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Since the first of two motor programmes were 
implemented in 1995, South Africa has exported 
more than 4 million vehicles worldwide while the 
export value in nominal rand value terms of the 
vehicle and automotive component exports up to 
2017 amounted to R1 478,1 billion.

This is according to Dr. Norman Lamprecht, 
Executive Manager of the National Association 
of Automobile Manufacturers of South Africa 
(NAAMSA) as well as the Automotive Industry 
Export Council (AIEC), who released his 2018 
Automotive Export Manual publication recently.

In 2017, vehicle and component production, as 
the largest manufacturing sector in the country’s 
economy, accounted for 30,1% of South Africa’s 
manufacturing output. The broader automotive 
industry’s contribution to the GDP was 6,9% (4,4% 
manufacturing and 2,5% retail). Investment is the 
principal means by which economic policy goals 
are translated into reality and in this regard the 
seven major light vehicle OEMs invested a record 
R8,2 billion, along with a substantial R4 billion by 
the automotive component manufacturers.

Total automotive industry exports for 2017 
amounted to R164,9 billion and comprised a 
significant 13,9% of South Africa’s total export 
earnings. A stronger rand exchange rate as well as 
the time effect of major new model introductions 
during the fourth quarter of 2017 resulted in 
just falling short of the previous export record of 
R171,1 billion in 2016. However, the export value 
represented the second highest export level on 
record. Total automotive revenue in the ambit of 
the automotive business sphere in South Africa 
amounted to over R500 billion in 2017.

A total of 338 093 right- as well as left-hand 
drive vehicles, along with a diverse range of 
automotive components, were exported to 149 
countries in 2017 with the export value to 16 

destinations more than doubling on a year-on-year 
basis. The UK, with 98 358 vehicles was South 
Africa’s top destinations for vehicle exports in 2017. 
The high-value, domestically beneficiated, logistics 
friendly catalytic converters remained the most 
popular component exported followed by engines 
and parts, tyres and radiators.

The domestic automotive industry’s top export 
markets in value terms were Germany, with R46,7 
billion, followed by the USA, with R18,8 billion. 
The importance of the trade arrangements that 
South Africa enjoys with the EU, allowing for duty 
free vehicle and automotive component exports 

to the 28 countries in the region as well as the 
AGOA trade arrangement with the USA, enhanced 
exports to these countries.

Africa remains a priority focus for the 
South African automotive industry and automo-
tive exports to 40 countries on the continent 
amounted to R29,7 billion, or 18% of the country’s 
total automotive exports of R164,9 billion in 2017. 
The motorisation rate at 42 per 1 000 persons, 
compared to the global average of 180 vehicles per 
1 000 persons, remains the lowest by any region 
in the world. Considering a population of over 
1,2 billion as well as a burgeoning middle-class, 
there is enormous potential for growing vehicle 
demand on the continent. In this regard regional 
integration would unlock intra-Africa trade, 
better customs co-operation between countries, 
the elimination of tariff and non-tariff barriers, 
and the improvement of investments on the back 
of economies of scale.

Opportunities relating to the proposed “Cape 
to Cairo” free trade area, including 26 African 
countries, as well as pursuing partnerships with 
other countries in Africa interested in vehicle 
assembly would contribute to the domestic auto-
motive industry’s export performance.

The import value of vehicle imports increased 
from R56,2 billion in 2016 to R59,8 billion in 2017, 
aligned with a first modest year-on-year increase of 
1,9% in the domestic new vehicle market following 
three successive years of decline. India, with 88 110 
units, or 29,9% of total light vehicles imported, 
was the top country of origin in volume terms 
for passenger cars and LCVs imported into South 
Africa in 2017.

The majority of high-volume entry-level 
models available in South Africa are manufactured 
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overseas, mainly in India. 
Volkswagen’s Polo Vivo and General 
Motors’ Chevrolet Spark, which 
were manufactured in South Africa 
in 2017, are the two exceptions.
The value of vehicle imports from 
Germany, which included the pre-
mium brands, however, was nearly 
double those imported from India.

According to Lamprecht only 
one or two selected high volume 
models are manufactured by each 
manufacturer in South Africa 
linked to export contracts to obtain 
economies of scale benefits, coupled 
with imports of low volume models. 
Every brand has a benchmark 
product in just about every segment 
of the market. The domestic model 
mix is thus arranged to provide the 
most effective marketing combina-
tion of domestically manufactured 
and imported models to satisfy a 
consumer-driven market. South 
Africa currently has one of the most 
competitive trading environments 
in the world and in 2017 offered no 
fewer than 53 passenger car brands 
and 3 236 model derivatives and in 
the light commercial vehicle segment 
34 brands with 698 model derivatives 
for consumers to select from. This 
afforded car buyers the widest choice 
to market-size ratio anywhere in 
the world.

Imports of original equipment 
components used to manufacture 
the vehicles amounted to R89,6 
billion and originated mainly from 
Germany, Thailand and Japan. 
Capital intensive and complex 
components such as engines, gear 
boxes and electronic interiors com-
ponents are mainly imported where 
the relatively low volumes make the 
projects not economically viable in 
the domestic market.

However, significant value 
adding processes take place in South 
Africa where after the vehicles are 

subsequently manufactured on 
behalf of parent companies abroad 
and exported to global markets. 
The rand strengthened in 2017 on a 
nominal trade weighted basis, result-
ing in only a modest increase in the 
automotive import values. The rand 
exchange rate, however, has reacted 
differently to different countries and 
this is particularly important with 
regard to the exchange rate of source 
countries for South African imports. 
At an individual company level, 
depending on the particular firm’s 
exposure to imports and exports 
and the firm’s balance of trade, the 
impact of exchange rate fluctuations 
may also vary.

Although South Africa produced 
56,4% of Africa’s vehicle produc-
tion in 2017, the industry remains 
relatively small in a global context 
and with production of 601 178 units 
was ranked 22nd in respect of global 
vehicle manufacturing with a market 
share of 0,62%. Currency volatility, 
logistics costs and international eco-
nomic developments are challenges 
the industry has to confront on a 
daily basis and which fall outside of 
the control of the automotive policy 
programme. South Africa has to 
compete against major automotive 
forces such as China, India, Thailand 
and Mexico, amongst others, for in-
vestments in new generation models 
while these countries also export 
vehicles and automotive components 
to world markets.

South Africa’s automotive 
industry remains a vital element in 
the country’s economy. The industry 
plays both a strategic and catalytic 
role in economic development in 
view of its significant investments, 
modern, advanced manufactur-
ing activities, provider of quality 
employment, contribution to the 
country’s GDP, earner of forex as 
well as its significant multiplier effect 
in the economy. Long-term policy 
certainty is a key reason for the 

continuous health and success of the 
country’s automotive sector.

In this regard the role of the 
Department of Trade and Industry, 
custodian of the MIDP implemented 
in 1995, and current APDP, imple-
mented in 2013 as well as the SA 
Automotive Masterplan 2021-2035, 
set to succeed the APDP, is impera-
tive. The manufacturing sector has 
been singled out as a crucial driver 
to place the country’s economy on 
a path of sustainable growth and 
development. Considering that 
vehicle and component manufactur-
ing comprises nearly a third of the 
country’s manufacturing output, 
Lamprecht emphasised that the au-
tomotive industry is and will remain 
essential to the growth and success of 
the South African economy. ■
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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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Dr. Norman Lamprecht, 
Executive Manager of 
NAAMSA and a member of 
the board of the Automotive 
Industry Export Council (AIEC), 
is justifiably proud of his 
achievement of producing the 
12th annual edition of the South 
African Automotive Export 
Manual. He spent more than 
1 000 hours in a six-month 
period working on this project. 
More than 20 000 hard copies 
of this important and very 
informative export manual 
are distributed each year, 
while there are huge numbers 
circulated internationally on 
the internet.
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Irregularity in new vehicle sales numbers 
continue to contribute to market uncer-
tainty, according to WesBank. Aggregated 
data from the National Association of 
Automobile Manufacturers of South Africa 
(NAAMSA) showed that total retail sales 
of 36 346 units in April reflected 3.6% 
year-on-year growth, while at the same 
time showing a dramatic month-on-month 
decline of 26.2% compared to March 2018.

“It’s important not to read too much 
into these figures as the overall picture is 
skewed by the dip in sales in April 2017 
as a result of the country’s downgrade 
to junk status at the time,” said Rudolf 
Mahoney, WesBank’s Head of Brand and 
Communications. “As a result, the 3.6% 
increase in sales in April is not as positive a 
picture as it may seem,” he explained.

“Looking at the month-to-month 
decline, this big drop is a result of the 
strong sales in March, thanks to consumers 
opting to avoid an increase in VAT and ad 
valorem which came into effect on 1 April,” 
Mahoney continued. “A more practical 
indication of the market’s performance this 
year is the year-to-date decline of 2.6%.”

Passenger cars showed an improvement 
of 6.4% with 23 928 units sold in April ver-
sus 22 490 in the corresponding month last 
year. Light commercial vehicles, however, 
were down 1.2% with 10 580 units sold.

Sales in the low-volume medium and 
heavy truck segments of the industry 
reflected a mixed picture but had again 
remained under pressure and at 493 units 
and 1 345 units respectively, had recorded 
a decline of 12,1%, in the case of medium 
commercial vehicles, and, in the case of 
heavy trucks and buses, a modest improve-
ment of 1,3% compared to the correspond-
ing month last year.

Dealer sales accounted for 86.6% of the 
total market, while rental, corporate and 
government fleets represented 7%, 5.1% and 
1.3% respectively.

“It’s encouraging to note that dealer 
channel sales have been up for the first four 

months of the year,” continued Mahoney. 
“The slow performance of the rental 
segment, particularly over the first three 
months of the year, has weighed heavily on 
the overall market performance.” 

WesBank’s forecast of 0.75% growth 
is still possible, but the market will need to 
perform better going forward. Sales in May 
should start to normalise thanks to a full 
sales month and the second half of the year 
is expected to be more positive following a 
similar trend as 2017. 

Due to the merger of Chrysler and Fiat 
Group, the April 2018 sales data for Fiat 
Chrysler Automobiles SA was not included 
in the initial sales figures for the month, but 
domestic new vehicle sales will probably 
only increase by about 350 units when FCA 
reports its April sales.

