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BY ROGER HOUGHTON

Innovation Group South Africa may be part of a 
major, global provider of business process services 
and soft ware solutions to the insurance, automotive 
and property industries and operates out of a large, 
imposing offi  ce block in Randburg, Gauteng, but 
it is still able to come up with unique solutions for 
 individual clients.

“Th is ability to adapt and tailor our off erings 
and services to meet the specifi c requirements of 
an individual customer is one of the reasons for 
our continued growth in a tough market in South 
Africa” explained Trevor van Rensburg, Assistant 
Executive: Sales and Marketing: Automotive, in an 
exclusive interview with AutoLive.

“We can also call on the resources and expe-
rience of other Innovation Group operations ser-
vicing 13 of the largest insurance markets in the 
world, spanning North America, Europe, Asia 
and Australia as well as the large amount of home-
grown expertise we have built up in South Africa,” 
added Van Rensburg.

Innovation Group’s South African operation, 
which developed over the years from Corporate 
Warranty Administrators (CWA) and the Equals 
Group, services a number of OEMs and import-
ers locally, including Toyota, Lexus, Ford, Mazda, 
Jaguar, Land Rover, Volvo, Nissan, VW Mastercars 
and Suzuki. It currently supports more than a mil-
lion vehicles on South African roads.

However, the group is particularly proud of its 
joint achievements with Toyota SA Motors (TSAM) 
which stems from a relationship that goes back 
to 2002 when the company was fi rst appointed to 
perform an administrative role for Toyota’s newly-
launched inclusive service plans.

Th is role initially involved the reimbursement 
of dealers for service claims which were processed 
through Toyota’s automated Service Plus system. 
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Subsequently the focus on customer 
retention has intensifi ed as the rela-
tionship between the two companies 
has evolved and strengthened.

Innovation Group and Toyota set 
out to pioneer products and services 
that extended the initial vehicle pos-
session period to off er owners ben-
efi ts and peace of mind for a longer 
period of ownership. Th e Extended 
Warranty and Extended Service Plan 
now ensure customers are kept with-
in the franchise dealer network for 
longer and have their vehicles fi tted 
with genuine Toyota parts by trained 
technicians, which have important 
benefi ts both in terms of vehicle reli-
ability and aff ordability.

Th is includes the develop-
ment of a Toyota Genuine Extended 
Warranty in which cover can be ex-
tended to six years or 220 000km to 
ensure customer peace of mind.

Originally the joint business 
plan was to retain at least 10% of 
the 10  000-odd drivers who buy a 
new Toyota vehicle each month as a 
genuine parts and service customer 
for longer than Toyota’s standard 
3-year/100 000km factory warranty.

However, the programme is 
proving far more successful than 
originally anticipated, with approxi-
mately 5 500 extended warranty and 
service plans being sold through 
the Toyota dealer network and 
Innovation Group’s contact centres 
each month. Th is amazing perfor-
mance means that more than 50% of 
Toyota customers continue returning 
to their dealership far longer than the 
original warranty period which is ob-
viously very good for business.

“Th ere are two, fundamental 
diff erentiating factors that defi ne 

Innovation Group’s 
services,” says John 
Th omson, TSAM 
General Manager – 
Dealer Service and 
Parts Operations. “Th e 
fi rst is the eff ective way 
Innovation Group’s 
fi eld staff  operates 
under the Toyota 
Genuine divisional 
head. Th e second is the postioning of 
the claims staff  in-house at the Toyota 
SA head offi  ce in Sandton.”

David Dawson heads up 
the Toyota Genuine Division at 
Innovation Group and has 13 fi eld 
staff  each servicing 20–25 dealers, 
which they visit regularly to pro-
vide support and training. Recently 
six of the vehicles used by these 
team members were replaced at 
a combined distance covered of 
1.5-million kilometres.

“Toyota’s decision to implement 
branded extended plans met with 
some internal resistance from the 
dealers in the early stages as change 
that is not proven is diffi  cult to sell,” 
explained Dawson.

“Some believe an organisation 
such as Toyota, which boasts a solid, 
successful past does not always re-
quire a diff erent off ering. However, 
the Toyota Genuine Extended plan 
soon proved its value as a power-
ful customer retention tool and has 
sparked healthy competition among 
the various dealers in terms of their 

performance in this programme”.
Dawson went on to say that the 

Toyota business model hinges on 
service centres covering all the deal-
ership costs while vehicle sales gen-
erate profi t. During the recession of 
2007/2008 the ongoing, sustainable 
operation of the service centres en-
sured that no Toyota dealer closed as 
a result of poor vehicle sales.

“At Innovation Group we are 
acutely aware of Toyota’s outstanding 
customer service record and we know 
that as outsourcing partners, we need 
to have the same level of commit-
ment to continuous improvement, 
or Kaizen, that exists in the extended 
Toyota family,” said Dawson.

Th e man at the head of Toyota 
Genuine at Innovation Group went 
on to say that future developments for 
the partnership include automating 
sales and claims processes, while the 
MyToyota digital app is already prov-
ing an eff ective selling tool for Toyota 
Genuine Extended products.

“We are very proud of what 
we have already achieved with our 
Toyota partnership as this is an ex-
cellent example of the commitment 
of our group to fl exibility and in-
novation which enables us to pro-
vide tailored solutions to meet to-
day’s demands and adapt faster to 
the needs of tomorrow,” concluded 
Van Rensburg. ■
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More than 50% of Toyota 
customers continue 

returning to their dealership 
far longer than the 

original warranty period.
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Editor’s Note
UNIONS START SABRE-
RATTLING EARLY

Although the local mo-
tor industry is still more than 
a year away from the three-
yearly wage and working 
condition bargaining with 
the trade unions there is al-
ready sabre-rattling that does 
not bode well for an industry 
under increasing pressure in 
terms of the cost of labour, 
energy and logistics as well as lagging productivity levels 
when competing on the world stage.

Now that the National Union of Metalworkers of SA 
(Numsa) is contemplating becoming a political movement 
a new union, the Liberated Metalworkers Union of SA 
(Limusa), has been established and is already challenging 
Toyota for plant recognition. We all know what happened 
when two feuding unions – NUM and newly-formed AMCU 
– banged heads in the mining sector. Let’s hope the metal-
workers do not follow a similar path.

Meanwhile two Nissan executives have given stern warn-
ings regarding labour stability. Mike Whitfi eld Nissan SA 
CEO and President, said a stable labour environment was 
a key driver for motor industry growth and added that it is 
wrong to think that global vehicle manufacturers would not 
pull out of SA due to exorbitant exit costs as they would be 
less than exiting Australia, which is happening already with 
Ford, General Motors and Toyota.

Another Nissan executive, Vincent Cobee, who is one 
of these responsible for the Datsun brand, stressed during 
a visit to SA that labour stability was essential when look-
ing at potential manufacturing sites for Nissan’s reborn, 
aff ordable brand.

Let’s hope the union leaders and their members are 
mindful of possible consequences of future industrial action 
in the vehicle and component manufacturing sectors.

Roger Houghton,
Editor
houghtonr@mwebbiz.co.za

MONTHLY SALES STATISTICS

The growing amount of advertising in AutoLive has made it necessary to relocate the four pages 
of detailed monthly, vehicle sales analysis on the website www.autolive.co.za.

CLICK HERE to access

DR GEORGE NYABADZA, CEO SEWELLS GROUP SA

Reaching a pinnacle of performance in South Africa’s intensively competitive motor business 
and being adjudged the best-of-the-best in today’s challenging economy, takes enormous com-
mitment and very special skills, said Dr George Nyabadza at the Sewells Group Businessman 
of the Year awards banquet held in Johannesburg recently.

“Each of our 17 nominees has had to master the Art and Science of automotive retailing on 
our sub-continent, and each of them should now be able to equal or better other motor dealers 
across the world.’

“Th e ‘art’ side of that equation is in winning the hearts of customers and dealer staff , and 
the ‘science’ is exemplifi ed in the eight leadership spheres that produce fi ve distinct models 
which Sewells Group advocates with its dealer clients in this challenging business sector.”

Th ese models encompass:
 ■ Achievement of impeccable fi nancials (as typifi ed by the Sewells MRA system)
 ■ Sustenance of appropriate business practice systems
 ■ Developing the capacity to deliver and sustain outstanding customer experiences
 ■ Leadership provided by the dealer principals, and
 ■ Implementation of an overall strategy and vision for the business

Winners

Most franchised dealers in South Africa participate in the benchmarking process where 
Dealership fi nancials and a large range of key statistics are uploaded using the Sewells Online 
System (eSOS) which then allows dealers to immediately view their own individual results. 
Sewells can then view collective industry benchmarks and rate the business achievement re-
fl ected in a spread of the key performance indicators (KPI).

Th e Sewells Group Businessman of the Year, endorsed by the National Automobile 
Dealers’ Association, is South Africa’s longest-running measurement of excellence in the per-
formance of motor dealers. Five nominees are then selected in each of the three size categories, 
and the winners are announced at the prestigious awards banquet.

Th e winners of the 2014 Sewells Group Businessman of the Year are:
Large Category – Gerhard van Zyl, NTT VW East London
Medium Category – Shaun Scholtz, Buff alo Toyota Mthatha
Small Category – Chris Drummond, Suzuki Pretoria
The Most Improved Performance Group Member for 2014 – Craig Gillesen, Eagle 
Ford Johannesburg ■

Mastering the ‘Art and Science’ 
of Automotive Retailing

Gerhard van Zyl. Shaun Scholtz. Chris Drummond. Craig Gillesen.

http://www.autolive.co.za/stats/sales_stats71.pdf
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KPMG Global Auto survey reports 
short-term market issues still taking 
priority over strategic innovations

Th e automotive sector is feeling pressure from 
two sides: On the one side increasingly strict 
regulatory standards all over the world demand 
a strong focus on the optimisation of traditional 
powertrain technologies and heavy investments 
into alternative drive trains. On the other side 
consumers are becoming increasingly tech-savvy 
creating a completely new mobility culture where 
consumers not only expect, but demand, new and 
innovative services.

