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BY ROGER HOUGHTON

Th ey have patented a fl uid 
evacuation process for en-
gines, gearboxes, rear axles, 
hydraulics and radiators to 
carry out tasks that are usual-
ly dirty and prone to environ-
mental pollution. Th e system 
goes under the name Eco FM, 
which stands for ecologically 
friendly fl uid management.

“We have obtained a 
South African patent and 
have a 12-month window to 
patent the process interna-
tionally,” explained Donald 
McMillan. “We were also in-
strumental in getting the SA 
Bureau of Standards to draw 
up a standard for the replace-
ment of automotive lubri-
cants and fi lters under SANS 
10372 and the Eco FM system 
complies with ISO4001.”

Th ere is a stumbling 
block however and that is 
the size of the drain plug fi t-
ted to most vehicles. It is only 
12mm in diameter and the 
Eco FM system requires it 
to be 20mm wide to accept 
a coupling which is attached 
to a fl exible pipe. Th is in turn 
is fi tted in a convenient posi-
tion under the bonnet. Th is is 
the game changer to facilitate 
fast, drive through service 
operations.Brothers Richard (left) and Donald McMillan, who own and operate Mag & Tyre, a 

Conti Partner tyre fi tment centre in Sasolburg, would like to revolutionise the process of 
changing automotive oil to make it quick and eco friendly.

OIL CHANGE REVOLUTION?

continued on page 2 
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 continued from page 1

A coupling from the portable 
evacuation unit is simply plugged into 
this fi xture and the oil sucked out by 
a pump powered by compressed air. 
It is a closed circuit system with the 
used oil being pumped into a drum 
when the unit is full.

Th e system is used together with 
a portable dispensing unit which was 
also designed by the two brothers. 
Th is unit can currently supply three 
grades of oil through calibrated dis-
pensers on the hoses and houses a 
drum for used oil which is collected 
by an oil recycling contractor. An oil 
fi lter crusher with a 12-ton press is in-
corporated in the neat and well-made 
design. Compressed air is used for the 
pumps so there is no chance of elec-
tric sparks starting a fi re.

Th ese units are off ered for sale to 
the trade and further improved ver-
sions are in production.

Another of the brothers’ inven-
tions is a portable low level drain with 
a reservoir where the used oil is again 
pumped into a drum. Th ey also use 
a compressed air pump to evacuate 
the oil from the tank used in their pit 
when undertaking normal oil drain-
ing. Most users of these systems evac-
uate the used oil using compressed 
air in the cylinder itself, which can 
be dangerous.

Th e Eco FM system has many 
advantages besides the fact that it 
is so quick. Th ese include the fact 
that the evacuation unit is portable 
and the vehicle does not have to be 
put on a lift  or over a pit to change 
the oil, which will be particularly 
important in the trucking world as 
well as for operators of earthmoving 
equipment.

Th e coupling on the sump outlet 
also means there is no need to fi t a 
new washer to the plug, which itself 
cannot be over- or under-tightened. It 
can be removed to facilitate the nor-
mal oil draining process.

However, the big saving is in 
time and thus the increased produc-
tivity of a technician. It is estimated 
that it will be possible to change the 
oil and fi lters in less than fi ve min-
utes, which is a saving for customers 
in both time and cost, while it will 
increase throughput in a dealer’s 
service centre.

Donald says he has approached 
the head offi  ces of several OEMs to 
see if they will be prepared to en-
large the size of their drain plugs to 
facilitate the use of the Eco FM sys-
tem. He has not had any replies yet, 
but believes a comparatively small 
change in a component with some 
added cost will be recovered quickly 
by being able to carry out oil and fi l-
ter changes far faster than at present. 
Importantly it will be environmental-
ly friendly too. A video on the ecoFM 
website shows a sub 3-minute oil and 
fi lter change.

Th e brothers have been operat-
ing the tyre fi tment outlet for 10 years 

and during this time have expanded 
their off erings to the public to in-
crease revenue. Th is now includes oil 
and fi lter changes and brake repairs 
as well as tyre fi tment and balancing 
with wheel aligning. Th ey also sell a 
range of alloy wheels and can fi t ac-
cessories such as towbars and the like.

Th e brothers both started 
their working careers at Iscor in 
Vanderbijlpark, with Richard staying 
in that business for 27 years. Donald 
took another direction and went 
into information technology (IT) 
which saw him move up the ranks of 
Safripol in the Sentrachem Group be-
fore the company changed ownership 
and he left .

Th is has led to him getting in-
volved in new projects such as Eco 
FM with his brother and he has high 
hopes for the future with the project 
as this technology can be used in mo-
tor vehicles, trucks, marine, earth 
moving, mining, industrial gearbox-
es, transformers, motorcycles, mili-
tary and many other applications. ■

Contact details:
Donald McMillan 082 901 1160 and 
don@ecofm.co.za
Website: www.ecofm.co.za

A sub 3-minute oil and fi lter change.
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Editor’s Note
Th e ongoing strike season is 
proving very problematic for the 
local motor industry and could 
well result in company closures, 
retrenchments and job losses. 
Union demands for one-year 
wage agreements instead of the 
usual three-year deals are exacer-
bating the situation.

What NUMSA apparently 
does not appear to realise is that 
many aspects of the SA motor in-
dustry–from vehicle manufacture to component and replacement 
part manufacture–are no longer local, standalone operations but 
are linked into complex global supply chains where reliability of 
supply is critical.

Already some of the big players in the industry are making 
their voices heard with veiled threats that labour unrest could re-
sult in companies closing their operations in SA. Th is would be a 
tragedy.

Meanwhile the closure 
of the three remaining 
vehicle manufacturers in 
Australia – GM, Ford and 
Toyota – is already under 
way despite the cost being 
very high and the departees 
likely to lose public sup-
port for their brands. Th is 
should be seen as a stark 
reminder to vehicle and 
component makers world-
wide that there is no longer 
a place for non-competitive 
or non-reliable suppliers.

On a personal note I 
was very proud to receive an important award in the SA Guild of 
Motoring Journalists’ Motor Journalist of the Year competition 
recently. Th is was the award for Newspaper Journalist of the Year 
(Motoring) for 2013, which was achieved with articles I wrote for 
Business Day Motor News.

Roger Houghton,
Editor
houghtonr@mwebbiz.co.za

More than a third (35%) of current car owners in South Africa who are considering pur-
chasing a new car in the near future say they will possibly purchase a diff erent car brand 
to the one that they have, according to a recent study by Ipsos. A third of car owners 
feel undecided.

“What this means is that car manufacturers can now count on less than 30% repeat 
purchase, which is a low level of brand loyalty,” states Rentia Krämer, head of Loyalty 
Research at Ipsos SA.

Th e lack of attitudinal loyalty amongst car buyers is most noticeable amongst 25 to 34 
year old vehicle owners and also amongst the higher income vehicle owners–obviously the 
most attractive buyer market for most motor manufacturers.

“Seeing that potential car buyers are considering switching brands, what are the 
most important aspects infl uencing car brand choice amongst current car owners?” 
asks Krämer.

According to the study, 28% of vehicle owners stated that price was the most important 
factor to consider when purchasing a vehicle. Th is was followed by brand reputation (15%), 
fuel effi  ciency (13%) and engine size (12.5%). Th e study also shows a subtle trend towards 
down-scaling – 28% of current car owners said that they are considering buying smaller 
cars in terms of price, actual size and engine size.

“Th ese price / cost factors are most likely infl uenced by the general economic condi-
tions, infl ation and ever-increasing pressure on household budgets,” says Krämer.

“However we also know that brand reputation is largely infl uenced by experience, 
indicating the importance of positive experiences with the brand throughout the owner-
ship experience and in particular at the key experience touch points. In turn these posi-
tive experiences drive positive loyalty behaviours such as willingness to buy again and 
brand advocacy.”

Automotive brands are built based on experience insofar as using the vehicle itself, the 
sales and aft er-sales service off ered by the manufacturer and of course the dealership as a 
representative of the manufacturer.

As marketing mechanisms become diversifi ed, the impact of traditional advertising 
and communication becomes diluted over time (especially with the advent and growth of 
digital media). A positive customer experience, as a key component to build brand reputa-
tion contributes greatly towards brand loyalty. “Th e customer experience of these key are-
as of vehicle ownership can therefore be dubbed the new brand image” concludes Krämer.

About the study

Ipsos regularly conducts a nationally representative survey that proved extremely accurate 
in the recent elections in measuring the views and opinions of South Africans. Ipsos South 
Africa is a leading research agency with a focus on measuring customer experience and 
loyalty and has been a trusted supplier of market information to the automotive industry 
for the past 25 years

A total of 3 730 personal face-to-face interviews were conducted with randomly se-
lected adult South Africans. Th e interviews were done in the homes and home languages 
of respondents. ■

Car Brand Loyalty Falling

The study also shows a subtle trend towards down-scaling – 
28% of current car owners said that they are considering buying 

smaller cars in terms of price, actual size and engine size
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BY ROGER HOUGHTON

Th ere are two amazing tales about the global auto-
motive industry from the past few years.

One is the rise of electric car maker, Tesla, 
which was founded in the US by South African-
born master entrepreneur Elon Musk in 2008, 
and sold more than 22 000 of its leading edge cars 
in 2013.

Th e other is the diversifi cation which has hap-
pened to the hallowed Porsche brand. Originally 
known as a maker of sleek two- and 2+2-seater 
sports cars, this German manufacturer extended 
the range by adding the Cayenne large SUV in 
2002 and then introduced a big luxury sedan, the 
Panamera, in 2009.

Th ese newcomers rocked the boats of many 
purists, but they have made a huge commercial 
impact as Porsche’s sales have soared globally and 
particularly here in SA. Last year Porsche sold more 
than 160  000 units worldwide and expects to get 
close to the 200 000 unit mark next year.

Th e reason for the expected growth in sales is 
the addition of yet another derivative, the Macan 
compact SUV/cross-over. Th e name Macan, 
pronounced “Ma-kaan”, is derived from the 
Indonesian name for a tiger. Th is beautifully en-
gineered fi ve-door has just arrived in SA and this 
week AutoLive had an opportunity to enjoy its very 
impressive dynamics on the sweeping roads of the 
Western Cape.

Th e Macan is a distant derivative of the Audi 
Q5 with the Porsche SA team in Cape Town hasten-
ing to inform us that the platform has been widened 
and strengthened while more than 60% of the com-
ponents have been redesigned or modifi ed for the 
Porsche application.

“All the components aff ecting the dynamic 
performance have been specifi cally engineered for 
the Macan,” added Porsche SA’s group communica-
tions manager, Christo Kruger at his briefi ng to the 
media at the Porsche Centre.

