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BY ROGER HOUGHTON

An impressive contingent of heavyweight 
executives from Porsche in Germany, came to 
South Africa earlier this month to announce the 
establishment of a local training and recruitment 
programme for service mechatronics in conjunc-
tion with Don Bosco Mondo, a German NGO, at 
its facility in Cape Town.

Porsche Executive Board Chairman, Oliver 
Blume, said this will be his company’s second 
such project in the world, following the successful 

establishment of a similar centre in Manila, 
the capital of the Philippines, in 2008. Already 
hundreds of highly skilled technicians have been 
trained through the Asian programme and off ered 
jobs in the Middle East where there is a growing 
need for service mechatronics. Th e programme is 
now training 120 young Filipinos a year.

Volkswagen and Audi, two of the other brands 
in the VW Group, came on board as project 
partners in Manila and they are also involved in 
the Cape Town initiative. Th e local centre aims 
to train 75 young men and women from disad-
vantaged backgrounds over three academic years. 

When qualifi ed, these technicians will be 
posted to one of the three brand’s dealerships in 
South Africa.

Th e SA Porsche importer, LSM Distributors, 
headed up by Toby Venter, is giving the venture its 
full support. Th e importer is not only acting as the 
central interface on site, but will also send its tech-
nical manager to assist with the training of instruc-
tors on a regular basis besides providing placement 
of some of the trainees at its own Porsche Centres.

continued on page 2 
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Porsche has announced the establishment of a local training and recruitment 
programme for service mechatronics in Cape Town.
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Porsche is now developing cur-
ricula and examination regulations, 
training instructors and equipping 
theoretical and practical training 
areas at the Don Bosco Salesian 
Institute Youth Projects’ facility in 
Cape Town.

Th e aim is for Don Bosco, which 
has been operating its Salesian 
Institute in South Africa since 1910, 
to take over the Porsche service 
mechatronic training programme 
from 2020 and for this training ini-
tiative to extend beyond the original 
three years.

Uwe Bothur, a board member 
of Don Bosco Mondo, told the 
journalists and guests at the sign-
ing of the agreement in Sandton 

for this new training programme 
that young people have a right to 
education, training, and work. 
“Vocational training with the ‘made 
in Germany’ seal of approval is 

valued throughout the world and 
we are very proud that a premium 
company such as Porsche has agreed 
to partner with our organisation in 
this exciting venture.” ■
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The project will be publicised through various communication channels. 
Young people from disadvantaged backgrounds who are interested can 
apply for the training programme.

There are three different routes onto the training programme, 
depending on the applicant’s qualifi cations: If an applicant is already 
suffi ciently qualifi ed for vocational training, he or she can access 
the two-year service mechatronic training programme directly. Any 
applicants who do not possess the required qualifi cations can complete 
a six to eight week life skills training course at the Don Bosco Salesian 
Institute Youth Projects (SIYP).

If an applicant is lacking basic skills, he or she will be given the 
opportunity to complete a year-long vocational preparation course to 
prepare them for the working world. This option will be available to up to 
50 people per year and will enable them to make signifi cant progress in 
their personal development. ■

Routes into the Porsche Training and 
Recruitment Centre South Africa

This technical education and 
training programme was initiated 
by Uwe Hück, Chair of the 
Porsche AG Group Workers’ 
Council, in November 2015 
when he took part in a charity 
boxing match against South 
African Francois Botha, a former 
world heavyweight champion. 
(Hück was a European Thai 
kick-boxing champion).

Both men want to give hope 
to disadvantaged young people. 
“It is always worth fi ghting for 
your opportunities. When you can do this, you can achieve anything,” 
said Hück. The two men will donate the proceeds of their rematch in 
South Africa in March next year to help disadvantaged people.

The Porsche Workers’ Council Chair said: “Porsche has always 
fostered a social corporate culture and it is an important part of our 
duty to lead by example and to show the way rather than to turn a 
blind eye.” ■

Porsche training project initiated by 
Workers’ Council chairman

Uwe Hück (left) took part in a 
charity boxing match against 
South African Francois Botha in 
November 2015.

Porsche Executive Board 
Chairman, Oliver Blume.

Toby Venter, head of 
local Porsche importer 
LSM Distributors.
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Editor’s Note
As the saying goes: “What 
doesn’t kill you makes you 
stronger.” Th at, in a nutshell 
is what 2016 will be remem-
bered for …. survival of the 
fi ttest. It’s been a tough year 
and the learning curve was 
steep, but here we are at the 
end of it. Decidedly worse for 
wear but still standing.

Speaking of survival, it’s a harsh reality that more than 
4 500 people were killed on South African roads in 2015 
and 13% of all child deaths in South Africa are attributed 
to traffi  c-related injuries. And holiday times are the worst 
of all. Th e last festive season alone saw 1 253 fatalities, an 
increase of 14% on the previous year.

If you’re travelling on our roads during this Festive 
Season, there are a few very simple steps you can take to 
ensure that you and your loved ones stay safe.

Drive defensively. Be aware of what other drivers are 
doing and expect the unexpected. Keep a safe following 
distance between you and the car in front of you, stick to the 
speed limit and reduce speed markedly in poor weather or 
degraded road conditions.

Be vigilant. Accidents happen quickly and by being con-
stantly aware you have a better chance of avoiding them.

Stay sharp and don’t drive when you’re tired. Change 
drivers or stop and take a rest if you’re feeling drowsy.

Look out for pedestrians. Be aware of anyone near or in 
the road because they can move or stop unpredictably. Slow 
down in built-up areas especially at night or when there is 
reduced visibility.

Stay off  your phone! Manual cell phone usage while 
takes your attention off  the road. Rather use a hands-free kit.

Don’t drink and drive. SA has more drunk-driving 
related deaths than any other country. Don’t push the limits, 
stick to a strict zero alcohol approach.

Use the proper restraints. Children under the age of 
three need to be in a car seat and over the age of three in a 
booster seat. Everyone over the age of 7 should be wearing a 
seat belt.

If you’re travelling with children, keep them calm. If 
they’re calm, so are you. If they aren’t, the driver can become 
agitated and lose focus on driving.

We look forward to sharing another exciting year with 
our readers in 2017, so we’d like to have you all back in one 
piece. Travel safely, have fun and stay positive.

Liana Reiners,
Editor
liana@autolive.co.za

BY ROGER HOUGHTON

Th e pace of the decline in new vehicle sales 
in South Africa is expected to slow in 2017 
according to Jason Muscat, an economist 
with First National Bank. Speaking at a 
Ford SA quarterly media briefi ng earlier 
this month, he said that FNB had run its 
projected vehicle sales model for 2017 and 
it had come out at a drop of 5% in sales over 
the anticipated 2016 fi gure.

FNB’s vehicle and asset fi nancing arm, 
WesBank, had predicted in March this year 
that it expected a 12% drop in sales between 
2015 and 2016. Th is proving alarmingly 
accurate with the actual fi gure standing at a 
decrease of 11% aft er 11 months.

Muscat said a matter of great concern 
regarding the ratings agencies was the mas-
sive national debt in the form of the current 
trade defi cit. He showed a graph to indicate 
how ratings of South Africa fell as the debt 
increased and says it is vital that this trend 
is turned around. Muscat said he believed 
the last round of pronouncements by the 
various ratings agencies were the fi nal 
warning shots and the next step would be 
further downgrading.

Th e FNB economist said that the cur-
rent GDP prediction was for 1% growth in 
2017 although this could fade if an expected 
hike in personal tax is announced. Muscat 
said this is thought to be a heft y hike 
from 41% to 45% which would dampen 
public spending.

Muscat also repeated the facts about 
the continued growth of used car sales 
saying that the current ratio of applications 
for vehicle fi nance was running at 2.5 ap-
plications for used car fi nance for every one 
application for new vehicle fi nance.

Vehicle sales in South Africa in 
November continued the ongoing decline 
for 2016 with a fall of 9.6% in overall vehicle 
sales. Car sales plummeted 13,8%, while 
LCVs bucked the trend and improved by 
1%. Medium and heavy commercial vehicle 
sales fell signifi cantly, with mediums drop-
ping 18.7% and heavy trucks and buses 
falling 17.1%. Th ese latter fi gures are in line 
with low business confi dence levels.

Just over 83% of vehicles sales in 
November went through the dealer retail 
channels, while 8.5% represented sales 
to the rental industry. Government sales 
are lagging this year due to late decisions 

on vehicle 
procurement 
and contrib-
uted only 4.8% 
to November 
sales. Sales into 
motor compa-
nies’ corporate 
fl eets amounted 
to 3.6% of the 
November 
sales total.

Cumulative 
fi gures for the 
fi rst 11 months of 2016 show what a huge 
role sales to the rental industry is playing. 
Sales to rental companies for the fi rst 11 
months of 2016 are 14.1% up on the 2015 
fi gure with 50 096 units delivered to rental 
so far this year. Government sales are down 
56.3%, dealer sales have decreased year-to-
date vs 2015 by 10.8% and single unit sales 
to corporate fl eets are 6.8% lower.

NAAMSA reports that, as antici-
pated, industry new vehicle exports during 
November, 2016 had improved by 3 395 
vehicles or a gain of 12.1% compared to the 
28 113 vehicles exported in November last 
year. Th e upward momentum in new vehicle 
exports was expected to continue into 2017 
and export sales should contribute posi-
tively to South Africa’s current account of 
the balance of payments in the year ahead.

Domestically, the short to medium 
term outlook for new vehicle sales remained 
extremely challenging, according to 
NAAMSA. Double digit new vehicle price 
infl ation, pressure on household disposable 
incomes, low levels of consumer and busi-
ness confi dence and relatively high interest 
rates represented a negative environment 
for new vehicle sales. On the other hand, 
and in sharp contrast, automotive industry 
vehicle production remained on a relatively 
solid footing on the back of higher new 
vehicle exports.

