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BY ROGER HOUGHTON

Th ese were all-time record production from our 
domestic plants and record exports of built-up 
vehicles to worldwide destinations. Th ese are very 
important milestones, particularly as they were 
achieved during an ongoing downturn in the 
local economy.

Domestic production saw 604 000 vehicles 
coming off  the assembly lines, which was an 
outstanding achievement. Accompanying this 

welcome rise in output was a record export number 
of 344 822 units being shipped to export markets, 
thereby earning valuable foreign exchange. (Last 
year’s export fi gure was 3.3% up on the previous 
record, set in 2015).

Looking back

Th e Department of Trade and Industry reported 
that domestic new vehicle sales ended 2016 on 
a weak note with total sales of 41 639 units in 
December. Th is was a fall of 15.3% compared to the 
corresponding month of in 2015. December’s new 

passenger car market and light commercial vehicle 
market refl ected a year-on-year volume decrease 
of 14.0% in the case of cars and 17.8% in the case 
of light commercial vehicles. December sales of 
medium and heavy commercial vehicles declined 
by 18.2% year-on-year.

In contrast, export sales in December 
amounted to 18 668 units refl ected which was an 
improvement of 7.0% compared to the December 
2015 fi gure.

The fact that sales of new vehicles fell in South Africa for the third successive year in 2016 has overshadowed two 
pieces of very good news for the local automotive industry.

continued on page 2 
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Th is meant that aggregate sales 
during 2016 fell by 11.4% in volume 
terms to 547 442 units compared 
to the sales total of 617 648 units 
in 2015.

NAAMSA said in its com-
ments on the DTI’s fi gures that this 
decline was due to a slowdown in the 
domestic economy, above average 
new vehicle infl ationary pressures, 
increases in interest rates, pres-
sure on consumers’ and household 
disposable income and low levels of 
consumer confi dence had contribut-
ed to a double-digit decline in annual 
domestic sales volumes.

Overall, 2016 turned out to be 
another extremely diffi  cult year 
for the South African automotive 
industry with domestic new vehicle 
sales progressively under pressure, 
particularly at dealer level, despite at-
tractive sales incentives and a strong 
contribution by the car rental sector 
which accounted for an estimated 
16.3% of new car sales during the 
year. Industry trading conditions 

had remained intensely competitive 
characterized by pressure on dealer 
margins.

Preliminary estimates of 2016 
motor industry new vehicle related 
sales turnover indicated a decline 
of about 2.0%, taking account of 
sales volumes, changes in mix and a 
weighted average estimated increase 
of about 14.0% in new vehicle prices 
– to reach about R233 billion for 
the year.

Industry new vehicle export 
sales are estimated to have added a 
further R105 billion to total Industry 
2016 revenue.

Looking ahead

Assuming further improvement in 
the global economy – industry ex-
port sales during 2017 could improve 
by some 30 000 vehicles or about 

10.0% to reach a conservative projec-
tion of 375 000 export units.

In summary, the decline in 
domestic sales was off set to a limited 
extent by continued growth in ve-
hicle exports which in turn assisted 
in sustaining utilisation capacities 
and employment levels of vehicle 
manufacturers.

2017 is expected to be another 
diffi  cult year for the domestic SA 
auto industry, although a modest 
improvement in new vehicle sales 
is expected during the second half 
of 2017. Industry production levels 
should remain in an upward phase 
on the back of expected further 
growth in vehicle exports.

Current projections for South 
Africa in 2017 refl ect an expected 
improvement in GDP growth to 
around 1.5% (from 0.4% in 2016), in 
gross domestic expenditure to over 
2.0% (from -0.3% in 2016), in growth 
in private consumption expenditure 
to about 2.0% (from 0.8% in 2016) 
and in fi xed investment to around 
2.2% (from -2.5% in 2016).
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A modest improvement 
in new vehicle sales is 
expected during the 
second half of 2017.

