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It is amazing how the global motor industry is 
ploughing headlong into a world of electrification – 
and autonomous driving vehicles – instead of 
taking gradual steps into a whole new world where 
there are sure to be many pitfalls. There is not even 
a proven market.

For example, Keith Crain, the Editor-in-Chief 
of Automotive News, and a long-time electric 
vehicle (EV) sceptic says: “EVs count for less than 
2% of new car sales (in the USA), according to 
reports in a recent JD Power survey. And most 
of these come from Tesla and its unorthodox 
sales channel.

“It seems that the push for electric vehicles 
comes from Europe where the political pressure for 
electric is enormous and from China, which hopes 
its own companies can seize the technological 
lead. It does not seem to matter what the public is 
interested in buying – manufacturers are bringing 
out huge numbers of new electric vehicles under 
pressure from governments everywhere except 
North America – at least so far.

“It will be very interesting to watch the United 
States and see how consumers react to all the new 
electric vehicles becoming available. To make it 
more interesting there are several commercial 
vehicle manufacturers who are jumping into the 

marketplace. They may 
have a better chance of 
success, but only time 
will tell.

“Unlike Europe and 
(some) other economies 
around the world, the 
domestic marketplace 
(in the US) will eventu-
ally decide on products 
and the mix. Whether 
it is electric, gasoline 
(petrol), diesel or even 
hydrogen, it will be 
impossible for the US to 
mandate power plants.”

Meanwhile, here 
in South Africa there is 
an increasing push for 
government support for 
EVs from a growing number of companies. This 
is questionable in a country where Eskom can’t 
even keep the lights on, without subsidising a few 
EVs. This applies to most African countries, where 
reliable electricity supplies are rare.

In addition, there is a lot of long distance travel 
in Africa and here the fairly limited range of the 
current EV offerings and the limited number of 
charging points are problematic. A host of home 
charging stations will also overload the ageing 
electricity distribution systems in many suburbs, 
which will be another problem.

Hybrid, petrol-electric powertrains, as 
pioneered by Toyota with the Prius which arrived 
here in 2005, are a far more practical method of 
saving fuel and cutting emissions in an African 
context. Here too there has been no government 
support and hence very low sales despite Toyota 
persisting valiantly by continuing to bring in the 
latest Prius models as well as offering a growing 

number of Lexus and Toyota hybrids on the local 
market, with some of the other motor companies 
in South Africa also offering hybrids.

Hybrids make great sense in terms of the cost 
of battery packs too.

For instance, the battery pack for the 
latest Jaguar i-Pace full electric car costs almost 
R700 000 in a car that retails at between R1.6- 
and R1.9-million, depending on specification. 
Admittedly the battery has an eight-year warranty, 
but somewhere down the line a new battery pack 
will be required, which will probably require 
assistance from a finance house for a person who 
bought the car as pre-owned. The battery for 
the BMW i3 eDrive cost R340 000 and the car 
R606 800 when surveyed by Kinsey Report a while 
ago. These cars also require special home battery 
chargers, which is an added expense.
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WHY THE HEADLONG DASH 
INTO ELECTRIFIED VEHICLES?

The author standing next to a Jaguar i-Pace having its battery pack charged.
In South Africa there is an 
increasing push for government 
support for EVs ... This is 
questionable in a country where 
Eskom can’t even keep the 
lights on.
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In contrast a battery for the 
Toyota Prius Hybrid costs only 
R28 300 (at the time of this Kinsey 
Report survey the car itself cost 
R307 200). It does not need a 
mains charger.

Wammy Haddad, an experi-
enced engineer and former manager 
of Toyota Motorsport, who has very 
strong opinions about EVs, had this 
to say: “The electric car will not save 
this planet. Electric cars are compli-
cated gimmicks used by manufac-
turers to try and boost declining 
sales. Liquid fuels at atmospheric 
temperature and pressure provide 
the simplest, safest, most cost-
effective mass mobility. Mobility 
(thank you Henry Ford I) caused 
the big jumps in civilisation over 
the past 100 years. Well balanced 
hybrids will increase efficiency and 
should become common.”

Let’s leave the last words to 
Automotive News’ Keith Crain: “The 
industry’s rush to EVs may come as 
a surprise to consumers who have 
no plans to replace their (vehicles 
powered by) internal combus-
tion engines anytime soon. I am 
constantly amazed by watching the 
auto industry rush headlong into an 
abyss of electric cars while (most) 
consumers have no idea what’s just 
around the corner.

“I have little doubt that electric 
vehicles are coming, if for no other 
reason than that most of the world 
is putting lots of pressure on 
governments to lower emissions and 
adopt EVs.

“Like most everyone else I 
am convinced that someday we 
will see electric vehicles as well as 
(self-driving) autonomous vehicles 
on streets around the world. Unlike 
most folks I am also convinced that 
it will take many years – perhaps 
decades – before we see any of these 
vehicles in large numbers. This is a 
marathon, not a sprint.” ■
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MONTHLY SALES STATISTICS

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

CLICK HERE to access

 continued from previous page

The immense rise in the sales of high-emission sports utility vehicles 
(SUVs) means that they now outsell electric cars in the United Kingdom 
by 37 to one, according to research. As a result, overall exhaust emissions 
from new cars have been increasing, not declining, for the past three 
years. This is according to the UK Energy Research Centre, which says 
that the SUV sales are jeopardising the UK transport sector’s ability to 
meet EU emissions targets.

“It is time to enact a strong set of regulations to transform the entire 
car market towards ultra-low carbon rather than focusing on the uptake of 
electric vehicles,” said Prof. Jillian Anable, of the UKERC. ■

GROWING NUMBER OF SUVS POSE THEIR OWN 
PROBLEMS FOR THE ENVIRONMENT

In 1900 one in three cars on American roads ran on volts (from electric 
batteries). Then oil began gushing in out of Texas which was a cheaper 
and more convenient and usable energy source than batteries, hence the 
rapid rise in petrol-powered, mass produced cars.

Cost and worries about limited range have kept electric vehicles in a 
niche ever since, until Tesla made battery power attractive again. However, 
Tesla produced only 250 000 units last year, compared to many millions by 
the large manufacturers such as the Volkswagen and Toyota Groups.

It is reported that for each of the 2-million or so EVs and plug-in 
hybrids sold in 2018 the world’s car manufacturers sold 50 petrol or 
diesel cars. However, EV sales are accelerating and some industry 
commentators predict they could account for about 15% of the global 
vehicle total by 2025, with one in five cars in China running on batteries.

Here in South Africa there are evidently 1 000 electric vehicles on 
the road, according to a report by QuotesAdvisor.com, compared to an 
estimated vehicle parc of more than 12-million vehicles. The number of 
new models to be introduced in the next few years will swell this total, 
but it will still be infinitesimal in terms of the total vehicle parc. And these 
vehicles will be costly too. ■

EVs GO BACK TO THE 1900s

Electric vehicles may be seen as “clean” in terms of emissions when the 
vehicles are operating. But the lithium-ion batteries used in most of the 
current crop of EVs have harmful effects in terms of mining the minerals 
required, manufacture of the batteries and their disposal at end-of-life.

A report in Engineering.com says that even if the mining industry was 
ecologically sustainable, lithium-ion batteries can be a safety hazard as 
they can explode or catch fire and their disposal can result in toxic and 
possibly flammable batteries being sent to the local landfills.

Microsoft founder Bill Gates said the following in a recent interview on 
EVs: “Electric cars are still emitters because of the indirect emissions from 
the electricity they use. So, only in the places where you get electric cars 
to be a high percentage (of total vehicles sold) and the electricity sources 
are zero-emission, you’ve really got the (emissions in) passenger vehicles 
down to zero.” ■

EV BATTERIES HAVE SIGNIFICANT NEGATIVE 
EFFECTS ON THE ENVIRONMENT
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The hoped-for upturn in new vehicle sales 
in the closing months of 2019 has not hap-
pened and year-to-date the total aggregate 
sales at the end of November was 494 996 
units, 3.4% below the total of 512 207 units 
at the same time in 2018. Total monthly 
sales in November at 44 738 units, reflected 
a decline of 5.8% from November a year ago.

One bright spot was that although the 
volume of built-up vehicles exported was 
slightly lower year-on-year, the total of 
374 215 at the end of November set a new 
record, overtaking the previous highest 
figure for a year being the 351 139 units 
exported in 2018.

Dealer sales in November represented 
an estimated 78.8% of total sales, with 15.9% 
of sales going to the rental companies, 
3.1% to industry corporate fleets and 2.4% 
to government.

