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arise therefrom. The new body shell being produced in East London is 70 kg lighter and employs super-advanced 
technologies, including the welding of alumnium to steel in some cases.

BY STUART JOHNSTON

It is diffi  cult to over-estimate the im-
portance of the 2014 Mercedes-Benz 
C-Class, which as this is written, is 
ramping up to full-scale produc-
tion at MBSA’s plant in East London. 
Estimates of the investment made 
by Mercedes-Benz in the plant since 
it was ratifi ed by the Daimler Board 
that the South African facility would 
indeed be one of four global plants 
producing the new C-Class, range 
from R2,5-billion to R5-billion, the 
variance presumably depending on 
the time frame involved.

Th at makes it the biggest up-
grade in monetary terms to a local 
car factory in our industry’s history. 
In addition, some R1,4-billion has 

been invested by a group of 14 auto-
motive groups in the East London 
Industrial Development Zone to sup-
ply high-tech componentry for the 
new car, which is bristling with new 
technologies.

Th ese companies now locally 
producing componentry for the East 
London plan have a huge opportu-
nity to begin exporting their parts 
to other parts of the globe, in huge 
volumes.

MBSA’s new CEO Arno van der 
Merwe has said that the new, dramat-
ically -increased production schedule 
for the C-Class will see the creation of 
800 new jobs in the East London area. 
And production is set to increase by 
some 60 per cent, according to out-
going CEO Dr Martin Zimmermann, 
as the factory gears up to three shift s. 

Daily production levels will increase 
from 250 units a day to 420 units 
a day.

Last year the facility in East 
London produced some 50 000 
C-Class cars, mainly for the US mar-
ket, and right-hand-drive examples 
for local consumption. Th is was down 
from the high of 60  000 units pro-
duced in 2012. But Van der Merwe, 
who remains as Vice President of 
Production at the MBSA plant, says 
that the production ceiling would 
now in fact be 100 000 units annually 
at East London.

Th e South African media launch 
of the new C-Class is scheduled for 
May, with the new car going on sale 
here in June. AutoLive was honoured 
to be one of a select band of South 
African journalists to attend the in-
ternational media launch of the new 
C-Class in Marseilles in the fi rst 
week of March. (See pages 4 and 5 
for more in-depth C-Class-specifi c 
reportage). ■

The new Mercedes-Benz C-Class
Vitally Important for the Eastern Cape

Cast aluminium component for 
shock absorber mounting

Diecast aluminium 
longitudinal and 
cross members

Multi-piece fi rewall cross member 
with graduated material thickness

Strut made of the highest-strength 
steel for load distribution

Front longitudinal 
member

Aluminium castings 
for shock absorber 
mounting

Ultra-high-strength steels

Rear fl oor
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Editor’s Note
Preparing the copy of this 
59th edition of AutoLive, I 
ended up driving two cars 
at the extreme opposite 
ends of the automotive 
spectrum. Th e fi rst was the 
new C-Class, which I drove 
from Marseille Airport up 
into the hills of Provence, 
France, marvelling at the 
levels of engineering com-
petence that takes mid-sized luxury motoring to an all-new level.

In this car, you are seduced by its ability to iron out the slight-
est nuances of noise, vibration and harshness (NVH), while still 
retaining a sense of driver-connectedness that remains satisfying 
and involving.

Just 10 days later I was rumbling down the road in the so-
called Cradle of Humankind in a Backdraft , which is a Durban-
built sports car that resembles the original Carroll Shelby-
inspired AC Cobra, and captures a completely polarised spirit of 
motoring ethos.

In this car, you feel every single nuance of suspension move-
ment as you traverse ridges in the road and dodge potholes. 
Noise, Vibration, Harshness? I think old Texan chicken farmer 
Carroll actually sought out those elements and applied them as 
liberally as he could to the original cars he assembled in Venice, 
Los Angeles, shipping funny old ‘50s English AC Aces to America 
and installing small-block Ford V8s in them to create the all-time 
iconic hairy-chested sports conveyance.’

Th e Backdraft  has these unruly elements present, but man-
ages them in a controlled way, which is what makes the car so 
cool. And there is nothing cheap-and-kit-car nasty about the car. 
Th e windscreen, for instance, is mounted perfectly to the body 
and behaves judder-free no matter what the road surface. Th e car 
starts and idles perfectly every time, thanks to modern engine 
management systems.

Th ese two cars will stand out in my mind as highlights (and 
there have been many) of my time spent as AutoLive’s founding 
editor over the past three years. As I write this, I am about to take 
up another position within the WCM Media Group, involved 
in the launching of a new televised motoring show called iMoto 
Magic on Soweto TV.

I’m handing over the editorial reigns to my friend and men-
tor-in-things-industry-related, Roger Houghton. But I hope to 
still entertain you guys in these pages on occasion, as AutoLive 
goes from strength to strength.

Stuart Johnston,
Editor
stujohn@netactive.co.za

To advertise in  contact

Kieran Rennie on 083 225 9609 or email on chat@kieranrennie.co.za

BY ROGER HOUGHTON

Senior executives in the global automo-
tive industry are undecided on the future 
model for retail dealerships according to 
KPMG’s Automotive Executive Survey 
2014 which was presented to a local audi-
ence in Johannesburg last week.

Th e comprehensive annual survey is 
the result of telephonic interviews with 
200 senior executives in the automotive 
and related industries – including some 
South Africans.

Th e survey, which was the 15th con-
ducted worldwide by KPMG, showed 
that 53% of the respondents still consider 
the conventional retail dealership model 
to be a key approach for future success. 
However, this fi gure was down from the 
61% who believed this was the route to fol-
low in the 2013 survey.

A large proportion – 71% – expect 
online dealerships to be important in 
the future, while 63% view multi-brand 
dealerships as a successful model for the 
future. Virtually all the respondents – 
95% – said they consider brand perfor-
mance, multi-branding, eff ective con-
trolling and dealer management systems 
as highly important for the success of a 
dealership.

Dealers are also refi ning their opera-
tions, systems, prices and suppliers to in-
crease effi  ciency and boost margins.

Th e rising power of the internet is re-
fl ected in the fact that 50% of respondents 
say recommendations on the internet and 
social media are impacting consumers’ 
purchase decisions.

Views on the independence of deal-
erships also vary according to the level 
of market maturity. For instance 53% of 
BRICS respondents expect dealerships 
to stay independent, while only 30% of 
the respondents in the TRIAD (North 

America, Western Europe and Japan) feel 
the same way.

KPMG’s global automotive retail 
market study reveals that in less mature 
markets where demand is high, the fast 
growth of outlets leads to a decentralised 
structure. As demand slows and compe-
tition intensifi es the profi ts decrease and 
customers become more sophisticated, re-
sulting in greater consolidation to reduce 
operational costs.

Financing is a big factor for the BRICS 
buyers as they move away from a tradi-
tional cash-purchase culture. Th e quality 
of the overall service experience also ranks 
high on buyers’ priorities in the BRICS 
countries suggesting that consumers in 
these countries are now becoming more 
demanding.

In contrast TRIAD customers are 
placing far greater emphasis on warranty 
and servicing which may signal a desire to 
retain their vehicles for longer. ■

*  Further topics from the KPMG execu-
tive survey will be covered in future edi-
tions of AutoLive

Motor Industry Survey 
Shows Indecision on 

Future Dealership Model

Gavin Maile of KPMG.
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BY STUART JOHNSTON

Th e new Mercedes-Benz C-Class addresses every-
thing that raised question marks about previous-
gen “kleine” Mercedes cars, and at once creates a 
new benchmark for the C-Segment Premium sedan 
segment. Indeed, Michael Kraemer, Vice President 
for mid-size cars in the Mercedes-Benz stable, reck-
ons that the new C-Class is in fact elevated to a 
higher class of car.

Having sampled the car on a brief ride from 
Marseilles Airport up to the Cassis lunch-stop, 
further south on the Med coastline, I found myself 
agreeing with him, at least in essence. Th e car has 
much more leg room, thanks to an 80 mm longer 
wheel base, it’s longer overall by 95 mm, 40 mm wid-
er, and it has bigger boot now measuring 480 litres.

Th ose are the basics, and not surprising as 
every manufacturer seems intent on making their 
small models bigger, to the point where they have to 
introduce an even smaller model to cater for those 
that have been left  behind.

But it’s not just in size where the new C-Class 
scores, it’s…. well, just about everywhere. Firstly, 
in the looks department it is quite simply stun-
ning. It incorporates all that’s best about the zany 
new A-Class and CLA models, in terms of exciting 
swage lines on the fl anks, into a silhouette that re-
mains extremely Merc-appropriately elegant. Th e 
man responsible for the exterior design, Robert 
Lesnik has achieved excitement and fl air while 
avoiding fussiness, and that is not an easy task. Th e 
same goes for the interior, the materials used a huge 
ramp-up from those employed in previous C-Class 
cars. Again, the best of the sportiness of the smaller 
cars has been combined with superb fl ow-patterns 

and minimalism, made possible not least by an 
ingenious new console-mounted infotainment 
control that combines the best of touch-screen and 
rotary-mouse attributes. Dash and door cappings 
are now beautifully trimmed in soft -touch textured 
fabric, and there is nothing chintzy about any of the 
in-lays.

But it’s the ride that I love the best. I’ve been 
critical of both the A-Class and the CLA in terms 
of spring and damper compliancy, and indeed, 
thinking back, the B-Class is also too stiff . Th e 
C-Class has a brilliant ride, whether in steel-spring 
form (standard) or enhanced with the exceptional 
AIRMATIC air suspension, which should deal with 
our road irregularities the way Hulk Hogan brushes 
off  referees in WWE.

Key to this is an all new four-link front suspension 
design that keeps the spring-sprut unit separate 
from the rest of the suspension components, thus 
maintaining optimum camber, castor and steering 
arm angles and imparting exceptional agility, pre-
dictability and steering sharpness to the plot.

Th e fi ve-link rear suspension is typically com-
petent too, and the whole car boasts a reduction in 
NVH that is extremely impressive.

We drove a C 250 model before the lunch stop, 
which uses a two-litre, four-cylinder direct-injec-
tion turbocharged petrol engine, and later we drove 
a C 220 BlueTEC diesel, which was actually our 
preference. Both cars were fi tted with the 7GTronic 

automatic boxes, but six-speed manual ‘boxes are 
also available.

Th e new cars are also extremely advanced in 
terms of their driver-assistance and collision as-
sistance devices. We experienced the autonomous 
braking system in avoiding a (fake) pedestrian at 
the Michelin test track on Day Two of the launch, 
as well as auto-braking at up to 50 km/h to avoid a 
(simulated) stationary vehicle. Th e force with which 
it reacts is stupendous.

