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Auto Live: Roger, tell us a lit-
tle about your career, which 
goes way back. I believe you 
graduated from university in 
Pietmaritzburg?

Rog er Pitot: I started at Ford Motor 
Company in 1970. In the fi nance 
offi  ce in Port Elizabeth. It was 
almost like a family company 
in those days, it wasn’t global in 
any sense, we were highly pro-
tected in South Africa, because 
of the local content programmes 
and so forth. Th e way we used 
to communicate with Ford in 
Dearborn, in the States, was 
through telexes. And because of 
the time diff erence they hardly 
ever phoned us. So even though 
we were part of a global compa-
ny we were on our own. Th e only 
‘foreigner” we had was the MD, 
he was an American. Always an 
American in those days, until 
Ford pulled out.
  You were very proud. You 
would say “I work for Ford 
Motor Company” and people 
would say “Wow! Th at’s fan-
tastic.” And Ford was a train-
ing ground for other compa-
nies. Toyota pinched a whole 
bunch of people from us. Ralph 
Broadley, for instance, who 
became the manufacturing 

director at Toyota SA. Lots of 
fi nance people.
  We were market leaders at the 
time, I think we had something 
like 28 per cent of the market, 
Cortina, Ford 20 M and so on. 
And we designed the Cortina 
bakkie which we exported to 
the UK. We had the three litre 
Essex V6 in our Cortinas, which 
they never had overseas.
  Of course I knew lots of 
people. I started in fi nancial 
analysis, and sitting in the desk 
next to me was Keith Butler 
–Wheelhouse. He went into 
product planning at Ford, did 
marketing and became MD at 
Delta with Bob Price. He never 
forgot his friends. His father 
was from Lancashire.

AL:  Did you qualify as an 
accountant?

RP:  I qualifi ed as a chartered ac-
countant and I was working 
at a rubber factory in Howick. 
One day I saw this ad for a fi -
nancial analyst in PE, and my 
parents were distraught. How 
could I leave Natal. I got the job 
and I was lucky, I saw the world, 
North America, South America, 
I went to Dearborn very oft en. I 
even met Mohammed Ali.

AL:  How did that come about?

RP:  I was in Dearborn at the time. 
Ford used to send promising 
young guys over to Dearborn 
for a two month training as-
signment, and they gave you a 
car and you parked out front of 
the world headquarters there. 
And there were these Cadillacs 
out front, and bodyguards 
hanging around. I asked what 
was happening and they told 
me Mohammed Ali was visiting 
Mr Ford. And I was an Ali fan, 
big time.
  So I shot downstairs, and be-
cause I didn’t know the building 
too well, I went to the wrong 
place. Which happened to be 
the right place. I asked a secu-
rity guard if he knew where 
Ali was and he said, don’t tell 
anyone but he’s upstairs having 

Interview: Roger Pitot
Executive NAACAM: National Association of 
Automotive Component and Allied Manufacturers 
(South Africa). At the end of this month Roger retires, 
making way for his successor Robert Houdet.

Pitot is gazing to the future. 
Yellowstone National Park, 
here I come!.
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Editor’s Note
SETTING THE BAR

In this issue we feature pieces 
on the Chery J2 of 2013 and the 
Datsun 1200 GX of around 1973. 
Th e Chery has aspirations to be-
ing competitive with the best de-
signs from Germany and Korea, 
while 40 years ago, the Japanese 
cars had already gone through 
the curve that the Chinese are go-
ing through, and came up with a 
product that was not only the equal of anything coming out of 
England or Germany at the time, but in many ways it was superior.

Th e thing was, the Japanese had an ability to exceed the engi-
neering standards of what was being produced by, say, Ford with 
its Cortinas, or the British Motor Corporation with its Morris 
or Austins.

Indeed, dimensionally the Datsun engines were almost iden-
tical to that of a Morris or Austin A -series in the smaller capacity 
classes, and its six-cylinder motor was oh-so-close to a six-cylin-
der Benz of the time.

But the way those Japanese engines lasted was superior to 
anything that they initially copied. Th eir tolerances were better, 
which enabled, for instance, more accurate fuel metering from the 
Hitachi carbs that were so like the British-made SUs.

Right now, I don’t see the Chinese doing that, not in the dy-
namic fi elds. Th e closest products I have experienced to global 
standards in dynamic terms are the Tunland pick-up from Foton, 
and the Geely Emgrand, which in many ways is like a copy of a 
Toyota Camry of a decade ago. Oops, make that two decades ago! 
But dynamically, at least, these two machines are in the ball park 
or there abouts.

So, while bells and whistles may be more easily added, as 
well as styling, I feel China should send teams of engineers to the 
Nurburgring Nordschleife, armed with many sets of springs and 
dampers, and diff ering steering racks, and telemetry that shows 
them where their cars’ bodies are fl exing like bananas in com-
parison with something like the benchmark Polo or Fiesta. It took 
Datsun and Toyota a while to get the basics right, as it did the likes 
of Hyundai and Kia, which are still not quite there in terms of ride 
and handling sophistication. But every year they get closer.

Stuart Johnston,
Editor
stujohn@autolive.co.za

To advertise in  contact

Kieran Rennie on 083 225 9609 or email on chat@kieranrennie.co.za

Johannesburg. Following a vote by the Full membership of the SA Guild of Motoring 
Journalists, the following members of the Guild have been voted onto the Car of the Year 
Jury and have confi rmed their participation:

Th e eligibility period for vehicles that may be considered for the 2014 WesBank/ SAGMJ 
Car of the Year competition closes at midnight on 31 August 2013. Early in September, 
Full members of the SAGMJ will have the opportunity to cast their vote on these vehicles, 
the vote determining the competition’s semi-fi nalists.

In the fi rst week of October 2013, the Jury will cast their vote on the semi-fi nalists in order 
to determine the fi nalists for the 2014 WesBank / SAGMJ Car of the Year competition. Th e 
fi nalist announcement is scheduled for Saturday, 19 October 2013, at the Johannesburg 
International Motor Show (JIMS) and more details about the event will be communicated 
in due course.

With the sole aim of rewarding automotive excellence, the Jury will put the fi nalists 
through stringent testing in January 2014 before scoring each fi nalist against, its direct 
class competitors, on aspects that include aesthetics, dynamics, technology and innova-
tion, safety and value for money, to name but a few. Th e 2014 WesBank / SAGMJ Car of the 
Year will be announced at a black tie event on 19 February 2014.

Th e SA Guild of Motoring Journalists has run the SA Car of the Year competi-
tion since 1986, with WesBank – one of South Africa’s largest vehicle fi nance institu-
tions – as its headline sponsor since inception. Hollard Insurance and Motul supply 
support sponsorship. ■

Announcement
2014 WesBank / SAGMJ 

Car of the Year Jury

■ Aaron Borrill
■ Andrew Leopold
■ Bernard Hellberg Sr.
■ Bernard Hellberg Jr.
■ Bobby Cheetham
■ Charleen Clarke
■ Christo Valentyn
■ Colin Windell
■ Denis Droppa
■ Egmont Sippel

 ■ Gerhard Horn
 ■ Gerrie Smit
 ■ Hannes Visser
 ■ Janine-Lee Gordon
 ■ Jannie Hennop

■ Justus Visagie
■ Lerato Matebese
■ Liana Reiners
■ Lindsay Vine Smyth
■ Mark Holdsworth

 ■ Mark Smyth
 ■ Ray Leathern
 ■ Reuben van Niekerk
 ■ Roger McCleery
 ■ Rubin van Niekerk

■ Scott Hayes
■ Steve Mearns
■ Stuart Johnston
■ Wynter Murdoch

The fi nalist announcement is scheduled for Saturday, 
19 October 2013, at the Johannesburg International 

Motor Show (JIMS) and more details about the 
event will be communicated in due course.
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breakfast with Mr Ford (Henry Ford II). If you 
hang around here, he’s going to come down 
those stairs.
  So I waited there, just the security guard 
and me. I looked in my pocket and the 
only paper I had in my pocket was a telex 
from my South African boss, saying book 
me at the Holiday Inn in a few days’ time. 
And I only had a black felt tip pen. Ali was 
much bigger than I expected, and as he 
came down the stairs I said, hi I’m from 
South Africa.
  He looked a little surprised, and he said, 
Oh, really? You got some good fi ghters there. 
And I said, yeah, you should come to South 
Africa, you’ve got lots of fans. And he told me 
he’d love to. Th en he signed my autograph 
paper. Ford Times in PE heard about it back 
home, Ruben Els was the PR Manager, and I 
was on the front page back home.

AL:   You also worked in Japan during your career. 
For Mazda?

RP:  In 1979, Ford in Japan needed a fi nancial con-
troller and Ford South Africa at the time was 
part of the Asia Pacifi c grouping in the com-
pany. I was selected and worked in Japan for 
two years. Ford Japan was all imported vehi-
cles. We spent more time modifying each car 
to meet Japanese regulations than we spent 
building the entire car. So it was like a mini 
assembly line. But it was worthwhile because 
Ford made big money on every car they sold. 
And the black American cars, the mafi a would 
buy them….
  I happened to be there at that time when 
Ford bought 25 per cent of Mazda.

AL:   So did you get involved with Mazda then?

RP:  Because of that purchase, I had links. In 1983 
Spencer Stirling was appointed MD of Sigma 
in Pretoria which had Mazda and Peugeot 
and Mitsubishi at the time. He approached 
me and I moved to Pretoria and joined as fi -
nancial controller. It was a nightmare. Th en 
two years later, Ford globally decided to exit 
South Africa. I was lucky. If I had stayed with 
Ford in PE and then moved up as part of ther 
SAMCOR deal, I would have come up in a 
much more junior position aft er the merger.

AL:   Th ey closed the plant in Port Elizabeth in 
1985.

RP:  Th ey closed the plant in Port Elizabeth and 
Ford lost huge market share for two reasons: 
One, they annoyed a lot of people by closing 
the plant. Two, they moved away from largely 
European products to Japanese products. Th at 
was a serious mistake. It took a long time to 
recover.

AL:   It’s only really recovered now!
RP:  Yes, I think so. Th ey have some great product 

now, particularly the Focus, the Fiesta. And 
the Ranger.

AL:   hings were tight in those days, pre-democracy.
RP:  Up until 1989 we had the local content pro-

gramme by weight, which made us a very 
protected industry. Th en ’89 to ’95 we still had 
local content, but measured by value. Th en 
we opened up in 1995 with the MIDP and re-
duced import duties pretty quickly.

AL:   Had you moved across, in your career, to the 
type of role you have played at NAACAM 
around that time?

RP:  What happened then, I was actively involved 
representing SAMCOR (Nee Sigma, nee 
Chrysler SA) at the MIDP. I was the SAMCOR 
representative on the committee, called the 
Motor Industry Task Group. NAACAM was 

also represented, as was the government. 
Derek Riley was chairing it, he had been the 
CEO of Midas. Alec Irwin was Numsa’s eco-
nomic advisor.

AL:   So your whole experience at that time put you 
into a good position as far as an overall grasp 
of the motor industry?

RP:  Yes. Ford at the time wasn’t great. Th e man-
agement they had in the mid-90s didn’t really 
have Ford SA’s best interests at heart. Unlike 
Jeff  Nemeth today, who really wants Ford 
South Africa to succeed.

AL:   I remember that era. It wasn’t a happy one and 
some strange decisions were made.

