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Th e recent Sewells-MSXI/NADA Dealer 
Performance Conference provided plenty of 
food for thought for delegates as a line-up of very 
competent speakers highlighted the challenges 
facing motor retailers as their trading environment 
undergoes a radical change.

Th e speed of change in the overall commercial 
environment is accelerating and motor retailers 

must adapt quickly. Th at was the message that 
came through loud and clear. It does not only con-
cern the people working in the industry, but also 
the systems and processes they use, as well as the 
physical facilities in which a dealership operates.

Eric Scoble a former chairperson of NADA and 
nowadays dealer principal of Auric Auto in Cape 
Town and chairman of the BMW Dealer Council, 

spoke in his personal capacity in the opening 
address. What he had to say and the way he said it 
set the high standard and general tone for a most 
interesting and thought-provoking conference.

Scoble, who has enormous and wide-ranging 
experience in all aspects of the local motor 
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industry, gave meaningful insights 
into doing business today and 
then looked at various scenarios 
for the future, which were most 
thought-provoking.

He started by talking about 
the present retail and marketing 
disrupters, which included data 
cost and speed, the changing face of 
traditional advertising caused by the 
accelerated use of the internet and 
social media, as well as the need for 
so-called Lean Marketing.

“Motor companies have made 
huge investments in lean manufac-
turing processes and technologies 
for many years, but we still do not 
have ‘lean marketing’, due in part 
to red tape and disrupters such as 
pre-reported units and the chal-
lenges they pose to dealer operations 
and cash fl ow,” said Scoble, who 
estimated that between 20–25% of 
monthly reported retail sales were 
pre-reports, which then had to 
be sold as new or used cars in the 
following months.

Scoble said that he believed 
the dealer model was set to change 
radically due to the cost of land 
required for current-style large 
dealerships and the possibility of 
more manufacturers making direct 
sales. He added that the internet was 
being used widely for information 
gathering by potential vehicle buyers, 
which meant that salespersons could 
end up acting only as deal closers.

Some of Scoble’s predictions 
made for 2018 were: Possibility of a 
reduction of 1.5 percentage points in 
the interest rate, economic growth 
at 1.8%, dealer sales increasing by 
6-8% while he expected the compact 
and aff ordable SUV share of the 
overall market to grow dramatically 
as sedans start to disappear from 
private garages.

Looking further ahead, to 2025, 
he predicted that there should be a 

market upcycle between 2020 and 
2024 which could take the overall 
market over 700 000 units with the 
“million vehicles a year” dream 
simply not possible. He believes that 
by 2025 75% of new vehicle sales will 
be to non-whites, with black Africans 
making up 50% of the buyers of 
new vehicles. He added that he also 
thought that 50% of new cars will be 
sold online, with banks regaining the 
majority of new car fi nance business 
on digital platforms.

He foresees entry level cars and 
vehicles sourced from China enjoy-
ing a resurgence with Chinese makes 
leading the way in terms of providing 
aff ordable electric models, while 
hybrid cars take a signifi cant slice of 
the luxury market.

Scoble said he expects land and 
other property costs to soar ahead 
of infl ation, reducing the number of 
urban retail points by 30%, with a 
separation of showrooms and service 
workshops. Floor sales will increas-
ingly be replaced by virtual reality.

“Th is will mark the beginning of 
the end of the ‘Taj Mahal’ dealer-
ships that we have grown to know in 
South Africa, as I see possibly only 
a few of these fl agship sites in major 
metros and no more huge dealership 
facilities being built aft er 2025,” 
Scoble concluded. ■
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nowadays dealer principal 
of Auric Auto in Cape Town 
and chairman of the BMW 
Dealer Council.

50% of new cars will 
be sold online, with 
banks regaining the 
majority of new car 
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digital platforms.

P
ho

to
: P

xh
er

e
P

ho
to

: P
xh

er
e

https://www.facebook.com/pages/AutoLive/1447065302259460
mailto:liana@autolive.co.za
mailto:houghtonr@mwebbiz.co.za
mailto:liana@autolive.co.za
http://www.autolive.co.za
mailto:danie@marketingss.co.za
http://autolive.co.za/stats/sales_stats107.pdf


Subscribe for free @ www.autolive.co.za  Page 3

WesBank has a long-standing tradition that 
its CEO makes the company’s prediction 
of the current year’s retail vehicle sales 
at the annual Car of the Year (COTY) 
announcement by the SA Guild of Motoring 
Journalists. (WesBank has sponsored this 
Blue Ribbon event since its inception 33 
years ago).

Generally, these forecasts are very close 
to the actual sales, with the 2017 prediction 
by CEO Chris de Kock having been almost 
spot-on. His prediction of 557 000 units 
being sold in 2017 was only 0.1% off  the 
actual fi gure of 557 586 units. Th e WesBank 
forecast of 543 306 units to be sold in 2016 
was also very close, being only 0.76% less 
than the actual total for that year.

Th e prediction made by De Kock at the 
Gallagher Convention Centre on March 
13 was for expected growth of only 0.75% 
in 2018, which is at least better than the 
declining markets we have seen in several 
recent years.

“While the recent positive senti-
ments about South Africa’s economy will 
impact the automotive industry, this will 
take time to generate material growth. 
However, new vehicle sales are expected 
to see moderate growth this year,” said 
the CEO of WesBank, speaking at the 
COTY prizegiving.

“Th e economic challenges faced in SA 
are structural in nature and will take an 
extended period to correct. Th e positive 
sentiment brought about by the recent 
political changes is a good place to start 
and we are confi dent that this will lead to 
greater economic investments and improved 
growth prospects for the country.”

Dealer sales account for 80% of total 
sales in SA and are a key indicator of the total 
market outlook. WesBank expects a modest 
increase of 3% in the dealer segment this 
year, driven mainly by passenger cars sales. 
Th is growth will be infl uenced not only by 
the improved sentiment, but also reduction 
in interest rates and a stronger rand that 
impacts positively on vehicle price infl ation.

Th e rental market saw unusually high 
growth in 2017 and accounted for 13% 
of total sales. De Kock said this will be 
tough to match during the coming year. 
Additionally, the ongoing drought in the 
Western Cape continues to take a toll on the 
rental market’s growth prospects with the 
Western Cape province accounting for 40% 
of South Africa’s tourism rental market. 
In these challenging conditions, WesBank 
anticipates of 14.9% decline in rental sales 
this year.

Big Jump in RMB Business 
Confi dence Indicator

Th e business confi dence indicator 
compiled by Rand Merchant Bank’s 
Bureau for Economic Research jumped 
by 11 points, going from 34 in the fourth 
quarter of 2017 to 45 in the fi rst quarter of 
2018, which is seen as a positive indicator 
for the SA economy. An increase of such 

Editor’s Note
Th e Easter Weekend is upon 
us. Unfortunately we all know 
what this means …. carnage 
on our roads.

Th e Automobile 
Association has taken an 
interesting approach in its 
message to drivers this year. It 
has urged reckless drivers to 
leave their families at home. Th e organisation also suggests 
that reckless drivers should use empty roads or even closed 
circuits where they can only harm themselves and not also 
their loved ones and other road users.

Th ere are many hundreds of thousands of drivers in SA 
who obey they rules of the road and consider others. But 
there are also those who spoil it for everyone else, people 
who don’t care about anything other than reaching their 
destination as quickly as possible. Th ese are the drivers who 
think that the law does not apply to them. Th ese are also the 
drivers who are oft en responsible for the horrifi c accidents 
we see on our roads.

Th e AA’s message is clear: adjust your attitude when on 
the road this Easter. Respect other road users and respect 
the rules of the road. Th e organisation also urges drivers to 
ensure that their vehicles and tyres are in good condition. It 
is also the responsibility of the driver to make sure everyone 
buckles up. In addition, keep to the speed limit, don’t drink 
and drive and take a break every 200 kilometres.

Speaking of taking a break ….
Th e Easter period is also synonymous with overeating 

and plenty of chocolate but part of having a safe trip involves 
making healthy food choices.

Unhealthy foods cause fatigue, lower concentration lev-
els and aff ect your ability to avoid and respond to emergency 
situations. When packing the food for your trip, choose food 
that aids concentration and energy levels.”

Foods that increase concentration include blueberries, 
avocado, certain vegetables, nuts, dark chocolate, fi sh, fl ax 
seeds and water. For better energy levels you can choose be-
tween citrus, eggs, beans, walnuts, bran cereals and various 
proteins. Th us when you pack your padkos, select foods like 
eggs, bite-size pieces of chicken, carrot sticks, oranges, nuts 
and some dark chocolate in case you have a sweet craving.

Making healthy food choices does not mean you cannot 
stop at restaurants along the way though. It just means 
that you should avoid anything which could cause your 
concentration levels to lag or cause an energy slump shortly 
aft er continuing your journey.

Also remember that eating and driving is a form of 
distracted driving.

All that said, we at AutoLive wish you safe travels and 
plenty of quality time with your loved ones.

Liana Reiners,
Editor
liana@autolive.co.za

To advertise in 
 contact

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

“The economic challenges 
faced in SA are structural 
in nature and will take an 
extended period to correct.”

continued on next page 

Wesbank’s Annual Prophesy 
Sees Only Minimal Sales 

Growth in 2018

WesBank CEO Chris de Kock.
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 continued from previous page

a magnitude is rare and only 15 times since 1975 
has there been a jump of this magnitude. RMB/
BER says that, if sustained, this fi rst quarter 
growth implies a much-improved economic 
performance this year and next, relative to 2017’s 
1.3% increase in GDP.

Th e RMB/BER Business Confi dence Index 
is the unweighted mean of fi ve sectoral indices, 
namely, manufacturing, building contractors, 
retailers, wholesalers, and new vehicle dealers. 
Business confi dence can vary between 0 and 100, 
where 0 represents a complete lack of confi dence, 
50 neutrality and 100 extreme confi dence.

NAAMSA comments on 
February sales

NAAMSA reported that the weaker trend in 
domestic new vehicle sales in recent months had 
continued during February with all market seg-
ments, including exports, registering year on year 
declines. Aggregate domestic sales at 46 347 units 
had declined by 1 854 vehicles or 3.8% from the 
48 201 vehicles sold in February last year.

