
������ ��	
�������
��
������	��	����	�

������������
���


�����������

������������
���


�����������

�������������� �
!"�#���
���
�$�
%��	�&��%�
�

��'������
(�#�
)��'
� *�%�&�	

�� ��	�+��,� '#�
����

������ ��	
�������
��
������	��	����	�

�&������%�	�%%�	��'%�
��
�-,��&�
�&������%�	�%%�	��'%�
��
�-,��&�

But …
What does “improve” mean?

Better 
Quality

Faster 
Delivery

Increase
Profit

Increase
Productivity

Begin 
exporting

Increase
Customer

satisfaction

Increase
Market Share
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Decide what
“improve”

means

Internal 
(operations) 

or
External
(sales)?

Internal

External

Engineering?

Project
Management?

Skills and
“people”?

yes

yes

yes

P
R

O
C

E
S

S

JCSE

Local
ICT Sector?

SAVANT

SAEEC
Exports?

Initiatives
supported

by
the dti
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People with skills

Tools and equipment

Procedures, methods 
and tasks

PROCESS

Organizational
Culture
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You’re doing major home 
renovations

Bob from AB 
Construction

Tom from 
Build-It (Pty) 
Ltd

Bob’s quote is R20K

Tom’s quote is R24K
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Bob from AB 
Construction

Bob’s last 30 projects

Schedule / Cost / Quality / etc

Probability

What he promised

X

What he actually 
achieved

X+Y
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Tom’s last 30 projects

Tom from 
Build-It (Pty) 
Ltd

Schedule / Cost / Quality / etc

Probability

What he promised

X

What he actually 
achieved
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Bob from AB 
Construction
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Build-It (Pty) 
Ltd
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14JCSE Meeting  March 2009
Palma Buttles

Holistic Approach: Increasing Capability 

People CMM 
PSP

CMMI-DEV, 
ACQ & SVC

Organizational Organizational 
CultureCulture

Team
capability

PSP, TSP 
People CMM

enhances

Process
capability

Workforce
capability

Performance

improves & predicts

CMMI (DEV, ACQ, SVC) improves the capability of processes 

People CMM improves the capability of the workforce, workgroups and teams  

PSP/TSP improves the capability of individuals and teams focused on quality

Q
u
a
l
I 
t
y
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Performance Category Median improvement

Cost 34%

Schedule 50%

Productivity 61%

Quality 48%

Customer Satisfaction 14%

Return on Investment 4 : 1
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* From a study of 20 projects in 13 organizations conducted in 2003
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ABB
Accenture
Advanced Information Services
Advanced Maturity Services, Inc.
Alan S. Koch Consultants
Alliant
AMRDEC
Ascent
Bechtel-Bettis*
Boeing
Centre De Investigacion En Matamaticas
Census Bureau
Cluster File Systems
Computing Technology, Inc.
CQG, Inc.
CRSIP / STSC / DRAPER
Davis Systems
DEK
Delivery Excellence
DOE / Los Alamos
DOE / Naval Reactors
DPC Cirrus
Dynamics Research Corp.
Evince Media

Halex Associates
Heath Solutions, Inc.
Helsana
IBM Japan
IBM Mexico*
Idea Entity Corporation
Institute for Information Industry
Intuit*
Kaitatsu, Ltd.
KPMG
LogiCare
Los Alamos National Laboratory
M/A-Com Private Radio Systems, Inc. 
Magellen*
Microsoft*
Misys
Motiva
MP SPI Solutions
NASA Langley
NAVAIR*
Naval Reactors*
NAVOCEANO*
NCS Pearson
Northern Horizons

Oakwood College
Oracle*
Prodigia S.A. de C.V.
PS&J Consulting - Software Six Sigma
QuarkSoft
Sage Software
SAIC
Samsung Electronics
Samsung SDS
Sandia National Laboratories 
Satyam Computing Services
Scientific Atlanta
Softek*
SECC
STPP, Inc.
STSC
Tec de Monterrey
Trend Micro
TYBRIN Corporation - Air Logistics
Unisinos
University of Alabama / Huntsville
University of Queensland
Vicarious Visions

*Organizations SEI is currently 
working with

INTUIT
(Mountain View, 

CA)

SOFTEK
(Mexico)

Quarksoft
(Mexico)

Tec de Monterrey
(Mexico)

Adobe
(San Jose, CA)

Intuit Proprietary & Confidential

How are we doing?
• Improved Work-Life balance

o Fewer weekend check-ins (<3%)

o Reduced $ on dinners as measured by PSS – “Pizza 
Slices Served”
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Employee Engagement

Scope

Quality

Productivity

Is TSP bad for the Pizza industry?
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Decide what
“improve”

means

Internal 
(operations) 

or
External
(sales)?

Internal

External

Engineering?

Project
Management?

Skills and
“people”?

yes

yes

yes

P
R

O
C

E
S

S

JCSE

Local
ICT Sector?

SAVANT

SAEEC
Exports?

