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It also manages roadside assist pro-
grammes, as well as vehicle fi nancing 
and accident insurance.

According to its business pro-
fi le, it makes and receives more than 
110 000 incoming and outbound calls 
a month, makes over 100  000 cus-
tomer satisfaction research calls each 
month and processes over 30  000 
contract maintenance authorizations 
each month.

It’s annual turnover is in excess 
of R1,2 billion. So, why haven’t we all 
heard of LiquidCapital? Well, accord-
ing to the company’s managing direc-
tor, that’s all about to change.

Kerry Cassel, Managing Director 
of LiquidCapital, started her profes-
sional life at Deloitte, the accounting 
company, aft er qualifying as a chart-
ed accountant. Her biggest client was 
Associated Motor Holdings, and aft er 
a short period she was approached by 
their CEO Manny de Canha to join 
the group.

“Mr de Canha seems to like ac-
countants,” she quips, noting how 
many of AMH’s top executives have 
accounting backgrounds.

She started at AMH head of-
fi ce doing foreign exchange trading 
for a period of fi ve years, before De 

Canha moved her to what was then 
called AMH Financial Services, six 
years ago. At that time the staff  com-
plement was between 50 to 60. Now, 
what is known as LiquidCapital em-
ploys about 250 people. “So it’s gone 
kind of crazy.”

Crazy, as in a business that so 
many people didn’t realise was out 
there.

“Most of our clients at the ini-
tial stage were AMH-related. We 
penetrated those markets very well, 
but they related to us as an AMH 
company, so nobody really knew 
LiquidCapital in the wider perspec-
tive. So, quite recently, we decided to 
launch LiquidCapital as a consumer-
orientated brand.”

AutoLive interviewed Kerry 
Cassel about the new strategy to 
make LiquidCapital a name-brand in 
the eyes of Mr and Mrs Public:
AL:  In the fi eld of vehicle insurance 

in the broader sense, as far as 
service plans, roadside assist-
ance and the like, none of the 
players seem to market their 
products very aggressively to 
the public. Why the new strat-
egy from LiquidCapital?

KC:  Th ey don’t market to the public. 
Th e view in the market, espe-
cially the aft ermarket mainte-
nance and service plan arena, 
has been not to spend a lot of 
money on advertising. Our ap-
proach is diff erent because we 
aren’t going to sell the customer 
one product. We are going to sell 
the customer a suite of products 
and for a long period of time.

KC:   We’ve positioned ourselves 
very much as a one-stop shop 
for the motor industry and 
we’ve replicated it now in that 
we are the one-stop shop for the 
consumer. Because how oft en 
doesn’t a person have a policy, 
they try and claim, and they are 
told, well this and that isn’t cov-
ered by this and that clause of 
the policy?

KC:   Our approach is to style it 
and position it for the indi-
vidual customer so they have 
adequate cover.

AL:  Is the policy (or policies) trans-
ferable from vehicle to vehicle?

KC:  It stays with the vehicle. A lot 
of our products have variable 

Interview: Kerry Cassel, Managing 
Director of LiquidCapital

LiquidCapital, a company that is part of Imperial Group, is, broadly speaking, in 
the business of fi nancial products and services related to motoring and the motor 
industry. It manages maintenance and service plans for most of the AMH dealers in 
the country, and supports some 250 dealerships throughout South Africa.

continued on page 4 
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Editor’s Note
ACTIVE SAFETY SYSTEMS

One of the miracles of mod-
ern cars, built in the last three 
decades or so, is the fi tment of ac-
tive safety systems to enable driv-
ers to control skids. Or rather, the 
vehicle to control skids.

Loss of traction can occur in a 
car for many reasons, but those of 
us who rode bicycles from an early 
stage in our youth learned how to 
deal with skids at an age when fear is practically non-existant.

.Th ese thoughts were coursing through my head on the way 
back from KZN to Jo’burg at the weekend, when for a stretch of 
about 30 km, we had such blinding, driving rain that it was im-
possible to see, let alone predict when the car was going to lose 
traction. And we couldn’t stop because road-works had chomped 
up the edge of the road, leaving no verge.

Th e road itself was remarkably well-drained, but there were 
build-ups of water in places where, in a car without all the mod-
ern traction aids, you’d be fi ghting for control. In the BMW 320i 
I was driving you could feel the electro-mechanical systems kick 
in and out correcting attitudinal issues (the car’s not the driver’s) 
in milliseconds.

Wonderful stuff . But, the downside of all of this is that it 
makes cars too easy to drive, and many of the lumbering SUVs 
that went fl ying past us in the spray were driven by people who 
had never had to apply opposite steering lock or cadence braking, 
or throttle control in their lives.

Th at’s one of the hassles about modern cars, in that people 
are ignorant of what the car is doing for them, so when there IS an 
accident, it’s a BEEEG accident.

You can teach driving technique, it seems, but common sense 
is not so readily available. Perhaps most of those blissfully igno-
rant drivers had never had to sort out a skid on their bicycles be-
fore landing up in the rockery. Or maybe their parents shelled out 
for one fi tted with ESP, ABS, EBD and probably a maintenance 
plan as well! Bicycles do have all that stuff  today, don’t they?

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

Th e National Vehicle Testing Association 
(NVTA), one of 14 constituent associa-
tions within the RMI, says its members 
abide by a strict code of conduct that pre-
vents corruption in the industry. Th e mes-
sage comes in the wake of recent arrests 
of alleged corrupt vehicle examiners in 
Johannesburg.

“Th e National Road Traffi  c Act and 
numerous SABS standards govern how 
and what components should be tested on 
motor vehicles in South Africa,” says Cecil 
van der Bergh, chairperson of the NVTA 
in KZN.

“Th e simple reason for doing this is to 
protect the rights of all South African road 
users. As citizens of the country, we have 
the right to be safeguarded from vehicles 
that have the potential to kill innocent 
people,” he adds.

An accident that comes to mind 
took place in December 2011 in which 
fi ft een school children lost their lives be-
cause an unroadworthy taxi was declared 
roadworthy and allowed to operate on 
the roads, even aft er the Department of 
Transport were made aware of the illegal 
activities of that particular vehicle test sta-
tion (VTS).

“An examiner of vehicles is required 
to undergo an extensive course in which 
he or she is trained to ensure that any 
vehicle he or she passes is roadworthy. 
Th e examiner should feel secure in 
the knowledge that anyone can travel 
safely in a vehicle they have passed,” he 
says. Th is is the driver’s and passenger’s 
right, and it is the examiner’s moral and 
ethical duty.”

Members of the National Vehicle 
Testing Association (NVTA) within the 
RMI work strictly to regulations and 
standards, such as the NVTA Code of 
Conduct, he says.

“Unfortunately many NVTA mem-
bers do so at their own detriment because 
they have, and still do, loose business to 
unscrupulous vehicle testing service op-
erators and examiners. However, NVTA 
members remain steadfast in assuring 
their clients that there will be no com-
promise and that the vehicles they pass 
are, to their knowledge, mechanically 
safe and sound.”

He says it is incomprehensible that 
anyone would want to pay, in many in-
stances, a bribe that is more than the cost 
to repair the vehicle.

By using a NVTA vehicle test station, 
vehicle owners will not only have peace of 
mind knowing that their vehicle is safe, 
but also in saving money in the long term 
because defects are not allowed to be left  to 
get out of hand.

“Far too many vehicles are sold 
“As is” or with an illegal Certifi cate of 
Roadworthy. Th e repercussions of such a 
deal are oft en enormous. Potential buy-
ers should fi rst ensure that the vehicle 
they want to buy has been examined by a 
reputable VTS. Th eir local RMI offi  ce will 
be able to provide details of their nearest 
NVTA testing station,” he concludes.  

RMI CEO Jeff  Osborne concurs with 
the sentiments expressed by the NVTA 
and urges the public to have their vehicles 
inspected on a regular basis in the interests 
of road safety. ■

NVTA Code Makes 
Roads Safer
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prices, so a customer can’t transfer a policy 
from one car to the other. Th e advantage being 
that the re-sale value of the car is increased. 
And the market is getting wise to this. We 
have had to set up a whole call centre to deal 
with dealer queries. Dealers will now call us 
immediately aft er getting a car to trade to ask 
us what sort of cover they will have with re-
gards to a claim.

KC:   Oft en when ownership transfers that cover 
would fall away. Now all these policies are 
transferrable.

AL:  Did you drive this awareness?
KC:  I think we’ve driven it, as have other people 

in our business. But the time has come to 
increase awareness. You’ll go out to talk to 
someone, and they have no idea who we are, 
but they probably have one of our policies. 
So, all those maintenance plans, road-side 
assists, a whole host of manufacturer warran-
ties, they are all administered by us. We’ve 
done a lot of work with Kia, one of the fi rst 
to introduce a 10-year warranty, we’ve done 
a lot of work with Hyundai on the fi ve-year 
warranty.

KC:   We have about 680 000 policies out there at 
the moment, 450 000 customers.

AL:  LiquidCapital represents a number of manu-
facturers apart from the AMH brands sold 
here in this country. Are they all recent 
acquisitions?

KC:  Th ey have come on board over a period of 
time and brands like Audi that we list, we 
don’t necessarily represent the manufacturer. 
But we work with some of their dealers.

AL:  Would that be on a post-warranty-mainte-
nance plan scenario?

KC:  Primarily, but what we’ve learned with AMH 
is that if a vehicle comes standard with a 
three-year manufacture warranty or plan, you 
can extend these. Obviously they are obligated 
to do a certain amount of business through 
their distributor company, such as Audi, as we 
are discussing them, but it doesn’t all have to 
be through Audi-related suppliers. Just as an 
example. So the market is becoming increas-
ingly competitive.

AL:  But this side of things, would you classify still 
as business to business?

KC:  Yes.
AL:  So how do you strategise reaching the person 

in the street?
KC:  You have to get comfortable with the name. 

It’s not like buying a dress, those you can buy 
anywhere. With this you are buying some-
thing intangible, oft en when we do business 
the deal is done over the phone. So there has 
to be a relationship of trust, and trust is go-
ing to come through turning LiquidCapital 
into a household name. Th ere is no other way 
to do it.

AL:  What about delivery on your promise, once a 
customer has an accident or runs bearings in 
his car?

KC:  Word of mouth is critical. It’s been good to 
us, particularly in our roadside assistance 
programme. It’s an area where historically 
in South Africa there haven’t been too many 
players. And I believe a high level of competi-
tion is good for service delivery. So we brought 
that to the table, because historically our 
roadside business came from the manufactur-
ers we represent.

KC:   Now, if you are driving a Hyundai and you 
break down, and you phone Hyundai roadside 
assistance and you don’t get good service, the 

damage to the brand is incredible. So, other 
players in the road assistance game don’t 
necessarily have the brand equity at stake, so 
that’s where we came from. And so, service for 
us was critical from the word go.

