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to readers, neither the Editor, the 

Proprietors, nor the publishers 

can accept any responsibility for 

any damages or injury which may 

arise therefrom.

Th at was one of the main mes-
sage from Mr Detlef Braun, a 
member of the executive board of 
Messe Frankfurt, at the opening of 
Automechanika Johannesburg 2013, 
at Nasrec yesterday.

“Car and motorcycle owner-
ship in Africa has increased by 81% 
since 2006 and it has come with a 
host of opportunities for those busi-
nesses operating in the automotive 
aft ermarket.

We believe exhibiting at Auto-
mechanika Johannesburg is the right 
address for all those entrepreneurs 
and established businesses who want 
to benefi t from the growth poten-
tial of a continent that is growing 

its economy quickly and attracting 
extensive investment and infrastruc-
tural development.”

Messe Frankfurt, the German-based 
international exhibition and trade 
fair organiser and owner of the 

world renowned Automechanika 
brand name, is very pleased with 
the growth being shown in the 
Johannesburg edition of this trade 
fair for the automotive aft ermarket.

Speaking at the opening function 
for Automechanika Johannesburg at 
Expo Centre at Nasrec, Mr Braun,said 
that it was encouraging that in 2011 
there was a 30% increase in the num-
ber of exhibiters from the inaugural 

Look North into Africa, says 
Automechanika International Executive

Detlef Braun – encouraged by the growth shown by 
Automechanika Johannesburg.

continued on page 4 

“We are looking for 
incremental growth for 
this Johannesburg trade 
fair to come from African 
countries and this year 
the organisers have 
conducted extensive 
advertising programmes 
north of the border of 
South Africa, using radio 
and television as well as 
direct mail.”

“Car and motorcycle 
ownership in Africa 

has increased by 
81% since 2006 ...”

www.nags.co.za
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Editor’s Note
THE HEART OF THE BEAST

During the next few days at 
the Nasrec Expo Centre, south-
west of Johannesburg, key players 
in the South African motor indus-
try will be attendance at the third 
Automechanika Johannesburg, 
the showcase for the “workers” 
who keep our cars and trucks and 
buses rolling down the highways 
and by-ways.

Th e exhibition has little in the way of glamour by compari-
son to motor shows exhibiting the latest V12 supercars, but closer 
examination of this show reveals that, for a petrolhead with a 
hands-on approach to motoring, in many respects it is far more 
interesting than a parade of the latest models.

Here you’ll learn about the latest technologies in drive-trains, 
body construction and refurbishment, electronic hardware and 
soft ware, the latest in garage equipment and repair techniques, 
and so much more.

Wandering around the various stands and taking time to 
speak to the people manning them, you will get an insight into 
the diversity of the motor industry’s so-called aft ermarket. And 
you will learn a lot about what makes your latest hi-tech car tick, 
and what in fact keeps it ticking.

Th e strides in fuel economy and safety that have been, in a 
very real sense, motivated by government legislation in Europe 
and America, have led to some amazingly sophisticated technolo-
gies being developed to produce the modern motor car. Oft en 
these technologies are show-cased fi rst on expensive models like 
Mercedes-Benz’s S-Class and BMW’s 7 Series, to name but a few 
examples, and then they are trickled down to run of the mill af-
fordable shopping cars in a increasingly short amount of time.

Keeping up with this technology, if you happen to be in the 
maintenance, repair or components business is no game for sis-
sies. And given our increasing dependence on personal mobility, 
it’s going to get incrementally more complex in the next decade 
or so.

Added to this complexity of even the most basic models, the 
proliferation of brands and models in this country makes it one of 
the most challenging markets to operate in for those in the aft er-
market business. Hence the very real need for an exhibition like 
Automechanika Johannesburg, which serves to keep us in touch 
with who is doing what in the greater world of motoring

Stuart Johnston,
Editor
stujohn@autolive.co.za

To advertise in  contact

Bruno Lupini on 081 354 7212 or email him at bruno.lupini@gmail.com

Powered by independent electric motors in each of the rear wheels, eWheelDrive 
 technology off ers space under the hood that in conventional cars is occupied by the engine 
and transmission, and in electric cars by a central motor.

Th is technology could in the future support the development of a four-person car that 
only occupies the space of a two-person car today. At the same time, eWheelDrive steering 
system designs could enable vehicles to move sideways into parking spaces – a potential 
breakthrough as cities become more populated and congested.

“Th is is an exciting project to work on with Schaeffl  er because it potentially opens 
new options for the development of Zero Emission Vehicles with very effi  cient packaging 
and exceptional manoeuvrability,” said Pim van der Jagt, Ford’s director of Research & 
Advanced Engineering in Europe. “Looking forward, we have the opportunity to scope 
out the vehicle’s capabilities and how we might overcome some of the challenges presented 
by implementing the technology.”

With in-wheel motors, the components required for drive, deceleration and driver as-
sistance technologies are installed in an integrated wheel hub drive – including the electric 
motor, braking and cooling systems. 

Ford joined the project led by Schaeffl  er, the leading German-based automotive com-
ponent manufacturer and supplier, to investigate the potential for future vehicles 
that also could off er zero emissions, and more space for features such as additional 
protection zones. 

In-wheel electric motors are seen by many industry experts as a potentially important 
future technology enabler for city cars as the world becomes more crowded and urban-
ized. It is projected that by 2050 the number of people living in cities globally will have 
increased from 3.4 billion to 6.4 billion*; and the number of cars worldwide will have 
increased fourfold. 

“We face challenges that will have to be addressed through time, thought and in-
vestment,” said Sheryl Connelly, Ford’s global trends and futuring manager. “It is by 
starting to look at how we might meet those challenges through research projects such 
as eWheelDrive, that we ensure that we embrace a future of choice and not a future 
of constraint.”

Ford will next partner with Schaeffl  er, Continental, RWTH-Aachen and the 
University of Applied Sciences, Regensburg, on project MEHREN (Multimotor 
Electric Vehicle with Highest Room and Energy Effi  ciency) to develop two further 
driveable vehicles by 2015. Th e project aims to increase the integration of in-wheel 
motors in a car and will look at vehicle dynamics control, braking, stability and the 
fun-to-drive factor. ■

Cars That Behave Like Trolleys

Ford Motor Company and Schaeffl er torecently demonstrated 
the Fiesta-based eWheelDrive car, a driveable research 
vehicle that could lead to improvements in urban mobility and 
parking by making possible smaller, more agile cars.

“Looking forward, we have the opportunity to scope out the 
vehicle’s capabilities and how we might overcome some of 
the challenges presented by implementing the technology.”
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2009 show, while the number has grown a further 
12% between 2011 and 2013.

“It is also the right time for Automechanika 
Johannesburg to stabilise its name as the major 
B2B platform for the automotive aft ermarket on 
the African continent,” said Braun. “Previously it 
was known as Automechanika South Africa, but we 
have now decided to use the name of the city where 
the show is held instead of the country, as we do 
have more than one show in some countries, such 
as Russia,” explained Braun.

Th e member of the executive board of Messe 
Frankfurt added that the brand management of 
Automechanika was constantly looking at ways of 
keeping the brand fresh by adding areas of interest 
such as the latest addition of Truck Competence 

to highlight a growing area of interest for the 
automotive aft ermarket.

“We will also continue to promote innova-
tion and are pleased to see that the organisers of 
Automechanika Johannesburg have staged an 
Innovation Awards conference for the third time. 
Th e so-called environmentally-friendly Green 
technologies and e-mobility are also areas of focus 
at this trade fair for the third time.

“Th e automotive industry is working increasingly 
hard to combine mobility with environmental 

protection economic transport solutions, with 
component suppliers playing an increasingly im-
portant role as around 70% of a vehicle is produced 
in their plants these days,” added Braun.

In closing he stressed that Automechanika is the 
ideal platform for the key players in the global auto-
motive aft ermarket with 13 000 exhibitors present-
ing their products and solutions at these trade fairs 
globally each year, while half a million visitors be-
lieve in this brand which was founded in Germany 
in 1971.

“We will continue observing and analysing the 
world’s markets in the future to give international 
manufacturers and buyers the chance to make con-
tact with national companies and business partners. 
In particular we aim to off er small to medium-sized 
companies a launching pad into the emerging mar-
kets,” concluded Detlef Braun. ■

 continued from page 2

Automechanika sees itself as supporting the auto-
motive industry with its global competence. Th e 
biennial parent event in Frankfurt paves the way 
for exhibitors to access international growth mar-
kets that are individually presented by the various 
Automechanika fairs outside Germany. With a total 

of 12 events in 11 countries, Automechanika is the 
leading brand in the B2B trade fair sector.

Among them there are fairs with an interna-
tional visitor profi le such as Frankfurt, Dubai and 
Istanbul as well as others with a regional profi le 
such as St. Petersburg.

Th e Brand is supported by a global network of 
28 subsidiaries and approx. 50 international Sales 
Partners, giving it a presence for its customers in 
more than 150 countries.

