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BY ROGER HOUGHTON

However, to get the work – particularly body re-
pair from the insurance industry – requires ac-
creditation by bodies such as the Retail Motor 
Industry organisation (RMI) which it has not 
yet attained.

Th e acting manager of this automotive hub, 
Leonard Tshabalala, says a possible light at the end 
of the tunnel could be the SA Auto Repairers and 
Salvage Association (SAARSA) which had a fruit-
ful meeting with senior government representa-
tives and members of major insurance companies 
in Cape Town last weekend. Tshabalala, who at-
tended the meeting, said his organisation could 
partner with SAARSA in the future.

SAARSA was formed in 2004 to support 
small and medium enterprises in the automotive 
body repair industry. It was established by a few 
concerned panel beating entrepreneurs in the 
Western Cape in an attempt to “eradicate barriers 
that prevent small business freely participating in 
the mainstream economy”.

Tshabalala brought the plight of his automotive 
hub in the North West to the attention of AutoLive 
following the article earlier this year on the AIDC’s 
similar set up in Winterveldt. He said that while the 
AIDC initiative was basically a Gauteng provincial 

venture he was charged with establishing a num-
ber of automotive incubator hubs throughout 
SA on behalf of the government-funded Seda 
Technology Programme under the banner of the 
Seda Automotive Technology Centre (SATeC).

Replying to questions from AutoLive about 
Tshabalala’s claims that the Ga-Rankuwa facil-
ity was in fact the fi rst automotive hub in SA, 
the CEO of the AIDC, Barlow Manilal, said that 
his organisation’s facility focussed solely on auto 
body repairs and not mechanical repairs, while 
it had the capacity to support 1 200 people and 

around 200 SMME’s. Manilal added that the 
Winterveldt facility is accredited by MERSETA 
as a workplace training centre and complies with 
OEM’s standards.

Meanwhile Tshabalala says he is working 
towards RMI accreditation and now has a quali-
fi ed auto body repair artisan in his team and 
currently uses the services of an external ser-
vice provider for mentoring technicians doing 
mechanical repairs.

The automotive incubator 
established by the Small 
Enterprise Development Agency 
(SEDA) in Ga-Rankuwa, North 
West, in 2012 as part of its 
Technology Programme is now 
facing a Catch 22 situation in that 
it needs a constant fl ow of work to 
be viable.

GA-RANKUWA AUTOMOTIVE INCUBATORGA-RANKUWA AUTOMOTIVE INCUBATOR
NOW FACES CATCH 22 SITUATIONNOW FACES CATCH 22 SITUATION

The Small Enterprise Development Agency’s Ga-Rankuwa automotive incubator 
was opened with much fanfare in 2012 but is now in a catch 22 situation needing 
a constant fl ow of work to grown. Seen at the opening ceremony (from left) were: 
the Executive Mayor of Tshwane, Kgosientso Ramokgopa, the City Manager, Jason 
Ngubeni, the local ward councillor Jabu Ramushu and the former executive manager 
for the Seda Technology Programme, Ranjit Alumuttil.
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He said SATeC off ered both on-
site and off -site training and mentor-
ing and has 60 people involved with 
the programme on its database. Th e 
facility already boasts R2.8-million 
worth of equipment. Th is includes a 
Celette spray booth and paint mix-
ing room as well as several electronic 
diagnostic testers, hoists for vehicles 
and engines and other specialised 
equipment. It also has a trailer to col-
lect and deliver vehicles for those in-
volved in the project.

Th ose people in the incubation 
programme also have the backend 
support of the offi  ce at the Ga-
Rankuwa facility for fi nancial and 
administrative matters, with the 
Centre having opened credit facilities 
for replacement and service parts for 
the use of the SMMEs.

Th is automotive hub in Ga-
Rankuwa is a joint venture with, 
SEDA, the North West Development 
Corporation the City of Tshwane and 
had received R4.5-million in fund-
ing over four years from the city. Th e 
Acting Centre Manager is hopeful of 
being given the opportunity to re-
pair some of the city’s vehicles as a 

means of growing the number of par-
ticipants in the programme as well as 
improving turnover fi gures for the 
incubated SMMEs.

Successful applicants to partici-
pate in the programme are aff orded 
the opportunity of using the equip-
ment and facilities at the centre in 
Ga-Rankuwa while being mentored. 
At present there are three people on-
site involved with body repair and 
three on mechanical repair, with each 
of them employing and training 3–4 
other people.

Technical training is undertaken 
using the resources of the Automobile 
Association, while it is the intention 
to use training courses off ered by 
Bosch in the future too.

Th e incubation period is three 
years and then there is an exit pro-
cess where ongoing monitoring takes 
place. Besides the practical training 
there is also assistance with theoreti-
cal training to enable participants ul-
timately to do trade tests.

Although Leonard Tshabalala 
has a career in project management 
he says he is also a petrolhead in that 
his father was a motor mechanic and 
he grew up in Vereeniging helping 
him repair vehicles at home.

He has been involved in small 
business development for much 
of his working life, starting with 
the Get Ahead Foundation in the 
1980’s, the North West Development 
Corporation in the 1990’s and then 
the Centre for Business Information 
and Support, which was a Section 21 
company of the City of Tshwane.

Tshabalala says that he is look-
ing to the Mandela Bay Metro (Port 
Elizabeth) as a possible site for the 
next SATeC incubation hub and 
has already had fruitful discussions 
with Volkswagen, while the Nelson 
Mandela Metro has already approved 
the partnership between SATeC and 
the Metro.

Another region which is show-
ing interest is Bloemfontein, while 
the Acting Centre Manager has al-
ready discussed a potential tie up 
the Vaal University of Technology’s 
Science Park to establish a hub 
there which will focus more on re-
search into subjects such as local 
component development.

However, the main challenge 
remains making the Ga-Rankuwa 
facility viable and thereby being 
able to attract more participants to 
the  programme. ■

BMW-trained automotive technician Thomas 
Tshene uses a Bosch KT570 diagnostic tester 
for fault-fi nding on a BMW at the Ga-Rankuwa 
incubation centre.

Leonard Tshabalala, the Acting Centre Manager 
at the SATeC Automotive Hub in Ga-Rankuwa.
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Powels has Strong 
Things to Say About 
SA Motor Industry

David Powel, the outgoing president and CEO 
of Volkswagen SA, who is moving the head up 
VW’s operations in Brazil, has been straight-
talking in media interviews before his departure.

Talking to Roy Cokayne, of Business 
Report, he said the labour disruptions dur-
ing negotiations over the current agreement in 
the automotive industry were the “hardest and 
darkest days” in his 8-year period as MD of the Uitenhage-based company.

“We have to change the attitude and mindset of both parties to fi nd a less destructive 
and disruptive way of settling disputes. It starts with reasonable demands and maturity.” On 
the positive side, Powels indicated he would like to be remembered for driving VWSA’s local 
content and people improvement. Th e ocmaony also became a clear leader in passenger vehicle 
sales during his tenure.

He also warned the government about alarming foreign investors by making too many changes 
to the Automotive Production and Development Programme (APDP). He said major changes 
to the programme would indicate to foreign investors a reversal of the government’s excellent 
track record over the past 20 years of policy stability and predictability. ■

Volkswagen Having a Very Good Year

Volkswagen is having a very good year both globally and in SA. Addressing the media in the 
Eastern Cape at the launch of the face lift ed and re-positioned Touareg SUV the sales and mar-
keting director of VWSA, Petra Hoff man, said that worldwide sales of the Volkswagen Group 
had grown by 5.5% between January and the end of October, while the average global growth 
in vehicle sales was 4.1%.

Th e local executive said the latest sales forecast for sales in SA in 2014 is 435 000 units, 
which is 3% down on 2013, with an outlook of 2% growth in 2015 to a total of 445 000 units.

She added that the growth of 14% in rental sales in SA this year was a surprise, while there 
were some irregularities in the sales by some companies which 
could be pre-reporting linked to unusually high single unit sales.

Ms Hoff man said the growth in competitiveness in SA was 
probably unprecedented in other countries with the number of 
brands on the market rocketing from 17 in 1994 to 61 in 2014.

However, she said VW continues to collect accolades being 
the top-selling passenger car brand in SA for 2014 with Polo Vivo 
and Polo No. 1 and 2 on the car sales charts, while VWSA was 
Manufacturer of the Year among the rental and leasing compa-
nies, 33 dealers have already adopted the new modular design for 
their facilities and parts sales are at record levels. ■

To advertise in 
 contact

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

Editor’s Note
We are now into the heart of 
the Festive Season, which is 
also sometimes known as the 
Silly Season. Th is is particu-
larly apt this year.

Who would have thought 
we would have rolling black-
outs in mid-summer when 
many companies in the busi-
ness world are closed or clos-
ing? But this is what we are 
dealing with and its impact 
on most aspects of business is disastrous.

Th en, in the motor industry we see Mercedes-Benz SA 
once again causing a storm by refusing to provide detailed 
sales fi gures to the dti, which in turn has them processed by 
Lightstone Auto for distribution.

Th ere is no concrete reason given by MBSA this time 
around, only the following “corporate speak” from Lynette 
Skriker, the Media Specialist in the Group Corporate Aff airs 
Division, saying: “In accordance with internal policies 
which are uniform to all Daimler group global operations, 
Mercedes-Benz South Africa (MBSA) is only providing ag-
gregated passenger car and commercial vehicle sales data to 
the Department of Trade and Industry (DTI), as agreed with 
the DTI. Due to the fact that the exchange of data by competi-
tors is a sensitive issue, we will comply with our group-wide 
internal standard.”

However, AutoLive now hears this non-reporting period 
may be shorter than was the case in 2012 as a solution could 
be in sight. Let’s hope this is the case.

Sales fi gures in the last month of 2014 are bound to be in-
teresting as several manufacturers, particularly some of those 
from Germany, are using a variety of methods from single 
unit sales to a rental sales push as well as dealer incentives to 
boost their sales performance.

WesBank’s head of research, Rudolf Mahoney says al-
though there has been a slight drop in applications for fi nance 
to buy new vehicles a number of factors have contributed to 
buyers shift ing to the used market to fi nd better value. Th e 
current ratio indicates that for every 100 new cars fi nanced 
144 used cars are fi nanced, which is the highest ratio since 
2011.

One of these factors is the rand’s weakening causing new 
vehicle prices to rise by 7.8% on average for the year which 
is well above the consumer price infl ation fi gure of 5.9%. 
Infl ation on used vehicles is currently standing at 1.58% and 
rising slowly.

Here’s to a bumper December in sales of new and used 
vehicles as well as for the aft er-market with pre-holiday ser-
vicing and accessories buying.

Wishing you safe travelling over the festive season.

Roger Houghton,
Editor
houghtonr@mwebbiz.co.za

David Powels.

Petra Hoffman.

We have to change the attitude and mindset of both parties 
to fi nd a less destructive and disruptive way of settling 

disputes. It starts with reasonable demands and maturity.
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BY JEFF OSBORNE,
HEAD OF GUMTREE AUTO

Th e process of buying a car has changed drastically 
over the last few years. Most signifi cantly, self-edu-
cated customers have made a decision long before 
they enter a physical dealership, minimising the in-
fl uence of the sales staff . Most purchases (as much 
as 70%) begin with research conducted on a search 
engine; most car buyers will consult no less than 
seven sources before coming to a decision.

Th ere are also other infl uencing factors to con-
tend with. According to Nielsen, a global informa-
tion and measurement company, 60% of shoppers 
consult peer reviews before making a purchase, and 
59% of people consult friends and family for pur-
chasing decisions.

