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1) Introduction: Labohlano Resources (Pty) Ltd is an Oil/ Energy Trading and Shipping Company, based in Vereeniging, South Africa, duly incorporated during the year 2017 with its business activities being started during the Financial Year 2018. It is well specialised in sourcing, trading and supplying of petroleum products into the local and International markets. It is the mission of Labohlano Resources (Pty) Ltd to provide Import/Export Trading Services including Purchase and/ or Sales Contracts, Shipping, Cargo Storage facility and scheduling deliveries. Labohlano Resources (Pty) Ltd has been awarded with Wholesale Trading License and plans to expand its business and sell directly into the local markets in South Africa. In our expanded market, we will bring our commitment of good quality and great prices to our customers. Labohlano Resources (Pty) Ltd is 100% black owned B-BBEE, level 1 contributor.

1.2) Summary: Labohlano Resources (Pty) Ltd transacts with a wide range of clients, from oil industry majors to smaller independent producers & refiners and oil and energy traders. The Company has got good links in South Africa, with regard to trading of different petroleum products like Fuel Oil, Gas Oil, Gasoline, Jet, Avgas and Jet A1 into South Africa. Labohlano Resources is a level 1 company and it is 100% black owned and managed. The company supports B-BBEE and has adopted a strategy that will ensure compliance with the B-BBEE codes of good practice. It actively promotes the advancement of Historically Disadvantaged Individuals at all levels of the company. The transformation committee formulates, monitors and reviews all aspects of the company’s B-BBEE policies and strategies, and it has adopted a transformation charter that is reviewed annually. The Company has partnered with major South African bank (FIRST NATIONAL BANK) and other reputable international banks, thereby ensuring smooth process of Trade Finance, Payments and other banking transactions.


1.3) Index of Content: Labohlano Resources (Pty) Ltd is currently in the process of being an approved Customer to major oil companies in South Africa.


2) Business Description: Labohlano Resources (Pty) Ltd will be buying different petroleum products from major oil producing companies from International markets and supplying into South Africa.

3) Capacity Building/ Supportive Culture: As HDSA individual the company employs professional, skilled, well-trained, well-educated employees, who has got sound knowledge of local market conditions in South Africa as well as International markets with technical experience and that they are provided with good working environment. The Company also support its employees and in return expect the employees to work to the interest of the Company. The company develop the skills of its employees by providing good training facilities, encouraging them to attend Seminars on different subjects and making them allow for an open discussion to share their thoughts with the management of the company, thus building a positive relationship with the employees and it may take 2 or 3 years to implement the said process for this company.

4) Profile of Target Markets:

Market Overview:- South Africa's overall market for the energy sector is critical to the economy as the country relies heavily on its large-scale, energy-intensive mining industry. South Africa has only small deposits of conventional oil and natural gas and uses its large coal deposits for most of its energy needs. As a result, carbon emission and intensity levels are relatively high. The country also has a highly developed synthetic fuels industry, producing gasoline and diesel fuels from coal and natural gas. The economy has grown rapidly since the end of the apartheid era in 1994 and is now one of the most developed economies in Sub-Saharan Africa. Despite this rapid growth, economic problems from the apartheid era remain, particularly poverty and lack of economic empowerment among the disadvantaged groups. The South African government has committed to ensuring that black-owned companies have access to the energy sector under its black economic empowerment (BEE) program which sets a target of 25 percent black ownership of energy companies by the year 2014.

South Africa has the second largest oil refinery system in Africa and imports the majority of its crude oil from members of the Organization of Petroleum Exporting Countries (OPEC). Rapidly increasing electricity demand in South Africa has led the government to set out ambitious plans to expand the sector. 
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The concept and practice of Market Segmentation as a decision making tool that can lead to profitability should be carefully scrutinized in the quest to address the research problem. 


There are different market segmentations like Geographic Segmentation, Demographic Segmentation, Behavioural Segmentation and Psychographic Segmentation, etc.

a) Geographic Segmentation: The local market in South Africa and International markets are segmented according to Geographic criteria like nations, states, regions, countries, towns and cities, rural areas and urban areas. Geo-cluster approach combines demographic data with geographic data to create a more accurate profile of specific petroleum product requirements. A Geographic base allows us to segment a market that is spread over a large geographic area into sub-markets that cover smaller geographic areas. Geographic segmentation usually involves dividing up geographic markets by using existing political boundaries, natural climatic zones, or population boundaries. Geographic location is equally as feasible as company size. It tells a company a lot about culture and communication requirements. For example, a company would adopt a different bidding strategy with an Asian customer than with an African customer. Geographic location also relates to culture, language and business attitudes. For example, Middle East, European, North American, South American and Asian companies will all have different sets of business standards and communication requirements.