History

Th e fi rst Automechanika took place in 1971 un-
der the title of the “International Exhibition 
for Automobile, Workshop, Filling Station and 
Garage Equipment”. Although originally planned 
as a replacement for the 45th Frankfurt Motor 
Show, which had to be cancelled, Automechanika 
received a very positive response right from the 
outset, particularly because of the large numbers 
of trade visitors. According to one of the exhibi-
tors at the inaugural event: “Th is is not a replace-
ment fair. It is a presentation of our industry that 
has been lacking for a long time. We just didn’t 
realise it.”

Globalisation 

Since then Automechanika has been held every two 
years alternately with the Frankfurt Motor Show 
and has now developed into a strong trade fair 
brand. In 1997, the fi rst trade fairs were established 
outside Germany, initially in China and Russia. 
Over 13 000 exhibitors and around half a million 
trade visitors take part, making Automechanika 
the most international trade fair brand in the 
B2B sector. ■

An Overview of Automechanika

Donovan Devine and Adam Paardenkooper of PFK Electronics, overall Automechanika 
Innovation award winners, fl anked by Barlow Manilal of AIDC and Michael Johannes, 
international brand manager for Automechanika. And two lovely hostesses.

The so-called environmentally-
friendly Green technologies and 

e-mobility are also areas of focus 
at this trade fair for the third time.
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continued on next page 

Automechanika Johannesburg is the country’s pre-
mier trade show for the motor industry, and is held 
every two years at the Johannesburg Expo Centre, 
at Nasrec.

Hunter’s HawkEye Elite Wheel Alignment 
System, developed in the US, won a silver certifi cate 
while two other locally manufactured products tied 
for bronze award status – Supreme Spring’s Cobra 
Coil-Over Suspension Kit and Powertech’s state-of-
the-art Willard IQ battery.

Six other products received certifi cates of com-
mendation for their pioneering qualities:

 ■ Fuel Cop’s Fuel Protection and Tracking 
Service;

 ■ Hella’s Powerbeam 1000 work light;
 ■ Hunter’s Road Force Touch Diagnostic 
Wheel Balancer as well its Quick-Check 
Alignment System;

 ■ KTR’s JBT-1 Universal Tester for starter 
motors and alternators;

 ■ Tracker’s SkyTrax Connected Car System.

Th e products were assessed by a jury comprising 
Dr Richard Beän of UNIDO; Christopher Crookes 
of Extra Dimensions; John Ellmore of the RMI; 
David Furlonger of the Financial Mail; Dr Norman 
Lamprecht of NAAMSA, Jeff  Osborne of the RMI 
and Roger Pitot of NAACAM.

“Th e overall quality of entries was high,” said 
Wynter Murdoch, convener of the Innovation 
Awards. “It was heartening, also, to see such a di-
versity of items in contention for top honours.”

In the eyes of the jury, PFK’s Autowatch 
Alcolock 740 WAB breathalyser immobiliser 

was perceived to represent a signifi cant step 
forward in the fi ght against drunk driving. Th e 
device, which is manufactured locally by the 
Durban-based company, is a refi nement of an 
earlier breathalyser immobiliser, the 720 TAB 
which, in 2009, was awarded a silver certifi cate in 
the competition.

Th e forerunner is exported to fi ve countries 
and has helped to establish internationally the com-
pany’s Autowatch Alcolock brand. Th e new prod-
uct – which will be introduced to the market from 
this month – diff ers from the original in that it is no 
longer a tethered unit but instead, wirelessly oper-
ated. It is also smaller, lighter and faster, with many 
new features.

Essentially, though, its aim remains similar – 
to prevent drivers who are over a stipulated alcohol 
limit from starting their vehicles and to deliver that 
data to a transport operator or owner.

SA Made Product Tops Innovation Award 
Honours at Automechanika Johannesburg
PFK Electronics’ Autowatch 740 WAB breathalyser immobiliser – a product 
designed, developed and manufactured in South Africa for local and 
global markets – was yesterday awarded top honours for innovation at 
Automechanika Johannesburg’s Innovation Awards 2013.

The top award-winning Alcolock 740 WAB.
Willard’s new IQ battery tied for 
third place.

The Hunter Allignment system took the 
runner-up award.

In the eyes of the jury, PFK’s 
Autowatch Alcolock 740 WAB 

breathalyser immobiliser 
was perceived to represent a 
signifi cant step forward in the 

fi ght against drunk driving.
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Tested for production over a period of 18 
months and found to be accurate and secure, 
complying with international standards, the 
740 WAB was described by jury members as a 
world leader: innovative, accurate, reliable and 
user-friendly.

“It is an outstanding product that promotes 
road safety by ensuring a vehicle driver’s sobri-
ety in a discreet yet effi  cient way,” the jury said in 
its assessment.

Missouri-based Hunter’s HawkEye Elite Wheel 
Alignment System – one of three of the brand’s 
products entered in the competition by importer 
Leaderquip – was deemed to represent an excellent 
combination of technology and functionality de-
signed to improve overall service effi  ciency in the 
alignment workshop environment.

“Th e product is capable of reducing set-up times 
to seconds rather than minutes, and incorpo-
rates many high-tech, cleverly designed, useful 
features aimed at helping to increase produc-
tivity,” the jury said. Quick-fi t adaptors, three-
dimensional targets, high-resolution cameras 
and powerful alignment soft ware are among the 
system’s facets.

Th e bronze award winners – Supreme Spring’s 
Cobra Coil-Over Suspension Kit and Powertech’s 
new Willard IQ battery – were similarly lauded. 
Th e Cobra kit, developed and manufactured on the 
East Rand, was perceived by the jury to be “well-
designed and engineered, aimed at helping to safe-
ly lower a vehicle’s ride height and, from a styling 
perspective, to promote aesthetic appeal” while the 
Port Elizabeth manufactured Willard product was 
described as “a premium quality, sealed, roll-over 
battery that off ers a range of useful high-tech fea-
tures, especially those aimed at facilitating better 
management of customer relations …”

In an address at Automechanika Johannesburg 
at the Innovation Awards presentation ceremony, 
Murdoch said: “Out of the dozens of entries re-
ceived in the competition, the products assessed 
as fi nalists were found to all contribute in one way 
or another to advancing automotive progress, ei-
ther by pioneering aspects of safety, environmen-
tal friendliness, or ease of use, or by making sig-
nifi cant breakthroughs in terms of development or 
benchmark standards.”

All of the products will be on display until 
Saturday at the Innovation Awards stand in Hall 6 
at Automechanika Johannesburg. ■

Wilken Communication Management was 
established in 1997 with the major focus of 
its 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

 continued from previous page

The Cobra Coil Over Kit, which we featured in AutoLive 43, tied for third place with 
Willard’s new battery.

The Cobra kit, developed and 
manufactured on the East Rand, 
was perceived by the jury to be 

“well-designed and engineered, 
aimed at helping to safely lower 

a vehicle’s ride height and, 
from a styling perspective, to 
promote aesthetic appeal”...

www.wilkencomm.co.za
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Barlow Manilal of AIDC and Michael Johannes, Automechanika’s international brand manager, congratulate Richard Amlimo of 
Supreme Spring, on receiving a bronze award in the Innovations competition.

Heavy hitters at Automechanika. Detlef Braun of Messe Frankurt, second from right, fl anked by Expo Centre’s Craig Newman, 
Raymond Burke and Ozzie Marucchi on extreme right.
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Th e steady fuel price increases over the past few 
years have brought increased risk for fl eet man-
agers,” says Dr David Molapo, head of Fleet 
Management within the Vehicle and Asset fi nance 
division of Standard Bank.

 “Th e average transaction for Standard Bank 
Fleet customers for fuel purchases has risen from 
R515 in January 2010 to R833 in December 2012 .”

With more than 700 000 fl eet cards in circula-
tion, the South African fl eet management industry 
is already a major force in off ering fl eet manage-
ment solutions. Th e use of pioneering technology 
is also seeing the industry evolve to being bet-
ter able to better control risk for customers, says 
Standard Bank.

Briefi ng media at the Standard Bank event, 
Dr.Molapo said that the application of technology 
was increasingly placing control of vital elements of 
a fl eet’s operations in the hands of fl eet managers 
and controllers.

He noted that some of the factors currently 
driving risks and challenges in the fl eet industry 
include the impact of rising fuel prices, the ability to 
effi  ciently manage vehicle maintenance costs, and 
the fl eet ownership versus leasing debate.

“Vehicle maintenance costs on average have 
also increased by approximately 17% from 2010 
to 2012.”

He says that the challenge for the industry in 
managing the increased costs is to ensure an ac-
curate view of any ineffi  ciencies in the operation 
of the fl eet. “Th is can translate into better moni-
toring of driver behavior, and optimising the re-
porting of fuel effi  ciency and other costs against 
national averages.”

In contrast with many European companies, 
many South African companies still own their ve-
hicle fl eets and therefore assume full responsibility 
for the costs of acquiring, running, maintaining 
and disposing of fl eet vehicles.

“Th is means that if vehicles are purchased for 
cash, it impacts on their cash fl ow,” Dr Molapo says. 
“Any unexpected vehicle maintenance and repair 
costs also have to be met by the company. And once 
vehicles need to be sold, any loss in value is borne by 
the company.”

