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Whether it is getting your bar-coded ID document, paying 
a traffic offence or checking in for a flight most of us are 
notoriously last minute, though most times it does not result 
in disaster so we just keep on doing it and hope for the best.

In this regard the tardiness of the industry in general to sub-
scribe to initiatives that are promoted by SAPCA in past and 
recent times is no doubt going to be the undoing of our in-
dustry.  I refer to the ‘health insurance product that offered 
day to day benefits’ that was offered to SAPCA members as 
a group scheme  through  the OPTIMUM GROUP as an an-
swer to the looming national health act. The scheme fitted 
the bill perfectly, in as much that it offered a lot for very 
little and gave the Pest Control Industry the opportunity of 
showing that we are pro-active  in terms of accepting  our 
social responsibility for our staff.  There are many additional 
benefits that would have resulted from  your buy –in , in 
addition to a restful night’s sleep, such as the respect from 
government  that would have added weight to our bargain-
ing power through SAPCA  besides providing a sustainable 
income.  But alas it will not pay to wax longingly at what 
might have been, the door has closed, and the rain is coming 
and we will be swept away by the national health act and 
what it has to offer.  

SAPCA has always been accused of doing ‘nothing’ for its 
members but when the  executive provides something of sub-
stance then where is the support of  you the member or is it 
just a case of procrastination that has led to a disaster?

With the CPA (Consumer Protection Act)  enacted  there 
is a desperate need for a decent umbrella fund for the in-
dustry, one that does not only offer liability cover but also 
legal aid ( e.g. defence); professional indemnity  etc.  Now,   
I was negotiating just such a scheme with   Optimum, but 
after the disaster in terms of the medical plan, how seriously 
will they take us as an industry? Which leaves us with the 
choice of finding another group to negotiate with which in all 
probability, judging by the score, will result in just another 
bridge burned. How many more must be burned before we 
will learn our lesson.

A related matter is that of a standardized WDI clearance 
certificate (that is underwritten by a fidelity fund) with a 
standardized reporting format.  It is important that we note 
that the CPA calls for full disclosure- which is a blessing 
since it gives the opportunity to at last shake off the shackles 
of ‘Notifable Beetle Only’ this will open up many opportuni-
ties for  not only for remedial work but also the opportunity 
to have the requirement to have inspections done  national-
ized and gazetted.  

But, alas,   Natal does not like this, Eastern Cape does not 
want that and the Western Cape at last has taken the ball 
and is trying to run with it.  But unless we ALL collectively 
support the initiatives for the annual registration require-
ments, qualification criteria, as well as the   all inclusive na-
tional certificate, we are doomed to failure and will still be 
charging the last century prices.  

It is of interest that in the matter of issuing  ‘clearance cer-
tificates’, we were first, but despite the fact that the ECA 
have a standardized  certificate and report format, and the 
plumbers have recently replicated that system, we are still 
desperately protecting our own individuality  and  our own 
antiquated  system. This comes at an enormous cost   to the 
industry. Shortly when the call comes for the long overdue 
change, will you be in or out? Together we stand and divided 
we WILL fall. 

My term as President has all but run out now, but why 
should my successor waste time in duplicating the efforts of 
the past.  There are  other challenges that he must face- not 
the least of which  is juggling the need to earn a living and 
expending himself/ herself for the industry, essentially be-
cause our industry is not mature enough to pay a full time 
executive that can dedicate themselves to the growth of the 
industry.   

Come that day and the industry will blossom but NOT with-
out your individual support!

Missed 
opportunities

PS. Please participate in our online survey, 

we are interested in your views. 

Go to http://www.surveygizmo.com/s/545046/

sapca-opportunities-survey. 

Mark Enslin
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The Wefco ACTIVE range consists of 
products that have been developed and 
scientifically tested with Integrated Pest 

Management in mind.
 

The Wefco ACTIVE range offers a variety  
of modern high technology pesticide 

formulations, including application  
equipment and  specialized lure and  

trap products.

Wefco ACTIVE Rat & Mouse Blocks  Reg. No. L6189 Act No. 36 of 1947  Brodifacoum 0.05g/kg  – (Harmful) 
Wefco ACTIVE Rat & Mouse Pellets  Reg. No. L6190 Act No. 36 of 1947  Brodifacoum 0.05g/kg  – (Harmful) 
Wefco ACTIVE Liquid Concentrate Rat & Mouse Bait  Reg. No. L6192 Act No. 36 of 1947  Brodifacoum 0.75g/kg  – (Very Toxic) 

Wefco  ACTIVE® International cc  • Tel: +27 33 346 1920 • Fax: +27 33 346 0512 • Email: info@wefco.co.za • Website: www.wefco.co.za

•	 Scientifically	Proven.
•	 Wide	range	of	bait	presentations	that	can	be	used	singularly,	
 in combination or in sequence.
•	 Highly	attractive	and	palatable.
•	 Based	on	Brodifacoum.
•	 Contains	“Bitrex”	for	safety,	to	limit	poisoning	of	non	target	species.

