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It’s offi  cial! Nissan South Africa will start 
producing the Nissan Navara at its Rosslyn plant 
in November 2020 and export it to both left - and 
right-hand drive markets in Africa.

Th e announcement follows several years 
of speculation, aft er Nissan fi rst announced 

that it was competing for the Navara contract 
aft er it had made a signifi cant investment in 
partnership with the Automotive Industry 
Development Centre (AIDC) to develop a 
training facility for the skills needed for future 
production models.

Nissan made the offi  cial announcement 
on 10 April, when Group Managing Director, 
Mike Whitfi eld, was joined by President Cyril 
Ramaphosa at the plant to announce an investment 
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NISSAN TO INVEST R3 BILLION 
IN SA FOR THE PRODUCTION 

OF THE NEW NAVARA

From left to right: Francois Bailly, 
Nissan Global Vice President for Light 
Commercial Vehicles, Mike Whitfi eld, 
Managing Director, Nissan Group of 
Africa, His Excellency, Norio Maruyama, 
Ambassador-Designate for Japan in South 
Africa, Mr David Makhura, Premier of the 
Gauteng Province, Mr Ernest Mahlaule, 
Board Chairman of the Gauteng Growth 
and Development Agency, Mr Peyman 
Kargar, Senior Vice President, Chairman 
of Management Committee for Africa, 
Middle East, and India (MC AMI) and His 
Excellency, President Cyril Ramaphosa, 
President of the Republic of South Africa.
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of R3 billion in equipment and train-
ing. Of this, Nissan will invest R2.14 
billion and its partners and suppliers 
will add an additional R860 million 
in new capital investments.

Nissan believes that the invest-
ment will generate in excess of R5.8 
billion in new economic activity 
a year, once the plant is fully op-
erational and it moves to two shift s. 
With two production shift s, Nissan 
is expected to create 400 new per-
manent jobs, with another 800 to be 
added by component manufacturers.

“We will add another 30 000 
units a year to our current produc-
tion (of 35 000 units) as a fi rst step,” 
said Whitfi eld at the opening. He 
also pledged to increase the Navara’s 
local content from 38% at the start of 
production to 48% in the short term.

For Whitfi eld, the offi  cial an-
nouncement sees the end of several 
years of negotiations, where Nissan 
South Africa competed for the 
contract against other production 
facilities from across the world.

During this period, Nissan 
invested heavily in training and 
development to raise its plant 
productivity and quality levels, 
which also benefi tted the current 
production of the Nissan NP300 
Hardbody and NP200 pick-ups. It 
also increased its reach into Africa, 
with a new structure and senior 
representation in East, Central and 
West Africa.

Nissan’s announcement 
coincides perfectly with the recent 
announcement by the Department 
of Trade and Industry to introduce 
a revised Automotive Production 
and Development Programme for 
the period 2020 to 2035. While 
the underlying goals and incentive 
structures are diff erent to those of 
the current APDP, it does provide a 
stable, long-term planning window 

for companies such as Nissan and 
others to invest.

One of the changes in the 
new APDP is a sharper focus 
on enterprise development in 
the component supply base. In 
recognition of this goal, Nissan said 
that it would increase the number 
of black-owned suppliers that it 
has incubated in partnership with 
the AIDC from 8 to 15, and that 
it will work to further increase its 
business with its 318 current BBBEE 
suppliers, which represent 34% of 
its supplier base.

“Now we have the new SA 
Automotive Master Plan (the new 
APDP) which will shape the industry 
to 2035. Th is is the background 
that allowed Nissan South Africa 
to assertively campaign for the 
right to build the next-generation 
Nissan Navara at our Rosslyn plant,” 
said Whitfi eld.

In response, President 
Ramaphosa said: “Automotive is 
already the largest part of South 
Africa’s manufacturing sector, 
contributing around 7.0% of GDP 
annually and accounting for a third 
of manufacturing output. I am 
delighted that Nissan will produce 
the Navara here and congratulate the 
employees for their eff orts in secur-
ing this important model.” 

Th e locally built Nissan Navara 
will be a facelift  of the model 
currently sold in South Africa and 
will see, for the fi rst time, a range of 
single- and cab-and-a-half models. 
Nissan also said that it will be 
producing the new pick-up in both 
left - and right-hand drive variants, 
which will allow it to export to over 
45 countries in Africa.

According to Peyman Kargar, 
the chairman of Nissan’s Africa, 
Middle East and India division, 
the decision to build the upgraded 
Nissan Navara in South Africa is 
foundational to its plans to expand 
its market share in the region.

“Africa is an essential part of 
Nissan’s M.O.V.E. to 2022 midterm 
plan in which we aim to double our 
presence across the Africa, Middle 
East and India (AMI) region. We 
already have a strong industrial 
footprint in Africa, including plants 
in Egypt, Nigeria, South Africa 
and a planned facility in Algeria. 
[Our] announcement highlights the 
continuing evolution of Africa as 
one of the most important global 
markets. In South Africa, this is sup-
ported by the government’s creation 
of a stable environment for long-term 
investment,” said Kargar.

Speaking to media aft er the 
event, Kargar also confi rmed that 
Nissan South Africa remains an 
important light commercial vehicle 
hub for the company. It is expected 
that the Rosslyn plant will become 
an anchor LCV production facility in 
the Nissan AMI region, responsible 
for 15% of all production output 
for the company in the region and 
that Alliance partners Renault and 
Mitsubishi would be able to produce 
at the plant, if they chose to do so.

Th e R3 billion investment in 
the expansion and modernisation of 
Nissan’s Rosslyn plant is the biggest 
and most comprehensive since the 
company was established in South 
Africa in 1963.

“Th e Navara is the perfect 
model for South Africa, and this 
announcement is a highlight of our 
56 years here. It will result in the 
further modernisation of our plant, 
including a new fl exible manufactur-
ing line, to off er customers a level of 
quality on par with the best facilities 
in the Nissan Group.” ■
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to readers, neither the editor, the 
proprietors, nor the publishers 
can accept any responsibility 

for any damages or injury which 
may arise therefrom.

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

Automotive contributes 
around 7.0% of South 
Africa’s GDP annually.
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BY ROGER HOUGHTON

Haval, the go-getting Chinese SUV brand, 
has issued its South African sales fi gures for 
the fi rst time. I don’t know if this decision 
by the Haval management team was spurred 
on by the comment in the detailed sales data 
section of the March edition of AutoLive, 
but at least we now have a monthly sales fi g-
ure aft er much speculation in the industry.

It was generally estimated that Haval, 
the luxury brand of Great Wall Motors 
(GWM), was selling 400-odd vehicles a 
month. It therefore rocked some of the 
people in opposition camps when it retailed 
an impressive 631 units in March, making 
it the fi rst Chinese brand to sell so many 
passenger cars in a single month. In fact, the 
only other Chinese brands reporting sales 
for March were commercial vehicle makers 
FAW (93), Powerstar (28) and JMC (56).

Haval are not reporting details of 
sales by model, but Lightstone Auto has 
estimated the split at 300 H2, 245 H1, 48 
H6C, 30 H6 and 8 H9.

Parent brand GWM, which has been 
on the local market since March 2011, sold 
a cumulative 31 651 units in the eight years 
until the end of 2018, hitting a peak in 2012 
when it retailed 7 717 units (2 233 passenger 
cars and 5 484 LCVs). 2016 was the low 
point with only 775 units old, split 159 
passenger and 616 LCVs. It is now enjoying 
a renaissance and sold 2 554 units in 2018, 
with YTD sales in 2019 standing at 587 
vehicles.

Th e March performance by Haval put it 
ahead of many established brands, includ-
ing Jaguar Land Rover (368), Volvo Cars 
(224), Fiat Chrysler (203), Mitsubishi (201), 
Opel (155), Porsche (144), Peugeot (101) 
and Subaru (96). Haval was also not too far 
behind Honda (744) and Mahindra (671).

Sales of passenger cars in March were 
also lower than the corresponding month 
in 2018 for the third consecutive month, 

according to NAAMSA. March car sales 
of 30 348 units were 5.6% below the 32 153 
units sold 12 months previously.

Total vehicle sales in March amounted 
to 47 718 units and were 3.1% below the 
March 2018 fi gure. An estimated 41 235 
units – or 86.4% – represented dealer sales, 
while 6.6% went to the rental industry, 
4.3% to government and 2.7% to industry 
corporate fl eets. Domestic LCV sales 
showed a year-on-year gain of 1.9%, with 
medium and commercial vehicle sales up 
by 6.2% while heavy truck and bus sales 
declined by 1.7%.

March export sales of 37 296 units 
represented a substantial increase of 23.7% 
compared to the 30 161 units exported in 
March 2018. Th e momentum of vehicle 
exports should increase further during the 
course of 2019 and could reach 400 000 
units compared to the 351 139 units shipped 
out of SA in 2018.

NAAMSA said that prospects for 
domestic new vehicle sales in 2019, 
particularly passenger cars, will continue 
to be aff ected by the depressed current 
macroeconomic environment and con-
tinuing pressure on household disposable 
income. Higher food, fuel and electricity 
prices, a weaker exchange rate against 
all major currencies and load shedding 
continued to dampen already low levels of 
business and consumer confi dence during 
March. In addition, ABSA’s Purchasing 
Manager’s Index declined for the third 
consecutive month.

However, there were some positives: 
no increase in interest rates by the Reserve 

Editor’s Note
Th is month’s issue of 
AutoLive makes for very 
interesting reading.

As always, we put the 
monthly sales fi gures into 
perspective and share the 
views of various key industry 
players on the state of the 
local motor and related indus-
tries. We also report on SA’s 
exports into the rest of Africa 
and once again, this fi gure seems to be the only consistent 
light at the end of the depressed industry tunnel.

Speaking of exports, Ford recently announced that it will 
henceforth be exporting the Ranger to markets around the 
world from the Port Elizabeth Harbour.

Th ere has been plenty of moving and shaking going on in 
the industry over the last month. Not only have we welcomed 
some newcomers, but a few well-known faces have also reap-
peared. We wish everyone luck in their new positions.

Delving deeper into the local automotive sector, the 
annual South African Automotive Supplier Industry 
Benchmark Report, produced for NAACAM, was released 
last month. Th e report is based on extensive research and 
benchmarking activities and highlights key benchmark 
data for local suppliers as well as comparators from both 
developed and less-developed regions. It off ers some valuable 
insight for suppliers and is certainly worth a read.

Also providing food for thought is the prediction by 
industry experts that the motor body repair sector is in for a 
major shake-up, brought about by various factors that have 
come into play over the past 30 years. Ultimately, though, the 
consumer will be the winner as service delivery will improve 
as a result.

Another very interesting read in this issue of AutoLive 
is the tale of Carlos Ghosn’s rise and fall in the automotive 
world, as well as the factors that infl uenced both. It has all the 
makings of a soap opera!

On the remaining pages of AutoLive you will be able to 
read all about some very hot new models on the local market. 
At the same time we bring you up to date on the goings-on in 
the commercial vehicle sector and we highlight the sterling 
work the local industry keeps doing in terms of Corporate 
Social Responsibility.

