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Th ese were some of the topics raised at the Motor 
Industry Workshop Association (MIWA) confer-
ence at Automechanika Johannesburg last month.

Jan Jooste, Director of Innovation at Sebokeng 
Campus–VUT Southern Gauteng Science and 
Technology Park, addressed delegates on the work-
shop of the future and shared predictions made by 
US company, RethinkX. “According to RethinkX, 
from the early 2020s, a family will save US$5 000 
(R68 000) per year by not owning a vehicle and by 
2030 new car sales will drop by 70 per cent in the 
US,” he said.

“Th e international move away from internal 
combustion engines to hybrid or electric cars will 
mean that, due to economies of scale, electric cars 
will become more aff ordable. Th e maintenance 
costs of electric cars are 10 per cent of those as-
sociated with combustion engines. A combustion 
engine has 2 000 parts compared to an electric 

car that has 20. Th is is going to impact the role of 
the repairer.”

Jooste added that while the ecological argu-
ment for moving to electric cars is sound there are 
still very real challenges including hacking, the 
price and theft  of copper, battery problems and 
so on. He also pointed out that every new Uber 
vehicle replaces the new sale of 18 to 20 privately-
owned vehicles in Europe.

“It’s worth considering than many people walk 
and commute in Europe since the distances are 
smaller. Th ere is more need for vehicles that travel 
further distances in SA so the adoption of using 
Uber in SA could be even greater,” he explained.

A more pressing issue raised by Jooste was the 
current situation with the coding of parts and what 
it means for vehicle owners who need car repairs. 
“Consumers can’t aff ord being messed around any 
longer and there has to be a change in who has 

control of the repair of your vehicle. Th e coding 
of more and more parts on the vehicle means that 
consumers are forced to repair their vehicles at 
Original Equipment Manufacturers (OEMs) or 
dealers. Th is is costly and removes their right to 
choose.” He referred to the Motor Industry code of 
conduct currently under review and strongly urged 
it to be reviewed on the premise of what is best for 
the consumer.

Gunther Schmitz, Vice Chairman of Right 
to Repair SA (R2RSA), focused on the proposed 
Motor Industry code of conduct and the progress 
made by R2RSA on this issue. “Th e Right to Repair 
campaign is about fair competition which we 
believe leads to broad-based economic growth, a 
more competitive industry and better off erings for 
the consumer. What this means is that parts prices 

continued on page 2 
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Electric vehicles, autonomously-driven vehicles, Uber and shared vehicles, as well as a change in market control 
by the Original Equipment Manufacturers, are all upcoming events predicted to change the face of the motor 
industry in the next 10 years and beyond.
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will decrease. Studies in the EU and 
US, where the Right to Repair has 
been implemented, show that the 
price for non-captive parts are 6 to 
10 per cent.

“Another benefi t for consum-
ers is improved quality of services. 
Currently authorised repairers are 
perceived as having a premium status 
within the repair sector, despite the 
fact that surveys generally tend to 
show little diff erence with regards to 
the quality of the services provided. 
We expect a small shift  from dealers 
to independent aft ermarket for re-
pairs on newer vehicles but a higher 
customer retention rate of dealer-
ships due to improved service. In the 
end, those off ering the best service 
will benefi t,” he explained.

Said Pieter Niemand, Director 
of MIWA: “Th ere’s no doubt that 
we are going to see major advance-
ments and changes in the motor in-
dustry in the not too distant future 
and independent repair workshops 
need to be aware and ready for 
these changes.”

Th e Collision Repairers’ 
Association (CRA) also held a 
conference at Automechanika 
Johannesburg and from the subjects 
under discussion it was clear that the 
global collision repair industry must 
change into overdrive to try and keep 
up with the pace of recent develop-
ments in the technologies employed 
in the current crop of cars.

Th e line-up of speakers at the 
CRA conference included David 
Lingham, Head of Business at Fix 
Auto World, and Andrew Marsh, 
Engineering Director, Automotive 
Industry Consulting, both from the 
United Kingdom.

Lingham spoke about both 
repairers and insurers worldwide 
being under cost pressures as new 
technologies pushed up the price of 
repairs, while insurers tried to keep 

premiums aff ordable. He said that 
the average net profi t made by repair-
ers in the United Kingdom was in the 
region of only 3 per cent while the 
many new technologies used in the 
latest vehicles required huge invest-
ments in new repair equipment.

He added that both repairers and 
insurers also faced higher service 
demands from customers, especially 
the millennials. 

Andrew Marsh spoke on the 
challenges of new technologies for 
repairers, with special focus on 
the sensors and cameras used for 
advanced driver assistance systems 
(ADAS) which are being built into 
an increasing number of vehicles 
these days. Th ese aids include adap-
tive cruise control, reversing and 
self-parking systems, lane departure 
warning and automatic braking.

Here the big challenge is the 
refocusing that these sensors and 
cameras require aft er repair work, 
which could mean the employment 
of technology specialists and buying 
expensive equipment.

Marsh added that the cost of 
windscreens was also going up as 
they are used for mounting radar, 
sensors, and cameras, which will also 
make it very diffi  cult for aft ermarket 
suppliers to provide and fi t these 
highly specialised replacements.

Ian Groat, publisher of 
Automotive Refi nisher magazine 
and one of the organisers of the CRA 
conference, rounded off  the series of 
presentations with an overview of the 
global and local economic environ-
ments and the rapidly changing face 
of the motor industry.

Groat’s rapid fi re informa-
tion fl ow included the fact that the 
Chinese had totally changed the face 
of the global motor industry as its 
vehicle parc grew 347 per cent in the 
past ten years and it is now the big-
gest market in the world.

Other interesting informa-
tion was the fact that there are now 
1 500 steel alloys and more than 40 
aluminium alloys used in building 
vehicles, which make aft ermarket 
repairs more diffi  cult as well as 
requiring repairers to buy expensive 
specialised equipment.

Another gem was the fact that 
more than 100 companies in South 
Africa now off ered motor vehicle 
insurance, making this a cut-throat 
business with widely varying levels 
of service.

Groat ended his presentation by 
saying: “Take up the digital challenge 
or die.”

A fi tting summary of the current 
state in all aspects of the global mo-
tor industry. ■
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MONTHLY SALES STATISTICS

The growing amount of advertising in AutoLive has made it necessary to relocate the four pages 
of detailed monthly vehicle sales analysis to the website www.autolive.co.za.

CLICK HERE to access
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From left to right: Gunther Schmitz, Vice Chairman of R2RSA, 
Vince Valette, representative from MAHLE, Pieter Niemand, 
Director of MIWA, and Jan Jooste, Director of Innovation Vaal 
University of Technology, at the MIWA conference.
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Editor’s Note
What a busy month it has 
been! Th e automotive and 
related industries were 
abuzz with activity, the most 
notable being the staging 
of the fi ft h Automechanika 
Johannesburg.

Th is provided the who’s 
who in the automotive aft er-
market arena the opportunity to network, lament the woes 
of the industry and plot the way forward. It goes without 
saying that we bring you all the news in articles covering 
everything from fuel retailing to the proposed motor indus-
try code of conduct, Right to Repair SA and the Collision 
Repairers’ Association.

A number of very interesting reports have also been 
released lately. Th e fi rst is the annual Kinsey Report which 
deals with parts prices of South Africa’s favourite cars. As 
always, it makes for interesting reading indeed.

Th e AA’s 2017 entry-level vehicle safety analysis is sure 
to get tongues wagging and cause quite a bit of controversy. 
Th e results reveal that only two entry-level vehicles on the 
local market are of an acceptable safety standard. Th is is 
rather disturbing seeing that this is the segment that, to a 
very large degree, caters to fi rst-time buyers.

On an international level, we report on the demise of 
two automotive giants in the Australian industry. Food for 
thought, especially considering the radical transformation 
facing our own industry.

Th ere has been much talk recently regarding the call in 
some European countries to ban the sale of vehicles with 
internal combustion engines. Th e fact of the matter is that, 
for the foreseeable future, these engines are here to stay 
as the remain the powerplants of choice for most people 
around the globe.

We also unpack the statistics surrounding 
Automechanika Johannesburg and fi nd out from visitors 
and exhibitors if this trade fair has a future.

On a less serious note we look at some very exciting up-
coming events on the local calendar, as well as a few models 
that recently made their debut on the local market.

And if you’re interested, Mark Cronje is looking for 
sponsors for his WRX campaign. If you support local mot-
orsport this is your opportunity to get involved!

Liana Reiners,
Editor
liana@autolive.co.za

To advertise in  contact

Liana Reiners on 083 407 4600 or email on liana@autolive.co.za

continued on next page 

Th e massive storm that hit Durban earlier 
this month is having a big impact on the 
vehicle and component manufacturers in 
the aff ected areas. Th e Toyota SA manufac-
turing plant at Prospecton felt the brunt of 
the storm and has lost almost two weeks’ 
production of its Hilux, Fortuner, Corolla, 
Quantum, and Hino product lines.

In addition, several key suppliers 
located near the Toyota plant also suff ered 
damage which has impact on their ability 
to supply the plant, which itself lost roof-
ing and suff ered fl ooding. It will now be a 
challenge to catch up this lost production 
– especially the vital exports – before the 
annual shutdown as the plant already works 
two shift s in most of its operations.

WesBank comments

Meanwhile September was another rela-
tively good month for new vehicle sales in 
South Africa as the upturn continued for a 
fourth consecutive month according to the 
latest aggregate sales data from the National 
Automobile Association of South Africa 
(NAAMSA). A total of 50 675 new vehicles 
were sold across all segments, last month, 
representing year-on-year sales growth 
of 7%.

Once again there was no detailed sales 
reporting by Mercedes-Benz SA, Great Wall 
Motors, BMW, and Porsche.

Data indicates that consumer buying 
patterns were responsible for the positive 
performance, over the past month. Th e 
dealer channel, where consumers are active, 
saw overall growth of 6.3%. Within the 
dealer channel, passenger car sales volumes 
grew 10.3% while sales of light commercial 
vehicles (LCVs) rose 5.3%.

“Th is remarkable recovery in the new 
vehicle market is being made possible by 
superlative marketing incentives from man-
ufacturers,” said Rudolf Mahoney, Head 
of Brand, and Communication, WesBank. 
“Right now, new vehicle deals are just that 
much more attractive than buying used, and 
consumers are seeing the value.”

