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Conference to unpack local 
industry’s future

BY ROGER HOUGHTON

“The African continent is the last frontier for 
global vehicle manufacturers intent on growing 
their global business,” says Mike Whitfield, the 
president of NAAMSA and MD of the Nissan 
Group of Africa.

He is also the vice-chairperson of the African 
Association of Automotive Manufacturers 
(AAAM), an organisation which deals with the de-
velopment of automotive business between South 
Africa and other African countries. Whitfield was 
speaking at Deloitte’s recent Africa Automotive 
Insights conference in Sandton.

The focus of the presentation was on East 

African countries with Deloitte having con-
ducted in-depth, on-the-ground research among 
middle-income consumers living in leading cities 
in Kenya, Tanzania, and Uganda. These three 
countries were chosen to provide a representative 
regional overview of the East African Community 

CARMAKERS INTENT ON 
CONQUERING THE LAST FRONTIER

Mike Whitfield, president of NAAMSA and MD of the 
Nissan Group of Africa.
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where about 2.3-million vehicles are 
currently in use.

Dr Martyn Davies, Africa 
Automotive Leader at Deloitte 
Africa, kicked of the conference with 
a general overview during which 
he identified many of the chal-
lenges facing automotive vehicle and 
component manufacturers wanting 
to enter or grow their business in 
Africa in general.

“Traffic jams have become a 
familiar feature of most African 
cities, yet many emerging consumers 
in Africa aspire to own and drive 
their own car,” explained Davies. 
“However, due to lesser purchas-
ing power, the absence of suitable 
vehicle financing options and fierce 
competition from comparatively 
low cost imported used vehicles, the 
potential African vehicle consumer 
market is yet to be realised.”

Whitfield stressed the impor-
tance of SA vehicle manufacturers 
increasing exports into Africa 
significantly in the future or getting 
involved with semi-knocked down 
assembly operations in African 
countries. This is particularly 
important in view of the expected 
big jump in production figures for 
those companies wishing to comply 
with the SA government’s 2020–2035 
automotive master plan, due to be 
announced later this year.

However, Whitfield warned 
of several obstacles, including the 
necessity of regions or countries 
developing sustainable, long-term 
automotive industry policies, which 
will include putting some form 
of limitation on used car imports 
if they wished to develop local 
motor industries.

Whitfield said that used cars 
that are five years old would be 
acceptable, but the problem in 
many countries these days is that 
nearly-new models from Dubai and 

other countries are being imported 
as used cars into African countries 
and thereby limit demand for new 
vehicles, whether assembled locally 
or imported.

Nonkqubela Maliza, Volkswagen 
Group South Africa’s corporate and 
government affairs director, stressed 
the importance of government 
involvement and commitment to 
develop viable local motor industries.

A group of 22 people from 
interested parties will be going to 
Nigeria later this year with Deloitte 
and executives from the AAAM 
for further discussions on the 
implementation of that government’s 
automotive policy. ■
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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

 continued from previous page

Dr Martyn Davies, Africa 
Automotive Leader at 
Deloitte Africa.

Only a couple of days after a group of South Africans, under the 
leadership of Deloitte’s Africa Automotive Insights, had met in Sandton 
to discuss the East African consumer perspective, Toyota made a major 
statement on its policy for automotive trading in Africa.

Toyota, which is the automotive market leader in Africa and has the 
largest vehicle parc on the continent, says that Toyota Motor Corporation 
(TMC) and the Toyota Group’s trading arm, Toyota Tsusho Corporation 
(TTC) have concluded a memorandum of understanding concerning the 
transfer of all Toyota vehicle sales and marketing operations for Africa, 
currently conducted by TMC, to TTC from January 2019.

This agreement will not include the local operations of Toyota South 
Africa Motors (TSAM).

The significant transfer of responsibility will concentrate the power 
of the Toyota Group in TTC to contribute towards regional business 
development in Africa with TTC able to provide “best-in-town” service.

Toyota sees Africa as a promising region for which rapid growth is 
expected, including in its automotive market. Toyota Tshushu has an 
Africa division that specialises in and is dedicated to doing business on 
the African continent. It has operations in 53 of the 54 African countries 
and regions, with more than 10 000 TTC employees working in Africa.

Toyota believes that transferring vehicle sales and marketing 
operations to TTC means that the group will benefit from having a highly 
experienced and competitive team of African specialists at the forefront 
of this important growth opportunity. ■

Toyota Makes Major Change in Way it Does 
Business in Africa Outside South Africa

“Traffic jams have become a familiar feature of most 
African cities, yet many emerging consumers in Africa 
aspire to own and drive their own car,” 
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“Coming off the poor sales performance by the SA motor industry in 2017, the year-on-
year recovery is encouraging,” said Ghana Msibi, WesBank’s Executive Head for Sales and 
Marketing, commenting on the release of the May 2018 sales figures.

“However, it’s important not to misinterpret this recovery as growth though.”
He says that a more holistic view of how the industry is performing comes from year-to-

date data, where total sales over the first five months of 2018 are 1.6% down compared to the 
same period last year. A total of 220 783 new vehicles were sold between January and May 
this year, compared to 222 433 in the corresponding five months in 2017.

Although sales in the rental channel were up by a significant 52.6% year-on-year, they 
follow the same pattern as the overall market in terms of the year-to-date situation, where 
rental sales are down 16.8%.

The exception in the year-to-date comparisons came from the dealer channel, which 
grew 2.2%, with passenger car sales up by 3.8% for the five-month period.

“Growth in the dealer sales channel is encouraging and in line with the forecast 
announced at the Car of the Year banquet in March and is further supported by WesBank’s 
loan application data, which indicates that retail customers are maintaining a healthy ap-
petite for new vehicles,” concluded Msibi.

NAAMSA’s View

Aggregate new vehicle sales in SA in May totalled 42 984 units which was 2.4% higher 
than for the same month in 2017, while exports of built-up vehicles improved by 13.9% to 
32 731 units.

An estimated 87% of sales were through the dealer channel, 7.3% represented sales to the 
rental industry, 3.7% to industry corporate fleets and only 2% to government.

The new car market was up 0.7% compared to May 2017, while domestic sales of LCVs 
improved by 3.2%. Sales of medium commercial vehicles were up 17.6% with heavy trucks 
and buses selling 21.1% more units than in the corresponding month last year. The improved 
sales in trucks suggest a return of positive investment sentiment and business confidence.

NAAMSA expects a gradual improvement in sales over the medium term due to further 
recovery in domestic demand supported by continued moderation in new vehicle price 
inflation, the improvement in SA’s political policy environment, the reduction in the interest 
rate in March and unchanged international credit ratings.

An increase in total vehicle sales of at least 3% is expected for 2018.
Robust global growth should benefit new vehicle exports going forward. However, the 

current wave of protectionism could negatively impact on the global economy. Despite these 
developments, it is expected that exports from SA will show further upward momentum in 
the months ahead. ■

Editor’s Note
It’s winter in South Africa. 
This means crisp morn-
ings and chilly evenings. 
Unfortunately, in this 
country winter has also 
become synonymous with 
industrial action, earning it 
the unfortunate nickname of 
Strike Season.

Invariably motorist get 
caught up in the unrest and although many protests and 
strikes aim to disrupt traffic rather than cause harm, stones 
being hurled at vehicles and trucks being set on fire have 
become a harsh reality.

It’s not always possible to stay off the roads when unrest 
is in the air but according to a leading road safety special-
ist and driver trainer there are certain steps you can take 
to ensure that you remain safe when caught up in violent 
protests or strikes.

It is very important to keep track of planned strikes and 
plan or alter routes accordingly. Listen to the news or check 
social media as you prepare for work in the morning to learn 
about any unplanned protests.

While driving it will be helpful if you get in the habit 
of being on the lookout for hazards on or along the road. 
This includes people on the sides of the road and on 
bridges. This will give you extra time to take evasive action 
where necessary.

If you are caught up in the protest, identify an escape 
route to take if things turn violent. Never allow yourself to 
be blocked in when in protest traffic.

Stay in your car unless your safety is threatened and 
you cannot escape the situation in the car and be ready to 
exit your car quickly by unbuckling your seatbelt if you 
are stationary.

Don’t make the situation worse by engaging protestors 
in a negative way. Taking aggressive evasive action that does 
not account for other drivers or people on the road could be 
more dangerous than acting more calmly and slower.

If police have blocked off an area, follow their orders 
but if the police are not on the scene, be sure to call them for 
assistance. In this regards it’s a good idea to have emer-
gency contact numbers pre-programmed into your phone. 
Trying to remember a number in an emergency wastes 
valuable time.

Remember that if you ever find yourself in this frighten-
ing situation, remaining calm is key. The objective is to avoid 
or escape the situation unharmed and as quickly as possible.

