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Mark Corbett
Chairman
Dear Partners and Friends

I WOULD LIKE TO THANK
OUR CORPORATE PARTNERS,
MENTORS, DIRECTORS AND
THE HUB TEAM FOR YOUR
CONTINUED SUPPORT
OF THE RIVERSANDS
INCUBATION HUB’S VISION OF
GROWING PROMISING SMALL
BUSINESSES.

This year marks the fifth anniversary of
Riversands Incubation Hub. While the early
years of any new organisation are not
easy, 2020 was particularly onerous due
to the COVID-19 pandemic. The economic
destruction of the SME sector was devasting.
I am proud of the Hub team’s work in
supporting and encouraging entrepreneurs
during this period. Project Reignite was a
resounding success and the work undertaken
to pivot in-person training to online training
has been exceptional.
While the hard lockdown halted construction
activity, the hard hats are now back in
action with the construction of new sections
of Riversands Commercial Park and the
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completion of The Parks residential estate. In
fact, this area is the fastest growing mixed-use
development node in South Africa. The vision
for the Hub was a high-quality business park
for entrepreneurs integrated into a broader
commercial development. I look forward
to seeing new collaborations between the
Hub SMEs with other businesses within the
commercial precinct. Interestingly, we have
already welcomed several Hub graduates
into the now completed Riversands Outlet
Park.
In another piece of good news for the area,
we are pleased to note that there is progress
being made in the awarding of the contract
to upgrade the William Nicol Road. This will
see the enlargement and improvement of
the road from Steyn City to the N14. This will
improve road access and visibility for the
commercial development.
I would like to note the Hub’s contribution to
alleviating some of the hardship caused by
the COVID-19 pandemic. Century Property
Developments has been a long-time supporter
of the Diepsloot Youth Programme (DYP), an
initiative that facilitates youth development
in Diepsloot. During South Africa’s COVID-19
lockdown, the DYP delivered food parcels
to 30 000 families in Diepsloot. Each parcel
comprised of food for a month for four
people. Riversands Incubation Hub was the
co-ordination point for donations and the
venue where Century and Hub staff together
with volunteers packed these food parcels. It
was wonderful to see the Hub’s conferencing
facilities put to good use in this way. Many
sponsors rallied to this project including the
nearby Steyn City group of companies.
The year 2020 was one of transition as Jenny
Retief, the Hub’s founding CEO, stepped
down to make way for the incoming CEO
Tafadzwa Madavo. I would like to express
my heartfelt thanks to Jenny who made an
invaluable contribution to this organisation.
She has been involved in the Hub since the
days when the campus was just a dusty field.
Her dedication and vision from inception to
the present day have been remarkable.
Thankfully, the transition to the new leadership
in February this year was seamless. Tafadzwa
has years of experience with various
organisations working with entrepreneurs.
He joined our SME Development during the
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Hub’s first year of operation and has played an
important role in the organisation’s journey.
Despite this challenging year, Tafadzwa has
risen to the occasion and is bringing his
own stamp to this leadership role, while also
staying true to the Hub’s mandate.
This year we also welcomed Mzingaye Kahla as
our new Head of SME Development. Mzingaye
has a wealth of enterprise development
experience working with entrepreneurs.
This year he has played an important role
in leading our SME Development team and
shaping our programmes.
This Annual Stakeholder Report showcases
16 small businesses and the dynamic
entrepreneurs in the driving seats. With global
failure rates for new businesses so high, each
business’s success is one of overcoming the
odds. With this in mind, we celebrate these
entrepreneurial stories as well as the many
others in our ecosystem.
Finally, I would like to thank our corporate
partners, mentors, directors and the Hub team
for your continued support of the Riversands
Incubation Hub’s vision of growing promising
small businesses.

Regards

Mark Corbett
Chairman
Riversands Incubation Hub
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LETTER FROM OUR
CEO

IT GOES WITHOUT
SAYING THAT THE
SUSTAINABILITY OF
OUR INITIATIVE AND
OUR DEVELOPMENTAL
OBJECTIVES CONTINUE
TO BE A PRIORITY.
ALTHOUGH COVID-19
HAD AN IMPACT ON
SEVERAL FRONTS, WE
WORKED THROUGH
THE CHALLENGES
WITH OUR STATED
PURPOSE IN MIND.
For 2020 our average occupancy rate
was 85% for our business units and mini
factories.
Dear Partners and Friends
As we look forward to 2021, it is wonderful
to share some of the ‘behind the scenes’
progress made this year together with
entrepreneur stories from our fifth year of
operations. We are pleased to report the
following notable accomplishments:
The year 2020 has been an arduous one. There is
no doubt that the COVID-19 pandemic has forced
the South African SME sector to stumble along
under crippling pressure. We saw the effects of
COVID-19 in our ecosystem. Almost overnight,
businesses that were making great strides
were plunged into an intense business survival
masterclass.
As a result, this year we needed to step up as

From November 2019 to October 2020,
businesses recorded a turnover of over
R680-million.
From November 2019 to October 2020,
businesses recorded over R120-million
paid in salaries and wages.
The development of Riversands
Incubation Hub and the broader
commercial precinct has resulted in
2508 short term and 996 permanent
jobs since inception.
We welcomed over 28 new businesses
on to our campus in 2020.
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a small business supporter. A tough economic
outlook further exacerbated by COVID-19 required
that we promptly recalibrate and strategise to
improve our business incubation offering. We are
still driving towards an enabling ecosystem with
a growing cohort of extraordinary entrepreneurs
who are committed to self-empowerment and
building sustainable businesses. We still believe
that entrepreneurship is the key ingredient in
achieving ‘shared value’, where business growth
and scaled social change co-exist.
We see ourselves as a learning organisation
that is constantly evolving. The benefits of
this approach have begun to bear fruit this
year, with improvements in our entrepreneur
selection process and team structure allowing
for better alignment between our resources
and entrepreneurs. Our experience makes us
appreciate the universally accepted notion that
the dominant variable when improving business
incubation performance is not necessarily just
the quality or nature of the incubation offering,
but rather the quality of the businesses being
incubated.
With the onset of the COVID-19 pandemic we
could not ignore the immediate challenges facing
on campus businesses. Although these businesses
faced several unprecedented challenges, we felt it
was important to prioritise their cash flow. As a
result we designed a unique COVID-19 response
programme called Project Reignite.
This year has also seen continued investment in
Lynx. This online SME platform has dramatically
improved our interactions with entrepreneurs
on campus. Lynx has already shown its potential
in carrying out the administrative heavy lifting,
improving our responsiveness to entrepreneur
needs and enhancing our monitoring and
evaluation capabilities.
Moving into the online learning space was a huge
undertaking for the team, especially considering
the pace at which we had to transition. However,
it’s been extremely worthwhile with +900
modules completed by entrepreneurs and
their employees. We expect Lynx to evolve as
a value-adding platform for entrepreneurs. We
anticipate offering a range of business analytics
to each entrepreneur in 2021. Lynx is a key asset
in driving the self-empowerment element of
our philosophy and our ambition to expand our
impact throughout South Africa.
The support of the Diepsloot and the surrounding
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communities remains an important focus area.
This year we facilitated access to our resources
not only to entrepreneurs from Diepsloot but also
a range of local community and entrepreneur
development organisations. We were privileged
to participate in a local business collaboration that
undertook to distribute over 30 000 food parcels in
Diepsloot and surrounding areas - Riversands was
the central depot in this collaboration. Although
this was specifically in response to COVID-19, we
seek to further address the local socio-economic
challenges through similar collaborative projects.
We intend to support organisations already
working in the community, actively looking for
innovative ways to utilise Hub resources to build
a local, sustainable entrepreneurial culture.
Another significant achievement of the past year
is bringing on board new partnerships that will
now allow Riversands to offer Hub-Connect, a
near free internet offering in each of the +170 SME
premises across the campus. The introduction
of Hub-Connect is of significance considering
the scale of our physical infrastructure. Fast
and reliable internet access is a hallmark of any
progressive community and will complement
the continued development of our Lynx virtual
infrastructure.
This year we also began a journey towards aligning
all our activities towards local and international
best practice. The Hub is now an active member of
the International Business Innovation Association
(InBIA). This is the first step in our quest to
develop incubation programming benchmarked
to international standards. We have also started
the accreditation process with local SETAs for
particular elements of our knowledge sharing
programming. This progressive investment
towards local and international best practice
is of strategic importance considering there
is currently little to no industry regulation for
business incubation. We want to hold ourselves
accountable to high standards, whilst also
leveraging existing standards to develop an
innovative model that is relevant and effective in
our local context.
It goes without saying that the sustainability of
our initiative and our developmental objectives
continue to be a priority. Although COVID-19 had
an impact on several fronts, we worked through
the challenges with our stated purpose in mind.
Our conferencing and events activities have
always contributed towards market visibility for
our campus and the sustainability of the platform.
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The conferencing and events industry was one of the hardest hit and we had to completely shut down all
activities. I am happy to report that - true to our entrepreneurial spirit - we have resuscitated The Canvas
Riversands with a new model and a fresh perspective.
We also acknowledge all the Riversands entrepreneurs who make the ecosystem what it is today, an
amazing set of individuals who have kept their businesses going during this tumultuous year. They have
certainly demonstrated their commitment, flexibility and determination to ensure that they not only
survive, but also set themselves up for future growth.
I would want to take this opportunity to thank every single member of the Hub team. The team’s exceptional
commitment to our purpose has been my personal source of strength and the driving force behind our
audacious ambition to change the world, one business at a time. The successful implementation of all our
support initiatives would not have been possible without their tireless dedication.
Finally, I would like to extend a warm thank you to our founding partners Century Property Developments
and the Jobs Fund, our corporate partners including Nedbank and MetroFibre, our community partner
Diepsloot Youth Programme, ecosystem partners, mentors and the board. We are extremely grateful for
the support and guidance received.

Regards

Tafadzwa Madavo
CEO
Riversands Incubation Hub
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PARTNERSHIPS STRENGTHEN
THE WORK BEING DONE
Sincere thanks and acknowledgement go to the Riversands Incubation Hub corporate partners
whose contributions have enabled the team to deliver increasingly sophisticated and relevant
services to the over 160 businesses on the campus.

FOUNDING PARTNERS
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OUR BIG DREAM FOR RIVERSANDS

Be a leading entrepreneurial
ecosystem, the go-to platform
for small businesses to
accelerate their growth and
build strong, sustainable
businesses.

Mission – how?
Collaborate with international
and local business and academia,
using the best of our ongoing
learning to bring our entrepreneurs
a powerfully enabling platform
of services, linkages and learning
experiences they can use to build
strong, growing businesses faster.
Be seen by potential investors
and customers as the place to
find up-and-coming South African
businesses.

Why?
A transformed, growing SA
economy with space for all
South Africans to thrive is
the only worthwhile future.

Riversands Incubation Hub
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LETTER FROM OUR HEAD OF
SME DEVELOPMENT
It is within this context that the Hub also
found itself in a precarious position, balancing
our role as a landlord providing subsidised
infrastructure and our SME developmental
mandate. Ultimately the changes brought
about by COVID-19 would accelerate our
efforts to become a truly digital organisation
able to provide support to SMEs through our
virtual platform Lynx.
The negative impact of the lockdown
restrictions meant that the public and
private sectors stepped up to provide relief
to small businesses. The provision of relief
also highlighted some critical challenges
inhibiting the sustainable growth of our SME
sector. A lack of compliance disqualified
many businesses from various relief products
available. Many small business owners had
limited access to information and did not
know which relief packages were available
and how to access them. Even though small
businesses are recognised for agility in
uncertain times, many were caught off-guard
and could not navigate a predominately
digital marketplace.

Dear Partners and Friends
As we entered 2020, we awoke to fears of World
War III in the aftermath of the US-led drone
attack on an Iranian military commander. While
inevitably this crisis was averted, little did we
know what was ahead for us. The year 2020
has been defined by fear, hope, opportunity,
heartbreak and compassion.
This year will be remembered for the dreaded
COVID-19 pandemic and how we were simply
not prepared for the scale of global destruction
brought about by this virus.
As governments scrambled to fight COVID-19,
lockdowns were imposed across the world.
South Africa was no exception. In late March we
went into a hard lockdown, a decision to save
lives, but also one that would create havoc for
the small business environment. Businesses
outside of the essential services framework were
not allowed to trade.

During any crisis, there is also an opportunity.
We as the Hub sought to alleviate the effects
of the crisis for the benefit of our organisations
and our entrepreneurs. Our quick response
resulted in onboarding external stakeholders
to assist in providing relief and support
during this period.
Ultimately, it also led us to revising our
operating model to speak to a future defined
by the fourth industrial revolution. We
sought to provide relief to unlock cashflow
and upskill entrepreneurs to re-engineer
their business models and navigate within
new market structures, which were unique
for each industry. The flagship relief project
was called Project Reignite with the idea that
participating in this programme would unlock
a new vision for the businesses and provide
the hope required to weather the storm.
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The programme
support:

provided

the

following

as the Hub. The team has reviewed its strategy
and operating model for the New Year.

