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BY ROGER HOUGHTON

Th e future is here. Bidvest Automotive has 
launched itself into the world of augmented real-
ity with its McCarthy Interactive Centre (MIC) 
which it sees as a virtual dealership. Th e impres-
sive concept was demonstrated to visitors to the 
Festival of Motoring hall at the recent Rand Show 
in Johannesburg.

Th e virtual dealership allows potential buy-
ers to spend the day perusing hundreds of vehi-
cles, from Alfa to Volkswagen, with no more ef-
fort than a swipe of your hand. Th e interactive 

wall displays pictures of the car from every angle, 
showing its model, mileage and price.

Th e fi rst of its kind in Africa, the technology 
team at Bidvest Automotive have set up a perma-
nent unit at McCarthy Volkswagen Wonderboom 
where it is proving a very eff ective selling tool, as 
well as a mobile units which can be found at festi-
vals and other activations.

Touring dealerships for your dream car can 
be time consuming therefore “Th e objective of 
the system, which uses touch and gesture ac-
tivation to obtain a multitude of information 
on vehicles for sale in the McCarthy network 
will ensure a potential buyer never leaves the 

showroom fl oor without fi nding a car they want 
as it pulls information from a vehicle stock of 
over 6  000 vehicles,” explained the MIC project 
leader, Preeban Munian, Bidvest Auto’s Chief 
Information Offi  cer.

Once you have chosen your vehicle, the sys-
tem gathers all the information you will need 
for fi nancing your purchase, insurance and li-
censing. A quote will be prepared for you and 
if the vehicle is not available on the showroom 
fl oor, the dealership can arrange for its delivery. 
Keep an eye open for MIC at upcoming festivals 
for a shopping experience that revolutionizes 
automotive retail. ■

Marcel Johnson, of Bidvest Automotive, using the augmented reality of the virtual showroom system to provide information to a 
potential car buyer at the Rand Show.

BIDVEST AUTO LAUNCHES 
ITS VIRTUAL DEALERSHIP

http://www.nags.co.za
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Th e Johannesburg International 
Motor Show, originally scheduled 
to be held at Expo Centre, Nasrec, 
from October 14 – 27, 2015 will not 
take place. Th is follows a decision by 
NAAMSA Chief Executives at a meet-
ing in Johannesburg last Th ursday.

Th e costs of automotive exhibi-
tions have risen disproportionately 
and this has called into question 
the return on investment for exhibi-
tors. Internationally, in recent years, 
concerns about aff ordability and 
return on investment for exhibitors 
have led to the cancellation of au-
tomotive exhibitions in a number 
of countries.

Additional considerations in 
the decision not to proceed with this 
year’s show include the fact that the 
event scheduled for October clashes 
with the Rugby World Cup in the 
United Kingdom and the E-Mobility 
month in Sandton over that time.

Moreover, the economic and fi -
nancial climate in South Africa cur-
rently has impacted on trading con-
ditions in the automotive sector and 
has resulted in substantial pressure 
on margins throughout the automo-
tive value chain.

Th e possibility of a show in 2016 
will be considered by the end of June 
this year. South African Shows Messe 

Frankfurt, the show management 
company, in consultation with the 
industry’s marketing and sales ex-
perts have been tasked to formulate 
proposals and a strategic action plan 
to enhance the value proposition for 
exhibitors and to increase substan-
tially the return on investment for 
participants.

In essence, NAAMSA has 
requested its joint venture part-
ners, South African Shows Messe 
Frankfurt, to formulate proposals 
that will ensure a sustainable, fi nan-
cially attractive model for possible 
future Johannesburg International 
Motor Shows. ■
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Editor’s Note
SHOCK CANCELLATION 
OF MOTOR SHOW

Th e unexpected can-
cellation of this year’s 
Johannesburg International 
Motor Show which was an-
nounced this week (see page 
2 of AutoLive) has sent shock-
waves through the local mo-
tor industry and its multitude 
of service providers, many of 
whom had budgeted income 
from involvement at the prestigious, biennial show.

NAAMSA has given several reasons for its decision and 
now we have to wait until the end of June top see if the in-
dustry body and the show organisers can come up with an 
acceptable event which will meet the manufacturers’ and 
importers’ cost control, return on investment (ROI) and sus-
tainability requirements. If an acceptable formula is found 
then we will have this event/motor show next year.

As you will see from the panel alongside I have decided 
to step down as editor of AutoLive at the end of June, but will 
continue as a part-time contributor. Liana Reiners, who is 
taking over the reins, has had many years of experience in 
motoring journalism and is relishing the challenge of editing 
SA’s leading online motor industry e-zine.

Some of you may have missed reading the strip at the 
bottom of this page in the previous edition of AutoLive and 
are wondering where the detailed vehicle sales analysis has 
gone. Due to the (welcome) increase in advertising we have 
moved the four pages of statistics to our website so all you 
have to do is click the button at the bottom of this page.

Automechanika Johannesburg takes place in less than 
two weeks and there are a host of conferences, workshops and 
presentations that will be taking place at Expo Centre. We 
also have a click through facility for the full programme. All 
you have to do is go to the bottom of pages 13 or 14 and click 
the button! Enjoy the show.

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

Vehicle sales in South Africa showed virtu-
ally no growth this past March, according 
to the latest data from NAAMSA. Industry 
sales totalled 55 449 vehicles, nine more ve-
hicles than March 2014. 
Passenger cars contributed 35  548 units to 
this total but were down 3% year-on-year. By 
contrast, Light Commercial Vehicles (LCV) 
sales for March totalled 16 808 units, up 5.5% 
year-on-year. But those industry numbers 
were countered by actual consumer demand, 
infl uencing dealer channel sales to grow 
1.2% for passenger cars and 8.3% for LCV 
sales, year-on-year.

“While industry sales for passenger cars 
were down, dealer channel sales remained 
strong. It’s an indicator that consumer de-
mand is holding steady, and buyers are 
still visiting dealerships,” said Simphiwe 
Nghona, executive head of the motor divi-
sion at WesBank. “Th e rental industry is 
down 58%, compared to March last year, and 
this is what has negated the growth seen else-
where in the industry.”

WesBank’s data refl ects this consumer 
demand, with a 20% growth in vehicle fi -
nance applications, compared to March 
2014. New vehicle fi nance applications grew 
by 15%, and demand for used car fi nance 
grew by 22%.

OEM trade-in incentives have contin-
ued to attract buyers to the new market. Th is 
is refl ected in the used-to-new ratio, which 
was 1.4:1 in February and shift ed in favour of 
new vehicles, to 1.29:1, in March. Th is uptick 
in marketing incentives is attributed to the 
end-of-quarter sales drive.

“With enticing trade-in off ers on the ta-
ble consumers are also opting to bring for-
ward their replacement cycles,” said Nghona.

Vehicle sales remain in line with 
WesBank’s view of the market, which should 
end the year up 0.87%. ■

NOTE: SEE THE CLICK THROUGH 
ON THE STRAP AT THE BOTTOM OF 
THIS PAGE TO ACCESS THE DETAILED 
SALES RESULTS FOR MARCH 2015.

Consumer Demand Remains 
Steady in March

New Editor for AutoLive
Roger Houghton is retiring as editor of AutoLive at the end of June 2015 
and his position will be taken over by Liana Reiners, a very experienced 
journalist who has had diverse involvements in many aspects of 
motoring journalism during a career stretching over more than 25 years.

This has included working on WHEELS, the respected SA motoring 
annual for 22 years. The period as an editorial assistant at WHEELS 
started as a year’s practical experience after Liana completed a journalism course at the 
Pretoria Technikon and developed into a full-time job.

Over the years Liana has gained extensive experience in the fi elds of writing, translation, 
proof reading and sub-editing of copy, but also has a fi rm understanding of the business side 
of things.

Liana was the motoring correspondent for Nexus, the offi cial magazine of the South 
African Correctional Services for many years and was also a regular contributor to the 
Cars4Women website. In addition, she has contributed to such publications as Wiel, Beeld 
Motors, Ideas magazine and Metro, a Pretoria-based community newspaper which has since 
been discontinued.

Liana is a past committee member of the South African Guild of Motoring Journalists and 
having been on the jury for the annual Car of the Year competition for many years, she also acts 
as a judge in the Women on Wheels Car of the Year awards.

http://autolive.co.za/stats/sales_stats.pdf
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Th e Automotive Industry Development Centre 
(AIDC) recently held a ground-breaking ceremony 
at its construction site for the establishment of a 
new Automotive Incubation Centre within Nissan 
South Africa’s Rosslyn-based plant.

Th e Automotive Incubation Centre at Nissan 
SA was conceptualised by the AIDC, while the 
land was made available by Nissan SA. Th is is 
the AIDC’s second incubation centre, the fi rst 
facility established at Ford Motor Company of 
Southern Africa’s (FMCSA) manufacturing plant 
in Silverton in 2011.

While the facility at Nissan is intended to rep-
licate the AIDC’s Automotive Incubation Centre at 
FMCSA, it will enhance the design to include the 
lessons learned from its implementation. Th e AIDC 
will identify BEE entrepreneurs to supply compo-
nents directly to the production line for the next 
generation one-ton NP300 pick-up truck which will 
start production in late 2017.

One of the major lessons learned from the 
FMCSA model was that interviews and assessments 
do not constitute a fail-safe way of identifying po-
tential entrepreneurs, hence to mitigate against this, 
an extensive pre-incubation process will be planned 
for this incubation centre.

Th is will involve the identifi cation of up to 20 
potential BEE entrepreneurs that will be pre-in-
cubated for a 12 month period aft er which a fi nal 
choice and appointment will be made.

Speaking at the sod-turning event, Gauteng 
Premier David Makhura, highlighted that pri-
vate-public partnerships were instrumental in 

fast-tracking Gauteng’s economy under the prov-
ince’s Transformation, Modernisation and Re-
industrialisation programme.

“In order to develop a globally competitive 
automotive manufacturing environment, we need 
to develop partnerships with globally competitive 
manufacturers such as Nissan,” said Makhura. “We 
welcome working with vehicle manufacturers like 
Nissan in developing scarce skills, expanding the 
local supply chain, and providing opportunities to 
BEE companies to create jobs,” he explained.

Dineshan Moodley, AIDC Executive: Industry 
Development, said that the aim of the Incubation 

Centre was to reduce the barriers to entry for en-
trepreneurs in the automotive industry. “One of 
the biggest challenges for entrepreneurs is start-up 
capital because they require large investment to en-
able them to participate in the value chain,” he said.

Moodley added that OEMs are oft en reluctant to 
procure the services of SMMEs who do not have the 
experience to supply components to their produc-
tion lines, and through the Automotive Incubation 
Centre at Nissan, they could gain this experience 
and be able to develop their business portfolio.