Th e new generation of car buyers – the millen-
nials – are virtually unreachable on channels other 
than the Internet. 94% of them will consult online 
sources before making a purchase, and 23% of them 
will talk about their purchase on social media aft er 
the fact.

Th e game has changed. Th e ones who feel this 
most keenly are the ones who have to move stock 
– the salespeople on the ground. Th ey are also the 
ones who have oft en bypassed management and up-
loaded ads to online classifi eds like Gumtree to gen-
erate their leads. I’ve oft en said it’s no longer about 
having feet through the door, but about eyeballs on 
the website.

Adapting to a new model can be diffi  cult – and 
most dealer principals are more comfortable seeing 

an ad in their local newspaper than online, know-
ing that it’s going to individuals who probably have 
seen the dealership on their commute or know 
them well. Television is still seen as the most desired 
medium, and as most radio listeners tune in dur-
ing their drive to work, it seems like obvious choice 
for dealerships.

However, all of these media have a simple 
fl aw – one-way communication. Unlike a mo-
bile or desktop browser, there is no immediacy. 
Information is broadcast at someone, not ex-
changed with them.

Th e person seeing the ad in the newspaper has to 
put it down to communicate with the dealership, 
the radio listener can’t express interest with the 
click of a button. Th e Internet allows for rapid lead 
generation and exchange of information – feedback, 
questions, replies – between the prospective buyer 
and the salesperson. In short, it immediately allows 
the seller to exert his or her infl uence.

The cost of infl uence

Digital is of course, much harder to master. Search 
engine marketing in a competitive market is ex-
pensive, and online display ads can run fi ve to 10 
times the cost-per-visit in comparison. Building a 
successful, high-traffi  c site can also take years (and 

millions of Rand). As a result, most dealerships have 
turned to third party partnerships with online car 
sales platforms.

It’s an easy solution — but not an ideal solu-
tion. Th rough partnering with these platforms, 
dealerships are meeting their sales goals, but not 
optimally. Th e car industry experiences natural but 
oft en drastic peaks and troughs, and are constantly 
innovating in terms of their off ering.

Most car platforms do not cater to that – oft en 
locking their customers into long-term, infl exible 
contracts that charge the same fi xed monthly fee, 
regardless of seasonality. Moreover, these sites 
do little other than provide advertising space.  
Analytics, lead response evaluation and even 
changes to stock or the addition of promotional 
off ers have to be added by the platform’s develop-
ers, and dealerships fi nd themselves at the mercy 
of a third party’s capacity and cooperation. Leads 
are provided, but the power to infl uence them is 
taken from their hands.

The way forward

Having devoted months to developing a system 
for Gumtree which meets the needs of dealerships 
(but considering the fl exibility of those needs) and 
potential buyers has been eye-opening. It has also 
revealed that those aren’t the only two elements at 
play in the automotive retail industry.

Consumers are still interested in their local 
retail motor dealerships – but they spend their 
time online researching what cars the dealer-
ship have in stock before visiting. It’s crucial that 
their ads are up to date. Stock also has to refl ect in 
real-time. Th e “consideration period” before pur-
chase has extended from 1–2 weeks, to 2–4 weeks, 
which can lead to frustration if stock doesn’t 
refl ect accurately.

Cognitive fl uency is a necessity dictated by 
the Internet age. We tend to complete purchases 
quicker and more oft en if it’s easy to fi nd and read. 
Research has shown that when reading information 
written in a diffi  cult-to-read font, the reader can as-
sociate the diffi  culty with the information, and tend 
to click away. Information has to be given quickly 
and easily.

Conclusion

Dealerships have to examine all their options if they 
hope to succeed. It is possible to reduce ad spend 
on traditional mediums (as well as traditional car 
platforms) and still increase the amount and quality 
of leads received. I can’t claim to have found all the 
answers, but asking the right questions has paved 
the way forward. ■

Many Motor Dealers Not Adapting 
to World of Internet Trading

Jeff Osborne, who now heads up Gumtree Auto, after previously being the CEO of the RMI.

The Internet allows for rapid lead 
generation and exchange of 

information between the prospective 
buyer and the salesperson.
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CLEAN TECHNOLOGY  
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. 
 
THE FIRST C02 NEUTRAL OIL –  FROM START TO FINISH 
In support of leading car manufacturers’ CO2 programmes, we assessed our Castrol Professional products’ Co2 footprint, 

and are committed to neutralising 500 000 tonnes of CO2 globally. The fi rst step is reducing the CO2 produced at every 

stage of product life, from raw materials to disposal. That which cannot be reduced is neutralised.

By RogeR HougHton

The Toyota Fortuner has built up an amazing re-
cord since it was introduced in SA in 2006. Not only 
has it dominated the mid-size SUV market, selling 
an average of 900 units month but it has also built 
up a record for its go-anywhere ability. The sales 
alone equate to a share of about 50% of its market 
segment while the fact that they are seen all over 
the African continent speaks volumes for their 
go-anywhere ability.

I was involved in the original launch of the 
Fortuner which involved adventurer Geoff Dalglish 

leading an expedition of two Fortuners and a Land 
Cruiser bakkie from Timbuktu to Cape Town. The 
Hilux-based Fortuners performed faultlessly and 
proved it was a Made-for-Africa vehicle. The local 
media launch in the Outeniqua Mountains further 
underlined the off-road capability of this well-bal-
anced vehicle.

Last week I had the opportunity of sampling 
the much-refined 2014 Fortuner when Toyota in-
troduced us to a face-lifted model and the limited 
edition Epic derivative.

The venue was the McCarthy 4×4 Club’s facil-
ity at Rhino Park, near Bronkhorstspruit. However 
unlike our previous visit to this venue where we 

sampled the new Nissan X-Trail over undemand-
ing heaps of earth this Fortuner event was pretty 
hard core.

Not only did we tackle the “academic” course, 
but then went into the beach sand area, challenged 
the very steep slopes of the “Rooiwalle” and finally 
did a tough, narrow mountain route over rocks and 
loose rocky surfaces which included crossing a river 
on a primitive bridge made of wooden poles.

The performance of the Fortuner which all had 
the 3-litre D-4D diesel engine was exemplary. The 
torque of this engine continues to amaze, as did the 
overall off-road ability of the vehicle itself.

I must say that Travis Krause and his team from 
Toyota Advanced Driving also made the fairly de-
manding off-road driving painless with clear expla-
nations of what we were going to do as well as how 
and why and the easy-to-follow instructions as we 
tackled the various obstacles.

The fact that I did not hear of any of the jour-
nalists getting stuck or the vehicles damaged speaks 
volumes for the Fortuner and the TAD instructors!

The latest changes to the Fortuner are cosmetic, 
involving headlights, front fog lights, chromed ex-
terior mirrors and new tail lamps. Then there was 
the limited edition with Epic treatment which in-
cludes a nudge bar with Epic branding, dark grey 
17-inch alloy wheels, a towbar and rear sill protec-
tor. Epic treatment will be applied to 50% of pro-
duction of 3.0 D-4D and 4.0 V6 derivatives over 
two months. Prices of the Epic models range from 
R461 800 to R544 500. ■

Fortuner Continues to Lead the Way in Mid-Size Suvs

Toyota Fortuner Epic.

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

Th ere are already huge benefi ts for fl eet operators 
that use connectivity in the control of their vehicles 
and the scope continues to grow. Th is is the mes-
sage from Jonathan Holden, Managing Executive – 
Insurance at the Innovation Group, speaking in an 
exclusive interview with AutoLive.

He says that this technology is very important 
for the insurance industry in trying to contain ris-
ing underwriting costs, but the major benefi ciary is 
the fl eet operator or vehicle owner.

He says there are excellent examples of 24/7 call 
centres that monitor vehicles all over the country. 
Not only do they track the vehicles, but are able to 
warn drivers of hazardous driving conditions ahead 
when necessary and suggest alternative routes.

Th is even extends to truck parking areas where 
theft  or hijacking can be a problem. Th is type of 

monitoring is also useful in 
preventing fuel theft .

Unfortunately Holden 
says at this stage less than 10% 
of fl eets in SA use these sophis-
ticated fl eet control systems.

Th e latest technology can 
also be used to control the driv-
ers by ensuring that only accredited 
drivers get behind the steering wheel, 
using integrated telematics with fi ngerprint 
recognition before the engine will start.

Breathalysers can be linked to the system to 
prevent drunk driving, while another use is ensur-
ing drivers take the required rests on long trips such 
as stopping every two hours. If they do not do so 
then the operator in the call centre can phone them 
to pass on the instruction.

A relatively new development is the use of 
electronics and telematics to monitor cargo, 

such as the temperature in cold trucks or the se-
curity of valuable loads such as medicine, liquor 
or cigarettes which can be sold off  fairly easily 
and quickly.

Holden concludes by saying that having 
connected vehicles is certainly the way to go in 
the future. ■

Innovations

Technical

Major Advantages when Fleets are Connected

Bosch, one of the world leaders in the innovation, 
development and supply of automotive components 
is committed to using its soft ware expertise to sup-
port the development of vehicle connectivity.

“We will also drive it forward,” said the chair-
man of Robert Bosch’s Automotive Aft ermarket 
Division, Dr. Uwe Th omas. He was speaking at this 
year’s Automechanika trade fair for the automotive 
aft ermarket in Frankfurt, Germany.

“I am not exaggerating when I say that we are 
just at the beginning of a revolution. Just think 
of the new opportunities that will arise from ve-
hicle networking and new telematics services. 
Especially for leasing companies, fl eet managers 
and vehicle insurers.

“For instance, all-new approaches are being 
developed that make cost control and transpar-
ency possible. With this information maintenance 
appointments can be planned individually for 
each vehicle depending on the services needed 
and made with a partner workshop. We have al-
ready developed a solution with our colleagues 
at Bosch Soft ware Innovations that can be 

tailored to the specifi c requirement of our fl eet 
management customers.

Dr. Th omas went on to say: “As you can see, 
when it comes to the car or truck, networking of-
fers a broad range of opportunities both for driv-
ers and professional workshops. However, there is a 
need for clear rules to determine: who vehicle data 
belongs to, how data can be secured, who can access 
the data and under what conditions.

“We also support workshops with innovative 
solutions that allow them to off er customers fast 
and aff ordable repairs. To this end, we increas-
ingly focus on the possibilities of connectivity. 
Aft er all, digital communication and network-
ing are also making their way into workshops. 
Th is is why we are currently developing a range 
of technical solutions that will contribute to re-
alising our vision: the connected workshop of 
the future.

“With our support, the workshop of the future 
will be aware of a vehicle’s general condition before 
a customer arrives at the workshop. In turn, this will 
enable workshops to off er vehicle owners preventive 

maintenance prior to 
the end of a compo-
nent’s service life.

“Th is will help 
prevent breakdowns 
and unnecessary 
downtime, which is 
especially important 
for commercial vehicles. Ultimately, this type of 
service will save time and money, and make work-
shops more competitive. At the same time, custom-
ers will get their repaired vehicles back quickly and 
thus remain mobile.

