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All role-players in the retail motor industry – 
including educators, employers, CEOs, skills 
development practitioners, labour and government 
representatives – came together recently for the 
RMI Skills Summit to plot the industry’s way 
forward in the light of the recently promulgated 
National Skills Development Plan.

According to RMI President Jeanne 
Esterhuizen, the industry is at a crossroads with 
skills development falling behind, without taking 
into account advanced future skills needs.

Esterhuizen said the key challenge was to 
discuss the issue of skills around the 4th Industrial 
Revolution (4IR) and what kind of support was 
needed for those initiatives.

“The industry is changing rapidly, not only be-
cause of 4IR, but mainly to remain competitive in 
the motor industry, both on the technical and soft 
skills sides. Our purpose is to find effective ways to 
grow skills and encourage innovation in the retail 
motor industry, and to encourage the growth of 
small, black-owned businesses,” she explained.

“Every industrial revolution thus far 
changed what we do. 4IR is different because 
it does not change what we are doing, it is 
changing us. It brings together digital, physi-
cal and biological systems that will transform 
the human race as we know it. The question is 
how do we prepare our existing workforce and 
prepare youngsters at basic education level with 
the skills to be employable into the future?” 
Esterhuizen pondered.

A common understanding is required by all 
role players of what they need to do to ensure they 
equip their workforce to add the necessary value to 
the motor industry.

The challenge, as spelled out in the National 
Skills Development Plan, is that South Africa’s 
skills base is too low to support the country’s 
socio-economic goals and the workforce is 
also not keeping pace with the skills required 
to remain competitive in an increasingly 
knowledge-based economy.

The average age of artisans in the motor 
industry is about 44 years of age, compared to the 
average population age of 19 in Africa. The motor 
industry has a niche set of skills requirements 
and is also a demanding industry, meaning it has 
to upskill itself rather than depend on formal 
education that is not geared to address our specific 
skills needs.

In terms of the motor industry’s Bargaining 
Council (MIBCO) agreement, a business trading 
in most of the sub-sectors of the motor industry 
cannot operate without a qualified artisan. Yet, 
there are – for instance – 1 923 motor body repair 
businesses within the motor body repair sub-
sector and only 1 543 qualified motor body repair 
artisans and 1 009 spray painting artisans, Most 
of the sectors reflect this trend (some worse than 
others), so at face value it appears the industry is 
not even complying with its own main agreement. 
MIBCO is in the process of refining data input to 
better assist the sectors with sector skills planning.

To find a solution requires research as to what 
industry’s expectation of workforce readiness is 
and what skills are required.

“We’re looking at critical thinking, problem 
solving, leadership, communication, work ethic 
and team work to cope with the fast-changing 
technologies and for businesses to remain 
sustainable into the future. Even as a small 
business, if you don’t equip yourself with all 
of these components, you remain stuck on the 
shop floor instead of devising strategies to make 
yourself more competitive in a global market,” 
Esterhuizen noted. 

“So we are not just talking about workplace 
skills, but equipping entrepreneurs to be competi-
tive, in an incubator environment. Today, we have 
people coming out of a TVET college with the 
technical skills but they can’t switch on a com-
puter. In any job today, you have to work with IT 
systems, diagnostics, electronic team management 
systems etc. They are therefore not work-ready. 
We then end up in a situation where qualified 
engineers come into the workplace and are given 
filing to do – because the expectation is that they 
can’t do anything.”

SA Training ‘Obsolete’

Leon Beech, CEO of training provider Northlink 
College also weighed in, saying that without a 
collective strategy we are not going to save this 
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country’s economy. “The silo men-
tality is extremely prevalent in this 
country – with everybody doing 
their own thing to achieve minimal 
results. The NSDP launched in 
March this year is almost obsolete. 
There is no reference anywhere in 
the document to 4IR when the rest 
of the world has already moved 
beyond that,” he said.

Beech noted that the syl-
labus under which he trained in 
1973 is still the syllabus of today. 
“What we are using for training in 
South Africa today is regarded as 
obsolete, in even fellow developing 
countries like China, positioning us 
at least ten years behind. We need 
to make a serious decision as to 
whether we are going to fool another 
generation of kids with an invalid 
work skills-set, or give them the 
necessary competences.

“It’s not just about the equip-
ment, but the staff that are teaching. 
Are they the appropriate persons to 
be teaching, with the appropriate 
skills? There is no sign of any coher-
ent collective approach to training 
the trainers. The collaboration needs 
to start in industry, and a college is 
the most appropriate venue for col-
laboration between industry and the 
Sector Education Training Authority 
(SETAs) and the National Skills Fund 
(NSF), as we have all the structures 
for a centre of  specialisation 
where nothing takes place without 
consultation with industry and 
potential employers.

“We’re all very excited to have 
32 trainee apprentices based on the 
dual model – but it’s no different to 
what I did in 1972 when we were in 
industry for 90% of the times, and 
three months of the year we would 
go to the college. My development 
was very much in the industry, sup-
ported and aligned with the college 
training,” Beech concluded.

Proposals for 
Improvements

Esterhuizen summarised by saying 
that the summit’s aim was to focus 
on just two aspects of the National 
Skills Development Plan (NSDP) as it 
relates to the motor industry, so that 
this industry becomes the industry 
of choice and businesses employers’ 
of choice, namely linking education 
and the workplace and improv-
ing the level of skills in the South 
African workforce.

The following suggestions 
were presented:

 ■ Industry should be incentivised to 
develop better relationships with 
public Technical and Vocational 
Education and Training Colleges 
(TVETs) to develop curricula and 
to supply equipment. TVETs will 
not be responsive to the needs 
of industry unless those needs 
are firstly understood. Industry 
should put forward various experts 
to assist TVETs in how to train 
facilitators who in turn are able to 
train in what the industry needs.

 ■ The need to identify future 
soft skills, technology and the 
development of curriculum. 
For that to happen requires a 
collaboration between business 
and training providers. What is not 
needed in business is a graduate 
who studied a textbook written in 
2016, but programmable graduates 
with the mix of soft and technical 
skills. The challenge for universities 
is getting that engagement with 
industry, which they struggle to 
do at the moment. Universities 
are more than open to that level 
of collaboration and it is key to 
preparing the workforce for 4IR.”

 ■ The creation of a Reskilling Fund 
equivalent to the UIF. Such funds 
are available through some SETAs 
via the normal processes, and will 
be increased as demand increases.

 ■ Career guidance at school from 
a young age, utilising technology 

and industry experts as mentors 
and coaches. This is one of the 
most important components of 
successful education.

 ■ Overhaul learning pathways and 
duration of learning through 
a blended approach from 
early learning.

 ■ The Free State Department of 
Education has adapted one of 
the educational streams for 
marketing purposes – Technical 
Occupational stream. From 
next year this stream is being 
introduced from Grade 8–9. This 
will be used as a foundational 
phase for learners continuing in 
Grade 10. It will offer practical 
training in the nine specialisation 
subjects to introduce learners to 
technology streams.

 ■ Encourage corporates with skills 
to lecture in colleges and to create 
interchangeable skills and trades. 
Industry is willing and able, has 
the power and the expertise to 
do so.

“At the end of the day we need to 
achieve a higher quality of artisan, 
and find opportunities for industry 
to assist with giving artisans better 
work experience. We don’t have 
to look outside this county to find 
best practice, because most of the 
international companies are here and 
have training facilities. They are de-
livering world-class training to their 
people and have the technology, and 
often that learning is not restricted 
to their personnel but available to 
interested parties. 

“We need the support of the 
Manufacturing, Engineering and 
Related Services Sector Education 
and Training Authority (MerSETA), 
to facilitate setting up an Industry 
Education forum whereby these 
issues can be taken forward into 
practical solutions to the skills 
shortage and alignment with 4IR,” 
concluded Esterhuizen. ■
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Passenger car sales in South Africa made a 
modest, and somewhat unexpected, uptick 
in September, improving by 1.1% month-on-
month, while the total new vehicle market, 
which stood at 49 191 units, had shrunk 
by 0.9% compared to September last year. 
Cumulative sales for 2019 at 398 341 units 
are now 3.5% below the industry figure for 
the first nine months of 2018, according 
to NAAMSA.

Exports of built-up vehicles fell 3% 
month-on-month, but thankfully the 
cumulative total continues to grow, with the 
year-to-date figure up 18.8% and standing 
at 297 065 units.

Dealer sales represented 76,7% of sales 
volume, with 18.9% going to the rental 
industry, 3.1% to corporate vehicle fleets and 
1.3% to the government.

Passenger car sales, boosted by the 
healthy share taken by the rental companies, 
were up at 33 139 units, while LCV sales 
registered a fall of 6,2% to 13 473 units while 
medium and heavy truck sales were mixed, 
with mediums up 14% and heavy truck and 
bus sales equalling the figure recorded in 
September 2018.

NAAMSA’s View

Consumers and businesses will continue 
to delay purchasing decisions on big items 
such as new vehicles until there is greater 
economic stability all around and they 
are more optimistic about their economic 
future. Although the economy grew in 
the second quarter of the year off the first 
quarter’s very low base, the underlying pace 
of activity remains weak.

The second consecutive large fall in 
the ABSA Purchasing Managers’ Index 
(PMI), from 45,7 index points in August 
2019 to 41,6 index points in September 2019, 
reiterated the weak underlying demand 
conditions. The ABSA PMI index tracking 
business conditions in six months’ time 
also declined, expecting the environment to 
worsen further going forward.

Vehicle sales speak volumes and as a 
good leading indicator of the economic cli-
mate in the country is mirroring the ongo-
ing low business and consumer confidence 
levels at present. Although vehicle exports 
declined during the month compared to the 

Editor’s Note
There are only 9 more weeks 
left in 2019 and thus far the 
industry as a whole has been 
having a rather lacklustre 
year. Vehicle sales figures 
simply aren’t at a level that 
role players would like to 
see as consumers remain 
reluctant to buy new and 
are choosing to keep their 
vehicles for longer.

According to a recent study by the Automobile 
Association, more than 90 per cent of South Africans say 
they are keeping their vehicles for longer due to the current 
economy, with just over 40 per cent saying they are keeping 
their cars for between five and ten years.

The data also reveals that more than 25 per cent of 
primary vehicles are older than five years, and more than 
30 per cent are older than ten years.

Furthermore, the results indicate that more than 60 per 
cent of the respondents have insurance. National data points 
to a much lower rate of 35 per cent insurance. If this is indeed 
the case, there is a cause for concern, as insurance is part of a 
good maintenance plan for any car.

Another interesting finding is that just under 50 per 
cent of owners say they pay out of pocket for maintenance 
costs, with only around 20 per cent saying they have 
maintenance plans for their vehicles. About 20 per cent of 
owners say they actively save and plan for maintenance while 
around five per cent say they don’t plan financially at all for 
maintenance expenses.

The AA believes that these results confirm that too many 
people are relying on their car to never break down and, 
when it does, they would rather pay out of pocket than have a 
financial plan – such as a paid maintenance plan – in place.

Speaking of having plans in place, there is still plenty of 
talk on preparing for the future and AutoLive is here to keep 
you in the loop.

In this issue we take a closer look at vehicle crime 
statistics, what it takes to run a successful workshop, what 
major corporations are doing to get themselves future fit and 
how to achieve digital and online goals.

Fuel costs and consumption figures remain hot topics 
and it would seem that the entire industry is getting excited 
about the upcoming SA Fuel Economy Tour.

The WesBank Fuel Economy Tour, in partnership 
with FNB, has the support of the members of the National 
Association of Automobile Manufacturers of South Africa 
(NAAMSA). The fact that the event is being sponsored jointly 
by WesBank and FNB makes a lot of sense as it is relevant 
and beneficial to both brands, which are very much consum-
erfacing. The backing of the event by these two major players 
in the South African financial world also lends credibility to 
the event and we are looking forward to the first car setting 
off on its journey to Cape Town on November 12.

We bring you all the latest news on this event and 
will keep you updated on the progress of the Tour via our 
Facebook page.

In the meantime, our goal remains to keep you abreast of 
all the news in the automotive and related industries and we 
welcome your feedback and suggestions.

Liana Reiners,
Editor
liana@autolive.co.za

To advertise in 
 contact

Liana Reiners on 083 407 4600 or email on 
liana@autolive.co.za
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corresponding month of last year, exports remain 
the main driver of vehicle production activity in 
the domestic market. The vehicle export momen-
tum remains upward with the industry on track to 
achieve a new record in 2019.

