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As June marks National Environment Month, 
protecting the country’s ecosystems falls firmly in 
the spotlight. Of particular importance is ensuring 
that hazardous waste does not pollute the natural 
environment. Unfortunately, the ethical disposal 
of noxious materials and substances, particularly 
in many commercial sectors, remains poorly 
regulated and difficult to enforce in South Africa.

According to Richard Green, national director 
of the South African Motor Body Repairers’ 
Association (SAMBRA), the automotive sector is 
one such sector which he believes needs attention. 
“All South Africans are aware of the critical value 
of our water resources and the SAMBRA national 
executive has agreed that it is the responsibility of 
every industrial sector to contribute positively to 
the eradication of unethical disposal of substances 
and materials that could negatively impact our 
water resources. We can certainly start by getting 
our own backyard in order,” he said.

SAMBRA, which represents over 900 
accredited motor body repair businesses across 
South Africa, is advocating that – in tandem 
with the major automotive paint suppliers in the 
country and alongside government authorities – a 
working group is created to develop a program to 

ensure that materials and substances used in the 
motor body repair production cycle are disposed 
of ethically.

In South Africa the problem with hazardous 
waste is that it is simply being mixed with the 
general waste stream and is then disposed of at 
unsuitable general landfills that offer no special 
ground water protection.

Pascale de Froberville, an associate in the 
Environmental and Sustainable Development 
Department at Eversheds Sutherland, specialising 
in environmental legal compliance and sustain-
able development, said that there has been some 
positive movement toward the correct disposal of 
hazardous wastes in South Africa. Hazardous elec-
tronic wastes, for example, may not be disposed of 
in general waste landfills and must be redirected 
toward its reuse, recycling or disposal in landfills 
designed to accept hazardous waste. 

“It would be encouraging to see the develop-
ment of a sustainable, environmentally sound 
system for the responsible treatment and disposal 
of waste products in the automotive sector as well,” 
she said.

Major motor manufacturers introduced the 
use of water-based paints via their OEM approval 

programmes in an attempt to curb the use of 
the traditional solvent-based auto paints. These 
environmentally friendly water-based paints, 
although cost effective when used properly, are 
viewed as costly by many motor body repairers 
and this has naturally resulted in the increased 
use of solvent-based paints again. Here disposal 
mechanisms are key and difficult to manage as a 
result of the volatile organic compounds the paints 
contain and their potentially hazardous impact on 
the environment.

“This trend makes it all the more important 
that SAMBRA takes the lead in ensuring the ethi-
cal disposal of these products,” said Green.

Internationally, both on the African conti-
nent and in other countries such as Australia, 
associations and other sector authorities have 
launched successful disposal programmes that 
are either financed by small additional sales 
taxes, or hybrid models that derive income from 
the recovery of scrap materials as well as a small 
sales tax. In these countries the regulatory au-
thorities enforce and/or endorse the processes.

UNETHICAL WASTE DISPOSAL 
THREATENS THE ENVIRONMENT
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“We need to learn from these 
programmes and customise a solu-
tion that can work within our own 
environment. Talks have already 
begun with three or four of the larger 
paint distributors and the response 
has been encouraging. “

Hannes Kloppers, country busi-
ness lead for Axalta Coating Systems 
South Africa confirmed that Axalta 
was committed to creating sustain-
able coatings solutions and to the 
ethical disposal of waste. “We fully 
support any advancement initiatives 
that seek to encourage better and 
more sustainable disposal methods. 
We believe the key is finding ways 
to reduce the amount of waste in the 
first place. We have made significant 
progress in recent years in reduc-
ing the amount of waste generated 
at our sites and are continuously 
finding ways to divert our materials 
from landfill.”

This sentiment is echoed by 
Paul Mandersloot, MD of BASF, who 
confirmed that ethical and sustain-
able waste disposal is an important 
component of their environmental 
sustainability goals. “In South 
Africa our waste disposal is mainly 
outsourced and we rigorously screen 
all service providers to ensure that 
they are best in class. At the same we 
actively promote the 3R’s – reduce, 
reuse and recycle,” he said.

“We hope 2021 will see the start 
of a concerted effort by all parties to 
collaborate and reach some level of 
agreement between manufacturers, 
agents and users to organise the 
collection and disposal of these 
potentially hazardous products and 
materials,” commented Green. 

Used lubricating oil is also a 
hazardous waste that, if irresponsibly 
dumped, can severely contaminate 
water resources. It contains harmful 
compounds such as iron, tin, copper, 
zinc as well as many other hazardous 

organic molecules and one litre of 
used oil can contaminate a million 
litres of water.

The ROSE Foundation 
(Recycling Oil Saves the 
Environment) is calling on South 
African businesses that generate 
used motor lubricant oil to ensure 
that they do their part to protect the 
environment by responsibly collect-
ing, storing and recycling the used 
oil they generate.

According to Bubele Nyiba, 
CEO of the ROSE Foundation, 
some South African businesses that 
generate used motor oil dispose of it 
improperly and illegally. “Often oil 
ends up in landfills or down drains. 
Some used oil generators sell their 
oil to unlicensed processors or end 
users. It is often used as burner fuel 
for furnaces, painted onto vineyard 
and fence poles as a wood preserva-
tive, or sprayed onto dirt roads as a 
dust suppressant.”

The storage, disposal and 
recycling of used oil is strictly 
governed by environmental laws 
under the National Environmental 
Management: Waste Act No. 59 
of 2008. In terms of the Act, the 
ROSE Foundation advises that used 
oil must be properly stored until it 
can removed for recycling or taken 
to a drop-off point. This includes 
draining the oil into a clean con-
tainer with a tight-fitting lid, such 
as a reusable pan/storage container 
or drum.

“Ideally, containers should be 
stored under cover and away from 
heat or sources of ignition. And if 
you generate large quantities of used 
oil, build a bund wall around your 
bulk used oil storage tanks so that in 
the event of a spill or leak, the used 
oil will be contained,” said Nyiba.

Used oil generators must 
ensure that the oil is collected by 
a ROSE-registered collector who 
will take it to be recycled in an 
environmentally compliant and 

safe manner. “The collector must 
always issue the generator with a 
safe disposal certificate as required 
by the Waste Act. The safe disposal 
certificate also acts as a Hazardous 
Waste Manifest, thereby fulfilling 
the requirements of reporting by 
law,” Nyiba explained.

“The responsibility lies with 
the generator to ensure that the 
person who collects the used oil 
complies with legal requirements for 
transportation of used oil and can 
provide the required Safe Disposal 
Certificate and Hazardous Waste 
Manifest. Failure to do so can result 
in fines and prosecution.”

For those who generate smaller 
volumes of used oil, there is the 
option to drop it off at selected 
AutoZone stores and various motor 
service centres countrywide.

“The safe disposal of hazard-
ous waste has become a critical 
issue in South Africa to protect our 
environment, and the legislation in 
place means that responsible waste 
management is no longer a nice 
thing to do but a necessary thing to 
do,” said Nyiba.

“As the organisation that has 
championed the responsible recy-
cling of over 1.5 billion litres of used 
oil, the ROSE Foundation is commit-
ted to being a captain of change and 
ensuring we stimulate awareness and 
behavioural transformation within 
the used oil industry. ROSE has been 
actively recruiting used-oil collectors 
to join the organisation so that we 
can assist them, and their customers, 
with waste legislation compli-
ance, and despite the COVID-19 
pandemic, in 2020 we recorded the 
second-highest collected used oil 
volumes since the Foundation was 
formed in 1994.”

For more information and to 
find out about an accredited collector 
or drop-off point, contact the ROSE 
Foundation on (021) 448 7492 or visit 
www.rosefoundation.org.za. ■
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MONTHLY SALES STATISTICS

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

CLICK HERE to access
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New vehicle sales in South Africa in April 
were 17.6% down from March, but still 
showed encouraging signs of market 
recovery when considering it was an 
especially short trading month with only 19 
selling days.

“Sales results were better than expected, 
despite April being the shortest trading 
month bookended with public holidays and 
long weekends. There was the added compli-
cation of staggered school holidays affecting 
business too,” said Mark Dommisse, the 
chairperson of the National Automobile 
Dealers’ Association (NADA), when 
commenting on local retail vehicle sales for 
April 2021.

April sales figures reported by naamsa 
showed an aggregate of 35 779 units sold, 
with 31 482 of these sales coming from deal-
ers. Sales through dealer retail channels in 
April were estimated at 88.0% of total sales, 
with the rental industry taking 7.5%, 2.4% 
of sales going to the government and 2.1% to 
industry corporate fleets.

“We cannot compare sales with April 
2020 as we were in the harshest Level 5 
lockdown at this time last year, with only 
574 new vehicles being sold that month and 
only 275 through the dealer network. It’s 
also difficult to track where we are quarter-
on-quarter, but with an average of 36 000 
units sold over the first four months of 2021 
the new car market is in a relatively healthy 
state,” said Dommisse.

“We must be mindful, however, of 
potential setbacks in coming months. In 
contrast to 2020, we have customers, but a 
shortage of many models due to an increas-
ing number of global logistical challenges 
that are impacting negatively on the current 
and future new vehicle stock availability in 
South Africa. We are experiencing a global 
scarcity of microchips, as well as steel, resin, 
and rubber.

“We now unfortunately have the added 
complication of severe lockdowns in India, 
limiting production. India is a large source 
of built-up vehicle imports, particularly in 

the entry-level 
segment of the 
market,” added 
the NADA 
chairperson.

“The large-
scale vaccination 
programme in 
South Africa 
cannot start fast 
enough to bring 
more normality 
to the country. 
Kudos to the 
government for accelerating the supply of 
vaccines,” concluded Dommisse.

The View from naamsa, The 
Automotive Business Council

The April 2021 new passenger car market 
at 22 911 units registered a decline 13,9%, 
compared to the 26 599 new cars sold 
in March 2021. The car rental industry 
accounted for 10,1% of car sales in April 
2021. Domestic sales of new light com-
mercial vehicles, bakkies and minibuses at 
10 879 units during April 2021 had recorded 
a decline of 3 485 units, or a fall of 24,3%, 
from the 14 364 light commercial vehicles 
sold during March 2021.

Sales in the medium and heavy truck 
segments of the industry also reflected a 
negative performance and at 511 units and 
1 478 units, respectively, showed a fall of 
163 units, or 24,2% in the case of medium 
commercial vehicles, and, in the case of 
heavy trucks and buses a fall of 313 vehicles, 
or a decline of 17,5%, compared to the 
previous month.

The April 2021 exports sales number 
at 26 522 units reflected a decline of 12 619 
vehicles, or 32,2%, compared to the 39 141 
vehicles exported in March 2021. For the 
first four months of 2021 vehicle exports 
were now 48,3% above the corresponding 
period last year.

Encouraging New Vehicle Sales 
Throughout the First Quarter but Setbacks 
Could be on the Cards as April Falls 17.6%

Editor’s Note
Reading through the pages 
of this edition of AutoLive, 
you will notice various 
articles focussing on the 
environment, sustainability 
and future mobility. This 
is because June is National 
Environment month in 
South Africa, and it is 
heartening to see that the 
motor and related industries are working hard to do their 
part in this respect.

In the USA and the UK, the transport sector is responsi-
ble for emitting more greenhouse gases than any other sector. 
Globally, this sector is responsible for emitting a quarter of 
the world’s CO2 emissions. From these statistics it is clear that 
driving impacts the environment considerably.

We can’t all simply stop using our vehicles altogether, 
so it makes more sense to rather focus on how to use our 
vehicles in a way that reduces our carbon footprint.

So how does one become an eco-driver?
By driving defensively, fuel spend can be reduced by 

between 15 and 18%. In addition, the correct use of brakes 
reduces fuel consumption, wear and tear and therefore 
unnecessary additions to overflowing landfills. Impatient 
or reckless driving increases carbon emissions as it results 
in harsh acceleration or braking and speeding. It can reduce 
kilometres per tank by up to 33%.

To reduce unnecessary driving up and down, speeding 
because you are late or getting lost, trips should be planned 
properly. Also, reducing your speed from 120 km/h to 
90 km/h and driving at a consistent speed can reduce fuel 
spend by 20%.

And did you know that idling for more than 10 seconds 
uses more fuel than restarting your car? Rather switch off 
and restart if you will be stationary for some time.

Conduct regular maintenance on your vehicle, in 
particular oil changes and replacing air filters. Simple 
maintenance can increase mileage per tank by up to 40%. 
Underinflated tyres increase fuel consumption, so also check 
tyre pressure regularly.

Of course car pooling is also an option to consider. 
And the next time you purchase a vehicle, pay attention 
to its CO2 emission figures. Even a 5-mpg difference 
in emissions can reduce greenhouse emissions by 1.7 
tonnes annually.

At AutoLive we continue to do our bit for the en-
vironment by bringing you all of the latest news from 
the automotive and related industries in an electronic 
format, rather than through more traditional – and often 
harmful – printed platforms.