Passenger cars showed a modest 
increase of 1.3%, while rental took a 
substantial 21.9% of the car market. Light 
commercial vehicles sales declined by 22.1% 
year-on-year, while sales of medium and 
heavy trucks were also down. Medium 
truck volume fell 7.6% and heavy trucks and 
buses dropped 1.8%.

NAAMSA has its say

“The overall declining trend in the new ve-
hicle market has continued into November 
2019 affected by numerous constraining 
factors. The current low economic growth 
environment and enduring pressure on 
household disposable income due to rising 
costs of living are not conducive to uplifting 
business and consumer confidence. As a 
result, conditions in the domestic new vehi-
cle market were expected to remain under 
pressure over the short to medium term.”

WesBank’s view

The motor industry sales rollercoaster 
continued in November. From enjoying 
the best sales month of the year in October, 
November sales dropped again with Light 
Commercial Vehicles (LCVs) being the 
hardest hit.

“This isn’t out of the ordinary when 
looking at annual trends,” said Lebogang 
Gaoaketse, Communications, Social Media 
and Public Relations Manager. “October 
is traditionally a strong month in volume 
terms, usually settling back to mid-year 
levels, which is broadly what the market did 
in November.

“As the year quickly starts drawing to a 
close, sales volumes traditionally contract, 
as consumers delay purchase decisions into 
the new year, avoiding the holiday season 
and embracing the opportunity for a newer 
year model vehicle,” Gaoaketse explained. 
“However, November sales continue to 
contribute to a worse-than-expected overall 
market for the year.

“The poor performance of pick-up sales 
is concerning considering they are amongst 
the highest volume-selling nameplates in 

Editor’s Note
So this is it then. The last 
issue of AutoLive for the year. 
There’s not much left to say 
about 2019 in terms of the 
motor and related industries 
that hasn’t been said already, 
so I won’t. Instead I want 
to touch on a subject that I 
feel very passionate about: 
road safety.

I know I’m preaching to the choir, but with thousands of 
drivers taking to the roads this festive season, the importance 
of carrying out a pre-journey check on your vehicle at an 
authorised dealer or workshop can’t be stressed enough. And 
I would suggest that you do it sooner, rather than later as 
workshops tend to be very busy this time of year.

It’s important to be sure that your vehicle is safe and 
roadworthy, so there are some vital pre-holiday checks that 
need to be carried out.

Brakes are crucial to any journey. Brake pads should 
be inspected by a qualified technician, but any squealing 
or scraping sounds are a dead giveaway that replacement is 
probably necessary. Vibrations in your pedal under braking 
are a sign of warped discs, which will either need skimming 
or replacement.

Make certain that you have the necessary tyre-changing 
equipment such as wheel spanners and jack. If your vehicle 
requires a key to unlock the wheel nuts, make sure that you 
have it with you before you leave.

Tyre tread depth is an easy inspection that can be 
performed by anyone. The legal tread depth is a minimum 
of 1.6mm in South Africa. Remember to measure across the 
entire width of the tyre, as the outer tread may be deeper than 
the inner. Any uneven tread wear could indicate poor wheel 
alignment, which should also be addressed by a professional.

Have a friend or family member help ensure that all lights 
including headlights, tail lights, brake lights and indicators 
work properly. Headlights are not only for you to see at night; 
they’re also there to let other road users see you. Driving 
with headlights on at all times of day is a common practice 
overseas, and it should be adopted in South Africa as well.

Have your battery checked by an authorised dealer. 
While battery replacement can be relatively pricey, so 
could the cost of a tow truck to come to the rescue of 
stranded motorists.

Your windshield wipers should clear a clean path in 
their travel. Any streaks or smears means they likely need 
replacement. Driving in a storm with worn wiper blades is an 
extremely dangerous and unnecessary risk.

I can carry on forever, but I think you catch my drift. 
Make sure your vehicle is in tip-top shape before you hit the 
road. Obey traffic laws. Be courteous and considerate. Be safe.

We look forward to welcoming you back in 2020.

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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SA New Vehicle Market 
Declined Again in November

The Fiat Panda came in with a bumper 

monthly sales figure of 314 units in 

November, which was three times the total 

sales of this model for the first 10 months 

of 2019! It was also way ahead of the 100 

Pandas sold in calendar 2018. Could this 

be another FCA move to clear stock, as 

happened with the Alfa Romeo 4C sports 

cars a few months ago? In fact it was all 

driven by the Panda-Mania deals: R90 000 

discount on the Lounge model (R219 900 

down to R129 900), R71 000 off the Panda 

4x4 (R250 900 down to R179 900), R71 000 

off the Panda 4x4 Cross (down to R199 000 

from R270 900). The promotion certainly 

worked and it will be interesting to see how 

many are sold in December as the offer 

extends to the end of the month.
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the market, and also because they are 
locally manufactured,” said Gaoaketse.

South Africans may have their sights 
set on festive season breaks, but their 
households will no doubt be holidaying 
for less. With additional fuel price hikes 
expected and no change in the interest 
rate during November, consumers remain 
under pressure. “Consumer Price Inflation 
may be in check within the target range, 
but WesBank customers financed their 
biggest new vehicle deals by value size this 
year in November, indicating that new car price inflation remains very real within an 
affordability-driven market-place,” Gaoaketse concluded.

NADA comments

Despite business confidence showing small signs of improvement in the fourth quarter, 
buyers of new vehicles are holding off making their purchasing decisions until eco-
nomic uncertainty steadies. This is according to Gary McCraw, National Director of 
the National Automobile Dealers’ Association, commenting on the latest new vehicle 
sales information released by the National Automobile Association of South Africa 
(NAAMSA).

The overall dealer sales channel for November 2019 saw 35 168 new vehicles (pas-
senger and commercial vehicles) sold on dealer floors in November 2019 showing a 4.6% 
decline in sales on dealer floors compared to the previous month, October 2019.

Cumulative dealer sales year-on-year (November 2019 vs November 2018) saw 
399 454 new vehicles sold on dealer floors year-to-date to November 2019 (2018: 413 346) 
showing a 3.4% decline on dealer floors year-on-year.

“It is tough going in the market at the moment and we all still wait for the green 
shoots to appear. As sales continue to decline and consumers buckle from the ris-
ing cost of living and economic uncertainty, other areas of business such as parts, 
workshop and pre-owned cars remain a key area of focus for franchised retailers,” 
concluded McCraw. ■

 continued from previous page

BY ROGER HOUGHTON

South Africa is a very strange new vehicle market 
in that annual sales have remained comparatively 
flat or declined over the past decade, but still the 
seven local manufacturers and their supporting 
component suppliers continue to pump billions of 
rand into equipment for new models and upgrad-
ing manufacturing facilities despite no real light 
shining at the end of the tunnel.

In fact, the political and economic environ-
ments, and falling ratings from the international 
agencies are contributing to making SA unattrac-
tive to the number and type of investors required 

to kickstart the local economy. In addition, 
unemployment is at record levels, resulting in 
ongoing protests and vandalism.

Admittedly the export volume of built up vehi-
cles has grown significantly over the decade, with a 
new record having been set after 11 months of 2019. 
However, manufacturers increasing export numbers 
also require the sustainability of a healthy domestic 
market. This is not happening in South Africa.

Here in South Africa some of the “establish-
ment” are now under pressure from importers 
with relatively small investments in South Africa. 
A number of them, such as Renault, Hyundai, 
Suzuki, Mazda and Haval, have increased sales 
volumes in the recent past and on occasion place 

above several of the established local players in the 
sales rankings.

The volume of exports into other African 
countries also continues to disappoint. The 
number of built-up vehicles shipped into other 
African markets has shrunk considerably over the 
years due to the weakening of the economies in 
many African countries.

The long-held dream that South Africa was the 
ideal route into Africa for vehicle manufacturers if 
proving just that, a dream.

There are also a number of African countries 
who have stated or want to start their own vehicle 
assembly plants, which serves to further fragment 
local exports. ■

The Volkswagen Polo (above) sold 2 749 

units (hatches and sedans) in November 

to upstage its less expensive Polo Vivo 

stablemate, which retailed 2 439 units 

last month.

SA is a Very Strange 
New Vehicle Market
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Our training,
YOUR SALE!

On-line Sales Training Games
What is a Road to a Sale?

An on-line platform for your staff to Learn the Process of the Sales Journey, 
especially for new sales people entering the industry.

A comprehensive training Video from 1st point of Contact  
to following up Post delivery of the Vehicle.

Reduce Down Time – No need for Sales people to be away from the Dealership.  
All training is App Based and can be done anytime on Laptops, PC’s and Smart Phones.