Overall, a fuel consumption improvement of 
some 20 per cent is claimed for the range, thanks 
in part to much lighter weight, a class-leading CD 
(drag coeffi  cient) of just 0,24 and various techno 
highlights such as the radiator grille that closes its 
vents when sensors indicate cooling isn’t necessary, 
thus reducing drag.

South Africa will be getting , initially, the C 
180, C 200 and C250 petrol models and the C 220 
BlueTEC diesel. Prices will range from R415 900 for 
the C 180 to R502 600, with my favourite, the C 220 
BlueTEC diesel weighing in at R459 000. All said, 
Mercedes’ South African PR people say the prices 
represent an across-the-range increase of just six 
per cent. I would venture that the new car repre-
sents a lot more value than that. ■

The C-Class interior sets a new bench-
mark in the entry-premium class.

Driving Merc’s Quantam Leap

The fi ve-link rear suspension is 
typically competent too, and the 
whole car boasts a reduction in 

NVH that is extremely impressive.

http://www.castrol.com/castrol/genericsection.do?categoryId=9007356&contentId=7014698
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Dr Michael Hafner, Manager 
for Driver Assistance Systems 
and Active Safety

“A major functionality for the C-Class is the 
Collision Prevention Assist in most countries, so 
each vehicle will come with a radar sensor, which 
detects an obstacle. First the vehicle issues a warn-
ing and if you react, it helps you brake to maximum 
force. If you don’t react and don’t brake, then the 
vehicle will have automatic braking and prevent the 
accident, or lower the impact considerably

“Th e Plus system off ers autonomous braking in 
the C-Class, which is new in this segment of cars. 
We already have collision prevention assist in other 
models. Th e system has a built in delay before going 
into operation, because perhaps the driver will up to 
a point be able to steer around the obstacle. At the 
point where the vehicle detects it is no longer possi-
ble to steer out of trouble, then autonomous braking 
comes into play.

“If the driver intervenes at any point then the 
system stops braking again. Of course, the major 
thing to avoid in a system like this is to induce au-
tonomous braking, to maximum eff ect when it is 
not necessary. No false alarms.

“With the addition of stereo cameras, this 
detects obstacles in your road and includes cross 
traffi  c obstacles, which was also introduced in the 
S-Class and again induces automatic full braking 
force when needed.

“Th e steering support helps you to stay in the 
middle of the lane. At low speeds it follows a ve-
hicle in front of you, merging camera and radar 
information and to automatically follow the vehi-
cle and the lane ahead. It also activates stop and 
go at very low speeds, so in a real traffi  c jam it is 
very comfortable.

“Th e driver has to be in the loop, he has to keep 
his hands on the steering, so that the car “knows” he 
is still ultimately responsible. Th e steering support 
system to keep you in your lane is operable up to 
200 km/h. Th e fi rst stage is to keep you in the lane, 
then if you cross the line it pulls you back . But it de-
tects if you want to cross the lane actively, but if you 
drift  across, that’s when it pulls you back.

“In this segment this driver assistance package 
is unique at the moment. To have it in the C-Class 
is amazing.”

How far is the autonomous driving 
car away?
“From a technical point of view we can do it, 
and we’ve already done the original route from 
Mannheim where Dr Benz’s wife drove the fi rst car. 
We feel it will be a step-by-step thing. At fi rst it will 
happen on the autobahn or some location where 

the environment is not so complex. Th is fi rst step 
will probably happen around 2020. From today’s 
regulatory perspective, the driver always has to be 
in the loop.”

Why would someone want this, to give up 
control of the vehicle?
“For instance if you are on the autobahn and you 
need to go to an appointment and want to work 
through your e-mails, this gives you that option. 
And of course, on other days, when you want to 
have fun, you don’t activate it.

“One of the questions to be answered is the re-
action time to the system. Th e system needs to de-
tect when it is crucial from a safety point of view to 
give control back to the driver.”

Dr Teddy Woll, Head of 
Aerodynamics and wind tunnel 
for Mercedes-Benz cars

“We mainly focus on drag, whereas a Formula One 
car focusses on down-force. But we also have some 
down-force requirements, particularly at the rear 
axle. When you have to brake from high speed on 
the autobahn, and you also have a curve, then we 
need down force.

“On the C-Class we have a rear diff user, which 
saves drag, we have the boot spoiler. It is more dif-
fi cult to have a diff user on a rear driven car because 
of the rear axle. Th e CLA, which is front-wheel 
drive, has the best drag coeffi  cient of 0,22, and the 
C-Class has a drag factor of 0,24. Th ese are both 
class-leading.

“Our focus is on fuel economy but we have 
strict limits on lift , but at Mercedes we have a regu-
lation that the rear lift  has to be below 0,1.

“Th e openings on a car are not as bad an area 
as you might imagine. We have a really tricky 
area in the front wheel arches. We have developed 
little spoilers in the wheel arches at the front to 
create down force. Th ese ensure that the air 
doesn’t go into the wheel larch, but underneath. 
Once you get the air in, you get it is like a wind 
machine, it accelerates, and then you have to get 
it out again. So the goal is to get less air into the 
wheel arch.

“We also have elements that that cre-
ate a virtual air-wheel-cover of dead air. Th e 
fi rst Mercedes car that had it was on the new 
B-Class. Since 2012, we have the best car in class, 
aerodynamically speaking.

“In Germany we had the very fi rst wind tunnel 
in 1939 and we bought it in the 1970s. Recently we 
built a new wind tunnel. Nowadays we do more and 
more virtual development on computer. Computer 
shows you areas where you can improve, but once 

you have the basics you can do 50 improvements in 
the wind tunnel a day.”

How much difference does your new 
aerodynamic grille, with variable 
vanes, make?
“Th e new grille makes a diff erence of zero point 
zero one. For example if you start at 0,30, the grille 
brings you down to 0,29. Th at’s comparable to 25 kg 
of weight reduction and at 120 km/h a fuel saving 
of zero-point-one fuel saving. At 150km/h it’s 0,2 
litres/100, at 180 it is 0,3 litres per 100 and at 200 it is 
half a litre per 100 km.

Will all cars eventually look the same, as 
we approach an aerodynamic optimum?
“All cars will always have a personality. Look 
at nature. Th ere are so many approaches to the 
same end. ■

C-Class Experts

Dr Michael Hafner.

Dr Teddy Woll.
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Nissan has appointed Stuart Norman as its new Managing Director Sales and 
Marketing in South Africa. Norman joins Nissan SA with extensive automotive 
experience spanning 23 years. Norman replaces Johan Kleynhans who retired 
at the end of 2013.

Starting his career with Ford in 1990, Norman moved fi ve years later to 
Volkswagen SA where he helped the brand increase sales volume and customer 
satisfaction.

Before departing VW SA, Norman had been promoted to General Manager 
Sales and Marketing. Said Nissan SA’s Managing Director, Mike Whitfi eld: “We 
are delighted to have someone of Stuart’s calibre join Nissan. His portfolio ex-
perience and expertise, coupled with wide industry knowledge, is a great asset 
and will help drive our aggressive growth ambitions.”

Norman will be responsible for all aspects of sales and marketing across 
the company’s three brands Nissan, Infi niti and also Datsun, which will launch 
later this year. ■Nissan’s new MD of Sales and Marketing, Stuart Norman.

People

BY ROGER HOUGHTON

Dave Brierley, a motorman for almost 50 years, 
has decided to retire for the second and fi nal 
time. Brierley, until recently franchise manager at 
the Kempston Group, retired for the fi rst time in 
1999, but aft er four years relaxing in Cape Town 
the lure of the motor industry saw him move to 
Johannesburg to assist in setting up a Peugeot deal-
ership in Fourways for the Kempston Group.

During his career Dave has amassed an enor-
mous amount of experience in all aspects of the re-
tail motor business and will continue with some ad 
hoc consulting work going forward.

Dave started out as an articled clerk with his 
fi rst boss being Sol Kerzner who was a partner in 
the amounting fi rm, but he soon realised that ac-
counting was not the career for him and in 1965 
joined the Illings Group which had franchises for 
Magirus-Deutz trucks and Mazda cars and bakkies.

Th e spell at Illings ended with a move to 
Barlow’s (Nagington Ford) and in 1979 he joined 

the Malbak Group where he played an important 
role in expanding the business as it acquired several 
Toyota dealerships: Avondale, Market, Pat Hinde, 
Monument and Pietersburg as well as Sandown 
Motors. Dave then retired in 1999 for the fi rst time 
when Malbak was acquired by Unitrans.

His subsequent involvement with the East 
London-based Kempston Group, which began 
with project managing the founding of Peugeot 
Fourways lasted 10 years during which time the 
group took over the Peugeot dealers which were in 
the McCarthy Group stable. He is also the current 
chairman of the Peugeot Dealer Council, so has re-
mained at the sharp end of the motor business until 
his recent decision to retire for the fi nal time.

Looking back on his career Dave says he has 
been fortunate to have lived through a whole spec-
trum of changes in all aspects of the motor industry. 
He says the challenge today is the low margins deal-
ers get on new vehicles, which makes it very diffi  cult 
to trade and to be fi nancially viable.

Other challenges for the dealers are the de-
mands from the OEMs with regard to facilities and 

stock holding, which also put a big strain on the fi -
nancial viability of the business and in fact endan-
ger sustainability into the future.

Now Dave says he will be looking forward to 
a more relaxed lifestyle although his interest in the 
motor industry remains strong and he will fi nd ways 
of remaining involved in some way or another. ■

Dave Brierley Retires Finally

Dave Brierley retires after almost 50 years 
in the motor industry.

Nissan Welcomes New Sales and 
Marketing Managing Director

“We are delighted to have someone of Stuart’s calibre 
join Nissan. His portfolio experience and expertise, 

coupled with wide industry knowledge, is a great asset 
and will help drive our aggressive growth ambitions.”
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People

Q:  How do you defi ne a luxury brand, such 
as Jaguar, and a brand that is three times 
more expensive, such as a Ferrari or Aston 
Martin?

PB:  I think all luxury brands have certain 
qualities: craft smanship, heritage, qual-
ity, status. Would Jaguar and Ferrari be 
lumped together? Absolutely. Th ey come 
from a similar stock, similar heritage.

Q:  So regards pricing is this relevant to posi-
tioning rather than actual value?

PB:  Pricing plays a crucial role in defi ning 
what is a luxury brand and what isn’t. 
Price also defi nes value, so the fi rst ques-
tion arises, is the product you are buying 
into delivering enough value to justify the 
price? Aft er that you start looking at, yes 
this brand has 80 years of heritage, yes 
this brand is known for its sporting cre-
dentials and so on.

