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Th e National Association of Automotive 
Components and Allied Manufacturers of South 
Africa (NAACAM) has announced that the inau-
gural NAACAM Show will take place at the ICC 
Durban from 5 to 7 April 2017.

Th e Show – which will include an exhibition, 
conference, learning tour and networking func-
tions – will be hosted every two years as a platform 
from which to grow the automotive component 
and related manufacturing sectors in South Africa, 
and will run concurrently and in partnership 
with the Durban Automotive Cluster’s National 
Localisation Indaba. Th e idea is to rotate hosting 
of the show between Durban, Gauteng and the 
Eastern Cape.

According to NAACAM President Dave 
Coff ey, a unifi ed eff ort was required from all South 
Africa’s automotive stakeholders, including gov-
ernment, to respond to the challenges facing local 
manufacturers. Th ese include increased market 
access, higher local content and export readi-
ness, which must be underpinned by appropriate 
enabling legislation and the supply chain’s eff orts 
at continuous improvement and maintaining 
international certifi ed standards.

“In the context of weak local new vehicle sales, 
an increase in the range and volumes of locally 
manufactured components is essential to the 
survival and growth of component manufactur-
ing companies in South Africa and the NAACAM 
Show has a big vision in driving this objective,’’ 
Coff ey said.

Th e objectives of the NAACAM Show are to 
deliver a premier event that:
■ Showcases the capability of the SA auto-
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motive industry and in 
particular the component 
sector;

 ■ Is fully endorsed by the dti and 
aligned with the support that 
the dti aff ords the automotive 
industry;

 ■ Receives the full support of all 
stakeholders in and related to 
the automotive industry and its 
supply chain;

 ■ Promotes further localisation of 
components;

 ■ Links potential Tier 2/3 to Tier 
1 suppliers;

 ■ Provides networking 
opportunities for suppliers of 
capital equipment, logistics and 
other services with component 
manufacturers;

 ■ Attracts multinational 
component suppliers to 
participate;

 ■ Facilitates the transfer of 
technology to local suppliers;

 ■ Has a focus on linking and 
developing BBBEE suppliers in 
the automotive supply chain; 
and

 ■ Attracts global OEM 
purchasing managers to attend 
and participate.

In short, the show will provide local 
component suppliers the opportu-
nity to demonstrate their capabili-
ties, network and do business with 
local and foreign, existing and 
potential customers. It will also 
enable buyers to communicate their 
localisation needs and source auto-
motive products from world class 
component manufacturers.

Running concurrently with the 
show, a conference will host leading 
speakers and panellists talking on 
issues critical to industry performance 
and development, with industry mem-
bers sharing on their localisation and 
operational challenges and successes.

Th e NAACAM Show Steering 
Committee has deliberated exten-
sively on the structure and topics 
to be included in the Conference 
programme, the structure of which 
is aimed at allowing delegates to 
attend as many sessions that are of 
relevance to their functional areas 
as is possible. Th e topics relate to 
the key issues that face the local 
component manufacturing industry 
and will include trading on and with 
the African continent, alternative 
fuel sources, tooling capability and 
development, manufacturing best 
practices and policy developments 
and implementation.

Each session will be highly 
outcomes oriented, beginning with 
a technical presentation giving 
delegates a thorough view of the scale 
and scope of the topic. A case study 
on how industry has tackled the issue 
will give delegates insight into practi-
cal response options undertaken 
by peers and a panel discussion by 
industry leaders will present further 
thought leadership and practical 
insight on response options relating 
to the issue.

It goes without saying that the 
conference will be delivered by 
leaders in their fi elds with signifi -
cant OEM, tier 1, government and 
stakeholder representation.

Coff ey confi rmed that following 
an open tender process Inkanyezi 
Events would, under the guidance 
of NAACAM’s Steering Committee, 
manage the NAACAM Show.

Inkanyezi Events were the 
organisers of the South African 
Automotive Week (SAAW) for over 
10 years. Th e 2016 event, which was 
scheduled for October, has since 
been cancelled.

Explained Andrew Binning, CEO 
of Inkanyezi Events: “NAACAM is 
the industry body for component 
manufacturing and had for some time 
held the intention to allign such an 
initiative even more closely with the 
objectives of the Automotive Supply 
Chain Competitiveness Initiative 
(ASCCI) and the dti. To this end 
organising a NAACAM Show was put 
out to tender.

“In order to ensure that an ini-
tiative of this kind not compete with 
another and maximise the potential 
to achieve objectives we decided to 
cancel South African Automotive 
Week,” he explained. Th e NAACAM 
Show is already proving highly ef-
fective in generating the support of 
a wide spectrum of the supply chain 
and specifi cally tier 1 companies and 
local OEMs. Now there seems to be 
much better buy-in from the latter. 
In fact, 99,9 per cent of the reaction 
to the NAACAM Show has been 
tremendously positive.”

Coff ey said the NAACAM Show 
would be closely aligned with the 
objectives of the Automotive Supply 
Chain Competitiveness Initiative 
(ASCCI) and the Department of 
Trade and Industry to grow local 
value added, exports, employ-
ment and GDP. It is also endorsed 
by the local vehicle manufac-
turers through NAAMSA. It is 
open to all stakeholders in the 
automotive value chain, including 
non-NAACAM members.

Visit www.naacamshow.co.za for 
more information. ■
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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

Dave Coffey, president 
of NAACAM.
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Editor’s Note
Another month has come and 
gone and all things considered, 
it really wasn’t great. If you 
were expecting the second half 
of 2016 to kick off  with a bang 
…. no such luck. As in months 
gone by, new vehicle sales 
fi gures continued to decline in 
June and pressure on dealers 
continued to mount. In fact, it was pretty much bad news all 
around for the past two months.

According to AutoLive contributor, Roger Houghton, 
exports into Africa were equally bleak. In fact, exports into 
Africa of built-up, made-in-SA passenger cars and commer-
cial vehicles hit a new low in June, amounting to only 1 530 
units, compared to 4 549 for the same month last year.

None of the exporters reached even 1 000 units, with 
the best fi gure being 632 units by Toyota, followed by 307 for 
Nissan, 292 for Ford and 128 for GM/Isuzu Trucks.

Roger noted that the year-to-date fi gure of 11 617 units 
for the fi rst half of 2016 was less than half the 25 512 units ex-
ported in the fi rst six months of 2015. In fact, Toyota’s export 
fi gure for this period last year, at 11 770 units, was more than 
the total of all brands for the fi rst six months of 2016.

Th e top exporters for the fi rst half of 2016 were: Toyota 
(4 679), Nissan (3 002), Ford (1 884) and GM/Isuzu Trucks (902). 
Th e only market which took more than a thousand units in the 
fi rst six months of 2016 was Nigeria with 2 327, which is an indi-
cation of the parlous state of this export market on which many 
companies have built their regional expansion hopes.

On a lighter note, Pokémon Go has taken over the world. 
If, like me, you have children, you’ll know exactly what I’m 
refering to.

Th e game is based on the classic cartoon and video game 
series and players use a GPS map to locate cartoon creatures 
called Pokémon on their smart phone or tablet. It requires 
players to move and pay attention to the touchscreen as they 
seek out these Pokémon and reports of close calls associated 
with playing Pokémon Go are already coming in from the 
US where the National Safety Council is urging gamers to 
consider safety over their scores – before a life is lost.

Along with pedestrians distracted by their quest to fi nd 
that rare Pokémon, drivers are also being distracted from 
driving by playing along. And, warns local training and road 
safety guru, Eugene Herbert, the consequences could be dire.

While we haven’t seen any evidence of this in SA impact-
ing on drivers, Herbert warns that we shouldn’t be tempted to 
poke and drive …

Liana Reiners,
Editor

To advertise in  contact

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

Ford dealers in South Africa bucked the 
trend of a downturn in the country’s vehi-
cles sales in June by setting a new company 
record for sales through the retail network. 
A total of 4 998 units took this route to 
market out of the company’s sales total of 
5 305 units. Th is was Ford’s fourth highest 
sales total since 1994.

Ranger was the major contributor 
to Ford SA’s achievement and was the 
top-selling nameplate through the dealer 
channel, while the EcoSport maintained its 
leadership position in the popular compact 
SUV category.

Mazda, which announced in 2013 that 
it was to break its longstanding link with 
Ford in South Africa following a global split 
between the two companies, is also shining 
on the local sales front. It started operating 
independently here in October 2014, less 
than two years ago.

Mazda sales of 6 312 units in the fi rst 
six months of 2016 showed an increase of 
61% over the fi gure for the same period in 
2015. Last year’s sales total of 9 066 units 
was in turn an 84% improvement over the 
4 939 units sold in 2014. Year-to-date the 
CX-5 SUV and Mazda3 are two of Mazda’s 
top sellers, accounting for a combined 55% 
of sales volume.

Mazda attributes its sales volume 
growth to its comparatively new product 
range and the eff orts by its dealer network 
to re-establish the Mazda brand in SA. 
Mazda SA now has 50 dealers and will add a 
further two by the end of the year.

June was also a very good month for 
Toyota, which has been the top selling 
brand in SA since 1982. Th e new Hilux is 
the bestseller among all vehicles in SA so far 
this year, helping to position Toyota as the 
country’s most popular automotive brand 
for the sixth month in succession.

Hilux’s stablemate, the new Fortuner, 
is also selling up a storm, with 1 405 units 
delivered in the month of June to consoli-
date its position as SA’s best-selling SUV for 
the past 10 years.

NAAMSA reports that the new car mar-
ket in SA refl ected a fall of 10.4% in the fi rst 
six months of 2016, compared to the same 
period a year ago, with LCVs down 8.9%, 
medium commercials down 19% and sales of 
heavy trucks and buses were down by 4.4%.

Overall vehicle sales in June 2016 to-
talled 44 939 units with 83.6% dealer sales, 
11.9% sales to the rental industry, 3.2% sales 
to industry corporate fl eets and only 1.3% 
to the government. Car sales in June were 
11.7% lower than in June 2015.

Leading fi nance house WesBank 
reported that total industry sales in the fi rst 
six months of 2016 were 9,9% below the 
fi gure for the same period in 2015. Th is is 
in line with WesBank’s forecast earlier this 
year that total industry sales would be down 
10% in the period to June.

WesBank’s internal data showed a 
decline in the applications for vehicle loans. 
During June application volumes for new 
models fell 19.21% year-on-year. In contrast, 
demand for fi nance on pre-owned vehicles 
weakened only slightly by 0.2%.

WesBank says that consumers who are 
buying vehicles are also spending more, 
which is in line with new car price infl ation, 
while rising prices in the used market are 
driven by demand. Th e average deal value 
for a new vehicle grew to R291 000 in June, 
which is an 11% year-on-year increase. Th e 
average deal price for used cars rose 10% 
to R188 000.