In contrast, leasing off ers several options, including 
full maintenance leasing, that remove these risks 
from the company. Managing fuel costs and main-
tenance also becomes easier.

Th e evolution of technology in the industry 
means that fl eet managers can access customised, 
in-depth information on a regular, and in certain 
instances, real-time basis, via online platforms. 
Th ese include daily, weekly, and monthly reports on 
fuel cost data, and the ability to use predictive mod-
elling for the outcome of variances to their own fl eet 
and operational data.

“Th is allows for an accurate comparison of a 
fl eet’s performance against set parameters, or even 
against national averages for fuel consumption and 
effi  ciencies,” Dr Molapo says.

He notes that these reporting tools can also 
allow a manager to see if business rules are being 
transgressed by drivers. Standard Bank has seen 
signifi cant success with its transaction authorisa-
tion tool, which declines transactions at point of 
sale if they are outside pre-set parameters.

“Our statistics show that only a small percent-
age of these declined transactions are due to actual 

fraud. Th e remainder is due to the improper use of 
fl eet cards, which would have in most cases gone 
unnoticed by fl eet managers, and resulted in leak-
ages of revenue,” he says.

In March 2013 alone, a total R14.9 million in 
transactions were declined. Of this, transactions 
totaling only R2.8 million were approved aft er liais-
ing with the fl eet managers and controllers on the 
validity of the transactions. Only 2.44% of the de-
clined transactions were actually fraudulent, where 
lost, cloned or stolen cards were used.

With the increased focus globally on carbon 
emissions – and the increasing need to factor car-
bon taxes into costs – solutions are already being 
developed by the industry to address this new re-
porting need.

“Standard Bank is able to provide a unique car-
bon footprint analysis for a fl eet,” Dr Molapo says. 
“Not only will it assist with corporate reporting re-
quirements as they evolve, it also helps to identify 
vehicles or divisions within a company that cause 
increased carbon emissions. Appropriate solutions 
can then be developed.”

An emerging trend in the industry, especially glob-
ally, is the move to mobile solutions to fl eet manage-
ment needs. “Th is is certainly a fi eld that Standard 
Bank will explore as we refi ne our off erings to 
match new technologies,” Dr Molapo says.

Dr Molapo says that there is increasing aware-
ness in the industry that fl eet management princi-
ples must address all facets of risk mitigation, both 
current and emerging. “Th e test of a fl eet that is well 
managed is that it assists in delivering compelling 
results. Th is is only possible when appropriate man-
agement tools are used.” ■

Dr David Molapo, head of Standard Bank 
Fleet Management.

Fuel Fill-up Transactions Show 
Steep Rise in the Past 24 months

The average fuel fi ll up price recorded by fl eet managers in the past two 
years has increased by over 60 per cent. This was one of the facts to 
emerge from a round-table media briefi ng hosted by Standard Bank in 
Johannesburg in late April.

In contrast with many European 
companies, many South African 
companies still own their vehicle 
fl eets and therefore assume full 

responsibility for the costs of 
acquiring, running, maintaining 
and disposing of fl eet vehicles.

In March 2013 alone, a total 
R14.9 million in transactions were 

declined. Of this, transactions 
totaling only R2.8 million were 

approved after liaising with the 
fl eet managers and controllers on 

the validity of the transactions.
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Th e South African new car market increased by 4,1 
per cent in the fi rst three months of 2013, compared 
to the 2012 fi gures for the same period. Other sec-
tors within the South African economy were feeling 
the brunt of reduced consumer spending, and cost 
pressure caused by higher infl ation and fuel price 
increases, said Soundy.

As far as motor purchase are concerned, how-
ever, “consumers seem to be taking advantage of the 
low interest rate environment and clearly still have 
an appetite for secured credit”.

Vehicle sales still continue to be driven by pas-
senger vehicles and individual purchases, according 
to Standard Bank. As at February 2013, total vehicle 
instalment debtors and leases saw individuals make 
up 72 per cent of this fi gure.

“Th e majority of people applying for vehicle fi -
nance are between the ages of 18 and 45, constitut-
ing 62,4 per cent of the market,” says Soundy.

“Th ese consumers display the highest level of 
awareness about technical changes to vehicles tak-
ing place in the industry, as well as the brand of-
ferings available, and the legislation and fi nancial 
off erings.”

One of the results of this increased awareness is that 
manufacturers have ensured their vehicles are com-
petitively priced and off er the features demanded. 
Th is in turn has resulted in a diverse market con-
sisting of about 70 brands of passenger vehicle, with 
a choice of about 2 500 variants.

“About 65 per cent of consumers are purchasing 
cars that cost less than R200 000. Toyota, Hyundai 
and Volkswagen are some of the manufacturers that 
have met the need for buying economical vehicles, 
capturing 50 per cent of the new car market between 
them in this segment. Smaller engine vehicles (less 
than 1,7 litres) have seen the biggest growth in re-
cent times, growing by almost 12 per cent between 
2011 and 2012, compared to the growth of 9 per cent 
for medium (1,8 to 3,0 litres) and just one percent 
growth for large (greater than 3,0 litres) vehicles.”

Soundy noted that customers had addressed 
the aff ordability of monthly payments in diff erent 
ways, including fi nancing them over a longer period 
and using the Residual Value option. Th e National 
Credit Act has also resulted in fi nance contracts 
taken over longer terms, and the average contract 
was now 60 months, he said.

In the fi rst quarter of this year, Soundy noted 
that, while applications for vehicle fi nancing had 
increased, the number of applications that included 
deposits has declined. Rental and leasing options 
were also “gaining traction”.

“Astute consumers are well aware that a vehicle can-
not be deemed an asset. Th ey are shift ing the risk 
of vehicle ownership and residual values, and the 
responsibility of disposing of the vehicle at the end 
of the contract, to the fi nancer.” ■

Motor Market Prosperity Outstrips Other 
Sectors, says Standard Bank’s Sidney Soundy
It was notable that, compared 
to other sectors, the prosperity 
within the motor market was still 
substantial, said Sidney Soundy, 
Standard Bank’s head of Vehicle 
and Asset Finance, at a recent 
media briefi ng in Johannesburg.

Sidney Soundy, Standard Bank’s head of Vehicle and Asset Finance.
“The majority of people applying 

for vehicle fi nance are between the 
ages of 18 and 45, constituting 62,4 

per cent of the market, ... These 
consumers display the highest 

level of awareness about technical 
changes to vehicles taking place 

in the industry, as well as the 
brand offerings available, and the 
legislation and fi nancial offerings.”

Soundy noted that customers had 
addressed the affordability of monthly 
payments in different ways, including 
fi nancing them over a longer period 

and using the Residual Value option.



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

General Motors South Africa (GMSA) is working 
closely with various component and parts suppliers 
in the Nelson Mandela Bay Area to equip them with 
the knowledge and skills necessary to help them 
reduce energy consumption and save costs in their 
operations. 31 delegates attended a half day work-
shop at GMSA’s Kempston Road plant on Tuesday 
30th April representing 23 suppliers who manu-
facture parts and components for GM’s assembly 
plants in Port Elizabeth. Th e workshop comes aft er 
GM Utilities engineers conducted energy audits at 
some suppliers in an eff ort to identify opportunities 
to reduce consumption.

“We are working together with our suppliers 
as partners not only to reduce production costs but 

to also ensure that our suppliers have the most effi  -
cient and sustainable operations possible in terms of 
energy consumption,” says Craig Beetham, GMSA 
Energy and Utilities Co-ordinator.

Within manufacturing it’s the processes that 
consume the highest amount of energy. For ex-
ample at the GM Struandale plant the majority of 
consumption can be attributed to the paintshop 
which is responsible for 85% of energy consump-
tion at the Struandale plant. “Energy saving in the 
industrial processes is oft en under estimated and 
overlooked for general facilities such as lighting 
and air conditioning which are easily identifi able 
energy consumers.”

GM’s energy audits revealed that while some 
suppliers had good energy saving practises in place 
there was room for improvement particularly when 
it comes to energy consumed in the industrial pro-
cesses which oft en have the highest percentage of 
consumption in the industrial environment.

According to GM engineers, businesses can 
make signifi cant reduction in energy consumption 
through close scrutiny and analysis of high con-
sumption processes caused by oversized equipment, 
processes that involve heating, fans and pumps, 
compressed air and aft er hours consumption.

Beetham refers to a process which heats up 
water to illustrate how an ineffi  cient and poorly de-
signed process can cost a company money through 
unnecessary consumption. In a poorly designed 
process there might be small amounts of steam or 

vapour escaping from the machines or pumps. Th is 
according to Beetham can be expensive “a process 
losing one litre of water per minute through evap-
oration would require an additional 37 kW of en-
ergy to compensate for the loss which can add up 
to R200 000 per annum if ignored” says Beetham.

He adds, “we have found that there is oft en 
more value in time spent evaluating processes and 
looking to reduce energy consumption there rather 
than only focusing on general utilities. We chal-
lenge all our suppliers to look at every part of their 
industrial processes, and reassess their set-points 
for temperatures and pressure because this is where 
there’s oft en wasted energy in the system.” In addi-
tion to the cost saving benefi ts, there are oft en zero 
or minimal implementation costs involved with 
paybacks of less than 12 months when implement-
ing the changes. ■

General Motors South Africa and Suppliers 
Work to Reduce Energy Consumption

Suppliers interest. 31 delegates from 23 
different component suppliers attend a 
energy consumption and cost saving 
workshop at GMSA’s Kempston Road 
plant in Port Elizabeth.