NAAMSA said that one reason for 
optimism revolved around recent increases 
in the leading indicator of the Reserve Bank 
which had registered growth for two con-
secutive months – suggesting the possibility 
of a modest improvement in the economy 
over the next 12 to 18 months. On the as-
sumption that the economy would register 
growth in 2017, in real terms, of around 
1.0% – new vehicle sales could grow next 
year by between 3.0% and 4.0%. ■

Pace of Sales Downturn Expected 
to Slow in 2017

Jason Muscat is 
the senior industry 
analyst at FNB. 
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SA’S BUSIEST VIRTUAL AUTOS SHOWROOM

Matched Email Leads

Full Activity Reporting 
Including Stock Management

Secure GAIT 
Dashboard

Full Lead 
Reporting

Custom Branding Feed From Any Source Manual Uploading 
of Stock

Free Call Tracking

12 Images 
Per Vehicle

GAIT is a cutting edge, dealer-centric dashboard that gives you full 
control of your stock, leads and ad views. Proudly brought to you 

by the best-value autos platform on the market. 

More great features so you can sell more cars.

Standard
Standard GAIT package 

Access to GAIT dealer dashboard

Standard Dealer Ads

1 Bump Up per car per day

1st Call Tracking Number Free

Email leads matched to your 
dealership and vehicles

12 High Quality Images per vehicle

Select
Upgraded GAIT package with 

Access to GAIT dealer dashboard

Standard Dealer Ads

1 Bump Up per car per day

1st Call Tracking Number Free

Email leads matched to your 
dealership and vehicles

12 High Quality Images per vehicle

7 Day Top Ads 30% of your listings

Website or Social Media page

Rapid Stock Turnover

Get 3X more leads

With over 3 million visitors to our Auto section each month and 94 000 visitors each day, 
Gumtree Auto can accelerate your leads and sales. It comes with the  of 
no contract or sign-on fee. To discuss your individual dealership requirements or for 

additional info please contact 011 100 8600 or email nudixon@gumtree.co.za

12

http://www.gumtree.co.za/pages/autodealers
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BY JEFF OSBORNE
HEAD OF GUMTREE AUTOMOTIVE

Th ere was a time when every worker bee’s retire-
ment dream included zipping around the open 
road in a red open-top sports car, but dwindling 
sales seem to indicate that these once-beloved cars 
are declining in popularity.

Mustang’s sales fell by 9%, forcing them to 
halt production for a week, and Corvette’s sales in 
the traditionally strong US market was down by 
18% in February 2016. Even their popular C6 ZR1 
program was denied for production twice amidst 
low sales concerns.

Sports cars are generally defi ned as low-built, 
speedy cars with or without a roof that can be 
folded back, smaller than coupés, with an emphasis 
on performance. And yes, they were the favourite 
of the boomer generation (typically men, born 
between 1946-1964).

Th e decline is not an indictment of the vehicles 
themselves, but the car market is subject to lifestyle 
trends, as all products are. Th e reality is that 
whereas a sports car was once Th e Ultimate Vehicle 
to aspire to, there is no longer an ultimate. A retiree 
or wealthy millennial is just as likely to fl ash their 
cash by buying a vintage Ferrari, an eco-friendly 
hybrid, an autonomous Tesla or a Porsche GT3 as 
they are to buy a Camaro or Mercedes-Benz AMG 
GT S. Choice is legion in that price class.

Th e biggest asset of a sports car – speed – is 
less important to buyers. It’s not that we’ve lost 
the desire to hit the open road, it’s that we’ve run 
out of open road. With many executives putting 
off  retirement and continuing to work and pursue 
active lifestyles well past the age of sixty-fi ve, the 
emphasis is on practically. Eco friendliness and 
roominess (a roof rack for your bike, a large boot 
for your golf clubs) for the long commute and your 
weekend hobbies are general more important to 
urban dwellers than speed, because you have fewer 
opportunities to really show off  speed.

Urban dwellers are viewing cars diff erently. 
Th ey are no longer the status symbols they once 

were, and with 
alternatives such as 
Uber eliminating 
the associated hassle 
of parking and un-
productive hours in 
traffi  c jams, buyers 
aren’t as concerned 
with owning expen-
sive cars.

Th e tough 
economic times has 
also played a factor. 
Generation X-ers 
are not doing as well as their parents’ generation, 
and having witnessed the economic recession and 
real estate bust, they are more cautious with their 
purchases. Th e millennial generation currently 
make up 22% of all Mustang buyers, but the pool 
of twenty- to thirty-year olds who can aff ord new 
sports cars is not that signifi cant.

One has to consider the performance of other 
cars in the manufacturing pool too. Th ere was no 
such thing as a sporty SUV or hatchback twenty 
or thirty years ago. Even though manufacturers 
like Porsche will concede that their sports ranges 
aren’t as popular as they once were, their sales 
of family cars are higher than ever before. Th eir 
top sellers are the Cayenne and the Macan. Even 
Lamborghini and Maserati are investing in SUVs.

Is the sports car dead, or dying? Absolutely 
not. We might see a reinvention of some kind 
(many sports cars are addressing eco concerns by 
introducing high-performance hybrid engines). 
But I do think that performance, speed and size 
will always be desired – as will sports cars. ■

Opinion

The reality is that whereas a sports 
car was once The Ultimate Vehicle 
to aspire to, there is no longer 
an ultimate. 

Sports Cars are Facing 
Worst Slump Yet

Porsche’s sports ranges aren’t as popular as they once were, with buyers rather opting 
for family vehicles such as the Macan.
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Th is year’s Best Practice Tour to India was a 
roaring success, giving fourteen individuals from 
a diverse range of industries new insights into 
optimising business and manufacturing meth-
ods. From 23 September to 2 October, the group 
engaged with Indian enterprises that have actively 
adopted measures and methods that have led to 
increased productivity, effi  ciency and profi tabil-
ity. Th e tour was endorsed by the AIDC and the 
Gauteng Growth and Development Agency.

Th e companies represented in the tour group 
included the AIDC (Gauteng and the Eastern Cape 
divisions), Fry’s Metals, Autoliv Southern Africa, 
Omnia, Auto Industrial, WST Automotive, DS 
Engineering and Babase Trading. Th e group was 
led by the AIDC’s Rickus Lubbe and Sydney Th eko, 
who have been to India on a number of exploratory 
trips beforehand to learn about the nation’s pow-
erhouse automotive and manufacturing sectors. 
With the Best Practice Tour now in its fourth year, 
the results are showing: the attendees are taking 
their observations and implementing them in 
concrete ways in the South African industries and 
OEMs they represent.

Th e focus of the trip was on TPM – Total 
Productive Maintenance – and manufacturing 
processes and principles, predominantly in the au-
tomotive sector in India’s Northern Manufacturing 
Hub. India and South Africa have several shared 
challenges such as an abundance of unskilled 
labour and a shortage of critical skills.

However, India is still more competitive in 
the manufacturing sector than South Africa – this 
tour aimed to establish exactly what can be done 
locally to raise South Africa’s competitiveness on 
the world business stage. A key consideration for 
all of the represented companies was how to enable 
and empower the workforce in the way the Indian 
manufacturing sector has done so eff ectively.

As a result, the group visited Munjal Showa 
(shock absorbers and struts manufacturer), Sona 
Koyo Steering (steering systems), QH Talbros (gas-
kets, heat shields, suspension, antivibration sys-
tems and hoses) and Lumax Industries (automotive 
lighting). Th ese companies are globally-recognised 
best-practice businesses with world-class facilities. 
To off er practical value and experience to the tour, 
the group attended a training session with the 
Confederation of Indian Industry, which hosted 
the Quality Circle Competition.

Th e organisers chose India for specifi c reasons. 
First, it is an ideal setting for observing how lan-
guage diff erences can be much less of a workplace 
obstacle through enabling and empowering work-
ers, which can be similarly applied South African 
working environments. Second, India has a high 
number of major players in the automotive and 

manufacturing industries, and each day of the tour 
included a business lunch where the tour group 
could engage directly with Indian business leaders 
and stakeholders in the automotive and manufac-
turing industries.

Th e tour organisers are already planning the 
2017 edition of the Best Practice Tour.

For more information, please contact Rickus 
Lubbe on +27 82 872 4562, or rlubbe@aidc.co.za. ■

Best Practice Tour to India 2016

Confederation of Indian Industries – 1st visit
Front row (seated): Cynthia Sekhoto (DS Engineering), Bianca Ehlers (AIDC EC), Abdul 
Wadood (CII TPM Club India), Leazle van Rooi (WST Automotive), Nina Magobotla 
(Babase Trading).
Back row (standing): Rickus Lubbe (AIDC), Sydney Theko (AIDC), Tjaart van den Berg 
(Omnia Fertilizers), Gcina Mapoma (Autoliv), Wilson Thusi (WST Automotive), Thys 
Jordan (Fry’s Metals), Christo Greyling (Omnia Fertilizers), Job Masilo (Fry’s Metals), 
Stefan Koekemoer (Autoliv), Biju Raj (CII), Ivor Burgess(Auto Industrial).

mailto:rlubbe@aidc.co.za
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SA virtually doubles value of car exports to EU

Jeep Awarded for Best 
Product Placement

Th e Jeep brand won the prestigious Best Product 
Placement title at the 48th edition of the Key 
Awards for the appearance of the Jeep Renegade in 
the fi lm “Batman v Superman: Dawn of Justice”. 
Th e action movie, released in theaters worldwide 
last March, was part of a project springing from the 
global partnership between FCA US LLC and the 
Warner Bros. Pictures.