RP:  I looked at this, and I wanted out. I said to my 
wife, the next time Ford off ered a retrench-
ment package, I was going to take it, and that’s 
what I did. I stayed on another six months, I 
was group treasurer at the time, stayed on to 
train my successor and left .

AL:   So what did you do?
RP:  I set up as a consultant and did a lot of work 

for places like Coega, the port authorities. 
I did that for about nine years and I saw the 
other side of things from a components per-
spective. So when the job at NAACAM came 
up, I’d heard that Clive Williams was leaving 
NAACAM, I went for it. I’d taken my OEM 
hat off  by that stage. I’d seen the other side of 
the fence. So I started here in 2005.

AL:   NAACAM is big. You have something like 
160 members.

RP:  We have about 160 manufacturing members 
and some of them have more than one plant. 
A few years ago I was having requests from lo-
gistics companies to join, like KPMG, for in-
stance. So we created an associate membership 

continued on next page 
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company, so we have fi nance companies like 
Deloitte etc to join.

AL:   What’s in it for them to join?
RP:  Well, fi rst of all we provide huge amounts of 

information. My ladies handle the national 
distribution of information. Every day we 
send out information, on the economic front, 
on the labour front. But the other thing we do 
is have regional meetings in the fi ve major re-
gions around the country, every quarter, and 
there’s a huge networking opportunity. Our 
members host the meetings and make presen-
tations on what they can off er.

AL:  I imagine you have members ranging from 
small to large organisations?
RP:  We have some members with 10 employees. 

We have some with 1 500 employees.
AL:  Compared to the old days of protection and 

isolation there is obviously much more eco-
nomic activity.

RP:  Th ere is, oft en on a global scale. We have some 
members, for example who have won con-
tracts where his OEM has given him a global 
supply contract, so only fi ve percent of his pro-
duction goes towards local vehicle production, 
the rest goes to that same OEM in the rest of 
the world.
  We have some who supply largely aft ermar-
ket parts. We have a wide range. Most people 
think only in terms of parts, but we have met-
als, plastics, electronics, so we interact with 
the suppliers of raw materials, for instance the 
aluminium federation, plastics association. 

We also represent our members when gov-
ernment wants to talk to the components 
industry.
  Some of our members are multi-nationals 
and others aren’t. We have access to these best-
practises on a global level and help our mem-
bers access these best practise disciplines.

AL:  Th ere is a big thrust towards increasing local 
component content on the cars produced here.

RP:  Yes, and it’s a big thrust of the APDP to pro-
duce 1,2-million cars by 2020 with much 
higher local content.

AL:  Th e local content seems to vary widely be-
tween the various manufacturers building 
cars for the world market.

RP:  Well, everyone seems to defi ne local content 
diff erently. But in some cases, some of those 
local components that are bought locally have 
a signifi cant proportion of material that is im-
ported. Th e Polo, the Corolla, the Hilux, they 
probably have the highest pure local content. 
Th e high-tech models have a fairly low local 
content.

AL:  So many of the locally sourced local compo-
nent suppliers are in eff ect a CKD operation.

RP:  Yes, and here is a big opportunity to increase 
local content. We’ve managed to get the dti to 
understand very clearly what local content re-
ally is.

AL:  Th e APDP programme seems to be gathering 
steam now.

RP:  To an extent, but it’s early days. Many of these 
companies made their decisions fi ve years ago 
on how they are going about their business 
now. Th e fi rst real one we’ll see, I think, when 

Toyota introduces the new Hilux and the new 
Corolla. Th ey will have planned their local 
content based on the APDP.

AL:  What’s in the future for Roger Pitot in the 
months and years ahead?

RP:  My wife and I, on the 28th of August, are 
fl ying to North America and we are going 
to spend three months in Canada and the 
United States. We always said we were going 
to do that. We start with an Alaskan cruise, 
then we’ll go to the Canadian Rockies, and by 
that time it will be early autumn and we’ll go 
through some of the National Parks, and later 
on we’ll go South to Florida, New Orleans. But 
next year, when I come back, I want to be in-
volved in something automotive.

Panel

Roger Pitot on the Challenges that face 
the Industry.
“One of the challenges that face this industry is that 
we are very small. It is a challenge for the OEMs to 
convince their parent companies to produce suffi  -
cient vehicles in South Africa to generate economies 
of scale that are competitive.

It’s going to continue to be a challenge because 
we are competing with other countries. Ford in SA 
is competing with Ford in Th ailand, for example 
and so on.

So the infrastructure needs to be effi  cient. Our 
cargo needs to move through the ports very quickly. 
We are already at a disadvantage because we are far 
away from the export markets. And our ports aren’t 
effi  cient.

Th e wages. We have wage demands now that 
are signifi cantly higher than infl ation and they al-
ways are. Every time we get a cost increase, that we 
can’t recover, we become less competitively globally. 
And to try and get the unions to understand that is 
another challenge.

Th en we have electricity costs. We used to have 
cheap electricity, now we are in the middle of the 
pack. And the way Escom is talking about increases, 
we’ll be amongst the most expensive. One of our 
members met with myself and Robert (Houdet, 
Roger’s successor) and he told us his electricity costs 
used to be one per cent of his total, now it is fi ve 
per cent.

Th e OEMs are saying the same thing. 
Government can’t just say we need to get to 1,2-mil-
lion. Th ere are things that need to be fi xed. I think 
on the positive side, though, the dti understands 
that you can’t treat us like a brewery or something, 
that automotive is a global industry.

But it’s still better than it was in the pre 1995 
days. In the old days, the protection was so great. 
Our suppliers were making money like bandits. 
Th ey owned their own private jets. Th ey owned 
game farms! And some of those old groups don’t 
exist anymore, they couldn’t compete in the new 
global arena. ■

 continued from previous page

Increasing local content on some of the more sophisticated models will be a huge 
challenge.
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Toyota Financial Services South Africa (TFSSA) 
has announced the appointment of Marius Burger 
as incoming CEO of TFSSA as ratifi ed by a board 
decision some time ago, on Friday 21 June 2013.

According to the decision Marius will take the 
reigns from Johan Brink, the incumbent CEO of 
TFSSA, on 1 October 2013. Th is will coincide with 
Johan’s retirement at the end of September 2013.

Marius is a well-known board member and 
one of the founders of TFSSA, South Africa’s larg-
est brand-specifi c vehicle fi nancier. He has repre-
sented Toyota on all TFSSA oversight committees 
and the board of the company since its formation 
in 2000.

To facilitate the hand-over process Marius has 
already joined TFSSA as executive director from 1 
July 2013. Th is is allowing him to become familiar 
with the daily operations of TFSSA before assuming 
full control.

“We would like to thank Johan for his tireless eff orts 
and exceptional leadership. Under his guidance and 
leadership TFSSA developed a sustainable business 
and he created a very competent team. TFSSA is a 
vital part of Toyota South Africa’s future strategy,” 
says Dr Johan van Zyl, President and CEO of Toyota 
South Africa Motors. ■

People

Mike Glendinning Volkswagen Group South Africa 
(VWSA) Sales and Marketing Director has been ap-
pointed as Vice President Sales and Marketing at 
Volkswagen Mexico. He will be replaced by Petra 
Hoff mann, currently based in Germany, who has 
headed up the VW brand in key European markets

Mike Glendinning was born and bred in 
Port Elizabeth and holds an Honours degree in 
Marketing from UNISA. He joined Volkswagen 
South Africa as a Graduate Trainee in 1985 and 
has had a long and distinguished career within 
Sales and Marketing, whilst holding many diff erent 

senior positions, which included infl uencing and 
guiding Volkswagen’s benchmark advertising over 
the years. He headed the Audi Brand from 1999 
to 2004, where aft er he took over the reins of the 
Volkswagen Brand before joining the Board of 
VWSA as Sales and Marketing Director in 2006.

During his tenure as Sales and Marketing 
Director VWSA’s passenger market share in-
creased from 22% to 24.3% in 2013. Th is was 
aided by the introduction of the Polo Vivo in 
which Glendinning played a leading role when 
the Citi Golf ran out in 2010. He also oversaw the 

successful introduction of the Amarok onto the 
South African market allowing VWSA to compete 
in the one ton light commercial vehicle market for 
the fi rst time, whilst the Audi brand has become 
a serious contender in the premium segment of 
the market. 

“His contribution to the sustainable success of 
the Volkswagen Group in South Africa cannot be 
underestimated and he leaves behind a legacy that 
will be an indelible part of our company’s history 
for the long time,” said David Powels, Managing 
Director Volkswagen Group South Africa. 
Glendinning will take up his new post in October 
and his wife Judy and son Paul will join him in 
Mexico in the new year.

Glendinning will be succeeded by Petra 
Hoff mann who currently heads Sales and 
Marketing for the Group Genuine Parts and Service 
division based in Kassel, Germany.

Petra Hoff mann who spent some months at 
VWSA in the mid-nineties, holds an MBA from the 
University of Saarbruecken in Germany and joined 
the Volkswagen Group in 1995 as a trainee. She 
has held various senior positions with Volkswagen 
including the Head of Sales for Auto 5000 in 
Wolfsburg, and as Regional Sales Manager for the 
Volkswagen Brand for key European markets.

Before joining Group Parts she was the Liaison 
Manager between Volkswagen and Porsche 
Holdings in Salzburg. Ms Hoff mann will be relocat-
ing to Johannesburg and will have overall Sales and 
Marketing responsibility for the Volkswagen, Audi 
and Volkswagen Commercial Vehicle Brands. ■

Volkswagen Group South Africa Announces Changes at Board Level

Marius Burger, heading up Toyota 
Finance.

Mike Glendinning, off to Mexico.
Petra Hoffmann, VWSA’s new Sales and 
Marketing Director.

Marius Burger Appointed CEO 
of Toyota Financial Services

To facilitate the hand-over process 
Marius has already joined TFSSA as 
executive director from 1 July 2013.



Subscribe for free @
www.autolive.co.za Page 7

People

BY STUART JOHNSTON AND ROGER 
HOUGHTON

Henri Meistre, the MD of Geely in South Africa has 
left  the company. Th e astute motorman, who previ-
ously headed up GWM here and played a big part 
in establishing Hyundai in this country, says that 
his resignation was purely in the interests of devot-
ing more time to his executive used car business 
in Bryanston.

“Far from being shaky, Peter Azzie (one of the 
principal shareholders of Geely in South Africa) is 
in China right now to discuss plans for the parent 
company to strengthen its ties with Geely SA,” said 
Meistre on Tuesday.

In fact, word has it that Geely may well consider 
investing directly in its South African operation, 
which is owned by the Hallmark Motor Group.

“I am still spending a small time each week in 
an advisory role. But I told Peter Azzie that the job 

was too big to do on a part time basis. My used car 
business, Auto Capital Investments, which I started 
in 1996, was really starting to suff er, as were some of 
my other business interests.”

Rather than being negative about Geely’s 
chances of success here, Meistre says he still believes 
that Geely is the Chinese car company most likely 
to succeed in South Africa.

“On the car side, Geely has some wonderful 
models scheduled for launch here in 2016. Th ese in-
clude a full range of cars and also SUVs. I saw them 
when I was over in China in March and they are a 
great step forward.”

However, Meistre conceded that at present 
Geely was hamstrung here by having very little 
budget to market its cars.

