
Issue No. 123 | 25 July 2019www.autolive.co.za

15 800
SUBSCRIBERS

OVER

By RogeR HougHton

Manny de Canha remains a motorman through 
and through even though he retired from his posi-
tion as CEO of Associated Motor Holdings (AMH) 
in the Imperial Group at the beginning of last year, 
after a 24-year career in that company.

He has moved out of the non-stop action world 
of importing, marketing, and selling vehicles to 
head up a growing investment company which 
invests and actively manages several companies 
that are either technology or distribution related to 
the South African motor industry.

This is a big change for a person who arguably 
had one of the biggest impacts on the history of the 
local motor industry as he spearheaded a drive to 
import a host of brands of imported vehicles into 
South Africa since 1995.

His new venture, the C2 Group, consists of 
18 small companies that he has grouped together 

to, basically, provide a wide-ranging array of 
services to the retail motor trade and allied 
industries. However, it still includes distribution 
rights for Kawasaki motorcycles and SYM scoot-
ers, but according to Manny he has no intention 
of getting back into large scale car and LCV 
importation in the future, although he has had 
some approaches.

Speaking in an exclusive interview this week, 
De Canha said the bulk of companies that make 
up his new group came from the restructuring of 
the Imperial Group into Motus Corporation and 
Imperial Logistics.

“Over the years I had incorporated a number 
of small, focussed motor-related companies under 
the AMH banner and when Imperial restructured 
it streamlined its operation and I was able to buy 
these smaller companies,” explained De Canha. 
“I have since added seven new companies to 
the original 11.”

The group provides a bouquet of services, 
products, and IT platforms to improve the ef-
ficiency and productivity of motor businesses and 
thereby customer service. The various independent 
companies are always re-writing, enhancing, and 
initiating platforms to enhance our intellectual 
property and competitive position.

“The management of the various companies 
that make up the C2 Group are not only inde-
pendent, but all have a shareholding in their 
businesses which ensures they provide outstand-
ing service and drive the application of industry 
benchmarks,” added the Executive Director of the 
C2 Group.

“I am really enjoying myself in this new ven-
ture and love unearthing new systems and prod-
ucts to improve our offering and thereby enhance 
our customers’ operations,” Manny concluded.
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C2 Group Offers a Wide 
Range of Products 
and Services
The companies that make up the 
C2 Group, headed by Manny de 
Canha, now number 18, with seven 
new additions to the original 11 
companies bought from the Imperial 
Group when it restructured. The 
products and services offered by the 
C2 Group are:

Market Dealer

Helps you understand how to market 
through digital platforms and 
actively measures performance. Visit 
the website www.marketdealer.co.za 
or call Jacques 081 336 8178 or office 
010 595 3877.

Bid 4 Cars

Your one-stop dealer to dealer online 
auction, valuation, and vehicle man-
agement system. Visit the website 
www.bid4cars.co.za or call Mike 
079 579 8111 or office 0861 007 070.

Car Find

Online motor vehicle sales and 
lead generation platform including 
monitoring. Visit the website  
www.carfind.co.za or call Mellissa 
082 304 1693 or office 011 561 8600.

Live Online Retail (LOR)

New product, which has just been 
launched to help “LIVE ONLINE 
RETAIL” is a first in the industry. 
Visit the website:  
www.lortechnologies.com or call 
Mellissa 082 304 1693 or office 
011 561 8600.

Kawasaki Motorcycles

Importers and distributors of 
Kawasaki motorcycles. Visit the 
website www.kawasaki.co.za or 
call Chris 082 778 6703 or office 
011 566 0333

Graffiti

For all your vehicle branding or 
wrapping needs and truck tarpau-
lin requirements. Visit the website 
www.graffiti.co.za or call Tracy at 
074 887 6197 or office 011 691 8400.

Customer Management 
Systems (CMS)

Fully integrated CRM and stock 
management system includes leads 
management that helps you track 
daily activities via live dashboards. 
Visit the website:  
www.cmssystems.co.za or call 
Eddie 082 803 5379 or office 
012 665 3669.

Human Resource Solutions 
for Tomorrow (HRST)

Offering staff recruitment and 
training services in all aspects for 
dealerships and MERSETA accred-
ited for any training programmes. 
Visit the website www.hrst.co.za or 
call Maxine on 083 442 8347.

Wepay4cars

A platform for dealerships to buy cars 
from members of the public. Visit 
the website: www.wepay4cars.co.za 
or call Mike 079 579 8111 or office 
0861 007 070.

Data Dot

Asset labelling and microdot 
technology. Maintains a database 
of these units to be used by the law 
enforcement agencies locally and 
internationally. Visit the website 
www.datadot.co.za or call Craig 
082 829 2807 or office 044 874 0836

Orange Owl

The sale of innovative products with 
dealer profit opportunities and great 
customer benefits. Visit the website 
www.orangeowl.co.za or call Erik 
082 651 1191 or Louis 083 926 3597.

1 Huddle Road to a Sale

Help salespeople stick to a systematic 
way of selling vehicles through a 
Gamification app that includes 
videos. Visit the website :  

www.1huddle.co.za or call Mike 
079 579 8111 or office 011 398 9110.

Bikewise

Importers and distributors or pre-
mium quality motorcycle accessories 
with a live, online ordering system. 
Visit the website: www.bikewise.co.za 
or call Chris 082 778 6703 or office 
011 566 0333

Vehicle Facts

Providing information on the vehicles 
you are about to trade in or purchase 
in order to lower your risk. Visit the 
website: www.vehiclefacts.co.za or 
call Derek at 082 441 2469 or office 
044 874 0836.

Lereko Captivate

An effective partner in the procure-
ment of all vehicle-related products 
in South Africa. It is a proudly 
Lereko Investments company and 
Level 2 BEE contributor. Visit the 
website www.graffiti.co.za or call 
Tracy at 074 887 6197 or office 
011 691  8400.

SYM Motorcycles 
and Scooters

SYM is an international manufac-
turer of motorcycles and scooters 
which are imported and distributed 
in South Africa by KMSA. Visit the 
website www.sym.co.za or call Chris 
082 778 6703 or office 011 566 0333

Moto Data

Onboarding platform for clients 
to facilitate and originate loans for 
workshops/parts/short fall of trade-
ins or vehicle financing etc. Visit the 
website www.motodata.co.za or 
call Theunis 083 675 1128 or office 
044 803 1817

C2 Investment Technologies is 
all about using a variety of products 
to support the motor industry 
through use of different technology 
tools and platforms. Visit  
www.c2group.co.za for all other 
offerings which may help you and 
your business grow. ■
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MONTHLY SALES STATISTICS

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

CLICK HeRe to access
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Editor’s Note
I haven’t been on the road 
safety bandwagon for a while, 
but with another long week-
end looming I thought I’d give 
you something to ponder.

There’s no denying that 
the quality of driving on 
South African roads often 
leaves a lot to be desired. Not 
only do you require eyes in the back of your head, but the way 
some people drive means that a good sense of humour and a 
generous helping of patience will come in handy too.

Apart from blatantly ignoring traffic rules and regula-
tions in terms of speeding, South African drivers are notori-
ous for not showing the courtesy and respect that emergency 
vehicles need. Not only is there little effort to clear a path for 
these vehicles, but some drivers even tail emergency vehicles 
to skip the resulting traffic. The consequences of this can be 
far-reaching and it is, in fact, illegal not to make way.

According to a recent statement from MasterDrive 
confusion about the correct response to these vehicles may 
be the reason for the attitude some drivers have towards 
emergency vehicles.

So what is the correct thing to do? Obviously it’s 
important not to panic when you hear those sirens approach-
ing. This is easier said than done, particularly if you literally 
have nowhere to go and traffic is gridlocked and at a complete 
standstill. But the fact of the matter is you have no choice but 
to make way.

Waiting to see from where the emergency vehicle is 
approaching before you decide where to move helps. Sadly, 
some emergency vehicle drivers fail to indicate where they 
plan on moving so it is wise to carefully assess the situation 
before making an impulsive move.

There are a number of other tips to keep in mind. If there 
is space in the yellow lane, don’t move into this as it’s meant 
for emergency vehicles. Even if others block this lane, rather 
move to the right. Never skip a red light or stop sign to make 
way either. Don’t immediately move back into your position 
in case another emergency vehicle is following behind.

Another thorn in the side of South African drivers is 
the so-called blue light brigade. Although we might be less 
inclined to move for what are often perceived as fat cat politi-
cians bullying their way through traffic, the law states that we 
have to move out of the way of vehicles displaying blue as well 
as red lights.

The message from MasterDrive is clear: no matter 
how much it irks us to do so, we need to get out of the way. 
Quickly and safely.

Don’t be the reason an ambulance doesn’t arrive at an 
emergency scene. They might just be racing to save your 
loved ones.

Liana Reiners,
Editor
liana@autolive.co.za

To advertise in 
 contact

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

Toyota’s Hilux one-ton bakkie, which is 
celebrating its 50th anniversary in South 
Africa this year, really put its stamp on 
the local popularity poll by setting a new 
all-time monthly sales record for a single 
model – car or light commercial – in June.

Hilux sales for the month totalled 4 770 
units which was 435 units more than the 
previous highest total of 4 335 Hiluxes sold 
in November 2011. The Hilux sales break-
down by derivative in June was 1 885 double 
cabs, 1 648 Xtra cabs and 1 237 single cabs.

The only other time that a single model 
sold more than 4 000 units in a months 
was in March this year and it was also 
the Hilux. On this occasion it sold 4 252 
units. According to Lightstone Auto the 
highest selling non-Hilux model is the 
Toyota Corolla, which sold 3 832 units in 
October 1996.

What makes this achievement 
particularly remarkable is that it was not 
only achieved in a depressed economic 
environment with sluggish vehicle sales, but 
it was also the month in which a new model 
range of arch rival, the Ford Ranger, was 
launched, with the new line-up including 
the long-awaited Raptor performance 
model. Total domestic sales of the Ford 
Ranger in June were 2 029 units.

Hilux, which has already sold more 
than a million units in South Africa, has 
countered the new Rangers by launching 
a number of Legend 50 and Gazoo Racing 
special edition models in July, which will 
give added impetus to its sales drive for the 
remainder of 2019.

The high sales for Hilux, as well as 
reporting sales of 1 410 Fortuner’s and 
1 301 Quantum taxis and vans, resulted in 
Toyota recording a very dominant 26.8% 
market share with a total sales volume of 
12 208 units.

Suzuki South Africa was another brand 
to buck the downward sales trend when 
it sold a record 1 479 cars, SUVs and light 
commercials (Gypsey and Super Carry). 
June was the company’s best month in its 
10-year history and placed it ninth in the 
top 10 rankings, ahead of established brands 
like BMW, Kia, Mazda, Honda, Jaguar Land 
Rover and Volvo. Suzuki’s market share of 
3.22% was also its highest with the previous 
best penetration having been 2.85%.

The expanding Suzuki dealer network 
sold more than 1 000 units for the first time 
in June and it was the third month in a row 
that the dealers sold more than 900 units in 
a month.