NAAMSA’s view

NAAMSA said the configuration of public 
holidays at the end of April 2018, preceded 
by national industrial strike action, would 
have impacted on domestic sales.

Editor’s Note
In this issue we focus on the 
business end of things, both 
positive and negative.

First the good news.
Exports of SA-made 

built-up vehicles into other 
African countries grew by 
1.3% to 21 848 units in 2017. 
This is still a far cry from the 
78 807 units shipped from SA into Africa in 2013, but the 
African market’s medium- to long-term potential remains 
positive as the continent has a low level of motorisation, as 
well as a growing middle class. 

More good news is that automotive component 
manufacturers in South Africa increased their average Rand 
sales by 13% in real terms over the 2015–17 period, with this 
growth linked mainly to an improvement of 8% in 2017. 

Gumtree also recently announced that it would once 
again host the Pre-Owned Awards in 2018. The awards were 
launched last year and were a resounding success, proving 
the variety, range and quality of pre-owned vehicles in 
South Africa.

It’s certainly bad news that the organisers of the 
established, traditional motor shows worldwide are faced 
with serious problems as more of the world’s leading vehicle 
manufacturers decide to opt out of participation.

Fortunately, here in South Africa both NAAMSA and 
the organisers of the biennial Johannesburg International 
Motor Show, Messe Frankfurt South Africa, saw the changes 
coming and realised that the days of the traditional, static 
motor show were running out. So that’s good news for us.

Speaking of shows ….
The distributors and retailers of motorcycles in South 

Africa continue to battle against rising prices and a shrinking 
market, but once again put on a brave face at the third South 
African Bike Festival. Most of the world’s major motorcycle 
brands were on display, but it was disappointing that BMW, 
the country’s market leader, chose not to participate.

More bad news. The South African commercial vehicle 
market recorded a decline in sales during April, lagging 7.5% 
behind the year-to-date results of 2017. A total of 7 674 new 
trucks and buses have so far been sold in 2018. April’s sales 
of 1 838 units was also 22.1% down on March 2018’s results.

The bad news list goes on and you can read all about it 
on these pages. But remember not to lose sight of the posi-
tives, of which there are many – if one takes the time to look. 
As they say in the classics: “This too shall pass”.

Liana Reiners,
Editor

To advertise in  contact

Liana Reiners on 083 407 4600 or email on liana@autolive.co.za
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New Vehicle Sales Figures 
in April were Deceptive

Rudolf Mahoney, WesBank’s Head 
of Brand and Communications.
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Export sales of built-up vehicle in April 
totalled 24 422 units and reflected an improvement 
of 0,8% compared to the 24 229 vehicles exported 
in April last year.

NAAMSA expected new vehicle sales to show 
steady improvement over the medium term due to 
further recovery in domestic demand supported 

by continued moderation in new vehicle price 
inflation, rising real disposable consumer income, 
recent improvement in South Africa’s political and 
policy environment, lower interest rates and the 
maintenance of an investment grade rating with a 
stable outlook by a major credit ratings agency.

These developments – reinforced by improved 
business and consumer confidence as well as 
increases in the Reserve Bank’s leading indicator 

– meant that economic growth for 2018 could 
recover to around 2% and this in turn would benefit 
domestic new vehicle sales over the balance of the 
year and an annual improvement of domestic sales 
volumes of 3% plus compared to 2017 was expected.

Robust global growth should benefit new 
vehicle exports going forward. Exports were 
expected to show substantial upward momentum 
in the months ahead. ■

 continued from previous page

Monthly automotive news to and from Africa

Exports of SA-made built-up vehicles into other 
African countries grew by 1.3% to 21 848 units 
in 2017, which was a far cry from the 78 807 units 
shipped from SA into Africa in 2013, only five 
years ago.

“Vehicle exports into Africa have faltered 
over recent years on the back of a more dif-
ficult economic environment, which has 
directly affected the continent’s appetite for new 
vehicles,” explained Dr Norman Lamprecht, 
Executive Manager of NAAMSA and a director 
of the Automotive Industry Export Council 
(AIEC). He was speaking at the launch of the 
2018 Automotive Export Annual, the 12th 
edition of this important publication which he 
has produced.

“There have also been changes in import 
duties and regulations in certain countries, 
notably Nigeria and Algeria, which have 
significantly affected South African exports 

negatively. However, the African market’s 
medium- to long-term potential remains positive 
as the continent has a low level of motorisation, 
as well as a growing middle class – ingredients 
which should support growing demand for new 
vehicles,” added Lamprecht.

For the second consecutive year, 2017 featured 
no African country under SA’s top 10 vehicle 
export destinations. Ghana, with 3 719 units, was 
the top destination for exports into Africa.

Meanwhile built-up vehicle exports into 
Africa have slowed further in 2018, with only 
7 195 units shipped in the first four months of 
2018, compared to 7 472 units exported in the 
same period last year, a drop of almost 4%. The 
2017 YTD figure was, in turn, 10% lower than the 
same period in 2016, which had been a whopping 
56% lower than for the same period in 2015.

Toyota remained the most successful 
exporter in the first four months of 2018, with 

2 978 units, compared to 2 071 for Nissan, 919 for 
Isuzu, 617 for Ford, 128 for the Fiat Group and 
107 for Honda.

Ghana was by far the largest market for these 
SA-made vehicles, taking 1 308 units. Next best 
was Kenya with 983, followed by Zambia (823), 
Zimbabwe (719), Tanzania (477), Mauritius (441), 
Mozambique (350) and Nigeria (248).

The April 2018 figure of 1 729 units was 30% 
better than the April 2017 total of 1 332 units, 
which was marginally up on the 1 218 units 
exported in April 2016, which was 46% below the 
figure for April 2015.

Toyota continued to lead the way with 766 
units, followed by Nissan with 441 and Isuzu 
with 320.

Most popular destination was Kenya (237), 
followed by Zimbabwe (230), Ghana (172), 
Tanzania (166) Zambia (162), Nigeria (137) and 
Mozambique (110). ■

Exports of Built-Up Vehicles from 
SA into Africa Grew Slightly in 2017
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BY ROGER HOUGHTON

Automotive component manufacturers in South 
Africa increased their average Rand sales by 13% 
in real terms over the 2015–17 period, with this 
growth linked mainly to an improvement of 8% in 
2017. This is just behind the corresponding growth 
among the Less Developed Country (LDC) suppli-
ers surveyed for the 2018 SA Automotive Supplier 
Industry Benchmark Report conducted by B&M 
Analysts, a specialist benchmarking consultancy.

The report was recently presented to repre-
sentatives of the SA Automotive Benchmarking 
Club and the National Association of Automotive 
Component and Allied Manufacturers 
(NAACAM) by Douglas Comrie, managing 
director of B&M Analysts. The report contains 
important benchmark data for SA-based suppliers 
as well as comparators from developed and less-
developed countries, with India and Hungary as 
the LDC countries used in the survey.

The report also highlights the fact that 
more component localisation opportunities 
should become available to SA-based automotive 
component suppliers in the future, with the key 
being the next stage in government support for the 
motor industry to take over from the Automotive 
Development and Production Programme, which 
ends in 2020. The broad principles of the new 
programme are expected to be announced before 
the end of the year.

Renai Moothilal, NAACAM executive 
director, commented: “The customer findings 
contained in the latest benchmark report confirm 
that the local vehicle manufacturers are wanting 
to increase their purchases from South Africa 
suppliers. Three-quarters of the SA OEM customer 
respondents engaged with in 2017, indicated that 
they are looking at increasing their total buy from 
current local suppliers in coming years.

“This is related to purchasing more of the same 
products and expanding the range of products 
bought from suppliers, and even around increasing 
the buy of newly-developed products from local 
suppliers. This seems to be a step change in the 
way localisation has been viewed and is possibly 

reflective of OEMs starting to plan for a future 
production environment that rewards higher 
localisation,” added Moothilal.

The report outlines steps suppliers can take to 
unlock these opportunities. It found that local sup-
pliers need to focus attention on better meeting cus-
tomer product development demands. To achieve 
this, local suppliers need to ensure an improved 
understanding of customer development needs 
as well as what skills and supporting capital and 
technology is required to realise increased growth 
opportunities from the local OEM customers.

In addition, suppliers need to look at influenc-
ing and situating the development needs of local 
customers within their research and development 
networks whether globally located or not.

Moothilal reflected on the important role that 
government’s support programmes, especially 
the dti’s Automotive Production Development 
Programme (APDP) and its associated cash 
grant, the Automotive Investment Scheme (AIS), 

is playing in supporting the industry’s localisa-
tion drive. The soon to be announced post-2020 
automotive policy is expected to have a heightened 
focus on localisation in the sector, with work done 
to date having highlighted the importance of 
shifting the current localisation average in SA of 
less than 40% to 60% by 2035.

Moothilal concluded by confirming: “The 
automotive sector remains a priority in the South 
African manufacturing sector, contributing signifi-
cantly to the country’s GDP and export basket. 
While the production of the local OEMs is crucial, 
the largest economic spinoffs will be realised in the 
supply chain.”

The South African Automotive Supplier 
Industry Benchmark Report 2018 is delivered as 
part of NAACAM’s continued focus to keep the lo-
cal industry and its members appraised of relevant 
industry trends and developments and focus areas, 
including the assessed benchmarked performance 
of the local supplier industry. ■

More component localisation 
opportunities should become 
available to SA-based automotive 
component suppliers in the future.

SA Component Suppliers Increased 
Sales Value Significantly in 2017

Douglas Comrie, managing director of 
B&M Analysts.

Renai Moothilal, NAACAM 
executive director.
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Compatible with Chevrolet, Ford, Isuzu, Nissan, Mazda, Toyota and Volkswagen

www.rigidek.com
Tel: (012) 653-0909

E-mail: info@rigidek.com

REQUEST A QUOTE TODAY!

Give your truck a trunk!
 TM
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Snippets

For all your Motoring requireMents

Microdoting of assets | www.datadot.co.za

Vehicle accessories | www.orangeowl.co.za

Vehicle lead generation | www.carfind.co.za

Vehicle auction Platform | www.bid4cars.co.za

recruitment & training | www.hrst.co.za

Vehicle Branding
tarpaulin Branding

lead Management system
Paperless on-boarding of new staff
Gamification of Training & Skills Measurement | www.1huddle.co.za

Motor Cycles, tyres & accessories | www.kawasaki.co.za

www.graffiti.co.za

www.cmssystems.co.za

www.C2group.co.za

Creating Africa’s First Auto City
The development of Rosslyn Hub, a R3bn mixed-
use zone, is a crucial step towards the creation of 
the Tshwane Auto City, a R50bn project that will 
be funded by private sector investment and could 
be an example of how to develop Africa’s Smart 
Cities in a sustainable sway, according to an article 
in the Sunday Times Neighbourhood supplement.

