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BY ROGER HOUGHTON

Winning an Innovations Award at the 2017 
Automechanika Johannesburg trade fair for the 
automotive aft ermarket has given a substantial 
boost to domestic and export sales of the locally-
developed, portable Str8-Lign wheel aligner, ac-
cording to Sean Muller, the Durban-based person 
behind this exciting development. He commented 
that accelerated sales growth had been experienced 

in December and January, following the trade fair, 
which was held in September.

More than two dozen entries were received 
for the 2017 Automechanika Johannesburg 
Innovations Awards and Str8-Lign won Bronze. 
Th e judges’ comments on this product were: 
“Designed and manufactured in South Africa, 
Qwerty Tyre Solutions’ portable, easy-to-operate 
Str8-Lign wheel alignment system holds the prom-
ise of delivering numerous, cost-eff ective benefi ts 
for both workshop and in-the-fi eld applications.”

Th e fi rst seeds of designing and manufacturing 
a compact, portable, and rugged wheel alignment 
system were sown when Muller was in discussions 
with a major tyre maker regarding business op-
portunities in the tyre industry. Th e tyre company 
said it was looking to setting up tyre businesses 
with informal traders using shipping containers 
for offi  ces and storage and needed a comparatively 
low-cost wheel aligner.

LOCAL INNOVATION 
TAKES MARKET BY STORM

These are the movers and shakers in the successful Qwerty Tyre Solutions start-up that is fi nding a ready market for its innovative, 
portable Str8-Lign wheel alignment system. Holding the major components of the system are (from left): Sean Muller, Technical 
Director; Andrew Egan, Managing Director; and Deon de Villiers, Managing Director of Qwerty Tyre Solutions, Australia. De 
Villiers, an early investor in QTS South Africa and a renowned wildlife photographer, has emigrated to Australia after having worked 
there previously.

http://www.autolive.co.za
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Th at set Muller thinking.
Th e result was the establish-

ment of Qwerty Tyre Solutions, 
which is a now one-year-old, local 
start-up organisation which aims to 
introduce fresh and innovative ideas 
to the global automotive industry. 
Th e fi rst product to come to market 
is the Str8-Lign wheel alignment 
system which was launched in April 
last year, following two years of 
development and internal testing 
with various vehicle manufactur-
ers, wheel alignment specialists and 
industry bodies.

Users already include Toyota 
Gazoo Racing, Th omas Tyres, 
SuperQuick, TR Tec, Tune-Tech 
BMW, BMG Tyres (mobile fl eet 
wheel alignment), American 
Muscle Cars, the Th orp dealer 
group, and the Brake Shop, while a 
big, national government fl eet has 
placed orders for systems for its 
regional workshops

Designed and manufactured 
in Durban from the highest quality 
local and imported materials and 
components, Str8-Lign is claimed to 
be the quickest, most cost eff ective 
and accurate method of checking 
and adjusting wheel alignment.

Th e precision engineered 
system uses very strong magnets to 
hold plates onto the wheel nuts and 
then laser beams are used to check 
alignment. A trained operator can 
check wheel alignment in about 
10 minutes, including providing 
a print-out of the readings com-
pared with the manufacturer’s 
recommended settings.

Th e fact that it is portable, 
fi tting in a box which one person 
can carry, means that the Str8-Lign 
system off ers many opportunities 
for entrepreneurs to check wheel 
alignment on site at fl eet premises 
or at a suitable, nominated location 
to promote consumer convenience 

encouraging more eff ective wheel 
management to motor vehicle own-
ers, thus ultimately reducing global 
tyre wear and tear, and promoting 
sustainable motoring.

Th e comparatively low cost, 
less than R50 000 for a full system, 
including delivery and training. Th is 
means that it can be used by infor-
mal motor workshops in townships 
and rural areas, by motor dealer-
ships and fi tment centre’s as well as 
being ideal for the entrepreneur who 
is looking to start up a mobile tyre 
maintenance service. By contrast a 
sophisticated permanently-installed 
wheel aligner costs in the region 
of R200 000.

Already T20 Taxi Repair 
Services is using a Str8-Lign system 
in its growing network across South 
Africa, as is San Tyres, an SMME 
in Umtata.

Qwerty Tyre Solutions (QTS) 
has recently established a presence 
in Australia to support sales into 
the Asia-Pacifi c region. Th is is be-
ing managed and run by Deon de 
Villiers, who is a shareholder of QTS.

Other countries where the 
system has been successfully sold 
include Greece, Cyprus, Zimbabwe, 
and the United Kingdom.

Th e website, www.str8-lign.com, 
is being further developed to permit 
international sales transactions. Th e 
website also plays a major role in 
product training and support.

More components are being 
produced in-house with the aim of 
keeping manufacture and employ-
ment local, while benefi ts are being 
realised from buying larger volumes 
of imported, specialised components 
such as the precision lasers. Th e 
growing demand means that the 
factory is now able to manufacture 
systems for stock and not build-to-
order, as was the situation in 2017.

Increased in-house manufacture 
also provides more control of critical 
elements of the system as does the 
use of the recently-purchased, 6-ton 
calibration bed.

Managing director Andrew 
Egan says that the success of the 
system has already resulted in a 
doubling of the size of the distributor 
network. National companies such 
as Adendorff , DAR Automotive and 
Capricorn together with the original 
distribution partners of Neil King in 
Mpumalanga and Ideal Trading in 
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Alignment laser and aiming 
panel mounted on the 
front wheel.

The two Str8-Lign units 
mounted on the front and 
rear wheels.
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Editor’s Note
Just like that 2018 is two 
months old. And what an 
exciting two months it has 
been! Not necessarily for the 
automotive industry, but most 
defi nitely on the political and 
economic front.

We have a new President, 
a reshuffl  ed cabinet and a 
stronger currency. We were also treated to a budget speech 
that has left  most South Africans with more questions 
than answers.

Of course there will be far reaching eff ects on the motor 
and related industries so in this edition of AutoLive we bring 
you the reaction of prominent players on the local scene. We 
also hone in on the lessons learnt in 2017 and what they mean 
for the future of the industry.

Speaking of the future, with autonomous cars the buzz-
word on everybody’s lips we bring you an interesting perspec-
tive on the eff ect this will have on the insurance industry. 
Similarly, there is also an interesting take on electric vehicles 
that should provide you with some food for thought.

Th ere’s big news from both the Volkswagen and BMW 
plants and a roundup of major events coming up. Apart 
from some handy tips on when to upgrade your fl eet, we also 
introduce you to a new product that could change the way you 
manage that fl eet.

And if you’re a gadget junkie, we announce the launch of 
the latest mobile phone, from Land Rover, no less. Of course 
we also have new models galore, not only of the passenger 
kind but from the commercial vehicle segment too.

Th e Automobile Association recently revealed the results 
of its Vehicle Service Survey. It makes for very interest-
ing reading, particularly in the light of the Right2Repair 
South Africa campaign and the resultant polarisation of 
the industry.

Th ese are indeed exciting times we live in and the 
AutoLive team look forward to sharing the journey with you, 
our loyal readers. And we remain committed to bringing you 
all the news – good and bad – that aff ects the industry.

Liana Reiners,
Editor
liana@autolive.co.za

To advertise in  contact

Liana Reiners on 083 407 4600 or email on liana@autolive.co.za
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Gauteng are now providing sales and sup-
port for the system

A chance meeting of two fi shermen on 
a Mozambique beach rekindled a friend-
ship between Durbanites Sean Muller and 
Andrew Egan that has now developed into a 
business partnership.

Egan says the company’s vision is that 
the Str8-Lign system should form part of a 
complete tyre management off ering which 
would be an ideal business opportunity for 
sole proprietors to large scale entrepreneurs 
to be able to provide tyre services or manag-
ing fl eets, whilst most importantly promot-
ing responsible motoring and a greener and 
cleaner environment.

“Most vehicle manufacturers recom-
mend that wheel alignment is checked at 
every major service – usually at intervals 
of 15 000km – but, due to the specialised 
equipment needed and the large number 
of vehicles serviced daily, this seldom hap-
pens,” said Egan. “Generally, owners admit 
to having wheel alignment checked only 
when fi tting new tyres.”

“Regular checking of wheel alignment 
has several benefi ts, as wheels that are out of 
specifi cation result in higher fuel consump-

tion and rapid tyre wear,” explained Egan. 
“Increased tyre consumption has a major 
impact on the environment as early scrap-
ping contributes to the problem of what to 
do with worn out tyres.”

“Th e fact that the portable Str8-Lign 
system can be used on any level surface 
means that alignment can now be checked 
quickly during servicing and adjustments 
need to be made only where necessary. A 
pit or ramps are needed when adjustments 
must be made, and many informal work-
shops are already building suitable ramps 
and we are also looking at developing a 
custom trailer that can be used anywhere.

“Th e Str8-Lign system can be fi eld-
calibrated by a trained technician, adding to 

the low cost of ownership and the fact that 
the system is battery-operated means that 
an external power supply is not needed,” 
added Egan.

“Since the Automechanika show in 
2017 we have designed adaptors for the taxi 
industry to enable clients to do assessments 
on the bigger taxi vehicles that are being 
used. In addition to this our truck units are 
at an R&D stage and, all going according to 
plan, we should be able to launch the truck-
ing units during 2018,” Egan added.

“Qwerty Tyre Solution’s vision is to be a 
recognized as a global player in the automo-
tive solutions industry, using innovative 
product development to manufacture 
aff ordable quality equipment; and in so 
doing create a network of distributors and 
entrepreneurs who can distribute our equip-
ment to end users, maintaining aff ordability 
yet generating great value to all.” ■

“...wheels that are out of 
specifi cation result in higher 
fuel consumption and rapid 
tyre wear,”

Special adapters have been 
developed for checking wheel 
alignment on bigger minibus taxis.

CONTACT DETAILS
Qwerty Tyre Solutions Pty Ltd.
Unit 10, 15 Devon Road,
Pinetown, KwaZulu-Natal.
Tel: +27 (0) 31 702 9964
Cell: +27 (0) 81 027 8614
Website: www.str8-lign.com
Managing Director: Andrew Egan 
andrew@qwertytyresolutions.com
Technical Director: Sean Muller 
sean@str8-lign.com

mailto:liana@autolive.co.za
mailto:liana@autolive.co.za
mailto:sean@str8-lign.com
mailto:andrew@qwertytyresolutions.com
http://www.str8-lign.com
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January was another disastrous month for the 
SA motor industry as regards exports of built-up 
vehicles into countries in Africa. Th e total of 1 416 
units was even lower than the 1 542 exported in the 
same month last year. Only four countries – Kenya 
(246), Zambia (224), Ghana (157) and Mozambique 
(103) took more than 100 cars during the month.

Former economic powerhouses and purchas-
ers of comparatively large volumes of built up 
vehicles, Nigeria and Angola, took only 25 units 
and one units respectively in January 2018. In 
January 2016, for instance, Toyota alone exported 
1 853 units to Nigeria!

Toyota remains the most successful exporter 
of built-up vehicles into Africa, with 749 exported 
in January, compared to 700 in January 2017. In 
contrast, Nissan volume fell from 473 a year ago to 
only 273 this January. Ford was next best with 122 
units. ■

Another Disastrous Month for Exports into Africa

Much depends on government’s 
commitment to disciplined 
fi scal management and limiting 
government expenditure as 
well as ensuring State Owned 
Enterprises are subjected to 
strict governance.

New vehicle sales in South Africa in January were 
disappointing, being 8.9% below the fi gure for 
January 2017. However, it must be remembered 
that there is oft en juggling of sales fi gure reporting 
in December and January as companies try to meet 
targets set by OEMs which oft en carry heft y incen-
tives. So, it is always best to add sales in December 
and January together for comparison purposes.

According to NAAMSA aggregate domestic 
sales at 45 888 units showed a decline of 4 498 units 
or 8.9% from the 50 386 vehicles sold in January 
last year.

