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Suzuki’s fi rst LCV
 is here

Th is situation is very evident in the results of 
the latest Ipsos survey of customer purchasing 
and servicing experiences in 2015, which were 
released yesterday.

Audi received a platinum award for sustained 
customer satisfaction in both the passenger car 
purchasing and servicing experience categories, 
having won gold awards every year from 2012 to 
2015. Th e Volkswagen brand received a platinum 
award for the purchasing experience with cars and 
LCVs from 2012 to 2015.

Other brands to receive platinum awards 
were Isuzu for the LCV purchasing experience, 
while Toyota and Nissan received these prestig-
ious awards for LCV servicing in the period 2012 
to 2015.

Audi and Volkswagen were the only brands to 
receive gold awards for the passenger car purchas-
ing experience in 2015. Chevrolet, Mercedes-Benz, 
Nissan, Opel and Toyota all won silver awards 
and bronze awards went to Ford, Honda, Lexus 
and Renault.

Audi was also the only brand to earn a gold 
award for passenger car servicing. Chevrolet, 
Lexus, Nissan, Toyota and Volkswagen gained 
silver awards, with bronze awards going to Honda, 
Mercedes-Benz, Opel and Renault.

“Th e achievements by the industry overall in 
our ongoing study over the past four years have 
been outstanding and are a tribute to staff  at the 
manufacturers’ head offi  ces who are responsible 
for training and supporting the dealers as well as 
for the commitment of the dealers themselves. 

In particular the consistent excellence of Audi, 
Isuzu, Nissan, Toyota and Volkswagen brands 
must be highlighted for special praise,” said 
Patrick Busschau, the Ipsos SA Automotive 
Business Director. “It is amazing how the retail 
industry manages to lift  the bar ever higher 
each year.”

Th e outstanding level of customer satisfac-
tion in terms of the LCV purchasing and servicing 
experience in South Africa is underlined by the 
fact that four brands – Isuzu, Nissan, Toyota and 
Volkswagen–won gold awards for purchasing and 
three – Isuzu, Nissan and Toyota – won gold for 
servicing in the 2015 survey.

Chevrolet and Ford gained silver awards for 
purchasing, while Chevrolet and Volkswagen 
earned silver for servicing. Ford was the only 
recipient of a bronze award for LCV servicing.

Not only is the LCV satisfaction with customer 
experience at new highs for both the purchasing 
and servicing experiences but there has also been 
an improvement in all except one of the 30 attrib-
utes – 15 for purchasing and 15 for servicing – that 
make up the Ipsos questionnaire.

Th e latest Ipsos research shows that car buyers 
are also very well cared for by the manufacturers, 
importers and dealers. Th e purchasing experience, 
at a level of 94.7% and servicing at 88.8% are at 
their highest levels, but in the case of servicing the 
fi gure for LCVs is even higher than that for cars at 
89.9%. Th ere were improvements in virtually all 
the attributes surveyed in terms of LCV customers, 
whereas in the case of cars there were improve-
ments in only about 50% of the attributes surveyed.

continued on page 2 

15 000
SUBSCRIBERS

CUSTOMERS HAVE NEVER 
HAD IT THIS GOOD

The Volkswagen Group may be having problems with its image in many global markets in the backwash of the 
so-called Dieselgate emissions scandal, but here in South Africa Audi and Volkswagen are leaders in the fi eld of 
customer care.
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Disclaimer

While reasonable precautions have 
been taken to ensure the accuracy 
of the advice and information given 

to readers, neither the editor, the 
proprietors, nor the publishers 

can accept any responsibility for 
any damages or injury which may 

arise therefrom.
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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.

CLICK HERE to access

Ipsos has been evaluating the 
competitive customer experience in 
the SA motor industry since 1991 
so have immense experience in 
this environment.

Th is year a total of 23 000 
customers were surveyed on either 
the buying or servicing experience 
between 10-35 days aft er buying or 
servicing their car or LCV. Th e sur-
vey involved 15 of the brands on the 
local market. Th ese brands account 
for 75% of the cars and LCVs sold 
annually through dealer retail chan-
nels which makes the Ipsos survey 
very meaningful.

Th e results of the survey are 
subjected to four separate checks and 
balances or so-called quality gates 
to ensure validity. Responses that do 
not comply are discounted.

While the rating by customers of 
the purchasing experience continues 
to rise for LCVs, it has fl attened out 
for passenger car buyers. But, in 
terms of the servicing experience, 
the graph for LCV’s has been above 
that of cars for the past 10 years other 
than a slight dip below the car graph 
in 2013. It is now on an upward 
path again.

Studying the purchasing experi-
ence changes in the passenger sector 
we see that answers to the question 
as to whether or not a vehicle was 

free of faults has improved by 3.7 
points and is the biggest positive 
mover. It is followed by customers 
feeling they are appreciated by the 
dealer which improved by 1.4 points. 
By far the worst situation arises 
in terms of taking ownership for 
queries or problems when buying 
a car. Here the dealers were found 
wanting with a decline of 4.7 points 
in the rating.

Buyers of light commercial ve-
hicles are in the enviable position of 
seeing improvements in all aspects of 
the buying experience. Th ese range 
from the explanation of features and 
requirements at 0.3 points to appre-
ciation of the customer by the dealer 
at 2.4 points.

Th e breakdown of the various 
attributes that form questions in the 
servicing section of the survey show 
that customers like it when they are 
appreciated by the dealer irrespective 
of whether it is a car or LCVs being 
serviced. Th e provision of transport 
to the next destination when drop-
ping off  a vehicle for service is also 
very important.

Th ere are very few shortcomings 
when having a car serviced, accord-
ing to the respondents, with only 
four points of concern. One of the 
aspects that has slightly decreased 
since 2014, has been that of the 
contact about progress of the service, 
which has dropped by 0.7 points.

Th e grass is very green on the 
LCV side of the servicing fence with 
all except one attribute being rated 
better than a year ago. A lack of con-
tact about progress with the servic-
ing was also the shortcoming here.

“Th ese 2015 fi gures are abso-
lutely outstanding,” commented 
Busschau. “Th e very impressive 
results show that both the buying 
and servicing experience provided 
by dealers franchised by the par-
ticipating brands in South Africa is 
world class.

“Buyers of light commercials 
are also not short-changed from 
a product, as well as a sales and 
aft er-sales experience perspective, 
and this is very important in view of 
the large number of people who now 
buy top end LCVs for both personal 
and leisure use. Th ey pay a lot of 
money for many of these vehicles, 
which are now competing with mid 
to high-end SUVs in the quality and 
comfort stakes, and it is good to see 
that the manufacturers, importers 
and dealers are putting a lot of focus 
on providing excellent service to 
those buying and operating LCVs. 
Th e Isuzu, Nissan, Toyota and 
Volkswagen brands, in particular, in 
the LCV segment are to be com-
mended for the consistently excellent 
service delivery when customers 
purchase or service these vehicles,” 
he concluded. ■

CCE Representation 
BACKGROUND 

• Ipsos interviewed more than 23 000 customers about their purchasing 
and servicing experience in 2015 

• The sales volume of the participating brands represented more than 3 
out of 4 of every new vehicle sold via the Dealership channel in South 
Africa during 2015 

Participating CCE Brands 

23.0% 

77.0% 

CCE Coverage 

Not represented Represented

• Any OEM can participate if they: 
• Supply customer names for interviewing 
• Agree to the rules of syndication 
• Participate in meetings / decisions regarding syndicate business 

in an open and transparent manner 
 

•  Ipsos interviewed more than 23 000 customers about their 
purchasing and servicing experience in 2015

•  The sales volume of the participating brands represented more than 
3 out of 4 of every new vehicle sold via the Dealership channel in 
South Africa during 2015

Participating CCE Brands
• Any OEM can participate if they:
• Supply customer names for interviewing
• Agree to the rules of syndication
•  Participate in meetings / decisions regarding syndicate business 

in an open and transparent manner
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Editor’s Note

Th ere’s still no light at the 
end of the tunnel.

So far this year new 
vehicle sales have taken a 
beating every single month 
and continued its 2016 de-
cline in April. According to 
the latest aggregated fi gures 
from Naamsa, total industry new vehicle sales declined 
9.2%, year-on-year, with only 40 390 new vehicles sold 
across all segments.

It’s clear that people aren’t buying new cars. In fact, 
data recently released by WesBank shows that the demand 
for new vehicles has slowed notably. In April, application 
volumes for new vehicles were down 7.1% compared to the 
same period last year.

Also, during last month, the average new deal value was 
R287 000. Th is compares starkly to April 2015, when the 
average deal value was R257 000. Th is 11.8% diff erence is 
evidence of sharply rising new car prices.

Th e reasons for these changes? For starters, household 
budgets face increasing pressure in the form of rising inter-
est rates and mobility costs. Th e prime interest rate has been 
hiked from 8.5% to 10.5%, since January 2014, not to men-
tion the fact that fuel prices have increased by nearly R1 per 
litre since March 2016.

Given this, new vehicles have become even more unaf-
fordable and consumers continue to fl ock to the used car 
market in a search for value and aff ordability. Demand for 
used cars, as measured by application volumes, grew 9.2%, 
year-on-year. In April the ratio for used-to-new fi nance ap-
plications was 2.47:1.

According to a WesBank spokesperson, the fact that the 
Rand seems to have stabilised has done nothing to alleviate 
the damage that the sustained weakness of the past few 
year has done. Th is aff ects aff ordability, which is the biggest 
driver for consumers moving to the used car market.

Consumers can’t control interest rates or infl ation, but 
they can control aff ordability through the car they buy. In 
the current economic climate the used vehicle market seems 
to be their best choice. 

Despite this glum picture, there’s still plenty happening 
on the new model front, the new Opel Astra being one of 
the recent highlights. Th ere have also been some signifi cant 
investments in the local market of late and you can read all 
about it in this issue of AutoLive. As always, your feedback 
and comments will be greatly appreciated!

Liana Reiners,
Editor

To advertise in  contact

Liana Reiners on 083 407 4600 or email on liana@autolive.co.za

Slide in New Vehicle 
Sales Continues

New vehicle sales showed further weakness 
during the month of April, although light 
commercial vehicle sales in the month held 
up well reported NAAMSA. In contrast, as 
expected, new vehicle exports rebounded 
sharply during the month.

Aggregate new vehicle sales at 40 390 
units showed a decline of 4 079 vehicles or a 
fall of 9.2% compared to the 44 469 vehicles 
sold in April last year. Th e April, 2016 ex-
port sales at 32 856 units refl ected a gain of 
9 254 vehicles or an improvement of 39.2% 
compared to the 23 602 vehicles exported in 
April last year.

