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BY ROGER HOUGHTON

Th e best indicator of the success of Toyota’s programme to encourage own-
ers to “Keep Your Toyota Genuine” came in the 2014 Kinsey Report, the 
highly regarded, annual competitive parts pricing survey where Toyota ve-
hicles were placed in the top three in the overall class rankings in fi ve of the 
eight categories.

“We realised the need to improve our parts pricing and to promote the 
use of our genuine parts to keep the Toyota vehicle parc in South Africa safe 
and reliable when the 2011 Kinsey Report was published and we had only one 
podium or top three placing,” explained Toyota’s General Manager – Service 
and Parts, Dealer Operations, John Th omson.

“We launched our Genuine Parts programme at the 2013 Johannesburg 
Motor Show and this was followed by a nationwide roll-out of an advertising 
campaign, which has already included two TV adverts with a third scheduled 
for screening early next year.”

Th omson added that the owners of Toyota vehicles were already backed 
by one of the best service plans and warranties in SA but he said it was impor-
tant for these owners to keep their vehicles genuine by insisting on the fi tment 
of Genuine Parts, which undergo extensive testing to comply with regulatory 
safety and environmental requirements. Importantly these parts are covered 
by a 12 month warranty and only Genuine Parts do not impact on the validity 
of the manufacturer’s warranty on the vehicle.

“Now that the new vehicle market is fairly stagnant it is more important 
than ever for car makers and distributors to focus on retaining existing cus-
tomers to grow their business. Th is all adds up to ensuring a rewarding overall 
ownership experience for our customers which can be sullied easily by aspects 
such as uncompetitive parts pricing or poor parts supply,” said Th omson.

“We are on our way to overall leadership in the South African vehicle 
market for 35 consecutive years at the end of 2014 and we realise the impor-
tance of retaining existing customers as a key to retaining our dominant posi-
tion, and we are very aware that parts pricing and availability are important 
contributors to customer satisfaction, hence our growing focus on this aspect 
of our business,” added the Toyota executive.

Th e path to the ongoing and very marked improvement in Toyota’s parts 
pricing competiveness has required a great deal of work from all the parties 
involved, ranging from the replacement parts suppliers to the parts sales 
teams at the dealerships. In fact, a new, international Toyota parts training 
programme, Parts 21 (for the 21st century), with a totally refreshed curricu-
lum has been rolled out to the dealers to drive the programme.

In addition extra importance has been attached to the parts category in the 
annual Toyota skills competition and there has been increased focus on the 
Parts Masters programme which aims to highlight top performers in the 
dealers’ parts operations and to lift  the overall customer service standards in 
the dealerships.

Th e fact that Toyota manufactures fi ve diff erent models locally – Hilux, 
Fortuner, Corolla, Corolla Quest and Quantum – means that many of the 
parts for these vehicles are made in SA, which has big benefi ts in terms of 

Toyota SA is making signifi cant progress in changing perceptions about the price of its genuine parts.

Toyota Scores With Parts Toyota Scores With Parts 
Pricing StrategyPricing Strategy

Many changes in
personnel at SA
car makers

Page 16

On-line retail
selling gaining
traction in SA

Page 7

Ford celebrates 
50 years of 
P.E. engines

Page 4

Bloemfontein GM
woman wins
MISA award

Page 3 

We realise the importance of retaining existing customers 
– we are very aware that parts pricing and availability are 

important contributors to customer satisfaction, hence 
our growing focus on this aspect of our business.
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Kinsey Report on Parts Pricing Goes Back to 1990

The Kinsey Reports on car parts prices have been around SA since 1990. It has become the 
yardstick for pricing comparison for both the public and the fl eet operator and has become a 
regulator within the motor industry itself.

The report expanded in 1998 for the fi rst time to a survey on servicing and general running 
costs, which took over a year to complete. It was originally planned as a theoretical exercise 
using the manufacturers’ recommended service costs up to 100 000km. But so many variables 
were encountered on the way that it eventually went the “real life” route, using fi gures from Full 
Maintenance Leasing Companies which have huge fl eets of vehicles. The combined database 
resulted in an operating cost per kilometre.

Unfortunately this was not feasible as an annual survey, due to costs and time restraints, 
so the Kinsey report thereafter reverted back to parts prices comparisons, using popular and 
vehicles and the most common parts which require replacement. This year, for the fi rst time, the 
vehicles have been divided into categories on separate charts.

Malcolm Kinsey, 
the Durban-based 
man behind 
the annual 
Kinsey Report.

keeping down costs as they are largely 
unaff ected by currency volatility and 
also have lower delivery costs than 
imported parts. Currently about 40-
50% of the replacement parts sold 
are sourced locally with rest coming 
from Japan, Th ailand and Europe.

“Th is is another way in which 
buyers of locally-built vehicles 
can benefi t fi nancially,” added 
John Th omson.

Th e achievement of having 
Toyota vehicles on the podium in 
fi ve categories in the 2014 Kinsey 
Report signals a big step forward for 
the overall ToyotaCare programme 
of which Genuine Parts is but one as-
pect, but all aimed at ensuring satis-
fi ed customers. Th is follows only one 
vehicle in the top three in 2011, three 
in 2012 and four in 2013.

Th e locally produced Toyota 
Corolla family has made the biggest 
impact on this year’s Kinsey report 
taking fi rst and second position in 
the Family Favourites category. Th is 
category is the largest segment of the 
South African market and as a result 

has the largest representation out of 
the 60 best-selling cars included in 
the latest Kinsey Report.

Th e Corolla Quest topped this 
category with a parts basket of 
R65 879. Th e New Generation Corolla 
1.6 achieved second place only about 
R1 000 behind the Quest.

Another win for Toyota is the 
Crossover category which accounts 
for a similar market segment as 
the Family Favourites and is one 
of the fastest growing segments in 
South Africa. Th e Fortuner domi-
nated this category with an overall 
lead of R30 000 on the closest com-
petitor. Very aff ordable crash-parts 
pricing gave Fortuner its lead in 
this category.

Other strong performances 
came from the Avanza 1.5 SX 

achieving second place in the 
Compact Crossover category. Th e 
Toyota Hilux Single Cab 2.0 VVT-I 
came third in the Single Cab catego-
ry, which is new to the Kinsey parts 
pricing survey.

Th e scope of the Toyota SA parts 
operation has changed signifi cantly 
over the years and it is now responsi-
ble for parts supply to many countries 
in Africa as well as the local market. 
Th is has entailed the construction 
recently of a new parts warehouse 
in Ekurhuleni, Gauteng, at a cost of 
R363-million.

Th e delivery service to custom-
ers is also an important key to keep-
ing them satisfi ed and here there are 
deliveries up to twice a day to dealers 
in SA with cross-border deliveries 
to the neighbouring countries every 
24 hours.

“Over and above our investments 
in state-of-the-art parts facilities and 
services aimed at achieving optimum 
customer-orientated logistical sup-
port we know that reasonable cost of 
ownership is pivotal to ensuring on-
going customer satisfaction and reten-
tion,” concluded John Th omson. ■

The Crossover category 
which accounts for a 

similar market segment 
as the Family Favourites is 
one of the fastest growing 
segments in South Africa.
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Virna Potterton, the Financial Manager at 
Imperial General Motors in Bloemfontein, 
is the winner of the 2014 MISA Women’s 
Forum Woman of the Year. Th e award was 
made at a gala function in Johannesburg re-
cently. Virna was the Regional Finalist for 
the Free State/Northern Cape Region

Being involved in community work 
is second nature to Virna and her family. 
“My father believed everyone should have a 
Bible,” she recalls, “So one of my fi rst memo-
ries is how my father would buy everyone 
Bibles, while my mother and my aunt knit-
ted baby clothes for charity.” Virna has con-
tinued the family tradition and is involved 
with various projects at children’s homes in 
Bloemfontein, supported by her husband, 
who is also in the motor industry.

Regional Finalists
Th e Regional Finalists in the MISA Women’s 
Forum Woman of the Year awards also play 
an important role in their respective areas.

 ■ Karen Watson was the Regional 
Finalists for the Eastern Cape Region 
and is the Pre-Owned Sales Manager 
at Maritime Motors in Port Elizabeth. 
Karen grew up in the retail motor 
industry, as her father ran a Mercedes-
Benz dealership and her mother was 
also involved in the business.

 ■ Claire Bouwer, F&I at Kia Motors, 
Fourways was the Northern/Highveld 
Region’s fi nalist. She has an absolute 
passion to make a diff erence in the 
lives of the less fortunate, especially 
children. “Children are at the mercy 
of those around them,” she says. 
“Even in dire circumstances they are 
still happy and resilient.”

 ■ Amanda Homan of Hyundai 
Automotive SA represents the 
Western Province Region. She is an 
industry stalwart and has a passion 
for developing, supporting, and 
mentoring her female colleagues in 
the retail motor industry.

Not looking for Super Woman
“We are proud to have Virna as the 2014 
MISA Women’s Forum Woman of the Year,” 
says Martlé Keyter, MISA’s CEO Operations 
and National Co-ordinator of the MISA 
Women’s Forum. “What impressed the 
judges was Virna’s compassion and dedica-
tion to the community, but also her level-
headedness in terms of balancing her career 
and being a mother and a wife.

“We are not looking for a super woman 
in the MISA Woman of the Year. We are 
looking for someone who makes a diff erence 
in the lives of others in one way or another 

and who can serve as 
a role model for other 
women in the retail mo-
tor industry. She must 
have the potential to 
grow and develop per-
sonally and profession-
ally yet she must also be 
able to maintain a good 
work-home balance. 
We believe Virna has all 
of those qualities.”

Virna wins a 
working trip to the 
International Labour 
Conference in Turin 
in 2015 as part of 
her prize. ■

To advertise in  contact

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

Editor’s Note
GIVING OUT THE 
WRONG SIGNAL

South Africa is now giv-
ing out all the wrong signals 
to investors and industrialists 
– both local and international 
– as the very fabric of basic 
services in the country go 
into meltdown. Years ago this 
country was the economic 
hub, industrial powerhouse 
and breadbasket of Africa. 
Now it seems headed for one catastrophic service delivery 
failure aft er another.

A couple of months ago there was a widespread water 
shortage – including comments on the dire, long term chal-
lenges facing the national water supply sector in general – now 
we have crippling electricity power outages and load-shedding 
as this system fails to meet demand due, evidently, to a lack of 
planned maintenance according to trade union Solidarity..

Th is time the rolling blackouts have been imposed not 
due to heavy mid-winter demand, wet coal, or even collaps-
ing coal silos. Instead Eskom has rolled out a whole lot of 
other excuses, none of which gets to the root causes of the 
problem which were highlighted so graphically on TV during 
Carte Blanche a couple of Sundays ago.

Th en we have the ongoing Post Offi  ce strike which has 
lasted four months and there is still only a glimmer in light as 
to the industrial action coming to an end. Th is strike – unlike 
those in various sectors such as steel and mining–has aff ected 
virtually every person and business in the land in some way 
or another and is sure to start a rethink about using the facili-
ties and services of the SA Post Offi  ce in the future.

What is particularly concerning is that nobody seems to 
be leading from the front in an eff ort to sort out these major 
problems in basic services. Instead parliament erupts into 
mayhem with internal fi ghting between the various politi-
cal parties and huge amounts of publicity on the admittedly 
thorny matters of e-tolls and Nkandla. But nobody is really 
castigating the Government for failing to meet its duty of pro-
viding reliable basic services to the citizens of the country.

Th is is very concerning as it is severally damaging the 
reputation of South Africa as an investment destination and 
this unhappy situation could well impact directly and indi-
rectly on the motor industry’s future in this country.

Roger Houghton,
Editor
houghtonr@mwebbiz.co.za

Left to right-Martle Keyter (MISA CEO-Operations and 
Women’s Forum National Co-ordinator), Virna Potterton 
(MISA Woman of the Year 2014) and Louise Bennett 
(Women’s Forum Chairperson).

MISA’s Woman of the Year 
Title Goes to Bloemfontein
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BY ROGER HOUGHTON

Automotive telematics, which for most motorists 
and transport operators started out as fairly simple 
tracking devices and then GPS guidance systems, 
are becoming far more important as these systems 
are integrated and new ones developed. Th e fl ow of 
benefi ts to end-users and insurers is growing rapid-
ly according to the Managing Executive: Insurance 
at the Innovation Group, Jonathan Holden.