Th e news from the export built-up 
vehicle front was also disappointing, with 
a decline of 1.4% from the 31 419 vehi-
cles exported in June 2015 to the 30 965 
shipped from SA in June this year. However, 
NAAMSA says there is expected to be 
strong growth in exports in the second half 
of 2016. ■

The Ford Ranger was the 
major contributor to Ford SA’s 
achievement.

Ford Dealers Shine 
in Declining Market

mailto:liana@autolive.co.za
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Th e global motor industry is in a state of fl ux at 
present, with a number of diverse technologies 
and concepts under considera-
tion globally, as the world looks at 
mobility off erings and no longer 
focuses mainly on personal vehicle 
ownership.

Th is situation has resulted in 
the organisers of the bi-annual 
CAR Conference coming up with 
an intriguing list of topics and well-
qualifi ed speakers to investigate 
and discuss possible future trends 
and developments in the local and 
global automotive industry.

Th e topic for this year’s 
conference is: “Consumer Trends 
and Disruption ... How South 
African vehicle manufacturers and 
distributors can drive the changes 
required to adapt to a new future.”

Th e organisers have assembled 
a team of specialist speakers who 
will talk on a host of interesting 
topics in this all-day event.

Th e keynote speaker from 
overseas is Martyn Briggs from 
the United Kingdom. He is the 
industry principal who leads the 
Mobility team at Frost & Sullivan, 
a company which provides detailed 
market research and consulting ad-
vice in this sphere. Briggs is recog-
nised as a thought leader on a range 

of Urban Mobility topics, especially car-sharing 
business models as well as the integration of public 
transport with road-based mobility services.

Th e second keynote address will be delivered 
by Mark Lamberti, Chief Executive Offi  cer of 
Imperial Holdings, the diversifi ed industrial ser-
vices and retail group which is active in logistics, 
vehicle distribution, retail, rental and parts as well 
as off ering fi nancial services in sub Saharan Africa, 
Europe, the US and South America.

Lamberti’s topic will be “Leadership in times 
of economic downturn and consumer disruption” 
which is very topical in the light of the current 
state of the South African economy with no GDP 
growth predicted for 2016.

NAAMSA President Mike Whitfi eld will 
make a presentation on behalf of this important 
industry body, while Dave Duarte, the founder of 
Treeshake, will talk to the topic “Th e connected 
consumer and relevant trends that matter to the 
automotive industry”.

Th is year’s CAR Conference, which is co-
sponsored by Tracker and Gumtree, will take place 
at the Kyalami Grand Prix Circuit and Conference 
Centre in Midrand on September 1 as a co-hosted 

event with the fi rst South African 
Festival of Motoring.

Th ese very informative CAR 
Conferences have proved a foun-
tain of knowledge for two decades 
now. Th ey are targeted at those 
people involved at management 
level in automotive and component 
marketing, exporting, manufactur-
ing and retailing.

Th e CAR Conference was 
held for the fi rst time in 1996 as 
part of Auto Africa and sub-
sequently at the Johannesburg 
International Motor Show. Over 
the years it has become South 
Africa’s defi nitive conference for 
the broader motor industry and 
an important showcase for the 
latest trends and possible develop-
ments for the future.

Th ere is an “early bird” of-
fering of R1 995 per person if the 
booking is made before August 15. 
Th e group rate is R1 695 for groups 
of fi ve or more delegates, while late 
bookings, made from August 16, 
will cost R2 495 per person.

For more details on the 
2016 CAR Conference and to 
book go to www.carmag.co.za/
conference. ■

Mark Lamberti, CEO of Imperial 
Holdings, who will talk on leadership 
in times of economic downturn and 
consumer disruption.

Martyn Briggs, Industry Principal of Frost 
and Sullivan, London, who will talk on 
megatrends and the future of mobility.

Topical issues to be Discussed 
at 2016 CAR Conference

In association with
Book now by contacting Kathryn Frew on tel 021 530 3308 or email kathryn.frew@ramsaymedia.co.za

EARLY BIRD  R1 995  if you book before 15 August 2016
GROUP RATE R1 695  for a group of  5 or more delegates
LATE BOOKING R2 495  if  booked after 16 August 2016
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CONFERENCE
2016

Keynote: 
Martyn Briggs  
Recognised thought 

leader on Urban 
Mobility, especially 
car-sharing business 

models, and the 
integration of public 
transport and road 

based mobility 
services. 

Keynote: 
Mark Lamberti  
One of South Africa’s 
most highly regarded 
entrepreneurs and a 
director of Business 
Leadership South 

Africa, an organisation 
representing the  

interests of SA’s 80  
largest corporations.

Mike Whitfield
President  

of NAAMSA

Sizwe Nxedlana
Chief Economist  

of FNB Economics

Wayne de Nobrega
CEO 

of Tracker

Dave Duarte
Managing Director  

of Treeshake

SPEAKERS

Thursday 1 September 2016 / SA Festival of  Motoring, Kyalami

KEY AREAS COVERED

Megatrends and the future of mobility. • Virtual showrooms – preparing for this new 
future and the “always on” consumer. • Automotive disruption and urban mobility, and 
the rise of the collaborative economy. • The connected consumer and relevant trends 
that matter to the automotive industry. • The economic outlook. • NAAMSA and 
Government’s views on the industry.

WHY SHOULD YOU ATTEND?

The CAR Conference is essential for those people involved at 
management level in any aspect of automotive and component 
marketing, exporting, manufacturing and retailing.

Drawing on specialist speakers from across the world, the CAR 
Conference will feature a global perspective on the challenges and 
opportunities facing the local industry. The Conference is fully 
endorsed by and hosted in association with the National Associa-
tion of Automobile Manufacturers of South Africa (NAAMSA).

HOW SA AUTO MAKERS CAN DRIVE THE CHANGE 
REQUIRED TO ADAPT TO A NEW FUTURE

Thomas Schaefer
Managing Director  

of Volkswagen Group

Jeff Osborne
Head of Gumtree 

Automotive
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Industry Insider

BY ROGER HOUGHTON

High levels of traffi  c congestion and advances in 
automotive technology have done a great deal to 
dull the passion for cars and the joy of driving fast 
on twisting roads that were so much part of the 
motoring experience in South Africa in the 1960’s, 
‘70’s and ‘80’s.

However, there are some people from that era 
who still retain their passion for cars and all things 
motoring, including motorsport.

One of these people is Francois Loubser, who 
has spent virtually all his working life in the motor 
industry and is still passionate about cars. He cur-
rently drives the latest Lexus IS350 but still hankers 
for those far-off  days when he drove sporty cars 
with rorty, double twin-choke Weber carburettors 
feeding the fuel mixture into modifi ed engines.

Nowadays, with high tech, electronically-con-
trolled engines there are no opportunities for spic-
ing up performance with modifi ed cylinder heads, 
high compression pistons, “racing” camshaft s, 
branch exhausts and big Weber carburettors, as in 
the “good old days.” Instead we have engines lurk-
ing under huge plastic covers that are not meant to 
be fi ddled with by so-called “tune-up shops.”

Francois also had the pleasure of working at 
Toyota Marketing in the heady days when that 
company was rising to the top of the sales table 
in South Africa and headed up that company’s 
Marketing Communications Division for many 
years, which included arguably some of the best 
ever, locally-produced motor vehicle advertis-
ing for television and the cinema as well as for 
print media.

Francois has been a consulting coordinator to 
NAAMSA since 2007, liaising with the organisa-
tion’s members in respect of the Johannesburg 
International Motor show and currently the SA 
Festival of Motoring, besides being the conduit be-
tween NAAMSA and the Public Relations Forum 
of the NAAMSA member companies.

Francois’s love for motor cars began at an early 
age as his father, a patent attorney in Pretoria, was 
a car enthusiast who had many impressive cars 
from a Chevrolet Fleetline Coupe to Chryslers, 
Packards, Mercedes-Benzes, Jaguars and BMWs.

Francois himself started his motorised life 
with a Honda 50 Super Sport while still at school. 
He then moved up to a Suzuki 80 and Honda 125 
as he waited impatiently to turn 18 and qualify for 
a car driving licence.

Th en followed a host of cars that will make 
any car enthusiast’s mouth water: Saab 96, Volvo 

544 B20 Sport, Renault R8 Gordini, Alfa Romeo 
Giulietta Sprint (fi tted with a 1750cc engine), Riley 
1.5, Mini-Cooper S, Lotus Elan SE Drophead, 
Lotus Europa which was retro-fi tted with a Renault 
16 TS power unit, Reliant Scimitar, Peugeot 504 
Coupe, Citroen Mehari, a Porsche 914 followed by 
a string of four Porsche 911s, Toyota Corona Mk 
II Twin Carb, Toyota Celica Twin Cam Lift back, 
Renault 5 Alpine and drove a just-launched BMW 
525 while studying for his MBA in Stellenbosch. 
He also ventured onto three wheels with a power-
ful Kawasaki off -roader that preceded quad bikes.

Interesting cars that he had looked at but not 
bought included a Maserati-engined Citroën SM, 
Ferrari Dino (cheaper than a 911 at the time) and a 
Sunbeam Rapier.

Francois had an early interest in motorsport 
too and was a member of the SA Motorsport Club 
in Pretoria.

He owned several of these special “weekend 
cars” while working fi rst at Toyota and then for a 
short spell at Peugeot Citroën SA before moving 
back to Toyota and he says his employers were 
fortunately willing to turn a blind eye to his fervent 
interest in cars that weren’t made by them.

Aft er matriculating at Afrikaans Boys High 
in Pretoria in 1962 Francois went to Pretoria 
University where he obtained Bachelors and 
Honours B.Comm, degrees in Macro and 
Business Economics.

Th ese qualifi cations led him to a job as 
an analyst at the Netherlands Bank of SA in 
Johannesburg. However, he soon realised that 
banking was not where he wanted to be and aft er 
two years Francois contacted Basil Landau, the 
Managing Director of Toyota SA Marketing, about 
a position in that fast-growing company.

He was delighted to be accepted into the 
Toyota team, rapidly working his way up the ladder 
from Advertising and Sales Promotion Offi  cer to 
District Manager, Tender Sales Manager and then 
Regional Manager for Fleet Sales in the Central 
and Southern Regions.

One of the perks of being a regional manager 
was that each of the three of these managers in 
the country were loaned a Toyota 2000GT sports 
car for a six-month period, which was right up the 
street for a car enthusiast like Francois.

He then went and spent two years doing his 
MBA at Stellenbosch University before joining 
Peugeot and Citroën South Africa for a two-year 
spell where he served as Business Management 
Manager and Field Operations Manager. Francois 
had seen this as an interesting case study as the two 
French companies had just merged.

Th e French company divested from South 
Africa and Francois was happy to be able to 
return to Toyota in 1978 where he was ap-
pointed Marketing Communications and 
Research Manager.