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

Industry export sales data for the past six years

SECTOR 2010 2011 2012 2013 2014 2015 2016
2016 / 2015
% CHANGE

CARS 181 654 187 529 153 268 153 545 156 600 229 723 238 567 3.8%

LIGHT COMMERCIALS 56 950  84 125 123 648 121 653 118 922 103 000 105 152 2.1%

TRUCKS & BUSES 861 803 1 076 1 206 1 414 1 124 1 103 -1.9%

TOTAL EXPORTS 239 465 272 457 277 992 276 404 276 936 333 847 344 822 3.3%

continued on next page 

Annual aggregate annual industry sales by sector, since 2010

SECTOR 2010 2011 2012 2013 2014 2015 2016
2016 / 2015
% CHANGE

CARS 337 130 396 292 442 604 450 296 438 942 412 478 361 273 -12.4%

LIGHT COMMERCIALS 133 756 149 301 160 174 167 996 173 759 174 701 159 128 -8.9%

MEDIUM COMMERCIALS  7 557  9 218  10 104  11 584 11 024 10 394 8 447 -18.7%

HEAVY TRUCKS, BUSES 14 464  17 438  17 737  19 340 20 534 20 075 18 594 -7.4%

TOTAL VEHICLES 492 907 572 249 630 619 649 216 644 259 617 648 547 442 -11.4%

https://www.facebook.com/pages/AutoLive/1447065302259460
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http://autolive.co.za/stats/sales_stats93.pdf
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Th e improvement in growth pros-
pects is premised on the easing in drought 
conditions, the improvement in commodity 
prices, a decline in infl ationary pressures 
on the back of a stronger Rand as well as 
recent improvements in the Purchasing 
Managers’ indexes and the Reserve Bank’s 
leading indicator. On the negative side, 
domestically, elevated political tensions 
are likely to continue to weigh on business 
confi dence and the expected increase in 
taxes in this years’ budget will erode real 
purchasing power.

Internationally, volatile, and uncertain 
conditions are likely to prevail during 2017. 
Elevated geo-political tensions and political 
uncertainty in major advanced economies 
associated with elections could heighten 
global risk aversion and trigger confi dence 
shocks. Despite these considerations, the 
global economic outlook at this stage, re-
mains positive and should continue to lend 
support to South Africa’s improving vehicle 
export performance.

Ultimately, industry vehicle exports 
would remain a function of the perfor-
mance and direction of global markets. 
Vehicle exports to Europe, Australasia, 
the United States, Asia, and South 
America were expected to show further 
upward momentum.

Th e general expectation in the industry 
was that domestic new vehicle sales would 
remain fl at going into 2017. NAAMSA 
remains hopeful that on the back of the 
expected improvement in key economic in-
dicators, domestic sales would regain some 
traction in the second half of 2017 with year 
over year growth perhaps settling in the 

2.5% to 3.5% range and hold to around that 
level going forward.

Factoring in the expected improve-
ment in exports, domestic production of 
motor vehicles in South Africa is expected 
to increase from 604 000 vehicles produced 
in 2016 to close on 641 000 vehicles in 2017 
– an improvement in vehicle production 
of about 6.0%. Th is fi gure could prove 
conservative if vehicle exports expand more 
than currently anticipated.

Th e projected higher vehicle production 
was consistent with the offi  cial vision for the 
Industry which is to remain a premier sup-
plier of high quality, competitive automo-
tive original equipment parts and acces-
sories and vehicles to international markets 
and, in the process, to achieve an annual 
domestic vehicle production fi gure of close 
to 850 000 vehicles by 2020.

Internationally and domestically, 
vehicle manufacturers will continue to 
focus on new models and products through 
sustained investment and new technologies. 
Technologies such as artifi cial intelligence 
could begin to refl ect a tangible impact 
across sectors. Autonomous vehicles and 
driver assisted automatic systems as well 
as increased use of information technol-
ogy in vehicles were likely to feature in 
the future. ■

Note: Source: Lightstone Auto, NAAMSA

Editor’s Note
Welcome to 2017! Hope that 
the New Year has been treat-
ing you kindly thus far and 
that you managed to survive 
the craziness that is the 
festive season.

According to Transport 
Minister Dipuo Peters, 1 714 
people died on South African 
roads between 1 December 2016 and 9 January 2017. Over 
the same period last year 1 629 people died on the coun-
try’s roads, meaning this year’s fi gures show a four per 
cent increase.

Although this nominal increase is hardly worth men-
tioning, the Automobile Association is worried. Th e organi-
sation points out that the various indabas and forums held 
throughout the year, signifi cantly the Traffi  c Offi  cers Indaba 
in Durban from 5 to 9 December 2016, appear to have had 
no noticeable impact on the fatality statistics. Truth is, the 
Department of Transport, and the Minister, are saying the 
same things this year as they did last year, and the situation 
is not getting any better.

“Hosting a road safety indaba so late in the year has 
proven to be fruitless; the results speak for themselves. 
Despite the many apparent road safety education and aware-
ness campaigns throughout the year, that the minister refer-
enced in here speech as a success, there has been no impact 
on the death toll at all. It is time that more drastic action is 
taken to address this situation,” the AA noted.

A main cause for concern is the steep increase in the 
number of passengers who died. Passengers accounted for 
40% of deaths this year, along with 34% pedestrians, and 
24% drivers.

No matter how one looks at it, the numbers are horrifi c. 
And what is really sad is that they are in many respects 
indicative of a lack of respect amongst motorists for their 
own, and other drivers’ lives. While this situation needs to 
change, and change quickly, it is also incumbent upon the 
authorities to not only talk about saving lives, but put in 
place proper, implementable strategies to deal with this.