February 2018 export sales at 27 437 vehicles 
had registered a fall of 1 681 units or a decline of 
5.8% compared to the 29 154 vehicles exported in 
February last year. However, exports for the fi rst 
two months of the year remained 2% above the 
corresponding two months in 2017. An increase 
of around 10% in vehicle export sales volumes 
remains possible in 2018.

Overall, out of the total reported Industry 
sales of 46 347 vehicles, an estimated 38 920 units 

or 84% represented dealer sales, an estimated 9.7% 
represented sales to the vehicle rental Industry, 
3.7% to industry corporate fl eets and 2.6% 
to government.

Recent improvement in the Reserve Bank’s 
leading indicator and further recent increases 
in the Purchasing Manager’s Index, anticipated 
an improved outlook for the economy over the 
medium term. Th e considerable appreciation 
in the value of the Rand would also reduce 
infl ationary pressures.

Recent positive political developments and 
improved business confi dence should also serve to 
support higher economic growth in 2018 especially 
now that South Africa was able to avoid a further 
credit ratings downgrade at the end of the fi rst 
quarter of 2018, actual economic growth could well 
surpass current expectations.

In such an environment, economic growth 

could well recover to a level above 1.5% in 2018. 
Replacement demand and reduced vehicle price 
infl ation, because of the stronger Rand, should 
support new vehicle sales in the months ahead.

Th e February 2018 Budget had reiterated 
government’s commitment to fi scal con-
solidation, limiting government expenditure 
and ensuring that State Owned Enterprises 
would be subjected to strict governance and 
operational standards.

However, the increase in Value Added Tax, 
vehicle emissions taxes, the substantially higher 
ad valorem duty for premium luxury vehicles with 
retail selling prices more than R900 000 as well as 
the substantial increase in the fuel levy would im-
pact on consumers’ disposable income and could 
impact new vehicle sales from April 2018 onwards. 
Hopefully, a higher economic growth rate would 
outweigh these factors. ■

RENTAL 67 279 57 285 -14.9%

DEALER 407 605 419 645 3.0%

GOVERNMENT 17 339 19 198 10.7%

SINGLE 16 762 16 764 0.0%

2017 Actual WesBank 
forecast % Change

Total Market

WesBank’s 2018 prediction

TOTAL 557 584* 561 753* 0.75%

*Rolled up to account for unreported segments

Here’s what our previous predictions looked like:

Actual WesBank Variance

2012 630 542 612 660 -2.84%

2013 649 216 638 508 -1.65%

2014 644 257 646 228 0.31%

2015 617 691 650 031 5.24%

2011 578 877 567 850 -1.90%

2016 547 480 543 306 -0.76%

2017 557 586 557 000 -0.1%
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On the 26th of March 2008, Tata Motors purchased 
Jaguar and Land Rover from the Ford Motor 
Company for $2.3 billion. Over the last decade 
the increase in unit production, the creation of 
jobs, investment in engineering and the shift  to a 
Chinese-based assembly were viewed as controver-
sial for this quintessential “British” brand, but it 
has paid off .

Jaguar Land Rover hit record sales highs 
in 2017, with Jaguar upping their sales by 20%. 
Overall, sales have tripled since 2009. It is hard to 
believe that Tata almost walked away from the deal 
when the Labour Government set out harsh terms 
for fi nancial help during the economic downturn.

“Tata Motors took a relaxed approach to the 
takeover,” said Jeff  Osborne, Head of Gumtree 
Automotive. “Th ey invested heavily in research 
and development, launching popular new models 
for both brands, and using their clout in China to 
sell close to 150,000 units last year alone.”

Th e Jaguar F-Pace, XE and XF models were 
the bestselling, as was the Discovery Sport. 
“Th eir strong presence in China helped bolster 
sales following a diffi  cult year for auto sales 
in Europe.”

Th e renewed confi dence in the Jaguar brand 
on its home shores has even led to the coining of 
the phrase the “JLR eff ect”, a boost in local sales.

“Th ere’s plenty on the cards for Jaguar Land 
Rover, including the opening of the fi rst European 
research and development base in Ireland, 
where Intel has had a research facility for close 
to two decades. Th ey made the move to recruit a 
150-strong tech team to work purely on electric 
and autonomous vehicles – on top of the 5,000 
engineers hired last year. Th ey are future-proofi ng, 
for sure,” Osborne said.

Of course, the company has not been im-
mune to changes in diesel tax and the confusion 
surrounding Brexit, scaling back outputs of the 
Discovery Sport and Range Rover Evoque at their 

UK plant, amid a dip in new car demand in the 
UK. “I don’t see that as a negative,” explained 
Osborne. “It’s a sensible business practice. Sales in 
Europe have decreased across the board, and Land 
Rover has been at peak production for some time 
now. All things considered the company has seen 
impressive year-on-year growth for the last nine 
years, and they’ve hardly set a foot wrong during 
that period.”

Th e JLR buy was certainly a case study for 
Chinese companies making a play for global 
dominance, much like the Geely-Daimler purchase 
earlier this year. “China is a force to be reckoned 
with in terms of manufacturing, marketing, tech-
nology – and sales,” Osborne concluded. “Strategic 
purchases, improved technology and clever pricing 
strategies are going to transform the market and 
potentially push a few big players off  the map. I 
expect we’ll see even more purchases along these 
lines in the next year or two.” ■

Jeff Osborne, Head of Gumtree Autos.

Opinion

10-Year Anniversary of Tata Jaguar 
Landover Buyout: Did the Gamble Pay Off?

“Their strong presence in China 
helped bolster sales following 
a diffi cult year for auto sales 
in Europe.”

“All things considered the 
company has seen impressive 
year-on-year growth for the last 
nine years.”
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Nissan X-Trail/Rogue Retains 
Position as Top-selling SUV

Th e Nissan X-Trail, marketed as the Nissan 
Rogue in some countries, including the United 
States, remains the world’s favourite SUV, selling 
814 000 units in 2017. Th is Nissan model unseated 
the Honda C-RV at the top of the SUV pile in 
2016, ending a four-year winning streak for its 
Japanese rival.

Th e X-Trail/Rogue was also the fourth 
best-selling vehicle in the world in 2017 behind 
the Ford F-Series truck, Toyota Corolla, and 
Volkswagen Golf.

SUVs reached a new record market share in 
2017, accounting for 34% of the market, accord-
ing to the UK automotive business intelligence 
group, JATO Dynamics. A total of 27.9-million 
SUVs was sold in 52 major markets in 2017, which 

was 3.1-million more than in 2016, equating to a 
12.7% increase.

Th e continued dominance of the SUV in 
the global vehicle market has caused sales of 
traditional segments to decline, with compact cars, 
mid-size three-box sedans and multi-purpose 
vehicles (MPVs) impacted the most. ■

Metair Anticipates Big Jump 
in Local Vehicle Production

Th eo Loock, the chief executive of Metair, the JSE-
listed international manufacturer distributor and 
retailer of energy storage solutions and automotive 
components, said he expects local vehicle produc-
tion to grow by 100 000 to 150 000 units a year in 
the medium term.

Loock said this increase would boost national 

production by 16-20% from the current rate of 
about 600 000 units a year. He predicted the bulk 
of the increased production would be exported. 
Th ese estimates did not include Isuzu, which 
Metair also expected to become an exporter.

Metair reported a strong recovery in its 
automotive component business, which translated 
into the company reporting a 22.6% growth in 
headline earnings a share. Group revenue grew 
6.3% to R9.5-billion. ■

Opel on the Mend
Fixed costs at Opel have already been reduced by 
17% according to Peugeot Citroën (PSA) CEO 
Carlos Tavares when he outlined to investors the 
steps he and Opel CEO Michael Lohscheller have 
been taking to turn around the German vehicle 
manufacturer which PSA bought from General 
Motors last year. “We know we can turn around 
this company,” said Tavares. “But it will not be 
easy, otherwise somebody else would have done the 
job before.” ■

It Was Only a Matter of Time
Walmart, the world’s largest departmental store, is 
moving into selling cars, which is something mo-
tor dealers have long feared. Th e company says it is 
now expanding the car-buying service off ered to its 
customers by opening 250 Car Shopping Centre at 
its stores in the US. Th is programme, which runs 
on CarSaver’s digital automotive marketplace, has 
essentially been in pilot mode at 14 Walmart stores 
since the company announced its intention to get 
into automotive retail last year.

Miami-based Car Saver uses a network 
of certifi ed dealerships, banks, and insurance 
companies to support its car-shopping and buying 
assistance to Walmart customers. In addition, 
every car bought on this scheme carries a CarSaver 
lifetime warranty. ■

Snippets

URBAN COMPACT SUV
Just Launched

R169 900 incl. VAT

FROM

continued on next page The Nissan X-Trail remains the world’s favourite SUV, selling 814 000 units in 2017. 
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BMW Under Suspicion
BMW premises in Germany and its research facili-
ties and a factory in Austria have been searched 
by about 100 police and law enforcement offi  cials 
investigating suspected “cheat devices” capable 
of manipulating exhaust emissions, as is the case 
with the Volkswagen Group. Prosecutors said they 
had opened an investigation last month against 
unknown person for suspected fraud.

Automotive News says that BMW, having 
long denied its cars are equipped with soft ware 
designed to defeat emissions tests, said the fi nding 
did not reveal any “targeted manipulation” of 
emissions cleaning.

Meanwhile BMW has recalled 11 700 cars to 
fi x engine management soft ware, saying that the 
wrong programming had been installed. ■

Lexus Takes to the Water
Lexus has announced it plans to produce a 
premium yacht for sale worldwide, building on the 
success of the Lexus Sport Yacht concept. Th e pro-
duction commitment was made by Toyota Motor 
Corporation Executive Vice President Shigeki 
Tomoyama while accepting a special award for the 
concept from Japan’s Boat of the Year committee.

Tomoyama, whose responsibilities include 
Toyota Marine, said sales would start in the second 
half of next year.

