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CHAPTER- INTRODUCTION

had encounterethe businesphilosophiesf Mahomed Cassiand
AsgarMahomedmnany years before | actually met them, or even
knew that | was indirectly dealing with them.

It was somewhere in the 1990s that | went to Micro Matrix in Sunnyside,
Pretoria, in reaction to an advertisement for computer components which |
must admit | was a little sceptical about, due to the much lower price than
that offered by competitors in anvironment that was relatively new in an
exponentially growing market.

The attention from the staff, and especially a young lady called Rabia
Gaffoor, who turned out to be the daughter of my neighbour when we lived
in Laudium in the early 1970s, exemplified what | would many years later
learn was the philosophy of the two thrers that their customers were

family, irrespective of race, colour, or creed. And that there would be no
compromise on the quality of the goods sold, as they should never have a
comeback. | was destined to experience both those elements for many more
years, still without knowing where it stemmed from as | interacted with staff
at their companies, Casey and Micro Matrix.

| met the dynamic brothers personally for the first time only when they
opened their flagship Esquire Technologies headquarters in Centurion in
2001, by invitation as part of the media contingent, which is where | took
this photograph of them and their sgges for the various local media |
worked with at the time.

The very first impression that they left was one of camaraderie not only
between themselves, but also between themselves and their staff, some of
whom, as | would later learn, had followed them from their early days as
they moved through the various phasfebeir business successes.
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The friendship steadily grew fraimere as | not only began acquiring my
computers and lifestyle technology equipment from them, but as they too
provided support when | began writing books in a wide range of areas,
despite them often being unrelated to their business.

When | started producing and presenting a computer programme titled

O0Rekenaar Rubriekd on the Afri kaans

Grense, the O6Esquire brothersa, as
it too.

| started becoming a regular visitor to thafiiices, sometimes even being
chided by them when they learnt that | had failed to pop in for a hello as |
sneaked into the Xpress shop to get a few items and slunk away quickly. As
there would never be such a thing as a quick hello, because we would
invaiably end up discussing issues as diverse as community events and the
history of the Toyota outside, to my most recent overseas exploits and their
new partnerships that just seemed to grow all the time.
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Asgarwasthefirstoneto askmeto write a bookontheirlives,something

I must admit | initially did not believe he was serious about. But as he kept
repeating the call over the last few years and the friendship grew,
realisedhow seriousMahomedand Asgarwere about their story being

told, not as a Obrag bookd, as so m
determined effort to show how determination and perseverance can
overcome any obstacle and lead to unprecedented success in realising
dreams.

0 Traotivateo t h esthe bratherssaidright at the outsetbefore many
interviewsessionat whichthey oftensurprisedhemselvem my catalytic
role of joggingtheirmemoriesstheyreminisce@bouttheirsometimes
unwitting trials, tribulations and achievements.

Itisa tale of breakingaway fromtime-honouredamily businesgaditions;

of sloggingaway for nightsand weekendsof hitchhikingdaily between
Johannesburg and Pretoria; of walking through the night in unfamiliar
territory; of never having had aargument but always agreeing to
disagreewhenrequired;of a handsonhobbybecoming hugebusiness;

and of boardroom boredom inciting new initiatives.

Itis therefore my privilege to have been tasked to present to you the story

of their lives, from humble beginnings assembling computetfseion

mot herds dining room table to becc
Johannesbur§ecuritieExchangeand beyondthat nowheadingup one

of thebestknowntechnologynd lifestyleproductdistributiorcompanies

in southern Africa.

Thigsthe Esquirestory,astold to meby two highlyinspirationabrothers.

May it motivate many more Esqgdiype dreamers like Mahomed and
Asgar!

FAKIRHASSEN
March2018
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Mahome@ndAsgarwiththewinneof a tabletthattheysponsoredt thelndianCinema
Centenary Awards hosted by me in 2012 at Killarney CineCentre
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CHAPTERGS BE THEHANGE

\BetheChange. 0

That has always been and remains the driving vision for brothers

Mahomed Cassim (50) and Asgar Mahomed (49), inspired by and

adapted froma statemeninadenearlya centuryago by theglobal
iconMahatmaGandhi:6 Blee changehatyouwish toseeinthewo r | d . 0

The world was indeed rapidly changing when the brothers ventured into

the world of information technology. Increasingly, the personal computer
was gaining acceptance not only in business and industry, but also in the
home.

As 1 January 2000 dawned, partyevelersthe world over nursed
hangovergrom the previousnight,mostof themobliviougo the fact that
scientists, bankers, hospitals and military leaders had all waited with
bated breath at the stroke of midnight to see the predicted devastating
effects of the sealled Y2K Bug.

Derived from the Year 2000, Y2K was expected to bring down millions

of computers systems on which mankind had become so reliant because
programmes had almost all been written to cater only for 19 as the first
two digits of the century input, which woulshge to 20. But except for

a few isolatedincidentswhichwere quicklysortedoutin a few countries,
nothing serious happened.

Butin the sameyear, Mahomedand Asgar took great pride in the
fact that they had already pre-empted the issuefive years earlier
and had already engaged with manufacturerand vendorsto ensure
that all the thousandsof P C @hat they had assembledand
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providedto theirclientsvere fully compliant.

0 OhJanuary2000, Y2Kwasa nonissudor usasnota singleclienthad
anissuavitha PCboughtfromourpreviousompanyCaseyTechnologies

and from Esquire, the new company we had established just a year
earlier, 6 says Asgar.

0 E vthmughwve werenolongerpart of theCaseygroup,whichhadbeen
soldandwasat thatstagebeingrunby a newBoardof Directorsyve still
felt a moralobligationto assisthe clientsvhohad beensosupportiveof
us i n the past, 6 says Mahomed.

Butwhile taking a sabbatical after the sale of Casey, the initial pfans

a lazy life, such as Mahomed and Asgar jetting off to the UK for soccer
matches and a few Broadway shows, or sgoxtisig Asgar jettingff to

the Olympicstheitchto get back into the entrepreneurial
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spiritwastoo great. So,it wasbackto thedrawingboard to effect some

more change. This time, the change was aimed at not only bettering the
livesof consumes IT,butalsoto sharetheirknowledgeand experience

to helpothersbecomeetailersthroughinnovativedechniqueand business
principles, leading to the birth of Esquire Technologies.

Now a giant in the information technology and lifestyle sector of South
Africanbusiness, Esquire Technologies has become a householdname

its wide range of innovative products at highly competitive prices,
available at branches across the country.

Evenwiththe changethey envisagedat the outsethavingbeen achieved
severalkimesover,thebrotherscontinué¢o bringaboutevenmorechange

to impact on thousands more lives today, not just through their gassion
business innovation but also for their deep commitment to community
projects, especially in the fields of education and welfare.
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CHAPTER- EARLENTREPRENEURS

sgarand Mahomedad beenentrepreneurfomaslongasthey
could remember.

Asgar(holdingthecup)wasa winnein primary
school already

0OAs school boys, we sold items as d
classmates and others in the sch@éé also found odd jobs to earn

pocket money, such as working in the video shop owned by the Chhayya
family in Laudium. While at college, we sold audio cassettes and floppy

di sks to fellow students, 6 Mahomed
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oOWe also | oved tinkering with el ect
irons, toasters and radios on the dining room table. With our sales and
part-timework,we managedto saveR4000, whichbecameour starting
capital as we began assembling comg
adds.

With the advent of the IBM computers for affordable home use, the
innovative spirit of the brothers gained a new impetus as they realised
thatthe marketfor thiswassureto grow exponentiallywhenpricesstarted
decreasing with mass production.

They mention with great pride how their first customer was Ashref Ismail,
thena teacherat FordsburgPrimarySchoobnd later a seniorofficial at

the Road Traffic Management Corporation before his retirement a few
years ago, who was so thrilled to get his first PC delivered and installed
personally that he has remained a customer ever since, supporting the
brothers through their various evolwl@tages.

ol am stil!/| amazed whenever I Vi si
Mahomedand Asgartake great pride in maintaininghe Toyotafromthe
boot of whichtheydeliveredmy PC. Theirtaglineshouldoe 6 t darghat
started the whole Esquire empire, 660

OWhat was also special was how they
any time of the day to comeand showyou how the computerand the
softwareworkedwheneveyougot stuck.l seethattheyhaveimpressed

on the large teams they have today the same attitude towards customer
service excellence. ¢

Ashrefvividly recallsthatfirst PCexperience.

ol was excited at what was then a
suddenly | could do things quickly which would normally take hours to do
manually, such as marksheets of the pupils and working out means and
highest to lowest scores, at the press afittoin.
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oMy principal,, the | ate Mr Moosa Cl
attention to detail and perfection, was so thrilled at my work in my very

first year of teaching that he eventually also acquired computers for the
school, and some of my-tsachers weralso impressed enough to get

their own too.

0 Of clgraduateslfromthereasthetechnologydevelopedaswell,
and| currentlyusean Apple,whichisa far cry fromthefourlarge pieces
of thattime,includinga pitchblackmonitorscreerwhichwouldlightupin
orangelettersand a noisydot matrix printerthat | usedto load inmy car
and |lug to school regularly. o

InMay2018, firstcustomehshrefsmaibroughbackhisancienbutcarefullymaintainedomputer
assemblednMahome@ndA s g diniMreomtablebeforetheyluggedit upto theirboardroonto
showthatit isstillin perfectworkingorder,thoughmotverypracticato useint o d anyif@rement.

Ashrefalso recalls with a chuckle how one of his uncles had, almost
predictably of the future of computer technology, asked him if he could
check whether his visa was ready for collection.
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0 T ternetwasstillinitsinfancyand | did notevenhavea modenyet,

but imagine how the question my uncle asked, that seemed almost an

i mpossi ble one at that ti me, has be
where you can even get a visa online to go to Intia.was maybe 30

years ahead of his time!o

ThefriendshipbetweenAshref andAsgarenduredfor decadesmore,as
Ashrefexpands his unique collection of miniature police cars and Asgar
brought one back for him from a US visit.