And, according to the latest KPMG 
International’s Global Automotive Executive 
Survey, it seems that automotive executives’ future 
agendas are lagging behind, with breakthrough de-
velopments in the connectivity and mobility service 
space assigned a lower priority – but is this strategy 
sustainable?

Now in its 16th consecutive year, KPMG 
International’s latest Global Automotive Executive 
Survey of 200 automotive executives reports that 
short-term market issues once again take prec-
edence over strategic innovations. Th e top three 
trends have not only remained the same, but actual-
ly increased in importance over the past three years:

 ■ Market growth in emerging markets
 ■ Downsizing and optimisation of the internal 
combustion engine (ICE)

 ■ Increasing use of platforms and 
standardisation of modules.

For the next fi ve years, respondents see consumers 
still fi xated on traditional product issues that will 
drive their purchasing decisions. As in the last two 
years, the industry sees fuel effi  ciency as the most 
important consumer consideration when buying a 
car, followed by enhanced vehicle lifespan, safety 
innovation and ergonomics/comfort.

“Interestingly, the recent decline in global fuel 
prices has occurred post the actual survey inter-
views and therefore the positive impact is not con-
sidered in these results” said Gavin Maile, KPMG 

Automotive Sector Head in South Africa, but he 
does not expect this “temporary” decline to impact 
consumer buying preferences. “However, fuel is 
expected to be cheaper in the future as additional 
capacity comes on stream (including shale gas) and 
this has shift ed investment priorities away from al-
ternative fuel sources”, he adds.

Meanwhile, innovations in technology-enabled 
connectivity between driver, car and its environ-
ment rank in the bottom four of ten vehicle features 
that respondents think consumers will desire be-
tween now and 2020:

 ■ Plug-in solutions for navigation, speech 
recognition and mobile internet devices

 ■ Vehicle-bound internet connectivity and 
built-in technologies such as navigation and 
speech recognition

 ■ Telematics/personal assistance services
 ■ Use of alternative fuel technologies such 
as fuel cell electric power, bio-fuels and 
solar power

“Our research shows that the auto industry is, for 
the most part, sticking to the tried and true and 
they believe this is what their customers want and 
where future prosperity will come from in the next 
fi ve years,” says Dieter Becker, KPMG’s Global Head 
of Automotive Services. “Over half of respondents 
to our survey think it is somewhat unlikely or not 
at all likely, that a major disruption to existing busi-
ness models will happen in the next fi ve years.”

Correspondingly, two thirds of respondents see or-
ganic growth as the most important strategy going 
forward. In second place is expansion of the value 
chain and diversifi cation. As a slight nod to re-
spondents’ growing recognition of the importance 
of diversifi cation and innovation, cooperation with 
players from converging industries (e.g. utilities, 
information communication technologies) repre-
sented a close third.

In order to survive, respondents believe that the 
majority of globally established original equipment 
manufacturers (OEMs) will go at it alone rather 
than partner with others. Emerging market OEMs, 
on the other hand, are more likely to favour strong-
er alliances, to achieve the critical mass necessary to 
compete eff ectively with the big players.

“Th e traditional automotive players will need to 
check their blind spots in a proactive way as the tre-
mendous growth we are seeing in new technologies 

and customisation options are likely to completely 
change the automotive ecosystem as we know it to-
day”, comments Becker.

While downsizing remains the number one 
powertrain investment area globally, in the mature 
TRIAD* countries the enthusiasm for this form 
of development has declined from last year. Th e 
BRIC** countries, on the other hand, have only 
seen a very minor drop likely as a result of the lower 
emissions requirements in these countries.

Fuel cells attracting increasing investment – 
but when will it pay off ?

When it comes to alternative powertrains, fuel 
cells have moved ahead of previous number two 
slot holder, battery electrifi ed vehicles to become 
the number two priority this year. Plug-in hybrids 
and battery electrifi ed vehicles come in fourth and 
fi ft h respectively.

However, there appears to be a mismatch be-
tween auto executives’ investment plans and their 
views on customer demand. When asked what type 
of e-vehicles consumers will be purchasing by 2020, 
respondents placed plug-in hybrids in the top spot, 
followed by battery electrifi ed vehicles, with fuel 
cells at number three.

According to Becker: “Despite announcements 
from the majors about their intent to market fuel 
cell electric vehicles in 2015, our research shows 
that this segment is unlikely to gain anything more 
than a tiny proportion of consumers. In 2020, less 
than one in 20 vehicles are forecast to have electri-
fi ed powertrains, the majority of which will be still 
largely fossil fuel-dependent full or partial hybrids.”

 ■ For more information, the full survey report 
and an interactive regional comparison tool, 
please visit www.kpmg.com/GAES2015

About the 16th Global Automotive 
Executive Survey 2015
It surveyed 200 senior executives by phone in-
cluding automakers, suppliers, dealers, fi nancial 
service providers and mobility service providers 
from 31 countries in July and August 2014. Th irty 
eight percent of the respondents are based across 
Europe, Middle East and Africa, 36 percent in the 
Asia Pacifi c region and 26 percent in the Americas. 
All of the participants represent companies with 
annual revenues greater than US$100 million, and 
39 percent work for organizations with revenues of 
over US$10 billion. ■

Gavin Maile, the Automotive Sector Head 
of KPMG SA.

Automotive Executives Sticking 
To Business Basics

The traditional automotive players 
will need to check their blind 

spots in a proactive way.

Fuel cells have moved ahead of 
battery electrifi ed vehicles to become 

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

 account in your hands (no contracts required!)

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

Make your ads...

In other words, you can sell more and faster. 

http://www.gumtree.co.za/pages/autodealers
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Dealers Wanted
The recent visit to SA by two Mickey Thompson 
tyre specialists from the US and Australia has 
provided not only inspirational messages and im-
portant information to those people who attended 
their training and information-sharing sessions in 
Johannesburg and Pretoria, but has also ignited in-
terest in companies and individuals keen to distrib-
ute these premium tyres.

“We have already had a number of approaches 
from people interested in becoming distributors of 
Mickey Thompson tyres and rims, but are hoping 
the publicity and word-of-mouth drummed up by 
the visit and the important information they pro-
vided will attract even more potential dealers to our 
current nationwide network of tyre dealers and spe-
cialist 4×4 outlets selling these products,” said Robin 
Houghton, the Managing Director of Gauteng-
based Automotive Technology Specialists (ATS). 
(See advertisement below for contact details). ■

Electricity-Generating Tyre
Goodyear displayed its latest tyre concept at the 
recent Geneva International Motor Show— a 
futuristic tyre that has the capacity to produce 
its own electricity. Conceived by Goodyear’s 
Innovation Centre engineers and simply called by 
its development code “BH03”, the tyre can trans-
form generated deformation and vibrations into 
electrical energy.

The concept tyre creates electrical energy that 
supplies the batteries of the car’s hybrid powertrain, 
as well as other on-board technologies. The tyre 
generates electricity via the action of two types of 
material: Thermoelectric material transforms the 
heat (generated inside the tyre by the ultra-black 
texture in static condition by light/heat absorption 
or by its rolling when dynamic) into electric energy 
and Piezoelectric material transforms the pressure 
due to structure deformation and vibrations into 
electric energy. ■

Cost Saving
As part of its continuous drive to reduce energy 
costs in the face of the ever-increasing price of 
electricity, Continental Tyre SA has installed a 
new coal boiler house at a cost of R65 million. It 
is equipped with four 10.5 ton John Thompson 
boilers. The installation has resulted in a reduc-
tion of 60% in steam generation costs and 9mW 
of power is saved each hour. ■

Triple Tube Tyre
Goodyear displayed another interesting tyre 
at the Geneva Show, being one that delivers 
ultimate performance in a single tyre by auto-
matically adjusting to three different positions 
based on road conditions:

The tyre relies on an internal pump that moves 
air from the main air chamber to the three in-
dividual air chambers. The multiple air cham-
bers provide extended mobility, as one punc-
tured chamber would still allow the driver to 
continue his journey. Finally, the Triple Tube 
sidewall can be customized to fit the look and 
feel of the spoke and rim of its original equip-
ment manufacturer. ■

Solar Challenge Sponsor
The Bridgestone brand will be the title sponsor 
of the Bridgestone World Solar Challenge 2015,  
which will be held in Australia from October 
18–25 2015. ■
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THE REAL COST OF 
CHEAPER TYRES

By Kieran rennie

i know i’ve done it. i know 
people who still do it. Very 
often, we genuinely think 
we don’t have a choice. 
We don’t have that extra 
r1 000 the four “better” 
tyres are going to cost, but 
in the long run it is a case 
of “Goedkoop is duurkoop”.

General Tire, a member 
of the Continental Tyre group, 
recently staged some real-world 
wet surface comparative testing at the Gerotek 
testing facility near Pretoria. Using identical cars, 
one shod with the recently launched General 
altimax Sport–the altimax also being available 
in a Comfort option–and the other fitted with a 
cheaper tyre.

and so, with the stage set, the day began. 
We were given the opportunity to test the altimax 
against the “cheapie”–whose name had been 
scraped off the side wall–in an aquaplaning and a 
wet cornering session. as i’m sure you can imagine, 
this test would never have been set up if General 
Tire wasn’t absolutely certain they’d come out on 
top. and they did. The Mercedes Benz B200’s we 
whipped through the curved aquaplaning test felt 
noticeably steadier, even on the dry section leading 
up to the splash, on the altimax’s than they did on 
the cheaper tyre.

it was, however, on the wet cornering track 
where the difference was most pronounced. The 
renault Megan GT’s sporting the pricier tyre 
responded well in the tight and twisties and offered 
a great deal more confidence under braking.

are we saying that buck for buck the altimax 
Sport is the best wet weather performer? no. This 
exercise was set up to highlight the benefits of a 
good tyre versus a bottom of the price bracket 
option. With an estimated 40% of new tyres sold in 
South africa falling into that “cheap import” column, 
Continental Tyre Sa (as well as the other established 
names) are merely giving us the reasons to buy a 
recognised brand with after-sales back-up. ■

The tyre relies on an internal 
pump that moves air from 

the main air chamber to the 
three individual air chambers. 

