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Rapid technological advancements in the 
global manufacturing landscape have changed 
the way in which manufacturers function – from 
product design and development, to production 
optimisation, to techniques selected to penetrate 
new markets and deliver products to customers. 
Interest and investment in disruptive technologies 
have increased significantly in recent years, with 
a handful of local firms in the automotive sector 
embracing these technologies.

Shatterprufe is one of these companies. 
Located in the automotive component manufac-
turing hub of Port Elizabeth, it is the only local 
automotive glass manufacturer which has the 
capability to supply the global automotive Original 

Equipment Manufacturers (OEMs) assembling 
vehicles in South Africa.

With four million pieces of glass being manu-
factured annually, and an almost equal revenue 
split across the three markets of OEM, local after-
market and the export aftermarket, Shatterprufe is 
in a unique position to pursue advanced manu-
facturing technologies to optimise their product 
development and manufacturing processes.

Dave Coffey, Managing Director of 
Shatterprufe and National Association of 
Automotive Component and Allied Manufacturers 
(NAACAM) president, is one of these early adop-
ters. “For Shatterprufe, it is critical to get to the 
aftermarket early with new products that comply 

with the stringent quality standards of the OEM’s”, 
explained Coffey.

Typically, Shatterprufe will buy an OEM 
product in Europe, should the vehicle not be 
sold locally, bring it to South Africa, develop the 
computer aided design (CAD) drawings, and 
then produce the part which will then be sent to 
the international client for approval. Through 
exploring new scanning technologies, Shatterprufe 
will receive a 3D scan of the product, convert this 
into a CAD file and commence development and 
manufacturing, which could include the 3D print-
ing of the checking fixture. The developed part 
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will be scanned and sent to the client 
for approval.

For Shatterprufe, this technology 
can minimise the sample delivery 
time by four to six weeks.

“We can reduce substantial time 
in the product development process 
and therefore reduce lead times to 
market significantly. We are also 
prototyping and using this scanning 
technology for sample approval of 
components for glass as well. We 
expect to see a full roll-out of this 
technology by the end of 2019”, said 
Coffey. He explained that the key 
advantage provided by the technol-
ogy is that it allows his company to 
get to the market first, and to secure 
both the local and export aftermar-
ket volumes.

According to Coffey, the South 
African Automotive Masterplan 
(SAAM) includes ambitious 
growth targets for the sector over 
the medium- to long-term. Some 
of this growth will result from 
the investment in these advanced 
manufacturing technologies. “I can 
foresee these technologies facilitating 
competitiveness which will enable 
the growth we need,” he said.

He also suggested that as 
organisations are always looking 
for opportunities to grow, and if 
these technologies are relevant and 
provide clear benefits, the industry 
will willingly embrace them. His 
experience has shown that people 
generally embrace technologies once 
they have seen them being demon-
strated, where the technical merits of 
the technology are clearly outlined. 
However, and more importantly, 
the benefit of partnering a client in 
developing new technology should 
not be underestimated.

To support this, in 2019, the 
NAACAM Show will introduce 
an innovative approach to profil-
ing automotive technologies and 

innovations through the hosting 
of technical demonstrations. For 
the first time, exhibitors will have 
the opportunity to host 20-minute 
technical demonstrations in the 
NAACAM Show’s purpose-built 
Media and Demonstration Centre. 
Automotive component manufactur-
ers and technology partners will 
be encouraged to present a case 
study or conduct a demonstration 
on a key technology or innovation 
which supports the NAACAM Show 

conference themes, with an explicit 
focus on the future of manufacturing 
in the automotive sector. This will 
be followed by an informal question 
and answer session where delegates 
will have the opportunity to seek 
clarity or advice on the technologies, 
for their own operations.

“These demonstrations will 
provide unique insight for compo-
nent manufacturers to gain access 
to practical, hands-on examples of 
innovative technologies, as well as 
provide a platform to stimulate a 
dialogue around integrating technol-
ogy into the automotive sector,” 
concluded Coffey.

The NAACAM Show is 
scheduled to take place from 12 to14 
March 2019 at the Durban ICC. 
More information is available at 
www.naacamshow.co.za. ■
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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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Editor’s Note
This month’s issue of 
AutoLive is jam-packed with 
interesting reading material, 
covering a wide range of top-
ics pertaining to the automo-
tive and related industries.

Our lead article is a very 
topical one. According to 
NAACAM rapid technologi-
cal advancements in the global manufacturing landscape 
have changed the way in which manufacturers function. 
And although interest and investment in disruptive 
technologies have increased significantly in recent years, 
the automotive sector needs to fully embrace it in order to 
secure a prosperous future. We take a look at a successful 
local example.

The automotive industry has traditionally been a boys’ 
club, but women and people of colour are entering the ranks 
in droves. Some naysayers are worried that employee equity 
hires are going to be the death of the industry. Luckily, 
research is showing that the opposite is true and we tell you 
why Gumtree Auto is of the opinion that the entire industry 
can benefit from transformation.

Speaking of transformation, Bid4Cars is proving that 
there is a viable and highly successful alternative to vehicle 
auctions. By going online the company provides a hassle-
free platform for dealers to not only source, but also dispose 
of pre-owned stock. We bring you the low-down on how 
it works.

Body repairers are a dime a dozen but not all are equally 
trustworthy and reputable. Lightstone have used data 
gathered over many years to reveal who South Africa’s best 
panel beaters are. The full list is in this month’s AutoLive.

We also unpack the rise of connected cars and Artificial 
Intelligence, as well as how the role of the traditional retail 
professional is changing to keep up with the demands of the 
modern customer.

This month AutoLive introduces you to South Africa’s 
very own Ford Blue Family, three generations with petrol 
running in their veins. We also reveal how one Swedish 
family plays a major part in providing lustre to a renowned 
supercar brand.

As always we endeavour to bring you news from and 
the opinions of many important role players in the local 
industry and we trust you will find the content of these 24 
pages both informative and entertaining.

Liana Reiners,
Editor
liana@autolive.co.za

To advertise in  contact

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

Overall vehicle sales in South Africa in 
June totalled 46 678 units, which was a 3% 
improvement on the number of vehicles sold 
in the corresponding month last year, but 
built-up vehicle exports slumped by 15.2% 
to 26 790 units in the month.

However, on a year-to-date basis at 
the midway point in the year, total vehicle 
sales of 267 427 units lags the figure at the 
same time last year by 0.8%. YTD exports at 
152 841 units is 1.5% lower than the 155 237 
units exported in the first half of 2017.

Overall, out of the total reported 
industry sales of 46 678 vehicles in June, an 
estimated 82,5% represented dealer sales, 
an estimated 11% represented sales to the 

vehicle rental Industry, 3,7% to industry 
corporate fleets and 2,8% to government.

The June new car market, at 29 886 
units, registered a marginal improvement 
of 4,4% compared to June last year. On 
the back of fleeting replenishment, the car 
rental industry contribution recovered 
substantially by 15,1%.

Domestic sales of new light commercial 
vehicles, bakkies and mini buses, at 14 
261 units declined during June by 0,4% 
compared to the 14 319 light commercial 
vehicles sold during the corresponding 
month last year.

Improvement in 
Vehicle Sales, but 
Slump in Exports

continued on next page 
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Monthly automotive news to and from Africa

Mercedes-Benz SA continues to provide 
only aggregate sales and export figures by 
category, without a model breakdown, but its 
total sales of only 76 light commercial vehicles 
obviously includes sales of its much-anticipated 
X-Class luxury pick-up range, which was given 
one of the biggest new model launches in 
recent times.

This is another disappointment for the 
German thrust into the local bakkie market, where 
Volkswagen continues to battle for market share 
with its Amarok, which has been on the market 
since 2012. Last month Amarok sales totalled 
only 314 units, while the Nissan Navara, on which 
the Mercedes-Benz X-Class is based, continues 
to struggle too, with only 126 units sold. This in 
a June market where the Toyota Hilux had 3 936 
sales, Ford Ranger sold 2 613 units and the ageing 
Isuzu KB found 1 372 buyers.

Sales in the low-volume medium and heavy 
truck segments of the industry reflected a 

mixed picture and at 731 units and 1 800 units, 
respectively, recorded a decline of 2,9%, in the 
case of medium commercial vehicles, and, in the 
case of heavy trucks and buses, an improvement 
of 10,1% compared to the corresponding month 
last year.

NAAMSA says that the improvement in 
domestic sales, particularly new car sales, was en-
couraging given recent weak economic growth and 
investment numbers. It appeared that improved 
business and consumer confidence had supported 
the new car market. However, the decline in the 
leading indicator of the Reserve Bank over the 
past two months suggests a challenging economic 
environment going forward.

Normally new vehicle sales during the second 
half of a calendar year tends to show improve-
ment on first half sales and this reinforced 
NAAMSA’s expectations of a modest annual 
improvement in 2018 domestic sales volumes 
compared to 2017.

NAAMSA continued to project growth in 
export sales over the balance of the year.

However, the industry’s export performance 
was likely to be affected by current protectionist 
policies in the United States which has increased 
the risk of a global trade war and this could 
impact on international trade flows, including 
vehicle exports.

