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ABOUT THIS REPORT

In compiling this Report, we are guided by King III, the 

International Integrated Reporting (IR) Framework and the need 

to comply with disclosure requirements of the South African 

Companies Act, the JSE Listings Requirements, SAICA financial 

reporting guides issued by the Accounting Practice Committee 

and with International Financial Reporting Standards (“IFRS”). 

The Board is currently reviewing the conversion to the new 

King IV Code and will incorporate this in the 2018 Integrated Report.

The Board acknowledges its responsibility for the integrity of this 

Report, has applied its collective mind to this Report and, in their 

opinion, it addresses all material issues and presents fairly the 

integrated performance of the Group.

MATERIALITY
This Report aims to provide a balanced, accurate and accessible 

assessment of our strategy, performance and prospects in relation 

to the material financial, economic, social, environmental and 

governance issues. These material focus issues which were 

determined taking into account both quantitative and qualitative 

criteria, are the key concerns of our stakeholders and matters that 

are material to our strategic objectives, risks and the sustainability 

of our business model.

FORWARD-LOOKING STATEMENTS
This Report includes forward-looking statements that include 

assumptions, uncertainties and similar risks and, thus, the actual 

result may be different to that anticipated. Words such as believe, 

anticipate, intend, seek, will, may, could, and the like identify these 

forward-looking statements, but not exclusively so. Forward-

looking statements only apply as at the date of this Report and ARB 

does not undertake to update these forward-looking statements 

other than in the half year or full year results announcements.

ASSURANCE
ARB applies a combined assurance model that seeks to match 

the risk areas affecting the Group with assurance obtained from 

management, together with internal and external risk assurance 

providers. Management provides the Board with assurance that 

it has implemented and monitored the Group’s Risk Management 

Plan and that it is integrated into the day-to-day activities.

The internal audit function, overseen by the Group’s Audit 

Committee, assesses the effectiveness of ARB’s systems of 

internal controls and risk management.

PKF Durban provides external assurance on the fair presentation 

of the Annual Financial Statements. Their scope does not include 

any financial or operating indicators contained elsewhere in this 

Integrated Report. The Group’s BEE compliance is also externally 

assessed and audited.

The Audit Committee, as well as the Board, have considered the 

exposure to sustainability risks and have concluded that it is not 

necessary to engage an external assurance provider to provide 

assurance on this Integrated Report.

The Board of Directors of ARB Holdings Ltd (“ARB”) is pleased to present this Integrated 

Report for the year ended 30 June 2017. This Report marks an evolution towards enhanced 

integrated reporting, and seeks to provide our shareholders, clients, employees, investors, 

analysts and other interested parties with a transparent and understandable assessment of 

the context in which we operate, our strategies, risks, how we manage our governance, social 

and environmental responsibilities and the performance of the Group for the year.

This Integrated Report is also available online at www.arbhold.co.za together with the 

King III compliance register. The Board welcomes feedback on this Report from stakeholders. 

Please contact the Chief Financial Officer at grants@arbhold.co.za with any  

questions or queries.
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Getting to know ARB

GROUP AT A GLANCE

ARB Electrical Wholesalers

ARB Connect

ARB Global

Elektro Vroomen

CED

ELECTRICAL  
DIVISION

Eurolux

Cathay Lighting

Crabtree J.V.

LIGHTING  
DIVISION

ARB Holdings 

ARB IT Solutions

CORPORATE  
DIVISION

ARB Electrical Wholesalers is one of 

Southern Africa‘s largest distributors 

of electrical products.

Operates out of 22 branches across 

South Africa, with presence in all  

nine provinces.

Provides a wide range of internationally 

recognised and SABS approved products 

across three main categories: power 

and instrumentation cable, overhead 

line equipment and conductors, and 

general low-voltage products.

ARB Holdings holds a 100% interest in 

ARB Global and CED and a 74% interest 

in ARB Electrical Wholesalers, which in 

turn owns 100% of Elektro Vroomen.

Eurolux is a leading importer and 

distributor of energy-saving, LED, 

halogen and fluorescent lamps, light 

fittings, electrical accessories and 

ancillary products including fans and 

lighting components.

Operates out of two custom-designed 

distribution centres in Johannesburg 

and Cape Town and sells to retail 

chains, independent DIY and hardware 

chains, as well as to resellers such  

as specialised lighting shops and 

electrical wholesalers.

ARB Holdings holds a 60% interest in 

Eurolux, which in turn owns 100% of 

Cathay Lighting.

ARB Holdings is an investment holding 

company for businesses involved in the 

trading and distribution of electrical, 

lighting and related products.

ARB’s property portfolio, which includes 

14 properties valued at R188m, is 

housed under the Corporate Division.

The Corporate Division performs a 

centralised treasury function for the 

underlying operating subsidiaries  

and provides strategic leadership to  

the Group.