Liana Reiners,
Editor
liana@autolive.co.za

To advertise in  contact

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

26,561
The number of passenger vehicles 
sold in May 2018, up by 2,508 
units or 10.4% on 24,053 vehicles 
sold in April 2018

220,783
vehicles sold 
in the first five 
months of 2018

That’s 1.6% less 
than the 224,333 
vehicles sold in the 
first five months 
of 2017

42,984
New vehicles sold 
in South Africa in 
May 2018

6,456
More than 
April 2018

1,022
More than 
May 2017

New Vehicle Sales and Exports – May 2018

New Vehicle Sales Recovery Must 
Not be Seen as Growth – Wesbank
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Monthly automotive news to and from Africa

There was virtually no change in the number of 
built-up vehicles exported from South Africa into 
other African countries in the first five months of 
2018 compared to the same period a year ago. A 
total of 9 261 units were shipped between January 
and May this year, versus 9 259 units exported a 
year previously, which was, in turn, 8% lower than 
the total exports in the first five months of 2016.

Toyota, with 3 623 units was the most 
successful exporter this year, followed by Nissan 
on 2 561 units, which was well down on its 2017 
figure of 3 025 vehicles. Isuzu was third with 1 267 
units, followed by Ford on 1 023, which was a 

big improvement over the figure of 422 Rangers 
exported in the first five months of 2017.

Toyota’s best market was Kenya, which took 
555 units, while Nissan sold 902 vehicles into 
Ghana. Isuzu did best in Kenya (409 units) with 
Ford (367 units) also faring well in that market.

Ghana continues to be the biggest market for 
SA-made vehicles, taking 1 543 units. Next largest 
market was Kenya (1 233). It was followed by 
Zimbabwe (1 064) and Zambia (1 063). These were 
the only countries to take more than 1 000 units in 
the period.

Exports in May 2018, at 2 066 units, was a big 
improvement over the figure of 1 810 units shipped 

in May last year. Toyota (645) led the way, with 
Zambia (140) its biggest single market. Nissan, 
which exported 490 units, did best in Zimbabwe 
(124) and Ghana (118), while third-placed Ford 
(406) fared best in Kenya (108). Isuzu was the 
fourth highest exporter shipping 348 vehicles.

Surprisingly, Zimbabwe was the best market 
for SA-built exports in this five-month period, 
taking 345 units, which put it ahead of Kenya 
(250), Zambia (240), Ghana (235), Mauritius (151), 
Mozambique (146) and Madagascar (106). These 
were the only countries to take more than 100 
units in the month. ■

Exports Into Africa for First 5 
Months of 2018 Same as a Year Ago

Ghana continues to be the 
biggest market for SA-made 
vehicles, taking 1 543 units.

Surprisingly, Zimbabwe was the 
best market for SA-built exports 
in this five-month period, taking 
345 units.

A total of 9 261 units were shipped 
between January and May this 
year, versus 9 259 units exported 
a year previously

Photo: FreeImages
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Global vehicle production in 2017 reached an 
all-time high of 97.3-million units according 
to the latest updated and corrected figures 
released recently by NAAMSA. This was an 
increase of 2.4% over the 2016 figure. South 
Africa’s vehicle production rose slightly to 
601 000 units, which amounted to 0.62% of 
global production.

Capital expenditure by the seven OEMs in 
the SA motor industry reached an all-time high of 
R8.2-billion in 2017, with one of the results being 
that local vehicle production is expected to expand 
to 635 050 units in 2018.

According to the NAAMSA quarterly 
report the current global vehicle population 
exceeds one billion vehicles, with the South 

African vehicle parc calculated to be around 
12.2-million units.

Exports of built-up vehicles from South 
Africa decreased slightly in 2017, going down 
1.9% from 344 859 units in 2016 to 338 093 units 
last year, mainly due to several model produc-
tion cycles ending and starting with consequent 
tun-outs of old models and run-ins with 
their replacements.

Europe remains the dominant region for 
SA’s new vehicle exports, being the destination to 
190 503 units last year. Potential new growth mar-
kets include Asia and Australasia, while exports to 
North America declined. This trend is expected to 
continue as exports of the BMW 3-Series sedan to 
the US end.

Exports from SA are expected to grow to 
366 050 units in 2018.

NAAMSA’s latest projection for the SA vehicle 
market in 2018 is for an aggregate of 572 000 units, 
made up of 105 000 locally produced cars, 270 000 
imported cars, 137 000 SA-made LCVs, 33 000 
imported LCVs and 27 000 medium and heavy 
commercial vehicles, either locally assembled or 
imported built-up. ■

Potential new growth markets 
include Asia and Australasia, 
while exports to North America 
declined. 

Global Vehicle Production Reached 
Record High in 2017
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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

Effective sales lead management can make or break 
a dealership. “Call centres and dealer sales floors 
will benefit greatly from implementing fully inte-
grated lead management software, such as e-LMS.

Not only can the CMS e-LMS software track 
electronic leads received from websites, social 
media, third party portals, advertising campaigns 
and other platforms, but it also has the ability to 
pre-qualify the potential lead before allocating it 
to a dealer.

Essentially, a potential customer can log an 
electronic query and be connected telephonically 
to a salesperson in less than a minute.

If the dealer opts to use the new CallConnect 
product on offer from CMS, the e-LMS will receive 
the lead and automatically allocate it, to the sales 
executive. The sales executive will receive a call 
on his or her cell phone and be connected to the 
prospective customer. If the sales executive is busy 
or chooses not to connect with the prospect, the 
e-LMS will automatically reallocate the enquiry 
to the next sales executive. The advantage of this 
system is that the manager can see how many calls 
were taken, missed and even listen to those calls 
for training purposes.

Even after-hour leads are taken care of. They 
can be queued for a call the next morning – and 
the calls automatically made. Customers are 
delighted and sales are made.

E-LMS also runs call centres allowing high 
volume situations such as, retail groups, vehicle 
manufacturers and importers to centralise all the 
leads. From that call centre, through a seamless 
integration with CMS salescloud, leads can go to 
various branches. All information is stored and a 
wide range of reports are available.

E-LMS integrates with the flagship product 
– CMS salescloud. CMS salescloud is an all in 

one stock management and CRM system for 
dealer floors.

In all scenarios sketched, lead allocation can 
be tracked centrally and is date and time stamped, 
providing an accurate record of the actions of the 
sales representative from receipt of the lead to the 
potential closing of the sale. The result is fewer 
potential sales lost because of a failure on dealer 
level to act on leads.

“The beauty of the software is that it is fully 
customisable in accordance with manufacturer 
or dealer guidelines and the business processes 
of our clients,” says Leon Kemp of CMS. “It also 
provides valuable information that includes deal 
status, outcome referral source and more, ensuring 
effective electronic prospect management.”

The e-LMS undergoes constant updating and 
enhancements as suggested by the active dealers. 
The currant dealer floor total, combined with multi 
brand dealer floors, totals several hundred as well 
as several OEMs.

CMS Netauto has various other product and 
service tricks up its sleeve, including Paperless 
On Boarding of new employees, making it 
effortless and effective, across all platforms with 
paperless submissions to relevant company 
schemes, such as Pension funds and Medical 
Aids. One capture, multiple integrations, stored 
in the cloud, safe and secure. “Our developers, 
support staff and management all understand 
the intricacies of the automotive industry 
and are committed to addressing customer-
specific needs and ensuring a competitive edge,” 
Kemp concludes.

CMS is a member of the C2 Group of 
Companies that are specifically focussing on 
Motor Dealers. For further information, contact 
Leon Kemp at leon@netauto.co.za or visit them at:  
www.cmssystems.co.za ■

Even after-hour leads are taken 
care of. They can be queued for 
a call the next morning – and the 
calls automatically made.

Are You Responding to Your Online 
Leads in Under 60 Seconds?

http://www.autolive.co.za
https://datadot.co.za/
http://www.orangeowl.co.za
https://www.carfind.co.za/
http://www.hrst.co.za/
https://www.bid4cars.co.za
https://www.graffiti.co.za/
http://www.cmssystems.co.za
http://www.1huddle.co.za
kawasaki.co.za
http://www.c2group.co.za
http://www.cmssystems.co.za


Subscribe for free @ www.autolive.co.za  Page 7

Snippets

Toyota and Suzuki 
discussing joint projects

Toyota and Suzuki are discussing new joint 
projects in the fields of technological development, 
vehicle production and marketing. The two com-
panies signed a memorandum of understanding 
towards a business partnership in February 2017.

The current discussion topics are:
 ■ Toyota to provide Suzuki with technological 
support to develop a compact, ultra-high-
efficiency power train.

 ■ Toyota Kirloskar Motor Private (TKM), 
a Toyota subsidiary making and selling 
Toyota products in India, to produce models 
developed by Suzuki for sale in India 
through both the Toyota and Suzuki brand 
dealer networks.

 ■ The supply of models developed by Suzuki, 
including those produced by TKM in India, 
for sale in Africa and other markets by the 
Toyota and Suzuki sales networks, while 
advancing cooperation in the areas of 
logistics and services. ■

Global CEOs Optimistic About 
Growth Prospects in 2018

The annual survey of CEOs of businesses 
worldwide by PricewaterhouseCoopers (PwC) has 
shown, for the first time since the question was 
asked initially in 2012, a record leap in those who 
believe that global economic growth will improve 
over the next 12 months. The percentage doubled 
over the 2017 figure.

