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Keeping the load on the back of a light commercial 
vehicle covered and safe can be a bit of a predica-
ment though. Traditionally, bakkie owners would 
settle for either a standard tonneau cover or a 
canopy, neither of which are guaranteed to keep 

the cargo safe, clean and dry. Th e other option 
would be a hard aluminium cover but this oft en 
raises questions around practicality and durability.

Enter Harry de Vries, a self-confessed serial 
entrepreneur, imagineer, new product developer 

and futurist. With an engineering background, 
balanced by a diverse marketing and sales 
background, he has been involved in the design, 

continued on page 2 

In 2017 well over 150 000 light commercial vehicles were sold locally. That’s almost 30% of total new vehicle sales 
for the 12-month period, proving that South Africans love bakkies. And they don’t only use them for work, but for 
play too.

LIFTING THE 
BAKKIE COVER 
GAME

p

Rigidek founder and group chairman, Harry de Vries (right) and 
general manager Hennie Coetzee.
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development, redesign, marketing, 
commercialisation and sales of more 
than 20 products or product ranges 
in the past 18 years – the last 13 of his 
own design.

De Vries has been the re-
cipient of several nominations 
and awards for product design, 
including a Stainless Steel design 
Award, two SABS Design Awards 
and the European Award for the 
best rural invention. He is an 
experienced CAD/CAM designer 
and has conceived and started 7 
product-based companies.

Considered an expert in the de-
sign and manufacture of particularly 
thermoformed plastics, injection 
moulded plastics, reaction injection 
moulded (RIM) plastics, rigid and 
fl exible extrusions and urethanes, De 
Vries acts as consultant to a number 
of companies and spent 3 years based 
in London in the UK as a business 
coach and management consultant 
for a number of companies. He has 
set up more than 50 agencies or dis-
tributorships for his clients around 
the globe, including the United 
States, Canada, United Kingdom, 
Belgium, Germany, France, Southern 
Africa, Australia and New Zealand.

He holds various patents and 
trademarks in South Africa, the 
USA and Australia, with a further 
17 designs and or patents in process. 
Th ese include designs for mechani-
cal locking and latching systems, 
electromechanical mechanisms and 
electronics related to alternative 
energy systems.

Th e solution this intrepid 
entrepreneur and businessman 
came up with to address the bakkie 
cover conundrum is the Rigidek 
aluminium cover, the lightest full-
featured aluminium tonneau cover 
in the world, weighing in at just 
20 kilograms.

Using state-of-the-art manu-
facturing techniques, the fi rst alu-
minium Rigidek unit was produced 
in 2013 and since then the company 
– and its founder – has not looked 
back. Apart from encouraging local 
sales, Rigidek started exporting to 
various global markets in 2015. Th ese 
include Australia, New Zealand, 
the UK, Europe, Mozambique, 
Angola, Botswana, Zimbabwe, 
Zambia, Tanzania, the UAE, Kenia 
and Nigeria.

De Vries insists that practicality 
and quality are key when it comes 
to Rigidek.

“Th e body of the Rigidek is made 
of a combination of solid, composite 
or textured rolled aluminium 
sheeting. Th e aluminium extrusions 
that serve as the perimeter and 
structural components of the Rigidek 
are craft ed with precision, as are the 
hinges and the attachment bracketry 
that fi ts on the bakkie’s load bin,” 
he explains.

“A Rigidek installation consists 
of a utility rail system that is clamped 
to the load-bin of your bakkie. If 
available we use bolt-holes, which 
serve as the attachment points for 
our lock strikers, gas-lift s and other 
hardware. It is insulated from the 
load-bin by either rubberising or 
our own closed cell rubber strip. 
Removing the Rigidek is as simple as 
unclipping the gas-lift s and sliding 
the Rigidek to one side off  the 
load-bin.”

In fact, the entire cover can 
be removed in about 30 seconds, 
allowing easy access to the entire 
bin space.

Th at’s not where the innovation 
ends though.

Rigidek comes with its own 
patented stainless steel remote 
controlled double lock auto-locking 
system that not only enhances 
security but also seals against dust 
and moisture. Just press down on the 
deck and it’s locked. Unlocking it is 
as simple as pushing a button on the 
remote control.

Rigidek general manager and 
partner Hennie Coetzee points 
out that there are various other 
advantages to the Rigidek cover. 
“One of these is that its aerodynamic 
design promotes fuel effi  ciency. Th e 
use of stainless steel also ensures 
that rust won’t be a problem and the 
cover can be colour coded to match 
your vehicle. In addition, package 
friendly accessory hooks and rails, as 
well as a 3 mm or 15 mm rubber matt 
are available as accessories to ensure 
that whatever you load onto the back 
stays where you put it.”

For added peace of mind, 
Rigidek products come with a 
2-year warranty.

De Vries is understand-
ably excited about the future of his 
brainchild. Th ere are new iterations 
of the original Rigidek cover on the 
cards and although he doesn’t want 
to reveal too much detail yet, he hints 
that it will forever change the way we 
see canopies.

Production of the Rigidek cover 
commenced under license on the 
Gold Coast of Australia in February 
this year and early indications are 
that it is set to take that market by 
storm too.

Additional information on 
Rigidek products is available at 
www.rigidek.com. Product videos 
are also available on the site. ■
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MONTHLY SALES STATISTICS

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

CLICK HERE to access
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Many people and companies considering 
the purchase of new vehicles obviously ac-
celerated their buying decisions by bringing 
them forward to March to miss the looming 
1% increase in VAT and ad valorem taxes 
from April 1.

Sales of 49 233 new vehicles refl ected 
year-on-year growth of 1.1% despite several 
public holidays, including the Easter long 
weekend, impacting on the number of 
selling days available to dealers in March. 
Th is was the highest total for the year so far, 
with sales through the dealer retail channel 
amounting to 90.2% of this total, while an 
estimated 5.3% went to rental companies, 
2.7% to industry corporate fl eets and only 
1.8% to the government.

NAAMSA commented that the new 
car market had held up relatively well 
compared to the commercial vehicle 
segments and at 32 176 units had registered 
an improvement of 1 144 cars or a gain of 
3.7% compared to the 31 032 new cars sold 
in March last year. Due to seasonal factors, 
the car rental industry contribution had 

declined but still accounted for about 7% of 
new car sales.

Domestic sales of new light com-
mercial vehicles, bakkies and mini buses 
had been marginally weaker and at 14 701 
units registered a fall of 345 vehicles or a 
decline of 2.3% compared to the 15 046 
light commercial vehicles sold during the 
corresponding month last year.

Sales in the low volume medium and 
heavy truck segments of the Industry had 
once again remained under pressure and 
at 722 units and 1 634 units, respectively, 
had recorded a fall of 123 vehicles or a 
decline of 14.6% in the case of medium 
commercial vehicles, and, in the case of 

Editor’s Note
Winter is slowly creeping up 
on us and while temperatures 
may be dropping, action in 
the motor and related indus-
tries remains as hot as ever.

As always, AutoLive 
covers the full spectrum of 
news from new models and 
expert opinions to events, 
motorsport and road safety.

Th e latter remains a key 
issue in South Africa, particularly in the light of the recent 
release of 2017 and Easter weekend road fatality statistics. 
Unfortunately the news is not good, with way too many 
people being killed on our roads.

To be a safe driver you need to concentrate when you’re 
at the wheel but technology makes this quite diffi  cult. Of 
course the cellphone is a major culprit.

We all know we shouldn’t, but many people still text 
while driving. Th is means that both hands are probably off  
the steering wheel and the eyes are cast down as well. Under 
no circumstances should you text while driving. Pull over 
if you really have to text, or use a hands-free kit to send a 
voice note.

Calls, even with a hands-free kit, are a concern because 
concentration is oft en on the conversation and not on the 
road. Without a hands-free kit, calls are obviously a disaster 
waiting to happen. One hand on the wheel is not enough, 
especially when navigating busy intersections or challenging 
stretches of road.

Social sharing is not much better. You really can wait 
before checking out the video someone has sent you but it’s 
truly alarming how many people believe they can watch 
video content and drive safely at the same time.

Maps can be a problem as well. Because the technology 
is doing the navigation work, many drivers lose concentra-
tion on where they’re going and pay far less attention to what 
is happening around them. And some will blindly follow the 
voice directions even when a road is closed or has recently 
become a one way.

Music can cause discord too. As many people now have 
their music (or their podcasts) stored on their phone and 
have a vast, almost infi nite, array of choices, too much time 
can be spent focused on scrolling or searching or changing 
tracks. Some in-car entertainment systems have steering 
wheel controls but few drivers are changing their phone-
sourced music in this safe way.

Technology has and continues to enrich our lives but it 
should be used wisely and not to the detriment of our safety. 
Don’t be a dummy. Keep your hands on the steering wheel 
and your eyes on the road, where they belong.

Liana Reiners,
Editor
liana@autolive.co.za

To advertise in  contact

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

continued on next page 

Looming VAT Increase 
Artifi cially Boosted 

Vehicle Sales in March

Domestic sales of new light 
commercial vehicles, bakkies 
and mini buses had been 
marginally weaker.
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 continued from previous page

heavy trucks and buses, a decline of 141 vehicles 
or a fall of 7.9% compared to the corresponding 
month last year.

Continuing lower commercial vehicle sales 
fi gures refl ected subdued investment sentiment in 
the economy.

Export sales in March of 27 438 units, regis-
tered a decline of 8.1% compared to March 2017, 
with the March 2018 fi gure aff ected negatively by 
the BMW switchover from producing the 3-series 
sedan to the new X3 SUV.