Speaking in an exclusive interview with 
AutoLive at the company’s towering head offi  ce in 
Randburg, the Innovations executive who has more 
than 17 years’ experience in the insurance indus-
try, including signifi cant overseas exposure, says 
the benefi ts are not only in protecting assets, but 
also improving operating effi  ciencies in fl eets and 
making a signifi cant contribution to improving 
road safety.

South Africa is on the forefront of development 
in terms of tracking systems and has been involved 
in this technology for many years due to the high 
vehicle theft  rated in the country, so in many cases 
we have a head start on other countries.

Proactive guidance systems are now being used 
increasingly by insurance companies to reduce 
claims through monitoring driver behaviour and 
vehicle usage. Th is can result in lower premiums 

besides im-
proving driv-
ing skills,

Th e ben-
efi ts mean 
that many in-
surers pay for 
the installa-
tion of track-
ing devices in 
vehicles and 
this could be 
extended to 
other equip-
ment, such as 
GPS systems, 
in the future.

Th e data 
obtained from users can also be used profi tably 
as a revenue stream to sell on to other compa-
nies that require this type of information, such as 
the traffi  c information systems off ered by many 
GPS suppliers.

Th is of course leads to the thorny question of 
privacy protection. For instance guidelines on this 
subject agreed in the US recently are unlikely to 
become a global standard because they fall short of 
what is already required in Europe to keep driver 
data safe.

One reason is that the US regulations are 
based on the principle that data collection will 
be allowed for “reasonable business purpos-
es”, a term which is considered to vague for the 
Europeans. Th ere is now a call for collaboration 
between the European and US authorities on this 
important subject.

Th e connected car is already here in 
South Africa. BMW offi  cially launched its 
“ConnectedDrive” services during a press event  at 
its headquarters in Midrand in June.

Using an integrated SIM card from Vodacom, 
connected BMWs now off er features such as intelli-
gent emergency calls, smartphone-based control of 
the vehicle, real-time traffi  c information, and apps. 
Th e SIM is embedded in the car and is limited to 
providing only the services off ered by Connected 
Drive, but has no usage caps.

Pre-empting security and privacy concerns, 
BMW said that “with Connected Drive everything 
is possible, but nothing is obligatory”.

Everyday motoring is increasingly moving into 
the age of technology not only in the vehicles them-
selves, but also on ancillary devices.

A further article based on the interview 
with Jonathan Holden will appear in the next 
edition of AutoLive and will focus on the ben-
efi ts for fl eet operators and owner drivers of using 
this technology. ■

BY ROGER HOUGHTON

Ford recently celebrated 50 years of making engines 
at its Struandale engine plant in Port Elizabeth. In 
fact, at that time the famous blue oval had already 
been in South Africa since 1923 when an assembly 
plant was set up in the city. At that time it was the 
16th Ford plant outside the US.

A major function to celebrate the half-century 
milestone took place at the plant on November 6, 
which included Ford’s quarterly media briefi ng 
on its NAAMSA sales. Sadly few journalists from 
outside the PE area made the eff ort to attend this 
milestone event. AutoLive was represented and had 
a good opportunity to chat to Jeff  Nemeth, the man 
who is driving the Blue Oval to new heights on all 
fronts in SA as well as leading the Ranger export 
drive into Africa and many other world markets. 
September had been Ford’s best sales performance 
in SA in the past 20 years.

Th e plant opened offi  cially in 1964 and has pro-
duced over 3-million units covering eight engine 
platforms to date.

Recognized as a global centre of excellence, the 
Struandale Engine Plant is the only facility in the 
world that performs dual roles for the Ford Ranger 
engine program, both machining components 
as well as assembling the 2,2-litre and 3,2-litre 
Duratorq TDCi turbodiesel engines.

Th e fully assembled engines are shipped to the 
Ford Assembly Plant in Silverton, Pretoria, for in-
stallation in the new Ranger, which is exported to 
more than 148 markets around the world. Th e bal-
ance of the components are exported to Ford engine 
plants in Th ailand and Argentina.

Th e PE facility has an installed annual capacity 
of approximately 220 000 component kits (cylinder 
head, block and crankshaft ), as well as 75 000 en-
gine assemblies for the Ranger programme.

As of January 2014, the Struandale Engine 
Plant began producing the Power Stroke 3,2-litre 
turbodiesel engine for the North American Ford 
Transit that is assembled in Kansas City. With an 
additional installed capacity for 31  000 engines, 
this the fi rst time that Ford Motor Company 
of Southern Africa is exporting products to 
North America.

“Th e local team has consistently proved that 
they are up to the challenge, using trademark 
South African ingenuity and dedication to pro-
duce world-class products,” Nemeth states. “From 
the popular RoCam engine that reached a fi nal 
production volume of over 1,3-million units to 
the new Duratorq TDCi engine that powers the 
mighty Ranger, the local products and the people 
that have made it happen have done us proud,” said 
Jeff  Nemeth. ■

Ford Celebrates 50 Years of Making Engines in Port Elizabeth

The production of the 3-millionth engine 
was a highlight of the 50-year history of 
Ford’s Struandale engine plant.

Jonathan Holden 
Managing Executive 
Insurance Innovation Group 
South Africa.

Rapid Advances in Automotive Telematics Have Big Benefi ts
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There are 11 finalists for the 2015 WesBank/ 
SAGMJ Car of the Year (COTY) competition were 
announced during a reveal event at the Inanda 
Polo Club in Johannesburg. Hosted by WesBank, 
the competition’s headline sponsor, the finalist re-
veal followed a vote cast by a 29-member Jury from 
the South African Guild of Motoring Journalists 
(SAGMJ), of an original list of 40 Semi-finalists. 
(The Editor of AutoLive, Roger Houghton, is a Jury 
member for the first time after a career that saw him 
on the motor industry side of the fence for more 
than 40 years).

The finalists are (in alphabetical order):
 ■ Audi A3 sedan 1.4T SE S-tronic
 ■ BMW M4 coupe automatic
 ■ Citroën C4 Picasso e-HDi 115 Intensive
 ■ Honda Accord 3.5 V6 Exclusive
 ■ Lexus ES 250 EX
 ■ Mercedes-Benz C-class C 200 automatic
 ■ Nissan Qashqai 1.6DCi Acenta automatic
 ■ Porsche Macan S diesel
 ■ Renault Duster 1.5DCi Dynamique 4wd

 ■ Subaru WRX Premium
 ■ Toyota Corolla 1.4 D-4D Prestige

The competition now moves into high gear as 
preparations are made for two days of stringent 
evaluations at the beginning of March 2015. At 
these evaluation days – the most critical of which 
will be the scheduled procedures at the world-
renowned Gerotek test facility near Pretoria – the 
COTY Jury will assess the cars independently, with 
routes and modules designed to test the vehicles in 
a similar way in which the average consumer would 
use them.

The evaluation days offer the Jury the opportu-
nity to reacquaint themselves with the vehicles on 

specific aspects including aesthetics, build qual-
ity, ergonomics, fuel consumption, environmental 
friendliness, safety features and value for money.
The Jury will also have access to independent per-
formance test data, comparative pricing and speci-
fication data, as well as comparative parts pricing 
data, compiled by Malcolm Kinsey.

While all of the models are deemed to repre-
sent examples of outstanding automotive engineer-
ing, there can be only one winner and, in the eyes 
of the COTY Jury, that model will epitomise all-
round automotive excellence – the sole criteria the 
be crowned the Car of the Year
The winner of the 2015 WesBank / SAGMJ Car the 
Year will be revealed at a gala banquet on 18 March 
2015, also hosted by WesBank. Motul and Hollard 
Insurance supply support sponsorship.

Follow the action on Facebook by liking the 
WesBank Car of the Year page, or on Twitter by 
following @wesbankcoty. You can also read more 
about the competition and its finalists on: 

www.wesbankcoty.co.za. ■

QUALITY PERFORMANCE

OPTICAL PARTICLE MEASUREMENT – THE PRODUCT QUALITY VERIFICATION
To ensure that every litre meets the new Castrol Professional quality standard, particles in the oil are analysed 
by our advanced real-time optical particle measurement system.  

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. 

11 Finalists in Competition For 2015 SA Car of the Year Title

Audi A3 sedan 1.4T SE S-tronic

BMW M4 coupe automatic

Toyota Corolla 1.4 D-4D Prestige Subaru WRX Premium Renault Duster 1.5DCi Dynamique 4wd Porsche Macan S diesel Nissan Qashqai 1.6DCi Acenta 
automatic

Mercedes-Benz C-class C 200 
automatic Lexus ES 250 EX Honda Accord 3.5 V6 Exclusive Citroën C4 Picasso e-HDi 115 Intensive

http://www.autolive.co.za
http://www.castrol.com/en_za/south-africa.html
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LEADING THE WAY 
ONCE AGAIN!
Toyota took top honours in the 2014 
Kinsey Report  achieving five 
podium positions in four categories.
* Survey available at www.kinseyreport.co.za

#1

#3
4

#2

BY KIERAN RENNIE

On the fl ight down to George in the Western Cape, 
where the press launch for the Toyota Hilux Legend 
45 would begin, I tried to set myself a goal, an over-
riding theme or set of parameters around which I 
would test this bakkie. With a wedding date set and 
plans to start a family in place (the world has luckily 
not yet had to deal with any of my off spring), I asked 
myself if this could be a vehicle I might enjoy driv-
ing and living with. Could it be a fun car to own, as 
well as something superbly practical and reliable?

I realised immediately of course, that I need 
not waste any of Toyota South Africa’s time and 
money on this launch looking for an answer to 
these questions–hundreds of thousands of South 
African families have already answered them with 
a resounding “yes”. And so, I decided to relax, 
open my mind, clear the slate and let the Legend 
45 explain why its predecessors have made it the 
top selling one-ton bakkie in SA for over 42 years. 
Internationally, over the 45 year production period, 
the Hilux has become an integral part of the lives of 
over 13 million buyers. ‘Nuff  said.

With the launch of the eighth generation Hilux 
surely not too far away now, Toyota has off ered up 
this class dominator in one fi nal “limited edition” 

wrapping. Th e Legend 45 will be available in 13 
diff erent variants including the Single, Xtra and 
Double Cab body options. You’ll be given the choice 
of four diff erent engines, 2.5l and 3.0l diesels as well 
as the 2.7l and 4.0l petrol power units.

Th e 3.0l D-4D engine–the only option in all the test 
cars–is as smooth and capable as you’d expect, but 
didn’t blow my hair back on the open road. Our 
test car had an infantile 300-odd kilometres on the 
clock which may account for a little stiff ness but I 
think it’s fair to say that other similarly priced (and 
rated) bakkies would probably out-drag the Hilux. 
I’m tempted, at this point, to touch on the tortoise 
and hare parable but that wouldn’t be fair. Th is 
pickup is no slouch.

Externally, the Hilux Legend 45s will set them-
selves apart with new headlight and tail light de-
signs; stainless steel nudge bars and bumpers; a tow 
bar; matt black side steps; 17” anthracite alloys and a 
full range of exterior colours. Th e tonneau cover and 
roll bar are an option. Inside this handsome (if per-
haps now a little dated) beast you’ll fi nd black leather 
with silver contrast stitching on the seats, door pan-
els and steering wheel. Most other expected mod-
cons are of course in attendance: climate control, 
multifunction steering wheel, auto headlights, re-
versing camera (standard on some models), etc, etc.

I am disappointed that the infotainment sys-
tem does not have sat-nav and does not integrate 
with your smart phone for the navigation function. 
Th e world is moving rapidly, and not just with mo-
tor cars, toward this kind of synergy. In a vehicle 
now costing (at the top end) well over half a million 
rand, I’d expect my music (and other media), my 
calls and my possible need for satellite route plan-
ning to mate seamlessly between my phone and my 

car. Perhaps the new model will solve for my sulk-
ing. Pricing begins at R300 200 for a 2.7L 4××2 SC 
and tops out at R533 900 for the 4.0L 4×4 DC.

