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Toyota, the leader in the global motor industry, 
has revealed plans to revolutionise the way it 
makes vehicles, according to an enthralling article 
by Hilton Holloway in the British Autocar maga-
zine. He writes that plans for the new generation 
factories, nicknamed ‘simple and slim’, are well 
advanced and they will provide an opportunity for 
signifi cant cost savings while being ultra-fl exible.

Many years ago the so-called Toyota 
Production System, incorporating Lean Manu-
facturing and Just-in-Time supply, revolutionised 
the global motor vehicle manufacturing industry 
as it was rolled out between 1948 and 1975 under 
the leadership of Taiichi Ohno and Eiji Toyoda 
and now it seems the Japanese company is a about 
to do so again.

According to the Autocar report one of the 
features of the new process is the ability to shorten 
or lengthen the production line in less than 80 
minutes so a standard line can be shrunk from a 

100 000 car per year capacity to just 50 000 or vice 
versa to cater for changes in demand.

Th e simplifi cation of the line-side equipment 
is one of the keys to this fl exibility, together with 
a slim, modular conveyer belt which is laid on the 
factory fl oor and not dug into a pit. Line-side equip-
ment is mounted on wheels and not hung from 
overhead conveyors, making the assembly line 
modular and therefore easily adaptable to changes.

Th e new factory buildings will be simpler and 
cheaper to build as the roof structures will not 
have to carry heavy equipment. Th e new plants 
would also get more natural light and the problem 
of maintaining and cleaning overhead conveyors 
is eliminated.

Toyota’s production engineers have also 
shrunk the paint booths, which are among the 
most expensive investments in any vehicle manu-
facturing plant. Th e engineers say the new booths 
are 40% cheaper to build and use 40% less energy.

Toyota also revealed a number of cost- and 
time-saving technological advances including 
Laser Screw Welding which is twice as quick as 
conventional spot welding and the system can also 
weld both steel and aluminium sequentially.

Heating up steel to make complex, high 
strength steel structures such as the B-pillar so 
they are easier to stamp in the press is usually 
done by heating a number of steel sheets in a gas 
furnace which takes about fi ve minutes. Toyota’s 
new process uses electric current to heat individ-
ual sheets to 900 degrees Celsius in 10–20 seconds 
before the sheet is transferred to the press.

A number of energy sources will also be used 
in these plants includes ground heat pumps, 
liquid natural gas-powered generators and a 
hybrid solar panel system which generates elec-
tricity and hot water, while defunct Prius bat-
tery packs can be used to store electricity from 
solar panels. ■

Toyota’s radical new vehicle manufacturing process will do away with overhead conveyor lines as seen here on 
the Corolla Quest assembly line in Prospecton, near Durban.

TOYOTA REINVENTS CAR-MAKING
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Big Shake-up at 
Volkswagen Group

Ferdinand Piech, the Volkswagen 
Group’s long-standing and oft en 
controversial chairman, announced 
his resignation on April 25 aft er los-
ing a showdown he provoked with his 
chief executive Martin Winterkorn. 
Th e latter has said is will “take a bit of 
time” to replace Piech on the group’s 
supervisory board.

Piech had led Volkswagen for 
more than two decades, and during 
this period he grew the group to 12 
brands with the take-over of ultra-
luxury brands Lamborghini, Bentley 
and Bugatti as well as the integra-
tion of the Spanish Seat unit. He also 
raised the stake in the Czech com-
pany Skoda, bought the Ducati mo-
torcycle manufacturer and appeared 
to be interested in Fiat Chrysler’s Alfa 
Romeo brand.

Piech’s troubles started when he 
criticised Audi chairman and VW 
Group CEO Martin Winterkorn 
and said the latter would not take 
over from him as group chairman. 
However, Winterkorn was backed by 
key VW stakeholders and labour rep-
resentatives and in the end Piech had 
no option but to step down.

VW installed two of Piech’s niec-
es, Louise Kiesling and Julia Kuhn-
Piech, to the group board earlier 
this month aft er Piech and his wife, 
Ursula, resigned. ■

Toyota and Mazda 
Getting it Together

Toyota and Mazda have unveiled a 
wide-ranging cooperation agreement 
between the two companies although 
there is no mention of any fi nan-
cial tie-up yet. Th e cooperation will 

involve aspects such as manufactur-
ing and R&D.

Th is is a big boost for Mazda, 
which sells only 1.4-million vehicles a 
year compared to more than 10-mil-
lion for Toyota, but Toyoda CEO 
Akio Toyoda said Mazda leads his 
company by a “full lap” in some areas. 
Th ese include Mazda’s fuel-effi  cient 
Skyactiv engines, transmissions and 
chassis systems as well as its Kodo de-
sign language.

Toyota in turn bring to the party 
many technologies that Mazda, which 
recently parted ways from long-time 

partner Ford, cannot aff ord. Th is 
includes hybrid powertrains and hy-
drogen fuel cell cars as Mazda spends 
only a 10th of the amount Toyota 
does on R&D; US$906-million to 
US$8.4-billion.

According to an article in 
Automotive News the CEO of Mazda, 
Masamichi Kogai knew how to court 
car-mad Toyoda: he invited him to 
Mazda’s proving ground, put the 
Toyota chief and his executives in rac-
ing suits and let them loose to drive 
all Mazda’s vehicles. ■
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Toyota Keeps its Nose Ahead of VW

Toyota, which has been the global sales leader from 2008-2010 and 
then from 2012-2014, continued to lead the way after the fi rst quarter of 
2015. However, it was close between the champion, Toyota (2.52 million 
vehicles sold in the January – March period), and the contender, the 
Volkswagen Group (2.49-million). GM, which relinquished top spot to 
Toyota in 2008 after more than 70 years, and regained it for one year in 
2011, was in third position with 2.42-million sales.

VW has long predicted it aims to take global leadership in 2018 at 
the latest as it adds brands through takeovers (12 brands are now in the 
group). The gap between Toyota and the VW Group was only 90 000 
units at the end of 2014.

Ferdinand Piech, ousted as chairman of the Volkswagen Group.

International News

https://www.facebook.com/pages/AutoLive/1447065302259460
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Editor’s Note
Th e past few weeks have seen 
a number of tumultuous hap-
penings in the motor indus-
try, both globally and here in 
South Africa.

Detailed on Page 2 of 
this edition of AutoLive are 
some of the international 
happenings, which include 
the long-serving chairman 
of the Volkswagen Group, 
Ferdinand Piech, being oust-
ed in a boardroom battle, while on the other hand world 
leader Toyota has held out the hand of cooperation to Mazda 
aft er the ending of its long relationship with Ford.

Th e ongoing saga of recalls due to faulty airbags made by 
Takata continues to impact the industry and SA manufactur-
ers and distributors are also involved in these massive recalls, 
including more than 200 000 Toyotas sold in SA.

Here on the local scene we have had the cancellation of the 
2015 edition of the Johannesburg International Motor Show 
which was reported on in the April edition of AutoLive and 
has met with a mixed response from the stakeholders, while 
on the positive side the fourth staging of Automechanika 
Johannesburg has proved very successful, with more than 
600 exhibitors. According to reports from exhibitors there 
was a good quality of visitor, with the added bonus of a record 
number of excellent conferences and workshops.

For me, and the many other petrolheads in SA, the high-
light of the recent past was the sound and sight of bulldoz-
ers and other construction equipment moving in on the old 
Kyalami track to begin Toby Venter’s renaissance of this 
South African motorsport icon. Roll on September when it 
should host its fi rst race meeting!

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 to the website www.autolive.co.za.

CLICK HERE to access

Key features:
 ■ Aggregate Industry employment levels 
increased by 542 jobs to reach 31 008 
positions at end March, 2015. Th is 
follows strong gains recorded during 
the last quarter of 2014.

 ■ Based on data collated at the beginning 
of the calendar year, 2015 Industry 
capital expenditure projected at a 
record R7.49 billion (2014 Actual: 
R6.92 billion). 2015 data is based on 
input from 7 major OEM’s and two 
specialist truck OEM’s.

 ■ Industry capacity utilisation levels in 
the car and light commercial vehicle 
manufacturing sectors registered 
substantial increases.

 ■ Domestic new vehicle sales refl ected 
modest weakness in the case of the 
new car market but resilience in the 
case of the various commercial vehicle 
segments. 2015 fi rst quarter aggregate 
Industry new car sales at 121 934 units 
recorded a decline of 4 551 units or a fall 
of 3.6% compared to the 126 485 new 
cars sold during the corresponding 
quarter of 2014. Aggregate Industry 
commercial vehicle sales during the 
fi rst quarter of 2015 at 54 666 units 
recorded an increase of 784 units or a 
gain of 1.5% compared to the 53 882 
units sold during the fi rst quarter 
of 2014.

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

 ■ Th e outlook for 2015 remains one 
of marginal volume growth of 
around 2.0% in domestic sales – 
principally based on projections of 
an improvement in South Africa’s 
economic growth rate to about 2.0% 
as well as anticipated relative stability 
in automotive industry industrial 
relations, moderating consumer price 
infl ation and stable interest rates and 

credit ratings. However, the major 
negative factor revolves around the 
security and stability in electricity 
supply and its impact on the economy.

 ■ Vehicle exports are anticipated to rise 
by around 16% in volume terms to 
about 321 500 vehicles in 2015 from 
276  873 units exported in 2014. Th is 
will have a positive eff ect on industry 
vehicle production numbers which 
are expected to approximate 627 000 
vehicles up from 566 083 units 
produced in 2014.

Easter Holidays Impact 
New Vehicle Sales

New vehicle sales in April 2015 saw a year-
on-year decline of 3.3%, with total sales of 
44 428, according to the latest data from 
the National Association of Automobile 
Manufacturers of South Africa. Passenger 
car sales totalled 30  184, representing a 
year-on-year decline of 1.9%. Sales of Light 
Commercial Vehicles (LCVs) totalled 
12 077, a yearly decline of 6%.

Closer analysis of sales data shows 
that passenger car sales remain relatively 
robust, with the smallest decline of all re-
ported segments. Passenger sales through 
the dealer channel have only declined 0.8%, 
year-on-year. However, light, medium and 
heavy commercial vehicle sales through 
dealer channel declined dramatically com-
pared to the same period in 2014. LCV 
sales declined 13.6%, followed by declines 
of 3.5% for medium commercial vehicles 
whilst the heavier commercial vehicles de-
clined by 5%.

