
Issue 45 | 23 May 2013 www.autolive.co.za

See Story On Page 2

Ghosn’s Power 88 Plan on full steam ahead

ROSSLYN – NISSAN 
SOLIDIFIES ITS AFRICAN HUB

And then the horses 
pranced
Page 12

A Chinese car that 
does the business!
Page 10

Automechanika 
Report-Back
Page 9

Farewell, Errol 
Richardson
Page 8 

www.nags.co.za


Subscribe for free @
www.autolive.co.za Page 2

Editor

Stuart Johnston

stujohn@autolive.co.za

General Manager

Roger Houghton

houghtonr@mwebbiz.co.za

Sales

Bruno Lupini

bruno.lupini@gmail.com

Kieran Rennie

chat@kierarennie.co.za

Address

Suite 106B, MISA Centre 

12 Fir Street, Northcliff

Johannesburg, 2195

Tel

+27 (0)83 450 9255

Fax

+27 (0)86 505 8957

Website

www.autolive.co.za

© 2013 WCM Media CC

Production

Marketing Support Services

+27 (0)12 346 2168

danie@marketingss.co.za

Layout and Typesetting

Bonita Tuson

Disclaimer

While reasonable precautions have 

been taken to ensure the accuracy 

of the advice and information given 

to readers, neither the Editor, the 

Proprietors, nor the publishers 

can accept any responsibility for 

any damages or injury which may 

arise therefrom. continued on page 4 

MIke Whitfi eld, at right, pictured earlier this year in Kempton Park 
with Datsun global brand manager Vincent Cobee.

In a move announced this past 
week, Nissan’s Rosslyn plant near 
Pretoria has been designated as a 
link-pin of a new regional organisa-
tion process. Under the new system 
Nissan South Africa’s Managing 
Director Mike Whitfi eld will head 
up RBU (Regional Business Unit) 
South, which has responsibility for 
sales, marketing and manufacturing 
in key African markets, including 
Nigeria, Ghana, Angola, Kenya, and, 
of course, South Africa.

Asked by AutoLive how the re-
structuring aff ected Nissan SA and 
himself in a managerial role, Mike 
Whitfi led commented: “Th e appoint-
ment further streamlines Nissan’s 
activities in Africa. In the past we 
managed quite a large section of the 

business via our offi  ce in Rosslyn. 
Now we are the fi rst port of call and 
this will ensure even smoother in-
teraction with our regional offi  ces, 
our AMIE (Africa, Middle east and 
Europe) head offi  ce in Geneva, and 
ultimately with Nissan Japan (NML) 
in Yokohama.”

Whitfi eld added that in terms 
of immediate import for the Rosslyn 
plant it would be “business as usual. 
You will recall an announcement 
some months ago about the expan-
sion of our production in Rosslyn. 
Th is will go ahead as planned. Our 
Power 88 plan is well underway and 
the restructuring will assist in reach-
ing our goals.”

Th e Power 88 plan Whitfi eld 
refers to was announced as a global 

strategy for Nissan in 2011 by the 
company’s President and CEO, 
Carlos Ghosn. Th e numbers refer to 
Nissan’s ambitions to enjoy a global 
market share of 8 per cent by 2016 and 
to increase its operating profi t margin 
to a sustainable 8 per cent.

One of the key notes of this strat-
egy is to elevate Nissan to the world’s 
number one position in terms of light 
commercial vehicle manufacturer, 
by fi scal 2016. And in this regard, 
Nissan’s Rosslyn plant, as one of the 
key producers of three-quarter and 
one-ton pick—ups, is obviously piv-
otal to this goal.

Th e investment announced last 
year that Whitfi eld refers to is said to 
total R1-billion, to enable the Nissan 
plant to double its capacity. Th is week 
Whitfi eld confi rmed that “we are 
working towards producing 100  000 
vehicles per annum (by 2016), and 
there are various projects underway 
to meet our goals in this regard.”
Early this year, Nissan SA announced 
that it would be reintroducing the 
iconic Datsun brand here late in 
2013 as a low-cost model, but that 
were no plans for Datsun production 
at Rosslyn.

“Not in the next couple of years,” 
said Whitfi eld this week. “Our plant 
is currently dedicated to the NP200 
and NP300 – of which we export 
large numbers. As you know we also 

Nissan’s Masterplan for Rosslyn and Africa
Nissan is pushing for a huge share of the burgeoning African motor vehicle market, 
which is increasingly being targeted as one of the growth regions of the future for 
maximising global sales.
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Editor’s Note
ADVANCED DRIVING AND 
REAL DRIVING

In this edition we report on 
Monroe, the damping people, 
instituting a new driver training 
course aimed at young people, in 
the 18 to 25-year-old age group.

Statistics have shown that 
these people are more likely to 
have an accident, and there’s a 
good reason for it.

At this age, you’ve recently been granted your own personal 
mobility and all the freedom that implies. Not having to rely on 
your parents to pick you up aft er a party, for instance, is a biggie.

Yeah parties. We’ve all done a few of them, and the problem is 
that when you are aged between 18 and 25 you are INVINCABLE. 
You can drink about four times the amount of alcohol that would 
paralyse a well-adjusted adult, smoke a carton of cigarettes and 
then run a half marathon without even going home. I know this 
for a fact.

So, there can be no greater service to youngsters than instill-
ing in them the dangers relating to driving and alcohol. Th at is oh 
so diffi  cult though, because when you are that age, having one or 
two too-many makes everything so much more interesting excit-
ing and funnier than when you are stone cold sober.

But what you can do is teach your children to drive properly 
Th ere are basic tips to defensive driving, like always putting your 
car in a position where other road users can see you. Like never, 
ever passing on the left .

Th is kind of stuff  should be learned as young as possible. 
Same with dynamic control of a car, actually.

One more thing. If you’ve ever ridden a motorcycle for a 
length of time, and survived, then you know all about defensive 
driving. Th e rule on a bike is, ride as if you are invisible, and ride 
expecting other people to make all sorts of mistakes in front 
of you.

If you do that, and survive, you should make an excellent, 
well-mannered, car driver.

If you don’t want to risk it, drive a car like you are totally vul-
nerable too, because believe me, you are.

Stuart Johnston,
Editor
stujohn@autolive.co.za

To advertise in  contact

Bruno Lupini on 081 354 7212 or email on bruno.lupini@gmail.com OR
Kieran Rennie on 083 225 9609 or email on chat@kieranrennie.co.za

Delegates at a conference at Auto-
mechanika Johannesburg heard recently 
that Gauteng and the City of Tshwane 
are compelling automotive investment 
destinations.

Gauteng’s MEC for Economic 
Development, Nkosiphendule Kolisile, 
outlined the advantages at a breakfast 
event arranged by the AIDC (a Gauteng 
Growth and Development Agency subsidi-
ary) in partnership with City of Tshwane. 
He addressed Automechanika delegates 
from a number of countries, various tiers 
of government and industry stakeholders.

MEC Kolisile said, “Certainty is the 
bedrock of investment. Both national gov-
ernment and business have rallied behind 
South Africa’s multiyear development 
blueprint — the National Development 
Plan–which provides long term policy cer-
tainty for investors.”

“Gauteng is one of three major auto-
motive manufacturing regions in South 
Africa. Th e region hosts four of the eight 
local vehicle assemblers namely Nissan 
SA incorporating Renault, BMW SA, Ford 
Motor Company of Southern Africa and 
TATA Motors. It also hosts some 180 au-
tomotive component manufacturers who 
produce a wide range of products for both 
the domestics and export market,” he said.

Th ere are well-established down-
stream services and support industries 
in Gauteng, on which the automotive in-
dustry relies. “All major assemblers who 

have their production facilities outside the 
province maintain their corporate head of-
fi ces within Gauteng,” explained Kolisile.

Siphiwe Ngwenya, CEO of the Gauteng 
Growth and Development Agency, said 
that a number of initiatives have been im-
plemented to boost the automotive industry 
in Gauteng and that the Gauteng Business 
Investor Centre would be launched soon as 
a one-stop facility for investors. “Th is centre 
will make it easier for investors to do busi-
ness in Gauteng,” he said.

Barlow Manilal, AIDC’s CEO, said 
that the Gauteng provincial government 
had forged strong partnerships with 
OEMs which have had a massively positive 
impact on the sector and encouraged po-
tential investors to contact the AIDC.

“We are ready to provide assistance to 
automotive investors on the various nation-
al and provincial incentive schemes that are 
available and would be happy to facilitate in-
troductions with OEMs, component manu-
facturers and automotive suppliers across 
all tiers. We have developed strong working 
relationships with industry bodies and will 
continue to look for ways to grow automo-
tive investments and increase the competi-
tiveness of the sector,” he concluded.

About AIDC

Th e Automotive Industry Development 
Centre (AIDC), a subsidiary company 
of Gauteng Growth and Development 
Agency (GGDA), was established in 2000 
to increase the global competitiveness of 
the South African automotive industry 
by focusing on Enterprise Development, 
Skills Development and Training and 
Supply  Chain Programmes. Th e AIDC 
seeks to attract automotive assemblers, 
component manufacturers and material 
suppliers to reposition the Gauteng econo-
my in high value-added segments in knowl-
edge-driven manufacturing and services.

For more information, visit www.
aidc.co.za or contact Barlow Manilal on 
(012) 564 5250 or via email on bmanilal@
aidc.co.za ■

Gauteng and Tshwane are Attractive 
to Automotive Investors

Mr Siphiwe Ngwenya – Chief Executive 
Offi cer of the Gauteng Growth and 
Development Agency addresses the 
international and strategic investors on 
the Gauteng automotive investment 
value proposition.
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build the Renault Sandero and the Livina range her 
in Rosslyn.

*To date, Nissan exports its NP200 and NP300 
pick-ups, and some passenger cars, to some 37 sub-
Saharan African countries, and many other mar-
kets as well, including the UAE, Russia, Ukraine, 
Lebanon, and of course countries closer to home, 
such as Namibia, Botswana, Lesotho and Swaziland.

Locally, it is the market leader in the light pick-
up market with its NP200, and a Nissan spokesper-
son said that the typical monthly sales fi gures of 
some 1 700 units could be easily surpassed, if pro-
duction could be ramped up.

As far as it model line-up on sales fl oors goes 
in South Africa, the truly global nature of today’s 
motor business is illustrated by the varying loca-
tions that Nissans commonplace on our roads 
are built.

For instance, the Juke, which has been enjoy-
ing sales successes of close to 500 units a month no 
average, is built in the UK, as is the Qashqai, an-
other sales hit for Nissan in the so-called cross-over 
segment.

Japan is the source for the more expensive mod-
els, such as the Murano, the soon-to-be-introduced 
Leaf, the X-Trail, the 370Z and the GTR.

From Spain comes the Pathfi nder and the 
Navara XE and LE versions, while the Navara 

Kingcab is built in Th ailand. Th e steady, if unspec-
tacular-selling Micra is built in India.

Commenting on the African market aft er this 
week’s announcement, Trevor Mann, Nissan’s 
Vice President and Chairman for the African, 
Middle east and Indian region said: “Th e African 
automotive market has huge potential for growth. 
Currently Nissan has a 7,9 per cent share, but as 
part of our mid-term plan, we want to increase 
that signifi cantly through new model introduc-
tion, building stronger brand, and expanding our 
retail network.

“Th e new business structure will help us achieve 
these objectives by placing a great emphasis on em-
powering our teams within Africa, who are best-
placed to understand and serve our customers and 
react to a complex and diverse market.

