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The company was established 
in 1962 by Stewarts & Lloyds of 
South Africa and Hall Longmore, 
who  purchased Howell 

Couplings, with Hall Longmore being the 
minority shareholder. The new company 
was named Pipe Couplings. Five years 
later, in 1967, the company entered into 
a shareholding and license agreement 
with the Victaulic Company of the UK to 
manufacture Viking Johnson couplings in 
South Africa. This agreement continued 

until 1979, when Victaulic sold their share-
holding of 15% to Stewart & Lloyds, and 
the license agreement remained in place. 
In 1986, Dorbyl in South Africa acquired 
Stewarts & Lloyds, and in 1990 Dorbyl 
purchased Hall Longmore’s shares and the 
company Pipe Couplings was now 100% 
owned by Dorbyl. In 1992, the licensing 
agreement between Pipe Couplings and 
Victaulic was terminated. At the time, our 
territory was restricted to South Africa and 
we could not export our products. That 

was when the Klamflex brand was intro-
duced, essentially comprising the same 
product, a Viking Johnson coupling, but 
we simply changed the name to Klamflex.

What is your career history in 
the organisation?
I was involved with and employed by 
Stewarts & Lloyds from the 70s. When 
Stewarts & Lloyds was bought out by 
Dorbyl, I headed up what was in those 
days called Dorbyl Water, where I was an 
executive director, which included all its 
water manufacturing companies, valve 
manufacturing, pump manufacturing and 
windmills. However, there came a time 
when Dorbyl decided that water was not 
part of its strategic focus. By then I had 
some 26 years’ service with the group 
and it was in 1999, with equity partners 
in Singapore, that I concluded a manage-
ment buy-out of the company.
This signifi cant milestone in history has 
an interesting story relating to Nelson 
Mandela. After his release in 1994, during 
his world tour, Mandela was encouraging 
foreign companies to invest in South Africa. 
Singapore had committed billions of rand 
to invest in South Africa with strict condi-
tions, one of which was that they must have 
Singaporean investors. At that time, I had 
coincidently made a trip to Singapore to 
visit some of our distributors and had briefl y 
mentioned if they would be interested in 
backward integration. As it turned out, we 
did the deal with Singaporan partners. It 

Klamfl ex, the largest manufacturer of pipe couplings, 
fl ange adaptors, stepped couplings and dismantling 
joints in the southern hemisphere, will celebrate 50 
years in business this year. Debbie Besseling speaks 
to Andy Lawrence, the managing director, about this 
signifi cant achievement.

50 years in the making

LEFT Klamfl ex Dismantling Joint 
connecting two valves in the Dubai Jebel Ali 
Sewerage Plant
MIDDLE Klamfl ex Couplings and Flange 
Adaptors on a pipeline in South Africa
BOTTOM Klamfl ex Flange Adaptors 
connecting a Butterfl y Valve to a pipeline in 
South Africa
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was a favourable deal as it was part of their 
commitment to Mandela, to invest in our 
country and help grow the economy. Today 
we are a wholly-owned private company.

Milestones
One of the company’s milestones relates 
to our export operations, which started in 
1992 and grew steadily until 1999, when 
exports surged after the MBO. It was in 
2002 that we were awarded the Exporter 
of the Year Award by the Johannesburg 
Chamber of Commerce and Industry. In 
2003 our exports sales grew to 60% of 
our total production compared with 29% 
in 1999, when I took over the company. 
In 2007 we were finalists in the Mogale 
City Business Achievers of the Year, in 
the category Medium Business Exporters, 
manufacturing sector. In 2008 we grew 
our turnover by 37% and our profit before 
tax by 79%, which can be attributed to our 
exports. Our best year was 2009, where 
our turnover increased by 52% over the 
previous year and profits increased by a 
further 78%. We continue to grow both 
local and export markets, and look forward 
the excellent year ahead.

What market do you supply?
Our market has two distinctive areas: 
one is the day-to-day maintenance and 
repairs to the municipalities and water 
supply authorities that make use of our 
products continuously. The other side of 
the business is project orientated, where 
we are involved in the supply of product 
to large water and wastewater supply 
projects. This also includes the small dis-
tribution lines where the municipalities 
are involved.

What are some of the company’s most 
significant projects?
One of the highlights in our 50 years of 
business was the great man-made river 
project in Libya, where we manufactured 
couplings with a diameter of 3.1 m, and 
a working pressure of 10 bar. In 2009, we 
were awarded the entire Jebel Ali Sewage 
treatment project in Dubai, which at that 
time was the most modern sewage treat-
ment that had been constructed. Some of 
the other significant projects that we have 
been involved in include:
•  North-South Carrier 1
•  Richards Bay Industrial Water Main 
Upgrade

•  The Dubai Electricity and Water 
Authority Project.

To what do you attribute the success 
of the company?
The success of our company is without 
a doubt a result of our uncompromis-
ing quality, this is despite the pressures 
that we have from some of the cheaper 
products that are being imported. We 
have never dropped our standards, and 
we have maintained our quality service for 
which we are well-known. 
I must talk about staff when it comes 
to the success of the company. We have 
some very long-serving staff members; 
resignations are few and far between. 
At Klamflex we are a family, some of the 
people in the factory have received 30- 
and 35-year service awards. That is part 
of the success and the experience and 
knowledge that we have built up over the 
years. Our company slogan is ‘Couple with 
Confidence’; we have been manufacturing 
couplings since 1962.

Tell us about your African footprint
In terms of the African market, we tradi-
tionally sell through local export houses. 
We have always split ourselves into local, 
which includes surrounding Africa ter-
ritories, and exports ‒ everything north of 
the equator. To give you an idea, in 2009 
our footprint was 70% exports and 30% 
local. Today it is 50/50. This is one of our 
strategic areas of focus and we certainly 
want to get more involved directly in the 
African market. 

What makes you stand out from 
your competitors?
We have a completely different set of 
competitors internationally compared 
to locally. What sets us apart from our 
competitors is approvals. In most de-
veloped nations they are very particular 
about what product comes in contact 
with fresh drinking water. There are strict 
regulations in terms of approvals and 
the process is costly. This is provided by 
the Water Regulatory Advisory Service 
(WRAS). Without WRAS approval we 
would not be able to export our products. 
In South Africa there is no specification 

for couplings that come into contact with 
fresh drinking water. We do not manufac-
ture separate products for the local and 
export markets, there is one product for 
both markets, therefore the local market 
gets a top quality-approved product.
Our manufacturing process also sets us 
apart. We manufacture to a USA specifica-
tion ‒ the AWWA C219 specification. This 
process involves cold expansion, which ef-
fectively tests every single component of 
our product 100%. It eliminates the need 
for us to take water and hydrostatically 
test our products. No one else in South 
Africa manufactures like this and this is a 
significant distinguishing factor.

What are the company’s strategic 
plans for the next five years?
Over the next five years we want to 
expand our international distribution net-
work and one of the methods we are look-
ing at is a strategic partnership with an 
international company in the water busi-
ness, which will allow us to springboard by 
using their existing distribution network 
and add complementary products. We are 
already in discussion with international 
companies to develop a strategic alliance 
to leapfrog our exposure into more inter-
national markets.
We are also looking at an off-shore fin-
ishing and warehousing facility. Shipping 
is now becoming very costly. South Africa 
is our only base and from here we ship all 
over the world.
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Website: www.klamflex.com

“One of the highlights in our 50 years of 
business is the largest diameter coupling 
that we have ever manufactured, which is 
3.1 m in diameter, with a 10 bar working 
pressure” Andy Lawrence


