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A WORD FROM DUNCAN
A CHANGING PLAYING FIELD
Managing Director of Renttech SA Duncan Whitehead reflects on 2019, its negatives and positives,
as well as what Renttech is doing to ensure you – our valued customers – get the best products
and service possible:

2019 has been a challenging year in which changes and challenges
have abounded. To quote a well-known classic, it has been ‘the
best of times and the worst of times’ for South Africa as a country.
Economics, the exchange rate and parastatals such as our power
utility and national airline continue to come under fire.
Notwithstanding this, on a very positive note, we experienced one
of our best days in a long time when the Springboks won the 2019
Rugby World Cup in October: a much-needed boost to our pride and
confidence as a nation.
However, despite this highlight in an otherwise challenging year, the
pressure is on in a big way - in the construction sector particularly.
To ensure our customers continue to receive the best products and
service, we must constantly sharpen our skills, service and our wits,

DUNCAN WHITEHEAD
Managing Director

in order to differentiate ourselves from the competition, and remain
deserving of your loyalty.
On this point, the 35,000 items that we have in our inventory
represents a very substantial investment in the value of our company.
However, of by far the greatest importance to Renttech are all of you –
our valued customers. The driving question we ask ourselves daily – and
upon which our operational ethos is based – is the following: “How can
we provide greater benefit and value to our customers?”
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ON YOUR TEAM

- IN A GAME-CHANGING WAY
As South Africans, we were all incredibly proud when we watched the Springboks win the prestigious and much-coveted
Rugby World Cup in October. In a similar way, in order to win – and retain – you, our valued customers - we work
hard to ensure we are ‘on the field’ with you, ensuring you get possession, driving the scrum forward and opening up
opportunities for you as we ‘play the ball’!

We also know that to win this game, our customers need to see that
Renttech is based on integrity and honesty. There must be absolutely
no question in our customers’ minds that they can rely on these two vital
aspects of Renttech’s operational and business ethos. Further to this,
loyalty to our customers is also absolutely paramount.
Hand-in-hand with affordable pricing go the equally important aspects
of quality and performance. Our high-quality, globally-competitive
equipment has an excellent track record for reliable and dependable
performance. As the people serving our customers, we need to strive
to complement this performance.
To this end, we have embarked on an initiative to up-skill - and multiskill - our employees. By doing this, our customers can have one
efficient interface with a single Renttech representative - receiving all
the information and assistance they require from this single point-ofcontact.
A further aspect demonstrating our dedication to continuous
improvement to provide greater value and benefit for our customers,
is the recent appointment of Vericon, a fellow member of the Bidvest
Group, which is an acknowledged expert in all aspects of warehouse
management. As Vericon is also a Bidvest company, their corporate
business ethos and strategy is very much aligned with ours.

working closely with our distribution centre, to ensure our customers
receive their products accurately, speedily and efficiently.
Speedily and accurately picked, packed, rigged and loaded products
cannot go far without equally ‘on the ball’ transport and logistics. Our
transportation division has also been thoroughly optimised, to ensure
maximally efficient and cost-effective transportation of our products to
our customers across the country.
Finally, we are working hard to ensure we provide our customers
with the latest innovative global and local technology which the
market has to offer. Our affordable and robust state-of-the-art welding
equipment, technical assistance and process solutions for a variety of
construction, fabrication and other industry applications are all gamechanging examples of this type of innovation.
Enjoy reading about the above – as well as our very talented Renttech
people who are the vital link with you, our valued customers.
In closing, I would also like to take this opportunity to wish you and
your families a wonderful festive season, and all the very best for
2020!
Yours sincerely
Duncan

We are very excited about this development, and would encourage
you to read more in this newsletter about how the Vericon team is
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THE ‘INVENTORY INFANTRY’

VERICON WAREHOUSE
MANAGEMENT PROTECTS
THE ‘BEATING HEART’ OF
RENTTECH
Managing a mission-critical stockholding, particularly at companies
such as Renttech with thousands of stock items which are critical to
our customers’ daily operations, is a vital and complex task. It can
be likened to managing the blood flow from the ‘beating heart’ of
the organisation.