“Take the Emgrand for instance. We were hop-
ing for 70 to 80 cars a month and the current fi gure 
is about 40 Emgrands a month. Th e problem is that 
South Africans don’t expect such a big car from a 
Chinese manufacturer, and we needed budget to 

get that message across. I really believe in that car 
in terms of its bang for the buck. So much so that I 
bought two of them for my staff  members.” ■

Lachlan Harris, Operations Director for the 
Association of Motorcycle Importers and 
Distributors (AMiD) says Belgian studies had 
shown that a 20 per cent shift  from cars to mo-
torcycles would decrease traffi  c congestion by 40 
per cent.

Harris was speaking at the recent AMiD 
Motorcycle and Lifestyle Show at the Johannesburg 
Expo Centre, Nasrec. And his statement was backed 
up by Dr Ismail Vadi, the MEC for Transport in 
Gauteng, who stressed at the show that his govern-
ment was about to implement an urban transport 
plan that would place a huge importance on motor-
cycles and bicycles.

“From a provincial government point of view, 
we see this type of show as a beacon to our prov-
ince,” said Dr Vadi. “We do see ourselves as a gov-
ernance of sport and clearly motorcycling is an 
important sport.

“But more important from our side, in a week 
from now we are launching a 25-year integrated 
transport plan for Gauteng. One of our biggest 
concerns is the massive population increase in this 
region through migration and at the same time the 
vehicle population is increasing.

“If we do nothing about it we are going to get 
a gridlock situation here. Th e system is going to 
choke over time. We are seriously looking at other 
possibilities from a planning point of view. Rail is 

of course the most important but thereaft er we are 
looking at cycling and motorcycling. From a traffi  c 
management point of view motorcycling is clearly 
an important option for us” said Dr Vadi

“We are well-placed to address urban spatial in-
equality”, said Lachlan Harris. “We need to be 
ready for this, because this will make demands on 
our industry.” Harris also stressed the importance 
of a show like the Motorcycle and Lifestyle Show 
in showcasing the industry, and paid tribute to the 
organisers, SA Show Services, and the Nasrec Expo 
venue, for drawing on all its experience to put to-
gether a professional event. ■

Henri Meistre leaves Geely! But Geely in China 
is About to Strengthen its Ties with Geely SA

Bikes the Way Forward for Congestion, says AMiD

Henri Meistre, no longer Geely’s SA 
Managing Director.

Dr Ismail Vadi, MEC For Transport in 
Gauteng, and Mr Lachlan Harris, National 
Director of AMiD at the opening of the 
2013 AMiD Motorcycle and Lifestyle Show 
at Nasrec.

“If we do nothing about it we are 
going to get a gridlock situation 

here. The system is going to 
choke over time. We are seriously 

looking at other possibilities 
from a planning point of view.
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Th e doors have opened to a new Tiger Wheel & Tyre 
fi tment store on 72 Allen Street in Newcastle– the 
fi rst one in this area of KZN.

Mohammed Osman, store manager, says he 
and his staff  look forward to welcoming customers 
to the store and to serving them with the service 
that Tiger Wheel & Tyre is renowned for. “We are 
proud to bring the Tiger Wheel & Tyre name, prod-
uct and service off ering to Newcastle,” says Osman. 

Th e Newcastle store off ers the full complement 
of services and leading brands that custom-
ers have learned to expect from Tiger Wheel & 
Tyre. Professionally trained fi tment staff  will 
operate in four fi tment bays and two alignment 
bays, while customers may wait in a hospital-
ity area or browse wheel and tyre brands such as 
Continental, Yokohama, Michelin, Goodyear, 
Pirelli, BFGoodrich, Hankook and Tiger Wheel & 

Tyre’s own Velocity tyre brand. Free battery testing 
is on off er for free and should it need replacing, the 
store stocks batteries from ATLASBX.

“If you live or work in Newcastle, you’re in-
vited to visit us. Browse and shop or relax and 

enjoy a cup of coff ee while we do the hard work. 
And if you don’t need service right now and are 
just curious to explore our new store, you’re wel-
come too – we’d love to you show you around,” 
says Osman. ■

New Tiger Wheel & Tyre Store Opens in Newcastle

Renault Cape Town has moved from its Strand 
Street premises and offi  cially opened the doors of 
its new showroom in Motor City Culemborg on 
Tuesday 13th August.

“We are pleased to be in a prime location in the 
heart of the Mother City and have a much larger 
sales facility to showcase our Renault product range. 
An added bonus of course is the abundance of park-
ing for the convenience of our clients,” said dealer 
principal Warren Lawson who has been involved 
with the Renault brand for more than 12 years. “We 
welcome test drives and for those interested in trad-
ing in their used vehicle for a new Renault, our team 
is happy to provide a no-obligation vehicle valua-
tion,” he added.

Associated Motor Holdings (AMH) is a lead-
ing South African motor retail group with Renault 
Cape Town one of its 12 Renault dealerships coun-
trywide. In attendance at the recent opening was 
a contingent of motoring heavyweights including 
Susumu Uchikoshi, Managing Director of Renault 
South Africa and Manny de Canha, CEO of the 
AMH group and an Executive Director of the JSE-
listed Imperial group.

Renault says its 50-strong dealer network now 
covers more than 90% of the market in South Africa 

and fi gures show that unit sales have more than 
doubled between 2009 and 2012 with a double digit 
increase year-on-year. Renault has further plans 
for the network in Cape Town. Th ere are currently 
seven Renault dealerships in the Western Cape 
and this is the fi rst to showcase the company’s new 
showroom identity.

Th e Renault brand’s association with Imperial 
dates back to 1996 when the signing of an import 
contract with Imperial Car Imports (ICI) saw the 
post-apartheid return of the marque to South 

Africa. Four years later in 2002, a joint venture 
saw the establishment of Renault South Africa 
following the acquisition by Renault of 51% of the 
ICI  subsidiary.

“Renault Cape Town is truly a fl agship dealer-
ship and I would like to thank Manny de Canha and 
the AMH group, Warren Lawson and his team, for 
being such dedicated brand ambassadors and doing 
Renault proud,” said Uchikoshi-san.

Quality or putting the customer fi rst, had to 
continue to be a commitment and mind set for 
everyone representative of the brand he added. 
“Currently, 95.5% of individuals who have pur-
chased a Renault have stated voluntarily that they 
would recommend their Renault dealership to a 
friend or family member. By working together, we 
can further improve on this.”

Th e launch of the New Renault Clio 4 had 
boosted Renault’s product arsenal “with the hot lit-
tle hatchback getting off  to an excellent start and 
within weeks of launching, ranked in the top fi ve 
in its class segment. Sales have been beyond our 
expectations.”

Renault’s Duster sports utility vehicle is on 
track to launch in the next few weeks. ■

Renault Cape Town Moves to Motor City Culemborg

The move to Culemborg sees a new 
showroom identity for Renault in the 
Mother City.

The Tiger Wheels staff at Newcastle.

“Browse and shop or relax 
and enjoy a cup of coffee 

while we do the hard work.”
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Th e following are extracts from Soso’s presentation 
at an estate near Kyalami, Midrand.

“I spent time on market segmentation. I’m giv-
ing you an idea of where we are positioned and the 
volume.

“How China is doing versus the rest of the 
world? America reported sales for 2012 of just 
on 15-million, in China the sales were 20-mil-
lion. Interesting to see the steep curve upwards of 
Chinese sales. Especially aft er 2009, when there was 
a very steep upward curve.

“We look at China, and we all agree it’s pretty 
amazing with an estimate for 2013 of 23 million. 
Look at the growth from 2006 (7,2-million) of 180 
per cent in new car sales to the end of 2012.

“Whereas in South Africa from 2006 there is 
actually a contraction in our market.

“Signifi cant investments are constantly made 
in China for the motor industry. For example with 
J2, a whole new plant was set up for J2 build, along 
with two other models. Th is plant can produce 
300 000 vehicles per annum. I think if China wants 
to continue to grow the motor industry, they are go-
ing to have to concentrate more on global markets. 
Th at will come in time.

“If I look at the same time period in South 
Africa, we showed a 12 per cent contraction in the 
(overall vehicle) market, but what is encouraging is 
the growth seen from 2009 to 2012. I put a forecast 
in for 2013 of fi ve per cent, currently we are tracking 
at just over six per cent. So it is positive. And we have 
seen the biggest growth in the passenger segment.

“We look at our sales performance. In 2011, I 
forecast a three per cent growth for Chery in 2012. 
Unfortunately that didn’t materialise, and we saw a 
decrease in our sales of eight per cent from 2011 to 
2012. Th at was due to various factors, but this year 
we should be back to 2011 numbers so we are fore-
casting an eight per cent growth. And I think going 
into next year we will start growing our market.

“We’ve made some model adjustments as the 
result of the performance in 2012, and for 2013 we 
will have a much better year (Chery does not report 
actual sales numbers).

“From a dealer network perspective we have 
added three more dealers since November 2012, to 
36, with a short-term goal of 40 dealers.

“In the passenger segment, this shows a growth 
of 71 per cent, in the A segment and we will be 
launching in the A-B segment. Th e J3 slotted into 
the B segment. Th e A segment represents 43 per 
cent of new car sales in South Africa, followed by 
the B segment at 22 per cent.

It’s great to be launching a car in the A segment 
but with it comes a number of challenges.

Th e key models in the A-entry segment are 
the Polo Vivo hatch, Toyota Etios, Ford Figo, Kia 
Picanto and VW Polo Vivo Sedan.

But we are launching J2 in the AB segment 
(because of its size) , where the players are the 
Polo, the Hyundai i20, the Yaris, the Chevrolet 
Aveo and the Chevrolet Sonic. Th ese are estab-
lished brands.

In the AB segment, 83 217 vehicles were sold in 
2012 of which 67 804 were fi ve-door hatchbacks.”

Soso said the J2 was some time getting here, 
and was homologated in 2011. But a decision was 
made to bring the J2 here that was assembled in 
the new (previously mentioned) plant in China. 

Soso says there are positive diff erences, regarding 
build quality.

“In size the J2 competes against the established 
models such as the Hyundai i20, VW Polo, Ford 
Fiesta and Toyota Yaris (AB models)” says Soso, 
“but from a pricing perspective signifi cantly under-
cuts them. Th is price positioning puts the J2 square-
ly up against the smaller A segment cars such as the 
Polo Vivo, the Ford Figo and the Toyota Etios.”

Th e pricing of the new Chery J2, available in 
only the one model, is R129 900. Th is includes a fi ve 
year/120 000 km warranty and a two-year/30 000 
km service plan. ■

Managing Director of Chery SA, Brett Soso.

Brett Soso, Managing Director of Chery South Africa

At last week’s launch of the new Chery J2, Chery SA had the competitors’ 
cars on display, and journalists were able to hop from the J2 to the 
competitors’ models and actually drive them. Managing Director Soso 
augmented this bold step by also delivering a very comprehensive analysis 
of the A segment (and the AB segment) where the new J2 is going 
to compete.

C Segment
35 421

8%

F Segment - MPV
14 283

3%
G Segment - SUV

67 610
15%

X Segment - Crossover
25 315

6%

D Segment
9 372
2%

SE Segment
2 279
1%

E Segment
1 214
0%

A Segment
191 233

43%

B Segment
96 812
22%

Chery SA Passenger Segment Overview

How the pie is cut up. SA’s new car market.
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BY STUART JOHNSTON.