WesBank’s View

“On the upside, there were 3 707 units more 
volume in the market during September than in 
August,” said Ghana Msibi, WesBank Executive 
Head of Motor.

The month was marked by three economic 
factors that could have contributed to the improve-
ment: Consumer Price Inflation results announced 
during the month came within target at 4.3% 
albeit marginally up from July results, which 
were at a seven-month low; consequently interest 
rates remained unchanged although hopes for a 
further cut before the end of the year remain; and 
GDP numbers for the second quarter headlined 
growth of 3.1%, dodging recession and surely 
raising confidence.

“WesBank’s own inflation data largely mirrors 
that of the general economy, our average deal size 
slightly above the South African number,” says 
Msibi. “This infers that new and used car price 
inflation falls within the general affordability 

challenge for cash-strapped 
South African households.

“Of greater concern is 
the need for South Africans 
to extend their car repayment 
contracts towards the maximum 
72 months, while adding balloon 
payments to reduce the monthly 
instalment amount. Consumers 
should remain cautious of 
over-extending themselves 
and should rather buy at a 
more affordable price than use 
other finance mechanisms to fall 
within budget.”

While September sales 
represented the largest volume 
month for the year so far, it was 
the second-best performing 
month year-on-year after April’s 
0.7% volume increase.

“The bank’s forecast for the 
year always relied on a better-
performing second half,” says 
Msibi. “The delay in any signs of 
improvement have thwarted in-
dustry to achieve these numbers. 
But on a practical business level, 
industry should be pleased by 
the September numbers and will 
be hoping that remains a trend 
as we enter the fourth quarter.”

“There are definitely more 
positive economic indicators 
that will hopefully stimulate 
improved consumer and busi-
ness confidence,” says Msibi. “If 
the country can sustain these 
conditions, the motor industry 
should enjoy some relief to the 
end of the year, while South 
Africans might be able to reap 
some reward.” ■
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Exports of built-up vehicles from South Africa 
into the rest of the continent collapsed in 
September, falling 59% from 2 735 units in 2018 
to only 1 617 last month. Among the reasons 
for the decline are the lack of foreign exchange 
and the ongoing comparatively low price of oil, 
which continues to impact on the economies of 
many countries.

Toyota remained the top exporter, but it sold 
only 574 units, which was half the 1 147 sold in 
September a year ago. Other leading exporters’ 
figures (with 2018 figures in parentheses) were: 
Nissan, 396 (700); Isuzu, 350 (243) and Ford, 
259 (261).

Unbelievably, Zimbabwe, with its failing 
economy, took the most vehicles from SA with 178 

units, compared to 280 a year ago. Other countries’ 
that imported more than 150 units from SA were: 
Mauritius, 173 (160), Ghana, 158 (308); Kenya, 153 
(354) and Ivory Coast, 151. Zambia, for instance, 
imported only 29 units this September, compared 
to 309 in September 2018.

This disastrous sales month pulled the year-
to-date figure down to 17 422 units, compared 
to 18 217 in the first nine months of last year and 
16 342 units for the same period in 2017. Previously 

the YTD figure for 2019 was running slightly 
ahead of 2018.

Toyota retained top spot at the end of 
September with 6 999 units compared to 7 286 
at the same time in 2018. Other major exporters’ 
figures, with 2018 results in parentheses, were: 
Nissan, 4 939 (4 596); Isuzu, 2251 (2 786); Ford, 
1 420 (1 835) and Volkswagen, 593.

Kenya was the major destination for the first 
nine months of 2019, taking 2 553 units (2 381). It 
was followed by Ghana, 2 325 (2 341); Zimbabwe, 
1 380 (2 295); Zambia, 1 328 (2 295); Mozambique, 
1 316 (1 064); and Mauritius, 1 028 (1 238). Nigeria, 
which took 1 026 vehicles, replaced Tanzania as the 
only other country with more than 1 000 imports 
during the nine months. ■

Monthly automotive news to and from Africa

Unbelievably, Zimbabwe, with its 
failing economy, took the most 
vehicles from SA with 178 units

Vehicle Exports into Africa Collapsed in September

The National Association of Automotive 
Component and Allied Manufacturers 
(NAACAM) has said that it supports the recent 
trade and investment initiatives discussed between 
South Africa and Nigeria as part of the recently 
concluded State visit between the two countries.

The discussions included furthering trade 
and investment relations and the creation of a 
presidency-chaired Joint Ministerial Advisory 
Council on industry, trade and investment. Nigeria 
accounts for 64% of SA’s total trade within the 
West Africa region.

Renai Moothilal, Executive Director of 
NAACAM, said the African continent imports 
approximately R8 trillion per annum and intra-
African trade is about R1tn. “This means there is 
about a R7tn trade deficit that Africa has with the 
rest of world. Trade and industrialisation with the 
intent of intermediate and finished goods trade 
is therefore key. The auto sector fits the bill for 
both. Nigeria being Africa’s most populous nation, 
together with a strong regional market, should be 
positioned as an assembly hub.

“African government-led industrial policies 
are crucial and should work towards ensuring 
system coherence with other major regional 
producers, such as SA. This would support an 
industrialisation automotive pact, as seen in other 
large regional groups such as ASEAN.”

Moothilal continued by saying that it is impor-
tant to ensure that appropriate institutions support 
the policy. Issues such as homologation, standards, 
intellectual property protection and border 
control are taken for granted in SA. Yet these are 
critical success factors for having functional auto 
industries in any country.

“There are immediate opportunities to attract 
key aftermarket component industrialisation 
projects. NAACAM is assisting partner country 
governments develop work programmes to 
unlock these. Such activities include unpacking 

the partner country’s component import basket 
and surveying the national car parc to identify 
components with high localisation potential,” 
Moothilal continued.

“We then help them understand the value 
chains behind such components to determine what 
needs to be in place to ensure a successful invest-
ment project, and also guide targeted support to 
potential component manufacturing entrants.”

Moothilal noted that such opportunities could 
be used to kickstart levels of manufacturing that 
have the potential to migrate to become OEM 
direct suppliers as the partner country’s assembly 
base expands.

However, he cautioned: “Overall, political will 
is key. Countries all over the world compete for the 
sector, so just having a big market potential will 
mean nothing if the policy frameworks are not in 
place and actively implemented.”

Key to this would be dealing with the import 
and sale of grey and used automotive products 
across the continent.

NAACAM is a member of the African 
Association of Automotive Manufacturers, a 
private sector initiative aimed at supporting 
automotive industrialisation across the continent, 
and is currently led by Thomas Schaefer, Chairman 
and Managing Director: Volkswagen Group SA 
and President: AAAM. ■

NAACAM Supports Trade and 
Investment Initiative with Nigeria

Renai Moothilal, Executive Director of NAACAM.
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In its almost 20 years of operation Carfind.co.za 
has set itself apart by always prioritising the buyer’s 
needs and in so doing has provided appropriate 
tools that enable dealers to optimally showcase their 
listings, whilst obtaining the best possible results 
for their participation. In fact, this well-known 
online vehicle search and purchase platform 
virtually pioneered the sector. Now Carfind.co.za 
has announced a new and exciting chapter in the 
business, namely Commercialfind.co.za.

Using a simple, but highly sophisticated and 
effective online digital search matrix, thousands 
of South African vehicle buyers continue to trust 
Carfind.co.za to find their dream vehicle from 
thousands of vehicles from over 70 brands across 
the country.

Building on this success, the Carfind.co.za 
Innovation Team has, for the past two years, been 
conducting extensive research in order to find 
new ways of helping the South African com-
mercial sector achieve their digital/online goals 
and aspirations.

Thus Commercialfind.co.za was born, geared 
towards customers who need to find commercial 
equipment and machinery such as agriculture, 
yellow metal, industrial, plant, trucks and trailers 
for their commercial needs.

The Commercialfind.co.za platform is just as 
user friendly as Carfind.co.za. From the comfort 
of their homes, work desks or smart phones, 
customers can browse the site for a wide range 
of options, whether they are purchasing new, 
used or demo. The platform also accommodates 
rentals, wherever offered, as opposed to only 
offering outright purchases. In short, the aim 
of Commercialfind.co.za is to connect the right 
buyer with the right commercial product for 
their needs.

As with Carfind.co.za, all listings on the 
Commercialfind.co.za platform are afforded equal 
representation and are displayed as defined by the 
buyers’ filtered searches, thus providing an equal 
opportunity for all dealer listings to be represented 
on their individual respective merits. There is no 
prioritising or preferential ranking of listings based 

on packages or boosting. Instead search results are 
freely determined as per the buyers’ search require-
ments and every effort is made to provide buyers 
with what they are specifically searching for.

Commercialfind.co.za offers some very unique 
key features that are worth mentioning.

Not only was this platform first to market with 
structured application based listings to assist the 
buyer find relevant commercial equipment and 
machinery to answer their commercial needs, 
it also offers a Unique Telephone Number per 
Listing. If managed appropriately, this provides 
dealers with insights to their individual listings 
and the buyer’s response to those listings. A key 
component here is that this allows the buyer to 
connect instantaneously to the seller of the listing 
they have searched while they are online and 
actively engaged with their search.

Incidentally, it is also first to market with 
unique email addresses and in-depth email 
enquiry analytics for each individual listing.

With Carfind.co.za the Product Brochure has 
proven to be immensely successful and popular 
with buyers and over 60 000 downloads are done 
on a monthly basis. Thus the same feature has been 
adopted by Commercialfind.co.za. The Product 
Brochure is dynamically generated on demand, 
ensuring that up-to-date listing information 
is reflected. Each listed item will have its own 
unique Product Brochure. Where available, the 
Product Brochure will be accompanied by a 
manufacturer brochure.

Buyers will find the dealer directory par-
ticularly helpful. It enables potential buyers to 
locate their nearest dealership by searching under 

province/region and by dealership name and 
be able to view all commercial equipment and 
machinery of the particular dealership.

Speaking of dealerships, each has its own 
Dealership Dashboard where commercial equip-
ment and machinery listings are created. It also 
allows dealerships to view comprehensive detail on 
leads generated for their listings.

Over and above the key features already 
mentioned, there is another important component 
to the Commercialfind.co.za platform. It provides 
focused advertising opportunities for promo-
tions in the form of banner advertising packages. 
Additionally, in order to optimise and provide 
additional reach for advertisers making use of 
banner advertising on the website, advertisements 
are boosted on the various social media platforms 
linked to Commercialfind.co.za.

“We are extremely excited about taking 
our 20-year digital online expertise, acquired 
via Carfind.co.za in the automotive sector, and 
applying it to the commercial sector via the launch 
of our Commercialfind.co.za online platform,” said 
Managing Director, Mike de Charmoy.

“The Commercialfind.co.za platform is the 
culmination of over two years’ research into 
understanding the commercial consumers’ 
specific needs, combined with our 20 years digital 
consumer experience, and then ensuring that these 
are suitably translated into meeting the require-
ments for serving a bespoke superior commercial 
online experience that delivers to the prerequisites 
of all commercial consumers. We are confident 
that Commercialfind.co.za shall answer to the 
latter, and we look forward to the journey with all 
of our potential new Commercialfind.co.za cus-
tomers,” he concluded.

For more about Commercialfind.co.za and 
advertising opportunites, visit:
www.commercialfind.co.za. 

Alternatively contact Melissa Viljoen (Sales 
& Marketing Executive) on 083 304 1693 or 
melissa@commercialfind.co.za, or Will Ward 
(Business Development) on 083 781 6930 or  
will@commercialfind.co.za. ■

Fulfilling the Digital and Online Aspirations of the Commercial Sector
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Snippets

Renault’s New Chairman 
Determined to Put the 
Company Back on Track

Jean-Dominique Senard, who previously headed 
up Michelin, says he is determined to put Renault 
back on track in 2020 after a disastrous 2019, due 
mainly to Japan laying serious financial charges 
against Carlos Ghosn, the man who established the 
successful Renault-Nissan Alliance, almost a year 
ago. This follows Renault, which is 15% owned by 
the state, issuing a profit warning in October.

Senard says that improving the partnership 
with Nissan is top priority. Both partners have 
undergone recent management restructuring to 
focus again on using their combined efforts for cut 
costs and invest in new technologies. Matters such 
as reducing Renault’s 43.3% stake in Nissan and 
restarting possible merger discussions with Fiat 
Chrysler Automobiles (FCA) are on the back-
burner according to the new head of Renault.

Senard took over his new position early in 
October following the ousting of former Renault 
CEO Thierry Bollore, a Ghosn protégé, known for 
his strained relationship with Nissan. ■

Rwanda Gets VW Electric Car
In a first for the African continent, the Volkswagen 
Brand has launched a pilot project in partnership 
with Siemens to test the feasibility of electric 
mobility in an African country.