AL:  If you take over a policy from another manu-
facturer, so to speak, once their maintenance 
plans and roadside assistance has run out, 
aren’t you dealing with some rather old cars?

KC:  Yes, we’ll generally go up to a vehicle age of 
seven years, and depending on the brand, up 
to 10 years. Our pay-off  line is “any make or 
model covered”, and we will do this when we 
go out directly to customers.

KC:   We won’t go out on dealer fl oors and say 
we’ll cover up to a 10-year-old car, because 
there isn’t really a demand for it, the price be-
comes unfeasible.

AL:  Th ere must be a huge market for maintenance 
contracts and roadside assist in the second-
hand market.

KC:  It is huge, and that’s why we are so keen to 
push our products out to the consumer. It’s 
because we have focussed on new, but cur-
rently, in our network we work with, the ra-
tio of new to used is now about one-to-one 
and climbing.

AL:  Your name doesn’t indicate motoring. Is that 
a problem for you, in tapping into a consumer 
market?

KC:  I don’t think so. I think LiquidCapital origi-
nated as a bigger group, fi nancial solutions 
for customers. We aren’t looking purely at the 
car. Our focus is defi nitely motor, but we off er 
fi nancial service solutions, insurance policies, 
paint protection, driver policies. We do regu-
lated and unregulated policies.

KC:   We also off er fi nancing solutions, vehicle fi -
nance which is a joint venture with Wesbank, 
another venture we do with Motor Finance 
Corporation, so we have a number of fi nanc-
ing services, we off er tracking device con-
tracts, we do data management.

KC:   We also do CSI surveying, we do manu-
facturer CSI and dealer CSI, parts surveys, 
we have a lot of projects in this area. If you 
are an OEM and you give us your account, 
the data belongs to you exclusively, with 
confi dentiality.

KC:   What this means is, if you are in the busi-
ness of selling and running cars, we are the 
one-stop shop. You don’t have to deal with a 
diff erent maintenance plan company, a CSI 
company, a tracking device company, we have 
all the data under one roof.

KC:   I mean, I could tell you down to the model 
derivative how long the brake pads on a car 
will last. I could tell you that, yes, women are 
bad with clutches, but their brake pads last 
much longer. So I always say women are bet-
ter drivers as long as they are in automatic! ■

He says: “And then there are things like service plans, roadside assist, insurance that 
you must consider.” She says: “Oh, you must mean LiquidCapital!” Well, that’s the plan.

 continued from page 2
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BY STUART JOHNSTON

At times our trip had an almost eerie feel to it, as 
if we were inside a Mothership on some voyage to 

galaxies unknown. Th e levels of effi  ciency are clear 
for anyone to see, as there is no banging of door 
panels to make them fi t, no huge thumps from the 
metal pressing shop, which is contained in a sound-
proof structure, no grinding of steel plate, and 

hardly even any sparks from the welding process, 
which is undertaken by a large percentage of over 
300 robots “employed” in the plant.

A Visit to Hyundai Motor Manufacturing Czech
Two weeks ago, Autolive was in the Czech Republic to visit the Hyundai Motor Manufacturing Czech (HMMC) 
plant, which is one of the newest car plants in Europe. The visit was an eye-opener as to the levels of effi ciency 
achievable in creating a brand new plant tailored around the principles of Just In Time part delivery and modern 
computerised assembly processes.

continued on next page 

In the Beginning. Your new Hyundai essentially starts life as part 
of this giant cotton reel of steel.

Panels are stamped out of plate in one of the most modern press 
shops in the world.

www.transunion.co.za
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Th is level of automation is not totally strange 
to anyone who has visited one of our globally com-
petitive motor plants in South Africa, but it is in the 
effi  ciencies of component fl ow that the impressive 
aspect of the plant really lies. Th is is one of the ben-
efi ts accrued of the plant being so new, where all the 
latest economies of time and motion are in play.

During speeches by the President of HMMC, 
Mr Eok-Jo Kim, and the Director of Public 
Relations, Mr Petr Vanek, a number of interesting 
facts emerged during our tour:

 ■ Th e idea to build a Hyundai plant in Czech 
Republic fi rst took root in 2005.

 ■ Th e completed plant in Nosovice, in the 
Moravia region, representing a R12-
billion investment, produced its fi rst car in 
November 2008.

 ■ Th e current production rate is 300 000 cars
 ■ Th e plant employs 3  500 people, of whom 
96 per cent are Czech. Some 15 Koreans are 
employed at the plant, although there are 
more “ex-pat” staff  members employed by 
Hyundai Motors in Korea, in attendance at 
the plant.

 ■ Supplier company jobs created by the plant 
in the region number a further 7 000.

 ■ Th e village of Nosovice has a live-in 
population of just 1 000 people

 ■ Th e factory takes up an area of 200 hectares, 
28 hectares being covered buildings in fi ve 
sections.

 ■ Hyundai also produces 530  000 manual 
gearboxes at the plant.

 ■ Th e engines for the cars assembled at the 

factory are built in nearby Slovakia
 ■ Each car spends some nine hours in the 
paint shop for application of the various 
metal-preparation, anti-corrosion, primer 
and paint processes.

 ■ Last year Hyundai sales in Europe increased 
by 9,4 per cent, to a total of 432 240.

 ■ It is estimated that the gross monthly wage 
for production line workers at Nosovice 
is about R9  000. Labour costs for car 
production are estimated to be some 50 
per cent less expensive than they are in 
Germany.

 ■ Hyundai’s sales in the Czech Republic were 
some 15 162 vehicles in 2012. Th is represents 
some 8,7 per cent of the market, behind 
Volkswagen and the well-established market 
leader, Skoda, which has a 31 per cent market 
share.

 ■ Hyundai in South Africa is now sourcing 
vehicles from the Czech plant, notably the 
iX35, which has alleviated supply shortages 

of that highly popular model here. While 
in the Czech Republic, we sampled the 
three-door version of the i30, with a more 
powerful 103 kW engine, but this model 
won’t be coming to South Africa. Nor will 
the cute little iX20 we sampled, as SA sales 
director Stanley Anderson says it is too 
niche for our market. ■

 continued from previous page

In the paintshop, one of the most critical 
parts of the production process, as 
mistakes aren’t easily rectifi ed.

Hyundai makes its own gearboxes at the 
plant in Nosovice, Czech Republic.

Seeing a car being painted by robots is 
an eerie experience.

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

www.wilkencomm.co.za
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AL:  Peter, you were in at the beginning when 
Hyundai Motors decided to build a plant in 
Czech Republic. Can you tell us how that came 
about?

PV:  I worked for the Mayor of Ostrava, who then 
became elected Governor of the region, so 
I still worked for the same boss, but now we 
had responsibility for the northern Moravian 
region, with a population of 1,25 million.

AL:  So how did the Hyundai connection come 
about?

PV:  Aft er 13 years, I was due for a change and 
this was the time when Hyundai approached 
the region with the idea of building its fac-
tory here. So on November 1  2006, which 
was exactly the day when the construction 
started. My fi rst day at work, we hopped into 
the car, rushed to this empty fi eld, scraped 
some top soil and popped some champagne 
to celebrate the beginnings of what is now this 
new factory.

AL:  Why did Hyundai choose Czech Republic for 
its factory location?

PV:  It’s closely linked to its sister plant, Kia 
Motors Slovakia, which is about 95 km from 
Nosovice. We co-operate closely, share suppli-
ers. Hyundai is making transmissions both for 
Hyundai and Kias and Kia Motors is making 
engines for Hyundai and Kia. Th e decision to 
build Kia Slovakia was made two years be-
fore Hyundai came here. Th e other candidate 
was the south of Poland, but there are two big 
car-makers there, Fiat and Opel, so there was 
a lack of labour force, and a mountain range 
between Slovakia and Poland.

PV:   Location is central in the European Union 
and because of custom duties, taxes and so on 
it was important that the country had to be 
part of the EU. Here you have our major mar-
kets not too far away: Germany on the west, 
England on the north-west, Russia in the east, 
Italy in the south.

AL:  Your R&D department is located in Germany, 
is that correct.

PV:  Yes, that is in Russelsheim, near Frankfurt, 
and so is the international design team. So our 
cars made here are made for Europe, they are 
diff erent to the Hyundai cars made for India, 
and China, for instance. Th e concepts are sim-
ilar in some cases, but the details are diff erent. 
Adapted to the needs of local customs.

PV:   Th e i10 that is made in India, for exam-
ple has a high roofl ine, to accommodate the 
turbans many males wear on their heads, 
and many drivers like to have small stat-
ues of their gods placed on the dashboard, 
so there is a spe cial platform that is fi tted to 
accommodate that.

PV:   If we make cars here for Israel, one of our 
big markets, there will be stronger springs in 
those cars, more dense fi lters for dust.

AL:  You have one line in your Nosovice plant that 
build three very diff erent models, whereas 
many factories would have three separate lines 

for each model. Explain how this works.
PV:  Yes. I would say it is a masterpiece of logistics, 

and in fact it is three diff erent cars, but actually 
fi ve diff erent models, because we make iX35, 
i30 in three diff erent versions and iX20. So the 
key is that production is based on confi rmed 
orders. Th ese are confi rmed by the national 
importer in each country where our cars are 
sold (that number is approaching 60 countries).

AL:  So this has been made possible by the whole 
revolution in information technology.

PV:  Yes. And because everything is based on the 
Just In Time philosophy, so we do not keep 
lots of stock gathering dust. Th e shift s are eight 
hours long, at 6 am, 2p and 10 pm and we start 
on Monday and it’s a fi ve-day week, the plant is 
closed for 48 hours for maintenance. And our 
workers rotate shift s.

AL:  Th e cultural diff erences between Czech peo-
ple and Korean people, did this require a lot 
of adaptation?

PV:  Of course, it needed time and good will on 
both sides. Because some Korean managers 
had international experience and this made 
it easier, For instance, our current President, 
Mr Kim, spent 12 years in Canada, US and 
Turkey. Some managers didn’t have that expe-
rience, so it was diffi  cult. We have improved 
communication signifi cantly. We have a 
weekly newspaper, a monthly magazine to im-
prove communication and also our own small 
TV station which produces a small show every 
week, which is run in the canteen during all 
main breaks. But we use sub-titles, no sound, 
so that those who want to follow it can.

AL:  Th ere is a strong engineering heritage in 
Czech Republic.

PV:  Before World War 2, the Czech region was 
much stronger in industry than for exam-
ple Austria, Belgium, we were on a par with 
France, England Germany. And that mind-set 
is still very much with us. ■

Interview: Petr Vanek, Hyundai Motor Manufacturing Czech’s Public Relations Director

Petr Vanek, genial Public Relations 
Director at Hyundai Motor Manufacturer, 
Czech Republic..
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Cape Town born-and-bred, Gunter Drotschie is 
one of the principle suppliers of motorsport equip-
ment in Cape Town. His business in Prinlsoo Street 
Belville is known as G&A promotions, and he has 
been involved in motorsport since 1985 when he 
started racing karts as a youngster. In 1989 he won 
the Western Province Championship in the 100 cc 
Stock class.