According toe Brendan Falkson, director: 
Rosslyn Hub, Rosslyn will emulate well-established 
automotive cities like those in Spain, China, 
Germany, and Japan. This will create a second 
“CBD” on the doorstep of Ga-Rankuwa and 
Soshanguve, anchored by a labour-intensive 
automotive manufacturing core that will enable 
workers to walk to work and redress some of the 
poor land decisions of the past.

Rosslyn Hub will include 1 200 houses and 
250 rental apartments, a creche, a primary and 
high school, a university with student accommoda-
tion, a value centre and filling station, logistics 
park and vehicle distribution centre, a truck 
staging area and truck stop, motor showrooms 
and a motor retail area, a hospital and clinic, 
a hotel and conference centre, and an outdoor 
automotive pavilion. All this within a secure, 
pedestrian-friendly environment. ■

Great Day for Oz and 
Kiwi Sportsmen

Sunday, May 27 was undoubtedly a red-letter day 
for sportsmen from Australia and New Zealand. 
Not only did Aussie Daniel Riccardo win the 
prestigious Monaco Grand Prix, but fellow-Aussie 
Will Power triumphed in the Indianapolis 500 (the 
17th Indy 500 win for the Penske team!), with Kiwi 
Scott Dixon in third place.

Then, Aussie Shane Watson virtually single-
handedly won the 2018 IPL cricket trophy for 

his team, Chennai Super Kings, in India with an 
unbeaten 117 out of his team’s 181 for two wickets 
– the highest individual score in an IPL final.

Then Kane Williamson, of New Zealand, col-
lected the coveted Orange Cap award as the highest 
run-scorer in the 2018 tournament, with 735 
runs in 17 matches for beaten finalists Sunrisers 
Hyderabad, whom he also captained. Andrew Tye, 
of Australia, won the Purple Cap for taking the 
most wickets (24 in 14 matches).

Finally, New Zealand mountain biker, Anton 
Cooper, pushed world and Olympic champion 
Nino Schurter, to a photo finish in the Czech 
round of the world mountain bike cross-country 
championship on Sunday. Cooper missed out in 
the thrilling sprint finish but made sure the Kiwi 
flag flew high in this sport too. ■

Durban to Host 2018 
NAACAM Show

The National Association of Automotive 
Component and Allied Manufacturers 
(NAACAM) has announced that the NAACAM 
Show 2019 will be hosted by eThekwini 
Municipality in partnership with the Durban 
Automotive Cluster (DAC). This second itera-
tion of the show will take place at the Durban 
International Convention Centre (ICC) from 12 to 
14 March 2019. The decision followed a competitive 
host city bidding process.

The NAACAM Show aims to become the 
premier automotive manufacturing growth, 
technology, transformation and stakeholder en-
gagement forum in Africa. The 2019 version carries 
the support and endorsement of the Department 
of Trade and Industry, the Original Equipment 
Manufacturers (OEMs), Automotive Supply Chain 
Competitiveness Initiative (ASCCI), as well as the 
National Association of Automobile Manufacturers 

of South Africa (NAAMSA) and National Union of 
Metalworkers of South Africa (NUMSA).

Bookings will open in late May 2018. If you are 
interested in receiving early notification and first 
sight of the finalised exhibition floor plan, please 
contact the NAACAM Show Project Management 
team on (031) 764 6100 or email:

info@naacamshow.co.za. ■

Major Milestone for Brink

Earlier this month the 350 000th towbar has 
come off the line at Brink Towing Systems, 
the Pietermaritzburg-based manufacturer 
and importer of precision-made, high-quality 
towing solutions.

Fittingly, it was a bar for a Ranger T6 that 
stopped production for a short celebration, the 
Ford brand being at the forefront of demanding 
tow bars made to ever-more stringent international 
standard and with increasingly high towing capac-
ity. The vast majority of Rangers exported around 
the world from South Africa leave fitted with a 
Brink tow bar.

“It is a tribute to the entire team at our 
Pietermaritzburg facility that we have reached this 
goal and maintained such a high standard along 
the way,” said Mark Gutridge, managing director 
of the local operation. “It has taken a lot of hard 
work to compete in the global industry, and this 
is reflected in the recognition we’ve received from 
customers and users, including both Toyota and 
Ford’s South African plants.” ■
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Gumtree, South Africa’s largest classified site, will 
once again host the Pre-Owned Awards in 2018. 
This follows the launch of this programme last 
year, to celebrate the variety, range and quality of 
pre-owned vehicles in South Africa.

“Gumtree South Africa is firmly committed 
to the local automotive industry,” explained Johan 
Nel, the Director-GM of Gumtree SA. “We’re 
committed to our customers, the individuals 
and dealers who have been buying and selling 
vehicles on out Gumtree Auto site for more than a 
decade now.

“Part of that commitment includes promoting 
and improving the knowledge, image and ease of 
transacting when it comes to buying and selling 
pre-owned cars and light commercials, which 
currently outsell new ones by a factor of nearly 
3:1, which is why these awards are so relevant,” 
continued Nel.

“Chances are that those looking for nearly 
new models in the pre-owned environment are 
looking at cars that are not more than 2 to3 
years old. Therefore, our award system involves 
comprehensive testing and evaluation of vehicles 
in this age bracket with awards made in 11 
categories. They cover all major segments in the 
passenger car and light commercial vehicle mar-
kets. Only 2016 models with at least six months 
of value depreciation data will be eligible for the 
2018 competition.”

TransUnion, which provides all the vehicle 
pricing data, will continue its involvement with 
the Gumtree Pre-Owned Awards. Finalists will 
be selected using TransUnion data, with the top 
five vehicles with the most favourable deprecia-
tion in each of the 11 categories qualifying for 
further evaluation.

Representative examples of these 55 finalists 
are then sourced and tested by former national 
motorsport champion and journalist Charl Wilken 
of Wilken Communication Management.

There are 16 criteria evaluated in the scoring 
system, with value for money carrying the most 
weight. Other factors that will be scored include 

overall quality and degradation of the exterior 
and interior, standard features, safety features, 
engine performance and fuel economy, out of 
maintenance costs/risks and valid service and 
maintenance plans.

This year’s competition also sees the addition 
of a new SUV category, replacing that of sports 
cars, in a bid to remain true to the more popular 
and affordable vehicles considered by consumers. 
The average price of combined categories will be 
kept below R400 000, as per TransUnion statistics 
which show that 67% of used vehicles are in the 
sub-R300 000 range.

The results will be audited and verified before 
being announced at an awards ceremony later in 
the year. ■

More Pre-Owned Car Awards 
to Come in 2018

Johan Nel, Director-GM of Gumtree SA.

Rules & eligibility 
 ■ Only 2016 models with at least 6-months of value depreciation data available will be eligible to 

compete.
 ■ A maximum of 2 models from a specific brand will be allowed as a finalist in each category.
 ■ Only 1 model from a specific range will be allowed as a finalist in each category. 

Categories
 ■ Budget city car under R 130 000
 ■ Light hatchback under R 160 000
 ■ Medium sized family saloon under R 260 000 
 ■ Hatchback under R 275 000
 ■ Crossover vehicle under R 325 000
 ■ Entry-level SUV under R 330 000
 ■ Double cab 4×2 bakkie under R 460 000
 ■ SUV under R 505 000
 ■ Medium-sized luxury saloon under R 550 000
 ■ Performance saloon and hatch under R 615 000 
 ■ Large Luxury SUV under R 700 000

Average over 11 categories: R 391 818.18

Judging Panel
 ■ Charl Wilken – WCM
 ■ Adam Ford – Ignition TV/Buyers Guide
 ■ Roger McCleery – Radio Today
 ■ Lerato Matebese – Business Day Motoring
 ■ Michele Lupini – Bakkie and Car
 ■ Liana Reiners – AutoLive
 ■ Zerildi Pieterse – Daily Sun
 ■ Mathew Kanniah – Blogger
 ■ Sean Nurse – Autodealer
 ■ Mabuyane Kekana – Kaya FM/Metro FM
 ■ Alan Rosenmeyer – MotorMatters

Gumtree Pre-Owned Car Awards 2018 Info

http://www.autolive.co.za
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Awards and Accolades

Suzuki Centurion was crowned the top Suzuki 
dealer in South Africa at the 2017/2018 Suzuki 
Dealer of the Year Awards recently.

Said André Venter, divisional manager of sales 
and marketing at Suzuki at the event: “In 2017, 
we singled out Suzuki Centurion as the Dealer to 
Watch during our annual awards, and they did 
not disappoint. They performed consistently well 
in almost all the categories, amidst very tough 
competition and are a worthy recipient of the 
DOTY title.”

Suzuki Centurion was called to the podium 
several times during the gala evening, which 
Suzuki held at the Birchwood Hotel in Gauteng. 

The Centurion-based dealer won the Overall 
Best Practice awards for both service and parts, 
and it received a Suzuki Platinum Award before 
taking the overall title.

Suzuki Paarl won the title 
for the Overall Best Practice for 
Sales and was identified as this 
year’s Dealer to Watch. Suzuki 
Fourways won the award as 
the most improved dealer, and 
Suzuki Bramley and Suzuki 
Umhlanga were awarded for 
the best Service Satisfaction 
Index (SSI) and best Customer 
Satisfaction Index (CSI) respec-
tively. Platinum Awards were 
given to the Suzuki dealers 
in Bramley, Centurion, West 
Rand, Rustenburg, Johannesburg South, Montana, 
Klerksdorp and Menlyn.

Suzuki also awarded the top performing 
dealers in its range of Marine and Motorcycle 

ranges. Ultimately, Suzuki South was crowned 
the Motorcycle Dealer of the Year and Natal 
Power Boats received the Marine Dealer of the 
Year Awards. ■

Audi South Africa hosted its annual Audi Silver 
Arrow Awards, recognising outstanding perfor-
mance in the local dealer network in 2017.

