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Alec Hogg, well-known financial journalist 
and the founder and editor of BizNews.com, 
recently had this to say in the platform’s Daily 
Insider newsletter:

“I haven’t joined those cheering this week’s 
news that Ford Motor Company will invest $1bn 
into its Gauteng factory. The imbongis are delighted 
that there’s a multinational prepared to inject big 
bucks in fixed assets. But, in reality, it’s SA citizens 

who’re footing the bill. The country’s convoluted 
Motor Industry Development Programme, inherited 
from the Apartheid government and enhanced 
by the ANC, massively subsidises and protects the 
pricing power of motor manufacturers. The effect 
is to escalate the cost of local cars and trucks by 
around 30%. If you’re dubious, take a look at prices 
of equivalent (fully imported) vehicles in Botswana 
or Mozambique. Surely there’s someone in Pretoria 
capable of joining these dots?”
Best, Alec

This statement certainly got some people in the 

South African automotive industry hot under the 
collar, and understandably so.

Firstly, without the government’s stimulus pro-
grammes – which began with the Motor Industry 
Development Programme (MIDP) in 1995 and 
ran until 2012, when its successor, the Automotive 
Production and Development Programme (APDP) 
was launched – there would not be the robust, ex-
port-oriented automotive industry we now have in 
South Africa.

continued on page 2 

IS SA’S MIDP REALLY THAT BAD?

The recent announcement of a US$1 billion (R16-billion) investment in the expansion of Ford’s Silverton plant represents one of the largest-ever investments in the 

South African automotive industry.
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Disclaimer

While reasonable precautions have 
been taken to ensure the accuracy 
of the advice and information given 

to readers, neither the editor, the 
proprietors, nor the publishers 
can accept any responsibility 

for any damages or injury which 
may arise therefrom.

MONTHLY SALES STATISTICS

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

CLICK HERE to access
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An indication of exactly how 
much the industry has grown in 
stature is the recent announcement 
of a US$1 billion (R16-billion) 
programme to build the next Ford 
Ranger and Volkswagen Amarok 
in Silverton. This is the biggest 
investment in Ford’s 97-year history 
in the country and also represents 
one of the largest-ever investments 
in the South African automotive 
industry. The project was won by 
South Africa in the face of stiff 
competition from assembly plants 
in several other countries and is 
another important and significant 
step in the growth of the local 
industry. With this investment, 
Ford’s Silverton Assembly Plant is 
expected to generate revenues ex-
ceeding 1.1 per cent of the country’s 
gross domestic product.

Secondly, the MIDP was 
certainly not inherited from the 
Apartheid government. The latter 
had an inward-facing local content 
programme for vehicles required 
by the South African market, while 
the MIDP and its successors are 
outgoing support programmes to en-
courage vehicle exports and thereby 
foreign exchange earnings.

Here it has been successful and 
South Africa now ships built-up 
vehicles and components to more 
than 150 countries in the world.

Last year 271 283 vehicles were 
exported out of the total domestic 
production of 447 213 units. This 
amounts to 61% of output and 
underlines the importance of the 
industry as an export earner. In fact, 
the motor industry is the fifth largest 
exporting sector of the economy and 

one of the biggest in terms of local 
manufacturing operations.

The industry is a major 
employer too and Naamsa estimates 
that the extended local automotive 
industry accounts for almost half-
a-million jobs and there are more 
in the pipeline as Nissan, Ford, and 
Toyota expand their local produc-
tion. In fact, the expanded produc-
tion at the Silverton plant alone will 
help create 1 200 incremental Ford 
jobs in South Africa, increasing the 
local workforce to 5 500 employees, 
and adding an estimated 10 000 
new jobs across Ford’s local sup-
plier network, bringing the total to 
60 000.

This would not have happened 
without the stimulus of the MIDP 
and the APDP, which has been 
running since 2013 and moves into 
its next phase in July this year.

Now compare this positive pic-
ture with Australia, which effectively 
no longer has a motor industry. A 
lack of government support was one 
of the major reasons for its demise. 
Another factor was that Australia is 
located close to several lower-cost 
Asian producers which severely 
limited export potential.

Meanwhile, South Africa 
remains the best option for 
opening more markets on the 
African continent, which is due 
to benefit from a major free trade 
agreement and increased assembly 
of SKD packs sourced from South 
Africa in a growing number of 
African countries.

Now let’s address the question 
of vehicle pricing. This is extremely 
complex as governments throughout 
the world see all aspects of the motor 
industry – from importing or mak-
ing vehicles to the fuel required to 
run them – as targets for taxation.

New vehicles in South Africa at-
tract up to 42% in direct and indirect 
taxation. Motor manufacturers and 
importers must therefore set their 
prices around the various taxes, 
which may vary considerably from 
one country to another. Industry 
bodies Naamsa and NADA have 
recently been very vocal in their 
call to government to reduce some 
of the taxes to make vehicles more 
affordable and thereby stimulate 
retail sales. So far there has been no 
response from the state.

One of biggest influencers of 
vehicle pricing is the monetary 
exchange rate, over which the 
manufacturers and importers 
have no influence or say. With an 
exchange of rate of R10 to US$1, for 
instance, vehicles in South Africa 
would be relatively cheap. However, 
with an exchange rate of R20 to the 
dollar, vehicles suddenly become 
rather expensive.

In addition, there are usually 
substantial differences in the models 
and their variants offered for sale in 
various countries, and this naturally 
also affects pricing.

All this adds up to an extraor-
dinarily complex industry where 
South Africa is fortunate to still be a 
world player. So perhaps Mr Hogg’s 
comments were a tad harsh and not 
that well thought through. But as the 
saying goes, everyone is entitled to 
their opinion. ■

South Africa remains 
the best option for 
opening more markets 
on the African continent, 
which is due to benefit 
from a major free 
trade agreement.

The MIDP was certainly 
not inherited from the 
Apartheid government.

New vehicles in South 
Africa attract up to 
42% in direct and 
indirect taxation.
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The new year got off to the expected slow start in terms of vehicle sales and it does not appear 
that it will improve much in the short to medium term. This is largely due to uncertainly 
brought on by the pandemic and its resultant lockdowns, together with businesses closing 
and many people losing their jobs which all combined to blunt the desire to purchase a 
new car.

Toyota was again the star performer as it not only topped the overall sales figures 
(26% share), but light commercials (41.9% share) as well. Toyota got within 535 units of 
Volkswagen in passenger cars with 5 015 units (21% share) to VW’s 5 550 units. Ford placed 
third overall for the month, with 2 687 units sold to the 2 622 of fourth-placed Hyundai. 
Then followed Nissan (2 038), Suzuki (1 861), Renault (1 400), Mercedes-Benz (estimated 
1 300 as this company does not give detailed monthly sales reports), Kia (1 256) and Isuzu 
(1 098), with Haval just outside the top 10 with 976 units sold.

NADA Has Its Say

A drop of 18% in the new car market in January, compared to 
January 2020, is a clear indication that the economic squeeze 
is on for vehicle buyers in South Africa. This is accord-
ing to Mark Dommisse, the chairperson of the National 
Automobile Dealers Association, the professional body 
representing more than 1 300 motor dealerships that includes 
85% of the new vehicle franchised outlets.

“The light commercial vehicle market was only 4.9% 
lower month-on-month, while medium truck sales were 
unchanged and sales of heavy trucks and buses were up by 
6.6%, indicating that there are still vehicles needed by busi-
nesses, but that general consumers are delaying passenger new 
car purchases,” explained Dommisse.

Total retail sales in January of 34 784 vehicles were 13.9% 
down month-on-month. This was the lowest industry total since August 2020. Sales through 
the dealer channel amounted to only 82.6% of this total, which makes it the worst month for 
dealers since the first lockdown in March.

“The market in January was soft, with a shortage of supply of certain models across the 
brands. However, we believe that the restaurant, beach and alcohol bans have influenced the 
need for driving for several months now, which means the purchase decision is being delayed 
by many ordinary motorists,” Dommisse added.

The NADA chairperson said that the continued lockdowns, as well as the second 
wave of infections, have resulted in a great deal of consumer uncertainty, which was 
reflected in generally disappointing sales in all sectors of the economy during the past 
festive season.

A bright spot in the January sales figures was that 11.4% of total sales and 16.1% of car 
sales were taken up by the rental industry, which had drastically defleeted from the time of 
the first lockdown almost a year ago.

There were also heartening results from exports of built-up vehicles, which are an indica-
tor for the wellbeing of business for local vehicle manufacturers. Export sales of 22 771 units 

Editor’s Note
There is so much news in this 
month’s issue of AutoLive that 
I hardly know where to begin!

As I write, the country 
is breathing a collective 
sigh of relief after Minister 
Tito Mboweni’s 2021 
budget speech revealed that 
taxpayers will not be asked 
to foot the bill for govern-
ment’s COVID-19 vaccine 
drive. In an effort to aid economic recovery and ease financial 
pressures on households and businesses, there will also be no 
increases in personal and corporate income tax.

We deserve some good news, because – as expected, the 
new year got off to a slow start in terms of vehicle sales. And 
unfortunately the situation probably won’t much in the short 
to medium term. 

At least there were heartening results from exports of 
built-up vehicles, which are an indicator for the wellbeing 
of business for local vehicle manufacturers. Export sales 
of 22 771 units in January reflected a considerable increase 
compared to the same period in 2020.

According to a survey canvassed anonymously and 
recorded in Naamsa’s report for Q4 2020, CEO’s are cau-
tiously optimistic regarding automotive business conditions 
over the next six months. A rebound in the domestic as well 
as the global GDP growth rates is generally anticipated for 
2021, which bodes well for domestic new vehicle sales as well 
as production from the low base of COVID-19-affected 2020.

However, WesBank has warned that, given the economic 
and socio-political challenges facing the country – both 
as a result of COVID-19 and those trends already being 
experienced prior to 2020 – it is likely that both business and 
consumer confidence will remain subdued.

Likewise, NADA believes that any market predictions 
are risky given the many uncertainties both locally and 
globally. A number of forces, some of which are outside South 
Africa’s control, could still impact the economy and dampen 
recovery efforts. 

TransUnion has also commented that the local automotive 
industry faces a challenging 2021 as new vehicle prices con-
tinue to climb well above the inflation rate in a market already 
severely constrained by the financial effects of the pandemic.

One thing we have to look forward to is the inaugural 
AutoTrader Car Dealer Awards, which will pay tribute to the 
exceptional individuals and automotive industry.

Another cause for celebration is the news that the 
Mahindra XUV300, became the first car in Africa to achieve 
a Global NCAP five-star safety rating.

There’s more good news from the Ctrack Freight 
Transport index, which revealed 2020 Q4 growth of 5,3% 
compared to the third quarter. And while the growth has 
slowed compared to the massive improvements seen in the 
third quarter of 2020, it is still good news, so we’ll take it!

The best news of all is that you will find a lot of very 
interesting and informative reading material on these 24 
pages of AutoLive.

Liana Reiners,
Editor
liana@autolive.co.za

To advertise in 
 contact

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

January Vehicle 
Sales Showed the 

Squeeze is on

Mark Dommisse, 

Chairperson of the National 

Automobile Dealers’ 

Association (NADA).
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in January reflected an increase of 6 468 units, or 39.7%, compared to 
the 16 303 vehicles exported in January 2020.

“February is likely to be little better than January as consumers 
remain reticent to commit to the purchase of big capital assets, like 
cars,” concluded Dommisse.