WesBank’s View

WesBank’s Executive Head for Sales and 
Marketing, Ghana Msibi, says that the country’s 
leading finance house is still confident that the 
overall vehicle market for 2018 will be close to its 
forecast of annual growth of 0.75%, made at the 
unveiling of the 2018 Car of the Year.

Msibi agrees with NAAMSA that sales in the 
second half of the calendar year should be higher 
than in the first six months. “Consumers are gener-
ally more cautious with big ticket purchases early 
in the year, often because of lingering December 
spending hangovers,” said Msibi. “Shorter months 
and fewer working days, due to public holidays 
over the first six months, also contributed to less 
sales activity over the 2017 figure.” ■

 continued from previous page

There has been a 5.6% rise in the number of 
built-up vehicles exported from South Africa into 
other African countries in the first half of 2018, 
compared to the first six months of 2017. This year 
11 503 units have gone into the African continent 
between January and June, compared to 10 888 
units during same period last year.

However, the latest half-year figure is still very 
poor when one realises that in 2015 Toyota alone 
shipped 11 770 units into Africa, which is more 
than the total for 14 exporting companies this year.

Toyota only exported 4 506 units into Africa in 
the first half of 2018, but it is still a clear leader on 
this front, with runner-up Nissan shipping 3 026 
units. The only other companies to ship more than 
1 000 units so far this year were Isuzu (1 670) and 
Ford (1 273). Volkswagen, which is still a fledgling 
in this export market, shipped 18 units to Kenya in 
this period, but it has announced ambitious plans 
to become a far bigger player.

Ghana was again the most popular destina-
tion for these exports, taking 1 775 units. Next 
best was Kenya (1 502), followed by Zimbabwe 
(1 492) and Zambia (1 278) and these were the 
only companies to break the 1 000-unit barrier. 
Other significant countries buying new, built-up 
vehicles from SA were: Mauritius (808), Tanzania 
(661), Mozambique (623), Nigeria (333) and the 
Ivory Coast (258).

June was a fairly good month for the African 
exporters, with a total of 2 242 units being shipped, 
which was 14% higher than in the corresponding 
month in 2017. Toyota had the lions’ share of this 
total, with 883 units, followed by Nissan (465), 
Isuzu (403) and Ford (250).

Zimbabwe, which took 428 units was the 

best market and probably reflects the improv-
ing economic climate in that country. Next 
best was Kenya (269), followed by Ghana (232), 
Mauritius (216), Zambia (215), Mozambique (127) 
and Tanzania (150), with these being the only 
companies to ship more than 100 units into Africa 
last month. ■

Slight Rise in Exports of Built-Up Vehicles into Africa
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BY NUNBEN DIXON 
HEAD OF GUMTREE AUTO: 
OPERATIONS

The automotive industry has traditionally been a 
“boys’ club”, but women and people of colour are 
entering the ranks in droves. Some naysayers are 
worried that “employee equity” hires are going to 
be the death of the industry. Luckily, research is 
showing that the opposite is true.

Affirmative action is not a popular term in 
any industry, which is why I much prefer the 
phrase transformation. Everyone can benefit from 
a transformed organisation, including non-AA/
EE employees.

The reasons are simple. Our customers are 
transforming. There is a rising black middle- and 
upper class. Internet poverty in black communities 
is shrinking with access to Wi-Fi and decreasing 
data and device costs and new consumers are 
searching for cars on line. The gender pay gap 
is narrowing.

How well do you understand markets outside 
of your own demographic? Our own TNS research 
showed that in regions like the Western Cape, 

more women are buying cars than men. Young, 
up-and-coming buppies (black urban profession-
als) prefer buying from dealerships rather than 
privately, because they would like a more premium 
experience. Do you understand the reasons behind 
the trends? Do you have a game plan for reaching 
those consumers?

Certainly it’s easier to gain insight into 
communicating with, targeting and selling to 
customers if you have inside information on their 
preferences and motivations. A 2017 study by 
Harvard Business Review also found that diverse 
groups avoid the pressure to conform that homog-
enous employers tend to suffer from – the desire 
to fit in with one’s peers make employees reluctant 
to stick their necks out and suggest changes to the 
status quo. Deloitte found that diverse organisa-
tions’ ability to innovate increases by 83% and 
can make decisions 60% faster than non-diverse 
teams; McKinsey published a report that diverse 
executive-boards are 35% likelier to financially 
outperform the industry medians.

Diverse teams also enjoy greater staff reten-
tion, satisfaction and brand recognition – if it’s 
done right. Here are a few guidelines for becoming 
more diverse and inclusive:

 ■ It has to be genuine. Employees should 
not be hired to fill a quota or to be trotted 
out for PR purposes – employees have to 
feel included and accepted for diversity 
to be true. It doesn’t start from top-down 
leadership, it happens at every level.

 ■ Accept that disagreements will happen, 
and it won’t be a bad thing. We tend to 
hire people that 
we are compatible 
with, often people 
that look like us 
but also people that 
think like us. It 
does the company 
a disservice. A 
millennial that 
grew up with 
Uber and global 
warming scares 
sees car ownership 
differently than a 
baby boomer, who 
grew up seeing a car 

as a status symbol. Both markets are vitally 
important for success. Accepting different 
mindsets and opinions might lead to clashes, 
but it will also lead to new insights.

 ■ Be self-aware and lead with empathy. It’s 
important that employees feel like they 
belong and feel that they are heard. Simply 
checking in with your employees, listening 
when they speak and keeping an open mind 
can contribute to employee motivation and 
wellness.

 ■ Set KPIs and get buy-in early on. Brainstorm 
ideas for becoming more inclusive with your 
team early on and ask for recommendations. 
It is important that no employee feels like a 
“diversity hire” – and the only way to do that 
is to set strict KPIs for each employee, and 
to stick to them. If everyone is measured by 
the same yardstick and accountable for their 
performance, no one can complain that they 
are being treated unfairly.

We need to start looking at the benefits of transfor-
mation and what it can bring to the organisation, 
because if we do, we won’t transform unwillingly.

By adding more diverse individuals to our 
teams, we gain new insights into new markets and 
customers – and new sources of revenue. ■

Transformation Will Save the 
Automotive Industry, Not Kill It

Opinion

Nunben Dixon, Head of Gumtree Auto: 
Operations.
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Vehicle auctions are by no means a new phenom-
enon in South Africa. And while it can be a rather 
tedious and time consuming process, for many 
dealers it remains a popular and proven platform 
for not only acquiring but also selling pre-owned 
vehicle stock.

Bid4Cars, founded in 2008, provides an inno-
vative alternative to traditional vehicle auctions by 
offering an online dealer to dealer auction platform 
to not only source but also dispose of vehicles. 
“In fact, even fleet managers will find Bid4Cars a 
quick, no-fuss medium for selling vehicles come 
the time to do so,” explains Bid4Cars manager 
Mike Scarth.

Bid4Cars is one of a handful of companies that 
form part of the C2 Group, a holding company that 
has more than 30 years’ experience in motor and 
motor related businesses, including vehicle import-
ing, distribution and retailing, insurance, finance, 
marketing, IT solutions and more. Providing 
diverse offerings, each company is operated and 
managed independently and are designed to 
improve customer business efficiency.

Efficiency is indeed the name of the game at 
Bid4Cars. To be able to participate in auctions 
dealers need to sign up on www.bid4cars.co.za 
and provide all the usual business information 
such as VAT number and business registration 
documents. Once login details have been provided, 
registered users can manage their profile online.

There are two main user types on the Bid4Cars 
platform: buyers and buyer/sellers.

Auction buyers receive a daily e-mail to notify 
them of the vehicles available on auction. These 
users also receive SMS updates on their bids and 
are notified via e-mail if they hold the successful 
bid on a vehicle.

In order to be a seller on the Bid4Cars 
platform, one must be VAT registered and be active 
on the system for at least three months. Registered 
and approved sellers can load stock onto Bid4Cars 
through an App, which also enables users to 
upload images of the vehicle.

Auctions are held daily, from Monday to 
Saturday, and end at 14:30 each day.

Says Scarth: “There is no fee charged for 
participating in auctions but sellers pay a tiered 
commission to Bid4Cars. No buyers commission 
is charged on cars bought and sellers are only 
invoiced for each successful sale and not per 
vehicle loaded. So it really is a very cost-efficient 
way for dealers to dispose of or obtain pre-owned 
stock. We are understandably proud of the fact 
that 80 per cent of the vehicles loaded onto 
Bid4Cars are sold. In fact, around 1 000 vehicles 
are successfully auctioned on the Bid4Cars 
website every month.”

The Bid4Cars team believes that a positive 
user experience and effective reputation manage-
ment are key to a successful platform. To this 
end buyers are able to rate sellers and vice versa, 

ensuring that auction participants have the peace 
of mind of knowing that they are dealing with 
reputable parties.

An added benefit of the Bid4Cars site is the 
electronic valuation platform, which is available 
at a fee of around R575 per dealership per month. 
This service includes updated trade and retail 
figures as well as new list prices and is a useful 
guide when bidding on a vehicle.

The valuation system replaces the traditional 
manual paperwork by virtue of digitalisation and 
keeps a record of all customers who have their ve-
hicles evaluated at the dealership. This enables the 
dealership to analyse their trade-in activities and 
provides insight into their general prices offered 
to prospective customers versus what the industry 
offers. Essentially this system provides detailed and 
analytical reporting.