An estimated 36 798 units or 91.1% 
out of the total of 40 390 units represented 
dealer sales, 4% represented Industry 
corporate fl eets sales, 3.1% represented 
sales to the vehicle rental Industry and 1.8% 
to government.

As had been the case since the end of 
last year, the new car market continued to 
experience pressure during April and at 
26 077 units registered a decline of 3 949 
cars or a fall of 13.2% compared to the 
30 026 new cars sold in April last year.

Domestic sales of industry new light 
commercial vehicles, bakkies and minibuses 
of 12 192 units in April refl ected a marginal 
decline of only 18 units or a fall of 0.1% 
compared to the 12 210 light commercial 
vehicles sold during the corresponding 
month last year.

Sales of vehicles in the medium and 
heavy truck segments of the Industry at 
588 units and 1 533 units, respectively, 
registered declines and, in the case of 
medium commercial vehicles, represented 
a sharp fall of 189 units or 24.3% and, in 
the case of heavy trucks and buses, a more 
modest decline of 77 vehicles or a fall of 

5.3% compared to the corresponding month 
last year.

Industry new vehicle exports during 
April had registered a substantial improve-
ment rising by 9 254 vehicles or 39.2% from 
23 602 vehicles exported in April last year 
to 32 856 exports in April this year. Th e 
momentum of new vehicle exports was ex-
pected to remain at or above current higher 
levels over the balance of 2016.

With further reductions in vehicle 
imports in response to lower domestic sales 
and the expected strong growth in vehicle 
exports – the industry should continue to 
contribute positively to South Africa’s cur-
rent account of the balance of payments.

Based on the industry’s general outlook 
and prevailing macro-economic conditions, 
the balance of 2016 was likely to continue 
to be characterised by subdued economic 
growth and pressure on consumer dispos-
able incomes. Th e likelihood of double digit 
new vehicle price increases in response to 
earlier Rand weakness and the possibility of 
further interest rate hikes would combine 
to further pressurise consumers and busi-
nesses at a time of rising retrenchments 
across a number of sectors.

Above-infl ation new vehicle price 
increases estimated at between 12% and 
15% plus for the year, would put further 
added pressure on sales of new motor 
vehicles. Despite the short term unfavorable 
outlook, a major source of encouragement 
emanated from the further substantial 
improvement, for the third month in a row, 
in the Purchasing Manager’s Index which at 
54.9 signalled an expected improvement in 
business activity levels and manufacturing 
output over the medium term.

New vehicle industry production would 
continue to benefi t from projected higher ex-
port numbers with 2016 export sales expect-
ed to expand to around 360 000 units. ■

In the case of heavy trucks 
and buses, a fall of 5.3% 
was recorded compared to 
the corresponding month 
last year.

2016 was likely to continue 
to be characterised by 
subdued economic growth.

mailto:liana@autolive.co.za
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BY ROGER HOUGHTON

Toyota Motor Corporation of Japan, the world’s 
leading motor company, has shown that it has full 
confi dence in the future of both its local subsidiary, 
Toyota SA Motors, and South Africa as a country 
with the announcement this week of an investment 
of R6.1-billion in the local manufacture of the lat-
est Hilux bakkie and Fortuner SUV at its plant in 
Prospecton, near Durban.

Toyota took a diff erent tack in announc-
ing this huge investment which was a major 
milestone in the 55-year history of the company 
in SA. Instead of saying what they intended to do 
Toyota SA showed the visitors, including many 
government and regional VIPs, a large contingent 
from Toyota Japan, as well as suppliers, deal-
ers and the media what the company had done 
already. Production on the most impressive new 
Hilux and Fortuner assembly lines was already 
running at 92% of planned initial capacity of 550 
units a day.

Andrew Kirby, the newly appointed President 
and CEO of Toyota SA Motors, said: “We believe 
we continue to set benchmarks in terms of manu-
facturing technology and logistics as we produce 
more diff erent models locally than any other 
OEM in the country. Toyota has been the leader 
in domestic sales volume since 1980 – a period of 
35 years – and we are also the largest vehicle manu-
facturer on the African continent.”

Over the years Toyota South Africa has 
invested substantially in capital projects here in 
Prospecton as well as in the training and upskilling 
of its human capital. In the last fi ve years alone it 
has built the largest warehouse in Africa for the 
Parts Distribution Centre in Ekurhuleni, upgraded 
the manufacturing plant for the Corolla and 
Corolla Quest, constructed a new vehicle storage 
facility in Prospecton, built a new Hino truck plant 
and started local manufacture of the Quantum 
minibus, which is one of the backbones of South 
Africa’s transport system.

Th e latest capital expenditure for the new 
Hilux and Fortuner project is the largest to date 
at R6.1-billion, which lift s the total investment in 
Toyota’s SA operations to more than R8.6-billion 
over the past fi ve years.

Th e sum for the latest invest-
ment in the Hilux and Fortuner 
includes R1.9-billion in supplier 
tooling and R1.4-billion for in-
house tooling. .Th e suppliers 
have also made substantial in-
vestments themselves, amount-
ing to R1.7-billion for additional 
localisation of components and 
the modernisation of their 
facilities.

Th is latest manufacturing 
project has also enabled Toyota 
to attract fi ve new, international 
suppliers to South Africa, which 
means further employment in 
the supply chain – as many as 
2 000 new jobs–and additional 

Over the years Toyota South 
Africa has invested substantially in 
capital projects here in Prospecton 
as well as in the training and 
upskilling of its human capital.

Dr Johan van Zyl, the former President and CEO of Toyota SA Motors and now the company 
chairman, also offi ciated at the function in Prospecton. He said: “I am pleased to say that I am now a 
customer of Toyota SA Motors for the supply of Hilux and Fortuner to a number of European markets 
in my position as Toyota President and CEO for Europe. I must tell you I was particularly proud to 
unveil the new made-in-South- Africa Hilux before the global media at the recent Geneva Motor Show.

He stressed the need for companies to adapt to change otherwise they will stagnate.
“The current business world is so fast moving that it most certainly is a case of adapt or die. I 

am proud to say that Toyota is one of those global companies that have not been slow to change its 
operating methods and structures. Fortunately we are an agile company able to adjust to meet the 
demands of constant change.

“Here is South Africa you will know too that the TSAM of today is vastly different to the same 
company only 10 years ago. This is all due to an ability to change with the times and I am glad 
to say that as we have changed we have become better and more focussed to the benefi t of our 
customers. I can assure you that no matter what we will continue to put our customers fi rst.

“However, one of the underlying challenges facing most manufacturing industries in South Africa 
and something that is critical for the healthy future of the local automotive industry is labour stability.

“Although we are justifi ably proud of the achievements of the local automotive industry in 
growing production and especially exports post 1994 we must remember that South Africa currently 
produces less than 1% of the 90-million vehicles made worldwide each year. In fact our vehicle 
production of 616 000 units last year was an increase of 8.7% over the 566 000 units produced in 

2014 but in terms of our share of the global 
vehicle market we only moved up 7.9% 
from 0.63% to 0.68%.

“This means we really have to 
sharpen our pencils if we want to be more 
competitive. This goes for public services 
like harbours and rail transport as well 
as the taxation burden the industry has 
to bear.

“The total collapse of the Australian 
vehicle manufacturing industry in a short 
time span – all plants will be closed by the 
end of next year – should serve as a warning 
to all involved with the automotive industry in 
South Africa to be proactive so as to ensure 
our industry does not suffer the same fate 
due to being non-competitive.” ■

Van Zyl Warns on Need for Labour Stability

Dr Johan van Zyl (Chairman of Toyota South 
Africa and chief managing offi cer of Toyota 
Motors Europe).

Toyota Japan Shows Confi dence in the Future of SA

The impressive factory where the new Hilux and Fortuner 
are built.
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local content in the products built at Prospecton. 
Th e previous Hilux and Fortuner models had in 
the region of 1 500 local parts and for the new 
models there are 2 700 local parts.

More than 50% of production will be exported 
to 74 countries. Th e ramp up of production since 
January has been staggered. It progressed from 
Hilux domestic derivatives to Hilux derivatives 
bound for African countries and then came the 
start of new Fortuner production. Th e ramp up of 
European derivatives followed thereaft er and was 
completed in April.

Th ese latter vehicles comply with Euro VI 
emission regulations and Prospecton is the only 
one out of 11 facilities worldwide building Hilux 
to be supplying Euro VI-compliant models. 
Prospecton is also the second largest producer of 
these models in the world aft er Toyota Th ailand.

Both Hilux and Fortuner are part of what 
Toyota Motor Corporation calls its Innovative 
Multi-purpose Vehicle or IMV range, which are 
built off  the same basic platform. Th e IMV range, 
which was launched globally in 2005, is made 
only outside Japan at regional manufacturing 
facilities near large markets for these types of 
vehicle. It has proved a great success as it provides 
outstanding economies of scale in manufacture 
and meets the demands of its various target 
markets worldwide.

Th e Chief Engineer of the IMV project, 
Hiroki Nakajima, who was at the celebration in 
Prospecton visited no fewer than 110 countries 
to evaluate local market conditions and to gather 
user feedback during the planning phase for these 
important products.

Kirby went on to stress the importance of peo-
ple in the whole project: “Our business is not just 
about manufacturing vehicles; it’s about making 
better vehicles and the only way we can accomplish 
this is by investing in the people who build our 
vehicles. We are the largest employer among the 

OEMs in South Africa with 8 500 team members. 
Th is fi gure includes an additional 557 people 
who were employed as part of the new Hilux and 
Fortuner project.

“Training for the launch of the new IMVs 

covered the full spectrum of our business: all the 
way from our manufacturing team members to our 
suppliers and dealer personnel. More than 1.3-mil-
lion hours were spent in the various aspects of the 
new IMV training programme.” ■

 continued from previous page

President Jacob Zuma certainly did not mince 
his words when he spoke about the urgent 
need for the South African automotive industry 
to transform: “I know many black people 
work in the local motor industry, but they are 
employees, not business owners. That must 
change.” He added that “the next phase of 
government policy” would focus on integrating 
local companies, especially small, black-owned 
companies into the automotive supply chain.”

Zuma was delivering the keynote address 
this week at the celebration of the start of full-
scale production of the new Hilux and Fortuner 
at Toyota SA Motors’ massive Prospecton plant, 
near Durban.

According to an article by Irma Venter in Engineering News the director of NAAMSA, Nico 
Vermeulen, who was at the function, said it would be “challenging” to increase the number of black-
owned companies in the automotive supply chain. However, Vermeulen emphasised that the industry 
was “ready to play its part and accepts it [transformation] as a moral and economic imperative.”