Energy and Utilities Co-ordinator, 
Craig Beetham.

www.transunion.co.za
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Ford South Africa Bids 
Farewell to Dean Stoneley

Dean Stoneley,Ford Motor Company of Southern 
Africa (FMCSA) incumbent Vice President 
Marketing, Sales and Service, has been ap-
pointed as Manager, Business Strategy Offi  ce, 
Global Marketing, Sales and Service, based in 
Dearborn Michigan. 

“It is with great sadness that we say farewell 
to Dean. While we will certainly feel the loss, he 
has a fantastic opportunity based at Ford Motor 
Company’s head offi  ce in America and we wish him 
every success in his new role,” said Jeff  Nemeth, 
president and CEO, Ford Motor Company of 
Southern Africa.

Stoneley joined FMCSA in 2010. During his 
tenure Ford reached its highest share in seven 
years and successfully launched the locally built 
Ford Ranger, which has set and broken sales re-
cords every month. Figo, Focus ST, Kuga and 
Transit as well as Mazda’s BT-50 and CX-5 are 
among the other introductions successfully intro-
duced under Stoneley’s watch. 

Stoneley began his career at Ford in a series of 

sales positions within Ford of Canada’s Central, 
Pacifi c and Great Lakes regions before relocating to 
Dearborn as a marketing brand manager for Ford 
and Lincoln.

During his four years in Dearborn, Stoneley 
was responsible for numerous product launches in-
cluding the Ford GT, Mustang, and Focus. He also 
led the Ford Fusion launch in Canada and received 
an award in 2006 from Alan Mulally, president 
and CEO of Ford Motor Company, in recognition 
of his success. Mulally also awarded Stoneley and 
his team with the 2007 global marketing award for 
“Fueling Growth in Canada.”

Peugeot Bloemfontein ‘s Hat-trick

Th e 2013 Peugeot Dealer of the Year accolade has 
been awarded to Peugeot Bloemfontein. A de-
lighted Philip Bodenstein, Dealer Principal of 
the facility, received this top award for the third 
consecutive time.

Second place went to Shaun Bouchier, Dealer 
Principal of Peugeot East London, while third 
place was awarded to Johnathan McConkey, Dealer 

Principal of Peugeot Port Elizabeth. Fourth and 
fi ft h place was awarded to Frans van der Linde 
of Peugeot Vereeniging and Justin Mangan of 
Peugeot Pinetown respectively.

Th e role of our dealer network in making the 
connection with customers, and delivering excel-
lent service in every facet of their business is criti-
cal to their own success and ultimately ours,” said 
Francis Harnie, Managing Director of Peugeot 
South Africa.

Volkswagen Sasolracing 
navigator Guy Hodgson 
retires from competition

Guy Hodgson, a stalwart of the Volkswagen rally 
team has decided to take a step back from the 
limelight of the national rally stage. Hodgson, a 
navigator who has achieved national and provincial 
colours in the sport, has been in the seat alongside 
Enzo Kuun for 15 years, many of these under the 
Volkswagen banner.

“Motorsport, and rallying specifi cally, is more 
than a sport,” says Hodgson. “It is my passion and 
I have been privileged to share that passion both 
in South Africa and internationally. I believe that 
along with the passion for rallying comes a respon-
sibility to step off  the stage when the time comes.”

While Hodgson has chosen to retire from 
the navigator’s seat, his involvement in rally-
ing will not stop – and already his calendar is 
being organised for his role in the Volkswagen 
Sasolracing team.

“Guy is a valuable member of the rally team,” 
says Mike Rowe, head of Volkswagen Motorsport. 

People

Philip Bodenstein, 2013 Peugeot Dealer 
of the Year, and Peugeot SA MD 
Francis Harnie.

Dean Stoneley, pictured at JIMS with the 
new Ranger in 2011.

Guy Hodgson will play an advisory role 
at VW’s SA Motorsport team for the 
remainder of 2013.

Guy Hodgson and Enzo Kuun, competing in the Polo on Guy’s fi nal rally in KZN this 
year, just before a big shunt.
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“While he retires from active duty as a naviga-
tor, we are unwilling to squander his years of 
 experience and will be putting that to use in 
the future.”

“Th e role a navigator plays on the stages is cru-
cial, their responsibility extends far beyond calling 
instructions,” says Rowe. “Guy is a highly talented 
navigator, one of the few to have set the standard for 
future generations – who will do well by following 
the example.”

Hodgson won a number of national champion-
ship titles with Kuun, and also achieved Springbok 
colours in 1987 when he won the Tulip Rally navi-
gating for Dutch driver John Bosch in an Audi 
A2 quattro.

“Th e Tulip Rally was one of the biggest rallies in 
the world,” says Hodgson. “Rally teams well know 
the tulip insignia which they oft en refer to in their 
rally notes and route schedules. Th e Tulip Rally is 
where the reference to the tulip originates.”

Hodgson’s decision to retire came aft er a big ac-
cident in the 2013 Total Rally in KZN at the start 
of this season. His place in the VW team has been 
fi lled by another champion navigator, Douglas 
Judd, who has come out of retirement.

Potchefstroom’s Brad Binder 
gets a fourth at the Spanish 
Moto3 Grand Prix

An excellent fourth place result at the Gran Premio de 
Espana this past weekend has cemented Brad Binder’s 
position as the top Honda rider in the Moto 3 World 
Championship. Brad’s magnifi cent ride at Jerez on 
his Ambrogio Racing Sutyer Honda and his fourth 
place fi nish has elevated him to sixth in the World 
Standings. Brad currently has 24 Championship 
Points and is the only Honda Rider in the Top 10.

A fi ne fourth position in qualifying meant that 
Brad was in prime position to latch onto Spanish 
home favourites Rins, Vinales and Salom and try 
to stick with them for as long as possible. Brad was 
able to stick with the Spanish trio, and lightning 
starter Jonas Folger, for the fi rst few laps before get-
ting involved in a battle with Jack Miller. Th e fi rst 
half of the race saw Brad and Jack fi ghting hard, al-
lowing Nikolas Ajo and the Mahindra pair to catch 
up. Keeping his cool, Brad stuck with the group and 
fought where he and bike were strong, pulling a small 
gap. A crash between Oliveira and Miller allowed 
Binder to escape and race a lonely 4th before the race 
was red fl agged due to an incident with Alan Techer.

“ I just want to say thanks to the team, they 
worked great all weekend. Fourth in qualifying 
made the whole race a lot easier, not having to 
battle through other riders. Jack and I were really 
fi ghting and I saw Ajo and the others gaining, 
then we got into a huge battle. Th e crash between 
Miller and Miguel allowed me to pull away a lot, 
and from there I just kept my head down. It’s a 
great result, especially this early in the season. 
I’m really happy with how this weekend went and 
we’re carrying a lot of confi dence into the next 
race. Also a big thanks to all of my sponsors–they 
make it possible for me to live my dream.” ■

Bruno Lupini is our go-to man when it comes to 
advertising in AutoLive. Bruno has been involved 
for over a decade in automotive publications, and he 
comes from a family that has deep connections with 
motoring and motorsport going back three genera-
tions. Bruno’s contact details are: 
E-mail: bruno.lupini@gmail.com 
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
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 ■ 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 ■
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 continued from previous page

Brad-Binder, SA’s young MotoGP hope.

People
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BY KIERAN RENNIE

You can’t reinvent the wheel. But that hasn’t stopped 
motor manufacturers the world over trying to make 
it roll a little smoother, and look a little cooler.

Audi has recently launched its new A3 
Sportback here in SA. And it’s an all-new Sportback, 
following on the launch of the redesigned A3 three-
door, launched here in mid November 2012. Hatch-
mad South Africans swarmed all over the fi ve door 
derivative when it fi rst made its appearance here 
in 2005. Sales fi gures were strong from the get-go, 
and have improved steadily (world fi nancial crisis 
notwithstanding) ever since. While the new model 
breaks no moulds, improvements are manifold.

Th e initial, all-new third-generation line-up in-
cludes two petrol engines, 1.4TFSI and 1.8TFSI, and 
one oil burner, the 1.6TDI. Th e 1.4 is available in 
Manual and S Tronic, while the TDI and the 1.8 are 
only currently on off er with the very slick S Tronic 
auto box. August of 2013 will see the introduction 
of the 1.2, 1.8 Manual, S3, and Quattro options. 
Pricing starts at R290 500 for the 1.4TFSI Manual 
and climbs to R339 000 for the 1.8TFSI S Tronic. 
Audi’s Freeway Plan is not only a “nice to have”, 
it’s a must when owning a car like this. It pays for 
everything service related, save “between service” 
fl uids, glass repair and tires. Th e 5 year/100 00km 
plan is standard across the range and is extendable 
to 7 years/200 000km.