Rental subsidies and support including up
to 45% discounts provided over a six-month
period. SMEs were also able to apply for
payment arrangements with the Hub without
it having a negative impact on their profile.

Historically we offered business support services
based on an entrepreneur-driven model. The
focus was on the subsidised infrastructure with
business support being provided on a needs
basis. Through entrepreneur engagements
and learnings from past projects we added an
additional stream to our model. We refer to this
as a structured model. With this new model we
strive to provide structured support including
a gap analysis to identify areas of focus and a
developmental plan to be utilised and reviewed
over the three-year incubation period.

With unemployment being one of South
Africa’s biggest challenges, we also focused on
providing an employee subsidy which would
aid in the retention of current employees and
provide an incentive for those well-performing
businesses to create new job opportunities.
We were also cognisant of the fact that to
provide sustainable change we needed online
learning via Lynx to assist in the adoption
of new business strategies. We achieved
this by developing content to firstly assist
business owners understand all the COVID-19
health and safety requirements. Secondly,
we provided content around navigating in a
digital world from an operations and business
model perspective. The platform was open
to employees to further ensure that the
foundation of the business is solid.
The project achieved several impressive
milestones including over 80 businesses
supported, +900 online modules completed
and +150 jobs retained to name but a few.
The SME development team comprising
Growth & Learning representatives, service
co-ordinators, developers and analysts spent
a major portion of 2020 implementing our
online learning programmes. This was while
also coping with a new remote working
model which the Hub had adopted for health
and safety reasons. I commend the team
for assisting our entrepreneurs during this
strenuous period, as we all experienced the
negative impacts of COVID-19, be it in our
employ or through family and friends.
We also welcomed several new entrepreneurs
onto campus. Many of these are productbased, light manufacturing businesses. With
our industrial units, we are perfectly placed to
serve manufacturing businesses.
In his last speech, President Cyril Ramaphosa
highlighted the fact that the steady decline in
new cases of COVID-19 means that we need
to move from a relief mindset to a growth and
recovery mindset. We have taken this to heart

Each SME is assigned a service co-ordinator
and a dedicated business coach, while online
tailormade training is also provided. This allows
us to have insight into business operations,
which in turn facilitates the ease of providing
market access and funding.
The structured model can be further broken
down into industry-specific programmes with
set desired outcomes. This could include a
TechHub, FMCG project or a construction subcontractor programme. This structured model
will be available to business owners who feel
they require more hands-on support to ensure
business sustainability.
We will be embarking on a drive to onboard more
partners within our ecosystem; these partners
will complement our existing partners and
mentors who help us execute our programmes.
We will be looking at public and private sector
players and civil society organisations.
With the current team and our new operating
structure, we are well positioned to facilitate
more enterprise and supplier development
projects together with our partners. We are
optimistic about the future and will assimilate
our learnings from 2020 to help us chart a
brighter path in 2021.

Regards

Mzingaye Kahla
Head: SME Development
Riversands Incubation Hub
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SME DEVELOPMENT IN NUMBERS

+R680m
SME TURNOVER
FROM NOV 2019 OCT 2020

+160
BUSINESSES
ON-CAMPUS

+R120m
PAID BY SMES IN
REMUNERATION TO
STAFF FROM
NOV 2019 - OCT 2020

SQUARE METRE
CAMPUS

ALMOST

3185

PEOPLE TRAINED
SINCE INCEPTION

LYNX ONLINE
MODULES
COMPLETED SINCE
JULY 2020

24

342

BUSINESSES
INCUBATED SINCE
INCEPTION

40 000

912

INDUSTRY
SECTORS

996
PERMANENT
JOBS CREATED
SINCE INCEPTION

172

OFFICES AND
MINI-FACTORIES

60

MONTHS IN
OPERATION

+1966

HOURS REQUESTED
BUSINESS COACHING
DELIVERED SINCE
INCEPTION

2508
FIXED-TERM
JOBS CREATED
SINCE INCEPTION
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THE RIVERSANDS INCUBATION
HUB STORY
Situated in Johannesburg, adjacent to luxury
residential estate Steyn City with four-car
garage homes and a stone’s throw from
the low-income township of Diepsloot, lies
Riversands Incubation Hub. The comparison
is stark. Inequality is one of the most pressing
global issues and South Africa is the poster
child for this crisis. With a Gini coefficient of
0.63, despite 26 years of freedom, we are the
world’s most unequal society.
Apartheid spatial planning created deep
structural infrastructure disadvantages for
townships. In Diepsloot, the road widths,
power availability and size of stands makes
manufacturing at any scale near impossible.
With no nearby industrial developments,
residents can spend up to 40 percent of their
salaries commuting to work.
Quality infrastructure is important for economic
growth and to ensure inclusive growth. This
is the central idea behind the creation of the

Hub. Catalysed by a partnership between
Century Property Developments and National
Treasury’s The Jobs Fund, we opened in 2015.
We stimulate the local economy and unlock
jobs by giving entrepreneurs access to worldclass physical infrastructure and support at a
fraction of the commercial cost. There is no
shortage of talented black entrepreneurs. At
the same time, talent is not enough. With any
small business it is a race to gain traction –
before the money runs out. You need to survive,
before you can thrive. Black entrepreneurs in
South Africa are especially vulnerable. They
often start from a lower base in terms of startup capital and possess little or no collateral
security. This makes accessing formal premises
difficult.
Our manufacturing and office spaces, from 50
to 200 square metres, are priced significantly
lower than commercial letting. Leases are
flexible: entrepreneurs can scale up or move out

Riversands Incubation Hub
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with one month’s notice. These entrepreneurfriendly terms de-risk the inherently risky
venture of entrepreneurship.
When entrepreneurs succeed, it is due to an
ability to create a network. Our campus offers
a mini ecosystem where opportunities circulate
amongst the entrepreneurs. They do business
together and make referrals to customers.
Our success as an organisation also rests on
this principle. The Hub is a platform. We seek
to collaborate rather than attempt to provide
the full solution to entrepreneur support. Other
partners - government agencies, corporates,
academics and individuals - can leverage our
platform to support small businesses.
Often the funding already exists to deliver
solutions. There are creative win-wins to be
found from existing resources. Collaborations
always introduce something new into the mix.
We aren’t specific on the types of partners
we seek. Partners include individuals inspired
to make difference or a bank looking for ‘an
incubator within an incubator model’.
For example, we are home to The Coding
Ground. Serving Diepsloot and run by three
software developers, much of the work is selffunded. Besides their own successful careers,
they are training young people in coding and
software skills. Through our partner Amazon
Web Services, we provide software services for
this organisation and other tech companies in
our sphere.
We manage many moving parts through our
online portal Lynx. This custom-designed
system allows for high-touch interactions with
entrepreneurs, support team and partners.
We actively canvas for feedback on the
entrepreneur’s experience and track heat maps
of the services most in demand. It enables our
tailored, entrepreneur-centric support model
whilst allowing us to gather data to manage
impact. It also equips us to give sponsors a
real-time view into the support we deliver on
their behalf and the results achieved by their
beneficiaries.
The 40 000m2 facility has 172 units offered
for rental to SMEs at highly subsidised rates.
These premises form one of the support
services for the business owners and have
proved a game-changer for many businesses.
In the admin block, The Canvas Riversands
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has extensive event and training facilities for
conferences, markets, team-building events
and product launches. The hire of these spaces
contributes to the Hub’s sustainability. Events
bring decision-makers to the Hub and improve
SME visibility to the market; SME suppliers are
integrated into event supply chains wherever
practical.
Services offered
• Leadership & Strategy: to clarify the vision
and direction;
• Marketing & Sales: including increased
market visibility, public relations, professional
corporate identity, positioning, branding and
other marketing principles. A strong graphic
design team designs logos and promotional
material;
• Systems & Operations: covering financial,
training, HR and legal services;
• Premises: which provide a formal address
in a secure upmarket office park at highly
subisidised rates with extremely flexible,
entrepreneur-friendly terms.
Our SME Support Model
The Riversands investment committee meets
regularly to assess businesses and determine
whether they align with continuing investmentworthiness criteria. We don’t allocate resources
where there won’t be a return.
Service
Co-ordinators
ensure
that
entrepreneurs are aware of support available
and are the ‘communications glue’ between
business support specialists and and service
providers.
Business support specialists and service
providers are selected for their depth of
knowledge, business experience and network
of connections, and are sourced both internally
and externally.
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UPDATE FROM GROWTH &
LEARNING
Growth & Learning offers in-person and online training, multimedia content, workshops,
coaching and mentorship.
The year 2020 has been a busy one for Growth
& Learning as we extended the scope and
breadth of what was offered. It was also a year
of massive investment in Lynx as the delivery
platform for online learning since in-person
learning was simply not possible.
As an organisation we are driven to find
innovative ways of integrating online digital
platforms into our support activities. In a time
when knowledge is power, we also want to
build a culture of self-directed online learning
within our ecosystem. We believe Lynx to
be the perfect vehicle to deliver this online
learning.
Online learning boosted
Entrepreneurs participating in Project Reignite,
the Hub’s COVID-19 support programme, had to
complete at least two online learning modules
per month. The modules were designed to
support entrepreneurs in a time of crisis with
useful advice on rethinking business models,
coping with remote learning and selling online.
The modules were made to be relevant and
some were short enough to tackle during a
lunch break.
The most popular modules were related to
building an online and social media presence
for a small business. Between 160 and
200 modules were completed per month
since Project Reignite launched in June.
Entrepreneurs were incentivised with rewards
for participation. While these prizes initially
drove participation, entrepreneurs soon found
the modules to be valuable and interesting
to complete and apply learnings to their
businesses.
New coaches and mentors
This year we have increased the number and
diversity of mentors and coaches working with
entrepreneurs though a collaboration with
COMETSA. Increased diversity means offering
experts with
different ages, backgrounds,
experiences and specialities. Entrepreneurs
can view biographies and set up a 30-minute

‘chemistry’ session with a coach or mentor. So
far, this new panel of support personnel are
enjoying the calibre of businesses at the Hub
and types of business problems experienced.
Coaching and mentorship sessions are
subsidised by the Hub up to 100%. Continued
subsidies depend on how well an entrepreneur
applies the learnings to their business.
Accreditation ahead
We have started the accreditation application
process to accredit our training courses
through the Services SETA for New Venture
Creation and several other courses aligned
with business development. We hope to be
formally accredited in the first quarter of 2021
to be able to offer both accredited and nonaccredited courses to business owners and
their staff members.
International credentials
In 2020, Riversands Incubation Hub became
a member of the International Business
Innovation Association (InBIA). This is the
go-to organisation providing industry best
practices for business incubators, accelerators,
co-working spaces and other entrepreneurship
support initiatives dedicated to nurturing
young businesses. In early 2021, we are
looking at getting four members of the Hub
management team certified through InBIA
training on incubation management.

Riversands Incubation Hub
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ENTREPRENEUR TESTIMONIALS
Sincere thanks and acknowledgement go to the Riversands Incubation Hub corporate partners
whose contributions have enabled the team to deliver increasingly sophisticated and relevant
services to the over 160 businesses on the campus.

Matshidiso Morabi, Ginini Consulting

THE MODULES PACKAGED
FOR US WILL DEFINITELY
EQUIP US WITH THE
BUSINESS KNOWLEDGE WE
NEED TO SURVIVE GOING
FORWARD. THANK YOU.

Trudy Mkansi, Ambesha Africa

THE MODULES ARE USEFUL
FOR BOTH BUSINESS AND
PERSONAL GOALS AND I WILL
IMPLEMENT EVERYTHING
I FOUND VALUABLE
IMMEDIATELY. THESE ARE
A GAME-CHANGER FOR MY
BUSINESS!

Anna Madia, Bahokeng Holdings

I WOULD LIKE TO THANK
YOU FOR THIS GREAT
OPPORTUNITY YOU ARE
GIVING TO US ON THESE
ONLINE MODULES. I’M
LEARNING A LOT AND REALLY
APPRECIATE THAT.

N.G Themba, Black Body Force

THE MODULES ARE
EFFECTIVE & INFORMATIVE
AND THE WAY THEY ARE
DESIGNED IS USER FRIENDLY.
YOU CAN START AND
COMPLETE THEM IN BETWEEN
OTHER ENTREPRENEURIAL
COMMITMENTS DURING
BUSINESS HOURS OR WHEN
YOU ARE IN THE COMFORT OF
YOUR HOME.

Belinda Khumalo, Dotty Moments

I THOUGHT THEY WERE
HIGHLY INFORMATIVE AND I
AM LOOKING FORWARD TO
THE REST OF THE MODULES.
THEY GET YOU BACK ON
TRACK AND THINKING
MORE POSITIVELY ABOUT
YOUR BUSINESS. I FELT LIKE
I COULD DO THIS. VERY
HELPFUL.

Botlhale Tshetlo, Klahn

I AM THOROUGHLY ENJOYING
THESE MODULES. I THINK THEY
NEED TO BE COMPULSORY
FOR EVERYONE – INFO EVERY
BUSINESS OWNER MUST READ
AND THINK ABOUT.