The recent PwC report shows that this unprec-
edented level of optimism holds fast across every 
region, from the US and Canada, to Latin America, 
Western, Central and Eastern Europe, Africa, the 
Middle East, and Asia-Pacific.

PwC’s global chairmen, Bob Moritz, says 
that when all the data is in then 2017 will almost 

certainly turn out to be the best year the global 
economy has seen since 2010. He said that most 
of the world’s major economies are experiencing 
growth, in contrast to the situation just a few 
years ago. ■

Geely Executive Takes Over 
as CEO of Lotus Cars

Former Mercedes-Benz and Peugeot-Citroën 
Group executive Jean-Marc Gales has stepped 
down as CEO of Lotus Cars, the British-based 
sports car maker and been replaced by Feng Qing 
Feng, the chief technical officer of Lotus’ owner, 
the Zhejiang Geely Holding Group of China. 
Geely bought a controlling 51% share in Lotus in 
September last year.

Gales, 55, who has led Lotus since 2014 re-
versed years of losses with a profit in 2017, through 
sales of 1 600 cars. He has joined a UK classic car 
dealer and restorer, JD Classics, as CEO and will 
remain an advisor to Geely.

It is expected that Feng’s appointment will 
accelerate the introduction of Geely technology 
into Lotus models and is also likely to increase 
component sharing with Geely-owned Volvo 
cars. Lotus currently uses Toyota engines in all 
its models. ■

Mahindra-Pininfarina 
Promise Indian Hypercar 
with Italian Flair

An all-electric hypercar from an unexpected 
source is due to be launched in 2020. According to 
a lengthy article in Automotive News, Mahindra, 
and its Italian subsidiary, Pininfarina, a renowned 
Italian design and engineering company, are 
building a contender for the growing hypercar 
market. It will be launched under the Automobili 
Pininfarina brand at a price of about 2-million 

Euros and will use Electric Vehicle (EV) technol-
ogy from Mahindra’s Formula E racing car.

The hypercar will have the PFO model desig-
nation and its claimed performance is: 0-100km/h 
– 2 sec.; 0-300 km/h – 12 sec.; top speed – 400km/h 
and a range of 500km.

It is expected that Mahindra will build only 
about 90 of these hypercars, with the main aim 
being to introduce Automobili Pininfarina as an 
extreme luxury, technology, and design brand. A 
range of electric SUVs under this brand is expected 
to be launched in the next decade.

Mahindra bought a 76% controlling stake in 
Pininfarina in 2015.

Anand Mahindra, 63, the chairman of the 
Mahindra Group, says he doesn’t believe the 
Automobili Pininfarina development as a car 
manufacturer will impact negatively on the 
business of Pininfarina SpA which is a long-time 
engineering and design service provider to several 
companies in the transportation sector. ■

Toyota Still the World’s 
Most Valuable Car Brand

Although it is no longer the world leader in sales 
and production, Toyota is still the most valuable 
car brand in the world. Toyota’s brand value 
increased by 5% to nearly US$30-billion, according 
to the BrandZ Top 100 most valuable global 
brands, an annual survey conducted by Kantar 
Millward Brown. Toyota has been No.1 in 11 of the 
13 years this survey has been conducted, finishing 
second in 2010 and 2012.

Mercedes-Benz passed BMW to finish runner-
up for the first time in the car brand rankings. 
Mercedes-Benz, which outsold BMW globally in 
2016 and 2017, increased its brand value by 9% to 
US$25.7-billion, compared to BMW, which grew 
its value 4% to US$25.6-billion.

continued on next page 
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Snippets

Other car brands that made up the top 10 were: 
4, Ford (-2% and US$12.74-bn); 5, Honda (+4% and 
US$12.70-bn); 6, Nissan (+1 and US$11.43-bn); 7, 
Audi (+3% and US$ 9.63-bn); 8, Tesla (+60% and 
US$%9.42-bn); 9, Maruti Suzuki (US$6.38-bn); 10, 
Volkswagen (US$5.99%).

Nissan, Audi, Tesla, Maruti Suzuki and 
Volkswagen did not rank in the 100 global brands 
in 2017. Despite being the world leader in sales, 
Volkswagen had dropped out of the rankings in 
2016 and 2017 because of backlash from its emis-
sions scandal in September 2015.

Google remained top brand among all 
products with a 23% rise in its value to US$302.1-
billion). Apple held on to No. 2 (+28% and 
US$300.6-bn), with Amazon third, Microsoft 
fourth and Chinese tech giant Tencent in 
fifth place. ■

Ferrari wins 2018 International 
Engine of the Year Award

The Ferrari 488’s 3.9-litre bi-turbo V8 power unit 
is the 2018 International Engine of the Year in the 
20th anniversary year of these awards made annu-
ally by Engine Technology International magazine. 
The engine is used in the 488 GTB, Spider and 
Pista models.

This new Ferrari engine scored 486 points, 
which put it way ahead of the runner-up, the 3-litre 
Porsche flat 6-cylinder turbo used in many 911 
Carrera models, which scored 198 points.

Third place was filled by the 6.5-litre V12 
engine fitted to the 812 Superfast model. It scored 
158 points. Other engines in the top nine positions 
were: 4, Tesla full-electric powertrain, 149 points; 5, 
Volkswagen 999cc 3-cylinder turbo used in a host 
of VW’s models, 139; 6, BMW 1.5-litre 3-cylinder 

electric-petrol hybrid, used in the i8 sports car, 138; 
7, Audi 2.5-litre 5-cylinder turbo, fitted to the RS3, 
TT RS and RS Q3, 110; 8, Peugeot-Citroen 1.2-litre 
3-cylinder turbo, fitted to many Peugeot, Citroen 
and Opel models, 104; 9, Porsche 2-litre 4-cylinder 
turbo fitted to 718 Boxster and Cayman, 68. ■

Subscription Car-Use System 
Growing in Popularity in US

Car-sharing using a subscription system is proving 
increasingly popular. Mercedes-Benz is the latest 
brand to be available through a month subscrip-
tion, with 30 models from which to choose. 
Monthly subscription fees range from US$1 095 – 
US$2 995 with a once-off joining fee of US$495.

Other brands already offering this driving 
choice in the US for a monthly subscription are: 
BMW, Cadillac, and Porsche. It seems most 
subscribers change car models two or three times a 
month to suit their requirements. ■

New Testing Procedure 
for Light Vehicles

Global motor manufacturers are under pressure 
to get their full range of light vehicle models tested 
under the new Worldwide Harmonised Light Duty 
Vehicles Test Procedure (WLTP) before September. 
This testing system replaces the New European 
Driving Cycle (NEDC) which dates back to the 
1980s as a means of testing the fuel consumption 
and emissions of vehicles.

The NEDC is now seen as outdated as it was 
based on theoretical driving. This was the system 
that Volkswagen and other car makers are being 
accused of manipulating to get their cars certified 
for sale. Now new cars sold from September 2018 
need to comply with the latest procedure, which is 

based on real driv-
ing data and better 
reflects on-road 
performance.

The 
Volkswagen 
Group expects that 
production of up to 
250 000 cars from 
its brands will be 
delayed because of 
the new manda-
tory testing. For 
example, there are 
at least 200 differ-
ent models of the 
Volkswagen brand 

which have to be individually certified before they 
can be sold.

The Volkswagen Group will halt production 
on certain days in August and September as the 
company will only build models that fulfil the 
new standards. ■

Porsche Names its Upcoming 
All-Electric Sports Car

Porsche has named its all-electric sports car the 
Taycan (pronounced “tie-kahn”) after it had been 
known as the Mission E previously. It will be 
powered by two motors generating in excess of 
600hp. The company will invest more than US$7-
billion in electric cars over the next four years, 
doubling the original planned investment. About 
US$600-million is being spent on developing 
Taycan variants. ■

New Motor Club 
Formed in Tshwane

At a time when many clubs are closing down or 
battling falling membership as “social clustering” 
continues to undergo a seismic change, there is a 
ray of good news for those motoring enthusiasts 
living in Gauteng. This news is that a new motor 
club, the Tshwane Motor Club, was launched by a 
number of enthusiasts recently. The club will share 
the Pioneer Park premises in Silverton, with the 
Pretoria Old Motor Club.

AutoLive contributor Roger Houghton at-
tended the club’s second meeting in early June and 
was most impressed by the unbridled enthusiasm 
of the management team headed up by Susan 
Andrews, the chairperson, and Tony Barbosa, the 
vice-chairman and main mover-and-shaker. The 
club already has a team of committee members 
looking at various aspects of running a motor club 
and are well advanced with getting affiliation with 
Motor Sport South Africa.

The committee is already planning events, 
including a rally and motor show in Ermelo later in 
the year, and will help the Pretoria Old Motor Club 
with the running of Cars in the Park at Zwartkops 
Raceway on 5 August. A grand launch function is 
planned for July 14 at the clubhouse in Silverton. 
Let’s hope they can put this initial enthusiasm into 
action plans that will revive the once-strong motor 
club following in Pretoria. ■

 continued from previous page
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Awards and Accolades

Gumtree South Africa highlighted the contribu-
tion of three industry stalwarts at a packed dealer-
ship conference held in Pretoria recently.

