
Issue 34 | 08 November 2012

South Africa’s leading source of news and information on all aspects of the motor industry

www.autolive.co.za

COTY Finalists raise 
eyebrows
 Page 5

South Africans shine 
at Automechanika 
in Germany
Page 8

Interview with AMH’s 
Nicholas de Canha
Page 10

SA’s glorious 
homologation 
classics
Page 24

South Africa’s leading source of news and information on all aspects of the motor industry

See interview with Derik Scorer, Chairman of NADA
Starting on page 2

ENTRY EXAMS FOR CAR 
SALES PEOPLE ARE COMING!

A professional code of conduct for car sales people with a written exam and a formal qualifi cation is on the agenda for 
NADA members.
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INTERVIEW BY STUART JOHNSTON

Derik Scorer has been involved with three brands, Fiat, 
Alfa Romeo and Nissan, most of his working life. He joined 
Arnold Chatz in the early 1980s to establish a Nissan fran-
chise, having worked previously for Fiat South Africa, until 
that company withdrew from South Africa in 1980.

He then moved to run the Northwest Nissan franchise 
in Krugersdorp, before he and Arnold sold out their deal-
erships, which led to Supergroup buying into the operation 
and Derik heading up Supergroup for a number of years.

Since 2006 he has been back running the Arnold Chatz 
Alfa Romeo and Fiat franchise in Craighall Park, having 
bought the franchise back from Supergroup. He is also a 
partner in Mark White Nissan of Fourways, Johannesburg.

He is the current elected National chairman of NADA, 
the National Automobile Dealers Association, and his 
three-year tenure in this position comes to end at the end 
of 2013.
AL:  How does a dealer educate his staff , to ensure that his 

sales people are giving customers the sort of satisfac-
tion that the industry is striving for?

DS:  It is incumbent on dealer principals, if you are the 
right leader, you’ll employ people with the right at-
titude. You can have a perfect process, but if the 

attitude is bad you’ll have an unhappy customer. 
Many of the OEMs have worked hard on this.

AL:  What can be done at the coalface to do this?
DS:  We have investigated, and are moving towards the 

implementation for a qualifi cation for motorcar sales  
people. Th is will set a bar, a barrier to entry, so that 
no person of ill repute or incompetence can walk into 
this position without having been put through a level 
of education and an examination which will need to 
be passed.

DS:   As the estate agent industry does where you have 
to write a board exam, we will have an entry exam. 
Which would be what sales people will aspire to, and 
they would have to go through a learnership period 
of six months or a year in a dealership before being 
entitled to write the exam. It would be the fi rst time 
such a thing has been done world-wide. But we think 
that with the amount of legislation we have, we’ve got 
to do it.

DS:   We have to educate our staff  as to what the law of 
this country demands. Th is is the starting point of a 
long journey, but I want to see this implemented be-
fore my tenure is over, coming into play early in 2014.

AL:  As far as your chairmanship of NADA goes, who 
does NADA represent?

DS:  All franchised dealers, one or two non-franchised 
dealers like the Inspectacars of this world, all the ma-
jor groups, all the dealer councils, we have the heads 
of all the listed companies on board.

AL:  And what does NADA do? What is your mission 
statement?

DS:  We want to look aft er the rights of the consumer in a 
very supportive manner, at the highest level of disclo-
sure and discussion. And at the same time, protect-
ing ourselves as an industry.

DS:   My mandate is to look aft er the goodwill and 
interests of the retail motor dealers that are in this 

Qualifi cations for Car Sales People is the Next Step!

Derik Scorer, National Chairman of NADA.

This is one of the fascinating pieces of information that resulted from our recent 
interview with Derik Scorer, National Chairman of NADA, The National Automobile 
Dealers Association.
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Editor’s Note
Th e continuing buoyancy of the 
new-car market has taken pundits 
by surprise. Many experts were 
predicting a growth in the region 
of seven per cent, and it was only 
NAAMSA’s Managing Director, 
Nico Vermeulen, as I recall, that 
made predictions in double fi g-
ures for 2012.

Th ere have been lots of rea-
sons thrown about for the con-
tinued good fortune of the manufacturers, importers and dealer-
ships, but one of the factors that is doubtless infl uencing people 
to opt for new is the continued upward-speccing of smaller (and 
thence cheaper) cars.

Th ese days just about any entry-level car has an airbag or two, 
ABS braking, air-conditioning and even power windows. Plus, 
fuel economy fi gures for some of the smaller new petrol-engined 
cars is astounding. Th is past month I drove a Kia Rio, that re-
turned 6,5 litres/100 km with ease, driving absolutely normally.

Aff ordable fi nance is another factor for the continued bull-
ishness of the new car markets, as interest rates remain at an all 
time low.

I believe another reason why people are opting for the new 
car route, rather than a good, second-hand, more expensive type 
of car, is the increasing importance in customers’ mind-sets of 
service and maintenance plans. Used car dealers tell me that of-
fering the balance of a service or maintenance plan is a huge in-
centive for used car customers, and this obviously applies to new-
car vendors even more.

Another factor, perhaps not so pleasant to contemplate for 
classic car nuts like myself, is that cars are seen more and more 
as disposable items, rather than objects that need to be preserved 
and kept for the next decade or two. Th ese days three or four years 
is the average “refreshment” cycle, and it is becoming more and 
more accepted that when trading a car in, there will be a substan-
tial shortfall between the new price paid and the trade value of 
the car.

Th is is, however, a situation more in keeping with the rest of 
the world. Gone are the days where used models almost retained 
their initial value for two or three years on trade-in. But then, 
new car prices have essentially been frozen for the past couple of 
years too.

Stuart Johnston,
Editor
stujohn@autolive.co.za

To advertise in  contact

Angelina Michael on 083 228 6866 or email her at angelinamichael53@gmail.com

BY ROGER HOUGHTON

Th e ongoing strong sales of new vehicles 
in SA – particularly passenger cars – is 
seen by renowned local economist Dr 
Azar Jammine, director and chief econo-
mist of Econometrix, as a rather strange 
phenomenon in the current economic 
environment.

Speaking at the recent Scott Byers & 
Econometrix Truck Seminar he said that 
with growing indebtedness among many 
in the SA population, the number of credit 
defaulters as well as the fall in business and 
public confi dence and a likely rise in the 
infl ation rate, it was odd to see that new 
vehicle sales continued to increase year-
on-year at a double digit rate; the over-
all market was still 10% up at the end of 
September.

Th e tables he used to illustrate his in-
sightful presentation were very revealing. 
For instance, who would have believed 
that SA is now only 20th among African 
countries in terms of its projected GDP 
for 2012, at 3.6%. Th e only country shown 
below SA was Swaziland at -0,6%. Topping 
the list was SA’s neighbour, Mozambique 
at 7,9%.

Dr Jammine said he expected the 
Rand to continue to soft en, going to 8,9 to 
the US$ in 2013 and to 9,6 to the US$ in 
2014. He saw the infl ation rate as running 

at 5,5-6%, which could result in the inter-
est rate moving up in the medium term. 
Th e Econometrix executive also expressed 
concern at the increasing current account 
defi cit, which was now at -5,8%.

However, he did add that projected 
state infrastructure expenditure would, 
hopefully, inject R844-billion into the 
economy over the next three years, with 
R262-billion – 31% of the total – scheduled 
to go into the transport and logistics sec-
tors, including road and rail transport and 
the ports.

Frank Beeton, whose area of expertise 
is the truck and bus market, was another 
Econometrix speaker at the seminar.

He said that the recent soft ening in 
commercial vehicle sales activity can be 
ascribed to factors that include reduced 
local business confi dence, as shown in the 
short-term outlook of October’s Kagiso 
Purchasing Managers’ Index, growing 
concerns over Rand-foreign exchange and 
oil price volatility.

He said the situation was being exac-
erbated by the labour unrest in the min-
ing sector, the truck drivers’ strike, other 
wildcat and protected strikes, continuing 
worries over the European sovereign debt 
crisis and reduced growth prospects for 
developing economies.

Looking to the future Beeton said the 
in his view concerns about labour, Rand 
exchange rates and fuel pricing will result 
in a generally conservative approach be-
ing adopted by transport operators with 
regard to acquisition activities to the end 
of the year.

“However, it has been encouraging 
that the volumes maintained in the truck 
market through the fi rst three quarters of 
2012 was slightly better than the volumes 
for the same period last year, with a mod-
est degree of year-on-year growth likely at 
the end of December” said Beeton.

He expects the longer term prospects 
for the market to remain positive, but 
cautioned at the possible long term eff ects 
on road transport with the government’s 
well-documented preference for increased 
rail transport. ■

Sobering Facts from Leading Economist

Azar Jammine.
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Wilken Communication Management was 
established in 1997 with the major focus of 
it’s operations being the South African 
motor industry.

Over the years it has developed into a one-
stop communication and marketing service 
provider specialising in this industry.

It is staffed by some of the most 
experienced people in the marketing and 
communications environment of the South 
African motor industry.

simplifyingCOMMUNICATIONS

237 Rigel Avenue Waterkloof Ridge, Pretoria, 0181      Tel  (012) 460 4448      Fax   (012) 460 4514 www.wilkencomm.co.za

WCM can provide services from strategic 
planning, to product launches, media briefings, 
event management, fleet vehicle management, 
and ongoing public relations campaigns. It also 
has a publishing arm which can produce 
newsletters, magazines and coffee table 
books.

For more information contact: Jacques Wilken 
- jwilken@mweb.co.za

organisation. Th ere is another organisation, 
called the Independent Dealers Association, 
they operate exclusively in the used car mar-
ket, and their set of issues are diff erent to ours.

DS:   I have a big interface with the organisation, 
we do annual road shows, we travel to all the 
centres and present the progress we’ve made 
on the various issues we deal with. In these 
days of legislation, those issues are endless.

DS:   And of course we get into areas such as the 
rights of dealers in terms of franchises. Th ese 
are highly complex businesses, and with the 
legislation that is continually coming, dealers 
need educating. I always talk with huge pride 
about the quality of dealers in South Africa 
and I know that the public is sometimes criti-
cal in terms of the service levels they get, but I 
think that will continue in every market.

DS:   I have travelled to the States, to Australasia 
and to Th e East, and when you take not only 
the facilities we have, but our levels of service, 
I think we do a great job.

AL:  Don’t you think that our facilities are some-
times too lavish?

DS:  Our facilities are certainly of European stand-
ards and beyond.

AL:  How can some dealerships recoup their ex-
penditure on some of the very lavish dealer-
ships being erected today?

DS:  I think security of franchise is a very impor-
tant factor. In many cases the agreements 
between manufacturers and dealers are short-
term agreements and these are completely 
contrary to the demand for investments re-
quired. When one sees the magnitude and 
quality of some of these investments (in lavish 
dealership infrastructures) I am of the opin-
ion that they are too high. Just recently there 
was a report in the US which makes it clear 
aft er surveying both the public and dealers 

that investments demanded by manufactur-
ers have absolutely no eff ect on vehicle sales or 
customer satisfaction.

DS:   At the end of the day if your facility is di-
lapidated you owe it to the manufacturer and 
yourself to improve it. But the level of some 
of these investments, I believe are too high, 
and somewhere down the road if the market 
shows weakness, we might fi nd some of those 
dealers under fi nancial pressures. But bear in 
mind some of those showcase dealerships are 
not done without OEM assistance.

