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Black Economic Empowerment Company Supplies Motor Industry Giants 











   Port Elizabeth-based Yenza Manufacturing is one of the first Black Economic Empowerment (BEE) companies to manufacture components for the automotive industry. 


   True to the name “Yenza,” which means “make it happen” in Xhosa, co-owners Themba Mtati and Glynn Potgieter have made sure that things do indeed happen:  The company supplies automotive components to three auto assembling giants in South Africa: DaimlerChrysler, General Motors and Volkswagen.     


   Since its establishment in 1997, Yenza has grown from four to 30 employees.


 “Yenza is one of the first BEE companies to be a first tier supplier, as well as being the first black-controlled component manufacturing company,” says Mtati, the managing director of Yenza.


 A Tier 1 supplier provides components directly to motor assembly plants. These are usually components critical to production. Without them, vehicle assembly cannot be completed. The main automotive components manufactured by Yenza are support brackets. 


   “These parts support the chassis of the vehicle, and it is an essential component in order for a vehicle to function,” says Mtati. Other components manufactured by Yenza include number plate holders, cover foot-parking brakes, inner and outer cones and support battery trays.  These components are manufactured by exercising precision steel pressing, stainless steel stamping, welding, assembly and tool making. This process is achieved by using state of the art medium and light presses, spot welders and pressing tools.  


 	Starting Small


   Yenza was founded when the Delta Corporation, now General Motors, decided to outsource its small to medium components. 


   “Glynn and I jointly approached Delta about a possible deal. They were positive about supporting us in the venture, and also provided us with our first contract,” Mtati said. 


 Initially funded by the Future Bank Corporation, Yenza Manufacturing is currently self-sustaining, Mtati said. 


   The company is also well on its way to achieving its vision of being a world-class automotive component manufacturer. 


  Yenza supplies two of the components for 


Continued on page 2
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Mercedes-Benz that are exported directly to the vehicle assembly production line in Germany. This is the first for a small South African company!


  “It is our third year of exporting to Germany, and we are looking at strengthening our relationship with DaimlerChrysler. We are also exporting some components to Mexico through General Motors.”


  Mtati emphasizes that Yenza is procuring contracts on the basis of its internationally compatible standards, and not simply on the strength of its BEE credentials. 


   Mtati ascribes the company’s success to ensuring a consistent supply of quality products and maintaining a good relationship with the customers. Yenza’s first five-year contract with Delta Corporation was a breakthrough, but it also faced the many of the challenges common among many small BEE companies. 


    “We were struggling to obtain financiers. In addition, established businesses are not ready to deal with small companies, particularly black-owned ones. We have to compete with companies that have been in business for over 50 years and with a much higher turnover than yours,” Mtati said.


  	Big Business Assistance


  DaimlerChrysler has been very supportive of Yenza and other small businesses through their BEE strategy.          


   DaimlerChrysler invited Yenza to its recent annual meeting in Detroit, giving Yenza the opportunity to display its product range to potential U.S. customers.


  Mtati believes that more big businesses need to support small companies.  


  “The role of big businesses is also important. Though we appreciate the support of the government, we need more help from the big companies.”


  Competing Internationally


 In order to meet international quality standards, the company obtained ISO 9002 accreditation. It also has VDA 6.1 quality certification, which is demanded by German Original Equipment Manufacturers (OEMs) and QS9000 certification (which is demanded by American OEMs).  SAIBL assisted with development of their quality management system.


 “We are also moving towards gaining our ISO 14001 accreditation, which is an environmental management system,” he says.


 Yenza employees undergo rigorous training and skills-development to ensure that top-quality elements are produced.  “This region has a lot of talent when we look at the automotive industry,” Mtati said, referring to the industry in Port-Elizabeth in the Eastern Cape Province of South Africa. The area has become the hub of catalytic converter manufacturers.  “Initially the industry concentrated on manufacturing for the local market. That focus has changed. The challenge is to compete with our overseas counterparts. The competition has become fiercer, but it has also opened up the global market - when you win a tender, you know you have won against other companies on an international level. It ups the standard,” Mtati said.


Yenza can be contacted through yenzaman@iafrica.com








 SAIBL has also funded training and traveling costs to overseas trade shows.
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U.S. – South Africa


Business 2 Business





(   Mr. Lens, a Gauteng-based manufacturer of acrylic replacement lenses for BMW vehicles, has received initial orders valued at $10,000 from four U.S. companies after attending the SEMA show in Las Vegas in November, 2003. SAIBL funded Mr. Lens to attend the trade show and assisted with the design of brochures suitable for the US market.