On a personal note I had expected the Macan 
to be a bit smaller than it is and more aff ordable. 
However, it is very spacious inside and is a versa-
tile load carrier too, with 500 litres of luggage space 
with the rear seats in place and this goes up to 1 500 
litres when the seats are fl attened.

Th ere are three models in the current Macan 
range and we were able to experience two of them, 
the S diesel (R862  000) and S petrol (R873  000). 
Th e third model is the petrol Turbo (R1 243 000). 
By comparison the base model Cayenne is priced 
at R874 000.

All the Macan models are powered by V6 en-
gines, with the S diesel and petrol models each being 
of 3-litre capacity and the Turbo having a 3.6-litre 
power unit. Output of the three variants is 190kW, 
250kW and 294kW respectively, with top speeds 
ranging from a claimed 230km/h to 266km/h. Th e 
diesel has a single turbocharger and the petrol en-
gines use a bi-turbo set-up.

Th e range of equipment fi tted on the Macan 
as standard is extensive, and includes all-wheel 
drive, PDK seven-speed transmission, multi-
function sports steering wheel with shift  paddles, 
large wheels, high performance audio system and 
an electrically operated tailgate. Th e list of op-
tional special equipment off ers further exclusive 
highlights, such as the air suspension system: Th e 
Macan is the only vehicle in its segment to feature 
such a system.

Th e overall quality of the Macan is outstand-
ing as are the trim materials and detailed fi nish-
ing. Ride comfort was excellent although one must 
say that driving on the pothole-free roads of the 
Western Cape added to a very enjoyable experience. 
Performance and handling are out of the top draw-
er, as one would expect of a car bearing the famous 
Porsche logo.

Th is is sure to be another winner for the brand 
and one wonders how long it will be before a slightly 
smaller SUV, spawned from the Audi Q3, will join 
the Porsche line-up, along with a rumoured, slightly 
smaller sedan of proportions apparently similar to 
the BMW 5-Series. ■

Macan Extends Porsche’s Appeal

Porsche Macan S overlooking Franschhoek.

http://www.gearmax.co.za
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At the forefront of innovation.
The original equipment programme from LuK, INA and FAG.
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Precision products and systems for engines, 
drivetrain and gearbox.

With products of the highest quality and 
innovation, the three brands of the
Schaeffler Group are accepted as key partners 
within the automotive industry.

More than 50 million LuK Dual Mass Flywheels 
have been fitted in Europe alone.
Bearings from FAG have been fitted in all types 
of vehicles – including the Space Shuttle!
INA – not by chance the market leader in 
engine and gearbox components!

Schaeffler South Africa (Pty) Ltd
1 End Street Ext. Johannesburg
Toll Free Hotline: 0800 41 2106 (Office Hours)
www.schaeffler-aftermarket.co.za
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BY ROGER HOUGHTON

Th e fact that Wesbank has a relationship with the 
bulk of SA’s vehicle retailers going back more than 
30 years was a major factor in the company deciding 
not to get involved with the Satinsky Group’s “New 
car for R699” scheme when many of its competitors 
were participating.

“Our fi rst loyalty is to our dealers and we did 
not believe this scheme was in their best inter-
ests,” explained the GM of the motor division of 
Wesbank, Cyril Zhungu, at a recent media brief-
ing. “We also questioned the sustainability of the 
scheme. We saw it as a ponzi scheme that could not 
survive in the long term and are pleased our deci-
sion has been vindicated.”

However, the main reason for the media briefi ng was 
the announcement of the Vehicle Sales Confi dence 
Indicator for the second quarter of 2014, which 
showed dealer confi dence declining and a sobering 
outlook for the remainder of the year.

“But one must remember that we are coming 
off  a post-recessionary boom where sales were at 
a high and we are buoyed by the positive outlook 

by dealers for sales in the next three to six months. 
New model introductions and marketing incentives 
from manufacturers and distributors are driving 
this positive sentiment,” explained Zhungu.

“Th is is stimulating a supply-push market en-
vironment rather than the demand-pull scenario 
seen in the past. However, to a degree the eff orts 
to grow sales are potentially being scuttled by a 
weakening Rand.”

Zhungu went on to say that the introduction 
of the credit amnesty legislation in March has sig-
nifi cantly increased the potential customer base, 
which can be seen in the record number of appli-
cations for credit received by Wesbank during the 
second quarter.

“But household debt is still at a high level and 
consumers don’t have a lot of disposable income, 
which impacts their ability to successfully apply for 
credit,” said Zhungu.

“Th ose clients who do qualify are resorting to bal-
loon payments and maximum fi nance periods to 
reduce monthly repayments with the current aver-
age contract period being 68 months. Balloon pay-
ments have increased to about 18% of contracts.”

Th e Wesbank executive also highlighted 
the swing from buying new to used cars with 
the current ratio 1.5 used cars fi nanced for each 
new car. Th is fi gure had peaked at one new to 
2.5 used in 2010. Th e average transaction val-
ues are R250 000 for new cars and R170 000 for a 
pre-owned model. ■

Dealer Loyalty Factor in Wesbank 
Not Supporting R699 Scheme

Cyril Zhungu, the GM of the motor division 
of Wesbank.

We saw it as a ponzi scheme 
that could not survive in the 

long term and are pleased our 
decision has been vindicated.”

“Those clients who do qualify are 
resorting to balloon payments 

and maximum fi nance periods 
to reduce monthly repayments 

with the current average contract 
period being 68 months.”

http://www.castrol.com/en_za/south-africa/products/cars/engine-oils.html
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Ford SA has introduced a mine-hardened ver-
sion of its popular Ranger to the local market. 
Th e new variant – the Ranger XL-Plus – is a new 
entry-level proposition into the line-up while of-
fering a new dimension of toughness to the range. 
It is of particular interest to mining companies, 

farmers and other business owners with very 
specifi c requirements.

Built at the Silverton Assembly Plant in 
Pretoria, following a US$1.8 million investment, 
Ranger XL-Plus is now also exported to other 
markets with mining operations such as Australia 
and New Zealand. An extensive list of modifi ca-
tions has been tested to ensure the Ranger XL-
Plus will stand up to the harsh environments seen 
in mining operations and various other heavy 
duty applications.

External modifi cations and enhancements in-
clude a chassis frame tested for an increased tow-
ing load of 3 500kg, an optional heavy duty front 

bumper, extruded aluminium side steps, front mud 
fl aps, and a lockable fuel fi ller cap. Inside and under 
the skin, the Ranger XL-Plus gains a Crew Chief 
mounting bracket paired to an expanded wiring 
harness for accommodating more switches and cir-
cuits, a heavy duty second battery, vinyl fl oor cover-
ing, and heavy duty seat covers.

Ranger XL-Plus is available in three body styles 
with two chassis cab models in single and double 
cab variations, and a double cab model with a load 
box. Drive comes from the Duratorq 2.2-litre TDCi 
engine mated to a six-speed manual gearbox. All 
models have four-wheel drive and are fi tted with an 
Electronic Locking Rear Diff erential. ■

The new variant – the Ford Ranger XL-Plus.

Mine-tough Ford Ranger XL Plus

BY ROGER HOUGHTON

As reported in AutoLive previously, Ford SA has 
very ambitious plans to grow its volume and market 
share signifi cantly in the short to medium term and 
this ambitious programme was spelled out again at 
the impressive African Go Further event, attended 
by almost 1 000 people at the Sandton Convention 
Centre last week.

I attended the similar Go Further event for 
European dealers and journalists in Barcelona 
last year, which coincided with the unveiling of 
the new Mustang, but the local event was perti-
nent in that it showcased vehicles bound for SA, 
including the Focus, “mine tough” Ranger XL 
Plus, Fusion, Transit and Tourneo Connect as 
well as a bright red Mustang, with the latter, in 
RHD form, now only arriving here towards the 
end of 2015.

Th e audience had to make do with photos on 
the screen of the new Figo as it was not possible to 
get an actual new model car. Th is is an important 
product line in the local Ford Line-up, with the 1.4 
Ambiente 5-door hatch having been the top selling 
single derivative in SA last year.

Th e importance of this fi rst African Go Further 
marketing event was evidenced by the attendance 
and participation of Moray Callum, Ford’s recently 
appointed global design chief. (See Stuart Johnston’s 
interview with Moray on page 12).

Altogether 17 vehicles will be launched or re-
freshed in the next two years. Th e percentage of tur-
bocharged EcoBoost engines will also be increased. 
Currently 30% of the Ford vehicles in SA are off ered 
with the EcoBoost engine option. By the end of next 

year this is due to rise to 33% in SA and to 55% in 
Sub Saharan Africa.

Ford is certainly on a roll these days with year-
on-year growth in sales volume of 40% from 2012 
to 2013 and for the fi rst half of this year sales are 
up by 26% with more than 64 000 vehicles sold. Th e 
Ranger alone has shown growth of 56%.

Th e Fusion large car will go on sale in SA in 
early 2015 and the company says it will lead the 
charge for smart, connected motoring, with a host 
of electronic features.

Ford SA is going big in the commercial vehicle mar-
ket too, with large versions of the Transit van ar-
riving soon, together with the smaller Transit and 
Tourneo Connect, with the Tourneo models being 
people carriers.

When asked in an interview whether this vir-
tual avalanche of new models and a much-expand-
ed commercial vehicle range would not cause indi-
gestion at the dealerships the president and CEO of 
the Sub Saharan region, Jeff  Nemeth, said the in-
troductions had been planned well in advance and 
the dealers were up to speed in terms of showroom 
space and servicing capacity as well as having per-
sonnel that were properly trained.

He added that the dealers were also investing 
in their facilities and four new outlets had been 
opened recently. ■

Jeff Nemeth, Ford’s president and CEO 
for the Sub Saharan Region.

Ambitious Plans by Ford to Go Further

The Tourneo Connect will be an 
interesting addition to Ford’s commercial 
vehicle range.

Altogether 17 vehicles will be 
launched or refreshed in the 

next two years. The percentage 
of turbocharged EcoBoost 

engines will also be increased. 
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Stuart Drives

BY STUART JOHNSTON

It was interesting to note that BMW has made such 
a strong connection to its gorgeous 2002 coupe of 
the early 1970s, with the launch of the new 2 Series 
coupe. Th e 2002 was available here only as a rather 
pricey import in the days before BMW itself set 
up shop in South Africa, but through the likes of 
Club Motors in Pretoria and Richter Motors in 
Johannesburg BMW had established a strong car 
presence even before the Rosslyn plant (the fi rst 
BMW factory outside of Germany, by the way) 
was commissioned to build the 5 Series back in the 
late ‘70s.