In contrast, January 2018 export sales at 14 212 
vehicles registered a substantial improvement of 2 
561 units or a gain of 22.0% compared to the 11 651 
vehicles exported in January last year. New vehicle 
exports in 2018 are expected to show fairly strong 
upward momentum on the back of improved 
growth in the global economy. At this stage, an 
increase of about 11% to a total of 366 050 export 
sales was anticipated for the year.

Overall, out of the total reported industry 
sales of 45 888 vehicles in January, an estimated 
35 824 units or 78.1% represented dealer sales, an 
estimated 17.3% represented sales to the vehicle 
rental Industry, 2.7% to industry corporate fl eets 
and 1.9% to government.

Th e January 2018 new car market refl ected 
downward momentum and at 32 642 had regis-
tered a fall of 4 266 cars or a decline of 11.6%. Th e 
car rental industry continued to make a major 
contribution accounting for about 23.1% of new car 
sales in January 2018 – meaning that more than 
one in every fi ve new cars sold during the month 
represented a car rental sale.

Domestic sales of new light commercial 
vehicles, bakkies and mini buses at 11 689 units 
refl ected a fall of 251 vehicles or a decline of 2.1% 

compared to the 11 940 light commercial vehicles 
sold during the corresponding month last year.

Sales in the low volume medium and heavy 
truck segments of the industry refl ected a mixed 
performance and at 443 units and 1 114 units 
respectively, had recorded a fall of 29 vehicles or a 
decline of 6.1% in the case of medium commercial 
vehicles, and, in terms of sales of heavy trucks and 
buses, an improvement of 48 vehicles or a gain 
of 4.5% compared to the corresponding month 
last year. Th e fi gures continued to refl ect subdued 
investment sentiment in the economy.

Looking ahead

Ongoing improvement in the Reserve Bank’s 
leading indicator and the substantial increase in 
the latest Purchasing Manager’s Index, anticipate 
enhanced economic conditions over the medium 
term, according to NAAMSA. Th e considerable 
appreciation in the value of the Rand will reduce 
infl ationary pressures and serve to enhance con-
sumers’ disposable income.

Combined with the recent positive political 
developments and improved business confi dence, it 
is possible for economic growth in 2018 to surpass 
current expectations. However, much depends on 
government’s commitment to disciplined fi scal 
management and limiting government expendi-
ture as well as ensuring State Owned Enterprises 

are subjected to strict governance and operate 
according to sound business principles.

On the assumption that South Africa will 
avoid a further downgrade during the fi rst quarter 
of 2018, NAAMSA anticipates that economic 
growth could recover to a level above 1.5% in 2018. 
Th is would benefi t new vehicle sales which could 
then expand to levels above the 2% to 4% growth 
projected at the beginning of this year.

New vehicle price infl ation, assisted by the 
stronger Rand, was currently at an annualised rate 
of around 2.5%, well below the infl ation rate, and 
this, together with continued replacement demand, 
would serve to support new vehicle sales in the 
months ahead. Used vehicle prices increased by 
3.5% over the same period according to the latest 
TransUnion vehicle price index.

WesBank’s view

“Th e decline in the overall vehicle market in 
January can be attributed almost entirely to a 
large, 33.5%, drop in sales to the rental market,” 
said Ghana Msibi, Executive Head for Sales and 
Marketing, WesBank Motor Division. “Th is 
decline in rental sales is a seasonal trend, and 
naturally follows the massive growth in the rental 
channel last year. While the rental channel is an 
important contributor to the new vehicle market, 
we anticipate this sales slump to level out rather 
than set the tone for the year.

“Although the overall market declined, posi-
tive consumer sentiment saw an increase of 1.8% 
in sales through the dealer channel. Th is trend 
was also refl ected in WesBank’s internal data: 
consumer demand – as measured through the 
volume of fi nance applications received – grew 9%, 
year-on-year, for new vehicles. Demand for used 
vehicle fi nance increased by 5%.” ■

Disappointing Start to New Vehicle 
Sales in 2018



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

In reaction the fi nance minister Malusi Gigaba’s 
Budget Speech, the Automobile Association (AA) 
has spoken out against the increase in the General 
Fuel and Road Accident Fund levies.

Th e increases amount to a total increase of 11 
per cent on the current levies from R4.78 to R5.30. 
Th e increases comes into eff ect on 1 April, along 
with other increases, such as the increase of VAT 
from 14% to 15%.

Th e Minister announced the General Fuel 
Levy will increase by 22 cents from R3.15 to R3.37 
(7% increase), and the RAF Levy will increase by 
30 cents from R1.63 to R1.93 (18% increase).

“In January we urged government to be careful 
in determining future hikes to the levies, and to 
consider the impact the increases have on espe-
cially the poorest of the poor in the country.

“At the time we also argued that any in-
creases should be in line with infl ation which, 
we note today, is at its lowest since March 2015 
at 4.4%. Instead the increases are sizable, and 
more than double current infl ation,” commented 
the organisation.

According to the AA the increases will place 
an extra burden on all road users, but especially 
on the poorest of the poor who mostly rely on 
public transport.

Based on current fuel prices inland and 
coastal, these increases will now comprise 38% and 
39% respectively of a litre of 93 unleaded petrol. 
Currently a litre of unleaded 93 octane fuel inland 
costs R13.90. Th is will increase to R14.42. A litre of 
unleaded 93 octane at the coast costs R13.49 which 
will increase to R14.01. Note these increases are 

based on February fuel prices which may increase 
or decrease before the implementation of the levy 
price increases in April.

Th is 52 cents a litre hike in the fuel levies more 
than wipes out the 30 cents gain realised in the fuel 
price in January, and the AA’s predicted decrease 
of 28 cents going into March; these decreases were 
gained mainly through the strengthening of the 
Rand as a result of the change in leadership of the 
ruling party.

“Coupled with the increase in VAT, the 
increase to the fuel levies means South Africans, 
especially the poor, will be faced with substantial 
hikes in their day-to-day living expenses. Many 
of these people will simply not be able to absorb 
them,” the Association concluded. ■

Fuel Levy Hike Will Hurt the Poor

In reviewing Minister Gigaba’s budget speech, 
National Association of Automotive Component 
and Allied Manufacturers (NAACAM) Executive 
Director, Renai Moothilal, highlighted that the 
budget is one that “is looking to stop the bleeding 
caused by spiralling government debt levels.” It 
is vital that the projection of a drop in the budget 
defi cit from 4.3% in 2017/18 to 3.6% in 2018/19 
does materialise.

Th e increased rates of taxation, whilst needed 
in the budgeting process, are an obvious concern. 
VAT has increased aft er many years in SA, and 
its impact will be felt by consumers. Similarly, the 
2% increase in ad-valorem taxes will negatively 
impact the domestic vehicle sales outlook, which 
does not assist SA’s case for higher levels of vehicle 
production. It may be an interesting scenario for 
policy makers to look at using rebates on such a tax 
increase to stimulate demand for domestically pro-
duced vehicles. Th is would be a growth enhancing 

measure which local component manufacturers 
could benefi t from.

NAACAM is cautious about the impact of 
the still-to-be-fi nalised Carbon Tax Bill, which 
Minister Gigaba stated will be implemented from 
1 January 2019. Our commitments to a cleaner 
environment are vital but industrial develop-
ment should not be impacted by an overzealous 
regulatory regime.

It would have been ideal if allocations for 
greater industrialisation incentives were an-
nounced, but Moothilal did note that measures 
such as the Minister’s approval of six special 

economic zones (SEZs) for tax relief, as well as a 
streamlining of the R&D tax allowance, would be 
key in continuing to base SA’s economic growth on 
positive movements in terms of industrialisation.

Th e focus on using good governance rather 
than bailouts to stabilise state owned enterprises, 
is noteworthy in both the budget speech as well 
as the State of the Nation address by President 
Ramaphosa. Th ese enterprises have a vital role to 
play in stimulating our domestic economy and 
driving an industrial agenda.

All things considered, the budget for 2018 is 
not surprising and NAACAM now looks forward 
to the fi nalisation of a “localisation strengthening” 
of the SA Automotive Masterplan this year. It is 
expected that the incentive and policy certainty 
this will bring to the sector should be used as the 
basis for long term automotive manufacturing 
investment and production plans. ■

NAACAM Reacts to the 2018 Budget

It would have been ideal 
if allocations for greater 
industrialisation incentives 
were announced.
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Th e past year – 2017 – once again demonstrated 
the resilience of the South African automo-
tive market and its consumers. Th e automotive 
segment is oft en considered a lead indicator of 
impending uncertain economic times yet, despite 
tough trading conditions, new vehicle sales in 
2017 still ended the year up by 1.8%, according 
to Naamsa. WesBank’s Ghana Msibi, Executive 
Head of Sales and Marketing, shared his insights 
into why the automotive market continues to buck 
trends, and what this means for those considering 
vehicle purchases in 2018.

Economically, 2018 has already started on a 
better footing than 2017. Th e rand is stronger than 
it was a year ago, infl ation is consistently tracking 
within the target band, and all the signs indicate 
2018 will present more ideal conditions for those 
looking to purchase new or used vehicles. Th ere are 
a few looming clouds, particularly the policy uncer-
tainty around a number of pronouncements made 
at the ANC’s elective conference in December 2017, 
which remain as South Africa’s leadership under-
goes transition. Th e country’s leaders’ decisions on 
these policy items have the potential to negatively 
impact sentiment, Msibi cautioned.

“Notwithstanding the uncertainty, it is reas-
suring that the automotive industry has found 
creative ways to survive the tumult of 2017,” 
Msibi continued. “It has done this by introducing 
effi  ciencies that encourage more dealers to adopt 
targeted marketing strategies tailored to their 
customers’ digital needs. Dealers also recognise the 
need to harness technology and aggressive pricing 
structures to ensure they extend the dealership 
beyond the traditional brick-and-mortar structure 
to remain competitive. Similarly, we see a smarter 
balance between the kind of dealer stock kept, and 
the quality of these off erings, with a fi ne line being 
tread between new and used, as well as budget and 
more luxurious options.”

Treating Customers Fairly, the regulatory 
intervention introduced by the Financial Services 
Board in 2014, has led to greater transparency in 
the market and – as a result – customers who are 
better informed about their rights as consumers 
and the options available to them. “Th anks to these 
developments, the market is better positioned to 

appreciate the fi rmer currency and lower interest 
rates in 2018, while all data available to WesBank 
indicates the industry as a whole is not strained,” 
Msibi said.

2017’s lessons lead to stronger 2018

WesBank’s data shows that consumer price infl a-
tion (or CPI, which tracks the rate of change in 
the prices of goods and services purchased by 
consumers) and the rand/dollar exchange rate 
has traditionally had an impact on the numbers 
reported each month by Naamsa. Th e bank’s data 
for new car and used vehicle fi nance applications 
are up year-on-year between January 2017 and 
January 2018, which indicates an increased ap-
petite among consumers who have been displaying 
some restraint in making big-ticket purchases.

“We envisage that the automotive market will 
display even more variety, which means consumers 
can prepare to be spoiled for choice as manufac-
turers and importers supplement the market with 
exciting new product lines. In our view, the motor 
industry is very resilient and has previously shown 
it can survive tougher times, such as the recession 
of 2008.

“Th is year, we are expecting the stronger cur-
rency and lower infl ation, more effi  cient processes 
driven by consumer demand for digital solutions 
to their vehicle-purchasing exercises, positive 
GDP growth, and a renewed political landscape to 
contribute to a positive and more robust market 
environment for consumers and businesses in 2018 
and beyond,” Msibi concluded. ■

Ghana Msibi, WesBank’s Executive Head of Sales and Marketing.

Insight

2018’s Lessons From a Tough 2017

“...it is reassuring that the 
automotive industry has found 
creative ways to survive the tumult 
of 2017,”
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Snippets

URBAN COMPACT SUV
Just Launched

R169 900 incl. VAT

FROM

continued on next page 

Update on post-2020 
Automotive Industry Policy

NAAMSA reports that the fi nalisation of the 
post-2020 government support policy for the 
South African automotive industry, which will 
replace the current Automotive Production 
and Development Programme (APDP), is at an 
advanced stage.