Speaking at the event, titled Critical Issues 
Affecting Dealerships in 2018, Head of Automotive 
Marketing Estelle Nagel said that in the face of 
great economic, political and social upheavals, 
industry veterans had to fight for South Africa’s 
seat at the table.

Nunben Dixon, Head of Operations at 
Gumtree South Africa, along with Linda du Preez, 
Business Development Manager, handed Industry 
Achievement Awards to the three recipients. 

Geoff Jooste has over forty years’ experi-
ence in the trade, including a long and illustrious 
career at McCarthy Nissan, where he consolidated 
Nissan, Renault, Fiat and UD Trucks under the 
banner of Nissan NSN. He served as executive 
director of McCarthy Motor Holdings with 
responsibility for 8% of group revenue. Geoff is 
known for improving branch profitability, but 
also as a pioneer in transforming the industry, 
hiring some of the first female sales managers in 
South Africa.

Brand Pretorius has distinguished 
himself as an author and marketing pioneer 
during his forty year-career. In March 1995 he 
joined South Africa’s largest motor retail group, 
McCarthy Motor Holdings, as chief executive. 
Effective October, 1999, he was promoted to the 
position of Chief Executive Officer of McCarthy 
Limited, the holding company of McCarthy 
Motor Holdings.

It is widely acknowledged that Brand 
played the pivotal role in saving McCarthy from 
bankruptcy. Due to massive bad debt write-offs 
in its Prefcor division, the group was declared 
technically insolvent in February 200.1 Under 

Brand’s leadership McCarthy was successfully 
recapitalised, restructured and restored to financial 
health. Thousands of jobs were saved. A Lifetime 
Achievement Award was bestowed on him by CEO 
Global magazine in August 2017.

Jeff Osborne has headed up Autos at 
Gumtree for the last five years and 2018 marks his 
fiftieth year in the industry. Jeff distinguished him-
self as CEO of the RMI, a role that he held for more 
than a decade, taking the company from technical 
insolvency to their most profitable position yet.

Both Geoff and Brand delivered inspiring 
talks, sharing their learnings in the industry at the 
event, while Jeff Osborne facilitated a panel discus-
sion covering topics important to the industry. ■

Three Pioneers Recognised for 
Contribution to SA Automotive Industry

From left to right: Geoff Jooste, Jeff Osborne and Brand Pretorius.
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The Right to Repair (R2R) Campaign has 
welcomed the decision by Volkswagen (VW) to 
make several changes in relation to the independ-
ent aftermarket. They hope this move signals a 
willingness by manufacturers to start opening up 
the aftersales market to independent providers. 
“Thanks to the process started by the Competition 
Commission, we believe VW is also being guided 
by the practices in the European Union,” said 
Gunther Schmitz, spokesperson for Right to 
Repair SA.

In a submission to the Competition 
Commission, VW stated that it would commit to 
ensuring that warranties will remain in place if 
service, maintenance or repair work is performed 
by independent third parties.

Along with that, it committed to making tools 
and equipment, as well as the technical literature 
required for servicing and repair of VW vehicles, 

available from approved dealers. Lastly, it stated 
that VW is prepared to consider training for 
independent service providers.

“This is a great step forward,” commented 
Schmitz. “We understand that the Competition 
Commission is still finalising the Code of Conduct 
and due to the complexity of the topic many stake-
holder engagements are required. In the meantime, 
the submission by VW shows that some manufac-
turers are open to allowing the same competitive 
environment as is standard in Europe.”

Schmitz highlighted that the R2R campaign 
aims to allow consumers to select where their 
vehicles are serviced, maintained and repaired 
at competitive prices in the workshop of their 
choice. “There is a need for a fair and competitive 
regulatory environment that enables freedom of 

choice for consumers and gives aftermarket Small 
Medium Enterprises a chance to stay in business.

“We applaud VW on taking the first step and 
we are looking forward to seeing other manufac-
turers follow suit,” he concluded. ■

VW stated that it would commit 
to ensuring that warranties 
will remain in place if service, 
maintenance or repair work 
is performed by independent 
third parties.

The ombud for the local motor industry (MIOSA), 
Johann van Vreden, has warned South African 
motorists to ensure that the service providers they 
use comply with the law. “In short,” advised Van 
Vreden, “consumer beware.”

According to the Consumer Protection Act 
number 68 of 2008 all businesses operating within 
the automotive and related industries, including 
manufacturers, dealers, component suppliers, 

service providers and panel beaters, are compelled 
by law to register with the MIOSA.

Explained Van Vreden: “All the responsible 
players in the industry have registered with the 
MIOSA, in the interest of customer satisfaction 
and protection against customer exploitation. Just 
as you wouldn’t take your sick child to an unquali-
fied medical practitioner, ensure that when your 
vehicle is in need of service or repair you entrust 
the job to a service provider that is provider is 
qualified and registered with the MIOSA.

“By dealing with a service provider which is 
not registered with the MIOSA you are dealing 
with individuals who are operating their trade with 
no regard for the consumer.

“This makes it extremely difficult for 
the MIOSA to assist consumers where non-
compliant service providers are involved,” Van 
Vreden concluded. ■

Consumer Beware

Johan van Vreden.

According to the Consumer 
Protection Act number 68 of 2008 
all businesses operating within the 
automotive and related industries, 
... , are compelled by law to 
register with the MIOSA.

First Steps Taken to Open Up Aftersales 
Market to Independent Providers

Gunther Schmitz, spokesperson for Right 
to Repair SA.
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Volkswagen is the brand with the most finalists in the 11 categories of 
the Gumtree Pre-Owned Vehicle Awards for 2018. The German marque 
has nine finalists, based on the retained value of 2016 models with at 
least six months of value depreciation. This is based on data provided by 
TransUnion Auto Information Services.

The 55 finalists have been selected, with the top five vehicles having 
the most favourable depreciation in each of the 11 categories qualifying 
for further evaluation.

Representative examples of these 55 finalists are now being sourced 
and tested by 
former national 
motorsport cham-
pion Charl Wilken, 
a director of Wilken 
Communication 
Management. 
Following his 
practical evaluation, 
he compiles detailed 
and illustrated infor-
mation sheets which 
are sent to a judging 
panel for voting. ■

VW Shines in Terms of Retained Value 
in 2018 Gumtree Pre-Owned Awards

2018 Finalists (All 2016 Models)
BUDGET CITY CAR UNDER R 130 000
1. Renault Kwid 1.0 Dynamique 5-door
2. Kia Picanto 1.0 LS
3. Datsun Go 1.2 Lux (AB)
4. VW Take Up! 1.0 3-door
5. Tata Bolt 1.2T XMS 5-door

SUV UNDER R 505 000
1. Toyota Fortuner 2.8GD-6 R/B (A)
2. Hyundai Tucson 1.6TGDi Elite DCT
3. Toyota RAV4 2.2D VX (A)
4. Land Rover Discovery Sport 2.2 TD4 S
5. BMW X1 sDrive 2.0i (A) (F48)

LIGHT HATCHBACK UNDER R 160 000
1. Toyota Aygo 1.0 X-Play 5-door
2. Toyota Etios 1.5XS Sprint 5-door
3. VW Move Up! 1.0 5-door 
4. VW Polo Vivo GP 1.4 Trendline 5-door
5. Renault Sandero 900T Dynamique

DOUBLE CAB BAKKIE 4X2 UNDER R 460 000
1. Toyota Hilux 2.8GD-6 RB Raider (A)
2. Ford Ranger 3.2TDCi Wildtrak (A)
3. VW Amarok 2.0 BiTDi Highline 132kW
4. Isuzu KB300 D-TEQ LX
5. Nissan Navara 2.5dCi LE

MEDIUM-SIZED FAMILY SALOON UNDER R 260 000
1. Toyota Corolla Sprinter
2. Hyundai Accent 1.6GLS Fluid (A)
3. Mazda 3 1.6 Dynamic
4. VW Jetta 1.2TSI Trendline
5. Honda Ballade 1.5 Elegance CVT

MEDIUM-SIZED LUXURY SALOON UNDER R 550 000
1. Audi A4 2.0TDI S-Tronic (B9)
2. Mercedes-Benz C220 Bluetec (A)
3. BMW 330D (A) (F30)
4. VW Passat 1.8TSI Highline (DSG)
5. Mercedes-Benz E250 (A)

HATCHBACK UNDER R 275 000
1. Opel Astra 1.0T Enjoy
2. VW Polo GP 1.2 TSI Highline (81kW)
3. Toyota Auris 1.6 XS
4. Mazda 3 1.6 Dynamic 5-door (A)
5. VW Golf 7 1.4 TSI Trendline

PERFORMANCE SALOON/HATCHBACK UNDER R 615 000
1. BMW 240i (A) (F22)
2. VW Golf 7 R DSG
3. Audi S3 S-Tronic
4. Ford Mustang 2.3 Ecoboost (A)
5. Nissan 370Z

CROSS-OVER UNDER R 325 000
1. Mazda CX3 2.0 Individual (A)
2. Honda HRV 1.5 Comfort CVT
3. Ford Ecosport 1.5TDCi Titanium
4. Renault Duster 1.5dCI
5. Nissan Juke 1.5dCi Acenta +

LARGE LUXURY SUV UNDER R 700 000
1. Land Rover Evoque 2.0 TD4 SE
2. Jeep Wrangler Unlimited Rubicon 3.6 V6 (A)
3. Land Rover Discovery Sport 2.2 SD4 SE
4. Jaguar F-Pace 2.0Di4 AWD Pure
5. Mercedes-Benz ML250 Bluetec

ENTRY LEVEL SUV UNDER R 330 000
1. Toyota RAV4 2.0GX
2. Kia Sportage 2.0 Ignite
3. Hyundai Tucson 2.0 Premium
4. Nissan X-Trail 1.6dCi XE (T32)
5. Mazda CX5 2.0 Active (A)

Former national motorsport champion 
and journalist Charl Wilken of 
Wilken Communication Management will 
source and test representative examples 
of all the finalists.