Mike Whitfi eld, Managing Director Nissan SA, 
explained that the Incubation Centre was further 
evidence of the company’s commitment to boost-
ing the automotive sector in South Africa. “A strong 
supply chain off ering quality and cost-eff ective 
components is crucial to developing an internation-
ally competitive industry that will grow our econo-
my and create jobs,” Whitfi eld said.

Barlow Manilal, the former CEO at the AIDC, 
explained that in order for South Africa to reach the 
one million unit per annum threshold 2020, it was 
imperative that the industry be equipped with the 
requisite skills and local supply chain support to 
meet this goal.

Construction of the AIDC’s Incubation Centre 
at Nissan SA will also operate as a multi-incubation 
model incubator, i.e. a mix of Tier 1 component sup-
pliers linked to the incubatees, and Nissan SA itself 
linked to the incubatees. Nissan’s engineers will 
support the incubation process by providing their 
technical expertise to the incubatees during the in-
cubation process, together with the AIDC. ■

Seen at the sod-turning at the Nissan 
facility in Rosslyn are (from left): The 
AIDC’s former CEO Barlow Manilal; 
Nissan SA CEO Mike Whitfi eld; MEC 
for Gauteng Department of Economic, 
Environment, Agriculture and Rural 
Development, Lebogang Maile; Gauteng 
Premier, David Makura and the GGDA 
Board Chairman, Mogopodi Mokoena.

AIDC Breaks Ground with Second Automotive Incubation Centre

http://www.ramauto.co.za
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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


Subscribe for free @
www.autolive.co.za Page 6

To advertise in  contact

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

Th e 2015 Automotive Export Manual annual pub-
lication has been released and is available from 
the NAAMSA offi  ces in Pretoria (naamsa@iaf-
rica.com). As usual the very well presented and 
researched book has been written and produced 
by Dr Norman Lamprecht, Executive Manager, 
NAAMSA and Director of the Automotive Industry 
Export Council (AIEC).

Th e automotive industry’s export earnings for 
2014 refl ected a substantial increase of R13-billion 
or 12.7% to a record R115,7-billion from the R102,7-
billion in 2013. Th is was the second time that the 
industry exceeded the R100-billion export level.

Right- as well as left -hand-drive vehicles and 
automotive components were exported to 148 coun-
tries in 2014, with the export value to 25 destina-
tions more than doubling on a year-on-year basis. 
Higher vehicle production in the EU, the domestic 
industry’s main export region, as well as a weaker 
rand supported the industry’s export performance 
in 2014.

Th e industry’s top export markets in value 
terms were Germany with R21,7-billion followed 
by the USA with R17,1-billion. Th e UK, with 57 739 
units, was the top destination for South African 
manufactured vehicles. Automotive exports to 
other countries in Africa also performed well 
with an export value to 41 countries amounting to 
R31,6-billion.

Catalytic converters, which reduce harmful 
emissions from vehicles, remained the most popu-
lar component exported followed by engines and 
parts, tyres and stitched leather seat covers.

Th e importance of the trade arrangements that 
South Africa enjoys with the European Union, al-
lowing for duty free vehicle and automotive com-
ponent exports to the 28 countries in the region, as 
well as the AGOA trade arrangement with the USA, 
enhanced exports to these regions.

Th e value of imported vehicles amounted to 
R57,2-billion in 2014 compared to the R70,0-billion 
of vehicle exports. Th e vehicle import value and 

volumes have declined in line with the 
domestic new vehicle market declining for 
the fi rst time in 2014 on a year-on-year ba-
sis over the past fi ve years.

However, consumers in South Africa 
are spoilt for choice. In just about every 
segment of the market every brand has a 
benchmark product. In 2014 there were 
55 brands and 4 406 model derivatives for 
consumers to select from, the widest choice 
to market size ratio anywhere in the world.

Although the volume leader in respect 
of imports was India with 95 940 units, the 
value of Indian imports, however, was less 
than half of those imported from Germany, 
which included the premium brands.

Lamprecht said that the automotive 
industry has entered a challenging and 
exciting new period under the Automotive 
Production Development Programme 
(APDP) which commenced on January 
1, 2013 to replace the Motor Industry 
Development Programme (MIDP) aft er 
17 years.

Th e vision under the APDP is to dou-
ble vehicle production in the country to 
around one million units per annum by 

2020 with an associated broadening and deepening 
of the component basket in the country as well. Th is 
will ensure that South Africa’s market share would 
increase to about 1% of global vehicle production 
which would assist the industry in being considered 
for future investments in the country.

Th e domestic automotive industry’s strategic 
signifi cance in South Africa is based on its contri-
bution to export earnings, investments, employ-
ment, contribution to the country’s GDP and the 
multiplier eff ect on the overall economy. As the 
largest manufacturing sector in the country’s econ-
omy, the automotive industry accounted for 30.2% 
of manufacturing output while the broader auto-
motive industry contributed 7.2% to the country’s 
GDP in 2014.

Although South Africa produced 68% of the ve-
hicles made in Africa in 2014, the industry remains 
relatively small in a global context and was ranked 
24th in respect of global vehicle manufacturing with 
a market share of 0.63%.

Other interesting features in the publication in-
cludes potential opportunities to the domestic au-
tomotive industry arising from arrangements such 
as the proposed “Cape to Cairo” free trade area, in-
cluding 26 African countries, as well as from South 
Africa’s inclusion in the BRICS coalition along with 
Brazil, Russia, India and China.

Lamprecht is of the view that the South African 
automotive industry has been and will remain a 
vital contributing element to the success of the na-
tional economy and the sustainable growth of the 
country at large. However, in order to realise the 
industry’s 2020 vision will require constructive col-
laboration amongst all the relevant role-players. ■

SA Automotive Industry Excelling 
in Exports to World Markets

Dr Norman Lamprecht, Executive 
Manager, NAAMSA and Director 
of the Automotive Industry Export 
Council (AIEC).

The cover of the South Africa Automotive Export 
Manual 2015.



Subscribe for free @
www.autolive.co.za Page 7

LET OUR WORKSHOP BRING YOU BACK 
ON THE ROAD WITH QUALITY ORIGINAL 
EQUIPMENT REPAIRS

Repairs on most German Vehicles

   Genuine and remanufactured parts

  State of the art technical services

ISO:9001:2008
Johannesburg: +27 11 457 0000 I Cape Town: +27 21 950 6300 I www.zfsa.co.za

Is your vehicle’s 
transmission or 
steering powered 
by ZF? Scan the QR 
Code to find out.

http://www.zfsa.co.za
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Acting CEO for AIDC

Dr David Masondo has been appointed Acting 
CEO of the Automotive Industry Development 
Centre (AIDC) following the move by the organisa-
tion’s former CEO, Barlow Manilal, to head up the 
Technology Innovation Agency (TIA).

Masondo (40) has extensive experience in a 
variety of business disciplines. His most recent 
position was Chief Director: Economic Sectors 
and Industry, Gauteng Department of Economic 
Development. He previously held senior posi-

tions in local 
government in 
Limpopo and 
was a lecturer at 
Wits University, 
aft er starting 
his career in 
1999 as the SA 
National Youth 
Commissioner 
in the Offi  ce of 
the Presidency.

He has a 
BA (Hons) and 
MA from Wits 
University and 
a PhD from 
the New York 
University in 

the US, where his thesis was entitled: Post-Apartheid 
Nanny State: Case Study of the Motor Industry 
Development Programme (MIDP) 1995–2010. ■

Senior GM Appointment 
for South African

Ian Nicholls will assume the position of President 
and Managing Director of GM’s South Africa, Sub-
Saharan Africa and Israel operations on June 1.

Th is move is part of the company’s consolida-
tion of its Africa and Middle East operations. Based 
in Port Elizabeth, South Africa, Nicholls will as-
sume responsibility for the company’s manufactur-
ing, sales and export operations in South Africa, as 
well as its sales operations in Sub-Saharan Africa 
markets and Israel. In his new role he reports di-
rectly to Mario A.  Spangenberg, President and 
Managing Director of GM’s Africa and Middle 
East operations.

Nicholls said that his immediate priority will 
be to ensure that a market driven portfolio is in 
place, to expand sales volumes both in the domes-
tic and exports markets and to provide outstanding 
service to our customers. “We are well positioned 
for growth with our world class vehicle assembly 
plant and hi-tech Parts Distribution Centre based 

in Port Elizabeth, coupled with our extensive 
distribution network of over 200 dealers in Sub-
Saharan Africa.”

“Our strengthened portfolio of Chevrolet, Opel 
and Isuzu passenger and light commercial vehicles, 
will enable us to meet and exceed the requirements 
of our customers in Sub-Saharan Africa. Already 
last year alone our Opel sales volume in South 
Africa grew by 36%, while our locally assembled 
Isuzu pick-up volume increased by 8%. And in Sub-
Saharan Africa our overall sales volumes increased 
by 31%”

Prior to this appointment, Nicholls served as 
Vice President of GM South Africa’s operations 
and before that Vice President of Planning for GM 
South Africa. Nicholls was born in Port Elizabeth, 
South Africa, and began his automotive industry 
career in 1990 at Delta Motor Corporation where 
he held several positions including Manager of 
new Business Development, Managing Director of 
a catalytic convertor subsidiary company, Director 
of Materials Management, Director of Sales and 
Marketing and Director of Planning.

He has an Accounting B Com (cum laude) from 
the Nelson Mandela Metropolitan University and 
qualifi ed as a Chartered Accountant with Deloitte. ■

New MD for Volvo Car SA

Greg Maruszewski will take over the helm as the 
company’s Managing Director when current VCSA 
MD, Bram van der Reep, steps down in June 2015.
Greg Maruszewski started his long and successful 

career at Volvo Cars when he was appointed as CFO 
at Volvo Car South Africa in 2000.

In 2003 Maruszewski left  South Africa for 
Dubai where he held the position of Managing 
Director for Volvo Car Middle East and was then 
appointed MD of Volvo Car Czech Republic in 
2008. He took over as MD for Volvo’s Central and 
Eastern European Markets in 2010. His most re-
cent position was that of MD for Volvo Car Turkey 
which he took up in 2013. ■

New Director for JLR

Lisa Mallett has been appointed Marketing and 
Communications Director for Jaguar Land Rover 
SA and Sub Saharan Africa. Lisa has been part of 
the JLR team since 2012 when she held the position 
of Product and Pricing Manager. She takes over her 
new position following the return of Peter Biven to 
the UK last year. ■

People

Lisa Mallett of Jaguar, South Africa

Greg Maruszewski, will be new MD for 
Volvo Car South Africa.

Ian Nicholls, president and managing 
director, GMSA operations.

Dr David Masondo, Acting 
CEO of the Automotive 
Industry Development 
Centre (AIDC)
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BY ROGER HOUGHTON

ZF Services South Africa’s head offi  ce is promi-
nently located on the R24 freeway between 
Johannesburg and the OR Tambo Airport, but there 
are few people driving past who realise the size and 
scope of the operations behind the imposing facade 
of the building.