There was also an oddball record in 
June. This was Fiat Chrysler Automobile 
(FCA) reporting the sale of 26 Alfa Romeo 
4C sports cars in June, following the sale of 
nine of these models in May. This compares 
to only seven 4Cs sold in SA in 2018 and 
23 in the whole of 2017. Production of this 
model has now ceased.

Graham Eagle, CEO of FCA South 
Africa, said: “The going rate was too slow 
vs stock level so we did some sums and 
offered a good deal to our dealers. Amazing 
response – they literally flew off the show-
room floors just based on word of mouth.”

NAAMSA Comments

The declining new vehicle sales trend in SA 
continued in June, although lower passenger 

Toyota’s Hilux 
Puts its Stamp on 
Popularity in SA

continued on next page 

http://www.autolive.co.za
mailto:liana%40autolive.co.za%0A?subject=
mailto:liana%40autolive.co.za?subject=


Subscribe for free @ www.autolive.co.za  Page 4

car sales were offset slightly by growth in some commercial market segments. 
Total sales of 45 939 units was a drop of 1.6% compared to June last year. The 
good news was that exports recovered after a disappointing May, with growth 
of 14.3% (3 819 units) over the 26 785 units exported 12 months previously

Overall, out of a reported 45 939 industry sales an estimated 80.4% 
represented dealer sales, an estimated 12.5% went to the vehicle rental industry 
3.7% to government and 3.4% to corporate fleets.

Passenger car sales fell 3.2% year-on-year, despite a substantial con-
tribution of 18.4% from the rental industry. Light commercials recorded a 
modest gain of 1.2%, while the medium and heavy truck reflected a mixed 
performance with mediums up 16%, while heavy truck and bus sales declined 
by 3.9%.

Underlying demand conditions for new vehicles remain weak. In general, 
business and consumer confidence, growing pressure on household disposable 
income and ongoing, subdued economic circumstances, continue to limit 
growth prospects.

However, some vehicle segments showed signs of an improvement during 
the month and this bodes well for an anticipated better second half of the year 
performance. The upward momentum on the export side remains strong and 
industry vehicle production levels will continue to benefit from strong built-up 
vehicle sales in export markets.

WesBank’s View

June sales continued to show the volatility and seeming unpredictability of the 
new vehicle industry in South Africa. Year-to-date sales show a first half down 
3.7% on 2018.

“Being optimistic, overall market performance is improving over the 
first half of 2019, but its performance doesn’t follow any kind of trend,” said 
Ghana Msibi, WesBank Executive Head of Motor. “The market started the 
year 7.4% down in January, making June look relatively rosy – but it’s been 
a matter of how big the rest of the thorns were in-between.

“The only trend that does continue is the financial pressure that 
consumers remain under,” Msibi commented. “While motorists will enjoy 
some relief from lower fuel prices during July, households will have to bear 
increases in rates and electricity prices from this month. The South African 
Reserve Bank will be considering interest rates carefully, but any relief will 
be small, if at all.

“Consumer and business confidence will be caught in a see-saw of 
hope and confusion unless macro-economic factors can begin provid-
ing some stability in the market. Those optimists will be looking for 
improvement in the second half to get anywhere near the expected annual 
market performance which has been forecast at 1% down on 2018,” 
concluded Msibi.

NADA Has its Say

“It’s been quite a painful start to winter as the new vehicle retail market 
(passenger and commercial vehicles) continued its downward trend in June, 
according to data released by NAAMSA,” said Mark Dommisse, Chairperson, 
National Automobile Dealers’ Association (NADA) which represents fran-
chised car and commercial vehicle retailers in South Africa.

“We would like to see the Governor of the South African Reserve Bank an-
nounce lower interest rates this month in an attempt to stimulate the retail sales 
market (subject to the strict inflation target mandate that SARB has, of course).

“Drastic action needs to be taken by government in order to stimulate the 
retail sales market across all sectors of the economy. We live in a consumption-
based society with consumer confidence a big driver. As consumers increase 
expenditure and confidence, the economy grows. The lowering of interest rates, 
together with the price of fuel to decrease substantially, will go some way to 
assisting both the consumer and the private sector,” continued Dommisse.

“Despite the overall chill, the resilience shown by the used car market 
continues to partially offset the decrease in new vehicle registrations with many 
consumers considering second-hand cars as the most viable option for them. We 
look forward to seeing more stability in the new vehicle market in the second half 
of the year.

“Finally, NADA appeals to all South Africans to support President Cyril 
Ramaphosa’s plans to create youth employment, an inclusive economy, and build 
infrastructure. People with jobs will enable them to spend and invest, ultimately 
driving the economy,” Dommisse concluded. ■
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One small part 
can make a 
big difference.  

With Volkswagen Genuine Filters now on offer for less, 
there are no more excuses to use non-genuine parts.
Non-genuine Filters that save in the short-term could cost more and have an adverse effect 
on your engine in the long run. 

For Genuine quality and uncompromised safety, speak to your nearest Volkswagen Dealer 
about this Genuine offer.

Offer valid until 31 October 2019.
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Snippets

Illegal Vehicles Swindle in SA
The ongoing illegal sale of imported used cars – 
mainly from Asia – has been highlighted in a 
number of prominent articles in a recent edition 
of Saturday Star. Lee Dutton, executive director at 
International Vehicle Identification Desk Southern 
Africa, says he estimates the annual loss of revenue 
to the fiscus, based on the sale of 4 000 illegal 
vehicles, amounts to at least R320 million.

Dutton added that SARS, SAPS, municipali-
ties, and the manufacturing associations are all 
working together to understand the extent of 
this problem.

According to Jakkie Olivier, the CEO of the 
RMI, the banning of imported used vehicles 
in SA aims to protect the local industry. “We 
have seen cases in other countries (in Africa) 
where the import of foreign used vehicles has 
decimated the local (new vehicle) market. Often 
the vehicles are brought into the country (South 
Africa) under the guise that they are only in 
transit to another (neighbouring) country, but 
really they are being dumped in South Africa and 
sold illegally.”

The Saturday Star did some undercover 
investigation at warehouses in Durban and found, 
for instance, a dealer who said he could get a South 
African registration for an illegal import in less 
than a month at no extra costs.” ■

BMW CEO Decides 
to Step Down

Harald Krueger, the BMW CEO, has said he 
will not make himself available for an extension 
to his contract after 2020, pre-empting board 
deliberations about whether to give him another 
five-year term at the head of the company. Krueger 
(53) has led BMW since 2015 and will leave on 
April 30, 2020.

Krueger, who has been with BMW for 27 
years, has been criticised for his leadership, where 
profitability has declined, and his company has lost 

the global lead in the luxury car market to rival 
Mercedes-Benz. ■

Many local Parts Used in 
Some SA-built models

Between 800 and 20 000 locally manufactured 
parts were used in each locally assembled vehicle in 
South Africa in 2018 according to a recent report 
in Engineering News, quoting the Department of 
Trade Industry and Competition. Many of these 
local-made components are also exported for 
assembly into vehicles outside SA or as replacement 
and aftermarket parts.

Ford Ranger and Everest used the most locally-
produced parts – 20 217 – which includes engines, 
while BMW uses the next highest number at 3 298 
and Toyota’s Hilux and Fortuner incorporate 2 635 
local parts. SA-sourced parts used by local vehicle 
assemblers were valued at more than R50-billion 
last year, while parts of a similar value were 
exported, with catalytic converters (37.5%), engine 
components (8.1%) and tyres (5%) being the top 
three exports. ■

China Attracting Growing 
Number of Vehicle Designers

China’s vehicle manufacturers may still lag behind 
in product quality and brand recognition, but 
they are narrowing the gap in terms of vehicle 
design and technology by recruiting foreign 
experts, according to a recent article in Automotive 
News China.

Chinese motor companies which previously 
relied on outside design studios are now luring 
some highly rated design and engineering veterans 
away from global brands.

BYD, for instance, has built a large and 
impressive design centre in Shenzhen. It was 
designed by Wolfgang Egger who left Audi to join 
BYD in 2016. Egger is design chief for what is now 

China’s largest manufacturer of electric vehicles as 
well as making other models powered by internal 
combustion engines. He has brought in two other 
European designers, JuanMa Lopez and Michelle 
Jauch-Paganetti to take charge of exterior and 
interion styling respectively.

Other Chinese vehicle makers are also hiring 
experienced foreign designers. FAW Group, a 
state-owned company, has employed Giles Taylor, 
former design director of Rolls-Royce Motors, 
while Geely has made Wayne Burgess, a former 
chief designer at Jaguar Land Rover, as head of a 
new design studio on Coventry, England. In fact, it 
is claimed that foreign design veterans are working 
as design chiefs in more than half of China’s major 
domestic automotive brands. ■

Honda Launches Patent 
Suit Against Great Wall/
Haval in China

Honda, of Japan, has launched a legal claim 
again Great Wall Motor, the largest light truck 
maker in China. Honda claims that an upgraded 
Haval H6 Crossover violates its patents for the 
design of a rear door structure and installation 
for vehicle decorations. Honda is demanding 
US$2.9 million for losses resulting from the 
patent infringement.

This is the second lawsuit to be heard by a 
Beijing court this year in which a foreign vehicle 
manufacturer has accused a Chinese company of 
patent infringement. Earlier this year Jiangling 
Holdings was instructed to immediately stop the 
sale, manufacture, and marketing of its Landwind 
X7 for copying features of the Range Rover Evoque. 
The company was also ordered to compensate 
Jaguar Land Rover for creating confusion among 
car buyers as the two vehicles had a similar shape, 
nearly identical taillights, and character lines on 
the side panels. ■
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Snippets

“SA Road Maintenance 
Backlog now R400bn” – 
UCT Researchers

The cost of South Africa’s road maintenance 
backlog is nearing R417bn according to research 
by two academics at the University of Cape Town. 
This is more than double the amount put forward 
by SANRAL’s Condition and Budget Needs report, 
which estimates the backlog at R197bn. ■

Ford and Volkswagen Widen 
Scope of Partnership

Ford and Volkswagen have just announced the 
widening of their earlier agreement on com-
mercial vans and midsize pick-up trucks to 
include wide-ranging cooperation on electric 
and autonomous vehicles, which will save each 

company huge amounts of investment in research 
and development costs.

Ford says it will deliver more than 600 000 
vehicles in Europe over six years that will be based 
on Volkswagen’s modular electric vehicle “toolkit”, 
known as MEB. VW will supply MEB components 
for the as-yet-undisclosed battery electric vehicle to 
be built at a Ford plant, starting in 2023.

Most of these developments will benefit Ford 
outside North America. Both companies will have 
access to Argo AI (Artificial Intelligence) which 
is developing an automated driving platform. 
Previously only Ford was involved with Argo.

Good progress is evidently being made with 
the commercial vehicle partnership where Ford 
will engineer, source, and build the previously 
announced midsize (Ranger) pick-up for customers 
in the middle East, Africa, Europe, Asia Pacific, 
and South America. The first of these pick-ups is 
expected in 2022.

