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Once a year the cream of the local motor 
industry gathers at a gala event to celebrate the 
announcement of the South African Guild of 
Motoring Journalists/WesBank Car of the Year. 
Th is year was no diff erent. However, despite 
the celebrations, the occasion had a defi nite air 
of gloom about it aft er WesBank CEO Chris 
de Kock had delivered his annual new vehicle 
sales forecast.

WesBank, South Africa’s leading vehicle 
fi nancier, believes that total new vehicle sales 
will decline by 12% this year. Compared to 2015’s 

industry total sales of 617 691 vehicles, 2016 will 
end the year with total sales of 543 306 units.

WesBank’s forecast is based on the anticipa-
tion of a low GDP growth rate, changes in the in-
terest rate, infl ation, a downgrade of South Africa’s 
credit rating and the deterioration of the Rand

Over the next three years the interest rate is 
likely to be hiked 125 basis points, keeping infl a-
tion within target bands. However, WesBank does 
expect that South Africa’s sovereign credit rating 
will be downgraded to non-investment grade, 
or junk status. Finally, the Rand will continue 

to decline against the US Dollar, with WesBank 
forecasting that in 2019 the American currency 
will sit at R17,20.

“Th e movement of the Rand will be key for 
the new vehicle sales performance in South Africa. 
A deteriorating currency will force manufactur-
ers to increase prices more aggressively. Th is will 
push new vehicle price infl ation well outside that of 
headline CPI, thus sending more buyers to the used 
car market,” said de Kock. “Interest rates will also 
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play an important role in aff ordabil-
ity and the demand for credit, as has 
historically been the case.”

In line with seasonal trends in 
the market WesBank has stag-
gered its forecast for 2016’s vehicle 
sales performance.

WesBank predicts that in the 
fi rst half of 2016 industry sales will 
be down 10%, year-on-year, with 
passenger car and light commercial 
vehicle (LCV) sales declining 10% 
and the remainder of the commercial 
vehicle segment falling 12%.

Th e second half of 2016 will 
be tougher, mainly as a result of 
accelerated price increases for new 
cars as well as higher interest rates. 
Passenger car sales will likely decline 
15.5%, year-on-year, with LCVs only 
down 10% for the same period. Sales 
of larger commercial vehicles will 
slide 14.4%, year-on-year, as busi-
nesses opt to not to replace existing 
assets with new models.

Combined, the full year will see 
passenger car sales end down 12%; 
LCVs 10% lower than last year’s per-
formance; and commercial vehicles 
down 13.3%.

Th at would make it the third 
year in a row that the local market 
has contracted. Aft er four succes-
sive years of growth in new vehicle 
sales from 2010 to 2013, total sales in 
2014 fell 0.7 %, followed by a 4.1 % 

drop last year. Most analysts expect 
it to bottom out next year, then grow 
again from 2018.

On an equally depressing note, 
Cees Bruggemans of Bruggemans & 
Associates consulting economists has 
warned South Africans should brace 
themselves for tougher economic 
times as the government waivers on 
the implementation of its National 
Development Plan (NDP).

He points out that agriculture, 
motor trade and electricity genera-
tion are deep in recession, manufac-
turing, mining and non-residential 
building activity is stressed and 
households are suff ering as real 
income gains fade.

Many other economists are wor-
ried too. Isaac Matshego says there 
are also concerns about a ratings 
downgrade and Lesiba Mothatha 
notes that the cost of living has 

increased. “We’re going to see that 
fuel levy come through the infl ation 
rate. Electricity tariff s are gearing up 
and really eroding the cost of living.”

What does all of this mean for 
the local motor industry?

Earlier this month, seasoned 
journalist David Furlonger wrote in 
Business Day that there is good news 
and bad news. He noted that the 
good news is that global motor indus-
try executives consider SA the second 
most important emerging automotive 
market over the next fi ve years. Th e 
bad news is that emerging markets as 
a whole are no longer as important to 
these executives as they once were.

“Th e industry’s outlook has 
become more pessimistic for 2016,” 
Naamsa director Nico Vermeulen 
told Reuters recently. 

Th e likelihood of above-infl ation 
price increases for new vehicles, 
as well as the prospect of further 
increases to interest rate is expected 
to dampen domestic demand for 
new vehicles.

All things considered, Naamsa 
views the outlook for new vehicle 
sales in 2016 as “unfavourable”. Th e 
association says that low economic 
growth prospects, the likelihood 
of new vehicle price increases well 
above infl ation – as a result of the 
weak rand – and expectations of 
further interest rate hikes should all 
see 2016 consumer demand for new 
passenger cars decline sharply. ■
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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.
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Agriculture, motor 
trade and electricity 
generation are 
deep in recession, 
manufacturing, 
mining and non-
residential building 
activity is stressed 
and households 
are suffering.

2015
Actual

WesBank
1H2016

Forecast
% Change

WesBank
2H2016

Forecast
% Change

WesBank
F/Y2016
Forecast

% Change

Passenger 412 715 181 557 –10% 178 263 –15.5% 359 820 –12%

LCV 174 435 77 749 –10% 79 251 –10% 157 000 –10%

CV 30 541 12 702 –12% 13 784 –14.4% 26 486 –13.3%

Total 617 691 272 008 –10% 271 298 –14% 543 306 –12%
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Editor’s Note
According to Minister of 
Roads and Transport, Dipuo 
Peters, fatalities on our roads 
during the Easter holidays 
decreased by 46% when 
compared to last year. Peters 
announced the preliminary 
statistics for the recent long 
weekend on Tuesday morn-
ing, stating that 156 fatalities were recorded, compared to 
287 for the same period last year.

With the exception of the Northern Cape, which 
recorded the same number of fatalities as last year, all other 
provinces recorded a decrease. Notably, the North West 
recorded the highest decrease of 71% with number of fatali-
ties reduced from 28 to 8. Th is was followed by the Free 
State with a decrease of 52%, fatalities reduced from 23 to 
11. KwaZulu-Natal experienced a drop of 49% with fatalities 
reduced from 55 to 28.

Does this mean that motorists were paying special heed 
to road safety and that law enforcement was more eff ective or 
was it just the luck of the draw?

Th e minister herself pointed out that some unwarranted 
behaviours continued unabated and this has been ably dem-
onstrated by the successful arrests of 913 for drunken driv-
ing and 502 who were caught speeding. Th e highest speed 
recorded was 227 km/h in KZN, with the highest recorded 
speed in Gauteng being 206 km/hour. Th e highest speed 
recorded in a built up area was 173 km/hour.

She continues to say that government has been encour-
aged by the behaviour of the majority of motorists and all 
road users, who showed a willingness to obey the rules of 
the road. She also commended the RTMC’s National Anti-
corruption Unit for their eff orts in dealing with bribery, 
fraud and corruption. Two traffi  c offi  cers were arrested 
in Gauteng and Mpumalanga on allegations of soliciting 
bribes and corruption while another was reported in the 
Western Cape.

We’ll have to wait for the fi nal fi gures and statistics to be 
released and that could mean that the picture isn’t as rosy as 
originally indicated but at least there seems to be a step in the 
right direction.

Let’s all make road safety a priority. Goodness knows,  
even one death on our roads is one too many.

Liana Reiners,
Editor
liana@autolive.co.za
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BY ROGER HOUGHTON

Ford Motor Company of Southern Africa, 
backed by a formidable new product 
portfolio, rocked the local motor industry 
establishment in February when the Ford 
brand moved up the rankings to take second 
place, behind Toyota. Th e high acceptance 
of Ford’s latest products, particularly the 
Ranger, EcoSport, Fiesta, Kuga, Focus and 
Figo, was mirrored by its sales fi gure of 
6 710 units – the best February in the com-
pany’s long history in SA.

Th e iconic Ford Mustang sports 
car, which has a substantial waiting list, 
accounted for an impressive 90 sales in 
February, making it the top-selling sports 
car model for the month.

Th ese buoyant sales equated to an 
overall market share of 15,6% which was an 
improvement of 2.6% on the January fi gure 

and 5.6% higher than February 2015. Ford’s 
year-to-date sales are up 10% compared to 
the fi rst two months of last year.

Th is strong showing by the Silverton-
based company was in contrast to a 
year-on-year fall of 8.1% for the overall 
market in February going down to a total of 
48 149 units.

New car sales fell 6.1% and LCVs 
slumped 13.1%. Th e total truck and bus 
market was stable at 2 162 units, with 
increases of 24% in heavy truck sales and 
4.7% in extra-heavy truck sales mak-
ing up for a drop of 12.9% in the sale of 
medium trucks and a fall of 8% in bus sales. 
Truck and bus sales are 9.2% lower on a 
year-to-date basis.

An estimated 38 788 units or 80.6% 
of total sales represented dealer sales, with 
12.1% of sales being to rental companies 

Ford Brand Rocks the Establishment

February’s decline in the market is not unexpected, and 
we expect that this will continue to be the trend for the 
remainder of 2016,” said Rudolf Mahoney, Head of Brand 
and Communications. “Once again, strong sales in the rental 
market helped mitigate the overall effect of the decline, and this 
is likely due to rental companies refl eeting ahead of the March 
price increases. This growth comes off 2015’s low base, which 
saw rental sales decline 18% for the year.”

While new vehicle sales struggled, consumers continued to 
fl ock to the used car market. WesBank’s data shows growth of 11.8% in fi nance applications 
for pre-owned vehicles. By contrast, growth in applications for new cars was relatively fl at 
at 0.46%.

The decline in demand for new vehicles has been fuelled by a number of factors, including 
January’s more aggressive interest rate hike of 50 basis points, new car price infl ation that 
continues to outperform CPI, and low levels of consumer and business confi dence. These 
and other macroeconomic factors are putting consumer budgets under increasing pressure.

“January and February’s sales fi gures set a clear tone for this year’s new vehicle market. 
This is the start of a shift in buying patterns and we anticipate that consumers will start to buy 
down in the new vehicle market, or exit it altogether and opt to look for better value in the used 
car market,” said Mahoney. “

WesBank advises prospective car buyers to budget carefully and plan for all mobility 
costs. With interest rates and new car prices on the rise, and set for increase throughout 
the year, monthly repayments will be higher than usual. This is likely to have an effect on 
insurance premiums.

Fuel prices will rise to accommodate an increased fuel levy, thus negating some of the 
recent price decreases. Oil prices are unlikely to decline further, so any depreciation of the 
Rand is bound to result in fuel price increases. ■

WesBank’s View
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fl eeting up before expected price hikes in March. 
Sales to corporate fl eets accounted for 4.2% of 
sales, with 3.1% to government.

Industry new vehicle exports during February 
registered a small decline of 1.6% to 29 308 units 
compared to February last year. Mercedes-Benz 
was the star performer in terms of exports, ship-
ping 10 810 units from its East Landon plant. Next 

best was BMW at 6 110, followed by Ford (5 066), 
Volkswagen (4 998) and Toyota (1 111). Th e latter 
is, of course, ramping up production of its new 
Hilux range which is a major component of its 
export programme.

Looking to the future NAAMSA had 
this to say: “Domestically, given the diffi  cult 
economic environment and low GDP growth 
prospects, the reality of well above infl ation 
new vehicle price increases and expectations 

of further interest rate hikes – the outlook for 
2016 in terms of domestic new vehicle sales 
remained constrained.

“At this stage, the consumer demand sensi-
tive new car market was anticipated to decline by 
around 9% in volume terms to about 375 000 units 
in 2016 down from the 412 826 new cars sold in 
2015. New commercial vehicle sales were expected 
to perform slightly better with a decline of around 
5% in volume terms.” ■

 continued from previous page

BY ROGER HOUGHTON

Th ere has been a big swing in the priorities of 
global automotive executives over the past year. 
Th is is one of the key fi ndings in the 17th annual 
KPMG International Global Executive Survey, 
which was released in South Africa at a media 
briefi ng in Johannesburg recently.