18

THE EVOLUTION OF LYNX
CONTINUES
Lynx is now our primary point of reference for impact measurement and the facilitation of
business incubation services, content and tools.
Lynx is the online SME support platform that
connects our SME Development team to the
entrepreneurs based on campus and Hub
alumni still receiving services.
We have three key metrics we track every
month to see how we are doing against that
purpose: monthly SME turnover; how much
SMEs are spending on salaries and wages; and
job numbers. Lynx has given us a seamless

way to collect this data and to reflect trends
and changes.
The system also enables us to store and analyse
the types of support provided, to whom and
how the business is doing in terms of growth
and Rand value of jobs created as well as
numbers of jobs at an individual business level
and across the collective.

31 543 logins since
inception
497 users since
inception
22k support tool
completions
+500 support
requests

WE ARE LOOKING TO EXPAND
OUR DATA ANALYTICS
CAPABILITIES TO PRODUCE
RICHER INSIGHTS FROM OUR
ECOSYSTEM

Riversands Incubation Hub
ANNUAL STAKEHOLDER REPORT 2020

Responsive and not
prescriptive
Entrepreneurs can quickly
and easily make requests
for support together with
contextual information for
evaluation by our investment
committee. We place no
restrictions on the type of
support requests filed –
we do not want to impose
our
framework
on
what
the business needs. With
structured analysis of the
stated need we can ensure
we apply support resources
to the right problem. The
symptom might be a cash flow
crunch, but has all completed
work been invoiced? What
do collections look like? Is
the delivery contract wellconstructed – perhaps it
should
require
work-inprogress payments on long
running projects? In other
words, the cash flow problem
might be simply increased
working capital needed for a
growing business, but often
it is not. We need to help the
business owner solve the right
problem.

The human connection
Having a strong, committed
SME
Development
team
means that we get to know
the entrepreneurs and their
businesses on a very deep
level. In 2019, we appointed a
team of Service Co-ordinators
to manage small portfolios
of SMEs. The concept is like
that of a relationship manager
in a private bank and each
co-ordinator is expected to
have a deep understanding
of the businesses in their
portfolio and their challenges.
These Service Co-ordinators
champion
the
needs
of
their SMEs and motivate for
investment of resources at
our investment committee
meetings. This human touch
is balanced and supported
by Lynx, ensuring that strong
relationships are married with
technology. It’s proving to be
a powerful combination.
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A tech solution for
scale
Our organisation’s goal is to
help as many entrepreneurs
as possible to survive and
then thrive. Some of these
entrepreneurs will grow to
support a handful of employees.
Others will go on to build large
businesses and unlock many
jobs and real generational
wealth. Our ambition is to offer
a high-quality, personalised
level of support – at scale. Lynx
is that solution. It amplifies
our impact through improved
measuring, monitoring and
management.

Plans ahead
In a time when knowledge is power, we want to
build a culture of self-directed online learning
within our ecosystem. We believe that Lynx will
be the vehicle to deliver this online learning.
We are always looking at evolving the platform,
developing and testing new functionality.
We plan to offer some of Lynx’s functionality
through a mobile app – for example helping
entrepreneurs submit monthly stats on
employment and turnover.
As some say, data is the new oil. As the quality
of data grows, we will use machine learning

to identify patterns and SME development
interventions that have had the most impact.
We hope to add more value to sponsors
through Lynx. This includes offering them a
real-time view into the impact of their funds
and how we are applying them. At their
discretion, sponsors can become more deeply
involved with the entrepreneurs they are
supporting. There are also opportunities to
use the sponsors’ branding for the SME cohort
they are supporting.
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FOR THE SPONSOR
REALTIME
VIEW

GET MORE
INVOLVED

TRACK
INVESTMENT

MARKET
INTELLIGENCE

Realtime view
into the portfolio
of businesses
receiving services
sponsored by our
donation

Get more deeply
involved at your
own discretion or
propose targeted
offers

See what
services are
being delivered
on your behalf

Market research
and survey
opportunities if
sponsor is in the
small business
sector

FOR THE ENTREPRENEUR
SELF-SERVICE
CONTENT

MAKE BUSINESS
GOALS VISIBLE

REQUEST
SUPPORT

VIEW
OPPORTUNITIES

Access useful
content and
interactive
coaching and
guidance

See own objectives
and business
numbers on
dashboard

Request other
services for
consideration
by Investment
Commitee

Be notified of
campus and
ecosystem news,
events or business
opportunities

FOR THE MANAGEMENT TEAM
IMPACT
PICTURE

INSTANT
RECORD

IDENTIFY
GAPS & WINS

EXPAND
REACH

Overall picture
of small
businesses, plus
segment details,
demographics
and investment
spent

Detailed record of
engagement with
any entrepreneur

Shape support
activities by
responding to
demand and
results

Scale our support
of reach to more
entrepreneurs
beyond our
campus
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PROJECT REIGNITE
Supporting entrepreneurship through COVID-19.

Millions of words have been written about
the impact of the current pandemic on small
businesses. For the management team at
Riversands Incubation Hub, the economic
devastation of the hard lockdown presented an
opportunity to reflect more and do better.
The year 2020 demanded that we think
about how to respond as a small business
incubator. In April, we offered a month-long
standard discount on the subsidised rental for
entrepreneurs in good standing. However, we
were aware that this goodwill gesture would
not be enough and that we needed a holistic
approach over a longer period.
Context around Project Reignite
We approached our sponsors to gauge their
appetite for supporting SMEs through the
unprecedented crisis. Project Reignite, our
holistic COVID-19 response platform, provides
longer-term assistance to cushion SMEs until
the economy shifts up once again.
Funding of small businesses has always been a
point of extensive debate. Although it is not the
all-encompassing solution, funding does play a
significant role in growing small businesses. It
needs to go hand-in-hand with financial literacy
to ensure financial resources are optimised. The
onset of the COVID-19 pandemic exacerbated
the need for efficient, uncomplicated funding
for small businesses.
As a result, in June we launched ‘Project Reignite’
for our on-campus businesses consisting of a
six-month offering that includes a significant
additional subsidy on the already subsidised
rental, an employee-based subsidy and
additional online modules to assist businesses
navigate this unprecedented period.
To be eligible for Project Reignite, businesses
had to be operating with strong prospects
for the next 12 months. They needed to be
in good standing with a valid lease. They
needed to commit to certain criteria including
sharing business performance information
and completing two Project Reignite online
modules per month.

We were conscious of the importance of
allocating resources to businesses where
there would be a strong likelihood of a good
return on investment. The businesses selected
had strong long-term viability prospects and
were likely to retain the jobs created prior to
COVID-19.
A total of 80 SMEs took advantage of the
additional rental subsidy while 94 SMEs
qualified for the employee subsidy.
Online platform
For the first years of our operation, we relied
on in-person training and mentorship for our
Growth & Learning support offering. This was
not possible during COVID-19 and meant that
we had to invest heavily in creating online
learning modules to be facilitated through Lynx,
our SME online support portal. We developed
online content to support Project Reignite. The
course material included content on how to reengineer your business model and developing
crisis management skills.
The hard yards matter
While no one can predict the shape of a postpandemic economy, we are confident about
the future of entrepreneurship. We had the
privilege of working with some of entrepreneurs
on campus during this COVID-19 period and it
is through their courage and resilience that we
are confident the future is bright. As we evolve
as an organisation, we’ve also realised there is
no silver bullet to ensure business growth. It
is all about doing the hard yards and having a
strong culture towards learning and executing
something new every day.

80 SMEs took advantage of
the additional rental subsidy
while 94 SMEs qualified for the
employee subsidy.
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WHAT ENTREPRENEURS HAD TO
SAY ABOUT PROJECT REIGNITE

PROJECT REIGNITE IS
A STRAIGHTFORWARD
SUBSIDY AND AN EXCELLENT
USE OF RELIEF FUNDS. SINCE
BANKS ARE TIGHTENING UP
ON LENDING, THIS RENTAL
SUBSIDY WAS A GODSEND
DURING THE PANDEMIC.

THE SUBSIDY ON MY RENT
HAS ALSO ALLOWED ME TO
KEEP MY BUSINESS DOORS
OPEN. WHILE I WAS TRADING
SUCCESSFULLY, MY VOLUMES
WERE DOWN.
Clive Ndlovu, Gatsheni Sizwe

Pascal Hlongwane, Pascal
Investment Holdings

THE INTERVENTIONS WERE PERFECTLY TIMED AND EXTREMELY
PRACTICAL. WE GAVE RIVERSANDS CEO TAFADZWA MADAVO
AND HIS TEAM A SHOUT-OUT ON LINKEDIN AS AN ACT OF
GRATITUDE FOR THE GREAT WORK THEY ARE DOING WITH
ENTREPRENEURS AT THE HUB. IN MY PERSONAL CAPACITY, I
ALSO TOOK ADVANTAGE OF THE LULL IN BUSINESS ACTIVITY TO
ENGAGE WITH THE BUSINESS MODELLING TRAINING CONTENT
ON THE RIVERSANDS INCUBATION HUB SYSTEM, WHICH WAS A
WELCOME REFRESHER FOR ME.
Andile Fulane, Finlite Financial Education

Riversands Incubation Hub
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RIVERSANDS INCUBATION HUB
FINANCIALS 2020

Riversands SMME Incubation Hub NPC
is a registered non-profit entity with the
registration number 2011/007579/08. These
financial statements have been audited in
compliance with the applicable requirements
of the Companies Act of South Africa, issued
30 September 2020.
The Hub’s range of revenue streams continues
to be a core strength. These revenue streams
fall under three broad categories namely
sponsorships, operating cost recoveries (rentals
of our factory spaces) and conferencing. We
have cultivated an entrepreneurial approach
and we
actively seek to build the Hub’s
sustainability. Although we are non-profit
company, we have the ambition to continuously
work towards a sustainable business model
that is also inclusive of social and economic
development.
Income Summary
In the 2019/20 FYE there was a 56% increase
in revenue. This was attributed to financial
contributions from our core partners Century
Property Development and The Jobs Fund
and our corporate sponsors Nedbank and
Vibramech.
There is a perception that working with SMEs
is risky, especially with a fee-paying incubation
model such as ours, however, 85% of on campus
SMEs met their rental obligations throughout
the year. This is a testament to the SMEs
commitment to business growth and readiness
for operating in a normal market environment.
There was a 32.5% increase in conferencing
revenue, which made a contribution to covering
our operating costs. Besides financial rewards,
conferencing benefits the Hub ecosystem by
raising market visibility and increasing market
access opportunities for the SMEs. Although
COVID-19 will undoubtedly have an impact
moving forward, we continue to see a future
for conferencing at the Hub.

Expenses Summary
We continue to manage our operating costs
strictly to ensure the desired socio-economic
impact and the continued sustainability of
our platform.
A strategic decision was made to further invest
in our virtual infrastructure. This strategy is
beginning to bear fruit by helping streamline
our activities, reduce our operating costs
while extending our training and knowledge
sharing capabilities. This investment is
critical considering the large number of SMEs
we support and the scale of our physical
infrastructure.
The maintenance of our facilities and physical
infrastructure continues to be a priority.
Although our campus is relatively new, it
is imperative that we continue investing
resources to maintain the facility as it ages.
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Impact of COVID-19 pandemic
The COVID-19 pandemic resulted in a countrywide hard lockdown that commenced at the end of
March 2020. Although the lockdown had a negative impact on the organisation, the operational
changes made by Hub management ensured resilience to business disruption during the lockdown
period. We are a resourceful organisation that is well geared to support the entrepreneurs within
our ecosystem.

ANNUAL FINANCIAL STATEMENTS FOR THE YEAR ENDED 31 MARCH 2020
STATEMENT OF FINANCIAL POSITION AS AT 31 MARCH 2020
Figures in Rand

2020

2019

Non-Current Assets

2 711 887

2 834 129

Current Assets

2 424 991

5 349 747

Total Assets

5 136 878

8 183 876

Capital reserves

4 839 492

4 839 492

Accumulated surplus

(858 967)

1 982 688

Current Liabilities

1 156 353

1 361 696

Total Equity and Liabilities

5 136 878

8 183 876

ASSETS

EQUITY AND LIABILITIES
EQUITY

LIABILITIES

STATEMENT OF COMPREHENSIVE INCOME
Figures in Rand
Revenue
Other income

2020

2019

24 008 664

15 304 394

47 466

-

Operating expenses

(27 057 824)

(14 917 690)

Operating (loss) profit

(3 001 694)

386 704

Investment revenue
Surplus (deficit) for the year

160 039

502 139

(2 841 655)

888 843

Riversands Incubation Hub
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STATEMENT OF CASHFLOWS
Figures in Rand

2020

2019

Cash flows from operating activities

(2 834 274)

(5 197 108)

Cash flows from Investing activities

(132 237)

(657 973)

Total cash movement for the year

(2 966 511)

(5 855 081)

Cash at the beginning of the year

4 035 612

9 890 693

Total cash at end of the year

1 096 101

4 035 612

									

Directors’ remuneration
No fees were paid to the directors or any individuals holding a prescribed office during the
year.
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CENTURY PROPERTY
DEVELOPMENTS MAKING
PROGRESS IN RIVERSANDS
More development ahead for 2021

When I first started here, I
was worried about making
my rent, but I’ve learned so
much. I arranged meetings
with financial experts who
taught me how to read my
financials, do projections and
improve my marketing skills.
But you must do the work,
and I love that they don’t let
me get away with anything – I
have to be accountable.

