every 1000
hours.”

“If you take into
account what a
machine can earn
working troublefree between
service intervals, the
maintenance costs are
negligible. Decide for
yourself – do you want
to run a mechanical
breakdown workshop
or a plant hire
business?” he asks.
Maintenance activities are not restricted
to regulated service intervals. Every time
a machine comes in from site it receives a
thorough inspection, is cleansed and the
radiators and electrical harnesses kept free
of dust and mud. Another individual touch

is that Theodor insists on tracking every
outgoing machine onto low bed trailers
prior to despatch.

seamlessly to the main body of the machine
and the attention to detail in the cab is
outstanding.”

“This gives me an opportunity to inspect
all the machines’ functions and I can also
check if there are any engine noises or
vibrations which might give warning of a
potential problem.”

His obvious enthusiasm for the brand could
also be due to the fact that a PC200-7
excavator he bought in 2008 was recently
sold for its original purchase value despite
delivering nearly 8000 hours of fault-free
service.

It has to be added that he trucked machines
to site himself for 20 years, adding yet
another dimension to the Rent A Dozer
service offering.
Respect for machinery
Respect for machinery is of paramount
importance. He insists that every new
operator spend a minimum of six weeks
working as a service cleaner to get to know
the machinery, to appreciate the challenges
it faces on site and the importance of its
presentation to the customer.

It’s a rare sight in the plant hire industry to
view an operation that keeps its machinery
in immaculate condition, but that’s the way
it is at Rent A Dozer. It’s also worth noting
that pride of place in the machine park is
given to the faithful old D50 dozer that
began it all more than two decades ago.

“It’s not enough just to go through the
motions; we have to learn to cherish our
machinery.”
Once the newcomer has completed
his induction, he then works under the
supervision of an experienced colleague
who ensures that he does nothing to harm
either the internal workings or external
appearance. In Theodor’ eyes, both factors
are equally important.
Respect for machinery also extends to
respect for its manufacturer.
“If you stand a Komatsu next to a
competitors’ product, you can pick up detail
differences. These include slightly thicker
gauges of materials; doors and housings fit

This D65A-8 has logged 38 000 hours without any
work done on the steering clutches or final drive

					

RENT A DOZER’S
CURRENT KOMATSU
FLEET:
DOZERS:

1 x Komatsu D50-15
(first purchased in 1980, renovated in 1990)
2 x Komatsu D51 EX-22 (2010, 2012)
2 x Komatsu D65 A-8 (1996, 1998)
2 x Komatsu D65 EX-15 (2008, 2010)
2 x Komatsu D65 EX-16 (2013, 2016)

EXCAVATORS:

1 x Komatsu PC 200-7 (2009)
2 x Komatsu PC 200-8 (2012, 2015)
1 x Komatsu PC 300-7 (2009)

FRONT END LOADER:
1 x Komatsu WA320-5 (2012)
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KOMATSU FOCUSES ON AFTERMARKET
Komatsu’s commitment to aftermarket
excellence was firmly underlined at the
internal and very intensive aftermarket
conference held in Isando between 5
and 7 August 2016.
The event, which was the biggest ever
to be staged by Komatsu Africa Holdings
(KAfH), was attended by more than 130
delegates, the majority being customer
support representatives from all over
Southern Africa.
In his opening presentation, Managing
Director Mike Blom illustrated the vital
importance of the aftermarket both to
Komatsu and its customers, and how
servicing this market makes a perfect fit
with the KAfH vision statement: “To be the
leading earthmoving equipment company
in Southern Africa, with the highest
level of product support and value add to
customers’ businesses.”

of choice.” This means changing the
emphasis from overall market share to that
of increasing our share of a customer’s
business.
Deputy Managing Director Hiroshi
Higashide unveiled a detailed action plan
which not only highlighted target areas for
aftermarket expansion, but examples of
how the careful marketing of aftermarket
products and services can greatly benefit
buyers.
One example he provided was a business
model that demonstrated the value of a
customer selecting a genuine Komatsu
replacement undercarriage against a replica
product. While the Komatsu original cost
30% more than the rival product, its wear
ratio was proven to be less than half,
making a sound case for staying with the
original equipment manufacturer.

proactive aftermarket service. Thanks
to KOMTRAX, there exists a wealth
of information concerning an individual
product’s operational history and the
intervals at which replacement or
remanufactured parts will be required.
A further innovation launched at the
conference was the supply of Komatsu
genuine filter kits which offer significant
cost saving advantages.
General Manager Sales and Marketing Mike
Helm announced the introduction of the
free periodical maintenance for GD675-5
and PC200-8MOs for 12 months or
2 000 hours.
Guest speaker from Japan was Yoshio
Yonehara, General Manager Marketing
for the aftermarket business division of
Komatsu LTD.