We continue striving to bring you an up-to-date, well-
balanced and informative review of South Africa’s automo-
tive and related industries. As such, we always welcome your 
contributions, input and constructive criticism.

Liana Reiners,
Editor
liana@autolive.co.za

To advertise in  contact

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

continued on next page 

Haval Issues Sales 
Figures at Last

Haval rocked some of the 
people in opposition camps 
when it retailed an impressive 
631 units in March.
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Bank, as well as the decision by Moody’s to delay its review of SA’s credit rating were 
welcome reprieves.

NAAMSA expects an improved second half performance in terms of vehicle sales in 
anticipation of an improved economic growth rate for the year, while industry produc-
tion levels should continue to benefi t from strong export sales.

WesBank Comments

“WesBank data shows a slowly shift ing trend 
away from fi xed rate deals – good fi nancial prac-
tice in a low-interest rate environment – towards 
linked deals, which are now in the majority,” 
said Ghana Msibi, WesBank Executive Head of 
Motor. With interest rates unlikely to decline in 
the short term the opportunity to fi x rates in your 
vehicle fi nance contract remains.”

He added that consumer demand across 
the board was down again, as evidenced by 
sales through the dealer channel (down 8.7% for 
passenger cars and 3% for LCVs).

NADA Comments

“Th e new vehicle market continues to perform within our expectations of a downward 
trend, as consumers fi nd themselves increasingly under pressure,” commented Mark 
Dommisse, Chairperson of the National Automobile Dealers’ Association (NADA), 
which represents franchised car and commercial vehicle retailers in South Africa.

“Many dealer principals within the NADA network have commented on noticeably 
slower foot traffi  c on showroom fl oors. Th is is clearly a sign of economic pressures on 
household budgets. Dealer sales in the fi rst three months of 2019 amounted to 110 628 
units, which was 6.4% lower than dealer sales of 118 158 units for the same period a year 
ago,” added Dommisse. ■

Exports of South African-built vehicles into other countries in Africa rose by 14% 
to 6 250 units in the fi rst quarter of 2019 compared to the same period a year ago. 
However, this latest fi gure in still 14% lower than the 2016 fi gure of 7 157 units.

Th e two Japanese makes, Toyota and Nissan, continued their ongoing domi-
nance in this business, being responsible for 4 444 units or 71% of total exports, 
made up of 2 458 Toyotas and 1 986 Nissans. Isuzu was next best in the export 
stakes, shipping 693 units in the three-month period. Ford exported 442 units and 
Volkswagen came in with 247 exports, all going to the island of Reunion. Th e only 
other exports above 100 units were Volvo Trucks (114) and Honda (101).

Kenya and Ghana are the dominant destinations, taking 852 and 818 SA-built 
units respectively. Next best was Zambia with 483 units.

Exports in March at 2 477 units, were only marginally up on the fi gure of 2 332 
units in March 20218. Toyota and Nissan shared 76% of this total, with 1 015 Toyotas 
and 864 Nissans. Isuzu shipped 239 units and Volkswagen 176, all the latter going to 
Reunion. Ghana (380), Kenya (248) and Ivory Coast (206) were the only countries to 
take more than 200 units in the month. ■

 continued from previous page

Exports of SA-Built Vehicles Into 
Africa Rose 14% in First Quarter

Ghana Msibi, WesBank 
Executive Head of Motor.



Subscribe for free @ www.autolive.co.za  Page 5

Snippets

Past Presidents of NAAMSA
Th e retirement of Nico Vermeulen as Executive 
Director of NAAMSA and his succession by Mike 
Mabasa, drew attention to this very important 
industry organisation. One of the interest-
ing things that came to light was a list of the 
NAAMSA presidents since 1981 that was compiled 
by the NAAMSA team in Pretoria. It makes 
interesting reading.

NAAMSA Presidents: 1981: Lou Wilking 
(General Motors); 1982-1984: Colin Adcock 
(Toyota); 1985-1987: Peter Searle (Volkswagen); 
1988-1991: Spence Sterling (Samcor); 1992-1994: 
Bert Wessels (Toyota); 1995–1997: John Newbury 
(Nissan); 1997–2000: Christoff  Kopke (Mercedes-
Benz); 2001-2004: Ian Robertson (BMW); 
2005–2008: Johan van Zyl (Toyota); 2009 2012: 
David Powels (Volkswagen); 2013–2016: Johan van 
Zyl (Toyota); 2016–2017: Mike Whitfi eld (Nissan); 
2017-present: Andrew Kirby (Toyota). ■

Ford and Mahindra 
Negotiating Joint Venture

Ford is obviously wanting to cover all its bets and 
is now, reportedly, close to a joint venture deal with 
Mahindra in India in addition to its increasingly 
wide-ranging partnership with Volkswagen.

Th e Mahindra deal evidently involves 
setting up a joint venture company with the 
Indian company holding 51% of the shares and 
Ford 49%. It seems Ford will transfer most of its 
current automotive business in India to the new 
entity, including assets and employees, reports 
Automotive News.

Mahindra will not give details but says it has 
already been working on joint projects with Ford 
since 2017. Th is partnership involved building new 
cars together and developing electric variants. ■

More Jaguar Land Rover 
EXPERIENCE information

We have obtained further information about 
the JLR EXPERIENCE that opened recently in 
Lonehill, Johannesburg: Th e total investment 
in the amazing facility is around R100-million 
and Celeste Torline, the Manager of the JLR 
EXPERIENCE Centre, says that this facility is a 
development of an ongoing initiative that had its 
own fl eet of vehicles and employed permanent and 
contract staff , but was not located at a complex 
such as the new facility in Lonehill.

Sean Renton, who runs operations at Lonehill, 
has more than 18 years’ experience in the business 
of engaging with existing and potential customers, 

while creating memorable experiences for partici-
pants. Th e JLR retail network has a preferential 
rate for using the centre and the fact that several 
of the facilities, such as restaurant, theatre, and 
conference rooms makes for sustainability.

“Th e centre is here to support the entire Jaguar 
Land Rover business in South Africa,” explained 
Torline. “Th e facility aff ords our iconic brands 
– and the lifestyles that go along with them – expo-
sure to a much broader audience.” ■

VW Signs Contract with Ford 
for Amarok Successor

According to reports, Volkswagen Group has 
signed an initial contract to develop a successor to 
the VW Amarok pickup with Ford. VW also said 
it is continuing discussions about extending its 
alliance with Ford to include autonomous driving 
and mobility services.

In January, VW and Ford agreed to develop a 
range of commercial vehicles and explore cooper-
ating on electric and autonomous cars as part of an 
alliance designed to save each automaker billions 
in costs.

“We are in constructive talks about taking a 
stake in Argo, the Ford division for autonomous 

driving. A joint company for off ering mobility 
as a service is also a possibility,” Volkswagen 
Commercial Vehicles CEO Th omas Sedran said.

Ford bought Argo AI, a Pittsburgh-based 
self-driving startup, in 2017 but development costs 
for autonomous cars have spiralled in recent years, 
leading several automakers to seek alliances and 
outside investors.

Last month, Th e Wall Street Journal reported 
that VW is preparing to invest $600 million as an 
equity investment in Argo, with each company 
owning half of the business. VW would invest 
$1.1 billion in working capital for the entity’s R&D 
operations, the report said. ■

Jaguar I-PACE wins big 
at World Car Awards

Th e all-electric Jaguar I-PACE completed a 
historic treble at the 2019 World Car Awards. Not 
only did it win the coveted 2019 World Car of the 
Year and World Car Design of the Year titles – 
equalling the success of the F-PACE in 2017 – it 
was also named World Green Car.

I-PACE is the fi rst model ever to win 
three World Car titles in the 15-year history of 
the awards.

Th is latest win for the I-PACE, awarded at 
the New York International Auto Show by a panel 
of 86 motoring journalists from 24 countries, 
comes just weeks aft er it claimed the European 
Car of Year title, and affi  rms its status as the 
most desirable premium electric vehicle (EV) in 
the world. ■

VW is preparing to invest $600 
million as an equity investment in 
Argo, with each company owning 
half of the business.

An aerial view of the impressive Jaguar 
Land Rover EXPERIENCE Centre 
in Lonehill.
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BMW Group South Africa recently opened a 
new R260 million campus in Midrand, Gauteng. 
Th e Midrand Campus now consists of BMW 
Group South Africa’s head offi  ce, BMW Financial 
Services, a new Dealer Training Centre, offi  ce 
space for an additional 500 colleagues, and a new 
Welcome Centre, restaurant and gym.

Th is project is the latest in a series of invest-
ments completed in SA over the past two years 
by the BMW Group. Th ese include a R6.1 billion 
investment into Plant Rosslyn for the ramp-up 
of the new BMW X3, a R73 million all-new 
training centre at Plant Rosslyn, a R260 million 
co-investment in an all-new regional distribution 
centre (RDC) – also in Midrand – and R2.2 billion 
invested by dealer partners into the dealer network.

As part of the Midrand Campus develop-
ment, a brand-new technical and non-technical 

dealer training facility has been built. Th e 
5 500 sqm, R109 million facility off ers train-
ing on all BMW Group brands for the Dealer 
Network. Th e centre can host 220 training 
delegates and contains 17 lecture rooms. It also 
off ers a MerSETA-aligned Apprentice Training 
Programme to ensure the Dealer Network has a 
pipeline of technicians.

Th e Training Centre plans to deliver 150 000 
training man hours in 2019.

Commented Dr Herbert Grebenc, Senior Vice 
President: Real Estate Management and Corporate 
Security at BMW AG: “Th e offi  ce of today is 
no longer a mere work address. It is a means to 
excite, inspire and connect our people and a key 
enabler for our business success. Th e new Midrand 
Campus symbolises the innovation, sustainability 
and the focus on our people that have always been 
at the core of our philosophy.”

Th e BMW Group Midrand Campus represents 
international best practice, with sustainability 
at its core and was constructed with the highest 
standards of sustainability. Re-using a warehouse – 
not an all-new build – is testimony to BMW’s com-
mitment to sustainable principles.  Additionally, all 
established trees were moved, not felled, and trees 
that were unable to be transplanted were donated 
to good homes. ■

New State-of-the Art New State-of-the Art 
Campus for BMWCampus for BMW

The reception area of BMW’s new 
R260 million campus in Midrand.

“The offi ce of today is no longer a 
mere work address. It is a means 
to excite, inspire and connect our 
people and a key enabler for our 
business success.”

BMW Group Midrand 
Campus interesting facts

 ■ Total man hours worked: 600 000 hours
 ■ Total concrete poured: 1 600 cubic metres
 ■ Total bricks: 1.4 million bricks
 ■ Total litres of paint: 21,500 L
 ■ Additional parking bays 1 200 (of which 20% 

for alternative energy vehicles)
 ■ Structural steel erected: 190 tons or 32 

African elephants
 ■ Aircon ducting: 4 km
 ■ Electrical cables: 11 km
 ■ Water piping: 1.2 km
 ■ New paving:  12 000 square metres or two 

soccer fi elds
 ■ Running track: 1 km
 ■ Injuries on site: 0

http://www.suzukiauto.co.za
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Change in Management at 
Messe Frankfurt USA and SA

Eff ective 1 April 2019, Konstantin von Vieregge, 
Managing Director of Messe Frankfurt South 
Africa, moved to Atlanta to assume the position 
of president at Messe Frankfurt Inc. He was 
succeeded by Joshua Low, who has already been 
Group Exhibition Director at Messe Frankfurt 
South Africa since June 2017.