Medium term prospects for the South African 
economy had improved considerably on the 
back of the decision by Moody’s to retain South 
Africa’s international and domestic credit rating at 
investment grade with a stable outlook as well as 
the 0.25% reduction in offi  cial interest rate at the 
end of March.

In addition, the continuing strength in the 
exchange rate should impact positively on new 
vehicle price infl ation going forward. Because of 
these developments – together with improved 

business and consumer confi dence – economic 
growth for 2018 could recover to around 2% and 
this in turn would benefi t domestic new vehicle 
sales over the balance of the year. At this stage, 
NAAMSA anticipated that, on an annualised basis, 
new vehicle sales could improve by around 3%, in 
volume terms, compared to 2017.

Th e outlook for the global economy was one 
of fairly strong growth which should benefi t new 
vehicle exports going forward. Factoring the 
impact of model run out and model run in on 

the part of one major exporter, a modest increase 
in annual vehicle export sales volumes was still 
possible in 2018.

Ghana Msibi, WesBank’s Executive Head for 
Sales and Marketing, commented that his company 
did not anticipate the same aggressive market 
behaviour in the retail environment, as occurred 
in March, for the remainder of the year. “We still 
expect total market growth of around 3% for the 
dealer sales segment and sales should normalise 
going forward.” ■

Economic growth for 2018 could 
recover to around 2% and this in 
turn would benefi t domestic new 
vehicle sales over the balance of 
the year.

The confi dence chief executive offi cers (CEO’s) at local businesses have in the economy is 
at its highest level since 2012 according to the Merchantec CEO confi dence index. A report by 
Kabelo Khumalo in Business Report says that, according to this research, business confi dence 
rose by more than 58% in the fi rst quarter of 2018, rising to 60 points from 38.4 points in the fourth 
quarter of last year.

According to the report Merchantec said that most chief executives indicated that the election 
of the new president has given a positive boost to sentiment in the business world. However, some 
CEOs are evidently still sceptical about long term economic growth prospects following increases in 
VAT and other duties, as well as rumblings about land expropriation without compensation.

The Merchantec quarterly index collates responses from more than 1 000 chief executives, 
primarily from listed companies.

The Bureau for Economic Research (BER) has also forecast a better economic outlook for SA in 
the next 18-24 months, with real growth in the GDP expected to reach 1.9% this year and 2% in 2019.

The BER said its more upbeat forecast was driven by improved private sector fi xed investment, a 
lower infl ation profi le, accommodative monetary policy, and favourable global demand conditions. ■

Business Confi dence Level and Economic 
Outlook Improve

Photo: Freepik
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BMW is looking at the possibility of setting up 
another production plant in Sub-Saharan Africa 
within the next 10 years or “when the time is 
right”, according to an article by Roy Cokayne in 
Business Report. Th is premium German brand 
already has plants in South Africa and Egypt.

Tim Abbott, CEO of the BMW Group SA, 
said his company would be part of a deputation 
from the African Association of Automotive 
Manufacturers (AAAM) going to Nigeria on a 
fact-fi nding visit in July.

Th e AAAM is committed to developing 

business and trade relations in the automotive fi eld, 
including vehicle and component manufacturing. 
Several motor manufacturers, including Nissan 
and Ford in SA, have established partnerships with 
local partners for SKD assembly in Nigeria, while 
Volkswagen SA was involved in setting up an SKD 
operation in Kenya in 2016 and has launched a 
mobility strategy in Rwanda this year. Nissan has 
also announced its intention to start assembling 
vehicles in Kenya.

SA EXPORTS INTO AFRICA 
CONTINUE TO SLIDE

Th e export of built-up vehicles from South Africa 
into other African countries continued to slide 
in the fi rst quarter of 2018, slipping 11% to 5 466 
units, compared to 6 140 units exported into Africa 
in the fi rst quarter of 2017. Th is, in turn, was 14% 
lower than the fi gure of 7 157 units for the fi rst 
three months of 2016.

Toyota turned the tables on arch-rival Nissan 
in the fi rst quarter of 2018. Last year Nissan was 
the pace-setter, exporting 2 257 units to the 2 124 
of Toyota. Th is year the Toyota fi gure is 2 212 units, 
while Nissan slumped to 1 630. Isuzu was the 

next best in export volume with 593 units shipped 
into Africa.

Ford had something of a revival, with 549 
vehicles shipped in the fi rst three months of this 
year – including 300 to Ghana – compared to a 
total of 207 for the fi rst quarter of 2017.

Ghana remains the most popular destination, 
taking 1 136 units in the fi rst quarter of this year, 
compared to 1 361 in the same period last year. 
Kenya was next best, with 746 units, followed by 
Zambia (661), Zimbabwe (489).

Exports in March were also down 11% year-
on-year, going down from 2 616 units in March 
2017 to 2 332 in March this year. Here again Toyota 
turned the tables on Nissan. Nissan exported 988 
units into Africa in March 2017, but this year the 
number was down 40% to 586 units. In contrast, 
the Toyota monthly fi gure rose from 707 in March 
last year to 843 this March.

Ford was third this March with 402 units 
exported, including the 300 into Ghana, with Isuzu 
posting a fi gure of 365 units.

Th e largest market for these export units 
continues to be Ghana with 552, followed by Kenya 
(390), Zimbabwe (290), Zambia (231), Mauritius 
(190) and Tanzania (176). ■

BMW Looks to More 
Production in Africa

Tim Abbott, CEO of the BMW Group SA.

The export of built-up vehicles 
from South Africa into other African 
countries continued to slide in the 
fi rst quarter of 2018, slipping 11%.

Several motor manufacturers, 
including Nissan and Ford in SA, 
have established partnerships with 
local partners for SKD assembly 
in Nigeria.

auto.lightstone.co.za/
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E-mail: info@rigidek.com

REQUEST A QUOTE TODAY!

Give your truck a trunk!
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De Nysschen Leaves 
Cadillac Suddenly

South African Johan de Nysschen (58) left  his 
position as head of the Cadillac luxury car division 
of General Motors with immediate eff ect last week. 
De Nysschen cut his teeth with BMW in the SA 
motor industry environment before moving to 
Audi SA. He stayed with this brand for 19 years, 
including a spell as President of Audi Japan and 
then Audi US.

Next stop was to head up Nissan in the 
US before being promoted to be global head of 
Infi niti, Nissan’s premium brand. From there he 
went to Cadillac in 2014 before leaving suddenly 
last week.

According to an article in Automotive News 
which included an e-mail interview with De 
Nysschen, he was given unprecedented freedom to 
run Cadillac as one of the few people from outside 
GM appointed to the top post at Cadillac.

He drew up an ambitious – and contentious – 
strategy, Project Pinnacle, to overhaul the revered 
US brand and its dealers, drawing the ire of many 
of them. He even moved the Cadillac head offi  ce 
out of Detroit and relocated to New York City.

According to the report: “In the end GM 
couldn’t change De Nysschen and he didn’t change 
Cadillac quickly enough to satisfy GM’s top brass, 
who replaced him last Wednesday with Steve 
Carlisle, the successful head of the company’s 
Canadian operations.”

Automotive News said that De Nysschen’s 
comment was: “It happens. It’s not personal, 
it’s business”.

“GM is a very complex organisation to navi-
gate. I saw my role to act as change agent to chal-
lenge the status quo, in the reasoning that more of 
the same would not lead to a diff erent outcome. I 
suppose in the process I did not endear myself to 
everyone,” added De Nysschen, who had reported 
directly to GM President Dan Ammann. ■

Volkswagen Group in 
Major Restructuring

Judging by the scale of the restructuring of the 
management structure at the Volkswagen Group 
it seems the huge organisation is trying hard to 
put the shadow of the 2015 Dieselgate emissions 
cheating scandal behind it.

Th e changes even went as far as Dr Herbert 
Diess, who joined VW from BMW in 2014 being 
appointed Chairman of the Management Board 
and CEO of Volkswagen AG, replacing Matthias 
Müller who had navigated the company through 
the scandal aft er being CEO of Porsche from 2010 
to 2015.

Volkswagen says it is “systematically continu-
ing to transform its business and is establishing 
even more effi  cient Group management in a phase 
of highly dynamic change in the company and the 
entire automotive industry.”

One of the immediate changes was to organise 
the company into six business area and the 
China region. Th e various product brands will be 
divided into three groups: Volume, Premium and 
Super Premium. ■

Tenneco to Buy Federal Mogul
Automotive supplier Tenneco has reached an 
agreement to acquire Federal-Mogul in a transac-
tion valued at R65-billion. Th e deal will result in 
two independent, publicly-traded companies. Th e 
acquisition is expected to close in the second half 
of this year with the separation into two companies 
occurring in the second half of 2019.

Th e transaction stands to shake up the world 
of aft ermarket parts retailing. Federal Mogul’s 
parts portfolio features numerous household 
names such as Champion spark plugs, Wagner 
brakes, ANCO wiper blades, MOOG steering and 
suspension parts, Goetz engine parts and Ferodo 
brake pads. Popular brands under the Tenneco 

portfolio include Monroe shock absorbers, 
Walker exhaust systems, Rancho suspensions and 
DynoMax muffl  ers.

Th e two new companies that will be born 
aft er the union of Tenneco and Federal Mogul will 
consist of an aft ermarket parts supplier (made up 
of Tenneco Ride Performance and Federal-Mogul 
Motorparts for both the aft ermarket and OE) 
and the other a powertrain technology supplier 
(made up of Tenneco Clean Air and Federal-
Mogul Powertrain, again for both aft ermarket 
and Powertrain). ■

MINI Scouting Menswear 
Collection Debuts at South 
African Fashion Week

MINI South Africa and South African Fashion 
Week (SAFW) recently showcased their debut at 
the 2018 Spring/Summer collection at a striking 
new venue on Sandton City’s rooft op.