He explained that the Komatsu brand
management concept required a shift in the
marketing paradigm – moving away from a
transactional mindset to one of building and
cementing relationships.

Another illustration showed how the use
of a full rebuild programme could enable a
customer to increase productivity within
capex limitations. For example, the cost of
a rebuild would only be around 60% of that
of a new product.

In his address, he clearly stated company
policy going forward: “Regardless
of market conditions, our goal is the
sustainable development of the Komatsu
business worldwide following the principles
of brand management,” he said.

“Render Komatsu invaluable to customers
and continue to be selected as the partner

The ever growing use of KOMTRAX also
presents an opportunity to provide a

The second phase of the conference
was devoted to training on the products

The annual sales conference focused on Komatsu’s aftermarket products and services

Komatsu
Komatsu
Customers
News

For peak performance, pick genuine Komatsu parts

and services that are the essential
components of Komatsu’s aftermarket
armoury. During the course of the
weekend, delegates attended nine
different 90-minute modules at a
variety of locations within the head
office facility.
Split into groups, they undertook
fact finding tours around the
Parts Distribution Centre and
remanufacturing facility. Suppliers
were also represented and included
Komatsu Undercarriages Indonesia,
Hensley Industries, a supplier of
ground engaging tools, and Komatsu
Genuine Oils.  

Tomohiro Morioka - Marketing Analyst, Hiroshi Higashide - Deputy Managing Director - Komatsu
South Africa (Pty) Ltd and Kevin Naidoo - After Sales Manager

The Komatsu continuous improvement
department provided training on
KOMTRAX as well as the highly
innovative lightweight bodies which
are now available for fitment to large
capacity trucks. The aftermarket
team led by manager Kevin Naidoo
was at the centre of the programme,
and product and data analysis
specialists were on hand to give
advice on the practical aspects of
aftermarket sales and service.
Initial reactions from the conference
have been exceptionally positive and
the aftermarket team has reported
a surge of interest from operations
throughout the region.

The Komatsu Parts Distribution Centre
On Track - Nov/Dec
Oct/Nov
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KOMATSU CAMPUS: FIRST SOD TURNED
The sod turning ceremony for our new
Komatsu Campus took place in April,
2016. The site for this purpose-built
300 000m² facility is in Germiston’s
Tunney Extension 3, barely three
kilometres away from our current head
office in Isando.
Deputy Managing Director Hiroshi
Higashide explains that the project will put
Komatsu‘s sales and service functions in
an ideal position to capitalise on market
resurgence opportunities within the short,
medium and long term.
At the same time, it will serve to improve
still further the extent of Komatsu’s field
and technical service offerings.
“Our current operations are conducted from
three fairly distant locations. In every case,
space limitations will hinder the possibility
of future expansion and the facilities
themselves would at a future stage require
extensive renovations,” he says.
The campus site will combine our
Isando and head office operations, Parts
Distribution Centre, Reman facility,
equipment and undercarriage workshop,

training centre and supplier/partner
premises – all in one location.”
Construction work on the new Parts
Distribution Centre has begun and the
unit is expected to be fully operational
by October 2017. Completion of the
campus in its entirety is scheduled for
2021 to coincide with Komatsu’s 100th
anniversary.
The strategic decision to place the
concentration of Southern African
operations in one area will unlock some
significant benefits. From a manufacturing
perspective, improved workflow in the
Reman centre and the equipment and
undercarriage workshop as well as
face to face communication across all
departments.
Customers will have the opportunity to
appreciate the entire Komatsu offering,
including products, spares and service
capabilities in one single location. Another
long-term dream coming true is a training
area which will not only facilitate product
demonstrations, but provide new operators
with the experience of operating Komatsu
earthmoving equipment.