WesBank’s data points to value 
for money as the sales driver behind 
September’s sales performance. Average 
deal values for new vehicles are in decline. 
While new vehicle price infl ation has 
slowed, the vehicles prices have not de-
clined. Compared to the previous month, 
September’s average new vehicle fi nance 
transaction value was 1.1% lower: a clear 
indication that manufacturers are giving so 
much back to the consumer to the extent 
that the average transaction value has 
come down.

Conversely, the supply of quality used 
vehicles is drying up, which has resulted 
in continued price infl ation. Used vehicle 
fi nance deal values have risen 8.4%, year-
on-year, and show no real signs of slowing 
down – climbing 2.5% in just the last 
three months.

“When looking at the macroeconomic 
indicators over the past few months, we see 
some stability. However, it’s not all plain 
sailing for car buyers and motorists,” said 
Mahoney. “Th e cost of mobility is rising 
sharply, in keeping with the recent months’ 
rapidly escalating fuel prices, and contribut-
ing to a negative outlook for the remainder 

Durban Storm Hits Motor 
Industry, Including Toyota

Rudolf Mahoney, Head of Brand and 
Communication, WesBank.
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of the year. It, once again, shows that consumers 
should leave breathing room in their budgets to 
accommodate increases over the duration of their 
fi nance contract.”

NAAMSA comments

Export sales were also strong in September, with 
36 359 units being despatched form SA plants to 
export destinations worldwide. Th is was a gain of 
11% over the export fi gure for the same month a 
year ago. Exports are expected to post a marginal 
year-on-year gain in 2017.

Ford not only set a new export record for its 
Ranger one-ton bakkies at 7 780 units, but it was 
also the second biggest exporter from SA, behind 
Mercedes-Benz SA, which shipped 11 646 export 
units. Ford was followed by Volkswagen (5 464), 
Toyota (5 205) and BMW (5 186). Smaller exporters 
were: Nissan (620), GM/Isuzu (308), Honda (51), 
FAW trucks (30), MAN trucks (26), Mitsubishi 
(20), Chrysler/Jeep (10) and Suzuki (1).

Last month the passenger car market showed 
a month-on-month improvement of 5.9%, with the 
car rental industry accounting for and estimated 
18.9% of this total. LCV sales showed an even 
bigger improvement at 11.7%, while medium truck 
sales were down 10.4% and heavy truck and bus 

sales were marginally up by 0.6% compared to 
September 2016.

An estimated 40 654 units or 80.2% repre-
sented dealer sales, an estimated 13,9% repre-
sented sales to the vehicle rental industry, 3% to 
government and 2.9% to industry corporate fl eets. 
Th e contribution by the vehicle rental sector to 
sales remains diffi  cult to 
determine exactly since 
four companies did not 
report sales by channel.

Over the past four 
months, the domestic 
automotive industry 
had held up well in the 
current challenging 
economic environment. 
Several factors contrib-
uted to the improved 
momentum in local 
sales and these included 
reduced new vehicle 
pricing pressures cur-
rently at an annualized 
rate lower than infl ation, 
the July 2017 reduction 
in interest rates and con-
tinued highly attractive 
sales incentives.

Normally sales during the second half of the 
year were higher than aggregate sales in the fi rst 
half and an overall year-on-year improvement of 
around 1.5% for 2017 was therefore likely. In the 
case of vehicle exports, continued positive global 
economic growth prospects should support new 
vehicle export sales. ■

 continued from previous page

Th e number of built-up vehicles exported from South Africa to other 
African countries in the fi rst nine months of the year remained fl at with 
16 382 units shipped, which was slightly lower than the 16 568 units 
exported in the same period a year previously. What is sad is how these 
fi gures have fallen when one considers the fi gures for the same periods in 
2015 and 2014 stood at 35 324 and 40 018 units respectively.

Toyota remains the export leader with 6 438 units shipped between 
January and September, which was well ahead of Nissan (4 779). GM/
Isuzu (2 596), Ford (952) and Honda (376).

Ghana remains the biggest market, taking 2 778 SA-built vehicles. Th e 
only other countries to take more than 1 000 units in the nine-month pe-
riod were: Kenya (1 967), Zimbabwe (1 730), Zambia (1 374) and Mauritius 
(1 237), while Nigeria which was the destination for 2 449 SA-built units in 
2016 took only 307 exports in the same period this year.

Exports in the month of September this year totalled 2 359 units, 
which was well ahead of the disastrous fi gure of 1 638 units shipped in the 
same month last year, but well behind the 3 227 units exported into Africa 
in September 2015. Toyota led the way in September 2017 with 943 units 
exported, followed by Nissan (638), GM/Isuzu (307) and Ford (301). 
Only three countries took more than 200 units during the month, being 
Kenya (323), Ghana (299) and the Republic of Congo (204, which were 
all Nissans). ■

Built-Up Vehicle Shipments 
Into Africa Remain Flat
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Gumtree South Africa is making sure consumers 
get the most road for their Rands when it comes to 
purchasing a car.

Th e online classifi eds giant this week released 
the fi nalists for the Gumtree Pre-Owned Car 
Awards, a defi nitive list of the best value second-
hand buys on the local market determined in 
partnership with TransUnion.

Toyota, Volkswagen and Mercedes-Benz have 
come out tops in the shortlist. Toyota boasts 7 
nominations across 5 categories in total, with 2 
fi nalists in both the Light Hatchback and SUV 
segments. Volkswagen and Mercedes-Benz have 4 
nominations each.

Th e announcement comes as motorists are 
feeling the pinch more than ever, with both petrol 
and diesel expected to jump by more than 30 cents 
per litre in the fi rst week of October.

For many, value for money has never been a 
more imperative factor in the car purchase process, 
as added pressure sees consumers seeking to re-
duce their monthly installments and maintenance 
expenses. Th ese conditions have seen motorists 
increasingly opting for pre-owned vehicles over 
new models.

“We launched the Gumtree Pre-Owned Car 
Awards specifi cally to showcase the range and 
quality on the pre-owned market and to empower 
South African motorists to make smarter buying 
decisions in a tough economic climate,” said Jeff  
Osborne, the head of Gumtree Auto.

Osborne believes there’s a strong need for an 
awards show that evaluates vehicles in the same 
way that most consumers do – through crite-
ria like value retention, overall appearance and 
maintenance costs. ■

Gumtree SA Reveals Best Value-for-
Money Cars on the Pre-owned Market

Budget Car under R110 000
1. 2015 Datsun Go 1.2 Lux
2. 2015 Honda Brio 1.2 Trend
3. 2015 Kia Picanto 1.0LS
4. 2015 Renault Sandero 1.4 Ambience
5. 2015 Suzuki Celerio 1.0GA
Light Hatchback under R140 000
1. 2015 Toyota Aygo 1.0 X-Play
2. 2015 Toyota Etios 1.5XS Sprint (5dr)
3. 2015 Ford Figo 1.5 Ambiente
4. 2014 Hyundai Grand I10 1.25 Motion
5 2015 VW Polo Vivo GP 1.4 Conceptline
Medium Hatchback under R260 000
1. 2015 Toyota Auris 1.6XR
2. 2015 Hyundai Accent Fluid 1.6
3. 2015 Mazda 3 1.6 Dynamic
4. 2015 VW Golf 7 1.4TSI Trendline
5. 2015 VW Polo 1.2 TSI Highline
Cross-over between R200 000 and R300 000
1. 2015 Mazda CX3 2.0 Individual
2. 2015 Ford Ecosport 1.5 TDCI Titanium
3. 2015 Honda HR-V 1.5 Comfort
4. 2015 Opel Mokka 1.4T Cosmo
5. 2015 Nissan Juke 1.5 DCi Acenta+
Luxury Sedan under R475 000
1. 2015 Audi A5 Sportback 2.0TFSI
2. 2015 BMW 320D F30
3. 2015 BMW 330D F30
4. 2015 Mercedes-Benz C200
5. 2015 Mercedes-Benz C220 Bluetec
SUV under R325 000
1. 2015 Mazda CX-5 2.0 Active
2. 2015 Nissan Qashqai 1.2T Visia

3. 2015 Toyota Fortuner 2.5D-4D
4. 2015 Toyota RAV-4 2.0 GX
5. 2015 Honda CRV 2.0 Comfort
Luxury SUV under R700 000
1. 2015 Mercedes-Benz GLC 250D
2. 2015 Audi Q7 3.0TDI V6 Quattro
3. 2015 Toyota Land Cruiser Prado VX 3.0TDI
4. 2015 Mercedes-Benz ML250 Bluetec
5. 2015 Volvo XC90 D4 Momentum
Double Cab Bakkies 4x2
1.  2015 VW Amarok 2.0 BiTDI Highline 132kW 

D/C P/U 4x2
2.  2014 Toyota Hilux 3.0 D-4D Raider R/B P/U 

D/C
3.  2015 Isuzu KB300 D-TEQ LX P/U D/C 4x2
4. 2014 Nissan Navara 2.5dCi LE P/U D/C
5. 2015 Ford Ranger 3.2 TDCI XLT P/U D/C 4x2
Performance Hatchbacks
1. 2015 Mercedes-Benz A250 Sport
2. 2015 Mercedes-Benz A45 AMG 4-Matic
3. 2015 VW Golf VII 2.0TSI R DSG
4. 2015 VW Polo GTI 1.8TSI DSG
5. 2015 Audi S3 S-Tronic
Premium Performance Sports Cars
1. 2015 Porsche Boxster PDK
2. 2015 Porsche Cayman S PDK
3. 2015 Mercedes-Benz AMG C63 S
4. 2015 Jaguar F-Type S 3.0 V6
5. 2015 BMW M4 M-DCT

Winners of the Gumtree Pre-Owned Car Awards 
will be announced in early November. For more 
information, visit: www.gumtree.co.za/awards. ■

The Gumtree Pre-Owned Car Awards Shortlist

Toyota boasts 7 nominations across 5 categories in total, including the 2015 Toyota RAV-
4 2.0 GX in the category for SUVs under R325 000.

Value for money has never been 
a more imperative factor in the 
car purchase process, as added 
pressure sees consumers seeking 
to reduce their monthly installments 
and maintenance expenses.

http://www.gumtree.co.za/awards
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Snippets

URBAN COMPACT SUV
Just Launched

R169 900 incl. VAT

FROM

Some employees who were not 
internally registered as inspectors 
were performing the fi nal 
vehicle inspections.