Naamsa Comment

Overall, out of the total reported industry sales of 34 784 vehicles, an 
estimated 28 716 units (82.6%) went through the dealer channel, 11.4% 
went to the rental industry, 3.5% to government and 2.5% to industry 
corporate fleets.

For the first quarter of 2021 trading conditions in the new vehicle 
market are expected to remain challenging due to slow demand 
compared with the pre-COVID-19 first-quarter comparison, exchange 
rate volatility and the negative impact on household expenditure by 
fuel and electricity price increases.

However, considering the close correlation between new vehicle 
sales and the country’s GDP growth rate, the Reserve Bank’s forecast 
of a domestic economic growth rate of 3,6% for 2021 presents a 
favourable scenario for a sound rebound of the new vehicle market in 
2021, from the exceptionally low base in 2020. It should be noted that 
the 2020 new vehicle market recorded its lowest aggregate sales total 
in 18 years.

The macro-economic effects of COVID-19 will, therefore, 
continue to undermine business and consumer confidence and inhibit 
growth over the medium term. Although the current low interest 
rates, coupled with low inflation, could be regarded as building blocks 
to stimulate the new vehicle market, a full recovery to pre-COVID-19 
new vehicle sales levels could take around three years.

WesBank’s View

“January sales were in line with expectations considering the 
country started the sales year in a return to Level 3 lockdown,” said 
Lebogang Gaoaketse, Head of Marketing and Communication at 
WesBank Vehicle and Asset Finance. “We expect new car sales to 
remain under pressure this year as a result of subdued demand from 
both retail and corporate sectors, as well as government. However, the 
used car market will remain buoyant as consumers continue to seek to 
lower their vehicle-related expenses.”

It remains sobering that 2020 recorded the worst industry perfor-
mance in 18 years. “Considering that 2020 sales were 29,1% down on 
2019, the performance of the new vehicle market in the last quarter 
and in January this year remains reassuring,” Gaoaketse noted.

“It is also interesting to contextualise the broader economic 
environment over the last five years, the impact of which has 
merely been accelerated by the pandemic,” continued Gaoaketse. 
“The 2020 market is 38.4% lower than the 2015 volume of over 
600 000 vehicles, indicating the sheer pressure of the past five years 
of recession.

“Then consider that the purely organic fall-off in sales during 
2016 was 11.4% lower than 2015 – almost half the decline in sales last 
year due to the pandemic – and perhaps the motor industry is actually 
faring quite well considering the circumstances.”

While interest rates remained unchanged during January, they 
continue to be at historic lows. “Interest rates should remain at their 
low levels for some time in an attempt to stimulate market growth, but 
there will be little to no room for further cuts,” Gaoaketse explained. 
“This continues to provide a good opportunity for those consumers 
considering a new vehicle.” ■

 continued from previous page
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The African Export-Import Bank (Afreximbank) and the African Association 
of Automotive Manufacturers (AAAM) have entered into a Memorandum 
of Understanding (MoU) for the financing and promotion of the automotive 
industry in Africa.

Prof. Benedict Oramah, President of Afreximbank and 
Mike Whitfield, President of AAAM and Managing Director of Nissan 
Africa, signed the MoU earlier this month, formalising the basis for a partner-
ship aimed at boosting regional automotive value chains and financing for the 
automotive industry while supporting the development of enabling policies, 
technical assistance, and capacity building initiatives.

Said Prof. Oramah: “The strategic partnership with AAAM will facilitate 
the implementation of the bank’s automotive programme which aims to 
catalyse the development of the automotive industry in Africa as the continent 
commences trade under the African Continental Free Trade Area (AfCFTA).”

Under the terms of the MoU, Afreximbank and AAAM will work 
together to foster the emergence of regional value chains with a focus on 
value-added manufacturing created through partnerships between global 
Original Equipment Manufacturers (OEM), suppliers, and local partners. The 
two organisations plan to undertake comprehensive studies to map potential 
regional automotive value chains on the continent in regional economic 
clusters, in order to enable the manufacture of automotive components for 
supply to hub assemblers.

To support the emergence of the African automotive industry, they will 
collaborate to provide financing to industry players along the whole automo-
tive value chain. The potential interventions include lines of credit, direct 
financing, project financing, supply chain financing, guarantees, and equity 
financing, amongst others .

The MoU also provides for them to support the development of coher-
ent national, regional and continental automotive policies, and strategies in 
conjunction with the African Union Commission and the AfCFTA Secretariat. 

With an integrated market under the AfCFTA, abundant and cheap labour, 
natural resource wealth, and a growing middle class, African countries are 
increasingly turning their attention to supporting the emergence of their 
automotive industries. Therefore, the collaboration between Afreximbank and 
AAAM will be an opportunity to empower the aspirations of African countries 
towards refocusing their economies on industrialisation and export manufac-
turing and fostering the emergence of regional value chains.

“The signing of the MoU with Afreximbank is an exciting milestone for 
the development of the automotive industry in Africa. At the 2020 digital 
Africa Auto Forum, the lack of affordable financing available for the automo-
tive sector was identified as one of the key inhibitors for the growth and 
development of the automotive industry in Africa and having Afreximbank 
on board is a game changer and a hugely positive development,” commented 
David Coffey, CEO of AAAM.

“It is wonderful to have a partner that is as committed as the AAAM 
to driving the development and growth of our sector on the continent; 
this collaboration will ensure genuine progress for our industry in Africa,” 
Coffey added.

Other areas covered by the MoU include working with the African Union 
and the African Organization for Standardization to harmonise automotive 
standards across the continent and developing an automotive focused training 
program for both the public and private sector. ■

Monthly automotive news to and from Africa

The new year got off to a slow start for SA exporters 
of built-up vehicles into other African countries 
in January, with a total of only 947 units being 
shipped. Only two countries – Kenya (203) and 
Zimbabwe (185) – took more than 100 units.

Nissan, after a dismal 2020, clawed its way 
back to the top of the sales pile in January with 315 
exports, boosted by 88 going to Benin and 64 to the 

Ivory Coast. This placed them ahead of Toyota on 
263 (86 to Zimbabwe and 83 to Kenya being their 
biggest markets) and Isuzu on 233 (110 to Kenya 
being its biggest single market).

Honda was a surprise fourth with 43 units 
shipped (all to Mauritius) and Ford managed a   
scant 37 units while Volkswagen did not report any 
exports into Africa.

A total of 12 manufacturers reported exports 
to 18 African countries.

Exports into Africa in January 2020 had 
totalled 1 102 units and was 40% lower than the 
figure for January 2019. Nissan had also been 
the top exporter in January last year with 357 
units shipped, compared to 295 for Isuzu and 283 
for Toyota. ■

SA’s Total Vehicle Exports into Africa Did 
Not Even Reach 1 000 Units in January

Mike Whitfield, President of 

AAAM and Managing Director of 

Nissan Africa.

Prof. Benedict Oramah, President 

of Afreximbank.

MoU to Drive Automotive Investment in 
Africa Signed

The two organisations (Afreximbank and AAAM) plan 
to undertake comprehensive studies to map potential 
regional automotive value chains on the continent in 
regional economic clusters.
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BY ROGER HOUGHTON

Botswana, one of South Africa’s neighbours, 
wants to increase its involvement with automo-
tive component manufacturing for SA-based and 
international vehicle manufacturers. The country’s 
ambitions were spelled out in a recent webinar 
arranged by Deloitte Africa.

Deloitte has been working on a programme 
with Botswana government and industry repre-
sentatives for six months with the aim of attracting 
32 more manufacturers to set up shop in Botswana. 
Both South African and international component 
makers outside Africa are being targeted. The aim 

is to have 32 component manufacturers on board 
by the end of Botswana’s 2022 financial year with 
makers of components for electric vehicles on the 
wish list.

Botswana already has some local component 
manufacturers, including one, Kromberg & 
Schubert, which has been making complex wiring 
harnesses for German cars there since 2017. 
Chloride also has a factory in Botswana.

Botswana boasts an A investment grade 
from Moody’s and Standard and Poore rating 
agencies and is rated the least corrupt country 
on the African continent mainland (Seychelles 
is No. 1) and has an 88% literacy rate. A special 
economic zone, SPEDU, has been established in 

Selebi-Phikwe and a special benefit for factories 
that are established there is a corporate tax rate of 
only 5%. ■

Monthly automotive news to and from Africa

C2 Technologies Group has expertise in the motor and 
motor related industries including providing a range of services

Visit www.c2group.co.za for information

Verication And
Online valuation

Botswana Wants a Piece of the Car-Making Action

Naamsa CEO’s are cautiously optimistic regard-
ing automotive business conditions over the next 
six months, according to a survey canvassed 
anonymously and reported in the organisation’s 
report for Q4 2020. A rebound in the domestic as 
well as the global GDP growth rates is generally 
anticipated for 2021, which bodes well for domestic 
new vehicle sales as well as production from the 
low base of COVID-19- affected 2020.

However, the CEO’s confidence indicator 
showed that, generally, the industry performance 
in the last quarter of 2020 was unsatisfactory when 
compared with the last quarter of 2019. But heavy 
truck manufacturers generally had a more positive 
sentiment as their market showed greater resilience 
than that of passenger cars.

A list of SA’s export performance in major 
regions, issued as part of the report, showed that 

Europe remains by far the most important export 
market for SA with 197 355 units going to destina-
tions in these countries, which was 30.9% below 
the 2019 figure.

The region with the biggest fall between 2019 
and 2020 was Central America, where exports 
fell 44.2%. Decreases in other markets were Asia 
-26.2%; Africa -27.4%; Australasia -21.1%; North 
America -30.1% and South America -29.8%.

The report includes SA’s performance in 
2019 in terms of its position among global vehicle 

makers. Total SA production amounted to 0.69% 
of global production of 91.79 million vehicles, 
which placed SA in 22nd place. The country 
ranked 14th in terms of LCV production with a 
share of 1.25%.

A high point in the report is that the capital in-
vestment by the industry – vehicle and component 
manufacturers – amounted to a record R9.2 billion 
in 2020. The previous record was the R8.2 billion 
spent in 2017.

Naamsa’s latest official sales forecast for 2021 – 
based on a GDP of 3.6% – is a total local market 
of 438 000 units (15% up on 2020) and exports 
of 315 700 units (16% up). Production in 2021 is 
forecast at 523 700 units, which is an improvement 
of 17% over 2020. The breakdown in local sales is: 
Cars – 285 000 units; LCVs – 129 000; MCVs and 
HCVs – 24 000. ■

Motor Industry CEO’S Cautiously Optimistic About 
Next 6 Months

http://www.autolive.co.za
https://datadot.co.za/
http://www.orangeowl.co.za
https://vehiclefacts.co.za
http://www.lerekocaptivate.co.za
http://www.sym.co.za
http://www.c2group.co.za
https://datadot.co.za/our-products/tracking-device
https://www.facebook.com/Bikewise/
https://www.motodata.co.za/
https://www.leasetracker.co.za/
http://www.gameonmobile.co.za/


Subscribe for free @ www.autolive.co.za  Page 7

South Africa’s 2021 new vehicle sales will show 
double digit growth off 2020’s low base, but will 
also continue to show a decline in real eco-
nomic terms. This is according to WesBank CEO, 
Chris de Kock.

Commenting on the bank’s view of the market 
and its annual sales forecast for 2021, De Kock 
said that two distinct considerations need to be 
separated in understanding what the new vehicle 
market may do this year. The first of these – what 
sales are expected to do compared to 2020 – will 
provide a skewed representation of market activity. 
The second – how the market will effectively 
perform in a normalised economic outlook – will 
provide a more accurate depiction of activity.

