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BY ROGER HOUGHTON

Toyota South Africa and service provider Eliance, 
a specialist IT company, have developed a mobile 
app, My Toyota, which was acknowledged as lead-
ing the way and a benchmark in the Toyota world 
at a global Toyota conference held in Los Angeles 
last year.

Th e app was launched in SA in November last 
year and already more than 10  000 people have 
registered to use it. Toyota South Africa is the only 
manufacturer in SA to off er a mobile app fully in-
tegrated with manufacturer and dealer systems, 
thereby off ering state-of-the-art functionality. It is 
easy to use, intuitive and simple to navigate.

“My Toyota is a customer friendly method of 
managing one’s overall Toyota Experience,” ex-
plained the General Manager of Service and Parts 
Operations at Toyota SA, John Th omson. “It is a 
response by the SA market leader for the past 35 
years to provide unparalleled levels of conveni-
ence to our customers.

“Th e MyToyota app has been designed to 
provide a platform for both Toyota owners and 
enthusiasts to have quick and direct access to all 
information and services related to their vehicle or 
vehicles as well as functionality to interface with 
Toyota Dealers, Toyota Financial Services and 
Toyota SA itself.

“It has major benefi ts in terms of aft er-sales 
interaction. Th e benefi t we have is that all our 
dealers have been using a Toyota SA’s Sales and 
Service Management system since 2007, giving us 
the benefi t of having a centralised customer and 
vehicle database. Th is centralised system provides 
us with up to date information on both customer 
and vehicle which signifi cantly adds to streamlin-
ing our operations.

Th e My Toyota app can be downloaded at 
no cost from the Google Play Store for Android 
devices and the Apple AppStore for IOS devices. 
(Search for “mytoyota”). Registration requires the 
following information: customer e-mail address, 
ID number and cellphone number, aft er which 
the customer will be sent a PIN via e-mail to log 

into the App. Th e My Toyota app will automati-
cally link existing vehicles to the customer profi le, 
based on the last known owner interaction with 
a dealer.

The MyToyota App offers the 
following functionality

Toyota owners Th e following functions are de-
signed specifi cally for Toyota owners to manage 
and monitor aspects of their ownership:
■ My Garage, displaying vehicle information 

and history, and allowing the allocation of 
drivers to vehicles.  

■ My Deals, showing transaction progress 
and history with the purchase of a vehicle.

■ Booking of services directly into Toyota’s 
Service Plus system, with immediate 
confi rmation.

■ Roadside Assistance request, using current 
location and easy one-touch submission to 
the AA.

TOYOTA SA’S MOBILE APP IS GLOBAL BENCHMARK

John Thomson, Toyota SA’s 
General Manager for Service 
and Parts Operations.Some screen grabs from the MyToyota site.
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 ■ Finance information, providing 
quick reference info on fi nance 
agreements with Toyota 
Financial Services.

 ■ Locate a Dealer,  providing a 
map with Toyota dealers in 
the vicinity with addresses and 
contact details.

 ■ Real-time Quotes on Genuine 
Extended Service Plans and 
Warranties.

Toyota enthusiasts and owners 
Th e MyToyota mobile app is also a 
useful reference for all things Toyota: 

 ■ Th e Showroom, showcasing the 
line-up of Toyota models in full 
detail

 ■ Toyota News, providing hot off  
the press news and information 
on Toyota

 ■ Toyota Zone, Toyota’s in-house 
publication can also be accessed 
from the app

 ■ Promotions,  with the latest 
off ers on Toyota vehicles and 
products

 ■ Booking of Test Drives with 
dealer in the vicinity

 ■ Applying for fi nance with 
Toyota Financial Services

Th e link to family and friends, found 
under Utilities, even allows real-time 
tracking if the necessary permission 
is given, while the Toyota used vehicle 
operation, Automark, can be accessed 
through MyToyota too.

In terms of the Consumer 
Protection Act the company has to 
inform customers when their war-
ranty or service plan is due to ex-
pire and the My Toyota app makes it 

simple for the customer to buy an ex-
tended warranty or service plan from 
his or her mobile.

Th e GM of Toyota SA’s Service 
and Parts Operations added that the 
Toyota new vehicle warranty had been 
upgraded to include some wear-and-
tear parts in line with the corporate 
objective of being a pace-setter in the 
local industry. Th e warranty now in-
cludes one set of shockabsorbers, brake 
disc skimming (once) and one clutch 
kit during the period of the warranty.

“We are very pleased with the 
My Toyota app we have launched, but 
this is far from the end of the road 
for this product and we will continu-
ally be looking at ways of further 
enhancing this off ering for the ben-
efi t of our customers in line with the 
company slogan of ‘Lead the Way’”, 
concluded Th omson. ■
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MY GARAGE
View all vehicles associated with the 
customer profi le, book a service and upload 
personalised picture of vehicle(s) 

VIEW
• Vehicle detail
• Estimated date of next service
• Warranty and Service Plan expiry dates
• Workshop interactions and invoice details

BOOK
• Vehicle detail
• Warranty and Service Plan expiry dates
• Workshop interactions
• Finance detail (if TFS)

INFO
• Update registration number and mileage 
• Update licence expiry date (manual or by 

scanning licence disk)
• Update insurance detail
• Assign designated main driver

MY PROFILE
View and update 
all personal 
information and 
contact detail

Select preferred 
dealer

Upload personalised 
picture
Set communication 
preferences

MAIN MENU

My Garage: Refer to Block B
Timeline: All historic interactions 
and transactions
Customer Care: All CCC, PSE and 
CCM communications
Roadside Assistance: Request 
assistance based on current 
location
My Deals: Current and historic 
vehicle purchase transactions
Promotions: Current offers
Showroom: New vehicle 
specifi cation and pricing
Toyota Finance: Refer to Block 2
Book a Service: Booking with 
date, time and tasks and drop-off 
details directly into Service Plus 
with SMS confi rmation
Book a Test Drive: Booking with 
preferred model, date and dealer
Locate Dealer: Shows dealers in 
vicinity based on current location, 
address, and telephone number
Automark: Link to website

Toyota Events:
Current and upcoming events
My Calendar:
Personal dairy with reminders
My People:
Link people to your profi le and 
assign to vehicle (if required), see 
their location
My Places:
Bookmark favourite locations on 
current location or own input
Subscriptions:
Latest Toyota Facebook, Twitter 
and News Feeds
Log Book:
Log trips from current location
Toyota Website:
Link to Website
Toyota Zone:
Link to Zone webpage

Service Plans:

Real-time quote for Service Plan 
Extension on any vehicle in My 
Garage or any other Toyota model

Maintenance Plans:

Real-time quote for Maintenance 
Plan upgrade on any vehicle in My 
Garage or any other Toyota model

Warranty:

Real-time quote for Warranty 
Extension on any vehicle in My 
Garage or any other Toyota model

Option to e-mail quote to user or 
send contact request to Innovation 
Group call centre

My Finance:
Overview of current TFS account 
(account number, settlement and 
instalment)

Finance Online:
Online fi nance application

Promotions:
Current TFS offers

Contact Me:
Query to TFS contact centre

Calculator:
Calculate repayment or 
affordability

Products and Services:
Insurance and fi nance products

MY TOYOTA TOYOTA FINANCE

DOWNLOAD AND REGISTRATION

UTILITIESTOYOTA FINANCE

MYTOYOTAMOBILE APPLICATION MIND MAP

TOYOTACARE UTILITIES

• App can be downloaded from Google Play Store for Android devices and Apple AppStore for iOS devices at no cost (search for “mytoyota”)
• Registration will require the following information:  Customer e-mail address, ID number, mobile telephone number
• Customer will be sent a PIN via e-mail to log into the app
• App will automatically link existing vehicles to customer profi le (based on last known owner on e-Toyota Plus/Service Plus)
• For vehicles not associated with customer, customer can link vehicle by entering VIN number (no access to vehicle ownership/service history)
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Editor’s Note
SMALL POPULATION BUT 
LOTS OF TALENT

South Africa may have 
a relatively small population 
but it remains a powerhouse 
in terms of sporting prowess 
in certain team events such as 
rugby and cricket as well as 
providing many talented men 
and women who compete in 
individual sports.

Motor sport and golf are 
the sports that jump to mind when one thinks of word class 
competitors taking part as individuals, while we have also 
had some outstanding tennis stars over the years too. Th e 
feats of many of our top golfers are well known but there are 
not many living in this country who know how successful 
we have been in a large variety of motorsport disciplines–on 
both two and four wheels–which has included winning many 
world titles.

Th is was brought to the fore last week with the announce-
ment of Kelvin van der Linde as the Bridgestone SAGMJ 
Motorsportsman of the Year for 2014 for his successes driving 
an Audi R8 to an important championship win in Europe.

However, he was only one on a list of 11 people, virtually 
all of whom would have been worthy winners of this award. 
Unfortunately we do not have the commercial or govern-
ment support to get our successful motorsports-men and 
-women onto the world stages of high profi le events such as 
Formula 1, World Endurance Championship, World Rally 
Championship or Motor GP. What a pity!

However, we should be grateful that the Kyalami race 
track has been saved from becoming a property develop-
ment and is to be upgraded signifi cantly in the near future, 
while entrepreneur Dezzi Gutzeit has been able to do what 
nobody else has done for decades in KwaZulu-Natal and 
that is to build a serious and permanent race track for cars 
and motorcycles.

I am sure these venues as well as the oldies such as 
Zwartkops, Aldo Scribante, Killarney, East London, Midvaal 
and Phakisa will ensure that South Africans continue to shine 
in the realm of motorsport and let’s hope one day one of them 
goes on to emulate Jody Scheckter with an F1 world title!

Roger Houghton,
Editor
houghtonr@mwebbiz.co.za

To advertise in  contact

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

WesBank Anticipates Positive 
Vehicle Sales in 2015

Despite an apparent slow start to new vehicle 
sales in January, WesBank anticipates indus-
try growth this year.

“Rental companies seem to be shift ing 
their replacement cycle to the second half of 
the year – as we saw in the last six months 
of 2014,” said Rudolf Mahoney, head of re-
search at WesBank. “Sales in the rental mar-
ket were down 11% at the start of 2014, but 
ended the year with double-digit growth.”

At a dealer level the drop is a mere 0.1%, 
year-on-year. “In December 2014 dealer sales 
increased by 10.5%, suggesting that con-
sumers brought forward their vehicle pur-
chases to avoid January’s annual car price 
 increases,” said Mahoney. 

WesBank’s Mobility Index indicates that the 
monthly mobility costs for consumers are 
lower now than at the same point in 2014. 
Th e Mobility Index tracks all of the associ-
ated costs for owning and operating a car, in-
cluding instalments, fuel, maintenance, and 
insurance. Compared to August 2014 con-
sumers are now paying R3.99 less, per litre, 
which equates to a saving of more than 28%.

“With interest rates remaining stable and 
manufacturer marketing incentives helping 
to drive sales the environment is conducive 
for marginal growth in the new vehicle mar-
ket,” said Mahoney. “However, consumers 
would do well to not budget against savings 
at the pumps. Should the rand weaken or oil 
prices increase monthly household budgets 
will be under even more stress.” ■

Standard Bank Sees 
Tough Year Ahead

2014 in review was a year of mixed results. 
On average the asset fi nance volumes were 
down, primarily driven off  the back of mac-
roeconomic trends. Th e business environ-
ment remains volatile and investment into 
operations, working assets or otherwise re-
mains a key area of concern for most busi-
ness entities and has been the same for the 
last three years.

2015 is set to be an even tougher year in 
the South African economy, despite lower oil 
prices and a rather stable outlook on interest 
rates, the ongoing stress on energy supply, 
industrial action and the depreciation of the 
Rand against major currencies remains a key 
concern for the average South African busi-
ness and this is so evident in the latest busi-
ness confi dence fi gures as at end of 2014.

“In perspective, any business reliant on 
the import of assets, for sale or production 
use, would have experienced a Rand depreci-
ated against the US Dollar, Euro and British 
Pound by 43%, 35% and 46% respectively, 
between January 2012 and December 2014,” 
says Standard Bank’s head of Vehicle and 
Asset Finance, Business, Toni Fritz.

“Taking all of the factors into account, 
we foresee that the business growth within 
the asset fi nance space is set to remain slug-
gish but with positive year on year growth. ■

Bankers’ Outlook

Rudolf Mahoney, Head of 
Research at WesBank..

