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BY ROGER HOUGHTON

Th e Motor Industry Ombudsman of South Africa 
(MIOSA) is highly regarded in global terms ac-
cording to the Ombudsman who is one of the 
founding members of this organisation, Johan 
van Vreden. He has conducted in-depth surveys 
and investigations which found similar institu-
tions in several other countries lagging behind the 
SA model and he has also hosted foreign visitors 
keen to see for themselves how the SA organisa-
tion functions and they have been full of praise for 
its industry code, effi  ciency and functionality.

Th e Pretoria-based MIOSA, which start-
ed from small beginnings in 2000, has been 

offi  cially accredited by the Department of Trade 
and Industry. It became a regulator and custodian 
of the South African Automotive Industry Code 
of Conduct on 17  October 2014 when the Code 
was accredited and became a regulation of the 
Consumer Protection Act No. 68 of 2008 (CPA).

It is the fi rst industry ombud in SA to be 
granted regulatory powers with its industry Code 
resorting under the CPA, where, for example, new 
goods are deemed to be warranted for six months 
and repairs for a period of three months.

Th e MIOSA works closely with the National 
Consumer Commission and the Offi  ce of the 
National Consumer Tribunal, while it inter-
acts with organisations such as the Retail Motor 
Industry (RMI) in resolving disputes. Th e MIOSA 

is also a member of the Ombudsman Association 
of South Africa.

Now the entire automotive industry, from 
vehicle manufacturers and importers to dealer-
ships, component suppliers, retailers and repair-
ers must register with the MIOSA by the end of 
February 2015 and start paying a monthly statu-
tory levy which is currently R150.00 (ex VAT) for 
dealers, component suppliers, retailers and repair-
ers and R2  200.00 (ex VAT) for manufacturers 
and importers.

In terms of non-payment of the levies the usu-
al approach of a statement with interest penalties 
and eventually recourse to the courts will be used 
and various other means, which may include the 
participation of the police service.

However, Van Vreden says it seems the new 
government-accredited MIOSA with its reason-
able levies and the services it can provide to the 
local motor industry has been well received 
and registrations are being made in rapidly 
increasing numbers.

In the past the MIOSA was a voluntary con-
tractual service provider to between 800-900 com-
panies, mainly manufacturers, importers, dealers 
and retailers, but now it will expand to more than 
20  000 companies involved in all aspects of the 
automotive industry with a legal requirement to 
register and pay a monthly levy.

Van Vreden said that as the number of com-
panies increase so the annual fees payable by the 
manufacturers, importers, dealers, component 
suppliers, retailers and repairers will decrease 
accordingly, with the objective being to have the 
rapidly growing number of dealers, component 
suppliers, retailers and repairers foot 80% of the 
total budget in the future.

Th ese new developments have resulted in 
all the MIOSA transactions being computerised 
and all transactions can be completed on the 
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interactive MIOSA website, while the 
staff  at the Pretoria head offi  ce is set 
to grow from 20 to 42 people to han-
dle the increase in business, with the 
number of technical case managers 
growing from fi ve to nine.

Th e objective is to have a maxi-
mum turnaround time of six weeks 
to resolve disputes, with the manu-
facturers, importers, dealers, com-
ponent suppliers, retailers and re-
pairers being given 10 days to reply 
to each initial complaint. If no reso-
lution is reached aft er six weeks the 
Ombudsman makes a unilateral deci-
sion on a case.

Th e MIOSA, which is a non-profi t 
institution, is currently handling 
about 1 000 cases a month, with the 
vast majority being resolved over the 
telephone. Th e alternatives are to pro-
vide a new vehicle or component, to 
repair the fault or to refund the cus-
tomer. Only one case has gone to court 
in the past 15 years of arbitration.

“Our attitude is not to be con-
frontational but rather to negotiate,” 
explained Van Vreden. “We oper-
ate using four pillars: fi rstly SA law, 
then good engineering practice, good 
customer care principles and, above 
all, fairness.”

“We are most impressed with the 
training given to the staff  at many of 
the dealerships – particularly those 
in major groups – regarding the 
Consumer Protection Act and the role 
of the Motor Industry Ombudsman. 
Th is makes our job easier.

“However, we realise we face 
some challenges as the smaller com-
panies are brought into the system, 
but believe they will also realise the 
benefi ts of being able to resort to the 
ombudsman for help at no cost apart 

from the levy, instead of having to 
employ attorneys.”

Unhappy customers who wish to 
lodge a complaint with the MIOSA 
simply go to the website, www.miosa.
co.za and complete an Assistance 
Request form which can be e-mailed 
(info@miosa.co.za) or faxed (086 630 
6141). Th e information is captured 
on the system and an automatic e-
mail is sent to the complainant with 
a reference number.

Th e MIOSA refers the complaint 
to the relevant manufacturer, import-
er, dealer, component supplier, retail-
er or repairer for comment. Once the 
response is received the fi le is handed 
to a Case Manager for investigation 
and fi nalisation. Th e call centre (086 
116 4672 or 010 590 8378) is open be-
tween 13:30 and 15:30 Mondays to 
Fridays for anyone seeking advice or 
an update on their case. However, as 
mentioned above the staff  comple-
ment will be increasing shortly and 
this will include a full day call centre.

Johan van Vreden had a varied 
career before setting the wheels of the 
MIOSA in motion in 2000, but there 
was always a technical leaning in 
whatever he did. Th is included spells 
at Armscor, SA Bureau of Standards 
(10 years) and the Automobile 
Association (10 years).

He and a friend, journalist Adri 
Bezuidenhout, then started an organ-
isation which would become MIOSA 
aft er discussions with NAAMSA ex-
ecutives and its president, Dr Johan 
van Zyl. Th e foundation was laid in 
1998 and it opened for business in 
2000 as a contractual service provid-
er for dispute resolution for certain 
manufacturers and dealers in the lo-
cal motor industry.

Five years ago the decision was 
made to draw up the SA Automotive 

Industry Code, which involved de-
tailed discussions and subsequent 
input from the aff ected parties as well 
as obtaining the opinions of a host 
of attorneys, because the custodian 
of an industry code cannot compile 
such a document. Van Vreden says 
this was a lengthy process with many 
checks and balances and extensive 
public consultations before an ac-
ceptable code was agreed to by all 
relevant parties.

Th e Motor Industry Ombudsman 
has a pet project about which he is 
very enthusiastic and that is to en-
courage learners to take up a career 
in the automotive industry. He regu-
larly addresses learners at schools and 
takes whatever other opportunities 
he can to promote a career in the in-
dustry, with a special appeal to man-
agement to make it exciting for their 
employees. He says this can include 
allowing aft er sales team members to 
drive new model cars under supervi-
sion so they also develop the passion 
for a vehicle usually reserved only for 
the sales staff .

“Th e average age of an automo-
tive technician in South Africa is now 
50 and it is almost too late to improve 
the fl ow of new blood into the system 
in all aspects of the motor indus-
try, not only technical,” concluded 
Van Vreden. ■
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Editor’s Note
CHALLENGING AND 
BUSY YEAR AHEAD
Th e year ahead looks chal-
lenging for the motor in-
dustry, both globally and 
locally, while here in South 
Africa we also have a very 
busy year ahead, including 
the biennial Automechanika 
Johannesburg trade fair for 
the automotive aft ermar-
ket and the Johannesburg 
International Motor Show.

However, the big talking point worldwide currently is the 
sudden, huge fall in the oil price and the way this is aff ect-
ing economies. Th e big question is how sustainable is the low 
price as it is putting the brakes on investment into produc-
tion and exploration by the major oil companies and nega-
tively aff ecting many economies – including those in several 
African countries such as Nigeria and Angola. A general view 
is that the price can stay fairly low for about 18 months and 
is then unlikely to go over US$100 a barrel again for some 
time thereaft er.

Here in SA the big negative is the limited electricity sup-
ply resulting in rolling black-outs and the threat of a total 
black-out as the overworked and aged distribution network 
battles to cope. If only we had invested timeously in increas-
ing the country’s electricity supply capacity instead of buying 
equipment for national defence, much of which is now either 
inoperative or too expensive to operate!

Th e year ahead is going to be very busy for motoring 
journalists with an unprecedented number of new model 
launches evidently planned by the local industry. Already 
there have been a host of new model introductions, some of 
them unfortunately clashing.

Cape Town and the well-kept and very drivable roads of 
the Western Cape remain the venue of choice.

Th is led to a rather embarrassing situation which oc-
curred at the launch of the new Ford Fusion and Honda Jazz 
last week: the two groups of journalists ended up at the same 
venue for lunch on more than one occasion. Th e venue was 
the Spice Route Winery in the Swartland. Not only that, but 
both companies gave the journalists a box of De Villiers arti-
san chocolates, made on the premises.

Obviously the restaurant did not want to lose any busi-
ness as Ford used the venue for two rotations of journalists 
and Honda had three groups, but surely the two parties 
should have been warned of the impending clash?

Roger Houghton,
Editor
houghtonr@mwebbiz.co.za

Toyota managed to hold on to the title of 
the world’s top-selling vehicle manufacturer 
for the third consecutive year and the sixth 
time since 2008 at the end of 2014, but it was 
a close run contest with the Volkswagen 
Group and the revitalised General Motors 
close behind.

In the end Toyota’s reported 10.23-mil-
lion vehicles was enough to pip Volkswagen’s 
10.14-million and GM’s 9.92-million accord-
ing to Automotive News. Th is is the fi rst 
time any vehicle maker has sold more than 
10-million units in a calendar year; Toyota 
just missed out in 2013 when its 9.98-million 
total edged out VW and GM.

Th e online newsletter Focus2move 
is challenging this claim saying VW was 
top-seller where it uses the OICA defi ni-
tion of a Passenger Light Vehicle (PSV) be-
ing “cars, pick-ups and vans below 3.5-tons 
GVM”. Focus2move bases its fi gures on sales 
in 110 markets making up 99.84% of the 
global market and here it places VW fi rst at 
9.95-million vehicles sold and Toyota second 
on 9.85-million.

Focus2move goes on to say that if one 
includes all vehicle categories then the un-
challenged top seller is Honda as it can add 
17-18-million motorcycles to its 4-million 
odd passenger vehicles.

However, Focus2move does announce 
that the Toyota Corolla (and its myriad 
derivatives) was the top-selling car model 
range in 2014 with sales of 1.2-million 
units, which was 200  000 more than the 
Ford Focus.

GM had been the perennial leader in 
global sales for 77 years when Toyota took 
over the mantle in 2008 but the US compa-
ny fought back to regain the crown for one 
year (2011) when the Japanese maker suf-
fered massive stock shortages aft er an earth-
quake and tsunami caused extensive damage 
in Japan.

However Toyota is already saying it 
will sell 1% less vehicles in 2015, so the 
Volkswagen Group could well become 
world leader three years before the planned 
date of 2018. Th is would be the fi rst time a 

European-based vehicle maker will be top of 
the sales list.

Toyota remains very strong in the US, 
where the VW Group is battling to make 
headway, but the VW Group is enjoying 
strong sales in China while Toyota and 
Lexus battle with the political clouds that 
hang over Japanese companies doing busi-
ness in that country and have a negative ef-
fect on sales.

Volkswagen is certainly very deter-
mined to take top spot and is reportedly 
investing more than US$100-billion chasing 
Toyota for the global sales lead, while its lux-
ury brand, Audi, it said to have earmarked 
US$29-billion to chase BMW for the luxury 
brand crown. Th en, of course, Mercedes-
Benz is also putting in a run to challenge for 
top place in the luxury segment so 2015 will 
be an interesting year.

Toyota Leads the Way in SA 
For 35th Consecutive Year

Toyota SA Motors cemented its dominance 
as market leader in South Africa for the 
35th consecutive year with 127 534 Toyota 
products fi nding a home during last year. 
Th is translates to a 23,9% market share in 
a market that showed great resilience, al-
beit with a slight year on year decline, to-
talling annual sales of 644,523 units. Th is 
is the fourth consecutive year that Toyota 
improved its market share. Toyota was also 
the number one brand in vehicle sales every 
month in 2014.

Th e year’s star performance came from 
the company’s evergreen Hilux which con-
tinued its leadership of the LCV market seg-
ment, logging 37 562 units for the year and 
this makes Hilux not only the top-selling 
bakkie in the country, but also the top-selling 
vehicle overall for 2014 across all segments.

Volkswagen was not only second in the 
overall overall market with 107  809 units 
sold for a 20.2% share, but was totally domi-
nant in the passenger car category where it 
sold 100 468 units (28,.8% share) out of a total 
of 348 552 cars, with Toyota retailing 67 993 
units for a 19.5% share in second place. ■

Toyota Holds on to World Title
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BY ROGER HOUGHTON

Th ere are not too many family businesses that are 
still standalone ventures, particularly in the local 
motor industry with its high operating expenses. 
However, one of them that has stood the test of 
time and is fl ourishing aft er more than 40 years 
is Tom Campher Volvo Johannesburg, located in 
Auckland Park.