The awards are named after the Silver Arrow 
racing cars that dominated the racing circuits of 
Europe in the 1930’s. Through their many years 
of success, the Silver Arrows are remembered for 
their pioneering and brave motorsport spirit. This 
racing era represented the pinnacle of excellence 
for Audi and it is this legendary spirit and heritage 
that has been translated into the Audi Silver 
Arrow Awards.

A total of 43 awards were handed out in 
8 categories, with Audi Centre Arcadia (part 
of the McCarthy Group) walking off with the 
silverware as Audi Dealer of the Year. In addition, 
the McCarthy Group also received the macro 

Dealer Group of the Year award. The McCarthy 
Group includes Audi Centre Durban, Audi Centre 
Menlyn, Audi Centre Middelburg and Audi Centre 
West Rand. The McCarthy Group falls under the 
leadership of Phillip Clough, Franchise Director 
for the Group, who is also the Dealer Principal for 
Audi Centre Arcadia.

The micro Dealer Group of the Year award 
went to the Hatfield Group, headed up by Brad 
Kaftel, owner of the Hatfield Motor Group, and 
Karl Lessle, Franchise Director of Audi Centre 
Hatfield and Audi Centre Rivonia.

Within the other categories, the business 
disciplines of Sales, Service, Pre-owned, Parts 
and Accessories and Audi Finance Services were 
also recognised and 34 managers and executives 
received awards. ■

Suzuki Centurion’s Chris Jackson (centre) and Johnathan 
Sherriff (right) receiving the trophy as Auto dealer of the year 
from Yukio Sato, MD of Suzuki Auto South Africa.

Trevor Hill, Head of Audi SA (far left), 
with representatives of Audi Centre 
Arcadia and the McCarthy Group, who 
received the Dealer of the Year and the 
macro Dealer Group of the Year awards 
respectively.

Suzuki’s Top Dealers Awarded

Audi Recognises its Top Dealers
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South African-born Jacques Brent (48), 
formerly president, Ford Middle East, and Africa, 
is on the move again. He is moving from Dubai 
to Dearborn to take up the new global position of 
director, Product Marketing, effective June 1.

This move is part of Ford’s push to transform 
its marketing organisation to drive greater 
efficiency, effectiveness and customer insight – 
leveraging the latest tools and technology.

Brent will assume responsibility for Ford’s 
global product marketing activities, working 
to improve the product planning process, 
representing the voice of the customer, and 
closely aligning with Product Development. He 
will report to Joy Falotico, group vice presi-
dent, The Lincoln Motor Company and chief 
marketing officer.

Brent has served as president, Ford Middle 
East, and Africa, since 2016, coming over from 
Shanghai, where he oversaw Ford’s marketing 
activities in 12 major markets as vice president, 
Marketing, Asia Pacific. Over his 20-year career 
Brent has accumulated deep marketing expertise 

from serving in multiple global assignments span-
ning three continents.

Mark Ovenden, currently vice president, 
Marketing Sales and Service, Asia Pacific, will 
succeed Brent as president, Ford Middle East, and 
Africa. He will be responsible for driving growth 
in Ford’s Middle East and Africa operations across 
more than 70 markets. ■

People

Jacques Brent on the Move Again

Jacques Brent is moving from Dubai 
to Dearborn to take up the new global 
position of director, Product Marketing, 
effective June 1.

Mark Ovenden 
will succeed 
Brent as 
president, 
Ford Middle 
East, 
and Africa.

Volkswagen Group South Africa has announced 
two senior appointments in two of its Brands.

Mark Handley has been appointed as Head 
of Volkswagen Commercial Vehicles, which is one 
of the three brands currently operating in South 
Africa under the umbrella of Volkswagen Group 
South Africa. The others are Audi and Volkswagen 
Passenger cars.

Mark has enjoyed a long and successful career 
at Volkswagen Group South Africa. His more 
recent assignments have been as Head of Sales 

for Audi South Africa from 2005 to 
2010. This was followed by a move into 
the Volkswagen Passenger Car Sales 
portfolio in 2011.

Ryan Searle becomes the National 
Sales Manager for the Volkswagen brand 
following Mark Handley’s move to 
Volkswagen Commercial brand. Ryan 
will be responsible for all sales channels 
with additional responsibility for 
volume planning. ■

Senior Appointments at VWSA

Ryan Searle.Mark Handley.
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www.suzukiauto.co.za/?utm_source=autolive&utm_medium=banner&utm_campaign=coty


Subscribe for free @ www.autolive.co.za  Page 11

People

BY ROGER HOUGHTON

Jordan Pepper (21), a very talented racing driver 
who attended Cornwall College in Pretoria, has 
been selected to take the place of the highly-experi-
enced Briton, Guy Smith, in the factory #7 Bentley 
GT racing team. This means he follows in the steps 
of the famous racing driver, Woolf Barnato, as a 
factory Bentley driver.

Woolf Barnato, youngest son of “Randlord” 
Barney Barnato, who made his fortune out of gold 
and diamond mining in SA, drove a Bentley to 
three consecutive victories in the Le Mans 24-hour 
endurance races of 1928, 1929 and 1930.

The Barnato family divided its time between 
living in England and South Africa as Woolf was 
growing up. He then became a successful financier 

and amateur racing driver. Woolf assisted the 
Bentley company with financing and became 
one of the so-called Bentley Boys as one of the 
members of the racing team.

WO Bentley, the famed founder of the com-
pany which carried his name, said of Woolf: “The 
best driver we ever had, and I consider him the best 
British driver of his time. One who never made a 
mistake and always obeyed orders.”

This means young Jordan has big boots to fill, 
but he has already built up a formidable record in 
motorsport after starting to race karts in 2000 at 
the age of four. He raced karts until 2011 and then 
switched to cars, coming third in the VW Polo Cup 
series in 2012 and taking the title the next year.

He subsequently raced in the Scirocco R Cup 
in Germany in 2013, finishing third, and then 
winning that title in 2014. This led to him being 

selected for the FIA Young Driver excellence 
programme where he was runner-up.

In 2015 he raced an Audi R8 in the GT Masters 
championship and then joined the factory-sup-
ported Bentley Team Abt. His noteworthy pace and 
racecraft did not go unnoticed by SA-born Brian 
Gush, Bentley’s Director of Motorsport, and Jordan 
is now an official member of Bentley Team M-Sport.

Guy Smith, who had his last race for Bentley 
on May 20 at Silverstone, has been involved with 
Bentley for the past 17 years. This included win-
ning the 2003 Le Mans 24 hours with the Bentley 
Speed 8. Smith, in a new Bentley Continental 
GT3, finished ninth in a field of 55 cars in the 
3-hour Blancpain GT race Silverstone, just over a 
minute behind the winner in a very closely-con-
tested race. He will continue to be an ambassador 
for Bentley. ■

SA’s Jordan Pepper Follows in 
Woolf Barnato’s Footsteps

Young Jordan has big boots to fill, but he has already built up a 
formidable record in motorsport after starting to race karts in 2000.
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BY ROGER HOUGHTON

The organisers of the established, traditional motor 
shows worldwide are faced with serious problems 
as more of the world’s leading vehicle manufactur-
ers decide to opt out of participation.

The first major show to start losing out was 
the North American International Auto Show 
(NAIAS), which usually kicks off the world circuit 
of motor shows in Detroit each January. The 2019 
event will be without the three German luxury 
car brands – Mercedes-Benz, BMW, and Audi – 
the first time this has happened since the show 
adopted the NAIAS nomenclature in 1989. Jaguar, 
Land Rover, Porsche, Volvo and Mazda have also 
left in recent years, while many of the displays that 
remain have shrunk in size and complexity.

Some of the manufacturers even skip their 
press conferences at the Coba Center in Detroit, 
citing costs. There were 21 of these conferences in 
2015 and only 13 this year. The decreasing number 
of brands using the traditional shows also means 
that fewer journalist attend.

The organisers in Detroit are even looking 
at changing the timing of their show from icy 
January to the middle of the year, which may align 
itself better with new model launch timing.

Now the Paris Motor Show, which alternates 
with Frankfurt towards the end of each year, is also 
getting that “left out feeling” with the Volkswagen 
Group’s Volkswagen and Lamborghini brands 
being the latest to decided to miss the 2018 show. 
Some of the group’s other brands – Porsche, Audi, 
Seat and Skoda – will still be there. Other brands 
giving the Paris extravaganza a miss are Ford, 
Nissan, and Infiniti.

What are these brands that are withdrawing 
from motor shows doing to market and promote 
their latest products? The digital era is transform-
ing the way vehicle makers launch new models. 
Internet and social media are among the tools 
being used as they are quick and far-reaching, 
whereas only a limited number of the media attend 
motor shows in person. Video games are also used 
to introduce new models.

It also became evident that people were pre-
pared to attend motoring events where there was 
interaction with the exhibits and exhibitors as well 
as plenty of related motoring experiences. It must 
be an event that offered something for all members 
of a family and a static vehicle display is no longer 
enough to attract potential buyers.

Livestreaming of unveilings at shows and 
off-site launches around the major motor shows are 
also being used, as well as regional shows which 
cost far less than national events.

In addition, the rapid growth of the vehicle 
market in China has fuelled many new shows in 
that country that compete with more established 
ones for car makers’ marketing spend.

SA organisers saw the storm coming!
Here in South Africa both NAAMSA and 

the organisers of the biennial Johannesburg 
International Motor Show, Messe Frankfurt South 

Africa, saw the changes coming and realised that 
the days of the traditional, static motor show were 
running out. The last of these shows was staged at 
Expo Centre, Johannesburg, in 2013.

The 2015 show was cancelled, and the event 
changed to the SA Festival of Motoring (SAFOM) 
in 2016. The latter was staged at the refurbished 
Kyalami Grand Prix Circuit and Conference 
Centre in Midrand and was very much an all-
action event with many opportunities to drive cars 
on the track or be taken as a passenger.

The successful first SAFOM was followed up 
by the lower key SA Motoring Experience in 2017, 
where the focus was again on entertainment and 
interaction. This year it is again time for the full-on 
SA Festival of Motoring which will take place at 
Kyalami from August 31 to September 2 (see more 
details on page 24).

Commenting on the recent reports on with-
drawals of big brands from global motor shows, 
Konstantin von Vieregge, CEO of Messe Frankfurt 
SA, said: “I am following this (the withdrawals of 
major brands from international motor shows) in 
the news and I am not surprised.