Liana Reiners,
Editor
liana@autolive.co.za

To advertise in 
 contact

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

Mark Dommisse, 

Chairperson 

of the National 

Automobile Dealers’ 

Association (NADA).
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The hard lockdown restrictions in South Africa and glob-
ally during the second quarter of 2020 distorted the domestic 
new vehicle sales performance and will impact on accurate and 
meaningful comparisons with the corresponding months of 2020 
during the quarter.

Renewed activity in the rental market, interest rates remaining at 
their low levels, the easing of the lockdown restrictions, as well as all 
five subcomponents of the ABSA Purchasing Managers’ Index (PMI) 
being in positive terrain for the first time since early 2012, will aim to 
support business and consumer sentiment and subsequently the new 
vehicle market in 2021.

However, COVID-19 induced manufacturing supply chain 
disruptions, such as the current global shortage of semi-conductors, 
an important part of modern vehicles, could impact on availability 
of specific models during the year. It is important to take note that, 
although the new vehicle market in 2021 is expected to rebound 
substantially compared to 2020, aggregate new vehicle sales in 2020 
dropped back to the level of 18 years ago and a recovery to the pre-
COVID-19 level would take at least three years.

Vehicle exports for the year to date are substantially higher than 
the corresponding period of 2020. Vehicle exports are important 
to the viability of the domestic automotive industry, as exporting 
remains key to generating sufficient economies of scale and to achiev-
ing improved international competitiveness.

The three main factors likely to determine the trajectory of the 
global economy in 2021 and subsequently the export performance of 
the domestic automotive industry include the path of the pandemic 
and how it is managed; the vaccine and how it is rolled out; and the 
actions of governments in response to the pandemic.

WesBank Has Its Say

Affordability remains a key purchase 
consideration, driving consumers 
towards the pre-owned market. 
“Attractive incentives in the new 
vehicle market, however, as well as 
low interest rates, are providing some 
stimulus to the new vehicle market,” 
said Lebogang Gaoaketse, head of 
Marketing and Communication at 
WesBank Vehicle and Asset Finance.

Bumper Month for Toyota

Toyota South Africa Motors (TSAM) recorded a total of 8 810 sales 
in April, affording the company a market share of 24.6%. TSAM 
registered a total of 4 745 units in the light commercial vehicle (LCV) 
segment, claiming a market share of 43.6%, as well as a total of 3 885 
units in the passenger segment with a commensurate market share 
of 17%.

The Hilux bakkie was the brand’s top seller with a total of 3 163 
models and it was also, once again, the best-selling model range in 
South Africa for the month.

However, senior vice president of Sales and Marketing at TSAM, 
Leon Theron, says the company’s marketing strategy is not just 
limited to new vehicle sales leadership. He therefore commended lo-
cal Toyota, Hino and Lexus dealerships for servicing a total of 115 725 
vehicles and selling no less than 1.3 million replacement vehicle 
parts locally while a further 306 000 pieces were shipped outside the 
SA border. ■

Lebogang Gaoaketse, 

Head of Marketing 

and Communication 

at WesBank.
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Zimbabwe, which to many people in the world is 
seen as a country with major economic challenges, 
has come out as the biggest buyer of built-up 
vehicles from South Africa in the first four months 
of 2021. It took 1 009 units, which was 21 more 
than Kenya, which has been a consistently good 
market for the past few years.

Then there is a big gap to third-placed 
Tanzania (480), which is followed by Mozambique 
(458), Ghana (438), Mauritius (395), Zambia (361), 
Uganda (374), Nigeria (341), and the island of 
Reunion (314).

Total vehicle exports into Africa for the period 
January-April 2021 totalled 6 543 units. Toyota 
was, as usual, the biggest exporter, shipping 2 566 
units – a 39% share. It was followed by Isuzu 
(1 377), which again pipped Nissan (1 328). The 
latter, which has been a strong exporter for many 
years, is undergoing major model changes as it 
runs out the Hardbody and starts to produce the 
latest Navara range. Trailing the top three were 
Ford (577) and Volkswagen (240). A total of 15 
manufacturers shipped vehicles into Africa in 
this period.

April was another poor month for export-
ers, with only 1 258 vehicles being shipped by 10 
manufacturers. Toyota was the leader with 487 
units, but only 69 units ahead of Isuzu. Nissan only 
shipped 64 units. Volkswagen exported 50 vehicles, 
with all of them going to Reunion.

Kenya was the biggest market, taking 243 units 
in April. The only other countries taking more 
than 100 units were: Mauritius (176), Zimbabwe 
(1521) and Zambia (133). ■

The African Association of Automotive 
Manufacturers (AAAM) has welcomed the signing 
of a memorandum of understanding (MOU) 
between Supreme Spring, a subsidiary of JSE listed 
company Metair, and Springs & Bolts Company 
Limited Ghana earlier this month.

The signing of the MOU is as a direct result 
of an exploratory visit to Ghana by automotive 
component manufacturers, hosted by AAAM 
in early March. The objective was to introduce 
potential investors to the Ghanaian automotive 
market and focused on aftermarket opportunities, 
which in time will also support OE assembly as 
volumes grow. Currently almost all aftermarket 
components in Ghana are imported.

Supreme Spring, based in Nigel South 
Africa, is engaged in the designing, manufacture, 
marketing, and supply of quality heat-treated 
steel components such as leaf and coil springs, 
and torsion and stabiliser bars to the local and 
international automotive market. The Springs & 
Bolts Company Limited, based in Kumasi Ghana, 
manufactures leaf springs, U-bolts, trailer axles 
and suspensions for the Ghanaian and other West 
African aftermarkets.

Mark Barley, the managing director of 
Supreme Spring, and Derrick Asamoah Boahen, 
the CEO of Springs and Bolts Limited, signed the 
MOU at the premises of Supreme Spring during 
a visit by a team from Springs & Bolts Limited to 
familiarise themselves with the operations and 
possible areas of collaboration.

“We believe that 
this MOU is the begin-
ning of a mutually ben-
eficial relationship that 
will allow both parties 
to grow their business. 
By sharing technical 
expertise with and 
providing training of 
key skills to Springs & 
Bolts Company Limited, 
we will open up new 
markets in West Africa” 
said Barley. “During our 
recent visit to Ghana 
it became clear that 
the Ghanaian govern-
ment is serious about developing Ghana into the 
automotive hub for West Africa and we want to 
be a part of that growth by partnering with a 
loca company.”

“Our visit to Supreme Spring confirmed our 
view that we have found the ideal partner to help 
us develop and grow our business in Ghana and 
potentially expand it further to additional West 
African countries going forward,” commented 
Boahen. “Whilst we are currently focused on the 
aftermarket and see much growth potential in 
this area in the future, we are also excited to see 
OEM’s entering the market in Ghana. Through 
our relationship with Supreme Spring, we will be 
able to manufacture components in Ghana that 

meet the stringent quality standards that the major 
automotive vehicle manufacturers demand from 
their suppliers.”

“Seeing the first concrete outcome from our 
component supplier visit to Ghana in March 
through the signing of this MOU, is gratifying for 
AAAM as we continue to actively drive our vision 
to develop a viable automotive industry for Africa. 
I would like to congratulate both companies for 
not only seeing the opportunities of this collabora-
tion, but acting upon it so quickly,” said David 
Coffey, the CEO of AAAM.

A second exploratory visit by component 
suppliers to Ghana is planned for the second half of 
this year. ■

Monthly automotive news to and from Africa

Zimbabwe Continues to Astound with 
its Appetite for SA-Built Vehicles

MOU signing between Supreme Spring (South Africa) and Springs & 

Bolts Company Limited (Ghana); from left to right: Gino Singh (Business 

Development Manager – Supreme Spring), Sunil Kumar Tyagi (Chief Operating 

Officer – Springs & Bolts Company Limited), Mark Barley (Managing Director 

– Supreme Spring), Derrick Asamoah Boahen (Managing Director – Springs 

& Bolts Company Limited), Christo Hechter (Commercial Director – Supreme 

Spring), Moffat Mampuru (Supreme Springs Plant Manager – Plant 3).

MOU to Develop New 
Business Opportunities 

in Ghana
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The latest quarterly report of naamsa I The 
Automotive Business Council, covering the first 
three months of 2021, once again includes the 
interesting naamsa CEO Confidence Index, where 
they reflect a sentiment buoyed by vehicle sales 
in gradual recovery mode, compared to the pre-
COVID-19 first quarter of 2020.

naamsa reports that industry business condi-
tions during the first quarter remain unsatisfactory 
compared to the corresponding period of 2020, 
but some CEOs of heavy commercial vehicles and 
certain independent vehicle importers reflected 
positive sentiment pertaining to their specific 
brands outperforming the current depressed 
market conditions.

Generally, naamsa CEOs agree that business 
conditions for the automotive industry over the 
next six months will continue to improve. They are 
mainly positive of a robust recovery in the domes-
tic as well as the global new vehicle market over 
the next six months, as the local and international 
markets rebound from the low base of 2020.

naamsa’s Future View

The industry started recapturing lost demand 
during the quarter in its recovery path, with the 
turnaround in the new vehicle market in particular 
commencing in March 2021. It should be noted 
that the current quarterly comparison relates to a 
quarter still in gradual recovery mode with a pre 
COVID-19 first quarter of 2020. Considering the 
close correlation between new vehicle sales, and 
the country’s GDP growth rate projected to be 
more than 3% in 2021, a healthy rebound in the 
new vehicle market performance is anticipated, 
from the low base in 2020.

Structural constraints in the economy, coupled 
to the growing debt of the country and the ongoing 
electricity capacity limitations in the country, 
however, do not bode well for a quick recovery to 
pre-COVID-19 levels. In addition, new vehicle 
sales in 2021 may also be hampered by stock 
shortages of some models in the coming months, 
caused by COVID-19 induced manufacturing sup-
ply chain disruptions, such as the current global 

shortage of semi-conductors, or computer chips, an 
important part of modern vehicles.

Latest naamsa Sales Projections

2021 2022

Domestic car production 285 000 300 000

Total car imports 210 000 220 000

Total local car market 285 000 300 000

Domestic LCV production 214 000 230 000

Total LCV imports  20 000 22 000

Total local LCV market 129 000 127 000

Total local MCV/HCV market  24 000  26 000

Total aggregate market 438 000 463 000

Total aggregate exports 315 700 335 900

Total domestic production 523 700 556 900

Opinions of naamsa CEOs Reflect Market’s 
Gradual Recovery

According to a recent statement from naamsa, 
the South African automotive industry has 
contributed immensely towards the development 
of the Automotive Aftermarket Guidelines, which 
were formally published by the Competition 
Commission of South Africa (CCSA) in December 
2020. The organisation, working together with all 
its members and its strategic partners, has declared 
itself ready to accelerate South Africa’s move to 
a new dispensation that would promote, deepen 
and broaden inclusion and encourage greater 
competition and participation of small businesses, 
particularly those from historically disadvan-
taged individuals (HDI) and groups within our 
communities.

naamsa has emphasised that, since the 
Guidelines were officially announced, the 
automotive industry has been preparing for the 
implementation, which becomes effective on July 
1st, 2021. The auto industry views the introduc-
tion of the Guidelines as a positive disruption, 
which will further enhance and hasten the sector’s 
transformation ambitions by providing tangible 
opportunities that will enlarge economic access 
to the automotive aftermarket for HDI-owned 
independent services providers (ISP).

“Having registered and internalised how South 
Africa’s indifferent past affects HDI’s potential 
entry into the automotive value chain, naamsa will 
be introducing a number of progressive interven-
tions to help drive the holistic transformation 
efforts of the industry. The organisation will also 
assist in lowering barriers to entry and ensuring 
that a greater number of HDIs and SMEs have an 
opportunity to undertake service, maintenance 
and repair work of vehicles within the period 
covered by a motor vehicle warranty,” said Mikel 
Mabasa, naamsa CEO.

“While we remain committed to the 
implementation of the Guidelines, naamsa has 
noted with concern some reckless and persistent 
misrepresentation and miscommunication of 
what the Guidelines are all about. There are 
individuals and irresponsible groups who have 
made it their preoccupation to make public 
pronouncements that misrepresent and/or distort 
the true meaning behind the intent and the spirit 
of some of the principles within the Guidelines 
in order to advance their own interests,” 
continued Mabasa. “To this effect, naamsa will 
join the Competition Commission to distribute 
public educational material in order to intensify 

accurate messaging campaigns around the 
Guidelines.

“We are working with all our members and 
partners to ensure that the kick-off date for the 
implementation of the Guidelines is not disrup-
tive in anyway and that all the principles are 
accurately communicated to all vehicle owners, 
customers and the general public. We reaffirm that 
any orderly executed transformation programme 
should be seen as a process and not an event nor a 
quick fix, tick-box exercise.