“The Professional  Choice”

NEW
SKILLS 
COURSES

Structural  
Pest Control

Weed Control 

Presented by the PCSIB at very competitive prices
For more information contact the office at:

Telephone: 012 654 7708 / 012 654 8038 • Fax: 012 654 0248
E-mail: Lee-Ann - courses@pcsib.org.za, Simoné - simone@pcsib.org.za, Belinda - admin@pcsib.org.za

 

Termite Control

Fumigation
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The competition Act
South Africa has recently introduced two 
Acts which came into effect on the 1st April 
2011,  The Consumer Act and The Competi-
tion Act.  Both of these Acts have quite a lot 
in common and both are here for the benefit 
of the Consumer and/or Client. However the 
Consumers Act has not been tested in court 
where the Competition Act has had a number 
of cases where Companies have had to pay out 
enormous fines and in some instances Direc-
tors have been removed from their jobs. Also 
this Act allows for Civil Damages as well. The 
negative effects relates to bad publicity, high 
legal costs, heavy demands on Managements’ 
times and Public disclosure to sensitive docu-
ments. 

The main objectives of the Competition Act 
are to:

1. Describe the roles and powers of the 
Competition Authorities.

2. List the Penalties and other remedies un-
der this Act.

3. Have a view as to what the Competition 
Act prohibits.

There are three Competition Authorities under 
this Act and they are:

• Competition Commissioner
• Competition Tribunal
• Competition Appeal Court

These three main Authorities are here to en-
force the Act by investigating possible breech-
es and take steps to eliminate and encourage 
compliance to the Act. Adjudicating exemp-
tions are:

1. Compel anyone to provide information
2. Require evidence under Oath
3. Enter any premises and inspect docu-

ments.

There are 8 objectives that fall under this Act 
and they are:

• Build South Africa’s economy
• Provide fair, competitive prices and pro-

duce choices
• Create jobs
• To increase opportunities for business to 

compete internationally
• Ensure small and medium businesses 

have a fair and equitable choice to oper-
ate in the local economy

• To promote a greater spread of business 
ownership in particularly previously 
disadvantaged people.

You are probably asking yourself why we need 
a Competition Compliance. Well, free mar-
kets do not always result in socially efficient 
quantities of goods and efficient prices, large 
businesses are in a position to abuse their pow-
ers and having this Act in place creates a level 
playing field for all businesses.

Anyone can play a role in ensuring everyone 
abides by this Act that is a Competitor, Sup-
plier, Franchise or Franchisee and Customer.

The Act prohibits the following:
F Price Fixing
F Divisional Marketing – splitting regions 

between companies
F Collusive tendering – secret agreements 

to split up Government work between 
companies

F No agreement between suppliers, pro-
ducers or traders if it prevents and less-
ens competition in a market place.

The Act also prohibits Abuse of Dominance. 
Companies often obtain dominant positions 
because it engages in strategic behaviour that 
is designed to exclude and prevent competi-
tion.

The penalties for infringing the Competition 
Act are serious!

v Fine of 10% of Annual Turnover
v Company can face civil Damages
v Directors/Managers can go to jail for 10 

years and R500 000 fine, if they should 
know of any “cartel”

Price Fixing is a contract or agreement or 
understanding with the purpose or effect or 
likely effect of fixing, controlling or maintain-
ing prices, discounts, allowances, rebates and 
credits in relation to goods or services bought 
or sold by any of the parties in competition 
with each other.

It does not need to be a written agreement – A 
simple “meeting of minds” is in most instances 
all that is required to commit price fixing.

Price fixing entails:
o Agreeing a level of retail prices
o Discounts

o Allowances
o Rebates
o Credits afforded to suppliers in respect 

of goods or services
o Direct – take place where competitors 

agree on a price, discount or rebate
o Indirect – generally takes place where 

firms exchange information which effec-
tively enables them to co-ordinate a price.

Franchise Agreements can raise 3 issues relat-
ing to the Competition Act. They include Pric-
ing, Geographic Restrictions and Prescription 
of supply lines. The Competition Act recognis-
es the valuable role that franchise agreements 
play in the economy. Accordingly the terms 
and conditions of the franchise agreements are 
usually evaluated in terms of the conditionally 
prohibited conduct. 

Note; however that not even Franchises may 
prescribe minimum resale prices to their fran-
chisees.