In “Batman v Superman: Dawn of Justice”, the 
superheroes cross paths for the fi rst time and their 
epic clash plays out over the course of the entire 
movie. Th e same expressive and emotional force is 
found in the Renegade communication campaign – 
developed across TV commercials, press and exclu-
sive online activities – created and made by Jeep, 

in collaboration with the “Batman v Superman: 
Dawn of Justice” fi lmmakers, to present the Jeep 
Renegade Dawn of Justice Special Edition.

Th e special series debuted in the advertisement 
entitled “Into the Storm”, features footage from the 
fi lm showing Bruce Wayne (played by Ben Affl  eck) 
behind the wheel of a Jeep Renegade. Opening on 
the streets of a city in ruins, a voiceover describes 
how Wayne feels attracted by danger rather than 
running away from it. Th e narration accompanies 
various action scenes in which the Renegade takes 
center stage. Th is advertisement was screened in 
South African cinemas during the time the movie 
was shown locally.

Th e fi lm also marked the big screen debut of 
the model, which is made in Italy and sold in over 
100 countries worldwide. Jeep Renegade is the 
model that more than others signifi cantly contrib-
uted to the extraordinary success of the brand in 
the EMEA Region. ■

Self-driving Cars Could 
Make You Happier

Self-driving cars may still be a way down the 
road but many people can already foresee the 
life-changing diff erence they will make to how 
we travel.

In a new Ford-commissioned survey, many 
Europeans felt time behind the wheel would be 
better spent catching up with nearest and dearest, 
gazing out the window, or having a nap. Of 5 000 
adults surveyed, 80 per cent look forward to relax-
ing and enjoying the scenery, 72 per cent will chat 
on the phone, 64 per cent would have a bite to eat. 
Books and movies were close behind. It could even 
spell the end of the school-run mum as 16 per cent 
would let kids travel alone.

On average, European drivers spend up to 
ten days each year in their cars and a previous 
survey showed people in major cities fi nd their 
commute more stressful than their job. Th is latest 
poll showed a preference for autonomous vehicles 
over traditional cars when it comes to going out for 
drinks and commuting – and nearly half thought 
driverless cars would be safer.

Ford has announced that European testing of 
autonomous cars will start in 2017. Th e company 
also has plans to use an autonomous vehicle for a 
ride-sharing service in the USA in 2021. ■

Toyota Fuel Cell Buses 
Go On Sale

Toyota Motor Corporation will begin to sell fuel 
cell buses (FC buses) under the Toyota brand 
from early 2017. Having already undergone 
repeated fi eld tests for practical use, the Bureau 
of Transportation of the Tokyo Metropolitan 
Government plans to utilise two of these FC bus-
esas fi xed-route buses.

Moreover, in preparation for the Tokyo 2020 
Olympic and Paralympic Games, the number of 
FC buses being introduced will increase steadily 
going forward.

Th e Toyota FC Bus was developed by Toyota, 
based on the company’s experience in developing 
FC buses together with Hino Motors, Ltd. (Hino). 
Th e Toyota Fuel Cell System (TFCS), which was 
developed for the Mirai fuel cell vehicle (FCV), has 
been adopted to provide better energy effi  ciency 
in comparison with internal combustion engines, 
as well as to deliver superior environmental 

Snippets

continued on next page 

COUNTRIES OF ORIGIN OF EU PASSENGER CAR IMPORTS
BY VALUE, IN MILLION € 2015

2010 2011 2012 2013 2014 2015
% CHANGE 

15 / 14
% SHARE 

2015

World 22,384 25,161 24,724 23,785 26,203 32,488 24.0 100.0

Japan 7,557 7,487 6,262 5,894 6,685 7,692 15.1 23.7

United States 3,497 4,678 5,520 4,320 4,911 6,941 41.4 21.4

Turkey 3,416 3,417 3,162 3,523 4,363 5,051 15.8 15.5

South Korea 2,478 3,424 3,916 4,091 4,009 4,329 8.0 13.3

South Africa 846 896 548 586 1,208 2,400 98.7 7.4

Mexico 1,758 2,463 2,500 1,605 1,068 1,639 53.5 5.0

Morocco 10 163 608 763 1,225 1,369 11.7 4.2

Serbia 2 2 277 1,081 1,149 1,035 -10.0 3.2

India 1,301 1,570 1,059 1,077 722 765 6.0 2.4

Thailand 142 96 38 146 218 442 102.4 1.4

Source: EUROSTAT

The value of South African passenger cars exports to the European Union virtually 
doubled between 2014 and 2015, according to the European Automobile Manufacturers’ 
Association, based in Belgium. The value of cars made in South Africa and exported to 
EU countries went from €1 208-million in 2014 to € 2400-million in 2015.  This made SA 
the fi fth highest car exporter to the EU based on value. Japan is the leading country, 
followed by the United States, Turkey and South Korea.
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performance with no CO2 emissions or substances 
of concern (SOCs) when driving.

Th e bus also uses a high-capacity external 
power supply system. With a power supply capable 
of a 9 kW maximum output, and a large capacity 
of electricity supply at 235 kWh, the FC bus can 
be used as a power source in the event of disasters, 
such as at evacuation sites or at school gymnasi-
ums. Its electricity supply can also be harnessed for 
home electric appliance use. ■

Land Rover Designs 
Compact Christmas Cabin

Santa’s chilly grotto could be consigned to 
Christmas past thanks to Land Rover’s engineers. 
Th ey have created a cosy cabin that can be trans-
ported for a much-needed festive getaway – it fi ts 
inside a Land Rover Discovery Sport compact SUV.

Th e cleverly designed cabin has space for two 
adults to sleep snugly in North Pole temperatures 
as low as -20°C. It folds down to fi t in the rear of 
Land Rover’s top-selling Discovery Sport, so Santa 
could even fi t it on his sleigh this Christmas.

Land Rover engineers carefully used every bit 
of the versatile Discovery Sport’s 1 698-litre rear 
load space to carry the wooden cabin’s compo-
nents. Even the glove box, cup holders and door 
bins were fi lled with nuts, bolts and festive decora-
tions fi t for Santa himself.

Th e Christmas cabin was tested in Land 
Rover’s own cold climate chamber, in which all 
Land Rovers are subjected to sub-freezing tem-
peratures, by mountaineer and 12-times Everest 
climber Kenton Cool. It was then transported by 
Discovery Sport – not sleigh – to its fi nal secret 
location in the heart of the frozen wilderness.

Th e cabin shares several features with 
Discovery models, including an optional tailgate 
seat on the deck. Th e wide horizontal door opening 
is inspired by the vehicle’s full-length panoramic 
roof and provides epic landscape views. Th ere’s a 
solar charger on the roof, while lights and a kettle 
can be connected to the Discovery Sport’s 12V 
power socket.

Land Rover will be using the cabin over the 
next few years to support ongoing partnerships 
and upcoming events, and it will be making 
appearances through its network of Land Rover 
Experience centres. ■

Build Your Own Ford 
Le Mans Car

Th e iconic Ford GT40 and new Ford GT that won 
Le Mans 24 Hours in 1966 and 2016 are being 

brought to life in LEGO bricks. Th e new LEGO 
Speed Champions set will include both cars as 
well as racing driver minifi gures, a chequered fl ag 
and even a trophy to make it easy to recreate those 
history-making victories.

Th e LEGO Group worked closely with Ford’s 
design and licensing teams on every detail of the 
1966 winning car, and the new Ford GT race car.

“Th is was a dream project–with a lot of 
pressure. Th e Ford GT40 is one of the most 
iconic race cars of all time, and the new Ford GT 
is just incredible,” said Craig Callum, head of 
design, LEGO Speed Champions. “Designed for 
children, but with grown-ups fans in mind too, 
we know these models will be closely scrutinized 
for authenticity.”

Callum, who in his spare time races a Ford 
Model A hot-rod, and started out as a designer of 
full-sized cars, helped develop ten prototypes be-
fore the fi nal versions of each model were selected, 
all created from existing LEGO bricks.

Th e new 2016 Ford GT and 1966 Ford GT40 set 
will be available to order at www.LEGO.com/shop 
from March 2017. A Ford Mustang set is on sale 
now, alongside a Ford F 150 Raptor with trailer and 
Ford Model A hot rod. ■
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Jacques Brent, the South African-born President 
of Ford Motor Company’s Middle East and Africa 
region, was upbeat about his company’s involve-
ment in Nigeria when he presided at the launch of 
the new Edge SUV into that market.

Speaking to the guests at the local distribu-
tor, Coscharis Motors, in Lagos, Brent opened his 
presentation by saying: “Firstly, I would like to 
say that Ford is in Nigeria to stay! Th e launch of 
the Edge crossover utility vehicle is an excellent 
example of the way we are rolling out additional, 
high tech product.

“Th e objective with the introduction of Edge 
is to increase our market share and to build Ford’s 
corporate image among Nigerian consumers. Th is 
is very important for Ford going forward as we 
aim to become a major player in more and more 
African countries.

“Our recent investment in a new assembly 
plant, the roll out of the Ford-backed Quick 
Lane service centres, which is now getting under 
way, as well as the substantial investments being 
made by our local partner, Coscharis Motors, 
are the latest proof of our commitment to 
your country.”

Coscharis Motors currently has 11 Ford 
dealerships located in the major centres of Lagos, 
Abuja, Port Harcourt and Calabar, which will 
continue selling, servicing and maintaining Ford 

vehicles throughout Nigeria in accordance with 
Ford’s stringent global standards.

Added Brent: “We, at Ford, are all aware of 
the economic downturn that is aff ecting many 
countries in Africa, but we know that the economy 
is cyclical and what goes down will come up again. 
It just takes time. Just think back to the global 
meltdown in 2008/2009 and look how business 
and economies have recovered. Ford was at the 
sharp end of the fi nancial storm that hit the United 
States’ economy at that time. Characteristically, 
Ford did not opt for a government handout, as 
happened with two of our major competitors, but 
chose, instead, to fi ght back by itself.