Th e yacht will be a 19-metre sport fl y-bridge 
cruiser, with luxury state rooms below deck and 
entertaining space for up to 15 guests. Connected 
services using the company’s new mobility services 
platform will provide security, smartphone inte-
gration, remote diagnostics and maintenance and 
other services. Specifi cations, pricing and other 
details will be announced later.

Toyota Marine, founded in 1990, is one of the 
largest makers of premium yachts in Japan. Its 
Ponam line-up includes fi breglass sport-fi shing 

boats from 7.9 metres to 9,1 metres long and luxury 
cabin-cruisers in 9,4 metres and 10,6 metres 
lengths. Th ey feature fully-welded aluminium 
alloy hulls, each powered by marine versions of the 
turbo diesel engine of the Lexus GX 300d (3.0-litre 
turbo-diesel four-cylinder) or LX 450d (twin-turbo 
diesel 4.5-litre V8) luxury utility vehicles. ■

SUV Sets a Speed Record
An SUV is not meant to outperform a supercar, but 
that’s exactly what happened when the new Range 

Rover Sport SVR took on a fearsome mountain 
road in China.

Land Rover’s performance SUV, driven by 
Panasonic Jaguar Racing driver Ho-Pin Tung, has 
smashed the record for negotiating the 99 corners 
of the famous Tianmen Road.

Th e standard production Range Rover Sport 
SVR set a new unoffi  cial record of 9 minutes 
51 seconds for the 11.3km ascent at an average 
speed of 68.8km/h, beating the previous best of 
10 minutes 31 seconds – set by a Ferrari 458 Italia 
supercar in 2016.

With 423 kW available from its enhanced V8 
supercharged engine, the new Range Rover Sport 
SVR is the fastest ever Land Rover and can acceler-
ate from 0–100 km/h in 4.5 seconds, while its top 
speed is 280 km/h.

To watch the record-breaking run and 
listen to the Range Rover Sport’s distinctive V8 
soundtrack, courtesy of its intelligent two-stage 
active exhaust system, click here https://youtu.be/
DiK0oOahsbY ■

Snippets

 continued from previous page

Lexus has announced it plans to produce a 19-metre sport fl y-bridge cruiser, with luxury 
state rooms below deck and entertaining space for up to 15 guests.
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Awards and Accolades

Two stalwarts in the South African motor retailing 
business, Manny da Canha and Lindsay Bouchier, 
were presented with Lifetime Achievement Awards 
from the National Automobile Dealers’ Association 
(NADA) at the Business of the Year function held 
at the Kyalami Convention Centre recently.

Manny da Canha is one of those people who 
has become a legend in his own lifetime. He is, 
arguably, an entrepreneurial mover and shaker 
without equal in the history of the South African 
motor industry. Just one example is that he 
introduced or reintroduced 18 car and motorcycle 
brands to the South Africa market between 1996 
and 2013.

Da Canha’s impact on the local industry 
is summed up very well in the NADA citation 
covering his achievements over the past 25 years: 
“In recognition of his tenacious passion and 
relentless dedication over many years to changing 
and improving the trading environment within the 
South African retail automotive sector. Manny’s 
legacy of inspirational leadership will be etched 
in the annals of the South African motor industry 
for eternity.”

Harvey Adler, Operational Head: Vehicle 
Import and Distribution at Motus Corporation, 
paid further tributes to Da Canha: “Th ey say there 
is oil (petrol) in our blood (if you work in the 
motor industry), but, like the evolution of cars, 
this person was ahead of the game, running on 
Duracell batteries – no maintenance required and 
lasts six times longer!

“He epitomises the belief that where econo-
mies and corporations allow business to fl ourish 
then entrepreneurs will create opportunities for 
new businesses to develop and grow,” added Adler.

Da Canha was introduced to the local motor 
industry and particularly to Imperial Holdings, 

in the 1970’s. However, 
in 1986 he decided to 
emigrate to Australia 
due to political and 
economic uncer-
tainty in SA. He joined 
Automotive Holdings, 
the largest privately-
owned automotive group 
in Australia, where 
the concept of multi-
franchise dealerships 
was entrenched.

However, when the 
business climate in South Africa was changing, 
with the opening of more trade opportunities, Bill 
Lynch, who headed up Imperial Holdings, per-
suaded Manny to return to South Africa. Manny 
agreed, but only on his terms, which included a 
desire to import cars.

He returned in 1995 and formed Associated 
Motor Holdings (AMH) under the Imperial 
umbrella. His arrival coincided with the introduc-
tion of the Motor Industry Development Plan 
(MIDP), which included a phasing down of import 
duties on built-up vehicles. Th is environment saw 
Manny embark on an aggressive vehicle importa-
tion growth strategy that was to continue for 
two decades.

Brands introduced or re-introduced to SA by 
Manny’s company during this period included: 
Renault (1996), Daihatsu (1997), Kia (1998), 
Hyundai (2000), Citroën (2001), MG and Rover 
(2001), Bentley (2002), SsangYong (2002), Kawasaki 
and Triumph motorcycles (2004), Proton (2005), 
Tata (2005), Chery and Foton (a joint venture 
with Bidvest Auto), Lamborghini (2012) and FAW 
cars (2013).

Harvey Adler con-
cluded by saying: “Age 
was now catching up on 
him – not to mention the 
fact that available auto-
motive brands had been 
exhausted! Th e man was 
fi nally slowing down.

“Manny is a pioneer 
in the South African 
motor industry by 
growing vehicle brands, 
establishing world class 
dealership facilities. 
Th is resulted in creating 
employment together 
with a commitment 

to the development and education of employees, 
while providing the South African public with high 
quality products, variety, and aff ordable motoring.

Lindsay Bouchier’s Lifetime Achievement 
Award citation from NADA had this to say: “In 
recognition of his exemplary dedication and 
extraordinary contribution of many years to 
improving the trading environment of motor 
vehicle dealers. Lindsay’s legacy of outstanding 
contributions and diplomatic leadership will be 
etched in the annals of the South African motor 
industry for eternity.”

Paying tribute to Lindsay’s achievements, 
NADA Director Gary McGraw, said: “Lindsay 
Bouchier is the embodiment of an individual who 
believes in giving back to his peers and sees the 
retail motor vehicle business as a divine calling.

McGraw continued: “In 1992, a quiet, yet 
confi dent dealer principal walked into the NADA 
Border regional annual general meeting and was 
elected chairperson. He took on this portfolio with 
enthusiasm, actively tackling and addressing mat-
ters impacting on motor dealers. He did it so well 
that he was re-elected year aft er year. He held the 
portfolio for 25 consecutive years and is the longest 
serving NAGA regional chairperson and member 
of the NADA national executive committee.

“Lindsay was elected Border regional chair-
person of the Retail Motor Industry organisation 
(RMI) in the same year that he became head of 
NADA in that region. Th is meant many years of 
involvement with the RMI board of directors, RMI 
audit and risk committee and MIBCO.

“Lindsay was due to retire recently, but instead 
joined his son in his dealership business so as to 
share his wealth of experience with the dealership 
team. He also took on the challenge of becoming 
president of MIBCO to serve the broader industry.

“In anyone deserves recognition for a NADA 
Lifetime Achievement Award, it should certain be 
Lindsay Bouchier,” concluded McGraw. ■

Industry Stalwarts Honoured

From left to right: Harvey Adler, Manny de Canha, Lindon Hett 
(Sewells-MSXI Market Leader – Middle East & Africa) and 
Bruce Allan (former NADA Chairman).

From left to right: Bruce Allan (former NADA Chairman), 
Lindsay Bouchier and Lindon Hett (Sewells-MSXI Market 
Leader – Middle East & Africa).
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Awards and Accolades

Th e winners and fi nalists in the various categories 
of the Sewells-MSX International/NADA 2017 
Business of the Year (BOTY) contest once again 
showed, with the fi nancial performances of their 
companies, that South African vehicle retailers 
continue to show resilience and robustness in 
times of falling sales volumes.

“Th e fi nancial performances of the top dealers 
were, similar to those achieved by the winners 
in the BOTY competitions over the past few 
years, despite overall new vehicle sales volumes 
continuing to fall in 2016 and 2017,” commented 
John Templeton, Market Head of Operations for 
Sewells-MSXI in South Africa, which is an out-
sourcing, and consulting company that specialises 
in the automotive industry.

Sewells-MSXI SA analyses and evaluates the 
detailed operating fi nancial data from more than 
1 000 local motor dealerships every month as 
an important tool for the senior management of 
participating dealerships.

All dealers that submit their fi nancial state-
ments to Sewells-MSXI each month qualify to 
participate in an annual contest and are ranked in 
equal-sized groups according to the value of their 
operational assets. Th ey are then ranked from 
highest to lowest using Return on Average Assets 
(ROAA) percentages without repeating any of the 
previous vehicle brands.

In addition, Sewells-MSXI SA operates 23 
performance groups nationally, each with about 10 
members, and these people meet regularly as think 
tanks to develop ways of improving the operational 
performance of their motor dealerships. Th ose who 
have been a member of a performance group for at 
least two years are considered for a special annual 
award which is based on the percentage improve-
ment by their dealership year-on-year.

Th e list of nominees is then passed to Sewells-
MSXI performance group facilitators for their 
qualitative evaluation and personal knowledge 
of the various nominees to agree a winner on 
a  consensual basis.

Once a year the top performers in various 
categories are honoured. Th e 2017 winners were 
announced at a gala banquet at the Kyalami 
International Convention Centre on March 7. Th is 
was the 21st year that these prestigious awards have 
been made.

Th e awards have the backing of the National 
Automobile Dealers Association (NADA) and the 
event was supported by several players in the retail 
automotive environment in the form of WesBank, 
TransUnion, Britehouse, Africa Analytics, Gumtree 
and Wilken Communication Management.

Th is year awards were made in seven 
categories, with the latest addition being for multi-
franchise dealers, handling two or more franchises 
in a single fi nancial reporting format, aggregates 
the performance of multiple brands into a single 
outcome. Other categories were: large, medium, 
and small dealerships, luxury, and commercial 
vehicles as well as a special award for the Most 
Improved Performance Group Member.

