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Africa is the next huge growth area for SA Vehicle Manufacturers, 
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“Exports of SA-built vehicles grew by 
19 per cent in 2012 and that is very 
signifi cant. Algeria as a destination 
now ranks as the third biggest export 
market for South African-built ve-
hicles, behind the US at 66 220, and 
the UK at 41 111. Algeria is at 24 281, 
Japan at 17 226, Nigeria at 14 874 and 
Australia at 14 325.

“Exports into Africa went up 
from 67 442 in 2011 to 80 221 in the 
year 2012. Now if you take into ac-
count that the industry’s export to-
tals are in the region of 278 000’ that 
sees African countries accounting 
for nearly 35 per cent of our exports 
in 2012.

Th is is what we’ve been saying for 
decades, that we can be the spring-
board into Africa. Th e 41 countries 
that we export into in Africa have 
enormous growth potential.

“And we’ve achieved this despite 
enormous competition from the likes 
of Chinese brands and Indian brands, 
and of course second-hand imports 
from Japan.

“By manufacturer Toyota and 
Nissan are the big players, as well 
as Ford.

On the passenger front Toyota 
are substantial with their Corolla. 
But Chevrolet, Jeep, Land Rover 
and Volkswagen are also players. 
Toyota of course, is by far and away 
the largest.

“As far as LCVs are concerned, 
Toyota led with 40 319 exports., fol-
lowed by Nissan on 14 540, and then 
Ford on 11 541.

“Th ose fi gures from Ford are 
impressive, as they didn’t start re-
ally developing any kind of mo-
mentum until April or May, as their 
supply problems delayed the full 
Ranger ramp-up. So that number is 
extremely respectable.

“Th ere is a good cross section of 
medium and heavy vehicles also go-
ing to various countries. UD Trucks 
are strong in the heavy segment.  
Extra heavy vehicles sees Scania and 
MAN having some encouraging suc-
cess, while on the bus side you have 
Scania and Volvo.

“Th at growth into Africa is com-
pensating for the lower exports into 
Europe. Historically, the 80  221 is a 
record. Th e last highest annual fi g-
ure for African exports was 72 707 in 
2008, but Africa, it must be remem-
bered, was also hit hard by the glo-
bal crises in 2009. Th at export fi gure 
went down to 44 691, a big decline, in 
2009, and a further decline to 42 533 
in 2010, and then a massive jump, 
close to 50 per cent, to 67 442.

Of course, the reason we believe 
exports into African countries will 
continue to build more momentum is 
that the continent’s economy is grow-
ing at a much faster rate than most 

other regions, apart from China, 
which is growing at close to eight 
per cent.

Africa’s growth rate is currently 
5,5 per cent.

But with all the infrastructural 
developments taking place through-
out the continent, and signifi cant oil 
and gas discoveries in Angola and 
Mozambique, we can expect acceler-
ated growth.”

Th e top ten African markets for 
South African vehicles exports are as 
follows:

 ■ Algeria  24 281
 ■ Nigeria  14 874
 ■ Angola  7 781
 ■ Zimbabwe 5 167
 ■ Ghana 5 062
 ■ Mozambique 3 586
 ■ Zambia 3 443
 ■ Kenya 3 171

Africa is the Next Big Growth Area
Nico Vermeuelen, the Executive Director of the National 
Association of Automobile Manufacturers in South 
Africa, is predicting massive export opportunities into 
Africa in the next few years.

Nico Vermeulen, Executive 
Director of NAAMSA.
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Editor’s Note
ZEN AND OVER-
COMMUNICATION
Th e one thing certain in 2013 
is that nothing will be the same 
again. Th at’s a truism of life itself, 
but pertaining to the motor indus-
try it’s particularly apt as so much 
change is expected this year.

Th e fi rst change to be felt 
almost immediately will be that 
David Powels is standing down 
as president of NAAMSA, aft er three years at the helm, and this 
change takes place in February, which is indeed just around 
the corner. Th e vital Managing Director of Volkswagen SA, Mr 
Powels has overseen the industry’s recovery from the serious sales 
slump of 2009 and 2010, and he can look on his three year ten-
ure with pride. You can read about our speculations as to who his 
successor will be in Roger Houghton’s thought-provoking piece 
entitled Changing of the Guard on Page 5.

Th e pace at which every new year starts never ceases to amaze 
me, and these days it seems as if there isn’t a holiday period at all, 
merely an intensifying of activities as you try and squeeze in all 
sorts of celebratory events in between your normal life. Part of the 
reason for this endless pressure is the ceaseless exposure we have 
to communications media these days. Be it tweeting, sending 
phone messages, setting the PVR decoder, unfurling the lap top 
or dialling into a radio station, can you truly say that you spent 
any time absolutely quietly over the past month?

Communication technology is amazing, but it is deeply af-
fecting how people absorb information, and how they use it. 
For instance, the advent of a Google facility on smart phones 
has pretty much put an end to bar-room disputes, such as who 
it was that won the 1979 South African Grand Prix. If you were 
too busy communicating to look it up, I’ll tell you it was Gilles 
Villeneuve in a Ferrari. So, absorb that fact for about half a second 
and then turn your attention to one of your other half dozen com-
munications tools. Or better still, take some quality time out with 
AutoLive, for a fi ne mix of entertainment and edifi cation.

Stuart Johnston,
Editor
stujohn@autolive.co.za

To advertise in  contact

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

Jeff  Osborne, the CEO of the Retail Motor Industry Organisation, says that wise motorists 
will be replacing their cars in the fi rst half of 2013.

“It could be a year of two halves with price rises having a greater impact in the sec-
ond half of the year,” he told a group of motor industry journalists at the Country Club 
Johannebsurg in Woodmead this week.

“Seize the opportunity – it’s an excellent time to buy a vehicle, while there is such 
robust competition and extraordinary off ers in place, especially for fi rst-time buyers.”

Osborne has made the point before that we are getting more car for our money than 
ever before, because price competitiveness has seen manufacturers add more and more 
equipment to new cars without signifi cantly increasing the price.

“And in addition to this fact, many people are driving three-year-old or four-year-
old vehicles which have enough residual value in them to enable trading in on a brand 
new vehicle.”

Osborne’s bullish approach extends to his prediction that the new car market will rise 
by a healthy eight per cent, a fi gure that is echoed by his counterpart at NAAMSA, Nico 
Vermeulen for the overall vehicle market. Osborne points out that actual growth in new 
car sales (as opposed to overall vehicle sales) was 11,3 per cent, with overall vehicle sales 
growth at 9,2 per cent for 2012.

He also share’s NAAMSA’s optimism for export growths, with the manufacturer’s 
organisation reporting that 2012’s fi gure of 277 844 vehicles was the second-highest on 
record, not far off  the all-time high recorded in 2008 of 284 111. NAAMSA is predicting 
a huge jump of 30 per cent in exports for 2013, which would bring this year’s export total 
to over 360 000. ■

It Could Be a Year of Two 
Halves, says RMI’s Osborne

Jeff Osborne.
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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

 ■ Gabon 1 569
 ■ Tanzania 1 396

“It is interesting that Isuzu has stra-
tegically identifi ed African countries 
as a priority growth region. In this 
respect it is signifi cant that General 
Motors has appointed Mike Lester, 
who is an expert on relationship 
building in African regions.” And 
Vermeulen is also aware of the huge 
investment that General Motors has 
made in its Port Elizabeth plant to 
produce the new Isuzu bakkie, which 
launches in March, with a much in-
creased production potential with 
exports in mind.

Vehicle sales 
prediction for 2013

As far as the local vehicle market is 
concerned for 2013, Nico Vermeulen 
predicts an increase in sales of 7,2 
per cent.

“Th is is no great shakes, as this is 
easily achievable. Th ere is a lot of un-
derlying momentum that will carry 
through into this year. Th e last few 
months of 2012 were exceptionally 
good. I think that January sales will 
surprise a lot of people.

“Th e forecasts are all over the 
place. Jeff  Osborne is close to us, at 
around eight per cent, Wesbank is talk-
ing about 2,5 per cent, Nada is talking 
at between three and four per cent.

“Th e reason why I believe in a sit-
uation where sales will once again ex-
ceed expectations, is the relationship 

between GDP growth and new 
vehicle sales.

Th is past year the economy will 
probably end up with a 2,5 per cent 
growth (the fi nal fi gures are not in 
yet). And new vehicle sales improved 
by 9,2 per cent.

“Th e expectation for 2013 is that 
the economy could grow between two 
and a half and three per cent. If that is 
the case, all other things being equal, 
that should result in growth between 
seven and 10 per cent.

I base my predictions on past 
years. If you go back over the years 
you’ll fi nd a correlation between 
GDP growth and vehicle sales, which 
is not linear, but rather exponential. 
Historically a GDP growth rate of 
over 4,5 per cent traditionally trans-
lates into a growth in vehicle sales of 
20 per cent.

GDP growth of 2,5 to 4,5 tends 
to translate to vehicle growth rates 
of between 10 and 20 per cent. And 
again last year that relationship 
proved true. Interestingly enough, 
the man who fi rst pointed this out 
to me was the late Bert Wessels, then 
MD of Toyota South Africa.

“In the years when we had a GDP 
growth of over 4,5 per cent we had 
massive vehicle sales growth, those 
were the record years for us.

“When we had a GDP growth 
rate of 4,6 per cent we went from 
481 500 to 617 000. When we hit a 5,3 
per cent GDP growth rate we went 
from 617 000 to 714 000. So yes, you 
do have extraneous factors, such as 

the ongoing possibility of global cri-
ses, but by and large those relation-
ships hold true.”

Vermeulen is particularly aware 
that we have historically low interest 
rates, which should also encourage 
new sales growth. He sees no short-
age of “support areas” for the indus-
try’s expectations this year.

Th ere are some cautionary factors 
too, such as the fact that wage nego-
tiations come up for review this year 
between Numsa and the industry.

As far as NAAMSA’s Sales re-
porting is concerned, there were chal-
lenges, especially following Mercedes-
Benz’s cessation of detailed sales 
fi gure reporting ion 2012.

Going into 2013 there are posi-
tive signs that this will be resolved.

A fortnight ago, NAAMSA re-
leased a statement that said that 
agreement had been reached, follow-
ing discussions with the Department 

of Trade and Industry, to resume full 
reporting. However, it appears that 
since that statement was released, 
Mercedes has voiced further concerns 
about its release of full sales fi gures.

In the sales fi gures as reported in 
the media, and particularly AutoLive, 
one of the few publications to report 
detailed sales fi gures each issue, the 
Mercedes-Benz fi gures printed since 
the beginning of 2012 are the result of 
RGT Smart using traditional forecast-
ing and analytical techniques to give 
individual model fi gures, extracted 
from an overall sales fi gure released 
by Mercedes-Benz each month. RGT 
Smart is careful to point out this fact 
whenever it issues sales fi gures.