Ford will also engineer, source, and build large 
commercial vans for both companies, starting 

in 2022, while Volkswagen will source and build 
a city van for sales in Europe and certain other 
global markets. ■

Daimler Axes the Mercedes-
Benz X-Class Bakkie

Daimler is expected to stop production of 
its X-Class bakkie, according to an article in 
Automotive News. The reason is Daimler’s need to 
reduce costs amid profit warnings.

Mercedes-Benz announced its Nissan Navara-
based X-Class in 2017 hoping to cash in on the 
booming global segment for mid-size trucks. But 
only 16 700 units of the X-Class were sold in Europe 
Australia and South Africa last year. Its price was 
considered too high and competition in this seg-
ment is fierce. It is built in Nissan’s factory in Spain.

Earlier this year Daimler abandoned plans 
to build the X-Class at a Renault-Nissan plant in 
Argentina for sale in South America. ■

 continued from previous page

Monthly automotive news to and from Africa

The volume of 
built-up vehicles 
being exported 
from South Africa 
into other African 
countries contin-
ues to disappoint. 
SA is certainly not proving to be the “springboard 
into Africa” that global vehicle manufacturers had 
hoped. Volume for the first six months of 2019, at 
11 385 units, was 1% lower than the 11 503 units 
shipped in the same period last year.

All these figures are very disappointing when 
one realises that in 2015, Toyota alone exported 
11 770 units to other African countries – far more 
than the total for 15 companies in 2019!

Toyota only exported 4 924 units into Africa 
in the first six months of this year, which was 

a marginal improvement over the 4 506 units 
shipped in the same period last year. Nissan’s total 
of 3 170 units this year was also slightly better 
than last year’s half-year total of 3 026, while 
third-placed Isuzu slipped from 1 670 to 1 364 
units and Ford from 1 273 to 852 in the period 
under review.

Kenya, which took 1 638 units, replaced Ghana 
(1 489) as the top destination, while Zambia (1 278) 
overtook Zimbabwe (907 compared to 1 492 in 
the first half of 2018). Kenya, Ghana, and Zambia 
were the only three destinations that took more 
than a thousand units in the six months. Other fair 
volume importers (with 2018 figures in parenthe-
ses) were: Mozambique, 822 (623); Nigeria, 670 
(333); Ivory Coast, 532 (258); Mauritius, 509 (808) 
and Tanzania, 429 (661).

June was a particularly disappointing month 

for exporters as their shipments fell by 18%, going 
down from 2 242 units in June 2018 to 1 842 units 
last month.

Toyota, Nissan, and Ford sold similar amounts 
to June last year, but Isuzu slipped from 403 units 
in June last year to only 199 last month. By com-
parison Toyota exported 858 units into Africa last 
month, compared to 858 a year previously. Nissan 
went up slightly from 413 to 465, but Ford slipped 
from 250 to 213 month-on-month.

Ghana was the most popular destination this 
June, taking 289 units. It was followed by Kenya 
(269), Ivory Coast (174), Zimbabwe (172 compared 
to 428 units in June 2018 when it was the biggest 
export market in Africa for SA built-up vehicles). 
Nigeria took 170 imports, while Tanzania’s imports 
from SA fell from 150 in June last year to only 11 
this June. ■

Built-Up Vehicle Exports into Africa Continue to Disappoint
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By RogeR HougHton

Road safety has never enjoyed the high priority 
it deserves from the state or motorists in South 
Africa. Yes, there has been plenty of lip service paid 
over the years and millions and millions of Rand 
spent on advertising, but little of practical benefit.

It was for this reason that it was a pleas-
ant surprise to see a packed conference room 
at Kyalami last month when the Automobile 
Association (AA) presented the third round 
of the Global NCAP results from testing SA 
specification cars.

There has been a small number of motoring 
journalists who have been disciples for road safety 
and have gotten practically involved over the years. 
The fact that a large number of the interested 
people present at Kyalami were journalists was a 
good start to renewed interest in promoting road 
safety initiatives. This is certainly required in a 
country with such a high death and injury rate 
from crashes.

Let’s hope the graphic pictures of wrecked 
cars have more impact on the public than the 
recent crusades by some local journalists about 
the alleged lack of safety features when the Datsun 
Go and Renault Kwid were introduced to the local 
market. Their criticism certainly did not slow 
sales and they are both strong sellers today. In 
the interim safety features on these models have 
been upgraded.

Now back to the #SaferCarsforAfrica confer-
ence and displays. The three models tested under 
the Global NCAP regulations this were entry level 
examples of affordable, small people carriers; the 
Toyota Avanza, Honda Amaze and Suzuki Ignis.

All four performed far 
better than the examples 
tested in the second round, 
which included the Nissan 
NP300 bakkie failing to score 
any stars. This time around 
the Avanza and Amaze were 
rated at four stars and the 
Ignis achieved three stars.

However, according 
to David Ward, the Global 
NCAP President and CEO, 
the latest test results were 
disappointing in terms of the 
level of protection for child 
occupants, the most vulnerable of car passengers. 
“We look forward to the first five-star car in Africa 
and encourage vehicle manufacturers to meet 
our five-star challenge and to provide this level 
of safety for all passengers, whatever their age,” 
said Ward.

We are currently in the closing stages of 
the United Nations’ Decade of Action for Road 
Safety which goes from 2011 to 2020 and aims to 
reduce the current rate of 3 700 people killed daily 
worldwide.

This NCAP Global initiative to encourage 
safer cars for Africa demonstrates how the push 
for improved road safety is being extended to 
emerging countries with practical benefits. India 
is the most advanced emerging economy in terms 
of setting and enforcing safety standards; in some 
cases, its demands are higher than those in the 
US. South Africa and Egypt are the only African 
countries actively taking part in this programme, 
although Kenya has announced its intention to get 
involved too.

This year is also the 40th anniversary of the first 
NCAP-type safety testing which was independent 
crash testing taking place in the United States.

The speakers at the conference stressed 
the importance of consumer pressure driving 
manufacturers and the authorities to insist that 
vehicles sold in their country at least conform to 
UN minimum vehicle regulations.

The Global NCAP testing currently takes place 
in Munich, but there is nothing stopping a country 
or countries in Africa setting up a regional test 
facility provided it meets the required standards. 
The finance for the testing of African cars currently 
comes from the FIA Foundation and Bloomberg 
Philanthropies, with the latter distributing half a 
billion dollars last year.

The message that came through from this 
informative conference was that Africa should not 
accept lower vehicle safety standards than Europe, 
particularly in South Africa where the annual 
death toll is 14 000 people. ■

#SaferCarsforAfrica Programme 
Could Jolt SA Regarding Road Safety

Honda Amaze.Toyota Avanza.

Suzuki Ignis.
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By ARtHuR MutLow,  
of ARtHuR S MutLow And 
ASSoCIAteS

My earlier article on the Fourth Industrial 
Revolution as it applies to the retail motor industry 
has caused many dealers to sit up and think 
about the prospects for their dealerships as we go 
through a renaissance in our industry.

When I wrote my first article, I thought of ap-
plying scare tactics to make sure that dealers would 
read the post and then take the necessary action.

Originally I wanted to start the article by say-
ing: “Can your dealership operate with zero gross 
profit from your new car department, reduced 
volume and gross profit from your used car 
department, a large reduction in parts and service 
turnover with margins reduced by up to 50% and 
severely reduced backend income?” However, I 
thought better of it as I didn’t want dealers to stop 
reading the article and did not want to introduce a 
negative from the get-go.

Let us have a look at some of the points 
mentioned in my earlier article:

The Demise of the Internal 
Combustion Engine (ICE):

The world is going green as it responds to climate 
change and instead of playing games this time, the 
situation is being taken very seriously, so much so 
that all major countries have been rated for their 
compliance and given targets which have to be 
achieved to reduce the vehicles traffic contribution 
of CO2.

Since the transport industry is one of the most 
significant causes of air pollution, (contributing 
about 14% of global CO2 emissions) it has been 

targeted to drastically reduce vehicle traffic’s 
contribution of CO2. The industry will have no op-
tion but to move from internal combustion engines 
to electrical engines powered by batteries and fuel 
cells to achieve the set targets.

Several countries have already mandated 
specific years, by which the internal combustion 
engine will cease to be sold in all manners of 
transportation (some within five years). The use 
of diesel-powered vehicles will be banned even 
earlier, in some cities in Europe and the USA.

So there is a real race on to bring EV’s to the 
market by all manufacturers including the Chinese 
(Tesla is already building a massive plant in China, 
for the Chinese market). Ford Motor Company 
in the USA plans to introduce 13 new EVs to the 
market during the next five years, while GM has 
announced that it will launch 20 new EVs and 
hydrogen cell vehicles by 2023! Not to be outdone, 
the German manufacturers (Mercedes-Benz, 
BMW, Audi and smart have shown their entrants 
at recent motor shows around the world).

One of the biggest drawbacks to the launch 
of EV’s and hydrogen cell vehicles, is recharging 
the batteries and filling of the fuel cells. An article 
in Automotive News stated that in the USA an 
amount of US$ 1.5 trillion would be required to 
provide facilities. One can imagine the problem 
that Africa will have in providing charging/filling 
facilities across the continent-where is the funding 
coming from and in our case, from where is the 
electricity going to come? One can imagine the 
mayhem during Phase 4 load shedding.

Many commentators in South Africa believe 
that there is no chance or very little chance of EV’s 
taking over the market in South Africa, mainly be-
cause of the lack of charging facilities, the high cost 
of EV’s and the shortage of electricity via Eskom.

Admittedly, huge investments will be required 
to provide charging facilities throughout South 
Africa but one must remember that South Africa is 
part of the world and if the rest of the world moves 
to EV’s,

South Africa will have to comply as vehicles 
other than EV’s would not be available to us from 
our source countries. I am sure that all franchises 
will ultimately have to move in this direction. For 
example, by 2022 Volvo has announced that it will 
not be manufacturing any ICE powered vehicles 
at all!

So, what does this change the powering of 
our cars and trucks mean to the retail automotive 
industry as we know it today?

EV’s have far fewer moving parts than ICE’s 
and are therefore less susceptible to wear and 
servicing is thus considerably reduced. Imagine no 
gearbox, no clutch, no differential, just an electric 
motor per wheel. Additionally, it only takes about 
10 minutes to remove and replace the electric mo-
tor (the motor is not worked on or repaired, merely 
replaced). The faulty motor is merely returned to 
the manufacturer for reconditioning or recycling 
into the next vehicle.

What effect is servicing once a year (which is 
merely a safety check), no oil sales and minimal 
opportunity to upsell, going to have on your 
Service and Parts department?

Fortunately, the situation described above 
is the worst-case scenario, and one that is only 
arrived at when the last ICE powered car or bakkie 
leaves your dealership before being scrapped! The 
net effect is that the current situation represents 
the highest volume throughput that you will have 
in your dealership and from now on your parts and 
service volume will decrease if you intend doing 
business the way you are doing it today.