Toni Fritz, Standard Bank’s 
Head of Vehicle and Asset 
Finance, Business.
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BY ROGER HOUGHTON

Th e thirst for knowledge in the automotive world 
is growing as complex new systems and technolo-
gies are introduced into today’s vehicles says Dereck 
Knight, who is responsible for Automotive Service 
Solutions customer marketing and training at 
Robert Bosch in SA.

Bosch is a company that has a long history in 
the South Africa and has been actively involved in 
training technicians since 1983 while the number 
of people being trained continues to grow, reach-
ing 1  900 a year at the last count. Th e number of 
and scope of courses available also continues to 
grow and this year the Bosch Technical Training 
Brochure includes 60 courses, ranging from fairly 
basic to very advanced, with the longest taking 
four days.

Th e impressive and very well-equipped 
training centre at the Bosch headquarters in 
Midrand, Gauteng, was opened in 1996. Th ere 
are smaller, satellite training facilities in Cape 
Town and Durban, while Knight and his team 
of four very experienced and multi-skilled train-
ers are also responsible for training throughout 
Sub-Saharan Africa.

Th e four trainers are: Sebastian Prinsloo, a 
master diesel technician who is the diesel special-
ist; Garth Petzer, who is qualifi ed in three trades, 
petrol and diesel technician and auto electrician 
and specialises in electronics, electrical systems, 
petrol and diesel management systems; relative 
newcomer to the team, Shimal Maharaj, an auto-
motive technician who is a fuel injection specialist 
and Gordon Jiles, a master technician and also fuel 
injection specialist.

Much of the training takes place in Midrand, 
but the trainers also go out to the various compa-
nies and countries to conduct off -site training ses-
sions. Th e general preference is for 12 trainees at a 
time, but the classes can go up to 16 people.

Initially all this specialised training was limited 
to Bosch technicians only, but for the past 12 years 
the opportunity has been extended to the independ-
ent aft ermarket. Th e 201 Bosch Service Centres in 
Sub-Saharan Africa still provide the bulk of the 
trainees, but there is increasing demand for train-
ing from the independent workshops.

Th ere is also a limited amount of specialised 
training conducted for OEMs, with all fees being 
very competitive and good value for money accord-
ing to Knight, who joined Bosch 19 years ago as 
a trainer.

Th e programme does not include basic or ap-
prentice training and this means there is no fi nan-
cial contribution from the Merseta; all costs are 

born by Bosch with fees being charged for the train-
ing on a per person/per day basis.

“Automotive technology is advancing and 
changing in leaps and bounds and we must make 
sure we stay right up to date,” comments the man 
responsible for Service training at Bosch. “Th is in-
volves regular trips to Germany by our trainers and 
sometimes experts from Robert Bosch in Germany 
come to South Africa to update us on developments. 
Importantly, we ‘South Africanise’ the local courses 
where necessary.”

Some of the courses result in certifi cation of the suc-
cessful participants and here the standards are very 
high, with a minimum pass rate of 70% for a quali-
fi cation such as a Bosch Diagnostic Technician. 
Th ere are also two exclusive seminars held annu-
ally with only three to four participants on each 
one. Th e focus of the seminars is split, being Bosch 
Diesel and Bosch Systems, with the successful par-
ticipants qualifying as master technicians.

Th e four specialist trainers at the Bosch head 
offi  ce also have another task and this is to provide 
answers to queries on the company hotline (0861 
377  800). Th is is done on a rotational basis. Th is 
team can provide most answers, but if they are 

stumped the can refer to a huge, international data-
base in Germany for assistance.

“Quality training for automotive technicians is 
vital these days to ensure jobs are performed cor-
rectly the fi rst time and there are no comebacks, 
while they are also uplift ing for the individuals con-
cerned,” concluded Bosch’s Dereck Knight.

For more information go to: www.bosch.co.za 
or contact your nearest Bosch Wholesaler or e-mail: 
rbsa.trainingreservations@za.bosch.com ■

Seb Prinsloo, one of the four specialist trainers at Robert Bosch, and his class of smiling 
trainees appear to be enjoying this session on diesel fuel injection technology at the 
Bosch head offi ce in Midrand.

Simplifying Automotive Technology–Bosch Training

“Automotive technology is 
advancing and changing in leaps 

and bounds and we must make 
sure we stay right up to date,”
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When you go to "get your eyes checked," there are a variety of eye care providers 
you might see. Ophthalmologists, optometrists and opticians all play an important 
role in providing eye care services to our members. 

 

Are the windows to 
your soul working like 
they should?  
Vision is so important in our daily life, in 
fact, in an unofficial survey 40% of South 
Africans worry about losing their eyesight 
over their ability to walk or hear. 

 
At Moto Health Care we know that taking care of your eyesight 
extends beyond spectacles and lenses. 

0861 329 800
www.motohealthcare.org.za

http://www.motohealthcare.org.za
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BOOK A SERVICE
BOOK YOUR VEHICLE’S NEXT SERVICE 
FROM YOUR PHONE AND RECEIVE 
INSTANT CONFIRMATION.

Download the                      APP to manage your Toyota Experience 
24 hours a day, 7 days a week

People

OBITUARIES

Peter Burroughes, a well known motoring jour-
nalist, who also worked in the local motor industry 
for several years, passed away last week at the age of 
71 aft er a long battle with cancer.

John Oxley, a prominent motoring editor in SA 
before he emigrated to New Zealand in 2007 has fond 
memories of Peter: “I fi rst met Peter Burroughes 42 
years ago when he was editor of Motoring Mirror 
magazine. We became friends then, and continue 
that friendship when he moved to Joburg as a senior 
account director working for Ford’s ad agency.

“Later he moved into PR with Delta Motor 
Corporation and for a time aft er that I was privi-
leged to have him as part of my team at Company 
Motoring before he moved into freelance motor 
sport writing.

“But his great love was wild animals, and es-
pecially bird life, and if it was not for the pressing 
need to earn a crust would gladly have spent the 
rest of his life in the bush! He was always a gentle-
man, always beautifully spoken and nicely dressed. 
Oft en with a (bow-tie!–Ed). Always kind and 
friendly in his approach to people. Always every-
thing I wished I could be, but didn’t quite achieve. 
RIP my friend, and condolences to Gemma, Justin, 
Gina and family. From Sue Willard Oxley and 
John Oxley. You may have passed on but we will 
never forget you.”

Yutaka Katayama, “Mr. K”, a Datsun pioneer 
and father of the Z car, has died at the age of 105. 
He was Nissan’s fi rst U.S. president and grabbed 
American consumer awareness by introducing the 
aff ordable Datsun Z sports car in the early 1970s.

LETTER TO THE EDITOR

As usual I enjoyed the breadth of news covered in 
the latest issue of AutoLive and was pleased to see 
that Tom Campher Motors continues to thrive as an 
independent, family-owned dealership; connecting 
with Tom was always a pleasure, and I admire the 

way his sons Vic and Gerhard continued the tradi-
tion of integrity and enthusiasm for the brand. Th e 
1993 press clipping from my Sunday Times column 
also brought back fond memories of an era when 
cars were everything in my world.
Geoff  Dalglish,
Public Relations/Communications,
Findhorn Foundation, Scotland.

UPDATE ON GEOFF

“I started with a controversial motoring column 
called ‘Gloves Off ’ in the Northern Reporter 
(Johannesburg Northern Suburbs weekly) where I 
chose a model of car each week and then spoke to 
customers about their good, bad and ugly experi-
ences with their local dealer, did full-time motoring 
on Rand Daily Mail, editor of Star Motoring, found-
ing editor of both DRIVE! and later Drive Out, and 
contributor and columnist for Sunday Times, GQ, 
Men’s Health, Th e Motorist, Leisure Wheels, SA 
4×4 and others. Wrote the 4×4 Code of Ethics that 
is widely embraced in SA.

“Last year I was a fi nalist for Adventurer of the 
Year in SA aft er walking more than 16 000km as an 
Earth Pilgrim, with messages about treading more 
lightly upon the Earth, the last few months as an 
ambassador for the World Wilderness Congress.

“Now I’m the PR for the world-renowned 

Findhorn Foundation community and Ecovillage 
in northern Scotland, which is part of the inspi-
ration for the Global Ecovillage Network (GEN) 
which now connects more than 10  000 villages, 
urban neighbourhoods and intentional communi-
ties in more than 100 countries. I currently write 
for a variety of local and international publications 
and websites, also blogging on my own site www. 
earthpilgrimafrica.com and the Findhorn website
http://www.fi ndhorn.org/2014/12/rewilding-the-soul/

“Recently I gave a slideshow and talk on 
Rewilding the Soul–featuring a camping expedi-
tion in the Kgalagadi Transfrontier Park with lions 
wandering through the campsite each day, and an 
11-day Vision Quest in the Cape that included four 
days and nights solo in a wilderness area without 
food or formal shelter.

“I’m an active member and publicist for Moray 
CarShare, a pioneering car-sharing scheme that has 
the full support of the Scottish Government and 
showcases a way of reducing carbon footprints for 
people who don’t need or choose not to own a car or 
drive one full-time. I invariably use the all-electric 
Nissan Leaf or Renault Twizy, that are powered by 
electricity generated by the community’s own wind 
turbines, or economy cars like the new-generation 
Toyota Aygo. (Th is hadn’t reached SA when I was 
there last month). ■

Geoff Dalglish, then and now...Peter Burroughes.

http://www.toyota.co.za/mytoyota
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Download the                      APP to manage your Toyota Experience 
24 hours a day, 7 days a week

DON’T GET STRANDED
INSTANTLY REQUEST LOCATION BASED  
ROADSIDE ASSISTANCE IN JUST A CLICK.

BY ROGER HOUGHTON

Next week 30 jury members will evaluate the 11 
fi nalists contesting the 2015 Wesbank SA Guild of 
Motoring Journalists’ Car of the Year competition. 
Th ey will make their joint decision on a winner but 
will not know its identity until the award ceremony 
and public announcement at Gallagher Estate on 
March 18.

Th is year will mark the 30th anniversary of the 
fi rst staging of this event in 1986, when the winner 
was a Toyota Corolla Twin Cam, while Wesbank has 
remained loyal as the sponsor of all 30 competitions.

Just to refresh your memory, here is a list of all 
the fi nalists – in alphabetical order–and you can 
make your own decision on possible winner: Audi 
A3 sedan 1.4T SE S-tronic, BMW M4 coupe au-
tomatic, Citroën C4 Picasso e-HDi 115 Intensive, 
Honda Accord 3.5 V6 Exclusive, Lexus ES 250 EX, 
Mercedes-Benz C-class C 200 automatic, Nissan 
Qashqai 1.6DCi Acenta automatic, Porsche Macan 
S diesel, Renault Duster 1.5DCi Dynamique 4wd, 
Subaru WRX Premium and Toyota Corolla 1.4 
D-4D Prestige.

As one of the jurors for the 2015 competition I 
have had the opportunity recently of extended pe-
riods of driving two of the top contenders for the 
title, being the Porsche Macan S Diesel SUV and 
Mercedes-Benz C200 sedan. I am also due to get the 
BMW M4 for evaluation on the day this edition of 
AutoLive is published.

Th e Macan was in the specifi cation in which 
it will be tested, which is the base model car at 
R862  000 equipped with two options – Power 
Steering Plus (+R4  470) and Active Management 
Suspension (+R19  820) – which brings the total 
price up to R886 290, with the options equating to 
3% of the total.

I was most impressed with the Macan when I 
drove it at the media launch in Cape Town last year, 
even though it was a bigger car in the metal than I 
had imagined when rumours of a “small” Porsche 

SUV began circulating long before launch. Th e op-
portunity of driving it on home turf reinforced my 
views of this car as a potential COTY winner, which 
would mean the laurels going to Porsche for a third 
successive year! Now that would be contentious!

Th e relevance of a Porsche in the COTY compe-
tition is always a talking point, but in the case of the 

Macan S Diesel the sales fi gures talk for themselves, 
with 162 of them having been retailed to customers 
in SA in the six months since launch, which is best 
in its segment of the luxury SUV market. In the UK 
the Macan range is proving so successful that some 
of those lucky enough to get one are reselling their 
cars at a handsome profi t!

Th e Macan proved an easy car to live with 
when I had it to evaluate and the zestful turbo diesel 
enjoy was an enjoyable way to zip past cars on the 
crowded N1. As I said in my report aft er the launch 
in Cape Town the Macan is larger than I had ex-
pected from Cayenne’s smaller stablemate, but with 
it comes plenty of interior space.