This is only a very brief summary of the Act 
but one must remember that a Business that 
competes honestly will have the full backing 
from the Act. So Customers will get better val-
ue for their Rands and quality products which 
prevent cheating and abuse in power.

The results means:
• Better prices
• Quality of Products
• Quality of Services.

So in summary this Act is here to encourage, 
support and strengthen  competition and free 
competition bring about efficient production 
and appropriate allocation of economical re-
sources

By Carol Macdonald
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Pesticides are found on almost everything we 
eat - fruits and vegetables are commonly treated 
with pesticides to prevent pests from getting to 
them before you can.

At the South African Pest Control Association’s 
annual Pestbiz convention in Dr Gerhard Ver-
doorn of the Griffon Poison Centre shocked 
the audience with this statement, “99 percent 
of the emergency calls we receive are related 
to the home and garden markets’ irrespon-
sive use of pesticides while only one percent 
come from commercial agriculture’.

So if you are a gardener and use pesticides in 
and around your house, you need to pay more 
attention to what is in that can before you spray 
it. Chlordane, Dieldrin, Arsenic, Monocropto-
phos and Diazinon are just a few of the pesti-
cides that have been banned by the Department 
of Agriculture, however, still commonly used to 
exterminate pests in and around the home and 
garden. This is not only harmful to you, but also 
to the people and animals around you.

Pesticides travel from shrubs to grass, from 
grass to soil, and from soil into our groundwater 
which in turn can be used for watering our gar-
dens or farmers’ crops and so the cycle contin-
ues. When your neighbor uses insecticides, it is 

Protect your garden and keep 
pesticides off your dinner table

not too long before it spreads to your vegetable 
garden and ends up on your plate.

Another danger of pesticides are that they are 
enabling pests to build up their immunity to-
ward the poisons being used, which in turn re-
quires gardeners and homeowners to use more 
pesticides, increasing the risk of exposure to 
them.

Does this mean all pesticides should be banned? 
No, it simply means that it is important to be 
aware of the ways in which pesticides can end 
up on our dinner tables, and to practice respon-
sible pest control. A complete ban of pesticides 
could mean an increase in pests, which in turn 
can result in an increase in diseases, as pests are 

carriers of a plethora of diseases.

Ideally one should use a professional pest con-
trol operator to treat pest investations as they 
are trained and understand the insect biology to 
know what pesticide work best. In addition to 
this, a registered pest control operator is aware 

of banned pesticides and knows the correct way 
of application without harming the environ-
ment and those around them. Deena Govender, 
Quality Assurance Manager for Rentokil South 
Africa, said that all pest control operators are 

required to be registered in accordance with Act 
36 of 1947 before applying pesticides. He con-
tinues by saying: “Rentokil only uses pesticides 
registered in terms of this act and the company 
also complies with the Hazardous Substances 
Act (Act 15 of 1973), which ensures the safety of 
its workers and clients.

In an attempt to aid the speedy removal of such 
harmful pesticides, AVCASA has extended an 
invitation to the general public who are still in 
possession of banned pesticides to call the or-
ganisation for advice and support in order to 
dispose of them responsibly.

Media release issued by Affinity Strategic Com-
munication on behalf of South African Pest 
Control Association (SAPCA).
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Storm® Secure is a fast-acting, ready-to-use
bait formulation that rapidly controls rodent
infestation. Now, with the convenience of 
safe, durable bait stations, rodent control is 
both  cost and labour effective for PCO’s and 
their clients. Storm® Secure won’t let you down!

Rat catcher sleeping
on the job?

Buy 20kg ofStorm® Secure and 
get 2 bait stationsFree!

•  Each carton contains 20kg of Storm® 
 Secure bait blocks.
•  Promotion valid only while stocks last.

Storm® is now available with a
centre hole for easy securing.

STORM®: REG. No. L5204 (Act No. 36 of 1947). 
Contains  ocoumafen (anticoagulant) 0,05g/kg 
Harmful. Use only as directed on the label.

Registered by BASF SA (Pty) Ltd. 
Co. Reg. No. 1966/10235/07
PO Box 2801, Halfway House, 1685. 
Tel. 011 203 2400
Manufactured & formulated by BASF Agro BV, 
Arnheim (NL), Waedenswil Branch, 
Steinacherstrasses 101, CH-8820, 
Waedenswil, Switzerland.

Storm®  is the registered trademark of 
BASF SE, Germany

E-mail: info-zapestcontrol
solutions@basf.com
www.pestcontrol.basf.co.za

Distributed by
Avima (Pty) Ltd
Tel 011 769 1300

Coopers Environmental 
Science (Pty) Ltd
Tel 011 979 4246/7

Henchem
Tel 021 948 7366

stormPromoA4.indd   1 5/12/11   12:21:36 PM
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Want to improve more 
aspects of your e-mail 
marketing program? 
Here are some dos and don’ts.