Let’s hope that 2017 is the year in which road safety 
fi nally becomes a priority with all concerned parties and 
that at the end of this year we’ll see a sharp decline in road 
deaths. If you and I do our bit, it can happen!

Liana Reiners,
Editor
liana@autolive.co.za

To advertise in  contact

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

Vehicle exports to 
Europe, Australasia, the 
United States, Asia, and 
South America were 
expected to show further 
upward momentum.

Industry domestic vehicle sales by sector

SECTOR 2015 2016 2017 PROJECTED

CARS 412 478 361 273 370 000

LIGHT COMMERCIALS 174 701 159 128 163 000

MEDIUM COMMERCIALS 10 394 8 447 9 000

HEAVY, EXTRA HEAVY, 
COMMERCIALS, BUSES

20 075 18 594 19 000

TOTAL VEHICLES 617 648 547 442 561 000

 continued from previous page
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Research, which shows signifi cant performance 
improvements amongst South Africa’s automotive 
component manufacturers over the past decade, is 
enhancing the country’s reputation as a competi-
tive global automotive producer.

According to the National Association of 
Automotive Component and Allied Manufacturers 
of South Africa (NAACAM), fi gures released by 
the South African Automotive Benchmarking Club 
(SAABC) report are noteworthy.

“We need to acknowledge what has been 
achieved but most importantly the report sug-
gests that diffi  cult targets, previously considered 
unattainable, can and must be reached,’’ said 
NAACAM President Dave Coff ey.

“Many local component manufacturing fi rms 
are truly world class, but we have the dual chal-
lenge of keeping up with rapidly progressing global 
best practice while also developing the tail of fi rms 
yet to fully adopt fundamental lean practices, 
which are essential to localisation contracts,” 
Coff ey commented.

According to the SAABC report, South 
Africa’s component manufacturers have made 
strong improvements over the past decade. Such 

an example is quality improvements. In 2006, 
customer return rates were 1 208 parts per million 
(ppm) , in 2015 this was down to 84 ppm, a gain 
of 93.1%.

“Th is statistic is telling,” said NAACAM 
Executive Director Renai Moothilal. “At a time 
when automotive quality and reliability issues 
have come to the fore, evidence is being brought to 
bear that South African component producers are 
making huge strides in supplying products at the 
highest quality standards.”

Other noteworthy gains include a 45% 
improvement in the time to do machine/tool 
changeovers whilst the supply chains’ reliability, 
measured relative to customer delivery expecta-
tions rose by 70%.

Referring to the upcoming NAACAM Show, 
Coff ey said the Automotive Industry Conference 
would include a session purely refl ecting on World 
Class Manufacturing and Best Practices. Th is 
would be led by international experts with a global 
view of manufacturing best practice and foresight 
of emerging trends.

In addition to international experts, leading 
government and other automotive stakeholders, 

including OEM CEOs and tier one executives, 
would address participants on a range of topical 
issues. Th e NAACAM SHOW is being held in con-
junction with the National Localisation Indaba in 
Durban from 5 to 7 April and aims to showcase the 
capabilities of South Africa’s diverse automotive 
components sector. Th us far around 70 exhibitors 
have confi rmed their participation. ■

Report Highlights Local Progress

Dave Coffey, NAACAM President.

As mentioned in this month’s lead article, the new 
vehicle market in South Africa was down almost 12% 
in 2016 but there were many interesting highlights 
from the various segments, manufacturers, and 
distributors in the course of a tough trading year.

Toyota was once again the company which had 
the most bragging rights aft er topping the overall 
vehicle sales chart for the 37th successive year since 
1980 when it took over the top selling spot from 
Sigma Motor Corporation, which was a “one-year 
wonder” as its myriad product ranges – Chrysler, 
Mitsubishi, Mazda, Peugeot, Citroen, and British 
Leyland (Rover) – sold enough vehicles to top the 
chart in 1979.

Toyota sold 117 071 vehicles in 2016 which 
equated to a market share of 21.7%. Runner-up 
Volkswagen had a 15.8% share with sales of 86 472 
units while Ford took third place with penetration 
of 13.5% from sales of 73 856 units.

Toyota also had the top-selling vehicle in SA in 
2016 in the form of the Hilux bakkie which was the 
best-selling one-tonner for the 44th time in the 47 
years since it was introduced to SA in 1969. Hilux 
sales for the year totalled 35 428 units, which was 
3 000 units ahead of the Ford Ranger. Hilux was 
the top seller in the single cab one-tonner market, 
with the Ranger taking the laurels in the double 
cab and extended cab segments.

Toyota SA had several other models top their 
segments, being the Corolla Quest (C-segment 
small cars), Avanza (multi-purpose vehicles), 
Fortuner (SUV) and Quantum (minibus).