The Department of Trade and Industries (Dti) has already started work on the process to draft 
a programme to be implemented post 2020 when the current APDP runs out. The initial steps are 
being taken by a technical team of industry and government representatives and they are due to 
have a report ready by March 2017.

Speaking at the Toyota celebration the company’s chairman, Dr Johan van Zyl, and the new 
President and CEO, Andrew Kirby, both emphasised the importance of government support 
programmes for the automotive industry to be fi nalised long before they were implemented as these 
incentives played a major role in convincing mother companies to make further investments in SA as 
a base for building new models. Both Van Zyl and Kirby praised the Dti for already getting the ball 
rolling with developing a follow up programme for the APDP.

The APDP, which succeeded the MIDP in 2013, is already proving successful, It has attracted 
R28.5-billion in investment with R7.8-billion in government incentives and last year already the value 
of automotive exports fl owing from the APDP totalled an impressive R150-billion, said Trade and 
Industry Minister Dr. Rob Davies, who introduced President Zuma to the business forum at Toyota. ■

President Stresses Need for 
Transformation in Local Auto Industry

Toyota underlined the importance of its people at the celebration 
in Prospecton.

Dr Rob Davies, the Minister of Trade and Industries, addressing the 
guests at Prospecton.

President Jacob Zuma.
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Th e worsening economic situation in Africa, including a reported 75 
ships waiting for payment before they can offl  oad oil in Nigeria, contin-
ues to take its toll on the export of built-up vehicles from South Africa to 
other African countries.

Year-to-date sales for the fi rst four months of 2016 totalled only 
8 374 units, which was about 50% of the 16 941 units shipped in the same 
period last year. Th e 2015 fi gure was, in turn, 30% below the 23 702 units 
exported from SA in the fi rst four months of 2014.

Toyota remained the export leader with 3 306 units (far below the 
8 381 units shipped over the same period last year, but then one must 
remember that production of the new Hilux and Fortuner was being 
ramped up in the fi rst four months of 2016). Next best exporter was 
Nissan with 2 326 units shipped; while Ford’s export total into Africa was 
1 343 in the fi rst four months of 2016 and GM/Isuzu shipped 570 units.

Exports in the month of April were particularly low at 508 for 
Toyota, 256 for Nissan, 141 for Ford and 115 for GM/Isuzu. Th e total for 
all SA exporters into Africa was only 1 218 units, compared to 2 669 a 
year ago. ■

Slump in Vehicle 
Exports into 

Africa Worsens

Toyota remained the export leader with 3 306 
units. Next best exporter was Nissan with 2 326 
units shipped.

Following Tiger Wheel & Tyre’s suc-
cessful entry into the Zimbabwean 
market in November last year, 
the company has announced the 
opening of an additional store in 
Eastlea, Harare.

Th e new Eastlea store has fi ve 
fi tment and two alignment bays to 
attend to the wheel, tyre and automo-
tive battery needs of motorists in the 
busy central business district (CBD) 
area as well as catering for the Msasa 

industry and surrounding residential suburbs.
As is typical with Tiger Wheel & Tyre, the new store boasts a high-

tech showroom displaying all available products, and a comfortable 
hospitality lounge where motorists are invited to relax while their vehicle 
is taken care of.

Eastlea stocks a complete range of tyres that represent the world’s 
leading brands. Th ese include, among others, Continental, Yokohama, 
Hankook, Michelin, BFGoodrich, Pirelli, GT Radial, Sumitomo and 
Tiger Wheel & Tyre’s own value brand Velocity.

Also gracing the showroom fl oors is an impressive selection of 
wheels from brands that include TSW, Racing Hart Concepts, Black 
Rhino and Turn 1TM. ■

Tiger Wheel & 
Tyre Expands 

in Harare

http://www.novusgroup.co.za
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Earlier this month the Ford Motor Company Fund 
announced the creation of a new job training and 
entrepreneurial development center that will assist 
approximately 200 people a year. Th is forms part 
of a fi ve-year, $4 million investment in community 
building across the African continent.

Th e new Ford Resource and Engagement 
Centre, slated to open in October, will be located 
near Ford’s Silverton Assembly Plant outside of 
Pretoria. It is the second resource centre of its kind 
created by Ford Fund, the philanthropic branch of 
Ford Motor Company, and is modelled aft er the 
original Ford Resource and Engagement Centre in 
Southwest Detroit.

Th e new centre marks the fi rst international 
expansion of the highly successful project Ford 
Fund launched to bring non-profi t community 
services together in a collaborative environment. 
Ford will invest more than R 2 million annually in 
job training there.

Ford is joining with Future Families, a South 
Africa-based nonprofi t that provides services to 
families and orphans aff ected by HIV and AIDS, 
in operating the new center. Th e organisation will 
create a range of training packages designed to pre-
pare clients for fi nding jobs aft er graduating from 
Ford Resource and Engagement Centre. Courses 
will include career guidance and presentation 
skills, fi nancial literacy, business and entrepre-
neurial skills, as well as training for vocational 
and technical jobs such as plumbing, caregiving, 
computer and offi  ce work.

Th e programme supplements the $170 mil-
lion investment to expand operations at Ford’s 

Silverton Assembly Plant by adding production of 
the all-new Ford Everest SUV – a move that will 
create 1 200 new jobs. ■

A growing number of organisations, spearheaded 
by the Motor Industry Workshop Association 
(MIWA), are questioning the power that Original 
Equipment Manufacturers (OEMs) and dealer net-
works exert over the local motoring public when it 
comes to vehicle warranties and repairs.

As part of a global drive, the “Right to Repair” 
Campaign (R2R) lobbies for consumers to have 
the right to select where their vehicles are serviced, 
maintained and repaired at competitive prices in 
the workshop of their choice.

Th e campaign which was launched in SA in 
2013 aroused interest and support once again at 
Automechanika last year. According to Vishal 
Premlall, Director of MIWA – which represents 
2 500 independent aft ermarket dealers – meet-
ings have since been held with some of the larger 
manufacturers including Nissan SA, AMH 
Group, Suzuki SA, BMW SA and Ford SA. MIWA 
has also interacted with a number of diff erent 
associations including the TDAFA (Tyre Dealers 
and Fitment Association), NAACAM (repre-
senting SA automotive components industry), 
NAAMSA (National Association of Automotive 
Manufacturers), the OEM Technical Committee, 
NADA (National Automobile Dealers 
Association) and NCC (National Consumer 
Commission). On the component side meetings 
have been held with Bosch SA, MAHLE and 
Grandmark SA.

Reactions from these organisations have 
been mixed. As Premlall explains, some have a 
very clear understanding of what is happening in 
fi rst world countries and are aware that it is only a 
matter of time before we see this legislated in SA. 
Others have little knowledge of R2R as a whole.

“South African legislature needs to follow 
the international Right to Repair trend which 
promotes South Africa’s existing consumer and 
competition laws,” explained Premlall.

“Th ere is a need for a fair and competitive 
regulatory environment that enables freedom of 
choice for the consumers while also giving aft er-
market Small Medium Enterprises a chance to stay 
in business.”

Premlall said it is important for all parties to 
collaborate during this very important lobby-
ing phase and while it is heartening to see the 
campaign gaining traction is some areas, it is 
disappointing that despite many eff orts to engage 
with the other OEM’s, they have resisted meeting. 
“It remains an imperative for MIWA to engage and 
collaborate with all OEMs and importers that may 
be aff ected by R2R in SA.

“Access to information is increasingly impor-
tant in an era of technological advancements. Not 
having access to certain information has allowed 
OEMs to monopolise the automotive industry by 
refusing to provide the requisite codes for security 
systems, diagnostic systems and telematics sys-
tems, to independent aft ermarket dealers.

“We believe that both the lack of access to in-
formation and the stringent framework surround-
ing warranty, maintenance and service plans, 
minimises – if not destroys – the consumer’s right 
to choose and places OEMs and their franchise 
dealers with the exclusive control of that segment 
of the market. Th is imbalance needs to be ad-
dressed in South Africa as it has in other parts of 
the world,” he concluded. ■

Mixed Reaction to R2R Campaign

Ford will invest more than 
R 2 million annually in 
job training there.

Vishal Premlall, Director of MIWA

Another Big Investment from Ford
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Another Motor Show Rebrands
Th e Los Angeles Auto Show is integrating with 
another exhibition, the Connected Car Expo, and 
rebranding the annual event AutoMobility LA 
to stay relevant with the changing attitude of the 
public to the conventional, static motor shows. Th e 
new show will start with a four-day trade show on 
Monday, November 14 and then the doors will be 
opened to the public.

An article in Automotive News says the move 
comes at a time when “traditional” motor shows 
around the world are struggling to retain their grip 
on high profi le product introductions and global 
media attention. Th e organisers of the LA show 
hope to attract a wider group of people whose jobs 
relate to mobility at large.

Th e prestigious Detroit Auto Show, held at the 
beginning of each year will add a mobility expo to 
its off ering in 2017.

Here in South Africa the organisers of the 
former Johannesburg International Motor Show, 
SA Shows Messe Frankfurt, have changed the 
name of their event to the South African Festival 
of Motoring and the venue switches from the 
Johannesburg Expo Centre to the Kyalami Grand 
Prix Circuit and Conference Centre in Midrand.

Th e show will be shorter and be much more 
interactive, with a great deal of action the race 
circuit. Th e Festival, which has WesBank as its 
headline sponsor, will take place from Wednesday, 
August 31 to Sunday, September 4. ■

Mustang is Top-selling Coupe
Th e Ford Mustang, which has been completely 
revised and off ered in right-hand drive for the fi rst 
time, was the top selling sports coupe in the world 
in 2015, 52 years aft er this icon was fi rst launched 
in the US. Th e Mustang sold 145 000 units with 
the runner-up, the Dodge Charger, far behind 
with 108 279 sales. Other sports coupes in the top 
10 were 3, Chevrolet Camaro, 83 105; 4, Dodge 
Challenger, 72 258; 5, Tesla Model S, 47 937; 6, 
Chevrolet Corvette, 36 748; 7, Porsche 911, 30 724; 
8, Audi TT, 30 556; 9, Mazda MX5, 26 038; 10, 
Mercedes-Benz SLK, 19 365. ■

Historic Get-together
Volkswagen and Studebaker enthusiasts will be cel-
ebrating a watershed moment in the history of the 
SA motor industry next month. Th e occasion will 
mark the 70th anniversary of the signing in 1946 of 
an agreement between the Studebaker Corporation 
of the US and a South African company, Industrial 
and Commercial Holdings, for the local assembly 
of Studebaker cars and commercial vehicles at a 
factory in Uitenhage.