“As part of our engagement efforts, we will 
meet with the Competition Commission in the 
coming weeks to share our general state of readi-
ness. We are mindful that not all our members 
are at the same level or state of readiness. For this 
reason, we will transparently discuss our existing 
implementation plans ahead of July 1st and care-
fully consider how those principles, which may not 
be fully ready for implementation, will be phased 
in to ensure full adoption and compliance within a 
reasonable time frame period. Once fully aligned, 
members of the public will be kept informed 
at every step in order to ensure that accurate 
information is communicated timely at all times,” 
Mabasa concluded. ■

Automotive Industry Gears Up to 
Implement New Aftermarket Dispensation

http://www.autolive.co.za
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According to the latest TransUnion 
SA Vehicle Pricing Index (VPI), total 
financial agreement volumes in the 
passenger vehicle market increased mar-
ginally (3%) in Q1 2021 over the same 
period in 2020, with new vehicle finance 
deals down 5% and used vehicles up by 
7.4%. At the same time, vehicle prices 
rose for a fourth successive quarter, with 
the VPI for new vehicles moving to 8.8% 
in Q1 2021 from 4% in Q1 2020. The 
used vehicle VPI rose to 3.7%, from 1.4% 
a year ago.

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 report reveals that the combination of low interest rates and low in-
flation was not enough to lure consumers into new vehicle purchases, with 
demand for quality used vehicles remaining high. As a result, the supply of 
quality used vehicles came under sustained pressure, which is expected to 
continue to push prices of used vehicles up for the foreseeable future.

“Overall, the automotive industry has had another challenging quarter, 
with unemployment rate increases, negative exchange impact, negative 
annualised GDP growth rate and further pressure on disposable income 
resulting in low consumer confidence. This is a tough time for dealers, but 
we do expect consumers to start re-entering the new vehicle market once 
the industry adopts ‘right to repair’ laws later this year,” said Kriben Reddy, 
vice president of auto information solutions at TransUnion Africa.

Under the new consumer rights framework (Right to Repair), the 
costs for service and maintenance plans and value-added products must be 
disclosed separately to the new list price of a vehicle, and consumers must 
be given the opportunity to decline it if they wish.

The used-to-new vehicle ratio in Q1 2021 remained largely consistent, 
at 2.4. This means that for every new vehicle financed, 2.4 used vehicles 
are financed. The make-up of used vehicle sales shows that 38% of vehicles 
financed are under two years old, with demo models making up 6% of used 
financed. This indicates an ongoing preference for older vehicles while 
pressure on disposable income remains.

The percentage of cars (new and used) being financed below R200 000, 
R200 000 to R300 000 and over R300 000 saw a clear movement towards 
vehicles in the R200 000–R300 000 bracket. This suggests that while 
volumes have declined, consumer purchasing power is slowly increasing.

The good news for the local automotive industry is that the export 
market has remained resilient through the pandemic, and as the global 
economy recovers so too will the export market. Total exports have 
increased by 4% in Q1 2021, compared to the same period last year.

See all the results of the survey here. ■

Sharp Vehicle Price 
Increases Spell Tough 
Times for Consumers

People

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 the 
major banks and vehicle finance houses.

111,764 
VIN numbers

32,814  NEW
vehicles financed

78,950  USED
vehicles financed

VPI Q1 2021 – RESULTS

New Vehicle Prices
New vehicle price increases are above inflation, and we expect this to increase  
over the coming months.

Used Vehicle Prices
Used vehicle prices increased in real terms for the first time since Q3 2010. 

4.0% 8.8%

1.4% 3.7%

Vehicle Price Inflation: NEW
New vehicle pricing increased from 4.0%  
in Q1 2020 to 8.8% in Q1 2021.

Vehicle Price Inflation: USED
Used vehicle pricing increased from 1.4%  
in Q1 2020 to 3.7% in Q1 2021.

USED-TO-NEW RATIO: 2.41 : 1

The used-to-new ratio is based on finance deals registered in the past quarter. It indicates 
finance houses are financing 2.41 used vehicles for every 1 new vehicle, and we expect this 
to continue to rise over upcoming quarters.  

Q1 2021 Vehicle Asset Finance Results
Financing new and used vehicles in the over R300k band 
is at its highest since we started tracking in 2011. Despite 
lower volumes, we expect this positive trend to continue 
into the coming quarter.

<R200,000 R200,000-R300,000 >R300,000 
31% 29% 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 | 21-1697878

2.41 USED 1 NEW

manufacturers

TransUnion Vehicle Pricing Index Q1 2021 

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

Index - New (Rate) Index - Used (Rate) CPI - Base = Jan 2000 (Rate)
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Kriben Reddy, vice president 

of auto information solutions at 

TransUnion Africa.
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The automotive industry the world over has 
experienced unprecedented challenges due to 
the emergence of the COVID-19 pandemic, with 
global lockdown restrictions implemented across 
all major automotive manufacturing countries. 
South Africa has not been insulated from the 
pandemic. The visible effects of COVID-19 on the 
South African automotive industry’s performance 
are highlighted in the 2021 Automotive Export 
Manual publication, released earlier this month 
by Dr Norman Lamprecht on behalf of the 
Automotive Industry Export Council (AIEC).

The total automotive export value declined 
by a substantial R26 billion, or 12,9%, from the 
record R201,7 billion in 2019 to R175,7 billion in 
2020, but still accounted for 13,9% of total South 
African exports. Vehicle exports declined by a 
massive 115 804 units to 271 288 units in 2020, 
from the record 387 092 vehicles exported in 2019, 
with the export value declining by R26,8 billion 
from the R148,0 billion in 2019 to R121,2 billion in 
2020. On the upside, opportunities always present 
themselves in every circumstance, and automotive 
component exports reflected an increase of R0,8 
billion to a record R54,5 billion in 2020 from 
the R53,7 billion in 2019 due to record catalytic 
converter exports of R25,98 billion, mainly to 
Europe in line with stricter emissions legislation 
implemented in the region in 2020. The domestic 
automotive industry’s number of export destina-
tions decreased to 147 countries in 2020 from the 
151 destinations in 2019.

In 2020, the broader automotive industry’s 
contribution to the gross domestic product (GDP) 
stood at 4,9% (2,8% manufacturing and 2,1% 
retail), down from 6,4% in 2019, reflecting the 
severe impact of the COVID-19 hard lockdown re-
strictions on automotive manufacturing and retail 
during the year. As the largest manufacturing sec-
tor in the country’s economy, a substantial 18,7% of 
value addition within the domestic manufacturing 
output was derived from vehicle and automotive 
component manufacturing activity, continuing to 
position the industry and its broader value chain as 

a key player within South Africa’s industrialisation 
landscape. The automotive sector remained one 
of the most visible sectors receiving foreign direct 
investments, with the seven OEMs investing a 
record R9,2 billion in 2020, while the component 
sector invested R2,4 billion in 2020. Investment 
at this scale is significant and will promote local 
value-addition, while importantly, technology is 
also embodied in the investment.

The domestic automotive industry’s overall 
top export markets in value terms in 2020 were 
Germany, with R56 billion, followed by the USA, 
the UK and Belgium. Of interest is that countries 
such as the Czech Republic, Russia, Morocco, and 
Egypt appeared under the 22 countries to which 
exports more than doubled on a year-on-year 
basis in 2020. The UK, with 67 798 vehicles, was 
once again South Africa’s top destinations for 
vehicle exports in 2020. Volkswagen, with its 
Polo model, topped the country’s export rank-
ings in 2020. South Africa remains a strategic 
supplier of catalytic converters to the world, and 
by value, this component category maintained 
its dominant export position under the APDP 
in 2020 as the focus of exporters tends to be on 
high-value locally beneficiated, logistics-friendly 
automotive components.

The trade arrangements that South Africa 
enjoy enhanced exports and the EU, with exports 
of R105 billion, or 59,8% of the total export value 
of R175,7 billion, was the domestic automotive 

industry’s main export region in 2020. Three out 
of every four South African manufactured vehicles 
exported in 2020 were destined for Europe. Africa 
was the industry’s second largest export region 
with an export value of R29,6 billion, or 16,9% of 
the industry’s total export value of which 81,2% of 
the R29,6 billion was destined for SADC, which 
is a free trade area. Considering that regional 
market demand is one of the key pillars of the 
South African Automotive Masterplan (SAAM) 
2021-2035, the African Continental Free Trade 
Area (AfCFTA) implemented on 1 January 2021 
could unlock many opportunities for South Africa 
in expanding exports to the rest of the continent.

On the import side, the top country of origin 
for vehicle imports in 2020 was India, with 87 953 
units, or 43,2% of total passenger car and light 
commercial vehicles imported from India. The 
country has been established by several global 
brands as a production hub for entry-level and 
small vehicles, and most of the vehicles imported 
from India fell into these categories. Volkswagen’s 
Polo Vivo was the only vehicle in these segments 
that was manufactured in South Africa in 2020. 
The automotive policy regime in South Africa 
encourages domestic OEMs to manufacture 
high volumes of selected models linked to export 
contracts to obtain economies of scale, coupled 
with low-volume models imported to complement 
domestic market mixes. South Africa has one of 
the most competitive trading environments in the 
world, and in 2020 offered consumers a choice of 
no fewer than 43 passenger car brands and 3 132 
model derivatives, the widest choice of new cars to 
market size ratio in the world.

Nine of the top 10 selling vehicles in 2020 
were South African-built passenger cars and 
light commercial vehicles. The Toyota Hilux, 
with 31 263 units, was the most popular model 
sold in the country in 2020, followed by sales of 
19 750 units by the top-selling passenger car, the 

COVID-19 Impact on Automotive 
Industry Performance in 2020

Africa was the industry’s second 
largest export region with an 
export value of R29,6 billion, or 
16,9% of the industry’s total export 
value of which 81,2% of the R29,6 
billion was destined for SADC, 
which is a free trade area.

Dr Normal Lamprect, author of the 2021 

Automotive Export Manual publication.

In 2020, the broader automotive 
industry’s contribution to the gross 
domestic product (GDP) stood 
at 4,9% (2,8% manufacturing 
and 2,1% retail), down from 6,4% 
in 2019.

continued on next page 
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Volkswagen Polo Vivo. An interesting phenom-
enon is that South African motorists are more 
inclined to rather drive bakkies, which have both 
commercial and leisure vehicle applications, than 
passenger cars.

Original equipment (OE) component imports 
by the seven vehicle manufacturers in South Africa 
declined to R82,3 billion in 2020, down by 22,9%, 
from the R106,8 billion in 2019, in line with the 
substantial 29,2% year-on-year decline in vehicle 
production in the country due to the impact of 
COVID-19 on new vehicle sales, exports and 
vehicle production. Germany, Thailand, Japan, 
and the US represented the main countries of 
origin for these components. High value, capital-
intensive componentry, such as the powertrain 
and telematics, which collectively account for 
about 50% to 60% of the value in a modern vehicle, 
are mainly imported into South Africa and the 
remainder sourced in the domestic market. Global 
sourcing principles apply, which mean that every 
vehicle manufacturer sources a specific compo-
nent from a specific globally recognisable brand 
component supplier.

Demand for replacement parts in South 
Africa remains high as 75% of the country’s 

vehicle parc is older than five years. Given the 
weak macro-economic climate in the country 
over an extended period, consumers tend to keep 
their cars for longer while the growing variety 
of models and more complex technologies in 
vehicles have also led to increasing demand for 
aftermarket parts.

Global vehicle production declined by a 
massive 15,8% to reach 77,62 million vehicles, 
down from 92,18 million units produced in 2019. 
South Africa’s global vehicle production ranking 
remained at 22nd in 2020, although its market share 
declined from 0,69% in 2019 to 0,58% in 2020. In 
terms of global LCV production, South Africa was 
ranked 15th with a market share of 1,08%. South 
Africa remained the dominant market on the 
African continent and accounted for 62,1% of total 
African vehicle production of 720 156 vehicles.

The global pandemic rocked the world to 
its very foundations, and ultimately there are no 

easy solutions to reigniting COVID-19 affected 
economies, with South Africa no exception to 
this. What promised to be a high point for the 
domestic automotive industry in 2020, with the 
APDP reaching the peak of its eight-year path, was 
annihilated by the global pandemic. COVID-19 
has also resulted in the postponement of the South 
African automotive industry’s journey to 2035 
under the South African Automotive Masterplan 
(SAAM) 2021–2035, by six months, from 1 January 
2021 to 1 July 2021.

Encouraging news is that the world economy 
is projected to recover in 2021, while it is also 
expected that South Africa’s economic growth 
rate will rebound in 2021, setting the stage for a 
robust recovery from the very low base in 2020. 
In terms of the domestic automotive industry’s 
recovery, much will depend on the recovery 
of its main trading partners. The three main 
factors likely to determine the trajectory of the 
global economy in 2021 include the path of the 
pandemic and how it is managed; the vaccine and 
how it is rolled out; and the actions of govern-
ments in response to the pandemic. Despite 
everything, 2021 promises to be an exciting year 
for the automotive industry in South Africa in its 
journey to 2035.

Read the full report here. ■

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

The Toyota Hilux (left), with 31 263 units, was the most popular model sold in the country in 2020, followed by sales of 19 750 units by the top-selling passenger 

car, the Volkswagen Polo Vivo (right).