Discussions between industry representatives 
and the Department of Trade and Industry (dti) on 
certain aspects of the proposed new programme 
are continuing and are expected to be concluded 
within the next month or two.

NAAMSA says that the organised industry 
endorses the government’s commitment to provide 
a long-term policy to provide peace of mind for 
forward planning by multinational investors in 
vehicle and component manufacture. Th e ultimate 
objective is to facilitate substantially higher 
production and export volumes with added local 
value addition, while keeping the local industry 
internationally competitive. ■

German Vehicle Makers 
Embarrassed by Exhaust 
Emission Experiments 
Involving Humans and Monkeys

Th e German motor industry, still smarting under 
the ongoing witch hunt regarding cheating on 
diesel exhaust emission testing, has taken another 
blow. It has now been revealed that an organisa-
tion funded by BMW, Volkswagen, and Daimler 
(Mercedes-Benz) has been conducting research on 
exhaust emissions using humans and monkeys.

A voluntary trial held at a clinic used by the 
Aachen University, involved 25 people breathing 
in nitrogen dioxide, a gas found in diesel exhaust 
fumes under laboratory conditions, according to 
the Reuters news agency.

Th ese reports on humans being used for evalu-
ating the health eff ects of diesel exhausts followed 

the revelation that 10 monkeys had been used in 
a US laboratory in 2014 in which the monkeys in-
haled diesel fumes from a VW Beetle. According to 
the New York Times, that study was conducted by 
a lobby and research group funded by Volkswagen, 
Bosch, BMW, and Daimler.

All the companies involved have apolo-
gised and are conducting investigations into 
these projects, with some senior executives 
already suspended. ■

Volkswagen Aims to Set Pikes 
Peak Record with Electric Car

Volkswagen is entering the world’s most famous 
hill climb, Pikes Peak in the United States, with an 
all-electric car. Th e event will take place on June 
24. Th is entry will be the fi rst by Volkswagen in 
more than 30 years and is aimed at demonstrating 
the effi  ciency and performance of Volkswagen’s 
technology in terms of battery and electric 
power trains.

World endurance champion Romain Dumas, 
of France, who raced in the Porsche LMP1 team 
until the end of last year, will drive the car. He has 
already won the “Race to the Clouds” in Colorado 
three times. Th e aim is to set a record for electric 
racing cars. ■

Mercedes-Benz Seems 
Set to Withdraw from 
Detroit Motor Show

Mercedes-Benz, which has been a high-profi le 
mainstay of the annual Detroit Motor Show is 
strongly rumoured to be set to withdraw from 
this event, also known as the North American 
International Auto Show, which takes place in 
January each year. Th is will be a major setback 
for the show, which has already lost brands 
such as Mazda, Volvo, Porsche, Jaguar, and 
Land Rover.

Last month Mercedes-Benz staged a dramatic 
launch of its new G Class model at a historic the-
atre-turned-parking-garage in downtown Detroit 
on the eve of the opening of the show itself. Th is 
event included a hill-climb, dramatic fi reworks 
and celebrity Arnold Schwarzenegger joining M-B 
CEO on the stage.

“Trade shows, including motor shows, were 
designed so that potential customers could easily 
compare prices across brands in one day, but this is 
no longer contemporary in the digital world,” said 
a spokesman. ■

Datsun Celebrates a 
Major Milestone

Datsun has passed the milestone of 300 000 cars 
sold globally since the fi rst Datsun car of the 21st 
century – the Datsun GO – was sold in India.

In South Africa Datsun has sold 18 915 vehi-
cles since October 2014 and is looking to add ad-
ditional product to the range later this year. Datsun 
is also expanding its footprint on the African 
continent as it expands to Zimbabwe.

In less than four years since starting produc-
tion, Datsun introduced fi ve new models. Today, 
Datsun is producing cars in three plants, located 
in India, Russia and Indonesia. As of January 
2018 Datsun is present in 14 markets, including 
India, Indonesia, Russia and South Africa, the fi rst 
four “seed” markets and the biggest markets for 
the brand.

http://www.suzukiauto.co.za
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To celebrate the growing Datsun family, the 
brand launched the global #Datsunlove Roadtrip 
campaign late last year. Th e campaign encourages 
owners to invite prospective buyers, their friends 
and family members to try a Datsun on the road 
and share their #Datsunlove stories on social 
media. In the South African leg of the campaign, 
Datsun will be off ering consumers the opportunity 
to stand to win one of the following prizes: fi rst 
prize is a trip to Bali for 2 persons worth R100 000, 
second prize is a shopping spree worth R20 000 
and the third prize is R10 000 in cash – watch the 
press for details. ■

Suzuki wins Brand of the 
Year for second time

Suzuki was chosen as South Africa’s Brand of the 
Year in the 2017/18 Cars.co.za Consumer Awards, 
making it the fi rst brand in the history of the 
awards to retain this award and the only brand to 

win the award more than 
once.

In choosing the 
Brand of the Year, Cars.
co.za and market spe-
cialists Lightstone Auto 
polled over 12 000 con-
sumers with an in-depth 
Consumer Satisfaction 
Survey. Of these, 7 500 
were verifi ed.

For the many 
other vehicle categories, 
judges considered the consumer feedback and 
then selected their fi nalists from a pool of eligible 
semi-fi nalists. Th ese cars were evaluated over two 
days by 39 judges at the Gerotek testing facility in 
Pretoria. Th e combined scores from the judges and 
the customer surveys decided the winners in the 
various vehicle categories.

Suzuki was also called to the podium to 
receive the fi rst prize in both categories in which it 
competed, compact family cars and budget cars.

In the Compact Family Car-category, Suzuki’s 
Vitara retained its crown, receiving the highest 
score by the judges and in the customer satisfaction 
survey. Th is is the second year that the Vitara was 
chosen as the Family Car-winner, and this year 
judges noted that it won with the highest margin 
of any vehicle in any category. In the Budget Car-
category, for vehicles priced at R175 000 or less, the 
Suzuki Ignis won over its sibling, the Celerio, last 
year’s winner. ■

Land Rover launches 
outdoor phone

Th e new Land Rover Explore mobile phone is 
tough and capable – like the Discovery SUV that 
inspired it.

Powerful enough for two full days of typical 
use and durable enough to keep you connected 

when the going gets tough, it is developed by Land 
Rover and Bullitt Group and will be revealed at the 
Mobile World Congress in Barcelona, Spain.

A powerful 4 000mAh battery gives a full day’s 
hiking, biking or skiing with screen on constantly 
and GPS navigation mapping activated on the 
fi ve-inch HD display. Battery life can be doubled 
by using an Adventure Pack that also boosts the 
reliability and accuracy of the GPS signal and 
improves the mapping.

Drop-tested to 1.8 metres with a factory-fi tted 
screen protector, the Land Rover Explore can 
survive underwater – including salt water – and 
can cope with extreme temperatures, humidity, 
thermal shock and vibration exposure. Th is level 
of protection ensures the device can survive heavy 
downpours or muddy trails and will continue to 
work, keeping you connected.

Th e Android-powered phone’s home screen 
has a customisable outdoor dashboard for instant 
access to weather information and data from the 
device’s sensors. Th e full HD screen works in 
bright sunlight and can be controlled with gloves 
or wet fi ngers.  It is also fully compatible with all 
Land Rover in-car apps.

Th e Land Rover Explore launches with the 
Adventure Pack, bringing GPS handheld capabili-
ties to the smartphone straight out of the box. 
Th e phone will be available for pre-order in South 
Africa from April 2018. ■

The new Land Rover Explore mobile phone is developed by 
Land Rover and Bullitt Group.

auto.lightstone.co.za
auto.lightstone.co.za
mailto:support@lightstone.co.za
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Th e introduction of self-driving cars looks set 
to change the way people commute in the very 
near future. Although some motorists might be 
feeling trepidation about the prospect of handing 
over control to a fully automated machine, many 
around the world are excited about the idea.

We’re almost there – car manufacturers are 
continually cranking up driver assist features with 
new vehicles entering the market. “In the near 
future, we expect to see manufacturers eventually 
release cars that will drive themselves,” said Vera 
Nagtegaal, Executive Head of Hippo.co.za.

However, this poses an interesting question for 
the vehicle insurance industry and how it assesses 
client risk, Nagtegaal pointed out. “Where previ-
ously insurers priced their premiums according to 
a driver’s history – what happens when there is no 
driver?”

Questions around risk and liability will shift , 
she added. “If your car hits another car – are you 
liable for the damage caused?”

A report by EY titled ‘Th e evolution in self-
driving vehicles’ points out that insurers will have 
to think carefully about fi ve major challenges:

 ■ What risks will remain – and will new ones 
arise?

 ■ Who is the customer and how will insurers 
do business with them?

 ■ How will insurance products have to 
change?

 ■ How will insurers price their models so 
they’re still profi table?

 ■ Th e impact of regulation and legislation 
around road use and insurance.

As recently as December last year, Google’s 
self-driving technology company, Waymo, an-
nounced that it was partnering with on-demand 
insurance company Trov to cover driverless cars. 
With the company’s vehicles currently being 
tested in Arizona and three other cities in the 
United States, Waymo plans to launch a driverless 
ride-hailing service to rival Uber and will need to 
ensure that its cars are adequately protected against 
any risk.

According to Nagtegaal a shared manufacturer 
and owner model may be what insurers could 
look at when assessing the risk implications of 
self-driving cars. “With this model, the manufac-
turer would assume all the risk related to soft ware 
malfunctions that may cause accidents. Th e con-
sumer would be responsible for other things such 
as the areas in which the car is driven or parked, 
what the car is used for, weather-related damage, 
and vandalism.”

Self-driving cars also present a cybersecurity 
problem for manufacturers because, like any other 
computerised system connected to the outside 
world, they are susceptible to hackers,” Nagtegaal 
explained. “To mitigate this risk, manufacturers 

will have to take steps to insure their vehicles 
against hackers.

“Th eft  would be an interesting risk to assess, 
especially during the claim assessment process, as 
a manufacturer would have to prove that the car’s 
system was not compromised in a way that made 
it easy for hackers to take control of a vehicle,” 
she said.

Th e World Economic Forum anticipates 
that assisted driving will improve the economic 
benefi ts of consumers by over $1-trillion over 
the next decade due to fewer accidents and lower 
insurance premiums.

Features such as advanced driver assistance 
could reduce collisions by 9%. Th is would result 
in consumers racking up monthly savings in the 
future thanks to lowered insurance premiums 
resulting from the overall reduction of accidents.

Apart from the economic benefi ts of enhanced 
driving features, the report states that around 
900 000 lives could be saved through these tech-
nological advancements. In addition, autonomous 
vehicles could mean people spend less time stuck 
in traffi  c – thus reducing the risk of being involved 
in an accident.

“Th e biggest challenge for manufacturers and 
insurance regulators will be to convince cur-
rent drivers that self-driving cars will allow for 
safer and more controlled driving on the roads,” 
Nagtegaal concluded. ■

Self-driving Cars and the Insurance Industry
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AutoTrader recorded over 80 million page views 
across its websites and applications for the month 
of January. Th at’s 20 million more than the 
closest competitor.

Th e auto classifi eds site, which is also South 
Africa’s oldest online vehicle marketplace 
and brand, measures its progress by audience 
 quality; focusing on the number of site visits 
that can be converted to actual car-shoppers 
that contact sellers.

With this in mind, the site is focusing on 
delivering even more quality audience and leads to 
car sellers across the country in 2018.

“During a period when global players 
boasting high reach audiences enter the market, 
results around the quality of audience at-
tained are important to note. Marketplaces that 
deliver in-market buyers to advertisers are not 
only more lucrative for dealers but more time 
effi  cient for their sales teams,” AutoTrader CEO 
George Mienie explained.