Q:  Ferrari, for instance, has stated it is delib-
erately limiting production to retain its 
exclusivity. You are in the opposite phase, 
increasing production. Is this diffi  cult to 
manage, to retain exclusivity and yet off er 
a product to more people?

PB:  It’s a fi ne balancing act to manage. You 
ensure your brand positioning has premi-
um status, you maintain your exclusivity, 
but also that you grow as a business.

Q:  Under Tata ownership, would you say the 
biggest liberating factor is you now have 
budget for new model development?

PB:  Absolutely. It’s been one of the best 
things to happen to both brands, the 
freedom to develop amazing products. 
To do what we do best, and that’s to make 
high performance vehicles.

Q:  What’s in the future for Jaguar and Land 
Rover?

PB:  Wait and see. ■

Q&A For Peter Biven, Marketing and 
Communications Director for Jaguar Land 
Rover South Africa and Sub-Sahara Africa

Peter Biven

Leo Kok will be missed by the media 
as a highly-respected head of Toyota 
Public Relations.

Toyota SA Motors’ corporate public relations 
manager, Leo Kok, is to leave the company at 
the end of the month to continue his studies. 
His ambition is to study for a doctorate with his 
focus being on crisis management.

Leon joined Toyota in January 2010 from a ca-
reer in media, having held positions as senior 
fi nancial reporter and motoring editor at Beeld, 
the daily Afrikaans newspaper in the northern 
region of South Africa. ■

Leo Kok to Move On

His ambition is to study for a 
doctorate with his focus being 

on crisis management.

“Pricing plays a crucial role 
in defi ning what is a luxury 

brand and what isn’t.”
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BY ROGER HOUGHTON

Aft er enduring bumper to bumper traffi  c jams in its 
major cities with drivers showing little respect for 
obeying the rules of the road makes it hard to im-
agine that it is forecast that this could be the world’s 
third biggest car market (aft er China and the US) 
by 2020, with projected sales of more than seven 
million vehicles.

Th is optimistic forecast is backed up by the 
fact that a recent consumer confi dence survey con-
ducted worldwide by Nielsen placed India in sec-
ond place among all countries surveyed, with only 
Indonesia ahead of it.

In terms of its vehicle manufacturing capability 
and its ability to grow its export volumes at an ex-
ponential rate India is really showing its mettle. Th e 

Indian Motor Industry Growing at a Rapid Pace

continued on next page 

India is a rapidly growing emerging market economy and one of the so-called BRICS powerhouses, but in terms 
of motoring and its related motor industry it is something of an anachronism. This was obvious after a recent visit 
to this very populous country courtesy of Ford to see the unveiling of its new Figo Concept small car.

Ford’s Indian plant produces the Figos that are on sale in SA.

The Hindustan Ambassador, which has its roots in the British Morris Oxford of the 1950s, is still made in India for taxi use. I went in this 
CNG fuelled model, with an Isuzu engine.
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Kieran Rennie heads up the advertis-
ing sales team on AutoLive. Kieran 
recently joined our band of petrol-
heads, and his pleasant but focussed 
personality, as well as his attention to 
detail, makes him the ideal member 
of our front-line squad.

Kieran has been involved in the 
motor industry for almost as long 
as he can remember, his father hav-
ing been a dealer principal at an 
East Rand Mazda dealership some 
years ago.

Kieran also cut his teeth as a 
car salesman during his career, but 
most of his working life he has been 
involved in the music and entertain-
ment business. While making music 
he also found time to build his own 
Lotus 7-based sports car.

“Getting involved in AutoLive 
is like a return to my roots,” says 

Kieran, who also does some writing 
for this publication on an occasional 
basis, having already covered a num-
ber of local launches.

You can mail Kieran Rennie at 
chat@kieranrennie.co.za, or call 
him on 083 225 9609.

Who should advertise 
in Autolive?

 ■ Companies looking to recruit 
employees for specialist posi-
tions in the motor industry.

 ■ Companies looking for fran-
chisees

 ■ Companies looking for dealers 
for new vehicle brands or to 
expand an existing dealer 
network.

 ■ Automotive marketing consult-
ants

 ■ Training organisations

 ■ Market research companies
 ■ Business management consult-
ants

 ■ IT companies
 ■ Fleet management companies
 ■ Suppliers of workshop equip-
ment

 ■ Car care companies
 ■ Panel beaters and dent removers
 ■ Auction houses
 ■ Courier companies
 ■ Service providers in the fi nance 
and insurance industry

 ■ Vehicle tracking system suppli-
ers

 ■ Organisers of exhibitions and 
conferences.

 ■ Tyre fi tment centres
 ■ Suppliers of car care products
 ■ Suppliers of automotive re-
placement parts

 ■ Roadworthy testing centres

 ■ Printers
 ■ Accounting fi rms

AutoLive advertising rates are very 
cost eff ective and we are able to 
make up advertisements at reason-
able rates. Th e rate card is avail-
able under “Advertising” on the 
AutoLive website. ■

www.autolive.co.za

The Autolive Sales Team

Kieran Rennie
Cell: 083 225 9609 

E-mail: chat@kieranrennie.co.za

prediction is that total vehicle production – includ-
ing two- and three-wheelers, cars and commercial 
vehicles – will top 20-million this year.

Two wheelers are forecast to make up about 
75% of this total with passenger car output expected 
to top three million units and commercial vehicle 
production to be in the region of 800 000 units.

Exports from India have doubled in recent 
years as it continues to pick up lucrative, high 
volume manufacturing contracts from makers 
all over the world, with many of these companies 
setting up new plants or extending current facili-
ties as India proves an ideal country in which to 
build vehicles for export markets as well as feed-
ing the rapidly growing domestic appetite for 
new vehicles.

Its performance on these fronts must make SA’s 
vehicle and component makers green with envy as 
the local players face rising costs and have had to 
endure extensive periods of labour unrest with high 
wage demands putting the viability of the industry 
at risk.

Th e recently announced decisions of Ford, 
General Motors and Toyota to cease vehicle pro-
duction in Australia is a stark reminder of what 
can happen when a country’s motor industry is no 
longer world competitive as an exporter.

Added to the rapid growth in manufacturing 
is the fact that India, whose motor industry was 

only liberalised in the 1990’s, is now the biggest 
exporter of vehicles to SA, with 97 167 shipped to 
our country last year, which equated to 24.9% of to-
tal vehicle exports to SA. South Korea was second 
with 62 058 units and Germany third with 56 997 
units. In 2004 only 1.2% of imported vehicles came 
from India and that was by only one manufacturer. 
Now 10 companies are importing vehicles into SA 
from India.

However, the Indian motor industry is not a 
bed of roses and is lagging on a number of fronts. 
For instance only now is the government fi nalising a 
plan to set minimum safety standards for passenger 
vehicles made or sold in India. Th e government in-
tends providing safety star ratings for cars depend-
ing on their levels of safety and the plan includes 
harmonising the Indian standards with those or 
Europe for both four- and two-wheelers. ■

 continued from previous page

Total Indian motor industry production including motorcycles, three-wheelers and 
commercials, will top 20 million this year.
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Laureus Sport for Good Foundation Trust South 
Africa announced the inclusion of netball star, 
Zanele Mdodana, in their elite group of sports 
star ambassadors at a media conference held at the 
Mercedes-Benz South Africa (MBSA) head offi  ce 
last week.

Mdodana also participated in coaching young-
sters from the Laureus ‘Sport for All’ programme in 
Atteridgeville, who were hosted by MBSA at their 
2014 Employee Volunteer Week activities.

Laureus has a long and distinguished history 
of using the power of sport to nurture the young 
South African leaders of tomorrow. Morné du 
Plessis, Chairman of the Laureus Sport for Good 
Foundation Trust South Africa, says: “Th e pas-
sion and dedication of the Laureus ambassadors is 
a major driver of the success of our social uplift -
ment programmes. We thank Zanele for accept-
ing the nomination to join our ambassadors, and 
look forward to a long and successful association 
with her.”

Joining former rugby Springbok Du Plessis at 
the media conference in welcoming Mdodana to the 
fold were fellow Laureus ambassadors mountaineer 
Deshun Deysel, former rugby international and ra-
dio talk show host John Robbie and paralympian 
Natalie du Toit.

Mdodana is a valued addition to the ambas-
sador group and has established herself as one of 
the top notch sports coordinators at the Nelson 
Mandela Metropolitan University. Having played 
netball at the Commonwealth Games for the 
SPAR Proteas team, and in contention for the 2014 
Commonwealth Games in July this year, Zanele is a 

role model for girls in South Africa. Now one of the 
senior players in the team, Mdodana leads from the 
front and has been captain and vice-captain of the 
SPAR Proteas.

Mdodana urges young girls to prioritise their 
education, keep participating in sport and to strive 
to achieve their dreams and goals.

“It takes hard work to achieve anything worth-
while and you really need to persevere. It’s very 
important to get an education and I’d like to en-
courage every young person to make sure that they 
give their best in the classroom. Th is philosophy 
is something I will pursue as an Ambassador for 
Laureus,” she says.

Th e Laureus Sport for Good Foundation 
Trust South Africa supports 15 sports-based 
community programmes nationally. Since its 
inception, the Foundation has raised more than 
R80 million for projects which have helped to 

improve the lives of more than 78  000 young 
people.

MBSA, as a caring corporate citizen with more 
than 60 years in South Africa, has been a long-term 
donor to Laureus South Africa. Th e company sup-
ports the Laureus “Sport for All” project in Tshwane 
(Atteridgeville), the Buff alo City Soccer School pro-
ject in East London where the company has its pro-
duction plant, as well as the Youth Empowerment 
through Sport (YES) programme.

MBSA Corporate Aff airs Divisional manager, 
Mayur Bhana explains that the company shares 
the Laureus goal of inspiring the youth of South 
Africa. “Young people need role-models who can 
inspire them and show them the path to success. 
Th e Laureus ambassadors are uniquely placed 
to achieve this.” “Sport is a wonderful medium 
through which life-skills can be taught to young 
people,” he adds. ■

New Laureus Celebrity Sport 
Ambassador Pledges to 

Empower the Youth

Zanele Mdodana shares her netball skills with a group of youngsters from the Laureus 
Sport for All project in Atteridgeville, who participated in the Mercedes-Benz South 
Africa Employee Volunteer Week.

Goodyear engineers have taken a radical approach 
with this concept tyre, yet to be named, building 
on a standard SUV tyre with a large central groove 
which reduces the tyre’s physical contact with the 
road, thereby improving its overall rolling resist-
ance. Th e central groove is also designed to evacu-
ate large quantities of water and mud away from 
the tyre’s contact patch during wet conditions, 
which is a way to improve its overall grip on the 
wet surface.

