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“Someday Came”………. 

•  Matriculated Christiana 1964. Distinction in Woodwork,  Math's????   
Woodwork Teacher Johnny Uys en Jan Pretorius planted the passion 
•          (My Humble beginning – ashtray St 6B 1960) 
•  Started in Volkskas Christiana as Peter Smith – became Piet Smit 
                    
•  Dreamed for 40 years about “someday “ that I will have a 
lathe…….(From a clerk to General Manager took 17 transfers) EMCO STAR 
 
•  Retired to become the CEO of Invest North West – “Someday” 
 
•  Retired –called back as CEO of Sports, Arts and Culture Mafikeng – 
“Someday” 
 
•  Retired – “SOMEDAY CAME”!!  Happy - Everyday day is Friday – Heeltyd 
Speeltyd – Waking up  because of being exited  - Beating my pension 



 (My Humble beginning – ashtray St 6B 1960) 



WHAT ARE THE BIG QUESTIONS? 

 How can I earn an extra income as a hobbyist or as a 
small business owner? 

 Is there an affordable hobby that will be profitable? 
 What can I do for an extra income that I will enjoy? 
 What will I do when I retire? 
 How will I keep myself busy after I have cleaned up the 

garage……? 
 Will my pension keep up with inflation? 
 How will my wife cope with me being in her backyard? 
 How can I keep my children proud of what I do? 
 What can I still teach my grandchildren? 
 What memorable gift/wedding presents can I make for 

family and friends 
 
 

  
    



Pondering these questions – my 
experience…. 

 Start thinking and dreaming early. In my 
case…….. 

 Leverage your background, experience, 
dreams and what will give you peace of 
mind. In my case……… 

 Research well. In my case…….. 

 Take informed, educated & affordable 
risks. (There is no wealthy pessimist in the 
world). In my case……. 

 Will I be able to get “out of my box”? Use 
your passion as a compass   



With my 40 years Banking experience 
what is the BIG questions? 

 Is there a market for my product and 
where? (Market and research) 

 Who will buy my product? (Market) 

 Have I researched well? (Research and 
Market) 

 Does my experience and background fit? 
(Experience and background) 

 Aren't I financing a dream? (Market) 



Findings. In my case….. 

 Every household has a pepper mill that does not 
work! (Market!) (A niche defined by customer experience?) 
(Unique Selling Point –USP) 

 One always hear the question: “What can I buy 
for someone who has got everything”? (Market!) 
(A niche defined by customer experience?) (USP) 

 Selling a product that my heart and soul are 
convinced of that it is a product that is 
exceptionally better than any in the market 
(Experience and background!) (Passion & People rel.)  

 Will I have a personal passion for what I will do 
(Passion & People relations) 

 
     



The 4 P’s of Marketing 
Product – Price – Place – Promotion 

  B.Com (Business Management 1983) 
Maths??? 

 The Mobile MBA (First Published in Great 
Britain 2011) 

 Recently attended Pavlo Phitidis seminar 
(Radio 702 with John Robby) on 

   BUILD AN ASSET OF VALUE 

    (P3 x D3)L = AOV 

 Marius du Toit – John Robby said “Not retiring from something but towards something” 
Kol Johann de Waal – “Ek het uitgetree om aan te tree” 



The 4 P’s of Marketing 
Product – Price – Place – Promotion 

BUILD AN ASSET OF VALUE 

    (P3 x D3)L = AOV 
 P1 = Passion (Heart and soul) 

 P2 = People Relations (I care) 

 P3 = Positioning (A niche defined by customer experience - USP) 

 D1 = System of Delivery (Quality control, Marketing,   
Admin, Cash flow) 

 D2 = Delegate (Charlie and Hammer) 

 D3 = Dashboard (Measure system/Targets, people 
performance, production bonus) 

 L   = Lead the Asset of Value 

 

 

 



The 4 P’s of Marketing 
Product – Price – Place – Promotion 

1. PRODUCT 
 Ceramic – “Green Product” 

 Not available in SA market 

 25 years warranty.  

 200 years household test 

 Grinds all spices, even coffee 

 Easy to clean  

 Uniquely handmade 

 Used  proudly daily 

 Beautiful and ornamental  

 Conversation piece 

 Indigenous South African Wood 

 

 



The 4 P’s of Marketing 
Product – Price – Place – Promotion 

2. PRICE 
 “The price of a product is NOT your cost price 

plus a mark up. It is what the market is 
prepared to pay for it”! 