“Scenarios like this one clearly show that the 
growing complexity of automotive technology is 
not frightening, it is an opportunity. With the help 
of tablet computers and databases, service employ-
ees learn to quickly identify and remove problems 
that would otherwise remain hidden. Indeed, 
technology allows us to create modern and attrac-
tive jobs in workshops. And jobs that incorporate 
advanced technology are especially important for 
young people,” added Dr. Th omas. ■

Bosch to Support Development of Vehicle Connectivity

Dr. Uwe Thomas
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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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http://www.schaeffler-aftermarket.co.za
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Twenty General Motors South Africa (GMSA) sup-
pliers were awarded the accolade for supplier qual-
ity excellence at a recent awards ceremony in Port 
Elizabeth. Th e winning companies are amongst 
1 506 suppliers to General Motors manufacturing 
locations across the world who met or exceeded 13 
stringent quality performance criteria to achieve 
the awards.

Th is is the third year that GMSA is measuring 
and recognising its local suppliers against the cor-
poration’s global standards for achieving the high-
est levels of quality performance over a 12-month 
period of supply to the company.

Th e number of suppliers who received awards 
doubled since last year said John Astbury, GMSA 
Vice-President for Global Purchasing & Supply 
Chain (GPSC).

“It was also pleasing to note that the 20 winners 
ranged from companies that had been supplying 
GMSA since the 1950s, to some that had joined the 
supply chain less than fi ve years ago.”

Th e “youngest” suppliers to receive the award 
were third-time winner First National Battery and 
fi rst-timer Trek Plastics, both suppliers to GMSA 

since 2010, while glass manufacturer Shatterprufe 
has been supplying GM vehicles since the 1950s.

Th e winning suppliers to GMSA are, in al-
phabetical order: Acoustex, Clomark, Creative 
Graphics International, Faurecia Interior Systems 
of SA, Federal Mogul Sealing Systems, First 

National Battery, Kaymac Structural Foam, OPM 
Tooling Import and Export, Principle Plastics, 
S & N Rubber, Schaeffl  er SA, Sondor Industries, 
Stateline Pressed Metal, Sumitomo Rubber SA, Trek 
Plastics, TRW Occupant Restraints SA and UIT-
CMH Sub Assemblies, ■

GMSA Honours 
Its Suppliers

Three time winners of this prestigious GMSA Suppliers’ awards are from left, Michael 
Klimment, CEO OPM Tooling, Michael Grannum, Port Elizabeth Branch Manager Sondor 
Industries,  Russel Bezuidenhout, Managing Director, First National Batteries and Len 
Terblanche, Managing Director, Schaeffl er SA with Ian Nicholls, vice president for GMSA 
Operations (second from right).

BY KIERAN RENNIE

Given the infl ux of a number of unknown (and un-
trusted) tyre brands coming into the local market 
over the past couple of years, the reappearance of a 
veritable capstan into the automotive rubber mar-
ket is likely to help both Joe Public and dealers alike 
sleep a little easier.

South Africans last saw General (passen-
ger vehicle) tyres for sale in 1987 when the much 
loved name was replaced by Continental. Conti 
SA has now reintroduced the brand, off ering two 
passenger vehicle options, the Altimax Sport and 
Altimax Comfort.

Both products incorporate General Tyre’s in-
novative Monitor Technology which promises 
increased tyre mileage and improved safety. Th e 
Visual Alignment Indicator (VAI) is a marking on 
the outside of the tread pattern. Having completed 1 
000km post fi tment, the driver will be able to visibly 
see the accuracy of the car’s wheel alignment based 
on the wear on these markings.

Replacement Tire Monitor (RTM) is an inscrip-
tion reading “Replacement Tire Monitor” down the 

centre of the tread pattern. As the tread depth less-
ens and reaches a minimum safe depth (3mm), that 
inscription changes to “Replace Tire”.

Th ese features are believed to be a fi rst for 
passenger tyre technology and if used correctly, 

will certainly 
improve the life 
span and reliabil-
ity of your tyres.

C o n s i d e r 
these additions, 
if you will, in 
the context of a 
bigger picture 
r e l a t i o n s h i p 
between us, as 
individuals and 
car owners, and 
our responsibili-
ties on the public 
roads. General 
Tyre is asking us 
to become more 
involved with 
our vehicles and 

their roadworthiness – to view our daily travel from 
A to B as more than just me, myself and my iPod. 
Amen to that.

Pricing of the Altimax range is midway be-
tween the Continental branded product and the 
group’s entry-level Matador tyre.

Th ere are now also three off -road alternatives–
the Grabber AT, which has already been well-re-
ceived within the mud baths. It is now augmented 
by the soft -roading Grabber GT; and lastly, the en-
thusiast’s choice, the Grabber MT.

On launch at a popular 4×4 centre north of 
Johannesburg, we were given the opportunity 
to navigate a few obstacles in various SUVs and 
Double Cabs shod with the Grabber ATs.

I’m fairly certain that this already popular off  
road tyre (and the capabilities of the vehicles) did 
more of the heavy lift ing than my limited off  road 
experience. With the grip and fl exibility on of-
fer, even the most gung-ho but no-show among 
us were made to look competent. General Tyre is 
confi dent in their claims that both the AT as well 
as the GT also promises excellent on road manners 
and durability.

Our cars’ tyres are the only thing keeping us in 
contact with the road. With that in mind, we should 
be buying good ones–price alone should never be 
the deciding factor. When we’re off ered aff ordable, 
quality options, we should be taking note. ■

The General is Back

Clever innovation from 
General Tyre: wording on 
the tread pattern changes 
from Tyre Monitor to 
Replace Tyre as tread life 
nears it’s end.
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The global Bloodhound team, who will attempt 
to break the 1 000 mph (1  600km/h) Land Speed 
Record next year, has successfully fitted a state-
of-the-art EJ200 jet engine into the world’s most 
powerful racing car. Normally found powering a 
Eurofighter Typhoon, the EJ200 jet engine weighs 
one tonne (1 000kg) and produces 20 000 lbs (90kN) 
or 9 tonnes of thrust.

The project is on-course for the finished car 
to roll-out for low speed testing (up to 200mph, 
321km/h) at Newquay’s Aerohub in mid-2015. 
The Bloodhound SSC will then be flown to South 
Africa’s Hakskeenpan in the North West province 
for the start of the Land Speed Record campaign 
later in the year.

The Bloodhound Supersonic car (SSC) com-
bines jet and rocket power to produce the equiva-
lent of 135 000 thrust horse power or 180 Formula 1 
Grand Prix cars.

This will push the limits of the car’s hydraulic 
systems, which were developed in partnership with 
Castrol and will feature its latest engine oil, Castrol 
EDGE, its motorsport formula brake fluid, Castrol 
React SRF and Castrol hydraulic fluids previously 
used by NASA.

Graham Noonan, Castrol’s Sales Director for 
Africa, says Castrol’s century long involvement 
with land speed records was an ideal way to prove 
the strength of its products, from lubricants to 
brake and hydraulic fluids.

“We are working with Bloodhound to co-devel-
op products which can help to push the technologi-
cal boundaries of the project. Land speed racing is 
regarded as the original, purest and fastest form of 
automotive competition. For the past 30 years, at-
tempts have been made to go faster than 1 000 mph 
with Sir Malcolm Campbell first clocking 146mph 
(235kmh) in 1924. The current record is 763 mph 
(1 228km/h).”

“It is great that South Africa will be at the 
centre of the record breaking speed attempt. The 
Bloodhound team scoured the globe to find the 
best desert to run the car on. It needed to be at least 
19km long and 3km wide and perfectly flat and they 
choose Hakskeenpan in the Northern Cape as the 
perfect spot.”

The car which is being assembled in the  
Bloodhound Technical Centre, in Bristol consists of 
more than 3 000 individual components.

In simple terms the jet and rocket powered car 

comprises a carbon-fibre monocoque front sec-
tion joined to a steel, Aluminium and Titanium 
rear chassis.

He said although the Bloodhound SSC might 
be the most powerful land vehicle in the world, 
with 47 000lb of thrust, breaking records was not its 
only role. It is also designed to inspire and engage 
by showcasing science and engineering in the most 
exciting and accessible way possible.

The Bloodhound Project team said they were 
very grateful for the support of Castrol and a raft 
of other world-class companies who shared their 
ambition to inspire a generation to follow science 
and engineering by building, and racing, the most 
extraordinary car in the world.

Interesting facts and figures
 ■ The world land speed record of 763 mph 
is held by Thrust SSC, a UK team lead by 
Bloodhound’s Project Director Richard 
Noble and driven by Andy Green who will 
drive Bloodhound in SA.

 ■ At full speed Bloodhound SSC will cover a 
mile (1.6km) in 3.6 seconds, that’s 4.5 football 
pitches laid end to end per second. ■

Land Speed Record Countdown Begins as Jet Engine is Installed

http://www.autolive.co.za
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BY STUART JOHNSTON

Pounding along a dirt road in the area somewhere between Stofb erg and 
Dullstroom, it once again became apparent what a top-drawer, made-for-Africa 
device the Mitsubishi Pajero is.

We were in a long wheel-base GLS Exceed version, the range-topping mod-
el, and the way it was handling massive camber changes, wash-aways, ruts, rocks 
and other typical boondocks dirt road topography was simply astounding.

You’d grit your teeth waiting for a big bottoming out of the front suspension 
that never happened.

Later in the weekend we were equally amazed at the absolute simplicity of 
using all the Pajero’s off -road systems in extreme conditions. We were threading 
our way through a thick pine forest on the slopes of the Long Tom Pass, with 
a mulch ground cover that must have taken decades to form. Select centre diff  
lock, select rear diff  lock and low range at a touch of a button, take a deep breath 
and head on over the edge of what seems like a cliff .

“Slip-sliding away,” remarked Fires van Vuuren, an off -road instructor with 
Torque the Talk, a company with a long association with Mitsubishi. For an ex-
cop, I thought that was a pretty hip piece of rock n’ roll arcana to know, and Fires 
applied it totally appropriately to the conditions, as any wrong turn would have 
all slipping down the mountain bouncing off  trees and ruining the re-designed 
front-end that Mitsubishi’s of which COO Wynand Pretorius was so proud.
Fires, Blackie Swart and the rest of the Torque team guided the journo group 

through the woods without infl icting so much as a dent on all that pristine 
GLS paint or a scratch on the alloy wheels. Also helping in this endeavour was 
the new full-display rear camera mounted in the dash, another up-grade for 
MY 2015.

I averaged about 11l/100 km for the trip, cruising at 120 to 130 indicated, 
and also appreciated the new levels of insulation that have reduced NVH in the 
Pajero cabin. Th e car has such a rock solid solidity; it’s no wonder Pajero owners 
are such strong repeat buyers.

Pricing for the LWB model starts R639 900, with the Exceed model R20 000 
dearer. It’s a great deal in this elevated SUV market. ■

Long Tom Succumbs to Pajero Prowess

Tight formation in the forest.

Select centre diff lock, select rear diff lock and low 
range at a touch of a button, take a deep breath and 

head on over the edge of what seems like a cliff.

Fires van Vuuren guiding the wagon train through the forest.
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Castrol Team Toyota has just completed one of its 
most successful motor sport seasons since these 
two famous companies began their sponsorship 
tie-up in the 1990’s. Th is year the team made a 
clean sweep in both the Donaldson Cross Country 
Championship and the SA Rally Championship.

Toyota vehicles won not only the overall titles, 
but also all the class titles in both championships – 
an amazing achievement!

In a race with more plot twists and heart-
stopping moments than an aft ernoon soap opera, 
defending champions Anthony Taylor and Dennis 
Murphy added the 2014 Donaldson Cross Country 
Championship title to Castrol Team Toyota’s tally 
for the year.

Th e defending champions, driving a Hilux that 
will race in the 2015 Dakar Rally, fi nished fi ft h over-
all–high enough to bag the title–in the Atlas Copco 
Gold 450 aft er a disappointing qualifying prologue 
that saw them start the race from the back of the 
fi eld due to a brake problem caused by hitting a rock 
and damaging the brake lines.