While we are discussing the effect of the 
changing environment on your Parts and Service 
operations, I think we should look at the impact 
of the Right to Repair and Code of Conduct for 
Competition in the Automotive Industry will be, 
on these two critical departments.

To avoid confusion or misunderstanding, I 
will quote from the Draft Code, ad verbatim, as I 
believe it will have a significant impact on the way 
motor dealers currently do business in the parts 
and service markets. It will also have a consider-
able effect on aftermarket products sold with the 
purchase of a vehicle, e.g. extended warranties, 
paint protection, administration fees, extended 
service plans, and credit life insurance.

A further cause for concern is the huge reduc-
tion in franchised dealer workshop throughput 

The Changing Business Environment

continued on next page 
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that this code will precipitate. I would suggest that 
all dealers should review the draft code and define 
the risks that their businesses face if this code 
is ratified.

On 22 September 2017, the Commission 
published a draft code of conduct for competition 
in the automotive industry. The code is aiming 
at resolving the competition problems in the 
automotive aftermarket sector, following multiple 
complaints received.

The commission is concerned about 
exclusive arrangements between OEMs and 
approved dealers, repairers and parts suppliers, 
in carrying out in warranty service and repair 
work. These exclusive arrangements have the 
effect of limiting the participation of some 

players in the market, especially SMEs. The ar-
rangement concerning the sales distribution and 
use of spare parts, also limit competitiveness in 
this market.

The commission is also pursuing broader 
reforms in the sector, including promoting the 
increased ownership of dealerships by historically 
disadvantaged persons.

They are also advocating for transparency in 
the pricing of vehicles, including the unbundling 
of vehicle costs from the cost of maintenance and 
service plan.

The intended outcomes of the Commissions 
advocacy are as follows:

 ■ For small and historically disadvantaged 
independent service providers to undertake 
service and maintenance work, while the vehicle 
is in warranty.

 ■ For small, HDR independents to undertake in 
warranty auto body repairs.

 ■ For more historically disadvantaged individuals 
to own OEM dealerships.

 ■ The use of equal matching replacement parts, 
in addition to OEM and identical parts, in the 
repair of motor vehicles.

 ■ The removal of OEM restrictions on the sale and 
distribution of parts, by retailers whether OEM 
approved or independent.

 ■ Provide more price and product options for 
consumers in the sale of parts.

 ■ Consumer education and awareness of cost 
entailed in the purchase of a motor vehicle.”

If you have any difficulty developing your plan 
to protect the future of your business-you know 
where to come for help! ■

 continued from previous page

Ford Motor Company of Southern Africa 
(FMCSA) is introducing a third shift to its vehicle 
assembly operations at the Silverton Assembly 
Plant in Pretoria to meet the growing international 
and local demand for the New Ranger, Ranger 
Raptor and Everest.

The additional shift, which commences in 
August, will create 1 200 new jobs at the Silverton 
plant, taking Ford’s total employment in South 
Africa to approximately 5 500 employees. At the 
same time, it will significantly bolster supplier 
companies by adding around 10 000 jobs in this 
sector. In total, Ford’s local vehicle assembly opera-
tions will now support some 60 000 jobs within the 
total value chain.

“The R3-billion investment in our South 
African plants, announced in 2017, is now coming 

to fruition with the addition of a third shift to 
increase our production output,” said Ockert 
Berry, Vice President Operations, Ford Middle 
East and Africa.

“The investment enabled extensive reworks 
at the Silverton Assembly Plant to expand our 
production capacity from 124 000 vehicles per 
year to 168 000 units, which is 58 000 vehicles 
more than our original capacity when the current 
Ranger programme commenced in 2011.

“The third shift will allow us to ramp up our 
production from the current 506 vehicles as-
sembled per day to a peak of 720 units to satisfy the 
strong demand from customers in South Africa, 
as well as for our crucial exports to 148 markets 
around the world,” Berry stated.

From the beginning of August, the Silverton 

Assembly Plant will run around the clock, using 
a three-shift pattern from Monday to Thursday, 
with the additional Friday third shift avail-
able to address any potential shortfalls in the 
production schedule.

“In addition to the jobs created for hourly 
employees, the new shift makes provision for 104 
skilled artisans and technicians who have been 
appointed as permanent employees, thus adding to 
the skills set of our staff complement in Silverton,” 
Berry added.

Thanks to Ford Motor Company’s ongoing 
investment in South Africa, which reached 
R11-billion between 2009 and 2018, Ford’s 
domestic turnover now accounts for 1 per 
cent of the country’s GDP. This makes the 
Silverton-based company a significant player 
in the country’s economy and manufacturing 
sector, as well as a major contributor to South 
Africa’s employment – both through direct 
jobs, and within the total value chain amongst 
supplier companies.

Approximately two thirds of Ford’s local 
production is exported to 148 global markets, with 
the balance sold in South Africa and Sub-Saharan 
African countries. ■

Third Shift at Ford Plant Creates More Jobs

“In addition to the jobs created for 
hourly employees, the new shift 
makes provision for 104 skilled 
artisans and technicians who have 
been appointed as permanent 
employees, thus adding to the 
skills set of our staff complement 
in Silverton,” 
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By Len BRAnd,  
CHIef exeCutIve offICeR At  
tAtA AfRICA HoLdIngS And  
HeAd of dIStRIButIon veRtICAL At 
tAtA InteRnAtIonAL

When I stepped into my current role in August 
2016, the business was not in good shape. It was 
spiraling downwards, had been making losses 
for three consecutive years, and was facing yet 
another loss. Unsurprisingly, the people were very 
unhappy, just coming to work to earn a salary. I 
was well aware of the scale of the challenge that 
lay ahead.

At the outset of my turnaround strategy, the 
first thing I did was try and set a new tone. I drew 
a great deal of inspiration from my mentor, Brand 
Pretorius, who is a well-known proponent of 
servant leadership.

Servant Leadership

Servant leadership has nothing to do with being 
subservient or submissive. The core premise of the 
‘service to others first’ philosophy is prioritising 
other people’s needs over your own. Humility is an 
absolute prerequisite for this management style, 
as your overarching goal is to achieve authority, 
rather than power.

To establish and execute strategies which drive 
growth in revenue and profitability, to lead cultural 
and process change, and to build consensus and 
develop high-performing teams, you need the 
buy-in of your people. To do this, you first have to 
earn their respect and trust.

You have to create an environment where 
your people want to come to work every day. 
Human beings have an innate need to belong, so 
you have to build a sense of unity and wholeness 
in the organisation. In order to help people foster 
bonds and build relationships, you have to provide 
opportunities and spaces for them to interact with 
one another, informally, across the company.

To inspire and motivate, you have to convince 
rather than rely on coerced compliance. To opti-
mise your influence, you have to persuade rather 
than rely on hierarchical dominance. You have 
to be a solid role model and an advocate for your 
people – everyone in your team should know that 
you’re there for them. As a servant-leader, you have 
to make yourself visible, accessible, and available. 
You have to check in often with your people to see 
how they are. You have to look them in the eyes, 
and engage them in meaningful discussions. You 
have to listen, empathise, and make an effort to 
acknowledge things from their perspectives.

No-one likes to be micro-managed. People 
get de-motivated when they are managed and 
controlled into the ground. Remember, your 
people have been hired for their skills set. You 
have to create space for them to use those skills, 
and encourage them to take calculated risks. As 
long as they’re trying to improve the business, you 
should allow them to try new things, or new ways 
of doing things.

Encouraging a participative approach to 
decision-making leads to a higher level of engage-
ment and innovation, and helps build a sense 
of community within the team. It is important 
however to remember that, as a servant-leader, 
you can’t avoid making unpopular decisions, or 
giving team members negative feedback when it is 
required. Servant leadership is about focusing on 
satisfying the highest-priority needs of others – not 
their feelings.

You have to prioritise the personal and 
professional development of your people, and 

empowerment should follow an orderly and 
structured approach. Coaching and mentoring 
your people has to take precedence over personal 
elevation. You have to lead by example to reinforce 
the spirit of service to others, and encourage 
mentees to prioritise serving others over self-gain.

Organisation as servant-leader
It should be noted that organisations – not 

just individuals – can also be servant-leaders. The 
‘institution as servant’ is something which I think 
TATA does extremely well.

Founded in 1868 by Jamsetji Tata, the legend-
ary “Father of Indian Industry”, and one of the 
most important founders of the modern Indian 
economy, the TATA Group of companies is India’s 
only value-based corporation, and the country’s 
biggest conglomerate.

Tata was the epitome of a servant-leader. He 
believed that in order to advance a nation, you 
need to uplift the best and the most gifted, so 
that they can go on to be of the greatest service to 
humanity. Most significantly, he believed that the 
community is not just another stakeholder in a 
business, but the very reason for its existence. In 
other words – institution as servant, or organisa-
tion as servant-leader.

Virtuous Cycle of Servant Leadership

The ‘servant-leader is servant first’ philosophy – 
whether that be in an individual or organisational 
capacity – is, ultimately, a virtuous cycle. Because 
when your people become happier, healthier, 
wiser, freer, and more autonomous, they are more 
likely to themselves become servant-leaders. All of 
which bodes well not only for businesses, but also 
communities and society at large. ■

Organisation as Servant-Leader

Len Brand, CEO at TATA Africa Holdings and Head 

of Distribution Vertical at TATA International.

Brand Pretorius, retired CEO of McCarthy Limited 

and executive director of Bidvest Group, currently 

member of the Advisory Board of the Motor 

Industry Ombudsman of South Africa, and serving 

as a non-executive director on several boards, 

including TATA Africa Holdings.
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“History will judge us by the difference we make 
in the everyday lives of children.” – Taking these 
famous words by former president Nelson Mandela 
to heart, children were at the centre of the Mandela 
Week celebrations hosted by Isuzu Motors South 
Africa across South Africa this week.

In remembrance of the late great statesman’s 
birthday week, Isuzu reached out to some of the 
most vulnerable members of our local com-
munities: children and the elderly living in Port 
Elizabeth and Johannesburg.

The Mandela Week festivities kicked off on 
Tuesday, July 16, when Isuzu Motors South Africa 
donated much needed mathematics and literacy 
textbooks to Normoyle Primary School based at the 
Missionvale Care Centre in Missionvale. Normoyle 
Primary School is an independent school which 
serves the impoverished community of Missionvale.

“We are extremely grateful to Isuzu for this 
incredible gift. Their support means our pupils 
will have the resources required to perform at their 
very best, and our hope is that they will use this as 
tools to pave their way out of the cycle of poverty 
they have been born into. Through our school 
we are also active in developing the importance 
of maths, and Isuzu has made this possible,” said 
Missionvale Care Centre Marketing Manager 
Linda van Oudheusden.

