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Demand, however, for both new and 
pre-owned vehicles remains high. According to 
Mark Dommisse, Chairperson of the National 
Automobile Dealers Association (NADA), the 
current demand for vehicles outstrips supply. 
This arguably counter-intuitive situation is 
a result of relatively unpredictable and fluc-
tuating demand that makes forecasting and 
planning difficult for OEMs and often leads to 
supply bottlenecks.

Simphiwe Nghona, Standard Bank’s Group 
Head for Vehicle and Asset Finance, added 
that the insufficient public transport system in 
South Africa continues to drive private vehicle 
demand. In addition, the all-time low prime 
interest rate of 7 % has made finance terms for cars 
more favourable.
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The COVID-19 pandemic has accelerated the 
adoption of digital technology within the South 
African automotive retail industry, with similar 
trends being observed globally. The impact of 
the pandemic has influenced how traditional 
vehicle finance institutions, original equipment 
manufacturers (OEMs) and dealerships interact 
and transact with customers as more consumers 
get comfortable with online shopping. Globally, 
the rise of connectivity, autonomy, shared mobility, 
and electric and new energy vehicles have come 
to the fore, which combined is referred to as 
CASE technology and is reshaping the automotive 
landscape and impacting the oil industry.

Overview of Automotive 
Retail Landscape

One of the major contributors to inflation in the 
United States in the past year has been attributed 
to vehicle prices. Similarly, in South Africa, new 

RETAILING IN THE NEW 
DIGITAL REALM
Early in June, Deloitte hosted a webinar to unpack the future of automotive retailing within the new digital realm. 
Facilitated by Dr Martyn Davies, Automotive Leader, Deloitte Africa, there were some very interesting talking 
points. The panel of experts included Pertunia Sibanyoni (InspectaCar CEO), Simphiwe Nghona (Group Head: 
Vehicle & Asset Finance, Standard Bank), Mark Dommisse (NADA Chairperson), Tinashe Ruzane (CEO and co-
founder, FlexClub), and Dr Marco Hecker (Auto Sector Leader, Deloitte China). The insights they provided were of 
great relevance for the local automotive industry.

and pre-owned vehicle prices contributed 11.2 % 
and 10.5 % respectively to inflation. South Africa’s 
automotive industry, like other industries, was hit 
hard during the COVID-19 lockdown and this 
resulted in the rise of unemployment with the Q1 
unemployment rate at 32.6 %.

“The trend in consumer spending behav-
iour showed an increase in distressed vehicle 
owners downsizing to smaller, more afford-
able, used vehicles that are fit for purpose,” said 
Pertunia Sibanyoni, the CEO of InspectaCar.

The increase in new vehicle prices sub-
sequently led to an increase in demand for 
pre-owned vehicles as consumers buckled up on 
spending. According to the TransUnion Vehicle 
Price Index Q1 2021 new passenger finance deals 
decreased by 5 %, while used passenger vehicles 
increased by 7.4 % year-on-year. Naamsa has also 
reported the pre-owned to new vehicle sales ratio 
at 2.41 to 1.2.

continued on page 2 
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Digital Emerging as 
the New Normal

The emergence and adoption of 
digital technologies is changing the 
retail landscape across industries. 
The surge in the used car franchise 
market has led retailers to start 
creating unique channels to address 
consumer needs with customised 
digital solutions.

Sibanyoni highlighted that it 
has become increasingly important 
for automotive retailers to have 
a digital presence in the market. 
Digitalisation benefits consumers 
as it offers real time engagement, 
less paper-based applications and 
increased convenience to make 
purchases from the comfort of the 
home. Automotive retailers have 
started introducing end-to-end 
solutions that assist consumers in the 
journey from vehicle searching to 
post vehicle purchasing.

A rise in informal interventions 
developed in the wake of the national 
lockdown which saw dealerships 
starting to increasingly use social 
media as a new channel to interact 
with prospective buyers.

“This speeded up processes with 
dealers having to respond swiftly to 
customer queries,” said Dommisse.

Facebook and WhatsApp 
became widely used communica-
tion channels between dealers and 
consumers. Formal initiatives were 
introduced by vehicle finance institu-
tions through mobile applications 
customised to provide real time 
finance offerings to consumers, 
ensuring an easier process to buying 
a vehicle with features that can 
compare quotes and determine 
the consumer’s affordability via 
the application.

“From a retail perspective, retail-
ers need to provide a one stop shop 
experience for vehicles in a seamless 
ecosystem that provides an end to 
end journey,” Sibanyoni commented.

A Move Away from 
the Traditional 
Ownership Model

According to Tinashe Ruzane, 
co-founder and CEO of FlexClub, 
the pandemic has introduced a new 
way of consuming cars and it’s not 
a one-size-fits-all for South African 
automotive consumers.

Alternative vehicle ownership 
models such as vehicle subscription 
and leasing are gradually disrupting 
the traditional market in South 
Africa and Mexico, and are likely to 
play a significant role in the future 
of automotive retail. This business 
model allows consumers to lease a 
vehicle in a highly flexible contract 
basis, with the option to end the 
contract, swap the vehicle or choose 
to purchase the car at any point in 
time. The car subscription market 
is designed to appeal to individuals 
who do not need to own the vehicle 
and want to avoid the risk and cost 
associated with vehicle ownership.

“The car subscription model 
intends to make the experience 
as easy as buying a pair of shoes 
online,” said Ruzane, who further 
explained that the uptake in the 
market has been positive in South 
Africa, with a peak of 100 cars 
being delivered to partners per 
week. An opportunity exists for car 
dealers and financiers to expand 
this market in South Africa and 
enter other parts of the continent to 
reduce the complexities associated 
with digital transactions.

From a financial institution 
perspective, Nghona believes there is 
a need for traditional vehicle finance 
institutions to recognise the chang-
ing landscape driven by digital play-
ers and look to partner with them as 
financial service providers have a role 
to play in how the industry meets up 
with consumer demands.

Evolving Mobility 
Ecosystem

Connectivity, autonomy, shared 

mobility and electric CASE 
technology has been a major trend 
in the industry although its uptake 
is varied in pace and impact across 
different markets. Internationally, 
North America and Western 
Europe are considered more mature 
automotive markets in the digital 
retail space.

The pandemic played a role in 
accelerating some components of 
CASE. According to Marco Hecker, 
Deloitte China Auto Sector Lead, 
COVID-19 accelerated connectivity 
in particular, where 80 % of leads 
came from social media.

“In South Africa connectivity 
and electric are expected to be the 
front runners,” said Hecker.

This has posed a challenge 
for OEMs in deciding what vision 
and strategy to follow. Key factors 
for OEMs to consider include 
brand value, quality products and 
generating extra premiums. As it 
stands few OEMs have mastered 
omni channel, online channel 
and digital and direct sales. In 
markets such as China, Japan, 
and Australia electric vehicles are 
being piloted as test cases to go 
into direct sales.

“From a Deloitte perspective it is 
expected that future trends encom-
pass a mix between online platform, 
stores and physical dealerships,” 
Hecker noted.

The automotive industry is 
gradually breaking away from 
traditional sales models to support a 
digitally led future state. Companies 
are becoming more agile due to 
changing consumer needs and 
preferences. Automotive retail is 
moving to a more inclusive, seamless 
ecosystem focused on consumer 
convenience. This transition presents 
an opportunity for traditional 
mobility stakeholders to collaborate 
with technology players and build 
a strong ecosystem focusing on 
consumer needs and leveraging on 
digital enablers. ■
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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 are 
continuing to outpace forecasts as the 
industry recovers from the dire situation it 
experienced a year ago.

“This is very heartening, particularly the 
fact that dealer sales represented 87.8% of the 
total reported new vehicles sales of 38 337 
units in May,” commented Mark Dommisse, 
the Chairperson of the National Automobile 
Dealers’ Association (NADA).

“Strong sales through the retail dealer 
channel means there is an improvement in 
consumer confidence, which is good news 
for the remainder of the year. Admittedly, 
the figures in April and May last year were 
very skewed, as our members operated 
under stringent lockdown regulations. 
However, the ongoing upturn in 2021 is an 
encouraging positive, with naamsa now 
forecasting year-on-year growth for 2021.

“A year ago, dealers were resuming 
limited retail sales in May under lockdown 
Level 4, but now the market is improving 
significantly while we await the possible 
negative effects that could flow from a third 
wave of COVID-19 infections.

“The lockdown had a devastating 
effect on the rental industry which has 
resulted in a lack of year-old cars coming 
onto the used vehicle stands at dealerships. 
That is putting upward pressure on used 
car pricing. This, in turn, is impacting 
on sales volumes of pre-owned models. 
However, it is encouraging to see that 
rental companies are refleeting again and 
in May these companies bought 8.2% of 
total vehicles and 11.4% of the passenger 
car volume.

“We are seeing limited new vehicle 
availability in certain segments due, in 
main, to the global microchip shortage 
which is taking longer to overcome than was 
originally presumed,” added Dommisse.

“There were also significant sales in 
all the commercial vehicle segments, while 

exports, the lifeblood of the local vehicle 
manufacturers rebounded strongly too.

“Although the strength of the local new 
vehicle market lies with the lower priced 
model ranges, as well as the SUV and 
crossover segments, there was also strong 
buying sentiment at the more premium 
SUV end of the scale being retailed in May,” 
explained the NADA chairperson.

“It is also invigorating to see the intro-
duction of a host of new passenger cars and 
the appetite South African car buyers have 
for new model ranges, specifically in the 
compact SUV segment, such as the Toyota 
Urban Cruiser, Toyota Starlet, Suzuki Vitara 
Brezza, and the ongoing stream of new mod-
els from Hyundai and Kia. Notable as well is 
the Peugeot 2008 and the Haval Jolion, with 
Nissan also joining the fray with its Magnite 
crossover,” commented Dommisse.

The view from naamsa I The 
Automotive Business Council

Although strict Level 4 lockdown measures 
were in place in May 2020, the Automotive 
Business Council successfully engaged with 
Government at the time to accommodate the 
sector to ease back into production and retail 
sales during the month under Level 4 instead 
of Levels 3 and 2, respectively. It should be 
noted that the month-on-month compari-
sons will remain distorted for the time being 
in view of the hard lockdown restrictions in 
place during the second quarter of 2020.

Aggregate domestic sales in May 2021, 
at 38 337 units, reflected an increase of 

New Vehicle Sales in 
South Africa Continue 
to Outpace Forecasts

Editor’s Note
And just like that half the 
year is gone. I’m sure you’ll 
agree that it’s been quite a 
rollercoaster ride thus far.

We kicked off 2021 in 
the throes of the second 
COVID-19 wave. Now we’re 
being pummelled by the 
third wave while the country 
is still trying to recover from 
the disastrous effects the hard lockdown of the first wave in 
2020 had on the economy. Will this ever end or do we need 
to face the fact that life as we knew it will really never be 
the same again. I’m not going to use the term “new normal” 
because I don’t like it and there is absolutely nothing normal 
about this.

Although vehicle sales are slowly picking up, the 
industry as a whole seems to be adapting pretty well to the 
challenges that have been thrown before its feet. Retailers 
are coming up with innovative and effective ways of doing 
businesses and customers are increasingly relying on digital 
platforms to not only research, but also conclude transac-
tions. You can read more about the subject in this issue 
of AutoLive.

We are also at the doorstep of two very important 
regulatory implementations; the hugely controversial 
AARTO system and the Guidelines for Competition in the 
South African Automotive Aftermarket. Both of these come 
into effect on July 1st. While there is still plenty of confusion 
surrounding AARTO, the industry seems to have all its ducks 
pretty much in a row where the Guidelines for Competition 
are concerned. There is some interesting reading material 
regarding this on the pages to follow.

In addition we bring you some very interesting insights 
into the electric-vehicle debate. Will this be the answer to 
future mobility or does going the electric route create an 
entirely new set of challenges?

As always, AutoLive contains plenty of interesting and 
informative articles pertaining to the automotive and related 
industries. This covers everything from new models and new 
appointments to commercial vehicle news and initiatives 
around corporate social responsibility. With many people 
once again (or still) working from home, we’re sure you’ll 
appreciate some quality reading material!

Feel free to get in touch with any comments, feedback or 
constructive criticism.

Liana Reiners,
Editor
liana@autolive.co.za

To advertise in  contact

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

continued on next page 
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25 463 units, or 197,8%, from the 12 874 vehicles sold in May 2020. Export 
sales also recorded a gain of 23 425 units, or 196,8%, to 35 326 units in May 
2021 compared to the 11 901 vehicles exported in May 2020.

