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The Safal Group
at a glance

VISION

To be Africa’s premier provider of

roofing and building solutions.

MISSION

To provide quality roofing solutions

through innovation and best

practises, enhancing value for all

stakeholders.

VALUES

Safal will strive for the highest

standards of ethics, safety,

compliance and quality. Safal will be

fair and caring towards employees,

customers, shareholders, 

community, other stakeholders, and

the environment.

Africa’s largest metal roofing company – 12 countries, 36 operations and 50 years    

SAFAL GROUP
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The largest steel roofing

company in Africa 

The Safal Group is founded on the

production and marketing of steel

roofing in Eastern and Southern

Africa. The combined outputs of 36

operations in 12 countries in Africa

make it the continent’s largest steel

roof sheeting producer.  

Brands that are known and

trusted by millions  

The Safal Group owns many of

Africa’s most loved and trusted steel

roofing brands. This translates into

value creation and market share,

which is a cornerstone of the

Group’s long-term strategy.

Innovation brings world-

class products to Africa

The Safal Group has brought the

world’s most advanced metal

coating technology to Africa. To

retain its market advantage, the Safal

Group is reverse integrated, owning

aluminium-zinc steel coating mills

which are strategically situated in

Kenya, Tanzania, and South Africa,

to provide its roofing operations with

world-class input coil.  

           s experience – expanding our horizons
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The world is changing very quickly and the turbulent events

of 2015 have led the Safal Group to refocus its strategies in

many of its African markets.

A difficult election for Burundi, the Angolan economy’s

dependency on oil and the drop in the oil price, the rapid

devaluation of the Ugandan Shilling and the Zambian Kwacha

and an election year in Tanzania, are but some of the factors that

have led us to reconsider our markets and marketing strategies.

However, in adversity there is opportunity. Re-intensifying our

marketing efforts for our product brands, refreshing our

operational brands and strongly positioning the Safal Group as

the over-arching integrator of all local companies and their

brands will lead to a strengthening of the Safal Group and make

it ready for the market upturn.

The Safal Group is investing in new coil coating capacity in Kenya

for the growing demand in Kenya, Uganda, Rwanda and the

Eastern Congo. We have introduced two new colour coil brands,

Optima and Optima Plus, with enhanced value to cater for a

more sophisticated consumer. And the re-launching of the

Lifestile range of stone coated tiles will re-position the Safal

Group premium tile products.

All this points to a better and brighter 2016 and a renewed

commitment to offering consumers better products and wider

choices from Africa’s largest Metal Roofing Group.

Poised for growth
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1 Sarit Shah, Executive Director, Safal Group.



Safal Group
introduces a new corporate identity

Safal Group launches a fresh corporate face to the world

As most large conglomerates grow, the need arises to

refresh and align the corporate identities of its

operations. 

During the course of more than 50 years of growth and

expansion, the Safal Group operational brands have

undergone many subtle updates but in 2015, the decision

was taken to relook them as a ‘family’, and ensure they

were visually aligned to each other and to the Safal Group

itself.

The new corporate identities will be rolled out during

2015/16 in each country concerned. In this period, the

Safal Group will launch its new print advertising

campaign. 

It has also commissioned a new corporate video to

support its redesigned Group Profile. As an African Giant,

the Safal Group is now poised to make itself felt as

Africa’s largest producer of metal roofing, and the

continent’s pioneering manufacturer of world-class

aluminium-zinc coated steel sold under the famous brand

name, Zincal. 

Its colour coated steel is sold as Colorplus, Optima and

Optima Plus.

Its brands, its operations, and its people, will all

experience the advantage of being a part of a company

that leads the field in innovation, and ‘Makes a World of

Difference’.

SAFAL GROUP
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Delegates at the Safal Group Marketing Conference

held in Kenya in February 2015 were upbeat about

the prospects for growth in African markets.

The conference was superbly hosted by Mabati Rolling

Mills’ Coils Division and was held at the Sarova

Whitesands Resort Hotel in Mombasa, Kenya. The

weather was perfect and the setting sublime. Twenty-

seven delegates representing the African operations in 11

countries were present. 

After two intensive days it was universally agreed that the

progress made by the Group in the last two years alone,

has been remarkable. 

The challenge is to continue the momentum and stay the

leader in increasingly competitive times. The presence of

many new marketing faces was exciting, boding well for

the future.

The event was rounded off with a cruise and dinner of

local cuisine on the famed ‘Tamarind Dhow’. 

Special thanks and appreciation were expressed to

Andrew Heycott, David Kimathi and Harry Njagi, for their

forethought and planning in managing such a successful

conference.

Optimism about growth prospects
SAFAL GROUP MARKETING CONFERENCE 2015
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1 The Safal Group Marketing Conference 2015: Attendees from 11

countries were present.
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Executives from across Africa converged on the

Ethiopian capital, Addis Ababa, to conduct in-depth

discussions on issues that have an influence on the

future of the business.

The annual Safal Group Conference was hosted by

Ethiopian Steel PLC. Discussions centred on a review of

the 2014 Group and Operational Results and included in-

depth analyses and presentations covering all the key

areas of operations, with a special emphasis on ITC

systems, human resources, marketing and market

research.

Hospitality activities included dinner at an Ethiopian

cultural restaurant and visits to the new showrooms in the

capital city. Guests were spoilt with wonderful leather gifts

for which the country is well-known. 

The 60 delegates were united in their praise for the

excellent arrangements made by Mr. George Arodi and

his team and agreed that this event will be a tough act to

follow.

Safal Group Executive Conference
ADDIS ABABA HOST 2015 GROUP CONFERENCE

SAFAL GROUP
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2 George Arodi, Business Head of Ethiopian Steel, the host country of

the 2015 conference.

1 Delegates spent two intensive days in discussions that will drive the

Group’s future.

1
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The Human Resources division of the Safal Group

has embarked on a recruitment drive to attract top

graduates into the Group.

The programme covers a variety of universities offering

degrees in the disciplines in which the Group is

interested, with a focus on engineering, finance,

marketing and general management. 

The intention is to have a pipeline of high talent individuals

who are ready to take up middle management positions

within three years, with the benefit of intensive mentoring

and management training.

The Safal Group places great importance on nurturing a

talent pool which will become its leaders of tomorrow,

and will provide the intellectual edge in taking the

business to the next level of competitive excellence.

Drive to attract top graduates
THE SAFAL GROUP REACHES OUT TO THE LEADERS OF TOMORROW
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SAFAL GROUP

Kenya’s President, Uhuru Kenyatta, has assured the

country of the Government's commitment to working

together with the private sector to support economic

growth in Kenya and the greater region. 

Speaking at the Kenya Private Sector Alliance (KEPSA)

2nd Presidential Roundtable in Nairobi in 2015, President

Kenyatta expressed confidence that through public-

private sector partnerships the country will swiftly achieve

its economic and development targets.

"As Government, we believe that ours must be a

partnership with the private sector. We are here to

support you so that you can help us meet our social and

economic development agenda for this country. 

By creating a conducive environment for you to conduct

your business, I know you will also help us create jobs for

our youth," he said. 

He added that the Government has embarked on

digitisation of all payments to make it easy for the private

sector to get public services and that an e-procurement

system had been established that makes awarding of

contracts more transparent.

The event was attended by member organisations of

KEPSA, whose CEO, Carole Kariuki, noted that the

organisation had been given room to present its concerns

and that as a result, progress had been achieved in most

sectors of the economy in working more closely with

Government to promote economic growth.

Top level partnerships
Government partners with the private sector

President Kenyatta endorses public-private sector partnerships

1

1 President Uhuru Kenyatta greets Dr. Manu Chandaria, a leading figure

in Kenyan business, and Chairman Emeritus of the Safal Group.

2 Nairobi, Kenya, the business hub of East Africa.

2
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Young African Leadership Initiative
(YALI) launched by President Obama

Dr. Manu Chandaria asked to serve on the YALI Advisory Committee

3 “The Beast”, President Obama’s vehicle, outside the Chandaria

Business Innovation and Incubation Centre, the new HQ for YALI in

Kenya.

America’s President Barrack Obama’s visit to Kenya

on the 25th and 26th July was full of promise for East

Africa, as he spread his message of supporting

positive growth in the African continent.

Obama’s visit was also instrumental in launching the

Young African Leaders Initiative (YALI), a cause that he

closely supports. There are four YALI centres in Africa and

Kenya is host to one of these centres.

For the purpose of the launch and for the duration of his

stay, Obama’s team selected an entire floor of the

Chandaria Business Innovation and Incubation Centre in

Nairobi as the YALI Kenya headquarters. 

The YALI task team called on architects and interior

designers from the United States to completely redesign

the chosen floor space, which also included the

installation of a lift.

As a launch project, YALI will invite students from 14 

East African countries to the centre for a six week

leadership course.

It was a great honour when our own Safal Group

Chairman Emeritus, Dr. Manu Chandaria, was asked to

serve on the YALI Advisory Committee.

3
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For over half a century quality, innovation and an

ongoing commitment to improvement have been

among the attributes that have ensured Mabati

Rolling Mills’ success in Kenya.

As Mabati Rolling Mills celebrated its 53rd year of doing

business in East Africa, it also took the opportunity to

reflect on the core competencies and factors that have

contributed to its longevity and success.