In line with 67 Minutes for Madiba, Isuzu 
also donated 67 warm blankets to the Missionvale 
Care Centre. “These are given to families who are 
in need, often bed-ridden patients, elderly and 
sickly people. The blankets are a huge comfort and 
so deeply appreciated by those who receive them. 
Isuzu is a treasured part of our Missionvale family! 
We are in this together, to make a difference in 
one life at a time, and collectively to change the 
future through our shared commitment,” said Van 
Oudheusden.

Isuzu’s next stop was at Qhamani Pre-school in 
Zwide where the company donated mattresses, toys 
and stationery. Close to 60 children, aged two to 
five years, from Zwide, New Brighton, Missionvale 
and Joe Slovo attend the school. Employees did gar-
dening, face painting, reading and amused the kids 
with an educational puppet show, teaching them 
about the importance of keeping your environment 
clean. The principal, Nonzane Mbana, said the 
donation was a great help. “Our little ones share 
mattresses, stationery and learning equipment. 
This donation gives each child access to sufficient 
learning resources,” she said.

Nestled next to Qhamani Pre-school, is the 
Ekuphumleni Home for the Aged. Here Isuzu 
employees opened their hearts and pockets and 
donated toiletries and adult nappies.

And in partnership with Gift of the Givers, 
Isuzu moved to the retirement homes of 
Schauderville where they distributed grocery 
parcels to each resident.

Johannesburg based employees followed suit 
and donated clothing and non-perishable food 
items to Wings of Inspiration Care Centre, a 
Gauteng-based organisation working with under-
privileged children, orphans and families.

Shane Peyper, Wings of Inspiration repre-
sentative, said the organisation supports a local 
children’s home, playschools and soup kitchens. 
“We don’t say no to anybody. We help them 
all – families, children, homeless people and the 
destitute,” he commented.

Isuzu Motors South Africa Corporate 
Communications Manager, Gishma Johnson, 
said community outreach is entrenched in the 
company’s vision. “We care about the com-
munity in which we operate and believe in 
making an impactful contribution. We further 
encourage our employees to get involved in 
community programmes,

“Through our employee volunteerism 
programme, Isuzu Cares, I care too, employees 
volunteer their time or contribute in cash or kind 
towards a worthy cause,” Johnson concluded. ■

Isuzu Reaches Out to Vulnerable 
Communities this Mandela Day

The Isuzu puppet show team had fun teaching the Qhamani Pre-primary children about waste disposal. From left are Mbali Nakani (4), Johnathan Bell, Althea 

Bruintjies, Linothanda Kate (4), Dini Mbewu and Anovoyu Themese. In front are Masimbonge Makani (5) and Sibabalwe Gidimi (3)
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If there are two things you can count on with Rally To Read, they are ef-
fectiveness and continuity. In the 21 years since its launch in 1998, the rural 
schools project has changed the fortunes of more than 1 600 schools, 12 000 
teachers and 250 000 children. Remarkably, it is still run by the same people 
who first made it a success. Brand Pretorius, who founded Rally To Read, 
remains chairman of its steering committee. Alongside him are most of the 
people who drove the programme forward in its formative years. And the Read 
Educational Trust remains at the heart of all its education efforts.

What does this tell you? That these people, and those who work with them, 
are passionate about Rally To Read.

And why not? Whoever coined the expression, “if it ain’t broke, don’t fix 
it”, could have had Rally To Read in mind. The concept is simple: revive failing 
rural primary schools that don’t get the support they need from education 
departments. There are thousands of them around South Africa. Most lack 
basic educational materials like books and stationery. Some don’t have desks, 
classrooms, electricity or even sanitation. No matter the state of neglect, the 
result is the same for their children: illiteracy and a bleak future.

That’s why, for the last 21 years, Rally To Read has been delivering books 
and teacher training to remote schools around South Africa. The results have 
been unprecedented. Instead of being forced to drop out of the educational 
system, unable to read, children have the opportunity to go on to high school 
and university. And it’s not just the children who benefit. Their families and 
communities are seeing benefits they once thought had passed them by.

As Pretorius puts it: “Rally To Read is South Africa’s leading and 
most sustainable literacy programme aimed at enhancing the quality of 
rural education.”

Why does Rally To Read work? This is not an anonymous, give-us-your-
money programme. Sponsors meet the people they are helping. They learn 
first-hand the challenges they face. And they see for themselves the impact of 
their generosity.

It costs R36 000 to be a corporate sponsor of Rally To Read. Most of 
that buys portable classroom libraries containing books designed to encour-
age reading skills. These may be in any of SA’s various languages. The rest of 
the money pays for teacher training.

At no extra cost, sponsors and up to three guests join Rally To Read for 
a weekend in far-flung corners of SA, delivering their libraries in person (an 
R18 000 option for private sponsors allows one guest). Convoys of off-road 
vehicles meet early Saturday to load up libraries and other educational 
equipment, before spending the day visiting at least two schools. Each school is 
supported for at least three years so sponsors who continue their support over 
that period see how reading skills improve each year.

Saturday night is spent in local accommodation, where organisers 
and sponsors share ideas and experiences. The only exception is the one-day 
Kwazulu-Natal rally on August 31.

Costs of these weekends are borne by Rally To Read’s partners. Mercedes-
Benz SA, Ford Southern Africa, Shell and the OneLogix transport group are 
long-standing supporters of Rally To Read. So is the Jonsson workwear group, 

whose corporate social investment arm, the Jonsson Foundation, is the lead 
partner. Besides hosting a rally, the foundation underwrites many of Rally To 
Read’s operating costs.

There are six rallies in 2019. An Mpumalanga rally happened early this 
year and dates for a follow-up event before the end of 2019 have still to be 
finalised.

Confirmed  dates are:
 ■ September 7 and 8 Free State
 ■ August 31 KwaZulu-Natal 1
 ■ September 14 and 15 KwaZulu-Natal 2
 ■ October 12 and 13 Eastern Cape
 ■ October 19 and 20 Western Cape

For more information on Rally To Read or to become a sponsor, please visit:
www.rallytoread.co.za. Alternatively you can contact Brand Pretorius at 
brand@brandpretorius.com. ■

“Rally To Read is South Africa’s leading and most 
sustainable literacy programme aimed at enhancing 
the quality of rural education.”

Passion and Commitment Drive 
Rally To Read

Brand Pretorius, founder of Rally To Read and chairman of its 

steering committee.
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By RogeR HougHton

Audi, the premium brand in the Volkswagen 
Group, has long positioned itself as an innovator. 
Now it has moved from not only being an innova-
tor in terms of automotive technology but also in 
the business of selling cars in a much-changed 
environment, using the “Audi VR (Virtual Reality) 
experience” so that customers can customise the 
Audi model of their choice.

The Audi Centre in Centurion, Gauteng, is the 
guinea pig in the South African motor industry 
for the introduction of this technology with the 
construction of a dedicated Audi Customer Private 
Lounge (CPL). This trend-setting digital retail 
solution is already in operation at more than 400 
Audi CPLs of digitalised consulting suites globally 
and will be rolled out to more Audi dealerships in 
SA within the next few years.

There is an interesting story as to why this 
particular dealership was selected as the pilot for 
this project. The main reason was that the growing 
Audi range requires additional showroom space 
which is extremely expensive in the Centurion 
area due to the high occurrence of dolomite which 
bumps up building costs.

Peter Preusse, the managing director and 
investor in the new Audi dealership, which 
complies with all the latest, global corporate 

identity requirements, said that it would have cost 
R9 million to accommodate a further three cars 
in the showroom so it was suggested that the CPL 
route be considered.

“We went to a dealership in Munich on a study 
tour and were so impressed with seeing an Audi 
CPL in operation there that we decided immedi-
ately that this was the way to go for our Centurion 
operation, particularly as the cost was in the region 
of R800 000,” said Preusse.

“The decision to go the CPL route not only 
made economic sense but also vaulted our dealer-
ship up the ladder in terms of its use of the latest 
digital technology. With the use of the latest virtual 
reality solution customers can get an extremely 
realistic experience of their individually config-
ured car, down to the last detail.”

A group of people at the media conference had 
an opportunity to experience the system first-
hand and all of us were most impressed. It was all 
most realistic.

Elzanne Marais, who worked previously at the 
Audi Customer Interaction Centre, is the CPL con-
sultant at the Audi Centre in Centurion. Together 
with the customer she “builds” a car which is 
accurate down to items such as optional style alloy 
wheels creating a sales quote during the process. 
She does this in a large, soundproof studio with the 
aid of digital technology including a virtual reality 
headset and 75-inch screen.

The system has a dedicated broadband dish 
to facilitate data flow, which can extend to a four-
day, 24/7 download of the full spectrum of data 
from Germany.

Trevor Hill, the affable and well-travelled Head 
of Audi SA, said that dealers had to adapt to doing 
business differently and the use of CPLs was one of 
the methods being employed. He said that the days 
were over for huge investments in big dealerships 
even though the model ranges continued to grow. 
“We have to sweat our current assets and do 
things smarter.”

He said this was particularly true in the local 
premium market which has shrunk from 85 000 
units a year to 50 000 units in only five years.

The imposing Centurion facility was upgraded 
last year and handles Volkswagen passenger cars 
and commercial vehicles as well as Audi in desig-
nated areas. The Audi dealership now has a special, 
enclosed delivery bay for the hand-over process 
besides the recent addition of the CPL.

Peter Preusse, whose father Heinrich, was 
an early arrival from Germany to strengthen the 
service ability of Volkswagen dealers in the early 
years, has been involved with the Volkswagen/
Audi dealership for the past 22 years. (It previ-
ously traded under the Autohaus name and is a 
joint venture with the Bidvest McCarthy Group). 
Besides selling new and quality used vehicles the 
dealership also services more than 100 vehicles 
a day.

Bart Hettema, the Audi dealer principal, 
said he is delighted with the CPL which al-
lows for a more personal, softer sell and im-
merses the customer in the process of specifying a 
unique vehicle. ■

Audi Brings Exciting Innovation to 
Centurion Showroom

“We have to sweat our current 
assets and do things smarter.”

Audi customer private lounge.

 first innovation of 
its kind at Audi Centre 
Centurion

 full Audi model range including 
colour combination, interior and 
exterior specification

 Presents a detailed digtal 
image of an Audi without having 
to physically view the vehicle

 Integration into the dealer’s retail sales 
process before purchase offering innovative 
differentiation to competitors

 unique light and environment settings enable 
great degree of detail to the virtual vehicle

 dedicated, 
one-on-one 
consultation

 Private, premium and 
intimate environment

 digital projection onto 
a 75 inch screen, using 
oculuc Rift vR glasses

 3d and 360˚ execution 
enabling a true-to-life 
virtual experience of 
sitting in an Audi

vIRtIuAL ReALIty enABLed 
CuStoMISAtIon of An AudI

http://www.autolive.co.za


Subscribe for free @ www.autolive.co.za  Page 16

New Model

By StuARt JoHnSton

Mazda hinted strongly at the mid-July launch of 
the new Mazda3 that it is intending to move its 
entire product range up-market, where Mazda will 
be seen as a premium brand.

Mazda said at the South African launch of the 
new model in Sandton in mid-July that this car 
is the first production model “to lead Mazda into 
a bold era”.