“Th ose were the days when Hennie Groenewald 
and Gary Formato were starting out, so it was com-
petitive, “ says Gunter today, with a smile. “I fi n-
ished third in the National Championships which 
was great against those guys.

“From there I went to main circuit, my dad 
and I bought the ex-Tony Pond Ascona 400 rally 
car and turned it into a circuit racer. Tony had ral-
lied that car in South Africa against Sarel van der 
Merwe in the BDA Escort. We bought the car in 
parts, it had a Cosworth developed motor. Walter 
Rohrl won the World Rally Championship in an 
Ascona in 1981.

“We raced it in Clubmans in 1991 and 1992, 
and going onto the main circuit from karting I end-
ed up going into Autoquip to buy a race suit.

“Th ere was a problem getting a race suit to 
fi t me, so I bought a bunch of odd fi reproof fabric 
pieces that were lying in the corner of the Autoquip 
shop. A friend of mine had a clothing factory and 
we ended up making a race suit for myself. And be-
cause we had quite a bit of fabric left  over I made a 
couple of suits for other competitors, and that’s how 
the whole race suit thing started.

“I registered the business in ’92, we started with 
the one industrial sewing machine in the garage at 
home in Bellville, with myself and my dad being 
the staff  members. My father, Abie, was one of the 
founder members of the Cape Hell Drivers Club 
at Goodwood back in the ‘60s so he’s been racing 
all his life. Our company name, G&A promotions, 
stands for Gunter and Abie.

“We then got involved with Autoquip to solely 
supply them with race suits countrywide. Th ey 
are made out of fl ame-retardant material called 
Pyrovatex and Affl  imat and we are big today, sup-
plying suits for the various race teams. We do all 
the suits for the Toyota Dakar mechanics teams, for 
instance. We’ve supplied Glyn Hall with suits since 
his Nissan days.

“With the agreement with Autoquip, we still 
supply them, other than in the Western Cape, which 

we handle ourselves, and we’ve developed our out-
let here in Bellville that now stocks other race-wear 
components, such as seats, belts, boots, gloves. We 
also import tyres from Argentina.

“Th e idea is to have a one-stop race shop, like 
ATS does up in Jo’burg. We have also started a big 
second-hand section, because a lot of the guys can’t 
aff ord new fancy bits and pieces, such as brakes and 
air-ducts and braided hoses and hinges , that sort 
of stuff .

“We have a nice deal with Rousch-Yates in the 
United States, who run in Nascar. Th ere they have 
a rule of thumb that everything is just one race 
old, nothing gets used a second time. So the used 
stuff , which is very good, we import and sell that at 
good prices.

“Our slicks that we import are called N.A 
Carrera from Argentina. Th ose tyres we supply 
to Clubmans, the classic cars and the V8 Masters, 
and we service the Killarney guys, but a lot of the 
Gauteng racers as well.

Our project for this year is our own one-make 
series, which will be a Toytoa bakkie with a Lexus 
V8 engine, similar to the Nascar truck series. It’s a 
Toyota bakkie with a space-frame.

“Th e end of last year was our 20 year anniver-
sary. We’ve now got into the wheel business, but the 
unusual end of the market with a race application, 
which the guys can’t easily buy from the local store. 
Diffi  cult sizes, eight or 10 inches wide, that sort 
of thing.

“Also on the V8 Masters Series, which run 
those Mustang bodies, we supply most of the com-
ponents for those cars, such as gearboxes and diff s 
and brakes.

“I will be racing in that’s series too. I have been 
racing for years in Clubmans, I currently run a 
Lumina V8 which is fun, because the rules only al-
low an eight-inch-wide rim, so it means plenty horse-
power and not much grip. Lots of sideways stuff .

“In terms of classic racers I bought the ex 
O’Sullivan Rover a while back and I have a Jaguar 
XJ Broadspeed Replica V12, and we have a ’65 
Mustang, and an imported Chev 4100 Coupe, 
called an Opel Commodore in Germany, which I 
run in Fine Cars.

As for that Nascar I have in the showroom, 
well it’s there for fun, but not just for fun. Th at car 
contains many components that I sell to local rac-
ers, such as braided hosing for brakes and oil, the 
gearbox as used in the Wesbank V8 series, various 
hinge systems, gauges, triple plate clutches. So it’s a 
showcase for the stuff  we sell.

Th e car we have in the showroom is a Carl 
Edwards car, with a 2008-spec V8 engine, as an op-
tion for guys who want to buy a very fancy V8. It 
makes its peak power at 9 000 rpm!” ■

Gunter Drotschie, Cape Town’s Mr Motorsport Supplier

The genuine ex-Carl Edwards Nascar 
stocker dominates the G&A showroom 
in Bellville.

Gunter Drotschie and the race suits that have made him famous.
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To advertise in  contact

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

Th us did the latest book on Southern African mo-
torsport heroes, launched in Johannesburg on 
January 31 and authored by well-known historic 
racing car restorer and driver, Greg Mills, of Pringle 
Bay in the Western Cape, acquire its unusual title.

A gathering of luminaries of local motorsport, 
both current and retired, had gathered at the his-
toric former Randlord mansion, Villa Arcadia, 
perched on the Parktown ridge overlooking Forest 
Town and the Johannesburg Zoo, for the occasion. 
Th e former Jewish orphanage, from 1922 to 2002, 
was built in 1909 and was once the home of Sir 
Lionel Phillips and his wife, Lady Florence.

Today, this magnifi cent building forms part 
of the Hollard Insurance campus, which was built 
around it in 2003. Th e grand old mansion and its 
gardens have been beautifully restored and the 
building houses a superb art collection, board-
rooms and entertainment facilities.

Fittingly, it was well-known historic rac-
ing car collector and race driver Paolo Cavalieri, 
former CEO of Hollard and now chairman of Etana 
Insurance, who welcomed the guests. Two of the best 
speakers it has been my pleasure to hear followed 
– David Williams of CNBC Africa, who served as 
MC, and Helen Zille, leader of the Opposition.

Godzilla, as she is fondly or not so fondly 
known, depending on your political persuasion, 
started out by acknowledging that she knew noth-
ing about cars or racing – ‘I choose my car by its 
colour’ – but then delivered a delightful, erudite and 
witty address that used well-chosen excerpts from 
the book to make insightful and irreverent observa-
tions about men, racing cars, female racing drivers, 
politicians and the general state of the nation.

Author Mills combines his love of motor sport 
and its history, sparked by his grandfather, Billy, a 
pre-Second World War South African grand prix 
driver, with the very international job of director 
of the Brenthurst Foundation, established in 2005 

by the Oppenheimer family to strengthen African 
economic performance.

Agriculture, Furniture & Marmalade – Southern 
African Motorsport Heroes is his sixth book about 
Southern African motor racing and, in my opinion, 
is by far his best. Within its 340-odd pages it cov-
ers most of those drivers, engineers, mechanics and 
promoters who made it in international motorsport, 
from Woolf Barnato’s three victories in the Le Mans 
24 Hour classic to the era of Sarel van der Merwe.

It is a valuable addition to the bibliography of 
Southern African motorsport and the most sig-
nifi cant since the seminal Sun on the Grid by Ken 
Stewart and Norman Reich in 1967. In the words 
of former Formula One driver John Watson of 
Ireland, ‘Mills entertains and captures the quali-
ties for motor racing excellence whatever the era: 
tenacious, competitive personalities; lateral-think-
ing engineers; attention to detail; shrewd business 

minds – all of which South Africa has enjoyed in 
abundance’.

As a motor racing journalist approaching 50 
years of writing about the sport I love and have 
lived since I was fi ve and fi rst watched my father 
and mother racing in Cape Town in the late 1940s, 
I can only say I wish I had written this book myself. 
Bernie Ecclestone, Mr Formula One himself, de-
scribes it as ‘A rich and enviable tapestry of drivers, 
circuits, engineers, promoters and designers; and a 
book to match’.

Agriculture, Furniture & Marmalade – 
Southern African Motorsport Heroes is published by 
Pan Macmillan South Africa and can be purchased 
online via 

 ■ www.kalahari.com
 ■ www.exclusives.co.za
 ■ www.loot.co.za and
 ■ www.takealot.com ■

Agriculture, Furniture and Marmalade
Jody Scheckter, to date South Africa’s only Formula One World Champion, received the following advice from 
fellow racer Jackie Pretorius on his departure for fame and fortune to England in 1971. ‘Jackie pulled me to one 
side and told me that I had to learn some big words to impress the Europeans. He said he would give me three 
then and there – agriculture, furniture and marmalade – preferably to be used in conjunction with one another.’

Greg Mills and Premier Helen Zille.
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SA RALLY CHAMPIONS 
INVITED TO UK
Th e 2012 SA rally champions, Mark Cronje and 
Robin Houghton, have been invited by Malcolm 
Wilson, who heads up M-Sport, to compete in the 
Malcolm Wilson Rally in the United Kingdom on 
March 2.

Th ey will be provided with a Ford Fiesta World 
Rally Car and will be given tuition in a test session 
by Malcolm’s son, Matthew, who is an experienced 
WRC competitor.

Th e event will use classic stages in the Lake 
District, which is an area used for the Rally GB 
Wales round of the WRC. Th e one-day event will 
cover a route of 300 km with seven special stagers 
totalling 71km. Th e rally has been staged since 1975 
and is expected to attract more than 100 competi-
tors at an entry fee of R5 500 per car!

Robin is being provided with pace notes that 
use the SA system of indicating the route, which 
will make things much easier for the duo, as in re-
cent years SA drivers competing in overseas event – 
such as Jan Habig in the 2012 Rally Wales GB – have 
employed local co-drivers.

Malcolm Wilson, who competed in SA in the 1970’s, 
says his sponsorship of the SA crew is a thank you 
for them winning the 2012 SA rally championship. 
Although his M-Sport team no longer has Ford as a 
headline sponsor it still has the company as a tech-
nical partner. Th e company is now diversifying and 
one of its new projects is building a Bentley racing 
car for the manufacturer.

“Robin and I are very proud to be given this 
invitation by Malcolm Wilson,” said Mark Cronje. 
“Although not a major international event it will 
give us the opportunity to learn about condi-
tions in the UK and also to evaluate our perform-
ance at WRC level should an opportunity present 
itself to compete in a WRC or ERC event later in 
the year.” ■

VOLKSWAGEN SASOL 
RALLY TEAM
As predicted in AutoLive last year, the big bag of Sasol 
sponsorship money has gone to the Volkswagen 
rally team for the 2013 season. Last year it funded 

two private Ford Fiestas that performed very well 
in the title chase, including winning the driver and 
co-driver championships, but the die was cast and 
the funding has moved to Uitenhage.