Said Messe Frankfurt Executive Board 
member, Detlef Braun: “Over the past three years, 
Konstantin von Vieregge has demonstrated that 
he is the right person to lead a growth-oriented 
organisation for the Messe Frankfurt Group. He 
already has managerial experience in the USA, 
is very familiar with the culture there and has 
the marketing, sales and trade fair expertise 
necessary in the market segments that are 
relevant for us.” Von Vieregge will be assuming 
overall managerial responsibility for the North 
American market.

Th e Managing Director position in 
Johannesburg was taken over by Joshua Low as 
of April 1st. Low was Group Exhibition Director 
at Messe Frankfurt South Africa since June 2017. 
“Joshua Low is an acknowledged trade fair expert 
who previously worked for Specialised Exhibitions 
Montgomery, one of the largest trade fair compa-
nies in South Africa,” commented Braun.

Th is change in management also welcomes a 
new senior management structure which you can 
view on the corporate website :
https://za.messefrankfurt.com/johannesburg/en/
company/meet-the-team.html.

Messe Frankfurt South Africa was founded 
in 2007 and has been a subsidiary of the Messe 
Frankfurt Group since 2014. Its portfolio currently 
includes Automechanika Johannesburg, Futuroad 
Expo, the Festival of Motoring, Photo & Video 
Experience, the Source Africa and ATF textile 
shows and the Cape Town International Boat 
Show. Messe Frankfurt currently has just over 30 
employees in South Africa. ■

A new PR team for Jaguar 
Land Rover SA

Jaguar Land Rover South Africa and sub-
Sahara Africa has announced new additions 
to its PR team. Baxolile Msomi is the 
new Communications and PR Manager, 
and Tina Pienaar-Smit the new PR and 
Sponsorship Specialist.

Pienaar-Smit has been a proud Jaguar Land 
Rover employee as Sponsorship Manager for nearly 
11 years, and in that time has been instrumental in 
leading numerous projects including sponsorships 
for the Jaguar Simola Hillclimb, Springbok and 
Stormers Rugby, two Rugby World Cup campaigns 
in 2011 and 2015, the Absa Cape Epic and the 
award-winning Two Icons Tour.

She has taken over the day-to-day Public 
Relations operations from Izak Louw, who has 
returned to Product and Pricing aft er making a 
tremendous contribution to the PR team in the 
last year.

Msomi has worked in the motor industry 
for six years and has been with Jaguar Land 
Rover as Communications Manager since 2015. 
She is now responsible for the strategic direc-
tion of brand communication as well as Public 
Relations for Jaguar Land Rover South Africa 
and sub-Sahara Africa, reporting to Lisa Mallett, 
Marketing Director. ■

Appointment of New President at 
Honda Motor Southern Africa

Honda Motor Southern Africa announced 
the appointment of Hiroyuki Tazawa as the 
new president, eff ective immediately. Hiroyuki 
Tazawa succeeds Toshiaki Konaka, who has been 
appointed as Regional Head of Africa Middle East 
Regional operations.

Tazawa joined Honda in 1990 and has gained 
extensive automotive experience. During his career 
at Honda, he has obtained expertise through the 
organisation within the sales, product planning 
and logistics divisions. He held a management role 

within the Japanese domestic automobile market 
and has worked in the Middle East, specifi cally in 
Iran, where he acquired valuable experience in the 
motorcycle division. ■

New Head 
of Domestic 
Motorcycles 
at Honda

Honda 
Motorcycles 
Southern 
Africa recently 
announced the 
appointment of 
Riaan Fourie as 
Head of Domestic 
Motorcycles.

Fourie has 
over 20 years’ 
experience within the motorcycle manufacturing 
and retail sectors. He previously held a posi-
tion as National Sales Manager within Honda’s 
Motorcycle division before moving to dealer level, 
where he acquired valuable expertise as a Dealer 
Principal and Aft er Sales Manager respectively.

Honda Motorcycles Southern Africa believes 
Riaan’s appointment will further enhance the 
key objectives of strengthening the domestic 
motorcycle business. ■

Industry Veteran Joins 
Suzuki PR Team

Suzuki South Africa welcomed Toni Herbst to 
its public relations team on 1 April 2019. Herbst 
is well known in motoring circles across SA and 
joined the team with 29 years’ experience in the 
automotive sector.

“We are very excited to welcome someone with 
Toni’s experience and track record to the Suzuki 
team,” said Megan MacDonald, who recently 

People

Konstantin von Vieregge. Baxolile Msomi.Joshua Low. Tina Pienaar-Smit. Hiroyuki Tazawa.

continued on next page 

Riaan Fourie.
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took up the role of Head of Marketing and PR 
at Suzuki.

Herbst took over the responsibilities of 
Chelsy Pinto, who joined Suzuki in April 2018 
and has taken on a more exclusive role in product 
planning. MacDonald, in turn now looks aft er all 
marketing, promotions and communications for 
the Japanese group in her more executive position.

In her new role as Media Liaison for Suzuki, 
Herbst will look aft er all media activities for the 
brand, including new vehicle launches, vehicle test 
drives and all media enquiries.

She is no stranger to Japanese automo-
tive brands, though. She started her career as 
administrative assistant at Toyota South Africa 
Motors in 1989 and progressed rapidly through 
positions in administration, public aff airs and then 

communications to her fi nal position as Senior 
Communications Offi  cer for Toyota.

From here, Herbst joined Peugeot Citroën, 
where she worked as General Manager for Public 

Relations for nine years. In her last role prior to a 
short sabbatical, she worked closely with motoring 
journalists and industry representatives as General 
Manager of the SA Guild of Motoring Journalists. ■

Toni Herbst. Megan MacDonald. Chelsy Pinto.

Th e annual South African Automotive Supplier 
Industry Benchmark Report, produced for the 
National Association of Automotive Component 
and Allied Manufacturers (NAACAM) was 
released at the end of March. Based on extensive 
research and benchmarking activities conducted 
by specialist consultancy B&M Analysts, the report 
takes a deep dive into the automotive sector of 
South Africa, highlighting key benchmark data for 
local suppliers as well as comparators from both 
developed and less-developed regions.

Th e latest report shows assembly growth in 
the automotive industry, extending beyond our 
borders to other African countries, including 
Algeria and Morocco, as well. Focusing on SA 
specifi cally, light vehicle volume increased by 1.4% 
in the past year, reaching 582 000 units in 2018, 
and is projected to hit a total of 642 000 by 2020.

As far as supplier performance goes, South 
Africa showed some positive results, with domestic 
suppliers increasing their average Rand sales in real 
terms by 10.7% in the last two years. Commented 
Renai Moothilal, NAACAM Executive Director: 
“We are pleased to see that the local suppliers’ 
growth is far stronger than the comparative 
production volume growth for the SA OEMs.

“It is encouraging to note that the top-
performing 25% of local suppliers achieved sales 
growth of 16.5% or better, in the last year. Th ese 
fi ndings suggest that local fi rms are securing 
increased diversifi ed local business opportunities 
at a Tier 1 and Tier 2 level and not solely dependent 
to OEM volumes,” Moothilal added.

However, the report also outlines a dip in the 
number of customer respondents that believe there 
are opportunities to increase their current buy 
with SA Tier 1 fi rms. Moothilal’s opinion on this 
is clear: “Despite this, opportunities do still exist 
with local OEMs in the areas of supplying more of 
current products, supplying additional products 
in the existing range, and supplying newly 
developed products.”

From an enhancement and localisation 
perspective, the report presented a few important 
points for consideration, encouraging South 
African-based suppliers to unlock possibilities for 
growth by further localising their operations.

While some progress has been made in 
relation to the stock holding of raw materials, the 
report made it abundantly clear that far more focus 
is needed on the reduction of this high-cost item 
for local suppliers as it is still considered the largest 

waste cost. Suppliers should, therefore, continue 
to implement Supply Chain Management (SCM) 
best practices to further reduce raw material stock 
levels. Th is focus on reducing raw materials should 
go hand in hand with an increased and proactive 
drive to localise and reduce import levels.

Th e localisation drive must be two-fold; fi rms 
should identify value-added opportunities that 
they can undertake themselves, as well as those 
that can be utilised by local suppliers. Th is is 
crucial in support of achieving a short-term local 
content target of 42% for the SA-based OEMs 
by 2023, and taking the industry up to the 60% 
average targeted by the SA Automotive Masterplan 
to 2035.

Speaking at the launch of the report, Douglas 
Comrie, B&M Analysts MD, noted: “Whilst the 
South African Automotive Supplier Benchmark 
Report 2019 confi rms that local suppliers are, 
in many cases, well positioned to grow through 
increased localisation and/or exports, levels of 
investment and skills development spend had to 
be increased rapidly or component manufacturers 
would fi nd themselves not well placed to unlock 
the opportunities that the new policy framework 
gave them”

Th e South African Automotive Supplier 
Industry Benchmark Report is jointly delivered 
with B&M Analysts as part of NAACAM’s eff ort to 
keep local component manufacturers and industry 
stakeholders up to date with relevant sector trends 
and developments, and make informed decisions 
in an always changing global automotive manufac-
turing landscape. ■

Growth Opportunities for Local 
Suppliers Lie in Increased Localisation
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BY ANDREW MARSH OF 
AUTO INDUSTRY CONSULTING IN THE UK

(Reprinted with permission from Automotive Refi nisher)

Here follows a tale of corporate posturing and 
growth over many years. But you will not believe 
the scale of personal reward!

Renault had existed under the wing of the 
French government for many decades, to the 
point where it had lost its way with famously iff y 
products like the Renault 9/11 (Look, my glove box 
is broken. OK, so I have to buy a new dash. Look, 
my monotrace front seats don’t work. OK, so I have 
to buy the same thing which will break again.) and 
Renault 21 (Look, why is the smaller engine trans-
verse yet the slightly bigger engine is longitudinal? 
OK. Just buy the damn car. Look, the interior is dis-
integrating. OK, I’ll just buy some new parts which 
will do the same.). Renault even stumbled into the 
US, buying AMC – which allowed Wrangler to 
fi nally have proper chassis engineering for the ‘TJ’, 
although this did not appear until 1996.

Th ings went so badly for Renault that by 1984 
it was losing a billion Francs each day. Th ey could 
not pay the interest on the debt, let alone a single 
Franc of the debt.

Th e French government intervened, and 
appointed a new leader, Georges Besse, in 1984. He 
immediately set about cost-cutting measures. In 
truth Renault needed to stop ignoring the advance 
of quality exemplifi ed by Japanese vehicles and 
start realising that people would only buy vehicles 
if they were not only capable of crossing the Sahara 
desert on virtually no fuel, but also had interiors 
and equipment that worked for far longer than 
30 seconds.