“It is not difficult to imagine that the market 
will perform better than 2020,” noted De Kock. 
“But the industry cannot find confidence in this 
theoretical growth at the risk of losing sight of 
the very real impacts the weak South African 
economic environment will continue to have on 
the South African motor industry.”

Given the economic and socio-political 
challenges facing the country – both as a result of 
COVID-19 and those trends already being experi-
enced prior to 2020 – it is likely that both business 
and consumer confidence will remain subdued.

WesBank’s prediction for the 2020 market 
prior to the pandemic saw a market down 3.5% 
to 518 000 units. The unprecedented reality was 
a 29.1% slump for the year to end on 380 449 
units, heavily impacted of course by COVID-19. 
“If we normalise the sales number to exclude the 
effects of COVID, we think we were slightly light 
on that outcome. If we look at the performance 
in the first two months of 2020 and impute 
that for the whole year, and combine it with the 
actual economic degradation, we think we would 
have seen a market that would have been down 
5.7% or a theoretical market of 506 056 sales,” 
De Kock said.

Based on this normalised baseline, WesBank 
predicts a continued worsening economic impact 
on new vehicle sales during 2021, which will result 
in a market total of 426 000 units, down 15.8%. In 
actual terms, but relative to 2020 sales, this would 
represent growth of 12%.

“Looking at these figures in the context of 
annual sales since 2000, one would have to go 
back to 2009/10 to find the last time we had figures 
similar to these, showing how new car sales have 
been negatively impacted by the slowdown in the 
SA economy.”

De Kock emphasised that many of the shocks 
experienced at the onset of the pandemic were 
not necessarily new experiences. “Many of the 
economic impacts exacerbated by the pandemic 
were previously experienced in 1998, 2001 and 
2008 when global growth collapsed and com-
modity prices and exchange rates fell in a global 
recession,” he explained. “But domestic supply 
and demand will continue to be a headwind as the 
market slowly recovers.

“The buydown trend where customers are 
seeking to reduce their monthly instalment by 
buying a more affordable vehicle continues to 
be a reality for many consumers,” said de Kock. 
“The evidence of this can be seen in the market 
growth of the new car segment that offers lower 
priced vehicles with customers willing to substitute 
high profile brands for more practical and 
affordable options.”

The used-car market has also been exception-
ally strong in the last six months, driven by cus-
tomers seeking to downscale their vehicle-related 
costs. “The substantial shift towards the used-car 
market is being driven mostly by the buydown 
effect, but also due to an increase in new car vehicle 

prices averaging close to double digit in the past 
year, and stock shortages due to COVID-19,” 
concluded De Kock. ■

The buydown trend where 
customers are seeking to reduce 
their monthly instalment by 
buying a more affordable vehicle 
continues to be a reality for 
many consumers.

Expected Growth Hiding Real Downturns

WesBank CEO, Chris de Kock.
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Toyota Back on Top
Toyota is back on top of the world’s vehicle sales 
rankings after trailing the Volkswagen Group for 
the past five years. Toyota and its subsidiaries, 
Hino, Daihatsu and Lexus, sold 9.53-million 
vehicles in 2020, which was 11% below its total 
in 2019.

The Volkswagen Group, which includes 
Volkswagen, Audi, Porsche, Skoda, Seat, Bentley, 
Lamborghini cars and Scania and MAN heavy 
trucks, saw its sales decline 15% to 9.31 million.

The battle in the future between these two 
dominant companies will be interesting as the 
Volkswagen Group launches a major onslaught 
with electrified vehicles. Analysts are predicting 
that if everything goes according to plan for the 
VW Group then it could surpass Tesla, the world 
battery electric car leader, by 2025.

Toyota is taking a more conservative approach, 
pushing its petrol-electric hybrids, plug-in hybrids 
and hydrogen fuel cell products while offering few 
battery-electric models. ■

Pandemic Boosts Interest 
in Motorcycles In SA

Rapid growth in online shopping and home 
deliveries have proved a blessing for motorcycle 
retailers in South Africa as sales in 2020 dipped 
only 1% below the 2019 figure, while four (or more) 
wheeled vehicle sales fell almost 30%.

According to the Association of Motorcycle 
Importers and Distributors (AMID), sales of 
new, powered two-wheelers totalled 20 644 units 
compared to 20 862 in 2019.

Arnold Olivier, the National Director of 
AMID, said that although the growth in the 
commercial segment of the motorcycle market was 
gratifying the leisure segments experienced swings 
during the year from as much as 22% growth to 
a decline of 38% in 2020, ending an average of 
15% down in 2019. The quad/utility segments 
experienced an overall decline of 9%, with supply 
shortages a problem as production schedules 
were cut.

Olivier added that there was growing volume 
in electric motorcycles and three-wheelers. ■

Simola Hillclimb Dates 
Announced

The organisers of the Simola Hillclimb have 
announced they are planning to hold this popular 
event in Knysna from 2–5 September, hopefully 
with a limited number of spectators. This event 
was staged for the first time 12 years ago but was 

cancelled last year and it was feared that this would 
happen again in 2021.

However, several other major motoring 
events, including the DJ run from Durban to 
Johannesburg for classic motorcycles, the 1000 
Bike Show in Gauteng and the Knysna and 
George motor shows have already been cancelled. 
The Pretoria Old Motor Club’s Cars in the 
Park expo is still scheduled for 1 August at the 
Zwartkops Raceway.

Jaguar Wants to Go 
All-EV by 2025

According to State of Charge, a weekly EV newslet-
ter compiled by the editorial staff of Car and 
Driver, Road & Track, and Autoweek, Jaguar is 
the latest automaker to announce its intentions to 
switch to electric vehicles. The luxury car maker 
plans to go EV-only by 2025. This is sooner than 
most others that have announced similar moves 
and years before corporate sibling Land Rover 
will do the same. The latter will introduce its first 
battery-electric model by 2024, but will keep inter-
nal combustion-engined offerings on sale a while 

longer, leaving itself some flexibility for markets 
where EVs barely exist at the moment.

This effectively means that the current crop 
of Jaguar models on sale are the last internal 
combustion-engined vehicles from the marque. 
Not all its models will make the transition to 
electric power, however, with the first victim 
being the XJ sedan. Development of the electric XJ 
was almost complete and it was scheduled to go on 
sale in 2022, but the plug was pulled at the eleventh 
hour. Other models might also not survive the 
planned transition to EV either, as the automaker 
seeks to offer a smaller line-up. ■

Entries Open for Dream 
Car Art Contest

Toyota South Africa Motors has announced that 
entries to the 15th annual Toyota Dream Car Art 
Contest are open and is inviting children who are 
under the age of 15 years before the competition 
closes on 31 March 2021 to enter.

The Toyota Dream Art Contest aims to inspire 
budding young designers by inviting them to 
submit sketches of their favourite cars.

The art contest was first held in 2004 and was 
conceptualised by Toyota President and CEO Akio 
Toyoda, who wanted to create a platform to teach 
children to use the power of dreams and imagina-
tion while stimulating their interest in cars.  

“We firmly believe that the arts are a powerful 
mechanism of escape – hence the importance 
of the Dream Car Art Contest,” said Glenn 
Crompton, Vice President of Marketing at TSAM. 

Snippets

continued on next page 
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Snippets

 continued from previous page

“We had concerns this year, just knowing that 
people are dealing with a lot more on their plates 
with the pandemic, and as such we hope that this 
competition will offer children a healthy outlet – 
even if it’s for a little while.”

Children from all over the world are invited 
to share ideas about the future of mobility by 
drawing their dream cars. Toyota hopes that this 
activity will help nurture the creativity of the 
next generation of great inventors, thinkers and 
dreamers. The competition comprises the National 
and the World Contest. The National Contest is 
held in each participating country until the end of 
March 2021.

Prizes up for grabs range from a PS5 to gift 
vouchers. There are also cash prizes for the schools 
that submit the most entries.

Entry forms and Terms and Conditions of the 
competition can be downloaded here. ■

Unique Mustangs Set to Give 
War Legend New Wings

The last remaining Spitfire warplane in South 
Africa took a step closer to achieving its first 
flight after more than twenty years, follow-
ing the purchase of a unique Mustang created 
between Vaughn Gittin’s authentic RTR Vehicles, 
Performance Centre, the South African Air Force 
(SAAF) Museum, and Friends of the SAAF.

During a handover event at the Swartkops 
airbase earlier this month, the excited new owners 
collected the keys to this one-of-a-kind Mustang 
and in the process made a valuable contribution to 
the overall restoration of Spitfire #5518.

This unique collaboration was formed with 
the sole purpose of converting ten standard 5.0L 
Mustangs into RTR Spec 5 wide body versions, 
each based on an accurate interpretation of South 
African aviation history. With every Spitfire 
Mustang, Performance Centre will make a 
donation of R75 000, which will go towards the 
repair and restoration of this iconic Spitfire, which 
crashed at Swartkops airbase in the 2000.

The first completed Mustang has already 
enabled the construction of a new hanger where 
work on Spitfire #5518 can begin.

To maintain absolute authenticity and 
credibility, every cosmetic detail on these hand-
painted supercharged Mustangs is significant and 
replicates the insignia from those aircraft flown 
by famous South African airmen in World War 
2. On the first Mustang, this includes the yellow 
markings on the wheels which mimic those found 

on the propeller’s leading edges. The badge on the 
Mustang’s nose is named after the manufacturer of 
the Spitfire’s propeller and the dash plaque inside 
the car is made from an actual piece of the crashed 
Spitfire plane. ■

Volvo Undertakes First-Ever 
Car/Bike Helmet Crash Test

Volvo Cars is certainly no newcomer to crash tests. 
In fact, the company has one of the most state-of-
the-art crash laboratories in the automotive world 
and it has long been synonymous with safety.

The Swedish vehicle manufacturer recently 
teamed up with top Swedish sports and safety 
brand, POC, to undertake the world’s first crash 
tests of bike helmets against cars. These vitally 
important tests can save lives and prevent harm 
to cyclists; Wearing a helmet can reduce a cyclist’s 
risk of sustaining a head and brain injury by up 
to 80% and the results of tests can contribute to 
saving lives and preventing serious injury. Click 
here to see how it was done. ■
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AutoTrader has launched a unique awards 
programme that celebrates excellence within the 
automotive industry. Known as the AutoTrader 
Car Dealer Awards, these accolades pay tribute 
to the people behind the businesses in the 
automotive industry.

As AutoTrader CEO, George Mienie, pointed 
out: “The South African automotive industry 
remains a massive contributor to our national 
GDP in South Africa. We would like to pay tribute 
to the people and dealerships in SA who work 
tirelessly to ensure that this remains the case. The 
AutoTrader Car Dealer Awards are entrenched in 
the belief that people are the most important and 
biggest differentiator in ensuring a sustainable and 

growing environment for this massive sector of 
our economy.”

Companies and individuals nominated for the 
AutoTrader Car Dealer Awards will fall into one of 
three categories: dealership, person and rising star. 
Anyone who believes that a company or individual 
in the automotive industry deserves recognition 
can go to www.cardealerawards.co.za/#nominate 
to submit the details of a person, team or dealer-
ship brand, regardless of skill set or title, that is 
deserving of positive recognition. Nominators 
don’t have to work for the person, team or dealer-
ship brand they’re nominating, and individuals 
can even nominate themselves.

Members of the automotive industry are 
furthermore encouraged to spotlight moments of 
excellence by submitting stories about individuals 
or dealerships who have gone the extra mile and 
provided exceptional solutions or acts of service. 
These will be published by AutoTrader through a 
#FeelGoodFriday social and digital campaign.