I’ve been fortunate enough to drive the 
Outeniqua Pass many times. It is spectacular. I have 
never, until this launch, been given the chance to 
experience it on the original gravel track–the same 
one (in places) hand hacked and gunpowder-blasted 
through the rock by our intrepid forefathers.

As we trundled along eff ortlessly in leather 
clad, air-conditioned and turbo diesel powered 
luxury, it was not lost on me that those steel mind-
ed, unrelenting and adventurous people were very 
possibly made from sterner stuff  than we. A not un-
realistic comparison could then be drawn back to 
this bakkie–not always the quickest, not always the 
prettiest, but certainly the toughest; undoubtedly 
the most determined; and the one you’d bank on to 
get the job do. ■

The Hilux Legend Lives On Toyota Flies the 
Giant Flag

Incorporated into the unveiling of the Hilux 
Legend 45 was the press launch of the 
Giant Flag Project, based in the Camdeboo 
region of the Karoo. Toyota is the vehicle 
sponsor for this impressive initiative. With a 
planned timeline of three years, a giant SA 
fl ag will be constructed and, at 66 sprawl-
ing hectares across the desert fl oor, will be 
visible from space. It will be fashioned from 
coloured, indigenous succulents with a 4 
megawatt solar fi eld being incorporated in 
the black triangle section. To learn more 
and to get involved, go to:

www.giantfl ag.co.za

I’m tempted, at this point, to 
touch on the tortoise and hare 

parable but that wouldn’t be 
fair. This pickup is no slouch.

http://www.kinseyreport.co.za
http://www.toyota.co.za
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“Online selling has transformed auto retailing.” 
Th is is the bold statement the head of Gumtree 
Automotive, Jeff  Osborne, used in opening his in-
troduction to a breakfast seminar, titled “Digital 
Showrooms” and sponsored by his company at 
the recent SA Automotive Week at the Gallagher 
Exhibition Centre.

“Th is seminar equipped automotive retailers in 
South Africa with a cutting edge insight into online 
trends and developments that will boost sales of 
new and used cars,” said Osborne in an interview.

“Digital showrooms are now more important 
than the dealership fl oor! According to the Wall 
Street Journal, quoting the AutoTrader Group, a re-
search and marketing fi rm, the average car shopper 
spends more than 11 hours online researching cars 
and only 3.5 hours offl  ine, including trips to the 
dealership.” explained Osborne.

“Astute sales people can boost commis-
sion by eff ectively managing an online presence. 
Consequently many dealers for example are dedi-
cating more of their advertising budgets to hiring 
professional photographers and videographers to 
glamorize inventory on the used-car lots and now 
spend between 40% to 75% of their advertising 
budgets online.

“It’s done in an eff ort to attract the attention of 
customers using third-party automotive websites 
that list dealer inventory. Studies show viewer inter-
est of such listings depends on many things, par-
ticularly high-quality images.

“Today, the web portals generate leads, but the 
dealership uses soft ware and salesmanship to se-
cure the sale.

Th e head of Gumtree Auto went on to encour-
age dealership sales personnel to keep abreast of the 
online sales channel and its nuances.

“Mastering these will boost sales and give you 
an edge on your competitors,” concluded Osborne.

Th e guest speaker at the seminar was Google 
for Work’s Country Manager Brett St. Clair, who 

gave some impressive statistics as to the manner in 
which South Africans are taking the digital high-
way, particularly when researching subjects such as 
the vehicle to buy.

St. Clair said that 18 million South Africans 
now had access to Internet, using multiple devices. 
He added that shoppers in the automotive space 
were now undertaking more research than ever be-
fore and using on average 24 research touch points 
to obtain the required information.

Th ese touch points included: search engines, 
OEM sites, dealer sites, third party sites, watching 
videos on these sites or on video sites, requesting a 
quote, radio, TV, consumer review sites and follow-
ing others on social media such as Twitter.

Conversations on the vast array of social media 
are also rated as important.

However, there is still hope for the physical 
dealership as the most popular resource, either 
digital or non-digital, remains a visit to the actual 

dealership at 89%, the same percentage as taking a 
test drive. Dealer websites were the third most pop-
ular resource at 83% and then came the salesperson 
at 82%, followed by the manufacturer or distributor 
website at 81%.

Believe it or not, but one in three people 
shopping for a vehicle performed an action on 
their mobile while actually on the premises of 
a dealership.

Here the biggest majority – 44% – viewed im-
ages of vehicles, while 39% used the mobile to call a 
dealership, 39% read consumer reviews, 38% looked 
at current off ers. Th e same percentage used the 
mobile to locate a dealership, while 37% used it to 
compare diff erent vehicles or to read general vehicle 
media articles.

As Jeff  Osborne said in his introduction to 
the seminar delegates: online selling and shop-
ping is certainly transforming the automotive 
retail environment. ■

MORE REASON TO LOVE
THE MOST LOVED CAR
The locally produced Corolla family 
boast the best parts pricing in their  
category.

* 2014 Kinsey Survey, Family Favourites category

#2 #1#1

The Gumtree Automotive team seen with Google SA’s Brett St. Clair. They are (from 
left): Estelle Nagel, PR Manager: Gumtree SA, Sharl Venter, Business Development 
Gumtree: Autos, Shalla Takurpersad, Financial Controller: Gumtree Automotive, Kevin 
Bainbridge, Business Development and Operations Manager, Brett St Clair, Google 
South Africa, Claire Cobbledick, Head of Marketing: Gumtree SA, Jeff Osborne, Head 
of Gumtree Automotive, Markus Badach, SLM, Cliff de Freitas, Business Development 
Gumtree Automotive.

The Power of 
Online Selling

http://www.kinseyreport.co.za
http://www.toyota.co.za
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We can’t prevent unexpected illness 
but we can help shield you from 
crippling medical costs and deliver 
health care cover that caters for 
everyone’s pocket and lifestyle. 

OFFERING

http://www.motohealthcare.org.za
http://www.motohealthcare.org.za/2015.html
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KINGS OF THE CROSSOVERS!
Large or small, our seven seat crossovers 
will fit your family and your budget with very 
competitive parts pricing.

* 2014 Kinsey Survey, Crossover and Compact Crossover category

#1

y

#2

BY KIERAN RENNIE

Unless you’re 20 years old (or trying to act like it) 
and pimping your ride, getting new tyres fi tted is 
hardly the most exciting way to spend an aft er-
noon. With the “expendable” percentage of our 
never-increasing salaries dwindling steadily, the 
realisation that we already need to replace the tyres 
we’re sure we bought “just a couple of months ago”, 
is oft en seriously unwelcome news

Continental Tyre SA and their trade di-
vision ContiTrade have now launched the 
ü ber successful international fi tment brand, 
BestDrive here in South Africa. BestDrive has 
been a front running tyre fi tment brand in 
Europe and Asia since 2006. Th eir mission here 
in SA is, “To become the leading tyre service 
network through an unwavering commitment 

to premium service, premium quality, premium 
products and  premium facilities”.

To this end, each of the four branches already 
up and running in Jo’burg’s Northern Suburbs is 
stylishly fi nished, immaculately kept and kitted 
out with the industry’s top equipment. Th e Hunter 
Hawkeye rig sitting neatly in the alignment bay 
confi rms this intent.

A strong focus on intensifi ed training and an 
ongoing evaluation programme will be used to 
keep the staff  at the top of their game. Other gold 
star amenities include (free) brand name fi lter cof-
fer and free WiFi. We’re told, in fact, that attention 
has been paid to the entire tyre fi tment experience.

BestDrive outlets are multi-brand fi tment 
centres, and stock the top tyre manufacturers’ 
products as well as Continental, General Tyre and 
Matador–the three names marketed locally by the 
Continental group. Th e growth of the outlets will 

rely mainly on franchising with company owned 
outlets complementing privately owned businesses. 
Tyre prices, apparently, won’t be infl ated by the pre-
mium retail trappings. BestDrive say that they plan 
to be competitive fi nancially despite their impres-
sive upmarket environment. ■

Managing Director of Continental SA, 
Dieter Horni (left) and Rolf Lensch, 
CEO of ContiTrade Africa (right) cutting 
the ribbon at the offi cial launch of the 
BestDrive outlets.

Premium Fitment Centres Up the Game

BY KIERAN RENNIE

Th e pit complex at South Africa’s premier motor 
racing circuit, Kyalami, has always been a place 
of wondrous expectation and boyish excitement 
for me. 

On this day, however, as I arrive at the race 
track, I fi nd my focus only intensifi ed–Shell has 
launched the inaugural South African leg of the 
Shell Eco-marathon. It’s a drive into the future on 
a track which has been so vital to the SA Motor 
Industry’s past.

What began as a personal wager between two 
Shell engineers back in 1939, the Eco-marathon has 
become a global fuel economy study and challenges 
participants, mainly universities, to fi nd more eco-
nomical power plants or to refi ne and improve ex-
isting technologies.

Now, for the fi rst time, local and African teams 

have the opportunity to put their skills to the test. 
With the University of Johannesburg as a technical 
partner, the project seeks to inspire a new ethos in 
the energy industry as a whole. “We’re as excited 
to fi nd and motivate the people who will lead this 
industry into the future as we are for any possible 
groundbreaking tech”, says Norman Koch–Global 
Technical Director for the Shell Eco-marathon.

Now why, you may ask, is an oil company 
trying to fi nd ways to engineer itself out of busi-
ness? Professor Johan Meyer, Head of the School 
of Engineering at UJ, thinks that gasoline has a 
strong role to play, even into the long term future 
of mobility.

He reminds us that all of the current possible 
alternatives have pros and cons. Solar energy might 
seem abundant but is not yet truly cost eff ective and 
not globally (meteorically) viable; hydrogen has 
many advantages but is diffi  cult to store and, at this 
point, expensive to produce; pure electric power is 

making progress but still relies mainly on fossil fuel; 
and the debate roles on.

Ultimately, on the day, it was UJ’s Voltronics 
team with a neatly built and very effi  cient pure elec-
tric car which took top honours. Th e bigger victory, 
however, goes to this youthful group of student car 
builders as a whole for their willingness to embrace 
change and for their ongoing search for answers to 
the future’s questions. ■

Shell – Developing Problem Solvers

The eventual winners, Voltronics from The 
University of Johannesburg, undergoing 
the mandatory brake test.

http://www.kinseyreport.co.za
http://www.toyota.co.za
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I had the pleasure of running a Toyota Corolla 
D-4D Prestige again recently, in view of the fact 
that the car is a 2015 Car of the Year contender. I 
was happy to see the Corolla included in the list of 
11 fi nalists, as it is a realistically aff ordable car in 
a list that, for the fi rst time, includes a car costing 
over R1-million.

I feel too many younger journalists are dazzled 
by speed and luxury, hence the proliferation of ex-
pensive cars in our COTY line-up (which is a col-
lective choice by SA Guild of Motoring journalist 
members from all over the country).

Th e Corolla’s genius is that it is a masterpiece 
of packaging. It has also addressed many issues 
criticised in previous-gen Corollas, such as cheap-
ish cabin fi tments, un-communicative steering, and 
the like.

It has excellent consumption, and for a diesel 
it is well priced at just under R250 000. It has am-
ple space for fi ve people, a massive boot, and is built 
to great quality standards. Okay, its styling still 
doesn’t blow me away, but when it comes to laying 
down hard-earned money, this is a car to consider, 
especially as it will return consumption fi gures well 
under the 6,0l/100 km benchmark, even in city use.

An excellent car, in a rather off -the-shelf suit of 
metal clothes. But isn’t that what has always made 
Toyota’s so successful? ■

Stuart’s Drives

LEGENDARY!
Hilux is legendary for its toughness, 
and also showing its metal with its parts 
pricing against its natural competitors.

* 2014 Kinsey Survey, Single Cab and Double Cab category

#3 #4
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BY STUART JOHNSTON

Th e most controversial car to be launched in the 
past month is Datsun’s Go, courtesy of Nissan. 
Th e aspect of the little car, produced in India, is 
that has had media types all over the print and 
electronic realms a-buzz, is the fact that the car 
comes sans airbags and ABS.