Advantages:-


i) Geographic Segmentation is very simple and clear and thus can be easily understood by all members of the company.

ii) Targeting the international and local market is very easy.

iii) Boundaries for the segment are easily defined

iv) The danger of segments changing over time and those changes not being detected are minimal.

v) Geographic target markets can very easily be monitored in their development.

vi) No advance expertise in data analysis is needed.

Disadvantages: -

i) It is very rigid in its application, only those within the defined target area will be targeted and this could lead to a large proportion of potential customers not being targeted.

ii) By grouping the market geographically this may also lead to smaller individual segments within the same geographical area, which need to be targeted separately from one another being combined and not targeted correctly.

b) Demographic Segmentation: Demographic segmentation consists of dividing the market into groups

based on variables such as Type of industry, size, geographic location, corporate culture, stage of development, producer/ intermediary, purchasing procedure, performance requirements, volume and

frequency of purchase, etc. As one might expect, demographic segmentation variables are amongst the most popular bases for segmenting customer groups. This is partly because customer wants are closely linked to variables such as their credit worthiness, willingness to purchase the petroleum product, etc.

Advantages: -

i) Our business can identify the wants of our customers with ease when using demographic factors.

ii) Information gathered from demographic segmentation variables are very much easier to measure and obtain.

iii) The market is driven by strong competition and demographic segmentation makes it easier to pinpoint what products and services to target to whom and what type of advertising/promotion to use.

iv) The business will get to know its customers a lot better with demographic segmentation.

Disadvantages: -

i) As with any kind of market segmentation, multiple segmentation can be costly and time consuming. Demographic segmentation may lead to the proliferation of products and, if the business narrowly markets a product, this could reduce the development of broad-brand equity.

ii) If market research is flawed, the campaign could be targeting the wrong people.

c) Psychographic Segmentation: Psychographic segmentation, or behavioural segmentation, is a method of dividing markets on the bases of the psychology and lifestyle habits of customers. It is the 
d) marketers and the sellers of products and commodities who use this technique in order to decide their marketing strategy. Marketing a product requires a deep understanding of the customer’s psychology, along with their needs, in order for the product to be accepted. Marketers carry out a number of activities in order to better understand the psyche and the habits of the customers, so that they can accurately predict the response to the product they are selling and thus make accurate sales projections. Psychographic variables are also known as IAO variables - Interests, Activities and Opinions. The seller needs to analyse these 3 factors primarily in order to understand the psyche of the customers. Then he can adopt a suitable marketing strategy, or he can alter an existing marketing strategy. The habits that customers generally display with regard to a certain class of products will determine their reaction to the product that a seller is offering them. The variables that come into play in this scenario are primarily psychological in nature. Here are some of the most common variables that fall under this category and are well utilized by marketers and business organizations in order to enhance their sales figures.

· Interests

· Lifestyle

· Habits

· Activities

· Perception of Selling company

· Opinions

· Behavioural patterns

Using these factors as a base, a marketer can determine how a particular group of customers will respond to the launch of a new product. This form of segmentation should not be confused with


demographic segmentation, as demographic segmentation primarily takes into consideration the age and the gender of the targeted customer group.

Advantages: -

Apart from the obvious advantage of increased sales, there are a few other intricate benefits of this form of segmentation for marketers as well.

i) Greater usefulness of the product for the customer

ii) Better inputs for the design of new products that the customer will like.

iii) Lesser amount of money spent on marketing, as it is now more specific.

iv) Easier to target a specific type of customer base.

v) Simpler to derive effective and efficient marketing strategy.

vi) Greater degree of customer satisfaction and customer loyalty, resulting in higher amount of customer retention.

Disadvantages:

i) There is less convincing evidence about the use of personality as a practical segmentation variable.

ii) The most serious problem is that customers are constantly changing, so the Psychographic segmentation framework needs to change to keep up.

iii) People’s attitudes and circumstances change quickly and it is difficult for fixed segmentation frameworks to accurately reflect this.
		

d) Behavioural Segmentation: Under Behavioural segmentation, customers are divided into different groups according to their knowledge of, attitude towards, use of or response to a petroleum product. It is actually based on the behaviour of the customer. Personal characteristics of buyers (age, education, job title and decision style) play a major role in forming the customers purchasing attitude as whole

Advantages: -

i) Supplier can divide a population based on the benefits they seek within a product.

ii) By understanding best customer behaviours, marketing tactics and programs can be calibrated to move prospects, customers and other browsers towards the appropriate destinations.

iii) Budgets and resources (people, process and technology) can be allocated appropriately to each segment/behavioural profile.

Disadvantages: -

i) Behavioural segmentation is that behavioural profiles introduce an element of time into the analysis in a way that is fundamentally different from that captured in traditional demographic and psychographic analysis.