It is for this reason that ZF Services’ Pieter 
Potgieter (Marketing Manger) and Marius van 
Vuuren (Technical Services Manager) are ratchet-
ing up their eff orts to promote the services off ered 
on these premises, and, most importantly, the fact 
that pricing for parts and repairs is very competitive.

“We need to change the perception among 
members of the public that, although ZF Services 
South Africa may well be linked to the major 
OEMs and their dealer networks, our facility in 
Germiston, and the one in Cape Town, is serving all 
levels of customers, also including private individu-
als and smaller repair shops,” explained Potgieter.

“ZF and its other brands such as Sachs & 
Lemförder are fi tted to an increasing range of ve-
hicles from more and more manufacturers and 
the scope goes from passenger cars to trucks, 
buses and construction equipment, marine and 
off -road applications.

“Th ere are major benefi ts for our customers 
such as warranties on workmanship and parts for 
the various applications, only genuine ZF replace-
ment parts are fi tted, the repair facility has state-of-
the-art test rigs, staff  are highly trained, pricing is 
competitive, service exchange units are on stock, 
24-hour product support is off ered and a remove 
and refi t service is available if required.”

I had the opportunity of a being taken on a 
guided tour through the impressive and extensive 
ZF Services South Africa facility in Germiston last 
week by Pieter and Marius, both of whom are en-
thusiastic and knowledgeable ambassadors for the 
ZF brands.

Th e repair facility–one can’t call a high tech 
operation such as this a “workshop” – is laid out to 
suit the logistical fl ow of incoming units for repair, 
stripping, inspection and evaluation, rebuilding, 
testing and despatch.

It is most impressive seeing the large number of 
precision-made components that are now required 
for the latest type of multi-speed automatic or au-
tomated manual transmissions. Th is is certainly 
mind-blowing for a person like me who grew up 
rebuilding simple, four-speed synchromesh gear-
boxes for British cars in the home workshop with 
my Dad!

What also impresses is the wide range of com-
ponents and assemblies that were in process, from 
compact car transmissions to huge axles, transmis-
sions and steering systems for commercial vehicles 
and off -road equipment.

Th e facility is staff ed by 130 people and the 
passenger car division of 14 people remanufac-
tures between 80-120 ZF transmissions a month, 
ranging from four-speed to eight-speed fully 
automatic confi gurations.

“Everything is rebuilt to ZF factory specifi ca-
tion and tested on very expensive and sophisticated 
rigs that will highlight any fault which can then 
be sorted out before despatch and fi tment to the 
vehicle,” stressed Van Vuuren, a former off -road 
racer with a great affi  nity for motor sport, and now 
mountain-biking.

Although the ZF Group is celebrating its 100 
Year centenary in the automotive industry this year, 
ZF Services in South Africa has a history dating 
back to 1969 when ZF arrived in SA and was repre-
sented locally by Trade Relations International. In 
1980 ZF’s operation was strengthened when ASTAS 
began manufacturing ZF manual transmissions 
under licence, which were all fi tted to locally manu-
factured ADE engines for supply to commercial 
vehicle OEMs.

However, ZF decided that it needed its own sales 
and service presence in SA, so ZF of South Africa was 
established in 1980. Th e next step was to establish ZF 
Services SA in 2009 to also focus on the independent 
aft er-market, when the Sachs and Lemförder brands 
were added to the range of off erings. ■

ZF Services Moves To Grow Awareness

ZF Services South Africa’s head offi ce on the R24 between Johannesburg and OR 
Tambo Airport.

Images taken at ZF Services workshop.
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Gumtree Automotive is introducing big changes 
to ensure a smoother user experience for both pro-
spective car buyers as well as the thousands of pro-
fessional sellers that already make use of the site’s ad 
management dashboard.

“Since the introduction of the Gumtree 
Automotive Inventory Tool last year, thousands of 
professional sellers, including dealerships and bro-
kers, have been logging their inventory on the site,” 
says Jeff  Osborne, Head of Gumtree Automotive. 
“Th e experience on Gumtree for the professional 
seller is already top-of-the-line as they can manage 
their stock, view real-time reports and monitor lead 
management. Th ey are also able to use graphic over-
lays to add to their existing brand presence.”

Th e reporting tool has also become even more 
sophisticated, says Osborne, with the introduc-
tion of a Vehicle Audit Log Reporting Tool, which 
enables a dealership to view the entire history 
(with all interactions) for a specifi c ad. Th e site also 
hopes to introduce Telephonic Lead Tracking over 
the next few weeks to make sure that dealerships 

gain comprehensive insights into the eff ectivity of 
their advertising.

Osborne says that the second stage of develop-
ment focused on improving the experience for us-
ers. “We want cars to be as easy to fi nd as possible, 
particularly seeing as we have such high volumes of 
stock being uploaded. We’ve introduced a “sort by 
price” feature for users, as well as mechanisms for 
quick replies so that users can respond to numerous 

sellers in seconds. In addition, we have customer 
service agents working around the clock to monitor 
the vertical and ensure that our customers have the 
best possible experience.”

As consumers can view items according to cost, 
rather than the date uploaded, it should make it eas-
ier to spot the car you want (and can aff ord).

Osborne says that the presence of dealers on 
the site has added immense value to the site for car 
buyers. “Private deals remain popular, but rarely 
off er service plans and fi nancing, which dealer-
ships do. Gumtree has always been associated with 
good deals and value for money, and dealerships 
are staying true to that in terms of the inventory 
they are uploading. You can fi nd amazing deals 
and specials on the site, from both dealerships and 
private sellers.”

Professional sellers can upload two ads for free 
and purchase additional individual ads or obtain 
bundles from as little as R1 000. Subscription can 
be scaled up or down as needed. Th is is on a month-
to-month basis with no contractual lock-in. ■

Big Changes to Gumtree Automotive for 
a Slicker User Experience

G.U.D. Holdings has purchased a state-of-the-art 
630-ton Schuler Servo Press for the metal press-
ing division of its new factory in Port Elizabeth. 
Members from the local and international OEM 
industry as well as aft ermarket parts suppliers at-
tended the launch last month.

G.U.D. Holdings’ R70 million investment in 
servo press technology has positioned the company 
well within the developing OEM market. Th e ca-
pabilities of the Schuler Servo Press are unlike any 
other press in South Africa and increases produc-
tion effi  ciency and component quality. Th e items 
made by the servo press are: air bag infl ator hold-
ers, spare wheel housings, vehicle bumper brackets, 
seats and window metal parts

Th e press has the ability to accommodate both 
transfer and progressive dies, with only 15 minutes 
required for the die changing process. It can weld 
nuts and studs as well as perform other value add-
ing operations within each cycle.

Th e press is also energy effi  cient with built in 
energy saving features. ■

G.U.D. Holdings Launches 
Servo Press Technology

Executives of G.U.D. Holdings (Pty) Ltd stand in front of the multi-million rand Schuler 
630-ton Servo Press at the new factory in Port Elizabeth. Those in the photograph (from 
left) are: Simon Ledgerwood, Divisional Director; Ian Law, Group Sales and Marketing 
Director; Tanya Browne, Shareholder; Red Shuttleworth, CEO; Michelle Raw, CFO; Barry 
Elliott, Shareholder and Chris Haworth, COO.

We’ve introduced a “sort by 
price” feature for users, as well as 

mechanisms for quick replies.
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BY ROGER HOUGHTON

Kia South Africa has declared war on the suppli-
ers of non-standard service and replacement parts 
with its ‘Price Assist’ programme for owners of 
Kia vehicles that are out of warranty, service or 
maintenance plans.

Th e programme, which is backed by the Kia 
Parts Marketing Department and 76 Kia dealers 
countrywide, involves Kia SA meeting any written 
quotation from the supplier of so called “pirate,” 
“alternative” or “grey market” service or replace-
ment parts as well as used replacement parts, such 
as door assemblies, and then providing the custom-
er with the genuine article at the same price.

Th e off er even applies to motor body repairers 
that are not Kia-accredited.

Th e company encourages owners of Kia vehi-
cles to make use of the dealer network for servicing 
or repairs as well as having any motor body repair 
undertaken by one of the 410 Kia-accredited motor 
body repairers in Southern Africa to maintain the 
original integrity of the vehicle.

“Even body panels that look the same as the 
genuine parts are oft en dimensionally diff erent and 

usually made of the wrong gauge and type of steel. 
Th ere is a widely held perception that ‘alternative’ 
parts are less expensive than the genuine article, 
but, believe it or not, sometimes these non-genuine 
parts are more expensive than those available at 
Kia dealers!

“We are looking at the long term in terms of 
customer retention and ensuring the value of 
pre-owned Kia cars and commercials by doing 
our best to ensure only genuine parts are fi tted 
when they are serviced or repaired,” commented 
Piet Oosthuizen.

Th e KIA SA dealer network is backed up by 
a central parts distribution centre in Germiston 
which stocks more than 20 000 line items and has 
stock valued at more than R45-million. Th e parts 
operation is operated by Kia staff  and not out-
sourced as is the situation with many other local 
manufacturers and distributors.

“Th e parts operation has a current fi rst pick rate 
of approximately 94% and there is an overnight de-
livery service to most dealers with those in Gauteng 
able to have parts collected more than once a day 
if required.”

“Th is all gets backed by our desire at Kia SA 
to provide aft er-sales back-up that helps us retain 
our existing customers and to build on our repu-
tation for outstanding customer service which 
will help attract new people into the Kia family,” 
concluded Oosthuizen. ■

To advertise in  contact

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

Kia’s ‘Price Assist’ Programme Helps 
Keep Motoring Costs In Check

We are looking at the long term 
in terms of customer retention 
... by doing our best to ensure 

only genuine parts are fi tted.
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Fourth Automechanika Trade 
Fair in Johannesburg

Th is will be the fourth occasion that this world-
rated trade fair for the automotive aft ermarket will 
be staged in Johannesburg and it is proving to be 
an increasingly important gateway for exhibitors 
to expand their business footprint into Africa. 
Th is year’s show runs from Wednesday, May 6, to 
Saturday, May 9, at Expo Centre, Nasrec.

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 e show will again be arranged in seven group-
ings: Parts & Components, Electronics & Systems, 
Accessories and Tuning, Repair & Maintenance, IT 
& Management, Service Stations & Car Wash, Safari 
and Off -road Vehicles, Utility Vehicles and Trailers.

In addition there will be several fringe 
programmes: Truck Competence, Automechanika 
Academy, Innovation Awards and the Green 
Directory.

Huge Number of Related 
Conferences and Events this Year

Th e suitability of Automechanika Johannesburg as 
a networking location for the local motor industry 
is underlined by the huge number of conferences, 
meetings and events that will take place during 
the show period. Robert Kaiser and his team at SA 
Show Services Messe Frankfurt, the organisers of 
this trade fair, have done an excellent job in corral-
ling so many industry events at the show venue.