Performance is, as we’ve come to expect, very 
strong with the little diesel zooting its way to 
100km/h in a claimed 10.9 sec and topping out at 
194km/h. Th e 132KW 1.8TSFI apparently rips past 
the (metric) ton in just 7.3 secs and continues on to 
a top speed of 232km/h. It is however, the wee 90kw 
1.4TSFI which impressed me most. Obviously the 
0–100 time of just over 9 secs and fl at out eff ort of 
203km/h don’t match the fi gures of the bigger mill, 
but on the road it doesn’t feel that much slower. Th e 
response and willingness of an engine this size is a 
testament to the progress that modern motor engi-
neering aff ords us.

Audi has begun building its compact hatch (and 
soon to be released, A3 sedan) on what it calls the 
“Variabel” platform system. Simply put, it’s one 
platform, stretched or shortened where necessary 
(the A3 Sportback utilizing a longer wheelbase than 
the 3 door). Th e benefi ts, we’re told, are lower cost 
and weight. Now while we certainly don’t see the 
windscreen sticker price coming down, the weight 
has been signifi cantly shaved by as much as 90kg 
compared to the previous generation car, improving 

dynamics and fuel consumption; the TDI sipping a 
claimed 3.9l per 100 (what’s the point of a hybrid?). 
Th e 1.4TSFI S Tronic apparently asks just 5l per 100 
(do you still need a hybrid?). Both cars’ minimal 
emissions make them exempt from CO2 tax. Th e 
1.8 is equally frugal using a claimed average of 5.6l 
per 100.

Ingolstad hasn’t always managed to nail the 
styling squarely on the head (current entry level 
A4s being a case in point), and I get the feeling 
that the latest Mercedes Benz A Class will be the 
prom queen with the Beemer and the Audi left  
sulking jealously in a huddle in the corner of the 
mall parking lot, but the Sportback is undoubt-
ably a good-looking car. Th e revised shape of the 
LED daytime running light strip in the headlight 
cluster further accentuates the now familiar and 
attractive single frame grille, giving the car pur-
pose, intent. Th e “Tornado line” adds muscle to the 
fl anks while the slimmer tail-lights and sharper 
angles give the Sportback’s rump a more aggres-
sive voice. Lose the “standard” wheels, add a set of 
Audi’s 5-arm Dynamic Design rims, and you’ll be 
turning heads.

A common bug-bear of all the cars in this 
segment is the issue of standard equipment vs the 
pricey options list. With the Sportback, Audi’s 
award winning (and easy to use) MMI modular in-
fotainment platform is thankfully included across 
the range, as are features like the multifunction 
steering wheel, bluetooth, voice control and au-
dio streaming. You’re still going to need deeper 
pockets however for the dual-zone climate con-
trol; Drive Select with the Effi  ciency programme 
(Audi’s drive mode and stop-start system); an ex-
terior aluminium pack; or sports seats. I can’t help 
feeling that the Teutonic trio continue to leave the 
door open for Lexus (and others) by not fl eshing 
out the “base” model a little more. Th ese are, aft er 
all, luxury brands.

Th e Sportback is, in conclusion, a very attractive 
machine. Performance is impressive with claimed 
fuel consumption fi gures that are headline grabbing 
. It’s understated, yet truly handsome. Ride is taut, 
but not off ensive. Levels of grip and balance plant 
the car to the road in a way that 99% of drivers could 
and should never exceed on public roads. Comfort 
and crash safety are well sorted.

I was beginning to think that it was only my in-
herent anarchistic streak that made me root for the 
Audi over the Merc and the BMW. An aft ernoon in 
the unbeatable Cape Town summer sun, on some 
not too pot-holed twisty roads, however, has me 
leaning even more toward the A3 Sportback. ■

The Sport’s Back!

Audi’s new Sportback pictured with standard-issue Table Mountain backdrop, 
something us Gautenger’s use at every opportunity.

Performance is, as we’ve come 
to expect, very strong with the 

little diesel zooting its way to 
100km/h in a claimed 10.9 sec 

and topping out at 194km/h.
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Highlight of the 2013 Toyota Enviro Outreach, the 
fi ft h in the annual scientifi c study programme that 
seeks to safeguard South Africa’s natural wealth 
and reduce biodiversity loss, was the discovery of a 
rare species of plant last seen seven years ago.

Th eir common purpose was to document and 
DNA barcode the fl ora of the region and during 
their visit they collected more than 500 individu-
al plants representing 400 species. Th ey found a 
few plants they did not expect, like the new spe-
cies of Trachyandra discovered in the Gamsberg 
Mountains near Aggenys and Eragrostis sarmen-
tosa, collected at Raap en Skraap, which is the fi rst 
distribution record for this species in the area.

When the tiny Trachyandra bulb was fi rst 
discovered in 2006 there were no photographs 
taken or samples gathered to support the fi nd-
ing. Consequently it could not be recognised as a 
new species. Th e sample gathered during Toyota’s 
Enviro Outreach will now be used to confi rm the 
authenticity of the new species and this will be 

added to the 100 or more new species found annu-
ally in South Africa.  

“It will be exciting to follow the classifi cation 
process and to know that Toyota Enviro Outreach 
played a signifi cant role in this achievement,” said 
Prof Michelle van der Bank of the African Centre 
for DNA Barcoding (ACDB) in the Department 
of Botany and Biotechnology at the University of 
Johannesburg, who was the lead scientist on the 
project. Th e team of scientists will now spend the 
next few months sorting, identifying and DNA bar-
coding their plant collections.

Th e project forms part of the International 
Barcode of Life Project (iBOL). All the data gener-
ated will be uploaded on to the Barcode of Life Data 
Systems (BOLD), an online informatics platform, 
where it will become part of a growing reference 
library of DNA barcodes for South African plants 
and animals that will be freely available for use 
by the broader scientifi c and amateur naturalist 
communities.

“On behalf of the scientifi c team and our part-
ners from the International Barcode of Life project 
I wish to express my deep gratitude to Toyota South 
Africa Motors for providing a fl eet of vehicles and 
the unique opportunity through the Toyota Enviro 
Outreach to collect samples for DNA barcoding and 
to document the fl ora of the Northern Cape, where 
access is usually diffi  cult if not impossible,” said 
Prof Van der Bank.

For additional information, go to:
 ■ African Centre for DNA Barcoding – 

http://www.acdb.co.za
 ■ iBol project–http://ibol.org
 ■ Toyota Enviro Outreach 2011 –

 http://www.toyotaoutreach.com
 ■ ispot southern Africa – 

http://www.ispot.org.za/
 ■ Global Strategy for Plant Conservation – 

http://www.plants2020.net/ ■

Toyota Enviro Outreach Scientists 
Discover New Species of Plant

Toyota Enviroreach Scientists and media members admire the re-discovered plant.

Scientists and students from the University of Johannesburg, the South African National Biodiversity Institute, 
University of Pretoria and University of Cape Town spent a fortnight in April visiting several fl oristically interesting 
sites in the extremely arid Gariep and Upper Nama-Karoo regions of the Northern Cape.
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Snippets

SO FAR, SO GOOD FOR FAW 
PASSENGER CARS IN SA

Th e initial range of FAW passenger cars and light 
commercials to be launched in South Africa, the 
Sirius, has been well received says the general man-
ager for FAW South Africa’s LCV and passenger car 
ranges, Pedro Pereira.

Priced at R149  995 for the panel van and 
R159  995 for the Sirius people-carrier, these 
two 1,3-litre models were introduced to the lo-
cal market at the beginning of the year and 
are seen by FAW as competitors to the Toyota 
Avanza models

Two B-segment hatchback V2 models are cur-
rently being tested in South Africa by Chinese en-
gineers and FAW SA technical representatives, to 
confi rm suitability under local conditions prior to 
public launch. Th e next FAW car to arrive in SA af-
ter the V2 hatch will be the Oley small sedan, which 
will join the line-up by mid-year.

To date there are 17 FAW dealers in the exist-
ing AMH multi-franchise network in South Africa 
as well as three independent outlets in Witbank, 
Nelspruit and Shelly Beach

FAW’s manufacturing facility in the Coega 
Industrial Development Zone, near Port 
Elizabeth is due to be completed by December 
this year. Th e plant aims to have an initial an-
nual output of 5  000 trucks a year, with pas-
senger cars and light commercials going into 

production in the future. Initial investment ex-
ceeds R600-million.

Th e FAW Group, of China, which was estab-
lished 50 years ago, is already a global pace-setter 
in terms of vehicle manufacture, having made 
3,6-million vehicles in 2012, 64% of them being 
passenger cars. Th is was a huge jump from the 
2,6-million vehicles produced in 2011 and a quan-
tum jump from total production of 1,5-million 
units in 2008.

Although FAW is a relative newcomer to the global 
vehicle manufacturing industry – it only started 
making trucks in 1956 and two years later made 
China’s fi rst passenger car – the company’s pro-
gress in growing production volume has been 
phenomenal. It now employs more than 130  000 
people worldwide. ■

A CAR CAN BE TOO CHEAP
A car can be priced too cheap. Th is is the lesson 
learned by the giant Indian conglomerate, Tata, with 
its Nano minicar that started out selling US$2 000 
when launched in 2008 and now costs US$2 600. It 

seems buyers don’t want to be linked to a cheapie, 
according to an article in Bloomberg Businessweek.