DS:   As far as NADA’s continuing role in this sort 
of issue, there is a move to get NAAMSA mem-
bers and dealers closer together in terms of 
what they are trying to achieve. Th e real joint 
initiative was the work we did regarding the 
introduction of the CPA, and the code of prac-
tise we established for the motor industry. It is 
a complex document dealing with a complex 
subject. We put that together under diffi  culty, 
but we feel we’ve made signifi cant progress in 
this area of interfacing with the commission.

AL:  Hasn’t the act made your job as dealers a heck 
of a lot more diffi  cult?

DS:  I remember when they introduced the new 
credit act in 2007, people thought it was the 
end of the world. But us South Africans have 
a way of educating ourselves and making it 
work for the buyer and ourselves. Th e NCA on 
hindsight has been a massive positive for the 
motor industry. Th ere’s disclosure.

DS:   Th e CPA (Consumer protection Act) was a 
massive piece of legislation and until today, we 
have still not had our code of practise accepted 
as part of the CPA legislation. Th is was draft ed 
by NAAMSA and NADA together with the 
DTI, and we had a team of attorneys produc-
ing an outstanding document which takes 
into account the consumer’s position in a very 
balanced and positive way. So we pushed it 
through the Motor Industry Ombudsman 

and we received extensive comment, and 
we’ve now factored that comment into the 
code which has been submitted to the DTI for 
acceptance. And this will probably be the fi rst 
code of conduct published in South Africa in 
support of the industry’s position. And more 
importantly, the customers position.

AL:  So will dealers adhere strictly to this?
DS:  Once you are a member of the RMI or 

NAADA, every franchised dealer will be 
under obligation to adhere to the code, once 
it has been published. It will be an industry 
standard which franchised dealers in South 
Africa will want to adhere to. Th ere’s been an 
on-going process of education between our 
dealers, the dealer councils and NADA on 
these sorts of issues.

DS:   Th is document goes into all the complexities 
of any deal that may take place. It deals with 
these sorts of complexities, for instance if there 
is a mechanical problem, and this is to give 
dealers as well as the public a sense of security 
as to the procedures that need to be followed.

DS:   I think it leans towards the consumer, to 
show that there was only good intention on 
our part.

AL:  What’s the process now? When will it be up 
for approval?

DS:  It’s now been submitted to the DTI, and we 
believe by February next year it will be imple-
mented, legislated.

AL:  Any clouds on what looks like a rosy horizon?
DS:  My big concern is the amount of household 

debt that South Africans occur. And the NCA 
should have addressed the fi ner aspects of 
this, cell phone contracts and the like, which 
can go into big numbers, but I don’t think it 
is doing this.

DS:   Th is has resulted in longer replacement 
rates for cars. One of the fi nancial houses told 
us the other day the rate has gone out to 68 
months, that’s just too long. ■

www.wilkencomm.co.za
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BY STUART JOHNSTON

Th ere were surprises aplenty at the announcement 
of the fi nalists for the 2013 Car of the Year, an 
event run by the South African Guild of Motoring 
Journalists, and sponsored, since its inception in 
1985, by Wesbank.

Th e big surprise for those guild members cho-
sen for jury duty (the test days for the fi nalists will 
be in early February 2013) was the number of fi nal-
ists chosen. Th is year 12 cars were voted in as fi nal-
ists, and the jury members will be under pressure to 
get all their scoring done, under the hot sun when 
testing gets underway at the Gerotek testing facility, 
west of Pretoria.

Th ere were some other rather controversial 
choices too. One of them was the inclusion of the 
Ford Ranger Double Cab Pick-Up 4X4, as some 
members felt that pick-ups have no place in a Car 
of the year competition. Th e argument in favour of 
its inclusion is that Double Cab 4X4s are bought by 
South Africans these days as daily transport –i.e 
cars, and therefore it is up to the jury members to 
make sure they know where the Ranger fi ts into 
its market slot, what its opposition is like –such as 
Hilux, Isuzu, Mazda, Amarok and Nissan equiva-
lents – and judge it on those criteria.

Perhaps an even bigger surprise is the inclu-
sion for the fi rst time in the competition’s 28-year 
history of a Porsche. Th e latest Boxter was debated 
at length by the jury members in a pre-fi nalist an-
nouncement discussion, and the consensus was that 

the Boxter was such a leap forward in its category, 
as well as being surprisingly aff ordable (again in its 
category, it must be stressed) that it was voted in as 
one of the top-12.

Personally I feel that there is a place for cars 
like this in the competition, as there is for an even 
more aff ordable sports car which made the fi nals, 
the Toyota 86. Th is car is seen as a breakthrough 
for Toyota in terms of excitement and drivability, 
and indeed, in this class of car. Th erefore it meets 
the main criterion of the competition which is: Th e 
Car of the Year must not only be the best car in its 
class, but it must push some boundaries, in other 
words, further the development of the motor car as 
a species.

Looking at the fi nalists in this light, most of the 
chosen cars push the envelope in some way or an-
other, although personally I would have preferred 
to see the BMW 328i manual model chosen, rather 
than its 320i AT sister car.

Some appear to be a bit marginal, such as the 
Opel Meriva and the Hyundai i30, although argu-
ments could no doubt be made for both, in terms 
of the bang-for-your-buck factor. Th at is defi nitely 
true in the 130’s case, which off ers super quality for 
its category at an excellent price.

Th is year AutoLive’s Scribe-in-Chief is back 
on the Jury, thanks to being voted on by his peers, 
which is always a good feeling (in the past few 
years there was a strange system in place whereby 
you gained your place to some degree according 
to the number of manufacturer lunches, err, sorry, 
launches you’d attended!)

Looking at the list of 12 fi nalists, I have to say 
it represents a good spread of the various catego-
ries of car-types that faces the buyer when he sal-
lies forth armed with a cheque guaranteed by his 
bank manager.

Of course, the cars are not compared directly 
to one another, but according to a system whereby 
they are compared to their rivals in their respective 
categories.

So roll on 2013. My pick going into the judg-
ing process favours the Nissan Juke, the Lexus 
GS350 EX, and possibly the Kia Rio hatchback 
(although I’ve only driven the sedan version 
to date).

But I’m open to changing my mind come 
judgement day. Th at’s what those test days are all 
about.

Here’s the full list of fi nalists:
 ■ 2012 BMW 3 Series 320i Automatic
 ■ 2012 Ford Ranger 3.2 XLT 4X4 Double Cab 
Diesel AT

 ■ 2012 Hyundai i30 1.8 Executive
 ■ 2012 Kia Rio 1.4 TEC Hatch MT
 ■ 2012 Lexus GS 350 EX
 ■ 2012 Mercedes-Benz B 180 CDI Blue-
EFFICIENCY

 ■ 2012 Nissan Juke 1.6 DIG-T Tekna (Leather)
 ■ 2012 Opel Meriva 1.4T Cosmo
 ■ 2012 Porsche Boxster
 ■ 2012 Range Rover Evoque Si4 Dynamic 
5-door

 ■ 2012 Toyota 86 High Spec 6MT
 ■ 2012 Toyota Yaris 1.5 HSD Xs ■

Car of the Year Finalists Raise Some Eyebrows

The 12 COTY 2013 Finalists, in all their splendour.
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In collaboration with the Department of Basic 
Education, eight schools in and around Soshanguve 
and Garankuwa were identifi ed for the programme. 
Th e programme aims to ensure that capacity is built 
within the teaching component of each school, as 
well as encourage and prepare learners to take up 
ICT-related studies in their tertiary education.

BMW South Africa has been an engaged and 
committed socially-aware company for the past 
39 years and has allocated an amount of R3,5 mil-
lion solely for the purpose of establishing a fully 
equipped computer centre in each of these schools.

“BMW is committed to contributing to the 
long-term sustainable development of Southern 
Africa as a whole. By giving communities the tools 
required to promote long-term development, we 
are ensuring that this investment is felt for dec-
ades to come,” says Guy Kilfoil, General Manager: 
Group Communications & Public Aff airs for BMW 
South Africa.

“Well educated and well trained people are one 
of the key success factors for the overall uplift ment 

of South Africa, which is why this programme – like 
so many of our other CSR initiatives – focuses on de-
veloping these scarce skills amongst school leavers.”

HP came on board as a partner and provided 
highly sophisticated yet suitable system technol-
ogy, while Datacentrix assisted with the instal-
lation of all equipment and refurbishment of the 
computer centres.

“Education has been a key driver for HP for many 
years starting with the I Community project as 
early as 2002. Th is is yet another opportunity we 
saw in enhancing HP’s capabilities in the South 
African Education market, by ensuring key part-
nerships in enhancing the real objective which is an 
environment that is conducive for the future of our 

learners,” says Th ibault Dousson, HP South Africa 
PPS General Manager.

“HP has also leveraged the most appropriate 
technologies that is needed for schools reducing the 
traditional challenges like security, knowledge and 
control. We are proud to be part of this initiative 
and look forward to more of these ventures in the 
near future,” continues Dousson.

A project of this nature would only be deemed 
successful if sustainable and TUT will therefore be 
providing focused training and capacity building 
at each of the schools through its Humanities and 
Information Communication Technology faculties. 
Th is will include overseeing the maintenance and 
daily functioning of the centres.

Fourth year students will also be deployed 
as “teacher assistants” in these schools with the 
aim of assisting the current C.A.T teachers in 
each school on mastering the subject and off ering 
thereof.

Another important component of this project 
is the research that will be conducted on these eight 
schools by the Educational Studies Department. 
Th e research will serve to deliver results high-
lighting the impact and value of this project in the 
schools in terms of how it could possibly contribute 
to the pass rate of the learners overall and increase 
awareness of ICT-related courses that could poten-
tially be pursued by the learners.

Th e eight schools who will be benefi tting from 
this programme are, Soshanguve High School, 
LG Holele High School, Makhosini High School, 
Wallmansthal High School, Kgadime Matsepe 
High School, Central Secondary High School, 
Lethabong Secondary School and Malatse Motsepe 
High School.

Kilfoil assures that BMW South Africa remains 
committed to this social responsibility programme 
as it looks to empower the schools for the future. ■

BMW and Hewlett-Packard – 
Empowering schools for the future
BMW South Africa, in partnership with Hewlett-Packard (HP), Datacentrix and the Tshwane University of 
Technology (TUT), offi cially launched the Computer Applications Technology (C.A.T.) Schools Programme last 
week at the Soshanguve High School, north of Pretoria. The Deputy Minister of Basic Education, Mr Enver Surty 
presented a keynote address in support of this initiative.

Deputy Minister of Basic Education Mr Enver Surty attended the offi cial launch of the 
BMW Computer Applications Technology Schools Programme, powered by HP. Pictured 
here the Deputy Minister views the equipment installed in the computer centre at the 
Soshanguve High School.

“HP has also leveraged the most 
appropriate technologies that is 

needed for schools reducing the 
traditional challenges like security, 

knowledge and control ...”

“Well educated and well trained 
people are one of the key 

success factors for the overall 
upliftment of South Africa, ...”
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AutoLive was impressed by Geely’s innovation in 
publicising this “social awareness” eff ort based on 
an ordinary customer’s experience. So here’s the re-
lease, suitably edited to get rid of some of the fl uff y 
details.

A Geely 1,3 LC GT is running around the West 
Rand on a daily basis, delivering life essential medi-
cation to patients at home and clocking up over 
3 500 km a month.

Pharmacist Charles Kruger, of the Ouklip 
Pharmacy, bought the Geely from Herman Nel 
Motors on the West Rand in May this year.

