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New show for SA

15 000
SUBSCRIBERS

BY LIANA REINERS

In April this year, it was announced that the 
Johannesburg International Motor Show (JIMS), 
which was scheduled to be held at Expo Centre, 
Nasrec, from 14 to 27 October would not take place.

Th is followed a decision by NAAMSA 
Chief Executives not to proceed with the event. 
Considerations in the decision included the fact 
that the event clashed with the Rugby World Cup 
and the E-Mobility month in Sandton. Moreover, 
the economic and fi nancial climate in South 
Africa was impacting on trading conditions in the 
automotive sector, causing substantial pressure on 
margins throughout the automotive value chain.

Th e costs of automotive exhibitions have 
risen disproportionately and this has called into 
question the return on investment for exhibitors. 

Internationally, in recent years, concerns about 
aff ordability and return on investment for exhibi-
tors have led to the cancellation of automotive ex-
hibitions in a number of countries.

In fact, just recently it was announced that 
major players Jaguar, Land Rover and possibly 
MINI had all pulled out of the Detroit auto show, 
scheduled to take place next month. MINI even 
went so far as to say that it might not even partici-
pate in the Geneva show in March.

When JIMS was cancelled, it was announced 
that the possibility of a show in 2016 would be 
considered and that South African Shows Messe 
Frankfurt – the show management company, in 
consultation with the industry’s marketing and 
sales experts had been tasked to formulate propos-
als and a strategic action plan to enhance the value 
proposition for exhibitors and to substantially in-
crease the return on investment for participants.

Obviously they came up with a Plan B, 
because it was much excitement that we received 
the news that the SA Festival of Motoring will 
succeed the previously staged JIMS. It was even 
hinted that, depending on the success of the 2016 
festival, it could well become an annual event 
off ering an enhanced experiential showcase for the 
local  automotive industry. And even more good 
news was that it is to be held at the refurbished 
Kyalami Grand Prix Circuit & International 
Convention Centre from 31 August to September 
4th 2016.

An artist’s impression of the Kyalami pit complex and convention centre.
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Said Denis Klopper, General 
Manager of the Kyalami Grand Prix 
Circuit: “Th is is exceptionally posi-
tive and exciting news for Kyalami. 
It’s a good fi t and I’m sure it will be a 
hugely successful event.”

He also explained that the refur-
bishment of the venue is progressing 
well and it is anticipated that work on 
the track itself will be completed by 
January. However, the rebuild of the 
pit complex and convention centre 
won’t be fi nished before May.

Th e event represents a joint 
venture partnership between South 
African Shows – Messe Frankfurt 
and NAAMSA, with broad support 
from automotive companies. 

“Th is partnership ensures that 
the 2016 SA Festival of Motoring 
will be a true global showcase draw-
ing on the Messe Frankfurt group’s 
international strengths and network, 
whilst retaining a strong African 
identity,” explained Pula Dippenaar, 
Show Director of the SA Festival of 
Motoring and  CEO of South African 
Shows – Messe Frankfurt (SASMF).

It is anticipated that WesBank 
will continue as the platinum spon-
sor, as it was with JIMS.

Inspired by the highly success-
ful Goodwood Festival of Speed in 
the UK, the Festival of Motoring will 
focus on automotive lifestyle, enter-
tainment, motorsport demonstra-
tions and vehicle drive opportunities. 
A broad array of ancillary events will 
form part of the “festivities”, includ-
ing driving demonstrations, parades 
of vintage cars, family events, music, 
celebrities and outstanding cuisine 
and ambience.

“Cars remain the stars at the 
2016 event, with many previews and 

launches of new products expected to 
be on the cards,” said Francois Loubser, 
NAAMSA Show Coor dinator. “Th e 
newly revamped and rebuilt Kyalami 
will prove to be an excellent venue and 
will add substance to the Festival.”

An innovative technology lab 
will present future trends focusing 
on mobile technology, including hy-
brid and electric vehicles and the im-
pending reality of the connected car. 
Suppliers of aft ermarket automotive 
accessories, as well as service provid-
ers for the automotive industry, will 
also be represented.

Th e SA Festival of Motoring is 
supported by various industry bodies 
including the National Association of 
Automotive Component and Allied 
Manufacturers (NAACAM) and the 
Retail Motor Industry organisation 
(RMI) and the Automotive Industry 
Export Council (AIEC).

“Th e SA Festival of Motoring rep-
resents a new concept, provides new 
opportunities in an ideal location and 
will defi nitely attract motoring en-
thusiasts and the general public. Th e 
event will feature prominently on the 
agenda of the South African automo-
tive industry and represents a must 
attend show,” commented Dr Johan 
van Zyl, President of NAAMSA. ■

Dr Johan van Zyl, 
President of NAAMSA.

SA also gets new bike show
In related news, it was announced 
earlier this week that the South 
Africa Bike Festival will be held 
at the newly rejuvenated 
Kyalami Grand Prix Circuit 
from 27 May to 29 May 2016.

Together with the manu-
factures, associated brands 
and industry members, Clarion 
Events UK aims to combine 
event entertainment experience, 
international media partnerships 
and local market expertise to ensure the festival 
becomes an annual event, offering entertainment, 

action, products, services and 
information to consumers and the 
trade. 

Said Nicole Muller, Portfolio 
Director at Clarion Events: 
“Our long term aim in creat-

ing this event will be to drive 
awareness to a potential new target 

audience each year and create a 
sustainable, annual and internationally rec-

ognised brand that will bring together the ex-
perienced and the young motivators to encour-

age and grow a new generation of motorcyclists in 
South Africa and beyond.” ■
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Marginal gains in sales 
and exports

Domestic new vehicle sales and vehicle exports had registered marginal gains compared to the 
corresponding month last year said NAAMSA in its comments on new vehicle sales in SA in 
November. A noteworthy feature was the sharp recovery in heavy and extra heavy truck sales. 
Th e industry’s export performance was again aff ected by special circumstances arising from a 
model run out by a major exporter.

Th e industry’s export numbers were aff ected by the launch phase of the new Ford Ranger. 
Th e model run out, model run in of the product had contributed to the relatively low indus-
try export numbers. However, industry vehicle exports were expected to show a strong re-
covery over the next few months. Furthermore industry vehicle exports in 2015 will be at a 
record level.

Editor’s Note
Here we go again; the silly season 
is upon us. Actually, this has been 
quite a silly year!

Loadshedding, student upris-
ings, strikes, unrest, corruption, 
ridiculous politics and widespread 
negativity about the future of our 
beautiful country were part and 
parcel of 2015. And what I fi nd 
particularly unsettling is the fact 
that we seem to have accepted this as the way things are here 
in sunny SA. We go with the fl ow, or in this case, roll with the 
punches.

I recently read an interesting insight on the economy circu-
lated by Bruggemans & Associates Consulting Economists and 
written by Cees Bruggemans.

Th e piece takes a harsh look at our economy and the vehicle 
industry and the eff ect the two have on each other.

Bruggemans points out that the onset of year-on-year SA 
car sales declines signaled the imminent start of economic busi-
ness cycle downswings in seven such episodes since 1970. Of 
course we might now be facing the eighth. 

According to Bruggemans, such downswings in fi ve in-
stances led to full blown recessions. 

To quote Bruggemans: “Car sales are apparently a genuine 
yellow canary in the coal mines of economic life as early cycle 
predictors.

“On only two occasions during that 45 year stretch car 
sales dips were a false alarm. In the late 1970s, the car sales year-
on-year growth graph was again alarmingly slowing aft er an 
initial cyclical revival, approaching the zero line but just not go-
ing negative,” he says.

Back then, the gold price suddenly rocketed and caused a 
boom which, in turn, drove vehicle sales growth up.

Bruggemans continues to explain that it happened again in 
2002-2003 when interest rates were raised by 4% on the back of 
a weakening Rand and higher infl ation. Miraculously, however, 
those conditions eased, the local business cycle revived and ve-
hicle sales started to climb.

Apart from these two instances, Bruggemans warns that a 
decline in vehicle sales in SA apparently heralds the imminence 
of business cycle downswing, with a high probability of ending 
up in recession.

Being a glass-half-full kind of person, I’m holding out for a 
miracle. It is, aft er all, the season of miracles.