“Th e sudden decline in commercial sales 
is indicative of current business sentiment 
in the market,” said Simphiwe Nghona, ex-
ecutive head of motor division at WesBank. 
“Market confi dence is low, and the cur-
rent economic climate is not conducive to 
growth. As a result, corporate buyers are 
electing to hold onto assets for longer by ex-
tending the replacement cycle, and not incur 
any further debt or capital expenditure on 
replacing or acquiring business assets.” ■

NAAMSA Report for First Quarter of 2015

http://autolive.co.za/stats/sales_stats73.pdf
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BY ROGER HOUGHTON

Porsche SA’s CEO, Toby Venter, who must surely be 
one of the most astute businessmen in SA, continues 
to amaze with his passion for the Porsche brand and 
its business potential as well as his passion for mo-
tor sport, which includes saving the world famous 
Kyalami race track from the property developers 
with a winning bid on auction of R205-million.

Recently Venter and his ultra-effi  cient team or-
ganised double header media programmes on two 
consecutive days to make signifi cant announce-
ments of investments totalling R250-million.

Th e fi rst part of the event took place at the 
Kyalami circuit, which is owned by Toby Venter’s 
family trust, and the start of proceedings was very 
dramatic with an unbelievable aerobatics display 
by world-renowned SA pilot Nigel Hopkins, who 
enjoys sponsorship from Porsche, with his amaz-
ing, US-made MX2 aerobatic plane which is embla-
zoned with Kyalami logos.

Th e fi rst announcement at the media briefi ng 
was the R100-million investment in massive up-
grades to the Kyalami circuit to bring it bang up to 
world standards and make it much more enjoyable 
and demanding for drivers, while also being very 
spectator-friendly. Th ere are a number of important 
changes to the circuit layout and the entire circuit 
and access roads will be completely resurfaced.

Importantly for ardent motorsport enthusiasts 
such as the writer, Venter and his team are also 
bringing back many of the original names for the 
various bends and corners, such as Crowthorne, 
Jukskei Sweep, Sunset, Clubhouse, the Esses and 
Leeukop, while retaining the current Mineshaft  
and bringing in new names, Th e Crocodiles 
and Cheetah.

Th ere are no plans to host a Formula 1 race, but 
the new track will comply with regulations for other 

events such as World Endurance Championship 
racing, Moto GP and Superbikes. However, Venter 
stressed that his business is being a facility owner 
and his team will not get involved directly in organ-
ising events at the circuit.

Next on the programme for the group of 
journalists was the opportunity to put in a last 
lap of Kyalami before the bulldozers moved in. 
We all had the opportunity of a lap in the latest, 
face-lift ed Porsche Panamera Turbo which off ers 
awesome performance.

Th en we paired up for a drive to Pretoria via 
Cullinan and ended up at the very impressive new 
Porsche dealership in Lynnwood Road, Pretoria 
East. It is the fourth Porsche outlet in SA, with the 
others being located in Johannesburg, Umhlanga 
Rocks and Cape Town.

Built on a 16 000m2 site, this dealership is even 
bigger than the fl agship facility in Witkoppen Road, 
Sandton, and cost R150-million. Th e showroom 
can display about 14 new and 20 Porsche approved 

pre-owned cars. Th e dealer principal is Hein Nel, a 
former divisional executive at Bidvest Automotive 
and dealer principal at Audi Centre West Rand, 
who has a staff  of 80 people to ensure top quality 
customer satisfaction for the rapidly growing band 
of Porsche owners in the Tshwane area.

Th e 1 320m2 service centre is equipped with 
19 underground vehicle lift s and there are also 
dedicated tyre fi tment bays, staff ed by experts, 
while the parts department carries a wide selec-
tion of approved tyres for the wide Porsche range. 
Highlighting the commitment by Venter to make 
this a one-stop motoring solution, the Porsche 
Centre Pretoria also houses a Porsche approved 
panel repair centre equipped with six underground 
lift s and two endothermic paint spray booths.

“It is important that all Porsche facilities re-
semble one another and are up to Porsche’s global 
standards,” explained Venter. “Customers who visit 
any Porsche facility in South Africa should be in-
fused with the same Porsche brand essence.” ■

Toby Venter Puts his Money Where his Mouth is!

Aerial view of the new layout for the Kyalami circuit.

The very impressive new Porsche dealership in Lynnwood Road, Pretoria East is the fourth Porsche outlet in SA.
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Introducing the Gumtree Auto Inventory Tool
7.9 million people visit Gumtree every month (Effective Measure August 2014) to 
browse for cars, generating 220,000 email leads every month. Which is why 
Gumtree has decided to give you the opportunity to make your ad truly pop with 
our brand new tool. Aimed at dealerships and top sellers, this is going to change the 
way you advertise cars online, by:

 account in your hands (no contracts required!)

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

Make your ads...

In other words, you can sell more and faster. 

http://www.gumtree.co.za/pages/autodealers
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Fourth Staging of Automechanika 
Johannesburg Proves Major Success

Th e fourth staging of Automechanika Johannesburg 
at Expo Centre, Nasrec, from May 6–9 proved a ma-
jor success as a trade fair for the automotive aft er-
market, with quality visitors, excellent networking 
opportunities and a bigger than ever programme of 
workshops and conferences covering a wide spec-
trum of topics and burning issues.

Michael Johannes, Messe Frankfurt’s global 
brand manager for Automechanika, said at the 
opening function for this year’s event that he and his 
colleagues had been confi dent that Johannesburg 
was an ideal site for the staging of one of these world 
renowned trade fairs when the fi rst show was held 
in 2009.

“We were right and Automechanika 
Johannesburg was one of the most successful 
launches of our brand anywhere in the world,” ex-
plained Johannes. “South Africa is attractive both 
as a location and as a Market for sales not only into 
this country, but also into other countries in Africa.

“Launched in Germany in 1971,  Automechanika 
has advanced to become the leading international 
trade fair for the automotive service industry aft er we 
started exporting the brand abroad. Th ere are now 
14 Automechanika trade fairs on four continents and 
this year we are holding a record 11 events. Altogether 
there are 16 000 exhibitors and 600 000 visitors be-
hind the Automechanika brand worldwide,” added 
the Automechanika Global Brand Manager.

“Th is year we welcomed Chicago to our family 
and the next premiere will be Jeddah in Saudi Arabia 
in January 2016,” concluded Michael Johannes.

“We are very pleased we have been able to keep 
up the momentum since 2009 with a successful 
2015 show,” said Philip Otto, the Show Director of 
Automechanika Johannesburg.

Extensive Automechanika 
Academy Programme

“Besides very positive comments from satisfi ed ex-
hibitors we were also delighted at the growth in the 
number of workshops and conferences that various 
motor industry organisations chose to hold at Expo 
Centre during the period of the show. Th e fact that 
most of them were very well attended underlined 
the importance of this biennial event as a destina-
tion for all those involved in the retail motor indus-
try,” explained Otto.

Th e Automechanika Academy Programme in-
corporated no fewer than 21 conferences, meetings 
and workshops at the show, attended by approxi-
mately 2 465 delegates and featuring a top interna-
tional and local speaker line-up

Forecourt Show

A new feature at Automechanika Johannesburg 
2015 was the Forecourt Show, incorporating fuels, 
lubricants and forecourt equipment and systems.

Peter Noke, Group Retail Executive of 
Royale Energy, commented: “Royale Energy’s par-
ticipation in Automechanika Johannesburg 2015 
was aimed at not only promoting the Company’s 
service off ering as a supplier of fuels and lubricants 
to the commercial and trucking sectors, but also fo-
cused on the promotion of our own service station 
brand, VIVA. Th is strategy was most successful and 
the engagement we had with service station own-
ers interested in moving to the VIVA Brand augurs 
well for expansion of this fast growing brand in 
the retail fuel sector. Th is more than justifi ed our 
exhibition investment.”

Giulio Fotia, Sales and Expert Manager of 
Wynn Oil South Africa, commented: “Th e Show 
was professionally organised, successful and in-
creased our business opportunities”.

Industry Support

Th e support of industry associations is crucially 
important for a business to business trade fair and 
it was gratifying to receive comment by Jakkie 
Olivier, CEO of the 7  000- member Retail Motor 
Industry Organisation (RMI): “Th e 2015 edition of 
Automechanika Johannesburg once again demon-
strated the value of the show as a world class, highly 
regarded and most meaningful business to business 
event serving the automotive aft ermarket in South 
Africa and the entire sub-Saharan African Region.

“Th e Show is the ideal platform for meaning-
ful engagement by industry leaders; the excellently 
attended conferences and workshops organised by 
the RMI and its constituent trade associations as 
part of the Automechanika Academy Programme 
added signifi cant value for RMI members and 
enhanced the unique business experience that is 
Automechanika Johannesburg.”

Reggie Sibiya, CEO of the Fuel Retailers’ 
Association of Southern Africa (FRA), com-
mented: “Automechanika Johannesburg 2015 was a 
most worthwhile event for the FRA; the Forecourt 
Show presented as part of the Service Station and 
Car Wash Product Group was a resounding success 
and coupled with the FRA Conference held at the 
Show, made the event a most worthwhile and valu-
able business experience for the retail fuel industry, 
exhibitors and visitors alike.”

Satisfi ed Exhibitors

Exhibitors who expressed their satisfaction with 
their achievements at Automechanika Johannesburg 

2015 included ZF Services South Africa, with 
Marketing Manager Pieter Potgieter, who com-
mented: “Great show! Well organised with excellent 
leads to support our service off ering to the market. 
Th ank you to all the Automechanika Johannesburg 
staff  for their excellent assistance and support in 
making the show a success.”

Patrick Schärer, Managing Director of 
KTR- Kalundu Trading, stated: “KTR enjoyed 
networking and showing customers new products 
and equipment. Th e show was a success for us, as 
previous Automechanika trade fairs have been in 
the past. A cost eff ective way to deal with multiple 
customers over a short period.”

Kerrie Gregoriou, Managing Director of 
Autocosmosbiz, was impressed with the quality 
of visitors at the Show, stating: “Quality visitors in 
a steady stream for the duration of the Show. What 
more can one ask? We’ll be at Automechanika 
Johannesburg 2017 for sure!”

Mark Barley, Sales Director of Supreme 
Spring Systems and part of the corporate exhibi-
tion by Metair Investments, a major South African 
component manufacturer, stated: “We had a suc-
cessful show and received good quality leads.”

Philip Lutz, Marketing Manager, Central, 
Southern Africa and Middle East, Tenneco 
Ride Control, said: “Automechanika Johannesburg 
2015 produced quality business visitation and we 
certainly achieved our objectives by exhibiting”.