4Invite customers to join 
your online mailing list 

every time you connect or com-
municate with them.
Your customers appreciate the 
service you offer. Never miss an 
opportunity to tell them that you 
can help them even when you’re 
not in their home, and that they can 
continue to receive valuable infor-
mation and insight from you by 
joining your mailing list. Have a 
sign-up form on your website, link 
back to it on Facebook and Twit-
ter; and mention your mailing list 
on receipts and during phone calls. 
Every time you connect with cus-
tomers, mention your e-mail mail-
ing list.

8Don’t assume that all your 
customers will want to join 

your list.
Your e-mail list should be com-
pletely permission-based. Just be-
cause you’ve offered your service 
doesn’t mean a customer will want 
to receive your newsletter. And 
that’s okay. If someone hasn’t ex-
plicitly said, “Yes, I want to join,” 
then don’t add him or her to your 
list.

4Include a compelling sub-
ject line.

Your subject line is like a magazine 
headline: It needs to grab the read-
er and make him want to open your 
e-mail to read on. Be clear, and use 
actionable language. Let the reader 
know exactly what to expect from 
opening your message.

8Don’t use excessive punc-
tuation. 

Your subject line may be very 
good, but there’s no need to add 
multiple exclamation points or 
other symbols to make your e-mail 
more exciting. Therefore, refrain 
from using words with all capi-
tal letters or the following words 

or symbols: “Free,” “% Off,” 
and “$$$.” These word may 

relegate your e-mail to your 
senders’ spamfolders, where 

it’s likely your message won’t 
be seen.

4Include compelling, share-
able content.

Your customers are your best mar-
keting tool. Arm them with content 
you’d want prospective clients to 
have when they’re in need of a pest 
control service, and make it easy 
for them to share that content with 
others. For example, your custom-
ers will pass along quick tips, such 
as “7 Ways to Prevent ants from 
Moving In,” or web links to re-
sources where they can learn more 
about dealing with cockroaches.

8Don’t send everything 
you’ve got.

E-mail marketing is a great way to 
quickly remind your customers that 
you’re thinking of them and that 
you’re there when they need you. 
There’s no need to send an overly 
long message that includes eve-
rything they’d ever want to know 
about your business. Your time is 
precious and so is your customers. 
Keep your e-mail short.

4Add share links in your e-
mail.

Most e-mail marketing service 
providers make it easy to let your 
e-mail content go social by adding 
share buttons to your messages. 
Be sure to place these in your e-
mail, call them out to readers, and 
encourage them to share the mes-
sage with friends, relatives and col-
leagues. That will get your content 
out to a wider audience than your 
mailing list and may even attract 
the attention of someone in need of 
your service.

8Don’t ignore social media.
Popular websites like Face-

book, Twitter and LinkedIn can be 
your friend (no pun intended). In 
addition to sharing your content, 
get your customers talking on so-

cial media sites. Start a discussion 
in your e-newsletter and continue 
the conversation on Facebook. Ask 
your readers to share quick tips on 
Twitter. Then use what is being 
shared as the basis of a future e-
newsletter issue. (Editor’s note: Be 
sure to sign up for PCT’s Twitter 
feed:http//twitter.com/PCTMaga-
zine.)

4Pay attention to your read-
ership data.

Any good e-mail service provider 
will offer you data about how often 
your e-mails were opened, what 
links were clicked on, and more. 
This is valuable information that 
will tell you the best times to send 
your messages and what types of 
content are getting the most atten-
tion. Use this data to adjust your 

campaign strategy accordingly.

8Don’t make it hard for read-
ers to unsubscribe.

No matter how good your content 
is, your subscribers may not al-
ways want to receive your e-news-
letter. Make it easy for customers 
to opt-out, and encourage them to 
tell you why they’re doing so. And 
make sure these people know that 
even though they may not want to 
receive your newsletter, they can 
still receive updates from you on 
social media, and you’d still be 
happy to work with them when 
they’re in need.

For more e-mail marketing best 
practices, visit www.ConstantCon-
tact.com. To contact the author, e-
mail aolivieri@giemedia.com.