Th e company 
formed with the 
signing of this 
agreement led to 
the formation of SA 
Motor Assemblers 
and Distributors 
(SAMAD). A vast 
number of makes 
and models have 
been assembled 
there over the 
years, including 
Austin, Volvo and 
Jeep but this site is 
known best as the 
assembly plant for 
Volkswagen Beetles 
from 1951. It is 
now the premises 
of Volkswagen SA. 
Th e original site 
on the outskirts of 
Uitenhage was pur-
chased for R2 500 
in 1946!

Th e anniversa-
ry get-together will 
take place at the 
Idle Winds Lodge 
in Centurion on 
June 18–19. ■

Ford Swamped with Orders 
for its New GT Sports Car

Ford received 6 506 fully completed applications 
from people around the world in the one-month 
window to apply to buy one of the new Ford GT 

supercars. Some of the applicants submitted videos 
with their applications to boost their chance of 
getting one of the fi rst 500 examples to be made. 
Previously more than 10 800 people showed 
interest online in buying one of these carbon fi bre 
supercars. Delivery of the fi rst cars is expected by 
the end of the year. ■
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Toyota Sells 9-Millionth 
Hybrid Car

Last month Toyota delivered its 9-millionth 
petrol-electric hybrid car. Toyota claims that these 
hybrids have saved their owners 25 billion litres of 
petrol and cut emissions of carbon dioxide into the 
atmosphere by 67 million tons. Toyota and Lexus 
hybrid sales have averaged more than a million 
units a year since 2009.

More than 2 900 Toyota and Lexus hybrids 
have been sold in South Africa since the launch of 
the Toyota Prius here in 2005. Th e all-new Prius 
will be launched locally next month. ■

New Look for Engineering 
News Online

Creamer Media unveiled its new-look Engineering 
News Online website recently – a reboot that 
forms part of ongoing eff orts to improve the web-
site’s delivery of ‘real economy news in real time’.

Th e re-engineered site simplifi es the reader 
experience, with a homepage that features bolder 
headlines, clearer abstracts and content that is 
curated throughout the working week to ensure 
readers remain up to the minute with the issues 
and developments shaping the South African 
business landscape.

Th e reinvigorated site includes access to 
Engineering News Online’s latest multimedia 
content, produced daily to enrich the news 
experience. Th e search function has been simpli-
fi ed and the sector-focus pages overhauled to 
improve access to, and visibility of, the indus-
tries that underpin South Africa’s real economy, 

from automotive and energy, to chemicals 
and metals. ■

Hyundai Awarded for its 
Alternative Powertrains

Th e Hyundai Motor Company has won the 
AutomotiveINNOVATIONS Award for the fi rst 
time as the most innovative volume manufacturer 
in the Alternative Powertrains category. Last 
year no carmaker in the world unveiled more 
innovations in alternative fuel powertrains than 
Hyundai Motor.

Th e prestigious AutomotiveINNOVATIONS 
awards are conferred annually in recogni-
tion of outstanding automotive developments 
that “off er a perceptible added customer 
benefi t”. Th ey are awarded by the renowned 
Centre of Automotive Management (CAM) in 

Germany and the global consulting company 
PricewaterhouseCoopers (PwC).

Markus Schrick, managing director of 
Hyundai Motor Deutschland, received the award 
at a gala ceremony where CAM and PwC acknowl-
edged Hyundai Motor’s pioneering role in the 
development of new technologies for environmen-
tally friendly vehicles.

Th e most recent example is the new Hyundai 
IONIQ, the world’s fi rst model developed with three 
electrifi ed powertrains. Th e Hybrid and the Electric 
versions will be available during the second half of 
2016, to be followed in 2017 by the Plug-in hybrid.

With the launch of IONIQ, Hyundai Motor 
will be the only manufacturer mass producing 
four electrifi ed powertrain types: hybrid, electric, 
plug-in hybrid and fuel cell. In February 2013 
Hyundai Motor became the fi rst company to mass 
produce and sell a hydrogen-powered vehicle, the 
ix35 Fuel Cell. ■

More than 2 900 Toyota and 
Lexus hybrids have been sold in 
South Africa since the launch of 
the Toyota Prius here in 2005

auto.lightstone.co.za/
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Nissan GT-R Dominates 
at Simola

Nissan celebrated the end of an action packed 
racing weekend at the Simola Hill Climb in Knysna 
with fi ve GT-Rs qualifying in the top 10 for the 
King of the Hill competition and fi rst place in the 
Supercar Class for its factory backed GT-R R35. 
Th e top step on the podium in the Supercar class 
belonged to Jaki Scheckter, who led this division 
from practice on day one and who showed a clear 
set of tailpipes to the Italian and German supercars 
in this class.

Th e best performing GT-R on racing day in 
the King of the Hill competition was the beastly 
1 800 horsepower R32 GT-R of Des Gudzeit. Des 
won last year’s event and came second this year 
behind the custom-built open top racer of Franco 
Scribante. Th e Dezzy R32 set a blistering time of 
40.324 second for second place on the King of the 
Hill podium.

Th e fourth place in this prestigious event went 
to Wilhelm Baard, global test engineer for Nissan. 
Baard piloted a Nissan GT-R which was upgraded 
to deliver approximately 1 000 kW by the team 
from BB Nissan in Pretoria with backing from 
Nissan South Africa.

Other GT-Rs that competed for the King 
of the Hill title was an R32 GT-R driven by 
Duane Galloway, which fi nished in fi ft h, and a 
modifi ed R35 GT-R of Edrich Zwiers, which was 
sixth fastest.

Th e weekend saw no less than 11 GT-Rs com-
pete at Simola, covering a range of model years and 
varying stages of tune.

“It is incredible to see the passion surrounding 
the GT-R brand. Th ose competing in the various 
GT-R models trust their car’s performance uncon-
ditionally and other competitors have a healthy 
respect for the GT-R and its capabilities,” says 
Xavier Gobille, Director for Sales, Marketing and 
Aft ersales at Nissan South Africa.

Gobille confi rmed that the new GT-R, which 
was launched at the New York Auto Show in 
March this year, will be available in South Africa 
in September. Th e fi rst shipment has already been 
sold out. ■

BMW Partners with Uber in Jozi
BMW Group South Africa has partnered with 
Uber to bring UberGREEN, a 100% electric com-
muting experience with the aim of reducing CO2 
emissions in Johannesburg.

UberGREEN is a pilot project taking place 
from 9 May to 3 June 2016 in Johannesburg. 
During the pilot, UBER commuters will be able 
to request a BMW i3 electric vehicle, operated by 
Uber driver-partners in Johannesburg at uberX 
prices, helping provide a more sustainable trip at 
an aff ordable price.

“In order for the momentum of electric mobil-
ity to increase, partnerships with market leaders 
like Uber are essential to expose more consumers 
to the viability of electric vehicles and sustain-
able urban mobility options,” says Tim Abbott, 
Managing Director of BMW Group South Africa.

Alon Lits, General Manager of Uber Sub-
Saharan Africa, explains the rationale behind 
UberGREEN, “In a world where mobility adds to 
the carbon emission problem, we at Uber are eager 
to provide alternate options. Uber is passionate 
about making rides better and more sustainable 
and this partnership is a step towards making 
changes for the good of our environment.”

Th e UberGREEN pilot project will involve fi ve 
BMW i3’s. In addition, Woolworths WRewards 

members will have exclusive access to these vehi-
cles for a limited period before the pilot offi  cially 
opens to the public. ■

New Fleet and Packages for 
Isuzu Off-Road Academy

Th e Isuzu Off -Road Academy now operates with 
the new and enhanced Isuzu KB range for all of its 
Off -Road Driving Courses and Corporate Team 
Building Experiences. Launched at the end of last 
year, customers now benefi t from a robust range 
which includes a 4×4 Automatic and a new 2.5-litre 
DTEQ turbodiesel engine.

Founded six years ago, the Isuzu Off -Road 
Academy has trained over 5000 people on the basic 
techniques of 4x4 driving for road and off -road 
driving. Now with a new advanced off -road course 
customers can expect to learn advanced driv-
ing techniques for all terrain, vehicle recovery, 
vehicle maintenance and most importantly the 
protection of the environment around you whilst 
off -road driving.

Corporates can now spend a day out with the 
Isuzu Off -Road Academy as part of a team build-
ing initiative where they can enjoy tailor made 
off -road training programmes whilst enjoying the 
outdoors and learning the art of off -road driving.

With years of experience under their belts, 
instructors at the Isuzu Off -Road Academy include 
Grant McCleery – a multiple South African 
Motorsport Champion, and Marius van Vuuren. 
Both are qualifi ed to facilitate 4×4 courses with 
qualifi ed training in the specifi c techniques re-
quired for safe and eff ective 4×4 driving.

Th e Isuzu Off -Road Academy is based at 
Gerotek Testing Facility close to Pretoria but is 
geared to provide training at virtually any location 
nationally where training is needed.

For further information contact the Isuzu Off -
Road Academy on (011) 431 2000. ■

The day belonged to Jaki Scheckter and 
his Nissan GT-R R35.
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New MD for Local Fiat Group

Fiat Group Automobiles South Africa (Pty) Ltd 
recently announced the appointment of Marco 
Melani as its new CEO and Managing Director.

Melani, who succeeds Trent Barcroft , joins the 
FCA South African team aft er his last assignment 
as Head of Marketing for the MEA region. He has 
been with Fiat Chrysler Automobiles (FCA) for the 
past 14 years and brings with him global experi-
ence and knowledge from within the automotive 
industry.

“I am thrilled to have joined the team at such 
an exciting phase of the company’s life cycle and 
remain committed to the growth and development 
of the FCA group and its dealer network within 
the challenges of a competitive landscape in South 
Africa, Th e exciting prospect of new model intro-
ductions in the near future will see the company 
enter into new vehicle segments , the focus will be 
on ensuring that we continue to provide our cus-
tomers with vehicles that speak to their unique and 
individual lifestyles,” remarked Melani. ■

Hyundai Appoints New Head 
of Africa and Middle East

Th e Hyundai Motor Company has appointed 
Mike Song as the new head of its Africa and 
Middle East Region.

Stationed in Dubai, Mr Song will oversee 
operations throughout the Middle East and North 
Africa (MENA) region, as well as Sub-Saharan 
Africa and the Canary Islands. He will be based at 

the Dubai Regional Headquarters 
in the United Arab Emirates.

Born in Korea in 1968, Mr 
Song joined Hyundai in 1993 aft er 
graduating from Seoul National 
University. He was executive 
coordinator for sales and market-
ing in Canada from 2000 to 2005; 
worked within the Corporate 
Planning Division at Hyundai 
Global Headquarters from 2005 
to 2009; and was sales coordinator 
for Hyundai Motor America from 
2010 to 2014. Most recently, he has 
fi lled the role of Head of Asia-
Pacifi c, Africa and Middle East 
Group, based in Korea.