Th e Mercedes-Benz appears to be a favourite 
to take the 2015 title judging by general chatter 
and has already been voted Star Motoring’s Car 
of the Year, but it lost out to the BMW 3-Series in 
the Compact Executive Sedan category in CAR 
magazine’s Top 12 Buys for 2015 announced 
last week.

MBSA will be equipping the C200 Automatic 
cars submitted for COTY testing with two cos-
metic options, being a Stowage Package at R1 800 
and the Mirror Package at R5  500. Th e standard 
equipment level on the base model is already im-
pressive with a host of safety, dynamic and comfort/
convenience features.

However, the C200 I had on test had all the 
bells and whistles which bumped up the base price 
of R459 2318 by R158 900. Th is made the driving 
experience particularly pleasurable and lift ed the 
driving impression to the level of a mini S-Class.

I had the opportunity of a drive to and from 
Secunda during the test period and this was a good 
opportunity to enjoy the C200 as a long distance 
cruiser, while in town it had plenty of get-up-and-go 
from the turbocharged power unit which puts out 
135kW of power and 300N.m of torque, while fuel 
consumption was pretty frugal for this size of car.

Now it’s time to look forward to the test days at 
Gerotek and then the announcement of the winner 
on March 18. ■

Wesbank SAGMJ Car of the Year 2015

European Car of 
the Year fi nalists

Now that the Wesbank SAGMJ Car of the 
Year is in the news it is interesting to see 
the seven cars that have been selected as 
fi nalists in the 2015 European Car of the 
Year competition. They are: BMW 2-Series 
Active Tourer, Citroen C4 Cactus, Ford 
Mondeo (Fusion in SA), Mercedes-Benz 
C-Class, Nissan Qashqai, Renault Twingo 
and Volkswagen Passat.

The Peugeot 308 was the winner 
in 2014 and, believe it or not, but BMW 
has never had a winner in this contest! 
However, in SA BMW has several COTY 
wins to its credit: 1988 (735i), 1993 (316i), 
1997 (528i), 2001 (320d) and 2011 (530d – 
jointly with Volkswagen Polo 1.6 TDi).

http://www.toyota.co.za/mytoyota
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It is now less than 10 weeks to go to the opening 
of Automechanika Johannesburg at Expo Centre, 
Nasrec. Th is biennial business-to-business meet-
ing place for the automotive aft ermarket opens at 
09h00 on Wednesday, May 6, and closes at 13h00 
on Saturday, May 9.

Trade visitor registration for a free admis-
sion ticket is now open on the website www.auto-
mechnaikasa.co.za. Th e on-site admission fee is 
R75 if you do not register in advance.

Th is is the fourth time that this world-renowned 
Automechanika trade fair for the automotive aft er-
market will be staged in South Africa and it has 
already attracted more than 500 international ex-
hibitors from 14 countries outside Southern Africa. 
Th ey are: Brazil, China, Dubai, France, Germany, 
India, Korea, Malaysia, Poland, Taiwan, Th ailand, 
Turkey, United Kingdom and United States.

“Automechanika Johannesburg is fi rmly estab-
lished as the premier business-to-business event for 
the automotive aft ermarket in Sub-Saharan Africa 
with an increasing number of visitors coming from 

north of the borders of South Africa and this is a 
trend we expect to see grow in 2015,” said Show 
Director Philip Otto.

“Africa is expected to continue as the fastest 
growing region in the world in terms of its econ-
omy and the questions is not ‘Why do business 
in Africa?’ but rather ‘How?’ Th e ‘How?’ factor is 
where Automechanika Johannesburg is playing 
an increasingly important role as a facilitator by 
providing an ideal business platform to reach into 
Africa,” added Otto.

Th e most extensive workshop and conference 
programme yet has been arranged for information-
sharing and networking, while training again takes 
a high profi le, including the South African fi nals 
of the 2015 World Skills contest for spraypainters, 
body repairers and automotive technicians. Th e 
winners will take part in the global event in Sao 
Paulo, Brazil, from August 11-16.

An Artisan of the Year competition will be held 
in conjunction with the World Skills regional fi nals.

Th e Innovation Awards is another highlight 

which is already attracting a lot of interest from 
entrants. Entries for this prestigious award close on 
March 20. For more information and to enter con-
tact Wynter Murdoch on wynter@thefuture.co.za

Th e importance of the transport industry 
will be underscored by Automechanika Truck 
Competence branding to distinguish exhibitors 
that provide products and services to the trucking 
and commercial fl eet sector.

Th ere will also be a focus on new mobility solu-
tions as well as on Green products and companies, 
which will be listed in the Green Directory.

A matchmaking system is being set up to match 
visitors and exhibitors.

Automechanika Johannesburg will bring to-
gether key aft ermarket suppliers who will be able to 
promote their products and services to thousands 
of service and repair providers, parts and acces-
sories shop owners, technicians, retailers, whole-
salers, distributors and sales agents. It is the only 
trade show in Sub Saharan Africa dedicated to all 
elements of the automotive aft ermarket. ■

Less Than 10 Weeks to Opening of 
Automechanika Johannesburg 2015

SAC Trucks Stand at Automechanika. Textar makes their presence known at Automechinika.
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AIDC and SEDA Partner to 
Develop Manufacturing SMMEs

Th e Small Enterprise Development Agency (SEDA) 
and the Automotive Industry Development 
Centre (AIDC), have signed a Memorandum of 
Agreement (MoA) which allows both organisations 
to share resources, and for the AIDC to provide 
technical expertise to the benefi ciaries of SEDA’s 
Supplier Development Programme (SDP) and 
Manufacturing Support Programme (MSP).

In this way, participating benefi ciaries can 
benefi t from improved business effi  ciency and 
productivity, reduced supply costs, enhanced use 
of technology, improved quality of products and 
contribute to creating jobs, amongst others. SEDA 
has taken on the challenge of job creation in the 
SMME space, hence the partnership with the AIDC 
in order to take their mandate forward. As part of 
the partnership agreement, the AIDC will transfer 
skills and knowledge to both SEDA practitioners 
and clients to ensure sustainability of these pro-
grammes, post implementation.

Th e AIDC is a subsidiary of the Gauteng 
Growth and Development Agency (GGDA), an 
entity owned by Gauteng Provincial Government’s 
Department of Economic Development. It was es-
tablished as a government support centre to increase 
the local automotive industry’s global competitive-
ness and to promote Gauteng as the automotive in-
dustry investment destination of choice. ■

Autoliv Kicks Off with TPM

Autoliv, an automotive component manufactur-
er, in partnership with the Automotive Industry 
Development Centre (AIDC), has launched a Total 
Productivity Management (TPM) programme at its 
Krugersdorp-based facility on 12 December 2014. It 
is the fi rst automotive-based company in SA to fully 
implement TPM in its manufacturing processes

TPM’s origins date back to the early seven-
ties as a programme that was designed to assist 
component manufacturing companies to in-
crease their competitiveness by achieving zero 

accidents, breakdowns, defects and losses within 
the manufacturing process. It is an innovative ap-
proach to maintenance that prevents breakdown 
and promotes autonomous operator mainte-
nance through day-to-day activities involving the 
total workforce.

Autoliv currently produces airbags and seat-
belts for the Ford T6 Ranger and the BMW F30 3 
Series, both vehicles that are produced for local and 
international markets. Th e company also exports 
airbags and seatbelts to Th ailand, Argentina and 
Australia. It will start exports to China during the 
second half of 2015.

NAACAM’s Executive Director Robert Houdet 
was among the guests who attended the TPM Kick-
Off  launch at Autoliv. During his address, he high-
lighted that Autoliv Turkey was the best manufac-
turing facility in the world that he had ever visited, 
and that Autoliv SA – with proper implementa-
tion of TPM – could 
 easily become the best 
manufacturing facil-
ity within the group. 
He lauded the manage-
ment and staff  for their 
sterling eff orts to be-
coming more globally 
competitive. ■

Tooling Raises 
Profi le

Th e Tooling Association 
of South Africa has 
signed a memorandum 
of understanding with 
the organisers of South 
African Automotive 
Week to develop and 
expand critical tooling 
skills in South Africa. 
Th e Tooling Association 
of South Africa (TASA), 

which includes the Gauteng Tooling Initiative, 
will use the South African Automotive Week 
(SAAW) as it’s promotional and exhibition partner.

TASA will also join NAACAM, NAAMSA 
and the RMI as Offi  cial Partners in the hosting of 
SAAW, which takes place every two years to grow 
investment, trade, market access and global insights 
for the automotive manufacturing supply chain. 
TASA will host a tooling-focussed seminar at fu-
ture editions of SAAW and promote Th e Week to 
members and associates.

“Th e Tool, Die and Mouldmaking (TDM) in-
dustry, which represents a market of R13 billion 
per annum, with added maintenance services con-
tributing another R2 billion per annum, is criti-
cal to achieve manufacturing competitiveness in 
South Africa,’’ said TASA Gauteng chairman Vusi 
Mkhize. He added that the TDM in SA industry 
had been in a steady rate of decline aft er having suf-
fered years of underinvestment and factors such as 
increasing volumes of imports versus exports, skills 
losses and technology stagnation.

Th e fi ft h edition of South African Automotive 
Week will take place in October 2016. ■

Download the                      APP to manage your Toyota Experience 
24 hours a day, 7 days a week

GET QUOTES REAL-TIME  
GET QUOTES ON AN EXTENDED SERVICE 
PLAN AND WARRANTY FOR YOUR TOYOTA 
WITH JUST A CLICK.

Dineshan Moodley (right), AIDC’s Executive for Industry 
Development and Sibusiso Kunene, Seda’s Executive Manager: 
Enterprise Development Division after signing the MOU.

AIDC Update
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TOYOTA SA COMMITS 
TO DAKAR 2016

Toyota SA will back SA-built Hiluxes in the 2016 
Dakar Rally aft er yet another stellar showing this 
year. Th e announcement was made by the company’s 
president and CEO, Dr Johan van Zyl, at this week’s 
announcement of the Castrol Toyota teams to con-
test the SA Rally and Cross-Country Racing cham-
pionships. Van Zyl would not expand on the make-
up of the Dakar team as this was “a 2016 event.”

Meanwhile the Castrol Toyota Team will be out 
to retain all the championships it won in the rally 
and cross-country racing series last year. Th ere will 
be two Yaris rally cars for Leeroy Poulter/Elvene 
Coetzee and Giniel de Villiers/Carolyn Swan and 
two Hiluxes for Anthony Taylor/Dennis Murphy 
and Leeroy Poulter /Rob Howie. Th is will be the 
fi rst time since 2001 that De Villiers, one of the 
most successful motorsportsmen in SA history, will 
campaign for a manufacturer’s team in local motor 
sport when he joins the factory rally team in place of 
former champion Hergen Fekken. ■

CHRYSLER, JEEP AND DODGE 
DEALERS OF THE YEAR

Chrysler Jeep Dodge Bedfordview (Metro), M&Z 
Motors Windhoek (Urban), McCarthy Inyanga 
(Rural), M&ZMotors Windhoek (Managing 
Director’s Award. ■

FIAT GROUP AUTOMOBILE 
DEALERS OF THE YEAR

Arnold Chatz Cars (Metro), William Simpson Cars 
(Urban), Th ompsons Motors (Rural), Arnold Chatz 
Cars (Managing Director’s Award. ■

MOTORSPORTS AWARDS

Kelvin van der Linde (18) is the Bridgestone SA/
SA Guild of Motoring Journalists’ Motor Sportsman 
of the Year – for the second consecutive year–out of 
a group of 11 deserving fi nalists. Th e talented track 
racing star received the award for his exceptional 
performance in the prestigious GP Masters Series 

last year. Winner of the 
Colin Watling Award 
for special achieve-
ment in motor sport 
by someone other 
than a competitor was 
Toby Venter, CEO of 
Porsche South Africa.

Venter, a long-
time competitor in 
South African motorsport and winner of numer-
ous Porsche Challenges, who bought the Kyalami 
Grand Prix racing circuit to save the iconic track 
for South African motorsport. ■

CAR’S TOP 12 BUYS FOR 2015

CAR Magazine announced its annual list of Top 12 
Buys in various categories in the SA vehicle market at 
a function held at Bryanston Country Club last week. 
Th ey are: Budget Car (under R145  000): Chevrolet 

Spark Campus; Light Hatchback: Volkswagen Polo; 
Light Sedan: Volkswagen Polo Vivo; Compact 
Hatchback: Audi A3/A3 Sportback; Compact Sedan: 
Toyota Corolla Quest; Compact Executive Sedan: 
BMW 3 Series; Luxury Car: Mercedes-Benz S-Class; 
Performance Car (overall): Ferrari 458 Spider; 
Light SUV/Crossover: Nissan Juke; Compact SUV/
Crossover: Ford Kuga; Large SUV/Crossover: Range 
Rover Sport; Double Cab Bakkie: Ford Ranger.