Earlier this year, MINI joined forces with 
SAFW to showcase MINI Scouting Menswear, in 
association with GQ Magazine. Th e competition, 
previously known as SAFW Scouting Menswear, 
is in line with the global MINI FASHION strategy 
that has seen the brand open itself to new ideas and 
areas of business.

Th e competition closed for entries in February, 
but was open to fashion designers intent on 
establishing their brands within the South African 
fashion industry.

Congratulations to Sandile Mlambo, designer 
of Kumkani Bespoke, who is the 2018 winner of 
MINI Scouting Menswear.

Kumkani Bespoke brought the African 
Warrior to life on the SAFW runway and will be 
given the opportunity to showcase its collection at 
2019 SAFW Autumn/Winter collection (scheduled 
for October 2018), as well as an all-expenses paid 
trip to Pitti Immagine Uomo in Florence, Italy. 
Pitti Immagine is a fashion-centric show held 
annually in Italy. Th e Pitti Uomo fair, meanwhile, 

Snippets

continued on next page 

Johan de Nysschen. Dr Herbert Diess.

Sandile Mlambo, designer of Kumkani 
Bespoke, 2018 winner of MINI 
Scouting Menswear.
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focuses exclusively on men’s fashion and has taken 
place in Florence twice a year since 1972. Both 
events promote young, aspiring and sometimes 
unconventional fashion labels. ■

New 007 Mission for 
Jaguar Land Rover

Jaguar Land Rover has a new mission with James 
Bond – a three-year partnership at the state-of-
the-art interactive experience, 007 ELEMENTS in 
Sölden, Austria. 

Fittingly Jaguar Land Rover, whose cars have 
featured in Bond fi lms since 1983, is now offi  cial 
partner to 007 ELEMENTS located at the top of 
the 3,050m Gaislachkogl peak.

007 ELEMENTS off ers visitors a chance to 
immerse themselves in the world of the iconic 
secret agent in a new mountain-top location next 
to the ice Q restaurant used as the Hoffl  er Klinik in 
Spectre. Interactive displays featuring Jaguar Land 
Rover technical content along with the Land Rover 
Defender and Range Rover Sport SVR used for 
fi lming Spectre will form part of the experience.

Visitors will also see the latest Jaguar Land 
Rover technology, with the artifi cial intelligence 
systems and 90 kWh lithium-ion battery from an 
electric Jaguar I-PACE performance SUV used to 
power a wireframe model of the C-X75 concept 
car that starred in a spectacular car chase through 
Rome in Spectre.

Jaguar Land Rover vehicles have appeared in 
nine Bond fi lms since Octopussy in 1983, when 
Roger Moore made a dramatic escape in a Range 
Rover Classic driven by Bianca (Tina Hudson). ■

Thule and WesBank Team Up
Adding Th ule travel accessories to a car has just be-
come a whole lot easier and now existing WesBank 
account holders can purchase the famous Swedish 
brand through the WShop – the fi nance company’s 
on-line retail portal.

Th ule specialises in making mobility eff ortless, 
with a range of sports utility solutions (bike racks 
and kayak carriers to mention but two), luggage 
boxes and roof racks. Th ese car-specifi c products 
can now be fi nanced as a separate, additional loan 
with WesBank, in instances where customers have 
car fi nance directly with WesBank.

“We see this as a meeting of two great brands, 
which both play an important role in enabling 
people to enjoy hassle-free mobility,” commented 
Richard Downey from the local Th ule agent, SA 
Sport & Cargo.

“Th ule products are functional and practical, 
maximising a vehicle’s usefulness. Being able to 
purchase select Th ule products, and qualify for 
special off ers, is going to make achieving that ideal 
even easier.”

Qualifying WesBank account holders can 
access the WShop by logging in at:
www.wesbank.co.za. 

From this portal they can apply for a 
CashPower Loan to fi nance their Th ule products. ■

Luxury Watchmaker Partners 
with Jaguar Simola Hillclimb

Exclusive Franco-Swiss luxury watchmaker Bell 
& Ross has been appointed as the Offi  cial Luxury 
Watch Partner for the Jaguar Simola Hillclimb 
and will be the timepiece of choice for the 2018 

edition of this prestigious motoring and motoring 
lifestyle event.

“We are delighted to welcome the Bell & Ross 
luxury watch brand to the Jaguar Simola Hillclimb 
family,” said Ian Shrosbree, Managing Director 
of Knysna Speed Festival, the owner of the event. 
“Th e addition of Bell & Ross, which is globally 
recognised as a premium brand and involved in 
Formula One, is another step in helping us to fur-
ther raise the profi le of this award-winning event.

“Bell & Ross is part of the great Swiss watch-
making tradition and draws its inspiration from 
the history of aviation, the search for the extremes, 
and military specifi cations that accompany it, to 
produce instruments of the highest quality. Th is 
fi ts with our passion for organising and delivering 
the leading motorsport event in South Africa, an 
extreme one at that, and one that is fast developing 
international attention and appeal.”

“Reliability, performance and resilience are es-
sential for these special timekeeping instruments, 
and this is where Bell & Ross excels, making it 
ideally suited to the extreme performance nature of 
the Jaguar Simola Hillclimb,” commented Yushaa 
Desai, brand manager for Bell & Ross South Africa.

Bell & Ross joins international brands 
Jaguar and Motul as partners to the 2018 Jaguar 
Simola Hillclimb. ■

Snippets

 continued from previous page
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Although South Africa has seen its share of 
economic hard ships in the last several years, the 
Automotive Industry on the other hand increased 
exponentially since 1994. Lightstone, a company 
synonymous with extracting valuable analytics 
and providing directions on strategic operational 
decisions, has calculated vehicle exports for South 
Africa in 1994 at 14 067 in comparison to 222 252 
at the end of 2017.

One of the key attributes to the growth in 
the last 13 years is government’s introduction 
of the Motor Industry Development 
Programme (MIDP) of 1995. Th e MIDP 
aligned with international standards 
and ethics was one of the biggest 
catalysts for growth in the country’s au-
tomotive industry. China, who by many, 
can be thought of as South Africa’s 
biggest trade partner was a major 
contributor in 1994 with 6 375 vehicle 
imports from South Africa, yet in 2017 
the super power only accounted for 383 
vehicle exports. Due to strengthened 
foreign relations, the United Kingdom 
was South Africa’s most lucrative 
exporting partner with 54 402 vehicles 
in 2017.

South Africa’s geographical reach 
has also increased signifi cantly since 
1994 from 13 to 101 countries who hold 
export contracts. Export orders have 

been fi led for as far as Malta, Mexico and even 
Honduras. On the home front 38 of Africa’s 54 
countries have trade relations with South Africa’s 
vehicle manufacturers, as opposed to only 11 in 
1994 (complete list of African countries avail-
able upon request).

Th e only constant within the comparison 
between the years (1994 and 2017) is the vehicle 
brand manufacturers who hold export contracts.

In an assessment of export numbers in 2017 
and 2016, exports decreased and according to 

Lightstone this is possibly because of a drop in 
investor confi dence when the state capture saga 
reached its peak. Under new leadership South 
Africa could possibly see a decent surge in exports 
by the end of 2018. ■

On the home front 38 of 
Africa’s 54 countries have trade 
relations with South Africa’s 
vehicle manufacturers.

SA Vehicle Exports Shows Signifi cant Growth

Futurologists believe that cars, as we know them, 
will soon become obsolete. Th e humble automobile 
will evolve from a vehicle that takes you from 
A to B into an extension of our smart phones. 
Th ey will communicate with us, come complete 
with artifi cial intelligence and earn an income by 
renting themselves out while not in use via apps 
and digital keys.

It is no surprise that tech companies and 
automakers are joining forces in anticipation of 
the dawn of the new automotive era,” commented 
Jeff  Osborne, Head of Gumtree Autos. “Th ere’s a 
defi nite race to innovate, particularly since the use 
of cars is falling out of vogue among the ever-
important millennial age group. Companies are 
determined to develop the best-of-breed technol-
ogy that will swing the market in their favour.”

Th ese innovations include:
 ■ Volvo’s Car Tech Fund

Volvo Cars launched a venture capital fund 
targeting start-ups geared towards artifi cial 
intelligence, electrifi cation, autonomous driving 

and digital mobility. Th ey have already invested 
in a company specialising in advanced sensors, 
building on their value proposition of putting 
safety fi rst.

 ■ BMW, Toyota and May Mobility
BMW AG and Toyota Motor Corporation have 

both invested in May Mobility, a Michigan-based 
startup that is developing a fl eet of self-driving 
microshuttles. Car ownership has become less 
desirable in the United States, particularly among 
a younger demographic that has grown up with 
Uber and Lyft . BMW and Toyota are determined 
to corner the new on-demand transport model.

 ■ Amazon takes on Google
Amazon has never been a car company, 

but they are determined to beat Google in the 
automotive race. Th ey have turned to open-source 
soft ware in a bid to make voice-based assistant 
Alexa standard in vehicles. Logitech’s ZeroTouch 
dashboard mount already comes standard with 
Alexa integration, and allows drivers to play audio 
books, dictate shopping lists and send emails and 

texts while driving. Ford, Volkswagen and Volvo 
all announced Alexa integration in 2017.