Inbox Insights
Do’s and Don’ts:
10 tips for better e-mail marketing
By Amy E Olivieri

When it comes to e-mail marketing, it’s important to remember that it’s not all 
about selling your business. Instead, e-mail marketing is a great way to use 

credible content to position you and your business as an expert in your field. Maybe 
your customers won’t need your services the second they get your message, but main-
taining a regular presence in their inbox will keep you top of mind.
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The Biggest Little Promotional Device
By June van Klaveren

What is the smallest, least expensive, yet most important promotional 

device you have? If you thought, “business card, you’re right! In a 

minimum of just seven square inches, you can present who you are, 

what you do, how to contact you, what kind of business you have and 

much more. Though small, your card says more than just the basic 

information about you and your company.

Promoting Decent Work For All 

Department of Public Works
International Labour Organisation

Gamelihle SibandaCHIEF TECHNICHAL ADVISERNational Expanded Public Works Programme
Department of Public Works, Public Works House, Corner Bosman & Church St, Pretoria

Tel: +27 (012) 337 2921, cell: +27 (072) 570 6408, fax: +27 (012) 324 6349

Private Bag X65, Pretoria, 0001email: gamelihle.sibanda@dpw.gov.za / gama@ilo.org
website: www.epwp.gov.za

RUDISHA
CONSULTING

DESMOND CELE

Director

Cell 079 508 3406

Corporate Head Of�ce

No1 North Road, Riviera, Killarney

Cell: 011 486 4037 Fax: 086 616 2605

desmond@rudishaconsulting.co.za

info@rudishaconsulting.co.za

Registration Nr 2006/207370/23

VAT Registration Nr 464 024 0349

An af�liation company of 

Puisano Business Development Group (Pty) Ltd

OBF International Investments

Nobom Mashalaba-Hlatshwayo
CED Operations Manager

A member of theAnglo American plc group 

www.angloamerican.comnmashalaba@angloplat.com

AMANDELBULT OFFICE
P.O Box 2Chromite0362

T  +27  014 784 1746M +27  071 856 6726
F +27  014 784 1842

Werner Swardt072 228 9781
Tel: (012) 333-9757

Fax: (012) 333-9751

e-mail: werner@seritiprinting.co.za
P.0. Box 24829, Gezina 0031

Unit 6, 49 Eland Street
Koedoespoort 0186

Importance underestimated

The business card is the most 
frequently used marketing tool 
because often, it’s the only pro-
motional material a new or small 
company may have. It can be the 
least expensive, Your card can re-
flect your business style based on 
paper and ink choices as well as de-
sign. When someone receives your 
card, they get an immediate im-
pression of your company. They’ll 
decide from your card if you’re 
well-established and stable, reli-
able and respectable, businesslike 
and professorial, competent, suc-
cessful, easy to do business with, 
customer oriented and trustworthy. 
It’s like a hearty handshake that 
you leave behind.

The purpose of your card is to 
make you look professional, mem-
orable and desirable and position 
your business in a prospect’s or 
customer’s mind.

Unfortunately, may small com-
panies quickly produce business 
cards on an inkjet printer or go to 
the local office supply or copy store 
and select a business card from the 
few pre-made designs they offer. 
The business card deserves some 
careful consideration if it is to ac-
curately reflect what you do and 
how you do it.

Careful Considerations

Contents. The basic idea of a busi-
ness card is to help people get in 
touch with you after you meet 
them. Therefore, the following in-
formation must be present on your 
card. 

* Name
* Title
* Company name/logo
* Phone number (with area code)
* Fax number (with area code)
* Mailing address (with zip code)
In addition, the following informa-
tion can be included if it reflects 
you business.
* E-mail address
* Website address
* Statement about your business
* Money-back guarantee
* Affiliations
* Credentials, degrees, academic 

designations
* Toll free number
* Cell phone number
* Mission statement
* Product/service categories
* List of products/services

Size/Shape

The standard size of 9 x 5cm can 
be easily doubled by printing on 
the back of your card. Adding a 
second side to your card facilitates 
including more information about 
what you do without significantly 
increasing costs. One of the goals 
of a card is for the recipient to keep 
your card until they need it. One 
way to increase the likelihood of 
this happening is to print useful 
information on the back of your 
card. Use the second side of your 
card to include information like the 
following:
* Additional locations/branch 
 offices
* Billboard ad
* Appointment reminder form
* Coupon
* Emergency phone numbers
* Frist Aid procedures
* Discount offer
* Guarantee
* Mission statement
* Joke/anecdote
* List of services

* Philosophy
* Prayer
* Service benefits
* Referral form
* Slogan
* Survey
* Interesting web addresses

Using a double card that folds out 
to measure 10 x 5cm also increases 
printable space and can become a 
mini brochure for your company.