NAAMSA is nevertheless bullish 
that all manufacturers and import-
ers will soon be reporting detailed 
monthly sales fi gures, and this in-
cludes the AMH brands too, signifi -
cantly Hyundai and Kia. ■

Staff celebrate the fi nal 5th-gen Isuzu off the line in PE last year. 
GM will be targetting African markets with its new KB which 
launches in March.

 continued from page 2

www.wilkencomm.co.za


Subscribe for free @
www.autolive.co.za Page 5

People

Th e National Association of Automobile 
Manufacturers of SA (NAAMSA) is expected to 
announce the name of its next president in February 
as the present incumbent, David Powels, presi-
dent and CEO of the Volkswagen Group, is step-
ping down aft er holding the position since 2009. It 
is understood the organisation’s current vice presi-
dent, Mike Whitfi eld, of Nissan, has said that he is 
only available for a further term as vice-president. 
It therefore seems likely the contenders for the 
presidency of NAAMSA will be Bodo Donauer, 
of BMW, Jeff  Nemeth, of Ford, and Dr Johan van 
Zyl, of Toyota, who is a former president of the 
organisation.

NAAMSA executive director Nico Vermeulen, 
who was due to retire this year, is expected to 

continue in his current position until the middle 
of 2014.

Th e National Association of Automotive Com-
ponent and Allied Manufacturers (NAACAM) 
is busy recruiting a replacement for its executive 
director, Roger Pitot, who retires at the end of 
March, but will be staying on for at least a further 
two months to act as a mentor in the change-over 
period. Pitot has been in his current position since 
August 2005.

Th e Retail Motor Industry organisation 
(RMI) is busy recruiting a successor to Jeff  Osborne 
as CEO of the organisation. Osborne will retire at 
the end of June aft er 15 years in this position.

Th e National Automobile Dealers’ Associat-
ion (NADA) will be looking for a person to take 
over from Derik Scorer as its chairman. Scorer says 
he will not seek re-election when his term ends on 
November 30 aft er having served two terms.

Th e Motor Industry Staff  Association (MISA) 
has a new person at the helm aft er former CEO Dana 
de Villiers emigrated to New Zealand at the begin-
ning of the year. His replacement is Philip Botha, 
who was previously the organisation’s deputy CEO.

Expected Changing of the Guard
It seems 2013 is going to be the 
year for the changing of the guard 
in a number of motor industry 
organisations in SA, as well as in 
some motor companies.

continued on next page 

David Powels steps down as NAAMSA 
president at the end of February.
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Th e Association of Motorcycle Importers 
and Distributors (AMiD) has appointed Lachlan 
Harris as its national director, replacing Réhann 
Coetzee, whose contract had come to an end. Harris, 
an accountant by profession, has had extensive ex-
perience in the local motorcycle industry including 
spells running BMW motorcycles and Suzuki SA.

General Motors SA has consolidated its Sub-
Saharan Africa and North Africa operations into 
a new unit, GM Africa. Mario A Spangenberg, 
formerly president and MD of GM North Africa, is 
now president and MD of GM Africa based at its 
headquarters in Port Elizabeth. Edgar Lourencon, 
who has served as MD of GMSA and president of 
GM Sub-Saharan Africa since November 2009 
will assist in the transition and repatriate to South 
America later this year.

It is not only in SA where there are major 
changes of the guard in the motor industry.

Karl-Thomas Neumann, who was formerly 
head of VW’s operations in China, is joining General 
Motors Europe as its chief operating offi  cer (COO) 
on March 1. He will replace the acting CEO, Th omas 
Sedran. Neumann is charged with trying to turn 
around GM’s loss-making European operations 
(Opel and Vauxhall). Originally the VW Group did 
not want to release Neumann prior to the end of his 
contract on June 30, but subsequently relented.

Th e contracts of two other senior executives of 
major European manufacturers also come to an end 
this year and it is evidently unlikely they will retain 
their positions.

One is Philippe Varin, whose contract with 
PSA/Peugeot-Citroën expires on June 30 and the 
other is the COO of Daimler, Dieter Zetsche, 
whose contract runs to the end of December. 
According to Automotive News the renewal of 
these two contracts is far from being guaranteed 
as PSA continues to perform well below its French 
rival, Renault, on all fronts, while Daimler-owned 
Mercedes-Benz continues to lose ground to rivals 
BMW and Audi.

Daniel Fourie, a long-time employee at the 
African Outdoor Group, died suddenly aft er a short 
illness on December 22. At the time of writing the 
cause of his death was still unclear.

Well-known to many Gauteng motoring media 
people as AOG’s fl eet manager for Toyota Nissan, 
Lexus and Inifi niti products, Daniel will be remem-
bered as quietly forceful, with a nice dry sense of hu-
mour and an intense passion and knowledge of all 
things motoring. He leaves his wife Ezelle and three 
children, and his passing at the young age of 36 was 
a shock to all who knew him. He will be missed. ■

People

 continued from previous page

New National Director of AMiD Lachlan 
Harris.

New GM Africa President and Managing 
Director, Mario Spangenberg.

Daniel Fourie.



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

BY STUART JOHNSTON

AutoLive: How have you seen 2012?
Toby Venter:  We’ve had a very exciting year. Th e 

sales fi gures have been excellent.
AL:  How have you achieved such good fi gures?
TV:  Well, we’ve got winners in every model range. 

Starting with the Cayenne, which has been 
good to us, but every model’s done well. We 
launched Panamera into a new segment and 
established ourselves alongside Mercedes and 
BMW, and the Audi A8. Th e Panmera diesel 
model, like the Cayenne diesel, has been a 
revelation. We did about 15 a month on aver-
age with the Panamera, sometimes up to 20 
a month, right there with the likes of S-Class 
in terms of numbers. And the new 911 has 
been a huge hit. We have long waiting lists for 
that car.

AL:   What sort of numbers are you expecting for 
911 going forward?

TV:  Th e numbers on 911 have been supply depend-
ent so far, so I don’t think we have yet realised 
the full sales potential on 911 (total 911 sales 
for 2012 ended up at 326). We’ve just launched 
the Carrera 4 models.

TV:   Th e cherry on the cake for us this past 
year has been the Boxter. We haven’t deliv-
ered a lot because world-wide demand has 
been huge, but the new Cayman has also just 
been launched internationally and that’s very 
exciting.

TV:   You know, we are always waiting for supply. 
Even with Cayenne, we are only catching up 
now aft er two and a half years since the second 
generation model was launched. Porsche has 
brought out one winner aft er the next and so 
we are very blessed.

TV:   More importantly in South Africa, we off er 
a value proposition. Th e pricing is attractive, 
it has been a long process with our German 
suppliers. We’ve invested R300-million in 
facilities and Porsche have come to the party 
at Umhlanga more recently, while the Jo’burg 
Porsche Centre was done at the height of the 
global fi nancial crises. Th at was a turning 
point, because Porsche AG were so impressed 
with our faith in the brand.

AL:  We have recently run articles in which con-
cerns for such levels of investment in dealer-
ship facilities have been expressed. Has this 
worked for you so far?

TV:  We are selling a brand experience. Our Porsche 
Centre Johannesburg, which is the largest in 
the world, has certainly paid dividends. When 
you walk in there, you feel Porsche, you expe-
rience it. You can have a 911 cappuccino and 
it’s world class.

TV:   Th at’s what distinguishes our operation 
from our opposition. Yes, we have competitors 
with great facilities as well, but we control the 
process. We try and ensure that the Porsche 
customer buying one of our cars, at every 
touch point, that he has with the brand, is in 
pursuit of excellence.

TV:   In search of excellence is a Porsche mantra 
and it’s certainly ours here in South Africa. If 
somebody new is employed , they would auto-
matically be schooled to fi t into this culture. 
Your human capital is your biggest invest-
ment. People are key.

TV:   We do strive for excellence and the custom-
ers love it. And of course we are blessed with 

Toby Venter, CEO of Porsche Centre South Africa
Porsche had a great year internationally and in South Africa particularly. The importers ended off 2012 with 1 435 
sales for the year, a stunning performance given that its cars sell at the very top of the performance car tree. 
Porsche’s best performer in terms of sales was the Cayenne with 837 sales, but the 911 more than held its own 
with 326 units sold. No other exotic car brand comes close to these numbers. We spoke to Porsche Centre South 
Africa’s CEO Toby Venter shortly before close of play in 2012.

continued on next page 

Toby Venter on the recent Cayenne GTS launch.

We are selling a brand experience. 
... When you walk in there, you 

feel Porsche, you experience it. 
You can have a 911 cappuccino 

and it’s world class.



Subscribe for free @
www.autolive.co.za Page 8

magnifi cent cars. We’ve always said we sell the 
best product in the world.

AL:  For me, the fi rst-generation Cayenne wasn’t a 
pretty car and nor is your current Panamera, 
that’s obviously a personal opinion. Were 
there any doubts in your mind when you fi rst 
saw these two specifi c models broke cover, in 
terms of looks?

TV:  Porsche has always been understated. We’ve 
always sold engineering above fashion. Forms 
follows function. With the introduction of the 
fi rst-generation Cayenne we had to educate 
buyers. When the Panamera came, I want to 
tell you I’ve driven a lot of brand new models 
in my life and when the fi rst Panamera came 
and I drove it on the streets, and when it’s 
moving, it’s a beautiful motorcar. If you see 
one in your mirror, it has huge presence.

AL:  I must agree, your whole view of that car 
changes once you’ve driven it.

TV:  Exactly. It’s been a huge success. So if we get 
the benefi t of the facelift  coming, with Porsche 
tweaks, that will be good. Of course that’s an-
other Porsche philosophy, we don’t bring out a 
new model and out-date the old one, so re-sale, 
longevity and retained value is all part of the 
ownership experience.

AL:  Th ere has been lots of talk about your mainte-
nance plan philosophy, where the plan doesn’t 
get passed on with the car, once it has been 
sold. It has been controversial. What is the 
situation?

TV:  Our job is to protect the brand in South Africa 
and we are not about to hand over our brand 
to all and sundry, in the used car market. So if 
you buy a Porsche, pre-owned, from our de-
partment, you receive something you won’t get 
elsewhere. We give customers who buy from 
us the full Porsche treatment. So we have to 
diff erentiate ourselves, and we have done so.

TV:   At the end of the day, our customers are 
comfortable with the arrangement we have 
and that is to protect their re-sale. Every man-
ufacturer must choose to do what they see fi t. 
We have a complex structure, in the way we 
deal one-on-one with our customers. So I 
don’t want to elaborate this to the media, give 
away our competitive advantage. It is a com-
petitive advantage. Yes, some people were not 
happy about it, but they are not our customers!

AL:  How has the situation in Europe aff ected 
Porsche in general?

TV:  Porsche has had its best results ever, in spite 
of the economical diffi  culties. Th is is amaz-
ing. Market penetration in Europe has been 
good. I think the big test is in 2013, because 
many manufacturers are forecasting diffi  -
culties, especially in the luxury brands. But 
we are getting a lot of exciting models. Th e 

new Cayman’s coming, I’ve seen it and it is a 
stunner. Th e Boxter S has been great and the 
new Cayman is more diff erentiated from the 
Boxter than you had in the previous series.

AL:  Were you surprised that the Boxter S is a 
COTY fi nalist?

