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BY ROGER HOUGHTON

Th e massive growth in vehicle 
and component manufacture 
in SA, fuelled initially by the 
MIDP and subsequently the 
APDP, has been a major fac-
tor in the economic growth 
of the Rainbow Nation since 
1994. However, now there are 
warning signs that all is not 
well in the industry and the 
future is not looking as rosy 
as the past.

Th is was an observa-
tion of those who attended 
last week’s SA Automotive 
Week industry conference at 
Gallagher Estate. Th e organ-
isers put together an excellent 
and varied programme with 
many top-line speakers which 
had the fi nancial backing of 
the AIDC and its enthusias-
tic CEO Barlow Manilal and 
his team, but unfortunately 
attendance was disappoint-
ing and some of the speakers 
failed to pitch. (See AutoLive
Editorial on Page 3).

It is a great pity more 
of the top men and women 
in the industry did not take 
time out to attend this event 
as it was informative on a 
host of fronts and also very 
thought-provoking.

Th e conference kicked off  
on a chilling note with a key 
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CRUNCH TIME FOR SA!

Dr Johan van Zyl is not only the president of NAAMSA, but also heads up Toyota in Africa and South Africa.

(Above) Prof Goran Roos ,advisor 
to the Australian Government 
on the automotive sector and 
manufacturing strategy, was 
a keynote speaker at the SA 
Automotive Week conference.

(Right) Barlow Manilal, 
CEO of the Automotive 
Industry Development 
Centre (AIDC), 
performed very well as 
programme director of 
the SAAW conference 
with his succinct 
summing up of the 
presentations. He is  
seen here addressing 
guests at the networking 
function, hosted by the 
City of Tshwane.
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note address of the whys and where-
fores of the imminent collapse of the 
bulk of the Australian motor industry 
by Prof Goran Roos, who is an advi-
sor to the Australian Government re-
garding the automotive industry and 
manufacturing strategy.

He spelled out the danger signs 
that SA needed to watch out for if 
it did not want to follow the path 
that is leading to the demise of the 
Australian motor manufacturing 
industry. He said they are: rapid in-
creases in costs, primarily in labour 
and energy, an inability to produce 
vehicles and components competi-
tively due to comparatively low vol-
umes and the growth of new regional 
vehicle and component suppliers. 
He said that the latter threat for SA 
could lie in Nigeria’s ambitious plans 
to re-establish its local car-making 
business.

Prof Roos said component mak-
ers needed to have at least 70% of their 
business outside SA to survive the 
possible end of vehicle assembly in 
the country, which is a huge challenge

All three remaining vehicle 
manufacturers in Australia: General 
Motors (Holden), Toyota and Ford 
are expected to close up shop by 2018 
with the resultant loss of 17 000 jobs 
and another 30 000 – 40 000 posts in 
the supplier industry as well as the 
A$2-billion the industry contributes 
to the economy.

He said that low cost competi-
tion from Asian production hubs 
such as Th ailand not only played a 
big role in the Australian situation 
but are a real challenge for other car-
making countries. (In fact, Th ailand 
is currently out to attract many more 

vehicle-making ventures or expan-
sions of existing plants).

All this seems very relevant in the 
SA context.

Th e interest in the Nigerian au-
tomotive sector is growing apace 
and it was announced by the director 
general of the Nigerian Automotive 
Council, Aminu Jalal, another key 
note speaker, that already 23 com-
panies have signed commitments 
with technical partners to assemble 
vehicles in Nigeria following the an-
nouncement of that country’s devel-
opment plan for the industry.

Jalal said Nigeria was now working 
on a local content policy which would 
attract component suppliers. He said 
he hoped the SA industry would assist 
in developing the Nigerian industry 
as well as being component suppliers 
themselves.

Dr Johan van Zyl, the president 
of NAAMSA, who is also the presi-
dent and CEO of Toyota SA Motors 
and responsible for the African con-
tinent for Toyota Motor Corporation 
of Japan, made the observation that 

the only real opportunity for the SA 
automotive industry lay in the ben-
efi ciation of the country’s wide range 
of mineral resources as a real way of 
cutting costs.

He explained that the current 
average local content level in SA only 
40% per vehicle is produced locally, 
which amounts to 290kg of steel, 96 
kg of aluminium, 16kg of copper and 
3kg of resin, with the remainder be-
ing imported. (In this example the av-
erage amount of steel used in a locally 
built car was around 830kg, together 
with 235kg of aluminium, 16kg of 
copper and 68kg of resin).

“Should imports be reduced by 
10% an additional 103 000 tons of lo-
cal resources will be benefi ciated in 
SA, saving the country R2.5-billion a 
year,” explained Dr van Zyl.

He also posed the question: 
“Why does South Africa make only 
15% of the world’s catalytic convert-
ers when we have 80% of the world’s 
platinum reserves?”

Another presentation of concern 
was that delivered by Roger Pitot, who 
is now an advisor to the Department 
of Trade and Industry regarding the 
review of the APDP.

He said the programme was un-
able to fi x many of the costs relating 
to the motor industry, being ports, 
rail, and electricity charges as well 
as wage infl ation, strikes and skills 
shortages. He said it was essential for 
the government and the industry to 
work much closer together.

All in all it was a conference with 
plenty of food for thought. It is just a 
pity too few movers and shakers were 
there to listen to the current state of 
play so that action plans can be devel-
oped quickly to get the business back 
on track. ■
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The Malaysian Rubber Export 
Promotion Council was one 
of the international exhibitors 
in the display area at SA 
Automotive Week.

The interest in the Nigerian 
automotive sector is 

growing apace.
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Editor’s Note
APATHY OR ARROGANCE?

Readers of AutoLive will 
know that I have a particu-
lar dislike for people who say 
they are coming to events 
and then don’t pitch. I now 
have another gripe and this 
is the fact that so few sen-
ior members of our indus-
try attend important events 
such as the SA Automotive 
Week and the report back on 
KPMG’s annual, international executive survey. Is it a case of 
apathy or maybe arrogance because they think they know all 
the answers?

Th e SAAW held at Gallagher Estate recently provided an 
ideal opportunity to get up to date with the latest local and 
international developments. Th e line-up of speakers was im-
pressive and the topics thought-provoking and wide-ranging. 
But the turn-out for the two day conference was disappoint-
ing to say the least. It was also sad to see so few luminaries 
present for any length of time; in general they came, made 
their presentations and left .

Th e rows and rows of sparsely fi lled seats were a sad re-
fl ection on an industry that claims it is so important. Th e par-
tially fi lled hall was, in fact, a slap in the face for the speakers, 
all of whom had prepared presentations and many had trav-
elled far, some even internationally.

My biggest beef is with the government and political 
speakers who didn’t pitch. Th is was surely an ideal platform 
for diff ering views to be aired.

If the government is so serious about the importance 
of the motor industry where was Minister of Trade and 
Industry? Th is should have been a priority for him. His 
photo was even used in the pre-conference publicity blurb. 
In the end it was the Deputy Minister for Trade and Industry, 
Mzwandile Masina, who made a keynote address on behalf 
of the minister.

Representatives of NUMSA and the EFF failed to pitch 
for the panel discussion on their pet subject of labour. Th e 
title of the discussion was: “Labour Wellness and Stability: 
Steps towards a healthier outcome for all.”

Th en there was a fall out that most attendees expected. 
Th is was the no-show by the National Minister for Higher 
Education, Dr Blade Nzimande, who “had to attend a Cabinet 
meeting.” His stand-in was the CE of the National Skills 
Fund, Mvuyisi Macikama.

Th is makes sad reading and it seems the politicians are 
only paying lip service to the automotive industry they say is 
so important for the economy of the country. It was also a slap 
in the face for the show organisers, Inkanyezi Events, who did 
their best to put on a top class speaker line-up.

Roger Houghton,
Editor
houghtonr@mwebbiz.co.za

Th e SA Insurance Association 
is hopeful that about eight mil-
lion uninsured motorists could be 
forced to buy third party insur-
ance cover in the near future, ac-
cording to an article in Th e Times 
recently. It might cost R100 to R130 
per month and would cover only 
property-related damage and not 
injuries, which would still fall un-
der the Road Accident Fund and 
its successor the Road Accident 
Benefi t Scheme according to Gari 
Dombo of Alexander Forbes,

About two thirds of the vehi-
cles on our roads are not insured 
and many of those with insurance 
struggle to pay the monthly pre-
miums according to Dawie Buys 
of the SAIA. Th is meant the insur-
ance industry is paying about 70% 
of all claims for vehicle collisions 
and related damage. One fear is that 
motorists could adopt a no-pay atti-
tude to these premiums as they are 
doing with e-toll payments. ■

Tyres are in the news in SA for a variety of reasons, some 
good and some bad.

Despite the rise in sales of cheap, imported tyres 
and labour strikes Sumitomo Rubber Industry is forg-
ing ahead with a R1.1-billion investment in its factories 
in Ladysmith. Th e Japan-based company bought the SA 
operations of Apollo Tyres of India, together with the 
Dunlop brand name for R600-million last year.

Meanwhile Apollo SA has gone into business res-
cue for its local operations. It operates a tyre manufac-
turing plant in Durban. Th e company says its creditors 
are owed R164-million, while debtors owed the com-
pany R136-million. It has fi xed assets valued at R242-
million and inventory worth R256-million.

At the same time the SA Tyre Manufacturing 
Conference (SATMC) has announced that imports of 
passenger car tyres into SA had grown by 156% since 
2008, LCV tyres by 154% and truck tyres by 191% in 
the same period.

On the positive side Continental, one of the world’s 
leading tyre manufacturers, has reached an important 
milestone in its research project for the industrialisation 
of dandelion rubber in tyre production. As part of its re-
cent ContiWinterRoadshow 2014, Continental present-
ed the fi rst test tyres made from the innovative material 
that the company is calling TaraxagumT, derived from 
the botanical name for the dandelion (taraxacum). ■

WesBank’s third-quarter sales confi dence 
indicator shows that dealer confi dence is at a 
high for 2014 – and at a level last seen in April 
2013. Th e sales outlook is positive, as with the 
previous quarter, despite July’s slight interest 
rate hike of 25 basis points. According to the 
27th edition of Wesbank’s indicator dealers 
expect business sales to improve over the next 
three- and six-month periods. 

Confi dence and the associated outlook 
are being positively infl uenced by new model 
launches, a stable interest rate that is still rela-
tively low and marketing activities by OEMs.

Despite slowly rising interest rates, con-
sumers demand for vehicle fi nance remains 
robust, with September seeing an all-time 
record number of applications for vehicle 
fi nance, representing a 21% increase, year-
on-year. Th is is attributed to credit amnesty 
legislation introduced in March, which saw 
previously-blacklisted consumers re-entering 
the market for credit. 

An increasing number of buyers are seek-
ing value in the used car market. Applications 
for used vehicle fi nance grew 29%, year-on-
year, in September, and the used-to-new ve-
hicle sales ratio currently sits at 1.42:1. Th is 
represents year-on-year sales growth of 16% in 
the used market.

Consumers are also spending more – the 
average transaction value for both new and 
used vehicles continues to rise in line with CPI. 
Th e average new vehicle transaction price has 
risen steadily to R256 695 in September, while 
the average used car value has broken the 
R170 000 mark for the fi rst time, at R171 893.

WesBank initially forecasted a market 
decline 0.6% for the industry in 2014, with 
passenger cars down 2% and LCVs up 2%. 
However, it says prevailing economic condi-
tions require a revised forecast. WesBank now 
expects that the passenger car market will de-
cline 6.6%, with LCVs remaining stable, and a 
total market down 4.4%. ■

WesBank Hails New Vehicle Market Recovery

Compulsory Third 
Party Insurance?

Tyres in The News
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Component Makers 
Probed for Collusion

More than 80 automotive component manufac-
turers are under investigation by the Competition 
commission for allegedly colluding to fi x prices and 
dividing the market for the past 14 years.

What made this a double whammy for the 
industry is that this revelation was published on 
the day the SA Automotive Week opened at the 
Gallagher Estate. Th is was a setback for an industry 
facing crunch time on a number of fronts and the 
last thing it needed at the start of such an important 
conference was a scandal.