In terms of looks and general build quality, it 
could be argued that Mazda is already a long way 
down the road in achieving so-called premium 
status with the new Mazda3. The appearance of 
the car is dramatic to say the least, and this is 
especially so in terms of the interior finishes. A 
soft touch dashboard top blends tastefully with 
black and bright-metal trim that is always classy, 
never garish. This works well with Mazda’s interior 
design philosophy towards minimalism in terms 
of knobs and switches, yet offering most of the 
modern-must-haves in terms of connectivity, 
climate control and safety add-ons.

The new 8.8 inch MAZDA CONNECT info-
tainment screen is standard on all models and on 
the Individual trim models there is an impressive 
Bose 12-speaker audio system. The infotainment 

pod is backed up by the digitally-reconfigurable 
gauge clusters ahead of the driver. The infotain-
ment pod is operated by a console-mounted 
controller, rather than by touch-screen operation.

The new Mazda3 comes in hatchback and 
sedan format, and with a choice of two engines 
in both sedan and hatch variants. These engines 
are both naturally-aspirated four-cylinder units, 
however, which caused a bit of a stir amongst 
some members of the motoring media at launch, 
who feel that a turbocharged engine should 
at least be offered in the mid and top level 
model variants.

As the range stands right now, the 1,5-litre 
engine delivers 88 kW and is offered in both 
hatchback and sedan format. The 1,5-litre models 

come with a six-speed manual gearbox driving the 
front wheels, or a six-speed automatic gearbox.

Performance is rather moderate, it has to be 
said. The engine is very smooth-revving, but one 
would surmise that with the car loaded with five 
adults it might feel a bit breathless at Reef altitudes, 
requiring a fair amount of downshifting to 
maintain speeds up hills with a full load.

The Mazda3 1.5 comes in Active, Dynamic 
and Individual trim levels, all of which are avail-
able on both hatchback and sedan models.

The Mazda3 2.0 Astina comes only with a 
six-speed conventional automatic gearbox, which 
is very smooth-shifting. Again, the 2,0-litre model 
is offered in either hatch or sedan format. In this 
2,0-litre form, with 121 kW and 213 Nm of torque 
on tap, the performance is good without being 
exceptional. One feels that this car will definitely 
appeal to an older customer demographic because 
of the conservative nature of its engines. This 
is a pity, because appearance-wise the cars are 
extremely funky.

Pricing starts at R357 000 for the Mazda3 1.5 
Active Sedan (interestingly the equivalent hatch-
back is R2 900 more expensive). The range-topping 
Mazda3 Astina 2.0 Automatic sells for R474 900 in 
hatchback form, while the equivalent sedan is some 
R3 100 less expensive at R470 800. ■

Mazda Eyes the Premium Market and 
the New Mazda3 is the First Step
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By LIAnA ReIneRS

The latest generation of Ford’s popular SUV – 
the seven seater Everest – was introduced to the 
South African motoring media in Botswana 
recently. Although no mountains were moved 
to create the newcomer, it’s blatantly clear 
that it has everything needed to overcome 
those mountains.

The new Everest doesn’t look drastically 
different to its predecessor. The most notice-
able changes are a newly designed front grille 
and bumper. The interior is also not radically 
new and one has to look carefully to see what 
Ford’s designers have tweaked and changed. 
Obviously creating a subtle yet elegant, comfort-
able and durable environment where the key 
objectives here.

There are, however, plenty of new and 
upgraded safety systems and technological gadgets 
aimed at making life at the wheel of the Everest 
more convenient. Ford’s SYNC 3 infotainment 
system is one of these and it includes an 8-inch 
touch screen. Navigation is obviously also part 
of the package and a welcome addition – which 
was thoroughly put to the test in Botswana – is 
Tracks4Africa, which offers maps of more than 20 
African countries.

Another really handy feature is the new keyless 
entry and start/stop.

The biggest news with the new Everest is 
the introduction of 2.0-litre bi- and single turbo 
engines. Both are mated to an impressive 10-speed 
automatic transmission, which – frankly – deserves 
a special mention. The gear ratios are such that 
changes are virtually unnoticeable and the result 
is that you always seem to be in the correct gear, 
irrespective of driving conditions and engine speed. 
Of course this also contributes to bringing down 
fuel consumption.

The Everest range consists of six models, one 
powered by the 2.0-litre single turbo engine (4×2) 
and three fitted with the 2.0-litre bi-turbo power-
plant (4×2 and 4×4). The other engine options are a 
2.2 TDCi (six-speed automatic 4×2) and a 3.2 TDCi 
(six-speed automatic 4×4).

The Everest’s 4×4 system is truly impressive. 
Our test drive in Botswana covered roughly 900 
kilometres, a lot of it being on loose sand and 
near-non existent bush track. Nothing unsettled 
the Everest and with options for driving on sand 
and rocks and through mud available with the turn 
of a knob we tackled water crossings, dongas and 
sand banks with ease.

I must just add that on tar roads the Everest 
handled like a dream too and riding comfort 
was commendable.

Obviously the Everest’s list of standard 
equipment is long and comprehensive. It 
includes everything from speed control, 
electric windows and park assistance to five 
airbags, ESP, EBD and ABS. In fact, just about 
every car-related acronym forms part of the 
Everest package.

Ford’s newcomer faces some tough com-
petition from the likes of Toyota’s ever-popular 
Fortuner, but with a choice of three specification 
levels the range offers something to suit virtually 
every taste and budget. In Botswana we drove 
the LTD and LTD models and the latter – which 
represents the mid level – offers great value 
for money.

The full range is as follows:
 ■ 2.2 TDCi XLS 6AT 4×2 R499 900
 ■ 2.0 SiT XLT 10AT 4×2 R584 900
 ■ 2.0 BiT XLT 10AT 4×2 R624 100
 ■ 3.2 TDCi XLT 6AT 4×4 R644 000
 ■ 2.0 BiT XLT 10AT 4×4 R687 700
 ■ 2.0 BiT Limited 10AT 4×4 R761 200

All are covered by Ford Protect, which includes 
a four-year/120 000 km warranty, three-year/
unlimited km roadside assistance and a six-
year/90 000 km service plan. Service intervals are 
set at 15 000 km. ■

We Drive

Nothing unsettled the Everest 
and ... with the turn of a knob we 
tackled water crossings, dongas 
and sand banks with ease.

Ford’s Subtly New Everest
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The 2019 Kinsey Report was released recently and, for the first time in its 
29-year history, is co-branded with the Automobile Association (AA). This 
partnership between the author Malcolm Kinsey and the AA means the report 
will from now on officially be known as the AA-Kinsey Report.

The last report appeared 18 months ago and according to Kinsey he is 
astounded at how prices have escalated between 2017 and 2019.

“Parts baskets have soared. An entry-level Datsun GO, for example, had a 
total parts basket of R44 372 in 2017. This year it is R63 310, an almost 43 per cent 
increase. Similarly, the Volvo S60 had a parts basket price of R159 862 in 2017, 
which climbed to the current price of R214 362, a 34 per cent increase,” he noted.

The report details parts available in nine categories of vehicles. These are city 
cars and entry level, super mini, family favourites, compact crossover, crossover, 
executive crossover, double cabs, single cabs, and executive saloons.

According to Kinsey, the format for conducting the study has not changed. 
All prices are collected in one calendar month, mainly from dealerships in 
the Durban/Umhlanga/Pinetown area. Where possible a VIN number is 
supplied to avoid confusion. Quotes are all written, and if a price seems out 
of kilter it is checked, either telephonically or by another visit, and often to a 
different dealership.

As for the findings in 2019 report, Kinsey noted that the turmoil of 2017 
seems to be largely resolved, and that stability has returned to the market. He 
also pointed out that twelve vehicles from the previous report have been omitted 
and replaced with 19 others.

“The servicing and repair costs sections of the survey are not as vital to the 
vehicle owner, particularly with a new vehicle. These costs are often borne to 
some extent by the dealer through service contracts which could be as long as 
100 000 km. Manufacturer warranties can be as much as 200 000 km, or seven 
years, in some cases,” said Kinsey.

“Crash parts prices, however, will affect your insurance excess and the 
write-off point of your vehicle, and will be well worth noting. The charts are set 
out linking vehicles of similar cost, technology and purpose to allow for simple 
comparisons,” he explained.

View the full report at at https://www.aa.co.za/tools-and-information/
aa-kinsey-report. ■

Datsun GO King of the 2019 Kinsey Report

 ■ CITY CARS & ENTRY LEVEL – The Datsun Go is the overall winner of this category with a parts basket total of R63 310, with the Renault Kwid and the Ford 
Figo in second and third place with R66 707 to R67 805 respectively.

 ■ SUPER MINIS – The Renault Sandero has the most affordable parts basket at R92 891, followed by the Toyota Yaris with R100 943 and the Ford Fiesta with 
R108 594.

 ■ FAMILY FAVOURITES – The winner is the Toyota Corolla Quest with a parts total of R65 341, just pipping the Corolla Prestige, whose R84 798 parts basket 
only just edged out the Nissan Almera with a total of R85 453.

 ■ COMPACT CROSSOVERS – The Mahindra KUV is a clear winner with a full parts basket of R68 638 ahead of the Suzuki Jimny at R86 897 and the Toyota 
Rush at R97 387.

 ■ CROSSOVERS – This group is headed by the Toyota Fortuner with a parts basket of R80 171, followed by the Haval with R91 071. In third place is the Subaru 
Forester with a basket of R113 362.

 ■ EXECUTIVE CROSSOVERS – The Alfa Stelvio heading the pack with a basket total of R135 029, knocking the Toyota Prado with a basket of R199 428 to 
second. The Jaguar E Pace is in third with a basket of R212 968.

 ■ DOUBLE CABS – The winner is the Toyota Hilux with a combined parts basket total of R79 660, ahead of the Isuzu D.Max at R88 191 and the GWM Steed 6 
at R94 372.

 ■ SINGLE CABS – The 1 tonne pickups are headed by the Nissan NP300, with a total parts basket price of R61 334, followed by the Isuzu D.Max at R65 326 
and the Toyota Hilux at R73 696.

 ■ EXECUTIVE SALOONS – The winner here is the Volvo S60, its total basket cost being R214 362. Second is the Audi A4 at R227 503, followed by the Lexus 
ES at R230 263. ■

HIGHLIGHTS FROM THE REPORT
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Axalta, a leading global supplier of liquid and powder coatings, 
recently announced the opening of a new refinish training 
centre in Midrand.

The 1 000 m2 training centre will not only facilitate 
theoretical training, but also comprises two spray booths, two 
preparation areas and two mixing rooms, all equipped with the 
latest technology and energy saving features.

“Axalta is dedicated to anticipating our customers’ needs 
by offering the best possible support and services all around 
the world,” said Hannes Kloppers, Country Business Leader 
for Axalta in South Africa. “We want refinishers to excel at 
every stage of the paint repair process and our new Training 
Centre gives them the opportunity to work with the very latest 
products and equipment in a modern and dynamic environ-
ment. Everything has been designed to ensure refinishers have 
an excellent experience and return to their bodyshops with 
the skills they need to work faster, more efficiently, and more 
successfully.”