He joins the Africa 
and Middle East Regional 
Headquarters during an impor-
tant period for the carmaker 
and will work to drive Hyundai 
sales in what are diffi  cult market 
conditions through much of 
the region. ■

KIA Honours Top Dealers

KIA Motors SA hosted its annual Dealer of the 
Year Awards ceremony at Parker’s Comedy and 
Jive in Montecasino earlier this month.  

KIA Motors East Rand retained their title as 
Sales Dealer of the Year award, while also scoring 
a third place certifi cate in the Fleet Dealer of the 
Year category. KIA Motors East Rand’s Jayson du 
Toit also scooped up the Sales Manager of the 

Year award, with Gavin Edwards taking home the 
award for Sales Executive of the Year.

KIA Motors Roodepoort and KIA Motors Th e 
Glen tied in third position in the Sales Dealer of 
the Year category, with KIA Motors Durban com-
ing in second place. In the Fleet Dealer of the Year 
category KIA Motors Brackenfell took the runner-
up spot and KIA Motors Tygerberg grabbed the 
overall Fleet Dealer of the Year Award.

Sean Smith (middle), Dealer Principal: KIA Motors 
Hermanus, receives the 2015 Dealer of the Year Award 
from Ray Levin, Chief Executive Offi cer (left), and Zian 
van Heerden, Chief Operating Offi cer of KIA Motors 
South Africa (right).Marco Melani is the new CEO and 

Managing Director of Fiat Group 
Automobiles South Africa (Pty) Ltd.

Mike Song has been appointed as the new head of the Hyundai Motor Company’s Africa 
and Middle East Region.

continued on next page 
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KIA Motors Windhoek featured prominently 
during the 2015 awards, with Marko Alves end-
ing in third place in the Sales Executive of the 
Year category, with JF van Eeden also in third 
place in the Sales Manager of the Year category. 
Alex Ngqabayi from KIA Motors Port Elizabeth 
was the runner-up in the Sales Executive of the 
Year category, with Pauline Smith of KIA Motors 
Hermanus fi lling the runner-up position in the 
Sales Manager of the Year category.

KIA Motors Port Elizabeth’s Ryno de Lange 
again won the Technician of the Year Award, 
while Marietjie Scholtz of KIA Motors Roodepoort 
won the Service Advisor of the Year Award. KIA 
Motors Edenvale’s Wayne Sillman was awarded 
Apprentice of the Year. KIA Motors Paarl was 
crowned Accessories Dealer of the Year, with 
KIA Motors Gold Reef won the Parts Dealer of 
the Year Award for 2015.

KIA Motors Hermanus took home the overall 
Dealer of the Year Award for 2015. ■

Barons is VW Dealer of the Year

Earlier this month Barons Volkswagen 
Pietermaritzburg scooped up the coveted 
Volkswagen Dealer of the Year award for the sec-
ond year running. In addition, the Barons Group 
won the Volkswagen SA Macro Group of the Year 
award, also for the second year running.

“Th ere is no doubt that every single member 
of our teams has played their part in achiev-
ing these results and we are both proud and 
thankful for that,” said Ryan Delaney of Barons 
Volkswagen, which is part of Barloworld 
Motor Retail.

Marius de Bruin, Franchise Executive of 
Barloworld Motor Retail, said the Barons team 
surpassed the challenging trading conditions 
throughout the year to remain at the top.

“Becoming the best takes a massive team eff ort 
from each and every employee, and Barons have 
yet again proven that they are the team to beat,” 
said De Bruin. “It was a great reward for a lot of 
hard work from all our staff  involved.”

Volkswagen sets targets for its 106 dealerships 
during the year across various disciplines of the 
business, including amongst others sales volumes 
and more importantly, customer service to all 
valued Volkswagen customers.

In order to be presented with the Dealer of 
the Year award, the winning Dealership must 
excel in all major disciplines of the business. 
Th e best performing Dealerships are invited 
into Volkswagen’s Club of Excellence, where the 
overall best performer is awarded with Dealer of 
the Year Status. ■

Hyundai Recruits Top Designer

Th e Hyundai Motor Company has recruited the 
world-renowned designer SangYup Lee, former 
head of exterior and advanced design at Bentley, to 
become the vice president of styling at the Hyundai 
Design Centre.

Building on his past experience of design-
ing various top-notch luxury cars, Lee will be in 
charge of design strategies and directions and 
lead design innovations in areas of interior and 
exterior design, colour and materials of Hyundai 
Motor and Genesis with senior vice president 
Luc Donckerwolke.

“Th e innovative design and surprising growth 
of Hyundai Motor has always made me proud as 
a Korean while I worked overseas. Now, I want to 
contribute in creating world-leading automobile 
designs for both Hyundai Motor and the Genesis 
brand,” said Lee, who will start in his new position 
this June.

Lee is well known as a famous Korean designer 
in the global automotive industry. Aft er graduat-
ing from the Hongik University Department of 
Sculpture in Korea and the Art Centre College 
of Design in California, Lee began his career at 
Pininfarina and Porsche Design Centre. In 1999, 
he joined General Motors and designed con-
cept cars such as the Camaro Concept Vehicle, 
which converts into the iconic Bumblebee in the 
movie Transformers, and the Corvette Stingray 
Concept Vehicle.

Continuing his career, Lee joined the 
Volkswagen Group of America as chief designer 
in charge of Volkswagen, Audi, Porsche and 
Lamborghini. Since the end of 2012, he has been 
the head of exterior and advanced design at Bentley 
Motors Limited. ■

SangYup Lee, former head of exterior and 
advanced design at Bentley has become 
the vice president of styling at the Hyundai 
Design Centre.

The team at Barons Volkswagen Pietermaritzburg scooped up the coveted Volkswagen 
Dealer of the Year award for the second year running.
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We Drive

BY LIANA REINERS

Families are weird and wonderful things. Th ere’s 
almost always an odd-ball, a black sheep, an 
over-achiever, a prude and a clown mixed in 
with an assortment of shapes, sizes and levels of 
normalcy that make every family unit unique. In 
many households in South Africa, however, there 
is also another special member of the extended 
family to which the others grow so attached that it 
participates in every workday, weekend or vacation 
activity – the Suzuki Jimny.

In an eff ort to establish exactly why the 
Jimny has such a big and loyal following locally, 
I decided to make a Jimny 1.3 Auto part of my 
family as we set off  to the Belfast area for a 
weekend breakaway.

To call it cute would almost be a slap in the 
Jimny’s face, but it really is! It reminds me of those 
stocky little weightlift ers one sees participating at 
the Olympic Games. Th ey’re no taller than a pre-
teen but they have muscles the size of melons and 

almost defy the laws of nature when they lift  their 
own bodyweight and more off  the ground.

Although it only has two doors, the Jimny 
off ers seating for four passengers. Th ere’s not much 
in the line of interior space when you travel four 
up but it certainly is comfortable enough. Boot 
size is respectable but with the rear seats folded 
down, you’ll be amazed how much it can actually 
swallow. Best of all is that the seat conversion can 
be done with very little eff ort and without the head 
restraints having to be removed.

Making time spent inside the cabin of the 
Jimny as pleasant as possible for driver and pas-
sengers, standard features of the Jimny include air-
conditioning, remote central locking, electrically 
operated windows and mirrors, power steering, a 
FM Stereo/AM receiver with CD frontloader and 

an integrated alarm/immobiliser system.
It might be small in dimensions but the Jimny 

is big on safety. It features ABS brakes, dual front 
airbags, three-point inertia reel seatbelts, front 
and rear head restraints and ISOFIX child seat 
anchor points.

To really appreciate the Jimny and all it has to 
off er, one has to take it off  the beaten track.

Because of its short wheelbase you just know 
that it will be good off -road, but what surprised me 
is how eager it is to play. It’s agile and willing and 
a whole lot of fun. Its 1 328 cc in-line four-cylinder 
engine, low mass, raised ride height and extended 
suspension travel, ensures great 4×4 capabilities, 
almost regardless of the terrain. I wasn’t crazy 
about the auto gearbox though.

I can certainly see why so many people fall in 
love with the Jimny and I must admit that I was 
more than a little sad when my “foster child” had 
to be returned. It’s cute, capable, and economical 
and the price of R264 900 for the automatic model 
includes a four-year/60 000 km service plan as well 
as a three-year/100 000 km warranty. ■

Although it only has two 
doors, the Jimny offers seating 
for four passengers.

Little Tough GuyLittle Tough Guy
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If it’s good enough to be the 2016 European Car 
of the Year it has to be something special – and 
that the new Opel Astra is. Th e 11th generation of 
this legend was launched in SA recently and it’s 
one of the prettiest, most effi  cient, lightest, best 
connected and advanced C-segment contenders 
out there.

Th e new Astra represents a weight saving of 
20% over its predecessor and is also more fuel 
effi  cient. It is also signifi cantly more aerodynamic 
than its predecessor, with a drag coeffi  cient of 
just 0.285.

Th e new Astra was inspired by the Monza 
Concept and thus boasts a very athletic look.

Overall, the exterior appears leaner, lighter, 
more effi  cient and dynamic. Th e look is mirrored 
in the cabin, where switches and controls are func-
tional rather than fl ashy.

Designers of the new Opel Astra have used 
intelligent engineering solutions to make a vehicle 
with smaller exterior dimensions while increas-
ing interior space. Th us it is 49 mm shorter and 
25 mm lower than the outgoing model. Effi  cient 
use of space and clever packaging has resulted in 

a roomier interior with 35 mm more rear legroom 
and 22 mm more front headroom.

Improvements in the driver’s seating position 
have resulted in better visibility for the driver.

Th e new Astra is available with a choice of three 
light and effi  cient turbocharged petrol engines. 
Smooth and quiet, the engines have strong and ener-
getic power delivery characteristics. Th ese are an all-
aluminium 1.0 turbo, a 1.4 turbo, and a 1.6 turbo, 
mated to fi ve- and six-speed manual gearboxes. A 
six-speed torque convertor automatic transmission 
is available for models equipped with the 1.4 turbo-
charged engine. Turbocharging and direct injection 
are used across the board for maximum effi  ciency 
and complete burning of the air/fuel mixture.

As one would expect from Opel, the list of 
safety features on the Astra is extensive. Th is 
includes ABS and traction control and electronic 
brake force distribution. Other key – and rather 
impressive – features include cornering brake con-
trol, torque vectoring by brakes, cornering torque 

control, electronic drag torque control, a brake 
assist system, hydraulic brake assist fade and brake 
disc cleaning. All of these work together to ensure 
greater stability during cornering and while brak-
ing, improve handling and steering characteristics 
and minimise over-and understeer.

