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The Automotive Industry Development Centre (AIDC), based in Rosslyn, Gauteng, is 
spearheading an exciting development to grow township economies on the back of 
automotive-related Small, Medium and Micro-sized Enterprises (SMME) businesses.

 BY ROGER HOUGHTON

Th e Enterprise Hub aims to 
be an important way of in-
creasing employment and 
technical training for the 
youth who are concentrated 
in townships and who travel 
great distances for work 
opportunities.

As mandated by 
the Gauteng Provincial 
Government, the AIDC is 
responsible for the establish-
ment, management and op-
erations of the Winterveldt 
Township Enterprise Hub, a 
fi rst of its kind in the country. 
Its model is being considered 
for replication to other re-
gions and sectors.

It is one of the provincial 
government’s fl agship pro-
jects confi gured to address 
the socio-economic chal-
lenges within this communi-
ty. Th e objective is to upskill 
individuals and supports the 
growth of local SMMEs with 
a particular focus on automo-
tive (auto body) services and 
enterprises.

Th e AIDC was handed 
the Winterveldt premises, 
which belongs to the City of 
Tshwane in January 2013, 
it was at the time a basic 
structure that required ex-
tensive refurbishment and 
expansion. Once the building 
was completed, it had to be 
set-up with modern equip-
ment and processes. Th e fa-
cility was offi  cially launched 
by the former Gauteng 
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AIDC FACILITATES PROJECT TO 
GROW TOWNSHIP ECONOMIES

Top right: Barlow Manilal, the CEO of the AIDC.
Top and bottom: The Winterveldt Enterprise Hub provides 
local entrepreneurs with the opportunity to be trained and to 
use the latest auto body repair equipment and techniques.
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Premier, Ms Nomvula Mokonyane in 
February 2014.

Many of the people in this town-
ship have shown an interest and skill 
in automotive repair, including panel 
beating. Th e Winterveldt Enterprise 
Hub, which began its operations in 
March 2014, has already proven that 
Enterprise Hubs can operate success-
fully in previously disadvantaged 
communities.

“Th e revitalisation of the town-
ship economies, particularly those 
situated far from major centres will 
play an important role in growing the 
economies of these areas and thereby 
improving the lives of the people liv-
ing there,” comments the CEO of the 
AIDC, Barlow Manilal. “So far our 
total investment and current com-
mitment in this pilot project amounts 
to slightly below R20-million”.

Th e Winterveldt Hub consists 
of a state-of-the-art auto body re-
pair workshop with highly qualifi ed 
AIDC mentors, who are qualifi ed 
master artisans, to assist in training 
the local entrepreneurs.

Th e Hub off ers the follow-
ing training programmes for the 
community:

 ■ Spray painting techniques,
 ■ Metal preparation techniques,
 ■ Polishing and paint fi nishing 
techniques,

 ■ Paint mixing and colour 
matching,

 ■ Business acumen with the 
ability to make accurate 
quotations, and

 ■ A community centre with 
Adult Basic Education Training 
(ABET) being off ered.

“Th e Enterprise Hub’s business mod-
el is based on a hub and spoke system, 
with the relevant local SMME com-
panies based in the township having 
been assessed and recorded on a data-
base, together with a needs analysis. 
Th ey then utilise the hub’s facilities 
and access the specialised equipment 
under the guidance of the master ar-
tisans,” explains Manilal.

“It is important to note that this 
auto body repair incubator is based 
on the standards required by most 
locally-based OEMs. Some of the 
companies involved in the project 
have already been awarded contracts 
to repair Government vehicles, such 
as those of the SA Police Service,” 
Manilal adds.

Th e programme extends to in-
clude medical testing as some of 
the products used in body repair 
are harmful to the workers if han-
dled incorrectly, while there are 
special programmes to encour-
age good practice in terms of the 
environment too.

Th e organisation is now look-
ing for partners to set up related BEE 
businesses in support of the panel 
beating initiative. Th ese include car 
washing, spare parts shops, tyre fi t-
ment centres, battery shops, air con-
ditioning repairs, recycling centres 
and the like

Future automotive hubs will in-
clude mechanical and electrical re-
pairs as well as electronic diagnosis.

“Th e Enterprise Hub business 
model is a very important empower-
ment project that can be extended 
to a wide variety of other industries 
and we know it is being watched with 
interest by many organisations,” con-
cludes the CEO of the AIDC. ■
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AIDC Has Many 
Wide-Ranging 

Responsibilities

The Automotive Industry Development 
Centre (AIDC) is a government-
owned entity, which operates as a 
subsidiary of the Gauteng Growth 
and Development Agency (GGDA).

The organisation employs ap-
proximately 170 employees and was 
established to increase the level of 
global competitiveness of the SA au-
tomotive industry while developing 
Gauteng as an automotive industry 
investment destination of choice.

The AIDC has expedited eco-
nomic growth within the automotive 
sector by partnering with key stake-
holders such as industry leaders, 
government, and non-government 
agencies, among others.

Among its service areas are: 
supply chain logistics, enterprise de-
velopment, skills development and 
training, provision of strategic infra-
structure, incubation programmes 
and the management of incentive 
programmes.

The AIDC’s partnership with 
various OEMs and local govern-
ment has resulted in the establish-
ment of two Incubation Hubs in 
the province. Current Incubation 
programmes include the AIDC’s 
Automotive Incubation Centre at 
Ford Motor Company of Southern 
Africa’s plant in Silverton and the 
Winterveldt Township Enterprise 
Hub: Automotive. The Winterveldt 
Township Enterprise Hub oper-
ates as an off-site incubation and 
demonstration centre.

Plans are underway to build 
a second Automotive Incubation 
Centre at Nissan’s Rosslyn plant in 
2015/16. Opportunities for addition-
al Township Enterprise Hub in the 
Province are also under investigation.

http://www.nags.co.za
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Editor’s Note
Th is month’s editorial is one of 
good news for a change!

Firstly we have one of the 
world’s leading exhibition or-
ganisers, Messe Frankfurt, of 
Germany, taking a majority 
share in the local company which 
has organised Automechanika 
Johannesburg  since 2009 as well 
as the last two Johannesburg 
International Motor Shows.

Th e international clout that 
will result from this recent deal will be very benefi cial for two 
shows which are near and dear to the hearts of most readers of 
AutoLive – one a trade fair for the automotive aft ermarket and 
the other a combination which appeals to the consumer as well as 
business-to-business audiences.

Th en we have two people involved in the retail motor indus-
try who have earned the gratitude of local motor sport enthusi-
asts. Th e fi rst person is Toby Venter, the CEO of Porsche SA, who 
saved the famous Kyalami circuit from the property developers 
when he paid R205-million for the track on an auction. I was very 
fortunate to have been on the inside track with this deal, fi rstly 
having had dinner with Toby on the Monday before the auction 
and then attending the event itself at Summer Place and here I led 
the cheering as Porsche SA was announced as the winning bidder.

Th e other person is less well known but also a dyed-in-the 
wool petrol head. He is Andrew Miller, who heads up the Toyota 
franchise in the Imperial stable. Not only has Andrew been the 
driving force behind Giniel de Villiers and the Imperial Toyota 
Hilux in the Dakar Rally for the past two years, and backing the 
team again in 2015, but also sponsors Giniel in a Yaris rally car, 
but his latest support for motor sport came when he took over 
the sponsorship of last weekend’s Cullinan Rally when last year’s 
sponsor, Ford, decided not to back it this year.

Roger Houghton,
Editor
houghtonr@mwebbiz.co.za

Messe Frankfurt, the second largest ex-
hibition organiser in the world, has taken 
a 56% share in SA Show Services, the 
Johannesburg-based company which or-
ganises Automechanika Johannesburg, the 
Johannesburg International Motor Show 
and the Outdoor Lifestyle Show, which 
includes the AMID Motorcycle Show and 
Johannesburg Boat Show, as well as the 
long-running the Rand Show. All these 
events take place at Expo Centre, Nasrec.

Th e new company is known as South 
African Shows Messe Frankfurt (SASMF).

SA Show Services organised the 
Automechanika Johannesburg trade 
fair for the automotive aft ermarket in 
2009, 20011 and 2013 under licence to 
Messe Frankfurt, which owns the global 
Automechanika brand.

Th e remaining 44% of shares will con-
tinue to be held by the founders and former 
shareholders of SASS, Raymond Burke, 
Pula Dippenaar and Philip Otto. Th ey 
will be joined by Ute Schuchardt, who will 
transfer from Frankfurt to Johannesburg 
as Managing Director of the latest Messe 
Frankfurt global subsidiary.

Uwe Behm, an Executive Board 
member of Messe Frankfurt, who was at 
the offi  cial launch of the new company 
in Sandton last week, said: “Th is transac-
tion allows us to further expand our global 
presence and our activities in Southern 
Africa demonstrate our fi rm belief that 
the future off ers a wealth of opportunities 
on the African continent. We are pleased 
to be joining forces with such a successful 
South African company which is ideally 
acquainted with local market conditions.”

Th e Chairman of SA Show Services, 
Raymond Burke, who now lives in 
Australia, said that his management team 

is delighted to be working with one of the 
world’s leading trade fair organisers with 
events all over the world.

Th e CEO of SASS, Pula Dippenaar, 
added: “Th is move solidifi es our partner-
ship with Messe Frankfurt which was 
established with the staging of the fi rst 
Automechanika trade fair in Johannesburg 
in 2009.”

Messe Frankfurt has been active 
in Africa since 1954 and was the fi rst 
German trade fair company to open a 
representative offi  ce in Johannesburg. Th e 
Group is represented all over Africa by its 
sales partners and with its new venture 
it now has a subsidiary of its own on the 
African continent.

Messe Frankfurt is one of the world’s 
leading trade fair organisers, generating 
around €545-million annually and em-
ploying some 2  000 people worldwide. 
It has a global network of 28 subsidiaries 
and about 50 international sales part-
ners, allowing it to serve its customers in 
more than 150 countries. Messe Frankfurt 
events took place at more than 30 loca-
tions around the world in 2013. It organ-
ised 113 trade fairs with more than half of 
them taking place outside Germany. Th e 
company is publicly owned, with the City 
of Frankfurt holding a 60% stake and the 
State of Hesse the remaining 40%. ■

Messe Frankfurt Takes Share in SA Shows

Uwe Behm, a member of the 
Executive Board of Messe 
Frankfurt, was in Johannesburg 
for the announcement of his 
company’s’ fi rst subsidiary in Africa.

Ute Schuchardt to be MD of New Subsidiary
Ute Schuchardt (51) has been designated Managing Director of the newly 

established subsidiary South African Shows Messe Frankfurt based at Expo 

Centre in Johannesburg.

Ute joined Messe Frankfurt in 1995 after a career in the hotel and tourism 

business in Germany which began in 1983 and included obtaining a degree in 

Tourism Business Administration at the Heilbronn University of Applied Sciences.