The pilot project, which will form part 
of Volkswagen’s operations in Rwanda, was 
officially announced by Thomas Schaefer, CEO of 
Volkswagen Group South Africa and responsible 
for the Sub-Sahara Africa Region, in the presence 
of the Prime Minister of the Republic of Rwanda, 
Right Honourable Dr. Edouard Ngirente.

During the pilot phase, four e-Golfs and one 
charging station will be introduced in the capital 
of Rwanda, Kigali. Volkswagen has signed a joint 
development agreement with Siemens to provide 
the charging infrastructure for the electric cars. 
The plan is to increase the number of the electric 
cars to 50 units and 15 charging stations, depend-
ing on the outcomes of the pilot project.

With the launch of the pilot project, Rwanda 
becomes the first African country to introduce a 
Volkswagen electric car.

The drivers and technicians who will be 
working with the electric cars have received 
specialized training in preparation for launch of 
the pilot project.

The Moving Rwanda Initiative was established 
as the result of Volkswagen’s initial investment 
in Rwanda, which saw the launch of Africa’s first 
Integrated Mobility Solutions business in June 2018.

Volkswagen Mobility Solutions Rwanda offers 
mobility solutions services such as ride-hailing 
and corporate car sharing. The services are offered 
on the Move App, an innovative IT mobility 
solution which was developed by a local IT start-up 
company, Awesomity Lab.

The services are offered using a fleet of vehicles 
assembled at Volkswagen Rwanda’s assembly 
facility in Kigali. By the end of 2019, Volkswagen 
Mobility Solutions Rwanda will have a fleet of 
more than 200 vehicles consisting of Polo, Amarok, 
Teramont and Passat.

Move App has about 27 000 registered users. 
Over 59 500 rides have been completed in the ride-
hailing service since the beginning of 2019. ■

Coffee Makers for the 
Car Connoisseur

Looking for 
a unique – 
and rather 
expensive – 
gift for 
someone 
special? 
Another 
globally 
respected 
brand, 
hand-crafted 
by Italian 
engineers, 
has 
arrived at the IMI showroom in Maserati House, 
Bryanston – Super Veloce.

For the uninitiated, Super Veloce is the maker 
of some of the most exclusive coffee machines in 

the world. These coffee machines are hand-made 
with materials of the highest grade and resemble 
some of the most iconic aeronautical and automo-
tive engines in history. Besides being functional 
coffee machines, each model in the range is a 
superbly crafted work of art that is sold in very lim-
ited series runs and can be personalised to match 
the ultimate boardroom, she den or man cave.

Currently, Super Veloce is best-known for 
its selection of V8, V10 and V12 racing-engine 
inspired coffee machines. Each ‘engine’ is made 
from over 600 components, many machined by 
hand, and make use of materials such as carbon 
fibre, aircraft-grade aluminium, stainless steel and, 
in the case of its super limited Royale model – gold 
and diamonds.

IMI currently has Serie Titanio and Nero 
Carbonio on display and has just unpacked the first 
Turbojet and Flatsix models. It also has a full range 
of accessories in store, including the machined 
piston cups and the titanium grappa shot glasses, 
shaped like intake trumpets.

IMI’s Lifestyle Emporium in Maserati House, 
Bryanston is an approved Super Veloce boutique, 
and it will have several models available for test. 
For this, it has partnered with Caffe Mauro, an 
Italian brand of slow-roasted coffee beans that is 
now available in South Africa.

For more information on Super Veloce, please 
visit www.superveloce.co and for more details on 
Italian Motorcycle Importers’ range of Aprilia and 
Moto Guzzi models, please visit :  
www.italianmi.co.za.

Setting a New World Record
Funeralcars.co.za may have been the driving force 
behind a new world record! In 2012 a record was 
set in the Netherlands when 107 hearses were 
present in one procession. The record is yet to be 
verified by Guinness World Records but once it 
is, Funeralcars.co.za will have successfully broken 
this record following their event that saw 110 cars 
in one procession.

Various criteria must be met, including valida-
tion by a specialist witness that the vehicles were in 
service as hearses, for the record to become official. 
The parade also needs to cover a minimum of 
3.2km together. Once all the evidence is submitted 
to Guinness, the final decision is made.

The CEO of Funeralcars.co.za, Rachel 
Stead, was pleased with the outcome of the day. 
“Funeral homes and the drivers of the vehicles, 
play an essential role in the lives of many people. 
The attempt to set a new world record was an 
amazing opportunity to connect the industry 
and show a bit of appreciation for their efforts,” 
she commented. ■

From left to right: Sabine Dall’Omo, CEO of 

Siemens for South and Eastern Africa; Soraya 

Hakuziyaremye, Rwanda Minister of Trade and 

Industry; Edouard Ngirente, Prime Minister of 

the Republic of Rwanda; Thomas Schaefer, 

Head of Volkswagen Sub Saharan Africa and 

Managing Director of Volkswagen South Africa; 

and Michaella Rugwizangoga, CEO of Volkswagen 

Mobility Solutions Rwanda.
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Sir Michael Edwardes Dies

The South African-born, global motor industry 
executive, Sir Michael Edwardes, has died in 
England at the age of 88. He built up his reputation 
as the “pugnacious chairman of British Leyland 
(BL)” when he took on the British trade union shop 
stewards in 1977 and won a major battle for British 
industry. That was a year in which BL had lost 
250 000 cars due to industrial action. His positive 
actions made him the best known businessman in 
the UK at the time and resulted in him being given 
a knighthood in the Queen’s Birthday List in 1979.

Edwardes was born in Port Elizabeth in 
1930 and matriculated from St. Andrews College 
in 1947. He obtained a law degree from Rhodes 
University before emigrating to the UK where he 
joined Chloride batteries as a management trainee 
in 1951.

He rose up the ladder and was chief executive 
of Chloride from 1971-77 before being headhunted 
by the British Government to try and save the 
struggling BL motor company. He was appointed 
initially as CE in 1977 and two weeks later pro-
moted to chairman where he promptly halved the 
size of the management board.

He was ruthless as he almost halved the 
workforce, with 12 000 redundancies, and closed 
19 of the 55 BL plants but still produced 80% of the 
cars made previously. However, he lost the support 
of British Prime Minister Margaret Thatcher in 
1982 and resigned from the company which he had 
saved but it had cost a lot of money.

He subsequently got involved in a number of 
business ventures which included serving on the 
board of General Motors in South Africa. ■

Nissan Appoints New CEO

Nissan has appointed Makoto Uchida, head of its 
important China division, to be its next president 
and CEO, helping the scandal-hit automaker open 

a new chapter after the arrest of former Chairman 
Carlos Ghosn and last month’s resignation of 
former CEO Hiroto Saikawa, according to an 
article in Automotive News.

A Nissan veteran with experience in joint pur-
chasing with partner Renault, Uchida, 53, ushers in 
a younger generation of leaders many insiders hope 
pave a new path. Uchida has run Nissan’s China 
operations since 2018. China has contributed 
almost a third of the company’s operating income 
in recent years.

Nissan also said that Ashwani Gupta, a former 
Nissan and Renault executive who is currently 
chief operating officer of third alliance partner 
Mitsubishi Motors, will be Nissan’s new chief 
operating officer.

Uchida and Gupta will be expected to work 
together as a group leadership team in a contrast 
to Ghosn’s autocratic style. One source close to 
Renault described the selection as “a victory for the 
alliance,” saying that both men knew the business 
and were ready to help Nissan recover. Uchida 
brings a sense of stability and experience to the 
post as Nissan struggles to reverse plunging profits, 
rebuild strained relations with top shareholder 
Renault and recover from the legal wrangling over 
Ghosn, who is indicted on four charges of alleged 
financial misconduct in Japan. ■

New Job for Johan de Nysschen

South African-born Johan de Nysschen 
has landed another 
important potion in the 
global motor industry 
with his appointment 
as chief operating 
officer of Volkswagen 
of America in its bid to 
increase market share 
in this market where 
it continues to find the 
going tough.

De Nysschen, who 
started his career in 
the motor industry 
with BMW in South 
Africa, later moved to 
Volkswagen and was 
General Manager at Audi 

South Africa from 1993 to 1999 before serving as 
President of Audi Japan. He then moved to Audi of 
America, where he rose to the position of president. 
He subsequently joined Infiniti, Nissan’s premium 
car brand, in 2012 as President of Infiniti Global.

His next move was to Cadillac in 2014 where 
he was appointed President. In this position he was 
responsible for all aspects of the Cadillac brand 
globally and also an Executive Vice President 
of General Motors. He resigned from Cadillac 
in May last year after a disagreement with the 
GM board. ■

New Appointments at SAMBRA

Cape Town-based Charles Canning has been 
appointed National Chairman of the South African 
Motor Body Repairers’ Association (SAMBRA), 
and Border Regional Chair, Bruce Cumming has 
been appointed National Vice Chair.

Richard Green, national director of SAMBRA 
says both gentlemen are no strangers to the MBR 
sector and will add great value to SAMBRA 
members. Canning has spent the last 27 years 
in the industry. He is a third-generation family 
member in a highly successful family business and 
is passionate about the industry.

Similarly, Cumming comes from a long line 
of collision repair history of three generations 
manning the Gordon Cumming body repair shop. 
The original downtown body shop was founded 
by Gordon Cumming in 1950, and is one of East 
London’s oldest family business operations in 
collision repair.

As Chairman Canning is determined to 
take the association back to the members in the 
trenches. “I think that for a long time it’s been out 
of reach of the members. Our members want to see 
tangible things – we want to take SAMBRA back 

People

continued on next page Makoto Uchida.

Johan de Nysschen.

Uchida has run Nissan’s China 
operations since 2018. China has 
contributed almost a third of the 
company’s operating income in 
recent years.
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People

to the members and we want them to really start 
seeing tangible value from SAMBRA,” he says. He 
acknowledges the industry is tough out there. “We 
are in a completely overtraded sector in a poor 
climate; there are too many barriers for entry for 
shops to function and provide services and the 
shortage of skills is a real issue, as is the retention 
of talented staff. ■

In Tribute to Jeanne Esterhuizen

2019 saw a change to the National Executive com-
mittee of SAMBRA and one of those changes was 
the decision by Jeanne Esterhuizen, who has 
occupied the position of National Chairperson of 
SAMBRA for seven years, to step down.

The NEC officially thanked Jeanne for her 
incredible leadership over the last seven years at 
the SAMBRA conference at Emperors Palace.

During the last seven years at SAMBRA under 
her tenure, membership grew by over 30% and that 
growth was largely dependent on her tremendous 
leadership during that phase. Jeanne steadied the 
ship during trying times and ensured SAMBRA 
grew once again and took its place as the pre-
eminent MBR association in South Africa.

Jeanne retains her position as the RMI 
President and is now applying her substantial skills 
as the newly appointed CEO of Cellette SA. ■

Brand Pretorius Awarded 
Honorary Doctorate

Dr Brand Pretorius recently received an honorary 
doctorate in Marketing Management from the 
Central University of Technology, Free State (CUT) 
in recognition of his exceptional record in business 
leadership. Dr Pretorius succeeded in the very de-
manding and challenging business sector through 

an attitude to serve rather than be served.  He 
represents a living symbol of CUT’s Vision 2020.

Dr Pretorius expressed his heartfelt apprecia-
tion for the honorary doctorate bestowed on him 
and promised to do all his best to be worthy for 
CUT. “I really appreciate your confidence in me, 
and I will represent CUT with pride. This is a 
wonderful time for me to be a member of the CUT 
family. I am very grateful.”

The recently retired Chief Executive of 
McCarthy Limited dedicated his bestowal to his 
family for the support and sacrifices they have pro-
vided to him over the years and also paid tribute 
to the Toyota South Africa and McCarthy Group 
teams for joining hands with him to help with his 
leadership task and volunteering their intelligence, 
energy, contribution and loyalty. “Without them, I 
would not have achieved anything.”

Born, bred and schooled in the Free State, 
Dr Pretorius spent his business career in the 
competitive automotive industry. His career 
journey includes Managing Director of Toyota 
SA Marketing, Chief Executive at McCarthy 
Motor Holdings and later Chief Executive Officer 
of McCarthy Limited. Under his leadership, the 
technically insolvent McCarthy was successfully 
recapitalised, restructured and restored to financial 
health. He received many national awards and 
currently serves on boards of companies in a 
non-executive capacity. He also made his mark 
in the academic fraternity as Honorary Professor 
at the University of the Free State, University of 
Johannesburg, University of Pretoria, as well as 
a fellowship at the Gordon Institute of Business 
Science and an honorary Doctorate in Marketing 
from the Durban University of Technology. ■

 continued from previous page

Richard Green (left) with Charles Canning.