Other awards: Company of the Year: Jaguar/
Land Rover; Design of the Year: Mercedes-Benz 
AMG GT (Production Car); Volkswagen XL Sport 
(Concept Car); Toyota Yaris (Redesign of the Year); 
Green Award: Volvo; Powertrain of the Year: BMW 
i8; Safety Award: Drive –ID device to stop texting 
on the move; Most underrated Product: Mazda CX-
5; Motorsport Award: Sheldon van der Linde (15) as 
SA’s youngest national motorsport champion. ■

WARD’S TOP 10 ENGINES 
OF THE YEAR

127-kW Electric Motor (BMW i3 electric vehicle); 
6.2L OHV V-8 (Chevrolet Corvette Stingray); 6.2L 
Supercharged OHV V-8 (Dodge Challenger SRT 
Hellcat); 1.0L Turbocharged DOHC 3-cyl. (Ford 
Fiesta) 100-kW Fuel Cell (Hyundai Tucson FCV); 
1.5L Turbocharged DOHC 3-cyl. (Mini Cooper); 
3.0L Turbodiesel DOHC V-6 (Ram 1500 EcoDiesel); 
2.0L Turbocharged DOHC H-4 (Subaru WRX); 1.8L 
Turbocharged DOHC 4-cyl. (Volkswagen Jetta) 
2.0L Turbocharged DOHC 4-cyl. (Volvo S60). ■

NAME CHANGE

Th ule towbars, previously a division of the Th ule 
Group and a market leader in development and pro-
duction of towbars for cars, will become the stan-
dalone entity Brink Group, with the branding of the 
actual towbars changing from Th ule to Brink. Th is 
means that the standalone towbar business will 
utilize the historical name that the towbar business 
had when the company was fi rst acquired by Th ule 
Group in 2006. Th e head offi  ce for Brink Group is 
situated in Staphorst, the Netherlands. ■
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Snippets

Kelvin van der Linde with the 
Bridgestone/SA Guild of Motoring Writers’ 
Motorsportsman of the Year trophy.

Toby Venter, saviour 
of Kyalami race track.
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Introducing the Gumtree Auto Inventory Tool
7.9 million people visit Gumtree every month (Effective Measure August 2014) to 
browse for cars, generating 220,000 email leads every month. Which is why 
Gumtree has decided to give you the opportunity to make your ad truly pop with 
our brand new tool. Aimed at dealerships and top sellers, this is going to change the 
way you advertise cars online, by:

 account in your hands (no contracts required!)

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

Make your ads...

In other words, you can sell more and faster. 
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KIA Rewards its Top 
Performing Dealers

KIA Motors SA rewarded its top performing deal-
erships of 2014 at Montecasino on Friday last week.

A three-time former winner in the sales cat-
egory, KIA East Rand owned 2014 and reclaimed 
the top spot to win KIA’s Sales Dealer of the Year 
award. With an excellent individual CSI score and 
unit sales fi gures, KIA East Rand’s Gavin Edwards 
ended in the runner-up position for New Car 
Salesman of the Year. It was however SW Vorster 
of KIA Centurion (last year’s Sales Dealer of the 
Year) who scooped up the New Car Salesman of the 
Year award.

Taking top honours in the fl eet sales category 
was KIA Cape Town. Another Cape dealer to fare 
well was KIA Hermanus, which came out top on 
combined CSI scores for sales and aft er-sales, which 
made it KIA’s CSI Dealer of the Year award.

KIA Sandton and KIA Port Elizabeth also ex-
celled in this category, with the former’s Dianna 
Elizabeth Scholtz winning the Service Advisor of the 
Year award, and the friendly city’s Ryno de Lange 
being awarded Technician of the Year. KIA Somerset 
West’s Keegan Dean Malander was awarded 
Apprentice of the Year.

KIA Durban won the overall Aft er-sales Dealer 
of the Year award, with the Aft er-sales Manager 
of the Year award going to the dealership’s aft er-
sales manager, Ian Ditchburn. Also in KwaZulu-
Natal, KIA Durban South took two awards, with 
Muhammad Naroth and Abbas Shaik taking home 
the New Car Sales Manager of the Year and Dealer 
Principal of the Year awards respectively.

A stellar performance by the dealership’s Parts 
Manager, David Pillay, ensured KIA Silver Lakes 

came out tops in the Parts Dealer of the Year cat-
egory. Th is achievement, along with a phenom-
enal overall performance in 2014, guaranteed 
Silver Lakes the Most Improved Sales Dealer of the 
Year award, which in combination was more than 
enough to ensure that the evening’s top honours – 
Dealer of the Year – found a new home in Pretoria.

Toyota’s Top Performing Dealers

Halfway Toyota Shelly Beach has been recognised 
for their exceptional performance in 2014 and award-
ed the 2014 Toyota Dealer of the Year. Th is marks a 
fi rst for this dealership and for the Halfway group.

“Th is award to Brian Jones and his team at 
Halfway Toyota Shelly Beach is richly deserved. 
Th eir consistent performance over the years has fi -
nally edged this dealership to the ultimate prize in 
the Toyota stable,” said Calvyn Hamman, Toyota 
South Africa Motors Senior Vice President of Sales 
and Marketing.
In selecting the 2014 Toyota Dealer of the Year, 
Toyota identifi ed the best performing dealership 
in the small, medium, large and mega categories. 
Brian Jones and Halfway Toyota Shelly Beach were 
recognised in the Large category and received the 
overall award; while Calvin Parry of Algoa Toyota 
Uitenhage, Danny Govender of Th ekwini Toyota 
Durban and Johann Folscher of Barloworld Toyota 
Centurion were awarded for their outstanding 
achievements in the small, medium and mega 
 categories respectively.

Toyota recognised several dealers and dealer 
groups during its award ceremonies which con-
cluded last week; including the coveted Chairman’s 
Achievement Award. Awarded at the discretion of 
Dr Johan van Zyl, the President and CEO of Toyota 
South Africa Motors and Managing Offi  cer, for ex-
ceptional service to the Toyota brand, Marius de 
Bruin of Th e Barloworld Motor Retail Group took 
the honours.

Charl Venter, of Werda Toyota, was reward-
ed for his environmental eff orts while Martinus 
Rossouw of Status Toyota, Cradock, was singled out 
for the highest level of customer service.

Toyota South Africa Motors also recognised 
the most profi cient Divisional Group Managing 
Director and Group Managing Director of Dealer 
Groups in the Toyota network. Jimmy Loubser of 
the Locross Toyota Group was recognised in the 
Divisional category, while Andrew Miller received 
the Group Managing Director of the Year award.

Lexus Midrand – Best of the Best

Lexus Midrand collected the Lexus Dealer of 
the Year award for the second year in succession 
last week.

“Th e Lexus Dealer of the Year Award is award-
ed to the dealer that performs exceptionally in all 
aspects of the business. Th is achievement requires 
dedicated and focussed eff orts that are aligned 
to the core Lexus philosophy of the Pursuit of 
Perfection,” says Calvyn Hamman, Senior Vice 
President of Sales and Marketing for Toyota South 
Africa Motors. “Th e General Manager of Lexus 
Midrand, Leon Brand, displays leadership through 
commitment and example.”

Th e dealership extended its reign when it was 
awarded the Lexus Financial Services CEO award, 
for averaging a market share of 45% and a very im-
pressive conversion rate of 69% during 2014.

Lexus South Africa also recognised Marius 
Claassen and the team at Lexus Helderberg for 
their high level of customer service. In handing 
over the Lexus Customer Experience Award, Lexus 
Helderberg was applauded for their second consec-
utive victory in this category.

Lexus South Africa has 17 dealers in South 
Africa and is currently expanding its range of service 
facilities to several smaller regions and towns. ■

Adrian Nel, Sales Manager KIA Silver 
Lakes, and Niel Erasmus, Dealer Principal 
KIA Silver Lakes, with Ray Levin, CEO of 
KIA Motors South Africa.

The Lexus Dealer of the Year Award went 
to Leon Brand, the GM of Lexus Midrand. 
He is fl anked by Calvyn Hamman, Toyota 
SA’s Senior Vice President – Sales and 
Marketing and Dr Johan van Zyl, President 
and CEO of Toyota SA.

Dealers of the Year 2014 

Calvyn Hamman, Senior Vice President: 
Sales and Marketing of Toyota South 
Africa Motors; Rob Newton, Halfway 
Group - CFO; Brian Jones, Toyota Dealer 
of the Year; George Baikie, Halfway 
Group CEO and Johan van Zyl, CEO and 
President of Toyota South Africa Motors.
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BY ROGER HOUGHTON

A big push is underway to promote the benefi ts of 
fi tting premium Mickey Th ompson on/off -road 
tyres to pick-ups and SUVs to an audience of deal-
ers, customers and potential customers in South 
Africa. Th is initiative includes a concerted drive 
by the local distributors to recruit more specialist 
tyre dealers to sell this globally-renowned tyre and 
wheel brand.

Local distributors, Automotive Technology 
Specialists (ATS), had the benefi t last week of two 
dyed-in-the-wool Mickey Th ompson tyre and 
wheel experts from the United States and Australia 
to assist them. Both men have extensive knowl-
edge of this premium tyre range which is made in 
the United States and they were able to pay a piv-
otal role by assisting the local team with informa-
tion-sharing and training sessions for dealers in 
Johannesburg and Pretoria.

“ATS has had the franchise for Mickey 
Th ompson tyres and wheels for about a decade but 
it is only in the last fi ve years that we have been more 
aggressive in building the brand and growing sales 
volume,” explained the managing director of ATS, 
Robin Houghton.

“We currently have more than 30 distributors 
for this brand and the related Dick Cepek tyres and 
wheels in South Africa, as well as one in Botswana 
and two in Namibia but now intend increasing the 
number of outlets to improve availability of these 
premium products in Southern Africa.”

Th e International Marketing Manager of Ohio-
based Mickey Th ompson Performance Tires and 
Wheels, Bill O’Roake, says that although these tyres 
are designed and made in the US there is a lot of in-
put from other markets around the world to ensure 
the tyres are suitable for the weather and road sur-
face conditions encountered in the other 65 coun-
tries where these tyres are sold.

“Th is is particularly true in the case of Australia, 
which is one of our biggest international markets, 
and a country which has very similar weather and 
road surface conditions to those found in Southern 
Africa,” added O’Roake.

“Although Mickey Th ompson Performance 
Tires and Wheels is a relatively small company, 
producing about one million tyres a year, it has a 
research and development team of more than 100 
people, access to a sophisticated test track in Ohio 
and we like to think we are as much as one genera-
tion ahead of our major competition in terms of tyre 
design and features at any point in time.

“Th e main benefi ts of Mickey Th ompson tyres 
are that they can cover more kilometres than most 
of the opposition before replacement is necessary, 
they are load capable – always meeting or exceeding 

OEM requirements for load – and particularly du-
rable, with one slightly angled ply that makes the 
sidewall more resistant to cutting and tearing in 
extreme conditions.

“All these pluses add up to provide a very high 
retention rate aft er customers realise that these pre-
mium tyres are very good value for money, even if 
the initial purchase price may seem high at fi rst,” 
explained the International Marketing Manager of 
Mickey Th ompson Performance Tires and Wheels.

Tyre comparison tests – usually by 4×4-type 
magazines – are oft en contentious, because they are 
not seen as necessarily fair or scientifi c.

However, in three controlled tests at a 
test facility in San Antonio, Texas, the Mickey 
Th ompson ATZP3 with the latest Powerply technol-
ogy stacked up very well against two other leading 
American brands with traditional radial ply carcass 
technology.

Each brand of tyre was evaluated in diff erent 
conditions through three test designed to simulate 
real world driving situation. A controlled environ-
ment and expert tyre evaluators guarantee repeat-
able results.

Th e fi rst test was the Bitumen Slalom Test at a 
speed of 93km/h and here the Mickey Th ompson 
tyres proved superior in terms of the pick-up truck’s 
controllability, with the other two brands exhibit-
ing oversteer as the rear wheels stepped out.