Th is sentiment was echoed by Chris 
Kambouris, Managing Director of Turbo 
Direct, who commented: “Turbo Direct had a 
very good show experience at Automechanika 
Johannesburg 2015 and our exhibition investment 
was defi nitely worthwhile”

Fred Bengsch, Director of Diesel-Electric 
(Rand) said: “Th e Diesel –Electric Group has 
since the very fi rst edition of Automechanika 
Johannesburg, been a staunch supporter of the 
show and the 2015 edition has again proven 
to be a most worthwhile investment for the 
Group, measured against the great network-
ing opportunities and new business done at the 
show. We remain committed as an exhibitor for 
future editions”

New exhibitors were also elated with the results 
they achieved at Automechanika Johannesburg and 
this is well illustrated by the comments of Clyde 
Volbrecht, of Questok South Africa, who said: 
“Automechanika Johannesburg is a tremendous 
opportunity for new and upcoming businesses due 
to all the exposure that the show provides to buyers 
and for brand promotion. We’ll defi nitely be back 
in 2017!” ■



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

LEMFÖRDER sets standards in safety and quality. The automotive industry has 

confidence in this and shows its appreciation to the brand by way of a partnership in 

original equipment which has already lasted for decades.

You too can put trust in LEMFÖRDER.

LEMFÖRDER – Safety in Steering and Suspension

Replacement Parts  
in Original Equipment Quality

ZF Services South Africa )Pty) Ltd
Tel: +27 11 457 0000  |  Fax: +27 11 453 8597

LEMFÖRDER is
a brand of ZF

http://www.zfsa.co.za
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People

Lynch To 
Take Over At 
Hyundai Sa

Niall Lynch will 
take over as CEO of 
Hyundai Automotive 
SA in July 2016, re-
placing Alan Ross, 
who has served as 
executive team leader 
of this company in 
the Imperial Group 
for the past 15 years.

Lynch, who has been managing director of Renault 
South Africa since December 2013, will serve as 
CEO Designate of Hyundai Automotive SA from 
January 1, 2016, reporting to Ross until he takes 
over as CEO on July 1.

Niall is the son of the late Bill Lynch, who led 
Imperial Holdings as CEO until shortly before his 
death in 2008. Niall joined Imperial as franchise 
director for Renault Retail Operations in 2003. In 
2008 he joined Eqstra as director of investor rela-
tions and strategy before returning to Imperial in 
2009 to hold franchise director positions for Honda, 
Ford and Mazda, and Jaguar and Land Rover.

Ross will assume the position of non-executive 
chairman of the board of Hyundai Automotive 
SA. He will then take over responsibility for 
transport, logistics, insurance and Bid 4 Cars. 
Hyundai dealerships will also report to him until 
31 December 2016.

Executive management 
change at Renault SA

Imperial has announced that Nicholas de Canha 
will take over as CEO of Renault SA on November 

1, 2015. De Canha 
will be appointed as 
the CEO Designate 
from July 1st, 
2015, reporting to 
Niall Lynch until 
November 1, 2015.

De Canha 
has been the CEO 
of Imperial Fleet 
Management and an 
executive committee 
member of Imperial 
Retail, Rental and 

Aft ermarket Parts Divisions since October 2010. He 
joined Imperial in 2009 as a regional sales manager 
for Daihatsu. Th is was followed by various execu-
tive committee or board roles with Goscor, Chery, 
Foton, AMH Africa and Mitsubishi.

New corporate media specialist for 
Mercedes-Benz

Asanda Fongqo 
has been ap-
pointed Corporate 
Media Specialist 
at Mercedes-Benz 
SA.In his nine-year 
career, Fongqo has 
gained experience in 
corporate aff airs, in-
ternal and external 
communicat ions, 
publications and 
events management. 
He has worked 
for the National Ports Authority in Cape Town, 
the Democratic Nursing Organisation of South 
Africa (DENOSA) and the East London Industrial 
Development Zone (ELIDZ).

At MBSA Fongqo’s responsibilities include: 
media relations, corporate profi ling, the company’s 
corporate social responsibility and other activities, 
content development and brand management.

New editor for 
TopCar SA

Calvin Fisher has 
been appointed editor 
of the TopCar South 
Africa magazine. He 
takes over from Angus 
Th ompson, who is im-
migrating to Australia.

Fisher launched 
his own motoring mag-
azine in 2003 before 
joining Media24 in 
2006 as deputy editor 
of the then Max Power 
magazine. In 2008 he 
moved to TopCar and 
then followed a three-
year stint at TopGear, 
rising to the position of 
deputy editor.

Nissan 
recognises 
top-performing 
dealers

Nissan SA honoured 
its top dealers at its an-
nual Nissan Ignition 
Awards event held 
recently. Four dealers 

and one dealer group shared the stage for the over-
all Dealer of the Year and Dealer Group of the 
Year awards.

Jaen van Aardt, of Datnis Nissan, received 
the award as the best Nissan dealer in a Smaller 
Town, followed by Annelie Viljoen, of John du 
Toit Motors, as the best dealer in a Larger Town. 
In Metropolitan Areas Johan Rheeder, of the BB 
Silverton Group, was recognised as the best per-
former, while Mike Grobler (on behalf of Ryan 
Holmer), of Melrose Nissan, in took the honours as 
the best performing dealer in a Major Metropolitan 
area. IC Auto Nissan won the award as the best 
dealer group.

Local dealers honoured 
by General Motors

Ten South African dealers offi  cially became 2015 
General Motors (GM) International Grandmasters 
in San Francisco, California, earlier this month. 
Th ey were among the 167 dealers in the region that 
received GM’s highest honour for its dealerships.

Now in its 12th year, the GM International 
Grandmasters programme was created to reward 
GM’s best of the best dealers for their excellence. 
Winners are selected based on vehicle and parts 
sales, service, customer satisfaction and facility 
standards. Th ey are judged on both the quantity 
and the quality of their operations.

Th e South African Grandmasters in the Major 
Dealer category are: Imperial GM Germiston, CMH 
East Rand, Williams Hunt Midrand, Williams 
Hunt Port Elizabeth, Bates Port Shepstone and 
Meyers East London. Th e Grandmasters in 
the Medium Dealer Category are: Westvaal 
Mashishing, Jacksons Queenstown and Williams 
Hunt Kroonstad, while the Small Dealer Category 
Grandmaster is Eastvaal Motors Standerton. ■

Niall Lynch.

Nicholas de Canha.

Calvin Fisher.

Asanda Fongqo.

Joffrey Carbonari (Dealer Principal) was presented with the Best 
Dealer Group Award at the Nissan Ignition event. Left to right: Stuart 
Norman (MD of Sales and Marketing at Nissan SA), Hiroki Muto 
(Regional Vice President Sales and Marketing), Joffrey Carbonari, 
Christian Mardrus (Senior Vice President and Chairman Africa, 
Middle East and India) and Mike Whitfi eld (Nissan SA Group MD).
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Professionals at Testing,
Charging and Starting.
Battery Service Units

Compact and solidly built electronic charger with 
multifunctional applications. The fact that the BAT 415 / 430 
is suitable for charging conventional batteries as well as 
batteries with fixed electrolytes makes it the all rounder for 
every vehicle workshop. The BAT 415 / 430 comes with 
numerous safety features and makes it possible to charge 
installed batteries without having to worry about damage to
the board electronics. For further details, contact your nearest 
Bosch Wholesaler or e-mail dereck.knight@za.bosch.com 
www.bosch.co.za

http://www.bosch.co.za
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BY ROGER HOUGHTON

Ford dealers are showing increasing confi dence in 
the Blue Oval brand with the investment in new and 
upgraded dealership facilities jumping from R93.3-
million in 2013 to R154-million last year.

“We are delighted with this wonderful display 
of support for the brand by our dealer body in mak-
ing these substantial investments in their facilities, 
which is to the ultimate benefi t of our custom-
ers,” commented Mark Kaufman, Vice Chairman, 
Marketing, Sales and Service at Ford SA. “Last 
year 57 facilities were either built or upgraded and 
already we know of a further 40 dealerships being 
built or upgraded this year, which is excellent con-
sidering our total network of 127 dealers.”

Ford certainly had plenty to boast about at its 
regular media briefi ng at the beginning of May. 
Most important for them was the fact that the 
Ranger was not only the best-selling one-ton pick-
up in SA for the fi rst four months of 2015, but was 
also the most popular new vehicle overall. Th e 
locally-assembled Ranger sold 3 095 units in April, 
which was a 71.6% increase year-on-year and sales 
of this model have grown 54% year-to-date.

Kaufman also announced that Ford had won a 
big order from Telkom for one-ton single cab pick-
ups for a fl eet which will be managed by Bidvest. A 
total of 2 000 units will be delivered to Telkom over 
a three-month period.

In addition to the strong Ranger performance, 
Ford’s monthly sales of 6 483 units was the highest 
ever April total for Ford and was a 24.5% improve-
ment over the same month a year ago. Market share 
at 16.3% was the highest in Ford’s history in SA and 
year-to-date sales surged by 12.1% compared to the 
fi rst four months of 2014.

“Ford has broken sales records every month 
this year and our excellent performance in 
April is testament to the customer response to 
our growing vehicle line-up in South Africa,” 
added Kaufman.

He went on to say that the Ford range will grow 
further with new sub-brands such as Mustang and 
B-Max, while a new Everest SUV will arrive and the 
Ranger will have a substantial face-lift  before the 
end of the year. Enthusiasts will no doubt be look-
ing forward to the arrival of the latest Focus ST hot 

hatch. Th is year will see 10 new model launches by 
Ford SA out of a total of 17 promised before the end 
of 2016.

Th e journalists at the briefi ng were treated to a 
preview of the B-Max people-carrier which arrives 
in the third quarter and is unique in not having a 
B-pillar which provided space for a brave diver to 
plunge through the MPV on his way to the water 
in a swimming pool in a dramatic TV advert titled 
“Life is an open door.”

Earlier Jeff  Nemeth, the Ford SA President and 
CEO had told the gathering that its production lines 
were working fl at out to meet demand; three shift s 
are being worked at the Struandale engine plant in 
Port Elizabeth, while there are double shift s at the 
Silverton assembly plant where the work pattern 
even includes some Saturdays.

Nemeth said Ford’s global market share had 
grown to 7%, driven by new product launches, and 
he said he was particularly proud that the compa-
ny had been adjudged the Most Ethical Company 
in the world and was the only motor company in 
these rankings.

Ford predicts that it expects global sales to 
jump from 88-million units in 2014 to 92-million 
in 2015.

Ford also received a cherry-on-top on May 16 
when Mark Cronje and Robin Houghton took their 
Ford Performance-sponsored Fiesta to its third suc-
cessive win in a SA Championship Rally this year 
when they won the inaugural event in Secunda. ■

Ford Dealers Show Confi dence in Brand

Fury Ford Woodmead is one of the 
impressive new dealerships erected 
in 2014.

http://www.gearmax.co.za
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Th e winners of the South African competition to 
fi nd the three people to represent the country in 
the automotive categories of the 2015 World Skills 
championships in Saõ Paulo, Brazil, in August, 
had to travel a tough road with the deciding con-
test taking place over three days at the recent 
Automechanika Johannesburg.