Th e magic of the business rests with the broth-
ers Vic and Gerhard Campher. Th ey grew up with 
Volvo and have a passion for the brand. Both guys 
are great motor enthusiasts. Th eir father, the found-
er of Tom Campher Motors will be 89 next year. He 
left  the running of the business to his sons in 1991; 
they have done him proud and are arguably the big-
gest and best Volvo dealer in South Africa.

Last year they were the top performer to tar-
get for Volvo with 207 new cars retailed (115% of 
the target set for them by Volvo SA) and 225 Selekt 
Used Cars, won the Volvo Dealer of the Year award 
for the fi ft h time as well as a host of other awards, 
including WesBank Gold Dealer of the Year and 
Volvo Parts and Service Dealer of the Year.

“Our recipe for success is all about building 
and retaining strong relationships with our cus-
tomers, some of whom have been dealing with Tom 
Campher Motors since the early days,” explained 
Vic Campher.

With the fi nancial collapse of Lawson Motors 
and political sanctions by Sweden against South 
Africa, Volvo Cars withdrew from the country. It 
was not an easy path to tread as there were major 
obstacles to overcome, but Tom Campher Motors 
has kept the Volvo fl ag fl ying high in SA since 1974. 
Th ey provided parts and service to the whole of 

Southern Africa – keeping the existing Volvos on 
the road.

Tom Campher, a motor sport enthusiast and 
competent rally and racing driver, began his love 
aff air with the Swedish brand when he joined lo-
cal distributors Lawson Motors in Johannesburg as 
an area sales manager in 1967. Volvos, which were 
assembled locally, were very popular in those days, 
selling as many as 6 000 units in 1969 for instance, 
while also notching up many successes in national 
rallies and production car racing.

Tom set up Tom Campher Motors in Beyers 
Naude Drive, Northcliff , in 1974 specialising in 
Volvo Cars. He was joined by his son Vic in 1981 
and then by his younger son, Gerhard in 1982. 
At that stage the major focus was on providing 
service and a parts supply, as well as sourcing and 

selling used Volvo 
cars. Tom Campher 
Motors was at 
that time the ma-
jor source of spare 
parts for Volvo 
cars throughout 
Southern Africa.

Tom Campher 
Motors relocated 
from its Shell site on 
one side of Beyers 
Naude Drive to an 
Engen site across 
the road in 1983. 
A Unipart all-
makes spares shop 
was opened as a 
separate entity in 
1985 to augment 

the income from the Volvo operation and proved 
very successful.

Th e Campher brothers took a big gamble in 
1992 when they imported two new Volvo 850 exec-
utive sedans but they managed to sell them. Volvo 
returned to SA in 1994 through Combined Motor 
Holdings. Tom Campher Motors assisted them 

Dealership News: Keeping it in the Family

continued on next page 

The impressive Tom Campher Volvo Johannesburg dealership in 
Auckland Park.

Gerhard, Colleen and Vic Campher with Volvo cars that link their company’s past 
and present.

Parts Manager Luan Coetzee.

Sales Director Japie Steyl.
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with the running of the workshop. Th e brothers 
even went to the extent of “importing” a Russian 
technician who was a Volvo specialist, to ensure 
they could deal with the much more sophisticat-
ed models now in production. In 1996 they split 
and went their own way, Tom Campher Motors 
establishing a new facility in Auckland Park 
(the site of the current dealership) without a new 
car franchise.

Once again having loyal customers and of-
fering outstanding service was the key to survival 
while new cars were sourced from certain of the 
Volvo dealers.

Th en, in 2000 the Ford Motor Company took 
over Volvo in SA and Tom Campher Motors was 
granted the franchise again in 2001. Th is was the 
kick-start the brothers needed, even though Volvo 
went through some traumatic times before being 
sold by Ford to Geely Automobile of China in 2010. 
Th e new partnership is working well and already 

resulting in a number of impressive new models be-
ing launched with several more in the pipeline.

Th ree years ago the brothers bought out half 
the building in which the dealership is located and 
spent R32-million on expanding and upgrading the 
dealership while adding a fast food outlet, conveni-
ence store and rebuilding the Engen fuel station. 
Th is has lift ed the facility to the top rank in terms of 
appearance and functionality.

What is most impressive is the amount of busi-
ness going through the service and repair work-
shops, while there is a wide range of new cars on 
show as well as a good selection of quality used 
models – all Volvos, of course!

Th e dealership is still very much a family busi-
ness, with managing director Vic and aft er-sales 
director Gerhard both having their wives in the 
team: Colleen as Customer Champion and Ansie 
as Service – Customer Care, which emphasises the 
focus on the customer.

Th e third generation of the Campher family is 
already employed at the Auckland Park dealership, 
which is conveniently located on the BRT route 

and near several higher education institutions. Vic 
and Colleen’s daughters, Jami-Lee and Kirsty, both 
work in the company, the former as group account-
ant and the latter as head of administration.

In addition there are two sons of Tom 
Campher’s friends in motor sport, Luan Coetzee 
and Michael Rabie in the team: Luan, son of former 
rally driver Kassie Coetzee, is the parts manager 
and has collected a host of awards over the years, in-
cluding the prestigious Volvo VISTA award which 
took him 13 years of trying, and Michael, son for 
former Volvo dealer Naas Rabie, is the service ex-
ecutive, while sales director Japie Steyl is also ar-
dent motorsport enthusiast and has been directly 
involved in the Campher brothers’ off -road racing 
activities over the years.

Tom Campher Volvo Johannesburg is a dealer-
ship steeped in history but a company very much 
with its focus on the future as it gears up with the 
latest technology in the workshop and sophisticated 
business practices in sales and the running of the 
overall business. It is certainly a forward-thinking 
organisation with everything aimed at improving 
the customer experience. ■

Vic and Gerhard Campher driving a Volvo 
122S in the 1985 Swazi Sun off-road race.

Tom Campher and Andre du Toit contested the 1996 Pretoria-Maputo rally in a 
Volvo 122S.

Tom Campher and Andre du Toit on their 
way to winning the 1993 Pretoria-LM 
Classic Tour.

The newspaper clip is of a road test by 
Geoff Dalglish of the fi rst Volvo 850 GLT 
imported into SA by Tom Campher Motors 
in 1993.
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Mazda Southern Africa (Pty) Ltd (MSA) has been 
operating independently from Ford SA since 
October 1 last year. A fully-fl edged dealer network 
has now been identifi ed, with all dealers respon-
sible for vehicle sales, service, parts and warranty 

operations in South Africa as well as in Namibia, 
Botswana and Swaziland.

Since operations commenced, Mazda owners 
could still go to any Ford SA dealership and ser-
vice their Mazda vehicle but since January 1 only 
the offi  cially appointed Mazda dealers will service 
Mazda vehicles.

Th e Mazda dealer network of 45 outlets, which 
are a mix of independents, large listed and smaller 
unlisted groups, has invested in facilities and staff  
to look aft er Mazda customers. MSA will continue 
to review and expand the dealer footprint.

Mazda of Hiroshima, Japan, also announced re-
cently that it has reached an agreement with Itochu 
Corporation (Itochu) to turn its new national sales 
company in South Africa into a joint venture. Itochu 
is a Japanese trading house established in 1858 which 
now operates through 130 offi  ces in 65 countries.

MSA will allocate new shares worth R30-
million to Itochu and form a joint venture com-
pany with the aim of further strengthening sales in 
South Africa. Moving forward, Mazda, with a 70% 
share in the JV, will take advantage of Itochu’s lo-
cal business knowledge, experience and network in 
South Africa.

Mazda has a long history in South Africa dat-
ing back to 1963 when the company fi rst entered 
the market. At present, Mazda sells more vehicles 
in South Africa than in any other country on the 
African continent. With a focus on SKYACTIV 
models, MSA is expanding its line-up with the 
aim of increasing sales and further strengthen-
ing the Mazda brand with the following mod-
els: Mazda2, Mazda3, Mazda6, Mazda5, Mazda 
CX-5, Mazda MX-5 roadster and Mazda BT-50 
pick-up. ■

Audi Now Driving Force 
Behind SA Cricket

BY ROGER HOUGHTON

Audi SA is now the driving force behind SA cricket, 
a position long-held by Toyota and Lexus in the 
past. Th e announcement was made at Supersport 
Park, Pretoria, two days before the start of the fi rst 
test match against the West Indies.

Th e sponsorship includes providing fans at 
home and at the stadium with a unique insight 
into layer performance via the Audi Performance 
Tracker and will keep track of the speed of every 
ball in Proteas’ matches with the Audi Speedgun.

“Sporty, sophisticated and progressive – these 
are the core brand values of Audi and are most 
defi nitely values which identify with the game of 
cricket,” said the Head of Audi SA, Paul Sansom at 
the launch event. “Other Audi sports sponsorships 
involve motorsport, golf, football and sailing, all 
of which require a unique combination of power, 
performance, innovation, effi  ciency and passion in 
order to succeed.”

What was disappointing about the launch 
event was the poor turnout by the motoring media 
and the fact that only a handful of Proteas players 
– admittedly most of the big guns – took the trou-
ble to attend and then they were not dressed for-
mally–as one would expect when announcing a big 

sponsorship with a prestige brand like Audi – but 
arrived in tracksuits and tackies. ■

Kia Supports SA Fed 
Cup Tennis Team

Kia, which has chosen tennis as the sport to spon-
sor, has extended its sponsorship of this sport to SA 
with the announcement of support by Kia Motors 
SA for the SA Federation Cup team, which plays in 
Estonia next week.

“KIA is excited to be part of the Fed Cup team 
set up and to facilitate their eff orts to progress 
through the groups to a level that does justice to the 
talent we have in South Africa,” commented David 
Sieff , KIA SA Marketing Director.

Kia is the major sponsor of the Australian 
Open, fi rst Grand Slam tournament each year, cur-
rently being played in Melbourne. Kia’s sponsorship 
includes providing more than 100 vehicles to the 
tournament organisers. ■

Sports Sponsorship

The chief executive of Cricket SA, Haroon Lorgat, and the head of Audi SA, Paul 
Sansom, seen at the launch function with SA’s cricket captains, Faf du Plessis (T20), 
Hashim Amla (Tests) and AB de Villiers (One Day).

Eagle Mazda is one of 45 newly-
appointed MSA dealerships.

Mazda SA Announces Dealer Network
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OFFSET PROJECTS INVESTING IN CO2 REDUCTION TECHNOLOGY 
In order to realise our neutrality goal, Castrol Professional partnered with BP Target Neutral 

to invest in offset projects. Projects across six continents were reviewed and selected by 

independent experts to ensure they deliver environmental and socio-economic benefi ts 

to local communities.

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. 

January 30–February 1
Motor racing at Zwartkops Raceway. This is the 
annual Passion for Speed extravaganza for classic 
cars and motorcycles, with the latter also having 
Sunday, February 1, to themselves as the Day of 
the Champions.

March 4–6
SA Guild of Motoring Journalists (SAGMJ) stages 
the test days for the 11 finalists in the Wesbank Car 
of the Year competition. The venue will again be the 
Gerotek test facility west of Pretoria.

March 5–15
85th Geneva International Motor Show

March 18
Announcement of the 2015 SAGMJ/Wesbank Car 
of the Year.

April 3–12
Rand Show at Expo Centre, Nasrec. AutoLive’s 
Stuart Johnston is once again involved in organis-
ing a hall for custom and classic cars. If you would 
like participate contact Stuart at: stujohn@netac-
tive.co.za or on his cell phone at 083 450 9255.

May 6–9
Automechanika Johannesburg at Expo Centre, 
Nasrec. The third Automechanika Johannesburg 
trade fair for the automotive aftermarket held in 

May 2013 attracted a record number of 643 exhibi-
tors with 467 from 22 countries outside of South 
Africa. This was a 12% improvement on the number 
of companies that exhibited at this event in 2011. 
This biennial event showcases a rich mix of prod-
ucts, technologies and services meeting a variety of 
requirements for the rapidly changing automotive 
aftermarket. Exhibitors looking to expand their 
markets into sub-Saharan Africa and the organ-
isers made a substantial investment to promote 
attendance from this region. 10  643 visitors at-
tended the show and 1  759 delegates came to the 
various conferences.

For more information contact: Philip Otto, 
Show Director, philip@sashows.com; 011 494 4287 
or Robert Kaiser, Business Relationship and Sales 
Manager, robert@automechanikasa.co.za and 011-
494 5003. www.automechanikasa.co.za

June 2–4
Automechanika Dubai is a well-established force 
on the international fair and exhibition landscape. 
With around 28 900 trade visitors from over 130 
countries – an increase of 19% over 2013 – EPOC 
Messe Frankfurt GmbH announced a set of new 
records. 1 482 exhibitors from 58 countries made 
presentations at this rapidly growing fair. The next 

edition of Automechanika Dubai will be held at 
Dubai International Convention and Exhibition 
Centre from June 2–4.

August 14–16
Lifestyle Show incorporating the National Amid 
Motorcycle Show and the Johannesburg Boat Show 
at Expo Centre, Nasrec.

September 19–27
66th Frankfurt International Motor Show.