A visit to Mabati Rolling Mills’ Mariakani Coating Mills in

Mombasa reveals the real secret behind its longevity. The

company recognises the fact that accepting change is

never easy for anyone, but when people become

responsive to the change process they contribute to the

principle of continual improvement. 

Programmes such as the Daily Work Management, Profit

Improvement and ‘5S’ initiatives have been major focus

areas for increasing staff accountability and commitment.

In the past 18 months there has been a strong focus on

the application of ‘5S’ housekeeping. Each employee

subscribes to the ‘pick it up, clean it up’ approach coined

by the CEO, Mr. Andrew Heycott, and ensures that the

whole factory remains spotlessly clean.

Health and Safety are always major concerns, and they

now show up ‘green’ on the performance dashboard,

indicating that the performance targets have been met.

The changes in the approach  have resulted in the growth

of a more committed team that is cognisant of issues

relating to the environment, health and safety. 

Changes in attitudes have led to a change in culture

A number of health and safety programmes, including

emergency response, risk management and contractor

management, were initiated to achieve the objective of

zero harm to people and the environment. 

These positive results are reflected in the achievement of

zero lost time due to injuries over the past seven months.

The ‘Stop for Safety’ meetings are valuable forums to

discuss specific environment, safety and health issues

Building a high performance
culture at the Mariakani Coating Complex

Changes in attitude have led to a change in culture.
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that are important to employees. These forums provide

opportunities to disseminate important information on

safety and encourage employee participation.

Quarterly ‘barazas’ (meetings) are held by the CEO to

communicate policy changes, management changes and

business performance to employees. Ample time is

allowed for question and answer sessions which foster

proper communication and feedback.

Significant resources are allocated for staff training and

development. This ensures that skills and knowledge are

imparted and shared, resulting in positive changes in

behaviour and improved performance across the plant.

To sustain the high-performance culture, the Mariakani

Coating Plant has introduced a reward system for the

best performers. 

Monthly performance awards are now supplemented by

an annual system where the best performers receive

awards for their contributions to the  company’s Profit

Improvement Programme. 

This has proven to be a motivating factor for employees

and is contributing to the positive culture change and

continued improvements in performance that have been

the hallmark of Mabati Rolling Mills over the past 53

years.



They say it’s all about how you are treated rather than 

how much the product or service costs. This has

been the journey and experience for customers and

staff at Mabati Rolling Mills as they change from

being a manufacturing-focused entity to a customer-

focused organisation.

The journey started with a customer service survey which

revealed that the company needed to strengthen its

processes to reflect the desired customer experience. 

The company has focused on the following areas as part

of the journey to excellence in customer service:

– Maintaining an energised sales and customer service

team.

– Accessibility to our products by the public.

– Reducing our order to supply time.

– Resolution of customer complaints.

– Improving our truck turnaround times.

An organisation’s service level is as good as its

employees. All employees, from the Head of Business

down to staff members, were brought on board regarding

the company’s vision and how we all want to behave as a

team. 

When Mr. Santosh Shridharan, the Business Head of

Mabati Rolling Mills Roofing Division shared the objectives

of the company with the staff, there was a marked

difference in perceptions. Everyone was concerned about

how our performance was at any one time. It was an

amazing experience to receive a call from our security

manager enquiring on how our sales were going. 

It was a gratifying experience when, on the last day of the

month, we had the whole customer service team staying

late and on the phone with colleagues in Mariakani, Thika,

Kisumu, Kisii, and Mombasa just to see the final

performance versus the month’s target. That is just how

energised the team is. 

Currently our customers can access and window shop

our products through our website www.mabati.com 

and purchase through our online portal

www.roofingafrica.com

1 2

Customer service excellence

is a continuous and fulfilling journey

Mabati Rolling Mills is a strongly customer-focused organisation

KENYA
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On average we get over 100 enquiries monthly through

our email sales@mabati.com with a conversion rate of

about 70%. We also have a hotline – 078 820 20 – which

appears on all our advertisements. This has made it easy

to receive enquiries, complaints, compliments, and give

direction to customers on where to purchase our

products in any part of the country including our service

centers and distributors.

Our order to supply time has reduced from a standard

time of two weeks in the past, to an average of five days,

thanks to the close working relationship between our

sales and production planning teams whose focus now is

to avail good quality material to the customer in the

shortest time possible. 

It is good to see the customer service staff being able to

give immediate feedback about a delivery date to a

customer without having to call back later. As the journey

continues, we are currently working on truck turnaround

times and a faster customer complaint resolution

process. 

We have set a target that by the end of 2015, we should

have reduced our truck turnaround time to an average of

two hours by restructuring our dispatch department,

introducing shifts and by mechanising part of the loading

processes. Together with our quality team we have put

together a process that is customer friendly and resolves

all customer complaints within 30 days of reporting.

We look forward to dealing with relaxed customers,

repeat sales, referrals and finally increased numbers. And

the journey continues.

Thanks to Management for providing the support and

enabling environment that enables us to go further, and

do it better every day.
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1/2 Mabati Rolling Mills’ customer service area at Athi River, Nairobi.



In its quest to lead the pack in innovation and the

production of quality products that stand the test of

time, Mabati Rolling Mills has initiated a project that

will provide the Kenyan building industry with

defining guidelines in the selection of quality roofing

products and structural steel.

The project focuses on the development of products

suitable for use in the different Kenyan climatic zones. A

Memorandum of Understanding was signed with the

University of Nairobi to enable students to carry out

scientific research that is relevant to both the company

and the university.

Various metallic and paint-coated products will be tested

in severe marine, marine industrial, semi-marine, inland

industrial, rural and semi-desert conditions.  

The research will become a national reference for the best

steel roofing products in the market.

The study project on corrosion was initiated because of

the continuing global changes in weather patterns, and

Mabati Rolling Mills’ commitment that its products

continue to be the preferred choice in the East African

market and beyond. 

The joint research project with the University of Nairobi

will focus on:

• Climate-related zoning of the areas in the country and a

comparison to international standards, taking the South

African model as a reference point.

• Weathering sites to cover the different climate zones.

• Subjecting different roofing products to various

experiments including accelerated corrosion tests in the

laboratory and long-term outdoor corrosion testing. The

corrosion rate is then measured and correlated with the

coating composition of different products. The research

will establish which roofing products offer the best

corrosion resistance and also will specify the life cycle of

the products in the different climate zones. 

A post-graduate student from the Department of

Chemistry will carry out the research studies on corrosion,

and Mabati Rolling Mills will provide more opportunities to

final year students from the School of Engineering to

enhance their exposure in the industry. This forms part of

the company’s commitment to develop skills and build

capacity in the steel industry in East Africa.

Continuing its leading role
MABATI ROLLING MILLS INITIATES A RESEARCH STUDY IN QUALITY ROOFING

KENYA
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Participants in a promotional campaign conducted on

Kenyan radio stations gave ringing endorsements for the

quality and innovative nature of Mabati Rolling Mills’ 

roofing products.

Mr. Daniel Mwaniki was one of the 18 winners in the

Galsheet Resincot radio promotion that ran for one month

on Citizen, Muuga FM, Wimuuaro FM and Musyi FM radio

stations.

Mr. Mwaniki said Mabati Rolling Mills has always been his

preferred supplier, especially for products such as

Dumuzas, Versatile and Galsheet Resincot, and went on

to say, “I have used several of the products in the past

and will continue to do so. I could not be any happier.”

The message from the participants was clear; Mabati

Rolling Mills should continue with its offering of quality

products, its range of colours and its innovation. 

MRM roofing products are used extensively in Nairobi,

including Mombasa and the coastal region. Mabati Rolling

Mills’ products have a reputation for authenticity and

longevity and continue to impress.

Customers endorse MRM products
PROMOTIONAL RADIO CAMPAIGN A RESOUNDING SUCCESS
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KENYA

The greatest challenge facing businesses today is a 

shortage of skilled personnel, in particular in the trade

and technical sectors. Innovative recruitment and

retention initiatives are critical to businesses in

competing for and retaining these skills.

The business environment for the past few years has put

employers on notice to develop and retain a workforce

that will provide skills and knowledge to deliver on their

mandates. Through a graduate trainee programme,

Mabati Rolling Mills (MRM) have adopted a wide range of

strategies to harness much-needed skills, while providing

opportunities for young people with potential to fulfill their

career dreams. 

Under this programme eligible applicants go through a

rigorous selection and recruitment process and successful

candidates are placed on a one year intensive training

course in the company.

In the past year, five successful applicants were offered

opportunities to join the production and maintenance

departments at the Mariakani Coating Plant, where they

are currently gaining the necessary skills which will 

make them eligible for full-time employment within the

company. However, this offer is dependent on

performance, determined through a review process and

related evaluations, task completions and the character

and attitude shown by individual trainees. 

The graduate trainee programme addresses:

• Staff retention, especially highly-qualified and skilled

personnel and apprentices who benefit from significant

investment in their skills development.

• The mentoring of staff to develop and maintain their skill

levels.

• The benefits of developing career pathways through

systematic succession planning.

• Developing programmes that ensure knowledge of

company processes and clients.