Pictured from left, at the sod turning ceremony are Brendan Baiocchi (Investec),
Nonhlanhla Mayisela (Investec), Hiroshi Higashide (Komatsu’s Deputy Managing Director),
Mike Blom (Komatsu’s Managing Director), Ikuo Sugiyama (Komatsu’s Director),
David Rosmarin (Investec) and Mike Bolland (Komatsu’s Chief Financial Officer)

Komatsu
Komatsu
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Construction work on the new Parts Distribution Centre has begun and the unit is
expected to be fully operational by October 2017. Completion of the new Komatsu
campus in its entirety is scheduled for 2021 to coincide with Komatsu’s 100th
anniversary.
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GIVING EDUCATION THE EDGE
Komatsu isn’t just a company that builds quality capital equipment. It’s a business
focussed on developing human potential. We believe the best way to achieve this
is by empowering people through education. Here we showcase some of our most
recent work in this all-important area.
KOMATSU-CUMMINS PARTNERSHIP
Komatsu and Cummins have set the wheels in motion in the local component of a global alliance that will benefit low-income communities.
The partnership – which extends across several continents – was launched earlier this year.
Our two companies have a mutual passion for strengthening education and have over the years worked on several projects together.
By formalising the existing partnership, we will be able to pool our resources more effectively so that community-focused projects have
maximum impact.
TEC initiative
One project that will soon be gaining traction in South Africa is the Technical Education for Communities (TEC) initiative.
South Africa remains in desperate need of technical skills and as companies, both Komatsu and Cummins require employees with the
relevant industry qualifications. At the same time, disadvantaged communities need access to quality skills training opportunities that will
lead to sustainable employment.
A team comprising representatives from each company recently conducted a needs assessment of technical learning institutions in the
areas in which we conduct a significant portion of our business. These include the Northern Cape, Limpopo and Gauteng.
The identification process involved an assessment of 11 colleges, and the Ekurhuleni College was found to be the most suitable owing to:
• Its committed leadership and alignment with the TEC project
• Huge demand for technical skills/workplace learning needs in the community
• Proximity to partners and access to students from different provinces.
The next step will be to sign the memorandum of understanding and commence with a detailed assessment of the TEC school.
Global impact
The partnership will see the further strengthening of collaborative, community-focused initiatives not only in South Africa but also in the
United States (US), Australia and Peru.
• In the US, Cummins and Komatsu have launched a vocational education pathways programme with support from the State of Utah
• A national agreement to grow existing collaboration to five TEC sites has been signed in Australia
• In South America, Komatsu-Mitsui Maquinarias Peru has launched a TEC partnership with a school in Arequipa. This focuses specifically
on the maintenance of heavy-duty machinery at mine sites.

The late Nelson Mandela said that education is the most powerful weapon
we can use to change the world, and we at Komatsu agree. Through our CSI
programme we aim to give those less privileged than ourselves the means to
improve their lives, and the lives of people living in their communities.
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EDUCATION-FOCUSED CORPORATE SOCIAL INVESTMENT
Although South Africa has no shortage of talent, young people
often lack the financial resources to gain an adequate education
that will lead to sustainable employment.
Komatsu is playing its part to address this challenge through
initiatives, large and small. These include:
• The DenRon-Komatsu Training Centre in Plettenberg Bay
where every year more than 100 unemployed students are given
an opportunity to improve their academic qualifications and skills.
The centre opened in 2007 and aims to uplift the Bitou Local
Municipality’s many unemployed by providing free adult-basic
education and training.
Accredited service provider Triple E Training has issued more
than 2140 certificates. Some graduates have moved on to attend
university and 15 have obtained their N3 qualifications in electrical

engineering. The total financial commitment by Komatsu and
DenRon is R1.8 million per annum and includes transportation,
textbooks and stationery.
• Kathu High School is located close to our Sishen mining site in
the Northern Cape. Here we covered the cost of school fees for 70
underprivileged learners in 2014, 2015 and 2016.
• Sponsorship of top academic performers who, despite
their challenging backgrounds, are disciplined, courageous and
have shown strong leadership skills from an early age. One such
example is Kgomotso Sekhukhune who has been awarded a fiveyear grant to attend Johannesburg’s Jeppe High School for Girls.
Similar scholarships have been awarded to George Mofokeng and
Lesego Khuzwayo, who are now excelling at Jeppe High School for
Boys.