“Bid4Cars has proven itself as a leader in the 
dealer-to-dealer online space and consistently 
wholesales more than 12 000 vehicles per year, 
making it the ideal tool for sellers to improve 
their profits. We are continuously looking at 
ways of improving and expanding the platform 
to ensure that we deliver the best possible service 
and experience to our users. Watch this space!,” 
concludes Scarth.

For additional, please visit
www.bid4cars.co.za or contact Mike Scarth at 
mikes@bid4cars.co.za ■

Auctions are held daily, from 
Monday to Saturday, and end at 
14:30 each day.

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

Daily Online Auctions the Way of the 
Future for Pre-owned Vehicle Dealers
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For the past 15 years Lightstone Consumer has 
been measuring customer satisfaction for the 
premier motor body repairers in South Africa. 
The company processes over 40 000 vehicle repair 
records every month and rates repairers on their 
professionalism and reliability, as well as how cour-
teous and friendly they are towards clients.

Until recently of the biggest challenges in 
ranking any product or service was that the data 
used to construct the ratings can be quite variable 
in terms of sample sizes. One product may only 
have been reviewed by a handful of customers, 
where another product may already have thou-
sands of reviews. Intuitively, as well as statistically, 
the rating obtained from the sample with the 
higher number of reviews is more trustworthy 
than the sample with only a handful of customers. 
This problem has been successfully addressed by 
making use of Bayesian statistical methods and 
multilevel models and is today used by leading 
businesses such as Amazon and Google for their 
product and service review ratings, IMDb for their 
Top Movie rankings, Microsoft for their TrueSkill 
video game player rankings and Glicko chess 
player ratings.

Lightstone Consumer has applied these meth-
ods to the data gathered, over many years, for more 
that 700 panel beaters in South Africa. This has 
resulted in ratings and rankings across multiple 
dimensions that are accurate, stable and trustwor-
thy. Henceforth these ratings and rankings will be 
updated every three months. 

So who are the best panel beaters in South 
Africa right now? ■

Awards and Accolades

Best Panel Beaters in SA Revealed

Top 10 Overall

1. CBS Body Works

2. Smith and Santos Woodstock

3. President Panelbeaters

4. Modern Collision Repair Centre

5. Palace Panel and Paints

6. Burnco Panel

7. T & J Panelbeaters

8. International Panelbeaters

9. Park Panelbeaters

10. Brighton Body & Spray

Top 5 in Gauteng

1. T & J Panelbeaters

2. International Panelbeaters

3. Park Panelbeaters

4. Tava Panelbeaters

5. Hylton Woodhead Panelbeaters

Top 5 in Western Cape

1. CBS Body Works

2. Smith and Santos Woodstock

3. Burnco Panel

4. Brighton Body & Spray

5. Ryans Autobody Repairs

Top 5 in Eastern Cape

1. Auto Trust Body Repairs

2. Bruno’s Panelbeaters

3. Humansdorp Dent Removers

4. Techno Dent

5. Dunet Motors

Top 5 in KZN

1. Palace Panel and Paints

2. Carman Panelbeaters

3. Shalom Auto Body Repair

4. Margate Panelbeaters & Refinishers

5. Brian Day Panel Beaters Pty Ltd

Top 5 in OFS

1. Triomf Panelbeaters Bloemfontein

2. Technicolour Sprayshop

3. Olympic Panelbeaters

4. Kroon Paneelkloppers

5. TC Panelbeaters

Most likely to Fix the Car Right the First Time
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Top 10 Overall

1. Park Panelbeaters

2. Margate Panelbeaters & Refinishers

3. Harveys of Durban

4. SMG Umhlanga ARC

5. Classic Panel Beaters

6. Giorgio Express Auto Body Repairs

7. Brighton Body & Spray

8. Hillcrest Panel Beaters Trust

9. Freds Auto Body cc

10. BB Autobody Rebuilds cc

Top 5 in Gauteng

1. Park Panelbeaters

2. Freds Auto Body cc

3. Cranbourne Panelbeaters

4. Protech Panelbeaters

5. Estate Panelbeaters CC

Top 5 in Western Cape

1. Brighton Body & Spray

2. SMG Tygervalley ARC

3. Legend Auto Panel

4. Overstrand Paneelkloppers

5. Mercedes-Benz Commercial Vehicles 

Cape Town

Top 5 in Eastern Cape

1. Auto Trust Body Repairs

2. Denys Edwardes

3. Brothers Automotive

4. Bruno’s Panelbeaters

5. Premier Bodyworks

Top 5 in KZN

1. Margate Panelbeaters & Refinishers

2. Harveys of Durban

3. SMG Umhlanga ARC

4. Classic Panel Beaters

5. Giorgio Express Auto Body Repairs

Top 5 in OFS

1. TC Panelbeaters

2. Auto Body Worx

3. OFS Smart Repair

4. Technicolour Sprayshop

5. Olympic Panelbeaters

Friendliest Staff

Top 10 Overall

1. Park Panelbeaters

2. Brighton Body & Spray

3. Auto Trust Body Repairs

4. Harveys of Durban

5. CBS Body Works

6. Classic Panel Beaters

7. WesKaap Bakwerke

8. Forsman Paneelkloppers

9. Modern Collision Repair Centre

10. Mercedes-Benz Commercial Vehicles 

Cape Town

Top 5 in Gauteng

1. Park Panelbeaters

2. T & J Panelbeaters

3. Cranbourne Panelbeaters

4. Designer Dent

5. Freds Auto Body cc

Top 5 in Western Cape

1. Brighton Body & Spray

2. CBS Body Works

3. WesKaap Bakwerke

4. Mercedes-Benz Commercial Vehicles 

Cape Town

5. Burnco Panel

Top 5 in Eastern Cape

1. Auto Trust Body Repairs

2. Humansdorp Dent Removers

3. Autotech Paneelkloppers

4. Denys Edwardes

5. Brothers Automotive

Top 5 in KZN

1. Harveys of Durban

2. Classic Panel Beaters

3. Margate Panelbeaters & Refinishers

4. SMG Umhlanga ARC

5. Palace Panel and Paints

Top 5 in OFS

1. Technicolour Sprayshop

2. Triomf Panelbeaters Bloemfontein

3. OFS Smart Repair

4. Kroon Paneelkloppers

5. TC Panelbeaters

Overall Best on the Lightstone Scorecard

Top 10 Overall

1. CBS Body Works

2. Brighton Body & Spray

3. WesKaap Bakwerke

4. Harveys of Durban

5. Henning Paneelkloppers

6. Park Panelbeaters

7. Hylton Woodhead Panelbeaters

8. JFD Panelbeaters

9. Grand Tech Auto (PTY)

10. Designer Dent

Top 5 in Gauteng

1. Park Panelbeaters

2. Hylton Woodhead Panelbeaters

3. Grand Tech Auto (PTY)

4. Designer Dent

5. Auto Gallery Panelbeaters

Top 5 in Western Cape

1. CBS Body Works

2. Brighton Body & Spray

3. WesKaap Bakwerke

4. Henning Paneelkloppers

5. JFD Panelbeaters

Top 5 in Eastern Cape

1. Auto Trust Body Repairs

2. Humansdorp Dent Removers

3. Autotech Paneelkloppers

4. Brothers Automotive 

5. Star Centre Elliot

Top 5 in KZN

1. Harveys of Durban

2. Classic Panel Beaters

3. Palace Panel and Paints

4. Vlam Panel Beaters

5. Panel City Panelbeaters

Top 5 in OFS

1. Kroon Paneelkloppers

2. OFS Smart Repair

3. Triomf Panelbeaters Bloemfontein

4. Technicolour Sprayshop

5. Olympic Panelbeaters

Most likely to Fix the Car on Time
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Toyota to Build Hypercar
According to an article in GoAuto, the Australian 
e-zine, Toyota’s GR (Gazoo Racing) Super Sport 
hypercar has been given the nod for production 
as a virtual roadgoing version of the Le Mans-
winning hybrid racing car. This will set it up 
against the upcoming 706 kW Mercedes-AMG 
Project One and the 843 kW Aston Martin 
Valkyrie hypercar being built in association with 
Red Bull Racing.

Toyota says the GR Super Sport will use 
basically the same hybrid drivetrain technology 
found in the TS050 sports racer that won the 2018 
Le Mans 24-hour race. This means it will pair a 
mid-mounted 2.4-litre twin turbo V6 petrol engine 
with a Toyota Hybrid System-Racing (THS-R) 
powertrain for a combined output of 735 kW.

According to Toyota Gazoo Racing president, 
Shigeki Tomoyama, the decision to produce a 
hypercar forms part of the company’s race-to-
road philosophy that continues to result in the 
regular model line-up benefitting from motorsport 
technologies and knowhow. ■

SA Bike Festival a Big Success
The SA Bike Festival, held at Kyalami at the end 
of May, was another success for the organisers 
gauging by the statistics they have provided. More 
than 19 600 visitors attended the show over three 
days, 2 500 circuit and adventure out-rides took 
place, 10 motorcycle and scooter distributors had 
exhibits and just on 300 motorcycles and scooters 
on display.