• The benefits, especially in remote areas, of recruiting

from the local indigenous population and introducing

A new generation
of leaders are being developed

Mabati Rolling Mills provides opportunities for young graduates

18



strategies to nurture and mentor their participation in

the workforce. 

• Building staff loyalty through the provision of generous

employee study packages and a caring and supportive

workforce culture. 

Mabati Rolling Mills intends to enhance the programme

by developing a comprehensive curriculum that will act as

a guide for graduates ensuring that MRM get the best

college-to-industry conversion on an ongoing basis

MRM have already kicked off with the selection and

recruitment of the next group of trainees with career talks

at the University of Nairobi and the Jomo Kenyatta

University of Agriculture and Technology. 

This is what the trainees had to say…

“I can’t stop thinking about it. It is a hub of new

technologies in application. I have learnt a lot and

equipped myself with new skills, knowledge and

bountiful experience. It has really changed my way

of thinking and doing things. I love being at Mabati

Rolling Mills.” Edmond Matoke, Trainee Engineer –

Finishing Department.

“The well-structured programme has taken me

through a constant learning process that also

provided a platform to stretch my abilities. This

has sparked my passion for the steel industry and

a sense of pride to be part of the Mabati Rolling

Mills team. I am looking forward to a long journey

with Mabati Rolling Mills.” Robert Gachinga,

Trainee Engineer –Metal Coating Line Processing.
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1 Graduate trainees at the Mariakani Coating Complex.
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FORGING PARTNERSHIPS WITH

PROFESSIONALS

Partnerships between Mabati Rolling Mills and

professionals in the built environment in Kenya

continue to grow and flourish. 

A group of Mabati Rolling Mills executives joined quantity

surveyors at an annual dinner to celebrate 20 years of

their professional association. 

The event brought together all practitioners at a forum at

the Intercontinental Hotel to review the past year’s

activities. And subsequently, to launch the Mabati Rolling

Mills Professional Series, the company invited the

construction fraternity, including key building and

construction stakeholders, to a hosted dinner at the Villa

Rosa Kempinski. 

Among the guests were prominent architects, engineers

and quantity surveyors, such as Ms. Emmah Miloyo from

the Architectural Association of Kenya, Mr. Kosgey from

the Institution of Engineers of Kenya, Mr. Daniel Manduku

from the National Construction Authority and 

Mr. Mandere, the Chairman of the Institute of Quantity

Surveyors of Kenya. 

Representing the company was Mr. Santosh Shridharan,

Mabati Rolling Mills’ Business Head of Roofing,

accompanied by Management and Sales from MRM. The

dinner is one of the many interactions that are planned

across the country to create a forum where building

professionals can meet and interact with each other and

with our company. 

WOMEN CONTRACTOR OF THE YEAR AWARD

Mabati Rolling Mills was one of the primary sponsors

at the Woman Contractor of the Year awards initiated

by the National Construction Authority in Kenya.

The annual event brought together key stakeholders from

the construction and manufacturing industries, as well as

senior leaders in banking, academic and financial

institutions. 

The Secretary for the Ministry of Lands, Housing and

Urban Development, Mariam El Maawy, handed out the

awards for Best Building Works, Best Road Works

Contractor and the Most Inspiring Contractor. 

Mabati Rolling Mills donated a prize of roofing materials to

the value of Ksh500,000 to the second runner up in the

competition.

Interacting with stakeholders in the
built environment

KENYA
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Mabati Rolling Mills received high praise from

industry leaders and the student community at the

Kenyatta University for its prominent presence at the

annual Career Week in 2015.

This year’s theme was ‘Nurturing Careers through

Creativity, Talent and Innovation’ and it was Mabati Rolling

Mills’ first chance to participate in the two-day event

designed to inform students about opportunities for their

future working lives. The Mabati Rolling Mills team, led by

Human Resources Manager, Mr. Julius Ochieng, put up

an impressive exhibition and ensured that all visitors to

the stand had the opportunity to learn about the

company and its products.

A fourth year student at Kenyatta University, James

Ng’ang, expressed the views of the visitors when he said:

“I have learnt a lot about the different products offered by

Mabati Rolling Mills. I have known about the Dumuzas

products, but have now had the opportunity to see a

wider range.”

Some of the top companies in Kenya took part including

Unilever, Jubilee Insurance, Family Bank and Coca-Cola. 

The CEO of BIDCO Refineries, Mr. Vimal Shah, was the

keynote speaker and urged the young participants to

become entrepreneurs and to bring creativity, innovation

and the power of fresh ideas to the business world.

Well-known business consultant, Mr. Enzo Graziano,

singled out the Mabati Rolling Mills stand for the quality of

its exhibition and the warm and approachable attitude of

its staff. “It was a good opportunity for Mabati Rolling

Mills to build on the awareness of its outstanding

products and to meet with potential clients and

employees while strengthening the bond with existing

customers,” he said. 

Mr. Ochieng was full of praise for his team who met with a

large number of visitors throughout the two-day event. “It

was a great success for us,” said Mr. Ochieng. “Mabati

Rolling Mills was among the exhibitors that drew the most

visitors and we had a large number of people looking for

information about our products, career opportunities and

internships. This gave us the opportunity to clarify any

potential misinformation, while fostering relations and

cementing the trust of our clients in our products.”

Mr. Ochieng says Mabati Rolling Mills will definitely

continue to participate in future career weeks at Kenyatta

University. “Our culture is to foster relationships with

future employees and customers and make contributions

to society. This event offers us the platform to interact

with the top talent at a highly-ranked university and

enables Mabati Rolling Mills to refine its employer/

employee value proposition.”

Mabati Rolling Mills impresses at
Career Week
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Vigorous marketing activities across a spectrum of

channels are enabling Mabati Rolling Mills to grow its

business in Kenya and in the greater region.

Mabati Rolling Mills maintained a strong presence at the

Eldoret National Show and the Homes Expo and Build

Expo hosted at the Kenya International Conference

Centre in Nairobi.

A new radio campaign to promote Dumuzas was

launched to counter confusion in the market caused by

the launch of a competitor’s product. The three month

advertisement campaign encourages customers to insist

on ‘Genuine Dumuzas’ produced by Mabati Rolling Mills,

and to always look for the inkjet print on every Mabati

product which verifies its quality.  

Dumuzas is made from premium steel coated in a world-

class aluminium-zinc alloy, and Mabati Rolling Mills was

the first manufacturer of this great product in the country.

The activation and sponsorship programme was aired on

seven radio stations, including three in the vernacular

languages.

Salespeople at distributors and retailers were encouraged

to promote Mabati Rolling Mills products and increase

sales through the ‘Rafiki wa Mabati Rolling Mills’

promotion. Each counter sales person was given a set

target to achieve in return for a reward. 

This campaign not only boosted sales, it also

strengthened the bond between the salespeople of

Mabati Rolling Mills and their distributors. A similar

bonanza scheme was introduced for distributors to

increase sales volumes, and achieve certain targets over

a period of three months.

Wall-branding was rolled out along major highways to

achieve better brand visibility. This initiative supplements

the continued branding of Mabati Rolling Mills’ major

distributors and retailers country-wide. The first phase of

the wall-branding covered Thika, Embu, Meru, Nanyuki,

Isiolo, Nyeri and Karathina, while the second phase

included Nairobi, Nakuru and Kericho, all the way to

Eldoret.

Mabati Rolling Mills also participated in the Institution of

Engineers of Kenya Convention in Mombasa and hosted

a mini-seminar on aluminium-zinc coating technology

presented by Mr. Rob White, attended by distributors,

project clients and players from the solar industry. 

Innovative marketing drives 
business growth

KENYA
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Mabati-Cornell Kishwahili Prize aims to
stimulate writing in African languages

Writing and literature in African languages have been

given a major boost with the introduction of a top

prize, which is jointly sponsored by Mabati Rolling

Mills and Cornell University in the USA.

The Mabati-Cornell Kiswahili Prize was established with

the express goal of recognising writing in African

languages and encouraging translations from, between,

and into, such languages. The prize will be awarded to

the best unpublished manuscript or book in Kiswahili,

which will go on to be published within two years from

presentation of the award. 

The Mabati-Cornell Kiswahili Prize is primarily supported

by Mabati Rolling Mills, together with the Office of the

Vice-Provost for International Affairs at Cornell University

and the Africana Studies Center at Cornell. Prizes will be

awarded across categories of fiction, poetry, memoir and

graphic novels. The total proposed awards of US$15,000

will be divided as follows: 

• First Prize: Fiction/Non-Fiction $5,000. 

• First Prize: Poetry $5,000.

• Second Prize: Any Genre $3,000.

• Third Prize: Any Genre $2,000. 

The competition is open to all budding and established

Kiswahili writers in the East and Central African regions.

An initial launch event was held at Abeokuta, in Nigeria

and a follow-up programme was staged in Nairobi. A

good number of the participants that were present were

drawn from a cross section of Kiswahili journalists,

scholars, writers and students of Kiswahili.

Mr. Santosh Shridharan, the Head of Roofing at Mabati

Rolling Mills, gave the keynote address and noted that

Mabati Rolling Mills was unequivocal about its progressive

approach to societal needs. ''We understand the need for

such an initiative and are therefore keen to promote local

talent. We will ensure this programme tries to be mutually

beneficial to all participants even as we try and build the

Swahili language.''