 ■ AutoLive has the full programme available 
to its readers. All that is required is to click 
on the hot button at the bottom of this 
page to access the three-page programme 
on the AutoLive website.

Final Showdown for World 
Skills Participants

Automechanika Johannesburg, will be the back-
drop for the fi nal battle to represent South Africa 
in three automotive skills at the 2015 WorldSkills 
Competition, which will be staged in Sao Paulo, 
Brazil, from August 11–16.

Representatives of the SA motor industry 
will have their skills tested in three disciplines 

– autobody repair, car painting and automobile 
technology – while the full scope of the bien-
nial, international contest will involve 50 trades or 
craft s this year with more than 1 200 competitors 
taking part.

Following a disappointing performances by 
the SA automotive representatives at the 42nd 
WorldSkills Competition in Leipzig, in 2013 it was 
decided unanimously that the team for 2015 would 
be much better prepared and would make even 
more use of mentors and support from local stake-
holders who provide their services voluntarily.

Th e project is actually a project of the 
Department of Higher Education, but for practical 
reasons resides within the various relevant bodies of 
the Retail Motor Industry organisation (RMI) and 
enjoys substantial trade support both material and 
in terms of mentoring.

Th e strategy for the 2015 fi nals has involved 
replicating the requirements of the WorldSkills 
Competition for the local elimination rounds and 
the fi nals so that the winners will know what to ex-
pect when they arrive in Brazil.

First there were regional events and then semi-
fi nals took place over three days at the 2015 SA 
Automotive Week when two fi nalists were selected 
for each discipline. Th ese fi nalists will compete 
against each other on three days at Automechanika 
Johannesburg before the various category winners 
are announced.

“Th is format will ensure the winners will have 
proved they are able to handle pressure over several 
days, which is very important if one wants to do 
well in Sao Paulo,” explained the person ultimate-
ly responsible for SA’s participation in the three 
automotive disciplines at WorldSkills, Marwaan 
Davids, the RMI’s National Training Director who 

is also responsible for Organisational Development 
and Transformation.

Th e fi nalists from each trade who will do battle 
at Automechanika Johannesburg are: car painting – 
Ntebaleng Seema and Rabelani Malema; autobody 
repair – Bongani Nkosi and Th abiso Mohale; auto-
motive technology (motor mechanics) – Willie Nel 
and Jason dos Santos Maraou.

Innovation Awards

Jury begins evaluation: A jury of six experts 
have begun evaluating nearly two dozen au-
tomotive products that have been entered in 
Automechanika Johannesburg’s Innovation 
Awards 2015 competition.

Convenor Wynter Murdoch says the entries are 
of a high standard, encompassing a broad range of 
automotive categories. “Judges will be looking to 
establish the pioneering properties of each of the 
products, as well as the benchmarks they set for the 
automotive sectors in which they compete,” he says.

Th e jury comprises Jakkie Olivier and John 
Ellmore from the RMI, Robert Houdet from 
NAACAM, Norman Lamprecht from NAAMSA, 
motoring journalist David Furlonger from the 
Times Media Group and independent vehicle tech-
nician Christopher Crookes.

Entries include a Start/Stop System from 
Bosch; Vision2 soft ware from Car-O-Liner; a dust-
free sanding station from Catalfer; VirtualPaint for 
spray painter training from Celette; a multi-com-
munications vehicle tracking module from Ctrack; a 
waterless radiator coolant from Evans; an induction 
heating system for car body repair from Gysduction 
Auto and even a quick-to-assemble, prefabricated 
workshop from Highveld Garage Equipment.

Following initial evaluation by the jury, 10 prod-
ucts will be selected as fi nalists in the competition. 
A second round of assessment will then determine 
the winners. Names of the products that take top 
honours will be announced at the offi  cial opening of 
Automechanika Johannesburg, which takes place at 
the National Exhibition Centre at Nasrec on May 6. 
All of the fi nalists will be on display at the Innovation 
Awards stand for the duration of the trade fair.

For information regarding Automechanika 
Johannesburg’s Innovation Awards competition 
contact Wynter Murdoch at wynter@thefuture.
co.za or 011 280 5130 ■

ALL SYSTEMS GO FOR THIS YEAR’S
AUTOMECHANIKA JOHANNESBURG

Close attention to detail is vital in an event 
where competition is very keen.

2015 Academy Programme
Please Click Here 

http://autolive.co.za/stats/am2015program.pdf
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2015 Academy Programme
Please Click Here 

Transport Conference will be 
Highlight of Truck Competence

Th e transport industry is the lifeblood of any 
modern economy and in South Africa this indus-
try faces many challenges, but also has lots of op-
portunities for growth and profi t. It is for these 
reasons that the FOCUS Conference and Truck 
Test Awards function will be the most impor-
tant event for the Truck Competence initiative at 
Automechanika Johannesburg.

Th e organis-
ers have put to-
gether a varied 
programme for 
the event, which 
starts at 10:30 on 
Friday, May 8 with 
fi ve highly quali-
fi ed speakers who 
will cover a num-
ber of interesting 
topics and burn-
ing issues. In addi-
tion the event will 
be the platform for 
the announcement 
of the results and 
prizegiving for the 

Focus on Transport and Logistics magazine’s latest 
Truck Test.

Th e results will be eagerly awaited as this year 
the test fl eet was made up of 16 extra-heavy truck-
tractors representing 80% of the players in this ma-
jor segment of the local truck market.

Th e event, which will be held in the Clubhouse 
Restaurant, will, kick off  with a presentation, 
quaintly titled “Jailhouse rock: avoid six years be-
hind bars!,” to be delivered by Adrian van Tonder, 
senior manager of Road Transport Management 
Systems (RTMS) and Performance Based Standards 
(PBS) at Barloworld Logistics. He will explain the 
latest amendments to the National Road Traffi  c 
Regulations and how RTMS can be used as a valu-
able mitigating tool.

Paul Nordengen, research group leader, net-
work asset management systems, at CSIR Built 
Environment, will then deliver a paper entitled 
“Slashing transport costs and improving truck 
safety the SMART way.” in which he will elaborate 

on the benefi ts of PBS, a subject on which he is a 
world authority.

Next up will be Jim Ward, technical man-
ager at Unitrans Logistics, who will speak on 
“Transport – an industry in balance,” which will 
deal with many of the challenges facing the truck-
ing industry currently.

Loane Sharp, an economist at the Free Market 
Foundation as well as being a controversial and 
sought-aft er speaker, will address a topic which will 
attract a great deal of interest, namely “Th e future 
of labour in South Africa.” His address will include 
projections about the use of labour in various sec-
tors of the economy, including the transport, logis-
tics and distribution sectors.

Finally Martin Dammann, managing direc-
tor of HTM TransSolve, will announce the results 
of Truck Test 2015 in terms of payload, fuel con-
sumption, average speed and payload productiv-
ity achieved by the various combinations over a 
set route. Nine truck-tractors with tautliner inter-
links and seven truck-tractors with tridem reefer 
rigs took part in this year’s event. Dammann will 
explain the rules, methodology employed and the 
challenges faced, as well as interpreting the results.

Th e FOCUS Conference and Truck Test event 
includes lunch and the cost is R1 400 per delegate 
or R10 000 for a table of eight. Th e contact person 
for bookings is: Tania Cleary at tan27823@gmail.
com or 011-782-1070. You can also register online at 
www.focusontransport.co.za.

MISA to Tackle Green Topics

Th e Young Workers’ Forum of the Motor Industry 
Staff  Association (MISA) will host an event to dis-
cuss a variety of green topics under the heading 
“Global warming – no jobs on a dead planet” on May 
8 at Automechanika Johannesburg. Th is initiative 
ties in well with the environment-focussed Green 
Directory programme which is an integral part of 
all Automechanika trade fairs worldwide nowadays.

Th e discussion forum will include input 
from a number of environmental experts, includ-
ing Magdel Erasmus of the SABC and Arlene 
Georgeson, of MMI Holdings while the objective is 
to attract about 160 learners from the Roodepoort 
and Burger High Schools to listen and participate 
in the discussions.

Th e MISA Young Workers’ Forum believes it is 
essential to engage learners in discussions around 

burning issues at an early age to make them agents 
for change; in this case the aim is to motivate them 
to promote greening in their own environments.

Meanwhile MISA will stage its usual Industry 
Breakfast at Automechanika on May 7. Th e keynote 
address will be delivered by Hermann Kostens, 
MISA’s CEO – Strategy and Development. His 
address will be followed by a presentation by JP 
Landman, the renowned analyst of political and 
economic trends.

World’s Largest Range of LED Lights

Torre Automotive – a subsidiary of the JSE-listed 
Torre Industries – is gearing up for a big presence 
at Automechanika. Th e VisionX range of mining, 
military, engineering, industrial, security, agricul-
ture and 4×4 LED lights has enjoyed great success 
since being introduced to the local market less than 
two years ago and will be taking centre stage on the 
Torre Automotive stand.

Torre Automotive will also be displaying the 
latest products from its stable of WARN winches, 
high-lift  jacks, Gabriel shock absorbers, Echlin au-
tomotive components, Textar brakes and VisionX 
LED lights. ■

Truck Competence and Green Directory 
Both Feature in Automechanika Recipe

One of the VisionX LED lights that will be 
displayed on Torre Automotive’s stand.

Adrian van Tonder, 
senior manager RTMS 
and PBS at Barloworld 
Logistics, who will be 
one of the speakers 
at the FOCUS Truck 
Conference.

It is essential to engage learners 
in discussions around burning 
issues at an early age to make 

them agents for change.

http://autolive.co.za/stats/am2015program.pdf
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BY KIERAN RENNIE

Th e 2015 Easter weekend claimed 287 lives. A 50% 
increase over the previous year’s already morbid 
fi gure. Driving under the infl uence was, unsurpris-
ingly, listed as a major contributor. AutoLive (AL) 
sits down with a self confessed drunk driver (DD).
AL: Give us some background. Where or when 
or why did you begin to think that driving drunk 
was  OK?
DD: I was raised in a non-drinking home. My 
Mom and Dad have never driven drunk. I had an 
uncle who was an alcoholic who had a very seri-
ous car accident while driving drunk. You’d think 
I should known better. When I started drinking 
at around 22, I was very serious about not driving 
drunk. I’d have my two ciders and that was that. 
I was proud of being a responsible, designated 
driver. Eventually, however, the fun of being tipsy 
outweighed the need for mature thinking–“being 
cool” and fi tting in became more important than 
being safe.
AL: The “Don’t Drink and Drive” marketing 
campaigns at the time obviously didn’t have 
any real effect on you. Why not?
DD: Ego. I’d learned to drive at a very early age and 
have always been very capable behind the wheel. I 
thought I could handle a car under any circum-
stance. It’s the kind of arrogance you’d expect from 
a youngster, except that thinking stayed with me for 
quite some time.
AL: We’ve heard drunk drivers say it before: “I 
drive better when I’m drunk”. Explain that.