Th e Volkswagen Sasol racing rally team driver 
line-up will again feature the regular crews Enzo 
Kuun and Guy Hodgson as well as Hergen Fekken 
and Pierre Arries. Th e third car was off ered to SA 
champions Mark Cronje and Robin Houghton who 
have decided to stay with their privately-owned 
Ford Fiesta S2000. Th e third car has subsequently 
gone to young Henk Lategan and experienced 
co-driver Barry White in the third Volkswagen 
Sasolracing Polo S2000.

Gugu Zulu and Carl Peskin will put the 
Volkswagen Sasolracing Polo Vivo through its pac-
es in the S2000 Challenge category – the category 
they won in its inaugural season last year.

Th ere is an important change in the Volkswagen 
technical team in that Michael Barnard, who has 
been with Volkswagen for about 40 years, has re-
tired from his position as the team’s engineer. Th is 
position is now fi lled by Philip Visser, who has been 
with the team for a number of years.

Mike Rowe, Head of Volkswagen Motorsport 
says, “Our team is enthusiastic about the coming 
rally season and is looking forward to competing in 
Sasol colours. Th e championship this year is going 
to be exciting and highly entertaining.” ■

HABIG FLIES BASIL 
READ COLOURS
Former multiple SA champion rally driver Jan 
Habig and his co-driver Robert Paisley will fl y the 
Basil Read colours in rallying on their own in 2013. 
Former teammates Charl Wilken and Greg Godrich 
will not be rallying this year. Th eir Ford Feista 
S2000 is already back in the UK and up for sale.

Charl is keen to get back into circuit rac-
ing and is currently negotiating sponsorship to 
run a Mitsubishi Evo X in the top category of 
the Bridgestone production car championship. 
Meanwhile Greg is evidently looking for a co-driver 
seat in rallying.

Habig will continue with the Ford Feista S2000 
he bought from M-Sport at the beginning of 2012 
and has now also purchased a practice car. ■

KYALAMI TRAGEDY
Th e second round of the Passion for Speed involv-
ing historic cars and motorcycles as well as mod-
ern motorcycles ended on a tragic note at Kyalami 
on Saturday when two motorcyclists died in the 
Brunch Run race. Th e riders were Warren Banfi eld 
and Marco Pugi.

Th e meeting was poorly supported in terms of spec-
tators and several of the cars and motorcycles that 
were entered also failed to appear. It seems the ex-
periment of having two rounds of Passion for Speed 
in Gauteng proved a costly mistake for promoter 
Peter du Toit and it is likely the second round will 
revert to Cape Town next year.

Two important titles were wrapped up at 
Kyalami though .

Th e Castrol Edge/dotsure.co.za Tourist Trophy 
for cars was won by Ross Lazarus in a 1965 Ford 
GT40 “re-creation”, with Franco Scribante runner-
up in a similar car and Peter Lindenberg took third 
with a Ford Daytona coupe replica. Mark du Toit, 
who had led the series aft er Zwartkops in a 1965 
Lola T70 Spider replica had to be content with 
fourth position.

Th e Castrol Tourist Trophy for motorcycles was 
won by Allan Venter on a Yamaha 1100, ahead of 
Les van Breda who rode a number of bikes, includ-
ing his Yamaha TR 750 racer. John Kosterman was 
third in a 1985 Suzuki GSX-R 750. ■

JD RALLY RIDER INJURED
Kevin Walton, a former winner of the DJ Rally, was 
seriously injured on his way home from a practice 
rally on Sunday. He was taking shelter from the rain 
under a bridge on the N17 when the driver lost con-
trol of her car and hit him severely injuring his leg 
and ending Kevin’s dream of further success on this 
year’s JD Rally. ■

Motorsport Snippets

Robin Houghton (left) and Mark Cronje 
after their title win last year. Sasol 
colours, however, will be donned by their 
Volkswagen rivals in 2013.

The rally has been staged since 
1975 and is expected to attract 

more than 100 competitors at an 
entry fee of R5 500 per car!

... and several of the cars and 
motorcycles that were entered 

also failed to appear.
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Th e new Th ule Easy Fold two-bike rack, reach-
es Th ule dealer and bicycle shops from March 
and the makers claim it’s the Next Big Th ing in 
bicycle carriers
It requires just two steps to go from a towbar-
mounted platform rack to a compact bundle which 
will take up minimal space irrespective of where 
you want to keep it: fold up the ‘arms’ which sup-
port each wheel and also carry the tail light clusters, 
and then rotate the number plate holder and you’re 
good to go.

And despite the clever construction and mod-
ern design it isn’t a lightweight, in fact, it has an 
extremely high carrying capacity – up to 60 kilos 
in total, so downhill racers rejoice! It is designed to 
carry bikes of all kinds, including the electrically-
powered ‘e-bikes’ growing in popularity in Europe. 

Th e Easy Fold gives you the freedom to carry any 
bike to any destination – and then take the rack 
with you if you want to. So if you’re riding the 
Argus, you take your bike to the airport, and put the 

Easy Fold in the hold and pick it up at the other end. 
Just remember to ask for a hire car with a towbar!

Th e Easy Fold is tested and certifi ed to meet the 
highest quality and safety standards in the world. 

In fact, being a Th ule product it exceeds nearly 
all minimum standards. It’ll reach stores by early 
March, and sells at a recommended retail price 
of R8 999. ■

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
 ■ 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 ■

Bruno Lupini 
Cell: 081 354 7212 

E-mail: bruno.lupini@gmail.com

Autolive Ad Sales

A Stash-able Bike Rack from Thule

Thule’s inventive solution to bike transportation.

... it has an extremely high carrying 
capacity – up to 60 kilos in total, 

so downhill racers rejoice!
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BY STUART JOHNSTON

Okay, the song, beautifully rendered by jazz song-
stress Dionne Warwick, was actually about a place 
in California called San Jose, but Santa Fe, in New 
Mexico, is not that far away. Th e thing is, Hyundai’s 
Santa Fe is a large SUV that is comfortable on both 
freeways (“LA is a great big freeway”, sang Ms 
Warwick) and gentle off -roading, although the new 
one, it has to be said, is more an “on” than an off -
roader than even the previous model

It comes in three derivatives, a 4X2, fi ve-seater 
entry level model, an all-wheel-drive seven-seater 
in midline trim and then a top model known as 
the Elite.

Under Peter Schreyer, Hyundai as a company 
has revised its styling to the point where its body 
shapes can be considered cutting edge in compari-
son to the global industry, and the new Santa Fe, 
launched in late January, is the latest example of the 
so-called Fluidic Sculpture look.

It’s slightly longer, slightly lower and about the 
same width as the outgoing model, and engine-wise 
it retains the R2,2-litre common-rail turbo-diesel 
four-cylinder motor that delivers a healthy 145 kW, 
running through a six-speed automatic gearbox.

It features a fairly conventional layout in terms 
of suspension design, with struts up front and a 
multi-link rear set-up. Rather than re-invent the 
wheel, so to speak, Hyundai has invested in making 
the chassis much more rigid through extensive use 

of high-tensile steel (the company manufactures its 
own steel, incidentally). Th us the Santa Fe achieves 
a fi ve-star Euro NCAP rating, thanks no doubt to 
six airbags as standard, and all the electronic devic-
es you’d expect in a car costing around R450 000.

A new system is the electronic hill assist device, 
which enables seamless pulling away up inclines, 
and also acts as a hill descent control, during the 
mild off -roading that the Santa Fe is suited for.

I stress this, because for some reason the 
ground clearance has been reduced from 200 mm, 
which is pretty much the norm for a vehicle of this 
confi guration, to 185 mm. Th e launch route took us 
along a path through the sand dunes on the West 
Coast, and we did in fact manage to beach our ve-
hicle (I wasn’t driving, but it could have happened 
to me). Ground clearance is everything in off -road 
driving, so be aware that you can drive your Santa 
on rutted gravel , but even with all-wheel-drive 
it is pretty much a “car”, and this applies to the 
suspension too, which doesn’t have the compli-
ance needed for any serious off -road stuff , or even 
badly rutted dirt roads, as you’d fi nd in, say, the 
Kwazulu-Natal Midlands.

On the other hand, the on-road ride has been 
really sharpened, with well-controlled body move-
ment, and a nice progression to steering feel. Th e 
whole feel from the helm on tarmac is of rock-solid 
build integrity and engineering

Th at said, it is also real looker, thanks to a pro-
nounced new wedge shape, highlighted by the rear 
side window line. From the front its trapezoidal 

grille gives it a much more agro look, and I reckon 
that lower stance was more a styling consideration 
than anything else.

Inside there is plenty of equipment to keep you 
happy, and the build quality is now simply fi rst-rate, 
able to stand comparison with the very best in the 
large SUV segment. It may not have the ultimate 
refi nement of, say, Audi’s Q5 when it comes to 
dashboard fi t and fi nish, but its not far off  now, and 
Audi is the acknowledged master of interior design 
at present.

Hyundai plans to sell some 150 Santa Fes each 
month, which is quite a modest target, consider-
ing that Toyota’s Fortuner logs up about 950 sales a 
month on average. But that 150 a month fi gure will 
put it in company with some big players in the mar-
ket, as an interesting table compiled by Hyundai 
South Africa details here.

Th e following are average monthly sales fi g-
ures for the large SUV segment for January to 
November 2012:

 ■ Toyota Fortuner 959
 ■ Chevrolet Trailblazer 347
 ■ Land Rover Discovery 4 199
 ■ Jeep Grand Cherokee 167
 ■ BMW X3 164
 ■ Audi Q5 146
 ■ Jeep Wrangler 130
 ■ BMW X5 124
 ■ Toyota Prado 114

Do You Know the Way to Santa Fe?

The Santa Fe is available in all-wheel-drive to enable careful progress over this type of terrain. Ground clearance at just 185 mm is the 
restricting factor.

continued on next page 
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 ■ Mercedes-Benz M-Class 112
 ■ Ford Everest 51
 ■ Range Rover Sport 50
 ■ Mitsubishi Pajero 49
 ■ VW Touareg 48
 ■ Audi Q7 47
 ■ Toyota Land Cruiser 29

Prices for the new Santa Fe are R434  900 for the 
4X2 fi ve-seater premium, R459  900 for the AWD 
Executive seven-seater, and R499 900 for the seven-
seater, AWD Elite.

Th e usual fi ve-year/150 000 km warranty, fi ve 
year/90 000 km service plan, and 15 000 km service 
intervals apply.

Th e Elite gets quite an array of kit to justify 
that extra price tag, such as 19-inch alloys with 

235-55-19 rubber, a panoramic sunroof, cornering 
headlights, LED rear lamps, electrically-adjustable 
and heated front seats and a rear parking camera.