ARB Holdings holds a 100% interest in 

ARB IT Solutions, which provides the 

Group and other third party clients with 

specialist IT software and hardware 

services and support.
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OUR PRESENCE

ORGANISATIONAL CHART
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Getting to know ARB

GROWTH AND EXPANSION STRATEGY

ARB’s growth and expansion strategy is focused on the following:

New branch openings 

and strategic acquisitions 

to further expand the 

branch network and 

enhance the proximity  

to market.

Product extension 

through the introduction 

of new products.

Market share growth 

through securing 

additional customers.

Entering new markets 

through broadening the 

product offering.

Further diversification 

through the acquisition  

of trading and distribution 

businesses in related 

industrial/consumer 

products.

ELECTRICAL  
DIVISION

CORPORATE  
DIVISION

LIGHTING  
DIVISION
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INDUSTRY OVERVIEW

The Group services predominantly the South African electrical 

supply market with a strategy to expand into sub-Saharan Africa 

(“SSA”). Within the SSA market, South Africa has the lion’s share 

of the power generation capacity, with an installed base of 

45 GigaWatts (“GW”) compared to Zambia (2,3 GW), Angola  

(1,15 GW), Botswana (0,9 GW) and Namibia (0,47 GW). Although 

SSA currently consumes less power than Brazil, by 2040 its 

demand is projected to reach a level equal to 2010 consumption 

of both Latin America and India combined. With such growth 

rates, the industry should enjoy many years of growth.

This electrical supply market is segmented into several dimensions: 

Power size segments – “low voltage” (less than 1 kiloVolt), 

“medium voltage” (1KV to 132KV), “high voltage” (132KV to 

400KV) and a limited “very high voltage” sector (greater than 

765KV). In South Africa, these segments are largely determined 

by Eskom where Eskom’s Distribution Division manages the 

medium voltage sector and their Transmission Division manages 

their high voltage business.

Distribution channels to (1) the “formal market” generally power 

supply utilities (such as Eskom, Zesco, Copperbelt Electrical 

Company, etc.), municipalities and large users such as mines 

which tend to procure directly from the Original Equipment 

Manufacturers (“OEMs”) on long-term contracts and (2) the 

“informal market” comprising electrical wholesalers, cable 

traders, large retail chain stores and other general retailers 

which sell to electrical contractors and end-users on a transaction 

by transaction basis.

Product types are largely categorised into (1) cable (copper and 

aluminium power cable, communication cable, etc.), (2) Overhead 

Line (“OHL”) products (cable, structures and metalware for 

overhead line power supply) and (3) “low voltage” (a very large 

category of equipment and accessories ranging from commodities 

to specialist products covering wire, switches, sockets, conduit, 

cable management systems, light fittings, lamps, solar 

accessories, transformers, switchgear, tools, etc.) used by the 

informal market.

The Group services predominantly the informal market with 

cable, OHL and low voltage products sourced from (1) local 

manufacturers (Aberdare Cables, CBI, South Ocean Cables, 

Crabtree, Pfisterer, etc.), (2) local agents of international 

manufacturers (Schneider, ABB, Legrand, Osram, Siemens, 3M, 

etc.) and (3) products imported directly from overseas (Chint, 

ACCC, South Wire, etc.).

These products are sold to large, medium and small electrical 

contractors, commercial and industrial projects and maintenance 

users, retail chain stores (Eurolux), DIY users, and the like. While 

there are very limited direct sales to Eskom, mines and 

municipalities, the lion’s share of the electrical contactor’s sales 

are to these three categories of customers. 

The Group’s largest competitors are cable traders and other 

electrical wholesalers, several of which have formed a collective 

buying group, and occasionally the Group’s own suppliers.

Standards play a pivotal role in the quality of products which are 

sourced and distributed by the Group. In South Africa, there are 

three sets of stringent laws that enforce standards and 

criminalise non-compliance: the Occupational Health and Safety 

Act (OSH Act of 1993) with its own “Electrical Installation 

Regulations” requiring certificates of compliance for all 

“premises”, the National Regulator Compliance Standards Act 

(NRCS Act of 2008) and the South African National Standards Act 

(SANS Act of 2008). SABS/SANS are responsible for publishing 

all standards which are based on local adaptions to the 

International Elektro-technical Commission (“IEC”) standards. 

Once a standard is adopted by SABS, the NRCS reviews the 

standard and compiles a VC standard, which is gazetted by the 

Department of Trade and Industry. A Letter Of Authority (“LOA”) 

is required to confirm a product’s compliance with VCs.  

A Regulators Compliance Certificate (“RCC”) is required 

confirming compliance with SANS codes (such as the Wiring 

Code SANS 10142). LOAs and RCCs are valid for three-year 

periods and can be extended by another two years. 

Manufacturers and importers require LOAs/RCCs for products 

covered by these standards. These standards are enforced by the 

government (Customs, border police, the NRCS, Department of 

Labour, municipal inspectors, etc.) and local “watchdog” 

organisations such as Safe House and the Electrical Contractors 

Association (“ECA”), which requires accredited members to 

maintain these standards. Eskom also has its own adaptions to 

these SABS standards, which it enforces in its own procurement 

processes and those of its electrical contractors.