The implementation of the best practice
required to successfully manage
warehouses such as the distribution centre
(or ‘DC’ as it is referred to), therefore
requires very specialised knowledge,
experience and expertise.
“With this in mind, we asked fellow
Bidvest company Vericon to take on the
management of our extensive warehouse
facilities or distribution centre (DC),”
explains Renttech MD Duncan Whitehead.
The purpose of this initiative is to improve
Renttech’s stock management and
distribution management; as well as to
optimise stock levels, and the speed with
which the picking, packing, transport and
delivery to the branches is done.
“The quicker we can serve the branches,
the quicker they can serve our customers,”
says Renttech Distribution Centre Manager
Desmond John Joles or ‘DJ’, as he is
known.
Vericon is therefore acting as a functional
outsourced partner to Renttech specialising in stock control. The company
services a number of major blue-chip
organisations, both within Bidvest and
outside the Group. Vericon has been
particularly successful in managing
industrial warehousing.
“Ultimately, this initiative is about reducing
the cost-per-unit shipped. This cost can
be broken down into the cost of the actual
item, the courier and labour costs, and
licence fees - among others. Vericon has
been set the challenge to reduce this cost
by 30% in the next year. As part of this,
they will be progressively multi-skilling
the distribution centre team. Furthermore,
Vericon is obliged to expedite orders within
a maximum of 72 hours,” DJ explains.
The services Vericon offers include full
order processing – which embraces how
stock is picked, packed and processed;
as well as the management of stock
movement and control. However, Renttech

retains responsibility for all planning, and
procurement of stock.
Vericon analyses the cost and profitability of
any site they are working at, aligned to the
Japanese ‘Gemba’ management efficiency
methodology.
Typically, Vericon will first of all scrutinise
a client’s warehousing practices and then
makes recommendations about how they
can be improved. Typically, this entails
aspects such as stock control, stock
cycles, stock category and popularity
management.
“Having Vericon on board, is very much
a benefit for our customers, because
optimised stock control and management
means products will be supplied quicker
and more efficiently.
Regarding aspects of the operation such as
‘bulk picking’, Vericon can pick and pack
a load in just 72 minutes. The company
continuously benchmarks against similar
warehouses,” DJ points out.
“We are there to smooth out and optimise
efficiencies - and to eliminate inefficiencies
and, ultimately, ensure Renttech’s
customers receive their stock as accurately
and quickly as possible,” says Harry Currie,
Operational Executive at Vericon, addding
that Renttech is however still responsible for
the strategic execution of the transformation
of the Distribution Centre, and the
implementation of systems.
“Together with Vericon as our outsourced
stock and warehouse management
partners, we are executing our strategic
vision of a greatly optimised DC, managed
in line with local and international
warehouse best practice.
Renttech’s knowledge of industrial
equipment and our customers’
requirements – together with Vericon’s
warehouse and stock management
expertise - promises to be a winning
combination, to the ultimate benefit of our
customers, going forward,” concludes
Duncan.
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‘TRANSPORTING’ CUSTOMER
SERVICE TO ANOTHER LEVEL
In the business of equipment rental, logistics play an often unseen, unsung,
yet absolutely cardinal role in the success of the company. At Renttech,
Kobus De Nysschen, General Manager – National Productivity, manages
KOBUS DE NYSSCHEN
General Manager - National Productivity
the company’s transportation division:

Kobus manages a fleet of 18
vehicles comprising four large
trucks based at Wadeville and
14 smaller vehicles for interbranch transportation. In addition,
Renttech’s transport division
employs the services of reliable
subcontractors when demand for
transportation exceeds certain
levels. The subcontractors are
required to work according to
Renttech’s service level criteria,
and also need to meet stringent
quality and performance
stipulations.
“Since Renttech became part of
the Bidvest Group, it is our policy
to closely scrutinise in-house
costs such as transportation, to
ultimately achieve cost reduction
– wherever feasible – for our
customers,” explains Renttech’s
MD Duncan Whitehead.

nationwide branches); as well as
external (the end customers) –
and to consistently demonstrate
our reliability. For example, is
crucial that our loads are delivered
on time, as we understand that
our customers are invariably
under time pressure,” he says.
A key aspect to Renttech’s
transport and logistics operations
is the movement of very large
quantities of equipment to
companies - such as South
Africa’s refineries - at times when
they need to carry out annual /
periodic plant shutdowns. During
these projects, thousands of
subcontractors are involved, all
of whom require access to highquality generators, compressors,
welding machines and other
construction-related equipment.

However, transportation comes
with a host of challenges - one
of the principal ones being to
satisfy customers – sometimes at
extremely short notice.