Next was a dry handling test with emergency 
lane changes which tests the eff ectiveness of the 
carcass construction and treads pattern design. 
Th e test is a timed run over a course of 2.1km with 
12 turns as well as the emergency lane change. Th e 
Mickey Th ompson-shod pick-up was timed at 85.07 
sec, compared to 86.52km/h and 86.79sec for the 
other two tyres respectively, with a video of the test 
showing the obvious superiority of the ATZP3 tyres.

Wet handling is one of the most important as-
pects of any tyre’s performance. Th e test involves 
evaluating control on surfaces with a constant level 
of water on it. Th e tyres are evaluated on lap times 
and feedback from the driver, with special atten-
tion being paid to overall traction, loss of grip and 
responsiveness. Once again the Mickey Th ompson 
ATZP3 tyres performed better than the other two 
tyre brands, consistently returning the fastest lap 
times with predictable handling.

Th e reason is that the Powerply technol-
ogy ensures the plies twist and fl ex far less than 
the traditional radials during braking, cornering 
and acceleration, getting more power to the road 
surface faster.

“We have had excellent feedback from those 
who attended our training sessions and we are 
confi dent about growing our customer base and in-
creasing sales as a result of this intervention,” con-
cluded Robin Houghton. ■

Big Push to Promote Benefi ts of Mickey Thompson Premium Tyres in SA

Bill O’Roake (left), Internaitonal Marketing Manager of Mickey Thompson Performance 
Tires and Wheels, and Terry Smith, Managing Director of Exclusive Tyre Distributors in 
Australia, joined forces for information-sharing and training sessions in South Africa.
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BY ROGER HOUGHTON

Last year was a particularly good one for Ford and 
Mercedes-Benz in SA as we heard at recent media 
briefi ngs held by the two companies.

Ford SA

Ford is seeing the good times roll even though its 
profi ts are being cut because of its biggest new mod-
el launch programme in history, with 24 new prod-
ucts introduced last year alone. December was nev-
ertheless the company’s 22nd consecutive quarter 
of profi tability as it continues on the comeback trail 
aft er the global economic drama of 2008/9 when 
two its US competitors were forced into Chapter 
11 bankruptcy.

Th e company also underwent a change at the 
top with Mark Fields taking over from former 
Boeing boss Alan Mulally, the man who introduced 
and drove the successful One Ford product and 
management strategy.

Ford is bullish about the global vehicle market 
for 2015, predicting sales of between 89-92 million 
vehicles on the back of a forecast 3% growth in the 
world economy.

Here is SA Ford had its best-ever annual sales, 
breaking through the 70  000 unit barrier for the 
fi rst time with 74 611 units retailed compared to 
64 350 units sold in 2013, which was an improve-
ment of 9.6%.

Th e company launched 17 new models here 
in 2014 and has another 10 local introductions 
planned for 2015, which started with the Fusion 
in January. Others include the Transit Connect, 
updated Kuga, new Focus and Focus ST, refreshed 
Ranger and the new, Ranger-based Everest SUV as 
well as the Mustang muscle car.

Ford had the Chief Economist of Econometrix, 
Azar Jammine, as a guest speaker at the briefi ng 
and this renowned economist said he expected a 
GDP growth rate of only 2.3% for SA in 2015, mov-
ing up to 2.7% in 2016 and 2.8% in 2018. “Th e lead-
ing indicators have been fl at for the past four years 
and although I do not see a collapse, I also do not see 
any signifi cant growth,” he said. ■

Mercedes-Benz SA

Th e launch of the new generation Mercedes-
Benz C-Class has given a huge boost to Mercedes-
Benz SA in all aspects of its operations. CEO and 
Executive Director Arno van der Merwe would 
not give specifi c numbers, but said that production 
capacity was up by 70%. In 2013 it hit a record of 
60  000 units produced so now output will exceed 
100 000 units a year with three shift s and the vast 
majority of cars are bound for export markets.

Th e East London plant itself continues to be 
a world class operation and last year collected its 
sixth JD Power quality award in consecutive years.

Mercedes-Benz cars ended 2014 as the leader 
in the premium luxury segment in SA with record 

sales of 28 370 units, which was a 
25.32% increase on the 2013 fi g-
ure. “More thrilling products are 
coming in the SUV segment and 
together with a full year of new 
C-Class sales and our comprehen-
sive compact car range we know 
that 2015 will be just as successful 
as 2014,” commented Executive 
Director Florian Seidler.

In addition new V-Class and 
Vito models will be launched here 
in June and July respectively, while 

the commercial vehicle division will increase its 
Green footprint with the introduction of trucks 
running on dual fuel and compressed natural 
gas (CNG).

Annualised revenue in SA was up to 5% on 
2013 at R45.32-billion, although profi t was down 
slightly due to the heavy costs associated with put-
ting the new C-Class into production. Th is includes 
costs of more than R66-million for training related 
to C-Class alone; more than 30% of the shop fl oor 
workers underwent extensive training in Germany, 
with some courses lasting 90 days, prior to the 
 production launch.

Answering questions on the current situation 
where MBSA does not give a detailed breakdown of 
its monthly sales in SA it seems the company line 
is that is currently complying with Daimler global 
governance in terms of anti-trust but it seems the 
company would have no option but to report if it 
became a legal requirement in SA.

Th e briefi ng ended on a high note with the an-
nouncement that MBSA and National Treasury 
were involved in a joint venture to convert the 
current MBSA training centre in East London 
to a learning academy which would involve of-
fering training that was not necessarily related 
to the automotive industry so would serve East 
London businesses in general with quality train-
ing. MBSA will invest R130-million in the project 
which involves increasing the size of the current 
training centre. ■

2014 Was a Very Good Year for Ford and Mercedes-Benz in SA

Production of the new C-Class is providing 
a huge boost to Mercedes-Benz SA.

The long-awaited Ford Everest will be here later this year.

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

BY STUART JOHNSTON

During the past month I happened to drive three 
variations of the Mercedes-Benz C-Class, one of the 
favourites to win the 2015 Car of the Year competi-
tion, if the mutterings of my journalistic colleagues 
are anything to go by. Th e test days for the compe-
tition are in the fi rst week of March, with the an-
nouncement being made on March 18 in Midrand, 
and judging by my experience with the three mod-
els I drove this past month, the C-Class is going 
to be tough to beat (although there is some very 
strong opposition!)

Key to the Merc’s undeniable attraction is its 
ability to ooze through traffi  c, or over twisty moun-
tain passes or through fast sweeping bends with a 
total lack of fl uster. It manages this with a gener-
ally excellent ride quality (it can be unsettled over 
some bumps, when the rear springs are allowed too 
much extension), and an excellent set of gear ratios 
matched perfectly to the engine it has had installed.

Th is applied to the C 200 (the car entered 
for the COTY competition), the C 200 Estate , 
which I enjoyed immensely thanks to its stylish 
exterior and huge “load box” and especially in 
the case of the excellent C 250 Blue Tec. Th is car 
utilises the latest smog-free diesel technology, and 
the 2 143 cc diesel, with a seven-speed automatic 
‘box, is one of the better diesel experiences you’ll 

fi nd in any car. It is butter smooth and ultra si-
lent, and it will return fuel consumption in the 
5,8l/100 km range!

Pricing for the C 200 Automatic starts at 
R455 729, with the 200 Estate (also auto) at 
R488 352. At just under R30 000, to me that “extra-
load” option of the estate is a no-brainer. Th e C250 
Blue Tec is R526 700. ■

BY STUART JOHNSTON

Th ink of this car as what the new Beetle should 
have been, and you’ll get close to the essence of 
the new up! Or Up, as it shall now be known in 
this report, to avoid making the reader wade 
through sentences that make no grammatical 
sense whatsoever.

Th e VW Up has everything in a modern sense 
that made the original Beetle such an icon. It has 
probably the most solid-feeling chassis in its class. 
It has a minimalism to its interior that never feels 
contrived, and it off ers good space utilisation in 
relation to its overall dimensions. Most of all, the 
Up is priced as a people’s car. Th e base model costs 
just R133 500 and the more expensive model costs 
R140  500. Th at’s a ball-park fi gure for a base-line 
car of any sort of substance these days, and the Up 
has plenty of that.

But most of all, it has style. Th e design of the 
car is the work of Klaus Bischoff  (under overall VW 
Group direction of the famous Walter da Silva) and 
it has a sense of balance and crispness that makes it 
stand out of the crowd.

Again, the styling depicts the car’s lack of fri-
volity, and it also adds a keen sense of fashion that 
is going to make it a hit for years to come along 
the coff ee-shop boulevards, those (disturbingly 
few) venues where you can actually do a drive-
by an get noticed for the car you drive, as pave-
ment cappuccino-quaff ers eye your wheels out 
with appreciation.

Th e Up is cute. Key to this visual appeal is 
the smiley face up front, the distinctive large rear 
(smoked) glass area, the short front and rear over-
hangs, and the short overall length of just 3,54 me-
tres. For such a small car the wheelbase is generous 
at 2 420 and this has freed up excellent interior pace, 
although as it is only available in three-door form, 
passengers accessing the rear will have to tile the 
seat-backs down.

Th e boot for such a small car is impressive too, 
at 251 litres. And the style of the interior has key 
fashion statements that are going to prove to be long-
lasting, as they avoid fussiness. In Europe you can 
get a model that has body-coloured metal inserts on 
the dash to tie in with the bare metal on the doors, 
and I wish this was available here, as it once again 
harkens back to no-nonsense original Beetle-think.

Th ere is only one engine on off er, a one-litre 
three-cylinder unit, and non-turbo at that. It pro-
duces 55 kW, and a modest 95 Nm of torque, so it’s 
going to feel a little on the leisurely side of things at 
the Reef. But, although I only drove the car at sea 
level, the torque spread was good, making cruising 
in the 120-plus region easily do-able. Part of the 
secret to this open-road acumen is that VW have 
specifi ed a fi ve-speed ‘box, avoiding a six-speeder 
merely to gain brownie points in the offi  cially meas-
ured (non-real-world) fuel consumption stakes.

It is a delight to drive, this Up, with an excellent 
suspension system and precise steering. It has that 
unique VW “bite” as you pitch it into a bend, where 
you know exactly how the car is going to react. And 
the steering sets up a pleasurable on-going commu-
nication between road wheels and the driver. ■

C-Class Refresher

C-Class Estate a fi ne R30 k option.

Volkswagen on the Up and Up

VW’s boulevard-friendly up!
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New Marketing GM

General Motors South Africa (GMSA) has ap-
pointed Xoliswa Ndungane as General Manager 

of Marketing. She 
brings a wealth of 
industry expertise 
to head up the de-
partment, joining 
GMSA as part of a 
career which spans 
20 years.

O r i g i n a l l y 
from Umtata and 
having grown up 
in Port Elizabeth, 
Ndungane attended 
Woodridge College 

in Port Elizabeth and holds a BCom degree in 
Marketing and Business Administration from the 
University of Kwa-Zulu Natal, along with several 
supplementary qualifi cations.

Before joining GMSA Ndungane was General 
Manager, Marketing and Group Marketing Services 
at BMW South Africa.

Top-performing Dealers

General Motors South Africa (GMSA) named 
its top-performing dealers in its annual Dealer 
of the Year awards evening in Sandton recently. 
Depending on the size of the dealership, deal-
ers compete in three diff erent categories: major, 
 medium and small.

Th e Major Dealer of the Year award went to 
Bates Port Shepstone, with Jacksons Queenstown 
and Eastvaal Motors Standerton receiving Dealer of 
the Year awards for Medium and Small dealership 
categories respectively.

Supplementary to the headline awards, dealers 
were also acknowledged for top volume sales and 
top fi nancial services.

Top Chevrolet Volume went to Reeds N1 City 
Cape Town, who also bagged the Top Opel Volume 
award as well as the overall Top New Vehicle Sales 
Volume title. Auas Motors Windhoek won the Top 
Isuzu Volume Dealer award.

Th e Top Major GMSA Financial Services 
Dealer award went to Key Pinetown, with the 
Medium and Small accolades being awarded 
to Westvaal Mashishing and Eastvaal Motors 
Standerton,  respectively.

Top Dealers Rewarded

Suzuki Auto South Africa has announced its top-
performing dealers, highlighting the company’s 
focus on service excellence. Unlike some brands, 
which categorise their dealer networks accord-
ing to the size of the dealer, Suzuki Auto SA uses 
a balanced scorecard system, which measures the 
performance of each dealership in the national net-
work in terms of sales, service and parts. Th e brand 
has 40 dealerships.