Recent research by United States automotive 
publishers Cox Automotive shows that 83 per cent 
of car buyers want to start their purchase journey 
online, but 89 per cent want to sign documents 
and fi nalise the sale in a physical dealership. 
Auto websites that drive buyers to a dealership 
are meeting the needs of both buyers and deal-
ers, who say walk-ins are the most valuable type 
of lead.

It’s here that AutoTrader SA especially excels. 
Local independent research by TNS Global Market 
Research Company shows that AutoTrader SA 
delivers the highest rate of walk-ins in the country. 
Th anks to the fact that users can easily locate deal-
erships’ contact information and addresses on the 
website, a whopping 62 per cent of in-market-car-
shoppers will visit a brick-and-mortar car dealer 
without any prior contact.

Mienie attributes AutoTrader’s success to 
its commitment to service and transparency, as 
well as its ongoing investment in innovation and 
technology. Th is 26-year old South African brand 
was the fi rst of its kind to off er a fully mobile 
responsive website; driving a seamless experi-
ence across devices. Th e site never forces users to 
fi ll out tedious forms in order to prove response, 
instead it allows the buyer to choose the method 
of contact. Th is means sellers never have to 
worry about missing a lead as their Call Tracker 
system helps car dealers remain in touch with 
their customers. ■

AutoTrader Focuses on Quality

AutoTrader CEO George Mienie.
Photo: Mike Turner

Sending almost 300 000 in-market-car-shoppers to the site’s dealer clients – the highest 
number reported in the last twelve months.
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BY STUART JOHNSTON

At the launch of the all-new Volkswagen Polo in 
late January VWSA’s Chairman and Managing 
Director, Th omas Schaefer, was extremely proud 
of the fact that the previous-generation Polo had 
retained market leadership in its segment, despite 
being in a run-out year.

Mr Schaefer and the VWSA production team 
can be justly proud of this achievement. As early 
as the second quarter in 2017, huge changes to the 
production facility at Uitenhage had already been 
made to accommodate the run-up phase to the new 
2018 model Polo and the new Polo Vivo, which was 
launched in mid-February.

Th e new Polo Vivo is South Africa’s best-
selling passenger model, followed by the Polo. 
Th e Uitenhage-produced Polo is also exported to 
many parts of the world and thus the two new cars 
are extremely important for the Port Elizabeth-
Uitenhage area, as far as employment is concerned.

A brave and revolutionary decision made 
by VWSA was to change the production process 
fundamentally for the new manufacturing line-up, 
which sees the previous-generation Polo now be-
come the Polo Vivo.Previously, Polo and Polo Vivo 
had their own separate production lines within 

the Uitenhage plant. Now, for the 2018 Model year 
cars and beyond, both Polo and Polo Vivo are 
being built on the same production line. Th is new 
approach has been achieved in spite of the two cars 
using two entirely diff erent platforms.

“Despite the ramp up of our new models (in 
2017) we had another excellent production year 
and produced some 110 000 cars which was 2 280 
more than our projected budget. Some 45 000 of 
these were for the local market, whist we still man-
aged to produce and export 65 500 Polo’s to mar-
kets around the world. We also produced 122 000 
engines of which we exported 95 000 to markets 
like India, Malaysia and Mexico.

“Th e Volkswagen Group retained its number 
one position in the South African passenger car 
market in 2017, with a 21,8 per cent market share. 
One in every fi ve cars bought by South Africans 
last year was either a Volkswagen or an Audi. Th e 
run-out year in 2017 (where production switched 
over from the fi ft h to the sixth generation Polo 
at the Uitenhage factory) saw the Volkswagen 
brand alone , without sister brand Audi, retain 
passenger car market leadership with a share of 
18, 9 per cent.

“In 2015 I announced that we would invest 
around R4.5 billion rand in new product and 
facilities. Th e good news is that in fact we have 

invested over R6.1 billion rand. Th is is partially 
due to the exchange rate fl uctuations and partially 
due to approval of some additional investments in 
the plant.

“Where has the investment gone? Th e biggest 
portion is in Capital Expenditure for production 
facilities, local content tooling, checking and man-
ufacturing equipment and IT investments. Th en 
the start-up costs which include the pre-series cars, 
endurance testing and technical support and train-
ing. Th is is followed by development cost for local 
content releases.

“Volkswagen continues to have a high level 
of local content and the new models are not at 
the 72% of the previous generation due to the 
engine, but still at a high level of over 60%”, said 
Mr Schaefer.

Th e new one-line for both models structure in 
fact makes the Uitenhage plant more fl exible and 
reactive to world and local market trends. Whereas 
previously if demand fell off  for Polo workers on 
this line would have less work, while workers on 
the Vivo line, if demand increased for this model, 
were then working longer hours. Now, all the line 
workers are employed on one line, a system that is 
much fairer to all factory employees.

Volkswagen employs some 3 800 people, which 
makes it the largest single employer in the Eastern 
Cape region, and contributes some R2,3-billion 
annually to the local economy. Th e company also 
does business with over 1 500 suppliers, and VW 
business through the Ngqura and Port Elizabeth 
ports amounted to 8,5 per cent of total imports and 
1,58 per cent of exports.

For 2018, total production of Polo and Polo 
Vivo cars at Uitenhage ( the only two cars pro-
duced locally by VWSA) will increase from 110 000 
units last year to 133 000 cars this year. Of these, 
83 000 will be exported, and the rest will be for the 
local market.

Th e increase in production is also due to 
the fact that VWSA is now also producing Polo 
GTi models in both left -hand drive variants for 
the global market. Previously the GTi model, 
introduced here on the fi ft h-generation Polo, was 
imported. By 2019, total production volume will 
be increased to 160 000 vehicles, and this will 
require a third shift  being introduced at the fac-
tory, and will mean the recruitment of some 300 
additional employees.

Th e VW Polo and Polo Vivo have been huge 
success stories for the company and have been the 
market leaders in their segment since they were 
launched in 2010. ■

VWSA’s Managing Director Thomas Schaefer pictured here with Eastern Cape 
dignitaries at the launch of the new Volkswagen Polo which has huge importance for 
the region.

VW Polo And Vivo Now Produced 
on One Production Line
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In 1978 BMW Group South Africa opened its fi rst 
training centre at BMW Plant Rosslyn. Now, 40 
years later, the company is understandably proud 
of its new R73 million Plant Rosslyn Training 
Academy. Th e state-of-the-art, 6000 square meter 
facility is able to host a staggering 300 apprentices 
per year.

Said Tim Abbott, CEO BMW Group South 
Africa and Sub-Saharan Africa: “Global automo-
tive production stands on the brink of momentous 
change with an increased focus on digitalisation 
and electrifi cation. Th e workforce of tomorrow 
needs to keep pace with these trends. At BMW 
Group South Africa we are investing in the skills of 
the future.”  

Th e new facility focuses on both theoretical 
knowledge and practical application. A stimulat-
ing and interactive learning experience has been 
created through the innovative use of technology 
and digitalisation. Modern manufacturing skills 
such as robot programming, Advanced Computer 
Numerical Control (CNC) simulation and train-
ing on electric vehicles have been included in the 
new Academy.

An accredited Trade Test Centre has been 
incorporated into the building, allowing learners 
to achieve their trade qualifi cation in-house. Th is 
functionality will also be extended to the public in 
the course of 2018.

Minister, Prof Hlengiwe Mkhize (Department 
of Higher Education and Training) added: “In 
June 2017, Cabinet approved the Human Resource 
Development Strategy towards 2030. One of the 
strategy programmes talks to the skills that are 
produced based on the partnerships that can be 

encouraged within the country.  Th e country 
can only achieve this if companies such as BMW 
continue to encourage Work integrated Learning. 
Students from the TVET colleges will benefi t im-
mensely with such partnerships.”  

“Over the years, our training facility has 
certainly supplied a high percentage of the skilled 
workforce in the motor industry, including the 
extended value chain of suppliers and dealerships. 
We are also proud of the career growth trajectory 
of learners that have been absorbed into our own 
workforce, including the recent appointment of a 
Training Academy graduate as the fi rst black fe-
male Production Manager in our Assembly plant,” 
commented BW Group SA Human Resources 
Director, Charissa Hector.

Th e Training Academy will continue to pro-
vide skills development for existing BMW Group 
South Africa employees and managers. Th is in-
cludes training on the advanced technologies that 
will be used in the production of the new BMW 
X3, which will kick off  within a couple of months.  

In addition, learnership programmes in 
mechatronics and autotronics will be off ered for 
external applicants, along with training for the 
following trades: millwright, electrician, fi tter, fi t-
ter and turner, motor mechanic, spray painter and 
panel beater.

Th e opening of the training centre is yet 
another step in BMW’s commitment to skills 
development and the uplift ment of South Africa’s 
people. Other recent investments include: R6bn 
for production of the new BMW X3 at BMW Plant 
Rosslyn; an additional R160m to enhance produc-
tion linespeed and raise maximum production 
capacity by 10% to 76 000 units; and R400m for the 
expansion of the company’s Midrand Campus and 
a new Distribution Centre.

“We will continue to prioritise activities and 
investments that secure a bright future for the 
company, our staff , the extended value chain and 
communities,” Abbott concluded. ■

“We are also proud of the career 
growth trajectory of learners that 
have been absorbed into our 
own workforce,”

New Training Academy 
at BMW Plant Rosslyn

Tim Abbott, CEO BMW Group South 
Africa and Sub-Saharan Africa.
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BY ROGER HOUGHTON

Porsche, one of the most revered brands in the 
motoring fi rmament, shocked the automotive 
“establishment” – including many ardent Porsche 
enthusiasts – when Ferry Porsche, son of the 
founder, announced, in 1989, that the company 
was going to develop an SUV.

Th e promise was fulfi lled in 2002 when 
Porsche unveiled the fi rst generation of its Cayenne 
SUV and it proved to be a refi ned and very capable 
addition to the range of these fashionable, versatile 
models off ered by established brands. It was an 
instant, sure-fi re, top seller for the company which 
many thought had taken a wild gamble in going up 
the SUV route.

Th is “toe-in-the water” model was followed by 
an even more successful second-generation itera-
tion in 2010, which sold 500 000 units compared to 
270 000 examples of the fi rst generation.

Since the appearance of the Porsche Cayenne, 
other premium niche brands such as Lamborghini, 
Jaguar, and Bentley have all launched models 
into this space, which has long included BMW, 
Mercedes-Benz, Audi, Lexus, Range Rover, and 
Infi niti models. Now Ferrari and Rolls Royce are 
also set to join the fray while Geely, the Chinese 
owner of the British sports car brand, Lotus, is 
even talking about a Lotus SUV!

Th e hallowed German brand is now a member 
of the vast Volkswagen Group, which comprises 
12 brands, and this means it has access to vast re-
sources as it strives to stay ahead of the game in an 
increasingly competitive market environment. Th is 
situation not only allows it to benefi t from a huge 
research and development budget, but also makes 

it possible to share components with other, similar 
models such as the Audi Q7, Volkswagen Touareg 
and upcoming Lamborghini Urus with signifi cant 
cost-saving benefi ts.

Porsche has now released the third series of 
its popular Cayenne large SUV. A range of three 
petrol-engined models will only arrive in South 
Africa in June, but the good news is that the prices 
of the even more advanced and better equipped 
2018 models remain very competitive.

Th e top model Cayenne Turbo will nudge 
over the R2m mark in a market where top-end 
derivatives in some of the opposition’s ranges are 
now into the R3m+ range. Newcomers such as the 
Lamborghini Urus and Rolls-Royce Cullinan will 
obviously be far higher priced.

Porsche is obviously jealously guarding 
its patch in the SUV segment in the face of the 
onslaught from its rivals in the premium, niche 
categories of the global passenger car market. Th e 
company is, therefore, currently involved in rolling 
out media events for the latest Cayenne worldwide.