“We used to have a half-ton bakkie that was 
more European than Far East, and although it had 
a perky 1.6-litre engine, it became a thirsty bur-
den,” says Kruger, who also used to have another 

entry-level Japanese runabout that lasted a good 
fi ve or six years.

For a replacement vehicle, Kruger used the 
same method many buyers of new brands do these 
days – he Googled it and liked what he saw.

“I went to kick the tyres and go over the car, and 
aft er going on a short test drive with my driver and 
the salesman, decided to buy it on the spot.”

Driving all three vehicles for the last 11 years 
in the employ of Ouklip Pharmacy, 49-year old 
Sydney Montsheng , who also took it for a test run, 
is suitably impressed with his latest “company car”.

“It is not as powerful as the 1600, but it goes 
well enough. Maybe I’ll get less speeding tickets,” 
the ever smiling Sydney said. He should know – he 
has been doing deliveries for more than 20 years. ■

Land Rover supports this amazing 
challenge for a noble cause

Cape Town adventurer Richard Kohler has em-
barked on a second attempt to circumnavigate 
South Africa’s 2  600km coastline by sea in a solo 
paddle craft . Th e aptly named Paddling for Smiles 
feat aims to raise funds in support of correc-
tive facial surgery for children born with cleft  lips 
or palates.

Kohler’s single-handed attempt at paddling 
a smile around SA’s coast hasonly been attempted 

once before before – when his initial attempt in 
December last year was thwarted by a a shark at-
tack and ultimately demised by a burglary of all the 
team’s equipment.

While Kohler won’t be supported out at sea, where 
he will spend most of his time paddling between 
40km and 80km a day, his team will have a rival-
ing challenge on land to support him. With some 
of the toughest terrain along SA’s varied coastline, 
they have arranged to have a Land Rover Defender 
130 Double Cab to assist them.

Th e specially-equipped Land Rover will be 
driven by Kohler’s logistics manager, carrying food 
and water, tented accommodation, and electronic 
equipment including cameras, radios, GPS sets 
and laptops.

“Th e Defender is the perfect vehicle for our 
special mission,” said Kohler. “SA’s coastline is as 
tough on land as it is out at sea, and Land Rover has 

brought massive support by dedicating this excel-
lent vehicle to our cause.”

Kohler will start his long paddle southwards 
at the Orange River mouth, the threat of sunburn, 
sunstroke, hidden off -shore reefs and sharks always 
present.

“I’ll be constantly driven by the motto that ‘it’s 
not about us, it’s about the kids’,” says Kohler, faced 
with many days to come of aches and pains, hard 
times, and incredible scenery and adventure. “It 
will be tough, but we’re aiming to help 200 children 
have life-changing operations and we hope we’ll be 
able to succeed all the way this time.”

Th e Paddling for Smiles adventure expects to 
reach Saldanha by early November and Cape 
Town by 10 November, before heading east up the 
Southern Cape Coast, and then north-east up to 
Durban, ending at Kosi Bay on the Mozambican 
border. ■

Social & Staff Issues

Land Rover has pledged full support for 
this challenging paddle around South 
Africa’s notorious coast line.

Around the Cape and More in Aid of Children with Cleft Palates

Geely to the Rescue for the Sick and the Aged

A Geely to the rescue, with Sidney 
Montsheng at the helm.

“SA’s coastline is as tough on 
land as it is out at sea, and Land 

Rover has brought massive 
support by dedicating this 

excellent vehicle to our cause.”

With some of the toughest terrain 
along SA’s varied coastline, 
they have arranged to have 
a Land Rover Defender 130 
Double Cab to assist them.
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Th e 12 companies that exhibited on the South 
African national pavilion at the recent, six-day 
Automechanika trade fair for the automotive af-
termarket in Frankfurt, Germany, fared very well. 
Th ey are projecting to do R32,2-million of ex-
port sales in the six months following this major 
global event..

Th e exhibitors reported export sales worth 
R1,6-million concluded during the event. Th ey col-
lected 242 trade leads and received 630 visitors to 
their stands, which were built around an open cen-
tral area on an impressive display stand. An impor-
tant factor was that an average of 74% of the visitors 
to the stands were new contacts. Many of the exhib-
itors also found new distributors for their products.

Th e exhibitors came from four provinces 
– Gauteng, Kwazulu-Natal, Western Cape and 
Eastern Cape. Th e products showcased included a 
range of automotive components and services.

In addition the pavilion, which was organ-
ized and funded by the Department of Trade and 
Industry (dti), hosted two major industry organi-
sations, the National Association of Automotive 
Component and Allied Manufacturers (NAACAM) 
and the Automotive Industry Export Council 
(AIEC). Th ese bodies were represented by executive 
director Mr Roger Pitot and executive manager Dr 
Norman Lamprecht respectively.

Th e South African national pavilion at 
Automechanika is part of an ongoing programme 
to assist South African companies to promote their 
goods and services in export markets. Th e objective 
was to promote South Africa as a preferred source 
for automotive components and related services.

NAACAM’s Roger Pitot said that the show 
again proved an excellent channel to communicate 
the capabilities of the South African automotive 
industry in a show that attracted about 150  000 
visitors from more than 180 countries over a six 
day period.

“Th ere was plenty of interest in our exhibitors’ 
stands and I also, personally, received many queries 
about our local motor industry, particularly in view 
of the fact that Automechanika Johannesburg will 
be staged at Expo Centre in May next year,” said the 
NAACAM executive.

“It was clear that Europe is experiencing an 
economic depression and this resulted in fewer 
visitors from EU countries, but there were large 
numbers from Asia – particularly China – and 
the Middle East and I believe this is where a sig-
nifi cant number of future sales will come from,” 
added Pitot.

“I believe the presence of South African com-
panies at major showcases such as Automechanika 
is essential to build export business and in the case 
of this trade fair in Frankfurt this is also the centre 
of our motor industry’s main export market,” ex-
plained Dr Norman Lamprecht of the AIDC..

“Th e companies that participated for the fi rst 
time were very pleased with the opportunity given 
to them by the dti, while those who had been to 
Frankfurt before were able to build on their prior 
experience to further enhance their involvement. 
Th e South Africa pavilion was again a most impres-
sive and user friendly structure and I would like to 
commend he dti on the overall success of this ven-
ture,” added Dr Lamprecht.

Th e South African companies which exhibited 
were:

 ■ Custom Works Composite: Carbon fi bre 
motorsport and tuning products.

 ■ Quantum Automotive: Engine pulleys for
motor vehicles – crankshaft  and water pump.

 ■ C & J Services: Manufacturer and distribu-
tor of turned, pressed and plastic injection 
moulded products for commercial vehicles.

 ■ CA Components: Automotive components 
and gas-powered engines.

 ■ Creative Graphics International (cgi): 
Decals, emblems, functional fi lms and 
chrome injected moulded emblems.

 ■ LMB Euroseals: Brake and clutch rubber 
repair kits and seals.

 ■ Newclear: Manufacturer of universal testers 
for testing cylinder heads and engine blocks.

 ■ PFK Electronics: Electronics company 
which focuses on the design and manufacture 
of products such as vehicle security and, 
telematics systems and alcolocks.

 ■ Pinetown Precision Engineering: Manu-
facturer of replacement cylinder heads for 
commercial vehicle engines.

 ■ QTec Moulding: Manufacturer or injection 
mouldings.

 ■ Triton-Leo Group: Manufacturer and 
distrubtor of Q20 multi-purpose lubricant 
and Q range of products.

 ■ XChem Chemicals: Manufacturer of 
industrial and household adhesives and 
sealants. ■

SA Exhibitors Fared Well at Automechanika In Frankfurt

Representing trade organisations and Automechanika 
Joannesburg at Automechanika Frankfurt were (from left) 
Dr. Norman Lamprecht (AIEC), Philip Otto (Automechanika 
Johannesburg) and Roger Pitot (NAACAM).

South Africa had an imposing national pavilion at Automechanika 
Frankfurt.
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BY ROGER HOUGHTON

Sasol sees the future of mobility as being driven 
by electric power in the medium to longer term, 
according to the general manager of Sasol New 
Energy, Cavan Hill, who made a very interesting 
presentation at the Popular Mechanics’ Future Tech 
conference, held in Johannesburg recently.

Hill said that currently far more energy in vehi-
cles is wasted than used for propulsion. In the case 
of petrol, less than 20% of the potential energy is 
used for propulsion, while diesel engines are slight-
ly more effi  cient at just over 20%.

He pointed out that all renewable energy sourc-
es, such as wind and solar, make electricity and 
heat. He added that currently more of the earth’s 
resources such as coal and oil are being used than 
the earth’s regenerative ability and capacity

A clear indication of an electric path to the fu-
ture as seen by Sasol New Energy was provided in 
September this year when Sasol announced a stra-
tegic investment of more than R200-million in the 
UK-based OXIS Energy Ltd.

Sasol says that successful commercialisation of 
the polymer lithium sulphur battery technology de-
veloped by OXIS could allow the production of safer 
and more cost-eff ective rechargeable batteries, with 
substantially higher capacity than available with 
current technologies.

OXIS Energy’s target markets for the polymer 
lithium sulphur batteries are two-wheeled vehicles, 
electric cars, boats, aviation and defence.

According to the MD of Sasol New Energy, Henri 
Loubser, speaking at the time of the announce-
ment of the deal with OXIS, “Th is strategic in-
vestment in OXIS Energy will allow Sasol to apply 
its extensive experience of commercialising and 
scaling up chemical processes to assist OXIS in 
realising the full potential of the technology it has 

developed. We believe that energy storage will be a 
critical link in the success of a low carbon mobility 
value chain.”

Cavan Hill said that although there was a rapid 
improvement in technology related to the use of 
electric power it was still not cost competitive with 
fuel sourced from petroleum, mainly due to the 
high cost of the batteries (US$/kWh). Th e current 
price of fuel in the US is making petrol-electric hy-
brids such as the Toyota Prius competitive and the 
next step will be competitive plug-in hybrids.

Hill pointed out that the fi rst vehicle in the 
world was, in fact, powered by electricity. Th is was 
an electric-powered two-wheel cycle that was put on 
display at the 1867 World Exposition in Paris by the 
Austrian inventor Franz Kravogl.

Th e Sasol executive said there is a rapidly grow-
ing number of hybrid and electric vehicles on sale 
already or being developed, but battery cost and ef-
fi ciency vs. size are still stumbling blocks.

Cavan Hill explained that an important de-
velopment for using power from the national grid 
for charging vehicle batteries will require “smart 
grids” to handle the variable demand for power 
and hence the need to balance power generation, 
whether by conventional or renewable sources, 
with demand. He said that costs for electricity 
would vary according to the time of day and the 
demand at that time.

Th e Sasol New Energy executive said that there 
will also have to be a stronger emphasis on public 
rather than private transport, with taxation chang-
es being used to change behaviour.

In closing Hill said it was not beyond the realm 
of possibility that mobility services bundled the 
costs of a vehicle and electricity use as is the case 
currently with a cellphone.

It was a presentation that defi nitely provided 
plenty of food for thought.

 ■ Most people in South Africa see Sasol as a 
manufacturer and distributor of fuel and 
oil. However, it is much more than that as 
it is an international integrated energy and 
petrochemicals company that employs 
34 000 people working in 38 countries.

 ■ Sasol New Energy (SNE) focuses on 
developing options and new technologies 
for Sasol to utilise in a carbon-constrained 
world. It is working to ensure that the group 
increases internal electricity generation 
capacity in SA using natural gas as a 
feedstock.