In keeping with Hyundai’s strategy of fl ying 
under the radar as far as sales fi gure announce-
ments are concerned, we would suspect that 
projection of 150 sales a month may once again 
create a waiting list in Hyundai dealers around 
the country. ■

 continued from previous page

BY STUART JOHNSTON

In the build up to the competition, many astute 
manufacturers made sure that jury members, of 
which the writer is one, were exposed to the fi nalist 
cars in the period leading up to the test days.

Th us, in the past two weeks AutoLive had 
the opportunity to sample two very diff erent 
fi nalists, the BMW 320i and the Toyota Yaris 
Hybrid (HSD).

Unfortunately due to work pressure, my time 
in the Yaris Hybrid was all too brief, but I spent 
enough time behind the wheel to draw some 
conclusions.

I was not on the launch of the car, which oc-
curred in mid 2012, but reports from journal-
ists who had attended the overseas drive were 
extremely impressed as they obtained actual 
fuel consumption fi gures in the sub four-litres/ 
100 km bracket.

Th us I was disappointed during my (very) short 
time with the car in the hilly Randburg area to dis-
cover that the average consumption I achieved was 
6,4 litres/100.

Th is was not, in fact, much better than the 7,0 
litres/100 average I obtained some years ago with 
the original Prius Hybrid. Toyota claims fi gures 

for the new small Yaris Hybrid of 3,8 litres/100 km. 
True, I did not do any of my driving in stop-start 
traffi  c, and this is where the Yaris Hybrid excels, as 
when speed drops to a crawl, where most “normal” 
cars’ consumption soars, the Hyrbid’s consumption 
drops way down into the 3 litres/100 km bracket 
or better!

It is going to be interesting to see what sort 
of consumption the Yaris Hybrid gets on the 
COTY test course, which traditionally has placed 
emphasis on some fairly hard driving to test a 
car’s dynamics.

Th e model I tested is the upper-level XR model, 
which is equipped with extra luxury items such as 
a cooled glove box, an eight-speaker audio system, 
electrically adjustable rear windows, seat trim in 
a combination of cloth and leather, cruise control, 
rain-sensing wipers, a height-adjustable front pas-
senger seat and a rearward monitor for parking.

Testing Two Coty Contenders

continued on next page 

As you read this, journalists will be putting these 12 COTY fi nalists to the test at Gerotek, near Pretoria.

As you read this the jury members of the South African Guild of Motoring Journalists will be testing the 12 fi nalists 
for the 2013 Car of the Year award. The winning announcement will be made on March 6 at a function hosted by 
the competition sponsors, Wesbank.

Subtle hybrid badges distinguish the 
electro-petrol model.
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All this sees the Yaris Hybrid XR weigh in at 
R245 900, which includes a three-year/100 000 km 
warranty, an eight-year warranty on hybrid-specifi c 
systems such as the battery, and a four-year/60 000 
km service plan.

I will reserve publishing judgement on whether 
the car has any chance at all of winning the big prize 
until the February 28 edition of AutoLive. But given 
that its price is nearly R40 000 more expensive than 
a standard 1,3-litre Yaris XR, I wouldn’t be able to 
justify the extra cost outlay, even if it turns out I was 
driving the Yaris Hybrid incorrectly and should 
have been getting much better fuel consumption 
(maybe I had the handbrake on?!!)

Now, the other car I drove achieved a fi gure of 
6,5 litres/100 km for a very diff erent trip. It was the 
BMW 320i, the new series launched here just on a 
year ago. I had attended the launch and remember 
being most impressed with the 328i model, as it is 
a whole new approach to a performance –orienta-
tion, using a highly-boosted two-litre four-cylinder 
engine in place of a six-cylinder, and thus better fi ts 
the profi le of a COTY contender, i.e, it pushes the 
boundaries of car design and production.

Th e 320i uses essentially the same engine, but 
whereas the 320i has a 135 kW output, the 328i 
has 180 kW at its disposal, thanks to a higher 
turbo boosting.

What the 320i has going for it is a much more 
competitive price. It costs R380 539 in basic auto-
matic form and the COTY contender uses the excel-
lent eight-speed automatic transmission.

Now, on a trip that included slow, speed-trap 
avoidance -running up and down the N3 to Durban 
and Jo’burg and back, and some quicker blasts up 
and down the coast roads, as well as modicum of 
urban running, this 6,5 litres/100 km fi gure is as-
tounding. I reckon that the worst you are going to 
get as an average fi gure is around 7,5 litres/100 to 8,0 
litres/100, depending on your driving environment.

To me this indicates that the philosophy BMW 
has, of minimising friction and drag power losses 
through making dormant the various ancilliary 
devices such as power steering and alternator drag, 
as well as energy regeneration in various forms, is 
a better approach than the hybrid one for South 
African conditions.

I happened to test the Yaris Hybrid in the worst 
type of conditions for a Hybrid here (hills and no 
traffi  c equals large throttle openings and plenty of 

power losses from the CVT transmission) and the 
BMW in its optimum environment (a long-legged 
cruise at low rpm and a steady throttle). But they 
are nevertheless South African conditions you will 
encounter. And when you consider that the BMW 
small-capacity turbo engine off ers acceleration to 
100 km/h in eight seconds in a much heavier car, 
whereas the small-petrol-electric-engine combo 
gives a time in the high-eleven second bracket ac-
companied by incessant droning as the CVT trans-
mission keeps the little petrol engine buzzing, to me 
its no contest.

We’ll see what the other journos think, though, 
come the announcement on March 6.

For the record, here are the 12 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  
BlueEFFICIENCY

 ■ 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 ■

 continued from previous page

BMW’s 320i is a strong COTY contender.

What the 320i has going for 
it is a much more competitive 

price. It costs R380 539 in basic 
automatic form and the COTY 

contender uses the excellent eight-
speed automatic transmission.

Peugeot and Maintenance Plans Correction
In our report on the Peugeot 208 in AutoLive 37, we stated that the Peugeot 208 has a service plan. It 
in fact comes with a full maintenance plan, and we apologise for the error. To set the record straight, 
Peugeot’s Premium Plan incorporates both a service plan and maintenance plan, a three year war-
ranty and three-year road-side assistance.

Here is the data as supplied by their public relations department:
Every new Peugeot vehicle reported carries the following plans.

 ■ 107 5 Yrs / 60 000km PREMIUM PLAN
 ■ 207 CC 5 Yrs / 60 000km PREMIUM PLAN
 ■ 208 5 Yrs / 60 000km PREMIUM PLAN
 ■ 308 5 Yrs /100 000km PREMIUM PLAN
 ■ 3008 5 Yrs /100 000km PREMIUM PLAN
 ■ 4008 5 Yrs /100 000km PREMIUM PLAN
 ■ 5008 5 Yrs /100 000km PREMIUM PLAN
 ■ 508 5 Yrs /100 000km PREMIUM PLAN
 ■ RCZ 5 Yrs /100 000km PREMIUM PLAN

PREMIUM PLAN
 ■ 5 Year Maintenance Plan
 ■ 5 Year Service Plan
 ■ 3 Years Warranty
 ■ 3 Years Roadside Assistance
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BY ROGER HOUGHTON

Th e bakkies that have arrived in South Africa from 
China and India in the comparatively recent past do 
not appear to have impacted much on the sales of 
the popular models marketed for years by the estab-
lished brands such as Toyota, Isuzu, Nissan, Mazda 
and Mitsubishi. Even Volkswagen is battling to 
make headway against the “establishment” with its 
premium Amarok range.

However, a new bakkie range from China is set 
to make ripples in the market with its premium line 
which has just been extended to include 4x2 double 
cabs, in addition to the previously introduced 4x4 
models. Th e maker is Foton and the model is the 
Tunland, which bears a strong resemblance to the 
market-leading Hilux.

Not only is it powered by a 2,8-litre turbo-diesel en-
gine from renowned US company Cummins but it 
has a very high standard of fi t and fi nish as well as a 
good array of standard equipment, including many 
safety features such as front airbags and antiskid 
(ABS) brakes.

A short test drive in the two versions of the 4x2 
model – Comfort and Luxury – impressed with a 
powerful (120kW) and torquey (360N.m) engine 
and well-matched Getrag-designed fi ve-speed 
gearbox. Ride comfort in the spacious cab was 
also impressive. 

Attention to detail includes a lift -up rear seat 
squab on the Luxury model that reveals two storage 
compartments, one for the jack, tools and warning 
triangle and the other for a fi re extinguisher. 

However, the BIG news is the pricing of the 4x2 
models! Th e Tunland Comfort is priced at R249 950, 
which is 40% lower than the equivalent Hilux mod-
el. Th e Luxury derivative, which includes side steps, 
roll bar, tonneau cover, four speakers for the audio 
system, rear window demister and a radar reverse 
warning system, is priced at R269 950, which is also 
ultra-competitive. 

According to the detailed comparison chart 
supplied at the media launch, the Foton Tunland 
checked out very well against the other one-ton pre-
mium contenders in SA.

Th e Foton Tunland 4x2, which is on 
sale at 35 dealers countrywide, comes with a 

3-year/100 000km warranty, 2-year/40 000km serv-
ice plan, 3-year roadside assistance and anti-corro-
sion warranty.

Th e introduction of the 4x2 models now allows 
Tunland to participate in the largest share (80%) 
of the market, which is for those 4x2 bakkies with 
diesel power. 

A single cab Tunland will be introduced in 
the second half of the year, with an extended cab 
derivative completing the line-up near the end of 
2013. Th e single cab will be off ered with a 2,4-litre 
petrol engine in addition to a 96kW version of the 
Cummins 2,8 turbo diesel. ■

Foton Tunland Poses Challenge to Established Bakkie Brands

China: New Powerhouse of the Automotive World

Th e march by China to totally dominate the world automotive market is proceeding apace with 
20m vehicles sold in its domestic market last year. Th e bulk of sales were in the passenger and LCV 
markets with volume jumping from 17 to 19 million in a year. On the other hand sales of medium 
and heavy trucks slowed and at one million units were 18% down on the 2011 fi gure.

According to the CEO of Foton SA, Brett Soso, speaking at the media launch of the Tunland 
4x2, the Chinese motormen expect 2013 to be an even bigger year than last year, with the possibility 
of total sales rising to 23-million units!

Foton’s sales in 2012 totalled 500 000 units, which was a drop of 1% over the previous year, but 
this was due to the fact that a large percentage of Foton’s production is trucks and buses.

Soso said the source company expected the Tunland range to make a signifi cant contribution 
to sales in 2013. Here in SA the CEO said Foton sales had decreased by 7% last year, but he expected 
Tunland to ensure a turnaround here too.