Overall, out of the total reported industry sales of 38 337 vehicles, an 
estimated 33 642 units, or 87,8%, represented dealer sales, an estimated 
8,2% represented sales to the vehicle rental industry, 2,0% to industry 
corporate fleets and 2,0% sales to Government. The May 2021 new pas-
senger car market at 24 122 units had registered an increase of 15 156 cars, 
or a gain of 169%, compared to the 8 966 new cars sold in May 2020. The 
car rental industry accounted for 11,4% of car sales in May 2021.

Domestic sales of new light commercial vehicles, bakkies and 
minibuses at 11 930 units during May 2021 had recorded an increase of 
8 859 units, or a gain of 288,5%, from the 3 071 light commercial vehicles 
sold during May 2020. Sales for medium and heavy truck segments of the 
industry also reflected a positive performance and at 559 units and 1 726 
units, respectively, showed an increase of 256 units, or 84,5% in the case 
of medium commercial vehicles, and, in the case of heavy trucks and 
buses an increase of 1 192 vehicles, or a gain of 223,2%, compared to the 
corresponding month last year.

The May 2021 exports sales number at 35 326 units reflected an 
increase of 23 425 vehicles, or 196,8%, compared to the 11 901 vehicles 
exported in May 2020. For the first five months of 2021 vehicle exports 
were 67,2% above the corresponding period last year.

The CEOs Confidence Index, an in-house leading business confidence 
indicator of current and future developments in the domestic automotive 
industry, reflects the general agreement by the naamsa CEOs 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 
domestic as well as the global new vehicle markets over the next six months, 
as the domestic and international markets rebound from the low base of 
2020. However, structural constraints on the economy, coupled to the 
growing debt of the country and the ongoing electricity capacity limitations 
would continue to curb a potential quick recovery to pre-COVID-19 levels.

WesBank Comments

“The market continues its slow recovery in 
the face of a number of challenges and op-
portunities,” said Lebogang Gaoaketse, Head of 
Marketing and Communication at WesBank. 
“Interest rates remain at historical lows, 
providing some of the most affordable finance 
and consequently opportunities to purchase a 
new vehicle. However, price inflation against the 
backdrop of a subdued economy continues to be a 
barrier for many purchase decisions.”

According to the latest Vehicle Pricing Index (VPI) released by 
TransUnion during May, new vehicle prices in South Africa rose at 
nearly three times the general inflation rate during the first quarter of 
2021. “When measured against WesBank’s average deal size, we can see a 
similar trend in the amount of finance to access these vehicle purchases,” 
commented Gaoaketse.

“Compared to a year ago, new vehicle finance agreements through 
our book are averaging a deal size of R356 313, up 11,2%, while pre-owned 
deals average R253 537, an increase of 10,6%.”

Demand for vehicle finance continues to be reassuring, however. 
“WesBank’s rate of applications remains robust, indicating an appetite for 
new and used vehicle purchases,” Gaoaketse continued. “Attractive deals 
on the showroom floor and a growing need for replacement as that cycle in-
creased over lockdown are contributing towards the market’s recovery.” ■

Lebogang Gaoaketse, 

Head of Marketing 

and Communication 

at WesBank.
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Monthly automotive news to and from Africa

Kenya, which took 1 287 new, built-up vehicles 
from South Africa in the first five months of 2021, 
edged out Zimbabwe as the top destination for 
exporters into Africa for this period. Zimbabwe 
took 1 249 units.

Then there is a big gap to third-placed Ghana, 
which took 689 units. It was followed by Tanzania 
(615), Uganda (614), and Mozambique (573). These 
six countries were the only ones out of 27 countries 
that bought more than 500 SA-built vehicles 
between January and May. A total of 16 manufac-
turers shipped vehicles into Africa in this time.

Total exports for this five-month period 
amounted to 8 485 units, with Toyota in its usual 
leadership position, with 41% of the total (3 482 
units). Isuzu held its advantage over Nissan as 
runner-up, with 1 829 units shipped compared 
to 1 612 by Nissan, which is undergoing a major 
model change at its factory in Rosslyn. Ford 
shipped 763 of its Rangers and Everests into 
African markets and Volkswagen’s total exports for 
the period amounted to 324 units.

Toyota’s share in the month of May was even 
higher than its year-to-date figure at 45% or 916 

of the monthly total of 2 033 units. Isuzu was 
well ahead of Nissan with 452 units to the 284 of 
the Rosslyn-based vehicle maker. Ford shipped 
186 units into Africa during the month and 
Volkswagen 84.

Kenya had a slight lead over Zimbabwe as the 
major destination for SA-built vehicles, with 299 
going to Kenya and 293 to Zimbabwe. Next on the 
list was Uganda (240), followed by Tanzania (135), 
and Mozambique (119). These five were the only 
countries to take one hundred or more units from 
SA during May. ■

Kenya Edges Out Zimbabwe as SA’s 
Best New Vehicle Customer in Africa

African Export-Import Bank (Afreximbank) 
is supporting the African Organisation for 
Standardisation (ARSO) to harmonise standards 
in the automotive sector in Africa in order to 
facilitate an accelerated development of the sector 
across the continent. The harmonised standards 
are to be adopted by individual African countries, 
facilitating cross-border trade under the African 
Continental Free Trade Agreement (AfCFTA).

To initiate the process of developing African 
Automotive standards, ARSO prioritised what are 
referred to as “Whole Vehicle Standards”, encom-
passing motor vehicle components, accessories, 
and replacement parts. It is anticipated that some 
250 standards will need to be harmonised based on 
the basic components, accessories and replacement 
parts which are necessary to keep a vehicle safe 
and operational.

ARSO had initially targeted 18 basic standards 
based on the demands of the industry to facilitate 
the development of the automotive sector on 
the continent. However, since inception of the 
project in 2019, ARSO has – with the support of 
Afreximbank – been successful in harmonising 42 
international standards, well above the targeted 18.

ARSO will be launching the completed 
harmonised African Automotive standards in 
six countries, namely Rwanda, Ghana, Nigeria, 
Malawi, South Africa, and Zimbabwe.

An initial grant provided by Afreximbank 
was critical in highlighting the importance 
of harmonising standards in the automotive 
sector and paved the way for other partners to 
come on board. The Physikalisch-Technische 
Bundesanstalt in Germany has now agreed to 
fund the second phase, targeting a further 100 
standards with the goal of reaching 250 standards 
by the end of 2022.

Afreximbank has adopted a comprehensive 
automotive strategy under which the Bank is 
supporting the development of automotive 
regional value chains, automotive financing, 
industrial policy and capacity building. The focus 
on automotive is driven by the Bank’s recognition 
of its capacity to foster regional value chains and 
high-quality jobs. The Bank will also organise 
an automotive show as part of the intra-African 
Trade Fair, which will give a platform to auto 
manufacturers, assemblers, Original Equipment 
Manufacturers (OEMs) and component suppliers 

to exhibit their products and interact with 
potential buyers and suppliers.

“ARSO needs to be complimented for the 
work that they have done in harmonising the 42 
automotive standards to date. These are critical in 
facilitating the development of the automotive in-
dustry on the continent,” commented David Coffey 
the CEO of the African Association of Automotive 
Manufacturers (AAAM).

“The AAAM vision is to work with strategic 
partners, such as Afreximbank and ARSO, to 
develop a Pan-African Auto Pact, which conceptu-
alises the establishment of an African Automotive 
Development Plan, built around a few assembly 
hubs in the Central, South, East, West, and North 
of Africa. These hubs are then supported by a 
spread of value-adding activities in neighboring 
economies. This will ensure that there is industrial 
development in all participating countries, and 
that associated economic benefits are distributed 
among these countries. Harmonised African 
automotive standards are essential for the long-
term success of the Auto Pact and we applaud the 
work that ARSO and Afreximbank are doing to 
help achieve that.”

The African Association of Automotive 
Manufacturers (AAAM) recently signed a MOU 
with Afreximbank, paving the way for a collabora-
tion aimed at supporting the emergence of a dy-
namic African automotive industry. Afreximbank 
and AAAM will work together to foster the 
emergence of regional value chains with a focus 
on value-added manufacturing, created through 
partnerships between Global Original Equipment 
Manufacturers, suppliers, and local partners. ■

Harmonising Standards in the African Automotive Sector
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Earlier this month 12 Ghanaian technicians 
graduated from Nissan’s plant, ready to spearhead 
the launch of Nissan’s assembly plant in their own 
country. Over a period of 12 weeks they learned 
the finer points of how to assemble the Navara, 
which is currently being built at the Rosslyn plant 
in South Africa.

The comprehensive training programme 
has equipped the trainees with the ability to 
assemble the new Navara, while also teaching 
them the principles of the Nissan Production 
Way. This is to ensure that the numerous 
quality control measures are enforced and will 
allow them to help train the next generation of 
Ghanaian engineers to assemble these vehicles 
in their home country.

“The training course is one of the many steps 
we are taking to support a sustainable relationship 
between South Africa and Ghana going forward. 
We will continue to share resources and knowl-
edge, as well as training to make sure that the 
Ghanaian team is as agile and efficient as any team 
in the rest of the world,” said Shafick Solomons, 
Plant Director.

The preparation for the Ghana Assembly plant 
follows Nissan’s Memorandum of Understanding 
with the Government of Ghana that was signed 
during the initial stages of working towards the 
Ghana Automotive Development policy.

“We have always said that we wanted to work 
with countries on the continent who want to part-
ner with us in this regard. We were the first movers 
in Nigeria and we are looking at other countries 
in Africa where there is similar potential, which 
is both exciting and timely as we emerge from the 
economic ravages of the COVID-19 pandemic,” 
said Mike Whitfield, Managing Director of Nissan.

The Navara production facility is in Accra, 

the capital of Ghana, and will be 100% Ghanaian 
operated by the Japan Motors Trading Company 
(JMTC), which invested US $3 million in its 
construction, following Ghana’s drafting of its 
automotive development policy to encourage 
investment in the sector.

“Nissan and Japan Motors support the Ghana 
Automotive Development Policy, which is why we 
want to do our part in creating jobs and stimulat-
ing African economies. We both want to create a 
new future for the sector, and change the lives of 
the people who build, test and drive these vehicles,” 
commented Salem Kalmoni, Managing Director, 
Japan Motors. ■

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

Vehicle Loan
Financing

“We will continue to share 
resources and knowledge, as well 
as training to make sure that the 
Ghanaian team is as agile and 
efficient as any team in the rest of 
the world,” –  Shafick Solomons, 
Plant Director

Monthly automotive news to and from Africa

Ghana Trainees Graduate from SA 
Training Programme
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People

Mitsubishi Appoints New MD

Mitsubishi Motors 
South Africa has 
announced the ap-
pointment of its new 
Managing Director 
Thato Magasa, 
effective from March 1st, 
2021. Magasa succeeds 
Pedro Pereira, who had 
been in the role since 
2015 and has moved 
to the C2 Technology 
Group as Chief Operating Officer.

Magasa is no stranger to the automotive 
industry and has worked in numerous roles 
within the Motus Group since he first joined the 
company in 2009. Following a short break in 2012, 
he returned to the Motus Group holding various 
roles at Mitsubishi Motors South Africa, including 
that of Operations Manager, and then moved to 
another senior role within the Motus Group – this 
time at Renault South Africa.

Prior to this, Magasa had been the General 
Manager for Sales at Renault SA, after having 
completed a 12-month development programme 
within the Renault Group. He also holds a B-Com 
Accounting degree and acquired his MBA at GIBS 
in South Africa.

“Having spent a large part of my career work-
ing at challenger brands, I have always found that it 
is undoubtedly the people within the organisation 
who make the difference,” commented Magasa. 
“I am highly passionate about the continuous 
development of people towards the achievement 
of organisational goals. Our end goal is to offer 
a consistently high-quality retail and ownership 
experience of our vehicles, which will be heavily 
reliant on our people – both within Mitsubishi 
Motors SA and the dealer network at large.” ■

Leadership and 
Organisational Changes 

at Ford

At the beginning of June, Ford Motor Company 
announced a series of leadership and organisa-
tional changes for South Africa, which are aimed at 
accelerating its strategic transformation plan and 
strengthening its automotive operations.