Jakkie Olivier (RMI), Jeanne Esterhuizen(RMI) and Richard Green (SAMBRA).

Dr Brand Pretorius recently received an honorary doctorate in Marketing 

Management from the Central University of Technology, Free State (CUT).
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South African vehicle manufacturers and 
importers have come out in strong support of the 
upcoming WesBank Fuel Economy Tour (WFET) 
in partnership with FNB. So far 11 different vehicle 
brands, as well as Motus, a major motor retail 
group, have indicated that they will be taking part. 
Between them they will enter 40 cars and light 
commercial vehicles in the event, which starts in 
Johannesburg on November 12 and finishes in 
Cape Town on November 16.

“We are very pleased with the positive 
response from the industry to the inaugural Fuel 
Economy Tour, which aims to produce realistic 
fuel consumption figures for the participating 
vehicles, ultimately to the benefit of consumers,” 
said Charl Wilken, the chief organiser of the event.

“So far, we have three local manufacturers –  
Toyota, Nissan and Ford – and eight 
 importers – Lexus, Suzuki, Renault, Hyundai, Kia, 
Mitsubishi, Mahindra and Honda – that will be 
entering vehicles in the Economy Tour, Motus will 
enter a four-car media team utilising a variety of 
different brands,” he added.

Suzuki Auto, the go-getter car brand in South 
Africa these days, is throwing its full support 
behind the event by entering seven cars.

“Suzuki Auto is making big inroads in a 
number of sectors in the South African market 
with its expanding range of affordable cars which 
have fuel efficiency as a core value and the Fuel 
Economy Tour is an excellent way to demonstrate 
this important product attribute,” commented 
André Venter, Suzuki SA’s sales and marketing 
divisional manager.

“We believe that in the current economic 
climate it is important to demonstrate to our 

customers and potential customers how fuel 
efficient our cars are in an independent, national 
competition backed by two major players in the 
world of vehicle finance and financial manage-
ment, which gives the Economy Tour credibility 
and relevance.

“We have built up a strong reputation in 
the comparatively short period we have been a 
standalone company. We are naturally very proud 
of our achievements, but we are a forward-looking 
team at Suzuki Auto and are looking forward 
to the upcoming WesBank Fuel Economy Tour 
in partnership with FNB as a further way of 
strengthening our brand image by obtaining excel-
lent fuel consumption figures in an event which 
will be of benefit to all South African consumers,” 
Venter added.

The cost of fuel is a major budget item for all 
motorists and transport companies in South Africa 
as the country battles with an economic downturn 
and ever-increasing fuel prices – now the highest 
in history. Perceived poor fuel economy is a regular 
gripe of motorists surveyed in South Africa by Ipsos.

“For many years the claimed fuel consump-
tion figures available in South Africa have been 
clouded in doubt as they are generally obtained 

under ideal conditions 
in a laboratory test and 
bear little resemblance to 
the actual fuel efficiency 
of the vehicles under 
everyday driving condi-
tions in South Africa,” 
said Wilken.

“Due to the 
difficulty of obtaining 
realistic, real-life fuel 
consumption figures 
for the large range of 
vehicles on sale in South 
Africa, we aim to put 
this matter right as we 
build up a repository of 

data from the Economy Tour, which we intend to 
make an annual event,” he explained.

The Fuel Economy Tour starts at the WesBank 
head office in Northcliff, Johannesburg, on the 
morning of November 12. The tour then heads to 
Cape Town via Durban, East London and George, 
finishing at the Cullinan Hotel on the Cape 
Town foreshore.

“The roads we are using are major routes 
travelled by many South Africans, especially 
when they go on holiday. The first day’s run 
is straight forward, down the main road from 
Roodepoort to the Durban beachfront, a distance 
of 602 km. The second day will also be a long 
drive (656 km) from Durban via Kokstad to 
East London,” explained Willie du Plessis, 
who is the Clerk of the Course, as well as a 
seasoned organiser of national and international 
championship rallies

The third day takes the competitors from 
East London to Port Elizabeth, with lunch in the 
Windy City before a 40-km loop along the coast. 
The competitors then return for an overnight stop 
in a city hotel, in total a distance of 367 km. The 
fourth day is very scenic, taking the cars from Port 
Elizabeth to George via the Tsitsikamma Nature 
Reserve, where there will be a lunch stop. Total 
distance for the fourth day is 371 km.

“The final leg of 496 km from George to the 
finish in Cape Town, also takes in many scenic 
roads, including driving from Hermanus along 
the coast to Gordon’s Bay via Betty’s Bay, and 
then to the finish on the Cape Town foreshore,” 
du Plessis added.

The equaliser is that all cars will travel the 
same roads at the same average speeds and at the 
same time.

Ctrack will be responsible for monitoring the 
vehicles in real time on the route with regard to 
obeying traffic rules and sticking to the designated 
route and time schedule, with penalties possible 
for those that transgress the rules. Ctrack will fit 
tracking devices to the competing vehicles and 
each of them will also have dash cameras to moni-
tor driving behaviour.

“It’s a privilege for Ctrack to be involved with 
the WesBank Fuel Economy Tour in partnership 
with FNB,” said Hein Jordt, managing director of 
Ctrack South Africa.

Real-time information from Ctrack will be 
provided to the event’s organisers in a central 

“For many years the claimed fuel 
consumption figures available in 
South Africa have been clouded 
in doubt as they are generally 
obtained under ideal conditions in 
a laboratory test.”

Strong Industry Support for  
SA Fuel Economy Tour

continued on next page 

Ctrack will install dashboard cameras in each vehicle: one camera will be 

front-facing, while another will record what is happening inside the vehicles at 

all times.
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operations centre. And thanks to Ctrack, the public 
will also be able to see what is happening during 
the event on the dedicated WFET website.

Ctrack will accurately measure the average 
speeds that participants achieve as well as how 
long they take to complete individual stages. 
The company will also record the times that 
vehicles on the WFET pass specific points on the 
predefined route.

It will be possible to see if participants get lost 
or deviate from the route, thereby providing the 
organisers with more control over proceedings, 
allowing them to make informed decisions as to 
what actions should be taken. It will also assist 
emergency responders in emergency situations, 
should this be required.

An 8G accelerometer sensor forms part of the 
tracking devices fitted to competing vehicles. This 
capability allows the organisers, participants and 
the public to view instances of harsh acceleration, 
cornering and braking, while giving those watch-
ing a sense of general route conditions.

Furthermore, for the first time in such 
an event, real-time video footage will also be 
captured. Ctrack will install dashboard cameras in 

each vehicle: one camera will be front-facing, while 
another will record what is happening inside the 
vehicles at all times.

The vehicles’ fuel tanks will be filled at the end 
of each day so that ongoing results will be available 
to the competitors, as well as to the general public 
through the website https://worldoffueleconomy.
com/

“The WesBank Fuel Economy Tour, in 
partnership with FNB, has the support of 
the members of the National Association of 

Automobile Manufacturers of South Africa 
(NAAMSA). The fact that the event is being 
sponsored jointly by WesBank and FNB makes 
a lot of sense as it is relevant and beneficial to 
both brands, which are very much consumer-
facing. The backing of the event by these two 
major players in the South African financial 
world also lends credibility to the event and we 
are looking forward to the first car setting off 
on its journey to Cape Town on November 12,” 
concluded Wilken. ■

 continued from previous page

Suzuki Auto is throwing its full support behind the event by entering seven cars.

The National Automobile Dealers’ Association 
Dealer Performance Programme (DPP) is a plat-
form for individuals within the automobile fran-
chise retail dealership environment to engage on 
issues related to improving dealership performance.

“Now in its fifth year, the NADA DPP provides 
an opportunity for like-minded industry experts 
and franchise retail dealerships to network and 
participate in dialogue through relevant and 
challenging topics that have a direct impact on their 
businesses,” said Gary McCraw, Director of the 
National Automobile Dealers’ Association (NADA).

“Targeted at dealer principals, the NADA 
DPP combines a series of high impact national 
roadshows which take place in Gauteng North, 
Gauteng South, Durban and Cape Town. Its inter-
active workshops, panel discussions and monthly 
communications contain important information 
for dealers to implement in their daily processes,” 
he added.

The October programme was themed: Make 
Your 2020 Business Plan Work for You. Leading 
professional business planning consultant Greg 
Mason was the key note speaker.

Mason shared his expert advice for best 
practice for strategy development, goal setting in 
a fresh and unique method, leadership skills and 
guidance as to how to deliver an actionable and 
measurable business plan.

This was followed by a panel discussion 
involving respected DPs who shared the benefits 
of insights and effective business plans they have 
implemented in their dealerships. Robust discus-
sion and audience participation was enjoyed by all.

Key take outs from the Gauteng North 
roadshow panel discussion were:

 ■ While very little can be done to control the 
macro environment, dealers have the ability to 
control their own micro environment;

 ■ Dealers encouraged each other to question 
certain instructions handed down to them by 
various stakeholders, align where possible and 
restructure accordingly;

 ■ Panellists and delegates alike agreed that it 
was time to become the disruptors and not sit 
back and face disruptors “eating their piece of 
the pie”;

 ■ Focus on what you do and do it with excellence;
 ■ Be present, be involved and be engaged in 

your business, with your customers and 
your community.

“This round of the roadshow was timed 
perfectly as we enter the fourth quarter of 2019. 
Delegates left the venues feeling inspired and 
equipped with measures to implement the out-
comes discussed and put the learnings into practice 
in their various dealerships,” concluded McCraw.

NADA is committed to uplifting and 
promoting the well-being of the retail motor 
industry, constantly investigating opportunities to 
improve dealers’ performance, sales, processes and 
profitability. The Dealer Performance Programme 
includes two national roadshows per year and 
culminates in an annual national conference 
and Business of The Year (BOTY) award cer-
emony, which recognises excellence in the retail 
dealership space.

Sponsors of the NADA DPP programme are: 
Cars.co.za, Britehouse, Lightstone, NADA, Sewells 
Group-MSX International, traka ASSA ABLOY 
and WesBank. ■

Leading professional business planning 

consultant and key note speaker Greg Mason 

addresses attendees.

NADA Roadshow Provides Food for Thought
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With 10 months of the year down the hatch, 
Volkswagen Group South Africa (VWSA) proudly 
announced that it showed a solid performance 
in the South African passenger car market from 
January to September.

“The first nine months of this year were 
challenging due to the economic and political 
climate, but the Volkswagen Passenger, Audi 
and Volkswagen Commercial Vehicles brands’ 
determination, innovation as well as leveraging 
of key vehicle introductions ensured we continue 
to keep our position as the passenger car leader in 
South Africa,” said Mike Glendinning, Director: 
Sales and Marketing, VWSA.

Focusing on the Volkswagen brand specifi-
cally, the Polo Vivo was South Africa’s best-selling 
passenger car in September with 2 540 sales. With 
only nine working days of sales, Volkswagen’s 
new compact SUV, the T-Cross, sold 810 units 
in September, an average of 90 units sold every 
day until the end of the month. From January 
to September 2019, Volkswagen has sold 52 382 
units and achieved a market share of 20.2% in the 
passenger car market, an increase of 0.6% versus 
2018 YTD.

Volkswagen Commercial Vehicles reported 
deliveries of 6 131 units in the light commercial 
vehicles segment from January to September 2019, 
an 8% growth compared to the same time last 
year. Volkswagen Commercial Vehicles’ market 
share also increased to 4.9%, a 0.4 increase when 
compared to the same time last year.

“With only a few months to go until the end 
of 2019, we are confident that the strength of our 
brands, which are supported by a strong dealer 
network, will ensure that we retain our passenger 
car market leadership,” Glendinning noted.

Speaking of the strength of the VW brand, 
a new logo and brand design were revealed at 
the Frankfurt Motor Show under the motto of 
‘New Volkswagen’.

Insiders insist that this ushers in a new 
phase for Volkswagen which is innovative, con-
nected, authentic and more digital. According 
to those in the know the objective is to create a 
new holistic customer experience that is modern 
and fascinating throughout the world and across 
all channels. 