 ■ Ford’s Pizza Delivery
Ford has long been a proponent of self-driving 

cars, but they’ve added some fl avour to the au-
tonomous vehicle by rolling out self-driving pizza 
delivery vehicles in Miami. Th is is not only a bid to 
provide a service, but a clever way of determining 
how customers feel about autonomous services.

 ■ Th e Honda NeuV knows how you feel
Th e Honda NeuV generated a lot of attention 

at CES 2016. Th e pod concept car comes equipped 
with artifi cial intelligence that can interpret and 
respond to the driver’s mood and emotions, and 
respond appropriately by playing preferred music 
or off ering a word of encouragement.

“Th e possibilities that technology off ers are 
endless,” said Osborne. “Most car companies are 
dipping their toes in tech, hoping that the avenue 
they pursue is the right one, but no one knows 
what the Next Big Th ing will be. It’s an exciting 
time for automakers and auto buyers alike.” ■

Five Car Companies that are Teaming up with Techies

Passenger and LCV Vehicle Exports by destination
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Awards and Accolades

Th e South African Guild of Motoring Journalists’ 
2017 Motor Sportsman of the Year, sponsored 
by Michelin, is 21-year-old Kelvin van der Linde 
of Johannesburg.

Th is is awarded to him for his many achieve-
ments racing an Audi R8 with great success in 
Australia, America, and Europe, where he was 
part of the team that won the 24-hour race at 
Nürburgring. Th is is the third time that van 
der Linde has been awarded this trophy for his 
racing achievements.

Th e Colin Watling award for non-competi-
tors in motorsport was taken by Des Easom and 
his team at the Western Province Motor Club 
at Killarney in Cape Town. Th ey successfully 
organised the fi nal round of the World Rally-X 
Championship. Th is was the fi rst time in 25 years 
that South Africa hosted a motoring-related 
world championship event of this scale. Th eir 
successes have seen them signed up for the next 
fi ve years.

Previous Winners 

Motor Sportsman Of The Year

1992 Greg Albertyn
1993 Greg Albertyn
1994 Jan Habig and Douglas Judd
1995 Jaki Scheckter
1996 Wayne Taylor
1997 Etienne van der Linde
1998 Alfi e Cox

1999 Th omas Scheckter
2000 Grant Langston
2001 Schalk Burger and Piet Swanepoel
2002 Tschops Sipuka
2003 Alan van der Merwe
2004 Cornel de Villiers
2005  Alfi e Cox
2006 Giniel de Villiers

2007 Serge Damseaux
2008 Tyla Rattray
2009 Giniel de Villiers
2010  Ralph Pitchford
2011  Leeroy Poulter
2012 Giniel de Villiers
2013 Kelvin van der Linde
2014 Kelvin van der Linde
2015 Leeroy Poulter
2016 Brad Binder

Colin Watling Award

1999 Glynn Hall
2000 Rory Byrne
2001 Peter Du Toit
2002 Sarel van der Merwe
2003 Dave McGregor
2004 Alistair Gibson
2005 David Clapham
2006 Danie van Jaarsveld
2007 Glyn Hall
2008 Roger McCleery
2009 Peter du Toit
2010 Adrian Pheiff er
2011 Kyalami Marshals’ Association
2012 Glyn Hall
2013 Beaulah Schoeman
2014 Toby Venter
2015 Desmond Gutzeit
2016 Peter du Toit ■

Motor Sportsman of the Year Announced

Shaun van der Linde (centre) accepted the award on behalf of his son Kelvin. He is 
fl anked by Bernard Hellberg Jr (chariman of the SAGMJ) on the left and Gaganjot Singh 
(Michelin SA) to the right.

Trish Watling and Bernard Hellberg Jr presented the Colin Watling Award to Des Easom 
from the Western Province Motor Club.
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People

Volkswagen Group South Africa has ap-
pointed Michaella Rugwizangoga as the 
Chief Executive Offi  cer of Volkswagen Mobility 
Solutions Rwanda. Ms Rugwizangoga, a chemical 
engineer by profession comes to Volkswagen with 
a wealth of strategic planning, project management 
and product development experience. As a World 
Economic Forum Global Shaper and an active 
member of the Kigali Hub, Ms Rugwizangoga 
will be able to use her international experience 
and Rwandan heart to lead Volkswagen Mobility 
Solutions Rwanda to become an integrated part of 
Rwandan life.

“Being asked to start and run a new company 
from the ground up, whilst having the opportunity 
to implement a world fi rst in mobility solutions for 
Volkswagen, is a challenge I relish and am looking 

forward to. Th e conducive local environment is 
also the ideal springboard for future expansions 
across the African continent,” said Rugwizangoga.

“We welcome Michaella into the Volkswagen 
family and we know she will be a worthy asset to 
our company. Rwanda’s forward thinking attitude 
to technology and development is one of the 
reasons we saw potential in this country. I believe 
that the off erings we will be introducing together 
with the support of Volkswagen partners and 
Michaella’s experience, will see our innovative mo-
bility initiatives prove to be successful,“ comment-
ed Th omas Schaefer, Chairman and Managing 
Director of Volkswagen Group South Africa.

Volkswagen will launch it’s mobility solution 
including an assembly facility in Kigali by midyear. 
All the mobility services will be accessed by the 

custom developed App through which all bookings 
and payment will be made. Services will also be 
able to be booked online or via a hotline to cater for 
people who do not have a smartphone.

Some US $20 million will be spent in Rwanda 
by VWSA during phase one of the integrated 
automotive mobility solutions. ■

Chelsy Pinto, the founder and Club Chair of the Swift  Speed Club 
of Suzuki enthusiasts, has joined the Suzuki team as PR and Product 
Planning coordinator. 

Chelsy will look aft er Suzuki’s PR and marketing fl eet, assist in all public 
relations eff orts and will also assist the product planning team with market 
intelligence research.  

“My love aff air with the Suzuki brand started when I saw my fi rst Swift  – 
in Sunlight Copper – in the traffi  c one day. It piqued my interest about the 
Suzuki brand and pretty soon I was that person all dealers hate, constantly 
visiting the showroom, studying the cars, but never buying,” said Chelsy. 

Soon enough though, Chelsy managed to put the deposit down on a Swift  
and she has never looked back. 

Prior to joining Suzuki Auto, Chelsy worked in vehicle retail. She has 
spent a large part of her career at Suzuki dealers like Suzuki Northcliff , Suzuki 
Bryanston and most recently at Suzuki Bramley.

Her enthusiasm for the brand has 
also taken her abroad, where she has 
driven future Suzuki products, and 
she is a familiar face on Ignition TV.

“Chelsy’s enthusiasm for the 
brand is infectious, and we believe she 
will fi t right into the team. She is also 
incredibly knowledgeable about all 
things Suzuki, both here and abroad, 
and we trust that she will be a helpful 
resource to our media colleagues,” 
said Charl Grobler, national market-
ing and product planning manager 
for Suzuki. ■

On 1 May 2018 Dr Markus Schramm will take over as director of BMW 

Motorrad. He will succeed Stephan Schaller, who left the BMW Group 

at the end of February 2018 to head up the management team at Voith 

GmbH & Co. KGaA, in Heidenheim, Germany.

Schramm (55) has been with the BMW Group since 1991 and is 

currently responsible for corporate and product strategy planning. He 

has previously held several management roles in Sales, Aftersales, 

Strategy, Planning and Controlling. Schramm is a passionate motorcyclist 

and marathon runner.

With over 90 years of expertise, BMW Motorrad is the most 

successful manufacturer of premium motorbikes and maxi-scooters. 

Over the last few years, a 

number of new models have 

brought signifi cant growth to 

the brand, making it the leader 

in the upper-range motorcycle 

segment in markets around 

the world. Last year, BMW 

Motorrad delivered 164 153 

motorcycles to customers 

worldwide, clocking up its 

seventh sales record in 

succession. BMW Motorrad 

currently sells its products 

through over 1 200 dealers and 

importers in 90 countries. ■

BMW Motorrad Under New Leadership

VW Mobility Solutions 
Rwanda Appoints CEO

New Face at Suzuki

Michaella Rugwizangoga, the new Chief 
Executive Offi cer of Volkswagen Mobility 
Solutions Rwanda. 
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More Brand Visibility in Cape Town

Porsche SA has increased the opportunities for potential customers to 
admire and inspect the latest Porsche models with the opening of the 
Porsche Studio in the popular Victoria and Alfred Waterfront develop-
ment in Cape Town. Th is is the fi rst Porsche Studio to be opened in the 
Southern Hemisphere and visitors will be able to enjoy an immersive 
brand experience. ■

Porsche Continues to Thrive
A Premium Sports Car maker With a Glorious History

Porsche, the premium German sports car manufacturer, has a past steeped in history, but it is very much a 
brand for the 21st century in terms of not only its present and future products, but also its innovative and impactful 
marketing and promotion of both the brand, the company, and its high-tech products.
 Here in South Africa the company is very active and has recently staged at a comprehensive media launch 
of its latest Porsche 718 Boxster and Cayman models at the iconic Kyalami Grand Prix Circuit and Conference 
Centre which has been completely rebuilt in the recent past due to the substantial investment by Porsche SA CEO 
Toby Venter and his family trust.

Celebrating a History of 70 Years

2018 is a signifi cant year in the history of Porsche as it was 70 years 
ago, in 1948, that the company’s fi rst product, the 356 “No. 1” Roadster 
was unveiled. It turned the dream of Ferry Porsche, son of the founder, 
Professor Ferdinand Porsche, into reality. Th e next model, the 911, 
launched in 1963, continues to the present day. It was designed by 
Ferry’s son, Ferdinand Alexander, and was the breakthrough into seri-
ous volume production for the company.