“Globally, Ford is transforming its business 
to deliver growth and create value as part of our 
Ford+ Plan,” said Neale Hill, MD of Ford South 
Africa. “Ford+ is our strategic approach to provide 
customers with enhanced products and services 
based on ‘always-on’ customer relationships, 
world-class vehicles – including electric vehicles 

– and connected services and technologies that 
build a better world. The changes to our leadership 
team reflect this new approach to reinvigorate the 
way we do business, and to prepare the company 
for a dynamic and exciting future.”

Dhiren Vanmali, 
currently Executive 
Director of Government 
Affairs, takes over the 
role of Sales Operations 
Director, Ford Motor 
Company Southern 
Africa. Vanmali joined 
Ford in 2001 and has 
held several positions in manufacturing, product 
development, business strategy, and finance. 
Vanmali has played a pivotal role in facilitating the 
recent R15,8-billion investment in South African 
operations, and also serves as non-executive 
Director for the Tshwane Automotive Special 
Economic Zone (TASEZ). He has also been in-
strumental in the creation of the Gauteng-Eastern 
Cape Rail and Freight High Capacity Corridor.

Conrad 
Groenewald has been 
appointed Marketing 
Director, having previ-
ously headed up the 
combined Marketing, 
Sales and Service divi-
sion. Groenewald joined 
Ford in 1996, and has 
held several positions in the company in product 
engineering, manufacturing, marketing and sales. 
His focus now shifts exclusively to the marketing 
role to guide Ford’s future cycle plans, which en-
compasses the launch of the all-new Ranger pickup 
in the mid-term and the drive towards expanded 
connected services in the future.

Esther Buthelezi, 
currently Ford’s 
Corporate 
Transformation 
Manager for South 
Africa, has expanded 
her portfolio to now 
become Government 
Affairs and 
Transformation Director. 
Buthelezi joined Ford in 2002, and has held several 
positions in sales planning, dealer development, 
government fleet sales, and regional sales. She was 
appointed as Corporate Transformation Manager 
in 2019 and plays a crucial role in implementing 
Ford’s transformation strategy. Her initiatives 
include the upliftment of supplier development, 
and the implementation of the YES program and 
general BBBEE score card.

“The changes to the leadership team reflects 
a wealth of experience and talent in our busi-
ness, and we are confident that Dhiren, Conrad 
and Esther, will make a valuable contribution 
to the future success of Ford South Africa,” 
Hill concluded. ■

Industry stalwart appointed 
as CEO of KLT Automotive

Ashok Thakur has 
been appointed Chief 
Executive Officer (CEO) 
of KLT Automotive and 
Tubular Products SA 
Pty Ltd, South Africa.

Thakur (60) took 
up the position of CEO 
of KLT Automotive SA 
in May after retiring from Mahindra on 1st April 
2021. His various responsibilities during his career 
with Mahindra included a major involvement 
with setting up automotive import and export 
operations in Africa and running Mahindra 
SA as CEO for six years. This was followed by 
three years overseeing the Indian conglomerate’s 
automotive and agricultural interests in Africa. 
Thakur returned to India in 2018 where he took 
up the position of Vice President – Group Public 
Affairs for the Mahindra Group’s engagement with 
Government at central and state level, until his 
retirement in April this year.

The South African subsidiary of KLT Group 
was established in 2009 as a Tier 1 automotive 
chassis supplier. Thakur has been charged with 
developing and driving KLT’s 10-year vision to lift 
the company to the next level in terms of product 
expansion and diversification, as well as increasing 
production volumes.

KLT Automotive SA, a subsidiary of KLT 
Group, currently employs more than 700 people 
and is the only chassis manufacturer outside of 
the OEM’s located on the African continent. It 
operates four plants, located in Hammanskraal, 
Johannesburg, Brits and East London under the 
KLT and AVMY Steel Science banners.

The KLT Group has invested more than R500 
million in its South African operations to date and 
is a BBBEE compliant company. The empowerment 
group, Kapela Holdings, have a 30% shareholding 
in KLT Automotive SA.  

“The group remains committed to strength-
ening its footprint in South Africa and other 
African countries and will continue to invest in 
new technologies and skills development as it 
grows its African business interests,” explained 
Jubin Thakkar, the KLT Group Chairman and 
Managing Director. ■

Thato Magasa. Dhiren Vanmali.

Conrad Groenewald.

Esther Buthelezi.

Ashok Thakur.
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Since the announcement of a R10 billion invest-
ment in Mercedes-Benz’s East London plant 
in 2018, the facility has undergone numerous 
upgrades in preparation for the production of the 
new C-Class. At an event commemorating the start 
of production on 24 June, the company announced 
an additional R3 billion investment in the East 
London plant. This serves as a sure sign of the com-
mitment to reviving the economic growth of South 
Africa, as well as the socio-economic development 
of the East London region.

“South Africa is an important location in 
our global Mercedes-Benz production network. 
The team in East London made a remarkable 
contribution to the international ramp-up of the 
new C-Class. Thanks to the exceptional work of 
our colleagues in South Africa and all over the 
world and their first-class cooperation, our modern 
plants are able to produce outstanding vehicles like 
the new C-Class. With our additional investment 
of R3 billion rand in the East London plant, we 
underline our commitment to contributing to the 
South African economy and the Eastern Cape 
region,” said Jörg Burzer, Member of the Board of 
Mercedes-Benz Cars, responsible for Production 
and Supply Chain Management. 

Commenting on the additional investment 
and start of production of the new C-Class, the 
Minister of Trade, Industry and Competition, 
Ebrahim Patel, said: “The launch of this new 
Mercedes-Benz C-Class positions Buffalo City 
and the rest of Eastern Cape to continue its 
legacy of advanced manufacturing. Through 
the South African Automotive Masterplan, and 
the Automotive Production and Development 
Programme (APDP), we have created a platform 
for investment in the industry, deepening our 
technological expertise, creating local value chains, 
and securing jobs.”

Andreas Engling, Mercedes-Benz South Africa 
CEO and Executive Director Manufacturing, 
welcomed distinguished guests from South 
African spheres of politics and business, to the 
celebratory event of the start of production of the 
new generation C-Class.

R10 Billion investment – East 
London Plant Upgrades

Since the announcement in 2018, the R10 Billion 
investment was utilised to modernise the East 
London plant. This included a new body shop, 
which has been designed for higher capacities 
and features more than 500 “Internet of Things” 
Industry 4.0-enabled robots.

More than 700 tons of steel have been 
installed for the additional three lines in the 
assembly shop and a new logistics warehouse. 
Utilising new methods such as art application 
technology, the new paint shop is now even 
more energy efficient and more environmen-
tally-friendly. Overall, the new buildings 
comprise an area of approximately 100 000 sqm. 
This reflects an addition of two thirds of the 
already existing buildings for the passenger 
vehicle production.

At the Mercedes-Benz Learning Academy 
(MBLA), additional robotics were installed for 
training. The MBLA is a flagship and sustain-
able public/private partnership in cooperation 
with the National Treasury and the Jobs 
Fund and demonstrates the commitment of 
Mercedes-Benz SA to empowerment and youth 
development in the automotive manufacturing 
sector. Since 2004, the Academy has offered 
world-class training and transferrable skills, 
qualifying hundreds of skilled artisans in the 
Eastern Cape.

Commenting on the successful ramp-up 
of the new-generation C-Class, Engling stated: 
“Despite a tough year in 2020, we were able 
to accomplish what we had planned. To date, 
all of our buildings are complete and we are 
ready for the production of the new generation 
C-Class. At MBSA our passion drives us to be 
the best and it is this passion, which drives our 
high-performance culture.”

Mercedes-Benz is aware of the impact that its 
activities and products have on the environment, 
and the Company is addressing this in a holistic 
way along the entire value chain. With Ambition 
2039, Mercedes-Benz strives for a fully networked 
and completely CO₂ neutral vehicle fleet in less 
than 20 years, aiming to have plug-in hybrids or 
all-electric vehicles to make up more than 50% of 
its sales by 2030.

In support of Ambition 2039, locally, the 
plant in East London has embarked on numerous 
initiatives to help preserve the environment for 
future generations. The new paint shop is more 
energy-efficient, reducing energy consumption per 
vehicle by 25 %. The new buildings have also been 
equipped with energy efficient LED lighting, which 
uses up to 90 % less energy per lumen output.

Through the implementation of energy 
efficiency measures and the adoption of more 
efficient technologies and processes, the plant 
produces an annual saving of over 16 MWh. This 
is the equivalent of the annual energy usage for the 
body shop and the logistics buildings put together. 
Additional plant sustainability initiatives include 
battery storage containers; rainwater recycling 
with a water storage of 1 million litres; green areas 
which have been installed on the corridors and the 
roofs, as well as soluble labelling which is being 
utilised on production parts packaging in order to 
minimise waste.

“At MBSA we are committed to environmen-
tally friendly production. As such, we focus our 
efforts on the efficient use of resources. Through 
the certification and carbon offset strategy, the 
East London plant will become CO₂ neutral as 
of January 2022. As an organisation, we remain 
committed to a sustainable present and a bright 
and hopeful future,” concluded Engling. ■

Further Investment as C-Class 
Production Commences

Jörg Burzer, Member of the Board of Mercedes-

Benz Cars, responsible for Production and Supply 

Chain Management. 

CEO of Mercedes-Benz South Africa (MBSA) 

and Executive Director of Manufacturing, 

Andreas Engling.

The R10 Billion investment was 
utilised to modernise the East 
London plant.
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Volvo Uses Gaming Technology 
to Develop Safer Cars

Volvo Cars engineers call it the ultimate driving 
simulator, but it is not just an excuse for them to 
indulge their inner basement gamer. Instead, the 
Swedish company’s ground-breaking mixed-reality 
simulator is used to make new strides in safety and 
autonomous driving technology. Using cutting-
edge technology from the leading real-time 3D 
development platform Unity and Finnish virtual 
and mixed reality experts Varjo, the simulator 
involves driving a real car on real roads.

It combines life-like, high definition 3D graph-
ics, an augmented reality headset, and a full-body 
Teslasuit that provides haptic feedback from a 
virtual world, while also monitoring bodily reac-
tions. This combination of software and hardware 
allows Volvo Cars engineers to endlessly simulate 
traffic scenarios on a real test track road while 
using a real car, all in total safety. Engineers can 
gain important insights on the interaction between 
people and the car for development of new safety, 
driver assistance and autonomous driving features.

Watch how it’s done here. ■

AutoTrader launches Virtual 
Car Viewing Feature

AutoTrader South Africa has launched AutoTrader 
360Spin, a new feature for in-market car shoppers 
that allows a real world 360° view of a vehicle, from 
the comfort and safety of their own homes. 

“Every used car is unique in terms of mileage, 
wear and tear and features,” says AutoTrader 

CEO George Mienie. “Buying a used vehicle has 
until now required a live viewing in order to get 
a real understanding of the car’s condition. Now, 
for the first time on a SA motoring marketplace, 
AutoTrader 360Spin is offering a satisfying online 
alternative at scale.” 

AutoTrader’s 360Spin allows online shoppers 
to digitally inspect the exterior of a car, and in some 
cases, some cars will have an interior interactive 
360 degree view if the car dealer has purchased the 
additional equipment required. This gives a perfect 
representation of the vehicle’s physical condition 
over and above mileage and registration year. 

“A quick spin around the car replaces hours of 
what would’ve been spent travelling to and walk-
ing through parking lots inspecting cars ‘in the 
flesh’,” says Mienie. “This feature is an enormous 
time saver.”

Developed in partnership with InstaVid360, 
AutoTrader 360Spin is the result of months of 
planning, and is backed by the latest global trends. 
The US automotive consumer study shows that 
interactive content is 33% more effective at educat-
ing buyers than static content, and mckinsey.com 
reports that 64% of buyers want extensive vehicle 
photos and data, along with effective search tools.

“Current global market research is undenia-
ble,” says Angelique Lynch, AutoTrader Marketing 
Director. “Today, 61% of buyer’s shopping time is 
spent online. It’s always our goal to use technology 
to provide consumer-centric solutions that make 
their car-buying process transparent, interactive 
and fully engaging. For us, AutoTrader 360Spin is 
an essential service.”

Debuting in June, AutoTrader 360Spin is 
to be steadily implemented across all offerings 
on AutoTrader At present it is accessible on the 
passenger car channel only, with thousands of 
vehicles already activated and the functionality 
available for free as a phased roll out beginning 
with car dealers who currently have signed up 
for AutoTrader’s Premium package. 360Spin can 
be accessed on all platforms including desktop, 
mobile as well as AutoTrader’s two free mobile 
Apps (iOS and Android). ■ 

Volkswagen Plant Celebrates 
Production Milestone

VWSA celebrated another production milestone 
recently, when the 400 000th unit of the current 
Volkswagen Polo rolled off the production line in 
Kariega (formerly Uitenhage).