Volkswagen, which was again the top-selling 
passenger car retailer, also had the country’s fa-
vourite passenger car in the form of the Polo Vivo 
hatch/sedan.

Th e highly populated and competitive 
Crossover section saw the Ford EcoSport way out 
ahead with 11 441 sales compared to 2 838 units for 
runner-up Renault Captur and 2 477 units for the 
third placed Mazda CX3.

Mercedes-Benz topped the medium category 
with its C-Class and the large segment with the 
E-Class, while BMW’s 7-Series topped sales in the 
luxury segment.

Th e Porsche 911, which was introduced 
more than 50 years ago, continues to be the most 
popular model in the Sport and Exotic category 
with sales of 296 units to edge out the runner-up 
Mercedes Benz SLC on 268 and Audi TT with 221 

sales. (Th e Ford Mustang, which sold 860 units is 
classifi ed as a medium car and does not fall in the 
Sport and Exotic category).

 ■ Click on the Monthly Sales Statistics hot 
button on page 2 of AutoLive to get all the 
facts and fi gures of retail sales in South 
Africa in 2016.

WesBank commentary

WesBank reported that the eff ects of dwindling 
consumer confi dence was evident in the decline of 
dealer channel sales numbers in December, which 
fell 15.4% year-on-year in the month and were 
down 11.7% for the full year. Th is was also refl ected 
by WesBank’s experience of 12.1% fewer applica-
tions for new vehicle fi nance in 2016 compared 
to 2015.

WesBank also commented that one of the sav-
ing graces for the new vehicle market in 2016 was 
the 15.9% increase in sales to the rental industry, 
despite this channel showing a 19.3% decline in 
December.

Overall WesBank was on the button with a 
very accurate forecast of a 12% decline in the new 
car sales in 2016. Rudolf Mahoney, Head of Brands, 
and Communication at WesBank, said that the 
company will announce its forecast for sales in 
2017 at the car of the Year banquet in March. ■

Several Highlights in SA Vehicle Market in 2016

Toyota was once again the 
company which had the most 
bragging rights.
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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

Last year saw millions of Toyotas recalled from 
markets around the globe due to faulty airbags, 
which were found to have defective infl ator and 
propellant devices that could fail to deploy prop-
erly during an accident, fi ring metal fragments 
at occupants. More recently, consumers have 
expressed their worry about the Ford Kuga aft er 
around 50 vehicles have allegedly caught alight. 
Whether or not a vehicle is recalled is decided on a 
global level.

More than 50 million vehicles are recalled 
worldwide every year (or at least, this has been the 
case since 2014 – virtually double the amount of 
recalls for 2013 and earlier years) and South Africa 
has also been aff ected.

Firstly, it’s important to note that a recall does 
not mean that you should view your car as a death 
trap – the particular vehicle you are driving might 
not even have been aff ected, even if you are driving 
a brand undergoing recalls. Moreover, a recall 
is a precautionary measure and an indication of 
potential risk of injury or damage, not a given that 
the car is faulty. Th ey are intended to fi x known 

problems with vehicles and manufacturers err on 
the side of caution if they believe a defect of any 
kind is present.

Th e manufacturers are usually the fi rst 
to initiate a recall. Most recalls are voluntary. 
Manufacturers care about their customers’ safety 
and will go to great lengths to protect them. In oth-
er instances, recalls are negotiated with suppliers 
by the National Consumer Commission or other 
Regulators when a safety issue is identifi ed to en-
force compliance. Th e Commission may also order 
a compulsory recall to protect the public (as per 
section 60(2) of the CPA, issuing a written notice 
stipulating the manner in which the recall must be 
conducted – this is however, a last resort.

If you are concerned about the vehicle you are 
driving, take it to your dealership or service center 
for a thorough examination of the part that is in 
question, e.g. coolant leaks (that has been the issue 
for the Kuga).

Should a vehicle be recalled, the owner will re-
ceive communication that explains the description 

of the defect, the risk posed, potential warning 
signs and how the manufacturer will fi x the 
problem along with instructions of how to proceed. 
In most cases, you will be asked to set up a repair 
appointment with your local dealership.

Manufacturers will try to contact all pos-
sible owners aff ected and will usually provide 
contact details for owners to proactively reach 
out as well.

Being on the recall list does not mean that you 
are in danger or even that your car will experience 
the issues described, but it’s best not to take a risk. 
Make sure that you follow instructions and take 
your car to approved service centers to handle 
the issue.

Consumers who discover a fl aw in a vehicle 
they own can report it to the National Consumer 
Commission, Provincial Consumer Aff airs Offi  ces 
or similar automotive industry bodies.