TV:  Very pleasantly surprised. First and foremost 
it’s a beautiful car. As for the Cayman I think 
it’s going to carve a new niche for itself and 
we’ll get it here early in 2013. Th en we have the 

Panamera facelift  in mid-year, as well as the 
fi rst plug-in hybrid. Not a big deal for South 
Africa at this stage, but amazing. We will also 
be getting the Cayenne Turbo S.

TV:   Th is will be interesting. People want to have 
multi-functionality in their cars. In this one 
car, 550 horsepower, you can have your super-
car, your SUV, your station wagon, your lim-
ousine, your game-viewing vehicle. You can 
do anything with it. ■

 continued from previous page

It’s all about the Porsche experience, says CEO Toby Venter.

Boxter S is the fi rst-ever Porsche fi nalist in the SA Car of the Year competition.
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Race2Recovery, the UK group of predominantly 
injured soldiers who formed a rally team to raise 
funds for Forces charities, were this week still cel-
ebrating the sensational achievement of becoming 
the fi rst ever disability team to complete the world’s 
toughest race – the Dakar Rally.

Th e team’s Land Rover Defender-based Wildcat 
race vehicle of driver Major Matt O’Hare and co-
driver Corporal Phillip Gillespie, crossed the fi nish 
line in Santiago, Chile, on Saturday to signal the end 
of an extraordinary two weeks of racing.

Th e team, sponsored by Land Rover which 
provided off -road training, parts, Discovery sup-
port vehicles and fi nancial support, was elated as 
they crossed the line. Major O’Hare and Corporal 
Gillespie who piloted the fi nishing car, were quick 
to praise their teammates, including the mechanics 
and support team, as they spoke shortly aft er com-
pleting the fi nal stage. Major O’Hare, 32, originally 
from Hereford, said: “It’s not quite sinking in that 
we’ve actually done it. I’m ecstatic and am so proud 
and pleased for the whole Race2Recovery team.” 

Corporal Phillip Gillespie, 24, from Ballymena, 
Northern Ireland, who is a leg amputee as a result 
of injuries sustained in Afghanistan, said: “We have 

found out fi rst-hand why they call the Dakar Rally 
the hardest race in the world. It has pushed every 
single one us to our limits and beyond. To be able 
to stand here at the fi nish line and say we achieved 
what we set out to achieve, to become the fi rst 
ever disability team to complete the Dakar Rally, 
feels magical.” 

Race2Recovery Team Manager, Warrant Offi  cer 
Andrew Taylor, who suff ered a serious back injury 
aft er being caught in a suicide bomb attack during 
active service in the Royal Army Medical Corps, 
said: “Th e support that this team has received, 
from back home and also from the people of Peru, 
Argentina and Chile, has been fi rst class. People 
from all over the world have been sending messages 
of support to the team and the closer we got to the 
fi nish the more these messages fl ooded in.” ■

First Disabled Team to Comple Dakar

Major Matt O’Hare and Cpl Phillip 
Gillespie.

If December is the month to be jolly, January is the 
month to lick fi nancial wounds and face the reality 
of a new year. For many, that means fi nding money 
for school books and stationery…

Peugeot South Africa has made this task little 
easier for the dedicated caregivers at Acres of Love 
– which has a 15-year legacy of caring for orphaned 
and abandoned children–by donating R20  000 
worth of back-to-school goodies to the charity. Th is 
means a number of lucky boys and girls will start 
their school year with new pens, pencils and books, 
safely stashed in a backpack which hasn’t been used 
before.

Says Peugeot South Africa’s managing direc-
tor Francis Harnie: “Any parent is well aware of 
what it costs to get a single child school-ready and 
we’re pleased to be able to make a small contribu-
tion to the welfare of the under-privileged in this 
way. Education is key to the future of this coun-
try, and we can’t think of a better investment we 
could make.” ■

Peugeot Feels 
the Love

Peugeot South Africa has made the task of facing January fi nancial woes a little easier 
for the dedicated caregivers at Acres of Love – which has a 15-year legacy of caring 
for orphaned and abandoned children–by donating R20 000 worth of back-to-school 
goodies to the charity.

“... To be able to stand here at the 
fi nish line and say we achieved what 
we set out to achieve, to become the 
fi rst ever disability team to complete 

the Dakar Rally, feels magical.”
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BY STUART JOHNSTON

Hmm. Th at’s the thing. General Motors suits 
reckoned at the launch that as the ambient age 
for its Cruze sedan buyers was 50-something, 
the Cruze hatch was a ploy to woo younger, more 
get-up-and-go urban professionals to the Bow Tie 
brand, but in this respect, I fear, they will need to 
re-engineer the entire car, maybe even overhaul 
Chevrolet corporate thinking, rather than simply 
lop the tail off  an existing sedan, even one like the 
Cruze sedan which justifi ably enjoys an excellent 
market penetration.

It was interesting for me to have the Cruze 
hatch over the holiday period, for at the same time 
Peugeot had been kind enough to make a 208 avail-
able, and two more diff erent 1,6-litre hatchbacks 
you’d be hard-pressed to fi nd.

Whereas the 208 is pretty much about taut, cut-
ting edge stuff , the Cruze is almost a throwback to 
simpler times. A time when a 1,6-litre engine meant 
a budget option above all else, and when space and 
comfort were more important than pose-appeal.

For starters, the Cruze hatch is a full size bigger 
than the 208, and so this should not be seen in any 
sense as a comparison. I mention the 208 in relation 

to this car merely to give context to the conserva-
tive, but not inconsequential, or ill-considered ap-
proach that GM have with its global products.

I found myself wanting to use the Chev Cruze 
more when in holiday mode, when a relaxed ap-
proach to driving was called for. First and foremost 
of the factors leading to this is the excellent ride 
this car enjoys. Th e suspension is nothing fancy – 
MacPherson struts up front and a plain old torsion 
beam rear axle on coils, but the system shows that 
with considered spring and damping rates you can 
have a really nice ride with minimal complexity.

Th e car has an almost lazy approach to han-
dling, in that the steering is a bit on the slow side, 
but that suits the car’s character.

Th e interior is extremely well put together, and 
there is acres of rear leg room, and a boot measuring 
a reasonable 290 litres or thereabouts.

For me what detracts from what would be an 
exceptional car is the 1,6-litre engine. It’s decidedly 
old-tech, in the way it yawns its way up to its redline, 
and it has a serious lack of low-to-mid-range torque. 
It’s rated at 91 kW, with a torque peak of 154 Nm, 
but it has a weight of over 1 350 kg to lug around, 
and quite frankly the rate of urge is leisurely.

Th e modest power-to-weight ratio, and the 
fact that the car is fi tted with only fi ve forward 

speeds and not six, means that fuel consumption is 
never gong to be great, and even in gentle driving 
I could achieve no better than an average of over 9 
litres/100 km.

Nevertheless, I always looked forward to 
driving the Cruze, as it has such a fundamentally 
honest character. It is well-equipped, with cruise 
control, front fog-lamps, a good-quality audio sys-
tem with MP3 compatibility and plenty of roomy 
oddment storage.

Don’t expect startling performance even when 
pedal to the metal, as the 0–100 km/h dash takes 
over 12 seconds at the coast, and probably 13,5 
seconds up here. Do expect your rear passengers 
to be ecstatic with the amount of rear legroom 
and headroom.

Th e warranty is goof, being fi ve years, irrespec-
tive of distance covered (yes really) and the standard 
service plan is for 60 000 km/three years. Service in-
tervals are a more conservative 15 000 km.

Nice car, but I would still take the sedan, be-
cause its proportions are more pleasing to my eye 
and it seems more in keeping with the car’s vibe for 
it to be a sedan (not to mention the much bigger 
boot space).

Still, at R 212 400, not a bad buy. If comfort is 
king with you, this is the car to buy. ■

Nice Car the Chevrolet Cruze, Even though…..
There’s a feeling of benevolence about the Chevrolet Cruze Hatch 1,6 LS that extends to just about every aspect 
of its persona. It has amiable looks that just must miss being handsome (or pretty), it has an interior ambience 
that makes you feel as if you’ve settled in for a cosy afternoon of football-watching (pass the biltong, please, Hon), 
and it behaves like an old reliable friend.

Chev’s Cruze hatch doing what it does best – loping along.
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Th e TransUnion Vehicle Pricing Index (VPI) found 
that used passenger vehicle price infl ation dipped 
into negative territory for the fi rst time in three 
years in the last quarter of 2012. Th e country expe-
rienced fi ve consecutive defl ationary quarters in the 
2008 and 2009 timeframe.

Issued quarterly, the VPI is calculated from 
data received by vehicle risk intelligence company 
TransUnion on vehicle fi nancing registrations from 
all of the major banks and vehicle fi nance houses. 
Th e VPI also uses monthly sales returns from thou-
sands of dealers throughout the country.

Overall used car price infl ation for the year came in 
at 2,2%, more than one percentage point down from 
the previous 12-month period.

In contrast, year-on-year new vehicle infl a-
tion remained relatively steady at 2,2% for the year 
– marginally down from the 2,72% reported at the 
end of 2011.

However, TransUnion Auto Senior Vice 
President Mike von Höne said several manufactur-
ers had already introduced, or would be introduc-
ing, annual price increases on new vehicles this 

month. “Should the Rand remain weak, there could 
be further infl ationary pressure on new vehicle 
prices as the year progresses,” he said.

Von Höne attributed the continued pressure on 
the used market to ongoing new vehicle discounts 
and assistance programmes. Th is was particularly 
evident in the one- to three-year-old segments, as 
these models compete more directly with new and 
demo models.

“Th is trend is expected to continue for the fore-
seeable future as both dealers and manufacturers 
compete to ensure that the new products are attrac-
tive to consumers,” added von Höne.

Comparing the new and 
used vehicle markets

Despite the pressure on the used market, the ratio 
of new to used vehicles fi nanced remained relatively 
stable at 1.75 used cars for every new car fi nanced 
in 2012.

Th e new vehicle market ended 2012 strongly as 
total growth for the year was 9,2%–4,6% for the light 
commercial sector and 11,3% for passenger cars.

“Th e 2012 growth rates were very good consid-
ering they grew off  a solid base in 2011, which in 
itself had been some 20% up on the 2010 year,” said 
von Höne.

“Th ere is widespread consensus in the industry 
that achieving double-digit growth in the passenger 
market in 2013 will be a tough task particularly when 
one considers the strong 2012 base eff ect on contin-
ued high fuel prices and the seemingly inevitable 
introduction of tolls on Gauteng’s highways.” ■

TransUnion – Used car price defl ation 
marks continued pressure on dealers

Mike von Höne, Vice President of 
TransUnion AutoServices, SA.

A total of 1,75 used cars were fi nanced for every new car fi nanced in 2012.

Overall used car price infl ation for 
the year came in at 2,2%, more than 

one percentage point down from 
the previous 12-month period.
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AutoLive is enjoying having our two new sales team 
members on board. Angelina Michael and Estelle 
van Staden joined our long-serving sales executive 
Bruno Lupini, a month ago, and they bring a wealth 
of experience in the sales, marketing and PR fi elds 
to our mix.