Through woraf-mouth the next client in line was Shabir Lorgat. Despite
no advertising in any media at that stage, this wafkghouth promotion

by clients pleased with the quality of both the products and the service
renderedby theduosawtheirdiningroomtable soongroaningunderthe
weight of the components put together as the orders started flooding in.

0 T hable stilltakespride of placein my diningroomtoday, a piecel
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will never part with because it serves as a reminder to always remain as
humbl e as the beginnings of our I T

Thebrothershad noformallTtrainingwhentheystartedoutasselftaught
techniciangutastheindustrywasdevelopingsorapidly, theyfelt a need
to acquire some qualifications.

0 hadalready starteda courseat the ComputeAcademyof SouthAfrica
inJohannesburgnda year later,in 1987, Asgarjoinedmeaswell. We
becamefamiliar figuresaswe hitchhikedlaily betweenhomein Laudium

and the college, even picking up some customers from among those who
gave us |lifts, 6 Asgar says.

We will returnto the hitchhikingxperiences little later.

The brothers ploughed everything they earned back into building up
stocksof componentas they toiled away at building computersliving
a life which hardly allowed any time for the leisure activities they loved.

But thisvas because of a sheer determination that they would one day
have their own shop. Little could they have known then that they would
havenotjusta shopbuta hugewarehousetheirownprivate offices,and

a boardroom, as shown in these pictures, all of course acquired through
hard work, commitment and dedication.

Seekinggrowthfor theirstillunofficialbusinesat that stage,the brothers
decidedto take advertisingn theclassifieccolumnsf a few newspapers
and were surprised at thenmediate reaction from across the country.

0 S u d dwewdregpendinall nightassemblingomputers;atchingust
a fewh o usteepl@efore headingoutfor deliveriesPeopleweredriving
up from Durban to fetch their PCO0s,
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But it was not always an easy path in those early days, as their parents
explain.

0They were very enterprising and we
them to the address they provided and then later go and pick them up. |

al so taught both Mahomed and Asgar
Kulsum.

But their father Joosub was stricter, refusing to let them have the car on
their own, using his own experience.

ol knew how | was when | was their
tothe sameni schi ef , 6 he says.

When the brothers eventually gathered enough money for a deposit for
theirowncar, Kulsunapproacheda wellknownmotordealer in Pretoria,

only for her boysto find her comingout in tears becausethe dealer,

a member of theextended family, had insulted her with his dismissive
approach of how the balance would be paid.

0 T hnaidenstrengthenedurresolveevenfurtherto becomedeadersin
thefield of businessothatourmothemwouldneverhaveto go throughan
ordeal |l i ke that again, d Mohamed sa

0 Wwasa majorturningpointin ourlivesaswe appreciatedevenmorethe
sacrifices that our mother made to get us started up in our business, and
the patience with which she did tha

Asked whether they have ever met that member of the family again,
Asgar says they have long since forgiven him for his attitude, but the
memory remains.

Over the years since then Mahomed and Asgar have both owned many
cars,butthe mostspecialoneis stillthe trustywhite 1989 ToyotaCorolla

1.6 GL which stands proudly outside the office block of the massive Esquire
headquarters in Samrand, maintained in gleaming condition and regularly
servicedo ensurehat it isfully in runningorder. Becausé¢he
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car was theone in which they delivered their early orders, it holds very
special sentimental value to them as well.

oltds a constant reminder when we e
that we should never forget our hu
using it as a motivational tool for their staff as well.

Butbacknowto theday whenthe hitchhikindpetweenJohannesburgnd
Pretoria went terribly wrong.

Horror stories about hitchhiking going wrong are plentiful in the hidtory
cinemaand fiction, but there was nothingfictional about the harrowing
hitchhiking experience of the young brothers on one particular day.

While they were both studying in Johannesburg, they would find their way
to the Braamfontein onramp of the M1 and invariably get someone
reactingto theirthumbgointinginthedirectionof Pretoria.lnthosedays,
motorists were always willing to help out students or servicemen doing
their national military servicewho had to find their way back to base
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after a weekendpass.Thesawo typesof hitchhikersiere foundall over
arterial roads across the country.

On one such occasion, Mahomed and Asgar and some friends hopped
ontothe backof a bakkie beingdrivenby a Good Samaritanwhomight
haveeitherhad a hearingproblemor completelymisunderstooadhatthe
brothers had told him.

oOWill you be able -waydsbppustoéét ao
asked him, about a spot from where they could get another lift into
Laudium, while their benefactors usually proceeded to Pretoria.

Butthistimeroundthedriverhadinterpretedtheo f evwaryasthe suburb
of Fourways in Northern Johannesbur
onto the back. o

Fourwaysasit lookedat thattime,far fromthebustlingcommerciareait istoday

As the brothers and their friends merrily chatted away on the
back of the bakkie about their assignmentand what they were going
to assembleon their dining room table that night, they could little
have realised what lay ahead of them for the next 16 hours.
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Their casual complacency soon began changing considerably as they
realisedthat the driver had taken a different turn from the route they
knew.Buthe mightjustbe takinga shortcuthbecausehe wasstillheading
north,theyreasonedsol e wad & bit and see.Theymightevenendup

a little nearer to Laudium, wascansoling thought as well.

But as the vehicle veered on, with increasingly unfamiliar territory flying
past them, the brothers became increasingly anxiddagempts to
communicate with the driver from the back proved fruitless, but when he
eventually stopped, he indicated that they were now in Fourways!

0 Wéadneverheardof Fourwaybefore,althoughit istoday oneof the
busiestesidentiaand businesBubsof J 0 h a n n eAsghrsaysd heie
were scores of houses and very few businesses around.

0 Wi darknessapidly approachingwe wentfromdoorto-door seeking
assistance, without success. Eventually, we decided to follow road signs
showingPretoria,sowe startedwalking.ld o nhinkwe haveeverwalked
as much as weontthuedMahdmad. ni ght B 6

oOWe had no c¢clue if we were even he
nearer to Laudi um, which i s west of
But the solace of being in each oth

mindsabout their own safety, their only concernbeing for what their
families must have been going through as the hours passed without their
return.

0 O parentssetoutwithotherfamily members$o go andlookfor us right
upto thecollegein Johannesburgnd back,obviouslywithoutany success.
Throughout the night family gathered to think of ways to search for us.

00Of <course, this was |l ong before c
Mahomed.

0They had already tried every possi
family fromthelandlineat homewithnoclueor evena hintof wherewe
mi ght have gone. o
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Eventually the brothers reached what they would only later recognise as
Kyalami, still some 30dd kilometresaway from home, with no traffic
passing them in either direction as their eager thumbs waited to wave
anyonedownin desperationDogtired, they decidedit wouldbe bestto
sitdownfor a whileuntila vehiclgpassedjf any,or thencontinuaevalking

after dawn.

ol had my t eap)in yMpockdt andhl psthkt wr, Wwithout
realising that it would prove to be a kind of sign to our saviour not long

after that, 6 Asgar recall s.

OWe saw in the distance the | ights
and downonthe bouncyroad and we almosfjumpedintothe singlelane

it was travelling in to stop it,o A

0 O dranticwavingwasnotin vain.Theman,ina Muslinkurta,stopped,
perhaps because he saw my topi, and was startled to find ybapg
fromLaudiumwherehe washeaded,ontheroad inthewee hoursf the
morning.

Happily back with tHamily!

0 Iratrospect, and if wasin the same situation tha¢ was then,would
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probably have found it hard to swallow a story about being dropped off

in Fourways and walking from there to Kyalami through the ighhe

was kind enough to take us right to our house into the arms of our panicking
parents, 6 said Mahomed.

ol t turned out t hat he had been m
Johannesburg and was on his way ba:
spiritual person, but | dm convinced
seeing my topi and stopping for us that morning sjustily before the

early morning Fajr prayers, o0 Asgar

Manyyeardater, Asgarwithhisfamilyin completelgifferenttransport a gondolain Italy

In May 2018, Mahomed and Asgdook a break from their hectic
schedule® returnin momentsf nostalgiato someof the spotstheyhad
hitchhiked from regularly during their student days.

0 0 Evhrseit wasmorethan25 yearslater, sovery few of themlooklike
they usedto then,exceptfor the Braamfonteironrampwherewe often
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started off on our return trips. There has been hardly any change there,
even with the small yellow square marked off to allow access to and from
the neighbouring cemetery, where we never ever saw any vehicles
entering or leaving while we waited forodrli s, 6 says Mahome

OAnd the city centre area of Br aamfi
Mandel a Bridge. o

Then they headed closer to home to the M1 to Pretoria and the R55
between Midrand and Laudium, where they found that what were
previouslyfarmswheremealiesand eggswere soldat the thenunfenced
roadside have been coverted to massive townhouse complexes.

O0This exercise g areflectangust howehingspgveo r t un
changedovertheyears. It happenedsogradually thatdespiteusdriving

past these devel opments every day o
realise just how massive this chang
wonder where all thoseoncethriving farmershave g o n élahbmed

queried.

Asgaraddsin howthe attitude of motoristhasalsochangedsincethen.

OMost of those passing us with our
and some even bewildered, about théa® weltdressed businessmen
looking types seeking a rideNe even had some taxis hooting at us in

case we wanted to board them.

0 B anlyonemotoristictuallystoppedto enquireif we neededassistance,
believingthat our car mightbe aroundtheresomewhergitha breakdown.
So,unlikethe past,whentherewouldbe manyGood Samaritansissisting
youngstudentdike us,today, and understandablyo,people are scared

to offer anyone a |ift because of t

But as theyxhuckled away at their latest exploit together, the brothers
agreedthatthosestudentlayswerefull of funand adventureconceding
thattheydo misshemwhentheyare today oftenconfinedo dealingwith
business processes in their boardrooms.
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Further highlighting the emotional sentiments attached to the trustyToyota,
family,staff andfriendsgatheredaroundt to sharen thecakecuttingonthis
special occassion
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CHAPTER- HEADINGIORTH

taking over the family busines$rom hisfather after he finished

Asthe eldest son, Mahomed was expected to follow the tradiion
school.

Buthewaspart of a newgenerationwhichwasbreakingaway fromthis
traditional view and did not see his walear to spending the rest of his

life behind a shop counter, waiting for customers to come in and select
from a wide range of goods which he would have to keep stock of to
order replenishments. This experience though would stand him in good
stead in devalping the idea of an Xpress store many years later.

