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PIKITUP, the Waste Manage-
ment Company of  the City 
of  Johannesburg has a spe-

cialised commercial services unit 
with cost-effective, tailor-made 
solutions for clients in the waste 
management eco-system, to ensure 
economic viability and self-susten-
ance for the organisation.

The commercial services unit 
prides itself  of  having some of  the 
highly reputable blue-chip compan-
ies in its client portfolio. 

Pikitup Head of  Commercial Ser-
vices unit Mr. Litshani Matsila says 
they are autonomous to municipal 
services and competes with the pri-
vate sector for clients in any indus-
try that requires waste management 
services such as waste collection, 
waste management and disposal.

Mr. Matsila outlines the com-
mercial services as:

General Business Waste: Clients 
get 240 litre bin/s and sign an agree-
ment on collection frequency.    
l Bulk Services: Client gets skip 
bin and signs same agreement.
l Dailies (putrescible waste):
Waste collected daily from the hos-
pitality industry.
l Recycle Services: Agreements on 
recyclables and cost.
l Special Events: Clean up and
waste disposal after an event in hall
or stadium. Costs determined prior
to the event.
l Safe disposal or destruction of
condemned waste such as foodstuffs, 
cosmetics, etc. The service includes
the inspection of  goods to be dis-
posed of  by the appropriate author-
ities, the transportation thereof  and 
the issuing of  a certificate of  safe
disposal, once destruction is com-
pleted.

Pikitup Commercial Services 
assesses the scope of  work and 
makes a quotation beforehand. This 
is agreed upon with the client after 
which work is commissioned.  

Mr. Matsila says the commer-
cial unit is improving its service 
delivery with the aim to increase its 
market share. The company intends 
to also spread its footprint outside 
the boundaries of  Johannesburg to 
offer services across the Gauteng 
province.

“Currently we do not have an 

ambition to spread our footprint 
beyond Gauteng as such may require 
the establishment of  an office in that 
particular province. This may not 
make business sense to us. Whatever 
expansion programmes we envisage 
depends on the profitability ratio, 
because this is business. We still 
want to develop the Gauteng market 
share.”

Mr. Matsila says the pricing of  
commercial services is competitive, 
which is why the company man-
ages to keep its clients. “We want 

to increase our market share by 30 
percent,” he says

Mr. Matsila emphasises that 
profits made by the unit benefits 
the Johannesburg resident through 
subsidised municipal waste manage-
ment tariffs.

“For instance, if  the municipal 
waste management tariffs were 
scheduled to increase by 10 percent, 
the profit that we bring to Pikitup 
would help to influence the reduction 
of  such an increase to 6 percent.”

Pikitup’s Commercial Services 

is self-sustainable and has financial 
independence.

The Commercial Service unit 
currently accounts for 10-15 percent 
of  Pikitup’s total revenue.

“We aspire to generate 50/50 
percent of  the total revenue costs 
between the municipal and the com-
mercial services.  

How to access 
Commercial Services
General Manager: Bulk, Dan 

Moodley says Pikitup’s commer-
cial services has business con-
sultants that go out to assess the 
client’s need for services. They 
study the type of  refuse generated 
and come up with a tailor-made 
solution for the client.

He says a recent competitor 
analysis showed that Pikitup’s 
pricing was competitive compared 
to other players in the industry.

He says people can visit the 
website http://www.pikitup.co.za/
commercial-services/ where there 

are names and contacts of  the 
Account Managers.

Alternatively, they can call the 
Pikitup call centre where they 
will be given a reference number. 
Their call will be forwarded to an 
account manager, who will then 
speak to the client and later make 
a visit to their premises for a quo-
tation and agreement.

This account manager also 
known as portfolio manager 
becomes the client’s official point 
of  contact for any services sought. 
The account manager ensures 
that the client is satisfied at all 
times.

General Manager Commercial 
and Customer Services, Clem-
ent Erasmus is upbeat about the 
capacity for Pikitup commercial 
services to deliver to its clientele.

“We have contingency strat-
egies just to ensure service is not 
interrupted no matter the circum-
stance.”

He says the commercial servi-
ces strives to deliver service excel-
lence and is not limited to time as 
it can deliver anytime of  the day 
or night agreed to by the client.

He says the commercial services 
has a dedicated staff  complement 
of  about 100, as well as adequately 
maintained fleet of  trucks that 
ensure delivery is available at any 
given point in time. 

During a recent strike action 
by Pikitup’s municipal division 
workers, the commercial services 
managed to maintain uninter-
rupted service to clients. The 
contingency strategies applied 
have ensured that the commercial 
services unit retains clients even 
during hard times.

PIKITUP COMMERCIAL SERVICES UNIT:  
PROMOTES INNOVATION, SELF-SUSTENANCE