Paper. Few decisions impact the 
impression your card makes as 
much as paper choice. Not only 
does this decision affect the look of 
the card, but it also influences the 
impression received by its feel. Dr 
Lynella Grant, author of The Busi-
ness Card Book, says, “Quality 
is determined 65% by vision and 
35% by feel.” A heavier paper im-
plies quality and stability. Ask your 
designer or printer to show you 
80# or 100# cover weight paper 
samples. The overall cost of cards 
compared to your entire business 
expense is very small - so choosing 
the best paper for your cards will 
say ‘QUALITY” to those who re-
ceive your card. Business cards can 
also be printed on plastic, metal, 
wood, leather, parchment, photo-
graphic paper, to name a few.

Color. The use of color can increase 
your costs but at the same time, it 
increases the interest and impact 
your card generates. Choose colors 
that are compatible with your logo 
such as shown by the Premier card 
where the company name matches 
the red used in their logo. Colour 
adds impact by commanding at-
tention, looking more expensive, 
helping to organize elements, re-
vealing personality, and sending 
subliminal messages of stability 
and professionalism.

Design. Take a look at your own 
business card. Is it cluttered and 
confusing? Inviting and attrac-
tive? An appropriate design can 
enhance the look and feel of a 
card. There are countless tem-
plates for designing your own 
business card, but no template 
will fit your business complete-
ly, so it should be customized for 
the look you want to impart.

Create your card, then show it to a 
few People to get their impression 
of the design and what it reflects. 
Better yet, contact a graphic de-
signer who can show you various 
designs based on what you want 
your card to say about you and your 
company.

To reprint or not. With changes oc-
curring in area codes, it is tempt-
ing to cross out the old area code 
and pencil in the new one - because 
you have 500 cards left over! Don’t 
do it. Toss the old cards and reprint 
with the new information.

New Uses for Business Cards

For more visibility and to increase 
the “keepability” of your cards, 
consider printing business cards on 
any of the following ad speciality 
items.
* Coasters
* Magnets
* Calendars
* Key chains
* Note pads
* Seed packets
* Bookmarks
* Magnifiers
* Jar grippers
* Boxes of crayons
* Stickers
* Paper weights
* First aid kits
* Litter bags

Keep them handy 

Give a number of your cards to 
your family members and cus-
tomers to distribute to others who 
might need your services. Put extra 
cards in your vehicle, your wal-
let, your coats, suites, purses, brief 
cases so you’ll always be able to 
quickly find your cards.
In summary, take a close look at 
your business card and see if it 
needs improving. Remember, it’s 
the smallest but one of the most 
important representations of you 
and your company.

Business Card Resources

Grant, Lynella. The Business 
Card Book. What your business 
card reveals about you and how 
to fix it.
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Our previous article, published 
in ??? of ?? generally introduced 
the reader to the AgriSETA, the 
skills levy system, how the funds 
flow and what type of learning 
programmes are supported by 
AgriSETA.  The purpose of this 
article is to give you an insight 
into the new National Skills De-
velopment Strategy, generally 
referred to as NSDS III.

South Africa’s skills develop-
ment initiative commenced in 
April 2000.  In order to guide 
skills development initiatives 
each five years a National Skills 
Development Strategy is negoti-

Skills development in the 
agricultural sector

ated and implemented.  There-
fore NSDS I was active over the 
period 1 April 2000 to 31 March 
2005 and NSDS II from 1 April 
2005 to 31 March 2010.  As the 
responsibility for the implemen-
tation of our National Skills De-
velopment Strategy shifted dur-
ing 2009 from the Ministry of 
Labour to the new Ministry of 
Higher Education and Training, 
the new minister extended NSDS 
II for a further year to allow him 
and his new department suf-
ficient time to engage with and 
finalise NSDS III.  As a result 
NSDS III will commence on 1 
April 2011 and will be effective 

until 31 March 2016.

NSDS III is a very comprehen-
sive and in some cases, compli-
cated document.  For this reason 
this article will focus on the 
foundational elemants of NSDS 
III and the next article will pro-
vide details on how it impacts di-
rectly on you, the employer.

What is NSDS III?
The NSDS is the overarching 
strategic guide for skills devel-
opment and provides direction 
to sector skills planning and im-
plementation (which is mainly 
the task of a SETA – in this case 

AgriSETA being responsible for 
the agricultural sector.

What is the purpose of NSDS 
III?

NSDS III responds to pressing 
challenges that impact on the 
ability of our economy to expand 
and provide increased employ-
ment opportunities, of which the 
most important are;
• Young people leaving formal 

secondary and tertiary educa-
tion and entering the labour 
market for the first time are 

• To page 12
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(T) 0861 99 99 00 
(T) 012 460 9653 
(F) 012 346 7453 

ipmc@mweb.co.za 
 

Pest Management Academy has registered Skills 
Programs with SAQA, Agriseta and the Department of 
Agriculture, Act 36 of 1947 to enable you to enter your 
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not adequately prepared to 
do so.  In essence, their work 
readiness is poor.