The opening was officiated by Georg Tautz – Business 
Director Central Europe, Greater Turkey, Sub-Sahara Africa. 
Axalta distributors from Sub-Saharan Africa and other key 
industry players also attended.

For more information about Axalta and its new refinish 
Training Centre in Midrand, visit www.axalta.co.za. ■

More than 1.5 billion litres of hazardous used 
motor oil has been kept out of the environment, 
thanks to the efforts of the ROSE Foundation 
(Recycling Oil Saves the Environment), which 
celebrates 25 years of successfully driving the 
responsible recycling of used lubricating oil.

ROSE, a non-profit organisation that was 
established by the major lubricant manufacturers 
and distributors in South Africa, is an example of a 
successful frontrunner in the voluntary formation 
of an Extended Producer Responsibility (EPR) 
programme in South Africa and has enjoyed great 
successes in its quarter of a century of operation.

Approximately 350 million litres of new 
lubricant oil is sold in South Africa every year. The 
new oil is a combination of locally manufactured, 
as well as imported lubes. Of the oil that is sold, ap-
proximately 150 million litres becomes used oil, of 
which 120 million litres is collectable for recycling.

Considering that used oil is full of contami-
nants that are dangerous to the environment this is 
a vast amount of contaminant that could make its 
way into our environment were it not for the efforts 
of the ROSE Foundation.

The formation of the ROSE Foundation to 
drive used oil recycling was initiated in April 1994, 
after government withdrew support for the used 
oil re-refining industry. Previously, lubricants 
were taxed to subsidise the re-refining of used oil 

back into lubricating oil. When this subsidy was 
removed, the major lubricant companies operating 
in South Africa took it upon themselves to help 
protect the environment. They formed the ROSE 
Foundation as part of an extended producer 
responsibility initiative, to encourage responsible 
recycling and to prevent the indiscriminate dump-
ing and burning of used lubricating oil. Currently 
21 of the leading lubricating oil manufacturers and 
distributors belong to the ROSE Foundation.

“All recycling models need to be sustainable 
and need to work towards a circular economy to be 
viable in the long term. ROSE has proved that recy-
cling protects the environment, creates widespread 
employment opportunities and has a knock-on 
financial benefit for many. ROSE spearheaded 
Extended Producer Responsibility – an essential 

requirement in waste management – 25 years ago, 
long before it was a legal requirement in South 
Africa. The organisation is a case-study example of 
a successful EPR programme that was voluntarily 
implemented,” said Bubele Nyiba, CEO of ROSE.

According to Fabian Magerman, chairperson 
of the ROSE Foundation, the single biggest 
challenge facing the used oil sector is, and will 
continue to be, legislation and how it will impact 
the industry. “It is imperative that ROSE works 
alongside government to ensure we help shape 
legislation which will benefit all stakeholders in 
the oil industry. We will continue to lobby key 
stakeholders who make up the value chain in used 
oil collection to follow our example. This must be 
done in conjunction with government.”

“With the reality being that one litre of used 
oil has the capacity to contaminate one million 
litres of water, coupled with the fact that oil can 
be recycled many times over without losing its ef-
ficacy, there is an absolute necessity to responsibly 
collect and recycle used oil. ROSE champions the 
Petroleum industry’s ‘cradle to grave’ philosophy 
for used oil management and we are confident of 
the success of ROSE’s future and look forward to 
accounting for the collection of many more mil-
lions of litres of used oil,” concluded Nyiba.

For more information on ROSE visit  
www.rosefoundation.org.za. ■

The Rose Foundation Celebrates 25 Years

Axalta Opens Refinish Training Centre in Midrand

From left to right: Lucian Jantjies (National Sales Leader for Axalta in South Africa),  Johannes 

Fischermann (Business Manager for Axalta in SA and Sub-Sahara Africa), Irene Parker 

(Customer Service, Sales Support, Supply Chain Leader for Axalta in SA), Georg Tautz 

(Business Director for Axalta in Central Europe, Greater Turkey and Sub-Sahara Africa) and 

Hannes Kloppers (Country Business Leader for Axalta in South Africa).

ROSE licensed collector Jemimah Mofokeng of 

Jemimah’s Oils is audited by ROSE environmental 

compliance advisor, Lihle Mqayi.
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Working Wheels

Thomson Towing and Panelbeaters, based in 
White River, Mpumalanga, owes much of its 
success to the Tata trucks in its growing fleet. An 
Automobile Association partner, the company 
currently operates six Tata trucks comprising 
Tata 713, 813 and 913 medium and heavy-duty 
LPT models.

One of these, a Tata 713, stands out from the 
rest. Over the years, this 4-ton medium duty truck 
has completed in excess of 1.5 million trouble-free 
kilometres. The truck was bought second-hand 
several years ago, after it had already clocked 
up 500 000 km serving the forestry industry 
in Mpumalanga.

Tommie Thomson, owner of the business, 
recently decided to overhaul the engine himself to 
keep it in tip-top condition. “Parts are cheap and 
are readily available,” he said. “As a qualified diesel 
mechanic, I fit the parts myself and I know what 
to look out for when buying a truck. These Tata 
trucks are so cheap to maintain I can afford to buy 
more. There is nothing better.”

He explained that he has a long history with 
the Tata brand, having opened a Tata dealership 
in Nelspruit several years ago. “I later moved on 

to towing and chose the Tata’s because I knew the 
brand very well. Everyone here knows that I only 
drive Tata’s. I’m looking at buying more; I’d hap-
pily buy a Tata with 500 000 km on the clock.”

Thomson is particularly impressed with 
the 4-tonners in his fleet, which use 5.7-litre 
turbocharged Tata engines and five-speed manual 
gearboxes. These trucks have a GCM of just over 
10-tonnes and a permissible body and payload of 
4 990 kg. They use dual wheels at the rear and are 
equipped with full air brakes. One of these trucks 
has done over 260 000 km to date and is used 
primarily to tow forklifts, minibus taxis and other 
stricken vehicles in the Lowveld.

“I’m busy. I do a lot of work for the insurance 
companies. We run 24 hours a day,” Thomson 
explained. “While we drive far every day, we also 
do local contract work and we deal with several 
insurance companies, too.”

For Thomson, in all of this, reliability is the 
most important characteristic. “If something does 
go wrong, the drivers can normally still drive 
the vehicles back to our yard,” he said. “I will not 
change to a different make of truck. I’ve had guys 
trying to sell me different brands, but I’m not 

interested. 
One reason 
for that is 
maintenance. 
The Tata’s are 
much cheaper 
to maintain.

“Nobody 
can tell me 
bad things 
about Tata 
or that it’s a 
bad truck. 
I’ve seen my 
competitors 
with new trucks that are fitted with fancy auto 
gearboxes being towed in for repairs. In this game, 
reliability is more important than luxury.

“These Tata’s are real workhorses. Any faults 
I’ve had usually stem from driver abuse or from 
loading vehicles incorrectly. I can’t possibly 
speak badly about a truck that has helped to 
build my business. I’ve only had good service 
out of these trucks from the very beginning,” 
Thomson concluded. ■

Thomson Towing built on the Back of Tata Trucks

The Chartered 
Institute of Logistics 
and Transport: South 
Africa (CILTSA) 
is moving into 
an environment 
which will provide 
significant benefits to 
existing members and 
to others involved in 
the industry.

If Logistics and Transport is the lifeblood of 
the economy, then professional recognition is the 
lifeblood of anyone who works in this field. The 
professional designations (MILT, CMILT and 
FCILT) awarded by CILT International have for 
many years been regarded as the premier recogni-
tion of the individual from a global point of view. 
Now, as a result of changes in legislation, it has 
become possible for CILTSA to register locally as 
the South African Logistics and Transport profes-
sional body with the South African Qualifications 
Authority (SAQA).

Some of the benefits which will flow from 
this are:

 ■ It will now be possible for individuals, by 
following prescribed local development 

pathways, to obtain the CILT International 
designations when combined with the required 
experience, seniority and a competency 
assessment. The development pathways also 
include that of Recognition of Prior Learning 
for those who have acquired the requisite 
competencies and seniority but were unable 
to acquire the relevant qualifications. These 
pathways will be eligible for Sector Education 
and Training Authority (SETA) grant funding 
and B-BBEE scorecard points for companies that 
sponsor appropriate population groups for the 
training required.

 ■ An integral aspect of CILTSA’s registration 
as a South African professional body is that 
Continuous Professional Development (CPD) 
will be required for the individual to maintain 
their designation status. Whilst assisting each 
individual to remain marketable, it will also 
enhance the ability of companies and industry 
to enhance their competitiveness through the 
continual growth of the talent pool.

“South Africa has the most developed Transport 
and Logistics infrastructure on the continent,” 
commented Elvin Harris CMILT, CILTSA’s 
President. “We are, however, often let down by 

the fact that this infrastructure is not managed or 
maintained well.

The registration by CILTSA as a South African 
professional body is a hugely positive step for us.”

Added Harris: “The CPD training pro-
grammes which we either offer or recognise must 
deliver genuine, practical value to our members. 
We will also need a slicker operation: one which 
continually improves the services we offer to 
our members, whilst adhering to the exacting 
standards which are demanded by AQA.

“It will also improve public awareness of the 
national importance of the Logistics and Transport 
industry to the economy: it is currently one of the 
country’s best kept secrets.

“With these considerations in mind it is clear 
that this development is thus of strategic impor-
tance and it will irreversibly transform the way in 
which we are uplift our people both now and into 
the future,” he concluded.

Those wanting to seek further advice on 
how they can participate in, and/or derive 
benefit from this project are invited to contact 
either Charles Dey at charles@ciltsa.org.za or 
Catherine Larkin at cvlarkin@ciltsa.org.za. ■

Exciting Times for SA Logistics and Transport Professionals

CILTSA president 

Elvin Harris.
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Working Wheels

Daimler Trucks & Buses Southern Africa 
(comprising Mercedes-Benz Trucks, Freightliner, 
FUSO Trucks and Buses, Mercedes-Benz Bus & 
Coach and Western Star), as well as Mercedes-
Benz Vans and Mercedes-Benz Financial Services 
(MBFS), both subsidiaries of Mercedes-Benz South 
Africa (MBSA) recently rewarded its most stellar 
commercial vehicle dealers for 2018 at their Dealer 
of the Year event.

De Wit Motors, Ermelo, took home three 
Chairman’s Awards including the Chairman’s 
Overall Winner Award. The awards were 
Chairman’s Award Best Daimler Trucks & 
Buses Dealer; the Chairman’s Award Best MB 
Vans Dealer and the Chairman’s Award Overall 
Winner Dealer of the Year Award, cementing 
their place as one of the most innovative dealers 
in the footprint.