“Plant shutdowns require the
unstinting efforts of everyone
in Renttech; and require a vast
amount of careful, strategic
planning to be successful,” Kobus
continues.

Kobus and his team are used to
this: “We have to strive to build
relationships with our customers
– both internal (Renttech’s

Various methods are employed
to transport equipment at these
times, and use is made of
containers, pallets or ‘break bulk’

transportation. Each of these
transportation systems has its
own set of lifting and rigging
challenges, which vary according
to customer demand, on a daily
basis.
“We need to be ready and able
to transport some 600 equipment
lines - and to do this efficiently, we
employ trained and qualified load
masters,” he explains.
With any operation of this nature,
it is the unseen ‘backroom’
work which is absolutely vital to
containing transportation costs.
Much effort is therefore invested
into forecasting what loads will
need to be moved, as this also
ties into the company’s overall
financial planning.
For example, the company
has to budget for volatile fuel
costs. If one considers that
Renttech’s fleet clocks up
some 560,000 km a month, it
is clear that transportation is
a major budgetary item. With
trucks covering these enormous
distances, detailed planning of
all-important maintenance is also
essential.

To contain these costs for the
benefit of customers as far as
possible - and to improve overall
operational efficiency - Kobus
and his team also do careful trip
scheduling and route optimisation.
In addition, every load is of course
insured, tracked and protected in
transit to its destination.
When trucks return to base,
drivers are debriefed to assist with
further route optimisation. This is
in line with Renttech’s continuous
improvement ethos, and results
in better time and fuel efficiency
on the part of the transportation
division.
“It is no secret that the
equipment rental business
is highly competitive. As the
most professional construction
equipment rental company in
South Africa, we take pride in
ensuring our valued customers
receive quality, cost-effective
products timeously, supported by
superb service. Our transportation
initiatives are but one of our
many efforts to ensure we deliver
effectively on this objective,”
Duncan concludes.
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LATEST DIGITAL WELDING TECHNOLOGY
AND FIRST VALIDATION FACILITY IN SA
Renttech South Africa recently launched the first local validation facility which is able to provide a service to industry
validating welding equipment according to ISO 17662 standards. The company also offers customers the latest digital
welding equipment:

In close collaboration with the South African Institute of Welding (SAIW),
Renttech has improved its processes, to incorporate international testing
standards for validation of welding equipment as required by companies
accredited according to ISO 3834.

intuitive for the welder, while also unlocking benefits for the business
owner. Some of the benefits include reduced fettling costs, reduced
distortion, reduced material handling costs, more effective use of labour,
and increased deposition rates in the various welding positions.”

“In order to comply with the requirement of most big projects,
construction companies need accreditation according to the ISO 3834
welding quality standards. With respect to welding equipment, ISO 3834
requires that all welding machines used must be validated to ensure that
the actual welding current and/or voltage output delivered during welding
accurately matches the parameter settings,” says Renttech’s Welding
Product Manager Johan Bester.

Another key requirement was to further improve reliability, speaking to the
need to reduce cost-of-ownership. Various technologies have therefore
been added to protect the equipment from unstable input power, voltage
drops associated with fixed line input power; as well as mobile generator
power.

“An external authorised inspection authority (AIA) certified our process
for the delivery of performance certificates according to ISO 17662, the
equipment calibration, verification and validation standard. This is also
now incorporated into our ISO 9001 quality management systems via
a formal scope change. All new equipment sold - as well as our rental
fleet - now gets validated according to this standard before reaching the
customer.
This is also an additional service that we offer customers for their
existing equipment irrespective of brand, and we are in fact the first local
company to provide this validation facility,” Johan advises.
The company has also recently launched its new UNIarc range of
welding equipment, with a host of associated cost benefits and technical
advantages for customers all aimed at reducing the time and cost per
weld.

“On the back of these improvements, we have been able to increase our
standard warranty from a 1 year to a 3 year parts-and-labour warranty on
our 3 phase machines; and an 18 month warranty on our single phase
units. All of this is backed up with parts and qualified technicians available
across the country - ensuring minimal downtime,” Johan advises.
He adds that, as with all Renttech offerings, their welding machines are
sold ‘ready to weld’, with all of the necessary torch consumables and
accessories, and integrated water-cooling as an option; but can also be
offered as a tailored solution based on customer requirements.
“We wanted to make a contribution to enable the South African industry
as a whole to be more competitive, by providing our customers with
the latest technologies - whether they are one-man businesses or multinational construction companies.
We believe we have achieved this without compromising quality. In fact
most of our units offer more features than those of our international
competitors at a very favourable price point,” he concludes.