First there were regional events and then 
semi-fi nals which took place over three days at 
the 2014 SA Automotive Week when two fi nal-
ists were selected for each discipline automotive 
technology (motor mechanic), body repair and car 
painting (spraypainting).

“Th is format ensured that the winners proved 
they are able to handle pressure over several days, 
which is very important if one wants to do well in Saõ 
Paulo,” explained the person ultimately responsible 
for SA’s participation in the three automotive disci-
plines at World Skills, Marwaan Davids, the RMI’s 
national training director who is also responsible for 
Organisational Development and Transformation.

Th e fi nalists who did battle at Automechanika 
Johannesburg were: car painting: Ntebaleng Seema 
and Rabelani Malema; auto body repair: Bongani 
Nkosi and Th abiso Mohale and automotive tech-
nology: Willem Nel and Jason dos Santo Maraou.

Committee and mentors were involved with 
each of the categories to ensure the fi nalists were 
not only well-prepared for the fi nal, but also for the 
World Skills Competition itself.

Supporters of this year’s SA round of World 
Skills were, RMI and the Automotive Industry 
Development Centre (AIDC), which were both plat-
inum sponsors, BASF and Gondolier, which were 
gold sponsors and Aer-O-Cure and Sabona, which 
were silver sponsors and Imperial, 3M, Leaderquip, 
Nissan and Volvo, which were bronze sponsors.

Held over three days at Expo Centre, the spray-
painting competition saw experts overseeing panel 
preparation, body spraying and design where the con-
testants had to produce a replica of the entire Brazilian 
fl ag with base coat, clear coat plus polish for their 
fi nal fi nished work this year. SAA technical candidate 
Rabelani Malema came out top in this category.

Body shop repair contestant Bongani Nkosi, 
an apprentice at Auto Body Specialists, and 
Th abiso Mohale, an apprentice at Dent Doctor 
Randburg, also had to weld and straighten 
a full car body. Th ey are both part of the NF 
Apprentices programme.

Nissan donated panels for the competition and 
Car-O-Liner and Celette were sponsors for the car 
benches that the prospective winners worked on. 
Aerocure further assisted with updated training on 
Mig Brazing and other new joining techniques.

Th e winner was Th abiso Mohale, while ABS 
Auto Body were the expert judges in this hard 
fought category in the competition.

Willem Nel edged out Jason dos Santo 
Maraou to win the right to represent SA in the 
automotive technology category at the World 
Skills championships. ■

Tough Road to World 
Skills Finals

Stuart Parmenter, the 
Technical Manager of 3M, 
who was a mentor in the 
spraypainting category with 
there, Rabelani Malema.

Lee Da Sousa, Support 
and Operations Manager 
at the Imperial Technical 
Training Academy, who was 
a mentor in the automotive 
technology category with 
winner Willem Nel.

Greg du Preez, of ABS, a 
mentor in the auto body 
repair category with the 
winner Thabiso Mohale.

http://www.aa.co.za/technical-services/technical-college/
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We promise to take care of our 
own and our family is 70 000 
members strong. 
 
ARE YOU PART OF OUR FAMILY? 
 

 

Hiding from the truth can be 
detrimental to your health! 

When choosing between medical 
insurance or medical aid, it is very 
important to understand the benefit of 
each. 
 
The major difference being that medical aid 
membership allows cover for a specific 
medical benefit where medical insurance 
insures an event to a certain amount of 
money. 
  
Insurance products are linked to 
companies whose main focus is profit 
whereas medical schemes do not operate 
on a profit, all savings achieved 
accumulate to Scheme Reserves used for 
better benefits or reduced contributions.  

 

We promise to 
take care of our 

own and our 
family is 70 000 

members strong. 
 

ARE YOU PART 
OF OUR FAMILY? 

 

Too many South Africans 
believe that a health 
insurance policy offers 
the same protection as a 
medical scheme. 
 
In an effort to save money, 
consumers are opting out of 
medical aid in exchange for 
cheaper medical insurance and 
hospital plans.  
 
The real risk emerges when 
serious health events arise and 
individuals find they are not able 
to cover the cost of critical 
medical treatment! 

0861 329 800  
www.motohealthcare.org.za 

For a detailed comparison, please click here 0861 329 800
www.motohealthcare.org.za

http://www.motohealthcare.org.za
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ZF Services SA used Automechanika Johannesburg 
as the local launch platform for its Lemförder brand 
of replacement steering and suspension compo-
nents for cars and commercial vehicles. Th is brand 
is already well established as a partner in the inde-
pendent spare parts business worldwide.

ZF Services’ Pieter Potgieter (Marketing 
Manager) and Marius van Vuuren (Technical 
Services Manager) both expressed their satisfaction 
with the company’s participation in Automechanika 
Johannesburg, particularly in terms of the quality 
of the visitors. Th ey obtained some really worth-
while enquiries which they now aim to turn into 
solid business, while they said this event proved an 
ideal launching pad for the Lemförder brand.

Gauteng-based ZF 
Services says the range 
of Lemförder parts 
will cater for a wide 
range of vehicles, from 
older generation mod-
els to the latest ranges. 
Lemförder has been a 
supplier of OE quality 
steering and suspen-
sion replacement parts 
since 1984. Th e range 
currently focuses on 
European brands with 
a product portfolio for 
Asian brands to be in-
troduced at a later date.

Th e ZF Services brand 
Lemförder now has a 
range of 13 000 steer-
ing and chassis com-
ponents for passenger 
cars and commercial vehicles and the objective now 
is to grow this brand’s footprint in South Africa 
signifi cantly.,

Steering and chassis components represent the 
most important link between a vehicle and the road 
and are generally safety critical. Control arms and 
stabilisers make up a big part of the range, but there 
are also rubber-to-metal components which damp-
en vibrations and noises, ensuring safety, comfort 
and good roadholding when driving.

ZF Services believes only absolute precision in 
the design, manufacturer and assembly of all these 
components can ensure that a passenger car, com-
mercial vehicle or bus can be safely controlled at 
all times.

Th e Lemförder product brand from ZF Services 
therefore stands not only for OE quality, but also 

provides extensive technological expertise through 
its service portfolio that includes training, product 
development and support which enables workshop 
personnel to easily identify and repair worn and 
defective parts.

ZF Services SA supplies its range of Sachs and 
now Lemförder parts through a network of dis-
tributors in Southern Africa. All Lemförder prod-
ucts are included in the ZF Services electronic parts 
catalogue, WebCat, available on www.zf.com.

ZF Services, in Gauteng, can repair or replace 
many components on most German cars, particu-
larly transmissions and steering systems. It can 
supply genuine and remanufactured components 
and assemblies and has the benefi t of a state-of-the-
art technical service centre. More information on 
www.zfsa.co.za ■

ZF Services SA Launches Lemförder Brand Locally

Sicherheit in Lenkungs- 
und Fahrwerktechnik
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ZF IS NOW 100 
NOT OUT!

The Zahnradfabrik (Gear Factory) in 
Friedrichshafen, Germany, is now known as 
ZF and is a world-renowned company with 
a history going back 100 years in 2015. 

It was founded by Graf von Zeppelin 
who required a light and smooth running 
gear set for his Zeppelin airship and was 
not satisfi ed with the products of existing 
gear makers. From 1919 the company, 
which that was now known simply as ZF, 
concentrated on designing and building 
transmission systems for vehicles and over 
the years ZF has strived continually to be 
the best in the business and has pioneered 
many, major technological developments in 
driveline components.

This included making the fi rst 
synchromesh gearbox for cars and the fi rst 
automatic pre-selector gearbox.

The present factory in Saarbrúcken 
currently produces 10 000 gearboxes a 
day and this will increase to more than 
13 000 units a day in the course of 2015. 
Quality is of critical importance in gearbox 
manufacture – especially these days when 
most transmissions are 8- or 9-speed 
automatics or double clutch DSG units – 
and the failure rate on test after manufacture 
is only 0.06%! An amazing achievement!

The range of 
Lemförder parts 

will cater for a 
wide range of 
vehicles, from 

older generation 
models to the 
latest ranges.

Safety in Steering 
and Suspension



Subscribe for free @
www.autolive.co.za Page 14

BY LIANA REINERS

Th e Toyota Rust de Winter 4×4 Jamboree; testing 
man, machine ….. and marriages. Having attended 
the annual event as a spectator many times over the 
years, I have witnessed spouses screaming at each 
other, children crying, family relations suff ering ir-
reparable damage and lifelong friendship ending on 
the rocks. Literally.

So it was with much trepidation that I accept-
ed an invitation from Toyota to participate in the 
2015 event as part of a media contingent, visions of 
a large-scale family brawl haunting my dreams on 
more than one occasion beforehand.

A fi rm favourite on the 4×4 calendar, Toyota 
has acted as sponsor of the event for the past 24 
years, using it as a platform to showcase the off -road 
abilities of its vehicles. In my opinion they’ve ac-
complished that mission. Th is year there were 150 
entries, of which 129 fi nished the gruelling two-tier 
course. Over 45% of the vehicles participating were 
Toyotas and 99% of them completed the two-day 
event. Th ree Toyotas featured in the top ten.

But while most of the entrants competed in ve-
hicles that were heavily modifi ed, the four-vehicle 
media team comprising journalists from AutoLive, 
Autodealer, Radio Tygerberg and SA4×4 partici-
pated in stock-standard Hilux 3.0 D-4D Legend 45 
and Fortuner 3.0 D-4D models. Other than the odd 
bumper scrape, all four vehicles made it through the 
course fl awlessly.

In fact, I suff ered more damage than our Hilux, 
breaking my ankle in the camp site on our way to 
the prizegiving. Th is aft er having survived 10 very 
tricky and rather nerve-wracking obstacles as well 
as being dragged through the mud on the gymkha-
na section on the fi rst day of the jamboree.

Th e second day was even more challenging as 
competitors tackled a highly technical 4×4 route 

that saw us traverse rock faces, water crossings and 
other obstacles that were designed to separate the 
boys (and girls) from the men (and women). Along 
the way, passengers and co-drivers needed to com-
plete a series of pre-set tasks and answer a number 
of questions so family participation is encouraged. 

Although everyone on the media team has exten-
sive off -road experience, none of us can really be 
termed experts and the fact that we all made it back 
to camp safely and timeously is testament to just 
how capable and reliable our trusty steeds were. 
Some vehicles were stuck out on the trail for hours 
and there were a few very grim faces around the 

camp fi res that night. No wonder the organisers 
warned competitors to take ample food and water 
along on the route!

It’s worth mentioning that in terms of kit, the 
Hilux is one of the most generously equipped bakkies 
on the market with the 3.0 D-4D coming standard 
with a full suite of luxury and safety features ranging 
from automatic climate control, auto lights, multi-
function steering wheel and display audio (with re-
verse camera) to six airbags and stability control.

