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Together, furtherlatam.com

We are taking off  to a new continent.

We’re fl ying to South Africa from October 2016. Connecting travellers directly 
between Johannesburg and São Paulo and from there, on to our 115 Latin 
American destinations. Discover mountains, forests, deserts and all of the 
wonders that our region holds for you. 

For more information contact our dedicated Africa partner, Border Air on
+27 11 781 2140 or email us at latam@border-air.co.za.

Together in Latin America.
LATAM and you



With a team of professionals that will support you,  
your dream event can become an unforgettable reality.

At Sandton Convention Centre, our award-winning 
multi-purpose venue is complemented by a passionate 

team of highly skilled individuals waiting to provide 
you with everything you need to host a successful 

event. With state-of-the-art facilities and venues to 
suit events of any size, type or budget, ideally located 
in the heart of Joburg, this is a space to shape ideas.

If you’re looking for a proven leader in the event  
industry, give us a call on +27 11 779 0000.

A SPACE
TO SHAPE 

IDEAS

www.sandtonconventioncentre.com

CONVENTION CENTRE
POTENTIAL RELEASED

SANDTON

JOHANNESBURG | SOUTH AFRICA
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I had a very interesting conversation recently with one of 
my longest standing industry colleagues. What came out, 
which has been with me ever since, is how do we stay true 

to ourselves? It really hit a cord and made me think about our 
industry and how we sometimes adapt to suit our clients' needs 
and call it "flexibility" when, in fact, we are actually crossing 
boundaries that we would probably never consider if times 
were different.

As my six-year-old son recently said to me – we have to be 
good so we don’t go to the "dark side". Maybe he has been 
watching too much Star Wars, but this made we wonder what is 
our industry’s "dark side"?

In all the years I’ve been in the industry, the one thing that has 
always been a bone of contention is, does business events fall 
into the leisure tourism category? 

Quite frankly, it is a resounding no! 
However, there are some that may argue that we sometimes 

lapse into each other’s realms.

Business events 
is multi-faceted. 
It encompasses 
conferencing, 
meetings, 
exhibitions, 
incentives and 
events. Events 
is where I think 
sometimes there is a 
cross over between 
leisure and business 
events. It is a 
fine line. 

For instance, 
a wedding is an 
"event", but it 
definitely isn’t 
business events. Neither is a private party that isn’t linked to any 
conference, exhibition, incentive.

Leisure and business events can definitely complement each 
other, but quite honestly, business events is worth a lot more to 
a destination. 

A business events delegate spends an average of three times 
more than a leisure traveller ever would. 

However, the business events delegate can become the leisure 
traveller and vice versa.

In 2012, South African Tourism made a concerted effort to 
acknowledge the business events sector as a separate entity 
to leisure. They did this by launching the South Africa National 
Convention Bureau. 

In just four years the country has seen huge dividends with the 
increase of business events coming into the country.

In this edition, we look at the SANCB and what role it plays and 
its successes over the years.

Amanda Kotze-Nhlapo, head of this division and her team 
have to be commended for all their hard work and for keeping 
South Africa, as a business events destination, top of mind locally 
and internationally. Well done.

 In closing, next time you consider being "flexible" ask yourself 
– what is your core business? Consider the consequences 
of taking that leap. Remember, leisure tourism is not 
business events. 

In a world of much turmoil and often uncertainty it is often 
easy to sway from our core functions, positions and values. 

Business events 
is not leisure



BOOK YOUR YEAR-END FUNCTION AT THESE FINE PEERMONT RESORTS: 
EMPERORS PALACE in Johannesburg, GRACELAND in Secunda, UMFOLOZI in Empangeni, 
RIO in Klerksdorp, KHORONI in Thohoyandou, FRONTIER INN in Bethlehem, MMABATHO 
PALMS in Mafikeng, THABA MOSHATE in Burgersfort, UMODZI PARK and BICC in 
Lilongwe, Malawi, THE GRAND PALM and GICC in Gaborone, Botswana.

FOLLOW US

Ensure your Year-End Function or Office 
Christmas Party is a spectacular success. 

Peermont Resorts offer a superb choice of 
multipurpose venues catering from 20 to 
1500. Choose from specially priced menus, 
tailored to suit your palate and your budget!

YEAR-END FUNCTION PACKAGES INCLUDE: Complimentary Welcome Drinks, Venue Hire, Décor, Linen, 
Christmas Hats and Crackers, and a choice of Set or Buffet menus.

Bookings open from 
15 September to 15 December 2016.

Call Peermont Group Sales TODAY on 011 928 1903 or email: sales@peermont.com

Try our selection  
of Set and Buffet 
Menus priced from 
only R130 per person.  
Great Value!
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The new shows are Futuroad Expo 
(Africa’s international commercial 
vehicle show), Scalex Johannesburg 

(South Africa’s leading trade fair for 
transport systems, infrastructure and 

logistics solutions) and REIFEN (the world’s 
largest trade fair for the tyre industry).

All the shows will be organised by SA 
Shows Messe Frankfurt, a wholly-owned 
subsidiary of Messe Frankfurt Exhibitions 
of Germany. The local subsidiary, based in 
Sandton, is headed up by chief executive 
officer, Konstantin von Vieregge.

The announcement was made by 
Michael Johannes, vice-president for 
mobility and logistics at Messe Frankfurt in 
Germany, at an Automechanika Johan-
nesburg media conference held at the SA 
Festival of Motoring at Kyalami recently.

“This is a huge boost for businesses 
operating in the automotive and transport 
environments not only in South Africa, 
but also in sub Saharan Africa,” said show 
director Philip Otto. “We believe this will 
now be a particularly attractive offering for 
business people north of our borders as we 
offer four specialised shows at one venue 
over a four-day period.

Three new shows to co-locate with 
Automechanika Johannesburg in 2017 

“We expect a significant jump in visitors 
from outside South Africa compared to 
the numbers that visited Automechanika 
Johannesburg when it was a standalone 
show. The new arrangement enables us to 
optimise the synergies that exist between 
the industry sectors served by these related 
trade fairs,” Mr Otto added.

Next year’s Automechanika 
Johannesburg will mark the fifth time that 
this world-renowned trade fair for the 
automotive aftermarket has been staged 
in South Africa since the inaugural event 
in 2009.

Messe Frankfurt, the owner of the 
Automechanika brand, is in the process 
of co-locating the established REIFEN tyre 
expo brand with Automechanika trade 
fairs worldwide. 

The Futuroad Expo replaces the 
Johannesburg Truck and Bus Show and 
will now be part of a four-day business-to-
business trade fair instead of being located 
at an 11-day consumer exhibition.

Scalex Johannesburg 2017 is an 
innovative and pioneering trade fair for 
the logistics sector to provide a dynamic 
business platform for this vital cog in the 
global economy. 

It is with mixed emotions that Durban 
ICC bids farewell to Nicolette Elia-
Beissel. 

After eight years with the Durban 
ICC, Ms Elia-Beissel takes up her new 
position in Paris as programme manager 
for UFI, the Global Association for the 
Exhibition Industry. 

The Durban ICC would like to express 
its sincere appreciation for her invaluable 
contribution to the leadership and good 
governance of the company during 
her time at the Durban International 
Convention Centre. 

She was appointed in 2008 as 
exhibition manager, before being 
promoted to operations director in 2011. 

Apart from her five years in the 
director’s chair, she also held the reins 
of the company for a period of nine 
months as acting chief executive officer 
between July 2014 and March 2015. 

The African Business Travel 
Association (ABTA) has appointed 
Jeanette Moloto as its new 

regional manager: Africa. 
Ms Moloto previously held the position 

of sales manager: Africa & Airlines for 
Protea Hotels by Marriott.

Monique Swart, ABTA founder, said: 
“We are so excited to 
have Jeanette on board. 
She brings with her a 
wealth of knowledge 
and expertise about 
business travel in 
Africa, having travelled 
extensively across the 
continent over the past 
five years.  

“Jeanette’s 
exceptional people 

skills, strong industry network and passion 
for the travel industry makes her an 
extremely exciting new addition to the 
ABTA team. We have no doubt her energy 
and enthusiasm will help us take ABTA to 
new heights.”

Ms Moloto said: “ABTA is offering 
me exactly the opportunity I have been 

looking for which is 
to be able to make 
a difference to travel 
communities across 
Africa and sink my 
teeth into an exciting 
new challenge with a 
brand that is so well 
respected among 
corporate travel 
professionals. I can’t 
wait to get started.”

Next year’s Automechanika trade fair for the automotive 
aftermarket, which takes place at the Johannesburg Expo 
Centre from September 27-30, will be co-located with three 
new, related shows.

ABTA announces new regional 
manager for Africa

Nicolette joins UFI
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If you can make a difference to one 
child, you can change a community,” 
says Craig Newman, chief executive 

officer of the JEC. At his recent 10-year 
anniversary celebration as chief executive 
officer, Mr Newman asked guests to bring 
blankets with them, which were donated 
to the children of Inkwenkwezi Primary 
School and Riverlea Primary School. 

“We collected more than 700 blankets, 
but we also had an amazing team of 
sponsors who each donated generously 
towards this cause,” says Mr Newman.

“We managed to help with repairs and 
refurbishments around the schools and we 
could give the children food and clothing to 
help them through winter.” 

Over the past six years, the JEC has been 
involved in numerous CSI initiatives at 
Inkwenkwezi Primary School. 

“We are extremely grateful for the 
donations and constant support we receive 
from the JEC and its associates,” says 
Thembeka Mbane, head of department 
of Inkwenkwezi Primary School. 

Fun and goodwill at the 
Expo Centre 

“From the clothing, to the stationery 
and the food that was donated, we 
cannot express how thankful we are to 
all involved.” 

The sponsors included Pioneer Foods; 
Pick ‘n Pay, Greenside Primary School, Signs 
& More, Spinnercom Media, IDM Cement, 
Afrisam, Prodec Paints, Expo Guys and 
Tile Africa.

“As an entity, we truly believe in CSI and 
in giving back to the community,” says 
Kabelo Mokoena, financial manager at 
Pioneer Foods. 

“Children are the cornerstone of our 
future and as an organisation, we aim to 
empower the youth in any way possible.

“This partnership with the Expo Centre 
has given us a wonderful platform to 
create and to be a part of something 
amazing. We hope we can grow this union 
going forward.”

Says Chantal de Koker, general 
manager of IDM Cement: “Nelson Mandela 
idolised children and the JEC is a highly 
respected organisation. 

On behalf of its annual Corporate Social Investment (CSI) initiative for Nelson Mandela 
Day, the Johannesburg Expo Centre (JEC) prepared, refurbished and made a donation of 
700 blankets to two schools.

“Both of these factors match our modus 
operandi and complement our chief 
executive officer’s belief that children are 
the most important investment of our 
country. Our children are our future.” 

Says Mr Newman: “On behalf of Riverlea 
Primary School and Inkwekwezi Primary 
School, I would like to thank all our 
sponsors for their incredible contributions 
towards this initiative. 

“You have made a huge difference to 
the lives of these children and together, we 
have given them the tools to better their 
education and forge a better future for 
themselves.” 

Expo Centre Year-end 
Packages 
Make your year-end function an event 

to remember at Milner’s Restaurant in 

the Johannesburg Expo Centre, Nasrec. 

Choose between three carefully selected 

packages (but not restricted to) catering 

for up to 250 guests and more. 
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The four-star Peermont Walmont 
hotel has received an elegant make-
over on three floors of the hotel as well 
as the junior and presidential suites, 
making any stay-over at Graceland a 
memorable occasion. 

The gym has also received a smart 
refurbishment and the Rootz Boutique 
Spa offers massages and other health 
and beauty treatments for the weary 
road warrior.

When it comes to dining, guests are 
spoilt for choice with a wide selection of 
eateries from which to choose. The Blue 
Bayou restaurant remains the perfect 
venue for a special occasion and received 
an elegant softs refurbishment, and the 
new stacker doors, opening 
up the venue onto the pool terrace. 

Madison’s Bistro and Family 
Restaurant is also a firm 
favourite with its New York 
Loft-style décor, and all-
American menu. 

Family Restaurant, the sensational, new 
cocktail venue – Moo Bar, upgraded pool 
and leisure facilities, and a feast for the 
senses at Rootz Boutique Spa. 

For the business traveller, Graceland 
offers superior corporate rate agreements, 
which together with the Crown Key Hotel 
Rewards programme, designed specifically 
for the business and government traveller, 
ensure that your stay and benefits are 
so much greater than your average city 
hotel or guest lodge. The resort also offers 
free Wi-Fi to all visitors, with 500 mb per 
device per day.

Located in Secunda, Graceland Hotel, Casino and 
Country Club, has over the past two years, undergone 
a R60-million refurbishment programme – making 
it Mpumalanga’s preferred entertainment and 
hospitality destination for business travellers, golfing 
enthusiasts and families.

First opened in July 1997 as the 
“new” South Africa’s first official 
licensed casino, Graceland has 

modernised and opened many new 
facilities to cater for changing customer 
demand, including a newly-styled main 
casino, and the new Rockefeller’s Privé, 
VIP parking, upgraded hotel rooms at 
the four-star Peermont Walmont hotel 
and gym facility, upgraded golf course, 
improved entertainment areas for children, 
including a revamped video games arcade 
and modular play area at Blue Bayou, the 
New York loft-style Madison’s Bistro and 
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A welcome addition to Graceland is the 
opening of a sensational new food and 
beverage venue – Moo Bar. 

This innovative cocktail bar is ideal for 
pre- or post-dinner drinks, or for after- 
conference refreshments, catching the 
game or enjoying a lazy Sunday afternoon 
in the company of family or friends.

For conferences and events, Graceland 
is dedicated to offering excellent food, 
a variety of venues and superb value 
for money. 

The Limelight Cinema Theatre can be 
used as a 120-seat presentation venue 
with permanent staging facilities for 
lectures, seminars and presentations. 
The versatile Liberty Hall features a 
pre-assembly area and a convention 
room – that can be sub-divided into 
two rooms of equal size and the multi-
purpose, Graceland Arena can seat up to 
1 200 people. 

Due to the design of this venue and 
the availability of a comprehensive range 
of audio, lighting, video and staging 
equipment, it provides for almost any kind 
of event. 

A highly advantageous new development 
at the resort is its recent association with 
Team Build Alliance, to offer professionally 
facilitated teambuilding activities as an 
add-on to conferences and seminars. 

There are various teambuilding packages 
to choose from – all designed to infuse 
organisations with new enthusiasm and 
challenge teams mentally and physically. 

Further, the new Thunder Valley 
Entertainment Centre, with its slick 
310 go-karting track, is the ideal fun 
teambuilding activity. 

GRACELAND, in association with 
Team Build Alliance, have launched 
exciting teambuilding packages designed 
to mentally and physically challenge 
teams, organisations and schools. The 
activities are spread out across the 
44 hectare property with participants 
undertaking various tasks, similar to the 
Amazing Race.

The Minute-to-Win-it challenges 
are designed to bring out the best in 
participants, with a variety of activities 
perfectly suited for different age groups 
and physical capabilities.

These packages are also great add-
ons for conference organisers and a 
welcome distraction for conference 
delegates who would like to get their 
adrenaline pumping. 

Teambuilding is child’s play

Boasting 17 years’ experience, Team 
Building Alliance have created a variety of 
fun-filled activities that are guaranteed to 
stimulate individuals and challenge teams. 
They offer a variety of packages, including 
full day sessions that can accommodate 
both small and large groups. 

For those who would like to combine 
their trip with accommodation, the 
graceful and newly-decorated four-star 
Peermont Walmont hotel offers 98 rooms 
and suites, many featuring panoramic 
views over the golf course or pool terrace. 
Inclusive of breakfast at the Blue Bayou 
restaurant, the rooms offer the comforts 
of a home-away-from-home, including 
complimentary 500mb Wi-Fi per day, 
per device and the luxury of 24-hour 
room service. 

at Graceland

For more information or hotel 

bookings, visit www.graceland.co.za, 

call +27 (0)17 620 1000 / 1102 or contact 

Peermont Central Reservations on 

+27 (0)11 928 1928 or 0860 777 900. To 

book an event, contact Peermont Group 

Sales on 011 928 1903 or email sales@

peermont.com. Graceland is a Peermont 

resort. Connect with us on Facebook 

GracelandResort or follow us on Twitter 

@GracelandCasino. 
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Come the end of the year, corporates 
try to find a venue, within budget, 
for its staff year-end function. 

While lunch will suffice, it’s a tad boring 
and doesn’t have everyone rushing from 
their desks. 

This five-star Newtown venue is the only 
beer-themed venue in South Africa. Guests 
can enjoy guided beer tastings or beer and 
food pairings with one of SAB’s brewers. 

WHO? (AND WHERE?)
SAB World of Beer, based in trendy 
Newtown in Johannesburg. 

WHAT?
Beer themed year-end functions in a 
private venue, catering between 30 and 
50 people.

OFFERING A CHOICE OF PACKAGES:
Tailor-made packages with set menus and a 
beer tour offering are available. 

Beer tour & beer and food pairing
Complete a beer tour to build up an 
appetite and then enjoy a five-course beer 
and food pairing. 

Book your beer-themed 

WHEN?
From 1 September 2016 to 31 December 
2016, packages are available weekdays.

WHY?
Why not? It is fun and something different 
to do this year. 