October 14–25
Johannesburg International Motor Show and 
Johannesburg Truck & Bus Show. The biennial 
Johannesburg International Motor Show is a 12-day 
comprehensive automotive exhibition and automo-
tive lifestyle event. The event is the only OICA ac-
credited, internationally recognised motor show in 
Southern Africa. The event is a vertical automotive 
exhibition featuring displays, interactive activities, 
demonstrations and motoring events and features 
45 000m² gross indoor exhibit space and some 
40 000m² outdoor exhibition space. For more infor-
mation: www.jhbmotorshow.co.za. Tel: +27 11 494 
5006. E-mail jms@sashows.com

October 28-November 8
44th Tokyo International Motor Show. ■

Dates For Your Diary

http://www.autolive.co.za
http://www.castrol.com/en_za/south-africa.html
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New Car Price Infl ation 
Flattening Out?

According to an article by Denis Droppa, writing in 
Star Motoring, it seems new car price infl ation ap-
pears to be fl attening out and prices could be more 
stable in 2015. He says that prices of locally-built ve-
hicles rose by an average of 4% and imports by 8% 
last year and this disparity is expected to continue 
in 2015.

News vehicle price rises averaged 7.15% last 
year, compared to 3.8% in 2013, and outpaced the 
Consumer Price Index (CPI).
Droppa reports that a number of motor companies 
have announced increased new prices in January, 
but they were only in the region of 1–2%, although 
Mercedes-Benz bucked the trend by hiking its pric-
es between 2.5% and 5% while the E-Class prices 
rose by 7%.

Jeep’s increases were also above average, being 
in the range of 3.5%–7.7% for certain of its Cherokee 
derivatives. Th e prices of Nissan Jukes jumped by 
between 3.9% and 7.4%, depending on the model, 
which was in contrast to the average price increase 
of around 1.5% for other Nissan models.

Droppa also noted that fewer people were being 
granted vehicle fi nance as prices rose last year. Th is 
was particularly the case in the entry level market 
where the credit approval rate dropped from over 
40% to approximately 25%. ■

Booming Used Car Market

New vehicle price hikes are a contributing factor to 
a booming used car market with the ratio between 
the sale of new and pre-owned cars now standing 
at 1.75 for the fourth quarter of 2014, compared 
to 1.81 in the third quarter of 2013 and 1.25 in 
December 2013.

“Th e desirability of second hand vehicles is run-
ning high,” says the head of Gumtree Automotive, 
Jeff  Osborne. “Buyers are opting for used vehicles 
with existing maintenance plans and similar or bet-
ter specifi cation levels than cars they owned cur-
rently or in the past.”

According to an article by Irma Venter in 
Engineering News the latest TransUnion Vehicle 
Pricing Index (VPI) indicates used car prices are 
now tracking new car prices, with used car infl a-
tion increasing on a year-on-year basis for the 

fourth consecutive quarter, rising by 1.36% between 
the fourth quarter of 2013 and the fourth quarter 
of 2014.
TransUnion said the used car market experienced 
fi ve consecutive quarters of year-on-year price de-
fl ation from 2012 to 2013, but now the move is in the 
opposite direction.

Venter reports that TransUnion publishes 
VPI on a quarterly basis, with the vehicle risk in-
telligence company calculating the VPI from data 
it receives on monthly sales from a large number 
of dealers throughout SA as well as the vehicle fi -
nancing registrations from all the major banks and 
 vehicle fi nance houses. ■

Polo and Golf Most Uploaded 
Cars on Gumtree Automotive

Two Volkswagen models, the Polo and Golf, re-
main the most uploaded models on the Gumtree 
Automotive online site, according to the head of 
Gumtree Automotive, Jeff  Osborne.
“Th e Polo isn’t an entry level car but is priced well 
and does well in town driving with the well-weight-
ed steering making it easy to park,” says Osborne. “It 

has an average selling price 
on the site of about R140 000.

Other choices that re-
main popular are Toyota, 
with both Corolla and Hilux 
in the top fi ve, as well as 
BMW – particularly the 
3-Series models – Chevrolet, 
Nissan and Ford.”

Gumtree Automotive’s 
Online Price Checker allows 
visitors to the site to deter-
mine the resale value of their 
vehicles as well as the prices 
of new cars. ■

Vehicle Pricing in South Africa

The Volkswagen Polo and Golf remain the most uploaded cars on the Gumtree Automotive online site.

2015 will see several changes to tax regulation, in-
cluding employer provided rental accommodation 
tax and fringe benefi t tax on company cars. Th e lat-
ter may very well place further pressure on the auto-
motive industry, says Head of Gumtree Automotive 
Jeff  Osborne.

“Th e impact of the taxation remains to be seen, 
and it should vary for both companies and employ-
ees,” says Osborne. “We do know that there will be 
no impact for employees who currently have com-
pany cars or are issued with company cars before 
the date the measure comes into eff ect.”

Th e current position is that the monthly com-
pany car fringe benefi t is deemed to be 3.5% of 
the determined value of the vehicle. Th e deter-
mined value is based on the manner in which the 
vehicle was acquired – either the original cost to 
the employer of purchasing the vehicle, the cash 
value of the vehicle, the retail market value or the 
market value of the vehicle at that time that the 
employer fi rst obtained the vehicle or the right of 
use thereof.

Bearing in mind that car manufacturers or 
other operators in the motor trade oft en obtain a 

vehicle at a discounted price, which means that 
their calculation is based on a lower amount, the 
reasoning was that some individuals outside the 
motor trade were placed at a disadvantage, which 
is why the retail market value will now be used in 
all cases.

Manufacturer’s list price will be used as the 
measurement for new cars, and the insurance in-
dustry will provide guidelines where second hand 
vehicles are involved. Th e change will apply to all 
vehicles acquired or manufactured on or aft er 
March 2015. ■

New Fringe Benefi ts Tax in 2015 May Lead to Car Buying Rush
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Th e poor condition 
of tyres on South 
African vehicles 
is a genuine con-
cern, says Vishal 
Premlall, ex-director 
of Tyre Dealers and 
Fitment Association 
(TDAFA) and cur-
rent director of the 

Motor Industry Workshop Association (MIWA).
Th is is in reference to a recent article published 

in Transport World Africa entitled Scary statistic 

for tyre safety, where it states that 53% of second-
hand tyres intended for sale in South Africa are un-
roadworthy and pose a serious safety threat.

“Once again we have just come out of a festive 
season with an alarmingly high death rate on our 
roads. It would be interesting to know how many of 
these accidents were the result of tyres that were in 
poor condition,” he says.

Premlall says while trading second-hand tyres 
is not illegal, the trading of second-hand tyres that 
have not met legal safety requirements is.

“Vehicle owners need to use reputable tyre sup-
pliers and, if in doubt, get a second opinion before 

purchasing second-hand tyres. A large number of 
second hand tyres imported into South Africa for 
purposes of retreading and then resale seemingly 
enter the market place ahead of the retreading pro-
cess. Th ese tyres are oft en compromised and can 
pose serious risk to the end user. Th e reality is that 
vehicle owners are not only responsible for their 
own well-being on the roads but of those road-users 
around them too. Tyres in poor condition severely 
compromise the handling of a vehicle and increase 
the risk of an accident.” ■

Tyre News

Tyre Safety is a Genuine Concern, Agrees MIWA

Tyres rarely attract the attention of the public. 
But their postcard-sized contact patches are the 
only part of the vehicle that is in contact with the 
road, and contain some of the most advanced en-
gineering on a modern vehicle. Th is is the word 
from Bridgestone’s General Manager for Field 
Engineering and Technical Services, Hiroshi 
Nakanishi. “People are amazed when they learn 
what it takes to design and manufacture a tyre,” 
he commented. 

A new tyre can take as long to design as the vehi-
cle to which it will eventually be fi tted. Much of this 
time is used to fi ne-tune the chemical composition 
of the materials that go into a tyre. “Th is is an ongo-
ing area of research. Th e new generation of fuel-sav-
ing tyres, like Bridgestone’s Ecopia, required major 
advances in structural and chemical engineering to 

reduce rolling resistance 
without compromis-
ing roadholding,” 
Nakanishi said. 
“Dozens of dif-
ferent materials 
go into each 
tyre, and the 
development 
engineers have 
to ensure that 
they will re-
main compat-
ible with each-
other over the 
expected life of the 
tyre.” ■

Pirelli PZero Accessories

Th e PZero apparel and footwear brand has ex-
panded to include an accessory collection, which is 
a new line designed for urban mobility. Technology 
and experimentation are extended to sleek luggage, 
innovative bags, and small leather goods. Th e com-
mon denominator of the project is experimentation 
with material. ■

Pirelli PZero footwear.

Bridgestone Waxes Lyrical Over 
Tyre Engineering

Vishal Premlall.

Bridgestone’s 
Ecopia tyre.

auto.lightstone.co.za/
auto.lightstone.co.za/
mailto:support@lightstone.co.za
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Inadequate dental 
cover will affect every 
aspect of your life!  

Are you embarrassed to 
smile and scared to pose for 
photos in fear of people noticing 
your teeth?  

Also, having toothache can be 
devastating as it impedes your 
ability to eat, sleep and                  
concentrate at work! 

 

At Moto Health Care we understand the power of a healthy smile.  
 

Members on our Essential, Custom, Classic and 
Optimum options have access to over 1800 
contracted dentists nationwide to ensure your 
dental health. Each option caters to a specific 
rage of dental treatments covered according to 
your needs and pocket. 

 

We empower 70 000 smiles...are you one of them? 

You can count on us! 

http://www.motohealthcare.org.za
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BY ROGER HOUGHTON

Honda has put a lot of eff ort into making its very 
popular Jazz hatchback more refi ned with addi-
tional standard features to widen its appeal in the 
marketplace. Another enjoyable drive in amazing, 
sunny weather in the Western Cape demonstrated 
the newcomer’s ability to cruise comfortably and 
quietly on the open road besides being an ideal 
city commuter.

Th is is the third generation of the Jazz, which 
is one of the most popular and endearing models 

in the Honda passenger car range. It was launched 
originally in 2001 and is sold as the Honda Fit in 
Japan, China and the Americas. Sales now exceed 
fi ve million units.

Th e latest version is very recognisable as a Jazz 
as the styling is evolutionary from the previous 
models. However, it is slightly larger with benefi ts 
in terms of interior space.

Honda SA Operations Director, Graham Eagle, 
said at the media launch that the latest Jazz “repre-
sents a signifi cant step up from its highly successful 
and hugely popular predecessor while upping the 
game on almost every level and remaining true to 
its core values of value and functionality.”

Th ere are seven models in the latest Jazz line-
up, ranging in price from R179 900 for the 1.2-litre 
Trend with a manual transmission to R247 900 for 
the 1.5-litre Dynamic with CVT transmission and 
all the bells and whistles.

Th ere are two, four-cylinder petrol engines 
from which to choose – a 1.2-litre delivering 66kW 
of power and 110N.m of torque and the tried and 
trusted 1.5-litre which produces 88kW of power and 
145N.m of torque. Power goes to the front wheels 
either through a 5-speed manual gearbox or a 

much revised Continuously Variable Transmission 
(CVT) system.

One of the features of the Jazz is the so-called 
Magic Seat capability which makes for exceptional 
versatility. Th e seats can be confi gured in a number 
of diff erent ways to accommodate a variety of tall and 
long objects. Th e rear seatback is split 60:40 to off er 
both seating and extended cargo space, while easy-
to-use levers control the position of the Magic Seats.

Th ere is a comprehensive list of standard 
 equipment which grows as one moves up the range. 
Th is includes a number of infotainment features ex-
tending to a 7-inch touch screen.

Th e Jazz launched in SA is the fi rst model range 
to be produced at Honda’s highly-automated, state-
of-the-art Tapukara facility in Rajasthan, India. 
Th is facility has been producing high tech automo-
tive components for Honda plants worldwide for 
several years and now a vehicle assembly line has 
been added, with the Jazz being the fi rst product 
to go into production there. It has 3 200 associates 
(Honda-speak for employees) and a production ca-
pacity of 120 000 units a year.

Honda SA is looking to sell the latest Jazz at a 
rate of 200 – 250 a month. ■

BY ROGER HOUGHTON

Ford is on a roll both locally and internationally, but 
it seems it will have a stiff  challenge getting traction 
in the SA market with the new Fusion sedan, despite 
it being the most technologically advanced Ford car 
ever introduced into SA. It is also a very pleasant car 
to drive or to enjoy as a passenger, which I was able 
to do in wonderful weather on the excellent roads of 
the Western Cape last week.

Th e challenge for Ford is that the C/D non-
premium segment of the market in SA is very small 
nowadays aft er being the happy selling ground 
of popular cars like the Toyota Cressida, Nissan 
Skyline and Toyota Camry for many years a decade 
or more ago.

Besides competition from current C/D non-
premium models such as the Kia Optima, Hyundai 
Sorento, Mazda6, Volkswagen Passat and new 
Honda Accord the problem for sellers in this seg-
ment is the availability of lower end premium 

models from the German makers as well as high 
quality off erings from Lexus, Infi niti, Volvo and the 
upcoming Jaguar XE.