“For the past 3 years, we have been engaging with some of the best
welding machine manufacturers from all over the world so as to improve
and complete our range to suit the demands of our rental and sales
markets.
UNIarc is a brand that has earned itself a reputation for reliability and
performance in some of the harshest South African conditions over
the last 20 years, in all sectors of the industrial market. With the rapid
advancement of software technologies available today, we embarked
on improving our existing offering to realise the benefits of these
technologies for our customers; thereby further enabling them to drive
welding and fabrication efficiencies,” Johan explains.
He continues: “Our challenge was to ensure that we made it easy and
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GAME-CHANGING
RENTTECH
SCANS NEW HORIZONS
The SAPREF shutdown is the largest event of this type that the company has
taken part in. During the SAPREF shutdown, to facilitate the entire process,
Renttech introduced the use of its innovative new scanning system:

This is a first in South Africa of its type and was developed internally
within Renttech. As an industry first, this illustrates our capability to be
a game changer in the rental industry.
Desmond John Joles or ‘DJ’, who was instrumental in developing the
new scanning system, began working at Renttech as a technician but
was soon transferred to the Distribution Centre. Today, he is in charge
of this facility. DJ has a supply management degree, and has honed
his product knowledge and background extensively. In terms of
experience, he has worked in the branches as well as at head office.
Working initially as a systems administrator in the Distribution Centre,
he realised the urgent need for a computerised scanning system onto
customer sites. To this end, for the past eighteen months, DJ and his
colleagues have been working on developing the Renttech scanning
system, which was the first in this particular market.

DJ JOLES
DC Manager

The scanning system was mobilised at the beginning of the SAPREF
shutdown. It proved to be very user-friendly, and also cut down on
delays in getting equipment onto site, allowing for asset control on
site; and for better analysis of exactly which equipment will be needed
in future shutdowns.
“We are now ready to roll out the scanning system, not only at major
shutdowns, but in our general day-to-day business.
With this greatly improved control of assets, we have found that
both Renttech and the customer save money. With this system, it is
not only possible to manage the customer’s on-site stores and our
rental equipment; but it enables Renttech to become the customers’
outsourced industrial asset manager, a development which is a real
game-changer in the equipment hire industry,” DJ concludes.

RENTTECH STAFF
GET THE EDGE WITH
MANAGEMENT TRAINING
FROM BIDVEST
This is the first group of Renttech ‘student’ employees which attended
the Generic Management Training from Bidvest Edge. As a member
of the Bidvest Group, Renttech is able to take advantage of a range of
training courses offered. One of these is a SAQA-accredited course in
Generic Management Training (GMT).
Our ‘Renttech-ers’ gave the training their very best efforts, and
successfully completed the course. All participants have now been
certified as competent by the Services SETA.

GMT group 2019
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WOMEN POWER:

CELEBRATING RENTTECH’S
STRONG WOMEN!
We are so proud of each and every one of our successful and empowered Renttech
women, who are all doing great things in what used to be a male-dominated industry!
Read on to discover more about some of these inspiring ladies…

Renttech National Supply Chain Manager, Giovana Wright, was selected
to attend management training sponsored by Bidvest Commercial
Products at the Gordon Institute of Business Science (GIBS) business
school.
Twenty-two middle-to-senior executives from various Bidvest companies
attended the course. Of these, six were women, all of them senior in the
Bidvest organisation. For managers at an executive level, the courses
were intended to improve their strategic thinking, among other things.

GIOVANNA WRIGHT

National Supply Chain Manager

explains that it really ‘opened her eyes’ to strategic thinking and has
enabled her, as Renttech’s National Supply Chain Manager, to think and
operate more strategically.
In addition, Giovana is focusing on assisting staff at the branches to
implement some of what she learned during her GIBS training.
“I was also pleased to see that there is also a significant role for senior
women within Bidvest,” she concludes.