“Ford’s subsequent comeback has been 
sensational with a host of new products spear-
heading aggressive marketing drives worldwide. 
Th is has put our company back on a sound 
fi nancial footing.

“We are all aware of the fact that the Nigerian 
economy is facing its toughest challenge in more 
than a decade with the downturn driven largely by 
the continuing low oil price. Add in an infl ation 
rate of more than 15% and the high cost of borrow-
ing and it is obvious that this is not the environ-
ment in which businesses can thrive.

“Th e slow sales of new vehicles in Nigeria this 
year – down by 65% year-to-date – are a fur-
ther, visible indicator of the lack of business and 

consumer confi dence. However, as I said earlier, 
we believe we are near the bottom of the current 
cyclical economic downturn and that the situation 
will improve in the medium term, as it has done in 
the past.

“Despite the current, chronic economic situ-
ation in several African countries this continent 
is still seen by Ford as the last frontier for the 
advancement of the global motor industry and it 
intends to be a major player in this theatre.

“Because Africa is one of the youngest markets 
in the world, it presents huge opportunities in 
terms of growth. Th e buying power of the African 
consumer is on the rise as the continent’s middle 
class grows exponentially,” Brent concluded. ■

Jacques Brent, President of Ford Middle 
East and Africa.

Ford Commits to Growth in Nigeria

Peugeot 301 is Nigeria’s 
2016 Car of the Year

Th e Peugeot 301, assembled by PAN Nigeria in 
Kaduna, has been voted Car of the Year in a contest 
against the Toyota Corolla and Nissan Almera. 
Th e Peugeot, which is based off  a stretched and 
widened 208 fl oorpan is only made in left -hand 
drive form. Th e reason it managed to beat the op-
position was that it is locally assembled and more 
aff ordable. (Th e Corolla is assembled by Toyota SA 
in Durban).

Th e competition, organised by the Nigeria 
Auto Journalists’ Association, involved on-line vot-
ing by the country’s motoring journalists.

“Local is lekker” also triumphed in the Pick-up 
of the Year category, with the locally made Ford 
Ranger beating the made-in-Durban Hilux.

Other category winners were: Mercedes-Benz 
S Class (Luxury car of the Year, beating BMW 
7 Series and Jaguar XJ), Toyota Prado (SUV of 
the Year), Toyota Hi-Ace (Quantum), which was 

Minibus of the Year, Mercedes-Benz 
Actros (Heavy Truck of the Year). 
Th e Globe Hyundai and Jet Van 
Mercedes-Benz were joint winners 
of the Outstanding New Entrant 
category, while God is Good Motors 
was adjudged the Most Safety 
Conscious Transport Company of 
the Year and Chisco Transport was 
recognised as the Wes Africa Coast 
Transport Company of the Year.

Th e Showroom of the Year award went to 
Nissan for its dealership on Victoria Island, Lagos. 
Pirelli was Tyre Brand of the Year while Yamaha 
was the Motorcycle Brand of the Year.

Dr Cosmas Maduka, President of the 
Coscharis Group, was voted Auto Personality 
of the Year and Kunle Ade-Oje, the Managing 
Director of Toyota Nigeria was presented with 

the CEO of the Year award. Arthur Madueke, 
the late Executive Director of the Nigeria Auto 
Manufacturers’ Association (NAMA) was given a 
posthumous award for his contribution to the local 
automotive industry.

Th e Road Safety Personality of the Year award 
went to Dr. Boboye Oyeyemi, Corps Marshal of the 
Federal Road Safety Corps. ■

The Peugeot 301.
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A diffi  culty obtaining vehicle fi nance at a 
reasonable interest rate is one of the main fac-
tors holding back new vehicle sales in Nigeria, 
according to an article by Dineo Tsamela, in 
Business Times. WesBank, the leading vehicle 
fi nance house in South Africa, is planning to 
enter this market in Nigeria in partnership 
with the government as part of the programme 
to foster growth in that country’s automotive 
manufacturing sector.

Th e government has been looking at ways 
to diversify the country’s economy from being 
so dependent on oil and raw material exports by 
focusing on increasing local manufacture.

WesBank and Nigeria’s National Automotive 
Design and Development Council are working 
together with local vehicle manufacturers to off er 
fi nancing packages for vehicles made in Nigeria. 

Th e project is awaiting regulatory approval in both 
SA and Nigeria. Th e main objective is to ensure 
private buyers have access to credit as well as af-
fordable, locally-assembled vehicles. WesBank will 
then look at a strategy of extending its fi nancing 
off ering to businesses and corporates.

Th e arrangement seeks to undercut the 
stringent vehicle fi nancing conditions that most 
Nigerian banks impose on consumers wanting to 
buy vehicles.

“Th e overall 
objective is to 
create demand 
for local vehicle 
assemblers and 
to put downward 
pressure on the 
cost of vehicle 
fi nance,” com-
mented Cyril 
Zhungu, the CEO 
of WesBank Rest 
of Africa. ■

The arrangement seeks to 
undercut the stringent vehicle 
fi nancing conditions that 
most Nigerian banks impose 
on consumers.

WesBank to Enter Nigerian 
Vehicle Finance

Cyril Zhungu.

“The overall objective is to 
create demand for local 
vehicle assemblers.”

mailto:mpaxton@sewells-msxi.com
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People

Naamsa Offi ce Bearers for 2017

Aft er its Annual 
General Meeting 
held on December 
7th, NAAMSA has 
announced its offi  ce 
bearers for 2017.

Mike Whitfi eld, 
Managing Director, 
Nissan South Africa 
was re-elected as 
President.

Jeff Nemeth, 
Chief Executive 
Offi  cer and Group 
Managing Director, 
Ford Motor Company 
of Southern Africa 
was re-elected as 
Vice-President 
from the ranks of 
Manufacturers. 
Ray Levin, Chief 
Executive Offi  cer, 
Kia Motors SA was 
re-elected Vice-
President from the 
ranks of Importers 
and Distributors. ■

Daimler AG Announces Leadership 
Changes in 
Key Areas

German automaker 
Daimler has an-
nounced the appoint-
ment of Andreas 
Engling as CEO and 
Executive Director 
Manufacturing of 
Mercedes-Benz South 
Africa (MBSA). Arno 
van der Merwe, 
currently in this position, will start a new chapter 
in his career as President and CEO of Beijing Benz 
Automotive Co. Ltd. (BBAC). Both these appoint-
ments are eff ective 1 April 2017.

Van der Merwe succeeds Peter Schabert, who 
retires aft er 31 years at 
Daimler AG. Schabert 
has been President and 
CEO of BBAC since 
August 2015. “We 
are convinced that 
Arno van der Merwe 
will continue the suc-
cessful work of Peter 
Schabert. He brings 

valuable inspiration for the joint venture in China, 
thanks to his experience as CEO and Executive 
Director Manufacturing in South Africa.

Van der Merwe has been CEO and Executive 
Director Manufacturing of MBSA since March 
2014. Prior to that, he held the position of plant 
leader from 2011 to 2014. Under his leadership, the 
East London plant saw benchmark productivity 
increases and received six consecutive JD Power 
awards in the US market for quality excellence. He 
has enjoyed a diverse career path within Daimler 
since joining the South African operations in 1996.

Andreas Engling has been with the Daimler 
organisation for more than 30 years. He is cur-
rently Head of Engine Production for Daimler’s 
Unterturkheim plant in Germany and was previ-
ously in the position of CEO of MDC Power, a 
wholly-owned subsidiary of Daimler AG. ■

New Appointment at MBSA

Mercedes-Benz South 
Africa (MBSA) has 
appointed Nadia 
Trimmel as the 
Vice-President of 
Mercedes-Benz Vans 
Southern Africa, ef-
fective 1 January 2017. 
In this position, she 
will be the successor to 
Nicolette Lambrechts, 
who will be assuming responsibility for Mercedes-
Benz Vans in Canada, as of the same date.

Trimmel holds a Bachelor of Commerce 
Degree in Marketing and Economics from 
the University of the Witwatersrand. She 
started her career in the motor industry as a 
Marketing/Sales Trainee in 2000 at another 
automotive manufacturer.

In 2014, Trimmel joined Mercedes-Benz South 
Africa (MBSA) as the National Sales Manager 
(Vehicles Sales and Aft ersales), bringing a new 
dimension of inspired leadership and competence.

Her key responsibilities included, amongst 
others, the development and implementation of an 
eff ective van sales and aft ersales strategy for the 
brand. Th is included spearheading a number of 
key strategic initiatives, as well as the management 
of key dealer performance areas to ensure targets 
are met in terms of sales performance, fi nancial 
performance, the drive of the sales and aft ersales 
fl eet business, forecasting and sales planning.

She also played a value-adding role as a 
strategic partner to the dealer network across all 
aspects – marketing, sales and aft ersales – and has 
built and maintained strong dealer and cus-
tomer alliances through regular communication 
and engagement. ■

New Head of Sales and 
Operations at Nissan SA

Nissan South Africa has appointed Leslie 
Ramsoomar as Head of Sales & Operations: 
SAF, eff ective from 1 December 2016. With his 15 

years’ of experience in 
sales and operations 
at Renault, he is set to 
extend his expertise 
across the Renault-
Nissan Alliance.

Ramsoomar 
began his career in 
Sales and Aft ersales 
at a Nissan dealer-
ship with McCarthy, 

before moving to Renault Retail Operations fi rst 
as Manager of Pre-Owned Sales and then as 
Dealer Principal. In 2007 he was appointed as 
Vice President of Sales & Operations at Renault 
and then in 2015 was named Deputy Managing 
Director of Renault Middle East.