The multiple air chambers 
provide extended mobility.

http://www.autolive.co.za
http://www.mickeythompson.co.za
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Senior Position for Toyota 
SA President

Dr Johan van Zyl, the President and CEO of Toyota 
SA Motors (TSAM) 
has had his interna-
tional responsibility 
in the senior manage-
ment of Toyota Motor 
Corporation, Japan, 
expanded to include 
Toyota Europe. He will 
continue as CEO of the 
Africa Region while 
remaining President 
and CEO of TSAM and 
also become President 
and CEO of Toyota 
Motors Europe.

Th e new appointment becomes eff ective on 
April 1 and will evidently involve Van Zyl spending 
one week in Japan, one week in Sandton and two 
weeks in Brussels in each four-week cycle.

“Th is is a fantastic career opportunity and I am 
very excited about this new challenge,” said Van 
Zyl. “However, I want to reiterate that my home 
will always be South Africa and I remain commit-
ted to the development of the motor industry in 
this country.”

Van Zyl will take over leadership of Toyota 
Motor Europe from Frenchman Didier Leroy, who 
has been appointed an executive vice president of 
TMC. Leroy will take over the duties previously split 
between executive vice presidents Satoshi Ozawa 
and Masamoto Maekawa, both of whom will retire. 
Leroy, who will be the second non-Japanese on the 
12-member TMC board, will be the global head of 
business in developed countries.

New HR Hhead at GMSA

Elvis Mongezi Hermans has been  appointed 
General Manager of Human Resources, 
Government Relations & Public Policy at General 
Motors SA, eff ective April 1. Th is appointment fol-
lows the departure of Chris Th exton who will be 
joining Vauxhall in the United Kingdom as HR 
Director aft er more than 25 years with the company.

Hermans joined GMSA last year as the man-
ager of Government 
Relations and Public 
Policy. Th e 50-year-old 
brings with him a wealth 
of knowledge to this posi-
tion with 29 years’ experi-
ence in various organisa-
tions, including 16 years at 
British American Tobacco 

(BAT), in a combination of Human Resources and 
Government Relations roles. He also worked in lo-
cal government in Stellenbosch for 11 years.

MBSA Dealers of the Year

Th e Brand Centre in Gauteng North, with Hein 
Lorentz as dealer principal, has received the 
Mercedes-Benz SA Chairman’s Award as the or-
ganisation’s best passenger car dealer. Mercedes-
Benz Commercial Vehicles Cape Town won the 
Chairman’s Award for Mercedes-Benz com-
mercial vehicles, while the award for the best 
Freightliner/FUSO dealer went to NMI-DSM 
Commercial Vehicles in Pinetown. Th e award 
for the MBSA Van Division went to Garden City 
Commercials in Pietermaritzburg. Union Motors 
South Coast collected the laurels for best overall 
customer satisfaction and Orbit Boland Passenger 
Cars walked away with the Chairman’s Award for 
Financial Services.

Independents Dominate 
Renault DOTY

Renault Worcester has taken the title of Renault 
South Africa’s Dealer of the Year (DOTY) for the 
second consecutive year. Renault George came 
in second place with Renault Port Elizabeth com-
pleting the winning line-up for 2014. All three 
dealerships are privately owned and operated: 
Worcester by André Roux and both the George and 
Port Elizabeth outlets by the Eastern Cape-based 
Seaman’s family.

Renault Worcester opened its doors in 2002 
and in 2005, André Roux, owner and dealer prin-
cipal, stepped onto the DOTY winners’ podium 
for the fi rst time. Th e dealership’s winning streak 
continued into 2006 and 2008 and in 2013, Renault 
Worcester took top honours again.

Volvo Group SA Awards 
TopTruck Dealers

Th e Volvo Group Southern Africa, which markets 
and sells the Renault Trucks and Volvo Trucks 
brands in the region, recently named its top per-
forming dealers: the Aft ermarket Dealer of the 
Year award was presented to Volvo Truck Centre 
Upington, while Volvo Truck Centre Bloemfontein 
walked away with top honours in the Sales Dealer of 
the Year category.

By the end of 2015, the company will have a 
dealer footprint of 26 dealers in South Africa, which 
will be a 100% growth in the last three years. Th e 
company opened a new dealership in Harrismith 
in November, and is in the process of completing 
a new multi-million Rand facility in Bloemfontein.

MAN Awards Top Dealers

Ermelo Truck & Bus, an independent dealership 
owned by Lambert and Henriette Roux won the 
2014 MAN Truck & Bus SA’s Dealer of the Year 
award. Th e Parts Dealer of the Year Award went 
to Nelspruit Truck & Bus, an MAN-owned dealer-
ship, while MAN’s Service Dealer of the Year title 
was won by Vereeniging Truck & Bus, co-owned by 
Bertie and Henriette du Plessis. MAN has 27  dealers 
in SA. ■

People

Left to Right: Wim van Schie – Vice 
President Quality & Service Renault SA; 
Andre Roux – Dealer Principal Renault 
Worcester; Niall Lynch – Managing 
Director Renault SA and Leslie 
Ramsoomar – Vice President Sales & 
Operations Renault SA

International 
appointment 
for Toyota’s 
Dr Johan van Zyl.

Elvis Hermans.

Volvo Trucks SA MD Christian Coolsaet 
with Valencia Adams: Regional Business 
Controller – Truck Centre Western & 
Central Region

Volvo Trucks SA MD Christian Coolsaet 
with Allen Busse: General Manager - 
Truck Centre Western & Central Region.
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Innovation Group is regarded as the market leader of specialised automotive 
solutions including: 

Warranties, Service Plans and Maintenance Plans  |  Policy & Claims Administration  
Underwriting Management  |  Audit & Analytics  |  Managed Maintenance Fleet Solutions

We are proud to be associated with, amongst others, the following top brands:

Innovation House, 192 Bram Fischer Drive, Randburg  |  Private Bag x99, Bryanston, 2021
T: +27 (0) 11 790 5200, F: +27 (0) 11 790 5299  |  E: info@za.innovation-group.com
www.innovation-group.com/sa

of Innovation Group (Pty) Ltd.

CHOOSING THE RIGHT BUSINESS PARTNER MAKES 
GOOD BUSINESS SENSE

http://www.innovation-group.com/sa
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BY ROGER HOUGHTON

Th e announcement of a third win in succession for 
Porsche in the prestigious WesBank/SA Guild of 
Motoring Journalist’ Car of the Year contest was 
met by gasps of disbelief from many of the almost 
500 people in attendance at the award function at 
Gallagher Estate on March 18.

Th e reason is that few of the manufactur-
ers, distributors and dealers present expected the 
Macan S Diesel to oust all the opposition on behalf 
of Porsche again, especially the new, East London-
built Mercedes-Benz C-Class, because it followed 
wins by the Porsche Boxster in 2012 and the Porsche 
Cayman S in 2013 – both two-seater sports cars

Th is was the fi rst year that I have been a judge 
in the competition, although I have been involved 
in some way or another in virtually all the events 
since the fi rst COTY in 1986 and I selected the 
Macan as my deserving winner in terms of overall 
motoring excellence.

It is by far the most relevant Porsche to have 
won this coveted award. I believe the Boxster and 
Cayman S are outstanding cars, but niche models 
with little relevance to the man-in-the-street mo-
torist, while the Macan is outselling its direct oppo-
sition and had the lowest percentage in terms of the 
price of a basket of replacement parts and the price 
of the car at 16%.

Th e Porsche Macan S Diesel faced stiff  com-
petition in the 11-strong fi nalist line-up that rep-
resented the best-of-the-best from a cross-section 

of segments and price 
points, making it one of 
the most hotly contested 
events in the competi-
tion’s 30-year history 
where each model is 
compared with rivals in 
its segment and not with 
the other fi nalists.

On the way to win-
ning the 2015 WesBank 
/ SAGMJ Car of the 
Year title, the Porsche 
Macan also collected 
several international 
awards including SUV 
category winner at the 
2015 Canadian Car of 
the Year Awards; the 
AutoExpress Best Compact SUV; and the Car and 
Driver Editor’s Choice awards in both the Compact 
Luxury SUV and Compact Performance SUV 
categories.
Hailed by many motoring journalists from across 
the globe as one of the best SUVs ever built, the 
Porsche Macan S Diesel is a compact yet muscu-
lar vehicle that received the highest average score 
from the 28 peer-elected SA Guild of Motoring 
Journalists Jury members who were tasked with se-
lecting this year’s winner.

Th e South African Guild of Motoring 
Journalists has run the SA Car of the Year com-
petition since 1986, with WesBank – one of South 
Africa’s largest vehicle fi nance institutions – as 
its headline sponsor since inception. Hollard 
Insurance and Motul supplied support sponsorship 
again this year.

Th e South African competition is based on the 
European Car of the Year points-based scoring sys-
tem, but is unique in the world of motoring in that, 
before the fi nal votes are cast, each of the fi nalists 
is also put through a stringent testing procedure 
by the COTY Jury at the world-renowned Gerotek 
vehicle testing facility outside Pretoria. It is also be-
lieved to be the only COTY where a specifi c model 
in a range is selected as the winner.

Th e Jury is allowed 50 votes that may be allo-
cated to all 11 fi nalists, but to no less than seven, and 
with no more than 10 points allowed for any one ve-
hicle. All votes are motivated and open to scrutiny.

Th e winning vehicle is evaluated and scored in 
relation to its segment competitors. While each ve-
hicle’s fi nal score is determined by assessing aesthet-
ics, dynamics, performance, fuel effi  ciency, safety, 
technology, parts pricing and cost of ownership, to 

name but a few, the overriding criterion to which 
each vehicle is scored, is overall excellence.

“Th e SUV market is growing steadily across 
the globe and South Africa is no exception,” says 
Bernard Hellberg Jnr, COTY Chairman, and Vice-
Chairman of the SA Guild of Motoring Journalists. 
“Th e Macan has proven its dominance of the luxury 
end of this segment by consistently delivering on the 
high levels of automotive excellence that the Car of 
the Year competition aims to reward.” he concludes.

For the record I selected the Toyota Corolla, 
which off ers exceptional value-for-money, as run-
ner-up with the C-Class in third place; each of the 
top three was only separated by one point.