It may seem as though recalls permeate the 
headlines, but these are testimony to the dedication 
of automakers to ensure that our roads (and their 
customers) are as safe as possible. Automakers will 
always err on the side of caution when it comes to 
potential hazards and will take drastic action. ■

Opinion

Understanding Vehicle Recalls

A recall does not mean that 
you should view your car as a 
death trap.

If you are concerned about the 
vehicle you are driving, take it to 
your dealership or service center 
for a thorough examination of the 
part that is in question.

When a vehicle such as the Ford Kuga is recalled, it does not necessarily mean 
that all affected units will experience the issues described, but it’s best not to 
take a risk.
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Volkswagen Group Sets 
New Sales Record

Th e Volkswagen Group has set a new annual sales 
fi gure last year despite still wading through deep 
water caused by its Dieselgate emissions cheat-
ing scandal. Th e group sold a total of 10.3-mil-
lion vehicles, made up of 6-million Volkswagens, 
1.9-million Audis, 1.1-million Skoda’s, 0.4-mil-
lion SEAT’s, 0.2-million Porsches, 0.5-million 
Volkswagen Commercials, 0.1-million MAN 
trucks and 0.08-million Scania trucks. In addition, 
it sells boutique brands such as Bentley sedans and 
sports cars, Lamborghini and Bugatti sports cars 
and Ducati motorcycles. Th e breakdown of sales 
fi gures for these latter brands were not provided in 
VW’s media release. ■

Toyota Hilux Outsells 
All Vehicles in Australia 
for First Time

Th e Toyota Hilux made history when it became 
the top selling vehicle in Australia in 2016. Th is is 
the fi rst time that a vehicle other than a passen-
ger car has topped the annual sales chart. Hilux 
sales totalled 42 104 units which allowed it to pip 
its second-placed Corolla stablemate, which sold 
40 330 units. Th ird on the best sellers’ table was the 
Hyundai i130, followed by the Ford Ranger and 
Mazda3. (Th ree pick-ups built in Th ailand – the 
Hilux, Ranger, and Mitsubishi Triton – made it 
into the top 10 for 2016 showing the growing inter-
est in buying well-specced modern LCVs.

Th e Australian vehicle market hit an all-time 
high in 2016 with sales of 1 178 133 units which 
surpassed the previous record, set in 2015. Toyota 
was the top selling company for the 14th con-
secutive year with sales of 206 610 units which 
marked the fi ft h year in a row that Toyota has 
retailed more than 200 000 units in a year in 
Australia Second highest company was Mazda, 
with Hyundai third and General Motors fourth. 
(Remember the days when the Australian-built 
Holden and Ford Falcon ruled the roost for so 
many years?) ■

Volvo Announces First Family 
for Autonomous Driving Project

Th e Hain family, from Gothenburg in Sweden, are 
the fi rst people chosen by Volvo Cars to take part 
in a real-life autonomous drive research pro-
gramme using real cars, in real traffi  c.

Volvo Cars believes that in the rush to deliver 
fully autonomous cars, many car makers are 

forgetting the most important ingredient: the 
people that will use them. Volvo’s unique approach 
is to defi ne the technology based on the role of the 
driver–not the other way around.

“Th e aim of the Drive Me research project is to 
focus on how to enhance people’s lives and have a 
positive impact on society. We take a holistic rather 
than a purely technical approach to our research 
and development processes. No one else to our 
knowledge is developing autonomous drive from 
a human-centric standpoint,” said Henrik Green, 
Senior Vice President, Research and Development 
at Volvo Car Group.

Th e Drive Me project is a collaborative 
research programme consisting of several players 
from public, private and academic fi elds. It is prob-
ably the most advanced, ambitious and extensive 
real-life autonomous drive project in existence. Th e 
project will see up to 100 autonomous cars on the 
roads around Gothenburg, home to Volvo Cars, 
driven by real people, in real traffi  c during 2017. 
Th e project is set to expand to other cities around 
the world in the near future. ■

Car Sales Boomed in 
China Last Year

Passenger cars sales in China last year rose at 
the highest rate in three years with sales of cars, 
SUVs and MPVs totalling 23.9-million units. Th is 
equated to a sales rise of 15.9% over 2015. One of 
the reasons was a tax cut on the price of new cars 
with engines of 1.6-litres or less. Th e government 
had halved the 10% levy on the price of new cars to 
jump start demand for smaller engined cars, which 
contributed to the highest car sales rate increase 
since 2013. ■

Volkswagen Group to Pay 
US$4.3-billion to US Authorities

Th is heft y sum is the result of drawn-out negotia-
tions between Volkswagen and US regulators to 
resolve its emissions cheating problems. Th e com-
pany plans to plead guilty to criminal misconduct. 
Th is guilty plea is part of the civil and criminal 
deal as the German company looks to restore its 
tarnished global image.