DD: I really did think that and I even had a theory 
or a ritual–I’d force myself to drive at the speed 
limit. I’d force myself to double check at 4-way 
stops. I’d force myself to be (what I thought) ultra 
vigilant approaching intersections. Sounds sensible 
right? Problem was, in a drunken state, this level of 
“focus” only lasted for the fi rst couple of minutes 
of a journey. Aft er that, the alcohol would do what 
it was designed to do–turn your brain off . What 
I know now is that no amount of will-power can 
counteract the dulling eff ect even one drink has on 
your reaction time. My thinking was laughable.
AL: What, in your opinion, could the authori-
ties have done differently to better dissuade 
your behavior?
DD: Better enforcement of the laws, heavier fi nes 
and possibly even road death related community 
service (I think) would have hit harder. I know 
we’d all like to think that this kind of maturity 
should happen organically but most people who 
drink and drive are so convinced of their own su-
periority that without serious fi nancial pain and 
social embarrassment, their behaviour is unlikely 
to change.
AL: How many drunk driving accidents did you 
have and what was the worst one?
DD: Five in 10 years; the worst one was when I hit a 
tree. I wasn’t wearing a seatbelt and was thrown out 
of the car through the windscreen. By the grace of 
God alone I had no serious injuries. Even that didn’t 
put me off  drinking and driving, in case you’re 
wondering.
AL: How many accidents have you had while 
driving sober?

DD: None.
AL: You are, by your own admission, a recov-
ering alcoholic with many years of sobriety. 
What would you say to people who are still driv-
ing under the infl uence?
DD: Th e guilt I feel for exposing my family, friends 
and other road users to that kind of risk is one of 
the strongest motivators I have keeping me sober. 
Th at I didn’t kill anyone is a miracle. I don’t know 
how I would have lived with myself if I had. Th e 
confi dence that being sober behind the wheel (and 
in all areas of my life) now gives me is something I 
wouldn’t change for anything. You owe it to your-
self and to your fellow man to be better–to be hon-
est about this–and to be strong enough to make 
the changes.
I planned to conclude this article by quoting a cou-
ple of stats. In the search for accurate fi gures, an-
other questionable reality has reared its head. Th ere 
seems to be no consensus on the fi gures of alcohol 
related accidents. Numbers of 50%–65% are sug-
gested by the Automobile Association and South 
Africans against Drunk Drivers. Many government 
organisations, however, either don’t have any fi g-
ures or they quote a far lower percentage. Why is 
this? Are reliable stats really this hard to come by 
or are the authorities ostrich-ing their way through 
this issue?

Fact – it’s a social crisis.
Fact – very few of us seem to want to address this 
problem with honesty and courage.
Question – where do you (all of us) place the value 
of human life? ■

Kieran’s Road Safety Soapbox
In the mind of the beer holder

COMMERCIAL VEHICLES 
UNDER SIEGE

According to Cartrack, the incidence of hijacking 
across commercial and private vehicles has risen 
sharply in the last year.  South Africa’s offi cial crime 
statistics show a 12.3% increase in carjacking 
to 11 221 reported cases in the last year while 
truck hijackings have increased by 5.1% from 943 
incidences to 991.

Trucks, in particular, are hijacked for various 
reasons.  “Hijackers may be looking for a specifi c 
cargo, such as high value electronic goods or 
grocery items, among others.  On other occasions 
the actual vehicle or its trailers may be the target,” 
explains Jerry Pierce, Operations Manager at 
Cartrack. “Cargo items fi nd their way back into the 
economy, the black market or are shipped cross 

border, while vehicles and trailers are stripped for 
parts, shipped cross border or are simply relicensed 
with the aid of corrupt offi cials and put back on our 
roads,” he adds.

Truck hijackings and the subsequent loss of 
commercial vehicles and trailers in addition to 
valuable cargos cost the economy and insurance 
industry billions each year.  Small fl eet operators are 
particularly hard hit.  “It is not so much having to 
replace the vehicle and its cargo, but the reputational 
damage that comes with it,” explains Pierce.

There are many Modus Operandi that criminals 
employ. “We have however noticed an uptick in 
incidents involving notorious ‘blue light gangs’ that 
are operational in Gauteng at present.  Another 
tactic is the ‘good Samaritan’ approach where a 
road user will indicate to a truck driver that there is 
a problem at the back of the truck and when the 
driver pulls over, they fi nd themselves the victim of a 
hijacking,” explains Jerry.

While every fl eet owner and driver will 
undoubtedly make every effort to avoid a hijacking 
scenario, a life is more important.  Following is some 
practical advice, in the event of a hijacking:
•  Be aware of what is happening around you.
•  It is important to realise that there is often 

nothing you can do other than to cooperate.  
•  As diffi cult as it may sound, try and remain 

calm, as the hijacker will respond according to 
your reactions.

•  Acknowledge the hijacker’s presence, don’t 
make eye contact and keep your hands visible.

•  At all times, let the hijacker(s) know what you are 
doing and don’t make any sudden moves.

“Cartrack provides these guidelines as a means to 
raise awareness and vigilance. “It is very important 
to know how hijackers operate, how to avoid being 
hijacked and what to do if you are confronted with a 
hijacking scenario.  Be alert and stay safe out there,” 
concludes Pierce. ■
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Snippets

MERCEDES-BENZ BAKKIE!
Th e Renault-Nissan Alliance and Daimler AG 
will expand their fi ve-year strategic cooperation 
into the pick-up truck segment. Together, Nissan 
and Daimler will develop a one-ton bakkie for 
Mercedes-Benz.

Th e Mercedes-Benz pick-up will share some of 
the architecture with the all-new Nissan NP300, but 
it will be engineered and designed by Daimler to 
meet the specifi c needs of its customers. Th e vehicle 
will have all of Mercedes-Benz’s distinctive char-
acteristics and features. Th e pick-up will feature a 
double cab and will be targeted at both personal-
use and commercial customers. Th e primary target 
markets for the truck are Europe, Australia, South 
Africa and Latin America.

Nissan and Renault are already developing a 
one-ton pick-up truck for Renault which will also 
share some common architecture with the Nissan 
NP300. Th e truck, which will have a distinctive 
Renault design, is Renault’s fi rst one-ton pickup 
truck as well. It will be built in Mexico, starting 
next year.

Th e Mercedes-Benz one-ton pick-up truck will 
be built by Nissan in the Renault plant in Cordoba, 
Argentina, along with the Nissan NP300 and the 
Renault one-ton truck, for Latin America. Th e 
three trucks will also be built in the Nissan plant 
in Barcelona, Spain, for other markets, excluding 
North America. Production of the trucks at the two 
plants will start by the end of the decade.

Nissan is the world’s second-biggest one-ton 
pick-up truck maker, aft er Toyota, and has been 
building and selling one-ton pick-ups for more than 
80 years. More than 14 million Nissan one-ton pick-
up trucks have been used to transport people and 
cargo, sometimes in the toughest circumstances 
since 1933. ■

MERCEDES-BENZ 
DOMINATES WORLD CAR 
OF THE YEAR AWARDS

Th e Mercedes-Benz C-Class, which was runner-
up to the Porsche Macan in South Africa’s 2015 
WesBank/SAGMJ Car of the Year contest, went one 
better in the World Car of the Year competition, 
taking top spot. Th e other fi nalists for this honour 
were the Ford Mustang and Volkswagen Passat.

Th e Mercedes-Benz S Coupe was adjudged 
Luxury Car of the Year by the jury of 75 interna-
tional journalists, ahead of the BMW i8 and Range 
Rover Autobiography Black LWB. Another success 
for Mercedes-Benz came in the Performance Car 
of the Year category, where the winner was the new 
AMG GT. Th e other fi nalists were the BMW M4 
coupe/M3 sedan and the Jaguar F-TYPE R Coupe.

Other World Car of the Year awards went to 
the Citroen Cactus for design and the BMW i8 
for green cars. Challengers to the Cactus were the 
MB C-Class and Volvo XC90, while the BMW i8 
bested the Mercedes-Benz 500 plug-in hybrid and 
Volkswagen Golf GTE. ■

VWSA-DAAD INTERNATIONAL 
CHAIR IN AUTOMOTIVE 
ENGINEERING
Th is initiative at the Nelson Mandela Metropolitan 
University will continue enhancing automotive 
engineering following the extension of the joint 
agreement for a further two years. Established in 
2007 through a collaborative partnership between 
Volkswagen Group South Africa (VWSA), Nelson 
Mandela Metropolitan University (NMMU) and 
the German Academic Exchange Service (DAAD), 

the International Chair in 
Automotive Engineering has fa-
cilitated valuable skills develop-
ment in the local motor manufac-
turing industry.

Over the period of nine 
years, the partners have invested 
over R16 million in the advanced 
teaching, learning and research 
for application in the fi eld of 
automotive engineering with 
a strong emphasis on promot-
ing international research links.
Since its inception, the School 
of Engineering at NMMU has 
improved its overall focus on 
automotive engineering, estab-
lishing a degree in mechatronics 

and becoming known as the centre of excellence for 
Automotive Engineering. ■

SJM FLEX IS CHAMPION
SJM Flex was named Kaizen Champion at the 
Manufacturing Seminar and Awards function host-
ed by the Automotive Industry Development Centre 
(AIDC) Eastern Cape in Port Elizabeth recently.

In the presence of Eastern Cape manufacturers, 
largely representing the automotive supply chain 
and international manufacturing experts, SJM Flex, 
manufacturers of fl exible, stainless steel couplings 
for the automotive industry, claimed the top award 
for their winning idea or Kaizen, a Japanese word 
meaning “change for the better”. 

Tenneco Emissions Control was fi rst runner up 
and second runner up was Veyance Technologies 
for achieving signifi cant improvement in manu-
facturing measured by Original Equipment 
Effi  ciency (OEE), the key component of which is 
machine downtime. ■

AIDC Eastern Cape MD Lance Schultz 
congratulates Nelson Hlahlatyi and Joe 
Louw of SJM Flex on being named Kaizen 
Champions at a Manufacturing Seminar 
and Awards Function.

Signing the extension document (from 
left) are: Professor Udo Bekker (Head 
of the Chair), Thomas Schaefer (VWSA 
Managing Director) and Professor Derrick 
Swartz (NMMU Vice Chancellor).

Mercedes-Benz and Nissan are collaborating in the 
development of this luxury Mercedes-Benz double 
cab bakkie.
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Th e Infi niti Q50 proved a very pleas-
ant surprise when I had it on test for a 
week recently, Th is is the best looking 
Infi niti model in my view and the dy-
namics were impressive, with the so-
phisticated Mercedes-Benz-supplied 
2-litre turbo engine’s 155 kW of 
power and 350Nm of torque driving 
the rear wheels through a responsive 
seven-speed transmission and pro-
viding strong performance and very 
good fuel economy.