It is not only the case in SA; it is interesting 
to note that Honda has just announced it will no 
longer sell its Accord in Europe, while Toyota evi-
dently plans to axe its Avensis range at the end of 
the decade.

Ford’s VP for marketing, sales and service, 
Mark Kaufman, was reticent about giving a month-
ly target for the all-new Fusion, which is sold as the 
Mondeo in certain markets. He said it would be a 
“wait and see” situation.

However, as a car it is a superb piece of engi-
neering with handsome looks, impressive interior 
styling, many advanced features, excellent dynam-
ics as well as a line-up of three turbocharged en-
gines – two petrol and one diesel – which provide 
strong performance with the promise of good fuel 
economy as they are downsized for a car of this size.

Th ere are four models in the range, starting 
with the 1.5 EcoBoost Trend at R349  900, then 

moving up to the 2.0 EcoBoost Trend at R369 900, 
2.0 EcoBoost Titanium at R424 900 and on to the 
range-topping 2.0TDCi Titanium at R449 900.

Instead of having a long list of individual op-
tions like many of the other cars in this segment 
each of the Fusion variants has an option pack 
varying in price from R23 200 to R26 820 as well 
as Driver Assistance Packs for the Trend models 
at R7 270 and a Sunroof Option for the Titanium 
models at R6 000.

It will be interesting to see how the very well-
equipped Fusion fares in building a C/D non-pre-
mium segment in SA. ■

New Models

The Ford Fusion.

The Honda Jazz.

Ford Faces Tough Challenge with New Fusion

Latest Honda Jazz is a Top Quality Product
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Rory Schulz has been appointed managing direc-
tor of UD Trucks Southern Africa.

Schulz has been with UD Trucks since 1991, 
and has an in-depth knowledge of the company and 
the intricacies of the local trucking market. Over 
the years he has been involved in numerous aspects 
of the business, including product planning, engi-
neering and operations.

Albert Biermann, former vice president en-
gineering at BMW M Automobiles has joined the 
Hyundai Motor Group as its new head of Vehicle 
Test & High Performance Development, taking 
responsibility for new high-performance vehicles 
and technologies at the Korean automotive group, 
which includes Kia.

Biermann (57), who joined BMW in 1983, will 
be based at the group’s R&D Centre in Namyang, 
Korea, to lead the development of new high perfor-
mance Hyundai and Kia models, as well as oversee-
ing engineering projects relating to ride and han-
dling, safety, reliability and the mitigation of noise, 
vibration and harshness (NVH).

Hyundai Motor’s involvement in the World 
Rally Championship (WRC) should also benefi t 
from Biermann’s appointment, thanks to increased 
sharing of performance technologies and insights 
between engineering programmes for the road and 
rally cars.

Elvene Coetzee, the current SA champion 
rally co-driver, is leaving her administrative po-
sition at Zwartkops Raceway aft er seven years 
to join the CMH Group as a sales executive at 
Volvo Bryanston.

Simon Foulds has moved from editing 
Transport World Africa to being Assistant Editor at 
Truck and Bus.

Tristan Wiggill is moving from being a jour-
nalist at Automotive Business Report (ABR) to edit-
ing Transport World Africa.

Sean Nurse has been appointed editor of 
AutoDealer in Johannesburg, taking over from 
Stuart Moir who is taking up a position as a re-
searcher at the Ekurhuleni Council but will con-
tinue to be a freelance motor writer. Sean, a petrol-
head, graduated from the University of Pretoria in 
2012 with a degree in journalism and received a 
bursary from the SA Guild of Motoring Writers for 
2013 which led to him joining AutoDealer last year..

OBITUARIES

Two well known members from the ranks of the 
SA motoring media passed away suddenly on 
December 20. Th ey were photographer Roger Swan 
and journalist Ben van Rensburg.

Roger Swan, who was born in England on 
April 27 1939, took up his trade as a photographer 
in the post war years at the UK Ministry of Defence 
and achieved a professional qualifi cation study-
ing on day release at the Regent Street Polytechnic 
in London.

In 1968, aged just 29, Roger decided to mi-
grate to South Africa with his family and took up 
a position as in-house photographer with ad agency 
Young Advertising. His agency work had brought 
him to the attention of vehicle manufacturer 
Datsun, at the time heavily involved in motor rally-
ing, one of Roger’s passions, and he became the on 
event photographer for the manufacturer.

Th is took him into the full-time world of auto-
motive photography in all its aspects, including a 
long spell working on projects for Toyota. Over the 
years he mentored many young photographers who 
have gone on to make names for them.

Like his interests, Roger was a limited edition 
classic, one that will be dearly missed.

Roger is survived by his wife Isobel and chil-
dren David and Carolyn.

Ben van Rensburg or “Oom Ben”, as he 
was aff ectionately known, passed away in the 
Vergelegen Clinic in Somerset West at the age of 
83. He had been admitted to hospital aft er he fell at 

his home in Stellenbosch on Friday evening.
He was acknowledged as the doyen of Afrikaans 

motoring writers and was a mentor to many young 
and upcoming Afrikaans motoring journalists. A 
charming, well-mannered and gentle man, he will 
also be remembered for his love of good red wine 
and interesting conversation.

Ben, a previous MJOY winner (1990) and the 
best newspaper journalist in 1986 and 1992, will be 
remembered for his contribution to the growth and 
preservation of Afrikaans in motoring journalism 
over a career spanning nearly 40 years.Aft er study-
ing at the University of Stellenbosch and working at 
the FCU farmer’s co-op in the erstwhile South West 
Africa, he joined the SABC as a journalist in 1960. 
In 1963 he was appointed as the motoring editor of 
Die Volksblad. During this time he married Tina 
and they had two children, Bennie and Madeléne. 
While he and Tina later divorced, they stayed good 
friends. Over the next three decades Ben served as 
motoring editor of Die Beeld, Rapport, Beeld and 
Die Burger in the Naspers (later Media24) Group.

He retired from the group in May 1998 and 
moved to Saldanha on the West Coast with his 
new life partner Rina. As freelancer he started the 
Afrikaans motoring website,Alles Motors, in 2001 
and later the English version called All Wheels, 
which he edited until recently. Th ree years ago, 
at the age of 80, he married Rina and the cou-
ple moved to a retirement resort in Stellenbosch 
soon aft erwards.

Ben’s contribution to the Guild and motor-
ing journalism in general will always be remem-
bered. We wish to extend our heartfelt condo-
lences to Rina, Tina, Bennie and his wife, Th elma, 
and Madelene. ■

People

Ben van Rensburg

Sean Nurse Elvene CoetzeeTristan WiggillSimon FouldsRory Schulz Albert Biermann

A proud Roger Swan with his daughter, 
Carolyn, co-driver for Hergen Fekken in 
the Castrol Toyota rally team seen at the 
end of the 2014 Tour Natal.
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BY ROGER HOUGHTON

Th e Toyota Hiluxes designed and built by Glyn 
Hall’s Hallspeed team in Sandton proved extremely 
competitive in the 2015 Dakar Rally and only a 
near-perfect run by Qatari Nasser Al-Attiyah and 
French co-driver Mathieu Baumel (Nasser’s 6th co-
driver in the Dakar!) in a Mini kept it out of the 
top spot. At one stage it looked as though there 
would be two Hiluxes on the podium but in the end 
there were three in the top 10, which was still an 
excellent performance.

Second place for the Toyota Imperial Hilux of 
SA’s Giniel de Villiers and German co-driver Dirk 
von Zitzewitz in 2015 followed a fourth last year, 
a second in 2013 and a third in 2012 aft er this duo 
switched from Volkswagen to Toyota, following the 
German company’s withdrawal from Dakar to go 
into world championship rallying.

Giniel, who will be 43 this year, has built up 
an amazing record in the Dakar Rally, fi nishing all 
12 he has contested since his debut in 2003. He has 
now been on the podium six times, including a win 
in the Volkswagen Touareg in 2009, and has been 
in the top fi ve nine times in 12 starts, with a lowest 
placing of 11th,

Barrydale-born Giniel’s links with Glyn Hall 
go back many years to track and off -road racing 
successes with Nissan SA, which resulted in Giniel’s 
debut on the Dakar in 2003 when he astounded the 
seasoned Dakar campaigners with a fourth overall 
in a Hardbody bakkie.

Th e fact that there were no fewer than 18 Toyota 
Hiluxes in the original fi eld of 114 cars is a tribute 
to the engineering skill of Hallspeed as virtually 
all these vehicles will have been sourced from the 
Sandton company or from the Belgian Overdrive 
team which assembles from kits supplied by 
Hallspeed.

Toyota once again took the laurels in the un-
heralded T2 production vehicle category with a 
Land Cruiser wagon crewed by Jun Matsuhashi of 
Japan, and Alain Guennec, of France. Th ey placed 
29th overall and this was the fi ft h time Matsuhashi 
has won this class.

One had hoped that Toyota SA would an-
nounce its support for the continuation of the cur-
rent Dakar programme, which ended with the 2015 
event, but president and CEO Dr Johan van Zyl told 
the media who welcomed Giniel and the Toyota 

Imperial team home that a decision would be made 
“in a month or so” following an evaluation of the 
marketing benefi ts of the 2015 campaign.

Another SA off -road vehicle building opera-
tion, also based in Sandton, Th ompson Racing, 
made a most impressive Dakar debut. Five ve-
hicles – three Nissan Navaras and two Renault 
Dusters–designed by Achim Bergmann and 
built under the leadership of Stuart Th ompson, 
contested the event and proved both competi-
tive and reliable with only one of them, a Duster, 
withdrawing. Th e Duster, which was built for the 
Renault distributor in Argentina, ran as high as 
third on stages.

SA’s motorcycle hope, Riaan van Niekerk, was 
forced to withdraw his KTM when lying 11th due 
to damage caused by crossing the wet salt pan in 
Borneo, but Willem Saaijman was very much un-
der the radar as he shone in the quad category, 
taking an excellent ninth overall and winning the 
last stage on his Yamaha at his fi rst attempt at this 
tough event. ■

Hino, the leading Japanese truck manu-
facturer and the fi rst one from that coun-
try to enter the gruelling Dakar Rally, way 
back in 1991, registered its 24th consecu-
tive fi nish in the 2015 edition of this gru-
elling, annual cross-country race which 
fi nished in Buenos Aires, Argentina, on 
January 17.

Th e two-truck Hino Team Sugawara 
once again had a 100% fi nishing record 
and scored a 1-2 in the Dakar Challenge 
for trucks with engines of less than 10 li-
tres capacity, making it six consecutive 
class wins and the second year in a row 
with them being fi rst and second in the 

class. Th is was the 15th time Hino has won 
this engine capacity award in the 16 times 
it has been contested since 1996.

Th e Hinos fi nished 16th (Teruhito 
Sugawara and Hiroyuki Sugiura) and 32nd 
(Yoshimasa Sugawara, Yoko Wakabayashi 
and Katsumi Hamura) overall out of the 
42 trucks which completed the route of 
8 161km, including more than 3 500km of 
timed racing sections. A total of 64 trucks 
had entered this year’s event.

Hino Team Sugawara says it will use 
the data and information collected during 
this year’s race to make the trucks even 
more competitive in 2016. ■

Hino Trucks Finish 24th Consecutive 
Dakar Rally and Win Class Again

The four-wheel-drive Hino 500 crewed by Teruhito 
Sugawara and Hiroyuki Sugiura on its way to winning the 
class for trucks with engines under 10 litres capacity in 
the 2015 Dakar Rally.

Giniel de Villiers, of SA, and German 
co-driver Dirk von Zitzewitz were second 
overall and winners of the petrol-engined 
category for the fourth year in a row.

The Imperial Toyota Hilux proved very 
competitive this year, taking a strong 
second overall.

SA-Built Toyota Hilux Proves 
Very Competitive
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Snippets

Kieran’s Drive

Size Does Matter
Th e A-segment of the SA passenger car market is 
one of the fastest growing and is, consequently, now 
hugely competitive. Our needs and wants for more 
aff ordable, more fuel effi  cient and more practical 
“city cars” is driving almost all of the manufactur-
ers to get involved.

In this ever developing sector of the market, the 
“superminis” are now being off ered in slightly su-
per-sized versions. Th is is motivated by the need to 
retain fuel effi  ciency and lower running costs while 
ticking boxes in the practicality column. Suzuki has 
now replaced their sub-compact, the solid and well 
liked Alto, with the Celerio.

It has class-leading interior and boot space 
and the so-called ‘Xtra Large Small Car’ boasts 
impressive fuel economy with claimed fi gures of 
4.6l/100km for the AMT (more on this later) and 
4.7l/100km for the conventional 5-speed manual. 
Th e 50kw, 1 000cc three cylinder mini-mill (com-
plete with that lovable terrier puppy-like off -beat en-
gine note) will most certainly not whip your wig off  
but that’s not what we’re asking of cars in this sector. 
Th e Celerio has suffi  cient power for city street strut-
ting and mild mannered highway motoring.