The students also participated in an Action Learning Programe (ALP),
where course participants were required to identify certain challenges
within Bidvest and then come up with all the possible solutions to address
these. Giovana’s particular group came up with a ‘disintermediation’
model, relating to the process of ‘taking out the middle-man’ in business.
The outcome of this training was also that the learnings of the students
were reinvested in the Bidvest Group. From Giovana’s perspective, she

MBALI TSHABALALA
Senior HR professional Mbali Tshabalala was employed to establish a proactive
in-house human resources department and ensure it operates efficiently,
assisted by an HR manager, as well as a number of female HR interns:

“In this industry, human
resources departments tend
to be fairly male-dominated.
At Renttech, we are keen to
observe and be compliant
with empowerment equity
requirements, in particular with
regard to gender employment,”
Mbali says.
On this note, she also explains
that there a large degree of
openness and inclusivity within
the company. She appreciates
the support that she has enjoyed
from MD Duncan Whitehead in
this regard.
As a manager, Mbali explains
that she is very strong on
communications, and she
constantly promotes a culture

of openness and freedom of
speech.
As a person, she characterises
herself as strong-willed and
confident. She believes in being
firm, assertive and standing up
for herself. “I do not believe in
letting issues lie, but would rather
deal with them promptly - and
I am very firm on respect for
colleagues,” she continues.
In terms of gender diversity, she
sees that female managers in
the industrial sector have to work
hard to win the respect of their
male counterparts.
Equipment rental in particular
is a very competitive industry,
and women in this space need

MBALI TSHABALALA

Human Resources Department

a lot of support from the Human
Resources Department. In
addition, while not everyone is
born to be a leader, the best
employees are those who in
difficult circumstances take
control and get things done,
Mbali explains. They are keen to
grasp training opportunities to
further themselves.

However with this training and
development, there also has to
be the willingness to take on
responsibility,” continues Mbali.
“Training has the power to open
doors - and Renttech is keen to
get the younger echelon taking
responsibility and growing
into leadership positions,” she
concludes.

“We encourage all our staff to
take advantage of training and
development opportunities
that both the business and the
greater Bidvest group offers.
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NITA DU PLESSIS
Nita du Plessis joined Renttech some 12 years ago as a receptionist, and was
promoted into the rental department. After a few years in rentals, she moved into
sales with responsibility both for internal sales and external sales. Four years ago,
she took over the Rental Department in Wadeville:

The past four years have been very successful
for Nita and her team. “Yes, I do try hard all the
time,” she says with a smile.
This success has been reflected in the growing
turnover of the Rental Department.
Asked what the secret of that success
has been, Nita explains: “In the Rental
Department, we believe that customer
service is all-important, and that the customer
comes first. t is the customer who pays our
salaries ultimately, and if they are happy, then
Renttech can only grow!”

The Rental Department has to deal with a
very diverse range of customers, although
many of them come from various facets of
the construction industry, and much of the
Rental Department’s equipment is hired by
contractors working on major construction
sites.
Nita and her team have pushed on steadily,
and focused on customer service excellence
- which has the Rental Department growing
steadily.

NITA DU PLESSIS

Rental Department in Wadeville

WOMEN AT THE FRONTLINE….

CECILLE STRYDOM
Q: How would you best describe your role within
the company?
A: Being an executive assistant to the MD makes me
feel like I’m part of something bigger. I love making
peoples’ lives run more smoothly and efficiently,
and I believe an executive assistant is implementing
business-critical instructions from management;
as well as assisting in averting crises and acting
when required as the face and voice of executive
management within the company.
Q: What are some of the more challenging
aspects of your job?
A: When I am being pulled in multiple directions at
the same time! However, to cope with this I focus on
remaining calm and collected. I make action lists and
prioritising tasks in order of deadline and order of
importance. This clears my head and helps me finish
all my tasks on time.
Q: What do you find most fulfilling about your
position?
A: As the Executive Assistant to our MD Duncan
Whitehead, I touch on all key aspects of the
company’s operations, including getting to know
almost everyone at the company. As a result of being
a ‘front-and-centre’ resource for our MD and his
management team, I learn a lot from this, and how
Duncan provides strategic direction and leadership,
positively influencing the team as a whole.
I also enjoy the ability my role provides to develop
new skills daily. I work with everyone and do a little bit
of everything, so I also learn a little bit of everything.
This is a huge help in my day-to-day role.