Some years ago, Century Property
Developments took a long-term view
of the Riversands area, formulating a
plan that would provide the market with
exactly what it needed at the right time.
Developed to be a secure complex,
Riversands offers a variety of commercial
precincts allowing for light industrial
spaces; warehousing; storage; showrooms;
retail centres; commercial office space;
schools; outdoor recreational spaces; as
well as residential lifestyle apartments, all
spanning over 250 hectares.
Progress on the Riversands Commercial
Park and Riversands Outlet Park has
progressed well in 2020 despite South
Africa’s hard lockdown and economic
headwinds. In fact, this area is the fastest
growing mixed-use development node in
South Africa.
Businesses in the Riversands commercial
precinct will have easy access to the
more than 160 SMEs based at the nearby

Riversands Incubation Hub
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Riversands Incubation Hub as potential
suppliers. Being based at the heart of
the commercial development allows
Riversands entrepreneurs to mainstream
their businesses, serve all market
segments as well as provide employment
and business opportunities to Diepsloot
residents.
The development will also be able to tap
into a nearby affluent client base of Steyn
City, Dainfern, Lonehill and Fourways.
Traffic has increased as residents
investigate what new shopping options are
available in their area. The development
is equidistant from Johannesburg and
Pretoria, making it an excellent location
for business.
In another piece of good news for the area,
the contract to upgrade the William Nicol
Road has been granted and construction
is expected to commence in 2021. This will
see the enlargement and improvement of
the road from Steyn City to the N14.
A key factor in the success of the
broader park is accessibility. Once fully
developed, the entire area will have both
cycle and walking paths to ensure cycling
and pedestrian access to the nearby
township of Diepsloot. Walking paths are
also planned for the new William Nicol
Road – greatly reducing transport costs
for Diepsloot residents.
Riversands Outlet Park
Riversands Outlet Park serves as a
mixed-use development for businesses
wanting a functional space for storage,
warehousing or manufacturing, as well
as a customer interface and showroom
aspect out of which to trade, all under one
roof. Once complete, Riversands Outlet
Park will have more than 50,000m2 of
lettable space under roof.
Phase 1 of Riversands Outlet Park is 90
percent let with many enquiries coming
in for tenants willing to make long-term
lease commitments. The units range from
360 to 4000m2 and offer warehousing,
office and showroom spaces.
There are 28 different businesses
including a crystal glass importer, a
luxury car detailer and a tuk-tuk importer.
Riversands Incubation Hub graduates

that have moved into the park include Timeless
Opulence, a furniture manufacturer and Yivani
Naturals, a beauty product manufacturer.
Known brands include clothing manufacturer
Jo Borkett, composite decking company Best
Deck and DIY Depot. The building of Riversands
Outlet Park phase 2 will kick off in 2021.
Tenants enjoy the practical layout, ultramodern facades and commercial A-grade
finishes which include air-conditioning, highspeed internet and polished concrete floors.
They will also have use of a restaurant, coffee
shop and boardrooms and function facilities
which are to become operational in 2021.
Bespoke security software for the complex
marries biometric (fingerprint) information
to the registration plate of the vehicle during
working hours. Guards patrol regularly
and tenants have access to 24-hour armed
response.
Riversands Commercial Park
Plans are moving ahead for the Riversands
Commercial Park. A 72 000m2 distribution
centre for Massmart will be completed in 2021.
Other developments in the pipeline include a
Data Centre, a 12 000m2 distribution centre
and a 20 000m2 commercial outlet for a multinational retailer to name a few. A community
shopping centre is planned between the
existing Makro and soon-to-be- completed
Massmart distribution centre.
Residential development
The Parks Lifestyle Apartments @ Riversands
is a new residential development consisting of
1880 bachelor, one, two and three bedroom
apartments, with a future phase of 80 units.
The estate offers the ideal living environment
to residents looking for a convenient, secure
and value-for-money lifestyle. Facilities on the
estate include a restaurant, clubhouse, spa,
cinema, playgrounds and a private gym.
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A FOCUS ON LEADERSHIP
MANAGEMENT
Riversands Incubation Hub is led by a team of dynamic, committed professionals with diverse
backgrounds and experience.

Tafadzwa Madavo: CEO
Tafadzwa Madavo has been the CEO of Riversands Incubation Hub
since February 2020. Prior to his appointment as CEO, Madavo
was the Chief Operating Officer at Riversands Incubation Hub
since May 2017. He previously held the positions of Head of SME
Development and SME Development Manager at the Hub. Before
joining the organisation in January 2016, he was an entrepreneur
in the agricultural sector and held several small business and
community development roles. He holds a Bachelor of Social
Sciences in Economics and Community Resource Management
and a Masters in Strategic Management. Tafadzwa is currently
completing an MBA from the University of Bradford.

Mzingaye Kahla
Head: SME Development
Mzingaye Kahla is an enterprise and supplier development
specialist with extensive skills in enterprise development,
management consulting, project management and business
coaching. His career includes experience as a financial
advisor, an analyst and a stint spent at an industrial design
consultancy working with listed firms to develop and
commercialise new products. He has held previous positions
in SME development and incubation management. He holds a
Business Management Degree from the University of Pretoria.

Juliet Price
Delivery Manager: Growth & Learning
Juliet Price is a highly motivated professional with a passion
for learning and development and meaningful community
initiatives. She joined Riversands in 2018 and she has been
instrumental in developing Growth & Learning. Previous work
experience includes working for international humanitarian and
conservation organisations. Her non-profit work has guided
her to be agile, resourceful and comfortable working across
varied business functions. She has over 10 years of leadership
experience. She has a BCom Degree in Management, with
recent certifications in project management, monitoring and
evaluation, and sustainable development.

Riversands Incubation Hub
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Carien Van Eeden
IT & Marketing Manager
Carien Van Eeden manages key marketing and IT projects for
the Hub. These include migrating the IT systems to the cloud,
upgrading the IT network infrastructure and developing the
user experience for the SME platform Lynx. Her background
in design allows for conceptual, creative thinking which
enriches her approach to project and team management. She
was initially appointed as a senior graphic designer in 2016.
Previous work experience includes time spent at a leading
Johannesburg communications agency. She has a diploma
in graphic and web design, and certificates in marketing
management and project management.

Mahomed Bashir
Head: Finance & Facilities
Mahomed Bashir has been the Head of Finance and Facilities
since the founding of Riversands Incubation Hub. He is
responsible for the financial management of the organisation
and the upkeep of infrastructure of the 40 000m2 campus.
He holds a BCompt Accounting Degree with over 25
years’ experience in finance and accounting. His specific
industry experience includes banking, private healthcare,
manufacturing, construction and retail.

Sibu Mbatha
Administration Manager
Sibu Mbatha started as Senior Administrator at Riversands
Incubation Hub in 2016 and was promoted to Administration
Manager in 2018. In her current role she is responsible for data
management, shared services and the smooth and efficient
processing of all SME related documentation. Her previous
work experience includes several years in banking, insurance
and call centre management. She completed the ABSA
Management Programme at the Gordon Institute of Business
Science and holds a Diploma in Call Centre Operations
Management. She is passionate about community and
SME Development and is involved in gardening and sewing
programmes in Diepsloot in her free time.
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BOARD OF DIRECTORS
The Riversands Incubation Hub board is run by directors with a wealth of experience across
both business and non-profit spheres.

Mark Corbett
Board Chairman

Tafadzwa Madavo

Tracy Henley

Jenny Retief

Younus Atcha

Executive Director

Non-executive Director

Non-executive Director

Non-executive Director

Mark Corbett: Chairman
Mark Corbett is the Chairman of the Riversands Incubation Hub board, a
position he has held since the inception of the project. He is also the CEO of
Century Property Developments, one of the largest residential and commercial
property development companies in South Africa and the market leader in
exclusive lifestyle estates. In 2010, Corbett was named a ‘Young Lion’ winner in
the Nedbank Property Professional Awards. He is a Wits BSc Building graduate.

Tafadzwa Madavo: Executive Director
Appointed member of the board in May 2020.

Tracy Henley: Non-Executive Director
Tracy Henley has been involved in Riversands Incubation Hub since the
initiative’s concept phase. She ran her own photographic business specialising
in architectural and documentary photography for 11 years. She then played an
integral role in the establishment of a property development company as well
as several five-star lodges in Southern Africa. She is a seasoned director with
several directorship positions. These include Tintswalo Lodges, Century Property
Developments and Out of Africa Developments. She is also involved in the
running of the Diepsloot Youth Programme, a non-profit involved in educating,
empowering and uplifting the youth of Diepsloot. She currently owns several
businesses and is active in the NGO worlds of education and conservation.

Jenny Retief : Non-Executive Director
Jenny Retief has enjoyed a career that spans the corporate world,
entrepreneurship and the social development space. She began her career in
the 1980s as a programmer at a South African bank. After several promotions
and a two-year stint at Deloitte, she left the corporate world to start her first
software development company at age 28. A consulting assignment at Hollard
Insurance Company turned into a long-term association and she was appointed
CIO. In 2007 Jenny returned to entrepreneurship and started Innosys, a software
development firm. Jenny was the founding CEO of Riversands Incubation hub.
After six years at the helm, Jenny stepped down from the CEO position, but
remains a non-executive on the board.
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OUR
ENTREPRENEURS
We celebrate stories of entrepreneurial
success within our ecosystem.
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THE GAMECHANGER:
APPLE GREEN ENVIRONMENTAL
Apple Green Environmental is an innovative waste management services company whose
core purpose is to address the key global challenge of today – sustainability.

WE ARE WORKING WITH A
FIRM IN THE HEALTHCARE
SECTOR, WHICH RIVERSANDS
HELPED US ACCESS. WE
ALSO BENEFITTED FROM
A PROFESSIONAL AND
ACCESSIBLE ADDRESS AT
A SUBSIDISED RATE ON
ENTREPRENEUR-FRIENDLY
TERMS.

Apple Green Environmental was founded
in 2007 by husband and wife team Langa
and Boniswa Sangoni. Langa was inspired
to start a business in the environmental
space after he watched Al Gore’s prescient
film An Inconvenient Truth. The couple
left secure corporate jobs to pursue their
entrepreneurial vision and started the
company with capital from their access
bond. They initially employed five team
members but have subsequently grown
the business to employ over 100 people.
Three-quarters of the employees are in
entry-level waste sorting positions.
Sangoni comments that when he began
the business, environmental services
addressed a niche market. However, as
people became more aware of issues
around sustainability, climate change as
well as legislation such as the National
Environmental Management Act, the

market became more competitive and
made people seek the company’s services.
When he began the business, he was
‘keenly aware’ of two pressing issues
the
country:
unemployment
and
environmental degradation. “Waste is
everywhere. It’s a simple industry and if
you want to create many jobs you don’t
need a high level of skills to get into it.
The future is green. I believe any business
that doesn’t have a sustainability strategy
won’t survive – and that creates a huge
market opportunity for our services.”
What makes Apple Green Environmental
stand out from the crowd is that they
provide ‘innovation with green’ – it
provides tailored innovative solutions
to address problems of sustainability by
reducing customers’ carbon footprint.
Apple Green answers the problem
of sustainability by using pioneering
technologies to divert waste away from
landfill, which has the impact of reducing
the atmospheric emissions resulting from
landfill disposal.
Today Apple Green Environmental has
blue chip clients including Growthpoint,
Supergroup, Shoprite Checkers, Total,
Multichoice
and
Century
Property
Developments. In 2012, they were
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recognised with an Outstanding Achievement
Award from Productivity SA and in 2018 they
were awarded an IEMA accreditation as an
Internationally Certified Carbon Footprint
Analyst. In 2019, the received a Small Business
Excellence Award in the gamechanger category
– sponsored by Nedbank and Riversands
Incubation Hub.
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Sangoni says the support from Riversands
helped improve both market access and
visibility. “We are working with a firm in the
healthcare sector, which Riversands helped us
access. We also benefitted from a professional
and accessible address at a subsidised rate on
entrepreneur-friendly terms.”
Besides premises for a professional sales office,
Apple Green Environmental also benefitted
from leveraging Riversands’ relationship with
the YES Programme to place graduates to work
in the business. Apple Green Environmental
has graduated from the Hub and is no longer
based at the incubator.
Sangoni, for his part, has set his sights on
creating 1500 jobs and capturing 10% of the
R16-billion waste management market in the
next few years. “We have a massive opportunity
because the problem of sustainability is big,”
he says. “By the time my kids are grey like
me, there will be another two billion people
in the world, so just to have breakfast we’ll
need another two billion tons of cereal. But
the planet is the same surface area, with the
same resources. Our big question is how do we
grow our business today, while conserving the
natural resources and the environment?”
Sangoni is passionate about supporting small
businesses. He believes there are several
factors that contribute to small business failure,
but that the main one is a lack of skills and
experience in establishing a business. “I know
many people would say that a lack of funding is
a contributing factor to small business failure,
but what is the good of having all that money
without the skills?”
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A RISING STYLE ICON
Qualified chemical engineer Aluwani Mutamani took the plunge to devote herself full-time
to Motama Kitchens and Interiors at the beginning of 2018.