She became Chairperson of the company’s Works Council in 2002 and 

was appointed a member of the Supervisory Board of Messe Frankfurt in 

2005 and was the second deputy chairperson of the board before her move 

to South Africa. Ute Schuchardt.
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Currently, Moto Health Care (MHC) looks aft er 
27  000 principal members working in the local 
motor industry as well as their benefi ciaries 
representing 60  000 covered lives. “We are very 
pleased with the strong growth in the fund’s 
accumulated reserves since it was registered with 
the Council of Medical Schemes in October 2007,” 
said the Principal Offi  cer, Danie van Tonder, who is 
based at the Randburg head offi  ce.

“Th e current membership makes Moto 
Health Care one of the largest restricted medical 
schemes in South Africa aft er the government and 
banking funds.”

“We believe the reason for our success is due to 
our highly competitive contributions and the fact 
that our options – Optimum, Classic, Hospicare, 
Custom and Essential – suit all income levels as 
well as the specifi c requirements of our members,” 
explained van Tonder. “We also like to make our 
slogan – Taking Care of Our Own – the motivator 
in the way we do things, from the design of our 
benefi ts to the administration of the Scheme. We 
are, in fact part of a very big family.”

Moto Health Care is a duly registered Scheme 
restricted to employers and their employees 
operating in the retail motor industry. Th e Scheme 
is managed by a Board of Trustees which consists 
of ordinary employee representative members 
elected at the Annual General Meeting and the 
other 50% are appointed by stakeholders in the 
motor industry namely FRA, RMI, NUMSA being 
the stakeholders and parties in MIBCO (Motor 
Industry Bargaining Council).

“Th e scheme is underpinned by accredited 
business partnerships with world class service 
providers. MHC is contracted to one of the most 
reputable administrators in the country, which 
delivers a fully integrated off ering that has seen 
service levels improve signifi cantly over the years”.

“Our aim is to truly provide a sustainable 
healthcare solution to the retail motor industry 

driven by our commitment to excellent benefi ts, 
effi  cient administration and peace of mind. Indeed, 
when the unexpected happens we will take care of 
our own.” says Danie van Tonder.

Options

Th e Custom and Essential options off er benefi ts 
to members who want access to aff ordable, entry-
level cover. Th ey are on a managed care delivery 
model which means that the scheme has negotiated 
set rates with various hospitals and has capitation 
arrangements with specifi c providers day-to-day 
benefi ts (such as medicine, GP visits, optometry, 
conservative dentistry, basic radiology and 
basic pathology).

Members on Essential and Custom can also 
access chronic medicine from the preferred provider 
network. Th e Classic option is a service delivery 

model where members have access to unlimited 
hospitalisation and chronic medicine paid from 
risk; without-of-hospital (day-to-day) benefi ts paid 
from a Members’ Savings Account. Members must 
manage their healthcare spend out of hospital.

Th e Hospicare option provides members with 
full hospital cover for PMBs (Prescribed Minimum 
Benefi ts) 26 chronic conditions and cover for 
Maternity with 12 ante-natal visits and two 
paediatric visits. Th is option is suited to young 
members who need cost eff ective, unlimited 
cover for emergency situations.

Our fl agship option, Optimum, is a traditional 
option which off ers in-and out-of-hospital benefi ts 
payable from the risk benefi t of the scheme. 
It is a fee-for-service delivery model which is 
ideal for members who need unlimited private 
hospitalisation, comprehensive chronic benefi ts 
and extensive day-to-day cover (certain annual and 
sub-limits apply).

Van Tonder summarises the position of Moto 
Health as follows: “Th e diagnosis for Moto Health 
Care is positive. It is one of the biggest schemes with 
restricted membership and is focused on the needs 
of people in the motor industry. It also off ers the 
full range of products available in the market. Th e 
accumulated reserve percentage (solvency ratio) is 
more than double the required level, which gives 
Moto Health Care a clean bill of health.” ■

For more information go to:
Website: www.motohealthcare.org.za
E-mail: info@motohealthcare.org.za
Call: 0861-000 300

Moto Health Care Looking after “More of its Own”

Moto Health Care Principal Offi cer,
Danie van Tonder.

auto.lightstone.co.za/
https://itunes.apple.com/za/app/live-auto/id616030143?mt=8&ign-mpt=uo%3D4
https://play.google.com/store/apps/details?id=za.co.lightstone.lightstoneVVi
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BY ROGER HOUGHTON

At the time he was the only South African em-
ployed by the local subsidiary of the global, US-
based e-Bay company. Now, the Gumtree staff  in 
SA numbers 12 people, some located in Sandton 
and the others at the marketing offi  ce in Cape 
Town, not to mention a large component based 
in offi  ces in the United Stated States and indeed, 
around the globe

Automotive now accounts for 40% of the traffi  c 
on the www.gumtree.co.za website, which has 
14 categories. Th ere are always at least 200 000 ve-
hicles listed on Gumtree Auto–about 70% of them 
placed by dealerships. Th ese adverts remain live for 
30 days. Gumtree is now the No. 1 e-commerce site 
in SA for automotive, rentals, pets, jobs and servic-
es, according to stats website Eff ective Measures.

A recent count has shown Gumtree as having 
an unduplicated audience of 2 277 370 people, com-
pared to the 1 059 365 of second-placed olx.co.za. 
Th is equated to a total market reach of 28.64% for 
Gumtree, compared to 13.32% for olx.co.za, again 
quoting Eff ective Measures. Interestingly 42% of all 
Gumtree traffi  c is now on mobile with a growing 
number of apps.

Th e automotive category is now the largest 
showroom in South Africa and attracts 31-million 

page views each month, which generates 220 000 e-
mails or telephone leads per month, with 40% of site 
traffi  c going to auto searches.

An important recent addition to the Auto site is 
a car price checker for all users which gives a real-
time price on all makes and models. Th is feature 
is based on prices of actual models on the site and 
is an average price and allows users to conduct de-
tailed price comparisons.

A number of special features, of particular interest 
to dealers, have been on trial as Gumtree Auto Phase 
1 and will be rolled out next month under the name 
GAIT (Gumtree Auto Inventory Tool) with a special 
“dashboard” that dealers use to operate this system. 
Th is system aff ords dealerships benefi ts such as the 
ability to manage ads across dealerships across the 
country, add graphic design overlays and monitor-
ing staff  and leads from anywhere in the world.

Th e company also made changes to its existing 
free system. Private and small trade sellers can en-
joy two free listings, aft er which a nominal fee will 
be introduced. Th e pressing issue of duplicate ads 
will thus be addressed, while the refreshed search 
engine will include M&M codes.

Th is all results in a “cleaner” showroom that 
refl ects stock more accurately, which means an im-
proved user experience for both buyers and sellers.

“Although we are the biggest automotive site we 
have one of the lowest rate cards, which make ad-
vertising on Gumtree a very attractive and aff ord-
able proposition. We recommend dealers place up 
to 12 photos with each car advertised Th e dash-
board then tags every advert listing with 16 vehicle 
specifi cations so as to put more information at the 
potential buyer’s fi ngertips,” added Osborne.
Some more information on the Gumtree Auto 
Inventory Tool (GAIT):

 ■ Gumtree and GAIT both work on all devices.
 ■ Tiered access means a dealership’s head 
offi  ce has full control and can set limits for 
individual dealership users with regard to 
what can and cannot be changed on every 
listing.

 ■ Access proper reporting whenever it is 
required.

 ■ Check up on sales staff  to ensure they 
are using all the tools Gumtree Auto has 
provided.

 ■ Allows a check on Gumtree to make sure it is 
providing all the leads needed.

 ■ Check up on the dealership’s feed to make 
sure it runs each day.

 ■ Free access to the feed platform is off ered so 
importing and exporting is a no cost option 
for the participating dealer.

It is a simple matter for a dealer to get started 
on GAIT:

 ■ Go to the www.gumtree.co.za/gait website 
page.

 ■ Submit information so a GAIT account can 
be created.

 ■ Gumtree will e-mail GAIT login details.
 ■ Login and upload stock to GAIT
 ■ Select a preferred pre-paid package.
 ■ Activate the advertisements and let the sales 
begin!

CONTACT DETAILS – Tel: 011-784-3413 and 
E-mail: dealerinfo@gumtree.co.za ■Jeff Osborne of Gumtree.

Gumtree Auto Adapting to Consumer Demand
South Africa’s largest classifi ed site, Gumtree, has made huge strides since Jeff Osborne, the retired former CEO 
of the RMI, joined the organisation as head of the Automotive division a year ago.

Private and small trade sellers can 
enjoy two free listings, after which 
a nominal fee will be introduced.

We have one of the lowest rate 
cards, which make advertising 

on Gumtree a very attractive 
and affordable proposition.”
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Girl/Boy-Child at Work 
a great success

Th is year’s MISA’s Girl/Boy-Child at Work Day pro-
ject proved a bigger success than ever before with 
more support from dealerships as well as the valu-
able involvement of merSETA.

“A special word of thanks to Tenneco/Monroe 
shockabsorbers for sponsoring the learners’ over-
alls,” added MISA’s Karen Schoonraad.

Th e project enjoyed support from three dealer-
ships in each of Bloemfontein, Port Elizabeth and 
Durban, fi ve dealers in Cape Town and no fewer 
than 26 in Johannesburg.

Th e day’s experience was summed up very well 
by Laurika Larney who went to Mercedes-Benz 
Constantia Kloof and said: “I enjoyed every mo-
ment of the day and was delighted to note that there 
is a place for women in this industry”.

Young Workers’ Forum is new project

MISA has launched the Young Workers’ Forum 
(YWF) in an eff ort to play a role in empowering the 
youth to become, active, pro-active and productive 
leaders of tomorrow.

Th e long-term, plan for the YWF is to support 
members; children in bridging the school-leavers 
gap by playing an active role in encouraging the 
youth to consider the retail motor industry as a vi-
able career option.

In addition the YWF will be involved in vari-
ous community projects with the fi rst one being 
sponsorship of the Ga-Rankuwa All Stars Under 11 
soccer team.

Th is project is being driven by the MISA YWF 
representatives, Gabby Venter and Anél Strydom.

Berlin visit proved an eye-opener

Attending the 3rd World Congress of the 
International Trade Union Confederation (ITUC) 
in Berlin proved a real eye-opener for the 2013 MISA 
Women of the Year, Nolwazi Reneé Ntshingila, 
who won the trip as part of her prize from MISA’s 
Women’s Forum.

“Being a black child from the township we 
tend to limit our thinking about opportunities like 
these, but all I can say is hard work pays off ,” said 
Ms Ntshingila, who was among the 19% of the del-
egates classifi ed as “young”.

“Th e youth action that stood out for me was 
the Qatar Action called ‘No World Cup – Workers’ 
Rights Campaign’. Th e action was held to give a 
message to FIFA that we (the youth) do not support 
the soccer World Cup being held in Qatar in 2022 
because more than 1 000 workers have been killed 
already building the infrastructure that will deliver 
the World Cup as they are working under Kafala – a 
form of modern-day slavery.