According to an article by Amanda Visser in 
Business Day the investigating was triggered when 
one of the fi rms in the cartels approached it for leni-
ency from prosecution in exchange for information.

Th e commission said its probe echoed similar 
investigations in the US, Europe and Asia. In fact, 
an insider involved with the SA component man-
ufacturers went as far as to say that it seemed the 
charges related to international price and market 
fi xing and it was not a “South African thing.”

A total of 121 individual components were list-
ed for investigation. Th ose aff ected included invert-
ers, electric power steering systems, rear sunshades, 
pressure regulators and spark plugs. Th e component 
manufacturers named were Japanese and included 
Denso, Maruyasu, Hitachi, Mitsubishi Electric 
Corporation, Tokai Rika, Panasonic Corporation, 
Futsaba Corporation and Fujitsu-Ten. Among the 
car makers they supply are: Toyota, Nissan, General 
Motors, Mazda and Ford.

Competition commissioner Tembinkosi 
Bonakele said the investigation joined similar in-
vestigations launched in other jurisdictions in-
ternationally. “Th e commission will prioritise 
the investigation of cases that involve automotive 
components that are in vehicles assembled in other 
countries and supplied to the South African mar-
ket”, he said. ■

Assembly Plant for Coega

Th e Coega Development Corporation (CDC), op-
erator of the Coega Industrial Development Zone 
(IDZ), last week announced that it will establish a 
Multi-Original Equipment Manufacturers (OEM) 
complex for the automotive assembly and compo-
nents manufacturing sectors in Zone 2 of its indus-
trial estate in Nelson Mandela Bay, South Africa.

Th e state-owned entity has earmarked 306 
hectares of land for automotive manufacturing in-
dustrial activity through its recently unveiled fi ve 
year strategic plan, which will embrace an OEM in-
dustrial clustering approach. Th e Multi-OEM com-
plex will house multiple vehicle assembly halls and 

shared service infrastructures. First, second, and 
third tier automotive component suppliers will all 
be brought together in one mega-automotive zone.  

Gustav Meyer, CDC’s business development 
manager for automotive industries, said that in 
emerging markets OEM industrial clustering is 
an accepted and prominent form of economic 
organization.

Th e envisaged Coega Multi-OEM complex will 
have shared facilities that will include a supplier 
park (56 hectares), an e-coating plant (3 hectares), a 
paint shop (3 hectares) and a vehicle distribution cen-
tre (3 hectares), among other amenities. Assembly 
halls under the vehicle manufacturer’s own brand 
name will be supported by a network of shared ser-
vices and facilities that will reduce assembly costs.

“Th e Coega Multi-OEM complex will make 
the IDZ highly attractive for foreign investors as 
it unlocks the advantages of dramatic reduction 
of transportation costs, skilled and common la-
bour pools and many other benefi ts,” Meyer said. 
Th e proposed complex has recently been demar-
cated as a Custom’s Controlled Area, off ering a duty 
and value added tax (VAT) suspended production 
environment.

According to an article by Roy Cokayne in 
Business Report the CDC’s head of marketing and 
communications, Ayanda Vilakazi, said that “about 
fi ve companies – some component manufacturers 
and a couple of OEMs” about investments in the 
CDC’s current fi nancial year which runs to the end 
of March 2015. ■

Paris Motor Show Wowed Them

Th e 2014 Paris Motor Show has just closed its doors 
aft er welcoming an amazing 1 253 513 visitors. It re-
mains the most visited show in the World.

With over 100 premieres, very high quality 
stands, an exceptional historical exhibition co-pro-
duced with INA, “Automobiles and Fashion” which 

attracted more than 75 % of the visitors and many 
other innovative events, the 2014 Paris Motor Show 
is still a prolifi c dream maker.

Th is edition has also been very positive for the 
exhibitors in terms of new contacts and order in-
takes which have been equal or higher than those of 
2012. On the test drive centre for electric and hybrid 
vehicles over 10 000 test drives were undertaken; 
20% more than in 2012.

Th e Motor Show workshops organised by the 
CCFA (the French Automobile Manufacturers’ 
Committee) took a step further in their refl ection 
concerning the world of cars by addressing eco-
nomic, social and technical subjects which are now 
essential to the audience.

Th e Show enjoyed outstanding international 
media coverage, with over 10 000 accredited jour-
nalists from 103 countries

Th e next Paris Motor Show will take place from 
October 1–16, 2016. ■

Hilux Launch “Ebola’d”

Th e launch of the Toyota Hilux Legend 45 special 
edition bakkie, which is taking place in the Cape 
this week, was to have been staged in Ghana but was 
relocated due to the threat of Ebola. (Th e launch of 
the Legend 35 took place in Madagascar). ■

R8.5bn Vehicles Stolen

Vehicles worth R8.5bn were stolen in SA in the year 
to end-February 2013 according to the SA Insurance 
Crime Bureau. Car hijacking made up 15% of the 
66 360 cases of vehicle theft  in the 12 month period 
according to a recent article in Business Day. R4.9b 
worth of vehicles were taken out of the country ac-
cording to Hugo van Zyl the COO of the bureau.

He added that the public “also fall victim when 
they unknowingly purchase cloned stolen vehicles 
from syndicates, with 25% unemployment and pov-
erty stoking the fi re for theft  in SA.” ■

The Peugeot Quartz Concept was one 
of the showstoppers at the recent Paris 
Motor Show, which attracted 1.2-million 
visitors. The Quartz is seen by the famous 
French company as portraying its vision 
for the crossover segment.

News Update

An artist’s impression of the Coega OEM 
Complex comprising vehicle assembly 
halls and shared service infrastructure 
in Zone 2 of the Coega Industrial 
Development with the adjacent Port of 
Ngqura in the background.
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This indicates that although price matters; vehicle 
quality, pre- and post-sales service (which contrib-
ute to brand reputation) are a key consideration for 
local automotive purchases; including lower-cost-
ing, ‘entry level’ buys.

Adding to this, a review of official sales fig-
ures for the period October 2013 to March 2014 
revealed that the more established, entry level au-
tomotive brands grew market share of between 1% 
and 6%. This is in contrast with lower-priced, new 
entrant brands which recorded losses in market 
share ranging between – 1% and – 4% during the 
same period.

It therefore appears that even for low cost ve-
hicles, South African consumers prefer to buy a 
car with ‘good return’ in terms of durability, de-
pendability and trade-in value. In some cases, 

opting for the lower priced, new entrant brand can 
come with draw backs, such as limited service and 
warranty plans.

A few of the new entrants, low cost automotive 
suppliers offer 3 year / 45,000 km service plans as 
compared with the more established automotive 
brands that offer 5 year / 100,000 km service plans 
for new vehicle purchases (and this includes their 
entry level models). Some of the new, lower-priced 
entrants are also much lighter on innovation and do 
not have boot lights, electric windows or radio.

According to Klaus Paur, Head of Ipsos’ Global 
Automotive, “consumers within recession-plagued 
and emerging markets look for the famous ‘value-
for-money’ offer by demanding practical func-
tionality while skipping on non-essential gadgets”. 
To avoid negative image effects caused by these 
stripped down versions, some vehicle makers 
have an interest to protect the core marque, and 
launch their low cost offering under a different 
(budget) brand”

In South Africa, it would be a wise approach 
to follow for those leading automotive brands 

suffering a decline in sales volumes in their new 
entrant brands during the October 2013 to March 
2014 period. With consumers prioritising quality, 
leading global suppliers have adopted an approach 
that has seen them manufacture market-entry 
level models that carry the car maker’s brand and 
are produced at quality standards similar to their 
higher level model ranges.

Based on experiences in the developed world and 
other developing markets, the more established 
automotive suppliers are convinced that the adop-
tion of this strategy is expected to deliver suc-
cess within entry-level markets where price and 
brand reputation are the most important purchase 
decision influencers. ■

MULTI-LAYER MICROFILTRATION − 
CO-ENGINEERING FOR FIRST-FILL QUALITY 
Leading car manufacturers have strict quality standards for oils they 
use to fi ll engines for the fi rst time. That is the reason we introduced 
microfi ltration. Every litre of oil produced passes through multi-layer 
microfi lters that trap different particles.

The result is oil that keeps engines closest to factory condition for longer.

INNOVATION REFINED  
Castrol works with the world’s leading car manufacturers to develop new 
technological innovations and co-engineer lubricants that exceed our partners’ 
unique technology requirements. 

Although Price Matters, Brand Reputation is 
Important for Low-Cost Vehicle Purchases

One in every three South African 
owners rated price as the most 
important purchase decision 
influencer, according to a recent 
study conducted by Ipsos. Price 
is followed by brand reputation, 
with roughly 16% of car owners 
placing great importance on the 
latter aspect.

Consumers within recession-
plagued and emerging markets 

look for the famous ‘value-for-
money’ offer by demanding 

practical functionality while skipping 
on non-essential gadgets

Some of the new, lower-priced 
entrants are also much lighter on 
innovation and do not have boot 
lights, electric windows or radio

http://www.autolive.co.za
http://www.castrol.com/en_za/south-africa.html
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BY ROGER HOUGHTON

Th e aura surrounding technical innovation and fo-
cussed engineering excellence is building a strong 
brand image for Subaru in South Africa. Besides 
producing cars that are reliable and durable Subaru 
is renowned for the fact that virtually all its models 
feature horizontally-opposed (boxer-type) engines 
with all-wheel drive.

According to the managing director of Subaru 
Southern Africa, Kazunori Suzuki, Subaru is cur-
rently third on the year-to-date chart of brand 
growth locally, with a range of 16 models.

Th is brand strength is refl ected by sales growth 
of 21.2% last year, with a sales volume target of 1 300 
new cars this year which would take the company 
back to volumes reached in 2011 and provide year-
on-year growth of 12.7% in a market forecast to de-
cline by 7%. Looking forward the company remains 
bullish. Based on a fl at forecast for vehicle sales in 
SA next year Subaru SA is targeting annual sales of 
1 500 units which would equate to growth of 15%.

Th e Subaru brand arrived in SA in 1992 but 
big change came in 2008 when Toyota Tsusho, the 
largest trading house in Japan and the sixth biggest 
in the world, acquired a 50% stake in the business. 
Th is rose to 100% control in 2010.

As a shareholder in Subaru SA, Toyota Tsusho’s 
direct investment relates to capital funding in the 
main, not excluding tangible and intangible invest-
ments as well. Th e investments comprise the owner-
ship of the distributor – Subaru SA – as well as two 
metropolitan dealerships, Subaru Johannesburg 
and Subaru Cape Town.

Th ere are nine independent dealers off ering 
sales, service and parts as well as three service cen-
tres. Dealer network expansion is always a key fo-
cus area for Subaru SA, but dealer viability remains 
primary to the company’s expansion objective; a 

profi table business is the key to customer and dealer 
satisfaction.

Subaru SA sees its future growth coming 
through innovation in both products and market-
ing, linked to outstanding customer service. To this 
end Subaru customers voted it number one for two 
years running in the SA Autobrands survey con-
ducted by RamsayMedia.

Th e brand’s success is growing globally too. 
Fuji Heavy Industries, the maker of Subaru, has 
a current production capacity of approximately 
800 000 units a year and at this stage the order book 
is full and every car produced is fi nding an owner.

Subaru is proving particularly successful in 
the US, where its all-wheel drive formula is very 
popular as customers there oft en have to cope with 
slippery or snowy roads. Sales volume in that mar-
ket is expected to be in excess of 400 000 units this 
year. Th e fact that it has a manufacturing plant in 
the US is a major plus 
as it is not exposed 
to currency fl uctua-
tions or government 
import duties, which 
allows for competitive 
pricing.

Unfortunately for 
Subaru SA there is only 
one production plant 
in the world making 
right-hand drive mod-
els and it is located in 
Japan, which exposes 
the local subsidiary to 
all the variable trad-
ing elements such as 
currency devalua-
tion and high import 
duties with zero 
off set available.

However, one must not take everything at face 
value in terms of a car brand. Personally experienc-
ing the product is what tells the true story. Although 
I have driven several Subaru models previously 
– including having had a Tribeca SUV on extend-
ed test a few years ago – I must say I was bowled 
over by the latest WRX high performance model I 
drove recently.