From there he became an Alternate Director 
Marketing to Brand Pretorius in 1980 before being 
appointed Director for Marketing Planning and 
Communications in 1982. In this position he was 
also the driving force behind Toyota’s extensive 
and very successful motorsport programme

He stayed in this position until August 2002 
when he was made Vice President Marketing 
Communications until his retirement from a long 
career with Toyota at the end of 2005.

Francois then kept himself busy as a con-
sultant for Lexus SA, and the Toyota Academy 
of Learning as well as taking on the position of 
Consulting MD for the Motor Division of FUEL 
Online Training, where he was active until 2014.

Besides his responsibilities at Toyota, Francois 
found time to serve in various board positions with 
a number of marketing organisations, including 
the SA Advertising Research Foundation (SAARF), 
the Association of Marketers (Assom) and the 
Advertising Standards Authority (ASA).

Francois says he still enjoys his involvement 
with the motor industry through NAAMSA 
and his passion for cars and motorsport 
continues unabated. ■

Passion for Cars Continues to Drive Lifetime Motorman

Francois Loubser.

He soon realised that banking was 
not where he wanted to be ...
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People

GMSA Employee Lands 
Top Job In Israel

Local General Motors South Africa employee, 
Louis Maritz, was appointed the new General 
Manager of Vehicle Sales, Service and Marketing 
(VSSM) for GM in Israel, eff ective 1 July .

Th e 47-year-old Industrial Engineer has been 
with the company for 21 years and has worked 
extensively in manufacturing, supplier quality and 
aft er sales service related operations. He also holds 
a Masters of Business Administration (MBA) from 
the Nelson Mandela Metropolitan University and 
is currently a senior manager responsible for aft er 
sales service in the Sub-Saharan Africa markets, as 
well as the Israeli market that forms part of the GM 
Sub-Saharan Africa region.

Based at the GM offi  ces in Herzliya, Israel, 
Maritz will report directly to Ian Nicholls, presi-
dent and managing director of GM’s Sub-Saharan 
Africa and Israel Operations.

Maritz said he is excited to take on this new 
role. “My immediate priority is to make sure that 
we focus on growing our sales volumes through 
superior customer experience and that we continue 
to bring the right product to our Israeli consumers.  

“Th is exciting new challenge gives me the 
opportunity to expand my experience in a highly 
advanced and competitive vehicle sales and service 
market,” said Maritz.

General Motors has two distributors in Israel 
representing the Chevrolet, Cadillac and Opel 
brands. Last year more than 13 400 GM vehicles 
were sold in the country. ■ 

Ford Honours Top Student

Ford Motor Company of Southern Africa 
(FMCSA) once again honoured one of the top 
Master’s Degree students at the Nelson Mandela 
Metropolitan University (NMMU) during the 
academic awards for 2015, held in Port Elizabeth 
earlier this month.

Regan Pieterse (37) was presented with the 
Ford Premier Award for the best Master’s Degree 
in Technology for Human Resources. Pieterse 
focused his thesis on expatriate cross-cultural 
adjustment and human resources strategies that 
can positively contribute to well-being and adjust-
ment into multicultural work environments. He 
achieved a score of 86% for the dissertation.

“We congratulate Regan on this award, which 
addresses the need to look aft er the wellbeing 
of people taking on assignments around the 
world,” stated John Cameron, Plant Manager 
of the Ford Struandale Engine Plant. “Ford is a 
truly global company, with employees of diverse 
nationalities and cultural backgrounds work-
ing together in all our markets. Th is kind of 
research will hopefully assist people to integrate 
more easily into new countries, communities and 
working environments.”

Said Pieterse: “I am extremely humbled by this 
award and would like to extend a huge thank you 
to Ford South Africa. It’s great to see organisations 
such as Ford taking a keen interest in the higher 
education landscape in the country.

“I believe that higher education will grow 
and strengthen through collaboration and key 
partnerships with the private sector. I hope that 
this award will inspire the youth in my commu-
nity, in Wentworth, Durban, and my fellow South 
Africans to be self-motivated and driven in order 
to reach their full potential.”

Pieterse is currently employed as a learning 
and development specialist at the Sidra Medical 
and Research Centre in Doha, Qatar and has over 
14 years of international HR management experi-
ence gained across a variety of work sectors in 
South Africa, the UK and the Middle East. He is 
now enrolled in his fi rst year of studies towards a 
PhD in Labour Relations and HR Management.

“I am fully committed to completing my thesis 
and graduation in 2018, and then returning home 

to make my contribution to the fi eld of HR in 
South Africa,” he said.

Ford has a long association with the NMMU, 
having sponsored the Ford Premier Award for 
several years. It also supports the university’s Ford 
Engine Research Unit (FERU) which is commit-
ted to developing engineering expertise as well 
as engine research and technologies within the 
automotive sector, which is the largest employer in 
the Eastern Cape. ■

MasterDrive honoured as 
a Titan of Industry

MasterDrive has always been proud of the excel-
lence of their training. Now this has been validated 
by ‘Africa’s Most Infl uential Women in Business 
and Government and Titans: Building Nations,’ 
recognition of leaders by CEO Global. Th e MD 
of MasterDrive, Eugene Herbert, was named 
a regional winner in the Titans Building Nations 
SADC South section.

Th e awards honour excellence in the private 
and public sector and those leaders at the pinnacle 
of their industry. According to the Chief Executive 
of CEO Global, Annelize Wepener, nominees 
undergo a vigorous multi-tiered judging process. 
“Th e highest possible standard is maintained. 
Winners in their fi eld can be assured they have 
truly excelled.”

Herbert now automatically qualifi es for the 
Continental Awards ceremony where the conti-
nent’s leading man and woman in the 25 economic 
sectors is selected from the regional winners. Th is 
ceremony will take place in October 2016.

“Recognition for excellence in one’s fi eld is ap-
preciated. What is more important, though, is the 
fact that the people in our organisation contributed 
in no small way to being able to lead eff ectively,” 
says Herbert.

If you would like to fi nd out more about 
MasterDrive’s training programmes visit www.
masterdrive.co.za or give them a call on 
086 110 0618. ■

Louis Maritz has been appointed the 
new General Manager of Vehicle Sales, 
Service and Marketing for General Motor 
in Israel.

Pictured (from left): John Cameron, 
Plant Manager of the Ford Struandale 
Engine Plant, Dr S Muthwa, Acting Vice-
Chancellor at NMMU, award winner Regan 
Pieterse, and Prof EQ Mokhuane, Deputy 
Chairperson of the NMMU Council.

MasterDrive’s Eugene Herbert (centre) 
with his award.
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Fiat Chrysler Sales 
Reporting Queried

It seems the credibility of detailed reporting of ve-
hicle retail sales goes far wider than South Africa. 
Th e latest red fl ag has gone up in the United States 
where there is a federal probe into the reporting of 
Fiat Chrysler Automobiles’ (FCA) US unit which 
has claimed 75 straight months of US sales gains, 
according to a report in Automotive News.

Investigators from the FBI and Securities and 
Exchange Commission (SEC) visited FCA fi eld staff  
in their homes and offi  ces on July 11 as part of the 
probe. Th e authorities also visited the head offi  ce of 
FCA in Auburn Hills, Michigan, on the same day.

FCA is claiming a 75 month run of improving 
monthly sales – the highest in US history – ever 
since it was given state loans to stave off  bank-
ruptcy in 2008. Earlier this year an FCA dealer 
accused the company of “civil racketeering” in a 
federal lawsuit that alleged the company paid deal-
ers to “improperly infl ate sales.” FCA called the 
claim “baseless.”

An internal review ordered in mid-2015 by 
top Fiat Chrysler FCA US executives uncovered 
thousands of vehicle sales reported by FCA brands 
for which there was no actual buyer, according to 
two company sources. ■

Sewells and MSXI Now 
Working as One Business 
in MEA Region

Th e Sewells Group and MSX International have 
started to operate as one business in the Middle 
East and Africa from the middle of July. Th ey 
operate under the name Sewells MSXI and the 
two companies have aligned their organisational 
structures and responsibilities.

Warren Olsen, the MSXI head for Sub Saharan 
Africa, said: “We are very excited about the fact 
that this alignment will enable us to provide more 
comprehensive support to our customers, delivered 
through the broader and deeper capabilities of the 
combined businesses. We look forward to adding 
more value as we embark upon this new journey as 
the largest provider of retail solutions to automo-
tive companies in the world.”■

Huge Fines for 
Truck Companies

A number of European truck manufacturers, 
including Daimler and DAF, have agreed to pay a 
record R46.4-billion in fi nes for fi xing truck prices 
over the past 14 years. Volvo, Renalult and Iveco 

are also being fi ned. Th e Volkswagen Group’s 
Scania unit has refused to settle the case and may 
face a possible fi ne in the future. MAN, which is 
also owned by VW, escaped fi nes for being the fi rst 
truck comany to inform the EU of the existgence 
of the cartel.

Th e EU Competiton Commission says the 
fi nes are so large because this cartel involves a large 
markert and continued for a very long time.

Starting in 1997, the companies set the factory 
prices for trucks and co-ordinated the timing 
of the passing on of the costs of new emissions 
technologies said the EU Commission, adding that 
the truck companies did not avoid or manipulate 
compliance with pollution standards. ■

Land Cruiser Festival

Land Cruiser owners are being encouraged to at-
tend a two-day Land Cruiser Festival at the Tarlton 
International Raceway from August 19–20. One of 
the objectives is to set two records: one being for 
the most Toyota Land Cruisers on one site at one 
time and the other being to have the most moving 
Cruisers in one convoy. Th e Festival activities will 
include Cruisers drag racing. Th ere will also be an 
exhibition of classic Cruisers and technical work-
shops for owners. ■

Mahindra Is Most 
Improved Brand

Mahindra South Africa has reason to celebrate af-
ter a strong showing in the annual dealer satisfac-
tion survey conducted by the National Automobile 
Dealers’ Association of South Africa (NADA).

Mahindra was acknowledged as the Most 
Improved Passenger Brand by its dealers in the 
dealer survey, while it also received a Bronze 
Award for overall dealer satisfaction.

Th e 2016 survey encompassed a total of 39 
independently researched brands, and the results 
were compiled from more than 1 500 responses 
received from NADA-accredited franchise dealers, 
of which 1 329 were submitted by passenger car/
light commercial vehicle dealerships.

Th e survey is based on the answers to 50 key 
questions based on every facet of the relation-
ship between dealers and their OEMs and or 
Distributors. Mahindra was in the top 25 percent 
of responses to key aspects such stock availabil-
ity, vehicle deliveries, warranty payments and 
CSI recognition.

Compared to the 2015 survey, Mahindra 
moved up eight places with an overall score of 
65,7 per cent. It showed the most improvement of 
all brands as far as Dealer Communication and 
Customer Focus were concerned.