“Anthony and Dennis really drove an amazing 
race,” said Team Principal Glyn Hall aft er the fi nal 
event of the season, staged in Westonaria, Gauteng, 
on November 27–28. “Th ey had to take part in the 
mass start but fought back relentlessly and fi nished 
fi ft h when the dust settled. Th is was enough to win 

the 2014 title by what turned out to be a comfortable 
margin in the end.”

Runners-up in the championship were Johan 
and Werner Horn (Malelane Toyota Hilux – the ve-
hicle used by Taylor and Murphy to win the 2013 
title), while the Class S champions for vehicles with 
engines up to 4-litres and solid rear axles, are Jannie 
Visser and Joks le Roux (Ruwacon Toyota Hilux).

Th e Class D champions for 2014 are Dewald 
and Anton Nienaber in a Toyota Hilux. Th e Class 
E titles were not awarded as none of the competi-
tors had completed the required 50% + one event 
required for championship status.

Toyota was an easy winner of the manufactur-
ers’ championship, fi nishing 261 points ahead of 
Ford with Nissan a distant third.

Earlier in the month Leeroy Poulter and 
Elvéne Coetzee had bagged the South African 
National Rally Championship title in their Castrol 
Team Toyota Yaris S2000, while Guy Botterill and 
Simon Vacy-Lyle achieved the same in Class S1600 
(Yato Toyota Etios R2). Toyota won the SA Rally 
Manufacturers’ Championship for the 22nd time. ■

Castrol Team Toyota Makes Clean Sweep

The Castrol Toyota Hilux of Anthony Taylor 
and Dennis Murphy on the way to winning 
the 2014 Donaldson SA Cross-Country /
championship in Westonaria. This racing 
bakkie leaves for the Dakar Rally in South 
America on December 15.

Motorsport

BY STUART JOHNSTON

South Africa won the Nations Cup in the 2014 
Rotax Max Challenge Grand Finals in Spain, at 
the end of November, beating 58 competing coun-
tries!  Th e blistering performance of the 10-driver 
SA team throughout the six-day event ensured that 
South Africa won this prestigious trophy, ahead of 
Australia and host-nation Spain.

And in a nail-biting fi nale on a rain-soaked 
track outside Valencia on Saturday, November 
27, Durban’s four-time world champion karter 
Cristiano Morgado fi nished second in the DD2 
Masters Category to cap a highly successful week 
for the South African squad.

Going into the fi nal day of this most com-
petitive championship in international kart-
ing, South Africa had no less than six drivers 

make it through to the fi nals in the four World 
Championship categories. Th is is a fantastic 
achievement, as  the championship is made up of 
over 270 drivers from close to 60 competing coun-
tries, and all these drivers are either national or 
regional-open champions.

“Th is is the most competitive squad of drivers 
we have fi elded for many years,” remarked Rotax 
SA distributor Ed Murray, before the fi nals on 
Saturday. However, torrential rain which lashed the 
circuit saw all of our South Africans battle in the 
fi nal rounds, competing against northern hemi-
sphere drivers who have vast experience at setting 
up their karts for wet conditions.

“Morgado’s result was truly outstanding,” said 
Ed Murray. “He proved once again to be the fast-
est driver in the world in his category all week in 
the dry. When you consider that each year, there 
are some 15 000 Max Challenge karters vying for a 

place in the Grand Finals all over the world, it gives 
you some idea what an achievement it is to win the 
Nations Cup. We can be proud of all our drivers.” ■

South Africa Wins Nations’ Karting Cup in Spain

An impressive view of the 270-plus brand 
new karts supplied by Rotax for the Grand 
Finals in Spain. Each competitor – a 
champion in his or her own country – gets 
one of these karts plus fuel, tyres, oil, and 
tools for the event.

Well known motor sport vehicle preparer, 
Roger Taylor, gives his son, Anthony 
a hug for winning the 2014 Donaldson 
Cross Country Championship.
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Th e Dakar Rally is synonymous with the month of 
January each year in the minds of motorsport enthu-
siasts all over the world. Th e 2015 race promises to 
live up to the legend created by the 35 previous edi-
tions of what has become one of our planet’s most 
iconic motorsport events. As in 2012, 2013 and 2014, 
the Imperial Toyota South Africa Dakar Team will be 
there again fi elding the best racing Toyota Hilux yet.

“We are very pleased with the latest evolution of 
our proven Toyota Hilux Dakar bakkie,” says Team 
Principal Glyn Hall. “Th is is the third generation of 
the vehicle which came third in its fi rst year on the 
Dakar. And most importantly, the drivers are just as 
happy with it as I am.”

Th e driver line-up for 2015 is unchanged from 
the last Dakar: Giniel de Villiers, who won the 
event in 2009, will again spearhead Toyota Imperial 
South Africa Dakar Team’s attack. Th is will be 
De Villiers’ 12th year of participation in the rally. 
Beside him in the car is long-time navigator Dirk 
von Zitzewitz (Germany), who is himself a veteran 
of 14 Dakar Rallies.

Leeroy Poulter and navigator Rob Howie will 
again be in action in the second Toyota Imperial 
Hilux. Th e pair made their mark early in the 2014 

race when they set the third-fastest time on Stage 3, 
fi nishing in 33rd position overall aft er the 13 stages 
that made up the race.

Th e new Toyota Imperial Hilux is essentially an 
evolution rather than a complete redesign. As such it 
has built on the strengths of the preceding versions.

A change in layout for the spare wheels came 
largely thanks to new regulations, which al-
low the Toyota Imperial Hilux to be 60 kg lighter 
than before.

In addition to the weight saving, the regula-
tions now also allow for a slightly larger air restric-
tor for the engine. Th is was done in an eff ort to level 
the playing fi eld for the various diff erent engine 
types that essentially compete in the same class – 
notably the turbo diesels that suff er less at high alti-
tudes and in thick sand than the normally aspirated 

petrol engines, such as the V8 power unit used in 
the Toyota Imperial Hilux.

All of this will be put to the test when Dakar 
2015 gets under way in Buenos Aires, Argentina, on 
4 January 2015. Next year’s route consists of a trans-
continental loop, which visits Chile and Bolivia, 
before returning to Argentina for the fi nish back in 
Buenos Aires on 17 January.

Th e Toyota Imperial South Africa Dakar Team 
will not be the only team fi elding South African-
developed Toyota Hilux race vehicles. As in the past, 
the South African team will receive logistical and 
infrastructure support from Belgian outfi t Team 
Overdrive on the event. Team Overdrive also sup-
ports a host of other Toyota Hilux competitors, in-
cluding accomplished drivers such as Lucio Alvarez 
(Argentina), Bernhard ten Brinke (Netherlands) 
and Yazeed Alrajhi (Saudi Arabia).

Th e two South African Toyota Hilux race ve-
hicles depart for Argentina on 15 December, and 
will again be transported by SAA Cargo. South 
African Dakar fans can follow the fortunes of the 
Toyota Imperial South Africa Dakar Team on 
Facebook: www.facebook.com/toyotasouthafrica 
Twitter:www.twitter.com/toyotasa. ■

Toyota Imperial SA Team Ready for 2015 Dakar Rally

Motorsport: Dakar Rally

Th e Hino Team Sugawara is determined to achieve 
success in the form of a sixth successive class win 
(engines under 10 litres capacity) and a high overall 
placing in the 2015 Dakar Rally in South America.  
Th e reason is that next year’s event will mark the 
25th anniversary of Hino’s fi rst appearance in the 
Dakar Rally, then staged in Africa, in 1991. 

Hino Motors is teaming up with Hino Team 
Sugawara in entering two four-wheel drive Hino 
500-series trucks in the gruelling annual event. Th e 
team’s main objective is to extend its amazing run 
of reliability that has seen Hino fi nish all 23 Dakar 
Rallies it has started; there was no event in 2008 due 
to terrorist threats in North Africa.

Th is year’s event, which starts on January 3 and 
fi nishes 14 days later, will consist of a 9 000km loop 
with the start and fi nish in Buenos Aires, Argentina 
with the turning point in Iquique, Northern Chile. 
Th is year there will also be a section of the route 
in Bolivia.

Th e total entry list of motorcycles, quads, cars 
and trucks totals 414 vehicles for this 37th Dakar 
Rally which is the seventh to be staged in South 
America. Th e fi eld includes 64 trucks made up of 14 

MAN, 13 DAF, 6 Tatra, 6 Ginaf, 5 Mercedes-Benz, 
4 Kamaz, 4 Iveco, 4 Renault, 3 MAZ, 2 Hino, 1 Liaz 
and 1 unknown make

Hino Team Sugawara has developed power 
upgrades for the 9-litre AO9C engine which will be 
fi tted to both 500-Series trucks for the 2015 race af-
ter having been tested in one of the team’s vehicles 
last year. Th e latest version of the larger engine now 
develops 630hp of power and 2 255N.m of torque. 
Both trucks have upgraded front and rear suspen-
sion systems to improve performance over rough 
sections of the route.

Th e trucks are not only made in Japan, but all 
18 members of the team are Japanese too, mak-
ing it evidently the only one national team in the 
event. Th e team includes four technicians selected 
from Hino dealerships in Japan as well as one 
from Hino’s Vehicle Planning and Production 
Engineering Division.

Team director and the driver of Hino 1, 
74-year-old Yoshimasa Sugawara, will have a wide 
cab truck to accommodate a three-person crew 
as he will have two navigators. One is Katsuma 
Hamura, who has been with Yoshimasa on 13 

Dakar Rallies, and the second is a woman journal-
ist, Yoko Wakabayashi (43).

Yoshimasa has been competing in the Dakar 
longer than anyone, having started on a motorcycle 
in 1983 at the age of 41. He subsequently raced cars 
for seven years before switching to trucks in 1992, 
where he has not missed a rally yet. He has notched 
up six second runner-up position overall and seven 
wins in the class for trucks with engines of less than 
10 litres capacity.

His son, Teruhito, also now a Dakar veteran, 
will drive the second Hino racing truck. His has the 
smaller and lighter narrow body as he only has nav-
igator Hiroyuki Sugiura with him. He has contested 
the event 16 times with 13 fi nishes in the top 10. ■

Hino Marks 25th Anniversary of Debut

Hino Team Sugawara is ready for the 2015 
Dakar Rally in South America
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Stuart’s Drives

BY STUART JOHNSTON

Th e most important “new” Mini has just gone on 
sale in South Africa, only a short time aft er it has be-
come available in Europe. And although it’s one of a 
succession of variants on the Mini theme launched 
since 2002 it’s probably the most important one yet.

Five doors will instantly make the iconic Mini 
viable to a whole new segment of the younger driver 
set who have children and the like available. Th e 
wheelbase has been increased by 72 mm, which 
means there’s 72 mm of extra leg room, and more 
importantly, much easier loading of items like 
baby seats.

Th ere’s also more head room, and the luggage 
space has been increased by 67 litres, which brings 
its capacity to a reasonable 278 litres.

All this begs the question: Should the original 
“new” Mini have been given the fi ve-door treatment 
when it was introduced by BMW in Europe in 2001? 
Th e answer is no, because the funky three-door 
hatchback has built up an amazing cult following 
amongst the young that wouldn’t have been possible 
with a more ho-hum practical conveyance.

