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Aveng DFC provides
sustainable solutions in
global markets
Being a subsidiary of Aveng Limited, a Group that has more than 100 years experience 
in manufacturing across the African continent, Aveng DFC has the perfect base from 
which to provide a manufacturing and marketing infrastructure that is innovative 
and sustainable, allowing management solutions that focus on improving plant 
efficiencies.

Thus Aveng DFC can be justifiably proud of being the largest 
valve manufacturer on the African continent, supplying 
valves and pumps in the water, effluent and mineral 
processing industries, not only in the local market but also 
in the global export market as well. 

Aveng Limited is a South African registered company, listed 
on the Johannesburg Stock Exchange, employing people 
across the globe, whose capability is underpinned by its 
broad footprint and multi-discipline construction and 
engineering history. The group is focused on infrastructure, 
water resource management, energy, and mining 
opportunities.

Pumps and Valves, in an exclusive interview with Luis 
Falcao, Managing Director of Aveng DFC, had a glimpse of 
the man, now at the helm who is guiding the business to 
new heights. Energy exudes from Falcao, which is in itself 
a sure indication of his positive objective for the company. 
His two years with the company has brought a new shift in 
direction more towards applying marketing principles to 
grow the business rather than the old school adage of using 
engineering principles only.

Luis Falcao is a business strategist who has achieved results 
in the global business arena and as a visionary leader is 
passionate about achieving the right results for the company. 
He describes his approach to transforming Aveng DFC, using 
the concept of four pillars: Innovation, global growth, talent 
development and access to markets.

“The South African valve market has for, far too long existed 

Luis Falcao Managing Director

with products of similar nature supplied by the industry as 
a whole and also subjected to competition from imports 
which have not always met the required specifications. We 
are therefore continuously developing new innovations in 
our products that will set us above the market norms and 
will hopefully eliminate the copies making their way into 
the market. We are currently developing 12 new designs 
that will attract new business and give us the edge when it 
comes to performance and reliability. The only way to target 
the innovators is to bring in new technologies. Our expertise 
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and reputation is well known around the globe aided by our 
facilities in USA, Australia, Brazil and Finland,” said Falcao.

“Our vision for global growth is developing our products 
by maintaining economies of scale.  This will enable us to 
compete favorably in the local market against the influx of 
imported valves. To remain price competitive, efficiencies in 
the manufacturing process will also contribute to our global 
growth,” added Falcao.

Developing talent has become a priority at Avenge DFC and 
forms part of the basic strategy of having the correct person 
in the right position. 

This is not a skills development program but finding the 
right talent to be integrated into the company’s philosophy. 

According to Luis Falcao the company has in line with this, 
introduced an education program to bring in final year 
engineering students as interns in order to train them into 
strategic positions in the company and thereafter to deploy 
them into the overseas facilities where their valuable 
experience can be returned to our local market should they 
so require. 

Realignment of market approach strategy is the fourth 
pillar contributing to the overall marketing mix. Channels 
are developed around specific applications designed to 
guarantee service delivery. This is to ensure that customers 
and engineers receive product on time. Should the 
distributors not meet the criteria they are removed. With 
the company’s select market strategy, people are picked 
that will take the company forward. 

Many products in the range are being revised as well as the 
introduction of 12 new models down the line. The large 
bore high pressure Knife Gate Valve remains as the flagship 
of the range. Generally the range is continuously being 
improved with new materials being tested that will make 
the products lighter, maintain pressure better and cheaper 
to manufacture. Valves manufactured by Aveng DFC have 
received international acceptance and in order to highlight 
this achievement the well-known manufactured in South 
Africa logo is firmly emblazoned on every product leaving 
the manufacturing plant. 

Coupled to the drive for more efficient products is the 
effective and dynamic sales team consisting of key account 
managers who are well supported by an inspirational 
technical engineering team that assist in the field where 
project applications are required. This professional sales 
team, although well versed in their operational duties 
have the benefit of a full time Sales Coach who remains in 
constant touch with the team. This is a complete departure 
from the norm but has proved to be an innovative first in the 
industry yielding exceptional results.

“The current plans in the pipeline for Aveng DFC are 
yielding the required results. It is my intention to push the 
boundary further to bring back revenue into the country so 
we can sustain our growth 
pattern and support more 
employment. We currently 
have 400 staff in our facility 
and I would like to see 
sustainable growth in this 
area over the next ten years,” 
concluded Luis Falcao 