“Th e overall experience was overwhelming 
and I gained a lot of knowledge and increased 
my network in a short space of time. I learned 
a lot of things about unions that I am sure a lot 
of people don’t know and maybe we should have 
workshops that give workers more information 
about unions.

“If I could I would do it all again. Being part of 
the FEDUSA delegation was a great honour. Th ank 
you to MISA, FEDUSA and Momentum for the 
great opportunity.”

Value-added retirement product

MISA has been able to negotiate a new, value-add-
ed, exclusive retirement product for its members 
from Nedbank Private Wealth, a private bank in the 
Nedbank Group.

A minimum investment amount of R250 000 is 
required, compared to R750 000 for non-members 
and Nedbank Private Wealth will tailor-make pack-
ages to suit the individual requirements of MISA 
members. Th e product is aimed primarily at MISA 
members 55 and older, but members under 55 may 
also qualify if they are prepared to invest the mini-
mum amount.

FNB brings MISA members 
special deal

MISA members get a personalised service from 
First National Bank (FNB), including a FREE Cell 
C starter pack with up to R50 airtime when the 
member opens an FNB Smart Account. For more 
information contact: Deon Goosen (012-436-7134) 
or Leon Oosthuysen (012-436-7101) at Nedbank 
Private Wealth or at evbs@fnb.co.za ■

 – MISA Update

Nolwazi Reneé Ntshingila.

http://www.castrol.com/en_za/south-africa/products/cars/engine-oils.html
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People

SA executive posted 
to Taiwan

Ryan Searle is the latest SA execu-
tive to be appointed to an overseas 
post. He has moved from head of 
Audi in SA to managing director of 
Audi Taiwan. He began his career 
in the local motor industry at the 
Barloworld Motor Group in 1994 and 
held various positions in the Audi 
and Volkswagen retail operations 
in Cape Town before joining the 
Volkswagen Group of SA in 2002 
as Audi national sales manager. He 
moved to marketing manager for 
the Volkswagen brand in 2005 and 
was promoted as head of Audi SA 
in 2008.

Paul Sansom will succeed 
Ryan Searle as head of Audi SA. He 
joined the automotive industry in the 
United Kingdom in 1990. He then 
moved to the Volkswagen Group UK 
in 2003, and in 2007 to Audi UK as 
national sales manager. Th is was 
followed by a successful tenure as 
director of aft er sales and customer 
service in 2009. Since 2012, Paul 
has held the position of director of 
sales of Audi UK, in which time the 
brand achieved the number one po-
sition in the UK premium market 
across all sales channels, with record 
market share and record levels of 
customer satisfaction. 

New MD for Jaguar 
Land Rover

Richard Gouverneur is the new 
managing director for Jaguar Land 
Rover South Africa and sub-Sahara 
Africa. Gouverneur takes over the 
reins from Kevin Flynn. Flynn, who 
joined Jaguar Land Rover SA from 
Lexus SA in 2011, has left  the com-
pany to explore his own interests.

Gouverneur joins the South 
Africa and sub-Sahara markets from 
his post as Network Development 
Director for Jaguar Land Rover in 

the Middle East and North Africa 
(MENA). He had previously been act-
ing managing director for the region 
and has previously worked in fi nance 
roles for both Ford and Jaguar Land 
Rover in South Africa. He also spent 
time developing automotive supply 
businesses in SA and the Middle East 
prior to joining Jaguar Land Rover 
in 2010.

New MD for BMW SA

Tim Abbott has been appointed 
managing director of BMW South 
Africa. Before moving to SA he had 

held the same position at the BMW 
Group UK since 2009.

Mr. Abbott is 57 years-old, was 
educated at Loughborough University 
and is married with three children. 
He has a keen interest in motor sport 
and golf and a broad experience of the 
motor industry spanning both manu-
facturer and retail environments. He 
fi rst joined BMW in 1986 and held 
several positions in the regional and 
then national sales teams. In 1996, 
Mr. Abbott left  BMW to further his 
career but rejoined BMW Group UK 
as Sales Director in 2006.

Abbott will take offi  ce in his 
new role on 1 October 2014. He will 

work alongside incumbent manag-
ing director, Bodo Donauer until 
his planned retirement at the end of 
November 2014.

Changes at CMH

Combined Motor Holdings (CMH) 
has restructured and the MG and 
Maxus brands will be banded to-
gether under a new company, CMH 
brands, with the head offi  ce moving 
from North Riding to Little Falls, 
West Rand.

MG and Maxus are sold via 
Mandarin Motors. CMH have bought 
out the shares of Alan and Terry 
Horseman and Mandarin is now 
fully owned by CMH. Th e legal en-
tity of Mandarin Motors remains, but 
will trade under CMH Brands which 
will represent Maxus SA and MG SA 
amongst others.

Some staff  changes have also 
taken place. Derrick Bishop will 
head up both the MG and Maxus 
Commercial brands, while Alan 
and Terry Horseman have been 
appointed as Maxus Taxi Sub-
Distributors and they wil focus 
on setting up taxi dealers around 
the country.

Kia gets new PR

Th e former chairman of the SA Guild 
of Motoring Journalists and a free-
lance writer, Christo Valentyn, has 
joined Kia SA as its public relations 
and product marketing manager.

Motorsport Board

Th e following people were elected to 
the board of Motorsport SA at the 
AGM last week and will serve a three-
year term: George Avvakoumides 
(chairman), Adrian Scholtz (CEO 
– operations), Anthony Taylor 
(Financial) Mark du Toit, Peter du 
Toit, Des Easom, Johan Fourie, Glyn 
Hall, Steve Miller, Mike Rowe, Ms. 
Nadia Singh and Tschops Sipuka. ■

There have been a Host of Personnel Changes in 
the Local Motor Industry in the Past Month

Paul Sansom will be the new 
head of Audi SA.

Ryan Searle will be Managing 
Director at Audi Taiwan.

Richard Gouverneur is the new 
Managing Director for Jaguar 
Land Rover South Africa and 
sub-Sahara Africa. 

Tim Abbott, new Managing 
Director of BMW South Africa.
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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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Jeep’s new Cherokee has a long lineage here in 
South Africa that goes back to the mid-1980s. It’s 
the smaller version of the Grand Cherokee, but still 
a remarkably competent “real” SUV.

However, Jeep has moved with the times and 
this model, introduced here in May, is off ered in 
front-wheel-drive form as well as Jeep-trad 4×4 for-
mats. Engine choices are a 2,4-litre four-cylinder 
petrol and the new, smaller 3,2-litre version of its 
Pentastar V6, which is the example we sampled for 
AutoLive recently.

Both engines are mated to Jeep’s new nine-
speed automatic transmission. When we received 
the media fl eet vehicle for test, having been driven 
by other media members before we laid hands upon 
it, the fuel consumption read out registered 12,2 li-
tres/100 km. Aft er a mix of suburban driving and 
highway cruising, we managed to reduce that fi gure 
to 10,2l/100 km, which augers well for Jeep’s overall 
claims for the vehicle at 10l/100 km.

Th e Cherokee is very smooth, with good 
body control, and comes in various trim levels, 

our model being the “Limited” version with full 
equipment spec such as auto headlights and rain 
sensors for wipers, Napa leather heated seats, 
and 18-inch alloy rims as well as a large touch 
screen and rear parking camera. Th e engine is 
a sweetie in the way it revs and it has plenty of 
low-down grunt.

Pricing for the range is as follows: 

 ■ Jeep Cherokee 2.4l longitudinal FWD – 
R479,990;

 ■ Jeep Cherokee 3.2l Limited FWD – 
R505,990.00;

 ■ Jeep Cherokee 3.2l Limited AWD – 
R563,990.00;

 ■ Jeep Cherokee 3.2l Trailhawk 4WD – 
R607,990. ■

New Cherokee Keeps 
Jeep in the Mix

Jeep has moved with the times with this new Cherokee.

Francis Harnie, Peugeot-Citroen South Africa’s 
managing director, said when PCSA was restruc-
turing its South African operation that it would 
be implementing an “aggressive new model 
introduction policy.”

Th is Picasso C4 is the fi rst to surface aft er 
that announcement and judging by its pricing, 
Harnie has been true to his word. Th e new Picasso 
C4 people mover weighs in at R325  900 for the 
“base” Seduction model and is backed up by the 
more expensive, better-equipped Intensive version 
at R345 900.

Th ose are seriously competitive numbers for a 
vehicle that has striking styling, great practicality 
due to its intelligent use of space in the interior, and 
a mellow powertrain allied to chassis that is sure-
footed for an MPV.

Th e C4 Picasso is based on Citroen’s new 
Effi  cient Modular Chassis platform, which it shares 
with various other models in the PCSA range, and 
the engine is placed low in the chassis. Overall mass 
for such a large people carrier is just 1 298 kg.

Th e trim level on the Intensive version we tried 
is ultra-chic with dual tone leather trim for the fi ve 
individual seats, and a seven-inch touch screen that 
off ers all sorts of hi-tech delights. Scroll through 
its menu and you will even fi nd automatic park-
ing (activated by a button on the multi-function 
steering wheel).

Th e engine on both derivatives is stand-
ardised on the rather mild 85 kW e-HDi 115 
turbo-diesel, which imparts 270 Nm of torque. 
It’s a remarkably effi  cient unit, however, and 
in real world usage we easily achieved a rather 
amazing 5,4l/100 km consumption, not too 

far off  Citroen’s claims of consumption in the 
4l/100 km range.

Th is will endear it to moms and dads alike. Not 
so endearing is a slight tendency to “bog” away from 
the line unless you’ve cranked up enough boost in 
fi rst gear (the car comes with a six-speed manual 
gearbox). And mid-range overtaking is sort of 
steady without being too urgent.

But in crowded Joburg environs, you don’t need 
much more urge if you want to avoid a heft y speed 
fi ne bill each month. It has striking looks, a quirky 
charm and good build quality, and it deserves to 
make a big impact for Citroen. ■

Citroen’s Charming 
Picasso C4

The new Picasso C4.

Stuart’s Drives
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Th e trouble with being a testosterone-infused mo-
torhead is that you lust aft er the hottest of hatches 
with insane boost levels and 25-inch alloy wheels, 
but you only get to aff ord such devices when 
“the fever” has morphed into considerations for 
ISOFIX baby seat fastening systems and luggage 
stowage space.

Renault recognises this, although they don’t 
express it in quite the same manner, hence the 
launch of the more-aff ordable “wow” versions 
of its Megane recently–the new GT Turbo (162 
kW) and the GT-Line Turbo (97 kW). Th ese 
cars, available in both fi ve-door hatch and three-
door coupe body styles, are notches above the 
base-level 81 kW Dynamique (also revamped in 
MY2014 trim), but much more aff ordable than 
the iconic RS Sport and Cup Meganes, which 
many rate as the most street-cred-worthy hatches 
on the planet.