Volkswagen says the addition of this fi ne will 
result in costs arising from the Dieselgate scandal 
reaching US$19.2-billion which will exceed the 
amount the company had set side to handle this 
problem. IN addition, Volkswagen’s US operations, 
will be overseen by an independent monitor for the 
next three years. ■

Uber Expands its Self-
driving Programme

Uber is expanding its self-driving pilot to San 
Francisco, California, using specially-converted 
self-driving Volvo XC90 SUVs.

Th e move marks the next phase in a deepen-
ing alliance between Volvo and Uber aft er the two 
companies signed an agreement in August 2016 to 
establish a jointly-owned project to build base vehi-
cles that can be used to develop fully autonomous 
driverless cars. Th ese cars were initially tested in 
Pittsburgh, Pennsylvania.

Th e latest cars to be used in San Francisco were 
built by Volvo and sold to Uber, aft er which Uber’s 
own self-driving hardware and soft ware package 
was been added, most visibly in the roof-mounted 
control apparatus.

Th ese cars will drive around the streets 
of San Francisco autonomously, but as part of 
the pilot programme they will at all times have 
an Uber technician on board to supervise the 
car’s operation. ■

Snippets

continued on next page 

The Hain family, from Gothenburg, 
Sweden, were chosen by Volvo Cars to 
take part in a real-life autonomous drive 
research programme.

Uber’s specially-converted self-driving 
Volvo XC90 SUV.
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Online Shopping for 
Mercedes-Benz Fans

Mercedes-Benz Accessories recently opened their 
Online Store hosting a wealth of gift  ideas for their 
ever-growing fan base. Th is means you can now 
choose a selection of high-end branded items from 
the comfort of your 
phone, tablet or laptop.

From fragrances for 
him and her to a wide 
range of classic caps, 
super-cool kids’ racing 
Ts, cushions and jigsaw 
puzzles plus the ultimate 
AMG wallets and key 
rings, customers’ are 
truly spoilt for choice.

Once customers’ 
have picked what they 
require, they no longer 
have to go to a dealership 

to collect their purchases, the goods will be deliv-
ered countrywide for a fl at rate of R75.

Apart from a dedicated customer call centre 
available Monday to Friday between 8 am and 4.30 
pm, you can also use the live chat functionality on 
the website for queries. 

Visit Shop.Mercedes-Benz.co.za today. ■

World Record for Kia Niro
Th e 2017 KIA Niro offi  cially received a Guinness 
World Record title for the lowest fuel consumption 
driving across the USA from coast to coast (hybrid 
car). Th e new record-setting mark is an incredible 
76.6 mpg (3,07-litres/100km).

“We’re extremely pleased with the Niro’s 
record-breaking performance,” said Orth Hedrick, 
vice president, product planning KIA Motors 
America. “We set out to build a vehicle that off ers 
real-world utility, great looks and fantastic mileage, 
and setting the Guinness World Record confi rms 
our achievement.”

Th e Niro EX was driven by Wayne Gerdes of 
Carlsbad, California, and co-driver Robert Winger 
of Williamsburg, Virginia. It covered the 3 715.4 
miles from Los Angeles City Hall to New York 
City Hall using only 48.5 gallons or 4.1 tanks of 
fuel. Th e vehicle was not altered in any way for 
the attempt. ■

Snippets

 continued from previous page

Passion for Speed takes place 
at Zwartkops this weekend
The annual, international Passion for 
Speed motor race meeting takes place this 
weekend, with racing for cars tomorrow 
and Saturday and motorcycles taking the 
stage on Sunday in the Suzuki Day of the 
Champions. Although the overall accent is 
on classic cars and motorcycles there will 
be some events for modern cars on this 
year’s jam-packed programme. Visit www.
zwartkops.co.za for more information.

21st George Old Car Show
This year’s staging of this popular classic 
car event in the Southern Cape will mark 
the 21st anniversary of the fi rst show. It 
will take place at the PW Botha College in 
York Street, George, on February 11–12. 
The organisers, the Southern Cape Old 
Car Club, is expecting to break the 1 000 
barrier for vehicles on display as well as 
exceeding last year’s record turn-out of 
12 000 visitors. This year the of cus will be 
on vehicles manufactured in Germany with 
a special display featuring 35 unique cars, 
with the most prized model on display being 
one of 10 replicas worldwide of the 1886 
Benz Patent Motorwagen, which belongs to 
Mercedes-Benz SA. Visit www.scocc.co.za 
for more information.