Revolution as Disaster Beckons

Georges Besse was murdered by a terrorist group 
in 1986, but the revolution at Renault was already 
underway. His replacement, Raymond Lévy, 
initiated the biggest part of the turn-around: new 
vehicles. Starting with the tail end of the ‘old’ 
system, Clio was followed by Mégane I, the Scenic 
MPV, Laguna I and more. In all spheres Renault 
went from back-of-the-fi eld joke to front-runner. 
Suddenly Renault had durability, quality and fl air.

Partnership (and a failed attempt at marriage) 
with Volvo gave deeper understanding to vehicle 
safety. In fact, the very fi rst Euro NCAP fi ve-star 
car was the 2001 Renault Laguna II. I was working 
at Saab on the day of the announcement, and the 
telephone wires between Trollhattan and Volvo 
glowed red all day. How? Who? What!!!!

Louis Schweitzer continued the revolution in 
1992, as Renault had – by now – cleared its debt 
and was ready for privatisation. Th e guidance of 
Besse, Lévy and Schweitzer was of the very best 
kind – pragmatic and clever. All knew that Renault 
was too small to survive alone, and it continued to 
seek an alliance with many companies to ensure 
long-term survival. For partners, the Renault off er 
was an ability to build low(er) cost vehicles with 
regular industry quality and real class-defi ning 
design fl air.

You see, if a company is behaving badly, is 
broke, and fi xes itself thanks to incredible intel-
lectual re-birth, it has credibility.

That Sinking Feeling

Nissan, at the time of Renault’s re-birth, went 
in the opposite direction. If the market receded, 
famously employees were re-deployed to sell cars, 
sweep streets, do community service – anything 
but be laid off . Th e product line was steeped in fa-
mously high quality, but the company had stopped 
listening to its customers around the world. Nissan 
decided what was best, and that looked very much 
like brown nylon slacks for all. No fl air. No design. 
Just bland.

Sales went south, to the extent that Nissan was 
in very real trouble. Just three model lines out of 
46 made any profi t. Discussions with Daimler had 
stalled, but Schweitzer helped position Renault to 
sign an Alliance with Nissan on 27 March 1999. 
Th e main architect of the deal was Carlos Ghosn, 
who was Schweitzer’s deputy. At the time of the 
Alliance, Nissan was eff ectively bankrupt – and 
Renault was not. So, Renault owned Nissan.

Ghosn was appointed Nissan’s Chief 
Operating offi  cer in June 1999. It was also around 

this time (September 1999) that Renault bought 
the Romanian car company, Dacia, which has 
subsequently played a big role in growing Renault 
Group volumes.

Ghosn became President of Nissan in June 
2000 and CEO a year later, whilst putting the 
‘Nissan Revival Plan’ into operation. Plants were 
closed. Product lines were deleted. Th e workforce 
was reduced. All of these things happened for the 
fi rst time at Nissan – just as Renault, at the same 
time, got rid of the truck business to Volvo, and 
bus business to Iveco.

Th e impossible became possible, as the two 
companies pragmatically sought to commonise 
component usage and investments for the greater 
good of the Alliance. Key to this was sharing the 
Renault car platforms with Nissan.

Nissan did not go bust, but instead fl ourished. 
Renault, always the smaller part of the Alliance, 
undertook to ensure their long-term health with 
ever-deeper drives of internal effi  ciency, using 
Nissan as their guide.

Commercial Success and Old Scores

One thing stuck in the throats at Nissan. Ghosn 
was a foreigner, and it had taken a foreigner to 
haul Nissan out of the mud. Th e bed rock of this 
corporate revival was all that hard work in the 
midst of ever-present threats of going bust, both for 
Nissan as well as Renault.

Ghosn became President and CEO of Renault 
in 2005, thus eff ectively chief of the Alliance. 
Business remained good, and the automotive 
world wondered if this solution could work for 
them. AvtoVaz (at the insistence of Mr V Putin 
via the French government), Samsung Motor and 
more joined the Alliance, and the power centred 
on Ghosn.

Tensions grew, especially when, during the 
2007 Renault bail-out, the French government 
insisted on a seat at the board. Whilst France 
regarded Renault as a national matter, they were far 
from unaware of the global reach of the Alliance. 
Nissan and the Japanese government were less than 
pleased, seeking to re-balance the Alliance now 
that Nissan was demonstrably the larger partner. 
In 2017 Ghosn stepped down as CEO of Nissan, 
handing power to Hiroto Saikawa – but retaining 
the role of Nissan president.

Th e addition of the Mitsubishi automotive 
division to the Alliance in 2016 tipped the Japan- 
centred part of the Alliance further away from 

Renault-Nissan-Mitsubishi Alliance 
Growing Pains

Andrew Marsh

continued on next page 
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Renault. Ghosn became the Chair of Mitsubishi, to 
assist in turning around the broken company – a 
company which fell out of an alliance with 
Daimler, survived the loss of its truck division, 
Fuso, to Daimler and the scandal over global 
warranty issues.

Arrests and Plots

Fast forward to 19 
November 2018. A 
private jet landed 
in Tokyo with 
Carlos Ghosn 
aboard, and before 
he could leave the 
aircraft  he was 
arrested and has 
spent months in 
gaol – only being 
released on bail 
aft er 108 days, but 

subsequently re-arrested and jailed. His wife had 
her cell phone seized and has subsequently fl own 
to Paris to appeal to the French government to help 
her husband in his plight.

On the same morning that Ghosn was arrested, 
initially the Nissan CEO, Hiroto Saikawa, held a 
press conference suggesting that Ghosn had done 
something ‘wrong’ – and events over the next few 
days led Nissan to claim Ghosn had hidden some 
of his multiple salaries to avoid paying tax. Th e pri-
mary motive was a two-level power struggle – Japan 
government and Nissan trying to oust the French 
government from one of its premier automotive 
businesses, and an internal struggle to place Nissan 
beyond enforced integration with Renault.

Nissan wants the French government – a 
small but signifi cant Alliance shareholder – out 
of the way. Th e Japan government would be 
quite happy to have Nissan at the helm of the 
Nissan-Mitsubishi Alliance, with Renault/Dacia/
Renault Samsung Motors/AvtoVaz as junior 
league members.

Th e sticky subject of compensation means that 
because Ghosn was President and CEO of both 
Nissan and Renault, corporate governance was 
perhaps not as robust as it should have been. In 
2011 Ghosn received a total benefi t of $5 million 
from Renault, and $8.7 million from Nissan ($13.7 
million in total). Th is built steadily until 2015, 
when he received $8.3 million from Renault and 
$9.2 million from Nissan ($17.5 million in total).

In addition to this there were incomes from 
Mitsubishi aft er 2016, AvtoVaz up to 2016, and 
from selected non-automotive companies. Th e core 
accusation is that Ghosn sought to hide $43 mil-
lion of previously undeclared income paid between 
2011 and 2015 to avoid paying tax.

Th en there are the troublesome satellite com-
panies, such as Zi-A Capital BV set up by Nissan 
in 2010 and Renault Nissan BV set up in June 
2017. Th e latter gained an employee, C Ghosn, in 
February 2018 and apparently paid that employee 
€7 million without the knowledge of directors in 
the main businesses. Th e signees who set up this 
company as well as allegedly approved transactions 
included offi  cers from Ghosn’s personal staff  as 
well as Nissan CEO Hiroto Saikawa. Awkward.

What enabled corporate grumbling behind 
closed doors to burst into public was the ever 
more extravagant spending by Ghosn. His latest 
marriage, for example, was set in 2016 at Chateau 
de Versailles, complete with all guests dressed in 
Marie Antoinette-themed costumes. Th is was not 
the only occasion of high-profi le spending, and 
fl ies in the face of traditional corporate Japanese 
modesty. Th ese actions just added to the underly-
ing tensions between the two companies and 
their executives.

Nissan’s View on Productivity

In 2011 Ghosn launched the Power 88 plan, which 
aimed to give the Alliance an 8 per cent share of 
the global market with an 8 per cent profi t margin. 
Notably, Nissan missed both goals.

Open disagreements with Nissan CEO Hiroto 
Saikawa surfaced when he publicly rejected the 
cost-focused policies of his estranged boss, Ghosn, 

during the press conferences aft er 19 November 
2018. It seems Nissan wants to hide from economic 
reality, that Nissan should be a powerful player 
in the automotive world and yet is happy with 
sub-optimal performance. Th e good old days. Now 
the tail is sliding back into the red.

On 23 November 2018 the Renault board 
agreed that the compensation paid by Renault to 
Ghosn between 2015 and 2018 was legal.

On 29 November 2018 Nissan, Mitsubishi and 
Renault publicly supported continued involvement 
in the Alliance.

On the 24 January 2019 Ghosn resigned 
from Renault, as the French government sought 
his release, on bail, from jail. Th e Japanese 
government did not comply. Th e role is now 
split between Jean Dominique Senard (Chair) 
and Th ierry Bolloré (Chief Executive Offi  cer). 
However, Ghosn still retains some minor roles 
within Renault.

Nissan called for an extra ordinary sharehold-
er meeting in April 2019 to formally remove Ghosn 
from the company and this has now happened.

Lessons Learned?

All too oft en knowledge from business growth 
in the midst of immense challenge is then lost as 
success changes the accounts from red to black 
ink. Nissan have completely forgotten that it was 
Renault that hauled them out of corporate paralysis 
and near bankruptcy – the corporate arrogance 
is fully re-asserted, and the corporate paralysis 
is fully in action yet again. Dreary product aft er 
dreary product appears, including the shameful 
trashing of the Datsun name stuck to products 
that have little or no design fl air. Sales around the 
world are sagging, and the rise of ‘Nissan First’ is 
not helpful or productive – either for the Alliance 
or the company.

On a wider scale – and this is where the whole 
circus around Carlos Ghosn is meant to distract – 
Japan big business bent money (aka industrial scale 
corruption) is alive and well. Th e authorities in 
Japan who exist to police such matters continue to 
do very, very little. ■

 continued from previous page

Carlos Ghosn was 
arrested in Tokyo, Japan 
on 19 November 2018.
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Earlier this month, Ford Motor Company 
of Southern Africa (FMCSA) hosted its an-
nual Careers Day for Grade 11 and 12 learners 
at its Silverton Assembly Plant in Pretoria, and 
Struandale Engine Plant in Port Elizabeth.

A total of 120 learners (80 in Pretoria and 
40 in Port Elizabeth), from various schools and 
socio-economic backgrounds, were exposed 
to the vast number of career opportunities 
available at a global vehicle manufacturer, and 
provided with a valuable platform to engage with 
employees who operate in diff erent fi elds within 
the organisation.

“Besides the obvious design, manufacturing, 
marketing, fi nancing, and servicing of vehicles, 

Ford is passionately pursuing leadership posi-
tions in electrifi cation, autonomous vehicles, and 
mobility solutions at a global level,” said Th abo 
Masete, Human Resources Director at FMCSA. 
“We believe that freedom of movement drives hu-
man progress, and we aspire to become the world’s 
most trusted mobility company, designing smart 
vehicles in a smart world. Th is requires a huge 
number of people, with a vast array of skill sets and 
qualifi cations, to fi ll the various roles. And this is 
what we wanted to show the learners today.”