HOW? 
SAB World of Beer has opened up 
bookings for corporate year-ends. 

To book your year-end function, contact 
events.co-ordinator@za-sabmiller.com 
or (011) 836 4900.

ADVERTORIAL

You might say “we are just over the 
halfway mark for 2016”, but before you 
know it, it will be the end of the year. 

mailto:events.co-ordinator@za-sabmiller.com


Enjoy Responsibly. Not For Sale To Persons Under The Age Of 18.

Experience beer 
and food pairings 

worldofbeer.co.za         
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Conferencing @ Marang 

The sophisticated and luxury conference 
facilities at the Royal Marang Hotel guarantee 

your business or leisure event will run 
according to plan. Ideally appointed for 

executive conferences, business planning 
sessions and your lavish private function, this 

5-star hotel’s facilities are complemented 
by personalised services and a discreetly 

stylish setting.

Sports Campus @ Marang

Surrounding the luxurious 5-star Royal Marang 
Hotel, the Sports Campus @ Marang provides 
a comprehensive set of  outdoor facilities for a 

variety of  sports.

It is made up of  a world-class training base 
with a range of  professionally-designed sports 

fields. Lying at the high altitude of  1,200m 
above sea level, the campus is ideally located 
for professional and amateur sports people 

who seek the benefits of  high altitude training.

The sports campus is enhanced by a 
fully equipped, dedicated medical and 

rehabilitation centre.

Please note that these facilities can be rented. 
Rentals may be short term or longer term and 
may be for single facilities or combinations of  

facilities to suit your purpose. 

NORTH
WEST

PROVINCE 

+27 (0)14 573 4100  |  info@royalmarang.com
www.royalmarang.com 

www.royalbafokengtourism.com

5 STAR LUXURY HOTEL & HIGH 
PERFORMANCE CENTRE

The Royal Marang Hotel houses a 
high performance centre known as 
the Royal Bafokeng Sports Campus. 

The idea of building the hotel for the 
Bafokeng community was conceived prior 
to the 2010 FIFA World Cup. 

Royal Bafokeng Holdings (RBH) is a 
community-based investment company 
whose growth uplifts and creates 
inter-generational wealth for the Royal 
Bafokeng Nation (RBN), a 100 000 strong 
Setswana-speaking community in South 
Africa’s North West province.

The hotel has a dedicated five-star 
conferencing and events facilities. One 
room holds 70 people in cinema-style; two 
other smaller rooms each hold 35; while 
the Clubhouse Centre holds 200 cinema-
style. There is also a raked 60-seater 
auditorium. The hotel has 64 luxury 
doubles and four presidential suites.

Many of the battles fought in the Anglo-
Boer War took place in the hills and valleys 
not far from where the Royal Marang 
Hotel is situated. 

Some of the heritage sites: 
Kgosi Manotshe Mansion
This house belonged to Kgosi Manotshe, 
the 33rd king of the Bafokeng Nation 
who ruled from 1938 to 1956. The house 
remains incomplete because its architectural 
design was only known to Kgosi Manotshe 
who died before its completion. 

THE ROYAL MARANG HOTEL

Surrounded by 
heritage
The Royal Marang Hotel, a five-star hotel located in the 
North West, near Rustenburg, is surrounded by heritage 
sites dating back many centuries.

Paul Kruger Museum
Kedar Country Lodge houses the Paul 
Kruger Museum in what used to be his 
hunting lodge.

Direpotsane Hill
Direpotsane Hill is of great historic 
significance to the Royal Bafokeng nation. 
From the early 1800s until the mid-1960s, 
this hill was the seat of the royal house. 

Spooner Memorial
Reverend Kenneth Spooner, of the 
Pentecostal Holiness Church (PHC), was 
the first African American pastor to work 
among Bafokeng. He arrived in Phokeng 
in 1915 and was allocated land by the 
royal family to build a church and a 
school. 

Kutwane Hill
Kutwane Hill is said to have been used 
as a rain-making site up to the mid-20th 
Century. The Hill is regarded as sacred 
by many. 

Lutheran Mission 
Complex, Saron
The Saron Lutheran Mission (also known 
as Hermannsburg Mission) was the first 
Christian mission to be established in 
Phokeng. It was built in 1867 on land that 
was jointly purchased by the church and 
the Bafokeng. 



The route also opens up more than 
115 other exotic destinations within 
Latin America, to travellers from 

across Africa.
“There are so many similarities – and so 

many differences between Latin America 
and Africa,” said Martin Modarelli, 
commercial director UK, Nordic Countries 
and Africa for LATAM Airlines. 

“We look forward to bringing our regions 
closer with exciting packages to showcase 
the beauty of both Latin America and 
Southern Africa.”

Travel itineraries to Latin America can 
include an Amazon meander by entering 
the world’s largest rainforest through the 
Iron Bridge in Manaus (Brazil), to taking 
in the majesty of the Foz de Iguazu’s 275 
waterfalls (Brazil, Paraguay and Argentina) 
that stand more than 60 metres tall, to 
feeling time stand still in the Ice Age in 
Patagonia (Argentina or Chile).

 Buenos Aires is a cosmopolitan place and 
one of the region’s cultural capitals, while 
sublime beach, surfing and kayaking bliss 
can be found at places such as Máncora 
(Peru) with its reliable sunshine nearly 300 
days a year. 

For the more archeologically-inclined 
traveller, Cusco (Peru) is known as the 

Archeological Capital of the Americas or 
“the centre of the world”.

Torres del Paine National Park (Chile) 
outright earns it the title of Eighth Wonder 
of the World. While in Ecuador, the 
enchanted Galapagos Islands are a paradise 
with beautiful white sand beaches ideal for 
snorkeling and scuba diving.

 Not to be overlooked, Colombia is a 
hop, skip and jump to explore via Bogotá, a 
worthwhile trip for the foodie traveller and 
lover of museums. 

This destination offers idyllic Caribbean 
island getaways to places such as San 
Andrés, Cartagena de Indias, and 
Santa Marta.

The flights between Johannesburg and 
São Paulo will be operated on LATAM 
Airlines’ technologically-advanced 
Boeing 767-900. The aircraft features 
191 seats in Economy Class and 30 in 
Premium Business. 

Apart from LATAM’s extensive network, 
passengers have access to more than 1 000 
destinations in more than 150 countries 
through the oneworld partnership.

LATAM Airlines’ Premium Business Class 
features the latest generation seats, with an 
emphasis on creating a feeling of space in 
the cabin. 

The 2-2-2 configuration means 
passengers can choose between privacy, or 
sharing with their travel partner, and also 
maximises accessibility. 

The menu features the finest Latin 
American cuisine and was designed by 
a renowned chef, while the wine list 
has been curated by Master Sommelier 
Héctor Vergara, the region’s most-
awarded sommelier. 

The LATAM Airlines Economy Class 
offering features ergonomically-designed 
reclining seats with adjustable headrests, 
for maximum comfort. 

The 2-3-2 seating configuration 
maximises cabin space and comfort. The 
personal entertainment system offers 
music, videos, movies and games for 
all tastes. 

Discover Latin America 
with LATAM Airlines

13NEW ROUTE

LATAM Airlines is Latin America’s largest airline, with the region’s most complete network. 
From 3 October 2016, they’ll fly passengers between Johannesburg’s O.R Tambo 
International Airport and São Paulo’s Guarulhos International Airport, three times a week. 

Clockwise from left: View over Avenida 9 
Julio and the obelisk in Plaza Republica, 
Buenos Aires, Argentina. 

Bicentennial Park, Santiago, Chile.

Boat sailing on the Amazon river, 
Manaus, Brazil.

Panoramic view of Buenos Aires at 
sunset, Argentina.

Iguazu Falls and the Devils Throat at 
sunrise, Iguazu National Park, Brazil.
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are collaborating with a training company 
to include an element of learning and 
skills development.

Technology
With technology advancing at such a 
rapid pace and with millennials now 
forming the biggest percentage of 
the workforce, clients are demanding 
technologically progressive events.

At Event Inspirations Teambuilding 
we have incorporated the use of iPads, 
smartphones, apps and wireless audience 
response systems, as well as modern 
video cameras, into a number of our 
products and offerings including our ever-
popular Game Show, Amazing Race and 
Movie Making activities.

Using up-to-date technology makes 
a traditional activity a great deal more 
engaging and fun as well as promoting 
teamwork, communication skills, 
productivity and morale in the workplace.

Collaborative Activities
Teambuilding has long been focused on 
competitive “team against team, winner 
takes all” style events. These types of 
activities are still commonly requested 
and provide a number of benefits 
such as team bonding, high impact 
learning, increased team skills, improved 
communication, co-operation, trust and 
respect all of which are beneficial in 
creating a winning team culture.

However, with the face of business ever- 
changing and developing, the spotlight 
has shifted to an outcomes-based model 
for team synergy.

Employees and teams within an 
organisation are no longer silos, forming 
instead part of a collective resolve to 
positively influence a common goal 
or outcome. 

In short it is all about the BIG picture. 
Even when working in teams, it is no 
longer “us” against “them” but more 
about how we can all collaborate to reach 
a positive and beneficial result.

At Event Inspirations Teambuilding, 
we offer various activities around 
collaborative principles. The entire 

What’s hot in 
teambuilding for 2016 
by Jeana Turner, sales manager of Event Inspirations Teambuilding 

Look at the majority of 
successful companies and 
you will undoubtedly 
find hard working and 
devoted teams playing 

an integral part in their 
accomplishments.

At Event Inspirations Teambuilding 
we are experiencing a steady 
increase in requests for 

corporate teambuilding events despite 
a volatile economy. Client requirements 
are evolving with buzz words like 
“customised”; “bespoke”; “create”; 
“values”; “ROI” and “collaborate” 
becoming commonplace at many event 

briefings. 
Current trends 

include event 
customisation, 
advanced 
technology, 

collaborative 
interactions, green 

events, corporate 
social responsibility 
projects, as well as 
mindfulness and wellness 
programmes, to name but 

a few. 
Highlighted are three of 

the current top teambuilding 
trends.

Customisation 
(Bespoke)
Corporations are 
turning away from 

standard teambuilding 
offerings, instead 

expecting tailor-made 
teambuilds that meet their specific 
goals and objectives.

Modifying activities to fit in with an 
event theme, incorporating learning 
about a new product or new 
business feature and a company’s 
values, standards and ethics all 
help make teambuilding events 
unforgettable and appealing.

At Event Inspirations 
Teambuilding, we recently won 
a sizeable bid, pitching one of 
our new products called “Cat 
Walk Collaboration”. Not 
only have we customised 
the activity to incorporate 
the company’s seven core 
values, but we ourselves 
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Jeana Turner has been actively involved in the 
business events industry since 1996. She has a di-
ploma in marketing management and has worked 
in multiple facets of the hospitality industry, 
including teambuilding and event management, 
hotel management, event technology systems as 
well as industry-related sales management.  

She serves on the SAACI Advisory Board, as 
well as the SAACI Tshwane branch committee, 
and the Event Greening Forum. She is passionate 
about events, teambuilding and sustainability and 
believes in giving back to the industry. She has 
been nominated as one of the Top 40 Women in 
MICE for 2016.

WHO IS Jeana Turner?

team building

TM
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group is given one common goal to 
work towards. Individuals work within 
sub teams and teams are encouraged 
to work with each other, as well as the 
individuals in their team to achieve the 
BIG picture outcome. 

The advantages of teambuilding are 
so numerous that most companies now 

include teambuilding programmes in their 
training and development strategy. 

Although teambuilding, organisations, 
businesses and events are constantly 
changing and progressing, one thing 
remains the same: investing in your 
employees, your most valuable asset, pays 
off in the bottom-line returns. 
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The Orion Group, founded by chief 
executive officer, Franz Gmeiner in 
1991, has a portfolio of 13 hotels, 

resorts and lodges throughout South Africa 
and Lesotho in the three- and four-star 
categories, all of which boast conference 
facilities to suit any requirement. 

“Our hotels are a fine selection of 
heritage hotels, luxury estates, city hotels, 
country retreats and private game lodges 
making Orion the only sizeable boutique 
hotel group in Southern Africa,” Rudi said.

When did you realise you 
wanted to be in hospitality? 
After an eight-year tenure in the financial 
services industry, hospitality offered a fast 
paced and exciting change. This is an 
industry that South Africa is well known 
for on a global scale, and internationally 
our industry can hold its own with regards 
to setting trends and standards worldwide.

Were you discouraged 
from pursuing a career in 
hospitality? Absolutely not. The 
hospitality industry suffers from a general 
perception of having irregular and chaotic 
working hours, but I believe that any 
industry will contain a certain modicum 
of chaos and irregularity if you are truly 
passionate about what you do. The trick 
is to work smart and manage your time 
effectively. The industry also has many 
mentors and seasoned individuals very 
willing to provide mentoring and advice.

How long have you been in 
the industry? I have been involved 
in hospitality directly for almost a year-

and-a-half, having joined Orion in April 
2015. However, in my previous positions 
as marketing manager and marketing 
director in various other business sectors, 
I have had close dealings with the 
hospitality industry, especially from a 
business events perspective.

What challenges do you face 
as a young person in this 
industry? A large amount of the 
people in the top echelons of the industry 
have been involved in hospitality for an 
extended period, and are hesitant to 
embrace new ideas and innovations, 
causing parts of the industry to stagnate.

The introduction and implementation 
of new ideas and perspectives to align 
the industry with current developments is 
often met with resistance. 

In my current role at Orion and as a 
member of the board of SAACI, I have 
been given the platform and support to 
implement changes and introduce new 
ideas, making a conscious move towards 
revolution and reformation.

What does your job entail? 
Do you ever have a typical 
day? There is no such thing as a 
typical day in hospitality. My role entails 
identifying the strategic direction for 
maximum growth within the MICE sector 
(Meetings, Incentives, Conferences and 
Exhibitions), creating and strengthening 
long-lasting client relationships at the 
highest level, investigating opportunities 
for brand expansion locally and 
internationally and ensuring that Orion 
is a trusted and reliable brand within the 

market segments we target. Through 
my involvement with SAACI, and with 
the strong coaching culture we foster in 
Orion, I have the opportunity to identify 
and mentor promising individuals to 
ensure sustainable growth and attracting 
the highest level of talent within 
the industry.

Which personal traits do you 
need for this position? Tenacity, 
passion, negotiation skills, a huge affinity 
for people and relationships, and the 
ability to think on your feet and problem 
solve. Being able to manage a very diverse 
team of people across cultural boundaries 
is a crucial element for my role.

What advice would you 
offer young people who 
are reluctant to explore the 
hospitality industry? Hospitality 
is perceived as a non-stop work 
environment. I, however, believe that any 
industry will require hard work and long 
hours to advance. Success is earned. 

The greatest advantage to working in an 
industry as multi-faceted as hospitality is 
you encounter business situations ranging 
from service elements to operational 
aspects, through to strategic management. 

Under the umbrella of hospitality are 
a wide range of sub-sectors, suitable to 
all tastes and talents. Hospitality is one 
of South Africa’s most diverse industries. 
You also often get the opportunity 
to be a part of your guest’s once in a 
lifetime experience.

What is your goal for the next 
five years? My five year plan entails 
making a noticeable difference and having 
a substantial impact not only within 
Orion, but within the industry as a whole. 
I hope to establish myself as a thought 
leader, incubating innovative youth and 
small business start-ups through relevant 
corporate and association ties, like SAACI. 

We want to create a passion for the 
industry, and encourage individuals 
entering the job market to pursue a career 
within the sector. 

We also aim to break down the 
misconceptions surrounding the industry 
and help with truly putting South Africa 
on the map as a first class international 
travel and event destination. 

RUDI VAN DER VYVER

Striving to make a difference
Rudi Van Der Vyver, 34, 
national sales manager 
of Orion Hotels and 
Resorts, serves on the 
Orion Group’s executive 
committee (EXCO), as well 
as well as the Southern 
African Association for the 
Conference Industry (SAACI) 
board of directors as the 
venue representative. 
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Creating opportunities
SOUTH AFRICA NATIONAL CONVENTION BUREAU

South Africa’s excellent 
track record in 
international events has 
seen it host meetings 
such as COP17, the 5th 
BRICS Summit, and 
the International AIDS 
conference (twice). Few 
other destinations offer 
the variety of meeting, 
exhibition and incentive 
options available in 
South Africa. 

T
HIS IS ONE of a handful of 
countries that has played host 
to most of the major sports 

world cups, including the 2010 FIFA 
World Cup™, the ICC Cricket World 
Cup and the Rugby World Cup.

Since its inception in 2012, the 
South Africa National Convention 
Bureau (SANCB) has grown and 
energised the South African business 
events industry. 

In this supplement, Business Events 
Africa takes a closer look at the 
SANCB. The next few pages will give 
insight into the SANCB; what services 
they offer to the business events 
industry and what its contribution has 
been in the business events industry 
and in the country.

Estimated total  
direct spend for 
business events:

2014: R38.5 billion 
2015: R42.4 billion 
Business Research Report 2014-2016 data 
(done in conjunction with Grant Thornton) 



Amanda Kotze-Nhlapo, chief 
convention bureau officer, has taken the SANCB to 
new heights. 

In April this year, Ms Kotze-Nhlapo was also awarded 
the IMEX Academy Award 2016 for Africa and the 
Middle East. The IMEX Academy Awards represent 
the very best in the meetings and incentive travel 
industry, honouring outstanding individuals. 