Our business will be mainly focusing on the Geographic Segmentation and Demographic segmentation. The advantage in attempting the above Market Segmentation approach is that although it may not work at all times, it is a force for as much focus as practicable. It enables the business to keep its focus sharp and makes use of economies of scale at the supply end of the chain. It “kills many birds with one stone” The goal for every industrial market segmentation scheme is to identify the most significant differences among current and potential customers that will influence their purchase decisions or buying behaviour, while keeping the scheme as simple as possible. This will allow our business to differentiate their prices, programs, or solutions for maximum competitive advantage.

5) Product: Labohlano Resources (Pty) Ltd will be offering Petrol & Diesel, Heavy Fuel Oil, Jet Fuel, Gasoline, Illuminating Paraffin, Bitumen products and LPG.


5.2) Pricing: By understanding what our customers want and reacting to their needs quicker than our competitors will give us crucial advantage in tough market. To be competitive, we will ensure that the main focus of the business is on our customers. We understand our competitors' strengths and weaknesses and how they will react to customer needs and changes in the industry, so we can stay one

step ahead. At the same time, we will make sure that our business complies with relevant competition laws. Market research will provide evidence of our competitors' prices and the price customers are

willing to pay for the products. It is vital to set our prices at a level that ensures our business remains profitable yet prevents our customers from looking elsewhere. We review our pricing on weekly basis to ensure that potential profits are not squandered.


Another important variable to consider in our business is the Foreign Currency Exchange Rate and the Interest Rate. The Foreign Currency Exchange Industry is one of the most unpredictable, liquid and

volatile business industries ever operating worldwide. The forex risk of losing or gaining profit in the market is as inevitable as the rising and setting of the sun daily. There is no way a company can fully and

perfectly go about their trading business without undertaking risks of any sort. Because of this very sensitive and crucial topic in the forex trading industry, our business exercises some form of forex risk management in order to avoid unnecessary and devastating losses.


The effects of changes in Interest Rates on our business can be complex, but techniques are available to evaluate and respond to any risks this presents. A clear reference back to business and financial strategy

will put Interest Rate risk in its context, allow a suitable response, and help the firm to achieve its goals. The Interest Rate is being well controlled by performing proper Interest Rate Risk policy & proper Financial Management Risk policy.


Price elasticity measures the sensitivity of customers to changes in prices. Our business understands the demand structure in our industry, review our costs and profit goals as set in our business plan or financials. Customers responding to price changes are guided by the International Crude prices.


5.3) Promotion: Labohlano Resources use personal reference and good contacts with major Suppliers and Customers to promote its business. We plan to advise potential customers of our services and security of supply. Also, we try to interact with new counterparties at the business conferences or Africa Refinery Conference (ARC). The Company will communicate with its customers via online forums and monitor review sites and industry blogs to determine the prevailing consumer attitudes, the level of the Company’s recognition etc.

Labohlano Resources will be closely monitoring its monthly sales volume and profitability to evaluate the effectiveness of its promotion strategy and will be revised, if required.


5.4) Customer Analysis: Labohlano Resources has got good relations with its customers in South Africa. Our Customer retention strategy will be to ensure security of supplies to our Customers, on time and on

spec efficient deliveries and will be available 24 hours a day to answer any queries from the customers. Labohlano Resources will be securing its customer by establishing and maintaining very good relationships with

them individually, listening to the Customer’s needs and by putting extra efforts to the entire satisfaction of the customers. According our business point of view, we understand that the Customer’s

bargaining power will be the price, payment terms, on time deliveries and volumes (Economies of scale).

5.5) Competitive Advantages: Labohlano Resources is well aware of the competitions it will have to face from other businesses. The company has got expert trading knowledge on AG pricing, Crude Oil pricing, BFP pricing and wholesale pricing mechanisms. The company is well engaged with the real transport network for competitive freight charges. The company shall apply expert negotiating tactics to gain better prices than our Competitors with innovative ideas. By understanding our customer’s requirements and reacting to our Customer’s needs quicker than our competitors, it will give us crucial advantage in tough market.


It will attract new Customers in the local markets, thereby recognizing “Labohlano Resources” as one of the better Supplier (Price, Quality and Security of Supply). Labohlano Resources will capitalize on its competitor’s weaknesses by building on its strengths like, access to a wide variety of prospective clients, different marketing tactics, etc.


5.6 Comparative Advantages: Labohlano Resources [Pty] Ltd, being a BEE company, has got a good comparative advantage and with ongoing relationship with its customers in South Africa, the company find itself in a better position to gain market share. 


5.7) Location and Premises: Labohlano Resources, Company is located at 200 Weilbach Road, De Deur 1884, South Africa. It is located in the business fuel storage depot in Gauteng, very close to major oil companies like Sasol and Total Energies of Sasolburg. The Company owns the said


premises and look forward to continue with this current location for long period of time.