Customers both young and more grown-up 
will be pleased to know that the interior on the new 
car still has all the features desired by urban warri-
ors, such as “Connected Drive” compatibility, while 
the instrument pod and stalk arrangement is a vast 
improvement in this, the third generation of the 
new Mini. Engines are the 1,5-litre three-cylinder 
used in the Cooper range and the two-litres used 
in the Cooper S, both of them being turbocharged,

Pricing starts at R305  000 for the manual 
Cooper and rises to R388 900 for the most expen-
sive automatic Cooper S. ■

New ix35 Diesel

A new “mid-range” turbo diesel of 1.7-litre capacity 
has been added to the highly successful ix35 range, 
courtesy of Hyundai. A brief launch drive in Gauteng 
revealed that the new motor is extremely smooth 
and reasonably torquey, and should return excel-
lent fuel consumption fi gures of under the 7l/100 
km mark, with a fi gure in probably the 5,8l/100 km 
mark on the open road at cruising speed.

Th e model we drove used a particularly ac-
complished six-speed manual gearbox and front 
wheel drive, while the launch route over farm roads 
proved that the ix35 is no slouch on reasonably 
smooth dirt, with predictable handling – just what 
you want from a cross-over-type SUV. Hyundai’s 
pricing is not as competitive as it once was, thanks 
to the exchange rate, but sales of the ix35 remain 
strong. Th is latest model comes in at R359  900, 
which puts it well below the next available ix35 die-
sel, the 2-litre six-speed manual, on the pricing list 
with the latter derivative costing R409 900. ■

Honda’s Surprise 
COTY fi nalist

A Surprise in the 2015 Car of the Year fi nalist list is 
the Honda Accord 3,5 Exclusive. I say “surprise” in 
reference to my own feelings, as I had not driven the 
car prior to the announcement being made (there 

are so many new model launches these days that it 
is almost impossible for a single motoring scribe to 
attend all of them. Over 90 new models are expected 
to be launched in 2015!).

Th us it was a pleasant surprise to drive the V6-
engined version of the new Accord, aft er not having 
been overwhelmed by the two-litre I drove earlier 
in the year.

Th e 3,5 Exclusive is everything a Honda should 
be: sharp in styling, crisp in cabin execution, low 
on the frills department, but with enough relevant 
hi-tech to justify its high asking price.

Yes, it costs a not-inconsiderable R549  000, 
which places it squarely in mid-C-Class and mid-
3 Series territory. But with a new ride quality that 
is soft er than before (it’s not too soft  in Exclusive 
form though) and plenty of power – 205 kW and 
339 Nm of torque – it is a wonderfully accomplished 
luxury car.

Is This the New Mini that Should Have 
Been Produced from the Beginning?

continued on next page 

Five-door Mini retain’s iconic 
funkiness.

Hyundai’s 1,7-litre diesel ix35 Honda’s classy Accord V6.
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Stuart’s Drives

It’s also understated too. It’ll pass un-noticed 
in many a crowd, simply because the Honda name-
plate is not as easily associated with upward mobili-
ty as, one of the well-known German brands. Come 
next year when the COTY testing gets underway, I 
think the jurors will be in for a surprise when they 
experience just how good the Accord V6 really is, 
measured against 10 other worthy fi nalists, all be-
ing compared with direct competitors in their par-
ticular market segment and not with each other. ■

Ancient footprints for 
brand new SsangYong

Pictures have been released of the eye-catching new 
SsangYong cross-over, due to be launched in its 

home-country of Korea in January 2015, which is a 
scant few weeks away.

Th e new car will be called the Tivoli and 
is named aft er an ancient city near Rome, re-
nowned for its sense of style. And during the 
course of 2015 the new SsangYong Tivoli is set to 

be launched in other markets globally, including 
South Africa.

Seen in concept form at the recent Paris 
Show, where it was called the XIV-Air and XIV-
Adventure, the new Tivoli is certain to turn heads 
in the high-style arena here, populated by the 
likes of Mini, Peugeot and Citroen. Th e car marks 
SsangYong’s thrust to be taken seriously as a fash-
ion-stakes contender amongst young urban movers 
and shakers.

When it arrives in South Africa it is expected 
the new car will be powered by 1,6-litre engines in 
both petrol and diesel confi gurations.

“Mahindra South Africa and its dealers are 
looking forward to the arrival of the Tivoli next 
year as it will immediately launch us into a major 
growth sector,” said CEO of Mahindra SA, Ashok 
Th akur, which markets the Korean SsangYong 
brand here locally. ■

 continued from previous page

East meets West with Tivoli, Ssang 
Yong’s new cross-over named for a city 
near Rome.

Th e large SUV in the Volkswagen line-up, the 
Touareg, has just been given a second-generation 
mid-life makeover, which serves to draw attention 
to the fact that in the current market, this extremely 
competent luxury conveyance is now a relative bar-
gain in its model segment.

Volkswagen execs at the media launch in the 
Eastern Cape last week pointed out that, size-for-
size and feature-for-feature, it undercuts its most 
signifi cant opposition in the lux-SUV division by 
R100 000 and more.

And this, more than 
anything else, should 
cause potential customers 
to take another long-look 
at the Touareg, which has 
long suff ered in the shad-
ow of its VW AG sibling, 
the Porsche Cayenne, 
with which it shared a 
platform when launched 
a decade ago.

What hampered the 
Touareg’s sales potential 
back then was simply the 
fact that a Porsche badge 
on a key-fob in this league 
was always going to have 
more cache than one with 
the famed People’s Car 
logo. What’s more, the 

Cayenne wasn’t priced much above the Volkswagen 
off ering.

Now, with the Cayenne having developed a 
more Porsche-specifi c DNA strain of its own in the 
past decade, in terms of both style and mechani-
cals, the two vehicles are now quite diff erent. In the 
Touareg’s favour, pricing of the Porsche is now well 
above that of the VW.

Th e face-lift  of the Touareg includes new front 
and rear styling treatment, safety upgrades, new 
alloy wheels ranging in sizing from 17-to 20-inch 

off erings, and minor interior revisions. Th e engine 
line-up is unchanged with one 206 kW V6 petrol 
FSi motor and two diesel off erings – a 180 kW 
3,0-litre TDI V6 and a 4,2-litre V8 TDI developing 
250 kW. All engines come are fi tted with an eight-
speed automatic transmission and 4MOTION 
all-wheel-drive.

Suspension can be specifi ed in the standard 
“steel” confi guration, which has been re-engineered 
to provide greater driver feedback and more ride 
comfort, and the excellent optional air-suspension, 
which imparts impressive off -road ability by raising 
the body by as much as 300 mm when the off -road 
switch is activated.

Th e Touareg’s hampering factor is that it re-
mains quite conservatively styled inside and 
out, even though all the cabin fi tments are of ex-
cellent quality, and the body is ultra rigid with 
great fi nishes.

But on road, where it will spend most of its 
time, it is an amazing device in terms of its drive-
ability, able to maintain extremely high speeds 
over twisty, bumpy roads, as our drive through the 
Langkloof on the launch proved.

Pricing is now its big plus factor, the 3,6 V6 
FSI petrol model starting at R709 100. Th e two 
V6 Diesels are priced at R796  500 for the Luxury 
model and R822 100 for the Escape Model with 
Terrain Tech.

Th e range-topping 4,2-litre V8 starts at 
R990 600 before options are added. ■

Volkswagen’s Touareg Refresher Highlights its Relative Affordability

Volkswagen’s Touareg receives a second-generation make-over. 
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DIESELS OUT OF FAVOUR
France wants to gradually phase out the use of 
diesel fuel for passenger cars and will put in place 
a system to identify the most polluting vehicles; 
Prime Minister Manuel Valls is quoted as saying in 
a recent article in Automotive News. About 80% of 
French motorists drive diesel-powered cars.

“Next year, the government will launch a car 
identifi cation system that will rank vehicles by the 
amount of pollution they emit”, Valls said. “Th is 
will make it possible for local authorities to limit 
city access for the dirtiest cars. France has long 
favoured the diesel engine. Th is was a mistake, 
and we will progressively undo that, intelligently 
and pragmatically.’ ■

MERC OWNERS 
RICHEST IN CHINA
Mercedes-Benz drivers in China are probably suc-
cessful and wealthy entrepreneurs, while those who 
drive a Cadillac are probably white collar workers, 
a brand study in the world’s largest car market has 
shown. Th e research company, Huron Research 
Institute held focus groups with 800 premium car 
brand owners in 10 Chinese cities.

Th e average age of a premium brand car owner 
in China is 33.5 years and has an annual household 
income of R1.7-million. Mercedes owners had the 
highest household assets at R19.5-million. Audi, 
the best selling luxury brand in China, is associated 
with Chinese bureaucrats and BMW with members 
of the new rich. ■

WOMEN CHOOSE THE 
MERCEDES S-CLASS
Twenty female motoring writers from 15 coun-
tries have voted for their favourite cars in six 

categories, with the Mercedes-Benz S-Class com-
ing out as the overall winner. It not only won 
the luxury car category but also garnered the 
most points.

Judges in the 2014 Women’s World Car of 
the Year voted on 10 criteria. As expected, el-
ements such as design and function, style and 
appeal, comfort, storage and drive quality were 
included. Other elements considered in the 
voting procedure (and ones that aren’t always 
found in other car awards) include the ‘wow’ 
factor, sex appeal and value-for-money, all of 
which the judges felt to be important to women 
car buyers. 

Th e Audi A3 saloon just nudged out the VW 
Golf Variant/Sportsvan for the Family Car award. 
Th e Audi S3 barely pipped the BMW M4 in the 
Sports Car category. Th e closest vote of all came 
in the SUV category with the Range Rover Sport 
inching slightly ahead of the Porsche Macan. Th e 
Budget Car and Green Car segments, however, 
produced clear winners.

Family Car: Audi A3 saloon. Sports Car: 
Audi S3. Luxury Car: Mercedes-Benz S-Class. 
SUV: Range Rover Sport. Budget Car: Honda Jazz. 
Green Car: Tesla Model S

Th e top three cars overall were the Mercedes-
Benz S-Class, Audi A8 and Tesla Model S in 
that order.

A special award went to the Jaguar F-Type 
Coupe as the dream car the majority of the judges 
would most like to own. ■

RED BULL RACING ROBBED
Th ieves recently stole 60 virtually irreplaceable 
trophies from the Red Bull Racing headquarters 
in Milton Keynes, England. Evidently two foreign-
registered cars were used. (Th e Editor of AutoLive 
saw the impressive, towering display of trophies 
when he visited the RBR facility last year). ■

KEMPSTON TAKES MAHINDRA
Th e Kempston Motor Group has made its fi rst in-
vestment in the Mahindra brand with the opening 
of a dealership on the corner of Andries Pretorius 
and Ninth Streets in Edenvale.

Trading as Kempston Edenvale it is headed up 
by general manager Joao Lopes and located in an up-
graded facility. It represents an initial investment of 
R5-million by the Kempston Motor Group Trust. ■

ENERGY MANAGEMENT
Volkswagen SA is the fi rst automotive manufac-
turing company in South Africa to achieve the in-
ternational ISO 50001 certifi cation for its energy 
management systems implemented at both the 
Uitenhage and Port Elizabeth plants.