2017 DJ Commemorative Rally 
for classic motorcycles
Entries close tomorrow (Friday, January 
27) for this event, which marks the 104th 
anniversary of the fi rst stating of this 
famous event, which was staged as a road 
race between Durban and Johannesburg 
from 1913–1936. For this reason, the 
commemorative regularity rally is confi ned 
to motorcycles made before 1937. Visit 
www.djrun.co.za for more information. ■

Events

auto.lightstone.co.za/
auto.lightstone.co.za/
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
https://www.shop.mercedes-benz.co.za/
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People

“The automotive industry is more 
exciting for young people than 
ever before,”

Beast Meets the Legend

Tendai ‘Beast’ Mtawarira has been announced 
as a brand ambassador for Ford Performance, creat-
ing one of the most powerful and formidable man-
machine combinations ever seen in South Africa.

As the face of Ford Performance for the next 
six months, Mtawarira will be driving the Ford 
Mustang, the fl agship of the brand’s local line-up.

“Partnering Tendai ‘Beast’ Mtawarira with 
the Ford Mustang is a match made in heaven, as 
it embodies the ultimate in power, strength, perfor-
mance and style for both man and machine,” says 
Tracey Delate, General Manager, Marketing – Ford 
Motor Company Sub-Saharan Africa Region. 
“Beast is recognised as one of the world’s best 
rugby props, and it’s an honour to have him repre-
senting Ford Performance and the iconic Mustang, 
and we look forward to our proud association and 
over the coming months.”

Getting behind the wheel of an exclusive 
Mustang is a privilege in its own right. But for a 
man befi tting his stature, strength and extreme 
level of fi tness, Beast’s new ride is no ordinary 
Mustang. It has received the exclusive ROUSH 
Performance Level 2 upgrade, which represents 
the pinnacle of enhancements for the 2.3 EcoBoost 
model, and costs approximately R300 000.

Th e red ROUSH Mustang sports an aggres-
sive front fascia kit, hood scoop, quarter panel side 
scoops, rocker winglets, and bold rear spoiler. It 
also has cast aluminium Quicksilver 20-inch rims 
fi nished in black, high-performance low-profi le 
tyres, ROUSH windshield banner and special 
decals that trace the centreline of the car from 
front to back.

Th ere’s plenty to talk about under the skin 
too, with the 2.3-litre EcoBoost four-cylinder 
engine benefi tting from the full gamut of ROUSH 
enhancements, comprising the ROUSH ECO Cold 
Air Induction upgrade, performance exhaust 
kit and the specially developed 2.3 EcoBoost 

Level 2 Flash Pack. Th is unleashes 280 kW from 
the unit. ■

Local Trainee Honoured by VW Group

Th e Volkswagen Group presented its annual 
Best Trainee Awards 2016 to young top achievers 
from all over the world at Group headquarters in 
Wolfsburg in December. Th e 45 award winners, 
made up of nine young women and 36 young men 
from 19 countries showed high levels of compe-
tence and profi ciency in their respective fi elds 
during their training programs.

Th e awards were presented by the Chairman 
of the Board of Management of Volkswagen AG, 
Matthias Müller, the Member of the Board of 
Management responsible for Human Resources, 
Organization and IT, Dr Karheinz Blessing and 
the President of the Global Group Works Council, 
Bernd Osterloh.

“Th e automotive industry is more exciting 
for young people than ever before,” said Müller. 
“Similar to the entire industry, our company is 
faced with major changes such as autonomous 
driving, e-mobility, innovative mobility concepts, 
digitalisation and connectivity. Th is means that 
we must update our knowledge and skills at an 
increasingly rapid pace.”

Th e 2016 South African recipient of the 
Best Trainee Award was Cuan George. Th e 
25 year-old George joined Volkswagen Group 
South Africa as a Graduate Trainee in 2015. He 
currently works as a commodities buyer in the 
Purchasing department.

“I feel honoured to be one of the 45 trainees 
in the Volkswagen Group to be presented with 

the 2016 Best Trainee award. I am very grateful 
to Volkswagen South Africa for giving me the 
opportunity to be part of the Graduate Trainee 
Programme as well as all the people in the com-
pany that have infl uenced my career development 
thus far,” said George.

“Our Volkswagen Graduate Trainee pro-
gramme has helped us to groom and nurture our 
young talent. Th e award bestowed to Cuan has 
confi rmed that VWSA is doing the right things 
to develop its young crop of talented employees. 
We are very proud of Cuan’s achievement,” said 
Th omas Schaefer, Chairman and Managing 
Director: Volkswagen Group South Africa. ■

New CEO and MD for FCA SA

Fiat Chrysler Automobiles recently announced 
the appointment of the new CEO and MD of 
Fiat Group Automobiles South Africa (Pty) Ltd, 
importer of Fiat, Fiat Professional, Abarth and Alfa 
Romeo brands and Chrysler South Africa (Pty) 
Ltd, importer of Chrysler, Jeep and Dodge brands.

Robin van Rensburg joined the company 
from 1 January 2017 and succeeds Marco Melani 
as CEO and MD. Robin brings with him over 
20 years of automotive expertise and experi-
ence, having worked with numerous premium 
automotive brands.