What was most impressive was drivability 
in town, with masses of torque cutting down 
on the need for non-stop gearchanging. But 
the real fun starts when country roads appear 
and one can enjoy the surefooted handling and 
hard-charging performance accompanied by the 
characteristic beat of the highly-tuned fl at-four 
cylinder engine.

It was a most enjoyable experience and the 
overall quality of the car as well as ease of driving 
really elevated it in my estimation. ■

Subaru Brand Proving Strong in SA

(Left) The impressive Subaru SA head offi ce and the Subaru Johannesburg dealership. (Right) The latest Subaru WRX was amazing to drive.

The Subaru SA executive committee is (from left) Rui Silva (Chief 
Operations Offi cer), Kazunori Suzuki (Managing Director) and 
Michael Riemers (Director and Chief Financial Offi cer).
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Introducing the Gumtree Auto Inventory Tool
7.9 million people visit Gumtree every month (Effective Measure August 2014) to 
browse for cars, generating 220,000 email leads every month. Which is why 
Gumtree has decided to give you the opportunity to make your ad truly pop with 
our brand new tool. Aimed at dealerships and top sellers, this is going to change the 
way you advertise cars online, by:

 account in your hands (no contracts required!)

To find out more visit www.gumtree.co.za/pages/autodealers
or call Jeff Osborne and the Gumtree Auto Team on 0800 999 045
or 011 784 3413 during our business hours (9:00am-5:00pm, Mon-Fri)

Make your ads...

In other words, you can sell more and faster. 

http://www.gumtree.co.za
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CNH Industrial VP
Mario Gasparri 
has been appointed 
vice president for 
Southern Africa for 
CNH Industrial, 
which is a global 
leader in the capi-
tal goods sector 
with Iveco com-
mercial vehicles in 
its stable. Prior to 
his appointment 
Gasparri was the 
brand president of 
CNH Industrial 

Construction Equipment. He had joined the Fiat 
Group in Italy in 1988 and his tenure there and later 
at CNH Industrial has provided him with diverse 
experience spanning the construction, agricultur-
al and vehicle sectors of various markets in Asia, 
Africa, the Middle East and CIS countries. ■

New MD for Iveco SA

Eamonn Parker has been, appointed manag-
ing  director of Iveco SA, replacing Robert (Bob) 
Lowden who has returned to the UK as the new gen-
eral manager for UK and ROI. Parker has worked 
for Iveco in the UK, Italy and South Africa since 
joining the company as a graduate in 1999. Prior 
to his most recent role as head of sales for Iveco in 
Southern Africa, he was marketing manager for 
Africa and the Middle East, where he was based 
at the Iveco headquarters in Turin, Italy. Parker 
was born in the UK and holds an honours degree 
in Business Studies and Information Management 
from the University of Sheffi  eld. ■

2015 FIA Young Driver 
Excellence Academy

Jordan Pepper, an 18-year-old Johannesburg cir-
cuit racing driver won the fi rst selection event for 
the 2015 FIA Institute Young Driver Excellence 
Academy, which featured 17 drivers aged between 
16 and 25 from 12 nations across Sub-Saharan 
Africa. Pepper, who has already won the 2014 
Volkswagen Scirocco R-Cup in Europe with one 

round of this international series remaining, will 
now go forward to participate with other winners 
– fi ve other regional winners and selected wild 
cards – in the global 2015 Young Driver Excellence 
Academy. One will be declared “Driver of the Year” 
at the end of the programme.

Jordan follows in the footsteps of last year’s 
winner Kelvin van der Linde, of Johannesburg, 
who went on to win the 2014 FIA Institute Young 
Driver Excellence Academy’s “Driver of the Year” 
award and is now making a name for himself racing 
in Europe. ■

NADA Executives

Th e National Automobile Dealers’ Association 
(NADA) elected the following people to its National 
Executive Committee at the recent annual meeting 
of members in Randburg.

Bruce Allen (Dealer Principal at Jaguar 
Land Rover Bedfordview) was elected as National 
Chairperson of NADA for the period 2014 / 2015. 
He is also the current Dealer Council Chairperson 
for Jaguar / Land Rover.

Greig Pringle (Executive for Strategy at 
Barloworld Motor Retail) was re-appointed as 
National Vice-Chairperson.

Derik Scorer (Managing Director at Arnold 
Chatz Cars), the immediate past National 
Chairperson remains on the NADA National 
Executive Committee in the capacity as Senior 
Vice-Chairperson. Th is will ensure continuity 
and a seamless handover to the newly appointed 
National Chairperson.

A new development within the governing 
structures of NADA was the appointment of a 
NADA Management Committee comprising Bruce 
Allen, Greig Pringle, Derik Scorer and the NADA 
Director, Gary McCraw, of the RMI. ■

People

Mario Gasparri, who 
has been appointed 
CNH Industrial 
Vice President for 
Southern Africa.

Jordan Pepper who won the Africa 
selection event.

Eamonn Parker.

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
auto.lightstone.co.za/


Subscribe for free @
www.autolive.co.za Page 9

http://www.bosch.co.za


Subscribe for free @
www.autolive.co.za Page 10

Stuart’s Drives

To advertise in  contact

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

BY STUART JOHNSTON

Datsun’s return to South Africa has been over 
30 years in the making and there are some of us 
AutoLive adherents who will reckon it’s about time, 
in fact we still can’t fi gure out why such a strong 
name plate – it was market leader here in the late 
’70’s – was changed to Nissan at great expense, and 
pretty much an instant loss in market share in the 
early 1980s.

Okay, that was then, this is now and Datsun 
fi nds itself as an entity within the Nissan family 
tackling a light car market that is a whole lot more 
populated than it was back in 1972, when it amazed 
our populace with the competence, aff ordability 
and fuel-frugality of the 1200 Deluxe and the even 
more impressive twin carburettor GX.

Th e Datsun Go errr… goes on sale right now 
with a 1,2-litre three-cylinder petrol engine, rated 
at 5,2 l/100 km, off ers pretty good interior space and 
a reasonable luggage space (265 litres is big in this 
category) and looks that are a bit diff erent from the 
norm, mainly due to the higher-than-normal ride 
height and very skinny wheels and tyres. Th e wheels 

– pressed steel with hubcaps – run 155/70 rubber, 
and we suspect many owners will substitute larger 
diameter alloys straight away if only to fi ll out those 
wheel arches a bit more.

As for pricing, Nissan has done well with its new 
Datsun division to keep the entry model Go, known 
as the Mid, down to an on-sale price of R89  500. 
Th e Lux model, which we drove at launch, is listed 
at R99 500. One of the distinguishing features of the 
Lux model is that it has full-width hubcaps, whereas 
the Mid has small dome caps, leaving most of the 
steel wheel metal visible–an old-school approach.

Th e Go comes with power steering, electric 
front windows and air-con, all musts in even the 
entry-level market.

Datsun is targeting young, fi rst-time buyers 
for the car, and has equipped the Go with a dash-
mounted docking holder for smart phones that en-
able Blue Tooth and other phone-feature synchroni-
sation with the car’s speaker system. Datsun spent 
some time at last week’s launch explaining that this 
target market is known as “risers”, and has equipped 
the car, consequently, with follow-me-home light-
ing, intelligent wipers, and also off ers a range of 
accessories from launch, including a striping kit 

that harks back to the old “Dazzle Datsun” days of 
the ‘70s.

Tellingly, perhaps, neither of the two models 
is equipped with airbags or ABS braking, but these 
features are on the way by March next year, we un-
derstand. However, a dealer we visited in Boksburg 
said that of all the enquiries he had on the new 
Datsun, only one in 10 remarked on the fact that 
there were no airbags or ABS.

It is quite a feisty little car, and while it’s little 
three-cylinder motor is only rated at 50 kW and 104 
Nm, it is fun to wind it up to its red-line, which sur-
prisingly is just over 5 000 rpm and listen to that 
“mini-Porsche” engine note. Th e ride is quite good 
over bumps, but the car has a somewhat fl oaty feel, 
rather than being plugged into the tarmac.

It comes with a three year 100  000 km war-
ranty, and an optional service plan. ■

BY STUART JOHNSTON

Honda is known for its clever packaging and crisp 
styling and its new Mobilio MPV encompasses both 
of these attributes. Th e slight wedge-illusion of the 
sheet-metal styling is more pleasant than the aver-
age boxiness normally found in the MPV market, 
and inside the cleverest feature is the way the sec-
ond row of seats fl ips up and tumbles completely 
forward, to allow easy access to the third row of this 
seven-seater conveyance.

Honda is fully aware that there has been a big 
shift  away from the MPV segment towards small 
SUVs, but reckons that the versatility of its Mobilio 
will still fi nd its rightful place in the market, for 

people who really need to transport more than fi ve 
people at a time on a regular basis. Guest lodges, 
companies and moms-on-the-move are targeted.

So, rather than off er a wide range in Mobilio 
mobility, Honda is off ering just two models, the 
Trend and the Comfort, both using a 1,5-litre pet-
rol engine producing 88 kW, and coupled to a fi ve-
speed manual. Although apparently a CVT version 
is scheduled for next year, Honda points out than 
in this market, manual-transmission models enjoy 
some 90 per cent take-up. It seems fuel economy is 
given priority over ease of usage in heavy traffi  c.

Honda is also punting the fact that this car is 
much easier to mark than an SUV in tight spots, 
notably between pillars and cars in shopping mall 
underground parkades.

Pricing is a little above its competition, from the 
likes of Suzuki and Toyota. Th e Mobilio Trend, with 
air-con, electric windows, ABS and two airbags, 
costs R179 990. Th e Comfort model adds audio with 
MP3 compatibility, a multi-function steering wheel, 
and extra ducting for air-con to the rear passengers. 
Th is costs a more substantial R198 990. ■

Datsun’s Go is On the Move

Honda Mobilio

Datsun Go

Honda’s Mobilio, Designed to Move People
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Stuart’s Drives

The M in 3-Series Parlance now Stands for a Million

BY STUART JOHNSTON

One million. Bucks that is. It takes a bit of getting 
your head around that price for what is in essence 
a sporting version of BMW’s small sedan. But hold 
on, that’s selling the M3 short. W-a-a-a-y short!

In fact the M3 has always been so special that 
the fact that it is 3 Series-based is almost incidental. 
Th is is a car that is a thoroughbred from its roofl ine 
to its low-profi le foot-ware, and, happily, it now has 
a six-cylinder engine once again, the engine that is 
BMW’s crowning glory in terms of confi guration. 

Th e writer is privileged to have driven each 
and every M3 derivative, having done a couple of 
hot laps around the Hockenheim GP circuit  be-
tween Frankfurt and Stuttgart back in 1987, when 
the fi rst-gen, four-cylinder  M3 was still a new kid 
on the block. (Th at car was never sold here, hence I 
count myself lucky.)

I remember being impressed with how raucous 
and race-orientated that original M3 was, quick, oh 
yes, race-car precision handling, but more of an ho-
mologation special than a really liveable road car. 

Th at all changed with the second-generation 
M3, which was launched here in late 1993. Gone 
was the gargling four-cylinder, and in its place was 
one of the great engines of our time, a 24-valve six-
cylinder, displacing in various forms three litres 
and then 3,2-litres. Th is car, based on the so-called 
E36 coupe body-shell, set new parameters for a 
sports sedan. It brought levels of grip and unfl us-
tered quickness never before experienced outside 
of exotica like Porsches and Ferraris, and yet it was 
ultra-refi ned and unfussed in daily use.

Th e third-generation M3 took this basic pack-
age even further, employing traction control and 
ESP, or what we today refer to as corner-braking as-
sistance, to enable the car to change its line in a cor-
ner when the driver has overdone things. Th is car, 
using a developed version of the straight-six 24-val-
ver, had more power, and also introduced the fi rst 
“clutchless” sequential manual gearbox most of us 
had experienced at the time. I preferred the manual.

Th e fourth generation M3 changed horses in 
mid-stream and went the V8 route. Sure it had more 
power, up to 309 kW by this stage, but I was never 
a huge fan. I always found the sound of the engine 
rather soul-less, and the original V8-engined  M3s 
had steering that lacked feeling, an important nega-
tive when you were travelling quickly.