Upskilling your staff with Ongoing Training.

Taylor make new training material to suit your needs.

Create a competitive atmosphere amongst your staff with  
Daily scoresheet updates tracking their learning.

Affordable Training made easy – Call and be surprised
Bionica Fourie – 061 506 9595

www.1huddle.co.za

http://www.autolive.co.za
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Research has proven that the uptake and retention 
of training information among staff is question-
able. Ongoing training is the only solution and 
therefore vital to the longevity and success of any 
business. However, traditional methods of training 
are becoming ineffective in this fast-paced, techno-
logically evolving modern world we live in.

In addition, it has become increasingly difficult 
to effectively, constantly and instantly communi-
cate changing information to staff.

This begs the question: how can you get your 
training to be instantly updated and be available 
to all your staff at any time, while allowing you to 
monitor how it is being used and by whom? The 
solution is simple: you need online training with 
mobile accessibility.

1Huddle, a mobile-based training platform, 
has revolutionised training by replacing traditional 
classrooms and manuals with gamification, apply-
ing the elements of game playing and points scoring 
in up-skilling and training staff. In short, it takes 
something potentially boring and uninspiring and 
makes it fun and participants learn in the process.

One of the unique services provided by 
1Huddle is Road to a Sale (RTS), a gamification 
training platform to assist in on-boarding new 

sales staff at dealerships as well as up-skilling 
existing sales staff. The focus of this platform is 
to increase knowledge retention by playing eight 
games, each with a set of preloaded questions, of 
RTS daily.

Generally there are five categories per game, 
with five questions per category, but the system 
can be customised to fit virtually any training 
need. In addition, customers can keep an eye on 
participation and performance through specifically 
generated analytics and reports.

Research has proven that games positively 
impact learning and retention. RTS takes existing 
training material and condenses it into training 
games that can be played anytime, anywhere, and 
on any device.

RTS equips sales staff with exactly what they 
need to know on how to meet and greet clients 
when they walk into a dealership, all the way 
to closing the deal and delivering the vehicle to 
the customer.

1Huddle provides full customer support and 
provides training on management and monitor-
ing of the system. The latter promotes a better 
understanding of which training areas require 
more focus. To this end, material can be changed 

or updated as required, ensuring that the most cur-
rent and up-to-date information is communicated 
to employees immediately.

Feedback from clients confirms that 1Huddle 
RTS promotes learning through repetition and 
it is interesting to note that due to the minimal 
data required to run the App, many employees 
are logging in and playing after hours. In essence 
it is achieving the impossible; providing a better 
and more effective platform of training that sees 
employees essentially training themselves, while 
keeping them engaged and ensuring that informa-
tion is retained.

Highlights of 1Huddle Road to a Sale
 ■ Total of eight complete RTS games.
 ■ Five questions under each game per day.
 ■ Questions randomise daily.
 ■ Quick on-boarding process.
 ■ Can be played on your mobile phone, iPad /

tablet or desktop.
 ■ Can be played anytime, anywhere.
 ■ Full monthly reporting.
 ■ Manager has full access to dashboard.
 ■ Daily online support.
 ■ Monthly employee list updates for new 

employees to on-board and deactivate employees 
who have left.

 ■ Faster training and greater knowledge retention 
on RTS.

 ■ Makes it easy to upskill your sales team on RTS.
 ■ No downtime during working hours as it only 

takes 2 minutes to play a single game.
 ■ Identifies skill gaps within your sales team and 

improves their skills.

Visit www.1huddle.co.za to find out how 
your business can benefit from implement-
ing RTS and see your sales figures soar to 
new heights. Alternatively, contact 1Huddle sales 
manager, Bionica Fourie at (011) 398 9100 or send 
an e-mail to bionica@1huddle.co.za. ■

The Road to aSuccessful Sale

Meet and 
Greet

Steps to 
Follow

Finance
Delivery & 
Follow up

ValuationDemonstrating

Qualifying Presenting

Signing of  
OTP
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BY ROGER HOUGHTON

The capital spend by the six major vehicle manu-
facturers in South Africa together with an estimate 
for one OEM and a figure for Beijing Automotive 
International Corporation (BAIC) amounted to 
R7.25-billion in 2018, according to the latest review 
of business conditions for the third quarter of 2019 
issued by the National Association of Automobile 
Manufacturers of South Africa (NAAMSA) last 
week. This was second only to the R8.4-billion 
spend in 2017.

NAAMSA says the high level of expenditure 
was due to investment projects by these manu-
facturers in terms of the Automotive Production 
Development Programme (APDP) and the higher 
export volumes being produced.

Previously these totals were split into three 
categories: Product/Local Content/Export 
Investment/Production Facilities, Land and 
Buildings, and Support Infrastructure (IT, 
Research and Development, Technical etc.). 
Unfortunately, due to one OEM not reporting and 
the need for an estimate meant there was no longer 
a breakdown.

Sadly, this non-reporting trend has been grow-
ing, with Mercedes-Benz, Porsche, Lamborghini, 
and Bentley only providing aggregate monthly 
sales figures instead of details specifying sales by 
model and derivative.

The NAAMSA quarterly report says that 
global vehicle production shrunk by 1.1% in 2018 
compared to 2017, going down to 95 634 593 
units. Production in South Africa increased to 
610 854 in that year, which was an improve-
ment of 1.6% over the 2017 figure. SA’s global 
production in 2018 amounted to 0.64% of global 
output, ranking it 22nd in the world, which was 
unchanged from 2017. Light commercial 
 production in SA ranked 15th in the world, with a 
share of 1.24%.

The current global vehicle population exceeds 
one billion vehicles, with the SA vehicle parc 
estimated to be 12.46 million.

It is interesting to see how the destinations 
of built-up vehicles exported from South Africa 
changed between 2017 and 2018: Europe +22.7%; 
Asia -4.8%; Africa +9.8%; Australasia -9.4%; 
North America -70%; South America +61.3%; and 
Central America +86.1%, for a total export growth 
of +3.9%.

The latest NAAMSA sales projections for 2019 
and 2020 (in parentheses) are:

 ■ Total aggregate sales: 545 000 (557 000)
 ■ Passenger cars: 360 000 (367 000)
 ■ LCVs: 157 000 (161 000)
 ■ Medium and heavy commercials: 28 000 

(29 000)
 ■ Total aggregate exports (built up vehicles): 

396 000 (400 200)
 ■ Total domestic production: 654 000 (667 000).

NAAMSA’s Comment on 
Business Conditions and the 
Medium-Term Outlook

The new vehicle market continued to trend in 
a downward direction during the third quarter 
of the year compared to the corresponding 
quarter 2018 and the turnaround in the market, 
anticipated for the second half of the year, has 
not realised. New vehicle sales continued to 
mirror the negative sentiment as reflected by 
low business and consumer confidence levels 
in the country. The lowering of the interest 
rate by 25 basis points during the quarter has 
also not lent any significant support to the new 
vehicle market.

NAAMSA expects that consumers and 
businesses will continue to delay purchasing 
decisions on big items such as new vehicles until 
there is greater economic stability all around. 
Demand for domestic new vehicles, particularly 
the new passenger car market, therefore, would 
continue to remain under pressure over the 
medium term

On the positive side, export sales had 
registered further strong gains during the quarter 
in line with industry expectations. Particularly 
noteworthy was the fact that the August 2019 
export figure of 44 566 vehicles was the highest 
monthly total on record. Industry vehicle produc-
tion levels would continue to benefit from strong 
vehicle export sales. ■

SA Motor Industry’s Capital Spend in 
2018 Was Second Highest in History

Exports of built-up vehicles from South Africa into 
the rest of Africa continue to decrease. It is a sad 
tale that is, unfortunately, continuing to be told 
in AutoLive.

Exports for the first 11 months of 2019 are 6% 
down on the figure for the same period in 2018, 
but more concerning is that the month-on-month 
export figure for November 2019 was a stagger-
ing 26% lower than November 2018, reflecting 
the growing economic downturn in many 
African countries.

The 2017 year-to-date figure of 21 123 units 
reflects declines from Toyota (down from 9 177 to 
8 641), Isuzu (down from 3 482 to 2 953) and Ford 
(down from 2 332 to 1 645), while Nissan showed a 
marginal improvement (up from 5 482 to 5 673).

Kenya was the biggest market so far this year, 
having taken 2 944 units. It was followed by Ghana 
(2 597), Zimbabwe (1 813), Mozambique (1 691), 
Zambia (1 543), Mauritius (1 327) and Nigeria 
(1 308). These were the only countries to import 
more than 1 000 units in the 12-month period.