Th e target market was those people riding 
scooters and motorcycles, but it seems the egg-
shaped Nano is not seen as a proper car, but rather 
as something between a two-wheeler and a car. It 
has sold only 230 000 units to date, with sales this 
year having plummeted almost 30% below the 
2012 level.

Now it seems Tata will have to come up with 
a better equipped entry level car to take on the 
successful contenders from Hyundai and Maruti 
Suzuki. It would need power steering, air condi-
tioning and electric windows. Th is would push the 
price up towards US$5 000 and Tata, which owns 
Jaguar and Land Rover, will not have the captive 
market it had hoped for. ■

CAR MAKERS MOVE 
INTO SILICON VALLEY
Th e huge amount of electronic technology be-
ing built into cars these days has caused a rush by 
manufacturers to set up research and development 
(R&D) operations in the famous Silicon Valley in  
California. Renault-Nissan is the latest to move 
there, following BMW (1998), Volkswagen (1998), 
Tesla electric cars (2003), General Motors (2006), 
Ford and Toyota (2012). Google also has a facility 
there for developing its driverless cars. ■

FAW’s dated-looking MPV is selling well, according to the importers.

The next FAW car to arrive in 
SA after the V2 hatch will be the 

Oley small sedan, which will 
join the line-up by mid-year.
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Snippets

To advertise in  contact

Bruno Lupini on 081 354 7212 or email him at bruno.lupini@gmail.com

TOP SKILLS DEVELOPMENT 
AWARD FOR VWSA
Volkswagen Group South Africa’s (VWSA) has 
won the coveted Skills Development award – beat-
ing other major contenders such as First Rand, 
KPMG and NetCare. Recognised as the coun-
try’s most infl uential empowerment accolade, 
the Oliver Empowerment Awards identify and 
acknowledge empowerment leadership and in-
novation. Th e awards celebrate companies and 
individuals in the public and private sectors 
which excel in job creation, entrepreneurship and 
enterprise development.

VWSA director of corporate and government 
aff airs, Nonkqubela Maliza, said the company 
would continue to strive towards employee skills 
development. “VWSA not only focusses on employ-
ment equity and management matters pertaining to 
empowerment, but we have also invested heavily in 
skills development, training, education and enter-
prise development,” she said, adding that the com-
pany had invested about R450-million in various 
training and skills development initiatives between 
2006 and the end of 2011. ■

BOSTON SUSPECT CAUGHT 
BY CAR TECHNOLOGY
Th e factory-installed GPS system in a Mercedes-
Benz M-Class enabled the police to track the vehicle 
used by the Boston Marathon suspect as a getaway 
car aft er a carjacking.

Th e police called on Mercedes-Benz US to ac-
tivate the GPS system remotely and this led them 
to the car and subsequently led them to the area 
where the suspect was located. Th e shoot out in 
which Taerian Tsarnaev was killed occurred about 
an hour aft er the car was traced. ■

CHRYSLER’S ENVIRO AWARD
Chrysler SA was recently awarded the runners-
up award in an international environmental 
leadership competition conducted by the par-
ent company in the US. Th ere were 64 entries 
in the category for extraordinary eff orts for 

environmental responsibility and the local com-
pany came second.

It related to the “Go Green with Jeep” glass 
recycling initiative which started in July 2012. 
Th e award itself was a glass plaque mounted on 
a plinth made of hardwood reclaimed from the 
Great Lakes. ■

HYUNDAI IX35 BACK ON BOX
Supply constraints have meant that Hyundai SA 
has not had to advertise its very popular iX35 SUV 
since the original burst of advertising at launch. 
Now that a move has been made to source these 
models from Hyundai’s operation in the Czech 
Republic, with the benefi t of higher volumes, the 
company has just got back on television. Recently 
Hyundai SA launched a fast-moving advertisement 
highlighting the iX35’s many features, including 
the reversing camera. ■

INDUSTRIAL ESPIONAGE
A Chinese couple has been sentenced to jail in 
the US for stealing documents on electric hybrid 

vehicles from General Motors. Shanshan Du, a GM 
engineer, and her husband, Yu Qin, stole more than 
16 000 pages of documentation on hybrid technol-
ogy in 2005 which they intended to sell to Chinese 
vehicle manufacturer Chery.

Th e documentation was also part of a li-
censing agreement with BMW and the then 
DaimlerChrysler was valued at about US$50-
million. Th e wife got a 12-month sentence and the 
husband was sent down for 36 months. ■

VWSA Director of Corporate and Government affairs, Nonkqubela Maliza accepts the 
coveted Skills Development Award from Transnet’s Sibusiso Ngomane, senior manager 
for marketing and communications.

With ix35s now being supplied from 
Hyundai’s Czech Republic plant, supply 
has greatly improved.
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Working Wheels

Hino SA, together with long standing supplier 
Busmark 2000 have developed a new range of Hino 
300-based buses which uses high strength light 
alloys to bring down the mass of the vehicles and 
so provide additional carrying capacity. Although 
lighter materials are used the high strength of these 
super alloys ensures the structural integrity of the 
buses is retained, which is most important as they 
are people carriers.

“Using the new construction methods the car-
rying capacity of the new Hino 300 based buses 
will increase with up to 4 extra passengers, depend-
ing on the selection of optional extras like rear air 
conditioning. Th ere are plans to develop a longer 
wheelbase model which will lift  carrying capacity 
even more.

“Th ese new buses also feature attractive new 
looks that are more aerodynamic and the resultant 
benefi t in fuel saving will translate to savings on the 
cost per passenger transported,” added Dr. Kruger.

Th ese medium sized buses will be ideal for 
transport of school sport teams and smaller groups 
of company staff , as well as for supplying on govern-
ment and other tenders.

Th e Hino vice president was very upbeat when 
he gave details of the signifi cant investments being 
made by dealers in new and upgraded premises. An 
impressive 43% of the Hino dealer network have in-
vested or will invest in their premises in the period 
2010-2014, with the total investment over the period 
running to well over a hundred million rand.

Dealerships in Middelburg, Nelspruit and Piet 
Retief were upgraded in the 2010/11 period, while sev-
en more were erected or upgraded in 2012, located in 

East London, Okahandja, Lichtenburg, Empangeni, 
Ladysmith, West Rand and Francistown.

Th is year no fewer than nine Hino out-
lets will be built or upgraded, being those in 
Parow, Lydenburg, Wadeville (previously the 
Tyco facility), Oranje (Bloemfontein), Kungwini 
(Bronkhorstspruit), Isando (a new dealer and the 
fi rst in the Super Group), Midrand, Windhoek 
(Pupkewitz), Malalane and Potchefstroom. Th ese 
developments alone will cost in the region of R60-
million. At least three more dealerships will be built 
or upgraded in 2014.

Dr. Kruger said that besides the bus develop-
ment Hino SA would introduce a 500-Series tipper 
to the product line-up next month. Based on the 

1626 model, the 15.5-ton GVM tipper will be priced 
at a competitive R571 771, and will fi ll an impor-
tant gap in the range. Later in the year there will be 
some changes to the 700-Series in the extra-heavy 
category with the addition of 8x4 and freight car-
rier models.

Th e Hino vice president went on to say 
that further product news would be revealed 
at the Johannesburg International Motor Show 
in October.

Strong sales in 2013

Hino SA’s sales in the fi rst quarter are up 20,5% over 
the same period last year, when there were stock 
shortages of the then-new 300-Series as production 
was ramped up at the factory in Prospecton.

Hino’s sales jumped from 868 in the period 
January-March 2012 to 1 046 in the fi rst three 
months of 2013, which compared to a rise of only 
1,2% in the overall truck market in SA during 
this period.

Th e vice president of Hino SA, Dr. Casper 
Kruger, said at a recent media briefi ng that that 
the major growth in the fi rst quarter of 2013 was in 
the medium sector, where the combination of the 
Hino 300 and the related Toyota Dyna is the market 
leader. Th e overall MCV market grew by 5%, with 
Hino’s sales up 25,3%.

Sales in the heavy truck segment increased 
overall by 0,3% with Hino’s 500-Series growing 
by 19,1%. Th e extra-heavy truck market was at the 
same level as a year previously. Hino remains at 
No. 2 in the overall truck market behind Mercedes-
Benz SA. ■

Hino Strengthens Offering in Bus Market

Scania’s tough new P410 and G460 are destined for the Nampo 
agricultural show at Bothaville on May 14 to 17.

The result of the collobaration between Hino and Busmark – a 
neat, medium-sized bus.

Hino SA vice president, Dr. Casper Kruger
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Working Wheels

BY ROGER HOUGHTON

Iveco, which dropped off  the radar as a signifi cant 
player in South Africa the SA truck and bus market 
in recent years, just as International Trucks (now 
NC2) has done, has its renaissance well under way 
and is on course to be a strong contender in both the 
local and African markets going forward.

Bob Lowden has been heading up Iveco South 
Africa for just over a year, but has already made a 
big impact on the company, including almost dou-
bling sales from 2011 to 2012 and is aiming for a 
further 50% growth in 2013.