Soso said the dealer network had grown to 35 outlets and the aim was to hit the target of 40 
dealers by the end of 2014, with several of these additional outlets situated in outlying areas to serv-
ice the farming community.

Th e Foton SA CEO stressed the high priority his company placed on aft er-sales service and to 
this end said programmes were under way to further improve the parts supply rate. He added that 
Cummins SA is responsible for holding and supplying parts for the Tunland’s engine.

Th e arrival of the Tunland has resulted in the range of Foton Th unda entry-level one-tonners 
being cut to workhorse single cabs only.

Th e CEO added that the company was studying the local SUV market and a decision is expect-
ed soon, with the probability that it will be a big model and not one based off  the Tunland platform.

Foton Automobile Distributors (FAD) is a joint venture between Bidvest Limited and Imperial 
Holdings to import, distribute and support Foton passenger and light commercial vehicles in SA. ■

Smart Tunland interior – beware Japanese rivals.Tunland 4x2.

Not only is it powered by a 2,8-litre 
turbo-diesel engine from renowned 
US company Cummins but it has a 

very high standard of fi t and fi nish ...
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RAMSAYMEDIA MAY MERGE
RamsayMedia, publishers of titles such as CAR, 
Getaway and Popular Mechanics is involved in 
merger talks with another Cape Town-based pub-
lishing fi rm, Highbury Safi ka Media according to 
an article appearing on www.grubstreet.co.za 
which was published fi rst on MarkLives.com, the 
website of Herman Manson, a leading commen-
tator on marketing and advertising in SA.

Th e companies are evidently busy with due 
diligence and RamsayMedia staff  have been sent a 
communication about a possible merger. No time-
frame has been announced.

RamsayMedia launched in 1933 and is the 
widely respected publisher of several major con-
sumer, business-to-business and custom maga-
zines. Caxton acquired a 30% shareholding in the 
business in 2006.

HMS is an established content marketer and 
publisher of titles such as Business Day Sport 
Monthly, Cape Etc and SA Rugby. It also houses a 
book publisher, image library, a PR consultancy and 
a sports management agency.

In the meantime a number of senior executives 
have already left  the RamsayMedia fold, including 
CEO Stuart Lowe, who departed in December.

Now it appears as though Hannes Oosthuizen, 
the fairly recently-appointed editor of CAR, is also 
going to be leaving. ■

WEAK SPARK
Th e expected (hoped for?) global demand for 
electric cars seems to be proving a very expensive 
damp squib. None of the manufacturers such as 
Nissan and Chevrolet have come anywhere reach-
ing sales forecasts. Th ey are now dancing around 

looking for another way of getting into the alterna-
tive power market.

General Motors is evidently looking at making 
its electric car a Cadillac instead of a Chevrolet as 
the Volt is not proving a sales success. It is thought 
that buyers of upmarket Cadillac’s may better ap-
preciate this type of advanced technology.

Nissan, which has long clung to the belief in all-
electric cars is now, apparently looking at moving 
into hybrids (like the strong selling Toyota Prius), 
where the eclectic motor is paired with a petrol or 
diesel internal combustion engine.

Th e limited range and availability of suitable 
charging stations are evidently proving major stum-
bling blocks for the pro-electric car brigade. ■

SOLAR-POWERED 
KIA DEALER
KIA Motors SA will open its fi rst eco-friendly so-
lar powered dealership in Weltevreden Park on 
February 19. It is also the fi rst such dealership in 
SA. Construction of this fl agship facility took a year.

Th e dealership will be powered by 288 roof-
mounted solar panels creating a daily maximum of 
69kW of power, which is enough to power an aver-
age of 22 households per day. If the supply of elec-
tricity exceeds demand the remaining electricity is 
stored in three banks of state-of-the-art batteries. 
Th e eco-friendly philosophy also extends to water 
recycling. ■

DAIMLER AFTER 
CHINESE DEAL
Daimler AG is to pay €640m for a 12% share in the 
car unit of its Chinese partner, Beijing Automotive 
Group. Th is will give the German company two 
seats on the Chinese company’s board as it strives to 
catch up with its rivals in the world’s largest market. 
Th e deal is expected to be closed at the end of 2013 
or early next year. ■

MOBILE RESEARCHERS
More than one-third of shoppers ages 18 to 35 – 
THE so-called millennials – use mobile devices to 
research vehicles they are interested in buying, vs. 
19% of consumers in other age groups, a study by 
eBay Inc. found. Th e study aimed to provide deal-
ers with information about how consumers shop for 
vehicles and to identify trends related to online and 
mobile shopping habits, says Clayton Stanfi eld, sen-
ior manager of dealer training at eBay.

Th e study also found that 44% of consumers 
aged 18 to 35 are likely to use mobile devices to 
compare prices or get information while at a deal-
ership, compared with 27% of consumers in other 
age groups.

Th e online survey was conducted at the begin-
ning of the year and included 1 028 adults 18 to 
60 years old who said they intend to buy a vehicle 
within the next fi ve years. ■

JOINT DEAL
Th ree major motor companies – Daimler, Ford and 
Nissan – are going to work together on a project to 
develop aff ordable fuel cell cars by 2017. Th is will be 
a major step forward in creating an emission free 
motoring environment.

BUDGET BRANDS
Fiat is the latest motor company that is said to be 
considering establishing a budget brand, possibly 
using the Innocenti name, to challenge Renault’s 
Dacia. Nissan has already announced that it is 
reviving the Datsun name as a budget brand for 
cars to be launched initially in Russia, India, and 
Indonesia in 2014. Volkswagen will decide this year 
whether or not to take the same route with a budget 
brand which would probably be made in China. ■

MEGA-SIZE USAIN
A Nissan billboard in the Dubai international air-
port featuring world champion sprinter Usain Bolt 
has been acknowledged by the Guinness authorities 
as the largest illuminated indoor advertising sign 
in the world. Bolt, who stands 1,95m in the fl esh, 
is featured in the crouched position at 4,1m. He is 
Nissan’s Ambassador of Excitement and the adver-
tisement is one of a series of advertisements at in-
ternational airport promoting Nissan’s “What if ...” 
global brand campaign. ■

TOYOTA BRAND STILL TOPS
Despite being hit by yet another safety recall of 
more than a million vehicles Toyota again topped 
an annual U.S. consumer survey on brand percep-
tion released recently. Ford, Honda, Chevrolet, 
Mercedes-Benz, and Volvo rounded out the top six, 
which was unchanged from last year, according to 
Consumer Reports, the infl uential consumer maga-
zine that conducted the survey.

Each of the top 10 saw perception scores rise 
in the survey. It is based on how consumers per-
ceive each brand in seven categories: quality, safety, 

Car Magazine Jan ‘58 edition, issue no 11.
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value, performance, design, technology and green 
attributes. Th e fi rst two categories remain the top 
buying factors, the magazine said.

Toyota led with a score of 133 points, up about 
11 points from last year. Ford, Honda and Chevy 
saw their total perception scores respectively rise 
about two points to 117.8 points, about 26 points to 
114 and more than seven points to 94.4.

Rounding out the top 10 aft er Mercedes (77.4) 
and Volvo (76.5) were GM’s Cadillac (66.2), BMW 
(65.6), Chrysler’s Dodge brand (55.8) and Tesla (54.8).

Tesla, relying largely on its new Model S all-
electric sedan, gained about 13 points and Dodge’s 
23-point gain bumped Toyota’s Lexus brand to 
11th from 9th last year. Th e bottom fi ve in the 
survey were BMW’s MINI brand (10), Fiat (8), 
Chrysler’s Ram (7) and Mitsubishi and Toyota’s 
Scion (each at 6). ■

SSANGYONGS NEW LUX 
AND LEISURE VEHICLE
Ssangyong Motor, the South Korean vehicle manu-
facturer now owned by the multi-billion Mahindra 
Group, has launched Korea’s fi rst premium mul-
tipurpose leisure vehicle, the Korando Turismo. 
To be known the Rodius when it launches here in 
August 2013, it is said to have the appearance of a 
large SUV, the driving comfort and features of a se-
dan and the practicality of an MPV as it can seat 
up to 11 people. Ssangyong’s design and engineer-
ing teams spent two and a half years developing the 
Rodius at a cost of R1,5-billion.

Th e Rodius is powered by Ssangyong’s e-
XDI200 LET engine, which is a 2-litre turbo diesel 
developing 116kW of power and 360N.m of torque. 
Power goes to the rear wheels through either a 
6-speed manual gearbox or E-Tronic Mercedes 
Benz 5-speed automatic transmission. Electronic 
part time four-wheel drive will add versatility. ■

GOLF 7 IS LAUNCHED IN SA
Th e bench-mark hatchback in the world, the 
Volkswagen Golf, was launched in its seventh-gen-
eration in South Africa early in February. Autolive 
was unfortunately not able to accept its invite to the 
launch due to overseas commitments. But we spoke 

to some highly respected journalists who drove 
the car.

Denis Droppa, Editor of Star Motoring, said in 
his typically terse style that “it’s next year’s Car of 
the Year.”

Th at is high praise indeed from Droppa, who 
is not given to making rash statements. Egmont 
Sippel, Rapport’s long-serving motor specialist, said 
that the new car is superb in terms of ride comfort, 
and that Volkswagen has mastered the art of deliv-
ering steering feel through electric power-assisted 
steering systems.

“It’s an all new platform, and the car is typi-
cally understated and classy. Th e Golf 6 was the 
benchmark, now this car is the new benchmark,” 
he said. ■

SO MANY NEW LAUNCHES, 
AND IT’S ONLY FEBRUARY
Th e year is still young, but the spate of new model 
launches continues unabated. Since our last edition 
on January 24, Toyota has launched its new Auris, 
Opel has launched its new OPC performance hatch 
with a stonking 206 kW on tap, Ford has expanded 
its Ranger range, Honda has a new small diesel en-
gine in its Civic, Geely has announced updates to 
its GX7 and cut its price on the MK entry hatch to 
R99 999, Mitsubishi has launched an update on its 
ASX, Opel has revised its Astra range and Renault 
has announced a special edition of its Sandero 
Stepway, called the Roxy Lowe. Huh? What’s that 
last bit all about? ■

On the Rodius Again. The new Ssangyong 
is heading upmarket.

Golf 7, as usual an evolution rather than evolution.
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Working Wheels

Hino SA, not only had a very satisfactory year as re-
gards sales in 2012, but it is now looking to increase 
its volume in the local market by 10% in 2013. Last 
year was the best ever for the Hino brand in SA with 
3 295 units sold, while adding in sales of the 1,5-ton 
Toyota Dyna 4-093 lift s the overall total of trucks 
sold to 3 631 units for the year. Th e target for 2013 is 
to do even better than last year.