Would be sacrilege to admit that we depended 
on that reverse camera a few times on the gymkhana?

At the end of the weekend the Hilux was fi lthy 
and covered in mud as were most other vehicles 
there. But whereas some of those limped back 
home, more than slightly worse for wear, our Hilux 
was still fi ghting fi t. It had a few scars to prove 
that it had been in a brutal battle but had survived 
to tell the tale. It truly is a legendary bakkie in 
every respect. ■

What Legends are Made of

The fact that we all made it back 
to camp safely is testament to 
just how capable and reliable 

our trusty steeds were.

Getting down and very dirty on the gymkhana leg of the Rust de Winter 4×4 Jamboree.

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

NEW HILUX BREAKS COVER
Th e eighth-generation Toyota Hilux was offi  cially 
unveiled in Bangkok on May 21, marking the start 
of sales of the all-new model in Th ailand.

Th e all-new Hilux launches in South Africa 
during the fi rst quarter of 2016. Full local range and 
specifi cations will be disclosed closer to launch.

Hilux is one of the world’s best-known and 
best-loved Toyota nameplates. It fi rst hit dealerships 
in 1968 and since then more than 16 million have 
been sold in 180 countries. Th is year Toyota SA will 
celebrate sales of a million Hiluxes in South Africa.

Completely re-designed from the inside out the 
all-new Hilux ushers in a radically luxurious inte-
rior wrapped in a sophisticated, chiseled new body, 
off ering exceptional on-road performance and new 
technologies while remaining true to its core values 
of uncompromising off -road ability and, of course, 
legendary toughness.

As explained by Hiroki Nakajima, the execu-
tive chief engineer behind the Hilux (and also a 
managing offi  cer of Toyota Motor Corporation): 
“Our entire development concept was centred on 
‘redefi ning toughness’. We aimed to make the new 
Hilux ‘tougher’ based on a much broader interpre-
tation of that word. Th e message we want to deliver 
to our customers is embodied in our slogan for the 
vehicle: ‘A New Era for Pickup. Every inch a Hilux.’”

Main features of New Hilux
Newly developed chassis frame and suspen-
sion; newly developed engines and transmissions 
(new 2.4- and 2.8-litre diesel engines and a new 

six-speed automatic transmission and world-fi rst–
for a pick-up–Intelligent Manual Transmission 
or i-MT which supports smooth shift ing with rev 
matching technology). ■

BMW PERCEIVED TO BE 
THE BEST EMPLOYER
BMW Group South Africa was named the number 
one employer in the automotive industry for the 
second consecutive year in the Universum Most 

Attractive Employer Awards for 2015. BMW was also 
the winner of the prestigious Industry Best Award.

Th e Awards acknowledge successful employer 
branding strategies, the most popular companies 
to work for across diff erent industries, and the at-
tractiveness of companies as employers. Th is year’s 
research surveyed a sample in excess of 65 000 stu-
dent and professional respondents spanning the 
business, healthcare, engineering, law, humanities 
and sciences categories.

BMW Group SA led the sector annual rank-
ings and associated trend reports across the busi-
ness and engineering categories. Tertiary students 
who participated in the survey were attracted to 
BMW for its appealing products and services, 
while for professionals, it was mainly the fi nancial 
strength of the company which ranked highly for 
the manufacturer. ■

WARRANTIES IMPORTANT FOR 
USED VEHICLE BUYERS TOO
New data from Surf4Cars shows that nearly two 
thirds of the used cars listed on its portal are young-
er than four years. With many manufacturers off er-
ing four- or fi ve-year warranties on their vehicles, 
this means that buyers are trading in their cars for 
new models shortly before their warranties expire.

Th ese relatively new cars also seem to be in 
high demand, with over 70% of search requests on 
Surf4Cars being for vehicles newer than four years. 
Of course, in many cases, these vehicles still have 

Cyril Khambula, BMW South Africa’s Director of Human Resources and Jenali Skuse, 
Universum’s Branding Consultant. continued on page 16 
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an active warranty, albeit for only a short time. It 
would seem that consumers are buying these cars 
in order to take advantage of the remainder of the 
warranty and enjoy hassle-free motoring, at least 
for a while anyway.

“In these cases it would be smart to check with 
the relevant manufacturer whether the warranty 
is transferrable. However, most are,” says Charles 
Grassie, MD of Surf4Cars. “Th e warranty should 
automatically transfer since it usually applies to the 
vehicle, not the owner. ■

DRIVERLESS CARS WILL 
SLASH US SALES
Self-driving cars, many of which will be shared, 
could cause a drop of as much as 40% in US car 
sales in the next 25 years accordkinggto a report 
in Automotive News. Vehicle ownership rates may 
fall by a half as families move to having just one car 
according to a recent report by automotive analyst 
Brian Johnson, of Barclays. Driverless cars are ex-
pected to travel twice as far as current cars because 
they will transport various members of the fam-
ily each day. Johnson’s report, entitled “Disruptive 
Mobility” contends that the shift  to self-driving 
cars will up-end the motor industry, particularly 
the manufacturing sector. ■

FORD DESIGN CAUSES 
UNHAPPINESS AGAIN
Ford has been criticised once again for copying the 
design of another car maker. Th is time it is Bentley 
designer Luc Donckenwolke who is unhappy with 
the design of the latest Lincoln Continental, from 

Ford’s luxury division. He says the new Lincoln 
Continental looks very much like a Bentley Flying 
Spur in the side view. Ford says production of the 
Lincoln Continental will start next year and it 
will be sold in the US and China, which are two of 
Bentley’s biggest markets.

Adding further fuel to the fi re is the fact that 
Bentley and Lincoln both use the name Continental 
for specifi c models. Bentley has had a Continental 
in its line-up since 1984 while Lincoln dropped 
its Continental model in 2002, ending an unbro-
ken run for the nameplate in Lincoln’s range since 
1982, although it fi rst used the name in 1939. Th e 
Continental name was used originally on Rolls 
Royce and Bentley cars since the early 1930’s when 
they were one company.

Th is isn’t the fi rst time Ford has had complaints 
about copying another maker’s design. In 2011 
Aston Martin, which was once owned by Ford, 
complained that the new Ford trapezoidal grille 
design on several cars in its range looked too much 
like the famous Aston Martin grille. ■

CARBON-NEUTRAL 
CASTROL COMES TO SA
Castrol has extended its lead in the global lubricants 
industry by rolling out the fi rst ever globally CO2 
neutral Castrol Professional off ering, in support 
of the world’s leading car companies’ green agen-
das. Castrol’s global ‘co-engineering partners’ are 
Audi, Ford, Honda, Jaguar, Land Rover, MG, SEAT, 
Skoda, Suzuki, Volkswagen and Volvo.

Castrol Sales Director for Africa, Graham 
Noonan says CO2 neutrality is achieved both 
through greener technologies in the production 
of the lubricants as well as by investing in carbon-
positive projects around the world, from landfi ll gas 
management in Europe to reforestation in Kenya.

“We are excited to now be off ering the world’s fi rst 
certifi ed CO2 neutral engine oil in the local market 
as it off ers franchised dealerships the opportunity to 
reduce their carbon footprint,” says Noonan. “Our 
EDGE Professional, MAGNATEC Professional and 
GTX Professional oils have all now been certifi ed by 
BSI PAS2060, which is the global standard with the 
toughest demands for measuring and managing the 
CO2 footprint of a product’s  lifecycle.” ■

BILSTEIN ON THE MOVE
Bilstein’s Mobile Shock Tester, fresh from its debut 
at Automechanika Johannesburg, is now ready to 
be pressed into service around the country, with 
the objective of making motorists more aware of 
the important role shock absorbers play in ensuring 
safe handling. 

Th e 12-metre long, drive-on machine can ac-
commodate passenger cars and light commercial 
vehicles and quickly detects shock absorber defects 
– one of the primary (and least diagnosed) causes of 
poor roadholding. Within two minutes it can pro-
vide information and precise data on a car’s road 
manners and levels of safety, clearly documenting 
the current state of the dampers. With expert input, 
an indication of overall suspension health can also 
be established. ■

The new Lincoln Continental 
looks very much like a Bentley 

Flying Spur in the side view.

We are excited to now be offering 
the world’s fi rst certifi ed CO2 neutral 

engine oil in the local market.

 continued from page 15

http://www.c4cactus.co.za
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Citroën was for many years renowned for making 
quirky-looking cars such as the 2CV, Ami, DS and 
Maserati-engined SM as well as ones with quirky 
features such as the front-wheel drive Traction 
Avant, hydro pneumatically-suspended DS the 
Comotor rotary engined car. Th is fi tted in perfectly 
with its slogan Créative Technologie. However, in 
the recent past Citroën became very much a brand 
made up of badge-engineered Peugeots.

Now it seems the mojo is back in the form of the 
C4 Cactus cross-over with its quirky Airbump pro-
tective panels on the sides and rear of this strikingly 
styled car which certainly makes a statement of indi-
viduality for the famous French brand. Th e Airbump 
is made of supple, thermoplastic polyurethane and 
encompasses air-fi lled cells that absorb small im-
pacts such as those that occur in parking lots.

Unfortunately all cars in SA have black pan-
els, although other colours such as Gray, Dune 
and Chocolate are available to special order – at a 
heft y price.

Another Cactus innovation is the roof-
mounted airbag for the front passenger in 

the interests of creating more space without 
compromising safety.

It has already won more than 30 accolades 
including the 2015 World Car Design of the Year 
award at the recent New York International Motor 
Show for having the most innovative design that 
challenges the conventional design codes.

Th is is virtually a make-or-break model for Citroën 
in South Africa, with the ambitious aim of selling 
700 Cactus cross-overs by the end of 2015 and then 
selling at a rate of 100 a month in 2016. Th is is a 
tough ask if one considers that in April total sales 
of Citroën’s seven ranges on sale locally amounted 
to 82 units, including 25 Cactus and 30 C1 models.
Sales will no doubt be helped by the very keen 
Cactus pricing at R224 900, which is R30 000 

lower than the cost of the C4 hatch which it re-
places in SA.

Th e Cactus is powered by new, PSA-developed, 
3-cylinder 1.2-litre PureTech engine, the base 
model producing 60kW of power and 118Nm of 
torque and the turbocharged derivative pumping 
out 81kW and 205N.m. Transmission to the front 
wheels is via a fi ve-speed manual gearbox.

Equipment levels are generous with two levels 
– Feel and Shine – and even Feel includes air-con-
ditioning, a four-speaker audio system with MP3 
playback, Bluetooth, hands-free, cruise control with 
speed limiter, electrically operated front widows and 
exterior mirrors and a multi-function steering wheel.