The 55 finalists have been selected, with the top five 
vehicles having the most favourable depreciation in each 
of the 11 categories qualifying for further evaluation.
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Earlier this week Volkswagen kicked off its 
Integrated Mobility Solutions in Rwanda. Thomas 
Schaefer, CEO of Volkswagen Group South 
Africa and responsible for the Sub-Sahara region, 
officially launched the project in the capital Kigali 
in the presence of His Excellency, Paul Kagame, 
President of the Republic of Rwanda.

Said Thomas Schaefer: “Rwanda has great 
potential. The country is young, modern and 
hungry for individual mobility. With a package 
specifically tailored to the region comprising local 
vehicle production, new vehicle business and 
innovative mobility services, we intend to harness 
the opportunities for growth and create new 
opportunities. Rwanda can become a blueprint for 
other African and emerging market countries.”

At the centre of the project are app-based 
car sharing and ride hailing offerings that take 
individual mobility to a broader share of the 
population. The project kicks off with community 
car sharing primarily aimed at companies in the 
capital, Kigali. A ride hailing service will follow 
later this year.

On the production side, local assembly of the 
latest-generation Polo and Passat will now com-
mence with other models planned for the future. 
Initially the plan is to build up to 1 000 vehicles per 
year depending on demand and the success of the 
mobility fleet, with an annual production capacity 

of up to 5 000 units. Assembly is flexibly designed 
and can be expanded further if required.

Volkswagen will be significantly expanding 
its engagement in Africa and its long-term goal 
is to play a leading role in the emerging automo-
tive industry in Africa. To that end, the brand 
will be establishing several pillars in the region 
and pursuing rapid and flexible expansion over 
the coming years. That will lay the founda-
tion for participating in the region’s future 
growth. In addition to Rwanda, Volkswagen is 
already active in South Africa, Nigeria, Kenya 
and Algeria. Further locations are already 
being planned.

Under its TRANSFORM 2025+ brand 
strategy, Volkswagen is strengthening the regions 
and focusing on new up-and-coming markets. 
Alongside North and South America as well as 
China, the Sub-Sahara region plays an increasingly 
important role.

Commented Schaefer: “Over 60 years ago, 

Volkswagen established its first plant outside of 
Germany in South Africa and now we are the first 
in the Sub-Sahara region. Obviously there are 
some challenges, but there are great opportuni-
ties as well. By starting out with several, smaller 
operations we can learn and respond flexibly 
to developments.”

His Excellency, Paul Kagame, President of the 
Republic of Rwanda said: “Africa does not need to 
be a dumping ground for second hand cars. If you 
can pay a high price for second hand, why not pay a 
high price for something new? It is a simple choice. 
Africans, Rwandans, we deserve better. This is one 
way of showing how we can afford it. For these and 
other reasons, this promising partnership with 
Volkswagen is off to a good start.”

Volkswagen is not only seeking commercial 
success in Rwanda, but also intends to make a 
sustainable contribution to economic development 
in the region. Among other things, the brand is 
creating up to 1 000 new skilled jobs and setting up 
a qualification and training center together with 
other German companies. Employees working 
in the assembly operation have been trained by 
qualified Volkswagen instructors in Kenya and 
are ready to commence with production. Drivers 
for the mobility services will shortly be recruited 
and trained by Volkswagen and specialists in 
this field. ■

Under its TRANSFORM 2025+ 
brand strategy, Volkswagen 
is strengthening the regions 
and focusing on new 
up-and-coming markets. 

Volkswagen Assembly Commences in Rwanda

His Excellency, Paul Kagame, President of the Republic of Rwanda with Thomas Schaefer, Volkswagen Group South Africa Chairman, 
Managing Director and head of the Volkswagen Sub-Saharan region.
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After analysing millions of searches on AutoTrader 
from March 2017 to March 2018 that used the 
colour filter, SA’s largest motoring marketplace for 
both used cars and new cars has revealed which car 
colours local motorists most search for.

South Africans follow in the footsteps of 
their international counterparts when it comes 
to preferred car colours. Their favourite colour is 
white, with a whopping 55% of searches being for 
a white vehicle. Silver and black are the second 
and third most popular car colours, with fourth to 
ninth occupied by slate, grey, blue, red, orange and 
gold respectively.

While white, silver and black rule the colour 
popularity roost, local motorists are anything but 
staid and conservative when it comes to colours. 
According to George Mienie, AutoTrader CEO, it 
is fascinating to see how yellow, gold and orange 
are gaining in popularity. “Interest in these three 
colours have grown by 40%,” he reveals. The 40% 
increase pertains to March 2016 to March 2017 
versus March 2017 to March 2018.

The most searched-for car in orange was 
the Ford Ranger. In the same period, the most 
searched-for yellow car was the Volkswagen Golf, 
while the Toyota Fortuner was the most desired 
gold vehicle over this time.

Mienie says that, based on AutoTrader 
statistics, South Africans actually appear to be 
becoming bolder in their colour choices. “While 
the popularity of yellow, gold and orange is 
gaining, silver and grey are actually declining in 
popularity,” he explains.

However he says it’s unlikely that the popular-
ity of white cars will wane. “White remains a safe 

bet, and a white car is easier to sell than a car 
painted in a more unusual shade,” he adds.

South Africans follow in the footsteps of 
their international counterparts when it comes 
to preferred car colours with white topping 
the list. The 65th annual Global Automotive 
Color Popularity Report, published by Axalta 
Coating Systems, has been produced annually 
since 1953. It provides vehicle manufacturers 
with fascinating and relevant insights into 

consumer preferences to help them make 
informed colour decisions.

According to the Color Popularity Report, 
white dominates especially in Asia, where it is the 
first choice on 52% of vehicles sold in the region. 
Significantly, China has the highest usage of white 
anywhere in the world, at 62%. This same report 
shows that black is the second most popular colour 
globally, followed by grey and silver, which tied in 
third spot. ■

Which Car Colours do SA Buyers Prefer?

The VW Golf was the most searched-for yellow car from 
March 2017 to March 2018.06.27.

The most searched-for car in orange was the Ford Ranger.

When it comes to gold-coloured vehicles, the Toyota Fortuner 
was the most popular search.
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BY STUART JOHNSTON

The new Nissan Micra, launched here in early June, 
is a huge improvement over the previous model. 
The exterior styling is cutting edge and distinctive, 
with a very strongly-defined nose section and some 
interesting, swooping swage-lines on the flanks 
giving it a distinct personality.

Measuring just a fraction under four meters 
in length, the new Micra will compete in the 
upper-B segment of the hatchback market here, 
which accounts for some 15 per cent of all 
passenger sales in South Africa. Interestingly, 
Nissan is retaining the previous Micra in its line-
up in a move mirroring the likes of Volkswagen 
with its Polo Vivo option. The “old” Micro will 
compete in the entry-B-Segment at a much 
lower price, and is now known as the Nissan 
Micra Active.

The new car comes with only one engine 
choice, and that is the three-cylinder turbocharged 
898 cc petrol unit. This engine will be familiar to 
Renault Clio owners who have chosen the entry-
level model in this range. It’s a wiling unit, belying 
its size, and very smooth for a three cylinder, 
as well as being well-located in the new Nissan 
body shell.

The engine develops 66 kW and 140 Nm of 
torque and propels the Micra, weighing in at 
an impressively low 909 kg in “dry” form, to a 
0–100 km/h spring time of 12,1 seconds and on 
to a top speed of 170 km/h. Fuel consumption is 
rated by the manufacturer at 5,1 litres/100 km, and 
owners should be able to easily average a figure in 
the 6,0 litres/100 km range.

The new Micra comes in three trim variants. 
These are the Nissan Micra Visia at R233 500; the 
Nissan Micra Acenta at R257 400; and the Nissan 
Micra Acenta Plus, at R272 400. All three cars 
have the same mechanical and safety specification, 
which includes six airbags, ABS braking, EBD and 
Brake Assist, as well as ESP (Electronic Stability 
Programme) to assist the driver in control skids.

Only five-speed manual models are available 
at present.

The test drive at the launch was conducted 
in miserable wet and gale-force windy conditions 
in the Western Cape, which made assessing the 

handling and ride difficult, as we were forced 
to keep the speeds down. I liked the feel of the 
steering though, which has good power assistance 
for low-speed work but retains good feel at 
higher speeds.