So I bid you and yours a joyous Festive Season and safe 
travels. (Remember to have your vehicle serviced before you hit 
the road!) Here’s to more vehicle sales and plenty of spending on 
aft ermarket products. May 2016 be kind to us all.

Liana Reiners,
Editor
liana@autolive.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

WesBank comments on November sales fi gures:

New vehicle sales in South Africa improved for the fi rst time since February 2015, this 
November. According to the latest consolidated sales data from the National Association 
of Automobile Manufacturers of South Africa (NAAMSA) industry sales totalled 51 256 
vehicles – representing year-on-year growth of 0.4%.

Sales through the dealer channel grew 7.9%, year-on-year, on the back of new vehicle 
launches, marketing incentives that and innovative fi nance deals. The rental channel 
saw year-on-year growth of 13.2% in November, while sales in the government channel 
declined 36.4% for the same period.

Passenger car and LCV sales through the dealer channel also indicated higher 
consumer demand. Passenger car sales at dealers grew 6.4%, year-on-year, while LCV 
sales at dealers grew 10% for the same period.

“At WesBank we’ve been working with our joint venture partners to introduce innovative 
fi nance offerings, such as guaranteed buyback deals, to help counteract rising car prices. 
Coupled with dealer incentives, these measures have helped make repayments more 
affordable for consumers,” said Simphiwe Nghona, CEO of Motor Division at WesBank. 
“Rental companies have also assisted November sales, by replacing some of their fl eet 
ahead of the festive season.”

WesBank’s data for fi nance application volumes also refl ected strong consumer 
demand in November. Application volumes increased 11%, year-on-year, with growth of 
13% for new vehicles and 10% for used cars.

Historical data shows that new vehicles sales are intrinsically linked with interest rate 
movements. The fi rst interest rate increase, in the current monetary tightening cycle, came 
into effect in January 2014. Combined with other economic factors this resulted in 2014’s 
new vehicle sales declining 0.7%.

In 2015 the market has seen two more rate hikes, of 25 basis points each, with new 
vehicle sales seeing a corresponding, continued decline. WesBank expects that the 
current interest rate tightening cycle will continue throughout 2016, with new vehicle sales 
remaining under pressure.

“While we welcome November’s positive sales results, however, we anticipate that it 
will be short-lived,” said Nghona. “We expect sales to soften in the coming months. Local 
interest rates will continue to increase, driven by a struggling rand, higher infl ation – fuelled 
by the drought – and the impact the looming US interest rate hikes, as well as other macro-
economic headwinds.”

continued on page 4 

http://www.autolive.co.za/stats/sales_stats80.pdf
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While automotive industry vehicle 
production remained on a solid 
footing on the back of higher new 
vehicle exports, the domestic new 
car and aggregate commercial 
vehicle sales were expected to 
remain under pressure into 2016 
reported NAAMSA.

Th e sharp decline in the 
November, 2015 Purchasing 
Managers’ Index refl ected an 
economy under pressure and sug-
gested progressively more diffi  cult under-
lying economic conditions. Moreover the further 
increase of 0.25% in the interest rate will serve to 
accelerate the current weak trend in the economy. 
Th e associated rise in debt servicing costs would 

also have a negative impact on already low levels 
of consumer and business confi dence. Coupled 
with the impact of the drought and its inevitable 

eff ect on agricultural output and prices, 
the rising interest rate cycle would 

make it more diffi  cult for South 
Africa to reverse the current low 
growth environment.

NAAMSA therefore antici-
pated that domestic new vehicle 
sales would remain under pres-

sure during 2016 and industry 
projections for next year will be 

revised downwards. ■

 continued from previous page

Double cab segment the one to watch
According to Lightstone Auto, a company provid-
ing data-driven insight, online market intelligence 
and new vehicle sales data to the South African mo-
tor industry, of all trends they’ve analysed in the 
South African auto space over the past year, one of 
the most noteworthy is that of pick-ups and 4x4’s. 
Some interesting trends have been revealed when it 
comes to diff erent preferences for this vehicle type.

When looking at new vehicle sales data, there 
has been an increase in the number of light com-
mercial vehicle (LCV) 4x4 sales in the past 15 years 
– with sales of single cab bakkies consistently domi-
nating in the market. Where 70 885 single cabs were 
sold in SA in 2000, only 26 453 double cab pick-ups 
were sold in the same year. Compare that to 71 339 
single cabs and 35 384 double cabs sold in 2015 (as at 
September 2015) and it is clear that South Africans 
still prefer single cabs.  

While double cabs may off er two more seats 
for a family, the downfall is that this cuts back on 
the “bakkie space”. In addition, one cannot claim 
tax on a double cab when it is for commercial use – 
another aspect making double cabs less appealing. 
When looking at single cabs, they can fi t far more 
goods that may need to be transported – particu-
larly for those within the construction, building, 
mining and agricultural space who need to trans-
port large amounts of material.

Another interesting point that Lightstone’s 
data unearthed was that of gear type preferences. 
Double cab sale trends in 2000 saw manual double 
cabs owning 98.72% of the market when compared 
to that of 1,28% for automatic double cabs. Fast for-
ward to 2015 and automatic double cab sales have 
steadily increased to 27.78% of the market, with 
manual double cabs sitting at 72,22%.

In 2015, diesel as a fuel type preference for dou-
ble cab drivers far outweighs that of petrol.

Looking at data from 2000, there was a split of 
57.89% diesel to 42.11% petrol preference. In 2015, 
diesel holds a massive 92.25% majority of fuel pref-
erence by double cab drivers when compared to 
that of petrol, which has dipped to 7.75%. Th ere 
are many reasons that South Africans are opting 
for diesel double cabs, notably the fact that diesel 
consumption may be less than petrol consump-
tion, making it a more appealing option economi-
cally. Th at said, there is still a place for petrol in the 
4x4 market, particularly for those driving off -road, 
where petrol will far outperform diesel.

As one may have guessed, males still hold 
a  larger share of the double cab market (about 
80.9%) when compared to that of females (at 
19.1%). ■
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The Toyota Hilux, which is to be replaced by an all-new model in 2016, is holding off the 
challenge of Ford’s Ranger as the top-selling one-ton bakkie on the SA sales table after 
11 months of 2015. A total of 32 955 Hiluxes have been sold so far this year compared to 
31 000 Rangers, which gives Hilux a lead of 1 955 units with one month to go.
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Industry Insider

Having the correct people in the team is vital for success

BY ROGER HOUGHTON

“Having the correct people in the team is a ma-
jor reason for the success of the Lazarus Motor 
Company,” said straight-talking Colin Lazarus in a 
most informative and enjoyable interview at his vast 
premises in Centurion last week.

“I know that most business people will say that 
‘people’ are the key to success, but I qualify this 
statement by insisting they are the ‘correct’ people. 
Th is has resulted in me surrounding myself with 
top class people in all disciplines and our results 
speak for themselves,” he added.

Lazarus, who now employs more than 300 peo-
ple at his imposing multi-franchise dealership, says 
he vets all newcomers to his closely-knit team and 
usually interviews them personally. On these occa-
sions he stresses the importance of having the cor-
rect person in each position, telling them he cannot 
aff ord to carry any dead wood.

Th is fairly simple approach to vehicle marketing, 
retailing and servicing is certainly working and what 
began as a small Ford dealership, selling mainly Ford 
tractors to farmers in the Bronkhorstspruit area, is 
now a business turning more than R2-billion a year.

Colin has recently started on an expan-
sion programme by opening a Ford dealership 
in Malmesbury, and plans to give Lazarus Motor 
Company a national footprint in the future.

Th e enthusiastic group CEO is justifi ably proud 
of the fact that two members of the fourth genera-
tion of the Lazarus family, Ross (accounting) and 
Dean (marketing), are now in the business because 
traditionally few business dynasties continue past 
the third generation. His third son, Jed, has quali-
fi ed cum laude as a medical doctor and intends to 
become a neurosurgeon. Colin’s wife, Jenny, is not 
involved in the business but he says she is “the best 
mother and wife in the world!”.