Th is is defi nitely a negative when consider-
ing the car, although there is some talk that ABS 
at least is coming in March, although the airbag 
situation is less clear, as apparently the design of 
the car would make fi tting airbags a bit diffi  cult.

Aft er the launch I was one of the fi rst jour-
nalists to have the car on test, and I must say I 
really enjoyed the Datsun. Th e best part is the 
very torquey three-cylinder 1,2-litre turbo-petrol 
engine. Because it has good lugging power at very 
low revs it is possible to upshift  very early on this 
car, even into fi ft h gear when running around the 
suburbs. Th is meant that the fuel consumption in 
the real world was excellent. I averaged between 
5,5 and 6,0l100 km on the test.

Th e handling of the car is old school, being 
fi tted with narrow 155 rubber on 13-inch steel 
wheels. It doesn’t have great grip in the corners, 

but if you drive it in a legal fashion it is fi ne. Given 
that there is no ABS, the trick with the Datsun Go 
is to leave plenty of space between you and the car 
in front, which is what I do anyway, as I spend 
much of my motoring time driving old classics.

Th e gear shift  is a bit notchy when the car is 
cold, but improves when things get warm. I love 
the sound of that three-cylinder motor, and in-
cidentally, it has less vibration than other three 
cylinder small capacity motors I have tried.

What I did notice during the test period is 
how much attention the car attracted, simply 
because it is a Datsun. Early reports from dealers 
indicate that there is not too much concern from 
potential customers about the lack of airbags and 
ABS. However, I think this factor will hurt Nissan 
when it comes to parents buying a fi rst-time car 
for their sons or daughters.

On the other hand the CitiGolf was sold here 
to great enthusiasm without airbags until 2009, 
and even today you can buy a new ( previous-gen, 
not the Grand) Hyundai i10 without ABS, and 
just one airbag. Th is, of course, hasn’t stopped 
Suzuki launching a rather intense social media 
and  media-release campaign on just how safe their 
small cars are, because they have ABS and airbags.

Time will tell whether the Go has legs in 
its current guise. At the moment, the base price 
of R89 500 for the entry model and R99 500 for 
the more up-spec version (which most people 
are buying) has attracted an impressive amount 
of buyers.

Aft er all, there are tens of thousands of 
CitiGolfs doing duty as fi rst-time cars for young-
sters and oldsters alike, and I guess people just 
drive them accordingly. Any car is still a lot safe 
than a motorcycle, or riding around on the back 
of a bakkie, so where’s the social media outcry 
about these guys? ■

Datsun’s Go is a Cheapie with Charisma

Apart from the wheel-arch gaps, 
Datsun’s Go is a good-looker.
Photo by Stuart Johnston

Toyota’s Corolla 1,4 D4-D 
is a COTY Contender

Toyota’s Corolla is a masterpiece of 
packaging at an affordable price.
Photograph by Stuart Johnston

http://www.kinseyreport.co.za
http://www.toyota.co.za
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READY TO DELIVER!
“Over and above our investment in state of the art 
facilities to achieve customer orientated logistics, 
ensuring reasonable cost of ownership is pivotal to 
ensure on-going customer satisfaction and retention.”       
John Oliver, Vice President of Customer Service, Toyota South African Motors

Stuart’s Drives

BY STUART JOHNSTON

Mercedes-Benz rounded off  a manic programme of 
new product launches this week with an AMG all-
wheel-drive performance car dust-up at the Red Star 
raceway in the Delmas area. Prior to that, MBSA 
had launched a face-lift ed version of its second-gen-
eration CLS four-door coupe in the Western Cape, 
followed by a misty, rain-swept drive to Clarens in 
the Eastern Free State in the new Estate version of 
the C-Class.

All three launches were attended by AutoLive’s 
scribe and all three were notable for outstanding 
features on the new cars.

Th e most exciting new safety feature we experi-
enced on the CLS launch was the new lighting sys-
tem, known as MULTIBEAM LED. A night-time 
drive in a CLA 500 illustrated just how eff ective 
the new LED system is at masking off  critical areas, 
to prevent dazzling on-coming cars or cars ahead 
via their rear-view mirrors, while driving with the 
lights set on high-beam.

With this new system you drive with the lights 
set on high-beam all the time, and a forward-scan-
ning camera detects a vehicle ahead and blanks out 
that sector of the high beam to prevent dazzle, while 
retaining full illumination of all other areas, not only 
of the road ahead, but at each edge of the roadside.

It’s an amazing system. It’s a R22 000 option on 
the lower-end derivatives (if you can use that term 
on any CLS!) and standard on the CLS 500 and CLS 
63 AMG. Th e new model is denoted by a new grille 
design and of course the new LED lighting system, 
as well as other subtle upgrades. A new small diesel 
engine and the new V6 twin turbo petrol engine are 
also new in the range.

Prices are: CLS 250 CDi R760  000; CLS 350 
Blue Tec R893  000; CLS 400 R888  000;CLS 500 
R1 120 000; CLS 63 AMG R1 600 000.

The C-Class Estate is hard to miss, as it 
is simply so elegant. It costs between R20 000 and 
R30  000 more than the sedan equivalent and as 
such it’s a marvellous option, imparting so much 
more practicality and visual grace, than the already 
stylish sedan.

Th e trip to Clarens illustrated the superb ride 
of the C-Class over a seriously decayed road system, 
strewn with potholes. And both the standard system 
and the option air suspension systems fi tted to the 
launch cars handled the roads with what can only 
be described as true Mercedes-like ease. Pricing of 
the new Estate ranges from R447 600 for the C 180 
to R 558 400 for the C 250 Blue Tec version.

A45 AMG, CLA 45 MG, GLA 45 AMG on Track
Ride comfort is not a huge factor to look for when 
buying a Mercedes A-Class or CLA, as we’ve criti-
cised them enough in the past year for their suspen-
sion set-ups that are far too rigid for most South 
African roads. However, the GLA redresses that, 
with a much suppler ride.

But at the AMG Performance launch at Red 
Star Raceway it was sheer grip that we were look-
ing for and the A 45 AMG, CLA 45 AMG and the 
GLA 45 AMG all displayed remarkable levels of 
grip, with fantastic turn-in and little tendency to 
understeer which is so typical of many all-wheel-
drive cars.

Having said that, Red Star is a highly techni-
cal track with many corners being of variable radius 
variety, and most of the journalists reckoned they 
would have needed a good 20 more laps to really 
learn the track.

Th e corners did indeed cause understeer to set 
in on the Mercs if you got it wrong, by turning in too 
early for the apex, as many corners simply tighten 
up on the way out. But having sampled front-wheel 
drive cars here before, we can assert that this was 
by no means a Merc A Class all-wheel-drive deriva-
tive trait. Indeed, a quick lift -off  on the throttle saw 
an impressive nose tuck from all three derivatives, 
making them very eff ective track-day weapons.

Th e 265 kW and 450 Nm of power from a two-
litre petrol turbo motor fi tted to the turbo AMG 
variants remains ultra-impressive. ■

Mercedes-Benz’s 
Manic Month

C- Class Estate is elegance in the metal.
Photograph by Stuart Johnston

Merc’s new CLs with re-styled grille and 
ultra-trick LED lighting.
Photograph by Stuart Johnston

The GLA 45 was particularly impressive at 
Red Star Raceway.
Photograph by Stuart Johnston

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

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

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

Schaeffler South Africa (Pty) Ltd
1 End Street Ext. Johannesburg
Toll Free Hotline: 0800 41 2106 (Office Hours)
www.schaeffler-aftermarket.co.za
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Th e old method of checking the tension of belt drive 
systems in an engine by hand have long given way 
to the introduction of effi  cient and accurate hydrau-
lic and mechanical mechanisms which adjust the 
tension automatically.

INA, as an OEM supplier, has developed a 
comprehensive range of Front End Accessory Drive 
(FEAD) timing belt tensioners, Overrun Alternator 
Pulleys (OAPs) and hydraulic valve lift ers for the SA 
automotive aft ermarket.

Th e belt tensioning system has evolved to be 
as technologically advanced as any other complex 
system on a modern vehicle. Most vehicles these 
days are equipped with serpentine belts which re-
quire calibrated tensioning control. INA’s range of 

tensioners and OAPs has been designed for each 
specifi c vehicle application.

Many technicians are unaware of the OAP 
which is fi tted to most vehicle alternators these days 
to smooth the belt drive and decrease noise levels. 
Th e belt tensioner system oft en gets the blame for 
repeated failure when the OAP can be the problem.

Using poor quality replacement components 
may appear attractive at fi rst glance, but beware as 
fi tting sub-standard parts could result in severe en-
gine damage and to a lesser extent reduced engine 
performance, which translates into a higher fuel bill.

Rather be safe than sorry and fi t quality INA 
tensioners and kits from Schaeffl  er. Th e compo-
nents are packaged with comprehensive fi tting 

instructions and the technician is able to access 
the Schaeffl  er Technical Hotline (0800  41  2106) 
and website (www.schaeffl  er-aft ermarket.com) for 
 fi tment advice. ■

Engine Belt System Tensioners are Critical

Kieran Rennie tests the W4 
version of the XUV500 

What we’re all looking for today is value for money. 
Bang for the buck. Return on investment. Th e motor 
car is, generally speaking, somewhat of a fi nancial 
conundrum. What with the absence of safe and re-
liable public transport in our country, we all need 
a car but here in South Africa, they’re not cheap. 
Th is tends to make the questionable trade in values 
we’re faced with every four years or so all the harder 
to swallow.

What then, is the right thing to do fi nancially? 
Do we spend a fortune on a car which will hopefully 
last 10 years and hold its value well, or do we buy 
something at the lower end of the price scale and 
reap the benefi ts of the lower monthly repayments 
and insurance costs (and hope that this option is 
reliable and easy enough to live with)?

Mahindra is off ering us an ever-increasing 
number of vehicles at the “aff ordable” end of the 
scale. Th eir 7-seater, mid-sized SUV has recently 
been made available here in SA in an even more 
fi nancially palatable version, the XUV W4. A full 
R30 000 cheaper than the XUV 500, the W4 comes 
in at R 249 995.

Standard features include: projection head-
lamps, a sound system with CD/MP3, iPod and 
USB capability, air conditioning, electric windows, 
electrically-adjustable exterior rear view mirrors, 
power steering with tilting steering column, remote 
tailgate opening and fold-fl at second and third rows 
of seats for load versatility.

Th e engine is a gem. It would make me serious-
ly consider overlooking the built-to-a-budget inte-
rior materials and fi t and fi nish. It is the same 2.2l 
mHawk turbo diesel unit found in all of the XUV 

models. Producing 103KW and 330Nm, it pulls fan-
tastically, slinging the W4 eff ortlessly up and over 
the national speed limit. Matted to an easy-to-use 
6-speed manual, the motor moves the big car along 
in fi rst gear traffi  c with equal aplomb.

In some real-world testing, I asked my fi ancé  (who 
is all of 1,63m tall and used to driving a small 
hatchback) to drive us to the mall. She found the 
Mahindra easy to operate and to park and loved 
the elevated driving position. She didn’t, however, 
care much for the brown on brown interior colours 
optioned in our test car. Th e partnership between 
Mahindra and Miuccia Prada is still pending, 
I guess.

Here are some quick comparisons: Chev 
Captiva 2.2L diesel–R383 000. Hyundai iX35 (5 
seater) 2.0L Petrol–R 319 000. Now, while both 
these cars are probably better in most respects (the 
W4 certainly holds its own in the performance 
and practicality categories), the asking price of the 
Mahindra makes it simply impossible to ignore. ■

X-Cellent U-nexpected V-alue from Mahindra

The Mahindra XUV W4 is good value 
for money.

Technical

Driving Impressions

The motor moves the big car along in 
fi rst gear traffi c with equal aplomb.
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SPEED GOVERNORS 
TO SLOW PUBLIC 
TRANSPORT VEHICLES
Th e Department of Transport is going ahead with 
plans to enforce the installation of speed governors 
in all new minibuses, buses and goods vehicles over 
3 500kg GVM. from December 2016. Th e governors 
will restrict the vehicles to national speed limits for 
each category of vehicles.