By the time the 400 000th Polo rolled off the 
production line about two weeks ago, the plant had 
produced a total of 61 635 Polos and 10 373 Polo 
Vivos this year.

This achievement comes less than four years 
after the plant began manufacturing the current 
Polo model in September 2017. Of the 400 000 
Polos manufactured locally since 2017, 73 786 ve-
hicles were made for the local market and 326 214 
were built for export. The Polos built in Kariega are 
exported to all right-hand drive markets world-
wide, while VWSA also supplements production 
for left-hand-drive markets.

“This is a proud moment for our team, who 
have proven their dedication to delivering for our 
customers in abroad and in South Africa,” said 
Ulrich Schwabe, Production Director at VWSA. 
“I would like to thank every employee, whether on 
the production line, in the office or working from 
home, for continuously striving for excellence. 
This milestone could not have happened without 
their contributions.” ■

First Full-Scale Electric 
Flying Racing Car Makes 
Historic First Flights

In the summer of 2019 entrepreneur Matthew 
Pearson stated his ambition to create the world’s 
first racing series for electric flying cars. His mis-
sion was informed by the role racing historically 
played in accelerating the development of both 
ground and air mobility. 

Pearson and his team recently made history 
through the first flights of a full-scale electric flying 
racing car, the remotely-piloted Alauda Mk3. 

These historic first flights took place at 
undisclosed test locations in the deserts of South 
Australia under the observation of Australia’s Civil 
Aviation Safety Authority (CASA). Throughout the 
development process, the Alauda team has worked 
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with the regulator to ensure compliance to all 
required procedures while developing robust safety 
protocols. The successful execution of these flights 
means that uncrewed electric flying car Grands 
Prix will take place in 2021 at three soon-to-be-
revealed international locations. 

These races will see elite pilots drawn from 
aviation, motorsport and eSports backgrounds 
to remotely pilot the world’s only racing electric 
vertical take-off and landing (eVTOL) craft. These 
pilots will remotely control their Speeders in races 
across electronically governed , Augmented Reality 
enabled sky-tracks. Audiences will watch via digi-
tal streams that show the full dynamic potential 
of vehicles that have greater thrust-to-weight ratio 
than a F15 fighter jet. 

These races will rapidly hasten the arrival of 
eVTOL advanced air mobility craft. This technol-
ogy, predicted by Morgan Stanley to be worth 
$1.5 trillion by 2040 is already finding potent 
applications in air logistics and remote medical 
care and has the potential to liberate cities from 
congestion though clean-air passenger applications 
like air taxis. 

Click here to watch a short video clip. ■

Jaguar I-PACE Completes 
Everesting Challenge 
on a Single Charge

The Jaguar I-PACE shrugged off the steep inclines, 
twisting tarmac and near freezing temperatures 
of the UK’s highest paved road to successfully 
‘Everest’ at Great Dun Fell, in Cumbria, on a 
single charge of its 90kWh battery. The all-electric 
performance SUV model was driven by Olympic 
and World champion cyclist, Elinor Barker MBE. 

The concept of Everesting is simple, yet ex-
treme: complete a series of runs up an incline until 
achieving an elevation gain of 8,848m – equal to 
an ascent of Mount Everest – and the popularity of 

this endurance challenge boomed among cyclists 
during the pandemic.

Known by cyclists as ‘Britain’s Mont 
Ventoux’ – a reference to the daunting Alpine 
mountain stage in the Tour de France – Great Dun 
Fell is home to the highest surfaced road in the UK. 
The narrow ribbon of asphalt is defined by a series 
of sweeping bends and gradients of up to 20 per 
cent as it climbs 547m from the start point used for 
the challenge to a peak of 848m. Elinor completed 
16.2 repeats of the 5.8km climb (a 11.6km loop 
in total) using the I-PACE’s regenerative braking 
technology to generate approximately 60 per 
cent of additional available energy over the total 
16 descents.

Having covered 99.6km in total, including 
a 12.9km drive to the start point on the fell, the 
I-PACE completed its energy intensive challenge 
with 31 per cent battery charge remaining – 
enough to drive for up to 128.7km more.

In preparation for the challenge, the I-PACE 
was preconditioned using the Jaguar Remote App. 
While the vehicle is plugged in, preconditioning 
automatically heats or cools the battery to reach 
its ideal operating temperature and establishes the 
desired cabin temperature –using mains power. 
Using the grid to do this instead of drawing cur-
rent from the vehicle battery optimises the driving 
range – especially in cold weather.

Watch the Everesting Challenge here. ■

Ford Challenges Britain’s 
Smallest Town to Switch 
to Electric

Ford has challenged the population of Fordwich, 
Britain’s smallest town, to switch to electric in the 
all new, all-electric Ford Mustang Mach-E as new 
research shows a large majority of those in the 
countryside (82%), small towns (79%) and villages 
(76%) would not feel confident purchasing an EV 
as their next vehicle, if the ban on petrol and diesel 
cars came in next week.

All 380 residents of the aptly named Fordwich 
were some of the first to try out the new Mustang 
Mach-E as they took part in a unique three-day 
mass test drive around the Kent countryside.

Other findings from the research, taken from 
Ford’s Go Electric consumer sentiment report, 
revealed a considerable lack of confidence and 
information on EVs, particularly in rural areas and 
small towns such as Fordwich. Just 55% of those 
living in small towns, villages and the countryside 
felt they had enough information to make an 
informed decision about buying an EV compared 
with 85% of those living in cities, urban areas and 
large towns.

With the move to electrification gathering 
pace, Ford recognises the need to take consum-
ers on an electric journey and hopes to inspire 
confidence by putting the Mustang Mach-E 
into the hands of Fordwich for them to try it 
out themselves.

To encourage Fordwich residents to make 
the switch to electric in the long term, Ford 
has also partnered with British Gas to install a 
public charging point in the town. Charging is 
frequently cited as a critical concern and barrier 
to EVs, with those in small towns (63%) and the 
countryside (74%) saying that there aren’t enough 
charging points.

“What a fantastic way to get people to try 
out an electric vehicle. We are so proud of our 
town and preservation is something that is 
incredibly important to us so we were keen to see 
how simple it would be to switch over to a more 
environmentally friendly vehicle. It’s great to see so 
many people signed up,” said Philip Lewis, Local 
Councillor and Mayor of Fordwich. ■
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By RogER HougHTon

Ever since people began searching for an alterna-
tive source of motive power to replace beasts of 
burden such as oxen and horses, there has been 
a never-ending stream of potential solutions, but 
most of these have proven to have some or another 
drawback. It may seem strange, but we are still 
sitting in the same quandary as those transport 
pioneers faced more than two centuries ago, 
although the playing field has changed.

In those early days it was steam vs electricity 
and a variety of internal combustion engines 
that used several types of fuel. Steam soon 
lost favour with vehicle makers, but proved a 
major power source for the world’s railways for 
many decades.

Over the years there have been several diverse 
types of internal combustion power units from 
reciprocating piston to rotary engines using mainly 
petrol or diesel fuels. Piston engines have come 
in various layouts, from in-line to vee to radial, 
opposed and flat, with some using two-stroke and 
others four-stroke technology.

Today it is electric motors vs very sophisticated 
internal combustion engines as a power source, 
with the source of electricity and the scarcity of 
raw material for battery manufacture being major 
causes of disagreement.

Over my more than 50 years of involvement in 
the motor industry I have been fortunate to have 
worked for companies that have been innova-
tive on this front, going from gas turbine cars at 
Chrysler to rotary engines from Mazda. I also 
saw a host of prototypes and production options 
flowing from the fertile brains of the engineers at 
Toyota. This included battery electric RAV4 4 EVs 
that went on lease in 1997 to the second generation 
of this model, which only went out of production 
in 2015.

The latter is a little-known fact as this Japanese 
manufacturer is being labelled currently by many 
industry and environmental commentators as a 
late starter in the battery electric vehicle (BEV) 

field, whereas it began a commercial involvement 
with battery electric vehicles more than 20 years 
ago. A total of 4 000 electric RAV4s were sold 
in California in that period – 1 500 of the first 
generation between 1997 and 2003 and 2 600 of 
the second-generation model which was offered 
from 2012 to 2015. Interestingly, Toyota worked 
with Tesla in developing the second-generation 
model, but this joint venture did not last long 
(2010 – 2017).

Toyota South Africa temporarily imported 
one of the first-generation RAV4 EVs in 1997 when 
the company used it as a promotional tool for the 
brand in a countrywide media tour, along with a 
couple of first-generation Prius sedans. The RAV4 
EV was overshadowed on this occasion by the 
global commercial launch in the same year of the 
Toyota Prius with a hybrid petrol-electric power 
system. Privileged to have had a preview introduc-
tion to the Prius and its ground-breaking technol-
ogy at an international media event in Belgium, I 
never dreamed it would become such a huge sales 
success and an icon of caring for the environment 
by a host of celebrities who bought them.

Toyota has built exponentially on its fuel- and 
emission-saving hybrid technology over the years 
by expanding it into the Toyota, Lexus, and Hino 
production lines. It celebrated the production of 
the 15 millionth hybrid made by Toyota Motor 
Corporation in January 2020.

In 1990 several South African journalists and 
I had practical driving experiences at Toyota’s 
Higashi-Fuji R&D test track of two other direc-
tions in which Toyota was searching for lower fuel 
consumption and emissions. These included a car 
powered by an ultra-lean burn petrol engine and 
another fitted with a supercharged, six-cylinder, 
two-stroke engine using poppet valves and direct 
fuel injection. Benefits of the latter were more 
power and torque at lower engine revs and ultra-
smooth running. However, one of the problems 
was the fact that the twin overhead camshafts 
had to run at twice crankshaft speed, which 
affected reliability.

South African motoring journalists and I also 
had the opportunity of travelling in Hino buses 
using hydrogen fuel cell and diesel-electric hybrid 
technology long before these became mainstream 
sources of motive power for vehicles.

In fact, Toyota has been involved in inves-
tigating various forms of motive power since its 
inception, including obtaining a license for Wankel 
rotary engine technology in the 1970’s. A prototype 

rotary engine is on display in one of the Toyota 
museums in Japan.

Toyota showcased its early involvement with 
hydrogen as a vehicle fuel when it exhibited a 
hydrogen fuel cell electric vehicle (FCHV) at the 
World Summit on Sustainable Development in 
Johannesburg in August 2002, as well as at the 
AutoAfrica Motor Show at the Johannesburg 
Showgrounds two months later. This vehicle had a 
claimed cruising range of 830 km.

The Never-Ending Search for 
Energy Source Utopia

Schematic of the Toyota hydrogen-fuelled GR Yaris 

three-cylinder engine.

The experimental Toyota rotary engine built using 

Wankel technology. It is now on display in a 

Toyota museum.

The second generation RAV4 EV was a joint 

venture with input from Tesla.

Toyota has built exponentially 
on its fuel- and emission-saving 
hybrid technology over the years 
by expanding it into the Toyota, 
Lexus, and Hino production lines.
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This background shows that Toyota has 
certainly not been sitting still in terms of its 
ongoing investigation into various motive 
power technologies.

Now to the present where Toyota, the world’s 
top-selling vehicle manufacturer in 2020, is not 
committed to focusing only on an electrified future 
in the comparatively short term as many of its 
competitors are doing, including Ford, Lincoln, 
General Motors, Nissan, Renault, Volvo, Jaguar 
Land Rover, and Mini, with the Volkswagen 
Group, BMW and Mercedes-Benz already very 
active in this electrified sphere too.

Toyota recently displayed its BEV concept at 
the Shanghai Motor Show. It has an appearance 
similar to the latest RAV4 and is the precursor of a 
growing range of Toyota BEVs.

However, the world’s No. 1 automaker 
reiterated recently that it is sticking firmly to its 
stance that non-electric cars will still play a lasting 
role in global vehicle markets for many years. Its 
shareholders were told that the Toyota Group’s 
line-up over the next 30 years will contain a host of 
optional power units and fuels besides electric cars. 
These will include hybrids and fuel-cell variants.

Toyota says its slower approach to EVs also 
considers the emissions arising from the sourcing 
of materials for batteries and the manufacture 
of the batteries themselves. The company says 
it is looking at lifetime emissions for vehicles, 
which includes manufacturing, usage and 
scrapping emissions.