Th e 2002 was a beautifully packaged no-frills 
sporting car with a sweet mix of appropriate power 
levels and handling, and this description fi ts the 
new 2 Series coupe perfectly. In the modern line-
age it in fact replaces the previous 1 Series coupe, by 
being longer and wider, with an appreciably longer 
wheelbase, and it is at once far better balanced pack-
age than the rather squirrely 1 Series coupe.

Th e test car that AutoLive had was the base 
220i, albeit with some sporty options. If you decide 

to source an absolute base 2 Series it will set you 
back R391 257, before you’ve added anything from a 
long list of optional extras that can add a consider-
able amount to the cost. Th ere are six models in the 
range and if you opt for the top performing M235i 
coupe you will shell out R556 346 for what is a seri-
ous performance car. Th ese prices of course include 
BMW’s famous 5 year/100 000 km Motorplan.

Our advice is to go for the base 220i. Th e 135 
kW engine is a two-litre that is completely un-
stressed at this level of output, thanks to its high-
ly effi  cient twin scroll turbocharging and direct 

injection fuelling system. It has a remarkably fl at 
torque curve with a maximum of 270 Nm being on 
tap between 1  250 rpm and 4  500 rpm, and peak 
power is produced between 5 000 and 6 250 rpm.

What this means in real-world translation is 
that there is a constant surge of power rather than 
any dips or big bulges in the power delivery as you 
wind the smooth-running four-cylinder engine up. 
Incidentally, the standard car comes with a wonder-
fully fl uid six-speed transmission, while an eight-
speed auto is also available on the 2201 for an extra 
R17 000. To our mind this car deserves a manual, 
because it is such a satisfying experience to drive 
the car, and its steering system is one of the best re-
cent BMW (electrically assisted) devices I’ve tried, 
since all manufacturers moved away from the old 
hydraulic assistance systems.

Th e ride and handling mix is superb thanks in 
no small part to the very high rigidity of the body 
shell. Th is is one of those cars that talks to you with-
out jarring you over life’s little bumps and ripples.

Th e styling is beautifully balanced, and de-
spite its two-door confi guration it is practical 
– much more so than the 1 Series ever was. Nice 
one, Bavaria! ■

BY STUART JOHNSTON

At the launch of the new WRX I was perhaps a lit-
tle underwhelmed by the car, as I wasn’t completely 
convinced by a shift  in emphasis from sportiness to 
a more suave approach from this iconic Japanese 
manufacturer. I have to admit that aft er spending 
a few days with the new WRX rather than taking 
turns at the wheel on a short blast to Vereeniging 
and back, I have changed my tune.

Yes, the engine has lost a lot of its vocal war-
ble, such a trademark of the Subaru experience, but 
having resigned myself to the fact that this could 
just be another quick, effi  cient, four-cylinder turbo-
charged sedan, I found that the car’s unique charac-
ter is still very much there, despite a severe muting 
of induction slurp and exhaust bark.

Th e fl at-four-engine confi guration still emits 
a slight off -beat note, but it’s now much more a 
purr instead of a grumble. And the ride quality I 
criticised as being too stiff  I also have to now admit 

is just about spot on for a car of this nature: fi rm 
but controlled.

Yes, the new WRX, despite more luxury as-
pirations, is still an all-involving driver’s car, at 
all times. Whether you are short-shift ing at 2 500 
rpm, or giving it horns all the way up to its 6 000 
r/min-or-so redline, there is constant feedback 
through that all-wheel-drive-train and perfectly-
weighted steering system. And the performance 
numbers are more than satisfying enough, at 
around six seconds for the 0–100 km/h sprint 
and a top speed of 240. It costs R449 000 and for 
that you’d expect slightly better plastics and pan-
el design in the interior, but, well, Subarus have 
never really been noted for their interiors now, 
have they? ■

BMW 2 Series – a Worthy Successor to the Iconic 2002

BMW’s new 2 Series coupe is a classic of 
the future.

Subaru’s New 
WRX Re-visited
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Stuart Drives

BY STUART JOHNSTON

A good indication of how a new model is going to 
do in the market place is to monitor how the out-
going model has been doing on its run-out phase. 
Checking out the sales of Nissan’s Qashqai the past 
few months, we have noted that the numbers are in 
the region of 400 a month, pretty much the average 
sales fi gures for the car through its life-cycle here 
since 2008.

A total of 20 000 South Africans have bought 
into the Qashqai concept, launched when cross-
overs were still a relative novelty. Th e fact that sales 
have showed continued buoyancy means that the 
product itself is sound.

Th e second-gen Qashqai is likely to do even 
better business for Nissan. Th ere has been a huge 
upgrade in terms of looks, chassis rigidity and, 
most importantly, interior quality. Th e materials 
used are way better than before and the cabin has 
a seriously up-market look to it now (at least in this 
price bracket).

What’s more the car is now a very good handler, 
with excellent steering precision, something that 

wasn’t all that apparent with the previous versions. 
Th e gear-change too is also much-improved, which 
was something that was needed, to take the Qashqai 
into a more dynamically sophisticated league.

In the power-train department, Nissan have 
gone quite radical, with 1,2-litre direct-injection 
petrol units powering the entry level models. Th is 
1 197 cc four-cylinder is rated at 85 kW and 190 Nm 
at 2 000 rpm. Wisely, Nissan have spec’d this model 
only in a six-speed manual transmission driving 
the front wheels. Claimed fuel consumption is 6,2 
litres/100 km, with CO2 emissions of 144 g/km

Th e carry-over diesel engine from the previous 
generation Qashqai , is even more economical. A 
1,5-litre unit, it produces a claimed 81 kW and 260 
Nm of torque, with overall consumption claimed at 
4,2 litres/100 with 109 grams of Co2.

Topping off  the range is a new-generation 
1,6-litre diesel, with power rated at 96 kW and 320 

Nm of torque. Consumption for this more power-
ful engine is claimed at 4,9 litres/100 with 129 g/km 
of CO2.

Th is new engine is available with a CVT 
(constant velocity transmission) in two-wheel-
drive form, or a six-speed manual with the range-
topping All-Wheel-Drive model. Trim levels 
naturally increase the further up the model range 
you go. Pricing starts at R281  900 for the base 
1,2 T Visia, and tops out at R410 500 for the 1,6 
dCi Acenta AWD, specifi ed with navigation and 
leather seats.

All the new Qashqais achieved fi ve stars in 
Euro NCAP crash tests and come with six airbags, 
three point belts for fi ve seats, ISOFIX child seat 
anchoring and an electric park brake, hill assist as 
well as the latest in traction control and cornering 
assist electronics. ■

Nissan’s All 
New Qashqai

The Qashqai’s looks and dynamics are 
much improved in the second-gen car. The Qashqai’s interior has seen a huge 

up-grade in the quality of materials used.

Q   Ford design has really re-invented itself in 
the past half dozen years. How did this come 
about?

MC  I think we realised we were being a bit too 
logical in our design, we knew people wanted 
more emotion in the design. I think our job is 
done when we enable people to look at a car 
and it should be able to communicate to you 
what it is going to deliver. Having said that, 
Ford’s range is so vast that we can’t use the 
same cues for our entire product range as some 
of the smaller manufacturers can.

Q   Is there a family resemblance though?
MC  Yes, that is the healthy thing, we want it 

to be there, a healthy family with diff erent 
characters.

Q   What makes it a Ford, then, apart from that 
blue oval?

MC  Umm… it should look good. I think the mes-
saging should be similar, from say a Fusion 
to a Fiesta. I think we’ve fi xed the thing men-
tioned earlier, where, say two generations ago 
the Focus was a great car but looked too func-
tional. We want people to smile when they see 
a Ford.

Q   How diffi  cult was it to design the new 
Mustang.

MC  Both easy and diffi  cult. Th e easy bit is you ask 
any designer to draw a Mustang, he doesn’t 
even have to be briefed. But taking it to the 
next level, now as a truly global product with 
the right-hand-drive versions going on sale, 
that needed lots of thought, because we didn’t 
want the Jeremy Clarksons of the world say-
ing, yeah, look at this American barge, or 
whatever. It needed more sophistication and 
we wanted traditional cues without re-doing 
the retro thing. ■

Quick Q& A With Moray Callum, Vice President of Ford Design

Moray Callum, Vice President of Ford 
Global Design.

... we knew people wanted 
more emotion in the design.
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AMID Motorcycle 
Show at Expo Centre
Th e annual AMID motorcycle showcase, to be 
held at the Johannesburg Expo Centre on August 
8–10, will be co-located with the Johannesburg 
Boat Show as well as the Outdoor Lifestyle show 
which off ers visitors a variety of outdoor lifestyle 
options including diving and fi shing. Show hours 
will be from 09:00 – 18:00.

Bigger and better than ever, all major motor-
cycle and accessory importers will have a pres-
ence at the show, displaying current and new 
models and the latest in accessories, making it a 
must-see event for every motorcycle  enthusiast. 
Keeping things entertaining in the hall will be 
Mat Durrans and Harry Fisher from Ignition 
Channel’s Th e Bike Show, who will be manning 
the stage area with interviews, presentations, 
giveaways and the announcement of the winner 
of the 2014 South African Pirelli Bike of the Year. 

But the action isn’t confi ned to the exhibition 
hall; there will be plenty to see in the NASREC 
grounds. Th e WOMZA motorcycle racing or-
ganisation will be holding circuit races on the 
Saturday and Sunday on a track laid out in the car 
parks, while the 4´4 track will be converted to an 
enduro track. On Saturday there will be a con-
cours d’elegance competition open to all owners 
of classic, stock and custom motorcycles. Harley 
Davidson will be off ering free demo rides from 
outside the motorcycle hall. ■

Global Perspective at 
SA Automotive Week

Several leading international automotive authori-
ties will address a range of motor Industry sub-
jects at the South African Automotive Week at the 
Gallagher Convention Centre in October.

Th e Director-General of Nigeria’s newly 
launched Automotive Manufacturing Council, 
Aminu Jalal, special advisor to Australia’s col-
lapsed automotive sector, Prof Goran Roos and 
UK marketing strategist Steve Rose, top the 
bill. Th e two-day plenary Automotive Industry 
Conference programme on October 14–15, 
also features local industry executives includ-
ing NAAMSA and Toyota CEO, Dr Johan van 

Zyl, Nissan CEO Mike Whitfi eld, South African 
Chamber of Commerce and Industry CEO, Neren 
Rau, and NAACAM Director Robert Houdet, 
among others.

UK based Steve Rose, of Kotler Marketing 
will present one of four workshops, titled 
Defending the Price which aims to equip suppli-
ers with the resources and soft ware Model with 
which to record and demonstrate value added 
to clients with a view to strengthening the price 
negotiation.