Not a bad looker at all, with clean wedge-like styl-
ing. Only the headlights are a bit odd-looking (too 
large) in terms of overall harmony.

Th e interior does have a good fi t and fi nish, 
but there are some klutzy decisions. One of them 
is in the seat-cover material used, which looks a bit 
Oriental Plazer-ish. Th e other is in the accenting of 
the centre audio pod in silver, and the way the radio 
and controls are placed vertically, at odds with the 
shape of the rest of the dashboard. Reminds you of 
an old-style TV set or something.

Th e space is impressive, especially the rear leg-
room. Th e boot is big for a car of this size.

So, not a bad car to be seen in, then, so how does 
it go?

I didn’t enjoy the engine much. It’s a bit harsh 
when you rev it hard, and it doesn’t have too much 
torque, despite claimed output fi gures of 72 kW 
and 140 Nm. Th e claimed fuel consumption is 7,4 
litres/100 km, indicating that from a combustion 
management perspective, this 1,5-litre motor is still 
behind the global game.

Th e chassis, regarding ride, road-holding and 
steering feel, is also off  the pace. Th e steering could 
do with plenty of sharpening up, and the springing 
is too soft  giving some wallow when in fast sweeps 
or shorter tighter bends. Conversely, small bump 
control at low speeds isn’t that good either.

So, dynamically it still has some way to go. And 
that’s a pity, because there have been signs that the 
Chinese are getting their act together in this regard. 
If you want a car with plenty of space at a decent 
price, as well as all the bells and whistles such as 

electric what’s-its, air-con, and, yes, airbags and 
ABS, not a bad buy. If you care about how your car 
handles, you’d probably opt for less space but more 
dynamic fun. What is worrying is that the Toyota 
Etios is even cheaper! ■

Quick Chery J2 Impressions

Chery’s J2.

Chris De Kock, Executive Head of Sales and 
Marketing at WesBank, says that at the beginning 
of the year, WesBank predicted that 2013 would re-
turn new vehicle sales growth of 2.4%, in line with 
the GDP expectations for South Africa.

“Th is was in contrast to the other players in the 
industry, who were signifi cantly more bullish with 
their predictions. However, it is unnatural for one 
specifi c sector in the economy to consistently out-
perform the GDP growth rate for an extended pe-
riod of time, as new vehicle sales have done for the 
past four years. As we predicted, the market is now 
beginning to normalise,” says De Kock.

“We believe that 2013’s new vehicle sales 
have been in a supply market, driven by proac-
tive marketing activity by the Original Equipment 
Manufacturers (OEMs) and dealers, rather than pure 
demand from consumers. Dealer confi dence has, for 
the fi rst time, come back in line with confi dence lev-
els last seen before the 2008 crash and subsequent re-
covery, when the market was in a normal cycle.

“Looking forward, the recent poor perfor-
mance of the Rand will cause margins to come un-
der severe pressure to the extent that once the stock 
levels that have been built up – purchased before the 
weakening of the Rand – are depleted, newly ac-
quired stock will be priced higher, and this increase 
will subsequently be passed onto the consumer.

“We are already observing this trend in 
WesBank’s book data, with the average transaction 
value of new cars increasing by 11.3% compared to 

July 2012, whereas headline CPI has been less than 
6% during this period.”

De Kock predicts that the value of the trade-in 
assistance, as well as incentives and discounts of-
fered, will decrease overall and will ultimately re-
sult in a soft ening in new vehicle sales towards the 
end of this year. In addition, the increased supply of 
used vehicles into the market as a direct result of the 
higher sales volumes of the past four years will drive 
trade-in values lower, which will also make it more 
diffi  cult for customers and dealers to replace vehi-
cles fi nanced over extended periods (72 months).

Th e dealers surveyed indicated that they are con-
cerned about the impact of the increasing price 
of fuel on consumers’ already stressed household 
budgets. Fuel now makes up a signifi cantly bigger 
portion of the client monthly mobility expense. 
According to the WesBank Mobility Calculator**, if 
one buys an entry level car and travels an average of 
2 500km per month, fuel will make up +-37% of the 
monthly mobility expense, while the instalment of 
the car will contribute +- 43%.

Dealers also raised concern over the general 
state of the economy, citing that sluggish econom-
ic growth will impact on car sales. “Certainly the 
dealers are reporting a decrease in foot traffi  c. Th ere 

seems to be far fewer new customers entering into 
the car market and the majority of sales can be con-
tributed to existing customers changing their cars. 
We now see that the apparent dealer confi dence of 
the fi rst few months of this year, as refl ected in the 
fi rst Indicator fi gures of 2013, was optimistic. Th ere 
seems to be a greater awareness that new vehicle 
sales cannot outgrow the GDP for an extended pe-
riod of time”, says De Kock.

Used car market

Contrary to the decline in confi dence levels in the 
new car market, dealers who were surveyed noted 
that activity in the used car market is on the rise. De 
Kock says, “WesBank’s used:new ratio is showing a 
slight shift ing of the trend towards used cars.”

De Kock adds, “Used car prices are currently 
in a state of defl ation while new car prices are on 
the rise. Th is widening price gap between new cars 
versus used cars is resulting in customers fi nding 
better value in the used car market; however, a lot 
is also riding on the future direction of the Rand.”

In conclusion, he says, “WesBank’s outlook 
for the remainder of 2013 is that the used car mar-
ket will continue to gain momentum and perform 
strongly toward the end of the year, while the 
growth rate of new vehicle sales should moderate 
and fall in line with the expected GDP growth rate. 
It’s important to note that the market continues to 
grow off  the high base that has been established over 
the past few years, which is a positive situation.” ■

Dealer Margins Under Pressure, says Wesbank’s De Kock

Fuel now makes up a signifi cantly 
bigger portion of the client 
monthly mobility expense.
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BY ROGER HOUGHTON

Motor sport is coming back into favour with the 
world’s motor companies as a valuable marketing 
tool aft er many of them scurried away from their 
involvement at the time of the economic meltdown 
in 2008/9.

According to a recent article in the Financial 
Times vehicle manufacturers who deemed motor 
sport involvement as too costly and extravagant 
during the fi nancial crisis are now falling back in 
love with the marketing benefi ts that can fl ow from 
a successful motor sport programme as balance 
sheets recover.

AutoLive reporter Roger Houghton will be 
experiencing this favourable development for mo-
torsport enthusiasts fi rst hand this weekend when 
he is the guest of Infi niti at the Belgian Grand 
Prix. Th e promotion will kick off  with a visit to the 
Red Bull F1 factory in Milton Keynes in England 
and then the group of international journalists 
will drive Infi niti cars to Spa in Belgium for a 
weekend of Grand Prix excitement and up-close 
involvement.

Infi niti, the luxury arm of Nissan, has re-
cently greatly expanded its involvement with the 
championship-winning Red Bull Racing to include 
increased exposure on the racing cars and per-
sonal endorsement of its cars by world champion 
Sebastian Vettel.

Th is renewed enthusiasm among motor com-
panies follows recent decisions by the governing 
bodies of motor sport to curb excessive spending 
and to encourage more relevance between develop-
ments for motor sport and the cars and powertrains 
bought by consumers. Making engines greener and 
more effi  cient are among the latest outfl ows from 
the revised motor sport regulations in virtually 
every aspect of this activity.

Th e very successful Goodwood Festival of 
Speed staged in the UK recently was an excellent 
example of the growing attraction of motor sport 
for vehicle manufacturers and related industries.

Th e high profi le and astronomic cost of com-
peting on the international motor sport stage made 
this a very obvious target when major cost-cutting 
measures were required in 2008/9. Th is resulted in 
Honda, Toyota and BMW quickly departing the 
Formula 1 stage, while Subaru and Suzuki closed 
down their world rally teams and Kawasaki pulled 
the plug on its racing teams.

All the manufacturer-supported teams that 
remained in motor sport cut costs and downplayed 

their involvement for a period of time. Th ese in-
cluded Mercedes-Benz, Porsche, Ferrari, Audi and 
Renault on four wheels and Honda, Yamaha, BMW 
and Ducati in the realm of motorcycle racing.

Th at situation is now changing. And it is chang-
ing fast and at an increasing pace.

Toyota, Honda, and BMW are returning to 
the race tracks, while World Rally Championship 
(WRC) newcomer Volkswagen will be challenged 
by a returning Hyundai team next year.

Hyundai is investing R3bn in its WRC pro-
gramme, operating from a base in central Germany. 
It is being used as part of a brand-building drive in 
Europe that could see the Korean manufacturer’s 
annual marketing spend almost double in the next 
few years.

“We’ve sold our way to success in the last fi ve 
years and now we need to create a more sustain-
able business model that is based on improving 
brand image and marketing appeal, which drives 
customer retention,” says Hyundai Europe’s COO, 
Allan Rushforth.

Suzuki has also announced it will return to 
Moto GP racing in 2015.

Nissan is on the fringes of endurance racing 
with some interesting experimental cars and as an 
engine supplier, while its Infi niti luxury car division 
is increasing its involvement with the champion-
ship-winning Red Bull F1 team signifi cantly.

Honda, which is back in international saloon 
car racing and as an engine supplier for sports car 
racing has announced its return to F1 in 2015 as an 
engine supplier to McLaren.

“Honda needs good engineers, not just for car 
making, but for motorcycles, aviation and robots,” 
according to a motor industry researcher in Japan. 
“It sees racing as a way of strengthening its brand 
among graduates and now has the money to get in-
volved again.”

Peugeot was forced to close down its high pro-
fi le endurance racing team as it hit the fi nancial wall 
caused by the slowdown in the European economy, 
but its partner, Citroën, is staying in motor sport 
albeit with a change in direction from dominating 
the World Rally Championship to taking up the 

challenge of the World Touring Car Championship 
in 2014.

Porsche’s offi  cial return to the top rank of 
LMP1 racers at the Le Mans 24-hour race in 2014 
if further building on the growing importance of 
endurance racing as a technology showcase, as its 
petrol-electric hybrid contender will face up to the 
similar powertrain from Toyota and a diesel-elec-
tric system for the all-conquering Audi team which 
will now be ranged against a fellow member of the 
Volkswagen Group.

Even Bentley, the maker of top line luxury cars, 
is getting back on track with a GT3 car being con-
structed in the UK by Bentley engineers and rally 
specialist Malcolm Wilson for 2014. Th e objective 
is to build further on a long and distinguished mo-
tor racing heritage which has included winning the 
Le Mans 24 hour race in 1924, 1927-1931 and 2003. 
Now it will face a host of contenders in the fi ercely-
contested GT3 category from Porsche, Audi, BMW, 
Mercedes-Benz, Lamborghini and Ferrari.

Th e magic of the two-week Dakar Rally in South 
America is another branch of motor sport proving 
attractive to vehicle manufacturers, including some 
newcomers like GWM, of China, which will fi eld a 
Haval race car developed by its own engineers in 
2014 instead of fi tting a GWM body and badges to a 
Mini/BMW platform as they did this year

Fuel-effi  cient, turbocharged V6 engines of 1.6l 
capacity are becoming standard fare in several areas 
of motor sport in the future, including F1 in 2014, 
while they are already being used in the World Rally 
Championship and saloon car racing.