 I established through research and experience 
an average selling price of R490 – “what the 
market is prepared to pay for it” 

 All products bigger and better will cost more 
 Average cost of a mechanism = R180 + material 

+ time = R200 = 234% Profit! 
 From: “If I could only pay levy and municipal” to 

beating my pension!  



Small Business Corporations (SBC) 
 

​Taxable Income (R) ​Rate of Tax (R) 

0 – 79 000​ ​0% of taxable income 

​79 001 – 365 000 ​7% of taxable income above 79 000 

​365 001 – 550 000 ​20 020 + 21% of taxable income above 365 000 

​550 001 and above ​58 870 + 28% of the amount above 550 000 

All the holders of shares in the SBC must be natural persons who may not hold shares in 
other unlisted companies (with some exceptions), its turnover for the year may not exceed 
R20 million and not more than 20% of its receipts  

Section 12E sets out the requirements for a “close corporation”, “co-operative”, “private 

company” as defined in section 1 of the Companies Act or “personal liability company” as 

contemplated in section 8(2)(c) of the Companies Act to qualify as an SBC.  

WHAT ABOUT THE TAX MAN? 



The 4 P’s of Marketing 
Product – Price – Place – Promotion 

3. PLACE 

 Irene Village Market – Big Red Barn 
Establish yourself and be there yourself 

 Be personally involved – Demo! Demo! 

 Word of mouth 

 Family and friends 

 Festivals country wide 

 PLACE is everywhere   



The 4 P’s of Marketing 
Product – Price – Place – Promotion 

4. PROMOTION 
 Quality product  

 Excellent service  

 Word of mouth 

 Branding  

 Web-site (www.peppermills.co.za) 

 Stickers on product and Business cards 

 Corporate Gifts 

 Computer literacy - E-mail/Internet 

 Certificate of Origin and Warranty  

 

 

 

 

 

 





Exclusive Distributor  









 

Pepper Mills For Africa And How It All Started 
We’re suckers for a good success story. Who isn’t? Especially when it’s our own client’s success. 

That’s why we chatted to the founder of Pepper Mills For Africa, Piet Smit, who told us all about their company’s success over the last few 

years. Here we’ll share with you how this retired banker turned his passion for woodwork into a profitable, full-time business. Pepper Mills 

For Africa isn’t your typical run-of-the-mill pepper grinder though. What was once just a small hobby for Piet, has now become the best 

supplier for pepper, salt and spice grinding businesses on the African continent. 

Pepper Mills For Africa also just so happens to be our longest-standing client of over 15 years! 

https://wappoint.co.za/pepper-mills-for-africa-and-how-it-all-started/ 
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The 4 P’s of Marketing 
Product – Price – Place – Promotion 

4. PROMOTION 

 Do Test Marketing – Trial 
and error 

 Have Premium Products 

 Offer discounts 

 Have a “bargain bin” 

 Have Impulse Products 

 Don’t hide your prices  

 Don’t give up hope 



Celebrate your successes! 

 Dr Paul Roberts – ICOLD (International 
Commission of Large Dams) 1320 mills 

 OSG France – Export – 500 Mills 

 Huppel in jou Stap – Riaan Cruywagen 

 CrushGrind Honorary Craftsman 
Distributors Award 

 CrushGrind Craftsman Award 2019 



ADJUSTING YOUR 

HOBBY TO SUPPLY 

CORPORATE DEMAND 

Peppermill Design for SANCOLD from Dr Paul Roberts Chairperson 

of the Local Organising Committee for 1320 mills. 



THE TEAM 











OSG France – Export – 500 mills 



Huppel is jou stap – Riaan Cruywagen 







In conclusion.... 

 Have passion, dream and be enthusiastic 
(There is no wealthy pessimist) 

 Start small, think big 

 Make sure of your market 

 Take educated risks 

 Leverage your experience 

 



“Someday” will come ! 

 Every day to be Friday – Heeltyd Speeltyd 

 Life happiness and great joy 

 Enthusiasm in your dreams 

 Piece and prosperity 

 Great friends & life pals to share your way 

 Health and wealth 

 Laughing all the way to the Bank  

 Gods Bless 

 

I sincerely wish you………. 



Thank you & Questions 

 I have no secrets and are always willing to 
share my experience 

 I am just a phone call away 

 I firstly supply mechanisms and secondly 
finished peppermills 
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