KOMATSU’S CORVIN BRADY COMPLETES JAPANESE ABE PROGRAMME
As a company with strong ties to Japan, Komatsu South Africa is privileged to have had one of our employees successfully complete
a full time Masters in Business Administration (MBA) in Japan. Corvin was fortunate to be awarded a scholarship through the Japan
International Co-operation Agency’s (JICA) African Business Education (ABE) initiative.
Japan imports around 60% of its natural resources, including oil, natural gas, iron ore and food from developing countries, and therefore
identified the need to develop skills beyond its own borders. Government agency JICA has been instrumental in implementing official
development assistance programmes, including the master’s degree and internship programme of the ABE initiative.
Corvin is one of 1 000 African graduates to have completed the ABE programme, and earned his one-year intensive MBA at the
International University of Japan (IUJ). Following this, he completed a six-month internship at Komatsu’s Tokyo head office.
“I have had the chance to accrue the management skills I needed to reach the next level, and learned how Japan’s work culture and
management practice can be integrated into South African business,” says Corvin.

“The ABE programme provided us with an opportunity to take a young African graduate and develop his professional skills to a higher level.
More importantly, the programme has provided Corvin with the additional knowledge and experience of working in Japan. The Japanese
government, together with Komatsu, has invested in his future and I have no doubt that this will have a positive return for Africa,”
says Komatsu’s Managing Director, Mike Blom.

To the left: Corvin Brady and his co-speaker, Nao Fukuoka, at the International
University of Japan International Festival in 2015
Above: Corvin with his supervisor Professor Toshiro Wakayama at IUJ. Corvin
studied for an IMBA in Japan as part of his scholarship
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NEW KOMATSU AD CAMPAIGN MAKES A
BOLD STATEMENT

From left to right:
The Komatsu genuine parts specific advert highlights Komatsu’s commitment to aftermarket.
The Remanufacturing advert focuses on industry-leading equipment warranty.
The Komatsu construction advert features the popular and impressive PC200-8MO excavator.
A generic mining advert emphasises the strength of Komatsu equipment.
The second construction advert highlights the motor grader GD675-5 and its features.
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In October we launched a new and powerful advertising campaign to reflect the quality and competitiveness of our equipment
and the value-added benefits that come with them.
A modern and eye-catching creative execution is underpinned by two strong statements concerning our global brand, its products and our
customers:

‘Together we innovate’ and
‘100 years of engineering can’t be wrong’.
The latter is particularly apt in advance of Komatsu’s upcoming global centenary.
Five individual print ads have been created: two featuring the industry competitive PC200-8MO excavator and the popular GD675-5 motor
grader, while a generic mining products ad emphasises the strength of a century of innovation, and although quality comes standard on all
Komatsu equipment, it is the value added extras that count.
These extras include: KomRent’s flexible finance solutions and advanced machine monitoring through KOMTRAX and KOMTRAX PLUS.
KomCare, a recently launched maintenance and service plan also comes standard as an added value on the GD675-5 motor grader and the
PC200-8M0 excavator.
We also highlight our strengthening aftermarket back up, service and support component, focusing specifically on our world class
Parts Distribution Centre (PDC) and remanufacturing facility (Reman). The promise of Reman and the parts service are direct and speak for
themselves: ‘Aftermarket is never an afterthought, 46 472 genuine parts on hand’ and ‘As good as new, at a fraction of the cost’ .
All in all, the new campaign highlights that Komatsu, its products and aftermarket service are a force to be reckoned with. And why not?

