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Second-hand goods help to beat the trend -

WITH 138 franchises nationwide as well as in

Botswana and Namibia, Cash Crusadem Africa‘s

latgest:

more than 27% in its mxrumﬂmnclalyearandis

continuing to grow at a cracking pace.
.Mﬂusywsofsuewssbehlnd he concept, CEO

ances and has grown into a strong competitor for the
other profit ceritres in the Crusaders’ business
model, namely second-hand goods and buy-backs. A
new addition to the second-] hand division is game
trading

h

ork by anothier
12 to 15 stores this year after having slsned ight
in the past few months dlone:

“And we’ll continue to' see grdnth
Stegmann, who bases his confiderice on increasing
value-consciousness amongst cash-strapped. con-
sumers. .

“Its the right Kindf:business to be jn = pardets
larly now, but also in the future. Cash is king. Credit-

has fallen by the wayside. After the National Credit. ..

Agency made consumers aware of the total cost of _
«credit, consumers are opting to pay cash (wen
though Cash C;

reliance
rlr]ven business during the good times due to lim-
ited consumer credit offerings. It’ skeptus recession
proof when the credit crunch hit home. It’s our inten-

tio
banks leriding becomes more favourable.”

“I'think few other i fu-
ture ‘with more optimism than ours.”
. Stegmann insists that his company will endeav-
our to buy second hand goods at relatively high
in times when some households get rid of as-
sefs fo realign their priorities. “One must also heed
me fact that the market. for second hand goods re-
If you can’t pay someonie what he

of purchasing on credit). Cashcmseder akgonats
‘access to secured loans)  ~ -

“Consumers are also prepared toforego ﬁame %

brands for less expensive quality p:
second-hand,” says Stegmann, who
franchise that started witha single
in the mid nineties.

~The combination of tighter lene pradwes hy
financial institutions, loyal csstomers and the
group s privatehbelnew goods brands, Dixon, Am-

-feels an itern is worth, he may find another channel.”

The company’s range of quality second-hand

- items enables a Vibrant exchange and valuable flow
teed used

of guaran goods from consumer to con-
sumer in an effici T on-
ment.

. -Thecost of buying a Cash Crusaders franchise is
. currently set at R1,2million which includes every-
thing from fixtures and fitting to about R300 000
worth of stock. “We do the whole setup so that the

ccan virtually open the doors on Day One,

good
quality secon hand items fits Cash Crusaders like a
glove. The directly imported new goods under the pri-
vate label brands covers home theatre, DIY, DJ, car

‘audio, musical instruments and household appli- _hesays.

Until then there’s a huge amount of training and
guidance from the Cash Crusaders team who are al-
'ways on tap to advise franchisees when necessary”