However, what is impressive 
about Infi niti is the amazing perfor-
mance Nissan’s luxury car brand has 
put up in terms of increasing sales in 
South Africa since its return to this 
market in 2012. It seems as though 
the sales are coming from its Japanese 
arch-rival, Lexus, which has been on 
sale in SA for more than 20 years.

Infi niti year-to-date sales for the 
fi rst quarter of 2015 total 209 units 
compared to the sale of 227 Lexus 
cars in the same period. By compari-
son in the fi rst three months of 2014 
Infi niti sold only 53 units compared 
to 434 for Lexus. Last month Infi niti, 
with 97 units retailed, outdid Lexus 
which sold 90 units.

Admittedly Infi niti has dou-
ble the number models on the local 
market–35 compared to 17 for Lexus 
– but, on the other hand, Infi niti 
has only four dealers – one each in 
Johannesburg, Pretoria, Durban and 
Cape Town–while Lexus has country-
wide representation with 15 outlets.

Th e Lexus and Infi niti brands 
were launched in Japan in 1989 by 

Toyota and Nissan respectively and 
globally Lexus has far outstripped its 
rival – particularly in the US – but 
here in SA it seems as though very 
competitive pricing and aggressive 
marketing is bearing fruit for Infi niti 
on its return to the local market 
which it left  many years ago aft er dis-
appointing sales.

Now back to the good-looking 
Q50 which has plenty of interior 
space and a comprehensive standard 
specifi cation as well as the option 
of adding “packs” – Multimedia, 
Welcome, Visibility, Steering and 
Safety Shield – to enhance equipment 
levels further.

Pricing for the 2-litre-engined 
Q50 starts at R430 000 for the 
Premium model, rising to R477 000 
for the Sport derivative. Th e test car 
was an eye-catching Venetian Red 
Sport with the optional Safety Shield 
pack. Th e latter includes an easy-to-
operated intelligent cruise control 
which I found very useful on several 
trips up and down the N1 between 
Pretoria and Johannesburg.

What really impressed was the 
excellent steering feel together with 
the spirited performance from the 
willing engine. Th e cabin was spa-
cious for both front and rear seat 
occupants and the seats comfort-
able – particularly the form-hugging 
driver’s seat.

However, I must say that I don’t 
think this Infi niti model has the same 
level of refi nement as an equivalent 
Lexus, with the tinny sound of the 

Q50’s luggage boot clos-
ing being jarring and not 
what one expects from a 
premium car.

However, taken all 
round the Q50 is a pleasure 
to drive even though the ride 
tends to be rather fi rm even 
on the Standard setting, and 
it is more of a driver’s car 
than the similarly-priced 
Lexus ES 250 EX which has 
front-wheel drive. ■

Ford has recently released a facelift -
ed version of their C segment 
challenger, the Focus. While new 
engines, improved spec levels and 
revised styling all make this car 
more competitive, it’s the launch 
price that’s going to have its rivals 
adjusting their focus. 

Th e Focus is the Dearborn 
company’s, and the world’s, num-
ber one selling name plate*. What 
does this mean? It’s the world’s top 
selling car (the Ford F150 recently 
announced as the best selling util-
ity or bakkie in SA speak). It’s also 
the fi rst vehicle in the Ford stable 
to be name-standardised for global 
sales – before this move most of 
Ford’s cars were named diff erently 
in the various regions. Here in 
South Africa, the Focus has always 
been a strong mid-fi eld contender 
on the sales front. Scores of blue 
oval purists have latched onto the 
ST and RS versions as passionately 
as I did my fi rst car – a second hand 
RWD 1600 Sport. 

An intentional drop-off  in market-
ing intensity in the second half of 
2014 saw the Focus’ sales slipping 
somewhat. But that, Ford hopes, 
was the calm before the storm. 
Th is new car is now being sourced 
from Ford’s Germany factory and 
not from Th ailand, as was the case 
previously. Th e current Rand/Euro 
exchange allows Ford SA to launch 
this car with dramatic new pricing.

Th is revised Focus now fea-
tures an all EcoBoost lineup. Th e 
collective jaw drop we experi-
enced when the game changing 
1.0 EcoBoost was fi rst seen in the 
Fiesta a few years back resounded 
around the world. Th is little tri-
cylinder tyke now powers the entry 
level Focus and does so wonder-
fully – the 92 kW proves more than 

enough to power the spacious fam-
ily car whether traveling at city or 
highway speeds. 

If you’re prepared to super-
size your HP agreement just a lit-
tle, there’s the 132kw four pot. 
Dilemma alert: the smaller engine 
doesn’t feel 40kw less powerful 
(unless you’re booting it above 4 
500rpm) but the bigger engine 
doesn’t burn that much more fuel 
either. Ford claims 4.5l/100 and 
4.7l/100, respectively. 

Standard spec level is, as it 
needs to be in this segment, impres-
sive. A Trend Styling Pack is off ered 
as a R14 810 option and a Trend 
Driver Assist option (the as-seen-
on-TV park assist gadget - amongst 
others) will set you back R11 940. A 
standard 4-year 80 000km service 
plan and 20 000km service inter-
vals will help make the car easier 
to own. Th e factory warranty is 
4years/120 000km.

Let’s get down to the nitty 
gritty, the eye opener: Toyota 
Corolla 1.3 – R228 000. Ford Focus 
Ambiente 1.0 Sedan – R212 900 
(the Ford is better specced, more 
fuel effi  cient and quicker). VW Golf 
1.2 TSI – R270 200. Ford Focus 1.5 
Trend Hatch - R271 900 (again, 
better spec and more power from 
the Ford). Two 1.0 and one 1.5 op-
tions are currently available in four 
or fi ve door, with auto boxes on 
their way later this year. Granted, 
these are launch prices and prob-
ably won’t stay this way for long but 
Ford are bringing the heat and buy-
ers will need to strike (in a produc-
tive way) while the iron is hot. ■

*According to the Polk Global Vehicle Registration  Data

Roger’s Drive Kieran’s Drive

It’s A-Ford-Able

Blue Oval under blue skies. 
The Ford Focus Trend 
1.0 photographed on the 
recent media launch in the 
Eastern Cape.

The Infi niti Q50 provided an enjoyable 
driving experience

Infi niti Q50 – A Pleasant Surprise

This new car is now 
being sourced from 

Ford’s Germany factory
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BY LIANA REINERS

I’m not ashamed to admit that I’m a Toyota brat. My 
dad worked for the company for 20-odd years dur-
ing my formative years, so I grew up believing that 
where cars are concerned, it’s Toyota or bust. Now 
I’m all grown up and a motoring journalist to boot, 
so my views have changed somewhat. Th e fact of the 
matter is that not all Toyota’s are great, or even good 
for that matter. Th at horrible looking Camry of the 
early 2000s is a case in point.

However, one sentiment that has remained over 
the years is my fondness for the Corolla, probably 
fuelled by the fact that my dad had a succession of 
Corollas as company cars and I got my driver’s li-
cence in one. For me, getting behind the wheel of 
this local motoring legend feels like coming home.

So, this past Easter weekend I decided to re-
live some of my childhood by taking a Corolla on 
our family vacation. And as a special treat, I de-
cided on the 1.4 D-4D model – the same derivative 
that was chosen as a fi nalist in the 2015 Car of the 
Year competition.

Let’s start with the diesel engine, which pro-
duces 66 kW and peak torque of 205 Nm between 
1 800 and 2 800 r/min. Acceleration from standstill 
to 100 km/h happens in 12,5 seconds and top speed 
is rated as 180 km/h.

Equipped with a six-speed manual transmis-
sion, Toyota claims that the 1.4 D-4D uses just 
4,5l/100km and generates CO2 emissions of 119 
g/km. On our travels to Belfast in Mpumalanga 
and back to Pretoria, however, the Corolla used 
5,2l/100 km. Th at’s almost 20km per litre – not bad 
in anyone’s book.

Not much to say about the exterior design of 
the Corolla. It’s one of those cars that won’t excite 
people with its looks but then it won’t off end either. 
Styling is modern without being fl ashy and elegant 
without being boring. Th is recipe has worked well 
for Toyota – and specifi cally the Corolla – over 
the years.

Th e interior is a comfortable place to be. Th e 
dash is well laid out and the instruments are clearly 
visible from the driver’s seat. Controls are easy to 
use and within easy reach. No fancy knobs, fobs and 
toggle switches here. Simplicity, practicality and ef-
fi ciency are key.

Th e Corolla swallowed fi shing tackle, luggage 
and plenty of other odds and ends with ease, thanks 

to a boot capacity of 452 litres. And the back seat 
was big enough to ensure that three boys travelled in 
comfort without encroaching on each other’s space.

My all too brief interlude with the Corolla just 
enforced my previous opinion of the car. As a com-
fortable, dependable and practical everyday vehicle, 
you can’t go wrong. Add to that Toyota’s reputation 
for durability and reliability and it pretty much be-
comes a no-brainer. Incidentally, the price tag of 
R266 900 includes a three-year/100,000km warran-
ty and a standard fi ve-year/90 000 km service plan. 
Service intervals are set at 15 000 km. Also part of 
the package is the ToyotaCare Roadside Assistance 
Programme which entitles customers to 24-hour 
roadside assistance. ■

Corolla Remains a Safe Bet

Toyota Corolla , a 2015 Car of the Year fi nalist.

Liana’s Drive

http://www.c4cactus.co.za
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Late in March, BMW launched some exciting M 
versions of its X5 and X6 SUVs as well as the new 
2 Series convertible, which eff ectively replaces the 
previous-gen 1 Series car. Seeing as we are head-
ing into winter, one may question the strategy of 
launching a convertible at this time of the year. But 
those of you who actually own convertibles know 
that in South Africa, the best time to drive a rag-
top is in autumn or winter, when the sun’s rays don’t 
turn your arms to crackling within a couple of min-
utes, not to mention what happens to those of you 
who go for the shaved head look.

Th e new 2 Series is slightly longer and wider 
than the 1 Series convertible and it looks all the bet-
ter for its extra length, which is made up mainly in 
the area between the wheels. Th e car has much bet-
ter proportions than before, and it is one of those 
happy occurrences where the cutie-pie of adoles-
cence has grown up to be mature beauty – some-
thing that doesn’t always happen in reality.

Short overhangs and crisp styling of headlights 
and tail lamps, as well as typically tasty wheels add 
a sense of purpose to the BMW that one would ex-
pect. And build quality and chassis rigidity is ex-
ceptional for a soft -top car.

It comes in three main variants. Th e 220i kicks 
off  with a two-litre four-cylinder with twin scroll 
turbocharging producing 135 kW and 270 Nm, 
good enough for a 7,5-second 0–100 km/h time and 
a top speed of 231. Average consumption (petrol) is 
rated at between 6,2 and 6,9 litres/100km and the 
price is R496 500 for the six-speed manual and R504 
500 for the eight-speed auto.