“We anticipated that Detroit might see a 
reduction in exhibitors. The interesting fact is, that 
the shows like Detroit did not necessarily reduce in 
numbers (like visitors, media etc) or significantly 
increase in cost but that a growing number of 
global headquarters of motor companies changed 
their minds in terms of funding – meaning 
supporting the local subsidiaries financially 
when participating.

“Exactly the same happened at the 
Johannesburg International Motor Show. With the 
financial support of HQ, the OEMs participated in 
a show. Now the local subsidiary need to make the 
decision themselves and thus the actual return-on-
investment (ROI) locally is calculated for the first 
time. This has made the introduction of test drives 
and more interactive content very important. 

“For SAFOM we significantly reduced the cost 
of participation but most importantly we have strict 
restrictions in place so that the OEMs do not start 
to overspend; for example a brand is only allowed a 
maximum of six pit doors and structures may be no 
higher than 1,4 metres. Of course, these restrictions 
resulted in discussions with some OEMs – espe-
cially those that wanted to spend more. However, in 
the end they all understood our reasoning.

“We have to make sure SAFOM stays relevant 
and thus we are constantly re-inventing and 
changing to make sure we remain so,” concluded 
Von Vieregge. ■

Big Headache for Organisers of 
Traditional, Static Motor Shows

Konstantin von Vieregge, CEO of Messe 
Frankfurt South Africa, who says his team 
and NAAMSA saw the need for change 
from the near-static Johannesburg 
International Motor Show to the interactive 
SA Festival of Motoring to maintain a 
relevant event for the motorists and motor 
industry in South Africa.
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Mahindra South Africa has joined the league 
of local vehicle manufacturers with the open-
ing of a vehicle assembly facility in the Dube 
TradePort Special Economic Zone (SEZ) next 
to the King Shaka Airport in KwaZulu-Natal. 
Here the company will assemble the complete 
range of Mahindra Pik Up single- and double cab 
pick-ups.

The facility was constructed in partnership 
with AIH Logistics, a level 2-rated BBBEE com-
pany with proven credentials in the automotive 
sector. It represents an initial investment of R10 
million in facilities and equipment.

According to Mr Rajesh Gupta, the CEO of 
Mahindra South Africa, the decision to assemble 
vehicles in Durban follows Mahindra’s exceptional 
growth since it first established an office here 
in 2004.

“Mahindra has grown significantly since 
the launch of its first models in South Africa. In 
the last five years alone, it has grown its market 
share by a compound annual growth rate of over 
4.6% a year, which puts us in a league of the five 
fastest growing companies in the same period. 
Much of this growth was achieved in a declining 
market, which indicates our increased accept-
ance and popularity in the South Africa market,” 
he said.

The new facility will have an annual capacity 
of 2 500 Pik Up vehicles on a single-shift produc-
tion. Its modular design easily allows for an 
increase of production to 4 000 units per annum or 
the addition of any other Mahindra vehicle.

Trial production started earlier this month 
and full production will commence in July. In 
this phase, 25 full-time staff members will be 
employed, working on one shift. The local assembly 
staff complement was trained in partnership 
between the global Mahindra & Mahindra Group 
and AIH Logistics.

Mr Arvind Mathew, Chief of International 
Operations for Mahindra & Mahindra, explained 
the significance of this new facility: “Mahindra has 
always seen South Africa as a second home and a 
base from which it could grow its market share on 
the continent. We believe that our investment in an 
ultra-modern assembly facility and our inten-
tion to localise part-sourcing over time reaffirm 
this view.”

Mahindra South Africa already supports 
other African countries in the Southern African 
Customs Union and it aims to grow its reach 
throughout sub-Saharan Africa, using this facility 
and South Africa as base.

Added Mr Gupta: “The assembly of the Pik 
Up is a very important step, but it remains only 
the first step in our long-term plan that will see us 
increase employment, local sourcing and content 
as well as the complexity of our assembly facility in 
KwaZulu-Natal.”

Mahindra has set its aim on sourcing 40% 
of the components, measured by value, of its Pik 
Up range from local component suppliers. It has 
already started with this project and hopes to 
announce more details soon. ■

Mahindra to Assemble Vehicles 
in Durban

From left: Avinash Bapat (CFO Mahindra South Africa), Arvind Matthew (Chief of 
International Operations for Mahindra & Mahindra), Dempsey Naidoo (chairman of AIH 
Logistics), Sihle Zikalala ( MEC for Economic Development, Tourism, and Environmental 
Affairs), Ruchira Kamboj (High Commissioner for India to South Africa and Lesotho), 
Dr Shashank Vikram (Consul General India – Durban), Dr Bridgette Gasa (board 
chairperson Dube TradePort Corporation) and Ambassador Sadick Govender opening 
the new assembly facility for Mahindra vehicles at the Dube TradePort in Durban, 
KwaZulu-Natal.

Mahindra South Africa CEO Rajesh Gupta with employees at the assembly facility.
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Following the announcement of the Safer Choice 
India Award at the Delhi motor show, Global 
NCAP is now launching the ‘Safer Choice Africa’ 
Award to encourage automakers to achieve the 
highest levels of safety performance. 

In November 2017 the first-ever independ-
ent crash test results for cars sold in Africa were 
released by Global NCAP at a conference in Cape 
Town, hosted together with the Automobile 
Association of South Africa (AA). The crashwor-
thiness results of the five cars tested showed a wide 
range of safety performance, from four to zero 
stars for adult protection, with the lowest ratings 
resulting in a high probability of life threatening 
injury in a road crash.

To encourage manufacturers to quickly 
improve the safety levels of cars sold in the region, 
Global NCAP is now looking to bestow the 
accolade of Africa’s first five star car through the 
Safer Choice Africa Award.

To qualify for a Global NCAP Safer Choice 
Award in Africa and India, a car model must 
achieve all of the following requirements: 
1. The model must achieve a 5-star score for 

Adult Occupant Protection in accordance 
with the latest version of the Global NCAP 
New Market Test protocol.

2. The model must achieve at least a 4-star 

result in Child Occupant Protection in 
accordance with latest version of the Global 
NCAP New Market Test protocol. 

3. The model must offer Electronic Stability 
Control (ESC) and meet performance 
requirements according to United Nations 
Regulations. Where optional, ESC must 
be available on all the model variants, sold 
separately without any ‘bundling’ with other 
features, and as from two years onwards 
must be a standard fit to at least 20% of the 
sales volume in the country.

4. The model must meet Pedestrian Protection 
requirements according to United Nations 

Regulations, which must be validated on 
market units at a Global NCAP designated 
testing laboratory. 

5. Conformity with all of these requirements 
must be validated at a Global NCAP 
designated laboratory and by the provision of 
type approval certificates where applicable.

Said David Ward Global NCAP Secretary General: 
“Our Safer Choice India Award was welcomed 
by manufacturers and consumers alike. Now we 
would like to encourage the African automobile 
market to respond to the call for zero star cars 
to be driven off Africa’s roads and we very 
much look forward to the first automaker in 
Africa to achieve the accolade of five star Safer 
Choice performance.”

“This Award will be a unique opportunity 
for car manufactures and importers in Africa to 
highlight and market their commitment to vehicle 
safety, and road safety on the continent. It will also 
allow them to differentiate themselves by making 
safer cars available to consumers. We are thrilled 
to partner with Global NCAP on this important 
Award and believe it is a critical step towards 
achieving our goals of making travel safer on our 
continent,” concurred Collins Khumalo, CEO of 
the AA. ■

Generators of used oil are required to make sure 
that licensed used oil collectors remove this 
hazardous waste and take it to a licensed processor 
for responsible recycling. However, after collection, 
the used oil is often sold by the collector to the 
highest bidder, who may be an unlicensed proces-
sor, or end user.

Legally, the responsibility lies with the 
generator to ensure that the person who collects 
used oil is licensed, audited and can provide the 
legally required Safe Disposal Certificate and 
Hazardous Waste Manifest. Failure to do so can 
result in fines and prosecution of the generators 
and collectors.

According to Bubele Nyiba, CEO of the ROSE 
Foundation (Recycling Oil Saves the Environment) 
oil is still ending up in landfills or down drains. 
Another ongoing problem is that some used oil 
generators sell their oil to end-users, who use it for 

harmful practices such as burner fuel for furnaces, 
painting vineyard poles and fence poles as a wood 
preservative, or spraying of dirt roads as a dust 
suppressant.

“These illegal practices allow used oil to make 
its way into the environment. Used lubricant oil 
contains harmful compounds and carcinogens and 
one litre of used oil can contaminate one million 
litres of water – a fact which led it to be classified 

as a hazardous waste. Burning used oil before 
it has been recycled releases heavy metals and 
other harmful compounds into the atmosphere,” 
he explained.

“In South Africa we have a system in place 
whereby the used oil collectors purchase the used 
oil from the generators. This model (which was 
pro-actively adopted many years before legislation 
governing the responsible recycling of waste, and 
the pricing of waste, was introduced) has been suc-
cessful as it has given value to used oil as a waste, 
thereby incentivising its responsible collection. 
However, we now see a situation where used oil 
generators in South Africa are regarding their used 
oil as an income generating product and this has 
driven the price of this waste up to unsustainable 
levels,” said Nyiba.

Global NCAP Launches 
Safer Choice Africa Award

Collins Khumalo, CEO of the AA.

Where Does Your Used Oil Go?

continued on next page 
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It is interesting to note is that best practice in 
other developed countries sees used oil genera-
tors paying collectors to take away their waste, as 
opposed to the current South African model which 
is the other way around.

Nyiba urged used oil generators to use ROSE 
licensed used oil collectors and processors who will 
come and remove the oil and take it to be recycled 
in an environmentally compliant and safe manner. 
“Registered collectors are compelled to issue you 
with a safe disposal certificate,” he said. “The safe 
disposal certificate issued by ROSE registered 
collectors also acts as a Hazardous Waste Manifest, 
thereby fulfilling the requirements of reporting 
by law.

“Used oil generators must take responsibility 
for what happens with their oil and must ensure it 

is taken away by a licensed collector to a licensed 
facility – and must also insist on the paper work 
to verify this. Don’t leave yourself open to possible 
fines or prosecution should you not be able to 
produce the proper paper trail,” concluded Nyiba.

For more information and to find out about 
a registered used oil collector contact the ROSE 
Foundation on (021) 448 7492 or visit:
 www.rosefoundation.org.za.