 ■ Th e SAGMJ, WesBank and other 
stakeholders will hold a joint meeting in 
May to discuss the way forward for what is 
turning out to be a somewhat controversial 
competition.

Interesting facts about the 
Wesbank/SAGMJ Car of the Year:

 ■ BMW has won the SA Car of the Year title 
a record six times (1988, 1990, 1993, 1997, 
2001 and 2011).

 ■ Audi, Opel and Volkswagen – and now 
Porsche – have all won the SA Car of the 
Year title three times, with Honda, Renault 
and Toyota taking the crown twice and Alfa 
Romeo, Ford, Hyundai, Mazda, Mercedes-
Benz, Nissan and Volvo each having won 
the title once.

 ■ Porsche is the only manufacturer to win the 
title for three consecutive years and. Opel is 
the only other manufacturer to have won the 
title in two consecutive years. ■

Macan S Diesel Makes it a Hat-trick of Wins for Porsche 
in WesBank / SAGMJ Car of the Year Contest

All smiles at the handover of the WesBank. SAGMJ Car of the 
Year award for 2015 to Porsche SA for its Macan S Diesel. 
Seen with the winning car (from left) are: Chris de Kock, CEO of 
WesBank, Toby Venter, CEO of Porsche SA, and Bernie Hellberg, 
the Chairman of the SAGMJ’s Car of the Year committee and 
Vice-Chairman of the SAGMJ.

2015 European Car 
of the Year

The Volkswagen Passat has been voted 
European Car of the Year for 21015, beating six 
other vehicles for the coveted title. It is the third 
time in six years that this title has been won by 
the Volkswagen Group, with the Golf having 
won the award in 2013 and the Polo in 2010.

The latest Passat midsize car received 340 
points from a panel of 58 European business 
and motor trade journalists from 22 European 
publications, followed by the Citroen C4 
Cactus on 248 points with the Mercedes-Benz 
C-Class in third spot with 221 points. Other 
fi nalist this year were the BMW 2-Series Active 
Tourer, Ford Mondeo (Fusion), Nissan Qashqai 
and Renault Twingo. The winner in 2014 was 
the Peugeot 308 hatchback. ■
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Snippets

DAIHATSU SAYS GOODBYE
Toyota Motor Corporation subsidiary Daihatsu is 
to cease distributing its vehicle in SA, but Imperial’s 
AMH will continue to provide parts and service for 
Daihatsu vehicles in the country. Th e brand fi rst 
came to SA in March 1983 when the local subsidiary 
of Alfa Romeo assembled the Charade at its factory 
in Brits with a fuel-sipping 1000cc three-cylinder 
engine. Some of these SA-built cars were evidently 
exported to Italy to circumvent Italian laws hinder-
ing the importation of Japanese cars.

Th e decision to stop sales in SA was taken by 
Daihatsu in Japan and not by the importers. It fol-
lows the withdrawal of this brand from a number 
of global markets, including Europe, Australia and 
New Zealand a few years ago. Th e staff  at Daihatsu’s 
head offi  ce in SA will move to other brands in the 
Imperial Group, which is a multi-brand import-
er. Dealer personnel will also be absorbed into 
other brands. ■

SUPER GROUP SLASHES 
ITS SHARE IN GWM
JSE-listed Super Group has cut the 50.1% share in 
Great Wall Motors SA it acquired in March last 
year to 25% which will be eff ective from October 1. 
Th e other 25% share has been sold to an unnamed 
private equity group. Super Group CEO Pater 
Mountford said the decision to sell a portion of its 
shareholding was due to the “disappointing perfor-
mance by the business,” according to an article in 
Th e Star’s Business Report.

GWM SA was set up in March 2007 and now 
has a network of 70 dealers and there are an esti-
mated 50 000 GWM vehicles on SA roads.

Meanwhile Super Group has acquired 100% of 
Allen Ford UK, a franchised motor dealer with 13 
Ford and two Kia dealerships, for R614-million. ■

JAGUAR NOW FASTEST 
PRODUCTION CAR IN SA
Th e Jaguar F-TYPE R Coupé is the fastest pro-
duction vehicle in SA subject to confi rmation 
by Motorsport SA. On 28 February 2015, at the 
Upington Airport, in the Northern Cape, a small 
group of Jaguar employees gathered to watch the 
405kW supercharged V8 coupé being driven into 
the record books. Th e event was the culmination of 
just over six weeks of planning

Dawie Olivier, National Aft er-sales Manager at 
JLR – and a motor sport career with more than two 
decades of rallying and circuit racing experience 

– was at the wheel 
of the F-TYPE R 
Coupé as it reached 
speeds in excess of 
300km/h on the 
4  900m runway at 
U   pington Airport.

For the re-
cord to be offi  cial, 
two runs have to 
be completed in 
both directions 
while timekeep-
ing offi  cials from 
Motorsport South Africa measure speed over a one 
kilometre distance. On the uphill section of the 
F-TYPE’S record-setting run it achieved a speed of 
288.33km/h, while the complementing downhill 
run saw it crack the magical 300km/h mark with an 
offi  cially-measured speed of 301.03km/h. Th e land 
speed record comprises the average of the two runs, 
and now sits at 294.68km/h – besting the previous 
record of 287.63km/h set in 2002, by Mike Griffi  ths 
behind the wheel of a Porsche 911 GT2. ■

NEW CANOPY
Beekman has been appointed the offi  cial distribu-
tor of the Toyota Deckel canopy. It is a “green,” 
recyclable lightweight canopy selling at a retail 
price of R17  232 with a fi tting charge of R600. 
Manufactured in SA from polymer, it is tough and 
approximately 15kg lighter than most fi breglass 
canopies. Th e Deckel is colour-coded at no extra 
costs. It has a roof lining and a cab slider window is 
standard, while no drilling required, so the canopy 
can be taken off  and put back on easily, without af-
fecting the warranty. More details from Beekman 
Sales Manager Vanessa Lester at 011-345-1000 or 
vanessa@beekman.co.za ■

UK CAR OF THE YEAR
Th e BMW i8 plug-in hybrid sports car has been 
crowned UK Car of the Year for 2015. Having fought 
off  stiff  competition to the title of Performance Car 

of the Year, the four-seat technological tour de force 
also won the overall vote.

Launched in 2014, the UK Car of the Year 
Awards are judged by 27 of Britain’s most-read mo-
toring journalists. Each judge uses their expertise to 
pick out the top performer in 12 vehicle categories, 
before deciding the overall winner from their fa-
vourites in each class.

In the overall Car of the Year class, which in-
cluded vehicles as disparate as the Volkswagen 
Passat Estate and the Rolls-Royce Ghost, 14 of the 
27 judges chose the BMW as their winner. Th e near-
est challenger was the Citroën C4 Cactus, followed 
by the Renault Twingo in third place.

Full list of UK Car of the Year Awards 2015 win-
ners: Best City Car–Renault Twingo; Best Supermini 
– Skoda Fabia; Best Small Hatch – Citroën C4 
Cactus; Best Family Car – Ford Mondeo (Fusion in 
SA); Best Executive Car – Mercedes-Benz C-Class; 
Best Luxury Car – Rolls-Royce Ghost; Best Estate 
Car – Volkswagen Passat; Best MPV – BMW 2 Series 
Active Tourer; Best 4×4 – Porsche Macan; Best Coupé 
– Jaguar F-TYPE; Best Open Top Car  – Porsche 
Boxster GTS; Best Performance Car – BMW i8. ■

INCORRECT INFORMATION
AutoLive reader Nigel Meszar, the National 
Technical, Damages and Claims Manager at Avis 
Budget Rent a Car, has pointed out an error in the 
article on the new MyToyota app in the February 
edition of this publication. It was incorrectly stated 
that “Toyota’s new vehicle warranty had been up-
graded 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 includes 
one set of shockabsorbers, brake disc skimming 
(once) and one clutch kit during the period of war-
ranty.” In fact the replacement of wear-and-tear 
items is dependent on the purchase of a Toyota 
Genuine Extended Warranty and is not part of the 
standard cover. AutoLive regrets the error. ■

The Jaguar F-TYPE R Coupé is now offi cially the fastest production 
vehicle in South Africa.

The Toyota Deckel “green” recyclable and 
lightweight canopy.
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BY ROGER HOUGHTON

KIA South Africa is already experiencing an 
encouraging level of success with its Car Save 
Programme which aims to prevent vehicles being 
scrapped because repairing them is not seen as eco-
nomical by the insurers. Th e programme has been 
underway for the past three years, but now a big 
push is underway to make the benefi ts more widely 
known to the trade and the public.

“We are fi nding that some insurers are writ-
ing off  vehicles as uneconomical to repair when the 
damage is only 50% of the value, when it used to be 
60–70%,” explained the KIA SA Panel Development 
Manager, Piet Oosthuizen, in an interview at the 
company’s central parts distribution warehouse 
in Germiston.

“Th is can put a big fi nancial burden on the vehicle 
owner who could be a young person or pensioner 
who is oft en not in a position to buy a new replace-
ment vehicle aft er being paid out on the insurance 
claim,” added Oosthuizen. “Our programme, which 
focuses on discounting the relevant parts prices, is 
aimed at keeping the repair costs of badly damaged 
vehicles below the insurer’s write-off  limit.”

“Our aim with KIA Car Save Programme is 
to ensure the repairs are carried out to the correct 
standard by one of the 410 panelbeaters in South 
Africa who are accredited by KIA SA and that 
genuine replacement parts are used. To this end 
we are prepared to discount the parts – sometimes 
down to cost price–to make the repair economical,” 
said Oosthuizen.

Th e Car Save Programme is an easy process for 
the vehicle owner, panelbeater, insurance company 
and KIA dealers.

Th e process around the KIA Car Save 
Programme is very simple. Th e insurer or panelbeat-
er only needs to submit the quotation with the write 
off  value to KIA SA (pieto@kia.co.za) and we will 
provide our recommendations on how the relevant 
parts’ pricing can be discounted to save the vehicle.

Owners of vehicles that are not insured can 
also submit their quotation and we will try to 
 assist them.