It also achieved a top fi ve spot for Vehicle 
Distribution, and was among the top 10 brands in 
the Dealer Satisfaction category. ■

Rare BMW Entered for 
Concours South Africa

Th e only BMW 2002 Turbo that exists in Africa 
will be a star attraction at the fi rst Concours South 
Africa event on the lawns of the Sun City Hotel 
from 9 to 11 September. What’s more, this particu-
lar car was once owned by Nicky Oppenheimer, 
son of Harry Oppenheimer and grandson of 
Sir Ernest Oppenheimer. It is now owned by 
Johannesburg businessman Jack Kaplan.

Th e BMW 2002 Turbo is famous for being 
Europe’s fi rst production turbocharged car. Th e 
fi rst turbocharged car to be introduced globally 
was, surprisingly, the rear-engined Chevrolet 
Corvair, produced in the early 1960s.

Th e 2002 Turbo was essentially a hand-built 
car assembled by a special team operating within 
the BMW production facility in Munich, Germany. 
It was only ever built in left -hand-drive form and 
just over 1 400 BMW 2002 Turbos were built. Th is 
fi gure includes the 12 pre-production models built 
in late 1973, soon aft er the Turbo made its debut at 
the Frankfurt Motor Show.

Th e 2002 Turbo is instantly recognisable by 
its deep front spoiler and fender fl ares that were 
riveted onto the standard 2002 coupe body. It also 

continued on next page 

Jack Kaplan’s BMW 2002 Turbo, the only 
one in Africa.
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had special wider wheels, and the distinctive BMW 
Motorsport stripes in blue and a pinkish-orange-
red on the fl anks and spoiler. Turbo legends 
were placed on the nose, initially in reverse form 
spelling, so that drivers of ordinary cars could see 
that it was a “turbo” approaching fast in their rear 
view mirrors.

Th e organisers of Concours South Africa 
have already received a diverse range of entries for 
its event. In addition to the Concours, there will 
also be a less stringently-judged Show and Shine 
competition. It will be a glamourous event, with 
entrants encouraged to dress the part according to 
their cars entered, on the fi nal day of judging on 
the Sunday.

For more information on Concours SA go 
to www.concourssa.co.za. ■

Suzuki Shoots for the Moon

Th e next vehicle to drive on the moon could very 
well be a Suzuki, if the team from Hakuto, Suzuki 
and ispace technologies has its way.

Hakuto is competing for Google’s Lunar 
XPRIZE, oft en called Moon 2.0, and it aims to 
be the fi rst privately funded lunar exploration 
team. It has received a signifi cant boost this 
month as Suzuki announced its support of this 
all-Japanese team.

Th e Lunar XPRIZE of $20 million will be 
awarded to the fi rst privately funded team of 
space explorers that can safely land a lunar rover 
on the surface of the moon and have the vehicle 
travel at least 500 metres, while recording high 
resolution images.

Th e deadline for this feat is 31 December 2017, 
although teams must have booked a space fl ight 
before the end of 2016 to remain in contention.

For the trip to the moon, Hakuto has enlisted 
the support of ispace technologies, a high-tech 

start-up that develops 
interconnected micro-
robots that will one 
day explore space for 
exploitable resources. 
Once on the moon, 
however, the task will 
fall on Suzuki to help 
design and build a craft  
that can manoeuvre the 
rocky and powdery sur-
face in one sixth of the 
gravity of the earth.

According to 
Hakuto, they enlisted 
the help of Suzuki be-
cause of its globally 
recognised expertise in 
building highly manoeuvrable compact vehicles, 
oft en with four-wheel drive. Suzuki, in turn, was 
enthused by the Hakuto’s bold vision and the op-
portunity to contribute to the future of society, as it 
has done since its inception 107 years ago.

Hakuto’s current rover design is called the 
Pre-Flight Model 3 and it features solar panels for 
energy, high-defi nition 360 degree cameras, a full 
carbon-fi bre hull and custom-designed wheels 
designed for grip. ■

 continued from previous page

First images of open-top LaFerrari revealed: This is the open-top version of the LaFerrari, 
the new limited-edition special  series aimed at clients and collectors who refuse to 
compromise on  the joy of al fresco driving, even when at the wheel of a supercar. The 
name and  technical specifi cations will be announced at the Paris International Motor 
Show, as will the number to be built. However, all available examples have already been 
sold after a special preview to clients and  the order book is closed.

Hakuto’s current rover design is called the Pre-Flight Model 3.

https://itunes.apple.com/za/app/live-auto/id616030143?mt=8&ign-mpt=uo%3D4
https://play.google.com/store/apps/details?id=za.co.lightstone.lightstoneVVi
http://auto.lightstone.co.za/
http://auto.lightstone.co.za/
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With original, replacement and counterfeit parts, as well as the Right to Repair campaign 
being hot topics at the moment, the Motor Industry Workshop Association (MIWA) 
recently took an issue regarding over-counter parts to the offi  ce of the Motor Industry 
Ombudsman (MIO). According to MIWA chairman, Les McMaster, the response re-
ceived from the MIO sets the record straight for dealerships looking to hold their custom-
ers to ransom when it comes to replacing parts.

McMaster says a MIWA member in Kwa-Zulu Natal recently forwarded him this 
notifi cation sent out by a motor dealership in the area:

Parts supplied over the counter can only be returned for claims via our workshop. 
Th e vehicle has to come to the selling dealer and the customer must pay for diag-
nostic and also pay for a new part. Only once the claim is processed and approved 
by (dealer name) South Africa, will the selling dealer reimburse the customer only 
for a part supplied.

“Our immediate concern was that this practice is in breach of the Consumer 
Protection Act and, if allowed, will have far-reaching eff ects for all independent work-
shops. MIWA represents the interests of some 2 500 independent workshops in South 
Africa and this is a good example of the type of concern we address to protect those 
interests,” explained McMaster.

MIWA was elated to have its suspicions confi rmed with this response from the 
Deputy Motor Industry Ombudsman of South Africa: It is my humble submission that 
the supplier is contravening section 15(2)(a) and (b) as well as sub-section (3)(a) and 
(b) of the CPA. It further appears that the supplier is also contravening section 51 of 
the CPA. It also ignores the defi nition of the supply chain in that the consumer does 
not have to wait for approval from the manufacturer if a component purchased over 
the counter is defective. Th e implied warranty imposed by section 56(4) is in addition 
to any other warranty and the consumer will therefore have six months to return the 
defective component.

“Th is wholly supports MIWA’s promotion of Right to Repair in South Africa. Our 
new-car market unfortunately still 
burdens consumers with warranties 
which dictate the use of genuine parts 
but in many fi rst-world countries, this 
is a thing of the past and consumers are 
free to use aft ermarket parts in their ve-
hicles without aff ecting the warranty,” 
McMaster  said.

According to McMaster, MIWA is 
at the forefront of lobbying for change 
and legislating the Right to Repair ini-
tiative in South Africa. Right to Repair 
has been advocated and legislated in 
fi rst-world countries around the world 
since the early 80s. It promotes consum-
ers having the right to choose where 
their vehicles are serviced, maintained 
and repaired at competitive prices in 
the workshop of their choice. ■

Ombudsman Supports 
MIWA Concern Over Parts

Our new-car market unfortunately still burdens consumers with 
warranties which dictate the use of genuine parts but in many 
fi rst-world countries, this is a thing of the past

MIWA chairman, Les McMaster.

http://www.ramauto.co.za
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1

Check that brake discs and/or pads have 
reached the wear limit. Before starting the 
brake repair, all relevant components in the 
area of the axle and the hydraulic system 
must be checked.

    It is important to replace any defective 
parts.

Start of 
brake repair

6

Grease the cleaned guide surfaces of the cali-
per bracket with a non-conductive, heat-resis-
tant and solids-free (non-metallic) agent (Tex-
tar CERA TEC).

  Do not use copper paste!

Greasing the guide surfaces 
of the caliper bracket

2

Measure brake disc thickness with an appro-
priate measuring gauge

   Attention: Observe minimum thickness!
Brake disc must not fall short of the minimum 
thickness up to the end of the service life of 
the new brake pad. 
Depending on the version, wheel bearing and/
or sensor rings should also be replaced.

Measuring the 
brake disc thickness

7

Fit the new brake disc on the wheel hub and 
– depending on the type and system – fasten 
with the retaining screws.
We recommend measuring the newly fi tted 
brake discs for lateral run-out approx. 15 mm 
below the the outer edge using a dial gauge. 
Ideally, this measurement is performed with a 
properly mounted wheel.

Fitting the 
brake disc

3

After dismantling the old brake discs, remove 
rust from the contact surface and the hub 
edge using appropriate tools (e.g., wire brush, 
Emery paper etc.).

   Attention: Do not damage the wheel hub!
The caliper, which is still connected to the 
hydraulic system, must be fastened so that 
no tensile load is exerted on the brake hose.

Remove rust from the con-
tact surface and hub

8

The brake piston must always be moved back 
using appropriate adjusting tools in order to 
prevent the piston jamming or twisting. 
In doing so, attention is to be paid to the 
different versions of the caliper and/or the 
brake system, as well as to the manufacturer-
specifi c requirements and special tools.

Moving back the 
brake piston

4

Use Textar brake cleaner to clean the 
metallic-bright contact surface.
We recommend checking the cleaned 
hub with an appropriate measuring gauge 
(dial gauge with stand) for possible lateral 
run-out. Check backing plate for damage 
and clean.

Cleaning the contact 
surface and hub

9
Metal-free anti-squeal lubricant is not 
required on the backing plates of pads with 
so-called secondary measures, such as 
damping lacquer coatings or dampening 
shims. Lubrication is only vital in the area of 
the contact points of the pad and on the guide 
shafts. The torques settings and specifi cations/
guidelines of the vehicle and system manu-
facturers are to be observed in all steps of the 
repair process.

Greasing the contact points

5

Depending on the design, remove rust 
and residues from the guide shafts of the 
dismantled caliper bracket using a wire 
brush and/or caliper fi le.

  Attention: Do not damage the 
caliper bracket!

Visually check the bracket for damage.

Remove rust from the guide 
shafts of the caliper bracket

10
To prevent wheel hub damage and / or 
lateral run-out of the brake discs, the wheel 
bolt / nut must be tightened according to 
the manufacturer’s specifi cations (sequence 
and torque).

   Attention: when using impact wrenches 
always use a torque limiter, then fi nish 
installation with torque wrench.

Wheels must be fi tted to the correct torque 
setting to avoid damage.

Wheel mounting

HOW IT’S DONE
DISC BRAKE REPAIR

For technical information, online training, animations and videos visit 

www.textar-professional.com

http://textar-professional.com
http://www.textarsa.co.za
http://www.textarsa.co.za
https://www.facebook.com/TextarSouthAfrica
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BY ROGER HOUGHTON

Th e global market for one-ton pick-ups (bakkies) is 
consolidating at a rapid rate as manufacturers seek 
to cut development and manufacturing costs while 
enjoying the benefi ts of economies of scale in terms 
of units produced off  one basic platform.