( SAIBL client Johannesburg-based Clothing Zone, a casual sportswear manufacturing company, has received an order from Haselson in New York. Clothing Zone was linked with Haselson at the February ASAP show organized by CCA member Cyber Merchant.  An additional order from casual wear manufacturer Texas-based Metro, also was received by Clothing Zone as a result of the ASAP show.  Through research done by SAIBL staff in Washington, Clothing Zone was also linked with New York-based GBM Limited, a sourcing agency with which discussions are ongoing.





(  SAIBL-Washington hosted an introductory conference call for Kwazulu Natal-based Joyprisc, a distributor of medical supplies, with Baltimore, Maryland-based CCA member Anjelomida, which also distributes pharmaceuticals and diagnostics products.  During the call, Joyprisc identified some products that it may be interested in sourcing from Anjelomida.   
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Do you want your South African product featured in our product section? Contact Ilda at 


202 263 3522 or E-mail: 


 � HYPERLINK "mailto:ijacobs@africacncl.org" ��ijacobs@africacncl.org�	
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For further info on South Africa’s 10 Years of Freedom 


celebrations, contact Tshepo Mazibuko, press secretary, 


South African Embassy, Washington, D.C. Tel: 202 361 5083.Fax: 202 232 5370. Email:mazibukot@saembassy.org  � HYPERLINK "http://www.10years.gov.za" ��www.10years.gov.za�





BLACK





  If you think Starbucks is only for coffee drinkers, think twice. Starbucks acquired Tazo Tea five years ago. Tazo Tea now also carries two of South Africa’s favorite indigenous teas, honeybush and red bush, a tea also known as rooibos. 


 Founded by tea drinker Steve Smith, the Tazo Tea company makes healthy, innovative teas. Tazo Tea is committed to bring new teas, new ingredients and new blends to tea- lovers across the U.S.


      Smith says Tazo Tea wanted to make a tea that is truly African. Tazo blends North African hibiscus with the creamy, woody taste of red tea in a blend called “African Red Bush.”


  “Now the consumer is starting to see (red tea) on the shelves, and a consumer demand is being created,” Smith said. “There is a continued acceptance of its flavor profile.”


   Red tea has performed well with high growth rates. Smith says red tea’s strong performance is due to its adaptability – it can be combined with a number of ingredients to enhance its flavor profile, including caramel and vanilla.


   Smith admits that his favorite of the two South African teas is the “Tazo Honeybush,” due to its uniqueness.


   “It has a natural sweetness. It is appealing in strong and light brews.” He says the American palate prefers a sweet tea, and honeybush tea’s natural sweet taste limits the consumer’s sugar intake. 


   The South African teas are not available in Starbucks yet, but can be bought in Whole Foods and other health stores.  www.tazotea.com
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ECONOMIC





				  


  





   Many black-owned small and medium South African companies are benefiting from preferential procurement polices adopted by large corporations.  SAIBL prepares these small and medium businesses  for outsourcing and  procurement contracts with these companies.





CITIGROUP


BEE Financing


   Citigroup completed a multi-faceted project financing for mobile network operator Cell C (Pty) Ltd.,the third largest cellular operator in South Africa.        


   Its parent company, 3C Telecommunications (Pty) Ltd., is 54% owned by Oger Telecom South Africa and 40% owned by CellSAf (Pty) Ltd., a black empowerment group. The $530 million financing was used to finance the roll out of Cell C’s GSM network in South Africa. This package arranged by Citigroup included a debt facility for Cell C’s local black economic empowerment shareholder, CellSAf, thereby contributing to South Africa’s black empowerment process. 


Procurement


   Citigroup has also developed franchise and supplier development programs, which have been specifically designed to encompass Small Medium Micro Enterprise (SMME) growth among BEE entrepreneurs leveraging off the firm’s existing relationships. 


   These programs help SMMEs to meet market demands and assists   them to obtain corporate sponsorship. This in turn contributes to growth of BEE suppliers within the fuel and food segments of the South African economy.


 The first franchise program was launched in 2001 in conjunction with BP Southern Africa financing 45 service stations, 22 of which were owned by black indidivuals. This program compliments current BEE initiatives relating to BEE site ownership, which other oil companies in South Africa are currently pursuing aggressively.


Training


   Citigroup continues to provide domestic and international training opportunities to BEE alliance partners in Capital Markets and Derivatives, and Financial Analysis. For example, in the 2003 National Treasury $1.5 billion  bond deal, Citigroup transferred skills and knowledge to its BEE partner, Tri-Linear. Tri-Linear was directly involved in all key aspects of the bond, from the development of the proposal to closing.


   Citigroup has been committed to Black Economic Empowerment since the firm re-entered South Africa in July 1995. 
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ECI Africa.
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