Nissan Hit by Quality 
Scandal in Japan

Nissan was forced to suspend all Japanese car 
production for two weeks following a “laps in ve-
hicle quality inspection.” Th e production stoppage 
is to permit a rearrangement of the fi nal quality 
inspection lines. Th ere will also be an increase in 
the number of inspectors, according to an article in 
Automotive News Europe.

A third-party government team investigating 
vehicle inspection lapses at Nissan plants found 
some uncertifi ed inspectors, which has rocked the 
Japanese company. Evidently some employees who 
were not internally registered as inspectors were 
performing the fi nal vehicle inspections.

Aft er the initial revelation, uncertifi ed workers 
continued performing fi nal inspection duties on 
some 3 800 vehicles at the Shonan plant of a Nissan 
affi  liate. Multiple copies of the quality stamps used 
for stamping these certifi cates were also found.

Nissan is calling back 1.16-million cars made 
and sold in Japan between January 2014 and 
September 2017 for inspection. Th e incident is 
expected to cost Nissan US$222-million.

Vehicles shipped from Japan are not involved 
as these fi nal quality certifi cates are a Japan-
specifi c requirement. ■

N1 Near Capacity
Th e busiest section of the N1 highway is from 
Buccleuch to Allandale in Midrand is close to 
maximum capacity. Th e traffi  c volume in both 
directions in 2016 reached 245 500 vehicles a day 
during the week, according to Sanral. Th e highest 

daily volume measured on the N1 to date was 
283 000 vehicles a day in both directions.

During the morning and aft ernoon peaks 
the freeway carries between 10 000 and 11 000 
vehicles an hour in each direction. Th is is almost 
a 100% increase on the situation in 2006. At 
peak periods about 133 000 vehicles an hour 
enters and leaves the Gauteng Open Road 
Tolling network. ■

VW Group Breaks Through 
One-Million Mark

Th e Volkswagen Group put up its best delivery 
performance for a single month when 1 010 100 
vehicles were sold worldwide. Th is was 6.6% higher 
than in September 2016, with the various brands’ 
SUVs proving particularly popular.

Th is performance came despite ongoing 
backwash from the Dieselgate scandal, including 
huge fi nes, arrests and recalls, as well as a measure 
of infi ghting between some of the brands in 
the group. ■

EU Anti-Trust Putting Pressure 
on German Car Makers

European Union anti-trust offi  cials have recently 
raided the offi  ces of BMW, the Volkswagen 
Group, and Daimler in Germany as they widen 
their investigation into alleged collusion among 
Germany’s top vehicle manufacturers. It is 
believed a cartel has been operating since the 
late 1990’s.

continued on next page 
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Th e latest action follows German media re-
ports in July that EU anti-trust offi  cials believe that 
BMW, Volkswagen, Audi, Porsche, and Daimler 
have been members of a secret cartel that discussed 
matters such as emission controls and standards 
and conspired to fi x prices on diesel and other 
technologies over decades.

Daimler says it has claimed “whistle-blower 
status” to avoid fi nes.

Th e revelations about the cartel has come 
about as the German car industry attempts to 
restore public trust aft er the Volkswagen Group 
admitted, just over two years ago, to cheating on 
diesel emission tests around the world.

“Th e inspections at these companies are 
related to concerns that several German car manu-
facturers may have violated EU anti-trust rules that 
prohibit cartels and restrictive business practices,” 
the commission’s statement said. ■

Triumph Motorcycles Looking 
for New Distributor in SA

Triumph Motorcycles UK is looking for a new im-
porter in South Africa as Kawasaki Motorcycles SA 
(KMSA) has relinquished the Triumph franchise 
aft er 22 years.

KMSA, which disposed of the new Triumph 
stock in a virtual liquidation sale recently, will 
continue to support the brand with parts and 
service until a new distributor is appointed. Th ere 
are currently about 4 500 Triumph motorcycles on 
SA roads.

According to Arnold Olivier, Brand Director 
of Triumph SA, the split occurred over Triumph 
UK’s new retail concept that calls for single, larger 
dealerships in cities rather than KMSA’s current 
business model of having several, smaller dealers. 
Th e alternative of upgrading existing, smaller 
dealerships would have required a very high 
fi nancial investment.

“Th e new distributor will clearly need to have 

deep pockets to meet Triumph UK’s new customer 
interface model,” added Olivier. ■

Cape Town Joins the Global 
anti-ICE Grouping

Cape Town is among a group of global cities that 
has decreed that only “zero emissions” buses will 
be purchased from 2025 to ensure that major areas 
in these cities are “zero emissions” by 2030.

Th ese cities – with combined populations of 
80 million–are: Cape Town, London, Paris, Los 
Angeles, Copenhagen, Barcelona, Quito, Vancouver, 
Mexico City, Seattle, Milan, and Auckland. ■

Snippets

EU anti-trust offi cials believe that 
BMW, Volkswagen, Audi, Porsche, 
and Daimler have been members 
of a secret cartel that discussed 
matters such as emission controls 
and standards and conspired 
to fi x prices on diesel and other 
technologies over decades.

 continued from previous page

Britain – A ban on the sale of new cars using petrol and diesel engines from 2040. The objective is to 
reduce air pollution and follows similar plans from France and individual cities such as Madrid, Mexico 
City, and Athens. UK proposes that from 2050 all cars will have zero emissions.

Norway – All new passenger cars and vans sold from 2025 should be zero-emission vehicles. The 
country is considered a world leader in the quest for lowering emissions with 40% of all cars sold in 
that country in 2016 having been EVs or hybrids.

France – A ban on the sale of new cars using petrol or diesel by 2040. After that date only cars that 
run on electricity or hybrids will be permitted to be sold. The current market share of electric, hybrid or 
alternative cars sold in 2016 was only about 4%, but sales are growing quickly. Paris wants to ban cars 
using internal combustion engines (ICE) from 2030.

China – EVs and hybrids must make up 20% of new car sales by 2025. The national is already the 
world’s largest EV market, accounting for 40%, which is more than double the amount being sold in 
the US. It is proposed that 8% of vehicle sales in 2018 be plug-in hybrids or EVs and this must grow 
to 10% in 2019 and 12% in 2020.

India – All new cars sold from 2030 to be powered by electricity. India has one of the world’s most 
acute air quality problems and many of the world’s most polluted cities.

Others – AT least 10 other countries have electric car sales targets in place according to the 
International Energy Agency. Austria, China, Denmark, Germany, Ireland, Japan, the Netherlands, 
Portugal, South Korea, and Spain have set offi cial targets. The US does not have a federal policy, but 
at least eight states have set goals. Australia does not have a federal policy. ■

Where the EV Action is, According to GoAuto 
News Premium from Australia

auto.lightstone.co.za/
auto.lightstone.co.za/
mailto:support@lightstone.co.za
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Mercedes-Benz South Africa (MBSA) has, for the 
second consecutive year, been certifi ed by the Top 
Employers Institute for its exceptional employee 
off erings. Th e Top Employers Institute globally 
certifi es excellence in the conditions that employ-
ers create for their people. Th e institute announced 
the results of this year’s research recently, with 
MBSA receiving the exclusive Top Employers 
South Africa 2018 certifi cation.

Th e annual international research undertaken 
by the Top Employers Institute recognises leading 
employers around the world: those that provide 
excellent employee conditions, nurture and de-
velop talent throughout all levels of the organisa-
tion, and which strive to continuously optimise 
employment practices.

“Th is recognition serves as a benchmark prov-
ing that Mercedes-Benz South Africa is amongst 
the world’s leading employers. Receiving this 

recognition for the second time reemphasises our 
commitment to ensuring that we continue to create 
a conducive and exceptional employee journey 
to all our employees,” said Executive Director for 
Human Resources, Abey Kgotle.

Crucial to the Top Employers process is that 
participating companies must undergo a stringent 
auditing process and meet the required high 
standard in order to achieve the certifi cation. Th is 
audit has verifi ed MBSA’s outstanding employee 
conditions and earned it a coveted spot among a 
group of certifi ed Top Employers. Th e overall score 
of the group of company has also increased, which 
shows that possible areas for improvement from 
the previous audit has been addressed.

“As a major role player in the South African 
economy, our employees remain the heart of our 
business. Our employees’ wellbeing and develop-
ment are at the crux of our business mandate. 

Th is certifi cation has once again put a stamp 
on the success of the world class processes and 
programmes that we have put in place to continue 
on this journey of achieving optimal employee 
conditions. We are very proud of the achievement,” 
Kgotle concluded. ■

Awards and Accolades

Shaun Uys, managing director of Continental Tyre 
South Africa (CTSA), has been honoured as one of 
Africa’s most dynamic and innovative leaders by 
UK-based CEO Today magazine.

“Dedicated to recognising strong and innova-
tive leadership amongst business leaders operating 

in Africa, across all key business sectors and 
industries, the CEO Today Africa Awards recog-
nise and celebrate outstanding leadership, superb 
strategic thinking and entrepreneurial spirit,” the 
 publication stated.

According to the magazine, its research 
department spent several months carefully 
researching and identifying some of the most hard-
working, ambitious and forward-thinking CEOs in 
Africa today.

“It is an honour and privilege to receive this 
award, which celebrates the success of Continental 
Tyre South Africa. It’s a tribute to all our employees 
that have helped develop and grow the business in 
recent years,” said Shaun Uys, who was appointed 

managing director of the Port Elizabeth-based 
operation in 2015.

“Th is isn’t an individual eff ort, but is driven 
by the dedicated and committed team that I work 
with daily, who have played a key role in taking 
CTSA forward with networks and partnerships in 
over 30 countries in Africa.”

Uys joined Continental in 2000 as a 
Production Area Manager at the Port Elizabeth 
plant. Since then, he has held various positions 
within the organization, both locally and globally, 
including Head of Pricing Truck Tyres; Marketing 
and Sales in Hanover, Germany; and Sales 
Director, NAFTA replacement Truck Tyre busi-
ness, Marketing and Sales in Charlotte, USA. ■

Continental MD Honoured

Shaun Uys, managing director of 
Continental Tyre South Africa.

MBSA Ranked as a Top Employer

MBSA Executive Director for Human 
Resources, Abey Kgotle.

For a record breaking seventh consecutive year, 
consumers have backed Engen as their favourite 
petrol station in the country. Th e accolade was 
attributed to Engen in the Sunday Times Top 
Brands survey, which recognises those brands 
that have earned top consumer sentiment in 
South Africa over the past 12 months.