One of Toyota’s practical demonstrations of an 
alternative fuel source took place during a 24-hour 
endurance race at the Fuji Raceway in Japan 
recently when a Yaris GR hatchback competed 
using liquid hydrogen in a slightly modified, high 
performance three-cylinder petrol engine which, 
the company says, holds exciting potential for the 
industry and carbon-neutrality.

Modifications made to the 1.6-litre three-
cylinder turbocharged petrol engine included 
adding a high pressure fuel injection system from 
Denso, adjusting the ignition setting and fitting 
four hydrogen fuel tanks.

One of the five drivers of Car 32 was Akio 
Toyoda (65), the president of Toyota Motor 
Corporation and a keen motorsport enthusiast.

Toyota admits that commercialisation of 
hydrogen engines will face many challenges, such 
as the cost of pressurised hydrogen, no significant 
refueling network yet and the substantial weight 
of the on-board carbon-fibre fuel tanks, but it is 
continuing development in this sphere of interest.

BMW is another company that has looked 
at using hydrogen as fuel in an internal combus-
tion engine. I can remember when that company 
brought two hydrogen-burning cars to South 
Africa in the 1970s and there was a photo in the 
Pretoria News of them being refueled from a tank 
of hydrogen at the Rosslyn plant. Subsequently, 
between 2005 and 2007, BMW produced 100 bi-
fuel (petrol and liquid hydrogen) 7-Series cars with 
6-litre V12 engines, which were leased to members 
of the public.

Mazda has also produced a hydrogen-burning 
car. In this case it was an RX-8 sports car and a 
Premacy multi-purpose vehicle, both with rotary 
engines. They were made in the late 1990s and 
leased to various fleets in Japan.

One of the problems with these hydrogen-
burning cars is high fuel consumption. Toyota 
found this is still the case with the Yaris in the 
24-hour race as it required 35 stops for refueling 
but ran reliably.

Toyota sees the use of liquid hydrogen as 
extending the life of internal combustion engines 

and the jobs and companies that go with their 
manufacture. It is yet another front on which the 
Japanese company has chosen to open in the war 
on greenhouse emissions.

It should also be taken into consideration 
that Akio Toyoda has been head of the Japan 
Automobile Manufacturers’ Association since 
2018, so he is very keen to have a smooth transition 
into the electrification age for Japan’s vehicle 
manufacturers and component suppliers, which 
are still very deeply involved in internal combus-
tion engines.

Development of the engine used in the racing 
Yaris began in 2016 and although it is still a long 
way from mass production, it has decided that 
this is another avenue to be explored. It should be 
remembered that Toyota has a reputed US$10-
billion “war chest” for research and development, 
so it can check out the various avenues to cutting 
global emissions and so increase the scope of its 
offerings to customers.

Toyota is playing the long game as it faces up 
to the Japanese government’s goal of nationwide 
carbon neutrality by 2050, according to a recent 
article in Automotive News. It aims to sell eight 
million electrified cars by 2030, but says that only 
about two million will be full electrics or fuel cells. 
Toyota is also looking to the so-called green fuels 
as an energy source which will provide cleaner 
internal combustion.

The organisers of the Dakar Rally are also 
considering moving to hydrogen as the fuel from 
the 2026 event, while the Extreme E off-road 
racing series which is currently underway in 
far-flung places such as Saudi Arabia and the 
Amazon rain forests already uses hydrogen fuel 
cell power.

“We still have 30 years,” says Akio Toyoda. 
“Thirty years ago, we didn’t even have hybrids or 
fuel cell vehicles, so it’s not a good idea to narrow 
down our options now.” ■

 continued from previous page

The first generation Toyota RAV4 EV, one of which 

came to South Africa on promotional tour.

The camouflaged hydrogen-burning  Yaris seen 

during the 24-hour race at Fuji Raceway.

The Chrysler Turbine car which came to South 

Africa during a world tour. It was powered by a gas 

turbine engine and could use virtually any type of 

fuel, including Tequila!  A total of 77 cars were built 

and almost all of them were destroyed at the end 

of the programme. Former TV star Jay Leno has 

one of the few that is in working condition.

It (Toyota) aims to sell eight million 
electrified cars by 2030, but says 
that only about two million will be 
full electrics or fuel cells. 

Commercialisation of hydrogen 
engines will face many 
challenges, such as the cost 
of pressurised hydrogen, no 
significant refueling network yet 
and the substantial weight of the 
on-board carbon-fibre fuel tanks.
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Corporate Social Responsibility

Hard work, passion and perseverance paid off for 
gardener-turned-LLB graduate, Robert Maposa, 
this month when he realised another one of his 
dreams: owning a car. With the help of multiple 
generous supporters, who raised more than 
R80 000 for his first car through a crowdfund-
ing campaign, and the support of Kia’s certified 
pre-owned programme, Kia Konfidence, Maposa is 
now the proud owner of a Kia Rio 1.2 LS. 

Maposa (43) has tended the garden of the 
same Pretoria family for the last 15 years, but the 
Mamelodi resident had much bigger dreams: a 
better life for his wife, Hitahlula, and their two 
children, Wonderful and Timothy. His first goal? 
Getting his matric, which he did at age 28. Then 
followed an LLB degree through UNISA, funded 
through various odd jobs, before graduating with 
distinction. The next step: finding a job in the field 
of law that would allow him to provide the better 
life for his family of which he has always dreamed.

Personal mobility posed a big challenge for 
Maposa, as he would need a car to deliver and 
collect documents from the courts and clients. 
That’s where Jonathan Smith came in. The son of 
the family for whom Maposa works, Smith was so 

inspired by the story that he decided to launch a 
crowdfunding campaign to get Maposa behind the 
wheel of his own vehicle. 

Soon their BackaBuddy campaign gained 
momentum, and they managed to raise more than 
R80 000. Following an appeal from matriarch Ina 
Smith, Kia was so inspired by Maposa’s story that 
the brand decided to match the funds raised by 
the BackaBuddy campaign and source a vehicle 
through the Kia Konfidence Program. Today, 
Maposa is the proud owner of a low mileage 
pre-owned Kia Rio 1.2 LS, which he took delivery 
of from Kia’s Konfidence outlet in Silver Lakes, east 
of Pretoria.  

“Maposa’s story of passion and perseverance 
is closely aligned with Kia’s belief that movement 
inspires ideas, and his incredible achievements is a 
huge inspiration to us,” commented Gareth van der 
Westhuizen, General Manager of Kia Konfidence.

Konfidence is Kia’s certified pre-owned 
programme and aims to provide customers with 
a straightforward, risk-free solution to purchasing 
their next pre-owned vehicle. Each vehicle sold is 
thoroughly inspected by means of an independ-
ent 125-point check, in the process ensuring 

its roadworthiness, authenticating its service 
history, and verifying its mileage. All cars are also 
reconditioned to manufacturer specifications prior 
to being sold. 

As such, any car purchased through Kia 
Konfidence is fully tested and fully guaranteed, 
giving customers the same peace of mind that 
comes from buying a new Kia. Customers also 
benefit from a 30-day/1 000 km exchange option, 
plus 24-hour roadside assistance and breakdown 
coverage for 12 months from date of purchase. 
Specialising in pre-owned Kia vehicles, the brand 
also offers a selection of pre-owned vehicles 
manufactured by other brands. 

“Kia is one of my favourite brands. This Rio 
will allow me to excel when I get a job and to create 
more opportunities for my family. Thank you!” 
concluded Maposa. ■

Kia Konfidence Turns a Dream into Reality

Ford South Africa has expanded its commitment 
to education by donating 10 locally produced 
Ford Ranger pickups and 42 engines to Technical 
and Vocational Education and Training (TVET) 
colleges across South Africa. This initiative will 
equip colleges with latest-generation vehicles and 
engines, valued at over R4.6-million, to empower 
students with crucial skills and technical training 
in the automotive sphere.

TVET colleges provide vocational, occupation-
al and artisan education and training courses devel-
oped around a specific range of jobs, employment 
or entrepreneurial possibilities. With the automo-
tive industry recognised as one of South Africa’s 
largest employers, contributing approximately 6.4 
per cent to the country’s GDP, it has an important 
role to play in upskilling people to help sustain and 
further develop the industry and the economy.

“Education and skills development are the 
foundation for creating employment opportuni-
ties and economic upliftment for our youth and 
broader communities,” said Neale Hill, MD of 
Ford South Africa. “We signalled our commitment 
to education last year with the donation of 240 en-
gines to technical high schools across the country, 
and we are now taking the next step to expand our 
support for technical training at the tertiary level.

“This initiative will provide TVET colleges 
with our locally produced Ford Ranger pickups, 
which are assembled at the Silverton Assembly 
Plant in Pretoria for domestic sales and exports, 
along with engines manufactured at the Struandale 
Engine Plant in Gqeberha (Port Elizabeth). It will 
give students the necessary practical training on 
modern vehicles and engines to better equip them 
for future careers in the automotive sector.”

The 10 Ford Rangers are all 2021 models with 
a combined value of almost R3.4-million, and 
will benefit 10 selected TVET colleges around the 
country. The 42 engines, which are 2.2 and 3.2-litre 
Duratorq TDCi units, are valued at R1.26-million. 
A total of 14 colleges will each receive three units.

“We truly appreciate the donation of the 
Ranger and engines from Ford. We feel proud 
and honoured by this gesture from the company 
which is contributing to our college in its mandate 
of skills development,” said Motlalepula Tsotetsi, 
acting principal of Maluti TVET College in 
Phuthaditjhaba, Free State, near the Lesotho border.

“As a rural college, such injections are assets 
which have long-lasting impact on the teaching 
and learning resources,” Tsotetsi added. “The 
donation will allow students to get valuable 
hands-on experience with the vehicle and the 

engines, which will develop and harness their skills 
in future careers in the motor trade industry. It 
also eases the funding pressures on college budgets 
in the acquisition of the relevant and up-to-date 
resources, helping to promote the education and 
training of post-school students in trades.”

Commented Rhazia Hamza, Deputy CEO 
of West Coast College: “West Coast College is 
honoured to be part of this project and very blessed 
to have received this donation from Ford Motor 
Company. Having a Ford Ranger and engines in 
our facility will enable a very practical and hands-
on teaching and learning experience. This will 
place our students in the driving seat in the motor 
and mechanical engineering fields, and support 
the ever-growing need for skilled employees in the 
automotive sector.” ■

Ford Expands Commitment to Education

Andrea Cavallaro, Ford Director of Operations (left) 

and Motlalepula Tsotetsi, acting principal of the 

Maluti TVET College.
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The National Automobile Dealers’ Association 
(NADA) has applauded the Competition 
Commission for recognising the significant and 
important role that franchised dealers play in the 
South African automotive aftermarket.

The final Guidelines for Competition in the 
South African Automotive Aftermarket were 
published by the Competition Commission on 
10 December 2020 and come into effect on 1 
July 2021. They were issued to provide practical 
guidance to industry players towards the adoption 
of pro-competitive measures in the automotive 
aftermarket, and to promote greater participation 
of small businesses and historically disadvantaged 
individuals in the industry.

It has taken more than three years to finalise, 
with input from a variety of industry stakeholders, 
including recommendations from NADA, which 
represents more than 1 400 franchise dealers across 
South Africa.

“We have worked closely with the Competition 
Commission to ensure that the consumer’s best in-
terests in terms of safety and vehicle value are at the 
fore. The franchised dealer sector is a massive jobs 
creator and plays an integral part in the economy as 
well as the broader communities they sustain,” said 
Mark Dommisse, Chairperson of NADA.

“We are very grateful to the Commission for 
accommodating our recommendations, which took 
time to finalise and get to the place where we are 
today. We strongly believe that we have a workable 
document and commit our support to implementing 
it and achieving its objectives – the most important 
of which are vehicle safety and transformation in the 
motor industry.”

The Guidelines require OEMs to adopt 
strategies and develop business models that, among 
others, allow for independent service providers 
(ISPs) and historically disadvantaged individuals 
(HDIs) to undertake service and maintenance while 
a vehicle is in warranty.

They also place responsibility on OEMs to 
disclose certain information to consumers, such 
as the price of any pre-included service plan, 
maintenance plan, extended warranty or scratch 
and dent product, to enable them to make informed 
choices about the required future maintenance of 
their vehicles.

“OEMs will be interpreting and responding 
to the Guidelines independently of one another. 
This is likely to happen in a phased approach over 
the coming months as they adjust their terms and 
conditions. This is not a one-size-fits-all situation 
and will not happen all at once,” says Dommisse.