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

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

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

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

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

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

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

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

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

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

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

Estelle van Staden 
Cell: 083 267 1669 

E-mail: estellevs@telkomsa.net

Bruno Lupini 
Cell: 081 354 7212 

E-mail: bruno.lupini@gmail.com

Autolive’s Dynamic Sales Team

Angelina Michael 
Cell: 083 228 6866 

E-mail: angelinamichael53@gmail.com

BY STUART JOHNSTON

Citroen’s C1 was given a refresher half-way through 
2012 and just before Christmas we sampled the lit-
tle baby bombshell. I use that term because this re-
mains a micro-car that punches above its weight, at 
least in the vibe it gives off .

It employs the three-cylinder motor as used in 
the one-litre Toyota Yaris, and this is an engine that 
adds plenty of panache to the little car. Its sound-
track is reminiscent of a Porsche’s six-cylinder 
howl, and three-cylinder motors have a distinct 
sound that will always play more to your soul than 
a four-cylinder motor, which is fundamentally not 
nearly as well balanced as a triple.

Th at little engine is geared quite strangely in 
the C1, as the fi rst gear is quite tall, and you need to 
wind the thing up to get it going, which puts you in 
touch with the engine from the get-go.

With 50 kW on tap, the zero to 100 time is in 
the region of about 16 seconds on the Reef, while top 
speed is around 160 km/h.

Citroen claim an overall fuel consumption of 
just 4,3 litres/100 km, and you will regularly real-
ise fi gures in the low fi ve-litres/100 region if you 
drive without wringing the engine’s neck. On the 
highway, you have to drop to fourth or even third 
to maintain a steady 120 up some of the N1’s steeper 
inclines, but generally there’s enough poke to keep 
you easily abreast of the law-abiding segment of 
the traffi  c.

Citroen can defi nitely teach both Toyota with 
its Yaris, and Suzuki with its Alto, a thing or two 
about making a small city car appealing to hip 
urbanites, i.e, the young people who would be at-
tracted to such a car.

Th e dash layout is still ultra modern some years 
aft er the C1’s launch, and the exterior styling is ex-
cellently executed, particularly the second set of 
doors which you don’t initially realise are there.

You don’t realise there is a boot either, and in 
fact there isn’t much of one at that, the tiny space 

behind the rear seat backrests measuring a rather 
incidental 139 litres.

Updates? Well, the front end has been changed, 
the bumper incorporating LED running lights. 
Th e upholstery has been redesigned, and there are 
changes to some of the instrumentation graphics, 
and a re-shaped gearlever. Wow.

Th e model range continues with the well-
priced Attraction, which comes in at a whisker 
under the R100 000 mark, and enjoys dual airbags 
and ABS braking, but crucially lacks air-con, and 
the Seduction, which is pricier at R120 600, but does 
have air-con, electric window lift s and side airbags 
to compliment the standard driver and front pas-
senger airbags on the cheaper model. In fact the 
Seduction is comparable to off erings from the likes 
of Kia, Chevrolet et el in this one-litre league.

Th e pricing does not include a service plan, but 
this is an extra cost option, and indeed, Citroen 
off er many other items like air-con etc as options 
for the Attraction, so it is possible to spec the car 
the way you like it without paying for stuff  you 
don’t  need. ■

The Slightly Re-invented C1
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It replaces the old 207, and it is bigger and generally 
better in all departments for not too great a price 
premium. In fact Th e 1,6-litre Peugeot 208 Allure 
sells for R189  900, just some R15  000 or so more 
than the previous top 207 model, which was the 1,4 
VTi Active.

Th ing is, that 207 made use of a 70 kW engine 
that was defi nitely a bit short in the pep depart-
ment, whereas the new, four-door range topper em-
ploys the 1 598 cc multi-valve engine that is rated 
at 88 kW and feels as if it is stronger than that, in 
comparison to some of the opposition which have 
ratings of 8 to 10 kW more.

Key to this is a strong 160 Nm torque peak, and of 
course this is essentially the same motor that does 
sterling duty in the Mini Cooper range. It revs zes-
tily and smoothly, and has a distinct Second-Wind 
further up the rev range, above 5  000 or so, that 
makes you enjoy giving the 208 a work-out.

Apart from a 0–100 km/h in the 10-second 
range at the coast, and top speed of just over 190 

km/h, what really sets the 208 is its excellent 
fuel economy.

In 1,6-litre form, we achieved a real-world aver-
age of 6,5 litres/100 km over a distance of more than 
1 000 km run over the holiday period. Although this 
included a fair amount of long-distance cruising, it 
also included some very fast running on back-roads 
in the Clarens area, as well as plenty of trips in the 
pre-Christmas madness prevailing in the Randburg 
and Sandton areas. So yes, that average consump-
tion fi gure was excellent.

Th e styling of the 208 is improved over the 207, 
as it does not have such a guppy-out-of-water gap-
ing mouth for a radiator grille anymore. Th e wheels 
fi tted to this top model are extremely tasty as usual, 
and indeed, I feel that when it comes to wheel de-
sign, Peugeot has to be the best volume car maker 
in the business. I’ve never had one on test with 
ugly rims.

Th e test car colour, a sort of muted champagne, 
could have been more vibrant to show off  what I 
consider to be very good lines. Th e car has some in-
teresting styling details, notably some bulges in the 
roof line which add character.

I didn’t particularly enjoy the driving position, 
battling to get a good arm-to-leg position. I must 
say the steering feel is a big improvement over the 
207, and generally the controls reward sensitive, 

accurate placement of the car, although I found the 
gearshift  to be a bit clickety-clacky. It is interest-
ing that only a fi ve-speed manual box is fi tted, and 
that those fuel consumption fi gures were achieved 
without resorting to an overly tall sixth gear. Just 
shows you what is achievable if you marry the ratios 
and the engine’s power-band correctly to the weight 
of the car, which incidentally is a not insubstantial 
1 100 kg or so, about average for a fully-equipped 
small hatchback these days. Th e boot size, at just 
over 200 litres, is a little bit on small size, but what 
makes up for this is the impressive space for rear 
seat passengers.

Equipment-wise the 208 is not lacking in any de-
partment. But I’m not so sure about the interior 
design-integrity of the big touch screen binnacle in 
the middle of the dash, which seems as if it could 
have been replaced by a few simple knobs and 
switches. It looks like it should have Sat-Nav, but 
it doesn’t.

Th e car comes with cruise control, climate 
control, MP3 and Bluetooth compatibility, and, 
most importantly, the standard fi t radio has an 
excellent tone and exceptional reception from its 
integrated aerial.

Negatives? Although I liked the precision of the 
steering and handling on good surfaces, this is 
yet another French car that is too stiffl  y sprung. 
I used it on a dirt road in Clarens and it is not 
happy at all on the loose stuff . And on Jo’burg tar 
too it could do with more wheel travel. But, there 
again, when a car is this light on fuel, you tend to 
really warm to it, which is what happened over my 
1  000 km-plus sojourn with this attractive little 
new Pug.

As far as warranties are concerned the Peugeot 
208 comes with a three year/100 000 km warranty, a 
fi ve-year/60 000 km service plan and service inter-
vals of every 20 000 km. It all should make owning 
one a painless and pleasant experience. ■

Peugeot 208 a Bigger and Better Car

Peugeot 208 in Clarens, Free State. A Mooi Nooi indeed.

Key to this is a strong 160 Nm torque 
peak, and of course this is essentially 

the same motor that does sterling 
duty in the Mini Cooper range.

It is interesting that only a fi ve-
speed manual box is fi tted, and 

that those fuel consumption fi gures 
were achieved without resorting 

to an overly tall sixth gear.

The car comes with cruise control, 
climate control, MP3 and Bluetooth 

compatibility, and, most importantly, 
the standard fi t radio has an 

excellent tone and exceptional 
reception from its integrated aerial.
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FAW, which is one of the powerhouses of the boom-
ing Chinese automotive industry, has been a play-
er in the SA truck market for almost 20 years. A 
month ago the company launched a range of light 
commercials and passenger cars through an inde-
pendent and separate organisation that is part of the 
Imperial Group. 

FAW Trucks, in contrast, is a standalone com-
pany in which FAW of China has had a sharehold-
ing since the year 2000.

Th e fi rst FAW LCV arrival on the SA shores 
is the Sirius 7-seater people carrier and a panel 
van derivative, both priced very competitively at 
R159 995 and R149 995 respectively. Initially the 
Sirius will be powered by a 1,3-litre petrol engine, 
with a 1,5-litre version joining the range later. 
What really sets it apart is the very high level of 
standard equipment, which is the same for both the 
7-seater and panel van.

Standard specifi cation includes alloy wheels 
(including the spare), air conditioning, dual airbags, 
ABS brakes, remote control central locking, power 
steering, electric windows, audio system consisting 
of a radio with MP3 player and USB port, remote 
keyless entry, front and rear fog lamps, alarm im-
mobiliser, headlamp levelling, child locks for the 
rear doors of the 7-seater and LED indicator repeat-
ers in the front of the vehicle and in the exterior rear 
view mirrors.

Th e two Sirius models will be retailed initially 
through 13 of the existing AMH multi-franchise 
dealers and an independent outlet in Witbank. 
FAW LCV and passenger car general manager, 
Pedro Pereira, says that ideally he would like to 
grow the representation to 22 dealers to cover all 
major centres.

Th e introduction of the versatile Sirius models 
late in 2012 will be followed early 2013 by the launch 
of the small V2 hatchback, with a choice of 1,3- or 
1,5-litre petrol engines,. A B-segment sedan will 
join the line-up by mid-year.

Th e Sirius models are very popular in the 
Chinese domestic market but so far they have been 
exported only to the Middle East and North Africa. 
South Africa is the fi rst right-hand drive market to 
get the Sirius.

A number of FAW’s LCV and passenger car 
models were displayed at the Johannesburg Motor 
Show in 2008, but they were all left -hand drive. 
At the time there was pressure on the company to 
supply the Chinese domestic market with LHD ve-
hicles, while exports were put on the backburner, 
especially for those countries requiring right-hand 
drive models.

Sirius evaluation units have been subjected to 
a local test programme to ensure suitability of the 
vehicle for the African market and the company 
was very satisfi ed with the results. Some changes 

were aff ected following this evaluation, including 
the design and fi tment of a retractable cover for the 
cargo space in the 7-seater and the fi tment of hooks 
to hold the seatbelts for the rearmost seat when they 
are not in use. 

Th e evaluation units were very well accepted 
by the target market in customer research too, with 
many of these people being surprised by the high 
level of standard equipment on both variants.

Th e enthusiastic FAW general manager said 
that he and his team are particularly impressed 
with the high quality of the Sirius, both in terms 
of fi t- and-fi nish and the materials used, such as 
the carpeting.

Initially the FAW Sirius will be available only 
with a 1,3-litre petrol engine, but, as mentioned pre-
viously, the option of a 1,5-litre engine will become 
available at a later date. Power output of the 1,3-li-
tre engine is 67kW at 6 000r/min, with 120N.m of 
torque available at 4 000r/min. Fuel consumption of 
7,4l/100km on the combined cycle is claimed.