Th e introduction to the Cactus came on a well-
organised and enjoyable launch event with a varied 
driving route on which the new car impressed as 
easy-to-drive and comfortable to travel in as one 
expects from a Citroën. ■

Roger’s Drive

The new C4 Cactus from Citroën.

Bumpity-Bump CitroënBumpity-Bump Citroën

This is virtually a make-or-break 
model for Citroën in South Africa

Sales will no doubt be helped by the 
very keen Cactus pricing at R224 900.

Liana’s Drive

Th e A-segment of South Africa’s vehicle market is a 
hotly contested one as local importers, distributors 
and manufacturers battle it out for sales domina-
tion. And understandably so. With increasing fi -
nancial pressure on car buyers, more and more mo-
torists are going the small car route. Unfortunately 
choice is limited when it comes to real value for 
money and quality. In some cases it is still true that 
small equals cheap and nasty.

Not so with the Kia Picanto. Th e little Korean 
has proven that through clever packaging there is 
no need to compromise on styling, features, tech-
nology and overall appeal.

Th e fi rst generation Picanto made its interna-
tional debut at the 2003 Frankfurt Motor Show, and 
went on sale across the globe in 2004. It underwent a 
mid-life enhancement in 2008, by which time it had 
already built up a very strong and loyal following on 
local soil. Th e second generation model, debuting in 
2011 at the Geneva Motor Show, was a revolution 

in design, comfort and 
packaging, and took the world by storm when it was 
launched in 2012.

Th anks to Peter Schreyer’s award-winning de-
sign, the Picanto remains a fi rm favourite across 
the globe. Fresh from its debut at the 85th Salon 
International de l’Automobile in Geneva the en-
hanced KIA Picanto has now arrived in South Africa.

Under the creative direction of Peter Schreyer, 
Kia is one of the most awarded car brands in the 
world. Of Schreyer’s designs, it is the Picanto that has 
garnered the most accolades over the past four years.

On local soil, the Picanto took top honours in 
the People’s Wheels Awards for three years in a row 
(2011, 2012 and 2013), has won numerous ‘Best Buy’ 
awards from multiple major publications, and was 
elected a fi nalist in the 2012 WesBank / SAGMJ Car 
of the Year competition.

Th e Picanto’s recipe of combining sporty and 
elegant styling, a high quality interior, frugal and 

effi  cient engines and high levels of standard equip-
ment has stood it in good stead, with well over 
20 000 second-generation models fi nding homes 
locally. Th anks to a small number of selected en-
hancements, Picanto can now also add a more pre-
mium look and feel to its arsenal, which underlines 
its notable value proposition.

With a long list of standard kit which includes 
upscale items such as power steering, remote cen-
tral locking, a driver’s airbag and manual aircon 
to name but a few, it’s hard to believe that Kia have 
managed to keep the Picanto’s pricetag below the 
R150k mark. In manual guise, the Picanto 1.0 LX 
retails for R136 995, and the range-topping 1.2 EX 
for R149 995. Automatic transmission is available 
on both derivatives for an additional R12 000 and 
all derivatives ship as standard with a fi ve-year/ 
150 000 km warranty. A two-year/ 45 000 km op-
tional service plan is also available. ■

Small Can Be Awesome
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Stuart’s Drives

Jeep has been enjoying a good sales run in the SUV 
division lately, notably with its excellent Cherokee 
and Grand Cherokee. Now along comes the much-
awaited Renegade, with an excellent, European-
orientated build quality to go with little-bad-wolf 
Jeep looks, like a young cub that has just been in-
vited to join the pack.

Styling is going to be key to the success of this 
new small Jeep, which is expected to pretty much 
supplant the slightly bigger-segment Compass. It 
has a much more quality feel to it, in terms of the 
plastics and trim levels used, and also the way the 
whole cabin hangs together in a themed way.

Jeep’s new baby prowler is a very real collabora-
tion between Fiat in Europe and Chrysler in the US. 
In fact this is the fi rst Jeep to be built outside the US 
... in Melfi , Italy, to be precise.

While the key styling enjoys that trad-Jeep 
look with seven-slot grille, round headlights and 
chunky squared-off  wheel-arches that is obviously 
American in infl uence, there is a European feel to 
the car that I think is going to work very well for it 
in terms of expectations amongst our moneyed set.

And you do have to be pretty well-heeled to consider 
hopping into this entry-level Jeep. Pricing starts at 
R375 990 right now for the only model available at 
launch, which is the front-wheel-drive 1,4T Limited 
model. Th e good news, though, for those customers 
who get in early, is that the fi rst 500 examples will 
come with a raft  of no-cost extras on this model, in-
cluding leather seats and Sat-Nav at no extra cost, as 
well as 18-inch alloy wheels rather than the 17-inch 
alloys which are standard.

At its mechanical heart, the Jeep Renegade em-
ploys the 1,4-litre, turbocharged Multi-Air engine, 
rated at 103 kW in this guise. It’s a sublimely sweet 
engine, as is the six-speed manual gearbox it is mat-
ed to, and ideally suited to a cross-over vehicle of 
this nature.

Th e body employs an extremely high ratio of 
high-strength steel in its make-up, and not only 
does this give peace of mind regarding crash pro-
tection, but it imparts a super-solid, classy feel to the 
ride. Th e suspension is quite fi rm, but there is good 
feel between steering wheel and road surface.

Th ere is a lot of rear passenger room, whilst the 
boot space is rated at 351 litres, which is pretty good. 

Performance is strong with a rated 0–100 km/h 
time of 9,3 seconds and a top speed of 194 km/h, 
with fuel consumption (theoretical) rated at 6,0 li-
tres/100 km, which should mean you’ll return in the 
region of 8,0 litres/100 in daily commuting.

Th e 1,4T Limited model is the only Renegade 
currently available, but later in the year four more 
models are planned. Th ere will be an entry-level 
model using an 81 kW petrol engine, known as the 
Longitude, at R340 990, and two all-wheel-drive 
models, costing R453 990 and R450 990. One of 
these, the Trailhawk model, will use a new nine-
speed automatic gearbox to provide a measure of 
low-speed crawling capability over rough terrain. 

Th ere will also be a diesel model, the 1,6 TD Limited 
at R389 990.

But I predict that this launch model, the 1,4T 
Limited, is going to be the volume seller for Jeep 
and I reckon it is going to become a mini-cult model 
amongst the style conscious in high-fashion areas 
around the country. Women are going to love it for 
its chunky looks and men will like it because they’ll 
still feel macho on-board what is essentially a Fiat or 
Alfa Romeo with Jeep bodywork.

Nice one Jeep, a pity that the pricing is quite 
high, but given its cult-like following here, I believe 
that sales of the new baby Renegade will surprise a 
lot of people. ■

Jeep’s Renegade is Going to be a High-Style Hit

Chunky steering wheel and high-end trim will appeal to both male and female high-stylers.

Renegade’s appeal is going to be amongst the high-style set.

The body employs an extremely 
high ratio of high-strength 

steel in its make-up.
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Renault’s Captur is set for a lot of success in the so-
called cross-over market, which has come to mean 
many things to many people. To some a cross-over 
is a kind of hatch-back with mild off -road or SUV 
pretentions, to others it has a touch of MPV in its 
mix. Th e Captur is pretty much a hatch with ex-
tended space, a slightly higher ride height than its 
Clio stablemate, and a range of three models, all 
featuring the small turbo-petrol engine Renault has 
been punting for the last couple of years.

Th at there is no diesel variant is signifi cant. 
It marks a trend where manufacturers feel they 
are realising good enough economy and power 
from down-sized turbo petrol engines. In a South 
African context, no diesel also means no expensive 
range-topper.

Th e three models are the 66 kW Captur 
Expression at R219  900, the similarly-powered 
Dynamique at R239 900, and the 88kW RDC 
Dynamique which costs R279 900. Th e latter, hav-
ing a 1,2-litre version of the acclaimed three-cylin-
der Renault motor (the smaller models use a 1,0-li-
tre motor) is only available for now with a six-speed 
dual-clutch automatic gearbox, while the less-ex-
pensive models use a standard fi ve-speed manual. 
All models are front-wheel-drive only, despite the 
slight references to some sort of rough-road capabil-
ity in the marketing spiel.

On the launch the only model available for 
a rather challenge-fi lled drive was the 88 kW 

Dynamique, the top trim model in both 1,0 and 
1,2-litre form using larger 17-inch alloy wheels and 
being distinguished by dual-tone paint from the en-
try-level Expression. We would have liked to try the 
66 kW version, to see how the smaller engine copes 
with a body signifi cantly larger than the Clio on 
which it is based. Th e top model weighs in at 1 180 
kg while the lesser-specced model with the lighter 
1,0-litre engine is rated at about 90 kg lighter.

Th e Renault dual clutch gearbox is of quite 
diff erent design to other popular dual-clutch gear-
boxes on the market. And such is the “slippage” ac-
tion of the electronically-activated Renault clutch 
mechanism that at fi rst we were convinced that the 
transmission was a conventional fl uid-drive auto-
matic with a torque convertor!

At times, when pulling away from a stop there 
is a noticeable delay on acceleration, and we feel 
Renault will need to introduce a manual version 
of its top model. Th e EDC (dual clutch) gearbox is 
probably its least desirable feature, as the changes 
between gears, too, are slurred and not crisp as one 
has come to expect from the better German ‘boxes.

Th at said, Renault claims a sub-11-second 0-100 
km/h sprint time for the 88 kW Captur, a speed of 
192 km/h and overall fuel consumption (tested in 
accordance with non-real-world EU stipulations) 
of 5,5 litres/100 km overall. In our experience this 
will translate to somewhere around the 7,0 to 8,0 
litre/100 in real driving.

As for the rest of the package, the Captur im-
presses with a very solid build quality and an inte-
rior spec level and design that is extremely sophis-
ticated for a car of this price. Standard spec notably 
includes an excellent Navigation system , an item 
that most other manufacturers still specify as a 
high-cost option.

Th e boot capacity at 377 litres with the rear 
seat-back in stock upright position is excellent, and 
the rear seat has the clever option of being forward 
sliding to free up more luggage space but still ac-
commodate three rear passengers. And of course it 
folds fl at to realise a claimed 1 235 litres.

Th e launch route traversed many kilometres 
of dirt road, and the car showed excellent stabil-
ity on challenging gravel. Part of the route was on 
roads with nasty high-frequency ripples, of the type 
known to induce rattles in even very expensive cars, 
and this test showed up a very solid build quality on 
our particular example.

Safety-wise, the Captur has a fi ve-star 
N-Cap rating thanks to front and side airbags, 
ABS, EBS ESP and proper child-seat location. 
It’s a very stylish and spacious car for the young 
burgeoning family!