Locally, Nissan has had a busy year so far. New 
models introduced so far in South Africa include 
a Pathfi nder upgrade and a CVT and all-wheel-
drive version of the Juke. N=Still to come are a die-
sel version of the Juke, two new panel vans in the 
VW Caddy class, a larger Mini-Bus-sized van, to be 
known as the NV350, and the Leaf in September. 
Th ere will also be at least two new B and C-segment 
sedans introduced, in the third quarter.” ■

 continued from page 2

Small bakkie, huge sales hit. Nissan’s NP200.

“The African automotive market 
has huge potential for growth. 

Currently Nissan has a 7,9 per cent 
share, ... we want to increase that 

signifi cantly through new model 
introduction, building stronger brand, 

and expanding our retail network.”

www.transunion.co.za
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We could tell 
you we’re a leading 
innovative company

Many companies claim to be innovative, but PFK Electronics has the credentials to prove 
it. The company has received numerous awards for its innovative design, manufacture 
and supply of leading automotive products including electronic vehicle security systems, 
telematics systems, alcohol interlock devices, convenience and body control modules, 
CANBus controllers and more.
 
PFK products are designed and produced in a state-of-the-art ISO/TS 16949 approved 
facility in Kwa-Zulu Natal. They reach the aftermarket through the Autowatch family of 
brands and the OEM market through the newly acquired PFK Shurlok brand. Because 
products are developed and manufactured in-house, PFK is able to ensure their quality 
from concept to customer. This makes the company not just a market leader in its own right, 
but also a partner of choice for leading automotive brands, both locally and internationally.

For more info visit www.pfk.co.za

www.pfk.co.za
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People

Sewells Businessman of the Year

Good motor dealers are those who provide measur-
ably excellent services to motorists – and when they 
do this properly their own businesses prosper, says 
Tania Barlow, MD of Sewells Group South Africa.

She made these observations at the prestig-
ious WesBank sponsored Businessman of the Year 
awards banquet in Gauteng last week. Th e Sewells 
‘BotY’ programme, endorsed by the National 
Automobile Dealers’ Association (NADA), has been 
running for 15 years, since 1998).

Th e winners selected from fi ve fi nalists in each 
of three categories – for large, medium and small 
dealerships are:

 ■ Large category: Koos van Rensburg, Oranje 
Toyota Bloemfontein

 ■ Medium category: Gerhard van Zyl, NTT 
Volkswagen East London

 ■ Small category: Johan Kemp, Queenstown 
Volkswagen

An additional award – for the ‘Most Improved 
Sewells Performance Group Member’ – was won by 
Stephan Venter of Nelspruit Auto Ford.

Barlow said the ‘BotY’ awards had become 
symbolic of the ultimate in excellence in automo-
tive retailing.

‘All the fi nalists are excellent businessmen 
who have proved highly capable of producing good 
returns on investment in tough market circum-
stances. Last year (2012) when the measurement 
took place can hardly be described as an easy one 
in which to excel, and yet they have all done so very 
successfully.’

Steve Smith to head up 
Car’s editorial team

Th e new editor of Car, Steve Smith, is probably 
best known amongst SA motoring enthusiasts as 
the co-author of the successful Supervan and I, the 
ghost-written autobiography of iconic race and rally 
driver Sarel van der Merwe.

Smith is a past editor of SA Sports Illustrated 
and currently editor of Th e Red Bulletin. His mo-
toring journalistic experience includes editing 
Cosmopolitan’s Women on Wheels supplement.

RamsayMedia, the publishers of Car, have an-
nounced that Smith will take up his new position 
on June 18. He replaces current editor Hannes 
Oosthuizen, who has taken up a new marketing po-
sition at GWM.

Smith is only the eighth editor of Car since the 
very fi rst edition was published in February 1957. 
Th e editor who had the biggest impact on Car was 
Cedric Wright, who established the publication as 
the “magazine of the people” with his down-home, 
friendly, chatty style. Wright took over the editorship 

in 1961 and during his 20-year tenure, Car grew its 
circulation to over 100 000 copies a month.

During the early 1990s it peaked at over 130 000 
copies a month, and was said to have the highest 
market penetration of any motoring publication 
in the world. In the face of massive men’s interest 
opposition since then, Car still manages an average 
monthly circulation of over 90 000 copies a month. 
Th is is more than twice the circulation of its nearest 
rival amongst mainstream motoring titles.

According to RamsayMedia, Smith’s broad 
range of experience includes marketing and pub-
lishing – and an in-depth knowledge of the digital 
world. He was motoring writer, managing editor 
and subsequently editor-in-chief of website portal 
Tiscali World Online, while the SA Sports Illustrated 
website saw signifi cant growth during his tenure.

Car publisher Neil Piper said he was very ex-
cited to have a specialist editor of Smith’s calibre 
join the team. “Steve brings a distinctive set of skills 
to the position – a passion for motoring coupled 
with knowledge of the broader motoring industry, 
considerable editorial and specialist multiplatform 
knowledge, and experience in leading large teams. 
I look forward to working with him to enhance our 
activities on all platforms, maximise consumer en-
gagement and deliver great content.”

A self-confessed life-long motoring enthusiast, 
Smith said he was “keenly anticipating” the chal-
lenges of his new job.

“From as early as I can remember, cars have 
been imbedded in my psyche. Starting with my fa-
ther’s old Alfas, through to the classics I’ve owned 
as an adult, they have featured large in my life. As 
a journalist, I’ve driven every new car I could get 

my hands on and jumped at every opportunity to 
write about them. Car magazine has been with me 
on that journey. I started reading it in my teens and 
it not only fed my appetite for all things automotive, 
it also seeded the notion of a career in journalism. 
Imagine then being given the opportunity to be the 
editor of this iconic magazine!”

Ekberg appointed as Porsche’s 
new African and Middle East MD

Porsche Middle East and Africa FZE, a wholly 
owned subsidiary of Dr. Ing. h.c. F. Porsche AG, 
Stuttgart, has appointed Christer Ekberg as man-
aging director, eff ective as of 1st of September 2013. 
Joining from Porsche Asia Pacifi c where he was also 
managing director in charge of 12 markets, Swedish 
born Ekberg will be responsible for sales across the 
Middle East, Levant, Africa (excluding the Maghreb 
states,) and India.  ■

Johan Kemp (holding certifi cate) of 
Queenstown Volkswagen is the winner of 
the Sewells Businessman of the Year for 
Small Category motor dealers. With him 
at last week’s awards banquet are Brian 
Riley, CEO of WesBank, Tania Barlow, MD 
of Sewells Group South Africa, and Derik 
Scorer, chairman of the National Auto 
Dealers’ Association (NADA). Date: 
16 May 2013.

Christer Ekberg, Porsche’s new Africa and 
Middle East boss.

Steve Smith to head up Car.
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PFK Electronics is a leading electronics company fo-
cused on the design and manufacture of innovative 
products, encompassing electronic vehicle security 
systems, telematics systems, alcohol interlock de-
vices, convenience modules, body control modules, 
CANBus controllers, diff  lock and gearbox control-
lers, exhaust emission controllers and instrument 
clusters. Products and services are supplied to origi-
nal equipment manufacturers (OEM’s), the aft er-
market, major fl eet and freight companies, as well as 
the public transport sector in global markets.
PFK was established in Durban, South Africa in 
1985, and has sales offi  ces in Durban, Johannesburg, 
Cape Town, Port Elizabeth, England, Sweden and 
Mauritius. In November 2012, the company ac-
quired Pi-Shurlok based in Pietermaritzburg. Gary 
Stanton, Managing Director of PFK Electronics 
explained ‘Th e acquisition of Shurlok has provided 
PFK with additional production capacity, critical 
skills, capital equipment, as well as access to more 
local and overseas major OEM customers’. Th e 
production plants have been amalgamated and are 
now located in the state of art 8 500 m2 facility in 
Pietermaritzburg.
In South Africa PFK vehicle security products 
are sold under the Autowatch brand and reach 
the market via a national network of approved 
Fitment Centres, selected insurers, direct sales to 

transporters, and fl eet and freight companies. OEM 
business is featured under the new brand, PFK 
Shurlok. More than two thirds of PFK’s products 
are exported, reaching 26 countries worldwide via 
a network of dedicated global distributors and also 
directly to major customers.

PFK is accredited with ISO 16949, ISO 14001, 
ISO 9001, FORD Q1, BMW : VDA 6.3 A rated , IPC 
610 : D Compliant , PQESE : C rank, SPICE ISO/IEC 
15504 Automotive SPICE Level 3.

PFK has experienced signifi cant annual growth 
in recent years, and Stanton explains ‘Key to this 
success is innovation, quality, fl exibility in de-
sign and manufacture and keeping engineering at 
the core of the business. With product design and 
business systems driven by a culture of innovation, 
and an in-house, state of the art SMT production 
facility, PFK is able to provide full lifecycle solu-
tions from concept to production, or build-to-print 
under licence from major fi rst tier suppliers. PFK’s 
market dominance in vehicle security systems and 
recent rapid growth in alcohol interlock devices 
and telematics systems is due to innovative features, 
extremely high quality products and unparalleled 
aft er-sales support.’

PFK has been recognised a number of times for 
its leadership in the industry.

Some of the more recent awards are:
 ■ Th e Supplier Merit Award from GMSA 
(2005, 2007, 2008 & 2009)

 ■ Technology Top 100 – Winner for Excellence 
in the Management of Systems (2007, 2009, 
2011); Winner in the Management of 
Innovation (2012)

 ■ KZN Exporter of the Year Award – Winner, 
Large Category (2009, 2010, 2011)

 ■ Automechanika SA Innovations Award – 
Silver Award Winner (2009)

 ■ KZN Top Business Award – Large Category 
(2010)

AUTOWATCH
 ■ Autowatch

 Th e Autowatch range of vehicle security prod-
ucts has been a market leader for many years. Th e 
brand has a 75% local market share, with prod-
ucts distributed through approximately 500 fi t-
ment centres throughout South Africa.

 ■ Autowatch Alcolock
 PFK is a leading designer and producer of alcohol 
breathalyser based immobilisers (also known as 
alcohol interlocks). Historically, these were sup-
plied mainly to Europe and Scandinavia, but 
PFK has widened its focus with the launch of a 
tethered system, which specifi cally targets the 
South African, American and Australian mar-
kets. All alcohol interlock devices from PFK, 
meet the stringent CENELEC European and 
NHTSA USA standards.

 ■ Autowatch Tracking
 For a number of years, PFK has designed and 
manufactured tracking systems for major in-
ternational tracking companies. In 2009, the 
company built on this strength by successfully 
launching their own full tracking service in 
South Africa for the stolen vehicle recovery and 
fl eet management market. Under the Autowatch 
Tracking brand PFK is expanding on this core 
off ering with a number of related products in 
the areas of asset tracking and driver behaviour 
profi ling.

PFK SHURLOK

PFK Shurlok, encompasses automotive electronic 
systems for the OEM market. It includes conveni-
ence modules, body control modules, CANBus 
controllers, diff  lock and gearbox controllers, ex-
haust emission controllers, security systems, key-
less entry systems, telematics systems, instrument 
clusters, just to name a few! Stanton says ‘PFK 
Shurlok provides a full life cycle service from design 
concept to full production or build-to-print under 
licence from major fi rst tier suppliers, in an ISO/
TS 16949, FORD Q1, VDA6 environment. We are 
exploring some excellent opportunities to increase 
our business with OEMs. We would especially 
like to use our expertise in producing instrument 
clusters in order to supply more OEMs with this 
technology. In the future we believe our expertise 
in telemetry and alcohol breathalyser systems will 
enable us to supply even more products directly into 
the OEM supply chain. We are well positioned to 
help all local OEM companies increase their local 
content which is so critical right now under the new 
APDP scheme.’ ■

Gary Stanton, Managing Director of 
PFK Electronics.