Andy Cowell, the managing director of 
Mercedes-Benz AMG high performance power-
trains summed it up by saying “Formula 1 and other 
top-tier motor sport formulae are undeniably back 
in the mind of mainstream manufacturers. Th ey 
are fi nding the new rules more attractive as the les-
sons learned can potentially trickling down to road 
car technology and there are now curbs in place to 
cut costs.”

For motor sport enthusiasts there is a renewed 
glow in what looks liked being a very exciting 
future. ■

Infi niti logos prominent on the all-conquering Red Bull F1 car.

Motor Sport Back 
in Favour with 

Motor Companies
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Ferrari 458 to debut at Frankfurt 
Motor Show in three weeks’ time

Th e Ferrari 458 is not visually very diff erent from 
common and cooking 458s that have been around 
for the past few years now. But in the engine depart-
ment its naturally-aspirated V8 sets new bench-
marks for a production engine. From a capacity of 
just 4 495 cc, it develops 445 kW, making its specifi c 
output of 99 kW per litre the highest ever achieved 
in a production car (naturally-aspirated). Th at ena-
bles a 0–100 km/h sprint time of 3,0 seconds and 
0-200 km/h time of 9,1 seconds.

Th e Speciale also features various moveable aero-
dynamic devices to keep it planted road-wards, 
and new electronic traction control interfaces that 
see it also achieve the highest lateral acceleration 
fi gures (for that, read grip in a corner) ever for a 
production Ferrari. ■

MG’s new super-mini contender to 
debut at Johannesburg International 
Motor Show in October

Th e new MG3 will make its fi rst SA appearance 
on October 16 at the fi rst media day at JIMs. Th is 
sighting will be just a month aft er the Chinese-
built MG is launched globally next month. Four 

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

WCM can provide services from strategic 
planning, to product launches, media brie ngs, 
event management, eet 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.za237 Rigel Avenue Waterkloof Ridge, Pretoria, 0181      Tel  +27 (0)12 460 4448      Fax   +27 (0)12 460 4514

New Models, Motorshows, Launches

continued on next page 

Ferrari’s 458 Speciale has a lot more going for it than just a stripe.

The MG3 has its South African debut slated for the Johannesburg International Motor 
Show in late October.

But in the engine department its 
naturally-aspirated V8 sets new 

benchmarks for a production engine.

www.wilkencomm.co.za
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Kieran Rennie heads up the advertis-
ing sales team on AutoLive. Kieran 
recently joined our band of petrol-
heads, and his pleasant but focussed 
personality, as well as his attention to 
detail, makes him the ideal member 
of our front-line squad.

Kieran has been involved in the 
motor industry for almost as long 
as he can remember, his father hav-
ing been a dealer principal at an 
East Rand Mazda dealership some 
years ago.

Kieran also cut his teeth as a 
car salesman during his career, but 
most of his working life he has been 
involved in the music and entertain-
ment business. While making music 
he also found time to build his own 
Lotus 7-based sports car.

“Getting involved in AutoLive 
is like a return to my roots,” says 

Kieran, who also does some writing 
for this publication on an occasional 
basis, having already covered a num-
ber of local launches.

You can mail Kieran Rennie at 
chat@kieranrennie.co.za, or call 
him on 083 225 9609.

Who should advertise 
in Autolive?

 ■ Companies looking to recruit 
employees for specialist posi-
tions in the motor industry.

 ■ Companies looking for fran-
chisees

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

 ■ Automotive marketing consult-
ants

 ■ Training organisations

 ■ Market research companies
 ■ Business management consult-
ants

 ■ IT companies
 ■ Fleet management companies
 ■ Suppliers of workshop equip-
ment

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

 ■ Vehicle tracking system suppli-
ers

 ■ Organisers of exhibitions and 
conferences.

 ■ Tyre fi tment centres
 ■ Suppliers of car care products
 ■ Suppliers of automotive re-
placement parts

 ■ Roadworthy testing centres

 ■ Printers
 ■ Accounting fi rms

AutoLive advertising rates are very 
cost eff ective and we are able to 
make up advertisements at reason-
able rates. Th e rate card is avail-
able under “Advertising” on the 
AutoLive website. ■

www.autolive.co.za

The Autolive Sales Team

Kieran Rennie
Cell: 083 225 9609 

E-mail: chat@kieranrennie.co.za

models of the MG3 are expected to be sold here by 
MG, which will run a 1,5-litre engine delivering a 
claimed 78  kW. ■

Almera is Back

Nissan has re-introduced the Almera nameplate 
to South Africa aft er a short hiatus. It is already 
available at a price of R165 000 for the manual and 
R175 000 for the automatic. A spacious interior and 
large boot are its strong selling points, with the boot 
measuring an impressive 490 litres. Th e engine is 
a 1,5-litre four-cylinder, rated at 73 kW. Th e car is 
built in India. ■

Renault Duster Launch 
Scheduled for September 16

Leading into the launch of its new Duster in three 
weeks time, Renault have released prices for the at-
tractive-looking (in the pics anyway) SUV. Th e 1,6 
litre Expression model will sell for R194  900, this 
being a 4X2 version in petrol-engined form. A die-
sel version and a 4X4 off ering will also be included 
in the line-up. ■ Coming in September, Renault’s new Duster SUV.

Nissan’s Almera is back.

 continued from previous page

Renault have released prices 
for the attractive-looking (in 

the pics anyway) SUV.
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continued on next page 

BY STUART JOHNSTON

Globally, the XC60 is the best-selling model, but in 
the writer’s mind the V60 in particular deserves to 
sell in droves, as it is such a complete package, and 
stylish to boot.

Even more stylish now. Along with the two 
other model ranges mentioned, the accent has been 
on a cleaner front end look on the cars, with new 
headlamps, bonnet and grille, while retaining the 
basic look. I’m not sure I like the new grille theme 
with its plainer horizontal slats, as I feel it doesn’t 
have as strong a personality as the stronger egg-
crate theme of the originals, but there you go. In the 
case of the XC60, visually a big change has also been 
to remove the excess black trim on the lower regions 
of the body and to go with a single colour, and this is 
much more in keeping with modern trends.

Th ere have been detail interior trim changes in 
all three variants too, notably the silk metal frames 
for switchgear and the like, as well as new wood 
inlays, and new headliners. Subtle but telling im-
provements, then, to keep things fresh for a couple 
of years.

On the launch drive I was restricted to driving 
only the V60 wagon ( I was presenting a show on 

Ignition TV and we only had time to fi lm the one 
car), and this D4 model was fi tted with the 120 
kW version of Volvo’s excellent fi ve-cylinder die-
sel engine. Th e D5 basically uses the same engine, 
but pumped up to deliver 158 kW and 440 Nm of 
torque. Personally I found the 120 kW version more 
than adequate, fi tted as it was in our case with a six-
speed automatic gearbox driving the front wheels.

In fact the line-up of engines and mod-
els available in the 60 series is vast, and quite 

confusing to the uninitiated, especially as there 
have been some designation changes too, which 
do not necessarily refl ect the engine’s sizing, or 
number of cylinders.

Herewith, a short summary:
S60 sedan: Th e range kicks off  with the T3 

Manual, which is a 1,6 litre 110 kW four-cylinder 
petrol engine and costs R329 600. Working through 

Re-shaped front-end is the new V60’s most noticeable change.

D4 diesel motor features Volvo’s fi ve-cylinder design, a sweet confi guration.

In the last fortnight Volvo has 
refreshed its entire 60 series range, 
and this includes the S60 Sedan, 
the V60 wagon and the XC60 SUV.

Volvo 60 Range RefresherVolvo 60 Range Refresher
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the petrol models, you get T4 variants, which are 
also four-cylinders, with 132 kW, the T5 models 
which are also four-cylinder turbo petrol, but with 
177 kW, and the T6 models, which feature trans-
verse six-cylinder turbo engines displacing 3,0 litres 
and punching out 224 kW.

In diesel form you get the D4 (120 kW fi ve-
cylinder) and D5 (158 kW fi ve-cylinder). Th ere 
are manual and automatic options pretty much 
through the range, all being front-wheel-drive, 
except for the T6 models which are only available 
in All-Wheel-Drive. Th e range tops out price-wise 
with S60 T6 AWD R-design at R526 700.

For the V60 wagon, you get pretty much the 
same amount of variants, just with the excellent 
styling and load space benefi t. Pricing on the V60 
starts at R340  500 and tops out at R537  900. So, 
for an extra ten grand or so you get, to my mind 
a better-looking car with much more load space. A 
no-brainer. Th ere are 19 diff erent V60 model vari-
ants and 20 specifi c S60 models.

As for the XC60, there are 15 diff erent, mod-
els, pretty much with the same engine line-up. 

Pricing starts here at R464 800 for the D4 manual 
two-wheel-drive and tops out at R622 600 for the T6 
AWD R-Design.

Space prohibits going into too much detail 
right now about all the new features incorporated 
in the 60 series, but many of the new-gen features 
launched in the V40 series models a while back are 
in there.

I particularly like the Active High-Beam lighting 
system (AutoLive mentioned briefl y a similar sys-
tem a few issues back in an interview with an en-
gineer for the new E-Class Mercedes). Th is system 
eff ectively detects a car up ahead travelling in the 
same direction as you, or an on-coming car, and 
only darkens the area directly in line with the ap-
proaching vehicle (or the vehicle you are encroach-
ing upon). Th e rest of the light spread remains on 
full high-beam intensity. Brilliant!

Th ere are also updated cornering lights on the 
car, including a system that switches on side-spread 
of the headlights at night when reversing, so that 
you don’t accidently bump the front fender when 
swinging out of a narrow alleyway or driveway.

Th ere is plenty more to tell you about the new 
Volvo 60 range but space precludes it. In brief, I re-
ally rate these cars because of their elegantly simple 
but functional dashboard designs, their renowned 
safety features, their build quality which has great 
integrity, and their pleasant engines in all variants. 
With a bit more advertising budget and more dealers, 
Volvo would steal away quite a few customers from 
the German top dogs in the premium sector. ■

The adaptive, selective high-beam 
dimming available on the Volvo XC60.

Tyre maker Bridgestone’s initiative to expose 
young drivers to safer driving is gathering speed. 
Since the start of the Bridgestone Simulator 
Experience in July 2013, more than 110 school-
children of driving age have had the opportunity 
to take the wheel and get a taste of the real world 
of driving. For almost half, it was their fi rst expe-
rience of driving at all, and even those raised on 
a diet of racing games soon realised that surviv-
ing on the roads is a far cry from setting killer lap 
times on the console.

“For years, Bridgestone has brainstormed 
ways to make a real diff erence to the driving skills 
of young drivers,” said Bridgestone PR Manager, 
Mandy Lovell. “Th e problem was how? We didn’t 
want to just preach and hand out pamphlets. We 
wanted to actively change mindsets, but that is dif-
fi cult without sending children to a driver training 
centre, which isn’t always practical,” she said. “Th e 
obstacles seemed insurmountable.”

Th e solution came when Bridgestone’s driver 
training provider, driving.co.za, proposed combin-
ing their recently-acquired truck driving simula-
tors with their proven self-study defensive driving 
course. Th e simulators reproduce a generic truck 

cab, with detailed graphics and audio. Unlike most 
other commercially-available driving simulators, 
they also include a motion platform which repro-
duces the sensations of vehicle movement.