0The allure of the emerging | T sect
with my father, especially after the growing demand resulting from the
classified advertisements. o6

Mahomecdhad alsobeeninspiredto starthisownbusinesby a clientwho
had bought a PC off their dining table.

ol was happy for him and advised Mze
Joosulsaid,promptingMahomedo find someimeto drop hisscrewdrivers

and other tools to start looking at business models in between assembly
processes.

The result was the opening of the first IT shop in 1989, just a few blocks
away from hisf a t hsleopi® RretoriaNorth. It was a tiny shop,with

a narrow front section partitioned off to serve ax@unter, while the
assembly was done at the back. But the brothers recall with great pride
thesignof theshopnamegoingup d MicroMatrix, thenamederivedfrom
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the words microchip and dot matrix, the swft¢he-art printers of the
time, which are now almost obsolete.

0The advertising had resulted in or
again there was no time for relaxation as we laboured on, churning out
machines which would never have to be brought back by customers.

0 T knephasisvasalwaysonsecuringhe bestcomponentom Taiwan,

amid the increasing imports from such places as China of lower quality,
giving us a competitive edge, whi ct
says Mahomed.

O Wi t hi n months,tthe ahopf hadanot only outgrown demand but
accesdhad also becomean issuein the days whenthere was no GPS

or navigation systems but only physical maps, so it was time to move to
centrallylocated premises which were more easily accessible, especially
for the many clients from other tow

An existing PC outlet in Sunnyside, on the edge of the Pretoria CBD, was
up for saleafter theownerhad passedon. Negotiatingwiththesurviving

family, the brothers managed to secure a lease and started employing
morestaff, a few of whonmremainedwiththemfor manymoreyears.The
movewasalsomotivatedby the proximityof a collegeand universitynot

far from the store, to allow students easier access to the computers which
wereincreasingly becoming essential to them.

As the business grew, it was time to think of making it easier for both the
customers who were coming in and their own delivery mechanisms, so the
idea of openingoranchegameup.Withinjustthreeyears,therewere 10
branchesn PretoriaNorth,SunnysideGroenkloof Rustenburdgzandburg,

Cape Town, Durban, MiddleburBlisras and Witbank.

0 Wasalsoduringthistimethatwe decidedthatwe neededto brand our
computers, and Casey was born, soon becomingas pect ed PC br
says Mahomed.
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To distinguish the Casey brand on the shelves of major retailers such as
Game and Dion, special techniques were developed to give their PC cases
mar bl e, granite and woodgrain finis
tookpride of placeinp e o pHorae&lsnostsa pieceof furniture.

As the more gregarious of the brothers, Asgar became the face for their
business in his dapper suits, with Mahomed, working behind the scenes,
constantly reminding him of one key imperative adapted from the cliché

of 6the customer is always right. o
0The customer is not just king, but
wants when he wants it, at the best possible price. That is when you will
get them always coming back, 6 is wh
remains.

Asgarbeganconsultingvithcustoment® determingheirexactrequirements
and meetingthemby sourcingheright equipmenand software.He had
alsobecomea trainerand installerby then,socustomer®unddelightin
the personal hanesn experience.

0Thi s appr oac heye a @orporateaand fovernrelmte
institutions, the latter determined to support BEE companies, so this
opportunity proved to be a big boost for Micro Matrix. To distinguish
betweentheretail outletsaanditsITsupportservicesye establishedCasey

El ectronics in 1994,6 Asgar says.

In 1998 the Casey Group, as well as the retail stores, Micro Matrix
Computers, was listed on the JSE under the name Casey Investment
Holdings Limited, effectively making Mahomed, then 31, and Asgar, 30,
the youngest persons to be a part of the prestigatosk exchange.

Based on this initial approach, Asgar still keeps close to other fledging
businesses, keen to pass on lessons learnt, acting as a mentor, nurturing
good ideas and encouraging entrepreneurship.
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CHAPTER 6 CASEYO ESQUIRE TASEY

n its 13year history, Casey grew organically and was voted #neth
largest IT distributor in South Africa by the CorporResearch
Foundation. Casey was sold to the Black Information Technology
Empowerment Company in 1999.

While the brothers initially enjoyed the break from the hectic business
world, thein-borndrive and passiorior theindustrysoorsawthemwanting

to return to the industry in some form. Retail was out of the question, not
only because of a fivgear restraint of trade agreement, but also their
own moral and ethical values.

oWas there not an opportunity to e
rapidygr owi ng SMME mar ket, we asked ou

Months of travel and leisure had become too much already as the
entrepreneurial skills within them sought an outlet.

Thus was born the idea of Esquire Technologies, becoming a wholesaler
thatwouldsourcea diverserange of productgo be suppliedto retailers

only, not directly to consumers, a principle that remains in force today at
Esquire branches across the country.

Thebrothersacquireda housan Centuriorwhereit got to a stagewhere
thereweresixlarge shippingcontainerstandingoutside gachfilled with
thedifferentcomputersequiredfor theP C IBegigassemblednd stored
inside. Up to 300 Esquiter anded PCO0s were being
demand just continued to soar.

The brothers recall with a chuckle that they had no issues with this from
neighbour®r municipahuthoritiesbecausehey ensuredhat therewas
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minimal noise or othBmdrances.

The dream though was to have their own headquarters for Esquire one
day.

OWhen driving past Mi drand as youn:
always joke that one day we would have a business in the area we are

in now, 0 recalls Mahomed, littl e re
reality one day.

So,wheredid the Esquiremamecomefrom?

Thethreesyllableé E s grallseasiyd@nthetonguejseasilyremembered,

and crosses linguistic barriers across the globe. But those issues were
somewhatperipheral in the minds of the brothers when they started
looking for a name for their new company.

0 Wh wewereveryyoungtherewasa verybig companycalledEsquire
thatmadef i | Asgarsaysrecallinghowwhentheyassistedt a video
shopin Laudiunat weekendsalmosteveryIndianfiimina VHSbox onthe
shelves at the time had the label of Esquire on it.

oThat became our password on our co
company, we needed a name that was different from our Casey brand,
whichhad beentakenfrom our family surnameaswe were all knownas

the KCfamily. So,we wentaroundsearchindor a name,and foundthat

the domain esquire.co.za was avail a

Mahomedaddsin the forward-thinkingapproachof therapid globalisation
that was taking place at the time.

oWhat many people do not realise 1iIs
can easily be recognised internati ¢
Gmail addresses, but need to have your own brand and identity.
0So, you must have a .com or .cCcO0. 2za
longbecausédyy thetimeyougive somebodyouremailaddresgheyget
tired of it or cand6t remember it, s
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Joosuld K @ndsons Asgar,NasseandMahomed

00Once again, there was a bit of luc
to the Registrar and checked if the domain was available, it was, so we
registeredii mmedi at el y. 6

Althougtthe official nameof the companyis Esquirélechnologie$or all
practicalpurposesit isreferredto asjustEsquirdor thatveryreasond to

make it easy to remember for everyone.

Mahomed concedes that at some stage, theygmaeh some thought to
changing the name, but with it having acquired the brand status that it
had already, they decidedto retainit, althoughthat mightchangein the
longterm as the company diversifies its offerings.
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0 We a bhasturewhatthefutureholds butwe mightestabliska holding
company with another name, in which Esquire might be one of the
subsidiaries, 6 he says.

But unlike Casey, there are no plans to list Esquire on the Securities
Exchangesothepotentialof beingacquiredby anothercompanybecause
of Esquireds success is hardly ther

0 We deerthere,tastedthatd thethrill of beinglistedfromourhumble
beginnings, so it would never be tF
But the road to the current Esquire building which was officially opened in
December2007 wouldbe a very windingone,filled with both growth

and a bit of confused trust.

The brothers first rented one of the warehouses next door to where they
are, which soon grew to a second and a third warehouse in the complex.
By the time the demand had become so great that a fourth warehouse
was needed, they began thinking about acqgitimeir own land and
puttingup theirownbuildingratherthanpaying therentalsto a landlord.

0 T h wereemptyplotsadjacentto thisbuildingandwhenthed F®a | e 6
sign went up, we immediately clinched a deal withetleet at e agent
Mahomed says.
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0 temembethe estateagentJohnGreyling of PropertyPortfolioasking
if we did notwantto seethelandfirst,and we saidno,becauseve were
watchingt fromoutsideourofficeseveryday. Only oncethepaperswere
signedand we wantedto startourplansdid we realisethatwe had been
admiring and then mistakenly bought

But as had always been the case in their careers, lady luck smiled upon
themastheymanagedo sellthatlandandtheopportunityto securavhat
they really wanted came up.

oSuddenly our dreams were all falli./]
0 the payment for the land had to be secured in just 24 hows.
desperately approached Eben Rootman and Piet Naude of Absa Bank,

who was initially doubtful about achieving this, but he came back with the
good news the next morning and Esgq
Mahomed said.
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The new building was designed according to their specifications by
architect Walter Neumann and was ready within just eight months.

Esquire, the company that was born in a container in Clubview with only
Asgar, Mahomed and two other staff members, at that stage employed
120 people at its headquarters. Within four years, there were branches
inDurbanCapeTownPortElizabethBoksburgnd Nelspruitwhichgrew
thestaff counto 160, all committedo the objectiveof beingtheleading

IT distributor of computer and lifestyle products in Southern Africa.

Attheofficial openingn Decembe007, talesemergedof thetruerags
to-riches story of the two men who had extended their success to those
who were with them in the days of humble beginnings in a unique way,
suchasformertea ladiesand driversholdingmanagemenpositiongnthe

human resource and financial divisions.

Internationapartnersandvendordromthe FarEastandthe UnitedStates
who attended the launahere all full of praise for Esquire and their aim
to become a worladenowned technology brand.
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ol f we dondt have it, we can ge
the w

contacts we have builtupoverh e year s acr oss
whois mainlyresponsibldor negotiationsvith overseas/endorsas well
as all work on government tenders with partners.

Constantly innovating, Mahomed rec
general dealerstore would pick up an item to touch and feel it before
making a call on buying iThat gave him the idea of an Xpress Store.

