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OUR KEY
RELATIONSHIPS
Our stakeholder universe is defined as entities or individuals that
may be affected by the organisation’s activities, products and/or services,
as well as those whose actions can be expected to affect the ability of the
group to successfully implement its strategies and achieve its objectives.

OWNERS
Share owners expect favourable long-term returns
on their investments in our group, and have the
inalienable right to exercise effective ownership
over their equity. Any dilution of this right by
management for any reason whatsoever will
irretrievably undermine our corporate integrity, and
cannot be tolerated.

INVESTMENT COMMUNITY
Research analysts facilitate an understanding of the
group for our owners and prospective investors, who
provide the capital we need to execute on our strategy.
Collectively, the investment community supports the
effective functioning of equity markets, which is
essential to attracting capital at a fair price.

FINANCIAL CAPITAL
RELATIONSHIPS
Owners

SOCIETAL
RELATIONSHIPS
Civil society and
communities

Investment
community

Debt
providers

IMPERIAL

Clients

DEBT PROVIDERS
We work with debt providers to access debt funding
at competitive rates in different jurisdictions,
facilitated by our balance sheet and credit rating.

CIVIL SOCIETY AND COMMUNITIES
Our social licence to operate depends on being a good
corporate citizen and maintaining constructive
relationships with the communities in which we operate.

REGULATORY
RELATIONSHIPS
Government and
regulators
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CLIENTS
Our clients’ needs drive the nature of the products and
services we offer and the way in which we deliver
them. Strong competition in our areas of mobility and
changes to our clients’ operating contexts require that
we strengthen our customer focus and unlock value for
our clients.
Our stakeholders include a wide range of groups and individuals, with
varying levels of involvement with the business, and diverse and
sometimes conflicting interests and concerns that we need to balance.
In 2015, we commissioned a detailed stakeholder study, to better
understand the perceptions of key stakeholders and identify potential
areas of risk in our relationships with them. This study is scheduled for
completion during the 2016 financial year.

SUPPLIERS AND OEMs
Our suppliers are critical to our client relationships given
their role in the quality and delivery of products and
services, and their adherence to our ethical standards. A
number of OEMs we represent have specific criteria that
cover various aspects of how we retail their product.

BUSINESS PARTNERS
Strategic partnerships, including finance partners and
joint ventures, enable deeper penetration into value
chains and greater reach of our products and services.
BEE partners are critical to meeting our moral
obligations and delivering on elements of our
BEE scorecard.

BUSINESS
RELATIONSHIPS
Suppliers
and OEMs

Clients

Business partners

EMPLOYEES

HUMAN CAPITAL
RELATIONSHIPS
Employees

Organised
labour

Every employee contributes skills, perspective and energy
to building, maintaining and deepening the relationships
with our clients and other stakeholders on which our
survival depends. Together, within the framework set by
Imperial, our employees determine the quality of the
working environment and the group’s ability to attract
and retain individuals of calibre at all levels. Investment
in the development of their capabilities and skills
is an imperative.

ORGANISED LABOUR

GOVERNMENT AND REGULATORS
The Imperial Group is subject to various regulations
across multiple jurisdictions.

Many of our employees choose union representation
in exercising their rights. While we respect their choice to
do so, it can never diminish our obligation to interact
directly with them as individuals in a fair, open
and respectful manner.
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FINANCIAL CAPITAL RELATIONSHIPS

OWNERS

KEY ISSUES

HOW WE ARE MANAGING THESE ISSUES

Cyclicality of the
Vehicle Import,
Distribution and
Dealerships division,
linked to the
volatility of the rand

Rand volatility is actively managed by diversifying the division’s
currency exposure and taking a longer-term view on its forward
cover. The division’s share of brands in the South African car
parc contributes to revenue and margin growth given its
participation in all aspects of the vehicles value chain,
particularly in aftersales service, parts and financial services.

The potential for
longer-term growth
opportunities in the
logistics businesses
Sustainability of
margins in the
group’s divisions

INVESTMENT
COMMUNITY

All divisions are aiming to maintain margins through various
initiatives, including driving operational excellence and cost
efficiencies, and rationalising their portfolios of businesses.

Our operating
context, particularly
macro-economic
risk in the
jurisdictions in
which we operate

The divisional strategies are responsive to their operating
contexts and macro-economic risk.

The group’s strategy
for portfolio
development and
creating shareholder
value

The group’s revised strategy and how it intends to increase
shareholder value has been communicated to the investment
community through ongoing engagements with management
including results presentations, investor roadshows and an
Investor Day that was held in June 2015.

Rating agencies’
assessments of
Imperial

DEBT
PROVIDERS

Logistics Africa is executing on a clear strategy for driving
growth, with a specific focus on higher-growth African
consumer economies and expanding into adjacent offerings in
South Africa. Logistics International has measures in place to
drive organic growth, and an asset-light international expansion
strategy.

Maintaining debt
assessment metrics
at acceptable levels
Ability to borrow
locally and
internationally

Ongoing engagement with rating agencies to keep them
updated on operational and financial developments affecting
the group.
The assets and liabilities committee monitors key debt metrics
and recommends action where required.