Global vehicle production 
declined by a massive 15,8% to 
reach 77,62 million vehicles, down 
from 92,18 million units produced 
in 2019.
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Differing Views
When is a Mini-SUV a Crossover? When it is a 
badge-engineered model wearing two different 
brand identities. Toyota is reporting sales of its new 
Urban Cruiser as a Mini-SUV while Suzuki calls 
its Vitara Brezza, which is the same under the skin 
model, a Crossover. This is according to Lightstone 
Auto, which compiles the monthly sales reports for 
the local motor industry and says it relies on OEMs 
for segmentation of their various models. ■

Nissan Sells its 
Stake in Daimler

Nissan is selling its 1.5% share in Daimler, follow-
ing a similar decision by Renault in March. These 
two members of the Renault-Nissan-Mitsubishi 
Alliance took stakes in Daimler about 10 years ago 
to strengthen their partnership, which included 
Daimler developing a pick-up truck off the Nissan 
Navara which proved a sales flop and has been 
discontinued. Nissan is expected to get about 
US$1.2 billion from the sale of the shares.

Daimler has said it will continue to cooperate 
with members of the Alliance. ■

Electric Cars Losing 
Their Appeal

A survey of electric vehicle owners in California 
has revealed that about 20% have already replaced 
these models with ones powered by a petrol engine. 
The main inconvenience that caused them to 
switch back to a car with an internal combustion 
engine (ICE) was charging the battery, even though 
California has a big charging network.

The survey involved people who had bought 
electric vehicles between 2012 and 2018. Ford, 
which has just launched its Mustang-E EV, says 
the report appears to be misleading as huge strides 
have been made in ease or charging and the time 
it takes since 2018, according to a recent article in 
Automotive News. ■

Just-In-Time Under Scrutiny
The current shortage of components to build 
motor vehicles – mainly a lack of microchips – has 
put the almost universal just-in-time process of 
manufacturing most things under scrutiny. This 
lean production process needs components to be 
delivered only a short time before they are required 
for the assembly process.

Now some companies in the United States are 
considering once again warehousing a stockpile 
of vital components to prevent production line 

stoppages that many companies are suffering 
from currently.

The question being asked is: “is resilience in 
the supply chain most important or is it (stock-
holding) cost that is most important in the long 
run?” A survey on the subject which spoke to 150 
manufacturing executives found that two-thirds of 
them believed there will be a move away from the 
classic just-in-time model. ■

Virtual Conferencing
The recent launch of the 2020 Automotive Industry 
Export Council (AIEC) report compiled by Dr 
Norman Lamprecht using virtual Microsoft Team 
technology showed conclusively how reach can be 
extended by using this system rather than having 
people attend an event in person. Usually there are 
only 15-20 people at the physical launch, but this 
time more than 70 people watched on Teams.

Read all about the report on pages 8 and 9 of 
this edition of AutoLive. ■

Ford Accelerates Battery R&D
Ford has announces a new global battery centre 
of excellence – called Ford Ion Park – to ac-
celerate research and development of battery 
and battery cell technology – including future 
battery manufacturing.

The company is building on nearly two 
decades of battery expertise by centralising a 
cross-functional team of 150 experts in battery 
technology development, research, manufactur-
ing, planning, purchasing, quality and finance to 
help Ford more quickly develop and manufacture 
battery cells and batteries.

The Ford Ion Park team also is exploring better 
integration and innovation opportunities across 
all aspects of the value chain – from mines to recy-
cling – working with all teams within Ford, includ-
ing experts at Ford’s new Battery Benchmarking 
and Test Laboratory, Ford Customer Service 
Division, plus key suppliers and partners.

In addition, a $185 million collaborative learn-
ing lab in Southeast Michigan that is dedicated to 
developing, testing and building vehicle battery 
cells and cell arrays opens late next year.

This world-class 200,000 sq.-ft. learning lab 
will include pilot-scale equipment for electrode, 
cell and array design and manufacturing and 
will use state-of-the-art technology to pilot new 
manufacturing techniques that will allow Ford to 
quickly scale breakthrough battery cell designs 
with novel materials once the company vertically 
integrates battery cells and batteries.

Anand Sankaran will lead the Ford Ion Park 
team as its new director. A 30-year veteran of Ford, 
Sankaran brings to the new position decades of 
battery and electrification expertise – including 
his current role as the company’s director of 
Electrified Systems Engineering, as a 1999 Henry 
Ford Technology Award winner for his electrifica-
tion work at the Ford Research Lab and a product 
development leader who applied his research 
and technical innovations on key production 
vehicles, including the award-winning original 
Escape Hybrid, 2021 Mustang Mach-E and 2022 
F-150 Hybrid.

Sankaran also holds 32 U.S. patents in 
automotive power electronics and hybrid vehicle 
technologies and is a fellow of the Institute of 
Electrical and Electronics Engineers. ■

Thesele Consortium Purchases 
Bidvest Car Rental

The Thesele Consortium, led by the 100% black-
owned Thesele Group, has signed a binding agree-
ment to purchase Bidvest Car Rental (BCR) from 
the listed Bidvest Group. The agreement is subject 
to approval by the Competition Commission and 
will see BCR continue its services with no disrup-
tion to its public and corporate customers, while 
expanding to new areas and lines of business with 
the support of the Thesele Consortium.

“We have communicated the change in owner-
ship to our key strategic partners and have received 
their unanimous support for the transaction,” said 
Paulette McGhee, CEO of BCR.

BCR is one of the three largest car rental 
companies in South Africa. It started trading 

Snippets
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locally under the Budget brand in 1968, converting 
to a Bidvest domestic brand in 2015, offering a wide 
range of services. This includes car rental, a chauf-
feur drive service, Door2Door transfers, Van and 
Truck rental, coach charters and their innovative 
Snappdrive keyless fleet service.

“The entire car rental industry was severely 
affected during the various levels of the national 
lockdown, and we estimate that the industry 
as a whole contracted by 50% in 2020. Despite 
this setback, our trading figures show a recovery 
that is both faster and more robust than initially 
expected,” explained McGhee. “BCR has emerged 
from the disruptions of 2020 and the early part of 
2021 as a profitable and cash-positive business.”

More details on the members of the Thesele 
Consortium and the structure of the transaction 
will be made public after approval has been re-
ceived from the various regulatory authorities. ■

Plan Launched to Promote 
Diversity in Motorsport

At the end of April, FIA Presidential candidate, 
Mohammed ben Sulayem, launched a far-reaching 
plan to increase diversity and inclusion in motor-
sport on a global basis. The Emirati former rally 
champion is passionate about giving the opportu-
nity to race to young men and women from diverse 

backgrounds and he believes that a Equality, 
Diversity and Inclusion (EDI) programme, 
run with partners in Formula 1 and other FIA 
championships, can lead to quick results including 
the doubling of motorsport participation.

“The FIA has made a good start under current 
president Jean Todt, in promoting women and 
drivers with disabilities. But we want to take this 
much further and create opportunities for all, 
regardless of geography, income, gender, culture, 
age, race, ability,” said Ben Sulayem.

“Motor racing is a global phenomenon, 
followed by millions on television, radio and 
across social media. Yet the majority of drivers and 
highly-skilled personnel at race tracks in dozens 
of countries are mostly European and male. There 
are hundreds of jobs for technicians and engineers 
which are still not open to young people from 
developing countries.

The programme forms part of the overall 
FIA For Members electoral campaign lead by Ben 
Sulayem, who is seeking to become the first non-
European head of the FIA since it was founded in 
1904. The current president, Jean Todt, steps down 
in December after twelve years in office.

Robert Reid, candidate for the vice-presidency 
for sport on the Ben Sulayem ticket, stressed 
the need to provide a fast-track for talent from 
developing motorsport regions.

“More than 90% of the Federations surveyed 
felt a talent fast-track scheme would boost the 
attractiveness of motorsport for young people in 
their countries,“ he explained, stressing the need 
to develop national role models in motorsport like 
Lewis Hamilton in the UK.

“It’s crazy that WRC has never had a 
non-European champion, and F1 has had little 
representation from Africa, Middle East and Asia,” 
added Reid. “We can fix this, and this will give the 
sport a much bigger gene pool to work with and 
create opportunities for all backgrounds to get 
involved, be it as drivers, technicians, engineers 
and fans.” ■

C2 Technologies 
Group recently 
announced a key 
new appointment, 
aimed at continuing 
to grow the 
business, both 
locally and abroad.

Said Manny 
de Canha, CEO of 
the Group: “I am 
excited to welcome 
Pedro Pereira to the executive team and 
I’m confident he will play a great part in 
ensuring that we continue to deliver on 
our growth strategy as we endeavour to 
offer world class products to the motor and 
allied industries. He joins the Group as the 
Chief Operations Officer, overseeing the 
entire business.”

Pereira has an entrepreneurial spirit 
and more than 17 years of experience in 
sales, marketing, and the motor industry 
in general. He has successfully managed 
the import and distribution of various 
vehicle brands, most recently Mitsubishi, 
and has been involved in many market-
leading IT projects. Pereira has an MBA 
from Wits Business School and a B-Com 
Marketing Degree from UNISA. He has also 
completed various Executive Leadership 
programs through GIBS.

“I am really excited to join C2 and 
I am looking forward to growing the 
Group in SA and internationally. C2 is a 
dynamic company to work for, providing 
a bouquet of products, services and IT 
platforms to businesses. We currently have 
17 companies with over 20 world class 
products and systems with a few more to 
be added soon,” commented Pereira. ■

New COO for C2 
Technologies Group
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By RogER HougHTon

Dr Johan van Zyl, of Toyota, is one of the latest 
South Africans in the automotive field to have 
made a big impression during a spell working on 
an international assignment. In his case he left 
South Africa, where he was President and CEO of 
Toyota SA Motors to take up a senior position as 
CEO of Toyota Europe. During the first two years, 
this included responsibility for Africa and in 2019 
he was appointed an Operating Officer of Toyota 
Motor Corporation, Japan.

Van Zyl (62), who was based in Brussels, had 
big challenges to face as he was responsible for 
Toyota and Lexus operations in 54 countries, 
which included 3 000 dealers, nine manufactur-
ing plants and affiliated Toyota companies. He 
established a design centre in Brussels and was also 
at the helm of Toyota in Europe during the long-
running Brexit negotiations, as well as facing a 
government-driven push to cut exhaust emissions 
and ban the sale of cars with internal combustion 
engines from as early as 2030.

He was also in Europe at the start of the 
COVID-19 pandemic and is proud that none of 
his dealers closed or are at risk of doing so, as they 
adapt to a new way of doing business.

Not only did the Springs-born executive 
drive a strong ramp-up of Toyota sales volumes in 
Europe, which included pushing the hybrid share 
of sales to almost 60%, but, importantly, ensured 
the company was profitable.

During his tenure as CEO, he oversaw 
Toyota’s share of the European car market climb 
from 4.5% when he arrived in 2015 to 6.6% and 
its ranking climb from ninth when he arrived 
in 2015 to third at the end of 2020 and second 
at the end of the first quarter of 2021. He also 
enjoyed the great occasion of seeing the new Yaris 
winning the European Car of the Year title earlier 
this year.

During Q1 of this year, Toyota shared top spot 
with Skoda in terms of the number of European 
countries where it had a car in the top five in terms 
of sales. Both were in the top five in 21 countries, 
with the RAV4 taking that position in seven coun-
tries and being the top seller in Finland, Greece 
and Switzerland.

Always passionate about aftersales service and 
customer care, Van Zyl ensured that the extensive 
parts supply operation, which works on a hub and 
14 spokes system, worked efficiently using the 
latest logistical control processes. The hub of the 

European-wide parts supply operation is located at 
Diest in Belgium.

Speaking in a recent interview with AutoLive 
at his office in Sandton, he said that his demanding 
position required a large amount of travel, includ-
ing a monthly trip to Japan, and for him it was 
not a business jet, but commercial flights, which 
he remarked are very efficient and convenient 
in Europe.

Bringing the focus back to South Africa, 
Van Zyl, who joined Toyota SA in 1993, said that 
he was pleased with the way the SA-built Hilux 
was faring in Europe and expected it to hit the 
target of 50 000 sales in a year in 2021 now that 
the range was getting the 2.8-litre diesel engine 
for the first time, having only had the 2.4 power 
unit previously.

He explained that increasing localisation, 
as required by the new Masterplan for the 
SA motor industry, is difficult without large 
production volumes.

“The diverse technologies being used as 
competitive advantages among the various vehicle 
manufacturers means there are few opportunities 

of component sharing to increase component 
volumes as there was in the past,” said Van Zyl.

“The current shortages of key components 
such as microchips means that it is vital to have a 
strong support base with component suppliers and 
we also need to optimise the use of local materials 
such as steel. The local steel industry must produce 
the specialised, high tensile steels used in today’s 
cars, as, currently, it has to be imported before it 
can be stamped and formed locally.”

Van Zyl has returned to South Africa to take 
up the position of Executive Chairperson at TSAM, 
having filled the position of TSAM Chairperson 
from 2015 when he moved to Europe. He will be 
involved in TSAM’s long term planning as the 
motor industry adapts to changing vehicle and 
manufacturing technologies while the company’s 
focus moves from being a vehicle supplier to a 
mobility provider.