Scholar and author, Dr. Hamisi Babusa, called on all

stakeholders to play their role in advancing the Swahili

language. 

1

1 Mr. Santosh Shridharan, Business Head of Mabati Rolling Mills

Roofing Business (centre), during the MRM Cornell Kiswahili Awards

media briefing, with some of the guests

24

KENYA





The Mabati Medical Centre has reached an important

milestone with its decision to become a 24-hour

health facility. 

Throughout its 15 years of service, the Mabati Medical

Centre in Mariakani has provided much-needed primary

health care to the residents of the region, most of whom

cannot access other medical treatment. 

The centre was first opened in 1999 to cater for the

health needs of employees, but its services were

subsequently extended to the local community because

of the lack of healthcare facilities in Mariakani.

The Mabati Medical Centre has over the years provided

affordable primary healthcare to the residents of Mariakani

and the Kaloleni District. 

The centre charges a nominal fee of 300 Kenyan 

Shillings for consultation, treatment and medication. In

most cases the cost of the medicines alone is more than

the fee charged.

24-hour medical care
at the Mabati Medical Centre

A significant milestone in its history

KENYA
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“The actual number of patient visits has steadily 

increased over the years. We treat around 35,000

patients in a year and we expect more patients to come

when we open the full diagnostic centre as a 24-hour

facility,“ said Mr. Norman D’ Souza.

The five most common diseases treated are HIV/AIDS,

upper respiratory tract infections, skin infections, urinary

tract infections and malaria.

To reduce mother and child mortality rates, the centre

works  in collaboration with the Kilifi County Health

Authority, to provide an immunisation and vaccination

programme, and offers ante-natal, post-natal and family

planning services to mothers and couples.

The Mabati Medical Centre has an agreement with the

Mkomani Clinic Society to help HIV/AIDS patients by

offering free Voluntary Counselling and Testing services,

antiretroviral therapy and feeding programmes for those

affected by the disease. 

The opening of the new Diagnostic Centre in Mariakani in

October 2015 will include modern x-ray, ultrasound and

laboratory facilities to accommodate the need for such

services in the area. Mabati Rolling Mills cannot run such

a project without the generous support of its sponsors.

Current and potential new sponsors are welcome to

contact Mr. Norman D’Souza on e-mail

technicalinstitute@mabati.com and he will arrange a visit

to the Mabati Medical Centre. 
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1

1 The ultra-sound scanning unit at the Mabati Medical Centre.



The annual Medical Camp, held at the Mabati Medical

Centre in Mariakana, Mombasa, once again proved its

value to the community with more than 1,500 patients

arriving for screening, testing and treatment.

Sponsored by Mabati Rolling Mills, the camp is a

partnership with the Lions Club of Mombasa Pwani

and has been an annual fixture in the region for more

than a decade.

This year there was a special focus on corneal transplants

with calls made to people to donate corneas that may,

eventually, help the blind to regain their sight.

According to Dr. Sundeep Chavda, the Lions Club in

Mombasa accepts donations from Kenyans who donate

these vital sight organs in their wills. Speaking at the

camp, Dr. Chavda said they provided free corneal

transplants for coastal residents in keeping with its motto

of ‘We serve’.

The then Lions Chairman, Mr. Dhiru Shah, said the

Medical Camp also provided free dental and maternal

check-ups. He praised Mabati Rolling Mills for its

sponsorship and recognised the goodwill of practicing

doctors who provided their services during the day, at 

no cost. 

“This year’s medical camp was by far the busiest and

most successful,” he said. As an added service, provision

was also made for ultrasound facilities for patients who

required scans for various ailments, as well as screening

for blood sugar and diabetes. All patients were given

medication free of charge.

MABATI ROLLING MILLS MEDICAL CAMP

STATISTICS

•  Total number of patients: 1,596.

•  Eye patients screened: 568.

•  Number of patients with cataracts that received

free operations: 4.

•  Dental patients and 80 tooth extractions: 124.

•  Five most common ailments diagnosed: upper 

respiratory tract infection, anaemia, skin

infection, malaria and hypertension.

•  Ultrasound scans conducted, including

pregnant mothers: 20.

Medical Camp proves its value
MABATI MEDICAL CENTRE FOCUSES ON IMPROVING VISION FOR KENYANS

KENYA
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1 Mabati Medical Centre.



Sixteen employees from Mabati Rolling Mills spent a

productive and heart-warming day at the Mogra

Rescue Centre and handed over food and stationery

donated by MRM staff .

Mogra Rescue Centre is well-known in Kenya for the

excellent work it is doing to protect and care for orphans

and vulnerable children from the Mathare slum area. The

centre was founded in 1999 under the leadership of 

Mrs. Hannah Wairimu Njoroge, but its initial facilities were

destroyed during the post-election violence of 2007. 

Mrs. Njoroge kept the children in her own home while

looking for donors to build a permanent place of safety. 

At its new facilities on Kiambu Road, the centre is now

able to admit children referred to it by the Children’s Office

and rescue organisations who work with children that are

at risk. 

It cares for 187 children that were orphaned, abandoned,

affected by HIV/AIDS, as well as street children and

youngsters awaiting court orders. The centre is always in

need of food products, diapers, baby care items and

stationery. 

The Mogra Star Academy provides free schooling for

about 1,200 children. It welcomes donations from well-

wishers to contribute towards the educational and

nutritional needs of the children who also receive free

breakfasts and lunches every day. A farm and greenhouse

built next to the centre provide fresh produce and some

of the products are also sold at markets to generate

additional income.

The team participated in a number of activities at the

centre, helping out with the tilling of the land, food

preparation and laundry. The initial interactions with the

children were challenging, but once the youngsters

opened up to all the new faces, playing and chatting

became the order of the day. Hearing the stories about

the children’s backgrounds touched the hearts of

everyone and filled them with a sense of commitment to

support the children who have been less fortunate than

themselves. 

There was great appreciation for the work done at the

Mogra Rescue Centre which has become a haven of

hope for many children in the region and provides them

with a caring environment, a good education and a place

to call home.

Extending a helping hand
TEAM FROM MABATI ROLLING MILLS VISITS MOGRA RESCUE CENTRE
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MABATI TECHNICAL TRAINING INSTITUTE

Mabati Rolling Mills’ support for the Mabati Technical

Training Institute was given a boost through a

generous donation from Becker Industrial Coatings

(Pty) Limited.

Mr. Daniel van Deventer of Beckers handed a donation of

1,000 US dollars to Mr. Andrew Heycott, Trustee of the

Safal MRM Foundation, for which they are now

recognised as a Bronze Sponsor of the Institute. Mabati

Rolling Mills currently supports two major social

investments in the Mariakani region, the Mabati Medical

Centre and the Mabati Technical Training Institute.

MRM STAFF DONATE BLOOD

Mabati Rolling Mills staff at Mariakani (Mombasa)

and Athi River (Nairobi) participated in a day-long

drive to voluntarily donate blood to be used during

emergencies. The Blood Donation Camp encouraged

employees to donate so that those in need would

benefit from this initiative.

The programme was a collaboration between Mabati

Rolling Mills’ management and the National Blood

Transfusion Service. The support from Mabati Rolling Mills

employees was positive and the two organisations

committed to make this an annual event.

DUMUZAS DONATED TO FIRE VICTIMS

The decision by Mabati Rolling Mills to donate 400

Dumuzas sheets to families affected by a fire disaster

in Kibera was welcomed by community leaders in the

region.

The Member of Parliament for the area, Mr. Kenneth

Okoth, was moved by the generous donation, “When 

we were children, we learnt this proverb: ‘A friend in 

need is a friend indeed’. You responded generously and

the donations we received from Mabati Rolling Mills have

helped to relieve the suffering and bring joy to over 100

families in Kibera.” He applauded the initiative shown to

help victims of fire incidences at Kisumu Dogo,

Gatwekera and Olympic, to rebuild their homes and

businesses. 

“The residents are very grateful. Truly, your support has

allowed us to turn sadness into smiles. On behalf of all

the people of Kibera, please accept my appreciation to

you and the team at Mabati Rolling Mills who made this

gift possible,” said Mr. Okoth.

Donations help many different causes

KENYA
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1 Mabati Technical Training Institute in Mariakani, Mombasa.



Mabati Rolling Mills had a strong presence among

the thousands of exhibitors at the three day expo at

the Oshwal Centre organised by the Hindu Council of

Kenya. 

The Hindu Council of Kenya has pledged that the

proceeds from the expo be used for worthy causes, such

as relief, welfare, environmental projects, health

awareness and education for the underprivileged. 

Mabati Rolling Mills is a member of this community, given

its history and the background of its founders and

directors. Through its participation in the council, Mabati

Rolling Mills fulfils one of its core values of giving back to

the community and environment.

The Hindu Council of Kenya is a non-commercial

organisation, serving the Hindu communities in the

country. 

As an umbrella body it is involved in various social,

economic, cultural and environmental activities that

concern their members. 

Activities ranged from free medical check-ups to fashion

shows, entertainment and cultural performances from

communities across Nairobi, Kisumu and Nakuru. The

grand finale on the 1 February included a concert

featuring Indian stars, Vishal Dadlani and Shekhar

Ravjiani. 

