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Powertech‘s vision and mission

Vision
To be the chosen company by our stakeholders as their 

preferred electrical/electronic power and telecommunications 
infrastructure systems and solutions partner to achieve the 

desired results, returns and rewards from our stakeholders’   

contributions to our organisation’s endeavors and risks.

Mission

3

Through continued innovation, customer focus, skills development of 

our staff, leveraging off our alliance partners and strategic investment
in sustainable growth, efficiencies and the environment , we will strive 

to meet our clients and customers requirements, staff and shareholder 

returns and expectations, responsibly, honestly and with integrity. 

Powertech operational structure

Norbert Claussen

Finance
Neil Kayton Trevor Milne

Dr. John Maree
Chairman 

Kevin Burger Pierre Nothard Hannes VisagieLeon ViljoenHarry Coetzee

y Trevor Milne
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Sub Saharan Africa (Incl SA)    :      Europe (Iberia & UK)      :     Asia (Hong Kong)    ?        ?        ?        ?Regions

Markets /
Customers / 
Sectors

?Power  Utilities
Direct Engineered

Products, Services
Eskom,  Reds, Munic’s, 

IPP’s

Large Power
Users

Mines / Processors
Anglo, GFSA, Sasol, 

BHP, etc

Building &
Construction

Wholesalers / Contractors
Voltex Group / ARB

Electro Base, etc

Transport
Infrastructure
Transnet, Motor

Materials Handling

Telecoms &
Information

Infrastructure
Access, TransmissionAccess, Transmission

Powertech strategic profile

Products /
Service
Range

New
Products /
Services

Engineering Services & Systems Integration : Energy, Data, Installation & Telecoms
Powertech Solutions – IST & TIS

Engineering Services & Systems Integration : Energy, Data, Installation & Telecoms
Powertech Solutions – IST & TIS

Transformers
Power – SPT MPT & LPT 40 MVA – 800 
MVA
Distribution SD MDT LDT – 500 KVA – 40 
MVA
Services – Installation, Diagnostics

Cables
Accessories
Transmission HV > 33 KV
Distribution MV / HV  3.3 – 33 KV
Reticulation LV 1 KV – 3,3 KV

Batteries – DC Power
Automotive Batteries
Traction Batteries
Lighting – MCL Systems
DC Systems – Standby & Solar

Electrical Products/ Accessories
Switches / Sockets
Conduit / Fittings
Lighting Products
Automation
Domestic

1]  Switch Gear MV
Investigation of Sources 
(EFACEC)

1]  HV Cables   CCV Line Capex                      
2]  3 KV Railway Cable
3]  Fibre Optic (Iberia)
4]  Distribution UK

1]  Solar Water Heating Systems
2]  Railway Batteries HBL
3]  Full Calcium (Capex)

1]  Itronic – Automation
2]  Gensets < 1 MVA / Units

Operations
Cables
Aberdare Cables - Power Cables
Alcobre Conductores – Power Cables
Swanib Cables - Power Cables
CDC                 - Telecoms
CBI Electrical   - Telecoms, Data Cables

Transformers

PT Transformers – SPT, MPT, LPT
Desta Power Matla– SDT, MDT, LDT

Batteries
Willard/SABAT - Automotive

Traction
DC Systems    - MCL’s Battery Bays
Battery Tech   - Standby Systems
Rentech          - Solar Systems

Electrical Accessories

Crabtree    - Electrical Products
Calidus     - Installation Materials         
Strike       - Meters, Relays Protection

Systems : IST Energy, Otokon, Data, Telecoms, Industrial :  Systems Design, Integration, GE, AMDOCS, Tellabs
TIS Energy, Telecoms                                            :  Diagnostics, Support & Installation Services (TYCO)

Alliance Base for Supply & Networks :  1]  Technology, Products, Services, Empowerment, Funds, Distribution, Assets

Strategic pyramid

Alliances
Customer, Suppliers, BEE, Technology

Innovation
Products, Processes,
Services, Business

Growth
Returns

Systems 
(automated)SCM HCM

Skills, Talent

Systems 
Planning, Production, Sales

Forecasts, etc.