Angelique Lynch, AutoTrader marketing 
director, believes that the AutoTrader Dealer Awards 

could not have come at a better time. “This is a 
far-reaching campaign and I’m proud to say that, 
once again, we’re first to market. There are a number 
of sound business benefits of the AutoTrader Car 
Dealer Awards – we will deepen relationships with 
the dealers, create relevant content, promote our 
dealers to the consumers and extend our social 
media and PR reach. However, above all, this is 
about paying tribute to exceptional individuals and 
companies during one of the most challenging times 
in our industry and indeed in our country. It’s time 
to celebrate the great things that are happening in 
the automotive industry,” she concluded. ■

Unique Automotive Awards Programme Launched

Nominators don’t have to work for 
the person, team or dealership 
brand they’re nominating, 
and individuals can even 
nominate themselves.

The National Automobile Dealers’ Association 
(NADA) foresees an improved, but by no means 
smooth, road ahead for South African new vehicle 
dealers in 2021.

“Along with so many other industries, the 
hard lockdown at the pandemic’s onset forced us 
into a dire situation,” said NADA chairperson 
Mark Dommisse. “For a very uncomfortable 
period new vehicle sales were brought to a virtual 
standstill. Between April and October there were 
six amalgamations, 19 dealership sales and 38 
closures as a result of the economic slowdown.

“Midway through 2020 we began recov-
ery phases and franchise dealers have done 
everything in their power to transition from 
pure survival mode to finding their feet in 
tough trading conditions, even if it has meant 
evolving into leaner, more efficient businesses. 
This right-sizing, combined with government 
and rental agencies reopening fleet acquisi-
tions, has resulted in dealers experiencing 
some stability over the past four to six months,” 
Dommisse continued.

“The return in appetite from the car-buying 
public, no doubt stimulated by low interest rates 
and many banks’ financial relief plans, has also 
been crucial to recent recovery. In fact, NADA 
credits the South African government and financi-
ers for providing a strong foundation upon which 
our industry can rebuild.”

Dommisse stressed, however, that any market 
predictions are risky given the many uncertainties 
both locally and globally. A number of forces, some 
of which are outside South Africa’s control, could 
still impact the economy and dampen recovery 
efforts. One of these is a possible third wave of 
COVID-19 infections, which is almost inevitable in 
the winter months.

Of course, the success of franchise dealers is 
not measured only on sales, but also services and 
parts. A dealer’s income is split roughly fifty-fifty 
between vehicle sales and revenue generated by 
workshops and parts counters.

“We saw a sharp decline in servicing during 
initial lockdown phases, as work-from-home 
arrangements meant far less commuting and most 
drivers simply weren’t accumulating distance,” 
said Dommisse. “The panel beating industry was 
also severely affected, as fewer cars on the road 
saw fewer accidents. A grim fact perhaps, but a 
fact nonetheless.

“Since September, NADA’s member dealers 
have returned to near normality in workshops 
as a result of more regular commuting patterns. 
We also saw pre-holiday services close to normal 
numbers ahead of the December holidays.”

Dommisse notes that supply challenges with 
regard to new vehicle stock across brands are also 
impacting negatively on business. This is mostly 
due to global supply chain challenges, including 
a chip shortage which has and will continue to 
have an effect on global supply for the foreseeable 
short-term future.

NADA is however encouraged by a healthy 
used car market, as many consumers are reviewing 
household budgets and downscaling monthly 
vehicle expenses.

“Demand for second-hand cars is particu-
larly strong, and potential is high for used car 
departments and dedicated used car dealers. 
Unfortunately this does pose another challenge 
as demand is outstripping supply at the moment. 
We expect buoyancy in used car sales to continue, 
provided the flow of good quality second-hand ve-
hicles entering the dealer ecosystem is sustained,” 
concluded Dommisse.

Click here to watch the NADA chairman 
discussing the challenges and opportunities facing 
the automotive retail sector in 2021 with WesBank 
CEO, Chris de Kock and Marq Roberts, the CEO 
of the Fury Group. ■

Sales Predicted to Improve After Crippling 2020
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Volkswagen (VW) retained its record of the 
most category wins in the history of the annual 
Cars.co.za Consumer Awards when it won three 
categories at the 2020/2021 event. This brings VW 
number of category wins since the inaugural event 
six years ago to 19.

“With 50% of the final scores being based 
on after-sales data that incorporates customer 
feedback from vehicle owners, we are proud of how 
our customers continue to put their trust behind 
our range of vehicles,” said Mike Glendinning, 

Director: Sales and Marketing at Volkswagen 
Group South Africa.

Volkswagen’s Polo won the Compact Hatch 
category for the third year in a row.

With less than a year on sale in South Africa, 
the Golf GTI TCR won the fiercely contested Hot 
Hatch category. This is the fifth time in the history 
of the Cars.co.za Consumer Awards that the Golf 
GTI has won this category.

The T-Cross defended its Compact Family Car 
title with a back-to-back win.

“The fact that the locally manufactured Polo 
has won the Compact Hatch category for three years 
in a row, is a testament of our world-class manufac-
turing facility in Uitenhage. I am also incredibly 
proud of how the T-Cross has managed to not only 
defend its title with another win this year, but has 
become a dominant player in the A0 SUV segment. 
As Volkswagen gears to launch the Golf 8 GTI lo-
cally from the second quarter of this year, the win 
by the Golf GTI TCR is a fitting tribute to the Golf 7 
range in South Africa,” Glendinning concluded. ■

Buying a second-hand vehicle can be an exciting purchase and a good 
economical decision, provided there are no unexpected surprises. Typically, 
the reliability of a second hand car is at the forefront of most buyers’ minds, 
particularly now that finances are so tight, but how can a consumers be sure 
that he or she is buying a reliable car and know if it has not been previously 
involved in a serious accident?

Cars that have been severely damaged and which should have been 
written off as scrap as they are beyond repair, often end up being repaired 
and placed back on the road. To the untrained eye these cars may look 
acceptable, but hoist them up and take a closer look and you would be 
shocked at the quality of the repair job and the severity of the previous 
damage incurred.

According to Richard Green, National Director of the South African 
Motor Body Repairers’ Association (SAMBRA), the problem in South Africa 
is that there is no way of checking if that car has been written off previously in 
an accident and this makes it difficult for consumers to assess if the appar-
ently showroom-condition vehicle they are buying is exactly what it claims to 
be. “We have repeatedly appealed to the South African Insurance Association 
(SAIA) to make this information available for consumers and accredited and 
reputable dealers alike,” said Green.

“If SAIA would just agree to making write-off information available on 
a public register where the VIN number of a vehicle can be checked before a 
used-car purchase decision is made, these types of problems and the massive 
consequential damages they cause, could be avoided. All insurance companies 
routinely forward this information to SAIA, where it is them captured on a 
Vehicle Salvage Data (VSD) system.”

SAIA’s argument is that if the database is made public, this would be 
unlawful and allow criminals to have access to the entire non-life insurance 
industry database of scrapped vehicle VINs, leading to a dramatic increase in 
false financing and insurance of cloned vehicles. 

“We appreciate that much of the information contained in the VSD 
system such as the owner’s ID/company registration number is confidential 
and should be kept that way. We have no argument at all with the purpose 
and integrity of the VSD system and we agree with SAIA about the dangers of 
releasing the full register of confidential information. Our argument is that if 
the primary reason the VSD system database was created was to combat crime, 
how come this is still such a big problem?”

Green is of the opinion that the entire system, including the registra-
tion process, needs a shakeup so that consumers are not landed with 
poorly repaired and structurally unsafe second hand vehicles with Code 2 
Registration licences. ■

SAMBRA Warns Buyers of Used Vehicles

This Ford Ranger was sold with a valid Code 2 licence disk. On inspection it 

had 35 serious faults. There is no way this vehicle could pass a roadworthy test 

with so many dangerously and poorly repaired items.

VW Continues Dominance of Consumer Awards
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About the VPI
TransUnion publishes the VPI on a quarterly 
basis. The vehicle risk intelligence company 
calculates the VPI from data it receives on 
monthly sales returns from thousands of 
dealers throughout the country, as well as 
vehicle financing registrations from all of the 
major banks and vehicle finance houses.

116,586
VIN numbers

35,246 NEW
vehicles financed

81,340 USED
vehicles financed

VPI Q4 2020 – RESULTS

Vehicle Pricing Index (VPI) and Consumer Price Index (CPI)

New Vehicle Prices 
New vehicle price increases are above inflation and are forecast to increase further in the 
coming months.

Used Vehicle Prices 
Used vehicle price increases have also moved up, to 2.9%. We expect this new vehicle price 
increases to stabilise. 

2.9% 9.6%

1.2% 2.9%

Vehicle Price Inflation: NEW
New vehicle pricing increased from 2.9% 
in Q4 2019 to 9.6% in Q4 2020.

Vehicle Price Inflation: USED
Used vehicle pricing increased from 1.2% 
in Q4 2019 to 2.9% in Q4 2020.

USED-TO-NEW RATIO: 2.31 : 1

The ratio indicates finance houses are financing 2.31 used vehicles for every 1 new vehicle. 
This ratio should remain consistent in the coming quarter. 

Q4 2020 Vehicle Asset Finance Results
The over-300,000 band is at its highest since we started 
tracking in 2011, a positive sign going into the next quarter, 
albeit at lower volumes.

<R200,000 R200,000-R300,000 >R300,000 
32% 28% 40%

15 top volume

18 YEARS
going strong

Want to learn more? 
Download the full report at 
https://www.transunion.co.za/lp/VPI 

© 2021 TransUnion LLC All Rights Reserved | 21-1322596

2.31 USED 1 NEW

manufacturers

Index - New (Rate) Index - Used (Rate) CPI - Base = Jan 2000 (Rate)

TransUnion Vehicle Pricing Index Q4 2020
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The South African automotive industry 
faces a challenging 2021, with new 
vehicle prices continuing to climb well 
above the inflation rate in a market 
already severely constrained by the 
financial effects of the COVID-19 
pandemic.

This is according to the latest 
TransUnion SA Vehicle Pricing Index 
(VPI), which shows vehicle prices 
rose above the inflation rate for the 
third successive quarter in Q4 2020 at a 
time when consumers were financially 
constrained and many car dealers were 
battling to stay in business. According to Kriben Reddy, vice president of 
auto information solutions for TransUnion Africa, this trend could herald 
further car price increases in 2021.

“The positive indicators of lower petrol prices, interest rates and 
inflation are not enough to move consumers into new vehicle purchases at 
this stage. Consumer confidence remains low as a result of the COVID-19 
pandemic and ongoing unemployment rate concerns, negative economic 
growth rates and pressure on disposable income all having an impact,” 
said Reddy.

As expected, total financial agreement volumes in the passenger vehicle 
market decreased by 9% in Q4 2020 compared to the same period in 2019, 
with new vehicle finance deals down 14.8% and used vehicles down 6.2%. 
At the same time, the VPI for new vehicles rose sharply to 9.6% in Q4 2020 
from 2.9% in Q4 2019, with the used vehicle VPI rising to 2.9% from 1.2% 
over the same period.

The VPI measures the relationship between the increase in vehicle 
pricing for new and used vehicles from a basket of passenger vehicles which 
incorporates 15 top volume manufacturers. The index is created using 
vehicle sales data from across the industry.