“Th is year’s Business of the Year contest has 
once again proved a wonderful motivator for 
the dealerships committed to submitting their 
monthly fi nancial reports to Sewells-MSXI so 
that this data can be analysed and, in turn, used 
to improve these businesses,” explained John 
Templeton. “I believe we have identifi ed worthy 
winners and we look forward to these prestigious 
awards continuing to spur other dealerships to get 
into the winner’s circle in the 2018 competition.”

2017 AWARD WINNERS
Multi-franchise Dealerships 
(Two or More Franchises)

 Peet Hoff man (Penta Suzuki Klerksdorp). Other 
fi nalists: Donna McCollough (CMH Mazda 
Umhlanga) and Johann Snyman (Rustenburg 
Toyota and Hino).

Luxury Vehicle Dealerships

Doran Jaff e (Lexus Cape Town City). 
Other fi nalists: Philip Clough (Audi Centre 

Arcadia) and Christo Henning (Super Group 
Rustenburg – Land Rover).

Commercial Vehicle Dealerships

Pritesh Singh (Hino Pietermaritzburg). Other 
 fi nalist: John Els (Tavcor Commercial Vehicles).

Small Dealerships

Christo Henning (Super Group Rustenburg 
– Mazda). Other fi nalists: Des van Zyl (Lionel 
Motors – Renault) and Jaco van der Merwe 
(Messina Toyota).

Medium Dealerships

Neille Faber (NTT Toyota Groblersdal). 
Other fi nalists: Darryl Govender (CMH Nissan 
Pietermaritzburg) and Tariq Abdoola (McCarthy 
Volkswagen Silver Oaks Crossing).

Large Dealerships

Stephan Delport (McCarthy Volkswagen Arcadia). 
Other fi nalists: Robert Downes (CMH Nissan 
Pinetown) and Peter Vermaak (McCarthy 
Toyota N1 City).

Most improved Performance 
Group Member

Gavin Brereton (Halfway Ford Goodwood). 
Other fi nalists: Debbie Smith (Imperial 
Nissan Durban) and Fabio Lazzari (Lindsay 
Saker Edenvale). ■

Business of the Year Winners Announced

Winners of the Sewells-MSXI/NADA Business of the Year awards were: Front (from left): 
Hino Pietermaritzburg Dealer Principal Pritesh Singh (Commercial Category); Etienne 
Pienaar representing Halfway Ford Goodwood Dealer Principal Gavin Brereton (Most 
Improved Performance Group Member); McCarthy Volkswagen Arcadia Dealer 
Principal Stephan Delport (Large Dealership); Leon Brand representing Cape Town 
City Lexus Dealer Principal Doran Jaffe (Luxury Category). Back (from left): Bruce Allan 
(former NADA Chairman); Super Group Rustenburg–Mazda Dealer Principal Christo 
Henning (Small Dealership Category); NTT  Toyota Groblersdal Dealer Principal Neille 
Faber ( Medium Dealership Category); Penta Suzuki Klerksdorp Dealer Principal Peet 
Hoffman (Multi-franchise Category); Penta Suzuki Klerksdorp, Jaco Scheepers; Lindon 
Hett (Sewells-MSXI Market Leader – Middle East & Africa).
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More than 150 professionals gathered in Dubai 
recently to discuss future opportunities in Saudi 
Arabia’s automotive aft ermarket, as the fi rst wave 
of Saudi women look to apply for driver’s licenses 
in June 2018, allowing them to drive legally in the 
Kingdom for the very fi rst time.

According to national statistics, approximately 
4.5 million Saudi women are between 20 to 34 
years old, of which 1.5 million are employed. It 
is estimated that anywhere between 90 000 and 
150 000 women will now apply for their driving li-
cences annually, providing a potential major boost 
to car sales in the Gulf region’s largest auto market.

Th e expected infl ux of new drivers on the 
Kingdom’s roads will also have a signifi cant 
impact on the auto parts, maintenance and 
services industry, which was the hot topic at 
the 11th Automechanika Network, attended by 
manufacturers, distributors, wholesalers, retailers, 
and industry experts.

Focusing on key trends and issues that 
aff ect the regional automotive aft ermarket, the 
Automechanika Network takes place twice a year 
and is hosted by Messe Frankfurt Middle East, the 
organiser of the Automechanika Dubai, Riyadh, 
and Jeddah trade fairs.

Th e one-day event brings together key indus-
try players in a formal setting to discuss diff erent 
topics related to the automotive aft ermarket, along 
with insightful presentations by industry experts.

Vitali Bielski, Senior Consultant for Mobility 
Practice at analysts Frost & Sullivan, was one of 
the speakers today. He expects major changes 
in the way aft ermarket services are delivered to 
female customers. “Th is includes more comfortable 

waiting lounges at quick lube stations, more 
transparent and customer-friendly pricing lists at 
service stations, and services off ering children play 
areas, for example,” he explained.

“Additionally, women tend to be more 
consistent in terms of vehicle maintenance which 
means more regular repairs. As of now it’s too 
early to provide estimates, but we don’t expect 
major changes in terms of industry structure, 
pricing or distribution channels. Soft  factors are 
expected to play much more important role in 
the aft ermarket.”

Bielski said once these changes start aff ecting 
new car sales, they’ll have a positive impact on the 
number of vehicles in operation and will result 
in higher parts and accessories sales. “Also, since 
women tend to service their vehicle regularly and 
are more loyal to the brand or a specifi c company, 
doing it right the fi rst time will become even more 
important for aft ermarket companies,” he added.

Mahesh Bendre, Vice President from TechSci 
Research, also delivered a presentation about 
Saudi’s automotive trends in 2018 and beyond. 
He said Saudi’s new decree to allow women to 
drive will likely have a positive eff ect not only 
on demand for parts and services, but on new 
automotive technologies.

“In the next few years, there will likely be a 
signifi cant increase in demand for new automo-
tive technologies related to vehicle and passenger 
safety, vehicle health and maintenance, driver as-
sistance, and so on,” said Bendre. “Being the major 
contributor to the GCC market, Saudi Arabia will 
play a major role in expanding the market for such 
automotive technologies.”

According to Bendre automotive companies 
and aft ermarket service providers should focus 
their attention on new technologies that can 
be specifi cally targeted toward female drivers: 
“Women drivers not accustomed to driving before 
would want features in their vehicles that improve 
vehicle drivability and that will eventually boost 
their confi dence,” he said.

“For Saudi Arabia it’s important to understand 
new avenues for automotive market growth as 
they will not only be demand for new vehicles 
which will largely be hatchbacks but also increased 
demand from other automotive technologies that’ll 
enhance vehicle safety, driver assistance, and 
overall drivability.”

Bielski expects aft ermarket companies to 
compete for female customers by improving their 
off ers and making them more customer-friendly: 
“Hiring women as part of their staff  interacting 
directly with female customers can become part of 
a successful strategy,” he added.

“Women tend to rely on mechanics’ 
recommendations more than men, therefore 
properly educating personnel dealing with 
female customers is critical. Companies offer-
ing personalisation of products and services 
are likely to be among those which could 
benefit from addressing this new segment 
of customers.”

Automechanika Dubai is the Middle East 
and Africa’s largest international trade fair for 
the automotive service industry, and is expected 
to feature more than 1 900 exhibitors from 57 
countries when it opens for the 16th time from 1 
May 2018 at the Dubai International Exhibition 
and Convention Centre.

Saudi’s growing importance in the regional 
auto motive aft ermarket has not only resulted in 
large numbers of Saudi trade buyers being regular 
visitors of Automechanika Dubai, but also led 
to the establishment of Automechanika in the 
Kingdom with shows in Jeddah and Riyadh, both 
of which have elicited favourable response from 
regional trade.

Th e inaugural edition of Automechanika 
Riyadh last month saw 4,961 trade buyers 
networking with 154 exhibitors from 21 countries. 
Meanwhile, the western port city of Jeddah saw the 
second edition of Automechanika Jeddah attract 
4,011 trade buyers meet up with 174 exhibitors 
from 25 countries. ■

New Business Channels Open Up as 
Saudi Women are Allowed to Drive

“Since women tend to service 
their vehicle regularly and are 
more loyal to the brand or a 
specifi c company, doing it 
right the fi rst time will become 
even more important for 
aftermarket companies.”

“Women also rely on mechanics’ 
recommendations more than 
men, therefore properly educating 
personnel dealing with female 
customers is critical.”
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Together with key players from the private sector, 
the German Federal Ministry for Economic 
Cooperation and Development (BMZ) re-
cently started its digital mobility concept “Moving 
Rwanda” in the metropolitan area of the country‘s 
capital Kigali. “Moving Rwanda” connects the 
production of Volkswagen cars in Kigali, which 
will start in the near future, with a shared usage 
concept as well as with a training initiative for 
modern professions. Th e concept aims at imple-
menting environmentally friendly car sharing 
models with plans for the utilisation of electric cars 
as a further future goal.

Germany supports the initiative by establish-
ing a digitisation centre for specialised personnel 
and know-how transfer in the capital Kigali, 
together with Rwandan partners. Besides its 
cooperation with Volkswagen, the BMZ is also 
partnering with Siemens, SAP and Inros Lackner 
to implement the concept.

“We want to provide modern training op-
portunities for Rwanda‘s youth”, Federal Minister 
Gerd Müller said. “By doing that, we provide these 
young people with future prospects in their home 
country – as mechanics for fl eet maintenance or as 
soft ware developers. Th is is a further commitment 
with respect to the concrete implementation of our 
‘Marshallplan with Africa’”.

When it comes to economic growth, digitisa-
tion and urban development Rwanda is one of 
the leading countries in Africa. Th e country 
has ambitious plans for smart mobility; in 2016 
Rwanda introduced a bus system with on board 
WIFI, bicycle traffi  c received active support and 
pedestrian pavements are currently being built.

