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Industry Partnerships
 Industry

insight

 Understanding
 Building

relationships

 Networking

with operators / suppliers

 Stakeholder
 Policy

challenges / opportunities

engagement

framework – amendments / IPTN’s

 Innovation

such as PBS – Bi-Articulation
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Industry Partnerships
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 SABOA:
 Working

through all legislation and regulations that affect the industry

 Responding
 Committed
 Supports

to opportunities / challenges

to road safety

transformation in the bus industry

 Advocates

co-operation & sharing of expertise

 Active

participant in the consultative structures of government through participation in committees, working
committees and task groups on issues that affect both Government and industry.

 Evaluation
 Dora

of the impact of the tender contract system on the industry

– escalation clauses, interim vs negotiated contracts - complexity

Industry Partnerships
 RTMS
 Key

/ PBS:

focus areas in the RTMS system are:

Vehicle maintenance
Driver wellness
Productivity
 Positive

outcomes:

Accident costs/km reduced by 31% over a 4 year period
Reduction in overloading – maintain at 1.2% over 3 years
Staff turnover among drivers reduced by 32%
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RTMS - Benefits
 Payload

optimisation

 Prevention
 Load

of overloading

safety

 Dimensional
 Vehicle
 Daily

maintenance

roadworthy verification

 Minimise
 Tyre

compliance

breakdowns

management

 Driver

medical fitness

 Fatigue
 Skills

management

development

 Corrective

actions
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RTMS - Benefits
 Monitoring /

Control of

Speeding
Accidents
Driving hours
Traffic infringements
Driver behaviour

80 Operators are accredited
5800 trucks / buses / tankers / trailers
PBS – Prescription vs Performance
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Industry Partnerships
 Fleetwatch –

‘Brake & Tyre watch’:

 The

FleetWatch Brake and Tyre Watch campaign trains traffic officials countrywide to better equip and
enable them to do their jobs more effectively - namely being able to identify and remove unroadworthy
heavy vehicles of our roads.



To date over 1 000 traffic officials have undergone training at various traffic centres around the country.
Of the 450 or so heavy vehicles checked by the team over a seven year period, nearly 70% (around 312)
were discontinued. Causes are commonly 'no' brakes, unroadworthy tyres, ABS brake system
disconnected and a host of other faults.
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Collaboration / Associations / Stakeholders / Partnerships
 Collaboration
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between corporations, non-profit organizations, suppliers and associations.

A

collaborative effort has two dedicated customer bases to market products to instead of just one. Both
companies can use the opportunity to reach target markets that may have previously been difficult to
reach.

 For

a collaborative effort between organizations to be successful, both parties need to have something to
offer to the relationship.

 One

of the advantages of a collaborative effort between companies is the complementary ways in which
personnel can enhance the relationship.

 Business

is driven by referrals and connections.

 In

short, by seeing fellow industry initiatives as partners and not competitors, corporates can harness the
power of the collective to influence industries.



Collaboration is the new competition, at least when it comes to building sustainable relationships.
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Thank You
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Disclaimer
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This presentation is provided for information purposes only on the express understanding that the information contained herein will
be regarded as strictly confidential. It is not to be delivered nor shall its contents be disclosed to anyone other than the entity to
which it is being provided and its employees and shall not be reproduced or used, in whole or in part, for any purpose other than for
the consideration of the financing or transaction described herein, without the prior written consent of a member of the Standard
Bank Group. The information contained in this presentation does not purport to be complete and is subject to change. This is a
commercial communication. This presentation may relate to derivative products and you should not deal in such products unless you
understand the nature and extent of your exposure to risk. The presentation does not include a personal recommendation and does
not constitute an offer, or the solicitation of an offer for the sale or purchase of any financial product, service, investment or security.
The investments and strategies discussed here may not be suitable for all investors; if you have any doubts you should consult your
investment advisor. The investments discussed may fluctuate in price or value Whilst every care has been taken in preparing this
presentation, no member of the Standard Bank Group gives any representation, warranty or undertaking and accepts no
responsibility or liability as to the accuracy, or completeness, of the information in this presentation Past performance is not indicative
of future results.
For the avoidance of doubt, our duties and responsibilities shall not include tax advisory, legal, regulatory
accounting or other specialist or technical advice or services. You are to rely on your own independent appraisal of and
investigations into all matters and things contemplated by this presentation. By accepting this presentation, you agree to be bound
by the foregoing limitations. Kindly note that this presentation does not represent an offer of funding since any facility to be granted in
terms of this presentation would be subject to the Standard Band Group obtaining the requisite internal and external approvals.
Copyright 2010 Standard Bank Group. All rights reserved.
The Standard Bank of South Africa Limited (Reg.No.1962/000738/06) is regulated by the South African Reserve Bank and is an
Authorised Financial Services Provider and Credit Provider.