Gavin Maile, the Automotive Sector Leader 
for KPMG in SA, explained that “connectivity and 
digitalisation” is now the most important trend for 
the motor industry until 2025, displacing “market 
growth in emerging markets” as the top priority. 
Th e latter has dropped to fourth. Just over half 
the respondents – 50.1% – rated “connectivity and 
digitalisation” as “extremely important” and this 
support lift ed it from 10th spot in the 2015 survey to 
top spot now..

Th e No. 2 priority in 2016 is “hybrid electric 
vehicles” and it runs “connectivity” a very close 
second with support from 49.5% of the executives. 
Th e second-placed priority in 2015 was “downsiz-
ing and optimisation of the internal combustion 
engine”. It has taken an even bigger drop in the 
eyes of the executives, falling to 10th spot.

Th ird on the 2016 priority list is “battery 
electric mobility”, which shot up from ninth place 
in 2015. Th ird place on the list of priorities in 
2015 had been “platform strategies and modu-
lar production systems” which is now down in 
eighth position.

Th e 2016 KPMG survey is the result of analys-
ing input from 800 automotive executives from 38 
countries on a wide variety of topics. Th is is four 
times more executives than surveyed previously. 
For the fi rst time in the history of this important 
survey 2 123 customers from around the world, all 
ages and educational backgrounds were also inter-
viewed to provide KPMG researchers with insights, 
perspectives and opinions.

Th e survey took place between July and 
November 2015 so the perceived eff ects of the 
Volkswagen Group’s diesel emissions cheating 
scandal was probably factored in by many of the 

respondents, as Dieselgate was blown open on 
September 18.

Seventeen executives from South African 
companies took part in the survey. It is interest-
ing to note that they also rated “connectivity and 
digitalisation” as No. 1, considering SA is more an 
emerging market than a First World environment. 
In fact the local executives’ fi rst three priorities 
were the same as the overall list, but they dropped 
“market growth in emerging markets” to sixth 
place, with “downsized internal combustion en-
gine” and “fuel cell electric vehicles” in fourth and 
fi ft h positions respectively.

BMW, which is currently celebrating its cente-
nary as a vehicle manufacturer, is seen as a ground 
breaking innovator and technology leader, well 
ahead of the rest of the fi eld.

A surprise is that the Toyota Group is rated a 
clear No. 2 in this aspect of the automotive busi-
ness. Th is is a big change for a company that is 
generally seen as somewhat conservative. However, 
Toyota’s long-running success as a maker of hybrid 
vehicles has obviously proved vital in this opinion 
switch as is the fact that it is one of the fi rst com-
panies to market a hydrogen fuel cell car, with the 
Mirai already available in selected markets.

Th e Toyota Group also comes out top when ex-
ecutives answer the question “Who will succeed in 
the marketplace in the next fi ve years?” Fift y-eight 
percent of the executives surveyed believe Toyota 
will fare best, but the current world No. 1 is chased 
hard by BMW (57%) and Volkswagen Group 
(56%). Next up are Hyundai, Ford, Honda, General 
Motors Renault-Nissan, Mitsubishi and Suzuki.

Automotive company executives all seem 
pretty certain that they will have to deal with 
major disruption of their current business models. 
An overwhelming 82% forecast major disruption 
in the next fi ve years to be “extremely likely” or 
“somewhat likely.”

An aspect of the survey of particular interest 
to the dealers goes about what will happen to the 
centre of gravity of customer relationships in the 
next 10 years. Last year 72% of the manufacturers 
believed they would retain the customer relation-
ship. Th is has now slipped back to only 33% believ-
ing the manufacturers will still hold substantial 
sway, with 27% of customers in agreement.

Th e big fi ght for customer relationships ap-
pears now to be between the manufacturers and 
the information communications technology 
(ICT) companies. Th e latter are now seen by 22% 
of the respondents as set to dominate this space in 
the future – up from only 4% in 2015. Only 16% of 
those surveyed saw the dealers holding sway with 
customer relationships, which is up by 1% from 
2015. Th e impact of mobility service providers on 
customer relationships remains fairly low. ■

* If you would like to read the full KPMG 
report and have the opportunity to use an interac-
tive online tool to drill down into the report go to 
www.kpmg.com/GAES2016.

Gavin Maile, Automotive Sector Leader 
at KPMG SA, presented the 21016 global 
report to the media.

Big Swing in Priorities of Auto Executives
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Johann Snyman, the dealer principal of 
Rustenburg Toyota, has come out top in the Large 
category of NADA Businessman of the Year 2015 
for motor dealers in South Africa. Other category 
winners were Th ys de Kock, of BB Motors Ford 
Polokwane, in the Medium category and Travis 
Willis, of Buff alo Toyota King Williams Town, in 
the Small category.

In addition Gerrie Cronje, of Produkta Nissan 
Nelspruit, was named as the most improved mem-
ber in the Sewells Performance Group category.

Five nominees in each category were selected 
for fi nal evaluation and the winners are chosen 
based on their return on average operational assets 
(ROAA) for a 12-month period.

Th is was the 20th year that these prestigious 
awards have been made by Sewells Group Sub 
Sahara Africa, a subsidiary of the global Sewells 
Group, a consulting and outsourcing fi rm which 
specialises in the retail automotive industry and 
has been operating in South Africa since the 
early 1980’s.

Th is year the Businessman of the Year awards, 
which is a Sewells Group initiative, were fully 
endorsed by the National Automobile Dealer 
Association (NADA). Th e event also enjoyed 
the co-partner support of a number of major 
players in the retail motor industry in Britehouse 
Automotive, DEKRA, Gumtree, WesBank, Wilken 
Communications and Transunion.

Sewells SA evaluates the operating fi nancial 
data of more than 1 200 dealerships countrywide 
each month and once a year the best performers 
are honoured. All dealers submit their fi nancial 
statements to Sewells Group each month to qualify 
for participation and are ranked in three equal-
sized groups according to the value of their opera-
tional assets. Th ey are then ranked from highest to 

lowest using ROAA percentages without repeating 
any of the previous vehicle brands.

Sewells SA operates 23 performance groups 
nationally, each with about 10 members who meet 
regularly to develop ways of improving the op-
erational performance of their motor dealerships. 
Th ose who have been a member of a performance 
group for at least two years are considered for a spe-
cial annual award which is based on the percentage 
improvement by their dealership year on year.

“Th ese awards are very important intellectual 
property of Sewells and we now need to make 
them even more meaningful by having so-called 
progress reports for the dealers during the course 
of the year,” explained Warren Olsen, CEO Sewells. 
“I believe we have honoured a group of excellent 
performers in the dealer networks with the 2015 
NADA awards and now is the ideal opportunity 
to build on this foundation on a rolling basis 
throughout the year.”

Th is year an additional award has been added 
to the list in the form of the NADA Lifetime 
Achievement Award which recognises the out-
standing contribution of an individual to the retail 
dealership business. It will be awarded annually to 
become the ultimate personal acknowledgment of 
a career of innovation, leadership and a sustained 
impact within the industry.

Th e fi rst Lifetime Achievers are Ray Nethercott 
and the late Errol Richardson, who are both 
legends in the industry aft er long and distinguishes 
careers. (See the Industry Insiders article on the 
next page.)

“We, at the Sewells Group are very proud to 
be part of this initiative which we believe is long 

overdue,” added Olsen. “Th e South African mo-
tor industry has produced a host of world-class 
personalities over the years, both at the OEMs, 
dealer groups and individual dealerships and now 
one of them will be honoured each year with this 
prestigious award.” ■

Nominees in the Small Dealership 
Category (from left to right): Dana 
Schamrel (Westvaal GM Mokopane), 
Angriss Coetzee (NTT VW Paarl), Johan 
Rootman (BB Motors Nissan Makhado), 
Christo Henning (Supergroup Jaguar Land 
Rover Rustenburg). Winner Travis Willis 
(Buffalo Toyota King Williams Town) not 
in picture.

Nominees in the Large Dealership 
Category (from left to right): Conroy 
McHaffi e (CMH GM East Rand), Birgit 
Savini (Supergroup Jaguar Land Rover 
East Rand), winner Johann Snyman 
(Rustenburg Toyota), Stephan Delport 
(McCarthy VW Arcadia) and Diederik 
Kruger (McCarthy Audi Centre Menlyn).

Nominees in the Medium Dealership 
Category (front from left to right): 
Gerhard van Zyl (NTT VW East London), 
winner Thys de Kock (BB Motors Ford 
Polokwane), Jurie du Plessis (BB Motors 
Nissan Tzaneen), Mannie Brockmann 
(McCarthy Toyota Empangeni). Back left: 
Jeff Osborne (Gumtree) and back right: 
Chris Pienaar (CMH Volvo Cars Pretoria).

Sewells Honours Top NADA Businessmen

■  Large: Conroy McHaffi e (CMH GM 
East Rand), Diederik Kruger (McCarthy 
Audi Centre, Menlyn), Stephan Delport 
(McCarthy Volkswagen, Arcadia), Birgit 
Savini (Supergroup Jaguar, Land Rover East 
Rand), Johann Snyman (RustenburgToyota).

■  Medium: Mannie Brockmann (McCarthy 
Toyota Empangeni), Jurie du Plessis (BB 
Nissan Tzaneen), Chris Pienaar (CMH 
Volvo Cars Pretoria), Thys de Kock (BB 
Ford Polokwane), Gerhard van Zyl (NTT 
Volkswagen East London).

■   Small: Dana Schamrel (Westvaal GM 
Mokopane), Travis Willis (Buffalo Toyota 
King Williamstown), Johan Rootman (BB 
Nissan Louis Trichardt), Angriss Coetzee 
(NTT Volkswagen Paarl), Christo Henning 
Supergroup Land Rover Rustenburg).

■  Performance Group: Karl Dahl (Paarlberg 
BMW Cape Town), Grant McDonough 
(Mekor Ford Cape Town), Justin Gillesen 
(Eagle Mazda Johannesburg), Gerrie Cronje 
(Produkta Nissan Nelspruit), Mike Thomas 
(Lindsay Saker Volkswagen Hyde Park).

The Full List of Nominations 
for the 2015 Awards
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Industry Insider

BY ROGER HOUGHTON

In this edition of the Industry Insider feature 
in AutoLive we pay tribute to two of the gi-
ants of the South African retail motor industry 
who were this month honoured by the National 
Automobile Dealers’ Association (NADA) as 
its fi rst Lifetime Achievers. Th eses prestigious 
awards were made to Ray Nethercott and 
posthumously to Errol Richardson at the 
 annual Sewells Businessman of the Year function 
in Johannesburg.

It is a fact of life that in all walks of life there 
are the sayers and the doers. Errol and Ray were 
defi nitely doers and both have had amazing 
track records of yeoman service to the business 
they loved.

Errol, who died tragically at the age of 68 from 
a heart attack in 2013, had previously received 
another posthumous award when he was named 
the RMI/Automobil Person of the Year for 2013 at a 
function at the Johannesburg Motor Show.

Only a couple of days before his death we 
had been sitting together at a conference on 
the Automotive Production and Development 
Programme (APDP) at Automechanika 
Johannesburg at Expo Centre. Errol had been 
telling me enthusiastically about his involvement 
in developing a local aircraft  engine industry in 
KZN and wanted me to write an article about 
the project.

Errol worked at General Motors and Ford 
before spending a quarter of a century with retail 
giant McCarthy. He was a former chairman of 
NADA and served as president of the Motor 
Industries Federation (MIF), the forerunner of the 
RMI. He was also the retail trade’s member on the 
government’s Motor Industry Task Group which 
formulated the Motor Industry Development 
Programme (MIDP),

His history with NADA went back all the way 
to 1981 when he attended a Natal regional meeting. 
He rose through the ranks of that organisation to 
be National Vice-Chairman and then National 
Chairman for two-year periods before becoming 
senior vice-chairman for a further four years. He 
was initially First Vice-Chairman of the MIF for 
two years before becoming President of the organi-
sation for another two-year stint, followed by two 
years as Senior Vice President.