“African cities are facing major challenges. 
Already today half a billion people live there, soon 
there will be twice as many. We need sustainable 
and environmentally friendly mobility concepts, 
otherwise the cities will drown in traffi  c jams, air 
pollution and noise. With the ‘Moving Rwanda’ 
project we want to provide digital solutions. Th ree 
in four Africans have a cell phone, but only four 
per cent own a car. Th e tech-savvy population can 
now use an app to fi nd a car-sharing opportunity 
or to rent a car. Such modern mobility concepts 
provide signal eff ects for all of Africa,” continued 
Federal Minister Müller

“Having the German Government and other 
German companies supporting our planned 
Integrated Mobility Solution for Rwanda is just 
reward for the team that has been working so 
hard on turning what was just a dream 18 months 
ago into a reality,” commented Th omas Schaefer 
Chairman and Managing Director of Volkswagen 
South Africa.

Germany‘s 
BMZ has for a 
long time been 
supporting 
sustainable 
city transport. 
Currently more 
than 1 000 
specialised and 
management 
personnel are 
being trained 
and provided 
advanced voca-
tional training opportunities. Among others the 
leading personnel of transport services in African 
metropolitan areas such as Accra, Addis Ababa, 
Lagos and Nairobi have been linked up with 
German experts from the fi elds of municipalities, 
the economy and science. At the same time the 
BMZ together with Germany‘s development bank 
KfW provides one billion Euro for investments in 
sustainable transport systems in developing and 
emerging countries. Th ese funds – among others 
– provide fi nance for a rail network in Tunisia’s 
capital Tunis, cycle lanes in Namibia’s capital 
Windhoek and energy effi  cient water transport in 
the port city of Kochi in southern India. ■

VW Backs Mobility and Training in Rwanda

BY ROGER HOUGHTON

Th e dream of South Africa being the springboard 
into Africa for local vehicle makers continues to 
remain a dream. And a very bad dream at that, as 
this market continues to shrink.

Exports of built-up vehicles into countries 
north of our borders continue to fall as African 
economies struggle, particularly those like 
Angola and Nigeria, which depend on selling oil. 
For instance, Angola has taken only one vehicle 
from SA in the fi rst two months of 2018, while 
Nigeria, the supposed “powerhouse of Africa” has 
imported only 63 units. A lack of foreign exchange 
is another problem faced by importers in many of 
these countries.

Year-to-date sales into other African 
countries from SA totalled 3 134 units for the 
fi rst two months of 2018, compared to 3 524 for 
the same period in 2017, 5 413 in 2016 and 7 934 
in 2015. Th e downward slide does not seem like 
ending either.

Toyota maintained leadership in African 
exports with 1 369 units shipped in January and 
February, compared to 1 044 for perennial runner-
up, Nissan. Th e comparative fi gures for these two 
makers in the fi rst tow months of 2017 were 1 417 
and 1 269 units respectively. Th e only other SA 

exporters of note in the fi rst two months of 2018 
were Isuzu with 228 units and Ford with 137.

Ghana remains the largest market for SA-built 
vehicles, taking 584 in the fi rst two months of 2018, 
compared to 852 in the same period last year. Next 
best was Zambia (430) followed by Kenya (356) and 
Zimbabwe (199).

Total exports into African countries from SA 
in February totalled only 1 718 units, compared to 
1 982 in February last year and 1 869 in February 
2016. Toyota was beaten by Nissan in exports 
for the third February in a row Th is year Nissan 
exported 771 units compared to 620 for Toyota, 161 
for Isuzu, 48 for Honda and 15 for Ford.

Ghana again took the bulk of these vehicles 
(427), followed by Zambia (206), Ivory Coast (124), 
Zimbabwe (117) Mauritius (112), Benin and Kenya 
(110 each). ■

Growing Exports into Africa Remains 
a Dream for SA Vehicle Makers

Toyota maintained leadership 
in African exports with 1 369 
units shipped.

VWSA Chairman & MD 
Thomas Schaefer.



Subscribe for free @ www.autolive.co.za  Page 14

Terms and conditions apply.

THE ALL-NEW

FROM R299 900

Redefine the look of success in the striking new Hyundai Elantra, where world-class comfort and advanced performance 
meet. An advanced rear park assist system and an impressive impact-sensing door unlocking system adds to a state-of-the-art 
driving experience. Standard with infotainment (including SatNav), leather seats and cruise control, you’ll soon find out why the 
new Elantra is one of the best sedans in the world.

http://www.hyundai.co.za
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The vehicle theft insurance cover, 
which is underwritten by King 
Price Insurance, becomes valid 
only once a Cartrack tracking 
device is installed in the vehicle.

Th rough its subsidiary, Drive and Save (Pty) Ltd., 
Cartrack has launched an aff ordable insurance 
product strictly for vehicle theft  that will only cost 
R9.99 for potential Cartrack customers.

To take advantage of this off er, customers have 
to fi rst subscribe to a Cartrack vehicle tracking 
system with a monthly subscription of between 
R99 and R179. Th e R9.99 insurance premium 
remains the same regardless of the value of the 
vehicle being insured.

Th e vehicle theft  insurance cover, which is 
underwritten by King Price Insurance, becomes 
valid only once a Cartrack tracking device is 
installed in the vehicle. Th e insurance off ering pays 
up to R150 000 in the event of theft .

Cartrack South Africa CEO, Andre Ittmann, 
noted that this new product will provide a 
much-needed lifeline to thousands of South 
African motorists.

“Th e theft  of a vehicle, with no means to fund 
a replacement, is a real threat for many vehicle 
owners, especially lower-income families facing 

fi nancial pressures. As such, aff ordable insurance 
is vitally important as a means to protect against 
the risk of vehicle theft , which is an asset that oft en 
ensures livelihoods.”

Cartrack has a 93% audited stolen vehicle 
recovery rate and provides fl eet, mobile asset and 
workforce management solutions, underpinned by 
real-time actionable business intelligence, delivered 
as Soft ware-as-a-Service (SaaS). Th is is in conjunc-
tion with the service of tracking and recovery of 
stolen vehicles. Its technology is widely accepted by 

motor manufacturers and insurers, with hardware 
and installations being of the highest standard.

“Drive and Save, together with Cartrack, 
understands that consumers face tough economic 
pressures in terms of choosing to access aff ord-
able vehicle theft  insurance. We fi rmly maintain 
that through off ering this product, a range of 
uninsured drivers will enter the insurance space 
and subsequently benefi t from better security and 
peace of mind that was not previously accessible to 
them,” concluded Ittmann. ■

Affordable Vehicle Theft Insurance Through Cartrack

It’s an idea that could one day help save billions of 
litres of water. Instead of simply wiping raindrops 
off  our car windscreens, why not collect and reuse 
the water via the washer jets?

Brother and sister Daniel and Lara Krohn were 
travelling in the family car last summer when the 
heavens opened. But when their dad Gerd tried to 
clear away the smears, the reservoir was empty – 
and the windscreen just got dirtier and dirtier.

Th e two clever kids’ idea to capture the 
raindrops and reuse them won fi rst prize in a local 
science competition and has now been developed 
for a full-sized test car.

“It was a downpour. Th ere was water every-
where – except in the windscreen wiper reservoir. 
My sister and I thought this was really funny and 
then the answer suddenly seemed obvious. Simply 
reuse the rainwater,” said 11-year old Daniel, from 
Jülich, in Germany.

“We couldn’t believe that no-one had thought 
of it before,” added 9-year old Lara. “To try it out, 
we took apart our toy fi re engine and fi xed the 
pump to a model car inside an aquarium. Th en we 
added a fi ltering system to ensure the water was 
clean. It just worked really well.”

Engineers at Ford who heard about the idea 
were so intrigued that they off ered to install a 

fullsized device into a Ford S-MAX test car. To col-
lect the water, rubber pipes connected the bottom 
of the windscreen to the reservoir.

“Daniel and Lara’s idea has been staring 
drivers in the face for decades – and it has taken 
one moment of ingenuity to bring it to life. In less 
than fi ve minutes of rainfall the washer reservoir 
is completely full,” said Th eo Geuecke, supervisor, 
Body Exterior Hardware, Ford of Europe.

“What a brilliant idea! Innovations like 
these are essential to make the water we have go 
further. We will all need to change our behaviour 
to waste less water, but we’ll also need clever 
new bits of kit like the one Daniel and Lara have 
designed,” enthused Nicci Russell, managing 
director, Waterwise.

Watch Daniel and Lara’s invention at 
work by visiting https://www.youtube.com/
watch?v=X5IreuF-tOY&feature=youtu.be ■

Clever Kids Develop Ingenious Way 
To Keep Your Windscreen Clean

https://www.youtube.com/watch?v=X5IreuF-tOY&feature=youtu.be
https://www.youtube.com/watch?v=X5IreuF-tOY&feature=youtu.be


Subscribe for free @ www.autolive.co.za  Page 16

Th irty-seven per cent of South African motorists 
say they will still choose diesel vehicles over petrol 
vehicles even though recent studies show up to 
38 000 people die prematurely as a result of diesel 
engines exceeding their stated emissions stand-
ards. Th is is one of the fi ndings in a recent survey 
by the Automobile Association (AA).

According to the data, 56% of respondents say 
they prefer diesel over petrol engines, with only 
four per cent stating that being aware of the deaths 
related to exceeding emissions standards will 
change their minds.

“South African motorists must, however, 
begin to realise diesel engines may be on their way 
out. Internationally car makers are being forced 
to adhere to stringent emissions standard or face 
heft y fi nes,” noted the AA.

“Th ese car makers are grappling with tough 
choices to either re-engineer existing (diesel) 

engines are huge costs, restrict sales of some profi t-
able models, or risk hundreds of millions of euros 
in penalties. While this is not yet a big debate in 
South Africa, the impact of these decisions will have 
far-reaching consequences for the local market.”

Sales of diesel vehicles in Europe were sharply 
down in 2017, sparking concern that the decline in 
second-hand values would lead to a total collapse 
of the diesel vehicle market. Mounting pressure 
on international car makers to meet imminent 
European emissions standards for new vehicles is 
also foretelling the fast-tracking of the demise of 
these engines.

“While the results of our survey still indicate 
a diesel favourability, we would urge motorists to 
carefully consider their options when buying new 
or used diesel vehicles. If European car makers 
begin reducing production of these cars, the eff ects 
will be felt on aft ersales servicing, and parts. Local 
motorists can no longer ignore these signs which 
are coming through strongly from the European 
market,” the AA warned.