Now, in 2014 we have the fi ft h generation, back 
to a six-cylinder motor, and a glorious motor at that. 
And not only do we have a new engine, but new 
nomenclature. BMW’s naming system continuing 
to confuse us, the four-door sedan now continues 
with the M3 nameplate, while the two door coupe 
version is now called the M4. Go blame it on the 
marketing types.

What the engine does, apart from seduce you 
with its crisp six-cylinder bark,  is produce 317 kW, 
which on paper is impressive considering it does 
this from 2 979 cc, and two-cylinders less than the 
preceding V8. Even more impressively, the new M3 
has 550 Nm of torque, way up from the 400 Nm of 
the E90 series V8. And even more deliciously, that 
torque is available in a rev band that ranges from 
1 850r/min to 5 500 r/min.

Th e secret, of course, is twin, mono-scroll 
turbochargers (rather than the single, dual-scroll 
turbocharger fi tted to the previous-gen 335i. Th e 
new car is available in both six-speed manual or in 
seven-speed double-clutch form, this transmission 
being way, way superior to that fi rst SMG “clutch-
less” manual seen on the E46 second-gen M3.

And the double clutch ‘box is quicker than the 
manual Th e 0-100 km/h time is rated at 4,3 for the 
six-speeder and 4,1 seconds for the seven-speed 
Dual Clutch. Even more impressive is the mid-
range acceleration of the car, which sees it power 
between 80 and 120 km/h in just 3,5 seconds.

AutoLive had the four-door M3 version on test, 
and was absolutely blown away by how quickly the 
car built speed using the paddle-shift s, or even the 
“kickdown” mode when the transmission was left  in 
the full-auto position.

We were also knocked out by the mix of grip 
levels and yet with a ride quality that is more than 
acceptable for a car of this sportiness. I believe 

that no-one does a sports sedan better than BMW, 
and to my mind the M3 is the epitome of BMW’s 
sporting roots.

Yes, the coupe (with its M4 badging) looks 
more the business, but the four-door M3 makes 
huge sense as a daily commuter that can double as 
a weekend track-day car.  And fi tted with massive 
black alloy wheels with a delightful spoke pattern 
and wide, low-profi le rubber, it looks meaner-than-
mean too. We had people driving next to us giving 
us the thumbs up all over Jo’burg.

Th e interior is sporting in a subdued fashion, 
which is again an M3 trademark, but once you’ve 
got yourself comfortable behind that small-diame-
ter leather-covered M steering wheel, it’s as if you 
are wearing the car like your favourite pair of jeans 
and a T-shirt.

Wiggle your toes and this car responds. Flex 
your fi ngertips and there’s a slight reaction from the 
steering wheel, or so it seems.

BMW claim a combined fuel consumption 
fi gure of 8,8l/100lkm with this car, which ben-
efi ts from all sorts of energy recovery systems, too 
detailed to go into here. We achieved a fi gure of 
10,5l/100km when we were cruising about, and of 
course the consumption shot up when we put pedal 
to carpeted metal.

Yet it’s a lot more fuel frugal than the previ-
ous car, the engine being a claimed 25 per cent 
more effi  cient, and the designers and engineers 
saving about 80 kg in body mass. Th e M3 sedan 
weighs in dry at 1 520 kg, just 30 kg heavier than 
the M4 Coupe, so eff ectively these cars will have 
identical performance. Pricing before extras added 
starts at R1  048  092, with the M4 being virtually 
identically priced.

Great car, and in this day and age, at current ex-
change rates, certainly worth that million bucks! ■
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Volkswagen’s CV Division Celebrates 10 Years in SA

BY ROGER HOUGHTON

Th e commercial vehicle division of Volkswagen is 
celebrating its 10th anniversary in South Africa. It 
has added two further derivatives to its growing 
product range as part of its celebrations, in the form 
of a T5 Kombi with high tech, seven-speed DSG 
transmission and a lifestyle model to its Caddy 
van and people carrier line-up in the form of the 
Cross Caddy.

Th e newcomers were introduced to the me-
dia in a ride-and-drive from Johannesburg to 
Magaliesberg in the North West province last week. 
Both models impressed with levels of sophistication 
and comfort not usually expected in vehicles aimed 
at commercial users.

Although the standalone commercial vehicle 
division of VWSA only has a history going back 
a decade this company has been active in the lo-
cal commercial vehicle sector since 1955 when the 
Beetle-based T1 Kombi went into production at the 
SA Motor Assemblers and Distributors (SAMAD) 
assembly plant in Uitenhage.

Over the years the Kombi has been changed 
and refi ned both mechanically and in appearance 

and is now in its T5 itineration, with a change to T6 
expected in the not too distant future.

An important addition to the local VW com-
mercial vehicle range came in 1980 with the launch 
of the half-ton Caddy pick-up, based on the Golf 1 
passenger car and labelled the Type 14. Although 
it no longer features a bakkie model the Caddy re-
mains an important entry level range for the VW 
commercial vehicle division.

Th e VW commercial line-up in SA has swelled to 
fi ve models in the past 10 years and now consists of the 
Caddy, Kombi, Amarok, Transporter and the Craft er, 
which is based on the Mercedes-Benz Sprinter. 

Th e local commercial vehicle division was also 
used as the launch channel for the Constellation 
and Volksbus heavy and extra-heavy commercials 

sourced from Brazil when they arrived here in 2007. 
However, these models are now sold and serviced 
through MAN, which is also part of the global 
Volkswagen Group. 

Both the newcomers to the range seemed pricey 
at R474 300 for the base T5 Kombi and R340 600 for 
the Cross Caddy. Th e top spec Kombi T5 DSG in the 
three-model range costs R544  500. However, one 
must realise that the smooth-shift ing DSG dual clutch 
automated manual transmission now available on the 
Kombi is expensive while the Cross Caddy off ers a 
high level of refi nement to fi t its lifestyle postioning. 

Both vehicles are powered by a 2-litre turbo 
diesel engine, with the version in the T5 put-
ting out 103kW while the Cross Caddy uses an 
81kW variant. ■

10-year Drought of SA Titles Ends for Toyota with Rally Win

Castrol Team Toyota fi nally broke a 10-year drought 
in the SA rally championship when Leeroy Poulter 
and Elvéne Coetzee, in a locally-built and devel-
oped Toyota Yaris, from Hallspeed, won the penul-
timate round of the 2014 title chase in Polokwane 
at the weekend

Poulter and Coetzee started the event needing 
to score maximum points, as the Ford Fiesta crew of 
champions Mark Cronje and Robin Houghton still 
had a slim mathematical chance of clinching the ti-
tle. But an altercation with a gate post put an end to 
Cronje’s championship aspirations on the fi rst day. 

Th is left  the Toyota duo to dominate the rally, 
winning six of the 11 special stages and ending in 
style by winning the fi nal stage, the rally and the 
championship. 

Th is victory marked the 107th national cham-
pionship rally win for Toyota from the 420 events 
staged since the inception of this championship in 
1960. On the way Toyota has collected 21 manufac-
turers’ championships since winning the fi rst one 
in 1981.

Poulter has become the fi rst Toyota driver since 
the legendary Serge Damseaux to bag the driver’s 

title for the Japanese marque. Th e 2004 champion-
ship was Damseaux’s 10th and heralded the start of a 
10-year rally championship drought for Toyota.

While Poulter became the fi rst Toyota driver to 
claim the title in 10 years, his co-driver has arguably 
even more to be proud of: Elvéne Coetzee, daughter 
of Toyota stalwart motorsportsman Kassie Coetzee, is 
only the second woman to win the co-driver’s champi-
onship in more than four decades (Minota van Bergen 
won the navigator’s title in 1970).

Th e season will end with the Toyota Gauteng 
Dealer Rally in the Bela Bela district on November 
20/21

Toyota’s roll of honour in the Polokwane Rally:
 ■ First in Class S2000 (Poulter / Coetzee in a Yaris)
 ■ First in Class S2000 Challenge (Wilro Dippenaar / 

Kesavan Naidoo in an Auris)
 ■ First in Class S1600  (Guy Botterill and co-driver 

Simon Vacy-Lyle in an Etios), 
 ■ Wins manufacturer’s award for the event.
 ■ Wins overall SA Rally Driver and Co-driver 

Championships with one event to run (Poulter/
Coetzee in a Yaris)

 ■ Wins SA Class S1600 Driver and Co-Driver 
Championships (Botteril/Vacy-Lyle in a Toyota 
Etios with six class wins in seven events). ■

Leeroy Poulter and Elvene Coetzee are 
obviously delighted to be the 2014 SA rally 
champions!

The Castrol Toyota Yaris jumps with joy on 
its way to another rally win.

Motorsport
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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!

1 End Street Ext. Johannesburg
Toll Free Hotline: 0800 41 2106 (Office Hours)
www.schaeffler-aftermarket.co.za
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Snippets

TOYOTA STILL MOST 
VALUABLE BRAND

Toyota has been named the most valuable automotive 
brand in the world for the 11th straight year, followed 
closely by Mercedes-Benz and BMW in Interbrand’s 
ranking of the 100 most valuable brands in the world. 
Apple, Google and Coca-Cola remained the top three 
overall with Toyota in 8th spot, two paces up from a 
year previously. Mercedes-Benz moved up to No. 10 
from 11th and BMW ranked 11th, up one place from 
2013.

VW jumped three spots to 31st, Honda was 
20th, and Ford rose from 42 to 39, with Hyundai in 
40th, Audi 45th, Nissan 56th, Porsche 60th, Kia 74th, 
Chevrolet at No. 82 and Land Rover joining the list 
at No. 91. ■

MAZDA2 WINS CAR OF 
THE YEAR JAPAN
Th e all-new Mazda2 has been voted Car of the Year 
Japan. All passenger vehicles with an expected an-
nual sales volume of over 500 units, announced 
or launched in Japan between November 1, 2013 
and September 30, 2014 were eligible for this year’s 
Car of the Year Japan award. Th e last Mazda to be 
named the Car of the Year Japan was the Mazda 
CX-5 in 2012. Th e Mazda2 is the fi ft h Mazda to win 
this award. ■

JOHNSON CELEBRATES
As South Africa vehicle exports rose above 30 000 in 
a single month, Johnson Controls celebrated 20 years 
of successful business in South Africa. Th e company 
is a global leader in automotive seating, overhead 
systems, fl oor consoles, door panels and instrument 
panels

“When we entered the South Africa (SA) mar-
ket in 1994 with our fi rst facility in Uitenhage, it was 
with the goal of playing a major role in the developing 

automotive sector in the democratic new South 
Africa,” said Marco vom Wege, vice president and 
general manager, Johnson Controls South Africa.