In addition, he is retaining his positions in 
various South African organisations, including the 
Public Private Growth Initiative where he was a 
founding member and also getting more involved 
with his prized collection of classic cars. ■

Johan Van Zyl Returns to SA After 
Six Years at Toyota Europe
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In a concerted effort to support the national 
government’s economic reform response to youth 
unemployment, Michelin Tyre Company South 
Africa has announced a partnership with the 
Soweto Motorbike School, a skills development 
initiative based at Rand Stadium in Johannesburg.

Michelin has built the school a full and secure 
motorcycle track that incorporates the various 
terrains possible in urban traffic networks such 
as steep climbs, descents, and flat stretches. 
The specifications were modelled after the K53 
training manual gazetted by the Department 
of Transport.

“We are very proud to be partners with the 
Soweto Motorbike School. It is an institution 
for motorbike lovers in South Africa and it has 
left an indelible mark in the lives of many young 
people in Johannesburg and beyond. The impact 
of youth unemployment in our country has been 

devastating, and the need for companies like 
Michelin to make a meaningful difference has 
never been more urgent,” said Marcus Baffoe-
Bonnie, MD of Michelin South Africa.

The Soweto Motorbike School was estab-
lished in 2008 by motorcycle enthusiast, Alfred 
Matamela, as a means of engaging youth. Over 
time, the initiative has grown into a training acad-
emy that centres skills development for employ-
ment creation. On average, 64 people are trained 
monthly, and to date the academy has trained more 
than 3 000 riders.

The rise of so-called last mile delivery services 
for food and parcels has put motorcycles in the 
spotlight due to their convenience, increasing 
their population on the roads. This has increased 
safety concerns around the increased volume of 
traffic and through training, these concerns are 
effectively mitigated.

“This partnership is important for Michelin 
in South Africa as it speaks to our commitment 
to contributing to the sustainable development 
of our communities. We believe that more 
young people will be trained, and that the skills 
they will receive will help them find jobs and 
build businesses to support their livelihoods,” 
Baffoe-Bonnie concluded. ■

Michelin Tackles Youth Unemployment

Through Volkswagen Group South Africa’s 
(VWSA) ongoing partnership with the local 
education sector, a group of teachers from Kariega 
(formerly Uitenhage) have become the first gradu-
ates of a new university course aimed at improving 
literacy teaching at foundation phase level.

The ten teachers were recently awarded 
an Advanced Certificate in Foundation Phase 
Literacy Teaching from Rhodes University, dur-
ing the university’s 2021 graduation ceremonies. 
The two-year certificate course is the first of 
its kind in South Africa, and was developed by 
Funda Wande, a non-profit organisation focusing 
on literacy teaching from Grade 1 to Grade 3 
level – as the majority of South Africa’s learners 
are not taught to read with understanding in 
this phase.

The course is one part of VWSA’s longstanding 
partnership with Funda Wande. In 2019 VWSA 

contributed R2 million towards developing 
both the university course and a pilot project 
to offer video-based training in isiXhosa and 
English Additional Language, to teachers in the 
Eastern Cape.

VWSA remains committed to eradicating 
illiteracy and has also established literacy centres 
at five schools in the Kariega district: James 
Ntungwana, Vuba, Noninzi Luzipho, Ntlemeza 
and Mngcunube Primary Schools. All the teachers 
who graduated from the Advanced Certificate 
course are staff at these schools.

“I would like to congratulate all the 
graduates on this encouraging achievement,” said 
Nonkqubela Maliza, Director for Corporate and 
Government Affairs at VWSA. “The ability to 
read and write for meaning is the gateway to all 
learning, and the foundation for all future success. 
This makes teaching learners to read and write one 

of the most important responsibilities of teachers 
in the early phase. Our intention is to support and 
encourage teachers to prioritise and discharge this 
responsibility as best they can.” ■

Literacy Teaching Course Delivers First Graduates

Front, L – R: Matsiliso Sehloboko (James 

Ntungwana Primary School) and Vernon Naidoo 

(VW Community Trust). Back, L – R: Zoliswa 

Maseti (Vuba Primary School), Nkosinathi Clay 

(VW Community Trust) and Zuziwe Jobo (Ntlemeza 

Primary School).

BMW Group South Africa recently unveiled a 
150-bed overflow facility at the Bronkhorstspruit 
Hospital, east of Pretoria. This forms part of a 
long-term and sustainable investment to the 
value of R76 million, entailing more than 800 
beds in nine hospitals and four community 
health clinics, including Phedisong, Soshanguve 
Multi-Purpose Centre, Kgabo CHC and KT 
Motubatse, as well as two COVID-19 screening 
and testing centres.

The unveiling of the Bronkhorstspruit facility 
follows a previous one in September 2020, when 
BMW Group South Africa delivered 150 hospital 
beds to the Dr George Mukhari Academic Hospital 

and 200 beds to the Jubilee District Hospital. The 
company also donated an ambulance, which is in 
full operation, as well as the three Plant Rosslyn-
built BMW X3s. These first responder vehicles 
are servicing the Ga-Rankuwa, Mabopane and 
Soshanguve areas.

BMW Group South Africa has procured and 
distributed PPE to a number of identified hospitals 
and clinics, to ensure those who are risking their 
lives to save others are well protected.

Said Peter van Binsbergen, CEO: BMW Group 
South Africa and Sub-Saharan Africa at the 
ribbon-cutting ceremony: “I would like to thank 
our valued partners; the Gauteng Department of 

Health, the South African government and the 
German government. Without their cooperation, 
continuous collaboration and hard work, we 
wouldn’t be able to achieve what we have achieved 
today by making a real difference in the lives of 
our people,”. ■

BMW Continues Aid in Fight Against COVID-19
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Ford South Africa has made a contribution to 
help accelerate the revitalisation and upliftment 
of impoverished towns across the country by 
donating a Ford Ranger double cab to South Africa 
Day, a local non-profit company (NPC) and public 
benefit organisation (PBO).

With its South African Towns Makeover 
Project, South Africa Day targets towns in need of 
assistance to reverse their flagging fortunes and 
investment appeal, and address the high levels of 
unemployment and poverty – particularly amongst 
black communities.

“South Africa Day is a truly commendable 
NPO that is actively working to transform towns 
across South Africa that have been heav-
ily impacted by a lack of service delivery, poor 
maintenance and economic decline, which has 
hit the poorest citizens hardest,” said Neale Hill, 
MD of Ford South Africa. “It is an honour for us 
to be providing the mobility for the South Africa 
Day team by donating a Ford Ranger double 

cab to help the organisation reach more towns, 
communities and families as they develop and 
implement crucial projects aimed at creating a 
brighter future.”

The SA Towns Makeover Project was devel-
oped to provide a platform to reverse the decline 
of towns, and is backed by the Strong Towns 
and Cities Initiatives that focuses on mobilising 
much-needed investment. The project facilitates 
entrepreneur support, business expansion and 
business recapitalisation, with the emphasis on 
building black businesses, in particular.

“To date, South Africa Day has initiated more 
than 25 town ‘makeovers’ across the country 
through the SA Towns Makeover Project,” 
explained Dr Bheki Shongwe, CEO of South Africa 
Day. “We are grateful to Ford South Africa for 
donating the Ford Ranger at an opportune mo-
ment that coincides with South Africa Day’s plans 
to accelerate the start of the project in many other 
towns across the country.”

An exciting new makeover project that 
will soon be launched by the team is located in 
Mamelodi, near Ford’s Silverton Assembly Plant 
where the Ranger is produced for local and export 
markets around the world.

The SA Towns Makeover Project targets com-
munity upliftment by cleaning, repairing, painting 
and planting to revitalise the towns, which in turn 
improves the business conditions. The Strong 
Towns and Cities Initiatives then targets invest-
ment to grow business, support entrepreneurs 
and attract other businesses to the town, thereby 
generating employment opportunities – an impor-
tant objective considering the large number of job 
losses in recent years. ■

Ford Ranger to Accelerate 
Economic Upliftment of Towns

The future is looking bright for Isuzu’s first intake 
of Youth Employment Service (YES) candidates.

Landle Kenneth Carelse is one of the 2020 YES 
candidates who was successfully placed at Isuzu 
Motors South Africa (IMSAf). “I have really enjoyed 
the YES programme and the additional training 
we received thus far. I did not expect to be selected 
to stay on, but I was working towards employment 
despite the challenges of 2020,” said Carelse.

Isuzu’s continued commitment to excellence 
and the continuous building on the positive impact 
it has on the community has ensured the successful 
rollout of the YES programme despite a disruptive 
year in 2020. Almost 40% of the first intake of YES 
candidates at Isuzu found meaningful employment 
following their participation in the programme.

According to Billy Tom, IMSAf CEO and MD, 
the YES programme has been a highly rewarding 
initiative for Isuzu. “We partnered with Harambee 
Youth Employment Accelerator and this ensured 
we received high quality, job-ready candidates. 
Thus far, we have taken on 114 YES trainees and 
they have performed well beyond our expectations. 
Nineteen of the candidates found employment 
within the structures of Isuzu, while a further 
eight candidates found employment outside of the 
vehicle manufacturer,” Tom commented.

Of the 19 YES candidates now employed by 
Isuzu, 15 will work in Manufacturing / Production 
at IMSAf, one candidate has been placed in the 
Logistics Department at Isuzu’s subsidiary KANU 
Commercial Body Construction, while three other 
candidates form part of the dealer sales teams of 
various Isuzu dealerships across the country.

As part of its second intake, Isuzu has placed 
42 new candidates in various departments across 
the company, its subsidiaries and dealerships.

“We are committed to the growth and 
development of young South Africans and we 
believe that our youth deserve opportunities which 
accelerate their employability. We believe that this 
programme provides an opportunity to gain skills, 
learn workplace discipline and to grow and develop 
on a personal level,” said Tom.

To date the YES initiative has created over 
51 000 work experiences in South Africa, deploy-
ing R3-billion into the local economy. ■

Isuzu Remains Committed to Youth Development
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Motor companies have been the lifeblood of Rally 
To Read, the rural education programme that has 
taught hundreds of thousands of primary-school 
children to read and write. Brand Pretorius, co-
founder of Rally To Read and chair of its national 
organising committee, has called for them to join 
hands again to save the futures of a new generation 
of young South Africans.

When Rally To Read was founded in 1998, 
its mission was to revive primary schools in com-
munities whose geographical remoteness rendered 
them invisible to provincial education depart-
ments. They may have been government schools 
but many had not been supplied by their provinces 
for years. Not only did they have no teaching 
materials, but some also lacked desks, electricity 
and even clean water. Some classrooms had gaping 
holes in walls and ceilings.

Rally To Read sponsors, travelling in off-road 
convoys, have spent hours driving to these 
schools, carrying reading books, stationery, sports 
equipment and other educational essentials – all 
previously absent. Some sponsors have even sent in 
work parties to repair buildings and desks, and to 
install electricity, running water and sanitation.

In addition to what was carried in the convoys, 
Rally To Read has also been providing teacher 
training through the Read Educational Trust 
NGO, which monitors the educational progress of 
each school.

Motor companies have been at the heart of 
these early efforts. “Without their generosity, 
Rally To Read would not have been sustainable as 
they provided the bulk of the financial support,” 
said Pretorius.

Rally To Read’s impact has been enormous. 
The average reading age of a rural 14-year old 
child – the stage at which they are due to go to 
high school – is seven, rendering them incapable 
of continued education. At Rally schools, that gap 
is bridged, allowing children to progress to high 
school and beyond. Andile Ngobeni, a pupil at 
an impoverished Mpumalanga primary school 
supported by Rally To Read, recently started an 
actuarial science degree at Wits University after 
earning seven matric distinctions, including 98% 
in accounting and 95% in maths. Her progress has 
won her a full study scholarship from Sasol.

Without the motor industry, none of this 
would have been possible. But now, Rally To 
Read needs their coordinated support again. The 
COVID-19 pandemic has played havoc with all 
forms of SA education – but none more than rural 
primary schools.

A report published in May revealed that no-fee 
primary schools in Mpumalanga and the Eastern 
Cape (many of them rural schools) missed up to 
76% of their basic education in 2020 because of 
school closures and so-called rotational learn-
ing – when each child attends school only once 
or twice a week to maintain social distancing in 
the classroom.

Those two provinces are among five where 
Rally To Read currently runs programmes. The 
others are KwaZulu-Natal, Western Cape and Free 
State. It’s thought a similar loss of education has 
occurred in schools there.

The report, by researchers from Cape Town, 
Stellenbosch and Wits universities, was published 
by the National Income Dynamics Study-
Coronavirus Rapid Mobile Survey. It states that 
last year, learners in no-fee primaries across SA 
lost 60% of their potential 198 school days. Grade 
4 children in Mpumalanga schools missed 76% of 
home language lessons and 48% of English as the 
main secondary language. In other words learners 
learnt roughly a quarter of what they could have 
learnt for home language and just about half of 
what they could have learnt for English.

The outcome could be catastrophic – not just 
for these children but also for SA. As Wits student 
Andile Ngobeni and other success stories have 
proved, there is enormous intellect and talent 
buried in SA:s rural areas. The country can’t afford 
to waste it.