Most noticeably, the tyre is designed with two 
distinct rings, one for road use and for off -road trac-
tion. Th e outer ring comprises about two-thirds of 
the track width, its surface primarily slick but with 
cut-ins to move water and prevent hydroplaning. 
Diff erent textured surfaces also enhance road grip. 

Th is outer ring makes contact with the road when 
the vehicle is on smooth pavement. Th e inner ring, 
with its smaller diameter, makes contact when the 
driving surface becomes soft , such as in mud or 
sand. Its more aggressive cut-ins and pebbly sur-
faces add traction.

As an extra benefi t, this concept delivers a more 
lightweight product, which uses less rubber in pro-
duction; the removal of a large patch of rubber from 
the tyre to create the groove means that its overall 
weight is reduced. Further features, built into the 
tyre, include Auto-Clean Hydrophobic textures, de-
signed to expel mud and other solids from the tread, 
and advanced noise absorbing textures in the tread 
grooves, to reduce the noise the tyre makes when 
rolling over tar.

In addition, the concept tyre introduces an 
exciting potential mobility solution, with twin air 
chambers (one on each side) connected through a 
valve system, which allows the tyre to continue to 
roll even aft er a puncture in one of the chambers. ■

Goodyear’s On-Off Roads Concept Tyre

Goodyear’s new dual-section on-off-road 
tyre concept, with central groove.
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Motorsport

To advertise in  contact

Kieran Rennie on 083 225 9609 or email on chat@kieranrennie.co.za

Th e Jaguar Simola Hillclimb is one of the best-sup-
ported fun events on the South African motorsport 
calendar. Geoff  Mortimer, who has won the event in 
a highly modifi ed Mitsubishi Evo, explains what it 
takes to do the job:

“Because the track is so short, the start, or 
launch as I call it, is at the top of the list. Getting 
off  the line quickest could mean the diff erence be-
tween winning or not.”

Th e Nissan Skyline Jade Gutzeit used to win 
in 2012 was ultra-fast off  the line, while the EVO 
Mortimer drove in 2010/11/12 was not equipped 
with launch control or sequential transmission, 
and thus slightly slower off  the mark. “I estimate 
it was capable of 0–100 in four seconds, but the 
Gutzeit’s Nissans are equipped with both launch 
control and sequential transmission features, so I 
estimate their 0-100 time at under three seconds.

“Launch systems allow the engine to develop 
immediate big torque without load (with throt-
tle and clutch depressed). All the driver has to do 
is pop the clutch on the go signal and four-wheel-
drive and warmed slick tyres take care of the rest,” 
explains Mortimer.

However, the hill is ultra fast and certainly 
not for the faint hearted. “I recall speeds of about 
230km/h before the tricky 100km/h turn two, 
thereaft er there are lots of high speed sweeps to the 
fi nish and the average speed up the hill is around 
160km/h.”

Tyres are absolutely critical at this level and 
not only do pressures have to be spot on, but the 
tyres also need to be up to temperature right from 
the start. “Not all the top teams had tyre warm-
ers in the past, but I suspect that will change this 
year. Warmers, together with soft  compound slick 

tyres, are a must if you want to win. Tyre pressures 
are adjusted on pre-warmed tyres to just below the 
ideal hot operating temp for the specifi c tyre and 
car as there will be a lot more heat generated in the 
next 40 seconds taking them to the ideal pressure,” 
he concludes.

Forty seconds or less – that’s going to be 
the time that does the business in 2014. As for 
Mortimer, his car has been sold but he says he 
“has plans” for 2015. Th is is incredible, consider-
ing that Geoff  Mortimer is now 77-years-old and 
started his motor sport career way back in the 
1950s in his mom’s Ford Prefect! Th e 1970 SA sa-
loon car champion in a Renault R8, he also won the 
SA Rally Championship in an Audi Quattro in the 
1980s. He is still the proprietor of Geoff  Mortimer 
Motorsport, specialising in 800 hp-plus turbo-
charged street machines. ■

Jaguar Simola Hillclimb, May 16–18

Hillclimb expert at the age of 77, Mortimer won in Knysna in 2010 with his Mitsubishi Evo 9.
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A steady drizzle which eventually left  the track 
drenched and windscreens foggy set the scene 
for a 17-lap feature race for Bridgestone Super 
Production Cars at Zwartkops on March 1, and also 
resulted in an incident-fi lled event.

Charl Smalberger in the Sabertek Golf5 GTi 
didn’t make it past the fi rst corner, getting tagged 
and losing control, then hitting the tyre barrier  on 
the inside of the corner–which fl ipped the car into a 
double-roll, and brought out the red fl ag.

Th e event was restarted aft er a long delay to 
clean up the debris, the polesitter – Gavin Cronje 
in the ADF BMW 335i – pitting immediately with 
an overheating engine, which eff ectively gave the 
front row to the Engen Audis. Moss led briefl y but 
his vastly more experienced team mate Michael 
Stephen soon took over, and quickly opened a 
gap to the chasing pack. Moss wasn’t able to delay 
Gennaro Bonafede for long and the Sasolracing 
Audi steamed past, followed soon aft er by the simi-
lar car of Hennie Groenewald.

And that was how it stayed for the duration, 
Stephen controlling the game from the front, keep-
ing it neat and tidy (slow in fast out as he put it) to 
come home a second ahead of Bonafede – driv-
ing with a maturity which belied his years–with 
Groenewald and Moss chipping in to make it an 

Audi one-two-three-four. It was a disastrous day 
for the BMWs and as well as Cronje’s troubles, 
Johan Fourie was forced to pit with a foggy wind-
screen, eventually soldiering to the fi nish two laps 
down while Cronje was only credited with nine laps 
and was declared a non-fi nisher.

Class T was a more exciting aff air, and the Castrol 
MINI Cooper S of Lee Th ompson methodically 
hunted down the Dealer Team Ford Focus of Gary 
Formato, fi nding a way past at half-distance and 
slowly pulling away.

Earlier, Duminy in the second Ford had out-
braked himself and used Graeme Nathan’s VW 
Genuine Parts GTI to slow, the incident adversely 
aff ecting the handling of both cars, neither able to 
do anything other than circulate and wait for the 
fl ag to come out.

Probably the drive of the day went to Ryan 
Cooper in the Rightair Golf6 GTI, who used his 
experience as a motorcycle racer to manage the 
conditions, eventually changing gear at just 4 000 
rpm to maintain traction. It paid handsome divi-
dends and he circulated steadily in third place, 
coming under some pressure from the very fast 
Williams Hunt Chevrolet Cruze of Michael van 
Rooyen. Th ere was contact between the two as 
Van Rooyen attempted to pass around the outside 
coming onto the main straight on lap eight, and 
aft er a lurid spin came to a standstill in the middle 
of the track, much to the consternation of Nathan, 
who took evasive action on the grass…

Such was the handling of Nathan’s car that Van 
Rooyen managed to catch and repass him and was 
eventually classifi ed third, easily the fastest class 
T car on the track and a likely winner if he hadn’t 
have spun.

Th e bad luck award has to go to Lee 
Th ompson, whose MINI experienced a brake 
hose failure in the closing stages, various heart-
stopping moments following as he tumbled down 
the order to be classifi ed sixth – just ahead of his 
safe and steady team mate, Ryan Rhode. Duminy 
was classifi ed seventh but yet again – the third 
time in the course of the weekend – his Focus was 
found to exceed the turbo boost limit and he was 
excluded.

Th e upside for the Ford Dealer Team was a 
comfortable win for Formato, racing with a drive-
shaft  borrowed from a spectator’s Focus ST…

In the 10-lapper run earlier he had been a non-
fi nisher, the class T victory going to Nathan from 
van Rooyen and Th ompson, less than three seconds 
covering them. In class A it had been Groenewald 
from Bonafede, with Stephen third some way off  
the pace.

Overall victory for the day went to Bonafede– 
richly deserved aft er two well-paced drives – and 
in class T it was Graeme Nathan from Michael van 
Rooyen – less than four-hundredths of a second 
separating them! As far as points go, Nathan also 
has a single point advantage over Van Rooyen while 
in A it is Bonafede who leads Stephen by one point 
with Groenewald a further two points adrift . But it 
is early days, and with a further seven rounds to go, 
a lot can and no doubt will change. ■Michael Stephen, the reigning champ for Audi, singing in the rain at Zwartkops.

Bridgestone Production Cars
Zwartkops a Happy Hunting Ground for Audi

Probably the drive of the day went 
to Ryan Cooper in the Rightair Golf6 

GTI, who used his experience as 
a motorcycle racer to manage the 

conditions, eventually changing gear 
at just 4 000 rpm to maintain traction.
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BY STUART JOHNSTON

Under-the-skin improvements to Kia’s Sportage 
SUV are the most important changes made in 
the facelift  announced in mid-February. On a 
quick launch drive out to Magaliesburg and back 
last week, the ride seemed subtly diff erent, more 
composed.

Delving bit deeper into the media info pack, 
these dynamic changes include new bushings 
to the sub-frames linking the major mechani-
cal components to the body, as well as new 
transmission mounting brackets. I didn’t see 
any mention of new suspension bushings, per 
se, but I’m sure some improvement has been 
wrought in these areas too, as there seems to be 
far more control of the un-sprung elements of 

the drive train over bumps, such as the wheels 
and brakes.

Th e whole plot feels a bit tauter too, thanks to a 
revised steering system on the diesel AWD model 
we drove, from hydraulic assistance to electric mo-
tor assistance. Normally this results in less feel, but 
the Sportage now feels more planted as a result.

Other changes include a face-lift ed grille, new 
fog lamps and a lower front bumper. Kia says the 
new wheels in 17 and 18 inch alloy construction 
contribute to “improved vehicle rigidity”. I’m not 
sure how they do that, but perhaps they weigh a lot 
less than previously, which would account for my 
feeling that the control of un-sprung weight is far 
better. Various interior up-grades, which are de-
tailed but numerous, complete a package that has 
proved highly popular. Apparently the new petrol 
engine fi tted to the 2,0-litre models is also a lot 

more refi ned, but we didn’t get to try this model on 
the launch.

Pricing ranges from R309 995 for the base 2,0 
litre 2wd petrol model to R408  995 for the AWD 
CRDi 2,0 diesel. ■

BY STUART JOHNSTON

How many years ago is it now? Th e Nissan 370 Z 
was launched back in 2009 and that seems like yes-
terday, in a way. I remember testing it back in mid-
2009 and not being overly impressed, feeling it was 
harsher than the car on which it was based, the 350 
Z, with a gearbox not as sweet.

Well, that was then, this is now. It seems that 
there haven’t been too many upgrades to the Big 
Zee, but having spent some quality time with it last 
week, I’m not sure it needs any.