Transmission is a fi ve-speed manual gearbox 
and drive is through the rear wheels.

Front suspension is independent with 
Macpherson struts, while the solid rear axle has a 
coil-sprung multi-link suspension.

Load capacities for the two models are 525kg 
for the 7-seater (including occupants and load) and 
545kg for the panel van (including driver, passenger 
and load).

Th e panel van can tow an unbraked trailer of 
450kg and the 7-seater is rated at 600kg. Th e load-
ing space in the panel van, which has an aluminium 
plate fl oor fi tted at the FAW factory in China, is 1 
670mm long, 1 270mm wide and 1 070mm high.

Both models are covered by a 3-year/100 000km 
factory warranty, one year roadside assistance and a 
4-year/60 000km service plan.

General manager Pedro Pereira says there is a 
full range of service and replacement parts in stock 
with a technical support team from FAW in China 
based at the FAW LCV and passenger car head of-
fi ce in Boksburg.

FAW is one of the leading companies in the 
Chinese motor industry. Besides producing its own 
vehicles it has joint ventures with Volkswagen/
Audi, Mazda, Toyota and General Motors to pro-
duce vehicles for these major global players.

Th e FAW Group’s total sales in 2011 were over 
2,6 million passenger and commercial vehicles and 
it ranked 165th in the Forbes Fortune 500. Th e 
group now employs more than 130 000 people.

FAW, which was founded in 1953 is already rep-
resented in more than 100 countries and is current-
ly expanding its export programme with the FAW 
Group Import and Export Corporation having ex-
ported over 100 000 built up vehicles or vehicle kits 
worldwide since its establishment.

FAW is showing its commitment to South Africa 
with the erection of a manufacturing facility in 
the Coega Industrial Development Zone near Port 
Elizabeth. Th e plant will have an initial annual 
output of 5 000 trucks a year with passenger cars 
and light commercials going into production in 
the future.

Th e initial investment and planned expansions 
amount to more than R600-million. Th e R200-
million construction investment will see more than 
1 000 jobs created during the building phase and is 
scheduled for completion in December 2013.

“We at FAW passenger cars and LCVs are very 
excited about the future as we know we will be get-
ting quality products from China’s leading automo-
tive company and will off er top class back-up serv-
ice through a countrywide dealer network to ensure 
cost eff ective motoring and transport solutions,” 
concluded GM Pedro Pereira. ■

FAW Enters SA Car and LCV Market with Two Sirius Models

The Sirius is initally available with a 
1,3-litre engine, with a 1,5-litre option 
coming soon.

Smart interior features modern detailed 
styling cues.

Easy loadability will be a key Sirius 
attraction.
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BY STUART JOHNSTON

At the end of the fi rst day of the Amarok eight-
speed automatic launch, Sarel van der Merwe was 
in a quandary. Th e multiple race-and-rally champ, 
who has embraced the hard-core off  road scene as 
the organiser of the Spirit of Africa 4X4 Challenge, 
admitted “Th e automatic transmission on this ve-
hicle simply makes things too easy. Th e Spirit of 
Africa, which is a Volkswagen signature event, is a 
competition to test the driver’s skill as much as it is 
to prove the toughness of the vehicle. And with this 
new automatic Amarok you simply point it where 
you want to go.”

Well, not quite. Some drivers still needed more 
than a few goes to make it up a notorious dune situ-
ated in the Aussernkehr district not far from the 
banks of the Orange River and quite near the con-
fl uence of the Orange and the Fish Rivers. But this 
was a stern trial. Indeed, this was one of the tests 
used to separate the men from the boys in last year’s 
Spirit of Africa event, and the fact that the automatic 
Amarok made it up in the hands of mere city-slick-
ing journalists says something about the vehicle.

Even more impressive is that the new automatic 
comes as a full-time four-wheel-drive machine, but 
without low range. However, as the new gearbox has 
eight speeds, there is a spread of ratios almost equal 
to a manual fi ve-speeder with low and high range. 
First gear is low at 4,71, whereas top gear is a 0,67:1 
ratio, and using only the fi nal drive ratio in the 
rear axle gives more than adequate cruising ability 
and good fuel consumption. What the new system 
has going for it is less weight, and less complexity, 

notably the electronic interface between high and 
low range found on vehicles fi tted with a transfer 
case. Th e all-wheel drive activation utlises a Torsen 
diff erential with variable torque split, but normally 
operating on a basis of 40 per cent front, 60 per 
cent rear.

I reckon that fi rst is still not as low as one would 
like in absolutely extreme off -road conditions, but 
those conditions, where one is chugging along in 
low range in fi rst or second gear, are extremely rare, 
and the kind of person likely to buy an Amarok will 
rarely encounter anything approaching that sort 
of extremity.

On roads of the type where the Amarok is likely 
to be put to the test by many owners – fast gravel 
with sweeping bends – I still believe the Amarok 
has no equal of any pick-up on the South African 
market. Th e suspension system soaks up bumps and 
ripples of the short high frequency variety better 
than anything available (although it will be inter-
esting to see how the new Isuzu KB shapes up when 
it is launched in March).

Th e road-holding on dirt is quite simply superb, 
and you have to take care not to become complacent 
as the electronic aids do the job of keeping the car in 
a straight line for you, whereas normally you would 
be much more aware if dealing with sand-drift s, 
ripple defl ections, bumps etc, and more aware of 
what could go wrong.

In any event, the new gearbox takes care of 
criticism of the early 120 kW manual diesel ver-
sion that the vehicle was prone to stalling, pulling 
away in fi rst. Th e torque of the engine seems very 
well matched to the array of ratios on off er from the 
conventional fl uid-drive automatic ’box.

Th e new model, known by the somewhat long-
winded title of the Volskwagen Amarok 2,0 BiTDI 
132 kW 4Motion Auto Highline, boasts 132 kW, 
420 Nm and a claimed 8,3 litres/100 km (which 
will likely to translate to about 10 litres/100 km in 
general use). Prices start at R461 100 and include a 
3 year/100 000 km warranty, a fi ve-year/90 000 km 
service plan and service intervals of 15 000 km.

Interview with Jaco Steenekamp, 
head of VWSA’s Commerical 
Vehicles Division

AL:  You have had your issues with Amarok, in 
terms of the clutch actuation on the early 
models. What is the state of play now?

JS:  Th e one change we made is that we introduced 
a more powerful engine, the power outputs 
rising from 120 kW to 132 kW. And at the 
same time we re-mapped the torque delivery 

New Eight-Speed Auto a Huge Boost for 
Amarok Flagship Double Cab

continued on next page 

Motorsport Legend Sarel van der Merwe.

VWSA’s Jaco Steenekamp is targeting 
monthly sales of 700 for Amarok.

Eight-speed auto coped well in thick sand.
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for a much wider band. We also introduced an 
easier clutch and gearshift  operation.

AL:  Did these problems impact on general sales of 
the Aamarok? A lot of these issues pertained 
to hard-core 4X4 perspectives.

JS:  Yes we defi nitely saw an increase in sales of the 
high-end 4X4 models, because they were easi-
er to drive off -road and overtaking was easier.

AL:  Now with the automatic transmission, do you 
think you’ve answered the 4X4 questions?

JS:  We defi nitely believe our new automatic off er-
ing, eight speeds and permanent four-wheel-
drive, not only answers the off -road question, 
but also appeals to anyone who is towing, or 
anyone using his Amarok on the open road. 
Th e gearbox is a gem with a low fi rst gear, also 
slightly lower than normal second gear, and at 
the other end it has a long eighth gear. So this 
is a vehicle that by selecting Drive mode you 
can pull your boat out of the water, get your 
caravan going on an incline, and cruise at 120 
km/h and with lots of steps in the ‘box, as the 
engine is always in the torque band.

AL:  Was this specifi cation achieved in consulta-
tion with Volkswagen SA?

JS:  Th e big discussion was whether we needed to 
introduce low range on this box. Aft er lots of 

testing here and in Germany, the conclusion 
was reached that with the super-low fi rst gear 
and low second gear there was no need for the 
transfer box. And it makes the vehicle easier 
to operate. We have also re-mapped the engine 
for this application to produce an extra 20 Nm 
of torque to compensate for any transmission 
power losses.

AL:  In terms of general sales for Amarok, you have 
been hovering around the 500 to 600 unit 
mark. Do you see an increase coming for this 
year?

JS:  Yes, the sales fi gures have been restricted to an 
extent by supply constraints. Th is has changed. 
Amarok gets produced in both Argentina and 
Germany so we now have the benefi t of it be-
ing produced in two manufacturing sites and 
this will improve supply. Looking at the suite 
of competitive off erings we have realised that 
the popularity of the automatic in this market 
has been growing in leaps and bounds, our 
competitors are selling about up to 40 per cent 
of their model mix with an automatic. We will 
now enter the market with automatic diesel 
with four-wheel-drive.

JS:   Th ere will also be more additional models 
to the range, that can be expected, at the bot-
tom end of the market. We will aim at fl eet 
operations.

AL:  Do you have variants to meet fl eet 
requirements?

JS:  Yes, there are trim variants which we have cur-
rently not off ered that can fulfi l that role.

AL:  Th ere is a big slice of the one-ton market sell-
ing in the under R200  000 range. Can VW 
move into this territory?

JS:  Th at pertains to the single cabs. It’s a space 
where we aren’t operating, but we would like 
to get back into that segment of the market.

AL:  Would that be a petrol variant?
JS:  Th e price leaders off er petrol variants in that 

segment. We need to evaluate what we can 
off er there.

AL:  Any predictions for Amarok sales this year?
JS:  With Amarok we’d like to reach 700 units 

a month. We believe this is possible with 
the auto, and more suitable applications for 
business.

AL:  Are you happy with the way Amarok has per-
formed in the last two years?

JS:  Quite a few customers that bought soon aft er 
launch in late 2010 have done about 280 000 km 
and nothing is wrong with the two-litre engine.

AL:  Warranty claims?
JS:  Small. In the case of the high mileage vehicle 

I mentioned, in most of these cases the vehi-
cles have only seen the workshop for normal 
servicing. ■

 continued from previous page

TOYOTA FIGHTS BACK
Against all odds Toyota has regained the position 
as the world’s No. 1 seller of motor vehicles. Th e 
Japanese company has overcome the image-dam-
aging recalls of millions of its vehicles over safety is-
sues, paid huge fi nes and come back from tsunamis, 
earthquakes and fl oods to beat General Motors to 
the global sales fi nishing post in 2012.

Toyota, despite all the setbacks sold 9,7-mil-
lion (an 11% rise in sales compared to 2011) to oust 
General Motors (9,2-million sales), while keeping 
the ambitious, multi-brand Volkswagen Group 
at bay. Th e latter grouping, which sold 9,07-mil-
lion units according to Sapa-AFP, aspires to be the 
world’s largest vehicle manufacturer by 2018. Its 
sales rose 11% over the 12-month period. ■

BAKKIE DEAL
General Motors and Isuzu are evidently discussing 
the joint development of a new generation pick-
up truck according to Automotive News. Th is is a 
turnabout for the US giant, which used to own as 
much as 49% of Isuzu before disinvesting from the 
Japanese company totally in 2006 when its share-
holding had dropped to 7,9%. Toyota then took a 
5,9% stake in Isuzu, but a JV between the two com-
panies to develop and build diesel engines came 
to naught.