So what sets this little car apart? If safety, build 
quality and specifi cation levels are important to you, 
then it’s making a statement. Th e Celerio is available 
in two trim options–GA and GL. ABS, twin airbags, 
pre-tensioning safety belts, aircon, power steering 
and an integrated trip info system are standard on 
even the entry level, R109 900 model. R124 900 gets 
you into a GL and adds a 2-year/30 000km service 
plan, multifunction steering wheel, CD/Bluetooth/
cell compatible audio system and a number of other 
nice-to-haves.

At the top of the price list is the R135 900 GL 
AMT–Automated Manual Transmission option. 
Claiming the fuel effi  ciency of a manual–the tradi-
tional torque converter auto always proving a little 
thirstier–and the convenience of clutch pedal-less 
driving, the AMT is an interesting addition. Th is is 
a conventional 5-speed manual box with an electro-
hydraulic actuator operating the clutch.

Does it work? If you pride yourself on a relaxed 
driving style and aren’t too fazed with the petrol-
head’s need for driver involvement, then you may 
well fi nd it worth the extra R11 000. Modulate your 
throttle pressure just a little at point of shift  and the 
box swaps cogs nicely. If, however, you enjoy an en-
gaging drive and welcome the added exercise given 
to your left  arm and leg, then you’ll probably fi nd the 
up-shift s of the AMT a little ponderous, especially if 
you’re pressing on. My money–the GL manual.

As the world moves forward (although it some-
times feels backward), it provides us with options. 
Suzuki reported a 33% increase in overall sales 
fi gures in 2014–a second place fi nish in outright 
growth. Th e Celerio is, thankfully, a very good 
small car which should attract young buyers on the 
hunt for a cooler set of wheels and educated con-
sumers looking for a better product. ■

NAAMSA OFFICE BEARERS FOR 2015:
Dr Johan van Zyl, President and Chief Executive 
Offi  cer, Toyota South Africa Motors (Pty) Ltd was 
re-elected as President. Jeff  Nemeth, Chief Executive 
Offi  cer and Group Managing Director, Ford Motor 
Company of Southern Africa (Pty) Ltd was re-elect-
ed Vice-President from the ranks of manufactur-
ers and Manny De Canha, Chief Executive Offi  cer, 
Associated Motor Holdings Group (Pty) Ltd was re-
elected Vice-President from the ranks of Importers 
and Distributors. ■

APPLE IPOD WHITE: Th ere is a strong swing 
towards white as an exterior car colour again and 
according to a report by AFP it seems this is due to 
the Apple iPod era where Apple uses a lot of white 
for its products. ■

BAN ON SEXY MODELS: Sexy models may be 
banned from posing with cars at the Shanghai Auto 
Show this year so that visitors to the biennial event 
can focus on the vehicles on display. “We’re not rul-
ing out car show models,” commented an organiser 

in an interview with Automotive News. ■

AUTOZONE SOLD: Private equity in-
vestor Ethos has bought a controlling in-
terest in the SA automotive aft ermarket 
parts retailer and wholesaler AutoZone 
for an undisclosed amount, according 
to a report in Engineering News. Black 
economic-empowerment investors and 
AutoZone’s management will retain a 
stake in the company, which has 151 retail 
and wholesale branches and 37 member-
owned franchise branches across South 
Africa, Namibia, Zimbabwe, Swaziland 
and Botswana ■

AMERICAN CAR AND TRUCK 
AWARDS: Th e Volkswagen Golf and 
the all-new Ford F-150 pick-up, which in-
cludes a substantial amount of aluminium 
in its construction, have been named 2015 
North American Car and Truck of the Year 
by a panel of automotive journalists. ■

Due to a generous donation of R55 000 from the 
following companies on behalf of their customers; 
MACSauto and MACScool, Ruwag, Diesel-Electric 
- Vaal/OFS and Springs and Kiloton and a further 
donation of R14 000 from the Rotary Club of 
Vereeniging, 300 food hampers could be distributed 
to needy families during the 2014 festive season. 
The hampers were distributed to: the Rainbow Care 
Feeding Scheme, Vereeniging Central Methodist 
Church Feeding Scheme at St. Luke’s Presbyterian 
Church, Leeuhof, Lochvaal Emfuleni Welsynsentrum 
and the Meyerton Methodist Church.

Suzuki Celerio could make waves in 
the market.



Subscribe for free @
www.autolive.co.za Page 15

Th e truck manufacturers in South Africa seem to be 
conservative in their sales predictions for 2015, with 
little growth forecast, but NAAMSA is being more 
bullish, predicting sales of 11 500 MCVs and 21 500 
heavy trucks and buses for a total of 33 000 units, 
with is 4.6% up on the 2013 fi gure.

Th e Daimler Group’s brands of Mercedes-
Benz, Freightliner, FUSO and Western Star contin-
ued their long-running domination of the SA truck 
and bus market, but now they no longer report de-
tailed sales fi gures we do not know how the indi-
vidual brands are faring, although Lightstone Auto 
makes educated guesses. Th e combined share for 
the Daimler Group in 2014 was 16.35%, down from 
17.21% in 2013 as the market grew by 2% with sales 
of 31 554 units.

Th e next three positions on the best-seller list 
are all Japanese-based companies, Isuzu (12.84%), 
Hino (12.77% and UD Trucks (10.66%).

Isuzu Has Another 4 000 Unit Year

Isuzu Truck SA, buoyed by its success with AMT 
technology in the SA market, celebrated the second 
year of exceeding 4  000 units sales and so main-
tained runner-up spot behind Daimler in 2014. 
Isuzu topped MCV sales with a 21% share and also 
fared well in the heavy segment with its F-Series 
claiming a 23.4% penetration.

Speaking at a recent media briefi ng the Chief 
Operating Offi  cer of Isuzu Truck SA, Craig Uren, 
said that in some markets that take up on AMT ex-
tended to 70% of total sales for a range.

Looking ahead Uren said he saw a domestic 
market of 31  000–33  000 units in 2015, which is 
very similar to the situation in 2014. Uren said his 
team would work towards achieving good growth 
on the 4 046 units sold in 2014 by driving product 
innovation and seeking new opportunities. On 
the environmental front he said the company will 
continue conducting trials on products that run on 
green fuel sources and will also test hybrid models 
with selected customers in the local market.

Isuzu Truck SA also aimed to develop local 
communities and promote entrepreneurship on the 

social responsibility front, but will only reveal de-
tails of these projects later in the year. ■

Hino Looks Ahead

Hino South Africa is looking forward to 2015 for a 
number of reasons and according to the company’s 
Vice President, Ernie Trautmann, his team is very 
pleased that it can be quicker out of the starting 
blocks this year aft er a slow sales build-up in 2014 
due to some stock shortages; sales in the second six 
months of 2014 were 33% higher than in the fi rst 
six months.

Th e reason for the slow start in 2014 was the 
relocation of the local Hino assembly operations to 
a new facility in Prospecton over the 2013/14 shut-
down period. Rainy weather added to the challenge 
of building the new facility to a tight schedule, but 
now the factory is functioning well and Trautmann 
says the target of exceeding 4 000 annual unit sales 
for the fi rst time is a very real prospect in 2015.

Last year total Hino sales of 3  844 units was 
close to breaking the 4 000 barrier and came during 
a year in which a new monthly sales record of 455 
units was set in August – beating the previous best 
of 425 units attained only fi ve months earlier – while 
the 356 units sold in December was the highest ever 
total for this traditionally slow-selling month.

Th e Hino SA Vice President says he is very 
pleased with the progress being made in selling the 
Hino 700-Series into the extra-heavy segment of 
the market, where a 3% share was attained and sev-
eral of the major transport operators were among 
the buyers of these models.

“We are taking a rather conservative view of 
the overall truck and bus market in 2015 and are 
forecasting about 2% growth on the 2014 fi gure of 
31 544 units. We will be assisted in increasing Hino 
sales with the addition of a number of new deriva-
tives during the year, including four in the Hino 
300 sector, being two more models with automatic 
transmission and two more crew cabs.

UD Trucks SA Outperformed 
Average Sales Growth

Sales by UD Trucks Southern 
Africa increased by 9.3% in 2014 
over 2013, which outperformed 
the 2.04% industry average. Th is 
was despite running out its U41 
MCV range in October aft er it 
had been in production since 1996 
and sold more than 13 000 units. 
A new MCV range will be intro-
duced in the future.

UD was again the top-seller 
in the HCV market with a 24% 

share but the company was particularly proud of 
the 25% growth in sales of its Quon range in the 
extra-heavy segment of the market, compared to an 
increase in total sales in this segment of 7.7%. Th is 
performance pushed UD into fourth place in the 
EHCV segment with a market share of 10.1% com-
pared to 8.8% in the previous year.

Speaking at a media briefi ng recently the new-
ly-appointed MD of UD Trucks SA, Rory Schulz, 
said the company will launch another EHCV range, 
the Quester, in March. “Th e Quester range will not 
replace the current Quon line-up but is expected to 
enhance the overall UD Trucks product off ering to 
the market.” ■

Working Wheels

Prospects for 2015-01-28

Th e outlook for 2015 remains uninspiring with 
the best case scenario, at this stage, one of mar-
ginal volume growth in domestic sales according to 
NAAMSA which says its projections are based on 
expectations of an improvement in South Africa’s 
economic growth rate to between 2.0% and 2.5% 
in 2015, relative stability in automotive industry 
industrial relations, stable interest rates and credit 
ratings as well as prospects for moderating consum-
er price infl ation.

Th ese expected positive factors will be off set 
to some extent by higher than infl ation new vehi-
cle price increases as a result of the weakness in the 
Rand for most of 2013 and during 2014 against ma-
jor international currencies. ■

Ernie Trautmann, Vice 
President of Hino SA

Craig Uren, COO of Isuzu 
Truck SA.

UD Trucks past: End of the line for U41.

UD Trucks future: Quester.
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BY STUART JOHNSTON

Audi is making some superb smaller cars right now, 
and the S1, in two-door coupe form and in the more 
practical four-door Sportback rendition, is evidence 
of this. Th e S1 has been given the subtle perfor-
mance treatment that pertains to other “S” off erings 
in the Audi lexicon, and none of them are too overt. 
I feel this strategy makes the S1 a much more attrac-
tive car, having avoided the trend towards stripes, 
checker-roofs and the like, which can make city cars 
at the “hot” end of the spectrum look like a lot of 
fun, but ultimately a bit cartoonish.

Th ere is nothing funny about the S1, but, plant 
your foot metal-wards on the accelerator and it is 
certainly fun! Th e four-valve, direct injection 2-litre 

turbo petrol engine delivers 170 kW which is not 
jaw-dropping in this era of 250 kW four-cylinders. 
Nor is the max torque fi gure of 370 Nm. But the 
whole package hangs together beautifully, thanks 
in no small part to the S1 enjoying Quattro drive, 
which means power is fed to all four wheels when 
necessary. And it does so through a delightful six-
speed manual gearbox, still so much more engag-
ing (in terms of driver involvement) than the dual-
clutch gearboxes so popular at the moment.

For the record Audi claims a 5,9 second 0–100 
km/h timer, and testers at Th e Reef have realised 
times in the mid-six-second bracket for the bench-
mark sprint.

I drove both the two-door and four-door ver-
sions, and I must say I prefer the more practical 
Sportback. I even think that visually it is a more 

attractive package. Th e S1 stylistic bits, such as the 
sill extensions, 17-inch alloys and racy nose, as well 
as the tasteful S1-specifi c colour scheme, s all go to-
wards making an extremely classy package for the 
wheel-heeled. Prices start at R442 000 for the Coupe 
and 449 500 for the Sportback.

Again, pricing makes the Sportback a no-
brainer in my eyes. ■

Stuart’s Drives

BY STUART JOHNSTON

Th e new S-Class Coupe, courtesy Mercedes-Benz, 
was not expected to be cheap. But when the entry-
level model weighs in at R1 913 000, you tend to sit 
up and take notice.

Th at’s the price of admission to this very ex-
clusive club embodied in a car that is arguable the 
most beautiful of all in the current Mercedes-Benz 
line-up.

Or, in the case of the two more expensive mod-
els, and the ones immediately available, better make 
that the AMG-Mercedes line-up. For now the base 
S 500 Coupe is on the price lists, but according to 
Florian Seidler, Executive Director of Mercedes-
Benz Cars SA, the “soft er” version of the coupe has 
yet to be released even in overseas markets. Hence 
for now South African customers will have to make 
do with the S 63 AMG Coupe, the 430 kW bi-turbo 
V8 version and the S 65 AMG Coupe, which is the 
top of the heap. Th ese will set you back R2 499 100 
and R3 070 700 respectively.

Th ere is an awful lot of technology crammed 
into the cars, which are blessed with a body-shell 
made of aluminium, high-strength steel and com-
posite plastic, that has, according to Mercedes, real-
ised the lowest ever levels of NVH (noise, vibration 
harshness). Th e most eye-catching of the seemingly 
endless list of safety, comfort and entertainment 

features is the new cornering, curve tilting function 
as part of the dual-camera-activated Magic Body 
Control predictive suspension-setting package. 
Th is new feature enables the S-Class Coupe to “lean 
into” a corner rather like the rider of a superbike 
does, thus reducing lateral G-forces on the occu-
pants. I’m sure it doesn’t hurt the handling either.