The monthly figures for November were far 
worse. The total of 1 617 compared to 2 181 exports 
into Africa in November last year. This time it was 
Toyota (down from 937 to 503), Nissan (down from 
468 to 261) and Ford (down from 256 to 170) that 
showed a decrease, while Isuzu’s figure was up 
from 386 to 432.

Monthly automotive news to and from Africa

Same Sad Tale of Falling 
Exports into Africa

http://www.autolive.co.za
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German Luxury Brands 
Cutting Staff

Three of the German luxury brands have an-
nounced staff cuts to counter the disruptive effect 
of the emergence of electric vehicles and the cur-
rent economic environment is having on the global 
motor industry. Daimler is looking to cut numbers 
by 10 000 people worldwide, with Audi talking of 
a decrease of 15% in its workforce in Germany and 
BMW reducing bonuses.

As reported previously in AutoLive, Daimler 
is also reportedly getting ready to end its joint 
ventures with the Renault-Nissan-Mitsubishi 
Alliance, which date back to 2010. Over the years 
it resulted in the unsuccessful and over-priced 
Mercedes-Benz X-Series pick-ups based on the 
Nissan Navara, the Infiniti Q-30 and QX-30 built 
on the MB A-Class platform as well as the 1.3-litre 
turbo petrol engine that powers the A-Class, which 
was a joint venture between Renault and MB. ■

Overseer for Renault-Nissan-
Mitsubishi Alliance

Hadi Zablit has been appointed Alliance General 
Secretary, reporting to the Renault-Nissan-
Mitsubishi Alliance Operating Board and the 
CEOs of the three companies. 

The Alliance General Secretary will coordinate 
and facilitate major Alliance projects that are to be 
launched to accelerate business efficiencies for the 
respective companies.  

The Alliance Operating Board members 
recently agreed on the programs which will sig-
nificantly enhance and accelerate the operational 
efficiency of the Alliance for the benefit of the three 
companies, including action plans to maximise 
the contribution of the Alliance to support each 
company’s strategic plan and operating profit. 
Details on the next steps of these programs will be 
communicated in the coming weeks.

From March 2018 Zablit was Alliance Senior 
Vice President, Business Development, leading a 
team responsible for future activities and business 
breakthrough innovation including the develop-
ment of Common Module Family A-segment 
platform, partnerships with Original Equipment 
Manufacturers (OEMs), new technologies 
partnerships, Alliance Mobility services, product 
planning synchronisation and Alliance Ventures 
(investment fund).

Since June 2019, he has also been CEO of the 
Alliance joint-ventures dedicated to autonomous 
mobility services in Boulogne-Billancourt, France 
and Yokohama, Japan. From January 2017 to 
March 2018, he was Managing Director of Renault 
Digital upon its launch.

He started his career in September 1994 join-
ing Renault as a Production Process engineer in 
the Powertrain division, and as a Product Manager 
in Sales & Marketing. ■

Business Confidence Improves
According to a survey by the Rand Merchant Bank 
and the Bureau for Economic Research the level of 
business confidence in South Africa improved for 
the first time in almost two years. The indicator 
rose to 26 from a two-decade low of 21. ■

Measure of Future 
Economic Activity Falls

The SA Reserve Bank’s measure of future economic 
activity in the country fell for the 12th successive 

month in September. According to Business Times 
this suggests an economy stuck in the longest 
downward trend since World War II and burdened 
by record unemployment numbers. ■

Aussies’ Vehicle Tastes Differ 
Widely from South Africans

Many think that Australians and South Africans 
have similar tastes. This is certainly not the case 
with their choice of motor vehicles. Toyota is far 
and away the market leader in both countries – on 
its way to 40 years’ consecutive No. 1 status in SA 
and pace-setter in Oz for 17 years – but whereas 
Volkswagen is a strong No. 2 in SA, it is only No. 4 
in Australia, according to a report in GoAuto News.

A recent survey by Roy Morgan in Australia 
has shown that 16.8% (322 000 people) of those 
intending to buy a new vehicle within the next 
four years plan to purchase a Toyota. Mazda is 
next favourite at 8.7%, followed by Hyundai (7.6%), 
Volkswagen (6%), Mercedes-Benz (3.8%), Holden 
(3.6%), Nissan (3.4%), Ford and Subaru (both 
3.3%), Honda (3.1%), Audi (2.7%), BMW (2.5%), 
Mitsubishi (2.4%), and Lexus (1.2%).

In several cases the intenders are more than a 
brand’s current market share. These include Audi 
(2.7% intenders vs. 1.4% current market share), 
Volkswagen 6% vs. 4.7%), Mercedes-Benz (3.8% vs. 
2.9%), BMW (2.5% vs 2.2%) and Lexus (1.2% vs. 
0.9%). 40% of those surveyed said they planned to 
buy an SUV, with 35% opting for another type of 
passenger car. ■

Reinvented Tokyo Motor 
Show Attracted More Than 
One Million Visitors

Motor Shows have generally been taking a lot 
of stick this year as the number of visitors and 

continued on next page Hadi Zablit
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exhibitors fall, while their very relevance is being 
questioned. However, the Tokyo Motor Show went 
against the tide by attracting more than one mil-
lion visitors, which was 70% up on the 2017 figure 
of 771 200 visitors for this biennial event.

Toyota’s dynamic president, Akio Toyoda, led 
from the front as he championed and reinvented 
the long running show. Odds against success 
included the fact that half the show’s traditional 
venue, Tokyo Big Sight, is under construction for 
the 2020 Olympic Games. This meant that visitors 
had to be shuttled to the Toyota, Subaru and 
Daihatsu displays at a separate location.

In addition, the only major global brands from 
outside Japan were Mercedes-Benz, Smart, Renault 
and Alpine. There was also a lack of foreign 
exotic brands.

The organisers made the show similar to 
a theme park experience rather than a tradi-
tional, almost static, motor show, according to 
Automotive News. There were many sideshow 
attractions to attract people to the area where the 
show was held. These included singing groups, 
drift-diving demonstrations, esports events and 
aerial drone racing. ■

Ford Must Pay Up 
for Kuga Fires

The Ford Motor Company of Southern Africa must 
pay a fine of R35-million for “prohibited conduct” 
 (not negligence) with regard to 56 Kuga 1.6 
EcoBoost SUVs that caught fire in 2016, according 
to an article in Engineering News.

The company also has to pay R50 000 to each 
complainant who still had valid grievances. If 
they were not happy with this settlement, these 
complainants could submit a claim for dispute 

resolution in terms of the Competition Protection 
Act or could seek damages in court.

Ford has already spent R336-million and 
recalled 4 566 Kugas during this campaign. The 
cause of the combustion was found to be a fault 
in the Kuga’s cooling system. The commission’s 
investigation found that the vehicles were prone to 
overheating which resulted in a hairline crack in 
the cylinder head followed by a pressurised oil leak 
which could spill onto heated surfaces and cause 
an engine bay fire. ■

VW Announces Radical 
New Maintenance Plan

Volkswagen last week announced a radical new 
maintenance plan for its passenger cars in Europe, 
South Korea, Japan, and New Zealand which 
doubles the inspection service intervals in those 
countries to 24 months. However, Volkswagen 
says: “In other markets arduous operating condi-
tions, such as heat or dust, still require annual 
servicing of vehicles. The regional and national 
kilometre (and time) limits continue to apply.”

The company says the new maintenance 
concept will be rolled out in Europe and the other 
three countries as new or facelifted models are 
introduced, starting with the Golf 8 in 2020. The 
new concept replaces the previous format of large 
or small services. ■

Manual Gearboxes Virtually 
Disappear in the US

According to Editor-in-Chief Keith Crain, writing 
in a recent issue of Automotive News only about 
1% of passenger cars in the Untied States are fitted 
with a manual gearbox. It has taken almost a 
century, but it looks as though automatics of some 

sort or another have now virtually eliminated the 
so-called “stick shifts” in that market. ■

Building Cars From 
Coffee Beans

Ford Motor Company and McDonald’s USA 
will soon be giving vehicles a caffeine boost by 
using part of a familiar staple in the morning 
routine, coffee beans, in vehicle parts such as 
headlamp housings.

Every year, millions of pounds of coffee chaff – 
the dried skin of the bean – naturally comes off 
during the roasting process. Ford and McDonald’s 
found that chaff can be converted into a durable 
material to reinforce certain vehicle parts. By 
heating the chaff to high temperatures under low 
oxygen, mixing it with plastic and other additives 
and turning it into pellets, the material can be 
formed into various shapes.