At the time of his death he was the independ-
ent Chairman of the Nissan Dealer Council, a posi-
tion he had held for eight years. He was certainly 
not interested in getting out of working for the 
industry and going into retirement!

Paddy O’Brien, of the Sewells Group, was full 
of praise for Errol in his tribute to a man he called 
“a true thought leader in our industry”.

O’Brien’s tribute said: “Th roughout his 
devoted career Errol Richardson left  no stone 
unturned in ferreting out key issues and best prac-
tices wherever they might exist across the globe. 
Universally he became a leading authority on key 
issues aff ecting the automotive industry.

“His leadership in elevating the status of 
NADA and encouraging motor dealers in South 
Africa to stand proudly became the folklore that 
others have followed in seeking justice and balance 
in our industry.”

Ray Nethercott is another person with an 
amazing talent for looking at the bigger picture 
and working with and in organisations that could 
further the development of the South African mo-
tor industry in all its facets.

Paying tribute to Ray at the Sewells function 
Derik Scorer, the Senior National Vice Chairman 
of NADA, praised the Lifetime Achiever for his 
leadership qualities, his mentorship skills and his 
dedication to the motoring community through 
his work on various committees. Derik added that 
during his career Ray was renowned for speaking 
up on dealer issues and for standing his ground – a 
characteristic for which he was much admitted.

Ray, a long time member of the senior manage-
ment of Combined Motor Holdings (CMH), spent 
30 years actively working in organisations such 
as NADA, the MIF and RMI as well as spending 
two years on the Motor Industry Development 
Programme’s Vehicle Aff ordability Task Team.

He was certainly in for the long run, serv-
ing on the NADA Highveld Regional Executive 

Committee for 20 years, of which 18 were as chair-
man, as well as serving 19 years on the Highveld 
Regional Executive Committees of the MIF/RMI. 
Ray was NADA’s National Chairman for eight 
years, with two year spells as Vice-Chairman and 
Senior Vice-Chairman. He was a member of the 
RMI’s Board of Directors for four years and had 
a spell as a member of the Advisory Board of the 
Motor Industry Ombudsman of SA. ■

Two Legends are Nada’s 
First Lifetime Achievers

“Throughout his devoted 
career Errol Richardson left 
no stone unturned in ferreting 
out key issues and best 
practices wherever they might 
exist across the globe.”

Ray Nethercott.

Errol Richardson.
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BY JEFF OSBORNE
HEAD OF GUMTREE AUTOMOTIVE

Ten years ago, we saw roughly 0.5 used cars sold 
per 1 new car. Today, the ratio has shift ed to at least 
1.7 used cars sold for every new car sold. (Some 
analysts believe the fi gure to be higher).

Th is is largely due to the current economic 
climate. Rates are higher, consumer confi dence 
is lower and the declining rand is making it dif-
fi cult for importers to keep pricing competitive. 
Dealerships have, in many instances, sliced their 
profi t margins razor-thin to keep stock rotating off  
the fl oor and competition is at an all-time high.

It’s clear that to survive in this market, sales 
staff  need new tools and platforms to make sure 
their vehicles (both new and used) are top of mind. 
Specifi cally, they need to master the online space.

Th is does not necessarily mean that every 
dealership needs to invest in a fl ashy website with 
a large “virtual showroom” (as many assume). In 
fact, with the cost of data and lack of connectivity 
in South Africa, these expensive tactics have oft en 
failed. (Th at, coupled with the fact that the manu-
facturer’s website is oft en the last port of call 
for digital shoppers).

Th ere are of course a number 
of online automotive sales 
platforms that can be used to 
sell cars, but many lack the 
tools that dealerships really 
need to make an impact. To 
use the example I know best, 
over 1.4 million prospec-
tive buyers visit Gumtree’s 
automotive vertical every 
month. Considering that only 
617 000 new vehicles were sold 
in 2015, and about 1.1 million 
used vehicles, this means that 
dealerships not only have to be 
where the traffi  c is going, they 
also need a little extra help in 
convincing the digital tyre-kickers 
to buy. Graphic overlays detailing 

specials, good descriptions, an understanding 
of pricing and regular analytics and insight into 
which ads and cars are delivering the best returns 
are essential – and now readily available. We can 
clearly see the results that dealerships that make 
optimum use of these features enjoy.

A simple site with a good search engine is a 
start, but a dealership hoping to stand out in the 
digital world is going to need more than that. 

Dealerships need access to the data on the sales’ 
site as well as their own data. Are sales staff  an-
swering phone calls timeously? How quickly do we 
respond to leads? How many leads does our vehicle 
branding deliver? Or our online ads? Or our fl yers? 
Setting up diff erent trackable phone numbers 
should deliver that information with ease. 

Does posting on certain dates make a diff er-
ence to the number of clicks I receive? Does adding 

a logo? Which cars are generating the most leads 
over the course of the year? Knowing the 

answers to those questions go a long way 
towards eff ective marketing and achiev-

ing optimum stock levels, but many 
car platforms are reluctant to provide 

access to that information.
Mastering the online world is 

not about becoming a digital-
savvy SEO strategist or building 

a virtual showroom from 
scratch – it starts with 

picking a partner that has 
mastered the tricks of the 
trade and are willing to 
hand you the keys. It’s 
not about reinventing the 
wheel either, but about 
being put in the drivers’ 

seat. Once you have the 
information, you will have the edge. ■

Information Provides the Edge
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A simple site with a good 
search engine is a start, but 
a dealership hoping to stand 
out in the digital world is going 
to need more than that.

Only 617 000 new vehicles 
were sold in 2015, and about 
1.1 million used vehicles.

Are sales staff answering phone 
calls timeously? How quickly 
do we respond to leads? How 
many leads does our vehicle 
branding deliver? Or our 
online ads? Or our fl yers?

As sales projections start rolling in, one thing is apparent: 2016 is going to 
be a used car year.

http://www.gumtree.co.za
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New RMI Board of Directors
Jeanne Esterhuizen, co-owner of Bloemfontein-
based Technicolour Sprayshop as well as National 
Chairman of SAMBRA and Vice-Chairman of 
the RMI’s Labour Executive Committee, has been 
elected president of the RMI for the 2016/17 term 
of offi  ce. She has been involved in the RMI since 
2000 when her company joined the organisation.

Th e other directors for the 2016-2017 term 
are: Barry Canning, Vice President; Bruce 
Allen, National Chairperson of NADA; Lindsay 
Bouchier, Regional Chairperson, RMI Border; 
Pumza Gcanga, National Chairperson, SAPRA; 
Les McMaster, Regional Chairperson, Northern 
Region; Jakkie Olivier, Chief Executive Offi  cer, 
RMI; George Nyabadza, Managing Director of Al 
Ghassan Motors in the Middle East; and Ferose 
Oaten, National Chairperson of the Vehicle Testing 
Association (VTA).

Esterhuizen, Oaten, McMaster, Canning, 
Olivier, Allen, Bouchier and Gcanga have also been 
appointed to serve on the RMI Council along with 
Renee Coetsee, Financial Director of the RMI; 
Alistair Dyer, National Chairperson, MPEA, and 
Regional Chairperson, RMI Eastern Cape; Danie 
Fourie, Regional Chairperson, RMI Free State 
and Northern Cape; Errol Hodgson, National 
Chairperson, NAZA; Chris le Roux, National 
Chairperson SADFIA and Regional Chairperson, 
RMI KwaZulu-Natal; Frank MacNicol, National 
Chairperson, ERA; Franz Maritz, National 
Chairperson, TDAFA; Gary McCraw Company 
Secretary of the RMI and Director of NADA; BR 
Naidu, Regional Chairperson, RMI Highveld; 
Mams Rehaman, National Chairperson, 
SAVABA, and Jan Schoeman, Chief Operations 
Offi  cer, RMI. ■

MX-5 wins World Car 
of the Year award

Th e Mazda MX-5 has won the 2016 World Car of 
the Year award and has also been named World 
Car Design of the Year. It is the fi rst time in the 

history of the awards that a single model has taken 
both titles.

World Car of the Year was established in 2004 
by an international group of automotive journal-
ists, and the judging panel this year consisted of 73 
journalists from 23 diff erent countries. Th e MX-5 
was announced victorious over other fi nalists Audi 
A4 Sedan/Audi A4 Avant and Mercedes-Benz 
GLC at the New York International Auto Show on 
March 24. Th e other fi nalists for World Car Design 
of the Year were the Jaguar XE and Mazda CX-3.

Th e fourth-generation MX-5 is the sixth 
model in Mazda’s new-generation line-up of 
vehicles featuring the full range of SKYACTIV 
TECHNOLOGY and KODO-Soul of Motion 
design. Launched globally and in South Africa in 
2015, the model has found favour with customers 
thanks to its vastly reduced curb weight, human-
centred design and “Jinba-ittai” fun-to-drive feel. 
Th e new MX-5 has won over 30 awards so far, 
including 2015-2016 Car of the Year Japan and 2016 
UK Car of the Year. Th e retractable hardtop version 
of the model, Mazda MX-5 RF, made its world pre-
miere at the New York International Auto Show. ■

Hyundai ix35 Becomes 
a Power Plant

Researchers at Delft  University of Technology (TU 
Delft ) in the Netherlands have engineered and 
installed an electrical outlet socket on a Hyundai 
ix35 Fuel Cell Vehicle that converts the zero-emis-
sion fuel cell electric vehicle (FCEV) into a power 
plant when standing still. Th eir conversion gave 
the Hyundai ix35 Fuel Cell a capacity of 10 kW, 
suffi  cient to power on average ten homes.

With the electrical outlet socket in place, the 
innovators modifi ed the car in such a way that it 
can distribute its electricity to the grid or directly 
to a house, for instance to complement the avail-
able wind and solar power.

Th e idea is that car owners use their vehicles 
for transportation only 5% of the time. Unlike a 
fossil fuel powered car, a fuel cell vehicle, when 

parked, can produce electricity from hydrogen–
cleaner and more effi  ciently than the current 
electricity system and with useful “waste” products 
heat and fresh water.

Th e ix35 Fuel Cell is the world’s fi rst mass-pro-
duced and commercially available fuel cell electric 
vehicle. FCEVs are not a newly developed technol-
ogy for Hyundai. Th e ix35 Fuel Cell is already the 
fourth generation of FCEV, following the Santa Fe 
FCEV in 2000, the Tucson FCEV in 2004 and the 
ix35 FCEV in 2012. ■

Icy Glitch for Self-driving Cars
A new challenge has arisen for the designers of self-
driving cars, which are all the rage in the popular 
Press these days. Th e challenge is how to beat the 
eff ects of snow and ice on the radar sensors that are 
vital for navigating these self-drive cars in wintry 
conditions. Volvo is looking at placing the sensors 
behind the windscreen which has heaters and wip-
ers to keep the vision clear. ■

KIA Celebrates 2 Million 
Milestone in USA

Earlier this week the two millionth vehicle rolled 
off  the assembly line of KIA Motors Manufacturing 
Georgia, Inc. (KMMG). Representing an invest-
ment of more than US$1.1 billion, KMMG began 
mass production on 16 November 2009 and today 
produces more than 40% of all KIA vehicles sold in 
the United States.