Colin grew up with a family in the motor busi-
ness: his father and grandfather founded R. Lazarus 
and Son in Bronkhorstspruit in 1957 and were 
granted a Mercedes-Benz franchise which they re-
linquished in 1961 to become a Ford dealer, selling 
mainly tractors. Th is was a tough environment for a 
motor dealership as it was largely dependent on the 
state of agriculture in the area so customer care–even 
in hard times–was the key to ongoing sales

Colin joined the business in 1979 and at the 
end of that year he went to Port Elizabeth to at-
tend a comprehensive, four-month trainee course 

for potential dealer principals where he fared very 
well. He returned home on March 29 and two days 
later his father died playing bowls which meant 
Colin had to take over as dealer principal on 
April 1, 1980.

When he did his fi rst big fl eet deal, selling 
100 Ford Courier bakkies to Super Rent, Colin re-
alised that he needed to move the business out of 
Bronkhorstspruit if it was to grow, so in 1991 he 
bought Verwoerdburg Ford and changed the name 
to Lazarus Ford.

Gerhard Visser joined Colin as his partner and 
together they built their current dealership which 
now has 30  000m2 under roof and is arguably one 
of the largest dealership facilities in the Southern 
Hemisphere. Between the years of 1993 – 2010 Mazda, 
Land Rover, Jaguar and Kia were added to the stable 
which now makes up the current multi-franchise.

Although all the brands are located in what 
is basically a single facility they all have their own 
service centres and friendly inter-brand rivalry is 
encouraged, as is pride in the individual brands for 
their respective teams.

“Having a dealership with a number of major, 
quality brands is a great benefi t as it enables our 
team to cater to all our clients’ motor related needs 
and requirements. Th e wide range of products we 
now off er and enables us to provide a one-stop shop 
for customers who may want to buy from more than 
one brand,” explained Colin.

Th e group also operates its own fi nance house, 
LazFin, which is a joint venture with WesBank, 
while having a single used car department is an-
other benefi cial part of the business that is paying 
dividends too.

Colin’s philosophy is to treat his team as a large 
family and although he has set up the organisation 
to operate without him he still enjoys being hands 
on and he attends the weekly management meet-
ings. Th e formula certainly is working and as an 
example, in November the group sold 293 new vehi-
cles and 218 used in Centurion together with 53 new 
and 12 used in Malmesbury which gave the very im-
pressive total of 676 units, which is more than many 
of the importers!

However, above all Colin is a motor car and 
motorsport enthusiast. He has a magnifi cent col-
lection of cars – both road going and motor racing 
models – displayed in a museum in the Centurion 
dealership.

He has also been a champion for Ford’s involve-
ment in national motor sport – both rallying and 
racing – and played a big role in re-establishing a 
Ford-backed rally team which has won numerous 
national titles and individual rallies. He also runs 
a Lazarus racing team, entering cars such as a Ford 
GT40, Daytona Coupe, Mustang, Fairlane, Capris, 
Cortinas and Escort in events all over the country, 
with his son, Ross, as one of the drivers.

Th e Lazarus Motor Group has already made an 
impact on the local vehicle retail sector and Colin 
Lazarus and his dedicated team are set to make 
even bigger waves in the future! ■

The orginal company’s brass plaque 
from 1957.

Colin Lazarus with the latest addition to his 
car collection, a pristine 1923 Ford Model 
T which has been totally rebuilt, with most 
parts readily available from the US.
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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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Buying “green” has its perks
Curbing carbon emissions is no longer the exclusive 
domain of government and big business. By making 
choices such as buying ‘green’ vehicles, consumers 
have the power to reduce their carbon footprints. 
And according to Wessel Steff ens, head of Absa 
Vehicle and Asset Finance, thousands of them are 
doing just that.

Since launching South Africa’s fi rst green vehi-
cle fi nance programme four years ago, the division 
has assisted more than 7 000 motorists to buy en-
vironmentally friendly vehicles with substantially 
lower carbon outputs than standard models.

“While the numbers were small initially, we are 
seeing rising interest among motor vehicle custom-
ers who are interested in green vehicles as a way to 
help fi ght climate change,” Steff ens said.

Th e subject of carbon emissions is a bid of a 
hot potato with many contradicting points of view. 
However, according to government estimates, the 
local vehicle industry is the third-largest contribu-
tor to air pollution in the country and accounts for 
approximately 20% of emissions.

Seen in this light, motorists’ choices of vehicle 
purchases are becoming increasingly important and 
to assist customers who are in the market for a new 
car to make an environmentally friendly choice, Absa 
Vehicle and Asset Finance became the fi rst auto fi -
nancer to off er green vehicle fi nance in August 2011.

It off ers customers a discounted interest rate on 
passenger cars that emit carbon outputs of less than 
120g/km and Absa’s commitment to plant a tree on 
behalf of each customer at no additional charges to 

them. So far, a total of 7 079 green vehicles have been 
fi nanced and Food & Trees for Africa has planted in 
the region of 10 000 trees on behalf of existing and 
new green car customers.

“By the end of 2015, we anticipate a steady 
growth in the numbers of customers who will make 
use of our green vehicle fi nance programme – as 
customers move towards fi nancing eco-friendly 
cars,” Steff ens explained. “Th is will result in a corre-
sponding increase in the number of trees we plant.

“When they use green fi nance to buy a vehicle, 
people who are passionate about the environment 
not only get a better rate but also a vehicle that 
helps ensure a better world for us all and the knowl-
edge that ‘their tree’ is helping to combat climate 
change,” he concluded. ■

Automechanika continues to grow

Th e who’s who of the car wash business will gath-
er once again from 13 to 17 September 2016 at 
Automechanika in Frankfurt. At present, 85 per 
cent of the exhibitors from 2014 have already con-
fi rmed their participation, with the majority of the 
companies coming from Europe.

In 2016, the theme Car Wash & Care is once 
again set to attract a large number of visitors. At 

the last Automechanika Frankfurt, around 10 per 
cent of the 140 000 visitors from 174 countries were 
interested in products and solutions for car wash 
and care.

Th e themes of vehicle care, reconditioning 
and car wash have become an integral element of 
Automechanika. Over four decades, well-known 
manufacturers of car washes, cleaning agents and 

cleaning accessories have presented their 
products in a dedicated area at the trade fair in 
Frankfurt. Since 2008, they have been housed 
in the “Car Wash City” in the outdoor area.

For the fi rst time, the themes of car wash, 
care and reconditioning are being brought 
closer together at the 2016 event, with the es-
tablished “Car Wash City” being relocated to a 
outdoor area situated next to the hall in which 
the car care and reconditioning product area 
will be housed.

So far, around 90 per cent of the exhibi-
tors from 2014 in this product segment have 
already confi rmed their participation.

Distinguished industry experts will re-
port on current topics and trends during the 
series of presentations in the “Car Wash City”, 
which proved very popular in 2014 and will 
take place in a lightweight hall again next year.

In other Automechanika news, it is ex-
pected that more than 500 exhibitors will 
participate in the inaugural Automechanika 
Birmingham from 7 to 9 June next year. Th is 
makes the Birmingham event the biggest ever 

launch of Automechanika outside of Frankfurt.
With seven months until the event, over 400 ex-

hibitors have already confi rmed their participation 
in the event, which now spans three halls, taking 
over 21 000 square metres of space at the National 
Exhibition Centre. Th e initial forecasted amounts 
of visitors and exhibitors have been doubled due to 
the massive interest in the event. ■
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Bringing analytics to fl eet management
Th e increasing number of vehicle accidents on 
South Africa’s roads, particularly those involving 
trucks, raises many questions about the standard 
of driver training, the safety of road users and the 
soaring costs to repair the damage and lost pro-
ductivity as a result. Managing soaring fl eet costs, 
protecting company reputation and reducing the 
potential for liability means that fl eet managers are 
constantly having to review their risk management 
strategies, coupled to evolving technological ad-
vancements in the fi eld.

To address these challenges, Aon South Africa 
has joined forces with One Sure and brought in the 
expertise of DriveRisk to create Aon Fleet Solutions 
(AFS), an innovative and bespoke off ering that ad-
dresses the individual needs of fl eet operators.

“Accidents on South Africa’s roads cost the 
economy over R300 billion each year in damage and 
downtime,” says Louis Swart, Managing Director of 
DriveRisk. “While vehicle faults and road condi-
tions play a role, a staggering 83% of all accidents 
are caused by poor driver behaviour, the single most 
destructive element on our roads.”