A true achiever, more than a year ago, Ms Kotze-
Nhlapo was elected geographical member for Africa 
to the ICCA board. 

Who is the SANCB team? 

Bjorn Hufkie, Senior Manager: Meeting 
and Convention Sales
bjorn@southafrica.net

Amanda Kotze-Nhlapo 
Chief Convention Bureau Officer 

amanda@southafrica.net

Mmabatho Sikhakhane 
Sales & Marketing Co-ordinator 
mmabathos@southafrica.net

Tshepo Maseko, Sales & 
Marketing Co-ordinator 
tshepo@southafrica.net

Merryl Fairfoot  
Sales Manager 

merryl@southafrica.net

Nico Vilakazi 
Marketing Service Co-ordinator 

nico@southafrica.net

Mdu Biyela  
Co-ordinator: Business 

Development & Research 
mdu@southafrica.net

Mashoto Zimba – Brand 
Manager: Lilizela Tourism 

Awards
mashoto@southafrica.net

Nitta Sukha  
Executive Project Manager

nitta@southafrica.net

Laura Saeger 
Manager: Meeting & 

Convention Sales North America
laura@southafrica.net

Neil Nagooroo, General Manager: 
Exhibitions & Strategic Events 

neil@southafrica.net



T
HE SANCB, in conjunction with 

South Africa's city or provincial 

convention bureaux, provides 

dedicated assistance to meeting planners, 

as well as incentive and exhibition 

organisers who are considering South 

Africa as their next destination. Support is 

provided on every level, using expertise, 

strategic planning and destination 

knowledge to ensure the conference, 

exhibition or incentive in South Africa is 

memorable for delegates and hassle-free 

for organisers and associations.

WHAT DOES SANCB DO? 
The SANCB provides support when 

bidding for conventions, as well as during 

the hosting of conventions.

When you are bidding for conventions 

the SANCB will assist in providing 

research, formulating bid strategies, and 

in developing content for bid documents 

and bid presentations. The SANCB will also 

play an active role in liaising with relevant 

government officials and with bid lobbying 

and promotion, as well as organising 

local site inspections and garnering the 

assistance of local convention bureaux. 

The SANCB will also provide support 

when hosting conventions and 

facilitate collateral materials, assist 

with government advice and provide 

insights into destination and local 

issues. The SANCB provides assistance 

with marketing South Africa, as well as 

marketing business events in South Africa 

through promotion and publicity.

The SANCB is pro-active in providing 

event marketing support designed 

to increase delegate attendance and 

enhance your conference and in assisting 

you with providing a distinctly South 

African flavour to your event.

WHICH SECTORS ARE TARGETED?
The SANCB focuses its efforts on 

attracting events in economic sectors that 

have been identified by the government 

as priorities for future development. 

Hosting major events in these sectors can 

contribute significantly to accelerating the 

macro-economic benefits for the country.

What is the SANCB?
The South Africa National Convention Centre (SANCB) is a ‘one-stop solution’ for independent 
information and assistance, giving neutral advice on all aspects of hosting and organising any 
business event in South Africa.

TRADE SHOWS

BIDDING SUPPORT

BUILDING 
ATTENDANCE

ON SITE SUPPORT

PR, MEDIA AND
ADVERTISING

LEAD DEVELOPMENT

CAPACITY BUILDING 
RESEARCH

Create a ‘marketing platform’ for local business 
events industry players through trade shows

Support to regional and/or City Convention
Bureaux (CCBs) in bidding for key 
business events

Generate maximum delegate attendance at
business events

Increase awareness about South Africa as a 
business events destination

Develop a co-ordinated approach to generate 
leads for business events

To create a more professional environment in
which more business events will come to
South Africa

THE DELIVERABLES



DELEGATE 
BOOSTING
The SANCB will co-

ordinate efforts to 

maximise delegate numbers 

on behalf of associations. 

The secret to a successful congress 

or convention lies in the number 

of delegates. The SANCB will assist 

in promoting and marketing your 

convention to maximise the number of 

delegates in a number of ways, including 

with promotional materials, special 

services and cultural displays.

 

DELEGATE BOOSTING 
PACKAGES
There are three packages available 

to assist with delegate boosting: the 

standard package, the standard plus 

package and the elite package. 

The package evaluations are based on 

various criteria qualifications, including 

being part of an international association 

agenda, support provided in the bidding 

phase, delegate numbers (and where 

they are from), seasonality, duration and 

economic development criteria.

ON-SITE EVENT SERVICES
During SANCB-registered events, where 

active support has been given during 

 

Target: 35 Ac�va�ons 
2015-2016 38 Ac�va�ons 

Delegates reached: 115 000 © 2009 www.outline-world-map.com

WHAT SERVICES DO 
SANCB DELIVER?

Support when bidding for 
conventions

Support when hosting 
conventions

Marketing support

Research 

Bid strategies 

Preparation of bid materials 

Bid presentations

Government support 

Bid lobbying and promotion 

Site inspections 

Co-ordinated approval 

Meeting planner support 
services

Attendance promotion 

Support packages 

Airport meet-and-greet 

Signage 

Tour desks and visitor 
information services

Welcome ceremonies

The SANCB spends just 
over R30 million a year on 

creating marketing and 
sales opportunities through 

international trade platforms 
like Meetings Africa.

the bidding process, the SANCB will 

co-ordinate a number of on-site services 

that will enable South Africa to promote 

its image and take full advantage of the 

benefits of holding such events. 

MEETINGS AFRICA
The South African National Convention 

Bureau (SANCB) certainly understands the 

need to create new business opportunities 

for the business industry to grow.

The SANCB’s team is responsible for 

the delivery of Meetings Africa, South 

African Tourism’s business events trade 

In 2014, the international meetings, 
conference and exhibition 
industry business contributed to 

267 660 direct 
and indirect annual jobs in South 
Africa and in 2015, it contributed to 

280 555

show. One of the key objectives of 

Meetings Africa is to encourage and 

stimulate the rotation of meetings on 

the African continent and to use the 

exhibition as the ultimate platform for 

the regional business events industry to 

engage in a bid to attract more global 

and regional business events to Africa.



BUSINESS EVENTS 2015 
In 2015, South Africa hosted 140 international 
meetings and conferences, which attracted 
about 80 000 delegates to the country. 
These events generated just over R1 billion in 
economic impact. 

BID SUBMISSION 2013-2016

Financial 
Year  

Number of 
Submissions  

Delegate 
Numbers  

Conferences 
Days  

Estimated 
Economic 
Impact 

2013-2014 57 78 843 237 R977 million  

2014-2015 52 
119 477 (Aids 
Association 20 000 
Delegates)  

230 R1.4 million  

2015-2016 53  86 192 242 R1.2 million  

2016 -2017 
Q1 

26 30 406 112 R 567 million

Q2 (To Date) 7 10292 29 R 159 million

BIDS SECURED FOR 
SA: 2016 – 2022 

 

 

45 Bids Pending 
Outcomes 

112 000 Poten�al 
Delegates 

216 Conference 
Days 

Es�mated 
Economic Impact:      

R1.5 billion 

BIDS PENDING 2016-2022 

Total bids secured
Total number of 
days

Estimated delegate 
numbers

Estimated economic 
impact

66 311 108 134 R1.4 billion



T
HE SANCB created four 

international business events trade 

platforms for the local industry at 

the following shows: 

•  IMEX, Frankfurt 2015 

• IBTM, China 2015 

• IMEX, America 2015 

• IBTM World, Barcelona 2015 

The SANCB subsidised 78 local business 

events products and services which 

enabled them to exhibit on the four 

platforms including nine companies that 

qualified for the National Department 

of Tourism’s Tourism Incentive 

Programme (TIP). 

The SANCB generated 139 
qualified leads from these trade 

shows that can potentially attract 
92 000 delegates to South Africa 

and can potentially generate 
R765 million for our economy. 

IMEX FRANKFURT 
•  SA Pavilion pre-

scheduled appointments: 

187 meetings

•  23 stand sharers (2 x TIP programme) 

•  The SANCB held 93 pre-scheduled 

appointments at IMEX 2016

•  19 group destination presentations: 

245 hosted buyers

•  These meetings generated 25 qualified 

leads

Total value of combined leads: 
R150 million

Estimated number of delegates: 22 285

Number of conference days: 310

IBTM WORLD 2015
•  21 stand sharers (4 TIP 

programme) 

•  The SANCB held 64 pre-

scheduled appointments 

•  7 group destination presentations: 

91 hosted buyers

•  These meetings generated 55 qualified 

leads

Total value of combined leads: 
R311 million
Estimated number of delegates:  

25 274

IBTM CHINA 2015 
•  Six stand sharers 

•  The SANCB held 28 pre-

scheduled appointments at 

ibtm® China 2015

•  Sales and marketing activities: client 

SA ICCA RANKING PERFORMANCE

Year  Number of Meetings  
Global 

Ranking  
African 
Ranking  

2012 97 37th  1st  

2013 118 34th  1st  

2014 124 (69 000 Delegates) 32nd  1st  

2015 108 (69 000 Delegates)  38th  1st  

2014 NON-ICCA EVENTS 
32 Non ICCA Conferences  

9 896 Delegates  

108 Conference Days  

R100 million Estimated 
Economic Impact

Trade shows
dinner for 22 buyers

•  These meetings generated nine 

hot leads

Total value of combined leads: 
R134 million
Estimated number of delegates: 5 953

Number of conference days: 

138

IMEX AMERICA 2015
•  SA Pavilion pre-scheduled 

appointments: 354 meetings 

•  24 stand sharers (4 TIP programme)

•  The SANCB held 79 pre scheduled 

appointments at IMEX 2015

•  19 group destination presentations: 

150 hosted buyers

•  These meetings generated 50 qualified 

leads

Total value of combined leads: 
R150 million 
Estimated number of delegates: 17 000

Number of conference days: 194

ICCA’S RANKING 
CRITERIA: 

  Only association conference and meetings are 
counted
  The meetings and conferences needs to rotate to at 

least 3 countries
  The meetings and conferences needs to be attended by at least 50 

international delegates
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Magnetic Storm celebrated 35 
years of business this year. 
“From humble beginnings as 

a disco we are now a full-service events 
and tech company with offices in Port 
Elizabeth and Cape Town, servicing the 
entire country. 

“I also purchased the Electoquip 
franchise which has been incorporated 
into Magnetic Storm and established 
Imagio Productions with Glen 
Meyburgh,” Mr van Eck said.

How do you see the business 
events industry at present? 
There are lots of changes, budgets are 
tight and everyone wants “bang for their 
buck”. Training and experience is going to 
become more important and the industry 
will grow as more and more people 
want “experiences”.

 
Where did you grow up? I 
am Port Elizabeth born and bred, going 
to Alexander Road High School and 
briefly studying at the then University of 
Port Elizabeth.

How long have you been in 
the business events? I have been 
in events from the age of 16. Initially I 
assisted my brother with the setting up 
and de-rigging of AV equipment, and 
thereafter maintenance of equipment. 
Working in a full-service events business, 
I enjoy creating experiences for client and 
their guests to remember. 

What has been the biggest 
change you’ve seen in this 
sector? It would have to be the speed 
in which new technology comes through, 
and the reduction in lead time we’re given 
to create events.

What would you change in 
your life if you could when 
looking back? I would have taken 

more structured breaks. Work/life balance 
is vital for your own well-being. 

Do you have any hobbies? Who 
has time for hobbies? It has to be reading. 

Do you play any sports? No, but 
I have started pilates once a week.

What do you do for leisure? I 
lose myself in a good book, or travel when 
time allows. 

What is your secret to 
success? Hard work, dedication, and to 
always be approachable.

What has been the most 
embarrassing moment in the 
industry? I can’t tell you that. 

What has been your biggest 
challenge in the business 
event industry? Balancing 
staff well-being with the fast pace 
and immovable deadlines of the 
events industry.

What is your pet hate? When 
people don’t take responsibility for their 
actions, and pass the buck. 

What is the most memorable 
place you have ever been to, 
and why? Yosemite National Park 
for its sheer beauty and the abundance 
of water. 

What type of holiday would 
you avoid at all costs? I would 
never avoid any holiday or experience. Life 
and the world is out there for exploring, 
although I must admit I do enjoy 
my comforts. 

What is your favourite city? It 
has to be Port Elizabeth. It’s a big city, with 
a small city vibe. 

What is your favourite book 
and movie? I don’t have one 
favourite book, but I enjoy books which 
allow for personal development. And my 
favourite movie has to be Star Wars – all 
of them. 

How do you relax? With a good 
book or by sleeping.

What is your favourite food? 
Definitely lamb shank. 

 
What is the most impulsive 
thing you have ever 
done? Trying to think of doing 
something impulsive.

What advice do you have for 
anyone starting out in this 
industry and hoping to follow 
in your footsteps? Do your time 
on the floor and in the trenches, and learn 
from others – especially in events. You 
can’t only book learn. 

What is your dream for the 
future? To one day do an around the 
world cruise. 

Glenn van Eck enjoys 
creating experiences
Glenn van Eck, 50, chief executive officer of Magnetic 
Storm, has always been in the industry. It runs through his 
veins. He started his career at Magnetic Storm at age 16. 



There is no comparable land-based 
venue where accommodation, 
all meals, entertainment and the 

company conference can be arranged 
with one call and it’s all included in 
the fare, making a cruise a “best value” 
conferencing opportunity.

The return of the renewed MSC Sinfonia 
to South Africa for the 2016/17 season is 
an exciting prospect for both the business 
and leisure markets. 

18 CONFERENCE CRUISING

New destinations and cruise offerings 
allow the MICE market to tailor make a 
corporate experience on board. 

The three-night weekend cruises to the 
Portuguese Island have proved to be the 
most popular with the corporate market 
and provide the ideal venue for groups 
from 20 to 2 000.

Widely-acclaimed for the spectacular 
interiors and facilities on offer, the MSC 
Sinfonia offers a luxury resort with 

a view of the world that’s different 
every day.

Departures out of Durban, and select 
departures out of Cape Town, offer 
exciting cruise itineraries to exotic 
islands and exciting ports. 

The cruises range from two nights to 
seven nights, offering the perfect variety 
to suit budget and incentive need.

World-class conference facilities 
include a theatre for large corporate 
events, meeting rooms and complete 
technical infrastructures. 

Varied modern sports and leisure 
facilities provide valuable teambuilding 
opportunities, while sumptuous spa 
centres, gourmet cuisine, varied 
entertainment and attentive staff 
pamper guests in elegant  
surroundings.

MSC Cruises offers a specialist groups 
department that can comprehensively 
tailor the facilities and services to your 
needs, advising on and taking care of 
every detail of your initiative. 

The new extended season starts in 
November 2016 and runs until the end 
of April 2017. 

The programme is already on the 
market allowing ample time for 
corporates to pre-plan their conferences 
or events. 

For conferences and incentives,  
MSC Cruises offers it all 
A cruise on board the MSC Sinfonia is the ideal opportunity 
to host a conference, teambuilding or incentive event.



MEETINGS & INCENTIVES

COMPLETE CUSTOM SOLUTIONS
FOR YOUR MEETINGS AND INCENTIVES

Let us organise your next corporate event

Inspire your team or client with a unique & special experience 
From just R 1 320 per person sharing, per night all this includes:

Accommodation • Breakfast, lunch, dinner and midnight snacks
Full conference facilities • floorshows and cabaret every night • live music and bands 

offered throughout the day • disco • gymnasium

BONUS: for every 23 full paying passengers booked receive 1 passenger’s fare FREE

For more information and terms and conditions call us on 
0860 11 44 11 or visit www.msccruises.co.za
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he Seychelles is widely recognised as 
one of the world’s top leisure destinations, 
with three of the archipelago’s islands 
recently having made the Conde Nast 
Traveller’s list of World’s 22 Most Incredible 
Private Islands. 

But destination marketing companies 
(DMCs) will say there’s more to a 
successful incentive than the destination, 
so we’ve selected our top “out of this 
world” incentive experiences in The 
Seychelles to give you a taste of incentive 
theatre you can expect:

Ready, Steady, Kreol!
Creole cuisine is truly spectacular. From 
freshly caught fish, to locally grown fruit, 
spicy curries to sweet, fried bananas, there 
is something here for every taste bud and 
palate. So, how about learning to cook 
the Creole cuisine yourself? 

Mason’s Travel has introduced an incentive 
activity that is guaranteed to improve your 
knowledge of this succulent cuisine through 
interactive, authentic experiences. 

Participate in a team challenge 
cooking escapade that takes guests 
to the markets of Victoria to purchase 
their fresh and local ingredients. After 
buying the ingredients and learning the 
basics, it’s time for a team-cooking open 
kitchen challenge. 

Try your hand at laughing yoga
Who said yoga had to be serious? To 
lighten up your meetings or incentives, 
the Four Seasons Resort in Seychelles is 
organising laughing yoga classes. 

In this innovative yoga class, guests 
will be guided on how to use one of 
the body's most positive emotions as an 
effective form of exercise. 

Starting with a gentle warm up, the 
60-minute session includes stretching, 
chanting, clapping and body movements.

Breathing exercises are used to prepare 
the lungs for laughter, with the Resort's 
yogi leading a series of specific "laughter 
exercises" that combine acting and 
visualisation techniques with playfulness.