The used-to-new vehicle ratio in Q4 2020 remained largely consistent, at 
2.31:1. This means that for every new vehicle financed, 2.31 used vehicles are 
financed. The make-up of used vehicle sales shows that only 35% of vehicles 
financed are under two years old, with demo models making up 6% of used 
financed deals. This indicates an ongoing preference for older vehicles while 
pressure on disposable income remains.

The percentage of cars (new and used) being financed saw a clear 
movement out of the below-R200 000 bracket towards vehicles in the 
R200 000-R300 000 bracket. This reflects the fact that as inflation drives 
new car prices up, there is a greater demand for used vehicles, which in turn 
drives used vehicle prices up as well.

Where 2020 was a time of ‘keeping the lights on’ for many dealers 
and industry players, Reddy believes the theme for 2021 will shift more to 
refocusing and recovery as the industry looks to adapt to new buying pat-
terns and customer behaviours. This includes repurposing local manufac-
turing plants to meet the growing demand for electric vehicles, and dealers 
looking to digital tools to transform the buying and selling experience 
for consumers.

“This is a tough time for dealers, and 2021 will still be a challenging 
year. We are confident that we will see an increase in vehicle sales over 2020, 
but the real reference will be how quickly we can recover to 2019 levels,” 
Reddy concluded. ■

Kriben Reddy, vice president 

of auto information solutions for 

TransUnion Africa.

Refocusing and 
Recovering in 2021
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Corporate Social Responsibility

Ford Motor Company Fund, the philanthropic arm 
of Ford Motor Company, has strengthened its com-
mitment to road safety by providing funding for 
the ChildSafe Pedestrian Safety Programme. The 
aim of the project is to create safer environments 
for child pedestrians around school zones, chang-
ing road user behaviour and raising community-
wide awareness around pedestrian safety. It aims 
to benefit 15 000 school children, 5 000 parents and 
150 teachers.

“Approximately 11 million children walk to 
school every day in South Africa,” said Yolande 
Baker, Executive Director of ChildSafe. “Tragically, 
child pedestrians constitute 64 per cent of all child 
road deaths in SA, which has good road infrastruc-
ture for cars, but not pedestrians. Children are 
highly vulnerable on the way to school due to their 
small height and underdeveloped cognitive abili-
ties. This, combined with the lack of safe walking 
areas, speeding drivers and drivers not looking out 
for pedestrians, results in South Africa’s high child 
pedestrian fatality rate.”

With road safety being one of the core 
focus areas for the Ford Motor Company Fund, 
it has provided a US$50 000 (R750 000) grant 
to ChildSafe to support its child road safety 
campaign. “Thanks to Ford’s generous funding, we 
are now able to initiate Walk This Way, a holistic, 
multi-level intervention which addresses road user 
behaviour, along with improving the road environ-
ment for children of schools in high-risk areas,” 
Baker commented.

The project will focus on six schools along 
the same stretch of road in Mamelodi near 
Ford’s Silverton Assembly Plant in Pretoria, 
along with a further six schools in New Brighton 
in Port Elizabeth, close to Ford’s Struandale 
Engine Plant.

One of ChildSafe’s first steps for the project 
will be to conduct a road safety assessment 
of the immediate school environment and to 
consider what traffic calming measures need to 
be put in place. This will be done in conjunction 
with local government and relevant school and 
community bodies.

Schools in the areas that have been identified 
will be encouraged to work together to create safer 
school zones for child pedestrians by considering 
how best to divert traffic away from school gates 
and reducing speed in such areas. In addition, 
teachers will be trained to adapt and implement 
ChildSafe’s locally developed road safety materials 
for classroom-based education. Parents will also 
be involved in order to advocate the reduction 
of speed around schools and to model positive 
pedestrian behaviour.

“South Africa has a deplorable road safety 
record, and pedestrian injuries and fatalities are 
the number one killer of young children in our 
communities in South Africa, yet this can be ef-
fectively addressed by changing driving behaviours 
and raising pedestrian awareness,” said Minesh 
Bhagaloo, Communications General Manager of 
Ford South Africa. “Ford is not only committed 

to the upliftment of the communities we operate 
in, but we have a specific focus on creating better 
drivers and increasing awareness regarding road 
safety through our free Ford Driving Skills for Life 
driver training programme.

“The ChildSafe Pedestrian Safety Programme 
is a perfect fit for us with its targeted approach 
towards introducing practical changes to the 
pedestrian zones around schools, along with 
crucial education and awareness initiatives that 
start with the children and carry through to all 
road users,” Bhagaloo said. “This is not only an 
investment in our community and a reaffirmation 
of our commitment to South Africa and its people. 
It is also an investment in our youth and therefore 
our future, because when the children are safer, 
everyone will be safer.”

For more information on ChildSafe, visit 
www.childsafe.org.za/. ■

Ford Commits to ChildSafe Pedestrian Safety Programme

Earlier this month Isuzu Motors South Africa 
(IMSAf) welcomed the next group of Youth 
Employment Service (YES) candidates to the 
Youth Employment Service (YES) programme, 
which was launched by President Cyril Ramaphosa 
in 2018 with the aim to afford young South 
Africans paid work experience.  

The 42 new candidates have been placed in 
various departments across the company and its 
subsidiaries.

Wayne Osborne, IMSAf ’s Senior Manager 
of Training and Organisational Development, 
said the company is fully committed to the 
growth and development of young South 
Africans. He said that despite challenging 
conditions and COVID-19 restrictions, last 
year’s group performed very well. “Despite 

challenging conditions and COVID-19 restric-
tions, about 10% of last year’s candidates were 
successful in their respective external job ap-
plications, while Isuzu will retain about 21% of 
them, primarily in our production operations,” 
he explained.

“This year we have once again recruited 
talented individuals, several of them with a 
tertiary qualification, but with no work experience. 
And again, we partnered with Harambee Youth 
Employment Accelerator in terms of recruitment 
and job readiness training. We also involved 
ENGELI Enterprise Development in the skilling of 
the candidates, prior to them starting at the com-
pany.  We believe that this programme provides 
an opportunity to gain skills, learn workplace 
discipline and to grow and develop on a personal 
level,” Osborne said. 

According to Stats SA the youth unem-
ployment rate in South Africa in 2020 was at 
55.75%. The youth aged between 15 and 24 years 
are the most vulnerable in the South African 
labour market. ■

Support for YES Programme Continues
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Corporate Social Responsibility

Hyundai Automotive South Africa handed over two vehicles to community 
service organisations recently. Gift of the Givers received a Hyundai H100 
and the Bedfordview Community Police Forum (BCPF) received a Venue 
compact SUV as part of an ongoing sponsorship of this important community 
organisation.

According to Gavin Henry, chairman of the BCPF, the forum plays an 
important role in fighting crime and keeping residents of Bedfordview and 
surrounding areas safe.

“We liaise between the South African Police Service, in particular the 
Bedfordview police station, and the community in the area. The Venue will be 
used to patrol the area and respond to incidences,” Henry explained. “This is 
the fourth Hyundai vehicle that the BCPF has had the use of as a result of the 
partnership with Hyundai,” said Henry.

Commented Stanley Anderson, Hyundai Automotive SA’s sales and 
operations director: “We realise what a great service the forum delivers, often 
in dangerous and onerous conditions, and we trust that the use of the Hyundai 
Venue will make their task lighter.”

In 2020 Hyundai Automotive SA donated two H-100 Bakkies and a H-1 
9-seater bus to Gift of the Givers as part of its COVID-19 social investment, 
and this was followed up earlier this month with the donation of another 
H-100 Bakkie with a canopy from Beekman,.

The mission of Gift of the Givers, a non-governmental organisation 
started by Dr Imtiaz Sooliman in 1992, is to provide nutritious food and 
other essential items to impoverished children and families who are suffering 
in South Africa, and whose circumstances have become even more dire due 

to the effects of the COVID-19 pandemic. Gift of the Givers has worked in 
many countries around the world and is the largest disaster relief group of 
African origin. ■

Hyundai Supplies Vehicles to Community Service Organisations

Gavin Henry (left), chairman of the Bedfordview Community Police Forum, 

receives the keys for the Venue compact SUV (on the right in the background) 

from Stanley Anderson, sales and operations director of Hyundai Automotive 

SA. The Venue replaces the Hyundai Accent (left in the background), which 

the BCPF used for the past year as a sponsored vehicle from Hyundai 

Automotive SA.

Mitsubishi Motors South Africa’s 59 national deal-
ers went out of their way over the Valentine’s Day 
weekend to show support for doctors, nurses and 
other medical workers fighting in the frontlines of 
the fight against COVID-19.

One of the Mitsubishi Motors’ private dealer-
ships, Carter Mitsubishi Motors Melrose, showed 
their appreciation by handing over Valentine’s 
Day hampers to nurses at Netcare Rosebank. 
The staff of Mitsubishi Empangeni did the same 
for the nurses at Melomed Cardiac Hospital in 
KwaZulu-Natal.

Not to be outdone were the sales and service 
personnel of Ronnies Motors Mitsubishi East 
London, who handed over chocolates and bouquets 
of red roses to nurses at Beacon Bay Life Hospital. 
The same was done for the nursing staff at the Steve 
Biko Hospital by Mitsubishi Motors Hatfield’s staff.

The Mitsubishi Motors Boksburg dealer-
ship – which is part of Mitsubishi Motors East 
Rand – sent bouquets of chocolates and other 
edibles, and roses to the weekend staff of the 
Medicross Boksburg.

Reaching out in Mpumalanga, the Mitsubishi 

Motors Ermelo branch showed their appre-
ciation for the medical frontline workers at 
Mediclinic Ermelo.

Heading west, Mitsubishi Motors Mahikeng 
and Mitsubishi Motors Lichtenburg pooled their 
resources to deliver Valentine’s Day hampers to the 
staff at General De La Rey Memorial Hospital in 
Lichtenburg.

Mitsubishi Motors Klerksdorp set hearts rac-
ing by delivering Valentine’s Day hampers to staff 
at the Wilmed Park Hospital, while Mitsubishi 
Motors Witbank attended to medical staff at the 
Life Cosmos Hospital.

“Medical workers are often taken for granted. 
But when COVID-19 hit, they were literally in 
the front line, fighting an unknown enemy that 
has turned the world upside down,” said Nic 
Campbell, General Manager of Mitsubishi Motors 
South Africa.

“The Mitsubishi Motors South Africa 
Valentine’s Day outreach was our way of thanking 
the faces who are always behind a mask – not 
just during this pandemic. We salute you!” 
Campbell concluded. ■

Mitsubishi Staff Shower Medical Workers 
with Love
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At the end of January, Global NCAP announced 
the results of its latest #SaferCarsForAfrica crash 
test, run in partnership with the Automobile 
Association of South Africa (AA) and with the 
support of the FIA Foundation and Bloomberg 
Philanthropies.

In a milestone moment for vehicle safety, 
the Mahindra XUV300, manufactured in India, 
became Global NCAP’s first five-star car in Africa. 
The vehicle also achieved a five-star rating for the 
Indian market in 2020.

Adults Occupant Safety

The crash test revealed that the protection offered 
to the driver and passenger’s head and neck 
was good, as was that for the chest of the front 
passenger. Protection for the driver’s chest was 
deemed to be adequate. The bodyshell was rated 
as stable and capable of withstanding further 
loadings. Footwell area was also rated as stable. 
In terms of side impact, the vehicle met the 
technical requirements of Side impact Regulation 
UN95. The XUV300 has ABS as standard, as 
well as seat belt reminders for both driver and 
front passenger.