0 T EsguireXpressStoreconcepiwassparkedby rethinkingheidea of
puttingup a showroomwithglassshelve$or customer® browsethewide
range of products available from Es

0OAsgar and | thought that instead o
and lighting to make the place look beautiful, and keep rotating stocks

every month by hiring a feiime person just to manage that process, we

could easily copy the original conceptof ourf a t hoegind general
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dealerretail store. Peoplecouldcomein, touchand feel theitem;look at
it; and then theyuy it. So, we used the normal retail concept to create
the Esquire Xpress Store, 6 Mahomed

In the same space that the showroom would have taken up, the entire
product range of thousands of items are neatly displayed in aisles for
customers to browse at their leisure.

0The Xpress Store is basically 1like
feel theitemandif youlikeit, youbuy it. Butwhatwe eventuallyrealised

about the spinoff is that a customer walked in with an intention to buy a
particular item; maybe a keyboard or a mouse that he needed; but he
endedupwalkingoutwithotheritemsbhecauséned i drealiséthatthere

were other things available in the store, like cables or other products.

0 Cu s t evemstarteslcomplaininghattheyhad cometo buyitemswitha
budget of R1 000 but ended up spending R2 000, so it had a positive impact.
Notonlywerewe upsellingbutwe werealsoshowcasingurpr oduct s. 6

The Xpress Store concept soon caught the attention iotehsational
industry and resulted in Esquire winning an international award for it.

0The organisers of DISTREE, an indu
Carlo,pickedup ourmarketingof the XpressStore.Theycontactedisand

said they wanted to give us an award for one of the best innovations in

the IT industry.

0 Wehoughit wasnotreally aninnovatiorbecauset wasjustike a retail

store concept, but it was never heard of in the distribution sector, where
theold systenwasstillin useof people phoningn, placingan order,and

then getting it delivered or collected it personaljere we turned that
distribution model on its head by creating a store and the business grew
from there. 6

People also got to know the brands, resulting in the passion that the
brothershavefor marketingorandsgettinganextrafillip asthecustomers
grew to love the idea of seeing the products in their hands rather than
online or in a printed catalogue.
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0 P r o khelbdgestadvantagefor the customewasthefact thatthey
nolongerneededto speakto a salegpersonget it invoicedscanneand
then collected. They basically picked up the item, paid the cashier and
|l eft, saving them time as well .0

The Xpress Store cut down the 10 steps in the traditional process in the
distribution model to just five.

0OAsgar and | sat there with a stop\
ourselvethattheremusbe a way to cutdownonthetimetaken.Therwe
realisedthatthe XpressStoreidea wouldcutdownthewaitingtimeto just

a few minutes from the other process.

0 Wdadtargetedthe XpressStoreto cutdownthe 30-minuteprocesgo
about 15 minutes and were more than pleasantly surprised tahfatd
customermsndedup waitingaslittle astwo minuteso pay for theirgoods
and | eave. o
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Ontheupside thetimethat somecustomer®undontheirhandswiththis
processastheyhad probably plannedto be at Esquirdor longer,ended
up with them browsing around and buying more in that time as well.

Other distributors have only now started to emulate the Xpress Store
model.

0 T bustomersuyingfromusalsobuy at othercompaniesTheyobviously

go to these companies and want to know why they are waiting there for

an hour when they could wait at Esquire for five or ten minutes for the
sameprocessSootherguyshavebeencopyingour XpressStoreprocess

now, when we have had it for al most

The Xpress Store, as in any supermarket, requires regular merchandising
toattractc ust omer sd attenti orpstoseshas he | &
been brought in as well.

OWe used a si mil a4up stoesit aipXpress Storec r e at
So, in one month we might have Lenovo coming in and dressing up the
whole store to promote their products and in the next month the same
space might become an LG paop store and so on6

There has been excellent feedback from suppliers and there are eight
now who are rotating.

0 For tuthdaylwg had all eight vendors, local and international,
coming in with popp stores which proved to be very popular as they
engagedwithresellersaand customerand alsobroughtwiththemspecial
pricing for that day. 6

Theresultof the birthday promotiorsawmorethan3 000 invoicedeing
made out between 9 am and 5 pm at the Midrand store alone from the
almostl0 000 customerwiththeirfamiliesJuredby the prospectof free
hotdogshotand colddrinkscakeand entertainmenrfor childrenandthe
presenceof celebritiesTheexercisealsotakesplace at EsquireStoresn
Durban and Cape Town.
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The underlying aim is in line with the philosophy that the brothers have
always had of the return on their investment being turning staff and
customers into family and friends.

0 F rtleestart,we alwaystried to makesurewe havepersonainteraction
withourcustomersutthathasbecomeifficultnowbecauseurcustomer

base has grown hugely. But we still try not to deviate from our core
objective of turning customers into

Mahomed fondly recalls one such special relationship from which a
customer became a family friend of more than two decades.

0 S 0 me valownd1@90, we weresstillworkingoutof PretoriaNorthat
MicroMatrix asa two-menoperationoutof a 40sqgmshopwherethefront

half was my area as the Sales Consultant and the back half was where
Technical Manager Asgar assembled t
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0 E v day therewerequeuef peopledrivingfromasfar asDurbanto

collect their PCO6s, very similar to
today.
0One Saturday morning, as wuswual, th

for the doors to open at eight and
challenge for us was that clients expected to go home with their-custom
built PCds and wong fodan hoortor twoy sorthe mi n d
pressure was really on.

0 Wouldtake the order fromthe clientsand sendit to the backfor Asgar

to assemble the units. By that time, Asgar was building between 25 and

30 PCO6s at a time and had built so
assemble them in his sleep. But on that particular Saturday we had one
impatient client that demanded his P@ediately and did not want to

wait.

0 T merewe tried to explainto himthatiswasimpossibl@astherewere
clients before him, the more agitated he got. Suddenly a client that was
alsowaitingfor hisPCsteppedin and offered to assisAsgarat the back

to assemble the PC for this impatient client.

0 Wi t dvenimttoducindiimselhewentstraightto thebackand helped

Asgar assemble that PC; eventually even built his own PC; and then also
assisted Asgar with assembling the
waiting as well, until we closed at around five that afternoon.

0 O nthegwhenall thehappy clientdhadleft, did thisSamaritarintroduce
himselfas SampiePretoriusAsgarand | thankedhimand offered to give

hima discountor hisassistancayhichherefused sayingthatit had been

fun.

o0The f ol l owi ngwa$Batkua bdyaspmethifgaetag ana
again helpedusassembld® C forsclientghatwerewaitinginthequeues.

This became a regular thing with Sampie, where he would come in on
Saturdays to buy something and end up working on the assembly line.
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0 A f @ fewrSaturdaysventby, Sampiebroughthiswife Gerda and his

two kidsWernerand Reinettewhowere aboutthreeand five yearsold,

to show them where he was spending his Saturdaysr the ensuing
years, we formed a friendship with Sampie during which time he and
Gerda had another child, Lisa.

OFast track to 2016 and towhathsvenin

smartphone and showed us a video clip of a baby girl playingglao
and said:d_ookat mybabygirl. | s shé ta | e Mhewuangchild inthe
videoclip wasthe daughterof Reinettewhowasherselfa little girl when
he broughthet 0o show to us in the 199006s.

0 Al t hherehgviebeenmanyclientsvithwhomwe developedsimilar
relationships over the yeathat one with Sampie remainsvery e c i a |

Sampiealso treasures memories of the relationship with Mahomed and
Asgar.
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0 AthréemychildrenWerner,theeldest Reinetteand Lisaliterally grew

up knowingMahomeaand Asgarlike family. | lovedworkingwiththemso

much that | would sometimes go back home very late, even forgetting to
buy the keyboard, mouse, printer ribbon, or whatever it was, that | went
to their shop for! o

The brothers lament the fact that their rise to the corporate boardroom
has made them lose some touch with theirdtamgling clients, purely
because of time pressures. But the clients keep coming back, most likely
because of their past experience of getf personal attention.

0 On othbirthddy 8elebration at Esquire in 2017 with huge specials,
Asgarand | were standingoutside meetingour clientsand thankinghem

for theirsupportand evenhelpingclientgputthe productgheywerefilling
trollies with into their cars. We were very proud to see so many clients
fromthe days of MicroMatrix and Caseystill buyingfrom usto thisvery
day, 6 Mahomed says.

OnesucttlientwasTonyDa CostaseenherewithMahomed.

That special relationship has endured even as Mahomed and Asgar
developedtheirfledglingbusinest add CaseyElectronicaspart of the
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CaseyGroup;whichtogetherwiththe retail storesMicroMatrix Computers,

was listed on the JSE under the name Casey Investment Holdings Limited,
that was eventually sold, and then later when they started up Esquire
Technologies.

0 F rtloatmitialencountein PretoriaNorth,Sampiehascontinuedo visit
usregularly, even at our headquarters in Midrand now.

0 S a mglivingproof thatourphilosophyof turningcustomerstofriends
has been one that has paid handsome

Butthe yearningfor the Caseybrand that wassobelovedto Mahomed
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and Asgar had always remained with them so in 2013, they launched
Casey Lifestyle Distribution, which specialised in consumer lifestyle
products sourced from such internationedigowned brands as Philips,
Kenwood and Russell Hobbs.

For Mahomed, it was a moment of great satisfaction as he recalled how
Casey had been born in their house before becoming thalisi&iE
company.

A young Mahomeid thedays ofCasey

44 | CASEWOESQUIREOCASEY



CHAPTE®RS BUILDINBRANDS

rand-buildinghasalwaysbeenoneof thekey driversof theEsquire
strategy.

0 B e c thaindustryischangingandthemarketsare changingwe
al so adapt ourselves to those chang

COMPUTEX

A TP E]

Components & Parts Ar

Data Storage Products /
Embedded Products Ar¢

Thigsachievedargely by Asgar,whoregularlyattendstrade showsand
meets with suppliers abroad to bring new products to the local market,
often after Mahomed has researched the latest technologies.