Who can catch the biggest fish? 
In the office, your employees are probably 
competing to see who can land the 
biggest client. Build on their sense of 
competition while away on an incentive 
trip, and see who can catch the heaviest 
and biggest fish. 

Undoubtedly one of the best team 
activities in Seychelles is sport fishing with 
some of the best sport fishing waters in 
the world. 

This group competition, organised 
by Mason’s Travel, will take everyone’s 
fishing knowledge to a new level. The fish 
will also definitely not go to waste, and 
participants will learn how to prepare their 
catch in the traditional Creole style.

Go on a Jeep Treasure Hunt
Nothing will build team spirit quite like 
an old-fashioned treasure hunt. Mason’s 
Travel has put together a fun team 
building activity that will allow delegates 
to drive a Jeep and explore the island 
of Mahé. 

Choose 
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The Seychelles...
In an incredibly competitive incentive travel environment, destination marketing 
companies the world over are being compelled to add a little theatre to their already 
“out-of-the-box” travel incentive ideas – a challenging requirement as corporates try 
to balance their need to cut costs and deliver an exceptional travel reward that will 
drive employee performance.



BOOK with Seyunique   

  
TEL: 011 453 2933 

 
/ www.seyunique.co.za

It’s hard to find a more ideal venue than Seychelles for holding a Conference, company incentive 
trips or doing as several of the world’s leading

Companies are doing….providing the ultimate morale-boosting break for your staff that will be 
talked about for a long time to come.

Powder soft beaches, waving palms, clear azure water and nearly twelve hours of tropical sun every 
day – it’s difficult to imagine a place so very far from madding crowd that still enjoys wide international 
access, excellent transportation and communication facilities and a modern infrastructure – everything

In fact, to ensure that your particular combination of business and pleasure meets your expectations.

Seychelles welcomes business, group and conference trips and more and more hotels and exclusive 
island hideaways cater specifically for high-end incentive

Travel arrangements with a range of dedicated amenities and professional staff on hand to handle the 
details and ensure your conference or incentive trip is 

a memorable one indeed.

Conferences, Incentives and Business

www.seychelles.travel



The teams must solve a series of clues 
along the way and collect a number of local 
items to win prizes at the end of the trail. 

Once the treasure is found, delegates can 
explore the island at leisure at the wheel of 
their jeep. A great idea is to tackle the Sans 
Souci pass, which takes one through dense 
jungle below the country’s tallest peak, 
Morne Seychellois (905m). The Mission 
Viewing Station offers spectacular views of 
the coastline and islands. 

Dance, baby, dance!
Set your watch to the slow Sega beat and 
learn how to dance it on the beach. In its 
most authentic form, the Sega is performed 
exclusively with simple instruments such as 
rattles, hand drums, gourds and musical 
bows. It is used as accompaniment for a 
form of traditional dance in which the feet 
stay firmly rooted to the floor while the rest 
of the body moves. 

Or, why not try the more suggestive 
Moutya dance around the campfire? 
Traditionally, the dance starts slowly to the 
beat of a single drum and then builds up 
and gets faster and more suggestive as the 
tempo increases. 

Mason’s Travel organises typical Seychelles 
Creole galas for incentive groups. In true 

Seychelles style, your employees will enjoy 
an evening of traditional dancing and 
gastronomic delicacies at one of the few 
remaining authentic Seychellois 'Grann Kaz' 
(Plantation House). 

Robinson Crusoe for a day…
“It is said that God designed Seychelles 
for sailors.” With so many granitic 
and coral islands to explore, as well as 
an exceptional choice of lagoons and 
picturesque bays with secure moorings, 
chartering a yacht or other boat is a great 
incentive option. 

A fleet of professionally maintained and 
operated mono or multi-hull yachts are 
available with many other types of boats 
for scenic cruises, snorkelling trips and 
island hopping excursions. 

Keelboats…Catamarans…Bareboat…
Crewed…Cruising…Diving…Fishing. 
Whatever your plans for the ultimate 
boating holiday might be, Seychelles will 
bring your dreams to life. 

A good choice is the Oplezir, a world-
class catamaran that belongs to local 
destination management company (DMC), 
Creole Travel Services. 

Oplezir has been manufactured in 
South Africa and cruises at 10 knots 

under full sail power. It can hold a 
maximum of 100 people along with 
four crew members. The catamaran 
also features two forward trampolines, 
a hydraulic swimming platform and a 
diving compressor.

Scaling new heights 
Rock-climbing in a tropical paradise? Yes, 
it can be done.

Travellers can climb the island’s beautiful 
18-metre high granite rock faces, abseil 
or even zoom across the tree tops on a 
zip-lining adventure. Whether you’re a 
novice or an accomplished climber, there’s 
something to challenge everyone.

The specialised multi-adventure 
company, SMAC Adventures, is located 
on the beautiful Island of Mahé at the 
Constance Ephelia resort, offering some 
great Seychelles activities. 

This group of dedicated adventure 
enthusiasts have embraced the facilities 
provided by nature and developed a new 
sport for the islands. 

With many years of adventure sports 
experience behind them, the crew at 
SMAC Adventures has established a rock 
climbing, zipline and abseiling facility 
within the resort on Mahe's coast. 
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Business trips mean long hours 
and days away from your home 
and family. So tacking a weekend 

or a couple of days leave on to your 
business trip, can be the ideal solution 
to having a holiday while saving on 
leave days, as well as the cost of flights 
and accommodation.

And, depending on the finances, it could 
be a possibility to arrange for your family 
to join you during the leisure time. 

According to a local survey, at least 60 
per cent of those who travel for business 
also use the same trip for pleasure. 

Local corporate travel experts, 
Thompsons Travel, recently surveyed South 
African business travellers on their habits 
and requirements regarding all things 
bleisure. (The term ‘bleisure’, according 
to Travel Industry Dictionary Online, is “a 

recent coinage for travel that combines 
business and leisure activities”.)

The survey found that “67 per cent 
of respondents had already combined 
business and leisure trips in the past and 
were also likely to take time for leisure on 
a business trip in the next three years”. 

Most (almost 50 per cent), travelled for 
business more than four times annually. 
Driven by the economic downturn, more 
than half attributed their bleisure time to 
saving money as the cost of flights was 
already covered. 

But the vast majority, more than 80 per 
cent in fact, covered their own costs for 
the extension. 

Almost 60 per cent of corporate 
travellers surveyed went on business trips 
of three to five days. So, with a couple 
of weekends on either side, it’s easy to 
double your time at your destination and 
see the sights in the process.

To subsidise some of the personal cost, 
more than 22 per cent used loyalty points 
to top up their business travel for leisure.

 Nicholas Barenblatt, group marketing 
manager for Protea Hotels by Marriott® 

and African Pride Hotels, notes that they 
expect many of their guests on business 
trips to use their Marriott Rewards, to add 
on days to their stay, and earn more points 
in the process for future stays. 

“You can choose to use loyalty points 
for accommodation, so for our regular 
South African business travellers it’s a 
great way to turn all their work spending 
into rewards for their free time. 

“People who regularly travel for business 
around South Africa can also gain points 
and use them on their next international 
holiday,” he explained. 

Just be sure to let your boss and 
colleagues know you’re adding a bit of 
holiday to your hectic schedule, so they 
don’t question your sightseeing selfies on 
social media. 

But, more than that, check your company’s 
travel policy. It may have strict guidelines 
with regards to staying on, and who picks 
up the tab, so keep all your spending 
separate and hold on to all receipts for their 
records, as well as your own. 

According to the Thompsons Travel’s 
survey, a little more than 14 per cent of 

Bleisure travel
Combining work and play
It doesn’t have to be all work 
and no play when traversing 
the world, or the country, 
for business.

their surveyed business travellers worked 
for companies that actually offered add-
ons or holiday offers to their staff on 
business trips. So do your research, work 
hard, and happy travels. 
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Natalia Rosa, from Big Ambitions, 
facilitated the Summit as master 
of ceremonies. Tes Proos, 

Site Southern Africa president and 
Daryl Keywood, Site Board member 
of Africa and Middle East, opened the 
Summit with a snap shot of Site locally 
and internationally.

Growing Site’s African membership 
is a priority. Rwanda recently became a 
Site member. Site was invited recently to 
the first East African MICE congress in 
Addis Ababa, Ethiopia and participated 
by invitation of Zimbabwe 
Tourism in a business 
events workshop 
in Zimbabwe and 
would be returning 
to Zimbabwe in 
September for an 
additional training 
workshop.

“Our objective is to engage with these 
countries and assist in growing this 
sector,” Ms Proos said.

Ms Proos announced that Site Southern 
Africa has further strengthened its 
relationship with SA Tourism by forming 
a Memorandum of Understanding which 
will improve the communication between 
SA Tourism and the Site members.

She spoke briefly on the Site Pavilion 
at Meetings Africa 2017. Ms Proos also 
touched on the youth and how it is one 
of Site Southern Africa’s concerns in 
terms of attracting younger professionals 
to join Site. She mentioned there is a 
developing membership available for 
young professionals, which costs around 
$200 a year. 

On the youth front, she said Site 
Southern Africa is in talks with the 
Southern African Association for the 
Conference Industry (SAACI) to form a 
combined Youth Congress for 2017.

Mr Keywood touched on the various 
certifications available through Site for 

incentive professionals, namely CIS and 
CITE specialist.

Ravi Nadasen, Tsogo Sun, 
offered delegates a quick update 
on the hotel group and its 
new developments and further 
expansion into Africa.

Showing their commitment 
to the incentive sector, 
Bjorn Hufkie, from South 
Africa National Convention 

Bureau, part of South African 
Tourism, started by asking some 

pertinent questions directed at 
the audience. 

Basically, what came out is that not 
too many of the incentive professionals 
are aware of the support services the 
South Africa NCB is able to provide to 
the sector. 

After much discussion, Mr Hufkie did a 
short presentation on the SANCB support 
services and the MOU that they recently 
signed with Site Southern Africa.

He also introduced Tshepo Maseko 
from SANCB who is the incentive sector’s 
“go to guy”.

There was a very interesting panel 
discussing the changing face of corporate 
buying. In essence, all on the panel 
agreed transparency and working 
together is the only way forward. 
However, sometimes it isn’t as easy as 

Site Summit 2016 
delivers high  
standard By Irene Costa

The Society for Incentive Travel Excellence 
(Site) Summit recently took place at The Pivot, 
Montecasino, Johannesburg. 

Douglas Kruger, motivational speaker

Daryl Keywood, Site Board member of 
Africa and Middle East and Tes Proos, Site 

Southern Africa president
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What we’re all about ... motivational experiences
Why we do it? ... business results

SITE ORGANISATIONAL MISSION
•	 Site	is	the	only	global	network	of	travel	and	event	professionals	committed	to	motivational		
	 experiences	that	deliver	business	results

•	 Site	provides	insights	and	connections	that	inspire	the	utilisation	of	this	powerful	tool	across		
	 diverse	industries,	regions	and	cultures

•	 Site	serves	as	a	source	of	knowledge	and	best	practices	where	members	can		
	 make	personal	connections	that	sustain	professional	growth

Contact Tes Proos
Office		+	27	(0)21	555	3617

Fax:	086	698	7792
E-mail:	tes@crystalevents.co.za

www.crystalevents.co.za

Only	one	organisation	sits	at	the	critical	intersection	between	those	who	
seek	the	benefits	of	motivational	tools	and	those	who	can	provide	these	
extraordinary	experiences.	That	organisation	is	Site	...

clients are able to do a lot more research 
on their own and sometimes believe 
they can get a better rate than the DMC, 
but without giving the venue all the 
information.

The second panel discussion looked 
at food management. This session was 
really food for thought, and looked 
closely at Halaal food and the 
intricacies of catering for various 
dietary requirements. 

It also looked at the 
legal side of dietary 
requirements, ie allergies 
and intolerances, etc.

The last panel discussion 
was on fair trade 
tourism and 
how critical it 
is in todays’ 
business 
environment.

Derek 
Houston, 
from 
Houston 

Marketing Services, gave a quick 
rundown on IBTM World (Barcelona), 
IBTM Arabia and AIME (Melbourne). 

The Summit ended on a real high with 
motivational speaker Douglas Kruger 
making us, the audience, feel like we can 
all become industry experts. He offered 
simple tips but more than that, he made 
his audience believe in their own ability. 

He ended by saying “What’s your 
story? What sets you apart from 
the rest?” 

As always, the Site Summit 
delivered good content, insight 
and lots of food for thought. 

The Site Southern Africa team 
need to be commended on 

a well-run Summit. I 
look forward to the 
next one. 

Ravi Nadasen,  
Tsogo Sun
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CTICC expands with an    eye on the future
The exhibition halls of the Cape Town International Convention 

Centre (CTICC) are renowned for their adaptability, allowing 

trade show and exhibition organisers the freedom to create big 

and inspiring events. What’s more, the CTICC East expansion will 

effectively double the Centre’s versatile exhibition capacity, making 

the CTICC the ideal stage for networking with business in Africa. 

multipurpose space to the CTICC’s existing 
trade show and exhibition capacity. 

Set to open in March 2017, the 
exhibition venue will be sub-divisible into 
six halls on two levels of 5 000 m2 each. 

In addition, the facility will boast 
3 000 m2 of formal and informal meeting 
space, a sky bridge connecting CTICC East 
with CTICC West and a tunnel underneath 
one of Cape Town’s iconic thoroughfares 
to connect the two buildings’ service areas. 

Julie-May Ellingson, chief executive 
officer of CTICC, said: “The expansion will 
enable us to meet growing demand from 
clients wanting to expand their events into 
exciting new venues and to secure even 
larger, upcoming events in the pipeline. 
The expansion will also allow us to run 
multiple large-scale events concurrently.” 

Launch pad into Africa 
Africa is the destination market to watch 
in the business events industry and clients 

ADVERTORIAL

who wish to access the African market 
often turn to Cape Town as a launch pad 
into Africa. 

“The CTICC has played a pivotal role in 
raising Cape Town’s profile as the number 
one destination for business events on the 
continent. Through hosting trade fairs and 
major exhibitions, the CTICC offers African 
businesses a platform to demonstrate 
their latest products and services, network 
with international role-players, study the 
competition and assess market trends,” 
Ms Ellingson said.

 
Focus on sustainability
The CTICC takes its environmental impact 
and footprint seriously and has made 
sustainability part of doing business. 
The Centre actively partners with clients 
who wish to green their events, finding 
innovating solutions to upcycle, recycle 
and re-use exhibition material.

In keeping with its sustainability 
commitment, CTICC East was awarded 
a Four Star Green Building rating by the 
South African Green Building Council.

“We’ve paid considerable attention 
to climate control measures, especially 
concerning the extensive use of glass for 
natural light and minimising direct sunlight 
during daylight hours. The design also 
includes energy saving devices, electrical 
sub-metering, water conservation, waste 

In the trade shows and exhibitions 
game, flexibility and versatility are 
key requirements for venues to meet 

clients’ wide-ranging and ever-changing 
needs. Three-time winner of the Southern 
African Association for the Conference 
Industry (SAACI) Members Choice Award 
for Best Venue, the CTICC provides 11 339 
m2 of dedicated exhibition space. 

Rectangular and pillar free, the CTICC’s 
halls lend themselves to a smooth flow 
and circulation of visitors. Access to power, 
water and data communications run every 
4.5 m throughout the exhibition halls via 
the neatly-designed utilities floor pits. The 
halls can be used independently of each 
other if required as they have movable 
partitions with acoustic cladding for 
sound absorption. 

In 2017, the CTICC’s exhibition and trade 
fair capacity will increase significantly as its 
CTICC East expansion comes on stream. 
CTICC East will add another 10 000 m2 of 



www.cticc.co.za

With 10 000m² additional multi-purpose exhibition space, 3 000m² additional meeting 
space, a reduced environmental footprint and a significantly increased socio-
economic contribution, we are ready for bigger and more concurrent events.

For more information about the even bigger and better CTICC  
visit www.cticc.co.za or email us at sales@cticc.co.za.

CTICC Expands!
New doors open early 2017

management and local sourcing or 
products,” Ms Ellingson explained.

Tech savvy
The events industry cannot escape the 
digital disruption sweeping almost every 
facet of business today. Exhibition clients 
want to take up opportunities offered 
by new digital technologies and services 
driving venues to stay on trend with 
technological advancements. 

Added to the utilities pits of the CTICC 
East exhibition halls are fibre optic data 
cables allowing for greater bandwidth and 
faster, more reliable Internet connectivity. 

The facility will also have a fully-
integrated building management system 
that will provide effective control over 
venue variables such as air-conditioning, 
lighting, and access control.

“Advances in mobile technologies have 
allowed for a plethora of devices and 
operating systems. The CTICC’s ability to 
seamlessly execute ICT-rich events such 
as AfricaCom – the biggest technology 
event in Africa – is a testament to the 
Centre’s world-class infrastructure,” Ms 
Ellingson said. 
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Not only do exhibitions provide 
opportunities for increased 
exposure and Return On 

Investment (ROI), they also play an 
important role in generating volume and 
impact to the local economy. Exhibitions 
create lifestyle experiences to those 
visiting and provide a business platform 
to the trade and investment community. 

Like other business 
events, the 

exhibition 
sector also 
faces the 
harsh reality 
of competing 
globally and 

the challenge 
for exhibitions 

is retaining and 
marketing their 

relevancy of exhibitors,” said Corné 
Koch, head of the Cape Town & 
Western Cape Convention Bureau.