“Last year proved to be a tough one for the 
commercial vehicles industry, but our dealers 
proved their mettle and delivered the type of 
excellent results we are recognising them for,” 
said Jasper Hafkamp, Chief Executive Officer of 
Daimler Trucks & Buses Southern Africa.

“We measure our dealer partners’ performance 
in terms of deliverables which include customer 
satisfaction, customer relationship management, 
new vehicle sales, after-sales and target perfor-
mance,” he added.

Nadia Trimmel, Vice President of Mercedes-
Benz Vans South Africa when handing out the 
Chairman’s Award Best Mercedes-Benz Vans 
Dealer award said: “I am delighted to present this 
award to all of our De Wit Motors colleagues, as 
this is a team effort. From the sales staff to the 
workshop and the administration team, they did 
extremely well last year and I am confident that 
they will continue to delight their customers and 
grow the family brand that they have worked so 
hard to build.”

Other awards from the event included:
 ■ Best Sales Performance, Mercedes-Benz Trucks, 

De Wit Motors
 ■ Best Sales Performance General Distributor, 

Mercedes-Benz Trucks, Zimoco
 ■ Best Sales Performance, Mercedes-Benz Bus and 

Coach, Ronnies Motors
 ■ Best Sales Performance, FUSO, De Wit Motors
 ■ Best Sales Performance General Distributor, 

FUSO, Zimoco
 ■ Best Sales Performance, Mercedes-Benz 

Vans, Mercedes-Benz Commercial Vehicles 
Cape Town

 ■ Best Sales Performance, MBFS – Mercedes-
Benz Trucks,  Buses and Vans, Sandown 
Commercial Vehicles

 ■ Best Sales Performance, MBFS – FUSO, 
Sandown Commercial Vehicles

 ■ Chairman’s Award MBFS Dealer of the Year, 
Mercedes-Benz Financial Services, Sandown 
Commercial Vehicles Gauteng North-West

 ■ Chairman’s Award MB Vans Dealer of the Year, 
Mercedes-Benz Vans, De Wit Motors

 ■ Chairman’s Award Daimler Trucks and Buses 
Dealer of the Year, Daimler Trucks and Buses, 
De Wit Motors

 ■ Chairman’s Award for Best Overall Performance 
Dealer of the Year, Dealer of the Year, De 
Wit Motors. ■

From left to right: Jasper Hafkamp, CEO Daimler Trucks and Buses Southern Africa, Marnus Coetzer, De 

Wit Motors’ Dealer Principle, Nadia Trimmel, Vice President Mercedes-Benz Vans South Africa and Joerg 

Essig, CEO of Mercedes-Benz Financial Services.

Top-performing Commercial Dealers Recognised
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By RogeR HougHton

There was strong support from visitors to the 
Classic Motorcycle Club’s annual 1000 Bike 
Show, which was held at the Germiston Sports 
Club earlier this month. About 7 500 visitors 
attended this year’s show, which was slightly 
down on last year, according to CMC’s organiser, 
Rusty Thorns. He added that the date clash 
with a classic car show at the Expo Centre had 
affected attendance.

Unfortunately, there was no support for the 
show from the major motorcycle distributors this 
year and the number of classic and customised 
motorcycles on display were less than previous 
years. However, there were many stalls selling 
motorcycle-related gear and components such as 
exhaust systems and the like.

It is difficult to understand why the major 
brands failed to take up the opportunity of having 
a presence at a well-supported and well-organised 
event such as the 1000 Bike Show, which has 
been staged since 1985. The opportunity came 
at a time when sales of two-wheelers in South 
Africa are very depressed and one would have 
thought distributors or dealers would have had a 
strong presence.

There was not even a dedicated Triumph stand 
this year, whereas in the past it had been one of the 
biggest displays at this event, with classic and new 
models on show.

The number of motorcycle on show may have 
been disappointing but there was plenty of quality 
on display. There were also a number of unusual 
exhibits including a rare Italian Volugrafo Bimbo 
minicar, a trike powered by a turbocharged BMW 
V8 engine and a Moto Guzzi load carrier.

Gary van Jaarsveld’s immaculate Kawasaki 
Z900 was adjudged Best on Show, while the women 
judges favoured William Viljoen’s 1960 BSA 
Gold Star.

Results
Concours d’Elegance award winners

Best on Show: Gary van Jaarsveld (Kawasaki 
Z900 A4); Off-road, Best VMX Race Bike: Gareth 
Ireland (1986 Honda CR500); Off-road, Best VMX 
Show Bike: Alan Young (1982 Husqvarna); Best 
American: Ken Wardhaugh (Harley-Davidson 
5/7); Best British Post-War: William Viljoen (1960 
BSA Gold Star); Best British Pre-War: Roland 
Wancekivell (Velocette MSS 500); Best Japanese 
over 250cc: Andre Potgieter (1970 Honda 750 
KO); Best Japanese under 250cc: Bikecraft (1970 
Suzuki B120); Best European: Leon Bezuidenhout 
(Moto Guzzi Le Mans Mk 1); Ladies’ Choice: 
William Viljoen (1960 BSA Gold Star).

Best by Make

Triumph: Kyle Harvey (1966 Thunderbird); 
Harley-Davidson: Ken Wardhaugh (5/7); BMW/
Zundapp/Puch: Gary Lance (1951 BMW R67); 
BSA: William Viljoen (1960 Gold Star DBD 34); 
Yamaha: Ernie Barendse (F3 50cc); Historic 
Motor Group: Fred Tofts (Norvil Norton 
Commando); Kawasaki: Gary van Jaarsveld 
(Z900 A4); Velocette: Henry Nickeous (Viper); 
Royal Enfield: Harry Tiedemann (1927 350 Super 
Sport); Associated Motorcycles: Robert Patterson-
Emms (Matchless Clubman); Honda: Tim 
Hammer (1978 CB550K); Norton: John Wakeling 
(1954 ES2); DJ Run bike: Martin Kaiser (1934 
Sunbeam Model 9); 50cc: Jacques Snyman (Suzuki 
Katana); Italian: Leon Badenhorst (Moto Guzzi Le 
Mans Mk 1); Suzuki: Willie Struckmeyer (1972 GT 
550); Best Classic Off-road: Andre Potgieter (1983 
Honda XR500 RS). ■

Strong Public Support for 1000 Bike Show

One sees all kinds of imaginative creations at the 1000 Bike Show in Germiston. This massive trike is 

powered by a turbocharged BMW V8 engine.

Honda’s former public relations manager and ex-

racer, Roger McCleery poses with the very noisy 

replica Reynolds Hailwood Works Honda RC183.

Gary van Jaarsveld with his Kawasaki Z900, 

which was judged Best Motorcycle on Show and 

Best Kawasaki.
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Cars in the Park 2019 will host a special tribute to 
the most successful driver and racing team to date 
in annual Jaguar Simola Knysna Hill climb. The 
Franco Scribante Racing display will be part of 
a huge contingent of some 3 000 classic cars that 
descends on Zwartkops Raceway near Pretoria 
on Sunday, August 4, for the biggest car show 
in Africa.

Organised by the Pretoria Old Motor Club, 
this year’s event will be the 39th annual running of 
Cars in the Park, which started out as an event for 
just over a dozen old veteran cars in Pretoria nearly 
four decades ago. Exhibitors of classic cars will 
be admitted from 6 am to the Zwartkops circuit, 
while gates open for spectators at 8 am.

Admission price is R100 for adults, and 
children under 12 are free. Drivers of classic cars 
30 years and older gain free entrance, along with 
one passenger. All additional passengers will pay 
full admission price.

One of the main sheds in Pit Lane will 
comprise the Franco Scribante Racing competition 
car display, featuring a mouth-watering mix of 

classic sports racing cars and topped off by one of 
the most valuable classic cars in South Africa, a 
concours-level restored 1961 Mercedes-Benz 300 
SL Roadster.

This year Franco Scribante and his team, 
appropriately known as Franco Scribante Racing, 
topped off a remarkable run of success at the 
Jaguar Simola Hillclimb in Knysna by winning 
the Classic Car Friday event in a Chevron B19, and 
taking the Modified Saloon title in the King of the 
Hill competition for radically modified cars on the 

Sunday. Scribante was in a purpose-built Nissan 
GTR out-and-out racer capable of producing 
1 000 kW!

In addition to these two cars, Franco Scribante 
Racing will also be showing a very special V8-
engined Chevron B26 and a radical Porsche 997 
Twin Turbo, which is a front-runner in the South 
African G&H Supercar Championship.

For more information on Cars in the Park on 
Sunday August 4, 2019, at the Zwartkops Raceway 
near Pretoria visit www.pomccitp.co.za. ■

Events

The historic Kyalami 9 Hour makes a welcome 
return to motorsport after a 37-year absence later 
this season when it joins the Liqui-Moly Bathurst 
12 Hour, California 8 Hours, Total 24 Hours of Spa 
and Suzuka 10 Hours on 2019’s Intercontinental 
GT Challenge Powered by Pirelli schedule. This 
prestigious motorsport event is set to blast off 
in Johannesburg from 21 to 23 November, and 
besides a dazzling array of roaring machines, 
includes live music, DJs, food trucks, a dedicated 
kids’ zone and more, making it the must-see family 
event of the year.

SRO Motorsports Group Founder and CEO, 
Stéphane Ratel, believes that the addition of 
Kyalami to the other prestigious GT3 races on the 
calendar is ‘a dream come true’.

“I’ve spent years trying to get this African leg 
of the series off the ground. To finally have it all 

locked in is a massive achievement and one that I 
am absolutely delighted about. Having an African 
part of this championship means that we are now 
across five continents. We are truly a global event 
and we look forward to November when the thrill-
ing sounds of the vehicles light up Kyalami for nine 
hours,” Ratel said.

The Kyalami 9 Hour dates back to the 1960s, 
70s and 80s. It was hotly contested by classic 
Porsche racers such as the 550 Spider, 908, 917 and 
956, as well as the Ferrari 250 GTO and 512M. 

Back then champions such as Jacky Ickx, Jochen 
Mass and David Piper raced fearlessly to victory. 
The new event promises to be a thrilling return to 
former glory.

This family-oriented event would not be 
possible without the enthusiastic co-operation of 
Toby Venter who is, among other things, the owner 
of the Kyalami raceway.

“When Stéphane came to me with this sugges-
tion, I didn’t hesitate in letting him know that I was 
keen to get involved,” explained Venter. “Kyalami 
has always been the stage for iconic motorsport 
events, and to have the Kyalami 9 Hour return here 
is truly special. It also adds a wonderful interna-
tional event to the calendar that local families can 
come and enjoy,” he concluded.

Early bird tickets are currently on sale and can 
be purchased from www.kyalami9hour.com. ■

Three Days on the Track to Get Pulses Racing

Historic Splash at Cars in the Park

Admission price is R100 for adults, 
and children under 12 are free. 
Drivers of classic cars 30 years 
and older gain free entrance, 
along with one passenger.

“Kyalami has always been the 
stage for iconic motorsport events, 
and to have the Kyalami 9 Hour 
return here is truly special.”
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