 ■ SNE has already invested in the Technology 
Centre Mongstad in Norway, where carbon 
capture technologies are being researched 
and developed. ■

Sasol Sees An Electric Future

Cavan Hill, general manager of Sasol New Energy, addressing delegates at the recent 
Popular Mechanics’ Future Tech conference in Johannesburg.

In the case of petrol, less than 
20% of the potential energy 
is used for propulsion, while 

diesel engines are slightly more 
effi cient at just over 20%.



Subscribe for free @
www.autolive.co.za Page 10

During his launch presentation to the country’s 
media, he pointed out that historically, Mitsubishi 
sold 100 000 Colt pick-ups, and 56 000 of those were 
single cabs, with a lot of them still running around, 
some of them with huge mileages.

“So, we are back in this game, and it is very 
important for our dealer network,” says De Canha. 
“”For dealers, volume is important, and so is the 
servicing opportunities that go with it.

De Canha pointed out that the single cab 
body type represents about one third of the total 
LCV market at present, and the introduction of 
the Triton single cab increases Mitsubishi’s expo-
sure to the LCV market by 30 per cent at a single 
stroke.

AutoLive cornered him at the launch in the 
Hartbeespoort Dam area for his thoughts on Triton 
and other important pick-ups that fall under his 
marketing portfolio for the AMH Group.

Apart from being marketing director of 
Mitsubishi South Africa, his other marketing re-
sponsibilities within the Associated Motor Holdings 
group include Imperial Fleet Management, 
Daihatsu, Chery and Foton.
AL:   Tell us about the pick-up market, with spe-

cifi c reference to Mitsubishi.
NdC:  Yes, and I think it’s appropriate that most of 

this will centre about Mitsubishi. Mitsubishi 
currently has a line-up that is only Double 
Cabs and Extended Cabs. Th e Double Cab 
and Extended Cab market is currently about 
a third of the LCV market in SA. And the 
Single Cab is one third of that market.

NdC:   Th is year we expect the LCV market to 
add up to 200  000 odd units for the year. 
It’s a big market, historically it is about one 
third of the total market for all vehicle sales 
in South Africa.

NdC:   Th is year is quite a good year, so we’ll 
fi nish with a total vehicle market of prob-
ably just over 600 000. Th e point being, for 
Mitsubishi, we’ve got SUVs, and Light com-
mercial vehicles.

AL:   Why has the single cab version come so 
late aft er the introduction of the Triton 
Double Cab?

NdC:  Th e designer of the Triton started the design 
as a double cab. It was conceived as a luxury 
vehicle. And the delay getting the single 
cab here was in getting the pricing right. 
Th e petrol market for pick ups is clustered 
around R180 000 today and those customers 
are extremely price conscious. If you off er 
them a model at R180 000 with no airbags, 
and R185  000 with airbags, they will stay 
with the cheaper non- airbag model.

NdC:   Th e ratio is about fi ve to one, in terms of 
customers making that small saving.

NdC:   So you really want to launch, from a busi-
ness perspective, into that R180 000 market.

NdC:   From a Mitsubishi standpoint, globally, 
airbags are standard across the entire prod-
uct range. In fact in Australia, many states 
don’t even allow a non airbag vehicle to 
be sold.

NdC:   So Mitsubishi couldn’t simply get rid of 
the airbags, from a production numbers 
point of view. We said, okay, but please un-
derstand what our market is saying to us.

NdC:   We were fortunate that aft er a couple of 
months of negotiation, Mitsubishi said okay, 
here’s a vehicle that you can sell at R180 000, 
and you can keep the airbags. Which gives 
us a great advantage.

AL:   How did you get that right. Is there anything 
else that was de-specced on our model?

NdC:  We got a special price, and they said that if 
sales grow they’ll maintain the price, so this 
is a bit of a market experiment.

AL:   So this is quite a competitive advantage.
NdC:  Yes, and at the right price, we are right in 

the volume area of the market. And we also 
have ABS brakes, and amazingly 40 per cent 
of the vehicles sold in that R180 000 market 
don’t have ABS brakes.

AL:   Th at’s amazing, because bakkies are tradi-
tionally skittish under braking, tail-happy, 
when the rear brakes lock up.

NdC:  Yes. In the ‘70s the high-tech bit was a load 
sensing valve, but ABS is a feature that 
should surely be standard on all of these ve-
hicles. It is just such a price-sensitive mar-
ket. It seems a lot of our competitors have 
managed to delete the option on their entry 
one-tonners and save tiny amounts on items 
like ABS.

AL:   Just a quick dip into the other product that 
you’re involved in, specifi cally the Tunland. 
What hopes do you have for that vehicle.

NdC:  I think the vehicle’s fantastic, I thought 
the absence of NVH, and the interior is 
great. And the Cummins diesel engine 
is very good. So the only restriction is the 
Tunland’s confi guration. It’s a 4X4 Double 
Cab, so immediately you are only playing in 
one third of the market. Take the fact it is 
a 4X4 Diesel Double Cab and it is an even 
smaller market.

NdC:   I think the product is very competitive 
in that market, but it is a small market. Th e 
other challenge we face with Tunland is: 
When you launch a brand like the single cab 
with Mitsubishi, great brand, it’s going to 
work. When you launch a brand like Foton 
into a luxury and status market, it’s a big-
ger challenge. Th e people are more prone to 
buy utility vehicles from a brand they don’t 
know, than a luxury vehicle. Because part 
of the purchase decision is, hey, look at the 
badge on the bonnet, I’ve made it in my fi eld, 
and hence my luxury car.

NdC:   So that’s the challenge we are going to face 
with Foton.

AL:   So would you say that the strategy of, for 
instance, GWM, going with a utility vehicle 
fi rst, is the right one?

NDC:  I think it’s the easier place to enter. Very 
price competitive, but if your pricing is 
right you’ll do some volume. But at AMH 
we don’t set manufacturer build time-lines, 

Single Cab Triton Gets 
its Call-Up Papers

As Marketing Director for Mitsubishi, Nicholas de Canha is very excited 
about the prospects of increasing Mitsubishi’s footprint in the LCV market 
with the single-cab Triton, launched to the media two weeks ago.

Nicholas de Canha, Marketing Director for 
Mitsubishi SA.

continued on next page 
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and so, as far as Foton goes, the Double Cab 
was off ered and we went with that.

NdC:   Th e big challenge is to get people up to 
300  000 km in that product, and then the 
word on how good it is will really spread. So 
it’ll take time.

AL:   As media people in the motor industry, 
part of our restriction is that we are always 

exposed to new vehicles, and oft en we aren’t 
aware of problems that occur down the line. 
How important is word of mouth?

NdC:  Word of mouth is probably stronger than 
advertising, pure advertising. Another type 
of word-of-mouth is expert opinion, from 
media people like yourself. A good review 
is worth 10 ads. And then word of mouth is 
equally important from owners. And posi-
tive word of mouth allows you to introduce 

new models. If you have a good experience 
with this model, you’ll buy another one 
from the same brand. And the more luxury-
orientated your product, the more of that 
you need.

AL:   So what’s against it at present is the key fob, 
the brand statement, you toss on the bar 
counter?

NcD:  Ja. And Foton will get over that, but it’ll take 
a couple of years. ■

 continued from previous page

BY STUART JOHNSTON

For me, the new single-cab version of the Mitsubishi 
Triton addresses the single most important prob-
lem facing the other versions of the Triton, which 
to date have been the 4X4 Double Cab and the Club 
Cab models.

Gone, at the stroke of an artists electronic pen-
cil, is the soft  curve extending from the sill area just 
in front of the rear wheel arch, and up into the line 
separating the cab from the load area.

To me, that soft  curving line indicated exact-
ly that, a soft ness in exactly the area where you 
want a bakkie to be tough, bang in the middle 
of the structure, especially with a heavy load in 
the back

It seems as if Mitsubishi has realised this, be-
cause with its single cab, introduced to the media 
two weeks ago, the Triton is much more about 
straight lines. In fact Mitsubishi has gone even fur-
ther along the lines of toughness before style, by 
specifying hi-rider suspension and unadorned steel 
wheels on all three models on off er at launch. Th e 
message is: here is a bakkie designed to work, and it 
arrives with its sleeves already rolled up.

Th e three models launched are two petrol vari-
ants using the Mitsubishi 2,4-litre four-cylinder 
petrol engine, and a 2,5-litre diesel.

Both these engines are very impressive, and of-
fer real value to customers wanting a good work-
horse in this extremely competitive area of the LCV 
market. Pricing for the base-spec GL model is at 
R179  900, with the GLX priced at R189  900. Th e 
GLX model gets air-conditioning and electric win-
dows, over and above the standard spec.

In addition, the Diesel model also gets these 
luxury items (in a single cab pick-up market, 
these are still perceived as luxury items!), as well 
as a rear diff  lock. Th e diesel variant is priced at 
R239 900, quite a heft y premium of R50 000 over 
the petrol GLX.

Th e petrol engine produces 97 kW at a leisurely 
5 250 rpm and 202 Nm of torque at 4 000 rpm, while 
the diesel produces 100 kW at 4 000 and a strong 314 
Nm at 2 000 rpm. Both engine variants use a fi ve-
speed gearbox, and all three models come standard 
with ABS and airbags (see Nicholas de Canha inter-
view in this issue).

Mitsubishi were careful to spec this model for a 
very utilitarian end of the market, hence all models 
have vinyl seat covering, and the bench seat off ers 
accommodation for three people (two passengers 
and a driver).

Th e launch drive was extremely short, hardly 
long enough to form any lasting impressions of the 
vehicle as a whole, but both engine derivatives feel 
very strong. Th e turbodiesel is particularly strong 
from low in the rev range.

Th e fi tting of the hi-rider suspension makes the 
vehicle very stiff  when un-laden, and it is certainly 
not comfortable, even over smoothish roads. Th e 

steering is also geared very low, which takes some 
getting used to when fi rst negotiating turns. But 
the overall impression is one of solidity, more than 
enough to back up the stronger, more macho lines 
of the Triton single cab.

Th e load box measures just over 2,2 metres in 
length, and is 1,47 metres wide. All three models are 
rated at one ton, with a towing capacity of 1 200 kg.

Mitsubishi built up a very strong following with 
its tougher-looking Colt, with over 100  000 units 
sold over the period of just over a decade, and the 
company needs to get back to those sorts of volumes 
with its Triton. At present Triton sells about 120 to 
150 units a month, way, way off  Colt volumes.

All the new single cab Triton bakkies come with 
a three year/100 000 km warranty and a fi ve-year/75 
000 km service plan for petrol derivatives. Th e die-
sel version has a fi ve-year/70 000 km service plan, 
due to shorter service intervals of 10 000 km (the 
petrol models need servicing every 15 000 km). ■

Mitsubishi’s Triton gets Tough!

Mitsubishi’s single cab, with straight upright lines in the middle of the body structure, the 
way things are meant to be.
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I think Kia have done a remarkable job in the styl-
ing department. Giving the car a sharp wedge or 
arrow-head shape, rather than being a hatch with 
a boot tacked on.

Th e model we had for test was the Rio 1,4 TEC 
manual, which sells for R179 995, while there are 
two cheaper versions on off er too. Th ese are the 
1,2, which uses a smaller engine and has steel 
wheels (but still comes with air-conditioner, elec-
tric windows front and rear, dual airbags and a 
built-in audio system) and this sells for R146 995. 
Th e plain 1,4 at R165 995 is the next model up and 
is distinguished by 15-inch alloy wheels, while the 

TEC model we sampled is instantly identifi ed by 
17 inch alloys and 205/45 R17 tyres.