Although the region is a popular 
business events destination, especially 
for exhibitions, there is a shortage of 
space and in some cases opportunities 
are missed. With the expansion of the 
Cape Town ICC and the recently opened 
Century City Conference Centre, the 
city can now accommodate more 
events, providing a crucial 
conduit for stimulating 
increased business activity. 

An association 
perspective
Phumulani 
Hlatshwayo, EXSA 
general manager, said: 
“While volatile economic 
times continue to plague 
the exhibition and event industry 
in general, it continues to be resilient 
and dynamic. In order to remain at the 
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Exhibitions on the rise  
in the Western Cape

Business Events Africa investigates the current exhibition 
market to the Western Cape, in conjunction with The 
Cape Town & Western Cape Convention Bureau (a 
division of Wesgro).

cutting-edge, the industry 
will need to continue being 
creative and dynamic in 
approaching ways of doing. 

“A perfect example is the 
Cape Town and Western Cape 
Convention Bureau securing 
the World Ophthalmology 
Congress, which will see the CTICC 
West and East simultaneously occupied 
by an estimated 15 000 delegates 
in 2020. 

“The World Travel Market has also 
grown since its inception in 2014 with 
more than 600 exhibitors this year and 
Africacom is expecting more than 10 000 
visitors with more than 300 exhibitors. 
These shows attract international 
attention and bring in a lot of 
work for our industry 
contributing to the 
Western Cape’s GDP, 
skills development 
and employment 
throughout 
the sector,” 
he concluded. 

Carol Weaving, 
AAXO chairperson, 
added: “The Western 

Cape is one of South Africa’s most 
popular exhibition and event 

hubs. It is a hotspot for 
trade shows and tourism, 
culminating in a potent 
cocktail of opportunities 
for exhibition organisers.

“With the South 
African exhibition 

industry attracting more 
than one million visitors 

country-wide and generating 
financial contributions in excess of 

R23 billion, the industry continues to 
drive massive economic activity, much 

of which sits within the Western Cape – 
making the region a force to be reckoned 
with when it comes to business events.” 

Supplier perspective
Jane Steel, sales manager, 

Cape Town, for Scan 
Display, said Scan did 

a calculation and 
found that over 
the 2015/2016 
period there had 
been about 40 
exhibitions in Cape 

Town last year. From 
those, about 24 are 

recurring, and others 
were once-off conferences 

that are travelling shows throughout 
the world. 

Ms Steel said the increase in exhibitions 
in Cape Town can be directly linked to 
international congresses, hence there are 
a number of exhibitions that will never be 
repeated again. 

In terms of floor space CTICC currently 
has more than 10 000 square metres of 

exhibition space, and this will double 
once the CTICC expansion has 

happened. She said Cape Town 
is limited by exhibition space 
and this is an impediment and 
the reason the City cannot 
run more than one exhibition 
at a time.
In a nutshell, Cape Town’s 

exhibition industry relies on 
international shows, as Cape Town 

is one of the top destinations of the 
world. So visitors/delegates have more to 
see and do. 

Karen Healey, managing director of 
Resource Design and EXSA Western Cape 
chairperson, said: “In spite of the present 
economic downturn South Africa is 
currently experiencing, the industry as a 
whole seems to be doing reasonably well. 
Profits may be down, but the turnover 
is still there. We just have to work even 
harder to get there.”

However, she said although 
Johannesburg gets the lion’s share of 
the turn-over, Cape Town is fortunate 
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in that it really is a 
desired destination. 

“So we are finding 
more and more 
international exhibitions 
and conferences coming 
to Cape Town. Now that 
the already world-class 
CTICC is extending, I believe 
we will be seeing more and 
more of these international shows. 

“While there are still the bigger 
players, there are more and more smaller 
companies starting out (and succeeding) 
which indicates that this industry must 
be contributing significantly to the GDP, 
employment and skills enrichment. 
More and more companies are seeing 
opportunity in Cape Town and are 
opening offices here.

“One thing we do not have in our 
favour on a national level is the red 
tape that organisers, exhibitors and 
visitors often have to negotiate in 
order to travel to this country. 
This includes visas, exporting of 
goods (even just for samples) 
etc. 

“I think our government is 
trying to implement complicated 
(albeit sound and well 
intentioned) protective regulations 
that they are unable to service due to 
lack of systems, staff, infrastructure etc,” 
Ms Healey concluded.

Lastly, Liam Beattie, managing director 
of HOTT3D, said: “The Western Cape is 
in an envious position when it comes to 
business events. 

“The CTICC is a world class 
venue that is attracting 
many world congresses. 
International delegates 
are treated to excellent 
conference services and 

also to exceptional tourism 
possibilities throughout the 

Western Cape. Many of our 
international clients are simply 

stunned by Cape Town and all that it has 
to offer.

“With the CTICC expanding and 
the completion of the Century City 
Conference Centre, Cape Town is poised 
to secure larger world congresses and 
events and so too its share of South 
Africa’s business tourism is also bound 
to increase. 

“Our personal experience has 
indicated that many larger conferences 

in Cape Town have 
considered moving to 

Johannesburg (due 

to capacity), but have rejected the idea 
because they fear losing delegates and 
quality of event.”

He concluded: “Though I don’t know 
the financial figures, I am certain that the 
exhibition and conference market in the 
Western Cape has grown substantially 
these last few years. It most definitely 
outstrips the average GDP growth by 
many points and should continue to do 
so in the foreseeable future. Our own 
growth reflects this and we will continue 
to leverage the market growth here to 
our own advantage.” 

Karen Healey

Lia
m

 Beattie

Email: conventionbureau@wesgro.co.za
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LEDVision’s Graeme Baker, said: 
“We are now able to rent high 
resolution indoor screens to our 

clients, in the form of 105 m2 of ROE 
Visual BP3 screen product, with an HD 
pixel pitch of 3.9 mm. 

Known as Black Pearl, this product 
offers the same award-winning tile 
design as its predecessor, the Black 
Onyx and is powered by Tessera LED 
processing – a cutting-edge system from 
Brompton Technology. 

It makes use of Tessera management 
software, which provides a user-friendly 
yet powerful interface for controlling all 
aspects of the system. 

Along with a built-in scaler and  
de-interlacer, users can benefit from  
real-time adjustment of position,  
rotation, colour, brightness of panels 
and high-spec video performance with 
3G-SDI  input. 

“The product features a high refresh 
rate, outstanding colour processing and 
great contrast ratio, as well as a fast and 
simple assembly system, which makes 
it equally well suited to music concerts, 
exhibitions, corporates and conferences,” 
he explained. 

The LEDVision team has noted a 
growing awareness of high resolution 
screens in the South African market, 
and has engaged directly with their 
existing clients to determine their 
specific requirements. 

“This new product means that we 
can give our clients a larger variety 
of products to suit their needs and 
strengthens our culture of providing 
creative, technical solutions as 
opposed to merely technical supply. 

A culture of providing creative 
technical solutions

LEDVision (Pty) ltd, South Africa’s top full-service LED rental provider, has just taken 
delivery of the latest in a string of technological acquisitions that continues to set them 
apart in the LED arena.

By Robyn D’Alessandro 
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The product will also relieve our stock 
demand somewhat.” 

Along with the new screen acquisition, 
LEDVision has taken delivery of 600 m of 
ROE Strip product.

Mr Baker added: “The strip LED was 
first requested for an advertisement 
shoot and has since gained popularity as 
a scenic element on events like Ultrafest. 
The strips are flexible and lightweight, 

with many variations in length and 
light coverage. 

“This product gives us an additional 
linear creative dimension for LED usage 
on live events. The strips can be applied 
on just about any surface – from a car 
roof to set edging – to create interest 
and movement. We look forward to 
producing some unusual eye-candy with 
these in the near future.” 

Graeme believes that ROE has been 
leading the way with creative LED for a while 
now and has seen a rise in the prevalence 
of this product on the international circuit 
of late. 

“ROE’s ability to curve is a great example of 
their creative thinking. The latest investments 
give LEDVision a healthy stock holding of 
ROE product and strengthens our already 
flourishing relationship with ROE,” he said. 



Well, there are no dark arts 
involved. It’s mainly about being 
organised and giving yourself 

enough time to do your app justice. You 
need to be prepared to invest the time in 
putting the relevant pieces in place. 

So, while there are loads of ways to 
increase both adoption and utilisation, 
we’re going to focus on what we would 
consider to be the top five.

Choose the right app
According to the 2015 Event App Bible, 
there are 125 apps out there – each 
one with their own unique benefits and 
features. It’s about finding the right tool for 
the job. When choosing, start by thinking 
about the following:

to get everyone using   5 tips
These days, many meeting professionals are abandoning the printed programme guide 
in favour of mobile apps to communicate with and inspire attendees at their events. But, 
how do you successfully promote your event app to make sure everyone feels that they’ve 
received the maximum value?

By Karmen Vladar, Lumi 

For you
What is the right app for you. Think about 
your budget, your objectives and your 
stakeholder’s objectives. What are the 
desired outcomes of your app? Finally, will 
it be a self-service or a full service solution 
from your provider?

For your event
What will work for the event. What type of 
event is it? How long is the event? Will you 
need to have an app packed with content, 
or is interaction and engagement your 
primary goal?

For the attendees
Don’t forget the attendees – what app will 
add the most value to their experience? 

Will they want to sift through lots of 
event content (thus an 
event app)? Or, will 
they mainly want to ask 
questions to presenters 

(thus an engagement 
app)? Maybe they want 

to do both? 
Once you’ve decided 

what your objectives 
are and what kind of 
app you require, it will 
make it a lot easier for 
you to select a supplier.

Promote your app
Event apps full of content are more 

likely to be accessed in advance of your 
event, so highlight a point in the timeline 
of your plan to make sure you’re reminding 
and encouraging attendees regularly 
enough. Incentivising them will come in 
handy at this point. In our experience, one 
month is normally ideal, but two weeks is 
perhaps more of a realistic target to have. 

Downloading event apps also tend to be 
more taxing on Wi-Fi, so set yourself a goal 

for pre-event adoption numbers and really 
drive it to ensure you don’t have too many 
people trying to get on your app when they 
arrive at the meeting.

You know your audience. Will 
they engage early? And if so, 
how early?
When it comes to pre-event promotion, 
it is vitally important that you, firstly, 
have a strategy, and secondly, stick to it. 
Where appropriate, promote early and 
often, but whatever your strategy, create 
a timeline where you can map out all your 
communication dates clearly.

Social Media
Use all available and useful channels, 
but avoid any which will not touch your 
audience as it’s a waste of effort and most 
probably, budget. 

Social media is a powerful channel but 
you might want to think about whether or 
not it is appropriate for your audience.

Don’t forget to include some traditional 
methods which are still “easy wins” (for 
example, an SMS or e-mail) – tactics like 
placing a “download now” button on 
your conference website and including the 
download link in all “know before you go” 
communications and possibly a link on staff 
e-mail signatures if appropriate. 

If you think it will help, ask speakers, 
exhibitors and sponsors to share the app 
via their channels as well. It is important 
to make your promotion communications 
compelling. Attendees are much more 
likely to download the app if they think it’s 
a good idea.

Remember: app promotion doesn’t 
stop the day before your meeting. It is 
unlikely you will manage to get everyone 
to download your app ahead of arrival, so 
make sure you continue your promotion 
during the event. 
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$

your event app
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Technology to energise and connect your audiences

Don’t forget to talk to your app 
provider. If you have chosen well, they 
should be doing this stuff day in, day out 
and will be able to help you with your 
individual needs.

When it comes to engagement apps, 
they are generally accessed for the first 
time on the day. However,if you think 
it will be a struggle to get attendees to 
download the app on arrival, you might 
want to send instructions a couple of days 
in advance. 

This way attendees will, at the very least, 
be aware that it is something they will 
need to do. Of course, if downloading a 
native app isn’t going to suit attendees, 
they can access the web version of the 
app as an alternative.

Avoid barriers
Give your audience a reason to download 
the app. That might be content, 
interaction or rewards:
•  Inform them of the benefits to them.
•  Keep your instructions for accessing and 

using the app simple, but accurate. 
•  Apps with the simplest user 

interface tend to score best on the 
utilisation measurements.

Wi-Fi
Wi-Fi is the biggest issue we hear in 
regards to apps for meetings and events? 
Both in our experience and according to 
the results of a recent conference news 
survey! It can be a real villain when it 
comes to apps, so it is vital that you get 
written confirmation from your venue or 
supplier that their infrastructure and Wi-Fi 
can support your requirements. 

How-to guide
Whether it’s a simple introduction slide 
on screen showing how to use your 

engagement app, or a detailed digital 
document stored in your Event App, be 
sure to let your attendees know how to 
get it and how to use it.

Helpdesk
If you are using an event app, having 
an “app” or “tech” helpdesk will help 
mitigate many potential issues. In my 
experience however, it is rarely actual 
“App” issues that gets the most questions 
at Helpdesks, it is “how to access the Wi-
Fi” and then “what are my log-in details, I 
can’t find the e-mail”.

Encourage and incentivise
Hosts and presenters should be 
encouraging engagement as often 
as possible. 

Intro
A clear and strong introduction to any 
meeting technology is vital. Where live 
polling is going to be used in a meeting, 
make sure you demonstrate how it works 
early on with a warm-up poll. Having your 
meeting host do this during the welcome 
will position the app as an important 
meeting tool and not just a gimmick.

Speaker buy-in
Make genuine appeals for engagement 
with your app, be it poll responses or 
question submission, can really drive 
attendees’ behaviour. The beginning of a 
session is the perfect point to get speakers 
encouraging the use of your app.

Gamification
Gamification is worth a mention here, as 
no matter who your audience is, a bit of 
healthy competition and a leaderboard can 
really drive people into the behaviours and 
activities you want from them.

If you are using a content loaded event 
app, regularly updating the content allows 
you to contact your audience to drive them 
back to the app. One of the key measures 
of success of an event app is user retention 
and this is one of many valuable metrics 
that you will get from your analytics. 

Keep it simple
It’s no secret that simple works best – and 
if it appears in The Event App Bible, it’s 
worth thinking about. Meeting attendees 
will have a list of things that are more 
important than your app to them; what 
time does it finish, what’s for lunch, is 
there a free bar tonight ... That’s why 
it’s so vital to give them simple, clear 
instructions and benefits to engaging with 
your app.

If you get your promotion right and 
your adoption rate is high, your attendees 
still need to use your app to demonstrate 
a return on investment, so choose an 
app that is simple to use, or at least 
intuitive, and make sure your messages 
of encouragement are 
simple so they can follow.

I hope these tips have 
given you some food for 
thought, and if you’re 
using an event app or 
engagement app at your 
next event, I hope it’s a 
massive success. 

WHO IS KARMEN VLADAR?

Karmen completed her honours degree in 
Marketing Management at the University of 
Pretoria in 2005. She has been active in the events 
industry ever since, actively advocating for increased 
participation at events through technology. 
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We make every day easier. We do this by listening 
to our customers keeping their best interest in mind 
and always working to make interacting with your 

business an exceptional experience.
Our customers turn the gears of the economy. They are 

businesses, small and large, whose every effort leads to a single 
purpose: satisfying-even delighting the people who interact with 
their brands. 

Look closely and you’ll see us at those touchpoints, quietly 
doing our best work.We’re helping our customers respond 
to the demand for fast, easy and convenient transaction with 
intuitive self-service and assisted-service options. But what we do 
goes beyond niche technologies or markets. Our solutions help 
businesses increase revenue, build loyalty reach new customers 
and lower their costs of operations.

We continually learning about and pioneering how the world 
interacts and transacts, we’re helping companies not only reach 
their goals but also change the way all of us shop, eat, and 
connect. Together we are shaping the future. 

We began as a two-man disco, and today we’re a 
national full-service event management and technical 
solutions company, with numerous successful long-

term relationships with clients, suppliers and stakeholders,” said 
Glenn van Eck, chief executive officer, Magnetic Storm.

“Of course we experienced growing pains. Every business does, 
but Magnetic Storm stands today as a strong business which has 
stood the test of time. And whether it be for the corporate sector 
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L Vectorsoft: connect, interact and transact

CONSULTING     |     INSTALLATION     |     TRAINING     |     SUPPORT     |     CUSTOM SOFTWARE DEVELOPMENT

vectorsoft
POS SOLUTIONS

Vectorsoft POS Solutions focuses on the needs of  the hospitality & wholesale/retail 
markets. Our hardware and software product range is the result of  proven successful 
implementations in diverse environments, and we actively take part in the whole project 
cycle, from consulting through to physical implementation and ongoing support.

Vectorsoft's team of  qualified IT Professionals have extensive experience, and ensure 
your requirements are understood and adequately addressed at all times.

Tel: +27 31 563 0469  •  +27 82 493 4505 (ALL HOURS)  •  vinop@vectorsoft.co.za

Magnetic Storm celebrates 35 years

2016 is a special year for the team at Magnetic Storm as it celebrates 35 years of 
connecting people through creating memorable experiences which last a lifetime. 

or for the public to enjoy, we thrive on the opportunity to create 
a memorable brand experience.”

 Today’s world turns to innovation and creativity to bring events 
to life: lighting design for ambiance, 3D mapping to awe and 
inspire, and set design to elevate events – these are some of the 
tools of Magnetic Storm’s trade. “One thing that’s exciting about 
the event industry is how technology has evolved and allows our 
team to execute their creativity,” Mr van Eck added.