Th e future of Porsche sports cars is already coming to the starting 
line in the form of the Mission E, the fi rst purely electrically driven 
technology sports car from Zuff enhausen. ■

2018 Starts With Further Growth

Th e year has started on a high note for Porsche, with worldwide car 
deliveries of 63 500 in the fi rst quarter equating to a 6% increase over the 
same period a year ago. Th is has been the most successful fi rst quarter in 
the history of this renowned sports car manufacturer. Th e latest Panamera, 
launched in 2017, was the model that showed the most growth, with sales up 
200%. Th e latest Panamera was also the SA Guild of Motoring Journalists’ 
WesBank Car of the Year in South Africa. ■

Saving Water in Cape Town

Th e Porsche SA dealership in Cape Town is addressing the water 
crisis with an innovative water supply for the wash-bay, linked to 
a recycling system. Th e system employs a basement well point pick 
up (which prevents basement fl ooding), plus a rainwater harvesting 
system to feed storage tanks, serving as a reservoir for the wash-bay 
water supply.

Used wash-bay water is collected in a main drain, before fl owing to 
a sand, oil, and grease trap. A series of bioreactors then fi lter the water 
with minimal sludge build-up, until clean water is returned to the high 
presser wash system. ■

continued on next page 
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Entering a New Motorsport Challenge

Porsche has been involved in all types of motorsport for 
virtually all its 70-year history, but now it is entering a 
new environment as it prepares to compete in Formula 
E, the global series for electric single-seater racing cars.

Formula E provides the chassis as well as the 
battery, but Porsche is free to develop its own electric 
powertrain, brake-by-wire system, transmission, dif-
ferential, driveshaft s, monocoque and the suspension 
components attached to the rear-axle, as well as the 
cooling system and electronic control unit (ECU).

Th e energy effi  ciency of the powertrain not only 
plays a decisive role in a competition attracting many 
of the world’s most renowned car makers but is also 
central to the development of road-going electric 
vehicles.

Porsche’s entry into Formula E at the end of 2019 
will coincide with the market launch of the produc-
tion version of the concept study, Mission E, the fi rst 
all-electric Porsche. ■

Classic Partner Accreditation 
in Pretoria

Porsche Centre Pretoria, located in Lynnwood 
Road, in Pretoria East, has been awarded Porsche 
Classic Partner certifi cation. As one of 63 ac-
credited Porsche Classic Partners worldwide, the 
facility off ers a wide range of services to owners 
of classic models from the Stuttgart-based sports 
car manufacturer. More than 70% of Porsche ve-
hicles built in the 70-year history of the company 
are still on the road today.

Services include access to 52 000 genuine 
parts, as well as off ering complete or partial 
restorations employing original repair and paint-
ing techniques. ■

 continued from previous page

Sports Car Breaks Formula 1 Lap 
Record at Spa-Francorchamps

Porsche’s 919 hybrid LMP1 sports racing car, 
with world endurance champion Neel Jani at the 
wheel, broke the unoffi  cial lap record at the Spa-
Francorchamps circuit in Belgium, set by world 
champion Lewis Hamilton in a 2017 Mercedes-
Benz F1 hybrid single-seater. Jani lapped the 
5.8-km track in 1 min. 41.770 sec. which was 
0.78s sec. quicker than Hamilton’s record lap.

Th is feat was the product of Porsche’s 
development of the now-retired LMP1 car, free 
from World Endurance Championship (WEC) 
restrictions. Th is meant the turbocharged 2-litre 
V4 engine produced 720 bhp instead of the 500-
odd bhp in WEC guise. Jani’s car was timed at a 
top speed of 359km/h.

Watch the onboard video at:
www.youtube.com/watch?v=Fh8_2zQZ3xM. ■ P
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We Drive

BY ROGER HOUGHTON

Driving high performance cars on race tracks can 
be intimidating as the objective oft en seems to be 
to force you into going beyond your comfortable 
driving limits as you try to keep up with the pace 
car, or the snake of cars in front of you.

I have attended quite a few of these race track 
introductions to new models, including driving 
around tracks at Estoril (Portugal), Bilsterberg 
(Germany), Fuji Raceway (Japan) as well as local 
tracks such as Kyalami, Red Star and Zwartkops, 
but last week’s driving introduction to the new 
Porsche 718 Boxster and Cayman, was not only 
the most rewarding of these outings, but also the 
most enjoyable.

Th e reason for the diff erence was the helpful 
attitude of the two, genial Porsche driving instruc-
tors from Europe: Tobias Th eurer, of Germany, 
and Wim Daems, of Belgium. Th ey spend most of 
their time travelling the world and supervising the 
driving at Porsche new model launches but were 

very considerate despite the repetitive nature of 
their jobs.

Th e placement of plenty of traffi  c cones around 
the Kyalami circuit, which act as aiming points as 
you circulate the track, together with a two-way 
radio whereby Tobias guided me around the 
fi rst lap all contributed to enhancing the driving 
experience for a person who was a rally navigator 
for many years but did not rate himself as a rally or 
racing driver.

Tobias, driving a Porsche 911 Carrera GTS, 
also didn’t blast off  into the distance, leaving me 
to try and chase aft er him. Instead I built up more 
and more confi dence as we lapped the track in 
the yellow Cayman and then the white Boxster, 
shift ing from Normal to Sport and Sport + setting 
on the standard Sport Chrono package. Th en 
enable me to really enjoy the amazing grip and 
outright performance of the latest versions of these 
mid-engined masterpieces. It was such a rewarding 
experience that I wished I could have put in even 
more laps!

Th e Boxster is the spiritual successor to the 
356 which was Porsche’s fi rst production 
car and the beginning of what is now a 
world-renowned sports car dynasty. Porsche 
has introduced the 718 nomenclature into 
the Boxster convertible roadster and Cayman 
coupe as a tribute to the heritage of the 
mid-engine 718 racing car built between 1957 
and 1962.

Th e fi rst of the new 718s, with four-
cylinder turbocharged boxer engines instead 

of the previous normally-aspirated fl at six, were 
launched in South Africa at the end of 2016. Now 
the range has been extended with higher specifi ca-
tion GTS versions of each variant which are already 
proving very popular globally.

Th e GTS enhancement involves more power 
from the engine, going up to 269 kW (365bhp) 
of power and 430 Nm of torque with the PDK 
transmission. Performance is mind-blowing at 
4.1sec for the sprint to 100 km/h and a top whack 
of 290 km/h. An exhilarating exhaust note ema-
nates from the twin pipe sports exhaust system, 
which hardens as you change settings on the Sport 
Chrono system.

Th e chassis includes Porsche Active 
Suspension Management, which lowers the body of 
GTS models by 10 mm compared to the S model. 
Porsche Torque Vectoring with a mechanical 
diff erential lock ensures even more agility and 
stability in the driving experience.

Exterior appearance is distinctive with plenty 
of black, including wheels, logos and dark-tinted 
head and tail-lights. Th e interior is stunning, 
being all-enveloping with top quality leather and 
Alcantara trim of the body-hugging seats.

Pricing is also very keen when one looks 
at the competition and considering the recent 
increases in VAT and ad valorem import duty in 
this rather exclusive market, being R1 122 000 for 
the 718 Cayman GTS coupe and R1 137 000 for the 
convertible roadster.

All-in-all a memorable day with a benchmark 
sports car. ■

Helpful Instructor Made this Porsche 
Track Drive a Real Pleasure

The latest mid-engine Porsche 718 Boxster convertible roadster 
and Cayman coupé.

Left: Porsche driving instructor Tobias Theurer (left) ensured AutoLive contributor 
Roger Houghton had a rewarding time on the Kyalami race track at the wheel of the 
new Porsche 718 Cayman and Boxster GTS models.
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BY ROGER HOUGHTON

Th e future of motor retailing is in the melting pot. 
Never, in more than 120 years of selling powered 
vehicles, have there been more diverse views on the 
way forward from commentators both inside and 
outside the industry.

Long-time US motor industry executive, 
Bob Lutz, who was top man at all the Big 
Th ree (Ford, Chrysler, and General Motors), is 
predicting that motor manufacturers, dealers 
and suppliers have two – maybe three – decades 
left  before life as they know it is over, according 
to a report in Automotive News following his 
keynote speech at a conference title Redesigning 
the Industry.

“We’re in a historic transitional phase in the 
automobile business,” he said. “In order for the 
automobile to preserve its surface function its 
simply going to have to evolve. We all know this 
end-state is coming. It must come. Self-driving cars 
will disrupt the industry and make many staples of 

the past century – including retail, branding, and 
design – obsolete.”

Lutz called dealers a “threatened species” 
visualising that large fl eet companies such as Uber 
will simply buy their autonomous pods in bulk 
from the manufacturers.

Admittedly his thoughts are radical, and 
changes will be slower in coming to a country like 
South Africa, but big changes are on the way.

Big Changes Already 
Happening Locally

Here in South Africa there are already big changes 
taking place and these will continue. A major 
departure from the world as we know it is a move 
by manufacturers to use dealers as agents to sell 
and deliver vehicles where the stock is owned 
by the manufacturer and held in storage depots 
at key points for supply to their agents as and 
when required.

Mercedes-Benz SA has already taken this road 
and a recent article in GoAuto, a highly in-
formative Australian e-zine on the motor industry, 

featured this shift  by Toyota in terms of its opera-
tion in New Zealand.

Articles in the highly informative Australian 
e-zines, GoAuto Premium and GoAuto, detail 
how Toyota New Zealand, the market leader, has 
taken control of stock and now pays dealers fees 
for selling vehicles, making them agents rather 
than franchise dealer businesses. Th e amount of 
the fee depends on the cost of the vehicle being 
sold. Toyota now sets the same selling price across 
the whole retail network. Th e change happened on 
April 1.