OUR COMPANY
SHOWROOM AND OFFICES
ARE AT RIVERSANDS
INCUBATION HUB WHERE
PROSPECTIVE CLIENTS
CAN PHYSICALLY SEE OUR
WORKMANSHIP.

The entrepreneurial spirit is so strong in
some people that they will walk away from a
high-powered role in an SOE to follow their
dream of becoming independent and more
fulfilled. This is what Mutamani did when
she took Motama Kitchens and Interiors
from a side-hustle that she began in 2016
into a full-time business. The company
offers turnkey architectural interior design
and décor, home renovations and project
management services for both residential
and corporate clients. She moved into
Riversands Incubation Hub in September
2019.
New business has been from word of mouth
as well as an active Instagram presence
where she advertises on a regular basis.
Her high-end style and eye for luxury have
won her features on the Design for You
programme on DSTV’s Home Channel.

She has also taken advertising space in
SA Home Owner magazine to build her
company’s brand. “Our first customers
were family members, but since then
referrals have also been working well
for us. Our work really speaks for itself,”
explains Mutamani.
Mutamani’s materials are high-end – the
boards for the kitchens are imported
from Germany and Spain. Much of her
furniture choices come from Germany,
Italy, Austria and Vietnam. Her style
is modern and often challenges the
conventions of what can be done. Many
of her designs come from her dreams
or are inspired by nature – bringing the
outside into the interior.
Current turnkey projects include newly
built homes in Waterfall Country Estate
and Copperleaf Golf Estate in Centurion.
“Our services at Waterfall include
architectural interior design as well as
interior décor and project management.
We specified and installed the kitchen,
bedroom built-in cupboards, tv stands,
bathrooms, wall art, furniture, curtains,
cushions, bedding sheets, designer lights
and other decorative items. We are now
completing the décor – it’s a home with
plenty of scope for creativity!”
Mutamani’s husband, Phathutshedzo
(Gift) Mutamani resigned from Eskom
where he worked as a project manager
for more than 10 years. He joined
Motama Kitchens and Interiors as a
project manager for all site works;
he is also the company chief finance
officer. “Having someone take care of
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the site works and company finances has
helped me to concentrate more on the
architectural interior design and décor part
of the business for now. We are grooming
our junior interior designer to become
more independent so that in future I can
concentrate more on strategising the
business and growing our customer base,”
she adds.
She has big dreams for the future including
manufacturing more of her own furniture
designs. This additional capacity would
mean a greater share of the profits as
well as more control over quality and lead
times. “We currently have two carpenters
and would like to increase that number in
future. We assemble all the cupboards at
our workshop in Mnandi, Centurion and
use trucks to transport the assembled
cupboards to site. When we arrive, we

only need to install the cupboards and in
this way, we ensure that we spend minimal
time on the client’s site. Our company
showroom and offices are at Riversands
Incubation Hub where prospective clients
can physically see our workmanship.
The growth of the company has been rapid
and she now employs five permanent staff
including herself. Her advice to young
entrepreneurs is to pursue their passion
combined with a healthy dose of discipline.
When the deadlines are tight, she’ll stay
up working to get the job done. Finally,
she advises that entrepreneurs develop a
strong relationship with God – a factor that
she attributes as being key to her success.
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MAKING IT BIG FROM TESTING
THE MICROSCOPIC
Clifford Thupuli’s state-of-the-art laboratory at Riversands Incubation Hub provides a
variety of microbiological research and development testing services.

HAVING ALL MY
EQUIPMENT DELIVERED,
INSTALLED AND
CALIBRATED - BY
ANOTHER FORMER
RIVERSANDS INCUBATION
HUB SME MONTECH
CALIBRATION SERVICES WAS MY BUSINESS’S FIRST
BIG BREAKTHROUGH.

Thupuli, who hails from Welkom in the Free
State, has long planned on opening his own
laboratory. “I always dreamt of being my
own boss. Now in that position, I’m excited
about my prospects.

He found premises at Riversands
Incubation Hub and began to fit out his
laboratory. “Having all my equipment
delivered, installed and calibrated - by
another former Riversands Incubation
Hub SME Montech Calibration Services was my business’s first big breakthrough,”
says Thupuli.
Microbiome performs a variety of
microbiological tests from numerous
industries, helping to combat the
effects of microbes in the production
environment. This includes any industry
that manufactures products that are
vulnerable to microbial degradation or
uses water in the manufacturing process.
“I make money by testing samples for
microbiological safety. The services I
perform are used in the cosmetics, paint

Friends kept commenting on the poor
service they received from established
microbiology labs and asking me to
start a business,” says Thupuli. He prides
himself on providing detailed reports and
consultation instead of simply handing
over the results finding. He finds that this
type of partnering is not common.
He qualified at the University of the Free
State as a biochemist with a second major
in microbiology. His first job was as a
microbiologist at Johannesburg Water
and later he joined chemical manufacturer
AECI. In August 2019 he resigned to start
Microbiome, a venture he has self-funded.

and food industries – amongst others.
My initial targets have been those
industries which use a lot of water such
as paint and cosmetics,” adds Thupuli.
His turnaround times tend to be quicker
than larger labs.
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There is a huge market for microbiological
tests. To protect their reputation, great
brands need to test their raw materials on a
regular basis. Newer start-ups in the cosmetic
or food industries need to be reassured
of their preservative efficacy to guarantee
shelf life. During the COVID-19 pandemic,
Thupuli has been testing sanitisers for their
efficacy in killing all microbes.
Right now, Thupuli is the only employee
of Microbiome but he hopes to employ
graduates sometime in the future. The
COVID-19 pandemic placed the new business
under huge strain and Thupuli is only seeing
business recovering now. As a new business,
it is difficult to build a customer base. So far,
most of Microbiome’s business comes from
LinkedIn referrals, as Thupuli is known and
trusted in the microbiology space.
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Microbiome is a member of the South
African Quality Institute and the National
Laboratory Association. The next step is to
achieve his ISO 17025 accreditation that will
allow Microbiome to serve the food industry.
This will also make the business eligible for
government work since this accreditation is
a requirement. Other plans include moving
into research and development of new
products – an area that Thupuli is passionate
about.
Thupuli’s advice for aspiring entrepreneurs
is to really love what you are going to do
and expect the ups and downs that go
alongside entrepreneurship. “You need the
will to wake up to keep trying to make your
business a success. This is only possible if
you really love what you do.”
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DIVERSIFICATION
IS THE NAME OF
THE GAME
There is no shortage of inspirational stories at
Riversands Incubation Hub. Pascal Hlongwane
of Pascal Investment Holdings is one such
individual.
Hlongwane started his business at the beginning
of 2018 and moved into Riversands Incubation
Hub in November 2019. He has a background
in metallurgy and spent his working career at
mines in Namibia, Zimbabwe and South Africa.
After completing a post-graduate diploma in
management specialising in marketing, he felt
he had the competitive advantage needed to
start his own business. “My studies really gave
me an advantage starting off – I think they are
a central reason why I was able to gain traction
so quickly,” says Hlongwane.
With a background in the mining industry,
his first venture supplies raw materials and
chemicals to mines. These products include
sulphuric acid, hydrated lime, black and white
soda ash and grinding media steel balls.
Hlongwane also had an investment holding
company in structure in mind. This means
having a strong, central management team
involved in different businesses. In a space
of less than two years, he has gone from
being a solo entrepreneur to employing 18
staff members. He has set up a profit-sharing
scheme so that employees also benefit from
the group’s growing success.
As a self-funded entrepreneur, Hlongwane
reinvested the profits from his mining
supplies business into Pascal Fitting & Joinery
Carpentry Services. This business offers kitchen
installations and built-in cupboards to homes
as far afield as Limpopo, North West and the
Free State, where local families contribute to
home improvements for their rural relatives.
The company has also capitalised on it’s
location which, is close to the affordable
housing development of Riverside View. “The

subsidised homes are extremely basic, so I
developed affordable and flexible packages
for homeowners to allow them to make
their living spaces more comfortable. Once
I had a few clients from the new suburb,
word spread amongst the community and
the orders started flowing. I now have two
teams of installers and I also have a designer,
who helps clients generate ideas and then
draws the plans for modern kitchens. We
have a trade agreement with Defy and the
appliances I supply come in at extremely
good prices,” explains Hlongwane.
He is also moving into the corporate space
and has recently secured a small contract to
refit Prasa’s kitchen and create a reception
table. His next step in the carpentry business
is to buy this own manufacturing machinery
so that can cut his own boards. Hlongwane
is an entrepreneur who constantly invests
for future success. “One of my first
investments was a two-ton bakkie, which
allows me to travel to remoter locations to
do the installations after putting together
the cupboards in my Riversands unit. I now
have over R1-million’s worth of assets on my
books and will continue to build my business
year by year,” says Hlongwane.
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When asked about Project Reignite, Hlongwane’s
opinion is that it was an excellent initiative which
helped preserve jobs. “It’s a straightforward subsidy
and an excellent use of relief funds. Since banks are
tightening up on lending, this rental subsidy was a
godsend during the pandemic,” he adds.
Hlongwane’s plans include Pascal Hygiene and
Chemicals, a company offering cleaning products
and sanitisers. He has developed a lemon-essence
sanitiser with a pleasant smell aimed at the restaurant
and hospitality sector. He is in the process of achieving
SABS compliance on the product. His advice to
aspiring entrepreneurs is to marry your passion with
discipline and integrity. “Hard work pays its dues and
integrity sustains its gains,” he concludes.

RIVERSANDS PROJECT REIGNITE: IT’S A
STRAIGHTFORWARD SUBSIDY AND AN EXCELLENT
USE OF RELIEF FUNDS. SINCE BANKS ARE
TIGHTENING UP ON LENDING, THIS RENTAL SUBSIDY
WAS A GODSEND DURING THE PANDEMIC.
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BAKED BY OPY TAKES THE CAKE
Omphile Magasa, a dedicated IT professional never thought she’d become an entrepreneur, let
alone a baker – when a serendipitous turn of events completely changed her life.

When I first started here, I
was worried about making
my rent, but I’ve learned so
much. I arranged meetings
with financial experts who
taught me how to read my
financials, do projections and
improve my marketing skills.
But you must do the work,
and I love that they don’t let
me get away with anything – I
have to be accountable.

It all started in 2016 with the desire to
bake her daughter a special cake. She
says, “I wanted to be the super-mum, so I
decided to give it a try. A few months later,
a friend asked me to bake her a themed
baby shower cake. I resisted saying, ‘ I
wasn’t a baker’, but she persisted and her
faith in me caused me to believe in myself.
Before I knew it, I had a thriving little side
hustle, Baked by Opy.”
In December 2017, when her contract with
IBM came to an end, a job hunting Magasa
decided to focus more of her energies on
baking. “The baking was supposed to be
a temporary measure, but then the orders
started rolling in and it just escalated.”
Fast forward four months and she was
ready to formalise her business. “I wanted
to give it a proper try, but I was nervous
as I didn’t have any actual business
skills. I needed to join an entrepreneur
support programme, I found Riversands
Incubation Hub and it all fell into place,”
she explains.
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She’s particularly thankful for the help
she received from the Riversands SME
Development Team, “When I first started
here, I was worried about making my
rent, but I’ve learned so much. I arranged
meetings with financial experts who
taught me how to read my financials, do
projections and improve my marketing
skills. But you must do the work, and I
love that they don’t let me get away with
anything – I have to be accountable.”
Magasa’s talent and eye for detail are now
paying off and her business is growing
steadily. She helped raise her profile by
getting involved with the e-TV morning
show with on-screen baking appearances.
She’s currently working on diversifying
her revenue streams by offering cake
decorating classes. What makes Magasa’s
story more impressive is that she’s
completely self-taught. She’s rather selfeffacing about her achievements, clocking
it up to YouTube tutorials and Google
research. “I passionately believe that you
can learn anything online – there’s always
a video.”
In the last few years, there’s been a huge
growth in the artisanal cake industry in
South Africa. While the actual figures on
the number of home-bakery businesses
aren’t available, a quick Google search of,
“How to start a baking business in South
Africa” reveals well over one million
entries. The number of entries in this
sector isn’t surprising when you take into
account the growing trend of taking on
side hustles to boost incomes.
MarketWatch, a business news site that
tracks markets for investors, estimates
the global cake market is expected
to value at USD75 billion by 2023.
MarketWatch’s Global Cake Market, 2019
Industry Report says, “The increase in
online sales and demand for innovation
would further help in cake market growth
in the future. In addition to this, there
is an increased demand for affordable,
healthier and freshly baked cakes. The
idea of customisable cakes is a key factor
contributing to the growth of this market.”
According to Magasa, South Africans
are very much aware of the international

cake trends but aren’t afraid to mix things up
and add their own spin to a cake. Social media
sites like Instagram, Pinterest and Facebook
further fuel the demand for customised cakes,
as sharing pictures of sugary masterpieces
has never been easier. She says, “The cake
industry is very fresh and innovative. I get a
lot of requests from people who have seen
something online and want me to make that
or something similar. The trends now are for
gravity-defying cakes – where a part of the
cake looks like it is suspended in air and has
sweets pouring over the top or down the sides.
“This is a showstopper of a cake, but it can
be tricky and involves a lot of work. The other
trends are for fault line cake, where lines of
buttercream are swiped out and filled with
sprinkles or other decorative elements. But
whatever you want – we can make it.”
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MASODI ORGANICS UNLOCKS
GROWTH POTENTIAL
When entrepreneur Liz Letsoalo was faced with the prospect of no longer being permitted to
run her Masodi Organics hair and skin care products business from her garage in the estate
where she lives, she hurriedly made contact with the Riversands Incubation Hub team and
applied for premises.

