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Africa ahoy!

Al arecent World Eco-
nomic Forum in Davos
a well-known global
investor pronounced:
Africa 1s the story. The
big story is Africa. The
Chinese and Japanese
are fighting over Af-
rica. This 15 a market
of a billion people, of
natural resources....

How true this is!
And Goscor 1s acting
upon it! “There’s huge
potential in Africa for
our group,” says Rand-
hir Haripersad, Gos-
cor Group Africa GM.
“In particular, for the
(oscor group, i1s the
growing potential of
the sub-Saharan region
and the Indian Ocean
Islands, which are di-
rectly benefiting from
the rollercoaster cycle
of investor confidence
in South Africa.”

He adds that the
divisions that (Goscor
has been focusing on

in the short-term are
(Goscor Lift Truck, Bob-

cat, Genie (Hi-Reach),
(Goscor Cleaning Prod-
ucts. “This 1s not to
say that all the other
products shouldn’t do
well one day in Afri-
ca, but we must walk
before we can run,”
Haripersad says.

In the meantime, it
seems that the ‘walk’
1s at a very brisk pace
with Goscor Lift Truck
already represented in
Namibia, Zimbabwe,
Botswana, Swaziland,
East Africa and Mau-
ritius; Bobcat in Zim-
babwe, Botswana and
Namibia in the pro-
cess of being finalised;
and Power Products in
East Africa (Kenya)
with Mauritius to be
finalised soon.

“It looks good so
far, but we will not be

Randhir Haripersad, Goscor Group Africa GM.

resting on our lau-
rels,” says Harisp-
ersad. There’s
still so much work
to be done.”

One of the priorities
is the setting up of fully
professional Goscor ser-
vice centres. “There are
large numbers of peo-
ple who have bought,
for example, Crown
material handling
equipment direct from
Europe or elsewhere
because there was no
Crown representation
in their respective coun-
tries. We will now take
(soscor to these people,
initially through ser-
vicing their equipment
and then developing a
full commercial rela-
tionship with them,”
Haripersad says.

On the question of
what Goscor 1s looking
for in terms of dealers in
Africa, Haripersad says
there are a number of
basic criteria: no com-
petitive brands, finan-
cial security, a clean and
profitable track record,
suitable infrastructure
and the knowledge
and experience of run-

ning a professional
integrated sales and
service organisation.

“We're looking for the
best,” he says. “’1o be ap-
pointed a Goscor repre-
sentative in any country
1s a responsibility that
has to be taken very se-
riously. If done correct-
ly a win-win situation
1s assured.”

The recent Gabo-
rone, Botswana, ap-
pointment of Brenham,
a general industrial
sales and service organ-
isation 18 a good exam-
ple of how things will be
done 1 Africa. Owned
and managed by Ronnie
van der Nest and David
Nunes, both highly ex-
perienced practitioners
in the servicing and
selling of machinery,
Brenham i1s up against
some well-established
competition in the re-
gion. “We are very ex-
cited about the future
here and we have no
doubt that our mar-
ket share in the MHE
space will grow quickly.
Even though we only
very recently concluded
the rights to distribute

GLTC product here, we
have already been in-
undated with enquiries.
There is no doubt that
the (GGoscor reputation
for excellence 1n both
product and service pre-
cedes us in this country
and we will use this to
build an outstanding
distribution and ser-
vice business,” says
van der Nest.

[t has been agreed
that Brenham will start
with a few Goscor prod-
ucts and initially will sell
mainly Doosan and the
Crown range of MHE.

“We are not neces-
sarily looking for giant
businesses, although
they too are a possibil-
ity,” says Haripersad.
“All we are interested
in 1s the right basics and
the passion to do well
and, like in Botswa-
na, we will go slowly
and methodically in
the beginning to pave
the way for exponen-
tial growth in Africa,”
he concludes.