Th e three additional workshops, either half-day 
or full-day are around “Tooling and Manufacturing 
Innovations”, “Electric Vehicle Development in South 
Africa” and “Th e Power of the Internet as a Sales 
channel for cars and parts, sponsored by Gumtree” 
Th e two-day Automotive Industry Conference will 
run concurrently with a range of events, including 
a 15 000m2 tradeshow. For more information go to 
www.saaw.co.za ■

AutoLive, which has just celebrated its third birth-
day, is an ideal method for advertisers to reach their 
target market in the South African automotive 
industry.

Circulation now exceeds 14  000 e-mail ad-
dresses and many of the recipients forward the 
publication to colleagues and others in the indus-
try. Th e current mailing list includes members 
and contacts of: the Retail Motor Industry organi-
sation (RMI), Motor Industry Staff  Association 
(MISA), National Association of Component and 
Allied Manufacturers (NAAACAM), McCarthy 
dealer network, TransUnion, National Auto Glass, 
Barloworld dealers, Unitrans dealers, Motor Retail 
Forum and a large list of subscribers and other in-
terested parties.

We are very proud of the fact that National 
Auto Glass has been with us since the fi rst edition in 
May 2011 and continue to attract major advertisers 
as well as a number of smaller companies which are 
service providers to the local motor industry.

Who should advertise in AutoLive? Th is is the 
ideal advertising medium for all sectors of the auto-
motive industry, from the aft er sales departments of 
the motor manufacturers and importers to the host 
of service providers who do business with this very 
important sector of the economy.

 ■ AutoLive advertising is handled by Kieran 
Rennie who has been a lifelong petrol head 
as well as being an accomplished musician. 
He can be contacted on e-mail: autoads@
kieranrennie.co.za or on his cellphone: 
083 225 9609.

 ■ AutoLive advertising rates are very cost ef-
fective and we are able to make up advertise-
ments at reasonable rates. Th e rate card (look 
under Advertising) as well as the previous 
editions of AutoLive (click on “Download 
the latest version here” and then you will 
also see the earlier editions) can be found on 
www.autolive.co.za ■

Kieran Rennie
Cell: 083 225 9609 

E-mail: autoads@kieranrennie.co.za

Use AutoLive to Reach Your Target Market

Coming Events

Bigger and better than ever, all major 
motorcycle and accessory importers 

will have a presence at the show, 
displaying current and new models 

and the latest in accessories.
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Snippets

POSSIBLE TAKEOVER
An article published in Automotive News says 
Volkswagen could be “hungry to devour the newly 
consolidated Fiat Chrysler Automobiles” although 
it is being denied by the parties concerned. Th e VW 
Group has reportedly been eyeing brands in the Fiat 
stable, especially Alfa Romeo, since the European 
market took a downturn. A merger with FCA would 
not only give it European product, but also a good 
foothold in the US where it has not had great success 
over the years. VW reputedly has a US$24-bilion 
“war chest” it could use.

FORD’S MILESTONE ENGINE
Ford SA’s engine Struandale engine plant in Port 
Elizabeth has produced its 3-millionth engine since 
it opened in 1964. It currently assembles the Puma 
range of diesel engines and the 3-millionth unit 
was a 3.2-litre Duratorq TDCi destined for fi tment 
to a Ford Ranger. Th e plant employees 600 people 
and exports diesel engines to Ford plants in North 
America as well as Europe. Th is Puma engine range 
is very versatile and can be adapted to suit the wide 
range of fuel qualities found in global markets.

Th e Struandale plant has donated two of its 
3,2-litre, fi ve-cylinder Duratorq TDCi and two of 
its 3,2-litre, four-cylinder Duratorq TDCi engines 
to the Coega Skills and Training Development 
Centre. ■

VW PROTECTS RHINOS
Volkswagen Commercial Vehicles has extended its 
rhino protection partnership with the Wilderness 
Foundation for another year with the sponsorship 
of six new Amarok double cabs.

Th e R2-million sponsorship is Volkswagen 
Commercial Vehicles’ contribution to the Forever 
Wild Rhino Protection Initiative pioneered by the 
Wilderness Foundation. Volkswagen Commercial 
Vehicles’ partnership with Wilderness Foundation 
started in June 2011 with the sponsorship of six 
Amaroks for use in proactive rhino protection 
and anti-poaching activities in game reserves in 
Mpumalanga, North West, Eastern Cape and 
KwaZulu Natal. ■

ROADKILL PROBE
Tyre maker Bridgestone has announced that it is 
funding new research into deaths of wild animals 
on South Africa’s road network. Th is is the second 
such project to be funded by Bridgestone – a 2012 
roadkill study in Limpopo revealed that over 120 
days, 1 121 animal deaths were recorded.

Th e new study will take place in Pilanesburg 
National Park, north-west of South Africa’s eco-
nomic heartland of Gauteng, and will be run by 
the Endangered Wildlife Trust’s Wildlife and 
Transport Programme (WTP). Th e chief researcher 
will be Wendy Collinson, who conducted the ini-
tial research in 2012, and was recently awarded the 
Infra Eco Network Europe’s 2014 Personal Award 
for her work in road ecology in South Africa. ■

RED DOT AWARD
Th e new Mercedes-Benz V-Class range of MPVs has 
been awarded with a Red Dot globally coveted seal 
of quality for design. Red Dot is one of the world’s 
largest product competitions for design quality and 
is granted each year by a panel made up of interna-
tional experts. Th is year some 1 816 manufacturers, 
designers and architects from 53 countries submit-
ted their products and projects in an eff ort to win 
the coveted Red Dot. Th e 40-man jury made it deci-
sions on the winners for 2014 as part of an evalua-
tion process lasting several days.

In addition to the V-Class, three other passen-
ger car models from Mercedes-Benz received prizes 
as part of the Red Dot Award: Product Design. 
Th e Red Dot for high design quality went to the 
Mercedes-Benz C-Class as well as the Mercedes-
Benz GLA. Th e S-Class Coupé was honoured with 
the “Honourable Mention” award for particularly 
well-implemented detailed solutions. ■

ENGINE AWARD
Ford’s 1.0-litre EcoBoost engine has been named 
2014 International Engine of the Year for an unprec-
edented third consecutive victory. It was also named 
“Best Engine Under 1.0-litre” for the third year in a 
row. A panel of 82 automotive journalists from 35 
countries judged the annual competition. ■

DRIVER OF YEAR
Kelvin van der Linde, of South Africa, has won the 
Driver of the Year award for the FIA’s 2014 Young 
Driver Excellence Academy. Th e 18-year old was 
presented with the trophy at the graduation ceremo-
ny, held at the end of the fi nal workshop, which took 
place at the Paul Ricard Circuit in France recently.

Van der Linde impressed not only with his 
speed on the circuit but with his willingness and 
enthusiasm to engage with the Academy pro-
gramme. He also demonstrated a strong apprecia-
tion and understanding of key safety aspects of the 
Academy throughout the year. Th e South African 
was one of 10 drivers, including another South 

African, Henk Lategan, to graduate from this year’s 
programme, each receiving a certifi cate to mark 
their achievement. Every participant fully engaged 
with all aspects of the curriculum and will now 
become ambassadors for the FIA Institute and its 
safety message. ■

PODIUM PLACE
Brad Binder, 
of SA, gave 
Mahindra its 
best Moto3 
race result in 
Germany re-
cently when 
he fi nished 
second on his 
A m b r o g l i o 
Racing 250cc 
M a h i n d r a 
MGO30 mo-

torcycle aft er a 27-lap race with winner Jack Miller 
of Australia on his KTM. Th is made Binder the 
fi rst South African in 29 years to achieve a podium 
placing in a motorcycle world championship Grand 
Prix. Th e previous person to achieve this honour 
was Mario Rademeyer, who took third place the 
250cc race at the South African motorcycle Grand 
Prix at Kyalami in 1985. ■

SOCCER SPONSORS
Nissan will sponsor English Premier League cham-
pions Manchester City for the next fi ve years in 
a bid to boost its brand image as the automaker 
targets surpassing Toyota as Europe’s top-selling 
Asian brand. General Motors’ Chevrolet sponsors 
cross-town rival Manchester United. Both GM 
and Nissan are seeking to benefi t from the Premier 
League’s popularity not just in Europe, but also in 
China and other Asian markets. ■

SA’s Kelvin van der Linde, centre, with the 
Driver of the Year award for the FIA’s 2014 
Young Driver Excellence Academy.

South Africa’s Brad Binder.
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People

De Nysschen moves

Th e global head of Infi niti, Nissan’s luxury car 
brand, SA-born Johan de Nysschen (54) is on the 
move again aft er only two years with Infi niti. He 
takes up a position with GM on August 1 as an ex-
ecutive vice president of the company and president 
of Cadillac, with responsibility for global sales of 
this famous US luxury brand. He will report to the 
GM president Dan Ammann.

De Nysschen started his career in the motor 
industry with Volkswagen in Uitenhage and then 
rose up the ranks in stellar fashion to fi nally head 
up Audi in the US, where he played an important 
role in lift ing Audi penetration in this market 
from 5.3% in 2004 to 9.5% in 2011. Th e straight-
talking South African was then head-hunted by 
Carlos Ghosn, the head of the Renault Nissan 
Alliance to head up Infi niti with a new head offi  ce 
in Hong Kong.

Now he becomes the third person in two 
years to head up Cadillac. His predecessor, Bob 

Ferguson has been redeployed as a GM govern-
ment lobbyist in Washington, where he has 
served previously. He has taken up his position 
already to handle the fallout from the massive 
GM safety recalls arising initially from faulty ig-
nition switches which were the subject of a cover 
up for years.

GM has now recalled 13.8-million vehicles this 
year, which is more than the 12.1-million units it 
has sold in the US in the fi ve years since it fi led for 
bankruptcy in 2009.

Google Mulally

Former CEO of Ford, Alan Mulally (68), who retired 
recently from the revitalised US vehicle manufac-
turer, has been appointed to the board of directors 
of Google, the technology and web search giant. A 
factor in his move could be the fact that Google is 
developing autonomous-driving cars using and 
Android Auto operating system.

New posts for tyre execs

Two members of Bridgestone SA’s top management 
have moved into new positions recently.

Mike Halforty becomes the fi rst home-grown 
CEO of the local subsidiary of the Japanese com-
pany. Halforty (59) was born in Queenstown and 
grew up in Newcastle KZN. He entered the tyre 
industry in 1984 in the manufacturing division of 
a local Bridgestone competitor and subsequently 
joined Bridgestone in 1997 as production manager 
at the company’s Port Elizabeth plant. Halforty 
rose to the position of plant director and then as-
sumed the same role at the Brits plant in 2011. He 
was appointed chief operating offi  cer (COO) in 
2012 prior to his move up to CEO.