PFK Electronics Broadens its 
OEM and Aftermarket Base

‘The acquisition of Shurlok has 
provided PFK with additional 
production capacity, critical 

skills, capital equipment, as well 
as access to more local and 

overseas major OEM customers’.
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BY ROGER PITOT OF NAACAM

It is with great sadness that we heard of the death of 
Errol Richardson, a prominent South African mo-
tor industry man of many years standing, a man of 
integrity, passion and vibrancy. Errol died of a heart 
attack on Friday 10th May.

Errol had been with the NAACAM delegates 
at the APDP workshop at Automechanika the day 
prior to his death.

A number of us had the privilege of his friend-
ship, he dropped in for coff ee and a chat, analysed 
rugby matches during half-time at Sharks games, 
shared his knowledge and expertise of the motor 
industry.

Errol’s background comprises years served 
with General Motors, Ford and twenty-fi ve years 

with McCarthy. He was a former chairman of the 
National Automobile Dealers Association, former 
President of the Motor Industries Federation which 
became the Retail Motor Industry organisation 
(RMI) and he was the retail member of the Motor 
Industry Task Group which set in motion the for-
mulation of the Motor Industry Development 
Plan (MIDP).

Roger Pitot’s Memories of Errol

“I worked at Ford when Errol joined in the 1970s and 
although I was in Finance and he was in Marketing 
we oft en met to discuss why he wanted to spend 
money on this or that marketing programme.

Aft er losing contact with him for a number 
of years, Errol and I met again during the Motor 
Industry Task Group discussions in 1993, where 
he represented the interests of the retail sector and 
I was on the NAAMSA side. Th ereaft er we kept in 
touch occasionally, but aft er I joined NAACAM in 
2005 he was a regular visitor to our offi  ces as we are 
close to OR Tambo Airport. We would exchange 
memories, discuss what was happening in the in-
dustry and how we could fi x it! He loved networking 
and some years ago he organised a “Ford Retreads” 
dinner, an idea he got from the USA where ex-Ford 
employees get together to reminisce.

On another occasion he called me to ask if I 
would like to meet with J.D. Power (Errol had been 
instrumental in introducing the J.D. Power qual-
ity surveys in South Africa). Th is was to be at the 
airport while he was in transit from Korea to the 
USA. Errol was supposed to join us for breakfast, 
but his plane from Durban was cancelled, so I had 

Mr. Power alone for two hours. It turned out he had 
started his career as a fi nancial analyst at Ford, as 
had I, so we got on very well.

Errol was enthusiastic and passionate about 
many issues, particularly where he believed some-
thing should be done to improve a situation. Some 
of this feeling can be seen in the columns he wrote 
for Car Magazine in 2009 and 2010, but also in the 
many committees and groups he was involved in 
over his long career.

Earlier this month Errol called me to ask if he 
could attend the NAACAM APDP Workshop at 
Automechanika on May 9th, particularly the sec-
ond session which was only open to current indus-
try stakeholders, and of course I agreed. I think he 
asked more questions and passed more comments 
than anyone aft er the fi rst presentation

We had a long chat aft er the workshop about 
my impending retirement and he said he would 
miss his visits to NAACAM to talk about old times.

Little did we realise…”

The Industry pays tribute 
to Errol Richardson

Errol Richardson served with General Motors 
and Ford before spending 25 years with retail gi-
ant McCarthy. He is a former chairman of the 
National Automobile Dealers Association (NADA), 
and served as president of the Motor Industries 
Federation (MIF) – forerunner of the Retail 
Motor Industry organisation (RMI). Richardson 
was also the retail member of the Motor Industry 
Task Group that set in motion the formulation of 
the groundbreaking Motor Industry Development 
Plan, which promoted the South African automo-
tive production sector to an integral part of the 
global vehicle industry in the 1990s.

RMI chief executive Jeff  Osborne described 
Richardson as “a vibrant, passionate and extremely 
hardworking colleague who would be sadly missed 
by all”. CAR magazine said it would always be grate-
ful for the contributions the amiable Richardson 
had made to its bi-annual CAR Conferences as well 
as his column and blog contributions in his capacity 
as an “Industry Insider” during 2009 and 2010.

“Errol had a very thorough knowledge of the in-
ternational motor industry and chaired the Nissan 
dealer council, and was also an active member of 
the NADA NEC right until his passing,” comment-
ed NADA Chairman, Derik Scorer.

Th e South African Guild of Motoring 
Journalists extended its heartfelt sympathy to his 
wife, Glynis, children and grandchildren, Shaun, 
Hayley, Brett, Hayley, Andre, Isabella and Rorke.

His funeral was held on May 16 at 14:00 
in St Michael’s Anglican Church, Umhlanga 
Rocks, Durban. ■

Errol Richardson, RIP

Note from AutoLive’s Editor

I liked Errol Richardson long before I met him. 
How this came about, he lent me his personal 
weekend fun car, a Birkin 7 based on the famous 
Lotus 7, for a feature that I wrote which appeared 
in Car Magazine in February 1992. I was assis-
tant editor at that publication at the time, and I 
was on a trip to Durban. All this was organised 

Errol Richardson 1944–2013.

Car Magazine, February 1992.

by the king of organisers in KZN, Tony Day, who 
I knew very well from my biking days.

I still recall that weekend spent with Errol’s 
Birkin as one of my best times in a motorcar. 
Errol, who was MD of McCarthy Toyota at the 
time, had specifi ed a 90 kW Toyota 4A-GE twin 
cam motor for the car, with a Cressida fi ve-speed 
‘box, and big slurping side-draught Webers.

I remember thinking at the time how gener-
ous it was for such a top businessman to lend a 
young wild-eyed journalist his own personal car 
for a weekend. When I fi nally did meet up with 
Errol 20 years later at a motoring black-tie func-
tion, we had a good chuckle about it all, espe-
cially when I told him that Tony Day had assured 
me there was a canvas roof for the car beneath 
the tonneau behind the driver’s seat. Of course, 
when being drenched by one of KZN’s famous 
late afternoon storms on my way to the Wild 
Coast Sun, I discovered there was no roof!

“Oh, I could have told you that,” said Errol 
with a twinkle in his eyes. ■
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It is vital for the sustainability and 
viability of the South African mo-
tor industry that it uses the new 
Automotive Development and 
Production Plan (APDP) to double 
current vehicle production levels 
to 1,2-million by 2020 according 
to Professor Justin Barnes, of the 
University of KwaZulu-Natal.
He was addressing a workshop 
of the National Association of 
Automotive Component and Allied 
Manufacturers (APDP) at the 
Automechanika Johannesburg trade 
fair for the automotive aft ermarket, 
which was staged at Expo Centre 
recently.

Prof. Barnes, who gave delegates 
a detailed run-down on the pro-
gramme which came into force at 
the beginning of the year, was par-
ticularly well qualifi ed to talk on this 
subject as he and Professor Anthony 
Black had conducted the fi nal study 
on the Motor Industry Development 
Programme (MIDP) which ran for 17 

years and made recommendations in 
2008 for the structure of the APDP.

Prof. Barnes said achieving the 
target of 1,2-million vehicles annual 
production would put the country 
on the global map to be considered 
as a base for future products from the 
international OEMs. Th e professor 
added that along with the doubling 
of production must come increases in 
local content from the current level of 
less than 40% to at least 60% as this 
would increase the support for higher 
volumes and undoubtedly substan-
tially increase employment levels 
within the components industry.

Prof. Barnes explained in great 
detail, by means of examples, exactly 
how the APDP’s Production Incentive 
(PI) worked and the build up from the 
various sources and types of material 
value through the component supply 
chain to the OEMs. It was clear from 
subsequent questions and comments 
that “the penny dropped” for the fi rst 
time for many of the attendees.

During the closed session, Prof. 
Barnes provided an analysis of the 
fi rst quarter results of the APDP, 
breaking down the turnover, incen-
tives and employment by type of 
component. Th is is the fi rst time that 
this kind of data has been available, 
and while the information was gath-
ered from only about half the indus-
try, it proved fascinating and gener-
ated much debate.

From the next quarter it is 
likely that the data will cover 
around 80% of the industry, and 
the tracking and comparisons will 
provide much-needed facts to the 
authorities to enable decisions to be 
made in future adjustments to the 
programme.

Following this, Henry Pretorius 
added comments on behalf of 
NAAMSA which related to some of 
the issues fl owing from the presen-
tation, as well as updating attendees 
on possible administrative changes 
which were imminent.

Finally, there was a panel 
discussion, the members being 
Professor Justin Barnes, Tinus van 
Zyl (ITAC), Jessie Swart (SARS), 
Henry Pretorius (NAAMSA) and 
Roger Pitot (NAACAM). Th e ques-
tions from the fl oor ranged from 
simple to controversial, and it was 
clear at the end that most of the au-
dience had enjoyed the morning and 
many expressed their appreciation to 
NAACAM for holding this event. ■

Vital For Future of SA Motor Industry that it Doubles Production

Professor Justin Barnes, the 
University of KwaZulu-Natal.

Th e disproportionate choice of vehi-
cle brands and derivatives in South 
Africa relative to total new vehicle 
sales was pushing up costs for inde-
pendent aft ermarket parts stockists 
as they needed increased stockhold-
ings and additional warehouse ca-
pacity, according to the CEO of the 
Midas Group, Warren Espinoza.

Addressing a retail motor indus-
try conference at Automechanika 
Johannesburg, which was staged at 
Expo Centre recently, the Midas CEO 
said there were now more than 60 ve-
hicle brands on the local market, with 
over 1  500 derivatives. Th e growing 
number of diesel-engined vehicles 
was increasing the complexity for the 
aft ermarket.

Further pressure on the inde-
pendent aft ermarket business was 

coming from the fact that the number 
of product brands being supplied to 
this sector of the local motor indus-
try was also growing, while many 
new businesses selling these products 
were also springing up.

An example he gave was that 
about fi ve years ago there were 15 
brands of brake pads being sold on 
the local market. Now that number 
has jumped to more than 40 with 
several newcomers being launched at 
Automechanika Johannesburg.

Meanwhile, he said, the vehi-
cle manufacturers were trying to 
lock in the buyers of their vehicles 
to their dealerships with extended 
maintenance and service plans, 
while longer intervals between ser-
vices also aff ected the aft ermarket 
businesses.

Looking at the suppliers Espinoza 
said that in the past the aft ermarket 
had been well served by local com-
ponent suppliers, but they are now 
fi nding it increasingly more diffi  cult 
to make locally due to the cost impli-
cations of tooling.

In addition SA is now part of the 
global economy and the local com-
ponent makers are getting stiff  com-
petition from the importers. “Th ey 
require international demand to meet 
the critical mass in terms of output to 
be competitive”. He also questioned 
whether “Buy South African” was still 
a factor with buyers.

However, the Midas CEO said 
the local component makers were 
more fl exible, had local knowledge 

Proliferation of Car Brands in SA Pushing Up the Cost of Servicing the Aftermarket 

continued on next page 
Warren Espinoza, CEO of the 
Midas Group.
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BY STUART JOHNSTON

“Once you have a model that does well for your 
company, you are moving in the opposite direction. 
I have seen that happen with Hyundai (Meistre 
worked for Hyundai soon aft er it was launched here 
in the 1990s). People hear what the word is, and they 

don’t want to miss the boat, they want to get in on 
the action.

“On the parts side, we bought into a company 
called Parts Support, located on the West Rand. 
We are running at about 95 per cent parts avail-
ability at this stage, which is right up there with 
the best. Parts support is the strongest part of 
our business.”

As for the car, what is the new Geely Emgrand 
EC7 like? Well, aft er living with it for a day or two, 
it has to be said it is one huge step forward for 
this company.