Said Glendinning: “The new brand design 
comes in light of the development of vehicles 
that are more connected to market needs than 
ever before. It is for this reason that Volkswagen 
invested in a comprehensive revamp of every part 
of the brand to reflect and connect with its people 
better – from internal stakeholders, customers 
and the industry at large; in this way, the brand 
remains true to always putting people first.”

In South Africa, the new brand design was 
launched in conjunction with Volkswagen’s 
first-ever compact SUV: the T-Cross. Sales of this 
exciting newcomer commenced in September.

Currently the T-Cross is only be available with 
a 85 kW 1.0 TSI engine. In the first quarter of 2020, 
the 1.5 TSI 110kW will be introduced and in the 
second quarter the range will be completed with 
the introduction of the 70 kW engine.

Manufactured in Navarra, Spain, the T-Cross 
has plenty to offer, inside and out. Not only does its 
design convey an air of style and practicality, but 
its flexibility, connectivity and fuel economy are 
bound to find favour with the local buying public.

Emphasising the fact that Volkswagen is 
serious about moving into a brave new world, the 
T-Cross provides users with the highest level of 
networking and connection to the outside world. 
Even the operation and customisation of the 
on-board functions are intuitive. Up to four USB 
ports and the optional inductive wireless charging 
ensure optimum connectivity and sufficient power 
for smartphones. The optional keyless locking and 
starting system Keyless Access makes access to the 
T-Cross more convenient. Another highlight is the 
optional sound system from renowned US brand 
Beats with a 300-watt, 8-channel amplifier and a 
separate subwoofer in the luggage compartment.

Giving a further glimpse into its future, 
Volkswagen presented the eighth generation of 
the Golf at a world premiere in Wolfsburg on 
Thursday, October 24. Indications are that this lat-
est model will feature more digitalisation and con-
nectivity than ever before, packed with innovations 
and sporting an attractive and modern design.

Word is that the Golf will be available in two, 
four-cylinder petrol engines with 66 kW and 81 
kW on tap, as well as two four-cylinder diesel 
engines offering 85 kW and 110 kW. There will 

also be a five-model hybrid line-up with power 
ranging from 81 kW all the way to the sporty 180 
kW GTE version.

VWSA will launch the Golf 8 in GTI form 
first in late 2020. It is still unconfirmed as to 
which other models will be available locally. More 
information will be released closer to its official 
launch in South Africa.

The guys at VWSA are determined to provide 
the buying public with the best and latest, not only 
in terms of its products, but also where service 
and overall experience are concerned. Of course, 
solidifying its strong position in the local market is 
a key objective too.

“The automotive industry is one of the leaders 
of the fourth Industrial Revolution. It is one thing 
understanding our consumers, but we want to go 
even further and help move them forward into a 
new world,” concluded Glendinning. ■

VW is Boldly Facing the Future

VW’s brand new look.

It is as yet unclear when the eighth generation of 

the evergreen Golf will hit local shores.

The T-Cross marks VW’s first foray into the 

compact SUV segment.
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The results of the quarterly Tracker Vehicle Crime 
Index reveal that vehicle theft and hijacking 
trends in South Africa are unchanged from the 
annual Crime Index released in August. The 
statistics, from Tracker’s 1.1 million installed 
vehicle base for the period July to September 2019, 
provide insights into the time of day and day of 
the week when vehicle crime is most likely to 
occur in South Africa. The index also records the 
towns most affected by vehicle crime in all nine 
provinces, and the current trends in consumer 
and business crime.

The majority (58%) of all activations, where 
Tracker initiated recovery action, are in Gauteng. 
This is followed by KwaZulu-Natal, Western Cape, 
North West, Mpumalanga, Eastern Cape, Free 
State, Limpopo and Northern Cape, respectively. 
Johannesburg, Durban, Khayelitsha, Rustenburg, 
Tweefontein, Port Elizabeth, Bloemfontein, 
Polokwane and Postmasburg are the towns in 
each province most affected by hijacking. Theft is 
mostly reported in Pretoria, Durban, Cape Town, 
Rustenburg, eMalahleni, Mthatha, Sasolburg, 
Polokwane and Kuruman.

Tracker data indicates that the most activa-
tions for hijackings take place on Saturday followed 
by Thursday, while vehicles are activated for theft 
equally on Friday and Saturday. Also, most activa-
tions for hijackings take place between 10:00 and 
14:00 as well as 20:00 and midnight, on any day 
of the week, while theft activations occur mainly 
between 05:00 and 08:00.

Hostage taking during hijackings remains a 
concern. Similar to the company’s vehicle crime 
statistics for the period July 2018 to June 2019, an 
average of 29% of Tracker’s activations result in a 
hostage being taken, with 1% suffering a physical 
injury or fatality. Criminals impersonating 

law enforcement officials in order to commit 
hijackings, a method otherwise known as blue 
light robberies, also remains a concern. Business 
crime trends are unchanged with most of these 
vehicles being stolen to obtain the fast-moving 
consumable goods that they are carrying. 
However, there are instances where the vehicle 
itself is sought.

Hijacking hotspot routes include the N3 from 
Heidelberg to Vosloorus, the N12 from Phola 
to Daveyton, South Rand Road (N17), the R50/ 
Delmas Road, the N14, the R512, the Moroka 
Bypass on the N12, the Molefe Makinta Highway 
(M21), the Sybrand van Niekerk Freeway (R59) 
and the R21. However, hotspots can and do change 
frequently, therefore Tracker advises people to be 
vigilant wherever they go.

Tracker reports 1 524 vehicle recoveries, 315 
arrests and 14 firearms recoveries for the quarter, 
which adds to the company’s total of over 96  000 
vehicle recoveries, more than 18 500 arrests and 
nearly 1 000 firearm recoveries, since inception 
in 1996.

“While the 2018/2019 SAPS crime statistics 
noted a national decrease of 1.8% in car and truck 
hijackings and a national decrease of 4.6% in 
vehicle theft, vehicle related crime remains high 
with a total 17 208 car and truck hijackings and 
48 324 vehicles reported stolen,” says Ron Knott-
Craig, Executive Operational Services at Tracker 
South Africa. “The SAPS figures combined with 
Tracker’s statistics, which note a consistency in 
vehicle crime trends, indicate that South Africans 
should be wary and remain vigilant at all times. 
South Africans should be particularly vigilant 
at this time of year, as we have in the past noted 
a peak in vehicle related crimes during October 
and November.”

A criminal act can happen anywhere and at 
any time. Don’t believe it could never happen to 
you. Rather, keep these safety tips in mind:

 ■ Be aware – Don’t be an easy target. While 
driving, be vigilant about your surroundings. 
Also, be alert and on the lookout for suspicious 
persons or vehicles. Avoid distractions such as 
talking on your mobile phone.

 ■ Sensible parking – Always park your vehicle in 
a well-lit, properly secured parking area, ideally 
with security guards on duty and as close to 
the entrances of the building as possible. When 
you leave your vehicle, make sure the doors are 
properly locked.

 ■ A little bit of planning – Know where you are 
going and plan your journey in advance by 
ensuring you have the correct directions to 
your destination.

 ■ Watch your tail – Pay close attention to ensure 
that you are not being followed. If you think you 
are being followed drive to a police station or 
busy, well-lit area.

 ■ Don’t be flashy – In some cases, hijackings and 
theft occur not for the vehicle itself but for the 
valuables inside. Keep valuables out of sight in 
the boot or under the seats.

 ■ Drive on – If something looks suspicious as 
you’re approaching your destination, rather 
drive off and come back later.

 ■ Be prepared – Have a back-up plan in case of 
an emergency.

 ■ Testing, testing – Regularly test your tracking 
device to make sure it’s working, including the 
assist button if your device has one.

 ■ Keep calm – If you are hijacked, remember your 
life is worth more than your valuables, so keep 
calm, co-operate and try to get away as quickly 
as possible. ■

SA Vehicle Crime Trends Consistent
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Corporate Social Responsibility

Fiat Professional is making a small but very 
real difference to hungry South Africans by 
donating five Fiat Doblo Cargos to Meals on 
Wheels. The initiative formed part of World 
Food Day, recognised around the world to 
tackle global hunger.

“While the plight of thousands of hungry 
South Africans centres around simple access to 
healthy diets, the logistics of actually making 
that food available relies on quality transport 
solutions, often to the most rural areas across 
great distances,” said Vaughn Marescia, Dealer 
Principal of Hillcrest Fiat when handing over five 
vehicles to South African hunger charity, Meals on 
Wheels recently.

The Fiat Doblo Cargo minivan provides ver-
satile solutions for light loads, entrepreneurs, and 
owner-driver operated logistics services thanks to 
its clever packaging. “This versatility and secure 
internal storage makes the Doblo Cargo a perfect 
solution to Meals on Wheels’ mission to deliver 
food parcels to South Africans in need,” said 
Graham Eagle, Managing Director of Fiat Chrysler 
Automobiles (FCA) South Africa.

Combatting global malnutrition is a mission of 
massive proportion, spearheaded by the Food and 
Agricultural Organisation of the United Nations. 
World Food Day recognises the plight of 870 mil-
lion under-nourished people in the world. In ad-
dition to the contribution of the vehicles to Meals 

on Wheels’ fleet, the broader Fiat Professional 
team were able to assist in helping to cook and feed 
10 000 people in aid of World Food Day. ■

Deidre du Plessis (Area Sales Manager FCA),Letty 

Khoza from Meals On Wheels and Ismaeel Hassen 

(Head of Sales & Network Development FCA).

Meals on Fiat Wheels

VWSA recently handed over two sponsored vehicles for the non-profit organisations Clouds of Hope and 

the Grootbos Foundation. From left is Zolile Ntukwana (VWSA), Nobuntu Lange (VWSA), Vernon Naidoo 

(VWSA), mayor of Wolfsburg in Germany, Klaus Mohrs, and Clouds of Hope team members Fikisiwe 

Majozi, Nomusa Ntshiza, Victoria Tolo, Deli Shezi, Sbongile Mnguni, Balungile Tshezi, Thobile Masikane, 

Zesizwe Mncwabe and Nolindela Siwa. At the back is Uwe Cors from the mayor’s office in Wolfsburg.

Volkswagen Group South Africa (VWSA) has reaf-
firmed its commitment to securing the future of 
South Africa’s children, with its sponsorship of two 
new vehicles for organisations in KwaZulu-Natal 
and Gansbaai.

The company handed over a 10-seater T6 
Transporter Crewbus to Clouds of Hope, an 
organisation that focuses on HIV/AIDS aware-
ness training and operates an orphanage in the 
villages of Himeville and Underberg, KwaZulu-
Natal. Clouds of Hope was started in 2002 and 
currently provides a home for 64 children in 
its orphanage.

A Volkswagen Polo sedan was also handed 
over to the Grootbos Foundation, a Gansbaai-
based organisation established in 2003 with 
the goal of conserving the environment and 
developing sustainable projects in ecotour-
ism, sports development and education. 
Both of these organisations form part of the 
Be Your Own Hero Foundation founded in 
Wolfsburg in Germany, where Volkswagen AG 
is headquartered.

VWSA has supported Clouds of Hope in 
the past, joining with Volkswagen Commercial 

Vehicles’ Headquarters in Hanover in 
2011 to sponsor a Transporter Crewbus for 
the organisation.

“The work done by both these organisations 
is close to our hearts at VWSA, as it aligns closely 
with some of our corporate social initiatives’ key 
focus areas,” said Thomas Schaefer, Volkswagen 
Group South Africa Chairman and Managing 

Director. “It is our hope that these new vehicles 
will prove invaluable in protecting and uplifting 
the children and families that benefit from their 
tireless efforts.

“As VWSA we are proud to play our part in 
their journey to better lives in their respective 
communities, and we hope to continue making a 
difference in these lives,” concluded Schaefer. ■

VW Vehicles Bring Hope

Clouds of Hope was started 
in 2002 and currently provides 
a home for 64 children in 
its orphanage.
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The outlook for SMEs in the component automo-
tive space – a sector which has historically been 
highly concentrated – is today relatively good. 
Apart from the big seven OEM auto manufactur-
ers, in recent years there have been a number of 
new entrants in the assembly space in South Africa 
such as BAIC and Mahindra, both of which have 
intentions to ramp up to manufacturing as they 
obtain higher volumes.

This was the view of Renai Moothilal, 
Executive Director: National Association 
of Automotive Component and Allied 
Manufacturers, talking on the sustainabil-
ity of SMEs in the automotive industry at this 
year’s South African Motor Body Repairers’ 
Association (SAMBRA) Enterprise Supplier and 
Development Conference.