All in all a very good car that comes with the 
peace of mind of a fi ve-year/150 000 km mechanical 
warranty and the relative comfort zone of a three-
year service plan, although the distance limit of this 
plan at 45 000 km is a tad low. ■

Stuart’s Drives

Renault’s Captur is Set for Cross-Over SuccessRenault’s Captur is Set for Cross-Over Success

Renault’s Captur is good-looking, 
well-priced and surprisingly big inside, 
including a boot capacity of 377 litres.
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MAN Truck & Bus South Africa has issued its fi rst 
independent TopUsed franchise to Port Elizabeth 
Truck & Bus, a subsidiary of AAD Group (Pty) Ltd, 
bringing MAN‘s national TopUsed footprint to six 
dealerships. Th is follows the lead of its parent com-
pany, MAN AG, which assigned priority status in 
2013 to expanding its TopUsed vehicle divisions in 
Europe and South Africa,

Port Elizabeth Truck & Bus (formerly AAD 
Truck & Bus) has been an independent MAN new 
vehicle sales and service dealership since 2008 and 
is located in Algoa Park, just off  the N2.

Geoff  du Plessis, Managing Director of MAN 
Truck & Bus South Africa, who headed up MAN 
TopUsed worldwide from 2010 to March 2013, states: 
“MAN has always recognised the importance of a 
proprietary used-vehicle division as a value-driver 
in the sale of its new trucks and buses. Having an 
MAN TopUsed dealership in Port Elizabeth linked 
to one of our most successful private-capital dealer 
partners will signifi cantly enhance our market of-
fering in the Eastern Cape region.“

As an extension of the MAN brand, MAN 
TopUsed has well-defi ned quality management 
guidelines to ensure customers purchase with con-
fi dence, says Emir Solapgir, Head of MAN TopUsed 
SA. “Th ere is 100 percent transparency on the sta-
tus of every TopUsed truck or bus, with every vehi-
cle on off er having undergone thorough checks to 

ascertain overall condition and to ensure the mile-
age is genuine.“

To further diff erentiate itself from competi-
tor used truck and bus dealers, MAN TopUsed 
sales personnel are skilled to off er fl eet consult-
ting services to customers, including optimum 
vehicle selection and the sourcing of trailers, espe-
cially to start-up operations, which form the bulk 
of TopUsed’s market base. Financing facilities via 
MAN Financial Services is another key market dif-
ferentiator for TopUsed dealers, adds Solapgir.

According to AAD Shareholder and Director, 
Mike Elsbury, “Our MAN dealerships form part of 
the AAD group of companies which employs over 
450 people and has an annual turnover in excess 
of R900m. Th e new TopUsed franchise is part of 
our long-term investment in the heavy commercial 
vehicle industry in Port Elizabeth and underscores 
the solid relationship we have with MAN.”

Vehicles forming part of AAD’s TopUsed deal-
ership inventory will be processed and serviced at 
the Port Elizabeth Truck & Bus facility, constructed 
to meet stringent MAN international quality stand-
ards that extend across offi  ce and workshop areas. 
Th e 880 square-metre workshop has 10 service bays 
and a wash bay, equipped with state of the art equip-
ment, including proprietary MAN diagnostic tools, 
MAN-specifi ed inspection pits and a brake roller 
tester facility. ■

Working Wheels

The MAN Team congratulates Sash 
Mitchell (centre) Dealer Principal of Port 
Elizabeth Truck & Bus Centre. They 
are (from left): Malgoshia Shub, Brand 
Image Specialist, MAN Truck & Bus SA, 
Gert Fourie, Asset Manager, Planning 
& Steering, MAN TopUsed, Deon Otto, 
National Key Accounts Manager of MAN 
Truck & Bus SA and Emir Solapgir, Head 
of MAN TopUsed SA.

First Private-capital MAN TopUsed Dealership Opens in PE

FAW Vehicle Manufacturers SA has launched a new 
medium-weight truck range specifi cally engineered 
for the local market and built in SA for the southern 
and central African markets. Th e company claims 
the FAW 8.140 FL off ers the lowest cost per ton in 
the medium truck segment.

Yusheng Zhang, CEO of FAW Vehicle 
Manufacturers SA, explained the rationale behind 
the introduction of the medium-sized truck range 
which represents an investment of R800-million 
saying that the decision to introduce a medium 
weight truck range was based on customer demand 
and market opportunity.

Th e CEO added that market analysis con-
fi rmed the need for a vehicle as durable and rug-
ged as our heavy and extra-heavy trucks, but 
with smaller dimensions to handle a diff erent 
working environment.

“FAW trucks have had a presence in South 
Africa since 1994 – so this year marks our ‘rite of 
passage,’” said Zhang.

Th e introduction of the new FAW 8.140 FL fol-
lows closely on the international introduction by 
the China-based parent company.

Imported as semi-knocked down (SKD) kits, 
the cab, chassis, axles and other sub-assembly 
components, together with the imported 3.8-litre 
Cummins ISF Euro 3 engine and the ZF 6 S 500 
TO Ecolite 6-speed transmission, are assembled in 
the new plant in Coega, near Port Elizabeth. Th e 
specifi cation includes full air dual-circuit brakes 
with ABS.

Th e FAW 8.140 FL will be available from 
FAW dealers in a number of body derivatives – a 
drop-side, a taut-liner option, a van body, a tipper 
and a rollback and a dry-freight insulated body. 

Customers may choose to buy the chassis cab and fi t 
their own truck bodies to suit many other applica-
tions, up to a GCM of 14 ton.

Th e new range will enjoy a 2-year/unlimited 
kilometre warranty and the full extent of sales and/
or service from 36 local representative outlets across 
South Africa, Namibia, and Botswana. ■

FAW’s New Medium Truck Range

The FAW 8.140 FL truck.
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Working Wheels

Super Group, a leading transport logistics and 
mobility group which was founded in 1986 and is 
listed on the Johannesburg Securities Exchange, has 
opened a fl agship Hino dealership in Isando, which 
is well-situated in the industrial and commercial 
hub of Gauteng.

Hino Isando is the 22nd exclusive dealership 
in the Hino network of 64 dealers and the cost of 
the building – excluding the land – was in excess of 
R25-million.

Th e dealership has been operating since last 
November, but the offi  cial opening only took place 
on 21 April 2015. However, the importance of the 
offi  cial opening was at such a high level that it was 
attended by Junsuke Ando, the General Manager of 
Hino Motors’ Africa and Europe Division.

“We are very proud of the manner in which the 
Hino brand is fl ourishing in the ultra-competitive 
South African truck market and this latest invest-
ment in a new dealership is another sign of confi -
dence in a brand which has been in South Africa 
since 1965 and remains the market leader in Japan,” 
said Calvyn Hamman, the Senior Vice President, 
Sales and Marketing of Toyota SA Motors, of which 
Hino SA is an important division.

“We are very pleased with the commitment 
from Super Group through Graeme Watson, the 

Chief Executive Offi  cer, and Alistair Rawstorne, 
the Chief-Operating Offi  cer, and really appreci-
ate the strategy and planning put into place by 
Roelf Strydom, Franchise Executive for the Toyota 

Group within Super Group and Patrick Arthur, the 
Dealer Principal, in bringing this new dealership 
to life.

Hino Isando is currently staff ed by 17 people, 
but this number is planned to grow to 35 as the 
dealership gains sales and service momentum. Th e 
facility has six double work spaces making 12 bays 
and there is space for another six double bays for 
future development. Th ere is an extensive parts 
stock on site and this is replenished at least twice 
a day.

Th e workshop facility is certifi ed to undertake 
Certifi cate of Fitness (COF) testing and will con-
duct free COF inspections. It also has an express 
pit lane to minimise downtime for urgent work 
when required.

Th e facility is already eco-friendly in that all 
the lights are movement-sensor-controlled and 
plans are in place to recycle rain water for the 
wash bay.

“Hino South Africa is fully committed to sup-
porting Hino Isando to ensure its success, using 
Hino Total Support as one of our key strategies, 
because the establishment of a strong dealer net-
work is a critical part of our 2020 strategy to achieve 
a market leadership position in South Africa,” 
 concluded Hamman. ■

Super Group Opens Flagship Hino Dealership

Symbolic cutting of the ribbon at the 
opening of Hino Isando. Those in the 
photo (from left) are: Calvyn Hamman, 
Senior Vice President Sales and 
Marketing, TSAM;  Patrick Arthur, Dealer 
Principal of Hino Isando; Ernie Trautmann, 
Vice President of Hino SA; Junsuke Ando, 
General Manager Europe and Africa 
Division, Hino  Motors Limited and Tetsuji 
Hitokata, Managing Director of Hino 
Motors Europe.

Volvo Group Southern Africa has offi  cially opened 
a new dedicated Volvo Used Truck Centre in 
Boksburg, Gauteng. Th e facility, which is cen-
trally situated near the company’s head offi  ce and 
Regional Distribution Centre, was developed at a 
cost of R3 million.

“Although the Volvo Group has always been 
in the used trucks business, this new facility adds 
a lot of focus, dedication and drive to this portion 
of our local operations,” said Christian Coolsaet, 
Managing Director of Volvo Trucks SA. “At the 
Volvo Used Truck Centre, we off er customers the 
same peace of mind, quality standards and world-
class support that we do at any of our dealers across 
the region.”

Volvo Used Truck Centre has a team of dedicat-
ed specialists who are able to off er customers expert 
advice and competitive trade-in deals on all makes 
of trucks. Although the used bus business is more 

specialised, the team works closely with their Volvo 
Bus colleagues in order to also off er these units at 
the facility. Part of the dealership’s function is to fa-
cilitate trade-ins of all truck makes, and trade-backs 
are off ered to existing Renault Trucks and Volvo 
Trucks customers.

He said that the company has experienced a 
strong market demand for used trucks recently 
from customers across southern and eastern Africa, 
particularly for vehicles that have been developed 
with the region’s operating conditions and legisla-
tion in mind.

Market values for used trucks brought in to 
the Volvo Used Truck Centre are determined 
by in-house appraisers who evaluate these 
units extensively. Th e price off ered is guided by 
the market-related value of the trucks. Volvo 
Financial Service also off ers a range of truck 
fi nancing options. ■

Volvo Used Truck Centre Opens in Boksburg

The new Volvo Used Truck centre was 
offi cially opened by Torbjörn Christensson, 
president of the Volvo Group SA (left), GM 
for the Volvo Used Truck Centre, Harold 
Donachie (centre) and MD of Volvo Trucks 
SA, Christian Coolsaet (right).
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Exports to Africa 
Under the Spotlight 
at Automechanika 

Conference

Th e opportunities and challenges for South African 
automotive companies wanting to export products 
into Africa came under the spotlight at a conference 
staged by the National Association of Automotive 
Component and Allied Manufacturers (NAACAM) 
at Automechanika Johannesburg on May 6.