0 O rokthethingsthatwe do very well, at theriskof soundingmmodest,

is that we bring in the latest technology and we bring in products that are
notheardof in SouthAfricaand popularisehemhere althoughthey might

be very popular irEuropethe US or the UK by that time already.
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0 Ayood exampleherewouldbe BenQ.We broughtit herewhenit was
relatively unknown and we built the brand to become a very successful
one in South Africa.

oOWe | isten to our <clients and keep

matchtheconsumeatemandto oursuppliem e g o t i saysMabomed, 0

0 Si then,we have evolved and even got a big brand like LG because
they saw what we could do with a-name brand and recognised our
credentials, 6 adds Asgar .

0Geeko is another brand in quest:.i
now you candt get enough stock to
their reputation for quality.

OAl t hough we have a philosophy of
also made sure that we worked harderai i | di ng br ands.
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Evenwhileonholiday,Mahomedand Asgarhabituallypop intocomputer
andelectronicstorego lookat whatbrandsare soldindifferentcountries,

During one such holiday in Australia, Asgar excitedly called Mahomed
back home to share with him the proliferation of the Manhattan brand in
storesall overAustraliaMahomedesearchedhebrandand whenAsgar

got back a weeHater, he contacted Manhattan at their headquarters in
TampaFloridaintheUS fromwherean associationf morethan15years
started.

Of coursethere arealso brandswvhich Esquimrejects.

0 Weet offered brandsalmostona daily basisfrom supplieroverseas
whowantusto take theirbrandto market.Butbecauseve are sofocused

on the brands that we have already, we try not to take on competing
brands. This is because the minute you have many brands it becomes too
much, and you have to starbrking harder to get them established.

0 Wi ourpassiorfor brand-buildingthroughtotal effort, w e Gnvastered
theart of takingbrandsto marketandthenbuildingit u p saysMahomed.
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AsgarandRichardVatterswithMartinHuang AnitaWang and SonnyYangof Apacer

Sometimes they even take on the challenge of a completely unknown
brand.

0 pacerwassuclanexample,asa typical Taiwanesérandthatwasnot
at all known in South Africa, but weok them on and today everyone
knows the brand.

0 S h a risammtharbrand thatis popularin Russiaiermanyand other
places and we popularised it here to the stage where gamers ask for it
by name as a preferred option. 6

Social media and wordf-mouth are the preferred mediums by which
Esquire builds its brands. Even the Durban beachfront did not escape
A's g ar Gatert mindefor branding opportunities while he was on
holiday there in 2009. While watching skilled artiah&e Skhumbuzo
Nekopo building intricate animals and buildings in minute detail with the
beachsand Asgarapproachedhimto seeif hecoulddo the Esquirdogo,

and was pleasantly surprised when Nekppofectly reproduced it with

the grains of sand on the beach.
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0Since then, many other brands have
find lotsof logosdesignedoy Nekopoonthe beach.Butheremainsrery

loyal to the Esquirdorand,insistingpn notgettinga bigger paymentfrom

me as he awaits our arrival each December, because, as he says, | was

the onewhofirst broughttheideato h i megysAsgar,whoisalsoproud

about having turned Nekopo into an entrepreneur.

o T firgtlogol did for any busines&asEsquireAt the moment havesix

or severbusinessaghonowregularlyget meto advertisetheirbusinesses

on the beach. They ask me how long it stagee, what happens if it
breaks and whether they have to pay again. | told them you only pay
oncelf it breaks, tmymoblemnoty o u Nekgpdtold Asgarwhenhe

met up with him again recently.

oBefor e, I used to depend only on ¢
my creations, but now, | know that there will be a few bucks regularly at

the end of the month from the coupl
added, requestingAsgarto pleasealsouseit onsocialmediato get him

more exposure.

Commenting on that request, Asgar h
media marketing.

0 Wéaveover101 000 followerson Facebooland we usethateffectively.
Initially we didndt understand the
today it is one of oubiggest marketing tools because we built it up to
where you reach those 101 000 peopl
says Asgar.

0 A n dgrdweingeveryd a yagdéMahomed.

Reselleralsobenefitfrom thisbecausemanyconsumerare alsopart of
the Facebook campaigns and any queries from them are referred to the
resellers.

oMany of our SME customers donot F
marketingsothey considethisto be a big helpto them.Sometimethey
evencometo usand requestburtemplatesvithoutpricessothattheycan
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add it in and save on costs of drawing up their own advertising by using
ourhighlevelmarketingoolsto do theiradvertisingat alocall e vsays, 6
Asgar.

One ofthe future plans Esquire is looking at as part of their letgger
visionsthefundingof the SMEsectorthroughan adapted crowdfunding
modelknownas AngelFundingdo helpthemgrow theirbusinessdhrough
replication of marketing tools that have already been established.

oWe wil |l probably take an equity in
well, and guide them in growing their businesses by using our existing
infrastructurand marketinglegal and accounting k i Asdasexplains.

oWenderstand how SME&6s wor k Iloecause
eventuallystartEsquireWe understandhe pitfalls and obstacleshat we

faced with other dealers, and now that we have department heads

place whoare doingthe work whichwe justmanagefrom the top, we
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havethetimeto go outand supportothergo hopefullyreacha stageone
day where we are today. o

Given the track record of the brotherswith their innovativesuccesses,
many smalbusinesses are set to benefit from this new concept.

AsgarandFareedvally,Headof Legalat EsquireyithAshraf AbooanInsurance
and Financial consultant
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ActorAlfredo S h oNtompelssoneof E s g uimporeadBsandAmbassadors
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CHAPTERGS TAKINGIHERISKS

\Being your own boss, making your own decisions, despite the
challenges sometimespecial to us, even though with Casey, being
answerable to shareholders was not much of an issue, bthatith
your appetite for riskis limited. Because/ou work with

sharehol dersd money you have to be
businesand especiallyif youare an entrepreneuryouhaveto take risks
owhet her good risks or bad risks, o6 |

Prompted about some of these good and bad risks, Mahomed cites the
initial offerings by Esquire being only Information Technodtafed.

0 Mwasaboutdesktopslaptops,componentand peripheralsd thewhole

PC environmentA few years ago, we said | e tal she risk and go

into digital lifestyle product8t hi ngs | i ke TVds, gadg
productslt wasa riskand in thefirstfew monthsve questioneurselves
onwhetheiit wasa rightdecisioror not,becauseve weresittingwithpiles

and pilesof stockinourwarehouseé/Ne ¢ o u lgadtati@etistributorand

saywe wantjustoneor 20 T V 8Ve hadto go outand buy 500 or 1 000

TV6s in the hope that we were going

o0Our cust omer base was used to b u
motherboards, PC monitors, keyboards and stuff like that. Suddenly we

were offering themlarge screenl V arsl theywere notreactingto that,

so we questioned our decision. But we persevered and carried oasand

we started marketing these brands, our customers realised that these
brandswere goingto staywith us,and today we go throughaboutthree

to four t hmoumstahndd TVDs a

So that was a risk worth taking, but was there any risk decision that did
not pay off?
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0 Y ensnpbileaccessoriedthatwasourworstr i sdysAsgar.

0 B e c af therapid technologyf mobilephonexhangingll thetime,

we had the problemof havingto bring in stockin volumesill thetime,so

by the time the stock lands, there is already a new model of the phone on
the marketfor almostall the 30 or 40 brandsor modelsthat you have
iImported accessories for.

00Of <course, this was not a risk un
importers of cell phone accessories, especially covers, who have had the
same probl em. o

So,whatcanyoudo in sucta situation?

ONot hi ng! Ylwack todhe suppiedy en d viet pai d f or
Its your stock. 1 tdés basically burn
carry on, 6 says Asgar.

Butfor everybad decisiorike themobileaccessoriesne thereare many

others that pay good returns, such as the plan that was initially seen by
some as an audacious one to convince FIFA to allow Esquire to produce
and sell2010 World Cuprelated itemsthatwereinitially seenashaving

nothing to do with the globally popular sport.

Amid the euphoria of South Africa hosting the first FIFA World Cup ever
onthe Africancontinent=squiresuccessfullyonvincedrlFAto grantthem

rights to make and market FiBranded IT items from mousepads and
mice to CD wallets and CD case holders across the globe.

0 ASouthAfricansand theworld rejoicedalongsideMadiba whenit was

announced that the 2010 World Cup would be held in South Africa, we
immediately saw an opportunity, but even some FIFA officials initially
scoffed at the idea of items we were proposing, wanting to know how
these were | inked to football, 6 say

0OAsgar, who has always been a foothb
schoosidescameto meandsaid:0 L g@dtifvslvedntheWorld C u 5o, 6
we put our headstogetherand cameup with somedeas,althougheven
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we initially thought what the link between us as an IT company and FIFA
as a football body could possibly be, because everybody was already
offering sunglasses, mugsshirts, caps and the like. Even FIFA was not
sure how they could get involved with nil we showed them meggs

and samples of what we were proposing.

0 Wh ¢éheyboughtintoit, they appointedtheirlocal agentto liaisewith
usandtheylicensedisfor Southerm\frica. We becamethefirstcompany

in the world that introduced mousepads, screen cleaners, CD wallets and
related items, all with the FIFA br

Esquire found a whole range of new clients such as curio and gift shops as
well as filling stationswvheretheseitemswere snappedup, not only by
localsbutalsoby thetensof thousandsef foreigntouristavhoflockedinto

the country, seeking an appropriate souvenir.

So Esquirecreated FIFA products are probably now still sitting on the
desksand studie®f thousandsef football fansin all cornerf theglobe.

0 Wwarkedwellfor us becausave already had ourinfrastructurén China,

so we manufactured the items there with one of our existing suppliers,
broughttheitemsinto SouthAfrica, and alsosuppliedto countriesuchas

Korea and Japan, because although the liceva® for Southern Africa,

the deal was to supply worl dwide, O
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oTaking up that challenge was somet
were stilla youngcompanythenand negotiatingwith a long-established

body like FIFAvasnotsomethingve were scaredoff, althoughbothof us
havethismorbidfear of speakingnp u b IMahomedadmittedcandidly,

sharing one of their private concerns.