• Many longer term unem-
ployed lack basic numeracy 
and literacy, nor do they pos-
sess the necessary entry-level 
skills to enable them to seek 
and obtain work.

• Huge skills shortages exist in 
technical fields such as arti-
sans and certain professional 
field which are fundamen-
tal to the development and 
growth of our economy

• Too many courses are short, 
narrowly defined programmes 
– we need to invest in more 
substantial programmes lead-
ing to formal qualifications 
and create opportunities for 
progression, both in terms of 
learning and career progres-
sion.

• The inability to equip the 
workforce to be able to adapt 
to an economy which be-
comes continuously more 
knowledge-based

• Systemic blockages such as a 
lack of synergy between vari-

ous post-school sub-systems 
– in essence the strong exist-
ence of a silo-mentality.

• The absence of a coherent 
strategy for development in 
general and skills develop-
ment specifically between 
various economic and indus-
trial sectors (again, the silo 
mentality)

• The urban bias of our eco-
nomic development resulting 
in skills for rural develop-
ment being neglected.

Whilst the above will be ad-
dressed in NSDS III, it will be 
done within the following con-
text (NSDS III will be guided by 
the following developmental and 
transformational imperatives):

• Race – The racial inequalities 
in our economy, including 
the racial nature of our skills 
profile, have not changed sig-
nificantly since 1994.  This 
requires focused (NOT exclu-
sive) attention on skills provi-
sion for blacks in general and 
Africans in particular.

• Class – Directly related to 
the above is the fact that 
South Africa is still one of 
the most unequal societies in 
the world..  NSDS III will pay 
particular attention to provi-
sion of skills in a manner that 
will impact on this inequali-
ties in our economy and soci-
ety.

• Gender – Our society also 
reflects huge disparities be-
tween men and women – 
NSDS III will pay particular 
attention to this.

• Geography – (this imperative 
is of particular importance to 
agriculture).  Government has 
now prioritised rural develop-
ment and our skills develop-
ment system must increase 
its focus and attention on the 
production of skills for rural 
development.

• Age – The single largest cat-
egory of unemployment are 
those under the age of 35 – 
NSDS III will pay particular 
attention to the training of 
youth.

• Disability – For the last 10 
years we had a target of 4% 
of all trainees must be those 
with a disability.  We have 
failed in achieving this target.  
NSDS III will focus on this 
aspect.

• HIV and AIDS pandemic – 
We need to train our people 
not for the grave, but for the 
workplace and effective par-
ticipation in society – NSDS 
III will ensure that such op-
portunities are increasingly 
created.

Given the above, NSDS III has 
the following pillars;

Pillar 1:  Sector strategies must 
be developed with and supported 
by sector stakeholders.  In this 
regard the AgriSETA developed a 
new 5-year Sector Skills Plan on 
behalf of the agricultural sector 
at large.  This was done in close 
consultation with stakeholders 
such as AgriSA, commodity or-
ganizations, agri- business, or-
ganized labour and relevant gov-
ernment departments.

Pillar 2:   SETAs will facilitate 
the development and piloting 
of relevant sector-based pro-
grammes addressing the needs 
of the unemployed and first-

time entrants into the labour 
market.  The planning, roll out, 
management and funding will 
be done by SETAs whose focus 
will mainly be on the employed 
and will be supported in partner-
ship by the National Skills Fund 
(NSF) whose focus will be on 
the unemployed.

Pillar 3:  Professional, vocation-
al, technical and academic learn-
ing (PIVOTAL) programmes. 
These programmes will provide 
full occupationally-directed 
qualifications and will integrate 
institutional learning with prac-
tical workplace learning as part 
of their requirement.  This is a 
very important focus as it will 
bring the world of learning much 
closer to the world of work

Pillar 4:   Programmes which 
will contribute towards the re-
vitalisation of vocational edu-
cation and training.  Focus will 
be placed on the competence of 
lecturers and trainers and at the 
same time promoting research 
and innovation.

Pillar 5:   Training and develop-
ment capacity of cooperatives, 
NGOs and trade unions.  In agri-
culture where we have a myriad 
of small agricultural coopera-
tives whom are generally very 
unsuccessful, AgriSETA has set 
very specific and challenging 
targets in this area.  One of the 
next articles will specifically fo-
cus on initiatives to address the 
developmental needs of coopera-
tives.

Pillar 6:   Partnerships between 
public and private providers

Pillar 7:   Finally, as stated be-
fore, increased focus on rural de-
velopment.