While all countries in SSA do have similar quality standards, 

enforcement and policing in the informal market is less vigorous 

and neighbouring countries have seen large volumes of imported 

low-quality products flooding the markets in recent years. Some 

countries like Zambia are now believed to be wanting to return to 

better quality standards.



|  ARB Integrated Report 20178

Getting to know ARB

BUSINESS MODEL

Credit funding

Lo
ca

ti
on

Range

  Thorough customer 
knowledge

  Backed by credit insurance
  Any store – one account
  Central control, local 

relationship

  One-stop shop
  Wide range for target 

customers
Cables | Overhead line
Low voltage | Lighting
Renewables

  Close and 
convenient

  Simple picking 
solutions

  Web store 
alternative

STRATEGIC 
PLANNING 
MODEL

TO SUPPORT, SOLVE AND SIMPLIFY
OUR PURPOSE

INPUTS/CAPITALS BUSINESS ACTIVITIES/VALUE ADDS

HUMAN CAPITAL

Skills of our workforce: whose skills and efforts enable us to 
meet customer needs

Trading ability of our traders

Ongoing training and skills transfer

Initiatives to “make a plan” and assist a customer

Attracting, retaining engaged employees

INTELLECTUAL CAPITAL

Product knowledge: customer value add

Sourcing knowledge: best product at fair price

Standards and specification knowledge

Brands and brand awareness

SOCIAL CAPITAL

Relationships with: 

Customers 

Suppliers

Communities

Funders

FINANCE CAPITAL

Investments in assets required to deliver against our objectives

–  Right stock range to meet customer requirements

–  At locations convenient to where customer needs it

– Provide credit to customers to fund projects

C
ustom

er know
ledge

Logistics

Sourcing

  Procurement  
advantage

  Procurement  
automation

  Supplier knowledge/ 
support

  Skilled central  
procurement staff

  Collection and delivery
  Own delivery fleet
  Central DC branches
  “Connect” stores close  

to customers

  Needs and  
requirements

  Focus on service
  Make a plan to  

solve a problem
  Technical 

assistance
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Credit fu
nding

Location

Range

  Thorough customer 
knowledge

  Backed by credit insurance
  Any store – one account
  Central control, local 

relationship

  One-stop shop
  Wide range for target 

customers
Cables | Overhead line
Low voltage | Lighting
Renewables

  Close and 
convenient

  Simple picking 
solutions

  Web store 
alternative

STRATEGIC 
PLANNING 
MODEL

BUSINESS ACTIVITIES/VALUE ADDS OUTPUTS/OUTCOMES

CUSTOMER SATISFACTION

Repeat business

Problems solved

Stronger brands

Long-term relationships

CHALLENGED AND ENGAGED STAFF

Trained and developed

Happy work environment

Share in wealth generation

LOW IMPACT ON THE ENVIRONMENT

Low carbon footprint

Solution for disposal of problem products

Low water use and contamination

Electrifying the country

PAYMENT OF TAXES

Contribute to country development

Improved social and economic wellbeing

Good corporate citizen

UPLIFTMENT OF COMMUNITIES

Financial support

Time support

Product support

RETURNS TO FUNDERS

Secure return on investments

OUR VALUES

PUT PEOPLE FIRST MAKE A PLAN STAY DRIVEN STAY HUMBLE

Credit fu
nding

Location

Range

  Thorough customer 
knowledge

  Backed by credit insurance
  Any store – one account
  Central control, local 

relationship

  One-stop shop
  Wide range for target 

customers
Cables | Overhead line
Low voltage | Lighting
Renewables

  Close and 
convenient

  Simple picking 
solutions

  Web store 
alternative

STRATEGIC 
PLANNING 
MODEL
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Getting to know ARB

SHARE TRADING STATISTICS

Month
High 

(cents)
Low 

(cents)
Close

(cents)
Volume 

(000’s)
Value 

(R000’s) VWAP

July 2016 560 470 560 465 2 407 517,04

August 2016 605 475 605 2 364 12 571 531,75

September 2016 610 470 590 7 902 47 406 599,90

October 2016 630 550 630 1 725 10 115 586,28

November 2016 630 550 620 682 4 175 612,31

December 2016 630 570 630 687 4 158 605,67

January 2017 630 555 630 108 666 618,03

February 2017 680 595 650 1 472 9 289 631,09

March 2017 670 585 667 1 531 9 641 629,83

April 2017 668 550 649 3 969 24 439 615,67

May 2017 649 558 635 259 1 602 617,58

June 2017 640 520 630 237 1 483 626,14

12 months 680 470 630 21 402 127 952 587,86

Number of shares traded as a % of 

 � Free float 20,24%

 � Total shares 3,39%

Market capitalisation (million) 1 480m

Share performance

Opening price July 2016 550

Closing price June 2017 630

% gained for the year 14,5%

PE ratio (EPS) 10,1

ARB share price Share index
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