HCM
Skills, Talent
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Top customers

Other key customers
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Powertech’s chosen market sectors 2007/10

Building & Construction
•Wholesalers / contractors
•Developers / specifiers

Power Utilities
•Eskom, RED’s
•Municipalities

Powertech’s 
value

R 3.2 bn Powertech’s 
value

R 2.2 bn

No 2No 2No 1No 1

Powertech Products R m Regions % 

Cables and cable accessories R 6 500 SSA 67 0 %

Telecoms
•Telkom, Telefonica, Neotel
•GSM - Vodacom/MTN/Zain
•Banking Industry

Large power users 
•Mines and Refineries
•Processing (materials)

Powertech’s 
value

R 1.3 bn

Market value R 5.0 bn

Market value R 6.5 bn Market value R 6.0 bn

Powertech’s 
value

R 900 m 

Market value R 2 4 bn

No 4 No 4 

No 5No 5

No 3No 3

9

Cables and cable accessories R 6 500 SSA, 
Iberia

67.0 %

Transformers  (incl. 50% ABB) R 1 240 SSA 12.8 %

Batteries and DC systems R 850 SSA, UK 8.8 %

Electrical accessories and 
products incl Tridonic

R 610 SSA 6.3 %

Engineering services * R 700 SSA 5.1 %

Total R 9 900 100%

* annualised

Transport
•Transnet, Gautrain
•Automotive, OEM’s
•Materials handling

Powertech’s 
value

R 400 m

Market value R 10 bn

No 5No 5

Powertech’s current positioning

PT IST AC AsiaBTN

TIS

?Star

Aberdare
Power

CdC

Moz

PTT

DPM Strike

BTEA

Crabtree
PT Calidus

Swanib

Rentech 

AC Export

10

CBI Alcobre

CdC
Willard
Sabat

Dynamic

TridonicBattech
SA

Cash Cow Sunset
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Powertech’s future positioning

TIS

PT- IST

?Star

BTN

SWH

Aberdare

PTT

Willard
Sabat

Strike

BTEA

Crabtree

PT IST
Swanib

AB Asia Rentech 

Battech
SA

AB Export

SWH

Rail

11Cash Cow Sunset

Aberdare
Power

CBI
Alcobre

CdC

Moz
DPM

Sabat

Dynamic

PT Calidus

Tridonic

Summary highlights

Acquisitions 2007/2008
ABB’s 50% of Transformer Operations
IST, effective 1 September 2007IST, effective 1 September 2007
Swanib Cables effective 1 March 2007
Principle agreement on 27% Empowerment Shareholding

Capital Investments 2007/2008
Aberdare Cables CCV Line and value streams
Alcobre – 3 kV Railway Power Cable
CdC – Fibre Optic Line
Batteries – Automated plate and assembly lines
Transformers – Georg core slitting lines

12
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Powertech financial highlights

R million Aug 08 Aug 07 % 
change

Revenue 5 363 4 211 27

EBITDA 620 483 28

EBITDA margin 11.6% 11.5%

Operating profit 542 429 26

Operating margin 10.1% 10.2%

Headline earnings 324 275 18

Cash (34) 336

Revenue 
Growth

3 year
CAGR

Turnover contributions to the Group

Tridonic 0% -14%

System Integrators 
(SI) N/A N/A

Powertech Industrial -10% 10%

Powertech Batteries 33% 10%

Powertech 
Transformers 25% 31%

Powertech Cables 10% 50%

Total: 27% 29%
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Key strategic focus areas

Product/service innovation for solutions

Optimised product  and service portfolio

Customer and supplier alliances

Technology based streamlined supply chain 
(inclusive of production)

Human capital development and retention

Cost management

Working capital management

15

Challenges and critical success factors

Challenges
Global economic down turn
World financial crisis and liquidity 

Critical Success Factors
Reduce variable and fixed 
costs and working capital

Conversion of organic growthq y
constraints
Reduced market demand –
Construction
Changing political landscape –
changes in policy impacting on 
policy and the economy
Skills shortages and retention
Materials availability and 
volatility, now reducing

Conversion of organic growth 
prospects

Improve operational efficacy 
and efficiency, productivity 
and yields via technology 
application

Bid and win on projects with 
the group’s product/service 
portfolio

C ti ith i ti f

16

Intensified competition – local 
and foreign

Continue with innovation of 
new solutions offerings

Generate cash

Time to consolidate our position and
optimise returns on investment
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Summary

Current economic climate, resulting in capital flight to safe assets

No confidence in providing capital funding to projects - delays

GFCF (GDFI) constrained at customers due to risk aversion

NCA and interest rates severely impacting Building & Construction

Right size organization to fit within the economic reality

Power network upgrades still ongoing incl. Africa, at a slower pace

Transport Road & Rail network upgrades

Telecom network expansions in Africa

HST rail investments in Iberia to continue

17

Period of reducing the cost base and 
consolidating investments