A strong sense of community
MABATI ROLLING MILLS SHOWCASES ITS PRODUCTS, CULTURE AND SERVICES
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2 Oshwal Centre, Nairobi, Kenya.



ALAF’s new company logo
sparks renewed interest in their products

The new logo signifies a vibrant corporate brand

TANZANIA

The new ALAF logo has created a positive impact on

business in Tanzania and is being recognised by

important stakeholders in government, business and

the construction industry. The logo signifies the

transformation of ALAF into a modern and vibrant

corporate brand, building on its original values and

commitment to quality products and service.

The new design and corporate identity are also intended

to create closer links between ALAF and the Safal Group

with its industry-leading presence in 12 African countries

and its reputation as the leading manufacturer of quality

steel roofing, related accessories and pipes in the region,

and Africa’s largest roofing conglomerate.

Speaking at the launch of the new corporate logo, the

Tanzanian Minister of Industry and Trade, Dr. Abdullah

Omary Kigoda, paid tribute to ALAF’s track record and

legacy of over 55 years in the country. 

“It is difficult to speak about the construction industry in

Tanzania without mentioning ALAF,” said Dr. Kigoda.

“Since its establishment in 1960 ALAF has been a reliable

and effective provider of roofing and allied building

material in the country.”

The logo launch event was also attended by the Indian

High Commissioner to Tanzania, Mr. Debnath Shaw and a

cross-section of leaders in business and industry in the

country. 

1

1 The ALAF team with Mr. P.G. Kishore (centre), Business Head of

ALAF Roofing.
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Sponsorship and communication support

provided by ALAF contributed to the

successful commemoration of

‘Industrialisation Day’ in Tanzania.

This event is held annually and organised by the

Ministry of Industry and Trade in collaboration

with the United Nations Industrial Development

Organisation (Unido), the Confederation of

Tanzanian Industries and ALAF Limited. 

The Minister of Industry and Trade, Dr. Abdallah

Kigoda, was the guest of honour at the event

which was hosted at the Dar es Salaam

International Trade Fair Grounds, also known as

the Saba Saba Grounds.

ALAF sponsored all the media advertisements

and decorations, including newspaper

coverage, digital displays and banners.

ALAF received significant publicity and media

coverage on its products and this strengthened

the company’s relationship with the Ministry of

Industry and Trade.

TANZANIA

ALAF helps to ‘Build Tanzania’
ACCLAIMED FOR ITS CONTRIBUTION TO ‘INDUSTRIALISATION DAY’
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ALAF’s 10-day roadshow in September was

held across various districts in Tanzania and

was instrumental in promoting the Simba

Dumu brand and demonstrating its key

advantages when compared to other

competitive products.

A total of 51 venues were visited, including 16 in

the Temeke and Ilala districts respectively and

19 in Kinondoni. Simba Dumu is ALAF’s leading

brand for unpainted corrugated roofing sheets

and is generally sold in bundles, which is a key

benefit for buyers. 

Audiences were educated on the advantages of

using Simba Dumu as opposed to conventional

galvanised iron sheets. 

They were also shown how to recognise the

authentic Simba Dumu product and to

distinguish it from its competitors. Giveaways

during the roadshow included brochures, caps,

pens, key holders and T-shirts.

Roadshow promotes a great product
ALAF DEMONSTRATES THE BENEFITS OF SIMBA DUMU
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1 One-on-one contact with customers on the roadshow.



ALAF Limited in Tanzania is adopting a unique and

creative campaign to promote its colour roofing

products amongst members of churches and

mosques, as well as visitors to shopping malls.

Major churches, mosques and shopping malls in a region

are shortlisted based on the number of members

attending the Sunday or Friday gatherings. 

Permission is sought from the relevant authorities to place

a branded ALAF kiosk in a designated area. At shopping

malls,  potential customers are encouraged to learn more

about ALAF’s colour roofing profiles and accessories after

they have completed their shopping. 

During these campaigns, specially-designed discount

coupons are given to customers who register themselves

at the stalls and show interest in buying the products in

the near future. The coupon is valid for three months and

is transferable. The customer can redeem the coupon at

the agreed discount when purchasing roofing sheets at

ALAF facilities.

This method of promotion has been a good platform for

educating potential new audiences, simultaneously giving

ALAF an opportunity to showcase the superiority of its

products in Tanzania. 

ALAF Limited is Tanzania’s leading manufacturer and

seller of world-class roofing sheets and accessories using

Colorplus coils from Safal Steel, South Africa.

Clever marketing creates demand
ALAF PROMOTES ITS COLOUR ROOFING PRODUCTS

TANZANIA
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ALAF Limited has launched a new initiative to

showcase its complete range of roofing and allied

building products amongst architects, consultants

and contractors in Tanzania.

Under the banner of ‘ALAF Business Partners Meet’ the

company organised events in regions where it has

branches such as Arusha, Mwanza and Mbeya. 

Leading building contractors, architects and consultants

of the region were invited to attend cocktail dinners.

During the events ALAF presented its range of product to

the invitees and used the opportunities to spread

awareness about its branches and services in each

region. 

Participants at the meetings were recognised by ALAF

and received Certificates of Appreciation from the CEO of

ALAF Limited, Mr. Pankaj Kumar.

Forging business partnerships
ALAF SPREADS AWARENESS OF ITS SERVICES AND BRANCHES
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ALAF was nominated as one of the top manufacturers

by the Confederation of Tanzania Industries. The

President’s Manufacturer of the Year Award (PMAYA)

is considered to be the most prestigious award for

recognition in the industry since its inception in 2005.

In 2015, ALAF was recognised as the ‘Overall Winner in

the Category of Metal & Metal Products’. 

The CEO of ALAF Limited, Mr. Pankaj Kumar, received

the trophy at the annual PMAYA Award Ceremony from

the Vice-President of the United Republic of Tanzania, 

Mr. Mohamed Gharib Bilal. 

The award aims to recognise the contribution that the

manufacturing sector is making towards Tanzania’s

exports, to acknowledge advancements in technology in

the industrial sector and to raise the bar of business

standards in the country. 

ALAF receives top industry award
THE AWARD ACKNOWLEDGES ADVANCEMENT IN TECHNOLOGY

TANZANIA
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1 Mr. Rob Haddock, guest speaker at the roadshow.

Safintra South Africa hosted a series of roadshows in

2015. The theme was ‘Sustain-Ability:  Be the

Change’ and focused on materials, roofing systems

and technologies that have dramatically improved the

performance of metal roofing and cladding.

Globally, metal roofing is leading the charge for

sustainable change, and of the individual change agents

and thought leaders, few are as prominent as Rob

Haddock. He was the guest speaker at the Safintra

‘Sustain-Ability 2015’ events. These events in

Johannesburg, Cape Town and Durban were accredited

for Continuing Professional Development (CPD) points.

Rob Haddock is Founder and Director of the Metal Roof

Advisory Group of USA. He is a well-recognised authority

on metal roofing, a technical writer for many trade

publications, a trade curriculum author, inventor and

educator. 

Be the change
Discover new sustain-ability in the built environment

1

Safintra hosted a series of roadshows in 2015

SOUTH AFRICA
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SOLAR PANELS AND METAL ROOFS – THE

PERFECT MARRIAGE

Concurrently, Safintra invited solar integrators and

photovoltaic (PV) panel installers to attend workshops

on solar panel installation using S-5 clamps and

components. 

The workshop explored installation detailing and

technical aspects of roof mounted solar installations

and the positive impact of fast installation on site.

This subject is highly topical in South Africa as Eskom

moves to increase off-grid capacity and to encourage

private participation in energy co-generation.

Rob Haddock is the inventor of the S-5 range of

patented clamps which the Safal Group distributes

throughout Africa on an exclusive basis. 

S-5 clamps offer significant cost and lead time

savings over most other mounting systems. They are

warranted for the full service life of the roof and the

panels, and offer structural performance that is well in

excess of engineering requirements for weather and

structural stresses.

41
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2 S-5 trap bracket for trapezoidal profiles.

3 S-5 K grip for Saflok concealed fix roofing.



The NewLok® machine can roll both a snap-lock

concealed fix profile, and a snap-and-seam option for

high wind load areas.

• Ideal for both residential and industrial applications.

• The neat roll former measures 5,3m long x 2,1m wide

and only weighs 2,2 tons, so can be hoisted to the roof

height, or fit into a tight building site.

Concealed fix roof systems are joined using a concealed

fixing device under the side lap, which obviates the need

for any piercing of the sheet to secure it. Typically, when

these joins over the clips are locked or snapped over

each other, it is a ‘snap-lock concealed fix’ system, but

when the joins are mechanically folded over each other

during installation the roof is ‘seamed’, hence the term

Standing Seam. 

In many parts of the world the term Standing Seam is

used to describe both clipped and seamed concealed fix

systems.

What are the benefits?

• Seamed profiles typically have higher wind-uplift

resistance than snap-locked profiles, because they are

mechanically seamed over each other, and won’t

disengage. In both cases however, the wind-uplift is

dependent on the strength of the clip attachment to the

roofing substructure. 

• Standing Seam roofs have no fasteners piercing the

sheet, as they are secured using an under-sheet device.

They are therefore completely water-tight at slopes as

low as two degrees. 