Th e 1,4-litre motor produces 79 kW and while 
you have to work it a bit to get the best out of it, it 
is a sweet-revving little honey of an engine. It is not 
that strong on torque (the claimed fi gure is 120 Nm 

at 4 000 rpm) but there is suffi  cient to carry the top 
gear of the six-speed manual transmission in most 
highway cruising situations.

Th is results in a day-to-day consumption vary-
ing between 5,8 litres/100 in highway use to an 
overall traffi  c-highway mix of 6,5 litres per 100, 
which is quite outstanding.

Th e handling is okay without being totally sat-
isfying. In fact I felt the car was a bit too sensitive to 
slight steering wheel movement at highway speeds, 
and generally I would like to feel more weight in 
the steering wheel, a criticism that applies to many 
Kia products.

On the other hand, so to speak, the light 
steering is a boon in complex turning situations, 
such as you’d fi nd exiting shopping malls and 
the like.

Inside the overall fi t and fi nish levels are very 
good for a car in this price bracket, and person-
ally I could do without the few extras that the TEC 
model bestows, such as tinted glass, a cooled glove-
box, rain sensors etc and save R14 000 on the price. 
Okay, if I did that I’d also have to dip out on the 
TEC’s side and curtain airbags which make up 
some of that extra cost, but I don’t have too many 
passengers to worry about.

A very good car this, with a fi ve-year/100 000 
km warranty and a four-year/60 000 km service 
plan as part of the deal. ■

Kia Rio Sedan

The sedan version of Kia’s Rio is 
an oft overlooked model, because 
hatchbacks are the eye-catchers in 
this close-to-entry level of the new 
car market. But like the Rio hatch, 
which is up for 2013 Car of the 
Year kudos, the sedan is one sweet 
little package.

The sedan version of the Rio is quite a styling feat.

The Kia Rio sedan looks great from any angle. We particularly like the crinkly main 
radiator grille.
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Th e South African Transport Ministry is setting 
great store by the increasing roll out of the Road 
Traffi  c Management System (RTMS), judging by 
the remarks of the Deputy Minister of Transport, 
Ms Sindisiwe Chikunga, speaking at a recent RTMS 
workshop in Polokwane, which had Hino SA as its 
main sponsor and several other interested compa-
nies as co-sponsors.

“I urge all industry stakeholders to embrace 
this visionary system which will not only improve 
effi  ciencies in the South African logistics value 
chain, but also enable best practice sharing within 
the Southern African Development Community 
(SADC),” said the Deputy Minister.

“Th e (Road Transport) Department sees the 
implementation of the RTMS strategy as a responsi-
bility that needs to be driven by industry, while the 
department will continue to participate and sup-
port the National RTMS Committee and its various 
sub-committees. I therefore commend the pro-ac-
tivity shown by the leadership of this initiative (to 
stage a series of workshops) and have no doubt that 
it will lead to a tremendous improvement in the per-
formance of the logistics value chain.”

Th e fi ve-hour workshop in Limpopo was the 
eighth in a series of RTMS national road shows 
where Hino SA has been the key sponsor. Th e road 
shows have taken place over the past two years with 
a positive response from the industry and much 
greater awareness of the benefi ts of RTMS to trans-
port operators.

A fi ve-year RTMS strategy was announced 
by the minister of transport in October 2006 aft er 
lengthy deliberations with many involved parties. 
Th e SA Bureau of Standards was tasked with setting 
out the requisite standards. Now the task is to get 
many more companies in the transport industry to 
obtain RTMS accreditation.

Th e RTMS is an industry-led, government-
supported voluntary self regulation scheme which 
uses compliance to a set of standards as its method 
of operation. Th ese standards include adhering 
to road traffi  c regulations, contributing to the 
preservation of the road infrastructure and pro-
moting road safety, with one of the positive out-
fl ows for the accredited operators being increased 
productivity.

Th e workshop in Polokwane was very well 
attended, with almost 100 delegates from local 
transport companies and commercial vehicle deal-
erships. What made the enthusiastic turnout par-
ticularly satisfying to the organisers was the fact 
that a truck drivers’ protest march took place in 
Polokwane at the same time.

During her address the Deputy Minister of 
Transport told the delegates there are plans to im-
plement the National Road Traffi  c Amendment Act, 
aft er which the consignee and consignors of goods 
transported by road will be also be held liable for 
overloading and other traffi  c off ences related to the 
related freight transport operations.

“Th e implementation of the self-regulatory 
RTMS standards will, therefore, assist the accred-
ited companies to comply with the Road Traffi  c Act 
and make our roads safer,” said Deputy Minister 
Chikunga.

“I must stress that government, the RTMS and 
the road freight industry have to work together to 
understand the pressure being exerted on our road 
network and how the deterioration of the network 
can lead to increased congestion, destruction of the 
road network itself and subsequently these factors 
will derail the development of the very eff ective 
transportation system that we desperately need for 
social and economic development.”

Th e workshop was multi-faceted and provided 
a wealth of information for the attendees. Besides 
presentations on various aspects of the RTMS, in-
cluding the benefi ts for insurance and fi nancing, 
there were also people talking about the role of the 
RTMS in mining and the operation of the so-called 
extra-long Smart trucks.

Th is was the fi rst time that a representative 
from the Minister of Transport’s offi  ce had attended 
one of these workshops and Barloworld Logistics’ 
Adrian van Tonder, speaking on behalf of the RTMS 
National Steering Committee, said that the attend-
ance of the Deputy Minister “will go a long way in 
promoting RTMS.” Van Tonder also expressed his 
committee’s gratitude to Hino SA for the role it was 
continuing to play in promoting RTMS. ■

Seen at the RTMS workshop in Polokwane were (from left) Paul Nordengen (CSIR), Kathy Bell (Standard Bank), Keir Gild (Wabco 
Automotive), Deputy Minister of Transport, Ms Sindisiwe Chikunga, Gert Brits (Unitrans Mining), Oliver Naidoo (Judith Auditing), Steve 
Cornelius (Indwe Risk Managers) and Adrian van Tonder (Barloworld Logistics), Date:29 October 2012

SA’s Transport Ministry Setting 
Great Store By RTMS
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AutoLive is enjoying having our two new sales team 
members on board. Angelina Michael and Estelle 
van Staden joined our long-serving sales executive 
Bruno Lupini, a month ago, and they bring a wealth 
of experience in the sales, marketing and PR fi elds 
to our mix.

Angelina and Estelle met some 18 years ago in 
hospital aft er each giving birth to their respective 
sons, and decided there and then that they would 
work together! Since that time, aft er working to-
gether for Sue Jowell PR & Communications, they’ve 
run a company called FVS Marketing and PR which 
has an impressive clientele, ranging from property 
to hotel to automotive interests. Angelina has also 
worked specifi cally on motoring titles in the past for 
Media24 on special projects for Rapport, City Press 
and Finweek.

“We are proud to be associated with AutoLive, 
and look forward to taking this exciting on-line 
publication to the next level,” says Estelle.

Th eir contact details are:
Angelina Michael 
E-mail on angelinamichael53@gmail.com
Cell Number: 083 228 6866
Estelle van Staden
E Mail on estellevs@telkomsa.net
Cell Number: 083 267 1669
Still very much on board is Bruno Lupini, 

who has been involved for over a decade in auto-
motive publications, and whose family has deep 
connections with motoring and motorsport going 

back three generations. Bruno’s contact details re-
main bruno.lupini@gmail.com and cell number 
081 354 7212.

Who should advertise in Autolive?
 ■ Companies looking to recruit employees for 
specialist positions in the motor industry.

 ■ Companies looking for franchisees
 ■ Companies looking for dealers for new 
vehicle brands or to expand an existing 
dealer network.

 ■ Automotive marketing consultants
 ■ Training organisations
 ■ Market research companies
 ■ Business management consultants
 ■ IT companies
 ■ Fleet management companies
 ■ Suppliers of workshop equipment
 ■ Car care companies

 ■ Panel beaters and dent removers
 ■ Auction houses
 ■ Courier companies
 ■ Service providers in the fi nance and 
insurance industry

 ■ Vehicle tracking system suppliers
 ■ Organisers of exhibitions and conferences.
 ■ Tyre fi tment centres
 ■ Suppliers of car care products
 ■ Suppliers of automotive replacement parts
 ■ Roadworthy testing centres
 ■ Printers
 ■ Accounting fi rms

AutoLive advertising rates are very cost eff ec-
tive and we are able to make up advertisements 
at reasonable rates. Th e rate card is available 
under “Advertising” on the AutoLive website, 
www.autolive.co.za. ■

Estelle van Staden 
Cell: 083 267 1669 

E-mail: estellevs@telkomsa.net

Bruno Lupini 
Cell: 081 354 7212 

E-mail: bruno.lupini@gmail.com

Autolive’s Dynamic Sales Team

Angelina Michael 
Cell: 083 228 6866 

E-mail: angelinamichael53@gmail.com

People

continued on next page 

Cronje and Houghton 
wrap up SA Rally title

Mark Cronje and Robin Houghton are the new 
SA Rally Champions. Driver Cronje and navigator 
Houghton won the 2012 title aft er losing the 2011 
Driver’s championship on a technicality that was 
decided in a court-room, that result still rankling 
to many motorsport insiders as a “travesty”. Th e 
popular pair, driving their Sasol Ford Focus RS, 
sealed the championship at the Garden Route Rally 
last weekend.

De Kock is new Automobil Editor

Tania de Kock has recently been appointed edi-
tor of Automobil, the RMI (Retail Motor Industry) 
glossy monthly publication. De Kock qualifi ed SA Rally Champs for 2012, Mark Cronje, left, and Robin Houghton. They took the title 

in a Ford Focus RS. Houghton, a 42-year old Pretorian, is now the most successful co-
driver/navigator in the combination of SA championship off-road racing and rallying.
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as a language practitioner, and she has worked as 
a translator, a technical writer, and on many cus-
tom publishing titles. She says she has a passion 
for classic cars and is “impatient” to begin work on 
the RMI publication. She replaces previous editor 
Tim Brink, who now edits RamsayMedia’s sister 
title, Ride. Previous editors of AutoMobil include 
Wynter Murdoch and Mike Monk.

Zille’s Green Leaf

In support of the Western Cape’s ambition to po-
sition itself as Africa’s Green Economic Hub, the 
V&A Waterfront hosted the fi rst integrated sus-
tainability Sustain Our Africa Summit between 
24 and 28 October. Western Cape Premier Helen 
Zille arrived in the 100% electric Nissan LEAF, 
planned to launch in South Africa in 2013. Aimed 
at eliminating harmful CO2, Nissan’s LEAF is at 
the forefront of zero-emission mobility. One of the 
main goals of the summit is to re-invent sustain-
ability gatherings in a way that creates new solu-
tions, builds new markets, drives practical action 
and provides the tools to address critical environ-
mental issues.

Onwell Msomi beefs up Ford board

Ford Motor Company of Southern Africa (FMCSA) 
has appointed of Zwelakhe Onwell Msomi as an 
Independent Non-Executive Director of the Board 
of Directors of FMCSA (Manufacturing) eff ective 1 
November 2012.

Msomi holds a BA (Hons) Economics & 
Political Science degree from the University Of 
Delhi in India and has held various positions with 
beverage giant Coca-Cola.

A recent highlight of his career was as General 
Manager 2010 FIFA World Cup Project Team.