There were also 170 other companies exhibit-
ing their wares or providing content and activation 
for the very interactive event. The championship 
for custom, vintage, classic and retro bikes 
attracted 60 entries, while many visitors took the 
opportunity of learning to ride on an entry-level 
Suzuki, while children had the chance to ride 
pocket bikes on the pit roof. ■

BMW Manager to 
Become Audi CEO

Volkswagen Group is lining up BMW purchas-
ing director Markus Duesmann to head its Audi 
premium brand. Duesmann will become Audi 
CEO on January 1st, 2019.

VW Group needs a new CEO at Audi, its 
biggest profit contributor, following the arrest of 
Rupert Stadler in mid-June over allegations that 
he tried to tamper with evidence in the diesel-
cheating scandal. After Stadler was detained Audi 
named its sales chief, Bram Schot, as an interim 
replacement. Schot was considered a long shot 

to permanently lead Audi because he lacks an 
engineering background.

VW and Audi have said that Stadler is 
presumed innocent unless proven otherwise.

Audi is the world’s third-largest luxury brand. 
It has lost ground to rivals BMW and Mercedes-
Benz in recent years.

Duesmann, a mechanical engineer, joined 
BMW from Mercedes-Benz in 2007, where he was 
head of Formula One powertrain. ■

Ford Southern Africa 
Appoints New MD

Neale Hill has taken over the role of Managing 
Director of Ford for South Africa and Sub Saharan 
Africa from July 1.

Hill, previously Director of Marketing, Sales 
& Service, has tremendous experience both in his 
home country of South Africa but also internation-
ally. Hill has worked across various functions 
including sales, marketing and at general manage-
ment level during a career with Ford that stretches 
back more than 25 years. Hill will report to Mark 
Ovenden, President, Ford Middle East & Africa, 
who is based in Dubai.

In his new role, Hill will be responsible for 
growth in the company operations across the 
region as Ford South Africa continues to grow 
its customer-centric product offerings, improv-
ing operational fitness and further develop its 
customer base. ■

New Position for Casper Kruger
Dr Casper Kruger, who resigned the position as 
MD of Ford SA at the end of June, has been ap-
pointed CEO of the Motor Division of the Halfway 
Group. This is a new position as George Baikie, 

the founder of this highly successful and expand-
ing group, starts stepping back from some of the 
Group’s day-to-day operations.

Kruger joined Ford’s Southern Africa leader-
ship team in April last year following the return of 
Jeff Nemeth to the US. He joined Ford from Toyota 
SA where he was Vice President of Vehicle Sales 
and Dealer Network from 2014, after previously 
heading up Toyota’s Hino truck division as vice 
president for a period of five years. From 1996 to 
2006, he had served in several sales and marketing 
positions at Toyota.

Kruger then spent two years at Ford, from 
2007 to 2009 as national sales manager and general 
manager for the Ford brand.

His first spell at Toyota had been preceded 
by a five-year stint as a lecturer and sen-
ior lecturer in marketing at the University of 
South Africa (UNISA). ■

Ambitious Plans at 
McLaren Automotive

Luxury British sportscar and supercar maker 
McLaren Automotive has announced its ambi-
tious, wide-ranging business plan that will take the 
company to its fifteenth anniversary.

McLaren is committed to ensuring that its 
sportscar and supercar range will be hybrid within 
seven years. It will also evaluate new augmented 
driving features and help develop a lighter, 
superfast-charging, high-power battery system 
for performance applications that is expected to 
have over 30 minutes of electric range around a 
race track.

Investment in 18 new models or derivatives 
will help lift production by almost 75 per cent over 

Snippets
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current levels to around 6 000 cars a year by the 
middle of the next decade. All will be hand-
assembled at the McLaren Production Centre in 
Woking, England.

Alongside a focus on the on-track and on-road 
experience, McLaren will introduce technologies 
designed to improve the owning experience. Cars 
will feature enhanced cyber protection, improved 
vehicle tracking and over-the-air (OTA) software 
updates, allowing McLaren customers to benefit 
from new features without the need for inconven-
ient downtime at retailers.

Currently retailed in 31 markets around 
the world through an 86-stong retailer network, 
McLaren Automotive is looking at both expanding 
in existing markets as well as evaluating several 
major new markets including Russia, India and 
Central/Eastern Europe. Rising demand means the 
aim will be to reach 100 retailers within the life of 
the Track25 plan.

The largest part of the McLaren Group, 
McLaren Automotive has a global workforce of 
around 2 300 people, with headcount expected 
to remain broadly stable until 2025 across offices 
in the UK, US, Bahrain, China, Singapore, Japan 
and pain. ■

Porsche Studio Cape Town 
Waterfront Inaugurated

Porsche has strengthened its presence in South 
Africa with the official opening of a Porsche Studio 
in Cape Town. The first of its kind in the Southern 
Hemisphere, this new site was inaugurated during 
an event attended by Porsche enthusiasts and 
brand representatives. 
Located at the heart of the Victoria and Alfred 
Waterfront, the new Porsche Studio brings the 

public closer to the brand. Aimed at offering 
visitors an immersive experience and access to a 
range of Porsche services, the new facility features 
a central runway-staging concept.
Porsche Studio Cape Town Waterfront encompass-
es an area of 420 square metres. Dedicated areas 
provide insights and highlights from Porsche’s 
heritage as well as the future of E-Performance 
with the brand’s first hybrid sports car, the 918 
Spyder, temporarily on display. 

Featuring a six-car display space, the full 
range of Porsche vehicles are available for test-
drives and order at Porsche Studio Cape Town 
Waterfront. Visitors can personalise their vehicle 
of choice on-site at the Trimming and Tequipment 
labs, with further tailoring possibilities from 
Porsche Exclusive Manufaktur also available. 
Carrera Café provides a meeting place for the 
Porsche community, with the Driver’s Selection 
area displaying the latest merchandise for owners 
and enthusiasts. ■

New Format and Dates 
for Detroit Auto Show

The Detroit auto show will undergo a drastic 
reorganisation in 2020, when it will move from the 
dead of winter to early June to better appeal to car 
shoppers  – and the growing list of automakers that 

have dropped out in recent years  – with outdoor 
displays and on-road vehicle demonstrations.

The Detroit Auto Dealers Association, which 
puts on the show, says the changes should help 
automakers save money, reducing move-in costs 
by 30 to 40 per cent and cutting setup time to three 
weeks from an average of eight weeks now. One 
reason June would be cheaper is that exhibitors 
no longer would need to pay overtime around 
Thanksgiving, Christmas and New Year’s Day.

But whether the move can reinvigorate the 
show, which draws more than 800 000 attendees 
and is estimated to contribute nearly $500 mil-
lion to the local economy, as more automakers 
reveal their latest models at alternative venues is 
less clear.

The 2020 show will begin the week of June 8th, 
about a week after the Grand Prix. The structure 
of the show will likely change, as will the official 
North American International Auto Show name, 
although no decisions have been finalised. Press 
preview days likely will be condensed, and the an-
nual Charity Preview gala could shed its black-tie 
formality. The 2019 show in January will retain the 
traditional format before a 17-month break.

The show’s numbers this year were strong: 809 
161 visitors during the public days, a slight gain 
from 2017, and 5 078 credentialed journalists for 
69 vehicle introductions during the press-preview 
days. But the event faces stiff competition from 
CES in Las Vegas, another January event that 
increasingly focuses on automotive technology, 
in addition to the trend of automakers opting for 
more leisurely off-site reveals.

Audi, BMW and Mercedes-Benz have said 
they’ll skip the 2019 Detroit show. In recent years, 
Mazda, Mini, Volvo, Porsche, Mitsubishi, Jaguar 
and Land Rover have also pulled out, essentially 
saying the show didn’t match their target audience 
or wasn’t generating sufficient returns to justify 
its cost. ■

Snippets
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With an anticipated global connected vehicles 
parc of more than 200 million by 2025, automotive 
OEMs are looking to seize a competitive advantage 
by offering space-age customer experience. They 
are employing personalisation based on Artificial 
Intelligence (AI), virtual assistants, digital cockpit, 
and data monetisation solutions to deliver a rich 
Internet of Things (IoT) user experience to an 
increasingly demanding customer base.

“Between 2017 and 2022, OEMs will require 
a suite of solution providers and data aggregators 
to deliver meaningful data to consumers across 
industries, government agencies, and smart 
city implementers,” said Krishna Jayaraman, 
Programme Manager, Connectivity & Telematics, 
at Frost & Sullivan. “Consequently, automotive 
ecosystem participants are partnering with and 
investing in data aggregators, technology provid-
ers, data consumers, and data-driven analytics 
companies to generate new revenue streams using 
mobility services and IoT applications.”

Frost & Sullivan’s recent analysis, Global 
Connected Car Market Outlook, 2018, presents 
the key announcements of automotive participants 
such as OEMs, Tier 1 suppliers, as well as semi-
conductor and technology companies. It examines 
the top connected services, navigation, telematics, 
data monetisation, and IoT-related trends. It also 
covers aftermarket connected car solutions and 
features a dedicated section on human-machine 
interface (HMI) solutions, from touch screens to 
voice recognition. For further information on this 
analysis please click here.

Meanwhile, the new synergies among 
automotive and ICT companies are giving rise to a 
new breed of business models such as revenue per 

transaction, event-based pricing, and subscrip-
tion pricing. When developing these models, 
automotive OEMs take into account the value 
customers place on data, mobility, connectivity, 
customer centricity, and cybersecurity. Luxury 
OEMs such as Volvo, Cadillac, and Porsche are 
among the brands that have already launched 
subscription deals.