The above is then the first of 
two articles.  The focus of this 
first article was to simplify and 
contextualize NSDS III  – it 
provides the framework within 
which the strategy will be imple-
mented over the next five years.  
If we embrace this framework 
and adjust our skills develop-
ment efforts accordingly, we as 
the agricultural sector and still 
the backbone of our economy, 
will contribute largely to the 
economic and social well-being 
of our country.

The next article will focus on the 
specifics of NSDS III and how 
you can participate at a practical 
level.  It will also inform you of 
how AgriSETA plans to disburse 
its funds in support of the aims 
of NSDS III and to the benefit of 
our sector.

By Johan Engelbrecht

Skills development in 
the agricultural sector
• From page 12
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Termites and other wood boring insects are not 
only eating away at properties and buildings 
throughout South Africa, but also our pockets. 
Structural damage due to termite infestation can 
be costly to repair which is why proper termite 
inspection and treatment is crucial to any busi-
ness or home owner.

To ensure a high level of quality in the indus-
try the South African Pest Control Association’s 
(SAPCA) training division PCSIB – is invest-
ing into the skills base of the pest control in-
dustry.  Training is essential to gain the knowl-
edge needed to inspect, plan and implement an 
integrated pest control strategy specifically for 
termites. 

“Training is very important in order to correctly 
conduct and understand the application and cal-
ibration of chemicals,” says Lynette Cokayne, 
SAPCA CEO. “Without it we are at risk of be-
ing exposed to incompetent, fly-by-night per-
sons who don’t understand the cost structure 
thereby undercutting qualified pest control op-
erators. These rogue operators offer ridiculously 
low prices synonymous with low standards 
and don’t use the correct application methods, 
equipment or chemicals.” Unqualified pest con-
trol operators damage the reputation of the pest 
control industry as their treatments are often not 
sufficient to deal with termite infestations.

Millions of rands of damage have already been 
undergone in South Africa and Africa as un-
qualified pest control operators treat premises, 
which after a while are found to have termites 
again.  By this time it is too late and the damage 
has already been done.

“Our biggest problem lies with the public, espe-

cially estate agents, who aren’t properly educat-
ed regarding the correct process of treatment,” 
says Cokayne. She continues to say that, “Peo-
ple don’t take the time to confirm whether the 
pest control company they are using is reputable 
and that they make use of qualified pest control 
operators.”  As the governing body of the South 
African pest control industry, SAPCA commu-
nicates with estate agents in most regions in 
order to provide guidance. “We motivate them 
to make use of our members who conduct their 
operations according to the standards,” says 
Cokayne.

In order to effectively treat a termite infestation, 
pest control operators require specialised train-
ing that will equip them with the right skill set 
to accurately assess each situation.    
Proper training enables operators to deal with 
the pest without affecting the surrounding en-
vironment or the health of others. A sound 
knowledge of pesticides and chemicals is built 
up allowing a qualified operator to accurately 
read and understand the instructions and use the 
pesticides in accordance.

“During the skills course presentation, students 
are exposed to the practical elements of treat-
ment, such as the equipment, products, labels 
and precautions involved in the actual treat-
ment,” says Mark Enslin, SAPCA President.

The pest control operator must also be trained 
in the various types of equipment which can be 
used with pesticides. Every piece of equipment 
is designed to be used under specific conditions. 
Training supplies operators with a wealth of 
background knowledge, which they must use 
during the process of treating termite infesta-
tions. 

The PCSIB presents an entry level, termite skills 
course that is based on SAQA Unit Standards: 
116520 / 242964. The three-day skills course is 
recognised by The Department of Agriculture 
and is accredited by AgriSETA. 

The course is developed for persons who would 
like to enter the pest control industry or quali-
fied pest control operators who wish to brush 
up on their skills. The skills course is presented 
every month throughout 2011 and can be under-
taken in Cape Town, Gauteng, Bloemfontein, 
East Londen, Port Elizabeth or Durban.

Students will receive extensive knowledge of all 
the elements covering topics such as the iden-
tification of subterranean termites and how to 
prepare for the application of pest control meas-
ures. The legislative and operational require-
ments to which pest control operators must ad-
here is also covered as well as health and safety 
aspects when handling and applying chemicals 
within a workplace environment. 

After completion of the skills course students 
receive a competency certificate and are re-
quired to gain at least six months of practical 
knowledge through supervised in-field training. 

Prevention is the desired solution although ob-
servation and intervention will be required in 
many cases. Training is the gateway to gain the 
knowledge needed for planning and implement-
ing an integrated strategy that will effectively 
eradicate pests without harming the environ-
ment.

To register for one of their courses or for more 
information contact the PCSIB office on 012-
6547708 or visit www.pcsib.org.za.

Termite control 
requires a trained eye
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