From 2000, Vectorsoft has helped companies better 
connect, interact and transact with customers.
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Tel: +27 11 794 5800   I   Fax: +27 11 794 5808 
 Email: info@ticketprodome.co.za  I  Web: www.ticketprodome.co.za

Cnr Olievenhout Ave & Northumberland Rd, North Riding

This versatile multi-purpose venue recently won the Golden 
Arrow Award at the PMR Africa 2016 in the annual survey 
on exhibitions and events venues in South Africa. Ticketpro 

Dome scored 4.18 out of 5.00.
The Ticketpro Dome is undergoing a R33.5 million facelift in 

order to upgrade and enhance its offering. 
The Ticketpro Dome has already completed two phases of its 

make-over – the first being the launch of Blue Wing Conference 
and Events Venue, a massive 2 000 m² versatile venue; and 
phase two, an impressive upgrade to the main entrance, which 
now features a brand new canopy. Furthermore, an additional 
R10.7 million has just been invested in a new air-conditioning 
system for the main arena – just in time for summer.

Since its launch, the Blue Wing Conference and Events Venue 
has been well utilised for various events, including a number of 
smaller expos and as an extension for larger expos. MamaMagic 
– The Baby Expo used the additional space to stage the popular 
Barney Show. 

Another expo that recently made use of the venue was the 
Small Business and #BuyaBusiness Expo for the Simama Ranta’s 
Schools Expo which showcased school entrepreneurial works to 
business people. 

The direct access from the Ticketpro Dome Main Arena allowed 
for seamless entry to this venue.  

Ticketpro Dome 
continues to upgrade

The Ticketpro Dome is truly a unique venue 
with infinite possibilities and innovative 
solutions. If you’re looking for a blank canvas 
with superior infrastructure to host any 
event, then the Ticketpro Dome is a one-stop 
option catering to every organiser’s event 
and exhibition needs. 

The Blue Wing Conference and Events venue has also been 
used independently, when the venue recently hosted the India 
Instyle Shopping Festival. 
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The chief director: business 
regulation, Kenny Maboea, from 
the Department of Economic 

Development, Environment and Tourism; the 
chairman of the Limpopo Gambling Board, 
Mashile Mokono; chief executive officer 
of the Gambling Board, Serobi Maja, 
chairman of the Meropa Board, Raleigh 
Maesela; chairperson of the Domba 
Empowerment Corporation, Ndivhu 
Ramalibana; and Sun International’s 
director of operations, Thabo Mosololi, 
were among the special guests who 
attended the sod- turning event. 

The investment forms part of the company’s 
commitment to the City of Polokwane and 
the Limpopo Gambling Board. 

In the last financial year, Sun Meropa 
directly contributed more than R850 000 
in socio-economic development 
projects mainly in education, sports and 
culture initiatives. 

Through the Domba Trust, it also 
ploughed back another R4-million into 
various educational projects. 

This development reaffirms Sun 
Meropa’s commitment to supporting the 
city’s economic priorities, and growing 
Polokwane into a destination of choice for 
international and domestic travellers. 

The development will provide economic 
stimulus for the region, both during the 
construction period and after, through job 
creation and tourism to the area. 

About 500 new on- and off-site jobs will 
be created during the construction phase, 
with the majority of the labour sourced 
from the local community. 

“Sun International takes pride in its role 
as a corporate citizen of Polokwane, and 
we continuously strive towards excellence 
to enhance Sun Meropa’s appeal so as to 
promote tourism to the city and thereby 
contribute to the local economy. 

“By extending Sun Meropa with a 
hotel, we believe we can increase our 
contribution to economic growth and 
tourism in the area.”

Mr Mosololi said: “We will be able to 
extend our offering to include a high 
standard of accommodation and service to 
our guests visiting from other provinces.

“And, with the largest contemporary 
casino floor in Polokwane, a selection of 
dining and entertainment options and 
a quality hotel, Sun Meropa is poised to 
become the premier entertainment, business 
and leisure destination in the region.” 

In keeping with the complex’s exquisite 
Moroccan architecture, the hotel will 

reflect the discerning style, architecture and 
aesthetics that make the complex distinctly 
Sun Meropa. 

On completion, it will boast 60 rooms 
with a Moroccan theme; 54 of the rooms 
will be standard rooms. 

In addition, the hotel will have four junior 
suites and two superior suites. 

Catering to business and leisure travellers, 
the hotel will feature all the amenities 
and the high quality of service guests are 
accustomed to. 

 Sun Meropa, which celebrated its 
14th anniversary in March this year, is a 
vibrant entertainment hub at the heart 
of Polokwane, offering an array of 
entertainment and experiences for young 
and old. 

The complex features the upmarket 
Harvest Charcoal Grill; the contemporary 
Jembe Tavern, which hosts regular live 
entertainment, and a conference centre. 

Sun Meropa hosts a variety of events 
annually, with artists such as Mi Casa, The 
Parlotones and Loyiso Gola, among the 
well-known entertainers who have graced 
its stage. 

The casino itself boasts 417 slot machines 
and 17 tables, including classics like 
Roulette, Blackjack and Poker. 

Turning the first sod for a new three-
star hotel at Sun Meropa are, from 
left, Kenny Maboea, chief director: 

business regulation at the Department 
of Economic Development; Thabo 

Mosololi, Sun International’s director of 
operations; Serobi Maja, chief executive 
officer of the Gambling Board; Raleigh 

Maesela, chairman of the Meropa 
Board; and Ruben Gooranah, regional 
general manager: Sun International.

Investment plans 
for Sun Meropa 
Sun International and Domba Empowerment Corporation (PTY) Ltd announced its expansion 
plans for Sun Meropa at a sod-turning ceremony for a new hotel at the complex recently. 
The R75-million development is scheduled for completion in August 2017.
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CSIR ICC  
nurtures  
students

The programme exposes the students to a real-life 
environment that links the value generated from day-to-day 
work to organisational impact. 

The learning experience challenges the students to move 
beyond their established classroom routines into a professional 
working zone.

The 2016 intakes are Kagiso Makoe, Princess Buthelezi, 
Ouma Sithole and Ntombifuthi Buthelezi. 

These young women are expected to experience and explore, 
share and reflect, process and analyse while they apply their 
theoretical work into practical scenarios.

Based in various fields within the hospitality industry, the 
students will get exposure to meeting protocols, implementing 
marketing campaigns, how to engage with clients, plan and 
implement events, prepare and even cook different dishes.

Bronwen Cadle de Ponte, CSIR ICC general manager, said: 
“Our students are encouraged to focus on the essential skills, 
take risks and learn from their mistakes, because the training is 
meant to empower them and help them reach their potential.

“The ICC is a safe place where they are at ease to enjoy their 
own personal growth and unlock their own strength.

“We wish them well during their stay with us and believe it will 
be a mutually beneficial relationship.” 

From left: Kagiso Makoe, Princess Buthelezi, Ntombifuthi 
Buthelezi and Ouma Sithole.

In support of developing young potential, the 
CSIR International Convention Centre (ICC) has 
appointed students for a six-month experiential 
learning programme geared to help them 
receive their respective national qualifications. 

Indaba Hotel, Spa and Conference Centre 
features 24 multi-purpose conference venues 
ranging from Executive Boardrooms to large 
Banquet Venues seating up to 500 people. Our 

Day Conference Package includes:

. Arrival Tea / Coffee / Juice & Rusks .
. Mid Morning Tea / Coffee / Juice & Snacks .

. 3 Course Buffet Luncheon .
. Afternoon Tea / Coffee / Juice & Biscuits .
. Room Hire of Plenary Conference Room .

. Pads, Pens, Mineral Water & Refreshments .

CONFERENCE BANQUETS

DELUXE BEDROOMS CHIEFS BOMA

B&B 
DOUBLE

R1820
PER ROOM

B&B 
SINGLE

R1200
PER PERSON

FULL DAY 
CONFERENCE

R525
PER PERSON

INDABA HOTEL, SPA & CONFERENCE CENTRE
CNR. WILLIAM NICOL DR & PIETER WENNING RD, FOURWAYS

Website: www.indabahotel.co.za | Phone: +27 11 840 6600
Email: indaba@indabahotel.co.za
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Rosebank, Johannesburg, 2196

SAACI Head Office
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Parklands, 
2121

THE PILLARS 
THAT GUIDE US

1) SAACI Community
2) SAACI Intelligence
3) SAACI Academy
4) SAACI Into Africa

5) Branding & Communication
6) Stakeholder Engagement
7) Sustainability
8) Future Focus

TH
E W

OR
K 

W
E D

O 
IS

 G
UI

DE
D 

BY
 FO

UR
 K

EY
 

PR
IN

CI
PL

E P
ILL

AR
S:

FOUR KEY TRIBUTARY 
PILLARS SUPPORT THEM:

www.saaci.co.zawww@SAACIOfficial SAACI Officialf in SAACI Official Integrity  |  Intelligence   |  Innovation   |  Sustainability

C

M

Y

CM

MY

CY

CMY

K

SAACI TP.pdf   1   3/16/2016   8:33:47 AM

The 31st SAACI Congress and 30th 
anniversary is set to take place from 
2-4 June 2017 in the capital City of 

Tshwane under the theme innovation@
work, preparing for multiple futures. 

Keeping with the theme, the SAACI 
Board of Directors, Congress Programme 
Committee and the Local Organising 
Committee have left no stone unturned 
and are excited to celebrate SAACI’s 30th 
anniversary milestone. 

The Congress has moved from starting 
on a to now take place from a Friday to 
Sunday to accommodate more of our 
entrepreneurial members. 

SAACI’s membership is grouped into 
eight forums and has designed the 
programme to represent the various 
forums under three streams: Conferencing 
and Event Organisers, Venues and 
Services Suppliers. 

The programme streams are focused 
to give each delegate the opportunity 

to learn and share with specific interest 
groups or change perceptions by 
attending any of the other streams. 

The Congress kicks off on the Friday 
morning with a fun run or walk at 7am as 
global trends show that delegate wellness 
has become a key factor to consider when 
planning an event. 

This is followed by a welcome brunch at 
10h30 with the official opening starting 
at 12h00. 

Minister Derek Hanekom will address 
members on innovation in the business 
events sector followed by a high 
impact keynote speaker customary at 
the Congress. 

The afternoon session will focus on sales 
and negotiation techniques as we are all in 
sales regardless what our job title says. 

Delegates will be taken to a secret 
location on Saturday morning to enjoy the 
sunrise over this beautiful city, followed by 
plenary sessions. 

Maarten Vanneste, CMM from Meeting 
Design Institute, the FRESH Conference, 
ABBIT meeting innovators and author 
of meeting architecture textbook is the 
first speaker of the day. He will share with 
delegates his insight into the future of 
business events. 

An Event Architecture International 
Master Class on Meeting Design 
by Maarten Vanneste will be 
held directly after the Congress at CSIR 
ICC on 5 and 6 June 2017. 

Saturday will be a culinary explosion 
with six different refreshment breaks 
through the day between the various 
programme streams specifically designed 
to showcase different food trends for 
conference breaks and a gala dinner fit 
for the kings and queens of our industry.

Sunday will start with a 
unique plenary session called “O’ what 
a beautiful am” followed by the day’s 
various programme streams. 

Another new addition to the 
programme are learning lounges where 
delegates will get the opportunity to 
meet and chat with 10 industry thought-
leaders on useful tips for their business, 
and will close with the Gauteng Lecture 
and closing ceremonies.

Save the date! 

innovation@work
Preparing for multiple futures
As we gear ourselves for our industry’s busy season many of 

you will agree with me that pulling off major conferences and 

events takes time. The SAACI 2017 congress is no different; 

with planning already started in May 2015.
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THE POWER OF EXHIBITIONS: 
Face-to-Face is Simply Better

Patrons:
Gold:

T: +27 11 805 7272  F: +27 11 805 7273  E: exsa@exsa.co.za www.exsa.co.za

We are the go-to people for exhibitions and events. 

Our members comprise of Venues, Organisers, 
Service Providers, Suppliers and Associate 
Organisations. Formed in 1980, EXSA is  
recognised internationally as the voice of the  
exhibition industry in South Africa, and is always 
available with help and advice.

Platinum: 

People view Twitter, Facebook 
and other social media as social 
networks, not marketing tools. As 

a result, they’re less likely to see what you 
post as an advertisement and will be more 
likely to hear what you have to say. 

This translates to serious web traffic when 
you link to your site and posts that market 
themselves as your friends and followers 
share what you’ve posted,” said Phumulani 
Hlatshwayo, EXSA general manager.

Done well, social media can be very 
successful, but done wrong it wastes 
valuable time. Follow these tips to stay 
on track.

Develop a detailed social media 
strategy
As social media is so embedded in our 
daily lives as a tool to capture, document 
and instantly share, it’s a common mistake 
to think you can use it the same way 
for marketing. 

You need to approach it like you would 
any other marketing plan, including your 
objectives, schedule and chosen platforms. 
With clear objectives, you are able to 
determine what a successful outcome for 
the show would be, as well as, measure 
and understand what elements in your 
campaign were effective, post-show. 

For example, you could want more 
engagement with your brand which could 
be measured in likes, retweets, comments 
and shares. 

If you want to grow your database, 
this could be measured in the number of 
people who signed up for a competition.

Choose the right platform 
to engage 
Each social media channel will 
communicate with an audience differently 
and be best for posting at different times. 
Choose the channels that you know how 
to use and already have a presence.

Facebook allows for a variety of posts 
both long and short. However, constant 
updates could flood follower’s feeds and 
in turn they will unfollow you. 

Instead, opt for competitions, mass 
photo albums that are updated, videos 
or pictures of visitors engaged with your 
samples or watching a demo.

Twitter is the best platform to share 
timely, intermittent bite-sized content 
before the show to create hype, with 
set up and preparation tweets during 
the show to answer questions, post live 
comments, create hashtag competitions, 
share workshops and post show to share 
more valuable content. 

Almost all events now also have their 
own hashtag. Find out what it is. Use it in 
all your related tweets, and search for it 
to connect with others. Many events even 
have their own Twitter handle.

Share valuable info that 
visitors want to read
The goal to exhibiting is giving attendees 
what they want, and for social media 
it’s not all that different. Pay attention 
to what people want from the hashtags. 
That could be some expert advice, unique 
content that you may have on a blog, or 

Integrate social media 
in your next exhibition
In the face-to-face industry, social media is becoming one of the 
most popular ways to engage attendees at exhibitions, events 
and conferences. Knowing how to reach both existing and new 
customers online isn’t an option, but rather a necessity. 

Continued on page 40
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SUBSCRIBE TO

SUBSCRIPTION FORM

A year’s subscription provides you with 
the Yearbook, 11 monthly magazines
 and a copy of the annual South Africa 
Conferences & Exhibitions Calendar.

AN INDISPENSABLE 
PUBLICATION!

Business 
Events Africa 

To:  Business Events Africa, 
 PO Box 414, Kloof, 3640
 Tel: (031) 764 6977  Fax: (031) 764 6974
 E-mail: jackie@contactpub.co.za

p	 Yes, please, I would like to subscribe  
 to Business Events Africa.

Subscription options (please tick):

p	 Guide (Yearbook, 11 monthly   
 magazines and annual calendar):   
 R600

All prices given above include postage, 
packaging and VAT (RSA only)

p	 Enclosed please find cheque to the  
 amount of R.....................................

NB: Please make cheques payable to 
Contact Publications (Pty) Ltd

Banking Details:
First National Bank, Kloof

Branch Code: 221526
Account Number: 50730106925

Account Name: Contact Publications

Do you require a tax invoice  p	Yes  p	No
(If yes, one will be sent to you on receipt of 
your payment.)

p	 Please start my subscription from  
 the..........................................issue.

Name: .......................................................

Position: ...................................................

Company: .................................................

Address:...................................................

.................................................................

...................................Code:....................

Tel:..............................Fax:........................

Vol 36 No 9
Advertiser Page Email Website

Affordable Adventures 15
affordableadventures@
eventinspirations.co.za

www.affordableadventures.co.za

Aloha Pos t/a Vectorsoft 34 vinop@vectorsoft.co.za www.vectorsoft.co.za

Cape Town International 
Convention Centre

26-27 sales@cticc.co.za www.cticc.co.za

Folio Translation Services 4 pziets@folio-online.co.za www.foliotranslations.com

Gearhouse South Africa 31
catriona.regan@
gearhouse.co.za

www.gearhouse.co.za

Graceland (Peermont)
OFC, 
8, 9

sales@peermont.com www.graceland.co.za

Johannesburg Expo 
Centre

OBC info@expocentre.co.za www.expocentre.co.za

LATAM Airlines 
Group SA

IFC latam@border-air.co.za. www.latam.com

Lumi Insight 33 info@lumiglobal.com www.lumiglobal.com

MSC Cruises 18-19 info@msccruises.co.za www.msccruises.co.za

Peermont Global 5 sales@peermont.com www.peermont.com

SAB World of Beer 10-11
events.co-ordinator@za-
sabmiller.com

www.worldofbeer.co.za

Sandton Convention 
Centre

1 scc.info@tsogosun.com
www.sandtonconventioncentre.
com

Seychelles Tourism Board 21 info@seychelles.travel www.seychelles.travel

South African Tourism Insert travel@southafrica.net www.southafrica.net

The Sandton Indaba 37 indaba@indabahotel.co.za www.indabahotel.co.za

Ticketpro Dome 35 info@ticketprodome.co.za www.ticketprodome.co.za

The Royal Marang Hotel 12 info@royalmarang.com
www.royalmarang.com/ 
www.royalbafokengtourism.com

WESGRO 28-29 info@wesgro.co.za www.wesgro.co.za

tips in the industry. However, remember to 
focus on engagement, and not selling.