Also worth mentioning is the Trailer Stability 
Program, which is active when an Opel-approved 
towing hitch is fi tted and detects any vehicle 
instability when towing a trailer or caravan. It 
reduces engine torque and applies brake pressure 
to selected wheels.

Th ere are eight models in the Astra line-up, 
with prices ranging from R254 000 for the entry 
level 1.0T Essentia to R407 000 for the 1.6T Sport 
PLUS MT.

Th ere is so much that is really good in the 
new Astra. It looks good, drives like a dream and 
can hardly put a foot wrong. C.-segment competi-
tors beware – there’s a new kid in town and he 
means business! ■

We Drive

Smooth and quiet, the engines 
have strong and energetic 
power delivery characteristics. 

As one would expect from 
Opel, the list of safety features 
on the Astra is extensive.

As Good As It Gets
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BY LIANA REINERS

What is technology? According to the dictionary, 
it is the branch of knowledge that deals with the 
creation and use of technical means and their in-
terrelation with life, society, and the environment, 
drawing upon such subjects as industrial arts, 
engineering, applied science, and pure science. It 
also encompasses the application of this knowledge 
for practical ends.

It has also become quite the buzz word in the 
automotive industry as manufacturers attempt to 
make cars that are better and technologically more 
advanced than what is the norm. Th e thing with 
vehicle technology, though, is that the really good 
stuff  is generally only available in more expensive 
models from the more premium brands. It’s the 
old story of getting what you pay for …. you’re not 
going to get champagne on a beer budget.

Enter the new Opel Astra, a car that is brim-
ming with the latest technology and won’t cost 
you an arm and a leg. Opel call it “democratising 
technology” and it’s aimed at making the driving 
experience more comfortable and relaxed and a 
whole lot safer too.

At the heart of most of the awesome technol-
ogy in the new Astra is the latest-generation Opel 
Eye front camera. Th e camera has a wide range 
of functions including monitoring the IntelliLux 
LED Matrix System, Traffi  c Sign Assist (TSA); 
Lane Departure Warning (LDW) with Lane Keep 
Assist (LKA); Following Distance Indication (FDI); 
Forward Collision Alert (FCA) with Low Speed 
Collision Mitigation Braking (LSCMB)

Let’s start at the beginning. Th e Astra is the 
fi rst car in its class to off er the adaptive IntelliLux 
LED Matrix system, which is available as an option 
on the 1.6T Sport model. Th e system consists of 
eight LED light sections per headlight, which can 
be individually activated and in total, consti-
tute the high beam light distribution. Th ese are 
controlled via the Opel Eye front camera, which 
registers the preceding and oncoming traffi  c, as 
well as recognising ambient light, for example 
street lighting in urban areas.

Driving data, such as steering angle, speed 
and turn indicator activation, are also added to 
this input and from this information the system 
calculates which LED segments must be deac-
tivated in order not to dazzle other road users. 
Because every LED segment only lights a small 

section of the road, any area can be darkened 
dynamically, following precisely the position of the 
detected vehicle.

Th e area around the darkened section remains 
optimally lit. Th e benefi t of the system is that 
there is optimal illumination of the road in every 
situation, while the headlights stay on high beam 
around the darkened section.

Th e IntelliLux LED Matrix system also off ers 
other automatically activated functions such as 
urban light, highway light and country light, which 
recognises the characteristics of the roads being 
travelled and adjusts the light beam accordingly. 
It also includes so-called static curve/cornering 
light, which illuminates curves in response to 
steering wheel activation and other vehicle data. 
Parking light, on the other hand, activates both 
side refl ectors and the reversing lights when reverse 
is activated in order to illuminate the areas behind 
and beside the car.

Worth a special mention is the Astra’s Forward 
Collision Alert, which can help to avoid or reduce 
the harm caused by front-end crashes. Th e system 
operates automatically above 8 km/h and also uses 
the Opel Eye front camera system in the wind-
screen to detect a vehicle directly ahead, within a 
distance of 60 metres. 

Th e vehicle ahead indicator illuminates green 
in the instrument cluster when the system has 
detected a vehicle in the driving path. Th e control 
indicator changes to yellow when the distance to a 
preceding moving vehicle gets too small or when 
approaching another vehicle too rapidly.

When the system senses that a collision is 
imminent, the collision alert symbol pops up in the 
Driver Information Centre and the driver gets no-
tifi ed by a fl ashing red LED strip which is projected 
on the windscreen in the driver’s fi eld of view. A 
warning chime will sound simultaneously.

A really nift y feature is the Traffi  c Sign 
Assistant, which detects designated signs – such as 

the speed limit or beginning and end of highways 
etc. – via a front camera and displays them in the 
Driver Information Centre. 

Th e new Astra also boasts features such as lane 
keep assist and blind spot alert, both more com-
monly found on much more expensive vehicles.

Th e last technological features that will set the 
Astra apart from its main rivals are Advanced Park 
Assist and Rear View Camera.

Park Assist is always active below 11 km/h and 
automatically notifi es the driver when it detects 
objects within the range of its sensors. Drivers 
are presented with optical information on the 
display area including the distance to the other 
object and its position. In addition, the distance is 
indicated acoustically.

However, Advanced Park Assist goes one step 
further. It identifi es suitable parking spaces and 
automatically parks the vehicle, without the driver 
touching the wheel. Th e ultrasonic sensor-based 
system measures parallel or perpendicular park-
ing spots, calculates the vehicle’s trajectory and 
automatically steers the Astra into a space. Th e 
driver just controls acceleration, deceleration and 
gear shift ing.

By adding the Rear View Camera to Park 
Assist, parking is made even easier. Mounted above 
the rear licence plate, it shows the area behind the 
vehicle on the infotainment screen. Th e display is 
activated by engaging reverse gear and automati-
cally switches off  either 10 seconds aft er reverse 
has been disengaged or when the vehicle exceeds 
6.5 km/h driving forward. A special feature of the 
Rear View Camera system is the dynamic guide-
lines that show the actual vehicle path based on the 
steering wheel angle, helping drivers to estimate 
distances to other objects while manoeuvring.

Th e guys at Opel certainly didn’t hold back 
when they kitted out the new Astra. As far as 
technology goes, there really isn’t much else in this 
price segment that can compete. ■

It’s Too 
Clever

The benefi t of the system is that 
there is optimal illumination of the 
road in every situation, while the 
headlights stay on high beam 
around the darkened section.

Advanced Park Assist 
identifi es suitable parking 
spaces and automatically 
parks the vehicle, without the 
driver touching the wheel.

Backing-up / Maneuvering Light. Cornering / Curve Light.
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Volkswagen Group South Africa hosted its fi rst ever Black-Owned Suppliers’ Day in 
Uitenhage at the beginning of the month.

Th e event, which was attended by the Minister of Trade and Industry, Rob Davies, 
and MEC for Economic Development, Environmental Aff airs and Tourism in the Eastern 
Cape, Sakhumzi Somyo, presented a platform for 45 companies that meet VWSA’s strin-
gent supplier criteria to profi le themselves to the local automotive industry.

“Volkswagen takes the issue of procurement from black-owned suppliers as a prior-
ity from both a moral and legislative compliance perspective,” stated Th omas Schaefer, 
Chairman and Managing Director of VWSA, in his opening address.

“We understand government’s priority elements of the BBBEE codes and the drive 
for ownership. We, however, have diffi  culty complying with the Enterprise and Supplier 
Development element set out in the recently-revised BBBEE mandate. Th is is not because 
we do not want to, but because it is virtually impossible given the scarcity of black-owned 
suppliers to the local automotive industry. In our case, this is compounded by our high 
level of local content in the manufacture of Polo and Polo Vivo,” he explained..

VWSA contacted over 100 organisations, ranging from industry associations, organ-
ised businesses, business support bodies and government agencies, to request assistance 
in compiling a list of potential suppliers. As a result, Volkswagen now has the fi rst ever 
database of potential black suppliers to the industry and government agencies associated 
with the automotive industry.

“Th e compilation of this list motivated us to organise this event in the hope of attract-
ing new black- and women-owned manufacturing suppliers to help us meet, comply with, 
and earn the relevant points.”

A total of 430 companies applied to be part of the event. Only 45 were approved to 
be exhibitors. Successful organisations had to have a minimum of 51% black ownership 
(includes Coloured, Indian and Chinese as per BBBEE guidelines) and/or a minimum of 
30% black female ownership. Another key requirement considered by VWSA was compa-
nies that are owned or managed by disabled persons or war veterans.

One of the highlights of the day’s programme was a ministerial roundtable that 
discussed how black industrialists and black-owned suppliers could be assisted to be part 
of the automotive sector.

Other high profi le guests included the chief executives of Toyota, Ford and Mercedes-
Benz in South Africa, who used the opportunity to visit the exhibition together with other 
players from the industry and familiarise themselves with the potential future suppliers 
exhibiting on the day. ■

First Black Suppliers’ Day 
a Resounding Success

Minister Rob Davies and other delegates at the VW Black Suppliers’ Day.

http://www.ramauto.co.za
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As manufacturing industries have become more 
and more dependent on computerised and robotic 
machinery, the need to align its skills base has 
also increased. To this end, General Motors 
South Africa (GMSA) has been partnering with 
the Nelson Mandela Metropolitan University 
(NMMU), to ensure the required skills are devel-
oped for motor manufacturing in Port Elizabeth.

According to GMSA’s Training and 
Organisational Development Manager, Wayne 
Osborne, the eight-year sponsorship of the Chair 
in Mechatronics at the NMMU is vital in enabling 
the institution to contribute meaningfully towards 
the manufacturing industry’s requirements.

Mechatronics combines a number of aspects 
of engineering, including mechanical and 
electrical engineering, robotics, programming 
and computer-aided design. NMMU is the only 
university in the Eastern Cape off ering a Bachelor 
of Engineering degree in Mechatronics.

GMSA’s support for the Chair in Mechatronics 
also includes the opportunity for students to 
complete their in-service training at the company, 

participating in GMSA projects and acquiring 
critical on-the-job training and experience.

“We make extensive use of mechatronics 
engineering skills in our plants, which are highly 
mechanised and use robotic systems. Th e company 
has employed several graduates from the pro-
gramme and will continue to do so in future.”

GMSA and the current holder of the Chair, 
Professor Igor Gorlach, were instrumental in estab-
lishing the programme in NMMU’s Engineering 

Faculty in 2009 in a fi ve-year contract with the 
University. Th e partnership was renewed from the 
beginning of 2014.