Restructuring in Hino marketing

Th ere has been some restructuring at Hino SA in 
the wake of the job rotation move from Hino to 
the Toyota Academy of Learning by former senior 
manager of Hino Marketing, Ignatius Muthien. 

Marketing Management is now the responsi-
bility of senior manager Dewald Olivier, who also 
looks aft er customer service and marketing plan-
ning. He reports to the vice-president of Hino SA, 
Dr. Casper Kruger.

Sameera Khan has been appointed Hino SA 
Marketing Manager. She has been on the Toyota 
graduate trainee programme for the past two years, 
concentrating mainly on marketing aspects of the 
business. Sameera has been on rotational training 
with Hino for the past fi ve months. ■

 continued from previous page

Western Cape Premier Helen Zille and Nissan’s Leaf.

Tania de Kock, new Editor of Automobil.

Dewald Olivier.Sameera Khan.

Onwell Msomi.



Subscribe for free @
www.autolive.co.za Page 16

Snippets

ANOTHER BOOST 
FOR ECOBOOST
Ford’s new 1.0-litre three-cylinder EcoBoost engine 
has notched up another accolade with the award of 
the Th e Dewar Trophy 2012. Th e trophy, for out-
standing British technical achievement in the auto-
motive industry, was presented to Graham Hoare, 
Head of the Ford Dunton Technical Centre, and 
members of the EcoBoost engineering team at the 
Royal Automobile Club this week.Ford triumphed 
over 35 other companies and organisations to gain 
a unanimous verdict from the judging panel. Th e 
Ford team was recognised for setting themselves 
challenging targets and bringing together a signifi -
cant number of advanced technologies to push the 
boundaries of engine design.

“Ford‘s engineers at Dunton have produced 
an outstanding downsized powertrain that deliv-
ers exceptional economy while achieving the high 
torque and relaxed driving characteristics normally 
associated with a diesel and the smooth, free-rev-
ving qualities of a petrol engine, that has won ac-
claim from everyone who has driven it,” said John 
Wood MBE, Chairman of the Dewar Technical 
Committee.

Steve Cropley, Dewar Technical Committee 
member and Editor-in-Chief of Autocar magazine 
added: “Ford’s 1.0-litre EcoBoost engine sets ex-
traordinary new standards of effi  ciency, refi nement 
and driver appeal — and brings them to the mass of 
British drivers who buy and drive aff ordable cars.”

Th e engine – small enough to fi t on an A4 sheet 
of paper – was designed at Ford’s Technical Centre 
in Dunton, UK. Th e three-cylinder engine is avail-
able in the Ford B-MAX, the Ford Focus and the 
Ford C-MAX. In addition to the Dewar Trophy, 
Ford’s 1.0-litre EcoBoost was recently awarded the 
title of “International Engine of the Year.” ■

1.0-LITRE ECOBOOST 
INNOVATIONS

 ■ An exhaust manifold, cast into the cylinder 
head, lowers the temperature of exhaust gases 
to enable the optimum fuel-to-air ratio across 
a wider rev band

 ■ A unique cast iron block warms the engine 
more quickly than a conventional aluminium 
block to cut by 50 per cent the amount of 
“warm-up” energy required, and reduce fuel 
consumption

 ■ Two main engine drive belts are immersed in 
oil to ensure quieter, more effi  cient operation

 ■ Off setting the engine confi guration by 
deliberately unbalancing the fl ywheel and 
pulley instead of adding energy-draining 
balancer shaft s to minimise vibration. ■

GM AND PSA QUICK 
OUT OF THE BLOCKS
General Motors and its alliance partners, Peugeot/
Citroen have been quick to announce a strategy to 
work together in developing plans for joint purchas-
ing operations and four vehicle projects.

Th e four common vehicles selected are:
 ■ A compact class multi-purpose van for Opel/
Vauxhall (in the UK) and a compact class 
crossover utility vehicle for the Peugeot 
brand.

 ■ A multi-purpose vehicle for the small car 
segment for Opel/Vauxhall and the Citroën 
brand.

 ■ An upgraded low CO2 emission small car 
segment platform for the next generation of 
Opel/Vauxhall, Peugeot and Citroën cars.

 ■ A mid-size car for Opel/Vauxhall and the 
Peugeot and Citroën brands.

Th e alliance aims to launch the fi rst vehicle result-
ing from these common programmes by the end 
of 2016.

Th ere has also been a rumour that Sergio 
Marchionne, CEO of the Chrysler/Fiat alliance, 
has been talking to GM and Peugeot/Citroën about 
them joining forces with Fiat to make a European 
alliance that would surpass the Volkswagen Group 
as the region’s biggest vehicle manufacturer, but this 
has now been denied by Marchionne. ■

FORD SLUMPS
Ford has plunged down the US Consumer 
Reports’ rankings of car reliability for the second 
year and has landed up 27th out of the 28 brands 

listed. (Jaguar, formerly part of the Ford empire 
and now owned by Tata, is rated worst). Ford had 
dropped from 10th in 2010 to 20th in 2011. Ford’s 
luxury Lincoln brand fell from 14th in 2011 to 26th 
last year.

In June the Ford brand had placed 27th in the 
annual JD Power Initial Quality Study. In 2010 it 
had been ranked fi ft h in the same survey.

According to the magazine the fall in Ford’s 
ranking came from problematic new models and 
the expansion of the MyFord Touch system into a 
wider range of vehicles and the technology had been 
“problematic so far”.

Toyota Motor Corporation’s Scion, TOYOTA 
and Lexus brands ranked fi rst, second and third in 
the 2012 list which continues to be dominated by 
Asian brands. Th e 2012 Consumer Reports reliabil-
ity survey was drawn from the experienced of its 
subscribers with 1,2-million vehicles.

Four other Japanese brands were ranked be-
hind the Toyota top three. Th ey were Mazda, 
Subaru, Honda and Acura |(Honda’s luxury brand). 
Audi was the best-placed European brand at No. 8 
(up from 26 in 2011). Infi niti and Kia rounded out 
the top 10. ■

HYUNDAI GOING FOR 
DUAL CLUTCH
While many motor manufacturers are developing 
continuously variable transmissions as a means to 
stretch fuel economy, Hyundai Motor is heading 
in the opposite direction according to an article in 
Automotive News.

Ineffi  ciencies in the CVT’s basic design has 
caused Hyundai to chase dual-clutch transmis-
sion technology instead, said Mike O’Brien, 
Hyundai Motor America vice president of 
product planning.

Dual-clutch transmissions give the imme-
diacy of a manual transmission without the chore 
of manually rowing through the gears. “Dual-
clutch has a better future with us. It has better fuel-
economy advantages. It’s better for the enthusiast 
driver. It matches [our product philosophy] better,” 
O’Brien said.

While a “smoother” transmission without 
defi ned shift -points, CVTs suff er frictional losses 
from dragging the transmission’s steel belt around 
its pulleys in its search to fi nd the optimum oper-
ating range. Meanwhile, a large hydraulic pump is 
required to clamp the pulleys together to deliver the 
power to the wheels.

Both those create parasitic power losses that 
degrade the CVT’s performance and fuel economy, 

Ford’s Graham Hoare receives the trophy 
from Dewar’s John Wood.
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O’Brien said. What’s more, the “rubber band” feel-
ing of the CVT as it hunts for its best ratio is not 
conducive to enthusiastic driving. Also, CVTs are 
limited to smaller engine displacements with lower 
torque, limiting their applications. ■

CLIPPED WINGS
VJ Mallya, the billionaire Indian owner of a major 
share of the Force India F1 team as well as own-
ing the Indian Premier League cricket team Royal 
Challengers Bangalore and nicknamed “Th e \
king of Good Times” has had his wings clipped. 
Literally. His fi nancially crippled Kingfi sher 
Airline has been grounded by the Indian aviation 
authorities pending Mallya coming up with a vi-
able revival plan.

Kingfi sher has debt of US%1,4bn and his fl eet 
has been cut from its earlier 64 planes to 15 as it 
battled fi nancially. Employees have not been paid 
for several weeks. Th is has resulted in Mallya sell-
ing his Cape Town mansion for R100m. His other 
assets in SA include the 12  000ha Mabula Game 
Lodge in North West and the Cape Milner Hotel in 
the Western Cape.

Forbes has recently estimated Mallya – re-
nowned for his fabulous parties at the Monaco 
Grand Prix when he sponsored the Toyota F1 team 
– as now being worth US$800m. ■

KIA’S LUCKY ONE-
DIRECTIONAL WINNER
With its on-going sponsorship of the Take 40 SA 
chart show on 94.7 Highveld Stereo and 94.5 KFM, 
KIA Motors South Africa ran a competition involv-
ing the SA-based boy band One Direction, where 
a lucky listener stood the chance to win an all-ex-
penses paid trip to watch them live in New York in 
December this year.

Kia Th orsen was chosen as the “big winner” out 
of 1 713 entries received. Could it be that her fi rst 
name was the deciding factor? ■

HONDA SIGNS WITH PROTON
Honda, the third-ranked Japanese motor manu-
facturer, has signed a collaboration agreement with 
Malaysian vehicle maker Proton. It will include 
joint projects on an engine as well as hybrid and 
electric vehicle development.

Volkswagen has been in negotiation with 
Proton since 2004 but has never fi nalised a joint 
venture until production of CKD VW Passats be-
gan at a Proton plant in Malaysia in March this year. 

Proton already assembles Hondas so now it will be 
interesting to see what happens in the future.

DRB-Hicom, the consortium which owns 
Proton also owns UK-based Lotus, so now there 
could be collaboration between this famous sports 
car manufacturer and Honda which will roll out 
its next generation NSX supercar in 2015. Th e NSX 
platform could be used by Lotus, which is strug-
gling to survive and has recently fi red its CEO. ■

AFRICAN 6-HOUR RACE
Th ere is great interest in the African 6-Hour Race 
which is to be held at the Phakisa circuit, Welkom, 
on February 23. Already 43 entries have been re-
ceived by organiser Roger Pearce. Cut off  will be 
60 entries. Th e race will start at 14:00 and fi nish 
at 20:00. Cars entered range from Porsches, a Ford 
GT40, a Chevron, Backdraft s and Shelby CanAms 
to Lotus 7s. ■

TAYLOR RETIRES
Anthony Taylor, one of South Africa’s most success-
ful sportsmen, has retired from circuit racing and 
will concentrate on off -road racing for the Castrol 
Toyota team and his engineering business. He 
has been involved in motorsport for more than 31 
years, fi rst in karting and motocross and then in 
all forms of circuit racing, from single-seaters to 
production cars.

He says the main reason for quitting the Afrox 
BMW production car team is frustration with the 
continual changing of the rules during the season. 
“In nine races in 2012 there were 14 rule changes,” 
said the West Rand businessman. “It is very diffi  cult 
to remain focussed and committed when the goal-
posts keep getting moved.”

It is reported that another former racing cham-
pion will take Taylor’s place in the Afrox BMW 
team for 2013.

WRC IN TURMOIL
Th e World Rally Championship for 2013 is in tur-
moil. Although Volkswagen and Hyundai will be 
joining the series there have been shock announce-
ments recently with both Ford and MINI withdraw-
ing direct factory support from the end of 2012.

Citroën, the dominant brand in rallying in the 
recent past with its nine times champion driver 
Sebastian Loeb, is also likely to be less involved next 
year. Th e company has said it will support Loeb in 
his favourite events in 2013, with his rally driving 
career coming to an end aft er the Rally of France 
next October.