Th ere is also a requirement that children being 
transported in a motor vehicle be buckled up with 
an appropriate child restraint. ■

MANY CRASHES IN 
CAR PARKS
Motorists in the UK are involved in nearly 1  400 
crashes in car parks every day. One of the reasons is 
that generally vehicles are getting bigger and park-
ing spaces stay the same size, according to an article 
in Th e Star. A report by Accident Exchange reveals 
that there are more than half a million prangs in UK 
car parks annually, costing motorists and their in-
surance companies R12.4-billion a year.

Some critics blame car park owners for making 
the spaces as small as the law allows, but then it is 
shown that cars have widened by as much as 25% in 
the past 20 years. For instance the latest Golf hatch 
is 2-m wide whereas the 1974 model was only 1.7-m 
in width. ■

INDUSTRY CONTINUES 
TO SHED JOBS
More than 800 jobs have been lost in the vehi-
cle manufacturing industry in SA in the past six 
months according to the latest quarterly report 
by NAAMSA. ■

MITSUBISHI OFF-
ROAD ADVENTURE
In a very busy launch month for AutoLive, Stuart 
Johnston attended a weekend getaway with 
Mitsubishi to sample the Long Wheel Base Pajero 
once again, which has recently benefi ted from 
various upgrades.

It was a marvellous weekend in the company of 
Mitsubishi staff ers and their wives, and we’ll give 
a more comprehensive report in, appropriately, 
AutoLive’s holiday edition, which hits your mail-
boxes (or web-browsers) on December 11.

MANCHESTER UNITED 
PLAYERS SHUN 
SPONSORED CARS
Chevrolet’s US$559-million sponsorship of 
Manchester Untied gives the brand the opportu-
nity to provide free cars to the team’s players. Th is 
saw a fl eet of 15, high performance Corvettes and 
Camaros provided for the stars to drive, but it seems 
they are not keen on getting behind the wheel of a 
LHD American car and players were seen arriv-
ing at practice in their usual transport of Porsches, 
Range Rovers and Mercedes-Benzes.

Chevrolet got some solace from the fact that 
that coach Louis van Gaal drives a small Captiva 
4×4 SUV. ■

NEW WEBSITE FOR 
SADFIA MEMBERS
Th e SA Diesel Fuel Injection Association (SADFIA), 
a constituent association of the RMI, now has a 
new member interactive portal (www.sadfi a.org). 
Louis van Huyssteen, the SADFIA director, is the 
website administrator and reports that the major-
ity of the SADFIA members have become more 
confi dent with the easy-to-use website designed by 
Dave Friedmann of Th e Bigger Pixel. Users should 
make more use of functionalities of the website and 
suggest how SADFIA can up service delivery and 
reinforce that belonging to the RMI and constitu-
ent association SADFIA is indeed better business.   
Many have also realized the benefi t of registering 
a 2nd, 3rd and even 4th person at their establish-
ments who can play an active role in sending and 
receiving messages via the SADFIA website.

Th is dedicated member interactive portal al-
lows paid-up members to: Communicate with 
other members and suppliers and source parts and 
information, advertise obsolete parts and special-
ised services to fellow members, access the monthly 

newsletter, view supplier “specials” and technical 
information as well as sharing and requesting tech-
nical, repair and related industry information. ■

NEW RUN-FLAT TYRES 
FROM BRIDGESTONE
Run-fl at tyres are now available for mass market 
cars. Th is is the word from Bridgestone which has 
launched DriveGuard, a new range of run-fl at tyres 
aimed at vehicles that are not supplied with run-fl at 
tyres from the factory.

“DriveGuard will now allow drivers of these 
cars to enjoy all the benefi ts of run-fl at tyres,” 
said Hiroshi Nakanishi, General Manager, Field 
Engineering & Technical Services. “If a DriveGuard 
tyre is punctured, the driver can continue their 
journey at reduced speed until they reach a location 
where the tyre can be changed,” he explained.

DriveGuard is built on the technology of 
Bridgestone’s existing RFT run-fl at tyres. If a 
DriveGuard tyre is punctured, a maximum speed 
of 80km/h can be maintained for a distance of up 
to 80km. ■

HILUX FOR WINNING 
YOUNG FARMER

Sakkie van Zyl has been awarded the coveted 2014 
Agri SA Toyota Young Farmer of the Year award. He 
was handed the keys to a Toyota Hilux 2.5D-4D at 
an awards ceremony held in Johannesburg recently. 
Van Zyl was chosen as the deserving winner through 
a gruelling process of regional competitions, where 
he was fi rst chosen as the North West regional fi nal-
ist. All the regional fi nalists then competed against 
each other in the national competition.

Trevor Abrahams was recognised as the most 
promising young farmer from a previously dis-
advantaged background in the 2014 Toyota New 
Harvest of the Year competition which was run 
by Toyota SA Motors concurrently to the Agri SA 
Toyota SA Young Farmer of the Year competition. 
He also won a Toyota Hilux 2.5 D-4D single cab. ■

Snippets

Axle twister. Editor-at-large Stuart 
Johnston spent a wonderful weekend 
in a forest on the Long Tom Pass with 
Mitsubishi’s Pajero.

Sakkie van Zyl
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Changes at the 
top at VWSA

David Powels, Managing Director 
of Volkswagen Group South Africa 
(VWSA) has been appointed as 
President of Volkswagen to Brasil. 
Th omas Schäfer appointed as 
Managing Director of Volkswagen 
Group South Africa. Th e appoint-
ments are eff ective from 1 February 2015.

Powels, a Chartered Accountant, was born 
and educated in Port Elizabeth. He joined VWSA 
in 1989 in the Finance Division. He made his mark 
and he became Export Manager travelling the 
world looking for Group companies who would ac-
cept components from this country.

He returned to the Finance Division in 1993 
to head the Controlling Division, this was fol-
lowed by a foreign assignment in Finance at both 
Volkswagen AG and Audi AG. He returned to 
South Africa in 1998 as Finance Director, a post he 
held for four years before becoming Vice President 
Finance and Corporate Strategy at Volkswagen do 
Brasil in 2002. In 2007, he returned to South Africa 
as Managing Director.

Th omas Schäfer, an Engineer, has been work-
ing for the Volkswagen Group (VWAG) since 2012 
as Head of Group Production (Foreign Plants). He 
started his working career at Mercedes Benz AG in 
1994. No stranger to South Africa, he moved to East 
London in 1998 in a management role at Mercedes 
Benz South Africa. In 2002 he moved to Malaysia as 
the Plant Manager and remained there for Mercedes 
till 2005 when he returned to Germany responsible 
for the planning of their production plants. ■

New appointment at Mahindra SA

Francois van Eeden, has been appointed head of 
sales and marketing at Mahindra SA. Van Eeden 
brings a wealth of experience to the Mahindra and 
SsangYong brands, having had over 20 years’ of 
experience in the South African motor industry. 
During his career he has been involved in more 
than 20 new model introductions.

Van Eeden completed an honours degree in 
Industrial Psychology and Industrial Sociology as 
well as a fi ve year stint in government services be-
fore joining Toyota SA in 1992. Th e following year 
he obtained an Advanced Diploma in Business 
Administration from the Association of Business 
Executives in London. Van Eeden’s career with 
Toyota included a spell living and working for 
Toyota in Japan.

He moved to Nissan SA as senior marketing 
manager in 2001 and in 2008 accepted the chal-
lenge of re-launching the Suzuki brand in SA as 
head of marketing. ■

SA team heads up Struandale

A SA team now heads up Ford’s Struandale engine 
plant. John Cameron has been promoted to Plant 
Manager while Basil Raman takes over role of 

Operations Manager. Ludwe Kawa 
joins Ford as new Quality Manager 
and Neil Stander is in charge of 
Programs and Engineering.

Cameron took over the position 
from Satya Banda who held the posi-
tion from 2012, but has returned home 
to India to take up a new assignment at 
the Chennai Assembly Plant.

Prior to his appointment as Plant Manager, 
John Cameron held the position of Operations 
Manager for the period 2012 to 2014, and 
Programs and Engineering Manager from 2006 
to 2011. In these roles he was responsible for the 
planning and delivery of the current Duratorq 
TDCi and North American Transit diesel engine 
programmes. ■

Top men at Ford swop jobs

Ford global marketing chief Jim Farley is moving to 
Germany to head up Ford of Europe and swaps jobs 
with current European boss Stephen Odell.

Odell, who has led European operations for 
Ford since 2010, will succeed Farley as head of sales, 
service and marketing worldwide. Th e change takes 
place from the beginning of 2015. (Th e Editor of 
AutoLive was privileged to interview both these 
executives personally at the Mustang launch in 
Barcelona last year and was most impressed with 
the enthusiasm and down-to-earth approach of 
the two of them). Th e job switch will give Farley 
(52) his fi rst opportunity of directly running one 
of Ford’s regional operations. Th e Ford of Europe 
role also includes responsibility for the Middle East 
and Africa. ■

People

John Cameron Ludwe KawaBasil Raman

Neil StanderStephen OdellFrancois van EedenDavid Powels Thomas Schäfer Jim Farley

auto.lightstone.co.za/
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Working Wheels

OneLogix raises the bar

Th e OneLogix Group raised the bar signifi cantly 
in its third annual driver competition and made it 
even more worthwhile for the participants than in 
the past. For a start the fi ve-day event was held at the 
specialised Gerotek test facility west of Pretoria and 
secondly the very well qualifi ed and experienced 
Gerotek staff  did the training and the judging.

Th e event, which was held from November 3–7, 
was contested by 16 pre-qualifi ed drivers from vari-
ous companies within the OneLogix Group, which 
employs more than 1 400 people and has about 800 
vehicles in its fl eet. Th ey drove articulated trucks in 
the four days of training and the fi nal shoot-out be-
tween the top three on the fi ft h day.
Th e winner, who collected a prize of R25  000, 
was Jeff rey Shibyeni, of Vehicle Delivery Services 
(VDS), with Petrus Molakeng, of United Bulk, as 
runner-up and Sibusisu Dlamini from OneLogix 
Projex in third position. Th e latter two collected 
prizes of R15 000 and R5 000 respectively.

What is exciting is the way forward for the com-
petition. Th e OneLogix organising team, headed up 
by Pierre van Schalkwyk, of VDS, sees this annual 
event growing in stature to become one of the big-
gest training events actively promoting Road Safety 
in SA with participation from various stakeholders 
within the SA transport industry. ■

The Hatfi eld Group 
goes trucking

Th e Hatfi eld Group, which has taken the name of 
a suburb in Pretoria East and made it a renowned 
name in the SA motor business is now entering the 
heavy truck and bus market with the opening of the 
very impressive Hatfi eld MAN facility in the N4 
Gateway Industrial park, alongside the N4 freeway 
east of Pretoria.

Th e MAN business model means that it is only 
a 2S (Service and Spares) facility as sales of this 
brand are handled centrally. However, it has been 
granted the Volkswagen truck and bus franchise 
from the beginning of 2015 and is targeting 100 
retail sales in the fi rst year, according to managing 
director Brad Kaft el, speaking at the opening func-
tion last week.

Th e new facility is spacious and very well 
equipped, including top quality accommodation – 
six en-suite bedrooms – for drivers who need to 
sleep over.

Th e Hatfi eld Group, which also includes fi ve 
Volkswagen and Audi dealerships, has spent R300-
million on new facilities over the past fi ve years. Th e 
investment in Hatfi eld MAN is R45-million.

Th e Hatfi eld Group is very strong on custom-
er service and has won several Dealer of the Year 
awards for its VW and Audi outlets. Last year, for 
instance, the group carried out 75 000 services and 
is aiming to improve on its customer satisfaction 
rating of 92%. Th e target for the new Hatfi eld MAN 
outlet is 2 400 services a year. ■

Namib Mills adds more 
Hino trucks to its fl eet

Namib Mills, the largest grain processing company 
in Namibia, has added another 18 Hino 300-Series 

trucks to its fl eet. Th e company, which was estab-
lished in 1982, is a major supplier of fl our, pasta and 
animal feeds and now has 29 Hino trucks in its fl eet. 
Th e main mill is located in Windhoek and there are 
other mills in Otavi and Katima Mulilo.