The chaff composite meets the quality 
specifications for parts like headlamp housings 
and other interior and under hood components. 
The resulting components will be about 20 per cent 
lighter and require up to 25 per cent less energy 
during the moulding process. Heat properties of 
the chaff component are significantly better than 
the currently used material.

McDonald’s is expected to direct a significant 
portion of its coffee chaff in North America to Ford 
to be incorporated into vehicle parts. ■
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The RMI has played a definitive role in the motor-
ing industry of South Africa since its inception 
in 1908 and has a proud  heritage, representing 
almost 8 000 members nationally. The RMI brand 
is locally and internationally recognised for the key 
role it plays in ensuring its members deliver top 
class service to motoring customers.

“As we head into the ‘20s we are excited to be 
shifting gear and looking to the future as part of 
our New Thinking Model (NTM),” said Jakkie 
Olivier, CEO of RMI. According to Olivier the 
organisation has embarked on an evolution, not 
only of what the brand stands for, but how it is 
represented. 

On 1 December, the RMI officially launched its 
new logo as well as a new look for each of its eight 
constituent associations.

The primary objective of the rebranding was to 
unify a group of 13 different constituent sssocia-
tions’ logos that have developed at different times 
and in different ways. “Our aim,” said Olivier, “was 
to consolidate and unify all logos as a family that 
could live together in a group well into the future 
under the RMI umbrella, without the confusion 
of the previous logos. It was also the ideal time 
to look at new identities as many of our associa-
tions have merged in line with our new business 
model. Earlier in the year we took the decision to 

consolidate some of our associations into stronger, 
more aligned businesses.”

The organisation has moved from having 13 
different associations to eight, all falling under the 
RMI brand.

 ■ TEPA – Tyre, Equipment, Parts Association. 
The Motor Parts and Equipment Association 
(MPEA), the Motor Industry Manufacturers’ 
Association (MIMA) and the Tyre Dealers‘ 
and Fitment Association (TDAFA), have 
consolidated under the new TEPA brand.

 ■ ARA – Automotive Remanufacturers’ 
Association. The three specialist fields within 
the remanufacturers’ trade sector of the Motor 
Industry – ERA (Engine Remanufacturers’ 
Association), SADFIA (South African Diesel 
Fuel Injection Association), and ACRA 
(Automotive Components Remanufacturers’ 
Association) – have all consolidated under one 
new brand.

 ■ NADA – National Automobile Dealers‘ 
Association. NADA now incorporates the 
Motorcycle Dealers’ Association (MDA).

Complementing these three new entities are 
the balance of the Associations including:

 ■ SAMBRA – South African Motor Body 
Repairers’ Association.

 ■ MIWA – Motor Industry Workshop 
Association.

 ■ SAVABA – South African Vehicle and 
Bodybuilders’ Association.

 ■ SAPRA – South African Petroleum Retailers’ 
Association.

 ■ VTA – Vehicle Testing Association.

All the logos have been specially designed 
using a common custom-made font and a limited 
palate of colours to further unify the RMI family. 
The unifying mark – Proud Association of RMI – 
unites and pulls all the various logos together to 
present a united and professional front.

“The RMI and its associations have a strong 
heritage and legacy and we were careful in the 
redesign to freshen and modernise our identity 
without losing any of our rich history which 
is so important to all our members and key 
 stakeholders,” explained Olivier.

All of the new logos will be rolled out over 
the next couple of months. “We are paving the 
way for RMI to be established and registered as 
a professional body for automotive designations. 
Once implemented, this will professionalise jobs 
in the automotive industry. Our new identity 
reflects our transforming modern organisation,” 
Olivier concluded. ■

A New Shift in Direction

http://www.autolive.co.za
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New Product Communications 
Specialist at Ford

Ford Motor Company has appointed Felix 
Sebata as Product Communications Specialist for 
South Africa, effective 1 November 2019.

In his role, Sebata will lead all product-
related communication functions, including 
media relations. He takes over from Minesh 
Bhagaloo, who was promoted to General Manager 
Communications earlier this year.

“We welcome Felix into his new role heading 
up Product Communications for Ford South 
Africa,” said Bhagaloo. “His dedication and enthu-
siasm for the brand has been evident throughout 
his time with Ford, and will be a great asset for 
this department.”

Sebata, who is a Chartered Public Relations 
Practitioner and a member of the Public Relations 

Institute of Southern Africa (PRISA), brings with 
him a wealth of experience garnered from almost 
15 years in the public relations industry.

While most of his years were spent support-
ing clients in the public sector, his passion for 
motoring saw him take up a role as contributing 
motoring writer for an online news outlet, which 
ultimately led to his secondment to Ford within the 
Communications department. ■ Felix Sebata.

NAAMSA Elected Office Bearers 
for the Term 2020–2022

NAAMSA is pleased to announce that at its 
Annual General Meeting held in Pretoria on 
December 05, 2019:

Mr Tim Abbott, Managing Director, BMW 
Southern Africa [Pty] Ltd was elected President of 
NAAMSA for the 2-year term.

Mr Neale Hill, Chief Executive Officer, Ford 
Motor Company was elected Vice-President of 
NAAMSA from the ranks of Original Equipment 
Manufacturers.

Mr Gary Scott, Chief Executive Officer 
of Kia Motors was elected Vice-President of 

NAAMSA from the ranks of Independent Vehicle 
Importers and Distributors.

Mr Andrew Kirby, Chief Executive Officer, 
Toyota South Africa Motors [Pty] Ltd becomes 
NAAMSA’s immediate Past President. ■

Andrew Kirby.Neale Hill. Gary Scott.Tim Abbott.

“We welcome Felix into his 
new role heading up Product 
Communications for Ford 
South Africa”.
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A total of 38 884 used cars were sold in South 
Africa in November 2019, with a total listing price 
of over R11.2 billion.

These figures come from AutoTrader’s 
Monthly Used Car Sales Data. Given the fact 
that AutoTrader is the largest automotive digital 
marketplace in South Africa, it is able to provide 
invaluable insight into trends within the used car 
market in this country.

According to George Mienie, AutoTrader 
CEO, the 10 most-sold cars always account for a 
substantial portion of total sales – and November 

was no exception. “They accounted for over 11 000 
sales, or 28% of total sales. The Audi A3 dropped 
off the top 10 list and was replaced by Ford 
EcoSport. It was, in fact, a good month for Ford as 
the Fiesta also moved up one position. The Toyota 
Fortuner moved down one position,” he revealed.

South African car buyers are loyal, and this 
was manifested once again in November 2019. “The 
most searched-for brands remained the same as 
October with the only change coming from Land 
Rover (which moved up one position) and Nissan 
(which moved down one position),” said Mienie.

In terms of geographical sales, the 
Volkswagen Polo was dethroned by the Ford 
Ranger in KwaZulu-Natal. The Volkswagen 
Polo and Isuzu D-Max tied in first place in the 
Northern Cape.

Finally, in the most sold cars by body type 
rankings, two new vehicles made an appearance. 
“The BMW 4 Series entered the coupé body type 
ranking while the Chevrolet Utility made its 
appearance in the single cab body type ranking,” 
concluded Mienie. ■

Used Car Sales Exceed R11.2 Billion in November
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November 2019
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TATA International Africa donated over 
R120 000 to Operation Smile South Africa at 
a ceremony in Cape Town recently. The dona-
tion serves to contribute to the costs of surgery 
to repair cleft lip, cleft palate and other facial 
deformities, and provide education and training 
on the deformity.

“We are honoured and privileged to be able 
to contribute in such a positive way to making 
a difference to the lives of so many children. 
We recognise that by addressing the challenges 
children face at a young and impressionable age, 
together with Operation Smile we are able to give 
them a chance at growing into the best versions 
of themselves,” said Len Brand, CEO of TATA 
International Africa.

TATA’s relationship with the organisation 
dates back to 2015, with donations exceed-
ing half a million rand over the years. These 
proceeds go towards supporting at least 12 

children per year with operations at no costs to 
their families.

“Tata was founded on the principle that com-
munities matter. Our CSR initiatives are focused 
on improving the quality of life of underprivileged 
communities in a sustainable manner and our 
ongoing partnership with Operation Smile is a 
testament to that commitment,” added Brand.

Operation Smile South Africa (OSSA) is a non-
profit medical service organisation that provides 
free cleft lip and cleft palate reconstructive surgery. 
Since 2006 its medical volunteers have provided 

over 6 000 free surgeries to children and adults 
throughout Southern and Central Africa.