It rides well over most surfaces, and it steers 
well, something that Chinese products to date 

 continued from previous page

and generally effi  cient supply chains, while it was 
also easier to build strong business relationships 
with a local company.

“Th e sustainability of local component sup-
pliers depends on access to technology through li-
censing agreements, continuous investment, value 
adds and technical support for customers,” added 
Espinoza.

In terms of the local distribution channels the 
Midas CEO said they were overtraded which led to 
price wars and margin squeeze in the fi ght for mar-
ket share, while these aft ermarket businesses had 
to deal with diverse customer profi les and diverse 
service requirements and escalating costs.

“Th e effi  cient management of supplier and cus-
tomer expectations as well as supply and demand 
are the keys to success for distributors, while techni-
cal support to customers is a growing requirement. 

For this reason we have to continue investing in 
equipment, skills and training while having access 
to the necessary fi nance to ensure viability,” added 
Espinoza

Th e Midas CEO concluded by saying that sup-
pliers to the aft ermarket had to ensure they catered 
for two markets, the formal or Eurocentric work-
shops and the informal or Afrocentric operators. 
Both had roles to play in keeping the wheels of vehi-
cles in Africa turning. ■

Not bad looking the Emgrand EC7. Conservative, yes. But easy on the eye.

Breakthrough Geely
The Managing Director of Geely in South Africa, Henri Meistre, believes the new Emgrand EC7, launched in South 
Africa in the second week of May, is the car that “will do well”.

continued on next page 
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Kieran Rennie is our new advertising sales execu-
tive on AutoLive. He joins long-serving ad-man 
Bruno Lupini on the team, and together they make 
a formidable front-line squad.

Kieran has been involved in the motor indus-
try for almost as long as he can remember, his fa-
ther having been a dealer principal at an East Rand 
Mazda dealership some years ago.

Kieran also cut his teeth as a car salesman dur-
ing his career, but most of his working life he has 
been involved in the music and entertainment busi-
ness. 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 will also be doing some 
writing for this publication on an occasional basis.

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

Bruno Lupini, as ever, is reachable at:
bruno.lupini@gmail.com, or on 081 354 7212.

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

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

 ■ Automotive marketing consultants
 ■ Training organisations
 ■ Market research companies
 ■ Business management consultants
 ■ IT companies
 ■ Fleet management companies
 ■ Suppliers of workshop equipment
 ■ Car care companies
 ■ Panel beaters and dent removers
 ■ Auction houses
 ■ Courier companies
 ■ Service providers in the fi nance and 
insurance industry

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

AutoLive advertising rates are very cost ef-
fective and we are able to make up advertise-
ments at reasonable rates. Th e rate card is avail-
able under “Advertising” on the AutoLive website, 
www.autolive.co.za ■

are not generally known for. And apart from the 
rather cartoon-Cadillac-like badging which de-
notes Geely’s new luxury sub-brand known as the 
Emgrand, the car is very credible.

It has space to match anything in its size class. 
It has a massive boot measuring 680 litres. It has 
leather upholstery, an acceptable audio system that 
provides radio and CD operation. It has climate 
control. It has ABS. It has electric windows and mir-
ror opperation.

On the safety front it has ABS braking and dual 
airbags if you go for the base model, which has all 
those features mentioned above. And then you get 
to the price. And you realise, that for just under 
R150 000 you are getting all this. Plus an engine that 
displaces 1,8-litres and is rated at 102 kW!

Th at is one heck of a deal, especially as the car 
comes with a fi ve-year/100  000 km warrantry. A 
service plan is extra for about R6 000 or so per year.

Henri Meistre believes this is the make or 
break model for Geely, and he says the way he feels 
about the car is that there will be no grey areas. “It’s 
either going to be a huge hit for us, and we are go-
ing to sell 200 plus units a month, or it’s going to 
sit down at around the 30 or 40 mark. But as far as 
realistically planning for this model goes, I would 

like to call it at around 100 units a month and build 
from there.”

Geely has dealership coverage in all the major 
centres, numbering about 40 countrywide, so those 
numbers are relatively modest. What the car has 
going for it is price, backed up by a realistic level 
of quality.

Incidentally, while the basic GL version sells 
for R149  900, the GT Executive version sells for 
R164 900. And for that price you get six airbags, a 
sun roof, and traction control.

How does it perform? Th e engine is pretty 
much based on a Toyota 1,8-litre CVVT motor, 
and it is fairly pleasant when you wind it hard. It 
has moderate power levels, but completely ad-
equate for this class of car. Ditto for the fi ve-speed 
gearbox. And stability control is fi ne, I tried a lane 
change switch at fairly high speeds and there is no 
sign of rear axle steer. So yes, the input from Dutch 

company PDE in suspension “tuning” has been 
worthwhile.

Chinese cars are getting better, and this one has 
very acceptable levels of plastic trim and fi nish. If I 
were a fl eet manager and needed to run half a dozen 
cars for a company, this would defi nitely be high on 
my list. ■ 

 continued from previous page

Henri Meistre, the Managing Director of 
Geely SA.

Geely has dealership coverage in all 
the major centres, numbering about 
40 countrywide, so those numbers 
are relatively modest. What the car 

has going for it is price, backed 
up by a realistic level of quality.

New Member of the Autolive Team

Kieran Rennie
Cell: 083 225 9609 

E-mail: chat@kieranrennie.co.za
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BY STUART JOHNSTON

So there we were. Seated in some horse barn gath-
ered around a stage, when 12 horses came clip-
clopping into the gloom, looking regal as only 
Lipizzaner horses can, raising their legs high with 
the pride of Spanish nobility. Next moment, aft er a 
smoke bomb or something was let off  outside, onto 

the stage growled a 12-cylinder car, with something 
like ….725 horses under the hood!

Th e F12berlinetta is apparently the most pow-
erful road car Ferrari has ever produced, and much 
as we appreciated those fi ne parade ring horses, 
this was what we’d come to see.

And hear. I have never been a huge fan of 
the sound of a V8 Ferrari, with the exception of 
the twin-turbo F40, feeling that with Ferrari’s 

particular fi ring order for its V8s the engines never 
sound muscular enough, event though they obvi-
ously are!

Conversely, in the recent past Ferrari’s glori-
ous 12-cylinder machines have been too muted. But 
this one, this F12berlinetta, has just the right mix of 
soul-searing smoothness and crackle. Ferrari built 
its reputation on V12s over the past six decades, and 
this is one of the most compelling Ferrari V12s ever, 
all 544 kW of it, in road-going form!

None of the journos out there at Kyalami got 
the chance to drive it, and we knew we wouldn’t. 
But we came to drool, to slither into the fi ne cockpit 
of Frau leather and take in the F1-type knobs and 
buttons on the steering wheel. And then step back 
and appreciate that fi ne, front-engined, rear-wheel-
driven Gran Turismo shape. Aggression. Presence. 
Cutting-edge effi  cency. Yes indeed!

Th e fi gures are astounding. Zero to 100 in 3,1 
seconds, 0-200 in 8,5 seconds, and a top speed way 
over 330 km/h (Ferrari haven’t quoted a top speed 
in the press kit for some reason). Oh yes, and one 
more important fi gure. At the launch last week, an 
asking price of R4,85-million was quoted. We spoke 
to the main man in charge, these days.

The Day the Horses Pranced

The F12berlinetta. What a shape. continued on next page 
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 continued from previous page

Interview – Mervyn Eagles, CEO 
of Viglietti Motors, South Africa’s 
offi cial Ferrari Distributors

Auto Live: Mervyn, we believe that none of the 
original Viglietti family members are in-
volved at an ownership level in the business 
anymore. How did this come about?

Merv yn Eagles: Well, I’ve known them for 
about 30 years. As a kid I cycled through and 
poke around in Cape Town, and it grew from 
there. As a law student I blew the motor on my 
Fiat 124 Sport, and they helped me out with 
fi xing it, letting me work on it in their work-
shop in Roeland Street. Great bunch of guys, 
we became close over the years, and they built 
Ferrari in this country to where it is today.

I got involved with their business as an ad-
vocate, and in 2004 Gabe, one of the brothers, 
took me on board at a strategic level, and by 
2009 I was virtually there full time.

Th ey had got to the position where they 
were in their 60s and wanted to exit the busi-
ness in a great way. Gabe is still there as a part 
timer, and his son Pierro Viglietti is our aft er-
sales manager, and Luigi’s son Vito is our 
electronics expert. So the legacy continues.

AL:  So who owns Viglietti Motors now?
ME:  It’s myself and Mvelaphanda Holdings.
AL:  Had you become a Ferrari owner along the 

way?
ME:  I did. I’ve had a number of cars, a 308, a 328, 

348, a 355, 360, a 430 and a 458.
AL:  Shew. Th at’s the complete mid-engined ex-

perience. Obviously now you can get to drive 
customers’ cars too. Does Viglietti still do 
restorations?

ME:  We do. It’s a part of our business we are 
very proud of. Ivano Sega is our partner in 
Viglietti Carrozzeria, he was previously with 
Roso Sport. It’s located in Edenvale. He is a 
fastidious, mad Ferrari lover. I think we are 
one of the best aluminium repair shops in the 
world. We’ve spent a lot on it, and it’s been 
well worth it.

AL:  What made Ferrari decide to report NAAMSA 
fi gures, which you did for the fi rst time 
in April?

ME:  We have grown the market now. And the pre-
owned value retention is incredible. We are 
fi nding Californias are doing especially well. 
We also now have a price for a year. What 
happened before, there was unhappiness with 
people buying at good exchange rate and sell-
ing at a poor exchange rate, and vice-versa.

AL:  What sort of annual volumes are you doing?
ME:  Th e market is very strong. We do well over 100 

cars a year. In our region, which comprises 
Middle East, Africa and India, we are second, 
just behind UAE. It’s something we are really 

proud of. Gabriel and the other brothers gave 
it a great punt. For us to take up from there, 
the groundwork was laid.

Ferrari has incredible training pro-
grammes. Virtually every staff  member goes 
to the factory, learning about the brand, 
the ethos.

I think the way we have taken it on is the 
same attitude that Ferrari has. Look at your 

demand and supply a little less than your de-
mand. It’s not to make the process unpleasant 
for anyone. But it keeps the mystique, and it 
stabilises production. But look at the range 
now and there is a car for virtually every type 
of customer.

AL:  Except an SUV…
ME:  I don’t think we’ll build one of those. But 

Maserati has! ■

One of the launch invitees getting to grips with a R4,85-million cabin.

Mervyn Eagles, the CEO of Viglietti Motors.
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BY STUART JOHNSTON

Every time I drive a new-generation Ford – as op-
posed to a car like the Figo, which is a nevertheless 
excellent previous-gen Blue Oval off ering smart-
ened up for an aff ordable price – I’m impressed with 
how Ford has re-invented itself.

Th ere’s a new confi dence about the brand that 
has seen it launch so many excellent cars in the past 
few years.

In fact, Ford has been producing grand cars for 
a decade or more now, if one thinks back to the su-
perb handling of the original Focus, and the equally 
competent Mondeo. Just, in those days, Ford’s styl-
ing was as bland as a cream cracker without the pea-
nut butter. Well, now there’s peanut butter and jam 
to go with the mix.

When the previous-gen Kuga was launched 
here a year or so ago, at the end of its model life-
span, it was criticised by many media members 
for being a bit of a dumping exercise, foisting off  a 
soon-to-be-run-out model on us for a short period.

I didn’t see it that way at all. I liked that 2012 
Kuga, because it had an excellent ride, but mainly 
because it had that marvellous Volvo-designed fi ve-
cylinder turbo engine, which made such nice noises 
and delivered such strong performance.