Since then, the company has created some 2000 
jobs in Uitenhage, East London, Pretoria, Cape Town 
and Lesotho. Its 2013 investment of R380 million 
to expand its plant in the East London Industrial 
Development Zone added another 180 jobs. ■

CLEANING UP
A team of environmentally conscious General 
Motors South Africa employees and their families 
rolled up their sleeves and helped remove more 
than a ton of rubbish from the Sundays River on 
International Coastal Clean-up Day, on Saturday, 20 
September. ■

TRAINING LEARNERS
Ford Motor Company of Southern Africa has do-
nated 19 Ford Rangers to 12 colleges and two schools 
around the country as part of its ongoing corporate 
social responsibility strategy. Th ese bakkies will be 
used for the colleges’ technical training, a contribu-
tion to the automotive industry’s development of 
skills. Vice President of Operations, Ockert Berry 
said the cars will go a long way to giving learners a 
head start in the world of engineering. ■

GMSA SKILLS CONTEST
Gordon Narain, of Williams Hunt Durban, came 
out top in the recent General Motors SA technical 
skills contest for automotive technicians. He col-
lected R15 000 gift  voucher and a weekend for two 
at a South African destination of his choice. More 
than 500 Chevrolet, Opel and Isuzu technicians 
from 133 dealerships countrywide took part in the 
competition. Second position was taken by Sujit 
Munnisunker and Ravi Govender was in third place, 
both from South Coast Motors, Amanzimtoti. ■

VW A TOP EMPLOYER
Volkswagen Group South Africa (VWSA) has been certi-
fied by the Top Employer Institute as a Top Employer in 
South Africa for the fourth consecutive year. VWSA was 
one of 85 organisations that participated in the 2014/2015 
assessment of Human Resources policies and practices of 
the leading South African employers. This year, the survey 
focussed on measurement in the areas of Talent Strategy, 
Work Force Planning, Learning and Development, 
Performance Management, Compensation and Benefits, 
Career and Succession Management, Leadership 
Development and Organisational Culture. ■

PRICE OF CLASSICS BOOMING
Th e prices being obtained for classic cars and mo-
torcycles at auctions are booming. Th ey hit an all-
time high at the recent Pebble Beach Concours 
d’Elegance auction in California with a bid-
der paying almost R400-million for a 1962 250 
GTO Ferrari. ■

IPAD TECHNOLOGY FOR 
E. CAPE SCHOOLS

Learners at two rural and one urban Eastern Cape 
school now have cutting-edge technology thanks 
to pupils and parents who nominated inspirational 
teachers to receive a mobile iPad laboratory from 
General Motors South Africa (GMSA). Each school 
received a R200 000 iPad laboratory in the initiative 
by Teachers for Change and iSchoolAfrica, spon-
sored by GMSA. ■

AUTOMOTIVE RETAIL 
HUB FOR ALEXANDRA

Th e City of Johannesburg has announced a R34-
million investment in a retail automotive hub to be 
established on the outskirts of the Alexandra town-
ship. It will consist of motor dealerships, fi tment 
centres, parts shops, glass fi tment centres, panel-
beating shops, automotive electrical workshops, 
upholsterers, licensing and licence plate manufac-
turers, a petrol station and fuel depot. Construction 
is due to start in January and it is planned that 18 
small, micro and medium enterprises will be able to 
open a year later. ■

SEVEN MILLION 
TOYOTA HYBRIDS

Toyota posted an impressive global milestone as it 
sold its seven-millionth petrol-electric hybrid vehi-
cle in September, further entrenching the Japanese 
automaker as the world’s favourite car brand. 
Noteworthy is the pace at which Toyota’s worldwide 
hybrid vehicle sales continue to accelerate - the lat-
est million-unit-sales record was achieved in only 
staggering nine months. Globally, Prius accounts 
for almost half the overall total with 3.36 million 
sales - making it easily the world’s best-selling hy-
brid vehicle. Toyota began selling the Prius in Japan 
in 1997. In South Africa this game-changing model 
made its debut in 2005 and since then the local hy-
brid range has grown to span seven diff erent models 
across both the Toyota and Lexus brands. ■

The Mazda2 has been voted Car of the 
Year in Japan.
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“Grown Up” Suzuki SX4 Faces Tough Competition
BY ROGER HOUGHTON

Th e original, compact Suzuki SX4 was one of the 
pioneers of the C-segment crossover market, while 
the latest “grown up” model range, which arrived 
here in March, now falls into the mainstream of an 
increasing number of off erings in this segment.

Th e newcomer is 165mm longer, with a 100mm 
increase in wheelbase, while the width has grown 
by 10mm. Th e benefi t is that this results in a big-
ger cabin space, which is 220mm longer and 35mm 
wider than its predecessor. It has a class-leading 
430-litre luggage compartment and when the back-
rest is folded (as I did when moving household 
goods) it provides 1 269-litres of luggage space.

It was interesting to note that during the period I 
had the bright green Suzuki SX4 on test I got involved 
in conversations about the merits of this new model 

from people as disparate as a leading specialist sur-
geon to a Swedish woman working for the UN! Both 
had been fans of the early model which was particu-
larly frugal on fuel. In the end the Swede bought a late 
model pre-owned SX4 from the previous generation, 
while the CR-V-driving doctor is still mulling choices.

Admittedly the new SX4 off ers signifi cantly 
more space and a modern design, but with it comes 
the penalty of additional weight and frontal area 
which impact on performance.

Th e 1.6-litre engine has to be worked hard to 
keep up the average speed, particularly with four 
occupants and hilly terrain, but it is smooth and the 
slick fi ve-speed gearbox is easy to use.

Th e GLX model I tested had the latest AllGrip 
four-wheel drive system with a choice of Auto, 
Sport, Snow and 4WD Lock but my driving did not 
take me seriously off -road so I cannot comment on 
competence under these conditions.

Th e interior is neat and tidy but not ground-
breaking in appearance, although it has most of the 
mod-cons one expects in a crossover these days, 
including the necessary digital communication 
connections.

Th e new Suzuki SX4 line-up comprises fi ve 
models, three of them front-wheel drive derivatives.  
Prices start at R265 900 and rise to R341 900 for the 
range-topping Auto. Th e test unit, with the fi ve-
speed manual transmission, is priced at R319 900. ■

Roger’s Drives

Nissan Renews Second 
String on its SUV Bow
BY ROGER HOUGHTON

Nissan, which is growing more and more dependent 
on its cross-over/SUV models and the NP200 pick-
up in SA, has added a very impressive new string to 
its bow with the arrival of the latest X-Trail, which 
follows the successful launch of the new Qashqai 
earlier this year. 

Th e Rosslyn-based company, which also has 
the quirky Juke and slow-selling Murano in its 
crossover armoury, continues to battle to sell its 
Almera and Sentra sedans, and is eagerly looking to 
the arrival of the Pulsar hatch to add more volume 
to its total passenger car range.

Th e new X-Trail, which is imported from 
Japan, is a big step forward in the looks depart-
ment compared to its predecessor which had a 
rather upright stance. Th e X-Trail, which arrived 
in SA in 2001, has sold more than 1.7-million units 
worldwide so is an important model for Nissan 
and in its third generation it certainly does not 
disappoint.

Not only is the swoopy new styling 
very modern and attractive, but the refi ne-
ment levels and interior appearance have 
been ramped up signifi cantly too. Add to 
this a very competitive pricing table which 
starts at R327 700 for the base model with a 
2-litre petrol engine and six speed manual 
transmission and rises to R473 600 for the 
full house 1.6dCi LE 6MT 4WD derivative.

Th e eight model line-up, which includes a 
2.5-litre petrol engine and 1.6-litre turbo diesel, 
has seven seats and four-wheel drive among the op-
tions. Th e 2.5-litre engine, which delivers 126kW 
and 233N.m of torque, comes only with the re-
vamped Xtronic CVT transmission.

Th e completely new X-Trail is built on the inno-
vative, jointly-developed Renault-Nissan Alliance 
Common Modular Family (CMF) platform which 
also underpins the Qashqai. 

Th e latest All Mode 4x4i models are also 
claimed to be even better that the earlier X-Trails 
in off -road conditions with a rotary knob on the 
centre console providing three driving modes: 

2WD, automatic and 4WD Lock. During the media 
launch in Gauteng we only had the opportunity to 
test the 2.5 Xtronic model on the fairly tame sand 
dumps at Rhino Park, but it seemed sure-footed.

Five chassis control systems are also incorpo-
rated in the new X-Trail to provide dynamic driver 
assistance for both on- and off -road conditions. 
Th ese are: Active Ride Control, Active Engine Brake, 
Active Trace Control (to reduce understeer in bends), 
Hill Start Assist and Hill Descent Control.

All in all the new X-Trail is a competent per-
former with attractive styling and a spacious in-
terior. Now we have to see if Nissan can reach its 
monthly sales target of 250-300 units a month in a 
very competitive sector. ■

The Nissan X Trail.
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Working Wheels

On The Move
Hino Pretoria-North has moved premises and 
changed its name. Th is long-established Hino truck 
dealer is now located at 1 Visagie Street, Pretoria 
West, and has changed its name to Hino Tshwane.

Hino Tshwane is part of the Imperial Auto 
Commercial Vehicles Division which was estab-
lished three years ago. Th ere are four Hino deal-
erships in the Imperial stable besides the one 
in Tshwane, with the others located in Parow, 
Nelspruit and Germiston

“When the facility was established originally as 
a truck dealership by the De Jongh family in 1949 in 
Pretoria North the location seemed ideal, but over 
the years the fact that it was in a residential area 
meant it has become unsuitable as a business site, 
particularly for a truck dealership,” explained the 
dealer principal of Hino Tshwane, Henk Viljoen. 
“Th e Imperial Group took over the business which 
was then trading as Toyota Trucks Pretoria North 
in 1983. Th e name was changed to Hino Pretoria 
North in 2011 at the time

Th e refurbishment and renovations to bring the 
Pretoria West facility of almost 10 000m2 up to the 
latest Hino corporate identity standards cost R2.1-
million and took six months to complete

Dealer principal Henk Viljoen, who has moved 
to his new position from Vereeniging, has extensive 
experience in the motor industry. He is fortunate in 
having many experienced members in his team of 
30 at the Pretoria West premises. Th ey include ser-
vice manager Donald Stewart who has worked with 
Hino trucks for 25 years, having started as a techni-
cian, and parts manager Sharon Robinson, who has 
26 years’ service with the company, having started 
as a parts salesperson. One of the current sales-
men, Pieter de Jongh, has been with the company 
since 1971. ■

Babcock Finance
Babcock, the importer and distributor of DAF 
trucks in SA, has established Babcock Financial 
Services to provide fi nance solutions to DAF truck 
buyers. Th e in-house fi nance company, fully owned 
by Babcock Africa, has replaced joint venture fi -
nance schemes between Babcock and a number of 
fi nance houses. DAF sales are forecast to reach 300 
units in 2014. ■

Iveco’s Dakar 
Experience

Iveco brought the Dakar Rally Experience to SA 
just as two of its racing trucks were taking the fi rst 
two places in the truck category in the six-day Rally 
of Morocco. Some South Africans had the oppor-
tunity to get up close and personal with an icon 
of the Dakar race, Iveco’s Dakar star performing 
truck, the 660kW Iveco Trakker 4 4́ race truck 
(Number  507). Key customers and media also at-
tended the launch of Iveco’s Eurocargo medium 
truck and the Limited Edition “Tested by Dakar” 
kits a special event week held at the ADA training 
facility near Lanseria, Johannesburg.

Iveco SA’s marketing manager, Christophe 
Longuet, said that the event showcased the brand’s 
legendary reputation for being robust and reliable 
in a fun, adventurous way and enabled guests to 
get a hands-on feel for the off -road capabilities of 
Iveco’s vehicles. “It provided an environment for 
our guests to experience, ‘play with’ and enjoy our 
broad range of vehicles which are ideally suited to 
Africa’s rugged terrain,” he said.

One of the journalists had this to say aft er a 
hair-raising drive as a passenger in the replica rac-
ing truck: “Th e ‘experience’ in the Dakar-version 
of the Iveco Trakker as a trained driver took pas-
sengers through a mind-bending ‘veld-fl ip’ was 
frightening, but exhilarating, However, we also had 
a chance to test our own skill at putting the Iveco 
Daily through its paces on an obstacle course and 
on the dirt pan slalom event. Everyone emerged 
from the vehicles aft erward covered in dust, but all 
were smiling from ear to ear.”

Th en, some – including the editor of 
AutoLive–were treated to a VIP dinner in Sandton 
last Friday in the company of the lead driver in 
the Iveco rally-raid team, Gerard de Rooij, of the 
Netherlands, who the day before won the truck 
category in the Rally of Morocco ahead of his 
team-mate, Johannes Stacey. Gerard proved very 
interesting company! ■

FAW Steps Up To Help

Th e recent deadly veld fi res which tore through ap-
proximately 34 000 hectares of the Free State’s agri-
cultural land will not be forgotten quickly. Several 
people died and a signifi cant amount of livestock 
and crops were lost too.

FAW SA was one of the companies that came to 
the assistance of the farmers in the region. “Th ere 
are more FAW owners per capita in the Harrismith 
area than in any other municipal district”, says 
Mike Johnson, Dealer Development Manager at 
FAW SA. It was without hesitation that when the 
owners of FAW Harrismith, Juan and Minitsa 
Wiggill, called Johnson and asked for help he made 
it happen immediately.

FAW South Africa purchased a large load of 
livestock feed and had it delivered by an impressive 
looking FAW 28.380 FT truck-tractor to representa-
tives of Free State Agriculture and the Harrismith 
Disaster Fund. ■

Awards For New Canter

Since its international launch, the latest FUSO 
Canter LIFT (Light-Duty International Future 
Truck) has impressed not only its customers but 
also an array of industry experts. First, it made 
history by being the fi rst commercial vehicle to re-
ceive the Automotive Researchers and Journalists 
Conference’s “Car of the Year Special Award 2013.” 
Th is was followed in Ireland by the accolade of “Best 
Energy Effi  cient Product Award” being bestowed 
on this impressive vehicle. ■

Henk Viljoen, the new dealer principal of 
Hino Tshwane.