That’s why Rally To Read is redoubling its 
efforts to save our children’s future. But it can’t do 
it without support. Motor companies have been 
central to the programme’s success so far. Working 
together, they can also secure its future.

“Because of the devastating impact of 
COVID-19 on primary schools in rural areas, the 
need for Rally To Read has never been greater. We 
appeal to the SA automotive industry to yet again 
provide financial support for this worthy initia-
tive,” Pretorius concluded.

Individual sponsorships amount to R18 000, 
while corporate sponsorships amount to R36 000. 
Donations qualify for Section 18(a) tax benefits and 
count towards BEE scores.

For more information, or to become a 
sponsor, visit www.rallytoread.org.za or contact 
Brand Pretorius on 082 455 2020 or email 
brand@brandpretorius.com or Lizelle Langford 
on 071 688 1573 or email LizelleL@read.co.za ■

Rally To Read Needs Your Support

The average reading age of a rural 
14-year old child – the stage at 
which they are due to go to high 
school – is seven, rendering them 
incapable of continued education.

Donations qualify for Section 18(a) 
tax benefits.

http://www.autolive.co.za
https://rallytoread.org.za/
mailto:brand%40brandpretorius.com?subject=
mailto:LizelleL%40read.co.za?subject=


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

Digitisation is something that has jumped to the 
fore following the COVID-19 lockdowns. This 
is by no means a new concept though, as the 4th 
industrial revolution has been steering businesses 
in that direction for a while. Global lockdowns 
have simply accelerated the shift to a clear digital 
strategy.

This being said, Rian van Jaarsveld, the general 
manager of LOR Technologies, believes that a new 
approach to old ideas is still lacking. He believes 
that businesses still want customers to buy the way 
they did in the past because they have failed to 
adapt their own internal policies and processes as 
to how they treat customers.

Van Jaarsveld points out that, because 
information on products and services is readily 
available on the internet, buyers are much savvier 
than they were before. “If you think about it, 
today’s automotive sales people hardly have to sell 
anymore. All they need to do is ensure that leads 
are acted upon swiftly,” he explains. “My recent 
personal experience is proof of that. I set out to buy 
a new vehicle for my wife and did all the legwork 
before I walked in to the dealership of my choice. 
Financing had been approved and insurance set up. 
All I needed was the purchasing contact. There was 
no need to sell me anything other than to attempt 
an upsell on other VAS options.”

According to Van Jaarsveld the normal ways 
of selling big ticket items are changing – or at least 
customers have changed in how they shop, but in 
many cases seller haven’t.

“Businesses still want the lead to come in, but 
it has to go to their LMS first before it is allocated 
to a sales person who then contacts the buyer. 
What a waste of time! If an online shopper is 
on your website or on your chosen aggregator’s 

website why not just start the transaction there and 
then, influencing that purchasing decision before a 
lead is even submitted?”

All fair and well, but how does one go about 
doing that?

“Sales staff can’t just be sales staff anymore. 
They need to morph into digital specialists because 
the reality is that you have more eyes on your 
online stock than what you have feet on the floor at 
any given time,” Van Jaarsveld says.

Through LOR these tools already exist and are 
ready to be implemented. “We tested this concept a 
few years ago already by selling cars at 9 pm when 
all the dealerships were closed and everyone was 
at home. In addition we ensured that it could be 
done on any mobile device, from anywhere and at 
any time.”

During the test period there were three live 
agents online to take live chats from the live online 
retail (LOR) platform. Van Jaarsveld is quick to 
point out that LOR is not designed to create leads 
or to merely service customers. The platform’s 
objective is to facilitate a real-time sell.

“Sure, AI-Bots can take basic questions and 
provide answers with no human intervention, 
but it is not always the best solution as the online 
customer has probably already done his or her 
research. In fact, 80 per cent of online shoppers 
have done research on the products they enquire 
about and more than 76 per cent have indicated 
that they prefer a live chat over a Bot. They need 

a human to answer the last qualifying criteria for 
the deal to be made, but for some reason dealers 
still force the audience to Bots or to submit leads, 
leaving customers frustrated with the experience 
provided. This is the beauty of LOR. It is live, it is 
engaging and it offers human interaction.”

Features offered by the LOR platform 
include real live tracking, which allows you to 
see what customers are looking at in you online 
showroom in real time. It informs potential 
customers that you are available to chat and 
through video chat you can even walk the 
customer around your showroom, all from your 
mobile device.

If the text chat is going well, the customer can 
click on the call button and will automatically be 
connected to the sales agent.

In addition, LOR makes it possible to share an 
offer to purchase – or any required documentation 
for that matter – live with customers and assist 
them with the completion thereof. Chats can even 
be transferred to the F&I manager or DP for sign-
off of the deal. If no sales agents are online, the Call 
Me Back function allows serious buyers to log a 
request for assistance.

From a customer perspective, personal 
information is recorded in a secure detail share, 
which will update the chat information with 
the correct customer information, all aligned to 
POPIA requirements.

“We are so confident that LOR will have a 
positive impact on the way dealerships do business 
and thus also on their bottom line, that we would 
like to extend an offer to interested parties to apply 
for a free trial. Please contact us at:
info@lortechnologies.com for additional 
information,” concludes Van Jaarsveld. ■

Bringing the Human Touch to Online Retail

More than 76 per cent of online 
shoppers have indicated that they 
prefer a live chat over a Bot.
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South Africa ranked fifth globally in the ratio of 
public electric vehicle (EV) chargers to electric 
vehicles in 2020. Only Korea, Chile, Mexico, 
Indonesia and the Netherlands have more chargers 
per EV than SA, according to the IEA Global EV 
Outlook 2021 report released recently.

February 2021 saw battery-electric vehicle 
(BEV) registrations overtaking those of plug-in 
hybrid electric vehicle (PHEV) registrations 
locally. This milestone marks the advancements of 
battery technology in the EV space and growing 
local consumer confidence in the range offered in 
newer generation BEV’s with less reliance on ICE 
(internal combustion engine) hybrid technology. In 
the same month, SA also had its first registration of 
a plug-in hybrid Ferrari, the SF90.

The International Energy Agency (IEA) has 
published the Global EV Outlook annually since 
2013, with the latest report profiling 10 million 
electric cars on the world’s roads at the end of 2020. 
A highlight of this latest report is that EV sales 
jumped by 41% in 2020, despite the pandemic-
related worldwide downturn in car sales in which 
global car sales dropped 6%. This trajectory is 
expected to continue, with the first sales quarter of 
2021 following in this trend.

“Electric vehicle adoption remains key within 
automotive market developments while also 
decarbonising the transport sector,” commented 
uYilo eMobility Programme Director, Hiten 
Parmar. “It is clear that South Africa’s EV charging 
infrastructure has a good footprint for now based 
on the low volume of EVs in the country, however 

greater policy implementation is the next step to 
improve wider eMobility adoption.”

A number of statements on the electric vehicle 
market were made during the release of the latest 
IEA Global EV Outlook. Last year, electric vehicle 
sales grew to 3% of the world vehicle market as 
governments and large industries increasingly 
bring forward their long-term environmental and 
net-zero goals. Half of the global stock of EVs can 
be found in China, but in 2020 the largest increase 
in EV sales occurred in Europe, overtaking 
Chinese EV adoption for the first time.

In both the USA and China government 
spending on eMobility decreased, but increased 
in Europe in 2020, a year which also saw a 41% 
increase in the number of vehicle models available 
as an EV. In terms of driving range, there has been 
an increase in range in every new model since 
2015, with 2020 indicating the start of a plateau 
with range settling around 350 km.

The worldwide EV fleet is projected to grow 
from 11 million vehicles currently to around 145 
million in the next decade, and the demand for 
automotive batteries will grow 20-fold from cur-
rent levels by 2030.

Government policy is a key element in acceler-
ating EV adoption, both in terms of the 2020 sales 
growth and setting the trend for the next decade. 
The IEA has indicated that it will set out a roadmap 
for the entire energy sector to reach net-zero 
emissions by 2050, as current trends – although 
increasing – will not attain this goal.

A new tool, the Global EV Data Explorer, has 
been made available on the IEA website and fea-
tures historical information as well as projections 
on EV-related data, both globally and by region. 
uYilo eMobility Programme has been an annual 
contributor to the IEA Global EV Outlook publica-
tions. The full report can be accessed here. ■

International Electric Vehicle Sales 
Grow During Global Pandemic

Hiten Parmar, uYilo eMobility Programme Director. 

Demand for automotive batteries 
will grow 20-fold from current 
levels by 2030.
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The advancement of manufacturing in South 
Africa and on the continent has received a 
significant boost from four of South Africa’s 
leading manufacturers.

Listed groups Illovo Africa, Metair, TFG and 
Toyota SA Motors (TSAM), together pledged an 
investment of R18 million in the Toyota Wessels 
Institute for Manufacturing Studies (TWIMS). 
TWIMS, which as an academic partnership with 
the Gordon Institute of Business Science (GIBS), 
is South Africa’s only manufacturing-focused 
business school and research institution.

The multi-year investment will fund the 
creation of four dedicated research chairs. Each 
chair will focus on a particular burning issue 
relating to the advancement of manufacturing on 
the continent.

“We hold that the only way for an economy 
to grow sustainably is through industrialisation. 
Unfortunately, South Africa has lagged the rest of 
the developing world in harnessing manufacturing 
for this purpose and it is even more pronounced for 
the rest of the continent. We thank the corporate 
sponsors for their generous investment, which will 
go a long way towards addressing this issue,” said 
TWIMS Chairman, Dr Johan van Zyl.

TWIMS has identified four key areas for 
further research. They are African Trade and 
Industrialisation, Green Manufacturing, Future 
Manufacturing and Lean Management. These 
areas will now be funded by Illovo Africa, Metair, 
TFG and TSAM respectively.

Said Gavin Dalgleish, Group MD of Illovo 
Sugar Africa: “Africa’s manufacturing sector is 
ideally positioned for significant growth across dif-
ferent industries in the continent – creating consid-
erable opportunity for investment and sustainable 
jobs. As the continent’s biggest sugar producer, 
we are very excited to be partnering with TWIMS 
for the advancement of African Manufacturing 
Leadership and Trade and Industrialisation, which 
is an initiative that aligns perfectly with our Illovo 
purpose–Thriving African Community. “

Riaz Haffejee, CEO of Metair, said: “Given 
our exposure to the automotive industry and own 
efforts in adopting more environmentally friendly 
mobility options, we felt that sponsoring the 
Green Manufacturing programme is an excellent 
fit for Metair. In addition to the drive for more 
sustainable automotive products in operation and 
at end of life, vehicle manufacturers are placing 
increasing importance on green manufacturing 
processes. This is a trend that is likely to intensify 
across industries in coming years and poses a very 
interesting opportunity. More so, sustainability is 

a global imperative that should be top priority for 
every business and society to ensure that future 
generations can benefit from Earth’s bounty.”

Anthony Thunstrom, CEO of TFG, had this to 
say: “Technology is advancing at an ever-increasing 
pace. The subsequent disruption of manufacturing 
and management practices is both a threat and 
an opportunity for African manufacturers. We 
hope that with our investment in the creation of a 
Research Chair in Future Manufacturing, we will 
be able to help position the country and continent 
to benefit from this change.”

“Manufacturers have to constantly innovate 
and adapt to remain viable and profitable. This 
is especially true given the many disruptions to 
our logistical infrastructure, electricity supply, 
labour force and raw material inputs. To best 
address this, we need skilled managers who are 
well versed in the specific challenges of a manu-
facturing organisation. Toyota is the father of lean 
manufacturing and the practice of lean manage-
ment. We are proud to support TWIMS and the 
Lean Management Research Chair,” commented 
Andrew Kirby, President and CEO of TSAM.

“Our research shows that South Africa’s 
manufacturing sector has developed sub-optimally 
over the last two decades. In the 20 years to 2018, 
South Africa’s average value addition per capita 
through manufacturing was only 0.5%, compared 
to 8% in Vietnam and 5.7% in India,” commented 
Justin Barnes, Executive Director of TWIMS and 
an Associate Professor at GIBS.

“These numbers do not reflect the immense 
capacity for economic growth that lies dormant 
in South Africa and Africa. We urgently need to 
develop a passion for and commitment to manu-
facturing in order to unlock our economic growth 
and benefit from the rapid change in technology 
that we currently see around the world.”

TWIMS was established in November 2018 as 
a way to address the shortage of business managers 
with manufacturing expertise and to support 
research, policy creation and industrialisation of 
South Africa and the continent.

The school was made possible thanks to a gener-
ous endowment of R56 million from the Toyota 
South Africa Educational Trust (TSAET). TSAET 
later made a second endowment of R70 million for 
the creation of a dedicated scholarship for students 
to participate in the GIBS manufacturing-focused 
Master of Business Administration (MBA). TWIMS 
has subsequently established a further scholarship 
for students from across the continent to attend the 
various manufacturing short courses on offer.

Since welcoming its first cohort of 
manufacturing-focused MBA students in 2019, 
TWIMS has grown its campus with a new 80-seat 
Harvard-style auditorium, several academic 
break-out rooms, and even a gym and swimming 
pool to complement the on-site accommodation. 
Moreover, TWIMS is in the process of investing 
in a technology exploration centre that it calls a 
“Management Sandbox”.