Child Occupant Safety

The child seat for the three-year-old was able to 
prevent excessive forward movement during the 
impact offering fair protection to the chest. The 
18-month-old CRS was installed with ISOFIX 
and support leg and protection offered to the 
1.5-year-old dummy was good. The vehicle offers 
standard ISOFIX and top tether anchorages in the 
two outboard rear seats and does not offer three-
point belts in all seating positions. The car offers 
passenger airbag disconnection switch in case a 
rear facing CRS needs to be installed in the front 
passenger seat.

Commented AA CEO, Willem 
Groenewald: “This is a milestone event for the 
#SaferCarsforAfrica project, and signals that it is 
possible to achieve this excellent rating for vehicles 
in our market. We are particularly pleased that 
this rating has been achieved through a compli-
ance review. We applaud the fact that there is a 
reasonably priced five star vehicle available in 
Africa which gives consumers a safe choice when 
purchasing a new car.”
Watch the Mahindra XUV300 crash test here. ■

Global NCAP’s First Five Star Car in Africa

The Mahindra XUV300 is the first vehicle to receive a five-star rating in the ##SaferCarsForAfrica crash test.

The Mahindra XUV300, 
manufactured in India, became 
Global NCAP’s first five-star car 
in Africa.
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On 1 July 2020 South Africa’s Protection of Personal Information Act (POPIA) 
officially came into effect. The Act is designed to give people more control over 
their personal information and how it gets used.

The situation in South Africa differs from that of many other countries 
that have similar legislation, because most countries regulate the processing 
of people’s personal information only. However, in South Africa, the law also 
regulates personal information of existing companies, close corporations and 
the like.

POPIA is going to impact the way the automotive industry does business 
in many ways, but in order to determine to what extent it is important to first 
understand the definitions of “personal information” and “processing”.

The definition of personal information covers a very broad spectrum of 
information, such as a person’s race, gender, age, medical history, employment 
history, address and various other classes of information. The definition also 
includes a person’s biometric information (such as their fingerprints), as well as 
private correspondence and opinions of an individual.

Processing has an equally wide definition. Basically it covers anything that 
one can do with personal informa-

tion. It would include anything 
from collecting information to 
destroying it. For this reason, 
businesses must carefully 
consider what they do with 
personal information and 
whether it is even necessary 

to collect that information in 
the first place.

To this end it is im-
portant to review 

the forms 
used to 

gather 
informa-
tion (for 

example  application forms) to determine whether it is necessary to request all 
the information dealt with in those forms. What this means is that if you don’t 
need to have the piece of information for the purpose of the transaction, you 
should not ask for it.

The POPIA also identifies three key role players that will be involved in the 
protection of personal information.

The responsible party is the party that processes the personal informa-
tion. The responsible party determines the purpose for which the personal 
information is needed and who can outsource a part or all of the processing of 
the personal information to a third party.

The person to whom the personal information relates is known as the 
data subject. An example of this would be a consumer such as a person buying 
a vehicle.

If a third party processes personal information for a responsible party, the 
third party will be a processor. An example of this would be the deeds office. 

Of course there are plenty of other factors that need to be considered too.
One of these is the fact that de-identified or aggregated information does 

not fall within the POPIA’s scope. Information is considered to be de-identified 
if the information that links it to a specific data subject has been deleted, or the 
link between a data subject and his/her personal information has been broken 
to such an extent that the information can’t be linked back to the relevant data 
subject again. 

Clearly this is a minefield of potentially disastrous consequences and one 
that must thus be carefully navigated. Lightstone, a provider of comprehensive 
data, analytics and systems on property, automotive and business assets, is 
creating and sharing information that may be useful to automotive profes-
sionals in preparation for the new ways of working and will – over the coming 
months – be sharing monthly insights and information on POPIA and what it 
means for businesses.

Part 1 of this series focuses on the client contact book, also known as 
master customer and client contact lists – what they are, what information they 
contain and how the POPI Act will change the way in which that information 
is obtained and used. To learn more, visit: 
https://lightstoneauto.co.za/popia.aspx. ■

What You Need to Know About the POPI Act
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While the South African automotive component 
manufacturing industry was negatively affected 
in 2020, it caused local manufacturers to harness 
their areas of competence to manufacture products 
for alternate markets.

This was the message after the recent Turkey-
South Africa Global Supply Chains initiative, with 
the focus on how the COVID-19 crisis has acceler-
ated the trend to develop more resilient global 
supply chains by increasing the focus on localisa-
tion and searching for new production centres. The 
session was organised by the Foreign Economic 
Relations Board of Turkey (DEIK) and the South 
Africa Business Council, in collaboration with the 
Embassy of the Republic of Turkey in Pretoria.

According to Renai Moothilal, Executive 
Director of the National Association of 
Automotive Component and Allied Manufacturers 
(NAACAM), a number of the organisation’s 
members have successfully moved into manufac-
turing for other markets, producing products such 
as medical devices.

“The industry’s focus and challenge now is to 
see how local component manufacturers can play 
more actively in different parts of the industry, 
globally,” he commented.

Moothilal continued by saying that the 
pandemic has also affected the global supply chain 
in terms of inputs for the SA automotive industry. 
“Local Tier 1 suppliers and OEMs look at global 
production and logistics costs, and due to uncer-
tain global volumes and increased COVID-19 
compliance, it makes sense to try and find efficien-
cies by moving to local source of services, as well as 
for sourcing input material.

“In assembly and for supplying OEMs, the 
input of subcomponents is dictated by global 
source requirements. The opportunity for Turkey 
and South Africa is to find technical partnerships 
that can serve as alternate supplier technologies 
that fit the specifications that meet existing global 
source requirements,” explained Moothilal.

“The current disruption in the supply chain 
makes a case for partnerships with T1 Turkish 
companies and to some extent, T2 companies too.

“The SA-Turkey initiative will continue to 
assess how the new normal will shape the future 
of value chains and potential cooperation areas 
that could be evaluated between Turkish and 

South African stakeholders to attract new opportu-
nities for Turkish and South African businesses in 
post-COVID period,” Moothilal concluded. ■

Renai Moothilal, Executive Director of the National 

Association of Automotive Component and Allied 

Manufacturers (NAACAM).

New Initiative to Unlock Automotive 
Manufacturing Capabilities

The Road Freight Association (RFA) has expressed 
its shock and concern over the recent suspension of 
the CEO of the Road Traffic Infringement Agency 
(RTIA), Japh Chuwe, amidst allegations of serious 
maladministration. This has a severe impact on 
the implementation of the highly controversial 
Administrative Adjudication of Road Traffic 
Offences Act (AARTO), which is scheduled for July 
this year.

Whilst the RFA welcomed the uncovering 
of corruption, the organisation believes that it 
would be irresponsible and reckless for govern-
ment to proceed with the implementation of 
AARTO. The RFA has, over the years, expressed 
concern and uneasiness about AARTO and its 
susceptibility to fraud, corruption, and money 
laundering and the latest announcement has 
confirmed these fears.

“Once AARTO is implemented, the RTIA will 
be handling billions of Rand. How can we now 

trust the entity – especially when the dishonesty 
and corruption is allegedly at the highest level? 
We already face huge corruption, extortion and 
intimidation at the hands of traffic police on a daily 
basis and this latest development has highlighted 
how rampant dishonesty is in the public service – 
especially in the traffic law enforcement and 
management structures. These allegations have 
undermined what little faith we had in RTIA. If 
the system is implemented, we envisage theft on a 
grand scale,” the RFA commented.

The organisation once again proposed that 
AARTO be shelved. The continuously amended 
system is all about generating revenue and not at 
all about road safety, which was what the system 
was originally about. Huge administrative re-
sources will be required to implement and sustain 
an antiquated and cumbersome system, putting 
additional burdens on already-overburdened 
government authorities and the private sector.

The Road Traffic Management Corporation 
(RTMC) – another Agency of the Department 
of Transport – already costs motorists hundreds 
of millions of Rand per annum through the 
levy imposed on all eNatis transactions. This 
was supposed to be a temporary measure to get 
the RTMC on its feet. Like all other levies,  this 
has become permanent with no added value to 
citizens. The RTMC needs to step up and do its 
job, that is, to manage road traffic according 
to proper traffic management strategies with 
effective centralised road safety interventions and 
operational management.

The RFA believes that proper traffic 
management strategies which focus resources to 
address hazardous locations and other aspects 
of unsafe road behaviour would be far more 
effective in improving road safety – rather 
than the current cumbersome AARTO system 
being proposed. ■

RFA Wants AARTO Stopped in its Tracks
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BY STUART JOHNSTON

The recent refreshment of the Suzuki Ignis was 
a great chance to revisit a little micro cross-over 
vehicle that was launched to great aplomb back 
in 2017. In fact, it was a finalist in the 2018 COY 
competition here, and won a Drive360 Car of the 
Year award in its category. It was also chosen as the 
2018 Urban World Car of the Year runner up.

The latest Ignis has been refreshed with a 
strong Suzuki-corporate frontal treatment, with 
a much more prominent “S” badge on the grille. 
The grille itself has been beefed up by four slots 
with chrome surrounds. The GLX model also has 
extra chrome accents on the grille for even more 
rear-view-mirror presence!

The GLX model, our test vehicle, also features 
roof rails and flared wheel arch extensions, and 
below the newly designed bumper there is a faux 
scuff plate in silver, a design feature also repeated 
at the rear.

Actually these SUV pretensions are not 
totally out of place, because on bad roads and 

even gentle trails, the Ignis handles itself well. 
Ground clearance, at 180 mm, is good for this 
class of vehicle.

There is plenty of space inside the short little 
car, which has a relatively long wheelbase of 2 435 
mm. There is a touch screen infotainment system 
that includes a reverse camera on the GLX, and 
smart-phone compatibility is part of the infotain-
ment deal/ Park sensors are also standard on 
the GLX.

The little 1,2-litre Suzuki four-cylinder petrol 
motor provides a degree of acceleration in the 
lower gears that is quite impressive, the maximum 
outputs figures being 61 kW and 113 Nm of torque. 
Key to this is that the overall weight remains low at 
just 860 kg. Despite this low weight, the Ignis has 
a very solid feel, which accounts for its popularity 
here over the past four years.

There is not much feel to the steering, which 
has very high rates of power-assistance, but the 
car tracks straight and true on the highway. The 
gear shift for the five-speed manual gearbox is an 
absolute silky, minimal-effort delight, as is the low 
fuel consumption figure of just 5,3 litres /100 km 
that we achieved.

I happen to think the Ignis is still one of the 
cuter cars on the South African roads. The boot is 
not exactly large at 260 litres, but it is adequate for 
this size of car.

Pricing is R193 900 for the 1.2 GL, R223 900 
for the 1.2 GLX 5-speed Manual (our test model) 
and R240 900 for the 1.2 GLX Automatic. Prices 
include a two-year/30 000 km service plan and a 
five-year/200 000 km mechanical warranty. ■

We Drive

Despite this low weight, the 
Ignis has a very solid feel, which 
accounts for its popularity here 
over the past four years.

The latest Ignis has been 
refreshed with a strong Suzuki-
corporate frontal treatment, with a 
much more prominent “S” badge 
on the grille.

Road Impression –  The Ignis Revisited
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New Models

BY STUART JOHNSTON

The new Mazda CX-30 compact SUV is yet another 
example of the great-looking cars that Mazda is 
producing these days. This is the second so-called 
“alternative-to-premium” model launched by 
Mazda, where the accent is on style and quality, 
rather than on a bewildering array of features. The 
Mazda3 sedan also uses this approach.