In today’s motoring universe, the Nissan 370 Z 
is pretty unique in that it off ers a more immediate 
drive than most of its competitors. It is also a se-
riously hairy-chested sports car in the classic tra-
dition of, say a Big Austin Healey, or even a small-
block Copbra.

A Cobra you say? Come One, son! But that com-
parison is not that far fetched. Th e 370 Z coupe in 
manual form will take you to 100 km/h in the mid-
fi ve-second bracket and haul you very hard to an 
electronically-limited 250 km/h.

And it does this with constant feedback from 
the road through its big meaty steering wheel, and 
nice predictable handling. Yes, it will over-steer if 
seriously provoked.

Th e driving position means you kind of peer up 
and over the front wings, as you are placed low, low 
down in the snug cockpit. Th e trimming is all black 
and the fi ttings are pretty basic by today’s over-
equipped standards. But there’s a fat speedo and fat 
rev counter up ahead, and the steering wheel boss 
has a fat Zee sign on it to tell you you are driving one 
of Nissan’s iconic brands.

At a price of R639 700 for the automatic ver-
sion it is not cheap, but it does throw 245 kW at 
you and 363 Nm of torque at a rather heady 5 200 
rpm. It will scream its head off , rather harshly, all 
the way past 7 000 and when you do that, you know 
you are alive.

It’s not subtle, it doesn’t have that much status 
when compared to one of its Porsche Cayman ri-
vals, but it’s cheaper than the basic Porsche Cayman 
by about R85  000 and that counts for quite a bit. 
And, in a diff erent, ruder fashion, it is as fun as 
the Porsche. ■

Nissan’s Big Zee, last of the hairy-chested sports cars.

Face-lifted Kia Sportage has some 
important dynamic improvements to ride 
and handling feel.

The Big Zee Re-Vizzited

Sportage Gets Feelsy-Touchy

The 370 Z coupe in manual form 
will take you to 100 km/h in the 

mid-fi ve-second bracket ...
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Wilken Communication Management was 
established in 1997 with the major focus of 
its operations being the South African 
motor industry.

Over the years it has developed into a one-
stop communication and marketing service 
provider specialising in this industry.

It is staffed by some of the most 
experienced people in the marketing and 
communications environment of the South 
African motor industry.

simplifyingCOMMUNICATIONS

WCM can provide services from strategic 
planning, to product launches, media brie ngs, 
event management, eet vehicle management, 
and ongoing public relations campaigns. It also 
has a publishing arm which can produce 
newsletters, magazines and coffee table 
books.

For more information contact: Jacques Wilken 
- jwilken@mweb.co.za

www.wilkencomm.co.za237 Rigel Avenue Waterkloof Ridge, Pretoria, 0181      Tel  +27 (0)12 460 4448      Fax   +27 (0)12 460 4514

Snippets

SUPER GROUP TAKES 
CONTROLLING SHARE 
IN GWM
Super Group, a JSE listed company which has a his-
tory going back to 1986, has acquired a majority 
stake (50.1%) in Great Wall Motors (GWM) SA.

Th e fact that GWM SA’s chairman, Tony 
Pinfold has been looking for a suitor for his com-
pany has been an open secret for quite a long time 
and now he has found an investor in Super Group 
which has undergone substantial restructuring and 
recapitalisation in recent years and is showing a 
positive upturn in its fortunes.

GWM, the Chinese motor manufacturer which 
came to SA seven years ago, has a national network 
of 75 dealers with a claimed vehicle park of 50 000 
vehicles in SA and more than R160-million invested 
in a parts distribution centre.

Th e CEO of Super Group, Peter Mountford, 
says he sees this latest acquisition as complemen-
tary to the group’s existing business, which in-
cluded supply chain and logistics operations as 
well as a signifi cant investment in the local motor 
industry with several other franchised dealers in 
its stable.

Th e GWM media release says the acquisition of a 
majority shareholding by Super Group will not af-
fect the day-to-day running of GWM.

At the beginning of February GWM appointed 
Warren Olsen as its chief operating offi  cer (COO). 
Olsen has more than 20 years experience in the mo-
tor industry, with spells at Imperial Motors, Honda, 
Renault and latterly Mahindra.

Besides his practical experience Olsen had 
seven years of formal study, which includes the 
Harvard Business School and an MBA from the 
University of Wales. He is based at GWM’s offi  ces 
in Midrand, Johannesburg. ■Warren Olsen heads up GWM.

The GWM media release says the 
acquisition of a majority shareholding 

by Super Group will not affect the 
day-to-day running of GWM.

http://www.wilkencomm.co.za
mailto:jwilken@mweb.co.za
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AUTOMOBIL MOVES
Automobil, the RMI’s mouthpiece, will move back 
to Future Publishing with Wynter Murdoch again 
doing the editing from the June edition. Cape-based 
RamsayMedia, publishers of CAR magazine, has 
produced the monthly magazine as a contractor for 
the past few years with a number of people having 
been at the helm as editor. (RamsayMedia has been 
bought by the Caxton Group for a rumoured R75-
million and is expected to undergo restructuring in 
the near future). ■

POTHOLE PROBLEM
Th e potholes that have become even more preva-
lent in SA with the recent rainy weather can cause 
a problem which will foil most ordinary motorists 
and even those of a technical bent.

What happened to Walkerville businessman 
Arthur Walker is that he was driving his 11-year-
old Peugeot 206 on a water-covered road when he 
hit a huge pothole. Not only did it burst the tyre, but 
it also resulted in the engine cutting out.

Aft er replacing the wheel Arthur could still not get 
the car to start so he phoned his wife who came 
out in her RAV4 to tow him home. He had already 
phoned the AA to come and sort out the problem 
in his Peugeot.

But then his wife, Suzanne, who worked at 
Toyota for many years, decided to look at the own-
er’s manual and there the couple learned of the 
emergency fuel cut-out. Th is safety feature cuts the 
fuel supply to an engine when there is a hard im-
pact, which in SA can even extend to hitting a pot-
hole. Th e only way to restart the engine is to push a 
red reset button in the engine compartment and it 
fi res up immediately. ■

PEUGEOT 308 IS EUROPE’S 
CAR OF THE YEAR
Th e Peugeot 308 has been named Europe’s Car of 
the Year aft er winning more votes than six other 
fi nalists, including electric cars from BMW and 
Tesla Motors. Th e win gives PSA/Peugeot-Citroen 
a boost as the French car maker struggles to return 
to profi t.

Last year, the Volkswagen Golf, which com-
petes directly with the 308, won the award.

Th is year the 308 received 307 points from the 
jury of European business and trade journalists. Th e 
BMW i3 came second with 223 points and Tesla’s S 
model was third with 216 points. Th e Citroen C4 
Picasso took fourth place with 182 points followed 
by the Mazda3 with 180 points. Skoda’s Octavia 
took sixth place with 172 points and the No. 7 posi-
tion went to the Mercedes S class. ■

NURBURGRING SOLD
Th e iconic but insolvent Nurburgring circuit 
in Germany, nicknamed the Green Hell, has 
been sold to a local automotive component 

manufacturer, the Capricorn Group for more than 
100 million Euros.

Th e 21km track, one of the most famous in the 
world and used as a test and development venue by 
many of the world’s car makers, was built in 1927 
and hosted more than 30 Grand Prix races. ■

PARKING ASSISTANT
Th e new Ford Focus, which was displayed at the 
Geneva Motor Show, off ers perpendicular park-
ing assistance when entering or leaving a space 
in a parking lot. Th ere will also be a cross traffi  c 
alert which will provide a warning of approach-
ing traffi  c when reversing out of a parking space. 
Th ere is also a park out assist system to help drivers 
exit a parallel parking space. Th e system operates 
the steering while the driver pushes the brake or 
accelerator pedal. ■

WOODEN CARS
A Finnish papermaker, UPM-Kymmene, is to 
showcase an eco-friendly wooden car whose frame 
is made from tree pulp and plywood while the car’s 
engine runs on fuel made from papermaking by-
products. Th e car meets all the European crash and 
fi re safety standards.

Th e objective is to provide a cheaper alternative to 
aluminium and carbon fi bre in the constant quest 
by motor manufacturers to make their cars lighter 
to save fuel and thereby lessen emissions. ■

HI-TECH BOBSLEIGHS
Th e assistance of a motor manufacturer and 
Formula 1 racing teams was called upon to assist in 
the design and manufacture of high tech bobsleighs 
for the recent Winter Olympics in Sochi. McLaren 
Advanced Technologies and BAE Defence Systems 
assisted the British team with technology and the 
use of wind tunnels, while Marussia F1 assisted the 
Russian team and Ferrari aided the Italian team.

BMW, which has a sponsorship deal with the 
US Olympic Committee running through to 2016, 
designed and made the bobsleigh which took the US 
team to third place and a medal, the fi rst podium 
fi nish in the two-man bobsleigh event since 1952. 
Th e carbon fi bre bobsleigh was the work of BMW 
Designworks USA. ■

Peugeot’s emergency fuel supply cut-out-
button, the red item between the battery 
cover and the right-hand strut tower.

Well-known motoring journalist Wynter 
Murdoch will once again edit Automobil 
magazine from June, under The 
Future banner.

The objective is to provide 
a cheaper alternative to 

aluminium and carbon fi bre ...
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Working Wheels

“Th is dealer’s success is driven by the eff orts of more 
than 50 passionate and knowledgeable team mem-
bers who are dedicated Hino brand ambassadors,” 
explained the vice president of Hino SA, Dr. Casper 
Kruger. “Most importantly this dealer is regarded 
as a benchmark truck and Hino dealer, being re-
spected by customers, competitors and fellow Hino 
dealers alike.

“Numbers do not always tell the whole story 
about a dealership’s performance,” continued Dr. 
Kruger. “What diff erentiates this dealer, which 
is part of the Unitrans Group, is its passion and 
dedication to the truck business and the Hino 
brand with sincere interest in its customers. Th e 
management and its team members are always 
looking for a better way of doing things with a 
willingness to consider and explore new business 
opportunities.”

Th is is the fi ft h time that this dealership, previ-
ously Pat Hinde Toyota Trucks and now Hino East 
Rand, has come out top in the annual dealer of the 
year contest. Th e years in which it triumphed were 
1994, 2002, 2005, 2012 and 2013.

A modest Frans Cloete says that his team 
did not do anything special to retain the award 
last year, but continued where they left  off  aft er a 
successful 2012.

“We just kept doing the basics right,” explained 
the dealer principal. “Th e secondary strike in the 
industry did aff ect us, probably to the extent of one 
month’s trading. We embarked on a classical fo-
cused marketing approach with daily targets and 
measurement. Hard work and more hard work is 
what it takes in today’s environment.