While Engen continues to have the larg-
est service station footprint in South Africa, 
operating over 1 000 sites, it has been the 
company’s constant innovation and customer 
service focus that have placed it ahead of the 

pack in brand recognition and loyalty across 
all audiences.

“We continue to focus on consistently rein-
vigorating the Engen brand and investing much 
eff ort into remaining an attractive destination for 
our customers’ convenience needs. It is therefore 
important for Engen to move into relevant and 
innovative spaces where it can engage customers 
and interact with them meaningfully,” commented 
Seelan Naidoo, Engen’s General Manager: Retail.

Naidoo also noted that just over 1 in every 4 
litres of petrol purchased in SA is from Engen, with 

131 million customer visits to Engen forecourts 
in 2016. 

“We are honoured to once again receive this 
award and want to thank our customers for choos-
ing Engen. South African motorists and consumers 
can be assured that we will continue to strive to 
provide them with the best service, the best value 
and the best off erings,” concluded Naidoo. ■

Engen Remains SA’s Number One
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Th e 28th edition of the Kinsey Report refl ects the 
considerable turmoil aff ecting the motor industry 
in South Africa. Some manufacturers are with-
drawing from the country, old established brands 
are no longer being imported and many dealer net-
works are negotiating for new vehicles to replace 
their old products.

One of the early brands to exit the country was 
Citroën. Peugeot SA decided to concentrate on the 
Peugeot range and stop importing the sister vehi-
cles. Peugeot then acquired the Vauxhall and Opel 
brands from General Motors worldwide.

Th e shockwaves had barely subsided by the 
time General Motors announced that they were 
withdrawing from South Africa – curtailing the 
importing of mainly Korean-assembled Chevrolet 
and closing down their manufacturing facility in 
Port Elizabeth.

Th ese momentous developments have im-
pacted on this year’s Kinsey Report, which has 
been reduced to 62 vehicles. Notably, there are no 
Citroëns, Opels or Chevrolets.

Th e cost of battery power has been included 
in the report for the fi rst time, since we are headed 
into the era of hybrids and electric cars. Th e 
battery packs for 8 of these vehicles and the 220v 
mains charger, where applicable, have been shown 
separately.

Hybrid cars do not require a charger as the 
charge is done whilst driving, whereas pure 

electric cars must by fully charged by the charger. 
Prices seem very high, and should come down 
in time. Th e warranty on some of these packs 
seem generous – 10 years for the Toyotas and 
8 years for BMW – and the packs can only be 
bought from the dealer network. Th e old battery 

pack is retained by the dealer and its disposal is 
rigorously controlled.

Th e report covers the usual nine categories and 
focuses on vehicles with reasonable to good sales 
fi gures volumes and of similar types. Th e full re-
port can be viewed at www.kinseyreport.co.za. ■

2017 Kinsey Report Released

City Cars
1st – Datsun Go 1.2 Lux
2nd – Polo Vivo 1.4 Conceptline
3rd – Hyundai i10 1.1 Motion

Superminis
1st – Volkswagen Polo 1.2 TSi Comfortline
2nd – Renault Sandero 66 kW Expression
3rd – Renault Clio 66 kW Expression

Family Favourites
1st – Toyota Corolla 1.6 Quest
2nd – Toyota 1.6 Prestige
3rd – Nissan Almera 1.5 Acenta

Compact Crossovers
1st – Mahindra KUV 100 K8
2nd – Peugeot 2008 Active Diesel
3rd – Ford Ecosport 1.0T Trend

Crossovers
1st – Toyota Fortuner 2.8 GD Auto

2nd – Toyota RAV 4 2.0 GXC VT
3rd – Ford Kuga 1.5T Trend

Executive Crossovers
1st – Toyota Prado 3.0 VX Auto
2nd – Volvo XC90 D4 Momentum
3rd – Range Rover Evoque SE TD4

Double Cabs
1st – Toyota Hilux 2.8 GD Auto
2nd – Nissan Navara 2.3 D LE
3rd – Isuzu KB 300 D TEQ

Single Cabs
1st – Nissan NP200 1.6i
2nd – Nissan NP300 2.0
3rd – Toyota Hilux 2.4 GD

Executive Saloons
1st – Volvo S60 T4 Momentum
2nd – BMW 320i Auto
3rd – Jaguar XE 2.0D Prestige

Overall Winners

For the third year in a row the Datsun GO has come out tops in the annual Kinsey Report.
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Th e Automobile Association (AA) has just released 
its second annual Entry-Level Vehicle Safety 
Report that assess the safety features on entry-level 
vehicles. Th e report considered the safety features 
of 25 vehicles available in South Africa currently 
priced under R160 000. Th is is R10 000 (6.7%) 
more than the vehicles considered last year to ac-
count for an increase in infl ation.

According to fi gures from the Road Traffi  c 
Management Corporation (RTMC) 14 071 people 
died on South African roads in 2016. While ef-
forts to reduce this number are ongoing, it comes 
against the backdrop of data from the National 
Traffi  c Information System (eNaTIS) that shows 
the total vehicle population in the country remains 
high at just under 11 million (10 967 958) vehicles. 
Of these just over 7 million (7 140 959) are classi-
fi ed as motor cars or station wagons.

Th ese two fi gures – the high fatality rate, and 
the high vehicle population – again highlight the 
need for safer driving for everybody. Th is includes 
increased road safety awareness initiatives, better 
policing and enforcement of road regulations, and 
a wholesale improvement in driver attitudes.

It also emphasises the need for improved safety 
features in the vehicles people drive.

Th e purpose of the research is to highlight 
the importance of safety features in new cars, 
understand how these features can save lives, and 
encourage new car buyers to consider safety in 
their decisions, and not only price.

“Price is, unfortunately, a main driving factor 
in people’s decisions to buy vehicles. What we 
would like to see more of is people considering 
other elements of the vehicles they intend buy-
ing such as safety features, which can mean the 
diff erence between life and death,” the AA said. 
Th e Association notes this is especially important 
as many of the people who are buying or driving 
entry-level vehicles are oft en those with the least 
driving experience.

“In our fi rst report last year we highlighted the 
disconnect between price and safety on entry-level 
vehicles; cheaper models seemed to have limited 
safety features. It is disappointing that vehicles 
listed in last year’s report, most of which are still on 
sale, carry similar, if not the same, limited safety 
equipment as standard,” the AA noted.

Th e 25 vehicles surveyed were evaluated 
against the number of active safety features they 
have (anti-lock braking systems, electronic stability 
control), and passive safety features (airbags).

Vehicles with an NCAP rating (New Car 
Assessment Programme) from Europe were 
awarded points according to the safety rating they 
achieved. Th e scoring for the NCAP rating is only 
applied if the model of the vehicle on sale in SA 
is confi rmed to be identical to the model which 
received the NCAP rating initially.

Th e survey is the result of desktop research, 
and specifi cally assesses safety features only. It does 
not consider the structural integrity of the driver/
passenger compartment. Th e 25 vehicles are then 
categorised into three groups based on their safety 
ratings according to the AA survey.

Th ese cars are noted for having either accept-
able safety, moderate safety, or poor safety. Of the 
25 vehicles assessed, only two are categorised as 
having acceptable safety. Th irteen of the vehicles 
are categorised as having moderate safety, and ten 
are classifi ed as having poor safety.

In addition to scoring the vehicles purely on 
safety features, the report also considers safety 
weighed against aff ordability. In this scenario, the 
score achieved by a vehicle for its safety features 
is measured against its cost to arrive at a Safety/
Aff ordability Score.

Considering this, only one car achieves an 
acceptable Safety/Aff ordability Score, while ten 
are rated as poor on the scale. Fourteen of the 
vehicles are rated as moderate of the Safety/
Aff ordability scale. A full list of the vehicles 
assessed, their safety ratings, and their Safety/
Aff ordability scores, is available at https://aa-sa.
co/ELVS-report.

“Safety features on vehicles are critical ele-
ments which can provide much-needed protec-
tion in the event of a crash. What we’d like to see 
is that all car manufacturers include more safety 
features in their vehicles, and to make more use 
of international safety ratings such as NCAP from 
the region of manufacture or importation. In this 
way, we believe, customers will be better placed to 
know what they are getting in terms of safety,” the 
AA concluded. ■

Are Our Entry-Level Cars Safe?

Active Safety
(Crash Prevention)

Maximum
Score Comments

Anti-lock brakes
(ABS) 30 Present – full score

Absent – no score

Electronic Stability 
Control (ESC) 30 Present – full score

Absent – no score

Passive Safety
(Crash Prevention)

Maximum
Score Comments

Drivers airbag 10 Present – full score
Absent – no score

Front passenger 
airbag 10 Present – full score

Absent – no score

Side airbags 10 Present – full score
Absent – no score

Head / curtain 
airbags 20 Present – full score

Absent – no score

Crash test rating 
(frontal impact) 25

Pro-rata – fi ve points 
per star. Must be 

for equivalent spec 
vehicle rated under 
current (post 2009) 

Euro NCAP

Total points 
achievable 135 Perfect Score

A total of 135 points is achievable
if a motor vehicle has all of the 

safety features installed

Renault Kwid 1.0 Expression

Kia Picanto 1.0 Start

Datsun Go+ 1.2 Lux

Kia Picanto 1.2 Start

Hyundai i10 1.1 Motion

Cherry QQ3 0.8 TE (aircon)

Datsun Go 1.2 Mid

Tata Indica 1.4 LGi

Tata Visit a 1.4 Ini Bounce

Tata Manza 1.4 Ini

Date: October 2017
Source: AA Research – SA

Entry-level ‘vehicle safety report’

Cherry QQ3 1.1 TXE

Chevrolet Spark 1.2 Curve

Mitsubishi Mirage 1.2 GL

BAIC D20 hatch 1.3

Chery J2 1.5 TX

Kia Picanto 1.0 Street

Suzuki Swift hatch 1.2 GA

Mahindra KUV100 1.2 G80

Tata Vista 1.4 Ignis

Suzuki Swift DZire sedan 1.2

Honda Brio hatch 1.2 Trend

Tata Bolt hatch 1.2T XMS

Suzuki Celerio 1.0 GA

Toyota Aygo 1.0

Nissan Micra 1.2 Visia+

ACCEPTABLE
< 50 points

MODERATE
< 20-50 points

POOR
< 20 points

https://aa-sa.co/ELVS-report
https://aa-sa.co/ELVS-report
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BY ROGER HOUGHTON

Th e past couple of weeks have been very sad for 
those involved in the Australian motor industry 
as its last two assembly plants ended production 
– Toyota at the end of September and General 
Motors-Holden last week. It is estimated that the 
closure of this once-thriving vehicle manufactur-
ing industry will impact directly and indirectly on 
more than 200 000 people in Australia.