Th e 228i uses the same engine, but happily 
tweaked to produce 180 kW and 350 Nm of torque, 
the 0–100 sprint time dropping to 6,1 seconds (in-
terestingly the automatic’s time is rated at 6,0 sec-
onds!) Top speed is 250, fuel consumption rises to 
7,0 litres/100 km and the price hikes to R525 000 
(R543 000 9GAP0 for the auto).

Th e M235i is interesting in that BMW states it is 
the fi rst M – Division convertible offi  cially released 
by the Bavarian company, although I seem to recall 
various convertible versions of the M3 (perhaps 
they were aft ermarket renditions?). Th e 235i gets 
the wonderful twin-scroll turbo six-cylinder motor 
that made the 335i coupe such a hit here a few years 
back, and in this guise its 240 kW and 450 Nm low-
ers the 0–100 time to 5,0 seconds on the auto version 
(the manual again is slower at 5,2 seconds). Prices 
are R643 500 (manual) and R663 600. Incidentally 
all prices listed here exclude CO2 tax. ■

Th e most interesting part of this quick ride and 
drive through parts of the Western Cape in the 
new X6 M ( the X5 is essentially the same vehicle 
without the “fast-back” styling treatment) was that 
it sounded very un-like a V8. Checking the specs re-
vealed that yes, it still employed the venerable 4,4-li-
tre Bavarian V8 , so why did it sound like a kind of 
hotted-up four-cylinder?

Th e answer is a newly-developed cross-over ex-
haust system to accompany the pair of twin-scroll 
turbochargers, (one for each cylinder bank). Th e 
harmonics from the cross-over system cancel out 
that familiar V8 burble, so you get a kind of raspy, 
smoother sound. Do I like it? Well, I love the sound of 
a trad-V8, so I think BMW should re-think this one.

Other than that, the new M versions of the 
X5 and X6 are superb, highlighted by fairly subtle 
styling cues such as M-specifi c wheels in either 20-
inch or 21-inch sizing , a “deep snout” set of intakes 

up front and, diff usor at the rear, and of course, 
M-spec interior with suitably sporting touches all 
over the place.

Th e new car has an eight-speed M Steptronic gear-
box which is said to “mirror” the behaviour of the 
excellent double-clutch transmissions used in other 
M products, and while power has not increased 
much over the previous V8, the effi  ciency from 
this wonderful newly-developed direct-injection 
engine sees consumption improve by as much 
as 20 per cent. Consumption is now rated at 11,1 
litres/100 km.

Power peaks at 423 kW, a four-per cent increase 
over the previous 4,4-litre V8 used, and torque has 
risen to 750 Nm. Th is translates to a 4,2-second 
0-100 km/h sprint, which is HUGE for such a large 
vehicle. BMW also off ers the option of “controlled 
drift ing” through a sporty setting on its ESP system, 
quite something on such a big all-wheel-drive vehi-
cle! Pricing (excluding CO2 tax) is R1 643 000 for 
the X5 M and R1 676 500 for the X6 M. ■

Stuart’s Drives

To advertise in  contact

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

BMW Launches Some Intriguing Niche Models

BMW X5 M and X6 M

Extra length of 2 Series convertible has 
turned a cutie into a beauty.

The new X6 M, complete with big wheels, 
scoops and boot spoiler to denote its 
special prowess.

The answer is a newly-developed 
cross-over exhaust system to 
accompany the pair of twin-

scroll turbochargers.
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Stuart’s Drives

Th e new Polo GTi has a shovel-nosed appearance 
to distinguish it from the out-going model, which 
still uses the same essential fi ve-door body struc-
ture. No, a three-door option is not on the cards 
for South Africa, and whilst this may frustrate 
the style-over-substance boykies, rest assured that 
if you owned one, you’d be happy it was the fi ve-
door example and not the three-door. It’s so much 
easier to sling stuff  (or your mates) onto the back 
seat without grappling with release mechanisms 
and rail-sliders as you do in a three-door. Not to 
mention that the doors on a typical three-door car 
weigh a ton and stretch out forever!

But lest you think that the nose job and new 
tail lights and re-designed wheels are all that’s afoot 

regards the new junior GTi, take note that the car 
has a whole new character, thanks to an engine that 
is larger than the out-going TSi 1,4-litre motor.

Larger? Isn’t that bucking the trend somewhat, 
in an era where everyone is downsizing, some-
times to the point of substituting three cylinders 
for four?

Well that’s true, but there is still a strong case to 
be made for a larger capacity engine being fi tted in 
a light body, and off ering up better real-world con-
sumption because it can operate smack bang in the 
middle of the torque band in a higher ratio than the 
smaller engine.

In the case of the new 1,8-litre motor fi tted to 
the Polo GTi, even the offi  cial fi gures seem to refl ect 

this, as the stated consumption drops to a claimed 
5,6 litres/100 km. Power is only moderately up, to 
141 kW, and torque is at 320 Nm, but all these peaks 
are produced lower in the rev range.

Th is means that the little car (actually it’s pretty 
roomy in the rear) can accelerate to 100 km/h in 6,7 
seconds and a top out at 236 km/h. No-one really 
needs more performance than that, which is why in 
its previous guise the Polo GTi sold over 5 000 units 
here in the couple of years since its launch.

Apart from now employing new electronically 
adjustable damping that enables you to select vari-
ous ride modes, there is also some new soft ware in 
the handling department to enable you to enjoy 
a bit more off -the-leash levels of grip, enabling 
you to throw it around more before the traction 
and cornering assist mechanisms kick in and tell 
you to calm down. And there’s new infotainment 
hardware too.

To drive, the car is absolutely eff ortless and 
composed even when you push it hard, and the grip 
is stupendous for such a comfortable four-to-fi ve 
seater. Oh, and the good news for ultra-enthusiastic 
drivers is that a manual version is coming in a few 
months, although for now it is still only available 
with a seven-speed DSG box, which is one of the 
best of its type.

Pricing is listed at R326  400, while the new 
manual is expected to be slightly cheaper. ■

VW’s New Polo GTi – Not Just a Nose-Job

There’s more to the new Polo GTi than a shovel-shaped nose-spoiler.

The little car can accelerate 
to 100 km/h in 6,7 seconds 
and a top out at 236 km/h.

mailto:support@lightstone.co.za
auto.lightstone.co.za/
auto.lightstone.co.za/
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Working Wheels

Hino SA Ends First 
Quarter of 2015 on 

Record Note

Hino South Africa made a very satisfying end to 
the fi rst quarter of 2015 by posting all-time record 
monthly sales for the Hino brand, with a particu-
larity strong showing in the medium commercial 
vehicle market. Total sales of Hino and Dyna trucks 
in March amounted to 523 units for a 16.9% share 
of the market.

However, it was in the MCV market, where 
Hino and Dyna have been a leader for many years, 
that sales really boomed and 333 units were retailed 
in the month, which equated to a 30.2% share of a 
strong market of 1104 units. Hino sold 139 trucks 
in the heavy category for a 24% share, while sales 
in the highly competitive extra-heavy category were 
up to 51 units and a 3.9% share.

Th e monthly total of 523 units was made up of 
489 Hino units and 34 Dyna light trucks and was 
an 18.8% improvement over the 425 units sold in 
March 2014, while the total truck market grew by 
only 8% from 2 863 units in March 2014 to 3 093 
units last month.

Sales in March 2015 were, in fact, the second 
highest in the history of Hino SA and its predeces-
sor, Toyota SA Trucks. Th e previous high point was 
achieved in April 2008 with total sales of 655 units, 
made up of 339 Toyota Dyna and 316 Hino trucks 
as this was before the renaming of the company 
to Hino SA and the majority of the Dyna models 
becoming the Hino 300-Series, which took place 
in 2009.

Th is strong performance cemented Hino SA’s 
position as an important member of the global 
Hino family. Last year South Africa moved up 
Hino’s country ranking table from ninth to 
eighth position with sales of 3 423 units (exclud-
ing Dyna), while Hino itself increased total sales 

worldwide to 168 348 units, with 66% of sales 
outside Japan.

More good news for Hino SA came from the 
Scott Byers Comparative Customer Satisfaction 
Monitor (CCSM) for the fi rst quarter of 2015. Hino 
retained the top position on the combined score 
from the last quarter of 2014 with 96.29%. UD 
Trucks and Volvo tied for runner-up position on 
94.10%, with Scania taking a very close third place 
on 94.07%.

Important for Hino SA was the fact that the 
company showed improvement in all categories of 
the research – sales, service and parts – as well as in 
the combined score.

“We are very proud of our achievements in 
the fi rst quarter of 2015, with the major contrib-
uting factor being that our factory near Durban is 
now running at planned capacity, while in the fi rst 
quarter of last year Hino sales were hampered by 
stock shortages as we ramped up output at our relo-
cated truck plant,” said Ernie Trautmann, the Vice 
President of Hino SA. ■

FAW Prepares to Bring 
a Tiger to South Africa

FAW Vehicle Manufacturers SA (Pty) Ltd has start-
ed ramping up production at its Coega plant of a 
new FAW medium-weight truck range, dubbed the 
Tiger, to be introduced onto the local and southern 
African markets next month. .

Yusheng Zhang, CEO of FAW Vehicle 
Manufacturers SA, says: “FAW continues its trend-
setting path in local truck manufacture. Not only 
have we managed to produce our FAW trucks at the 

best quality levels, comparable – if not better–than 
our FAW parent company in China–but we’ve been 
able to do so in a very short period considering our 
plant became fully operational from July last year 
only. Since our Body Building Facility was commis-
sion in January we have also been building tipper 
bodies from SKD packs imported from our parent 
plant in China, and providing fi nished tipper trucks 
to our growing pool of customers.”

While the fi rst FAW ‘full-bodied’ tippers roll 
off  the lines at the assembly plant and body shop, 
the production team is already assessing the viabil-
ity of producing drop-side bodies for their range of 
robust and durable vehicles spanning the heavy and 
extra-heavy commercial vehicle ranges on off er in 
Southern Africa.

Th e FAW Tiger will be a ‘true-blood’ South 
African, built locally and uniquely engineered for 
the African environment. For the introductory 
phase we will commence with a 5 ton payload drop-
side body, which will provide for the lowest cost per 
ton on the market. ■

Sales and Service 
Partners Shine

FAW Commercial Vehicle Manufacturers SA re-
cently held its annual conference in Johannesburg 
for Southern African dealer sales and service 
representatives.