“Electric vehicles are certainly an option, 
especially for those conscious about the environ-
ment. However, South Africa still lags behind 
other countries in making charging stations 
readily available everywhere, especially on the 
scale which meets demand. And, while electricity 
supply seems stable for the moment, sustained 
availability remains a concern,” concluded 
the Association. ■

AA Announces Results of 
Diesel vs Petrol Survey

“South African motorists must, 
however, begin to realise diesel 
engines may be on their way out.”

Th e overriding theme throughout the NADA/
Sewells-MSXI conference, held at the Kyalami 
Convention Centre recently, was the need for the 
retail motor industry to accept that they must 
make drastic changes to the way they do business if 
they are to remain viable in the future.

According to John Templeton, Market Head 
Operations at Sewells-MSX International South 
Africa, local dealerships have the benefi t of a solid 
foundation as they face the future. He said they are 
generally fi nancially robust and operate in a ma-
ture economic segment with an established supply 

chain, while there is still a strong entrepreneurial 
spirit across this sector.

However, even now, motor retailers are 
facing challenges in the form of high levels of 
human resource attrition, the need for rapid 
transformation in terms of staffi  ng (Economic 
Black Empowerment) and the threats posed to the 
traditionalist retail model by on-line operations 
such as Autotrader, Gumtree, Cars.co.za and We 
Sell/Buy Cars.

Templeton stressed the need for dealer 
management to build staff  loyalty and to encourage 

long service as there are, reputedly, many 
people in the local motor industry who 
are changing jobs on an annual basis. In 
his dealings with the OEMs around the 
country they are quoting as many as 60% 
of staff  changing each year.

“Signifi cant staff  turnover is not 
only disruptive, but also expensive as one 
has to look for replacements and train 
them, which results in delays before that 
person is fully productive,” explained 
Templeton.

Th en there are what Templeton calls 
the New Building Blocks, which include 
changing trends in mobility attracting 
new players such as Uber. Another trend 

is the option of alternative vehicle ownership, such 
as car-sharing, as well as alternative fi nancing 
solutions off ered by the OEMs and the necessity 
for dealer effi  ciencies to improve and streamline 
markedly in terms of processes and operations 
in general.

Looking further into the future, Templeton 
said that other disruptors that motor dealers will 
face include the evolution of technology which 
is already seeing further extensions in service 
intervals, the probable arrival of Right to Repair 
in some form, more alternative vehicle fi nancing 
options with the arrival of new banks, including 
Discovery, and the possible spread of a chang-
ing retail model such as that being driven by 
Mercedes-Benz, where the OEM holds stock. ■

John Templeton, Market Head Operations 
at Sewells-MSX International South Africa.

Maintaining Dealer Staff Loyalty is 
Critical in These Changing Times

Photo: iStock
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involved in new corporate social investment 
initiatives through the global Ford Fund. Among 
the new programmes is a donation of R335 000 
to Gift  of the Givers for drilling boreholes in the 
water-scarce Western Cape, as well as R135 000 
that is being invested in a project using beach 
chairs that fl oat to provide beach access to the 
physically handicapped. ■

about 2018 as local production capacity had been 
increased from 100 000 to 124 000 units a year 
following a R3-billion upgrade to the Silverton 
plant. Th is included a major change to “doors off  
assembly” which improves quality and reduces the 
incidence of damage.

He said that Ford, under its new President and 
CEO, Jim Hackett, was being revitalised globally 
as it aims to be the most trusted mobility company 
in the world. Th e key word to the latest strategy is 
“fi tness” in terms of the ability of the company and 
its employees to compete worldwide, with smart, 
connected vehicles that are developed and built at 
lower costs.

Kruger said that Ford SA was also getting 

BY ROGER HOUGHTON

Th e Ford Motor Company of Southern Africa 
(FMCSA) is in for a busy time in 2018 as it ramps 
up local production of its Ranger and Everest 
models and introduces four new or upgraded 
model ranges which are imported.

Th e current Figo, Fiesta and EcoSport models 
are on run out, with replacements due in the sec-
ond quarter of the year, while revised Transit and 
Tourneo models will be introduced in the fourth 
quarter. Th e much-anticipated, high performance 
Raptor derivative of the Ranger, which is to be 
built at the Silverton plant, will arrive only in 2019.

Speaking at a recent business briefi ng in 
Pretoria, Neale Hill, Director of Marketing, Sales 
and Service for FMCSA, said he and his team were 
looking forward to these product renewals aft er a 
good year for sales in 2017, when the Ford Ranger 
double and extended cab models were the top 
sellers in their segments, as were the EcoSport SUV 
and Mustang sports car.

Casper Kruger, who was appointed CEO of 
the company last year, said he was also optimistic 

The current Figo, Fiesta and 
EcoSport models are on run out, 
with replacements due in the 
second quarter of the year.

Local production capacity had 
been increased from 100 000 to 
124 000 units a year following 
a R3-billion upgrade to the 
Silverton plant.

BY ROGER HOUGHTON

Dr Azar Jammine, a director and chief economist 
at Econometrix, is relatively upbeat about business 
prospects in South Africa following the replace-
ment of Jacob Zuma by Cyril Ramaphosa as the 
country’s president. However, he warned of “lots 
of challenges” ahead before the GDP moved into 
the realm of 5% which is required to really get the 
economy moving and to reduce unemployment.

Speaking at a recent Ford media brief-
ing in Pretoria, Jammine said international 
investors now see South Africa as a promising 
investment destination in a world that has 
substantial liquidity.

“Doing business in South Africa is looking 
attractive, notwithstanding the risks that still 

abound,” he added. “Th e government’s economic 
strategy now seems closely linked to the National 
Development Plan, a vision for 2030 launched 
in 2010, and President Ramaphosa seems the 
right person to drive it as he was chairman of the 
committee that drew up the plan.”

Jammine said that he believed the rand may 
weaken to R13 to the dollar by the end of the year, 
although R12.50 would be “ideal.” He said that 
Econometrix’s forecast for economic growth was 
1.9% in 2018, rising to 2.2% in 2019.

Th e experienced economist added that obsta-
cles included the government debt now amount-
ing to 50% of GDP, a reduction in government 
expenditure on capital projects together with an 
underspend by many municipalities.

Jammine said he expected infl ation to remain 
low, while there could be a cut in in interest rates.

Moving to the local motor industry he said 
that car sales tend to move with changes in 
the GDP, so growth in the market will remain 
low, although the gap was closing in terms of 
the cost of new and used vehicles, due to used 
vehicle infl ation. ■

Dr Azar Jammine, a director and 
chief economist at Econometrix.

Economist Sees Positive 
Outlook with New President

Ford SA on a Roll with New Model Introductions

Casper Kruger, CEO of FMCSA.
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BY ROGER HOUGHTON

Bruce Allen, a former chairman of the National 
Automobile Dealers’ Association of SA (NADA), 
has moved from four wheels to two as he under-
takes the mammoth task of being the offi  cial dis-
tributor for Triumph motorcycles in South Africa. 
Th is is a joint venture with the Fury Motor Group, 
where Allen was employed previously as Franchise 
Director for the General Motors Division.

Allen, who was chairman of NADA for three 
years from 2014, has 24 years of automotive retail 
experience, which includes three years as a director 
of the RMI. He was not a motorcycle enthusiast be-
fore his latest career move but has already bought a 
Triumph adventure bike and admits having fallen 
off  a few times already as he learns a new discipline 
the hard way!

Triumph SA (Pty) Ltd. has taken over the 
franchise from Kawasaki Motorcycles SA.

“Th e addition of Triumph motorcycles to the 
Fury portfolio, aft er year-long negotiations, is an 
exciting venture and following our mission state-
ment of ‘Doing the right thing’ we intend to ensure 
Triumph enjoys the rightful positions among 
premium motorcycle brands that it deserves,” said 
Marq Roberts, CEO of the Fury Group.

According to Allen, Triumph – which has been 
represented in SA for the past 23 years – sold about 
500 motorcycles last year for a 6 to 6.5% share of its 
segment (over 500 cc capacity) in a falling market. 
Overall motorcycle sales were more than 30% 
down last year compared to four years ago. Th e 
target for Triumph in SA is to use brand focus in 
an expansion programme that aims to grow sales 
to between 800 and 900 units in 2021/2.

Initially there will be only one sales outlet, but 
strategically-placed servicing facilities.

“We have committed to building a fl agship 
Triumph World Black facility near Fury Ford in 

Woodmead, Sandton, with plans to build further 
dealerships in Cape Town next year and in Pretoria 
in 2020,” explained Allen.

“Th e former Fury premises in South Road, 
Sandton, will be used as the Triumph head offi  ce 
in the interim, with the new Woodmead facility 
due to open at the end of the year. Th e historical 
Triumph dealers in Gauteng (Centurion, Edenvale, 
and Boksburg) will continue to act as authorised 
service centres during construction of the 
Woodmead facility.

“Cape Town, Durban and Port Elizabeth 
dealers will also continue to support Triumph 
owners with service and we are looking at a service 
facility in Bloemfontein. Current warranties will 
be honoured, and a parts order was placed at the 
beginning of March,” said Allen at a media briefi ng 
in Johannesburg recently.

Triumph SA will sell adventure and touring 
motorcycles (Tiger 800, Tiger 1200, and Tiger 
Sport), roadsters (Street Triple and Speed Triple) 
as well as modern classics (Bonneville T100, 
Bonneville T120, Th ruxton, Street Scrambler, 
Bobber and Speedmaster).

Th e fi rst shipment of Triumphs is on the water 
and retail sales will start in May. For additional 
information visit, www.triumphbikes.co.za. ■

Triumph motorcycles were made for the fi rst time in Britain in 1902 and the company is now in a 
better position than at any other time in its illustrious history, in terms of fi nances, facilities and its 
comprehensive product range.

When the company went bankrupt in 1983 John Bloor, a former plasterer who acquired his 
wealth from construction and property development, became interested in keeping the brand alive, 
so he bought the Triumph name and manufacturing rights from the Offi cial Receiver.

A licensing agreement with a pattern parts maker, Les Harris, kept the Triumph Bonneville in 
limited production from 1984 until Bloor’s new generation models were introduced in 1990, so the 
continuous production record was preserved.