Kazutoshi (Ken) Oyama, who hails from 
Tokyo, Japan, takes over Halforty’s role as COO af-
ter spending his career in numerous Japanese and 
international postings with Bridgestone.

Hennie Klerck dies

One of the founding fathers of Toyota SA, Hennie 
Klerck, has passed away at the age of 83 aft er a dis-
tinguished career in the SA marketing and advertis-
ing world. ■

 Johan de Nysschen takes up a position 
with GM on August 1 as an executive vice 
president of the company and president 
of Cadillac.

Mike Halforty becomes the fi rst home-
grown CEO of the local subsidiary 
of Bridgestone.

Hennie Klerck.
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BY ROGER HOUGHTON

A self-driving, 40-ton truck and trailer combina-
tion travelling on a busy autobahn in Germany 
demonstrated recently that what had been a dream 
for the future is now a reality.

Th e editor of AutoLive was among a group of 
more than 300 journalists from all over the world 
who witnessed Future Truck 2025, which is based 
on a Mercedes-Benz Actros, dealing with a number 
of real time traffi  c situation on a section of yet-to-
open A14 autobahn near Magdeburg.

It was amazing to see the truck on a huge video 
screen and in the metal using the Highway Pilot 
system, which is similar to autopilot on an aircraft , 
travelling at the 80km/h speed limit on a autobahn 
heavily populated by 20 Mercedes-Benz commer-
cials and passenger cars – including a police van and 
emergency vehicles – while the truck driver, Hans 
Luft , relaxed and undertook tasks on his tablet as 
a combination of automated systems controlled the 
40-ton truck-tractor and trailer combination.

Th e driver still needs to start the truck and 
enter the fl ow of traffi  c, as well as taking manual 
control when the need arises to pass slower traf-
fi c. At this point the technology requires clear and 
consistent road markings and traffi  c signs that can 
be detected easily by truck-mounted sensors and 
video cameras.

Daimler was, of course, very proud to be the 
fi rst company to showcase its new autonomous 
driving technology on a truck in a very public dem-
onstration to not only the journalists but also to 
about 200 representatives of the EU and German 
federal and state authorities as well as business lead-
ers and Daimler shareholders.

Th e practical demonstration was preceded by 
three illuminating workshops in a number of beau-
tiful, renovated industrial buildings in the historic 
town of Magdeburg, which dates back more than 
1200 years. Th e workshops covered the three as-
pects that all have a role to play in the development 
and driving of a self-driving trucks, being effi  cien-
cy, safety and connectivity

Technological advances in the automotive 
environment are proceeding today at a faster rate 
than ever before as sci-fi  becomes reality. Th e 
Daimler Group, which has a history of advancing 
technology dating back to the invention of motor-
ised transport, is setting a scalding pace on a vari-
ety of fronts.

Mercedes-Benz is already the industry leader in 
terms of its driver assistance technology in trucks, 
having installed hundreds of thousands of proxim-
ity cruise control, automatic braking, stability con-
trol and lane-keeping systems. Another new sys-
tem, known as Predictive Powertrain Control uses 
information about road topography and route char-
acteristics to adjust the operation of the drivetrain 
in order to maximise fuel economy.

Additional and improved assistance systems 
will follow in the coming years. Th ese systems will 
communicate with one another and enable vehicles 
to operate without any driver intervention, espe-
cially on highways and major roads.

Th e overall title for the inspiring one-day event 
was Shaping Future Transportation and the scope 
was extensive. What was impressive was the way 
the Daimler team demonstrated how wide-ranging 
the project is, stretching from the technological as-
pects to the need to change driving laws to permit 
the use of autonomous vehicles on public roads, as 
well as the necessity to get the buy in not only of the 
authorities but also of the public at large. ■

NEW FAW PLANT IS 
A MILESTONE

Th e offi  cial opening of the new FAW Vehicle 
Manufacturers’ facility in Coega, in the Eastern 
Cape, marked a milestone for the SA motor in-
dustry as it is the fi rst major new motor plant to be 
built in SA in many years. Built at a cost of USD60-
million it has an initial capacity of 5 000 units a year 
and this will probably be ramped up to 30 000 units 
a year later when passenger vehicles will be added to 
the production mix.

Th e opening of the impressive facility was per-
formed by President Zuma who said: “Following 
our BRICS trade agreements this massive invest-
ment by Chinese corporation augers well for the 
future of this partnership between our countries.”

Minister of Trade and Industries, Dr Rob 
Davies, in his address indicated that FAW’s deci-
sion to build commercial vehicles locally from CKD 
kits, the fi rst truck OEM in SA to do this across its 
entire range, which currently consists of 14 mod-
els. Davies added that the investment by FAW is 
a clear indication that the government’s plant to 
extend the Automotive Production Development 
Plant (APDP) to the commercial vehicle CKD 
manufacturers, bus makers and local component 
industry will attract further expansion in the local 
automotive industry.

Th e vice president of China FAW Group 
Corporation, Qin Huanming, was at the plant for 
the offi  cial ribbon-cutting ceremony and said: “As a 
shining pearl on the African continent South Africa 
enjoys sound political, economic and legal systems 
as well as excellent infrastructure and abundant 
labour resources. Th ese favourable conditions 
have strengthened FAW’s confi dence to invest in 
South Africa.”

Future plans include a body shop and produc-
tion facilities to make tipper bodies, mixers and cus-
tomised trailers. It will also off er this body-building 
service to other commercial vehicles manufacturers 
in SA. ■

Working Wheels

Self-Driving Mercedes-Benz Truck

More than 300 journalists witnessed Future 
Truck 2025, dealing with real time traffi c 
situation on the autobahn in Germany.

Truck driver, Hans Luft, performs tasks on 
his tablet.

President Zuma opened the new FAW 
Vehicle Manufacturers’ facility in Coega .
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 – Update

Automechanika Frankfurt off ers its visitors during 
the fair from September 16–20 2014 an extensive 
programme of lectures covering a wide range of sub-
jects. In brief lectures, around 50 renowned interna-
tional speakers will discuss a variety of interesting 
topics. Details of venues and times can be found on 
the internet at www.automechanika-frankfurt.com.

Th ese include: ZEIT Automotive Conference 
(automotive digitalisation, as well as alternative 
power-train systems, energy effi  ciency and battery 
technology); Recruiting trainees for the automobile 
industry, the Connected Car (presented by Google 
Germany); Cutting CO2 emissions; E-mobility; Body 
damage talk and networking; Meeting of body repair 
experts including ‘Does steel have a future in auto-
mobile manufacturing? Logistics in the aft ermarket; 
Car dealership of the future and Automobile Service 
Symposium; Car Wash City and the International 
‘Collision Repair Process Management’ Congress

Advance registration for the 
Automechanika Academy

Visitors who register in advance for an event of the 
Automechanika Academy at www.academy.auto-
mechanika.com will be sent an admission-ticket 
voucher entitling them to visit Automechanika 
Frankfurt for a day free of charge.

Paint manufacturer returns 
to Automechanika

Cromax® – formerly DuPont Refi nish – returns as 
new brand. Aft er 12 years, a paint manufacturer 
from the fi eld of automobile-repair paint is return-
ing to Automechanika: Cromax®, which used to be 
one of many products made by DuPont Refi nish, 
will make its trade-fair debut as a new brand in 
Frankfurt from 16 to 20 September. Cromax® be-
longs to the newly founded, independent company, 
Axalta Coating Systems. Th e company has over 140 
years’ experience in the paint sector and supplies 
more than 120 000 customers in 130 countries.

More focus on Truck 
Competence in Frankfurt

Th e organisers of Automechanika Frankfurt 
have said there will be much more focus on Truck 
Competence at the 2014 edition of this biennial 
trade fair for the aft ermarket. Truck Competence 
was introduced at the 2012 show to highlight those 
companies and organisations involved in the truck-
ing industry. Th ere were 650 companies identifi ed 
with the special Truck Competence logo in 2012 
and the number will be over 1 000 companies this 
year. Th ere will also be more trucks on show.

Dubai automotive aftermarket 
trade fair set records

Th e record-setting run of Automechanika Dubai 
continued to roll on unabated, recording a 19% 
year-on-year visitor growth in 2014. Th e 12th edi-
tion of the Middle East’s premier auto aft ermarket 
trade fair, which was staged from June 3–5, attract-
ed 28 882 trade buyers from more than 130 coun-
tries at the Dubai International Convention and 
Exhibition Centre.

With 1 696 exhibitors from 59 countries, the 
three-day showcase featured a greater variety of in-
ternational participation, product launches, regional 
debuts and market interaction than ever before. ■

Wide Range Of Expert Lectures at 
Automechanika Academy 2014

There will be greater focus on Truck 
Competence at Automechanika Frankfurt 
in September.

Th e Auto Africa Zambia automotive trade show 
and conference has attracted several big name sup-
pliers from SA, including the PartInform grouping 
which will exhibit 15 brands. Diesel Electric will 
also be present, as well as a good spread of Zambian 
businesses.

Th e event, which takes place at the New 
Government Complex, Lusaka, on August 28–
29, is a joint venture between Derrick Mwango 
Publishers and Events of Zambia and SA Show 
Services which organises Automechanika 
Johannesburg, the Joburg International Motor 
Show, Rand Show and other events at the 
Johannesburg Expo centre.

Th e primary objective of the event is to;
 ■ Facilitate growth of the automotive 
aft ermarket and allied sectors

 ■ Grow the motor industry and allied sectors 
in Zambia and the SADC region.

 ■ Encourage development of standards in the 
Zambian automotive sector.

 ■ Link the local vehicle market and 
aft ermarket to global players.

 ■ Technology and skills transfer into the 
SADC region.

 ■ Encourage Business to Business match 
making and networking

 ■ Open opportunities for local and 
international fi rms to enhance business 
partnerships.

Exhibitors will off er a wide range motor vehicle 
parts, electronics and systems, equipment for ve-
hicle service and mechanical and body automotive 
paints, tyres, batteries and performance systems. 
Auto Africa Zambia is seen as an ideal business 
platform to initiate new and renew existing busi-
ness relationships as senior representatives of ex-
hibitors will be present.

Currently, the automotive aft ermarket in 
Zambia faces challenges such as unemployment 
due to inadequate skills and a lack of education and 
skills development opportunities, and the need for 

the encouragement of entrepreneurship to promote 
the SMME sector.

In response to this, the event will encourage 
skills development through better education and 
vocational training and will highlight the need to 
increase cooperation between the private and pub-
lic sectors to stimulate growth.