“The growth in variety of vehicles in South 
Africa is a direct result of government policy 
whereby manufacturers earn duty credits with 
which they can cost effectively import other vehi-
cles. In SA you can manufacture any component, 
but business cases tend to be aligned to Original 

Equipment Manufacturers’ (OEM) global sourcing 
requirements. There is, in fact, a wide base of 
automotive component manufacturers in the 
country. From an OEM value chain perspective, it 
tends to be dominated by Tier 1 global suppliers, 
typically large companies which supply OEMs 
directly and of which there are about 180. There 
are about 200 Tier 2 and Tier 3 companies, some of 
which fall into the ESD space as developmental,” 
said Moothilal.

According to Moothilal the climate is positive 
for small enterprise supplier development at 
present because those OEMs and Tier 1 companies 
which currently have relatively low local content 
percentages, will be looking to form partnerships 
with Tier 2 supplier companies. Similarly there is 
an emphasis on buying a wider range from local 

Tier 1 companies. “At some point, Tier 1 gaps will 
be tapped as far as they can be tapped and then the 
pressure will mount on Tier 1 companies to find 
what is termed deep local content, where the Tier 2 
and 3 opportunity comes in.

“There has been recent talk of the establish-
ment by the OEMs of a transformation fund to 
assist discharge of the ownership obligation under 
generic BBBEE codes. One would expect some 
preferential funding characteristics to come out of 
this linked to more offtake opportunities for SMEs 
as OEMs increase their local content percentage,” 
concluded Moothilal. ■

There is an emphasis on 
buying a wider range from local 
Tier 1 companies.

Positive Outlook for Small Enterprises in Automotive Sector

The South African car market remained under 
significant pressure in the third quarter of 2019, 
with vehicle sales continuing their steady decline, 
despite new vehicle price increases staying under 
inflation for the past two years. This is according to 
the latest TransUnion Vehicle Pricing Index (VPI) 
for Q3 2019.

New vehicle price increases have remained 
below inflation for the past two years – the longest 
consecutive period since the creation of the index 
in 2000. Used vehicle price increases have slowed, 
which is indicative that the used market is also 
taking the strain. Despite lower price increases, 
the number of new vehicles financed in Q3 fell by 
7% compared to the same period a year ago, while 
the number of used vehicles financed showed a 1% 
increase.

The new vehicle VPI moved to 3.3% in Q3 
2019 from 3.1% in Q2, while the used vehicle index 
moved to 1.1% from 1%. The VPI measures the 
relationship between the increase in vehicle pricing 
for new and used vehicles from a basket of pas-
senger vehicles, which incorporates 15 top volume 
manufacturers. Vehicle sales data is collated from 
across the industry to create the index.

Kriben Reddy, head of Auto Information 
Solutions for TransUnion Africa, said the sluggish 
market reflected ongoing low consumer and 
business confidence, reiterating the weak domestic 
demand conditions. Although interest rates fell by 

25 basis points in July, which offered consumers 
additional spending power, many consumers have 
opted to delay vehicle purchasing decisions due to 
the ongoing economic uncertainty.

According to Reddy this would inevitably have 
a negative effect on the local automotive industry, 
which is a major contributor to South Africa’s 
GDP. According to NAAMSA figures, the industry 
contributes 6.8% to GDP (4.3% manufacturing and 
2.5% retail), with total automotive revenues in 2018 
of R503 billion.

“The bad news for the industry is that local 
market conditions are not likely to change in the 
foreseeable future. The industry is trending in a 
downward direction, and unless certain structural 
changes take place in the economy, the picture is 
not going to change for the local auto industry,” 
said Reddy.

However, this will be partially offset by a 
strong export market. In 2018, the export of 

vehicles and automotive components reached a 
record R178,8 billion, equating to 14,3% of South 
Africa’s total exports. Vehicles and components are 
currently exported to a record 155 international 
markets, with export values doubling year-on-year 
to more than 25 of those markets in 2018.

The VPI report shows the used-to-new vehicle 
ratio increased from 2.08 in 2018 Q3 to 2.26 in 
2019 Q3, which means that 2.26 used vehicles were 
financed for every new vehicle financed. The make-
up of used vehicle sales is also shifting, with 36% 
of used vehicles financed under two years old, 6% 
of those being ex-demo models – which indicates 
consumers are opting for older vehicles as pressure 
on disposable income increases.

“The percentage of cars (new and used) being 
financed at key price points – below R200 000, 
R200 000-R300 000 and over R300 000 – has been 
fairly consistent over the last six quarters. This 
shows that consumers’ purchasing power and their 
ability to purchase more expensive vehicles is not 
changing,” Reddy explained.

“People are continuing to spend less on cars, 
with consumers still opting for less expensive entry 
level vehicles. The average loan size in this quarter 
is comparable to that of Q2 2013, which suggests 
that consumer buying power has effectively 
remained flat for the past six years,” he said.

Read the full report at www.transunion.co.za/
lp/vpi. ■

Industry Remains Under Pressure in Face of Low Confidence
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BY BRENDON STANIFORTH

Nissan’s GT-R nameplate is celebrating it’s fiftieth 
anniversary this year. If we look back over the past 
five decades, it is truly staggering how far technol-
ogy has come… and gone. In 2007 when Nissan 
launched the R35 GT-R, it revolutionised how we 
see the supercar.

A class reserved for much more expensive toys 
was suddenly shattered by the incredible Nissan. 
It was initially available for R995 000. That folks, 
is less than one million Rand. Nissan claimed a 
0 – 100 km/h time of 2.9 seconds and a top speed 
of 315 km/h. For under a million!

In South Africa we were never able to quite 
reach that blistering 2.9 seconds, but I’ll attribute 
that to height above sea level. I’m also sure 
the first versions were much more aggressive 
with their gearboxes and launch control than 
current versions.

The current iteration of the GT-R is 12 years 
old, and sadly – it feels it. Despite its age the car is 

still superbly fast, and its handling characteristics 
extremely friendly. That was the whole point of the 
GT-R when they developed it … anyone should 
be able to get in it and drive it like they stole it, up 
to its top speed. The engineers hit the nail on the 
head. The GT-R feels extremely friendly, even when 
pushing on somewhat.

The interior is starting to feel its age too, but 
it is by no means uncomfortable. The engine and 
gearbox have a fantastic charm with their various 
noises and sounds – a mechanical charm, in a 
digital age. My only gripe with the gearbox is that 
it is in desperate need of a seventh ratio. Cruising 
on the highway has the VR38DETT 3.8 V6 
turbocharged engine revving above 3 000 r/min, 
which drones a little.

The GT-R has a fantastic history of how it 
became what it is today. The first KPGC10 version 
annihilated the competition in the Japanese 
Touring Car Championship. As did the R32 
version in 1989. The R32 won it for four years 
on the trot. The R32 GT-R was banned from 
the Australian Touring Car Championship in 
1993 after winning every single race in 1991 and 
1992. Every single one. When the R32 raced 
in Australia, the Australian magazine Wheels 
named the GT-R Godzilla, and that name still 
sticks today.

The R34, with the help of the Fast and the 
Furious franchise put the GT-R in the minds of 
many teenagers all over the world. In an instant, 
the three Japanese sportscars were famous outside 
of Japanese car circles.

Between the KPGC10 and the R32, there was 
a sixteen-year hiatus. I hope that’s not the case 
between the 50th Anniversary edition and the R36 
GT-R, in whichever form it may adopt, hybrid 
or otherwise. The 50th Anniversary edition is 
considerably more expensive than when the GT-R 
launched in South Africa, but the rich history and 
membership to the cult-brand is priceless.

This is the GT-R offering:
 ■ Nissan GT-R Premium Edition: R2 250 000
 ■ Nissan GT-R Black Edition: R2 360 000
 ■ Nissan GT-R 50th Anniversary Edition: 

R2 405 000

The range is covered by a 3 year/ 100 000 km 
warranty and 3 year/ 50 000 km service plan. ■

New Model

The 50th Anniversary edition is 
considerably more expensive 
than when the GT-R launched in 
South Africa.

It’s Time for the Revolutionary to Evolve

Anyone should be able to get in it 
and drive it like they stole it.
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The Isuzu D-Max X-Rider Black, a limited-edition 
double cab 4x2 based on the popular 2.5 litre 
diesel D-Max has been re-introduced to the South 
African market for another limited period. The 
newcomer was revealed at a black-tie gala dinner 
held inside the Isuzu vehicle assembly plant in Port 
Elizabeth recently.

The X-Rider is painted exclusively in the Black 
Meet Kettle body colour, which gives this special 
model a distinctive appearance in conjunction 
with the extensive list of unique features incorpo-
rated in the standard X-Rider package. A favourite 
with consumers as well as the people who build 
it, the X-Rider Black has a head-turning bold and 
purposeful stance enhanced by blacked out wheels, 
and matt black accessories.

Said Product Communications Manager, 
Nandi Matomela: “The X-Rider Black was 
reintroduced for a limited period after high 
demand from customers since the run out of the 
previous edition”. 

Traditionally known for its workhorse 
capabilities, the X-Rider Black, demonstrates the 
versatility of the Isuzu light commercial vehicle 
range, which has a strong presence in both the 
leisure and commercial segments of the market. 
According to Matomela Isuzu was one of the first 
bakkie brands to introduce double cabs in the early 
90sand has since shown that an Isuzu bakkie is a 
perfect all-rounder.

Available only as a 4×2 double cab, the 

X-Rider Black is aimed squarely at the leisure 
market. “It’s bold, stylish and in your face. The 
X-Rider Black is for people who want to stand 
out in the urban jungle. It brings all the familiar 
Isuzu attributes of rugged reliability but will not 
look out of place parked in an upmarket urban-
setting,” said Dominic Rimmer, IMSA Executive 
Technical Services.

The X-Rider Black offers added value with an 
extensive list of standard features and accessories. 
The package includes a bold black front bumper 
guard, projector headlamps with integrated LED 
daytime running lights, as well as front fog lamps. 
Eye-catching 18-inch black alloy wheels with 
red Isuzu badges further enhance the dynamic 
stance of this model. The tyres are 255/60R18 All 
Terrain Tyres from General Tyre. The black theme 
continues with matt black roof rails, black side 
steps and a black sports bar. The X-Rider Black also 
comes with a factory fitted tonneau cover and a 2.1 
tonne towbar.

The D-MAX cabin gets the X-Rider treatment 
with standard black leather seats featuring red 
stitching on the bolsters and the “X-Rider” logo 
embroidered on the headrest. Red stitching is 
also used for the leather-trimmed steering wheel 
which has a red Isuzu badge. Piano black trim on 
the vents, radio and front console give the cabin 
a modern and sophisticated touch, with the same 
treatment used on the door trim inserts that 
incorporate a red “X” in keeping with the theme.

An 8-inch AX2 touchscreen infotainment 
system with Bluetooth for audio streaming and 
hands-free calling is available as standard.

Drive is taken care of by Isuzu’s popular 
2.5 litre, 4-cylinder, 16 valve high pressure 
turbo charged diesel engine matted with a 
5-speed manual gear box. Power remains 
unchanged at 100 kW from 3 400 r/min with 
320 Nm of torque between 1 800 r/min and 
2 800 r/min. Fuel consumption is 7.7 l/100 
km on the combined cycle, with 203 g/km of 
CO2 emissions.

The X-Rider Black has a high level of 
active and passive safety features which include 
Electronic Brake-Force Distribution (EBD), Brake-
Assist System (BAS), Electronic Stability Control 
(ESC) with Traction Control, Anti-Lock Braking 
System (ABS), driver and passenger airbags, and 
Side-Impact Protection Bars.

The Isuzu bakkie range comes standard with 
Isuzu Complete Care, comprising a five-year/120 
000km bumper-to-bumper warranty and Isuzu 
Roadside Assistance, a five-year/unlimited km 
anti-corrosion warranty and a five-year/90 000 km 
Service Plan. Service intervals are every 
15 000 km/12 months. Extended cover can be 
purchased for Roadside Assistance, Service Plans 
and Maintenance Plans.

The X-Rider Black is priced at R462 000.00 
including VAT and is available at Isuzu 
dealerships nationwide. ■

Stepping Out of the Shadows

New Model
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Greater connectivity, electric vehicles, autonomous 
cars and data will provide even more momentum 
for the motoring industry within the next 10 
years, and continue to shift gears. This was the 
message from experts who spoke at the “Beyond 
2020 – the Repair Shop Evolution” Motor Industry 
Workshop Industry (MIWA) conference, held at 
Automechanika in September.