Th e model that Renault is really excited about 
is the new GT-Line car, which runs the 1,2-litre 
four-cylinder engine, code-named H5Ft. Renault 
takes pains to explain that much Formula One 
turbo technology resides in this engine, such as “di-
amond-like” carbon-coated cam followers to reduce 
friction and graphite-coated piston skirts. Th ese 
hi-tech components should bode well for longevity 
too. Th ermal management is also key to the engine’s 

high output for a mere 1,2-litre and again Renault 
stresses it used F1 tech, gained since from its turbo 
experience in Grands Prix and World Endurance 
racing that dates back to the 1970s.

Th is little engine, as screwed into the Megane, 
boasts 0-100 in 9,7 seconds and a top speed of 200 
km/h. Th e launch drive in the Magaliesberg (high 
altitude) proved that the fl at torque curve of the 
motor gives it very usable power with good lugging 
ability. Th e gearshift  on the car is not the slickest 
box of tricks, but the six manual ratios are well cho-
sen for the task.

Th e GT-Line weighs in at a tempting R279 900, 
which young bank clerks of a few years’ experience 

may well aff ord, while the GT-Turbo, which uses 
what is essentially a de-tuned RS motor for its 162 
kW, costs R329  900. Th e base, normally-aspirated 
81 kW Dynamique costs R249 900, but it only has 
show but not too much go. Th ese prices compare 
to the much more performance focused RS Sport, 
which imparts a heft y 195 kW Sunday punch, and 
weighs in at R359 900.

What is worth noting, given their relative 
aff ordability, is that these mid-line GT versions 
of the Megane also have a much more compliant 
ride than the RS and Cup versions, and hence may 
well appeal to a more mature hot-hatch audience 
as well. ■

Renault’s Mid-level 
Boy-Racer Megane

Th e Mirage, which was shown on the Mitsubishi 
stand at the 2013 Johannesburg International Motor 
Show, is fi nally here, and it should help Mitsubishi 
being seen once again in South Africa as a purveyor 
of cars, as well as a supplier of off -road vehicles that 
are virtually indestructible.

Th e Mirage is a small 1,2-litre three-cylinder 
city car, and competes in the ultra-competitive 
base-model arena, populated by the likes of the 
base Kia Picanto, VW’s Vivo, Hyundai’s i10, at-
tractive off erings from Peugeot and Citroen and 
many more.

It’s a tough market, but in essence the Mirage is 
quite a fun little car. Time considerations prevented 
AutoLive’s scribe from doing the full launch route 
this past month, but a quick trip around the ‘burbs’ 
at Mitsubishi’s new facility on the East Rand saw the 

car impress in terms of its good build quality and 
acceptable trim quality, and its ability to cope with 

serious road irregularities. It also has surprisingly 
good lugging ability for a car with such a small en-
gine, which bodes well for fuel consumption up here 
on the oxygen-deplete Reef.

Mitsubishi are touting the car as an economy 
champ, and their claims of 4,9 l/100 km may prove 
easily attainable in real-world driving, judging 
by reports from journalists who completed the 
launch drive.

Pricing starts at R124  900 with slightly more 
expensive models available too, and the spec in-
cludes dual airbags, air-con, audio, ABS braking 
and ISOFIX child seat location. And, as a special 
incentive to attracting fi rst-time car buyers to 
the Mitsubishi fold, its R1  899 per month fi nanc-
ing scheme includes 12 months of comprehensive 
insurance! ■

Megane GT Coupe has a softer ride than the RS versions.

Mitsubishi’s new Mirage, weighing in 
at R124 900..

Mitsubishi Targets the Entry-level Car Market

Stuart’s Drives
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Th e 2014 AMID motorcycle expo, which was co-
located with the Johannesburg Boat Show at the 
Expo Centre, Nasrec, for the third year, proved very 
popular with visitors and exhibitors were happy 
with the number and quality of people that visited 
their stands. In many cases the visitors ended up 
making a purchase!

Virtually all the brands on the local market 
were represented at the three-day show and the 
standard of the displays was a generally very high. 
Eight of the companies had specifi c launches to the 
media and this included the public introduction of 
the Indian cruiser range from the US.

One of the highlights was the announcement of 
the 2014 Pirelli Bike of the Year. Nine fi nalists were 
selected from a list of 27 eligible machines and test-
ed over two days by 14 motorcycle journalists. Th e 
result was a win for the KTM 1290 Super Duke R. It 
narrowly beat the BMW S1000R into second place, 
thus reversing the BMW-KTM situation of 2013. 
Th ird place in the 2014 contest went to the Ducati 
1200S Monster. ■

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

This TriCity three-wheeler, aimed at urban 
commuters, proved an eye-catcher on the 
Yamaha stand.

The new range of famous-name Indian 
cruisers from the US were launched to the 
public offi cially at the AMID Expo.

SA Motorcycle Show Attracted Many Visitors

The KTM team was very pleased to win 
the 2014 Pirelli Bike of the Year award the 
AMID Expo. Here the winning machine 
is seen with (from left) Franziska Brandl, 
MD of KTM, Wayne Doran, product and 
consumer marketing manager of Pirelli 
Tyre, and Vaughan Swanepoel, marketing 
manager of KTM.
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TOYOTA, LEXUS AND HINO 
DEALERS ARE HAPPY
Toyota received a gold award and placed second over-
all at the National Automobile Dealers’ Association 
(NADA) Dealer Satisfaction Index Awards at a cer-
emony held Last week. Both Lexus and Hino South 
Africa received silver awards with Hino placing sec-
ond overall in the Commercial category.

Toyota has seen a signifi cant improvement from 
fi ft h place in 2013 to achieving one of only three 
gold awards. Th is is the fi rst time since 2008 that 
three brands have achieved gold status (Mercedes 
Benz, Toyota and Volkswagen) and it was also the 
highest score Toyota has achieved since the incep-
tion of this survey. Toyota came out top in four cat-
egories: Dealer Satisfaction, Communication and 
Relationships, Customer Focus and Used Cars. ■

MOTOR SPORT BENEFACTOR
Andrew Miller, who heads up the Toyota fran-
chise in the Imperial Group, once again earned a 
debt of gratitude from local motorsport enthusi-
asts when he came in at the last minute to sponsor 
the Imperial Toyota Cullinan Rally last weekend. 
Unfortunately he suff ered from the dreaded spon-
sor’s curse when the Imperial Toyota Yaris crewed 
by Giniel de Villiers and Greg Godrich, retired from 
the event with transmission problems. (Th e curse 
means that a sponsor seldom wins his own event).

However, Castrol Toyota Yaris S2000s fi nished 
fi rst (Leeroy Poulter and Elvene Coetzee) and third 
(Hergen Fekken and Carolyn Swan) to uphold 

Toyota honour. Miller, who formerly raced a Ferrari 
in local events, will be backing the two Imperial 
Toyota Hiluxes in the 2015 Dakar Rally, which will 
be the third and last event in the current contract. ■

VOLKSWAGEN’S TOP SUPPLIERS
Volkswagen SA recently honoured its top suppli-
ers. Th e best performing suppliers are recognised 
in fi ve categories namely: continuous optimisation, 
sustainability, reliability, quality and champion of 
the region. Divisions within Volkswagen rate sup-
pliers that they interact with on a number of criteria 
including quality, competitiveness, schedule adher-
ence and attitude.

Th e suppliers that excelled in 2013 were: Borbet 
SA – Continuous Optimisation; Kromberg and 
Schubert – Sustainability; SMA Engineering  – 
Reliability; Valeo – Quality; Principle Plastics  – 
Champion of the Region. ■

EAST CAPE MOTOR MAN DIES
Tom Chalmers 
(72), one of the 
doyens of the 
Eastern Cape mo-
tor business, passed 
away recently. He 
worked at VW for 
17 years and then 
moved to Malbak 
Algoa Toyota in 
Port Elizabeth. 
In 1981 he moved 
to the head of-

fi ce of Malbak Motor Davison in Johannesburg 
where he worked for the next 16 years. Th is in-
cluded involvement with Malcomess, Malbak 
Motor Holdings, SA Druggists, Sandown Motors, 
Ellerines, Kanhym and Protea Chemicals. ■

CASTROL RATED TOPS
Premium engine oil brand, Castrol, was recog-
nised as one of the country’s top iconic brands in 
this year’s TGI Icon Brand Awards survey. It was 
the winner of the Engine Oil Category. Th e rating 
is based on the views of 15 000 South Africans, who 
were asked to choose their top iconic brands from 
over 8 000 products. ■

MAHINDRA SA’S TOP DEALERS
Mahindra Motorland of East London was not only 
the top seller in the Mahindra network with 225 

units sold in 2013, but was also the winner of the 
prestigious Dealer of the Year award in the large 
dealer category. Th e Dealer of the Year in the medi-
um category was Mahindra Vaal in Vanderbijlpark, 
which also won gold in sales as well as aft er-sales. 
Th e Dealer of the Year in the small category was 
Mahindra Kimberley. ■

CHARITY TAKES THE CAKE
A life-sized cake depicting Peugeot’s ultra-desira-
ble RCZ sports coupé, created with the support of 
Peugeot South Africa, was made at the recent Good 
Food and Wine Show in Johannesburg. Th e RCZ 
cake was the brainchild of Paul Vieria, a master 
baker from the East Rand who owns a real RCZ. 
Visitors to the show were off ered a slice of the cake 
in return for a donation, with the proceeds going to 
Shammah House, a safe house for abused and aban-
doned children in Johannesburg. Th e project raised 
more than R20 000. ■

HIGH TECH RULES
In-vehicle technology is now the top selling point 
for car buyers in the US according to a recent 
Accenture survey. Th e study showed 39% of car 
buyers today rate in- vehicle technology as the top 
priority compared to only 14% who say traditional 
performance measures such as power and speed are 
most important.

A survey by PriceWaterhouse Coopers has 
shown that consumers expect their cars to improve 
at the same rate as their smartphones, tablets and 
laptops, but it can take years to iron out any possible 
problems with features such as automated driver-
assistance equipment. One of the reasons is that 
electronic chips in consumer goods are designed so 
they don’t fail more than 10% of the time, whereas 
chips in a car may not fail at all. ■

PORSCHE SUCCESS STORY
Porsche, the luxury sports car brand in the 
Volkswagen Group’s stable, is certainly on a roll, 
with sales soaring. Last year retail sales exceeded 
160 000 units globally and the aim is to get close 
to or exceed 200 000 units in 2015, aided by the ar-
rival of the Macan compact SUV. Initial produc-
tion target for the Macan, which is built in Leipzig, 
is 50 000 units a year, but already there are plans 
to increase this to 80 000 a year if demand for this 
newcomer is as strong as expected. (Global sales in 
the compact premium SUV category have grown 
by 185% since 2007 to an expected 1.3-million 
in 2013). ■

Snippets

A happy Andrew Miller (centre) once 
again proved a benefactor of local motor 
sport when he stepped in at the last 
minute to sponsor the Imperial Toyota 
Cullinan Rally and made a bold show 
for his brand at the service park in the 
Zonderwater Prison. He was obviously 
elated when Toyota took fi rst and 
third places.