Th us I was a little in trepidation mode when 

sampling the new 2013 MY Kugas. Th ey come in 
three basic forms, a manual petrol version using the 
excellent 1,6-litre EcoBoost four-cylinder engine 
in 110 kW guise, or a 134 kW version of the same 
engine, with all-wheel-drive and automatic gear-
box , and a 2,0-litre turbo-diesel. Frankly, I hope 
Ford stick with that engine line-up, as it covers all 
the needs of an SUV ownership profi le in this price 
bracket. It basically boils down to: Do you want to 
pay more for a diesel but fi ll up on fewer occasions, 
or do you want the smoother, more refi ned, but 
less torquey power delivery of a petrol engine at a 
lower price?

I’ve tried both petrol and diesel versions of the 
new Kuga, and, while the two-litre diesel in auto-
matic in AWD form is great, with lovely stability 

no tar and dirt, I would probably opt for the two-
wheel-drive 1,6-litre in 110 kW six-speed manual 
two-wheel-drive guise.

Th is is going to give you consumption fi gures 
in the 8,0-litres/100 range ( a fi gure of 6,6 litres/100 
km is claimed) and it is rated at only 154 g/km of 
CO2. Th e 110 kW version, being turbocharged, 
is great for altitude motoring on the Reef, and the 
more manufacturers who realise that turbo petrol 
engines are actually the way to go for the Highveld, 
the better as far as I am concerned.

Th e build quality on the Kuga is great, it’s styl-
ing is pleasant although I’m not sure I actually pre-
fer it to the earlier-generation model, and it’s cabin 
is sumptuously equipped with fi ne build quality.

Pricing on the Kuga starts at a very realistic 
R289 900 for the basic Ambient trim model with 
front-wheel-drive, or you can spend a whopping 
R418  900 on the 2,0 TDCi with AWD and top-
level Titanium trim. My choice would be the 110 
kW EcoBoost petrol manual in Trend spec level at 
R324 900. Th ese Fords all come with serious safety 
equipment and have been awarded fi ve stars in 
the Euro NCAP safety test. Th ey also enjoy a four 
year/120 000 km warranty, a four-year/80 000 km 
service plan, and a fi ve year/90  000 km service 
plan on the diesel models. Service intervals are 
20  000 km on petrol models and 15  000 km on 
the diesels. ■

Product

New Kuga is No Middle-Aged Mamma

Ford Kuga, even better than the last one, 
which was good.

BY STUART JOHNSTON

Th e good news for Volvo is that its new V40 Cross 
Country is an absolute knock-out in terms of spec-
tator appeal. Th e fi rst time I parked the car at our 
local Randburg shopping centre people actually 
rushed out of shops to check it out.

Okay, the test unit was painted in a vibrant red 
(not the muted metallic used to illustrate this story) 
but it was in the detailing that Volvo have scored 
such a huge hit.

First on the list is that sexy grille, which re-
minds me of a biscuit wafer and for someone with 
a sweet tooth is instantly appealing. Th en there are 
the sharp slivers at the edges of the front air-dam-
bumper unit, the tasty polished inserts denoting its 

cross-country style, and gorgeous 19-inch wheels 
done in black.

I’m not really sure about the “cross-country” 
aspect of the car, but who cares. Yes, it rides 40 mm 
higher than the stock model, but you still have to 
watch out for speed bumps and kerb inclines and 
the like. Th ere is an all-wheel-drive version avail-
able, but again, think stability on slippery roads 
rather than bundu bashing.

Nay, the Cross Country aspect of this car is for 
style, and as a style machine this car is really up there 
with the best. Our test model was the D3 version in 
Elite trim, which sells for R367 600. Th at gives it 110 
kW and 350 Nm of torque, more than adequate with 
the six-speed automatic Geartronic gearbox.

Th e interior features the adjustable instrument 
and fl oor lighting hues, which is quite exciting at 

night time and adds to the fun of owning a car like 
this. But for me it is the new found-solidity and pre-
cise steering that I fi nd most gratifying about the 
V40 as a range in general. It’s well priced, it’s dif-
ferent, and it enjoys a fi ve year/100  000 km war-
ranty and maintenance plan. Service intervals are 
20 000 km, while diesel models require a 10 000 km 
oil change. ■

Volvo’s Cross Country Wows By-Standers

Volvo’s Cross Country is huge visual hit.
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Product

BY STUART JOHNSTON.

Th e six-cylinder engine was synonymous with 
Jaguar for decades. Aft er all, it was a twin-cam six 
that fi rst appeared in its sports cars iof the late ‘40s, 
and then was used in the the range of Mk1 and Mk2 
Jags, as well as the famous E-Type, and, more per-
tinent to this article in 2013, the XJ series. In fact, 
when the big Jag fi rst appeared here in 1968 it was 
known as the XJ6!

Th e test car that AutoLive gladly received a 
week or so ago was the short-wheelbase 3,0-litre 
V6 Supercharged model in Premium Lux trim, 
which means it looks like a million dollars anyway. 
Actually, make that a million rand, because that’s 
what it’s priced at , R1 050 400, to be precise, and 
that is actually the entry-level XJ car right now. 
Th e most expensive XJ, the 375 kW Supercharged 
model, comes in at over the R2-million mark.

Th is a serious car, and it deserves a serious en-
gine, and I’m happy to say it has one of those in the 
all-new V6, which made its debut in the XJ series in 
late 2012, along with (shock) a four-cylinder motor, 
which we don’t get here in SA.

Whenever I hear the term “V6” I think of an 
engine with a slight vibrationary overtone inher-
ent to its confi guration. Jaguar apparently thought 
so too, and one of the fi rst items it specifi ed for its 
new engine designed and built in Coventry was a 
pair of counter-rotating balance weights (rather 
than the more energy-consuming shaft s normally 
used by engine builders). Th ese work a treat and 

the engine is as smooth as a V8, if very diff erent 
in feel.

Th e sound is smooth and muted, but the engine 
is still very powerful, as it is supercharged and rated 
at 250 kW at 6 500 rpm, quite a loft y power peak 
for a car of this nature. Torque is 450 Nm, and this 
is transferred to the rear wheels via an eight-speed 
ZF automatic gearbox. Incredibly, the acceleration 
times for this car are a sub-six second 0-100 km/h 
time, whilst it almost goes without saying that it has 
a top speed limited to 250 km/h.

Of course, replacing the old naturally-aspirat-
ed V8 with the V6 was all about reducing overall 
fl eet fuel consumption and emissions, and the XJ 
is rated at 9,4 litres/100 km and 224 g/km of CO2. 
In the real world, this translates to around 11,5 li-
tres/100 in gentle driving in an urban environment 
with a measure of freeway driving thrown in.

It’s a lovely car in all, with superb road man-
ners, although personally I found the ride just a lit-
tle on the stiff  side, something I seem to complain 
about in so many Euro-spec cars these days. ■

Putting the Six back into Jaguar’s XJ range-topper

Jag’s XJ with three-litre supercharged V6 
is the real deal.

BY STUART JOHNSTON

Th e Chery J3 TXE is one of those cars that you 
naturally fi gure will be well-priced. I have to say 
that driving it initially, I was fi guring it would sell 
for around the R130 000 to R140 000 mark, which 
would make it an acceptable buy for someone who 
values gizmos over real engineering acumen.

Aft er all it has climate control, front, side and 
curtain airbags, a radio-CD player with MP3 and 
USB connectivity, cruise control, headlamps that 
have an auto-on function, park assist, audio con-
trols on the steering wheel, wipers that are auto-on 
when a few drops of rain splatter, leather upholstery, 
and alloy wheels. Even if those wheels are of rath-
er modest 16-inch diameter, with a conservative 
spoke pattern.

But yes, feature-on-feature, it’s not a bad off er-
ing, especially as it is quite a large hatchback, with 
a reasonable luggage capacity of around 290 litres, 
and acceptable rear leg room.

But it’s when you take to the wheel and the 
highways and byways that you start questioning the 

basic design and build of this car. Th e steering is the 
fi rst thing that fails to impress, as it is absolutely life-
less and vague.

Th e ride is also a bit jittery on bumpy roads, it 
has to be said. And then there is the engine, which 
fails to excite.

Or rather, it excites the nerve ending s in an 
unhappy way. It is rated at 87 kW, with 147 Nm of 
torque, but quite frankly it feels more like a 1,4-litre, 
and then, not a very smooth one.

I also found it diffi  cult to get comfortable in the 
car, particularly as the steering wheel is adjustable 
for rake only. And the seats need more bolstering in 
all the right places to hold you in place and support 
you in vital places.

What’s more, the car is not very economical, 
and owners will battle to return a fi gure of below 
the 9,0 litres/100 km mark.

Th e price, I’m afraid is R179  990, which puts 
the Chery J3 TXE smack in territory populated by 
the new-generation VW Polo, which deservedly 
sells some 2 000 units a month. It has been reported 
in other quarters that Chery is taking serious meas-
ures to increase its brain trust. On the evidence of 
this car, at this price, Chery needs to re-think its 
manufacturing objectives. It’s amazing to think 
that a rival Chinese off ering, the Geely Emgrand 
(see article elsewhere in this issue), which is more 
impressive in every department, sells for R30 000 
less than this car. ■

Chery J3 1,6 TX3

Reasonable looks in a sort of retro-Renault sort of way, the Chery J3..
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Citroen has come up with an amazingly competi-
tive price for its new DS3 Cabriolet. Th e base-mod-
el, which uses the modestly-powered 1,2-litre VTi 
engine – all 60 kW of it – sells for just R219 900!

Th at is a shrewd marketing ploy on the part 
of Citroen, who have no doubt realised that – like 
Fiat did belatedly with its cute 500 – that high-
spec and high power is not where it’s at for many 
of the customers who would seriously consider 
one of these.

Th ey want high style, fi rst and foremost, and hence 
the low-powered version makes sense for cruising 
down Parktown’s 4th avenue or twirling the traffi  c 
circles at Umhlanga Rocks.

Citroen says its new topless model is practi-
cal too, pointing to the fact that the rear seat back 
can be folded down with a 60:40 split, to enable the 
loading of things like, uuh, whatever lifestyle dudes 
load up!

Th e roof is electrically adjustable and Citroen 
says it can be raised or lowered at speeds of up 
to 120 km/h! Th at is a pretty heady fi gure, as 
most cars have a limit of about 50 km/h on their 
hood-raising operation. Th en you realise that this 
is possible because the DS3 Cabrio is not a full 
convertible, but still has the door and window 
frames as part of the steel structure, so that it is 
essentially only the centre section of the roof that 
folds away.

Citroen argues that this factor means that the 
boot’s capacity, measured at 245 litres, remains un-
impaired because the roof doesn’t fold into the boot, 
but rather bunches up above the boot line.

Other models in the new DS3 Cabrio line 
are the 1,6 VTi 120 Style at R258  900 and the 

tubocharged 1,6 THP at R291 900. Th at will be fun, 
as it uses the state-of-the-art turbocharged motor 
developed jointly by Peugeot-Citroen and BMW, 
and powers the Mini. In this application, the turbo 
motor is tuned to deliver 115 kW, and this engine 
also gets a six-speed gearbox. ■

Product

To advertise in  contact

Bruno Lupini on 081 354 7212 or email on bruno.lupini@gmail.com OR
Kieran Rennie on 083 225 9609 or email on chat@kieranrennie.co.za

It is always worth seeing what new equipment 
items Mercedes-Benz comes up with for its fl agship 
S-Class. Well, the new S-Class has made a preview 
appearance at the Airbus plant near Hamburg, and 
it features the option of a fully-reclining rear seat! 
Merc must have got the idea from Airbus itself!

Other hi-tech items on the new S-Class include 
a fully LED lighting system, with no conventional 
light bulbs used anywhere in the car.