Earlier this year, the first group of GIBS MBA 
students completed their studies. At the same 
time, TWIMS welcomed the third group of MBA 
students, as well as its first Doctoral student. This 
brings the number of post-graduate manufactur-
ing-focused GIBS students on campus to 80. A 
third of these students benefit from the TSEAT 
Scholarship and over two thirds of all students 
come from designated groups.

For more information on TWIMS, its 
academic programme and its focus on supporting 
African industrialisation, please visit:  
www.twimsafrica.com. ■

Multi-million Rand Investment for the 
Advancement of Manufacturing in SA and Africa

Andrew Kirby, CEO of Toyota SA Motors with 

Khavitha Singh, the Toyota-sponsored Head of 

Lean Management.

“Technology is advancing 
at an ever-increasing pace. 
The subsequent disruption 
of manufacturing and 
management practices is both 
a threat and an opportunity for 
African manufacturers.”
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We Drive

By STuART JoHnSTon

If you want to make a splash in the neighbour-
hood, you need to be in an SUV or cross-over 
model, something that has big visual presence, 
even though the useable space is more theoretical 
than actual, when comparing it to a similarly-sized 
conventional sedan or hatchback.

Cars like the Q3 Sportback take this illu-
sion a bit further. Because there is an aura about 
fuddy-duddy-ness regards a blockish SUV, the idea 
was hatched (by BMW a decade or so ago) to build 
SUVs with a sloping coupé-like rear end.

Thus we have the Sportback version of the 
Audi Q3. The standard Q3 has more two-box-like 
dimensions, whereas the Sportback has the sloping 
rear. I have to say Audi have made the car look ex-
tremely appealing, and they’ve integrated the two 
elements (boxy SUV, and svelte coupé) brilliantly 
from a stylistic point of view. But does the concept 
make sense?

To my mind, one of the big reasons for going 
the SUV or cross over route was to impart a 
feeling of spaciousness inside the cabin, especially 
for people with more than a couple of young 

children. Kiddies get grumpy when they are 
“couped up”.

Despite the imposing exterior presence of the 
Q3 Sportback, inside things feel a little too snug for 
my tastes. The roof pillars seem big in relation to 
the cabin, and the door sills too high, especially at 
the back.

Other than that, the Q3 Sportback is 
extremely well-presented inside, if you like the 
rather austere approach to interior decorating. 
The feeling is of high quality throughout, rather 
than flash, although some metal highlights on 
the steering wheel and dash lift the mood and 
add some relief to the overall serious tone. The 
quality of the materials throughout is first-class, 
and the graphics on the instrument cluster and 
infotainment screen re striking and pleasing to 
the eye.

The engine used in the Q3 Sportback 40TFSI 
is a bit “ordinary” compared to the visual drama 
of the exterior styling. It is Audi’s tried-and-tested 
four-cylinder direct-injection petrol four-cylinder, 
and in latest form produces 135 kW in the 40TFSI 
model. This means a 0-100 m/h in around eight 
seconds, and a 220 km/h top speed potential.

The 40 TFSI Sportback only comes in quattro 
all-wheel-drive form, which means you get 
peace-of-mind traction in seriously wet weather. 
Braking on an all-wheel-drive vehicle is also more 
stable than on a front-wheel-drive car, but one of 
the disadvantages is that the system adds about 
200 kg of weight, and the Q3 Sportback 40 TFSI is 
no lightweight at almost 1 700 kg.

Luggage volume is quite impressive consider-
ing the coupé-like shape, at a claimed 410 litres 
(with the rear seats upright) and the ride is good 
considering that the test model had the optional 
19-inch wheels fitted, with low-profile 235/50 
R19 tyres.

The price for me is a bit on the steep side 
at R758 500 before options are added, but this 
includes a full five-year/200 000 km maintenance 
plan, which incorporates the one-year/unlim-
ited km warranty. ■

Audi Q3 Sportback 40TFSI is Big on Looks

The 40 TFSI Sportback only 
comes in quattro all-wheel-drive 
form, which means you get 
peace-of-mind traction in seriously 
wet weather.
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We Drive

By STuART JoHnSTon

Sedans seem to be something of a forgotten 
option when to comes to customers for new cars. 
However, a recent experience with the A4 40 TFSI 
S line sedan underlines just what a wieldy piece of 
kit his car is.

The A4 first broke cover here in the mid-1990s 
and in essence today’s package is not too different 
from the car that really put Audi on the map in 
South Africa. The engine in the 40 TFSI remains 
a turbocharged four-cylinder petrol unit, and 
this one is a direct-injection motor that has been 
powering Audi products for some time. It is rated 
at 140 kW, some 5 kW more than the engine used 
in the Q3, with 320 Nm of torque, and is mated 
to a seven-speed dual clutch gearbox which offers 
traffic-friendly two-pedal driving.

Those of you who have read my piece on the 
Q3 will realise I’m still not completely sold on the 
bulkier SUV-cum-cross over fashion that sees the 
buying public equate size with superiority. For me, 
hopping into the sleek A4, I immediately felt more 
at home than I do in any SUV.

Sure, the SUV has benefits in traffic where you 
can see further ahead. In a sedan nowadays your 
forward vision is often obscured by the dozens of 
high-riding SUVs and cross overs up ahead. For 
me, though, I loved the fact this A4 could sluice 
through gaps in underground parking lots between 
the pillars and the even bulkier double cabs that 
proliferate. I love the fact that there is so much 
more communication between the steering wheel 
and front wheels than there is on a cross over. It’s 
all about weight.

The A4 40 TFSI has a dry weight of 1 485 kg 
compared to the Q3’s 1 700 kg. This means the A4 
accelerates much quicker than the cross over, with a 
0-100 km/h time in the mid-seven-second bracket. 
And its top speed (academic in this day and age, 
but still an indication of driveability) is 241 km/h. 
Superior aerodynamics are the reason here.

As for people-carrying capability, customers 
might be surprised to know that the A4 has better 
passenger accommodation than the bulky Q3. The 
sedan has a wheel-base of 2 820 mm, which is some 
140 mm longer than the Q3’s 2 680 wheelbase.

This means the sedan has superior legroom, 
and one also notes that in the sedan the rear 

passengers are better placed with regards to the 
C-pillar, as they sit further forward, more in 
line with the side window glass area, than in the 
cross over.

All in all, I found the A4 40TFSI to be a 
zestful driving experience. It doesn’t have quattro 
all-wheel drive, but because it is only a front-
wheel-drive car it seems more reactive to certain 
situations, less ponderous.

As for luggage capacity, another surprise here 
is that the sedan has a greater boot size, at 468 
litres, as opposed to the 410 litres on the Q3.

I rest my case. For a person who still enjoys 
interacting with a motorcar, in terms of steering, 
braking and accelerating, the sedan is a hand’s-
down winner. And because it is an Audi it is 
beautifully finished and well-equipped with all the 
latest safety gear.

The only problem is price. At R750 500, it’s 
expensive, and that’s even before you’ve started 
ticking options boxes. The price includes Audi’s 
five-year/100 000 km service plan. Interestingly, 
the A4 40 TFSI and the Q3 40 TFSI are almost 
identically priced, with the sedan some R8 000 less 
than the crossover. ■

Facelifted A4 Still a Tasty Sedan
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In South Africa it is not compulsory to have 
vehicle insurance, not even a basic third-party fire 
and theft policy. To address this, Fender Bender 
Finance has partnered with Nedbank and the 
Collision Repair Association of South Africa 
(CRA) to provide a solution to the uninsured 
sector of the market. Nedbank’s state-of-the-art 
finance package will enable Fender Bender Finance 
members to adopt a formalised approach to 
working, repairing and supplying services to the 
population of uninsured drivers.

With over 200 collision repair professionals 
nationally with CRA membership, Fender Bender 
Finance is confident that by using the best body 
shops to maintain client satisfaction levels, the 
programme will gain momentum quickly.

Fender Bender Finance believes that the key 
word is restoration. This format lets the client get 
their car restored to as good as new at a qualified 
body shop that adheres to ethical business practice. 
It also lets the body shop quote fairly without being 
worried about how much will be taken off in terms 
of percentages on labour, parts and paint by insur-
ance companies. As a result, restoring becomes an 

even playing field where a fair day’s work is done 
for a fair day’s pay. It is about restoring cars back to 
secure vehicles with critical equipment that works.

This finance option helps clients who 
cannot afford a high excess or who have had a 
repudiated claim.

The process is very simple. The client gets a 
quote from the Fender Bender Finance partner and 
can apply for finance at the body shop. They can 
choose a loan of between R2 000 and R300 000, as 
well as the time period of the loan – 6 to 72 months. 
The Nedbank platform is user-friendly and the 
client will need a valid identity or passport number 
and three months’ payslips to start the process.

Once the client’s loan has been approved, 
the amount is paid into Fender Bender Finance’s 
account within two days. Then 50% of the money is 
forwarded to the body shop to start the job. When 
completed and once the client has signed off, there 
is a seven-day period during which any queries 
may be raised to give everyone involved peace of 
mind. The other 50% of the money is then settled 
with the body shop.

Fender Bender Finance is rolling out the new 
project nationally. It currently has body shops with 

CRA membership in Gauteng, KwaZulu-Natal 
and Cape Town, but eventually it wants to roll 
out and ramp up this great business opportunity 
to the entire CRA membership. The prospect for 
new profit is achievable with this new professional 
finance option.

Fender Bender Finance has negotiated special 
services with various OEM’s and their Save-a-Car 
initiatives to keep vehicles that need repair on the 
road, and to increase work levels in the collision 
business with better client service. To find out 
more, visit: fenderbenderfinance.co.za. ■

Fender Bender Finance 
for Uninsured Drivers

From 2021 the Automobile Association (AA) will 
be preparing and releasing an independent spare 
parts pricing guide for South African consumers. 
Previously the Association released this guide 
under the title of the AA-Kinsey Report. Moving 
forward, however, a new report will be collated 
and distributed solely under the banner of the 
Automobile Association.

The revised AA Spare Parts Pricing Guide 
2021 will be released in the third quarter of 2021, 
and every subsequent year thereafter, and will 
include several new additions. The report will 
be a wholly new compilation and will, as far 
as possible, involve manufacturers to enhance 
its findings.

In addition to spare parts pricing, the AA 
Spare Parts Pricing Guide will cover new areas for 
inclusion such as changes to automotive technol-
ogy. As before, the AA will present its findings 
to manufacturers to give them an opportunity to 
digest the information before it is released to the 
public a week later.

The AA is a leader in the South African 
automotive sector and has been championing the 
rights of motorists and other road users for more 
than 90 years. Part of the consumer information it 
believes is critical for consumers is understanding 
the costs of spare parts for their vehicles, and how 
these compare with spare parts for similar vehicles 
in the same category. ■

New Spare Parts Pricing Guide for 
Consumers on the Cards

Once the client’s loan has been 
approved, the amount is paid into 
Fender Bender Finance’s account 
within two days. 

The key word is restoration. This 
format lets the client get their car 
restored to as good as new at a 
qualified body shop that adheres 
to ethical business practice. 
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Working Wheels

Hino South Africa has made 
some cosmetic changes to 
the exterior and interior 
appearance of its 300-Series 
of medium trucks, while 
adding features and 
realigning the model mix. The range now offers 13 derivatives with body 
and payload capability of between 3 390 kg – 5 950 kg, basically covering the 
2.5-ton, 3-ton and 4-ton markets.

The Hino 300-Series is a key player in various applications, including 
cash in transit, express and overnight deliveries, refrigerated cargo transpor-
tation as well as the bakery industry. The crew cabs are proving popular with 
construction companies and municipalities.

A six-speed fully automatic transmission is now offered across the 
300-Series range, whereas previously it was available only on certain models 
following limited introduction in 2015. There are new manual gearboxes too, 
with some models getting fuel-saving six-speed units while others retain a 
five-speeder which is now a new model with revised and optimised ratios.

The fuel tank size for the 916 models goes up from 100 to 150 litres, 
which offers increased usable range. Another worthwhile improvement on 
models with manual transmission is the fitment of hill assist (Easy Start) to 
stop the truck rolling backwards when pulling off on an incline.

Externally there are daytime running lights and revised front grille 
panels on all models, while the Narrow Cab models get new headlamps and a 
front bumper change. Inside the cab the change is a revised instrument panel 
with larger speedometer and tachometer which are easier to read. A radio 
with Bluetooth functionality adds to safety with its hands-free capability.

“We are incredibly pleased that we now have an updated and revised 
Hino 300-Series range, aimed at meeting the varied customer require-
ments in many operating situations on South Africa. We believe we now 
offer a complete transport solution in the medium truck market segment,” 
explained Ernie Trautmann, Vice President of Hino South Africa.

“All our models have excellent levels of standard equipment, backed by 
the best aftersales service in the South African truck industry currently, as 
well as Hino’s long-standing proud reputation for quality, durability and 
reliability – the brand’s DNA.