Th is set up is evidently like what Honda 
has been doing in New Zealand for the past 
two decades.

Th e system not only means that dealers no 
longer need massive fi nance for fl oor plans, but 
also puts an end to the current huge volume target 
incentives which are disruptive to dealers and can 
cause angst among customers as dealers change 
transactional prices depending on the time of the 

Future of Motor Retailing 
Continues to Draw Diverse Views

continued on next page 

US motor industry stalwart Bob Lutz.
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month or the end of a quarter to ensure targets 
are met.

Toyota’s arrangement in New Zealand applies 
only to the sale of new vehicles while other aspects 
of the Toyota business remains the same in terms 
of the traditional factory-dealer relationship.

One of Toyota New Zealand’s leading dealers, 
Hunter Mitchell, said he believes the move to 
reinvent the dealership model will lead to increased 
sales for the brand once the buyers understand 
the diff erent experience in a Toyota dealership 
compared with other brands.

Th is is one of the retailing models that could 
be adopted by more OEMs in other countries like 
South Africa.

Counterpoint – “Salespersons Are 
Not Going to Become Dinosaurs”

Charles Bailey, a hardened businessman with 
almost 50 years’ experience in retail motor trading, 
says he accepts the many benefi ts fl owing from 
the use of digital communication and systems by 
motor dealerships, but he believes that salespersons 
are not going to become dinosaurs and be replaced 
by a computer terminal, as some radical thinkers 
are suggesting.

Bailey, who came up through the fi nancial 
ranks to become a franchise director for Toyota 
and then Volkswagen in the McCarthy network 
and is currently the independent chairman of the 
Volkswagen Dealer Council, says the sales team 
still has a vital role to play.

He says the skill and experience of these 
people are very important, particularly in terms 

of moving end-of-life or run-out stock when new 
models arrive as well selling premium models 
where they are critical in being able to advise cus-
tomers which of the (oft en) vast number of options 
they should choose to equip a car to meet specifi c 
requirements. Th eir skill can also help swing deals 
from buying a pre-owned car to buying a new one.

Bailey admits that digital platforms are 
powerful in terms of getting sales messages across 
but says that in the end a potential customer wants 
to talk to another human being as buying a car is a 
major fi nancial decision.

“Newspaper advertising no longer works for 
motor dealers, but I believe they should make 
more use of radio advertisements or sponsorships 
to get messages and dealer name awareness across 
to large number of the public,” added Bailey. 
“Nowadays dealers must advertise and promote 
their own services and special off ers, leaving brand 

and model specifi c advertising and promotion to 
the OEMs as it is so expensive.”

Bailey says he certainly does not see sales-
persons sitting around waiting to complete the 
paperwork as customers arrive with detailed 
specifi cations of the car they want to buy and the 
fi nancial package they have selected, all gleaned 
from the internet.

“It is still essential for the sales team to go 
looking for business and here they have the benefi t 
of the digital world providing a host of oppor-
tunities to obtain e-mail addresses or telephone 
numbers. Th ey must also mine the extensive data 
bases of existing owners built up over the years to 
identify possible buyers and to maintain regular 
contact between the dealership and vehicle owners.

“Th e sales team must also make use of the 
service department’s customer database because it 
is up to date and the most important post-purchase 
relationship a dealership has with its customers. It 
is also critical that the aft er-sales team goes out of 
its way to provide the best possible service experi-
ence as word of mouth is the ideal way to attract 
new business.

“One oft en hears people talk about ‘my doctor’ 
and ‘my dentist’, but one seldom hears a person 
talking about ‘my dealer.’ Th is should be the aim of 
all dealers looking to grow their sales and it cannot 
be done by digital means!” added Bailey.

“A dealership certainly cannot aff ord 
people sitting around as order-takers waiting for 
somebody to walk through the door requiring only 
paperwork to complete a purchase. Now, more 
than ever, a salesperson needs to be pro-active and 
to show initiative as the retail trading environment 
is tougher than ever before,” concluded Bailey. ■

 continued from previous page

A Toyota dealership in New Zealand.

Charles Bailey, independent chairman of 
the Volkswagen Dealer Council.
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Th e annual road fatality statistics for 2017, 
made available by the Road Traffi  c Management 
Corporation (RTMC) earlier this month, highlight 
the need for urgent road safety intervention on 
South Africa’s roads. According to the Automobile 
Association (AA) the statistics show the situa-
tion on the country’s roads is worsening, despite 
numerous safety campaigns by government and 
non-governmental organisations.

According to the statistics, 14 050 people died 
in road crashes on South African roads in 2017. 
Th is is marginally lower than the 14 071 people 
who died in road crashes in 2016 but still higher 
than any year from 2008 to 2015.

It is also important to note that the pre-
liminary Easter road fatality statistics – released 
earlier this month by Transport Minister 
Blade Nzimande  – are 14% up over the same 
period last year. Th ese fi gures, which are likely 
to climb, already do not bode well for the overall 
national road safety picture for 2018.

“Seen against the backdrop of the fatality 
statistics over the past ten years (from 2008), these 
numbers prove that current road safety initia-
tives are simply not working. Since then, almost 
135 000 have people died in road crashes in South 
Africa. Th is is a shocking number which, without 
urgent intervention, genuine commitment from all 
role-players, and a complete change in the attitude 
of all road users, will never signifi cantly decrease,” 
commented the AA.

Th e Association noted that the stabilising 
of the fatality rate at just over 14 000 deaths per 
annum is unacceptable, and should be seen as a 
national crisis. Th e organisation believes that a 
reversal of this can only be achieved through the 
implementation of several key plans. A key focus 
must be on pedestrians. Measures in this regard 
should include:

 ■ Creating a safer environment for pedestrians 
to commute, especially on busy roads,

 ■ Extensive nationwide pedestrian education 
campaigns,

 ■ An increase in reliable, safe public transport,
 ■ A swift er introduction of crash avoidance 
technology in vehicles, and,

 ■ Encouraging employers to consider the 
wellness of employees, especially in relation 
to their commutes to and from work, through:

 ■ Ensuring employees who walk to work 
are visible at all times, either through 
improving uniforms to make them 
more visible, or making the use of 
high visibility sashes, vests or jackets 
compulsory,

 ■ Ensuring the safety of vehicles in fl eets 
(or pool vehicles) and delivery bikes, 
and,

 ■ Ongoing internal road safety education 
to staff .

“Reducing pedestrian fatalities by half will 
bring down the national fi gures by almost 20% 
(around 2 700 lives), a signifi cant drop which will 
provide an immediate impact to reducing national 
fatality statistics,” said the AA.

Th e AA adds that it is also necessary for road 
users – pedestrians, cyclists and motorists – to 
realise that government can only do so much to 
improve road safety and reduce the number of 
crashes and fatalities on the roads.

“Unfortunately too many South Africans have 
an extremely bad attitude towards safe road use, 
and all the education and enforcement in the world 
will not stop those intent on playing by their own 
rules. Without a change of attitude among road 
 users – and, importantly, a respect for the law – ef-
forts to decrease fatalities and crashes by a notice-
able margin will fall fl at,” the AA concluded. ■

2017 Road Fatality Statistics 
Cause for Concern

Road Fatalities 2008 – 2017 per road user group
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Corporate Social Responsibility

Volkswagen Group South Africa (VWSA) employ-
ees and their loved ones recently joined hands to 
uplift  and renovate the Tshilidzi Primary School 
in Soweto. Th is Primary School that boasts South 
Africa’s current President, Cyril Ramaphosa as 
part of its alumni, is in desperate need of a revamp. 
Situated in the heart of Soweto, the school has 665 
learners from Grade R to Grade 7.

Tshilidzi Primary School was one of the 
fi rst schools to be adopted by the Adopt a 
School Foundation, chaired at the time by Cyril 
Ramaphosa, almost ten years ago. Since then this 
school has not received much attention. Th e Show 
of Hands Employee Volunteer Programme there-
fore decided that a much needed upgrade to the 
Grade R classrooms and playground, sickbed room 

and the schools vegetable garden was required.
VWSA employees assisted with repurposing 

furniture, changing classroom layouts and paint-
ing interior and exterior walls. Th e sick room was 
repainted and suplied with new linen. As part of 
leaving a lasting legacy, a new vegetable tunnel was 
created and stocked with seedlings, with a catch-
ment water tank installed to assit with watering

Over 160 VWSA Employees and their loved 
ones gave of their time and skills to upgrading the 
facilities at the school.

Many factors contribute to a healthy learning 
environment and nutrition is one of them. VWSA 
volunteers therefore also collaborated with Rise 
Against Hunger and packed 25 000 meal packages 
to supplement the school’s feeding programme. 

Bringing the total meals packed by VWSA 
volunteers to 50 000 for 2018.

Th e Volkswagen Show of Hands Volunteer 
Programme, which is an ongoing initiative under 
the Volkswagen for Good campaign, runs these 
volunteer projects. ■

VW Volunteers Give Soweto School a Revamp

Th e annual Jaguar Simola Hillclimb in Knysna is 
helping to raise funds for the Eden Regeneration 
Project as part of its commitment to support-
ing the local community and environmental 
initiatives, particularly aft er the devastating fi res 
experienced last year.

Th e organisers of the Hillclimb, Knysna 
Speed Festival, have teamed up with non-profi t 
organisation Greenpop which plants trees through 
urban greening and reforestation projects, while 
creating environmental awareness and generating 
support and participation through green festivals 
and workshops across Southern Africa.