Th e Australian motor industry was far more 
sophisticated than that in South Africa, hav-
ing designed and built its own passenger car 
model range – Holden – as far back as 1948. Local 
people and facilities were involved in carrying 
out extensive new model research and develop-
ment for major motor companies such as Ford 
too. Th e country also had a vibrant component 
manufacturing industry.

In fact, the fi rst Australian-made gasoline-
powered car was built in a small workshop in 
Melbourne in 1901 by Harley Tarrant, a land 
surveyor. Steam cars had been made in Australia 
even before then, with the Phaeton being produced 
in 1896, It was fi tted with pneumatic Dunlop tyres 
made in Australia too.

However, due to many factors the Australian 
vehicle manufacturers faced pressure for dec-
ades before caving in to market realities. Now, 
Mitsubishi (formerly Chrysler Australia), Ford, 
Toyota, and General Motors-Holden have all closed 
their production plants in recent times. Earlier 
many other car makers departed Australia or 
closed shop, including Australian Motor Industry 
(a contract assembler), British Leyland, Nissan, 

Renault, Peugeot, Rootes Group, Volkswagen, 
and Volvo.

Th e big question is how and why did 
Australia’s local car industry fold with major global 
companies withdrawing in quick succession, espe-
cially at a time when the population and demand 
for cars continues to grow and more than a million 
vehicles are sold annually?

According to an article in AutoWeek, the an-
swers have more to do with macro-economics and 
politics than traditional supply and demand

A major factor cited by industry commentators 
is import tariff s, with many vehicle manufactur-
ers exporting their products to Australia playing 
zero or exceptionally low tariff s. Th is permitted 
companies not making vehicles in Australia to take 
a substantial part of the market, thereby putting 
local manufacturers at a disadvantage due to rela-
tively high labour costs–compared to South- East 
Asia, for example.

Th e rising labour costs in Australia were a 
predictable factor in contributing to the decline in 
local production. Th e diff erence between now and 
20 years ago, when the Australian motor produc-
tion industry was humming, is that many Asian 
countries like Malaysia and Th ailand shift ed from 
producing only for local markets to becoming high 
volume exporters to other countries in the region, 
benefi tting from lower labour costs.

Declining sales volumes for the Australian-
based vehicle makers in the face of increased 
competition contributed to the situation. Free trade 
agreements signed in the past 20 years allowed 
greater numbers of cheaper cars into Australia, 
reducing the market share of those companies 
producing vehicles locally.

Th e rapid decline in demand for the big, V6-
engined sedans that had been standard family cars 
in Australia for nearly 20 years, combined with 
rising fuel prices provided big advantages to eco-
nomical imports. Australian manufacturers tried 
to adjust their production, but couldn’t keep pace 
with rapidly changing consumer demands.

Th e arrival of foreign pick-up trucks, such 
as Toyota Hilux, Ford Ranger and Isuzu KB also 
dented sales of Australian utes – the country’s 
long-time favourites – since the imports off ered 
greater payloads with economical diesel engines.

Another major factor was the continuing re-
duction in government support through incentives 
for the motor industry.

In the end the manufacturers still making 
cars in Australia realised there was going to be no 
upturn in their fi nancial situation and it was better 
to close shop.

In the end the fi nal car made in Australia, a 
Holden Commodore sedan, which had grown from 
being Australia’s homegrown, bread and butter 
model for decades to a niche performance car re-
fl ected the route the Australian motor industry has 
taken over the past 20 years. It had become smaller 
and even more specialised until low volumes and 
little in terms of return-on-investment meant the 
axe had to fall.

Let us hope that those people involved in the 
South African motor industry, which is facing 
radical transformation by the government, will 
take heed of how major global motor companies 
were prepared to walk away from their mas-
sive investments in facilities and equipment 
in Australia rather than continue to fi ght an 
uphill battle. ■

Sad Time for Australian Motor Industry

In this photo provided by Toyota Australia the last Toyota 
produced in Australia is desplayed for gathered workers in 
Melbourne earlier this month. Toyota closed its manufacturing 
plant in Melbourne, ending 54 years of production by the 
Japanese company in Australia, the fi rst cuntry outside of Japan 
wheere the company made cars.

Last week, the last mass-produced car designed and built 
in Australia rolled off the General Motors production line in 
Adelaide as GM Holden Ltd., an Australian subsidiary of the U.S. 
automotive giant, built its last car almost 70 years after it created 
Australia’s fi rst, the FX Holden, in 1948.
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Th ere is growing concern in the automotive in-
dustries of countries such as Germany, the United 
Kingdom and France aft er recent calls by politicians 
to ban the sale of vehicles with internal combustion 
engines (ICE) within the next few of decades.

However, this will do little to stop or slow 
down ongoing development of these engines, 
which will still be the power units of choice for 
most people in the world.

Th is was the opinion expressed by Vincent 
Vallette, Export Manager of Mahle, one of the top 
20 Tier One component and development suppliers 
to the global automotive industry at a confer-
ence of the recently-named Reman Cluster of the 
Retail Motor Industry (RMI) organisation at the 
Automechanika Johannesburg trade fair.

Th e Reman Cluster is made up of four 
RMI associations, being the SA Diesel Fuel 
Injection Association (SADFIA), Engine 
Remanufacturers’ Association (ERA), Automotive 
Component Remanufacturers’ Association 
(ACRA) and the Turbocharger Remanufacturers’ 
Association (TRA).

Mahle, a German-based company which 
started life as an alloy piston manufacturer in 1920, 

now provides components for more than half the 
vehicles made in the world. It has concentrated 
on supplying Original Equipment Manufacturers 
(OEMs) in the past, with 92 per cent of its business 
in that sector, but is now looking to grow its share 
of the aft ermarket business, which has been at only 
eight per cent of turnover. Th is move includes of-
fering a range of garage equipment going forward.

Vallette’s topic at the Reman Cluster confer-
ence was considering the future of the internal 
combustion engine. He was very upbeat, saying 
that electric power may take share in some First 
World markets, but ICE production would con-
tinue to grow as the global vehicle parc is expected 
to increase from the 74-million units counted in 
2010 to an estimated 123-million in 2030.

For this reason, he said that companies such 
as Mahle will continue to come up with innovative 

solutions to improving ICE effi  ciency by cutting 
both fuel consumption and emissions. Reducing 
friction was a major challenge and here Mahle was 
one of the world leaders with its high-tech pistons 
and rings; Mahle has more than 6 000 engineers 
working in 15 research and development facilities 
taking up the challenge of improving overall ICE 
effi  ciencies.

Vallette said that Mahle was also a participant 
in electrifi cation technologies and believed there 
would be four distinct types of power units soon: 
downsized internal combustion engines; petrol or 
diesel/electric hybrids, some with a plug-in facility; 
pure electric and fuel cell, so the German company 
was ensuring it was involved in all four of these 
technologies.

Th e Mahle representative said that nowadays 
the big challenge was to cut CO2 emissions as they 
are seen as major culprits in global warming, with 
a Euro 6 target of only 95 gm/km in 2020.

“It is diffi  cult trying to get a clear picture of 
the way to go in the future, and there are many 
obstacles to change, all of which makes life in the 
automotive world both challenging and demand-
ing,” he concluded. ■

Companies such as Mahle 
will continue to come up with 
innovative solutions to improving 
ICE effi ciency.

Internal Combustion Engines Will Live On

Th e Competition Commission has gazetted a 
draft  code of conduct for competition in the South 
African automotive industry and is calling for 
public comment by 3 November.

“It is crucial that the public has a look at the 
draft  code and submits comments. Th is is our 
chance to see real change that will benefi t con-
sumers and their rights when it comes to servicing 
their vehicles,” said Les McMaster, Director of 
Right to Repair SA (R2RSA). “We have been sold 
the misperception that independent workshops 
and aft ermarket parts will reduce the safety of 
vehicles if they do repairs. But in reality, if you 
look at Europe and the US, where the princi-
ples of Right to Repair (R2R) were introduced 
decades ago, the roadworthiness of vehicles is 
much higher.

“We see vehicle owners in SA neglecting the 
maintenance of their vehicles because of fi nancial 
constraints. R2R is going to reduce the cost of 
parts helping owners maintain their vehicles. We 
also believe that access to technical information, 
training and tools for the informal sector will have 
a positive infl uence on safety.”

Referring to maintenance and motor plans, 
McMaster says it appears that, according to 
the draft  code, maintenance plans locking the 

consumer into a contract with the Original 
Equipment Manufacturers (OEMs) dealerships are 
still permitted, but must be off ered independently 
of the vehicle.

“Th e code is particularly encouraging consid-
ering the R2R campaign’s initiators approached the 
OEMs requesting that they voluntary and by mu-
tual agreement participate in the draft ing of a code 
which would benefi t all parties. At the time, this 
approach was given the cold shoulder by the OEMs 
and partners so this draft  will now require that the 

OEMs participate in the process. R2RSA is eagerly 
awaiting the reaction from the OEM fraternity,” 
concluded Mc Master.

Click here to review the draft  code 
http://www.compcom.co.za/wp-content/
uploads/2017/10/Automotive-Government-
Gazette.pdf

All comments on the code can be emailed to 
mziwodumor@compcom.co.za by 3 November. 
For more information on submission see page ii of 
the code.

Consumers Urged to Comment on Code of Conduct
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Opinion

BY ANDRE ROSSLEE, 
HEAD: WHOLESALE AND RETAIL 
SECTOR, BUSINESS BANKING AFRICA 
AT ABSA

It was announced recently that South Africa is 
no longer in the technical recession that resulted 
from two consecutive quarters of negative growth. 
While welcomed news, it does not change the fact 
that consumers remain under pressure in the face 
of ever-increasing living costs, growing debt levels 
and signifi cant political uncertainty.