Jan Bambas, EU affairs director for FIGIEFA, 
the European federation and political representa-
tive in Brussels of the independent wholesalers and 
retailers of automotive replacement parts and their 
associated repair chains, kicked off the conference 
reflecting on the megatrends that are transform-
ing both the sector and business in general and 
giving a global perspective on the Right to Repair 
(R2R) campaign.

“The vehicle industry is changing rapidly, and 
we need to adjust as quickly if we are to keep up,” 
said Bambas. He said that data linked to con-
nected vehicles will be the key driver of the vehicle 
industry of the future and stressed the importance 
of a secure, open access telematics platform that 
could safeguard the competitiveness of the whole 
automotive industry in the digital era.

“The efficient workshop will need not only 
the Right2Repair but the Right2Connect with 
more computational characteristics, automa-
tion and streamlined repair processes. Any 

restrictions to in-vehicle data and informa-
tion will limit innovation in the new digital 
world. Competition, innovation and consumer 
interests must be at the heart of how we operate,” 
he commented.

Peter Woods, technical sales manager of auto-
motive technical data company, HaynesPro, also 
elaborated on challenges facing future workshops. 
He said that with modern cars becoming more 
advanced with new technologies and electrical 
systems, there is a need to adapt in line with the 
evolving car.

He was positive about the future of the 
independent market, but stressed the need for 
developing the technical skills required to service 
electric vehicles. “With innovations like driverless 
cars within touching distance, there is a huge space 
for people to work in, and shape the way repairs are 
performed on these vehicles and the technology 
needed to do so,” explained Woods.

He said that in the UK, the demand for 
electric cars was increasing with less than 10% of 
the market certified to work on electric vehicles. 
“We project by 2035 the carpark will be split 

equally. Now is the time to invest in people, skills 
and equipment.”

Santiago Malbran, manager at global automo-
tive parts manufacturer Mahle, spoke about his 
company’s agility in gearing up for a future-orient-
ed driver mix that includes hybrid and combustion 
engines, and electric and autonomous cars. He said 
the common thread was definitely change and with 
vehicles becoming more complex, the question 
is how should equipment change to support the 
vehicle professionals of tomorrow.

“Cutting-edge workshop digital solutions 
which save both time and money represent the 
face of the future. All solutions need to be geared 
around providing workshops with significantly 
shorter service times, lower service costs and an 
added measure of safety,: he explained.

Commenting on the local market, MIWA 
Director, Pieter Niemand said: “We are commit-
ted to supporting change in the industry, and 
preparing for future technology. We are embracing 
cloud-based solutions, digitalisation and automo-
tive development. Regardless of technology, we still 
need to deliver the same trust and service to future 
generations, and ensure that our customer-centric 
business retains loyalty,” noted Niemand.

His message to the members was to always 
strive to do better. “The customer needs to be 
involved, so keep them informed using technology. 
Analyse their experience, monitor their feedback 
and ensure you’re always listening. Qualified staff 
remain at the core of our business – mechanics 
who are qualified in using modern equipment. 
We are committed to ensuring that as technology 
changes gears, we do too, with the right training 
and support.”

Quinton Coetzee, an international speaker, 
entrepreneur, naturalist and adventurer, wound 
up the conference by encouraging the audience 
to adopt a winning mindset for the connected 
workplace of the future.

“If you want to be a champion in the 
workplace, you need to go the extra mile to gain 
distance, and exceed the goals,” he said. “You need 
to recognise opportunities, seize them, and exploit 
them.” He encouraged the audience to unlock their 
skills in order to get maximum gain, both in the 
workplace and personally. 

“Gone are the days of the big eating the small. 
Now it’s about speed and agility… the fast ones 
are the winners. If you’re not hunting, you’re being 
hunted,” he concluded. ■

“Now is the time to invest in 
people, skills and equipment.”

(From left) Bridget and Jack Finn (MIWA Eastern Cape Chairman) with Jan Bambas, EU affairs director for 

FIGIEFA.

Managing the Connected 
Workshop of the Future
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August data from the Ctrack Logistics Barometer 
indicates pronounced deceleration in global 
logistics growth (see figure 1), particularly in sea 
and air freight volumes (see Figure 2).

While the growth slowdown was already 
evident in July’s Ctrack Logistics Barometer, the 
pace of the slowdown is now more apparent, as can 
be seen in the barometer’s short-term data.

Despite this, total freight volumes in South 
Africa are up 1.1% on a year ago on a three-month 
(June, July, August) moving average basis. Road 
freight volumes showed the strongest positive 
trend, rising 3.1%, while sea freight volumes 
showed the biggest decline of -3.5%.

The global trade war is starting to have an 
impact on South African trade and the volume of 
shipped containers is a clear indication of a slowing 
world economy.

Break bulk volumes at South African ports 
have declined 35.3% from a year ago on a three-
month (June, July, August) moving average basis – 
the biggest year-on-year decline recorded since 
2008. SA container volumes declined 6.2% during 
the same period.

Land transport though is still growing due 
to internal demand, while bulk coal and iron ore 
exports show positive growth. However, even here 
the short-term trend is slower than before, with 
the Ctrack Logistics Barometer suggesting far 
more mundane economic performance in the 3rd 
quarter of 2019.

The pipeline sector, which is dominated by 
fuel transportation, indicates a small decline 
of -0.4% on a year ago but a much larger -5.1% 
decline compared to July. The price of fuel 
has not increased much but users have either 
delayed buying more in the hope of lower 
prices, or due to uncertainty in the short-term 
economic outlook.

If fuel volumes still decline in September, the 
reason will likely be attributed to the uncertain 
economic outlook.

The measurements in Table 1 show freight 
volume changes – in percentages – over different 
time periods. The most important of these is the 
three-month moving average (June, July, August) 
measured against the same three months of 
last year.

The drop in sea freight volumes is confirmed 
by the CPB World Trade Monitor. Overall, global 
trade is estimated to have declined by -0,4% for the 
three-months to June 2019 compared to the same 
period a year ago.

Although this data is a little earlier than the 
August Ctrack Logistics Barometer data, one can 
surmise that declining world trade will weigh on 

the barometer since logistics by its very nature 
is a cross-border industry heavily influenced by 
global trends.

Strangely, in contrast to slowing world trade 
trends, the latest IATA data shows a substantial in-
crease in international air freight for South Africa.

Ctrack Logistics Barometer 
Indicates Road Freight Resilience

Figure 1: World trade monitor – Trade volume change on year ago

Source: www.economists.co.za and Ctrack
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Figure 2: Last quarter on same quarter a year ago

Source: www.economists.co.za and Ctrack
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Break bulk volumes at 
South African ports have declined 
35.3% from a year ago.
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Nonetheless, the global trade war is impacting 
world trade and that will likely have a negative 
impact on both sea and air freight for the next few 
months or even quarters. Slower growth will also 
influence the movement of minerals–the main 
income generator for Transnet Freight Rail.

Furthermore, the drought in the wheat 
growing regions of the southern Cape will impact 
road freight. More wheat may have to be imported, 
making for longer journeys for transporters. This 
may already be a reason for the positive growth 
seen in road freight.

“We are proud to say the Ctrack Logistics 
Barometer, now in its second month, has been 
well-received in the marketplace,” said Hein Jordt, 
managing director of Ctrack SA.

“It appears that road transport continues to 
gain market share, providing the backbone in 

the South African logistics industry. However, 
it remains imperative for transport and logistics 
companies to manage their delivery fleets closely 
in lieu of recent oil price increases. Only a holistic 
fleet management system with daily insights–such 

as Ctrack’s business intelligence reports and 
bureau services–can simplify this important task 
for fleets.”

The Ctrack Logistics Barometer can be viewed 
online at www.ctrack.co.za. ■

 continued from previous page Table 1

CHANGE FROM 2018 RAIL ROAD PIPELINE SEA AIR
STORAGE 

& 
HANDLING

LOGISTICS

August 2019 vs 
August 2018

+0.1% +2.2% -5.9% -1.5% -2.0% -6.1% -0.1%

March, April, May 
2019 vs March, April, 
May 2018

+1.0% +3.1% -0.4% -3.5% -0.4% -2.1% +1.1%

SHORT TERM CHANGES

Change from July 2019 to 
August 2019

+1.1% +0.8% -5.1% -4.1% +0.9% -6.3% -0.7%

March, April, May 
2019 vs June, July, 
August 2019

-1.0% -0.5% -1.4% -8.5% -0.8% +0.9% -1.1%

Source: www.economists.co.za and Ctrack

Volvo Trucks has introduced the Volvo Flexi-Gold 
Contract – a new usage-based service contract 
where monthly fees are aligned with actual mile-
age. This means hauliers have greater flexibility 
to adapt their operations to market conditions 
and demand.

Connectivity has paved way for new, flexible 
solutions for service contracts and usage-based 
payment models. The Volvo Flexi-Gold Contract 
offers the same coverage as the Volvo Gold 
Contract, but with monthly fees broken down into 
fixed and variable parts (km-based) tailored to the 
truck’s actual mileage.

“Many transport companies have short-
term agreements with their clients or operate 
in unpredictable and fluctuating markets. They 
express a need for greater flexibility when it comes 
to service contracts. We now have the technology 
to make dynamic and connected solutions like 
this possible,” said Thomas Niemeijer, Business 
Development Manager, Service Contracts, 
Volvo Trucks.

The Volvo Flexi-Gold Contract has been made 
possible by advances in telematics, which enable 
vehicles to communicate real-time mileage with 
Volvo Trucks. The contract provides customers 
with a 40 per cent flexibility span, where annual 
mileage can exceed or go under the agreed mileage 
by 20 per cent.

Each monthly invoice is based on the actual 
driving for that month, with no additional invoic-
ing or paperwork for exceeding mileage at the end 
of the year (within the flexibility span). This makes 

it suitable for customers working with seasonal 
changes and fluctuating demand.

“Quite simply, if you drive less, you pay less 
and vice versa,” explained Niemeijer.

“The rapid development of connected 
services gives hauliers completely new ways of 
increasing vehicle uptime and optimising vehicle 
utilisation. By adding flexibility to the payment 
model, we add another dimension to our offer,” 
commented Theunis Eloff, Aftermarket Director 
of Volvo Trucks Southern Africa. “A pilot 
project for this new usage-based service contract 
has already been successfully implemented 
locally and it will now be available for South 
African customers.”

The Volvo Flexi-Gold Service Contract is 
available in selected European markets, as well as 

South Africa, and will be gradually rolled out into 
new markets soon.

Volvo Flexi-Gold Contract
 ■ Usage based service contract. Both maintenance 

activities and monthly fee follows the actual 
mileage.

 ■ Offers a 40 percent flexibility span for your 
estimated yearly mileage.

 ■ Volvo Flexi-Gold Contract offers the 
same coverage and uptime as the Volvo 
Gold Contract.

 ■ Especially suitable for businesses with seasonal 
changes and a varied workload from one year 
to another.

 ■ No additional invoicing or paperwork for 
exceeding mileage at the end of the year. ■

New Flexible Service Contract from Volvo Trucks

Working Wheels
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Industroclean is a Level 4 BBBEE business that was 
looking for the complete package in a vehicle in 
order to complement their business requirements. 
They provide a complete solution of profes-
sional and industrial cleaning products, with their 
primary focus being the commercial cleaning 
market which includes institutional and industrial 
customers. Industroclean are the official distribu-
tors of Nilfisk products in Southern Africa and 
the manufacturer of the WAP range of pressure 
washers and cleaning machinery.

When it comes to customer support, mobile 
technicians need to safely transport costly, high-
end and often heavy goods and machinery into 
the field, which means technical support and easy 
access to products and spare parts is high priority. 
The Award-winning Opel Combo Van allows 
Industroclean to maintain their commitment of 
superior after-sales support to their past, existing, 
as well as their new customers through their 
strategic network of 9 branches and 4 partners 

across South Africa, and now they have the extra 
assistance of the Van of the Year (VOTY) – the 
Opel Combo Cargo!

A Fleet Manager’s purchase decision is based 
on the value of a vehicle, beyond just the retail 
price. Return on Investment (ROI) is key with 
Total Cost of Ownership (TCO) being the ultimate 
solution sought. The Opel Combo meets both 
these requirements  for Industroclean. When 
considering the bottom line the Combo’s 1.6 Turbo 
Diesel engine offers more efficiency, plus the fuel 
combustion is 15–20% less, with a returned com-
bined consumption of 5 litres/100 km. Low-speed 
torque allows for better overtaking, towing and 
gear choice offered by the car-derived running gear 
which affords the driver enough pulling power to 
keep up in traffic, considering 230 Nm of torque 
and 68 kW of power are readily available through 
gear choice and acceleration.