The organisation believes that access to safe, 
effective and timeous surgical care is a basic 
human right, and that the inability to obtain 
surgical treatment for cleft conditions impacts 
lifelong health and mortality rates among children 
in South Africa and beyond. Those living with 
cleft conditions often suffer negative and stigmatic 
societal treatment resulting in emotional, social 
and economic costs which inadvertently extend to 
their families and communities.

“We feel exceptionally blessed to have TATA as 
one of our partners since 2015,” said Lauren Bright, 
Country Manager for Operation Smile South 
Africa. “The passion the brand has for making 
change and serving communities is outstanding. It 
is our pleasure to partner with such an incredible 
company, and we look forward to this partnership 
growing from strength to strength.” ■

Corporate Social Responsibility

Since 2006 Operation Smile South 
Africa’s medical volunteers have 
provided over 6 000 free surgeries 
to children and adults throughout 
Southern and Central Africa.

TATA Keeps Children Smiling

Lauren Bright(Operation Smile) and Sanjay Pandya (TATA Executive Director) during the TATA and Operation Smile handover
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Isuzu Motors South Africa (IMSAf) invited its 
community stakeholders to the manufactur-
ing plant in Port Elizabeth before its year end 
shut-down.  

Isuzu’s projects and beneficiaries, which 
include the Isuzu Chair in Mechatronics at the 
Nelson Mandela University, the Govan Mbeki 
Mathematics Development Centre, Gift of the 
Givers, Missionvale Care Centre, the Community 
Chest Eastern Cape and Indalo World, pre-
sented their success stories and projects of 2019 to 
IMSAf’s leadership team, after which they toured 
the production plant.

According to Gishma Johnson, Isuzu’s 
Corporate Communications Manager, the 
company’s corporate social responsibility focuses 
on three core areas which include education and 
skills development, environmental management 
and natural disaster relief support.

“Each of these organisations that we sup-
port address a shortcoming or challenge in our 

community,” said Johnson. “Our aim is to make 
a sustainable difference in the areas where our 
projects are rolled out.”

The Chair in Mechatronics provides as-
sistance to manufacturing-related development 
and problem solving at Isuzu, as well as at local 
automotive suppliers. Through research and 
innovation, the Chair in Mechatronics facilitates 
co-operation between industry and academia with 
the aim to enhance human capital development in 
the automotive sector.

The Govan Mbeki Mathematics Development 
Centre at the Nelson Mandela University on the 
other hand addresses the poor mathematics and 
physical science learner performance. The institute 
has developed an innovative offline technology 
based tool to improve mathematics teaching and 
learning in disadvantaged schools.

Isuzu’s support to the Missionvale Care Centre 
extends to mathematics tuition at the Normoyle 
Primary School which is based at the centre, while 

funding to the Community Chest enables the 
organisation to provide assistance to the indigent.

Meanwhile disaster relief organisation, Gift of 
the Givers is able to deliver water from boreholes 
to communities in drought-stricken areas with the 
assistance of Isuzu water tank trucks and bakkies.

On the environmental front Indalo World 
ensures sustainable social change by turning 
waste into building materials. Indalo World social 
architect, Kevin Kimwelle, has successfully built 
pre-schools and other structures from waste 
materials which he obtains from Isuzu. He has also 
built a waste-bike, which is used by a 76-year old 
Walmer Township resident to transport waste to a 
recycling depot in exchange for food.

Johnson said the partnership with these organ-
isations promise to provide sustainable solutions 
that alleviate the socio-economic ills which affect 
vulnerable communities. “Recognising our impact 
on the community and the environment forms an 
integral part of our vision,” she concluded. ■

Corporate Social Responsibility

From left are Gishma Johnson from Isuzu, Badr Kazi, Director, Gift of the Givers, Dr Imtiaz Sooliman, Founder, Gift of the Givers, Professor, Werner Olivier, Director 

Govan Mbeki Mathematics Development Centre, Professor Igor Gorlach, Isuzu Chair in Mechatronics, Ali Sablay, National Coordinator, Gift of the Givers, Colette 

Theron, PRO, Community Chest, Natalie Wood, Mathematics Project Leader, Govan Mbeki Mathematics Development Centre, Nadia Le Roux, Secretary, Govan 

Mbeki Mathematics Development Centre, Selwyn Willis, CEO, Community Chest Eastern Cape and Kevin Kimwelle, Founder, Indalo World.

Isuzu Community Partners Share 
Their Project Successes
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UNLIMITED
KILOMETRE

5 YEAR 
WARRANTY

Introducing the all-new KIA Seltos. This compact SUV is big on heart, performance and 

surprise. Its bold exterior turns heads, while its range of innovative features and refined 

interior grows smiles. Wherever you’re going, you’re sure to always arrive happy. 

Test Drive happiness. Visit kia.co.za for more info.

Keep the good times rolling.

www.kia.co.za
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The 14 finalists for the 2020 AutoTrader South 
African Car of the Year were announced recently 
and now the race is on to see which one of these 
cars will win the sought-after crown.

The finalists can also win one of seven cat-
egories: Family, Leisure, Lifestyle, Premium Car, 
Premium SUV, Sport/Performance or Urban.

The most hotly contested category is Leisure, 
with four finalists: the Peugeot 5008, Toyota RAV4, 
Citroën C3 Aircross and Volkswagen T-Cross. The 
Premium SUV category is also well populated, 
with three finalists: the BMW X5, Jaguar I-PACE 
and Mercedes-Benz GLE.

There are two finalists in the Urban and 
Family categories. The Hyundai Atos and Suzuki 
Swift Sport are fighting it out for laurels in Urban 
while the Mazda3 and Toyota Corolla Hatch 
are going tooth and nail for top honours in the 
Family category.

There is one finalist in each of the remain-
ing three categories: the BMW 3 Series is the 
finalist in the Premium Car category, the Sports/
Performance category has the Toyota GR Supra as 
its finalist and the Ford Ranger Raptor is the sole 
finalist in the Lifestyle category.

The 2020 competition has the potential to be 
one for the books, with 
a number of interesting 
and very worth finalists 
in the mix.

Citroën, for 
instance, has yet to 
win South Africa’s 
most sought-after 
motoring accolade–and 
the timing could not 
be better, given the 
fact that the French 
manufacturer has just 
re-entered the South 
African market. Suzuki 
did exceptionally well 
in the 2019 AutoTrader 
South African Car of 
the Year, with its Swift 
and Jimny winning 
their categories (Urban 
Compact and Lifestyle 
Utility respectively). 
However, it’s never 
notched up an overall 
win. An electric car and 
a bakkie have never won 
the competition either, 
meaning an I-PACE or 
Raptor victory will be 
truly momentous.

According to Vivien Natasen, chairman of the 
2020 AutoTrader South African Car of the Year 
competition and honorary secretary of the South 
African Guild of Motoring Journalists (which 
organises the competition), there are some really 
strong contenders in this year’s contest. “Right 
now, there is no clear frontrunner, it anyone’s guess 
as to which car will win,” he noted.

AutoTrader CEO, George Mienie, revealed 
that members of the public would like to see a win 
by the Mazda3. “It triumphed in the consumer 
vote, where we had hundreds of thousands of 
votes. The consumer votes act as the 28th Juror 
in the competition. Mazda’s last win was back in 
2008, with the Mazda2 1.5 Individual, so it will be 
interesting to see if this Japanese company can take 
top honours,” he commented.

Mienie added that Toyota has good odds 
for a possible win. “Toyota is the only company 
with three finalists in the 2020 competition,” 
he pointed out. The Japanese manufacturer 
notched up two overall wins in the 1980s – the 
Toyota Corolla Twin Cam won in 1986 and the 
Toyota Corolla GLi Executive took the title in 
1989. However, a win has proved elusive for the 
company since then.

The next step in the 2020 AutoTrader South 
African Car of the Year journey is the track and 
road testing of the finalists in March 2020 by 27 
of South Africa’s top motoring journalists. The 
category and overall winners will be announced at 
an event hosted by AutoTrader in April 2020.

For more information visit:
https://www.autotradercoty.co.za/ ■

2020 Car of the Year Finalists Announced

Volkswagen T-Cross

Toyota RAV4

Toyota Supra

Toyota Corolla Hatch

Citroën C3 Aircross

BMW X5

BMW 3 Series

Ford Ranger Raptor

Mazda Mazda3

Hyundai Atos

Jaguar I-PACE

2020 AutoTrader South African Car of the Year Finalists

Suzuki Swift Sport

Peugeot 5008

Merceded-Benz GLE

The Mazda3 triumphed in the 
consumer vote, where we had 
hundreds of thousands of votes. 
The consumer votes act as the 
28th Juror in the competition”.