I DON’T KNOW WHO WAS
MORE EFFICIENT, THE
HUB TEAM OR MYSELF.
FROM MY FIRST ENQUIRY
TO TAKING OCCUPATION
WAS A MATTER OF TWO
WEEKS.

“I don’t know who was more efficient,
the Hub team or myself. From my first
enquiry to taking occupation was
a matter of two weeks,” remarked
Letsoalo. She moved into the Hub during
South Africa’s COVID-19 lockdown.
Letsoalo started off her career in the
corporate world and has a background
in industrial engineering with interests in
politics and governance. She says that
the birth of her enterprise is thanks to
her combined love of entrepreneurship
and politics. “I started realising how
westernised standards of beauty are and these are not new conversations that
we are having. As producers of natural
haircare products, we are actively in the
business of revolutionising standards of
beauty.”

Riversands Incubation Hub
ANNUAL STAKEHOLDER REPORT 2020

43

The Tzaneen-born entrepreneur has worn
her hair natural in all stages of her life.
Her journey has been one of breaking
the standard notions of beauty, looking
to the earth to gain a sense of self-worth
in her own skin. She started her mixing
the products herself in her garage in July
2018.
Letsoalo says when one looks at how the
sector is fragmented; it is telling that the
barrier to entry is not as high as in other
industries. She says local brands have
received more trust and local consumers
treat them with respect. Of course, money
is a big issue and funding is limited.
The brand is named after Letsoalo’s
mother Masodi. The organic part of
the name highlights the quality of the
products, the essential oils and the high
number of natural ingredients used.
“We do products for hair and skin. We
focus on the ethnic market which has
been hugely under represented. There
is a massive opportunity for innovation,
especially when you consider that a lot of
the products that we’re consuming were
not created for brown people.”
Online sales of the natural products –
specifically formulated for ethnic hair –
have been impressive during lockdown.
“My business benefitted from the fact
that people were forced to stay home
and find DIY ways to condition and treat
their hair. I have listings on several online
platforms such as takealot.com. The sales
volumes have been gratifying and have
propelled me into a new phase, which is a
listing with a major retail chain.
“This opportunity will be a game-changer
for me and while the listing has been
delayed until January 2021 because of
the pandemic, this gives me extra time
to refresh my branding and packaging.
I’ve also been working with my product
formulator to bring additional lines into
the range which I’ll ship in January,” she
said.
When asked how she markets Masodi
Organics, Letsoalo explains that she
has used social media influencers to
educate her followers in how to best use

the specialised hair conditioners and hair
oils. “This led to media interest, which also
fuelled sales.” Letsoalo says social media
has been a leveller in that she can do what
big organisations can do from a marketing
perspective.
Having secured formal premises, Masodi
Organics is planning to establish a production
facility for the lower volume lines. Letsoalo’s
commitment to local production means that
she is set to create jobs and contribute to
the local economy. This vibrant, enthusiastic
entrepreneur deserves all the success that is
in store for her.
To those looking to start a business of their
own, she says, “Never be afraid to bother
people to make your dreams a reality. Go
out there and be great!”
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THE ROCKY BRANDS ROAD TO
SUCCESS
Rishav Juglall started Rocky Brands straight out of university despite friends and family
suggesting he get a real job

SALES IS THE LIFE’S
BLOOD OF ANY
BUSINESS. I GET A THRILL
FROM SEALING A BIG
DEAL

Juglall was studying marketing and
economics at the University of Kwa-Zulu
Natal when he came across US company
Weiman which produces a range of
leading speciality surface cleaning
products that weren’t available in South
Africa. Spotting an opportunity, Juglall
contacted the company. “I put together
a marketing plan for their products
which they loved and they sent me a
box of samples. Using these samples, I
tried to get in the door with Game for
seven months without success because
they couldn’t understand how a 21-yearold could add value,” says Juglall.
He finally got a meeting. “I prepared a
bullet-proof marketing plan and in 15
minutes they accepted the products and
the pricing. After this meeting, I took my
first-ever flight to Johannesburg to sign
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Massmart’s terms. In one month, I was
supplying Weiman products nationally,”
he comments. This was in 2012 and Juglall
was still operating out of his bedroom.
Since then growth trajectory of Rocky
Brands has been impressive. The path
hasn’t always been smooth, as Juglall
juggled different roles in the business
from IT, production, administration and
sales. Today, the company has 23 staff
members across locations in Durban,
Cape Town and Johannesburg. Over
60% of staff members are female. Rocky
Brands moved into Riversands Incubation
Hub in November 2018.
The company’s products are available
in several retail outlets including Game,
Makro, Spar, Builders Warehouse, House &
Home and Pick n Pay. He also sells direct to
major customers including Bidvest, Virgin
Active, Montecasino and The Pavilion.
Under Juglall’s leadership, South Africa
has become the largest export market
for Weiman. Rocky Brands produces the
stickers and jars for Weiman’s locally.
Juglall is strong at both sales and
marketing. In a marketing coup, every
Defy stove sold comes with a Weiman’s
high-quality stove top polish. Juglall says
he wasn’t afraid to market his business
and he literally went door-to-door,
banging on buyers’ doors. “Sales is the
life’s blood of any business. I get a thrill
from sealing a big deal.”
Juglall currently retails 18 different
product lines with ambitions to grow
this to 50 over the next few years and
has plans to introduce his product range
into Botswana by the end of the year. He
recently signed a deal to distribute Urnex
- the only coffee machine cleaning brand
endorsed by Starbucks - across Africa.
Rocky Brands is not only a distributor of
top international products but is also a
local manufacturer. Juglall has developed
his own cleaning brand called Oakmont.
Through bank financing thanks to a letter
of intent from a major retailer, he was able
to acquire his own machinery. He plans to
expand local production through setting

up a lab and employing a qualified chemist.
“I always saw myself moving from being a
distributor to a manufacturer. When you
own a brand, you get to set the direction for
the brand. It’s exciting,” he comments.
His advice to wannabe entrepreneurs is to
spend less time working in the business and
more time working on the business.
“Your time is the most valuable thing in the
business. Ideally, you should be working
towards having a business that has the
systems to run for 30 days without you.” He
believes that young entrepreneurs have an
advantage in that they are not deterred by
what people say. This means that they can
handle the inevitable ‘no’s’ that come from
promoting your business.
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FOR THE LOVE OF THE MOMENT
Belinda Khumalo, the founder of Dotty Moments, left her corporate job to pursue a passion
for making people happy and being creative.

DURING THE MONTHS OF
APRIL, MAY AND JUNE
NOT A RAND CAME INTO
MY ACCOUNT. IT WAS
AN INCREDIBLY TOUGH
TIME. I AM GRATEFUL TO
RIVERSANDS INCUBATION
HUB MANAGEMENT FOR THEIR
SUPPORT DURING THIS TIME.

Khumalo’s event planning business started in
2014 with a seed investment of R20 000. She
initially began organising kids’ parties when
one of her mommy clients asked Khumalo to
plan her wedding. While initially hesitant, the
wedding went off without a hitch. She then
attended the SA School of Weddings to learn
about full wedding planning and management.
Later, she went back to the school to learn
how to do floral arrangements.
Having happy customers and doing beautiful,
varied work is what gives Khumalo a sense of
deep contentment. “What I love most about
the business is being involved in creating
wonderful moments for my clients. People
are happy when they are celebrating and I
make these priceless moments possible. No
one client is the same, everyone is looking for
something different,” she says.
Today, Dotty Moments is an events empire
in the making. The company offers a full
event planning and management service,
hires out décor and furniture, creates balloon

masterpieces and sells eye-popping
floral bouquets. The company employs
two permanent and two part-time
staff members. With large events she
calls in up to 20 people to help with
the set up.
With the COVID-19 lockdown, business
came to a sharp halt. “During the
months of April, May and June not a
Rand came into my account. It was an
incredibly tough time,” she adds. She
is grateful to Riversands Incubation
Hub management for their support
during this time. She wonders if her
business would have survived without
the additional subsidies offered.
It was during this period that Khumalo
began focusing on the floral arranging
side of her business. In time, she plans
to grow this to be a standalone business
with a store in a shopping mall.
Being on top of international trends is
part of the deal. Khumalo subscribes to
international magazines, participates in
event forums online, attends industry
events and follows social media.
Spending time on social media such
as Pinterest, Instagram and Facebook
is inevitable. Some of the latest trends
include boho picnic style weddings,
balloon garlands and boxed flower
arrangements.
While most of her work comes from
referrals, social media promotions
have proven phenomenally successful
for this entrepreneur. She takes the
time to promote posts twice a month
on Instagram and Facebook.
Khumalo works with several Riversands
entrepreneurs
and
programme
graduates. This includes ordering cakes
from Baked by Opy, linen and tableware
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from Pink Label, branding and printing from
Azania Events and Media and hiring bespoke
furniture from Timeless Opulence.
She studied for an executive secretary
qualification in South Africa. She started
working as a receptionist but soon got
involved in event management and client
relations. She worked for 10 years before
pursuing her events planning venture. Her
greatest struggle is enjoying being behind
the scenes working on event production
while not liking the being the face of the
business. Other hiccoughs along the way
include HR issues.
Her advice to would-be entrepreneurs
would be to create a smooth runway into
entrepreneurial life. “Do not leave your job
until you are sure of what you are going to do.

I would suggest working on a business parttime for about a year before you walk away
from your salary. Passion will pull you through
on those days when the money isn’t coming
in,” she concludes.

48

A HEALTH
EMPIRE
IN THE MAKING
Bontle Tshole, the entrepreneur behind
BAAA Health, has big plans to become
the leading name in health products.
Tshole registered the legal entity in
2014 but only started trading in 2017.
Since launching, her business has gone
from strength to strength, winning her a
place on the SAB Foundation’s Tholoana
Enterprise Programme. She currently
employs two permanent and two parttime staff members.
Tshole was inspired to start a healthy
food bar to address lifestyle illnesses
such as diabetes and hypertension, which
she believes are neglected issues in South
Africa. Her goal was to start a business
which would help people enjoy healthy
meals without compromising on taste.
Her unique business name BAAA Health
comes from her childhood when her
younger brother could not pronounce
Bontle and rather called her Baaa. The
name stuck and was the first thing that
came to mind when naming her business.
Tshole, a psychology graduate who
hails from Boksburg, always dreamt of
becoming an entrepreneur.
“I wanted to be an entrepreneur from a
young age including wanting to open
up a confectionery store at age nine.
I also admired my mother, who was a
businesswoman, who made me believe
that being in business was a possibility
for me,” says Tshole.
She
started
the
business
making
personalised smoothies at pop up
markets when customers could choose
their ingredients. She then turned her
attention to producing a range of prepacked smoothies and juices to have
something to sell every day of the week.

She currently retails online through her
e-commerce store largely to individual clients.
She is also registering her range to be available
from Takealot.com. Her business also offers
health catering for corporate events. Most new
business is thanks to word of mouth referrals,
being visible at markets and a healthy social
media presence.
Tshole prides herself on the variety of local,
but unusual tastes she offers – including a
sorghum smoothie. Her most popular products
are a beetroot and banana combination and a
spinach and pineapple smoothie. She sources
her raw ingredients from smaller, local farmers
and food markets.
Dreaming up new products is a passion for this
entrepreneur who wants to move into health
supplements, non-dairy milk alternatives,
baked goods and cereals. “We want to be the
leading lifestyle brand when it comes to healthy
products,” comments Tshole.
Moving into Riversands has been a step up for
this entrepreneur who was finding working
at home to be increasingly messy. She also
values the professionalism that comes from
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having an external business address. The
next step in her entrepreneurial journey is to
achieve ISO compliance – this tends to be a sixmonth process which can be costly and time
consuming. Fortunately, her factory unit is well
suited for this important quality standard.
Tshole comments: “The industrial style facilities
are well-suited to achieving ISO compliance.
The smooth concrete floors with rounded
edges and the high ceilings of our factory unit
will facilitate an easier compliance process.”
A love for her business and the freedom it
offers her means that this young entrepreneur
never ‘knocks off’ and always thinking about
what comes next. Tshole is working towards
moving into the retail space. This includes
cracking into supermarkets and having her
own outlets across South Africa serving a
variety of delicious health foods. Her advice to
entrepreneurs is to manage their fear of failure
and to trust in the validity of their dreams.