• Because the sheets are able to move over the

concealed clips, the roof can accommodate thermal

1

SOUTH AFRICA

Newlok standing seam
launched by Safintra South Africa

Newlok® will create a new market opportunity
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expansion of the sheet without shearing

fasteners or coming off the clip. They can

therefore be rolled in continuous lengths up to

120 meters, and no end laps are required. This

also ensures that the roof surface is completely

impervious to water ingress.

2 3

4 5
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2 Newlok profiles.

1 The Newlok roll former on its trailer.

3 The Newlok seamer.

4 S-5 clamp for Newlok.

5 5 PV panels attached to standing seam roofing (in USA).



Safintra, the leading metal roofing manufacturer in the

Southern African Development Community (SADC),

has launched two new sales offices to further expand

its footprint in the region. In line with its business

intention to provide localised support to its

customers wherever they might be, Safintra launched

new Bloemfontein and Windhoek sales offices to

great acclaim.  

The Bloemfontein office provides sales and technical

support to its customers in the Free State and Northern

Cape, and has a showroom area which is used by

architects, engineers and contractors as a reference

centre for specification information and specialist

installation advice. 

The contractor launch of the Bloemfontein office in mid-

July was well attended by over 40 guests, and a

subsequent event will be aimed specifically at architects,

engineers and quantity surveyors, as well as built

environment students and post-graduates.

The company has also launched a sales office in

Windhoek, Namibia. The opening has been well received

by professionals in this market. 

These two new sales outlets will complement the six

existing Safintra branches in Johannesburg, Durban,

Cape Town, Port Elizabeth, Polokwane and Nelspruit. 

The Safintra Group also has operations in 10 further

countries in SADC, Southern and Eastern Africa including

Mozambique, Zambia, Malawi, Angola, Tanzania, Kenya,

Uganda, Ethiopia, Rwanda and Burundi.

2

1

Safintra SA expands its horizons
TWO NEW OFFICES LAUNCHED IN BLOEMFONTEIN AND WINDHOEK

SOUTH AFRICA
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Roofs are more than a defence against the elements

– they are becoming the hardest working part of the

building envelope. A well designed and installed

roofing system is a critical component of building’s

sustainability, durability and serviceability. 

Metal roofing is becoming the material of choice for

owners, architects and investors, for a number of

economically sound and environmental reasons. Roofing

is, therefore, an investment, and should perform

accordingly. Here are some fundamentals to give building

owners meaningful returns on their spend.

Use components that are all of equal service life

A system will fail with the first failing component. And the

most important single component of any metal roof

system is the fastener. For this reason, all roofing

operations sell Fixtite® Fasteners – performance tested

for Class 3 and Class 4 corrosion environments, and fully

warranted by the manufacturers.

Metal roofing enables a thermally efficient system

Metal sheeting is one of the best foundations for a

thermally effective and durable roofing system. Because

metal sheeting is installed in continuous lengths (with

sealed end and side laps) it creates a roof cavity that

doesn’t leak air as other materials do. This makes an

insulated metal roof much more thermally effective than

an insulated tile roof of the same design.

Beneath the roof cladding, an air gap is created that

effectively retards heat intake in summer, and cold intake

in winter. The simple addition of insulation materials

further enhances the effectiveness of the roof cavity in

regulating temperature. This reduces energy costs for the

occupier.  

Safal Group recommends the use of the Ashgrid roof

spacer system to ensure best performance from the

insulation.

A vapour barrier and an insulation blanket of

approximately 100mm (at full loft) will provide 

an estimated 15% saving on heating and cooling 

bills in a year. 

Metal roofs work smarter and harder
METAL ROOFING IS BECOMING THE MATERIAL OF CHOICE FOR HOME OWNERS

SOUTH AFRICA
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1 A well designed and installed roof system offers substantial

investment value to the owners.



Supa-Roof, made by Safintra South Africa, is being

sold in a totally new way.

It is now available through dedicated Supa-Roof

outlets which also sell flashings, roof accessories and

fasteners offering the customer not only roof sheets,

but a complete roofing solution as and when it is

needed. 

This move is a complete departure from what was

done before, where Supa-Roof was sold through

builders’ merchants. 

“The new Supa-Roof shops are a one-stop shop for all

their roofing requirements. Shops are located in busy

taxi ranks, close to banks and busy weekend trade.

“The new business model will ensure that we are able

to get in direct contact with our end users, and can

develop loyal customers in the community immediately

around the shop,” says Ray Groenewald, Business

Unit Manager.

Supa-Roof relaunched in SA
SHOPS OFFER CUSTOMERS A ONE-STOP ROOFING SOLUTION
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Safal Steel promotes
innovative building methods

Zincal and Colorplus coated steel – the perfect solution

Go to most rapidly urbanising cities in the world and

you will be hard pressed to find the brick-and-mortar,

tile-roofed dwellings we are so used to in Africa.

Instead you will find a dominance of wood, steel and

Light Steel Frame (LSF) structures clad in fibre

cement or wooden panels.

There are many reasons for this, including the relatively

high material and labour costs of traditional masonry

compared with the cheaper and quicker-to-erect frame-

and-cladding option.

Safal Steel manufactures Zincal and Colorplus coated

steel, which are a perfect solution to the fabricator for LSF

structures. It is actively promoting the superior durability

and practicality of its coated steel, and sales have not

only greatly increased in line with the growth in this

building method, but look set to continue on an upward

trend.

Zincal is the brand name for Safal Steel’s aluminium-zinc

coated steel, using an alloy proven in many decades of

use worldwide as the most effective and durable steel

coating technology in mass production. Colorplus is the

brand name for factory pre-painted Zincal.

Safal Steel is one of only three manufacturers of this

patented aluminium-zinc coated steel in Africa. The other

two coating mills, Mabati Rolling Mills in Kenya and ALAF

Limited in Tanzania, are both part of the Safal Group, the

sole licensee of this technology in Africa.

Light Steel Frame building is the look of the future

Compare the labour cost on a ‘traditional’ four- to six-

month home build – using conventional masonry and

roofing materials – with the labour cost of an equivalent

project constructed in six to eight weeks using

lightweight, pre-fabricated materials, and you get the

idea. Associated costs are lower; lighter materials mean

SOUTH AFRICA
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less loads to site; and prefabrication of the basic structure

means quicker erection.

As its name suggests, a LSF building consists of a

framework of structural wall frames manufactured from

cold-formed, light-gauge, aluminium-zinc or galvanised

steel sections. The framework is then clad on the exterior

in single-skin brick or a layer of fibre cement board or

metal cladding, and on the interior using plasterboard or

fibre cement board. 

Electrical and plumbing services and insulation are

installed in the convenient wall cavity created by the LSFs.

The roof structure consists of a framework of lightweight,

aluminium-zinc or galvanised steel trusses, covered in

steel sheeting.

Because the basic structure of an LSF building is pre-

fabricated, you can expect a consistency of quality and

an assembly speed that far surpasses that of traditional

building techniques.  With the mass of an LSF wall

amounting to less than 10% of a double-skin plastered

brick wall, it follows that transport costs are also

substantially lower. 

There is also far less material wastage on site and the

associated costs of hauling them away at the end are

lowered. These factors translate into an average cost-

saving of around 20%, making LSF building an option that

is well worth considering for both new and retro-fit low-

rise builds – including the affordable housing market. 

Does a Light Steel Frame building work in the harsh 

African climate?

Consider that LSF building has been used for years in

extreme climates in Australia, the United Kingdom,

Canada, New Zealand and the United States of America.

Steel doesn’t warp, shrink, crack, burn or rot, and

aluminium-zinc (AZ) coated steel offers a lifespan of 40

years or more if installed correctly.
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Customer roadshows, marketing drives and internal

improvements in quality are helping to strengthen

Safal Steel’s brand leadership in South Africa. 

The sales and marketing team is leading from the front,

making personal visits to all the provinces in the country

and receiving feedback from existing and potential

customers. Customer roadshows were held in the

provinces of Gauteng, KwaZulu-Natal and the Western

Cape to market Safal Steel products to industry

representatives and to provide detailed information about

the attributes of the products.

Members of the industry were also invited to a tour of the

Safal Steel factory where they were given insights into the

design and production processes. The intention is to

build on this direct marketing activity in future. Strong

emphasis is placed on customer feedback regarding

product development and the timeous supply of material,

and Safal Steel ensures that such comments are included

in planning and R&D processes.

The need to upgrade the skills of people in the planning

and quality department was identified as a priority to

strengthen the delivery of prime quality products.

Modifications were also made to specific equipment such

as air wiping in the metal coating line, roll force control in

the cold rolling mill and a paint coating measurement

system in the colour coating line.

Other recent improvements include a better quality anti-

finger print coating for Zincal coil which resulted in better

roll-forming of the sheets through the prevention of

scratching and a decrease in handling marks. Improved

paint systems help to limit the colour variations. Safal

Steel also introduced new steps to tighten up claims

procedures resulting in a turnaround of seven days within

receipt of a claim.

Improved products and services
UNDERPIN SAFAL STEEL’S BRAND LEADERSHIP

50
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Representatives from the company attended the

Interzac conference in Kentucky, USA and presented 

a paper on “Uncoated Edges”. The international

conference is an opportunity for all mills associated

with aluminium-zinc coating technology to present

technical papers and exchange information about 

new developments in technology. At this event Safal

Steel received a bronze award from the industry for

reaching the production milestone of 250,000 metric

tons of Zincal.