“By 2021, when connected car data and trans-
action volume increase significantly, OEMs/data 
aggregators will shift from a subscription model to 
a customised pricing and revenue-sharing model,” 
noted Jayaraman. “In response to market demand 
for higher value, they will also employ Data-as-a-
Service models to provide bundled services.”

In addition to data monetisation, innovation 
will continue to be a priority among top automo-
tive OEMs. Some key OEMs and their next-
generation solutions are:

 ■ The Mercedes-Benz User Experience 
(MBUX): The MBUX infotainment system 
was based on Connected, Autonomous, 

Shared, and Electric (CASE). It is intelligent, 
emotional, and tailored to customers’ needs. 
Its ease of use and so-called user-delight 
features position the German manufacturer 
as a frontline player in the connected 
car market.

 ■ Bosch’s Personal Assistant: Bosch’s 
speech assistant behind the wheel, dubbed 
Casey, will be embedded in the vehicle. 
The system understands and speaks 30 
different languages.

 ■ GM’s new electric vehicle architecture 
and infotainment system: This device 
will be capable of receiving over-the-air 
(OTA) updates.

 ■ Amazon Alexa: BMW and Mini will have 
Alexa integrated into all models.

 ■ Renault’s bio-inspired vision technologies 
are geared towards autonomous scenarios.

Global Connected Car Market Outlook, 2018 
is part of Frost & Sullivan’s global Automotive 
& Transportation Growth Partnership 
Service programme. ■

The Rise of Connected Cars and 
Artificial Intelligence

The Mercedes-Benz User Experience (MBUX) is intelligent, emotional, 
and tailored to customers’ needs.

 Bosch’s speech assistant, dubbed 
Casey, understands and speaks 30 
different languages.

Soon BMW and Mini will have Amazon’s 
Alexa integrated into all models.
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The speed at which automotive technology is 
advancing means that today’s innovation is 
tomorrow’s standard and OEMs can no longer be 
market leaders just by differentiating on the latest 
technology trends.

“However, they can get the edge by embrac-
ing innovation in the customer experience area,” 
said Dirk Bott, a Global Account Executive of 
Sewells-MSXI, a leading global business outsourc-
ing company focusing on automotive retail, in an 
article in the company’s Benchmarker magazine.

“Tomorrow’s retail will be shaped by new 
shopper behaviours, needs and demands. Think 
about it: By 2025 millennials will no longer be 
children the backseat of the car; they are more 
likely to be driving their own children to school,” 
he Bott.

Bott continued by saying that delivering 
customer expectations will require redefining the 
roles, responsibilities, and skillsets of everyone 
involved in delivering customer service across 
the entire experience ecosystem in the retail 
motor trade.

“Already today, customers are no longer look-
ing for a car salesperson. They want an automotive 
retail professional: A highly-trained consultant 
who picks up where the potential customer left 
off in his or her online research into buying a 
specific car. They want a person who speeds up the 
transaction for them and a person who offers them 
talk-worthy information they can’t get online. 

Research has shown that 54% of car buyers in the 
United States say that a good customer experience 
plays an important role in their buying decision.

“Training for customer-focussed roles and 
responsibilities will always, to some extent, include 
facts and figures, but the programme also needs 
to strengthen communication and digital skills. 
You can’t just give a salesperson an iPad without 
explaining its advantages and uses in the sales or 
service process. Technology is just the enabler.

“Similarly, you can’t just make vehicle and 
customer data available to dealerships. You need to 
train them how to analyse the data to improve their 
customer service and thereby increase dealership 
profit,” continued the Sewells -MSXI executive.

“Vehicle manufacturers and distributors 
would do well to study other retail businesses and 
lifestyle brands where the establishment of product 

expert roles to create a better overall customer 
experience has been a standard practice for years 
now. Some automotive OEMs are already paving 
the way, mainly with their premium and luxury 
brands, but volume brands need to pick up speed.

“Aftersales will gain momentum because of 
the wide and growing range of new technologies 
being incorporated in today’s cars, requiring new 
roles from staff such as service advisors, to support 
existing customer needs throughout the entire 
aftersales life cycle. The rapid changes in vehicle 
technology will require vastly different skillsets 
from what we see today.

“This changing environment makes the 
appropriate staff training vital for enhancing 
the customer experience, which is increasingly 
important to the business success of a retail motor 
dealership in the 21st century,” concluded Bott. ■

Automotive retail professional: 
A highly-trained consultant who 
picks up where the potential 
customer left off in his or her 
online research into buying a 
specific car.

Meet Today’s Automotive Retail Professional
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BY ROGER HOUGHTON

“Globally and nationally there are thousands of 
so-called Blue Families – those who have multi 
generations working or having worked at Ford. 
We are very proud that the Brents are one of those 
families,” says Jeff Brent, who spent 37 years work-
ing for Ford in South Africa.

His sons, Jacques, and Donavan, both work 
for Ford, as does Donavan’s wife, Tez. In addition, 
Jeff’s father, Dennis, was a partner in a Ford dealer-
ship in Peddie, a small town in the Eastern Cape. 
So the Blue Oval culture has been very much a way 
of life for the Brent family for many decades.

“I am very proud that my sons followed me 
into working for Ford.

“Jacques has now risen to the global position of 
director, Product Marketing at the Ford headquar-
ters in Dearborn, after previously being president 
of Ford’s new Middle East and Africa region, based 
in Dubai.

“My other son, Donavan, works for DHL and 
is responsible for the supply logistics at Ford’s 
Silverton plant where his company is the outside 
contractor, so Ford remains an integral part of life 
for the Brent family. Meanwhile Donavan’s wife, 
Tez is the assistant plant manager at the Silverton 
plant,” adds Jeff.

“My interest in the workings of motor vehicles 
started at an early stage when I spent as much time 
as possible in the service section at my father’s 
dealership in Peddie. This saw me embark on a ca-
reer to become an automotive technician, working 
and studying in East London from 1965 to 1967.

“At that stage, my career path was to join my 
father’s dealership, so the first step was to enrol in 
the Ford Cadet Programme to learn more about 
how a dealership should operate. Unfortunately, 
at this time my father sold his dealership but I still 
managed to get into the Product Development 
workshop at Ford in Port Elizabeth and never 
looked back.

“Those were wonderful years, working under 
Doug Kitterman, who was to become the manag-
ing director of Ford, and having an involvement 
with legendary Bernie Marriner and his successful 
motorsport team. There were also challenging 
engineering projects that we tackled during this 

period of my career, including building and 
developing the first Cortina bakkie, and fitting V6 
and V8 engines into Cortinas.

“My career changed direction in 1977 when I 
moved to Service Engineering and began interfac-
ing with dealers to sort out technical problems. I 
was promoted to Service Engineering Manager 
in 1981. Then came the move to Samcor and the 
Silverton plant in Pretoria in April 1986. I contin-
ued in this role until 1990 when I was transferred 
to the Service Department, where I stayed until 
retiring in 2004,” says Jeff.

“Growing up in a Blue Oval environment 
I showed plenty of interest in the various Ford 

People

“Those were wonderful years, 
working under Doug Kitterman, 
who was to become the managing 
director of Ford, and having an 
involvement with legendary Bernie 
Marriner and his successful 
motorsport team.”

Jeff Brent (right) chatting to Spence Sterling, Managing Director of SAMCOR, at a long service awards function in 1992.

SA’s Brents are True Ford Blue Family

continued on next page 

“I am very proud that my sons 
followed me into working for Ford.
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models my dad brought home, but was not really 
interested in the technical aspect of cars,” explains 
Jeff’s elder son Jacques.

“I studied at the University of Pretoria, ob-
taining a B. Com degree majoring in Accounting 
and Economics and was fortunate that during 
the holidays I was able to gain work experience 
at Ford.

“My first couple of jobs were with FMCG 
companies and then I joined Revenue Finance at 
Ford. Since then virtually all my working life has 
been with Ford and Ford-linked companies. Not 
only has it been a wonderful journey in terms of 

the varied types of tasks I have been able to tackle, 
but also the opportunity I have had to work in 
other countries including China, the United States 
and now the Middle East,” adds Jacques.

“The attraction of continuing the family 
tradition and working for Ford saw me join Samcor 
in 1992, straight after matriculating,” says Jeff’s 
younger son, Donavan.

“I began working on robotics in the engi-
neering maintenance division and studied for a 
qualification in electrical engineering at the same 
time. In an initial career of almost 20 years at the 
Silverton plant I worked in several areas of the 
plant, including logistics, and ended up running 
the trim shop before making a career change by 
moving to a truck body builder on the East Rand 
for three years.

“Travelling to and from work proved a chal-
lenge, so in 2014 I joined DHL and returned to the 
Ford plant to handle inbound logistics where DHL 
is the contractor. My wife, Tez, in her position 
as Assistant Plant Manager, is, in fact, one of my 
customers, so Ford is very much intertwined into 
our family life,” adds Donavan.

The Brents are certainly a shining example of 
one of the many global “Blue Families”, steeped in 
the Ford culture and tradition. ■

People

“Not only has it been a wonderful 
journey in terms of the varied 
types of tasks I have been able 
to tackle, but also the opportunity 
I have had to work in other 
countries including China, the 
United States and now the 
Middle East,”

 continued from previous page

The current Brent Ford family: Tez, Donavan and Jacques.