Top performing FAW dealers were given rec-
ognition for their sales performances in 2014, with 
Exceptional Sales Performance Awards being made 
to: FAW Bloemfontein, FAW Harrismith, FAW 
Klerksdorp and FAW Eastern Cape. ■

Sales of the Hino 300-Series boomed 
in March

The FAW production line.
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GM Combines Africa and 
Middle East Operations

Combining its Africa 
and Middle East 
Operations into one 
business unit better 
positions General 
Motors (GM) to 
maximise the op-
portunities in the re-
gion, GM Executive 
Vice President and 
President, GM 
International (GMI), 
Stefan Jacoby an-
nounced recently.

Visiting GM’s 
operations in Dubai 
with GM President 

Dan Ammann, Jacoby announced the formation 
of the new GM Africa and Middle East Operations, 
to be headed by Mario A. Spangenberg, the cur-
rent GM Africa president and managing director, 
from June.

“Combining GMI’s operations in two key mar-
kets will enable us to increase our focus on our 
business, our brands and ultimately our custom-
ers,” said Jacoby. “It will strengthen GM’s com-
petitiveness in major country markets such as Saudi 
Arabia, Egypt, South Africa and Kenya.”

He added, “As part of a larger global strategy 
to ensure long-term sustainability and maximise 
shareholder value, we’re focusing our investments 
where the opportunity for GM’s growth is greatest. 
With a growing middle class and rising dispos-
able incomes, GMI’s mix of nearly 100 emerging 
and mature markets represents one of GM’s largest 
opportunities.”

In 2014, GM Africa sold 185,500 vehicles and 
GM Middle East Operations sold 98,200 vehicles. 
According to Spangenberg, both the Middle East 
and Africa regions are signifi cant growth opportu-
nities for the company.

“Th e Middle East is the fastest-growing vehicle 
market outside the BRICS nations,” he said. “It is 
expected to grow to more than 2 million units by 
2020. Furthermore, we regard Africa as the next 
frontier for our industry and we expect impressive 
growth into the future.”

In his new role as president and managing di-
rector of GM Africa and Middle East Operations, 
Spangenberg will maintain offi  ces in Dubai, UAE, 
and Port Elizabeth, South Africa. Th e business unit 
will be headquartered in Dubai. ■

Toyota Continues to 
Lead the Way

Toyota continues to lead the way in terms of the 
export of built-up vehicles from SA into other 
African countries. Toyota exported 6 887 units 
in the fi rst quarter of 2015, which equates to 48% 
of the 14 272 units shipped into Africa in the fi rst 
three months of the year. Nissan was second with 
4 240 units exported and Ford was in third place 
with 1 931 units. 

Th e biggest market remained Algeria (4 777 
units), followed by Nigeria (1 912), Mozambique 
(1 237), Kenya (1 006), Zimbabwe (850), Zambia 
(781) and Angola (712).

March CBU exports totalled 6 338 units, 
which was 29% up on the February fi gure of 4 909 
units. Toyota (2 676) faced tough opposition from 
Nissan (2 156 units) in March, with Ford shipping 
1 080 units. ■

Trade Show in Kenya

Th e 11th Kenya Tradex international, multi-sector 
trade show will take place in Nairobi from May 21-
23. Th e automotive sector is one of the highlighted 
categories in this annual exhibition, which attracts 
visitors form Nairobi and neighbouring countries, 
while exhibitors from more than 25 countries are 
expected to participate. ■

AutoAfrica Zambia to 
be Staged in September
 Th e second AutoAfrica trade show and confer-
ence for the motor industry in Zambia will be held 

at the New Government Complex in Lusaka from 
September 3-4. It will be organised by Derrick 
Mwango Publishers and Events which is based 
in Lusaka.

Besides a wide scope of opportunities for 
would-be exhibitors there is a very full confer-
ence programme for September 4 while a Collision 
Repair Summit for Insurers is scheduled for the 
previous day.

One of the guest speakers at the conference 
will be Andrew Marsh of Industry Insider in the 
UK, who will speak on the topic, the rising costs of 
OEM vehicle components in respect of the develop-
ment of the motor industry in sub-Saharan Africa. 
Greg Mokwena, of the First National Bank Zambia, 
will talk on the role of fi nancial planning and ser-
vices in the Zambian automotive sector, while the 
development of the motor industry in Zambia 
will be the top of John Kasanga, and independent 
management consultant.

Altus van Wyk, of TTI Global Training SA, 
will talk about accelerating skills development in 
the motor industry. Other speakers will include 
Ian Groat, the publisher of Automotive Refi nisher 
magazine, Aleeshen Kisten, CEO of the Collision 
Repair Association, John Banfeld, a motor industry 
soft ware developer, Shipango Muteto, the president 
of the Insurers Association of Zambia, while Jackie 
Gigrish will pose the question: “Is an organised mo-
tor industry in Zambia necessary?”

Exhibition space costs R8  500 plus VAT for a 
9x9 metre stand with a walk on package. Th ere 
is 400m2 of indoor space available. AutoAfrica 
Zambia is open from 08:30-18:00 daily and admis-
sion is restricted to trade visitors. ■

Contact: info@derrickmwango.com or
Contact: derrickmwango@hotmail.com
Tel:  +260-969-415436 or +260-963-275331 or 

+260-978-868378

Mario A Spangenberg, 
president and MD of 
GM Africa and Israel.

The second Auto Africa Zambia Industry Event will be held at the New Government 
Complex in Lusaka on 3rd and 4th September this year.
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AutoLive’s Stuart Johnston, Jessica and Frikkie Viljoen and a Rat 
Rod. Jessica and Frikkie hauled the Rat Rod up from Ladysmith 
in KZN for the Festival of Motoring at the 2015 Rand Show. I 
organised the gig.

Rand Show Motoring Festival was Big Success

the Dodge Challenger R/T (Road & Track – as in the magazine). 
Early ‘70’s. Photo by Louise Taylor.

Big crowds at 2015 Rand Show Hall 5. This 
is a mid-’70s Ford Mustang, believe it or not. 
Photo by Stuart Johnston

Beautiful 
modern Indian 
motorcycle 
in Hall 5. The 
name pre-dates 
Harley Davidson 
in American 
motorcycling. 
Photo by 
Stuart Johnston

Rare Wolseley Hornet, owned by Mini fundi 
Ryno Verster, at the Rand Show 2015. Photo 
by Stuart Johnston

Stretched 1950 Ford V8 Limo, and potential passenger for a matric dance, next 
decade. Photo by Stuart Johnston
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BY STUART JOHNSTON

Depending on how much sleep I’ve had over a week-
end, sometimes I’m still awake late on a Sunday 
night, even into the early hours of Monday morn-
ing. Th e suburb I stay in, in Randburg, seems to 
carry sounds from far away at that time of the week. 
Particularly car sounds. Or, particularly, sounds of 
very particular cars.

One car I hear almost every week is an earlier 
generation Porsche 911 with some serious exhaust 
plumbing. On some Porsche aft ermarket systems, 
more likely home-brewed exhausts, the sound you 
get from them is quite removed from the pleasant, 
spine-chilling mix between a fl at bark and a howl 
that is so typical of a well-tuned boxer six-cylinder.

Th ese ones, they sound like over-sized drain 
pipes, they have a sort of rude gruff ness to them, a 
low moan or drone. I hear this particular Porsche 
on about two Sundays out of four, any time from 
9 pm onwards. Th at’s when the traffi  c dies and he 
takes the thing out for a blast aft er presumably tun-
ing the car all weekend.

I listen to the revs rise hopefully, and then the 
engine note goes haywire, like his boxer engine is 
gargling on straight diesel or rooibos tea or some-
thing all of sudden, something that isn’t burning up 
in the cylinders too well. Th en he gives up, hits the 
next gear, and has another go, the revs rise and then 
same story. Blubber, waffl  e, blatt!

Just occasionally, I’ve heard the car run clean, 
very clean, and I think, hey, all power to this back-
yard Porsche techy, he’s fi nally cracked the fuelling 
code on the management system. But no, a week or 
two later it’s back to bark-blurp, blubber, splutter 
and then hmmmmm as he backs off  and presum-
ably slinks back home on an eighth of a throttle, so 
as to not wake up the neighbours.

I say presumably, because I’ve never actually 
seen the dude, me I’m either tucked up in bed with 
a detective novel or I’ve crept out to the offi  ce so 
as not to wake my girlfriend. No, I just hear him, 
blasting down Northumberland which is dual car-
riageway and deserted late on a Sunday, or hard 
up Malibongwe.

How do I know it’s a Porsche then? I just do, 
and I know it’s one with a gutted exhaust, because 
you hear so many of them competing in historic 

racing these days with engines that sound 
just the same, except they rev out properly.

It’s not the only hot car I hear late at 
night. I hear plenty of potent four-cylin-
ders squealing away from traffi  c lights 
somewhere nearby, and these, well these 
are probably Honda Civics judging by 
how high they rev, or hot Golfs with nat-
urally-aspirated engines and serious aft er-
market induction systems. I hear the odd 
Subaru too, with its barking four-cylinder 
boxer-confi guration sound that normally 
ends in some turbo dump-valve squeak, 
and what sound like some serious high-
revving BMW straight sixes, with that 
unmistakable hard-edged metallic sound 
to their exhaust notes. Oh, and the odd rumbling 
V8 too. Some of them sound like they are ripping 
the bark off  pine trees.

So yeah, somewhere out there, street racing 
is still alive and well and kicking in many parts of 
South African urban street life. And it has been go-
ing on for at least four or fi ve decades.

I love to hear my mates tell me how they fi t-
ted V6 engines to their Cortinas and Corsairs in 
the late ‘60s and how they blew everything away in 
Vereeniging on a Sunday night, except those darned 
Gordinis! I saw the same thing happening on Simon 
Vermooten Road, just outside the Ford factory in 
Silverton, except in those days it was a Chrysler 
factory. Or I could have just gone on down to Ray’s 
Roadhouse or Voortrekker Road. Street racing nev-
er dies, it just migrates.

Th e word goes out, the dudes pick a spot, hit 
the SMS or the Tweet button, and every Sunday 

you have some kind of street race happening, no 
advertising, just word of mouth, or tap of fi nger on 
a smart phone, and hundreds of spectators seem to 
turn up too.

Why Sundays? Don’t these dudes have to go 
to work the next morning? Aren’t they still hung-
over from Saturday night? Th ese are questions that 
remain unanswered. Just like that question of my 
mate with the Porsche, the one I’ve only heard but 
never seen.

Why, when he fi nally got it to run clean the one 
evening, did he start fi ddling again and revert back 
to gurgle-gargle splutter mode? Why does he only 
test on Sunday nights? Is he hoping for a tuning 
breakthrough, so he can then drive straight to some 
street race that he has heard about?

Why do I care about all this? And why am I 
writing this early on a Monday morning when sane 
people are still fast asleep? ■

Back Page

I imagine my ghost-Porsche looks something like this, only a bit more ratty. Photo by 
Stuart Johnston

This is the kind of Porsche exhaust that makes rude 
noises. Photo by Stuart Johnston

Night Owls
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