Use social media to develop 
your cold leads and find 
new leads
Ease possible leads into getting to know 
your brand, business style and products or 
services by connecting with them on social 
media. This solidifies the connection and 
prompts them to like and follow you back 
in turn, getting to know your business. 

You can also search for and connect 
with leads you might have missed at the 
event by searching the show’s hashtag and 
other key event terms. 

Evaluate your success  
post-show and nurture 
and grow your new 
social community 
After the show, compare your results to 
your pre-determined goals to establish 
which elements worked and the 
elements that need to be changed for 
the next trade show. 

You also need to continue interacting 
with new followers, providing 
them with more valuable content, 
information and expertise so that 
when they are ready to do business, 
your brand will be top of mind as the 
industry leader. 

Continued from page 39
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TAMPER EVIDENT SECURITY BAGS
•  Debasafe® Tamper Evident Security Bags are used whenever tamper-evident 

movement is critical.
•  We manufacture to order and assist in tailor-made solutions to suit your security 

needs.
•  A comprehensive range of security features are standard on the bags and additional 

features can be added.
•  The sealing strip is used for exacting demands with a heat indicator displaying 

attempts to tamper.
•  Tampering by means of cold, heat, solvents, liquids & manipulation is clearly visible.
•  Bags can be customised according to customer’s requirements with exclusive 

numbering & bar-coding.
•  Bags are manufactured in either transparent or opaque LDPE film, in various grades 

to meet specific requirements.

TEL: +27 11 452 1115
FAX: +27 11 452 3609

WEBSITE: www.plaslope.com
EMAIL: glenda.aereboe@plaslope.com

The bags are used for the safe movement of:
•  Government Departments

•  Foreign Exchange

•  Confidential Documents (Examinations, Elections, 
Passports, Visas etc.)

•  High Value Items (Diamonds, Precious Metals, Forensic 
Evidence, Cellphones, Computer Equipment)

•  Cash (Banks & Cash-in-Transit companies)

Conferences, workshops and exhibitions of 
interest to the conference, exhibition and 

special events market
For free entries in this calendar, please supply information to:  

Contact Publications, PO Box 414, Kloof 3640. 
Tel: (031) 764 6977  |  Fax: (031) 764 6974  |  Email: colleen@contactpub.co.za

26 FEBRUARY: 2nd Annual AfSAE Education Conference (held 
in conjunction with Meetings Africa)  Venue: Sandton Convention 
Centre, Johannesburg  More information: Natalie Kensley, The Conference 
Company Tel: +27 (0)11 465 0334  Email: natalie@confco.co.za

28 FEBRUARY-1 MARCH: Meetings Africa 2017
Venue: Sandton Convention Centre, Johannesburg 
www.meetingsafrica.co.za

19-21 APRIL: WTM Africa 2017  
Venue: Cape Town International Convention Centre, Cape Town

More information: Thebe Reed Exhibitions
Tel: +27 (0)11 549 8300   Email: info@ThebeReed.co.za

16-18 MAY 2017: Tourism Indaba 2017
Venue: ICC Durban and Durban Exhibition Centre
Tel: +27 11 467 5011 www.indaba-southafrica.co.za

2-4 JUNE: SAACI 2017 Congress  
Venue: Tshwane (Gauteng) More information: Adriaan Liebetrau 
Tel: +27 (0)11 880 5883  
E-mail: adriaan@saaci.org.  www.saaci.org 

INTERNATIONAL: 2016

SEPTEMBER 27-29: IT&CMA. Venue: Bangkok Convention Centre, 
CentralWorld Bangkok, Thailand.  
More information: Email: itcma@ttgasia.com.  
www.itcma.com

OCTOBER 18-20: IMEX AMERICA. Venue: Sands Expo & 
Convention Centre, Las Vegas, USA.  
More information: www.imexamerica.com

NOVEMBER 12-16: 55th ICCA Congress. Venue: Kuching, 
Malaysia. More information: Mathijs Vleeming, marketing project 
manager, ICCA, Toren A, De Entree 57 1101 BH Amsterdam, 
The Netherlands.  
Tel: +31 20 398 1962. Email: mathijs@icca.nl.  
www.iccaworld.com

NOVEMBER 29-DECEMBER 1: IBTM WORLD. Venue: Barcelona, 
Spain. More information: ibtmworld.sales@reedexpo.co.uk

INTERNATIONAL: 2017

MAY 16-18: IMEX Frankfurt. Venue: Frankfurt, Germany. More 
information: Tel: +44 1273 227311.  
www.imex-frankfurt.com

DATE TBA: 56th ICCA Congress. Venue: Prague, Czech Republic. 
More information: Mathijs Vleeming, marketing project manager, 
ICCA, Toren A, De Entree 57 1101 BH Amsterdam, The Netherlands. 
Tel: +31 20 398 1962.  
Email: mathijs@icca.nl. www.iccaworld.com

  LOCAL: 2017   LOCAL: 2017
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Integrity  |  Intelligence   |  Innovation   |  Sustainability

EASTERN CAPE
Chairperson: Andrew Stewart
Vice-Chairperson: David Limbert
Treasurer: Glenn van Eck
Co-ordinator: Wendy Knott-Craig 
Committee: Natalie de Lange; Gill Dickie; Rachel 
Greensmith; Sadie Isaacs; Leigh Myles-Rohroft; Alastair Stead
Eastern Cape Co-ordinator: Wendy Knott-Craig 
t: (041) 360 4415  |  c: 073 201 8699  |  ecbranch@saaci.org
Gavin Chowles: Angelic Wonders  |  c: 082 807 7325  |  
gavin@angelicwonders.co.za
Gill Dickie (Sustainability): Budget Car Hire                         
t: (041) 581 4242  |  c: 079 527 7619  |  gilld@budget.co.za
Rachel Greensmith (Future Focus): The Boardwalk  |               
t: (041) 507 7777  |  c:  082 290 4617  |  rachel.greensmith@
za.suninternational.com
Sadie Isaacs (Stakeholder Engagement): Nelson Mandela 
Metropolitan Municipality |  t: (041) 582 2575  |  
c: 082 990 7652  |  conference@nmbt.co.za
David Limbert (Community): Magnetic Storm  
t: (041) 393 4800  |  david@magnetic.co.za
Leigh Myles-Rohroft: Hotel Savoy (JH Group) 
t: (041) 368 8343  |  c: 083 228 3928  |  leigh@jhgroup.co.za
Donna Peo: Fish River Sun | c: 082 941 6911 |                     
donna.peop@suninternational.com 
Seka Skepe: Old Tramways Building |  t: (041) 811 8200  |                          
c: 079 996 2854 | vuyiseka.skepe@mbda.co.za 
Alastair Stead (Into Africa): Scan Display                            
c: 073 236 6618 | alastair@scandisplayec.co.za
Andrew Stewart: PeriExpo  |  t: (041) 581 3733  
c: 082 578 5987  |  andrew@periexpo.co.za
Glenn van Eck CMP: Magnetic Storm  
t: (041) 393 4800  |  glenn@magnetic.co.za

KWAZULU-NATAL
Chairperson: Nick Papadopoulos
Vice-Chairperson: Scott Langley
Treasurer: Dawn Holmwood
Co-ordinator: Carol Macnab 
Committee: Imran Ahmed, Tarannum Banatwalla, Tracey 
Delport, Kim Gibbens, Terrilyn Goldman, Vicki Hooper, Denver 
Manickum, Liam Prince, James Seymour, Ayanda Shabangu
KwaZulu-Natal Co-ordinator: Carol Macnab   
c: 079 072 0133  |  kznbranch@saaci.org
Imran Ahmed (Stakeholder Engagement): Aqua Tours 
& Transfers |  t: (086) 100 2782  |  c: 082 410 7116  |                  
imran@aquatours.co.za
Tarannum Banatwalla: Jellyfish Catering  
t: 031 564 8034/8132  |  c: 083 254 9462  |  
tarannum@jellyfishcatering.co.za  
Tracey Delport (Future Focus): Aha Hotels & Lodges  
t: 031 536 6520  |  c: 083 293 5190  |  traceyd@threecities.co.za. 
Kim Gibbens: Aqua Mice  
t: 086 100 2782  |  c: 079 693 9530  |  kim@aquamice.co.za. 
Terrilyn Goldman (Into Africa): Greyville Conference Centre  
t: 031 309 1430  |  c: 082 820 9473  |  terrilyn@greyville.co.za
Dawn Holmwood (Intelligence): Retired  |  t: (031) 765 7494   
c: 082 558 7383  |  dawnholmwood@outlook.com 
Vicki Hooper: Venues for Conf. in Africa 
t: 031 764 0059  |  c: 083 256 8120  |  info@venues.co.za 

Scott Langley (Sustainability): Durban ICC 
t: (031) 360 1315  |  c: 082 382 8563  |  scottl@icc.co.za
Denver Manickum (Community): I-Cube Alternative 
Advertising |  t: (031) 701 0474  |  c: 083 482 8525  |  
denver@icube.co.za
Nick Papadopoulos: Eat Greek  t: (031) 563 3877  |  
c: 084 505 0113  |  eatgreek@telkomsa.net
Liam Prince – co-opted (Branding & Communication): 
Gearhouse  |  t: 031 792 6200  |  c: 083 602 0442  |                       
Liam.prince@gearhouse.co.za
James Seymour: Durban KwaZulu-Natal Convention 
Bureau  |  t: 031 360 1171  |  c: 082 925 5508  |  james@
durbankzncb.co.za 
Ayanda Shabangu (Academy): Makulu Events                    
t: 031 261 1136  |  c: 079 473 3800  |  ayanda@makuluevents.co.za

NORTHERN TERRITORIES
Chairperson: Aidan Koen
Vice-Chairperson: Estelle Lötter CMP
Treasurer: Vuyo Mzozoyana
Branch Co-ordinator: Heather Heskes
Committee: Chris Prieto CMP,  
Brian Prowling, Bronwen Shaw, Yolande van den Berg
NTB Co-ordinator: Heather Heskes   
t: (011) 787 4672  |  c: 076 321 6111  |  gp.za@saaci.org
Michelle Bingham (Intelligence): Sandton Convention Centre 
t: (011) 779 000  |  michelle.bingham@tsogosun.com 
Zoe Broad (Branding & Communication):                                    
Scan Display Solutions | c: 083 5689819 | zoe@scandisplay.co.za
Aidan Koen: Scan Display Solutions 
t: (011) 447 4777  |  c: 082 561 3188  |  aidan@scandisplay.co.za
Tumi Longwe (Into Africa): The Forum Turbine Hall              
t: (011) 492 3888  | c: 071 049 8949  |  tumi.longwe@theforum.
co.za felicia.mokhehle@za.sabmiller.com
Estelle Lötter CMP (Community): Ripcord Promotions 
t: (011) 482 2835  |  c: 082 651 4556  |  estelle@ripcord.za.com
Felicia Mokhehle (Future Focus): SAB World of Beer                                   
c: 083 364 9000  | felicia.mokhehle@za.sabmiller.com
Vuyo Mzozoyana (Stakeholder Engagement):                 
Crowne Plaza Rosebank | c: 078 168 6489  |                           
vuyom@therosebank.co.za
Chris Prieto CMP (Academy): t: (011) 973 5138  |                           
c: 083 778 2644  |  saaci.chrisprieto@gmail.com
Kim Roberts (Intelligence): The Forum
t: (011) 487 3819 | c: 082 323 3910 | kim.oberts@theforum.co.za
Bronwen Shaw (Sustainability): Inspire Furniture Hire
t: (011) 287 2200 | c: 083 646 8778 | bronwenshaw@#outlook.com
Brendan Vogt (Co-opted): Guvon Hotels & Spas 
t: (011) 791 1870  |  c: 083 709 0489 | brendan@guvon.co.za

TSHWANE
Chairperson: Robert Walker
Vice-Chairperson: Melanie Pretorius
Treasurer: Marius Garbers
Co-ordinator: Heather Heskes
Committee: Anette Burden; Nellie Swart; Leon Pheiffer; 
Neliswa Nkani; Oscar Motsepe; Pieter Swart; Roz Prinsloo; 
Jeana Turner
Gauteng/Tshwane Co-ordinator: Heather Heskes 
t: (011) 787 4672  |  c: 076 321 6111  |  gp.za@saaci.org
Anette Burden (Future Focus): Casa Toscana Lodge  

t: (012) 248 8820  |  c: 082 787 6144 
anette@casatoscana.co.za
Marius Garbers: Baagisane t: (012) 362 6327 
c: 082 789 7963  |  mgwcom@mweb.co.za
Lillian Hlabangane (Stakeholder Engagement):              
City of Tshwane | t: (012) 358 8048  |  c: 082 700 5172  |  
lillianh@tshwane.gov.za
Taubi Motlhabane (Into Africa and Sustainability):              
City of Tshwane Tourism | t: (012) 358 3508  |                         
c: 079 075 1560  |  taubiem@tswhwane.gov.za
Emily Naidoo (Community): CSIR ICC                               
t: (012) 841 3435  |  enaidoo@csir.co.za
Leon Pheiffer (Stakeholder Engagement): EPH 
Productions | t: (011) 100 3305  |  leon@montededios.co.za
Melanie Pretorius (vice-chairperson): CSIR 
t: (012) 841 3825  |  mpretorius1@csir.co.za
Juan Quinn (Branding & Communications):                          
Juan Q Pty Ltd | c: 072 352 3598  |  juan@juanq.co.za 
Dr Nellie Swart (Academy): UNISA 
t: (012) 433 4678  |  c: 082 771 0270  |  swartmp@unisa.ac.za
Pieter Swart (Intelligence): Conference Consultancy SA  
t: (012) 349 2301  |  c: 083 230 0763  |  pieter@confsa.co.za
Jeana Turner (Sustainability and Into Africa): NFS 
Technology Group | t:  (011) 394 9554  |  c: 071 440 3617  |  
jeana@nfs.co.za
Robert Walker (chairperson): Jukwaa Group 
t: (012) 667 2074  |  c: 082 550 0162  |  r.walker@jukwaa.net

WESTERN CAPE
Chairperson: Jaques Fouche
Vice-Chairperson: Lerisha Mudaliar
Treasurer: Jaco du Plooy
Co-ordinator: Lara van Zyl
Western Cape Co-ordinator: Lara van Zyl 
c: 082 223 4684  |  wc.za@saaci.org
Jaco du Plooy: NH Lord Charles Hotel  
c: 082 413 2135  |  j.duplooy@nh-hotels.co.za
Jaques Fouche: Gearhouse SA 
c: 083 607 2046  |  jaques.fouche@gearhouse.co.za
Jan-Hendrik Fourie (Branding & Communication): 
Prosperis | c: 083 245 5582  |  jan-hendrik@prosperis.com
Andrew Gibson (Intelligence): Magnetic Storm                              
c: 074 588 3054  |  andrew@magnetic-ct.co.za
Angela Lorimer (Sustainability): Spier                                    
t: (021) 809 1101|  AngelaL@spier.co.za
Lerisha Mudaliar: Cape Town & Western Cape 
Convention Bureau (Wesgro)  
c: 072 631 7674  |  lerisha@wesgro.co.za
Thiru Naidoo (Stakeholder Engagement): Cape Town & 
Western Cape Convention Bureau (Wesgro) t: (021) 487 
8600  |  thiru@wesgro.co.za
Cindy Pereira Buser (Intelligence): Michee 
c: 072 192 5656  |  cindy@mirchee.co.za
Alshante Smith (Future Focus): CTICC  
c: 071 299 0601 | alshanthe@cticc.co.za
Esmare Steinhoffel (Into Africa): ICCA Africa 
c:  084 056 5544  |  Esmare.S@iccaworld.org
Zandri Swarts (Community): Century City Convention 
Centre and Hotel | t:  (021) 204 8000  |  zandri.s@
ccconferencecentre.co.za
Esti Venske: Cape Peninsula University of Technology 
t:  (021) 460 3518  |  venskee@cput.ac.za

OFFICE BEARERS
National Chairperson: Wayne Johnson 
Vice Chairperson: Dorcas Dlamini
Treasurer: Glenn van Eck CMP
Immediate Past Chairperson: Zelda Coetzee
Public Officer: Denise Kemp
Chief Executive Officer: Adriaan Liebetrau
Physical Address: Association Hub, 158 Jan Smuts Avenue, 
4th Floor East Wing, Rosebank 2196; Box 381, Parklands 2121. 
t: (011) 880 5883

BOARD OF DIRECTORS:
Gwynneth Arendse-Matthews: CMP (C&E Forum) 
Southern Cross Conferences t: (021) 683 5106     
c: 082 414 4378 | gwyn@scconferences.com
Keith Burton: African Agenda t: (021) 683 2934  
c: 083 415 4111  |  keith@africanagenda.com
Zelda Coetzee: Imfunzelelo Tourism & Event Specialists 
t (021) 674 0013  |  c: 084 657 5476  |  zelda@imfunzelelo.co.za