Dennis Brent, who started the link 
between the Brent family and Ford when 
he was a partner in a dealership in Peddie 
which was granted a Ford franchise.
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The new Volvo XC60 was launched in South Africa 
in May this year and once you’ve driven it, it’s 
easy to understand why it was crowned the 2018 
World Car of the Year at the New York Auto Show 
in March.

The XC60 was first launched some nine years 
ago and went on to achieve many milestones, 
among others becoming the best-selling premium 
mid-sized SUV in Europe. Representing around 
30 per cent of Volvo’s global sales, one million 
units have been sold in markets around the 
world and here in South Africa it is Volvo’s 
best-selling model.

The all-new XC60 is the fourth model based 
on Volvo’s self-developed SPA (Scalable Platform 
Architecture), following the introduction of the 
top-of-the-line 90 cluster in recent years. It is also 
one of the safest cars ever made and scored a near-
perfect 98 % in the Adult Occupant category when 
tested by Euro NCAP in 2017.

The car is simply brimming with technology 
aimed at making it as safe as possible.

Volvo’s City Safety Autonomous Emergency 
Braking system has been enhanced with steering 
support for when automatic braking alone may 
not help avoid a potential collision. In addition, 
Oncoming Lane Mitigation with Steer Assist 
(which helps mitigate head-on collisions) and Blind 
Spot Information System (BLIS) with Steer Assist 
functionality, has been added to reduce the risk of 
lane-changing collisions.

Added to the safety mix is Pilot Assist, 
Volvo’s advanced semi-autonomous driver 
assistance system, which is available as an option. 
This system takes care of steering, acceleration 
and braking on well-marked roads at speeds up to 
130 km/h.

As one would expect from Volvo, the new 
XC60 comes with a long list of comfort features, 
making the cabin a very pleasant place to be for 
driver and passengers. This includes electric win-
dows all round, electric adjustment for the driver’s 
and front passenger seats, climate control, satellite 
controls on the steering wheel, a navigation system, 
a Bluetooth and USB enabled high-performance 
audio system and more.

The new XC60 is a beauty, no matter from 
which angle it is viewed. Key exterior features in-
clude integrated roof rails, retractable side mirrors, 
colour coordinated door handles, LED headlights 
and to make life easier for the driver, rear park 
assist is also part of the package.

Locally, the all-new XC60 is available 
with two diesel engines (D4 and D5) and two 
petrol (T5 and T6), all mated to an eight-speed 
Automatic AWD gearbox. Customers can choose 
from three trim levels: Momentum, R-Design 
and the top-of-the-range Inscription. Volvo Cars’ 
award-winning T8 Twin Engine petrol plug-in 
hybrid is being considered for South Africa, 
but there is no planned for introduction date at 
this stage.

Said to Greg Maruszewski, MD Volvo Car 
South Africa at the time of the XC60’s introduc-
tion: “Locally, the XC60 is our most successful 
model to date. With the all-new version built on 
our SPA platform and incorporating all the safety 
and connectivity features seen in the XC90, we 
expect the new version to notably increase our 
share in the premium SUV segment.”

Prices range from R664 900 to R779 000. ■

Blind spot information with steer assist.

Swedish, Stylish and 
as Safe as Houses

City safety steering support.

Oncoming lane mitigation.

The new Volvo XC60.
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With the imminent publishing of the second 
draft to the Code of Conduct for Competition 
in the South African Automotive Industry, 
Vehicle Repair and Servicing and Parts Supply, 
the National Automobile Dealers’ Association 
(NADA) says the association supports the concept 
of customers having a choice of where to maintain 
their vehicle.

“Where the vehicle is within warranty and/
or maintenance plan, the nearest franchised 
dealer remains the best place to look after the cus-
tomer’s vehicle,” said Mark Dommisse, National 
Chairperson of NADA. “These dealers understand 
the technology and design of the vehicle and are 
best-equipped to diagnose any faults. Franchised 
dealers employ qualified technicians, who undergo 
regular training with the manufacturer to ensure 
that they are fully abreast of the latest technology 
incorporated into the vehicles they work on. A 
well-trained specialist is best equipped to repair 
any faults.

“Today’s automobile is a technical piece of 
engineering with cutting-edge technology and 
design. The franchised dealer utilises correct tools, 
specialised diagnostic equipment and extensive, 
vehicle-specific training on a customer’s vehicle 

when it is in their service area, resulting in peace of 
mind that it is being well taken care of.

“Customers choosing to purchase their vehicle 
with a maintenance plan are largely unaffected by 
the cost of these repairs, having already pro-
vided for their maintenance requirements within 
their purchase.

“Where the parts or vehicle are out of war-
ranty and/or maintenance plan, the customer is 
free to choose a franchised dealer on the above 
basis or use an independent specialist based on 
their affordability,” Dommisse explained.

Franchised dealers represent about 25% of the 
market, while independent workshops service the 
vast majority of South Africa’s car parc.

NADA supports and has contributed to a 
range of policies and programmes such as the 
Automotive Industry Code of Conduct for South 

Africa in terms of the Consumer Protection Act 
(CPA), client Alternative Dispute Resolution 
(ADR), and now a Code for expanded competi-
tion. Although cautious, NADA supports the 
Competition Commission in its drive for a 
more regulated and open aftermarket, provided 
safety and sustainability remain at the heart of 
all matters.

“We have supported this practice for a 
long time, looking out for the interests of 
consumers within stringent franchised dealer 
agreements,” said Dommisse. “However, we 
urge consumers outside of warranty to choose 
their repairers carefully, based on the chosen 
facility’s credibility and the customer’s ability to 
have recourse on any repairs or parts supplied. 
This practice not only protects the value of the 
customer’s vehicle but ensures the safety of 
those driving them.

“As NADA, we support fair practices in the 
motor industry when they create a healthy balance 
between benefiting customers and franchised deal-
ers alike. This will allow South Africans access to 
a sustainable and credible industry with the ability 
to keep safe and reliable vehicles on our roads,” 
Dommisse concluded. ■

NADA Recognises Vehicle Owners’ Right to Choose

Global warming and environmental pollution 
has intensified the need to recycle our limited 
natural resources and to extend the lifespan of 
the manufactured products we use. The lubricants 
industry is no exception.

Internationally there is a significant trend 
in the larger refineries towards re-refining used 
oil back to base oil. The European Union’s Waste 
Directive, for instance, strongly favours re-refining 
over burning for energy recovery, and as a result, 
it is thought that re-refined base oils could meet 
nearly a quarter of Europe’s base oil demand 
by 2020.

According to Bubele Nyiba, the CEO of 
the ROSE Foundation (Recycling Oil Saves The 
Environment), in SA less than 20% of used oil is 
re-refined to base oil, with most majority being 
used as heating fuel.

“The international trend of refining the 
majority of used oil back to base oil is exciting, 
but premature for a developing country like South 
Africa because of the prohibitive cost of the tech-
nology and developing the necessary processes,” 
said Nyiba.

There is a major difference between recycling 
and re-refining. 

“Recycling used oil generally means to take 
used motor oil and use it for a different purpose, 
most commonly to be burnt as fuel. In the lubrica-
tion oil industry, recycling oil or reconditioning 
oil most commonly refers to using commercial 
filtration systems to remove insoluble impurities. 
This method, however, does not remove any of the 
soluble contaminants and the resulting product is 
only good for one-time use. Reconditioned oil is 
not suitable for use in vehicles,” Nyiba explained.

“Re-refining of used oil, on the other hand, 
removes all impurities, both soluble and insoluble, 
and returns the oil to a quality suitable for use in 
vehicles. Re-refined oil has quality that is equal to 
or better than some virgin base oils and motor oils 
can be re-refined many times.

“Very few processors in South Africa have 
the capacity to re-refine back to base oil – FFS is 
the exception and has invested in equipment that 
enables them to produce a very high quality Group 
1 SN 150 Base Oil (re-refined oil) that meets and 
exceeds international standards for this type of 
product,” said Nyiba.

“Although local demand outstrips supply 
for burner fuel, this is still an issue in terms of 
air emissions as heavy and light furnace oils still 
contain impurities–the used oil industry ultimately 
needs to move towards re-refining back to cleaner 
fuels. The challenge is to make re-refining a sus-
tainable option for processors,” he concluded. ■

What Happens to Used 
Lubricating Oil in South Africa?

“Very few processors in South 
Africa have the capacity to re-
refine back to base oil ...”

“Where the parts or vehicle are out 
of warranty and/or maintenance 
plan, the customer is free to ... use 
an independent specialist based 
on their affordability,”
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Mose Freyer and his family-run company, Moses 
Bil & Lack, paints cars for Koenigsegg Automotive 
in the small village of Sätaröd, southwest of 
Kristianstad in southern Sweden. The refinish 
process for a Koenigsegg can take up to 1 200 
hours and involves a meticulous approach in which 
the choice of product is crucial. Freyer has relied 
on Wuppertal-based refinish brand Standox for the 
past 30 years.