Auto Africa Zambia 2014 is supported by the 
Government of the Republic of Zambia, organisa-
tions such as the National Association of Automobile 
Manufacturers of South Africa (NAAMSA), and 
the SA Automotive Industry Export Council. 
(AIEC). Th e Show will also serve as a platform to in-
form visitors about Automechanika Johannesburg 
2015 and the Johannesburg International Motor 
Show 2015. ■

For more information go to:
www.autoafricanews.com and
info@derrickmwango.com or
derrickmwango@hotmail.com

Several Big Name Brands for Lusaka Event



Subscribe for free @
www.autolive.co.za Page 18

TOP 5 PASSENGER CAR MARKET BY TYPE FOR JUNE 2014

SEGMENT TYPE 2014 SHARE 2013 SHARE

ENTRY CARS

VW POLO Vivo 
Hatch/Sedan

2 627 7.4% 3 681 9.8%

FORD Figo 1 011 2.9% 1 184 3.2%

TOYOTA Etios 999 2.8% 1 644 4.4%

CHEV Spark 850 2.4% 484 1.3%

HYUNDAI i10 527 1.5% 938 2.5%

ENTRY CARS TOTAL 8 272 23.4% 10 032 26.8%

SUB-SMALL

VW Polo 2 603 7.4% 2 210 5.9%

HYUNDAI i20 793 2.2% 936 2.5%

FORD Fiesta 786 2.2% 685 1.8%

KIA Rio 507 1.4% 611 1.6%

RENAULT 
Clio IV

425 1.2% 343 0.9%

SUB-SMALL TOTAL 6 855 19.4% 7 158 19.2%

SMALL

TOYOTA Corolla 
Quest

1 009 2.9% 0 0.0%

TOYOTA Corolla 960 2.7% 1 554 4.2%

VW Golf 7 633 1.8% 572 1.5%

BMW 1-Series 364 1.0% 533 1.4%

MERCEDES 
A-Class

344 1.0% 150 0.4%

SMALL TOTAL 6 534 18.5% 6 958 18.6%

MEDIUM

MERCEDES 
C-Class

1 429 4.0% 1 274 3.4%

BMW 3-Series 964 2.7% 1194 3.2%

AUDI A4 366 1.0% 562 1.5%

INFINITI Q50 58 0.2% 0 0.0%

VW Passat 52 0.1% 40 0.1%

MEDIUM TOTAL 3 113 8.8% 3 308 8.9%

LARGE

MERCEDES 
E-Class

170 0.5% 118 0.3%

BMW 5-Series 107 0.3% 165 0.4%

AUDI A5 
Sportback

91 0.3% 87 0.2%

VOLVO S60 77 0.2% 72 0.2%

AUDI A5 
Coupe/Cabriolet

76 0.2% 66 0.2%

LARGE TOTAL 699 2.0% 722 1.9%

LUXURY

MERCEDES 
S-Class

44 0.1% 1 0.0%

MERCEDES 
CLS

26 0.1% 11 0.0%

BMW 6-Series 24 0.1% 28 0.1%

BMW 7-Series 15 0.0% 11 0.0%

AUDI A8 11 0.0% 5 0.0%

LUXURY TOTAL 133 0.4% 88 0.2%

TOP 5 PASSENGER CAR MARKET BY TYPE FOR JUNE 2014

SEGMENT TYPE 2014 SHARE 2013 SHARE

MPV

TOYOTA Avanza 330 0.9% 321 0.9%

MERCEDES 
B-Class

218 0.6% 185 0.5%

SUZUKI Ertiga 74 0.2% 0 0.0%

VW T5 Kombi 35 0.1% 122 0.3%

VW Touran 33 0.1% 25 0.1%

MPV TOTAL 883 2.5% 1 142 3.1%

SUV

TOYOTA 
Fortuner

806 2.3% 915 2.4%

HYUNDAI iX35 717 2.0% 126 0.3%

RENAULT 
Duster

421 1.2% 0 0.0%

FORD Kuga 380 1.1% 586 1.6%

TOYOTA RAV 369 1.0% 257 0.7%

SUV TOTAL 6 060 17.1% 5 602 15.0%

SPORT AND 
EXOTICS

JAGUAR F-Type 55 0.2% 3 0.0%

TOYOTA 86 24 0.1% 42 0.1%

MERCEDES 
SLK

23 0.1% 23 0.1%

BMW Z4 12 0.0% 17 0.0%

AUDI TT 10 0.0% 18 0.0%

SPORT AND EXOTICS TOTAL 157 0.4% 226 0.6%

CROSSOVER

FORD EcoSport 584 1.7% 0 0.0%

NISSAN 
Qashqai

430 1.2% 389 1.0%

NISSAN Juke 338 1.0% 390 1.0%

JEEP Compass 275 0.8% 197 0.5%

VW CrossPolo 190 0.5% 83 0.2%

CROSSOVER TOTAL 2 660 7.5% 2 136 5.7%

GRAND TOTAL 35 366 37 372

Figures courtesy of SA Department of Trade and Industry and Lightstone Auto

South African Vehicle Sales Figures at the End of June 2014

The new Mercedes-Benz C-Class has got off to a fl ying start in 
the SA sales stakes.
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 TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR JUNE 2014 

MANUFACTURER TYPE 2014 SHARE 2013 SHARE

RENAULT

RENAULT 
Clio IV

425 1.2% 343 0.9%

RENAULT 
Duster

421 1.2% 0 0.0%

RENAULT 
Sandero II

417 1.2% 0 0.0%

RENAULT 
Sandero

171 0.5% 479 1.3%

RENAULT 
Fluence

85 0.2% 11 0.0%

RENAULT TOTAL 1 567 4.4% 976 2.6%

NISSAN

NISSAN 
Qashqai

430 1.2% 389 1.0%

NISSAN Juke 338 1.0% 390 1.0%

NISSAN Almera 172 0.5% 0 0.0%

NISSAN Micra 120 0.3% 414 1.1%

NISSAN Sentra 81 0.2% 0 0.0%

NISSAN TOTAL 1 374 3.9% 1647 4.4%

HONDA

HONDA Brio 329 0.9% 157 0.4%

HONDA Ballade 250 0.7% 150 0.4%

HONDA CR-V 182 0.5% 214 0.6%

HONDA Jazz 67 0.2% 445 1.2%

HONDA Civic 51 0.1% 98 0.3%

HONDA TOTAL 913 2.6% 1090 2.9%

CHRYSLER SA

JEEP Compass 275 0.8% 197 0.5%

JEEP Grand 
Cherokee

170 0.5% 114 0.3%

JEEP Cherokee 101 0.3% 26 0.1%

JEEP Wrangler 97 0.3% 90 0.2%

DODGE 
Journey

67 0.2% 117 0.3%

CHRYSLER SA TOTAL 796 2.3% 629 1.7%

JAGUAR LAND 
ROVER

L-R Discovery 4 165 0.5% 254 0.7%

L-R Range 
Rover Evoque

135 0.4% 145 0.4%

L-R Range 
Rover Sport

100 0.3% 17 0.0%

JAGUAR F-Type 55 0.2% 3 0.0%

L-R Range 
Rover

27 0.1% 39 0.1%

JAGUAR LAND ROVER TOTAL 540 1.5% 705 1.9%

SUZUKI

SUZUKI Swift 138 0.4% 93 0.2%

SUZUKI Jimny 101 0.3% 84 0.2%

SUZUKI Alto 100 0.3% 104 0.3%

SUZUKI Ertiga 74 0.2% 0 0.0%

SUZUKI Grand 
Vitara

31 0.1% 39 0.1%

SUZUKI TOTAL 475 1.3% 394 1.1%

MITSUBISHI 
MOTORS

MITSUBISHI 
ASX

111 0.3% 202 0.5%

MITSUBISHI 
Pajero Sport

69 0.2% 5 0.0%

MITSUBISHI 
Pajero

45 0.1% 33 0.1%

 TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR JUNE 2014 

MANUFACTURER TYPE 2014 SHARE 2013 SHARE

VOLKSWAGEN SA

VW POLO Vivo 
Hatch/Sedan

2 627 7.4% 3 681 9.8%

VW Polo 2 603 7.4% 2 210 5.9%

VW Golf 7 633 1.8% 572 1.5%

AUDI A4 366 1.0% 562 1.5%

VW Tiguan 259 0.7% 317 0.8%

VOLKSWAGEN GROUP SA TOTAL 8 558 24.2% 9 782 26.2%

TOYOTA

TOYOTA Corolla 
Quest

1 009 2.9% 0 0.0%

TOYOTA Etios 999 2.8% 1 644 4.4%

TOYOTA Corolla 960 2.7% 1 554 4.2%

TOYOTA 
Fortuner

806 2.3% 915 2.4%

TOYOTA RAV 369 1.0% 257 0.7%

TOYOTA TOTAL 5 203 14.7% 5 536 14.8%

AMH

HYUNDAI i20 793 2.2% 936 2.5%

HYUNDAI iX35 717 2.0% 126 0.3%

HYUNDAI i10 527 1.5% 938 2.5%

KIA Rio 507 1.4% 611 1.6%

HYUNDAI 
Grand i10

459 1.3% 0 0.0%

AMH TOTAL 4 157 11.8% 4 289 11.5%

FMC

FORD Figo 1 011 2.9% 1 184 3.2%

FORD Fiesta 786 2.2% 685 1.8%

FORD EcoSport 584 1.7% 0 0.0%

FORD Kuga 380 1.1% 586 1.6%

FORD Focus 214 0.6% 325 0.9%

FMC TOTAL 3 216 9.1% 3 265 8.7%

MERCEDES-BENZ 
SA

MERCEDES 
C-Class

1 429 4.0% 1274 3.4%

MERCEDES 
A-Class

344 1.0% 150 0.4%

MERCEDES 
B-Class

218 0.6% 185 0.5%

MERCEDES 
E-Class

170 0.5% 118 0.3%

MERCEDES 
M-Class

142 0.4% 195 0.5%

MERCEDES-BENZ SA TOTAL 2 697 7.6% 2 067 5.5%

BMW GROUP

BMW 3-Series 964 2.7% 1 194 3.2%

BMW 1-Series 364 1.0% 533 1.4%

BMW X3 157 0.4% 236 0.6%

BMW X5 150 0.4% 127 0.3%

MINI Hatch 124 0.4% 175 0.5%

BMW GROUP TOTAL 2 237 6.3% 2 792 7.5%

GMSA

CHEV Spark 850 2.4% 484 1.3%

CHEV Aveo 332 0.9% 232 0.6%

CHEV Sonic 199 0.6% 166 0.4%

CHEV 
Trailblazer

199 0.6% 153 0.4%

CHEV Captiva 170 0.5% 80 0.2%

GMSA TOTAL 2 227 6.3% 1 931 5.2% continued on next page 
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 TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR JUNE 2014 