The Hazardous Waste 
Manifest Explained

As used oil is a hazardous waste, generators are 
required to maintain the below information on a 
Hazardous Waste Manifest, a document that will 
track the used oil and offer a clear snapshot on how 
it has been managed:

 ■ A unique consignment identification number;
 ■ The generator’s contact details, including the 

contact person, physical and postal address, 
phone and fax number and email address;

 ■ The physical address of the site where the 
waste was generated;

 ■ An emergency contact number;
 ■ The origin/source of the waste (how it was 
generated);

 ■ A description of the waste (waste 
classification and waste category)

 ■ The physical nature/consistency of the waste 
(liquid, solid, sludge; pump-able, non-
pump-able);

 ■ The quantity of waste;
 ■ Packaging (bulk, small containers, tank);
 ■ Transport type (tanker, truck, container);
 ■ Special handling instructions;
 ■ The date of collection/dispatch;
 ■ The intended receiver (waste manager). ■

BY STUART JOHNSTON

Driving the Mitsubishi Pajero Sport recently 
on a week-long test, I was struck once again by 
what a bargain this fantastic vehicle is. When it 
was launched a few months ago, some hard-core 
off-roaders expressed doubts that it had lost some 
of its traditional essence thanks to the new more 
urban-friendly body configuration.

This was soon dispelled after some seriously 
testing off-roading. And yet, on the 
other side of the coin, it is pleasing 
to note that as an urban device, the 
new Pajero Sport is a much more 
wieldy and user-friendly vehicle.

The model for our recent test 
was in fact the two-wheel-drive 
version of the Sport, and thus I 
didn’t venture off road in this one, 
although I had experienced the new 
car’s off-road capabilities to their 
fullest at a venue where climbing 
and soft-sand capabilities were 
demonstrated to their fullest.

In this two-wheel-drive 
version, it was appropriate to enjoy 
the high-quality but no-nonsense 
approach to interiors that is a 
Mitsubishi hallmark. The Sport 
offers class-leading stowage space, 
as well as accommodation for seven 

people, with three rows of seats, all covered in 
high-quality leather.

The driver’s seat s electrically adjustable while 
the others need manual activation, and this would 
please me if I were to buy the vehicle with the aim 
of keeping it for a long time. The less complexity 
the better. And Mitsubishi owners are renowned 
for keeping their Pajeros for decades, rather 
than years!

While the latest-gen Pajero Sport is far more 
precise on-road than its predecessor, it still uses a 

ladder frame chassis, and this makes for peace of 
mind off-roading, where under-body protection is 
better served by a solid traditional chassis frame.

However, the ride on road shows far better 
body control than before, and the turning circle is a 
class-leading at 11.2 metres, making it more easily 
manoeuvrable in underground parking situations.

The 2,4-litre turbodiesel, coupled to a marvel-
lous eight-speed automatic gearbox, is a gem.

The week spent with the very well-equipped 
Pajero Sport was most enjoyable, and fuel 

consumption dipped into the 8,5 
litres/100 bracket, which was again 
admirable.

Having said that, I would 
still opt for the 4WD version. At 
present, the 2WD Pajero Sport 
costs R575 490, while the 4WD 
Pajero Sport costs R605 490. For 
that R30 000 extra it is a no-brainer 
to choose the 4WD version. That 
type of money normally buys a few 
stripes and perhaps a body kit on 
other premium brand products, 
whereas with the Pajero Sport 4WD 
model, this extra cash buys you 
what is currently the best four-
wheel-drive system in the business!

Nevertheless, both prices 
reaffirm that in the luxury SUV seg-
ment, the Pajero Sport is the biggest 
bargain you can get right now! ■

We Drive

 continued from previous page

Pajero Sport Remains a Huge Bargain
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BY STUART JOHNSTON

First off, the Renault Kwid is the kind of small 
cheap car that you are pre-disposed to like. It’s eas-
ily the most stylish of city cars in the sub-R150 000 
bracket, and I believe this is the major reason for its 
huge sales success so far in South Africa.

The sales figures have been astounding – over 
800 units in March and just under 700 units in 
April which was chock-full of public holidays. This 
has meant the appearance of Renault in sixth place 
in the overall manufacturers sales charts, outdoing 
the likes of BMW and Mercedes-Benz!

Added to this, Renault South Africa has come 
up with sharp sales tools to boost the sales of its 
little car to first-time buyers, such as free vehicle 
insurance for the first year of ownership. It is a 
fact that an overwhelming percentage of of Kwid 
buyers are female and first-time car owners.

Which is why, probably, most of the criticisms 
against the Kwid won’t mean all that much to 
people whose previous motoring experience was 
restricted to riding in a taxi!

It is expected that the recently-launched 
Kwid AMT will have an even bigger impact on 
the sales charts in the months to come. It’s a good 
idea – after all, the AMT (Automatic Manual 
Transmission) does away with the hassle of having 

to grapple with a clutch pedal and a gear lever in 
city traffic. What a win!

Unfortunately, the reality is that in traffic, the 
new Kwid AMT is like a fish out of water. It floun-
ders around while the gearbox attempts to select 
the right gear for the occasion. And sometimes this 
means you are holding up traffic behind you while 
the transmission battles to engage enough forward 
thrust. At other times, because you only have the 
accelerator pedal to prompt that gearbox, it gives 
you a sudden forward burst when you were hoping 
for a smooth creep forward.

If the Kwid is somewhat taxing in traffic, on 
the highway it is equally demanding. You have to 
be alert to the car’s tendency to wander off-line 
at odd moments. Cross winds affect the Kwid 
particularly badly, as does the change in air pres-
sure after you have overtaken a large truck – or that 
large truck has overtaken you!

The Kwid has almost zero self-centering on 
its steering system, so you are constantly making 

little corrections to stay in your intended lane on 
the highway. You can also be caught out when the 
gearbox finally decides to shift either up or down 
the gearbox, after much prompting by your right 
foot on the accelerator pedal. When it does change 
gear under hard throttle, it actually has a torque 
steer reaction, slightly shifting the car either left or 
right. This, despite the fact that the lttle three-
cylinder engine delivers only 50 kW and 91 Nm 
of torque.

The engine isn’t smooth either, particularly 
at start-up and pull away. I believe it’s more to do 
with its location in the bodywork which doesn’t 
isolate the natural vibration characteristics of a 
three-cylinder design.

So why is it selling so well? It has a great 
exterior style, which looks like a baby SUV. It has 
lots of attractive features, the most telling being its 
infotainment centre which offers connectivity and 
navigation in a market where no other manu-
facturer is doing so. And the overall look inside 
is pleasing too. Oh yes, and the price includes a 
driver’s side airbag.

The main selling point is price. The Renault 
Kwid AMT (Automatic Manual Transmission) 
sells for R147 900. Our advice is to rather go for the 
manual model, which will still have the highway 
stability problems, but will actually be easier to live 
with in traffic. And you’ll save yourself R10 000. ■

Most of the criticisms against the 
Kwid won’t mean all that much to 
people whose previous motoring 
experience was restricted to riding 
in a taxi!

Another Look at the Kwid AMT

We Drive
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How would you spend R35 000? A deposit on a 
new car? A smart TV? A couple of days in a luxury 
game reserve?

What about this as an alternative: a weekend 
away that could change the lives not only of you 
and your family or colleagues, but also those of 
hundreds of children?

In September and October this year, hundreds 
of people will join Rally To Read in delivering hope 
to South Africa’s forgotten children–those living 
in far-flung rural areas where education budgets 
almost never reach.

We take plenty for granted in the schools our 
own children attend: books, stationery, desks, 
electricity, running water and sanitation. Imagine 
your fury if there were none of these and your 
children spent every day staring out of windows, 
unable to learn.

Unfortunately that is the reality for many 
thousands of children around South Africa. 
Their schools have nothing. Teachers, for all their 
good intentions, can’t teach reading and writing 
if there are no books or pencils. A lifetime of 
illiteracy beckons.

Since 1998, Rally To Read has transformed the 
future for rural children by providing their schools 
with educational materials and teacher training.

The concept it simple. A R35 000 sponsorship 
package provides a school with portable classroom 
libraries, stationery and teacher training. It 
also provides the donor with the experience of 
a lifetime.

At no extra cost, sponsors and up to three 
guests join Rally To Read organisers to deliver their 
goods in person. They meet the children they are 
helping, as well as parents and local communities. 
They have a unique opportunity to understand 
the day-to-day difficulties faced by these children, 
and to see how their own generosity can alleviate 
the situation.

Each school is supported for at least three 
years, during which trainers from the Read 
Educational Trust support teachers and monitor 
schools’ progress. Past studies have shown that a 
typical 14-year old rural child has a reading age of 
seven but that Rally To Read involvement rapidly 
narrows the gap.

How do weekends work? A traditional rally 
starts at an unearthly hour on Saturday mornings, 
to load libraries and other materials on the backs of 
vehicles. Then, after breakfast, it’s off to schools.

Convoys split up into groups, each of which 
visits two schools–allowing plenty of time to not 
only hand over goods but also tour schools and 
meet children and teachers. Most schools lay on 
a special welcoming ceremony. After finishing 
at the schools, groups meet up again at a central 
point–usually a hotel–where they will all spend 
the night. That evening, over dinner, teams share 
their experiences and provide feedback. Sunday 
morning, there will be time for a local excursion 
before everyone heads home.

There will be five rallies in 2018. The 
KwaZulu-Natal rally, sponsored by Shell, is 
an experimental, one-day concept, beginning 
and ending on Saturday. Other rallies  – in the 
Free State, the Eastern Cape, Mpumalanga 
and the Western Cape  – are intended to follow 
traditional patterns.

Three rally dates have been confirmed so far. 
Transport group OneLogix, which has hosted 
the Free State rally for early 20 years (originally 
as United Bulk), will do so again this year on 
September 8-9. Mercedes-Benz SA, another 
long-standing Rally To Read supporter, will do 
the same for the Eastern Cape on September 
15–16. The Western Cape rally will take place on 
October 27-28. Dates have still to be confirmed 
for Mpumalanga — which will be hosted by talent 
management and workforce solutions company 
Adcorp  – and for KwaZulu-Natal.