Other major shareholders in Isuzu cur-
rently are Japanese trading house Itochu and 

conglomerate Mitsubishi Corporation. “Th e 
General” is evidently looking at buying a stake of 
Isuzu again in addition to the possible planned de-
velopment of an LCV.

Locally, General Motors markets the Isuzu 
brand here and is launching its next-generation 
Isuzu KB in South Africa March, with a huge 
ramp-up in production to follow to supply export 
markets, with African countries being a major 
target. ■

SSANGYONG ON THE MEND
South Korean motor manufacturer SsangYong has 
been brought back from the brink of bankruptcy by 
new owner Mahindra & Mahindra, the $15,9-bil-
lion multinational group based in India. SsangYong 
sold more than 120 000 vehicles worldwide in 2012, 
which was a 37% improvement on sales a year pre-
viously. Th e majority of the vehicles (73 017) were 
exported with 47  700 units sold on the domestic 
market. Russia was far and away the biggest export 
market, taking 32 328 units. ■

Toyota hopes to continue leading the 
global sales race with racier-styled 
vehicles in the future. This is the Corolla 
concept shown at Detroit.
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AUTOMECHANIKA 
INDIA SOLD OUT
Th e fi rst ACMA Automechanika New Delhi auto-
motive aft ermarket trade fair has sold out in terms 
of exhibitor space even though it takes place only 
from February 7–10. It has attracted 250 exhibitors 
who have bought 9 500m2 of space. More than 100 
of the exhibitors come from outside the borders of 
India. Th e organisers estimate the show will be vis-
ited by at least 20 000 people over the four days.

Th e show is a joint venture between 
Automechanika, of Germany, and the Automotive 
Component Manufacturers’ Association of India 
(ACMA). It will be the country’s fi rst ever trade fair 
dedicated to the automotive aft ermarket. ■

LIGHTWEIGHT TOYOTAS
Expect to see carbon fi bre components on Toyotas in 
the future. When the two-year production of 500 Lexus 
LFA supercars came to an end on December 10 Toyota 
had accumulated a great deal of expertise in working 
with this expensive but strong and light material. Th e 
fi rst project is a roof for the sports version of the Mark 
X Toyota sedan which has gone on display at a speciality 
car show in Tokyo. It saves 6kg in weight. ■

VW CRIES “FOUL”
Volkswagen is “surprised” by a Brazilian judge’s 
ruling that the company recalls up to 400 000 cars 
for premature wear of their engines. Th e judge or-
dered VW to recall cars with a 1-litre engine made 
in 2009/2010 as the premature wear could result in 
excessive noise and extra costs for oil changes. VW 
said it had detected the problem in 2009 and agreed 
to off er free additional oil changes and extending 
the guarantee on these engines. ■

STARS AND STRIPES
A jury made up of 49 motoring journalists from 
the US and Canada have selected two vehicles that 
are very much “US appeal only” as the 2013 North 
American Car and Truck of the Year at the Detroit 
Show. Th ey are the Cadillac ATS from GM and Ram 
1500 pick-up from Chrysler. Other fi nalists this 
year were the Ford Fusion and Honda Accord (cars) 
and the Ford C-Max and Mazda CX-5 (trucks). Last 
year’s winners were the Hyundai Elantra and Land 
Rover Evoque respectively. ■

JEEP RECORD
Record sales for Jeep brand vehicles were set in 
2012 with global sales of 701 626 units, well up on 

the previous highest total of 675 494 units sold in 
1999. Meanwhile, locally the Jeep brand, coming 
off  a very good year in South Africa, has introduced 
the fl agship Grand Cherokee SRT8 Alpine edition. 
It comes only in white with black wheels and has 
various signature touches to subtly let the neigh-
bours know that it is a limited edition model. It 
costs R864 990, which is quite a competitive price in 
this rarefi ed end of the SUV market. ■

GEELY SAFETY TECHNOLOGY 
HONOURED IN CHINA
Geely’s safety technology project titled “Geely Car 
Safety Technology R&D and Industrialisation” 
was recently awarded the fi rst prize by the Chinese 
Society of Automotive Engineers.

It was the fi rst time the industry honoured a 
specialised technology rather than a specifi c model. 
Various Geely products, including the locally avail-
able Geely LC, the Geely EC7 (coming to South 
Africa in May 2013) and the Geely GX7, have re-
ceived four and fi ve star ratings in offi  cial Chinese 
and European crash tests. Th e company’s safety 
technologies include its Blow-out Monitoring and 
Brake System which reduces blowout-caused risks. 
Geely has stated it will in future focus on other ac-
tive safety technologies such as ABS, EBD and ESC 
as well. ■

PORSCHE RETURNS
Porsche is making an offi  cial return to endurance 
racing, which will include contesting the top LMP1 
category for overall victory in the 2014 Le Mans 24-
hour event. Its car to challenge the Toyota and Audi 
hybrids will be unveiled in mid-2013. Porsche’s 
factory team last competed in this famous race in 
1998 when they won it, having dominated the event 
in the 1980s with its 956/964 series of ground ef-
fects cars.In the meantime Porsche will fi eld a 
“works” 911 RSR in the GTE category in the 2013 
Le Mans race. ■

HUGE LOSSES
According to Automotive News Europe the com-
bined losses of volume car makers’ European op-
erations are expected to exceed R80-bn for 2012. 
Already Ford, GM and Peugeot-Citroen have 
announced plans to close plants in the region 
(although none will close in 2013) but the mak-
ers with most excess capacity, being Fiat (51%) 
and Toyota (58%), have not made any similar 
announcements. ■

SKF STRUGGLES
SKF, the world’s largest maker of bearings, will cut 
about 2 500 jobs and move production from west-
ern Europe to faster growing countries to help save 
the company, according to a Bloomberg report. 
Production will move to eastern Europe, Asia and 
Latin America to trim costs and move production 
closer to several major markets. ■

GM “FINDS NEW ROADS”
General Motors is set to roll out a global advertis-
ing campaign to promote its hot selling Chevrolet 
brand. It will be launched fi rst in the US and 
then spread to the other 140 markets where these 
products are sold. Th e tag line “Find new roads” 
will replace Chevy’s current slogan “Chevy runs 
deep”, which has been used up to now, mainly in 
the US.

Th e company says that a year in which a host of 
new Chevrolet models will be launched globally is 
the right time for this strategy. Th e new tag line is 
seen as underlining the brand’s global growth, par-
ticularly in new and developing markets. It is also 
seen as aligning Chevrolet’s engineering, design 
and retail operations behind a single vision and 
communications platform. ■

TIGER WHEEL & TYRE SET 
UP SHOP IN WHITE RIVER
Jason Myburgh, store manager at the new 
Mpumalanga outlet, says he and his staff  look for-
ward to welcoming the White River community 
to the store and to “serving them with the particu-
lar brand of excellence that Tiger Wheel & Tyre is 
renowned for.” Th e new store is outfi tted with the 
latest equipment to service its fi tment bays, three 
ramps and one alignment bay. Tyre brands on 
sale include Continental, Yokohama, Michelin, 
Goodyear, BFGoodrich, Velocity and Hankook. 
Th e range of alloy wheels include TSW, Racing Hart 
Concepts and many more. ■

Alpine edition of the Jeep SRT8.
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Working Wheels

BY ROGER HOUGHTON

UD Trucks Southern Africa, which was formerly 
Nissan Diesel and celebrated 50 years of operating 
in SA last year, is planning to renew its complete 
product range between 2014 and 2017, according to 
the company’s corporate planning and marketing 
general manager, Rory Schulz. He was speaking at a 
media briefi ng at OR Tambo Airport recently.

“Th ere will be no new model launches by UD 
Trucks this year, but in the course of 2013 we will 
provide more information on this strategy and the 
fi rst of the new products will start arriving in 2014,” 
said Schulz.

“Th is product renewal is an outfl ow from the 
increasing integration of UD Trucks into the Volvo 
Group, which includes Volvo trucks and buses and 
Renault trucks in South Africa. Mack trucks are also 
in the group but will no longer be imported into SA.

“Th e Volvo Group product philosophy is to de-
velop base trucks in each category – medium, heavy 
and extra-heavy – and then specifi c models are de-
signed and engineered for the diff erent brands and 
global markets. Th is ensures that the brands retain 
their identities and there are appropriate products 
for the widely diff ering operating conditions in the 

various countries. A major focus with the new truck 
ranges will be improved fuel consumption, which is 
now topmost in the minds of operators.”

Schulz added that the new Volvo Group strat-
egy also involved analysing where components and 
vehicles should be manufactured for the best cost 
and logistical effi  ciencies.

UD Trucks’ recently appointed CEO for SA, 
Jacques Carelse, said that another new initiative for 

the local company is an increasing focus on export-
ing trucks into Africa.

“UD Trucks was the leading exporter from 
South Africa in 2012 with a share of 23% with 245 
of the 1  065 trucks shipped beyond the country’s 
borders coming from UD,” said Carelse. ”Truck 
exports rose by almost 33% last year and we see 
strong potential for ongoing growth, hence our de-
cision to appoint a dedicated African export team, 
said Carelse.

Th e UD Trucks’ CEO expects growth in the SA 
truck market to slow to about 3% in 2013, compared 
to 2012, going up to 28 114 units.

He warned that this year will see sales of extra-
heavy trucks continue to slow and expected the to-
tal volume to contract by 2,4% compared to growth 
of 1,2% last year.

Carelse said factors infl uencing his forecast in-
cluded the commissioning of the new oil pipeline 
between Durban and Johannesburg, which has 
slashed demand for tankers, as well as Transnet’s 
fi ght back to attract more freight onto rail.

UD Trucks, which was the market leader in 
sales of heavy trucks in SA last year, expects this 
segment to grow by 6,1% in 2013, with an increase 
in sales of 7,8% in the medium truck market and 
bus sales rising by 5,3%. ■

UD Trucks’ senior executives Rory Schulz 
(left), corporate planning and marketing 
general manager, and Jacques Carelse, 
the managing director, at the recent 
media conference.

UD Trucks on Track to Renew Complete Model Range

Self-regulation for truck and bus operators in 
South Africa, as stipulated in the Road Transport 
Management System (RTMS), is working very well 
for those companies that have accepted the chal-
lenge of applying this system. It is proving an im-
portant tool to manage fl eets effi  ciently and cost-
eff ectively with many case studies to back up the 
success of the roll-out.

“RTMS, which has been in operation since 2003 
and is fi nding growing support among fl eet opera-
tors, continues to show outstanding results since 
implementation and supports the Department of 
Transport’s National Road Freight Strategy as the 
fourth pillar in the action plans,” commented the 
chairman of the RTMS national committee, Adrian 
van Tonder, of Barloworld Logistics.

“Currently there are 2 674 trucks and 395 buses 
(the Buscor fl eet) from 68 company depots carrying 

the RTMS accreditation logo, with a quantum leap 
in participation having occurred in the past 24 
months,” added Van Tonder.