“Assembling two million vehicles in less than 
seven years is a remarkable achievement, and one 
that each of our team members can take a lot of 
pride in,” said KMMG President and CEO, Hyun-
Jong Shin. “Th e world-class quality that goes into 
every Sorento and Optima sedan we build is a 
direct result of the hard work and commitment of 
our team members, and today we salute their com-
mitment to excellence.” 

continued on next page 
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Together with on-site and local suppliers, 
KMMG is responsible for the creation of more than 
15 000 jobs in West Point and the surrounding 
region, and achieved its highest-ever ranking – top 
fi ve among vehicle assembly plants in the U.S.A. – 
in J.D. Power’s most recent Initial Quality Study. ■

Miss SA Drives Off in a Juke
Ntandoyenkosi Kunene, Miss South Africa 2016, 
received the keys to a brand new top-of-the-range 
Nissan Juke 1.6 DIG-T Tekna at a special post-
event breakfast recently.

Nissan South Africa is a proud vehicle sponsor 
of the Miss South Africa pageant and the Juke will 
be the offi  cial transport for the duration of Miss 
Kunene’s reign. Th e Juke is valued at R359 900 
and represents a signifi cant portion of Miss South 
Africa’s prizes, which are valued at over R2 million.

“I am ecstatic. I have great plans for my my 
time as Miss South Africa, and the Nissan Juke 
will surely keep me on the road and on cue for my 
many engagements,” says Ntandoyenkosi.

With this sponsorship, two of South Africa’s 
long-established brands join hands. Th e Miss 
South Africa beauty pageant was established in 
1956 and has been crowning a Miss South Africa 
ever since. Nissan South Africa started doing 

business in South Africa not long thereaft er, in 
1959, and it remains one of South Africa’s most 
popular marques.

“We are proud to be a partner of this pres-
tigious pageant, and we wish Ntandoyenkosi all 
success in her reign as Miss South Africa, knowing 
that behind the wheel of her Nissan Juke she will 
stand out from the crowd even more,” says Graeme 
Birch, Nissan South Africa General Manager of 
Marketing Communication.

Volvo XC90 is SA’s 
Car of the Year

With a second win for the revered Swedish 
manufacturer, the Volvo XC90 took top honours at 
the 2016 WesBank / SAGMJ Car Of Th e Year an-
nouncement at a gala dinner hosted by WesBank, 
the competition’s headline sponsor, earlier 
this month.

Th e XC90 is the second Volvo (following the 
S40 in 2005) and the second SUV in the competi-
tion’s history to be crowned the winner. In addi-
tion, the Volvo XC90 has garnered accolades from 
multiple international publications, Car of the Year 
contests, and road safety authority awards. Locally, 
the XC90 has also found favour with consumers, 
who have voted the XC90 as the best SUV in its 
respective category.

Th e South African Guild of Motoring 
Journalists also recognises the Ford Fusion as fi rst 
runner up, as well as the Mazda2 hatch as second 

runner up in this year’s competition. Beaten by a 
narrow yet decisive margin, both the Ford Fusion 
and Mazda2 are for all intents and purposes win-
ners in their own right and respective segments.

Th e South African Guild of Motoring 
Journalists (SAGMJ) has run the SA Car Of Th e 
Year competition since 1986, with WesBank – one 
of South Africa’s largest vehicle fi nance institutions 
– as its headline sponsor since inception. Hollard 
Insurance supplies support sponsorship.

“Th e SUV market represents approximately 
30% of the total South African passenger car mar-
ket,” said Bernard Hellberg Jr, COTY Chairman, 
and Chairman of the SA Guild of Motoring 
Journalists. “Th e Volvo XC90 represents a signifi -
cant portion of this market and has proven itself a 
worthy winner of the SAGMJ’s ultimate accolade.” 
he concluded. ■

VWSA Appoints First Female 
Production Unit Head

1 March 2016, marked a signifi cant day at VWSA 
as Faith Lelaka, took up the position of Unit Head 
of the paint shop. Th is is the fi rst time a black 
woman has been appointed at this level in the 
production environment.

Faith started as an in-service trainee in 
February 1999 and has spent most of her VW career 
in and around the paint shop. In 16 years she has 
worked her way from a technician in the Process 
Lab to the Production Line and into Leadership. 
“I realised early on that I needed to be involved in 
as many aspects of the job as possible and if that 
meant getting into a tank to measure paint levels or 
running multiple test to check paint viscosity, that’s 
what I was going to do,” remarked Faith

“I am honoured and humbled by the recogni-
tion I have received through this appointment. I 
am aware of the challenges that lie ahead. As the 
new leader of this team I know that a leader is just 
a team member with a bit more responsibility – be-
ing a part of a team is a core VW Value.” ■

 continued from previous page

Ntandoyenkosi Kunene, Miss South 
Africa 2016, with her new Nissan Juke 1.6 
DIG-T Tekna.
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New President and CEO at TSAM

Toyota Motor 
Corporation 
(Japan) recently 
announced 
important struc-
tural changes 
within the global 
management 
structure which 
impacts on 
Toyota South 
Africa Motors 
(TSAM) and the 
Africa Region. 

Th e aforementioned restructure comes into 
eff ect as of 1st April 2016 and will impact TSAM 
on three levels:

Dr Johan van Zyl, previously President and 
CEO of TSAM, is now appointed as Chairman of 
TSAM. He will continue to function as the CEO 
of the Europe Region based in Brussels. Dr van 
Zyl’s role within TSAM will be of a more strategic 
nature, and he will continue to guide and support 
the TSAM management into the future.

Mr Takeshi Isogaya is appointed as CEO of 
Africa Region based in Tokyo Japan.

Mr Andrew Kirby, currently serving as 
Executive Vice President and Chief Operating 
Offi  cer of TSAM, is appointed as the President 
and Chief Executive Offi  cer of TSAM, based 
in Durban.

Kirby was also at the helm of the Sales and 
Marketing division since 2005 for six years 
before moving to Japan in the capacity of General 
Manager: Marketing and Planning for Lexus at 
Toyota Motor Corporation. In the Lexus position, 
he focused on global marketing and planning 
initiatives for the Lexus brand.

Upon his return to TSAM in July 2013, he 
assumed the role of Senior Vice President of 
Corporate Administration. Th is position encom-
passed Human Resources, Finance, Information 
Technology as well as Corporate Aff airs and 
Corporate Planning.

“Andrew is a very experienced, multi-talented 
motoring man and I am confi dent he will do an 
outstanding job as the new President and CEO of 
TSAM,” Dr van Zyl said.

“Th e road ahead economically will not always 
be an easy one to travel, but I believe that, with 
Andrew and the executive team, we will meet every 
challenge successfully and continue to build on its 
proud leadership heritage to remain an integral 
part of South African life for many years to come. 
I feel very privileged to have personally shared in 
this rich Toyota legacy and for the ongoing role 
that I have been asked to play.” ■

Naamsa Offi ce Bearers for 2016

Th e 2016 offi  ce bearers for NAAMSA were an-
nounced at the organisation’s AGM, held in 
Johannesburg at the end of February.

Mike Whitfi eld, Managing Director, Nissan 
South Africa (Pty) Ltd was elected as President, 
with Jeff  Nemeth, Chief Executive Offi  cer 
and Group Managing Director of Ford Motor 
Company of Southern Africa (Pty) Ltd re-elected 
as Vice-President from the ranks of manufacturers.

Ray Levin, 
Chief Executive 
Offi  cer, Kia 
Motors SA (Pty) 
Ltd was elected 
Vice-President 
of NAAMSA 
for 2016 from 
the ranks of 
Importers and 
Distributors.

Dr Johan 
van Zyl, 
President and 

Chief Executive Offi  cer, Toyota South Africa 
Motors (Pty) Ltd is the immediate past President of 
the Association. ■

New Board Members at Volkswagen

At the beginning of March, Volkswagen Group 
South announced the appointment of two 
new Directors to its Board of Management. 
Stefan Mecha has succeeded Petra Hoff mann 
as the Director for Sales and Marketing, while 
Henning Jens has taken over from Carsten 
Stapel as the Finance Director.

Mecha worked in Hamburg, Germany as the 
Regional Director for Sales and Marketing for 
Northern Germany before joining Volkswagen 
Group South Africa. He has previously held 
senior positions in the Volkswagen Group in 
the Middle East and has a Master of Science 
Degree in Marketing and MBA from INSEAD 
Business School.

Jens joins Volkswagen Group South Africa 
from Volkswagen Osnabruck in German where he 
was the Chief Finance Offi  cer and Board Member 

for Finance Controlling, IT and Purchasing. His 
previous positions include serving as a Board 
Member for Finance at the Karman Group in 
Germany. Henning has degrees in Mechanical and 
Industrial Engineering. He also holds MBA from 
West Lafayette, USA. ■

Local Lass to Steer 
Communications for GM Africa 
and Middle East Operations

General Motors 
Africa General 
Manager 
Communications 
and Public Relations, 
Denise van 
Huyssteen, had 
been given expanded 
responsibilities with 
her appointment as 
General Manager of 
Communications 
for GM Africa 
and Middle East 
Operations, eff ective from 1 March 2016.

In her new role, Van Huyssteen will remain 
based in SA while taking on responsibility for com-
munications across Africa and the Middle East. 
She will report directly to Mario Spangenberg, 
President and Managing Director of GM’s Africa 
and Middle East Operations, and indirectly to 
Lori Arpin, Vice President of Communications for 
GM International.

Her key areas of focus across the region will 
be the development of corporate communications, 
internal communications and product communi-
cations strategies which are aligned to the overall 
objectives of the business.

Van Huyssteen is also a member of the 
Executive Committee for GM South Africa, 
Chairperson of the GM International Women’s 
Council, Trustee of the GM South Africa 
Foundation and is a Director on the Nelson 
Mandela Bay Chamber of Commerce and 
Industry Board.

She holds a National Diploma in Public 
Relations from the former Port Elizabeth Technikon 
(Nelson Mandela Metropolitan University). ■

Toyota Honours Top Dealers

Th ekwini Toyota Durban was recognised for their 
performance in 2015 and awarded the 2015 Toyota 
Dealer of the Year.

Awarded annually, the Toyota Dealer Awards 
are based on a comprehensive set of metrics on 
which each dealer is measured throughout the 

Ray Levin. Denise van Huyssteen.

continued on next page Henning Jens.Stefan Mecha.

Andrew Kirby.
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preceding year. Th ese measurements include cus-
tomer service, environmental protection, fi nancial 
performance and vehicle sales.

In selecting the 2015 Toyota Dealer of the Year, 
Toyota identifi ed the best performing dealership 
in the small, medium, large and mega categories. 
Danny Govender and Th ekwini Toyota Durban 
were recognised in the medium category and 
received the overall award; while Calvin Parry of 
Algoa Toyota Uitenhage, Brian Jones of Halfway 
Toyota Shelly Beach and Martin Klopper of 
Halfway Toyota Fourways were awarded for their 
outstanding achievements in the small, large and 
mega categories respectively.

Toyota recognised several dealers and dealer 
groups during its award ceremonies; including 
the coveted Chairman’s Achievement Award. Th is 
award is awarded at the discretion of Dr Johan van 
Zyl, the President and CEO of Toyota South Africa 
Motors. Th is year it was awarded to Th ys Meyer of 
Audensburg Toyota.

Toyota also celebrated the dealership with the 
best environmental initiatives. Th is award was 
earned through merit and exemplary recycling ini-
tiatives and active involvement in the community 

to promote eco-friendly behaviour. In addition to 
providing 100 refuse bins to schools and public 
areas and planting 400 trees in their vicinity, the 
dealer also assumed responsibility for most of the 
recycling in town for which they have a dedicated 
team. Toyota recognised Werner Horn of Malalane 
Toyota for taking responsibility, creating awareness 
and caring for their immediate society.

Toyota also singled out the dealer with the 
highest level of customer experience. For an 
exceptional customer experience score for the past 
year, Toyota recognised Andries de Villiers of Rola 
Toyota Bredasdorp.

In a related category Toyota recognised its 
best performing monitor service dealer. Toyota’s 
monitor service dealers act as specialist resolution 
dealers for complex problems or problems that 
do not have an apparent solution. Kevin Murphy 
of McCarthy Toyota Ballito received the Monitor 
Dealer of the Year award.