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

International awards

Hino South Africa won three international awards 
for outstanding sales and aft er-sales performance 
in 2013 at the recent 2nd Hino Motors’ Middle East, 
West Asia and Africa Regional Meeting in Dubai.

Th e most important achievement was for its 
continuing membership of the 3000 Club, which 
is for Hino global distributors who retail 3 000 or 
more units a year. Th is is the third successive year 
that Hino SA has passed this benchmark number. 
It is the only distributor in Africa to be a member 
of this exclusive club, with Algeria being the next 
best performer on the continent with sales of 1 927 
units in 2013.

Hino SA was also rewarded for sales growth as 
it increased total sales from 3 295 units in 2012 to 
3 461 units last year. Other countries in Africa to 
receive this recognition were Algeria, Morocco and 
Egypt, underling the growing demand in Africa.

Th e third award that went to Hino SA was in 
the Parts Department of the Year category, where 
the dividing line is at 80% achievement of the avail-
able 144 points. Hino SA was the only distributor in 
Africa to qualify for this award.

Conti360°

Continental Tyre South Africa’s truck service of-
fering, Conti360° Fleet Services, is now available 
to transport companies operating in all market 
segments in South Africa. With Conti360° Fleet 
Services, South African fl eets get an all round pro-
fessional tyre service. Th is includes the recommen-
dation and perfect selection of truck tyres, quick 
assistance in the case of a breakdown and the on-
going monitoring and reporting on the tyres of the 
whole fl eet. 

Under the management of Ian Langlands, 
General Manager of Continental Tyre South 
Africa’s Truck Business Unit, a team of experienced 
tyre specialists are off ering support services for 
fl eets.  Th e combination of the individual elements 
of Conti360° Fleet Services enables fl eets to achieve 
the lowest cost per kilometre.

Wellness programme

Bakers SA Limited, a prominent transport logistics 
company in KwaZulu-Natal, has become the fi rst 
fl eet company to complete the roll-out of the Fleet 
Owner Workplace Programme designed by MBSA 
and their corporate social responsibility partner, 
Corridor Empowerment Project (CEP).

Th e aim of the programme is to assist fl eet own-
ers in taking a holistic approach to employee health 
and wellness, based on a proven model. Th e Fleet 
Owner Workplace Programme is essentially an ex-
tension of the MBSA workplace wellness strategy 
that has entrenched the health of the company’s 
employees for over a decade, adding to the auto-
motive giant’s ability to achieve profi table growth 
and contribute to the socio-economic success of 
the country.

Key outcomes of the Fleet Owner Workplace 
Programme:

 ■ Increase understanding around, and reduce 
the impact of, HIV and AIDS and other 
lifestyle diseases

 ■ Increase capacity to prevent and manage 
disease

 ■ Benefi t employee health, life expectancy and 
job retention

 ■ Information, education and screening 
around health issues

 ■ Assist fl eet owners to develop, implement, 
monitor and evaluate a sustainable 
Workplace Wellness Programme (including 
the development of policies, systems and 
processes).

New Hino freighter

An important new model has been added to Hino 
SA’s popular 500-Series range of trucks in the form 
of the 6×2, long-wheelbase 2626 freight carrier, 

which has an excellent payload capability, a fuel-
effi  cient powertrain and Hino’s highly competitive 
lifetime costs. (Th e 2626 model code refers to a 260 
hp engine and a GVM of 26 tons).

Th e introduction of this model extends the 
500-Series range to eight models, including a tip-
per and a four-wheel drive model as well as vari-
ous freight carriers. Previously Hino had only the 
shorter wheelbase 1626 and 1726 models with a tag 
axle to off er in the 6×2 market. Chassis were ex-
tended or shortened where required for the specifi c 
load type. Now the new longer wheelbase 2 626 de-
rivative off ers a signifi cant improvement of 2 000kg 
in  payload.

Th e Hino 500-Series 2626 has a very high spec-
ifi cation level and for many applications it can be 
considered as a worthy alternative to a more expen-
sive extra-heavy category truck.

Th e power unit is the new Hino J08E model 
which is a direct injection, common rail, turbo-
charged six-cylinder engine of 7,7-litre capacity, 
which complies with Euro IV regulations. It pro-
duces 184kW@2  500r/min together with 739N.m 
of torque at 1 500r/min. It drives through an Eaton 
nine-speed transmission. ■

Working Wheels

The sales and support team from Hino SA who contributed towards winning two awards 
at the Hino Motors regional meeting in Dubai are (from left): Charles Araujo (Regional 
Sales Support Manager), Edmund Veeriah (National Manager Government and Tender), 
IJ Greeff (Senior Sales Manager), Marius Cramer (Regional Sales Support Manager) and 
Arthur Frazer (Strategic Accounts Manager).

The new Hino 500-Series 2626 heavy 
duty freighter.

With Conti360° Fleet Services, South 
African fl eets get an all round professional 
tyre service.
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Robert Bosch GmbH has won a special award for fu-
ture-oriented technology in the field of electronics 
remanufacturing among the 25 companies listed in 
the Green Directory for Automechanika Frankfurt, 
which takes place from September 16–20.

Robert Bosch gained the highest score for 
its system of remanufacturing electronic auto-
motive components. Explaining the jury’s deci-
sion, Dr Gerhard Angerer of Fraunhofer Institute 
for Systems and Innovation Research ISI said, 
“Repairing, reconditioning and reselling defective 
electronic components is a future-oriented technol-
ogy that is growing in importance. Robert Bosch 
GmbH has made supplying exchange electronic 
automotive components an economically attractive 
proposition, which represents a breakthrough in 
the practice of throwing away defective electronic 
products and means valuable raw materials are kept 
in the economic cycle.”

The jury’s report also states: “Remanufacturing 
electronic components requires in-depth knowl-
edge of the system architecture and complex test al-
gorithms. The technology is applicable to both cars 
and trucks and is a model for other product groups 
where a throw-away mentality still exists today, e.g., 
in the field of entertainment electronics.”

The 25 exhibitors with particularly sustain-
able and resource-friendly products to be listed in 
the ‘Green Directory’ guide for visitors have been 
selected from 44 applications. 17 entries (39%) 
came from companies based in Germany, 27 from 
other countries (61%).

All entries were examined with regard to their 
innovativeness and sustainability. Points are then 

given in the subsequent analysis of material and 
energy efficiency and emissions balance. The 25 en-
trants with the highest number of points are listed 
in the Green Directory, the ecological visitor guide 
to Automechanika 2014, which will be distributed 
at the fair and be available for downloading as an e-
paper from www.automechanika.com at the end of 
August. On and in the exhibition halls, visitors will 
also find a striking green leaf as an orientation aid.

More information on Automechanika Frankfurt 
on www.automechanika.com and then go to the 
Frankfurt hot button.

There was a good attendance of stakeholders at the 
recent launch of TransAfrica, a transport, infra-
structure and investment expo which is to be held 
at the Johannesburg Expo Centre from October 7-9. 
Speakers at this three-day event will include cabinet 
ministers and other senior government officials as 
well as a number of prominent speakers from SA 
and abroad.

October is Transport Month in South Africa 
and TransAfrica will be a major feature of the na-
tional focus on the transport aspects of infrastruc-
ture development and forward planning by the gov-
ernment during this month.

This is the second TransAfrica conference and 
exhibition to be held in Johannesburg and it is more 
relevant than ever before, because transport–in all 
its facets–is a key driving ingredient for the success 
of the government’s National Development Plan be-
ing rolled out.

TransAfrica is very much about “Moving from 
Policy to Reality” as time is the essence in this 
sphere of development, because most transport-
related projects need long lead times and usually 

involve a lengthy process to implement, particularly 
as regards the construction of new infrastructure.

The Acting Director General of the Department 
of Transport, Mawethu Vilana, was the keynote 
speaker at the launch function and stressed how 
the conference would have mutual benefits for all 
African countries that are currently developing im-
proved transport systems.

The DG went on to spell out a host of important 
improvements that had already taken place in the 
local transport environment and stressed the im-
portance of all stakeholders attending TransAfrica 
when many important announcmetns will be made 
and debated.
More information at www.transafricaexpo.co.za

The South African Automotive Week will provide 
the sector with a health check and a framework of a 
plan to re-energize its vision of doubling vehicle pro-
duction within the next five years, automotive indus-
try leaders believe. South African Automotive Week 
(SAAW 2014), hosted every two years, is expected to 
attract over 10 000 automotive and allied role players 
when it is hosted at Gallagher Convention centre in 
Midrand in Gauteng from October 13–17.

Up to  600 industry delegates, including the 
CEO’s of several South African OEMS, will deliber-
ate on issues affecting its performance and progress 
on achieving its Vision 2020 targets.

High on the agenda of the Two-day Industry 
Conference are developments that have changed the 
global automotive landscape, including the tragic 
collapse of Australia’s auto sector and the develop-
ment of a powerful new auto manufacturing hub 
in Nigeria.

More information at www.saaw.co.za ■
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South African Vehicle Sales Figures at the End of July 2014