Dorcas Dlamini: Protea Hotel Group  
t: (011) 275 1000  |  c: 082 903 7204  |  dorcas@proteahotels.com
Wayne Johnson: Fancourt  
t: (012) 653 8711  |  c: 083 448 1324  |  waynej@fancourt.co.za
Denise Kemp (Public Officer): Eastern Sun Events 
t: (041) 374 5654  |  c: 082 654 9755  |  denise@easternsun.co.za
Aidan Koen (NTB Chair): Scan Display Solutions  
t: (011) 447 4777  |  c: 082 561 3188  |  aidan@scandisplay.co.za
Nonnie Kubeka (Government Representative): 
Gauteng Convention Bureau t: (011) 085 2500 
c: 083 571 7410  |  nonnie@gauteng.net
Adriaan Liebetrau: t: (011) 880 5883  |  c: 082 863 6302 
adriaan@saaci.org
Nick Papadopoulos (KZN Chair): Eat Greek  
t:  (031) 563 3877  |  c: 084 450 5011  |  eatgreek@telkomsa.net
Kim Roberts (Advisory Board Representative):  
The Forum Company t:  (011) 575 3750  |  c: 082 652 2008 
kim.roberts@theforum.co.za
Andrew Stewart (EC Chair): PeriExpo  
t: (041) 581 3733  |  c: 082 578 5987  |  andrew@periexpo.co.za
Glenn van Eck CMP: Magnetic Storm  
t: (041) 393 4800. c: 082 800 2616 | glenn@magnetic.co.za
Desireé Smits van Waesberghe: Capemotion  
t: (021) 790 2190  |  c: 072 335 5282 
dsmitsvanwaesberghe@helmsbriscoe.com

ADVISORY BOARD:
Helet Borchardt (Community): Sanlam  
t: (021) 947 4486  |  c: 082 458 8211 
helet.borchardt@sanlam.co.za
Kim Roberts (Intelligence): The Forum Company  
t:  (011) 575 3750  |  c: 082 652 2008  
kim.roberts@theforum.co.za
Esti Venske (Academy): Cape Peninsula University of 
Technology 
t:  (021) 460 3518  |  venskee@cput.ac.za
Jaques Fouche (Into Africa): Gearhouse SA   
t: (021) 929 7232  |  c: 083 607 2046  
jaques.fouche@gearhouse.co.za
Liam Prince (Branding & Communication):  
Selbys Productions t:  (031) 700 6697  |  c: 072 589 8782 
liam@selbys.co.za
Lillian Hlabangane (Stakeholder Engagement):  
City of Tshwane t: (012) 358 8248  |  c: 082 700 5172  
LilianH@tshwane.gov.za
Bronwen Shaw (Sustainability):  
Contemplating an Exciting Future  |  c: 074 892 3259 |  
bronwenshaw@outlook.com
Moses Gontai (Future Focus):  
Namanje Event Solutions  
t: 011) 538 7262  |  c: 073 407 9322  |  moses@namanjevents.co.za



OTHER ASSOCIATIONS OF INTEREST TO THE INDUSTRY

OFFICE BEARERS: 
Chapter President: Tes Proos, Crystal Events, Box 50596, 
Waterfront 8002  |  c: +27 (0)84 682 7676.  
e: president@sitesouthernafrica.com  

Treasurer: Peter-John Mitrovich 
c: +27 (0)82 318 1889  |  e: peter-john.mitrovich@
grosvenortours.com

Secretariat: Mariaan Burger 
c: +27 (0)82 557 8041  |  e: info@sitesouthernafrica.com

COMMITTEE MEMBERS:
Adriaan Fourie 
c: +27 (0)84 545 3355  |  e: adriaan@wesgro.co.za

Cindy Pereira Buser 
c: +27 (0)72 192 5656  |  e: cindy@mirchee.co.za

Justin Exner 
c: +27 (0)60 302 6018  |  e: justin@vineyard.co.za 

Barry Futter: Adventure Works 
c: +27 (0)82 335 4090  |  e: barry@adventureworks.co.za

Daryl Keywood 
c: +27 (0)82 904 4967  |  e: daryl@walthers.co.za.

Henk Graaf 
c: +27 (0)83 696 3307  |  e: henk@swafrica.co.za

Tanya Angell-Schau 
c: +27 (0)82 559 9007  |  e: tangellschau@tourvestdm.com

Nicholas Leonsis:  
c: +27 (0)82 564 6996  |  e: nicholasl@travkor.co.za

SUB COMMITTEE  
(Business Africa Development):
Nicholas Leonsis (Chair):  
c: +27 (0)82 564 6996  |  e: nicholasl@travkor.co.za

Bunny Boolah:  
c: +27 (0)83 632 2420  |  e: bunny@africanlink.co.za 

SUB COMMITTEE  
(Young Leadership Development):

Nonhlanhla Tsabalala:  
c: +27 (0)71 351 4458  |  nonhlanhlaT@tshwane.gov.za.
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AAXO – Association of African Exhibition Organisers 
Box 1597, Kelvin 2054  |  t: +27 11 549 8300 
info@aaxo.co.za  |  www.aaxo.co.za 
Chairperson: Carol Weaving 
Secretariat: Cindy Wandrag

ABTA – African Business Travel Association 
Box 2594, Pinegowrie 2123  |  t: (011) 888-8178 
f: (011) 782-3814  |  c: 083 679-2110  |  monique@abta.co.za 
www.abta.co.za  
Founder: Monique Swart

ANTOR – Association of National Tourist Office 
Representatives 
President: Hélène Bezuidenhoudt 
Vice-president: Wendie White 
Treasurer/Secretary: TBC  
Box 41022, Craighall 2024  |  c: 083 200 4444  
f: (011) 523-8290  |  helene.bezuidenhoudt@franceguide.com

ASATA – Association of Southern African 
Travel Agents 
PO Box 650539, Benmore 2010  |  t: (011) 293-0560/61 
f: 086 504 9767  |  barbara@asata.co.za 
Chief Executive Officer: Otto de Vries 
c: 076 140-7005  |  f: 086 505-1590 
Office Manager: Barbara Viljoen.

EGF – Event Greening Forum 
179 Jan Smuts Avenue, Parktown North, Private Bag X7000, 
Parklands 2121  |  (011) 447-4777  |  info@eventgreening.co.za  
|  www.eventgreening.co.za 

Chairman: Justin Hawes 
Vice-chairman: Greg McManus

FEDHASA National Office – Federated Hospitality 
Association of Southern Africa  |  Box 71517, Bryanston 
2021  |  t: 0861 333 628  |  f: 0867 165 299  
fedhasa@fedhasa.co.za  |  www.fedhasa.co.za  
Manager – National Office: Lynda Bacon. 

PSASA – Professional Speakers Association of 
Southern Africa  |  t: (011) 462-9465  |  f: 086 515-0906 c: 
083 458-6114  |  nikki@psasouthernafrica.co.za   
www.psasouthernafrica.co.za  
Executive Director: Nikki Bakker

SABOA – Southern African Bus Operators Association 
Postnet Suite 393, Private Bag X033, Rivonia 2128  
t: (011) 011 9288  |  f: (011) 011 9296  |  saboa@saboa.co.za  
President: Mr A Sefala 
Executive Manager: Mr E Cornelius

SATI – South African Translators’ Institute  
Executive Director: Marion Boers  
t: (011) 803 2681  |  office@translators.org.za  
www.translators.org.za

SATSA – Southern Africa Tourism Services Association 
 Box 900, Ferndale 2160  |  t: (011) 886-9996  |  f: +27 
866832082. E-mail: jennym@satsa.co.za  |  www.satsa.com.  
Chief Executive Officer: David Frost  
Chief Operations Officer: Jenny Mewett

SKAL International South Africa  
International secretary: Anne Lamb  

t/f: (021) 434 7023  |  c: 082 708-1836  |  anne@yebo.co.za. 
www.skalsouthafrica.org

STA – Sandton Tourism Association  
t: 083 558-5445  |  secretariat@sandtontourism.com   
www.sandtontourism.com. 

TBCSA – Tourism Business Council of South Africa  
Box 11655, Centurion 0046  |  t: (012) 664-0120   
f: (012) 664-0103   |  comms@tbcsa.travel  |  www.tbcsa.travel 
or www.tomsa.co.za 
Member Relations Manager: Boitumelo Moleleki

TGCSA – Tourism Grading Council of South Africa 
Private Bag X10012, Sandton 2146  |  t: (011) 895-3000  
f: (011) 895-3001  |  enquiries@tourismgrading.co.za. 

TINSA – Interpreters/Translators Network of 
Southern Africa 
Co-ordinator: info@interpreter.org.za  
t/f: (011) 485-2511  |  c: 083 249 0010  |  www.interpreter.org.za

TPSA – Technical Production Services Association 
Box 2245, Pinegowrie 2123  |  t: 082 371 5900   
admin@tpsa.co.za  |  www.tpsa.co.za 
Administrator: Tiffany Reed

TTA – Tshwane Tourism Association 
Box 395, Pretoria 0001  |  t: 012 841 4212   
secretary@tshwanetourism.com  |  www.tshwanetourism.com. 
Chairperson: Bronwen Cadle de Ponte 
Secretary: Sithembile Nzimande 
Membership Co-ordinator: Liz Oosthuysen  |  
membership@tshwanetourism.com
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ICCA – International Congress & 
Convention Association

EXSA OFFICE

General Manager: Sue Gannon  |  Box 2632, 
HalfwayHouse 1685  |  t: (011) 805 7272  | 
Fax: (011) 805 7273  |  exsa@exsa.co.za  |  www.exsa.co.za.

Admin Manager: Thuli Ndlovu   |  info@exsa.co.za

Communications Manager: Aimee Delagey  
aimee@exsa.co.za

BOARD MEMBERS
National Chairperson: Neil Nagooroo

Vice-Chairperson: Andrew Binning

Immediate Past Chair: Brad Alder

Treasurer: Andrew Gibbs

Brad Alder (Suppliers Forum): Octanorm 
t: (011) 433 2010  |  Fax: (011) 433 1927  |  c: 082 445 2661 
brad.alder@octanorm.co.za

Andrew Binning (Organiser Forum):  
Inkanyezi Event Organisers   
t: (041) 363 0310  |  c: 082 372 9247  
andrew@inkanyezi.co.za 

Lorin Bowen (Organisers Forum): Synergy Business 
Events  t: (011) 476 5108  |  c: 082 433 8687   
lorin@synergybe.co.za

Lindy Cambouris (Venue Forum): CTICC 
t: (021) 410 5000  |  c: 071 888 2625  |  lindy@cticc.co.za

Patrick Cronning (Suppliers Forum): Expo Guys 
t: (011) 433 3260  |  c: 083 281 5584  |  pat@expoguys.co.za

Zaida Enver (Organisers Forum): Pure Grit 
t: (011) 467 5011  |  c: 082 555 1049  |  zaida@puregrit.co.za

Andrew Gibbs (Suppliers Forum): Concept G 
t: 086 122 2678  |  c: 083 260 8065  |  andrew@conceptg.co.za

Katherine Gunningham (Young Professionals  
Forum): Compex  t: (011) 234 0604  |  c: 060 983 9273 
katherine@compex.co.za

Karen Healey (Western Cape Forum):  
Resource Design  
t: (021) 510 7776  |  c: 082 893 6036 
karen@resourcedesign.co.za

Denver Manickum (KZN Forum Chair): 
iCube Advertising 
t: (031) 701 0474  |  c: 083 482 8525  
denver@icube.co.za

Neil Nagooroo (Venue Forum): SCC 
t: (011) 779 0000  |  c: 082 929 5241 
Neil.Nagooroo@tsogosun.com

Doug Rix (Suppliers Forum): DK Design 
c: 082 579 7071  |  Dougrix@wol.co.za

Clive Shedlock (Organisers Forum): 

Conker Exhibitions 
t: (031) 312 2990  |  c: 083 784 6004  
Clive.Shedlock@gmail.com

ICCA AFRICAN REGIONAL OFFICE: 
Regional Director Africa: Esmare Steinhofel
c: 084 056 5544 
e: esmare.s@iccaworld.org
www.iccaworld.com

ICCA AFRICAN CHAPTER: 
Chairperson: Ben Asoro 
Commercial Director, Calabar ICC, Calabar Nigeria 
t: +23 48173098930  |  +254722493146 
e: ben@conventioncentrecalabar.com

President: Nina Freysen-Pretorius
The Conference Company 
t: (031) 303 9852 
f: (031) 303 9529 
e: nina@confco.co.za 

Secretariat: Esmare Steinhofel, CCA Africa Regional director

c: 084 056 5544 
e: esmare.s@iccaworld.org.  
www.iccaworld.com/dbs/africanchapter
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Sustainability is in vogue. 
21st century businesses and 
governments are investing huge 

amounts of resources into meeting the 
challenges of our brave new world, the 
newly coined “Anthropocene Epoch”, 
which scientists recently declared as the 
dawn of the human-influenced age.  

So what does this mean for the events 
industry of South Africa, with its rich 
history of human evolution and the very 
home of the Cradle of Mankind?

Firstly, sustainability is not a nice to 
have. It addresses the very core of the 

longevity of both your business 
and the physical environment 
that sustains all life on earth. 
Are we really still asking 
ourselves “Do we want clean 
air, water and abundant 

natural resources?” 
Therefore the question 

evolves from whether 
sustainability is 

important to rolling 
up the sleeves 
and taking action, 
ie how do we 
make our events 

more sustainable? 
And the answer is by 
taking a broader focus 
on how our events 

and businesses impact the environment 
and engage the community, as well as 
making sure we meet our financial or 
commercial goals.

Event sustainability should not be 
an add-on component such as a CSR 
project planting trees, but rather a spirit 
weaved throughout the event that gives 
the participant a deeper connection to 
the experience. 

It’s not about having recycling containers 
everywhere. It’s about:
•  Finding a cool venue (which is connected 

to public transport and is powered by 
alternative energy and takes good care 
of its employees).

•  With stylish screens, lighting (energy 
efficient) and natural material 
furnishings.

•  Beautiful food and gorgeous cocktails 
(seasonal cuisine, crushed organic fruit 
and local beer in real glasses).

•  Cutting-edge event design (high-tech 
networking elements, non-traditional 
sessions, artful elements).

•  Collaboration with the local community, 
a social entrepreneur or NGO to provide 
event materials. Diversify and give a 
sense of purpose (eg CO2 emissions 
measured and offset to a project 
benefiting this group).

•  Measuring and communicating impact 
through carbon emissions, waste, water 
and social benefit.
This is the standard template for 

sustainable events, but perhaps taking 
a wider view there’s an opportunity for 
South Africa to develop its infrastructure 
and commitment to sustainable events in 
its own unique way. 

Perhaps the answer is not to just look 
elsewhere at what other destinations are 
doing, how they are succeeding in strong 
recycling infrastructure, renewable energy 
or state-of-the-art water processing plants. 
Rather to ask, what are both the greatest 
needs of today’s South Africa and what 
are the most powerful human stories we 
can tell about this great nation? 

Musing on this leads me to think that 
South Africa has a fantastic opportunity to 

lead the world in social enterprise. With 
the International Labour Organisation 
(ILO) estimating that we have a youth 
unemployment rate of 52.9 per cent 
in 2014 with 46.95 per cent of the 
population being under the age of 24 – 
the gap to bridge and the opportunity for 
huge impact is clearly here.

Imagine a South Africa both fostering 
and promoting a raft of community-led 
initiatives that fabricate everything for 
events and hospitality from lanyards and 
bags through to the cuisine flavoured with 
township recipes, ingredients and history. 
Local beers brewed by black-owned 
businesses and ice creams provided to 
delegates sweetened by honey, the fruit 
of labour of bees tenderly cared for by 
disadvantaged youths.

The events industry touches on so 
many industry sectors, from catering, to 
accommodation to transport and floral, 
to list just a few. Each sector and supplier 
should showcase the best of South African 
produce and would support the growth 
of smaller manufacturers engaging the 
broader society in the economy. 

This is not about charity. It’s about 
showing the world the modern face of 
Africa, young entrepreneurs with great 
ideas, a rich tapestry of humanity buzzing 
with innovation and ability showcasing 
South Africa as the leading destination for 
events and investment on the continent.

The events industry in South Africa 
must do all it can to foster this approach, 
taking a broader perspective at both 
social opportunity alongside mitigating 
environmental impact and increasing 
technological innovation.

In the words of Madiba: “We must use 
time wisely and forever realise that the 
time is always ripe to do right.”

South Africa has a fantastic opportunity 
to be a world leader in sustainable 
events, in creating a new narrative about 
community engagement across the whole 
supply chain, but it requires the genuine 
desire and the focus of the industry to get 
there. I’m excited to see what the future 
holds… 

WHO IS 
Roger Simons?

Roger Simons is the regional sustainability 
director at MCI and the president of the Green 
Meetings Industry Council (GMIC).

Mr Simons has over 14 years’ experience in 
designing and delivering winning sustainability 
strategies and organising sustainable 
events. He is recognised internationally as a 
thought leader on sustainability issues and 
will share global insights into how brand 
communications strategies are evolving in the 
21st century, and how events are increasingly 
an important component of major brands’ 
sustainability strategies. 

Sustainable events:
showcasing modern Africa
By Roger Simons, CMP, regional sustainability director and president of the Green Meetings Industry Council (GMIC),
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