During the course of his career he also took 
part in the Executive Development Program at the 
University of the Witwatersrand and the Nissan 
Senior Management Development Program at the 
University of Stellenbosch. ■

Nissan SA 
Announces Key 
Appointment

Kabelo Rabotho has 
been appointed to the 
position of Marketing 
Director, at Nissan 
South Africa, eff ec-
tive from 1 December 
2016. Rabotho brings 
with him more than 20 years’ experience in the 
automotive industry.

With a BCom degree from the University 
of the Witwatersrand, Rabotho began his career 
in the automotive world in 1994 at Toyota South 
Africa. Beginning as a product and market re-
searcher, he went on to hold senior marketing roles 
at the company. During this time, he also received 
his BCom Honours degree.

Aft er a 10-year stint at Toyota, Rabotho 
gained fl eet experience working at Absa Vehicle 
Management Solutions and SMMT, before spend-
ing time as the Dealer Principal and General Mana-
ger for Imperial Toyota in Parktown. He also took 
part in the Imperial Executive Programme at the 
Gordon Institute of Business Science at this time.

Rabotho joins Nissan South Africa from 
BMW South Africa, where he held the role of 
General Manager Sales and Brand Management 
for MINI. ■

Jeff Nemeth.

Ray Levin.

Mike Whitfi eld.

Andreas Engling

Arno van der Merwe.

Nadia Trimmel.

Leslie Ramsoomar.

Kabelo Rabotho.
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It’s been a busy year for Volkswagen South Africa 
(VWSA). Not only did the company celebrate 
milestones galore, but it also managed to scoop 
up various awards for customer service and 
product quality.

Four months ago VWSA celebrated the 65th 
anniversary of the fi rst locally built Volkswagen 
rolling off  the assembly line in Uitenhage. Th e 
Uitenhage manufacturing plant was founded in 
1946 as South African Motor Assemblers and 
Distributors (SAMAD) and since then, over 3.4 
million vehicles have been built there.

Th e factory has become an integral part of 
the Volkswagen production network, as such it 
has been awarded numerous export orders by the 
parent company. Earlier this year, it was recog-
nised as the top manufacturing plant in the global 
Volkswagen production network in 2015. VWSA 
achieved the highest index score of 113.2% amongst 
the 13 Volkswagen plants around the world.

Key to this achievement were the 120 000 
Polos and Polo Vivos produced in 2015 at much 
better than budgeted cost levels. Another contrib-
uting factor was exceeding the Th ink Blue Factory 
targets which were set in 2010 to reduce energy 
consumption, water usage, waste and emissions by 
25%. By the end of 2015, VWSA had exceeded the 
target by 17.2%, achieving 42.2%.

Interestingly, VWSA is the largest private sec-
tor employer in the Eastern Cape and contributes 
substantially to all facets of the local economy. It is 
also the single largest investment in Sub-Saharan 
Africa by a German company.

Th e most recent feather in VWSA’s cap is the 
company’s performance in the annual Ipsos Product 
Quality Survey. Covering 17 brands equating to 77% 

of the total number of passenger cars and light com-
mercial vehicles sold through retail dealer channels 
in 2015, feedback from more than 8 000 vehicle 
owners was used to conduct the survey.

Volkswagen won two Golds for Best Small 
Sedan (Polo) and Best New Volume Passenger Car 
model (up).

Th ere was more silverware for VWSA when 
it was announced as the overall winner of the 
2016/17 Ask Afrika Orange Index Award. Th ese 
awards, fi rst launched in 2001, measure and recog-
nise consumer satisfaction across 32 industries.

Th e Index measures and tracks 135 brands 
in South Africa to obtain accurate overall and 
emotional customer satisfaction. For the 2016/17 
Awards, 15 000 face-to-face interviews were con-
ducted and over 500 000 random calls were made. 
Th e selections were made randomly and no lists 
were used.

Volkswagen also came fi rst in the automotive 
industry category.

Said Carla Wentzel, General Manager: Sales 
and Marketing for Volkswagen Passenger Brand: 
“Volkswagen is passionate about customer service. 
As a brand, we put enormous eff orts to continu-
ously delight our customers.

“Th e recognition of the Volkswagen brand as 
the overall winner means a lot to our brand espe-
cially our dealers; who interact with customers on 
a daily basis. Volkswagen is about people, and good 
customer experience is about connecting with 
them. Customer service talks to Volkswagen brand 
values,” she added.

Further proof of just how seriously VWSA 
takes customer service and satisfaction is the fact 
that the South African Vehicle Rental and Leasing 

Association (SAVRALA) 
crowned Volkswagen 
as the Manufacturer of 
Th e Year (MOTY) in 
the car rental sector for 
the seventh consecu-
tive year. SAVRALA’s 
MOTY award recognises 
exceptional levels of 
service, new standards 
in technology and safety 
as well as continuous 
improvements in service 
delivery by vehicle 
manufacturers.

Th e President 
of SAVRALA, Marc 
Corcoran lauded 
Volkswagen for its 
remarkable achievement. 

“It is a remarkable achievement and testimony to 
the Volkswagen team that they have continued to 
defend its MOTY leadership for a seventh time. 
Th ey are true brand custodians and should take 
great pride at the fact that the car rental industry 
has recognised and duly rewarded their eff orts,” 
he commented.

Earlier this year, VWSA also walked away with 
two awards at Eastern Cape’s Exporter of the Year 
Awards – the SJM Flex Environmental award and 
the Best (OEM) Exporter of the Year prize.

Th e SJM Flex Environmental Award is 
awarded to an exporter who is ISO 14001 accred-
ited and who pursues excellence in environmental 
management. Th is is the fourth time VWSA has 
received this award. Th e Best Exporter – OEM 
Award recognises manufacturers of original equip-
ment for the automotive industry. Th is is the third 
time VWSA has won this award. 

Th at’s not where the accolades end though.
Volkswagen Group South Africa again quali-

fi ed as one of the Top Employers in South Africa. 
Th is accolade has been awarded to VWSA for the 
sixth consecutive year. VWSA was also pre-
sented with an award for the Top Employer in the 
Automotive category.

Th e annual international research under-
taken by the Top Employers Institute recog-
nises leading employers around the world which 
provide excellent employee conditions, nurture 
and develop talent throughout all levels of the 
organisation and strive to continuously optimise 
employment practices.

“As the largest private employer in the Eastern 
Cape, we place great emphasis on providing our 
employees with the best working conditions, 
learning and development opportunities as well as 
a range of benefi ts that create a high-performance 
and winning culture,” said Percy Smith, VWSA 
Human Resources Director.

Last, but most certainly not least, two 
Volkswagen products – the Tiguan and the Passat 
– have been nominated as fi nalists in the 2017 
WesBank South African Car of the Year (COTY) 
competition. Th e winner will be announced 
in March.

Aft er all of this the trophy cabinet at VWSA 
must be getting rather full and with the achieve-
ments set to continue in 2017, perhaps it would be 
wise to consider getting an entire trophy room. ■

Volkswagen Group South Africa 
again qualifi ed as one of the Top 
Employers in South Africa.

A Very Good Year for VWSA

Robert Wright – Regional After Sales Manager for the 
Volkswagen Brand; Carla Wentzel – General Manager: Sales 
and Marketing for the Volkswagen Brand; Loshini Pillay – 
Manager: National Key Accounts for the Volkswagen Brand and 
Stanley Netshituka – Manager: National Special Markets for the 
Volkswagen Brand with SAVRALA awards.
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Volkswagen Group South Africa (VWSA) has been 
awarded the new International Environmental 
Certifi cation –  ISO 14001:2015. Th is certifi cation 
was awarded and confi rmed by lead auditors from 
Tuev Nord and Volkswagen AG. VWSA has made 
great improvements in Safety, Environmental and 
Energy management performance processes. Th ese 
improvements were acknowldged by achieving this 
certifi cation in record time.

Th e positive result and certifi cation was 
announced by external auditor from Tuev 
Nord, Th omas Bunge. “It must be noted that the 
Occupational Health and Safety Management 
Systems, BS:OHSAS 18001 is well-embedded at 
VWSA with all employees understanding the 
importance of the principles of good health and 
safety practices. Th is is evident in the results,” 
commented Bunge.

Th is year’s result is gratifying, as the new 
standard of ISO 14001:2015 was implemented 
in a record time of one year, instead of the two 
to three years that most organisations require to 
receive a similar level of compliance. Th is makes 
VWSA one of only fi ve manufacturing plants in 
the Volkswagen production network to receive 
this certifi cation in 2016. In addition VWSA’s 
Sales and Marketing offi  ces in Johannesburg have 

also successfully implemented the International 
Standard on Energy Management ISO 50001, en-
suring that the entire VWSA now has a formalised 
and certifi ed Energy Management System in place.

“We are very grateful for the diligent work of 
our Occupational Health, Safety and Environmental 

Department as well as all our employees for their 
roles in helping our company to receive the certifi ca-
tion. We always strive to ensure that all our facilities 
fully comply and adhere to the required standards,” 
said Th omas Schaefer, Chairman and Managing 
Director: Volkswagen Group South Africa. ■

New International Environmental Certifi cation for VWSA

From Left Back Row: Mr. M. Gie, Mr. J. Marais, Mr. N. Chapman, Mr. R. Matzke 
From Left Front Row: Mr. W. Visser, Mr. P. Baptista, Mr. S. Lelaka, Mr. F. Schneichel, 
Mr. T. Bunge (Lead Auditor), Ms. Z. Lourens – Strydom, Mr. R. Botha, Mr. P. Smith 
(Human Resources Director: VWSA).