Th e Aon Fleet Solutions off ering is premised 
on a Drivecam video event recorder that includes 
views of both the road ahead and the driver. Th e 
visual footage is mapped to information from the 
accelerometer, GPS systems, microphones, engine 
control units and advanced safety systems. Once 
an incident triggers on an exception basis, such 
as harsh braking or acceleration, eight seconds of 
footage prior and four seconds of footage following 
the event is sent to centralised review centres. Here 

teams of experts and analysts review, identify and 
verify behaviours subject to scoring algorithms and 
statistical and predictive models predict the likeli-
hood of future collisions, right down to an estimat-
ed time frame.

Based on this data, fl eet and risk managers can 
implement specifi c coaching and retraining pro-
grammes that directly address the behaviour of 
each driver.

“Th e science behind it provides fl eet owners 
with actual data and non-editable footage specifi c 
to each driver and admissible in court. Th e aim is 
to improve overall driver behaviour; which will ul-
timately reduce the likelihood of collisions for the 
entire fl eet, allowing operators to manage their fi -
nancial and legal exposures, increase productivity, 
protect the company’s reputation, its employees and 
other road users,” explains Swart.

Proven results show that the system not only 
reduces fuel and maintenance costs by up to 12%, 
but also reduces collision claims costs by as much 
as 80%.

Speaking of collission claims, an important 
aspect of managing a claim and the potential for 
any liability is accurately capturing information 
at the scene of an accident. Aon’s mobile claims 
application simplifi es and speeds up this process 
and ensures that no important information is 
omitted.

Among other features the mobile app pro-
vides immediate reporting aft er the incident and 
a guide for the driver on what to do at the acci-
dent scene.

“Aon’s insights into a fl eet operator’s daily activ-
ities mean fl eet managers now have a solution that 
addresses every possible angle of their operation. 
Th e combination of intelligent analytics specifi c 
to each fl eet, mapped against industry standards, 
provides a platform to mitigate the risks associ-
ated with a fl eet operation as well as benchmark for 
ongoing improvement. Th is system bridges the gap 
between having the data, and translating this into 
specifi c coaching and training interventions to ad-
dress and prevent risky driver behaviour,” says Aon 
SA’s Deon Grobbelaar. ■

Deon Grobbelaar from Aon SA’s Risk 
Solutions Division.

Continental receives ISO certifi cation
Continental Tyre South Africa has received the ISO 9001:2008 Quality 
Management System certifi cation for its Port Elizabeth Plant Warehouse. This 
follows an audit conducted in 2014 by the South African Bureau of Standards 
(SABS) on the Plant Warehouse operations. A surveillance audit was also 
completed, with the lead SABS auditors reporting that the RTT Port Elizabeth 
Business Units at the Regional Distribution Warehouse, Plant Warehouse and 
Transportation division passed with zero fi ndings.

The ISO 9001:2008 certifi cate and fl ag were recently handed to 
Continental’s Plant Warehouse team, led by Wayne Brown, General Manager 
of Manufacturing for Continental Tyre SA, in recognition of this achievement.

“Receiving the ISO 9001:2008 Quality Management System certifi cation 
recognises Continental’s commitment to achieving and maintaining the 
highest quality standards throughout the company,” Brown said. “This is a 
tribute to the great work done by the Plant Warehouse team, including the 
employees and our supplier RTT, to drive this process and keep it at the 
highest level.”

The ISO 9001:2008 standard specifi es the requirements for a quality 
management system, which is used to assess the company’s ability to provide 
products that meet all customer and regulatory requirements. It also aims to 
enhance customer satisfaction through effective application and conformity 

related to the quality management systems, including processes for continual 
improvement.

ISO is an independent global organisation that comprises 162 national 
standards bodies, including the South African Bureau of Standards (SABS). ■

The Continental Tyre SA plant in Port Elizabeth.
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Snippets

ENTRIES FOR 2016 JAGUAR 
SIMOLA HILLCLIMB OPEN

Public entries for the seventh Jaguar Simola 
Hillclimb – taking place in Knysna from 6 to 8 
May 2016 – are open. Th is is the earliest that pub-
lic entries have opened in the event’s history and 
stems from the huge demand for places on the 
starting grid. Entries are limited to 60 for Classic 
Car Friday and 84 cars for the King of the Hill 
category.

Th e 2016 event’s entry procedure has seen a 
change in structure with the event featuring a two 
stage entry process and eff ectively becoming an in-
vitational, rather than following the normal, local 
motorsport entry procedure.

Stage one saw invitations sent out to com-
petitors that have previously competed in all 
events, past winners and a few special guests on 1 
November 2015. If these competitors completed the 
entry process by 30 November 2015 they receive a 
guaranteed entry.

Th e second stage is the public participation 
process that opened on 1 December and closes on 
5 February 2016. Aspiring competitors are request-
ed to lodge an expression of intent to enter via the 
online portal at www.jaguarsimolahillclimb.co.za. 
Expressions of interest will be duly considered by 
the organisers who will then issue an invitation to 
compete to successful applicants by no later than 12 
February 2016.

Th is will be the third edition of the event with 
Jaguar South Africa as the title sponsor. Jaguar’s 
partnership over the past two years has lift ed the 
event to a new level, with unprecedented interest 
across the board resulting in a record crowd attend-
ance of 12 242 in 2015.

For more information on the event please go to 
www.jaguarsimolahillclimb.co.za ■

NEW GLOBAL 
AUTOMOTIVE BLOG

Messe Frankfurt, one of the largest business-to-
business exhibition organisers in the world, has 
launched a global automotive blog in support of 

its Automechanika brand of aft ermarket trade 
fairs for the automotive industry. Th e blog 
can be found at www.driving-news.com. Here 
you will fi nd news about the subjects of mobil-
ity, general automotive topics, aft ermarket and 
trucks. Specialist journalists and experts from all 
over the world, including AutoLive contributor 
Roger Houghton, report on the latest develop-
ments, trends and themes. Take a look at “Market 
Insights”, where you will fi nd facts and fi gures on 
overall markets and individual segments of inter-
est to the target market. ■

PEUGEOT CITROËN/
TOYOTA COLLABORATION 
TAKES NEXT STEP

PSA Peugeot Citroën and Toyota Motor Europe 
(TME) reveal today the new Citroën SPACETOURER, 
Peugeot TRAVELLER, and Toyota PROACE. Th ey 
will be available in MPV versions for private uses and 
in shuttle versions for business uses. Both companies 
therefore confi rm the continuation of their coopera-
tion agreement signed in 2012.

Th e three vehicles are to be launched in the fi rst 
half of 2016 and will be present on the respective 
stands of the three brands at the upcoming Geneva 
Motor Show in March 2016.

It was agreed at the start of the collaboration 
in 2012 that the companies would work together 
on next generation vehicles, and that the collabo-
ration would last beyond 2020. Th e aim of the col-
laboration is for both companies to be able to off er 
a competitive product in the mid-size light com-
mercial vehicle, shuttle and Combi segments and 

benefi t from development and production cost 
optimisation.

Th e vehicles are produced at PSA Peugeot 
Citroen’s plant of Sevelnord, in Valenciennes, 
France. Toyota Motor Europe participated in the 
development and industrial investment costs for 
the new vehicles. Th e vehicles share all technical 
features, powertrains and equipment and propose 
a distinctive styling rooted in each of the brand’s 
design language. ■

This beautiful, Kreepy Krauly-sponsored 1983 March-Porsche 83G-4 IMSA sports racing 
car, driven to victory in the 1984 Daytona 24-hour race in the US by South Africans Sarel 
van der Merwe, Graham Duxbury and Tony Martin, was auctioned by Keno Brothers at 
their New York City Auction on November 19. It was sold for US$509 000. Top price as 
paid for a 1967 Bizzarrini Strada 5300 at US$1 010 800. Next highest was US$974 400 
for a 1969 Lamborghini Miura 400 S and third highest price was US$683 200 for a 1968 
Toyota 2000 GT.
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NEW PEUGEOT 308

PEUGEOT 2008 CROSSOVER
G E N E R AT I O N  G O - A N Y W H E R E

Term: 72 Months
Vehicle Price: R259 900
Monthly Instalment: R2 999
15% Deposit R38 985 
30% Balloon Payment
Total Cost: R294 977 
7.4% Linked Interest Rate

ACTIVE FROM ONLY

 R2 999 PM

People

NEW APPOINTMENTS 
AT PORSCHE

Th e Porsche Supervisory Board announced the ap-
pointment of Albrecht Reimold as new Member of 
the Executive Board for Production and Logistics 
at Dr. Ing. h.c. F. Porsche AG. He will take up his 
new post on February 1, 2016, succeeding Dr. 
Oliver Blume, who is Chairman of the Porsche 
Executive Board since October. Reimold will be 
moving to Stuttgart-Zuff enhausen aft er managing 
the Volkswagen plant in Bratislava for the last four 

years. Th e Supervisory Board also appointed Jürgen 
Rittersberger as Executive Manager for Porsche AG 
with immediate eff ect.