All forecasts are that this constrained operat-
ing environment will continue. Unfortunately, 
no one-size-fi ts-all solution exists that will enable 
businesses to weather the storm unharmed. Th e 
good news however, is that there are ways that 
businesses in the wholesale and retail space can 
work to mitigate their losses and identify gaps that 
serve as growth opportunities.

Some key tips for wholesalers and retailers are:

1.  Differentiate your business 
through top-notch customer 
service and make your 
customers feel valued

Customer service lies at the heart of the retail 
industry, so being able to meet consumer wants 
and needs is non-negotiable. And more than just 
meeting their demands customers want to feel 
special and valued. For example, clever retailers 
use the data they have available through social 
media channels to provide customers with a 
personalised experience. Th is gives the customer 
the sense that they are more than just another set 
of feet walking through the door (or just another 
online customer).

2.  Manage your margins correctly

Any retailer or wholesaler who has worked in the 
industry for a length of time understands how 
vital it is to maintain the right stock levels. Th is 
includes ensuring there is an adequate supply of 
high-demand products and making sure there is 
not an excess of products that are harder to move. 
Finding the perfect balance requires monitoring 
and understanding customer buying patterns, 
replenishing stock at the right time and keeping 
abreast of product trends.

3.  Look after your staff

Regardless of what industry you work in, staffi  ng 
is one of the most important components of doing 
business. By recognising and rewarding your staff  
members’ hard work, you can ensure your staff  is 
energised to help achieve your business objec-
tives. In an industry where staff  oft en have to work 
longer hours – and especially in peak periods such 
as the festive season – it is important to show them 
that you appreciate their commitment and eff orts.

4.  Ensure you have an effi cient 
omni-channel offering

An up-to-date and user-friendly eCommerce 
off ering is a necessity for retailers hoping to stay 
competitive in an always-on world of digital 
convergence. A recent study by Ipsos found that 
the number of South African online shoppers is 
expected to triple in the next few years, indicating 
the need for a strong digital off ering. However, it 
is key that customers’ needs are met at every touch 
point – from mobile and desktop to the bricks and 
mortar store. To do so, business owners and man-
agement need to understand how customers shop 
and build an omni-channel off ering that caters to 
these patterns.  

5.   Consider what 
promotions 
are on offer

Th e age of the savvy 
consumer is upon us. 
Promotions are a neces-
sary tool to drive feet 
into stores (and increase 
online sales). Retailers 
cannot simply place 
products on promotion 
without thinking of the 

impact it will have on their margins. Black Friday 
last year is an example of how promotions did not 
yield the intended result. Because the phenomenon 
is fairly new to the South African market, many 
retailers did not price their products correctly and 
therefore made a loss. As a retailer, you will need to 
make an informed decision on what margins you 
are willing to sacrifi ce on promotions.

6.  Do not underestimate the 
importance of your brand

Retail’s busiest season has just started. Between 
September and December oft en businesses experi-
ence three times as many sales as there are over 
the course of the rest of the year. Th is makes it a 
highly competitive period. You need to go the extra 
mile to attract customers – and building a brand 
or corporate identity through imagery, promotions 
and service are oft en successful ways retailers can 
achieve this.

As costs of operations rise, and the consumer 
becomes ever more aware of controlling budget 
spend, business profi t margins become thinner. It 
is therefore necessary to partner with a fi nancer 
that is aware of the nuances and climate our 
unique country fi nds itself in.

Overall, there is a generally muted indus-
try outlook. Combined with challenges around 
heightened safety and security concerns such as 
robberies, card skimming and credit card fraud, 
among others, vigilance, creativity and resilience is 
needed to succeed in an extremely diffi  cult operat-
ing environment. ■

How Wholesalers and Retailers Can 
Weather the Economic Downturn

Absa’s Andre Rosslee, Head: 
Wholesale and Retail Sector, Business 
Banking Africa.
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New Models

BY STUART JOHNSTON

Smaller than a Range Rover Sport, but bigger than 
a Range Rover Evoque. Th at’s the marketing niche 
that the all-new mid-sized Velar occupies in the 
Jaguar-Land Rover scheme of things, and aft er 
sampling the new product in the Western Cape 
recently, well, it is quite a car

Th e Velar has a body style that blends some 
previous Range Rover Sport features with the 
radical low-roof design of the smaller Evoque. Th e 
result is a pleasantly balanced style that manages to 
be big but dramatically sleek. Th is is emphasised by 
extremely narrow LED headlight clusters.

Style-wise, there is a standard body option 
and a more dramatically sporty option known as 
the R – Dynamic look, featuring a more dramatic 
front valance with ribbed cooling vents on the 
front bumper section and blacked-out grille. Both 
these basic style packs are off ered in S, SE and HSE 
trim options.

Th e new Velar comes with a choice of three pet-
rol and three diesel engines, ranging from a modest 
132 kW diesel four-cylinder to a supercharged petrol 
V6 pumping out 280 kW. Th e model nomenclature 
refers to the engine’s power rating in horsepower. So 
the 132 kW diesel entry model is known as a D180 
(180 horsepower, “D” for diesel) and the top-line 280 
kW V6 is the P380 (“P” for petrol, 380 horsepower).

All the models use an eight-speed ZF auto-
matic gearbox, surely the fi nest automatic in the 
world today (used by a number of manufacturers) 
and in the case of the two six-cylinder models, the 
transmission is of a more robust construction to 
handle the extra torque.

All models employ the impressive Land Rover-
developed Terrain Response 2 system which can 
select the correct transmission and suspension 
mode for terrain conditions ranging from off -the-
beaten-track though rough dirt roads, to smooth 
highway tarmac.

Suspension on the four-cylinder models 
is by steel coil springs, but air suspension is an 
option on the 177 kW diesel and 221 kW petrol 
models ( the D240 and P300). On the six-cylinder 
models (the D300 and P380) air suspension is 
standard equipment.

On the launch drive in mid-October, the 
three models we drove were the 2.0 Diesel HSE 
D240, the 3.0 Diesel HSE R-Dynamic D300, and 
the 3.0 Petrol HSE R-Dynamic P380. All the 
models we drove were equipped with electronic 
air suspension.

It is a tribute to the designers of this alumin-
ium-rich monocoque body-shell that a luggage 
compartment of 673 litres has been incorporated 
into the shape, despite a pleasingly stub-tailed 
appearance. Th is luggage compartment tailgate is 
equipped with the “leg gesture” opening device, 
which enables you to open the tailgate with your 
arms full of shopping bags or suitcases.

Much will be made of the unique door handles 
designed for the new Velar. Th ey fi t absolutely fl ush 
when the car is locked, or travelling faster than 8 
km/h, but when you push your key fob for entry, 
they extend outwards via a system of electronics 
and mechanical actuators.

We began our Velar experience with the HSE 
D240, which uses a 177 kW version of the excellent 
Ingenium four-cylinder, twin sequential turbo 
engine. Torque is an impressive 500 Nm, and allied 

to an 8-speed ZF automatic gearbox the power 
delivery is relentless, and more than adequate for a 
car of this type. Price here, with over R200 000 op-
tions as fi tted to the launch vehicle, was R1 514 300.

We then stepped up to the D300, which uses 
a 221 kW three-litre V6 diesel and dishes up an 
astounding 700 Nm of torque. Once again the 
performance was very impressive, and it’s sobering 
to think this modern diesel can accelerate a car 
weighing over 1 800 kg to 100 km/h from stand-
still in 6,5 seconds! Th e ZF ‘box on this model 
is stronger to take the extra torque, but just as 
impressively smooth.

Th e fi nal car we drove was the range-topping 
HSE R-Dynamic P380, using the 280 kW super-
charged petrol V6 as fi tted to other Range Rovers 
and also used in the Jaguar F-Type sports car. Th is 
engine sounds wonderful, does 0–100 in 5,7 sec-
onds, and also uses a beefed up version of the ZF 
eight-speed gearbox. Top speed is 250 km/h. It is 
possible to cruise with comfort and confi dence at 
well over 200 km/h in this vehicle. But then the 
price is also high, at R1 617 800, as sampled on the 
(option laden) launch model

Th e directional stability on dirt roads when 
travelling fast was perhaps the most impressive 
feature of the Velar. But on the road, too, the 
steering is sensitive enough to inspire confi dence, 
and braking in the all-wheel-drive machine is 
superbly stable.

In summary, the new Velar is good looking, 
supremely competent, with a classy hi-tech cabin 
that is also very practical. It off ers a very hi-tech 
approach to modern luxury motoring, and all the 
image you’d ever want. But, all this certainly comes 
at a rather steep price! ■

The Very Impressive Range Rover Velar
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At the resent Fuel Retailers Association (FRA) 
Conference, the theme which set the tone was 
Unity in Action. Th e South African fuel retail 
industry has grown considerably in recent years 
due to such thinking, with it being one of the few 
sectors to weather the downgrading, rand volatility 
and negative growth rates recently experienced.

With Absa, a major supporter of the industry 
and gold sponsor of today’s conference, James 
Noble, who is the Business Development Manager, 
Fuel Industry at Absa, shared his views of the 
industry at the conference and highlighted some 
very interesting facts.

Th e South African fuel retail industry has 
grown considerably in recent years. In fact, it is 
one of the few sectors to weather the downgrading, 
rand volatility and negative growth rates recently 
experienced.

Fuel retail specifi cally is a highly specialised 
sector, with operating margins that are aff ected 
by a multitude of factors such as oil prices, labour 
costs, exchange rates and regulations, to mention 
a few.

In the current economy, only a small number 
of industries can claim to be recession proof. Th e 
fuel retail sector has proven to be just that; showing 
healthy profi ts in times of slow growth cycles.

Growth Indicators

Service stations in South Africa have a combined 
annual turnover in excess of R200 billion. Th e 
country remains the biggest consumer of fuel on 
the continent, claiming more than 20% of the mar-
ket share. Satellite sectors create multi-channels of 
employment that generate economic opportunities 
for approximately 90 000 people locally.

Th ere are roughly 4 600 service stations in the 
country, averaging 300 000 litres on a monthly 
basis, with the outlook for the South African fuel 
industry looking strong. Th e ratio of conveni-
ence store turnover to fuel volumes pumped is 
about R1.20 to R1.50 depending on the brand and 
location.

Although fuel gross profi t margins are lower, 
fuel sales remain the primary income of a business, 
accounting for approximately 80% to 90% of an 
operation’s turnover and usually delivering greater 
profi t than alternative profi t opportunities, for 
instance, a convenience store, carwash, bakery and 
quick service restaurant.