Mose Freyer started Moses Bil & Lack in 1991. 
“I painted my first car in 1977 and worked as a car 
body painter in the 1980s, but I’m completely self-
taught,” he says. Today, his company has a facility of 
5 000 m2, about 50 employees, and customers who 
drive the world’s most exclusive car brands. “If you 
love cars then you would love my workshop, but 
first and foremost we are a family business,” con-
tinues Freyer, whose wife Birgitta, son Björn and 
daughter Lina all have key roles in the company.

For more than six years, Moses Bil & Lack 
has been a trusted supplier to Koenigsegg, the 
manufacturer of some of the world’s fastest cars. 
Koenigsegg has an in-house paintshop running 
at full capacity at their production facility in 
Ängelholm, while Moses Bil & Lack provide 
external painting services.

Up to four of these super cars are painted at a 
time and the workshop has invested in a complete-
ly separate line exclusively for Koenigsegg. Freyer 
works closely with his staff and takes advantage of 
the training courses available at Axalta’s Refinish 
Academy in Gothenburg. “Working on these 

cars requires true craftsmanship that cannot be 
compared to any other process. You must have 
intuitive instinct and prioritise quality above all 
else,” explains Freyer.

Before a Koenigsegg car arrives at Moses Bil 
& Lack in carbon fibre from Ängelholm, Freyer’s 
daughter Lina works closely with Koenigsegg’s 
art director Lisa Johansson to establish the exact 
colour according to the specification the customer 
agrees upon with Koenigsegg. “We can be asked to 
match a colour to an existing object – customers 
have previously asked to match things such as nail 
polish, or even the colour of a Chinese mountain 
formation near where they grew up. Koenigsegg 
customers can be very dedicated to the specifica-
tion process and care deeply about the details, 
so finding the right shade is crucial,” says Freyer. 
“Requests for 24-karat gold or platinum shavings 
in the paint mix are not unusual.”

To facilitate this painstaking process, Lina 
relies on the 8 000 colours available in Standox’s 

Color Box and continuously liaises with 
Koenigsegg to make sure that the colour matches 
the customer’s expectation.

When the car parts arrive at Moses Bil 
& Lack, any epoxy left from the production 
of carbon fibre components is carefully and 
painstakingly removed from the surface to 
avoid yellow staining of the subsequent colour 
which can occur over time. Once the surface 
is completely clean, several coats of Standocryl 
VOC-Xtra Clearcoat are applied directly to the 
carbon fibre and baked between each coat. Then 
the Standoblue basecoat is applied to achieve the 
ultimate colour.

“Every movement must be done with the 
highest precision and sensitivity,” continues Freyer. 
Once the basecoat is dry, the refinishers examine 
every square centimetre of the paint finish before 
the final coats of Standocryl VOC-Xtra Clearcoat 
are applied to give the cars their gorgeous gloss 
finish. The car parts are then meticulously sanded 
and polished. The finished car parts will not be 
returned to Koenigsegg until the colour is 100 per 
cent accurate.

Koenigsegg assembles the painted car parts 
and delivers the finished car to its customer.

One of Koeniggsegg’s super cars beat 
five records as the world’s fastest production 
car in Autumn 2017. “It’s awe-inspiring to be 
responsible for the painting of a world-record 
holder. The whole process feels like a work of art,” 
concludes Freyer. ■

“We can be asked to match a 
colour to an existing object – 
customers have previously asked 
to match things such as nail 
polish, or even the colour of a 
Chinese mountain formation near 
where they grew up.”

The world record-breaking Koenigsegg Agera RS was painted at Moses Bil & Lack in Sätaröd, Sweden.

Giving Colour to Automotive 
Works of Art
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Transgroup Logistics, a Black Economic 
Empowerment company with offices in Durban, 
Northern Natal and Gauteng, recently took 
delivery of four FAW 16.240FT truck tractors and 
one FAW 15.180FL.

The company, with a mixed fleet, has also been 
approved for the purchase of a further eight FAWs. 
All of the trucks have been acquired through FAW 
Pinetown, a full FAW sales and service branch in 
Durban, with the sales process expertly handled 
by Derrick Devraj, senior sales executive at 
the branch.

Owner and director of Transgroup Logistics, 
Kerwin Naidoo, explained that the company is 
currently servicing a few global brands, which will 
see it running the FAW trucks in and around the 
province and from the Durban port to Gauteng.

“We are doing local and national deliveries 
and these vehicles are ideal for this purpose. 
The trucks are all single-axle vehicles, which 
means they are the right choice for light 
container loads.

“These vehicles don’t come with computer 
boxes so they’re not highly technical in nature 
and are not difficult to maintain. We expect 
that downtime will be limited. Also, spares are 
readily available and FAW has service dealers right 
through on the N3. This makes it even easier for 
us,” Naidoo said.

“The most important thing for us is the 
aftersales service and the service intervals of the 
vehicles. This is our first order of FAWs, so we are 
excited to see the real-world results. Once we start 
running and testing them we will slowly increase 
the number of FAW models in the fleet.”

According to Naidoo it is an important fact 
that FAW assembles vehicles in South Africa.

“There are a number of Euro-spec vehicles in 
the country and, should anything break, you can 
wait weeks for parts to arrive. With FAW, parts are 

readily available and you can have them within a 
day or two, so downtime is limited.

“I’ve read a lot of articles on FAW supplying 
construction sites and all of them are working 
well. We currently sub-contract a portion of work 
and certain haulage companies are waiting for 
me to give them feedback on the vehicles we have 
purchased from FAW. I know the feedback will be 
positive, which will impact the branch’s bottom 
line positively as they will get a lot more deals 
coming through their doors,” he added.

Transgroup Logistics undertook a study to 
determine what the most economical trucks would 
be when it came to light container loads. “That is 
why we chose FAW,” Naidoo concluded. “Diesel 
cost is your biggest factor in transport and these 
trucks are light on fuel.” ■

Working Wheels

“These vehicles don’t come with 
computer boxes so they’re ... not 
difficult to maintain.”

Transgroup Logistics Choose FAW

“We are doing local and national 
deliveries and these vehicles are 
ideal for this purpose.”
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Check out the LATEST Prices for South African Trucks
www.trucksmag.co.za

digital

Working Wheels

ProVia, the budget parts aftermarket brand for 
commercial vehicle braking systems, recently 
announced its launch in 10 countries across the 
Southern African region, expanding its availability 
to 55 countries worldwide.

From its distribution centre near 
Johannesburg ProVia is now available in Angola, 
Botswana, Lesotho, Malawi, Mozambique, 
Namibia, South Africa, Swaziland, Zambia and 
Zimbabwe. Products will be offered through 
WABCO’s growing distributor and service partner 
network across the region as well as through direct 
sales to original equipment manufacturers of 
trailers in the region.

A total of 19 key product categories are being 
initially launched in the region, spanning 112 
fast runner individual part numbers. Among this 
extensive portfolio are air dryer cartridges, wheel 
speed sensors and pressure limiting valves, as 
well as clutch servos, spring brake actuators, air 
dryers and cabin levelling valves.

ProVia aims to bring peace of mind to 
commercial vehicle aftermarket customers by 
delivering consistently reliable, quality products at 
an affordable price and with rapid delivery through 
a global distribution network.

“Southern Africa provides an important 
growth opportunity for ProVia as many fleet-based 
trucks and trailers remain operational in this 
market for well over a decade, despite challenging 
road and environmental conditions,” explained 
Enoch Silcock, WABCO’s General Manager, 
Southern Africa. “Many large fleets in the region 
adhere to very strict technical and operational 
standards and we are confident that ProVia will 
play a key role in helping operators achieve their 
safety and reliability targets while helping them 
reduce cost impacts.”

“ProVia is already sold by over 330 distributors 
in more than 45 countries worldwide, generating 
high customer satisfaction to an ever-growing 
customer base,” added Aleksander Rabinovitch, 

ProVia Global Product Line Leader. “This exciting 
expansion across the Southern African region 
opens up ten attractive new markets as part of 
ProVia’s continued growth world-wide.”

When it was first introduced in 2016, ProVia 
offered four product categories representing just 
over 40 products. Over the past two years ProVia 
has responded to its customer demands by 
rapidly expanding its offering with new product 
lines. By year-end 2017 the brand offered 21 
product categories globally, counting over 160 
part numbers. Most of these products will be 
made available from launch across the Southern 
Africa region.

Caption: Commercial vehicle budget parts 
brand ProVia has been launched in 10 countries 
across Southern Africa, expanding its availability 
to more than 55 countries worldwide. ■

ProVia Parts Now Available 
Throughout Southern Africa

The South African commercial vehicle market 
once again showed resilience amidst challenging 
economic conditions, to end the first half of 2018 
with just a slight year-on-year decline of 1.3%. A 
total of 12 555 commercial vehicles have been sold 
so far this year.

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).

Meanwhile, statistics show that South 
Africa’s economy shrank from a quarter 

earlier, contracting by 2.2%, which is the largest 
quarter-on-quarter decline since the first quarter 
of 2009.

“Economic prospects look set to ride out the 
recent sluggishness of industrial output. In addi-
tion, we believe that the stable current government 
will lead to more investment in infrastructure that 
in turn will increase commercial vehicle sales,” 
commented Gert Swanepoel, managing director of 
UD Trucks Southern Africa.