At the same time, Porsche Middle East and 
Africa FZE, a wholly owned subsidiary importer or-
ganisation of Dr. Ing. h.c. F. Porsche AG, Stuttgart, 
announced strategic, senior appointments at the 
regional headquarters. Arriving from Porsche 
China, Peter Vogel has taken on the role of Director 
Sales for Middle East, India and Africa, with John 
Wiltshire progressing to Director Aft er Sales and 
Philipp Ayasse as Chief Financial Offi  cer. ■

NEW FACE AT VOLVO CAR SA
Volvo Car South Africa has 
announced the appoint-
ment of Brent Ellis as its new 
Media Relations Manager.

Ellis, who has also 
been a regular contributor 
to AutoLive, will be joining 
the Volvo team offi  cially on 
1 January 2016 and comes 
fully armed with a wealth 
of knowledge on the motor 
industry but more importantly with well-established 
media relationships in place.

Brent joins the Volvo brand at a very excit-
ing time – still basking in the success of the recent 
launch of the all-new Volvo XC90, a SAGMJ Car 
of the Year Finalist – and more exciting news be-
ing announced around innovations in Autonomous 
Driving and Safety, new models and much more 
that further establishes Volvo as a serious player in 
the luxury segments. ■

Snippets

BMW EXPANDS DEALER 
FOOTPRINT

BMW Group SA has expanded its dealer network to 
include Melrose Arch Auto, which features a BMW 
facility and a standalone MINI outlet. Th e two addi-
tional dealerships increase BMW Group’s national 
footprint to 55 BMW dealerships and three stand-
alone MINI dealerships (twelve are combined with 
BMW Group dealerships).

Th e BMW outlet of Melrose Arch Auto includes 
elements of Future Retail, which BMW Group SA 
launched earlier this year through four pilot dealer-
ships. With Future Retail, the BMW Group strives 

for a premium retail experience across all customer 
touch points and sets new standards for retail in 
experience in the automotive industry and beyond.

Customers who visit Melrose Arch Auto will 
experience the new brand corporate identity, which 
includes new showroom layout, sales and customer 
lounges; IT guided product presentations and a BMW 
Genius, whose role is to explain the products in detail 
to the customer without the pressure of making a sale.

Melrose Arch Auto (the BMW outlet) is located 
on the corner of Corlett Drive and Atholl Oaklands 
Road, while Melrose Arch Auto (the MINI outlet) is 
located on Whiteley. ■

Jürgen 
Rittersberger.

Albrecht 
Reimold.

From left to right: John Wiltshire, Phillipp 
Ayasse and Peter Vogel.

Brent Ellis.

http://www.peugeot.co.za/showroom/2008/crossover/
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We Drive

Wake up, little Suzi!

BY BRENT ELLIS

Aft er spending a week with the Suzuki Jimny re-
cently, I found myself repeating utterances which 
I have been blabbing for years: this is the cheapest 
and best way to have driving fun, especially if your 
journey is devoid of tarred roads. Th e exact model 
under discussion here is the more recently-intro-
duced Suzuki Jimny 1.3 Automatic, which joins its 
manual sibling as a halo off -road product for the 
Japanese manufacturer.

Th e Jimny’s lineage stretches all the way back 
to the 1970s, as Japan’s fi rst-ever production four-
wheel drive ‘kei car’. Now in its third generation, 

and produced as such since 1998, the Jimny is South 
Africa’s cheapest pukka 4×4 – and one which de-
serves your money if you want a cheap and fun way 
to climb a mountain.

Th e design may be nearly twenty years old, but 
who cares when this level of cuteness is in ques-
tion? Th e Jeep-esque grille, that fake bonnet vent, 
the chunky tyres on those gunmetal wheels and 
the typical spare wheel on the side-hinged tailgate 
– this car is so off -roady, it should come with a rock 
to put in your garage!

It’s also damn small – at just 3.5 metres long 
and 1.6 metres wide, not only will it fi t in your ga-
rage with space for the rock, it’s also nippy in city 
traffi  c and a breeze in parking lots.

Taking 17.2 seconds to reach 100 km/h (if at 
all), you really do have time to enjoy life behind the 
wheel of the 4-speed automatic Jimny. Th e manual 
is about three seconds faster, but with such little 
power and so few gears, the automatic becomes a 
laughing contest – especially when your mates are 
in it for the fi rst time. Cue the rowing-boat mimes, 
and be ready to turn off  the air conditioner when 
you get to a hill!

While R245 900 isn’t really cheap (the manual 
goes for R229 900), the Jimny has no competitors. 
In fact, the next best thing is the Renault Duster, 
which with four-wheel drive and a diesel engine 
will cost you roughly R45 000 more than a manual 
Jimny, and as much as the Duster is a good off -road-
er, it doesn’t have the necessary equipment to really 
follow a Jimny off -road.

Th e little Suzuki features proper, old-school off -
road tech and it’s for this reason it’s just so damn 
good. Rear-wheel drive by default, the Jimny can 
switch into four-wheel drive on the fl y and when 
you really need enhanced control, low-range is on 
hand. Wheel articulation is excellent, and so are the 
critical angles.

On the whole, as much as this car was painfully 
slow to drive, cramped to sit in and not particularly 
economical, the overriding fun factor would still 
lead me to buy one in a heartbeat as a weekend toy 
that would enable me to go wherever my heart de-
sires. And you’ll be surprised how many you see in 
traffi  c – clearly there are more than a few smart peo-
ple who value driving fun above the latest gadgetry 
and luxury.

It’s been around for 45 years, and I hope it 
doesn’t go anywhere anytime soon. Th en again, it 
can’t, because it’s too slow. And I love it. ■

http://auto.lightstone.co.za/
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Don’t be a driving demon
With the festive season around the corner and 
many South African motorists traveling to vacation 
destinations, perhaps it is prudent for us to focus on 
road safety. As much as we want to ignore or deny 
it, this remains a very alarming issue and turning a 
blind eye or arguing that it’s not your problem won’t 
solve anything.

Th ere’s no denying that driver behaviour is 
a very large contributor to the annual carnage on 
our roads. Even the most calm and demure person 
might turn into a raging demon behind the wheel.

An ongoing study on the social psychology of 
road safety conducted jointly by London School 
of Economics and Political Science (LSE) and tyre 
manufacturer Goodyear, has identifi ed diff erent 
ways that people respond when they interact with 
other drivers on the road. Th ese are based on how 
they deal with their own feelings and their uncer-
tainty as to the behavior of other road users.

Th rough focus groups and in-depth interviews 
with drivers, researchers found seven personalities 
frequently manifest themselves. Th ese ‘driving per-
sonalities’ emerge in diff erent situations when driv-
ers interact with others on the road.

“Much of the time we can sit happily in the 
comfortable bubble of our car, but around any cor-
ner we may have to interact with other drivers. Th is 
makes the road a challenging and uncertain social 
environment. While we may worry about others’ 
driving, this research suggests that their behaviour 
also depends on what we do. We create the person-
alities that we don’t like. From a psychological point 

of view, these diff erent types of personalities repre-
sent diff erent outlets that drivers use to deal with 
their frustrations and strong feelings. We are not 
always entirely one or the other. Depending on the 
situation and the interaction with others, most of us 
will fi nd several of these profi les emerge,” explained 
Dr. Chris Tennant, social psychologist, who is lead-
ing the research project at LSE.

“Most of these behaviors can lead to danger-
ous situations on the road. Understanding what 
type of behavior we exhibit and what situations 
provoke it is a fi rst step for all of us to better con-
trol it, thereby creating a safer driving environ-
ment for ourselves and others on the road. Besides 
eff ective enforcement of laws against aggressive 
driving; education and life-long learning remain 
the most powerful public strategies to address 
this social and emotional aspect of driving and to 
achieve the greatest improvements in road safety,” 
recommended Olivier Rousseau, Goodyear Vice 

President Consumer Tyres in Europe, Middle East 
and Africa.