Th is certifi cation is evident of the VWSA phi-
losophy of continual improvement and is a huge 
milestone, as only a few South African companies 
have achieved this since the standard was fi rst pub-
lished in 2011. Th e purpose of subscribing to the 
international standard is to enable VWSA to estab-
lish improved systems and processes necessary to 
enhance its energy performance, including energy 
effi  ciency and consumption. ■

ANOTHER WIN FOR HI-Q
Building on the achievement of being voted the 
No.1 tyre retailer, Hi-Q has now walked away with 
another top spot–this time for its excellent service. 
Hi-Q has been voted this year’s Tyre, Exhaust, 
Shocks, Retail Outlets Industry Winner by South 
African consumers in the Ask Afrika Orange Index 
2014/2015 benchmark that focuses on customer ser-
vice and social profi ling. ■

MAHINDRA AIMS HIGH
Mahindra & Mahindra, the international, diversifi ed 
conglomerate with headquarters in Mumbai, India, 
aims to be among the top 50 most admired brands 
worldwide. Th is global aspiration for the Mahindra 
Group was spelled out by the Chairman and President 
of Group Strategy for the company, SP Shukla, in 
a recent media briefi ng on company insights.

Th is year, Mahindra has already been named as 
the 10th most trusted brand in India.

“M&M, as the group is commonly known, is 
a company that expanded beyond Indian shores 
many years ago and is now established in more than 
100 countries,” explained Shukla. “We are many 
companies united by a common purpose which is 
to enable people in the world to Rise, a word that 
epitomises our brand philosophy today.” ■

Snippets

The Mercedes-Benz S Class has been voted Women’s World Car of the Year for 2014.
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Now Daimler Joins in the Fun

All the major German passenger car companies 
now have a prestige motorcycle range in their stable 
now that the Mercedes-AMG performance division 
of Daimler has bought a 25% marketing stake in the 
iconic Italian brand MV Agusta through its AMG 
brand and will have a seat on the MV Agusta board.

Daimler CEO Dieter Zetsche said this latest 
joint venture replaced a similar one Daimler had 
with Ducati before that Italian company abruptly 
ended this association and was bought by Audi 
for €860-million. BMW, the other member of the 
German luxury car trio, has had its own motorcycle 
division since 1921 and is nowadays enjoying un-
precedented sales success.

Zetsche says the profi le of buyers of AMG’s 
high performance cars and MV Agusta super-
bikes is very similar and sees great potential for 
cross-marketing. MV Agusta, founded in 1945 has 
had several owners, including Harley Davidson. 
Entrepreneur Claudio Castiglioni bought it back in 
2010 shortly before he died and it is now run by his 
son, Giovanni.

300-million Honda Motorcycles

Honda has announced cumulative worldwide 
motorcycle production reaching the 300 million-
unit milestone. A Gold Wing 40th Anniversary 
Edition produced at Kumamoto factory – the 
principal source of motorcycle production – be-
came the 300 millionth motorcycle that Honda has 
produced globally.

Th e 300 million-unit milestone was reached in 
the 66th year since Honda began motorcycle pro-
duction in 1949 with the Dream Type-D.

Th e history of Honda’s motorcycle business be-
gan with the start of mass-production in Japan in 
1949. Production outside of Japan began in Belgium 
in 1963. Honda is currently producing motorcycles 
at 33 plants in 22 countries.

Scots vs. Springboks on Motorcycles

Lee Dutton, who is known to many in the local mo-
tor industry, is one of those involved in setting up 
an Honour Challenge between veteran Scottish mo-
torcycle racers and a team of SA veterans. Th e chal-
lenge will be part of the classic car and motorcycle 
racing at the Zwartkops circuit, outside Pretoria, 
on January 31 and at the Killarney circuit in Cape 
Town on February 7.

Th e Scots have had a couple of withdrawals from 
their team and the current line-up is: Ian Simpson, 
Bill Simpson, Gordon Grigor and Robbie Burns. 
Th ey will face Springboks Graeme van Breda, Les 
van Breda, Rod Gray and Pieter Labuschagne. Th ey 
will all ride large capacity Japanese superbikes from 
the past. Datadot is coming aboard as a sponsor.

DJ Rally 2015

Regulations have been published for the 2015 
DJ Commemorative Rally from Durban to 
Johannesburg. Th e event, which dates back to a 
race between the two cities in 2013, is for motor-
cycles made up to 1936 aft er which the authorities 
banned racing on public roads. It starts in Hillcrest 
on March 6 and fi nishes the next day at the Vintage 
and Veteran Club’s clubhouse in Ethel Grey Park, 
Johannesburg. Entries for close on January 30.

Ian Holmes is Clerk of the Course. 
Contacts 011-793-7304 and 083-646-3089 and 

ianhol@iafrica.com Regulations have been posted 
on three websites: 

 ■ www.pomc.co.za,
 ■ www.classicmotorcycleclub.co.za and
 ■ www.vintageandveteranclub.co.za. ■

To advertise in  contact

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

Two-Wheel Ride

Early Honda motorcycle (1948 Dream 
D-Type).

MV Agusta chooses Italian Pirelli tyres.

Ian Simpson on his way to victory at 
Zwartkops Raceway earlier this year.

Boys and Their (Two-Wheel) Toys
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People

Lydenburg technician wins

Gert van der Merwe, a technician at Lydenburg 
Mahindra, came out top in the recent Mahindra SA 
Tech Wiz skills contest with 65 points from theo-
retical and practical tests. He collected a trophy and 
a gift  voucher for R5 000. Runner-up was Francois 
van der Walt, of Heidelberg Mahindra, who scored 
59 points, with Mukesh Lala, of Lenasia Mahindra 
taking third position with 57 points.

Th ey were evaluated using a theoretical ques-
tionnaire where 60 questions were to be answered 
in a time frame of 1.5 hours. Th is was followed by a 
practical test where the contestants had to fi nd and 
repair two faults built into a vehicle. Th e time taken 
in fi nding these faults was taken to split the techni-
cians in the case of a tie. ■

SA engineer joins McLaren F1

Jonty Culwick, a 32-year-old South African, has 
joined the McLaren F1 team as a stress engineer. He 

moves to the fa-
mous team from 
Prodrive, a spe-
cialist builder 
and preparer of 
a variety of cars 
for motorsport, 
where he started 
working (with-
out pay) in his 
vacation from 
Wits University 
in 2003. At 
the time he 
was studying 
m e c h a n i c a l 

engineering and was 
subsequently em-
ployed by Prodrive to 
work on the Subaru 
world rally champi-
onship programme.

When this pro-
gramme ended he 
was involved fi rst in 
the Mini rally project 
and then switched to 
working on the Aston 
Martin racing cars 
when BMW pulled 
the plug on the Mini 
programme.

Jonty has had 
two previous off ers 
from F1 teams but 
chose to stay with 

Prodrive until the latest off er from McLaren. At the 
time he had said: “It did become clear to me (dur-
ing this period) that I have an F1 itch, and I hope to 
scratch it one day!”

Now he is scratching the itch as he joins 
McLaren at an exciting period in its history with a 
return to Honda power for 2015. ■

Minesh changes gear

Well known senior writer 
on Star Motoring, Minesh 
Bhagaloo, is moving 
to Ford SA as Product 
C o m m u n i c a t i o n s 
Manager from January. 
He joined Th e Star in 1998 
as Deputy Marketing and 
Promotions Manager and 
moved to Star Motoring 
in 2007. He takes over the 
position from Maja Rode, 

who has moved into a new position as Marketing 
Communications Manager. ■

Sad loss

SA motorsport lost a major fan and former organ-
iser and competitor while the classic car world lost a 
man with a wealth of information when Dave Hastie 
(67) was killed in a freak accident at the Zwartkops 
circuit on November 28. Hastie, an ardent photog-
rapher was taking photos of Superkarts practising 
when it appears the brakes failed on the kart driven 
by Trevor Green and it hit him. He subsequently 
died and Green is recovering from serious injuries.

Dave was a long-time friend of the Editor of 
AutoLive particularly when both were enthusiastic 

members of the Pretoria Motor Club in the 1970’s. 
Dave went on to compete in and organise rallies, in-
cluding being Clerk of the Course of the International 
Total Rally in 1977, circuit races and autocross events 
as well as serving on many committees, including 
chairing Th e Lotus Register in the 1990’s.

He suff ered from diabetes from his teens and 
was given a new lease on life when one of his broth-
ers, Colin, donated a kidney to him 30 years ago.

He became a keen cyclist and was the star writ-
er of many interesting articles in the bi-monthly 
Classic Car Africa magazine.

He is survived by his wife Marianne, son Ross 
and daughters Julia and Karen as well as broth-
ers Colin and Brian and sisters Margaret, Carol 
and Pamela.

Dave, you will be sorely missed. ■

Change at the top for BMW

CEO Norbert Reithofer will step down from his 
post and be replaced by Harald Krueger, the com-
pany’s 49-year-old production chief. Reithofer, who 
has run BMW 
since 2006, is 
slated to suc-
ceed Joachim 
Milberg as 
chairman of 
the company’s 
s u p e r v i s o r y 
board. Th e ap-
pointment will 
take eff ect on 
May 13, 2015, 
at the end of 
the company’s 
annual meet-
ing. Reithofer, 58, whose contract term as CEO ends 
in 2016, will be put forward for election as super-
visory board chairman at the meeting and Milberg 
will step down. ■

The Mahindra Tech Wiz group.

Jonty Culwick has joined 
the McLaren F1 team as a 
stress engineer. 

Dave Hastie.

Minesh Bhagaloo,

 Harald Krueger.
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Support Scheme For Medium 
And Heavy Commercials

Trade and Industry Minister Dr Rob Davies re-
cently announced a new Automotive Investment 

Scheme (AIS) for medium and heavy commercial 
vehicle manufacturers in SA, known as the MHCV-
AIS. Th e objective is to stimulate and increase the 
manufacture of medium and heavy commercials, 
including buses, in SA.

Th e MHCV-AIS provides for a non-taxable 
cash grant of twenty percent (20%) of the value 
of qualifying investment in productive assets by 
medium and heavy commercial vehicle manufac-
tures and twenty fi ve percent (25%) of the value of 
qualifying investment in productive assets by com-
ponent manufactures and tooling companies for 
MHCV’s as approved by the dti.

Davies approved the guidelines on November 
11, but it seems the industry is still in discussion re-
garding certain aspects of the programme.

Eligibility Criteria

Truck Manufacturers
 ■ Th e cab may be imported in an assembled 
and trimmed condition into South Africa 
until 31 March 2016.

 ■ Th e engine and transmission, axles, 
radiators, suspension components, 
steering mechanisms, braking or electrical 
equipment and instrumentation may be 
imported into South Africa but have to be 
fi tted to the fl oor pan or chassis frame of the 
truck within South Africa.

 ■ Th e body or cab has to be fi tted to the fl oor 
pan or chassis frame within South Africa.

Bus Chassis Manufacturers
 ■ Th e chassis, engine and transmission 
assemblies must comply with the CKD 
defi nition of Note 5 as stipulated in Chapter 
98 of the Customs and Excise Act of 1964.

 ■ Th e chassis, engine and transmission must 
be assembled semi knocked down in South 
Africa and the hang-on parts (fuel tank, 
tyres, battery, wheel rims) for the chassis 
may be imported into South Africa but have 
to be fi tted to the fl oor pan or chassis frame 
of the bus within South Africa.

In both cases projects with a start of production 
date from 1 April 2016 onwards will be required to 
comply with the amended CKD defi nition as speci-
fi ed. From this date projects that do not comply 
with the revised defi nition will not be supported 
under the MHCV-AIS. ■

Ford Ranger Comes Out Top

November was certainly a red letter month for the 
Ford Ranger. Most importantly it unseated the 
Toyota Hilux as the top-selling one-ton bakkie in 
SA with sales of 3 054 units compared to the 2 897 
Hiluxes retailed. Th is also made it the bestselling 
vehicle overall in SA for the month, with the high-
est volume among passenger car models being 2 285 
Polo Vivos sold.