“While the Guidelines formally come into effect 
on 1 July, it’s important that customers and stake-
holders understand that these Guidelines are not 
law, but rather a series of non-binding applications 
for use by the Competition Commission of South 
Africa (CCSA) in interpreting certain sections of 
the Competition Act as they relate to the automotive 
aftermarket. Consumers will need to communicate 
with relevant dealers to understand what is and what 
is not possible with regard to respective OEMs’ pro-
cesses and procedures, and terms and conditions.”

When the Guidelines take effect, consumers 
will be in a position to choose to undertake servicing 
and maintenance work at a workshop of their 
choice, including ISPs but, by doing so, there will be 
certain obligations and consequences as set out in 

the guidelines such as 
possible voiding of parts 
of the warranty. If an 
ISP or any entity wishes 
to become an approved 
dealer, the OEM must 
have fair and transpar-
ent selection criteria and 
if the ISP meets those 
criteria, then the OEM 
should approve them. An OEM is only obliged to ap-
prove an application if that ISP meets the full terms, 
conditions and criteria set out by the OEM.  

When working on the vehicle of a consumer, in-
dependent service providers must disclose whether 
they have adequate insurance to cover all liability or 
potential damage to the vehicle, must disclose the 
risk in servicing at an ISP (to the warranty) and the 
fact that the OEM or their provider will not pay for 
any work done. They will also carry full liability and 
risk for the work that they do. 

“Consumers should remain critically mind-
ful that if their vehicle is not serviced or repaired 
correctly, and at an ISP, it could still have an impact 
on their vehicle’s factory warranty under the 
Guidelines,” said the NADA Chairperson.

Any damages to a vehicle as a result of work 
performed or non-original spare parts fitted by 
ISPs will be assessed by respective OEMs and either 
parts of, or the entire warranty can be voided. Any 
disputes will be handled by the Motor Industry 
Ombudsman of South Africa (MIOSA) and ISPs will 
need to ensure they are meeting their legal obliga-
tions in terms of the Consumer Protection Act. ■

Franchise Dealers Recognised for Their Role in Automotive 
Aftermarket Ecosystem

Mark Dommisse, 

Chairperson of NADA.

The total automotive dealer sales counter for the 
month of May stopped on 38 344 units, compared 
to the 35 616 vehicles sold in the month of April. 
This represents a 7,6% improvement, albeit with 
April being a soft month due to public holidays. 
Although this is an improvement, sales are still a 
way off the figure achieved in March, when 43 428 
vehicles were retailed through the dealer channel.

“With interest rates remaining at an all-time 
low, it is currently more affordable to finance a new 
vehicle, however continued stock shortages and the 
resulting rising prices are really hampering market 
recovery,” said the CEO of Motus Retail and Rental 
SA, Corné Venter.

The Motus import and distribution brands 
continue to show steady growth despite the 
tough trading conditions. Hyundai Automotive 
retailed 2 507 vehicles through the dealer channel, 
compared to 2 344 in April, placing them in third 
place in the passenger vehicle segment. A big 
contributor to this growth was the introduction of 

the i20, which went on to retail 658 units despite 
being launched mid-way through May.

Kia had a great month too, with dealer sales of 
1 412 vehicles, compared to the 1 033 of last month. 
The recently launched Kia Sonet was a big con-
tributor to this number, with 440 vehicles rolling 
off showroom floors. Kia is expected to retain this 
momentum as they continue their new product 
offensive, with the launch of a budget sedan under 
the Pegas moniker.

Renault sold 1 508 units compared to 1 423 
last month, while Mitsubishi Motors retailed 188 
vehicles in comparison to the 150 in April. All-in-
all a good month for the Motus Distributors.

For the month of June, pre-owned retailer 
Auto pedigree expects a similar sales performance. 
Factors such as a public holiday in the middle of a 
week, rising COVID-19 infections and WesBank’s 
recent weeklong technical difficulties all contribute 
to a challenging trading environment.

Motus Toyota dealers report that new 

vehicle stock remains an issue, even for locally 
manufactured models. Whatever comes in is sold 
almost immediately and clients are not always 
able to get the vehicle in the specification that they 
originally wanted.

“Although dealer sales have recovered nicely 
when we look back over the past 12 months, it has 
not been without its challenges. The continued 
stock shortages of new vehicles are a real issue and 
is of course driving up the demand for pre-owned 
vehicles. The knock-on effect is that high-quality 
pre-owned vehicle stock is increasingly difficult to 
come by and prices are very often well above mar-
ket value. The tightening of COVID-19 restrictions 
is also expected to damper consumer enthusiasm,” 
concluded Venter. ■

Car Dealer Sales Recovery Still Hampered 
by Global Stock Shortages
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The inaugural High Gear Quarterly Skills survey conducted by NAACAM 
on the existing and likely future skills gaps has revealed that the automotive 
component sector faces a range of skills gaps across all occupational levels.

The survey was administered by NAACAM, the National Association of 
Automotive Component and Allied Manufacturers, which has a membership 
base that spans production locations, tiers, sub-sectors, sizes and ownership 
structures across South Africa. The quarterly survey is supported by the 
High Gear initiative funders: the UK Government’s Skills for Prosperity 
Programme, the United States Agency for International Development 
(USAID), and the Michael & Susan Dell Foundation.

“The purpose of the quarterly survey is to accurately identify which skills 
and occupations currently, and potentially in the future, present the largest risk 
to the sustainability of the industry,” explained NAACAM Executive Director, 
Renai Moothilal.

Over 70% of respondents said they faced skills gaps within artisan and 
leadership occupational levels. The most pressing current and potential future 
skills gaps related to digital, complex problem solving and technical skills.

The survey indicated varying degrees of confidence in TVET colleges and 
their learning outcomes. Respondents were more confident in Universities of 
Technology than TVET colleges. Noting this finding, High Gear’s implementa-
tion plan will include an intensive focus on capacitating TVET colleges to align 
with industry’s skills requirements, improve course delivery, and generate 
improved learning and employment outcomes for young people. Nearly 70% 
of respondents suggested that focus should be placed on improving technical 
skills of graduates, supported by the adoption of dual-vocational training that 
combines theoretical and practical training

The survey also indicated that the interventions need to be continuously 
reviewed to ensure they are robustly aligned to the requirements of the indus-
try and create a strong pipeline of high-quality graduates, thereby ensuring the 
stability of the automotive component supply chain. The survey yielded several 
key recommendations from component manufacturers including:

 ■ Lecturers need to be empowered through continuous learning and 
workplace exposure to ensure students are well-equipped to tackle the 
challenges of the industry;

 ■ Reform needs to focus on both improving the technical and soft skills 
students acquire during their studies and ensure these skills are aligned to 
industry;

 ■ Students need to be taught technical skills relating to new technologies and 
new manufacturing processes, as well as soft skills such as creativity and 
critical thinking. These skills need to be aligned with industry and QCTOs.

“This holistic approach will ensure lecturers are up to date with best practices, 
students have sound technical and soft skills, and the industry has a secure 
pipeline of quality graduates to ensure the sustainability of the supply chain,” 
explained Moothilal.

To this end, High Gear is taking the following steps to create a demand-
driven TVET system that offers quality courses that are aligned with industry:
1. Design industry-validated TVET course upgrades
2. Equip TVET lecturers to deliver upgraded courses
3. Facilitate workplace exposure for both TVET lecturers and students
4. Creation of a ‘career experience platform’ to provide students with sound 

career guidance regarding jobs in the industry. ■

Automotive Component Sector 
Tackles Significant Skills Gaps

Ranked solutions to the skills gap
Industry-aligned curriculum 

Work readiness programs (incl. soft skills) 
Improved lecturer awareness of industry 

requirements & expanded student access to
workplaces for practical training

of respondents believe greater technical and dual 
vocational training is needed

Candidates do not have 
the right experience

71.11%
of respondents
report a skills gap at
leadership level

ON AVERAGE 71.1%
agreement with merSETA WSP and ATR identified skills gaps
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75.56%
of respondents
report a skills gap 
at artisan level

New
technology

Qualifications are not
aligned with industry

Industry has greater confidence in Universities 
of Technology than TVET colleges:

69%

9 respondents with plants in East London

1 respondent with plants in ‘other’ - Mpumalanga

10 respondent with plants in KZN

a. 22 531 employees

45 respondents representing:

Top three reasons for these skills gaps:

The automotive component sector is facing the largest skills
gaps at the artisan and leadership occupation levels:

b. Locations:

22 respondents with plants in Nelson Mandela Bay

8 respondents with plants in Western Cape

20 respondents with plants in Gauteng

40%

62%

Industry-aligned 
curriculum

Work 
readiness  
programs

Improved 
lecturer 

awareness

TVET college confidence

University of Technology confidence

64%
selected

56%
selected

49%
selected

CURRENT

Complex problem solving
Digital skills

Technical skills

FUTURE

Digital skills
Complex problem solving

Technical skills
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By BREnDon STAnIFoRTH

Toyota’s C-HR is a stylish little crossover. One of 
those hatches in a chic set of heels which lift it into 
the crossover space. At launch various journal-
ists lauded the C-HR for its smooth powertrain 
with linear power delivery, and after the mid-life 
upgrades one can now certainly agree that the 
design is complete.

That has certainly not stopped Toyota from 
evolving the product to make sure it is at the 
cutting edge of the segment. The latest Toyota 
C-HR Luxury now boasts improved safety systems. 
Toyota groups them all under TSS (Toyota Safety 
Sense). The next generation sees the ACC (Adaptive 
Cruise Control) change to an all-speed system, and 
the LDA (Lane Departer Alert) system now allows 
the vehicle to trace the lane.

LTA (Lane Trace Assist) is the next evolution-
ary step for LDA where it will centre the C-HR 
in its lane and follow the arc of the road. These 
features join the current plethora of safety systems 
like Pre-Collision System (PCS), (AHB) Auto 
High Beam – (RCTA) Rear Cross Traffic Alert and 
(BSM) Blind Spot Monitoring.

The C-HR range is still powered by the 
lovely 1.2-litre 4-cylinder turbocharged mill that 
offers 85 kW and 185 Nm alongside superb fuel 
economy at 6.3 litres/100 km on the manual and 
6.4 litres/100 km on the auto. To round of the 
luxurious C-HR features such as auto high beam 
assist, rain sensing wipers, electrochromatic rear 
view mirror, PDC, climate control, heated seats 
and a touchscreen infotainment system that offers 
CarPlay and Android Auto as well as 15GB of 
complimentary WiFi.

As with various Toyota models, the RAV4 
is a segment leader in its category. Toyota was a 
pioneer in this segment and remains to be one of 
South Africa’s best selling compact SUV’s to date. 
The RAV4 range caters to various price points and 
choices, depending on what your requirements are 
from your compact SUV.

There are two engines on offer. Both naturally 
aspirated – one a 2.0 4-cylinder offering 127 kW 
and 203 Nm. The entry level GX grade is offered 
with a six-speed manual transmission and superb 
fuel economy at a 6.8 litres/100 km average. Next 
in line is a 2.0 GX auto with the same engine – 
but a CVT gearbox and better economy at 6.5 
litres/100 km The 2.0 GX-R adds four-wheel drive 

to the range with a CVT gearbox and consumption 
figures of 6.7 litres/ 100 km. The 2.0 line-up is 
rounded off with the 2.0 VX.

The entire RAV4 range is topped by the 2.5 VX 
AWD. This model boasts a 2.5 4-cylinder engine 
offering an impressive 152 kW and 243 Nm. This 
powerplant is mated to a sublime eight-speed 
torque converter automatic transmission which 
can average 7.3 litres/100 km.

Toyota’s Class Leading Offerings 
Continue to Evolve

continued on next page 
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All RAV4 models have impressive safety cre-
dentials that include seven airbags, ABS with EBD, 
traction and stability control. Some models offer 
Toyota’s advanced TSS (Toyota Safety Sense) suite 
which adds functionality such as lane departure 
assist, adaptive cruise control and pre-collision 
alert. The RAV4 range enjoys the same advanced 
TSS features as the C-HR range.

Rounding off the RAV4 range is the addition 
of Apple CarPlay and Android Auto along with 
Toyota’s 15GB complimentary WiFi. Adding to the 
vehicle’s all-rounder credentials is 200 mm ground 
clearance for meandering off the beaten track and a 
strong 1 500 kg towing capacity.

