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Growing their Southern African footprint has been a driving force for AMD Rotolok that 
continues to go from strength to strength as it aims to deliver cost effective solutions 
to industry. Lifting Africa finds out more.

Growing their Southern 
African footprint has been 
a driving force 

The material handling industry has become extremely 
competitive,	 says	 Theo	 Sherman,	 Managing	 Director	 at	
AMD	Rotolok.	With	most	companies,	still	 in	cost	cutting	

mode and product rates under pressure standing out in this 
environment is of extreme importance.

“As	a	global	market	leader	in	rotary	valves,	screw-conveyors,	Knife-
gates, bucket elevators and many other products for both the 
engineering, food and paper industry, for the powder and bulk 
handling	requirements,	we	have	invested	much	time	and	effort	
in	ensuring	we	are	able	to	meet	market	demands,”	says	Sherman.

Our	 experienced	 and	motivated	 staff	 will	 visit	 clients	 on	 site	
to get a clearer picture of the issues and requirements of the 
customer.	This	includes	finding	out	exactly	what	solutions	work	
under which circumstances.

“We	 also	 took	 the	 time	 to	 look	 at	 our	 past	 best	 sellers	 over	
several years and see where we can make improvements be it on 
rate	or	service	thus	ensuring	we	were	meeting	the	exact	needs	
of	our	customers.”

According to Sherman it is all about exceeding customers’ 
expectations.	

“We	have	a	policy	of	continued	investment	in	advanced	machinery	
which	 ensures	 quality	 control.	 We	 employ	 batch	 production	
techniques	to	create	efficiency	savings,	which	ensures	we	are	able	
to	offer	the	most	competitive	of	pricing,”	he	says.	“Rotolok	also	
incorporates	volume	production	methods	with	built-in	flexibility,	
giving	customers	options	and	bespoke	solutions.”

But,	 says	 Sherman,	 complex	 applications	 remain	 the	 forte	 of	
Rotolok and, with a team of experienced system designers, the 
company	has	been	well	placed	to	provide	a	solution	for	any	bulk	
materials handling scheme.

According	 to	Sherman	 there	 is	not	a	one-size	fits	all	 solution.	
“No,”	he	says,	“it	 is	about	providing	the	best	possible	solution	
for	a	client.	We	pride	ourselves	on	delivering	a	total	solutions	
offering.”

He says this includes ensuring that they have products in stock 
across	 a	 range	 allowing	 the	 company	 to	 offer	 a	 competitive	
maintenance service.

“That	means	not	only	are	we	able	to	deliver	the	solution	that	
they require but are able to meet their service and repair needs 
and have the necessary parts on hand to do it as speedily as 
possible	to	keep	downtime	to	an	absolute	minimum.”

It is this approach that has allowed Sherman and his team to look 
at extending their footprint not only in South Africa but across 
the	continent.

“There	is	real	opportunity	in	Africa,”	he	says	despite	projects	
being	 on	 hold	 the	 past	 couple	 of	 years.	 “We	 have	 a	 base	
in South Africa and we can easily service markets as far as 
Zimbabwe, Nigeria and further north from our local factory. 
Growing our footprint remains a strategy for the business into 
2018. We have become involved in several products on the 
continent	already.”

Especially the mining industry is one to keep an eye on. Whilst 
commodity prices have dropped, Sherman says the industry 
remains	committed	to	introducing	better	products.

“With	 the	 economic	 downturn	 came	 a	 real	 focus	 on	 cutting	
costs,”	 he	 says.	 “This	 saw	 an	 uptake	 in	 cheaper,	 imported	
products. There is a change in this approach as the long-term 
cost	impact	is	being	realized.	Not	only	do	these	products	often	
not	stand	the	test	of	time,	but	the	downtime	for	repairs	is	often	
significant.”

Sherman says the requirement for good quality products will 
increase.	This	bodes	well	for	companies	such	as	AMD	Rotolok	
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that	 have	 the	 ability	 to	 manufacture	 on	 the	 continent	 and	
don’t have to rely on imports.

“We	 continue	 to	 invest	 in	 our	 craftsmanship,”	 he	 says.	
“Our	advantage	 is	not	only	 in	being	able	 to	deliver	 that	
bespoke solution, but we are able to do it quickly and 
efficiently.	The	products	are	also	quality.”

He says at the same time the solutions being developed 
are inherent to the African environment.

“There	is	no	denying	that	our	product	solutions	for	Africa	
have to be able to meet the harsh operating environment. 
That means we have to manufacture robust products 
that can stand the test of time. As a company, we pride 
ourselves	in	being	able	to	deliver	just	that.”

At	 the	 same	 time,	 says	 Sherman,	 the	 company	 have	 the	
experience	 to	 deliver	 the	 necessary	 expertise	 that	 Africa’s	
particular	challenges	require.

“We	also	work	closely	with	our	global	counterparts,”	he	says.

Other than South Africa, Rotolok has a footprint in the UK, the 
US, Europe, Singapore, India and Australia.

“This	really	allows	for	best	practice	and	knowledge	sharing	on	a	
global	platform.	As	a	company,	it	is	about	having	the	real	ability	
to	provide	bespoke,	innovative	equipment	to	match	a	company’s	
specific	needs,”	says	Sherman.

Contact Theo Sherman, AMD Rotolok,  
Tel: +27 (0) 11 674 1166, 
theo.sherman@amd-rotolok.co.za, www.rotolok.co.za