The Iveco Trakker replica racing 
truck provided an exciting ride for a 
fortunate few!
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Seven winners of Automechanika 
Innovation Awards in Frankfurt

An independent jury of eight experts from relevant 
trade associations, media and industry agreed 
on seven winners of the 2014 Automechanika 
Innovation Awards in Frankfurt. Th ese were com-
panies whose innovative solutions and future-ori-
ented products were selected from 120 entries, 66 of 
them from Germany and 54 from other countries. 
No awards were given in the Tuning and Service 
Station & Car Wash categories. Th e winners were:

Category: Parts & Components: 
Continental Aftermarket GmbH: 
VDO REDI-Sensor
Th is is a pre-programmed tyre-pressure control 
sensor that covers a multitude of vehicle models 
with only three variations. Moreover, no additional 
programming is required. With the REDI-Sensor, 
workshops are perfectly equipped for the introduc-
tion of tyre-pressure control systems in Europe.

Category: Electronics & Systems: 

TEXA S.p.A.: TEXA TMD MK3.

Th is is a multi-marque product for fl eet control-
ling and tele-mobility unrivalled worldwide. Only 
TEXA off ers a multi-marque diagnosis model 
that is connected to the vehicle via the OBD box. 
Integrated are 2G, 3G, 4G, and LTE telephone mod-
ule; Bluetooth 4.0 Classic and LE module; GNSS 
module; 2 three-axis acceleration sensors, gyro-
scope, altimeter and double micro-processor.

Category: Accessories: PANNEX AG: 

PANNEX tyre sealant

Th is is a new, highly eff ective and environmen-
tally friendly tyre sealant used for emergency tyre 
repairs. Micro-fi bre based, the product is fully bio-
degradable and can seal punctures of up to 8 mm. 
Repairable tyres can be reused.

Category: Repair & Diagnostics: 
TEXA S.p.A.: Augmented Reality Glasses 
by Texa
Developed  by TEXA in cooperation with Epson 
Italia, the Epson BT-200 glasses enable technicians 

to see all the information needed for a repair by pro-
jecting it in front of their eyes while they are work-
ing on the vehicle. 

Category: Repair & Maintenance: 
MAHA Maschinenbau Haldenwang GmbH 
& Co. KG: MFP 3000 MAHA dynamometer
Th is is the fi rst dynamometer that permits a vehicle 
to be test driven and the safety and driver-assistance 
systems tested on a vehicle hoist. Th us, it provides for 
an effi  cient testing procedure and greater road safety. 

Category: IT & Management: 
Car-O-Liner AB: Vision 2
Th is is the fast, precise and user-friendly soft ware 
for 3D measuring systems. Vision™ is the modern 
measuring soft ware Car-O-Liner that guides tech-
nicians through the entire repair process and car-
ries out centring, measuring and documentation 
work automatically. Th e soft ware was developed by 
Car-O-Liner for use with the Car-O-Tronic™ and 
PointX™ measuring systems.

Category: OE Products & Services: 

Indus trie Saleri Italo S.p.A.: Modular pump

Th e compact, inexpensive device adjusts the cool-
ant fl ow exactly in accordance with engine require-
ments and cooling-system temperature and thus 
helps improve engine effi  ciency and reduce fuel 
consumption. ■

Johannesburg (011) 402-7085 • Durban (031) 902-5977 • Cape Town (021) 932-7031 Port Elizabeth (041) 487-1861 • Visit our Website: www.turboexchange.co.za

✔ No copies

✔ No counterfeit

✔ Factory approved

✔  Original only

✔ Complete range

Original Brands Keep You Moving
We buy in bulk to offer the Best Prices with the most comprehensive stock in S.A.

 – Update

MAHA’s MFP 3000 driving test bench, which 
won the Innovation Award in the Repair & 
Maintenance category, is the fi rst test bench 
that permits a test drive and the effi ciency 
test for safety and driver assistance systems 
to be performed on a vehicle hoist. The test 
process is full automated.

http://www.turboexchange.co.za
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TOP 5 PASSENGER CAR MARKET BY TYPE FOR SEPTEMBER 2014

SEGMENT TYPE 2014 SHARE 2013 SHARE

ENTRY CARS

VW POLO Vivo 
Hatch/Sedan

4 263 9.9% 2 435 6.1%

TOYOTA Etios 1 705 4.0% 2 358 5.9%

FORD Figo 1 511 3.5% 1 690 4.2%

HYUNDAI 
Grand i10

1 077 2.5% 0 0.0%

CHEV Spark 848 2.0% 718 1.8%

ENTRY CARS TOTAL 12 861 30.0% 10 409 26.1%

SUB-SMALL

VW Polo 1 935 4.5% 2182 5.5%

FORD Fiesta 1 238 2.9% 836 2.1%

KIA Rio 697 1.6% 425 1.1%

HYUNDAI i20 593 1.4% 2 121 5.3%

HYUNDAI 
Accent

578 1.3% 185 0.5%

SUB-SMALL TOTAL 7 471 17.4% 8 642 21.6%

SMALL

TOYOTA Corolla 
Quest

1 273 3.0% 0 0.0%

TOYOTA Corolla 884 2.1% 743 1.9%

VW Golf 7 529 1.2% 525 1.3%

MERCEDES 
A-Class

436 1.0% 197 0.5%

BMW 1-Series 347 0.8% 527 1.3%

SMALL TOTAL 6 880 16.1% 6 663 16.7%

MEDIUM

MERCEDES 
C-Class

1 535 3.6% 859 2.2%

BMW 3-Series 1 066 2.5% 783 2.0%

AUDI A4 427 1.0% 542 1.4%

MERCEDES 
CLA

230 0.5% 75 0.2%

BMW 4-Series 212 0.5% 0 0.0%

MEDIUM TOTAL 3 698 8.6% 2 535 6.4%

LARGE

MERCEDES 
E-Class

205 0.5% 224 0.6%

VOLVO S60 68 0.2% 88 0.2%

BMW 5-Series 58 0.1% 227 0.6%

JAGUAR XF 57 0.1% 48 0.1%

AUDI A5 
Coupe/
Cabriolet

54 0.1% 66 0.2%

LARGE TOTAL 564 1.3% 868 2.2%

LUXURY

MERCEDES 
S-Class

55 0.1% 1 0.0%

BMW 6-Series 25 0.1% 20 0.1%

MERCEDES 
CLS

13 0.0% 9 0.0%

PORSCHE 
Panamera

10 0.0% 8 0.0%

AUDI A8 3 0.0% 10 0.0%

LUXURY TOTAL 111 0.3% 65 0.2%

TOP 5 PASSENGER CAR MARKET BY TYPE FOR SEPTEMBER 2014

SEGMENT TYPE 2014 SHARE 2013 SHARE

MPV

TOYOTA 
Avanza

464 1.1% 456 1.1%

MERCEDES 
B-Class

211 0.5% 235 0.6%

HYUNDAI H1 176 0.4% 100 0.3%

SUZUKI Ertiga 63 0.1% 0 0.0%

HONDA Mobilio 63 0.1% 0 0.0%

MPV TOTAL 1 239 2.9% 1 314 3.3%

SUV

TOYOTA 
Fortuner

1 234 2.9% 821 2.1%

HYUNDAI iX35 1 116 2.6% 677 1.7%

TOYOTA RAV 486 1.1% 318 0.8%

NISSAN X-Trail 349 0.8% 91 0.2%

VW Tiguan 341 0.8% 311 0.8%

SUV TOTAL 7 393 17.2% 6 491 16.3%

SPORT AND 
EXOTICS

TOYOTA 86 33 0.1% 50 0.1%

JAGUAR F-Type 17 0.0% 57 0.1%

MERCEDES 
SLK

12 0.0% 19 0.0%

BMW Z4 12 0.0% 11 0.0%

AUDI TT 11 0.0% 12 0.0%

SPORT AND EXOTICS TOTAL 123 0.3% 238 0.6%

CROSSOVER

FORD EcoSport 788 1.8% 827 2.1%

NISSAN 
Qashqai

350 0.8% 258 0.6%

MERCEDES 
GLA

236 0.6% 0 0.0%

JEEP Compass 207 0.5% 163 0.4%

AUDI Q3 170 0.4% 143 0.4%

CROSSOVER TOTAL 2 524 5.9% 2 696 6.8%

GRAND TOTAL 42 864 39 921

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

South African Vehicle Sales Figures at the End of September 2014

The new Volkswagen Polo Vivo sold more than 4 000 units in 
September
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TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR SEPTEMBER 2014 