I was particularly impressed with the build 
quality of the very funky interior in the Acenta 
Plus model we drove. The car comes with a large 
infotainment monitor that enables navigation 
through Apple CarPlay, as well as music, messages 
and MP3 and USB compatibility. This 7-inch touch 
screen feature is also fitted to the Acenta model.

The Aceta Plus model is identified by 17-inch 
alloy wheels, fog lights, and inside a leather 
steering wheel cover and, most noticeably, an 
orange “energy pack” which brightens things up 
considerably. This includes orange accents on 
the seats which are finished in very high-quality, 
durable material.

The boot is large for a car of this class at 300 
litres, although it contains only a space-saver 
spare wheel.

All in all, the car is very attractive and 
well-priced, and deserves to do well for Nissan. 
Incidentally, apart from using the French-
developed little three-cylinder engine and 
five-speed manual gearbox, this new Nissan Micra 
is also assembled in France! ■

The new car comes with only 
one engine choice, and that is 
the three-cylinder turbocharged 
898 cc petrol unit.

New Model

New Nissan Micra A Huge Step Forward
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New Model

BY STUART JOHNSTON

The roadster version of BMW’s i8 is one of the most 
dramatic-looking supercars ever. The butterfly 
doors and inward-curling winglets towards the tail 
light section are a masterstroke in visual excite-
ment even on the closed-roof i8. And when the 
roof is lowered, those rear buttresses evoke images 
of some of the great mid-engined racers of years 
gone by.

Apart from the drama of the new, fabric-
folding top, the Roadster (as well as its closed-top 
sibling) now comes with extra battery capacity, 
giving extra electric-only range.

The BMW i8 employs one smallish petrol 
engine and two electric motors to power it. The 
three-cylinder turbocharged petrol engine, which 
has a capacity of 1,5 litres, produces 170 kW and is 
mounted in the middle of the car, ahead of the rear 
wheels but behind the driver. One of the electric 
motors is also mid-mounted, located close to the 
petrol engine, while the second electric engine is 
mounted in the front of the car.

The petrol engine uses a six-speed automatic 
transmission that powers the rear wheels of the 
car, while the two electric motors use a two-speed 
automatic gearbox to send power to the front 
wheels. So the car is all-wheel drive, but there is not 
a direct mechanical connection between the front 
and rear wheels, only an electronic one.

The two electric engines produce a total of 105 
kW, and 250 Nm, while the turbo three-cylinder 
petrol motor produces 170 kW. BMW thus claims 
a combined output of 275 kW for this car. That’s 
at peak charge, but it should be noted that as the 
charge runs down, the power also runs down.

You can recharge the electric engines on the go 
by braking, and lifting off the throttle and coasting 
for long periods, but for full performance to be on 
tap, the car needs to have its battery fully charged 
via a wall-mounted unit that BMW will sell you 
with the car, or via a few charging points located 
at dealers and at a couple of public locations in our 
main metropolitan areas.

By supercar standards the power on tap is 
not huge, but it is very respectable, enough to give 
the car a 0–100 km/h time of 4,6 seconds and an 
electronically limited top speed of 250 km/h. It 
feels plenty quick enough by normal standards, 
and when you punch it that three-cylinder engine 
is very vocal.

BMW claims the following for energy 
consumption: Electric power consumption, 
combined: 14.5 kWh/100 km, petrol consump-
tion, combined: 2.0 litres/100 km, CO2 emissions, 
combined: 46  g/km. Electric range: 53 km

On the shortish drive that we undertook from 
Rosebank to a Pretoria BMW dealership – but 
which happily included some open-road sections – 
we would estimate that the consumption was way 
over that two-litres/100 km figure, and probably 

closer to six litres/100 km. We had the petrol 
engine engaged for about 95 per cent of the trip, 
but you can drive the car on pure electric power if 
you so desire.

The performance on the new Roadster, and the 
new Coupé, launched at the same time, has been 
up-rated by a bigger battery and electric output is 
up by 9 kW.

The soft top takes just 15 seconds to raise or 
lower at the touch of a button and can be done up 
to a speed of 50 km/h, which is useful. This car 
attracts mega-attention from other road users and 
people on sidewalks, and for full rock-star atten-
tion, raising and lowering the top is a winner.

At our lunch stop at Melrose Arch we made 
use of a permanent charging station. To top up 
here, you simply use the BMW i card that comes 
with the car, after hooking up the charging cables 
(located in the small boot) to the public charger.

The new BMW i8 Roadster costs R2 329 300, 
approximately R230 000 more than the i8 Coupe. 
The price is not inconsiderable, but when you 
consider that this car has all the looks of a supercar, 
as well as a “green factor” that will earn you huge 
kudos in globally-aware company it’s quite cheap.

And it is assembled with typically excellent 
BMW build-quality.

For now, hybrids are the way forward for a 
country like ours where there is still so much range 
anxiety. And this is the ultimate hybrid you can 
buy here right now! ■

BMW i8 Roadster – Visual Drama and Hi-Tech
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BY KIERAN RENNIE

For years, motor manufacturers have been trying 
to produce the car equivalent of the Swiss Army 
Knife. A one-size-fits-all, all-seeing, all-doing 
multipurpose wonder-machine that can carry a 
family, win races on the track, charm the opposite 
sex with its styling and gravitas and do all of this 
with bullet-proof reliably. And, let’s not forget, it 
needs to be at least somewhat affordable.

Has anyone got it right? The BMW M3 for 
example: massively competent in many areas but 
not what one would call affordable. The Golf GTi – 
brilliant, but perhaps still not premium enough for 
some. The debate will rage on ad infinitum.

If asked to describe the Renault pigeonhole, 
many South Africans will still say: “Unreliable 
with parts availability issues.” Despite the fact that 
Renault has committed substantial rescores to 
improving its product and its aftersales service, old 
opinions die hard.

Fact: Renault SA grew in market share by 
nearly 22% in 2017. Fact: While sales in 2018 may 
be down slightly, Renault say that this is due to the 
rental agencies cutting back – it’s affecting every-
one – and that their dealer channel numbers still 
look good. Clearly, there are some South Africans 
seeing something that others aren’t.

The Clio is, unsurprisingly, the French brand’s 
top seller. Locally, Clio 4 has topped the 26 000 
units mark. Renault’s RS cars – their performance 
offerings–have been hailed as giant killers and 
are preferred by many motoring experts as their 
weapon of choice in the ongoing, tit-for-tat battle 
of “World’s Best Hot Hatch”.

It was with no small amount of anticipation 
then, that I strapped myself into the brand new 
Clio RS 18 F1 and set off for a few hot-laps around 
Pretoria’s Zwartkops Raceway.

The super-responsive 1.6l turbo charged 
4-pot shoves the wee VW Polo GTi basher down 
toward turn one with grin-inducing pace. The 
Michelin Pilot Super Sport tyres and powerful 
race-bred brakes laugh at you, shouting, “Is that 
all you got?” as you brake and turn into two. 
The RS is all about mid-corner control. It’s alive 
yet forgiving. The back end moves notably when 
pushed hard through the high-speed turn four 

but it’s never a problem because the front end is 
so planted.

Later that same day, out on the public 
roads and with the RS now out of Jekyll mode, 
it becomes a car one could easily use as a daily 
driver. Comfortable, well spec’d and super safe and 
relatively fuel economical if driven patiently.

This collectors edition, built from the Clio RS 
220 EDC Trophy, celebrates Renaults 40-year-long 
F1 legacy in 2018. Is it the Holy Grail-esque answer 
to every question ever posed by the passionate, 
thinking man (or woman) motorist? No. There are 
still folks out there who are going to battle to part 
with R449 900 for a small French hatch. They’re 
not going to see the value of standard launch 
control; of 162kw and 280nm driving through an 
electronic limited slip diff; in an electronic, manual 
twin-clutch box which changes gears in less than 
120ms in sport mode; in the intoxicating sound of 
the Akrapovic exhaust; in the RS Monitor – a race 
orientated on-board computer. Even when you tell 
them that it comes with a 300 litres boot and a 5yr 
warranty, they still won’t get it. ■

We Drive

The RS is all about mid-corner 
control. It’s alive yet forgiving.

Renault SA grew in market share 
by nearly 22% in 2017.

French Army Knife

Photo: Hot Orange Media
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BY ROGER HOUGHTON

Porsche, the famous German sports car manufac-
turer, made a worldwide impact from June 8-10 as 
it celebrated the 70th anniversary of the Porsche 
356 No. 1 roadster receiving its general operating 
permit on June 8, 1948 in Germany.

Here in South Africa the local distributor 
pulled out all the stops with a most impressive 
show at Kyalami. There were more than 1 500 
Porsche cars on display, from a replica of the 
original roadster to the latest high-performance 
models. An estimated crowd of more than 4 500 
people made up of owners and their families and 
Porsche enthusiasts enjoyed a wonderful day in the 
sun, with action-packed racing on the track and 
many exhibits to view.

These celebrations also took place at all 
Porsche dealerships and distributors throughout 
the world over this weekend.