0OBut when i-dnone oegodiationd, we ae mevscared of
taking on any challenge. 0

0OThere were | ots of intricacies 1in
which had to be negotiated. Making a mousepad is a simple thing, but we

had to negotiate with FIFA officials on the exact design and laylout.

took us nine months to get the final product right as it went back and forth
between Switzerland, China and us here. But we never saw it as
frustrating, because it gave us another sense of direction. We felt that if

we could achieve this, we couldachee anyt hi ng, so it h

OWe <can be proud t hat -menputfioftod!l v So
MidrandcouldachievesomethingnternationalljthatevenGermanywith
itshugetechnicaprowessgdid notthinkaboutwhenit hostedthe previous
WorldCup. 6
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The success of the FIFA venture saw a number of local and international
sporting organisationsin various genres approaching Esquire, but

the comparatively small size of those markets did not make any such
partnerships a viable proposition.

OWe even had an approach from compe
Brazil, but the logistics and costs of setting it up there did not make it
possible. In the end we saw nedlated products at the Brazil World

Cup. o

The FIFA tiap brought with it some perks, but in keeping with their
philosophyf sharingwithstaff and clientsMahomedand Asgardecided

to forego the VIP tickets that they had for the 2010 World Cup final
because of their supplier status to ratherange a special evening at
their head office.

A huge screen was set up on the wall as guests, including families with
childrenhuddledtogetherin speciallyprovided blanketsalongsidefires

on the cold winter night to watch the thrilling final between Portugal and
Spain, with the odd motorist passing by on the adjacent highway often
slowing dowmand, in some instancesgen stopping for a few moments to
catch the action on screen or hear what the commotion on the lawns of
Esquire was all about.

0 O wnlyregretwasthat we couldnotaccommodatany morethanthe
500 people who came and enjoyed the

Notlongafter the FIFAdeal, Esquiralsoacquiredsimilarrightsfromthe
Disney Corporation.

TheDisneyConsumeProductsange includedmousepads,wirelesanice,
keyboardsJaptop skinslaptop bags,webcamsspeakerandearphones.

They were all created for use at home, school or office, connecting users
with some of their favourite Disney characters such as Mickey Mouse,
Winnie the Pooh, Hannah Montana and Lightning McQueen.
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oThis range was a major scoop for E
brand thathascreatedmanyfond and funmemorie$or familiesall over

the world.Disney has a reputation of having the best characters in the

world, and we are pleased that Esquire can be associated with these
iconic characters, é Asgar said.

AsgarandRichardVattersmadetheirallegianceseryclearwiththisbunch
of divided young fans

58| TAKINGTHERISKS



TAKINGTHERISKY 59



RichardVattersandRogePahadiasurroundelly thewiderangeof Disney
items available at Esquire
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CHAPTER-8THE RESELLIEHROVATION

holesalerssupplyingretailersis nothingnew @ it has been
taking place for centuries.

In some sense, those retailers who prefer to come and collect
theirgoodspersonallyhaveled to the successf the EsquireXpresshops
thatare part of thenetwork offering customerthe opportunityto browse
throughaislesfull of over7 000 differentitemssourcedrom aroundthe
world.

But there wasalsonnovati on with Esquireds O
those wanting to avoid driving to the Xpress shops to browse and buy or
place their orders.

Around the end of 2005, while other distributors were happy with the
traditional method of doing business, the brothers again started working
onnewideasto bring theadvantagesof the newfoundsuccesthat was
takingtheworld by stormcalledOnlineShoppingo itsmorethan12 000
customers.

0 O wystemwas not going to be called Online Shopping,but rather

an Online Ordering System. The reason for this was that it was raerely
extension to our traditional ordering process, utilising the added
advantage and i mmediacy that the in
who steered the process.

0 T bystenwasofficially launchean10th April 2006, onA s g airthday,
and withina few hoursover1 000 of ourresellerhadr e gi s ddds ed, O
Mahomed.

ByJune2014 the EsquiréOnlineOrdering Systenhad seena bullishsix
fold increaseand over 600 percentgrowthin OnlineSales.All thehard
workand sleeplessightghatit tookto populatethe websitewithcontent
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andinformatiorrelevantfor eachproducthad provedworthwhileviththe
growing amount of orders being placed online.

0 T o dre2@18, over19 000 resellersnakeuseof the OnlineOrdering
Systermmotonlyto placeorders.Theyalsobrowsethep | a t fwebsitmd s

to view productsdo productcomparisonand evenusethe productdata

to update their own websites, 0 says

But the innovation did not end there, despite the phenomenal success of
the Online Ordering System started in 2006.

The brothers again put on their thinking caps about how to exploit the
burgeoningnternetusagecountrywidego evenmoreadvantagefor their
customers.

Working together with a team of developers, they toiled away for five
yearsbefore theyweresatisfiedwiththeresultlt tookthatlongto perfect
thecodingand createtheframeworkthatisusetoday, whichtheydecided

to call the oOoVirtual Resell er Netwo

It wasa proud momenfor Mahomedand Asgarwhenthe VRNwasborn
around late 2011, but as had occurred with their thinking several times
earlier, they were a little ahead of their time.

Wirsual Resadler Metwor

0 Wwasdesignedo makea markedlmpactontheecommercmarketplace

in South Africa and was expected to turn the traditional reseller market

on its head, but this concept was so new that it was not heard of in any
industry anywhere in the world, 6 sa
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OWhen we | aunched, our resellers an
becausat wassonewalsotherewere noothercasestudiesanywheren

the world toallow any comparison to it, so we decided to give away a

few VRNwebsitesabsolutelyfree of chargejustto get the projectoff the
ground. O

Today, VRN has become an indispensa
have come to rely on in a scenario where technological improvements to
products and even pricing changes so rapidly in the global environment.

By | aunching the worldoés first VRN
any participating reseller with i mm
stoclholdlnngthouhavmgtomvesta centinstockE s q ustockeldisg

i's then wupdated di rskectrégylarinterva® he r e ¢
often as regularly as every three minutes.

TheVRNsolutionsrunby e-commercepecialistimproWeb whichisnow
100 percent owned by Mahomed and Asgar.

Currentlyover500 resellersare pluggedintothe Esquirdoackend which
allowsthemto trade withtheirowne-commerceveb-sitesusinge s qui r e d s
Infrastructure.

0 Walsoputtogethera planof actionby increasinghenumbeiof website
designeraswellasourdevelopingteamto helpwiththeworkload.They
alsoworkwiththevendorsgreatingcontentand marketingaidsfor these
Virtual Resell er Networ k (eXpfMg webs
how the process works.

OWhen an end user places an order w
i's seamlessl y r ohbackeffice dysiem,twhieh thero mp a n
automaticallynformghecouriercompanywhointurnthenfetchtheitems

from our warehouse and dispatch it directly to the end user.

00One of the main advantages-budtf t his
intelligenceallowsit to detectthe locationof theenduser If theenduser

isin Cape Townrthe couriercompanywill, for instancefetchthe stockirom

E s g uCaped awsbranchand deliverit directlyto theenduserin that

regiond hence saving a substantial amount of money in courier costs.
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0The soft wawaords,, wil iautomatidally e&élioose the shortest
deliveryroute.Thismeanghec o mp aresgllérd o rmhavéto holdany
of theirownstockastheyare givenwhattheyrequirewhentheyneedi t . 6

Esquiralsoestablishedhe digital film and videocompanyFilmChrome,
with experts in producing corporate and marketing videos.

0 T broughta newdimensiomo ouroverallmarketingnitiativesand our

drive to make the lives of more than 19 000 resellers much easier. With
FilmChromeye designand createvideo clipsonour productrangesand
providetheseclipsto ourresellersincludinghe Virtual ReselleNetwork
(VRN) websi s, 6 Mahomed

Inthemovieproductiorrelationshipthatthe brothershavebuiltup, which
will feature in a later chapter in this book, FilmChrome has also assumed
a significant role.

64 | THE RESELIEROVATION



CHAPTE®RGS INTERNATIONARELATIONS

a dauntingone, especiallyif it is somewheravherefew people

speaka languageyou are familiar with, and the glittering signs
filling the street outside an unknown hotel are all in a foreign language
too.

As with all travellers, the first experience in a foreign country can be

Soit waswith Mahomedand Asgartoo.

Businegsavellerswill of coursenftenhaveadministrativdbackupfromlocal

agents or branch offices, but for the two young enterprising businessmen
who were just starting out with their grand dreams of establishing long
term links with suppliers in the Far East, there was no such support.

oOn my first vi sit ;costhota tabey Radadisen T ai
which seemed to be fine as we had to keep our costs as low as possible,
but 1t was far from the promise of

0 Bwotsethantheverybasicfacilitieswerewhenl venturedutto explore
thebusystreetsaroundit. Asl left thehotel,l lookedup at thefluorescent
lights above the hotel and noted that it was in bright blue, so made that
my landmark for when | returned lat&ut as | walked around and looked
up, there were literally hundreds of similar lights above every building,
all of course in Chinese, so | became hopelessly lost.

ol had failed to do what now of cour
have, and in fact would advise every touristor businessravellerin a

foreign country to do, which is to take a business card dfatet with

you to show to taxi drivers when you want to head back.

ol tried to get directions from t ax
nobodyspokeEnglistor couldunderstanane,notevenwhenl mentioned
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theh o t reaineéd Adter aboutsix hoursof wanderingaround,l eventually
overheard a couple speaking Japanese, and thought they might know
some English. o

And how could Mahomed distinguish between Chinese and Japanese?
Fromwatching the hit TV series Shogun a few years earlier, the keen movie
and TV series buff had picked up a few Japanese words.

0 Tnoyrelief, theynotonlycomfortedneinwhattheymushaveperceived

as my clear panic, but also headed to the nearest store where they
engaged the staff and found out the exact address which they wrote
down for me in Chinese. The taxi driver | hailed after that took one look
at thepaper, noddedand signalledfor meto get in,and headedstraight

to the hotel, which was actually not very far from where | had stopped
recognising the fluorescent overhead landmarks.

oThe first thing | did after |1 walZk
cards from reception and place one

A s g dirstéxperiencealonein Taiwanwasnotentirelydissimilarputon

one trip together to Singapore the brothers had the most terrifying yet
simultaneously a somewhat enlightening experience when Asgar left one
of their bags at the airport and only realised it when they reached their
hotel.