Th e S-Class Coupe has stonking performance 
and the top-end model, the bi-turbo V12 S 65, will 
move all 2 185 kg of it (that’s a dry weight fi gure) to 
100 km/h in an amazing 4,1 seconds. Planting your 

foot fl at from a standstill on an open road opens 
your eyes wide as it accelerates in the manner of an 
over-powered jet aircraft , with the laws of physics 
seemingly non-applicable in this case.

I would like to try the base S 500, with soft er 
suspensions than the AMG models I sampled last 
week, as I anticipate that a slightly soft er ride, and 
less emphasis on air-scoops, big wheels and a lower 
ride height, and the like, will perfectly comple-
ment all the grace and elegance of this beautiful 
body shape. ■

Audi S1 Coupe and Sportback

Merc’s S-Class Coupe for High-End Earners Only

The S-Class Coupe has a superb profi le. This is the S 500 version, which was 
announced but not immediately available at last week’s launch.

S1 Sportback is more practical than the 
coupe, but still stylish.
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Stuart’s Drives

BY STUART JOHNSTON

Without going to the expense of re-designing and 
tooling up for new body panels, Mitsubishi has 
freshened its quietly-popular ASX SUV for the 2015 
model year. Th e changes aren’t huge, but subtle 
trim changes have made the ASX smarter and more 
modern-looking, and the car is much more stand-
out than previously.

Chief amongst these changes are chrome-
trimmed headlights, black roof rails, tinted win-
dows and emergency stop signal brake lights on 
all models.

More noticeably, the GLX and GLS models get 
eye-catching LED daylight running lights, new fog 
lamp surrounds and, making the biggest visual im-
pact, new 17-inch alloy wheels fi nished in an attrac-
tive design in polished alloy and black. In addition 

to this, Mitsubishi 
has added a vibey 
new colour called 
Lightning Blue to 
its colour range.

O t h e r w i s e , 
it’s much the same 
tune for the ASX, 
which was intro-
duced in 2011 and 
has been quietly 
building a loyal 
and increasing fan-base in this country. One 
of the reasons for this is that, thanks to the yen 
weakening, the ASX is well-priced, with the base 
model coming in at R299 900. Th e most expensive 
model in the fi ve model range is the 2,0 GLS CVT, 
at R364  900. And incidentally, the CVT gearbox 
has been up-graded, although journos attending 
the evening launch function in Johannesburg in 
mid-January were only able to drive the new fi ve-
speed manual model. All ASXs, incidentally, are 
front-wheel-drive.

Th is chance to reacquaint ourselves with the 
ASX reminded us that in this price bracket you are 
getting good value for money in terms of equip-
ment, build quality and performance. And the ASX 
comes with a fi ve-year/90 000 km service plan and 
a three-year/100 000 km warranty, with service in-
tervals at 15 000 km.

All models use a two-litre naturally aspirated 
petrol engine rated at 110 kW and 197 Nm. Th is 
approach obviously simplifi es the procurement of 
spare parts for the range. ■

Enhanced Trim Freshens 
Mitsubishi’s ASX

BY STUART JOHNSTON

Th e revamp of Chery’s signature small SUV, the 
Tiggo, is a lot more than skin deep, even though 
there have been extensive styling revisions to this 
little Chinese-built on-roader which enjoys some 
dirt road capability.

A new engine is the most signifi cant change, 
and the 1,6-litre DVVT petrol engine with multi-
valve induction is rated at 93 kW.

Th e front and rear ends of the new Tiggo have 
a much more rounded appearance, and gone is the 
dated black underside paint, replaced by body col-
our top to bottom. Th e exception to this is an attrac-
tive black surround to the lower intake area, which 
is quite smart and purposeful looking.

Unusually the tailgate opening includes a 
cut-line through the rear bumper, so when you 
load the luggage area, the central bumper-section 
swings out with the tailgate. Th e only unusual styl-
ing feature is that the rear valance section seems to 
extend far deeper than it does on rival small SUVs. 
Otherwise, you could park it next to a Nissan or 
a Honda or a Toyota and it wouldn’t look too out 
of place.

A surprising feature of this week’s launch drive 
in the Delmas-Cullinan area in Gauteng was the 
way the Tiggo handled seriously rough dirt roads. 
Aft er being less than impressed with the on-road 
accuracy of steering and suspension control – it’s 
not bad, just a little unsettled – we tackled some dirt 
roads with very poor surfaces at high speeds, as we 
were late for the lunch stop.

Th e Tiggo amazed me the way it soaked up ruts 
and potholes without the suspension ever bottom-
ing out, leading me to remark at lunch that the ride 
was better on dirt than on tar!

Quite seriously, if you have to traverse poor, rip-
pled dirt roads on a regular basis, this is defi nitely a 
car worth considering, especially at the price (there 
is only one model) of R229 900. Th e body-shell was 
also rattle-free aft er taking a particular pounding 
aft er our high-speed dirt sojourn!

I do feel that when fully laden with fi ve adults 
and their luggage the engine might battle to hold 
decent cruising speeds uphill on the Reef. At least 
without a down-shift  to fourth. But otherwise, if 
you ignore the slight notchiness of the gear-change 
action, it should be easy to live with, as it off ers an 
impressive 827 litres of luggage space, and plenty of 
comfort features.

On the safety front there are two airbags 
and ABS braking, electronic brake distribution 
(EBD) and electronic stability program (ESP) or 
skid control). It comes with a three-year/75 000 
km service plan and a fi ve-year/120 000 km war-
ranty, with roadside assistance. Not a bad deal for 
a reasonable-looking small SUV with a price tag of 
under R230 000. ■

The front-end is crisper, more purposeful after the facelift. Revised 
rear end has given the ASX a neater appearance. The revised rear 
end has given the ASX a neater appearance.

Good looking new Tiggo can cut 
it, visually, in more expensive small 
SUV company.

Chery’s Radically Revamped Tiggo
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TOP 5 PASSENGER CAR MARKET BY TYPE FOR 2014

SEGMENT TYPE 2014 SHARE 2013 SHARE

ENTRY CARS

VW POLO Vivo 
Hatch/Sedan

34 662 7.9% 35 041 7.8%

TOYOTA Etios 18 661 4.2% 24 367 5.4%

FORD Figo 13 937 3.2% 15 254 3.4%

CHEV Spark 8 307 1.9% 6 519 1.4%

HYUNDAI 
Grand i10

7 396 1.7% 0 0.0%

ENTRY CARS TOTAL 116 897 26.6% 120 335 26.7%

SUB-SMALL

VW Polo 25 737 5.9% 22 499 5.0%

HYUNDAI i20 10 462 2.4% 15 385 3.4%

FORD Fiesta 8 516 1.9% 8 438 1.9%

KIA Rio 7 012 1.6% 7 869 1.7%

RENAULT 
Clio IV

5 993 1.4% 3 986 0.9%

SUB-SMALL TOTAL 82 327 18.7% 87 973 19.5%

SMALL

TOYOTA Corolla 11 220 2.6% 12 412 2.8%

TOYOTA Corolla 
Quest

7 976 1.8% 2 0.0%

VW Golf 7 7 576 1.7% 6 834 1.5%

BMW 1-Series 4 447 1.0% 5 252 1.2%

MERCEDES 
A-Class

3 765 0.9% 2 361 0.5%

SMALL TOTAL 78 895 18.0% 80 268 17.8%

MEDIUM

MERCEDES 
C-Class

13 998 3.2% 12 565 2.8%

BMW 3-Series 10 859 2.5% 12 116 2.7%

AUDI A4 5 021 1.1% 6 261 1.4%

BMW 4-Series 1 945 0.4% 294 0.1%

LEXUS ES 516 0.1% 90 0.0%

MEDIUM TOTAL 34 428 7.8% 34 442 7.6%

LARGE

MERCEDES 
E-Class

2 112 0.5% 1 767 0.4%

BMW 5-Series 1 047 0.2% 1 791 0.4%

AUDI A5 
Sportback

665 0.2% 807 0.2%

JAGUAR XF 625 0.1% 752 0.2%

VOLVO S60 578 0.1% 633 0.1%

LARGE TOTAL 6 571 1.5% 8 024 1.8%

LUXURY

MERCEDES 
S-Class

510 0.1% 127 0.0%

BMW 6-Series 283 0.1% 344 0.1%

MERCEDES 
CLS

186 0.0% 193 0.0%

BMW 7-Series 141 0.0% 143 0.0%

TOP 5 PASSENGER CAR MARKET BY TYPE FOR 2014

SEGMENT TYPE 2014 SHARE 2013 SHARE

LUXURY
PORSCHE 
Panamera

124 0.0% 190 0.0%

LUXURY TOTAL 1 428 0.3% 1 227 0.3%

MPV

TOYOTA Avanza 5084 1.2% 5215 1.2%

MERCEDES 
B-Class

2002 0.5% 2109 0.5%

HYUNDAI H1 1409 0.3% 1756 0.4%

VW T5 Kombi 859 0.2% 1102 0.2%

SUZUKI Ertiga 475 0.1% 0 0.0%

MPV TOTAL 13 397 3.0% 14 717 3.3%

SUV

TOYOTA 
Fortuner

10 088 2.3% 10 893 2.4%

HYUNDAI iX35 7 851 1.8% 5 568 1.2%

TOYOTA RAV 5 012 1.1% 3 269 0.7%

RENAULT 
Duster

4 439 1.0% 1261 0.3%

FORD Kuga 4 151 0.9% 3 631 0.8%

SUV TOTAL 74 779 17.0% 74 042 16.4%

SPORT AND 
EXOTICS

TOYOTA 86 379 0.1% 711 0.2%

JAGUAR F-Type 264 0.1% 227 0.1%

MERCEDES 
SLK

210 0.0% 300 0.1%

AUDI TT 127 0.0% 184 0.0%

PORSCHE 911 124 0.0% 439 0.1%

SPORT AND EXOTICS TOTAL 1 630 0.4% 3 149 0.7%

CROSSOVER

FORD EcoSport 7 674 1.7% 2 585 0.6%

NISSAN 
Qashqai

3 736 0.9% 3 183 0.7%

JEEP Compass 2 338 0.5% 2 369 0.5%

NISSAN Juke 2 305 0.5% 4 408 1.0%

AUDI Q3 1 759 0.4% 2 035 0.5%

CROSSOVER TOTAL 28 912 6.6% 26 119 5.8%

GRAND TOTAL 439 264 450 296

South African Vehicle Sales Figures at the End of December 2014

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

The Polo Vivo was the top selling car range in SA in 2014, selling 
34 662 units
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 TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR 2014 