Electrical, Industrial, and Mechanical 
Engineering, Product Design, Manufacturing, 
Communications, Marketing, Finance, 
Purchasing, Information Technology (IT), 

Supply Chain Management, Corporate Social 
Responsibility (CSR), Wellness, and Human 
Resources (HR) – the learners were exposed to 
information about all the possible career paths at 
Ford – some of which they hadn’t been aware of, or 
given due consideration yet.

Representatives from the Tshwane University 
of Technology, Boston College, and the Ford 
Resource and Engagement Centre were also on 
hand to explain more about the various courses 
they off er.

“I think the learners were particularly inspired 
by our Ford employees who had successfully 
completed our Graduate Programme,” said Masete. 
“Th ese employees are walking-talking advertise-
ments for what can be achieved with focus and 
hard work. Interestingly enough, our MD Neale 
Hill also started his career at Ford as a Graduate 
Trainee, almost 30 years ago.”

Th e learners went home enlightened and 
motivated, with a much clearer understanding of 
the possibilities that their futures hold. ■

Corporate Social Responsibility

Representatives from the Tshwane 
University of Technology, Boston 
College, and the Ford Resource 
and Engagement Centre were 
also on hand to explain more 
about the various courses.

Humans and baboons are oft en in confl ict over 
shared resources. More work needs to be done to 
resolve confl ict in a non-lethal strategies.

Organisations such as the Baboon Matters 
Trust are trying to change this, by helping to 
create a society that cares about the baboon and 
conserving the animals’ place in our natural herit-
age. Dr Paula Pebsworth, scientifi c advisor for the 
Baboon Matters Trust and research associate at Th e 
University of Texas, is currently in South Africa to 
conduct fi eld research around how to minimise the 
current lethal management of baboons. 

Fiat Chrysler Automobiles (FCA) South Africa 
is aiding Dr Paula Pebsworth, by providing the 
use of a Fiat Fullback double cab bakkie to help 
facilitate her most recent research in the country.

“Th e budget for conducting our fi eld work is 

very tight and we need as much of our funding to 
go towards our analysis procedures as possible, 
so the loan of this vehicle enables us to do just 
that,” said Dr Pebsworth. “Moreover, we required 
a capable, reliable and tough vehicle that was 
capable of going out to remote areas within Sabie, 
Mpumalanga and deal with the rough terrain our 
research subjects favour, and the Fiat Fullback 
bakkie is more than equal to that task,” she added.  

Lesley Sutton, PR Manager at FCA South 
Africa commented: “Th e Fullback is built for 
facing challenging missions such as this, boasting 
great ground clearance of 205 mm, a 4×4 system 
and rear diff -lock, that will prove quite capable of 
helping drivers navigate challenging terrain. We 
wish Dr Pebsworth all the best with her mission to 
end the confl ict between humans and baboons.” ■

FCA Supports Local Conservation Initiative

Jenni Trethowan (left), founder member 
of Baboon Matters Trust, and Dr Paula 
Pebsworth (right), scientifi c advisor 
with the Baboon Matters Trust opted 
for the Fiat Fullback as their vehicle of 
choice, during a research expedition in 
Sabie, Mpumalanga.

Ford Hosts Annual Career Day
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As part of its annual Postgraduate Scholarship 
Programme for the 2018/19 academic year, TATA 
awarded 53 academically and fi nancially deserving 
students at four South African universities with 
scholarships totaling more than R2.3-million.

“We believe that businesses are powerful con-
stituents of society,” said Len Brand, CEO of TATA 
International in Africa. “Th e TATA Group’s way 
of conducting business includes a commitment 
to support the communities in which we operate. 
Good corporate citizenship is a critical mission for 
TATA, one that is at the heart of who we are, how 
we think, and everything we do.

“In Africa, our eff orts to promote the social 
and economic development of local communi-
ties are focused on three main areas: education 
and skills development; entrepreneurship; and 
health initiatives.”

Since the programme’s inception in 2006, 
TATA has sponsored over R10-million in scholar-
ships, assisting more than 250 young postgraduates 
to date.

“In line with the business ethos and core 
values of TATA, with its strong culture of uplift ing 
society and giving back, our objective is to help 

increase the number of young people primed 
to take up leadership roles in business, govern-
ment, and civil society. Th e TATA Postgraduate 
Scholarship Programme is one of our fl agship 
education initiatives,” commented Brand.

Tata has partnered with Nelson Mandela 
University (NMU), University of the 
Witwatersrand (Wits), 
University of KwaZulu-
Natal (UKZN), and 
University of the Free 
State (UFS) to support 
postgraduate students 
who demonstrated 
academic compe-
tence and required 
fi nancial assistance.

Th e scholarships are 
not faculty-specifi c and a 
wide range of candidates 
are supported across 
several academic fi elds, 
allowing the recipients 
to freely pursue their 
chosen specialisations. 

Scholarship recipients are not contractually bound 
to TATA once they complete their studies.

“By nurturing South Africa’s rich pool of 
young talent through this annual investment, 
and growing a culture of giving back,” concluded 
Brand, “TATA is committed to making a signifi -
cant and sustainable impact on the continent.” ■

Corporate Social Responsibility

TATA International in Africa CEO Len Brand with scholarship 
recipients from the University of the Free State.

BMW Group South Africa recently handed over 
the fi rst of 20 BMW X3s destined for schools, 
universities and science centres across South 
Africa. A further 19 BMW X3s will be donated to 
educational establishments across the country with 
a focus on technology and engineering.

BMW Group South Africa and Sub-Saharan 
Africa CEO, Tim Abbott, handed over the fi rst 
car to Soshanguve Technical High School. Th e 
school has recently been upgraded to a School 
of Specialisation by the Gauteng Department of 
Education with a focus on automotive engineering.

Th e handover illustrates BMW Group SA’s 
continued commitment to education and to the 
community in Soshanguve, where so many associ-
ates who work at BMW Group Plant Rosslyn live.

Education, training and skills development are 
at the heart of BMW Group’s activities in South 
Africa. Last year the company opened a R73 mil-
lion Training Academy at Plant Rosslyn. At the 
Midrand head offi  ce, a brand-new R109 million 
Dealer Training Centre has also been opened.

Th is year also marks the 30th anniversary of 
the Early Learning Centre at Plant Rosslyn, and the 
company’s commitment to schools continues with 

the upgrade of facilities 
at Ntsha-Peu Primary 
School in Soshanguve, 
one of 144 schools the 
company has supported 
over the years.

“When in the 
company recently took 
the decision to invest 
R6.1 billion into Plant 
Rosslyn to upgrade it for 
production of the new 
BMW X3, we saw an 
opportunity to deepen 
our commitment to 
education even further,” 
Abbott said.

“Our plant has the 
capacity to produce 76 000 cars a year, and the fi rst 
cars that roll off  the line are known as ‘pre-series 
cars’. Th ey’re not for sale and really only exist to 
test the line and its systems before series produc-
tion begins. In a normal ramp-up scenario, these 
cars are usually scrapped.

“But we had a diff erent idea. Instead of 

scrapping the cars, couldn’t we bring them up 
to series production standard and then donate 
them to engineering and technology educations 
establishments? Well, we could, and we did!”

Abbott added that the company will support 
these educational institutions with training mate-
rial, equipment and people, as is required. ■

BMW X3s Donated to Learning Institutions

BMW Group South Africa and Sub-Saharan Africa CEO, 
Tim Abbott, handed over the fi rst car to Soshanguve Technical 
High School.

TATA Awards Scholarships to Deserving Students



Subscribe for free @ www.autolive.co.za  Page 15

BY ROGER HOUGHTON

Porsche continues to build on its reputation as a 
continual mover of the goalposts for its com-
petitors. Th is has been the case virtually from the 
launch of this sporty German brand in 1948 when 
its sleek, lightweight cars, powered by small capac-
ity engines, were able to outperform larger and 
more powerful cars, particularly on race tracks.

Th is innovative company has continued to 
be a trend- and pace-setter over the years with an 
uncanny ability to keep fi nding new ways to set 
benchmarks. Originally it was in terms of its grow-
ing range of sports and racing cars. Th en, in 2002, 
it startled the automotive world by expanding its 
range into the burgeoning SUV segment with the 
introduction of the Cayenne. Th is was followed by 
the four-door Panamera sports sedan in 2009 and 
the Macan compact SUV segment in 2013.

Few could have predicted that what was 
originally a niche, specialist sports car maker would 
develop into a very successful full-line vehicle man-
ufacturer. Many enthusiasts fi nd it hard to believe 
that far from this move into new waters dulling 
the appeal of its 911 and 718 (formerly Boxster and 
Cayman) sports cars they have fl ourished.

Last year saw Porsche hit a new high mark in 
vehicle sales, with more than 250 000 units retailed 
worldwide. Macan, the newest edition to the range, 
was the most popular model, ahead of the Cayenne.

Macan sales over the past fi ve years already 
total more than 400 000 units, with the best year, 
to date, being 2017 when 97 000 Macans were 
sold. Macan it also made history by being the fi rst 
SUV to win the SA Guild of Motoring Journalists’ 
WesBank Car of the Year title. However, here 
in South Africa it has always been outsold by its 
Cayenne stablemate.

Now Porsche has moved the goalposts again 
and rattled the cages of its competitors by obtain-
ing favourable pricing (possibly based on projected 
increased sales volume) to make the latest “entry 
level” Macan model more aff ordable. It is powered 
by an uprated two-litre, four-cylinder turbo-
charged petrol engine, which produces 180 kW of 
power and 370 Nm of torque. Previously all Macan 
models had V6 engines.

Now the fi tment of a less expensive four-
cylinder engine and keener pricing from Porsche 
in Germany brings ownership of a new Porsche 
within the reach of more potential buyers. It is 
priced competitively at R849 000, which distances 
it from Cayenne, which starts at R1 142 000. 

Th ere is also a similarly-priced Macan S with a 
turbocharged V6 engine for those who want even 
more performance – 260 kW and 480 Nm – than 
off ered by the entry model. Th e latest Macan S is 
priced at R1 149 000 compared to R1 122 000 for 
its predecessor.

Transmission in both models is a seven-speed 
dual clutch (PDK) system.

Driving the latest “more aff ordable” Macan 
on a beautiful route in the Western Cape it was 
clear that this two-litre model off ers excellent 
 performance – 0–100km/h in 6.3 sec and a top 
speed of 225km/h – for most drivers in South 
Africa, where we don’t have the luxury of high-
speed autobahns and the like.

Even this “entry level” Porsche has a very 
impressive array of standard features, including 
LED headlights and an LED tail light panel, a new 
Porsche Communications Management system 
with a 10.9-inch touchscreen (up from 7.2 inch in he 
previous model). Th e system includes Voice Control 
and Porsche’s Connect Plus feature. Adaptive 
Cruise Control is part of the standard package and 
it can be, optionally, upgraded to Traffi  c Jam Assist. 
A heated windscreen is another option in a long list.

Taken all round, the latest Macan off ers very 
good value for money in the luxury brand SUV 
category. It also feels very “together” when one 
drives it and the pricing should see many more 
people joining the ranks of Porsche owners in 
South Africa ■

We Drive

The Porsche Macan – the rear end is truly beautiful.