For more information visit:
www.rallytoread.co.za. ■

Corporate Social Responsibility

Giving the Gift of Literacy
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By providing accurate, precise, and live insights, 
small, medium and micro enterprises (SMME’s) 
can now expertly manage and administer their 
company’s vehicles and reveal unforeseen costs 
and inefficiencies, thanks to Drive from Ctrack.

Drive is an affordable, feature-rich Software 
as a Service (SaaS) solution ideal for SMME’s and 
companies with fleets of 30 vehicles or less. The 
mobile solution is perfectly-suited to companies 
whose vehicles are not their core business and who 
do not employ dedicated fleet managers.

Simple to use, the Drive solution provides 
all the fleet management tools business owners 
will ever need, without the prohibitive costs and 
complexity of current offerings. Drive’s intuitive 
dashboard, for example, can be viewed and admin-
istered on desktop computers, laptops, tablets, and 
mobile devices and provides a top-down view of all 
vehicles, drivers, and tasks, simultaneously.

GPS integration locates vehicles and drivers 
in real-time through easy to use map software. 
Responsive mapping indicates a driver’s current 
location as well as where they’re headed to next, 
giving small businesses the ability to provide 
their customers with updated estimated times 
of arrival.

The solution can also provide a full overview 
of a company’s in-progress and scheduled tasks, 
with the tracking of deliveries and job statuses also 
performed in real-time. With Drive, it is possible 
to schedule jobs beforehand, assigning these to 
specific drivers and/or vehicles, as required.

After entering the tasks for the day, the built-in 
route optimisation function provides the most 
efficient routes for drivers to travel. This radically 
reduces the time taken and distances driven, as 
well as the amount of fuel consumed daily. It also 
means drivers waste no time phoning controllers 
for assistance.

Furthermore, jobs and customer visits can be 
scheduled on driver’s phones, thereby assisting 

drivers with planning, and structuring their tasks 
into organised workflows.

Turn-by-turn navigation means drivers never 
get lost, while a trip score highlights areas that 
require driver behaviour improvements. Real-time 
driving violations can be depicted, as can where 
vehicles were driven, where they stopped or where 
they idled excessively. Using geo-fencing capability, 
vehicles can be limited to predefined areas, with 
alerts sent when breaches occur. These alerts can 
be sent and received via the Drive app, SMS or 
email and can be categorised and organised into 
user groups, making them simpler to manage.

CTrack Drive users can create service intervals 
of differing lengths and service types, while 
drivers can report vehicle faults through the app. 
Business and private logbooks can be produced 
and separated, with the business logbook used to 
recover business mileage expenses.

Detailed and fully customisable reports are 
easy to interpret and can be downloaded for 
further scrutiny. These reports help small business 
owners analyse their cost items and allow them to 
make better decisions, faster.

Finally, a stolen vehicle recovery service is also 
included on a 24/7 basis.

“Ctrack is proud to launch this innovative 
solution for the SMME market at an unbeatable 
price,” said Cobus Grove, Ctrack Global COO. 
“Drive is the culmination of 30 years of experi-
ence and reflects a deep understanding of the 
needs of our customers across the diverse fleet 
telematics market.

“This system grants business owner’s full on-
line visibility of their company’s fleet, for improved 
operational efficiencies, on the move. Drive enables 
Ctrack clients to make split-second decisions that 
reduce costs from the first day of implementation,” 
Grove concluded. ■

CTrack Drive users can create 
service intervals of differing 
lengths and service types, while 
drivers can report vehicle faults 
through the app.

Ctrack Drive Answers SMME Prayers

Cobus Grove, CTrack’s Global Chief 
Operating Officer.
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With a maximum permitted weight of 5.0 metric 
tonnes, a larger maximum cargo volume of 17.5 m³ 
and a variety of drive types and derivatives, the 
new Volkswagen Crafter is all about functional 
solutions for everyday use.

And in contrast to its predecessor, the new 
Crafter boasts improved basic specifications that 
include side-wind compensation system, Hill 
Hold Assist and Automatic Post-Collision Braking 
System and a steering wheel with height and 
telescoping adjustment.

Engineers from Volkswagen accompanied a 
large number of customers on their commercial 
vehicle rounds during the development phase 
for the new Crafter. This gave them an accurate 
understanding of what customers actually need 
and which systems can be used to effectively 
meet customer requirements. As a result, the new 
Crafter offers innovative practical and electronic 
solutions for various individual challenges.

The new Crafter is available in a wide range 
of derivatives, even in high tonnage versions. In 
South Africa, the 2.0-litre TDI engine is available 
with 103 kW of power and a choice between front 
and rear wheel drive. The 4-cylinder powerplant 
delivers maximum torque of 340Nm and fuel 
consumption is between 7.3 and 7.6 litres/100 km, 
depending on the model.

Up to three different vehicle lengths are 
available depending on the model chosen, and the 

closed body variants come with up to three differ-
ent roof heights (optional feature). As a panel van 
and Kombi, the new Crafter is available in various 
lengths (5 986 mm, 6 836 mm or, for the panel 
van, 7 391 mm as well) and heights (2 355 mm, 
2 625 mm or, for the panel van, 2 637 mm as well).

In the front-wheel drive version, it offers 
a maximum cargo capacity of 10.7 m³ with a 
permissible gross weight of 3.5 – 3.55 t. The cargo 
width between wheel arches of 1 380 mm and a 
maximum cargo compartment length of 3 201 mm 
give it the best package dimensions of its vehicle 
class. Loading the new Crafter is easy thanks to the 
1 311 mm opening of the sliding door, a minimal 
sill height of 570 mm on the front-wheel drive ver-
sions and optional 270° opening of the rear doors 
(standard on the Crafter 50 LWB with overhang).

The new Crafter sets new standards for 
assistance systems in the segment for large 
vans: the objective here is to optimise occupant 
protection through the use of active and passive 
safety concepts in all payload situations. Thanks 
to an electro-mechanical steering system that’s 
being used for the first time in this vehicle class, 
the new Crafter comes with a large number of 

optional active driver assistance systems, such as a 
parking assistant (Park Assist) and an assistant for 
manoeuvring a trailer (Trailer Assist).

Standard features include the Automatic 
Post-Collision Braking System, the side wind 
assistant and driver alert system. Available passive 
safety systems include – along with front, side and 
head airbags for the driver and front passenger – a 
reversing camera (optional), Rear Traffic Alert (op-
tional), and sensor-based side protection (optional) 
that was specially developed for the new Crafter. 
Finally, optional LED headlights and cornering 
lights ensure a clear view of the road ahead at night.

New Crafter Prices (VAT and emissions tax 
included):

 ■ Crafter 35 (MCV) Panel Van – R509 700
 ■ Crafter 35 (LCV) Panel Van – R588 100
 ■ Crafter 50 LWB (Bus Conversion Ready) – 
R625 800

 ■ Crafter 50 LWB (Panel Van) – R625 800
 ■ Crafter 50 LWB with overhang (Bus 
Conversion ready) – R635 800

 ■ Crafter 50 LWB with overhang (Panel 
Van) – R635 800

The new Crafter comes standard with a 2year/
unlimited km Manufacturer Warranty, 5 
year/120 000km Genuine Automotion Service Plan 
and a 12-year anti-corrosion warranty. Service 
interval is 20 000km. ■

Working Wheels

The 2.0-litre TDI engine is 
available in South Africa.

The Crafty New VW Crafter
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The South African commercial vehicle market 
recorded a decline in sales during April, lagging 
7.5% behind the year-to-date results of 2017. A total 
of 7 674 new trucks and buses have so far been sold 
in 2018.

This is according to the latest results released 
by the National Association of Automobile 
Manufacturers of South Africa (NAAMSA), 
Associated Motor Holdings (AMH) and 
Amalgamated Automobile Distributors (AAD).

April’s sales of 1 838 units was also 22.1% 
down on March 2018’s results. According to Gert 
Swanepoel, managing director of UD Trucks 
Southern Africa, April is traditionally the start of 
an upturn in annual sales, but this year’s results 
are disappointing.

“A number of factors are currently hampering 
sales, including the recent violent attacks on trucks 
on our roads, which definitely hampers busi-
ness confidence in the market,” said Swanepoel. 
“Countrywide industry strikes and the number 
of public holidays during April also weren’t very 

conducive to create a positive buying environment 
for fleets.

It wasn’t all bad news, as sales in the Extra 
Heavy Commercial Vehicle segment increased by 
8.1% to 956 units when compared to April 2017’s 
results. However, Medium Commercial Vehicle 
sales were down by 12.1% to 493 units, and Heavy 
Commercial Vehicles declined by 8.5% to 333 units 
in this month-by-month comparison. A decline in 
bus sales was expected, as this segment recorded 
a significant 30% decline in sales to only 56 units 
sold during April.

On the positive side, a developing trend within 
the truck market is the larger portion of sales that 
go to online shopping businesses.

“Our online retailer customer base has grown 
with leaps and bounds over the past few years, as 
more and more South Africans turn to the Internet 
to do their shopping,” explained Swanepoel. 
“We have found that these emerging fleet owners 
have a passion for the transport business and 
are focussed on fuel efficiency, productivity and 
operating costs.”

These companies are challenging the more 
traditional transport industry to be more flexible, 
approachable and precise as customers demand 
a faster and more reliable service for the timely 
delivery of their online purchases.

“Over recent months we have also seen that 
many government contracts are being awarded to 
up-and-coming companies, rather than more estab-
lished traditional fleets, which has also changed the 
DNA of the industry,” Swanepoel concluded. “We 
believe that these developing trends will continue 
to push the industry as a whole to adapt, to be more 
innovative and to deliver products and services that 
the world needs today, and into the future.” ■

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

digital

Working Wheels

A developing trend within 
the truck market is the larger 
portion of sales that go to online 
shopping businesses.

Hino South Africa has cut the retail selling 
prices of all its replacement parts by 4% from the 
beginning of May as a contribution to assisting 
fleet owners to lower operating costs. Stable parts 
supply is critical to truck operators in controlling 
costs as downtime due to a lack of the correct part 
is very costly and Hino has been very efficient in 
this aspect of its after-sales operations.

“We are able to take this price-cutting initia-
tive because of improved efficiencies in all aspects 
of our parts operation,” explained Sudesh Sanilall, 
Senior Manager: Aftersales of Hino SA.