“We literally made the targets in the fi nal over if not 
from the last ball. We had to remind ourselves of 
former President Mandela’s quote: ‘It always seems 
impossible until it is done,” added Cloete.

Th e Hino Customer Experience Award for 2013 
went to Hino Parow, headed up by Wouter Nel. 
Th is was the company’s second year in succession 

that it had come out top in customer care among 
Hino dealers.

“Th is award goes to the Hino dealer that con-
sistently achieves positive customer service rat-
ings during the year,” explained Dr. Kruger. “Th is 
year’s winner rated best in the country in the 
service category and second best in the parts cat-
egory. Hino Parow also won the service and parts 
awards at the recent West Coast regional dealer 
function.” ■

East Rand Dealer Wins Hino Award Again

Frans Cloete, dealer principal of Hino East 
Rand, proudly displays the impressive 
Hino Dealer of the Year trophy at the 
award ceremony in Durban.

Seen at the awards ceremony in Durban were (from left): Calvyn Hamman (Toyota SA Motors senior vice president - sales and 
marketing), Hitoshi Muramoto (Toyota Motor Corporation executive vice president and chief co-ordinating executive), Frans Cloete 
(Hino East Rand dealer principal), Haruo Komatsu (Hino Motors Limited senior general manager) and Dr Johan Van Zyl (Toyota SA 
Motors President and CEO).

Hino East Rand, headed up by Frans Cloete, has been judged the Hino 
Dealer of the Year for 2013. The award was presented at a gala event in 
Durban recently and it was the dealership’s third success since 2000.

We had to remind ourselves of former 
President Mandela’s quote: ‘It always 

seems impossible until it is done,”
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Working Wheels

Concrete 4 U, which operates in Port Elizabeth, 
Uitenhage, East London, Colesberg and Mthatha 
has established a strong reputation as a trustworthy 
partner in construction projects large and small. 

Concrete 4 U clients range from homeowners, 
wishing to build private residences, to large-scale 
government tenders for major infrastructure un-
dertakings like bridge and road projects, and build-
ing hospitals and factory facilities.

To support their on-time delivery pressure 
Concrete 4 U relies heavily on its fl eet of dependable 
and tough vehicles, mainly made up of specialist 
mixers units. Th eir original acquisition of the latest 
FAW vehicles has given them the success rate and 
performance effi  ciency they expect from their fl eet. 
So much so that they have additional units on order 
for delivery in the next few weeks.

Concrete 4 U run a large fl eet of mixer trucks 
which include 13 FAW units made up of the FAW 
33.330FC (6 cube mixer) and FAW 35.340FC (8 
cube) mixer trucks.

During the two-year warranty period of each 
unit the service and maintenance requirements 
are carried out by the nearest dealer, thereaft er 
Concrete 4 U attends to the vehicle maintenance 
through a self-service programme supported by an 
excellent parts supply from FAW.

Deon Fourie, managing director of Concrete 4 
U is proud of the company’s success. He explains: 
“Our return on investment on the FAW fl eet of ve-
hicles has been really good. Th e FAW units have 
been performing exceptionally well and are show-
ing good performance and cost effi  ciency profi les. 
We have a solid commitment from FAW to keep 
our trucks on the road. It is easy to understand 
therefore that because of our satisfaction with our 
FAW fl eet we have recently ordered another fi ve 
units, due for delivery in March.

”Another factor which contributed to our 
trust in FAW is their decision to set up their plant 
and to build their trucks locally at Coega. Th is 
also contributes to the fast delivery of our orders,” 
says Fourie.

Deon Fourie believes the strength of the com-
pany is illustrated by its resilience in surviving the 
tough years, following the height of the World Cup. 
Coming off  that high base, the construction indus-
try overall was challenged to cope with a sudden and 
drastic drop in all sizes of construction projects.

“Coming off  this ‘high’ of stadium, roads and 
other structural projects for the 2010 World Cup 
we have had to recover from a sudden 50% drop in 
overall business, of which 25% was a ‘pull-back’ in 

the residential building industry, and the drop-off  
of most infrastructure projects. Th e big challenge 
was what to do with our own overstock of capital-
intensive resources which we had necessarily grown 
up to meet the various building demands for the 
World Cup.

“We had plants in Jeff ries Bay, Port Alfred and 
Port Elizabeth to supply ready mixed concrete to 
the stadium, road building and related projects in 
and around the city. Aft er the 2010 event we con-
solidated most of our plants and tenaciously sought 
out new contracts to take us through the lull. We 
normally pursue a big contract where we can place a 
mobile site, oft en within two weeks, ready to service 
a large project. Th ereaft er we actively pitch and hunt 
for numerous smaller projects – especially close to 
the large projects–to keep our resources highly ef-
fective and in full service, our fl eet on the road, and 
our business feasible.

Th ey have managed through good times and 
bad to keep the company viable and growing it 
at a slow but steady rate. “Th e key to success is 
be wide awake and look out for each and every 
 opportunity,” says Fourie.

“We were thrilled to land a good project with 
Basil Read to supply concrete to the roads and 
bridges contract at the Colesberg Road Project on 
the N1. We subsequently picked up on the smaller 
projects in the area where we also built reservoirs, 
sewerage works and even a residential project. Th is 
adds value to a site where we work as these smaller 
clients usually do not have access to a quality ready 
mixed concrete supplier.”

Geographic footprint at present covers building 
projects in the Walmer suburb of Port Elizabeth, 

the close-by Markman Township, Uitenhage, 
Colesberg, East London and Mthatha.

“Th e East London projects are particularly in-
teresting. Our large projects there includes the ap-
proximately R1 billion Cecilia Makiwane Hospital 
project where Concrete 4 U has placed a mobile 
plant on site to supply the high demand for ready 
mixed concrete for the contractors, Stefanutti 
Stocks. Aft er this we were privileged to be award-
ed with another factory building project at the car 
plant in East London where we established two 
more mobile plants at Alton. Th ereaft er we were 
awarded a contract to build nine bridges on the 
road outside Mthatha.

“Th is is how we expand our opportunities in 
and around other larger projects. Visibility in an 
area certainly aids us in landing additional projects. 
But we are also reliant on our good reputation and 
the word-of-mouth recommendations of our own 
satisfi ed clients.

“Th is is the reason why we, in turn, rely on a 
highly effi  cient and cost-eff ective transport arm 
in our business. Our fl eet of vehicles must have 
maximum uptime and on-time delivery of concrete 
to our clients. Our FAW fl eet makes us keep our 
promises to our clients because we can rely on them 
to provide hard-working quality vehicle backed by 
solid support structures. We’re really pleased with 
the FAW fl eet’s performance.” ■

Concrete 4 U Relies Heavily on Their Fleet of FAW Trucks

Concrete 4 U relies on FAW
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South African Vehicle Sales Figures For February 2014

TOP 5 PASSENGER CAR MARKET BY TYPE FOR FEB 2014

SEGMENT TYPE 2014 SHARE 2013 SHARE

ENTRY CARS

VW POLO Vivo 
Hatch/Sedan

2 531 7.4% 2 742 7.5%

TOYOTA Etios 1 836 5.3% 2 204 6.1%

FORD Figo 1 093 3.2% 982 2.7%

HYUNDAI i10 648 1.9% 711 2.0%

CHEV Spark 619 1.8% 196 0.5%

ENTRY CARS TOTAL 8 802 25.6% 8 855 24.3%

SUB-SMALL

VW Polo 2 524 7.3% 1 698 4.7%

HYUNDAI i20 1 851 5.4% 1 108 3.0%

FORD Fiesta 714 2.1% 573 1.6%

RENAULT 
Clio IV

555 1.6% 0 0.0%

KIA Rio 485 1.4% 1 034 2.8%

SUB-SMALL TOTAL 7 918 23.0% 7 256 19.9%

SMALL

VW Golf 7 757 2.2% 767 2.1%

TOYOTA Corolla 519 1.5% 1048 2.9%

NISSAN Almera 409 1.2% 0 0.0%

BMW 1-Series 380 1.1% 432 1.2%

HYUNDAI 
Accent

301 0.9% 242 0.7%

SMALL TOTAL 5 964 17.4% 7 199 19.8%

MEDIUM

MERCEDES 
C-Class

854 2.5% 965 2.7%

BMW 3-Series 697 2.0% 1075 3.0%

AUDI A4 513 1.5% 432 1.2%

LEXUS ES 67 0.2% 0 0.0%

LEXUS IS 28 0.1% 10 0.0%

MEDIUM TOTAL 2 271 6.6% 2 728 7.5%

LARGE

MERCEDES 
E-Class

194 0.6% 113 0.3%

BMW 4-Series 114 0.3% 0 0.0%

JAGUAR XF 96 0.3% 79 0.2%

BMW 5-Series 83 0.2% 160 0.4%

AUDI A6 50 0.1% 60 0.2%

LARGE TOTAL 678 2.0% 642 1.8%

LUXURY

MERCEDES 
S-Class

42 0.1% 4 0.0%

BMW 7-Series 20 0.1% 17 0.0%

BMW 6-Series 19 0.1% 54 0.1%

PORSCHE 
Panamera

12 0.0% 13 0.0%

MERCEDES 
CLS

9 0.0% 23 0.1%

LUXURY TOTAL 121 0.4% 136 0.4%

TOP 5 PASSENGER CAR MARKET BY TYPE FOR FEB 2014

SEGMENT TYPE 2014 SHARE 2013 SHARE

MPV

TOYOTA Avanza 421 1.2% 435 1.2%

MERCEDES 
B-Class

126 0.4% 195 0.5%

HYUNDAI H1 74 0.2% 162 0.4%

VW T5 Kombi 65 0.2% 82 0.2%

MERCEDES 
Viano

49 0.1% 19 0.1%

MPV TOTAL 1 052 3.1% 1 154 3.2%

SUV

TOYOTA 
Fortuner

846 2.5% 927 2.5%

BMW X5 461 1.3% 118 0.3%

RENAULT 
Duster

350 1.0% 0 0.0%

FORD Kuga 329 1.0% 79 0.2%

HYUNDAI iX35 301 0.9% 404 1.1%

SUV TOTAL 5 601 16.3% 5 729 15.7%

SPORT AND 
EXOTICS

TOYOTA 86 34 0.1% 66 0.2%

PORSCHE 911 26 0.1% 37 0.1%

MERCEDES 
SLK

21 0.1% 41 0.1%

JAGUAR F-Type 15 0.0% 0 0.0%

AUDI TT 13 0.0% 22 0.1%

SPORT AND EXOTICS TOTAL 152 0.4% 250 0.7%

CROSSOVER

NISSAN Juke 249 0.7% 506 1.4%

FORD EcoSport 186 0.5% 0 0.0%

JEEP Compass 166 0.5% 255 0.7%

NISSAN 
Qashqai

163 0.5% 450 1.2%

AUDI Q5 155 0.5% 248 0.7%

CROSSOVER TOTAL 1 797 5.2% 2 441 6.7%

GRAND TOTAL 34 356 36 390

Figures courtesy of SA Department of Trade and Industry and RGT SMART

Volkswagen with its locally-produced Polo and Polo Vivo 
derivatives (pictured) totalled  over 5 000 sales in February to 
dominate the entry and  sub-small categories.
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continued on next page 

TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR FEBRUARY 2014 

MANUFACTURER TYPE 2014 SHARE 2013 SHARE

VOLKSWAGEN SA

VW POLO Vivo 
Hatch/Sedan

2 531 7.4% 2 742 7.5%

VW Polo 2524 7.3% 1 698 4.7%

VW Golf 7 757 2.2% 767 2.1%

AUDI A4 513 1.5% 432 1.2%

VW Tiguan 266 0.8% 317 0.9%

VOLKSWAGEN GROUP SA TOTAL 8 655 25.2% 8 516 23.4%

AMH

HYUNDAI i20 1 851 5.4% 1 108 3.0%

HYUNDAI i10 648 1.9% 711 2.0%

KIA Rio 485 1.4% 1 034 2.8%

KIA Picanto 377 1.1% 335 0.9%

HYUNDAI 
Accent

301 0.9% 242 0.7%

AMH TOTAL 4 882 14.2%  5363 14.7%

TOYOTA

TOYOTA Etios 1 836 5.3% 2204 6.1%

TOYOTA 
Fortuner

846 2.5% 927 2.5%

TOYOTA Corolla 519 1.5% 1 048 2.9%

TOYOTA Avanza 421 1.2% 435 1.2%

TOYOTA RAV 270 0.8% 42 0.1%

TOYOTA Total 4 793 14.0% 5 676 15.6%

FMC

FORD Figo 1 093 3.2% 982 2.7%

FORD Fiesta 714 2.1% 573 1.6%

FORD Kuga 329 1.0% 79 0.2%

FORD Ikon 287 0.8% 2 0.0%

MAZDA 3 284 0.8% 46 0.1%

FMC TOTAL 3 258 9.5% 2 481 6.8%

BMW GROUP

BMW 3-Series 697 2.0% 1 075 3.0%

BMW X5 461 1.3% 118 0.3%

BMW 1-Series 380 1.1% 432 1.2%

BMW X3 140 0.4% 179 0.5%

BMW 4-Series 114 0.3% 0 0.0%

BMW GROUP TOTAL 2 178 6.3% 2 423 6.7%

GMSA

CHEV Spark 619 1.8% 196 0.5%

CHEV Sonic 411 1.2% 259 0.7%

CHEV Cruze 268 0.8% 303 0.8%

CHEV Aveo 243 0.7% 312 0.9%

CHEV 
Trailblazer

115 0.3% 281 0.8%

GMSA TOTAL 1 943 5.7% 1 618 4.4%

MERCEDES-BENZ 
SA

MERCEDES 
C-Class

854 2.5% 965 2.7%

MERCEDES 
E-Class

194 0.6% 113 0.3%

MERCEDES 
A-Class

185 0.5% 37 0.1%

MERCEDES 
M-Class

128 0.4% 134 0.4%

MERCEDES 
B-Class

126 0.4% 195 0.5%

MERCEDES-BENZ SA TOTAL 1 739 5.1% 1 574 4.3%

RENAULT

RENAULT 
Clio IV

555 1.6% 0 0.0%

RENAULT 
Duster

350 1.0% 0 0.0%

TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR FEBRUARY 2014 

MANUFACTURER TYPE 2014 SHARE 2013 SHARE

RENAULT

RENAULT 
Sandero

346 1.0% 345 0.9%

RENAULT 
Fluence

74 0.2% 66 0.2%

RENAULT 
Megane III

50 0.1% 92 0.3%

RENAULT TOTAL 1 425 4.1% 602 1.7%

NISSAN

NISSAN Almera 409 1.2% 0 0.0%

NISSAN Juke 249 0.7% 506 1.4%

NISSAN Micra 243 0.7% 806 2.2%

NISSAN 
Qashqai

163 0.5% 450 1.2%

NISSAN X-Trail 77 0.2% 167 0.5%

NISSAN TOTAL 1 333 3.9% 2 438 6.7%

JAGUAR 
LAND ROVER

L-R Discovery 4 235 0.7% 248 0.7%

L-R Range 
Rover Sport

163 0.5% 40 0.1%

L-R Range 
Rover Evoque

125 0.4% 240 0.7%

JAGUAR XF 96 0.3% 79 0.2%

L-R Freelander 2 37 0.1% 89 0.2%

JAGUAR LAND ROVER TOTAL 715 2.1% 749 2.1%

CHRYSLER SA

JEEP Grand 
Cherokee

235 0.7% 200 0.5%

JEEP Compass 166 0.5% 255 0.7%

JEEP Wrangler 108 0.3% 142 0.4%

DODGE 
Journey

58 0.2% 79 0.2%

JEEP Patriot 30 0.1% 52 0.1%

CHRYSLER SA TOTAL 646 1.9% 810 2.2%

HONDA

HONDA Brio 293 0.9% 333 0.9%

HONDA CR-V 131 0.4% 222 0.6%

HONDA Jazz 94 0.3% 308 0.8%

HONDA Civic 56 0.2% 224 0.6%

HONDA Ballade 51 0.1% 165 0.5%

HONDA TOTAL 640 1.9% 1324 3.6%

SUZUKI

SUZUKI Swift 151 0.4% 169 0.5%

SUZUKI Alto 123 0.4% 131 0.4%

SUZUKI SX4 108 0.3% 38 0.1%

SUZUKI Jimny 75 0.2% 84 0.2%

SUZUKI Grand 
Vitara

48 0.1% 32 0.1%

SUZUKI TOTAL 508 1.5% 462 1.3%

MITSUBISHI 
MOTORS

MITSUBISHI 
ASX

124 0.4% 159 0.4%

MITSUBISHI 
Pajero Sport

102 0.3% 28 0.1%

MITSUBISHI 
Pajero

47 0.1% 58 0.2%

MITSUBISHI 
Lancer

17 0.0% 7 0.0%

MITSUBISHI 
Outlander

1 0.0% 13 0.0%

MITSUBISHI MOTORS SA TOTAL 291 0.8% 265 0.7%
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TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR FEBRUARY 2014 

MANUFACTURER TYPE 2014 SHARE 2013 SHARE

FIAT GROUP

FIAT Punto 124 0.4% 68 0.2%

FIAT 500 60 0.2% 194 0.5%

FIAT Panda 15 0.0% 0 0.0%

FIAT 500L 15 0.0% 0 0.0%

ALFA Giulietta 10 0.0% 84 0.2%

FIAT GROUP TOTAL 250 0.7% 388 1.1%

PCSA

PEUGEOT 208 111 0.3% 100 0.3%

PEUGEOT 2008 29 0.1% 0 0.0%

PEUGEOT 107 15 0.0% 88 0.2%

CITROEN C1 14 0.0% 23 0.1%

CITROEN DS3 13 0.0% 33 0.1%

PCSA TOTAL 237 0.7% 433 1.2%

AAD

CHERY QQ3 97 0.3% 91 0.3%

CHERY Tiggo 74 0.2% 56 0.2%

CHERY J2 57 0.2% 0 0.0%

CHERY J3 2 0.0% 8 0.0%

AAD TOTAL 230 0.7% 155 0.4%

TATA

TATA B-Line 100 0.3% 228 0.6%

TATA Manza 45 0.1% 27 0.1%

TATA Indica 
Vista

17 0.0% 57 0.2%

TATA Indica 1 0.0% 22 0.1%

TATA Indigo 0 0.0% 1 0.0%

TATA TOTAL 163 0.5% 335 0.9%

VOLVO CARS

VOLVO V40 55 0.2% 71 0.2%

VOLVO XC60 38 0.1% 33 0.1%

VOLVO V40 CC 31 0.1% 20 0.1%

VOLVO S60 16 0.0% 39 0.1%

VOLVO XC90 9 0.0% 4 0.0%

VOLVO CARS TOTAL 150 0.4% 211 0.6%

SUBARU

SUBARU 
Forester

68 0.2% 66 0.2%

SUBARU XV 22 0.1% 16 0.0%

SUBARU 
Outback

6 0.0% 4 0.0%

SUBARU WRX 2 0.0% 2 0.0%

SUBARU 
Legacy

1 0.0% 0 0.0%

SUBARU TOTAL 100 0.3% 90 0.2%

PORSCHE

PORSCHE 
Cayenne

48 0.1% 82 0.2%

PORSCHE 911 26 0.1% 37 0.1%

PORSCHE 
Panamera

12 0.0% 13 0.0%

PORSCHE 
Boxster

8 0.0% 18 0.0%

PORSCHE 
Cayman

2 0.0% 0 0.0%

PORSCHE TOTAL 96 0.3% 150 0.4%

TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR FEBRUARY 2014 

MANUFACTURER TYPE 2014 SHARE 2013 SHARE

MAHINDRA

MAHINDRA 
XUV

47 0.1% 77 0.2%

MAHINDRA 
Quanto

16 0.0% 0 0.0%

MAHINDRA 
Xylo

9 0.0% 12 0.0%

MAHINDRA 
Scorpio

2 0.0% 7 0.0%

SSANGYONG 
Korando

2 0.0% 27 0.1%

MAHINDRA TOTAL 76 0.2% 128 0.4%

GWMSA TOTAL

GWM H5 26 0.1% 82 0.2%

GWM C10 16 0.0% 62 0.2%

GWM 
MultiWagon

0 0.0% 2 0.0%

GWM Florid 0 0.0% 43 0.1%

GWMSA TOTAL 42 0.1% 189 0.5%

FERRARI

FERRARI F12 1 0.0% 0 0.0%

FERRARI 458 
Italia

1 0.0% 1 0.0%

FERRARI FF 1 0.0% 0 0.0%

FERRARI 458 
Spider

1 0.0% 2 0.0%

FERRARI 
California

0 0.0% 1 0.0%

FERRARI TOTAL 4 0.0% 4 0.0%

MASERATI

MASERATI 
GranCabrio

1 0.0% 2 0.0%

MASERATI 
Quattroporte

1 0.0% 0 0.0%

MASERATI 
GranTurismo

0 0.0% 4 0.0%

MASERATI TOTAL 2 0.0% 6 0.0%

GRAND TOTAL 34 356 100.0% 36 390 100.0%

Figures courtesy of SA Department of Trade and Industry and RGT SMART

 TOP 5 SELLING LCV CARS FOR FEBRUARY 2014

TYPE 2014 2014 SHARE

VW Polo Vivo Hatch/Sedan 2 531 7.4%

VW Polo 2 524 7.3%

HYUNDAI i20 1 851 5.4%

TOYOTA Etios 1 836 5.3%

FORD Figo 1 093 3.2%

34 356

TOP 5 SELLING LCV CARS FOR FEBRUARY 2014

TYPE 2014 2014 SHARE

TOYOTA Hilux 3 419 22.9%

FORD Ranger 1 940 13.0%

CHEV Utility 1 485 10.0%

ISUZU KB 1 384 9.3%

NISSAN NP200 1 267 8.5%

14 907

Figures courtesy of SA Department of Trade and Industry and RGT SMART
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TOP 5 LCV CAR MARKET BY TYPE FOR FEBRUARY 2014