Porsche Keeps Moving the 
Goalposts for Competitors

Porsche has rattled the cages 
of its competitors by obtaining 
favourable pricing to make the 
latest “entry level” Macan model 
more affordable.
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BY STUART JOHNSTON

Th e latest Mitsubishi Triton has added the fi nal 
element it needed to take on the major players 
in the Double Cab market in South Africa. Th e 
latest Triton fi nally has the macho swagger that 
has worked so well for the likes of Ranger for the 
past eight years, something that Toyota cottoned 
to with the re-think it swift ly employed on its 
current-generation Hilux a couple of years ago.

So, gone is the tentative nose and in comes 
what Mitsubishi calls its Dynamic Shield up front, 
which makes a rock-jawed fi rst impression. Th is 
is reinforced by steroidal wheel-arch bulges, and 
most importantly, that rear cut-line separating the 
cabin from the load bay has been straightened out 
to denote no-nonsense skeletal strength. At the 
rear the Triton has gone modern with integrated 
tail lights and bumper.

Now it looks the part, we can enjoy that fact 
that the Triton has fantastic rear-seat accommoda-
tion thanks to a more sloping backrest aff orded 
by that cabin that extends further rear than other 
double cabs. And we can also appreciate more 
readily the excellent four-wheel-drive system that 
has been further improved in the latest version of 
the Super-Select II 4WD.

Th e new Triton Double Cab is off ered with 
both a six-speed manual or a new six-speed 
automatic gearbox, that replaces the previous 
fi ve-speed automatic. You can order the new 
double cab in 4×2 or 4×4 form. When ordered in 
4×4 form with this new auto gearbox, the Super 
Select II system off ers an off -road mode for op-
tions for use on gravel, mud/snow, sand and rock. 
Hill descent is also off ered. A central diff  lock 
as well as a rear diff  lock is provided, along with 
the low-ratio transfer gearbox for very serious 
off -road applications.

Th e selectable Off -road Mode maximises 
traction on any loose surfaces and allows the driver 
to select either the Gravel, Mud/Snow or Sand 
mode in four-wheel-drive high range (4HLc) to 
gain a 40/60 four-wheel-drive torque split for faster 
running on rough dirt roads.

Th e engine is the proven 2,4-litre 133 kW 
turbodiesel four-cylinder motor, which boasts 
430 Nm of torque. Towing capability is 3 100 kg 
with a braked trailer or caravan.

Inside the new Triton comes equipped with 
seven airbags, an optional infotainment screen, 
touch-screen radio/CD MP3 player, dual -zone 
air conditioning, leather seats, an electrically-
adjustable driver’s seat, and more.

Our launch route illustrated the Triton’s 
excellent off -road abilities over some serious 
river-bed rocks and inclines, while on-road the ride 
is fi rm but acceptably comfortable. And the new 
automatic gearbox is very smooth-shift ing.

Th e new Triton is covered by Mitsubishi’s 
Manufacturer’s Warranty of 3 years or 100 000km 
and a 5-year / 90 000 km Service Plan and a 5-year 
/ unlimited mileage Roadside Assistance. Service 
intervals are every 10 000 km.

Pricing is as follows:
 ■ Triton 2.4L DI-DC M/T 4×2 – R509 995
 ■ Triton 2.4L DI-DC A/T 4×2 – R529 995
 ■ Triton 2.4L DI-DC M/T 4×4 – R569 995
 ■ Triton 2.4L DI-DC A/T 4×4 – R589 995 ■

Mitsubishi’s Triton Now Looks as 
Tough as it is!

BY ROGER HOUGHTON

Mitsubishi has been making one-ton bakkies 
since 1978 but it was only in its second iteration 
and virtually at the end of its life-cycle that 
this model made its fi rst appearance in South 
Africa in 1995. Mercedes-Benz had taken over 
the Japanese company and its South African 
subsidiary did not have a bakkie, which was a 
major contributor to sales volume, so the decision 
was made to assemble the second-generation 
Colt locally. The double cab derivative, with a 
3-litre V8 engine, proved a hit.
The third generation, launched internationally in 
1996, proved a competent addition to the local 
range of one-tonners. The name was changed 
to Triton in 2007 with the arrival of the fourth 
generation. The joint venture with Mercedes-
Benz SA ended in 2011 when the Mitsubishi 
franchise was taken over by the Imperial Group. 
The next model change was in 2014 and now we 
have more than a major facelift with the arrival of 
the latest, sixth generation range.

Over the years the Mitsubishi one-tonner 
has had more than its fair share of model names, 
besides Triton. These include Colt, Strada, 
Dodge D50, Plymouth Arrow, Forte, Mighty Max, 

Rodeo, Storm, Magnum, L200, Hunter, Sportero 
and Strakar. The Fiat Fullback is a rebadged 
Triton, as is the Ram 1200 sold in the Middle East.

Cumulative global sales of this model now 
exceed 4.7-million units. This model is sold in 
150 countries. Triton is the second most popular 
model in Mitsubishi’s range after the Outlander. 
Last year Mitsubishi sold 1.3-million vehicles, 
which was 19% up on 2017.

Developing the sixth generation Triton has 
been a massive undertaking. The project kicked 
off in 2016 and lasted 26 months. It has taken 
80 000-man-hours in research and develop-
ment, with 4 500 people involved in the project.

Pedro Pereira, who heads up Mitsubishi 
South Africa, says that this commitment to 
making the latest Triton even better than its 
lauded predecessors means it measures up to 
the slogan “Engineered beyond tough”.

Addressing the media Pereira added 
that Mitsubishi will be introducing the new 
ASX soon, while a new generation Mirage is 
scheduled for local launch, as is the Mitsubishi 
Xpander, a small, 7-seater people carrier from 
Indonesia that is a rival to the Toyota Avanza 
and sold internationally by Nissan as a second 
generation Livina. ■

New Triton marks 40 years of one-ton Mitsubishi bakkie
You can order the new double 
cab in 4×2 or 4×4 form. When 
ordered in 4×4 form with this new 
auto gearbox, the Super Select 
II system offers an off-road mode 
for options for use on gravel, mud/
snow, sand and rock.
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BY STUART JOHNSTON

If you had to chart the biggest SA motor industry 
success story of this decade, it would have to be 
Ford’s Ranger. Introduced here in late 2011, few 
people would have seen Ford’s new pick-up vying 
for market leadership in South Africa.

In fact, for long periods in 2017 it looked as if 
the Ranger would fi nally wrest the crown of South 
Africa’s best-selling pick-up from Toyota’s Hilux . 
Th at didn’t quite happen, but it was close and right 
now the Ranger is still a serious challenger for top 
spot in the sales charts.

Since 2011 the Ranger has had one mid-life-
cycle refresher (in 2015), and now in April 2019 the 
vehicle has undergone a second, rather compre-
hensive make-over. A new grille and headlight 
package, new tail lights and wheel off erings and 
updates to the interior have freshened up the 
Range visually. But the changes are a lot more than 
skin-deep.

Mechanically there is some big news. Th e 
latest top model, Wildtrak Double Cab, uses a 
bi-turbo 2,0-litre diesel engine, rather than the 
3,2-litre fi ve-cylinder motor. Th ere is also a new 

single-turbo version of the new two-litre diesel, 
and this is available in the XLT Double Cab. Th ese 
two new engines both utilise a new 10-speed 
automatic gearbox.

However, Ford still off ers both the XLT and 
Wildtrak Double Cab models in 3,2-litre form, 
and the 3,2-litre fi ve-cylinder diesel, good for 147 
kW and 470 Nm of torque, is also available in 
single-cab and extended cab versions of the new, 
updated Ranger.

Th e 2,2-litre Duratorque diesel is still off ered 
across the single-cab, SuperCab and Double Cab 
range, at lower trim levels. It is interesting that 
no petrol engine is off ered in the new model 
line-up now.

Th e new model launch on the borders of the 
Klein Karoo took in some serious off -road track 
driving as well as some open-road driving down 
the Robertson pass, so it was possible to get a good 
idea of the new engines’ capabilities, as well as 
updates to the chassis.

We sampled the 2,0-litre single turbo (132 kW 
and 420 Nm) in the XLT, and the bi-turbo 2,0-litre 
(157 and 500 Nm) in the Wildtrak. Both are very 
impressive units, with strong mid-range punch, 
and low-down torque. On the off -road section, 

which required lots of low-range running up very 
steep climbs, the engine and gearbox made light 
work of tricky, walking pace going.

Apart from the new engines, there has been 
other work done on the Ranger to make it a more 
modern ride. Th e front suspension has seen some 
major work with the relocation of the anti-roll bar 
behind the axle line and soft er front spring rates 
giving the Ranger more compliance over rough 
roads, while still containing body roll well. Th e 
spring settings at the rear also seem soft er, giving a 
better tar road ride, but we couldn’t get confi rma-
tion of any changes here.

Inside, there have been updates to the cabin, 
and an innovative new feature on the body is 
a torsion bar fi tted to the tailgate that makes 
opening and closing it possible with just one fi nger! 
Another welcome upgrade is the fi tting of acoustic 
laminated glass to the XLS, XLT and Wildtrak 
models, and the road and mechanical noise has 
defi nitely been reduced.

Th ere are some 33 model derivatives in the vast 
Ranger line-up. Price-wise, the new 2.0 SiT XLT 
Double Cab 4×4 costs R570 200, while the 2.0 BiT 
Wildtrak Double Cab 4×4 costs R678 200. Both 
appear to be very good value for money. ■

A New Face, New Engines and 
10-Speed Gearbox for Ford’s Ranger

The latest top model from Ford, the Wildtrak Double Cab.
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Working Wheels

Hollard Highway Heroes, an annual competition 
that identifi es and rewards South Africa’s best 
long-distance truck drivers, launched earlier this 
month with some brand new sponsors including 
Fidelity SecureDrive, the latest off ering from 
Fidelity Security.

Wahl Bartmann, CEO of Fidelity Services 
Group said Fidelity jumped at the opportunity to 
partner with Hollard on the 2019 campaign. “We 
share their concern about the unacceptably high 
level of road deaths on our highways. We are proud 
to support a campaign which addresses some of 
the major issues associated with accidents namely 
speed, harsh braking and fatigue driving.”

Th is is the fi ft h year of the competition and for 
the fi rst time the initiative is open to any truck driv-
er, irrespective of who their insurer is. According 
to Wayne Rautenbach, head of Hollard Trucking, 
this gives more drivers the opportunity to win big 
with up to R100 000 up for grabs, and it encourages 
thousands more to drive better – which amplifi es 
the road safety benefi t that the competition off ers.

According to Bartmann the partnership makes 
sense as the emphasis of Fidelity SecureDrive is 

on the safety and security of people, assets and 
businesses executed through smart fl eet manage-
ment. Th e company recently partnered with global 
vehicle security and telematics solutions provider, 
Amber Connect, to off er a dynamic, scalable and 
customisable telematics platform that off ers true 
real-time tracking with a 2 seconds refresh rate – 
the highest in the South African market.