After all, 100 years of engineering can’t be wrong.
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MEET BRETT TROJANOWSKI
Brett Trojanowski was recently appointed Regional Sales
Manager for the Komatsu Isando region and is excited to
grow the Komatsu brand in this all-important area.
The Isando sales territory forms the heartland of the country’s construction market
and offers excellent opportunities for us to grow our share in this key region.
“It has been a refreshing experience to meet and get to know a team of people who have
really impressed me with their enthusiasm and professional attitude to their work.”
Brett brings with him a decade of in-depth experience in sales and marketing gained in an
industry not dissimilar to our own – the distribution of high performance diesel engines for a
wide variety of industrial, agricultural and domestic applications.
While he acknowledges that he still has a good deal to learn about Komatsu, its products,
people and customers, he believes that past lessons learned can be put to good use in his new
role.
Brett started out as a company sales representative, before
assuming responsibility for key accounts which led to his
appointment as Sales Manager. He later became involved in
operational management which he believes gave him valuable
insight into the critical roles and responsibilities of an efficient sales
team within a corporate structure.
“I learned the value of reporting systems which provide detailed
information concerning a team’s activities in the field. While it is
important to record and report to top management on new business
wins, it is equally vital that we highlight areas where we need to
improve.”
One of his first actions will be to implement a system that will
create a more focussed approach to selling activities, and at the
same time provide senior management with the type of information
it needs to make value-based decisions that benefit the customer.
At the same time, he’ll also be working hard to ensure that
members of his team are constantly kept abreast of leadership
decisions around developments that will assist their daily roles in
the field.
While he is a firm believer in constructive analysis and drawing
‘facts from figures’ as an essential marketing tool, Brett is no desk
bound manager and relishes the prospect of getting out and about
to meet customers together with individual members of the sales
team. The aim is, of course, to shape and grow new and existing
relationships and build on an already powerful and reputable brand.
Another mechanism he plans to introduce is that of the ‘lost sale’
report. This is not to be regarded in a negative light but should seen
as a positive for future growth. If a sale is lost, it will be reported

Komatsu’s new Regional Sales Manager
Brett Trojanowski

and the underlying causes identified. Corrective measures can then
be applied in the interests of continuous improvement.
A goal orientated individual, Brett is a strong believer in succession
planning and developing talent. He has himself enjoyed the benefit
gained from having a long-term mentor and believes that any
successful sales team has to have a strong support base especially
in respect of coaching so that its members have an opportunity to
become winners in their own right.
“The ability to grow good people and provide them with the training
to assist them realise their true potential is a vital ingredient of a
good game plan, and I believe that we have both the products and,
most importantly, the people to not only develop the region, but to
add value to our customers’ businesses.”

On a personal note…
Brett is a keen sports enthusiast
having run track for South
Africa in his earlier years. These
days he spends a lot of his spare
time on the golf course and at
one time played with a nine
handicap. He’ll be tying the knot
in the near future.
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KEEPING COMPLIANCE IN PLACE
Komatsu South Africa has garnered significant efficiencies
with the establishment of a dedicated internal auditing team
in early 2015.

“Success rates have risen from 15% to 65% in a single year, and
we have seen notable enhancements in both the understanding of
and adherence to internal policies and procedures,” says Ehsaan.

Headed by Ehsaan Moosa, the four-man department keeps a close
watchful eye on compliance with all systems and procedures.
Among the key processes subject to audit include parts inventory
management, services, equipment inventory management, revenue
and overall financial management.

Working closely with operations units has resulted in several
process advancements and cost savings, which ultimately benefit
the customer.

“Audits were previously undertaken by an external service
provider, with the result being that certain outlying operations
were excluded from the process. Today, every business unit
undergoes regular assessments, a process that provides assurance
for both Komatsu and its customers,” he says.
Audits are carried out across a wide geographical footprint
incorporating a substantial 57 head office, branch and depot sites
distributed across South Africa, Botswana, Namibia, Zambia and
Mozambique. And the team not only monitors compliance with
internal processes, but also gives cognisance to standards set out
by customers.
Apart from improving standardisation across operational units, the
process identifies inefficiencies. Remedial actions are logged and
then tracked until an issue is resolved.
“The establishment of an internal auditing function has meant
improved communication, which has resulted in a substantial
improvement in the remediation of deficiencies identified.

“We see ourselves as a value-adding department that aids the
business by focusing on both high risk and high benefit areas. With
this comes improved compliance relating to processes and controls
and thereby enhances our credibility with our many customers,”
says Ehsaan.
Audit procedures include an assessment of whether sales and
service personnel have complied with policies and procedures, thus
ensuring that customers have not been invoiced incorrectly and
that no errors have occurred.
J-SOX implementation
Upon establishment, the audit team’s first major task was
to facilitate the African business’ switch from the American
Sarbanes-Oxley Act (SOX) to Japan’s Financial Instrument and
Exchange Law, commonly referred to as J-SOX.
These systems govern financial reporting and protect shareholders
and the general public from accounting errors and fraudulent
practices. At the same time, they improve the accuracy of
corporate disclosures.
By strengthening the control environment, J-SOX promotes good
governance, discipline and structure, instils ethical values among
employees and fosters training in the correct use of procedures.