Th e latest order of six Hino 300-Series 915 
models and twelve  614 models is specifi cally for 
use by Namib Mills’ subsidiary, Namib Poultry 
Industries, for the distribution of chicken from the 
poultry farm to customers all over Namibia. Th e 
chassis cabs are fi tted with Serco freezer bodies 
which were built to order in Cape Town and are fi t-
ted with Th ermoking refrigeration units. ■

Big orders for MAN

MAN has recently concluded two big deals.
Imperial Cargo, a division of JSE-listed Imperial 

Group, has procured 60 MAN TGS 26.440 truck-
tractors to service its line-haul operations in 
southern Africa. Th e new vehicles will join the 44 
MAN TGS 26.440 units currently operating in the 
Imperial Cargo fl eet which now numbers a total of 
360 trucks.

Mpumalanga’s premier commuter bus service, 
Buscor, has taken delivery of 12 new 27 metre-long 
bi-articulated bustrains to add to its existing fl eet 
of 10 MAN abnormal-length bi-articulated buses.

Th e deployment of the new vehicles by Buscor 
follows a six-year pilot project initiated by the 
company and assisted by MAN, in response to a 
call from the National Department of Transport 
(NDoT) in 2006. Th e call was for bus operators in 
SA to fi nd commuter transit solutions that will ef-
fectively alleviate road traffi  c congestion, improve 
passenger safety, limit carbon emissions and re-
duce axle overloading to minimise damage to road 
pavement surfaces. ■

The winner of the OneLogix driver 
competition getting his spoils at Gerotek: 
Jeffrey Shibyeni (left), a VDS carrier driver, 
collected a trophy and a cheque for 
R25 000 for winning the OneLogix Driver 
competition. Others in the photo (from left) 
are: OneLogix Chief Operating Offi cer 
Cameron McCulloch, VDS Yard Manager 
Martin Terblanche (holding the trophy 
aloft) and OneLogix Managing Director 
Neville Bester.

The spacious new workshop at Hatfi eld 
MAN next to the N4 highway east of Pretoria.

The Imperial Cargo team and MAN SA 
executives at the handover.

Buscor has taken delivery of 12 new 
27 metre-long bi-articulated bustrains.
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TOP 5 PASSENGER CAR MARKET BY TYPE FOR OCTOBER 2014

SEGMENT TYPE 2014 SHARE 2013 SHARE

ENTRY CARS

VW POLO Vivo 
Hatch/Sedan

3 491 8.6% 2 616 6.5%

TOYOTA Etios 1 671 4.1% 2 392 6.0%

HYUNDAI 
Grand i10

1 464 3.6% 0 0.0%

FORD Figo 1 017 2.5% 1 404 3.5%

CHEV Spark 674 1.7% 778 1.9%

ENTRY CARS TOTAL 12 024 29.6% 11 221 28.0%

SUB-SMALL

VW Polo 2 073 5.1% 1 294 3.2%

KIA Rio 703 1.7% 588 1.5%

HYUNDAI 
Accent

693 1.7% 344 0.9%

FORD Fiesta 640 1.6% 671 1.7%

RENAULT 
Clio IV

483 1.2% 377 0.9%

SUB-SMALL TOTAL 6 935 17.1% 6 577 16.4%

SMALL

TOYOTA Corolla 
Quest

1 283 3.2% 0 0.0%

TOYOTA Corolla 971 2.4% 740 1.8%

VW Golf 7 503 1.2% 577 1.4%

MERCEDES 
A-Class

423 1.0% 213 0.5%

BMW 1-Series 402 1.0% 496 1.2%

SMALL TOTAL 7 235 17.8% 7 803 19.5%

MEDIUM

MERCEDES 
C-Class

1 789 4.4% 923 2.3%

BMW 3-Series 1 099 2.7% 1 066 2.7%

AUDI A4 419 1.0% 404 1.0%

BMW 4-Series 226 0.6% 131 0.3%

LEXUS ES 35 0.1% 12 0.0%

MEDIUM TOTAL 3 740 9.2% 2 765 6.9%

LARGE

MERCEDES 
E-Class

160 0.4% 176 0.4%

BMW 5-Series 128 0.3% 154 0.4%

VOLVO S60 76 0.2% 55 0.1%

AUDI A5 
Coupe/Cabriolet

53 0.1% 61 0.2%

AUDI A6 51 0.1% 57 0.1%

LARGE TOTAL 569 1.4% 658 1.6%

LUXURY

BMW 6-Series 36 0.1% 9 0.0%

MERCEDES 
S-Class

35 0.1% 28 0.1%

MERCEDES 
CLS

17 0.0% 10 0.0%

BMW 7-Series 15 0.0% 2 0.0%

LUXURY
PORSCHE 
Panamera

8 0.0% 20 0.0%

LUXURY TOTAL 125 0.3% 88 0.2%

TOP 5 PASSENGER CAR MARKET BY TYPE FOR OCTOBER 2014

SEGMENT TYPE 2014 SHARE 2013 SHARE

MPV

TOYOTA Avanza 625 1.5% 497 1.2%

MERCEDES 
B-Class

151 0.4% 128 0.3%

HYUNDAI H1 103 0.3% 183 0.5%

VW T5 Kombi 98 0.2% 82 0.2%

SUZUKI Ertiga 45 0.1% 0 0.0%

MPV TOTAL 1 288 3.2% 1 260 3.1%

SUV

TOYOTA 
Fortuner

881 2.2% 710 1.8%

HYUNDAI iX35 699 1.7% 761 1.9%

TOYOTA RAV 485 1.2% 385 1.0%

RENAULT 
Duster

371 0.9% 442 1.1%

VW Tiguan 286 0.7% 375 0.9%

SUV TOTAL 6 176 15.2% 6 954 17.4%

SPORT AND 
EXOTICS

TOYOTA 86 28 0.1% 48 0.1%

JAGUAR F-Type 21 0.1% 42 0.1%

AUDI TT 12 0.0% 14 0.0%

ALFA 4C 12 0.0% 0 0.0%

PORSCHE 
Boxster

10 0.0% 26 0.1%

SPORT AND EXOTICS TOTAL 125 0.3% 270 0.7%

CROSSOVER

FORD EcoSport 834 2.1% 548 1.4%

NISSAN 
Qashqai

315 0.8% 151 0.4%

JEEP Compass 193 0.5% 196 0.5%

MERCEDES 
GLA

159 0.4% 0 0.0%

MITSUBISHI 
ASX

120 0.3% 160 0.4%

CROSSOVER TOTAL 2 446 6.0% 2 424 6.1%

GRAND TOTAL 40 663 40 020

South African Vehicle Sales Figures at the End of October 2014

The larger Hyundai Grand i10 has been an instant success in SA, 
outselling some established models in the entry level category.

PLEASE NOTE: Figures courtesy of SA Department of Trade and Industry and Lightstone Auto. Mercedes-Benz audited sales volumes from October 2014 refl ect estimates calculated from the 
aggregated volumes reported by MBSA.
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 TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR OCTOBER 2014 

MANUFACTURER TYPE 2014 SHARE 2013 SHARE

VOLKSWAGEN SA

VW POLO Vivo 
Hatch/Sedan

3 491 8.6% 2 616 6.5%

VW Polo 2 073 5.1% 1 294 3.2%

VW Golf 7 503 1.2% 577 1.4%

AUDI A4 419 1.0% 404 1.0%

VW Tiguan 286 0.7% 375 0.9%

VOLKSWAGEN GROUP SA TOTAL 8 497 20.9% 7 934 19.8%

TOYOTA

TOYOTA Etios 1 671 4.1% 2 392 6.0%

TOYOTA Corolla 
Quest

1 283 3.2% 0 0.0%

TOYOTA Corolla 971 2.4% 740 1.8%

TOYOTA 
Fortuner

881 2.2% 710 1.8%

TOYOTA Avanza 625 1.5% 497 1.2%

TOYOTA TOTAL 6 707 16.5% 5 692 14.2%

AMH

HYUNDAI 
Grand i10

1 464 3.6% 0 0.0%

KIA Rio 703 1.7% 588 1.5%

HYUNDAI iX35 699 1.7% 761 1.9%

HYUNDAI 
Accent

693 1.7% 344 0.9%

HYUNDAI i20 470 1.2% 1 075 2.7%

AMH TOTAL 5 228 12.9% 6 154 15.4%

FMC

FORD Figo 1 017 2.5% 1 404 3.5%

FORD EcoSport 834 2.1% 548 1.4%

FORD Fiesta 640 1.6% 671 1.7%

FORD Ikon 539 1.3% 123 0.3%

FORD Kuga 266 0.7% 240 0.6%

FMC TOTAL 3 530 8.7% 3 854 9.6%

MERCEDES-BENZ 
SA

MERCEDES 
C-Class

1 789 4.4% 923 2.3%

MERCEDES 
A-Class

423 1.0% 213 0.5%

MERCEDES 
CLA

298 0.7% 413 1.0%

MERCEDES 
E-Class

160 0.4% 176 0.4%

MERCEDES 
GLA

159 0.4% 0 0.0%

MERCEDES-BENZ SA TOTAL 3 309 8.1% 2 150 5.4%

BMW GROUP

BMW 3-Series 1 099 2.7% 1 066 2.7%

BMW 1-Series 402 1.0% 496 1.2%

BMW 4-Series 226 0.6% 131 0.3%

BMW X5 166 0.4% 66 0.2%

BMW 5-Series 128 0.3% 154 0.4%

BMW GROUP TOTAL 2 563 6.3% 2 386 6.0%

NISSAN

DATSUN GO 583 1.4% 0 0.0%

NISSAN Livina 328 0.8% 174 0.4%

NISSAN Almera 317 0.8% 436 1.1%

NISSAN 
Qashqai

315 0.8% 151 0.4%

NISSAN X-Trail 240 0.6% 245 0.6%

NISSAN TOTAL 2 195 5.4% 1 757 4.4%

 TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR OCTOBER 2014 

MANUFACTURER TYPE 2014 SHARE 2013 SHARE

GMSA/ISUZU 
TRUCKS

CHEV Spark 674 1.7% 778 1.9%

CHEV Sonic 389 1.0% 292 0.7%

CHEV Aveo 337 0.8% 269 0.7%

CHEV Cruze 210 0.5% 608 1.5%

CHEV Captiva 145 0.4% 253 0.6%

GMSA TOTAL 2 154 5.3% 2 927 7.3%

RENAULT

RENAULT 
Sandero II

501 1.2% 0 0.0%

RENAULT 
Clio IV

483 1.2% 377 0.9%

RENAULT 
Sandero

388 1.0% 651 1.6%

RENAULT 
Duster

371 0.9% 442 1.1%

RENAULT 
Megane III

70 0.2% 80 0.2%

RENAULT TOTAL 1 826 4.5% 1 602 4.0%

HONDA

HONDA Brio 353 0.9% 328 0.8%

HONDA Ballade 240 0.6% 315 0.8%

HONDA Jazz 167 0.4% 172 0.4%

HONDA CR-V 154 0.4% 256 0.6%

HONDA Mobilio 41 0.1% 0 0.0%

HONDA TOTAL 1 001 2.5% 1 175 2.9%

CHRYSLER SA

JEEP Compass 193 0.5% 196 0.5%

JEEP Grand 
Cherokee

174 0.4% 248 0.6%

JEEP Wrangler 133 0.3% 138 0.3%

DODGE 
Journey

109 0.3% 120 0.3%

JEEP Cherokee 50 0.1% 11 0.0%

CHRYSLER SA TOTAL 727 1.8% 804 2.0%

SUZUKI

SUZUKI Swift 250 0.6% 142 0.4%

SUZUKI Alto 108 0.3% 159 0.4%

SUZUKI Jimny 63 0.2% 69 0.2%

SUZUKI Splash 54 0.1% 0 0.0%

SUZUKI Ertiga 45 0.1% 0 0.0%

SUZUKI TOTAL 564 1.4% 450 1.1%

JAGUAR LAND 
ROVER

L-R Discovery 4 131 0.3% 194 0.5%

L-R Range 
Rover Evoque

122 0.3% 131 0.3%

L-R Freelander 2 72 0.2% 35 0.1%

L-R Range 
Rover Sport

69 0.2% 10 0.0%

JAGUAR XF 26 0.1% 29 0.1%

JAGUAR LAND ROVER TOTAL 467 1.1% 476 1.2%

MITSUBISHI 
MOTORS

MITSUBISHI 
Mirage

126 0.3% 0 0.0%

MITSUBISHI 
ASX

120 0.3% 160 0.4%

MITSUBISHI 
Pajero Sport

88 0.2% 115 0.3%

MITSUBISHI 
Pajero

53 0.1% 34 0.1%

MITSUBISHI 
Outlander

6 0.0% 4 0.0%

MITSUBISHI MOTORS SA TOTAL 394 1.0% 316 0.8%

continued on next page 

PLEASE NOTE: Figures courtesy of SA Department of Trade and Industry and Lightstone Auto. Mercedes-Benz audited sales volumes from October 2014 refl ect estimates calculated from the 
aggregated volumes reported by MBSA.
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 TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR OCTOBER 2014 