Asgartakesup the story:

OAs we were checking into the hote
passportsmeetingschedulegndall theforeigncurrencyve had brought
was not with us.

ol rushed outside and hopped into t
asit madeitsway therethat! did notevenhavemoneto pay for thetrip
back to the airport if the bag was not found.

Attheairport, | askedhimto wait whilel collectedsomethingand thetrust
the drivershowed in readily agreeing was something we would discover
was rather endemic in Singap@é&onesty.
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Danny Lo oManhattan witMahomed an@sgar

0 E n g atisecuritgtes to a guard escortingneto whatturnedoutto be
theoffice of theHead of Securitywhere after describingnybag, it was
showrto me.l musadmitthat| wasscepticabboutwhethewhoeverhad
foundit andturnedit in hadreturnedall themoneyaswell,soimaginemy
surprise to find that every single dollar was in the bag.

0 T h wasamevenbigger surprisavhenl offered a $200 tip to showmy
gratitude after | was told that the same security guard who had brought
me to the office had handed it in.

0 Habsolutelydeclinedto take it, insistinghat he wasonly doing hisjob

for which he was getting paid a salaryhat a refreshing experience,
comparedto someotherplaceswe had beento wheresometimekardly

anything gets done properly without a tip being seen as a right or
someti mes even being at the receivi

The personal adventures aside, Esqu
internationalsuppliersstarted off with a computermonitorsupplierin
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Taiwan in the days when there was little choice about the size of the heavy
monitorsand thechoiceof colouravasbetweengreenand orange letters

ona blackscreen.Todayyoucanget a wide range of sizesof thin HD
colour monitors from internationddlyown manufacturers at Esquire
branches across the country.

WELCOME

Spnnmwi by

- Microsoft @

¢ palteé
et WO
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From that first partnership, a number of others were developed which
woul d assist with securing the diff
being assembled on the dining room table back in Pretoria.

In September 2003, Esquire was appointed as an Intel Premier Provider
(IPP)For Esquire, this was a significant partnership.

0 E s qrouldmowaccess wide variety of relationshiptechnicalfinancial

and marketing benefits which would not only strengthen our technical
expertise, business profitability and customer revenue but also that of our
channel partners. As an IPP, Esquire was now able to offer aimore

depth level of service, technical expertise and marketing suppoitsto
customebase in southermAfrica, comprisingnainly smalland medium
business resellers and system integ
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Intel® Solution

0 O v450 selectecchannepartnersmmediatelybenefitedfromEs qui r e 6 s
status as an IPP through Intel dealer packs, which enabled them to more
effectively market and sell product

Esquire could also participate in the Intel Inside® Program by using this
powerfulbrand to market a range of Esquibeanded PCs.

0 T bseof the Intellnsidelogo and the co-op marketingfundswouldgo
a longway to assistn our marketingendeavourso effectivelydelivera
range of products to our channel p a

Esquiralsogot involvedwith major SouthAfricancomputerelated expos
such as Rage, the annual gaming and technology gadgets expo, where
Esquirdnassinceatsinceptiornin 2002 displayedand marketedits offerings.

A partnership with software giaMicrosoft, which started with Esquire
becoming on OEM partner, evolved into a relationship where Microsoft
accorded Esquire Platinum Partner status in 2004.

Onthesubjecbf MicrosoftEsquirevasthefirstcompanyto release
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XPRESS

the Windows 8 operating system to the reseller channel in SouthiAfrica
2012, as the keenly awaited operating system saw fan frenzy across the
globe.

Esquire opened the doors of its Xpress Store in Midrand at exactly a
minute past midnight on 26 October for the buyers who had queued up
for the limited number of copies available. Robyn Deary, from North
Riding becamethefirst personin SouthAfricato get hishandsona copy

of Windows 8 Pro.

By that stage, Esquire had already come back from Germany in 2010
with the IC Intracom Genesis Award after being acknowledged for its
ongoingexcellenceaswellasa two-year termfor AsgarontheDistributor
Advisory Council (DAC).

Asgar was also anointed as a charter member of the IC Intracom
distribution management team, joining four other members from Croatia,
Saudi Arabia, Tunisia and Canada.

CommentingntheappointmentAsgarsays:0 The chosemsoneof the
DACmemberéromamong60 othercompetingountriesvasa prestigious
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achievement for Esquire Technologies, as it gave us the opportunity to
meet the needs of the Southern African market.

0 Wwasrewardingto seethatoureffort to createmeaningfutelationships
with our valued partner, IC Intracom, did not go unnoticed and that our
relationship could only strengthen

MichaelThiel,cofounderand CEOof the IC IntracomGroup, stressed

in his address at the time the importance of the-teng relationship

between the Manhattan and Intellinet brands and Esquire Technologies:

0 WeanalwayscounbnEsquirevhenit comeso deployingourproducts

ina way that optimisegonsumegxperiencesWe are honouredo count
Esquire among our most | oyal and su

Perhapone of the moststrategicdealssignedwaswith LG Electronici
2012.

AsgarandRichardVatterswithLGteammemberBrianParks Maxine
Fisher and Zandre Rudolph

At thetime,Asgarregarded the partnershipaso e x t r strategitagd
exciting for the company. 6

0 Wareincreasinglyookingto add to ourestablishedangeof products.
Inthisregard, we expectthe LG rangeto be oneof ourkey focal points
goingforward, and we believethat the LG saleson productssuchasthe
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full range of LEDmonitorsprojectorsand optical storage becauseof this
distribution agreement, will do well.

0 T hGbrandisa highlyrespectecconsumdsrand and recognise@san
international giant that has proven over and over again to be attractive
andreliable, offering the bestfeaturesand great valuefor moneyto the
consumewhichisthetype of productghatourresellersare lookingf or . 0

Mahomed said that part of the compeée
Esquire direct LG sales through the Virtual Reseller Network.

Internationapartnershipsilsoled to Esquirentroducingts ownrange of
products, such as the innovative Geeko tablets in 2012, quickly followed
by a nextgeneration range of its Geeko tablets for childéthis time
aimed at toddlers and children up to the ages of 12.

Asconsumetseganshoppingor Christmagiftsin 2012, Asgarpredicted
that tablets would be what most people would be looking for in their
Christmas stockings that year.

The new kiddiesd tablets from Esqui
including pink, green, orange and blue with a fully enclosed rubberised
casingo preventaccidentaldamageto theunitsas 0 k iwill alwaysbe
kidsdé, Asgar said.

oOWe think the casings wild!@ be tougt
vigorous and rambunctious toddler, o

0 F redbooksto educationabpps,thenewtabletsgive parentstheability

to control which app they want their children todusath full parental
controlThisneanghattheycanregulatehowmuchimechildrercanplay

with the tablets and once the time is up, the tablet is automatically shut
down. When it comes time to play again, parents will have to enter their
password to activate the device. o

Since the launch of its figgneration 5inch, 7inch and 9nch Geeko
tablets,Esquirdassoldmorethan100 000 unitcollectivelynthe market.
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CHAPTER XCARING FOR THOMMUNITY

social welfare organisatiorssich as the Gift of the Givers and the

Esquire frequently partners with schools, university student organisations,
Caring Womendés Forum Pretoria to

ManyeducationainstitutionsavebenefitedfromE s q uGSlniiadives,
especially through donating computers and tablets.

The company also pioneered the annual Laudium Community Fun Walk,
whichhasgrownexponentiallysincet startedin 2013 to assispeoplein

the harshGautengwinterwith blanketsand food, asshowrby Asgarand

Roger Pahadigreparing packs.
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The young ladies of the Islamic Medical Association provided advice to all those
attendingAsgarcautiouslywrappedhesnakeroundhisneckat theLaudiunfrunwalk
as Zee TV CEBRarish Goyal looked on.
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Asthefirstrunnerén variouscategoriestartedcomingn, theKai ThaiSpawerereadyto
massage the sore muscles

!
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Thedtheditionof theWalk inMay 2016 sawmorethan3 000 supporters
from all over Gauteng and even some from neighbouring provinces
packingoutthe Rosiné&SedibaneSportStadiumas manyof themtook on
the streets of Laudium in the 7km walk.

CARING FOR THE COMMUNITYS



JoosulCassim, Liaqukthan, Kabir IsmatEbrahim Mookadaamd Mahome@assim

Evertheweatherplayed alongbeautifullyafter severestormgorcedthe
postponemerntf the eventfromitsoriginally planneddate of a fortnight
earlier.

Youngand old aswell asfamilies someevenwithtoddlersand babiesin
prams, participated in the walk, thereby ensuring more funds for buying
blanketsandfood parcelsfor underprivilegedamiliesand orphandiving

in shelters on the streets around the Cifljsbivane.

Supportersind family membersvhowaited at thestadiunforthewa | k er s &
return had a host of entertainment and education facilities to keep them
busy, from displays of exotic animals to food stalls offering items to suit
all palates.

The early morning activities were focused on educating and entertaining
thewholefamily, but specificallytargeted the youngergeneratiorto raise
awarenes®f charityin addressinghe plightof the homelesand hungry

and the importance of reaching out to thelerprivileged in their time of
need. Expertswere also onhand giving advice orhowto maintainan

active healthy lifestyle and educating children about wildlife and nature
conservation.
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oThis annual event is a key part of
which we view as an important part of our overall business focus and
putting life into perspective. It is so easy to get caught up in the little
problems of life that we lose focus what is important to support our
communitiemnd alsoencouragehemto get involvedas muchas possible

7

during the winter months, 6 Asgar sa

Member of the Mayoral Committee for Sports, Recreation, Arts and
Culture Councillor Tyobeka Makeke, in her early morning address to the
huge crowd, described the event as

Asgar acknowledged the cooperationahost ofpeople who made the

event possible.0 Iwbuld not be possiblewithoutthe enthusiasm and
outpouring generosity ofthe countless number pgople such aour
partner t he Caring Womenos Forum
movements, corporates, doctors, television and social media platforms such
asITVNetworksand ZeeTV,LaudiunBBMServiced, audiuninfoas well

as Laudium Community Organisations such as Rescue 786, Laudium
DisasteManagemenand LaudiuntoliceReservisi,shwand&letroPolice

and Laudiun€ouncillor Mr Farouk Essop.
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olt i s humbling to see hdbathywoung | oc a
and old, actively driving change in our community that made this avent
huge successasthtey r el essl y worked behind th

(@]
(2]

Besides community events, Esquire
benefit, because education has always had a soft spot in the hearts of
both Mahomed and Asgar.