“Although the research was conducted in 
Europe, these driver personalities are visible on 
South African roads as well.   We are all able to 
identify with at least one personality type. Th e re-
search is therefore valuable in understanding one’s 
own driving style and being aware of that during 
the upcoming festive season, when many of us take 
to the roads for the holidays,” says Tracy Maclear, 
Marketing and Brand Manager for Goodyear 
South Africa.

Th e personality types emerged out of the fi rst 
part of the joint research project, which takes a 
qualitative look into driving behavior through focus 
groups and in-depth interviews. With the research, 
LSE and Goodyear are seeking to identify how driv-
ers infl uence each other’s behavior on the road. ■

Data from prior research on young 
drivers (under 25):

 ■ 65% of young drivers have more in-car dis-
tractions today than ever before

 ■ 40% of young drivers are willing to take 
more risks

 ■ 29% of young drivers are less likely to follow 
the advice they received during driver 
training

 ■ 29% of young drivers do not see the value in 
driving lessons

 ■ 76% of driving instructors want parents to 
set a better example for their children.

The Avoider. The Escapee. The Know-it-all.

The Philosopher. The Punisher. The Teacher.

The Competitor.
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Motorsport

New Kyalami starting to take shape
As 2015 draws to a close, the focus on the refur-
bishment and upgrade of the Kyalami Grand Prix 
Circuit is centered around the completion of all as-
pects of the project relating to the race track.

Final detail work is underway and the aim is to 
achieve completion of this phase before the Festive 
Season break. Sub-contractors are hard at work 
with fi nishing touches to the debris and spectator 
fencing, barriers, kerb painting and grass planting 
around the circuit. Gantries are being refurbished, 
parking areas painted and work continues on spec-
tator areas and service roads.

Th e cleaning, sealing and the painting of 
the kerbs and new asphalt run-off  areas has 
commenced. Prior to the application of the 
concrete sealer all kerbs have to be extensively 
cleaned. Th e FIA/FIM approved paint, sourced 
from Italy, is then applied to the circuit kerbs and 
asphalt run-off  areas. Th e imported paint has 
a high slip coeffi  cient and is approved for both 
motorcar and motorcycle racing. Incidentally, 
Kyalami is one of very few international circuits 
that has concrete kerbing around the full length 
of the circuit.

Meanwhile, with the news that the fi rst-ever 
SA Festival of Motoring will be held at the venue 

in September 2016, work on the substantially refur-
bished Kyalami International Convention Centre is 
making rapid progress.

Phase 1 and 2 of the steel structural work is 
complete, as are the fi tting of the roof sheeting on 
the new widened paddock area. Th e new viewing 
and welcome deck at the Ingwe corner end of the 
building is now visible as work continues on the 
drainage, sewer systems and other services behind 

the building. Th e embankment has been pushed 
back by over six meters to increase the available 
space at the rear of the impressive new structure.

Th e addition of the new covered viewing deck 
at the southern end and the requirement for a dou-
ble volume paddock/display area with head clear-
ance of 9 metres, will result in the new building be-
ing 252 metres long and 28 metres wide, with a roof 
height of some 15 metres. ■

Work is progressing on the refurbished pit complex.

A view of Barbeque and Jukskei corners.
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Corporate Social Responsibility

Goodyear gets tough against rhino poaching
For the fourth year, tyre manufacturer Goodyear is 
sponsoring Wrangler all-terrain 4x4 tyres to help give 
the anti-poaching teams of the Forever Wild Rhino 
Protection Initiative an advantage when patrolling the 
country’s nature reserves.

“Th is is the fourth year that VW has sponsored 
Amarok vehicles for our Forever Wild Initiative, and 
when the new vehicles came in, they were fi tted with oth-
er tyres. Our rangers asked if Goodyear could sponsor 
the Wranglers again as they have proven that the tyres 
off er better traction and are much more robust than oth-
er tyres we’ve tried,” said Wilderness Foundation’s chief 
operations offi  cer, Matthew Norval.

Norval is positive about the impact that the initiative 
has had over the last few years. “In 2014, the teams sup-
ported by the Forever Wild Rhino Protection Initiative 

were involved in the arrest of over 38 suspected poachers, 
hundreds of extended patrols in parks around the coun-
try, several rhino notching exercises, the translocation of 
a number of rhino for safety reasons, and many public 
awareness events,” he explained.

Although specifi c details of all of the anti-poach-
ing activities cannot be shared in a public forum, Th e 
Wilderness Foundation and the members of its Forever 
Wild teams are pleased with the numerous successes 
throughout the year, and hope to continue this success 
in 2016.

Said Tracy Maclear, Goodyear’s Marketing & Brand 
Manager: “Goodyear is proud to be part of the sponsor-
ship team that assists proactive rhino protection and 
anti-poaching activities.  As a leading 4x4 tyre brand in 
South Africa we are honoured that Goodyear Wrangler 

ATSA+ was the rangers’ tyre of choice and contributes 
to their safety and comfort on challenging terrain,” ■

Peugeot backs Children’s Fund
With an ever-increasing number of disadvantaged chil-
dren across South Africa and a fast approaching festive 
season, Peugeot South Africa recently donated a brand 
new Peugeot 208 Active as the main prize in the annual 
Beeld Children’s Fund competition.

Established in 1997, the Fund aims to give fi nancial 
aid to charitable projects and focusses on both the pro-
tection and development of children in need. With this 
year’s competition, just short of R1.4 million was raised.

With approximately 60 000 entries received for the 
competition, Carel Joubert was the lucky winner of the 
Peugeot 208 Active, worth over R200 000. Amazingly, 
Joubert has now won the competition’s ultimate prize for 

the second time – having also won it in 2005 when he, 
decided to donate the value of the car back to the fund.

“I mainly entered the competition to do some good 
in the lives of these children, but I have to confess that 
the idea of winning this car was also a strong motivating 
factor. Winning the car was special, it is a day that I will 
never forget,” Joubert enthused.

“Our children are our future, and for that reason, 
it is vital that we protect, assist and nurture the young 
people of South Africa,” says Francis Harnie, manag-
ing director of Peugeot Citroën SA. “We are proud of 
our long association with the Beeld Children’s Fund, 
and hope that our support of the competition will improve the lives of many children in need.” ■

VW supports upliftment of children
Working to uplift and upskill children, Masifunde, United 
Through Sport and The House of Resurrection Haven 
recently took delivery of specially branded Volkswagen 
Crafter buses.

“Under the fl agship Volkswagen for Good 
Campaign, we are focusing on Early Childhood 
Development and Volkswagen is proud to partner with 
charities that have the best interest of children at the 
core of what they do,” said Volkswagen Group South 
Africa Managing Director Thomas Schaefer at the hand-
over, which took place at the VW factory in Uitenhage.

The vehicles will be used by the organisations to 
transport children and volunteers to attend events, 
schools and sporting clinics.

Although all three organisations are very different, 
they all have one common goal and that is to make life 
better for the children of the Nelson Mandela Bay Metro.

Masifunde is a non-profi t organisation based in 

Walmer Township and promotes arts and culture. It 
also provides children with a safe environment to fi nish 
homework and learn. The House of Resurrection Haven 
is a home-based care centre that looks after children 
infected with HIV / Aids. The children are raised in a 
loving, secure environment that assists them in staying 
healthy. United Through Sport is a sport coaching and 
life skills training organisation that uses sport to reach 
the youth.

Volkswagen has been providing these organisa-
tions with the use of a Crafter for the fi ve past years.

“We review the sponsorship on an annual ba-
sis to ensure that the vehicles are being used for the 
benefi t of the children. This sponsorship forms part 
of the Volkswagen for Good Campaign that supports 
charities which promote early childhood develop-
ment. Volkswagen through the Volkswagen Community 
Trust will continue to support charities that focus on 

Thomas Schaefer – Chairman and MD 
VWSA, Nonkqubela Maliza – Director 
Corp. and Gov. Affairs VWSA, Nick Mould 
– United Through Sport, Nicolette Leonard 
– The House of Resurrection and Jonas 
Schumacher – Masifunde.