MANUFACTURER TYPE 2014 SHARE 2013 SHARE

MAZDA SA PCSA

MAZDA 3 172 0.4% 0 0.0%

MAZDA CX-5 72 0.2% 0 0.0%

MAZDA 6 28 0.1% 0 0.0%

MAZDA 2 24 0.1% 0 0.0%

MAZDA 5 8 0.0% 0 0.0%

MAZDA SA TOTAL 305 0.8% 0 0.0%

VOLVO CARS

VOLVO V40 95 0.2% 76 0.2%

VOLVO S60 76 0.2% 55 0.1%

VOLVO XC60 72 0.2% 57 0.1%

VOLVO V40 CC 28 0.1% 38 0.1%

VOLVO XC90 10 0.0% 18 0.0%

VOLVO CARS TOTAL 290 0.7% 255 0.6%

PCSA

PEUGEOT 208 74 0.2% 149 0.4%

PEUGEOT 107 71 0.2% 129 0.3%

CITROEN C1 28 0.1% 47 0.1%

PEUGEOT 3008 15 0.0% 11 0.0%

CITROEN C4 
Aircross

9 0.0% 21 0.1%

PCSA TOTAL 221 0.5% 447 1.1%

MAHINDRA

MAHINDRA 
XUV

90 0.2% 60 0.1%

MAHINDRA 
Xylo

14 0.0% 22 0.1%

SSANGYONG 
Korando

8 0.0% 9 0.0%

MAHINDRA 
Quanto

8 0.0% 10 0.0%

SSANGYONG 
Rexton

4 0.0% 2 0.0%

MAHINDRA TOTAL 127 0.3% 121 0.3%

PORSCHE

PORSCHE 
Macan

80 0.2% 0 0.0%

PORSCHE 
Cayenne

12 0.0% 124 0.3%

PORSCHE 
Boxster

10 0.0% 26 0.1%

PORSCHE 
Cayman

9 0.0% 28 0.1%

PORSCHE 
Panamera

8 0.0% 20 0.0%

PORSCHE TOTAL 126 0.3% 235 0.6%

FIAT GROUP

FIAT 500 59 0.1% 364 0.9%

FIAT Qubo 15 0.0% 14 0.0%

ALFA 4C 12 0.0% 0 0.0%

FIAT Doblo 10 0.0% 1 0.0%

FIAT Panda 7 0.0% 13 0.0%

FIAT GROUP TOTAL 124 0.3% 444 1.1%

SUBARU

SUBARU 
Forester

66 0.2% 63 0.2%

SUBARU XV 30 0.1% 31 0.1%

SUBARU WRX 3 0.0% 4 0.0%

SUBARU 
Outback

1 0.0% 8 0.0%

SUBARU 
Tribeca

0 0.0% 2 0.0%

SUBARU TOTAL 100 0.2% 110 0.3%

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

MANUFACTURER TYPE 2014 SHARE 2013 SHARE

AAD

CHERY J2 45 0.1% 46 0.1%

CHERY Tiggo 25 0.1% 41 0.1%

CHERY QQ3 18 0.0% 162 0.4%

CHERY J3 6 0.0% 3 0.0%

CHERY J1 4 0.0% 0 0.0%

AAD TOTAL 98 0.2% 252 0.6%

GWMSA

GWM C10 50 0.1% 13 0.0%

GWM C20R 23 0.1% 49 0.1%

GWM H5 0 0.0% 58 0.1%

GWM H6 0 0.0% 2 0.0%

GWM Florid 0 0.0% 5 0.0%

GWMSA TOTAL 73 0.2% 127 0.3%

TATA

TATA B-Line 31 0.1% 299 0.7%

TATA Indica 
Vista

2 0.0% 24 0.1%

TATA Manza 2 0.0% 16 0.0%

TATA Indica 0 0.0% 1 0.0%

TATA TOTAL 35 0.1% 340 0.8%

MASERATI

MASERATI 
GranTurismo

2 0.0% 2 0.0%

MASERATI 
GranCabrio

0 0.0% 1 0.0%

MASERATI TOTAL 2 0.0% 3 0.0%

FERRARI

FERRARI F12 0 0.0% 3 0.0%

FERRARI 
California

0 0.0% 1 0.0%

FERRARI 458 
Italia

0 0.0% 2 0.0%

FERRARI 458 
Spider

0 0.0% 3 0.0%

FERRARI TOTAL 0 0.0% 9 0.0%

GRAND TOTAL 40 663 100.0% 40 020 100.0%

PLEASE NOTE: Figures courtesy of SA Department of Trade and Industry and Lightstone Auto. Mercedes-Benz audited sales volumes from October 2014 refl ect estimates calculated from the 
aggregated volumes reported by MBSA.

TOP 5 SELLING PASSENGER CARS FOR OCTOBER 2014

TYPE 2014 2014 SHARE

VW Polo Vivo Hatch/Sedan 3 491 8.6%

VW Polo 2 073 5.1%

MERCEDES C-Class 1 789 4.4%

TOYOTA Etios 1 671 4.1%

HYUNDAI Grand i10 1 464 3.6%

40 663

TOP 5 SELLING LIGHT COMMERCIAL VEHICLES FOR OCTOBER 2014

TYPE 2014 2014 SHARE

TOYOTA Hilux 3 421 21.6%

FORD Ranger 3 045 19.2%

NISSAN NP200 1 674 10.6%

CHEV Utility 1 445 9.1%

TOYOTA Quantum 1 264 8.0%

15 824
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TOP 5 LIGHT COMMERCIAL VEHICLE MARKET BY TYPE FOR OCTOBER 2014

NAAMSA 
STANDARD

TYPE 2014 SHARE 2013 SHARE

SUB ONE-TON

NISSAN NP200 1 674 10.6% 1 237 8.9%

CHEV Utility 1 445 9.1% 1 214 8.7%

DAIHATSU 
Gran Max

89 0.6% 82 0.6%

SUB ONE-TON TOTAL 3 208 20.3% 2 533 18.2%

ABOVE ONE-TON 
DCAB

FORD Ranger 1 717 10.9% 778 5.6%

TOYOTA Hilux 1294 8.2% 1014 7.3%

ISUZU KB 353 2.2% 462 3.3%

NISSAN NP300 
Hardbody

320 2.0% 272 2.0%

VW Amarok 289 1.8% 295 2.1%

ABOVE ONE-TON DCAB TOTAL 4 535 28.7% 3 548 25.6%

ABOVE ONE-TON 
SCAB

TOYOTA Hilux 1 814 11.5% 1578 11.4%

FORD Ranger 939 5.9% 522 3.8%

ISUZU KB 678 4.3% 643 4.6%

NISSAN NP300 
Hardbody

451 2.9% 482 3.5%

HYUNDAI H100 
Bakkie

320 2.0% 239 1.7%

ABOVE ONE-TON SCAB TOTAL 5 296 33.5% 4 680 33.7%

ABOVE ONE-TON 
XCAB

FORD Ranger 389 2.5% 216 1.6%

TOYOTA Hilux 313 2.0% 302 2.2%

ISUZU KB 151 1.0% 127 0.9%

MAZDA BT-50 27 0.2% 116 0.8%

NISSAN Navara 12 0.1% 12 0.1%

ABOVE ONE-TON XCAB TOTAL 895 5.7% 784 5.6%

MINIBUS

TOYOTA 
Quantum

1 200 7.6% 1 479 10.7%

NISSAN NV350 
Taxi

108 0.7% 0 0.0%

FORD Tourneo 
Custom

51 0.3% 42 0.3%

VW T5 
Transporter 
Cr-Bus

29 0.2% 78 0.6%

VW Caddy 26 0.2% 141 1.0%

MINIBUS TOTAL 1 430 9.0% 1 760 12.7%

PANEL VAN

NISSAN NV350 82 0.5% 30 0.2%

VW Caddy 74 0.5% 109 0.8%

TOYOTA 
Quantum

64 0.4% 60 0.4%

CHEV Spark 61 0.4% 86 0.6%

MERCEDES 
Vito

36 0.2% 29 0.2%

PANEL VAN TOTAL 460 2.9% 581 4.2%

GRAND TOTAL 15 824 100.0% 13 886 100.0%

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

MANUFACTURER CATEGORY 2014 SHARE

MERCEDES-BENZ SA

MCV 172 5.9%

HCV 58 2.0%

XHV 376 13.0%

BUS 13 0.4%

MERCEDES-BENZ SA TOTAL 619 21.4%

UD TRUCKS

MCV 87 3.0%

HCV 163 5.6%

XHV 149 5.2%

UD TRUCKS TOTAL 399 13.8%

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

MANUFACTURER CATEGORY 2014 SHARE

GMSA/ISUZU TRUCKS

MCV 230 8.0%

HCV 109 3.8%

XHV 39 1.3%

BUS 2 0.1%

GMSA TOTAL 380 13.1%

TOYOTA

MCV 158 5.5%

HCV 119 4.1%

XHV 59 2.0%

TOYOTA TOTAL 336 11.6%

MAN

HCV 13 0.4%

XHV 186 6.4%

BUS 62 2.1%

MAN TOTAL 261 9.0%

SCANIA
XHV 172 5.9%

BUS 15 0.5%

SCANIA TOTAL 187 6.5%

VOLVO TRUCKS
XHV 146 5.0%

BUS 0 0.0%

VOLVO TRUCKS TOTAL 146 5.0%

TATA

MCV 47 1.6%

HCV 34 1.2%

XHV 30 1.0%

BUS 7 0.2%

TATA TOTAL 118 4.1%

IVECO

MCV 67 2.3%

HCV 7 0.2%

XHV 30 1.0%

BUS 4 0.1%

IVECO TOTAL 108 3.7%

VOLKSWAGEN GROUP SA MCV 100 3.5%

VOLKSWAGEN GROUP SA TOTAL 100 3.5%

FAW

MCV 1 0.0%

HCV 27 0.9%

XHV 31 1.1%

FAW TOTAL 59 2.0%

POWERSTAR
HCV 1 0.0%

XHV 38 1.3%

POWERSTAR TOTAL 39 1.3%

RENAULT TRUCKS XHV 34 1.2%

RENAULT TRUCKS TOTAL 34 1.2%

JMC MCV 26 0.9%

JMC TOTAL 26 0.9%

BABCOCK
HCV 0 0.0%

XHV 23 0.8%

BABCOCK TOTAL 23 0.8%

FMC MCV 15 0.5%

FMC TOTAL 15 0.5%

AMH MCV 15 0.5%

AMH TOTAL 15 0.5%

FIAT GROUP MCV 13 0.4%

FIAT GROUP TOTAL 13 0.4%

PCSA MCV 8 0.3%

PCSA TOTAL 8 0.3%

VOLVO BUS BUS 4 0.1%

VOLVO BUS TOTAL 4 0.1%

VDL BUS & COACH SA BUS 3 0.1%

VDL BUS & COACH SA TOTAL 3 0.1%

NC2 TRUCKS SA XHV 0 0.0%

NC2 TRUCKS TOTAL 0 0.0%

GRAND TOTAL 2 893 100.0%

PLEASE NOTE: Figures courtesy of SA Department of Trade and Industry and Lightstone Auto. Mercedes-Benz audited sales volumes from October 2014 refl ect estimates calculated from the 
aggregated volumes reported by MBSA.
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Toyota encourages young 
engineers in Nigeria

Toyota South Africa Motors (TSAM) recently do-
nated nine vehicles to Toyota Nigeria Limited for 
the sole purpose of augmenting education and 
training in engineering. Th is donation is in line 
with Toyota’s strategy to support the uplift ment of 
education both in South Africa and on the conti-
nent as a whole.