On the 1st of December VWSA celebrated the 
tenth anniversary of the offi  cial opening of the 
multi-million rand paint shop at the Volkswagen’s 
manufacturing factory in Uitenhage by former 
President Th abo Mbkei.

Th e state of the art of paint shop was initially 
designed to paint at least 450 car bodies per day. 
Ten years later, the facility has increased its capac-
ity to paint almost 750 Polo and Polo Vivo bodies 
per day. Since December 2006, the paint shop has 
painted over 895 700 car bodies.

Th e paint shop has also contributed sig-
nifi cantly to the Th ink Blue. Factory initiative at 
Volkswagen. Th ink Blue.Factory is a Volkswagen 
Group’s global initiative where the production 
plants across the world are encouraged to reduce 
waste, water usage, energy consumption and emis-
sions by 25%. In the past six year, the Uitenhage 
Paint Shop has signifi cantly reduced the energy 
consumption per car by 30%, water usage by 65%, 
waste by 71%, VOC by 17% and CO2 by 54%.

“Th e paint process is one of the complex and 
most important manufacturing processes. In the 
past ten years, we have geared our paint shop to 

consistently produce high quality paint stand-
ards on all our car bodies for local and interna-
tional customers. Th is state of the art facility is 
an important component of our preparations for 

the future models that we will be producing at 
our Uitenhage factory,” said Th omas Schaefer, 
Chairman and Managing Director: Volkswagen 
Group South Africa. ■

Ten Years of Painting People’s Cars
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New Models

TATA INDICA FLASH
Tata has introduced an additional, limited edition variant of 
its Indica hatch as an added-value offering. The new model, 
known as the Indica Flash, is based on the Indica LGi model, 
with several distinguishing features and signifi cant additions to 
the list of standard equipment. Priced at R124 995 the Indica 
Flash is powered by the 1.4-litre engine which delivers 56 kW of 
power and drives the front wheels through a fi ve-speed gearbox. 
Claimed overall fuel consumption is 6.5 l/100 km.

OPEL MOKKA X
Opel’s compact SUV has received a makeover, which includes a 
name change – it is now the Mokka X. The most obvious exterior 
change is the new headlight cluster design that combines 
daytime running lamps and LED technology. The mechanicals 
remain unchanged along with the four model lineup. Powering all 
four Mokka X derivatives is a 1.4-litre four-cylinder turbocharged 
ECOTEC petrol engine, which produces 103 kW between 4 900 
and 6 000 r/min and 200 Nm of peak torque between 1 850 and 
4 900 r/min. Prices range from R317 500 to R368 100.

ABARTH 124 SPIDER
The new Abarth 124 Spider was 
designed for thrills and performance. 
Under the bonnet is a 1.4-litre four-
cylinder turbocharged engine with 
MultiAir technology that develops 
125 kW and 250 Nm of peak 
torque. Top speed is 232 km/h and 
acceleration from standstill to 100 km/h 
takes 6.8 seconds. The Abarth 124 
Spider is available with a six-speed 
manual transmission and retails 
for R649 900.

RENAULT CLIO
With three equipment levels, the new Renault Clio has been redesigned 
and redefi ned and features a refi ned interior and exterior, as well as a 
host of new technologies. The range comprises the fl agship Dynamique 
(66 kW Turbo), mid-level Expression (66 kW Turbo) and Expression EDC 
(88 kW + EDC) and entry level Authentique (66 kW Turbo). Pricing starts 
at R206 900.
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Hanlie Strauss was named the 2016 Motor 
Industry Staff  Association’s Woman of the Year 
at a glittering award ceremony in Johannesburg 
in November.

Th e Motor Industry Staff  Association (MISA) 
each year pays homage to the remarkable women 
in the motor retail sector with their Woman of the 
Year Award, the most prestigious of its kind in the 
motor retail sector.

Hanlie was the 2016 Regional Finalist for the 
Free State / Northern Cape Region and takes the 
coveted title home to the Free State.

Hanlie fulfi ls many roles, both in her career at 
Henred Fruehauf Africa in Bloemfontein, and as 
mother and wife at home. Her job entails looking 
aft er HR, payroll for nine African countries and 
22 depots, debtors, and export liaison. As if that 
is not enough, she also serves as the PA to the 
company’s director.

Hanlie is a mother of four, with two children 
at university and twins in Grade 1. Th ey live on a 
farm, and she and her husband handle most of the 
farm work themselves. A true example of the busy 
person who gets things done, Hanlie is involved in 
various community projects, including Terapea, a 
home for abused girls.

She was also involved in the 2015 Mev. 
Bloemfontein Styl competition, where she was 
not only named fi rst princess, but also awarded 
the prize for the best outreach project. Th e project 
entailed reaching out to female prisoners at the 
Kroonstad Correctional Centre, most notably 
a woman convicted of fraud at Hanlie’s work. 
Th rough Hanlie’s outreach, she managed to get her 
boss to forgive the ex-employee for her transgres-
sions and the woman’s sentence was reviewed.

Th e Princess Project is another of Hanlie’s 
passions. She raises donations for evening wear 
from retailers and individuals and helps to dress 
less fortunate girls for an unforgettable Matric 
Farewell. She plans to expand this concept to help 
brides and bridesmaids with dresses.

Hanlie is a fi rm believer in the power of posi-
tive thinking. “Positive thoughts attract positive 
things,” she says. She also believes that anything is 
possible. “I always have hope,” she says, “and when 
you have hope, you may believe and if you believe, 
miracles are possible.

“Th ere is nothing in the world that one cannot 
master or achieve if you truly believe you can,” 
she bubbles. And a last word from our winner? “I 
would like to thank David, my husband of 25 years 
for his support.” ■

Hanlie is a mother of four, with two 
children at university and twins in 
Grade 1. 

“There is nothing in the world that 
one cannot master or achieve if 
you truly believe you can.”

MISA Crowns 2016 Woman of the Year

Hanlie Strauss, the Motor Industry Staff 
Association’s 2016 Woman of the Year.

The Motor Industry Staff Association (MISA) is the only registered trade union that organises 
exclusively in the South African retail motor sector and is an active participant on various fronts in 
this important segment of the South African economy.

MISA is also one of the fastest growing trade unions of its kind, with well over 41 000 members 
across all South African provinces. Apart from offering its members support and advice in labour-
related matters, it also plays an active role in industry issues, such as training and development, job 
creation and economic development.

Members enjoy the focused approach of a well-versed negotiating team representing members’ 
interests in the collective bargaining process on wages and conditions of employment at the Motor 
Industry Bargaining Council (MIBCO).

Qualifi ed labour law specialists provide free and expert legal advice and, where appropriate, 
the necessary legal defence to members in the resolution of labour disputes. The problem-solving 
approach is a major contributing factor in the resolution of disputes in the workplace.

MISA has a dedicated Women’s Forum aimed at supporting and uplifting women in the retail motor 
sector, as well as a Young Worker’s Forum that provides support to young workers in the sector. ■

About MISA

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

digital

http://www.trucksmag.co.za
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Bubbling, contagious enthusiasm for everything he 
does, along with loyal and motivated team mem-
bers who are totally committed to the products 
they sell and services they render, together with a 
daily business monitoring system are the winning 
ingredients for his ongoing success says Gerrie 
Cronje, the Dealer Principal of Produkta Nissan in 
Mbombela (Nelspruit, Mpumalanga).

He was adjudged out of 1 200 Sewells MSXI 
Performance Group members – dealers from all 
brands – as the most improved member in South 
Africa in 2015. He is also very proud that his 
dealership was the winner of the Nissan Aft er-
Sales Dealer of the Year award in 2015 and has 
been voted best place to buy a car by the public in 
Mbombela for the past three years in a row.

Cronje, a seasoned and experienced motor 
man, has been through the mill in the industry 
over the years and his varied career has equipped 
him well to be a successful overall business leader.

Starting as an articled audit clerk in the 
corporate fi nance division at the Nissan SA fac-
tory in Rosslyn he soon moved into marketing 

as the manager of marketing fi nance. His next 
progression was as a Business Manager assisting 
the Nissan dealers and this was followed by his 
appointment as Regional Sales Manager for Nissan 
in Gauteng.

Th en came the challenge of joining a start-up 
automotive company as its Chief Financial Offi  cer 
(CFO) and second in command. Th e company was 
Honda SA, which was returning to South Africa as 
a standalone operator aft er its links with Mercedes-
Benz SA had been broken several years previously. 
He was then the youngest general manager in 
Honda’s European region of which the SA com-
pany formed part.

Cronje spent seven years building up his expe-
rience bank at Honda SA before he left  for another 
challenge. Th is time it was taking up the position 
of CFO at an affi  liate of another international com-
pany, United Technologies Corporation, which was 
involved mainly in the local security industry.

Two years later Cronje was lured back into the 
motor industry to join former Nissan colleagues 
in their retail undertaking, the Produkta Motor 

Group which was established in 1997 and 
consists of multi-franchised dealerships in 
Mbombela, Malelane and Johannesburg.

Cronje was appointed Dealer 
Principal of Produkta Nissan which 
now operates out of a fl agship facility in 
Riverside Park, Mbombela. Th is was fi ve 
years ago, and meant that Cronje and his 
family had to move from Johannesburg to 
Mbombela.

“Th e relocation went well and we are 
very happy living in Mbombela where we 
have been assimilated into the local com-
munity,” added Cronje.

Th is was also the time that he got 
involved with Sewells MSXI, the local 
subsidiary of the global consulting and 
outsourcing fi rm that concentrates on 
the retail motor industry. Cronje became 
a member of the local Sewells MSXI 
Performance Group and says this has been 
an excellent driver for him and his busi-
ness as he can regularly benchmark his 
dealership with competitors. “We manage 
our business on the MRA principles of 
Mix, Retain, Activity and strive for best in 
class ratios,” he said.