“When you have a dream, you need to risk
it all and go all in – play to win rather than
playing not to lose,” she adds.
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THE INDUSTRIAL STYLE
FACILITIES ARE WELLSUITED TO ACHIEVING ISO
COMPLIANCE. THE SMOOTH
CONCRETE FLOORS WITH
ROUNDED EDGES AND
THE HIGH CEILINGS OF
OUR FACTORY UNIT WILL
FACILITATE AN EASIER
COMPLIANCE PROCESS.
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THE MASTER
CHEESEMAKER
Entrepreneurship is an itch that simply
must be scratched. Louise Dawood,
founder of Curds and Whey, had a
successful IT career – it paid the bills, but
it did not satisfy her passion for food. In
2014, she left her career behind to start
the long journey to becoming a master
cheesemaker.
Dawood has taken the scenic route
on her journey to becoming one of an
extremely select few, Italian-style fresh
cheesemakers in South Africa. Having
first tasted the products she now makes
from scratch while dining at True Italic
Osteria del Capo restaurant in Cape
Town, Louise fell in love with the delicious
spheres of silky soft creaminess, as well
as their romantic Italian names like fior di
latte (which directly translates to flower
of milk) and burrata.
It all started when Dawood decided
to step away from the rat race and her
high-paying yet highly stressful career
in the corporate world. Staying at home
for months with no immediate plans, it
dawned on her that she spent most of
her time thinking about food, watching
food channels, reading food magazines,
researching food online and deciding
what to make next, then shopping for
the ingredients. “My husband started
to gain weight and I realised that I
needed to transfer this elsewhere, as his
waistline would not be able to hold all my
creativity!” Dawood recalls.
Dawood undertook a cheese-making
course at Grootplaas Cheese Academy
in Hartbeespoort, before enrolling at the
Prue Leith Chefs Academy in Pretoria
for a year’s training that resulted in her
achieving a Culinary Arts Diploma cum
laude. “I came out of Prue Leith with
such an appreciation for the value of
good ingredients, what things really taste
like and how home-made products are
different to mass-produced ones,” she
explains.

A move to Cape Town allowed Dawood to
gain experience as a chef at a couple of Italian
eateries. And, before returning to Johannesburg,
she and her husband hunted down the fresh
cheese suppliers. They spent time in the factory
of Cape-based Italian cheesemaker Davide
Ostuni of Puglia Cheese, followed by a master
cheesemaking course in Calabria, Italy. She
returned to Johannesburg in early 2017 and
focused on putting her business plan together
and looking for a suitable premises from which
to operate.
With good milk available in South Africa and
transferable skills, Dawood believes there are
many artisanal products like fresh cheese
that can be made locally. This would ensure
the growth of local skills, boost employment
and reduce the carbon footprint of expensive
imports. Her goal is to contribute to the
development of a culture of food production
and deepening skills. “Food is chemistry, which
can be learned, managed and controlled. We
can have an imported concept made locally, with
the culture and terroir influencing its character
and domesticating it,” she emphasises.
Without a pool of experienced cheesemakers
to hire from in South Africa, Louise trains all
staff herself. She says unlike being employed,
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FOOD IS CHEMISTRY,
WHICH CAN BE
LEARNED, MANAGED
AND CONTROLLED.
WE CAN HAVE AN
IMPORTED CONCEPT
MADE LOCALLY, WITH
THE CULTURE AND
TERROIR INFLUENCING
ITS CHARACTER AND
DOMESTICATING IT.

no matter how tired she is, she can’t take a day
off. Most of the fresh cheese-making process is
done by hand, as you need to feel the exact right
time when the curd becomes soft and pliable.
Today she makes a wide range of Italian-style
artisanal cheeses for wholesale clients. Fresh
cheeses are best served at room temperature
and have a lifespan of approximately 10 days.
At Curds and Whey, the cheeses are made to
order with no product sold directly from the
premises, so there is no waste. The business’s
customers include top restaurants, hotels and

chefs. While she doesn’t sell direct to the public,
fortunately, you can also find her products at
The Cheese Gourmet in Linden.
Rising at 3am and spending long hours on her
feet, stretching cheese in hot water with aching
hands is a far cry from Dawood’s previous life as a
banking IT professional with a computer science
degree from University of the Witwatersrand.
And yet, after a journey of self-discovery, this is
what she loves doing.
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AN IT ENTREPRENEURIAL DREAM
REALISED
Romeo and Dedrick Mmutle are the brothers behind IT distributor Delta IT Solutions.

FOLLOW YOUR VISION.
THIS MEANS FALLING
SEVEN TIMES BUT
GETTING UP EIGHT
TIMES. YOU SIMPLY
CANNOT GIVE UP NO
MATTER HOW HARD IT
GETS.

The Mmutle brothers registered Delta IT
Solutions in 2013 but only started operating in
2015 after raising the necessary funds for two
years. Both brothers are yet to turn 30. Romeo
manages the business daily while Dedrick
is a silent partner with a full-time job. Both
have qualifications and experience working
in IT. The company moved into Riversands
Incubation Hub in September 2019.

parts, stationery as well as smart
phones. The company employs two
part-time staff and a driver. Direct
clients include schools, government
departments, mines and municipalities.
They also retail online through
ecommerce
stores
Takealot
and
Bidorbuy. Listing the business on
Takealot in 2018 was a game changer
for the business, as they leveraged
the online giant’s brand and steady
customer stream. Romeo is in the
process of signing up as a supplier to
Makro’s online platform. During the
COVID-19 lockdown, the company also
ventured into selling sanitiser, PPE
kit and masks. They currently supply
these COVID-19 goods to schools.
Romeo describes his industry as being
competitive and customers shop
around for the best deals. This is a
high sales volume, low profit margin
business. While competitive, he does
think that there is space for hungry
young companies to win market share.

For Romeo, who used to work as an IT
technician on the mines, being an entrepreneur
was a non-negotiable dream. “I always wanted
to be an entrepreneur to be able to create jobs
and do things my way. I only worked for other
people to save money to fund my business.
As soon as I had enough money I quit,” he
comments.

His biggest strength is his ability to ‘sell
ice to an Eskimo’ and he enjoys signing
up deals. He spends much of his days
focused on drumming up on sales. This
includes creating email marketing to his
client base and keeping relationships
with existing clients warm. He has a
Google My Business page listing (all
the customer reviews are positive)
and he uses Google AdWords to drive
traffic to the online store.

With agreements with all the major IT and
electronics importers, the company sells
7000 products and delivers throughout South
Africa. Their wide range of products offered
includes household appliances, automotive

Romeo plans to expand his team by
employing more salespeople. He is also
looking to build the services side of his
business including providing networks
at schools. He also has his sights on
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opening a new branch in Cape Town. While
2020 has been a tough year due to COVID-19,
he hopes that 2021 will bring new growth for
the business.
A cash injection would see this entrepreneur
stocking up on fast moving products. “Most
products are not made locally – this means
that you may have to wait six to eight weeks
to receive stock ordered. The shortage of
products has worsened due to COVID-19.
I would like to carry more stock to quickly
satisfy local demand. The more stock you
carry, the more money you make,” says
Romeo. Cash flow is the biggest challenge
that Romeo faces as money is also tied up in
products.

His advice to aspiring entrepreneurs is a
message around perseverance. “You need to
follow your vision. This means falling seven
times but getting up eight times. You simply
cannot give up no matter how hard it gets,”
he concludes.
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IN THE BUSINESS OF
NATURAL HAIR
Botlhale Tshetlo, the founder of Klahn, Hairtural and Autum is making the most of the natural
hair movement.

When I first started here, I
was worried about making
my rent, but I’ve learned so
much. I arranged meetings
with financial experts who
taught me how to read my
financials, do projections and
improve my marketing skills.
But you must do the work,
and I love that they don’t let
me get away with anything – I
have to be accountable.

small and growing organically has been
incredibly valuable. I think the business is
stronger for it,” she comments.
According to market research company
Mordor Intelligence, the South African
haircare market will be worth just under
US$500 million by 2024. The local market
is projected to grow at a compound
annual growth rate of 5.7% from 2020
to 2025. More and more women are
ditching chemicals in favour of a more
natural approach to hair care. “Haircare
is a defensive industry and continues to
grow despite poor economic conditions.
Women really value having ‘good hair
days’ and cutting back on haircare is
probably one of the last things they’ll do
to save money,” says Tshetlo.

With a BCom in Economics and a
Diploma in Central Banking, Tshetlo used
to work at the Reserve Bank. In 2009, her
rheumatoid arthritis forced her to leave
formal employment to concentrate on
her health. Not content to sit still for too
long, an interest in baking soon became a
viable business called Cake Couture.
Then, after two years on her feet baking,
she was inspired to improve the condition
of her own hair by mixing up concoctions
in her kitchen. Friends and family started
to request her mixtures and a thriving
hair business was born. She tested the
products through Egoli Bio, a life sciences
incubator in Pretoria.
As a self-funded entrepreneur, Tshetlo
is proud of her entrepreneurial journey.
“Money camouflages important lessons.
Bootstrapping a business through starting

Tshetlo’s range of products speaks to
this trend. Her products include natural
ingredients and are cruelty- and toxinfree. She has products for dry hair,
sensitive scalps, fragile hair and oily
scalps. She employs a seamstress to make
hair-friendly satin pillowcases, doeks and
even satin-lined shower caps. She has
also introduced a range of products for
men.
When she registered the company in 2014,
she initially retailed the product online
and through a hair salon in Rosebank. This
was then followed by an investment in a
hair salon in Petervale Centre, Bryanston
called Hairtural Studio. According to the
website, Hairtural Studio is the creator
of the ‘no heat, no comb’ salon category
and the home of the damage-free twohour natural hair pamper.
In 2016, she opened a retail store called
Autum in the same centre. “Having a retail
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MOVING INTO A
PHYSICAL SPACE
REPRESENTED A
MENTAL SHIFT FOR
ME AS I’M NO LONGER
MANUFACTURING AT
HOME. IT HAS ALLOWED
ME TO EMPLOY MORE
PEOPLE AND HAS
PREVENTED ME FROM
GETTING STUCK AT A
CERTAIN LEVEL.
store was a life saver for the business
during COVID-19 when my hair salon
was not allowed to trade. In general,
COVID-19 has given me a chance to
think and consider other opportunities,”
says Tshetlo. The business is vertically
integrated
offering
manufacturing
(Klahn), services (Hairtural) and retail
(Autum). The word Klahn is a play on
the word ‘clan’ and references finding
your natural hair tribe.
She has several plans afoot. These
include producing a new professional
treatment range to be sold in other
salons and a white label range for a
company that produces hair accessories.
These new developments put pressure
on the company to expand headcount
and invest in new machinery to increase
production.
She currently employs three staff
members in manufacturing at her unit
at Riversands Incubation Hub. She
moved in the Hub in late 2019. “Moving
into a physical space represented a
mental shift for me as I’m no longer
manufacturing at home. It has allowed
me to employ more people and has
prevented me from getting stuck at a
certain level. It signalled a huge shift in
developing new products and systems.”
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THE SWEET
TASTE OF
SUCCESS
Changing the ice cream game in Joburg
is Sinenhlanhla Ndlela, the entrepreneur
behind Yococo ice cream, a completely
vegan-friendly, dairy-free and flavourpacked sweet treat.
Ndlela is not yet 30 years old, but she’s the
founder of Yococo. With a background in
TV writing and post-production, Ndlela
taught herself all she knows about making
ice cream and running a small business
and her efforts earned her a spot on Mail
& Guardian’s list of 200 Young South
Africans for 2019.
Her swift journey to entrepreneurship
began at age 23 with a lifestyle change.
She had cut animal products out of her
diet but battled to find a satisfying dairyfree ice cream. And she loves ice cream!
In fact, some of her fondest childhood
memories include eating the sweet treat
with her grandmother. “I was raised by
my grandmother because my parents
were still teenagers, which meant they
still had to attend school. Fortunately for
me I was my grandmother’s favourite,
which meant that I got an extra scoop of
ice cream whenever my mom bought a
tub for us. That’s where my love for ice
cream started,” explains Ndela.
In addition to her dietary change, she
also began pondering the journey that
lay ahead following the completion of her
film studies. “I did a bit of self-discovery
and started thinking, ‘Is life all about
just working and accumulating?’ And I
realised I wanted to work towards having
a real purpose. I believe we’re all here to
serve. And for me, I think it’s to serve love.
And what do I love more than anything?
Ice cream.”
Ndlela started this fun trip of Yococo in
2016 in her apartment, with the help of a

few strangers from the building elevator who
dared to come and taste the ice cream in its
infancy. With the tag line ‘Scoops of Love’,
Yococo products are handmade, entirely plantbased – therefore kind to animals – and include
flavours that are loosely designed around the
seven chakras. Explaining what makes Yococo
unique, Ndlela says “It’s an energy-based brand,
it’s not just ice cream.”
At present, these inspired flavours include
turmeric-laced Golden Milk, Granadilla, Salted
Caramel, Mixed Berries, Chocolate, Beetroot
Chocolate, Stracciatella and Vanilla.
She
constantly
experiments
with
new
ingredients – the majority of which are locally
sourced – and uses no artificial ingredients or
colourants in her products. Because of its plantbased ingredients, Yococo isn’t just veganfriendly – it’s the perfect alternative to dairyfilled treats for those who are lactose intolerant
too.
Her one-woman show has since expanded
to include a few employees and Yococo now
supplies several health-focused grocers and
markets in South Africa. A key milestone for the
business is launching its own e-commerce store
to retail the range online. Customer deliveries
will only be for Gauteng-based customers at
the moment, with plans to expand in the future.
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Entrepreneurship is not plain sailing
and this young entrepreneur had
several obstacles along the way. “There
have been different challenges for
different stages of the business. When
I was starting out, I didn’t know what
was required from the business side of
things. I needed to get a bit of business
acumen. I also needed to believe in
myself and remind myself that I could
do this. Finances also were a challenge
for my small business.”
Ndlela’s
advice
to
wannabe
entrepreneurs is to start slowly: “Start
bit by bit. Don’t start your business at
the end, with your big dream of what
it should ideally be like, because then
you’ll think you’re going to need so
much money. Not all businesses need
capital to start, but rather to grow.
Assess your needs: can you start
small and build from there rather than
rushing the end-product?”