The Safal Group philosophy of contributing to

communities in which we operate was vividly

demonstrated in the refurbishment of an Early

Childhood Development Centre in the heart of

Durban, South Africa.

Qalakahle – ‘The right start’ – is the name of the crèche

that has sprung up at the lively Mansell Road Traders

Market in the coastal city. It has become a symbol of

hope to the community, but there were concerns about

the physical structure which threatened its continued

existence.

Safal Steel and Safintra South Africa joined a number of

generous donors to support the refurbishment of the

school and prevent its closure. 

A modern, yet simple environmental design was

embraced using Colorplus coils profiled in Saflok 700 for

the roof and Classicorr Corrugated for wall cladding. 

The result was an aesthetically vibrant and stimulating

structure, optimising natural ventilation to negate the

need for HVAC systems, saving energy and costs.

The refurbished Qalakahle Crèche was opened in April

2015 by South Africa’s first lady, Ms. Tobeka Madiba-

Zuma. 

The project confirmed Safal Group’s commitment to the

community in line with the words of South Africa’s first

democratically elected President, Nelson Mandela: “The

true character of a society is revealed in how it treats its

children.”

Safintra SA and Safal Steel give back
HELPING TO GIVE DURBAN’S CHILDREN THE RIGHT START
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Quality wins at Uganda Baati

Company awarded ISO accreditation

Uganda Baati upgrades systems in line with global best practice

Uganda Baati has taken far-reaching steps to upgrade

its Quality Management Systems (QMS) and

Environmental Management Systems (EMS) and to

bring them in line with global best practice.

Teams from the company participated in a six month

training programme to ensure Uganda Baati complies with

the statutory and regulatory requirements determined by

the Ugandan authorities. Through this initiative the

company will now meet the ISO 9001 standards for the

Quality Management System and the ISO 14001 for

Environmental Management. These ISO standards will be

enforced in all departments of the company by a fully-

trained in-house team of QMS and EMS professionals as

well as the Internal Audit teams.

In Uganda, ISO is represented by the Uganda National

Bureau of Standards (UNBS) whose responsibility it is to

enforce protective regulations regarding public health and

safety, the environment, and counterfeit and substandard

products. It also offers the country’s industry reliable

measurement systems, which contribute towards fair

trade, promote quality and strengthen the competitiveness

of local industry.

Uganda Baati has taken the initiative to perform regular

internal audits and checks to ensure its Quality

Management System is on par with UNBS standards.

There are now representatives from each department on

the ISO teams and they will ensure that the standards are

reached and maintained on an ongoing basis.

Following the end of the six month programme, Uganda

Baati was awarded certification from the UNBS. This

certification will confirm its achievement in meeting high

standards and contribute towards enhanced customer

satisfaction, improved customer loyalty and increased

confidence in its products within a competitive market.
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The revamped retail showroom at Uganda Baati has

yielded major positive results with the improvement

of customer service, and the work environment for

staff members. Customers are now also able to see

and touch the products they intend to buy.

With its focus on coloured profiled roof sheets the

showroom displays a wide range of products sold by

Uganda Baati. 

The new facilities have also been visited by the then

Ugandan Minister of Finance, Ms. Maria Kiwanuka, when

she attended the company’s 50th anniversary earlier in

2015. 

Uganda Baati’s new showroom
IMPROVING THEIR CUSTOMERS’ SERVICE EXPERIENCE
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Uganda Baati has reintroduced railway

transport of raw materials to its factory in

Kampala, leading to improved efficiencies

and significant reductions in costs.

Rail for the transportation of raw material from

Mabati Rolling Mills in Mariakani, Kenya to

Uganda Baati in Kampala has not been used

since the 1990s. However, the decision to re-

introduce this form of transportation has had

immediate positive results.

The first cargo consisted of approximately

1,850 metric tons of coils in three lots from

Mabati Rolling Mills in Mariakani. 

The rapid arrival of the coils in Kampala,

Uganda, was very pleasing, and this logistics

practise will be continued with.

Railway transport saves costs
UGANDA BAATI REINTRODUCES RAILWAY TRANSPORT OF RAW MATERIALS
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The Fundi Programme is being expanded to more

markets and towns in Uganda, creating greater

awareness and loyalty for Uganda Baati’s products

among key players in the construction industry.

The New Business Development team at Uganda Baati

took the Fundi initiative to the major towns of Mbarara

and Masaka in early 2015 and it has quickly increased

the prospects for business. 

This programme continues to grow in other towns, and

contractors and architects are informed about the

qualities of Uganda Baati’s roofing products and about

the benefits of aluminium-zinc coated steel, sold under

the brand name Zincal.

In addition to creating increased awareness about

Uganda Baati’s brands, the Fundi Programme also

enables the company to increase personal interaction

with important influencers within the Ugandan

construction industry. 

The initiative has already delivered success in the market.

The Fundis showed great interest in the products and the

underlying technology, and were keen on promoting

Uganda Baati’s products among their colleagues and

their customers.

At the request of the Fundis the meetings will continue to

provide information and training to ensure that products

are well-understood and preferred by specifiers.

Creating awareness and loyalty
UGANDA BAATI EXPANDS THE FUNDI INITIATIVE

SA
FA

L N
EW

S 2
0
1
5

E
xp

a
n
d

in
g
 o

u
r 

h
o
riz

o
n
s

55

1

1 Fundi training sessions in Kampala.



A major contribution made by Uganda Baati is

helping to support the drive against cancer and to

raise awareness of the efforts made to treat patients

living with the disease.

The annual Cancer Run, organised by Rotary Club

International, has grown into an important fund-raising

and publicity event. 

Uganda Baati’s contribution of One Million Uganda

Shillings will go towards the completion of a cancer ward

at St. Raphael of St. Francis Hospital in Nsambya and

other charitable activities supported by Rotary. The ward

will address the current limited facilities within Uganda for

the prevention and treatment of cancer. 

Many Uganda Baati staff members also took part in the

annual run that attracted entrants from corporate

companies, individuals and well-wishers who participated

in events ranging from 10km, to 21km and 42km. 

Uganda Baati looks forward to continuing partnering with

organisations that support humanitarian causes and

community health. 

Next year, Uganda Baati will support and participate in

more charity runs and activities that will enable it to reach

more disadvantaged communities, hospitals and schools.

The race against cancer
UGANDA BAATI’S GENEROUS FUNDING HELPS TO RAISE AWARENESS

UGANDA
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SHELTERINGRING

OVER 50 YEARS.
UGANDANS FOR

MILLIONS OF
SHELTERING

Uganda Baati is part of Safal oofing company in Africa. gest steel roup, the lar      Gr  any in Africa. 
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Massive infrastructure developments are underway in

Angola opening up new opportunities for Safal Group

products in this strategic economy on the west coast

of Africa.

Angola has recently gone through a process of very 

strict exchange regulations, making it difficult for

many importers to survive the cycle. The country has 

two currencies, the Angolan Kwanza and the US Dollar

and with restrictions on moving Kwanzas out of the

country this has major impacts on cross border-

transactions.

Oil and gas companies operating in Angola have been

obliged to open local bank accounts and carry out capital

transactions in Kwanza which has seen more of the oil

money directed through the Central Bank of Angola,

benefitting the local economy.

Angolan leaders follow a focused approach to reduce

imports, create jobs, increase local industry and

concentrating on producing for the domestic economy. 

New opportunities
for Safal Group products in Angola

1

Infrastructure developments offer new opportunities

ANGOLA
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Many projects are underway in most parts of the

country such as: 

– Special Economic Zone in Viana: Many new companies

have opened in the zone in the production of plastic,

paint, piping, fencing, fibre optic, wiring, concrete,

wood processing, mattresses and electrical products.

– The Industrial Park in Menongue: Includes the rapid

development of 1,300 hectares of land.

– The town of Kuito Kuanavale: Is being extended in line

with its heritage as a strategic trading area.

– INEA, Institudo de Estradas de Angola (National Road

Institute): Is working on many road projects to join all

provinces in a more efficient way.

– Province of Bie: Phase two of a massive residential

park is underway.

– Province of Cunene: Focus is on a social housing

project.

– Province of Benguela: Is currently developing two

hundred plots for social housing.

– Belas Shopping Centre in Talatona (south of Luanda): 

Is being extended with a budget of around 34-million

US dollars.

– Province of Huambo: Is completing a project for 4,000

social houses.

– Province of Huila: 5,000 social houses are being built.

Safintra Angola offers a great range of products for these

projects and we have already seen some of our weld

mesh, Trimflute, Widedeck and panel sandwich being

used. 

The informal market remains important for Safintra Angola

as Romantile, Versatile, Widedeck and weld mesh are

being sold regularly. Despite heavy competition, Safintra

Angola has managed to show that its quality is superior to

most offered in the country.

1 Green power solutions are being used on many projects in Angola.
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INDIA

Safintra India
delivers quality roofing on time

Endress+Hauser choses Safintra India to meet its needs

Endress+Hauser – a leading supplier of industrial

measurement and automation equipment – chose

Safintra India to meet its requirements during the

roofing of its factory.