Toyota’s C-HR and RAV4 ranges are covered 
by a three-year/100 000 km warranty and a six-
services service plan. ■

The C-HR Range

Toyota C-HR 1.2T R402 300

Toyota C-HR 1.2T Plus R436 300

Toyota C-HR 1.2T Plus CVT R449 300

Toyota C-HR 1.2T Luxury CVT R519 900

The RAV4 Range

Toyota  RAV4 2.0 GX R472 900

Toyota  RAV4 2.0 GX auto R485 500

Toyota  RAV4 2.0 VX R540 700

Toyota  RAV4 2.0 AWD GX-R R575 000

Toyota  RAV4 2.5 AWD VX auto R622 300

 continued from previous page
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The recent ruling by the National Consumer Tribunal ruling against a Caledon 
Motor dealer who sold a poorly repaired, probably dangerous to drive, 
second hand car to an unsuspecting buyer is an important point in the sale of 
defective vehicles.

Even though the buyer received a certified guarantee when he bought 
the car, the Tribunal found that the certificate did not link to the vehicle in 
question and contained no date, registration number, odometer reading or 
client name. “This should have been an immediate warning to the buyer at the 
time of purchase and was a serious omission by the dealership in question,” 
commented Richard Green, national director of the South African Motor Body 
Repairers’ Association (SAMBRA).

According to Green SAMBRA has been campaigning for over two years 
now to see that cars that have been severely damaged and subsequently written 
off by Insurers never find themselves back onto a sales floor. They should be 
written off as scrap as they are beyond economical repair.

To the untrained eye these cars may look roadworthy, as was the case in 
Caledon, but hoist them up and take a closer look and you would be shocked at 
the quality of the repair job and the severity of the previous damage incurred. 
Green pointed out that the problem in South Africa is that there is no way of 
checking if that car has been written off previously in an accident. This makes 
it difficult for consumers to access if the apparently showroom-condition car 
they bought, is exactly what it claims to be. 

“We have repeatedly appealed to the 
South African Insurance Association 
(SAIA) to make this information avail-
able for consumers and accredited and 
reputable dealers alike,” said Green. 
“If SAIA would just agree to making 
write-off information available on 
a public register where the VIN 
number of the vehicle can be 
checked and the buyer can then 
be properly informed prior to 
making a used car purchase de-
cision, these types of problems 
and the massive consequential 
damages they cause, could be avoided. The information is routinely forwarded 
to the South African Insurance Association (SAIA) from all insurance compa-
nies. SAIA then creates a Vehicle Salvage Data (VSD) system.

“The entire system, including the registration process, needs a shakeup so 
that consumers are not saddled with poorly repaired and structurally unsafe 
second hand vehicles with Code 2 Registration licences. How is it possible that, 
according to the Tribunal, a vehicle, ‘not suitable for its intended purpose; not 
of good quality, not in good working order and free of defects, and plainly not 
usable and durable for a reasonable time,’ finds its ways onto the dealership 
floor and is sold with a guaranteed no defects certificate?  How does one obtain 
a roadworthy certificate or even insure such a vehicle?” Green commented. 

“The problem often arises when unqualified sales personnel manage the 
inspection and do not carry out any due diligence regarding service records, 
vehicle history and such. There have to be standardised checks and balances in 
place to protect both the dealer and the consumer,” he concluded. ■

The planned roll-out of the Administrative 
Adjudication of Road Traffic Offences (AARTO) 
is scheduled for national implementation on 1 July 
2021, but according to the Automobile Association 
(AA) too many questions about the implementa-
tion remain unanswered.

Among the issues which have not been clari-
fied is whether or not motorists will, from 1 July, 
be receiving AARTO infringement notices, or if 
they’ll still be receiving the standard fines, as is the 
case currently.

The AA noted that the last public pro-
nouncement on AARTO was on 19 May 2021 
when the Director-General of the Department 
of Transport, Mr Alec Moemi, briefed 
the National Council of Province’s Select 
Committee on Transport, Public Service and 
Administration, Public Works and Infrastructure 
about the Department of Transport’s Annual 
Performance Plan.

During that briefing, Mr Moemi said Phase 1 
of AARTO would commence on 1 July. According 
to him this phase entails setting up the registry 
and all requirements, ultimately working towards 
the introduction of a demerit system. There are five 
phases for the rollout process.

“We are, however, unclear as to what this 
exactly means, or if this means AARTO will be 
implemented come 1 July at all. Communication 
on the roll-out of AARTO appears to be happening 
in the media with the Department of Transport not 
speaking on the matter at all. All of this is creating 
huge confusion among motorists throughout the 
country who are unsure if the legislation is or is not 
coming into force next month,” said the AA.

Also of concern is that no timeframes have 
been listed for the competition of Phase 1, what 
the other Phases of the roll-out entail, and what 
timeframes have been set for their initiation 
and completion.

“Within this context motorists are being told 
that AARTO will be implemented on 1 July, with 
few people, if any, any wiser as to precisely what’s 
going to happen. Not only is this unfair on motor-
ists, but it again casts doubt over the RTIA’s ability 
to effectively implement the system once it actually 
becomes law,” the AA commented.

According to the organisation it is incum-
bent upon the government – specifically the 
Department of Transport – to inform the public 
of exactly what is happening with the roll-out 
AARTO, how it will impact on them from 1 July, 
and what the timeframes for the implementation 
of the other phases of AARTO are, along with the 
details of what these phases entail. ■

Clarity on AARTO Roll-out Lacking

No timeframes have been listed 
for the competition of Phase 1.

Tribunal Ruling Good News 
for Second Hand Car Buyers

Richard Green, national director of the 

South African Motor Body Repairers’ 

Association (SAMBRA).To the untrained eye these cars may look 
roadworthy, ... the problem in South Africa is that there 
is no way of checking if that car has been written off 
previously in an accident.
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The AARTO Amendment Act has been in the pipe-
line for many years now and it is nearing reality, 
with a date for implementation set for 1 July 2021.

In effect AARTO is a points system that will 
penalise drivers and fleet operators for traffic 
offences by awarding points, depending on the 
severity of the offence. The accumulation of these 
demerit points could lead to the suspension or 
cancellation of an individual’s driving licence.

“In principle this Act is a good idea, road 
traffic accident statistics reveal that 90 percent of 
accidents are preceded by a road traffic offence. The 
threat of losing your drivers licence will hopefully 
change the culture of reckless driving behaviour,” 
said Hein Jordt, Managing Director of Ctrack SA.

However, the Act is fraught with a number of 
administrative pitfalls. For example, the demerit 
points are allocated to the registered owner of the 
vehicle. The Act states that the owner must then 
notify the relevant authorities as to who was driv-
ing the vehicle when the law was broken, so that 
the demerit points are correctly allocated to the 
offending driver. This presents an administrative 
nightmare for large fleets, where many vehicles are 
registered in a single persons name.

When fines are issued, it will be the responsi-
bility of the fleet manager to transfer the fines to 
the correct offending driver. This means that it is 
critically important to keep a log of who is driving 
vehicles when.

Ctrack offer a variety of technologies for posi-
tive and accurate driver identification. These tech-
nologies include Dallas iButton keys, RF ID cards 
and in the near future via biometrics, making it 
easy to determine which driver was driving what 
vehicle, in what manner and when. Ctrack also has 
the ability to link drivers’ tags to specific classes 
of vehicles to ensure that drivers only operate the 
vehicles they are licensed for. A starter lockout 
can be installed that will prevent the vehicle being 
started without the correct authorisation via the 
driver identification system.

Once the trip is in progress the system 
monitors all driver infringements, including 
speed violations, and can report these to the fleet 
manager. Should a dispute arise surrounding the 
use of a vehicle, video footage from the in cabin Iris 
Dashcam can confirm correct driver identification 
if need be.

The Ctrack Iris Dashcam is a windscreen-
mounted camera that includes ADAS and DSM 
fatigue functionality with a third wired camera for 
in cab placement. Connectivity is via 4G, Wi-Fi 
or Bluetooth. Footage can be viewed via a desktop 
platform, web-based platform Android or iOS 
mobile application or live streaming and includes 
GPS location and event setup.

“The easiest way to avoid the administration 
nightmare around traffic fines and AARTO is to 
avoid getting fines in the first place and Ctrack 
have a number of solutions that can assist in this 
regard,” commented Jordt.

The way employees use vehicles has a signifi-
cant impact on your business. Drivers who breach 
road regulations risk their own safety and the 
safety of others, but are also the cause of additional 
costs for the business such as fuel, maintenance, 
insurance and even traffic fines if these are not 
allocated to the individual driver correctly.

A driver losing their licence due to an on-going 
accumulation of points, will also no longer be able 
to perform their core job function as a driver.

Ctrack’s driver management tools provide 
multiple solutions to ensuring that vehicles run 
effectively, efficiently and safely. The tools also 
allow for the management of operators, access and 
behaviour across multiple vehicles and assets.

“The tools that Ctrack already have in place 
to save business costs on fuel and maintenance by 
monitoring factors such as driver behaviour, can 
very easily be utilised to ensure that drivers do not 
rack up unnecessary fines,” added Jordt.

As an example Ctrack can monitor speed 
in a variety of ways, including map speed, a 

predetermined speed limit on a telemetry device 
or via a physical speed limiter on the vehicle. If 
needed, Ctrack SMILE script technology can also 
adjust a vehicle’s top speed capabilities based on 
predetermined geozones.

The data gathered could be used to upskill 
operators and educate them on how to avoid 
attracting traffic offences in future. Direct feedback 
can be made available to drivers using indicators 
through Ctrack smartphone applications, vehicle 
in-cab peripherals or electronic data sets.

The Ctrack Driver Centric Mobi application 
allows driver scores to be logged and in that way 
used to improve their driving performance. The 
application also features a fully fledged vehicle pre-
inspection form that is completed and managed 
digitally through the Ctrack Driver Mobi web app. 
Reporting is simple and allows fleet managers to 
quickly identify vehicles that have completed trips 
without performing checklists or vehicles that 
started trips when critical checks, making a vehicle 
unroadworthy failed.

The wearing of seatbelts can be enforced in 
such a way that it is not possible to start a vehicle 
until the seatbelt is fastened. Should the seatbelt 
be removed during a trip, the vehicle will be immo-
bilised as soon as it comes to a stop or the speed 
drops below 5km/h.

The driver display unit provides the driver 
with job specific information such as job dispatch, 
navigation and messaging. The functionality of 
this system in a safe and controlled manner means 
that drivers are less reliant on their cell phones and 
therefore less susceptible to illegally using these 
devices while driving.

Ctrack’s driver management application can 
assist with other administration tasks by notifying 
fleet managers when operator, vehicle or special 
permits are due for renewal.

For an in depth analysis of your business 
requirements please contact Ctrack at

0860 333 444 or visit www.ctrack.co.za. ■

Navigating AARTO with Ctrack’s Fleet Management Technology
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Working Wheels

2021 is a very special year at Daimler Trucks & 
Buses, with four anniversaries to celebrate. In 1896 
Gottlieb Daimler presented the first truck and 
in1951 Otto Kässbohrer followed with the first 
bus to feature a self-supporting structure – the 
Setra. Five years before that the first prototype 
of the Unimog scrambled across difficult terrain 
andin1996 the prototype of the modern truck, the 
Mercedes-Benz Actros, first saw the light of day.

1896 – The First Truck

When Gottlieb Daimler presented his first truck 
in 1896, sporting iron-clad wooden wheels. In 
Germany no buyer could be found and in England 
where the vehicle was finally sold, a member of the 
crew had to walk ahead, waving a red flag to warn 
other road users. And yet this four-horsepower 
conveyance with a rear two-cylinder engine and a 
displacement of 1.06 litres known as the Phoenix 
was to spark an unparalleled success story in the 
transportation of cargo.

The Phoenix had little in common with a 
proper truck though. Strictly speaking it was a con-
verted wagon typical of those then pulled through 
the streets by horses. Its chassis was fitted with 
leaf-springs that were mounted transversely at the 
front and helical springs at the rear. The suspension 
wasn’t just necessary because of the poor condition 
of the roads, but also because the engine was very 
susceptible to vibrations.

The last section of the drivetrain was modern: 
a belt transferred the engine power to a shaft that 
was mounted transversely to the longitudinal axis 
of the vehicle. Each end of the shaft was fitted with 
a pinion, a small gear wheel. Each tooth on the 
pinion meshed with the internal teeth of a ring 
gear which was firmly connected with the wheel 
to be driven. Much later this construction was to 
become a design trademark of Mercedes-Benz 
trucks: the planetary hub reduction axle.