I attended the recent media launch of the latest 
Cayenne model with a group of journalists from 
the Middle East and Africa in the UAE emirate of 
Fujairah. We were able to put the latest incarnation 
of the Cayenne through its paces on tar roads and 
off -road. Th e latter section of the route involved 
traversing rocky tracks and washaways on our way 
to a lunch venue perched spectacularly on the edge 
of a soaring cliff  above a crescent of sandy beach on 
the Gulf of Oman.

Th e scenery in this area, dominated by the 
towering Hajar mountain range craggy cliff s rav-
aged by centuries of erosion by wind and water, is 
most imposing while also being desolate with the 
only inhabitants being the odd goat clambering 
over the rocks.

Th e new model is unmistakeably a Cayenne. 
Th e car is bigger and more spacious – including 
100 litres more room in the luggage compartment–
despite the styling being sleeker.

However, under the skin there are major 
technical changes as well as signifi cant upgrades 
in terms of equipment levels for comfort, safety, 
and convenience.

As one expects in a vehicle of the calibre of the 
latest Porsche Cayenne, the fi t-and-fi nish and level 
of materials used in the trim are beyond reproach 
and exhibit beautiful craft manship in a restrained 
cabin design.

As usual, there are a host of options on a 
long list which permits the potential buyer to 
specify the Cayenne to suit his or her personal 
taste, whether it is in terms of performance, 
safety, or appearance features. Of course, these 
options do not come cheaply and can add sub-
stantially to the purchase price if you select top 
specifi cation items.

Now for more details of the good news, which 
is the competitive pricing of the 2018 Cayenne 
range. Th e base third generation Cayenne will 
be priced at R1 131 000, which is 14% up on the 
outgoing version. Th e Cayenne S price rises 10% 
from R1 154 000 to R1 272 000 and the range-
leading Turbo will cost 4.5% more at R2 064 000, 
compared to R1 975 000 for the current model. All 
Cayennes come with a 3-year/100 000 km Porsche 
Drive Plan. ■

We Drive

The top model Cayenne Turbo will 
nudge over the R2m mark.

Cayenne Stays Ahead of the Game
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We Drive

BY STUART JOHNSTON

Th e all-new Honda Civic Type R is a car that 
knocks you out with its visual impact, and then 
seduces you with a combination of a superb engine 
and a handling-driver-involvement package that 
leaves you begging for more.

Whereas previous Civic Type Rs have either 
been a little understated in their appearance, or too 
frilly in a sort of star-wars-ish manner, this latest 
example ticks all the boxes. It manages to look 
traditionally aggressive and futuristic all at the same 
time, thanks to gaping air ducts up front, massive 
allow wheels on ultra-low-profi le rubber, and a rear 
wing that looks as if it came straight off  the latest 
World Touring Car Championship contender.

Launched here in early February, the car is 
all new, and has some serious fanfare to live up to. 
Major media outlets, such as Top Gear in the UK, 
had already proclaimed it their Car of the Year, and 
it gained similar plaudits in the discerning German 
media. For the local introduction, Honda commis-
sioned the Dezi Raceway near Port Shepstone in 
KZN to put the car through its paces. Th is meant 
driving the lengthy freeway stretch from King Shaka 
Airport on the north coast, to the new race track 
that has given KZN racing enthusiasts so much 
more to live for, in the past three or four years.

When you fi rst hop inside, you are welcomed by 
racing bucket seats, fi nished in rugged weave fabric 
with Alcantara trimming, and a no-nonsense digital 
dash that tells you what you want to know instantly. 
Even better is the tachometer, integrated into the 
speedo cluster, that has a redline of 7 000 rpm.

On the freeway we noted that for road use the 
Type R remains just a tad too stiff  for comfort, even 
when selecting “comfort” on the three-way ride and 
performance switch. Th e other modes are Sport and 

+R, for track use. At cruising speeds, we also noticed 
a slight exhaust noise intrusion at about 3 000 rpm 
in sixth, but most owners of this type of car would 
probably enjoy the sound.

Th e engine is a wonderful piece of kit: a four-
cylinder turbo displacing 1 996 cc and producing 
228 kW and 400 Nm of torque. And, last, but not 
least, the transmission is via a very precise six-speed 
manual gearbox, driving the front wheels only.

Acceleration numbers ring the till at 5,8 seconds 
for the 0–100 km/h screech, while the car tops out at 
272 km/h.

A pre-production Honda Civic Type R lapped 
the Nürburging Nordschleife in an astounding 7 
minutes and 43,8 seconds, using road rubber. Th is is 
a new unoffi  cial lap record for the 22 km course for 
production cars.

Th e six-speed gear change takes a little get-
ting used to. It is heavily spring-loaded towards 

the central plane, and changes respond to a deft , 
controlled wrist action rather than a heavy tug, in 
which case you might end up fi nding it unwilling to 
respond to your ham-fi sted actions.

Time spent on the track immediately showed 
that this Honda car boasts an extremely rigid body 
shell, with a suspension sophistication that is quite 
amazing. Many a turbocharged front-wheel-drive 
hot hatch suff ers from at least some manner of 
torque steer, but the Civic Type R had the most well-
mannered drivetrain system I have encountered in 
a long time.

It simply refuses to suff er torque steer, despite, 
or perhaps because of its limited slip diff , assisted 
by a torque-vectoring-type system that marginally 
brakes the inside wheels during hard cornering, that 
Honda calls Agile Handling Assist (AHA).

Th anks to big Brembo brakes, the Type R feels 
totally stable under hard braking. Releasing the 
clamps, it was simply amazing the way it responded 
to a fairly aggressive turn-in to corners, refusing to 
break away into frustrating understeer. And when 
the throttle was applied too early in long, bends, the 
car again never threated to run out of road.

Th e outright grip has a lot to do with the 20 
inch rims, and the fact that the car is fi tted with 
Continental Sport rubber in ultra-low profi le245/30 
ZR sizing. Th e steering, being of a dual-pinion vari-
able ratio variety, also was commendably quick.

Apart from being extremely extrovert, towards 
the boy-racer spectrum, this car nevertheless exudes 
class, and in this respect I have to say that it outguns 
rivals like the Mercedes-AMG A45 and even the 
VW Golf Type R. For me, this is the new hot-hatch 
benchmark car.

Price is R627 900, which includes a fi ve 
year/100 000 km warranty, a fi ve year/90 000 km 
service plan, and road-side assistance. I think it is 
worth every penny. ■

Time spent on the track 
immediately showed that 
this Honda car boasts an 
extremely rigid body shell, with a 
suspension sophistication that is 
quite amazing.

Is This the New Hot Hatch Benchmark?
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BY STUART JOHNSTON

Th e sixth-generation Polo is built on a new MQB 
platform (which translates to Modular Transverse 
Matrix), and it sees the new car grow longer by 81 
mm in both overall length and wheelbase, and it’s 
slightly wider, although it pretty much retains the 
same overall height.

Th is results in a sleeker more dynamic profi le 
to the car when viewed from the side, and from the 
three-quarter front view the look is punctuated 
by sharper styling lines and creases. Th e wheels 
have also been moved closer to the front and rear 
extremities. Overall the look is far more emotional, 
inside and out!

But, because the VW Polo is one of the best-
selling car models in the world, Volkswagen has 
pretty much stuck to the basic formula, which 
means the Polo is still instantly recognisable.

For now, all Polo’s are triples
Yet there are revolutionary aspects to the 

car. One of these, and likely to be the most talked 
about, is that the car is introduced with just two 
variants of a 1.0-litre turbocharged engine. Th e lit-
tle three-cylinder unit comes in 70 kW form for the 
Trend and Comfortline models and in 85 kW guise 
for the Highline model.

Th e fi rst model we tried was the 70 kW 
Comfortline model, identifi ed by 15-inch alloys 
(Th e Trend has steel wheels, and the Highline has 
16-inch allows). Th e Comfortline is identifi ed from 
the front with a single chrome embellisher in the 

grille, while the Highline has extra chrome embel-
lishers in the grille.

Th ere will be a two-litre four-cylinder model 
available in April, when the new GTi version is 
scheduled to launch locally, this one producing a 
fairly conservative (for the engine size) 147 kW.

How does the triple perform?
Th e engine is impressively smooth for a triple, 

with none of the roughness that aff ects three-
cylinder units fi tted to some other car brands. 
Th ere is something offb  eat but very pleasing about 
a three-cylinder motor, and I oft en to refer to these 
engines as sounding like “half a Porsche 911”, as 
the harmonics are similar to the boxer fl at six.

Th e maximum torque in the 1.0 TSi 70 kW ver-
sions is 175 Nm at 2 000 rpm. Mated to a fi ve-speed 
manual gearbox in standard form (a six-speed DSG 
gearbox is available at a price premium of R16 000), 
the torque and gearing are beautifully matched. 
We found it possible to stay in top gear at 80 km/h 
and overtake to reach a speed of 120 km/h. Never 

once on the sometimes undulating route did we 
feel a need to stir the fi ve-speed manual gearbox.

Later we tried the 85 kW Highline fi tted with 
a DSG ‘box, and it has to be said that the car didn’t 
feel that much quicker than the 70 kW 5-speed 
manual. For the record, the 70 kW accelerates to 
100 in 10,8 seconds and tops out at 187 km/h, while 
as yet, we don’t have performance fi gures for the 85 
kW version

As for ride quality, well, the previous Polo was 
best in class, and this one, with its gas-fi lled damp-
ing on all four corners, and a super rigid platform, 
is even better. Road noise insulation is superb, and 
bump absorption simply outstanding for such a 
small car.

Th e turn-in during hard cornering is sports-
car crisp, with great feedback through the wheel.

As for the interior, it is much more modern, 
with a more horizontal, scalloped design, with 
trapezoidal elements to the instrument cluster. Th e 
dash is highlighted by contrasting colour panels, 
which are matched to the panels elsewhere in 
the interior

Space prevents more detail here on all the 
hi-tech features, but they do include large infotain-
ment touch screens, Park Assist, rear-collision 
avoidance, optional LED lights and more. 

Prices are: (VAT and emissions tax included)
 ■ 1.0 TSI 70kW Trendline R 235 900
 ■ 1.0 TSI 70kW Comfortline R 264 700
 ■ 1.0 TSI 70kW Comfortline DSG R 280 700
 ■ 1.0 TSI 85kW Highline R 286 200
 ■ 1.0 TSI 85kW Highline DSG R 302 200 ■

Three Cylinders Does the Job

We Drive
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Hyundai Grand i10

Hyundai has rejuvenated its Grand i10 range in South Africa with new 
features and added a new entry derivative.

Th e revised line-up of this smallest hatchback in the Hyundai range 
consists of six 
derivatives. Th ree 
are powered by 
the new 1-litre 
3-cylinder engine 
delivering 48 kW 
at 5 500 r/min and 
94 Nm maximum 
torque at 3 500 r/
min. Th e remain-
ing three use a 
1.25-litre 4-cylinder engine which delivers 64 kW at 6 000 r/min. and 120 
Nm maximum torque at 4 000 r/min.

Th e 1-litre derivatives are the 1.0 Grand i10 Motion (5-speed manual); 
1.0 Grand i10 Motion (4-speed auto); and the 1.0 Grand i10 Fluid, also with 
the 4-speed automatic gearbox. Th e derivatives with the more powerful 
engine are the fl agship 1.25 Grand i10 Glide (5-speed manual); and the 
fl agship 1.25 Grand i10 Fluid (5-speed manual) and 1.25 Grand i10 Fluid 
(4-speed auto).

Prices for the range start at R149 900.
A passenger airbag has been added in all the derivatives to the driver’s 

airbag, and steering wheel remote controls, including buttons for the 
Bluetooth connectivity for cell-phones and an integrated microphone also 
forms part of the upgraded features across the range. Standard convenience 
features in higher-specced models include electrically heated side mirrors 
and an infotainment system with a large full-colour touch-screen. ■

New Models

BY LIANA REINERS

Toyota Yaris

Th e new fi ve-model Toyota Yaris range is powered 
by a 1.5 litre four-cylinder petrol engine. Utilising 
dual VVT-i and a DOHC 16-valve layout, the en-
gine delivers 79 kW and 140 Nm of peak torque.