An idea of the high esteem in which Toby 
Venter and Porsche SA is held by Porsche Germany 
is the fact that a clone of the first ever Porsche 356 
Roadster was flown to South Africa to be displayed 
at Kyalami.

Porsche was fortunate to locate the original, 
70-year old car, which had been modified and 
updated as it traded hands over the years – getting 
more powerful engines and hydraulic brakes along 
the way!

Rather than restore this car the team at the 
Porsche Museum in Stuttgart chose to rather make 
an accurate clone of the original. The 356 roadster 
was scanned then superimposed on the original 
engineering drawings form 1948. A full-size model 
was cut out of a hard foam using a CNC machine. 
An aluminium bodyshell was then made off this 
buck, using the original wooden gauges to recreate 
the bodywork perfectly.

The paint was analysed and replicated, as was 
the interior trim. Sadly, it won’t ever run as it has 
no running gear installed. Instead it will remain a 
static display piece, but a very special masterpiece I 
can assure you, having seen it at Kyalami. ■

Porsche Celebrates 70th Birthday Worldwide
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BY ROGER HOUGHTON

The South African motorcycle industry is in crisis; 
sales keep falling, dealers are going out of business, 
prices continue to rise, and local regulations add 
pressure for importers. Not a happy picture.

However, the local distributors and dealers 
that are still in the game remain hopeful and 
resilient judging by the brave show they put on at 
the recent, 3rd SA Bike Festival at Kyalami. Most 
of the major brands were there, as well as some of 
the newer arrivals. Unfortunately, the current sales 
leader, BMW, decided not to support the event, 
which I am sure they will rue as it was certainly not 
a “traditional static display”, but an all-action fun 
occasion with many opportunities for interaction 
with visitors.

On the Friday morning, before the show 
opened, the organisers arranged the inaugural 
AutoTrader Motorcycle Industry Summit, which 
was very well attended and had a wide range of 
panellists giving their views and suggestions to 
grow the decreasing local market.

The crisis is very real and when one realises 
that the local market has tumbled from a high of 
84 053 motorcycles sold in 1981 to only 15 854 
units retailed last year (those that were reported 
to the Association of Motorcycle Importers and 
Distributors (AMID). It is obviously an uphill 
battle, particularly as the latest models are not only 
expensive, but comparatively complex, in part due 
to statutory regulations, so DIY servicing is not 
really an option.

Unfortunately, most members of the public 
view riding motorcycles as dangerous and few 
mums are prepared to see their young offspring 
riding off to school on a powered two-wheeler.

It is therefore, a big challenge to get more 
people–particularly the younger generation–to ride 

motorcycles and so grow the market. This is not 
easy as even an entry-level bike is not cheap and 
beyond the budgets of most younger people.

George Mienie, the CEO of Auto Trader, 
which is the new sponsor of the SA Bike Festival, 
provided plenty of statistic from surveys conducted 
by his company, which is going to put more focus 
on buying and selling motorcycles online in 
the future.

He said that motorcycle riders in SA are 95% 
male, 66% white, 19% black, 10% coloured and 5% 
Asian, so the big focus will be on getting women 
and black people to ride motorcycles and scooters, 
which are becoming more attractive as commuters 
as the price of fuel rises astronomically.

Small capacity motorcycles are a staple form 
of personal transport in many Asian and certain 
African countries, but here in South Africa there 
are few people who use powered two wheelers for 
commuting and personal freedom.

There are now plans to promote motorcycles 
as affordable commuters in both urban and rural 
areas, while Seipei Mashugane, the so-called “Biker 
Queen” and an ambassador for the Bike Festival, is 
confident she will continue to grow the number of 
women riding powered two-wheelers.

I fortunately lived in the era of the 50cc moped 
or buzzbike, using my first powered two-wheeler 
(a Victoria or Vicky) with “help-my-trap” pedals 
and a bicycle-style rear brake, for riding to school 
in 1957 at the age of 15 with only a bicycle licence 
required for my Vicky, which cost me R45 to buy!

The Vicky was followed by a Puch and then 
one of the first Honda C50 step-throughs sold by 
Shimwells in Pretoria. As time moved on these 

small capacity bikes required a motorcycle licence 
and the minimum age limit was set at 16 while 
safety helmets later became obligatory. I can’t 
imagine how my life would have been without my 
personal freedom; I even rode the Honda from 
Pretoria to the Drakensberg with a friend on his 
BSA Bantam.

There were large numbers of us schoolboys rid-
ing 50cc machines as commuters in those days and 
there was a wide selection of models from which 
to choose. Fuel consumption was minimal (20c a 
week for a tank of petroil fuel for the Vicky!) and 
many graduated to larger machines and scooters, 
although I moved on to cars. In my later years I 
have become a keen fan of classic motorcycles and 
still own a 1963 Triumph Bonneville.

The authorities later lifted the minimum 
engine capacity for motorcycles in SA from 50cc to 
125cc and this signalled the beginning of the end 
for motorcycles as transport to and from school as 
they were comparatively expensive, and parents 
tended to see them as dangerous with their more 
powerful engines.

Motorcycle sales started to fall, and the trend 
hasn’t changed. The industry has also had to deal 
with several regulatory challenges such as local 
homologation and the ban on the importation of 
more affordable, used motorcycles has also hobbled 
the industry.

Although the intentions of the group at the 
stakeholders’ summit was positive it remains to 
be seen if the huge benefit of freedom of mobility 
becomes a reality in south Africa again and 
results in growth in the sales of motorcycles 
and scooters. ■

The writer on his 50cc Vicky moped ready 
to ride to school in the 1950’s

The Auto Trader Motorcycle Industry Summit in session at the SA Bike Festival 
at Kyalami.

SA Motorcycle Industry in Crisis
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Working Wheels

FAW SA has made a concerted effort to set 
industry-leading aftersales benchmarks to which 
its dealers and branches have to adhere. As a result, 
all FAW dealers are operating at a higher level than 
ever before.

While FAW SA’s efforts have culminated in a 
comprehensive programme of action to standard-
ise its dealer operations and after-sales depart-
ments, including parts, service and warranties 
nationwide, it believes that customer satisfaction is 
the ultimate indicator of where it stands.

Over the last two years specifically, FAW SA 
has therefore meticulously developed industry 
standard criteria, which embody dealer and branch 
facilities and the proper management thereof. It 
has also developed a reporting structure in order to 
measure and better manage the performance of its 
South African dealers and after-sales departments.

FAW SA has also introduced processes to 
increase dealer stockholding and quicken parts 
supply. Simultaneously, it is busy introducing FAW 
TQC (Total Quality Care) in South Africa.

TQC is a worldwide programme that was 
launched two years ago by FAW in China. It is a 
framework and umbrella brand that represents all 

of the initiatives being done in the FAW aftersales 
environment globally. FAW dealers in South Africa 
will need to be accredited by FAW SA in order to 
reach TQC level. 

To this end, various training and technical 
improvement courses, ranging from beginner to 
advanced in difficulty, have been implemented by 
FAW SA over the last year. Furthermore, all FAW 
technicians are required to attend certain service 
courses to fast-track their technical development.

Central to this process is the overall customer 
experience, part of which includes the training 
of technicians, which culminated in the FAW 
National Service Technician Competition.

Held in February, the biennial event was won 
by FAW technician Martin Fick.

The competition was aimed at the FAW 
dealer network, including Botswana and 
Namibia with the intent to find the best three 
technicians and workshop managers the 
company has, before developing them further by 
sending them overseas.

Assessment of the competitors was done 
during classroom and practical exercises, with 
technicians scored on their fault finding and fault 

fixing proficiency. The competition was designed 
to mirror what happens inside FAW dealerships on 
a daily basis.

The overarching idea is to motivate FAW 
technicians, while improving their ability to 
find and fix problems on customer vehicles in a 
practical manner. The competition further sought 
to motivate workshop managers to increase the 
scope and frequency of technical training offered 
to staff. ■

FAW SA Makes Big Strides in 
Aftersales Customer Satisfaction

Martin Fick, the 2018 FAW Top Technician 
of the year.

Participants in the 2018 FAW Top Technician competition.
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The NAAMSA automotive conference, titled Paths 
to the Future will be an important feature of the 
2018 South African Festival of Motoring, which 
will be staged at the Kyalami Grand Prix Circuit 
and International Convention Centre in Midrand 
from 31 August to 2 September.

The conference has a star-studded speaker 
line-up and will, arguably, be the most important 
motor industry conference to be held in South 
Africa as it comes at a time when the government 
is due to announce a new development programme 
for the local motor industry.

The Motor Industry Development Programme 
(MIDP), launched in 1995, which was superseded 
by the Automotive Production and Development 
Programme (APDP) in 2013, have been the 
successful drivers behind the huge strides made 
in the growth of all aspects in the South African 
motor industry in the past 23 years. Now the 
industry is waiting for the announcement of the 
new programme which is due to come into force in 
2020 and carry through to 2035.