Th is, the company says, creates a level play-
ing fi eld throughout the network, regardless of the 
size of the dealership. Th ose dealers achieving high 

scores are recognised by being awarded platinum 
status, while the winning dealership in any given 
the year is the dealership with the highest overall 
points score.

In addition, there are two special awards – 
the Suzuki Mobility Finance award, and the Most 
Improved Dealer award. Th e Suzuki Mobility 
Award recognises the dealer achieving the high-
est WesBank market share, and is calculated on 
a percentage basis, allowing smaller dealers to 
compete, too.

Th e Most Improved Dealer award goes to the deal-
ership showing the most signifi cant scorecard im-
provement compared to the year before.

Th e 2014 awards were announced in Durban 
recently with Dealer of the Year honours going 
to Suzuki Auto Johannesburg South. Top scor-
ers in the individual categories for Parts, Sales 
and Service were Suzuki Auto Menlyn, Suzuki 
Auto Bramley and Suzuki Auto Johannesburg 
South respectively.

Th e 2014 Platinum Dealers are Suzuki Auto 
Boksburg, Bramley, Bryanston, Johannesburg 
South, Port Elizabeth and West Rand, while Suzuki 
Auto Rustenburg received the Suzuki Mobility 
Finance award. Th e most improved dealership was 
Suzuki Auto Bloemfontein. ■

Celebrating their win are from left, Brian Olson, GMSA Vice 
President of Vehicle Sales, Service and Marketing, Johan Olivier 
from Eastvaal, Standerton, Mario Spangenberg, President, GM 
Africa, Noel Allchin from Bates Port Shepstone, Mark Wilson from 
Jacksons Queenstown (front) and Ian Nicholls, Vice President 
GMSA Operations.

Xoliswa Ndungane.

Celebrating the Suzuki Auto Dealer of the Year award are (from 
left): Yukio Sato (MD of Suzuki Auto), Meyer Benjamin (MD of ipop 
– Suzuki Johannesburg South), Brandon Harris (DP of Suzuki 
West Rand – ipop) and Koichi Suzuki (Group Marketing Manger 
for Suzuki Auto in Africa and the Middle East).

Suzuki Auto SA measures the 
performance of each dealership 

in the national network.

People
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CONTINENTAL TAKES OVER 
VEYANCE TECHNOLOGIES

International automotive component supplier, tyre 
manufacturer and industrial partner Continental is 
boosting its worldwide industrial business with the 
acquisition of the US-based Veyance company. Th e 
transaction is valued at €1.4-billion.

Veyance operates globally in the fi eld of rubber 
and plastics technology with the product focus on 
conveyor belts, hoses and power transmission belts 
and it owns the well-known RAM brand.

Because of the signifi cance of the acquisition, 
antitrust authorities worldwide spent the last 11 
months scrutinising the purchase and its impact on 
various markets. ■

UNHAPPINESS IN CHINA
Some of the dealer networks in China that sell cars 
for “foreign” brands have been up in arms about 
high sales targets and low profi t margins in a slow-
ing economy. Th is has resulted in BMW agreeing 
to pay R9.5-billion in rebates for 2014 sales while 
Toyota will pay its dealers R2.3-billion in rebates. ■

ENERGY COMPANY 
OF THE YEAR
Energy effi  ciency has always been a top prior-
ity for Toyota South Africa Motors and its eff orts 
were rewarded with the second consecutive Energy 
Company of the Year award. Th e fi rst award was won 
in 2013. Th e award was presented by the Southern 
Africa Association for Energy Effi  ciency (SAEE).

Energy effi  ciency has always been a big con-
cern for Toyota and in April 2010 a dedicated 
Environmental Engineering Department was 
formed to handle amongst others all the energy ef-
fi ciency projects around the manufacturing plant 
located in Durban. Th e Environmental Engineering 
Department has completed 108 projects since 
its inception. ■

CASTROL SETS ITS 
SIGHTS ON 22ND WORLD 
LAND SPEED RECORD

All eyes will be on South Africa this year when a 
British team begins its attempt to break the world 
land speed record of 1 227km/h in the Bloodhound 
supersonic car. Th e preparations and actual attempt 
will take place at Hakskeenpan in the Northern 
Cape and the UK record holder Andy Green will 
again partner with team leader Richard Noble and 
Castrol – the same team from 18 years ago when 
he set the current record in the Nevada Desert in 
1997. Rob Bowen, Castrol Technology Manager 
for Africa says Castrol has already been part of 21 
previous records. ■

HAPPY 95TH BIRTHDAY MAZDA!
Th e Japanese motor manufacturer was founded 
on January 31, 1920, and over the years the com-
pany has carved a unique path in the automotive 
world including developing the Wankel rotary 
engine and being the only Japanese automak-
er to win the gruelling 24 Hours of Le Mans 
endurance race. ■

CAR RENTAL CHANGES
Avis Southern Africa has been granted the Budget 
Car Rental brand for Southern Africa. Th is agree-
ment entrenches Avis’ market leadership and 
places it in a position to leverage the two brands 
in ensuring South Africa’s best car rental solu-
tion. Th is agreement off ers both companies an 
opportunity to leverage Barloworld’s extensive 
knowledge of the car rental market to grow and 
develop the Budget brand across Southern Africa. 
Meanwhile, Bidvest, which previously operated 
the Budget rental brand, has established Bidvest 
Car Rental. ■

KNIGHTS DONATE 
AVANZA TO CHOC
Th e Toyota Knights, an elite group of Toyota 
salespeople has donated a new Avanza to CHOC–
Childhood Cancer Foundation South Africa. 
Th e Toyota Knights started out in 1985 as an elite 
group of top performing salespeople and developed 
into a group whose focus now includes improving 
oneself, giving back to the community and mo-
tivating others in their quest to be the best. Th eir 
responsibilities and duties are to set the example 
in being balanced professionals in their working 
environment, community, as well as in social and 
environmental activities. ■

1980s FIRESTONE PRIZE 
KEEPS ROLLING
In what may be a record for the duration of a prize, 
one of the winners of a 1987 Firestone competition 
received his latest set of new tyres last week. 28 years 
aft er the Firestone ‘Tyres for Life’ competition was 
run, winner André Wentzel had a set of Bridgestone 
Duelers fi tted to his current vehicle, a Toyota 
Fortuner. Wentzel’s winning entry in 1987 was one 
of over 63 000 and he was driving a Volkswagen Fox 
at the time. Th is is the ninth set of tyres he has re-
ceived in the past 28 years. ■

HUSQVARNA SUBSIDIARY
Husqvarna International has established a lo-
cal subsidiary in SA to sell and service its range 
of endurance and motocross motorcycles which 
were handled previously by the CMH Group. 
Last year was a momentous year for the 111-year 
old Husqvarna motorcycle brand with records 
in sales (16 337 motorcycles sold) and turnover 
(over €100-million). ■

Snippets

Firestone Tyres for Life winner Andre Wentzel (left) having a new set of Bridgestone Dueler 
tyres fi tted to his Toyota Fortuner. Seen with him is Bridgestone CEO, Mike Halforty.
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Hino DOTY Title Goes to 
Cape for First Time

Th e Hino SA Dealer of the Year title has gone to the 
Cape for the fi rst time with the laurels for 2014 go-
ing to Hino Parow. Dealer principal Wouter Nel is 
justifi ably very proud of his team which has broken 
the stranglehold dealers outside the Cape have had 
on this coveted title for many years.

Not only did Hino Parow score 99% in 
both the parts and service categories of this an-
nual dealer competition, but it was also judged 
the winner of the President’s Award for provid-
ing the Best Customer Experience for the third 
successive year.

Th e runner-up for the Dealer of the Year title 
was Hino West Rand, which sold an impressive 
240 units last year and had an overall Customer 
Experience score of 98%.

Hino Parow has been in the Hino truck dealer 
network for 21 years, when it was then known as 
Imperial Toyota Trucks. It has been located at the 
current premises for the past 18 years and last year 
the facility underwent an upgrading process that 
cost R2-million. It now complies with all the Hino 
SA corporate identity and operational criteria.

Dealer principal Wouter Nel has been in the 
Toyota SA/Hino SA family for 40 years from the 
time he started his working life as an apprentice 
technician at ESS Toyota in Christiana in 1976. He 
has concentrated on trucks since 2009 and took 
over as head of Hino Parow six years ago.

“Th is year we will be putting in extra eff ort 
to improve sales and service in the extra-heavy 
category of the market with the Hino 700-Series 
range, which now off ers a comprehensive model 
line-up,” added Nel. “But we will still be driven 
by our unoffi  cial company motto which says 
‘Business goes where it is invited and stays where it 
is well treated.’” ■

First SA-made FAW Trucks Exported

FAW Vehicle Manufacturers SA (Pty) Ltd has dis-
patched its fi rst fi ve J5P truck tractor export units to 
the FAW dealership in Kenya only six months aft er 
opening its assembly plant at Coega in the Eastern 
Cape. Th e 380hp FAW J5P 6x4 truck tractor, with a 
GCM of 55 tons, is a stalwart product for African 
road conditions

Th e dealers in Africa who traditionally placed 
their orders on FAW China are moving their ship-
ments to originate out of South Africa owing to 
the shorter lead time for delivery, the high levels of 
quality which some have come to verify personally 
at Coega in South Africa, and the reduced cost of 
sourcing FAW vehicles on the same continent.

“We are already working on a special order for 
the FAW Tanzania dealership. What is signifi cant is 
that the export destinations can more readily adjust 

some specifi cations to accommodate customers’ re-
quirements specifi c to their markets,” said Yusheng 
Zhang, CEO of FAW Vehicle Manufacturers SA. ■

FAW Making Truck Bodies 
at its Coega Plant

FAW has started production in a truck body-build-
ing plant adjacent to its assembly plant in Coega. 
Th e fi rst bodies are for tipper trucks, with a target 
of building 100 in the fi rst quarter of 2015. Th e 
bodies are assembled from SKD packs imported 
from China.

Th e production team is already assessing the vi-
ability of producing drop-side bodies for its range of 
medium, heavy and extra-heavy commercial vehi-
cle trucks on off er in Southern Africa. Other bod-
ies, such as mixer drums, may also be assessed and 
considered in the future. ■

Working Wheels

The fi rst fi ve locally-built FAW trucks to be exported awaiting despatch to Kenya.

The winning team members from Hino Parow (from left) are: Hennie Marx, Franchise 
Executive; Ashley Karra, Service Manager; Wayne Coetzee, Parts Manager; Wouter Nel, 
Dealer Principal, and Steven du Plessis, Sales Manager.
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TOP 5 PASSENGER CAR MARKET BY TYPE FOR JANUARY 2015