Th ere is a choice of either a fi ve-speed 
manual transmission or a Continuously Variable 
Transmission (CVT), driving the front wheels. 
Top speed for the manual models is 180 km/h with 
the CVT model being geared for a slightly lower 
170 km/h. Fuel consumption is listed as 5.9 and 5.8 
litres per 100 kilometres, for the manual and CVT 
respectively.

Four grade options are available, the entry-
level model being the Xi. Th is is followed by the 
mid-grade Xs and Cross variants and the range-
topping Sport. Both Sport and Cross models fea-
ture bespoke exterior treatment to deliver unique 

personalities. Th e CVT off ering is only available in 
Xs grade.

Th e list of standard specifi cations is compre-
hensive across the range. Safety features include 
driver and passenger Airbags, Isofi x points, ABS 

with Brake Assist (BA), Electronic Brake-force 
Distribution (EBD), Vehicle Stability Control 
(VSC), seat belt pretentioner and force limiters as 
well as Hill Assist Control (HAC).

Pricing ranges from R230 800 to R286 000. ■

During February, AutoLive was fortunate enough to attend the local introductions of three exciting new models. 
Herewith a brief overview of all three. In-depth reviews will follow in upcoming editions.

Nissan Qashqai

Inspired by customer feedback, the new Nissan Qashqai has undergone 
upgrades to design, quality and technology.

On the technology side, it benefi ts from Nissan Intelligent Mobility 
(NIM), which includes blind spot warning, forward collision warning, 
cross traffi  c alert, emergency braking and an around view monitor. From a 
design perspective, key exterior features are an integrated new front bumper, 
boomerang-shaped daytime running lights and alloy wheels.

In addition to improved noise, vibration and harshness levels, the new 
Qashqai also off ers better ride, handling and steering.

Th ere are eight models in the line-up, three featuring a 1,2-litre petrol 
engine and three fi tted with a 1,5-litre diesel. Th e entry level Qashqai 1.2 T 
Visia has a price tag of R334 900, while the top-of-the-line 1.5 dCI Tekna is 
priced at R434 000.

Th e new Nissan Qashqai maintains its fi ve-star Euro NCAP 
Safety Rating. ■
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Th e technology boom is changing many aspects 
of life, from how we socialise and share news 
through to how we drive. In fact, while the con-
cept of driverless cars is gaining traction relating 
to their impact for future use, existing tech-
nologies are already changing the way we think 
about driving.

“South Africa has a high road accident rate 
and our country’s roads are heavily used by com-
mercial vehicles of all types, which results in driver 
management becoming an onerous and expensive 
exercise, with high-risk levels for commercial 
fl eets. However, new technologies are helping 
companies of all sizes to manage these risks, while 
simultaneously improving driver performance,” 
noted Cartrack South Africa CEO, André Ittmann.

An example of these technologies is Cartrack’s 
new product, Live Vision, a fl exible, comprehen-
sive and easy-to-use four-camera vehicle video 
system, that keeps fl eet owners in visual contact 
with their fl eets through video event recording and 
transmission technology off ering local and cross 
boarder coverage.

Th rough access to real-time footage and track-
ing tools of vehicle and driver perfor-
mance on the road, this system aids the 
improvement of driving skills, controls 
costs and off ers protection against 
legal liability.

Footage is instantly accessible in-
stantly via an app or web interface, and is 

also archived for later use, if necessary. Crucially, as 
fl eet managers enjoy access to a clear video record 
of accident and other events, legal confusion and 
costs are simplifi ed and eliminated in some cases.

“Th e technology allows for better productivity 
from a vehicle, ensuring that this asset is used to its 
maximum capacity,” explained Ittmann.

“For example, improving driver performance 
reduces collisions, and also brings down operational 
and maintenance costs relating to tyres, brakes and 
fuel use. Equally, the tool protects and vindicates 
drivers and companies in accident situations, while 
fraud is reduced and claims are resolved quickly and 
accurately thanks to there being clear, visual proof 
of driving incidents. Th is proof can also be used for 
coaching, which is important in reinforcing a com-
pany’s commitment to the safety of its employees.”

Th e system contains up to four cameras that 
are connected to a control unit and recorded and 
stored on-board 24/7. Th e video footage can be 
paired with location and speed information, and 
subsequently, fl eet owners receive more accurate in-
formation and a fully detailed version of any event.

Th e Live Vision operating system, together 

with the Cartrack tracking unit, allows for the 
setting up of geofences and Points of Interest (POI) 
for both location purposes and event management. 
Events can therefore be set to be triggered upon 
vehicles entering, exiting or experiencing extended 
times in geo-zones. Th e on-board visual equipment 
includes a primary camera that records video foot-
age of a 120-degree exterior view of the road ahead, 
as well as a secondary driver camera that provides 
a 100-degree view of the vehicle cab, including 
infrared illumination for low-light conditions. Th e 
third and fourth cameras are placed according to 
client requirements.

Th e system also has various accessories, 
such as microphones and speakers, a panic 
button, door switches and other inputs able to 
trigger events.

Although it is relatively new to the market, 
Live Vision has already proved to be an in-
valuable tool for organisations, fl eet managers 
and drivers.

“Th e response has been overwhelmingly 
positive. Th ese technologies improve risk manage-
ment and productivity dramatically, and as the 

technology evolves, the technical ability 
and performance of the product will only 
improve. It has also been interesting to 
note that a lot of positive feedback comes 
from drivers themselves, who really seem 
to value the opportunity to develop their 
skills,” Ittmann concluded. ■

Changing the Face of SA Driving

An essential component of providing top customer 
service is having a fl eet with updated and reliable 
vehicles. If your fl eet is made up of cars which are 
costing more in their service and repair bills and 
which make you seem unreliable to customers, 
they could be costing you much more than the cost 
of updating your fl eet.

According to the MD of MasterDrive, Eugene 
Herbert, below are a few tips to know when you 
need to update your fl eet:

1. Older than fi ve years

Depending on the make, warranties start to run 
out around the fi ve year mark. Aft er this, there is 
much greater risk and consequently expenses when 
things start to go wrong.

2.  More than 100 000 km 
on the clock

While this wouldn’t ordinarily be considered 
excessive mileage, studies have been conducted 

which show that your maintenance costs on the 
vehicle increase by 30%. 

3. Outdated safety features 

If your fl eet lacks basic safety technology such as 
airbags, you should seriously consider upgrading. It 
can also be worthwhile to upgrade to get some of the 
new or more advanced safety technology. Extra air-
bags, rearview cameras and Bluetooth connections 
can also play important roles in increasing safety. 

4. Exterior damage 

Certain damage to the exterior of the car can 
threaten its structural stability. Scratches in the pain 
can cause unseen damage to the body if it rusts, a 
major dent in the bumper reduces it eff ectiveness 
and damaged doors are dangerous in a collision if 
the side impact bars have been compromised. 

5. Increased maintenance 

If you are increasingly fi nding your fl eet in for 

repairs or stuck on the side of the road, this is also 
costing you in terms of your overall reputation. Do 
not develop a reputation as an unreliable company 
because of your fl eet.

Your company also stands to benefi t from re-
duced costs and increased value when you dispose 
of the vehicles which have reached a certain age 
or mileage. It is for this reason that MasterDrive 
has partnered with Dealers Online, in the form 
of FleetMaster, to provide a convenient way to 
dispose of your old fl eets before upgrading. It is 
an online auction platform which handles the 
disposal of vehicles for you, ensuring you get the 
best value while reducing the time demands of 
upgrading fl eets.

FleetMaster provides a convenient portal on 
the website where you can link to their service 
and dispose of vehicles quickly, effi  ciently and 
economically way as well.

Visit www.masterdrive.co.za to see more. ■

When to Upgrade Your Fleet

http://www.masterdrive.co.za
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More than 90 per cent of car owners in South 
African service their vehicles, with 88 per cent say-
ing they do so at the service intervals recommend-
ed by manufacturers. Th is information is part of 
the Vehicle Service Survey recently concluded by 
the Automobile Association (AA).

“We oft en speak of the necessity to service ve-
hicles regularly, and to keep them in good running 
condition. Th is not only maintains the perfor-
mance of the vehicle, but ensures it has a longer 
lifespan. Th is also means our roads have vehicles 
on them which are roadworthy, which is critical to 
road safety. Th ese results are encouraging, and we 
hope motorists continue servicing their vehicles in 
this way,” said the AA.

According to the results, 53 per cent of car 
owners say they service their vehicles at the origi-
nal dealer franchises, while 37 per cent take their 
vehicles to private mechanics. Many owners are 
comfortable to service their vehicles themselves, 
while a small percentage indicate they do not 
service their vehicles at all.

And, interestingly, the rates of satisfaction 
among those who use original dealer franchises 
and those who use private mechanics for their 
services are equally high. Eighty per cent of owners 
who use dealer franchises rate the service experi-
ence as good or great, while 85 per cent of those 
private mechanics share this sentiment.

Th e results come against the backdrop of 
Th e Competition Commission’s enquiry into the 
Automotive Aft ermarket, and the campaign by 
private operators in this sector for more offi  cial 
recognition of their services. Th is process is ongo-
ing and industry role-players are currently being 
consulted with a view to developing a second 

draft  of a Code of Conduct for the Automotive 
Aft ermarket.

“What these results show us, is that vehicle 
owners are equally satisfi ed servicing their vehicles 
with private mechanics they trust, or by them-
selves, as through original dealer franchises. But, 
importantly, most owners (57%) still prefer using 
original parts for their cars, although the vast 
majority (77%) believe these parts are expensive,” 
the AA noted.

Only 16 per cent of respondents believed 
original spare parts are fairly priced with most of 
the comments received indicating these parts are 
“greatly overpriced”. However, despite this, many 
respondents say they will pay these prices over 
cheaper non-original parts.

“It is important for road safety and driver 
safety in South Africa that all vehicles are well 
maintained and running properly. Th ese results 
show us there is a high level of responsible vehicle 
ownership in South Africa, and this is certainly to 
be applauded,” the AA concluded. ■

Results of AA Vehicle Service 
Survey Released

These results show us, is that 
vehicle owners are equally 
satisfi ed servicing their vehicles 
with private mechanics they trust, 
or by themselves.

Right to Repair South Africa (R2RSA) believes that 
how you want to service your car should be a factor 
in the buying process.

“Unfortunately, as things currently stand in 
South Africa, dealerships sell most vehicles with a 
built-in service plan. What this means is that you 
buy the vehicle with a non-negotiable service plan 
included in the price,” said Les McMaster, Director 
of R2RSA. “What you need to realise is that this 
service plan could be hugely expensive and cost 
anywhere between R30 000 to R 60 000 or more. 
Added to that you are also charged a hire purchase 
interest cost.”

“But what’s more of a concern,” McMaster 
noted, “is that there is no transparency in pricing 
from the dealerships. You could be paying a pre-
mium for servicing without even knowing.”

Interestingly he revealed that when R2RSA 
tried to determine the actual cost of the service 
plan component, no manufacturers approached 
were prepared to provide this information.

As the results of the AA’s Vehicle Service 
Survey revealed, the rates of satisfaction among 
those who use original dealer franchises and 
those who use private mechanics for their services 

are equally high. McMaster questioned whether 
consumers would be as pleased with the service 
they are receiving from original dealer franchises if 
they were aware of the premium they paid upfront 
for the service.

“What the survey does not reveal is how many 
of those car owners using the dealer franchises 
are locked in because of built-in service plans 
and warranties. Ultimately, we believe that the 
consumer should have the choice and the only way 
to make an educated decision is if you have all the 
information.”