MANUFACTURER TYPE 2014 SHARE 2013 SHARE

VOLKSWAGEN SA

VW POLO Vivo 
Hatch/Sedan

4 263 9.9% 2 435 6.1%

VW Polo 1 935 4.5% 2 182 5.5%

VW Golf 7 529 1.2% 525 1.3%

AUDI A4 427 1.0% 542 1.4%

VW Tiguan 341 0.8% 311 0.8%

VOLKSWAGEN GROUP SA TOTAL 9 456 22.1% 8 321 20.8%

TOYOTA

TOYOTA Etios 1 705 4.0% 2 358 5.9%

TOYOTA Corolla 
Quest

1 273 3.0% 0 0.0%

TOYOTA Fortuner 1 234 2.9% 821 2.1%

TOYOTA Corolla 884 2.1% 743 1.9%

TOYOTA RAV 486 1.1% 318 0.8%

TOYOTA TOTAL 6 766 15.8% 5 705 14.3%

AMH

HYUNDAI iX35 1 116 2.6% 677 1.7%

HYUNDAI Grand 
i10

1 077 2.5% 0 0.0%

KIA Rio 697 1.6% 425 1.1%

HYUNDAI i20 593 1.4% 2 121 5.3%

HYUNDAI Accent 578 1.3% 185 0.5%

AMH TOTAL 5 680 13.3% 5 953 14.9%

FMC

FORD Figo 1 511 3.5% 1 690 4.2%

FORD Fiesta 1 238 2.9% 836 2.1%

FORD EcoSport 788 1.8% 827 2.1%

FORD Ikon 396 0.9% 103 0.3%

FORD Kuga 312 0.7% 299 0.7%

FMC TOTAL 4 649 10.8% 4 414 11.1%

MERCEDES-BENZ 
SA

MERCEDES 
C-Class

1 535 3.6% 859 2.2%

MERCEDES 
A-Class

436 1.0% 197 0.5%

MERCEDES GLA 236 0.6% 0 0.0%

MERCEDES CLA 230 0.5% 75 0.2%

MERCEDES 
B-Class

211 0.5% 235 0.6%

MERCEDES-BENZ SA TOTAL 3 202 7.5% 1 988 5.0%

GMSA/ISUZU 
TRUCKS

CHEV Spark 848 2.0% 718 1.8%

CHEV Aveo 557 1.3% 250 0.6%

OPEL Corsa 432 1.0% 63 0.2%

CHEV Cruze 247 0.6% 592 1.5%

CHEV Captiva 167 0.4% 163 0.4%

GMSA TOTAL 2 541 5.9% 2 397 6.0%

BMW GROUP

BMW 3-Series 1 066 2.5% 783 2.0%

BMW 1-Series 347 0.8% 527 1.3%

BMW 4-Series 212 0.5% 0 0.0%

BMW X5 144 0.3% 108 0.3%

BMW X3 143 0.3% 150 0.4%

BMW GROUP TOTAL 2 487 5.8% 2 189 5.5%

TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR SEPTEMBER 2014 

MANUFACTURER TYPE 2014 SHARE 2013 SHARE

NISSAN

NISSAN Qashqai 350 0.8% 258 0.6%

NISSAN X-Trail 349 0.8% 91 0.2%

NISSAN Micra 256 0.6% 489 1.2%

NISSAN Almera 216 0.5% 457 1.1%

NISSAN Livina 194 0.5% 138 0.3%

NISSAN TOTAL 1 696 4.0% 2 123 5.3%

RENAULT

RENAULT 
Sandero II

629 1.5% 0 0.0%

RENAULT Clio IV 489 1.1% 684 1.7%

RENAULT Duster 267 0.6% 183 0.5%

RENAULT 
Sandero

156 0.4% 327 0.8%

RENAULT 
Megane III

47 0.1% 51 0.1%

RENAULT TOTAL 1 614 3.8% 1 284 3.2%

HONDA

HONDA Brio 490 1.1% 327 0.8%

HONDA Jazz 246 0.6% 312 0.8%

HONDA CR-V 182 0.4% 315 0.8%

HONDA Ballade 157 0.4% 193 0.5%

HONDA Civic 67 0.2% 107 0.3%

HONDA TOTAL 1 216 2.8% 1 301 3.3%

CHRYSLER SA

JEEP Compass 207 0.5% 163 0.4%

JEEP Grand 
Cherokee

201 0.5% 295 0.7%

JEEP Wrangler 128 0.3% 122 0.3%

DODGE Journey 66 0.2% 130 0.3%

JEEP Cherokee 58 0.1% 3 0.0%

CHRYSLER SA TOTAL 720 1.7% 797 2.0%

SUZUKI

SUZUKI Swift 307 0.7% 111 0.3%

SUZUKI Alto 117 0.3% 74 0.2%

SUZUKI Jimny 88 0.2% 111 0.3%

SUZUKI Ertiga 63 0.1% 0 0.0%

SUZUKI SX4 47 0.1% 53 0.1%

SUZUKI TOTAL 676 1.6% 390 1.0%

JAGUAR LAND 
ROVER

L-R Discovery 4 154 0.4% 226 0.6%

L-R Range Rover 
Evoque

110 0.3% 144 0.4%

L-R Freelander 2 102 0.2% 114 0.3%

L-R Range Rover 
Sport

89 0.2% 18 0.0%

JAGUAR XF 57 0.1% 48 0.1%

JAGUAR LAND ROVER TOTAL 545 1.3% 634 1.6%

MITSUBISHI 
MOTORS

MITSUBISHI 
Mirage

169 0.4% 0 0.0%

MITSUBISHI ASX 76 0.2% 148 0.4%

MITSUBISHI 
Pajero Sport

70 0.2% 92 0.2%

MITSUBISHI 
Pajero

50 0.1% 49 0.1%

continued on next page 
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TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR SEPTEMBER 2014 

MANUFACTURER TYPE 2014 SHARE 2013 SHARE

MITSUBISHI 
MOTORS

MITSUBISHI 
Outlander

3 0.0% 6 0.0%

MITSUBISHI MOTORS SA TOTAL 368 0.9% 302 0.8%

PCSA

PEUGEOT 107 137 0.3% 105 0.3%

PEUGEOT 208 61 0.1% 124 0.3%

CITROEN C1 45 0.1% 22 0.1%

CITROEN C3 12 0.0% 13 0.0%

CITROEN DS3 8 0.0% 17 0.0%

PCSA TOTAL 293 0.7% 376 0.9%

VOLVO CARS

VOLVO V40 102 0.2% 65 0.2%

VOLVO S60 68 0.2% 88 0.2%

VOLVO XC60 50 0.1% 99 0.2%

VOLVO V40 CC 35 0.1% 21 0.1%

VOLVO XC90 12 0.0% 7 0.0%

VOLVO CARS TOTAL 275 0.6% 290 0.7%

FIAT GROUP

FIAT 500 77 0.2% 97 0.2%

FIAT 500L 74 0.2% 21 0.1%

FIAT Doblo 14 0.0% 0 0.0%

ABARTH 500 11 0.0% 11 0.0%

FIAT Qubo 7 0.0% 7 0.0%

FIAT GROUP TOTAL 200 0.5% 373 0.9%

SUBARU

SUBARU Forester 82 0.2% 63 0.2%

SUBARU XV 36 0.1% 28 0.1%

SUBARU WRX 10 0.0% 7 0.0%

SUBARU 
Outback

9 0.0% 11 0.0%

SUBARU BRZ 0 0.0% 3 0.0%

SUBARU TOTAL 137 0.3% 113 0.3%

PORSCHE

PORSCHE Macan 43 0.1% 0 0.0%

PORSCHE 
Cayman

11 0.0% 17 0.0%

PORSCHE 
Cayenne

11 0.0% 75 0.2%

PORSCHE 
Panamera

10 0.0% 8 0.0%

PORSCHE 
Boxster

8 0.0% 9 0.0%

PORSCHE TOTAL 90 0.2% 127 0.3%

MAHINDRA

MAHINDRA XUV 54 0.1% 62 0.2%

SSANGYONG 
Korando

12 0.0% 16 0.0%

MAHINDRA Xylo 10 0.0% 35 0.1%

MAHINDRA 
Quanto

6 0.0% 1 0.0%

SSANGYONG 
Rexton

2 0.0% 1 0.0%

MAHINDRA TOTAL 85 0.2% 161 0.4%

 continued from previous page TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR SEPTEMBER 2014 

MANUFACTURER TYPE 2014 SHARE 2013 SHARE

AAD

CHERY Tiggo 30 0.1% 32 0.1%

CHERY J2 28 0.1% 43 0.1%

CHERY QQ3 21 0.0% 97 0.2%

CHERY J3 1 0.0% 3 0.0%

CHERY J1 0 0.0% 1 0.0%

AAD TOTAL 80 0.2% 176 0.4%

GWMSA TOTAL

GWM H5 25 0.1% 35 0.1%

GWM H6 23 0.1% 0 0.0%

GWM M4 3 0.0% 0 0.0%

GWM C10 3 0.0% 28 0.1%

GWM Hover 0 0.0% 1 0.0%

GWMSA TOTAL 54 0.1% 105 0.3%

TATA

TATA B-Line 21 0.0% 317 0.8%

TATA Indica Vista 8 0.0% 53 0.1%

TATA Manza 3 0.0% 19 0.0%

TATA TOTAL 32 0.1% 389 1.0%

FERRARI

FERRARI F12 1 0.0% 2 0.0%

FERRARI 458 
Spider

1 0.0% 4 0.0%

FERRARI FF 0 0.0% 1 0.0%

FERRARI 458 
Italia

0 0.0% 4 0.0%

FERRARI TOTAL 2 0.0% 11 0.0%

MASERATI
MASERATI 
GranCabrio

0 0.0% 2 0.0%

MASERATI TOTAL 0 0.0% 2 0.0%

GRAND TOTAL 42 864 100.0% 39 921 100.0%

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

TOP 5 SELLING PASSENGER CARS FOR SEPTEMBER 2014

TYPE 2014 2014 SHARE

VW Polo Vivo Hatch/Sedan 3 175 7.4%

VW Polo 1 935 4.5%

TOYOTA Etios 1 705 4.0%

MERCEDES C-Class 1 535 3.6%

FORD Figo 1 511 3.5%

42 864

TOP 5 SELLING LIGHT COMMERCIAL VEHICLES FOR SEPTEMBER 2014

TYPE 2014 2014 SHARE

TOYOTA Hilux 3 907 25.8%

FORD Ranger 2 629 17.3%

NISSAN NP200 1 587 10.5%

CHEV Utility 1 334 8.8%

ISUZU KB 1 221 8.1%

15 157

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 SEPTEMBER 2014

NAAMSA 
STANDARD

TYPE 2014 SHARE 2013 SHARE

SUB ONE-TON

NISSAN NP200 1 587 10.5% 721 5.9%

CHEV Utility 1 334 8.8% 1 329 10.9%

DAIHATSU Gran 
Max

68 0.4% 94 0.8%

CHEV Lumina 
UTE

0 0.0% 2 0.0%

SUB ONE-TON TOTAL 2 989 19.7% 2 146 17.6%

ABOVE ONE-TON 
DCAB

TOYOTA Hilux 1 454 9.6% 1 229 10.1%

FORD Ranger 1 415 9.3% 675 5.5%

ISUZU KB 330 2.2% 328 2.7%

VW Amarok 232 1.5% 255 2.1%

GWM Steed 100 0.7% 144 1.2%

ABOVE ONE-TON DCAB TOTAL 4 034 26.6% 3 601 29.6%

ABOVE ONE-TON 
SCAB

TOYOTA Hilux 2 187 14.4% 1 240 10.2%

FORD Ranger 898 5.9% 593 4.9%

ISUZU KB 746 4.9% 618 5.1%

HYUNDAI H100 
Bakkie

447 2.9% 339 2.8%

NISSAN NP300 
Hardbody

407 2.7% 529 4.3%

ABOVE ONE-TON SCAB TOTAL 5 607 37.0% 4 552 37.4%

ABOVE ONE-TON 
XCAB

FORD Ranger 316 2.1% 167 1.4%

TOYOTA Hilux 266 1.8% 270 2.2%

ISUZU KB 145 1.0% 103 0.8%

MAZDA BT-50 108 0.7% 68 0.6%

NISSAN Navara 14 0.1% 32 0.3%

ABOVE ONE-TON XCAB TOTAL 855 5.6% 646 5.3%

MINIBUS

TOYOTA Quantum 1057 7.0% 609 5.0%

NISSAN NV350 
Taxi

94 0.6% 0 0.0%

FORD Tourneo 
Custom

66 0.4% 59 0.5%

VW Caddy 38 0.3% 64 0.5%

VW T5 
Transporter 
Cr-Bus

35 0.2% 27 0.2%

MINIBUS TOTAL 1 305 8.6% 782 6.4%

PANEL VAN

VW Caddy 77 0.5% 66 0.5%

TOYOTA Quantum 74 0.5% 67 0.6%

CHEV Spark 50 0.3% 50 0.4%

NISSAN NV200 43 0.3% 48 0.4%

FORD Transit 
Custom

30 0.2% 45 0.4%

PANEL VAN TOTAL 367 2.4% 443 3.6%

GRAND TOTAL 15 157 100.0% 12 170 100.0%

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

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

MANUFACTURER CATEGORY 2014 SHARE

GMSA/ISUZU TRUCKS

MCV 172 6.3%

HCV 135 4.9%

XHV 40 1.5%

BUS 4 0.1%

GMSA TOTAL 351 12.8%

UD TRUCKS

MCV 58 2.1%

HCV 115 4.2%

XHV 123 4.5%

UD TRUCKS TOTAL 296 10.8%

VOLVO TRUCKS
XHV 177 6.4%

BUS 0 0.0%

VOLVO TRUCKS TOTAL 177 6.4%

MAN

HCV 6 0.2%

XHV 121 4.4%

BUS 48 1.7%

MAN TOTAL 175 6.4%

SCANIA
XHV 151 5.5%

BUS 21 0.8%

SCANIA TOTAL 172 6.3%

TATA

MCV 55 2.0%

HCV 53 1.9%

XHV 14 0.5%

BUS 4 0.1%

TATA TOTAL 126 4.6%

IVECO

MCV 50 1.8%

HCV 4 0.1%

XHV 20 0.7%

BUS 18 0.7%

IVECO TOTAL 92 3.3%

VOLKSWAGEN GROUP SA MCV 78 2.8%

VOLKSWAGEN GROUP SA TOTAL 78 2.8%

FAW

MCV 1 0.0%

HCV 25 0.9%

XHV 27 1.0%

FAW TOTAL 53 1.9%

RENAULT TRUCKS XHV 39 1.4%

RENAULT TRUCKS TOTAL 39 1.4%

POWERSTAR
HCV 2 0.1%

XHV 35 1.3%

POWERSTAR TOTAL 37 1.3%

BABCOCK
HCV 0 0.0%

XHV 34 1.2%

BABCOCK TOTAL 34 1.2%

JMC MCV 22 0.8%

JMC TOTAL 22 0.8%

FIAT GROUP MCV 21 0.8%

FIAT GROUP TOTAL 21 0.8%

FMC MCV 18 0.7%

FMC TOTAL 18 0.7%

AMH MCV 13 0.5%

AMH TOTAL 13 0.5%

PCSA MCV 5 0.2%

PCSA TOTAL 5 0.2%

VOLVO BUS BUS 0 0.0%

VOLVO BUS TOTAL 0 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 2 747 100.0%

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

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

MANUFACTURER CATEGORY 2014 SHARE

MERCEDES-BENZ SA

MCV 184 6.7%

HCV 54 2.0%

XHV 407 14.8%

BUS 22 0.8%

MERCEDES-BENZ SA TOTAL 667 24.3%

TOYOTA

MCV 229 8.3%

HCV 102 3.7%

XHV 40 1.5%

TOYOTA TOTAL 371 13.5%
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SA’s WesBank heads for Nigeria

WesBank, the leading “wheels bank” in SA is head-
ing for Nigeria to off er vehicle fi nance targets as 
part of the roll-out into the continent by FirstRand, 
Africa’s largest bank by market value.