I DID A BIT OF SELF-DISCOVERY
AND STARTED THINKING, ‘IS LIFE
ALL ABOUT JUST WORKING AND
ACCUMULATING?’ AND I REALISED
I WANTED TO WORK TOWARDS
HAVING A REAL PURPOSE. I BELIEVE
WE’RE ALL HERE TO SERVE. AND
FOR ME, I THINK IT’S TO SERVE LOVE.
AND WHAT DO I LOVE MORE THAN
ANYTHING? ICE CREAM.
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A MAN FORGED IN THE FIRE
Jan Matli is the managing director and entrepreneur behind Pasiffire-SA, a fireproofing firm
based at Riversands Incubation Hub.

WHEN PEOPLE SAY
IT CANNOT HAPPEN,
GO AND SEE WHY IT
IS SO DIFFICULT. JUST
BECAUSE IT’S DIFFICULT,
DOESN’T MEAN IT’S
IMPOSSIBLE.

Matli had a twenty-year career in electronics
and telecommunications before switching
into fireproofing, a very niche construction
service. He saw an opportunity in fireproofing
as this was not a popular choice compared
to the crowded market of general building
and construction. He started his business
in 2012 but only officially registered it in
2013. “My electronics experience taught
me that a specialisation is important. Yes,
even business coaches will tell you about
diversification, but they also warn about
not becoming a jack of all trades,” says
Matli.
He decided to take an ‘uncharted journey’
as he knew nothing about fireproofing at
the time. This meant a great deal of selfstudy. He conducted his own research
and
established
relationships
with
manufacturers of products and materials
for fireproofing. He also gained certified

fireproofing accreditations with Hilti,
Micron, Mandoval Vermiculite and
Fitcher.
He funded the business from his savings
and made many personal sacrifices. “I
could not acquire a bank loan to start
the business because of a poor credit
record, so I relied on my own pocket. Even
though I had no outside investment, my
vision carried me through. Everything
big starts small.
My family did not
understand why I did not look for a new
job with all my qualifications!”
Today the business provides fireproofing
to contain fire in all types of buildings
including schools, shopping malls,
offices, mines and power stations. They
supply and install fire detectors and seal
all holes that allow for the passage of
fire or smoke from one area to another.
The materials that Pasiffire-SA uses help
create that important time needed to
allow people to vacate the premises
before the fire expands.
Matli is passionate about the life-saving
qualities of his products: “Our material
does not burn when exposed to flames;
our paint generates nitrogen and stops
the flames. As mentioned, in most cases
our paint, called Rockwool, stops the
fire. In hospitals or clinics, our ‘four-hour
rated’ materials allow people in ICU and
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disabled people enough time to vacate. It
also allows that vital time for fire fighters
to rescue people and goods.”
Pasiffire-SA
is
currently
largely
a
subcontractor
to
main
construction
companies like WBHO, Tiber, Iguana, GVK,
GD Irons, Probest and many more. The
company works with professional teams of
fire engineers and architects. They assist
in designs to prevent runaway fires and
advise in the flow of fire in buildings.
Matli has big visions for his company. He
wants to move Pasiffire-SA from being a
subcontractor to being a proactive voice
in the fire industry. This includes seeking
a partnership with the Department of
Infrastructure Development to ensure that
all government properties comply with fire
regulations.
He also wants to reach out to the
Department of Housing and Human
Settlement to assess and evaluate old
buildings in cities.
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Matli finds it satisfying that he is in the
business of saving lives, properties and
assets. “We need to be proactive with fire
because it kills and destroys assets. If your
property is not fireproofed, even if you pay
insurance premiums, your property will
not be covered today. People who value
to their property and lives need to call us.
It is important to be proactive, rather than
trying to react when there is a problem.”
Matli’s Christian faith has kept him going
during the tough times of establishing
a new business. His advice to aspiring
entrepreneurs is: “When people say it
cannot happen, go and see why it is so
difficult. Just because it’s difficult, doesn’t
mean it’s impossible.”
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ENVIRONMENTALLY INSPIRED
SOLUTIONS
Zethu Kunene and Siya Hlatshwayo founded Greenmovement, an energy-innovationcentric organisation that aims to create cost-effective, renewable and accessible energy
for the African continent.

Kunene was an environmentally
conscious teenager who always
wanted to make a difference. “In my
late teens I read that by the year 2015,
the total weight of plastic in the ocean
will outweigh fish. This forecast blew
my mind. I wanted to participate in
assisting with its preservation, which
lead to our informal establishment of
Greenmovement in 2012, and began
our operations in 2013,” says Kunene.
The company first started out in
waste recovery – going from dustbin
to
dustbin
collecting
recyclable
raw materials to resell to materials
recovery facilities.
Fast forward about two years when
Kunene managed to secure the first
established company to use his waste
recovery services, with the condition
of collecting and safely discarding
sawdust generated each week. He saw
an opportunity: “We understood that
we could definitely use the sawdust
as an input in our transformation and
conversion process - but had no idea
to what end.”
After a few months of hoarding
sawdust in the back yard, Kunene
began researching what to do with
the tonne of sawdust he had amassed.
He developed the first Woodie, a solid
fuel replacement for charcoal, coal and
firewood. Over the next few months
of late nights and trial and error,
he had a market-ready product. He
soon abandoned his waste recovery
services.
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DESPITE THE ECONOMIC
CONDITIONS, THEIR MAY
2020 SALES WERE UP
BY MORE THAN 1000%
COMPARED TO THOSE
OF MAY 2019. SINCE
THEN, GREENMOVEMENT
HAS BEEN GOING FROM
STRENGTH TO STRENGTH.

In February 2016, Greenmovement was
formally registered and since then has
established itself in the broad renewable
energy market. The Woodies product has
several advantages over burning other
products. “Woodies is a renewable energy
solution that is cost effective and speaks to
the needs of the communities in our midst.
Through a unique combination of biomass
materials, Woodies have been designed to
provide thermal heat with lower emissions.
Our product burns cleaner than competing
solid fuels and contains no hazardous
substances,” comments Kunene.
In 2020, the company moved into Riversands
Incubation Hub. COVID-19 and national
lockdown presented Kunene with the
opportunity to take a giant step back and
reassess his business model. The initial 21day hard lockdown drastically slowed down
the economic activity in the country, allowing
Kunene and his team to focus solely on his
business strategy. “Due to the impact of the
national lockdown, we worked under the
theoretical notion that the circumstances put
all businesses, small and large, on the same
foot, a kind of ‘clean slate’ that disarmed
traditional barriers of entry,” he adds.
With this mindset, the company managed to
penetrate the market and gain market share.

Despite the economic conditions,
their May 2020 sales were up by
more than 1000% compared to
those of May 2019. Since then,
Greenmovement has been going
from strength to strength. “My
biggest lesson from the national
lockdown
and
the
COVID-19
pandemic is that as a business we
should never remain content and
complacent. Consistently forming
new partnerships and networks
will allow for larger economic
participation through leveraging
services and products,” says Kunene.
Kunene believes that South African
youth must create their own
opportunities instead of simply
seeking employment. “It’s a lovely

sight to see that the youth of
South Africa are no longer holding
onto age-old linear ideologies
of attaining formal education to
finding employment. The new
age is not only looking to achieve
financial security but also achieving
a satisfactory state of mental health,
begging the question ‘does this
job make me happy?’ This leads to
thousands of South African youths
opening small businesses in varying
fields of service.”
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TEXTILE UPCYCLING PROJECT
Inspiring women improve the lives of their families and beyond

FAST FORWARD FIVE YEARS
AND THE WOMEN ARE SELFSUFFICIENT, SUPPORTING
MULTIPLE FAMILIES. THEY
OWN THEIR INDUSTRIAL
SEWING MACHINES AND
PRODUCE BAGS FOR PEOPLE
FROM DIEPSLOOT AND
PRETORIA TO LIMPOPO AND
QWAQWA.

Visiting Unit 4, Block 2 at Riversands
Incubation Hub is akin to finding oneself
in a bustling marketplace. Everyone in
the group shows up bright and early
each morning and can be found cutting,
measuring, sewing and creating goods
until well past the time when most people
would have called it a day.
Project manager Lise Kuhle – the
entrepreneur behind Eco Smart – has been
involved since its inception in January
2015 when Coca-Cola South Africa
sponsored the initial set-up. One of the key
requirements of the seed funding was that
the project should continue beyond the
period of Coca-Cola’s involvement and the
fact that the project continues to flourish
certainly ticks that box!
Kuhle did a sterling job of initially piloting
and then rolling out all that was required
to get the show on the road. The project
was included in Coca-Cola’s global

initiative 5by20 to enable the economic
empowerment of five million women
entrepreneurs across the company’s
value chain by 2020. The upcycled
billboards that are used to line the
bags the ladies produce qualified it for
inclusion on the programme.
Fast forward five years and the women
are
self-sufficient
and
supporting
multiple families. They own their
industrial sewing machines and produce
bags and other goods for people from
Diepsloot and Pretoria to Limpopo and
Qwaqwa.
This year has seen these women refine
their sewing skills and grow their markets
in creative ways to steadily increase their
respective incomes.
Queen Dakada’s business Afrolace is
producing shopping bags by the score
at the moment to take advantage of
the fact that most people prefer to take
their own bags rather than buy plastic
carriers. When the production line is in
full swing, Afrolace churns out as many
as 10 bags in a single day. Pretoria has
proved to be a lucrative market for this
micro business.
Kgadi Textile Design was started by
Gloria Makote and is now thriving thanks
to a contact at Olivedale Hospital who
sells the backpacks and handbags to
just about everyone who works at the
healthcare facility.
Agnes Malepe was known by her late
mother as a radio because of her cheery
voice. Her business, Epelema Designs
is doing well because of the variety of
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bags which Agnes designs and makes.
Many women buy one of each design!
When Barbara Moyo from Mahwatshu
Designs shows up to start her day, she
knows that her neighbours from Diepsloot
as well as from Riversands will be eager to
buy the storage bags which she produces.
Another business making giant storage
bags was started by Menet Legwabe.
Her Selogadi Designs has found a ready
market in the area surrounding Riversands
Incubation Hub and customers keep
returning for more when they realise how
handy it is to store glasses, blankets or
clothes in these sturdy, zipped cubes.
Veronica Fana’s business TATMW Designs
is well known in the Riversands community
because she and her husband support
three families. Veronica is extremely
motivated and produces travel as well as
overnight bags for customers principally
in Limpopo. Occasionally she calls on her
sister Mashome to help with production to
keep up with the orders which stream in
from the North of the country.
With so many women producing bags,
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Ruth Tivani has extended her production
to include bed linen and soft furnishings.
Her business, Rhulani Designs, generates
sufficient income to support three people
in Diepsloot comfortably.
Tsakan Machebele is truly passionate
about sewing, which is just as well because
her micro business Tsakan Surprise Bags
attracts customers from Limpopo, where
family members take orders for school
bags, backpacks and other customdesigned bags which are transported by
taxi to customers.
Maria Mochesane from Maria Designs
has enlisted the help of her sister-in-law
from Qwaqua in the Free State to sell the
bags she produces. This sales channel has
proved to be successful enough to support
four people. Mochesane would be most
willing to make bags for local customers as
well.
These micro business owners are an
inspiration within the Riversands campus
and their hard work, creativity and
dedication have transformed their lives –
and the lives of their extended families.

For partner and sponsorship enquiries:
www.riversandsihub.co.za
011 012 4600
info@riversandsihub.co.za

Production team
Editorial: Victoria Williams and Anne Vicente
Design and layout: Carien van Eeden