McMaster added that if a consumer is happy 
with the service at a particular dealership and 
wants to use that dealership an upfront payment 
makes sense for both sides and creates a win-win 
situation. “Th at’s why R2RSA is all for off ering 
service plans. But if consumers would rather 
choose an independent repairer because it’s more 
convenient, off ers a better service experience, bet-
ter location, or is more aff ordable, they should have 
the right to do so.

“Built-in service plans and extended warran-
ties are locking consumers into periods where 
fi rstly, they have no choice but to use the dealer 

for repairs and secondly, they are at the mercy of 
the dealer who can charge whatever rates he/she 
chooses.”

“We want to see change. We want equality, 
transparency and sustainability in our industry. 
R2RSA plans to make these things a reality,” con-
cluded McMaster. ■

Built-In Service Plans – You 
Should Have the Right to Choose
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BY ROGER HOUGHTON

Ian Groat, the publisher of Automotive Finisher 
magazine and a long-time classic motorcycle 
enthusiast, took a leading role in paying tribute to 
Paddy Driver, one of SA’s foremost motor sports-
men over a period of many years, at this year’s 
annual Passion for Speed motor racing event at 
Zwartkops Raceway in January. Th e organiser 
of the two-day motor racing showpiece, Peter 
du Toit, made Driver a Guest of Honour at this 
prestigious event.

Driver, now 84, is one of only a very few SA 
motor sportsmen or -women to have won national 
championships on both two and four wheels. He 
started off  as one of the most successful privateers 
competing in world championship grands prix for 
350 and 500 cc motorcycles from 1959. His best 
year, 1965, was also his last on the world cham-
pionship circuit. He fi nished third on a private 
Matchless G50, behind multiple world champions 
Mike Hailwood and Giacomo Agostini, both rid-
ing factory MV Agustas.

He then returned to South Africa and began 
a new career racing cars, including single-seaters, 

sports cars, and saloons. He raced both Formula 
5000 and Formula 1 single-seaters, fi nishing third 
in the SA championships in both formulae in 1971 
and 1974 respectively. He competed in the 1974 
SA Grand Prix in a Lotus 72 Cosworth but did 
not fi nish.

He also raced Alfa Romeo T33, Ford GT40, 
Chevron B19, and Lola 290 sports cars as well 
as BMW 5-Series and Mazda Capella Rotary 
saloon cars.

Driver still found time to participate in many 
off -road races, including the Trans-Kalahari and 
Roof of Africa. He won the 1972 Roof sharing a 

Toyota Land Cruiser with Eddie Keizan. Driver 
loved racing his self-prepared Ford 100s before 
getting a drive in a factory-supported Mitsubishi 
Pajero, in which he won the 1984 SA off -road 
championship.

Paddy Driver was very popular in motorsport 
circles and counted many famous riders and driv-
ers in his circle of personal friends.

Ian Groat not only arranged for well-known 
broadcaster Roger McCleery to pay tribute to 
Driver at lunchtime on the Saturday, but also set up 
an imposing display of eight of the classic motorcy-
cles in his personal collection in the pits. ■

Driver, now 84, is one of only a 
very few SA motor sportsmen 
or -women to have won national 
championships on both two and 
four wheels.

Enthusiasts Pay Tribute to Paddy Driver

Two icons of South African motor sport: Sarel van der Merwe (left) and Paddy Driver at 
the Zwartkops Passion for Speed race meeting.

Paddy Driver (centre) fl anked by Team Incomplete’s Ian Groat (left) and Springbok 
Keith Zeeman in front of the impressive display of Ian’s classic motorcycles.

Ian Groat took a lot of trouble in setting up 
a tribute to Paddy Driver at the Zwartkops 
Passion for Speed race meeting in 
January. This is his personal collection of 
immaculate, classic racing motorcycles 
which drew large crowds of enthusiasts 
throughout the weekend.
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BY ROGER HOUGHTON

Hyundai, which is making a major impact in the 
South African passenger car market, is now aim-
ing to increase its footprint in the local commer-
cial vehicle segment. Th e latest development is the 
introduction of the upgraded EX8 Mighty truck to 
replace the HD range in the medium commercial 
vehicle market.

Besides having a more spacious cab and of-
fering a GVM that is 300 kg higher than the local 
opposition, Hyundai has launched the EX8 with 
an industry-leading four-year, unlimited kilometre 
factory warranty.

Th e newcomer comes in very competitively 
priced compared to its direct competitors, 
while Hyundai claims that its parts basket of 
32 service, maintenance and crash parts, costs 
20% less than its closest competitor. Th e parts 
distribution centre has a claimed 92% fi rst 
fi ll rate.

Service intervals of the EX8 are set at 20 000 
km compared to 10 000 km for the HD models. A 
3-year/200 000 km roadside assistance plan is also 
part of the standard customer benefi t package with 
the EX8.

Wade Griffi  n, the commercial vehicle director 
at Hyundai Automotive SA, said at a media brief-
ing at Red Star Raceway last week that studies are 
under way to substantially increase the range of 
Hyundai commercial vehicle models available 
in SA over the next three years. Already there 
are 40 dealerships selling Hyundai commercial 
vehicles in SA, Botswana, Swaziland, Namibia 
and Zimbabwe, with 37 of them also providing 
servicing facilities.

“Hyundai is evaluating the introduction of 
more models to right-hand drive global markets, 
including South Africa, starting with the larger 
(Sprinter-size) H350 bus and panel van, which 
are made in Turkey. An automatic transmission 
for the MCV models is under development too,” 
explained Griffi  n.

He added that the Xcient heavy-duty truck is 
currently being evaluated by the Imperial truck 
fl eet in South Africa for possible local introduction.

“Our accelerated thrust into the local com-
mercial vehicle market comes at a time when we, 
at Hyundai SA, are very optimistic that a strong 
increase in sales is bound to occur over the next 
fi ve years due to renewed hope arising from the 
change in political leadership,” he said.

Th ere are fi ve EX8 Mighty derivatives in the 
current line-up: chassis-cab, LWB CC with air-
conditioning, drop side, drop side with air-condi-
tioning and a SWB tipper. Prices, excluding VAT, 
range from R379 500 to R451 500.

All models are powered by a 4-litre, Euro 3 
common rail turbodiesel which delivers 103 kW of 
power and 373 Nm of peak torque. Drive is to the 
rear wheels through a fi ve-speed manual gearbox.

Th e EX8, like its HD predecessor, is assembled 
alongside the H100 bakkie at Hyundai’s SKD plant 
on the East Rand. Th e plant is currently manned 
to produce more than 400 units of H100 and EX8 
a month. Hyundai also has its own, in-house 
bodybuilder, TaylorMade, which produces several 
standard and customised bodies, including a tipper 
conversion for the H100.

“We believe that the EX8 Might is the right 
truck in the MCV segment for businesses such 
as SMME’s where cost of ownership is of prime 
concern,” concluded Griffi  n. ■

Working Wheels

“Hyundai is evaluating the 
introduction of more models to 
right-hand drive global markets, 
including South Africa,”

Hyundai Flexes its Muscles in Local Truck Market
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BY ROGER HOUGHTON

Torbjörn Christensson, president of the Volvo 
Group Southern Africa, was in a particularly bull-
ish mood at the recent media briefi ng. Th e reason 
was not only that it was Valentine’s Day and the 
day President Zuma resigned. Th e major reason 
was the bullish outlook he forecast for his company 
both locally and globally in 2018.

Th e Volvo Group is celebrating 90 years since 
its founding in 1928 and now operates in 190 
markets globally.

Locally the Volvo Group is represented by 
Volvo Trucks, Volvo Bus, Volvo Penta (a sup-
plier of engines and complete power solutions for 
marine and industrial applications) as well as the 
UD Trucks brand. Th e group employs almost a 
thousand people at its various representative of-
fi ces, brand headquarters, at factories in Durban 
and Rosslyn, shared back offi  ce support and a 
regional parts distribution centre. It is now 18 
years since the founding of Volvo Southern Africa 
in February 2000.

Th e big news from this global giant was the 
fact that its customer-focussed approach is paying 
dividends right here in South Africa, with Volvo 
Trucks Southern Africa leaping to the top of the 
table in the quarterly Scott Byers competitive 
customer satisfaction rating, moving from third 
position in the combined rating in 2015 with a 
score of 97.87% to top spot in Q4 2017 with a CSI 
rating of 98.51%. Volvo topped all three catego-
ries too: sales (98.71%), service (98.08%) and 
parts (97.77%).

Th is achievement resulted in Volvo Group 
Southern Africa obtaining a special award for the 
highest improvement in customer satisfaction in 
the Volvo Group worldwide.

“Over the past two years we have made a con-
certed eff ort to make our customers our top prior-
ity by understanding our customers’’ business,” 
explained the Volvo Group senior executive in SA. 
“Customers will again be our top priority in 2018.”

Volvo SA fared very well in 2017, breaking the 
2 000-unit-a-year barrier for the fi rst time with 
sales of 2 074 trucks, which equated to a 16.3% 
shared of the extra-heavy market compared to 
15.6% a year earlier. Sales continued to boom 
in January 2018 with sales of 198 trucks equat-
ing to a record share of 19.7% of this important 
market segment.

Globally the Volvo Group reported record 
sales of 186 294 units, which was a 19% improve-
ment on 2016, while the turnover of R550-billion 
was also a record.

“What we need now are more trucks to sell, 
with a limit on gearbox production currently hold-
ing back production volumes as virtually all our 
trucks now use our own, i-Shift  transmission,” said 
Christensson. “Hopefully this component shortage 
will be sorted out soon.”

Volvo Southern Africa will be looking to 
increase sales in SA by 5% this year and is also 
looking to expand sales in the Southern African 
region, where there are currently 25 dealerships, 
having opened a new site in Zambia last year. Here 
is SA there are 19 dealers, with 13 of them owned 
by Volvo. New facilities are currently being devel-
oped in Port Elizabeth (due to open shortly) and a 
fl agship dealership is being built in Pinetown and 
should open in November 2019. Dealers now oper-
ate on extended opening hours–06:00 to 22:00 – to 
handle the service volume and to make servicing 
convenient for customers.

“Continual investment in the dealer network 
is vital for growth as our sales have doubled in a 
comparatively short time,” explained Christensson.

Th e Volvo Group also invests heavily in 
training with R25-million spent in 2017, when 
2 381 people – Volvo staff  and dealer personnel – 
underwent training. Th is includes 87 apprentices, 
which are seen as another key to sales growth and 
customer satisfaction.

Th e company was also proud to announce that 
it had been given Level 4 BBBEE status following a 
sale of asset agreement.

Driver training will be in the spotlight in 2018 
as the Volvo Group has provided its Southern 
African subsidiary with R1.7-million to establish 
a national driver training academy. Th e plan is to 
train a pool of unemployed drivers (with a mini-
mum of Code 14) who can be deployed into cus-
tomer fl eets aft er a 12-month training programme 
which will be NQF-aligned. Th e objective for the 
fi rst year will be to train 50-100 drivers and this 
number will grow if co-sponsors are found.

Th e company will continue with its involve-
ment with Star for Life, a non-profi t organisation 
that aims to provide young people in Southern 
Africa with essential life skills, sport training and 
health education.

Looking to the future, Volvo expects to start 
testing trucks powered by liquefi ed natural gas 
(LNG), Further into the looking glass are autono-
mous diving trucks and buses and a rapid increase 
in connectivity between vehicles which will con-
tribute to reducing road accidents. Electrifi cation 
is another priority on Volvo’s to-do list and 
completely electric trucks are expected to start fi eld 
trials in congested European cities this year.

Th e company sees an increasing number of 
its customers in Southern Africa ordering safety 
systems when buying new trucks as they can play 
a major role in accident prevention and hence cut 
collision repair bills.

Later this year Volvo will be introducing Dual 
Clutch i-Shift  transmissions for Euro 3 engines 
in SA. Th is transmission provides seamless gear 
changing for uninterrupted acceleration. ■

Driver training will be in the 
spotlight in 2018 as the Volvo 
Group has provided its Southern 
African subsidiary with R1.7-million 
to establish a national driver 
training academy.