Th e latest announcement in this regard comes 
from Mazda, which currently has its BT-50 range 
made off  a platform shared with the Ford Ranger 
and which is coming to an end within the next few 
years. Th is will be the fi nal break in the chain that 
joined Mazda and Ford in a product and com-
ponent sharing and manufacturing partnership 
which lasted from 1979 to 2010. It was hailed as 
a great success for many years, but eventually 
unravelled as each company chose to go its 
own way aft er the global economic meltdown 
in 2009.

Mazda, which is making a success of going 
it alone in terms of passenger cars, is now going 
to sell a “badge-engineered” bakkie based on 
the future Isuzu KB. Th e BT-50 replacement 
is expected in 2019 when Isuzu introduces its 
next-generation bakkie.

Currently Isuzu shares its platforms and 
some of the body panels with the Holden 
Colorado in Australia too. (General Motors 
once held a large share of Isuzu).Th e Mazda 

deal means that in future three bakkies will come 
off  one platform, basically designed by Isuzu.

Th is will not be the fi rst time Mazda and Isuzu 
have shared products. Isuzu has a 10-year relation-
ship with Mazda which sees Isuzu’s Elf light/me-
dium truck sold as a Mazda Titan.

Here in South Africa we have just seen the 
launch of the new Mitsubishi Triton. As the 
Fiat Fullback, beating the latest Triton onto the 
SA market!

Nissan’s alliance with Renault has resulted in 
the Navara-based Renault Alaskan, which could 
well arrive in SA too. Waiting in the wings is the 
highly anticipated entry of Mercedes-Benz into 
the one-ton bakkie market with its contender also 
based on the new Navara platform.

Recently Nissan bought a controlling share in 
Mitsubishi Motors which could well result in the 
next Triton coming off  the Navara platform too. At 
this stage it is not known whether the next genera-
tion Fiat Fullback will also be spun off  Navara 
underpinnings.

Th ere are some diff erences in the variants built 
off  a similar basic platform. Th ese vary from minor 
items such as trim and grille to major components 
such as engines and gearboxes, with Mercedes-
Benz taking the latter route for greater product 
diff erentiation for its newcomer.

Although the manufacturers will benefi t it will 
certainly make life diffi  cult for the retailers, many 
of whom will be selling similar vehicles.

Th is future scenario will mean there will be 
only three standalone bakkie ranges – Ford’s 
Ranger, Toyota’s Hilux and Volkswagen’s 
slow-selling Amarok. Interestingly Volkswagen 
entered the one-ton market in Europe making 
and selling versions of the Toyota Hilux badged 
as the Volkswagen Taro. Th is agreement lasted 
from 1989 to 1997 when Volkswagen went its 
own way and launched the Amarok as its Hilux 
competitor in 2010.

Another commercial vehicle market where 
platform-sharing is prevalent is in the large 
panel van segment where the Fiat Ducato forms 
the basis for products badged Peugeot, Citroën 
or Ram (formerly Dodge). ■

An artist’s rendition of what the Mercedes-Benz 
bakkie could look like.

Global Bakkie Market Consolidating Global Bakkie Market Consolidating 
at a Rapid Rateat a Rapid Rate

Fiat’s Fullback.
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Fast track your Automo  ve career

Sewells-MSXI Public program off ering

Advanced Dealer Management
  5 September 2016 – 22 Contact days over a 

12 month period 

Service Advisor’s 101
  22 September 2016 – 2 Contact days

MRA & Business Management
  26 September 2016 – 2 Contact days

Parts Sales Boot Camp
  13 October 2016 – 2 Contact days

Customer Centricity
  24 October 2016 – 2 Contact days

Th is year marks new beginnings for the South 
African motor show with the launch of the SA 
Festival of Motoring, which takes place at the 
Kyalami Grand Prix circuit from 31 August to 
4 September.

With the new format of the show providing an 
exciting platform for local manufacturers, import-
ers and distributors to showcase their products, 
many of the big names in the local motor industry 
have already signed up.

Th e Festival promises to be a crowd pleaser 
for both car enthusiasts and families looking for 
an entertaining day out. Th e event remains South 
Africa’s only offi  cial and premier auto show but 
has expanded its off ering to feature attractions 
including food, fashion, kids’ entertainment and 
celebrity moments.

As mentioned, the Festival will be staged at the 
newly reconstructed Kyalami Grand Prix Circuit 
in Midrand. For afi cionados this provides a unique 
opportunity to experience the new revamped, 
iconic South African race circuit. Visitors will now 
be able to experience a test drive in their dream car 
around the legendary circuit.

People are instinctively attracted and 
attached to the metal and rubber that trans-
ports them. Which is why this world-class 
event is the perfect platform to engage with 
car manufacturers.

Add in the emotion of fashion and food, events 
and adventures and the SA Festival of Motoring 
promises to be simply unmissable. As always new 

New Beginnings for Offi cial Motor Show

Brought to you by

Aerial view of the Kyalami International Convention Centre.

vehicle models will be unveiled–with sneak previews of 
the latest introductions to the South African market.

Tickets are available from www.computicket.com. 
Visit http://safestivalofmotoring.com for additional 
information. ■

mailto:dduplessis@sewells-msxi.com
http://www.sewells-msxi.com
http://www.sewells-msxi.com
https://www.linkedin.com/company/84969?trk=tyah&trkInfo=clickedVertical:company,clickedEntityId:84969,idx:3-2-5,tarId:1463055589509,tas:sewells
https://twitter.com/SewellsGroup?lang=de
https://plus.google.com/107649273864188513281
https://www.youtube.com/user/sewellsgroup
https://www.instagram.com/msxint
https://www.facebook.com/SewellsGroup/?fref=ts
http://online.computicket.com/web
http://safestivalofmotoring.com
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We Drive

BY STUART JOHNSTON

All power to Ford for developing the RS  version 
of its Focus into a mainstream production 
model. And all power to the fans of the Blue 
Oval who buy one too, as this is the fastest 
Focus to date, the new brash hatchback dish-
ing up super-car-like acceleration through an 
all-wheel-drive system.

Th e engine is the ultimate development of 
the 2,3-litre EcoBoost four-cylinder engine, and 
“boost” is the operative word here as power is now 
rated at 257 kW, with torque rated at 440 Nm, with 
470 Nm available for 10-second bursts when that 
old red mist descends!

What’s more, Ford has capitalised on its as-
sociation with the world’s most famous sideways 
driver, Ken Block, by introducing a special 

“drift ing mode” to its all-wheel-drive system. 
By pushing the appropriate buttons, the Drift  
Mode sees most of the power transferred to 
the rear wheels, and on a skid pan at the recent 
launch at Boekenhoutkloof Traffi  c Training 
Centre, west of Pretoria, it was possible to 
execute some pretty good Block impressions in a 
controlledenvironment.

Th e new Ford RS is set up stiffl  y to start with, 
with stiff er springs and anti-roll bars, but a stiff er 
damping setting via a cockpit button off ers a ride 
40 per cent fi rmer for track driving. For high 
speed road work, an RS aero pack features a front 
splitter, a rear spoiler and underbody air manage-
ment to contribute to zero lift , front and rear, to 
keep the little beasty planted.

Th e Boekenhoutkloof facility featured a ride 
and handling track where the new all-wheel-drive 
RS produced excellent grip under braking and a 
minimum of power-on understeer, thanks to the 
brake-based torque vectoring system employed by 
Ford that works in conjunction with torque vector-
ing on the AWD system.

I enjoyed the all-out power of the car im-
mensely, as it accelerates to 100 in just 4,7 seconds 

and tops 266 km/h fl at-out (we never got to test 
ultimate top speed, but the way it accelerates makes 
this fi gure easily believable). What makes the RS 
even more enjoyable for “trad” drivers is the fact 
that comes with a conventional six-speed manual 
gearbox, ensuring you are communicating with the 
car at all times.

I enjoyed the engine note to a degree, although 
it tends towards the brash rather than a blend of 
sporty refi nement. Similarly, I enjoyed the fi rmness 
of the suspension in giving the car a planted feel, 
but overall I felt it lacks a little refi nement in the 
comfort department, while steering feel, too, is a 
little muted.

Overall it’s a wonderfully exuberant package, 
and as just 300 examples are due for release here, it 
is going to make even this new “global” version of 
the RS eminently collectible in time. Right now, it 
will cost you R699 900. ■

Ford has introduced a 
special “drifting mode” to its 
all-wheel-drive system.

It accelerates to 100 in just 
4,7 seconds and tops 266 
km/h fl at-out.

The Fastest Focus Ever
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BY STUART JOHNSTON

Forget about the numbers game. If you want to un-
derstand what makes the new Golf GTi Clubsport 
so special you need to fi nd a deserted mountain 
pass with a road surface dishing up camber 
changes, bends that decrease in radius aft er you 
have entered them (perhaps a little too fast?) and 
the odd mid-corner ripple or bump.

It is in this kind of situation that the 
Clubsport shows why it is the most fully realised 
hot-hatch package out there today. You feed in 
the throttle on the way out of a hairpin, expect-
ing the front end to wash wide but it simply hangs 
on and grips. You cannot quite believe that this 
is a front-wheel-drive car, or that it is delivering 

195 kW and 380 Nm of torque through those front 
wheels, surely a recipe for instant wash away into 
understeer. Nope. Th e Clubsport just hangs on, 
plants all that power to the front wheels and scoots 
you up to the next bend, and the next.

Th e grip is thanks to the diff erential lock that 
is electronically controlled to feed in progressively, 
so there is no sudden tightening of the steering 
wheel as it loads up. Th e steering itself is also pro-
gressively geared, so that as you dial in more lock it 
becomes quicker in ratio. Th e system is known as 
XDS+, and there is no hint of torque steer.

What makes this car so pleasurable is that be-
ing front-wheel-drive only, the reactions are faster 
to steering inputs than they would be on an all-
wheel drive car, such as the Golf R. No drive to the 
rear wheels pushing the nose out as you turn in.

Oh, this car is fast too. Zero to 100 in 5,9 
seconds, and a top speed rated at 249 km/h. Th at 
comes up using an overboost function that hikes 
the power up to 213 kW for a 10-second period. It 
also has a wonderful in-car sound track, courtesy 
of induction noise that gives it that “side-draught” 
sucking eff ect, a sort of raspy gargle, reminiscent of 
the best rally cars of yore.

It has been lowered by 15 mm and given fi rmer 
spring rates and reworked bump-stops, but you’d 
never know it, as the ride is never harsh. It is Golf 
smooth still, and the makers say that thanks to the 
new aero pack consisting of the large roof spoiler 
and diff user, the car actually generates positive 
downforce at high speeds.