The most hotly contested 
category is Leisure, with four 
finalists: the Peugeot 5008, Toyota 
RAV4, Citroën C3 Aircross and 
Volkswagen T-Cross. 
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When you need an innovative solution, trust Kanu 
Commercial Body Builders to create the solution 
for you – no matter how high, remote or off-road 
the work may be.

Kanu Commercial Body Builders’ latest 
unique application is a hydraulic aerial platform 
fitted to an Isuzu D-MAX 250 bakkie. Ideal for 
maintenance work in the telecommunications and 
energy sectors, the bakkie derived aerial platform 
is versatile and able to manoeuvre in confined 
spaces, explained Kanu Commercial Body Builders 
Managing Director Mike Pienaar.

“Aerial platform applications are commonly 
fitted to trucks, but fitting it onto a bakkie, is 
unique. This handy innovation is also a cost-
effective solution for work that needs to be carried 
out at heights,” said Pienaar.

The aerial lift has a reach of 15.2 metres 
in height and can manoeuvre up to 6.5 metres 

sideways – with a 360 degree continuous turret 
rotation. The basket can carry up to two people 
and their tools (200 kg) – with a 60 degree basket 
rotation to the left and right.

Kanu Commercial Body Builders Product 
Design and Engineering Manager, Juan van 
Rensburg, who was heading up the project, said 
it took about four months to develop, test and 
complete the prototype.

“We modified the bakkie’s suspension and 
conducted numerous testing to ensure the applica-
tion is perfect,” he explained.

The D-MAX’s 250 diesel engine powers the 
hydraulic pump of the aerial lift – which works 
with a pulley system and is controlled by a switch 
in the cab.

“The bakkie is a good example of how we 
drive innovation and provide products for niche 
markets. From concept to final product, Kanu has 
a solution for any business. Each body is custom-
made and designed to meet the specific needs 
of the customer for just about every commercial 
or business sector in Sub-Saharan Africa,” 
said Pienaar.

Situated in Markman Township in Nelson 
Mandela Bay, Kanu Commercial Body Builders 
is a wholly owned subsidiary of Isuzu Motors 
South Africa and designs, manufactures and sells 
steel-based truck bodies and D-MAX dropsides 
and flatbeds. ■

Unique D-MAX Aerial Platform 
Application Reaches for the Sky

Juan van Rensburg, Kanu Engineering Manager (bottom), tests the functions of the aerial platform while Mustafaa Rania, body mounter and welder at Kanu, 

operates the aerial cab.

““The bakkie is a good example 
of how we drive innovation 
and provide products for 
niche markets”.
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UD Trucks Southern Africa recently announced 
the winners of its Extra Mile Challenge driver 
competition. Cornel van der Westhuizen from 
Grain Carriers won the Quon category, while 
Cederic Matthyse from Darling Romery walked 
away with the title of Best Quester Driver.

The two local winners and their managers are 
off to Japan in April 2020 to compete in the global 
Extra Mile Challenge finals against competitors 
from around the world.

The UD Extra Mile Challenge is UD Trucks’ 
global driver competition and now in its fifth year. 
It tests all aspects of a driver’s everyday experiences 
from pre-inspection to fuel efficiency, safe driving 
and parking skills.

Locally, 19 fleet drivers competed in either the 
Quester or Quon categories and the competition 
encouraged drivers to think more commercially by 
highlighting the trade-offs between speed, delivery 
time, fuel efficiency, safety and smooth driving.

“Through this competition we aim to help en-
hance driver capability and reinforce confidence in 
their own abilities, but also in the UD Trucks prod-
ucts they drive every day,” said Gert Swanepoel, 
Managing Director of UD Trucks Southern Africa. 
“We wish the two winning drivers all the best and 
know they will do South Africa proud!”

Results of UD Extra Mile 
Challenge Southern Africa
Quon Category

1. Cornel van der Westhuizen – Grain Carriers
2. Sipho Khoza, VKB – Qpro Foods
3. Ndivhuwo Mudau – EPX Couriers

Quester Category

1. Cederic Matthyse – Darling Romery
2. John Mlambo – AfriSam 3. George Sinyonde – WE R 3 Transport ■

Working Wheels

There is a common perception amongst motorists 
that cars have right of way over trucks. Many 
motorists expect truck drivers to immediately 
move aside for faster vehicles without considering 
that the truck driver might have a good reason for 
deciding it is too risky.

To clarify this issue, it is important to look at 
what regulations say about yellow lane driving. 
Regulation 298A of the National Road Traffic Act 
explains that yellow lane driving is always forbid-
den except in the following instances:
1. If there is a genuine emergency like a 

breakdown, when rushing to hospital or if you 
need to stop suddenly for a medical or other 
emergency;

2. On a freeway, only emergency vehicles may use 
the yellow lane.

The yellow lane may not be used as a passing 
lane on a freeway. However, on single lane 
carriageways, vehicles may move into the yellow 

lane to allow faster moving vehicles to pass. This 
too, is governed by limitations. It may only be 
undertaken:
1. When another vehicle needs to overtake;
2. If there is no chance of endangering anyone’s 

life;
3. During daylight hours;
4. If you have a clear 150-metre of visibility in front 

of you. Thus it may not be performed on a blind 
rise or in heavy rain or fog.

According to Eugene Herbert, the MD of 
MasterDrive, drivers must understand that while 
using the yellow lane to allow other vehicles to pass 
is permissible to prevent traffic from backing-up, 
it is courteous driving, not a legal requirement. “If 
the driver of a truck feels moving into the yellow 
lane is potentially dangerous, he or she is under 
no obligation to do so. In turn, motorists should 
respect that and not pressurise drivers into making 
dangerous decisions.

“Remember, truck drivers have a much better 
view of the potential dangers ahead and if they 
decide to not move into the yellow lane, they likely 
have good reason. Not only are they protecting 
their own safety but yours as well. Practice patience 
and wait for a safe opportunity to arise and if by 
some chance, they don’t move over and you see a 
safe opportunity, overtake them using defensive 
driving techniques,” Herbert concluded. ■

Sharing the Road with Trucks

Locally, 19 fleet drivers competed in UD Trucks’ Extra Mile Drivers Competition in 2019.

UD Trucks Announces Best Fleet Drivers in SA
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Working Wheels

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

digital

Ford South Africa has introduced an updated ver-
sion of its Transit Van and Chassis Cab models.

The most obvious change is the new three-bar 
grille that gives the Transit a more muscular and 
assertive appearance. This is echoed by new head-
lights, a restyled front bumper and sleeker bonnet. 
The cabin of the Transit has also been refreshed 
with new seat materials that enhance both comfort 
and durability.

Ford has also now included a six-
year/90 000 km service plan as standard in the 
purchase price – a significant value-add that was 
previously only available as an added-cost option.

“The Transit Van and Chassis Cab models are 
big-hitters when it comes to load-carrying abilities, 
and the updated styling is in line with the rest of 
the current Ford line-up in South Africa,” said 
Doreen Mashinini, General Manager Marketing at 
Ford Motor Company of Southern Africa.

“Even more noteworthy is the inclusion of 
the service plan as standard, which eliminates 

the additional financial burden and complexity of 
budgeting for scheduled servicing of the vehicles 
for small and large fleet owners,” Mashinini added. 
“In a tough economic and business environment 
where the total cost of ownership, including 
regular maintenance, is a key deciding factor, this 
presents a great benefit to commercial customers.”

The Transit Van is available in two models, 
starting with the medium wheelbase (MWB) 
variant that boasts a load volume of up to 10m3, 
and a gross payload of 1 325 kg. It is able to 
accommodate four standard Euro pallets, or carry 
items measuring up to 3 metres long. In the case 
of the extended long wheelbase (ELWB) model, 
the Transit Van has a 15.1m3 capacity. It can haul a 
payload of up to 2 270 kg, carry five Euro pallets or 
load items up to 4.2 metres in length.

Should additional load capacity be required, 
the Transit is capable of towing up to 2 800 kg with 
a braked trailer for the MWB model, or 3 500 kg 
for the larger-capacity version.

The towing capacities of the Transit Chassis 
Cab models, which are also available in MWB and 
ELWB specifications, match that of the Van deriva-
tives but they have higher gross payload ratings of 
1 597 kg and 2 691 kg respectively.

Ford’s 2.2-litre Duratorq turbodiesel engine 
powers the Transit models. Both MWB derivatives 
are powered by a 92 kW version of this powerplant, 
with an accompanying peak torque output of 
350 Nm. The higher-spec engine used for the 
ELWB models boasts 114 kW and 385 Nm.