6) Funding Plan:

Finance is the main back bone for every big or small companies or industries. Our Company will be looking for Long term funding and Short Term funding. Our business mainly requires funds in the form of Trade Finance, Bank Loans, Equity Finance, Asset Backed Finance and Business Relationship Funding. Initially, the company will have Trade Finance from Prime Banks in South Africa and Other International Banks and Bank Loans from Financial Institutions backed by major clients.

Short Term Financing and Long Term Financing are the two types of financing available in the International Trade market. Long Term financing like Trade Finance from different Prime banks in South Africa and other International Banks will be the key factor in our business. The Company intends to avail long term finance from banks or any other Governmental Financial Institutions. Our Company will be buying and selling the products, duly financed by the banks in South Africa or any other International bank under proper payment security like Letter of Credit, Payment Undertaking Letter, Performance Guarantee Bond etc., issued by the Customer to our nominated bank or Payment Guarantee issued by the banks on behalf of our Customer. The Company will go for payment terms with credit period of 30 days to 45 days. The Company may also opt to go for Short Term loan, as per the demanding situations from banks duly backed up the Governmental bodies or from Government Financial Institutions where the loan amounts can be availed at very low Interest rates and with long instalment period.



7) Operational Plans: Labohlano Resources will be operating its business by buying petroleum products like Fuel Oil, Gas Oil, Gasoline, Jet, Avgas, Crude Oil, etc. from major suppliers in International markets. Labohlano Resources will be loading the cargoes from different countries thru Cargo Tankers and deliver into BTT tank storage and Vopak storage Durban, Richards Bay and Petromoc, Matola, Mozambique. 

The Company may also opt for blending the crude oil product and generate other petroleum products which will be as per the required spec in South Africa. Our business will be supplying the products into the local markets in South Africa mainly under open credit basis or under Letter of Credit terms and conditions, after performing a proper Credit check on the Customer. Thus, the Company will integrate Operational Risk Management into operations and planning at all levels. Labohlano resources (Pty) Ltd will have proper Insurance cover in place to cover the Cargo and Freight.


8) Organisation Structure:


Labohlano Resources [Pty] Ltd is a level 1 company and it is 100 % black owned and managed. The Company have assembled a highly talented team with huge experience in all different fields. Our Management brings to the company strong capabilities in all aspects of trade relations, logistics, contracting and selling.

Miss Maraj is the director of Labohlano Resources167 (Pty) Ltd. She is also an expert in trading the petroleum products within the energy markets. She has been a major team player for supplying Gasoil, Fuel Oil and Gasoline to the local market. Being a South African nationality, Miss Maraj understand South African pricing mechanisms and also has got many and good trading contacts in major Oil companies within South Africa.

[bookmark: bookmark=id.17dp8vu]Mr Trevor is the Wholesale Trading General Manager of Labohlano Resources (Pty) Ltd. He has got immense knowledge and vast experience in Wholesale Trading Business. He has been a very active player in supplying Diesel and Petrol to various Industrial Sectors within local markets.

9) Conclusion: Labohlano Resources, as a BEE company, has got good strategic links and strong customer support. In an economic environment that demands companies to come up with new initiatives to boost profitability and gain market share, prudent companies are taking advantage of working together with BEE Company as an easier way of gaining more business. Thus, BEE is a Business Opportunity that when used well enhances a business's growth opportunities not only in terms of financial gains. Companies who are failing to embrace BEE are losing on business tenders with the Government. BEE Company also provide an opportunity for a company to update their employee’s skills base. Thus, working with BEE Company like Labohlano Resources (Pty) Ltd. is a massive business opportunity.

A forward thinking company is already and always thinking about doing business with BEE Company. They want to beat the competition and maximize profits in their company. Labohlano Resources as a BEE company will make the best decisions that make the most sense and will do everything they can to make sure their business continues expanding. Good Organizations understand the impact of BEE compliance on their business and implement them in the most effective manner

The Company's Management is confident that Labohlano Resources can achieve its aggressive sales forecast. In addition, management has carefully considered its market, potential customer base, and its ability to grow its business volumes.


Labohlano Resources has the potential to become a highly regarded resource in local, regional, national, and international markets. Due to the company's aggressive marketing strategy and the company's profitable revenue model, the company has the potential to provide lucrative returns.

Providing that the company is able to acquire its funding requirements and basis our above projections and with the support of local governments in South Africa, Labohlano Resources (Pty) Ltd should be able to achieve operational success for many years to come.

Labohlano Resources (Pty) Ltd takes this exciting opportunity to get in on the ground floor of a company with unlimited growth potential.



***********************THANK YOU*************************
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