In 2011 Esquire partnered in a pilot project when an international team
of researchers from Australia and the United States launched a pilot study
that would measure the impact of constructivist 3D virtual learning
environmentsn learningoutcomedearnermotivationcreativityand the
seltesteem of Grade 4 learners in Gauteng and Limpopo provinces.

ImpalaPrimanPrincipaNazeenAdamandMahomedassindiscussing
the use of tablets in the educational environment

0 T potentialthatthispilot studyholdsfor educatiorin SouthAfricafitsin
wellwithE s g uawnobjéctveof supportingorojectsthatwill bring the
benefitsof technologyto learnersin SouthA f r iMateomeakaid at the
launctlof thepilot projectfor sixschoolg Lenasiasoutlof Johannesburg.
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At the launch of the project in Lenasia were Robert Abraham, Head of Policy and Planning:
Department oBasic Education, South Johannesburg; Dr Denise Wood, researcher in media arts
inthe School of Communication, International Studies and Languages at the University of South
AustraliaGautendHeadof SANZAFHooserEssofandEsquirdechnologi@darketingDirector

Mahomed Cassim

0OTechnol ogy can c e reduaton lbyt thenreoded r re,|
being tested is exciting because it provides for minimal intervention from
teachers in a kind of unique sdlife vel opment exercise
Mahomed said at the launch.

On 18 July2012, DeputyMinisterof BasidceducatiofEnveiSurtedauded

the initiative of Esquire Technologies, which donated computers, sporting
equipment and books to the Lenasia Secondary School as its contribution
to Mandela Day.

Highlighting the achievements of government in addressing over the
preceding 18 years the education backlog of decades of segregated
education, Surtee emphasised that there remained a lot to be done,
adding that this could only be achieved through partmgssbetween
government and the private sector such as the one with Esquire.

0 Ware gratefulfor theopportunityto contributeowardstherecognition

of a great leader like Madiba inthisw a yAsgarsaidat a specialfunction.

0 O danationwhichispart of an ongoingsocialresponsibilitprogramme

beyond Mandela Dayfollowing our commitment to the Department of

Basic Education to fully support the 94+ Schools Project, will support this
view of the Minister, 6 Mahomed said
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TheEsquirelonationinvolvedthe upgradingof the existingcomputetab
infrastructur@f 40 computeraind a printer; outdoorbenchesindtables
for schoothildrenchairsfor thes ¢ h oecdpt®r@rea; and a range of
sports equipment.

School Grade 10 learners Madhavi Pandya and Mikhail Schuller, who share a birthday
withMadibaassponsorAsgarMahomeaf Esquird@echnologiesidZainVallyof Trade
RouteMall helpprepareto cutoneof severahugecakesvithMa n d emage@ng

0 laddition,inlinewiththecampaigrto developa cultureof reading,we
decided to donate R10 000 worth of library books for the school and a
numbeiof outdoorplantsto boostthe attractivenesand aestheticat the
school , 6 Mahomed sai d.

Lenasia Secondary Principal Hawa Munshi welcomed the support of
Esquire Technologies. OEsquireds su
learning and teachingenvironmenof our s ¢ h oMuhshsaid. In turn
Mahomedsaidit had alwaysbeenthephilosophyf Esquiresincestarting

up 13 years earlier to give back to the community to ensure the vital
educatiomeededby theyouthof SouthAfricato competanternationally.

A year later, Esquirecontinuedthe tradition of celebratingMandela
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Day on July 18 together with veteran activist Ahmed Kathrada and then
Gauteng MEC for Educ at-monga Arivarya i | Vv
School in Atteridgeville, Pretoria.

Supported by the Caring Womends For
organisedyegetablegardenplanted,socceand netballfield setupand
gifts given to each of the 650 children jointly by Esquire.

Themanycakeghat Asgarlovedsponsoringvasnotrestrictedo political
personalities only, though.

There was a speciaurprise for birthday boy Udit Narayan when the
veteran singer performed at Carnival City in Johannesburg in December
2013. Asgar arranged a special huge birthday cake for the crooner of
countless love songs which was shared on stage with the appreciative
audi ence who sang OHappy Birthdayo

oln my 25 years of singing, this ha
popularsingertold theaudienceo T hesepput my pictureonthe cake,
andthentheyatei tUHitpested AsgarsaidthatwhenhelearntthatUdit
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would perform in Johannesburg on his birthday, he decided to arrange
the surprise for him. oO0OWe coul dnot
home without making him feel he was still anfi@mg) that could be like
family to him.o

AsChristmaapproachedn 2006, EsquirgoinedtheannualntelCommunity

Chest Drive, an initiative that proao
the ideal platform to spread unused promotional items such as clothing,
caps, bags and stationery into the hands of the less fortunate among us.

The charities also received donatisnsh as computer components and
printers, which community centres, schools and training colleges benefit
directly from, as such basic necessities are often unaffordable.

0 We {leasedto haveEsquirenvolvedna projectof thiscalibre. We 6 r e

all guilty of collecting old promotional gear that ends up wasted in the
back of our cupboards and | coul dnc
good use, 6 Asgar said.
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SandraZaroufireceivedherprizefromBusisiwikosi
of the Ahmed Kathrada Foundation

InOctober2013, althoughhe couldnotbe presentat an eventorganised

by the Ahmed Kathrada Foundation, Asgar said he was thrilled to learn
thatthewinnerof an Esquirg¢ablet wasmatriculanBandraZafourisfrom
Nirvana High School in Lenasia, who appealed in her speech to those who
are now the first generation to be born in a free and democratic South
Africa to remember the sacrifices of their forebears and not resort to
being apathetic. Sandra, who lived $oweto, had the opportunity to
deliver her winning speech to an audience at the Annual Lecture of the
Ahmed Kathraa Foundation at the Gandhi Hall in Lenasia.
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Greening has always been important to both Esquire as a corporate and to Mahomed
and Asgar personally. At the Rosina Sedibane School in Laudium, Mahomed rolled up
his business sleeves to get down and dirty as Fareed Vally and Roger Pahadia looked
on,whileAsgarwasalreadybusywithhistreein hiscasualvear After that, theyboth

shared in the hot meal that was provided for everyone.
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Mahomed and Asgar with Francesco MaaiatbAlessandidariola
from the Acorn Foundation, which together with Esquire assisted the
TersiKingLearninghcademyn Tembisaviththeplantingof treesand
revamping the school ds computer | at

Esquirstaff alway®nthusiasticalparticipaten charityactivitiessuch
as when these hampers were distributed at Little Eden
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At one of the walks, Casey was back again, this time in the guise of a modern flat
screemVwhichwasoneof theprizesfor youngandold. BrandAmbassadoklfred
0Shortydé Ntombela had as much fun as the |
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CHAPTERL - SPORTINGPIRIT

SuperSport Park in Centurion, hosting guests there frequently. One
of themosmemorablelaystherewaswhentraditionalrivals
India and Pakistan took each other on during an ICC Champions Trophy
clash.

As great fans of cricket, Mahomed and Asgaguired a suite at

Longbefore Pakistarbeat Indiainthe game,excitedfansmadesurethat
security staff had their hands full. The mostly friendly rivalry between
Indian and Pakistani fans in the packed venue resulted in security staff
havingto interveneonseveraloccasionasemotionafansbeganengaging

in fisticuffs. But the stadium staff adopted a z@lerance approach to

all potential troublemakers, acting swiftly to remove anyone disturbing
the enjoyment of other fans.

l nside the suite, Asgards guests
India Shambhu Kumaran and Tata Africa Managing Director Raman
Dhawan.

Earlier, hundredsof Indian and Pakistaniflags flooded the stadium
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intermittenthasthegameswayedfromonesideto theother. Occasionally
therewereeventhosevhowavedtheflags of bothcountriefor anygood

play by either side.Inbetween, a numbesf flags of the Muslim Qaumi
Movement (Pakistani opposition in exile) were also seen, while a brave
lone supporter even kept waving the Bangladeshi flag.

In great shows of unity though, all fans joined in as popular Bollywood
songsaccompaniednilestonetiroughouthe matchonthepublicaddress
systemWhen the popular song from the Amitabh Bachchan stauorar
cameup,d oud chorus of the Ghupma@er son
went up in the stadium.

All of thiswasobservedromthe Esquiresuitewhichwasingreat demand.
Manywouldbe guestdadto be disappointedvhenthefinal intheseries

bet ween I ndia and hosts South Afric
went up in Centurion a week before the last of the fivedmecricket
matchedetweenlindiaand SouthAfricawasplayed outthereto a thrilling
finishScore®f fanswerealready leavingthestadiumasrainthreatened

and a lowscore defeat stared India in the face before 8th man Yusuf
Patharbegansmackingepeatedsixesand foursto raisethespiritsof his

side and even causing concern that there was still hope for India before

he was caught out.

TheEsquiresuitehad acquireda highlyrespectedeputationfor beingthe
only one in the entire stadium where no alcohol was served or permitted
and only Halaal food was served.

Asgarexplainedthattheywerevery firm aboutthe principleof noalcohol
and only serving Halaal food in their suite.

oOWe also find many Muslim guests f|
overto oursat lunchtiméecausevery few will caterfor them.We try to
accommodatas manyof themaswe canwiththe homemadefood that

we bring in.o
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At the Esquird echnologiesiiteat SuperSpoParkin CenturionvithAsgar
wereWaheedaandYunu#&bdullahZaheerdMahomed\tsietsdviofokeng,
and Petrus CRlessis

Thigzerotoleranceapproachto Halaalfood onlyand noalcoholhasalso
extended to the birthday promotion at the Esquire headquarters, which
attractshundred®of customerghoflockthereto savourthe delicioushot
dogs,coffee and softdrinksona specialSaturdayeachyear, someoften
learning for the first time about the concept of Halaal.
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