The date of the announcement of the post-2020 
programme is not yet known, but the timing of 
the NAAMSA Automotive Conference means 
that it is likely to be close to the anticipated date. 
In addition, Dr Rob Davies, the Minister of 
Trade and Industry, is a keynote speaker at the 
NAAMSA Conference. His address is titled “Post 
2020 automotive policy regime”, so this could be 
an ideal opportunity for him to make important 
pronouncements about the short- and medium-
term future of the local industry.

The topics for the conference are divided into 
three broad headings, which are all important to 
stakeholders in an industry that is going through 
the widest-ranging changes in its history of 
more than 120 years. The first being a “Focus 
on post-2020 policy framework”. This will be 
followed by “Focus on Africa and regional market 
development,” while the third heading is “Focus on 
technology and mobility.”

An international speaker who is certain to be 
a major drawcard is South African-born Johan de 
Nysschen, who recently resigned his post as head of 
the Cadillac luxury car division of General Motors 
in the United States.

De Nysschen, who started his career 
working for BMW in South Africa, previously 
headed up Nissan’s luxury car division, Infiniti. 
Previous postings included president of Audi 
Japan, so he has had the opportunity to gain 
extensive, high-level international experience 
in all aspects of the motor industry. There is 
sure to be great interest as he tackles the topic 
of driving automotive revolutionary change led 
by consumer mobility shifts and technology 
driven trends.

Among the other speakers will be: 
Dr Alec Erwin, chairperson of Ubu Investment 
Holdings and a former Minister of Trade and 
Industry; Andrew Kirby, president and CEO of 
Toyota SA and current president of NAAMSA; 
Justin Coetzee, CEO of GoMetro; Thomas 
Schaefer, chairman and managing director 
of Volkswagen South Africa and Chairman 
of the African Association of Automotive 
Manufacturers, Martyn Davies, managing direc-
tor of Emerging Markets and Africa at Deloitte, 
and Azar Jammine, director, and chief economist 
at Econometrix.

Conference tickets can be purchased online at 
https://itickets.co.za/register/new/400320. A full 
conference programme and list of speakers can 
be viewed at https://safestivalofmotoring.com/
naamsa-conference-and-speakers. ■

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

digital

Motor industry stalwart 
Johan de Nysschen.

Dr Rob Davies, the Minister of Trade 
and Industry.

NAAMSA Conference Focusses on Mapping the Future

... it [The NAAMSA automotive 
conference] comes at a time 
when the government is due to 
announce a new development 
programme for the local 
motor industry.
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Nico Vermeulen, the Executive Director 
of the National Association of Automobile 
Manufacturers’ of South Africa (NAAMSA), will 
cover aspects of the broader automotive industry’s 
past performance as the foundation for growth and 
development in the medium to longer term when 
he addresses delegates at the Cape Automotive 
Forum on 17 October 2018.

The two-day conference, which is supported 
by Automechanika and organised by Messe 
Frankfurt South Africa, takes place at the Cape 
Town International Convention Centre on 17 
and 18 October, alongside a co-located exhibition 
of automotive aftermarket products and service 
providers as well as commercial vehicles.

Vermeulen’s presentation will include a focus 
on doing business in Africa and the opportunities 
for growth that exist in South Africa’s neighbour-
ing countries.

Vermeulen, who was appointed Director of 
NAAMSA in 1982, is the ideal person to make such 
a presentation. He has walked the long road with 
the industry as it rose from being an industry with 
a total domestic focus until the current situation 
where it exports more than half its annual produc-
tion to destinations all around the world.

In addition, Vermeulen enjoys a wide-ranging 
view of business in general in South Africa as he 
serves on a number of relevant organisations, 
ranging from the SA Chamber of Commerce and 
Industry to NEDLAC, Business Unity SA and the 
Motor Industry Development Council.

A topic that is related closely to that of 
Vermeulen is the state of the South African 
economy and its effect on the automotive sector. 
Econometrix’s view of the economy will be 
presented by one of its economists, Jeffrey Dinham. 
He focuses on in-depth research, reporting and 
analysis of the macro-economic environment 
with specific attention being paid to consumer-
impacting variables.

Unemployment is linked closely to the health 
of the economy and here the organisers of the Cape 
Automotive Forum have obtained the services of 
Dr Florus Prinsloo, who is the lead in the Western 
Cape Government’s Apprenticeship Game 
Changer programme, to give his views on this 
subject. Born in Kenya, Prinsloo has been involved 
since 2004 with skills development after a previous 

career in marketing and sales in the private sector 
mining industry.

He will speak on the way in which the Western 
Cape Government is ensuring there are sufficient, 
appropriately-qualified technical and vocationally 
skilled people in the province to meet the needs of 
prioritised economic growth areas.

There is ongoing talk as to whether or not 
electric vehicles will become a significant part 
of the vehicle mix in South Africa in the short 
to medium term. The organisers of the Cape 
Automotive Forum have obtained the ser-
vices of Hitten Parmer, who is the director of the 
national electric mobility programme’s mandate of 

multi-stakeholder engagements across the public 
and private sector, to talk on this subject. He will 
discuss global activity in the field as well as the lat-
est technological advancements and South Africa’s 
enabling activities across the emerging industry.

The delegate cost to attend the Cape 
Automotive Forum is R1 500 for one day or R1 950 
for both days. Seats are limited. You can book your 
delegate pass online at:
www.capeautomotiveforum.co.za. 

Should you be interested in booking a stand or 
have queries regarding conference tickets, contact 
Tracy Gounden, at:
Tracy.Gounden@za.messefrankfurt.com. ■

Big Hitters to Speak at Cape 
Automotive Forum

Events

Nico Vermeulen, the Executive Director of the National Association of Automobile 
Manufacturers’ of South Africa (NAAMSA)
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1000 Bike Show
This popular annual event will take place at the 
Germiston Sports Club on Saturday, June 30, and 
July 1. This will be the second year that the 1000 
Bikes Show will be held at this venue after previ-
ously having been located at the Germiston High 
School for many years.

The Classic Motorcycle Club’s 1000 Bike Show 
has grown from humble beginnings as a small 
display at the Johannesburg Carlton Centre in 1985 
to what is now, arguably, the largest, dedicated 
classic and customer motorcycle show in Africa.

Chief organiser and club chairman, 
Rusty Thorns, says he expects more than 400 

motorcycles to be on show, while there are 
always a host of interesting models ridden to 
the show by visitors which can be viewed in the 
parking area.

Triumph, which is currently being re-estab-
lished in South Africa as a standalone company 
under a new distributor, will once again have a 
prominent stand of old and new models. Brad 
Anassis is displaying his track and drag racing 
teams and the Suzuki Katana club members will 
display more than 20 of these iconic machines.

There will be more than 100 trade stalls, 
with many of them offering food and drinks, 

while the popular Backbone band will again 
provide entertainment.

Concours d’Elegance competitions for custom 
motorcycles (Saturday) and the classics (Sunday) 
will take place, with winners being announced at 
14:00 on the Sunday.

Entry fee is R80 per person with under 16’s 
coming in for free. Gates open at 08:00 and close 
at 17:00.

The Germiston Sports Club is one the corner 
of Vimy Ridge and Webber Roads in Germiston. 
(Co-ordinates:–26.228522/28.168661). ■

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

Cars in the Park
Partinform will be the biggest exhibitor at 
this year’s Cars in the Park, to be staged by 
the Pretoria Old Motor Club at the Zwartkops 
Raceway from 08:00 on Sunday, August 5. The 
Partinform display will target visitors to the show 
who are involved in DIY vehicle servicing and 

repairs and will have a wide range of products 
on show.

Chief organiser Frik Kraamwinkel says he 
has bookings from 120 clubs to display classic and 
vintage vehicles at this show, which is the largest 
one-day event of its kind in South Africa. There 

will be other commercial exhibitors as well as an 
art and craft market, flea market and extensive 
food and drink stalls.

Admission price is R100 for adults with no 
charge for children under 12. ■

TruckX 2018 is Around the Corner
With a new headline sponsor, new industry 
partnerships and new events in parallel, TruckX 
2018 is set to surpass the record-breaking sup-
port it received last year. The event takes place 
on July 11 and 12 at the Kyalami Grand Prix 
Circuit, Midrand.

Global energy group Shell has taken headline 
sponsorship for this year’s event. Commenting 
on this exciting news, Bongani Motloung – Sales 
Manager of Shell South Africa, says: “We believe 

that TruckX and FleetX are invaluable industry 
events. Shell South Africa is proud and delighted to 
have been afforded the opportunity to be one of the 
headline sponsors for 2018.” 

One of the components of the event will 
again be the popular TruckX conference aimed 
at owners and operators of trucks and heavy 
vehicles. Offering a diverse menu of topical issues 
addressed by industry experts, topics on this 
year’s agenda include: the Challenges of Running 

Big Commercial Fleets, Connectivity in the 
Commercial Vehicle Space, as well as Getting the 
Most from Commercial Vehicle Tyres.

The FleetX Conference, which takes place 
on July 12, focuses on issues affecting passenger 
and light commercial vehicles. This year’s line-up 
includes the Future of Dealerships, Vehicle Safety, 
as well as Connectivity in Transportation. For 
more information, visit: 
www.truckx.co.za. ■
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