“At fi rst, we weren’t sure whether a truck 
simulator would be the right way to go, but then 
we drove it and were hooked,” Lovell commented. 
“Many schoolkids have driven a car; very few have 
driven a truck, so it’s almost sure to be a new expe-
rience for most.”

Currently limited to Gauteng only, the simula-
tor is mounted on the back of a Hyundai H100 vehi-
cle and is fully self-contained, right down to a gen-
erator. “Learners get the same experience whether 
we’re at a rural farm school or a private school in 
the city,” Lovell explained.

Driving.co.za MD, Rob Handfi eld – Jones, said 
that the focus was on improving road safety knowl-
edge by tailoring each session to the learner. “We 
confi gure the vehicle, controls and route to match 
the learner’s driving experience; and each learner 
gets a ten to 15-minute drive. For learners who can 
already drive, our trainer running the session will 
give valuable defensive driving hints and tips,” he 
explained. “For novice drivers, we address more 

basic skills, like how to move off  safely and steer,” 
he added.

Th e simulator monitors driving errors and 
produces a printout which is given to each learner 
at the end of the drive, along with a self-study de-
fensive driving course pack to help them learn the 
right driving habits from the word go. Lovell said 
the reaction so far had exceeded expectations. “Th e 
learners really love the experience and quite a few 
ask for a second try on diff erent routes, or with a 
more advanced setup like a horse-and-trailer truck 
with a manual gearbox,” she explained.

Th e programme is entirely free of charge to 
participating schools, with Bridgestone covering 
all costs. All the school needs to provide is a place 
to park the simulator and a plug point if possible. 
“We encourage schools in Gauteng to contact us 
and help improve awareness of safer driving among 
their learners of driving age,” Lovell concluded. ■

Bridgestone Young Driver 
Initiative Gathers Speed

Learners at Sunward Park High enjoying 
time with the simulator.

There are also updated cornering 
lights on the car, including a system 
that switches on side-spread of the 

headlights at night when reversing, ...
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BMW ON TOP
BMW has come out on top in a major consumer 
brand survey conducted by TNS South Africa in 
conjunction with the Sunday Times. BMW scored 
70.46 on an indexed rating compiled from input 
from 3 500 South African adults aged 18 years or 
over – 2  500 in metropolitan areas and the other 
1000 in rural areas. Th e results were weighted to 
represent the demographic mix of the population 
and interviews were conducted face-to-face.

Mercedes-Benz ranked second with an index of 
67.73, with both top companies getting strong sup-
port from both users and non-users of their prod-
ucts. Toyota, which dominated this national brand 
survey for many years in the past, was placed third 
with strong support from those who drive Toyotas. 
It scored 66.46 on the index.

Other placings were: 4, Volkswagen (64.90), 
5, Audi (60.91), 6, Ford (49.06), 7, Nissan (49.00), 
8, Mazda (47.25), 9, Isuzu (46.31) and 10, Hyundai 
(46.17).

None of the motor company brands made it 
onto any of the four Grand Prix lists which ranked 
the top 10 brands in terms of overall favourite brand 
(Coca-Cola was the winner), community uplift ment 
(Coca-Cola was again the winner), most desired 
company to work for (Eskom was the clear winner, 
with Coke second) and brands that do most to look 
aft er SA’s environment and natural resources (sur-
prise, surprise Coke was again the winner!). ■

BIOFUEL LEVY
It seems motorists could be in for a further ad-
dition to the long list of levies on fuel as it seems 

the Department of Energy will use this channel to 
boost funding for the development of biofuel. An 
announcement is expected later this year regarding 
the funding, but it is estimated it could be an addi-
tional 3.5c to 4c added to the price of a litre of fuel to 
subsidise this renewable energy project, according 
to a report in Business Report.

So far fi ve companies have been granted condi-
tional biofuel manufacturing licences and two had 
non-conditional permission.

Eight companies are evidently developing bio-
fuel capability and they could make over a billion 
litres of biofuel a year, with the largest evidently 
aiming to produce half the total amount at a canola-
based plant in Port Elizabeth.

Th e department’s initial target is 2% penetra-
tion for biofuel, which is about 400 litres per year. 
Petrol could be blended with between 2-10% bio-
fuel and diesel could have a concentration of up 
to 100%.

CLASSIC KOMBI BOWS OUT
Th ey are calling it the Last Edition. Th e second-
generation Volkswagen Kombi has been produced 
in Brazil since 1967, but next year all vehicles sold 
in Brazil need to be fi tted with ABS and Airbags, 
and VW in Brazil has fi nally bowed to pressure to 
kill off  the Kombi. Th e models in later years have 
been fi tted with water-cooled four-cylinder (Golf) 
motors, rather than the air-cooled fl at-fours that 
originally powered this version of the Kombi.

South Africans received this T2 version of the 
Kombi in 1968, when it was entitled the Clipper. 
Modern day collectors call this the Bay Window 
Kombi and it was produced in South Africa until 
late 1979. Th e fi rst-generation (T1) VW Kombi or 
Microbus was produced globally from 1950, and 
is known as a Splittie, because of its split front 
windscreen. Prices of well over R100 000 are being 
fetched for Splitties in good condition. ■

Surprise, surprise. BMW is SA’s top car brand, according to consumer awareness.

Classic Kombis. T1 Splittie on the left and T2 Bay Window on the right. The Brazilian 
watercooled version has fi nally ceased production.
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To advertise in  contact

Kieran Rennie on 083 225 9609 or email on chat@kieranrennie.co.za

TOYOTA/VW BATTLE 
IN FORTUNE 500
Toyota and Volkswagen have been ranked 8th and 
9th respectively in the latest Fortune Global 500 
ratings, with only US$1 8-billion between the total 
revenue of the two giants who are locked in a battle 
for supremacy in the worldwide automotive indus-
try. (Th e Fortune 500 companies are ranked on the 
basis of revenue in each company’s fi nancial year).

Last year Toyota, which was recovering from 
natural disasters and recalling millions of ve-
hicles ranked 10th, while Volkswagen was 12th. 
Volkswagen was far more profi table though, rank-
ing 6th among the Fortune 500, compared to 29th 
position for Toyota. Both were the top-ranked com-
panies in their respective countries.

A total of 20 motor companies made it onto 
the Fortune 500 list, with a growing number from 
China. Besides Toyota and Volkswagen others on 
the list were: General Motors (22), Daimler (23), 
Ford (27), Honda (45), Nissan (49), BMW (68), SAIC 
Motor (103), Hyundai Motor (104), Peugeot (121), 
China FAW Group (141), Dongfeng Motor Group 
(146), Renault (184), Volvo (227), Kia Motors (252), 
Tata Motors (316), Beijing Automotive Group (336), 
Suzuki Motor (367) and Mazda Motor (440). ■

VW’S SPORTING VENUE
Volkswagen Group SA has opened a world class 
sports and recreational facility for its employees at 
the manufacturing factory in Uitenhage. Th e R30-
million PeoplePavilion, which caters for indoor 
and outdoor sporting activities, will be used by all 
Volkswagen employees and their families on any 
day of the week.

Th e facility has a gym which is managed by a 
qualifi ed biokineticist and is open to all Volkswagen 
employees to use for a nominal membership fee. 
Th e gym will also be used for the rehabilitation of 
injured Volkswagen employees and is equipped 
with purposely built gym equipment. Th ere is also 
a clubhouse and terrace which overlooks the mul-
ti-purpose main fi eld that will be used for soccer, 
rugby and cricket. ■

GEELY OPENS PLANT IN 
IN EASTERN EUROPE
A new Geely production plant for existing and fu-
ture models from this privately-owned Chinese ve-
hicle manufacturer will soon be set up in Belarus, 
an Eastern Europe landlocked republic bordered 
by Russia to the northeast, Ukraine to the south, 
Poland to the west, and Latvia and Lithuania to 
the northwest.

Geely Belarus was established in March 2012. 
Th e venture’s fi rst car came off  the production line 
in October 2012. Th e Geely SC7 has been available 
in Belarus since March this year, while the SUV 
EX7 which will also fi nd its way to South African 
shores, is expected to be available by the end of 
the year. ■

MOTORCYCLE OF THE YEAR
Th e BMW R1200GS Liquid Cooled.is the fi rst win-
ner of the Pirelli-sponsored SA Motorcycle of the 
Year award for 2013 which was announced at the 
recent AMiD Expo in Johannesburg. Th is is the fi rst 

time this award has been made and the BMW was 
selected from a group of 16 fi nalists. Second place 
went to the KTM 1190 Adventure and third place to 
the Triumph Daytona 675R.

Th e competition was organised by Mat Durrans 
and Harry Fisher of Th e Bike Show on Ignition and 
involved 13 members of the South African motor-
cycling media and professional motorcyclists. ■

The water-cooled BMW 1200GS is the 
2013 Pirelli Motorcycle of the Year.

Geely’s LC Cross, which is on sale in SA.
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Motorsport

BY STUART JOHNSTON

Th e rally was run over previously un-used roads by 
rallyists and held for the fi rst time in the Cullinan 
area, and based at Zonderwater Correctional 
Services (prison), an historic site that once housed 
Italian prisoners in World War Two.

It was a relatively straightforward canter to vic-
tory for the Ford Dealer Team Fiesta pairing, who 
have now won four out of fi ve rallies this season. 
Th ey scorched away from the start of Stage One, and 
had built up a lead of 12 seconds on their nearest 
rival aft er that very fi rst stage.

Th e slick work of Cronje and Houghton was 
also apparent in their approach to the fi nal stage 
of the Friday at the Mamelodi Mall, where many 
black people were introduced to rallying for the 
fi rst time. Th ey completed the tricky parking lot 
stage in brisk but not overly-committed style, and 
in fact were never headed throughout the rally in 
the overall standings

Th eir nearest rivals for the championship, Jan 
Habig and Robert Paisley, in a Basil Read-sponsored 
Fiesta were by contrast super aggressive on that 
stage, and hard on the car as they bottomed out 
badly on speed bumps on more than one occasion! 
Th ey were battling along in fi ft h place aft er various 
niggles suff ered on the Friday, but their car’s cam 
belt apparently broke as it entered the fi nal stage on 
Saturday and they were out!

A fi ne performance from Volkswagen’s Henk 
Lategan and Barry White saw them fi nish second, 
and score a much needed podium result for the 
Volkswagen Sasolracing team this year. Lategan, 
at just 20 years-old and in his fi rst season of S2000 
rallying at the top level in this country, was at the 
top of his game, and won stages on both Friday and 
Saturday, and generally was the only driver to push 
the Ford team consistently hard. He had driven 
much of a stage on the Friday on a fl at wheel, which 
lost him plenty of time, otherwise he would have 
been a lot closer to the Ford at the fi nish.

Th ird were Johnny Gemmell and Carolyn Swan 
in a Castrol Toyota Yaris, who just managed to fend 

off  team mates Leeroy Poulter and Elvene Coetzee. 
Poulter was quick all weekend, but too quick on oc-
casion! He was penalised a total of 70 seconds for 
not one but two jumped starts! Clutch trouble?

Privateers Japie van Niekerk and Gerhard 
Snyman fi nished fi ft h as they got to grips with 
their newly acquired Africa Developments Ford 
Fiesta to also win the S2000 Challenge class for 
vehicles older than a year. VW’s Enzo Kuun and 
Douglas Judd fi nished sixth, ahead of Dakar star 
Giniel de Villiers and Greg Godrich in an Imperial 
Toyota Yaris.