To complement the architectural aesthetics of the building

Safintra India used Safzip, a standing seam roofing

system, for the factory roof. The Safzip stucco embossed

aluminium sheets reduced the light-reflecting ability of the

metal and gave the factory a beautiful high-class

appearance.

For wall cladding, Trimflute, a square fluted roofing sheet

of Dove White and Blue Whale colour was used, and

crimped Trimflute sheets were used on the roof. The

sheets were straight as well as reverse-crimped to match

the aesthetic needs of the factory.

The unique, double-skin system was used to enhance the

thermal efficiency of the roof. An insulation layer was

installed between the Trimflute liner sheet and the outer

Safzip roofing sheet. For longer sheet lengths Safzip was

roll-formed on site allowing for minimal end laps and

reducing any risk of leakage. A total of 2,914 square

metres of Safzip sheets and 3,180 square metres of

Trimflute sheets were manufactured and used in this

project. 

Safintra India’s unique approach to this project not only

ensured it was completed on time, but also provided

Endress+Hauser with the roof it required in terms of

quality and aesthetics.

60
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1 The Endress+Hauser factory cladded in Trimflute.



Bolstered by its strong technical expertise Safintra

India has helped to deliver a ‘one-of-a-kind’ structure

at the Goa Engineering College. The company

announced the completion of the roofing project for

the College in March 2013 after one and a half

months of production of customised tapered Safzip®

roofing sheets. 

Founded in 1967, the Goa Engineering College (GEC) is 

a government-run college and the oldest engineering

institution of its kind in the city. GEC has a wide-spread

campus with multiple buildings for different departments

and streams. It planned to expand by incorporating a

new building on the campus for the sole use of the

Mining and Engineering streams. Safintra India

contributed strong technical expertise in the execution 

of this project, thus contributing to a unique structure

within India. 

For the roof, Safintra India used Safzip 65/400 Bare

Galvalume sheet of Firebrick colour in 0.5mm thickness.

In a first for India, the design required that tapered roof

sheets be manufactured to suit the architectural

complexity of the design. 

The Safzip machine is unique in being able to taper

sheets whilst it is roll-forming. Instead of transporting the

ready-made roofing sheets from the factory to the site,

the machine itself was taken to the site. 

The Safzip sheets were roll-formed on site according to

the project’s requirement, considerably increasing the

speed of the construction and allowing each sheet to be

customised to its position on the roof. On average, 700

metres of sheets per day were produced for this project,

in lengths up to 19.29 metres. 

A first in India achieved by Safintra
SAFINTRA INDIA DELIVERS THROUGH TECHNICAL EXPERTISE
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Linnhoff India, one of the world’s leading asphalt

manufacturers, turned to Safintra India for the

construction of its new plant in Khed, near Pune.

Established in 1919, Linnhoff India is one of the oldest

asphalt mixing plants and among the most respected

brands known for its quality and reliability. 

Based in Singapore the company decided to start a new

plant in Khed and selected Safintra India as its metal

roofing and cladding supplier. 

For this project Comax 1000 was used in bare

Galvalume, with detailing in pre-painted yellow. Comax

1000, which provides the most advantageous load/span

characteristics, also offers the end-user stiffening ribs with

a height of 35mm in the sheet. This helps to attain the

rigidity that is required for the construction of the roof. It

also offers superior drainage characteristics which is an

added advantage during the monsoon seasons. 

The roofing sheets were crimped in the corners to match

the plant’s design. Polycarbonate sheets were also used

for the skylight, enabling sunlight to seep in during the

day, as well as curbing the noise from within the plant.

A total quantity of 14,317 square metres of Comax 1000

sheets were produced and utilised in this project, with

maximum sheet lengths of 11.55 metres. 

Safintra India provides the solution
LINNHOFF INDIA TURNS TO SAFINTRA FOR CONSTRUCTION OF ITS NEW PLANT
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Safintra Malawi
gives back to communities

Safintra Malawi lives up to its core values

MALAWI

Living up to its core values, Safintra Malawi has

launched a number of initiatives to support

community development, contribute towards good

causes and actively promote relations with its

employees.

Safintra Malawi supports social responsibility initiatives in

Blantyre, Lilongwe and Mzuzu, where it’s three branches

are situated. 

The company has committed itself to a fair and caring

approach towards its employees, customers, the

community and the environment. In recent weeks it

embarked on a chain of pro-active initiatives to support

these values.

Education for the blind 

A partnership between Safintra Malawi and ‘Hope for the

Blind’ has contributed immensely to an improved quality

of life for visually-impaired young people. ‘Hope for the

Blind’ is a non-profit organisation, which aims to give

youngsters access to good education and nurturing them

to become responsible and productive citizens. Safintra

Malawi has been involved in this laudable cause since

2011 and some of the visually-impaired students it

supports have recently finished their secondary school

education. 

Mr. Paul Chimkonde, Safintra Malawi’s Human Resources

Officer, handed out accolades and support material to

some of the students, including Pemphero Banda from

the Stella Maris Secondary School, who recently

graduated.

Bicycles for employees 

Many Safintra employees in the city of Lilongwe

experience difficulties with transport to the company’s

facilities located in the industrial area. Management

acquired a number of bicycles and distributed them to

their employees at a special function, where thy were

joyfully received.

1
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Recognition for star performers 

Employees who make positive contributions to the

success of Safintra Malawi are regularly recognised for

the excellence of their performance. At a recent function

Mr. Bharat Savjani, Director and Shareholder of Safintra

Malawi, handed out Best Employee Awards to some of

the star performers. Also attending the awards function

were Mr. John D’Souza, the Administration Manager and

Mr. Sarat Mishra, the Finance Manager. The awards are

seen as a motivating factor for all employees and in turn

contribute to the success of the company.

Roofing for a deserving school 

Safintra Malawi lent a helping hand to an enterprising

community in Karonga, in the Northern Region. The

community built a new class-room block for the Hara

Primary School, but the building needed a roof. The local

Member of Parliament approached Safintra Malawi for

support, and the company gladly provided the school

with the much-needed metal roof sheets.

At the handover of the roof sheets to the community,

Safintra Malawi branch managers, Mr. Bavaraju

Chiatanya of Lilongwe and Mr. P.G. Prasanth Nair of

Mzuzu represented the company.

Help for flood victims 

Malawi was recently hit by devastating floods, claiming

the lives of hundreds of people and leaving thousands

homeless. Safintra Malawi responded to the plight of the

people who were living in adverse conditions with a lack

of food, clothing and shelter and in dire need of medical

attention. In line with its values, Safintra Malawi donated

maize flour to victims of the flood.

2

3

2 Donation to ‘Hope for the Blind’.

1 Handover of bicycles to Safintra Malawi employees.

3 Mr. Bharat Savjani, Director of Safintra Malawi, awards the company’s

Best Employees.
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Safintra Rwanda continues to pull in new business

and is spreading the message about its products and

services throughout this fast-growing and vibrant

country.

Since its inception in 2008, Safintra Rwanda has

established itself as a key player in the industry through

its unrelenting focus on quality products, efficient

customer service and technical know-how. 

Safintra Rwanda has had some considerable

highlights in the past year. 

For the third consecutive year, the Rwanda Revenue

Authority has recognised Safintra Rwanda as a ‘Large

and Exemplary Compliant Taxpayer’.

The Fundi Programme has seen more than 300 up-and-

coming contractors attend nine meetings organised

around the country in 2014. The meetings created a

platform on which to build relationships and provided

training on technical aspects of roofing and proper

installation of roof sheets. Those that attended the

programme expressed their appreciation in being given

this opportunity to learn and expand their business.

Safintra Rwanda launched a Loyalty Reward

Programme offering exclusive benefits to contractors.

These events were held in the capital city of Kigali. The

focus was on networking and building relationships with

more than 50 stockists and 100 contractors who also

received information on the technical aspects of roofing. 

After a competitive bidding process, Safintra Rwanda was

awarded the project of providing Ultraspan trusses for the

construction of the Rwandan National Police

Headquarters in Kigali. To win the bid Safintra Rwanda

highlighted the benefits of using the Ultraspan system,

which includes quick delivery, low maintenance and

advanced technology. Two phases of the project has

already been completed and a further two will be

implemented as the structure nears completion.

1 Mr. Sandeep Phadnis, Business Head of Safintra Rwanda, at a Fundi

awards event.

RWANDA

A series of great achievements

for Safintra Rwanda

Safintra Rwanda establishes itself as a key player in the industry

1
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Operations in Mozambique are moving forward in

leaps and bounds with new business opportunities

opening up and volumes increasing.

There is huge demand for construction materials from the

central and northern regions of the country and the new

Safintra branch in Beira has succeeded in booking its

capacity a month in advance. Initially, there were some

space constraints, but alternatives were found to store the

coils.

The next step was to commence operations at the Nacala

Service Centre and fast track required approvals from the

Government. This operation has now also opened and is

doing well.

The two new service centres will enable Safintra

Mozambique to improve its service offering to customers

in the central and northern regions and to deliver quality

products at competitive prices.

Business is on the rise
for Safintra Mozambique

Two new service centres for Safintra Mozambique

MOZAMBIQUE

1 Roofing from Beira Service Centre’s first coils.

1