All Transit variants are equipped with a six-
speed manual transmission, with drive to the front 
wheels for the MWB, or to the dual rear wheels for 
the ELWB Transit.

ABS brakes, Electronic Stability Programme 
(ESP) with Traction Control, Electronic Brakeforce 
Distribution (EBD), Emergency Brake Assist 
(EBA), Hill Launch Assist and Rollover Mitigation 
are standard spec. A driver’s airbag is also 
standard, with a passenger airbag available as an 
option as part of the Comfort Pack that also adds 
air-conditioning.

All Transit Van and Transit Chassis Cab 
models come standard with the six-year/90 000 km 
service plan, three-year unlimited distance 
roadside assistance and four-year/120 000 km 
comprehensive warranty. This is complemented by 
a five-year/unlimited distance corrosion warranty.

Model Range and 
Recommended Retail Prices
Transit Van

2.2 TDCi MWB: R527 100
2.2 TDCi ELWB: R658 200

Transit Chassis Cab

2.2 TDCi MWB: R477 000
2.2 TDCi ELWB: R589 300 ■

Ford Transit Gets a Nip and Tuck

http://www.autolive.co.za
http://www.trucksmag.co.za


Subscribe for free @ www.autolive.co.za  Page 20

Hino Motors Limited has come up with a new 
buzz word for use in the growing global environ-
ment of mobility. The acronym CASE is already in 
general use, meaning Connected, Autonomous, 
Shared and Electric. Now Hino President Yoshio 
Shimo has added a P for Platform to make the 
word SPACE.

According to the senior Hino executive the 
world is in a time of big changes, with individu-
als and businesses having to adapt quickly to 
changing circumstances. Shimo added that the 
automotive industry had to accept that there were 
now differing demands and needs coming from 
consumers that had to be incorporated in future 
planning of vehicles and other offerings in the 
mobility space.

“In the case of commercial vehicles, they need 
to support a sustainable economy, which includes 
making use of adaptable and versatile platforms to 
meet individual requirements,” he explained.

He added that Hino’s thinking of transport in 
the future had resulted in coining the word SPACE, 
with the following meanings:

 ■ S for Sharing mobility, space, and time;
 ■ P for Platform, which will support diverse 

requirements through an ever-changing period 
of transformation;

 ■ A for Autonomous, which will liberate vehicles 
from requiring a driver;

 ■ C for Connected in terms of mobility, people, 
goods, and cities

 ■ E for Electric power, which increases efficiency 
and flexibility.

The FlatFormer light truck concept is an ideal 
answer to the demands of the various aspects of 
SPACE. It is an image of the future which offers 
practicality and versatility. For example, the 
FlatFormer could be fitted with a bus body at peak 
hours for transporting people, use a specialised 
catering body during the day and after the after-
noon bus transport can be fitted with a third type 
of body and then be used by a security company 
during the night.

According to Shimo his team had come up 
with other suitable and relevant words derived 
from the letters in the word SPACE.

These words are:
 ■ S for Speed, which means responding quickly 

and flexibly to change;
 ■ P for People, which means walking side-by-side 

with consumers and customers and viewing 
change from their perspectives;

 ■ A for Attitude, which means acting with the 
right mindset;

 ■ C for Change, which means learning and 
growing from the challenges of change;

 ■ E for Emotion, which means joining 
forces together to share excitement arising 
from change. ■

Hino Motors, the largest truck, and bus manufac-
turer in Japan and the sixth biggest in the world, 
stunned visitors to the heavy commercial vehicle 
section of the 46th Tokyo Motor Show with the 
FlatFormer concept, a sleek, low-slung, battery-
powered light truck chassis on which a variety of 
body types can be fitted.

Hino believes its FlatFormer will change the 
concept of mobility in the commercial vehicle 
world forever by bringing greater efficiency to the 
movement of people and goods. It will also evolve 
mobility into a space where it assists in providing 
super versatile services to enhance the lives of 
communities and individuals.

The FlatFormer light truck chassis is a 6x6 
with each wheel having its own electric motor. 
The motor, brakes, steering and suspension 
all fit inside the wheel housings to ensure a 
flat surface for the chassis. This novel, electric, 
modular corner technology was developed 
by Hino in conjunction with international 
consultants REE.

The FlatFormer has 170 kW 
of electric power available with 
a lithium ion battery capacity of 
50 kWh.

Hino also had a diesel-
electric hybrid 700 Series 8x4 
rigid on its stand which uses 
advanced GPS, on-board sen-
sors, and 3D map information 
to predict road conditions – 
including gradients – up to 100 
km away. These systems work 
with Artificial Intelligence (AI) 
to provide optimal control of the 
hybrid powertrain which will 
reduce the environmental footprint by minimising 
electric power consumption and maximising fuel 
economy with the diesel engine.

Among the other displays on the Hino stand 
was an Emergency Driving Stop System (EDSS) 
which detects problems the driver may encounter, 
such as a heart attack. and assists in stopping the 

vehicle safely. When a problem is detected the 
vehicle turns off the road and stops. A simulator 
allowed visitors to the Hino display to experience 
this for themselves. Hino sees this latest safety 
technology as another contributor to cutting road 
traffic casualties. ■

Hino Concept Chassis Shows the 
Way to the Future

Hino came up with this head-turning display at the recent Tokyo Motor 

Show. It is the FlatFormer concept, a sleek, low-slung, battery-powered 

light truck chassis on which a variety of body types can be fitted.

Yoshio Shimo, the President of Hino Motors, 

came up with a new buzz word – SPACE – 

when addressing the media at the recent Tokyo 

Motor Show.

Hino Comes Up with a New Buzz Word in Mobility Environment
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Ford v Ferrari opened at the South African box 
office on November 22nd, starring Matt Damon 
and Christian Bale. It’s based on one of the greatest 
true stories in motorsport. Henry Ford II tried to 
buy Ferrari in the mid-1960s, hoping to bolster 
the brand’s flagging sales by entering motorsports. 
Enzo Ferrari rebuffed him, prompting him to hire 
a team of engineers with one goal in mind: beating 
Ferrari at the grueling 24 Hours of Le Mans.

“While critics have praised the performances 
of the leading men, the real stars are the 460 classic 
cars that were sourced over the better part of a year 
by vehicle director Rob Johnson, including a Ford 
GT40, a Triumph, vintage Ferraris and Porsches,” 
said Gumtree Head of Autos, Nunben Dixon

Replica Cobras

Matt Damon plays 
Carroll Shelby, so 
needless to say there 
a few of his legendary 
AC Cobras featured in 
the film. Shelby’s shop 
is on display, showing 
various Cobras in 
production. Miles 
and Shelby worked 
together on the 289 
Cobra, which were 
in production in the 
1964 season, but as 
the car couldn’t be 
lightened it couldn’t 

surpass the 385 hp mark. The shells for the replicas 
were imported from South Africa where Shelby 
kits are a favourite project for car enthusiasts.

The Ford GT40 Mk II

The Ford GT40 that wins the Le Mans in the movie 
was on loan from a private Shelby collector for the 
shoot. The GT40 was thus named because it stood 
a full 40 inches off the ground. The car has two 
wide door sills that double as fuel tanks, which 
apparently misted the interior with the smell of 
gasoline while driving. In the 1960s, the Ford GT40 
sold for about R150 000, but today originals are 
worth millions.

Ferrari 250 GTO

At the start of the Le Mans race in the film, a 

Ferrari dramatically crashes and flies through the 
air. The Ferraris were a favourite at Le Mans and 
was named eighth on a list of the greatest sports 
cars of all time. The crash was very real – but the 
shells were replicas. Less than 40s of the Ferrari 
250 were made in the early Sixties.

Porsche 356

Before driving through the streets of Los Angeles 
in his Shelby, Damon can be seen behind the wheel 
of a Porsche 356. This was apparently factually 
inaccurate – Texas-born Shelby would not have 
been seen dead in a German car, preferring Aston 
Martin. However, vintage Aston Martins could not 
hold up for more than 30 miles an hour, so they 
settled for a replica 356. The movie also features a 
Porsche 904 and 906.

1960 Ford 
Country Squire

When asked what 
his biggest chal-
lenge was, Johnson 
named a surprising 
candidate: Miles’ 
wood-paneled station 
wagon. Finding one 
in running order was 
a challenge – finding 
two (required for 
filming from different 
angles) was nearly 
impossible. ■

Meet the Top Cars from Ford v Ferrari

1965 289 Shelby Cobra. The winning Ford GT40 Mk II.

1956 Porsche 356A Speedster

Ferrari 250 GTO.

1960 Ford Country Squire.
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