TOP 5 PASSENGER CAR MARKET BY TYPE FOR JULY 2014

SEGMENT TYPE 2014 SHARE 2013 SHARE

ENTRY CARS

VW POLO Vivo 
Hatch/Sedan

2 887 7.3% 3 574 8.9%

TOYOTA Etios 1 618 4.1% 2 122 5.3%

FORD Figo 1 188 3.0% 1 313 3.3%

CHEV Spark 958 2.4% 737 1.8%

HYUNDAI 
Grand i10

717 1.8% 0 0.0%

ENTRY CARS TOTAL 9 919 24.9% 11097 27.5%

SUB-SMALL

VW Polo 2 832 7.1% 2 169 5.4%

HYUNDAI i20 1 233 3.1% 1 951 4.8%

HYUNDAI 
Accent

686 1.7% 72 0.2%

KIA Rio 657 1.7% 912 2.3%

FORD Fiesta 614 1.5% 885 2.2%

SUB-SMALL TOTAL 8 254 20.7% 8 512 21.1%

SMALL

TOYOTA Corolla 
Quest

1 149 2.9% 0 0.0%

TOYOTA Corolla 856 2.2% 1 774 4.4%

VW Golf 7 563 1.4% 908 2.2%

CHEV Cruze 356 0.9% 356 0.9%

NISSAN Almera 342 0.9% 366 0.9%

SMALL TOTAL 6 758 17.0% 7 543 18.7%

MEDIUM

MERCEDES 
C-Class

1 370 3.4% 1 017 2.5%

BMW 3-Series 937 2.4% 1 137 2.8%

AUDI A4 339 0.9% 632 1.6%

HONDA Accord 56 0.1% 12 0.0%

BMW 4-Series 43 0.1% 0 0.0%

MEDIUM TOTAL 2 940 7.4% 3 104 7.7%

LARGE

MERCEDES 
E-Class

112 0.3% 196 0.5%

AUDI A5 
Sportback

82 0.2% 87 0.2%

BMW 5-Series 73 0.2% 153 0.4%

AUDI A5 
Coupe/Cabriolet

66 0.2% 68 0.2%

VOLVO S60 53 0.1% 63 0.2%

LARGE TOTAL 536 1.3% 762 1.9%

LUXURY

MERCEDES 
S-Class

43 0.1% 1 0.0%

BMW 6-Series 20 0.1% 41 0.1%

MERCEDES 
CLS

17 0.0% 8 0.0%

PORSCHE 
Panamera

11 0.0% 19 0.0%

BMW 7-Series 10 0.0% 5 0.0%

LUXURY TOTAL 113 0.3% 91 0.2%

TOP 5 PASSENGER CAR MARKET BY TYPE FOR JULY 2014

SEGMENT TYPE 2014 SHARE 2013 SHARE

MPV

TOYOTA Avanza 496 1.2% 502 1.2%

MERCEDES 
B-Class

162 0.4% 167 0.4%

SUZUKI Ertiga 102 0.3% 0 0.0%

VW T5 Kombi 91 0.2% 92 0.2%

HYUNDAI H1 70 0.2% 111 0.3%

MPV TOTAL 1 217 3.1% 1 302 3.2%

SUV

HYUNDAI iX35 1 338 3.4% 238 0.6%

TOYOTA 
Fortuner

885 2.2% 943 2.3%

TOYOTA RAV 463 1.2% 398 1.0%

FORD Kuga 419 1.1% 436 1.1%

RENAULT 
Duster

317 0.8% 0 0.0%

SUV TOTAL 6 942 17.4% 5 914 14.7%

SPORT AND 
EXOTICS

TOYOTA 86 47 0.1% 70 0.2%

JAGUAR F-Type 23 0.1% 29 0.1%

PORSCHE 911 22 0.1% 23 0.1%

MERCEDES 
SLK

15 0.0% 17 0.0%

PORSCHE 
Boxster

12 0.0% 13 0.0%

SPORT AND EXOTICS TOTAL 173 0.4% 260 0.6%

CROSSOVER

FORD EcoSport 1 005 2.5% 0 0.0%

NISSAN 
Qashqai

483 1.2% 264 0.7%

JEEP Compass 187 0.5% 190 0.5%

NISSAN Juke 172 0.4% 352 0.9%

AUDI Q5 167 0.4% 143 0.4%

CROSSOVER TOTAL 2 932 7.4% 1 778 4.4%

GRAND TOTAL 39 784 40 363

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

The Ford EcoSport broke through the 1 000-unit a month barrier 
for the fi rst time in July.
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continued on next page 

TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR JULY 2014 

MANUFACTURER TYPE 2014 SHARE 2013 SHARE

VOLKSWAGEN SA

VW POLO Vivo 
Hatch/Sedan

2 887 7.3% 3 574 8.9%

VW Polo 2 832 7.1% 2 169 5.4%

VW Golf 7 563 1.4% 908 2.2%

VW Polo Sedan 368 0.9% 360 0.9%

AUDI A4 339 0.9% 632 1.6%

VOLKSWAGEN GROUP SA TOTAL 9 248 23.2% 9 842 24.4%

TOYOTA

TOYOTA Etios 1 618 4.1% 2 122 5.3%

TOYOTA Corolla 
Quest

1 149 2.9% 0 0.0%

TOYOTA 
Fortuner

885 2.2% 943 2.3%

TOYOTA Corolla 856 2.2% 1 774 4.4%

TOYOTA Avanza 496 1.2% 502 1.2%

TOYOTA TOTAL 6 208 15.6% 6 916 17.1%

AMH

HYUNDAI iX35 1 338 3.4% 238 0.6%

HYUNDAI i20 1 233 3.1% 1 951 4.8%

HYUNDAI 
Grand i10

717 1.8% 0 0.0%

HYUNDAI 
Accent

686 1.7% 72 0.2%

KIA Rio 657 1.7% 912 2.3%

AMH TOTAL 5 951 15.0% 5 864 14.5%

FMC

FORD Figo 1 188 3.0% 1 313 3.3%

FORD EcoSport 1 005 2.5% 0 0.0%

FORD Fiesta 614 1.5% 885 2.2%

FORD Kuga 419 1.1% 436 1.1%

FORD Focus 220 0.6% 391 1.0%

FMC TOTAL 3697 9.3% 3575 8.9%

GMSA/ISUZU 
TRUCKS

CHEV Spark 958 2.4% 737 1.8%

CHEV Aveo 387 1.0% 293 0.7%

CHEV Cruze 356 0.9% 356 0.9%

CHEV Sonic 257 0.6% 167 0.4%

CHEV Captiva 199 0.5% 178 0.4%

GMSA TOTAL 2 720 6.8% 2 053 5.1%

MERCEDES-BENZ 
SA

MERCEDES 
C-Class

1370 3.4% 1017 2.5%

MERCEDES 
A-Class

196 0.5% 202 0.5%

MERCEDES 
M-Class

190 0.5% 226 0.6%

MERCEDES 
B-Class

162 0.4% 167 0.4%

MERCEDES 
GLA

160 0.4% 0 0.0%

MERCEDES-BENZ SA TOTAL 2 470 6.2% 1 983 4.9%

BMW GROUP

BMW 3-Series 937 2.4% 1 137 2.8%

BMW 1-Series 237 0.6% 426 1.1%

BMW X3 167 0.4% 165 0.4%

BMW X5 156 0.4% 116 0.3%

BMW 2-Series 108 0.3% 0 0.0%

BMW GROUP TOTAL 2 047 5.1% 2 412 6.0%

RENAULT

RENAULT 
Sandero II

572 1.4% 0 0.0%

RENAULT 
Clio IV

437 1.1% 306 0.8%

TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR JULY 2014 

MANUFACTURER TYPE 2014 SHARE 2013 SHARE

RENAULT

RENAULT 
Duster

317 0.8% 0 0.0%

RENAULT 
Megane III

154 0.4% 142 0.4%

RENAULT 
Sandero

71 0.2% 457 1.1%

RENAULT TOTAL 1 569 3.9% 982 2.4%

NISSAN

NISSAN 
Qashqai

483 1.2% 264 0.7%

NISSAN Almera 342 0.9% 366 0.9%

NISSAN Juke 172 0.4% 352 0.9%

NISSAN Micra 112 0.3% 311 0.8%

NISSAN X-Trail 108 0.3% 173 0.4%

NISSAN TOTAL 1 386 3.5% 1 714 4.2%

HONDA

HONDA Brio 408 1.0% 294 0.7%

HONDA Ballade 223 0.6% 115 0.3%

HONDA CR-V 148 0.4% 219 0.5%

HONDA Jazz 81 0.2% 269 0.7%

HONDA Accord 56 0.1% 12 0.0%

HONDA TOTAL 955 2.4% 1014 2.5%

CHRYSLER SA

JEEP Grand 
Cherokee

223 0.6% 193 0.5%

JEEP Compass 187 0.5% 190 0.5%

JEEP Cherokee 122 0.3% 29 0.1%

JEEP Wrangler 95 0.2% 178 0.4%

DODGE 
Journey

61 0.2% 90 0.2%

CHRYSLER SA TOTAL 757 1.9% 771 1.9%

SUZUKI

SUZUKI Swift 297 0.7% 121 0.3%

SUZUKI Alto 139 0.3% 64 0.2%

SUZUKI Ertiga 102 0.3% 0 0.0%

SUZUKI Jimny 45 0.1% 67 0.2%

SUZUKI SX4 37 0.1% 26 0.1%

SUZUKI TOTAL 641 1.6% 313 0.8%

JAGUAR LAND 
ROVER

L-R Range 
Rover Evoque

132 0.3% 184 0.5%

L-R Discovery 4 127 0.3% 264 0.7%

L-R Range 
Rover Sport

100 0.3% 20 0.0%

L-R Freelander 2 54 0.1% 94 0.2%

JAGUAR XF 24 0.1% 62 0.2%

JAGUAR LAND ROVER TOTAL 482 1.2% 704 1.7%

MITSUBISHI 
MOTORS SA

MITSUBISHI 
ASX

117 0.3% 134 0.3%

MITSUBISHI 
Mirage

96 0.2% 0 0.0%

MITSUBISHI 
Pajero Sport

54 0.1% 8 0.0%

MITSUBISHI 
Pajero

32 0.1% 46 0.1%

MITSUBISHI 
Outlander

10 0.0% 11 0.0%

MITSUBISHI MOTORS SA TOTAL 313 0.8% 208 0.5%
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TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR JULY 2014 