Th ere is also a hot-stone-inspired seat massag-
ing system and an incredibly low fuel consumption 
claim of just 4,4 litres/100 km for its S 300 BlueTech 
Hybrid diesel!

Th e function was attended by 750 personalities 
from “the worlds of politics, industry and media,” 
and entertainment was provided by the Hamburg 
Symphony Orchestra. Music icon Alicia Keys was 
the S-Class’s fi rst passenger as she accompanied the 
fi rst launch car driven up onto the stage. ■

The New S-Class has a Fully Reclining Rear Seat!

Elegant trappings for the S-Class launch.

Citroen’s DS3 is a sort of semi-cabriolet, 
with door and window frames still intact.

Amazing Price for a High Style Cabrio

The base-model, which uses 
the modestly-powered 1,2-litre 

VTi engine – all 60 kW of it – 
sells for just R219 900!
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Snippets

Anthony Taylor (right) and Dennis Murphy won the Sugarbelt 400 in KZN at the weekend 
in their Hilux.

SAVING ENERGY IS 
COSTING LIVES

Th e high cost of electricity in Brazil is indirectly 
costing lives when locally-made cars are involved in 
collisions according to a report by Associated Press. 
Th e cost of electricity when building a car in Brazil 
is evidently about 20% of the cost of the bodyshell. 
Limiting the number of welds or using less energy 
for each weld saves on electricity cost, but aff ects 
the structural performance of the bodyshell in an 
accident.

Besides the cut back on welding the Brazilian 
cars do not have the safety features found in most 
world markets and inferior materials are allegedly 
also used. Four of Brazil’s fi ve best-selling cars have 
failed independent crash tests.

Brazilian car makers are enjoying a boom and 
more than 10 000 vehicles a day are rolling off  the 
assembly lines.

Th e number of people killed in road accidents 
in Brazil has risen by 72% over the past decade, 
whereas the fi gure has fallen by 40% in the US over 
the same period.

Unsafe cars as well as dangerous driving 
conditions have resulted in a death rate in Brazil 
that is nearly four times that of the US according 
to an analysis of data supplied by the Brazilian 
Health Ministry. ■

TAYLOR AND MURPHY 
WIN THE SUGARBELT

Anthony Taylor and Dennis Murphy won a 
thrilling tussle to take victory in last weekend’s 

Sugarbelt 400, part of this year’s Donaldson Cross 
Country National Championship for off -road 
vehicles.

Th e Toyota Hilux pair just held off  Chris Visser 
and Japie Badenhorst in a Ford Ranger for the win, 
with Toyota gaining third overall through the Hilux 
heroics of Duncan Vos and Chris Howie. ■

DISCO GOES THE COIL-
SPRUNG ROUTE

Land Rover has launched a coil-sprung, more hairy-
chested version, of its highly popular Discovery 4 
on the South African market. Th e tough Disco , 
known as the XS, is termed “an exhibition vehicle” 
by Peter Biven, Marketing and Communications 
Director of Land Rover SA. It comes with 18-inch 
wheels and features a towbar and Stability Assist as 
standard, with cloth seats. ■

QUESTION MARK AGAINST 
MORE VEHICLE PLANTS IN SA

REPORTED BY ROGER HOUGHTON

Th e need for more vehicle manufacturing facilities 
in South Africa has been questioned by Professor 
Justin Barnes of the University of KwaZulu-Natal, 
a co-developer with the Department of Trade and 
industry (dti) of the Automotive Production and 
Development Programme (APDP), speaking at 
Automechanika Johannesburg.

Prof. Barnes said that rather than having a 
number of smaller manufacturers it was far more 

benefi cial for the country to have fewer facilities 
producing large volumes of vehicles. “It is all about 
economies for scale, which could also benefi t the 
local component manufacturers with high volume 
production runs,” explained the professor.

He added that if any new plant was set up it 
must target serving sub-Saharan Africa so as to 
be able to the APDP benefi t threshold by produc-
ing at least 50 000 vehicles a year so as to ensure 
viability.
However, three motor manufacturers have already 
set up or are in the process of setting up plants in SA 
since the announcement of the APDP, these being 
the Chinese companies BAW, (Beijing Automotive 
Works), in Springs, FAW (First Automobile Works), 
in Coega, and the joint venture in Rosslyn between 
Fiat Industrial of Italy (Iveco trucks and buses) 
and Larimar, the local transport group which 
owns PUTCO.

BAW is making minibus taxes, while the FAW 
plant will initially make trucks, but will later ex-
pand to include passenger vehicle production, 
while Iveco/Larimar will assemble truck and buses 
at the former Truckmakers facility north-west of 
Pretoria.

Meanwhile the director of the National 
Association of Automobile Manufacturers of SA 
(NAAMSA), Nico Vermeulen, added that there are 
at least fi ve other companies conducting viability 
studies with regard to manufacturing vehicles in 
SA, two of them from Europe and the others from 
Asian countries.

Prof. Barnes pointed out that at present heavy 
trucks and buses were not included in the APDP, 
and there was no indication when such an exten-
sion of the programme for these vehicles would 
be announced.

However, the makers of components for these 
heavy vehicles could benefi t from the scheme as 
incentives would be for their own account and 
not for that of an OEM, as was the case with pas-
senger and light commercial vehicles. (See more 
Automechanika stories on page 9). ■

NEW PAINT TECHNOLOGY 
FROM CHEMSPEC

A new paint system, the Sikkens Autowave 2.0, 
has been introduced by ChemSpec, following its 
alliance with AkzoNobel last year. Th e new paint 
system is said to set a new standard in waterborne 
basecoat performance, “with major advances in 
binder technology.” Th e upgrade is said to draw 
on AkzoNobel’s collaboration in working with the 
McLaren F1 team. ■
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General Motors South Africa (GMSA) will be mak-
ing a valuable contribution towards education in 
South Africa with the donation of 3 000 Kommunity 
Desks to needy schools during the Eastern Cape leg 
of the 2013 Rally to Read project. Th is takes the 
total Kommunity desks handed over through the 
Company to over 14 000 by the end of 2013.
Rally to Read, which is organised by Bidvest, has 
been distributing essential educational material to 
rural schools for the past 12 years, and this year 
will be visiting Queenstown and Whittlesea in the 
Eastern Cape for the fi rst time on 18 and 19 May to 
deliver portable libraries, teaching aids, science kits, 
sports equipment and education supplies.

“Over 3.2-million school children are aff ected 
by desk shortages in South Africa, so General Motors 
has partnered with the Kommunity Group which 
produces the simple yet eff ective Kommunity Desk 
in order to address this basic need amongst under-
privileged learners,” says Michelle Wilson, Public 
Relations offi  cer for General Motors South Africa.

“A GMSA management team and shop steward 
representatives will be joining Rally to Read this 

year to distribute 3 000 Kommunity Desks to the 
nominated rural schools in the Eastern Cape. Th e 
Kommunity Desks provides the children with an 

eff ective writing surface to use at school or home, 
thereby empowering them towards a better educa-
tion and a brighter future.” ■

GMSA Set to Distribute 3 000 Kommunity 
Desks as Part of 2013 Rally to Read

Simphiwe Keteni; Mark Human (green shirt); Bongani Tanda (black jacket); Monwabisi 
Mgubasi; Dumani Zakuswe (white shirt) – GMSA Shop Steward Representatives ready to 
leave on the Rally to Read initiative.

Th e Mazda Wildlife Fund reaf-
fi rmed its commitment to wildlife 
conservation with the donation of a 
Mazda BT-50 3.2L 6MT High 4x4 to 
the Honorary Rangers at this year’s 
Sunset Serenade, which took place in 
the Kruger National Park from 09–12 
May 2013.

Th e Honorary Rangers 
Organisation is a volunteer pro-
gramme that aims to combat poach-
ing in Southern Africa. Th e Mazda 
BT-50 will play an integral role in 
combating the continued threat to 
the Rhino population.

“We would like to thank Mazda 
for their generous donation,” said 
John Turner, Chairperson SANParks 
Honorary Rangers. “Th e vehicle will 
be used by our Ranger Section who 
are oft en deployed to fl ash points 
where there is little or no road infra-
structure. Th e BT-50’s off  road abili-
ties will certainly be put to good use.”

Th e annual Sunset Serenade, 
which takes place every year at the 
Letaba Camp in the Kruger National 
Park is aimed at raising awareness 
of the important work done by the 
Honorary Rangers of the Counter 
Poaching and Ranger Support 
Services Unit of South African 
National Parks.

Th e Sunset Serenade has over 
the years become a regular event on 
Mazda’s calendar. Th e event aims to 
highlight the projects supported by 
the Mazda Wildlife Fund and gives 
attendees the opportunity to experi-
ence the beauty of South Africa’s pre-
cious natural heritage while simulta-
neously enjoying the melodic music 
of the Johannesburg Philharmonic 
Orchestra.

Th e Mazda Wildlife Fund has 
invested extensively in South African 
conservation initiatives for more 
than two decades. Th e funds raised 

have supported over 150 high prior-
ity projects across a multitude of en-
deavours in critical areas such as en-
vironmental education, conservation 
and research.

“Th e Mazda Wildlife Fund was 
established to support the conser-
vation of South African endan-
gered species and habitats,” said 
Jeff  Nemeth, President and CEO of 

FMCSA. “We have become accus-
tomed to hearing about the devas-
tation of our Rhino population on 
what seems to be a daily basis. We 
trust that our donation will help 
the Honorary Rangers further their 
quest to stop the massacre and con-
serve many endangered species in-
cluding the increasingly threatened 
Rhino population.” ■

Jeff Nemeth, President and CEO of FMCSA hands over the keys 
of the BT-50 to Janssen Davies, Chairperson on the National 
Executive Committee of the SANParks Honorary Rangers.

Rangers Honoured with a Mazda Bakkie
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Wilken Communication Management was 
established in 1997 with the major focus of 
its operations being the South African 
motor industry.

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

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

simplifyingCOMMUNICATIONS

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

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

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

Monroe, the shock absorber manufacturer with 
a manufacturing plant in Port Elizabeth, are roll-
ing out a special advanced driving course in June, 
aimed at young drivers in South Africa.

And unlike many driving courses which are 
oft en an exercise in cutting fast lap times at a race 
track, this one will be aimed at instilling a real sense 
of vehicle and traffi  c awareness in young drivers.

Th e course will also be aff ordable, costing in 
the region of R1 500.

“We’ve always been involved in road safety,” 
says Philip Lutz, product manager for

Monroe in South Africa, Monroe being part of 
the large international Tenneco group.

“Internationally, that is one of the focuses 
of our Monroe brand, and quite some time ago 
we became founder members of the Road Safety 
Foundation, working with Philip Hull on his Van 

Reenen’s project, and Lawrence Barit and Pick 
n Pay with the Stay Alert, Stay Alive campaign, 
amongst others.

“We started working with Adrenaline 
Advanced Driving with the view to running a 
Monroe-branded and subsidised advanced driving 
academy. It’s actually already started but the offi  cial 
launch is on June 10. We are targeting younger driv-
ers, under the age of 24, because they are the guys 
according to research that are at higher risk. And 
they are the ones that can’t aff ord advanced driving 
courses, because they are expensive.

“Our course will not be free, but we subsidise 
it heavily. Th ere will be a full one-day course, from 
theoretical collision avoidance to the development 
of driving skills. At the moment it will be based at 
Gerotek (near Hartbeespoort Dam) , but we hope to 
expand it to a national level.”

“We are targeting the younger drivers, rath-
er than the corporates,” says Andrew Antonis, 
Monroe’s Country Manager,“ to get the drivers 
from 18 to the age of around 23.