To date more than 30 projects have been 
completed by Mechatronics students. Th ese 
projects aim to benefi t GMSA through the de-
velopment of unique and innovative solutions to 
industry problems, whilst students gain practical 
industry experience. ■ 

GMSA Supports 
Vital Skills Base

Obtaining Merit Awards for their fourth 
year projects in Mechatronics Engineering 
in 2015, are from left: Scott Burton, 
Theo Weyers, Wayne Osborne (GMSA 
Training and Organisational Development 
Manager), Hein Swanepoel, Richard Kirton 
and Shaish Gopichand.

NMMU Mechatronics Engineering 
graduate, Nathan Kops (left) is now a full-
time employee at GMSA. Inspecting one 
of the robotic systems in the Struandale 
assembly plant with him, is Automation 
Technician, Rais Salie.

Buy Wheels and Help Save the Rhino

Tiger Wheel & Tyre has announced that wheel partner, Black Rhino 
Wheels, is donating R5.00 of every wheel sold to Save the Rhino 
International.

Black Rhino Wheels has established itself as a leading manufac-
turer of aft ermarket alloy wheels for off -road enthusiasts, including 
bakkies, SUV’s and 4×4 vehicles. Th ey focus on designing and manu-
facturing quality, hardened alloy wheels that off er maximum off -
road performance as well as heavy-duty capabilities. It is with their 
namesake in mind that they have collaborated with Save the Rhino 
International to support endangered rhinos in Africa and Asia.

Rhinos are facing an escalating poaching crisis at the moment 
and unless something dramatic is done to protect them they will 
go extinct in the wild. Th e illegal poaching of rhinos is one of the 
biggest threats to the survival of the rhino with some predicting 
that rhinos could be extinct by 2026 if the current escalation in 
poaching continues.

Save the Rhino International’s vision is for all fi ve rhino species 
to thrive in the wild for future generations. Th ey currently support 
a number of ongoing rhino conservation programmes by funding a 
range of activities with grants and in collaboration with numerous 
conservation partners.

Save the Rhino currently supports fi eld programmes in Kenya, 
Tanzania, Zambia, Zimbabwe, Namibia and South Africa, as well as 
the work of the IUCN SSC African Rhino Specialist Group. It also 
supports ongoing fi eld programmes in India and Indonesia. ■

ITSA Promotes Literacy

Isuzu Truck South Africa (ITSA) last month 
successsfully ran the #ITSAEMPTYTRUCK 
book collection in Port Elizabeth. In 
the light of ITSA’s involvement with the 
Standard Bank IRONMAN African 
Championship, IRONMAN 4 the Kidz was selected as the 2016 benefi ciary.

Isuzu Trucks placed collection boxes in 25 locations in and around the city of 
Port Elizabeth and managed to collect more than 38 400 books collected over a 
period of 22 days. Th e book categories included fi ction and non-fi ction, as well as 
school and university textbooks. It took six volunteers four days to count and sort 
the books into various genres, diff erent age categories and into batches suitable for 
the various children’s homes.

“A book is all it takes to make a diff erence in a child’s life and a learning tool 
that drives development in our societies,” said Craig Uren, Chief Operations Offi  cer 
for Isuzu Truck South Africa. “It has always been our responsibility to give back to 
the community. As our workforce hails from the Eastern Cape, Port Elizabeth it 
was a natural leap for Isuzu Truck South Africa to join forces with Standard Bank 
IRONMAN.”

Garth Wright, founder of IRONMAN 4 the Kidz said that he was overwhelmed 
by the astounding support they received from the community and other stakehold-
ers through their support of the #ITSAEMPTYTRUCK campaign. “It’s heart-warm-
ing to see that the people of Port Elizabeth have given a child an opportunity to be 
literate. Education is a tool which transforms a person to live a better life.”

Isuzu Truck South Africa plans to roll out the project in other cities around SA 
this year and set a bigger target for 2017. ■
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Ford Motor Company of Southern Africa 
(FMCSA) recently donated two locally produced 
Duratorq TDCi engines to the Nelson Mandela 
Metropolitan University (NMMU).

Th e high-tech turbodiesel engines were hand-
ed over to the university’s Ford Engine Research 
Unit (FERU) by Jim Vella, President of the Ford 
Motor Company Fund, and Ockert Berry, FMCSA 
Vice President Operations.

Th e engines, a 2.2-litre four-cylinder and a 
3.2-litre fi ve-cylinder unit , will be used by FERU 
– which is part of the university’s Department of 
Mechanical Engineering – to expand the develop-
ment of engineering expertise, and facilitate engine 
testing and research amongst its students.

Ford’s Struandale Engine Plant already has a 
partnership with the NMMU, which commenced 
with the launch of FERU in 2012. Th e facility con-
ducts independent engine testing for Ford, while 
also creating reciprocal training and research op-
portunities between Ford and the university.

“Education and skills development is a core 
component of Ford’s Better World philosophy, 
which aims to uplift  communities and improve 
people’s lives,” Vella said. “We are proud to see 
Ford forge an even closer alliance with NMMU, 

creating greater opportunities for skills develop-
ment, and generating a pool of automotive engi-
neers for the future.”

As part of his fi rst-ever visit to Port Elizabeth, 
Vella is also visiting two local projects supported 
by the Ford Motor Company Fund. Th e Ford 
Fund has a strong association with the city, having 
funded a multi-year programme to provide hous-
ing for residents of the Vastrap informal settlement 
in Booysen Park.

Th e project started out as part of Ford’s annual 
Global Week of Caring, which has now developed 
into the far-reaching Global Month of Caring, 
held in September each year. Th is sees thousands 
of Ford employees around the world volunteering 
their time, energy and expertise to improve the 
lives of others.

Over the past two years, the team from the 
Struandale Engine Plant and local non-profi t 

organisation KICK converted 11 shipping contain-
ers into housing units for 20 destitute families in 
Vastrap. Th e so-called ‘Blue Village’ has become 
a landmark of hope and opportunity in this poor 
community, and provides safe and secure homes 
for young families, as well as the elderly. ■

Corporate Social Responsibility

Over the past two years, 11 
shipping containers have been 
converted into housing units for 
20 destitute families in Vastrap.

Ford Fund Lends a Helping Hand

Pictured (from left to right): Ockert Berry: 
Vice President Operations, Ford Motor 
Company of Southern Africa, Prof Andrew 
Leitch: Deputy Vice-chancellor: Research 
and Engagement, NMMU and Jim Vella, 
President, Ford Motor Company Fund.

Engen Petroleum handed over a cheque for R1 
million to Agri SA for drought relief at this year’s 
Nampo agricultural show, which ran from 17 to 20 
May. Th e donation was made in response to a call 
for help from the agricultural company Senwes.

“We understand the negative impact exerted 
by the current drought on agriculture and we 
hope that our donation will help to make a small 
contribution in assisting farmers,” says Mike Stead, 
Engen’s Manager: Commercial Fuels.

Johannes Möller, president of Agri SA, believes 
the donation will make a big diff erence. “For 
every R1 we receive towards the Drought Relief 
Fund, the value we give back is R5, which goes 
towards farmers, throughput, feeding pellets and 
similar products.”

Möller however stresses that the Drought 
Relief Fund is not only used for Agri SA members. 
“Th e money is also used to support all farm-
ers, whether commercial or emerging farmers. 
Assistance is also off ered to the community,” 
he says.

Engen has long 
maintained a keen 
agricultural focus 
and Stead explains 
that the company’s 
contribution repre-
sents another step 
in its commitment 
towards supporting 
those in dire straits 
in a sector whose 
value they really 
understand.

Joe Mahlo, 
Engen’s general 
manager of Sales and 
Marketing concurs. 
“Over the past 40 
years we have demonstrated to farmers that ‘With 
us you are Number One’. Th is has resulted in 
excellent integrated relationships and working 
methodologies.

“Aft er all, when it comes to the future, nothing 
less than a vibrant and brilliantly supported agri-
cultural sector will meet the needs of the economy 
and all of our people,” Mahlo concluded. ■

Engen Donates to Drought Relief Fund

Engen Petroleum handed over a cheque for R1 million to Agri SA for 
drought relief at this year’s Nampo agricultural show.
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Working Wheels

Once a year the agricultural community descends 
upon Bothaville in the Free State for the annual 
NAMPO Harvest Day. Showcasing the latest 
trends, innovations and networking opportuni-
ties within the agricultural industry, the expo is 
also a pretty good indicator of what is currently 
available in the commercial vehicle market and 
is thus well supported by most of the brands 
available locally.

For the 15th time FAW was also there, demon-
strating the company’s commitment to the farming 
community.

On display were FAW’s lowest-cost- per-tonne 
medium truck, the 8.140FL introduced in 2015; the 
FAW15.180FL with a drop-side body; the 28.280FD 
tipper; the 28.330FL with a cattle body; and the 
FAW 28.380FT truck tractor.

“Th ese trucks were selected specially for the 
farming community to show how well-suited FAW 
is in providing this sector with optimum vehicle 
performance while simultaneously keeping cost 
of ownership and running costs at an all-time 
low,” said Cheng Zhang, Marketing and Strategy 
Manager, and spokesperson for FAW Vehicle 
Manufacturers SA.

“Customers have become ever more convinced 
of the inherent value-for- money FAW provides 
to their business, and it is therefore no surprise 
that our vehicles have been very popular in the 
agricultural sector. “High-quality manufacture, yet 
simple in design; high levels of performance; and 
economical to operate – this is what FAW com-
mercial vehicles off er,” said Zhang.

Th e number of FAW trucks sold in the sub-
Saharan region has grown exponentially since the 
opening of the Coega-based plant in 2014. Many 
southern African customers are buying locally 
produced vehicles because of the obvious cost 
benefi ts and the opportunity to purchase well-
engineered trucks, some modifi ed to meet specifi c 
regional conditions.

Th e advantages of ‘buying local’ abound. 
Th ese include the shorter lead-time for delivery; 
the internationally recognised, high quality levels 
maintained in the South African plant; and the 
reduced cost of sourcing FAW vehicles here.

“Th ere are many advantages of sourcing FAW 
products from our South African base – the most 
important being time-to-market in the African 
countries, and of course for the SADC and AU, the 
added advantage which comes from the import/
export duty agreements,” Zhang explained.

Th e NAMPO Harvest Day held annually at 
Bothaville in the Free State has been attracting not 
only local agricultural role players, but also many 
visitors with an agricultural interest from across 
the entire continent and from other continents, 
specifi cally South America and Asia.

Zhang confi rmed this: “We are delighted with 
the growing number of visitors to our annual 
NAMPO exhibition.”