MANUFACTURER TYPE 2014 SHARE 2013 SHARE

PCSA

PEUGEOT 107 97 0.2% 126 0.3%

PEUGEOT 208 70 0.2% 152 0.4%

PEUGEOT 2008 23 0.1% 1 0.0%

CITROEN C1 21 0.1% 65 0.2%

PEUGEOT 3008 12 0.0% 16 0.0%

PCSA TOTAL 276 0.7% 485 1.2%

FIAT GROUP

ALFA Giulietta 60 0.2% 41 0.1%

FIAT 500 47 0.1% 93 0.2%

FIAT 500L 45 0.1% 0 0.0%

FIAT Doblo 26 0.1% 3 0.0%

FIAT Panda 23 0.1% 22 0.1%

FIAT GROUP TOTAL 249 0.6% 219 0.5%

VOLVO CARS

VOLVO V40 86 0.2% 76 0.2%

VOLVO XC60 64 0.2% 44 0.1%

VOLVO S60 53 0.1% 63 0.2%

VOLVO V40 CC 18 0.0% 12 0.0%

VOLVO XC90 9 0.0% 4 0.0%

VOLVO CARS TOTAL 234 0.6% 209 0.5%

PORSCHE

PORSCHE 
Cayenne

47 0.1% 89 0.2%

PORSCHE 
Macan

39 0.1% 0 0.0%

PORSCHE 911 22 0.1% 23 0.1%

PORSCHE 
Boxster

12 0.0% 13 0.0%

PORSCHE 
Panamera

11 0.0% 19 0.0%

PORSCHE TOTAL 138 0.3% 163 0.4%

SUBARU

SUBARU 
Forester

76 0.2% 55 0.1%

SUBARU WRX 20 0.1% 2 0.0%

SUBARU 
Outback

15 0.0% 6 0.0%

SUBARU XV 15 0.0% 24 0.1%

SUBARU BRZ 0 0.0% 2 0.0%

SUBARU TOTAL 126 0.3% 90 0.2%

MAHINDRA

MAHINDRA 
XUV

62 0.2% 63 0.2%

MAHINDRA 
Quanto

19 0.0% 19 0.0%

SSANGYONG 
Korando

16 0.0% 13 0.0%

MAHINDRA 
Xylo

12 0.0% 0 0.0%

MAHINDRA 
Scorpio

3 0.0% 3 0.0%

MAHINDRA TOTAL 114 0.3% 99 0.2%

GWMSA TOTAL

GWM H5 35 0.1% 71 0.2%

GWM C10 28 0.1% 34 0.1%

GWM Florid 26 0.1% 3 0.0%

GWMSA TOTAL 107 0.3% 108 0.3%

TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR JULY 2014 

MANUFACTURER TYPE 2014 SHARE 2013 SHARE

TATA

TATA B-Line 31 0.1% 425 1.1%

TATA Indica 
Vista

8 0.0% 36 0.1%

TATA Manza 6 0.0% 32 0.1%

TATA Indica 0 0.0% 2 0.0%

TATA TOTAL 45 0.1% 495 1.2%

AAD

CHERY J2 32 0.1% 25 0.1%

CHERY Tiggo 8 0.0% 34 0.1%

CHERY QQ3 3 0.0% 61 0.2%

CHERY J3 1 0.0% 4 0.0%

CHERY J1 0 0.0% 3 0.0%

AAD TOTAL 44 0.1% 127 0.3%

FERRARI

FERRARI 458 
Speciale

3 0.0% 0 0.0%

FERRARI 458 
Spider

2 0.0% 5 0.0%

FERRARI F12 1 0.0% 3 0.0%

FERRARI FF 0 0.0% 1 0.0%

FERRARI 458 
Italia

0 0.0% 5 0.0%

FERRARI TOTAL 6 0.0% 16 0.0%

MASERATI

MASERATI 
Quattroporte

1 0.0% 0 0.0%

MASERATI 
GranTurismo

0 0.0% 1 0.0%

MASERATI TOTAL 1 0.0% 1 0.0%

GRAND TOTAL 39 784 100.0% 40 363 100.0%

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

TOP 5 SELLING PASSENGER CARS FOR JULY 2014

TYPE 2014 2014 SHARE

VW Polo Vivo Hatch/Sedan 2 887 7.3%

VW Polo 2 832 7.1%

TOYOTA Etios 1 618 4.1%

MERCEDES C-Class 1 370 3.4%

HYUNDAI iX35 1 338 3.4%

39 784

TOP 5 SELLING LIGHT COMMERCIAL VEHICLES FOR JULY 2014

TYPE 2014 2014 SHARE

TOYOTA Hilux 3 117 20.7%

FORD Ranger 2 564 17.0%

NISSAN NP200 1 442 9.6%

TOYOTA Quantum 1 405 9.3%

ISUZU KB 1 379 9.1%

15 075

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 JULY 2014

NAAMSA 
STANDARD

TYPE 2014 SHARE 2013 SHARE

SUB ONE-TON

NISSAN NP200 1 442 9.6% 1 662 10.8%

CHEV Utility 1 297 8.6% 1 587 10.3%

DAIHATSU Gran 
Max

120 0.8% 106 0.7%

CHEV Lumina 
UTE

0 0.0% 15 0.1%

CHEV Corsa 
Utility

0 0.0% 0 0.0%

SUB ONE-TON TOTAL 2 859 19.0% 3 370 21.9%

ABOVE ONE-TON 
DCAB

FORD Ranger 1 326 8.8% 1 090 7.1%

TOYOTA Hilux 1 217 8.1% 1 143 7.4%

ISUZU KB 500 3.3% 398 2.6%

VW Amarok 215 1.4% 338 2.2%

NISSAN NP300 
Hardbody

189 1.3% 138 0.9%

ABOVE ONE-TON DCAB TOTAL 4 067 27.0% 3 824 24.8%

ABOVE ONE-TON 
SCAB

TOYOTA Hilux 1 623 10.8% 1 725 11.2%

FORD Ranger 864 5.7% 507 3.3%

ISUZU KB 706 4.7% 840 5.5%

NISSAN NP300 
Hardbody

450 3.0% 765 5.0%

HYUNDAI H100 
Bakkie

422 2.8% 227 1.5%

ABOVE ONE-TON SCAB TOTAL 5 028 33.4% 5 188 33.7%

ABOVE ONE-TON 
XCAB

FORD Ranger 374 2.5% 279 1.8%

TOYOTA Hilux 277 1.8% 291 1.9%

ISUZU KB 173 1.1% 141 0.9%

MAZDA BT-50 98 0.7% 75 0.5%

MITSUBISHI 
Triton

10 0.1% 16 0.1%

ABOVE ONE-TON XCAB TOTAL 943 6.3% 821 5.3%

MINIBUS

TOYOTA 
Quantum

1 338 8.9% 1 295 8.4%

NISSAN NV350 
Taxi

177 1.2% 0 0.0%

VW Caddy 72 0.5% 43 0.3%

FORD Tourneo 
Custom

52 0.3% 54 0.4%

VW T5 
Transporter 
Cr-Bus

29 0.2% 40 0.3%

MINIBUS TOTAL 1 682 11.2% 1 456 9.5%

PANEL VAN

VW Caddy 115 0.8% 171 1.1%

TOYOTA 
Quantum

67 0.4% 56 0.4%

CHEV Spark 62 0.4% 92 0.6%

FORD Transit 
Custom

55 0.4% 50 0.3%

NISSAN NV200 41 0.3% 87 0.6%

PANEL VAN TOTAL 496 3.3% 734 4.8%

GRAND TOTAL 15 075 100.0% 15 393 100.0%

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

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

MANUFACTURER CATEGORY 2014 SHARE

MERCEDES-BENZ SA

MCV 184 7.1%

HCV 54 2.1%

XHV 384 14.8%

BUS 21 0.8%

MERCEDES-BENZ SA TOTAL 643 24.9%

GMSA/ISUZU TRUCKS

MCV 201 7.8%

HCV 101 3.9%

XHV 52 2.0%

BUS 3 0.1%

GMSA TOTAL 357 13.8%

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

MANUFACTURER CATEGORY 2014 SHARE

TOYOTA

MCV 212 8.2%

HCV 90 3.5%

XHV 35 1.4%

TOYOTA TOTAL 337 13.0%

UD TRUCKS

MCV 58 2.2%

HCV 107 4.1%

XHV 121 4.7%

UD TRUCKS TOTAL 286 11.1%

VOLVO TRUCKS
XHV 232 9.0%

BUS 7 0.3%

VOLVO TRUCKS TOTAL 239 9.2%

SCANIA
XHV 132 5.1%

BUS 9 0.3%

SCANIA TOTAL 141 5.5%

MAN

HCV 2 0.1%

XHV 65 2.5%

BUS 51 2.0%

MAN TOTAL 118 4.6%

IVECO

MCV 40 1.5%

HCV 5 0.2%

XHV 49 1.9%

BUS 4 0.2%

IVECO TOTAL 98 3.8%

TATA

MCV 28 1.1%

HCV 35 1.4%

XHV 17 0.7%

BUS 10 0.4%

TATA TOTAL 90 3.5%

VOLKSWAGEN GROUP SA MCV 66 2.6%

VOLKSWAGEN GROUP SA TOTAL 66 2.6%

FAW

MCV 3 0.1%

HCV 21 0.8%

XHV 30 1.2%

FAW TOTAL 54 2.1%

POWERSTAR XHV 41 1.6%

POWERSTAR TOTAL 41 1.6%

BABCOCK
HCV 0 0.0%

XHV 30 1.2%

BABCOCK TOTAL 30 1.2%

AMH MCV 22 0.9%

AMH TOTAL 22 0.9%

RENAULT TRUCKS XHV 21 0.8%

RENAULT TRUCKS TOTAL 21 0.8%

FMC MCV 16 0.6%

FMC TOTAL 16 0.6%

JMC MCV 11 0.4%

JMC TOTAL 11 0.4%

FIAT GROUP MCV 9 0.3%

FIAT GROUP TOTAL 9 0.3%

PCSA MCV 7 0.3%

PCSA TOTAL 7 0.3%

VOLVO BUS BUS 1 0.0%

VOLVO BUS TOTAL 1 0.0%

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 2 587 100.0%

Figures courtesy of SA Department of Trade and Industry and Lightstone Auto
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Now Zimbabwe Wants Local 
Car Assembly

 Zimbabwe is the latest African country looking to 
local vehicle assembly to bring down the cost of new 
vehicles and decrease the use of foreign exchange. 
Recent reports in the media say that it seems fi nance 
minister Patrick Chinamasa wants to push through 
a policy to promote the importation of vehicles in 
knocked down form for local assembly.

Higher tariff s will then be imposed on import-
ed new vehicles mainly sourced from South Africa.

Chinamasa added that it was also a way to in-
crease employment. He said the vehicle franchise 
holders and dealerships should “insist with the 
manufacturer to send knocked-down kits (for local 
assembly) as this was the direction we are going.”

However, commentators in the Zimbabwean 
motor industry have raised concerns that is aimed 
at protecting the struggling government-owned 
Willowvale Mazda Motor Industries, located about 
10km from Harare.

Th e other signifi cant vehicle assembler in 
Zimbabwe is Quest Motor Manufacturers in 
Mutare. A third plant, AVM Africa, now makes 
only truck and bus bodies and no longer assembles 
complete vehicles.

Willowvale was established in 1961 when Ford 
of Canada exported a complete assembly plant 
which was erected in what was then Rhodesia to as-
semble a range of Ford models. It was bought by the 
Industrial Development Corporation in 1967 when 
it assembled a number of brands under contract, 
including Alfa Romeo, Peugeot, Nissan (Datsun), 
Toyota, BMW and Mazda and has remained gov-
ernment controlled ever since.

In 1989 the Zimbabwean government signed a 
joint venture with Mazda of Japan for technical sup-
port. Th is plant is considered one of the most fl ex-
ible in the world, being able to assemble passenger 
cars, light commercials and trucks. However it is 
currently running at about 5% capacity assembling 
Mazda3 cars and BT50 one-ton pick-ups.

Quest Motor Manufacturers, which in the past 
assembled Land Rover, Mitsubishi, Peugeot and 

Nissan cars and light commercials, as well as Volvo 
trucks and buses, now concentrates on Chinese 
products Chery, Foton and JMC. However they are 
evidently priced too high for the market and sales 
have been poor.

Th is announcement by Zimbabwe follows a 
similar one by the Nigerian government earlier in 
the year which has seen Nissan start local assembly 
in that country in conjunction with local conglom-
erates the Stallion Group. ■

Ford looking to Factories 
in Africa

Ford’s senior management was far more outspo-
ken about building more factories in Africa when 
speaking in the US compared to what they had to 
say when in SA recently.

Speaking on the eve of the US Africa Business 
Forum in Washington Ford’s head of operations in 
the Middle East and Africa Jim Benintende said his 
plan for the region included increasing the number 
of Ford factories in Africa beyond the two in SA 
(Silverton and Port Elizabeth) “with Nigeria being 
considered as an option.”

Benintende is touring the continent to explore 
Ford’s options in the region. He said he expects to 
submit a proposal to Ford CEO Mark Fields next 
year with a detailed plan on how many factories and 
dealerships the company needs to add.