Th e S2000 Challenge class saw JP Damseaux 
and Hilton Auff ray fi nish second in that category, 
ahead of Mohammed Moosa and Andre Vermeulen, 
both in Total Toyota Auris machines built for last 
year’s championship.

VW’s Gugu Zulu and Carl Peskin, who 
have had a good run in S200 Challenge this year, 
dropped out with a dropped valve early on the 
Saturday. Gugu had also suff ered from drive-shaft  
problems which delayed him on the Friday. Others 

to retire included the VW works team of Hergen 
Fekken and Pierre Aries, aft er showing good form 
on Stage One on the Friday, when they hit a gate 
post in Stage Two.

Clint Weston, a regular winner in the S1600 
class this year, rolled his Reef Tankers Citroen C2 
out of the event on the Saturday just before the end. 
Th e S1600 class was won by Ashleigh Haigh-Smith 
and Craig Parry in a Castrol Ford Fiesta R2, round-
ing off  a great day for Ford.

It’s not oft en that a manufacturer has the 
good fortune of winning a rally it sponsors. Ask 
Volkswagen and Toyota, companies which have 
sponsored rallies for many years, but not oft en seen 
one of their cars win their “home” event! ■

Cronje and Houghton Power Ahead
Mark Cronje and Robin Houghton won the Ford Dealer Rally in the Cullinan 
area last Saturday, to pull 25 points clear of their nearest rival in the 2013 
SA Rally Championship.

Cronje and Houghton were in a class of 
their own to win the Ford Dealer rally in 
Cullinan at the weekend in their Fiesta.

Young star Henk Lategan at right and Barry White scored a fi ne second place at the 
Ford Dealer Rally last weekend.
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Hino South Africa has embarked on a fruitful part-
nership with Fire Fighting Technology, a specialist 
vehicle conversion company located near Pretoria. 
Th is joint venture between two leaders in their seg-
ments of the truck business has already resulted in 
the delivery of several fi re engines based on Hino 
truck chassis-cabs.

“Th is cooperation has enabled Hino to off er a 
comprehensive range of fi re fi ghting vehicles and 
we are particularly impressed with the relationship 
we enjoy with the management of Marcé and the 
excellent quality they build into the innovative fi re 
engines they produce,” said Hino SA’s senior sales 
manager, Ignatius “IJ” Greeff .

Th ree fi re engines, built by Marcé Fire Fighting 
Technology on Hino 500-Series 1322 four-wheel 
drive chassis were delivered to Free State provincial 
authorities recently for use in the Dihlabeng mu-
nicipal area, which includes Bethlehem, Clarens, 
Fouriesburg, Paul Roux and Rosendal.

Th is latest order on Marcé follows a previous 
one for fi ve units for the Eastern Cape regional au-
thority. Th ey were built on 4x2 Hino chassis

Th e development of the Marcé-built Hino fi re 
engines has included them being subjected to a 
stringent series of tests at the Gerotek technical cen-
tre, west of Pretoria and included slalom at 80km/h 
as well as driving on the ride and handling circuit, 
both with the water tank full and half full. Th e max-
imum tilt angle was measured at 28 degrees on the 
tilt platform.

“We are delighted at the positive results of these 
tests which were conducted by Gerotek personnel,” 
added Greeff .

Marcé Fire Fighting Technology, which was 
formed in 1998 and operates from premises in 
Centurion, near Pretoria, started as an importer of 
fi re fi ghting vehicles and equipment, but in 2001 the 
company management realised that there was great 
potential in local manufacture providing high qual-
ity standards were met.

Th is is what they have done, most successfully, 
using local designs with additional input coming 

from regular visits to relevant global exhibitions for 
the emergency services.

“My wife, Danielle, has been the driving force 
in this business, which is named aft er her favourite 
brand of champagne from a small vineyard in the 
Loire Valle in France,” says commercial director 
Jan Steyn.

Th e company, which does conversions on any 
suitable make of truck, moved into its current de-
sign, engineering and manufacturing base last year 
to cater for the rapidly growing demands for its ve-
hicles. Th is building also houses the head offi  ce.

Th ere is very tight control on quality as virtu-
ally all the components, including the impressive 
composite sections for making double cab body ex-
tensions, are made on site, using the latest technol-
ogy and modern equipment. Th is includes a large 
painting booth that delivers a very high quality level 
of fi nish.

Th e company employs 150 people on the 
Centurion site, with 120 related directly. Th ere are 
branches in Polokwane, Stellenbosch, Namibia, 
Mozambique, Zimbabwe, Botswana and various 
agents in Africa, so its reach is growing rapidly.

“We face strong competition from both local 
and international companies but believe we now 
measure up to the world’s best in terms of quality 
and innovation because we are very aware that we 
cannot aff ord to take any short cuts because we are 
in a life and death business,” concluded Jan Steyn.

For more information: www.marce.co.za
Tel: +27-12-742-9200 E-mail: Jan Steyn 

(Commercial Manager) jan@marce.co.za ■

Working Wheels

HINO Partners with Fire Fighting Specialists

Marcé Fire Fighting Technology does many fi re engine conversions on the popular 
Toyota Land Cruiser pick-up.

Rear three-quarter view of the Marcé-built Cruiser fi re engine.
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South African Vehicle Sales Figures at the End of July 2013

TOP 5 PASSENGER CAR MARKET BY TYPE FOR JULY 2013

SEGMENT TYPE 2013 SHARE 2012 SHARE

ENTRY CARS

VW POLO Vivo 
Hatch/Sedan

3 574 10.4% 3 449 11.0%

TOYOTA Etios 2 122 6.2% 1 753 5.6%

FORD Figo 1 313 3.8% 1 176 3.7%

CHEV Spark 737 2.1% 519 1.7%

RENAULT 
Sandero

457 1.3% 589 1.9%

ENTRY CARS TOTAL 9 500 27.7% 8 390 26.7%

SUB-SMALL

VW Polo 2 169 6.3% 2 058 6.6%

FORD Fiesta 885 2.6% 526 1.7%

TOYOTA Yaris 436 1.3% 621 2.0%

VW Polo Sedan 360 1.1% 249 0.8%

NISSAN Micra 312 0.9% 264 0.8%

SUB-SMALL TOTAL 5 575 16.3% 5 479 17.5%

SMALL

TOYOTA Corolla 1 774 5.2% 1 372 4.4%

VW Golf 7 908 2.6% 0 0.0%

BMW 1-Series 426 1.2% 444 1.4%

FORD Focus 391 1.1% 408 1.3%

NISSAN Almera 367 1.1% 0 0.0%

SMALL TOTAL 7 019 20.5% 6 455 20.6%

MEDIUM

BMW 3-Series 1 085 3.2% 1 041 3.3%

MERCEDES 
C-Class

1 017 3.0% 1 180 3.8%

AUDI A4 632 1.8% 417 1.3%

LEXUS IS 57 0.2% 69 0.2%

VW Passat 41 0.1% 29 0.1%

MEDIUM TOTAL 2 906 8.5% 2 951 9.4%

LARGE

MERCEDES 
E-Class

196 0.6% 103 0.3%

BMW 5-Series 153 0.4% 149 0.5%

AUDI A5 
Sportback

87 0.3% 68 0.2%

AUDI A6 78 0.2% 46 0.1%

AUDI A5 
Coupe/Cabriolet

68 0.2% 65 0.2%

LARGE TOTAL 814 2.4% 614 2.0%

LUXURY

BMW 6-Series 41 0.1% 21 0.1%

PORSCHE 
Panamera

19 0.1% 11 0.0%

AUDI A8 10 0.0% 6 0.0%

MERCEDES 
CLS

8 0.0% 12 0.0%

BMW 7-Series 5 0.0% 11 0.0%

LUXURY TOTAL 91 0.3% 77 0.2%

TOP 5 PASSENGER CAR MARKET BY TYPE FOR JULY 2013

SEGMENT TYPE 2013 SHARE 2012 SHARE

MPV

TOYOTA Avanza 502 1.5% 331 1.1%

MERCEDES 
B-Class

167 0.5% 77 0.2%

VW T5 Kombi 92 0.3% 49 0.2%

TOYOTA Innova 70 0.2% 48 0.2%

NISSAN NV200 70 0.2% 0 0.0%

MPV TOTAL 1 173 3.4% 874 2.8%

SUV

TOYOTA 
Fortuner

943 2.8% 982 3.1%

FORD Kuga 436 1.3% 52 0.2%

TOYOTA RAV 398 1.2% 55 0.2%

VW Tiguan 275 0.8% 231 0.7%

L-R Discovery 4 264 0.8% 172 0.5%

SUV TOTAL 5017 14.6% 4133 13.2%

SPORT AND 
EXOTICS

TOYOTA 86 70 0.2% 161 0.5%

JAGUAR F-Type 29 0.1% 0 0.0%

PORSCHE 911 23 0.1% 18 0.1%

AUDI TT 22 0.1% 10 0.0%

PORSCHE 
Cayman

19 0.1% 0 0.0%

SPORT AND EXOTICS TOTAL 260 0.8% 275 0.9%

CROSSOVER

NISSAN Juke 364 1.1% 287 0.9%

NISSAN 
Qashqai

278 0.8% 359 1.1%

JEEP Compass 190 0.6% 184 0.6%

L-R Range 
Rover Evoque

184 0.5% 225 0.7%

AUDI Q3 153 0.4% 136 0.4%

CROSSOVER TOTAL 1 925 5.6% 2 141 6.8%

GRAND TOTAL 34 280 31 389

Figures courtesy of SA Department of Trade and Industry and RGT SMART

With 29 sales in July, Jag’s new F-Type outsold Porsche’s 911, 
which had 23 sales.
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TOP 5 LCV CAR MARKET BY TYPE FOR JULY 2013