“It will not be about how fast you can go, or if 
you can get your car sideways through a corner. 
If you have a look at traditional advanced driving 
courses, you would be using fast cars and there is 
an element of speed involved. Everything on our 
course will be toned down. Even the vehicles we 
will be using are modest, a Citroen C1, for in-
stance. So the message we are putting across is for 
the demographic who wouldn’t traditionally be 
able to aff ord these courses, although the syllabus 
is exactly the same. Th ere will be theory of vehicle 
dynamics and traffi  c behaviour, defensive driving, 
cadence braking, collision avoidance, and skid-
pan skills development for slippery road driving.”

Th e course will also be exposed to such vital 
aspects of driving such as brake recognition, speed 
versus reaction, and correct driving positioning 
as far as seat position and steering wheel grip is 
concerned.

Th e course will include time on Gerotek’s oval 
track and also include an appreciation and applica-
tion of ABS braking.

Monroe is a division of Tenneco. It’s plant in 
Port Elizabeth produces shock absorbers (damp-
ers, in fact, is the correct engineering term for these 
devices) for an extremely wide range of cars in 
South Africa as OE (Original Equipment) fi ttings. 
Brands included are Volkswagen, Volvo, Renault, 
Toyota, Opel, Nissan, Mazda, Mercedes-Benz, 
Jeep, Land Rover, Audi, Ford, BMW and Chrysler, 
amongst others.

As interesting aside, internationally Monroe 
produces electronic dampers for the McLaren F12 
supercar.

It also has a market share of over 40 per 
cent for aft ermarket replacement dampers in 
South Africa. ■

Monroe Targets Youth with its Advanced Driving Academy

It’s all about awareness. The driver on the 
right was more locked into the here and 
now, and also the immediate future.

Monroe’s Andrew Antonis and Philip Lutz.

www.wilkencomm.co.za
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TOP 5 PASSENGER CAR MARKET BY TYPE FOR APRIL 2013

SEGMENT TYPE 2013 SHARE 2012 SHARE

ENTRY CARS

VW POLO Vivo 
Hatch/Sedan

2 762 9.6% 2 256 9.7%

TOYOTA Etios 1 581 5.5% 0 0.0%

FORD Figo 1 163 4.0% 977 4.2%

RENAULT 
Sandero

490 1.7% 496 2.1%

CHEV Spark 433 1.5% 460 2.0%

ENTRY CARS TOTAL 7 617 26.5% 5 096 22.0%

SUB-SMALL

VW Polo 1 728 6.0% 1 365 5.9%

FORD Fiesta 718 2.5% 442 1.9%

NISSAN Micra 415 1.4% 212 0.9%

VW Polo Sedan 332 1.2% 316 1.4%

CHEV Aveo 325 1.1% 471 2.0%

SUB-SMALL TOTAL 4 502 15.7% 4 172 18.0%

SMALL

TOYOTA Corolla 702 2.4% 860 3.7%

VW Golf 7 551 1.9% 0 0.0%

FORD Focus 456 1.6% 234 1.0%

CHEV Cruze 429 1.5% 298 1.3%

VW Jetta 6 382 1.3% 353 1.5%

SMALL TOTAL 5 039 17.5% 4 619 19.9%

MEDIUM

BMW 3-Series 1 127 3.9% 796 3.4%

MERCEDES 
C-Class

857 3.0% 983 4.2%

AUDI A4 526 1.8% 369 1.6%

VW Passat 33 0.1% 36 0.2%

PEUGEOT 508 29 0.1% 19 0.1%

MEDIUM TOTAL 2 665 9.3% 2 424 10.5%

LARGE

BMW 5-Series 136 0.5% 149 0.6%

AUDI A5 
Sportback

89 0.3% 53 0.2%

MERCEDES 
E-Class

66 0.2% 166 0.7%

AUDI A5 
Coupe/Cabriolet

59 0.2% 58 0.3%

AUDI A6 53 0.2% 41 0.2%

LARGE TOTAL 547 1.9% 596 2.6%

LUXURY

BMW 6-Series 34 0.1% 22 0.1%

BMW 7-Series 18 0.1% 17 0.1%

MERCEDES 
CLS

14 0.0% 17 0.1%

PORSCHE 
Panamera

12 0.0% 24 0.1%

AUDI A8 11 0.0% 6 0.0%

LUXURY TOTAL 94 0.3% 105 0.5%

TOP 5 PASSENGER CAR MARKET BY TYPE FOR APRIL 2013

SEGMENT TYPE 2013 SHARE 2012 SHARE

MPV

TOYOTA Avanza 393 1.4% 333 1.4%

MERCEDES 
A-Class

368 1.3% 147 0.6%

MERCEDES 
B-Class

168 0.6% 71 0.3%

VW T5 Kombi 85 0.3% 28 0.1%

MERCEDES 
Viano

41 0.1% 20 0.1%

MPV TOTAL 1 346 4.7% 974 4.2%

SUV

TOYOTA 
Fortuner

852 3.0% 855 3.7%

VW Tiguan 538 1.9% 189 0.8%

TOYOTA RAV 447 1.6% 91 0.4%

CHEV 
Trailblazer

321 1.1% 0 0.0%

FORD Kuga 251 0.9% 58 0.3%

SUV TOTAL 4 912 17.1% 3 289 14.2%

SPORT AND 
EXOTICS

TOYOTA 86 78 0.3% 0 0.0%

PORSCHE 
Boxster

53 0.2% 0 0.0%

PORSCHE 911 28 0.1% 30 0.1%

AUDI TT 15 0.1% 13 0.1%

PORSCHE 
Cayman

15 0.1% 3 0.0%

SPORT AND EXOTICS TOTAL 270 0.9% 127 0.5%

CROSSOVER

NISSAN Juke 276 1.0% 245 1.1%

JEEP Compass 188 0.7% 99 0.4%

NISSAN 
Qashqai

183 0.6% 252 1.1%

MITSUBISHI 
ASX

180 0.6% 85 0.4%

AUDI Q5 162 0.6% 125 0.5%

CROSSOVER TOTAL  752 6.1% 1 783 7.7%

GRAND TOTAL 28 744 23 185

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

South African Vehicle Sales Figures at the End of April 2013

Toyota’s Etios was the third-best passenger seller, with 1 581 
sales in April.
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TOP 5 LCV CAR MARKET BY TYPE FOR APRIL 2013

NAAMSA 
STANDARD

TYPE 2013 SHARE 2012 SHARE

SUB ONE-TON

CHEV Utility 1 628 12.3% 1 375 13.0%

NISSAN NP200 1 348 10.2% 1 340 12.7%

CHEV Lumina 
UTE

19 0.1% 23 0.2%

CHANA Star 0 0.0% 3 0.0%

FORD Bantam 0 0.0% 4 0.0%

SUB ONE-TON TOTAL  2995 22.7% 2 781 26.3%

ABOVE ONE-TON 
DCAB

TOYOTA Hilux 1 215 9.2% 863 8.2%

FORD Ranger 993 7.5% 742 7.0%

VW Amarok 457 3.5% 95 0.9%

ISUZU KB 452 3.4% 228 2.2%

MAZDA BT-50 99 0.8% 41 0.4%

ABOVE ONE-TON DCAB TOTAL 3 595 27.3% 2 365 22.3%

ABOVE ONE-TON 
SCAB

TOYOTA Hilux 1 698 12.9% 1 550 14.6%

FORD Ranger 551 4.2% 289 2.7%

ISUZU KB 501 3.8% 610 5.8%

NISSAN NP300 
Hardbody

333 2.5% 472 4.5%

VW Amarok 132 1.0% 263 2.5%

ABOVE ONE-TON SCAB TOTAL 3 927 29.8% 3 628 34.3%

ABOVE ONE-TON 
XCAB

TOYOTA Hilux 314 2.4% 328 3.1%

FORD Ranger 260 2.0% 292 2.8%

ISUZU KB 94 0.7% 74 0.7%

MAZDA BT-50 84 0.6% 32 0.3%

NISSAN Navara 37 0.3% 18 0.2%

ABOVE ONE-TON XCAB TOTAL 810 6.1% 763 7.2%

MINIBUS

TOYOTA 
Quantum

1 217 9.2% 521 4.9%

VW Caddy 58 0.4% 48 0.5%

VW T5 
Transporter 
Cr-Bus

35 0.3% 35 0.3%

FORD Tourneo 
Custom

31 0.2% 0 0.0%

OPEL Vivaro 11 0.1% 2 0.0%

MINIBUS TOTAL 1 365 10.3% 616 5.8%

PANEL VAN

TOYOTA 
Quantum

137 1.0% 106 1.0%

FORD Transit 96 0.7% 62 0.6%

VW Caddy 52 0.4% 0 0.0%

FIAT Fiorino 41 0.3% 0 0.0%

MERCEDES Vito 35 0.3% 34 0.3%

PANEL VAN TOTAL 498 3.8% 429 4.1%

GRAND TOTAL 13 190 100.0% 10 582 100.0%

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

Nissan’s Juke is still strong in the cross-over market.

 TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR APRIL 2013 

MANUFACTURER TYPE 2013 SHARE 2012 SHARE

VOLKSWAGEN SA

VW POLO Vivo 
Hatch/Sedan

2 762 9.6% 2 256 9.7%

VW Polo 1 728 6.0% 1 365 5.9%

VW Golf 7 551 1.9% 0 0.0%

VW Tiguan 538 1.9% 189 0.8%

AUDI A4 526 1.8% 369 1.6%

VOLKSWAGEN GROUP SA TOTAL 8 463 29.4% 6 461 27.9%

TOYOTA

TOYOTA Etios 1 581 5.5% 0 0.0%

TOYOTA 
Fortuner

852 3.0% 855 3.7%

TOYOTA Corolla 702 2.4% 860 3.7%

TOYOTA RAV 447 1.6% 91 0.4%

TOYOTA Avanza 393 1.4% 333 1.4%

TOYOTA TOTAL 4 770 16.6% 3 403 14.7%

FMC

FORD Figo 1 163 4.0% 977 4.2%

FORD Fiesta 718 2.5% 442 1.9%

FORD Focus 456 1.6% 234 1.0%

MAZDA 3 279 1.0% 165 0.7%

FORD Kuga 251 0.9% 58 0.3%

FMC TOTAL 3 003 10.4% 2 038 8.8%

BMW GROUP

BMW 3-Series 1 127 3.9% 796 3.4%

BMW 1-Series 302 1.1% 440 1.9%

BMW X3 184 0.6% 144 0.6%

MINI Hatch 152 0.5% 114 0.5%

BMW 5-Series 136 0.5% 149 0.6%

BMW GROUP TOTAL 2 299 8.0% 2 067 8.9%

GMSA

CHEV Spark 433 1.5% 460 2.0%

CHEV Cruze 429 1.5% 298 1.3%

CHEV Aveo 325 1.1% 471 2.0%

CHEV 
Trailblazer

321 1.1% 0 0.0%

CHEV Sonic 167 0.6% 310 1.3%

GMSA TOTAL 2 040 7.1% 2 174 9.4%

MERCEDES-BENZ 
SA

MERCEDES 
C-Class

857 3.0% 983 4.2%

MERCEDES 
A-Class

368 1.3% 147 0.6%

MERCEDES 
B-Class

168 0.6% 71 0.3%

MERCEDES 
M-Class

123 0.4% 57 0.2%

MERCEDES 
E-Class

66 0.2% 166 0.7%

MERCEDES-BENZ SA TOTAL 1 756 6.1% 1 601 6.9%

NISSAN

NISSAN Micra 415 1.4% 212 0.9%

NISSAN Juke 276 1.0% 245 1.1%

NISSAN 
Qashqai

183 0.6% 252 1.1%

NISSAN X-Trail 100 0.3% 122 0.5%

NISSAN Tiida 50 0.2% 111 0.5%

continued on next page 
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 TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR APRIL 2013 