Th is is a serious track-day car that you can 
use in comfort every day. It makes you realise that 
no-one understands the GTi formula better than 
Volkswagen, although in terms of wheel design 
I think they could do better. Th e stock 18-inch 
rims look a bit ordinary for such a wonderful car 
(19-inchers are also available to order).

Price is R540 200, which is just under 
R60 000 more than the stock GTi. Believe me, it is 
worth it! ■

We Drive

The Ultimate Hot-hatch Package

You cannot quite believe that 
this is a front-wheel-drive car, or 
that it is delivering 195 kW and 
380 Nm of torque through those 
front wheels

Zero to 100 in 5,9 seconds, and a 
top speed rated at 249 km/h. That 
comes up using an overboost 
function that hikes the power up to 
213 kW for a 10-second period.
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Volkswagen Group South Africa’s Show of Hands 
volunteers recently dedicated 300 minutes of their 
time and skills painting and gardening at Ntlemeza 
Primary School in Kwanobuhle, Uitenhage.

Th is Mandela Day volunteer action marked 
the 16th community volunteer project initiated by 
VW since 2011 in its Show of Hands employee vol-
unteerism campaign. More than 1 500 employees 
have participated in the campaign to date.

Ntlemeza Primary School has 350 learners 
from Grade R to Grade 7 and the school buildings 
were in a serious state of disrepair before VWSA 
intervened. Basic conditions such as working 

toilets with doors, classrooms with smooth fl oors 
were non-existent and in dire need of repair.

Th e Show of Hands initiative focused on the 
Grade R Block and the Ablution Block at the school. 
Contractors assisted the Show of Hands team prior 
to the event by repairing walls, ceilings and fl oors, 
new doors were installed and toilets were repaired.

“Being able to make an impact on the lives of 
350 young South Africans in this manner, makes 
me proud to be the leader of this great Volkswagen 
family. Seeing our volunteers giving off  their time 
on a Saturday morning is wonderful and incred-
ibly inspiring,” said Th omas Schaefer, Chairman 
and Managing Director: Volkswagen Group 
South Africa.

Th e Show of Hands Volunteer Programme is 
an ongoing initiative under the Volkswagen for 
Good campaign which is managed by the VW 
Community Trust. ■

Corporate Social Responsibility

In celebration of Mandela Day, General Motors South Africa 
(GMSA) recently ploughed its eff orts into education initiatives at 
the Adolph Schauder Primary School in Schauderville.

As the benefi ciary of the company’s 2016 Adopt-a-School 
programme, Adolph Schauder Primary School was abuzz with 
67 Minutes for Mandela activities. GMSA executives, employees 
and retirees rolled up their sleeves to unveil new facilities whilst 
also serving a nourishing cup of soup and teaching Grade R’s 
arts and craft s.

Th e school now boasts a brand new library fully stocked 
with books donated by Oxford Books and GMSA employees, a 
vegetable garden cultivated by GMSA’s retirees and refurbished 
ablution facilities.

According to GMSA Corporate Communications and PR 
Manager, Gishma Johnson, the company’s corporate social 

responsibility is aimed at sustainable projects that improve the 
quality of education. It is therefore no surprise that the company 
spent Mandela Day at Adolph Schauder Primary School.

“67 Minutes for Mandela gave us an opportunity to 
involve our employees and their families in the projects and 
to witness the initiatives already undertaken by the company 
in the school. Th is year so far more than 100 employees and 
their families generously volunteered their time at the school,” 
said Johnson.

Said Adolph Schauder Primary School Principal, Mr Th omas 
Matthews: “Th e school community is extremely grateful for hav-
ing been adopted by GMSA this year. Th e company’s generous 
eff orts will have a huge positive impact on many learners who will 
pass through the school in years to come.” ■

GMSA Improves the Lives of Primary School Learners

From left to right: Ms 
Pamela Mbusi, District 
Education Offi cer from the 
Department of Education, 
Thomas Matthews, School 
Principal and Gishma 
Johnson, General Motors 
South Africa’s Corporate 
Communications and 
PR Manager.

The school buildings were in a 
serious state of disrepair before 
VWSA intervened.

VW Volunteers Live the Spirit of Madiba

Thomas Schaefer, Chairman and 
Managing Director: Volkswagen Group 
South Africa with Vernon Naidoo, 
VW Community Trust; Remmington 
Zokufa, Trustee of VW Community Trust; 
Percy Smith, Director: Human Resources 
at Volkswagen Group South Africa; 
Nonkqubela Maliza, Director: Corporate 
and Government Affairs at Volkswagen 
Group South Africa and Alice Nkqayi, 
Principal at Ntlemeza Primary School.

Nissan and the City of Tshwane launched the 
Nissanda project in 2014 to provide housing for 
people in a new area of Ga-Rankuwa Township, 
north of Pretoria. Now Phase 2 of the project has 
been launched and will see the building of another 
30 homes.

Members of child-headed households, the 
physically disabled and the elderly will be empow-
ered to take care of their living area and themselves 
as Phase 2 of Nissanda kicks off . Th e provision of 
quality housing is aimed at bringing about sustain-
able change in the lives of the new homeowners by 
inculcating a sense of citizenship, ownership and 
cohesion in their community.

Working with Habitat for Humanity, 50 homes 
have already been built in Nissanda (short form for 
Nissan Development Area) off ering benefi ciaries 
both a place to live, and hope.

Commenting on the launch of Phase 2, Project 
Manager and Events Co-ordinator at the City of 
Tshwane, Basetsana Malema, says: “Th anks to 
Nissanda, in the past two years we have trans-
formed the lives of 50 families. As we move into 
the next phase, I am fi lled with hope for the impact 
that an additional 30 homes in Nissanda will have 
on another group of people – not only putting a 
roof over their heads, but also teaching them to 
sustain themselves.”

Th e City of Tshwane will select residents for 
Nissanda Phase 2 from an existing database of 
qualifying individuals. Th ey have limited incomes 
and have never owned a house before. For these 
reasons, among others, the project partners use 
various sustainable building methods.

According to Keba Matlhako, CSR Manager at 
Nissan South Africa, it was important for Nissan, 

along with the City of Tshwane and Habitat for 
Humanity, to fi nd sustainable methods for build-
ing the houses in Nissanda: “Nissan wants to help 
make a real diff erence in residents’ lives. Th e fi rst 
step is taking away the burden of worrying about 
where they’re going to live. Beyond that we want 
them to have safe, reliable homes that don’t end up 
costing them in the future.”

Completion of the homes being constructed for 
Nissanda Phase 2 is expected in November 2016. ■

Nissan Helps to Build Another 30 Homes
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In September 2014 Hyundai Automotive South 
Africa offi  cially opened a commercial vehicle 
assembly plant on the East Rand of Gauteng 
as part of a multi-million rand investment in 
its Commercial Vehicle division in the local 
automotive market.

Said Wade Griffi  n, director of Commercial 
Vehicles at Hyundai SA at the time: “Th e opening 
of this assembly plant forms an ideal platform from 
which to strengthen our business strategy, both in 
terms of commercial market growth and sustain-
ability, as well as an increasing commitment and 
investment in the South African economy.

“We believe that there are strong opportunities 
through investment and local assembly to capital-
ise on. Th is substantial investment will also help to 
improve local skills and to create jobs in an econo-
my that is in dire need of such opportunities.”

Th e rationale behind the Semi-Knocked-Down 
(SKD) assembly plant in Apex, the industrial 
area of Benoni, was largely driven by a long-term 
strategy to grow Hyundai’s share in the local 
commercial vehicle market, to be more competi-
tive and to increase Hyundai’s investment in the 
country’s economy.

“We did careful research to establish the 
economic viability and sustainability of such 
a SKD assembly plant. Th is investment in our 
Commercial Vehicle division enables us to be more 
aggressive and competitive due to the zero import 
duty as an incentive for local assembly of trucks,” 
explained Griffi  n.

Six months later, production of the H100 
Bakkie commenced at the Benoni plant.

“Th e establishment of the H100 production 
line obviously has rewards for us, but one of the 
important benefi ts of this extension of our SKD 

production is job creation and the testimony that 
it bears of Hyundai’s commitment to the local 
automotive market,” Griffi  n commented.

One of the reasons why the 1,3 ton H100 was 
considered for local assembly is because it is one 
of the most successful vehicles in Hyundai’s local 
model line-up.

“Around 60 000 of the H100 Bakkies have 
been sold since Hyundai Automotive SA started 
operating in 2000, and it has become a workhorse 
for many smaller as well as large, established busi-
nesses and organizations in South Africa. It is also 
a great all-round vehicle for a small family busi-
ness, with a proven track record of reliability.”

Components of the H100, such as the engine, 
cabin, seats, tyres and diff erent suspension ele-
ments of the ladder-frame chassis of the Bakkie, 
arrive in South Africa in containers – packed eco-
nomically and reducing the freight costs associated 
with the importation of a fully built-up unit.

As is the case with the HD trucks being 
produced in the assembly plant since its offi  cial 
opening, several applications and permuta-
tions are possible due to customised fi tment of 
diff erent load boxes and canopies on the H100’s 
frame. One such example is the Tipper version. 

Previously available in restricted numbers due to 
the outsourcing of its conversion, since April of 
this year it is being assembled and converted at the 
Apex plant.

“We recognised the demand for this versatile 
H100 derivative, and realised that we could create 
a tipper conversion from the standard drop-side 
deck in the advanced workshop at our SKD as-
sembly plant in Benoni,” said Stanley Anderson, 
marketing director of Hyundai Automotive SA.

“Th e H100 Tipper is very popular, because it is 
a basic bakkie, with a standard direct injection die-
sel engine that is very reliable, produces good fuel 
economy and has a low running cost. Th at means 
very little down-time for business operators, and it 
has a true payload of more than one ton.

“Th e added convenience of the tipper deck 
makes it a winner, and due to the local assembly 
and in-house conversion, it is possible to meet the 
demand better than before,” Anderson explained.

Th e H100 Tipper’s electrohydraulic lift  system 
is controlled with a switch unit that is connected 
in the cabin of the Bakkie. Hyundai Automotive 
SA produces the Tipper on order, although 
a few of them are kept in stock at the Apex 
assembly plant.

One of the biggest benefi ts of the H100 Tipper 
for small and medium business enterprises, espe-
cially for builders who have to transport and de-
liver material, is that the truck is smaller than other 
vehicles of this nature. Th e smaller size means that 
it is oft en allowed in housing estates or business 
parks where bigger tipper trucks are prohibited.

One can also operate the H100 with a 
code 8 driver’s license, while a code 10 li-
cense is needed for many similar vehicles of 
Hyundai’s competitors.

Th e H100 Tipper uses a 2,6-litre single over-
head camshaft  diesel engine that delivers 58 kW of 
peak power at 3 800 r/min to the rear wheels, with 
maximum torque of 167 Nm at 2 200 r/min. It has a 
65-litre fuel tank.