“Since 2005, we’ve exported $9 billion worth of 
vehicles and parts out of South Africa to the rest of 
the world,” Benintende said. “We can see our busi-
ness improving in Africa. So we want to be there.” ■

Exports from SA Tumble

Exports of built up vehicles from South Africa into 
other African countries have taken a dive both in 
July and year-to-date for the fi rst seven months of 
2014. Total exports for July this year at 5 294 units 
were 26% lower than the 7 179 vehicles shipped in 
the same month a year ago. Th e situation was slight-
ly better on a year-to-date basis for the fi rst seven 
months of the year, but exports of 39 076 units into 
Africa so far this year are 21% lower than for the 
same period in 2013 when 49 422 units were shipped.

Evidently the terrorist attacks and Ebola out-
breaks in certain markets are aff ecting sales nega-
tively while the uncertainly about the government 
regulations for the motor industry in Nigeria has 
resulted in OEMs building up stockpiles of new 
models and this has impacted on deliveries into that 
country in July.

Although Toyota remains the unchallenged 
leader, with huge markets in Nigeria and Algeria, 
it is Ford that is on the move. Th e US company 
exported more Ford Rangers in July (1  526) than 
Nissan’s total exports of 1  234 units. However, it 
must be remembered that Nissan has started low 
volume assembly in Nigeria.

However, Nissan (7 016 units) still holds a slen-
der lead over Ford (6 814 units) on a YTD basis. But 
they are both still way behind Toyota with 19 521 
units exported between January and July this year. 
However, this was still 35% down on the 30  225 
units shipped in the fi rst seven months of 2013. ■

Auto Africa Zambia

Interest in Auto Africa Zambia 2014 continues to 
grow as more exhibitors come on board to par-
ticipate in this pioneer automotive aft ermarket 
business-to-business event taking place at the New 
Government Complex, Lusaka, on August 28–29.

Exhibitors such as the Partinform Group, rep-
resenting leading national and international brands 
(including Federal Mogul Group, Bosch, GUD, SKF, 
Willard, Monroe, RAM), leading suppliers such 
as Diesel-Electric, Precision Power Components, 
Partquip, Leaderquip, Metaforge, Harry’s Tyres 
and Leader Tread and OEM’s General Motors, Ford 
Tata Motor, BUK Truck Parts of Lusaka and sev-
eral service providers to the automotive sector, all 
leaders in their respective fi elds, will be exhibiting 
at Auto Africa Zambia as the event is seen to be a 
valuable new business platform for the Zambian 
automotive sector.

Th e Automotive Conference that will take place 
during the show will provide a fresh horizon for the 
automotive sector in Zambia to explore the oppor-
tunities for growth and expansion, with speakers 
such as the Hon. Yamfya Mukanga, Minister of 
Transport, Nico Vermeulen, CEO of NAAMSA 
and Ewald Faulstich, Director of Automotive 
Aft ermarket, Robert Bosch Southern Africa, pro-
viding an indication of the quality of speakers and 
high level of information sharing and debate that 
can be expected. ■

Vehicle assembly at Quest Motors 
in Zimbabwe.

Ford exported more Rangers in July.
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Th e coolest thing about Toby Venter buying 
Kyalami is that the Porsche tycoon has cars, racing 
and the soul of the original Kyalami in his blood. 
A few days aft er the announcement in late July, 
Rapport’s Egmont Sippel asked me to compile a few 
thoughts on Kyalami for inclusion in a Sunday “ex-
clusive” he was doing on Kyalami.

Eggie felt I had more of a feel for the circuit 
than he did, as I fi rst visited the track in 1965 
for the running of the Rand Winter Trophy, and 
fell in love with a certain red 1963 Ford Galaxie 
which barrelled past me on the old straight at 
something approaching 220 km/h, and that 
was before reaching the Dunlop Bridge! RIP, 
Bobby Olthoff .

Th e Rapport feature article turned out to be 
compiled in the Sippelonian Institute’s inimi-
table style, combining incredibly wide-ranging, 
seemingly disparate aspects of the Kyalami saga; 
all seamlessly bound together by his unique vi-
sion, in a cohesive whole that made (according to 
my Afrikaans friends who are fully conversive 
with Egmont’s high-powered prose) a wonderful 
read. It is for these kinds of article that Mr Sippel 

is a multiple Journalist of the Year award winner 
amongst motoring writers.

One of the points I hoped he’d get across from 
my point of view was that the wretched bomas 
(those drab brick structures with shabby thatched 
roofi ng) that have robbed spectators of the best 
viewing spots at the “new” Kyalami, needed to go. 
I was thus delighted to learn, in conversation with 
Toby Venter’s media specialist at Porsche, Christo 
Kruger, that yes, that was one of the fi rst thing Toby 
was planning to do. Bulldoze the bomas. Yay!

I remember when the re-vamped Kyalami was 
developed, deleting at a stroke of a pen that famous 
long straight, so unique in the world of F1 that in 
1985 at the height of the turbo era, Ayrton Senna 
told this journalist that he was worried about the 
Renault engine in his JPS Lotus blowing, as it would 
be extending itself like nowhere else in Europe, 
Australia or the Far East. And that’s what happened. 
Ja, a humble Pretoria News motoring editor, wet be-
hind the ears like me, could in those days simply 
stop by the JPS gazebo in the paddock, (protected by 
bunting!!!) and speak to Ayrton and his team mate, 
Elio de Angelis.

I remember the tragedy of the 1977 SA Grand 
Prix better than most at the circuit. I was sitting on 
the bank at Crowthorne, on the illegal side of the 
grand stand fence – the marshals tried to move us 
about a dozen times and eventually gave up – when 
poor old Tom Pryce’s Shadow slammed head on 
into the bank right in front of me. It was a shock-
ing experience and that car very nearly ramped over 
Jacques Lafi tte’s Ligier into the crowd.

I saw his car veer to the left  and take out a brake 
marker on the inside of the track, and then it didn’t 
slow down….

Aft er ramping the Ligier, It slammed into the 
earth bank at probably about 230 km/h. Of course 

Kyalami – Memories and Hopes for the Future

continued on next page Bobby Olthoff winning the 1965 Rand Winter Trophy saloon event in his 1963 Ford Galaxie.
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I remember when the re-vamped 
Kyalami was developed, deleting at 

a stroke of a pen that famous long 
straight, so unique in the world of F1 

that in 1985 at the height of the turbo 
era, Ayrton Senna told this journalist 

that he was worried about the Renault 
engine in his JPS Lotus blowing
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we didn’t know he was already dead when he ar-
rived there, having hit a marshal way up before the 
Dunlop Bridge, the marshal’s fi re extinguisher ef-
fectively taking off  Tom’s head..

Ah, the Dunlop bridge, shaped like half a tyre 
that you could use to cross the track on foot. Apart 
from that bridge the major track features were not 
commercial. Corners had proper names, given not 
in the hope of schmoozing sponsors, but mean-
ingful ones like Barbeque, Sunset, Clubhouse, 
the Esses.

Th e day they gave away those corner names to 
corporates was almost as sad as when they emas-
culated the track, because next thing you knew, a 
corner named aft er a copying machine or whatever 
wasn’t called that anymore. It was called aft er, may-
be a telephone company, for a while.

Except for Wesbank, which was there from 
1983, and funnily enough the corner is still called 
that, the one that turns left  on top of the hill now 
instead of right, when it was called Leeukop, af-
ter the prison, or the hillock and led onto that 
still revered straight that is now part of the 
business park.

So, back in November 1966, you could meet 
someone at Leeukop, sometime during the Nine 
Hour, by pre-arrangement, long before the age of 
cell phones. Now, well people don’t bother. Th e 
last Nine Hour commemorative I attended, sitting 
outside a corner that may or may not still be called 
“Nashua”, there were fi ve other spectators there. 
And we didn’t know what the hell was going on.

Back then, you could always understand what was 
going on because they had real commentators, 
Tony Woodley and Roger McCleery to name a few. 
Th ank goodness Roger is still around. Th ey knew 
their stuff  and they were in it for the sport, not like 
some of the complete show-off s, alternating with 
dullards, that racing oft en employs today. Okay, a 
guy like Graeme Nathan, he’s okay! But he’s racing 
his Golf most of the time.

And they had a PA that worked, remarkable in 
those old days of old wires strung between poles. 

For the past decade Kyalami hasn’t had a PA wor-
thy of the name, even in this wireless age! Probably 
because the powers that be couldn’t call it “the 
Telkom PA” system (and milk a whole lot of money 
out of it), which, come to think of, they may have 
been able to!

Yeah, Toby highlighted that too. A PA is high 
on his list of things to do. Next, he must start dic-
tating to MSA what they will run at the track and 
not the other way around. For too long the tail has 
been wagging the dog, for too long politics and the 
lure of oft en-transient sponsorship deals have been 
foisting yet another race series aft er meaningless 
race series upon us.

Toby, tell MSA what you want to run. If the bu-
reaucrats don’t like it, run it without their blessing. 
Kyalami has the kind of pull of a very big doggy. 
And these days, it is illegal to cut off  a dog’s tail in 
puppyhood.

I’ll tell you what I’d like to see. Keep it simple. 
Firstly, a premier class, and whoever wins that is the 
South African Champion Driver. Even if it is a mod-
ifi ed sedan category, or a GT category (which would 
enable Porsche to enter!) Next, have a low-cost pro-
duction support event, and next, a one-make event 
for aff ordable hatches,. a motorcycle event, an his-
toric event, maybe a clubman’s’ event and that’s it. 
No more! And limit the mods to virtually zero on 
all classes and keep them that way. Th e cars must 
dip under braking, lean on corners, and slide if too 
much power is applied.

Th en promote the sport the way the Sharks 
showcase their team, and make heroes of the top 
drivers. Attract the journos back. Use Radio (Mix 
93,8 FM is a Midrand station!) and print. Don’t 

spend too much on TV. TV was one of the things 
that killed off  Kyalami way back! And there are 
too many competing channels these days. TV is 
for when the racing is right and the commentary is 
right, and the crowds are back.

Have rock concerts aft er the race! Th e Bowl 
area aft er Th e Mineshaft  is ideal for this, shaped 
like an amphitheatre. Tell the neighbours to grin 
and bear it! Jeesh, they have rock concerts at 
Greenpoint stadium in the heart of Cape Town, 
for goodness sake!

And then….. well, a lot of this has pretty much 
been said before by myself and many others who 
have the spirit of racing in their hearts’ interest. But 
now is a unique opportunity to implement a lot of it. 
Good luck, Toby Venter and Porsche. ■

The born-again ‘63 Galaxie -not the 
original - as raced these days by Sarel van 
der Merwe amongst others.

 continued from previous page

Michael Stephen racing to victory at the modern Kyalami. The track still produces good 
racing, but much needs to be done to get the spectators back!

Back then, you could always 
understand what was going 

on because they had real 
commentators, Tony Woodley and 

Roger McCleery to name a few.
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