“We are happy with our performance in 2012 
as we not only retained our second position behind 
Mercedes-Benz in the total truck and bus market, 
with a share of 13,1%, but also continued to domi-
nate the medium segment, with the introduction 
of our new Hino 300 Series range giving us strong 
sales impetus,” explained the vice president of Hino 
SA, Dr. Casper Kruger.

“Th is was our best year-on-year performance 
since the global economic downturn hit in 2009. 
We have been able to improve our sales each year 
since then and in 2012 we had volume growth of 
7.1% which improved our share of the total market 
by 0,4% compared to 2011.

“We not only increased our sales volume in the 
overall truck and bus market, but also in each seg-
ment, going up by 7,7% in mediums, 6% in heavies 
and 7,2% in extra-heavies.

“We are particularly proud of the way we 
managed our run-out of the previous Hino 300 
Series and the run-in of the new line-up which in-
cluded additions to the model range in response to 

customer requests. Th e Hino and Dyna have now 
been market leaders in the medium segment for 32 
years, since 1980.

“We did, however, have some backlog during 
the year, especially in the fi rst six months, in terms 
of meeting demand as Hino’s own production and 
that of its component suppliers were still recover-
ing from the eff ects of the natural disasters that hit 
Japan and Th ailand in 2011,” added Dr. Kruger.

Th e Hino SA senior executive said that the 
strong Japanese yen had put pressure on pric-
ing in the ultra-competitive local market, but this 
situation was now improving as the yen weakened 
against the dollar.

Th e much improved specifi cation of the lat-
est Hino 300 Series, which includes standard air-
conditioning, driver and passenger airbags, ABS 
brakes and electric windows, has been welcomed by 
customers as driver comfort is seen as an increas-
ingly important factor in improving productivity 
and contributing to road safety with an alert driver.

Th e additional models, being the option of a 
6-speed automatic transmission for the 815 LWB 
freight carrier and crew cab and the 7-seater crew 

Hino SA Plans to Build on 2012’S Sales Growth in 2013

Hino SA’s Vice President, Dr Casper Kruger.

Hino’s strong-selling 300 Series.

continued on next page 
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cab itself, have been well accepted as niche fi llers. 
Th e latter model has been welcomed by especially 
the mining industry. 

Dr. Kruger said his team was very pleased to 
have retained its No. 1 position as supplier to the 
cash-in-transit industry, particularly G4S, Coin and 
Fidelity where the Hino 300 is the vehicle of choice.

Another growing application for the Hino 300 
Series is in the bus market, where a big push will be 
made this year in a joint venture with Busmark. Th e 
newly-designed buses will have increased seating 
capacity compared to the predecessors.

Th e Hino executive added that the response to 
the four-wheel drive Hino 500 Series had also been 
positive, with some good orders of these models for 
use in special applications. A 16-ton GVM tipper, 
based on the popular 1626 model, will be added to 
the 500 Series range at mid-year. 

“We will then introduce some additional 
variants in the 500 and 700 Series line-ups at the 

Johannesburg Truck & Bus Show in October to 
further improve our competitive situation,” said 
Dr Kruger.

Hino SA put a great deal of focus on its custom-
er services and dealer network last year, with the 
aim of improving all aspects of service levels and 
cutting turnaround time for services and repairs. 
Th e latter project includes a hotline so Hino’s senior 
management is kept informed on an ongoing basis 
of problems that are keeping trucks off  the road, be 
they parts supply or technical issues.

A 24/7 call centre was also introduced, while 
extended service intervals have made a positive con-
tribution to cutting operating costs and downtime.

Th ree new dealerships opened their doors in 
2012, being Hino Buff alo in East London, Hino 
Vryheid in Vryheid and Hino Okahandja in 
Namibia. Th is year a number of dealerships are to 
be upgraded and there will also be signifi cant in-
vestments in Greenfi eld facilities.

In addition, the fi rst 2S (service and parts) Hino 
dealerships have been established to increase the 

service footprint on major transport routes. Th ese 
are located in Groblersdal, White River, Ermelo, 
Maun and Makhado (Louis Trichardt), while 
Barloworld Centurion is currently setting up a 2S 
facility to cater for its major customer Protea Coin 
Security.

Looking to 2013 on the sales front Dr. Kruger 
says he expects a similar market to last year, with 
total sales for trucks and buses of around 28 000 
units, with fairly strong medium and heavy truck 
sales and concern about the extra-heavy truck seg-
ment, where there is now some excess capacity with 
the commissioning of the Durban-Johannesburg 
pipeline and a move by Transnet to increase its 
share of the freight market. 

“In fact, a 28 000 unit market is largely depend-
ent on the extra heavy market not losing momen-
tum,” added Dr. Kruger. “However, we still expect 
a good year for Hino, as mentioned previously, with 
the target of increasing sales of our products in a 
year we know is going to be tough,” concluded the 
Hino vice president. ■

 continued from previous page

Working Wheels

Mean Green, the world’s fastest 
hybrid truck, has broken two world 
speed records on Goodyear tyres.

Th e Volvo-built truck smashed through its own in-
ternational record for the standing kilometre – at 
153.252 km/h – as well as the record for the fl ying 
kilometre – at 236.577 km/h – at Wendover Airfi eld 
in Utah, USA, recently. Th e truck is driven by its 
owner, Boije Ovebrink.

Th e green monster pumps out a massive 2 100 
horsepower and a massive torque of 6 770 Newton 
meters, allowing this special race truck to sprint 
from zero to 100 km/h in four seconds – impres-
sive for a car, let alone a truck weighing six tonnes. 
Tyres capable of withstanding the enormous stress-
es are essential, and Goodyear has worked closely 

with Volvo on the project. Th e hand-built drive 
axle tyres are based on the 495/45R22.5 Marathon 
Long Haul Drive truck carcasses, while truck rac-
ing tyres fi t the front axle. Both are capable of 
withstanding the enormous torque and speeds that 

Mean Green develops.
Aerodynamics also plays a vital role in achiev-

ing top speed, so Volvo designers selected a North 
American VN cab and sculpted the optimal aero-
dynamic shape for the truck. ■

World Speed Records Shattered on Goodyear Truck Tyres

Mean, Green, and very very quick. Super-load-bearing Goodyear rubber, as fi ited to the world’s fastest Volvo truck.
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South African Vehicle Sales Figures at the End of January 2013
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.
Please note that the totals now refl ect sales for the WHOLE segment and not just the top fi ve sellers which are listed.

Despite indications of slower economic growth in 
SA, new vehicle sales soared to unexpected heights 
in January, coming in 14,1% higher than in the fi rst 
month of 2012.

Th is is always a volatile time in terms of ve-
hicle sales reporting as some companies close off  
reporting early or pull forward to meet targets, 
which means that usually one has to look at a com-
bination of December and January sales to get a 
truer picture.

Total sales of 55 007 units was signifi cantly up 
on the 48 202 units sold in January 2012, with all fi ve 
major segments of the market showing substantial, 
double-digit gains. New car volume was up 12,3%, 
light commercials up 20%, medium commercials 
up 10,6%, heavy trucks up 30% and extra heavy 
trucks and buses up 16,6%. Sales of buses alone, 
however, were 43,4% down, albeit off  a low base.

Adding to the intrigue of the abnormally high 
overall sales growth in January was the contribu-
tion of sales to rental fl eets of 8  821 units, which 

was 52,6% higher than the fi gure for January 2012. 
Th e rental share of the passenger car market alone 
was 22,5%. Th e big three sellers to the rental fi rms 
were Volkswagen (3 102 units), AMH (2 137) and 
Toyota (1 530).

What is strange is that these high sales came 
a month later than the usual rental buying peak, 
which occurs in December as the rental companies 
fl eet up for the end-of-year holiday season. It is un-
likely the Afcon Cup could have caused this spike as 
this is not a tournament on the scale of the World 
Cup and it started aft er the main holiday season.

Despite an announcement at the end of last year 
that Mercedes-Benz SA would again submit disag-
gregated sales fi gures to NAAMSA from January 
this did not occur and it seems discussion between 
the company, its parent, Daimler AG in Germany, 
the Department of Trade and Industry and other 
stakeholders are still ongoing.

Taking MBSA out of the equation the sales 
split for the industry in January was 76,9% dealer 

sales, 16,7% sales to the rental industry, 3,2% to gov-
ernment and 3,2% in single unit sales to industry 
corporate fl eets.

Th e Volkswagen Group was again the custom-
ary leader in passenger car sales, but in January it 
also led overall sales, with its total of 10 511 units 
equating to a 19,1% market share and it was 292 
units ahead of Toyota which has been market leader 
in SA since 1980. Th e Volkswagen Vivo was the 
top selling individual model with record sales of 
4 047 units.

Growth in month-on-month exports of 49,9%, 
with 17 399 units shipped, compared to 11 605 units 
exported a year previously, put the cherry on the top 
of an amazing fi rst month of 2013 for a delighted 
motor industry.

According to NAAMSA the overall near term 
outlook for the automotive sector remained reason-
ably positive. Industry production, largely as a re-
sult of higher new vehicle exports, should however 
register encouraging growth in 2013. ■

Sales Rocketed in January with Big Boost from Rental

TOTAL MARKET

Year-to-date 2013 55 007

Year-to-date 2012 48 202

Increase of 14,1% between year-to-date 2013 and year-to-date 2012

JANUARY 2013 55 007

DECEMBER 2012 46 024

JANUARY 2012 48 202

Increase of 14,1% between sales in January 2013 and January 2012

PASSENGER CAR MARKET

Year-to-date 2013 39 738

Year-to-date 2012 35 390

Increase of 12,3% between year-to-date 2013 and year-to-date 2012

JANUARY 2013 39 738

DECEMBER 2012 33 048

JANUARY 2012 35 390

Increase of 12,3% between sales in January 2013 and January 2012

LIGHT COMMERCIAL VEHICLE MARKET

Year-to-date 2013 13 346

Year-to-date 2012 11 120

Increase of 20% between year-to-date 2013 and year-to-date 2012

JANUARY 2013 13 346

DECEMBER 2012 11 143

JANUARY 2012 11 120

Increase of 20% between sales in January 2013 and January 2012

OVERALL TRUCK AND BUS MARKET

Year-to-date 2013 1 923

Year-to-date 2012 1 692

Increase of 13,7% between year-to-date 2013 and year-to-date 2012

JANUARY 2013 1 923

DECEMBER 2012 1 823

continued on next page 
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JANUARY 2012 1 692

Increase of 13,7% between sales in January 2013 and January 2012

TOTAL VEHICLE EXPORTS

Year-to-date 2013 17 399

Year-to-date 2012 11 605

Increase of 49,9% between year-to-date 2013 and year-to-date 2012

JANUARY 2013 17 399

DECEMBER 2012 19 767

JANUARY 2012 11 605

Increase of 49,9% between exports in January 2013 and January 2012

PASSENGER CAR EXPORTS

Year-to-date 2013 10 184

Year-to-date 2012 6 359

Increase of 60,2% between year-to-date 2013 and year-to-date of 2012

LIGHT COMMERCIAL VEHICLE EXPORTS

Year-to-date 2013 7 096

Year-to-date 2012 5 226 

Increase of 35,8% between year-to-date 2013 and year-to-date of 2012

TRUCK AND BUS EXPORTS

Year-to-date 2013 119

Year-to-date 2012 22

Increase of 540% between year-to-date 2013 and year-to-date 2012

NOTE: This data includes fi gures for Associated Motor Holdings (AMH), 
and for Mercedes Benz SA (MBSA), which is 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 JANUARY 2013 ARE:

Passenger: 1 728

Light commercials: 34

Medium commercials: 152

Heavy commercials:  43

Extra-heavy commercials: 257

Bus: 18

Exports: 900 (cars)

THE FIGURES REPORTED BY AMH FOR JANUARY 2013 ARE:

Small cars (1 400cc or less) 4 319

Medium cars (1 400 – 2 500cc) 2 222

Large Cars (over 2 500cc)  134

4x4 Recreational vehicles (SUV) 589

Light commercial vehicles 707

Medium commercial vehicles 37

TOTAL 8 008

In addition GWM (Great Wall Motors) reported an aggregate sales fi gure 
for January 2013 of 852 units, which is not included in these fi gures.