Q: As executive assistant to the MD, you
fulfill a key role as a conduit between
the MD, senior management and staff at
Renttech; as well as fellow companies
within the Bidvest Group. What is your
secret to ensuring you are organised and
that nothing slips through the cracks?
A:
• Communication Skills: Excellent written and
verbal communication skills are critical in this
field whether speaking on the phone, writing
an email or participating in a meeting.
• Organisation: With files and information
everywhere, you must be able to develop a
strategy to keep everything in its place.
• Multi-tasking: With so much going on, I have
to be able to multi-task successfully, to attend
to multiple tasks at once.
• Problem Solving: Plans, strategies, and
schedules change, and so I have to be
adaptable and able to problem-solve
effectively.
• Initiative and independence: I must be
sufficiently independent to be able to take
the initiative, and ensure that my boss is on
track with his schedule; as well as the team
members I work with.
• Proactive: I should be thinking far into the
future at all times, so I can step in when
required and assist with whatever situation
arises.
• Active listening skills: it helps to be efficient
in my job if I remember things after hearing
them only once — and active listening skills
will helps me to do just that.

CECILLE STRYDOM

Executive Assistant to Duncan Whitehead

• Punctuality: This helps help me to make
sure that we meet all deadlines, that I keep
my boss’s schedule up to date, and that I
perform tasks to the required standard.
• Positivity and energy: This helps me
form good working relationships with my
colleagues, deliver high-quality work, and
to create a good impression in the eyes
of all whom I deal with on a daily basis,
including our valued customers, suppliers
and our staff. I maintain a positive attitude,
and I really enjoy the work that I do!
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CYNTHIA SELEPE
Q: How would you best describe your role
within the company?
A: Together with my colleague Hazel, I am the
person who receives and directs all our visitors. I
am the first person they see or speak to when they
come to our office, and it is my job to ensure they
feel welcome. In addition, I am responsible for
making sure all staff and visitors connect with the
people they are there to meet.
Q: What are some of the more challenging
aspects of your job?
A: I sometimes deal with frustrated people, or
possibly just people who are having a bad day,
and it falls on me to be able to calm them down
so that I can properly assist them. Everyone is
different, so I have to use my intuition on how to
best deal with each situation.
There are also days when the call volume is
extremely high, which means I must be able
to juggle various calls at the same time whilst
maintaining a high standard of phone etiquette.
At the same time, I am in charge of managing the
waiting area, and it can become a challenge when

you have a number of people on the line and also
in front of you – all waiting for your attention.
Q: What do you find most fulfilling about your
position?
A: I find it fulfilling and also very empowering that
I have a fair amount of autonomy when it comes
to doing my job. I am experienced at what I do,
and the management team trusts me to do my
job well. That gives me the confidence to keep
growing and become even better at what I do.
Q: As one of the first points of contact, you
play a significant role in how the company
is perceived. How do you try to represent
Renttech on a daily basis? What impression do
you strive for?
A: We have set high standards for ourselves
at Renttech, and each day I make a conscious
decision to align with our ethos and vision of quality,
performance and customer service. In my position,
this approach shines through in the detail, from how I
speak to people, to how quickly I help them resolve a
query – the level of quality is always at the back of my
mind, no matter what I do.

CYNTHIA SELEPE

Receptionist at Renttech SA

HAZEL NKOSI
Q: How would you best describe your
role within the company?
A: Together with my colleague Cynthia, I am
the first line of contact for many customers
and other visitors; and it is my responsibility
to ensure that the quality and values or our
brand shine through, from end-to-end.
Q: What are some of the more
challenging aspects of your job?
A: One of the more challenging aspects
is dealing with emotions. I often deal with
people who are in a rush or irritated and it
can be very tricky to keep them calm while
their query is resolved. You need to be very
aware of different personalities and have a
knack for predicting how people are going
to react in order to best assist them.
Q: What do you find most fulfilling about
your position?
A: Ensuring that our valued customers

are satisfactorily assisted. It is extremely
gratifying when a customer thanks me for
helping them – that is when I know I have
done my job well!
I also make a point of maintaining a good
work-life balance, because I firmly believe
that is what enables me to perform at my
best each day.
Q: As one of the first points of contact,
you play a significant role in how the
company is perceived. How do you try
to represent Renttech on a daily basis?
What impression do you strive for?
A: My main role is to ensure all customers
are assisted with any queries or challenges
to the best of my ability; and in doing, so
I help to build our company’s reputation
for excellent service. I find that staying
positive and confident in my role helps
make customers feel confident in us as a
business.