Swanepoel explained that the commercial 
vehicle market decline can mainly be attributed to 
the decrease in Medium and Heavy Commercial 

vehicle sales, which haven’t really picked yet 
in 2018.

Sales in the MCV segment are down 7.1% to 
3 644 units and at 2 482 units the HCV segment 
has seen a 6.3% decline to 2 482 when compared to 
the corresponding period in 2017. While the extra 
heavy commercial vehicle segment gained 5.0% 
during the first half of the year, to 5 967 units, bus 
sales are also down by a marginal 1.3% to 462 units.

“All things considered, we still believe that the 
market will end 2018 in the black, even if it is with 
a very slight margin, to reach around 25 400 units,” 
Swanepoel concluded. ■

Half-year CV Sales Just Slightly Off the Pace
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BY ROGER HOUGHTON

The next generation Volkswagen Amarok bakkie 
could be based on the Ford Ranger, according 
to an article by Nick Gibbs, UK Correspondent 
for Automotive News Europe. This develop-
ment could be one of the outflows from the 
recently-announced alliance between Ford and the 
Volkswagen commercial vehicles division, with the 
latter now named the TRATON Group.

The Volkswagen Group and Ford have said 
that they are exploring a development and produc-
tion alliance for commercial vehicles and possibly 
other projects.

Gibbs writes: “Volkswagen (also) needs to 
replace its expensive Amarok pickup, which 
launched in 2012. Basing a new generation on the 
Ford Ranger, Europe’s best-selling pickup, would 
make a lot of sense.”

Ultimately this could result in Amarok 
versions of the Ranger being built at Ford’s 
Silverton plant where it would not only provide 
a competitively-priced product in the top-selling 
market segment in South Africa, but would also be 
ideal for exporting into Africa, where Volkswagen 
is exhibiting growing growth ambitions as it sets 
up more operations on this continent. Currently 
VWSA obtains it Amaroks from Argentina, which 
is an expensive and lengthy process.

Although the Amarok has been on the local 
market for six years it has still not obtained real 

traction in this very competitive market, remain-
ing very much a “bit player”. For instance, last year 
Toyota sold 36 422 Hiluxes in SA and Ford 32 786 
Rangers, while Volkswagen could retail only 2 948 
Amaroks in a downscaled range as it has failed to 
penetrate the high-volume workhorse segments in 
the local market.

Originally Volkswagen had seen the arrival 
of the Amarok in SA as the key to unlock its 
route to overtaking Toyota as the overall market 
leader, a position the Japanese company has now 
held for 38 years. Amarok was expected to sell 
significant volumes and so boost Volkswagen 
SA’s overall market share, which has not been 
the case.

Now the possibility of a locally-built, Ranger-
based bakkie could be the answer to VW increas-
ing volume in the over-traded bakkie segment.

Ford evidently claims its Transit range to be 
the world’s most popular van, particularly in the 
United States where Volkswagen does not sell LCVs 
as their Transporter/Caravelle models would be 
too expensive. Ford and VW have worked together 
previously in the US, producing the Galaxy/Sharan 
minivan so could do so again.

However, Volkswagen’s Caddy, Transporter 
and Crafter LCVs and MCVs sell well in other 
markets but could still benefit cost-wise by sharing 
development costs and components with Ford.

Brazil is seen as another market where this 
alliance could be important. The two companies 
have previous experience working together in this 
market under the AutoLatina name between 1987 
and 1995.

Automotive News’ Nick Gibbs goes even 
further by suggesting that a future possibility 
could be for Ford to use the VW Group’s MLB 
rear-drive platform for the Mustang, which is now 
“orphaned” in terms of sharing major components 
with other Ford models.

Volkswagen Truck & Bus 
Changes to TRATON Group

Meanwhile the Volkswagen Group is underlining 
the importance of its commercial vehicle division 
by renaming it the TRATON Group, with the 
possibility that it could be listed on global stock 
exchanges as a standalone entity in the future.

VW says that TRATON “reflects the Group’s 
DNA”: What the company is striving for and how 
it is acting. The name represents a young company 
designed and born in a new era of transportation.

The name is derived from the following:
 ■ TRAnsformation of the ecosystem of 
transport is our mission – for everyone’s 
benefit.

 ■ TRAnsportation is our and our customers’ 
passion.

 ■ TONnage is what our customers are moving 
around the world, every day.

 ■ TRAdition of our strong brands forms the 
foundation of this company.

 ■ Always ON is the ultimate goal of our 
customers and our aim in making 
everything possible for them.

The brands MAN, Scania, Volkswagen Caminhoes 
e Onibus and RIO will retain their own identities 
under the new umbrella brand, with the name 
change expected to be effective by the third quarter 
of 2018.

Commenting on the new development CEO 
Andreas Renschler said: “The new name is a 
major milestone on our road to become the global 
champion of the transportation industry. Since 
our foundation we have grown together faster 
than expected. TRATON provides us with more 
independence. It will increase our attractiveness 
for new talent as well as for capital markets.” ■

Ultimately this could result 
in Amarok versions of the 
Ranger being built at Ford’s 
Silverton plant...

TRATON CEO Andreas Renschler.

Next VW Amarok Could be Based 
on Ford Ranger
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National awards officially recognising innova-
tion and excellence in Advanced Manufacturing 
will be made for the first time in South Africa 
during November.

The National Advanced Manufacturing 
Innovation Awards will be hosted under the 
auspices of the national Composites Cluster.

All companies operating in the advanced 
manufacturing field, including 3D printing, 
robotics, automation, AI, laser cutting and etch-
ing, CNC machining, software, big data, IOT and 
composites will be eligible for national recognition. 
Six categories will be covered: Scholarly Impact in 
advanced manufacturing, Industry Advancement 
in advanced manufacturing, Export Proficiency, 
Contribution to Import Replacement, Composites 
Innovation and Most Promising Startup 
or Newcomer.

According to Composites Cluster MD, Andy 
Radford, the awards will play a key role in advanc-
ing the country’s advanced manufacturing agenda.

“As we push to consolidate and develop our 
manufacturing strategy, it is essential that as a 
collective, government and private sector stake-
holders identify, promote and reward innovation 
in the advanced manufacturing and composites 
industry,” he commented.

The National Advanced Manufacturing 
Innovation Awards will take place as part of the 
inaugural African Advanced Manufacturing 
and Composites Show which will be held at the 
Nelson Mandela Bay Stadium in Port Elizabeth 
from 7 to 9 November this year. Several interna-
tional delegations have already confirmed their 
participation, including leading companies from 
France and Germany, while a focused campaign 
will draw dominant advanced manufacturers 
from Africa.

“While manufacturing remains an essential 
part of South Africa’s economy, contributing 
around 19% of GDP, our efforts towards Advanced 
Manufacturing in South Africa are highly 
fragmented, but we do have significant pockets of 
excellence,’’ said Radford.

“The African Advanced Manufacturing and 
Composites Show will not only bring all the key 
role-players and technology partners together 
towards a common vision, it would also inspire 
emerging engineers. Three-dimensional printing, 
lasers, automation and artificial intelligence are 
exciting tools to encourage a new generation of 
engineers and scientists but we need to expose 
them and industry to these technologies and there 
is no time to waste,” Radford said.

“The message is clear that certain manufac-
turers and manufacturing countries will ensure 
their sustainability and growth in Industry 4.0 
where others will be left increasingly far behind in 

servicing an increasingly demanding global client 
base,” he concluded.

Visit www.africanadvancedmanufacturing-
show.co.za for more information. ■

Awards to Recognise and Inspire 
SA Manufacturers

Andy Radford (left) with Steve Grey of the Workerspace Foundation, one of the National 
Advanced Manufacturing Innovation Awards entrants.
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More than 80 classic cars will be auctioned at 
Concours South Africa 2018, which takes place at 
Steyn City near Sandton from 10 to 12 August. This 
marks the first time an international classic car 
auction, scheduled for the evening of August 11th, 
will be held on local soil.

Conducted by Coys of London, the auction 
will be held at The Shed, a dedicated eventing 
structure at Steyn City and will be headlined by 
75 cars from The Plitt Portfolio. This amazing 
collection of cars being put up for auction by 
Johannesburg-based classic enthusiast Wayne Plitt 

represents just a small portion of his collection that 
began way back in the late 1980s. Other classics 
to be auctioned include a rare Maserati Khamsin 
AM120 prototype, a 1973 creation of which only 
five were built.

“The Coys Catalogue is being distributed to 
25 000 of their clients internationally and there will 
be international on-line bidding from enthusiasts 
all over the world, on the night, as well as bidding 
on the floor at Steyn City,” said Concours South 
Africa organiser Paul Kennard.

Highlights of the Plitt Portfolio to be 
auctioned include a 1935 Singer Le Mans with 
Fox and Nicholl coachwork, a completely original 
unrestored 1968 Ford Shelby Mustang GT 500, a 
1950 Jaguar XK120, a 1990 Porsche 964 RS N-GT 
and a 1963 Alfa Romeo Giulia SS 1600.

For more information on the event or 
the auction, visit the Concours South Africa 
website at www.concourssouthafrica.com, 
or contact organiser Paul Kennard on paul@
concourssouthafrica.com. ■

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

Huge Classic Car Auction at 
Concours SA 2018

A completely original unrestored 1968 Ford Shelby Mustang GT 500 is one of the cars to go on auction.
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