MANUFACTURER TYPE 2014 SHARE 2013 SHARE

VOLKSWAGEN SA

VW POLO Vivo 
Hatch/Sedan

34 662 7.9% 35 041 7.8%

VW Polo 25 737 5.9% 22 499 5.0%

VW Golf 7 7 576 1.7% 6 834 1.5%

AUDI A4 5 021 1.1% 6 261 1.4%

VW Tiguan 3 464 0.8% 4 095 0.9%

VOLKSWAGEN GROUP SA TOTAL 100 468 22.9% 102 964 22.9%

TOYOTA

TOYOTA Etios 18 661 4.2% 24 367 5.4%

TOYOTA Corolla 11 220 2.6% 12 412 2.8%

TOYOTA 
Fortuner

10 088 2.3% 10 893 2.4%

TOYOTA Corolla 
Quest

7 976 1.8% 2 0.0%

TOYOTA Avanza 5 084 1.2% 5 215 1.2%

TOYOTA TOTAL 67997 15.5% 68213 15.1%

AMH

HYUNDAI i20 10 462 2.4% 15 385 3.4%

HYUNDAI iX35 7 851 1.8% 5 568 1.2%

HYUNDAI 
Grand i10

7 396 1.7% 0 0.0%

KIA Rio 7 012 1.6% 7 869 1.7%

HYUNDAI i10 6 252 1.4% 10 679 2.4%

AMH TOTAL 59 355 13.5% 66 596 14.8%

FMC

FORD Figo 13 937 3.2% 15 254 3.4%

FORD Fiesta 8 516 1.9% 8 438 1.9%

FORD EcoSport 7 674 1.7% 2 585 0.6%

FORD Kuga 4 151 0.9% 3 631 0.8%

FORD Ikon 3 310 0.8% 1 298 0.3%

FMC TOTAL 42 400 9.7% 40 897 9.1%

MERCEDES-BENZ 
SA

MERCEDES 
C-Class

13 998 3.2% 12 565 2.8%

MERCEDES 
A-Class

3 765 0.9% 2 361 0.5%

MERCEDES 
E-Class

2 112 0.5% 1 767 0.4%

MERCEDES 
B-Class

2 002 0.5% 2 109 0.5%

MERCEDES 
M-Class

1835 0.4% 1 972 0.4%

MERCEDES-BENZ SA TOTAL 29 053 6.6% 23 615 5.2%

BMW GROUP

BMW 3-Series 10 859 2.5% 12 116 2.7%

BMW 1-Series 4 447 1.0% 5 252 1.2%

BMW X5 1 993 0.5% 1 249 0.3%

BMW 4-Series 1 945 0.4% 294 0.1%

BMW X3 1 698 0.4% 2 021 0.4%

BMW GROUP TOTAL 26 647 6.1% 27 671 6.1%

GMSA/ISUZU 
TRUCKS

CHEV Spark 8 307 1.9% 6 519 1.4%

CHEV Aveo 4 110 0.9% 3 415 0.8%

CHEV Cruze 3 053 0.7% 5 240 1.2%

CHEV Sonic 2 494 0.6% 2 755 0.6%

OPEL Corsa 1 916 0.4% 1 368 0.3%

GMSA TOTAL 25 217 5.7% 25 931 5.8%

 TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR 2014 

MANUFACTURER TYPE 2014 SHARE 2013 SHARE

RENAULT

RENAULT 
Clio IV

5 993 1.4% 3 986 0.9%

RENAULT 
Duster

4 439 1.0% 1 261 0.3%

RENAULT 
Sandero II

4 339 1.0% 0 0.0%

RENAULT 
Sandero

2 481 0.6% 4 938 1.1%

RENAULT 
Megane III

715 0.2% 1 078 0.2%

RENAULT TOTAL 18 566 4.2% 12 107 2.7%

NISSAN

NISSAN 
Qashqai

3 736 0.9% 3 183 0.7%

NISSAN Almera 2 977 0.7% 1 949 0.4%

NISSAN Micra 2 320 0.5% 4 434 1.0%

NISSAN Juke 2 305 0.5% 4 408 1.0%

NISSAN X-Trail 1 693 0.4% 1 654 0.4%

NISSAN TOTAL 17 725 4.0% 19 490 4.3%

HONDA

HONDA Brio 3 478 0.8% 3 608 0.8%

HONDA CR-V 2 027 0.5% 2 624 0.6%

HONDA Ballade 1 871 0.4% 1 822 0.4%

HONDA Jazz 1 373 0.3% 3 053 0.7%

HONDA Civic 850 0.2% 1 453 0.3%

HONDA TOTAL 10 169 2.3% 12 904 2.9%

CHRYSLER SA

JEEP Grand 
Cherokee

2 453 0.6% 2 470 0.5%

JEEP Compass 2 338 0.5% 2 369 0.5%

JEEP Wrangler 1 539 0.4% 1 652 0.4%

DODGE 
Journey

832 0.2% 1 304 0.3%

JEEP Cherokee 643 0.1% 277 0.1%

CHRYSLER SA TOTAL 8 641 2.0% 9 268 2.1%

JAGUAR LAND 
ROVER

L-R Discovery 4 1 999 0.5% 2 597 0.6%

L-R Range 
Rover Evoque

1 590 0.4% 2 192 0.5%

L-R Range 
Rover Sport

1410 0.3% 725 0.2%

JAGUAR XF 625 0.1% 752 0.2%

L-R Freelander 2 529 0.1% 954 0.2%

JAGUAR LAND ROVER TOTAL 6 782 1.5% 8 003 1.8%

SUZUKI

SUZUKI Swift 2 604 0.6% 1 467 0.3%

SUZUKI Alto 1 274 0.3% 1 262 0.3%

SUZUKI Jimny 920 0.2% 991 0.2%

SUZUKI SX4 634 0.1% 604 0.1%

SUZUKI Ertiga 475 0.1% 0 0.0%

SUZUKI TOTAL 6 402 1.5% 4 865 1.1%

MITSUBISHI 
MOTORS

MITSUBISHI 
ASX

1 311 0.3% 1 792 0.4%

MITSUBISHI 
Pajero Sport

875 0.2% 504 0.1%

MITSUBISHI 
Mirage

726 0.2% 0 0.0%

MITSUBISHI 
Pajero

563 0.1% 566 0.1%

MITSUBISHI 
Outlander

118 0.0% 84 0.0%

MITSUBISHI MOTORS SA TOTAL 3 665 0.8% 3 030 0.7%

continued on next page 

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

 TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR 2014 

MANUFACTURER TYPE 2014 SHARE 2013 SHARE

PCSA

PEUGEOT 208 952 0.2% 1731 0.4%

PEUGEOT 107 754 0.2% 958 0.2%

PEUGEOT 2008 259 0.1% 1 0.0%

CITROEN C1 245 0.1% 386 0.1%

CITROEN C3 158 0.0% 190 0.0%

PCSA TOTAL 2 968 0.7% 5 179 1.2%

VOLVO CARS

VOLVO V40 1091 0.2% 930 0.2%

VOLVO XC60 671 0.2% 610 0.1%

VOLVO S60 578 0.1% 633 0.1%

VOLVO V40 CC 349 0.1% 311 0.1%

VOLVO XC90 104 0.0% 111 0.0%

VOLVO CARS TOTAL 2 863 0.7% 2 876 0.6%

FIAT GROUP

FIAT 500 1 072 0.2% 1 536 0.3%

FIAT 500L 389 0.1% 66 0.0%

FIAT Punto 284 0.1% 1 498 0.3%

ALFA Giulietta 217 0.0% 357 0.1%

FIAT Panda 153 0.0% 201 0.0%

FIAT GROUP TOTAL 2 484 0.6% 4 023 0.9%

AAD

CHERY QQ3 521 0.1% 1151 0.3%

CHERY J2 362 0.1% 241 0.1%

CHERY Tiggo 333 0.1% 587 0.1%

CHERY J3 58 0.0% 56 0.0%

CHERY J5 17 0.0% 7 0.0%

AAD TOTAL 1 297 0.3% 2 061 0.5%

SUBARU

SUBARU 
Forester

673 0.2% 626 0.1%

SUBARU XV 298 0.1% 282 0.1%

SUBARU 
Outback

147 0.0% 87 0.0%

SUBARU WRX 137 0.0% 64 0.0%

SUBARU 
Legacy

6 0.0% 7 0.0%

SUBARU TOTAL 1 263 0.3% 1 153 0.3%

PORSCHE

PORSCHE 
Cayenne

410 0.1% 1 266 0.3%

PORSCHE 
Macan

345 0.1% 0 0.0%

PORSCHE 
Panamera

124 0.0% 190 0.0%

PORSCHE 911 124 0.0% 439 0.1%

PORSCHE 
Boxster

82 0.0% 336 0.1%

PORSCHE TOTAL 1 145 0.3% 2 436 0.5%

MAHINDRA

MAHINDRA 
XUV

728 0.2% 838 0.2%

MAHINDRA 
Xylo

137 0.0% 228 0.1%

MAHINDRA 
Quanto

125 0.0% 15 0.0%

SSANGYONG 
Korando

90 0.0% 182 0.0%

MAHINDRA 
Scorpio

38 0.0% 135 0.0%

MAHINDRA TOTAL 1 133 0.3% 1 434 0.3%

 TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR 2014 

MANUFACTURER TYPE 2014 SHARE 2013 SHARE

MAZDA SA
PCSA

MAZDA 3 516 0.1% 0 0.0%

MAZDA CX-5 323 0.1% 0 0.0%

MAZDA 2 100 0.0% 0 0.0%

MAZDA 6 59 0.0% 0 0.0%

MAZDA 5 21 0.0% 0 0.0%

MAZDA SA TOTAL 1 025 0.2% 0 0.0%

GWMSA TOTAL

GWM H5 269 0.1% 712 0.2%

GWM C20R 194 0.0% 152 0.0%

GWM M4 165 0.0% 0 0.0%

GWM H6 158 0.0% 8 0.0%

GWM C10 109 0.0% 440 0.1%

GWMSA TOTAL 1 004 0.2% 1 483 0.3%

TATA

TATA B-Line 671 0.2% 2935 0.7%

TATA Indica 
Vista

106 0.0% 670 0.1%

TATA Manza 104 0.0% 261 0.1%

TATA Aria 3 0.0% 0 0.0%

TATA Indica 3 0.0% 54 0.0%

TATA TOTAL 887 0.2% 3921 0.9%

FERRARI

FERRARI 458 
Speciale

21 0.0% 0 0.0%

FERRARI 458 
Spider

20 0.0% 41 0.0%

FERRARI F12 15 0.0% 18 0.0%

FERRARI 
California

14 0.0% 29 0.0%

FERRARI 458 
Italia

8 0.0% 25 0.0%

FERRARI TOTAL 82 0.0% 125 0.0%

MASERATI

MASERATI 
Quattroporte

11 0.0% 5 0.0%

MASERATI 
GranTurismo

10 0.0% 23 0.0%

MASERATI 
GranCabrio

5 0.0% 23 0.0%

MASERATI TOTAL 26 0.0% 51 0.0%

GRAND TOTAL 439 264 100.0% 450 296 100.0%

TOP 5 SELLING PASSENGER CARS FOR 2014

TYPE 2014 2014 SHARE

VW Polo Vivo Hatch/Sedan 26 695 6.1%

VW Polo 25 737 5.9%

TOYOTA Etios 18 661 4.2%

MERCEDES C-Class 13 998 3.2%

FORD Figo 13 937 3.2%

439 264

TOP 5 SELLING LIGHT COMMERCIAL VEHICLES FOR 2014

TYPE 2014 2014 SHARE

TOYOTA Hilux 37 562 21.6%

FORD Ranger 28 734 16.5%

NISSAN NP200 17 412 10.0%

CHEV Utility 15 933 9.2%

ISUZU KB 15 491 8.9%

173 689



Subscribe for free @
www.autolive.co.za Page 21

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

TOP 5 LIGHT COMMERCIAL VEHICLE MARKET BY TYPE FOR 2014

NAAMSA 
STANDARD

TYPE 2014 SHARE 2013 SHARE

SUB ONE-TON

NISSAN NP200 17 412 10.0% 15 836 9.4%

CHEV Utility 15 933 9.2% 17 546 10.4%

DAIHATSU 
Gran Max

1053 0.6% 944 0.6%

CHEV Corsa 
Utility

0 0.0% 4 0.0%

CHEV Lumina 
UTE

0 0.0% 105 0.1%

SUB ONE-TON TOTAL 34 398 19.8% 34 436 20.5%

ABOVE ONE-TON 
DCAB

FORD Ranger 15 555 9.0% 10759 6.4%

TOYOTA Hilux 13 913 8.0% 14 289 8.5%

ISUZU KB 5 167 3.0% 4 573 2.7%

VW Amarok 3 259 1.9% 3 617 2.2%

NISSAN NP300 
Hardbody

1 537 0.9% 2 391 1.4%

ABOVE ONE-TON DCAB TOTAL 46 484 26.8% 44 741 26.6%

ABOVE ONE-TON 
SCAB

TOYOTA Hilux 19 851 11.4% 19 424 11.6%

FORD Ranger 8 941 5.1% 5 826 3.5%

ISUZU KB 8 121 4.7% 8 155 4.9%

NISSAN NP300 
Hardbody

5 461 3.1% 5 689 3.4%

HYUNDAI H100 
Bakkie

3 972 2.3% 4 045 2.4%

ABOVE ONE-TON SCAB TOTAL 58576 33.7% 57166 34.0%

ABOVE ONE-TON 
XCAB

FORD Ranger 4 238 2.4% 3 309 2.0%

TOYOTA Hilux 3 798 2.2% 3 782 2.3%

ISUZU KB 2 203 1.3% 1 581 0.9%

MAZDA BT-50 909 0.5% 1 040 0.6%

NISSAN Navara 223 0.1% 388 0.2%

ABOVE ONE-TON XCAB TOTAL 11 460 6.6% 10 220 6.1%

MINIBUS

TOYOTA 
Quantum

13 697 7.9% 12 916 7.7%

NISSAN NV350 
Taxi

13 33 0.8% 0 0.0%

FORD Tourneo 
Custom

695 0.4% 554 0.3%

VW Caddy 578 0.3% 648 0.4%

VW T5 
Transporter 
Cr-Bus

338 0.2% 408 0.2%

MINIBUS TOTAL 17080 9.8% 14 845 8.8%

PANEL VAN

VW Caddy 1 233 0.7% 1 547 0.9%

CHEV Spark 793 0.5% 675 0.4%

TOYOTA 
Quantum

672 0.4% 919 0.5%

NISSAN NV200 511 0.3% 404 0.2%

FORD Transit 
Custom

504 0.3% 476 0.3%

PANEL VAN TOTAL 5 691 3.3% 6 588 3.9%

GRAND TOTAL 173 689 100.0% 167 996 100.0%

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

MANUFACTURER CATEGORY 2014 SHARE

MERCEDES-BENZ SA

MCV 2 357 7.5%

HCV 711 2.3%

XHV 4 314 13.7%

BUS 232 0.7%

MERCEDES-BENZ SA TOTAL 7 614 24.1%

GMSA/ISUZU TRUCKS

MCV 2 300 7.3%

HCV 1 279 4.1%

XHV 458 1.5%

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

MANUFACTURER CATEGORY 2014 SHARE

GMSA/ISUZU TRUCKS BUS 13 0.0%

GMSA TOTAL 4 050 12.8%

TOYOTA

MCV 2 278 7.2%

HCV 1156 3.7%

XHV 410 1.3%

TOYOTA TOTAL 3 844 12.2%

UD TRUCKS

MCV 657 2.1%

HCV 1 311 4.2%

XHV 1 397 4.4%

UD TRUCKS TOTAL 3 365 10.7%

MAN

HCV 124 0.4%

XHV 1 441 4.6%

BUS 498 1.6%

MAN TOTAL 2 063 6.5%

VOLVO TRUCKS
XHV 2 011 6.4%

BUS 50 0.2%

VOLVO TRUCKS TOTAL 2 061 6.5%

SCANIA
XHV 1 796 5.7%

BUS 235 0.7%

SCANIA TOTAL 2 031 6.4%

IVECO

MCV 841 2.7%

HCV 102 0.3%

XHV 457 1.4%

BUS 44 0.1%

IVECO TOTAL 1 444 4.6%

TATA

MCV 526 1.7%

HCV 509 1.6%

XHV 229 0.7%

BUS 115 0.4%

TATA TOTAL 1 379 4.4%

VOLKSWAGEN GROUP SA MCV 1 165 3.7%

VOLKSWAGEN GROUP SA TOTAL 1 165 3.7%

FAW

MCV 22 0.1%

HCV 245 0.8%

XHV 315 1.0%

FAW TOTAL 582 1.8%

POWERSTAR
HCV 4 0.0%

XHV 469 1.5%

POWERSTAR TOTAL 473 1.5%

AMH MCV 297 0.9%

AMH TOTAL 297 0.9%

RENAULT TRUCKS XHV 296 0.9%

RENAULT TRUCKS TOTAL 296 0.9%

BABCOCK
HCV 0 0.0%

XHV 247 0.8%

BABCOCK TOTAL 247 0.8%

JMC MCV 196 0.6%

JMC TOTAL 196 0.6%

FIAT GROUP MCV 161 0.5%

FIAT GROUP TOTAL 161 0.5%

PCSA MCV 124 0.4%

PCSA TOTAL 124 0.4%

FMC MCV 93 0.3%

FMC TOTAL 93 0.3%

VOLVO BUS BUS 59 0.2%

VOLVO BUS TOTAL 59 0.2%

VDL BUS & COACH SA BUS 7 0.0%

VDL BUS & COACH SA TOTAL 7 0.0%

NC2 TRUCKS SA XHV 0 0.0%

NC2 TRUCKS TOTAL 0 0.0%

GRAND TOTAL 31 551 100.0%
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Volkswagen Likely to 
Assemble in Nigeria

It seems Volkswagen could begin assembling vehi-
cles in Nigeria as early as this year according to ar-
ticles in Automotive News and StarAfrica. Th e op-
eration will be a joint venture with the Dubai-based 
conglomerate the Stallion Group,