Viability

As the fuel price increases or decreases and retail-
ers work on fi xed margins, it’s important for the 

service station owner to grow volumes. If turnover 
increases, expenses will also increase due to mer-
chant service, cash handling and other turnover 
related costs. Th is will in turn impact profi tability.

Th ere are three ways to open a service station 
in the country:

 ■ Investing in the physical building, land and 
associated assets (property company)

 ■ Purchase of the business operation only 
(operating company)

 ■ Purchase of both (property and operating 
company).

Setup costs for a service station property can 
range from between R10 million for an average 
site to R100 million for a doubled-sided highway 
site. Th e funds for a new service station operation 
payable to the oil company can range from R2,5 to 
R15 million depending on the projected volumes. 
Th e purchase price of an existing service station is 
based on profi tability and normally ranges from 
R2,5 to R35 million. Th e average working capital 
required for stock and operational expenses can 
vary between R1,2 to R1,5 million.

Given a growing middle-class population that 
owns more vehicles, we see fuel retail remaining 
healthy and profi table in the foreseeable future. 
However, fuel retailers will still have to closely 
manage their budgets.

Convenience Shopping

Alternative Profi t Opportunities or APO’s is 
another revenue stream that is key to growing the 
fuel retail sector.

Convenience stores have become increasingly 
popular as South Africans fi nd themselves work-
ing longer hours with less time to prepare meals. 
Being able to buy bread and milk, or stopping 
for a quick meal while fi lling up with fuel allows 
service stations to play on convenience more than 
conventional retailers. Th is gives fuel retailers a 
competitive edge – and an additional opportunity 
to penetrate a developing market. Well known 
retailers like Woolworths, Pick and Pay, SPAR and 
OK are partnering with oil companies and non-
refi nery brands to increase market share. Other 
APO’s include carwash services, restaurants, quick 
service restaurants and even ice-cream shops.

As oil prices hover around $50 per barrel, 
fuel demand in South Africa will remain stable. 
With the industry contributing more than 6% 
to South Africa’s gross domestic product (GDP), 
selling approximately 27 billion litres of petroleum 
products through retail and commercial activities 
and spending more than R70 million on corporate 
social investment (CSI) initiatives annually, one 
can see the signifi cant role petroleum still plays in 
South Africa’s emerging economy. ■

James Noble, the Business Development Manager, Fuel Industry at Absa.

Fuel Franchising Remains Resilient 
in Subdued Economy
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Th e fi ft h staging of the biennial Automechanika 
Johannesburg event at Expo Centre, Nasrec, from 
September 27-30 proved a major success as Africa’s 
trade fair for the automotive aft ermarket. Th ere 
were plenty of quality visitors, excellent network-
ing opportunities and a bigger than ever pro-
gramme of workshops and conferences covering a 
wide spectrum of topics and burning issues.

“Importantly the number of trade visitors 
who came through the gates to Automechanika 
Johannesburg 2017 showed an increase of 43 
percent over the number who attended the 2015 
show,” commented Konstantin von Vieregge, CEO 
of organisers Messe Frankfurt SA.

“Admittedly this year’s Automechanika was 
co-located with Futuroad, a truck and bus show, 
which contributed to the increase in total visitors 
to 12 781 people, but Futuroad was also a busi-
ness-to-business trade show, so many who came 
to see the trucks would have been interested in the 
automotive aft ermarket off erings. Testament to 
this, was the large number of visitors who indica-
ted that they were attending the event as they were 
interested in both shows.

“Th e number of exhibitors also reached a 
new high this year, with 620 companies from 26 
countries exhibiting, which included eight national 
pavilions. In 2015 there were 608 exhibitors from 
21 countries, with six national pavilions,” added 
Von Vieregge.

“Besides very positive comments from satisfi ed 
exhibitors we were also delighted at the number of 
workshops and conferences that various motor in-
dustry organisations chose to hold at Expo Centre 
during the period of the show. Th e fact that most 
of them were very well attended underlined the 
importance of this biennial event as a destination 
for all those involved in the retail motor industry,” 
he commented.

Th e Automechanika Academy Programme 
incorporated 15 conferences, meetings, and work-
shops during the show period. Several, involved 
top international speakers which provided a global 
perspective of the subjects they addressed. ■

Gary Kaiser, Marketing Manager, Robert Bosch Africa “Our strategic 
objective was to meet independent workshops and we are pleased to say 
that we achieved this objective, and then some!”
Fred Bengsch, Director, Diesel-Electric (Rand) “The show was very 
successful for us. We aimed to reach into Africa and we had a lot of enquiries 
from trade visitors from Nigeria, Zimbabwe, Zambia, Tanzania, and Kenya. 
Our stand position in the Futuroad hall was very good and we did not expect 
such strong visitation.”
Alexander Taftman, Product, Marketing, and Business Development 
Director; Scania South Africa “A fresh new start of a B2B concept with 
great potential for future growth. It gives us a good opportunity to establish 
new contacts in the sub-Saharan African Region and it was worthwhile to be 
part of Futuroad Expo 2017.”
Johan Serfontein, Sales Director, SA Truck Bodies/Henred Fruehauf 
“Quality of visits and more focused trade visitors made it worthwhile being 
part of the show. We’ll be back in 2019!”
Jacques Laubscher, Managing Director, Hidros SA “Great to be part of a 
well organised exhibition. Our money and time was well spent and we had a 
very positive reaction from our Turkish suppliers and shareholders”
Bogdan Shestopalov, Commercial Director, Euro Africa Trade 
Solutions “As an entrant to the Southern African market, we found our 
presence to be impactful and productive. The size of the show offered 
networking opportunities. We shall be back in 2019!”

Fanie Venter, Sales Manager, Eaton Truck Components SA “We 
had many trade visitors from Africa and thanks go to the Automechanika 
Johannesburg team for the trade visitor promotion effort in Africa. Eaton’s 
brand awareness promotion was our mission and this was a huge success.”
Andreas Hadjidimitriadis, Field Marketing Adviser, Exxon Mobil SA 
“We have achieved our objective at the show and more. We’ll be back 
in 2019.”
Neil Butterworth, Marketing Manager, Anest Iwata “We are happy with 
the leads generated at the show; it was worthwhile to participate”.
Christoff Cronjé, Director, Web Directories “Absolutely amazing 
opportunity to network with industry related businesses and market our 
own. Being an exhibitor has been a priceless. We are defi nitely going bigger 
in  2019!”
Roberto Soares, Director, Trailer Sol “First time exhibiting and we had a 
tremendous response and a lot of interest in the solar kits”
Giulio Fotia, Marketing Director, Wynn’s South Africa “The show 
exceeded our expectations, it was better than 2015 with a lot more interest 
from local and African trade visitors. We’ll be back in 2019.”
Diane Govender, Sales Manager, Pointer SA “It was defi nitely worthwhile. 
Very valuable leads generated.”
Awny Sadek, Managing Director, MCV South Africa “Very successful 
Show; it gave us the opportunity to meet with all our high-profi le customers 
and to get new customers. We are already planning our participation 
in 2019!” ■

Comments from Exhibitors

Automechanika Johannesburg a Major Success
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Under the banner of Volkswagen for Good, Volkswagen 
seeks to provide motion with meaning to South Africa and 
the sponsorship of the Bicycle Education Empowerment 
Programme (BEEP) or Blue Bikes project is one such 
example. Now in the third year of partnership, Volkswagen 
South Africa and Qhubeka (meaning to “progress” or “move 
forward”) continue to transform hope into reality with the 
simple gift  of motion.

In rural South Africa, the youth may be in need of numer-
ous commodities, but one thing they do not lack is ambition 
and hope. However, what they do need is a little help in reach-
ing their dreams. Blue Bikes is the fi rst step in fulfi lling this 
need. Volkswagen believes that education is the foundation for 
their future and that a child’s learning should not be hindered 
by their lack of mobility.

With 11 million of SA’s 17 million school children still 
walking to and from school, the need for transport is palpable. 
Over the past three years, Volkswagen, in partnership with 
Qhubeka, have donated almost 3 000 Blue Bikes to children 
across South Africa in the belief that less time traveling to 
school means more time to learn, more time to play, more 
time with family and more time to just be a child.

Th is year Volkswagen, together with Qhubeka, have 
committed to distributing a total of 1 100 bicycles. Th e project 
was brought to Gauteng, where 98 bicycles were donated to 
children at Kwa-Bhekilanga Secondary School and East Bank 
High School, health workers and community policing forum 
(CPF) volunteers. Th e bicycles have been funded through 
a Rand-for-Rand matching mechanism whereby City of 
Johannesburg has matched the funds raised by Volkswagen 
South Africa.

“Volkswagen’s vision is to provide sustainable mobility 
for Africa by way of German engineering and this programme 
fi ts in with that philosophy and shows our human side,” 
said Th omas Schaefer, Chairman and Managing Director of 
Volkswagen Group South Africa.

Visit www.qhubeka.org for additional information or 
to make a donation. ■

VW Puts the Future in Motion

http://www.intelligosolutions.com
http://www.intelligosolutions.com
mailto:sales@intelligosolutions.com


Subscribe for free @ www.autolive.co.za  Page 20

http://www.kia.co.za


Subscribe for free @ www.autolive.co.za  Page 21

At FAW Vehicle Manufacturers South Africa (Pty) 
Ltd.’s Coega-based plant, production is currently 
geared to the newest truck in the FAW extra-
heavy commercial vehicle range – the 420hp FAW 
33.420FT 6×4 truck tractor.

As the successor to the FAW 28.380FT truck 
tractor, the new unit has some signifi cant improve-
ments which all contribute to making this one of 
the most cost eff ective in its class, with a particu-
larly low cpk.

One of the most important new features is the 
increased horsepower which is now rated at 420hp. 
Th is power is produced through the 6-cylinder in-
line water-cooled, turbocharged and intercooled 
FAW engine. Th e Euro 2 newcomer has 1 750 Nm 
of maximum torque available between 1 200 r/
min and 1 600 r/min, and a peak power output of 
309 kW at 2 200 r/min. Th e engine also features 
an air fi lter with a pre-fi lter for cleaner operation 
and 24V electrical systems with easy access to 
electric relays.

Th e manual 12-speed transmission makes for 
easy driving and delivers direct contact with the 
road giving the driver total control of the vehicle. 
Th e robust chassis is of the straight ladder-type; 
riveted with no bolts or chassis fl anges and has 

been built with high levels of quality, keeping 
durability in mind.