“Th is results in a win-win situation: fi rstly 
the customer gets a vehicle that has been properly 
repaired, secondly KIA SA retains its customer 
and thirdly the insurer, hopefully, keeps its cli-
ent and saves money. We have already managed 
to ‘save’ more than 500 vehicles with our Car Save 
Programme and are confi dent of pushing up this 

number substantially as we are now promoting the 
programme more vigorously.

“It is an assistance programme open to all KIA 
vehicle owners and enquiries can be directed to 
the KIA Panel Development Manager through a 
dealer, an accredited panelbeater or an insurance 
 company,” concluded Oosthuizen. ■

Kia’s Successful Programme to 
Save Cars from Being Scrapped

Our programme is aimed at 
keeping the repair costs of 

badly damaged vehicles below 
the insurer’s write-off limit.

http://www.kia.co.za
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Gumtree is one of the sponsors of the 2015 Midas 
Historic Tour for classic racing cars. Th e fi rst round 
of the series took place at Kyalami recently and 
Gumtree entertained almost 100 guests, including 
representatives from leading motor dealerships, at 
its VIP facility at the circuit. Th e event had an ex-
cellent entry of 218 cars, spread across the various 
categories, and there was plenty of action with the 
Safety Car being deployed no fewer than six times,

Gumtree and Mitsubishi Electric acted as 
Television Broadcast Partners of the race meeting 
and the day was of special signifi cance as it marked 
the fi rst time that the historic car races were broad-
cast live via salivestream.co.za.

“We are extremely pleased to have come on 
board as sponsors,” says Jeff  Osborne, Head of 
Gumtree Automotive. “Th e Automotive category 
of Gumtree South Africa remains our most popular 
vertical, drawing well over a million unique visitors 
to the site every month. Th e sponsorship was a very 
natural fi t.” ■

Has Load Shedding Finally Killed the Electric Car Dream?

BY JEFF OSBORNE
HEAD OF GUMTREE AUTO

Two years ago, Trade and Industry Minister 
Rob Davies announced a whopping 35% 
reimbursement on production costs over 
three years as an incentive for local electric 
car manufacturers. Thus far, only Ethiopia 
and South Africa have attempted to launch 
electric cars on the African continent which 
some have hailed as an environmental 
victory for both countries.

Eskom has already taken delivery of 
electric cars and installed charging stations 
at its head offi ce and research facility 
to test the infrastructure demands these 
cars would place upon the grid. However, 
against the backdrop of recent power 
outages, we have to beg the question: does 
the electric car still have a future in South Africa?

“Sadly, the future is not bright for electric cars in South Africa,” says Jeff Osborne, Head of 
Gumtree Automotive. “At least not for the time being.”

A battery-reliant electric car can use more power than all your televisions, computers, air 
conditioning and swimming pool pumps in the home combined. “You may save on petrol, but 
considering the increase in electricity prices, there really is no cost-benefi t as of yet.”

The additional demand placed on the electricity grid is another concern – energy companies 
in the United States, that sees an average of 50 000 electric cars sold per annum, have already 
expressed their concern about the additional pressure these vehicles are placing on the system.

“Plugging an electric vehicle into your home is the equivalent of adding three houses to the grid. 
When owners install dedicated electric charging stations to charge quicker, it can be a signifi cant 
burden. A modest home draws about 3 000 watts of energy at most. Some of these vehicles can 
draw 16 800 watts off a fast charger.” ■

Jeff Osborne, the Head of Gumtree 
Auto, does his bit to save fuel by riding 
a twin-cylinder Triumph Thunderbird 
whenever possible!

Left: All the competing cars carry the Gumtree logo.

Gumtree Sponsors Midas 
Historic Car Racing

http://www.gearmax.co.za
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Repair shops not only need products in 
original equipment quality—but data, too.

Quality is synonymous with holding to a standard. 
The original equipment standard, for instance. 

The quality of a supplier is also measured 
by the quality of the information that he 
makes available to his partners. 

To be well-positioned for the future, a repair shop requires a partner 
who knows what it will need tomorrow and the day after—because 
the partner’s range already includes it today.

In the right place at the right time. 
Or how do you defi ne availability? 

Support can be expected from a true 
repair shop partner. Sales support.

FUTURE-ORIENTED INITIATIVE FOR REPAIR SHOPS AND TRADE 

www.mahle-aftermarket.com
SMART PART(ner)

http://www.mahle-aftermarket.com
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Automechanika 
Johannesburg, May 6–9

Th is year’s show will mark the fourth time this 
famous brand of trade show for the automotive 
aft ermarket has been staged in Johannesburg. It is 
proving to be an increasingly important gateway 
for exhibitors to expand their business footprint 
into Africa.

Th e 2013 edition of this business-to-business 
show attracted 643 exhibitors from 23 countries, 
with the majority coming from outside Africa. Th e 
number of trade visitors who came to Expo Centre 
over the four days totalled 12 400.

Th ere will be several fringe programmes 
again this year, including Truck Competence, 
Automechanika Academy, Innovation Awards and 
the Green Directory.

Automechanika launched the Truck 
Competence initiative in 2012 as part of the regular 
off ering at its global trade fairs for the automotive 

aft ermarket, providing added value to both exhibi-
tors and visitors alike. Truck Competence at the 
2015 trade fair in Johannesburg will once again 
be an important focus area and includes a trans-
port conference under the auspices of Focus on 
Transport and Logistics magazine.

Entries have closed for the Innovation Awards com-
petition and organiser Wynter Murdoch, Editor of 
Automobil, says there are some interesting entries. 
Th e entries will be judged by an independent jury of 
six automotive experts who, in defi ned categories, 
will score products considered ground breaking 
from a variety of perspectives. Th e jury members 
are: Jakkie Olivier and John Ellmore of the RMI; 
Robert Houdet of NAACAM; Norman Lamprecht 
of NAAMSA; David Furlonger of the Times Media 

Group and Chris Crookes, an independent automo-
tive technician.

Th e Automechanika Academy, which consists 
of meetings, workshops and conferences, is enjoy-
ing by far the best support in the history of this au-
tomotive trade fair in Johannesburg.

Already more than 40 events have been put 
on as very comprehensive calendar which includes 
activities for virtually every aspect of the local 
motor industry.

Among these events will be the fi nals to deter-
mine the people who will represent SA in the World 
Skills Competition in Brazil in August in the fol-
lowing disciplines: Auto Body Repair (panelbeat-
ing), Automotive Technology (motor mechanics) 
and Car Painting (spraypainting). Th is event will be 
under the auspices of the RMI. ■

Show Time at Expo Centre NASREC

To advertise in  contact

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

Th e Johannesburg International Motor Show will 
celebrate its 10th anniversary in October with the 
staging of the 2015 event, as this will be the 10th edi-
tion of Africa’s leading motor show to be staged at 
the Johannesburg Expo Centre and one of the top 
10 motor shows globally. (JIMS is the successor to 
Auto Africa, which was staged biennially from 1996 
to 2006 when the show was taken over by NAAMSA 
and renamed the Johannesburg International 
Motor Show and subsequently staged in 2008, 2011 
and 2013).

Th e show will feature a number of innovations in-
cluding Th e Galleria celebrating the car as a modern 

art form. Th is facility will 
be dedicated to exotic cars 
and supercars displayed in 
an art gallery environment. 
Th e hall will also accom-
modate a display of photo-
graphic competition entries 
from SA’s leading motoring 
photographers. In addition 
the Galleria will honour art-
ists who dedicate their art 
to cars and will feature automotive art including 
sculptures, paintings, wood carvings and notable 
wire art.

Another new feature will be the Th eatre of 
Dreams which will be a show stage with a varied 
programme of special events, several including on-
stage personalities from the Ignition TV show, as 
well as a show reel of notable motoring advertise-
ments through the ages.

WesBank, which will again be the main spon-
sor of the show, will provide an innovative digital 
platform to benefi t visitors to the show by enhanc-
ing the experience. Th ere will be free Wi-Fi at the 
show and visitors will be able to use the WesBank 
app that has a number of features such as locating 
exhibitors and providing content from the manu-
facturers and importers in the form of video and 
electronic communications. ■

Johannesburg International Motor Show and Johannesburg 
Truck & Bus Show, October 14–25, 2015

Entries have closed for the Innovation 
Awards competition and there 

are some interesting entries.

The Galleria facility will be 
dedicated to exotic cars and 

supercars displayed in an 
art gallery environment.
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BARLOW 
MANILAL 
RESIGNS

Barlow Manilal has re-
signed as CEO of the 
Automotive Industry 
Development Centre 
(AIDC) from the end of 
the month. He will then 
take over as CEO of the 
Technology Innovation 
Agency (TIA). Details 
of an interim CEO of the AIDC are expected to be 
announced shortly. Manilal has been with the AIDC 
for the past 14 years. Th e Pretoria-based TIA was es-
tablished in 2008 and falls under the Department of 
Science and Technology to “intensify and stimulate 
technological innovation in SA.” ■

BMW PRODUCES ONE-
MILLIONTH 3-SERIES IN SA
BMW recently produced the one-millionth 3 Series 
at its plant in Rosslyn, with a large percentage of 
these cars having been exported. Last year’s produc-
tion of 68 771 3 Series was a record and exports were 
17% higher than in 2013. Th e plant in Rosslyn was 
established in 1973 making it the fi rst BMW plant 
outside Germany. BMW currently employs 43 000 
people – 3  737 employees at the plant and in the 
national sales organisation, 3  780 dealer staff  and 
more than 36 000 people at fi rst-tier suppliers. ■

NAAMSA’S QUARTERLY REVIEW
4th Quarter 2014 key features:
■  Aggregate Industry employment levels increased 

by 1  478 jobs to reach 30 466 positions at end 
December, 2014

TIGER AGAIN SPONSORS 
F1 TV BROADCAST
South African Formula One fans once again have 
Tiger Wheel & Tyre to thank for sponsoring the 
broadcast of their favourite motor racing on DSTV’s 
SuperSport channels in 2015. ■

TOYOTA IS ENERGY 
COMPANY OF THE YEAR
Energy effi  ciency has always been a top priority 
for Toyota South Africa Motors. Th eir eff orts have 
been 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). ■