Working Wheels

Volvo Trucks Bullish About the Future

Torbjörn Christensson, President of the 
Volvo Group Southern Africa.

The group employs almost a 
thousand people at its various 
representative offi ces, brand 
headquarters, at factories in 
Durban and Rosslyn, shared back 
offi ce support and a regional parts 
distribution centre.
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Hino has, over the years, organised many training 
courses for dealer personnel, but the latest Hino 
Learnership Programme (HLP) – a structured, 
nine-month learnership for sales executives – has 
proved the most successful yet.

Th e culmination of the intensive, block-
learning course was a graduation ceremony held 
in the Colin Adcock Museum at Toyota SA’s head 
offi  ce in Sandton, which saw 10 well-trained truck 
sales executives presented with certifi cates of at-
tendance. Th ese will be complemented by Merseta 
National Qualifi cations Framework (NQF) 4 
certifi cation early in 2018. Th e successful learners 
are now able to obtain diplomas and even a degree 
through further study with various institutions.

“I started working on the vision for this com-
prehensive training initiative two years ago,” ex-
plained Hino SA Vice President Ernie Trautmann. 
“I am more than delighted with the outcome and 
am looking forward to meeting the next group of 
learners when we start the 2018 HLP in February.”

Th e course was developed by lecturer Philip 
Brandt, who has a background in in fl eet manage-
ment, in conjunction with a specialist training 
consultancy. Th e objective of the HLP is to enable 
the learners to recommend the correct truck for 
a specifi c application, while also knowing how 
to calculate a fi nance package that will suit the 
customer’s business model.

Motor industry consultant and trainer, 
Annette Erasmus, who was deeply involved in this 
programme said that it was important for the on-
going personal growth of these learners that they 
continued to be mentored and coached by senior 
colleagues in their dealerships to ensure they ben-
efi ted fully from the HLP initiative.

According to Nem Singh, the Vice President 
of Human Resources, and Training at Toyota 
SA Motors (TSAM), the success of this training 

course was a tribute to 
outstanding teamwork 
between Hino SA, the 
Hino dealers involved, 
the Toyota Academy of 
Learning for Africa and 
the specialist training 
consultancy, TTBS.

Th e Top Student 
Award for the 2017 HLP 
course went to Larissa 
Snyman, of Hino Oranje 
in Bloemfontein, who 
said she loves the fact 
that Hino believes in 
putting the customer 
fi rst and strives to be the best truck brand in 
the country. Larissa, who started her working 
career as an estate agent, also won the award 
as the Most Engaged Learner for constantly 
coming up with suggestions to provide a better 
customer experience.

Th e Out of the Box Award for the person who 
showed a unique personality which kept the group 
going during the long days of classwork and who 
perceived things with a diff erent view, went to 
Given Jones, of Hino Mbombela.

James Sibutha, of Hino Honeydew, won the 
Networker Award as the person who made the 
most eff ort to get to know the other delegates so 
as to keep in touch for future knowledge sharing. 
Andzani Baloyi, of Hino Isando, was adjudged 

the learner who displayed most personal growth 
over the period of the HLP as an individual 
as well as the initiative shown in completing 
portfolio tasks. He was presented with the Noted 
Progression Award.

Shaun Neethling, of Hino Indongo, who 
started his own business using his parents’ 
truck, before joining Hino Indongo in 2014, won 
the Most Enthusiastic Award for showing the 
most enthusiasm, energy, and passion towards 
the HLP.

Trautmann concluded the evening function by 
saying that the specialised training of dealer sales 
executives was one of the keys to Hino’s Vision 
2020, which aims to see Hino as the top-selling 
truck brand in South Africa aft er 2020.

“Th ese people are integral in our quest for 
brand leadership,” explained the Hino SA Vice 
President. “A recent survey of our sales force 
revealed that 31 per cent of them are over 50 years 
of age and are responsible for 41 per cent of our 
sales, so ongoing renewal in our sales teams is vital 
for future growth.” ■

Working Wheels

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

digital

The successful learners are now 
able to obtain diplomas and even 
a degree through further study 
with various institutions.

Learnership Programme 
Ensures Hino’s Future Growth

These 10, well-trained truck sales executives have reason to feel 
pleased after graduating from the year-long Hino Learnership 
Programme. They are (from left): Larrisa Snyman (Hino Oranje), 
James Sibuta (Hino Honeydew), Given Jones (Hino Mbombela), 
Bennie Oosthuizen (Hino Klerksdorp), Shaun Neethling (Hino 
Indongo), Steve Makena (Hino Tshwane), Evans Ntuli (Hino 
Midrand), Andzani Baloyi (Hino Isando), Benjamin Mohale (Hino 
Honeydew), Steven Geldenhuys (Hino Kungwini).

http://www.trucksmag.co.za
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Most motor industry senior executives seem to 
be driving hard in the direction of electrifying 
vehicles and making them autonomous drivers, 
but there are many people who do not believe this 
headlong rush is viable. One of these is Whammy 
Hadded, a Pretoria-based mechanical engineer and 
a former manager of Toyota Motorsport.

Whammy had the following to say aft er read-
ing yet another article by a motor company senior 
executive spelling out the future as he sees it:

“Maybe I’m too old fashioned, but if it sounds 
too good to be true, it usually is. Th ere is an 
expression “utopian overreach”. Usually among 
governments, but also big corporations. Once they 
have some successes they start believing nothing 
can go wrong, and they just accelerate in the direc-
tion they are going, throwing caution to the wind. 
Th e sky has no limits. I think that is where the Pied 
Piper, Mr Tesla (Elon Musk) is leading the world by 
their noses.

“Electric cars and computers on wheels for 
say 100 million people? What about the 7 billion 
people who are still in Beetles, Citigolfs, Corollas, 
Datsuns, Cortinas, riding bicycles and travelling in 
donkey carts?

“Th is whole electric car thing just doesn’t 
make common sense. It is too complicated, too 
expensive, and limits mobility. I believe it is less 
energy effi  cient and more polluting than current 
petrol driven cars if you take the whole energy 
chain into consideration.

“It is not that electricity drops out of the 
sky like sunshine and makes the car go. Even 
solar power needs to be collected, harnessed, 
changed from heat to electricity in a transport-
able form, transported, reworked, charged into a 
battery, and then you can drive 250 km. Batteries 
on their own are not simple. Th ink how much 
energy is required to mine thousands of tons of 
ore to get a few kilograms of lithium? How much 
energy and money to shape the Lithium into a 
battery? How many batteries per car? What size 

batteries to run a 40-ton MAN truck from Durban 
to Johannesburg?

“Renewable energy is wonderful and has its 
rightful place, but it is dependent on the weather 
and time of day. No man can control those factors. 
So, you still need a base load supply. Which is 
usually the bulk of electricity. Renewables fi ll in the 
peak loads.

“Th e world at large started to be mobile and 
free when Henry Ford built the Model T in the 
world’s fi rst mass production plant. Th e world at 
large runs almost seamlessly on liquid fuel; easy 
to store; easy to transport; easy to use. Just keep 
the matches away. It is also relatively easy to refi ne 
once the refi neries have been built. Also, relatively 
easy to recover crude oil and natural gas from 
the earth and both are found on land and the sea. 
Th e useable quantities of crude oil haven’t been 
determined yet. Th e monopolies create shortages 
to chase the price upwards.”

“Somebody did a quick calculation. If all the 
cars in the USA were changed to run on electric-
ity today, it would use all the current generation 
capacity, and nothing will be left  for the rest of the 

country. Th ey will have to build dozens of power 
stations. Th e law of unintended consequences can 
bite hard.

“Th e car companies of the world are being 
hijacked to sell things the average man in the street 
does not need, cannot aff ord, but must have.

“Th e best we can do is to fi nd a balance be-
tween all the energies and use the best one in each 
specifi c transport application. In densely populated 
cities electric and self-drive may work well in pub-
lic transport operations. But to say it is the answer 
for future transport requirements is disruptive. 
Th is whole hype about disruptive technologies for 
the future is just that. Disruptive. But maybe that’s 
what should happen. Disrupt everything so that 
nothing works, then sanity and common sense will 
start to prevail again for 50 to 80 years. Th en the 
next decade or two of disruption will see mankind 
start all over again. Human nature. ■

Opinion

“The car companies of the world 
are being hijacked to sell things 
the average man in the street 
does not need, cannot afford, but 
must have.”

Batteries on their own are not 
simple. Think how much energy 
is required to mine thousands of 
tons of ore to get a few kilograms 
of lithium?

Rethink the Crazy Rush to 
Electrify Vehicles

Whammy Haddad (right) with the 
legendary Serge Damseaux at the 2008 
Toyota Dealer Rally in Gauteng.
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Held in prime holiday season in the heart of the 
glorious Garden Route, the 2018 Knysna Motor 
Show will be hosted for the seventh successive year 
on April 29, 2018. Th e event is set to surpass all re-
cords once again and the target for this year is 400 
classic cars and motorcycles of all categories.

While the Knysna Motor Show is an invita-
tion-only event, the Garden Route Motor Club is 
encourage enthusiasts to contact the club with a 
view of entering the event.

Th e Knysna Motor Show is a one-day only 
event, held at the Knysna High School sports 

grounds, with food and drink stalls providing 
refreshments in keeping with the glamour of this 
top-quality classic car event. Nevertheless, the 
show is extremely family orientated, with a relaxed 
atmosphere a key note. 

Th e show also falls just one week before the 
Jaguar Simola Hill Climb in Knysna, making it 
ideal to combine these two top quality events into 
an unbelievable petrolhead family getaway.

Th e show runs from 9 am to 4 pm on Sunday, 
April 29, 2018. Admission prices are very family 
orientated: Adults R50, Children 12-18 R10, and 

children under 12 free! Contact Peter Pretorius at 
peterp@afrihost.co.za or visit www.grmc.co.za for 
more information. ■

Events

INCORPORATING THE EXTREME FESTIVAL

General access: starting at R70
Premium package: starting at R650
Pit Pass: R80

24 MARCH

Th e annual regularity rally between Durban and Johannesburg for classic 
motorcycles made before 1937 takes place from March 9–10. Th e event 
starts at 06:00 from the Oxford shopping centre in Hilcrest and fi nishes 
the next day at about 15:00 the following day at the Classic Motorcycle 
Club on the corner of Power and Refi nery Roads in Germiston. Th ere will 
be an overnight stop in Newcastle on the way.

More than 100 entries have been received with the oldest motorcy-
cle being Samantha Anderson’s 1909 500 cc Humber with pedal power 
to assist the engine when climbing hills. It was rebuilt aft er being badly 
damaged when it caught fi re during the 2016 DJ Run. ■

It’s Time for the 
DJ Run Again

Sewells-MSX International will be off ering another round of its fi ve-
module Advanced Dealer Management Programme (ADM) in March 
2018. Th e programme is aimed at enhancing and developing the skills of 
current and future dealership leaders. Its primary outcome is to provide 
the skills and know-how to direct dealer operations.

Th e ADM Programme has fi ve four-day modules spread over ten 
months, with facilitation by industry and subject matter experts. It has 
been designed to incorporate what is happening both within and outside 
the industry, locally and globally. Real world case studies form part of the 
programme and topics covered include leadership, fi nance, marketing 
and sales and global best practices.

Contact Cheryl van Lingen on (011) 702-9201 or 
cvanlingen@sewells-msxi.com for additional information. ■

March Intake for 
Advanced Dealer 

Management Programme

2018 Knysna Motor Show

More than 100 entries have been received oldest 
motorcycle being Samantha Anderson’s 1909 
500 cc Humber with pedal power.

mailto:cvanlingen@sewells-msxi.com
mailto:peterp@afrihost.co.za
http://www.grmc.co.za
https://itickets.co.za/events/394980
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