It has been announced that Citroën is inves-
tigating the possibility of contesting the World 
Touring Car Championship in 2014, with Loeb as 
one of its drivers. ■

WESBANK BOWS OUT
Wesbank has bowed out of SA motor racing aft er 
more than 29 years’ involvement as one of motor-
sport’s backbone sponsors. In recent years it has 
been the sponsor of both the circuit racing series 
and the Wesbank V8 championship.

Th ere is a deathly silence from Motorsport SA 
regarding any possible sponsorship replacement 
for Wesbank, which has been racing’s lifeblood 
since the heydays of the 1980’s and ‘90’s through 
the increasingly lean years of the 21st century until 
it folded up the tent aft er the recent Kyalami race 
meeting. (It had relinquished its iconic Kyalami en-
tertainment boma a couple of years ago). ■

Ben Morgenrood won the fi nal V8 race at Kyalami last weekend, a series that has its 
roots in Wesbank sponsorship which began in 1983.
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Mercedes-Benz South Africa (MBSA) recent-
ly handed over a Fuso Canter Eco-Hybrid to 
Imperial Logistics in Germiston for a 3 month 
test period. Th e vehicle will circulate among keen 

customers and will run as part of the fl eet in normal 
application. MBSA premiered the light duty truck 
at the 2010 Johannesburg International Motor Show 
(JIMS) in South Africa. 

Godfrey Hani, divisional manager Freightliner, 
FUSO & Western Star says, “For the FUSO stable 
and MBSA as a whole, this represents an advance in 
our quest to play a leading role in the fi eld of green 
innovation and cements our commitment to sus-
tainable mobility solutions.”

When compared to the current Fuso Canter, 
with its conventional diesel engine, the hybrid ver-
sion uses up to 30 percent less fuel and consequently 
produces up to 30 percent less CO2 and other emis-
sions in a stop-start city delivery environment, 
claims MBSA. 

Th e Fuso Canter Eco-Hybrid combines a Fuso 
two-pedal Inomat automated mechanical transmis-
sion (AMT) with a 23kW electric motor.

Th e same electric motor doubles as a genera-
tor to recharge the Lithium Ion battery pack during 
braking thereby storing or recycling energy for the 
next pull off . 

As a result, the “recycled energy” eff ect pro-
duces a signifi cant reduction in fuel consump-
tion that increases the more the vehicle stops and 
starts. Th e fuel saving on long distance type work 
is not that signifi cant, however, most trucks in the 
Canter-type commercial vehicle class are employed 
in distribution application over, short distance. ■

MBSA Jump-Starts Imperial Logistics 
with its Fuso Canter Eco-Hybrid

Mitsubishi Fuso Eco-Hyrbid.

Tata recently introduced the Super Ace one-ton 
mini truck. Th e DLE version of the forward-cab 
pick-up comes well-equipped with what were once 
deemed luxury features in this class of vehicle, such 
as power steering, power windows, air-condition-
ing, and engine immobiliser and remote central 
locking.

Other handy features include fully adjustable 
seating, headlamp levelling adjustment, and a bat-
tery guard.

Th e pick-up uses a 1,4-litre indirect-injection 
diesel engine, producing 52 kW at 4 500 rpm and 
135 Nm at 2 500 rpm. Th e engine drives through a 
fi ve-speed manual gearbox.

Th e Super Ace is available in DL spec too, which 
comes without air-conditioner and power windows. 
Prices start from R109 995 for the base model, and 
this will include a free maintenance if the vehicle is 
bought before January 31, 2013. ■Tata Super Ace.

Tata’s Ace Pick-Up
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Estelle van Staden on 083 267 1669 or email her at estellevs@telkomsa.net

Working Wheels

Hino has become the fi rst truck manufacturer or 
distributor to make a clean sweep at the top of all 
four tables in the Scott Byers Network’s compara-
tive customer satisfaction survey of truck fl eetown-
ers in South Africa. Th ese surveys have been con-
ducted since 1986 – for 26 years – and they have told 
an amazing tale of improving levels of customer sat-
isfaction during this period.

Speaking at the recent Scott Byers & 
Econometrix Truck Seminar in Johannesburg, the 
founder of the research company, Ian Byers, said 
that in the beginning customer satisfaction levels 
ranged from about 52%-58%. Now Hino has av-
eraged far more than 93% in all four tables: Sales, 
Service, Parts and Overall and the national average 
in the overall rankings exceeds 91%.

Th e annual awards are based on a full year’s re-
sults, from October 1 of one year to September 30 of 
the following year. Each of those companies whose 
results are included in the comparative evaluation 
must have had at least 100 interviews conducted per 

department – Sales, Service and Parts. Th e fi nal list 
is made up of those companies with scores greater 
than the national average.

During interviews the fl eetowners are asked to 
give their ratings of companies that are either their 
fi rst or second choice supplier and with whom they 
have had dealings within the past three months, so 
as to ensure the survey is up to date and relevant.

“We are absolutely delighted to be the fi rst company 
in history to have topped all four tables and I would 
like to congratulate our dealer network and our 

own aft er-sales support teams for these outstanding 
results on all fronts,” said Hino SA’s vice president, 
Dr Casper Kruger.

“We are particularly proud that we were able to 
come out top in the Parts segment of the survey as 
the research was conducted while we were moving 
into our massive new parts warehouse in Benoni, 
which has meant transferring large amounts of 
stock from our previous warehouse in Sandton and 
a number of satellite hubs in Gauteng.

Th e rankings of the various companies which 
have scored higher than the national average for 
2011/2012 are:

 ■ Overall: Hino, Freightliner, Mercedes-Benz, 
Isuzu and Volvo.

 ■ Parts: Hino, Freightliner, Mercedes-Benz, 
MAN and Volvo.

 ■ Service: Hino, Isuzu, Freightliner and UD 
Trucks.

 ■ Sales: Hino, Isuzu tied with Volvo, Freight-
liner, International and Mercedes-Benz. ■

Hino Dominates Satisfaction Rankings

Reliable – Hino’s 300 series medium sized truck.

“We are absolutely delighted to 
be the fi rst company in history to 

have topped all four tables and 
I would like to congratulate our 

dealer network and our own after-
sales support teams for these 

outstanding results on all fronts,”
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TOTAL MARKET

YTD 2012 524 758

YTD 2011 476 726

Increase of 10,1% between YTD 2012 and YTD 2011

OCTOBER 2012 57 845

SEPTEMBER 2012 55 093

OCTOBER 2011 53 326

Increase of 10,5% between sales in October 2012 and October 2011

PASSENGER CAR MARKET

YTD 2012 370 288

YTD 2011 331 645

Increase of 11,7% between YTD 2012 and YTD 2011

OCTOBER 2012 41 636

SEPTEMBER 2012 39 489

OCTOBER 2011 36 826

Increase of 13,1% between sales in October 2012 and October 2011

LIGHT COMMERCIAL VEHICLE MARKET

YTD 2012 131 052

YTD 2011 122 341

Increase of 7,1% between YTD 2012 and YTD 2011

OCTOBER 2012 13 667

SEPTEMBER 2012 13 286

OCTOBER 2011 12 985

Decrease of 5,3% between sales in October 2012 and October 2011

OVERALL TRUCK AND BUS MARKET

YTD 2012 22 968

YTD 2011 22 740

Increase of 1% YTD 2012 and YTD 2011

OCTOBER 2012 2 542

SEPTEMBER 2012 2 318

OCTOBER 2011 2 515

Increase of 1% between sales in October 2012 and October 2011

TOTAL VEHICLE EXPORTS

YTD 2012 229 618

YTD 2011 233 843

Decrease of 1,8% between YTD 2012 and YTD 2011

OCTOBER 2012 24 904

SEPTEMBER 2012 26 646

OCTOBER 2011 25 763

Increase of 3,3% between exports in October 2012 and October 2011

PASSENGER CAR EXPORTS (YTD)

2012 125 427

2011 161 815

South African Vehicle Sales Figures at the End of October 2012
Disclaimer:
*  For the time being, as a result of a global directive by Daimler AG (Germany), Mercedes-Benz South Africa (Pty) Ltd will only report aggregated Passenger and 

Commercial sales data.
Please note the disaggregated MBSA volumes are estimates based on historical trends and forecasting techniques.
Source: NAAMSA www.naamsa.co.za.
RGT SMART is the independent provider of the new vehicle sales information to NAAMSA and AutoLive. For more information on the RGT SMART
product line view www.rgtsmart.co.za.

Disruptions at various automotive manufacturing 
facilities in SA, caused by the transport workers’ 
strike and the two strikes that hit Toyota – one at its 
own factory and one at its seat and door panel sup-
plier – aff ected production and exports in October.

Nevertheless new car sales maintained upward 
momentum according to the latest NAAMSA fi g-
ures and showed a 13,1% improvement over sales 
in October last year. LCV sales were up 7,1%, but 
the overall truck and bus market only rose 1%, with 
a 15,1% drop in the sales of extra-heavy trucks. 
(Th ese fi gures include estimates for sales by MBSA, 

which does not currently give a total breakdown of 
its monthly fi gures).

Total domestic sales for the fi rst 120 months 
in calendar 2012 saw a 10,1% growth compared to 
the situation a year ago. Th e market was split up 
at 77,9% (43  091 units) sold by the dealers, 13,6% 
rental sales, 4,9% to the government and 3,6% to 
corporate fl eets.

Export sales of 24  904 vehicles represented a 
decline of 3,3% compared to the 25  763 units ex-
ported in the same month last year.

NAAMSA said that the strong performance 

of the SA automotive sector continued to surprise 
against a backdrop of weak momentum in the over-
all economy.

NAAMSA believes the industry is on track to 
record annual growth of around 10%. Negative fac-
tors that could infl uence the news vehicle market 
over the balance of this year and going into 2013 in-
clude rising infl ationary pressure despite subdued 
economic growth as well as the impact of Rand 
weakness on modes vehicle price increases experi-
enced for the year to date, which may not be sus-
tainable going forward. ■

Disruptions Hit Motor Vehicle Production in October

continued on next page 
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Decrease of 22,5% between YTD 2012 and YTD 2011

LIGHT COMMERCIAL VEHICLE EXPORTS (YTD)

2012 103 239

2011 71 418

Increase of 44,6% between YTD 2012 and YTD 2011

TRUCK AND BUS EXPORTS (YTD)

2012 952

2011 610

Increase of 56% between total truck and bus exports YTD 2012 and 
YTD 2011

NOTE: This data includes fi gures for Associated Motor Holdings (AMH), 
and for Mercedes Benz SA (MBSA), which are both currently reporting 
only aggregated fi gures. In the case of MBSA this is due to a global 
directive from Daimler in Germany. (The MBSA commercial market fi gures 
have been allocated to the various vehicle type categories as estimates by 
RGT SMART, based on historical trends and forecasting).

THE FIGURES PROVIDED BY MBSA FOR OCTOBER ARE:

Passenger 1 763

Commercials 731

Exports 4 660

THE FIGURES REPORTED BY AMH FOR OCTOBER ARE:

Small cars (1 400cc or less) 3 537

Medium cars (1 400 – 2 500cc) 2 116

Large Cars (over 2 500cc) 16

4x4 Recreational vehicles (SUV) 711

Light commercial vehicles 956

Medium commercial vehicles 60

TOTAL 7 396

In addition GWM (Great Wall Motors) reported an aggregate sales fi gure 
for October 2012 of 787 units, which is not included in these fi gures.