WesBank has signed an MOU with Nigeria’s 
National Automotive Council (NAC) to serve retail 
and business customers in the country which is ac-
celerating its return to local vehicle manufacturing. 
Th e agreement aims to stimulate sales of vehicles 
assembled in Nigeria in the face of massive compe-
tition from “grey” or “parallel” imports.

“We are delighted that the NAC has made 
Wesbank its partner of choice,” said WesBank CE 
Chris de Kock when making the announcement.

WesBank’s African operations already in-
clude Botswana, Lesotho, Namibia, Mozambique, 
Swaziland and Zambia.

Th is move into the booming Nigerian economy 
by WesBank follows initiatives by SA motor groups 
in the Imperial and Bidvest stables to open dealer-
ships in that country in conjunction with Nissan. ■ 

Nigeria offers export opportunities for SA

Th e ambitions of the Nigerian automotive indus-
try are set to provide an additional market for SA 
component manufacturers. Th is was the message 
from an interview of former SA trade and industry 
minister Alec Erwin by Siyabonaga Mkhwanazi, of 
Engineering News, at the recent South Africa-Italy 
summit in Cape Town. 

Erwin, who is an advisor to Nigerian president 
Goodluck Jonathan on the revival of that country’s 
motor industry, says he sees “huge potential” for SA 
component exporters.

Addressing the conference Erwin had urged 
the Italian businessmen to “invest heavily” on the 
African continent as it had huge potential and a 
growing market. ■

Africa critical to Nissan

Growth in Africa is critical to Nissan achieving 
its global vision of an 8% market share by 2016. 
Th is statement was reiterated by Nissan SA man-
aging director and the person responsible for sub-
Saharan Africa, Mike Whitfi eld, speaking at a re-
cent Japan External Trade Organisation seminar 
recently.

Business Report’s Roy Cokayne reported that 
Whitfi eld said Nissan’s alliance with Renault al-
lowed them to capitalise on the synergies between 
these two companies to work together on technol-
ogy and research in terms of product development.

Whitfi eld claimed that “while the alliance is the 
fourth largest automotive company globally it held 
the leading position in Africa with a share in excess 

of 19%.” He added that the alliance was already 
strong in North Africa and “will be playing a bigger 
role in sub-Saharan Africa.”

Nissan has a presence in 43 African countries 
and a number of these are key markets for growth. In 
addition to North Africa and South Africa these key 
markets include Nigeria, Ghana, Kenya and Angola.

Th e Nissan executive said his company was the 
fi rst OEM to take advantage of the Nigerian gov-
ernment’s new policy that was aimed at attracting 
investment into the motor sector. It already had a 
plant in Lagos that was producing the Nissan Patrol 
4x4, NP300 pick-up and Almera passenger car.

Whitfi eld said Nissan had also taken a more 
active role in a number of other African markets, 
such as Zambia, Zimbabwe, Malawi, Kenya and 
Tanzania where is had moved from operating 
through a distributor to being an actual investor 
and becoming the distributor itself.

However, Whitfi eld cautioned that economic 
competiveness remained a challenge for Africa with 
South African ranked 56th out of 144 markets by the 
World Economic Forum and other key markets in 
sub-Saharan Africa ranking considerably lower. 
He said this was not conducive to investment for a 
number of reasons such as political instability, cur-
rency fl uctuations and logistical challenges.

Th e Nissan executive also highlighted the main 
challenge for the motor industry in Africa being 
the importation of parallel or grey vehicles without 
them going through the proper channels. ■

Leather maker moves to Lesotho

Th e Automotive Leather Company (ALC), which 
was based at the Automotive Supply Park in Rosslyn, 
is relocating to Lesotho to cut costs. Th is could result 
in a loss of 600 jobs in SA, but would create work in 
Lesotho, where employment rates are very low. Th e 
relocation will be completed by the end of December.

ALC was established in 1990 as SA Trim, a 
subsidiary of BMW SA. It was sold to the local sub-
sidiary of Aunde, a German company, in 2001 and 
renamed ALC. Last year the company was sold to 
Toronto-listed Exco Technologies. ■

More vehicle parts makers leaving SA

It has now been revealed in an article in Business 
Report by Roy Cokayne that at least four more SA-
based automotive component suppliers have relo-
cated or disinvested mainly because of the high cost 
of doing business in SA, particularly the costs and 
instability of the labour force.

Th e vice president of the National Association of 
Automotive Component and Allied Manufacturers 
(NAACAM), Ken Manners, would not identify 
the companies but confi rmed, but did say one had 
moved its operations to Botswana and another to 
Eastern Europe.

In June one of the major international component 
suppliers, Visteon, disinvested from SA which result-
ed in the closure of a plant in Port Elizabeth and the 
retrenching of 100 workers. Th e plant was sold subse-
quently to Ebor Automotive Systems which is a con-
sortium comprising some members of the previous 
local Visteon operation and it had rehired some of the 
workers despite not having any supply contracts. Th e 
assets include plastic injection moulding equipment, 
plastic welding, vibration and ultrasonic welding. ■

What will effect of Ebola 
be on sales in Africa? 

A big question facing not only the motor industry in 
Africa, but most aspects of the continent’s economy 
is: How will Ebola aff ect it? Already there is talk of 
caution from investors.

Built up vehicle exports from SA into Africa 
have already taken a big tumble this year. Th e total 
exports of 46 016 units in the fi rst nine months of 
2014 are 23% below the 59 654 units shipped in the 
same period last year. Exports in September alone 
were 24% below the 2013 fi gure at 2 496 units.

Toyota continues at its usual cracking pace, 
with exports of 23  838 units shipped between 
January and September, compared to 9  868 units 
for Nissan and 8 708 units for rapidly rising Ford.

Algeria (11 209 units) remains the biggest market 
in Africa for SA exports, followed by Mozambique 
(8 546) and Nigeria (8 488) with Angola (4 800) a dis-
tant fourth.

Nigeria is pitched as the major focus for SA ex-
porters these days, but here all of them have a lot of 
catching up to do before they can get near long-time 
market leader Toyota, which exported 7 410 units 
(87% of the total) into that country in the fi rst three 
quarters of 2014. ■

Nissan had also taken a more active 
role in a number of other African 

markets, such as Zambia, Zimbabwe, 
Malawi, Kenya and Tanzania where is 
had moved from operating through a 
distributor to being an actual investor 

and becoming the distributor itself.

The total exports of 46 016 units in 
the fi rst nine months of 2014 are 

23% below the 59 654 units shipped 
in the same period last year.
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McLaren’s P1 set a blistering 1 min 
45 second lap at Kyalami 10 days 
ago to shatter the street-car record. 
Photograph by Stuart Johnston

Driving a McLaren means a happy 
outlook. Prestige Magazine publisher 
Carly Natasen and McLaren-owning 
husband Vivien had lots to smile 
about at Kyalami on October 11.
Photograph by Stuart Johnston

McLaren’s 650S 
is a hotter version 
of the MP4-12C, 
which means it’s 
very hot.
Photograph by 
Stuart Johnston

Daytona’s CEO Justin Divaris in 
the limelight at Kyalami. Daytona 
is the offi cial importer of McLaren 
Cars in South Africa.
Photograph by Stuart Johnston

Seen lurking in pit row at the McLaren day was Vic Campher in his 
newly-restored Aston Martin DB6, circa 1968.
Photograph by Stuart Johnston

Heads-down, you win. Jason Coetzee, 
Maxterino karting front-runner, minimises 
his frontal area at the recent Rotax Max 
Challenge 2014 fi nals at Zwartkops.
Photograph by Stuart Johnston
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Last year a McLaren F1 identical to this made 8,4-million US dollars at auction.

Peter Manelis with his pal, Willie Hepburn.

BY STUART JOHNSTON

Actually, that title is totally misleading, as there 
were very few poor boys at Kyalami in early October, 
when McLaren demonstrated its amazing P1 at the 
track and invited many of the local McLaren own-
ers to do some lappery in celebration of the famous 
marque. In just a few short years, McLaren SA has 
sold over 80 of its road cars across South Africa, and 
this is said to be one of the best market penetrations 
for the brand anywhere in the world. Over 50 happy 
McLaren owners were having serious fun.

Th e P1 was driven by McLaren test driver Chris 
Goodwin from the UK. And Chris made an attempt 
on the unoffi  cial street legal lap record at the track. 
Th e lap time the P1 set up in the hands of Goodwin 
was stunning: a 1:45, which puts it ahead of the fast-
est full-on Wesbank V8 racers here which run on 
full slicks.

But the car that attracted just as much attention 
at Kyalami was the McLaren F1, the fi rst road car 
that McLaren produced way back in 1992. Th ere 
are two F1s in South Africa, one of them residing 
at the Rupert Museum, in Franschhoek. Th is one is 
owned by car-collector and motor-sportsman Peter 

Manelis, of Alberton. He’s owned it since the late 
1990s and the writer in fact had a ride in it when 
it had just arrived in the country, with Peter’s son 
Dino behind the wheel.

I will never forget the huge torque of that car. 
We were driving gently through the suburbs to-
wards a highway where Dino could show me a little 
of the car’s performance and a neighbour was wa-
tering his garden, which produced a small stream 
of water across the road. As the rear wheels of the 
McLaren hit that water, the car snapped sideways, 
even though Dino was on about one-eighth throttle 
at the time.

Nowadays the F1 looks innocent, but at the 
time it was the fastest production car in the world, 
good for a claimed 350 km/h. Peter says he has had 
the car up to 300, but it gets very nervous at that 
speed, although he believes if you get up to 330, 
“then the car settles down.”

Indeed, that car caught out a number of drivers, 
among them Rowan Atkinson, who still owns his 
F1 today, Bernd Pischetsrieder, who once headed up 
BMW AG (the F1 has a specially-developed 6,1-li-
tre BMW V12 motor behind the cabin) and Ron 
Dennis. Gerhard Berger was driving for McLaren’s 
F1 team at the time when he was asked what he 

thought of Dennis’s driving ability, and he famously 
replied: “He drives a bit like Mr Bean!”

Getting back to Manelis, he has owned this car 
for close to 15 years now, one of just 64 road-going 
examples of the F1 built (there were just over 100 
in total, the remainder being race versions). He says 
he was lucky he bought the car when he did, as he 
wouldn’t be able to aff ord one today. Indeed, a car 
identical to Manelis’s example was sold for 8,4-mil-
lion US dollars (over R80-million) last year.

“It’s a very quick car, but you know what, over 
about 160 km/h it’s not as quick as my Pontiac! Aft er 
that, my Pontiac just kills the F1,” said Manelis, as 
the brand-new McLaren P1 roared down the pit 
lane taking yet another McLaren (MP4-12C) owner 
for a spin around the track.

Standing alongside Peter was one Willie 
Hepburn, legendary track racer who started racing 
his Morris Minor with a Cortina engine way back in 
the 1960s at Wembley Stadium.

Apart from winning countless SA track titles, 
Willie made history driving Peter’s twin-turbo, 
seven-litre Pontiac Trans Am back in 1990, setting 
up a South African land speed record of 372 km/h 
on a stretch of the N3 highway not far from Peter’s 
Alberton home. It was ratifi ed by MSA and was a 
record that stood for 12 years.

“Th e thing was, that was a road car for us,” 
Dino Manelis told me some years back. “We used to 
drive back from church, hit the highway and wind 
it up to about 350 km/h with an Elvis tape playing 
rock ‘n roll.”

I like to think they also played Creedence 
Clearwater Revival. Th at was the group that pretty 
much invented country-rock back in the late 1960s, 
around the time when Willie Hepburn started rac-
ing. And every time I look at Willie I think of my 
favourite Creedence album, entitled “Willy and the 
Poor Boys.” Diff erent spelling, but similar vibe. ■

Willie and the Poor Boys
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