HAZEL NKOSI

Receptionist at Renttech SA
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“Those visiting our Welding on the Vaal event will get to see the
very latest in welding and rigging technology,” Zelda adds.
“As this is such a key event for us, we elevated this above
branch level and have called in Renttech people from all over
South Africa to assist. These staff members will be present to
explain and demonstrate our products during the course of the
show,” she enthuses.
The show is aimed at Renttech’s customers and prospective
customers in the steel industry, an area which the company has
been developing rapidly in the past couple of years.
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“In this bumper show, we will be showcasing the full range of
Renttech’s products, which includes various welding machines,
welding generators and ancillary equipment. In addition, we
will also be showing Renttech’s lifting and rigging equipment,”
explains Renttech’s Sasolburg Branch Manager Zelda Edkins.

28 & 29 FEBRUARY 2020

al

The Renttech ‘Welding on the Vaal’ event is a
welding and construction equipment festival and
exhibition, taking place at Stonehaven on Vaal on
the 28th and 29th February 2020:

Gas Equipment • Material Handeling • Plasma Cut • Pneumayic Tools | Jacks | Pumps • Power Generation • PPE • Rentals • Welding
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RENTTECH ‘WELDING
ON THE VAAL’

“We are also involving national welding schools and
universities,” Zelda continues.
“On the day, we will be running the largest welding lesson
in the world with more than 500 people participating. We are
aiming to break a world record. Apart from this world’s largest
welding lesson, which those attending can participate in as well
as trying out some of Renttech’s superb welding equipment,
there will be some other surprises for industry which Renttech
will be unveiling at the show,” she concludes.

www.renttechsa.co.za
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OUR HOLISTIC INDUSTRIAL BUSINESS MODEL

GAS
EQUIPMENT
MATERIAL
HANDLING
Rigging / Lifting - Unilift
/ Webbing / Wire Rope
/ Chain Slings / Safety
Harnesses / Arrestors

Gas Cutting / Cutting
Torches / Regulators /
Flashbacks / Gas Welding
Torches / Gas Welding
Consumables /
Accessories / Spares

WELDING
Welding Machines /
Welding Consumables /
Accessories - Cables / Tig
Torches / Mig Guns

PLASMA CUT
Plasma Cutting /
Machines / Torches /
Consumables / Spares

PNEUMATIC
TOOLS / JACKS /
PUMPS
Impact Wrenches / Sockets
/ Hydraulic Jacks / Kuken
/ Unipower / Machines /
Accessories/Spares /
Air Test Pumps / Jacks /
Hand Test Pumps

POWER
TOOL /
ABRASIVES
Grinding / Cutting /
Bosch / Hikoki / Metabo /
Machines / Core Cutters /
Accessories / Spares /
Consumables / Pferd
/ Klingspor

RENTALS

POWER
GENERATION
Generators / Light Towers /
Compressors / Machines /
Accessories / Spares

PPE
Leather Apparel / Gloves
/ Aprons / Spats / Various
Safety Specs / Goggles
/ Welding Helmets /
Hardhats

Welding, Rigging &
Lifting / Gas Equipment
/ Plasma Cut / Power
Tool / Abrasives / Power
Generation / Pneumatic /
Tools / Jacks /
Pumps
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OUR LEADING BRANDS
The brand range of Renttech South Africa is extensive and many world leading brands are distributed by the
company throughout Southern Africa where we have a presence. Such brands include:

®

GROUP

WIRE AND MORE...

CONTACT US OR VISIT OUR WEBSITE FOR MORE INFORMATION
HEAD OFFICE +2711 824 0410 • LIFTING & RIGGING SALES +2711 902 8001 • KELMEG LIFTING +2711 902 8001
SASOLBURG +2716 971 2868/2859 • BLOEMFONTEIN +2751 430 8310/14 • LEPHALALE - ELLISRAS +2714 763 4150
LEPHALALE - ELLISRAS MEDUPI +2714 940 0175 • EMALAHLENI - WITBANK +2713 697 3030 • SECUNDA +2717 631
3815 • RUSTENBURG +2714 592 1667/9 • KIMBERLEY +2753 831 4026/61 • UPINGTON +2754 332 1004/+2754 331 3542
DURBAN +2731 902 7595 • RICHARDS BAY +2735 751 1965 • EAST LONDON +2743 736 6440 • PORT ELIZABETH +2741 484
4624/7 • MOSSEL BAY +2744 020 0020 • CAPE TOWN +2721 511 1160

www.renttechsa.co.za

/RenttechSA@

RenttechAfrica