PORSCHE SETS RECORDS
Porsche set new records in terms of deliveries, rev-
enue and profi t in the 2014 fi scal year. With 189,849 
vehicles sold, there was a 17 per cent increase in 
deliveries from the previous year. Revenue rose by 
one-fi ft h to 17.2 billion Euros. Th e operating profi t 
grew by over fi ve per cent to 2.7 billion Euros. Th e 
number of people working for Porsche also reached 
a new peak at the end of the year, with 22,401 em-
ployees, a 15 per cent increase from the previous 
year‘s 19,456 employees. ■

■  Based on data collated at the beginning of the 
calendar year, 2015 Industry capital expenditure 
projected at a record R7.48 billion

■  Industry capacity utilisation levels recovered 
substantially following normalisation of produc-
tion aft er the mid-year strike in the Metal and 
Engineering sector

■  Domestic new vehicle sales showed resilience and 
modest improvement in growth momentum

■  2014 Industry aggregate production rose by 20 
417 units – an improvement of 3.7%. Industry 
production expected to rise signifi cantly over 
the next few years on the back of the Automotive 
Production Development Programme

■  Th e outlook for 2015 is one of marginal volume 
growth of around 3.0% in domestic sales – prin-
cipally based on projections of an improvement 
in South Africa’s economic growth rate to around 
2.0% as well as anticipated relative stability in 
automotive industry industrial relations, moder-
ating consumer price infl ation and stable inter-
est rates and credit ratings. However, they key 
imponderable involves security and stability of 
electricity supply. ■

CHINESE COMPANY 
BUYS PIRELLI
Government-owned ChemChina has bought into 
the famous Italian tyre manufacturer, Pirelli, for 
R80-billion, placing one of the symbols of Italy’s 
manufacturing industry in Chinese hands. Pirelli 
was founded in 1872 and has diversifi ed over 
the years.

Th e deal will give Pirelli, the world’s fi ft h larg-
est tyre maker and the current supplier to Formula 
1 Grand Prix cars, great potential in Asia where ri-
vals such as Michelin and Continental are looking 
to grow their business. ■

Snippets

Barlow Manilal 
is now CEO of 
the Technology 
Innovation 
Agency (TIA).

Arden Wessels receives the energy 
company of the year award.

http://www.peugeot308.co.za/book-test-drive
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BY STUART JOHNSTON

It is interesting to note that the engine specifi cations 
of the new Ferrari California T–the new turbo ver-
sion of its best-selling model–are very much on a 
par with that of the latest Porsche 911 Turbo S.

Th is came to light at the launch of the new 
California T late in February at the all new 
Johannesburg showrooms of Ferrari’s southern 
African distributors in Bryanston, just a short 
throw from its previous location.

Along with the new, highly impressive four-
story structure located just off  William Nichol 
Drive, comes a name change. Th e Viglietti name 
has passed into history and now the new company 
is known as Scuderia South Africa, with its main 
branch in Johannesburg and augmented by branch-
es in Cape Town and Durban, as before.

Th e car that celebrated the launch of the new 
name and building, the California T, was driven 
into the media conference on the top fl oor of the 
building, with a suitable crackle to its exhaust 

note. Th is factor is a vital one for Ferrari, for turbo-
charged engines are notorious for emitting a muf-
fl ed woofl e, belying their enhanced potential.

Th e Ferrari media kit stated that much care and 
attention was taken in producing the right Ferrari-
esque audio, through the use of carefully designed 
exhaust manifolding on either side of the V8 block, 
and no doubt tuning of the entire exhaust system 
very carefully as well.

In terms of the power referred to earlier, the 
maximum output is now rated at 412 kW, pre-
cisely the same amount as that disclosed for the 911 
Turbo S. Torque on the Ferrari is given as 755 Nm, 
and the engine capacity – it is a direct-injection 

V8 – at 3  855 cc, again very close to that of the 
Porsche Turbo.

To celebrate the new power-plant – which is 
reported to enjoy 15 per cent better fuel effi  ciency 
than the previous California V8 , despite its huge 
increase in performance – the California T gets a 
new steering system, new springs, revised damp-
ers and a sleeker, new look. Penned by the Ferrari 
Styling Centre, the new-look California T is said 
to have drawn its inspiration from the legend-
ary Testa Rossa 250, a sports racing car of the 
late 1950s.

Inside there is new trim, but the highly popular 
retractable metal roof remains, enabling California 
owners to enjoy best-of-both-worlds Coupe and 
Spider capability.

Th e car costs R3,68 –million at the time of 
launch, but the way the rand has been performing, 
don’t bank on that being the price when you decide 
you have to have one.

As a measure of its new-found prowess, check 
out its 0–100 km/h time, rated at a very respectable 
3,6 seconds. ■

Stuart’s Drives

Ferrari’s new California T has carbon brakes as well as one of the best-operating retractable tops in the business.

Ferrari’s New Turbocharged California

Maximum output is now rated 
at 412 kW, precisely the same 
amount as that disclosed for 

the 911 Turbo S. Torque on the 
Ferrari is given as 755 Nm, and 

the engine capacity at 3 855.
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BY KIERAN RENNIE

It’s like describing an alternative plot to World War 
II with the Germans and Japanese holding the high 
ground while the Allied opposition tries desperately 
to inch their way upward toward the summit: Th e 
competition for new vehicle sales is a murderous 
battle and if you happen to fi nd yourself at the foot-
hills of that war, making any headway at all can feel 
like fi ghting a lost cause.

Here in South Africa, Peugeot are wading their 
way out of a particularly bad year last year. Th ey’re 
leading their recovery with, what I believe is, a se-
rious contender for the brutal C Segment slog-out. 
Th e new 308 is aiming its sniper scope, by PCSA’s 
own admission, squarely at the Captain of that 
bracket, the Golf 7.

Th e Puretech 1,2L three cylinder turbocharged 
petrol engine in the 308 is the pocket battleship of 
modern engine technology. It’s the kind of motor 
that you don’t want to have to describe–you just 
want people to go out and test it for themselves. It is 
brilliant. Available initially in two output (and spec) 
levels–the 81KW Active (R275 900) and 96KW GT 
Line (R329 900)–and mated to a very slick 6-speed 
manual box, the car is a joy to drive.

Interior fi t and fi nish are the best we’ve seen 
from Peugeot while the ride and handling certainly 
did not disappoint.

Is the handsome new 308 well spec’ed in 
“standard” trim? Is it safe? Is it well priced? Is it 
fuel effi  cient? Of course. All French cars, gener-
ally speaking, do these things with aplomb. But is it 
built as well and does it feel as good on the road as 
the Golf? Does it make you want to drive more and 

drive quickly like the Golf does? And almost more 
importantly, will it prove to be a realistic car to 
own? With reliability and resale value questions an-
swered by maintenance plans and guaranteed (no 
residual) buy-backs, the answer, I think, is “Yes”.

Napoleon said, “Victory belongs to the most 
persevering.” If Peugeot keeps this up, they could 
well be the ones raising the fl ag. ■

Stuart’s Drives

BY STUART JOHNSTON

Th e Volvo S60 is one of those cars that has man-
aged to slip under the radar for some time now. 
Revisiting the S60 aft er its August 2013 introduc-
tion – it seems like just the other day I was doing a 
shoot on the car for Ignition TV – I was once again 
impressed by the business-like way this smart sedan 
goes about things.

Its entire approach is quiet effi  ciency – and in 
the T5 high-horsepower version, this is especially 
relevant. When news came that Volvo would be 
phasing out its much-loved fi ve-cylinder petrol en-
gine a while ago, I was prepared to dislike the four-
cylinder turbo replacement simply because there 
was no way it would sound as nice as the fi ve-cyl-
inder petrol model (Volvo still off ers fi ve-cylinder 
diesel variants in the S60 range).

Having experienced the 177 kW direct-injec-
tion petrol four-cylinder once again, I have to say 
that this is a very impressive engine indeed. Like the 
rest of the S60, it goes about its business with a min-
imum of fuss at traffi  c-tootling speeds, and indeed, 

it is rated with a consumption fi gure in the region of 
7,2l/100 km, if you drive it thus.

Put your foot down, and there is a surge of ef-
fortless power that makes you re-assess this T5 as a 
performance sedan! It is rated with a 0–100 km/h 
in the mid-six-second bracket, and a top speed of 
230 km/h, and this performance is all achievable via 
an excellent six-speed automatic that feeds power 
through the front wheels.

Th e trim is typical no-nonsense Swedish fair, 
almost but not quiet austere, and I love the use of 
big large visible rotary switches (we used to call 
them “knobs”) for vital cabin functions such as 
climate control, audio manipulation and station 

switching, which one tends to use far more oft en 
than some of the more specialised safety and com-
fort adjustments.

In this respect other manufacturers would do 
well to look at Volvo’s priorities, as the overwhelm-
ing amount of “features” in car interiors these days 
has oft en made them a real pain to use, requiring 
regular familiarisation of their location in various 
computer “departments” and failing this, poring 
through the owner’s manual on a regular basis.

Th e Volvo is, of course, packed with safety 
features and I particularly liked the operation of 
its auto-dimming lights and the lights ability to 
swivel when cornering. Other manufacturers in 
the premium segment off er these features too, of 
course, but Volvo seems to do it all without shout-
ing about it, which is perhaps why their cars remain 
so under-rated.

Pricing of the S60 model ranges from R356 400 
for the entry-level T3 to R582  800 for the top of 
the line T6 AWD model. My choice would be 
the T5 Excel petrol-engined model, with grati-
fying performance and competence, for a car 
costing R477 300. ■

Volvo’s S60 T5 is an Excellent Premium-level Alternative

Volvo’s under-the-radar S60.

Kieran’s Drives

The good-looking Peugeot 308 
in attractive surroundings in the 
KZN Midlands.

Peugeot is Picking a Fight!
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BY ROGER HOUGHTON

UD Trucks, which was formerly Nissan Diesel, is 
becoming very aggressive and an increasingly im-
portant company in the SA market aft er becoming 
part of the global Volvo Group. Its sales success with 
the Quon in the premium extra-heavy segment has 
been most impressive and now it has increased the 
pressure on its competitors signifi cantly with the 
introduction of the more aff ordable Quester XHV 
range sourced from Th ailand.