Figures courtesy of NAAMSA / RGT SMART

 continued from previous page TOTAL VEHICLES BY MANUFACTURER FOR JANUARY 2013

RSA EXPORT

VOLKSWAGEN GROUP SA 10 511 4 549

TOYOTA 10 219 5 399

GMSA 5 585 142

NISSAN 4 645 967

FMC 3 969 1 449

BMW GROUP 2 329 3 820

HONDA 1 233 39

JAGUAR LAND ROVER 886 0

CHRYSLER SA 865 20

TATA 695 0

RENAULT 558 0

PCSA 507 0

FIAT GROUP 466 3

SUZUKI AUTO 431 0

MAHINDRA 377 0

MISUBISHI MOTORS SA 338 0

PORSCHE 211 0

VOLVO CARS 210 3

UD TRUCKS 155 27

MAN 133 21

IVECO 102 1

SCANIA 80 39

VOLVO TRUCKS 77 1

SUBARU 60 0

NC2 TRUCKS SA 40 2

POWERSTAR 35 1

FAW 29 0

BABCOCK 12 0

RENAULT TRUCKS 5 16

MASERATI 3 0

VOLVO BUS 1 0

SUB TOTAL 44 767 16 499

AMH & AAD 8 008

MBSA 2 232 900

INDUSTRY TOTAL 55 007 17 399

Figures courtesy of NAAMSA / RGT SMART

continued on next page 
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MARKET TOTALS BY MANUFACTURER FOR JANUARY 2013

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

VOLKSWAGEN GROUP SA 9 781 4 549 650 0 80 0 0 0 0 0 0 0

TOYOTA 5 969 795 3 986 4 604 180 0 59 0 25 0 0 0

GMSA 2 465 53 2 922 78 91 2 76 8 29 1 2 0

NISSAN 1 942 2 2 703 965 0 0 0 0 0 0 0 0

FMC 2 394 0 1 575 1 449 0 0 0 0 0 0 0 0

BMW GROUP 2 329 3 820 0 0 0 0 0 0 0 0 0 0

HONDA 1 233 39 0 0 0 0 0 0 0 0 0 0

JAGUAR LAND ROVER 832 0 54 0 0 0 0 0 0 0 0 0

CHRYSLER SA 865 20 0 0 0 0 0 0 0 0 0 0

TATA 304 0 246 0 49 0 58 0 33 0 5 0

RENAULT 529 0 29 0 0 0 0 0 0 0 0 0

PCSA 425 0 35 0 47 0 0 0 0 0 0 0

FIAT GROUP 362 3 91 0 13 0 0 0 0 0 0 0

SUZUKI AUTO 431 0 0 0 0 0 0 0 0 0 0 0

MAHINDRA 157 0 220 0 0 0 0 0 0 0 0 0

MITSUBISHI MOTORS SA 244 0 94 0 0 0 0 0 0 0 0 0

PORSCHE 211 0 0 0 0 0 0 0 0 0 0 0

VOLVO CARS 210 3 0 0 0 0 0 0 0 0 0 0

UD TRUCKS 0 0 0 0 21 0 79 11 55 16 0 0

MAN 0 0 0 0 0 0 5 0 113 21 15 0

IVECO 0 0 0 0 29 1 2 0 71 0 0 0

SCANIA 0 0 0 0 0 0 0 0 78 37 2 2

VOLVO TRUCKS 0 0 0 0 0 0 0 0 77 1 0 0

SUBARU 60 0 0 0 0 0 0 0 0 0 0 0

NC2 TRUCKS SA 0 0 0 0 0 0 0 0 40 2 0 0

POWERSTAR 0 0 0 0 0 0 0 0 35 1 0 0

FAW 0 0 0 0 1 0 7 0 21 0 0 0

BABCOCK 0 0 0 0 0 0 0 0 12 0 0 0

RENAULT TRUCKS 0 0 0 0 0 0 0 0 5 16 0 0

MASERATI 3 0 0 0 0 0 0 0 0 0 0 0

VOLVO BUS 0 0 0 0 0 0 0 0 0 0 1 0

SUB TOTAL 30 746 9 284 12 605 7 096 511 3 286 19 594 95 25 2

AMH & AAD 7 264 0 707 0 37 0 0 0 0 0 0 0

MBSA 1 728 900 34 0 152 0 43 0 257 0 18 0

INDUSTRY TOTAL 39 738 10 184 13 346 7 096 700 3 329 19 851 95 43 2

Figures courtesy of NAAMSA / RGT SMART
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Famous faces at Zwartkops included Michaela and 
Leeroy Poulter, Peter Lanz, and his daughter Fabienne.

The great annual Zwartkops International was a fi ne 
show as usual. Here are some of the pit-lane pics 
where there was as much action as on the track.

Zwartkops International

Ouch! Terence Tracy’s gorgeous race Imp took a nasty knock up 
the rear. Fortunately he has plenty of donor cars standing by.

This Batmobile Hans Stuck tribute car recalled the glory days of 
the BMW CSLs in the early 1970s.

The SA-built Bailey Le Mans challenger was on display 
at Zwartkops.

Mark du Toit in the Lola T70 Spider on his way to victory in the 
Castrol event.

Jaki Scheckter drove the ex-Alesi Ferrari and went nearly three 
seconds a lap faster than anyone has ever done before at Zwartkops!
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BY STUART JOHNSTON

Th ere’s an old story about a Beetle motor that if it 
doesn’t leak oil it doesn’t have oil in it. My Kombi 
has a 1600 Twin Port Beetle motor in it, as per 
standard specs back in ’71 for my particular model.

I had noticed some extra oil around the engine 
bay a while back, and when I popped in to visit my 
friend Adam Ford, he of Talk Radio 702 Friday 
night motoring fame, he noticed that the oil pres-
sure sender unit had worked itself loose, hence the 
source of extra oil droppings. Adam is a whizz at 
these things and he tightened it up, and away I went.

I should have checked the dipstick there and 
then at his Wynberg workshop. It was only when 
I got home I noticed, A, that the oil level was low, 
which I remedied instantly and B (gloom!) that the 
oil pressure light was glowing at idle!

I told myself that hopefully it was the sender 
unit that was at fault, because the motor wasn’t 
making any more rattly noises than a Beetle mo-
tor usually does. And sometimes the light wouldn’t 
glow at all aft er start up. But one morning as I 
started it I heard that klak-klak sound and switched 
off  instantly.

I had the Kombi fl at-bedded to my mate Alan 
Poulter in Midrand, he of SA Swiss Volvo racing 
fame, who also happens to be a boffi  n on Beetle 
mills. Th e good news, once he’d stripped the mo-
tor (Beetle motor removal is a twenty minute job, 
but stripping them is something else, because they 
come apart horizontally, not vertically) was that 
the crank, bores and pistons were top notch still, 
and only the cam bearings and the cam needed 
replacing. Beetle cams are not a problem, you fi nd 
them lying around on just about any farm beyond 
the boundaries of the latest town-house develop-
ment outside Joeys. And Alan sourced some new 
cam bearings for R300.

A bigger problem was the exhaust, which had 
rusted through (one of the reasons I had to listen so 
hard to detect that klak klak klak noise).

Now, stock exhausts for Beetle-motored 
Kombis are unobtainable, so you have to go the af-
termarket route. I got one, a zooty-looking four-into 
two SP-style system from Volkspares ,designed for a 

Beetle but with enough clearance to clear the lower 
Kombi cross member at the rear. Th e trouble was 
when Alan tried to fi t it, the header pipes wouldn’t 
reach the fl anges on the exhaust ports, so somebody 
had screwed up.

He sent it back to swap it, and it turned out that 
all 10 of the exhausts made up for Volkspares had 
the same problem. Volkspares contacted the sup-
plier, TNT, and thereaft er a whole rigmarole ensued 
with my Kombi being towed back and fourth for the 
pipe to be fi tted.

How this happened, no-one seems to know, 
and why no other customers had suff ered similar 
problems no-one seems to know either.

Anyway, I was lucky. I could have been look-
ing at scuff ed pistons, gouged bores, even whacked 

engine casings. Instead I am looking forward to 
picking up my Kombi soon. I have learned that 
Beetle motors don’t have much of a tolerance for low 
oil levels because they have such a fl at sump area, so 
a slight oil level drop can lead to the oil pump suck-
ing air instead of oil.

A Beetle-Kombi motor is actually oil-cooled 
more than anything else, as the oil passes through a 
cooler in the airstream, located in the fan housing. 
So, every time you stop for juice you should check 
the oil. You would think I’d have known that!

But what I’m really looking forward to is a 
motor that doesn’t sound as if it’s spitting out last 
night’s diced carrots! Or, if I had been able to score 
a stock pipe, one that’s whistling like an asthmatic 
that has swallowed a whole bunch of sparrows.

With my new pipe, I’m hoping the Kombi will 
sound something like a Subaru at one-tenth throt-
tle, which is about the power a Kombi makes com-
pared to the very latest boxer engine technology. 
According to Alan who has run the motor with the 
new pipe (he is fastening down the four thousand 
pieces of tin plates that shroud a Beetle motor as I 
write this) it sounds “lekker, no extra rattles”. ■

You Live and You Learn

The Kombi mill that went klak klak. This pic was taken when I fi rst discovered my bus on 
a Midrand plot. Later an oil fi lm would replace some of the dust.

I have learned that Beetle motors 
don’t have much of a tolerance for 

low oil levels because they have 
such a fl at sump area, so a slight 

oil level drop can lead to the oil 
pump sucking air instead of oil.
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