“Technology has developed to such an extent 
that today smart fl eet management systems can 
provide fl eet owners with an abundance of infor-
mation. What’s exceptionally exciting about this 
product is, as a world fi rst, the mobile application 
employs Artifi cial Intelligence (AI) to pro-actively 
inform the driver of any risk events associated with 
the vehicle. It also off ers the only real-time track-
ing solution where data is literally refreshed every 
two seconds allowing real time alerts.”

Other sponsors of the Hollard Highway 
Heroes 2019 competition include the Transport 
Sector Retirement Fund and CTrack. Th e 
event’s preferred driver training partner is SA 
Long Distance Truckers, a driver body that has 
embraced Highway Heroes. Other partners include 

MasterDrive, the Road Freight Association and 
Arrive Alive. ■

Fidelity ADT Partners with Hollard 
Highway Heroes Campaign

As from the beginning of April the entire 
FUSO range of Canter vehicles, with the excep-
tion of the Canter FG 4×4, boast an extended 
4-year/240 000 km warranty. Th is bold move 
speaks to the confi dence the company, Daimler 
Trucks and Buses Southern Africa, has in the 
FUSO brand and specifi cally the bread and butter 
hero model Canter range; and the importance 
with which customer input is regarded by the 
FUSO team.

Said Ziyad Gaba, Manager, FUSO Trucks and 
Buses: “We at FUSO took note of what our custom-
ers were saying to us when they indicated that their 
preference is a warranty with an extended time 
period. Aft er sharpening our pencil we identi-
fi ed selected Canter models and a number of key 
participating franchised dealers to support the new 
warranty on Canter. We will constantly review any 
trends we experience with the new parametres.”

Previously the warranty was 2 years/unlimited 

kilometres. With this new extended warranty 
FUSO continues to off er bumper to bumper 
coverage, except for the usual wear and tear 

items. “Peace of mind is what our Canter range 
gives customers. Th ey are simply better trucks,” 
Gaba concluded. ■

FUSO Takes Progressive Step With Warranty

Canter TF.
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In South Africa’s truck market, the Tata brand is 
perceived to punch well above its weight – and no 
model more so than the recently launched Ultra, 
which competes in the 4,5- to 5,5-ton segment.

Th e Ultra is the fi rst truck in this sector of the 
market to off er a two year/120 000 km service plan. 
Th is, together with the aerodynamic advantages, 
as well as modern fuel-effi  cient common rail diesel 
engine and longer than usual service intervals, 
makes the Ultra a class leader in running costs.

Assembled at Rosslyn, near Pretoria, from 
knocked down kits imported from its parent 
company in India, derivatives in the Ultra range 
are billed as effi  cient and economical utilities 
that have been fashioned to drive profi tability for 
their owners.

“Th ey are versatile and comfortable, featuring 
aerodynamic styling that not only makes them 
look great, but which reinforces the view that 
they are ultra-modern and ultra-competitive,” 
said Harneet Luther, CEO of Tata Automobile 
Company South Africa.

Among the Ultra’s attributes is a walk-through 
cab that, with a width of 2,2 metres, sets the 
benchmark for the class. While the wide cabin and 
chassis facilitates an equally wide cargo deck – 
helping to extend volumetric capacity by up to 
20% – it off ers other benefi ts, too, including higher 
load-bearing capability over the vehicle’s front axle, 
a lower centre of gravity and, since cab and load 
body line up, smoother airfl ow along the fl anks.

Th e cabin can accommodate three people 
and features multi-way, adjustable seats with 
mechanical suspension; a dash-mounted gear 
lever; a tilt- and reach adjustable steering column; 
air-conditioning and an audio system. Other 
important features include an information display 

in the instrument 
cluster that incorporates 
driver aids such as fuel 
effi  ciency and optimal 
gear shift  indicators as 
well as a trip computer, 
and large outer mirrors 
styled to improve 
rearward vision.

Mounted on hy-
draulic lift s, the cab itself 
can be tilted forwards to 
allow quick and easy access to the engine during 
service or maintenance procedures.

Two derivatives make up the Ultra range – the 
Ultra 814 and the longer, extended wheelbase 
Ultra 1014, the latter engineered to carry a 

six-ton payload and introduced to South Africa 
specifi cally for customers who need to move high 
volumes of cargo without having to resort to an 
aft ermarket modifi cation.

Each of the vehicles is built on a straight frame 
chassis which has been designed to balance the 
weight of load and truck. Milled from high-
strength, micro alloy which has been multi-layered 
for corrosion resistance, the chassis has proved in 
customer and other tests both here and in India to 
be tough and durable, adept at withstanding bad 
roads and varying load conditions.

Suspension consists of low friction, parabolic 
leaf springs with a Henkel coating for better cor-
rosion protection and reliability; supplemented by 
heavy-duty shock absorbers which have been tuned 
for a fi rm but compliant ride. An anti-roll bar is 
incorporated at the front axle, while use of rubber 
bushes across the underpinnings has eliminated 
the need for repeated greasing, thus reducing 
maintenance costs.

A banjo-type rear axle incorporates lube for 
life prop shaft  joints with long-lasting, serrated 
fl ange shaft s, again reducing maintenance costs 
while allowing for higher load-carrying capacities, 
while the sturdy front axle boasts a higher load 
rating than those of most rivals – making Ultra 
derivatives suitable for adaptation as Reefers.

Both derivatives are powered by Tata’s 3,0-litre 
common rail diesel plant – a unit which is lighter 
and more compact than its predecessor, and far 
more fuel effi  cient, too. Producing 104 kW and 
390 Nm, the engine has been designed for reli-
ability and durability, ensuring maximum uptime 
and reducing maintenance costs.

Th e engine is coupled to Tata’s G550-OD 
transmission, a six-speed, manual-shift  gearbox 
that provides fast, easy and smooth cog-swapping 
aided by pneumatic power assistance to reduce 
clutch pedal eff ort for the driver. Th e gearbox has 
been designed to off er torque capacity of 550 Nm 
and utilises a cable shift  mechanism with a view to 
increasing longevity.

Th e Ultra is available in two confi gurations 
to suit various business needs. Th e Ultra 814 
off ers a body length of 5 to 5.5 metres, while the 
Ultra 1014 – its wheelbase stretched by 610 mm to 
4 530 mm – off ers a body length of 6,0 metres.

Each of the models is sold with a two-year 
unlimited warranty, 24/7 roadside assistance 
and, unique in the sector, a two-year, 120 000 
km service plan. Minor services are scheduled at 
20 000 km intervals, while major services occur 
every 40 000 km. ■

New Tata Ultra Leads the Way

Derivatives in the Ultra range 
are assembled at Rosslyn, near 
Pretoria, from knocked down kits 
imported from its parent company 
in India.
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Isuzu Motors South Africa (IMSA) has a long and 
proud legacy of designing, developing and testing 
its vehicles to suit the unique, extremely tough and 
challenging local conditions – a formula that is 
now more entrenched than ever as a wholly owned 
subsidiary of Isuzu Motors Japan.

According to Jessel Vencencie, manager 
of Vehicle Validation and Support within the 
Technical Services division at IMSA, the company 
has invested extensively in its local test facilities 
since being incorporated into the global Isuzu 
network at the beginning of 2018.

“Since the start of last year, we have relocated 
our entire engineering and development opera-
tions, as well as our laboratories and test facilities, 
to the Vehicle Conversion and Distribution Centre 
(VCDC) to provide a consolidated and integrated 
approach to delivering the best quality products for 
our customers,” Vencencie explained.

“Th e Vehicle Validation and Support depart-
ment’s role is to put individual components as 
well as complete vehicles through a rigorous test 
regime prior to production commencing. Th is 
ensures that each item meets our strict quality and 
performance standards, and will satisfy the needs 
of our customers.”

Th e VCDC facility, located on the outskirts of 
Port Elizabeth, now incorporates all of Isuzu’s en-
gineering and development workshops, a prototype 

build area, engine and vehicle dynamometers, 
climatic chamber, as well as chemical and metal-
lurgical laboratories – thus incorporating the 
complete vehicle development and engineering 
solution on-site.

“My team comprises 26 engineers and techni-
cians, many of whom have vast experience with the 
Isuzu brand, along with several young technicians 
that bring new blood and ideas to the group,” 
Vencencie explained.

“For the fi rst time in South Africa, we have 
integrated the passenger and light commercial ve-
hicle team, which is responsible for the mu-X sport 
utility and the D-Max pick-up, with the medium 
and heavy commercial specialists that look aft er the 
truck side. Previously these were separate business 
units, with Isuzu Trucks owned by Isuzu Japan, and 
our LCV operations falling under General Motors, 
and Delta Motor Corporation prior to that.

“Now, as a unifi ed entity, we are able to work 
towards a common vision and goal, while sharing 
crucial knowledge and experience between the 
LCV and commercial vehicle teams,” he revealed. 
“Last year we took a clean slate approach, introduc-
ing a multi-skilling development plan for all the 
engineers and technicians in my department, so 
they gain an understanding of diff erent areas of 
the business, and are no longer just a specialist in a 
single area.”

Within the main engineering workshop at 
VCDC, the technicians are responsible for a wide 
variety of functions, including looking aft er the 
fl eet of validation vehicles, pre-delivery inspec-
tions (PDIs) for direct channel vehicle sales to 
government, reworks on new models such as the 
optional fi tment of 4x4 drivetrains to selected 
Isuzu truck models, as well as fi tting approved 
accessories that are not done on the main 
assembly line.

Although much of the pre-production vehicle 
development and testing on Isuzu’s new models 
is performed by Isuzu Japan and IMSA’s source 
plant in Th ailand, Vencencie pointed out that 
extensive testing is done locally to ensure that the 
fi nal products that leave Isuzu’s nearby Struandale 
Assembly Plant are suited to the extremely tough 
South African conditions.

Th e validation team is extensively involved 
in new model planning from the earliest stages, 
defi ning the extent of the changes that will 
apply to the future model line – whether it is an 

Isuzu Boosts Customer Satisfaction 
Through Rigorous Engineering and Testing

Jessel Vencencie, manager of Vehicle 
Validation and Support within the 
Technical Services division at IMSA.

Before the local introduction of the new D-Max, it underwent an intense testing regime, 
using a selection of paved and unpaved roads that pushed it to the absolute limits. continued on next page 

“For the fi rst time in South Africa, 
we have integrated the passenger 
and light commercial vehicle 
team with the medium and heavy 
commercial specialists that look 
after the truck side.”
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entirely new range, smaller specifi cation or design 
changes, or a powertrain upgrade. Th ey work 
closely with the Systems Engineering department 
that develops and localises components for domes-
tic release, as well as the Engineering Services 
group that handles the certifi cation and regulatory 
requirements associated with the entire Isuzu 
model portfolio.

“In the case of a new model or an extensive 
upgrade, we perform rough road durability testing 
on paved and unpaved roads,” Vencencie stated. 
“For the 2018 D-Max, we ran two vehicles through 
the accelerated 100 000 km durability test to 
ensure that the new six-speed transmissions are up 
to the task.”

Th e intense testing regime is typically 
completed in a period of four to six months, using 
a selection of paved and unpaved roads that push 
the vehicles to the absolute limits. Th is usually 
takes place on carefully selected public roads that 
the validation team has documented for years and 
has gained invaluable data on, with additional 
testing done at the Gerotek Vehicle Testing proving 
ground near Pretoria.