MANUFACTURER TYPE 2014 SHARE 2013 SHARE

MITSUBISHI 
MOTORS

MITSUBISHI 
Lancer

13 0.0% 7 0.0%

MITSUBISHI 
Outlander

7 0.0% 6 0.0%

MITSUBISHI MOTORS SA TOTAL 245 0.7% 253 0.7%

VOLVO CARS

VOLVO S60 77 0.2% 72 0.2%

VOLVO V40 69 0.2% 71 0.2%

VOLVO XC60 55 0.2% 66 0.2%

VOLVO V40 CC 26 0.1% 21 0.1%

VOLVO XC90 11 0.0% 9 0.0%

VOLVO CARS TOTAL 244 0.7% 259 0.7%

PCSA

PEUGEOT 107 66 0.2% 63 0.2%

PEUGEOT 208 57 0.2% 184 0.5%

PEUGEOT 2008 36 0.1% 0 0.0%

PEUGEOT 3008 9 0.0% 13 0.0%

CITROEN C4 
Picasso

6 0.0% 0 0.0%

PCSA TOTAL 202 0.6% 481 1.3%

FIAT GROUP

FIAT 500L 87 0.2% 0 0.0%

FIAT 500 53 0.1% 122 0.3%

ALFA Giulietta 35 0.1% 43 0.1%

FIAT Qubo 10 0.0% 13 0.0%

FIAT Panda 4 0.0% 28 0.1%

FIAT GROUP TOTAL 200 0.6% 352 0.9%

SUBARU

SUBARU 
Forester

56 0.2% 52 0.1%

SUBARU XV 29 0.1% 28 0.1%

SUBARU WRX 25 0.1% 3 0.0%

SUBARU 
Outback

15 0.0% 14 0.0%

SUBARU BRZ 0 0.0% 2 0.0%

SUBARU TOTAL 125 0.4% 101 0.3%

GWMSA TOTAL

GWM H5 59 0.2% 50 0.1%

GWM C10 31 0.1% 38 0.1%

GWM Florid 0 0.0% 10 0.0%

GWMSA TOTAL 90 0.3% 98 0.3%

MAHINDRA

MAHINDRA 
XUV

62 0.2% 63 0.2%

MAHINDRA 
Quanto

10 0.0% 0 0.0%

SSANGYONG 
Korando

7 0.0% 10 0.0%

MAHINDRA 
Xylo

6 0.0% 9 0.0%

MAHINDRA 
Scorpio

4 0.0% 5 0.0%

MAHINDRA TOTAL 90 0.3% 91 0.2%

PORSCHE

PORSCHE 
Cayenne

38 0.1% 109 0.3%

PORSCHE 
Macan

21 0.1% 0 0.0%

PORSCHE 911 6 0.0% 20 0.1%

 TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR JUNE 2014 

MANUFACTURER TYPE 2014 SHARE 2013 SHARE

PORSCHE

PORSCHE 
Boxster

5 0.0% 25 0.1%

PORSCHE 
Panamera

4 0.0% 20 0.1%

PORSCHE TOTAL 74 0.2% 198 0.5%

AAD

CHERY QQ3 29 0.1% 104 0.3%

CHERY J2 29 0.1% 0 0.0%

CHERY Tiggo 12 0.0% 40 0.1%

CHERY J3 2 0.0% 3 0.0%

CHERY J5 0 0.0% 3 0.0%

AAD TOTAL 72 0.2% 151 0.4%

TATA

TATA B-Line 46 0.1% 211 0.6%

TATA Indica 
Vista

7 0.0% 43 0.1%

TATA Manza 4 0.0% 15 0.0%

TATA Indica 0 0.0% 1 0.0%

TATA TOTAL 57 0.2% 270 0.7%

FERRARI

FERRARI 458 
Speciale

3 0.0% 0 0.0%

FERRARI FF 1 0.0% 0 0.0%

FERRARI F12 1 0.0% 5 0.0%

FERRARI 458 
Italia

1 0.0% 1 0.0%

FERRARI 
California

0 0.0% 2 0.0%

FERRARI TOTAL 6 0.0% 10 0.0%

MASERATI

MASERATI 
GranTurismo

1 0.0% 1 0.0%

MASERATI 
GranCabrio

0 0.0% 4 0.0%

MASERATI 
Quattroporte

0 0.0% 0 0.0%

MASERATI TOTAL 1 0.0% 5 0.0%

GRAND TOTAL 35 366 100.0% 37 372 100.0%

Figures courtesy of SA Department of Trade and Industry and Lightstone Auto

 continued from previous page

TOP 5 SELLING PASSENGER CARS FOR JUNE 2014

TYPE 2014 2014 SHARE

VW Polo Vivo Hatch/Sedan 2 627 7.4%

VW Polo 2 603 7.4%

MERCEDES C-Class 1 429 4.0%

FORD Figo 1 011 2.9%

TOYOTA Corolla Quest 1 009 2.9%

35 366

TOP 5 SELLING LIGHT COMMERCIAL VEHICLES FOR JUNE 2014

TYPE 2014 2014 SHARE

TOYOTA Hilux 2 939 20.2%

FORD Ranger 2 537 17.4%

NISSAN NP200 1 639 11.3%

ISUZU KB 1 480 10.2%

CHEV Utility 1 304 9.0%

14 544

Figures courtesy of SA Department of Trade and Industry and Lightstone Auto
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TOP 5 LIGHT COMMERCIAL VEHICLE MARKET BY TYPE FOR JUNE 2014

NAAMSA 
STANDARD

TYPE 2014 SHARE 2013 SHARE

SUB ONE-TON

NISSAN NP200 1 639 11.3% 1 682 12.1%

CHEV Utility 1 304 9.0% 1 671 12.0%

DAIHATSU 
Gran Max

92 0.6% 60 0.4%

CHEV Lumina 
UTE

0 0.0% 10 0.1%

CHEV Corsa 
Utility

0 0.0% 1 0.0%

SUB ONE-TON TOTAL 3 035 20.9% 3 424 24.6%

ABOVE ONE-TON 
DCAB

TOYOTA Hilux 1 098 7.5% 1 246 8.9%

FORD Ranger 1 096 7.5% 931 6.7%

ISUZU KB 704 4.8% 403 2.9%

VW Amarok 191 1.3% 343 2.5%

GWM Steed 145 1.0% 193 1.4%

ABOVE ONE-TON DCAB TOTAL 3 787 26.0% 3 802 27.3%

ABOVE ONE-TON 
SCAB

TOYOTA Hilux 1 536 10.6% 1 535 11.0%

FORD Ranger 928 6.4% 440 3.2%

ISUZU KB 621 4.3% 465 3.3%

NISSAN NP300 
Hardbody

477 3.3% 394 2.8%

HYUNDAI H100 
Bakkie

312 2.1% 218 1.6%

ABOVE ONE-TON SCAB TOTAL 4 762 32.7% 4 190 30.1%

ABOVE ONE-TON 
XCAB

FORD Ranger 513 3.5% 256 1.8%

TOYOTA Hilux 305 2.1% 289 2.1%

ISUZU KB 155 1.1% 144 1.0%

MAZDA BT-50 84 0.6% 73 0.5%

NISSAN Navara 17 0.1% 26 0.2%

ABOVE ONE-TON XCAB TOTAL 1 081 7.4% 793 5.7%

MINIBUS

TOYOTA 
Quantum

1116 7.7% 872 6.3%

NISSAN NV350 
Taxi

116 0.8% 0 0.0%

FORD Tourneo 
Custom

74 0.5% 78 0.6%

VW Caddy 27 0.2% 33 0.2%

VW T5 
Transporter 
Cr-Bus

23 0.2% 44 0.3%

MINIBUS TOTAL 1 364 9.4% 1 050 7.5%

PANEL VAN

VW Caddy 115 0.8% 235 1.7%

NISSAN NV200 60 0.4% 71 0.5%

CHEV Spark 60 0.4% 74 0.5%

FORD Transit 
Custom

55 0.4% 44 0.3%

NISSAN NV350 39 0.3% 67 0.5%

PANEL VAN TOTAL 515 3.5% 676 4.9%

GRAND TOTAL 14 544 100.0% 13 935 100.0%

Figures courtesy of SA Department of Trade and Industry and Lightstone Auto

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

MANUFACTURER CATEGORY 2014 SHARE

MERCEDES-BENZ SA

MCV 191 6.7%

HCV 68 2.4%

XHV 452 15.8%

BUS 24 0.8%

MERCEDES-BENZ SA TOTAL 735 25.7%

GMSA/ISUZU TRUCKS

MCV 282 9.9%

HCV 94 3.3%

XHV 38 1.3%

BUS 0 0.0%

GMSA TOTAL 414 14.5%

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

MANUFACTURER CATEGORY 2014 SHARE

UD TRUCKS

MCV 55 1.9%

HCV 101 3.5%

XHV 191 6.7%

UD TRUCKS TOTAL 347 12.1%

TOYOTA

MCV 161 5.6%

HCV 103 3.6%

XHV 26 0.9%

TOYOTA TOTAL 290 10.1%

SCANIA
XHV 186 6.5%

BUS 13 0.5%

SCANIA TOTAL 199 7.0%

MAN

HCV 20 0.7%

XHV 146 5.1%

BUS 31 1.1%

MAN TOTAL 197 6.9%

VOLVO TRUCKS
XHV 161 5.6%

BUS 5 0.2%

VOLVO TRUCKS TOTAL 166 5.8%

TATA

MCV 48 1.7%

HCV 37 1.3%

XHV 38 1.3%

BUS 8 0.3%

TATA TOTAL 131 4.6%

IVECO

MCV 54 1.9%

HCV 4 0.1%

XHV 23 0.8%

BUS 1 0.0%

IVECO TOTAL 82 2.9%

FAW

MCV 3 0.1%

HCV 29 1.0%

XHV 30 1.0%

FAW TOTAL 62 2.2%

POWERSTAR XHV 53 1.9%

POWERSTAR TOTAL 53 1.9%

VOLKSWAGEN GROUP SA MCV 48 1.7%

VOLKSWAGEN GROUP SA TOTAL 48 1.7%

RENAULT TRUCKS XHV 42 1.5%

RENAULT TRUCKS TOTAL 42 1.5%

FIAT GROUP MCV 37 1.3%

FIAT GROUP TOTAL 37 1.3%

BABCOCK
HCV 0 0.0%

XHV 21 0.7%

BABCOCK TOTAL 21 0.7%

AMH MCV 15 0.5%

AMH TOTAL 15 0.5%

PCSA MCV 9 0.3%

PCSA TOTAL 9 0.3%

VOLVO BUS BUS 7 0.2%

VOLVO BUS TOTAL 7 0.2%

JMC MCV 5 0.2%

JMC TOTAL 5 0.2%

VDL BUS & COACH SA BUS 0 0.0%

VDL BUS & COACH SA TOTAL 0 0.0%

NC2 TRUCKS SA XHV 0 0.0%

NC2 TRUCKS TOTAL 0 0.0%

GRAND TOTAL 2 860 100.0%

Figures courtesy of SA Department of Trade and Industry and Lightstone Auto
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Ford is determined to increase its sales into the 
Middle East and Africa region signifi cantly. Th is 
message came through loud and clear from Jim 
Benintende, the president of Ford Middle East and 
Africa (MEA), which was formed last year as the 
fi ft h region in Ford’s global network. He was speak-
ing to about 1 000 people at the inaugural African 
Go Further event held in Johannesburg last week.