Well known economist Mike Schussler gave an 
interesting overview of the automotive industry’s 
potential in Africa. He cautioned that although 
the continent has a huge population the majority 
of people are under 18 years of age and therefore 
most of them were not yet economically active, so 
the true market size was not as big as some people 
estimate. However, he added that education levels 
in Africa were rising rapidly which boded well for 
business growth in the future.

Schussler said that SA’s economy was now 
ranked only third in Africa behind Nigeria 
and Egypt and it could fall out of the global top 
40 if there is no signifi cant GDP growth in the 
near future.

He went on to say that it was vital that the SA au-
tomotive industry was productive and cost effi  cient 
to ensure its prices were competitive in Africa. He 
added that it was important there was a decrease in 
industrial action in SA as this impacted negatively 
on productivity and hence global competitiveness.

Alec Erwin, a former SA Minister of Trade and 
Industry, was invited to make a presentation on the 

Nigerian motor industry and opportunities for SA 
exporters as he is a consultant to the Nigerian gov-
ernment on its programme to rebuild its motor man-
ufacturing industry. However, inclement weather 
prevented him fl ying to Johannesburg from Togo 
in time for the conference so one of his colleagues, 
Caroline Richardson, made the presentation.

She explained that the Nigerian Automotive 
Industry Development Plan was part of that coun-
try’s overall industrialisation strategy and enjoyed 
high level government support.

Current vehicle production capacity at existing 
plants in Nigeria was only 100 000 units a year but 
plans are underway to increase this in the near fu-
ture. Ms Richardson said that the big challenge was 
the fact that currently about 400 000 used vehicles 
a year were imported into Nigeria, but there was 
impending legislation to limit this number and to 
support the sale of aff ordable new vehicles, with a 
potential market of one million new vehicles a year.

Th e presentation went on to outline the col-
laboration that Erwin was encouraging between 
the South African and Nigerian automotive sectors, 
particularly in terms of component supply. A formal 
proposal is to be tabled at the end of the month. ■

Slump in African 
Economies Hits 

SA Exports

Th e current slump in the economies of most African 
countries – mainly due to the low oil price – has hit 
built-up vehicle exports from South Africa. Th e 
year-to-date sales total of 16 941 units is almost 30% 
below the fi gure of 23 702 units shipped from SA in 
the fi rst four months of 2014.

Toyota is the big loser, with its total of 8  381 
units being 36% down on the 13 128 units it export-
ed in the fi rst four months of 2014 when it amount-
ed to 55% of SA’s CBU exports. Th is year Toyota’s 
share has shrunk to 35% YTD. Interestingly Nissan 

was able to increase its exports going from 4 340 in 
YTD 2014 to 4 754 YTD 2015. Ford’s exports were 
down 32% top 2 231 units. 

Jeff  Nemeth, the President and CEO of Ford 
Southern Africa, said at a recent media briefi ng that 
his company had “thousands” of vehicles standing 
at Durban harbour waiting for fi nancial clearance 
before they could be shipped, directly due to the 
economic downturns in many African countries.

Toyota still had a 55% share of exports in the 
month of April though, with 1  494 units shipped 
out of a total of 2 669. Nissan’s total was 514 units, 
Ford’s 300 and Isuzu’s 227. ■

Peugeot-Citroën 
Reported to be Building 

Plant in Morocco

PSA/Peugeot-Citroën plans to build a car factory 
in Morocco as part of an eff ort to increase its sales 
in Africa, following in the footsteps of French rival 
Renault according to Automotive News.

Th e authoritative publication reports that the 
Moroccan plant would initially have a capacity of 
fewer than 100 000 vehicles a year. PSA’s sales in 
Africa and the Middle East dropped 25 percent last 
year to 169 400 vehicles. Th at was 5.8 percent of its 
total sales.

Once its factory is built, PSA would still have 
less than a third of the Moroccan production ca-
pacity of Renault and its Japanese partner Nissan. 
Th e French-Japanese alliance’s 1 billion-euro ($1.11 
billion) plant in Tangier builds low-cost Dacia-
branded models such as the Sandero hatchback, the 
Dokker small van and the Lodgy wagon. Renault 
also opened a factory near Oran, Algeria, late last 
year, which could build as many as 75 000 units 
a year.

Th e new factory would be the fi rst wholly 
owned and operated by PSA in Africa. PSA signed 
an agreement last year with Nigerian manufacturer 
PAN Nigeria Ltd. to assemble its 301 compact car in 
Kaduna, and eventually perhaps also the larger 508 
sedan and the 308 hatchback.

PSA, Europe’s second-biggest carmaker aft er 
Volkswagen, is seeking to lower its reliance on its 
home region. Th e Paris-based company sold about 
60 percent of its vehicles in Europe last year. ■

Mike Schussler gave an interesting 
overview of the automotive industry’s 
potential in Africa.

PSA signed an agreement last year 
with PAN Nigeria Ltd. to assemble 

its 301 compact car in Kaduna,
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A Mercedes-Benz 300SL pictured at the Heritage Museum in 
Vanderbijlpark earlier this year. This venue will host the Wheels at 
the Vaal  show in September this year. Photo by Stuart Johnston

Now THIS is a tow-truck! Photo by Stuart Johnston

World renowned aerobatic ace Nigel 
Hopkins treated journos to an awesome 
display at Kyalami, to celebrate work 
beginning on the new track upgrades earlier 
this month. Photo by Stuart Johnston

Here Hopkins gets as close to the grandstand as sanity 
would permit. Photo by Stuart Johnston

Drivers of cars like this Capri Perana will fi nd access easier at the 
2015 Cars in the Park on August 2, thanks to new access roads 
on the Erasmia side of the circuit. Photo by Stuart Johnston

Scuderia SA previewed the new Ferrari 488 GTB last week, a harder-edged, 
turbocharged, signifi cantly quicker evolution of the 458. Photo by Stuart Johnston
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BY STUART JOHNSTON

We set off  for the roads of freedom as soon as we 
could, hoping to get some air between us and the 
trucks and taxis and slow-poke cars and the lane-
weaving hot-hatches driven by crazies. Me and my 
special lady who had sneaked off  work for the day, 
ensconced in this red car with the roof still up, its 
nose stretching way out in front of the screen ahead, 
pointing the way out west.

Th ose fi rst few kilometres in a car costing more 
than a very nice house are a little tense, like meeting 
the CEO of a multi-national corporation for the fi rst 
time. You need to be polite and precise, tentative but 
not overly so, in case your actions are misinterpret-
ed as inconsequential. Respectfully decisive, that is 
the attitude you are looking for.

Me, I was mindful that up ahead beneath the 
sloping nose of the California T lay power to the or-
der of some 412 kW, and that sooner or later I was 
going to exploit that lot. Otherwise, what was I gon-
na do with the hours ahead? Cruise past pavement 
cafes hoping somebody from high-school would 
recognise me and think, hey, that Johnston made 
good, he didn’t end up in protective custody like we 
all thought would happen?

Of course, exploiting all the prancing horses on 
tap in an inappropriate situation could very quickly 
lead to a situation of the institutional variety, so I 
pretty much let the automatic mode on the excellent 
dual-clutch gearbox have its way in those early kilo-
metres. But as the traffi  c thinned out it was great 
to gear down to, say, third on the paddle shift ers, 
build up a gap, and then let the revs soar towards the 
8 000 red line before quickly tapping off , because, 
man, this car converts the present into the future 
in an incremental way, so you have to gear up your 
personal predictive processing speed. Quickly!

According to the spec sheet, you can accelerate 
to 100 in well under four seconds. And being tur-
bocharged, this means that the California T will do 
this at high altitude as the huff ers force air into the 
thrusting, pumping Maranello internals in pretty 
much the same manner as they would at coastal air 

pressures, they just have to work a little harder to 
achieve the same internal air pressure.

Th us, theoretically, your honour, you could 
reach 200 km/h in around 10 seconds aft er you had 
pulled away from a rustic-roadside trading store 
and if the terrain ahead permitted it, not to men-
tion the laws of our land, you could be doing over 
300 km/h before tapping off  a tad and wiping your 
slightly moist palms on your stone-washed jeans.

Th e Ferraristi in the know will all remark on the 
fact that the California T is a huge step-up, perfor-
mance-wise, from the naturally-aspirated plain-old 
California, which itself is a car of no mean po-
tential. Th is is part of Ferrari’s recent decision to 
downsize their engine capacity (on the V8 models, 
at least) and exploit direct-injection turbocharging, 
thus gaining more performance as well as reducing 
fuel economy.

Me, I occasionally glanced at the fuel gauge and 
calculated that if I kept heading west I could be in 
Botswana by lunch time and into Namibia by night-
fall, while even stopping for a quiet toasted sand-
wich somewhere along the way.

Th e California is Ferrari’s best-selling model 
range, and only partly because it is the cheapest, but 
still by no means cheap. Th e California T sells for 

R3,7-million or so before you’ve added any extras, 
but that’s not the only reason it’s been such a success 
story. Th ere’s that steel-folding roof which turns it 
from a solid coupe to a drop-dead gorgeous roadster 
in about 14 seconds at the push of a console button.

Th ere are other buttons too for dialling in 
sports modes on the electronics to fi rm up the 
suspension and harden the exhaust note. Oh, and 
a bigger button for selecting full manual operation 
on the seven-speed gearbox. From outside the car 
screams, from inside the cabin it sounds more like 
a pair of super-tuned raucous four-cylinder engines 
racing each other, thanks to Ferrari’s fi ring order 
arrangement which is unlike traditional V8s built 
by the Americans and the Germans.

I didn’t exploit the cornering power to any great 
degree, but I can tell you it tracks straight and true 
and the ride is quite benign for a supercar, although 
I would have enjoyed just a touch more steering feel 
at high, straight-ahead speeds.

Sanity prevails at some point during the day 
and I decide not to hightail it for the border. I realise 
on my return trip to the Big Smoke that I am now 
wielding this car between potholes and concrete-
carrying trucks like it was just another hot convert-
ible. Its manners for urban crawl are impeccable, 
like those of any well-bred, highly educated CEO of 
a major corporate. Real class means adapting to any 
socially-interactive situation and this the Ferrari 
California T does with casual aplomb.

You really could use this Ferrari as your daily 
drive, if you weren’t concerned about issues like 
conspicuous wealth. And the odd stone chip. I won-
der if any of its owners will do that? ■

Back Page

Ferrari for the common-folk -the California T.

A Day With a 
FERRARI

If I kept heading west I could be 
in Botswana by lunch time and 
into Namibia by nightfall, while 

even stopping for a quiet toasted 
sandwich somewhere along the way.
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