The styling theme for this new Mazda follows 
on from the previously launched CX-3 and CX-5 
SUVs, and this new model slots in between them in 
terms of size and (just) pricing.

Looks-wise, the CX-30 body is devoid of 
styling lines along the flanks, which Mazda feels 
that many rivals use to create a contrived type of 
“character”. Instead, the body panels are designed 
using an interplay of curves to create contrasts 
between light and shade – a Japanese art form 
known as Utsuroi. It is quite fascinating to see the 
emerging S-type shapes that emerge on the flanks 
if you photograph the car from different angles in 
soft light.

Inside, this subtle styling theme continues, and 
the flow of shapes makes for an extremely pleasing 
cabin. The materials used inside are also of very 
high quality with upmarket textures. You won’t 
find items like lane-keeping assist and blind-spot 
monitoring here, but you will be impressed by 
the fact that the slim roof pillars offer very good 
rear-view capability through the mirrors.

An enormous amount of attention has been 
paid to noise suppression inside the cabin, includ-
ing a technique separating the underside of the 
carpeting from the floor pan, so that vibrations 
into the cabin are further insulated. Wind and road 
noise in the car is at an extremely low level, and 
all this fits into Mazda’s “alternative-to-premium” 

approach, where quality is of the built-in, rather 
than the add-on variety.

Ride quality over both smooth and bad roads 
is superb.

The engine is Mazda’s 2,0-litre naturally-
aspirated four-cylinder petrol unit developing 
121 kW and 213 Nm of torque. At the launch, 
questions were once again asked about whether a 
turbocharged model was coming, and the answer 
for now, at least, was no.

All models in the range use the same engine, 
and the same six-speed automatic gearbox. After a 
morning’s drive, one concludes that this naturally 
aspirated engine is more than adequate for the 
kind of driving this car is designed for. And 
research has shown that automatic gearboxes in 
this market segment have made manual gearboxes 
in the compact SUV segment all-but-redundant.

The new CX-30 comes in three model variants. 
These are the Active 2.0 model at R469 000, the 
Dynamic 2.0 model at R499 000 and the Individual 
2.0 model at R540 000. The asking price includes 
a rather moderate three-year service plan and 
three-year warranty. ■

Mazda’s CX-30 – An Alternative to Premium

BY STUART JOHNSTON

Peugeot is targeting monthly sales of 100 units 
per month with its new 2008 compact SUV. And 
the new management at Peugeot South Africa is 
convinced that the striking looks of the new Pug 
will play a big part in achieving this.

Peugeot South Africa Managing Director, 
Leslie Ramsoomar, also pointed to the establish-
ment of five new dealerships for the brand in 2020, 
as well as a much improved parts supply from 
its large new headquarters in Midrand, and an 
intensive training programs being implemented for 
dealer staff.

The new Peugeot is certainly striking, with 
its three-claw headlight arrangement backed up 
by sabre-tooth LED running lights. The interior 
of the car lives up to the expectations created by 
the dramatic exterior, and the is dominated by its 
small-diameter steering wheel and the intriguing 
new 3D instrument panel.

You have to acclimatise yourself to the 
steering wheel by setting it low so you can see the 

instrument panel. Once this is done, the overall 
driving feel behind the wheel is extremely sporty 
and satisfying.

The rest of the cabin offers an impressive array 
of stowage space, an attractive infotainment screen 
with smart-phone compatibility, a good finish to 
the materials used, and an overall upmarket feel.

The premium look on the GT model we drove 
is augmented by good rear seat space and a large 
boot that is class-leading at 434 litres.

Engine-wise, three of the new 2008 models 
use the same 1,2-litre turbocharged four-cylinder 
petrol engine, which produces 96 kW and delivers 

a 0–100 km/h time of 9,1 seconds and a top speed 
of 198 km/h. The entry-level model uses a similar 
engine but with a 74 kW output, and this is the 
only manual model available in the range. The 
other three, more up-market derivatives, all use a 
six-speed automatic gearbox.

On our launch drive in the GT model, we 
achieved an overall consumption in the region of 
8,5 litres/100 km after some quite rapid driving 
and a fair degree of dirt-road travel. The claimed 
overall figure is 6,5 litres/100 km, which is prob-
ably a bit on the optimistic side, as are most manu-
facturers’ claims in this area of car marketing.

Overall, the Peugeot 2008 (you say two-
thousand-and-eight) is competing in a lucrative 
and growing segment of the new car market 
in SA. The range, with pricing is as follows: 1.2 
Active (74 kW) Manual at R359 900; 1.2 Active 
(96 kW) Automatic at R399 900, 1.2 Allure 
96 kW Automatic at R429 900 and the 96 kW GT 
Automatic at R479 900.

All Peugeot 2008 models come with a 
five-year/100 000 km warranty and a three-
year/60 000 km service plan. ■

New Peugeot 2008 Compact SUV Sets Sail
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Working Wheels

UD Trucks Southern Africa recently introduced 
two new additions to its Croner range, to meet 
the increased demand in the urban and regional 
logistics sector.

First launched in 2017, UD Trucks’ Croner 
range originally operated only in the heavy 
commercial vehicle (HCV) segment. Through UD 
Trucks’ expansion programme, the new Croner 
truck-tractor will be classified as an extra heavy 
commercial vehicle, operating in the lightweight 
truck-tractor segment for vehicles up to 350hp. The 
new LKE 15-tonne freight carrier will operate in 
the 8-tonne payload segment in the HCV segment.

According to Rory Schulz, UD Trucks 
Southern Africa’s marketing and sales director, the 
company is expanding its Croner range to improve 
its offering in urban and inter-city distribution.

“In the very competitive 8- to 9-tonne payload 
segment, we saw the need for a fuel efficient, high 

payload unit with good drivability at good value 
for money. With the new model introductions, we 
are improving payload and fuel efficiency, while 
adding more driver comfort and extending service 
intervals,” Schulz explained. “With UD Trucks 
Telematics Services as standard and a region wide 
dealer network, fleet owners are supported no 
matter where they operate.”

The Croner LKE 210 freight carrier boasts a 
GH5, 5-litre engine and an Allison 2500 series 
automatic transmission.

With 850 Nm of torque on tap and a good 
transmission ratio, the truck can quickly get to the 
60 km/h mark in city, or to the 80 km/h where the 
law allows. The LKE 210 has a low tare mass and 
optimised wheelbase of 5 500 mm for both volume 
and mass payloads.

“The Allison automatic transmissions ease the 
job at hand for drivers who spend the day in the 

urban environment, facing long hours of traffic 
with multiple stops and cargo drops,” explained 
Schulz. “The new generation torque converter 
with early lock-up also ensures a smooth and easy 
drive so driver fatigue is reduced. Additionally, 
the enhanced power shifts lead to more efficient 
fuel consumption, comfort, manoeuvrability 
and performance.”

The Croner 4×2 PKE 280 truck-tractor has a 
GH8, 8-litre engine and an Allison 3000 automatic 
transmission, with similar emphasis on urban 
and city-to-city distribution, as well as focus on 
inter-regional haul.

In 2020, UD Trucks also introduced a Croner 
6×2 PDE280 freight carrier, which brings the total 
of variants in this range to 16 models. The Croner 
range is assembled at the UD Trucks plant in 
Rosslyn, Gauteng. ■

Tata International Africa has become the first company in Africa to introduce 
a standard warranty of five years on its entire medium, heavy and extra heavy 
commercial vehicle range. This five-year warranty applies to the full range 
of Tata Trucks and Buses as well as Daewoo Trucks registered on or after 
1 January 2021 in all 12 markets in which Tata International Africa operates.

According to Len Brand, CEO of Tata International Africa, the introduc-
tion of a five-year driveline warranty on the commercial vehicle range reinforces 
the company’s commitment to enhancing the customer ownership experience.

“Given Africa’s harsh and varied terrains, this new warranty goes a long 
way towards Tata International Africa’s pursuit of offering enhanced lifecycle 
benefits to its customers. So, whether a customer is in Kenya, Zambia or 
Ghana, or any other country in which we operate, they will have the same 
experience and benefits in terms of the warranty,” Brand said.

“Four years ago, we identified the components that we knew were 
imperative to the growth of our business. The final dream was to be the most 
sought-after distributor for commercial vehicles in Africa. We have been 
building towards that, with great work being done on improving the parts and 
service side of our business.

“We’ve worked equally hard on 
our network, expanding our footprint 
dramatically, especially in South Africa, 
where we have over 90 touchpoints. 
We’ve also added new products, working 
with our OEM partners, to ensure that 
we are able to provide products for 
specific niches.”

Tata International Africa has 
also been successful in rolling out retail financing arrangements in six 
African markets.

“We started this journey two years ago, and we’re thrilled to offer retail 
financing to our customers in so many African countries. Rest assured, six is 
not the end of this journey. We are planning to roll this out in all 12 countries 
in which we operate,” concluded Brand.

Tata International Africa operates in South Africa, Ghana, Kenya, Ivory 
Coast, Malawi, Mozambique Nigeria, Senegal, Tanzania, Uganda, Zambia 
and Zimbabwe. ■

UD Trucks Expands Croner Range

Rory Schulz, UD Trucks Southern Africa’s 

marketing and sales director.ier. The Croner 4x2 PKE 280 truck-tractor. The Croner LKE 210 freight carrier.

Tata Warranty a First in Africa

Len Brand, CEO of Tata 

International Africa.
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Working Wheels

Truck rollovers can be devastating. Apart from causing death or injuries and 
damages to property or roads, it can also mean the closure of a road for hours 
at a time and the cost of repairs or replacement and the consequent downtime 
can leave a company millions out of pocket.

According to the managing director of MasterDrive, Eugene Herbert, a 
truck rollover happens easily. “Trucks are prone to these kind of crashes as 
drivers have to contend with both a high centre of gravity and centrifugal 
forces that cause the truck to lean in a curve or turn.

“A number scenarios have high risk of rollovers. Four of these are particu-
larly risky for truck drivers, yet with the right training drivers can be prepared 
for what to expect and how to avoid this dangerous and costly position.”

Scenario 1: speed and cornering
Speed is estimated to be the cause of up to 45% of crashes in corners and on 
highway on- and off-ramps. “When negotiating a corner, drivers need to use 
height, load and angle or configuration of the corner to decide what speed is 
required to safely navigate the corner,” Herbert explained.

Scenario 2: incorrect loading
The high centre of gravity requires the load to be secured. “If the load shifts 
during cornering, the loss of balance increases rollover risk. Tankers can also 
be at increased risk when partially full as the sloshing of the liquid can upset 
the balance, particularly when cornering,” continued Herbert.

Scenario 3: abrupt or oversteering
Abrupt or sharp steering movements are risky. “The high centre of gravity 
will cause a truck to roll over if the driver abruptly steers around an obstacle. 

Drivers should also be cautious of 
oversteering in certain situations, 
such as when traction decreases. 
When traction is regained but 
oversteering continues, lateral force 
increases along with the risk of rollover,” Herbert added.

Scenario 4: driver error

A study by international organisation, FMSCA, suggests that 78% of tanker 
rollovers are due to driver error. “This can be speeding in bad weather condi-
tions, distracted driving, driving while on medication or while fatigued and 
various other dangerous driving habits,” said Herbert.

The difficulty with rollovers is that once the truck starts to tip, there is 
nothing that can be done to stop it. “Additionally, drivers may only feel the 
start of a rollover when it is well underway. This emphasises the importance of 
being aware of risk factors and what is required to ensure that you eliminate as 
many risks as possible.