RTMS is an industry-led, government sup-
ported, voluntary self-regulation scheme that en-
courages consignees and road transport operators 
to implement a management system – a set of stand-
ards – that demonstrates compliance with the Road 
Traffi  c Regulations. It also contributes to preserving 
the road infrastructure, improving road safety, en-
suring driver health and wellness while at the same 
time improving productivity.

Hino, one of SA’s leading truck manufactur-
ers, is giving its full support to assisting with the 
rollout of RTMS. Hino uses its nationwide dealer 
network as an important catalyst to spread the 
good news and benefi ts of using the system to 
their customers and then assisting them with the 
implementation.

“We at Hino see the RTMS as a very important 
initiative in creating responsible truck operators 
who show concern for the roads and environment 

while focussing strongly on fuel saving,” said the 
Hino SA vice president, Dr Casper Kruger.

“Our support for the RTMS has already extend-
ed to our dealers and ourselves sponsoring a series 
of successful and well-attended information-shar-
ing sessions throughout the country to promote this 
programme. ■

Self-Regulation Working Well 
for SA Transport Industry

Barloworld Logistics’ eye-catching 700 
Series Hino truck-tractor and trailer 
combination displays the RTMS symbol on 
the front bumper. || Date:08 January 2013.
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Giniel de Villiers Dakar record is amazing. He 
has been in the top fi ve in a Nissan, won it in a 
Volkswagen, and now, aft er an amazing third place 
on his debut with the untried Imperial Toyota Hilux 
in 2012, he has followed this up with a second place 
in 2013.

All credit to his co-driver Dirk von Zitzewitz 
from Karlshof in Germany who has shared Giniel’s 
epic drives with him since 2007, and their record to-
gether now includes two second places, a third and 
a victory!

All credit too, to the Hallspeed race shop at 
Kyalami which not only built the De Villiers Hilux, 
but also three other Hiluxes which were amongst 
the 92 fi nishers in the 2013 car category, out of 
153 starters.

Th ere were some heroic eff orts by South 
Africans in other categories too. Riaan van Niekerk 
on a Broadlink KTM rode to an excellent 13th on his 
fi rst Dakar, while his more experienced team mate 
Darryl Curtis ran as high as ninth place early in the 
event before a bad crash mid-way through the 8 300 
km epic saw him drag his KTM to the fi nish line in 
32nd spot, battling serious pain for the whole second 
half of the race.

Also in the bike category amongst the fi nishers 
was Brett Cummings from Witbank who fi nished 
43rd aft er starting right at the back of the bike fi eld 
as a wild card entry.

Another heroic eff ort was by Sarel van Biljon, 
who was tussling for second place in the Quad cat-
egory at the halfway point and actually won stage 
eight. A bad crash dropped him way out of conten-
tion on Stage nine, but he battled on to fi nish 21st in 
the Quad category.

Th en there were those who didn’t fi nish. First 
to drop out amongst our South African hope-
fuls was the second Imperial Toyota Hilux crewed 
by Duncan Vos and Rob Howie. Th ey were twice 
caught out badly in the dunes, and their second 
accident in the opening stages saw them roll and 
damage the roll cage too badly to continue. Pity, 
as last year on their fi rst Dakar they fi nished in 
10th position.

Another withdrawal aft er a catalogue of me-
chanical mishaps and fi nally a big crash into a ditch 
were the cheerful pair of Johan van Staden and 
Mike Lawrenson in a McRae.

Said a disappointed Van Staden aft er crashing 
out on Stage Six: “You have no idea how diffi  cult and 
challenging the Dakar is until you actually experi-
ence it. We have the highest admiration for those 
who manage to complete this iconic marathon each 
year, not just the elite drivers and riders but espe-
cially the privateers like ourselves who endure un-
imaginable physical and mental hardship.” ■

South Africa’s Dakar Heroes

Giniel on his way to another podium fi nish in the Hilux.

Giniel de Villiers.

Riaan van Niekerk.

Darryl Curtis.
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 TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR 2012 

MANUFACTURER TYPE 2012 SHARE 2011 SHARE

VOLKSWAGEN 
SA

VW POLO 
Vivo Hatch/
Sedan

34 873 9.6% 35 237 10.7%

VW Polo 23 413 6.4% 20 485 6.2%

VW Golf 6 6 882 1.9% 7 123 2.2%

AUDI A4 5 267 1.4% 4 898 1.5%

VW Jetta 6 4 720 1.3% 1 369 0.4%

VOLKSWAGEN GROUP SA 
TOTAL

99 106 27.2% 90 026 27.2%

TOYOTA

TOYOTA Etios 14 950 4.1% 0 0.0%

TOYOTA 
Corolla

14 730 4.0% 16 660 5.0%

TOYOTA 
Fortuner

12 004 3.3% 11 564 3.5%

TOYOTA Yaris 8 802 2.4% 10 215 3.1%

TOYOTA 
Avanza

4 202 1.2% 3 557 1.1%

TOYOTA TOTAL 67 016 18.4% 53 602 16.2%

GMSA

CHEV Aveo 6 992 1.9% 9 013 2.7%

CHEV Sonic 6 475 1.8% 84 0.0%

CHEV Spark 6 467 1.8% 7 414 2.2%

CHEV Cruze 6 187 1.7% 7 297 2.2%

CHEV Captiva 2510 0.7% 2 533 0.8%

GMSA TOTAL 33 887 9.3% 34 126 10.3%

FMC

FORD Figo 14 372 3.9% 15 370 4.6%

FORD Fiesta 5 596 1.5% 6 407 1.9%

FORD Focus 3 491 1.0% 2 877 0.9%

MAZDA 3 2 274 0.6% 1 866 0.6%

MAZDA 2 1 177 0.3% 1918 0.6%

FMC TOTAL 30 718 8.4% 31 469 9.5%

BMW GROUP

BMW 
3-Series

11 397 3.1% 11 702 3.5%

BMW 1-Series 5 569 1.5% 3 180 1.0%

BMW X3 1 980 0.5% 1 746 0.5%

BMW 
5-Series

1 889 0.5% 2 231 0.7%

MINI Hatch 1 535 0.4% 1 412 0.4%

BMW GROUP TOTAL 27 538 7.6% 26 069 7.9%

 TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR 2012 

MANUFACTURER TYPE 2012 SHARE 2011 SHARE

MERCEDES-
BENZ SA

MERCEDES 
C-Class

13 223 3.6% 13 909 4.2%

MERCEDES 
E-Class

2 616 0.7% 2 661 0.8%

MERCEDES 
B-Class

1 938 0.5% 2 067 0.6%

MERCEDES 
A-Class

1 440 0.4% 1 471 0.4%

MERCEDES 
M-Class

1 425 0.4% 1 477 0.4%

MERCEDES-BENZ SA TOTAL 22 560 6.2% 23 723 7.2%

NISSAN

NISSAN 
Micra

4 916 1.3% 4 389 1.3%

NISSAN Juke 4 360 1.2% 1 475 0.4%

NISSAN 
Qashqai

4 209 1.2% 4 058 1.2%

NISSAN 
Livina

2 302 0.6% 1 761 0.5%

NISSAN Tiida 2 271 0.6% 2 797 0.8%

NISSAN TOTAL 20 754 5.7% 17 065 5.2%

RENAULT

RENAULT 
Sandero

6 579 1.8% 6 632 2.0%

RENAULT 
Megane III

1 449 0.4% 1 282 0.4%

RENAULT 
Clio III

1 053 0.3% 551 0.2%

RENAULT 
Fluence

465 0.1% 484 0.1%

RENAULT 
Koleos

387 0.1% 271 0.1%

RENAULT TOTAL 10216 2.8% 10347 3.1%

CHRYSLER SA

JEEP GRAND 
CHEROKEE

2 076 0.6% 1 099 0.3%

JEEP 
Compass

2 057 0.6% 529 0.2%

JEEP 
Wrangler

1 659 0.5% 1 521 0.5%

DODGE 
Caliber

918 0.3% 1 663 0.5%

DODGE 
Journey

847 0.2% 423 0.1%

CHRYSLER SA TOTAL 9 586 2.6% 7 059 2.1%

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

Commercial sales data.
Please note the disaggregated MBSA volumes are estimates based on historical trends and forecasting techniques.
Source: NAAMSA www.naamsa.co.za.
RGT SMART is the independent provider of the new vehicle sales information to NAAMSA and AutoLive. For more information on the RGT SMART
product line view www.rgtsmart.co.za.
Please note that the totals now refl ect sales for the WHOLE segment and not just the top fi ve sellers which are listed.

continued on next page 
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 TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR 2012 

MANUFACTURER TYPE 2012 SHARE 2011 SHARE

HONDA

HONDA Jazz 3 503 1.0% 3 542 1.1%

HONDA Civic 1 998 0.5% 997 0.3%

HONDA CR-V 1 372 0.4% 1 136 0.3%

HONDA 
Ballade

1 237 0.3% 1 216 0.4%

HONDA 
Accord

576 0.2% 764 0.2%

HONDA TOTAL 9 093 2.5% 7 828 2.4%

JAGUAR LAND 
ROVER

L-R Discovery 
4

2 736 0.8% 2 552 0.8%

L-R Range 
Rover Evoque

2 105 0.6% 638 0.2%

L-R 
Freelander 2

986 0.3% 978 0.3%

JAGUAR XF 786 0.2% 391 0.1%

L-R Range 
Rover Sport

690 0.2% 725 0.2%

JAGUAR LAND ROVER TOTAL 7 595 2.1% 5 653 1.7%

PCSA

PEUGEOT 
207

877 0.2% 1 027 0.3%

PEUGEOT 
107

652 0.2% 338 0.1%

PEUGEOT 
208

438 0.1% 0 0.0%

PEUGEOT 
308

400 0.1% 561 0.2%

PEUGEOT 
3008

370 0.1% 506 0.2%

PCSA TOTAL 5 338 1.5% 4 754 1.4%

SUZUKI

SUZUKI Swift 1 373 0.4% 1 509 0.5%

SUZUKI Alto 1 122 0.3% 1 318 0.4%

SUZUKI 
Jimny

937 0.3% 790 0.2%

SUZUKI SX4 854 0.2% 1 345 0.4%

SUZUKI 
Grand Vitara

311 0.1% 402 0.1%

SUZUKI TOTAL 4 724 1.3% 5 462 1.7%

FIAT GROUP

FIAT Punto 1 616 0.4% 1 204 0.4%

FIAT 500 1 204 0.3% 809 0.2%

ALFA Giulietta 489 0.1% 649 0.2%

FIAT Panda 289 0.1% 316 0.1%

ALFA 159 250 0.1% 37 0.0%

FIAT GROUP TOTAL 4 249 1.2% 3 475 1.1%

VOLVO CARS

VOLVO S60 893 0.2% 1 018 0.3%

VOLVO XC60 644 0.2% 713 0.2%

VOLVO S40 370 0.1% 505 0.2%

VOLVO C30 368 0.1% 558 0.2%

VOLVO V40 209 0.1% 0 0.0%

VOLVO CARS TOTAL 2 984 0.8% 3 240 1.0%

 continued from previous page  TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR 2012 