It is not stopping there either, but will con-
tinue with the introduction of an aff ordable range 
of Eicher medium trucks sourced from its affi  liate 
in India. Th e Eicher range will be launched at the 
Johannesburg Truck & Bus Show in October to fi ll 
the gap caused by the discontinuation of the UK 
Trucks medium models at the end of last year. An 
all-new line-up of UD medium trucks will return 
to SA in 2018.

Th e Quester was introduced to customers, 
dealers and the media at a glamorous event at the 

Legend Golf and Safari Resort in Limpopo earlier 
this month.

UD Trucks say the Quester was developed 
over a six-year period with 1.5-million engineer-
ing hours and 65 000 hours of testing at eight sites 
on three continents. Th is has included numerous 
hours of local research, testing and customising 
prior to the SA launch. Th e objective was to design 
a truck for emerging markets such as those found in 
Southern and East Africa. 

Th e new range, which consists of 13 derivatives 
including an 8×4 model, will be sold alongside the 
Quon to signifi cantly extend the total UD Trucks 
off ering in the extra-heavy market. Th e Quester is 
aimed at a wide range of markets, including min-
ing, construction, agriculture, forestry, forestry, re-
gional distribution and public utilities as well as the 
transport of daily commodities.

Th e Quester is being assembled from semi-
knocked down kits at the UD Trucks plant in 
Rosslyn, Tshwane. Th is has included the installa-
tion of new equipment, jigs and assembly line fi x-
tures, as well as a wheel alignment station, while 

there have been a number of training course from 
the assemblers as well as dealership technicians.

Th ere are a number of benefi ts that come stand-
ard with the Quester range and will fi nd favour with 
customers. Th ese include: an innovative telematics 
system, built-in fuel-saving coaching and a three-
year/150  000km UD Basic service contract all in-
cluded in the purchase price. ■

Th e Volvo Group SA has opened its new Regional 
Parts Distribution Centre in Boksburg, which now 
incorporates the parts warehousing and logistical 
services for the various Volvo Group brands operat-
ing in southern Africa.

Th e facility was built and equipped at a cost of 
R60-million. Th e more than 52 000 parts line items 
housed in the new facility include stock items for 
Volvo Bus, Volvo Construction Equipment, Volvo 
Trucks, Volvo Penta, Renault Trucks and UD 
Trucks. Stock is valued at R280-million.

Th e main warehouse size was increased from 
4 000m2 to 11 500m² under roof and now there is an 
additional 1 500m² storage capacity for cabs, as well 
as for hazardous materials such as coolants.

“As the Volvo Group SA we believe that the 
merger of our warehouse facilities under one roof 
will enable us to better support the company’s fu-
ture growth within southern and East Africa,” 
said Torbjörn Christensson, president of the Volvo 
Group SA.

Across the world, the designing, managing and 
optimising of logistics services within the company 
falls under the auspices of Volvo Group Logistics 
Services within the Group Truck Operations 
(GTO) division.

Parts are supplied to the Johannesburg RDC 
from the various brands’ Central Parts Distribution 
Centers (CDC) in France (Renault Trucks), Japan 
and Singapore (UD), Sweden and Belgium (Volvo 
Construction Equipment, Volvo Bus, Volvo Penta 
and Volvo Trucks).

According to Colin Govender, 
general manager, Logistics 
Services, for the southern and 
East African region, local opera-
tions have refi ned their processes 
to ensure on-time local delivery 
for all brands. It is also responsi-
ble to service Volvo dealers in all 
countries south of the equator.

Th e Volvo Group RDC has 
a same-day delivery policy to 
dealers within 50km of the facil-
ity, and a 24/7 set-up in place for 
emergency parts. Overnight and 
next day deliveries are in place 
for the remainder of the dealers 
across South Africa, as well as 
up to twice weekly dedicated de-
liveries to export dealers outside 
the country.

Th e facility has staff  compliment of 16 offi  ce 
workers and 52 industrial workers – all of whom 
have been trained in the new warehousing pro-
cesses and systems to ensure accuracy, productivity 
and effi  ciency. ■

Working Wheels

The new Quester tipper which is one of 13 
derivatives in the new extra-heavy truck 
range launched locally this month by 
UD Trucks.

Volvo Group SA Opens R60-million Integrated Parts Distribution Centre

Offi cially unveiling the plaque during the opening of 
Volvo Group SA’s new Regional Distribution Centre in 
Boksburg, from left to right, Mr Sisanda Mtwazi from the 
DTI, the Swedish Ambassador to SA, his Excellency 
Mr Anders Hagelberg, Mr Christer Svärd, senior vice 
president of Volvo Group Logistics Services and 
the Executive Mayor of the Ekurhuleni Metropolitan 
Municipality, Councillor Mondli Gungubele.

UD Trucks Becoming Very Aggressive in SA Market
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BY ROGER HOUGHTON

Hyundai SA has started assembly of its H100 bak-
kies at the former International Trucks factory in 
Apex, Benoni. Th is facility belonged to the Imperial 
Group, which imports and sells Hyundai vehicles, 
so it was an obvious choice.

Th e site covers an area of 32 000m2 with 
19 000m2 under roof and incorporates a national 
distribution warehouse for Hyundai body panels 
as well as the Taylormade body building company 
which produces bodies for Hyundai medium trucks 
and other customers. Taylormade is also responsi-
ble for a tipper conversion on the H100 bakkie.

Comparatively low volume production of 
Hyundai HD medium trucks began at this facility in 
September last year and now H100 bakkies will add 
up to 360 units a month to the output. Th e bakkies 
made at this plant will be distributed in Gauteng 
and neighbouring provinces, with orders from 

coastal areas being fi lled by 
fully imported units from 
Korea. Current H100 sales 
are in the region of 400-450 
a month, with more than 
6  000 of these 1.3-ton ve-
hicles having been sold lo-
cally since 2002.

Th e H100 bakkies are 
assembled in Ulsan, South 
Korea, and then disassem-
bled and packed in con-
tainers for re-assembly in 
Benoni. At present there 
is no local content other than labour, but Hyundai 
will look at including some local components in 
the future. Currently 37 people are employed in the 
H100 assembly operations and this number will 
increase to 60 as output is ramped up. In addition 
there is added job creation at suppliers and service 
providers in a ratio of 6:1.

Th e investment in the plant is in the region 
of R68-million, and includes about R4-million in 
additional equipment for the H100 assembly pro-
ject. Th is is all part of a current capital investment 
programme of R110-million in Hyundai by dis-
tributors AMH. At present Hyundai Commercial 
Vehicles has 42 dealers in SA. ■

BY ROGER HOUGHTON

MAN Truck & Bus SA last week staged its annual 
media briefi ng at its Pinetown factory and used 
the occasion to announce the fact that the assem-
bly plant now used solar power produced by pho-
tovoltaic panels on the strengthened roof to make 
it the fi rst 100% carbon-neutral truck production 
site in Africa as well as within the global MAN 
production network.

Th e system is linked to the national power grid 
and when there is excess power generation it is fed 
into the grid and MAN is paid for the energy, while 
when it is cloudy the factory draws some of its pow-
er from the national grid.

Th is does not get over the power outage chal-
lenges though, as batteries for this size of instal-
lation would be very expensive. Instead a locally-
made, 600kva generator, powered by an MAN 
diesel engine, will be installed as a supplementary 
power source when there is a power outage.

Th e investment totalled R15-million and took 
less than six months to complete. Strengthening the 

roof and fi tting translucent panels and thermal in-
sulation material cost R5-million and installing the 
panels on 6 300m2 of the 10 000m2 roof area added 
a further R10-million. Th e 580kW system, which 
was designed by Solaray and installed by Renen 
Renewable Energy Solutions, is capable of generat-
ing 810 000 kilowatt hours of power a year.

Heiko Kayser, the Head of Production at the 
Pinetown plant, said that the project forms part of 
MAN’s global Climate Strategy to reduce carbon 
emissions at its production sites by 25% by 2020. 
Financial savings at the Pinetown plant, which was 
built by MAN in 1962, are expected to be in the 
region of R1-million/year with savings of 860 tons 
of CO2 per annum and these fi gures will improve 
with time.

Th e plant, which employees 160 people, has an 
annual capacity of 6 600 units with two shift s, but 
currently it is only a single shift  operation.

Speaking during the media briefi ng session 
Geoff  du Plessis, the Managing Director of MAN, 
said he was looking forward to stronger showing 
by his company in 2015 aft er a rather fl at 2014, al-
though there were high spots with some big fl eet 

deliveries in both the truck and bus markets. Last 
year’s sales totalled 2  238 vehicles and this year 
the target in another fl at year is 2 344 units, which 
should grow MAN’s market share as its parent com-
pany celebrates its centenary.

Du Plessis says he sees potential good growth 
in the constructing of infrastructure such as the 
deep harbour development and Commonwealth 
Games in Durban and general demands country-
wide for improved service delivery. For this reason 
additional models will be added to MAN’s line-up 
of construction industry vehicles and there will be 
dedicated salespersons for this sector too. ■

Working Wheels

Impressive aerial view of the photo voltaic 
electricity-generating cells on the roof of 
the MAN assembly plant in Pinetown.

The Hyundai H100 bakkie is now in SKD production at the 
former International Trucks plant in Benoni.

MAN factory in Pinetown Goes Carbon-neutral

Hyundai Starts Local 
Production of H100 Bakkie
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General Motors Expands Into Uganda

General Motors (GM) is now offi  cially represented 
in Uganda aft er Mansour Automotive Company 
(MAC) East Africa, a subsidiary of Mansour Group, 
was launched at the Kampala Serena Hotel recently. 
Situated in Kampala, MAC East Africa is geared 
to provide customers with global Chevrolet and 
Isuzu products along with strong aft er-sales and 
service support.

Founded in 1975, MAC brings into the Ugandan 
automotive industry a wealth of experience with al-
most 100 successful operations in Egypt, Libya and 
the Middle East. Th e group’s expansion into Sub-
Saharan Africa, started with the opening of MAC 
Ghana in 2014 and now MAC East Africa. With 
increased focus on growing the GM footprint and 
share of the industry in Uganda, MAC East Africa is 
fronted by experienced General Manager, Timothy 
Mwambire.