Priced below R300 000, business operators will 
also be happy to know that the H100 range benefi ts 
from Hyundai’s 7 year/200 000 km warranty, 
which was introduced in February this year. ■

Aerial view of Hyundai’s SKD assembly plant.

Tipping the Scales in Hyundai’s Favour
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Working Wheels

Hino South Africa, driven by its global Total 
Support programme, has recently achieved admi-
rable results in two, recent competitive surveys.

Importantly, Hino has retained its top posi-
tion in the combined Scott Byers Competitive 
Customer Satisfaction Monitor for the sixth 
successive quarter. Th e company also placed top in 
the Parts and Service categories and third in Sales 
in the survey for the second quarter of 2016, with 
all scores – including combined – being over 95%.

Hino was the only truck company to have all 
its scores over 95%, scoring 96.54% overall, 96.44% 
for Parts, 96.77% for Service and 96.41% for Sales. 
Th e respective industry averages in the four cat-
egories were: 90.50%, 89.23%, 90.79% and 91.49%. 
A total of 10 truck brands were evaluated in this 
quarterly survey.

Th e other accolade that went to Hino recently 
was another Gold Award in the annual National 
Automobile Dealer Association (NADA) dealer 
satisfaction survey which has been conducted 
on truck dealers in South Africa since 2008 by 
Lightstone Consumer. Truck makers or import-
ers have to receive a rating of 75% or higher 
from their dealers to qualify for the Gold Award 
and this year only four brands qualifi ed for this 
top rating.

Th e 2016 Dealer Satisfaction Index for com-
mercial vehicles rated 10 brands with Hino achiev-
ing 83.6%, which was a 1.8% improvement on the 

fi gure for 2015. Th e industry average was 74.2% 
which is the highest yet. Th is year marked the 
second time that Hino had achieved Gold Award 
status in this prestigious survey.

Th e NADA DSI survey involves dealers 
answering 53 questions in 12 focus areas: Dealer 
Satisfaction, Communication and Relationships, 
Customer Focus, CSI Programme, Vehicle 
Range, Training, Vehicle Distribution, Parts, 
Goodwill, Policy Claims and Warranty terms, 
Franchise Compliance Audits, Dealer Support and 
Labour Rates.

“We are delighted with the positive progress 
made in customer satisfaction ratings by Hino in 
recent years and are very pleased and proud to have 

fared so well in both the Scott Byers Competitive 
Satisfaction Monitor and the NADA DSI survey,” 
said Ernie Trautmann, the Vice President of 
Hino SA.

“Th is is further evidence of the benefi ts that 
our customers – be they buyers and operators 
of our trucks or our dealers – enjoy since local 
implementation of Hino’s global Total Support 
programme, which is rooted in building and main-
taining strong relationships with absolute mutual 
trust, between Hino Japan, Hino SA and the dealer 
network to ensure they all become partners with 
their customers. Eff ective and ongoing communi-
cation with dealers and customers is a major key to 
the success of this programme.” ■

Hino Continues 
to Shine

Ernie Trautmann, Vice President of Hino SA, received the NADA Dealer Satisfaction 
Index Gold Award for commercial vehicles on behalf of his company at the recent 
announcement of the 2016 NADA dealer satisfaction survey. He is fl anked by Simphiwe 
Nghona (left), the Executive Head of the Motor Division of Wesbank, and Bruce Allen, 
the National Chairman of NADA.

Mercedes-Benz South Africa (MBSA) has opened 
a new state-of-the-art commercial vehicles 
dealership in Rustenburg. Th e dealership, Maemo 
Motors, off ers a comprehensive sales and aft er-
sales service for Daimler Trucks & Buses (DT&B) 
Mercedes-Benz Trucks, Vans and Buses, as well as 
FUSO Trucks.

“Th e North-West province is known for its 
mining activities and we are anchoring the newly-
inaugurated Maemo Motors as the foremost com-
mercial vehicles dealership to support this func-
tion. DT&B vehicles are fi rmly established in this 
region, and this step will further ensure we remain 
leaders,” said Kobus van Zyl, Executive Director of 
Daimler Trucks & Buses (DT&B), Southern Africa.

“As DT&B, we are preparing for a period of 
growth and continue to strengthen our presence, 
not only in this region, but also in the whole of 

southern Africa. Th is R52 million investment 
represents the ongoing pursuit for DT&B to be the 
benchmark commercial vehicle solutions provider 
that makes a real diff erence in the lives of our 
stakeholders,” he noted.

Maemo Motors is situated just outside of 
Rustenburg’s main Central Business District, with 
easy access to the N4, which many cross-border 

logistics companies use to transport freight to and 
from South Africa’s neighbouring countries. 

With a number of the mining houses 
and other related industries being situated in 
Rustenburg, there are thousands of employees who 
are in constant need of transportation, and with 
this in mind, the facility is specially designed to 
focus on buses.

Located on a site that is 18 554 m2 and a build-
ing totalling 3 582 m2, Maemo Motors boasts 14 
work bays and an impressive parts Distributed 
National Inventory (DNI) store with a total of 
940 m2 in space. In addition, Maemo Motors has 
taken into account the environment and incorpo-
rates a number of “green building” features such 
as solar panel power generation; borehole water 
utilisation; motion-sensing lighting; natural light 
optimisation and low water-use gardens. ■

MBSA Extends it’s Reign in the North-West
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Th e Road Transport Management System (RTMS) 
has confi rmed that the number of heavy vehicles 
that are RTMS certifi ed has surpassed the 10 000 
mark. Th is increase demonstrates the com-
mitment of road transport operators to imple-
ment standards and comply with South Africa’s 
road traffi  c regulations in order to improve 
road safety, preserve road infrastructure and 
increase productivity.

According to Adrian van Tonder, chairman of 
the RTMS national steering committee, transport 
operators have seen the long-term benefi ts that 
RTMS compliance off ers.

“Over the last few years, we have seen a 
massive leap in the number of trucks and buses 
becoming RTMS compliant. In 2007, we had 74 
RTMS certifi ed heavy vehicles on the road. With 
our ongoing commitment to road safety, we hope 
to reach 11 000 before the end of 2016.

“Businesses tend to take a quantum leap 
forward in terms of road safety and productiv-
ity once they implement the basics of the RTMS 
management system. Th at’s why more and more 
transport companies are joining the initiative; they 
see tangible results,” he said.

Th e RTMS certifi cation has grown to become 
an offi  cial SABS standard in the South African 
heavy vehicle transport sector. Th e success of the 
self-regulation scheme can be attributed to the fact 
that companies are continuously being monitored 
to ensure that they remain compliant with the 
RTMS standard.

“RTMS certifi cation is only valid for 12 
months. Companies get audited by external audi-
tors on an annual basis, and quarterly there is a 
lot of key safety data that gets uploaded onto the 
website for verifi cation,” explained van Tonder.

According to Hein Jordt, MD of Ctrack Fleet 
Management Solutions, all stakeholders in the road 

logistics value chain are aware of the problems that 
aff ect their operations.

“Despite concerted and ongoing law enforce-
ment operations, the sharp increase in heavy 
vehicle traffi  c continue to be a major challenge on 
South African roads. Poorly maintained trucks, 
badly secured loads and inadequately trained or 
exhausted drivers all pose road safety dangers that 
can be avoided.

“Th e strong membership base of the RTMS 
is a clear sign that stakeholders in the trucking 
industry are taking serious steps to address these 
and other challenges,” he said.

Meanwhile, Ctrack recently demonstrated how 
their advanced fl eet management soft ware is being 
used to simplify auditing purposes for members of 
the RTMS.

According to Jordt, this is the fi rst platform 
of its kind to manage and store all information 
related to RTMS certifi cation. More importantly, 
the platform includes policy guidelines that ex-
plain the diff erent segments of RTMS requirements 
in detail. In this way, fl eet managers can con-
stantly check whether they are adhering to RTMS 
standards, and implement the necessary actions 
for compliance early through using Ctrack’s fl eet 
management soft ware.

Th e platform was created aft er Ctrack identi-
fi ed a need for an effi  cient, all-in-one soft ware 
tool to manage and keep track of the standard 
road safety and transport productivity guidelines 
as set out by the RMTS. Th e solution integrates 

with Ctrack’s existing advanced fl eet management 
soft ware suite, FleetConnect. Th is fully customis-
able platform enables the fl eet owner to administer, 
manage and support the diff erent aspects of their 
fl eet’s activities.

“Using this soft ware to its fullest not only 
makes it easier for fl eet owners to adhere to 
the RTMS standards, but also for auditors. 
Th eoretically, auditors could access the fl eet own-
er’s web portal with a once-off  password annually, 
and audit the fl eet. Th is access will signifi cantly 
reduce the amount of paperwork to be inspected at 
the transporter’s premises,” he explained.

Besides getting the RTMS capability, Ctrack 
FleetConnect also integrates all other components 
of fl eet management into a singular centralised 
database. Th is serves as a one-stop platform for 
assessing fl eet analysis and fl eet trends, managing 
the risk associated with the fl eet, viewing multiple 
hierarchical reporting structures, and a variety of 
other tools.

“Ctrack recognises the critical role that the 
RTMS plays in preserving road infrastructure, 
improving road safety and increasing the pro-
ductivity of the logistics value chain,” said Jordt. 
“By making sure the annual auditing process 
goes smoothly, we hope to encourage more fl eet 
owners and operators to invest in becoming 
RTMS accredited.”

“Th is platform will enhance the rollout and 
implementation of RTMS for all transport opera-
tors, and also ease the annual auditing process by 
third party auditors exponentially,” commented 
Kathy Bell, board member of RTMS. ■

Working Wheels

Theoretically, auditors could 
access the fl eet owner’s web 
portal with a once-off password 
annually, and audit the fl eet.

Major Milestone for RTMS
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Obituary

BY ROGER HOUGHTON

Double Springbok Jan Hettema died in an armed 
attack on his smallholding near Cullinan on June 
29. He earned his national colours for cycling and 
motor sport and was one of the most successful 
South African motorsportsmen of all time, taking 
numerous championships in both rallying and 
circuit racing over a career that spanned more than 
four decades.

Anne-Jan Hettema was born on October 27, 
1933, in Leeuwarden in the Netherlands. He came 
to South Africa in 1939 as the war clouds were 
gathering in Europe.

Educated at the Witbank and Pretoria 
Technical Colleges Jan qualifi ed as a design 
draughtsman working for organisations such as the 
CSIR and Atomic Energy Board before becoming a 
professional motorsportsman.

Like many people of Dutch extraction his 
fi rst sporting love was cycling. Like everything he 
tackled he made a big success of his chosen sport. 
He earned his Springbok colours when represent-
ing South Africa at the 1955 World Championships 
in Rome, the 1956 Olympic Games in Melbourne, 
and the 1958 Empire Games in Cardiff .