“It is fantastic to be able to host the Jaguar 

Simola Hillclimb in one of South Africa’s most 
beautiful coastal towns, but it also comes with a 
responsibility to support the region with more 
than simply the business this event generates,” said 
Ian Shrosbree, the event’s managing director.

“Th e 2017 fi res destroyed a lot of the trees and 
vegetation this area is renowned for,” he added. 
“Accordingly, we have partnered with Greenpop 
to raise funds for its Eden Regeneration Project, 
which aims to plant between 5 000 and 10 000 trees 
in the Knysna area during its Regreen the Garden 
Route Festival in June.”

Proving its commitment to the cause, the 
Hillclimb team has covered the cost of R120 

per tree for each competitor entry in the 2018 
Jaguar Simola Hillclimb, with the funds already 
having been donated to the initiative.

“We encourage Hillclimb competitors, 
spectators and sponsors to support this project by 
making donations to purchase more trees, and also 
by spreading the word to friends and family, as well 
as across social media,” Shrosbree urged. All funds 
raised go directly to Greenpop. ■

* Donations to the fundraising campaign can 
be made by accessing the Jaguar Simola Hillclimb 
Tree Project page on the GivenGain website: 
www.givengain.com/ap/ksfj aguarshctreeproject/

Jaguar Simola Hillclimb Goes Green

KIA Motors has opened a new Green Light Project 
(GLP) Vocational Training Centre in Rwanda, 
aimed primarily at teaching agricultural skills to 
young adults. Th e new GLP Vocational Training 
Centre is located in the densely populated 
Gahengeri Sector of the Rwamagana district in 
Rwanda’s Eastern Province.

By setting up the new GLP training facil-
ity, KIA hopes to foster greater self-suffi  ciency 
throughout the region, helping local com-
munities generate sustainable income from 
agricultural sales.

Th e local economy is heavily dependent on 
agriculture, with farmers making up 90% of the 
Gahengeri Sector’s working population. However, 
there are typically low levels of productivity due 

to the dense population and mountainous nature 
of the region. A lack of skills and machinery, as 
well as poor storage facilities and an inadequate 
infrastructure, also pose challenges.

KIA’s GLP Vocational Training Centre will 
not only act as a job training facility, it will also 
provide an agricultural machinery rental service 
and incubation programme to local farmers, sup-
porting new and existing farms with harvesting, 
sales and distribution.

Th e Rwanda facility is the latest stage in 
KIA’s ongoing GLP programme, which strives 
to improve access to healthcare, education and 
employment for disadvantaged children and young 
adults in some of the most underdeveloped regions 
in the world. Th e programme seeks to ‘turn the red 

light to green’ for individuals and communities, 
empowering them with the skills and opportuni-
ties they need to improve their lives. With the 
establishment of each Green Light Project facility, 
KIA’s fi nal goal is to hand over full control to a 
local community.

Th e Rwanda centre is the tenth GLP project 
that KIA has established across seven diff erent 
African nations since 2012. ■

Kia Opens Vocational Training Centre in Rwanda

www.givengain.com/ap/ksfjaguarshctreeproject/
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YOU’LL BE SURPRISED WHERE 
THE KIA K2 SERIES WORKHORSE
WILL TAKE YOUR BUSINESS.

E 

The KIA K2 series is a tough but refined worker built to be efficient in every way.
Practical and versatile, it‘s also engineered to keep running costs low – and comes
with a service plan and free fleet management package as standard.

Now you can also choose how to boost your business by choosing between a free,
fitted half-door Beekman canopy - with rubberising - or R20,000 cash back. 

Visit www.kia.co.za or your nearest dealership for more information. 
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“A total focus on people – be they customers or 
members of my team at Hino Shelly Beach – is the 
reason for our ongoing success, which culminated 
in being awarded the title of Hino Dealer of the 
Year for 2017 recently,” said Gansen Chetty, the 
dealer principal.

“I believe in always having a friendly approach 
in dealing with people and have promoted this 
philosophy internally, telling my team that if we 
have good relationships with all our customers, 
suppliers and our own team members then the 
awards will follow. You reap what you sow, and this 
is what has happened. I also believe that dealing 
with diffi  cult customers and their problems makes 
one stronger.”

Not only did Hino Shelly Beach win the 
overall Dealer of the Year award for the fi rst time 
in 2017, but it also won the Customer Experience 
award for the second year in a row. Other awards 
went to Hino Shelly Beach team members, with 
Grant van Vliet taking the national award for parts 

marketing, Vinny Naidoo being awarded Hino 
Knight of the Year, while Vinny and his colleague, 
Marlan Chetty, who is also a Hino Knight, were 
presented with Ruby Awards for selling more than 
50 trucks each in 2017.

Subsequently Hino Shelly Beach received a 
Diamond Arrow award from PMR Africa aft er 
being rated the best commercial vehicle dealer-
ship in the South Coast Region of KwaZulu-Natal. 
Th e survey is conducted over 12 months and 
respondents are CEO’s, managing directors, busi-
ness owners, company directors and managers 
as well as senior government offi  cials based in 
the region.

Th e Hino Shelly Beach dealership, which 
was built in 2007, was refurbished last year and 
this included the installation of rainwater-saving 
storage tanks. Th e focus on customer service 
extends to having a fully equipped service centre 
with eight drive-through bays capable of handling 
complete rigs, with trailer maintenance available. 

Th is facility and four mobile units currently service 
18-25 trucks a day so there is seldom a delay in 
having a truck serviced. ■

Working Wheels

UD Trucks Southern Africa recently announced its 
top-performing dealers from across the southern 
and eastern African region. Dealer achievements 
were recognised in 26 diff erent categories in the 
various disciplines of sales, parts, service, adminis-
tration and fi nance.

According to Gert Swanepoel, MD of UD 
Trucks Southern Africa, each UD family member, 
whether they are the franchise director, the dealer 
principal, or in accounts, an assembler in the plant 
or a technician in the workshop, live and breathe 
the same values.

“We believe in creating value and going the 
extra mile for our customers, in excelling at the 
essentials, and being innovative in everything 
we do,” said Swanepoel. “So, no matter who our 

customers deal with within the UD family, or 
where they are located, they can expect the same 
ultimately dependable service and support.”

With UD Trucks forming part of one of 
the world’s leading commercial vehicle manu-
facturers with representation in more than 190 
markets, the company has a diverse staff  and 
dealer workforce.

“I believe that one of our strengths as a 
company is the fact that we have an inclusive 
culture where everyone can contribute to their 
full potential,” explained Swanepoel. “Everything 
we do is focussed on creating an organisation and 
product off ering that will ensure business success 
for UD fl eet owners. Our dealers are specifi cally 
trained to match products and applications with a 

fl eet owner’s unique business needs, to ultimately 
provide a transport solution that is effi  cient, profi t-
able and dependable,” he concluded. ■

Developing Markets Dealer of the Year
Dulys Trucks Harare, Zimbabwe

Medium Dealer of the Year
UD Trucks Lichtenburg, South Africa

Dealer of the Year
BB Truck and Tractor (Polokwane, South Africa)

The Dealer of the Year 
Awards Went To

UD Trucks Announce Top Dealers

Hino Shelly Beach Shines

Dealer principal Gansen Chetty 
(holding the trophy) fl anked by (from 
left) service manager Sachin Muniasiah, 
administration manager Charmaine du Toit 
and parts manager Grant van Vliet.
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Th e truck divisions of two of the world’s largest 
vehicle manufacturers, Toyota’s Hino Motor 
Ltd. and the Volkswagen Group’s Truck and Bus 
company, which includes Scania and MAN, have 
entered a strategic partnership.

Hino and Volkswagen see their recently-
signed agreement as being based on common ideas 
to cooperate in logistics, traffi  c solution research 
existing and new technologies and procure-
ment. Th e evaluation of technology will focus on 
conventional powertrains, hybrid, and electric 
powertrains as well as connectivity and autono-
mous driving systems.

Hino previously signed a cooperation agree-
ment with Scania in 2002 which opened the way 
for the two companies to share increased market 
share potential and technology, but it was cancelled 
when Scania was taken over by the Volkswagen 
Group in 2014.

In terms of this earlier agreement, Hino sold 
Scania heavy duty trucks in Japan and there were 
several cooperative technology projects. Now these 
two companies, with long histories as truck makers 
are to work together again, albeit with Scania now 
a member of the huge Volkswagen Group.

Volkswagen is also involved in preparing its 
truck and bus company for a stock market listing 

in 2019 which would raise signifi cant amounts of 
cash for a minority share in the company.

Volkswagen Truck & Bus already has a 17% 
share in Navistar, the fourth largest truck maker 
in the United States, under the International brand 
name, and is looking to take a majority share in 
this company to get further access into the lucra-
tive US market.

Said Yoshio Shimo, President and CEO of 
Hino Motors Ltd., of the latest partnership: “Th e 
agreement was made possible because Hino and 
Volkswagen Truck & Bus respect each other and 
share the same aspiration to off er customers the 
highest value. It will be a strong tie-up at times of 

new challenges in the fi eld of transportation due to 
the rapid growth of e-commerce.”

Andreas Renschler, member of the Board 
of Management of Volkswagen AG and CEO of 
Volkswagen Truck and Bus said: “We are delighted 
to enter into a Strategic Cooperation Framework 
Agreement (SCFA) with Hino as we are teaming up 
with one of the leading truck and bus companies 
(in the world), who presence is especially strong 
in Asia. It is an excellent fi t in terms of regional 
footprints and products, but also concerning 
common ideas on how to shape the future of 
transportation together.” ■

Working Wheels

Hino and Volkswagen Truck & Bus Enter Partnership

FOOTNOTE: Links between Volkswagen and Toyota go back to 1989 when Volkswagen began 

assembling and selling Toyota Hilux bakkies badged Volkswagen Taro in Europe from 1989. This joint 

venture ended in 1997 due to sales failing to meet the targets set by the two manufacturers involved.