Grain SA’s NAMPO Harvest Day is reportedly 
the largest collection of agricultural exhibitions un-
der private ownership in the southern Hemisphere. 
According to their website the NAMPO Harvest 
Day enables the agricultural industry to experience 
fi rst-hand and on one terrain, the latest technology 
and products on off er in the farming industry. ■

FAW Trucks Steal the Show at Nampo 2016

“These trucks were selected 
specially for the farming 
community to show how well-
suited FAW is in providing 
optimum vehicle performance 
while simultaneously keeping 
cost of ownership and running 
costs at an all-time low.”
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Th e truck rental business in South Africa is 
extremely competitive. Th erefore a company has 
to be very special in all it does to rise above the rest 
and grow its business. Dynamic Truck Rental is 
one of these companies. It was established in 2004 
and has had amazing annual growth at an average 
of 44% year-on-year for the past 11 years and now 
boasts a fl eet of 300 trucks.

It is a mixed fl eet with the latest additions 
being seven Hino 500-Series 1626 freight carriers 
with tautliner bodies purchased from Hino Oranje 
in Bloemfontein. Th e dealership operates from 
an impressive new facility near Dynamic Truck 
Rental’s head offi  ce and was runner-up in the 2015 
Hino Dealer of the Year awards.

Dynamic Truck Rental started in 
Bloemfontein from very small beginnings in 2004. 
Bernadette van der Berg, who had been working 
in the trucking industry since 1999, decided it was 
time to go out on her own. She was encouraged by 
a number of her clients. Initially trucks were hired 
from sub-contractors and she worked from a home 
offi  ce in a Bloemfontein suburb.

Th e name Dynamic was chosen as Bernadette 
wanted people to know that this was a truck 
rental company that was driven by passion. She 
set her standards high and the fact that the com-
pany is showing such phenomenal year-on-year 

growth is a tribute to personal dynamism right 
from the top.

Th e fi rst truck was purchased by Dynamic 
Truck Rental in 2007 but to this day there are sev-
eral sub-contractors who continue to operate ex-
clusively for the company using their own vehicles.

Dynamic Rental focuses on the corporate 
business and has contracts with many of the major 
players. It has a one-stop-shop approach of taking 
care of all aspects of moving goods in line with 

the managing director’s extensive experience in 
logistics.

Th e head offi  ce remains in Bloemfontein 
where modern new facilities have been built A 
Johannesburg depot was opened in Pomona three 
years ago to further improve service levels to the 
heartland of the SA economy.

Bernadette says her success in the truck rental 
business is all about providing her customers with 
a comprehensive service, which can even include 
taking total responsibility for cross-border trans-
port. A recent addition to the Dynamic off ering is 
trailer hire.

“Our truck fl eet is the core of our business 
and here we do not skimp. Th e trucks are serviced 
at the various accredited dealers, fi tted with live 
tracking systems and a separate recovery system, 
as well as being fi tted with bull bars, long range 
tanks, Diesel Guard and Safestop. Th e trucks are 
also refurbished once a year to keep them looking 
fresh,” explained Bernadette.

“My staff  is the vital link in or business and 
here we do not skimp either. We arrange regular 
training and team building sessions as well as 
employing a mentoring and life coach.

“Th e Dynamic Truck Rental slogan: 
‘Powered by Diesel. Driven by Passion’ says it all,” 
she concluded. ■

Working Wheels

Erwin Stolze, General Manager of Hino 
Oranje in Bloemfontein, handing over 
one of seven Hino 500-Series 1626 
freight carriers to Bernadette van der 
Berg, Managing Director of Dynamic 
Truck Rental.

Dynamic Truck Rental Lives Up to its Name

Daimler Trucks & Buses (comprising Mercedes-
Benz Trucks, Freightliner, FUSO Trucks and 
Buses, Mercedes-Benz Bus & Coach and Western 
Star), as well as Mercedes-Benz Vans, both sub-
sidiaries of Mercedes-Benz South Africa (MBSA) 
recognised and rewarded its top performing com-
mercial vehicles dealers for 2015 at a Dealer of the 
Year gala event recently.

Mercedes-Benz Commercial Vehicles Cape 
Town walked away with the Mercedes-Benz 
Financial Services Chairman’s Award for Best 
Overall Performance, Daimler Trucks & Buses 
and Mercedes-Benz Vans accolade. Th e dealer also 
bagged the Dealer of the Year: Chairman’s Award 
for Best Overall Performance Daimler Trucks 
& Buses.

Garden City Commercial Vehicles was rec-
ognised with the Dealer of the Year: Chairman’s 
Award for Best Overall Performance, Mercedes-
Benz Vans.

Other winners from the 
awards included:

 ■ Best Sales Performance Category for Mercedes-
Benz Trucks: De Wit Motors

 ■ Best Sales Performance Category for Mercedes-
Benz Buses: Mercedes-Benz Commercial 
Vehicles Gauteng North and West

 ■ Best Sales Performance Category for 
Freightliner: John Williams Motors

 ■ Best Sales Performance Category for 
Fuso:  John Williams Motors

 ■ Most Improved Dealer for Mercedes-Benz 
Vans: McCarthy Kunene Commercial Vehicles 

 ■ Most Improved Dealer for Daimler Trucks & 
Buses:  Union Motors South Coast

 ■ Top Brand Performance for Vans Large 
Volume: Garden City Commercial Vehicles

 ■ Top Brand Performance for Vans Medium 
Volume:  Union Motors South Coast

 ■ Top Brand Performance for Mercedes-

Benz Trucks: Large Volume Mercedes-Benz 
Commercial Vehicles Cape Town

 ■ Top Brand Performance for Mercedes-Benz 
Trucks Medium Volume:  Mercurius Motors

 ■ Top Brand Performance for Mercedes-Benz 
Buses Overall: Mercedes-Benz Commercial 
Vehicles Gauteng North & West

 ■ Top Brand Performance for Freightliner Large 
Volume:  John Williams Motors

 ■ Top Brand Performance for Freightliner 
Medium Volume: Union Motors South Coast

 ■ Top Brand Performance for FUSO Large 
Volume: Sandown Commercial Vehicles Bellville

 ■ Top Brand Performance for FUSO Medium 
Volume:  Union Motors South Coast ■

MBSA Recognises Top 
Commercial Vehicle Dealerships
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Check out the LATEST Prices for South African Trucks
www.trucksmag.co.za
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For the fi rst time ever Suzuki Auto SA is introduc-
ing a light commercial vehicle to the local market. 
Th e new Suzuki Super Carry compact bakkie is set 
to make its world début this month and SA is the 
fi rst market outside of India to introduce it.

Now in its 11th generation, the Super Carry 
features a cab-over design and large load deck, and 
off ers a payload of 750 kg. It also boasts an impres-
sive load bay width of 1,49 m, ground clearance of 
175 mm and a turning circle of 8,6 m.

Powering the new Super Carry is a four-cylin-
der petrol engine with a maximum power output 
of 54 kW at 6 000 r/min, combined with a 101 Nm 
torque maximum at 3 000 r/min. Th e gearbox is a 
fi ve-speed manual powering the rear wheels.

Th e suspension combines the ride comfort 
of an independent front suspension featuring 
MacPherson struts and coil springs, with the ro-
bustness and load carrying capacity of a rigid axle 
and leaf springs at the rear.

Th e cab-over design allows for compact 
dimensions and a spacious two-seater cabin. Th e 
Super Carry is just 3,8 m long and 1,56 m wide, 
yet features a load deck measuring a generous 
2,18 × 1,49 m.

“We’re delighted to introduce the Suzuki 
Super Carry to the SA market,” says Charl Grobler, 
manager of product planning and sales at Suzuki 
Auto SA. “It arrives at a time when cost effi  ciency, 

aff ordability and value for money are key require-
ments for small businesses and entrepreneurs seek-
ing an effi  cient, versatile and robust utility vehicle.”

Grobler adds that 
Suzuki Auto SA is par-
ticularly proud that the 
new Super Carry will be 
launched locally ahead of 
other markets. “It proves 
that Suzuki considers the 
SA market an important 
one, and shares our view 
that the Super Carry has 
tremendous potential here.”

Th e new Suzuki Super 
Carry is produced in India 
and goes on sale through 
Suzuki’s national dealer 

network from June at a recommended retail 
launch price of R129 900. Th e price includes a 
three-year/100 000 km warranty. ■

Suzuki Super Carry Makes Local Debut

“It arrives at a time when cost 
effi ciency, affordability and value 
for money are key requirements 
for small businesses and 
entrepreneurs seeking an effi cient, 
versatile and robust utility vehicle.”

http://www.trucksmag.co.za/
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Info: www.pomc.co.za
Cars in the Park on Facebook

Frik: frikki@gmail.com 082 444 2954
Hanlie: info@siyakula-events.co.za 082 908 2295

mailto:frikki@gmail.com
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From 9-11 September 2016, the country’s most ex-
otic cars will gather at Sun City in the Pilanesberg 
for a weekend of fun, glamour and intense 
competition.

Th e occasion is Concours South Africa 2016, 
organised by a band of supercar afi cionados who 
have plenty of experience at these high high-end 
strut-your-stuff  events. But the event will be for all 
manner of special cars, with a particular emphasis 
on vintage and classic cars.

“We see this as an opportunity for own-
ers of these special cars, their pride and joy, to 
express themselves to the fullest extent” said Ross 
Crichton, organiser of Concours South Africa and 
a veteran supercar afi cionado.

“Th e Sun City venue provides the ideal back-
drop to showcase South Africa’s fi nest cars, and 
the venue enables participants to enjoy the cars 
and themselves to the fullest over an unforgettable 
weekend, surrounded by like-minded people.”

Spectator entrance is free, Concours South 
Africa providing petrol heads of all persuasions an 
opportunity to view the country’s most mouth-
watering cars even if they are unable to take part in 
the Concours or Show and Shine.

Entries for the registration of cars has opened 
and the following categories are available in both 
Concours and Show and Shine 

 ■ Leisure & Utility up to 1980
 ■ Leisure & Utility post 1980
 ■ Sports Cars up to 1980
 ■ Sports Cars post 1980
 ■ Luxury Saloon up to 1980
 ■ Luxury Saloon post 1980
 ■ American Muscle
 ■ Super Cars up to 1980
 ■ Super Cars post 1980

For more information on Concours SA and how to 
enter your cars go to www.concourssa.co.za

Entries close on 30 June 2016
For further information contact Ross Crichton 

on 084 988 8888 or ross@supercarlifestyle.com ■

Pebble Beach. Villa d’Este on the Banks 
of Lake Como. And now…..Sun City!

“We see this as an opportunity for 
owners to express themselves.”

Automotive oppulence, the 1960 Cadillac Eldorado coupe. A serious concours 
contender anywhere in the world.

Concours South Africa will cater for all 
genres of classic cars.

Ferrari 365 GTB4 Daytona.

Spectator entrance is free, 
Concours South Africa providing 
petrol heads of all persuasions an 
opportunity to view the country’s 
most mouth-watering cars
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