Th e attendees consisted of media, stakeholders, 
suppliers and dealers with many delegates coming 
from north of the SA border.

Th is off ensive will be on the back of the intro-
duction of 25 new vehicles in the MEA region by 
2016. In addition Benintende said in an interview 
with AutoLive that he and his team is evaluating op-
erational aspects of the new region which could see 
the establishment of regional offi  ces with training 
facilities as top class training of sales and techni-
cal staff  at dealers is seen as a vital key for growing 
Ford’s share of the market in the MEA region.

Ford currently sells about 200 000 units a year 
in the MEA region, which has its head offi  ce in 
Dubai. Benintende says the ideal would be regional 
offi  ces in four parts of Africa: north, south (which 
is operating already from Ford SA’s premises), east 
and west. A regional offi  ce was opened recently in 
Saudi Arabia and he says this is already proving 
benefi cial in terms of sales and dealer support.

Ford sees a potential market of 67 countries 
in MEA and expects sales in the region to grow 
by 40% to 5.5-million units annually by the end of 
the decade. ■

More Local Manufacture
for Nigeria

PSA/Peugeot-Citroen will start producing cars in 
Nigeria this year through a local manufacturing 
partner. Th e announcement comes about three 
months aft er rival Renault-Nissan started vehicle 
output in Africa’s largest economy, according to an 
article in Automotive News Europe

PSA will begin building its Peugeot 301 sedan 
in small volumes at a plant operated by PAN Nigeria 
Ltd. in the central state of Kaduna. PSA will ship 
semi-knockdown kits to Kaduna from its plant in 
Vigo, Spain. Additional models, such as the Peugeot 
308 compact and 508, may follow later.

Last October Renault-Nissan announced plans 
to start production in Nigeria with a local partner. 
Th e fi rst Nissan Patrol SUV rolled off  the line at a 
plant in Lagos in April. Renault-Nissan, which is 
working together with West African conglomerate 
Stallion Group, has since added production of the 
Almera sedan and NP300 pickup.,

Th e PSA and Renault-Nissan agreements are 
aligned with the Nigerian government’s new auto-
motive industry development policy.

Nigeria gets tough

Th e Nigerian Federal Road Safety Corps (FRSC) has 
been instructed by President Goodluck Jonathan to 
impound cars found to have fake custom papers. Th e 
cars will be released only when the duties are paid.

President Jonathan says this move will improve 
the accuracy of data on vehicles in Nigeria as the 

FRSC now has a direct, real-time link to all the de-
tails of vehicles – new and used – imported into the 
country legitimately.

Th e FRSC says it aims to make Nigerian roads 
among the top 20 safest in the world by 2020 and 
believes this move to clamp down on cars imported 
illegitimately will assist this aim. Th e organisation 
has made great strides since 2007 with the num-
ber of personnel in its employ rising from 11  000 
to 19 000, the number of patrol vehicle increasing 
from 170 to 800 and the ambulance fl eet growing 
from 10 to 52 vehicles. ■

Toyota Leads the Way

Toyota continues to lead the way in terms of ex-
ports from SA into other African countries, but 
there is now a big scrap for runner-up spot be-
tween long-time exporter Nissan and competitive 
newcomer Ford.

Toyota despatched 3 193 units across the border 
in June and has a YTD total of 17 722 units. Ford 
had a more successful June than Nissan (994 vs. 
756 units) but YTD Nissan managed to hold onto 
a slender lead (5 782 vs. 5288 units), but the bull-
ish approach to its expansion into Africa which was 
spelled out at Ford’s fi rst African Go Further con-
ference in Johannesburg last week means Nissan 
will be hard pressed to hold off  its charging rival.

At present it seems only Toyota, Ford and 
Nissan are really serious about boosting exports 
into Africa as GM/Isuzu Trucks, which used to be 
a fairly signifi cant exporter has slipped back, with 
only 99 units shipped in June and 981 in the fi rst 
half of 2014.

Admittedly some of the truck makers such 
as Scania (206) and Iveco (143) have done reason-
ably well in the fi rst six months, but these are not 
big volumes.

Total exports into Africa in June totalled 5 939 
units and the YTD fi gure is 33  782 units. On a 
YTD basis the most popular destinations for vehi-
cles from SA were: Algeria (7 241), Nigeria (6 602), 
Angola (2  339), Cameroon (2  722), Mozambique 
(2 298), Zambia (2  072), Zimbabwe (1  619) and 
Ghana (1 334). ■

Tanzanian Show

Tanzania Autoindex, an international automo-
tive and industrial show, will take place at the 
Mlimani Centre, Dar-es-Salaam from October 31 
– November 2. More information from: 
sales@proafrofair.info ■

Jim Benintende, president of Ford Middle 
East and Africa.

The new Focus will be one of the key 
cars Ford will bring to the MEA region. 
Focus is currently the world-s top-selling 
nameplate.

Ford Revs Up in Africa
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De Tomaso Pantera, Ford-engined Italian supercar from the ‘70s.

Morris 8 Tourer from the late ‘40s, an awesome barn-fi nd.

This month’s Picture Page focuses on the 1000 Bikes 
Show in Germiston over the fi rst weekend in July, 
and the up-coming Cars in the Park at Zwartkops on 
August 3.

Rare and Formidable Maico 490 at the 1000 Bikes Show at 
Germiston High on the fi rst weekend in July, 2014.

This late-’60s Honda CB450 twin was super-quick, also known as 
The Black Bomber.

Renault R10 Alconi was a locally-tuned car with offi cial Renault 
SA sanction, back in 1967.

Valiant Barracudas are rare, but unmolested ones with their 
hubcaps like this ‘66 are virtually extinct.
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BY STUART JOHNSTON

Th e best time to get to Cars in the Park on August 
3 at Zwartkops, just west of Pretoria, is around 6.30 
am. Yes, you will freeze your ears and other extrem-
ities into oblivion. But there is no better sight than 
standing near the main gate just as the sun is rising 
over the shooting range on the other side of the R55, 
and watching the most amazing contingent of clas-
sics arrive for this extravaganza.

Get there early. Because it seems as if every 
other classic car owner does too. While it is awe-
some to walk around the track later when the sun is 
warming your hands and heart and see up to 3 000 
vintage, classic, hot-rod and special interest cars all 
battling to fi nd a spot, the best thing is to see them 
actually driving in. Classic cars always look better 
on the move, when they come alive and take you 
back to yesteryear.

Looking through my pictures from last year’s 
event (hosted on the fi rst weekend in August since 
the mid-1980s by the redoubtable Pretoria Old 
Motor Club) I saw a picture of a car that typifi es the 
kind of machine you see at Cars in the Park. It’s an 

old Borgward Isabella, looking shop-worn for sure, 
but still lusty enough to take on all-comers.

Th ese are the classics that interest me, because 
they look like they’ve never, ever been driven to a 
club meet or a concours, they’ve merely mouldered 
away in some oke’s old weed-infested back yard un-
til, once again, it’s time to hose them off  for Cars in 
the Park.

Borgwards were imported to South Africa 
from the early 1950s until the early 1960s, and 
in that brief window of time they earned a repu-
tation as the most beautifully craft ed, rugged, 
reliable and extremely fast cars you could get for 
your money. Priced to compete with an Austin 
Cambridge or a Ford Zephyr, they were way ahead 
in terms of sheer quality. What’s more, although 
they were rather heavy and powered by a mere 
1,5 litre four-cylinder engine they were super fast 
cars, able to cruise all day at around 145 km/h, 
sometimes more.

If you doubt this, consider that in the late 1950s 
a Borgward Isabella TS (that was the one with the 
twin-choke Solex carb and higher lift  cam) set off  
for a run from Jo’burg to Cape Town and back that 
was offi  cially timed. It left  the Cape Town Post 

Offi  ce, checked through the Jeppe Street Post offi  ce 
where an offi  cial was on hand to record its arrival 
and immediately headed off  back to Cape Town. 
Th e time for this remarkable feat of high-speed mo-
toring? A total of 23 hours and 45 minutes.

Yes, my friends, that means that for each one-
way run, the Borgward Isabella cracked the 12-hour 
barrier. Back before 1960, back before any dual car-
riageway freeways even existed, when just to get 
over the Hottentot’s Holland you had to drive over 
Du Toit’s Kloof!

Th ose roads were narrow, and the narrower the 
road, the faster your speed feels. Today, breaking 
the 12-hour barrier for the run takes a serious com-
mitment. Imagine what it was like 55 years ago!

You will see all manner of Borgwards at the 
Cars in the Park, Isabella sedans, Isabella TSs, 
Isabella Combis (the station wagons), the scrump-
tious Isabella Coupes, the P100s which were 
Mercedes-Benz rivals and had air suspension, and 
the Borgward’s “cousins”, namely the tiny-engined 
Lloyds and Hansas, much smaller models.

Th e Borgward Club is one of the strongest car 
clubs in South Africa, with huge representation in 
Pretoria and the Cape. Th ere are a number of prime 
examples that survive, all the more remarkable 
as the German company was declared insolvent 
in 1961 and since then there has been no offi  cial 
manufacturer of spares for the cars. Th e club is a 
source for spares, but as a Borgward owner, do you 
need spares?

I owned an Isabella TS a few years back and ac-
tually nothing ever went wrong with it. And it could 
run one heck of a top speed too. Incidentally, they 
were raced here quite successfully by the likes of Bill 
Jennings in the Cape, as well as in the UK, where a 
chap called Bill Blydenstein gave Rileys and MGs a 
heck of a time in an Isabella.

Blydenstein went on to run GM UK’s race 
and rally programme very successfully in the 
1970s. And Stirling Moss, by the way, fi nished sec-
ond in the South African Grand Prix in 1960 in a 
Borgward-engined Cooper. To give you an idea of 
how quick that car was John Love fi nished seventh 
in a Jaguar D-Type! ■

Borgward’s Isabella – a Remarkable 
Classic to Check Out at Cars in the Park

Borgward Isabella at the 2013 Cars in the Park, to be held this year on August 3.
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