Then, in 1992, Toyota signed an agreement to import and sell Volkswagen and Audi cars in 

Japan through one of its wholly-owned dealer networks. The reason was to try and placate European 

manufacturers who were distressed by the growing number of Japanese vehicles being exported 

to Europe. South African Johan de Nysschen, until recently head of Cadillac, was involved in this 

venture as President of Audi Japan from 1999.

A similar programme saw Toyota trying to sell the US-built Chevrolet Cavalier as a Toyota Cavalier 

in Japan from 1996. This short-lived programme was intended to placate the US motor industry.

Yoshio Shimo, President and CEO of Hino 
Motors Ltd., and Andreas Renschler, CEO of 
Volkswagen Truck & Bus, seem happy with 
their recently-announced strategic partnership.
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A new test facility has been developed in Michigan 
to help commercial vehicle manufacturers and 
their suppliers increase the effi  ciency of vehicle 
drivelines. Developed and operated by Drive 
System Design Inc., the North American subsidi-
ary of UK-based driveline engineering consultancy 
Drive System Design (DSD), the facility will help 
manufacturers lower emissions and improve 
fuel economy.

“Th e current focus on real-world emissions 
means the effi  ciency challenge has suddenly 
become substantially more critical, yet para-
sitic and other losses are still draining energy 
unnecessarily,” said Jon Brentnall, president of 

DSD Inc. “Our parent company has developed 
what we believe is Europe’s most advanced, 
commercially-available development centre 
for vehicle driveline effi  ciency, with many test 
systems designed in-house to ensure that areas 
that have not previously received suffi  cient atten-
tion can now be investigated. It is our intention to 
build similar test capability tailored to the North 
American market.”

Th e facility will initially house a loaded trans-
mission effi  ciency test rig and will be developed 
throughout the year to fi nally include three pieces 
of driveline test equipment. Th e current rig, which 
is fully operational, is suitable for all transmis-
sion types, including engine accessory drives, 
such as supercharger gearboxes. It will largely be 
used for transmission effi  ciency testing and the 
data produced will also ensure that transmission 
effi  ciency math models produced in-house are 
well correlated.

Further expansion throughout the year will 
include a hydraulic test stand for hydraulic valve 
body development and a tilt rig, which provides 
enhanced lubrication fl ow analysis capability. “Th is 

will require a larger facility in the area, which we 
are already investigating,” Brentnall commented.

Th e new facility will also include extensive 
customer accessibility, allowing DSD’s engineers to 
work closely with its customers throughout design, 
development and validation programs. “Our con-
sultant engineers in Europe found that they were 
able to produce designs that theoretically provided 
signifi cant, low cost improvements in effi  ciency, 
but that the test facilities were not available to focus 
development attention in the appropriate areas,” 
Brentnall explained. “Th e answer was to develop 
their own test systems, designed specifi cally for this 
increasingly important area of driveline engineer-
ing. With the accelerating trend to electrifi cation, 
the test centre is also designed for mild and full 
hybrid drivelines and full electric drivelines.”

DSD Inc. will be presenting at the CTI 
Symposium USA at Novi, Michigan, on May 14 to 
17. Th e company will present a paper that focuses 
on the control soft ware and novel thinking behind 
the control strategy for a transmission that will 
have undergone initial light load testing using the 
new effi  ciency test rig. ■

Working Wheels

New Test Facility 
Takes Aim at Strict 
Emissions Targets

Jon Brentnall, president of DSD Inc.

The new DSD test facility in Michigan includes a loaded transmission effi ciency test rig.

“The current focus on real-world 
emissions means the effi ciency 
challenge has suddenly become 
substantially more critical, yet 
parasitic and other losses are still 
draining energy unnecessarily,”

The new facility will also include 
extensive customer accessibility, 
allowing DSD’s engineers to work 
closely with its customers.
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BY ROGER HOUGHTON

High performance bakkies and SUVs are trending 
hot in terms of both power and looks as fashion 
items. Centurion-based Ford Performance has 
joined the fray with a range of three Roush Ranger 
upgrades that certainly look very macho and the 
Level 2 and 3 models also incorporate improved 
engine performance.

Th e new models were launched in usual 
high-profi le style by Grant Askam and his team at 
the Performance Centre last week. Several senior 
executives from Ford Motor Company Southern 
Africa (FMCSA), including MD Casper Kruger 
and Sales, Marketing and Service Director Neale 
Hill, in attendance, which underlined the support 
this Performance Centre operation enjoys from 
its OEM.

Jack Roush, Jnr, son of the founder of this 
famous American company, which is categorised 
as a specialised engineering company, not an 
aft ermarket kit manufacturer, addressed the guests 
at the launch. He ran through the impressive 

history of the company, which has been involved 
in performance engineering and a variety of racing 
over more than 20 years.

Developing, testing, and obtaining the 
necessary approvals for the Roush Ranger project 
took two years, but the fi nished article – a world 
fi rst! – is most impressive. It will now be rolled out 
in other markets where Roush is represented.

Ford will, itself, enter this high performance 
bakkie market in 2019 with the Ranger Raptor, 
which will also be built at its Silverton plant. 
Th is international model will be powered by a 
2-litre twin-turbo engine instead of the 3.2-litre 
single turbo fi tted to the current model and the 
Roush Rangers.

At this stage there is no indicative pricing for 
the Ranger Raptor, but Ford Performance believe 
their Roush Ranger pricing will be competitive. It 
is also likely that their could be a Roush version of 

the Ranger Raptor as the market for “hot” bakkies 
is growing worldwide.

Roush Ranger pricing starts at R135 000 
for the Level 1 version, R185 000 for Level 2, 
and R245 000 for Level 3. Th ese models will be 
listed in the TransUnion Mead and McGrouther 
used vehicle price guide as specifi c models 
and not “accessory specials” so they should be 
able to retain their value better. Th e vehicles 
can also be insured for the full value of the car 
and the upgrade code due to the Mead and 
McGrouther listing.

Importantly, the Roush upgrade is fully 
supported by FMCSA and each stage carries a 
Ford Protect Drivetrain warranty for three years 
or 60 000km.

Th is Roush Ranger should be another successful 
venture for the local Ford Performance Centre, judg-
ing by its success with the Mustang, where 355 of 
these top-selling sports cars have already been given 
the Roush treatment. Even though this Performance 
Centre has been operating for only 22 months it has 
already been honoured by Roush Engineering as 
being in the global top 10 for Roush Parts sales. ■

SA Gets World’s First
Approved Roush Rangers

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

digital

The vehicles can also be insured 
for the full value of the car.

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

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

Zwartkops Raceway is gearing up for its fi rst 
national championship event of the season 
when the Extreme Festival visits the Pretoria 
circuit on May 12th for its third round national 
championship races.

Th e Sasol Global Touring Car Championship 
heads up the national action and with just eleven 
points separating the championship top three, 
leader Simon Moss and his Engen Audi, Gennaro 
Bonafede’s Sasol BMW and double-SA champion 
Michael Stephen in the other Audi have it all to 
play for.

Aff airs have however proven a little more 
clear-cut in the Engen Volkswagen Polo Cup, 
where Jeff rey Kruger has run amok with a perfect 
score so far, but Zwartkops being most Polo teams’ 
home track, rest assured that Kruger’s rivals will be 
baying for his blood and then some. So that Polo 

action can only be fraught as the likes of Masters 
ladies and gentlemen, Tasmin Pepper, Juan Gerber, 
Charl Wilken, Shaun La Reservee among them, 
and Junior chargers Clinton Bezuidenhout, Daniel 
Duminy, Keegan Campos, Delon Th ompson 
and others now need to get their title chases 
into top gear. Another certain Zwartkops May 
12 spectacle…

It’s a similar situation in Investchem Formula 
1600, where Stuart White has so far been peerless 
in his pursuit of that series’ Mazda Road to Indy 
shootout prize, but rest assured that Cameron 
O’Connor, Alex Gillespie, Nicholas van Weely, 
Siyabonga Mankonkwana, Liam Pienaar, Andrew 
Schofi eld and Tiago Rebelo will be among several 
others out to stop Bloemfontein lad White’s so far 
almost perfect performance.

Two-wheel race fans can look to forward to 

the usual Red Square Kawasaki ZX 10 Masters 
Cup spectacle, where Sven Grune and Graeme van 
Breda continue to defy their age.

Two Zwartkops Club Challenge series will 
close off  the action. Th e ever popular 111 Sports & 
Saloons boasts fresh series backing from Car Care 
Clinic and all eyes will be on Neil Lobb and his 
yellow TVR Chimaera as he tries to ward off  the 
attack from a strong fi eld.

Sparks fl ew the last time the autObarn Super 
Hatch brigade raced at Zwartkops and the same 
can be expected on May 12th.

In addition to the racing, the Extreme Festival 
will off er a broad selection of off - track family 
entertainment. Adult entry is R120 per person, 
students enter for R90 and under 12s get in free. 
Find more info and book your tickets now at:
www.zwartkops.co.za. ■

Extreme Festival Heads to Pretoria

Multiple national racing 
and rallying champion, 
Charl Wilken, will be 
in action in the Engen 
Volkswagen Polo Cup at 
Zwartkops on May 12th.

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