Th e vehicles, which are a mix of SA-produced 
Corolla and Hilux models, will be used by Toyota 
Nigeria Limited in partnership with a local univer-
sity to train budding engineers.

“Education is at the heart of Toyota and we en-
deavour to provide support where we can. Toyota 
has various programmes and projects that as-
sist education in this country and throughout the 
continent. Engineering is a very important fi eld 
of study for this country and for Africa,” says Dr 
Johan van Zyl, President and CEO of Toyota South 
Africa Motors. ■

Renault opens new plant in Algeria

French motor company Renault recently opened 
a new manufacturing facility in Algeria as part of 
its strategy to take advantage of the fast growth in 
North African vehicle markets. Th e plant assem-
bles the new Symbol, a low cost model based on a 
Dacia platform,

Renault currently sells more than half of its ve-
hicles outside Europe. Algeria is its 10th largest mar-
ket, where it enjoys a dominant 25.5% penetration.

A total of about 425 000 new vehicles were sold 
in Algeria in 2013, making it the continent’s second 
largest market aft er SA. However, the market has 
contracted this year, with only 265 000 units sold 
in the fi rst nine months of the year, but Algeria’s 
growth potential is nevertheless still considered to 
be high.

Algeria has three million vehicles on its roads 
with the average age being 16 years, which means 
there is great potential for growth in replacements. 
Th e ownership rate in the country is only 100 vehi-
cles per 1 000 inhabitants compared to 500/1000 in 
Western Europe.

Th e plant on the Mediterranean coast is the 
fi rst built by Renault since it exited the market when 
Algeria gained independence from France in 1962. 
Th e French company owns 49% of the plant with an 
initial investment of US$ 62-million. It has a staff  

complement of 350 and builds the Symbol from 
CKD kits with a high level of local content.

Renault, which also has two factories in 
Morocco, aims to boost sales in the North African 
markets of Algeria, Morocco, Egypt and Tunisia.

A few months ago Peugeot Citroen started 
assembly of its low cost 301 model in Nigeria, 
which was disappointing for South Africa as it 
had also been considered as a site for assembling 
this model. ■

Nissan open to assembly in Kenya

Nissan is open to building a local assembly plant in 
Kenya if the government takes action to make it a 
more attractive proposition, including changing 
import duties on new and used cars. Th is is accord-
ing to a recent article in Engineering News.

Nissan has a dealership in Kenya and could add 
an assembly plant to go with facilities it already has 
in SA, Nigeria and Egypt, according to Nissan’s sen-
ior vice president for Africa, Middle East and India, 
Takashi Hata.

According to the report Hata said: “We are 
ready to discuss this matter and seriously consider 
making an investment in manufacturing” he told 
Reuters during a recent visit to Nairobi. He added 
that the government would also have to cut red tape 
and boost electricity supplies.

Mike Whitfi eld, Managing Director of Nissan 
SA and head of the Nissan Africa-South regional 
business unit, said that Kenyan import duties were 
currently not favourable. “Generally to justify local 
assembly you need to a have a gap of approximately 
35% between new and used cars.” He added that 
currently 10 used cars are sold in Kenya for every 
one new vehicle.

Nissan evidently aims to raise its market share 
in Kenya to above 10% a year from now aft er sales 
fell to single digits from about 15% penetration 
in 2012.

Changes have been made to the Nissan distrib-
utorship, marketing and advertising in Kenya. It 
has appointed two SA fi rms and a Kenyan company 
to run its sales and service dealer network, replacing 
long-time franchisee DT Dobie. ■

Exports to Africa tumble

Th e number of built-up vehicles exported from SA 
into Africa tumbled by 19.2% on a year-to-date ba-
sis for the fi rst 10 months of 2014, going from 64 850 
units at the end of October 2013 to 52  428 at the 
same time this year. Th is was despite a rise of 23.5% 
in sales in the month of October 2014 compared to 
the same month a year previously, going up from 
5 191 units to 6 413 units.

Toyota continues to be the pace-setter in terms 
of exported vehicles into Africa, but its YTD total 
of 26  662 units was 32% below the 39  226 units 
shipped in the period January-October a year ago.

Nissan is holding off  Ford’s strong challenge af-
ter the fi rst 10 months of 2014 with 11 424 Nissans 
exported compared to 10  250 Fords. General 
Motors/Isuzu Trucks is a distant fourth with 1 779 
units shipped.

Toyota exported 2 824 units in October com-
pared to 1 556 by Nissan and 1 542 by Ford.

Th e top 10 destinations in Africa for SA ex-
ports aft er the fi rst 10 months of 2014 are: 1, 
Algeria (12 862 units), 2, Nigeria (9 224), 3, Angola 
(6 339), 4, Mozambique (4 157), 5, Zambia (3 281), 
6, Zimbabwe (3 094), 7, Kenya (2 678), 8, Mauritius 
(1 237), 9, Tanzania (1 128), 10, Ethiopia (932). ■

To advertise in  contact

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

The new Renault 
Symbol which is built 
only in Algiers.



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

Knowledgeable motoring enthusiast Stuart Johnston has his camera at the ready when he made one of his regular visitors to the Piston Ring Club’s open day 
 recently. Th ese open days are held on the third Sunday of each month at the club’s premises in Modderfontein, Gauteng.

Picture Page

Ensure your girlfriend wears jeans 
if she has to clamber in and out 
of your Lotus 7 replica. This one 
has genuine Minilite wheels and a 
Toyota 4A-GE twin cam mill.
Photograph by Stuart Johnston

Fiat Abarth 1 000 TC, based on 
humble 600 from early ‘60s. This little 
bomb could outrun a Mini Cooper 
at the time.
Photograph by Stuart Johnston

Left: Karmann Ghias just get better looking with age. There will be a strong 
contingent of them at The Classic Car Show at Nasrec on December 7.
Photograph by Stuart Johnston

Original Olds Rocket 88 motor, an overhead valve fi reball 
produced before Chevy introduced its small-block V8 in 1955.
Photograph by Stuart Johnston

This month Mercedes-Benz showcased its LED lighting 
technology. This Merc, also with a smattering of LED lighting, is a 
75-year-old Mercury, a luxury car from the Ford stale.
Photograph by Stuart Johnston

Vauxhall Velox 2,6 was a mix of English and 
American General Motors’-think. These days its 
fl amboyance ensures its classic status.
Photograph by Stuart Johnston

One of the very fi rst 
muscle cars from 
Detroit, an early-
’50s Oldsmobile 
Rocket 88.
Photograph by 
Stuart Johnston

International Flavour at the Piston Ring Club



Subscribe for free @
www.autolive.co.za Page 24

Back Page

BY STUART JOHNSTON

If you are looking for one car to cut your motor-
head teeth on, look no further than Volkswagen’s 
Golf Mk I, or, in its ever-popular guise, the CitiGolf.

Th e amount of spares, body parts, go-faster 
bits and engine tuning confi gurations are endless 
for a Golf. At Th e Classic Car Show at Nasrec on 
December 7 there will be a whole section devoted 
to quick VW Street Machines, and the one car that 
will be on show in more variations than any other is 
the veritable CitiGolf.

Recently a friend of mine’s young son asked me 
what the best bang was for the buck he could get 
when it came to modifying his recently-acquired 
CitiGolf. Th e man I contacted is someone I have 
known since Grade 2, and a man who shared my 
fi rst serious saloon car race back in 1984. He is Neil 
Stephen, a former SA karting champ and multiple 
Group N racing champ (with Opel in the 1990s). 
Neil began toying with Golfs ever since his son 
Geoff  bought one a decade ago.

Today that same humble CitiGolf has achieved 
giant-killing status in the Eastern Cape, winning 
its class regularly at the East London GP track and 
in PE, when competing in the hands of Neil, Geoff  
and Jono, Neil’s other son who has turned his hand 
to rallying.

“Th e quickest and easiest – and by far the cheap-
est–way to make serious horsepower for your Golf is 
to haul out whatever engine you have in there and 
fi t a two-litre long-block engine,” says Neil Stephen. 
“If modifying a small engine, a 1400 or a 1600, they 

go, but you end up using so much fuel you might 
as well drop a two-litre in straight away and keep it 
standard. And they bolt straight in.

“For a mere R5 000 to R6 000 you can buy a 2E 
or an ADY two-litre Golf motor from one of these 
Japanese engine importers that source their mo-
tors from Japan. Th e long block motors like these 
rev better because they have less sideways thrust 
on the piston, even though the capacity is actually 
the same. Th ey come complete with an alternator 
and a distributor. If you run a carb motor, you buy a 
blank-off  plate from Goldwagen to close the injector 
holes and simply fi t the same carb you ran on your 
old 1400 or 1600 power plant.

“Th ese long block motors bolt onto your stand-
ard 1400 or 1600 gearbox. Now, the amazing thing 
is, Volkswagen have somehow found a way to jet 
those carburettors so that they run perfectly on a 
1400, 1600, 1800 and a two-litre. You don’t’ even 
have to rejet them!

“Th e mounting points are the same. I suggest 
using the cast-iron exhaust manifold that comes 
with one of these long-blacks, as they fl ow better. 
You will then have to get an exhaust shop to fabri-
cate you a twin-down-pipe section and you should 
also run a bigger diameter exhaust pipe, with a sin-
gle silencer.

Th e Japanese second-hand import motors don’t 
come with a fl ywheel, but use your existing fl ywheel 
and clutch assembly as they all fi t. Th e nine-bolt 
fl ywheels are better than the six-bolt ones fi tted to 
some models.

“So for an all-in-price of R10 000 you can have 
fantastic torque, no ignition conversions as you use 
the existing one with the motor you’ve just fi tted, no 
tuning issues. And your consumption will be about 
50 per cent better than if you had gone the carbs and 
cam and branch manifold route.

“I have stripped many of these motors and 
they are all good inside, you can still see the hon-
ing marks on the bores, as they drive them so 
slowly and for such low mileages in Japan, before 
their laws force people to scrap cars older than the 
three-year limit.

“As far as brakes and suspension go, I’m not a 
huge fan of lowering a road car as it bumps around 
and hits potholes and speed-bumps. Rather fi t a 

good set of shocks (dampers) and new rims and 
tyres for the right look. Brakes, well, we are talking 
about a budget car here, so just speak to braking ex-
perts and fi t a top quality set of pads and retain the 
drums at the rear.

“One thing on the suspension front I do recom-
mend is to check the lower control arm points on 
the body as they can weaken and break on any Mk I 
or CitiGolf. Goldwagen sells a cross brace that sorts 
this out, it’s cheap and easy to fi t.

“Th ese Golfs are the last of the breed before 
even small cars started becoming super-sophisticat-
ed, electronics-wise. Th at’s why they are perfect for 
a youngster to play with and learn about engines, 
and not break his piggy bank.”

So that’s the Neil Stephen formula for a Golf 
quick-fi x. Of course, you can go much, much fur-
ther and fi t a cross-fl ow head from a Golf IV, a pair 
of side draught Webers, a branch exhaust manifold, 
a 288 degree cam as well as upgraded brakes and 
coil-over shocks. Places like Volkspares and Big 
Boss Auto and many others will oblige.

And then you can go the turbo route and make 
over 250 kW easily. Given that a M k I or CitGolf 
weighs around 900 kg, you will have rocket in 
your pocket!

Incidentally the racing Stephen Golf two-litre 
(pictured with Geoff  in a full opposite lock slide) 
develops 165 kW on the fl ywheel. Prepared on a 
tiny budget, it runs a 1:36 lap time at East London, 
about two seconds a lap quicker than a BMW M5!

But for starters, that imported second-hand 
long-black motor makes plenty of sense. ■

VW’S Golf Mk I – The Ultimate Everyday 
Hot-Rodder’s Delight

Golf Mk I, everyman’s hot-rod runabout for 
the 21st century.

Geoff Stephen on full-opposite lock in his 
racing Golf, fi tted with a race-spec long-
block two-litre motor developing 165 kW.
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