However, on a year-to-date basis the Hilux with 
34 219 sales is still comfortably ahead of the Ranger 
on 25 729 units, but the gap is shrinking. Hilux has 
only been off  the top of the sales chart for one-ton 
bakkies four times since it was launched in 1969. 
In that year the Datsun was No. 1, with the Ford 
Cortina bakkie taking the laurels in 1978 and the 
Isuzu KB in 1997 and 1998.

During November the Ford Ranger Double 
Cab was also announced as Th e People’s Choice in 
a survey conducted by Future Group in conjunction 
with Standard Bank Vehicle and Asset Finance. It 
was the vehicle which obtained the most votes of all 

in the People’s Wheels poll which attracted 60 000 
votes by members of the public. Th e Ranger is no 
stranger to accolades at the awards having taken 
victory last year in its category – made history this 
time around by becoming the fi rst light commercial 
vehicle to win overall honours.

Th en to put the cherry on the top a Ranger won 
the fi nal event of the 2014 Donaldson SA Cross-
Country Championship. Gary Bertholdt and co-
driver Siegfried Rousseau enjoyed a clean run from 
third place in qualifying, and completed the two 
152 km loops without incident to claim the overall 
Production Vehicle and Class T victories in their 
Atlas Copco Ford Ranger. ■

Racing Tyres Stolen

Be advised that criminals broke into ATS 
Motorsport Supplies early yesterday morning 
(Sunday 7 December) and stole more than 50 of 
the Michelin Latitude “M” 235/85R16 off  road race 
tyres used by many competitors in the Production 
Vehicle Category of the Donaldson Cross Country 
series ... also known as BF Goodrich Rock although 
this latest batch of tyres features Michelin branding.

Th ese tyres are easily distinguished from con-
ventional non-motorsport tyres by the full colour 
Michelin decals on one of the sidewalls and “for 
competition purpose only” which is moulded into 
the sidewall itself.

Cross country competitors and persons in-
volved in the tyre industry are kindly requested to 
be on the look-out for these tyres and should you 
be off ered this specifi c model tyre by anyone other 
than ATS itself, to please contact Robin Houghton 
on 011-670-8400 or via robin@ats-motorsport.co.za 
so that we can investigate further – any information 
will be treated in the strictest confi dence

Your assistance in this matter would be much 
appreciated as crime of this nature aff ects us all, for 
in this particular instance the loss in not only fi nan-
cial but there is also a safety concern as these tyres 
are specifi cally designed for motorsport use and are 
not intended for use the road.

For further information please contact 
Charmaine Fortune: Tel: 011 462 6243 and E-mail:
admin@sacrosscountryracing.co.za ■

Working Wheels

South Africa’s Trade and Industry Minister 
Dr Rob Davies.

The Ford Ranger is now number one in 
sales of one-ton bakkies in South Africa.
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Working Wheels

From humble beginnings in terms of a very small 
dealer footprint, the FAW retail and service net-
work has grown exponentially over the past 20 
years. Following the announcement in 2013 of the 
investment by FAW China into the manufactur-
ing plant–which opened in July this year at Coega 
in the Eastern Cape–there has been signifi cant and 
increased interest in acquiring the franchise for the 
FAW brand of commercial vehicles.

At present the FAW dealer network in South 
Africa, Botswana and Namibia comprises three 
regional centre dealerships owned by FAW Truck 
Manufacturers SA (Pty) Ltd, together with 24 in-
dependently owned sales and servicing dealers, and 
nine independent aft er sales facilities.

Th e three, FAW-owned regional dealerships 
are in Isando/Spartan, Pinetown and Cape Town. 
Th ese facilities all provide sales, service and parts 
to customers. Th e decision to ‘self-own’ these three 
regional dealerships was based on the magnitude 
of the required investment into retail stock and 
parts inventory.

Late 2012 saw a signifi cant focus on the FAW 
retail and service network strategy. Th e new ap-
proach was totally customer-centric. Th is strategy 
took into consideration:

 ■ Th e geographical make-up of the country 
and its major transport routes.

 ■ Increasing dealer viability by off ering larger 
areas of responsibility.

 ■ A concerted drive to lift  overall 
professionalism by appointing dealers 
from respected groups, such as Imperial, 
Sirius, Hallmark and Kelston. 

 ■ Appointing dealers specifi cally for sales 
and aft ersales support within allocated 
territories.

 ■ Special consideration was given to rural areas 
that are on major routes and where it was 
deemed strategic to establish aft ersales dealers 
to provide customers the necessary support.

Th e newest dealership, one of those owned by 
FAW Vehicle Manufacturers SA, is the strategically 
placed, fully-fl edged truck dealership in Brabazon 

Road, Isando. FAW Isando retails the full range 
of FAW trucks from 4 ton to 460hp truck tractors. 
Based in heartland of the East Rand, this dealer-
ship is well situated and easily accessible from the 
N1, close to the Johannesburg International Airport 
and other prominent businesses.

Th e newly completed headquarters of FAW 
Vehicle Manufacturers SA is situated next door to 
the Isando dealership.

Th e nearby FAW Service Centre at 54 Rigger 
Road, Spartan, off ers easy access to support custom-
ers with all their service and maintenance needs.

FAW’s Parts Distribution Centre is also locat-
ed at 54 Rigger Road. On any given day approxi-
mately 100 000 parts items are in stock, ranging 
from service parts to vehicle cabs. ■

FAW – From One Franchise Point to 36 Dealers in 20 Years FAW Headquarters.

Norma Mansoor, is an unusual woman in many re-
spects. She is the sole owner of Mix Masters, a ready-
mix concrete supplier. She started her own busi-
ness only three years ago with a loan of R450 000, 
one FAW 33.330 FC 6m3 mixer truck, a truck 
owner-driver and a small plant in Olifantsfontein, 
outside Pretoria.

Her unique ‘Iron Lady’-like attitude, combined 
with empathy for others, have set her apart from 
many other larger competitors. “Good business is 
built of good relationships,” she says.

Today, a mere three years aft er starting up, 
she runs a fl eet of 10 personally owned FAW 6m3 
ready-mix vehicles, an 8-tonner FAW fl atbed and 
owns two plants–with possibly a third plant on the 
horizon. Her business is continuously growing, 
based on quality concrete without compromising 
on service.

“Th e FAW 33.330FC mixers in my fl eet pro-
vide great cost effi  ciencies and are real ‘die-hard’ 
trucks,” say Norma Mansoor. “Th ey are robust, get 
the job done and seldom, if ever, have downtime – 
critical in my line of business.”

Vehicles under warranty are serviced through 
the FAW network, while a fulltime diesel mechanic 
services older ones on-site. Mix Masters fl eet is 
spotless, as a complete wash-down and water spray 

is done on each vehicle leaving the plant on every 
trip. “My trucks refl ect my business – they have to 
be immaculate.”

Emblazoned on each truck is the slogan ‘All 
glory to you, God’. Norma explains: “I’m not re-
ligious at all. I serve a big God. I believe in truth, 
integrity, honesty and fair dealings and, so too, ac-
knowledge God in my company and in my life.”

During the three decades Norma has been ac-
tive in the concrete industry, she moved through 
the ranks at a pace seldom seen – moving from 

p r o c e s s i n g 
p r o d u c t i o n 
orders, onto 
programming 
the truck lo-
gistics, into 
sales and ul-
timately be-
came a key 
account rep-
resentative to 
the blue-chip 
clients of her 
e m p l o y e r 
at the time. 
She was the 

youngest person and only woman in that com-
pany to be off ered a production plant manager 
position.

She branched off  and became one of the most 
renowned regional brokers in the ready-mix con-
crete industry. “However, my dream was to own my 
own business someday.”

In 2011 she took the plunge and with a great 
track record in hand and a lot of guts she ap-
proached aggregate supply companies, who were 
prepared to extend a line of credit from the begin-
ning–highly unusual in this business.

“I run a ‘tight-ship’ with a highly hands-on 
style. My management team consists primarily of 
my daughter, who is responsible for all our logistics 
planning, my trusted accountant and cost control-
ler, and my operations manager. But I also allow my 
team to make decisions based on their expertise – 
that’s how I learnt, so that’s how my team manages 
their portfolios.

My drivers are well trained, love their trucks 
and look aft er them as their own, and I hold them 
responsible for quality driving style and keeping 
our running costs in check. Th ey too share in the 
business responsibilities and contribute to our col-
lective success – we are a real family-oriented and 
partnership-based business.” ■

Norma Mansoor – An Inspiration in the Ready-mix Concrete Sector

Norma Mansoor
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LIGHT COMMERCIAL VEHICLE MARKET

YTD 2014 160 833

YTD 2013 156 695

Increase of 2.6% between YTD 2014 and YTD 2013

NOVEMBER 2014 15 076

OCTOBER 2014 15 824 

NOVEMBER 2013 13 608

Increase of 10.8% between sales in November 2014 and November 2013

OVERALL TRUCK AND BUS MARKET

YTD 2014 28 987

YTD 2013 28 796

Increase of 0.7% YTD 2014 and YTD 2013

NOVEMBER 2014 2 744

OCTOBER 2014 2 893

NOVEMBER 2013 2 899

Decrease of 5.4% between sales in November 2014 and November 2013

NAAMSA, commenting on the November sales 
fi gures released by the Department of Trade and 
Industry (DTI) last week, said that following the 
remarkably strong sales performance of October, 
2014 the total November, 2014 new vehicle sales 
had, as expected, shown consolidation.

November, 2014 industry sales at 51 098 units 
refl ected a marginal improvement of 468 vehicles 
or 0.9% compared to the 50 630 vehicles sold in 
November last year. However, compared to October 
the latest month refl ected a decline of 8 282 vehicles 
or a fall of 13.9%. However, exports at 28 021 units 
refl ected an improvement of 9.9%.

In the absence of detailed sales data by MBSA, 
it is not possible to provide the percentage split be-
tween dealer sales, vehicle rental, government, and 
single units for the industry.

Based on historical MBSA reported numbers 
and trends, the November, 2014 commercial ve-
hicle sales data refl ect estimates of sales by seg-
ment, namely, light commercial vehicle sales, 
medium commercial vehicle sales, heavy and 
extra heavy truck sales and bus sales. NAAMSA’s 
media release is premised on these estimated 
sales numbers.

Th e latest monthly new car market suggested 
ongoing pressure at retail dealer level. Estimated 

industry sales of new light commercial vehicles, 
bakkies and mini buses at 15 076 units during 
November, 2014 had registered further gains and 
refl ected an improvement of 1 468 units or 10.8% 
compared to the 13 608 light commercial vehi-
cles sold during the corresponding month last 
year. Sales of light commercial vehicles continued 
to show strong upward momentum and had once 
again exceeded industry expectations.

Compared to the corresponding month last 
year, estimated industry sales of vehicles in the me-
dium and heavy truck segments of the Industry at 
1 061 units and 1 683 units, respectively, refl ected 
declines with medium commercial vehicle sales de-
clining by 10 units or 0.9% whilst heavy trucks and 
buses had fallen by 145 units or 7.9%.

NAAMSA remains conservative regarding the 
expected performance of the automotive sector for 
the balance of 2014 and into 2015. Subdued eco-
nomic growth, past increases in interest rates and 
above-infl ation new vehicle price rises – results in a 
diffi  cult trading environment, particularly at fran-
chise dealer level.