Th e company also recently became a 60% 
shareholder in a R600-million joint venture with 
the Larimar Group, which is primarily in public 
transport (PUTCO), but is also a bus body builder.

Th e JV includes refurbishing and commission-
ing the ex-Truckmakers manufacturing plant in 
Rosslyn to assemble Iveco trucks, coaches and bus-
es, creating over 1 000 new jobs. Initial production 
capacity will be 5  500 units a year, building both 
right- and left -hand drive models for the Southern 
African markets.

British-born Lowden, a qualifi ed engineer 
who also has a degree in business economics, 
has worked for Iveco for more than 20 years. He 
was previously stationed in Scandinavia. He says 
this JV with Larimar is a strong indication of 

Iveco’s long term commitment to the local and 
African markets.

On arrival here last February he restructured 
the organisation of the company. Almost 70% of the 
management team was changed and he made some 
key appointments. His new approach bore fruit al-
most immediately, with sales of 1 217 units last year, 
compared to only 780 units retailed in 2011.

Th e company now has 55 employees with its 
headquarters in Midrand.

Th ere are currently 28 full dealers and 40 ser-
vice facilities. A search is on for more dealers to 
increase the footprint, while a dealer improvement 
programme is being implemented to lift  service 

levels to customers. Lowden is also responsible for 
sales in 18 right-hand drive countries in Africa and 
has his team currently drawing up 5-year plans for 
each market. Th e roll-out of an African off ensive 
will begin later this year.

A good example of Lowden’s approach to doing 
business is the introduction of the four-wheel drive 
Daily high performance off -road truck. He says the 
initial thinking was to bring in a few of these im-
pressive off -roaders, with 24 forward gears and four 
reverse., to test the market and as a brand builder, 
but Lowden had other ideas and ordered 150 units 
from Iveco’s Italian factory.

“Th is meant we had to go looking for business 
in a totally new market,” explained the Iveco senior 
executive. “Th e result is that we already had 90 units 
ordered before the arrival of our fi rst shipment. Th e 
Daily 4x4 is a niche model with 100% gradeability, 
with applications in a number of areas, including, 
fi re fi ghting, rescue, ambulance, a camper and con-
struction, while the fi tment of a power take-off  can 
increase the potential market signifi cantly.

More new models will be introduced locally 
in the course of the year, including the European 
Truck of the Year Stralis in the extra-heavy seg-
ment. Th e new Stralis range will include both on-
highway and off -road models

In Europe recently, a total of 20 Stralis HiWay 
trucks were presented to MotoGP contenders to 
transport their racing motorcycle machinery to 
races in Europe. Present at the delivery ceremo-
ny to the Yamaha Team at last weekend’s Spanish 
MotorGP round were Lin Jarvis, Managing di-
rector of Yamaha Racing, riders Valentino Rossi 
and Jorge Lorenzo, and Carmelo Ezpeleta, CEO 
of MotoGP series owners Dorner Sports. ■

No-nonsense Brit Bob Lowden has seen Iveco sales almost double since he took over 
the helm in SA a year ago.

Iveco’s Renaissance Well Under Way in SA

Iveco MotoGP’s Truck of the Year with MotoGP riders Rossi and Lorenzo in the blue 
jackets.
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Overall vehicle sales for April benefi ted from addi-
tional selling days compared to April 2012, which 
had been aff ected by the Easter holidays sales of 
50 920 units and showed an encouraging increase 
of 19,5% or 8 312 vehicles from the 42 608 units sold 
in April last year. Overall, out of the total detailed 
(disaggregated) reported Industry sales of 50  920 
vehicles, 45 938 units or 90,2% represented dealer 
sales, 3,8% represented sales to the vehicle rental 
Industry, 2,1% to government and 3,9 % to Industry 
corporate fl eets.

A total of 34 346 new cars were sold which rep-
resents an improvement 16,4% compared over April 
last year.

Sales of new light commercial vehicles, bakkies 
and mini buses at 14 045 units during April 2013 re-
fl ected an increase of 27,6% compared to the num-
ber of LCVs sold during the corresponding month 
last year.

Sales of vehicles in the medium and heavy 
truck segments of the Industry at 904 units and 1 
625 units, respectively, had recorded an increase of 
173 units or 23,7 % in the case of medium commer-
cial vehicles, and an increase of 271 units or 20% in 
the case of heavy trucks and buses, compared to the 
corresponding month last year.

Toyota had a bumper month in terms of both 
overall vehicle sales and exports, with 9 896 units 
sold in SA and 7 222 units exported for a combined 
total of 17 118 units. Volkswagen sold 9 342 units lo-
cally and shipped 3 051 abroad for a combined total 
of 12 393 units.

Th is strong performance saw Toyota, the top-
selling manufacturer in SA since 1980, extend its 
year-to-date lead over arch-rival Volkswagen to 
3 445 units, compared to a diff erence of a scant 538 
units a year previously.

However Volkswagen was particularly domi-
nant in the passenger car market, selling 8 463 units 
for a 24.6% share of this market, with Toyota second 
with 4 770 units sold., which equated to 13.9%.

But it was in the one-ton bakkie market that 
Toyota’s Hilux put its stamp and kept Toyota in the 

year-to-date lead, with the long-running SA favour-
ite selling 3 227 units despite the arrival of the new 
Isuzu KB, which sold 1 047 units. Th is left  the new 
model far behind Ford’s Ranger (1 787 units sold), 
with Volkswagen’s extended Amarok range still 
trailing the competition with only 589 units sold 
in April.

Industry new vehicle exports during April, 
2013 at 22 907 rose by 29,7% compared to the 17 657 
vehicles exported in April last year. Over the bal-
ance of the year, the momentum of vehicle exports 
was expected to continue improving and particu-
larly exports of light commercial vehicles should 
increase substantially during 2013.

Th e medium term outlook for the automotive 
sector would continue to be aff ected by new vehicle 
pricing pressures as a result of the weaker exchange 
rate and the April, 2013 increase in CO2 vehicle 
emissions taxes on cars and certain categories of 
light commercials. Th is was expected to result in 
some moderation in the rate of growth in sales over 
the balance of the year.

However, various factors should lend support 
to the industry and these included the low interest 
rate environment, low debt servicing costs, strong 
replacement demand, the highly competitive trad-
ing environment with attractive incentives and 
high tech new model introductions. On the other 

hand, rising infl ationary pressures facing consum-
ers would aff ect consumers’ real disposable income 
and could also impact on future vehicle sales. ■

Substantial Rise in Vehicle Sales with More Selling Days

Sales fi gures provided by RGT 
SMART, and released by the 

Department of Trade and Industry

As reported previously, South African auto-
motive industry new vehicle sales and export 
sales data will in future be compiled, veri-
fi ed and administered by RGT SMART and, 
after publication of the data on the website 
of the Department of Trade & Industry, the 
sales information will be released for public 
consumption without any embargo. This ar-
rangement has enabled Mercedes-Benz SA 
(Pty) Ltd to resume full sales reporting and 
the industry’s automotive sales data base has 
been updated with Mercedes-Benz sales fi g-
ures retrospective to December, 2011. Various 
other importers and distributors marketing 
vehicles in South Africa are also expected 
to start reporting their sales. Amongst these 
are Ferrari, which reported for the fi rst time 
in April.

Ferrari sold 14 cars in April, including two examples of the 458 Italia.
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TOTAL VEHICLES BY MANUFACTURER FOR APRIL 2013

RSA EXPORT

TOYOTA 9 896 7 222

VOLKSWAGEN GROUP SA 9 342 3 051

GMSA 5 110 111

FMC 5 050 3 366

NISSAN 3 040 710

MERCEDES-BENZ SA 2 457 3 433

BMW GROUP 2 299 4 843

RENAULT 902 0

HONDA 831 18

TATA 787 0

CHRYSLER SA 704 37

PCSA 501 0

SUZUKI AUTO 455 0

MITSUBISHI MOTORS SA 411 0

JAGUAR LANDROVER 361 0

MAHINDRA 324 0

FIAT GROUP 314 4

UD TRUCKS 296 17

PORSCHE 262 0

TOTAL VEHICLES BY MANUFACTURER FOR APRIL 2013

RSA EXPORT

VOLVO CARS 232 0

SCANIA 180 20

VOLVO TRUCKS 138 0

MAN 130 58

SUBARU 92 0

IVECO 89 3

JMC 70 0

POWERSTAR 38 8

NC2 TRUCKS SA 31 0

FAW 26 0

FERRARI 14 0

MASERATI 5 0

RENAULT TRUCKS 5 1

BABCOCK 4 5

VOLVO BUS 4 0

VDL BUS & COACH SA 1 0

SUB TOTAL 44 401 22 907

AMH & AAD 6 519

INDUSTRY TOTAL 50 920 22 907

Figures courtesy of the Department of Trade and Industry and RGT SMART.