MANUFACTURER TYPE 2012 SHARE 2011 SHARE

TATA

TATA B-Line 1 668 0.5% 775 0.2%

TATA Indica 
Vista

977 0.3% 902 0.3%

TATA Manza 115 0.0% 0 0.0%

TATA Indica 20 0.0% 181 0.1%

TATA Indigo 13 0.0% 35 0.0%

TATA TOTAL 2 795 0.8% 1 909 0.6%

MITSUBISHI 
MOTORS SA

MITSUBISHI 
ASX

1 439 0.4% 330 0.1%

MITSUBISHI 
Pajero

585 0.2% 435 0.1%

MITSUBISHI 
Pajero Sport

388 0.1% 462 0.1%

MITSUBISHI 
Outlander

117 0.0% 87 0.0%

MITSUBISHI 
Lancer

90 0.0% 330 0.1%

MITSUBISHI MOTORS SA TOTAL 2 619 0.7% 1 644 0.5%

MAHINDRA

MAHINDRA 
XUV

1 203 0.3% 101 0.0%

MAHINDRA 
Xylo

133 0.0% 132 0.0%

MAHINDRA 
Scorpio

85 0.0% 157 0.0%

SSANGYONG 
Korando

73 0.0% 0 0.0%

MAHINDRA 
Thar

26 0.0% 61 0.0%

MAHINDRA TOTAL 1 527 0.4% 451 0.1%

PORSCHE

PORSCHE 
Cayenne

837 0.2% 733 0.2%

PORSCHE 
911

326 0.1% 169 0.1%

PORSCHE 
Panamera

196 0.1% 117 0.0%

PORSCHE 
Boxster

52 0.0% 52 0.0%

PORSCHE 
Cayman

24 0.0% 60 0.0%

PORSCHE TOTAL 1 435 0.4% 1 131 0.3%

SUBARU

SUBARU 
Forester

476 0.1% 758 0.2%

SUBARU XV 187 0.1% 83 0.0%

SUBARU 
Outback

118 0.0% 218 0.1%

SUBARU 
WRX

53 0.0% 126 0.0%

SUBARU 
Tribeca

10 0.0% 22 0.0%

SUBARU TOTAL 861 0.2% 1 250 0.4%

continued on next page 
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 TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR 2012 

MANUFACTURER TYPE 2012 SHARE 2011 SHARE

MASERATI

MASERATI 
GranTurismo

23 0.0% 24 0.0%

MASERATI 
GranCabrio

21 0.0% 31 0.0%

MASERATI 
Quattroporte

18 0.0% 13 0.0%

MASERATI 
MC Stradale

3 0.0% 4 0.0%

MASERATI TOTAL 65 0.0% 72 0.0%

CHANGAN SA CHANA Benni 58 0.0% 348 0.1%

CHANGAN SA TOTAL 58 0.0% 348 0.1%

GRAND TOTAL 364 724 100.0% 330 703 100.0%

Figures courtesy of NAAMSA / RGT SMART

THE TOP SOUTH AFRICAN HCV / MCV MARKET FOR 2012
(MEDIUM, HEAVY & EXTRA HEAVY COMMERCIALS, & BUSSES)

MANUFACTURER CATEGORY 2012 SHARE

MERCEDES-BENZ 
SA

MCV 2 298 8.4%

HCV 673 2.5%

XHV 4 064 14.9%

BUS 209 0.8%

MERCEDES-BENZ SA TOTAL 7 244 26.5%

TOYOTA

MCV 2 117 7.8%

HCV 1 176 4.3%

XHV 338 1.2%

TOYOTA TOTAL 3 631 13.3%

GMSA

MCV 1 682 6.2%

HCV 1 041 3.8%

XHV 382 1.4%

BUS 17 0.1%

GMSA TOTAL 3 122 11.4%

UD TRUCKS

MCV 708 2.6%

HCV 1 336 4.9%

XHV 948 3.5%

UD TRUCKS TOTAL 2 992 11.0%

MAN

HCV 138 0.5%

XHV 1 555 5.7%

BUS 457 1.7%

MAN TOTAL 2 150 7.9%

VOLVO TRUCKS
XHV 1 542 5.7%

BUS 73 0.3%

VOLVO TRUCKS TOTAL 1 615 5.9%

TATA

MCV 725 2.7%

HCV 511 1.9%

XHV 227 0.8%

BUS 57 0.2%

TATA TOTAL 1 520 5.6%

THE TOP SOUTH AFRICAN HCV / MCV MARKET FOR 2012
(MEDIUM, HEAVY & EXTRA HEAVY COMMERCIALS, & BUSSES)

MANUFACTURER CATEGORY 2012 SHARE

SCANIA
XHV 1 089 4.0%

BUS 243 0.9%

SCANIA TOTAL 1 332 4.9%

IVECO

MCV 700 2.6%

HCV 69 0.3%

XHV 310 1.1%

IVECO TOTAL 1 079 4.0%

VOLKSWAGEN 
GROUP SA

MCV 775 2.8%

VOLKSWAGEN GROUP SA TOTAL 775 2.8%

NC2 TRUCKS SA XHV 576 2.1%

NC2 TRUCKS TOTAL 576 2.1%

POWERSTAR XHV 484 1.8%

POWERSTAR TOTAL 484 1.8%

RENAULT 
TRUCKS

XHV 305 1.1%

RENAULT TRUCKS TOTAL 305 1.1%

PCSA MCV 196 0.7%

PCSA TOTAL 196 0.7%

FIAT GROUP MCV 145 0.5%

FIAT GROUP TOTAL 145 0.5%

BABCOCK XHV 86 0.3%

BABCOCK TOTAL 86 0.3%

VDL BUS & 
COACH SA

BUS 33 0.1%

VDL BUS & COACH SA TOTAL 33 0.1%

GRAND TOTAL 27 285 100.0%

Figures courtesy of NAAMSA / RGT SMART

Toyota’s Hilux was by far SA’s best-selling pick-up yet again, and 
was just pipped to the overall vehicle sales top spot by VW’s Polo.

 continued from previous page
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Picture Perfect

Indeed. I guess it depends where you hang out.

A Renault R8 Gordini 1300 and a Fiat 600 Abarth, both 
belonging to former Star production racer Bunny Wentzel.

Leave your number and we’ll get back to you. Spotted at a pub 
called Op My Stoep near Oranjemund.

Classic Sierra XR8 Race replica built by Nic Sheward to replicate 
the semi-works Group One car campaigned by John Gibb 
alongside Serge Damseaux in 1984–85.

The ex-Schumacher Benetton B193 will again be doing lappery 
at Zwartkops on February 2, most likely in the hands of 1988 Le 
Mans winner Jan Lammers. Picture by Don Currie.

A creative approach to tyre recyling, seen at The Piston Ring 
monthly meet.
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Back Page

BY STUART JOHNSTON

Sarel van der Merwe will be one of the headline acts 
at Zwartkops Raceway in 10 days’ time, with the 
hosting of the annual International Classic Festival, 
or whatever circuit owner Peter du Toit is calling it 
this year.

Basically it’s the South African equivalent of 
the famous Goodwood Festival of Speed, when 
over 500 South African classic car entries do bat-
tle with some classy overseas cars such as a genu-
ine Alan Mann Racing Ford GT40 and a nine litre 
McLaren MC8 F Can Am car, as well as assorted 
Corvettes, Mustangs and Camaros being shipped 
here from Europe.

Th is year V8-engined cars will be in abun-
dance, and in both the Trans Am event and the 
pre’1966 Nine Hour legends race it is expected that 
a dozen or more cars motivated by Detroit’s fi n-
est iron castings will tough it out around the tight 
Zwartkops track.

Old Supervan will be back where he belongs, 
in the red 1963 Ford Galaxie 427 built to resemble 
the famous Team Willment car that Bobby Olthoff  
drove to the 1965 SA Saloon Car Championship. 
Th e modern (classic car) fans associate Sarel with 
that big red monster, in which he has fought many 
duel with the likes of the Du Toit brothers in that be-
winged Chevrolet Biscayne from 1959, and Hennie 
Groenewald in a be-fi nned 1959 De Soto painted 
in light-blue to resemble the car campaigned by 
Nascar ace Lee Petty back when.

Spicing up the pre-1966 Legends of the Nine 
Hour event will be one Jaki Scheckter in a 1965 
Ford Galaxie, painted to look like a Mario Andretti 
Nascar entry of that year, in a deep, almost 
gloomy grey.

Th is car was built by Peter Lindenberg’s con-
cern in the Western Cape, and it’s a beautifully-
wrought rendition of a race car that was famous 
in America, but not here. Who cares, because Jaki 
Scheckter will drive it in a way that will make it fa-
mous all over again.

Young Scheckter is not so young, actually, he’s 
now in his mid-30s, and what a charming chap he 
is. He’s the nephew of former World Champ F1 Jody 
and the son of multiple SA F1 champ Ian Scheckter, 
and it will be interesting to see if Ian ends up driv-
ing something directly competitive with Sarel on 
February 2. Th e last time these two really met in 
anger was way, way back, when Sarel was driving 
a 450 horse multi-valve, V6-engined Ford Escort 
and Scheckter was in a 24-valve BMW M1-engined 
5 Series car and they ploughed into one another at 
probably about 200 km/h on the old Jukskei Sweep 
at the old Kyalami. Th at crash was so spectacular 
that SABS screened it for about the next decade 
to introduce its sports highlight programme, 
back in the days when we only had one channel, 
which meant that everyone who owned a TV set 
watched it.

Jaki and his old man are extremely close and 
he told the writer recently that Ian has lost none of 
his urge behind a wheel of a high-powered car: “We 
took a two-seater McLaren car, a kind of 600-horse-
power Can Am racer done in road trim, for a run 
at the Franschhoek Museum hillclimb course re-
cently. Th e one minute the old man is talking to me 
amiably like normal, then he starts the thing up and 
selects fi rst gear and it’s like he has grown horns. 
He’s never driven this car before, but he gives it a full 
dose of revs and charges up to the fi rst corner which 
he doesn’t know either, as if there is no tomorrow. 
Th at was one of the pleasures of my life so far, seeing 
him in action the way he used to be when he won all 
those SA Championships back in the 1970s.”

Oh, and Jaki is scheduled to do a few demo laps 
in he ex-Jean Alesi Formula One Ferrari, a 1990 
car , while the ex Michael Schumacher Benetton 
B193 will also be driven on some serious demon-
stration laps, with the unspoken intent being to 
break the Zwartkops lap record of just a heart-beat 
over 58 seconds. Th e likely Benetton driver will be 
Dutchman Jan Lammers.

Get yourselves to the Pretoria West circuit over 
the fi rst weekend in February. Last year we arrived 
at 7 am on the Saturday and we battled to fi nd a spot 
to erect our modest-sized gazebo on the banking 
outside the Turn Two hairpin, because the faithful 
were already there. It’s by far the biggest race meet-
ing of the year! ■

The 1965 Ford Galaxie will be one of about four dozen V8 monster classics competing 
at Zwartkops on February 2.

The Zwartkops Festival of Speed
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