ICTE: Strategies for Promotion and 
Investment

Process Improvement Executive 
Breakfast Seminar 2009

7 August 2009



Description of the South African 
Electrotechnical Sector

“The Electrotechnical sector in South Africa comprises of a 
large family of diverse sub-sectors with different production 

and market dynamics.  However they have in common a 
high level of technology and knowledge application with a 
significant value addition to the South African economy”

Sub-sectors:

Information and Communications Technology, Electronics 
and Electrical Engineering

Industry Structure



General overview of the Sector

Competitive Dynamics
• Sector is very diverse in SA and experiences 
different production and market dynamics – sub-
sectors have in common a high level of technology 
and knowledge application and tend to have a 
significant value addition
• SA sector’s strengths lie in niche product 
development that adapts to changing market 
requirements and technology development as well 
as systems integration

SAVANT
The South African Vanguard of Technology

• The marketing & awareness programme for the 
ICT & Electronics sector
• The dti, in partnership with industry, is committed 
to promoting South Africa as a player in the global 
ICT & E industry
• Started in 2000 with the establishment of the ICT 
Development Council chaired by the former dti
Minister Alec Erwin
•The council identified a need to organise a 
marketing and communication strategy for the ICT 
& E industry, with SAVANT evolving as a result



Objectives of the Savant Programme

• Create global and local awareness of the 
South African ICT, Electronics and Electrical 
Engineering sectors
• Showcase the capabilities, successes and 
competitive advantages of the SA sectors and 
companies
•Grow the sectors by improving its export 
performance, promotion  of  new investment 
and joint ventures and increase access to 
opportunities in the local and global markets

WWW.SAVANT.CO.ZA



Savant Activities

• Website
– Publish industry 

research
– Publish industry 

specific information
– Publish/mail tender 

notices received from 
foreign offices

– B2B matchmaking
– Business directory

• Networking activities
– Diplomats
– Industry Associations 

local and global

• Participation in 
events/tradeshows/conferences

• Advertising and marketing 
• Brochures and CD’s
• Monthly newsletters
• Provide dti Foreign Economic 

Representatives with relevant 
marketing and promotion 
material

• Roadshows

Research Bank



Specialised Sector Information

B2B Matchmaking Facility



Benefits for SAVANT members

• Your company will be listed on www.savant.co.za
• Logo and short profile of the company or 

association is showcased on the website
• Exposure to local and international business 

opportunities listed on the SAVANT website
• Listing on the SAVANT member business 

directory
• Exposure through the SAVANT monthly electronic 

newsletter
• Exposure via the dti’s Foreign Economic Trade 

Desks around the globe
• International exposure of the members at selected 

exhibitions and trade shows
• Exposure through the marketing & promotional 

activities both locally and globally

Serious about Investment -
Taking action

• SAVANT is a ‘one-stop-shop’ portal for the ICT 
& E industry in South Africa

• Invitation to register for newsletter
• Visit the website if you’re looking for 

investment/partnering or outsourcing of goods 
and services:
– Access the Research Bank
– Sector Specific Material within niche areas
– Business Directory
– B2B Matchmaking 

• Tell us what you think…



Presented by: 

Nadia Nortje
Project Manager: SAVANT 

the dti

Tel: +27 12 394 1114
Fax:  +27 12 394 2114

Email: nnortje@thedti.gov.za
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Decide what
“improve”

means

Internal 
(operations) 

or
External
(sales)?

Internal

External

Engineering?

Project
Management?

Skills and
“people”?

yes

yes

yes

P
R

O
C

E
S

S

JCSE

Local
ICT Sector?

SAVANT

SAEEC
Exports?
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Improving Performance in World Markets

Preparing to Export
Software and Related Services

2009

Eileen Leopold
Chief Executive Officer
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Topics

• Objective is provide some broad frameworks and 
touch on specific aspects that provide additional 
insight

– Overview of  SAEEC
– South Africa’s software export sector
– Preparing to export - guidelines

• Customers’ Perspective
• Export Preparation
• Export Marketing
• Export Documentation
• Export Opportunities
• Export Law
• Export Assistance 

– The impact of global economic crisis
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Overview of SAEEC

• The South African Electrotechnical Export Council  (SAEEC) is 
a Not-for-gain company, Public-Private- Partnership between 
industry and the Department of Trade and Industry

– Reports to a Board drawn from industry

• Industry focus is Electrical Engineering, Industrial Electronics, 
Information Technology and Telecommunications 

• Our primary mandate is to facilitate export growth of our 
members

• 9th year of operation

• Currently over 90 members and also work closely with relevant 
South African Industry Associations
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Objectives

• Objective is to facilitate export growth  for SAEEC members 
– Export promotion activities:

• Trade missions, Exhibitions, Missions
• Joint marketing and branding 
• Specific projects

– Telecomms Opportunities in 6 African countries
– Electricity prepayment 
– Outsourced contract manufacturing

– Export development activities
• Export training
• Addressing trade issues
• Trade stats analyses for members