Toyota Financial Services (TFS) also rec-
ognised the best performing Toyota dealer and 
this year Johan Boonzaier of Waterberg Toyota 
Modimolle received the Toyota Financial Services 
CEO award. ■

VWSA Bids Farewell to 
Longest Serving Woman

On 1 April 1969, Julia Potgieter walked into 
Volkswagen for the fi rst time, 47 years later, she 
will be retiring from Volkswagen with her head 
held high aft er an amazing career.

At a special tea held in her honour she was 
able to reminisce with VWSA Chairman and MD, 
Thomas Schaefer, about her years of service in 
the company.

Julia is a special woman at VWSA, loved by 
many and respected by all her 
fi nance colleagues. Not only is 
she the longest serving woman 
at VWSA, but currently the 
longest serving employee.

A career spanning almost 
half a century, all of which 
was spent in the Finance 
Division has given Julia many 
wonderful memories, such as 
going for a swim at lunch time 
in the company pool and the 
introduction of the computer. 
Th e Managing Director of the 
day was Albert Th eunissen, 
VWSA was building the 
Beetle, the 411 and the T3 and 
total production volume for 
the year was a mere 34 133 
units compared to the 2015 
fi gure of 120 000.

“We wish Julia the very best in her future 
endeavours and thank her sincerely for her excep-
tional dedication and years of service. She is one 
of many loyal and hardworking VWSA Family 
Members and with employees like that, I am 
proud to be the leader of this great company,” said 
Th omas Schaefer.

Top GMSA Dealers Announced

General Motors South Africa (GMSA) named their 
fi ve best dealers in the country recently.

Th is year, dealers were awarded in fi ve catego-
ries that is, Multiple Dealer Area (MDA), Major, 
Medium, Small and Rural.

In the Multiple Dealer category, Glynn 
Crookes of Key Durban walked off  with the 
silverware. Bates Port Shepstone’s Noel Allchin 
was awarded in the Major Dealer category and 
Mark Wilson of Jacksons Queenstown was the 
best Medium Dealer. In the Small Dealer category 
Kenneth Cupido of CP Nel Motors in Mosselbay 
was the winner, with Pieter Kruger of Sydfred 
Motors Matatiele coming out tops in the category 
for Rural Dealers.

“We appreciate the outstanding work that our 
dealers and their teams are doing every day, selling 
to and servicing Chevrolet, Opel and Isuzu vehi-
cles, delivering on our promise of Complete Care 
every day,” said Brian Olson, GMSA Vice President 
of Vehicle Sales, Service and Marketing. “As the 
interface between our company and our custom-
ers, they are the key partners in helping us create 
customers for life,

“We want to congratulate all of the winners as 
well as the qualifi ers and at the same time encour-
age all of our dealers to keep putting the customer 
at the centre of everything they do.” ■

 continued from previous page

Julia Potgieter is bid farewell by chairman 
Thomas Schaefer after her tour of the 
Uitenhage factory.

From left, Ian Nicholls, President and Managing Director GM 
Sub-Saharan Africa Operations, Noel Allchin (Bates Port 
Shepstone), Mark Wilson (Jacksons), Kenneth Cupido (CP 
Nel Mosselbay), Glynn Crookes (Key Durban), Pieter Kruger 
(Sydfred Motors) and Brain Olson, GMSA Vice President, 
Vehicle Sales, Service and Marketing.

Danny Govender.
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Mercedes-Benz South Africa (MBSA) recently launched its state of the art 
Mercedes-Benz Learning Academy (MBLA), the culmination of a R130 mil-
lion joint investment by MBSA and the National Treasury’s Jobs Fund, which 
was signed in 2014.

Th is has seen the transformation of the MBSA Technical Training 
Centre, which fi rst opened in July 1981, into a fully-fl edged and world-class 
Learning Academy. Th e MBLA is destined to be a strategic service pro-
vider in MBSA’s holistic approach to further education and training with 
an ultimate objective of helping the region in the continuing fi ght against 
high unemployment.

Th e Learning Academy currently boasts some 180 learners and is 
expanding its numbers in order to have surplus capacity to better provide ar-
tisans for the broader community as time progresses. Th is is over and above 
the company’s internal needs.

In the immediate future, the MBLA aims to be an externally accessible 
training facility that will off er trade tests, training and essentially place-
ment of unemployed persons to the industry, thus bridging the gap between 
jobseekers and industry.

Th e MBLA has increased the current training staff  complement accord-
ingly from 10 to 14 technical instructors. Plans are also in place to increase 
the number of trades that are currently facilitated by its accredited Trade 
Test centre to include all major trades including automotive electrician, 
millwright, fi tter and turner, motor mechanic and mechatronics.

Th ere are three categories of trainings currently off ered by the MBLA. 
Th ese are the shop fl oor skills training targeting unemployed school/col-
lege leavers for industry; apprenticeships focusing on qualifi ed unemployed 
school/college leavers to artisans; and advanced technology training which 
upskills existing artisans with skills and advanced technologies. ■

Th e Automotive Industry Development Centre (AIDC) and Japan 
International Cooperation Agency (JICA), have launched a programme to 
dispatch automotive experts from Japan to South Africa, to provide technical 
expertise and training to develop local automotive manufacturing companies.

A Memorandum of Collaboration (MoC) was signed by both organisa-
tions to highlight their commitment to growing local automotive manufac-
turing companies to become globally competitive.

Th e AIDC has vast experience in supplier and enterprise development 
programmes, and has been working closely with JICA to develop and imple-
ment programmes addressing the needs of the local manufacturing industry. 
JICA takes full responsibility for dispatching of the experts from Japan 
whilst the AIDC will host them in South Africa.

Th e participating companies – Allite Excalibur, Feltex Trim Rosslyn, 
Feltex Trim Durban and Duys Component Manufacturers – will benefi t 
from improved business effi  ciency and productivity, lean manufacturing 
techniques, enhanced use of technology, and improved quality of products, 
amongst others.

As part of the collaboration agreement, the JICA experts will also trans-
fer skills and knowledge to fi ve AIDC project managers, Hlulani Mahlaule, 
Mlondi Chiya, Jan Muller, Sydney Th eko and Dianne Jogessar, to ensure 
sustainability of the programmes, post implementation.

Th e signing of the MoC has eff ectively established a symbiotic rela-
tionship between the two organisations and will increase both organisa-
tions’ mandate to ensure continuous improvement and increasing the 
global competitiveness of automotive component manufacturing plants in 
South Africa. ■

AIDC and JICA Launch Support 
Programmes to Automotive 
Manufacturing Companies

Dr David Masondo, CEO of the AIDC and Mr Hiroyuki Kinomoto, 
Chief Representative of JICA, at the signing of a Memorandum 
of Collaboration outlining the partnership between the 
two organisations.

MBSA Opens Doors to its 
New Learning Academy

Check out the LATEST Prices for South African Trucks
www.trucksmag.co.za

digital

http://www.trucksmag.co.za
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AutoLive spoke to Kyri Michael, the CEO of 
Accordian Investments – which distributes Tata 
passenger cars and light commercials in South 
Africa – on the challenges facing the local market, 
as well as what can be expected from the brand in 
the months to come.
AL: What have been your major challenges, 
since being appointed as the new CEO of Tata 
Motors SA?
KM: I think getting my team realigned and get-
ting the dealer network to refocus on the brand 
across all departments especially in the area of 

aft ersales support. Trying to re-establish the brand 
and launching a new product at a very diffi  cult 
time for the SA motor industry has not helped, but 
that is the same for all the players.
AL: Are there any personal targets you have 
set for yourself and Tata Motors SA for 2016? 
KM: I would like to see us sell 2 750 units this 
year, having 50 selling dealers operating profi tably 
across the county and launching at least one new 
model locally.
AL: It is no secret that the current exchange 
rate will ultimately increase vehicle prices sub-
stantially. How badly will this affect Tata Motors 
SA in the following months?
KM: Tata Motors, like the rest of the  market, 
is aff ected by the weakening of the rand. 
Approximately 70 per cent of vehicles sold in SA 

are imported, so prices will be increasing. We do 
not speculate on the currency and take forward 
cover to protect our pricing. It will aff ect us as 
our vehicles will become more expensive and 
ultimately less aff ordable to the end consumer. Th e 
extent of the eff ect will be dependent on the timing 
of purchases and the exchange rate at that point 
in time.
AL: Quite a few new Tata models been un-
veiled overseas recently. Could we expect them 
in South Africa soon?
KM: Part of our relaunch strategy is to closely 
follow the new model releases from Tata in India 
and to introduce relevant models to SA as soon as 
they are made available to international markets. 

Q & A

Kyri Michael, CEO of 
Accordian Investments

Kyri Michael, the CEO of Accordian 
Investments.

continued on next page 

The Hexa is powered by the 2.2-litre 
turbodiesel engine putting out 117 kW 
of power and 400 Nm of peak torque 
with the option of six-speed manual or 
automatic transmissions. It has a multi-
drive feature with four settings: Auto, 
Comfort, Dynamic and Rough Road.

The Nexon is powered by either a 1.2-litre 
turbocharged petrol engine or a 1.5-litre 
turbodiesel delivering 83 kW of power 
and 260 Nm of peak torque The six-
speed manual transmission is linked 
to three driving modes and 200 mm of 
ground clearance.

The Tiago (originally named the Zica) is 
available with two engine options. The 
fi rst is a 1.2-litre petrol unit developing 
64 kW of power and 115 Nm of peak 
torque, while the 1.05-litre diesel 
develops 53 kW of power and 140 Nm of 
peak torque.

Coming soon ...

Tata is undergoing a brand renewal in South Africa as it gears up to be 
a bigger player in the local market. The brand building programme that 
started last year is being undertaken with the full support of Tata Motors 
in India, which has invested signifi cantly in market research on which 
to base the renewal programme. This includes the introduction of new 
products, improving the dealer network by upskilling dealer personnel and 
restructuring the head offi ce to make the whole operation more effi cient.
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Th is normally takes anything from six to twelve 
months. Models that are relevant to our local mar-
ket conditions will be evaluated and introduced if 
we believe that they will succeed and are what the 
SA consumer wants.
AL: Would any of these new models be in the 
important entry-level category?
KM: Th e Tata passenger car off ering is primar-
ily the small passenger car so we will defi nitely 
be present here. Pricing is yet to be determined 
and fi nalised at this stage. Currently the Indica 
LGi is our least expensive model, priced at just 
below R115 000, so that is where we will be 
competing from.
AL: The recently launched Bolt is seen 
as a  major step forward for Tata regarding 
overall quality. How has the Bolt been faring 
on the sales front since introduction on the 
local market?
KM: Th e Bolt has done pretty well since launch 
and has been very well received, notwithstanding 
the fact that it was launched during a very diffi  cult 
time for all of us in the market. Even though the 
entire car – in respect of quality, specifi cation 
levels and safety – is a major improvement over for 
Tata. Sales have not get quite got to the levels that 

we have set for ourselves, but are increasing at a 
steady rate.
AL: The Tata brand is undergoing rejuvena-
tion worldwide. These benefi ts will obviously 
feed through to SA. What can we expect from 
Tata in the near future regarding plans for future 
growth and increasing brand awareness in 
the marketplace?
KM: Tata Motors has committed to introducing 
two new products every year. At the recent Auto 
Expo held in Delhi three new passenger cars, the 
Tiago, the Hexa and the Kite 5 where showcased, 
while the Nexon concept was also shown. Th is 
gives you some insight into what is potentially 
coming. In the local context we are also work-
ing on new aft er sales initiatives to support our 
customers and the Brand
AL: Are there any developments in terms of the 
dealer network, after-sales service and parts as 
well as add-on offerings such as revised war-
ranties, service and maintenance plans?
KM: Th is is an area we have focused on extensive-
ly by ensuring that our dealers are able to operate 
on a sustainable and profi table basis. Major work 
has been done on our parts supply rates to both 
the dealer and the customer and this is starting to 
show positive results. All cars are sold with either 
a service and or maintenance plan and we have 

some new exciting initiatives planned that will be 
launched by mid-year
AL: What is Tata’s market share at the moment 
and what level of market share are you looking 
at in fi ve years’ time?
KM: We are currently a very small player in the 
local market. I anticipate that we can grow to a 
market share of around 2 per cent over the next few 
years with the right product line up
AL: What average percentage price increase 
do you predict for the overall car market from 
December 2015 to December 2016?
KM: I see vehicle prices rising at a far higher rate 
than infl ation due to the deprecation of the Rand 
against the major currencies. I believe a price 
increase of around 20 per cent for the year will not 
be unrealistic. ■

 continued from previous page

Q & A

The Tata Indica LGi.

https://www.aa.co.za/services/technical-services/technical-college/
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We Drive

BY STUART JOHNSTON

Aft er two decades of analysing new Hyundai 
products, AutoLive has never ceased to be im-
pressed with the way Hyundai addresses aspects 
of design and engineering to its cars that see a 
signifi cant improvement with the launch each 
new model.