Mwambire brings with him experience in sev-
eral aspects from the automotive industry includ-
ing sales, marketing, exports and management in 
Kenya, Uganda, Rwanda, Burundi, Eastern Congo 
and South Sudan. Th e business is fully staff ed and 
run by fully trained and professional Ugandans.

“Our team of 25 highly-trained and enthusi-
astic individuals includes technicians, sales execu-
tives and support members – most of whom are 
motivated young professionals,” said Mwambire.

According to Brian Olson, Vice President of 
Vehicle Sales, Service and Marketing, GM Southern 
Africa, the entry of MAC East Africa further sup-
ports GM’s objective to further strengthen the 

distribution network in Sub-Saharan Africa. “In the 
last 12 months our dealers in Sub-Saharan Africa 
have opened fi ve new facilities and showrooms in 
Angola, Nigeria, Ghana and Madagascar. In the 
coming months, Zambia and Mauritius will be 
opening their new upgraded facilities as well.” ■

Ford Commits to Growth in Kenya

Ford Motor Company has reaffi  rmed its commit-
ment to Kenya as one of the company’s priority 
growth markets on the African continent. “Kenya 
is a key market in our Sub-Saharan Africa region 
and a springboard into the rest of East Africa,” said 
Jeff  Nemeth, President and CEO of Ford Motor 
Company, Sub-Saharan region.

As the biggest economy in East Africa, Kenya’s 
GDP growth in 2014 peaked at 5.4%*. A growing 
middle class, coupled with a business environment 
conducive for growth, makes it an undeniably at-
tractive market for Ford on the continent.

“Th e creation of Ford’s fi ft h business unit 
Middle East and Africa ensures we have dedicated 
resources and manpower to bring the latest gen-
eration of products and smart technologies to the 
market,” Nemeth explained. “We are projecting 
increased share of the market for Ford in Kenya 
at the end of 2015, up from the 3.3% recorded in 
2014. From the 579 sales last year, we are targeting 
 signifi cant growth.

In addition, Ford’s continued partnership 
with CMC Motors Group is a key factor in this 
growth strategy and will ensure a dynamic and 
exciting future for Ford in Kenya. Th is will also 

deliver the highest levels of quality and customer 
experience in sales and service that match Ford’s 
global standards.

Mark Kass, Group CEO of CMC Holdings 
Limited said: “With the newly energized CMC 
Motors and their shareholder, Al Futtaim 
Automotive Group’s commitment and dedication 
to partnering with Ford Motor Company as their 
authorised dealer in Kenya, sales of Ford models are 
expected to grow signifi cantly in 2015.”

Th e portfolio of Ford cars, pick-up trucks and 
sports utility vehicles (SUVs) is set to grow signifi -
cantly. By the end of the year, Ford’s line-up will 
include a raft  of exciting new models, including the 
Focus, Fusion, Everest and Ranger. CMC is also in-
vesting in a Quick Lane Service Centre to allow for 
a customer-focused business. ■

African Market Expertise

Michael Lester, the retired General Manager of 
Vehicle Export for Toyota South Africa is off ering 
his extensive expertise on doing business in Africa 
as a consultant. Early retirement has already pre-
sented an opportunity for Michael to undertake 
similar work on a contractual basis for a number 
of other companies including General Motors, 
Nissan and a trading house in the Arabian Gulf. 
He has business contacts in over 20 African coun-
tries and is keen to seek further contractual em-
ployment opportunities. He can be contacted at: 
michael.lester@telkomsa.net and at telephone: 
+27 (0)11 883 3922; fax to email: 086 242 2558 and 
GSM: +27 (0) 82 493 7613 ■

Left to right: Chandy Jacob CMC General Manager Emerging Markets, David Kuria 
CMC Ford Divisional Manager, Shane Marais Ford Market Manager, Mark Kass CMC 
holdings Group CEO, Mark Kauffman Ford Vice President Marketing Sales and Service 
Sub Saharan Africa, Jeff Nemeth Ford President and CEO Sub Saharan Africa Region, 
Solomon Muturi CMC Managing Director and Rella Bernardes Communications 
Manager Ford Sub Saharan Africa.

Timothy Mwambire general manager MAC 
East Africa addressing the guests at the 
launch of MAC East Africa at the Kampala 
Serena Hotel.
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Picture Page Classic Show Time

Borgward is to be revived under Chinese ownership and 
showed an Isabelle coupe at Geneva. Here in South Africa 
Borward never died! This is a station wagon spotted at 
Piston Ring in mid-March. Photo by Stuart Johnston

Doughnuts and Dodge. This beautiful Dodge Challenger is one of the 
fi nest examples in the country and will be in Hall 5 at the Rand Show 
from April 3–12. Photo by Stuart Johnston

Tempting. This DS project car was spotted at the Maluti Motor 
Show in Bethlehem in mid-March. Photo by Stuart Johnston

This 1957 Lincoln Continental Coupe, belonging to the stunning 
Kobus Bester collection, will be on display at the Rand Show 
from April 3–13 in Hall 5. Photo by Stuart Johnston

The Buick Roadmaster convertible, also in the Kobus Bester 
Collection, is another stunning example set to wow visitors to the 
Rand Show on April 3–12. Photo by Stuart Johnston

Restoration of 50 cc motorcycles is a fast-going trend. Bike 
Craft of Rosettenville will be putting on a special display at 
the World of Motoring in Hall 5 at the Rand Show, Nasrec, 
from April 3–12. Photo by Stuart Johnston
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BY STUART JOHNSTON.

Perhaps the most remarkable aspect of our trip to 
Bethlehem and Clarens in the eastern Free State in a 
1968 Volkswagen Type 3 Variant 1600 is that we did 
it in a totally un-restored car.

I bought the VW, a twin-carb model, about two 
years ago for my girlfriend Liz on a whim, through 
fellow motoring journo Reuben van Niekerk. 
Reuben, who works for Ignition Live, had rescued 
the car “in the interests of saving it for a worthy 
owner”. Th at has turned out to be Liz, and since we 
have had the car in our care we’ve fi xed a huge dent 
in the door, sourced decent hubcaps and period 
trim rings and…. well, that’s pretty much about it!

Eff ectively, this makes Liz the second owner, 
the car having previously been bought new by a 
conservative Pretoria owner who kept it in pretty 
good nick for over 40 years. Prior to setting off  for 
Bethlehem, where I was the Master of Ceremonies 
at the Maulti Motor Show in mid-March, I stripped 
the carbs and cleaned them, fi tted new points and 
plugs and pumped the tyres. All of which took me 
about three hours.

Th ere is an element of trust in setting off  on the 
N3 in such an old car. We left  on the Friday and it 
was piping hot, with temps in the upper 20s. Th e 
Type 3 Volkswagen doesn’t particularly enjoy hot 
weather, so we stopped at a few service stations en 
route to let things chill a bit.

In the early part of the journey from Randburg 
on the N1 and N3 highways, a car with about 45 
kW and the aerodynamics of a brick is not exactly 
quick, so you have to drive with an eye in the mir-
ror to plan your overtakes and your undertakes, 
so to speak. It’s all about keeping momentum. I’m 
pleased to say that I could cruise at 112 km/h virtu-
ally the whole way, with occasional bursts up to 120, 
and I never had to drop back from top to third (it’s a 
four-speeder) for any of the inclines.

Th e other thing you have to plan for is modern 
cars braking in front of you with their four-wheel 
discs, ABS and fat rubber, whereas you are on drum 
brakes, and slightly oval drums at that , which sort 
of simulate ABS as they bite-release-bite-release 

according to high and low spots, and they might 
pull to the left  or the right or go straight when you 
really have to jump on them. Th is wasn’t a problem 
in ’68 as most other cars had even worse brakes and 
similar skinny tyres. Now, you have to keep big gaps 
in front of you.

Of course, a traffi  c cop that jumped out in front 
of us to check our licence disc didn’t know anything 
about this, but I managed to stop about 20 metres 
on from the point she had anticipated (heh heh).

Once you turn off  the N3 at Villiers and head 
for Frankfort-Bethlehem, things change. On two-
way blacktop you relax and enjoy the scenery and 
the lack of traffi  c. And the little Volks just loped 
along, top gear all the way baby. On the pot-holed 
secondary road towards Bethlehem, the VW was 
a pleasure. Courtesy of the basic VW-Porsche tor-
sion bar suspension design that turned out to be 
perfect for desert use in WWII (in the Kubelwagen, 
a Beetle-type Jeep), this little car is fantastic over 
bumps. Th at’s why they used Beetles and the like for 
decades in off -road races.

We rocked up to Bethlehem aft er a four-hour 
total time, went through to Clarens, drove a little 
way into the Malutis for a few pics, drove back to 
Bethlehem, and on the Sunday aft er the show drove 
back to Jo’burg in about three-and-a-half hours, as 
the air was much cooler.

Fuel consumption worked out at about 
9l/100km, which is pretty good as we were not 
hanging about.

It intrigued me how the handling changed 
according to fuel load, the fuel being located up 
front beneath the luggage area, and the engine in 
the back. I’m going to experiment with some en-
gine cooling ideas in the future, but other than that 
the Type 3 ran perfectly, apart from the fact that 
starter motor went “uuuh yuuuh” and then cried 
howzit in Clarens, thanks to brushes that are now 
offi  cially worn.

Oh, and even in sweltering Free State weather 
we never missed the lack of air con. Th anks to an 
upright screen you sit in shade, and if you want to 
cool down you fl ip the vent windows open and di-
rect potent blasts of air at you or the passenger(s). 
Modern car designers, yeah the aero fi gures are 
good, but there is a lot to be said for driving with the 
windows open, your arm on the sill, and not getting 
blasted to smithereens. Ideal for smoking too (yeah 
I know, terrible habit).

I can’t wait to take it on a trip to Durbs now. 
It’s like this innocent device that attacks each 
obstacle with total positivity, reminding me of 
the little steam engine in the kiddie’s book , the 
one that wouldn’t give up: “I think I can, I think 
I can…..” ■

Olga, the 1968 Type 3 Volkswagen Variant enjoying the sunshine in the Maluti 
mountains. Photo by Stuart Johnston.

Touring the Free State in a 47-Year-Old 
Second-Owner Car
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