The sixth-generation Isuzu has had a solid sales start in SA, recording 1047 sales.
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MARKET TOTALS BY MANUFACTURER FOR APRIL 2013

PASSENGER
LIGHTCV
<3 501KG

MEDIUMCV
3 501-8 500KG

HEAVYCV
8 501-1 500KG

EXTRA HEAVYCV
>16500KG

BUS
>8 500KG

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

TOYOTA 4 770 650 4 833 6 572 194 0 70 0 29 0 0 0

VOLKSWAGEN GROUP SA 8 463 3 051 817 0 62 0 0 0 0 0 0 0

GMSA 2 040 33 2 748 76 190 1 93 0 39 1 0 0

FMC 3 003 0 2 047 3 366 0 0 0 0 0 0 0 0

NISSAN 1 143 1 1 897 709 0 0 0 0 0 0 0 0

MERCEDES-BENZ SA 1 756 3 433 25 0 193 0 55 0 407 0 21 0

BMW GROUP 2 299 4 843 0 0 0 0 0 0 0 0 0 0

RENAULT 863 0 39 0 0 0 0 0 0 0 0 0

HONDA 831 18 0 0 0 0 0 0 0 0 0 0

TATA 406 0 232 0 49 0 54 0 32 0 14 0

CHRYSLER SA 704 37 0 0 0 0 0 0 0 0 0 0

PCSA 465 0 22 0 14 0 0 0 0 0 0 0

SUZUKI AUTO 455 0 0 0 0 0 0 0 0 0 0 0

MITSUBISHI MOTORS SA 253 0 158 0 0 0 0 0 0 0 0 0

JAGUAR LAND ROVER 344 0 17 0 0 0 0 0 0 0 0 0

MAHINDRA 110 0 214 0 0 0 0 0 0 0 0 0

FIAT GROUP 234 2 69 2 11 0 0 0 0 0 0 0

UD TRUCKS 0 0 0 0 74 1 124 16 98 0 0 0

PORSCHE 262 0 0 0 0 0 0 0 0 0 0 0

VOLVO CARS 232 0 0 0 0 0 0 0 0 0 0 0

SCANIA 0 0 0 0 0 0 0 0 158 18 22 2

VOLVO TRUCKS 0 0 0 0 0 0 0 0 138 0 0 0

MAN 0 0 0 0 0 0 2 2 91 50 37 6

SUBARU 92 0 0 0 0 0 0 0 0 0 0 0

IVECO 0 0 0 0 57 1 5 0 27 1 0 1

JMC 0 0 58 0 12 0 0 0 0 0 0 0

POWERSTAR 0 0 0 0 0 0 0 0 38 8 0 0

NC2 TRUCKS SA 0 0 0 0 0 0 0 0 31 0 0 0

FAW 0 0 0 0 0 0 0 0 26 0 0 0

FERRARI 14 0 0 0 0 0 0 0 0 0 0 0

MASERATI 5 0 0 0 0 0 0 0 0 0 0 0

RENAULT TRUCKS 0 0 0 0 0 0 0 0 5 1 0 0

BABCOCK 0 0 0 0 0 0 0 0 4 5 0 0

VOLVO BUS 0 0 0 0 0 0 0 0 0 0 4 0

VDL BUS & COACH SA 0 0 0 0 0 0 0 0 0 0 1 0

SUB TOTAL 28 744 12 068 13 176 10 725 856 3 403 18 1 123 84 99 9

AMH & AAD 5 602 0 869 0 48 0 0 0 0 0 0 0

INDUSTRY TOTAL 34 346 12 068 14 045 10 725 904 3 403 18 1 123 84 99 9

Figures courtesy of the Department of Trade and Industry and RGT SMART.
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Picture Page

Nice pair. Irvine Laidlaw’s Aston Martin DBR2 and his Ferrari 312 
Prototype sports racer in the background.

Classic Peter Gough’s Escort, hot Ford Anglia, and Cape 
petrolhead Malcolm Uitenbogaardt.

Genuine GT500 Mustang, courtesy of Shelby, photographed in 
Modderfontein.

Now this is what you call hot-rodding jewellery! Mike Minne’s 
1966 Ford T plus accessories.

Dream on, young man, dream on.

A peach of a pick-up. Classic 1930s woody-style Chevrolet.
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BY STUART JOHNSTON

A couple of weekends ago, we were travelling in 
the Magaliesberg area (Magiliesburg is the town, 
the berg bit refers to the mountain range) and we 
happened upon a koi farm. As my partner Liz is 
big on underwater sports in particular and fasci-
nated by all manner of non-human creatures that 
swim, we pulled into the leafy driveway to have 
a look-see.

It turned out that a wedding was being organ-
ised on the farm in a few hours’ time, and the farm-
er’s wife introduced us to her husband, Mike. She 
said, aah, Mike will have something to show you, 
he’s going to pick the bride up in a rather special car 
that he has, here on the farm.

Th at car turned out to be an original T-bucket 
hot rod, fashioned aft er the Ford Model T pick-up 
from, oh, 1924 or so, with a fi breglass tub or bucket 
where the passenger’s sit, the rear section formed as 
mock-up load bay.

Now, I didn’t mention this to Liz, but I had 
spotted something interesting lurking under a car 
cover as I pulled into the parking area of the Koi 
farm, so I was kind of expecting to see something of 
motoring interest. What makes Mike’s T-bucket so 
interesting is that it is probably the oldest surviving 
T-bucket hot-rod in the country. He bought it back 
in 1966 as a kit from Alan Saff y, the famous oval 
track racers of that time.

Th at T-bucket of Mike’s was built using all sorts 
of interesting components, including the rear axle 
of a Model A Ford (Model A Fords were built af-
ter Model T production ceased in 1928). It also uses 
Ford Fairlane running gear and ’58 Fairlane rear 
tail lights. It is an authentic piece of hot-rodding 
history, and it lay dormant in Mike’s garage for 
about 30 years, from the late ’70s until 2000-and-
something, when he hauled it out, dusted it off  and 
set about refurbishing it for use.

He also started blinging it out with all man-
ner of trinkets which he attached to the car, mainly 
formed of highly polished aluminium and brass, 
which he creates right there in his home workshop 
in the Magaliesberg.

Aft er being stunned by the amount of jewellery 
that Mike has added to his V8-engined rod, he took 

us to an adjoining lock-up, where his other pride 
and joy resides.

“Th is”, he said “is the car I have owned since new. 
It’s an original Cortina, and still has the original 
paint!” Th at was almost unbelievable, as the silver 
paint fi nish looked close to perfect, but Mike’s story 
held true as he showed us the spot on the driver’s 
door where his elbow had rubbed off  the paint from 
resting it there for decades, in the manner that 
drivers of hot cars used to do to show street-cred. 
Nowadays you can’t really do that with a Golf GTi 
or a Renault Megane Cup, because aerodynamics 
have dictated that windscreens are angled much 
more steeply, and glass is fl ush-fi t. When you open 
the window on a modern car you get blown to 

shreds above 60 km/h. In an old Cortina, you could 
run with the windows down all day, because the 
upright screen defl ected wind away from the sides 
of the car, and there is a nice dead-air spot besides 
your driver’s (or passenger’s) window.

Th at’s just one of the reasons why I dig old cars. 
You don’t need an air-conditioner really, because 
the fairly upright screen and the roof that joined it 
meant you were sitting in shade. Hop into a modern 
car that’s been sitting in the sun for a few minutes 
and you will cook.

Th e Mk I Cortina GT owned by Mike is re-
markably original at fi rst glance, but he has done 
some eccentric things to the car. In the cockpit he 
fi tted the dash-top from a Mk II Cortina GT on 
top of his original Mk I dash. So now, instead of 
the car being blessed with six individual dials to 
tell you what’s cooking beneath the bonnet, it has 
10 dials.

Man, dials were the bling thing back in the ’60s, 
and Mike must have been the king. Underneath the 
bonnet, too, he dressed up the engine bay with all 
manner of polished metal detailing. I guess when 
you live on a farm in the Magaliesberg, you have 
plenty of time to plot and scheme about your next 
cosmetic mod.

Th e amazing thing about Mike’s T-bucket and 
his Cortina is that they are not only survivors from 
a by-gone age, but they are runners too. In fact, he 
says that his Cortina GT is still pretty-much his 
everyday car.

Th ose of you who remember the Cortina GT 
will know it had a top speed on a good day just shy 
of 150 km/h, and could accelerate to 100 in about 
13,5 seconds. Th at’s more than acceptable perfor-
mance for today’s motoring era, although if you 
spend plenty time on the freeway, you’d probably 
be tempted to fi t a fi ve-speed Sierra gearbox and a 
taller diff  ratio.

As for the koi fi sh, well we checked them out 
too. Th ousands of them, swimming in tanks that 
Mike has built over the past half century or so that 
he has lived on his farm. Beautiful fi sh. But not as 
interesting as those two original survivors from a 
time when performance cars grabbed the attention 
of the South African population in a way that has 
never been seen again, and probably won’t be in 
the future. ■

Nothing Coy About Mike’s Cars

A Cortina GT still gets the heart racing, 50 
years after it was launched.

In an old Cortina, you could run with 
the windows down all day, because 

the upright screen defl ected wind 
away from the sides of the car, and 

there is a nice dead-air spot besides 
your driver’s (or passenger’s) window.
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