Th e latest Tucson not only looks great – it’s by 
far the most mature, confi dent Hyundai off ering 
in terms of its styling to date – but it has ascended 
to a whole new level of mechanical and dynamic 
refi nement.

Th e Tucson nameplate has been introduced 
again to replace the ix35 range. Th is may be 
confusing to customers, but there is little doubt 
that the new Tucson will not only endear itself 
to fans of the previous Tucson and ix35 off er-
ings, but take conquest sales from the European 
manufacturers. For indeed, this Korean car is 

now more European in its manners than any 
Hyundai before.

Most evident in this is the way it handles road 
irregularities. Whereas previously there was some 
jittery response in the way the wheels behaved aft er 
handling ripples – rebound spring control for the 
more technically minded–this is now a thing of 
the past. Interesting to note in the launch media 
pack that at Hyundai’s new Nurburgring testing 
facility, particular attention was paid to steering, 
suspension and brakes during testing equivalent to 
180 000 km of normal driving.

Trim levels are improved in the cabin, hi tech 
items are present and correct, such as rear-cross 

traffi  c warning, but most importantly, there is a 
now a turbocharged off ering.

Apart from being off ered in three variants 
with the 2,0 litre normally-aspirated petrol engine, 
the new Hyundai 1,6 turbo motor is now installed 
in the premium Tucson models. Th is engine, very 
similar to the one recently introduced in the sporty 
Veloster coupe, produces 130 kW and 265 Nm, 
most of which will be available at the Highveld’s 
power-sapping altitude.

Prices range from R359 900 for the entry-level 
2.0 Premium model to R499 900 for the range-top-
ping 1.6 TGDI Elite model with seven-speed dual 
clutch transmission and all-wheel-drive.

Th ose prices are no longer nearly as aff ord-
able as they were when Hyundai was playing 
catch-up in terms of technology, unfortunately. 
But to soft en the blow, Hyundai has introduced 
an industry-fi rst 7-year/200 000 km drivetrain 
warranty, to go with its standard 5-year/90 000 
km service plan. ■

A New Level of Refi nement

Particular attention was paid to 
steering, suspension and brakes 
during testing equivalent to 
180 000 km of normal driving.

The new Hyundai Tucson has added serious good looks to its array of attractions.
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BY STUART JOHNSTON

Th e MINI Clubman has grown up. Whereas earlier 
Clubman off erings stuck by the eccentric but not 
overly – practical practise of insisting that there 
was only one side door for the rear passenger com-
partment, the latest car has two doors per side, just 
like a regular station wagon! Okay, the rear hatch 
still has a dual door arrangement, split vertically 
and swinging outwards like a van, just to remind 
you that MINIs are still diff erent!

It’s longer and wider than before, and it has 
real-world legroom for the rear passengers, as 

well as a boot capacity measuring 360 litres that ex-
pands to 1 250 litres with the rear seats folded. So, 
yes, it is a usable object-moving device too.

And then there is the ride. Of all the MINI 
models out there at the moment, this one probably 
has the best compromise between trad-go-kart-like 
handling and comfort. It’s a much better looking 
vehicle than the Countryman, for instance, as this 
Clubman still looks like a “proper” MINI, just 
elongated. Stylistically, it has much more defi nition 
than it’s rather blob-like Countryman sibling.

Th e MINI Convertible remains a mix of 
sportiness and style. Perhaps the biggest change, 
indicating its grown-upness, is that the soft  top 

is now electrically operated. And, as with the 
Countryman and other new models in the MINI 
5 generation, the interior fi tments are of higher 
quality than before. Central to the cockpit layout 
is the giant central instrument dial, containing 
infotainment stuff , particularly navigation if it has 
been ticked on the options list.

Mechanically, these new MINIs come in 100 
kW three-cylinder form, or if you specify the S 
mode, you get a 141 kW 2,0-litre four-cylinder 
engine. Transmission choices range between 
six speed manual and automatic transmissions 
to eight-speed automatics. Note that these are 
full, fl uid-driven automatics and not dual-clutch 
gearboxes, and I feel that in S guise at least, the car 
deserves a manual gearbox.

Th e three-cylinder is a little honey, but I am 
less convinced with the two-litre four, which 
doesn’t have the dynamism of the previous-gen 
1,6-litre turbo engine fi tted to the previous-gen 
MINI Cooper S i range. ■

We Drive

Grown-up MINIS

Prices (excluding CO2 
tax) are as follows:

• MINI Cooper Clubman manual: R343 00;

• MINI Cooper Clubman Automatic: R361 000;

• MINI Cooper S Clubman Manual: R415 000;

• MINI Cooper S Clubman Automatic: R434 000;

• MINI Convertible Manual: R368 000;

• MINI Convertible Automatic: R384 900;

• MINI Cooper S Convertible Manual: R433 000;

• MINI Cooper S Convertible Automatic: R451 000.

Mini Clubman has fi ne proportions now.

Fabric top is now eletrically operated on the 
Mini convertible. 

Interior fi tments are of a much higher standard dominated by central infotainment pod.
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Th e new vehicle market in Africa has gone very 
soft  in 2016 judging by the export of SA-built 
vehicles into this continent in the fi rst two 
months of the year. Exports in February totalled 
1 869 units, which was a year-on-year fall of 62%, 
while the year-to-date fi gure of 5 413 units is a bit 
better, but still 32% below the 7 934 units shipped 
a year ago.

Th ese fi gures are also somewhat skewed by 
a big deal by Nissan in Madagascar in February. 
It exported 355 units to this island out of a total 
of 374 exports, with the other 19 units being 
Ford Rangers.

Th is deal saw Nissan come out top among 
exporters from SA for the month of February 
with 876 units compared to only 364 for runner-
up Toyota which is in the process of a full model 
change for Hilux and Fortuner. Ford placed third 
with 249 exports and GM/Isuzu Trucks shipped 
162 units.

However, Toyota is still well ahead on a year-
to-date basis with total exports into Africa of 2 363 
units, compared to 1 429 for Nissan, 906 for Ford 
and 304 for GM/Isuzu Trucks.

Nigeria remained the biggest market for 
SA-made vehicles in the fi rst two months of 2016, 

taking 1 853 units, despite some Ford Rangers and 
Nissan products being made locally. In fact, all the 
exports from SA into Nigeria were Toyotas.

Other major destinations for SA-built vehicles 
in the fi rst two months of 2016 were: Ghana (518), 
Angola (434), Madagascar (429), Algeria (372), 
Zimbabwe (311), Zambia (202), Mozambique (172), 
Ethiopia (168), Mauritius (132) and Kenya (113). ■

In a 2015 article on the Forbes website, Sub-
Saharan Africa is projected to remain one of 
the fastest growing regions in the world. And as 
Africa’s economy is growing by an estimated 5 % 
annually – mainly due to increased agriculture 
production, infrastructure investment and tourism 
– the continent’s middle class also continues to 
swell. Th is, of course, means more people looking 
to buy their fi rst vehicle.

Th e article continues to points out that there 
are well over 20 million passenger vehicles on the 
continent, making the population of 1 billion plus 
a very attractive prospect for global automobile 
manufacturers to penetrate. Major manufacturers 
such as Toyota, Tata and General Motors are al-
ready looking to cash in on the growth opportuni-
ties. Not to be left  out of the market, African entre-
preneurs are also entering the automobile industry; 
designing and developing vehicles specifi cally 
geared for the local market and local consumers.

Originally developed by students from 
Uganda’s Makerere University for a project headed 
by Massachusetts Institute of Technology (MIT), 
Kiira Motor Corporation’s sedan hybrid electric 
vehicle – the Kiira EV SMACK – was designed for 
the region, local terrain and consumers’ ability 
to aff ord the car. Th e fi ve-seater sedan is powered 
by a rechargeable battery and also has an internal 
combustion engine-based generator which charges 
the battery. Th e fi rst commercial vehicle from this 
line is expected to roll out in 2018.

Nigeria’s Innoson Vehicle Manufacturing 
Company has built on its success of manufactur-
ing buses and trucks to launch a bakkie (IVM 
1021A) and a Sports Utility Vehicle (IVM 6490A). 
According to the company website, the automo-
bile company was commissioned by President 
Goodluck Jonathan and founded by Mr. Innocent 
Chukwuma.

Th e Ghanaian-based Kantanka Automobile 
Company, founded by Apostle Safo Kantanka, 
assembles its passenger vehicles at a manufacturing 

plant located in Gomoa Mpota in the central 
region of Ghana. According to reports, the 
company has put the commercial release of its 
models on hold, pending approval from the Ghana 
Standards Authority.

Th e commercial success of these “made in 
Africa for Africans” cars will depend on the uptake 
by African consumers. ■

* Information sourced from article by Farai 
Gundan on www.forbes.com

Nigeria remained the biggest 
market for SA-made vehicles in 
the fi rst two months of 2016.

SA Exports Into Africa Continue to Tumble

Made in Africa 

for Africa

The 13th annual Kenya AutoIndex International Trade Exhibition on Automobiles and Industries is 
scheduled to take place from 28 to 30 May 2016 at the Kenyatta International Convention Centre in 
Nairobi. It is the region’s largest showcase of foreigh products, equipment machinery and services, 
attracting visitors from Sudan, Ethiopia, Mozambique & Zaire, Nigeria, Tanzania, Egypt and South 
Africa. A vast range of products would be displayed from the below sectorsInterested parties are 
invited to book exhibition space. ■

* Visit http://www.profexexhibitions.com for further information.

Book Now for Kenya AutoIndex 2016
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can be confi gured to control mood lighting in the 
car as well as connecting to nearby dealerships. It 
even has a facility for you to take videos or photos 

of any concerns with your vehicle which can 
assist the dealer’s service personnel with 

troubleshooting. ■

* For more information on 
NSV Automotive and its South 

African product range contact 
Dave Geff en on +27 83 409 
7483 or send an e-mail to 
dave@nsvauto.com

Th e Dubai-based premium accessory company, 
NSV Automotive, is aiming to become a signifi -
cant player in the South African aft ermarket, as 
mentioned in the Industry Insider feature on Dave 
Geff en in the February edition of AutoLive. Th e 
drive will be selling its range of products to OEMs, 
vehicle importers and large retail groups.

Th e company was established in 1990 and 
has made rapid progress since then. Dubai is not 
only the location of the NSV head offi  ce, but also 
its centre for design, research and development on 
products for a large range of vehicle brands. One 
of the benefi ts of this location is that it has one of 
the harshest climatic conditions in the world so the 
end products are designed with this in mind.