Bloor built a state-of-art factory in Hinckley and now Triumph motorcycles are also built in 
Thailand, with CKD operations in Brazil and India. The company produces about 60 000 motorcycles 
a year with more than 750 dealers and 2 000 employees worldwide. It now sells motorcycles, related 
parts and accessories and clothing in more than 57 countries.

Sales in 2017 amounted to 63 404 units, which was an increase of 11.1% over 2016 with revenues 
of R8-billion and pre-tax profi t of R396-million. ■

New Distributor for Triumph Motorcycles

THE LONGEST-RUNNING PRODUCTION 
MOTORCYCLE BRAND

The team behind Triumph South Africa (Pty) Ltd: Damian Maclachlan (Senior technician), 
Ashleigh James (Sales and Marketing Manager), Riaan Fourie (After Sales Manager), 
Bruce Allen (CEO), Marq Roberts (CEO of the Fury Motor Group), Marthinus Smit 
(Service and Technical Manager of the Fury Motor Group) and Liandre Gibson (Sales 
and Marketing Support).

“Current warranties will be 
honoured, and a parts order was 
placed at the beginning of March.”

Triumph sold about 500 
motorcycles last year for a 6 
to 6.5% share of its segment 
(over 500 cc capacity) in a 
falling market.

http://www.triumph-motorcycles.co.za
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Th e Land Rover has a long involvement in rugby, 
from a grassroots level to the Rugby World Cup 
and the company’s most recent endeavour in this 
regard was the donation of a Rugby Club Starter 
Kit – a repurposed shipping container outfi tted 
with the all the essentials a young rugby team 
needs to nurture talent.

Th e delivery for the new Land Rover Discovery 
and its guest driver, Springbok and Stormers 
Rugby player Siya Kolisi.

Kolisi jumped at the opportunity to tow the 
Rugby Club Starter Kit to its new home in Zwide 
Township, near Port Elizabeth, Eastern Cape. Not 
only is this where Kolisi started his rugby journey, 
on the dusty fi elds of the rural schools, but it is also 
the home of Th e African Bombers – his former 
rugby club.

Said Lisa Mallett, Marketing Director, Jaguar 
Land Rover South Africa and sub-Sahara Africa: 

“As a global supporter of grassroots rugby, we’re 
absolutely thrilled to donate this Rugby Club 
Starter Kit to Th e African Bombers with Siya’s 
help – it is a truly heart-warming story of a 
return to his roots and Land Rover’s continued 
support of grassroots rugby. Th e kit will bring 
the joy of this sport to the young players at his 
old rugby club and inspire them to become 
future Springboks.”

“Th is container is the beginning of something 
huge, something new. It will give them the facilities 
here, that’s how you make the community better. 

Th at’s how you transform a nation. It’s hope,” 
commented Kolisi.

With the Rugby Club Starter Kit set up, mem-
bers of Th e African Bombers now have access to 
brand-new equipment that will help them prepare 
for seasons ahead. Th is includes rugby balls, tackle 
bags, kicking cones, towels, and water bottles.

Additionally, solar panels on the container 
help provide electricity, while built-in desks give 
students a safe, comfortable environment for 
completing their studies and homework. ■

“It is a truly heart-warming story 
of a return to his (Siya Kolisi’s) 
roots and Land Rover’s continued 
support of grassroots rugby.”

Part of the WWF-SASSI’s strategy 
is to get young chefs to champion 
sustainable seafood and 
ocean conservation.

Corporate Social Responsibility

Rugby in a Box

Nissan South Africa has an extensive history of 
supporting conservation across the country and is 
involved with a variety of environmental organisa-
tions that have been doing much-needed work to 
preserve and rehabilitate our natural resources.

As a passionate wildlife champion, Nissan 
sponsored the Explore4Knowledge-WWF-SA 
#Soweto2Sodwana expedition, which involved two 
young chefs making their way from the streets of 
Soweto to the beaches of Sodwana Bay and Durban 
to understand where seafood comes from.

Th anks to Nissan SA, the intrepid adventurers 
travelled in three Nissan Navara Double Cabs.

Th e chefs on the journey, Terror Lekopa 
and Freedom Khanyile, together with 
Explore4Knowledge and the WWF-SA’s Southern 
African Sustainable Seafood Initiative (SASSI), 
embarked on this journey to educate the chefs and 
South Africans about the beauty, and value of our 
oceans. Th is is part of the WWF-SASSI’s strategy 
to get young chefs to champion sustainable seafood 
and ocean conservation.

During the expedition, which took place early 
in March, the team snorkelled the coral reefs of 
Kosi Bay, met local fi shers and rangers, interacted 
with turtles and sharks and underwent WWF-
SASSI training to learn more about ocean conser-
vation, with sustainable seafood practices being the 
primary learning. Th e chefs will ultimately strive 
to implement sustainable seafood practices in their 
own restaurants.

Th e Soweto2Sodwana idea was conceived at 
a WWF-SASSI networking partners meeting by 
John Lucas, Founder of Explore4Knowledge. Th e 
expedition materialised through a partnership 
between Explore4Knowledge and WWF-SASSI, 
made possible through WWF-SASSI’s key funders 
UNEP 10YF Programme and WWF-SA Nedbank 
Green Trust. ■

Sustainable Seafood Expedition Driven by Nissan
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SAVE  

R10 000!

WITH
 EVERY SINGLE

 OR  

DOUBLE
 CAB PURCHASED!

FROM R129 990!*

NEW CHANGAN 
STAR III SERIIES

72 KW • 3YR / 100 000 KM WARRANTY
AVAILABLE IN SINGLE/DOUBLE CAB,

AS WELL AS MINIVAN
  

LOAD BIN IN ITS CLASS)

*T’s & C’s apply
Special only applies to the  
Single and Double Cab.
EXCLUDES THE Minivan

LIL\10873753

GAUTENENG: EAST RAND 011 915 8444 
KEMPTON PN PARK 011 394 7908 KE

ETORIA NORORTH 012 546 4503 PRET
RTON 012 8804 7077 SILVERT

AND 011 668668 0300WEST RAN
D 011 915 848444 EAST RAND 

012 660 109797CENTURION 01
NORTH WEST: BRITS 081 51518 4041  BR

592 5400 RUSTENBURG 014 5
2 4041KLERKSDORP 018 462 

KZN: URG 033 394 24 2595 PIETERMARITZBUR
655RICHARDS BAY 035 789 265

FREE STATE: 058 303 5661 BETHLEHEM 058
BLOEMFONTEIN 051 447 7042 
WELKOM 057 050 0050
LIMPOPO: 855 MOKOPANE 015 491 285
TRICHARDT 017 638 0725/6
EASTERN CAPE: 91 0086 HUMANSDORP 041 291
PORT ELIZABETH 041 484 1905
NORTH CAPE: UPINGTON 054 338 8833 
WESTERN CAPE: PAARL 021 871 1317 
PAROW 021 930 4613 
SWAZILAND: 00268 2518 7867

www.changansa.co.za

WITH
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DOUBLE
 CAB

STAR III SERIIES
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A

*T’s & C& C’s apply
Speciacial only applies to the 

http://www.changansa.co.za
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BY LIANA REINERS

To be honest, I wasn’t expecting much when I ac-
cepted the Changan Double Cab on test. However, 
the more time I spent with it, the more I came to 
realise that although it’s cheap, it’s anything but 
nasty.

Maybe inexpensive would be a better word 
to use, because the Changan really is. For a price 
of R164 900 you get seating for four people and a 
loading bay of 2,06 metres long and 1,52 metres 
wide. Add to that a four-cylinder, 1 243 cc petrol 
engine that produces 72 kW of power and 119 Nm 
of peak torque and a fi ve-speed manual gearbox 
and I’m sure you’ll agree that the overall package is 
not too shabby.

Th e interior of the Changan Double Cab 
screams workhorse, but still off ers features such 
as air-conditioning, central locking, electrically-
operated side windows, an AM/FM radio with 
an auxiliary port and two speakers, plus a digital 
clock. Th e instrument cluster is basic, but provides 
all the information you need and the cloth seats are 
actually quite comfortable.

Although you won’t be setting any speed 
records in the Changan, the little engine is more 
than up to keeping up with traffi  c. Be warned that 
you won’t get much more than 100 km/h out of it 

on the long road though as its top speed is rated at 
only 120 km/h.

Potential buyers of the Changan Double Cab 
are not going to throw it into corners or race from 
one traffi  c light to the next. Th ey are going to use 
it to carry loads and help them run their small 
businesses and in this respect it does what it is 
meant to do.

Add to that a 40-litre fuel tank and an average 
fuel consumption of around 7,5 litres/100 km and 
the Changan becomes a very viable option. It also 
comes with a three-year/100 000km warranty and 
24- hour roadside assistance plan.

I also had the opportunity to test the Changan 
Minivan, powered by the same engine as its Double 
Cab brother. Its fuel consumption was slightly 
better though – around the 6.5 litres/100 km.

Despite its name it’s more panel van than 
minivan and there is loads of space in the back. 
Th ere’s no power steering but it’s still relatively 
easy to manoeuvre and park. I found it quite 
amusing that it had a rearview mirror but no rear 

windscreen so that was a bit of a pointless addition. 
It also meant that seeing behind you was a bit of a 
challenge and reversing relied more on hope and 
prayer than anything else.

Interior comfort and fi nish are acceptable for 
a workhorse and even rear passengers won’t be 
too cramped. I did fi nd the seats to be a bit fl imsy 
though.

If you’re looking to buy a vehicle with luxury 
features and great performance, move along. If, 
however, you need a workhorse that is capable of 
doing the job at hand the Changan should – at the 
very least – be on your shortlist. ■

Working Wheels

Potential buyers of the Changan 
Double Cab are going to use it 
to carry loads and help them run 
their small businesses and in this 
respect it does what it is meant 
to do.

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

digital

Changan’s Hard Workers

The Changan Double Cab.