Figures courtesy of NAAMSA / RGT SMART

 continued from previous page

TOTAL VEHICLES BY MANUFACTURER FOR OCTOBER 2012

RSA EXPORT

TOYOTA 12 139 4 141

VOLKSWAGEN GROUP SA 10 125 5 553

GMSA 6 716 406

NISSAN 4 641 1 376

FMC 4 474 4 057

BMW GROUP 2 838 4 580

RENAULT 1 127 17

CHRYSLER SA 749 10

HONDA 652 18

TATA 608 0

PCSA 534 0

JAGUAR LANDROVER 506 0

FIAT GROUP 415 12

MAHINDRA 393 0

SUZUKI AUTO 364 0

MITSUBISHI MOTORS SA 355 0

UD TRUCKS 305 18

VOLVO CARS 227 0

MAN 184 20

VOLVO TRUCKS 124 9

PORSCHE 107 0

IVECO 94 9

SUBARU 81 0

SCANIA 76 9

POWERSTAR 47 8

NC2 TRUCKS SA 34 0

RENAULT TRUCKS 25 1

MASERATI 7 0

BABCOCK 5 0

VDL BUS AND COACH SA 3 0

SUB TOTAL 47 955 20 244

AMH & AAD 7 396

MBSA 2 494 4 660

INDUSTRY TOTAL 57 845 24 904

Figures courtesy of NAAMSA / RGT SMART
Disco 4 was Land Rover’s best-selling model in October with an 
impressive 174 units

Sandero helped Renault to an overal market total of 1 127 units 
in October.
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MARKET TOTALS BY MANUFACTURER FOR OCTOBER 2012

PASSENGER
LIGHTCV
<3 501KG

MEDIUMCV
3 501–8 500KG

HEAVYCV
8 501–1 500KG

EXTRA 
HEAVYCV
>16 500KG

BUS
>8 500KG

RSA EXP RSA EXP RSA EXP RSA EXP RSA EXP RSA EXP

TOYOTA 8 013 604 3 724 3 537 219 0 158 0 25 0 0 0

VOLKSWAGEN GROUP SA 9 426 5 553 617 0 82 0 0 0 0 0 0 0

GMSA 3 458 48 2 994 328 112 17 112 12 39 1 1 0

NISSAN 1 831 68 2 810 1 308 0 0 0 0 0 0 0 0

FMC 2 664 0 1 810 4 057 0 0 0 0 0 0 0 0

BMW GROUP 2 838 4 580 0 0 0 0 0 0 0 0 0 0

RENAULT 1 103 8 24 9 0 0 0 0 0 0 0 0

CHRYSLER SA 749 10 0 0 0 0 0 0 0 0 0 0

HONDA 652 18 0 0 0 0 0 0 0 0 0 0

TATA 282 0 183 0 61 0 47 0 28 0 7 0

PCSA 501 0 25 0 8 0 0 0 0 0 0 0

JAGUAR LANDROVER 449 0 57 0 0 0 0 0 0 0 0 0

FIAT GROUP 337 6 66 6 12 0 0 0 0 0 0 0

MAHINDRA 155 0 238 0 0 0 0 0 0 0 0 0

SUZUKI AUTO 364 0 0 0 0 0 0 0 0 0 0 0

MITSUBISHI MOTORS SA 234 0 121 0 0 0 0 0 0 0 0 0

UD TRUCKS 0 0 0 0 89 1 143 11 73 6 0 0

VOLVO CARS 227 0 0 0 0 0 0 0 0 0 0 0

MAN 0 0 0 0 0 0 17 0 133 20 34 0

VOLVO TRUCKS 0 0 0 0 0 0 0 0 124 9 0 0

PORSCHE 107 0 0 0 0 0 0 0 0 0 0 0

IVECO 0 0 0 0 55 8 5 0 34 0 0 1

SUBARU 81 0 0 0 0 0 0 0 0 0 0 0

SCANIA 0 0 0 0 0 0 0 0 57 0 19 9

POWERSTAR 0 0 0 0 0 0 0 0 47 8 0 0

NC2 TRUCKS SA 0 0 0 0 0 0 0 0 34 0 0 0

RENAULT TRUCKS 0 0 0 0 0 0 0 0 25 1 0 0

MASERATI 7 0 0 0 0 0 0 0 0 0 0 0

BABCOCK 0 0 0 0 0 0 0 0 5 0 0 0

VDL BUS AND COACH SA 0 0 0 0 0 0 0 0 0 0 3 0

SUB TOTAL 33 478 10 895 12 669 9 245 638 26 482 23 624 45 64 10

AMH & AAD 6 380  0 956 0 60 0 0 0 0 0 0 0

MBSA 1 763 4 660 57 0 215 0 64 0 380 0 15 0

INDUSTRY TOTAL 41 621 15 555 13 682 9 245 913 26 546 23 1 004 45 79 10

Figures courtesy of NAAMSA / RGT SMART



Subscribe for free @
www.autolive.co.za Page 23

SA’s Fabulous Homologation Specials
This country is world-famous for producing some exciting home-grown models, developed right here in South 
Africa. To be able to race them, manufacturers had to build a certain number for the road, and the cars on this 
page are just some of the classics that stirred the blood of enthusiasts in the 1980s and ‘90s. We need more of 
these sorts of cars today, where guys can sit on the grand stands and really relate to what’s happening out there 
on the track, or on rough rally roads. See next page for story – Stuart Johnston

BMW’s E30 series Shadowline remains a cult car to this day.

Alfa Romeo’s GTV6 3,0 with special alloys and bonnet bulge.

Ford’s Sierra XR8 had V8 power, but the 5,0-litre mill needed big-
port heads to really make it go.

Opel’s Superboss came with a limited slip diff in the boot!
XR8 was distinguished by massive dual-plane rear wing, 
developed for the Sierra Cosworth Turbo in England.
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Back Page

Comments? Complaints? Suggestions?
E-mail stujohn@autolive.co.za

BY STUART JOHNSTON

Th ere’s nothing like a home-grown factory-built 
homologation special to get the blood racing, when 
you are talking about performance cars from the 
past. Th ese are cars that were built in South Africa 
in numbers suffi  cient to homologate special models 
for racing, the cut-off  production fi gures for these 
cars being 250 units in the 1980s and early ‘90s, the 
era when the Alfa Romeo TV6 3,0, Ford Sierra XR8, 
Opel Kadett Superboss and BMW 325i Shadowline 
2,7 were poster cars for countless teenagers around 
the country.

What grabbed the youth market so hard, so 
fast in those days? Th e battles on the track, the 
tremendous, heroic tussles between Ford, Alfa 
Romeo, BMW and Mazda (RX7) in the 1983 to 
1985 seasons, and then the titanic Superboss versus 
Shadowline clashes of the late ‘80s and early ‘90s.

Anyone who sat at Clubhouse corner at the 
original Kyalami circuit back in late ’84 and 
through 1985 will remember the pack of GTV6s 
driven by the likes of Nico Bianco, Abel d’Oliveira, 
George Fouche and the Moni brothers, and the Ford 
XR8s of John Gibb and Serge Damseaux haring into 
sight out of Sunset, all leaning on each other, wing 
mirrors fl ying off , dust and chunks of grass being 
spewed onto the track, and tyre smoke obscuring 
the view.

Or maybe, sitting at Hoals Hook at Killarney 
as the likes of Mike Briggs, Roddy Turner, Grant 
McCleery and John Craig threaded their Superboss 
Opels amongst the howling straight six BMWs of 
Tony Viana, Geoff  Goddard, Shaun van der Linde 
and Grant van Schalkwyk , the BMWs on twitchy 

oversteer and the Opels almost bending their body-
shells as their front wheels scrabbled for traction.

Th e great thing about these four cars mentioned 
(and there were others too, like the BMW 745i, the 
Chev Firenza Can Am and the Capri and Cortina 
Peranas from earlier eras) were that you could walk 
into a dealer and buy one for the road.

Some were better conceived than others. Th e 
original Ford Sierra could have been a much more 
potent car, except that Ford personnel at that time 
specifi ed a fi ve-litre V8 that was only rated at 150 
kW. Th is gave it a 0–100 km/h time in the seven-
second bracket, but it could have been much, much 
quicker if they had only specifi ed some big port cyl-
inder heads for the car when they ordered the en-
gines from America. Most enthusiasts did this aft er 
they’d bought the car anyway, that and wilder cams 
that made the car a real rocket. It handled well in a 
lurid, over-steery manner, and it looked cool in its 
smart blue and white Ford Motorsport livery.

Th e Shadowline made use of a big-bore kit to 
increase capacity to 2,7-litres over the standard 
325iS’s 2,5 litres.

Th is, with factory-fi t BBS rims, and a lot of 
suspension development made the Shadowline ac-
tually easier to drive than the stock 325i, because 
the Rosslyn boffi  ns had given the car a mild under-
steer characteristics, whereas the stock car was very 
much on over-steer-tippy-toes on the limit, with a 
propensity to switch into a huge tank-slapper once 
the front end found grip.

Th e Alfa GTV6 used special Autodelta pistons 
and other internals to increase the Alfa V6’s capac-
ity from 2,5 litres to 3,0 litres, and the South African 
crew, led by the legendary Sampie Bosman, junked 
the restrictive fuel injection and specifi ed six indi-
vidual single-choke DellOrto carbs, a master stroke 
as it made the three-litre so much more tune-able. 
Other items like a glassfi bre bonnet with a massive 
scoop and Compomotive rims made the SA version 
a classic that, today, is highly sought-aft er in places 
like the UK.

Th e Opel Superboss was a wild little number 
that came from the factory with a limited slip diff  in 

the boot, enabling the owner to fi t it for road use if 
he was really hardcore. Of course, what this strategy 
really achieved was for the factory race team to run 
the Superboss with the LS diff  on the track, and thus 
make it a contender against the BMW Shadowline.

I remember being at Car magazine when we 
tested the Superboss, with its wild cam that rated 
the engine at around 121 kW, some six kW up from 
the standard 16-Valve two-litre fi tted to what was 
known as the Big Boss.

We used to do roll-on acceleration tests in those 
days from quite low speeds ion top gear, and I re-
member the Superboss trundling down the road, 
refusing to ramp up onto the powerband during the 
roll-on test from low revs, the engine simply going 
“blap-blap-blap-blap” for about a kilometre, and 
myself and the late John Wright (who was work-
ing the test equipment), laughing delightedly at this 
strange phenomenon, the only car in my eight-year 
stint with the magazine that refused point blank to 
pull at all, from 60 km/h in top gear!

Ja, those were the days, and SA manufacturers 
and race promoters should do a case -study on these 
cars and uncover why they captured the public’s im-
agination so strongly.

Th ey were halo models that did wonders for the 
brand, and they backed up the image with real per-
formance on the road and on the track. Wouldn’t it 
be nice to get an SA –specifi c rally-spec Ford Focus 
, or Toyota Auris, and a track-orientated, Audi, Golf 
GTi or Mini with some SA motorsport-specifi c tun-
ing and styling, so that youngsters could relate more 
closely to what they see on the track with the cars 
they see on the road?

Back then there were 250 or more private street 
drivers who were inspired by the likes of Serge 
Damseaux, Nico Bianco, Mike Briggs and Tony 
Viana, and as proud as punch to drive the cars that 
their heroes were using for track dust-ups.

And if you couldn’t aff ord the special model, at 
least it would draw you into the dealership, and may-
be you’d walk out the proud owner of a 1,3-litre demo 
model, but at least you were now part of the family.

Relationship-building, I believe it’s called. ■

SA’S Homologation Specials

Mike Briggs was a national media star 
back in 1992, thanks to the Superboss.
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