NSV offi  ces are located in Australia, sev-
eral countries in Asia and in the United States. 
Manufacturing takes place at a number of modern 
factories located in the Far East. (All manufactur-
ing facilities are ISO9001 and TS16949 certifi ed).

Product warranties match OE factory war-
ranties up to 3-years/100 000km. NSV claims to 
be the undisputed leader in integrated automotive 
accessories and currently supplies products to 
six continents.

NSV is very proud of its reputation for innova-
tion and the quality of its products. It sees itself as 
one of the leaders in the automotive accessory mar-
ket and guards these attributes jealously. Its aim is 
to maintain this leadership position by continu-
ally anticipating customer needs and developing 
innovative solutions with game-changer products. 
Th e company is also willing and able to collaborate 
with clients on any project to deliver an engineered 
solution to meet a specifi c need.

Th e company is particularly strong in de-
veloping and marketing products to enhance 
safety with products that meet and exceed 
OEM requirements while blending with 
OEM aesthetics.

Among these products is a digital 
video recorder fi tted directly behind the 
interior rear-view mirror. Th e system 
holds hours of video recording on a 
loop, with the main purpose being to 
capture the decisive few seconds of a 
collision or other event which could po-
tentially be factual evidence or pure enter-
tainment. Among the other safety products 
are reverse cameras, blind spot detectors and 
parking sensors which are colour matched to 
the vehicle paint.

One of the NSV products gaining traction 
in the aft ermarket industry is a range of full HD 
smart screens which mount onto the back of 
two-post head restraints without modifi cations to 
the vehicle. Th e screen mirrors Android, iOS or 

Blackberry devices to the screen and off ers a wide 
range of capabilities for the rear seat passenger, 
ranging from movies, games, internet, e-mail 
and e-commerce to music. Connections for high 
defi nition multimedia interface (HDMI) and RCA 
connector, as well as ports for USB and SD card are 
all integrated into these compact units.

Th e product range available in South Africa 
extends to a variety of lights, from high penetra-
tion driving lights, to daytime running lights, and 
LED fog lamps.

A novel product is the selection of laser 
window shades which use powerful magnets to 
attach to the window surround instead of the usual 
suction cups. Test results have shown that a set of 
laser window shades can keep a car cooler by more 
than 200C.

Th e off -road fraternity is well catered for with 
a number of product lines, including compact 
compressors for pumping tyres, which can be built 
into many makes of 4×4 vehicle. In addition there 
is a compact mini compressor which can be carried 
in any car. NSV also convert Land Cruiser pick-ups 
into 6×6, enabling them to go anywhere with a 
3-ton load.

NSV has also developed a Connect App and 
interface for smartphones which permits the user 
to remotely control features in his car such as 
the audio system volume, radio station selection, 
media source and track selection. In addition it 

Selection of High Quality Accessories Coming to SA

The HD smart touch screens which give 
almost unlimited versatility–watch movies, 
listen to music, type e-mails, or surf 
the internet.

Use your tablet or smart phone in the rear 
seats, great for keeping the kids busy on 
a long trip.

WIN 
with NSV and 

AutoLive!
One lucky AutoLive reader can win this dual USB port, which mounts in the rear 
of the console and features two charging cables to keep your tablets or smart 
phones charged in the rear of the vehicle. 

Send the answer to the question below to liana@autolive.co.za to be 
entered into the draw. Competition closes at noon on Friday, April 22nd 

2016. The winner will be announced in the April issue of AutoLive.

Question:
To how many continents does NSV 

supply its products?
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BY STUART JOHNSTON

It must have been a shock to Toyota people 
to see how much favour Ford’s Ranger 
has found with our bakkie-buying public. 
Particularly as, with the previous-gen 
Ranger (pre 2011), Ford was nowhere in 
the sales race.

In my opinion, there are two major 
issues the new Hilux needed to address. 
Th e one was appearance, because there is 
little doubt that in the looks department, 
the Ford Ranger has everyone cold-cocked. 
Th e Ranger looks like a smaller version of 
an American hoo-hah pick-up truck, with 
all the macho charisma that those vehicles 
inspire. Th at aggressive nose is what has 
done it for the Ranger, as well as the fact 
that it is a very good all-round package in 
other vital departments too.

In the looks department, I feel that 
Hilux has not cracked it completely. It 
looks strong and rugged when viewed 
from the three-quarter front angle, but 
when viewed from side on, that new nose 
is far too long and downward sloping. It 
doesn’t portray the macho appearance that 
it should, given that in reality it is probably 
the toughest bakkie on the market.

Ride and handling was the most im-
portant aspect that needed fi xing, in terms 
of living with a Hilux. In this respect – we 
only drove the double cabs at launch – the 
new Hilux is a vast improvement over the 
old. It is still not perfect on rippled tar, 
where high-frequency jiggles are still felt in 
the cabin. But on dirt roads it is vastly im-
proved. Th ere is almost no defl ection over 
corrugated surfaces now on dirt, some-
thing that made the previous Hilux hard to 
handle, particularly when unladen. ■

Addressing Hilux Issues – 
A Second Opinion on the 

New Toyota Bakkie

http://www.ramauto.co.za
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LSM Distributors – 
importers of Porsche cars 
and Ducati motorcycles 
into SA – has secured the 
distribution and dealer 
rights for luxury brand 
Bentley in South Africa.

Said Toby 
Venter, CEO of LSM 
Distributors, at the time 
of the announcement: 
“We were inspired by 
Bentley’s rich heritage, 
from their numerous 
racing triumphs, to the 
passion and craft sman-
ship that goes into 
making each individual 
car. However, the clear contemporisation of the 
Bentley brand in recent years has also been a great 
attraction to us. We are convinced that Bentley 
will complement the existing portfolio of business 
interests within the LSM Distributors Group”, 
said Venter.

A new home for Bentley is up and running in 
Melrose Arch at the corner of Corlett Drive and 
Melrose Boulevard and the possibility of an-
other two dealerships is under consideration. Th e 

vehicles on off er will be the Continental, the Flying 
Spur, the Mulsanne and Bentley’s newest off ering, 
the Bentayga sport-utility vehicle, which should be 
available in May.

Bentley customers can expect supe-
rior service levels and added benefi ts, such as a 
3-year/100 000km Drive Plan – which covers all 
maintenance for the defi ned period – included in 
the retail price of every new Bentley sold from the 
1st of March 2016.

Bentley Motors 
Limited was founded by 
Walter Owen Bentley on 
18 January 1919. Bentley 
began with a straight-
forward philosophy: the 
relentless pursuit of both 
luxury and performance. 
Th e engineering employed 
in pursuit of this goal is 
similarly single-minded. 
As they competed in 
hill climbs and raced at 
Brooklands the durabil-
ity of Bentley cars earned 
widespread acclaim. 
Amongst numerous 
racing victories, Bentley 

famously won the 24 Hours of Le Mans in 1924, 
1927, 1928, 1929, and 1930 with the ‘Bentley Boys’, 
a group of talented and wealthy individuals includ-
ing Captain Woolf ‘Babe’ Barnato. In 2003, Bentley 
conquered Le Mans again, this time with a Speed 8.

“We are delighted to have LSM Distributors 
Group, as our new retailer partner, and we look 
forward to a long and successful relationship,” 
commented Neil Wilford, Bentley’s Regional 
Manager for Middle East, Africa and India. ■

Volkswagen Group South Africa is inviting black-
owned suppliers to participate in its fi rst Black-
Owned Supplier’s Day, which will take place at the 
VWSA PeoplePavilion in Uitenhage, on Th ursday, 
5 May 2016.

Successful applicants will have the opportuni-
ty to display their products and services to VWSA, 
its suppliers and other automotive OEMs, with a 
certain possibility of securing signifi cant contracts. 

“Th is process stems from our determination to 
expand our business with black-owned suppliers 
so that we can continue to support the economic 
transformation in South Africa”, said Th omas 
Schaefer, Chairman and Managing Director of 
Volkswagen Group South Africa. “VWSA views 

the issue of procurement from black-owned suppli-
ers as a priority from both a moral and legislative 
compliance perspective”.

Companies that supply manufactured compo-
nents or services and non-automotive related prod-
ucts and services, including organisations in the 
defence/military, agricultural, mining, IT, services 
and other related manufacturing industries that 
would benefi t from diversifi cation are invited to 
apply. Successful organisations must have a mini-
mum of 51% black ownership (includes Coloured, 
Indian and Chinese as per B-BBEE guidelines) 
and/or a minimum of 30% black female ownership. 
Other key requirements that VWSA is looking 
for are companies that are owned or managed by 
disabled persons or war veterans.

While VWSA is seeking primarily component 
manufacturers, non-manufacturing suppliers are 
also welcome to apply. Contact Inkanyezi Events at 
0861 101 475 or email support@inkanyezi.co.za for 
more information. ■

VW Aims to Source Black Suppliers

Bentley Joins the LSM Distributors Portfolio

Thomas Schaefer, Chairman and 
Managing Director of Volkswagen Group 
South Africa.

Successful organisations 
must have a minimum of 
51% black ownership
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Working Wheels

BY ANNELISE VAN DER LAAN
EDITOR OF TRUCKS & HEAVY 
EQUIPMENT MAGAZINE

Our Jacaranda Capital City is turning green with 
40 of the 84 new buses for the second phase of A Re 
Yeng operations running on compressed natural 
gas (CNG). What’s more, A Re Yeng is the fi rst bus 
service in sub-Saharan Africa to run fully on CNG.

CNG is a renewable source of energy that is 
sourced from various gas fi elds. It is a viable and 
safe alternative fuel that off ers numerous benefi ts, 
and it is ideal for use in areas that depend on heavy 
industry and public transport – it is colourless, 
odourless and non-toxic.

Natural gas is the only abundant, eco-friendly, 
economically viable fuel to supply the world’s auto-
motive fl eet in the foreseeable future. Th e many ad-
vantages of CNG include that is burns cleaner than 
diesel. It also reduces fuel costs by up to 40%, and 
cuts emission of carbon dioxide, carbon monoxide 
and nitrogen oxide by 25, 20 and 90% respectively. 
In addition, it does not produce particulates.

Th e roll out of CNG buses is part of the City 
of Tshwane’s commitment to provide an effi  cient 
transport service and transform the existing 
system into a more sustainable form of transport. 
Th e buses will operate on the current Line 2A 
route, namely CBD to Hatfi eld, and the new Line 
1A route.

Th e trunk route for the new Line 1A runs 
between the Pretoria central business district, 
along Paul Kruger Street and Mansfi eld Avenue, 
to Wonderboom Station. Th e Wonderboom inter-
modal facility (a bus, rail and taxi interchange) is 
in the design stage, with construction expected to 
start soon.

Furthermore, the Tshwane Rapid Transit 
(TRT), which is a trust appointed by aff ected 
operators to run A Re Yeng operations, has 
trained new drivers in customer care skills, routes 
and procedures to get used to the routes they 
will be driving, memorise all stops and stations, 
practise docking at stops and stations without any 
inconvenience to passengers, and carry out safety 
exercises, which include drills on handling fi re, 
emergency breakdowns and power failures.

Just over a year aft er commencing operations, 
A Re Yeng is proving to be the mode of choice for 
Tshwane residents and those further afi eld. Th is 
is shown by the increase in the number of trips 
undertaken per day since the A Re Yeng smart 
card, the Connector, went on sale in November 
2014. Th e average number of passengers has been 
consistent since February 2015, ranging between 
3 000 and 4 000 passengers per day, increasing to 4 
495 passengers daily in October 2015.

Th e City of Tshwane remains confi dent 
that the ridership fi gures will double with Line 
1A operating.

Th e next phase to be implemented is the 
one between Hatfi eld and Menlyn in the east of 
Pretoria, namely Line 2B. Th e fi rst section of this 
phase is Atterbury Road between Lois Street and 
January Masilela Drive. Th e 18-month construc-
tion period will commence around the second 
quarter this year.