The Changan Minivan.

http://www.trucksmag.co.za
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Motorsport

BY ROGER HOUGHTON

Winning the Dakar Rally, the toughest motorsport 
event in the world in terms of the demands it 
makes on both crew and vehicle, remains the 
prime target for Glyn Hall’s Toyota Gazoo Racing 
eff ort. However, this goal does not mean the team 
intends relaxing its hold on the South African 
Cross-Country and Rally Championships in 2018, 
as it is the defending champion.

Th e Toyota Hilux has come oh-so-close to 
winning the famous Dakar Rally, fi nishing 3rd in 
2012, 2nd in 2013 and 2015, 3rd in 2016, 4th and 5th in 
2017 and 2nd and 3rd in 2018, but the top place on 
the podium continues to elude Glyn Hall and his 
ultra-successful Hallspeed team.

All these racing Hiluxes have been powered by 
normally-aspirated 5-litre Lexus V8 engines which 
have been at a power disadvantage when the Dakar 
route went to high altitudes in the mountains. 
Here the turbocharged diesel engines have had the 
advantage, despite eff orts by the rule-makers to 
equalise performance of the two engine types.

Th e Toyota team has resisted the temptation to 
go the turbo-diesel route. Now there is a possibility 
of a rule change for the 2019 Dakar Rally which 
may permit the use of turbocharged petrol engines, 
with intake restrictors again being used to control 
and equalise power output.

Th is could be the key to unlock the elusive 
fi rst place for the determined South Africans. A 
turbocharged petrol engine would also be lighter 
and more compact than the V8, so, with the well-
developed Hilux chassis and running gear it could 
be the recipe for success.

Th e Dakar Rally organisers are expected to 
make an announcement shortly as to whether 
petrol engines may be turbocharged in the future. 

Here’s holding thumbs for the sake of all at Toyota 
Gazoo Racing in Sandton!

Th e success of Hallspeed-designed off -road 
racing bakkies worldwide – both in competition 
and commercially – is amazing. Glyn says that 
Hilux No. 34 is currently in local build while bak-
kie No. 23 is under construction from a CKD kit at 
Overdrive Racing in Belgium.

Add in the two, two-wheel-drive Hilux bug-
gies that were built as an experiment in 2016 and 
the 30 Nissan bakkies built by Glyn and his team 
between 2000 and 2010, and you have a grand total 
of 89 world class bakkies built expressly for cross-
country racing, locally and internationally.

Besides the excellent performances in the 
Dakar Rally, Hallspeed bakkies have notched up 
scores of wins and championships all over the 
world, including collecting two coveted FIA World 
Cross Country Championships with Hiluxes 
driven by Nasser Al-Attiyah.

Many of the members of the Hallspeed team 
have been together since the Nissan days and as 
such there is great camaraderie among them – an 
attribute that is vital when tackling a challenge as 
daunting as trying to win the famous Dakar Rally.

Glyn Hall has built up a phenomenal record 
since coming to South Africa in 1980 aft er building 

up valuable experience working for the legendary 
Des O’Dell and the Chrysler-Talbot motorsport 
team in the United Kingdom. Th is low budget team 
surprised the rally “establishment” by winning the 
1981 World Rally Championship with the Talbot 
Sunbeam Lotus. It also notched up some notable 
successes on the race track, as well as winning the 
fi rst London to Sydney Marathon with Andrew 
Cowan driving a Hillman Minx

Unfortunately, Glyn missed the world 
championship-winning milestone as he 
emigrated to South Africa in 1980 to join 
Geoff  Mortimer Motorsport.

Th en, in 1990 he set up his own company, 
Hallspeed, to run the Volkswagen rally team. Glyn 
and his navigator, Martin Botha, caused something 
of a shock when they won the 1990 overall SA rally 
championship in a Class B Volkswagen Golf GTi.

He stopped his rally driving career in 1992 
and joined Nissan Motorsport, fi rst as an engineer 
and then, in 1993 he was appointed manager of 
the department. At Nissan his team was not only 
successful in rallying and off -road racing, but also 
won many tittles on the race track too. It was here 
that he also made his fi rst foray into the Dakar 
Rally with a locally-built Nissan bakkie.

Glyn made the move to Toyota in 2010 and 
besides building winning racing bakkies he 
masterminded – together with his wife, Michelle 
– the design and construction of an imposing, 
state-of-art motorsport facility near the Kyalami 
race circuit.

Glyn Hall has certainly made his mark on the 
motorsport scene, both locally and internation-
ally, and it certainly does not look as though he is 
going to stop working anytime soon, particularly 
as he is still very keen to get the Dakar Rally 
winners’ trophy in the cabinet before he thinks 
of retiring! ■

Glyn Hall, the man behind Toyota Gazoo 
Racing’s Dakar efforts.

Hallspeed has Major Focus 
on Winning Dakar Rally

Now there is a possibility of a 
rule change for the 2019 Dakar 
Rally which may permit the use 
of turbocharged petrol engines, 
with intake restrictors again being 
used to control and equalise 
power output.

Besides building winning racing 
bakkies Glyn masterminded – 
together with his wife, Michelle – 
the design and construction of an 
imposing, state-of-art motorsport 
facility near the Kyalami 
race circuit.
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Motorsport

BY ROGER HOUGHTON

Toyota will continue to focus on non-circuit mot-
orsport, while its main rival in the South African 
car market, the Volkswagen Group, concentrates 
on a variety of track racing disciplines, aft er ending 
its rally programme in 2015.

Toyota will compete in the 2018 SA Rally and 
Cross-Country Championships under the banner 
of Toyota Gazoo Racing. Last year the team won 
both these titles.

However, the main focus for Glyn Hall’s 
Hallspeed team, which prepares and runs the 
factory entries, will be on building a Dakar Rally 
winner for 2019, aft er the team fi nished second and 
third in this year’s event.

Th e team has already won the fi rst race in the 
cross-country championship, the Mpumalanga 400 
in the Dullstroom area, with Giniel de Villiers and 
Rob Howie taking the honours in the Hilux that 
De Villiers raced in the Dakar Rally. De Villiers’ 
new team-mate, Henk Lategan, with experienced 
co-driver Dennis Murphy alongside him, fi nished 
sixth in a Hilux like that of the winners. Lategan 
and Murphy had started at the back of the 
fi eld aft er suff ering problems in the qualifying 
race and did well to get through to such a high 
fi nishing position.

Toyota Gazoo Racing is represented in Class T 
of the Cross-Country Championship by brothers 
Johan and Werner Horn, of Malelane Toyota, in 
a Hilux. Th ey fi nished fi ft h overall in the opening 
round of the championship.

Th e next round of the cross-country series will 
be the Battlefi elds 400 in Dundee on May 4–5.

Defending multiple rally champions Guy 
Botterill and Simon Vacy Lyle will again represent 

Toyota Gazoo Racing in the SA championship. 
Unfortunately, they had a disappointing start 
to the season when forced to withdraw their 
new Class R2 Etios in the opening event, the 
Trade Brand Rally, in KwaZulu-Natal with 
transmission failure.

Th e second round of the rally champion-
ship will be the York Rally in the Sabie area on 
April 20–21. ■

Toyota Continues with Non-circuit 
Motorsport Programme

Toyota Gazoo Racing are tackling the Cross-Country Championship with Hallspeed-built 
Hilux models.

The team has already won the fi rst race in the cross-country championship, the Mpumalanga 400 in the Dullstroom area, with 
Giniel de Villiers and Rob Howie taking the honours in the Hilux that De Villiers raced in the Dakar Rally.
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Th e fi rst Cape Automotive Forum, supported 
by Automechanika, will be staged at the Cape 
Town Convention Centre from 17 to 18 October. 
Th e idea behind the Forum is to serve the 
local motor industry between the biennial 
Automechanika Johannesburg trade fairs for the 
automotive aft ermarket.

Th ere will be two aspects to the inaugural 
Cape Automotive Forum: an exhibition and a 
two-day conference which caters to the automotive 
aft ermarket and the commercial vehicle market in 
the Western Cape. Th e Forum will bring together 
key industry stakeholders as well as trade buyers 
and sellers with the opportunity to network and 
conduct business over two days.

Th e Western Cape was selected as the venue 
because the province has the second highest 
number of registered motor vehicles in the country. 
Cape Town is also the most populous city in South 
Africa with the biggest number of independent 
body repair shops.

Th e commercial vehicle exhibition was added 
because the province has several major truck body 
builders, besides being the largest agricultural 

market in the country for fruit with many wine 
farms in the area, all of which require trucks and 
trailers to transport goods.

Th e conference programme and the 
speakers are still being fi nalised, with a 
preliminary list of topics listed on the website 
www.capeautomotiveforum.co.za. Th ese 
topics cover burning issues for the local motor 
industry such as the future of e-retailing in the 
automotive aft ermarket, education and learning, 
the automotive revolution, the state of the SA 
economy and its eff ect on the automotive sector, 
changes in BBBEE codes and their implications as 
well as Doing Business in Africa. ■

Events

The Forum will bring together key 
industry stakeholders as well as 
trade buyers and sellers.

Inaugural Cape Automotive Forum 
to be Held in October

The Kyalami International Convention
Centre is conveniently situated in the

business heart of Gauteng between
Pretoria and Johannesburg. The Pit

building offers you world class facilities 
for a unique and inspiring experience with

dramatic views towards Johannesburg,
during the day and at night.

Exceptional facilities include:
Conference Rooms, Boardrooms, The Paddock,

Covered Viewing Deck, Roof Terrace, Launch Area,
Pit Area, State-of-the-art kitchens, Executive

ablution facilities, Wi-Fi, 3-phase power, Convenient
access, Ample secure parking

Cnr R55 & Allandale Road, Kyalami
Tel: +27 11 466 0204

info@kyalamigrandprixcircuit.com
www.kyalamigrandprixcircuit.com

TheKyalamiGrandPrixCircuit         
Kyalami_Circuit         

kyalamigrandprixcircuit

http://www.kyalamigrandprixcircuit.com/
https://www.facebook.com/TheKyalamiGrandPrixCircuit
https://twitter.com/Kyalami_Circuit
https://www.instagram.com/kyalamigrandprixcircuit/
http://www.kyalamigrandprixcircuit.com/
mailto:info@kyalamigrandprixcircuit.com
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