Th e evaluations include high-speed driving 
on badly corrugated roads to check build integrity 
and fi ne dust intrusion – the latter acknowledged 
by Vencencie and his team as one of the biggest 
challenges for South African conditions.

“While our core focus from a validation 
perspective is on the locally assembled D-Max 
pick-up range, we also do testing on the mu-X, 
despite it being a completely built-up unit (CBU) 
imported from Th ailand,” he says. “We performed 
20 000 km in-country verifi cation tests on the 
mu-X prior to launch, knowing how hard and fast 
South Africans typically drive, especially on dirt 
roads. So, there are a lot of checks and balances 
we do, and precautions we take to make sure the 

vehicles sold by Isuzu are representative of what we 
want out in the market.”

Becoming a fully-fl edged subsidiary of Isuzu 
Motors Japan has resulted in numerous benefi ts 
for the local operations, particularly in terms 
of vehicle testing and validation. “As part of 
the Isuzu family, we have now been able to get 
engineers from Japan and Th ailand involved in 
our rough road durability testing, and they have a 
far better concept and understanding of the tough 
local conditions, which are typically far worse 
than Australia where most of Isuzu’s testing 
is done.

“Th is is a real game-changer for us,” Vencencie 
explained. “Th e lead programme engineers now 
have the experience and the supporting technical 
road data to substantiate design or manufacturing 
issues that arise from South Africa. Th e informa-
tion gleaned from local testing is being incorpo-
rated into computer simulations and designs that 
assist us in developing and implementing solutions 
for our local production.”

“Isuzu will never compromise on reliability, 
which is one of our core brand strengths, and we 
live by our slogan of being with our customers for 
the long run. It is about building a relationship 
with each of our customers, from selling them a 
quality vehicle that meets his or her expectations 
throughout the ownership experience, delivering 
professional aft er-sales service that makes them 
appreciate the brand, and keeping them loyal to 
Isuzu when it comes to replacing that vehicle, 
Vencencie concluded.” ■

Extensive local testing was also done on the mu-X, despite it being a completely built-up 
unit (CBU) imported from Thailand.

 continued from previous page

The evaluations include high-
speed driving on badly corrugated 
roads to check build integrity and 
fi ne dust intrusion

https://alrode.udsa.co.za
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Ford Motor Company of Southern Africa 
(FMCSA) is expanding its vehicle export opera-
tions by adopting a multi-port strategy with the 
fi rst shipment of 1 000 locally assembled Ford 
Rangers from Port Elizabeth to markets in Europe.

Previously, all of Ford’s incoming and 
outbound vehicles were processed through Durban 
Harbour’s Roll On Roll Off  (RORO) Terminal, 
which is the country’s primary import and export 
hub for most original equipment manufacturers 
(OEMs), importers and distributors.

“We are experiencing unprecedented demand 
for the Ford Ranger around the world, and have 
invested over R3-billion in the recent expansion of 
our production capacity in our South African opera-
tions to fulfi l these orders,” said Ockert Berry, VP 
Operations, Ford Middle East and Africa. “Together 
with Transnet, we evaluated how a multi-port 
strategy could benefi t both parties by improving the 
use of current assets, reducing costs, avoiding the 
ongoing congestion in the Durban Terminal and 
utilising other ports for imports and exports.

To facilitate this process, Ford has broadened 
its outbound logistics portfolio to support the 
multi-port strategy for Port Elizabeth, and will 
be shipping vehicles twice per month to various 
receiving ports in Europe.

Th e Ford Rangers, which are produced at 
Ford’s Silverton Assembly Plant in Pretoria, are 
being transported to Port Elizabeth using Transnet 
Freight Rail infrastructure. Traditionally, Port 

Elizabeth-based vehicle manufacturers transport 
units to Gauteng by rail, and these rail assets 
return empty. Ford will now be using the return 
leg to move export vehicles from Silverton to Port 
Elizabeth for shipping to selected markets around 
the world.

“Th is will assist us in making the shipping and 
delivery from South Africa more cost eff ective, 
effi  cient and faster,” Berry added.

Said Rajesh Dana, Port Manager, Port of Port 
Elizabeth: “Th e Transnet National Ports Authority 
is extremely excited at the launch vehicle volumes 
that Ford Motor Company will be processing 
through our port. Th e high number of these launch 
volumes further provides the Transnet operat-
ing divisions the opportunity to ensure that our 
OEM partners experience world-class facilitation 
through our port. Of further importance is the role 
that this operation will play in the long-term strat-
egy of the port becoming an Automotive Hub.”

Th e Transnet integrated logistics solu-
tions across three of the operating divisions, to 
accommodate the Ford Motor Company launch 
exports units, allows for optimisation of strategic 
infrastructure, moving of cargo from road to rail 
and improving the effi  ciency of export logistics.

“Not only will this project result in increased 
export volumes through the Port of Port Elizabeth, 
but it will also allow for value-added logistic 
services within the port,” Dana added. “Th is will 
allow us to showcase our world-class automotive 

industry port services and allow the port to take a 
step closer in becoming a premier automotive hub 
for South Africa.” ■

Front row (left to right): Sindie Ndwalaza 
(Regional Corporate Affairs Manager 
Cape Channel, Transnet Port Terminals); 
Chad Jansen (Acting Business 
Manager PE Lohathla Manganese 
Business Cape Channel, Transnet 
Port Terminals); Rajesh Dana (Port 
Manager, Transnet National Ports 
Authority, Port of Port Elizabeth); Captain 
Alexander Elpedes (Delphinus Leader, 
NYK Line); Raymond Williams (Vehicle 
Logistics – Export Markets, Ford Motor 
Company of Southern Africa). Second 
row: Captain Faisal Sultan (Senior 
Operations Manager, TNPA, Port of Port 
Elizabeth); Sujit Baghattjee (New Business 
Development Manager, TNPA, Port of Port 
Elizabeth). Far right: Paul Brooks (MP&L 
Manager, Ford Struandale Engine Plant).

Port Elizabeth Becomes Ford Export Port

Th e current structure of the Motor Body Repair 
(MBR) sector in South Africa is poised to change 
dramatically. Th is is the opinion of Richard Green, 
National Director of the South African Motor 
Body Repairers’ Association (SAMBRA), 
an association of the Retail Motor Industry 
Organisation (RMI).

According to Green there have been a number 
of factors over the last three decades which have 
impacted negatively on the profi tability and 
sustainability of repairers.

Insurers and manufacturers have largely 
dictated where repairs can be carried out. Motor 
manufacturers have dictated how approved MBR 
facilities should look and most insurers have 
historically supported the manufacturer-approval 
systems and enforced the allocation of work within 
warranty to only approved facilities.

“Th is has led to substantially increased costs 
to accommodate extravagant facility upgrades, 
whilst duplication of cost in equipment require-
ments from various manufacturers, has further 
deteriorated profi t margins of repairers who 

cannot recover these costs from insurers. It has 
also potentially increased the cost of repairs to the 
consumer,” said Green.

Additional fi nancial pressure has also come 
from insurers who, over the last fi ve years, have 
streamlined their administrative support systems 
by transferring this function to the repairers 
without the requisite compensation. 

Green believes the industry is due for an over-
haul. “Every economic environment has tipping 
points and I believe the formal MBR sector has 
reached its tipping point and is about to enter a dis-
ruptive phase. Th ere is no doubt that the industry 
is ready and it is high time manufacturer-approval 
systems be opened to all MBRs who achieve the 
accreditation criteria set by manufacturers.

“If one can remove the restriction on insurer 
supplier listings and rather base selection on 
adherence to a list of base criteria, as advocated in 
the draft  Automotive Industry Code of Conduct, 
we will be able to open up the market signifi cantly 
and consumers will be able to choose where their 
vehicle is repaired post-accident.”

Th e upside of this is the substantial an-
ticipated increase in smaller MBR businesses in 
South Africa.

Looking forward, Green sees SAMBRA 
playing a much greater role in consumer education 
and the maintenance of post-repair quality audits 
to ensure clients rights to good quality repairs 
are maintained and manufacturers and their 
appointed dealers are not prejudiced.

“While we realise this new environment 
will not be without its challenges. It will ensure 
consumers are free to choose their own service 
provider and MBRs can fi nally compete on an even 
playing fi eld without protectionist barriers of any 
sort. We will start to see new MBR entrants being 
able to enter the sector without being unfairly 
precluded and manufacturers and insurers will be 
able to limit their liability.

“Th e ultimate winner is the consumer who can 
expect a substantial increase in service levels and 
far more competitive off erings from short term 
motor insurers as well as manufacturers and their 
appointed repairers,” concluded Green. ■

Motor Body Repair Industry in for a Shakeup
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BY ROGER HOUGHTON

Th e Stars of Sandstone heritage festival near 
Ficksburg in the Free State, shone brightly aft er 
a year’s break and, despite inclement weather 
on the fi rst few days of the 10-day show, it was 
well supported.

I was attending the show for the third time and 
continue to be amazed at the level of excellence 
achieved in terms of exhibits, layout, ambience, 
and activation opportunities. Members of our 
group of 10, under the banner of the Pretoria Old 

Motor Club, enjoyed a variety of memorable expe-
riences such as riding in a pukka ox-wagon drawn 
by huge Afrikaner oxen to travelling in military 
convoys and riding in trains pulled by beautifully 
restored locomotives.

Th ere were several classic cars and motorcycles 
on display in one of the halls, while the visiting 
Triumph and Lotus car clubs, among others, added 
further variety.

Th e highlight for many people were the 
aft ernoon Sound of Th under displays by a variety 
of tanks and armoured vehicles.

However, for the photographers nothing beats 
the Mountain Wanderer Trip, which is the sunset 
train ride around the full circuit of the narrow-
gauge rail network, totalling 26 km. Not only does 
the train pass vast fi elds of blooming Cosmos 
fl owers (the Sunfl owers were not yet in bloom), but 

driving alongside the train for photo opportunities 
were a variety of vehicles from a 1939 BSA, Ford 
Model A with “dickie seat” and Ford Model T bak-
kie to a coal-burning, steam-powered 1939 Sentinel 
truck. Meanwhile, fl ying overhead in formation are 
a Harvard, Tiger Moth and two Chipmunks.

At this stage there is no decision as to whether 
the Stars of Sandstone will shine again next year 
but visiting this beautiful working farm is to come 
to a place of reminiscing and memories. ■

Events
Stars of Sandstone Shone Brightly Once Again

A range of  Triumph TR sports cars and a lone Alfa Romeo Sprint.

Nothing beats the Mountain 
Wanderer Trip, a sunset train 
ride around the full circuit of 
the narrow-gauge rail network, 
totalling 26 km.

The visiting Triumph and Lotus car 
clubs added further variety.

A Mk 4 Ford Armed Car with a 
2-pounder gun., produced in SA for the 
Abyssinia and Western desert campaign 
during WW2.

The locomotive takes a break to fi ll the 
water tank on the Happy Wanderer trip. A 1939 steam-powered Sentinel truck.
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