NAAMSA 
STANDARD

TYPE 2014 SHARE 2013 SHARE

SUB ONE-TON

CHEV Utility 1 485 10.0% 1 483 10.1%

NISSAN NP200 1 267 8.5% 1 245 8.4%

DAIHATSU Gran 
Max

223 1.5% 98 0.7%

CHEV Lumina 
UTE

0 0.0% 17 0.1%

CHEV Corsa 
Utility

0 0.0% 1 0.0%

SUB ONE-TON TOTAL 2 975 20.0% 2 845 19.3%

ABOVE ONE-TON 
DCAB

TOYOTA Hilux 1 386 9.3% 1 141 7.7%

FORD Ranger 1 002 6.7% 874 5.9%

ISUZU KB 345 2.3% 199 1.3%

VW Amarok 293 2.0% 196 1.3%

MAZDA BT-50 154 1.0% 116 0.8%

ABOVE ONE-TON DCAB TOTAL 3 966 26.6% 3 749 25.4%

ABOVE ONE-TON 
SCAB

TOYOTA Hilux 1 684 11.3% 2 019 13.7%

ISUZU KB 828 5.6% 806 5.5%

FORD Ranger 602 4.0% 564 3.8%

NISSAN NP300 
Hardbody

458 3.1% 526 3.6%

HYUNDAI H100 
Bakkie

346 2.3% 471 3.2%

ABOVE ONE-TON SCAB TOTAL 5 077 34.1% 5 520 37.4%

ABOVE ONE-TON 
XCAB

TOYOTA Hilux 349 2.3% 340 2.3%

FORD Ranger 336 2.3% 359 2.4%

ISUZU KB 211 1.4% 103 0.7%

MAZDA BT-50 71 0.5% 109 0.7%

NISSAN Navara 49 0.3% 29 0.2%

ABOVE ONE-TON XCAB TOTAL 1 030 6.9% 948 6.4%

MINIBUS

TOYOTA 
Quantum

1 089 7.3% 1 105 7.5%

NISSAN NV350 78 0.5% 0 0.0%

VW Caddy 63 0.4% 10 0.1%

FORD Tourneo 
Custom

60 0.4% 0 0.0%

VW T5 
Transporter 
Cr-Bus

32 0.2% 22 0.1%

MINIBUS TOTAL 1 339 9.0% 1 177 8.0%

PANEL VAN

VW Caddy 138 0.9% 134 0.9%

CHEV Spark 88 0.6% 0 0.0%

TOYOTA 
Quantum

58 0.4% 104 0.7%

FORD Transit 
Custom

47 0.3% 0 0.0%

FIAT Fiorino 34 0.2% 34 0.2%

PANEL VAN TOTAL 520 3.5% 513 3.5%

GRAND TOTAL 14 907 100.0% 14 752 100.0%

Figures courtesy of SA Department of Trade and Industry and RGT SMART

THE TOP SOUTH AFRICAN HCV / MCV MARKET FOR FEBRUARY 2014
(MEDIUM, HEAVY & EXTRA HEAVY COMMERCIALS, & BUSSES)

MANUFACTURER CATEGORY 2014 SHARE

MERCEDES-BENZ SA

MCV 206 8.1%

HCV 76 3.0%

XHV 361 14.3%

BUS 39 1.5%

MERCEDES-BENZ SA TOTAL 682 26.9%

TOYOTA

MCV 191 7.5%

HCV 96 3.8%

XHV 20 0.8%

TOYOTA TOTAL 307 12.1%

GMSA/ISUZU TRUCKS

MCV 129 5.1%

HCV 101 4.0%

XHV 34 1.3%

BUS 0 0.0%

GMSA TOTAL 264 10.4%

UD TRUCKS

MCV 64 2.5%

HCV 89 3.5%

XHV 103 4.1%

UD TRUCKS TOTAL 256 10.1%

SCANIA
XHV 156 6.2%

BUS 14 0.6%

SCANIA TOTAL 170 6.7%

VOLVO TRUCKS XHV 156 6.2%

VOLVO TRUCKS TOTAL 156 6.2%

IVECO

MCV 99 3.9%

HCV 2 0.1%

XHV 45 1.8%

BUS 5 0.2%

IVECO TOTAL 151 6.0%

MAN

HCV 16 0.6%

XHV 75 3.0%

BUS 35 1.4%

MAN TOTAL 126 5.0%

TATA

MCV 52 2.1%

HCV 43 1.7%

XHV 13 0.5%

BUS 11 0.4%

TATA TOTAL 119 4.7%

VOLKSWAGEN GROUP SA MCV 109 4.3%

VOLKSWAGEN GROUP SA TOTAL 109 4.3%

FAW

MCV 4 0.2%

HCV 12 0.5%

XHV 35 1.4%

FAW TOTAL 51 2.0%

AMH MCV 36 1.4%

AMH TOTAL 36 1.4%

POWERSTAR XHV 34 1.3%

POWERSTAR TOTAL 34 1.3%

BABCOCK
HCV 0 0.0%

XHV 21 0.8%

BABCOCK TOTAL 21 0.8%

PCSA MCV 17 0.7%

PCSA TOTAL 17 0.7%

RENAULT TRUCKS XHV 16 0.6%

RENAULT TRUCKS TOTAL 16 0.6%

FIAT GROUP MCV 9 0.4%

FIAT GROUP TOTAL 9 0.4%

JMC MCV 5 0.2%

JMC TOTAL 5 0.2%

VOLVO BUS BUS 2 0.1%

VOLVO BUS TOTAL 2 0.1%

NC2 TRUCKS SA XHV 0 0.0%

NC2 TRUCKS TOTAL 0 0.0%

VDL BUS & COACH SA BUS 0 0.0%

VDL BUS & COACH SA TOTAL 0 0.0%

GRAND TOTAL 2 531 100.0%

Figures courtesy of SA Department of Trade and Industry and RGT SMART



Subscribe for free @
www.autolive.co.za Page 23

Authentic ‘40s Ford pick-ups are good to fi nd. Note Maluti Big 
Sky vista in Bethlehem.

Emil Kuschke and his Model T Ford at the Maluti Motor Show on 
March 9 in Bethlehem.

Motoring Icons

Essence of Cobra. Bulging fenders and burbling side-pipes.

One of the neatest cars at Maluti Motor Show was this 1959 
Sunbeam Rapier.

Pit Stop Diner vignette. The pristine ‘65 Mustang with rally-pack 
belongs to Graham Diss.

Start of the Cobra Club’s  Poker Run. In the foreground is the 
Backdraft that The Editor drove.
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BY STUART JOHNSTON

I’m thinking, this is what I miss from my biking 
days. Th e smell of cut grass as we dip into a valley, 
the rays of sun on my forearms, the cool wind in my 
hair. And yet here we are in a car that delivers most 
of the pleasure of a “boney”, and more comfort and 
security, but not too much. A Cobra-replica known 
as a Backdraft .

Th ere’s that constant burble of a V8 engine up 
ahead, allied to a smooth-shift ing four-speed auto-
matic gearbox. You can feel every nuance of road 
surface through the seat of your pants, and every 
shove up your back when you tickle the throttle. 
Th e detailing on the dashboard is perfect – toggle 
switches for fuel pump and fan, and about eight 
gauges scattered in fairly random fashion around 
the fl at surface covered in black vinyl, just like the 
original Shelby version was. Th e steering wheel is 
mounted high with a rosewood rim, with polished 
aluminium spokes and is solidly mounted if lack-
ing somewhat in feel. Th e brakes really work.

I love cruising in this car, burbling along in 

a high ratio, tickling the throttle just to hear the 
change in engine note. And those notes get played 
out through the side-exit pipes on both sides, di-
rectly in line with our ear-intakes. I tell my girl-
friend every time we exit the car at a stop: Th e 
exhaust pipe, the exhaust pipe, the exhaust pipe. If 
you’ve ever burned yourself on a hot exhaust pipe, 
even one nicely chromed like the Backdraft ’s, you’ll 
know you are in for a few weeks of pain. So, squirm 
around, brace yourself on the back fender bulge, 
hoist yourself out and over that pipe, but don’t get 
your leg anywhere near it.

Th e occasion was a Poker Run, organised for 
Cobra Club members this Sunday past by Paul de 
Klerk, proprietor of Th e Snake Pit, which services 
Jo’burg-owned Backdraft  versions of the Cobra, 
the brainchild of Durban race driver Tony Martin. 
Backdraft s sell mainly in the US and Martin and his 
crew have produced over 3 000 of them in the past 
10 years. Th at makes Th e Backdraft  one of the most 
successful South African sports cars ever, in terms 
of sales volume.

On a Poker Run you get dealt one card each 
time you stop at some point on your route guide to 

take a smoke break or drink coff ee. At the fi ft h and 
fi nal stop-over, the Pit Stop Diner on Beyers Naude 
Drive out near Muldersdrift , the dude with the best 
hand won some sort of prize. We had jack, as they 
say: a queen of clubs as our best card. Th e winner 
had four kings and an ace.

Time to head back, feel the nice restorative kid-
ney massage though the seats for the last time, the 
immediacy of everything, the jiggling view through 
the mirrors. Refl ect on the good vibes that the 
Cobra engenders in other ways. Cyclists waving at 
you in kinship, horse riders doffi  ng their caps, even 
the occupants of an approaching Porsche Boxster 
giving the thumbs up.

Always the sound and the feeling of that V8, 
burbling like a brook, roaring like a ratty moun-
tain lion, grumbling while waiting at the traffi  c 
lights back in suburbia. I would love to own one, a 
Backdraft  Cobra replica. Every night I’d pull up a 
stool in my garage and just check those Halibrand 
wheels out, those beautifully-trimmed leather 
seats, the billet gear-lever, the way the windscreen 
is perfectly mounted on the bulkhead.

It would beat the hell out of television. ■

Every Gambler Knows

Backdraft Cobra in natural habitat, at the Pit Stop Diner on Beyers Naude Drive.
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