With safety, comfort and security a top prior-
ity, the Combo Van not only keeps the driver and 

passenger road-safe and comfortable with airbags, 
3-point seatbelts, hill-start assist, ABS, EBD and 
ESP, air-conditioning, radio/Bluetooth/USB/MP3 
input and 4 speakers, but also offers maximum 
protection for valuable cargo and equipment by 
keeping it out of sight in the alarm-equipped, en-
closed shell that is an integral part of the vehicle’s 
body due to the blacked-out windows, remote-
controlled central locking, rear interior electronic 
door lock and an anti-theft immobiliser

The flexibility of the Combo Van is geared 
towards personal business needs and can be 
tailored to suit specific requirements. The protected 
steel box created by the Combo’s body shape, 
plus floor tie-downs to eliminate movement and 
reduce inner-body damage, allows for endless  
up-fitment opportunities such as shelving, storage 
bins, toolboxes, refrigeration, compressor and 
air-line fitment.

Industroclean chose the LWB Combo Cargo 
configuration which offers a length of 4 753 mm 
and width of 1 848 mm, delivering a payload of 
up to 1 tonne and a towing capacity of up to 1 250 
kg with a braked trailer, offering the versatility 
required for superior field after-sales service.

The Combo Van’s enclosed square-shaped 
body and rear cargo area offers up to 4.4 maximum 
cubic metres of load space with a flat floor and no 
intrusion from the wheel arches. The van’s lower 
load floor height allows for efficient and easier 
manoeuvring of goods and equipment, both in 
and out of the two sliding side doors (LWB) and 
extended dual-opening back doors.

The new Opel Combo was designed as part 
of a cross-business programme in which services 
were systematically tailored as closely as possible 
to the needs of B2B customers around the globe in 
terms of convenience, driving assistance systems 
and safety. ■

Working Wheels

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

digital

Flexibility is Key in the Opel Combo Van
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BY ROgER HOugHTON

It is amazing how one’s fanaticism can change 
with age. I was an absolute rally fanatic for decades 
from the 1960’s, but interest in this branch of 
motorsport has tapered off over the past few years, 
particularly here in South Africa as the number 
of competitors shrunk and factory backing for 
rallying virtually disappeared.

However, I still had a box to tick on my bucket 
list and this was to spectate on a world champion-
ship rally. I was due to go to Finland for the 1000 
Lakes Rally in 1998 on a Castrol/Toyota trip for 
customers and journalists but had to withdraw 
when it clashed with me taking a group of motor-
ing journalists to Japan for the launch of a new 
generation Hilux.

I still hankered to watch a WRC event, 
especially with the new breed of super cars – albeit 
only a fairly small number – and arranged an 
overseas holiday to the United Kingdom to include 
Rally Wales, which this year also commemorated 
75 years since the staging of the first RAC Rally in 
1932. Rally Wales was the 12th round in this year’s 
WRC title chase of 14 events.

What a disappointment! Firstly, the weather 
did not play along, and secondly it turned out to be 
two days of frustration.

The ceremonial rally start was in Liverpool, 
but I waited until the Super Special at the Oulton 
Park race circuit (entrance tickets cost R540) 
before joining the fans. First disappointment was 
that the much-vaunted display of historic cars from 
previous RAC rallies were behind fences about 
five metres from the viewers. Admiring the cars 
from afar was interesting, but I would have gotten 
up close so as I could read their history which was 
detailed on information sheets placed om some 
of the windscreens. The rally programme did not 
even give details of the cars on show.

Next disappointment was the “entertainment” 
for spectators arriving early – the gates opened at 
15:00 and the Super Special started only at 19:00. 
The main offering was a series of cars – mainly 
Nissans – burning rubber in spinning events, 
which are pretty pointless in my view. My wife, 
Meg, and I rather got out of the annoying drizzle 
and rubber smoke by going for a couple of drinks 
and a plate of chips in the track restaurant!

One bright spot was the opportunity to chat to 
Jimmy McRae, the well-known British rally driver 
I had brought to South Africa on several occasions 
to drive in major local rallies. He was in good 
form and due to accompany British cycling star Sir 
Chris Hoy as he drove an ex-Colin McRae Subaru 
Impreza as the opening car through the Super 
Special before contesting the two-day national rally 
for historic cars in a Porsche 911.

Standing in the cold at Oulton Park, with the 
occasional drizzle, watching cars going through 
the watersplash in the night was also pretty boring, 
except that retiring former world champion Petter 
Solberg stunned the “establishment” by setting 
a faster time than all but two of the pukka WRC 
cars in a two-wheel drive Volkswagen R5, with 
the more powerful cars spinning their wheels and 
sliding wildly on the wet surface.

Then it was back to our hotel in Chester by 
back roads, courtesy of Google Maps.

The next day proved even more frustrating. 
I had booked day tickets (R630 each) for the 
Friday special stages in North Wales, believing 
we could watch two of the day’s 10 stages – one 
in the morning and one in the afternoon – and 
planned accordingly.

The programme showed the locations of the 
various “car parks” which I understood would be 
organised like those at Oulton Park the previous 
day. What a rude awakening we had when we 
followed the road to the so-called “car park” only 
to be told by spectators that there is no such thing, 

only parking alongside the muddy gravel roads 
leading to the stages.

Worse was to come when we were informed 
that there was no way we could turn our car 
around where we had stopped. There was only one 
thing to do: reverse down the narrow, slippery 
track, lined on one side by badly parked cars and 
on the other by a ditch that varied in depth. This 
was a real ordeal as top-of-mind was not damaging 
the rented Nissan Qashqai!

Eventually, after a couple of kilometres revers-
ing, we found a place to turn. What a relief, but we 
were now too late to watch the front runners on 
the stage.

The decision was taken to drive to the after-
noon stage, which was a time-consuming affair, 
with traffic jams and narrow roads. Then it was a 
case of safety first by parking facing down the hill 
and then a l-o-n-g walk up the muddy hill to the 

The Ages of Man

All the action we saw. A distant view of a muddy 

Toyota Gazoo Racing Yaris driving through a 

quarry pit, which was one of only seven WRC cars 

watched before the stage was closed when Jari-

Matti Latvala crashed his similar Yaris into the trees 

not far from this viewing site.

Just imagine reversing downhill on this muddy 

track, lined on one side by badly-parked and on 

the other by a ditch of varying depth for about 

2km. That’s what happens when you go and watch 

world championship rallying.

Writer Roger Houghton and former multiple rally 

champion Jimmy McRae remembering the glory 

days of South African rallying as they chatted 

before the start of the Rally Wales Super Special at 

Oulton Park.

continued on next page 
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recommended viewing site. After wading through 
running water and mud we got to the site, with 
limited viewing areas and lots of people.

Eventually, after five organisers’ vehicles 
had passed us, we got our first glimpse of a WRC 
car in full flight as it flashed past the trees and 
turned into the hairpin at the gravel pit where we 
were sitting.

Then further disappointment: the spluttering 
exhaust note of the turbocharged engines as they 
turned and accelerated. Oh, how I longed for the 
scream of a normally aspirated engine “on the 
cam” and breathing through a pair of Weber twin 
choke carburettors as it raced through the forests 
in South Africa so many years ago!

Then came our final disappointment as a 
medical Land Rover came through the stage to see 
if Jari-Matti Latvala and co-driver Mikka Anttila 
required assistance after a spectacular crash into 
the trees soon after passing our viewing site. 
At that stage we had only seen about seven cars 
through the stage, watching each one for about 10 
seconds, and it was all over. We decided not to wait 
to see if the stage would be reopened and set off on 
the long walk downhill to our car as it was already 
16:30.

We certainly weren’t the only ones that were 
disappointed. Everywhere one looked there were 
people who were cold, wet and muddy, dressed 
in anoraks (usually black, grey or navy blue) 
wandering around almost aimlessly. Few walked 
with purpose, but I suppose they were enjoying 
themselves in some say or another!

That was the end of the only disappointing 
part of our wonderful three-week sojourn in the 
UK, which included visiting the Bicester Scramble 
(a restoration centre of excellence), the Newark Air 
Museum and the Motorcycle Mechanics’ Classic 
Motorcycle Show in Stafford. ■

 continued from previous page

More of the delectable display of cars that competed in past RAC rallies and were displayed at the Oulton 

Park race circuit to commemorate the 75th anniversary of the rally that started out as the RAC Rally in 1932. 

Oulton Park was the venue for the opening Super Special of Rally Wales, the 12th round of the 2019 World 

Rally Championship.

This is the front section of the line-up of cars that had competed in previous RAC Rallies over the past 75 

years which were cordoned off from spectators by fencing. On the left is a Lanchester of the type that won 

the first event in 1932.

BY ROgER HOugHTON

Body repair shops in South Africa – and in many 
other parts of the world – are under massive cost 
pressures due to comparatively low labour rates 
and the growing complexity of the vehicles they 
repair nowadays. A new company, PartsCheck, 
has now arrived in South Africa to provide a free 
online service that will benefit bodyshops in terms 
of both reducing cost and inconvenience. 

It acts as an efficient intermediary con-
necting repairers and suppliers in South Africa. 
PartsCheck saves time by eliminating the need 
for emailing, faxing and numerous phone calls 

previously required for submitting quotes. 
PartsCheck is paid by the supplier, not the 
repairer. It is compatible with all dealer and 
repairer software.

PartsCheck, which was founded in Australia 
10 years ago, simplifies the replacement parts 
ordering process and improves productivity by 
ordering parts from approved suppliers, managing 
inventory and improving workflow. 

Once parts have been identified PartsCheck 
connects to the repairers’ IT quote package and 
brings across all relevant vehicle information. 
Quotes are then sent to their supplier list, choosing 
from OEM, aftermarket or used suppliers.

Prices arrive back on one easy-to-view screen 
where selections are made, and orders sent to 
selected suppliers with specific delivery dates. Live 
updates are then sent to the repairer when the 
order is despatched. ■

Partscheck Provides a Time-Saving, Free Service to Bodyshops
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Events

The iconic Kyalami 9 Hour returns after 37 years 
to the legendary track in November with a host of 
not-to-be-missed satellite events that make this 
the motorsport event of the year. It will feature top 
drivers from around the world as well as South 
Africa’s best speed masters.

Two of the county’s most successful racing 
formulas – the Falken Polo Cup and Motomart 
VW Challenge – will combine at the three-day 
event which runs from Thursday, November 21, to 
Saturday, November 23, and also includes stunts 
by the Soweto Spinners; a classic car parade and 
go-karting for all ages.

Two of South Africa’s most competitive and 
exciting racing series, the Falken Polo Cup and 
Motomart VW Challenge will combine for two 
thrilling races – one late on Friday afternoon and 
the second on Saturday morning ahead of the 9 
Hour start. 

The Soweto Drift 60 Minute Challenge, in 
support of the Soweto Drift Academy, will see 
six of South Africa’s finest car spinners push the 
famous BMW 325i (known as the “Gusheshe”) 
to its limits. Crowd favourites Kayla, Eddie Boy, 
Veejaro, Mosotho, King Katra and Shanstone/
WothiMalume will perform roll backs, tyre bounc-
ing, side-to-sides and the target slide with the most 
daring spinner walking away with R10 000.

In honour of the history of the Kyalami 9 
Hour – which first took place at the circuit in 
1961 – classic and rare cars from the ‘60s and 

‘70s, including Ferrari, Porsche, 
Lamborghini, Mercedes Benz 
and BMW, will be on display and 
take part in a circuit parade.

The organisers have catered 
for fans from all walks of life and 
of all ages who want to show off 
their driving skills. Those attend-
ing can drive Sodi karts around 
the Kyalami Dynamic Handling 
Circuit. Children aged 3 to 12 
can hit the gas in a Sodi Kid 
Racer (with space for an adult to 
sit behind and lend a hand where 
necessary) and anyone aged over 
12 years of age can race for glory 
in a Sodi RT8 270cc. 

Younger drivers can try out 
Sodi’s latest product, the electric 
Kid Racer, aimed at ages 3 and 
up. This separate track will be 
housed in the Kid Zone.

The Kyalami 9 Hour takes 
place from November 21 to 
November 23 with a wide range 
of attractions aside from the 
action-packed motor racing 
and car events. Speed combines 
with sound with an impressive 
musical line-up including Black Coffee, Shekinah, 
Prime Circle, Julian Gomes and Sun El Musician. 

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

The Kyalami 9 Hour – More Than 
Just an Endurance Event
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