Against the background of current normalised 
industry vehicle production volumes, further im-
provement in export numbers may be anticipated 
over the remainder of 2014 and through 2015. ■

Vehicle Sales Consolidated in November

Mercedes-Benz 
SA Stops Detailed 

Retail Sales 
Reporting to DTI

Mercedes-Benz SA (MBSA) has once 
again stopped supplying detailed reports 
of its retail fi gures for SA and for its exports 
to the Department of Trade and Industry 
(DTI). It will only supply aggregated fi gures 
for the main categories.

NAAMSA says it regrets this decision 
as detailed sales data remains a strategic 
imperative for vehicle manufacturers / im-
porters, consumers, fi nancial institutions 
and government departments – amongst 
others. NAAMSA, with the involvement 
of the Department of Trade and Industry, 
will therefore continue with efforts to re-
establish the participation by MBSA in 
new vehicle sales reporting, on a de-
tailed disclosure basis, via the website of 
the Department.

continued on next page 

TOTAL MARKET

YTD 2014 593 076

YTD 2013 602 734

Decrease of 1.6% between YTD 2014 and YTD 2013

NOVEMBER 2014 51 098

OCTOBER 2014 59 380

NOVEMBER 2013 50 630

Increase of 0.9% between sales in November 2014 and November 2013

PASSENGER CAR MARKET

YTD 2013 403 256

YTD 2012 417 443

Decrease of 3.4% between YTD 2013 and YTD 2012

NOVEMBER 2014 33 278 

OCTOBER 2014 40 663

NOVEMBER 2013 34 123

Decrease of 2,5% between sales in November 2014 and November 2013

South African Vehicle Sales Figures at the End of November 2014
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Ford’s African 
aspirations

Ford has “great aspirations” for Africa in the vision 
of its executive chairperson, Bill Ford. Th is is ac-
cording to a report by Irma Venter in Engineering 
News following a media roundtable briefi ng in 
Dubai recently.

Bill Ford said that although South Africa re-
mained an important manufacturing and export 
platform for the company other countries on the 
continent were “becoming interesting” and the US 
motor company was casting its net wider for other 
possible manufacturing locations.

He said that if vehicle sales in Africa grew as 
anticipated then the continent could host more as-
sembly plants and continued by confi rming that 
Ford was considering Nigeria as a possible produc-
tion hub. Bill Ford said an announcement on this 
matter will be made “in the not too distant future.”

Ford’s Middle East and Africa president, Jim 
Benintende, said that his new business unit, formed 
last year, was still fi nding its feet on the continent. 
It was working out which countries required more 
dealerships, which off ered the opportunity to in-
crease sales and which countries would be best 
suited to local manufacture. ■

African cars

Th ere is a renewed drive to build African vehicles 
for African people, with projects in both Kenya and 

Uganda, according to a report by the Reuters news 
agency published in Engineering News.

As reported previously in AutoLive, Mobius 
Motors, of Kenya, is building a rugged vehicle using 
a Renault powertrain. Fift y cars are being built in 
the fi rst batch, selling at US$10 500 before tax.

Mobius is the brain-child of a 29-year-old en-
trepreneur, Joel Jackson, a Briton who saw the niche 
for such a vehicle when working in rural Kenya 
in 2009.

Th e box-shaped car-cum-pickup with its alu-
minium panels has been stripped of extras to keep 
the price down according to the Mobius sales man-
ager Aman Ghai. Th e car’s back seats run along 
the side of the body and fold away to make space 
for carrying goods, while heavy duty suspension 

copes with the bumpy tracks and minimal elec-
tronics mean fewer components to give trouble in 
rural Africa.

Mobius is not the only aspiring vehicle maker 
in Africa. Th e Kiira Motor Project in neighbouring 
Uganda aims to produce between 300–840 saloons 
and other models from mid-2018, all designed and 
made locally. Kiira plans to target offi  ce workers 
and executives. It is expected a basic petrol-engined 
model, similar to a Toyota Camry in size, would 
cost US$20 000.

Kiira has an initial commitment from the 
Ugandan government worth US$70-million, but 
estimates it will need a total of US$350-million to 
build an assembly plant on land it now owns and is 
looking for a global partner. ■

TOTAL VEHICLE EXPORTS

YTD 2014 255 039

YTD 2013 254 214

Increase of 0.3% between YTD 2014 and YTD 2013

NOVEMBER 2014 28 021

OCTOBER 2014 32 168

NOVEMBER 2013 25 502

Increase of 9.9% between exports in November 2014 and November 2013

PASSENGER CAR EXPORTS (YTD)

2014 144 536

2013 143 449

Increase of 0.8% between YTD 2014 and YTD 2013

The prototype made-in-Kenya Mobius on test.

 continued from previous page LIGHT COMMERCIAL VEHICLE EXPORTS (YTD)

2014 109 232

2013 109 631

Decrease of 0.4% between YTD 2014 and YTD 2013

TRUCK AND BUS EXPORTS (YTD)

2014 201

2013 119

Increase of 68.9% between total truck and bus exports YTD 2014 and YTD 2013

NOTE: These fi gures include fi gures for Associated Motor Holdings (AMH) and 
Mercedes-Benz SA. *

These retail sales fi gures were supplied by Lightstone Auto, the independent 
provider of South African new vehicle sales information to the Department of 
Trade and Industry (dti) and the automotive industry.

* Please note that the Mercedes-Benz SA commercial market split volumes are 
estimates based on historical trends and forecasting techniques due to the fact 
that MBSA currently only supplies aggregated new vehicle sales data to the 
Department of Trade and Industry for publication and public consumption, via 
the website of the Department. 
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Picture Page

Seth Pilatse and his oustanding mild-custom ‘56 Chevrolet Bel 
Air coupe.
Photograph by Stuart Johnston

Scenes from The Classic Car Show, Nasrec December 7

Mighty-Mouse  Mini with Chevy  V8, built by Fernando de Goveia
Photograph by Stuart Johnston

The Spitting Image is a new take on the Cobra theme, much more 
low slung. Built by Warren Grant of Walkerville, this one runs a 
seven litre Corvette LS7 V8.
Photograph by Stuart Johnston

First Rug Rats, now Knuckle Draggers. This is 14-month-old Liam 
Allan with his fi rst hot rod.
Photograph by Stuart Johnston

Evon Calvert 
was on hand 
to promote this 
unique road-
going Porsche 
917 re-creation, 
owned by her 
step-father, 
Pim Pieterse of 
Vanderbijlpark.
Photograph by 
Stuart Johnston

This Bond GT, based on the Triumph Herald, is 
ultra-rare, and the only example in South Africa.
Photograph by Stuart Johnston
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BY STUART JOHNSTON

Th e road test car I was most sorry to see go back to 
the distributors in 2014 was the Alfa Romeo 4C. In 
fact I had the car until the beginning of last week, 
and it’s a machine that encompasses everything 
that’s best about great Alfa Romeos over the years.

Th ose with long memories will recall the 
great Streepie, a Giulietta Ti saloon built in 1961 
by the Pieterse brothers of Continental Motors, in 
Pretoria. It ravaged race tracks like Grand Central 
and Zwartkops; famous for its bored out silver paint 
with red stripes, with a rattle of giant side-draught 
Webers and wild cam timing as it burst into life in 
the pits.

Th e Alfa Romeo 4C has a similar audio system, 
and I’m not talking about the token radio i-pod 
thingie on the dash. I’m talking about the induction 
noise and exhaust burp that is evident from the mo-
ment you crank the key.

Th e car comes with a dry double clutch gear-
box that clanks into fi rst via a paddle shift , and the 
clutch almost shudders as it struggles to pull away 
sedately. Clearly this is a car not meant for sedate 
driving even in warm-up mode. On auto setting it 
will naturally select the appropriate higher gear on 
a small throttle opening, until all the temps are cor-
rect for a blast, as indicated by the futuristic digi-
dash display that looks like it was penned by a comic 
strip artist from the ‘50s.

Th ere are no frills in the car, even no electric 
seat adjustment. I love the classic leather strap door 
pulls which are art forms in themselves. Th e chas-
sis tub is made of carbon-fi bre, and the rest of the 
car is pretty much aluminium. Th is means it weighs 
in at under 1  000 kg, and with a breathed upon 
1 750cc turbo engine that delivers 177 kW and 350 
Nm of torque the 4C roars off  the start line like a 
race-horse on amyl-nitrate. Th e 100m km/h mark 
comes up in around 4,9 seconds, and 4C will run on 
to just on 260 km/h with absolutely no sign of the 
urge easing off .

Th e secret is that low weight, which harks back 
to days when cars like the Giulietta mentioned 

earlier all weighed well under the 1 000 kg mark, 
and so relatively small engines could make then 
accelerate like supercars with a bit of tuning. Even 
Harry Potter–type Anglia’s could break the seven-
second 0-100 km/h barrier in those days once peo-
ple like Basil van Rooyen had got hold of them!

Th e noise inside the 4C is astounding for its 
intensity, again due to the fact that low weight was 
the priority and hence there is almost a total lack 
of sound deadening, or even wind-proofi ng in the 
cockpit. Th is can be a bit too involving on a long 
haul on the freeway where you are required to keep 
an eye out for speed traps, as 120 km/h feels like you 
are marking time. But you then play around with 
the paddle shift s, gear-back, blast it, then back off . 
At least you won’t fall asleep on a trip to Cape Town!

But that’s not really a criticism. Th is absolute-
enthusiast approach that Alfa has taken with their 
latest car is what makes it so special.

Th e steering is the sharpest thing I’ve experi-
enced since my last ride in a go kart, and the grip is 
very high. But there is a bit of tendency for the car 
to squirrel around when coming on or off  the throt-
tle, some rear-wheel-steer as the torque to the rear 
wheels from that mid-mounted engine is altered.

You get used to it, and once you learn to trust it 
you can corner at extremely high speeds, especially 

once you’ve activated the “track” button on the con-
sole, which sharpens everything even more and di-
als out some of the corner-assist safety nets.

Try too hard, though, and it will snap into over-
steer, something that I only tried in a second-gear 
corner. On slippery roads I engaged higher gears 
and pussy-footed through bends, as I am always 
wary of a mid-engined car’s tendency to grip like 
crazy and not send clear signals when the adhesion 
limit is on the brink of being reached.

On down-shift s the exhaust blatts like an Alfa 
GTA gearing down for Clubhouse in the old Nine 
Hour race. If you blast it hard in manual shift  mode 
(selected on the console) and then back off , it emits 
great rude burps and other air-escape noises, as the 
turbo system depressurises.

Man, it made me feel like the hooligan I used 
to be!

Great car, and at a price of R870  000 it’s a 
bargain, as everyone thinks you are in a Ferrari 
that costs about R3-million more. When you pull 
into the open parking lot of a mall, a crowd gath-
ers around you and greets you as if you are Arturo 
Merzario or Mario Andretti or someone, pulling a 
Ferrari 312P into the pits at the old Kyalami.

Okay, I know, I’m going off  a bit. Th e Spirit of 
Alfa, that’s what this 4C is all about. Th ey have had 
a supply of about 20 for SA this year, all sold, with 30 
more to come in 2015 , and yet dealers say they have 
had serious requests numbering 300!

It shows the Spirit of Alfa burns bright in 
many parts of this country still, thanks to cars like 
ol’ Streepie. ■

Back Page

Spirit of Streepie. That’s Alfa’s new 4C Photograph by Ivan Naude

The Spirit 
of Alfa

The steering is the sharpest thing I’ve 
experienced since my last ride in a 

go kart, and the grip is very high.
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