Pictured from left: Ismail Laher (Manager Internal Audit), Tania Jacobs (Specialist Internal Audit) and Ehsaan Moosa (Senior Manager Internal Audit)
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GETTING BETTER ALL THE TIME
Before the financial downturn, our organisation underwent a massive growth phase
and while the lull brings with it its own challenges, it has given us the breathing
space we needed to strengthen all aspects of the aftermarket service offering we
provide. In addition, we’ve been able devise some truly novel solutions around
equipment maintenance and financing.
As Komatsu’s approaches its 100th anniversary in 2021, we have adopted the slogan
‘Together we Innovate’ because innovation centred on customer needs is really what it’s all
about, especially in trying times. This means coming up with innovative solutions to many of
the challenges that customers grapple with under prevailing market conditions.

I’ve always said that great products will sell themselves,
however, it’s what comes after the initial sale that
makes the real difference.

Mike Helm

KomCare
In our dealings with our customers we identified the need for
specialist packages that would deliver exceptional standards of
servicing, but at the lowest possible cost.
Our response was the introduction of the KomCare maintenance
and service plan, which has come standard with our popular range
of PC200-8MO excavators and GD675-5 graders during the course
of 2016. The package operated under the terms of a maintenance
plan lifecycle of one year or 2 000 service meter hours, with
ourselves managing the planning and scheduling of services.
The move proved to be an extremely successful one, so much so
that we have decided to extend it to all our ranges – however,
packages can now be tailored to meet individual customer
requirements.

Komatsu People

KomRent
Engagement with our customers also
highlighted the urgent demand for
alternative financing strategies that
give buyers access to the equipment
they need without impacting upon
constrained cash reserves.
Our answer was KomRent,
which provides a
residual-based rental
solution that offers a
combination of costeffective and adaptable
financing options across
Komatsu’s full range of
equipment.
Instead of carrying the burden of purchasing equipment outright, our customers can now conserve cash
and at the same time maintain full control with an attractive range of flexible end-of-term options.
Again, this move has proved to be a beneficial one, having given numerous large and small buyers access to
the equipment they need to do business.

Aftermarket
We’ve also done a lot of work to elevate performance
in respect of aftermarket service across the board, not
only around service and maintenance through KomCare,
but through our Parts Distribution Centre and the
remanufacturing of components as a more cost-effective
option.
They say that the first machine is sold by the salesman and
the second by those responsible for aftermarket services.
We are not after one-off sales, but rather long lasting and
mutually-beneficial relationships. In fact, we measure our
success on repeat business.
The proof is, of course, in the tasting. The fact that our
products can compete with any brand doesn’t come into
question. But we do recognise that we are not quite as
good as we could be in certain areas.
Intense work in this respect has been happening for some
time, and we believe that we are on the right track. These
efforts have involved collaborating with buyers and our
principals in Japan and improving communication among our
own teams to elevate performance.
We want to hear from you
They say that an equipment supplier’s back
up is only as good as its communication with
customers, and we need you to keep us honest!
I invite you to let me know how we are doing. Whether
positive or negative, feedback always results in learning, which
naturally leads to improvement.

If we are doing well in one aspect, this success can be replicated in
other areas of our business. If, on the other hand, there are areas
where you believe we could be doing better, we want to hear from
you. Please email me directly at: mike.helm@komatsu.co.za.
Mike Helm
General Manager: Sales and Marketing
On Track - Nov/Dec
Oct/Nov
July
2015
2015
2016

27

Komatsu South Africa (Pty) Ltd, Cnr Diesel and Isando roads, Isando 1600, South Africa
Tel: +27 11 923 1000 . Fax: +27 11 923 1303 . Customer care line: 0860 566 2878
Any comments or suggestions are welcome. Please contact Antony Tymvios on 011 923 1210 or antony.tymvios@komatsu.co.za
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