Maintaining relationships with local and international banks.
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BUSINESS RELATIONSHIPS
KEY ISSUES

HOW WE ARE MANAGING THESE ISSUES
The vehicles businesses have various initiatives in place to
improve the face-to-face and online customer experience and
service, including staff training on product knowledge and
engagement, dealership optimisation, feedback surveys and
administrative enhancements.

CLIENTS

Customer experience
and service delivery

Logistics Africa focuses on reliable service delivery and driving
value through supply chain integration and optimisation.
Logistics International expands its logistics offering by following
customers into new jurisdictions and adjacent market sectors.
LiquidCapital’s MotorHappy initiative simplifies customers’
experience of its product suite.

Product quality,
service delivery
and customer
satisfaction

SUPPLIERS
AND OEMs

Sustainability of
suppliers and
business continuity

We conduct supplier audits and assess the sustainability of the
supply chain. In South Africa, some businesses provide supplier
development and capital funding.

Ethical compliance
and environmental
standards

We have a supplier code of conduct in place and monitor
compliance with local and international regulatory standards.

Return on
investment
Broad-based
empowerment

BUSINESS
PARTNERS

We regularly conduct formal assessments of product and
service quality and customer satisfaction, and engage with
suppliers accordingly.

Partners’ ability to
deliver long-term
supply
Mutual
understanding of the
long-term strategic
intent of the group
and partnerships to
deliver the group’s
strategic plan

Our procurement guidelines extend to strategic partnerships.
Performance criteria include return on equity and invested capital.
Supporting the growth and development of our BEE partners,
and improving their contribution to divisional and group
scorecards, is an ongoing focus area.
We carefully develop and monitor ongoing compliance with
service level agreements.

We communicate the group’s strategic plan and requirements
to partners, to optimise their input and ability to deliver.
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HUMAN CAPITAL RELATIONSHIPS

EMPLOYEES

KEY ISSUES

HOW WE ARE MANAGING THESE ISSUES

Managing our talent

We are implementing a new Talent Management Strategy and
Framework to ensure consistency of practices across the group,
and have established the Imperial Executive Forum of the top
150 leaders across the group, to assess and develop the group’s
senior leaders.

Developing our
people

Integrated training and development programmes are in place
in all divisions at various levels of the group. Development of
senior executives is conducted through leading South African
and international business schools, and the Imperial Executive
Forum.

Local employment
in international
operations

We aim to recruit and develop talent locally, only using
expatriates where local skills are not available or management
oversight is required to integrate new acquisitions.

Protecting workers’
rights and adhering to
bargaining council
agreements

ORGANISED
LABOUR

We provide feedback on adherence to bargaining council
agreements and regularly engage with shop stewards and
union representatives at divisional level.

Disruptions due
to strike action in
South Africa

Engagement with labour representatives is ongoing. Logistics
Africa is following the process agreed with the national
bargaining council.

In Germany,
amalgamation of
employees in the
logistics sector into
other sector groups
such as motor
manufacturing

We participated extensively during the year in sector
representation on new minimum wage requirements. Union
representatives are members of certain boards.
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REGULATORY RELATIONSHIPS
KEY ISSUES

Creating a climate
of trust and
collaboration

GOVERNMENT
AND
REGULATORS

HOW WE ARE MANAGING THESE ISSUES
Our senior executives interface regularly with government and
political leaders through various business, industry and sector
organisations.

Ensuring
compliance with
legal and regulatory
requirements

Systems and control processes are being implemented to
monitor developments and ensure compliance. Reports on
compliance are made to the relevant board committees, noting
areas of concern and rectification required. We keep abreast of
regulatory and policy developments and provide input through
industry associations.

Public debate on the
healthcare industry
in Africa

Logistics Africa shared insights on the benefits of harmonising
drug regulations in Africa at the second Africa Pharmaceutical
Summit and Exhibition in Accra, Ghana, and sponsors the
‘People that Deliver’ conference on human resources in
healthcare.

SOCIETAL RELATIONSHIPS
KEY ISSUES

CIVIL
SOCIETY AND
COMMUNITIES

HOW WE ARE MANAGING THESE ISSUES

Job creation and
skills development

The Imperial Logistics Academy facilitates workplace entry and
provides support for tertiary education, and offers higher
education distance learning programmes in partnership with
the Open Learning Group. The Vehicle Retail, Rental and
Aftermarket Parts division operates the largest technical training
network for vehicle-related trades in South Africa.

Responsibly
disposing of waste

During the year we took further steps to grow our communitybased waste disposal business, Pandae Green.

Promoting road
safety

Invest in
socio-economic
development

Our community-based road safety initiatives include scholar
patrols and car seats for children. The Financial Services division
provides trucking clients with real-time analytics of driver
behaviour.
The Imperial and Ukhamba Community Development Trust
improves education through providing libraries and literacy
programmes at Gauteng schools.
Our Unjani programme provides primary healthcare and job
creation through 17 clinics.