SEGMENT TYPE 2015 SHARE 2014 SHARE

ENTRY CARS

VW POLO Vivo 
Hatch/Sedan

3 002 8.1% 2 965 7.7%

TOYOTA Etios 1 820 4.9% 2 250 5.9%

HYUNDAI 
Grand i10

1 528 4.1% 2 0.0%

FORD Figo 778 2.1% 1 446 3.8%

CHEV Spark 655 1.8% 1 101 2.9%

ENTRY CARS TOTAL 10 980 29.7% 10 353 27.0%

SUB-SMALL

VW Polo 1 924 5.2% 2 414 6.3%

FORD Fiesta 651 1.8% 745 1.9%

KIA Rio 538 1.5% 634 1.7%

RENAULT 
Clio IV

398 1.1% 685 1.8%

CHEV Aveo 357 1.0% 183 0.5%

SUB-SMALL TOTAL 5 538 15.0% 8 450 22.0%

SMALL

TOYOTA Corolla 
Quest

1 475 4.0% 0 0.0%

TOYOTA Corolla 879 2.4% 1 110 2.9%

VW Golf 7 585 1.6% 732 1.9%

BMW 1-Series 461 1.2% 477 1.2%

MERCEDES 
A-Class

285 0.8% 317 0.8%

SMALL TOTAL 6 617 17.9% 6 648 17.3%

MEDIUM

MERCEDES 
C-Class

1 116 3.0% 729 1.9%

BMW 3-Series 822 2.2% 1 107 2.9%

AUDI A4 314 0.9% 350 0.9%

BMW 4-Series 261 0.7% 173 0.5%

MAZDA 6 42 0.1% 0 0.0%

MEDIUM TOTAL 2 674 7.2% 2 588 6.7%

LARGE

MERCEDES 
E-Class

158 0.4% 218 0.6%

BMW 5-Series 104 0.3% 145 0.4%

VOLVO S60 66 0.2% 34 0.1%

AUDI A5 
Sportback

51 0.1% 40 0.1%

JAGUAR XF 50 0.1% 92 0.2%

LARGE TOTAL 538 1.5% 679 1.8%

LUXURY

MERCEDES 
S-Class

45 0.1% 64 0.2%

BMW 6-Series 20 0.1% 33 0.1%

BMW 7-Series 10 0.0% 23 0.1%

JAGUAR XJ 9 0.0% 3 0.0%

MERCEDES 
CLS

7 0.0% 7 0.0%

LUXURY TOTAL 101 0.3% 156 0.4%

TOP 5 PASSENGER CAR MARKET BY TYPE FOR JANUARY 2015

SEGMENT TYPE 2015 SHARE 2014 SHARE

MPV

TOYOTA Avanza 467 1.3% 493 1.3%

BMW 2-Series 153 0.4% 0 0.0%

MERCEDES 
B-Class

143 0.4% 129 0.3%

HONDA Mobilio 108 0.3% 0 0.0%

VW T5 Kombi 74 0.2% 116 0.3%

MPV TOTAL 1 285 3.5% 1 182 3.1%

SUV

TOYOTA 
Fortuner

721 2.0% 826 2.2%

TOYOTA RAV 546 1.5% 452 1.2%

HYUNDAI iX35 535 1.4% 315 0.8%

RENAULT 
Duster

351 1.0% 276 0.7%

VW Tiguan 291 0.8% 266 0.7%

SUV TOTAL 6 165 16.7% 5 915 15.4%

SPORT AND 
EXOTICS

TOYOTA 86 30 0.1% 50 0.1%

PORSCHE 911 29 0.1% 3 0.0%

PORSCHE 
Cayman

24 0.1% 5 0.0%

JAGUAR F-Type 20 0.1% 17 0.0%

AUDI TT 19 0.1% 16 0.0%

SPORT AND EXOTICS TOTAL 174 0.5% 158 0.4%

CROSSOVER

FORD EcoSport 1 218 3.3% 525 1.4%

NISSAN 
Qashqai

411 1.1% 175 0.5%

JEEP Compass 182 0.5% 231 0.6%

MAZDA CX-5 175 0.5% 22 0.1%

MERCEDES 
GLA

124 0.3% 0 0.0%

CROSSOVER TOTAL 2 851 7.7% 2 245 5.9%

GRAND TOTAL 36 923 38 374

South African Vehicle Sales Figures at the End of January 2015

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.

Toyota’s RAV4 had a bumper sales month in January to pip the 
Hyundai ix35 for runner-up spot to the Toyota Fortuner in the 
competitive SUV segment.
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TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR JANUARY 2015 

MANUFACTURER TYPE 2015 SHARE 2014 SHARE

VOLKSWAGEN SA

VW POLO Vivo 
Hatch/Sedan

3 002 8.1% 2 965 7.7%

VW Polo 1 924 5.2% 2 414 6.3%

VW Golf 7 585 1.6% 732 1.9%

AUDI A4 314 0.9% 350 0.9%

VW Tiguan 291 0.8% 266 0.7%

VOLKSWAGEN GROUP SA TOTAL 7 794 21.1% 9 336 24.3%

TOYOTA

TOYOTA Etios 1 820 4.9% 2 250 5.9%

TOYOTA Corolla 
Quest

1475 4.0% 0 0.0%

TOYOTA Corolla 879 2.4% 1 110 2.9%

TOYOTA 
Fortuner

721 2.0% 826 2.2%

TOYOTA RAV 546 1.5% 452 1.2%

TOYOTA TOTAL 6 741 18.3% 6 274 16.3%

AMH

HYUNDAI 
Grand i10

1 528 4.1% 2 0.0%

KIA Rio 538 1.5% 634 1.7%

HYUNDAI iX35 535 1.4% 315 0.8%

KIA Picanto 506 1.4% 392 1.0%

KIA Sportage 273 0.7% 95 0.2%

AMH TOTAL 4 517 12.2% 5 331 13.9%

FMC

FORD EcoSport 1 218 3.3% 525 1.4%

FORD Figo 778 2.1% 1 446 3.8%

FORD Fiesta 651 1.8% 745 1.9%

FORD Kuga 273 0.7% 335 0.9%

FORD Ikon 156 0.4% 60 0.2%

FMC TOTAL 3 229 8.7% 3 681 9.6%

BMW GROUP

BMW 3-Series 822 2.2% 1 107 2.9%

BMW 1-Series 461 1.2% 477 1.2%

BMW 4-Series 261 0.7% 173 0.5%

BMW 2-Series 220 0.6% 0 0.0%

BMW X5 158 0.4% 58 0.2%

BMW GROUP TOTAL 2 531 6.9% 2 480 6.5%

MERCEDES-BENZ 
SA

MERCEDES 
C-Class

1 116 3.0% 729 1.9%

MERCEDES 
A-Class

285 0.8% 317 0.8%

MERCEDES 
CLA

176 0.5% 215 0.6%

MERCEDES 
E-Class

158 0.4% 218 0.6%

MERCEDES 
M-Class

152 0.4% 162 0.4%

MERCEDES-BENZ SA TOTAL 2 288 6.2% 1 963 5.1%

NISSAN

DATSUN GO 603 1.6% 0 0.0%

NISSAN 
Qashqai

411 1.1% 175 0.5%

NISSAN X-Trail 278 0.8% 85 0.2%

NISSAN Almera 232 0.6% 163 0.4%

NISSAN Micra 207 0.6% 253 0.7%

NISSAN TOTAL 1 921 5.2% 1 181 3.1%

TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR JANUARY 2015 

MANUFACTURER TYPE 2015 SHARE 2014 SHARE

GMSA/ISUZU 
TRUCKS

CHEV Spark 655 1.8% 1 101 2.9%

CHEV Aveo 357 1.0% 183 0.5%

CHEV Cruze 187 0.5% 330 0.9%

OPEL Corsa 165 0.4% 98 0.3%

CHEV Captiva 124 0.3% 130 0.3%

GMSA TOTAL 1 827 4.9% 2 255 5.9%

RENAULT

RENAULT 
Sandero II

502 1.4% 0 0.0%

RENAULT 
Clio IV

398 1.1% 685 1.8%

RENAULT 
Duster

351 1.0% 276 0.7%

RENAULT 
Megane III

25 0.1% 36 0.1%

RENAULT 
Sandero

24 0.1% 276 0.7%

RENAULT TOTAL 1 314 3.6% 1 369 3.6%

HONDA

HONDA Brio 587 1.6% 203 0.5%

HONDA Ballade 230 0.6% 61 0.2%

HONDA CR-V 166 0.4% 195 0.5%

HONDA Mobilio 108 0.3% 0 0.0%

HONDA Civic 26 0.1% 66 0.2%

HONDA TOTAL 1 144 3.1% 655 1.7%

CHRYSLER SA

JEEP Compass 182 0.5% 231 0.6%

JEEP Grand 
Cherokee

174 0.5% 309 0.8%

JEEP Wrangler 124 0.3% 172 0.4%

DODGE 
Journey

91 0.2% 74 0.2%

JEEP Cherokee 82 0.2% 9 0.0%

CHRYSLER SA TOTAL 720 2.0% 864 2.3%

MAZDA SA
PCSA

MAZDA 3 228 0.6% 0 0.0%

MAZDA CX-5 175 0.5% 0 0.0%

MAZDA 2 68 0.2% 0 0.0%

MAZDA 6 42 0.1% 0 0.0%

MAZDA 5 11 0.0% 0 0.0%

MAZDA SA TOTAL 526 1.4% 0 0.0%

SUZUKI

SUZUKI Swift 258 0.7% 133 0.3%

SUZUKI Jimny 77 0.2% 84 0.2%

SUZUKI Celerio 53 0.1% 0 0.0%

SUZUKI Ertiga 50 0.1% 0 0.0%

SUZUKI Splash 28 0.1% 0 0.0%

SUZUKI TOTAL 509 1.4% 487 1.3%

JAGUAR LAND 
ROVER

L-R Discovery 4 160 0.4% 242 0.6%

L-R Range 
Rover Evoque

112 0.3% 137 0.4%

L-R Range 
Rover Sport

103 0.3% 200 0.5%

JAGUAR XF 50 0.1% 92 0.2%

L-R Range 
Rover

23 0.1% 50 0.1%

JAGUAR LAND ROVER TOTAL 485 1.3% 791 2.1%

continued on next page 

PLEASE NOTE: Figures courtesy of SA Department of Trade and Industry and Lightstone Auto. Mercedes-Benz audited sales volumes from October 2014 refl ect estimates calculated from the 
aggregated volumes reported by MBSA.
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TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR JANUARY 2015 

MANUFACTURER TYPE 2015 SHARE 2014 SHARE

MITSUBISHI 
MOTORS

MITSUBISHI 
ASX

88 0.2% 147 0.4%

MITSUBISHI 
Mirage

87 0.2% 0 0.0%

MITSUBISHI 
Pajero

72 0.2% 59 0.2%

MITSUBISHI 
Pajero Sport

51 0.1% 75 0.2%

MITSUBISHI 
Outlander

3 0.0% 1 0.0%

MITSUBISHI MOTORS SA TOTAL 301 0.8% 295 0.8%

VOLVO CARS

VOLVO V40 75 0.2% 65 0.2%

VOLVO S60 66 0.2% 34 0.1%

VOLVO XC60 53 0.1% 66 0.2%

VOLVO V40 CC 17 0.0% 22 0.1%

VOLVO XC70 16 0.0% 0 0.0%

VOLVO CARS TOTAL 234 0.6% 203 0.5%

PORSCHE

PORSCHE 
Cayenne

62 0.2% 19 0.0%

PORSCHE 
Macan

37 0.1% 0 0.0%

PORSCHE 911 29 0.1% 3 0.0%

PORSCHE 
Cayman

24 0.1% 5 0.0%

PORSCHE 
Boxster

17 0.0% 0 0.0%

PORSCHE TOTAL 175 0.5% 43 0.1%

PCSA

PEUGEOT 208 57 0.2% 100 0.3%

CITROEN C1 22 0.1% 22 0.1%

PEUGEOT 107 16 0.0% 26 0.1%

PEUGEOT 2008 15 0.0% 1 0.0%

CITROEN DS3 10 0.0% 28 0.1%

PCSA TOTAL 136 0.4% 267 0.7%

AAD

CHERY QQ3 50 0.1% 63 0.2%

CHERY J2 37 0.1% 44 0.1%

CHERY Tiggo 30 0.1% 37 0.1%

CHERY J3 0 0.0% 3 0.0%

CHERY J5 0 0.0% 2 0.0%

AAD TOTAL 117 0.3% 149 0.4%

FIAT GROUP

FIAT 500 55 0.1% 83 0.2%

ALFA Giulietta 17 0.0% 12 0.0%

FIAT 500L 9 0.0% 10 0.0%

FIAT Panda 8 0.0% 20 0.1%

FIAT Qubo 8 0.0% 8 0.0%

FIAT GROUP TOTAL 103 0.3% 259 0.7%

MAHINDRA

MAHINDRA 
XUV

60 0.2% 65 0.2%

SSANGYONG 
Korando

14 0.0% 8 0.0%

MAHINDRA 
Xylo

12 0.0% 11 0.0%

MAHINDRA 
Scorpio

6 0.0% 3 0.0%

MAHINDRA 
Quanto

4 0.0% 22 0.1%

MAHINDRA TOTAL 96 0.3% 110 0.3%

 continued from previous 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.

TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR JANUARY 2015 

MANUFACTURER TYPE 2015 SHARE 2014 SHARE

SUBARU

SUBARU 
Forester

46 0.1% 65 0.2%

SUBARU XV 32 0.1% 18 0.0%

SUBARU 
Outback

3 0.0% 5 0.0%

SUBARU WRX 2 0.0% 0 0.0%

SUBARU 
Legacy

1 0.0% 3 0.0%

SUBARU TOTAL 84 0.2% 92 0.2%

GWMSA TOTAL

GWM H5 75 0.2% 31 0.1%

GWM M4 0 0.0% 2 0.0%

GWM H6 0 0.0% 30 0.1%

GWM C20R 0 0.0% 36 0.1%

GWM C10 0 0.0% 7 0.0%

GWMSA TOTAL 75 0.2% 112 0.3%

TATA

TATA B-Line 35 0.1% 125 0.3%

TATA Indica 
Vista

8 0.0% 17 0.0%

TATA Manza 1 0.0% 13 0.0%

TATA Aria 0 0.0% 2 0.0%

TATA TOTAL 44 0.1% 157 0.4%

FERRARI

FERRARI 
California

5 0.0% 0 0.0%

FERRARI 458 
Speciale

3 0.0% 0 0.0%

FERRARI F12 0 0.0% 5 0.0%

FERRARI 458 
Spider

0 0.0% 8 0.0%

FERRARI TOTAL 8 0.0% 13 0.0%

MASERATI

MASERATI 
GranCabrio

2 0.0% 2 0.0%

MASERATI 
Quattroporte

1 0.0% 3 0.0%

MASERATI 
GranTurismo

1 0.0% 2 0.0%

MASERATI TOTAL 4 0.0% 7 0.0%

GRAND TOTAL 36 923 100.0% 38 374 100.0%

TOP 5 SELLING PASSENGER CARS FOR JANUARY 2015

TYPE 2015 2015 SHARE

VW Polo Vivo Hatch/Sedan 3 002 8.1%

VW Polo 1 924 5.2%

TOYOTA Etios 1 820 4.9%

HYUNDAI Grand i10 1 528 4.1%

TOYOTA Corolla Quest 1 475 4.0%

36 923

 TOP 5 SELLING LIGHT COMMERCIAL VEHICLES FOR JANUARY 2015

TYPE 2 015 2015 SHARE

TOYOTA Hilux 2 605 19.3%

FORD Ranger 2 365 17.5%

NISSAN NP200 1 250 9.3%

TOYOTA Quantum 1 222 9.1%

CHEV Utility 1 162 8.6%

13 486
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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 LIGHT COMMERCIAL VEHICLE MARKET BY TYPE FOR JANUARY 2015

NAAMSA 
STANDARD

TYPE 2015 SHARE 2014 SHARE

SUB ONE-TON

NISSAN NP200 1 250 9.3% 1 171 9.2%

CHEV Utility 1 162 8.6% 1 332 10.5%

DAIHATSU 
Gran Max

40 0.3% 97 0.8%

SUB ONE-TON TOTAL 2 452 18.2% 2 600 20.5%

ABOVE ONE-TON 
DCAB

FORD Ranger 1 227 9.1% 941 7.4%

TOYOTA Hilux 920 6.8% 856 6.7%

ISUZU KB 344 2.6% 320 2.5%

VW Amarok 201 1.5% 303 2.4%

TOYOTA 
Landcruiser PU

116 0.9% 56 0.4%

ABOVE ONE-TON DCAB TOTAL 3 270 24.2% 3 092 24.3%

ABOVE ONE-TON 
SCAB

TOYOTA Hilux 1 277 9.5% 1 619 12.7%

NISSAN NP300 
Hardbody

768 5.7% 369 2.9%

FORD Ranger 726 5.4% 421 3.3%

ISUZU KB 614 4.6% 725 5.7%

HYUNDAI H100 
Bakkie

333 2.5% 117 0.9%

ABOVE ONE-TON SCAB TOTAL 4 771 35.4% 4 469 35.2%

ABOVE ONE-TON 
XCAB

FORD Ranger 412 3.1% 297 2.3%

TOYOTA Hilux 408 3.0% 297 2.3%

ISUZU KB 203 1.5% 226 1.8%

NISSAN Navara 57 0.4% 7 0.1%

MAZDA BT-50 25 0.2% 62 0.5%

ABOVE ONE-TON XCAB TOTAL 1 110 8.2% 899 7.1%

MINIBUS

TOYOTA 
Quantum

1 137 8.4% 1 051 8.3%

NISSAN NV350 
Taxi

168 1.2% 0 0.0%

VW Caddy 44 0.3% 43 0.3%

VW T5 
Transporter 
Cr-Bus

42 0.3% 24 0.2%

JINBEI Haise 37 0.3% 0 0.0%

MINIBUS TOTAL 1 476 10.9% 1 181 9.3%

PANEL VAN

VW Caddy 102 0.8% 119 0.9%

TOYOTA 
Quantum

85 0.6% 44 0.3%

FORD Transit 
Custom

29 0.2% 41 0.3%

FIAT Fiorino 28 0.2% 30 0.2%

TOYOTA Avanza 28 0.2% 12 0.1%

PANEL VAN TOTAL 407 3.0% 463 3.6%

GRAND TOTAL 13 486 100.0% 12 704 100.0%

THE TOP SOUTH AFRICAN HCV / MCV MARKET FOR JANUARY 2015
(MEDIUM, HEAVY & EXTRA HEAVY COMMERCIALS, & BUSSES)

MANUFACTURER CATEGORY 2015 SHARE

GMSA/ISUZU TRUCKS

MCV 105 5.6%

HCV 51 2.7%

XHV 36 1.9%

BUS 1 0.1%

GMSA TOTAL 193 10.3%

TOYOTA

MCV 85 4.6%

HCV 53 2.8%

XHV 25 1.3%

TOYOTA TOTAL 163 8.7%

SCANIA
XHV 133 7.1%

BUS 11 0.6%

SCANIA TOTAL 144 7.7%

IVECO

MCV 65 3.5%

HCV 4 0.2%

XHV 62 3.3%

BUS 2 0.1%

IVECO TOTAL 133 7.1%

TATA

MCV 40 2.1%

HCV 35 1.9%

XHV 29 1.6%

BUS 7 0.4%

TATA TOTAL 111 6.0%

MAN

HCV 7 0.4%

XHV 56 3.0%

BUS 45 2.4%

MAN TOTAL 108 5.8%

VOLKSWAGEN GROUP SA MCV 105 5.6%

VOLKSWAGEN GROUP SA TOTAL 105 5.6%

FAW

MCV 0 0.0%

HCV 39 2.1%

XHV 9 0.5%

FAW TOTAL 48 2.6%

JMC MCV 25 1.3%

JMC TOTAL 25 1.3%

POWERSTAR
HCV 0 0.0%

XHV 17 0.9%

POWERSTAR TOTAL 17 0.9%

BABCOCK
HCV 0 0.0%

XHV 16 0.9%

BABCOCK TOTAL 16 0.9%

FMC MCV 14 0.8%

FMC TOTAL 14 0.8%

AMH MCV 11 0.6%

AMH TOTAL 11 0.6%

FIAT GROUP MCV 3 0.2%

FIAT GROUP TOTAL 3 0.2%

PCSA MCV 2 0.1%

PCSA TOTAL 2 0.1%

VDL BUS & COACH SA BUS 2 0.1%

VDL BUS & COACH SA TOTAL 2 0.1%

GRAND TOTAL 1 865 100.0%

THE TOP SOUTH AFRICAN HCV / MCV MARKET FOR JANUARY 2015
(MEDIUM, HEAVY & EXTRA HEAVY COMMERCIALS, & BUSSES)

MANUFACTURER CATEGORY 2015 SHARE

MERCEDES-BENZ SA

MCV 166 8.9%

HCV 40 2.1%

XHV 288 15.4%

BUS 15 0.8%

MERCEDES-BENZ SA TOTAL 509 27.3%

VOLVO GROUP
SOUTHERN AFRICA

MCV 17 0.9%

HCV 88 4.7%

XHV 152 8.2%

BUS 4 0.2%

VOLVO TRUCKS TOTAL 261 14.0%
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Picture Page

Those that have them say Ford’s Model A is an extremely usable 
piece of automotive history, despite, being over 70 years old! This 
one is known as Betsy. Photo by Stuart Johnston

Triumph TR3A for sale at Piston Ring in mid-February. 
It didn’t last the morning, sold by 11 am for a six-fi gure 
sum. Photo by Stuart Johnston

Genuine Lotus Twin Cam motor, in appropriate surroundings - 
see Back Page! Photo by Stuart Johnston

A 1955 Chevy pick-up. No, the factory never made them like this, the 
El Camino was still a few years away. Photo by Stuart Johnston

Classic Volvo P1800 leading Alfas and a Lotus Elan at the 
Festival of Speed, Zwartkops, in late January. Photo by 
Stuart Jonston

Rare muscle. 1969 Chev Camaro RS, which stands for 
Rally Sport. Photo by Stuart Johnston
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BY STUART JOHNSTON

Let’s get this straight. Th e Lotus Cortina was never 
available for sale here, although Ford brought in two 
race-spec cars for Koos Swanepoel and Basil van 
Rooyen to drive, and there were a couple more pri-
vate examples raced, by people like Nick Kingwill, 
Bernie Podmore and a few other guys between 1964 
and 1966.

But you hardly ever saw one on the road. Th e 
very few examples you see here in South Africa 
these days just about all came from Zim, then 
known as Rhodesia. Of course, many people want 
Lotus Cortinas, so many surviving two-door 1200 
Deluxe Cortinas have been turned into Lotus 
look-alikes.

And some two-door GTs, also never available 
here but sold in Rhodesia, have oft en received the 
same Lotus-like treatment.

Th is means they should be painted a colour that 
is just on the cream side of white, and the fl ashes on 
the sides should be olive green, not grass-green. Th e 
grille should be painted black, and the bumpers are 
not full at the front, but quarter bumpers, exposing 
the three air-intake slots on the valance. It is said 
they came from an Anglia panel van!

Oh and there was a yellow Lotus badge on the 
grille and one on each rear fl ank, just below 
the green fl ash. Th e suspension was lowered all 
round, and the rims were 5,5J pressed wide-rims, 
with hubcaps.

Inside, the dash is Lotus specifi c, and the seats 
are also Lotus-only, as is the steering wheel–wood-
en with a Lotus emblem–and the gear-knob. Very 
early cars had aluminium bonnet, boot-lid and 
doors but these were replaced by steel in later pro-
duction, from about 1964 or so. Early cars also had 
a troublesome rear axle set-up with an A-bracket on 
the diff  and coils, but this caused the diff  to crack 
its aluminium housing, and run dry of oil, so Ford-
Lotus reverted to a stock leaf spring arrangement 
and steel diff  housing for later Mk I Lotus Cortinas.

Under the bonnet was the 1  558 cc twin cam 
motor with side-draught Webers that Colin 
Chapman, founder of Lotus, had developed from 
the Cortina cylinder block, for the Lotus Elan. It is 
said that Jim Clark came to test the prototype al-
most by chance one Friday evening.

Jim Clark, one of the fi nest race drivers in 
the sport’s history (World Champion in 1963 and 
1965 and then killed racing a Lotus-Cosworth in a 
Formula 2 race at Hockenheim, in Germany, in April 
1968) needed to get home from the Lotus works in 
Chestnut, England, to Scotland and was hoping to 
borrow a Ford Galaxie for the job. His boss, Colin 
Chapman said to Jim: “Why not take that Anglia 
over there? Jim, looking a bit grumpy, said, och, 
okaaay (he was a polite Scot) and off  he went.

His grumpiness soon turned to delight as he 
was passing Mk II Jaguars and the like on his way 
home in the gloom that evening, revelling in the 
Lotus Twin Cam mill that Chapman had installed 
in the car.

Th at was late 1962, apparently, and the next 
year the Lotus Cortina was a reality, launched about 
the same time as Ford’s go-faster Cortina, the push-
rod 1500 cc GT.

Of course Jim Clark went on to win the 1964 
British Saloon Car Championship in a Lotus 

Cortina, and here in South Africa Cape Town’s 
Koos Swanepoel did likewise in one of the cars Ford 
imported for him to race, with preparation done 
by the wizardly Willie Meissner. Basil van Rooyen, 
who incidentally is an avid AutoLive reader, fi n-
ished a close second, and he had his reward by win-
ning the 1966 Saloon Car Championship here in a 
Ford Mustang.

Th ose were the days when Fords were the hot ticket 
as far as the go-faster boys were concerned and just 
about every Cortina owned by a young dude had 
lowered the suspension and a grille painted matt 
black, in honour of Koos and Basil.

It was great to see this genuine example of a 
1965 Lotus Cortina at Piston Ring the other day, 
owned by Sam Widdop. How can you tell it’s genu-
ine? Well, the Lotus versions of the Cortina two-
door shell had fl ip-out rear windows, while our ones 
here were fi xed. And when Sam opened the bonnet, 
there was the genuine twin cam article. ■

Genuine Mk I Lotus Cortina, circa 1965. Earlier ones had no fresh air vents on the rear 
roof pillars. Photo by Stuart Johnston

Lotus Cortina – Match Made in Motorsport Heaven

It is said that Jim Clark came 
to test the prototype almost by 

chance one Friday evening. ... Just about every Cortina owned 
by a young dude had lowered the 

suspension and a grille painted matt 
black, in honour of Koos and Basil.
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