Th e Stallion Group is the distributor of a vast 
number of automotive brands in Nigeria, includ-
ing, Volkswagen, Audi, Skoda, Porsche, Honda, 
Hyundai, Mahindra, Ashok Leyland, Foton, 
SsangYong and Nissan as well as products such as 
tyres, batteries and lubricants. It also assembles 
and sells Volvo trucks and construction equip-
ment. Stallion is already partnering Nissan in 
local assembly.

Volkswagen is likely to start its assembly op-
erations with the Amarok pick-up, CC and Jetta 
to be followed later by the Tiguan SUV, Passat and 
selected other models according to StarAfrica. 
Assembly in Nigeria would mark the fi rst produc-
tion of vehicles on the African continent outside 
South Africa by Volkswagen, which currently op-
erates 107 factories globally.

Last year the French PSA Group started low 
volume assembly of its budget-priced Peugeot 
301 sedan at a plant operated by PAN in Nigeria. 
Kia has already announced a joint venture to 
build an assembly plant with its distributor Dana 
Motors, while Toyota, which dominates sales in 
this West African country, is also considering lo-
cal assembly in Nigeria, as is Ford, following the 
introduction of a new automotive incentive policy 
last year.

Nigeria is Africa’s most populous nation with 
about 170 million people and claims to have the 

continent’s largest economy making it an ideal tar-
get for companies wishing to expand into the grow-
ing African vehicle market. ■

Motor Group to Invest in Egypt

Th e Ghabbour Group (GB Auto) has announced 
a programme to invest US$1,5-billion in building 
two new vehicle assembly plants in Egypt, which 
is seen as a vote of confi dence in the country’s po-
litical stability and potential for growth. Th e GB 
Group is also looking at export opportunities into 
East Africa.

GM Auto is Egypt’s biggest listed distributor 
of motorcycles and three-wheel tuk-tuks made by 
India’s Bajaj. Th e latest investment dwarfs its most 
recent investment which was to invest US$40-
million in expanding production capacity in 2010.

GB Auto is the sole distributor in Egypt for 
Hyundai, Mazda and Geely passenger cars and also 

distributes Volvo trucks, buses and construction 
equipment and Mitsubishi Fuso trucks.

One of the plants, located in Suez, will have ca-
pacity to assemble 100 000 motorcycles and 100 000 
tuk-tuks a year. ■

Export Sales into Africa Take a Tumble

Th e number of built-up vehicles exported from 
South Africa to other African countries took a tum-
ble of almost 22% in 2014 when compared to 2013, 
going from exports of 7 887 in 2013 to 61 593 units 
last year.

Toyota South Africa Motors (TSAM) continues 
to be the pace-setter in terms of sales into Africa 
with a 50% share (30  839 units) in 2013, but this 
was 47% down in volume terms, with penetration 
in 2013 having been 62%. Second place was fi lled by 
Nissan with 13 463, ahead of a hard-charging Ford 
at 12  472 and GMSA/Isuzu Trucks SA a distant 
fourth with 2  068 units exported. Th en followed 
Chrysler on 408 and UD Trucks with 182.

Th e leading destinations for vehicles from SA in 
2014, with sales of more than 1 000 vehicles during 
the year, were: Algeria 15 356, Nigeria 10 401, Angola 
7 677, Mozambique 4 732, Zambia 3 738, Zimbabwe 
3 463, Kenya 3 311, Ghana 1 976, Mauritius 1 585, 
Tanzania 1 427, Gabon 1 036, Ethiopia 1 017.

Toyota was dominant in Algeria where it sold 
8 232 units to the 6 496 of Nissan, Nigeria where it 
sold 8 722 units to the 1 035 of Nissan and 594 of 
Ford and in Kenya, where it shipped 2 245 units to 
the 362 of Nissan and 361 of Ford.

However, Toyota only pipped Ford (1 336 Units) 
by 129 units in Mozambique, while Ford with 5 414 
sales was top of the list in Angola with Toyota sec-
ond on 1  598 units. Nissan was top exporter into 
Zimbabwe with 876 units to the 805 of GMSA/
Isuzu Trucks SA, 671 of Toyota and 660 of Ford. ■

* Sales fi gures provided by Lightstone Auto

The Amarok one-ton pick-up, which has been a slow seller since its arrival in SA, is 
expected to be one of the fi rst models to be assembled by Volkswagen in Nigeria. (The 
Amaroks sold in SA are built in Argentina).

The built-in-South-Africa Hilux pick-up remains the backbone of Toyota’s dominant 
exports into Africa.
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Classics Out and About as Seen by Stuart Johnston

The Maluti Motor Show takes place on March 14 in Bethlehem. 
Here’s Model T owner Emil Kuschke and AutoLive’s Johnston at 
last year’s event. Photograph by Stuart Johnston

A Rover Vitesse from the very early 1980s. They were built here 
by the Leyland plant in Blackheath, Cape, a bold last stand for 
the Rover marque in SA. Photograph by Stuart Johnston

Opel’s RAK2 
from 1928, 
used 24 solid 
propellant 
rockets to attain 
230 kmh. This 
re-creation is 
in the Speyer 
Museum in 
Germany. 
Photograph by

Stuart Johnston

The resurrection of Triumph since the late 1990s has been truly 
amazing, enabling the company to produce this massive 2,3-litre, 
in-line triple known as the Rocket 3, a name used on a late 1960s 
BSA. Photograph by Stuart Johnston

The fi rst DKWs to appear in South Africa were in fact two-cylinder 
two-strokes like this tourer, and carried the Auto Union badge 
which today is the four-rings symbol owned b Audi. Photograph by 

Stuart Johnston

Left: Bethlehem is Big Sky Country. You can see why, as 
background to this magnifi cent Fairmont GT snapped at last year’s 
Maulti Motor Show. Photograph by Stuart Johnston
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BY STUART JOHNSTON

Late last year when every sensible person was either 
lying on the beach at Th e Wilderness or laying low 
dreaming in Jo’burg, which was what I was do-
ing, the call came. Present yourself at the Imperial 
Collection sometime aft er 9 am and you could take 
delivery of a Lamborghini Huracan, the latest “mid 
-level” supercar from the factory in Sant Agata.

I was still dreaming when I got there, but I 
needed to be sharp nevertheless. Aft er all, the 
Lambo sells for about R5-million, and last year a 
charming journalist colleague had trashed a Ferrari 
California when not paying attention and she was 
enmeshed in all sorts of monetary and social-media 
fall-out that gave her a huge knock on her Personal-
Journey Richter Scale.

Th e Imperial Collection. A Dream-like name 
too, appropriate for a stash of priceless artefacts 
gathered in a hallowed place of material worship. 
Th is is where the money people come to dream and 
if they have enough disposable zeroes on their debit 
cards, to play too.

My dream was to just hop into the car for a 
day, sign a document that would be appropriate for 
taking out a 20-year mortgage on a postage stamp 
house in Parkhurst, hop in, get briefed by the 
super-attentive salesman aft er swigging a quick 
espresso with the glamorous marketing lady, and 

then go pick up my sort-of brother-in-law, Piet, 
in Pretoria.

I was defi nitely still in dream land when I 
headed out down William Nichol to the N1, and 
there was this gorgeous young blond, all of 22 or 
something, smiling white teeth a me and hanging 
out of her boy-friend’s car, top billowing around 
her tanned torso, and snapping pictures of me. 
Th is doesn’t happen to me in reality, especially 
when the car she was hanging out of was a Maserati 
Quattroporte, a car for the rich, famous and beauti-
ful. What’s more, her boyfriend was giving me the 
thumbs up.

I couldn’t understand the pure joy on her face as she 
framed pic aft er pic of me – okay, the Huracan – 
on her i-Phone. And this went on and on, the way 
dreams do, as we geared down under bridges to 
make serious exhaust music in tandem, a shrill V8 
from Modena, and a barking great direct-injection 
V10 from just half an hour away in Northern Italy.

I bade them farewell as I peeled off  for the 
Stormvoel exit, feeling virile. It’s funny, in dreams 
oft en things go wrong at little juncture points, like 
the toll gate booth, but I happened to come up with 
just the right change, and head for old Piet’s spot.

He was outside in a fl ash. Th is being a dream, 
he didn’t have prior warning that I would be arriv-
ing in a Lamborghini, but he asked no questions, 
eased himself into the business-like cockpit of the 
Huracan, which now shows marked infl uences of 
its Audi parent company in terms of trim quality 
and fi t. “So let’s hit it china,” said Piet in his grav-
el voice. “Let’s look for a road where we can test 
this thing.”

I’m not sure if the road we eventually found ex-
ists in reality. Who can explain how our experien-
tial states overlap and interplay with one another? 
In my dream, we waited until there was no other 
traffi  c, then we dialled it up into the Sport setting, 
thunked back the paddle shift  for fi rst, and let rip. 
Th e Huracan weighs over 1 400 kg, so it took just 
over three seconds to reach 100 clicks, but fi ve sec-
onds later we were doing 200 km/h. Th en, ooh, it’s 
hard to say in a dream, maybe about another twenty 
seconds later we had passed the 300 km/h mark. It 
couldn’t have happened in reality, but Piet says the 
speedo reading was heading for 320 – about 5 km 
short of the car’s stated maximum of 325, when it 
began weaving ever so slightly. As if the road was 
uneven. Man this dream was getting too real!

I eased out the throttle, and Piet leaned across 
me with his phone to click off  a pic with the digi-
tal speedo reading 306 km/h. Me, I was looking 
up ahead at my future and hoping it was going to 
continue!

I handed the car back early, because I was so 
relieved I hadn’t even so much as scraped the nose 
spoiler, despite those speed bumps where Piet lives. 
Th e Lambo has a ride-height control for that, bril-
liant. Th en I wiped my hands on the pockets of my 
Old Khaki jeans. Hey, were your hands supposed to 
sweat in dreams too?

Where does fantasy begin and reality take over? 
I dunno, but it’s questions like these that the good 
folk at Imperial Collection deal with all the time. ■

Back Page
Supercar Dreams

I could have sworn the speedo was 
rerading 300!

Lambo dreaming

... A car for the rich, famous and 
beautiful. What’s more, her boyfriend 

was giving me the thumbs up.
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