He was the declared a professional for win-
ning £10 in two bicycle races at the Grand Central 
circuit. Th e ban was later rescinded and Jan was 

invited to participate in the 1960 Olympic Games 
in Rome. (Peter du Toit was actually at this race 
meeting at Grand Central in 1958 and was initially 
disappointed that cycle races were interrupting the 
motor racing, but was then very impressed with 
Jan’s riding. Th eir paths then crossed many times 
in the future. Th e organisers of that race meeting 
also had Wally Hayward running to the circuit 
from the centre of Johannesburg on the day carry-
ing a message from the Mayor).

However, he turned down the off er as he 
had started taking part in motor sport and saw a 
brighter future going in this direction where there 
was the possibility of becoming a professional driv-
er. Th is turned out to be the case and he continued 
to shine in motorsport for more than 40 years.

He won the SA rally driver’s championship fi ve 
times and was awarded Springbok colours in 1981. 
Jan competed in the Monte Carlo Rally six times 
and twice took part in the RAC Rally in Britain. 
All in all he won more than 100 rallies.

He also shone on the race track. Among his 
achievements was competing in 19 Nine-Hour 
Races and winning his class 14 times. In his 
autumn years he won the Zwartkops Silver Cup 
championship four times in cars he had designed 
and built.

Unlike many other tops sportsmen and wom-
en Jan put a lot back into sport. He served as chair-
man of the Pretoria Motor Club for years, as well 
as organising a host of events. He is best known as 
the founding organiser of the Total Economy Run 
in 1977 and subsequently organised another 26 of 
these popular events.

Outside of his involvement in motorsport Jan 
has been a successful poultry farmer and part-
time singer, oft en alongside his talented daughter, 
Helena. He has also been a willing public speaker 
and had an excellent general knowledge.

Jan is survived by his wife, Elsa, former wife, 
Joan, daughter Helena, a popular singer who has re-
corded many CDs, son Sean, an industrial psycholo-
gist, daughter-in-law Elri, a counselling psycholo-
gist, and grandson Cullen who is in high school ■

Jan Hettema – Death of a Man Among Men

Jan Hettema was a South African icon for many 
years, both locally and internationally, fi rstly 
as one of the country’s best cyclists and then 
for more than 40 years as a very successful 
motorsportsman winning countless rallies and 
circuit races.

Jan was far more than a shining star in 
the sporting fi rmament; he was a man among 
men. Well-read, outspoken and a wonderful 
conversationalist, he had an amazing 
memory and was a great raconteur. He had an 
outgoing personality that made him the centre 
of attraction wherever he went.

Jan was fi ercely competitive in every 
task he tackled, whether it was racing on two 
or four wheels or making several homebuilt 
cars that proved winners in local racing 
and rallying. He was also an excellent event 
organiser who was able to get the best out of 
his team of assistants.

I got to know Jan early in my working 
career, when I was a sports reporter at The 
Pretoria News. We shared a love for cycling 
and motorsport.

Then followed the golden years of very 
active PMC membership where Jan was 
one of the kingpins. What a time we had as 
we rallied around the country. Competition 
was fi erce, but there was always time for fun, 
and often mischief too! Who can forget those 
weekends in LM on the Total Rallies?

Then came the Total Economy Runs ably 
organised by Jan and his team. Those were 
also memorable times, with plenty of “What 
happens on the Economy Run stays on the 
Economy Run.”

Jan and I continued to share friendship 
and experiences right to the end. I am proud 
to have been a friend of that amazing man. 

Roger Houghton

Personal Tribute:
The Chequered Flag has 

Fallen on an Amazing Life

Jan Hettema and navigator Gerry Gericke 
at the start of the 1979 Castrol Radio 
5 Rally. Colin Adcock, the managing 
director of Toyota SA Marketing is waving 
the fl ag to send Jan and Gerry on their 
way in a modifi ed Toyota Corolla. They 
fi nished third.

Jan Hettema was a tough taskmaster. He 
used 11 different navigators/co-drivers 
in national championship rallies. He also 
drove a host of different cars, including 
Volvo, Toyota, Ford, Datsun/Nissan, 
Alfa Romeo, Chevrolet (CanAm), Fiat, 
Volkswagen and his home-built cars such 
as the Duphet, Dingo and AutoKami.
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-BY ROGER HOUGHTON

Russel Taschner’s magnifi cent, 1913 Clyno mo-
torcycle, which was billed as the main attraction 
at the recent 1000 Bikes Show at Germiston High 
School, turned out to be the Best Bike on Show too. 
Th e Clyno was also the Best Veteran, Ladies Choice 
and the Best Bike inside the Marquee with the lat-
ter two awards based on a public vote.

Th is rare motorcycle, which was built in 
Wolverhampton, England, has a 750cc V-twin 
engine and was aimed to a large degree at those 
people wanting it to pull a sidecar. In fact, Clyno 
produced thousands of these machines that were 
paired with sidecars fi tted with Vickers machine 
guns for use in the 1914-18 Great War. Clyno, 
which went into liquidation in 1929, also made cars 
and at one time the company was the third largest 
producer of cars in Britain.

Th e Best Classic award went to André Schmidt 
for his 1948 Le Velocette 200, despite it being paint-
ed a non-standard light blue and cream when the 
standard colour was a grey. However, at one stage 
Velocette off ered some conservative two-tone colour 
choices such as subdued Ruby, Blue and Green, all 
with silver grey so two-tones were not unknown

Th e Best Post Classic was Will McGibbon’s 
Honda 750 KO. McGibbon also won the prize 
for the Best Off -Road with His Yamaha RTZ 360, 
while the Best New Era award went to Pete Wood 
for his Honda Goldwing.

Th e awards for Best on Show and Best 
Engineered among the Street and Custom entries 
went to Alan Linley for his Suzuki GS1000S.

Th e annual 1000 Bikes Show, organised by 
the Classic Motorcycle Club, was once again a 
resounding success. Although there were fewer 
motorcycles on display in the huge marquee, the 
general opinion was that the standard was even 
higher than previously.

Kevin Robertson, multiple winner of the DJ 
Rally and an enthusiastic supporter of classic mo-
torcycling, made an interesting observation when 
he said that there was growing interest in restoring 
and refurbishing Japanese motorcycles.

“Th is is a good sign as it means we are attract-
ing, newcomers to our ranks as the number of 
classic British and continental motorcycles avail-
able for restoration is declining, particularly as 
many are now being sold overseas. Hopefully many 
of these newcomers will also be younger in age,” 
added Robertson.

Th e weather played along this year and the 
turnout of visitors on the Saturday and Sunday was 

most impressive, as were many of the machines on 
which they arrived. ■

Main Attraction Wins Top 
Award at 1000 Bikes Show

Russel Taschner stands proudly alongside his 1913 Clyno which 
collected a host of awards at the recent 1000 Bike Show in 
Germiston. Among the awards were Best Bike on Show, Best 
Veteran and Ladies Choice

This magnifi cent combination of a BSA 
Golden Flash and Watsonian sidecar 
dominated the BSA stand which had a 
wide range of products that were made 
over the years by that famous company.

The Royal Enfi eld display was judged 
the Best Stand in the marquee. In the 
foreground is the strange contrast of a 
Royal Enfi eld bicycle and an imposing RE 
custom cafe racer.

Ian Groat, publisher of Automotive Refi nisher magazine and 
the owner of a magnifi cent collection of classic British racing 
motorcycles once again won the award for the best racing bike 
on show. The award went to the maroon Matchless G50 on the 
left. Ian is standing behind the latest addition to his collection, an 
immaculate AJS 7R. On the right is his Velocette Thruxton which 
has just been fi tted with a period fairing and screen.

Although there were fewer 
motorcycles on display in the 
huge marquee, the general 
opinion was that the standard was 
even higher than previously.
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BY STUART JOHNSTON

Kyalami is a must-see venue for every petrolhead 
right now, having undergone a revamp that ex-
ceeds a good couple of hundred million rand. And 
as the organisers are intent on making full use of 
the Kyalami vibe, the Festival will be more interac-
tive and showcase more of the industry than any-
thing we’ve experienced to date. Th ink Goodwood 
Revival in the UK, that sort of thing.

My pleasurable task has been to assist with 
organising classic cars for display, and I’m part 
of a team that is sourcing the country’s fi nest. 
My particular brief is to dig out Proudly South 
African classics. So what does this mean?

You are talking cars here that are unique to 
South African motoring industry. Th e obvi-
ous ones that spring to mind are Basil Green’s 
Peranas, the Cortina V6 and Capri V8 variants, 
and yep, these will be there!

So too will the likes of Alfa Romeo’s GTV6 
3,0, the Chevrolet Can Am Firenza V8, and the 
Renault R10 Alconi. We also have a Fiat 2000 
Racing coming, yet another ultra-rare homologa-
tion special of which only seven survive in SA!

Th e fi rst car to make a splash as South 
Africa’s “own car” was not the Ranger (although 

we are searching for one of these too!) but the 
GSM Dart. Th is was a fi breglass sports car built 
in Paarden Eiland in the late ‘50s through the 
early ‘60s, along with its “GT” sibling, the GSM 
Flamingo. We have these cars lined up too.

We are also sourcing other examples of SA’s 
unique motoring history, such as the Fairmont 
GT and Chevrolet SS, which – while based on 
similar Australian models – were unique in their 
way to South Africa in the 1970s. Other examples 
of this sort of car will be our unique versions of 
the Mini, a special version of the VW Beetle, and 
other cars that represent the ingenuity of our 
industry in those years when, due to the country’s 
apartheid policy, it was not easy to simply source 

ready-made cars from overseas. We had to make 
a plan!

It’s been lots of fun so far and there will be 
plenty of surprises in the classic car display in 
general. Other team members are working hard to 
source some of the top vintage, veteran and pre-
war and post-war classics in the land. And there 
will be an amazing car-club turn-out, as well as 
an Italian Day featuring Alfas and Ferraris, and a 
Cobra Club Concours, featuring some 80 Cobras!

If any readers have any proudly-SA clas-
sics that they know of, please drop me a line on 
 stujohn@netactive.co.za. We’ll certainly con-
sider everything with a unique SA pedigree. Th e 
cars will have their place under cover and under 
full security from August 31 to September 4. ■

Back Page

A proudly South African classic – a Chevrolet Firenza Can Am with a mighty Z28 V8 engine.

Cars that are unique to the South 
African motoring industry – Basil 
Green’s Peranas, the Cortina V6 
and Capri V8 variants, and yep, 
these will be there!

There will be an amazing car-club 
turn-out, as well as an Italian Day 
featuring Alfas and Ferraris.

Due to the country’s apartheid 
policy, it was not easy to simply 
source ready-made cars from 
overseas. We had to make a plan!

Proudly South African Classics for 
the Festival of Motoring

The Festival of Motoring takes 
place at Kyalami from August 31 to 
September 4 and by all accounts 
it is going to be a blockbuster. 
Surpassing, I believe, any motor 
show we’ve had in the past.
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