NAAMSA 
STANDARD

TYPE 2013 SHARE 2012 SHARE

SUB ONE-TON

NISSAN NP200 1 663 11.5% 1 359 10.7%

CHEV Utility 1 587 11.0% 1 746 13.7%

CHEV Lumina 
UTE

15 0.1% 26 0.2%

CHEV Corsa 
Utility

0 0.0% 1 0.0%

SUB ONE-TON TOTAL 3 265 22.6% 3 132 24.6%

ABOVE ONE-TON 
DCAB

TOYOTA Hilux 1 143 7.9% 1 009 7.9%

FORD Ranger 1 090 7.6% 867 6.8%

ISUZU KB 398 2.8% 362 2.8%

VW Amarok 338 2.3% 346 2.7%

NISSAN Navara 161 1.1% 106 0.8%

ABOVE ONE-TON DCAB TOTAL 3 605 25.0% 3 048 23.9%

ABOVE ONE-TON 
SCAB

TOYOTA Hilux 1 725 12.0% 1 526 12.0%

ISUZU KB 840 5.8% 864 6.8%

NISSAN NP300 
Hardbody

778 5.4% 827 6.5%

FORD Ranger 507 3.5% 403 3.2%

TATA Super Ace 106 0.7% 0 0.0%

ABOVE ONE-TON SCAB TOTAL 4 549 31.5% 4 269 33.5%

ABOVE ONE-TON 
XCAB

TOYOTA Hilux 291 2.0% 246 1.9%

FORD Ranger 279 1.9% 312 2.4%

ISUZU KB 141 1.0% 126 1.0%

MAZDA BT-50 75 0.5% 6 0.0%

MITSUBISHI 
Triton

26 0.2% 18 0.1%

ABOVE ONE-TON XCAB TOTAL 831 5.8% 722 5.7%

MINIBUS

TOYOTA 
Quantum

1 295 9.0% 1 121 8.8%

FORD Tourneo 
Custom

54 0.4% 0 0.0%

VW Caddy 43 0.3% 41 0.3%

VW T5 
Transporter 
Cr-Bus

40 0.3% 23 0.2%

MERCEDES 
Vito

13 0.1% 7 0.1%

MINIBUS TOTAL 1 449 10.0% 1 200 9.4%

PANEL VAN

VW Caddy 171 1.2% 112 0.9%

CHEV Spark 92 0.6% 0 0.0%

NISSAN NV200 87 0.6% 0 0.0%

NISSAN NV350 64 0.4% 0 0.0%

TOYOTA 
Quantum

56 0.4% 80 0.6%

PANEL VAN TOTAL 722 5.0% 386 3.0%

GRAND TOTAL 14 421 100.0% 12 757 100.0%

Figures courtesy of SA Department of Trade and Industry and RGT SMART

TOP 5 SELLING PASSENGER CARS FOR JULY 2013

TYPE 2013 2013 SHARE

VW Polo Vivo 3 574 10.4%

VW Polo 2 169 6.3%

TOYOTA Etios 2 122 6.2%

TOYOTA Corolla 1 774 5.2%

FORD Figo 1 313 3.8%

34 280

 TOP 5 SELLING LCV CARS FOR JULY 2013

TYPE 2013 2013 SHARE

TOYOTA Hilux 3 159 21.9%

FORD Ranger 1 876 13.0%

NISSAN NP200 1 663 11.5%

CHEV Utility 1 587 11.0%

ISUZU KB 1 379 9.6%

14 421

Figures courtesy of SA Department of Trade and Industry and RGT SMART

Despite being near the end of its life-cycle, Toyota’s Hilux 
continues to lead the Double Cab segment with 1 143 sales in 
July. This is the new Dakar version.

Ford’s Ranger ran the Hilux a strong second in the Double Cab 
segment in July, with 1 090 sales.
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THE TOP SOUTH AFRICAN HCV / MCV MARKET FOR JULY 2013
(MEDIUM, HEAVY & EXTRA HEAVY COMMERCIALS, & BUSSES)

MANUFACTURER CATEGORY 2013 SHARE

MERCEDES-BENZ SA

MCV 233 8.4%

HCV 71 2.6%

XHV 383 13.9%

BUS 39 1.4%

MERCEDES-BENZ SA TOTAL 726 26.3%

GMSA

MCV 178 6.5%

HCV 137 5.0%

XHV 35 1.3%

BUS 0 0.0%

GMSA TOTAL 350 12.7%

TOYOTA

MCV 211 7.7%

HCV 75 2.7%

XHV 42 1.5%

TOYOTA TOTAL 328 11.9%

UD TRUCKS

MCV 49 1.8%

HCV 142 5.1%

XHV 118 4.3%

UD TRUCKS TOTAL 309 11.2%

MAN

HCV 25 0.9%

XHV 125 4.5%

BUS 23 0.8%

MAN TOTAL 173 6.3%

VOLVO TRUCKS XHV 165 6.0%

VOLVO TRUCKS TOTAL 165 6.0%

SCANIA
XHV 156 5.7%

BUS 5 0.2%

SCANIA TOTAL 161 5.8%

TATA

MCV 55 2.0%

HCV 47 1.7%

XHV 33 1.2%

BUS 7 0.3%

TATA TOTAL 142 5.1%

THE TOP SOUTH AFRICAN HCV / MCV MARKET FOR JULY 2013
(MEDIUM, HEAVY & EXTRA HEAVY COMMERCIALS, & BUSSES)

MANUFACTURER CATEGORY 2013 SHARE

IVECO

MCV 64 2.3%

HCV 4 0.1%

XHV 12 0.4%

BUS 0 0.0%

IVECO TOTAL 80 2.9%

VOLKSWAGEN GROUP SA MCV 76 2.8%

VOLKSWAGEN GROUP SA TOTAL 76 2.8%

POWERSTAR XHV 64 2.3%

POWERSTAR TOTAL 64 2.3%

RENAULT TRUCKS XHV 45 1.6%

RENAULT TRUCKS TOTAL 45 1.6%

PCSA MCV 36 1.3%

PCSA TOTAL 36 1.3%

FAW

MCV 2 0.1%

HCV 9 0.3%

XHV 16 0.6%

FAW TOTAL 27 1.0%

JMC MCV 24 0.9%

JMC TOTAL 24 0.9%

NC2 TRUCKS SA XHV 19 0.7%

NC2 TRUCKS TOTAL 19 0.7%

BABCOCK
HCV 0 0.0%

XHV 16 0.6%

BABCOCK TOTAL 16 0.6%

FIAT GROUP MCV 9 0.3%

FIAT GROUP TOTAL 9 0.3%

VOLVO BUS BUS 8 0.3%

VOLVO BUS TOTAL 8 0.3%

VDL BUS & COACH SA BUS 0 0.0%

VDL BUS & COACH SA TOTAL 0 0.0%

GRAND TOTAL 2 758 100.0%

Figures courtesy of SA Department of Trade and Industry and RGT SMART

Mercedes-Benz continues its dominance of the heavy 
commecrial market, with a 26 per cent share in July. This is its 
impressive Actros model.

GMSA placed second in the truck-bus market in July with 250 
sales. This is its Isuzu FX model.



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

Picture Page

Mazda introduced its fi rst rotary-engined car here in the early ‘70s 
with the RX2. The wheels on this otherwise pristine example are 
non-standard.

The sporty coupe version of the Datsun 1200 GX had serious 
youth appeal. See Page 24 for more Datsun GX insight.

This is seriously cool Modern Roadster Mini theme on fi rst-gen 
Mini platform from the ‘70s.

Yamaha went long on glamour at the recent AMiD Bike Show at 
Nasrec from August 8–11.

Yet another barn fi nd by the POMC’s Dieter Vos was shown off 
at Piston Ring this Sunday past, a 1928 Chevrolet Tourer with 
overhead valve motor.

This is a pre-war DKW, which ran a two-cylinder two-stroke 
engine. They were introduced to SA by Baron Klaus von Oertzen, 
who started VWSA!.
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BY STUART JOHNSTON

You know, when you mention the nameplate 
Datsun, which has just made a return to the motor-
ing arena aft er an absence of 30 years, most enthusi-
asts will say: “Aah! Ja! Th e Triple S.”

Referring of course to the mid-sized sedan of 
the early ‘70s that won countless rallies and was 
pretty formidable on the streets, engraving the 
name of Datsun in the hearts of petrol-people for 
the fi rst time. Up till that point, a Datsun was either 
a bakkie or a cheap little sedan your great-uncle 
might buy to see him through his retirement years.

But for me, the greatest Datsun was not the SSS, 
but the 1200 GX. Th is was the small, light sedan 
that was launched just a year or two aft er the SSS, 
and, pound-for-pound, was one of the greatest per-
formance cars of all time.

You have to realise a scenario or two. Up un-
til that point, if you examined what you could get 
in the sub-1,3-litre class, well, you had the Mini 
Cooper S of a slightly earlier era, which could do 
0-100 km/h in about 13 seconds. With a top speed 
of about 145 to 150 km/h, and then it was revving its 
little head off . Th is was a highly-strung little car, rel-
atively expensive too. And it needed lots of work to 

keep it sweet if you pushed it hard. I know, because 
the older okes in my neighbourhood ran them.

Now, just three years or so aft er the Cooper S 
went off  the market, here you had a Japanese light 
car with crappy fake-mag hubcaps and otherwise 
completely unremarkable styling, that would do 
what the Cooper S would do and more, perfor-
mance-wise, and keep on doing it.

Not just for one trip from Jo’burg to Pretoria, 
and then you’d have to attend to tappets and CV 
joints and exhaust pipes that had started sheering 
away from the manifold, like the Mini. Th e Datsun 
would keep doing it for years!

I know this because my mate Nig had one. Nig, 
who sadly departed this life in 1998, had to make a 
decision about whether to get a Datsun 1200 GX or 
a Fiat 1300 Rally at the time. Th e Rally looked zoot-
ier, what with crisp Italian styling, proper Euro-
styled caps, perforated steel wheels and trims ,in-
stead of tinny fake mag wheel-covers, and an engine 
that revved sweetly and smoothly to, aah, probably 
about 8 000 (there was no rev-counter on the one I 
had as a company car a few years later).

Nig was a law student, his late uncle had left  
him some bucks to score a car, and he wisely chose 
a Datsun 1200 GX. Post-offi  ce white, we called the 
colour, and about a week aft er he bought it he took 

the hubcaps off  and stowed them in the garage. He 
always claimed this was not due to peer pressure, 
but to the fact that for some inexplicable reason, 
Datsun GX hubcaps were one of the most sought-
aft er spares in the “informal” sector at the time.

Nig didn’t just abuse his Datsun, he sexually 
assaulted it. At least as far as the engine went. He 
had this dozy demeanour that masked a brilliant 
intelligence, and no mean driving ability. And he 
revved that Datsun to 7 000 rpm every single day of 
its life for, oh, about three years or so, maybe four. 
We knew it was 7000, because unlike the Fiat, the 
Datsun had a rev-counter!

What’s more, not only did this car run hard 
enough to give Alfa Romeos a tough time (no kid-
ding dudes, I was in the car many a time when we 
took on the odd Giulia or 1750, we didn’t win but we 
gave them all kinds of trouble), but it was amazingly 
economical. You could run down to Durban on a 
tank of juice, which was unheard of in those days, 
and the tank was only, oh, about 45 litres or so.

Mechanically, nothing went wrong with that 
car. And yet its engine was modelled just about 
dimension-for-dimension on the Austin-Morris 
A-Series engine as fi tted to the Mini Cooper S. 
Except, whereas the top Mini motors displaced 
1 275 cc, the Datsun weighed in with a mere 1 147 cc.

Th ey not only had amazing rev-ability, but they 
also had a very broad torque curve, those Datsuns 
with their twin Hitachi constant-vacuum carbs 
modelled on the British SUs, which enabled you to 
drive them on a light throttle at brisk pace. It was no 
wonder that Hennie van der Linde made his name 
in one, taking the Star Production Championship 
in a GX in the early ‘70s, and thus establishing a 
racing dynasty that saw him take multiple titles 
in his Nissan Skyline, set up a tuning business 
that still fl ourishes today, and spawn three more 
racing champions in his sons Shaun and Etienne 
and his grandson Kelvin, who is about to win an 
international racing series in Germany, the VW 
Scirocco Cup.

I don’t have too much hope of the new Datsun 
Go (just launched in India) being a car that young-
sters could revere in a performance sense, the way 
we revered that Datsun GX. But then, you never 
know. Just a few years before the GX we had Uncle 
and Aunty driving the Bluebird. And that was it un-
til the SSS and GX came along.

So, just for rekindling those memories, wel-
come back Datsun. But just remember guys, it was 
actually the GX rather than the SSS that was the real 
giant-killing icon back in 1970-something. ■

The Real Datsun Legend

Datsun 1200 GX sedan. This rare unmollested example sports an original colour. We 
would have christened it boot polish brown back then.
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