“However, there is far more to Hino for its customers in South Africa 
than revisions to a popular medium truck range. The brand and its dealer 
recently ranked No. 1 in the overall ratings of DATATrack, a quarterly 
survey of sales, parts and technical service conducted with a large panel of 
truck operators, for the ninth time in the past 11 quarters.

“Recently we introduced HINO-CONNECT, a full fleet management 
telematics solution, is now standard on all Hino trucks assembled at our 
plant in Prospecton, outside Durban. This latest important benefit for our 
customers follows the launch last year of a range of competitively priced 
service and maintenance plans that can be tailored to suit a customer’s 
specific needs,” added Trautmann.

“We remain driven by Hino’s international strategy of Total Support, 
which involves building meaningful relationships between Hino Japan, 
Hino South Africa, our team at the head office in Sandton, our countrywide 
dealer network, our suppliers and service providers and, most importantly, 
our customers. It is a proven recipe that continues to bear fruit at all Hino 
operations globally and our ongoing successes and achievements in South 
Africa stem from adherence to these philosophies and principles,” concluded 
Hino SA’s senior executive. ■

Ford Smart Mirror 
Has Your Back

Many van drivers rely on their side 
mirrors, with rear view mirrors not 
so helpful when there is a partition 
or cargo behind you. As the bumper 
stickers proclaim: “If you can’t see my mirrors – then I can’t see you!”

Now, Ford is introducing a “Smart Mirror”. This new system looks ex-
actly like a regular rear view mirror – but is actually a high-definition screen 
that clearly displays a panoramic view behind the van. This helps drivers to 
spot cyclists, pedestrians and other vehicles that may be behind them, even 
when windowless rear doors or partitions are in the way.

Full Display Interior Mirror shows a live feed from a camera on the rear 
of the van and features automatic brightness control for optimum visibility 
in daylight and at night. The system offers a field of view that is twice the 
width of a conventional rear-view mirror. This helps drivers to be more 
aware of their surroundings, for example, when approaching roundabouts, 
changing lanes or checking before merging or turning into side streets.

Ford’s new mirror could be particularly beneficial for delivery drivers 
making frequent drop-offs in cities, where they are more likely to encounter 
those on bikes, e-scooters or on foot; vulnerable road users accounted for 70 
percent of road accident fatalities in Europe’s urban areas in 2019.

Ford’s new mirror could benefit businesses by reducing the need for 
costly accident damage repairs, as well as potentially contributing to lower 
insurance premiums. Fitting the system may also improve uptime.

Click here to see the mirror in action. ■

Competition Celebrates Truck Drivers

As a demonstration of their appreciation 
for truck drivers, Iveco SA and the Road 
Freight Association (RFA) have launched 
the #ThankYouTrucker competition. 
This initiative, to recognise, celebrate and 
thank extraordinary truck drivers, will 
run to 31 July 2021. The winner of the cov-
eted Award will drive away with R50 000.

“Truckers have had an especially 
challenging year amidst the COVID-19 
pandemic,” said Martin Liebenberg, 
Commercial Manager of Iveco SA. “They have been our unsung heroes, 
delivering food, medicine and other essentials during the hard lockdown, 
and beyond that, ensuring that we continued to have much-needed and 
much-loved non-essential items.

“The life of a truck driver is not easy. They spend many hours away from 
their loved ones and their homes,” Liebenberg continued. “Drivers are an 
integral component of sustainable transport and through this initiative, we 
are aiming to acknowledge the role of truck drivers and also to raise public 
awareness of the contribution of these unsung heroes.”

Added Gavin Kelly, CEO of the RFA: “Almost every aspect of our 
daily lives is made possible because a truck driver delivered the goods and 
resources people need. The #ThankYouTrucker competition is our way 
of paying tribute to all our truck drivers for their hard work, dedication 
and commitment.”

Company owners, operations managers, direct line managers or fleet 
managers may nominate a driver/s and submit a motivation online at: 
www.thankyoutrucker.co.za

The deadline for entries is 5 July 2021, after which finalists will be 
shortlisted. The finalists will be announced on 9 July and the public will have 
up until 24 July to vote online for the most deserving trucker. The driver 
with the most votes will win.

The #ThankYouTrucker competition is supported by Arrive Alive, the 
Road Traffic Management Corporation and Trucking Wellness. ■

Hino 300-Series 
Updated
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Working Wheels

FAW Trucks ended the month of April on a high 
note when the 7 000th locally assembled vehicle 
rolled out of its Coega manufacturing plant. The 
unit in question was a JH6 28.500FT model, which 
has since been delivered to a well-established 
strategic fleet customer.

Said Jianyu Hao, CEO of FAW South Africa: 
“This is an understandably proud moment for us. It 
reaffirms our commitment to the local market and 
is just reward for what is one of the largest invest-
ments made by a Chinese entity in this country.

“Since first entering the South African market 
27 years ago, we have gone from strength to 
strength, providing local buyers with products of 

high quality that are not only well suited to local 
conditions, but also boast high levels of safety, 
convenience and comfort. We have managed to 

combine this with competitive pricing, low run-
ning costs and excellent aftersales service.”

Funded by the China FAW Group Corporation 
and the China-Africa Development Fund, the first 
vehicle rolled off the Coega assembly line in July 
2014. The facility was built at a cost of R600 mil-
lion and spans some 30 000m². This includes 
a state-of-the-art training facility, a body shop 
and a paint shop. It provides employment for 148 
staff members.

Currently the Coega facility has a production 
capacity of 3 000 units per annum, but this is scal-
able to 5 000 in order to be able to meet growing 
demand for FAW Trucks model. ■

7 000th Unit Assembled at Faw Trucks Coega Plant

Volvo Trucks Southern Africa was named one of 
the country’s top gender empowered companies. 
The company was awarded for its commitment to 
and achievement in the promotion of workplace 
equality for women.

Endorsed by Standard Bank and United 
Nations Women, and supported by the 
Commission for Gender Equality, this initiative 
now in its 16th year, celebrates organisations in 
both the public and private sector for prioritising 
gender empowerment as an integral part of their 
business strategies. 

This award comes after months of research and 
benchmarking of the company’s structure, policies, 
skills development, and female-specific CSR 
expenditure. Also taken into consideration was 
the number of female directors, senior manage-
ment, and employees. Volvo Trucks Southern 
Africa’s top management team currently consists 
of 67% women.

“Improving the gender balance has been part 
of our company culture for many years, as we work 
systematically to increase inclusion of women on 
all levels of the organisation, and into a variety of 

roles including that of technical and commercial 
management,” said Marcus Hörberg, vice president 
of Volvo Group Southern Africa. “With a broad 
variety of initiatives designed to increase female 
representation, we are striving to move the needle 
towards increased gender equality. We believe an 
equal world, is an enabled world.”

One of the company’s female-specific CSR 
initiatives, Iron Women, is aimed at equipping 
and training women to become successful truck 
drivers, and in the process change the landscape of 
the industry. To date, 40 women have been trained 
and a further 30 will be trained this year.

“With women severely underrepresented in 
the industry, it is hoped that this initiative will help 
increase the pool of skilled women drivers in the 
country,” said Hörberg. “We believe these ladies 
have what it takes to affect positive change in the 
local transport industry, which will truly only 
benefit from more gender diversity.”

Hörberg added that company actively 
promotes gender equality, not only because it is 
the right thing to do, but because it is essential for 
business performance.

“Equality is not a women’s concern, it’s a 
business concern. Ensuring an inclusive culture 
and a diverse workforce has a positive impact on 
our productivity, our efficiency, and our ability to 
innovate,” he said. “It also enhances our ability to 
attract the very best people in the industry, regard-
less of gender, and that level of skill and knowledge 
ultimately benefits our customers.

“The work that we have done is just the 
beginning and although we are honoured 
to have received the award, we are con-
tinuously aiming to improve the status quo,’’ 
Hörberg concluded. ■

Volvo Trucks Recognised for Driving Equality

Volvo Trucks SA’s top management.
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Axalta, a leading global supplier of liquid and 
powder coatings, recently released its Automotive 
Color Preferences 2021 Consumer Survey, which 
is aimed at analysing the relationship between 
colour and vehicle purchasing decisions among 
consumers. More than 4 000 participants, aged 
25 to 60, in four of the largest vehicle-producing 
countries – China, Germany, Mexico and the US – 
responded that colour was a key factor in 88% of 
vehicle purchasing decisions.

“The psychology of colour is a powerful influ-
encing factor in automotive purchasing decisions. 
Frequently, colour reflects the personality of the 
vehicle owner,” said Nancy Lockhart, Global Color 
Manager, Mobility Coatings at Axalta. “What’s 
interesting is that elegance, stability and positivity 
were predominant colour characteristics desired by 
respondents surveyed.”

The survey analysed the colours consumers 
wanted on their vehicles in order to understand po-
tential future trends. While consumers may prefer 
or desire a variety of colours, individual preferences 
showed differences from country to country.

The survey also explored paint finish and 
paint effect preferences. High-gloss finishes were 
clearly preferred by all markets surveyed except 
for China. There, results showed a near-even split 
between high-gloss and matte finishes (48% high 
gloss vs. 52% matte). Paint effect preferences across 
the surveyed markets were not as similar as results 
for paint finish preferences. Solid effects were the 
top choice of respondents in the US and China, 
whereas German respondents chose pearlescent 
and Mexico chose coarse metallic and pearlescent 
as their preferred paint effects.

Axalta designs colours to meet the needs of 
automotive consumers around the world. The 
changing dynamics in colour preferences between 
countries and vehicle types are studied to best fore-
cast for future models. “The development of unique 
and new colours that meet the needs of our custom-
ers’ brands and consumer preferences is a key factor 
in understanding market trends. It is exciting to see 
how bolder colours are becoming more and more 
popular in the minds of consumers. Reds and blues 
are clearly rising in preference. It’s possible we’ll see 
more colours on the road with brilliant effects in 
the not too distant future,” said Lockhart.

For 68 years, Axalta has compiled and 
published the annual Color Popularity Report, the 
auto industry’s bellwether of car colours on the 
road based on original equipment manufacturer 
(OEM) sales. Axalta’s Consumer Automotive Color 
Preferences Survey builds on that colour leadership 
and expertise, providing fresh perspectives and 
insights from automotive consumers on colour and 
paint relevance.

Axalta’s Consumer Automotive 
Color Preferences Survey 
Highlights by Country

China: Colour is important for 99% of respondents 
in China when purchasing a vehicle. The preferred 
colours are white (29%) and black (26%). Red and 
blue ranked fifth and sixth. Of those surveyed, 64% 
would change manufacturers if they didn’t find 
their preferred colour. Among these respondents, 
93% are the sole decision-maker of the vehicle 
colour purchased, while 7% rely on others to assist 
in the decision.

Germany: Of those surveyed in Germany, 83% 
said colour is important when purchasing a vehicle. 
With 63% of respondents being the sole decision-
maker about the vehicle’s colour, 37% confer with 
family in the decision-making process. Black is 
the preferred colour with 32%, while blue came in 
second with 16%. German participants consider 
black as a colour that reflects elegance and blue 
reflects stability. In this region of the world, slightly 
more than one quarter of survey respondents (27%) 
own a black compact vehicle.

Mexico: For 90% of respondents in Mexico, 
colour is a key factor when purchasing a vehicle. 
Red is the preferred colour with 22% and is the 
top selection for both genders. Four out of 10 
people surveyed in Mexico mentioned they would 
change manufacturers if they didn’t find the colour 
that they are looking for. Red reflects an elegant 
personality and blue reflects positivity according to 
survey respondents in Mexico.

USA: Colour is an important factor when pur-
chasing a vehicle for 79% of American respondents; 
nearly half of all respondents (46%) state colour is 
very or extremely important. Of those surveyed, 
82% of respondents in the USA say vehicle colour is 
an individual decision and 53% of households have 
more than one vehicle. Although black is an overall 
trend, truck owners are choosing more colourful 
versions of blue and red. Blue reflects positivity and 
red represents a sense of adventure in the minds of 
survey respondents in the US.

For more information about Axalta’s 
Automotive Colour Preferences 2021 Consumer 
Survey or country-specific survey findings, please 
visit www.axalta.com/color. ■

Colour Drives the Purchasing Decision

82%
say vehicle color is an  
individual decision

79%
of respondents say color 
is a key factor when buying 
a vehicle

80%

33%
would change manufacturer  
choice if preferred color is  
not available

Majority favor
monochromatic
vs. two-tone

How
important
is color?

of respondents
prefer monochromatic
over two-tone

25% would consider repainting
their vehicle**

Vehicle color preference by region

Favourite vehicle color

**Of those who would change the color, 72% said the reason was to renew appearance and keep the vehicle.
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*Opinion survey was conducted by Axalta in 2021 among 1,003 vehicle owners aged 25 to 60 located throughout the United States of America. For additional information about demographics and methodology, visit www.axalta.com/color

Axalta’s 2021 Consumer Survey in USA*

Automotive Color Preferences

Color they would choose

http://www.autolive.co.za
https://www.axalta.com/corporate/en_US/about-axalta/color.html