• Provide an interface for foreign companies wishing to identify 
South African partners

• Formal interface to Government on export issues for our sector
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SA Software Industry
• The SA software industry, valued at ZAR22.1 billion in 2008, growing at a  of 10%  over the 

past 5 years

• Pyramidal in structure
regarding revenue 
concentration, with the five 
largest software vendors 
controlling 40% of the software
revenue and the ten largest
controlling 50% of the revenue

• High number of SA software companies
tend to be 5x-10x smaller than
European firms

The industry functions 
strongly at a firm level, which
results in a fragmented and
individualised industry .
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Software Exports

• The South African software export market revenue constitutes less 
than 6% of the total domestic software market 

• Part of software exports are not recorded for vario us reasons . 
Some companies do not consider intangible products, such as 
software services, as exports

• Software trade features strongly in Africa, with 76% of the companies 
involved in software export to the home continent

• 32% of exporting companies trade with Europe, 17% with North 
America and 7% with the Australasian region

• Few companies export to South Asia, the Far East and South 
America – only 4% of the local software developers export to these 
regions
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The  Customers’ Perspective

Once the solution meets buyers’ ‘needs’ ……It all boils
down to your perceived  risk profile

1. Trust  
• Company and reputation (Management )
• Environment (Political and social stability, legal certainty, responsibility)

2. Competence
• Processes, certification
• References

Other Factors
• Labour force/capacity (Education and number, motivated, young)
• Infrastructure
• Cost advantage
• Quality
• Time /distance advantage
• Proficiency in languages (outsourcing)
• Government support
• Cultural compatibility (Individualism, relationship  orientation, generalist, openness)

How does South Africa rate vs xx? (Low, Medium, High )
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Preparing to Export

1. Export Preparation
2. Export Marketing
3. Export Documentation
4. Export Opportunities
5. Legal Framework
6. Export Assistance
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Preparing to Export

• Export Readiness: 
– Why do you want to export?

• Defensive, offensive
• Why do you believe you will be successful?

– Are you ready to export? Evaluation criteria
• Company and reputation (12)
• Management and governance (39)
• Marketing and markets (57)
• Personnel (29)
• Technology, processes, accreditation (31)

• Financial analysis
– Take into account cost of marketing activities and realistic timeframe
– Funding

• Cbi.nl; euroitx.com; exporthelp.co.za; thedti.gov.za
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Export Marketing

• Where are export opportunities?
– Country – region
– Propensity to outsource -how much and what is currently outsourced
– Competitors
– Buyers
– Diaspora opportunities
– Common sense

• Products and services
– prioritise prioritise prioritise
– Pick a sector niche 

• How will you enter the foreign market place?
– Brokers and consultants
– Partnership with  local company
– Reseller (Agents and distributors)
– Local sales office

• How will you promote yourself?
– Participation in trade promotion events
– Trade press
– Website, business and social networks
– Branding: competitive advantage

• Costing and pricing
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South African firms are leaders in applying 
technology and developing  innovative solutions 

that meet the requirements of emerging and 
developing countries and new market 

requirements

We are credible partners for developing solutions

South African software – the power behind brands 
you know

Positioning and Branding 
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Export Documentation

1. Export Business Plan

2. Registration as an Exporter (exporthelp.co.za)

3. Copyright and Patents (dti funding thedti.gov.za)

4. Agreements:
– Offer

• Specify what is wanted (requirements, deliverables, quality)
• Functionality, standards, environment, performance
• Ownership
• Pricing 
• Service Level Agreements

– Risk and reward sharing
– Flexibility
– Mutual benefits

• Euroitx.com click on ‘focus’

– Partner/ Reseller/Agent/Distributor
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Legal Framework

• South Africa
– Reserve Bank and exchange controls

• Target Country
– Intellectual property protection, copyright, patents
– Redundancy laws

• European Transfer of Undertakings for the Protection of 
Employees (TUBE) 

– Privacy and data protection
– Ban on SPAM

• Quality Standards
– CMMI
– ISO 9001:2000: 27001(BS7799 security): 20000(infrastructure) 

• Directives
– RoHs and WEEE
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Export Assistance

• Associations and Clusters
• SAEEC
• DTI

– SAVANT
– EMIA funding

• Auditing firms
• International Development Agencies and 

Consultants
– CBI Netherlands, SIPPO 

• Websites euroitx.com; cbi.nl



���

	�

��	
���

���
���

�
)
���


	�
��	

���
���

���
�
)

Effects of Economic Crisis: IT 
Exporters Feb 2009 

• Declining demand  - outsourcing
• Increased protectionism
• Reliance on smaller deals
• Postponement of IT projects
• Longer decision making
• Reduced access to credit (investment) 
• Price pressure/ smaller margins
• Customers facing financial problems
• Fiercer competition in international markets
• Importance of professional expertise

• Companies targeting Niche Markets and Medium 
Sized Customers are less affected
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Contact details

Eileen Leopold   
director@saeec.org.za
+27 11 315 0209