“I am always looking to improve my 
own ability as well as my overall business 
and when I am not in the top position in 
any discipline I interrogate the data to fi nd 

out where we, at Produkta, may have a shortcom-
ing. To this end, I also have all the previous day’s 
sales and stocking data available each morning 
so I can monitor the performance of each divi-
sion in the dealership, which employs 60 people,” 
explained the Produkta Nissan DP.

“Ongoing communication is vital for team-
building and staff  motivation so we have weekly 
meetings at departmental level where we review 
the monthly progress and develop and review 
action plans. We also have bi-weekly overall 
dealership performance review meetings with the 
executive members of the Produkta Motor Group. 
Th en I have the Sewells MSXI Performance Group 
meetings every three months, which all keep me up 
do date and on the pace.

“I am also a strong supporter of all forms of 
networking, particularly those involving commu-
nity activities,” added Cronje.

“Customer satisfaction is non-negotiable at 
Produkta Nissan. It is our culture. First impres-
sions are everlasting and a positive vibe in all 
areas of the business ensures both repeat and 
new business.

Customer Retention Management (CRM) ac-
tivities are reviewed daily and strategies developed 
and enhanced continuously.

Social Media is also another very important 
area of the business at Produkta Nissan and they 
are constantly reviewing the company’s approach 
to doing business and make changes to improve 
and to keep abreast of new developments.

Cronje ensures that he and his team have 
mutually benefi cial relationships with the OEM, 
in this case Nissan SA and other business partners 
and suppliers. “We have an excellent understand-
ing, built up over the years and this works to the 
benefi t of all the parties involved.”

Cronje concluded by saying that he is fortunate 
that he has the backing of a management team and 
investors that allow him to carry out his vision to 
ensure his dealership stays successful, and most of 
all, profi table with an above benchmark Return on 
Investment (ROI). ■

Dealer Principal of Produkta 
Nissan Tells Why He is a Winner

Gerrie Cronje, Dealer Principal of Produkta 
Nissan in Mbombela, who is a major protagonist 
of the benefi ts of being a member of a Sewells 
Performance Group.

“Customer satisfaction is non-
negotiable at Produkta Nissan. It 
is our culture. First impressions are 
everlasting and a positive vibe in 
all areas of the business ensures 
both repeat and new business.”
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Nissan South Africa has donated eight vehicles to 
dynamic South African entrepreneurs to support 
and help grow their businesses, in partnership 
with the National Empowerment Fund (NEF). 
Th e sponsorship includes four Nissan NP200 Base 
models, one NP200 Base+ model, two NP300 
Hardbodys and one NV350 panel van.

Th e vehicles will be handed over by Director 
Corporate and General Aff airs at Nissan Group of 
Africa, Wonga Mesatywa and NEF CEO Philisiwe 
Mthethwa at an event at Nissan’s headquarters, in 
Rosslyn, Pretoria, on 23 November.

“Small and medium-sized enterprises form the 
backbone of the South African economy. It is es-
timated that they provide employment to roughly 
60% of the labour force and account for about 34% 
of South Africa’s GDP,” said Director Corporate 
and General Aff airs at Nissan Group of Africa, 
Wonga Mesatywa. “Nissan is in the business of 
building brands, in producing innovation that 
excites, and in helping small businesses succeed so 
that they can continue to create jobs and to support 

the economy. We believe that these eight benefi -
ciaries have built strong business models and we 
hope that our vehicles can make their day-to-day 
activities a little easier and a lot more fulfi lling.”

Said Philisiwe Mthethwa, NEF CEO: “One of 
the market failures that confront black entrepre-
neurs is limited own capital, and the acquisition 
of a valuable asset such as business vehicles goes 
a long way towards improving productivity and 
growth. Th at is why the NEF encourages more and 
more players in the private sector to support enter-
prise development because it is a direct contribu-
tion to inclusive growth. Nissan South Africa must 
be commended for being a patriotic corporate 
citizen and embracing the spirit and purport of the 
BBBEE policy of Government.”

Th e benefi ciaries include:
 ■ Th e FOSST Discovery Centre at the 

University of Fort Hare, which will use 
its vehicle to coordinate community-based 
science projects as part of its eff orts to enable 
and encourage the youth to follow careers 
in the science, technology, engineering and 
mathematics (STEM) fi elds.

 ■ Khuvena Consultancy CC, a 100% black-
owned service station in Roodepoort. 
Owners Vukani and Nokuthula Khumalo 
will use their vehicle to transport stock and 

a variety of day to day activities.
 ■ Okubabayo (Pty) Ltd, a manufacturer 
of atchaar in Krugersdorp, is a B-BBEE 
level Two Contributor with 125% B-BBEE 
procurement recognition. It will use its 
vehicle to grow its business by increasing its 
stockist footprint.

 ■ Masefane Trading CC is 100% black and 
female-owned construction and civil works 
company that will use its vehicle to transport 
equipment to construction sites.

 ■ Dandozest is a 100% black woman-owned 
catering business headed by chef Nontuthuko 
Constance Shandu. She will use her new 
vehicle to transport catering equipment. ■

Corporate Social Responsibility

“One of the market failures that 
confront black entrepreneurs is 
limited own capital.”

Vehicles Donated to Local Entrepreneurs

Some of the recipients of Nissan’s 
vehicle donations.

With an ever-increasing number of disadvantaged 
children across South Africa and a fast approach-
ing festive season, Peugeot South Africa has 
donated a brand new competition car in an eff ort 
to spread some festive cheer.

Th e donation of the Peugeot 208 Pop Art as the 
main prize is part of its already seven-year strong 
tradition of giving back to the community by 
means of the Beeld Children’s Fund in association 
with Afrikaans radio station, RSG.

Th e Fund, which was established in1997, aims 
to give fi nancial aid to charitable projects and 
focusses on both the protection and development 
of children in need. Th is year almost R1.3 million 
was raised, while the proceeds of the competition 
entries will also benefi t nearly 40 other charities.

With over 50 000 entries into the competition, 
Felicia Hans from Bloemhof, was the lucky winner 
of the Peugeot 208 Pop Art, worth over R170 000.

Hans described winning a car as one of the 
most surreal feelings and has already placed this 
windfall into a much bigger picture. “Ï am now able 
to commit fully to my calling and contribute and 
get more involved in various charity organisations, 
while at the same time being more eff ective with a 
new set of wheels.”

“It is important that we nurture and protect 
the young people of South Africa, they are our 
future”, said Francis Harnie, managing director of 
Peugeot Citroën SA. “We are proud of our long as-
sociation with the Beeld Children’s Fund, and hope 
that our support of the competition will improve 
the lives of many children in need.” ■

Felicia Hans with her new Peugeot 208 Pop Art.

Peugeot Supports 
Children in Need
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Wide-ranging amendments to the road traffi  c legislation mean that numer-
ous public transport and goods vehicles, fi rst registered aft er December 1st 
will require speed governers. Th is marks the implementation of a regulation 
fi rst gazetted in 2014.

Governers will be required for any minibus, midibus or bus, as well as 
goods vehicles with a mass exceeding 3 500 kg. Th e vehicles are required to 
be governed to the speed limits applicable to each category. In the case of 
minibuses, midibuses, and buses, the governed speed will be 100 km/h.

Goods vehicles over 3 500 kg, but below 9 000 kg, will be governed to 
100 km/h in terms of a recent amendment to Regulation 293 which came 
into force on 11 November. Such vehicles were previously permitted to travel 
at up to the maximum general speed limit of 120km/h.

Goods vehicles over 9 000 kg will be governed to their maximum per-
missible speed of 80 km/h.

Th e Automobile Association (AA) welcomed the changes to the law 
for these categories of vehicles. “Buses and minibus taxis are frequently 
observed driving well in excess of posted legal limits, oft en in situations 
where their speed considerably exceeds that of the general traffi  c speed,” as 
spokesperson said.

“Th e risk of such large speed diff erentials is well documented, and the 
introduction of governers will combat this problem over the next several 
years as end-of-life buses and minibus taxis are phased out and replaced with 
newer, governed models”

Th e AA had similar comments regarding vehicles over 9 000 kg, which 
are oft en noted to be exceeding their maximum allowable speed.

“Apart from giving rise to safety and longevity issues in heavy vehicles, 
excessive speed creates additional noise which aff ects communities living 
nearby busy roads. It needlessly increases fuel consumption and pollution. 
Th ese vehicles are not designed to be operated at the general speed limit of 
120 km/h which is applicable to light motor vehicles, which is why they were 
restricted to 80 km/h more than two decades ago,” the AA added.

Th e AA noted that the inclusion of governers on heavy vehicles will 
free traffi  c authorities from having to police speed transgressions by 
goods and public transport vehicles so that they can direct their enforce-
ment resources towards moving violations, licensing infringements, and 
driver impairment. ■

Tata’s 207DI EX2, single cab workhorse one-ton bakkie has been refi ned 
with several visual and practical improvements.

Th e exterior has been spruced up with some bold decals along the side 
and on the bonnet, as well as new-look wheel covers. A practical cab protec-
tor is another addition to the specifi cation. Th e biggest improvement in the 
cab, however, is the fi tment of cloth-trimmed bucket seats.

“We have managed to retain the selling price at a very competitive 
R169 995 despite the added specifi cation, as part of our aim to off er value-
for-money to buyers of Tata vehicles,” explained Larry Da Costa, General 
Manager Sales and Operations of Accordian Investments, a subsidiary of 
Imperial, which markets and distributes Tata passenger cars and light com-
mercial vehicles in South Africa.

Th e Tata workhorse is powered by a 3-litre turbocharged diesel engine 
producing 52 kW of power and 225 Nm of peak torque. It drives the live rear 
axle through a fi ve-speed manual gearbox. It is covered by a 3-year/100 000 
km factory warranty plus road side assistance.