Currently, the fare rationalisation with other 
public transport modes is underway and should 
also be completed this year, enabling A Re Yeng 
users to pay fares that are fairly comparable to 
other modes. ■

Purple Capital Turns Green

The executive mayor of Tshwane, Cllr 
Kgosientso Ramokgopa, and Gauteng 
MEC for Roads and Transport, Ismail Vadi, 
launched the fi rst CNG bus prototype.
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Isuzu Truck South Africa (ITSA) has adopted a 
forward-thinking approach by selling genuine 
replacement parts to truck owners at a fraction of 
the cost, so they do not consider pirate aft ermarket 
components as a cheaper option. Th is comes in re-
ply to the prevailing mindset among truck owners 
that genuine replacement parts come at a higher 
price compared to pirate parts, leading many opt-
ing for the latter.

ITSA managed to stock up Original 
Equipment Manufacturer (OEM) parts in bulk 
directly from Isuzu headquarters in Japan, thus 
tapping into substantial discounts, which are 
passed on directly to customers.

Th e Isuzu Trucks genuine OEM parts come 
with a 12-month warranty. Moreover, if fi tted by a 
qualifi ed and Retail Motor Industry Organisation 
(RMI) approved technician, the truck owner is 

assured of backup and assistance by Isuzu in the 
event of a breakdown or malfunction of the part. 
Isuzu parts automatically facilitate access to a wide 
variety of backing, such as national dealer support 
with a parts warehouse stocking over 16 000 parts, 
and a dealer group off ering the sustenance to 
facilitate a seven-day-a-week backup process and 
peace of mind.

ITSA’s customer-centric and forward-looking 
approach has ensured best value for money for 
truck owners, as the company has negotiated an 
innovative option for all customers to have access 
to a genuine OEM part at an alternative price 
structure with no eff ect to the quality of the part or 
its engineering.

“Isuzu Japan has assisted Isuzu Truck South 
Africa in manufacturing an alternative part us-
ing the same stringent engineering and product 

reliability code with a reduced cost base to extend 
our cost of ownership to Isuzu customers,” said 
Wayne Morgan, the General Manager: Aft ersales & 
Parts of Isuzu Truck South Africa.

“Isuzu parts and components are created and 
tested according to the manufacturers’ specifi ca-
tion and high standards; genuine OEM items are 
guaranteed to be high quality. Having parts that 
are made specifi cally for your Isuzu means that 
they fi t very well into your truck. Th is means that 
not only are the parts safer, and thus make your 
truck safer, but they last longer. Th e Isuzu genuine 
OEM parts are guaranteed to be compatible with 
Isuzu trucks and to perform according to fac-
tory specifi cations, especially where the trucks 
require cargo-bodies and equipment to complete 
the unit.” ■

ITSA Offers Genuine OEM Parts at Competitive Prices

Atlas Security AR Manager Conrad Cloete 
front left and Atlas Security OM Monty 
Montgomery with Craig Kerr back left 
Atlas GM Wilhelm Muller Will.

Th e McCarthy Group’s fl agship Hino dealership, 
Hino Midrand, is Hino South Africa’s Dealer 
of the Year for 2015. Th e prestigious award was 
presented at a gala event at the new Kyalami Grand 
Prix Circuit at the end of February.

Hino Midrand has been part of the national 
Hino network for more than 25 years, but for 
much of this time it was a satellite dealership 
twinned with McCarthy’s big truck outlet in Selby, 
Johannesburg CBD. Th is combination won the 
Hino Dealer of the Year award in 2007. Th e situa-
tion changed substantially for Hino Midrand at the 
end of 2013 when the operations moved into spa-
cious, modern facilities.Hino Midrand is headed 
up Hennie de Villiers, who is also the group 
managing director of McCarthy’s six Hino dealer-
ships in South Africa. A proud De Villiers was full 

of praise for his team at the impressive Midrand 
facility: “Winning the Hino Dealer of the Year 
award requires exceptional teamwork, backed up 
by enthusiasm, dedication and the willingness to 
go  the extra mile to ensure customer satisfaction.”

Hino dealers are evaluated through an ongo-
ing process throughout the year to determine the 
winner of this important award. Th is includes 
regular submissions on sales, parts and service 
achievements as well as visits to the dealership by 
Hino SA representatives who check on aspects 
such as corporate identity standards.

Hino Midrand achieved 121% of its sales target 
in 2015 and recorded more than R8-million in part 
sales while their combined Customer Experience 
(CE) section of the evaluation recorded more than 
96%. (Th is is the average score for CE evaluations 

in sales, parts and service and is independently 
surveyed).

Th e runner-up for the 2015 Hino Truck Dealer 
of the Year award was Hino Oranje. ■

Hino Announces 2015 Top Performers

Hennie de Villiers, the Group Managing 
Director of McCarthy Hino Dealerships 
and Dealer Principal of Hino Midrand, is 
obviously delighted at winning the 2015 
Dealer of the Year award.

Top Port Elizabeth security fi rm, Atlas Security, re-
cently took ownership of nine Chevrolet Utilities, 
boosting their fl eet to 90.

“We purchased about 28 Utility vehicles 
previously in total which have proven to be reliable 
and robust for a 24-hour fl eet. We have found that 
the running costs of these vehicles have exceeded 
our expectations in terms of effi  ciency,” said Atlas 
General Manager, Craig Kerr. “We have found 

that the Chevrolet Utility is best in its class for our 
purposes, providing our armed response offi  cers 
with a safe, reliable and speedy vehicle in which to 
best go about their duties.”

According to Kerr the Chevrolet Utility is fuel 
effi  cient, easy to drive, comfortable and cost-eff ec-
tive to maintain. ■

Utility Lends Security
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Ralph Pitchford Wins 2016 DJ 
Rally for Classic Motorcycles

Ralph Pitchford, a veteran of the Dakar Rally both 
as a motorcycle mechanic and a co-driver in a 
number of cars, as well as a former champion SA 
off -road racing co-driver, was a popular winner of 
the 2016 DJ Rally for post 1936 motorcycles earlier 
this month. Th is was the fi rst outright DJ Rally win 
for Pitchford, riding a 1926 500cc Triumph P-type. 
His error at the various timing check points on the 
600km route totalled 230 seconds – 89 seconds on 
the fi rst day and 141 seconds on the second day.

Th e 2016 event was the 45th of these regularity 
rallies staged to commemorate the annual motorcy-
cle road races held most years between Durban and 
Johannesburg from 1913 to 1936 when racing on 
public roads was banned on safety ground. For this 
reason only motorcycles manufactured before 1937 
are eligible to compete in the commemorative regu-
larity rally, with most of them being British makes.

Th e oldest motorcycle to compete this year’s 
event was a 1913 1 039cc Matchless ridden by Hans 
Coertse and fi nished 61st. Th e year-long restoration 
of this classic machine, which dates back to the fi rst 
Durban-Johannesburg race, was completed shortly 
before the start.

Th e 2016 DJ Rally, which was organised by a 
committee from several clubs under the leader-
ship of Clerk of the Course Ian Holmes, once again 
followed a route as close as possible to that of the 
original road races, being basically the old road 
between Durban and Johannesburg.

Th ere is still a lot of road construction on this 
route, which meant a number of stop-go sections. 
In addition, the road was very rough in patches, but 
the competitors are hoping the resurfacing of most 
of the route will be completed for the 2017 event.

A big change for 2016 was the use of electronic 
data loggers carried by each competitor instead 
of having people man the timing check points as 
in the past. Generally the logger system worked 
very well, although there were a few glitches such 
as loggers switching themselves off  and batteries 
running fl at. Unfortunately most of the competi-
tors whose loggers malfunctioned were excluded 
from the results although they qualifi ed for 
fi nishers’ medals. ■

Local Co-Driver to Compete in 
International Cross Country Event 
in Qatar

South African 
co-driver Sandra 
Labuscagne will 
compete in the 
international Sealine 
Cross Country Rally, 
round three of the 
FIA Cross Country 
World Cup, in Qatar 
from April 17 to 
22. She will partner 
Spanish driver 
Christina Gutierrez-
Herrero in Class T2 
on the 1650 kilometre event.

Gutierrez-Herrero and Labuscagne will be 
part of a three car all female team. Th e other 
members of the team are New Zealander Emma 
Gilmour and Lisette Bakker, of the Netherlands, 
and Frenchwoman Charlotte Berton and Jordanian 
Yasmeen Elmajed.

Labuscagne has been competing at national 
level for a number of years, and she and father 
Coetzee fi nished sixth overall in the Special 
Vehicle category in last year’s Donaldson Cross 
Country Championship. Labuscagne also took the 
award for the highest placed female competitor in 
the national championship. ■

Bridgestone SA/SAGMJ Motor 
Sportsman of the Year Announced

2015 Donaldson South African Cross Country 
Champion, South African Rally Championship 
runner-up and the man who fi nished fi ft h in the 
2016 Dakar, Leeroy Poulter was recently voted 
the 2015 Bridgestone SA /South African Guild 
of Motoring Journalists Motor Sportsman of 
the Year.

Poulter dominated the 2015 SA Cross Country 
championship and impressed immensely at the 
Dakar, fi nishing fi ft h overall in the gruelling event.

Th e SA Guild of Motorsport Journalists 
every year nominates the best performers from 
the cream of the past year’s local motorsport 
crop and this year eleven of SA’s fi nest were 
nominated. Guild members then voted for their 
chosen nominee and the racer with the most votes 
was awarded the Motor Sportsman of the Year 
fl oating trophy. ■

Local Lad Signed by Audi 
Sport Racing Academy

SA racing prodigy 
Sheldon van der 
Linde is set for 
a busy and most 
fulfi lling year in 
2016. Not only will 
he be competing in 
the 2016 European 
Audi Sport TT Cup, 
but the Dainfern 
youngster was also 
selected as one of six 
Audi Sport Racing 
Academy students 
set for a premium 
international 
motorsport learning programme over the next 
two years.

Th e two-year Audi Sport Racing Academy 
programme includes twelve modules through 
which the young drivers undergo extensive train-
ing by experts on topics as far ranging as public 
relations and sponsorship to automotive engineer-
ing, fi tness, nutrition and mental training. Th at’s 
over and above several dynamic driving sessions 
that include everything from winter training in 
Austria to ice driving in Finland and sprints on 

European race tracks, with the 
drivers benefi ting in-depth tuition 
throughout. 

Th e program includes exten-
sive mentoring and preparation 
for Audi Sport TT Cup races and 
later in GT series with Audi with 
each candidate setting clearly 
defi ned goals every year and their 
progress towards those goals closely 
monitored. Each young driver 
benefi ts the support of a permanent 
mentor to personally advise and 
assist the candidate throughout the 
course. Sheldon’s fi rst Audi Sport 
TT Cup race will be at Hockenheim 
on 8 May. ■

Sandra Labuschagne.

Ralph Pitchford.

Leeroy Poulter was recently voted the 2015 Bridgestone 
SA /South African Guild of Motoring Journalists Motor 
Sportsman of the Year.

Sheldon van der Linde.
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American muscle. Corvette and Dodge Challenger at the 
Tarlton Raceway stand.

Kobus Mostert’s 1960 Cadillac coupe was 
a huge hit in Hall 5.

Right: Lemmer Jacobs’ 
classic Harley Bobber.

Emgee Workshop displayed a bare-bones 
Land Rover Series 1 chassis and engine 
at Hall 5.

Fabienne Lanz (right) was at the Rand Show Man Cave in 
Hall 5  with her kart racing development team.

Above: The Cobra Club had a Backdraft 
Cobra with Lexus V8 power on offer for 
R200 a ticket! There’s still time to enter, 
until April 9!

Right: Workaday classics. Willys Jeep 
wagon and Karmann Ghia in classic 
un-restored form.

Man Cave Must-Haves at Rand Show 2016
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