MANUFACTURER TYPE 2013 SHARE 2012 SHARE

NISSAN TOTAL 1 143 4.0% 1 135 4.9%

RENAULT

RENAULT 
Sandero

490 1.7% 496 2.1%

RENAULT 
Clio IV

199 0.7% 0 0.0%

RENAULT 
Megane III

108 0.4% 93 0.4%

RENAULT 
Koleos

36 0.1% 9 0.0%

RENAULT 
Clio III

16 0.1% 68 0.3%

RENAULT TOTAL 863 3.0% 741 3.2%

HONDA

HONDA Brio 296 1.0% 0 0.0%

HONDA CR-V 192 0.7% 73 0.3%

HONDA Jazz 139 0.5% 157 0.7%

HONDA Ballade 107 0.4% 26 0.1%

HONDA Civic 78 0.3% 114 0.5%

HONDA TOTAL 831 2.9% 402 1.7%

CHRYSLER SA

JEEP Grand 
Cherokee

190 0.7% 163 0.7%

JEEP Compass 188 0.7% 99 0.4%

JEEP Wrangler 130 0.5% 103 0.4%

DODGE 
Journey

71 0.2% 90 0.4%

JEEP Patriot 47 0.2% 55 0.2%

CHRYSLER SA TOTAL 704 2.4% 747 3.2%

PCSA

PEUGEOT 208 177 0.6% 0 0.0%

PEUGEOT 107 84 0.3% 47 0.2%

PEUGEOT 508 29 0.1% 19 0.1%

PEUGEOT 3008 23 0.1% 16 0.1%

CITROEN DS3 23 0.1% 17 0.1%

PCSA TOTAL 465 1.6% 365 1.6%

SUZUKI

SUZUKI Alto 146 0.5% 77 0.3%

SUZUKI Swift 102 0.4% 107 0.5%

SUZUKI Jimny 80 0.3% 66 0.3%

SUZUKI SX4 65 0.2% 54 0.2%

SUZUKI Grand 
Vitara

40 0.1% 26 0.1%

SUZUKI TOTAL 455 1.6% 349 1.5%

TATA

TATA B-Line 249 0.9% 127 0.5%

TATA Indica 
Vista

130 0.5% 105 0.5%

TATA Manza 25 0.1% 0 0.0%

TATA Indica 2 0.0% 3 0.0%

TATA Indigo 0 0.0% 2 0.0%

TATA TOTAL 406 1.4% 237 1.0%

JAGUAR LAND 
ROVER

L-R Discovery 4 115 0.4% 133 0.6%

L-R Range 
Rover Evoque

97 0.3% 214 0.9%

L-R Range 
Rover

44 0.2% 13 0.1%

L-R Freelander 2 40 0.1% 69 0.3%

JAGUAR XF 31 0.1% 46 0.2%

JAGUAR LAND ROVER TOTAL 344 1.2% 514 2.2%

PORSCHE

PORSCHE 
Cayenne

154 0.5% 33 0.1%

PORSCHE 
Boxster

53 0.2% 0 0.0%

PORSCHE 911 28 0.1% 30 0.1%

PORSCHE 
Cayman

15 0.1% 3 0.0%

PORSCHE 
Panamera

12 0.0% 24 0.1%

PORSCHE TOTAL 262 0.9% 90 0.4%

 TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR APRIL 2013 

MANUFACTURER TYPE 2013 SHARE 2012 SHARE

MITSUBISHI 
MOTORS

MITSUBISHI 
ASX

180 0.6% 85 0.4%

MITSUBISHI 
Pajero

42 0.1% 17 0.1%

MITSUBISHI 
Pajero Sport

17 0.1% 25 0.1%

MITSUBISHI 
Lancer

8 0.0% 0 0.0%

MITSUBISHI 
Outlander

6 0.0% 7 0.0%

MITSUBISHI MOTORS SA TOTAL 253 0.9% 134 0.6%

FIAT GROUP

FIAT Punto 96 0.3% 103 0.4%

FIAT 500 96 0.3% 126 0.5%

FIAT Qubo 15 0.1% 0 0.0%

ALFA Giulietta 13 0.0% 38 0.2%

ALFA MiTo 5 0.0% 19 0.1%

FIAT GROUP TOTAL 234 0.8% 323 1.4%

VOLVO CARS

VOLVO V40 80 0.3% 0 0.0%

VOLVO S60 44 0.2% 63 0.3%

VOLVO XC60 36 0.1% 35 0.2%

VOLVO V40 CC 31 0.1% 0 0.0%

VOLVO C30 22 0.1% 30 0.1%

VOLVO CARS TOTAL 232 0.8% 203 0.9%

MAHINDRA

MAHINDRA 
XUV

72 0.3% 93 0.4%

SSANGYONG 
Korando

13 0.0% 5 0.0%

MAHINDRA 
Xylo

12 0.0% 7 0.0%

MAHINDRA 
Scorpio

8 0.0% 4 0.0%

SSANGYONG 
Rexton

4 0.0% 0 0.0%

MAHINDRA TOTAL 110 0.4% 111 0.5%

SUBARU

SUBARU 
Forester

54 0.2% 46 0.2%

SUBARU XV 23 0.1% 13 0.1%

SUBARU WRX 5 0.0% 4 0.0%

SUBARU 
Outback

4 0.0% 9 0.0%

SUBARU 
Tribeca

3 0.0% 1 0.0%

SUBARU TOTAL 92 0.3% 73 0.3%

FERRARI

FERRARI 458 
Spider

7 0.0% 0 0.0%

FERRARI 
California

3 0.0% 0 0.0%

FERRARI FF 2 0.0% 0 0.0%

FERRARI 458 
Italia

2 0.0% 0 0.0%

FERRARI TOTAL 14 0.0% 0 0.0%

MASERATI

MASERATI 
GranCabrio

2 0.0% 2 0.0%

MASERATI 
GranTurismo

2 0.0% 1 0.0%

MASERATI 
Quattroporte

1 0.0% 0 0.0%

MASERATI TOTAL 5 0.0% 3 0.0%

CHANGAN SA CHANA Benni 0 0.0% 14 0.1%

CHANGAN SA TOTAL 0 0.0% 14 0.1%

GRAND TOTAL 28 44 100.0% 23 185 100.0%

Figures courtesy of the Department of Trade and Industry and RGT SMART.
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A 1930 Alfa Romeo 6C 1750, with an 8C 2300 in the background 
of similar vintage, seen in Paris in 2010.

Just when you thought Mini had exploited all possible variants of 
the basic format. The articulated Mini.

One Opel Manta, well-cared for, some extras fi tted. Ford badge 
on the nose supplied as an option.

The giant-killing Renault R8 1300 Gordini, from 1969.

With the new Jaguar F-Type just launched in Europe, E-Type’s 
like this stunning Series 1 convertible are becoming even 
more valuable.

The 83 badges make this 1966 Ford Corsair very special, 
denoting a Cortina GT engine beneath the bonnet.
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BY STUART JOHNSTON

I love my old ’71 Kombi, the Bay-Window model 
with small tail lights as per the old split window va-
riety, but with disc brakes, so it actually stops. Th e 
trouble is, it tended to stop a lot better than it went, 
at least up hills.

On the highway, given its susceptibility to cross 
winds, a maximum cruising speed of 100 km/h on 
the level is just fi ne, even though you have to watch 
for Big Boy scooters and 20-ton trucks trying to 
overtake you on the left .

But up-hills. Th at thing could smell a hill from 
500 paces and start backing off  while even still 
on the downhill approach. Kind of like an early 
emergency accident avoidance device like Merc 
S-Classes and fancy BMW X5s employ, but without 
the accident.

Aft er driving the thing for a while, you start 
looking like you’ve gone a few rounds with Mike 
Tyson and he has systematically set about re-align-
ing your eye sockets. It’s like, main mirror, wind-
screen, wing-mirror, windscreen, main mirror, 
wing-mirror…aargh!

You get the same kind of psychic strain you suf-
fer when trying to maintain polite eye-contact with 
girls of a certain body-type and dress-code.

So, my options were to consider a Golf engine 
swap, for which there are kits available, but this idea 
I rejected as I didn’t want to make the old girl (the 
bus) non original.

I then called the good folks at Volkspares in 
Jet Park and they told me all about their big bore 
kits and dual carb arrangements that would give 
me the uphill pulling power I was aft er, that is, 
not having to drop down to third for hills any-
thing larger than a speed bump. But that meant 
stripping the already recently-stripped and 
refurbished motor.

I’d already fi tted an aft ermarket exhaust to the 
thing, mainly because original Bosal items are de-
catalogued, and Beetle pea-shooter exhausts look 
stupid, because to use them on a Kombi you have to 
angle the tailpipes down towards the tarmac.

So I now have this cool-sounding SP-type twin 
pipe exhaust. I don’t think it goes faster with the 
new pipe, but it sounds like a Golf with loose tap-
pets now, instead of a choked up oke with a hango-
ver trying to gargle with Jungle Oats.

Th en I heard about this dude in PE who special-
ises in Weber carbs (see story in next issue) and he 
told me he did a kit for Beetle motors too. So when I 
visited him in PE I took the plunge and bought one 
of his kits.

Th e whole schlemoodle – adapter plate, pan-
cake fi lter, linkage spindle, gaskets, and the correct 
jetting for a 1600 Twin Port motor run at altitude–
set me back just a tad under R4 000.

My biggest challenge was working out an eq-
uitable throttle linkage while still using the old 
Vee-Dubs cable, but I achieved this by simply 
lengthening the cable using soft  metal crimped ex-
tenders. Th rottle cables don’t take too much strain 
unless you stomp on them the way Harry van 
der Spuy used to do at Wembley hot rod stadium 
every Friday night in the ‘70s. Actually, old Harry 
stomped on a lot of things, not least any competitor 
foolish enough to get in his way, but that’s a story 
for another day.

Th e fact that even this ham-fi sted hack-journal-
ist with fi ve thumbs per hand managed to install the 
thing and get it not only running but idling sweetly 
says a lot for the simplicity and elegance of the kit.

It retains the standard single port manifold, 
and the dual-throat carb feeds into this single open-
ing via the plate, which eff ectively blocks off  half of 
each choke. Th is was once considered a no-no of the 
biggest kind amongst tuners, but lately the think-
ing is that the increased turbulence such a restric-
tion sets up actually aids atomisation and air-speed, 
which is good for torque, or going up hills, which is 
all I ever wanted for the Kombi.

I have yet to try it out on long up-hills like Van 
Reenen’s Pass, but the way it pulls around the hilly 
burbs of Randburg is awesome. Well, okay, not awe-
some, but respectable. And inside, with the engine 
hung out the back, it just all sounds smooth and 
sweet, rather than strained and jerky.

Oh, yeah, the sound. Aft er missioning for a 
good few aft ernoons on my haunches underneath 
the engine lid – who needs Pilates if you own a 
Kombi?- sorting out throttle linkages, fuel hoses of 
diff erent diameters, experimenting with an electric 
fuel pump – the compliment I received from my 
girlfriend when I lit the thing up for the fi rst time in 
my garage, with the engine lid open, was worth all 
the new hip and knee articulations I had achieved.

With plenty induction noise from the pancake 
fi lter and the extra carb throat opening wide, just 
like the dentist recommended, she said with a smile: 
“Hey babes, it sounds like a V8!”

Yee Haaah! ■

The Deep Throat Kombi

A 36DCD7 progressive-choke Weber carb on a bog-standard VW 1600 Kombi mill.
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