Tata products in South Africa have the backing of the Imperial Group 
to ensure peace of mind for the owner as it means top class dealerships with 
excellent aft er-sales service. Th ere is a wide spread of dealerships in Southern 
Africa, with 59 servicing facilities and 42 sales outlets. ■

Tata Workhorse Refi nedSpeed Governers Introduced

Tata’s 207DI EX2, single cab one-ton bakkie.

In the case of minibuses, midibuses, and buses, the 
governed speed will be 100 km/h.

“We have managed to retain the selling price 
at a very competitive R169 995 despite the 
added specifi cation.”

http://www.suzukiauto.co.za
http://www.suzukiauto.co.za
https://www.facebook.com/SuzukiAutoSA
https://twitter.com/Suzuki_ZA
http://www.linkedin.com/company/suzuki-auto-south-africa
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Hino Motors Limited, Japan’s leading truck 
manufacturer, will enter its customary two trucks 
in the 2017 Dakar Rally in South Africa as it aims 
to continue its record of 25 consecutive fi nishes in 
this gruelling two-week event. Hino will also be 
out to win the class for trucks with engines under 
10 litres capacity for the eighth time in a row.

Once again, the team will be managed by 
Team Sugawara and is a joint venture with Hino 
engineers who have further improved the per-
formance of the two 500-series four-wheel drive 
trucks. Hino is once again the only entry from a 
Japanese truck manufacturer, with all the other 
trucks coming from Eastern and Western Europe.

Th is year’s route is almost 9 000 km and goes 
from Asuncion in Paraguay on January 2 via 
Bolivia to the fi nish in Buenos Aires, Argentina 
on January 14. Th is is the fi rst time the route goes 
through Paraguay, which makes it the 29th country 
in the world that the Dakar has traversed in its 
history, which dates to 1977. Paraguay is the fi ft h 
South American country to be on the rally route.

Th e 2017 event has attracted a total of 344 
entries, with 54 trucks, 136 cars, 110 motorcycles 
and 44 quads.

Hino No. 1 is based on the truck that raced in 
the 2016 event with updates to the performance of 
the 9-litre, straight six turbocharged engine and 
suspension upgrades. Th e engine now develops 
650 hp of power and 2 255 Nm of torque. Truck No. 
2 is new for the 2017 event with improved durabil-
ity components following participation in the Silk 
Way Rally in July. (Th e latter was an 11 000 km 
event from Moscow to Beijing).

Both trucks have six-speed transmissions with 
No. 1 being part-time four-wheel drive and No. 2 
having full-time four-wheel drive.

Hino No. 1 will be driven by Yoshimasa 
Sugawara with Mitsugu Takahashi doing the navi-
gating, while Yoshimasa’s son, Teruhito, will drive 
Hino No. 2 with Hiroyuki Sugiura as his navigator. 
Th ese are the only two-man crews on the event, 
with all the other truck racers opting for a crew of 
three people.

Team director Yoshimasa Sugawara has 
entered the Dakar Rally 33 times consecutively – a 
record. He is the only Japanese to have competed in 
this epic race on a motorcycle and quad as well as 
in a car and truck.

Now 74 years of age he holds the record for 
the most consecutive fi nishes in the Dakar Rally 

at 25. His son, Teruhito, contested the Dakar Rally 
for the 18th time in 2016, fi nishing in the top 10 on 
13 occasions.

Interestingly the second Dakar in which Hino 
participated, in 1972, fi nished in Cape Town aft er 
starting in Paris, with the Japanese trucks in 4th, 
5th, 6th and 10th positions. Th is was the fi rst time 
that Yoshimasa Sugawara had driven a Hino and 
he has continued to do so since then

Th e big breakthrough for Hino came in 1994 
with a second position 
overall. Th is achieve-
ment was repeated in 
1995, 1997, 1998, 2001 
and 2005. Th e most suc-
cessful year for Hino was 
1997 when it became the 
fi rst and until 2011 the 
only maker to take the 
fi rst three places overall 
in the truck category 
when the route went 
from Dakar to Agades 
and back to Dakar.

As usual, most of the members of the Hino 
Team Sugawara support crew are mechanics 
selected from Hino dealerships in Japan.

Th e truck entry for the 2017 Dakar Rally is 
made up of 12 makes of truck. Most popular for 
the 2017 event is MAN with 16 entries. Th e other 
makes are: DAF (8), Iveco (6), Tatra (6), Kamaz (4), 
Maz (3), Ginaf (3), Renault (3), Hino (2), Liaz (1), 
Scania (1) and Mercedes-Benz (1).

Hino says that by continuing to take part in 
what is known as the most gruelling rally on the 
planet the company can hone its truck-building 
and servicing capabilities. In line with its corporate 
vision this helps Hino make the world a better 
place to live in by helping people and goods get 
where they need to go, safely, economically and 
with environmental responsibility, while focussing 
on sustainable development. ■

Yoshimasa Sugawara (age 74) 
is the only Japanese to have 
competed in this epic race on a 
motorcycle and quad as well as in 
a car and truck.

Motorsport

Hino Aims to Continue Reliability 
Record in its 26th Dakar Rally

The two Hino 500-Series trucks which will compete again 562 
other trucks in the 2017 Dakar Rally.

Hino Team Sugawara ready to tackle the 2017 Dakar Rally.
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Motorsport

BY ROGER HOUGHTON

Th e 2016 World Endurance Championship (WEC) 
ended in an emotional mixture of very bitter and 
very sweet with the running of the ninth round 
in the series at the Bahrain International Circuit 
last month.

Sadly, for such a momentous occasion it was 
a race watched by very few spectators. However, 
what was once again most impressive – as it was 
last year – was the continuing reliability of the six, 
highly complex hybrid LMP1 racing cars from 
Audi, Porsche, and Toyota. All the cars ran without 
any technical problems for the entire six hours, 
although one Porsche was forced to pit to repair 
slight collision damage.

Th e “bitter” of the weekend was the fact that 
this race marked the end of Audi’s victory-studded 
18-year spell as a dominant player in global 
endurance racing.

Th e reason for the withdrawal is the need for 
the Volkswagen Group, of which Audi is a member, 
to fi nd massive amounts of money to pay fi nes for 
the Dieselgate scandal. Originally it was assumed 
the group would stop Audi’s endurance racing and 
Volkswagen’s world rally programme at the end of 
2017, but it was suddenly advanced to the end of 
the 2016 seasons.

Despite the knowledge that this was the end 
of endurance racing for the Audi brand – at least 
for now – the highly-motivated team, led by an 
emotional Dr Wolfgang Ullrich, was determined 
to go out on a high. Audi Sport Team Joest had the 
satisfaction of taking fi rst and second positions 
overall at the fi nish, besides having taken pole po-
sition in qualifying and an Audi also set the fastest 
lap in the race.

Th ey were never under any real pressure from 
the Porsches, which took third and sixth spots and 
the Toyotas that lacked the pace of the German 
opposition as they drove steadily to fourth and 
fi ft h spots.

During the 18 years, since 1999, that it was 
the kingpin in endurance racing Audi notched 
up 106 race wins including 13 Le Mans vic-
tories, and nine titles including two world 
manufacturers’ championships.

Th e “sweet” of this season fi nale belonged 
to Porsche as they sewed up the world driver’s 
championship for the crew of its No. 2 919 
Hybrid: Romain Dumas, of France, Neel Jani, 
of Switzerland, and Marc Lieb, of Germany. 
Th ey fi nished sixth in Bahrain aft er their car 

required repairs but the trio still scored enough 
points for Porsche to add the WEC drivers’ title 
to the manufacturers’ crown for the second 
successive year.

Th e withdrawal of Audi from the WEC is a 
big blow to the top category in this form of racing, 
where reliability and durability play a major role. 
Importantly it is the development ground for so-
phisticated hybrid systems using internal combus-
tion engines (petrol and diesel up to now) working 
in conjunction with energy recovery and storage to 
power electric motors.

Th is has direct benefi ts for consumers as the 
number of production hybrid cars continues to 
increase at a rapid rate, with all three competi-
tors – Toyota, Porsche, and Audi – already off ering 
hybrid cars in their line-ups. Th is situation makes 

the important link between motorsport and pro-
duction car R&D which benefi ts production cars 
and accelerates development.

Th e problem now is what will happen to WEC 
with only two manufacturers in its premium class?

At present it does not seem as though any oth-
er car maker is preparing to enter LMP1. Th e WEC 
organisers are hoping that Toyota and Porsche will 
each fi eld three cars next year so that there are still 
six cars in the top class.

However, there is growing interest in the 
keenly contested GT category where the major pro-
tagonists currently are Aston Martin (Vantage V8), 
Ferrari (488 GTE), Ford (GT) and Porsche (911 
RSR) with Aston Martin taking the 2016 drivers’ 
championship and Ferrari collecting the manufac-
turers’ title aft er the Bahrain race.

Porsche have shown their hand in the GT 
category for 2017 with the launch of the new 911 
RSR at the Los Angeles Motor show and having it 
on show at Bahrain. Th is new RSR breaks with the 
911 tradition of having the engine behind the rear 
axle and has its engine mid-mounted.

BMW has already announced its intention 
to enter the GT category – with Le Mans a major 
target – but this will only be in 2018.

Let’s just hope that more manufacturers 
see the light and enter the World Endurance 
championship, because this is one motor sport 
formula where there are genuine benefi ts for the 
consumer as regards technology transfer from 
track to road. ■

Porsche’s WEC driving champions Marc Lieb, Romain Dumas and Neels Jani with the 
championship-winning Porsche 919 Hybrid.

The Audi R18 forming up on the grid 
before the start of its last WEC race.

Technology Transfer is the Big Winner
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