“We have an ongoing focus on improving 
operating costs and CPK (cost per kilometre) 
management or life cycle cost, as it is known these 
days. This drove our decision to lower parts prices 
across the board this year. This move is also in line 
with Hino’s global Total Support strategy where 
one of the pillars is increasing uptime by decreas-
ing downtime and reducing the cost of ownership 
for Hino customers,” he added.

Hino Total Support encompasses everything 
involved with buying and operating a Hino truck 
by building and then strengthening a strong and 

close relationship between 
Hino Motors of Japan, Hino 
South Africa, its dealers, suppliers, and customers.

“We believe that this price reduction will be 
well accepted by our customers and will re-affirm 
our business partnership with them,” concluded 
Sanilall. “This strategy will also increase service 
and maintenance business at our dealer network, 
as the price reduction is coupled to a one year-
over-the-counter parts warranty and a two-year 
warranty on parts that are purchased and fitted at a 
Hino dealership.” ■

Commercial Vehicle Industry Continues To Struggle

HINO Cuts Parts Pricing
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BY ROGER HOUGHTON

The distributors and retailers of motorcycles in 
South Africa continue to battle against rising 
prices and a shrinking market, but once again put 
on a brave face at the third South African Bike 
Festival staged at the Kyalami Grand Prix circuit 
in Midrand.

Imagine operating in an environment where 
sales have collapsed from a high of 84 053 units in 
1982 to only 15 854 bikes sold last year. But these 
thoughts were far from the minds of those people 
minding the stands. They were smartly dressed, 
full of enthusiasm for their products and very keen 
to hand out business cards!

Most of the world’s major motorcycle brands 
were on display, with the big disappointment being 
a “no show” by BMW, the country’s market leader.

Another well-known brand not at the show 
was Triumph, which is being restructured under a 
new national distributor and was not yet open for 
business at the time of the show

Generally, the displays were simpler and 
obviously less expensive as one can expect with the 
low profit margins on motorcycles and the slow 
sales tempo.

This was the third year that this annual motor 
show has been staged at Kyalami by Clarion 
Events, of the UK. Their confidence in the event 
and in the SA motorcycle industry has resulted in 
attracting a big-name sponsor, Auto Trader, which 
was the naming sponsor this year and has signed a 
three-year contract to continue backing this show.

Attendance was just over 20 000 for the three 
days, which is very good, even though it was 
slightly down on the 2017 figure. The organisers 
said they were happy as the slight drop in feet is 
in line with national par for this type of event. 
There were also plenty of buyers about, with 

Harley-Davidson reportedly selling 20 bikes over 
the weekend, while Husqvarna was another brand 
to report good sales at the show.

There was only one of the traditional new 
model unveilings for the media at last week’s show. 
This was Honda’s reveal of its latest Gold Wing, 
with local MD Toshiaki Konaka orchestrating the 
lifting of the silver bike cover from the gleaming 
red cruiser. Redesigned from the wheels up, this 
new Gold Wing still features a flat six engine of 

1.8-litres, but is now offered with Honda’s unique, 
dual-clutch transmission with seven speeds in 
addition to the normal manual gearbox.

Smaller and lighter than its predecessor, the 
latest Gold Wing, which is the seventh in the 
series, now aims to appeal to a wider section of 
the market, including reaching out to the younger 
generation. Pricing is R367 000 for the Tour 
with manual gearbox and R392 000 for the Tour 
with DCT.

However, although there were no other formal 
unveilings, all the stands featured new or uprated 
models and the array of variants is amazing when 
one considers the small size of the market in 
South Africa. ■

The big disappointment was a 
“no show” by BMW.

Motorcycle Distributors Put on a 
Brave Show At Kyalami

Sign of the times: Benelli, a famous motorcycle manufacturer, is now also into making 
electrically-assisted bicycles!

Three V8-powered motorcycles make an 
impressive showing.

This customised Honda CBR seems to be 
all pipes!

The new Honda Gold Wing is smaller and 
lighter than its predecessor.
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Staying up to date with developments in the motor 
industry is vital for all players, but this is becoming 
increasingly difficult as the landscape continues 
to change dramatically. On one hand electricity 
is becoming an important power source for cars, 
while on the other diesel engines face bans. There 
are also issues such as autonomous vehicles and the 
future of retailing in a digital world to face.

All of this makes the Cape Automotive Forum, 
supported by Automechanika and incorporating 
an exhibition and a conference, to be held at the 
Cape Town International Conference Centre on 
October 17 and 18 an important event to attend. A 
top-class line-up of speakers will provide valuable 
insight into the latest developments on many of the 
burning issues.

Andrew Marsh, of Auto Industry Consulting 
in the United Kingdom, will set the scene as he 
describes how the motor industry is changing 
faster today than in the past 100 years, driven 
largely by electrification, autonomous driving, 
shared mobility, connectivity, and legislation. He 
will outline how he sees the automotive sector in 
South Africa in the short to medium term and how 
business owners can ensure they are fully equipped 
to deal with the changing needs of this sector.

Craig Parker, the Research Director for Africa 
at global growth consulting firm Frost & Sullivan, 
will tackle the way he sees dealerships and other 
retail automotive outlets need to adapt to meet the 
changes in the consumer journey in a digital world.

“The always-on connected consumer is driving 
online purchasing across all sectors, including 
automotive,” explained Parker. “This buying 

behaviour has reduced the need for traditional, 
static dealership showrooms, retail franchises and 
even to a degree, repair workshops. The automotive 
aftermarket has also been affected with an increase 
to a trend towards DIY repairs with the ability of 
end-users to source parts and accessories online. 
Frost and Sullivan predicts that by 2020 business-
to-consumer (B2C) sales of automotive parts will 
reach R250-billion annually.”

Another presentation which will be of great 
interest to those involved in the local motor 
industry is titled “Electric vehicles and the role 
of advanced manufacturing and the impact of 
the fourth industrial revolution.” This topic will 
be presented jointly by Barlow Manilal, CEO of 
the Technology Innovation Agency (TIA), and 
Surusha Pillay, Head: Technology Innovation 
Programmes at the TIA.

“The Fourth Industrial Revolution is charac-
terised by a fusion of technologies that is blurring 
the lines between the physical, digital and biologi-
cal spheres,” explained Manilal. “It is marked by 
emerging technology breakthroughs in a number 
of fields, including robotics, artificial intelligence, 
blockchain, nanotechnology, quantum computing, 
biotechnology, The Internet of Things, 3D printing 
and autonomous vehicles.

“The Fourth Industrial Revolution has the 
potential to dramatically change not only the 
course of economic development, but also the 
distribution of wealth. While new technologies 
are enabling ever higher levels of productivity and 
efficiency, it is crucial to help small and medium-
sized enterprises (SMEs) to start transformation as 

well as to encourage the integration of small and 
medium technology suppliers to realise their full 
potential,” Manilal added.

The delegate cost to attend the Cape Automotive 
Forum is R1 500 for one day or R1 950 for both 
days. Seats are limited so book your delegate pass 
today by visiting www.capeautomotiveforum.co.za 
or contact Mitchell Farry, at: 
Mitchell.Farry@za.messefrankfurt.com. ■

Conference to Address Burning Industry Issues

Andrew Marsh, a qualified mechanical 
engineer, has worked inside vehicle 
manufacturers for the past 20 years, 
with most of this time spent working 
outside the United Kingdom. He became 
a founder member of Auto Industry 
Consulting in 2014 and this organisation 
is an independent provider of technical 
information and consultancy to the global 
collision repair industry.

Craig Parker, Research Director – Middle 
East and Africa at Frost & Sullivan South 
Africa, has spent more than 10 years 
involved in economic analysis and 
modelling. He has extensive experience 
in automotive and transportation market 
strategy across Africa in the upstream and 
downstream sectors.

Barlow Manilal, the Chief Executive 
Officer of the Technology Innovation 
Agency (TIA), has several degrees 
and other qualifications. He gained 
excellent knowledge of advanced project 
management, project engineering, global 
competitiveness advanced manufacturing 
and technology development in the 
automotive environment at Toyota SA, 
Mercedes-Benz SA, and the Automotive 
Industry Development Centre (AIDC).

Sarusha Pillay, Head of Technology 
Innovation Programmes at the Technology 
Innovation Agency (TIA), where her 
career has involved establishing, 
maintaining, and expanding technology 
innovation clusters.
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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

From 31 August to 2 September this year, the 
Kyalami Grand Prix Circuit will once again play 
host to the Festival of Motoring (FoM).

The 2017 show focused on interactive motoring 
experiences, which proved to be an overwhelm-
ing success as 57 000 visitors attending the event. 
The 2018 Festival will again provide a plethora of 
interactive motoring entertainment with additional 
lifestyle, education and family-friendly activities.

With additional automotive brands already 
confirmed, visitors can expect new car launches, 
latest model displays, supercars on track and a 4×4 
area. With the focus on interactive experiences, 
self-drive activities will now be available on each 
of the show days and various new models can be 
driven on the 1.1 km test track. Some additional 
features will include improved and varied catering 
areas, a wine garden, dedicated kid’s area and 
air displays.

High quality and varied content, both on and 
off track, will entertain and excite show visitors. 
National championship motorsport will feature 
at FoM for the first time, with official champion-
ship rounds of the Sasol GTC Championship and 
Investchem Formula 1600 Series being run at the 
event. Modern GT race cars and a selection of 
quality historic race cars will be located in a new 
pit lane behind the main pit building and historic 
motorsport content will include a tribute to cars 
of endurance racing, all with iconic liveries. The 
Pablo Clark Ferrari Challenge will have a dedicated 
pit and provide action on track with a selection of 
racing Ferraris.

Fifty modern road going supercars can be seen 
both in a dedicated pit area and on track during 
the three show days. A display of iconic supercars, 
located on the pit building viewing deck, will 
celebrate the evolution of the supercar.

Classic cars will again be a major drawcard 
with classic car featuring in a dedicated area. A 
display of cars celebrating the evolution of the 
automobile will showcase cars with a unique 
South African story.

A new focus on future technology will 
showcase the latest trends and innovations in the 
motor industry, while two retail areas will exhibit 
the motoring aftermarket, conversion and other 
specialist industries.

A limited number of VIP Experience tickets 
are available, visit our web site or:
www.itickets.co.za for more information.

General Access tickets, as well as a limited 
number of VIP Experience tickets for the event are 
now for sale at www.itickets.co.za.

For more information on the FoM visit: 
www.safestivalofmotoring.com. ■

Avoid FoM FOMO
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