“MasterDrive’s rollover prevention training teaches drivers about risk fac-
tors and provides guidance on how to avoid falling victim to one. Importantly, 
the unique engineering of the truck allows drivers to feel what an actual rollo-
ver feels like without going all the way over. It is an invaluable opportunity to 
understand a rollover without the financial implications,” concluded Herbert.

To book your drivers for the next Rollover Prevention Training or to see it 
first-hand, contact MasterDrive on info@masterdrive.co.za. ■

How to Prevent Truck Rollovers

As from 1 January 2021, all Actros and selected Arocs distributions models 
come standard with Mercedes-Benz’s cutting-edge telematics solution, dubbed 
Fleetboard. Fleetboard has been offered as an option on the Actros range 
since 2009 and is now not only available as a serial standard on the selected 
Mercedes-Benz Trucks models, it is also available for other vehicle makes 
as well.

Fleetboard is geared to take efficiency to the next level through its unique 
service offerings that ensure lower total cost, greater safety and maximised use 
for customers. It boasts multiple benefits such as performance analysis and 
reports for vehicles and drivers, mapping and trip records (including accurate 

fuel consumption), service and 
maintenance management, as well as 
expert training and analysis.

Mercedes-Benz Trucks Southern 
Africa understands that managing a 
fleet can be stressful and hard to keep up with, and believes that this strategic 
decision will be beneficial to customers within the long-haul and distribution 
segment. Effective utilisation of the system within these industries means 
that the truck can go further for longer, contributing to added savings in 
the long-run. ■

Advanced Telematics System for 
Mercedes-Benz Trucks
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In December 2020, the total Ctrack Freight 
Transport index declined by less than 2% com-
pared to December of the previous year, which is a 
very good indication of the economic recovery of 
the trade and transport of goods.

The index for the fourth quarter of 2020 
showed growth of 5,3% compared to the third 
quarter. And while the growth has slowed 
compared to the massive improvements seen in the 
third quarter of 2020, it is still good news.

“The Ctrack Freight Transport index shows 
that the economy is slowly getting back to normal. 
However, government needs to ease the restrictions 
on sectors such as travel in order for the industry 
to show further recovery,“ commented Hein Jordt, 
Managing Director of Ctrack SA.

The Ctrack Freight and Transport index is still 
tracking 5,6% below its 2019 high and 7% below 
its all-time high achieved early in 2018. This shows 
that prior to the first COVID-19 lockdown the 
South African economy was already in a recession 
and until major economic sectors such as travel 
and tourism return to normal, it is unlikely that 
the index will get anywhere near those previous 
record highs.

For many decades, air freight has been one 
of the fastest-growing freight transport sectors. 
However, it reached a twelve year low in May 2020, 
but has recovered to record its first increase in 
volume of cargo and freight ton per kilometre.

For the first time in 20 months the volume of 
air cargo, number of unscheduled flights and the 
IATA international air freight indices all showed 
positive growth, with a 2,1% year-on-year growth.

In South Africa, airfreight received no govern-
ment aid, space was at a premium as there were less 
flights and prices rose by between 200 and 300%. 
Yet, the sector has bounced back against all odds, 
showing how resilient it is. Over 20 thousand tons 
were transported during the month of December, 
despite curfews and international flight limitations.

Around 57% of all airfreight is transported 
as belly freight, aboard normal passenger aircraft, 
while the remaining 43% is flown on dedicated 
cargo planes. Further recovery in 2021 is expected 
to be slow as passenger air traffic is still far below 
normal levels and this is likely to continue for 
some time.

Sea and road freight grew by a respectable 
3,5% and 2,6% respectively. Interestingly, despite 
the long border delays at two of South Africa’s most 
important border posts, truck attacks and a host of 
other problems, the trucking industry did better 
than was expected.

The only sector of the Ctrack Freight 
Transport index that showed negative growth dur-
ing the quarter was rail, with a decline of 2%.

In summary the overall freight sector 
grew by between 2 and 5%, which is lower than 
normal, but acceptable given the large number of 
external factors that are putting pressure on the 
various industries.

While these figures might not be cause for 
celebration, they do signify that the worst is over 
for the industry. Times are still tough but at least 
things are moving again.

“It is great to see that almost all sectors that are 
measured as part of the Ctrack Freight Transport 
Index are on the road to recovery. We just hope 
that government’s stricter Level 3 restrictions 
during the month of January do not hamper this 
recovery,” concluded Jordt. ■

Ctrack Freight Transport Index 
Reveals Sustained Growth

Table 1: The Ctrack Freight Transport percentage changes
DECEMBER 2020 TABLES

Percentage  change 
between

Rail Road Pipeline Sea Air
Storage 
and 
handling

Ctrack 
Freight 
Transport 
Index

Quarter to December: 
2020 vs 2019

-9,2% -1,5% 14,7% -3,0% -3,0% 7,8% -1,9%

Dec vs Nov 2020 -0,4% 3,3% -1,6% 8,2% 13,7% 4,0% 3,4%

Quarter to Dec 2020 vs. 
Quarter to Sep 2020

-1,8% 2,6% 87,9% 3,5% 30,6% 13,1% 5,3%

Ctrack Freight Transport Sectors
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Axalta, a global leader with more than 150 years of 
experience in the coatings industry, continuously 
monitors automotive trends to forecast how colour 
tastes are changing in the automotive market. 
This enables automakers who use Axalta coatings 
to establish which hues will appeal most to their 
customers. Each year, Axalta colour designers and 
product experts draw on daily inspiration and 
extensive research to select a global Automotive 
Colour of the Year. For 2021, this honour befell 
what Axalta has christened ElectroLight.

ElectroLight (click here to see it in all its 
glory) is described as an expressively refreshing 
green-yellow hue with inspired bold, contem-
porary flavours that echo style, energy and flair. 
The unique personality of ElectroLight evokes a 
blend of sporty design elements with functional 
performance and offers great versatility when 
combined with two-tone charcoal colour accents 
or matte finishes on a variety of mobility solutions. 
Furthermore, ElectroLight is formulated with 
reflective properties that make it highly visible 
to light detection and ranging (LiDAR) systems, 
while its layer structure and pigment content are 
easily transmissible by radio detection and ranging 
(RADAR) systems.

“Offering innovative products that are ahead 
of the curve is what we live and breathe every day,” 
said Hadi Awada, a senior vice president at Axalta. 
“ElectroLight is another step towards illuminating 
a path for a green future for all types of vehicles, 
including autonomous ones. Formulated with 
mobility-sensing technology in mind, ElectroLight 
combines a passion for individualisation with 
coating science into a functional, expressive and 
dynamic colour.”

Axalta believes that fully autonomous vehicles 
are closer than ever to becoming a reality and will 
increasingly rely on LiDAR and RADAR technol-
ogy to see and to interact with the world around 
them. ElectroLight meets industry safety standards 
and improves the performance of both types of 

systems, making it a stand-out colour option in 
both trend and technology.

Although Axalta’s 2020 Global Automotive 
Colour Popularity Report shows that white 
remains the most frequently purchased automotive 
colour globally, automotive colours with a more 
customised and personalised look are becoming 
increasingly popular with consumers. Green has 
influenced both blue and yellow colour palettes 
in today’s vehicle market trends, driving colours 
into a more ecocentric theme. This includes Sea 
Glass – a green shade of blue and Axalta’s 2020 

Global Automotive Colour of the Year – and now 
ElectroLight, a yellow shade of green.

Said Nancy Lockhart, global product manager 
of colour at Axalta: “Our 2021 colour evokes 
sustainability, happiness and safety. ElectroLight 
is at the forefront of today’s colour trends, while 
also anticipating emerging advances in technol-
ogy. Consumers are looking for a breakout colour 
and ElectroLight manifests this, while bringing 
a progressive approach to automotive styling 
and design.”

Axalta’s annual Global Colour Popularity 
report is the largest and longest-running report 
of its kind in the automotive industry. It is the 
only report that includes global automotive 
colour popularity rankings and regional trends 
from 11 leading automotive regions of the world. 
Each year a full report reveals the top 10 most 
popular colour spaces. The report also shows 
colour popularity by vehicle segments including 
compacts and sport vehicles, trucks and SUVs, 
intermediate and multi-purpose vehicles as well 
as luxury sedans and luxury SUVs. See the full 
report for 2020 here. ■

2021 Is a Yellow Shade of Green

2020 – SEA GLASS 2019 – SAHARA 2018 – STARLITE 2017 – GALLANT GRAY 2016 – BRILLIANT BLUE 2015 – RADIANT RED

Previous Colour of the Year Winners
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Events

Automechanika Dubai, the Middle East and 
Africa’s largest automotive service industry trade 
fair, will run in December 2021, with a host of 
new and returning features designed to keep 
thousands of professionals up to date on the latest 
market trends.

The 18th edition of Automechanika Dubai, the 
Middle East and Africa’s largest automotive service 
industry trade fair, will take place from 14 to 16 
December 2021 at the Dubai World Trade Centre. 
This was recently announced by the organiser, 
Messe Frankfurt Middle East.

Automechanika Dubai 2021 was originally 
scheduled to run in June, however the December 
dates allow more time for the UAE’s rigorous 
COVID-19 vaccination programme to take effect, 
leading to a safer in-person event environment and 
significantly higher physical participation.

The UAE’s Ministry of Health and Prevention 
said 27 per cent of the country’s population of 9.8 
million has so far been vaccinated in what is one 
of the world’s fastest vaccination programmes 
per capita.

The new winter dates also means 
Automechanika Dubai 2021 will take place during 
the Expo 2020 Dubai, a global mega event that is 
expected to attract more than 25 million visitors, 
with the vast majority coming from outside of 
the UAE.

Said Mahmut Gazi Bilikozen, Automechanika 
Dubai’s Show Director: “We’ve always stayed in 
regular contact with all our stakeholders as the 
global automotive aftermarket community contin-
ues to navigate this unchartered territory. From the 

feedback we’ve received, 
Automechanika Dubai’s 
move to December 
2021 is welcomed by 
our customers, partners 
and trade associations, 
and allows industry 
professionals time to 
recharge their business 
plans for 2022.”

“The team is 
planning a number 
of new exciting show 
features for later in the 
year, while all our other 
popular highlights will 
return, in addition to 
an exhibition floor with the biggest names in the 
auto aftermarket.”

Automechanika Dubai covers the six major 
product sections of parts and components; elec-
tronics and systems; accessories and customising; 
tyres and batteries; repair and maintenance; and 
car wash, care and reconditioning.

The previous edition in 2019 featured 1 880 
exhibitors from 63 countries, while drawing in 32 
750 trade visitors from 146 countries, underlin-
ing its international scope. In fact, more than 90 
per cent of exhibitors and 50 per cent of visitors 
traditionally come from outside of the UAE.

This year’s event will showcase a number of 
exciting elements such as the Automechanika 
Academy, the Modern Workshop, and the 
Innovation Zone. The latter is a dedicated area at 

the centre of the show floor featuring presentations 
and product showcases from exhibitors that are 
steering the course for the regional and global 
automotive aftermarket.

Other features include the Truck, Agriculture, 
and Motorcycle Competence initiatives, dedicated 
to the entire value chain in the truck, motorbike, 
and agriculture sectors, from parts and accessories, 
to workshop equipment, body repair and care.

Automechanika Dubai will continue to host 
its popular free-to-attend webinar series, of which 
there have been 12 in the last seven months, 
with more than 4 000 attendees logging on to 
keep abreast of the latest auto aftermarket trends 
and opportunities.

More information is available at : 
www.automechanikadubai.com ■

New Dates Confirmed for 
Automechanika Dubai
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