Matthew Norval (Chief Operations Offi cer 
Wilderness Foundation) and Tracy 
Maclear (Goodyear Marketing & Brand 
Manager) with one of the vehicles fi tted 
with Goodyear Wranglers.

Winner, Carel Joubert receives the 
key to a brand new Peugeot 208 from 
Toni Herbst, General Manager: Public 
Relations, Peugeot South Africa.

this,” said Nonkqubela Maliza, VWSA’s Corporate and 
Government Affairs Director. ■
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Working Wheels

Hino SA scoops international award

Competing against 15 other countries, Hino South 
Africa came out top in the annual regional parts 
contest for Hino distributors in Africa, the Middle 

East and Europe for the second consecutive year. Th e 
winner is decided on the basis of data supplied by 
each distributor as well as by visits from aft er sales 

representatives from Hino Motors, Japan. In the case 
of Hino SA, there were three visits to measure the 
company’s ongoing aft ermarket performance.

Th e prestigious international award is based 
on a number of parameters including fi rst fi ll at 
Hino SA (96%), fi rst fi ll at the dealers (94%), stock-
ing levels, target achievement, purchases from Hino 
Motors and sales to the dealer network. Hino SA 
also rated No. 1 of all distributors serviced from 
Hino’s parts supply hub in Brussels.

“We are delighted with this international acco-
lade which is in line with our performance in South 
Africa where Hino has retained its top position 
in the parts category of the quarterly Scott Byers 
Comparative Customer Satisfaction Monitor in the 
third quarter of 2015 with a rating of 97.88,” said 
Ernie Trautmann, the Vice President of Hino SA. 
“We are also proud of the important role played by 
our own aft er sales staff  in earning this important 
award. Th ey not only support our dealers but also 
develop innovative strategies to ensure our parts 
operation remains world class.”

Another important occurrence in terms of Hino’s 
aft ermarket support was the invitation extended to 
the winner of the Service category in the Hino Skills 
Competition held in South Africa to attend the fi nals 
of Hino Motors’ annual skills competition in Japan. 
Along with the other global Hino skills winners, local 
champion, Percy Nuttal Jonker of Hino Bethlehem 
was given a special award at the International Skills 
Award ceremony held in Yokahama, Japan. ■

Above left: Hino South Africa came out top in the annual regional parts contest for distributors in Africa, the Middle East and Europe. 
Seen in the photo are (from left): Khathu Mudonde, Hino Parts Operations Support Manager; Dorcas Karosa, Hino Parts Senior Analyst; 
Gao Malau, Hino Parts Inventory Manager; Chris Jansen van Vuuren, Hino National Parts Manager; Charl Oosthuizen, Toyota Parts 
Interpretation and Sudesh Sanilall, Senior Manager Hino Customer Service and After Sales.
Above right: Percy Nuttal Jonker, of Hino Bethlehem, was a VIP guest at the Hino Motors skills contests in Yokahama, Japan. Seen 
at the contest in Japan, from left, are: Ernie Trautmann, Vice President of Hino SA; Takashi Nara, Assistant Manager Mid East, Europe 
and Africa Service Division; Leslie Long, Senior Manager Marketing, Product and Demand Planning; Percy Nuttall Jonker, winner of 
SA skills competition; Yasushi Muroya, Divisional Senior Executive Co-ordinator Hino SA; Sudesh Sanilal, Senior Manager: Customer 
Service & After Sales and Toshiaki Kanno, Senior Executive Co-ordinator, After Sales.

SA’s favourite half 
ton bakkie upgraded

The locally-produced Nissan NP200 remains 
SA’s favourite half ton bakkie, consistently selling 
1 500 units per month over the last year. It was 
also recently crowned the most fuel effi cient bak-
kie on the market in the IPSOS Quality Awards 
and boasted class-leading low running costs in 
the annual Kinsey Report.

Now Nissan has announced some enhance-
ments to the interior, mainly aimed at making the 
cabin more comfortable.

After its product engineers completed quality 
testing of new materials and equipment, Nissan 
has begun fi tment of new cabin materials and ad-
ditional specifi cation on certain models. Engineers 
have also refreshed the controls on the centre 
console.

On all base models the seat and door trim will 
change to a hard-wearing black textured fabric 
with a vinyl inlay on the seat bolsters and sides. 
On the mid-grade model, a more modern black 
and grey patterned fabric is used on the seats and 
door panels. This is complemented by black wo-
ven cloth on the seat bolsters and black vinyl inlays 

on the seat backs. On high-grade 1.6 16V and 
1.5 dCi models, the current trim is replaced with 
black and grey textured fabric and door panels, 
with black woven cloth on the sides and bolsters.

All mid and high-grade models also receive 
a new audio system that offers not only radio, CD 
and MP3 options, but also a USB port, audio jack 
and Bluetooth functionality.

As a further improvement, Nissan has rede-
signed the controls for the heating, ventilation and 
air conditioning system, which are now black only 
with chrome surrounds.

Production of the upgraded NP200 has al-
ready started and the fi rst models are expected 
at Nissan dealers across South Africa before the 
holiday season. ■
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Working Wheels

MAN expands its dealer footprint
Situated alongside South Africa’s busiest logistics 
corridor, the N3 highway, and the strategic connec-
tion to the N2 via the M19, Alpine Truck & Bus is the 
latest addition to MAN’s growing dealer network in 
Southern Africa and is equipped with state-of-the-
art vehicle servicing facilities and equipment.

“Alpine Motors Group has spared no expense 
in building what is a world-class heavy-commercial 
vehicle servicing facility and this new dealership 
is geared to meet the demands of a growing heavy 
commercial vehicle market in the region,” said 
Bruce Dickson, Alpine partner and director.

Th e facility boasts nine service bays, a wash bay 
with a pit, a full parts department, state-of-the-art 
equipment including a hi-tech brake-roller tester 
and a computerised oil dispensing system.

“All of these features give this facility the nec-
essary future-proofi ng to handle developments in 
both the automotive engineering and legislative en-
vironments,” added Dickson. “Th e facility also has 

a very well appointed driver hospitality suite, which 
amplifi es Alpine’s commitment to service quality, 
driver comfort and road safety.”

Added Ian Seethal, Head of Network 
Development, MAN Truck & Bus SA: “Th is new 
facility expands MAN’s dealer footprint in South 
Africa and reinforces our commitment to our cus-
tomers which is to provide professional levels of 
customer service at strategic locations.”

Alpine has been in the vanguard of VW truck 
and bus sales in South Africa, adopting creative 
measures to make VW derivatives from Brazil more 
suitable for local conditions, with recent pilot 4x2 to 
6x2 truck-tractor/Rigid conversions being a prime 
example.

“We are also looking forward to introducing the 
latest VW models from Brazil when our local emis-
sions standards demand Euro 5 compliance. Th ese 
new derivatives are setting fuel effi  ciency benchmarks 
in tough operating conditions in Latin America and 

will be ideal for several African truck and bus applica-
tions in the near future,” Dickson said.

He added that Alpine Truck & Bus will in fu-
ture focus on onsite workshops at its customer de-
pots, of which Timber Logistics Services, a leading 
forestry fl eet and Smart Truck operation, is the fi rst. 
Th is service will be off ered to both big and small 
fl eets, as will the dealership’s mobile workshops and 
24/7 roadside assist. ■

Bruce Dickson (centre) and the Alpine 
Truck & Bus team.

Merc makes 125 000th truck
At the beginning of December, Mercedes-Benz 
South Africa (MBSA) celebrated yet another mile-
stone in this country when the 125 000th truck rolled 
off  the assembly line at its plant in East London.
Th e fi rst truck was assembled at the then Car 
Distributors Assembly (CDA) in East London in 
1962. CDA, the company that would evolve into 
MBSA, opened its doors in 1948 and was contract-
ed in 1958 by Daimler-Benz to assemble Mercedes-
Benz products. Since then, the commercial vehi-
cles division of MBSA has assembled the Unimog, 
Mercedes-Benz buses, FUSO trucks, Mercedes-
Benz trucks and Freightliner trucks.

Th e 125 000th truck from the assembly line, a 
Mercedes-Benz Axor 3335, was handed over to one 
of Mercedes-Benz Trucks' most valued customers – 
Aqua Transport and Plant Hire. Th e Euro III Axor 
will soon be part of Aqua's increasing and exclusive-
ly Mercedes-Benz fl eet, operating as a water tanker.