Noteworthy features include the upsized 
600-litre aluminium fuel tank, comfort features 
such as air-conditioning and radio with MP3 
and USB connection, a large windscreen and 
angled side windows and large proximity mir-
rors and curb-side mirrors, off er exceptional 

visibility. Also worth mentioning are are a 
heavy-duty air-suspension driver seat with 
height adjustable control, movable and telescopic 
steering column, and inertia-type driver and 
passenger seat belts.

For convenience the tubeless radial tyres 
(315/80 R22.5 16PR) can be infl ated via a tyre infl a-
tion pipe straight from the air-tank. ■

Working Wheels

 The interior of the new FAW 33.420FT 6x4 truck tractor.

New 420hp Truck Tractor from FAW



Subscribe for free @ www.autolive.co.za  Page 22

Working Wheels

Check out the LATEST Prices for South African Trucks
www.trucksmag.co.za

digital

Th e partnering of FAW Truck Manufacturers 
South Africa and Busmark presents customers 
with the opportunity to acquire a bus that will 
provide a very favourable low cost of opera-
tion, combined with a comfortable and safe ride 
for commuters.

Th e new 33-seater bus from FAW is built on 
the same chassis and uses the same drivetrain as 
FAW’s proven 8.140FL range.

Th e parallel chassis frame and smooth 
top fl ange chassis construction have a distinct 
low-weight advantage, especially when mount-
ing a steel sub-frame bus body. Th e locally built 
chassis passes through a special paint station to 
enhance the chassis’ dust and dirt endurance and 
 longevity – a unique South African addition.

Th e suspension is of the straight ladder-type 
with semi-elliptical leaf springs, together with 
front double acting shock absorbers and rear 
auxiliary springs – all contributing to driver and 
passenger comfort.

Th e pedigreed chassis and drivetrain of the 
33-seater commuter bus starts at the powerhouse 
Euro 3 Cummins ISF 3,8-litre engine. Th is high-
pressure, common rail 4-cylinder, in-line power-
plant is fi tted with a turbocharger, is water-cooled 
and intercooled. Benefi ts of this particular engine 
include exceptional performance, low operating 
costs, low weight, low noise and low emissions.

A water-gated turbocharger provides excellent 
performance across the whole rev range, as well 
as good response through higher low-end torque. 
Peak torque is a healthy 450Nm at between 1 200 
and 2 200 r/min, while a solid output of 105 kW of 
maximum power is on tap at 2 600 r/min.

Th e ZF 6 S 500 TO Ecoline six-speed manual 
gearbox is a great match to the engine as it provides 

the transfer of power to the road, adding easy 
driveability and full driver control.

A 4-circuit protection valve, full-air brake 
system provides the FAW 33-seater bus with an-
other advantage, as this is easier to maintain. Th e 
braking system includes full ABS. Th e additions of 
ABS and an air-cut parking brake are invaluable to 
driver and passenger safety.

Th e body of the 33-seater bus comes courtesy 
of Busmark, a company that has been supplying 
a comprehensive range of top-quality, price-
competitive buses, bus services and products to 
the Southern African market and beyond for more 
than 40 years.

Th e Busmark standard body work is from 
‘Chromaprep’ steel sheeting and G.R.P. manufac-
tured front and rear domes. Th e windows include 
the panoramic windscreen which is of tinted, 
laminated safety glass, while the side windows are 
tinted, toughened safety glass set in sliding type 
front to back aluminium frames.

Busmark provides as standard fi tment, a 
number of comfort features such as a handrail the 
length of the bus and LED strip lights and illumi-
nated entrance steps.

For passenger convenience there are eas-
ily accessible parcel shelves in vinyl. Th e fl oor is 
covered with a durable PVC-based fl exible sheet-
ing designed for critical high wear applications. 
Th is fl ooring is of a non-slip variety adding to 
commuter safety and all seams are welded to stop 
ingress of water.

Th e individual seats are of steel tubular 
construction which is powder-coated, combined 
with split-back vinyl seats. A further addition is the 
lap-type safety belts on all seats.

Th e FAW drivetrain and chassis warranty is 2 
years/200 000 kilometres, with on-road service in-
tervals at 15 000 km and off -road service intervals 
at 10 000 km.

Th e Busmark warranty is 3 years/unlimited 
kilometres on the body structure and anti-corro-
sion measures, while the bodywork warranty is 
only in respect of faulty workmanship or material 
and is valid for 12 months. ■

FAW Bus Offers a Great Commuter Option

http://www.trucksmag.co.za/
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Members of the South African public can be 
part of the dream of multiple SA motorsport 
champion, Mark Cronje, when he drives a 600 
horsepower Peugeot 208 in the Gumtree World 
Rallycross Championship at the Killarney circuit 
on November 11 and 12.

Cronje returned recently from racing this car 
in a round of the French WRX championship at 
Lessay, where he competed in a fi eld of 20 super-
cars and won two heats, so is all fi red up to make 
an impactful world championship debut in the 
shadow of Table Mountain next month.

How can you be part of Mark’s dream? Buy 
one of a very limited number of advertising spaces 
on Mark’s car for R17 000. Th e sponsor can use 
the space to promote a company or the products it 
sells. Th is is an opportunity for a sponsor to get his 
or her message out there in an adrenaline-charged, 
high octane environment.

Each “space” gives the sponsor a unique 
experience to be part of his team at the event in 
Cape Town.

Th e R17 000 gets the sponsor:
 ■ 2 VIP tickets at the event, including 
hospitality

 ■ Exclusive “goodies pack” with limited 
edition merchandise

 ■ A signed framed photo of the sponsor 
standing next to his or her space on the car.

 ■ Meet and great with Mark during the event.

Th ere are also has two Super VIP experiences on of-
fer for R 30 000 each. Th is entitles the buyer to be a 

team member for the whole weekend as well as get-
ting the above; you will blend in with the team as a 
special guest in the pit-box throughout the weekend.

For more information about being involved 
as a sponsor of Mark’s dream contact him on 082 
332 6847 .

Incidentally, Cronje will be one of two South 
Africans competing in the Gumtree-sponsored 
round of the World Rallycross Championship at 
the Killarney circuit. Th e other local lad will be 
Ashley Haigh-Smith, a young rally driver from 
Cape Town. ■

Be Part of Mark Cronje’s WRX 
Dream Team

 Multiple SA motorsport champion, Mark Cronje
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Th e entry process has offi  cially opened for the 2018 
Jaguar Simola Hillclimb, which will take place in 
Knysna from 4 to 6 May next year.

As a strictly invitational event, competi-
tors can submit an expression of interest via the 
offi  cial website – www.jaguarsimolahillclimb.
com – until 26 January 2018. Last year, more than 
225 applications were received for the available 
144 slots by the closing date, and the entries for 
2018 will once again be carefully selected by the 
organisers to produce the most spectacular and 
entertaining line-up of competitors for the three 
days of action.

Th e format for the 2018 Jaguar Simola 
Hillclimb remains largely unchanged from the 
2017 event. Th e event kicks off  with Classic Car 
Friday, comprising a dazzling array of 64 iconic 
cars and drivers of all eras competing for the 
prized Classic Conqueror Trophy which is current-
ly held by three-time champion Franco Scribante.

On the Saturday and Sunday fans can look 
forward to seeing everything from showroom-spec-
ifi cation sedans and sports cars to elite supercars, 
virtually priceless pure-bred race cars and purpose-
built Hillclimb beasts being pushed to the limit on 
the Simola Hill’s challenging 1.9 km course.

A maximum of 84 competitors will be vying 
for the King of the Hill titles in the three available 
categories: Road-going Saloon Cars and Supercars; 
Modifi ed Saloon Cars; and Single Seater and 
Sports Cars. Th e current title holders in the three 
respective classes are Reghardt Roets (Nissan 
GT-R), Wilhelm Baard (Nissan GT-R) and Andre 
Bezuidenhout in his Dallara Ford F1 car.

With rapidly growing interest from abroad, 
it’s expected that an even larger contingent of 
overseas competitors will be joining the fray 
when the fl ag drops on the start line in May next 
year, adding to the allure of this truly exceptional 
automotive extravaganza.

For more information on the event visit: 
www.jaguarsimolahillclimb.com ■

In November 2018, South Africa will come alive to 
the sights and sounds of a grid full of 1930’s Grand 
Prix cars for the fi rst time in nearly 80 years. Th e 
occasion is the South African Historic Grand Prix 
Festival, which is being organised as a celebration 
of the iconic racers that originally participated in 
the SA Grands Prix in the 1930s.

In this era, the South African GP took place 
at the Prince George Race track in East London 
between 1934 and 1939. Th ese races were sup-
ported by two further events, the Grosvenor GP 
in Cape Town and the Rand GP in Johannesburg, 
the trio of events creating a mini ‘Winter Series’ for 
European and British racing drivers of the day. 

Th e UK organiser of the event, Speedstream 
Events, has undertaken considerable research to 
identify and trace as many of the original cars that 
participated in the South African events during the 
1930’s. Th e response has been tremendously posi-
tive, with several thrilling cars already committed 
to participating, including the Maserati 8CM with 
which Whitney Straight won the inaugural 1934 

Grand Prix, the ERA which won the 1937 Grand 
Prix and the Riley Ulster Imp which fi nished 
second in the same event. 

Billed as a ‘once in a lifetime’ experience for 
the owners, the South African Historic Grand Prix 
Festival will comprise of three elements taking 
place from November 25th to December 2nd 2018 
between East London and Cape Town.

While preference will be given to entries where 
cars have authentic South African Grand Prix 
history, the ‘By Invitation Only’ event is also open 
to owners of age related Grand Prix cars who may 
wish to participate in this once-off  experience. 
Total entries are limited to 25 cars.

More information can be found on: 
www.sahistoricgp.com ■

Events

This Maserati 8CM won the inaugural SA Grand Prix in 1934. (Photo courtesy of 
Dave Adams)

1930s Grand 
Prix Cars 

Coming to SA

A maximum of 84 competitors 
will be vying for the King 
of the Hill titles in the three 
available categories.

The event kicks off with Classic 
Car Friday, comprising a dazzling 
array of 64 iconic cars and drivers 
of all eras.

Entry Process Starts for 2018 Jaguar Simola Hillclimb

http://www.speedfestival.co.za/
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