1946 – The First Unimog Prototype

In 1946 the “Prototype 1” Unimog completed its 
first test drive. Chief designer Heinrich Rößler 

himself was at the wheel, and he tested the 
prototype, which had no cab and was fully 
laden with wood, on rough forest roads near 
Schwäbisch-Gmünd.

The creation of the Unimog is closely linked to 
the difficult situation in the post-war period, when 
Germany was suffering supply shortages. In 1945 
and 1946, there was a dire lack of food. It was this 
situation that gave Albert Friedrich, who for many 
years was head of aircraft engine development 
at Daimler-Benz AG, the idea of an agricultural 
motorised vehicle which could help to increase 
agricultural productivity.

After the war ended, Friedrich had renewed 
his contacts with Erhard & Söhne, a metal con-
struction company and supplier of Daimler-Benz 
in Schwäbisch-Gmünd, and in December 1945 the 
department responsible for the agricultural market 
began work.

In only a few weeks, a new overall design was 
developed, with the engine and gearbox positioned 
directly to the right of the vehicle’s centre. This 
meant that the torque tubes – which protect the 
drive shafts – could be at right angles to the axles. 
As a result, only four drive joints were needed for 
the chassis. This was a brilliant design which, 75 
years later, is still used.

In March 1946, Hans Zabel from 
Gaggenau, who had been part of the project 
from the beginning, coined the term Unimog 
(Universal-Motor-Gerät).

1951 – The First Setra Bus

In 1951 Ulm-based Kässbohrer Fahrzeugwerke 
presented the S 8 and gave the brand its name – 
Setra – which stands for “self-supporting”. The 
first bus manufactured in series production with a 
self-supporting body, rear engine and direct drive 
to the rear axle was presented at the International 
Motor Show (IAA) in Frankfurt.

Over the last 70 years the brand has not 
only set standards for European bus design with 
six model series, but has inspired, changed and 
advanced this sector in an exemplary fashion. The 

current flagship of this traditional brand which has 
always stood for the highest degree of individuality 
is the S 531 DT, a double-decker bus from the Setra 
TopClass 500 range.

1996 – Mercedes-Benz Actros

At the end of September 1996 Mercedes-Benz 
presented a new heavy-duty truck at the IAA that 
was to revolutionise the industry. The Actros was 
the first truck to be fitted with disk brakes and the 
electronic brake system (EBS). Together they made 
the Actros the safest vehicle in its class.

Innovative technology such as the “Telligent 
systems” improved efficiency, safety and comfort 
considerably. Amongst other things maintenance 
intervals were extended by more than double, 
fuel consumption was reduced by three to seven 
percent depending on the type of operation and 
payload was increased by up to 400 kg.

Environmental compatibility was also 
improved with newly developed, more efficient 
V-engines and by improvements to vehicle assem-
bly for example: here energy input was reduced by 
almost 50 %. New cabs provided their occupants 
with up to 47 % more space in the interior and 
were designed to meet the specific needs of the 
driver. The cabs were safer too – they had all 
passed the huge range of different crash tests 
both in simulation and real driving conditions. 
The airbags and seats with integrated seat belt 
tensioner were also new. Every newly presented 
Actros was voted “Truck of the year” and even 
today the Actros remains a pioneer with regard 
to safety.

“Looking ahead, the future is certainly bright 
and exciting for the DTBSA brands, as there 
is a rapid shift in the truck & bus industry to 
autonomous driving, electrification and connectiv-
ity. As we adapt to these evolutions, we remain 
resolute and committed to continue to provide 
our customers with reliable, fuel efficient, and 
safe vehicles to address their demanding busi-
ness needs”, concluded Maretha Gerber, Head of 
Mercedes-Benz Trucks. ■

A Year of Anniversaries at Daimler Trucks & Buses

The Setra S 8 bus. The revolutionary Actros.Test drive of the first Unimog.The first Daimler truck.
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For the first time in South Africa; Toyota’s 
medium-sized people mover, the Coaster, has made 
its debut on the South African market. The Coaster 
falls between the LWB Quantum (16-seater) and 
Hino 300-based bus conversions, and provides 
South African bus and tour operators a unique 
mobility solution.

Powering the Coaster is a 4-litre, inline-four 
N04C turbodiesel engine that delivers 100 kW at 
3 000 r/min and 353 Nm of peak torque at 1 600 r/
min. This Hino-sourced powerplant is paired 
with a five-speed manual transmission driving 
the rear wheels.

A 23-seater layout has been adopted (including 
driver), with six single-file seats on the passenger 
side, six double-seats on the driver side and a four-
seater bench in the rear.

While the focus is on passenger comfort, 
the Coaster features simple-to-use and robust 
switchgear around the driver. A tilt and telescopic 
steering wheel, multi-information display, 12-volt 
power outlet and an audio system with Aux 
and USB functionality are included. The Toyota 
Connect in-car telematics and Wi-Fi system 
(with complimentary 15GB) is also part of the 
product offering.

Safety features include ABS, brake assist (BA) 
and electronic brake force distribution (EBD), as 
well as driver and passenger airbags.

The Coaster is only available in white, 
accompanied by the regulatory mini-bus stickers 
and chevron demarcation. It is sold with a six-
services/60 000 km service plan (intervals set at 
10 000 km) and three-year/100 000km warranty. 
Customers can also purchase a variety of service 
and/or warranty add-ons at their local dealership. 
Pricing for the Coaster is R899 900. ■

Lafarge South Africa and Volvo Trucks South 
Africa have joined forces with other stakehold-
ers to launch the AccelerateHer initiative to 
accelerate women-owned truck operations in 
the country.

Ten women from KwaZulu-Natal will be 
selected for the pilot phase of the project, with the 
intention to replicate and grow it in other areas of 
operation throughout the country in phases. This 
ground-breaking initiative is aimed at increasing 
the number of female owner-drivers rendering a 
service to Lafarge operations in the area.

The successful applicants will receive intensive 
three-year training through the Commercial 
Transport Academy (CTA) as part of Volvo Trucks’ 
Iron Women heavy commercial driver training 
programme. The Iron Women programme, which 
has been running since 2019, will teach the partici-
pants how to operate trucks safely, profitably, and 
efficiently, enabling them to ultimately receive their 
commercial driver qualification.

The participants will also undergo intensive 
business acumen training to empower them as 
owner-drivers, with a focus on aspects like technol-
ogy, finance, entrepreneurship, business and road 
transport management, as well as labour legislation 
and HR practices. They will also be professionally 
mentored throughout the programme to ensure 
that they have every chance of success once they 
gain their qualifications.

Once qualified, the new female owner-drivers 
will be incorporated in the Lafarge KZN opera-
tions as active operators.

“We believe that given the correct resources 
and support, these women-owned transport 
businesses have the potential to flourish and make 
a real change in the lives of the participants, their 
families and their communities,” said Noriko 
Solomon, Aggregates and ReadyMix Director 
from Lafarge. Moreover, the Lafarge Procurement 
Director, Kervin Ali added, “We understand that 
this project is another step towards economic 

inclusion; building accessible, and sustainable 
communities for the future.”

The Volvo trucks will be financed by Volvo 
Financial Services.

“We are excited about the new doors that will 
open for women in transport because of this joint 
initiative with Lafarge South Africa,” said Marcus 
Hörberg, Vice President of Volvo Group Southern 
Africa. “As a big supporter of the difference women 
can make in the industry, we are very proud and 
humbled that the Volvo Trucks Iron Women pro-
ject has been able to develop and grow and make 
such a lasting impact in many people’s lives.” ■

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

digital

Working Wheels

The Coaster features simple-to-
use and robust switchgear around 
the driver.

Accelerating Women in Transport

Toyota Coaster Breaks Cover in SA
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There is a car “boneyard” near Paris, France, 
where hundreds of battery electric cars litter the 
landscape. They were not private cars for personal 
transport but used only by the City of Paris. At 
the time it was the top-selling highway-capable 
electric car in France, selling 399 units in 2011 and 
1 543 in that country the next year. Apparently just 
over 5 600 of these cars were built and operated in 
European hire fleets by Autolib, BlueSB, BlueCity, 
Atos and BlueIndy.

They all have the same problem. They have 
reached the end of life of their battery cells and 
these need to be replaced. You may ask why 
this has not been done and the cars put back 
into service.

There are two problems, firstly the batteries 
now cost almost double what the vehicles them-
selves cost new and secondly, there are no landfills 
or disposal centres where the City of Paris can get 
rid of of these end-of-life batteries. These ‘green 
fairy-tale’ electric cars are all sitting in vacant 
lots with the possibility of their batteries leaking 
toxins into the ground beneath them, according 
to a recent article on the subject which has been 
circulated widely on social media.

Andrew Marsh, the Engineering Director 
of Ezi-Methods in the United Kingdom and a 
regular visitor to South Africa for events such as 
Automechanika Johannesburg, has a lot of inter-
esting information on this crisis. (Ezi-Methods is 
a provider of vehicle body repair methods “for the 
forward-thinking repairer” in the UK).

Andrew Marsh Comments

“These are Bollore Bluecars, which were paraded 
around Europe in 2011 at the same time as Better 
Place flogged the idea of battery swaps to ‘refill’ 
electric cars in a matter of minutes. Both projects 
were supported by the Renault-Nissan Alliance at 
the time.

“The styling and some of the engineering was 
done by Pininfarina. The underbody, made of steel 
and the upper bodywork, constructed mostly of 
aluminium, were made in Slovenia by an Italian 
company, Cecomp. The electric drive system was 

supplied by Bollore, of France, with final assembly 
in the old Renault Alpine sports car factory in 
Dieppe. The company responsible for the logistics 
of the project was also Bollore.

“It was punted to all the major EU capitals as a 
‘hire by the minute’ system for urbanites. The key 
characteristic was sealed by otherwise unpainted 
body panels for the rental fleets (who could paint 
them their chosen colours) …. whereas the ‘retail’ 
version did have painted panels.

“Soon the wheels fell off the project. The car 
was core to a leasing business, and frankly, the 
lease was stacked in favour of Bollore. I remember 
UK repairers getting extremely excited when 
London played with the idea of getting involved. 
After the presentation we were hit by requests for 
repair methods, but, like the car, they were not 
available in the UK.

“Vincent Bollore, the current CEO of the huge 
logistics company, has become frustrated with the 
Renault-Nissan Alliance as it introduced much 
better EVs of its own to the market and his cars had 
literally no traction.

“The batteries are replaceable, but the vehicle 
is built like a quadracycle (a super light small 
car) with almost no luxuries, so do not have 
great appeal to potential buyers. These ex-hire 
fleet cars have no paint on certain panels and 
lots of bodywork damage, so refurbishment is 
not an economic option now, but who knows in 
the future?

“Let us look at the maths of this project. If a 
new battery pack costs €100 per kWh, then it will 
cost about €3 000 per car, or more likely €2 500 
if there is a bulk order for these batteries and if 

one includes possible refurbishment required by 
the electric drive system as not everything will 
be broken.

“Then cannibalise the fleet cars to minimise 
the cost of body skin panel repairs, add refinishing 
costs for each car and offer them at €6 000 with 
the new battery pack. Crucially this calculation 
is based on acquiring the ‘stock’ for €1 or less – 
preferably for the whole fleet.

“This scenario is then set against end-of-life re-
cycling costs of €2 500 per vehicle (mainly because 
of the part-by-part strip-down of the battery pack) 
and the scrap value for the remainder of the car at 
€500(ish), throwing these things away will result in 
a nett loss of €2 000 each.

“Therefore, we have a throw-away cost of 
€2 000 versus the refurbishment project where they 
are painted and may realise €6 000 at retail … if 
buyers can be found! This would be doing a huge 
favour to the French Government, something we 
Brits are conditioned from birth not to do.”

Specifications of the  
Bollore Bluecars

Battery power – 30 kWh, li-Ion polymer (an early 
example of this technology).

 ■ Range on one charge – 250 km (if kept at around 
60 km/h or less without the lights or heater 
switched on). Real world – circa 130 km.

 ■ Vmax – 120 km/h but not for long 
(circa 100 km).

 ■ Acceleration – 0–100 km/h in 6.3 seconds (but 
not too often). ■

These ‘green fairy-tale’ electric 
cars are all sitting in vacant 
lots with the possibility of their 
batteries leaking toxins into the 
ground beneath them, according 
to a recent article on the subject.

The Green Car Conundrum
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