"It is fi tting for us to do this handover here at our 
plant, an impressive facility that reinforces our legacy 
of reliability, safety and outstanding workmanship. 
We are not only here to celebrate this truck, but also 
the longstanding relationship we have developed 
with Aqua. Th e 125 000th truck forms part of a big-
ger order of 165 Mercedes-Benz trucks, which makes 

this one of the largest single orders for our trucks. 
Th is is only possible because the quality measures 
and processes from our plant are remarkable," said 
Clinton Savage, Head of Mercedes-Benz Trucks.

Added Donovan Naicker, Director of Aqua 
Transport and Plant Hire: "Aqua started off  with 
water tankers, but by closely collaborating with 
Mercedes-Benz Trucks, we are now also a major 
player in the construction and plant hire industries. 
We have built a solid relationship with MBSA and 
this has resulted in tremendous growth for us. We 
only operate Mercedes-Benz trucks and this has 
given us a competitive advantage. We treasure these 
trucks' reliability and how readily available their 

parts are. We know that equipment is as good as the 
people behind it. Th is then means the MBSA team – 
right from the plant, head offi  ce and the dealers – is 
just as good as their trucks. ■

www.trucksandheavyequipment.co.za
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BY ROGER HOUGHTON

Team Sugawara and Hino Motors, of Japan, are aim-
ing for a high overall placing in the truck category 
of the 2016 Dakar Rally and to this end have pre-
pared two four-wheel-drive 500-Series trucks that 
are lighter, more powerful and signifi cantly faster 
than the trucks raced in 2015. Th e team’s objective 
also includes a seventh straight win in the class for 
trucks with engines under 10-litres capacity.

Hino has been a regular participant in the 
Dakar Rally since 1991 and has built up an amazing 
record for reliability, class wins (trucks with engines 
of less than 10 litres) and overall placings, includ-
ing an outright win in 1997 and two second places 
in the truck category in 1994 and 1995. Hino is the 
only Japanese truck brand that regularly takes up 
the challenge of this gruelling annual event.

Th e 2016 Dakar Rally will start in Buenos Aires, 
Argentina, on January 3 and fi nish in Rosario, also 
in Argentina, on January 16 aft er a route of more 
than 9 000 km which includes a loop into Bolivia. 
Th is will be the fi rst time that the trucks will go into 
Bolivia, although both cars and motorcycles raced 
in that country in 2015. Th e 2016 route includes sec-
tions at an altitude of more than 3 500m.

Th ere will not be many dunes on this year’s 
route due to the fact that Peru and Chile have been 
forced to withdraw from the 2015 event: Chile due 
to fl ooding in the northern parts of the country and 
Peru because of the eff ects of El Nino.

Th ere are 56 trucks in the total fi eld of 556 mo-
torcycles, cars, quads and trucks which will contest 
the 38th Dakar Rally in January. Th e most popular 
truck in the entry is MAN with 16 in the fi eld. Other 
makes represented are: Tatra (9), Iveco and DAF (6 
each), Kamaz and Ginaf (4 each), Maz and Renault 
(3 each), Hino (2) and Liaz, Scania and Mercedes-
Benz (1 each).

Team Sugawara and the Hino engineers have 
used the 2015 race trucks as the basis for developing 
the two 2016 contenders. Th e latest racing trucks 
have had engine and suspension upgrades as well as 
shedding 300 kg in weight.

Both trucks will be powered by the 9-litre 
Hino A09C engine tuned to deliver 630hp and 
2  255N.m of torque. Transmission is a six-speed 

manual gearbox with two-speed transfer case and 
hub reduction rear axle. Th e trucks are equipped 
with part-time four-wheel drive and diff  locks front 
and rear. Braking is by disc brakes with four-pot 
callipers on all four wheels. Th e fuel tank carries 
700 litres. Gross weight of each vehicle is 7 300kg. A 
central infl ation system allows the crew to infl ate or 
defl ate the Michelin tyres on the move.

Th e No. 1 truck, to be crewed by team prin-
cipal Yoshimasa Sugawara (now 74 years old) and 
Mitsugu Takahashi, features the 500-Series facelift  
which was introduced in Indonesia and Th ailand 
earlier this year.

Yoshimasa Sugawara has been competing in 
the Dakar Rally since 1983 when he rode a motorcy-
cle. He then raced in the car category for seven years 
before switching to racing the Hino 500-Series 
trucks in 1992. He has started the event a record 32 
times and has had the most consecutive fi nishes at 
20 events.

Th e second Hino truck will be driven by Yoshimasa’s 
second son, Teruhito, and navigated by experienced 
Hiroyuki Sugar. Teruhito’s fi rst experience with the 
Dakar was as a mechanic in 1998. He then navigat-
ed for his father before being promoted to driver of 
the second Hino in 2005. Th is year marked his fi ft h 
straight win in the under 10-litre engine class.

In keeping with tradition three of the mechan-
ics were chosen from applicants working at Hino 
dealerships in Japan.

Preparation for the 2016 event by Hino Team 
Sugawara has been very thorough and included tak-
ing part in the Mongolia Rally and China Silk Road 
Rally earlier this year. ■

Hino preparing lighter and faster trucks for

2016 Dakar Rally

Team Sugawara and Hino Motors, of Japan’s contenders in the truck category of the 
2016 Dakar Rally – two four-wheel-drive 500-Series trucks.

Team Sugawara. Yoshimasa (left) and son 
Teruhito (right) who will drive the No. 2 
truck in the 2016 Dakar Rally.

The latest racing trucks have had 
engine and suspension upgrades as 

well as shedding 300 kg in weight.

The No. 1 truck is to be 
crewed by team principal 

Yoshimasa Sugawara (74).
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Ford’s bakkie wasn’t SA’s fi rst Ranger

BY ROGER HOUGHTON

Th e Ranger model name is very much the fl avour 
of the month in South Africa these days as it chal-
lenges Toyota’s Hilux for supremacy in the one-ton 
bakkie market, but the Ranger name came to South 
Africa long before it was used for a Ford pick-up 
here in 2007.

Originally Ranger was the name for a car 
model range introduced by General Motors SA 
in 1968, when it was billed as “South Africa’s own 
car”. It was a mish-mash of GM medium-sized 
models, using the body and running gear – in-
cluding locally made engines and rear axles – of 
an Opel Rekord with interior features from GM’s 
British Vauxhall range and from GM Australia’s 
Holden line-up.

I was involved in the media launch of this new 
model as I was working at Th e Pretoria News as 
a sports reporter and the motoring editor at the 
time. In fact, this was the fi rst new model launch 
I attended outside the boundaries of the old 
Transvaal.

We fl ew to Port Elizabeth and spent the night 
there in the Marine Hotel before the launch the next 
day. Th e unveiling event took place on a specially 
built stage at the factory the next morning, with the 
Ranger driving through a huge sheet of paper in the 
old fashioned way!

However, chaos erupted when we (the journal-
ists) were able to get up close to the new model be-
cause we then saw the Vauxhall Griffi  n crest badge 
on the bonnet, in the centre of the steering wheel 
boss and on the chrome hubcaps. Immediately the 
impression was that this was not “South Africa’s 
own car”, but a GM “parts bin special” and at the 
time Vauxhall had a bad name in SA as a “soft ” 
and unreliable car so it was a no-no in the eyes of 
the scribes.

Evert van Niekerk, then the editor of Citizen 
Motoring, was particularly outspoken and was re-
ally stirring the pot about us being duped!

We went off  on the launch drive which 
was leisurely and fairly short, taking us up the 
Suurberg Pass to a hotel for lunch where the liquid 
refreshment made matters even more heated. 
Even dinner that night in the Mark nightclub 
at the Markham Hotel, complete with some 

exotic  entertainment, did not calm down the 
journalists.

We later heard that the dealers had been up in 
arms too when told they would be selling Vauxhall 
Rangers.

Th e upshot was that the public launch of 
the Ranger was delayed until a new emblem – a 

Springbok head – had been designed and made 
for the bonnet (with a stylised “R”, steering wheel 
and hubcaps! Th e retrofi tment of these emblems 
to the 400-odd cars that had been built already 
proved another headache for the GM manage-
ment team.

Th e power of the press in those days! ■
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