FCA South Africa’s new CEO commented: 
“I am really excited to join the FCA Group and 
work with such exciting brands, especially dur-
ing such an interesting product cycle.  2017 is set 
to be monumental for our brands with product 
introductions like the Alfa Romeo Giulia, Abarth 
124 Spider and 595, Fiat Tipo and the extension of 
the Fiat Professional Fullback range. I look forward 
to adding a South African touch to the proudly 
Italian and American brands.”

Outgoing CEO and MD, Marco Melani returns 
to FCA Head Offi  ce in Turin, Italy resuming his 
current responsibility for Marketing for Africa. ■

Tendai ‘Beast’ Mtawarira as the face of Ford Performance for the 
next six months

Cuan George , South African 
recipient of the 2016 Volkswagen 
Group Best Trainee Award.

Robin van Rensburg, 
new CEO and MD of Fiat 
Group Automobiles South 
Africa (Pty) Ltd,
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Guill Marais, a Senior Business Consultant at 
Sewells-MSXI, is having a busy time as the ongoing 
economic downturn takes its toll on many retail 
motor companies.

He says that the health of the South African 
motor industry tends to go in cycles of approxi-
mately eight years. Th is is what he has found over 
the years both as an active participant in the retail 
business and latterly as a Sewells consultant spe-
cialising in helping companies facing challenging 
fi nancial times.

According to Marais 2016 was, hopefully, the 
end of the cycle that began with the global eco-
nomic meltdown in 2008/9. Th e previous low point 
had been 1999/2000.

However, he warns that the upturn will be 
slow and it will need dedication from management 
and the full cooperation of staff  members to ensure 
profi tability in ongoing, tough trading conditions.

Th e experienced Sewells-MSXI consultant 
says he has found that one of the major reasons for 
these cyclical downturns is that management tends 
to forget that they are in the so-called people game, 
not just the motor game.

“When times and the economy improve the 
focus tends to move away from people – be they 
staff  or customers – and shift s to pure business,” 
explained Marais. “Only when the dealers hit 
hard times again do they realise they have tended 
to neglect the people aspects of their business 
and have to quickly put programmes in place for 
team-building at the dealership and relationship 
building with customers as countermeasures to 
the downturn.”

Marais is a strong supporter of multi-fran-
chising for small volume dealers and believes this 
trend will continue to grow in South Africa, where 
he says many OEMs make demands that push up 
operating costs of a dealership substantially and 
impact on sustainability. He says that multi-fran-
chising need not just be limited to other automo-
tive brands, but could also include joint ventures 
with common interest stores such as those selling 
outdoor equipment, top-end bicycles, and the like.

Marais, who joined Sewells-MSXI in 2014, 
has come the full gambit in the retail motor 
trade, having started as an apprentice technician 
with Lindsay Sakers Volkswagen and rising to 
master technician, which gave him an excellent 
technical background.

Th e next 14 years were spent at the Sandown 
Motor Group going through all the divisions, from 
used cars to being Dealer Principal at Sandown 
Motors in Randburg.

Marais had a spell at Barloworld before joining 
the Super Group as Franchise Director and Dealer 
Principal for the Honda and Volvo brands. He said 
this latter assignment, which lasted seven years, 
provided an excellent overall grounding because it 
taught him that you can’t preach (as the franchise 
director) if you can’t deliver (as a dealer principal).

Marais has a special interest in the fi nancial 
aspects of the motor trade and the benefi ts to be 
gleaned from accurate budgeting and goal-setting. 
His comprehensive background in the motor 
trade and enthusiasm for his job have prepared 
him particularly well for his current career as he 
has wide experience and can talk in a language 
dealers understand.

He sees his role as looking aft er a struggling 
dealership through what he calls the “operation 
and intensive care” phases before handing it over 
to colleagues at Sewells-MSXI who monitor the 
dealership’s health on an ongoing basis and give 
advice where and when necessary.

Marais is also heavily involved in the various 
Performance Groups which are an important 
part of Sewells-MSXI’s off ering to the retail mo-
tor trade. At present, he is involved with 12 such 
groups and says each has its own identity which 
adds to the experiential feedback he can provide in 
the future

He says he fi nds that a lack of proper leader-
ship is usually the cause of motor dealerships 
getting into fi nancial deep water.

When he is called in to assist he spends 2 to 3 
days analysing not only the business, but also the 
environment in which it operates and its potential.

During his time at the Super Group Marais 
developed a formula to evaluate a motor business 
in terms of its economic potential.

“What is critical is to fi nd the dealership’s 
magical X, which is its sales potential, staffi  ng 
requirement and the fi nancial support systems 
required. We develop a virtual dealership right 
down to income statement and balance sheet. Once 
we have found that X we can start with remedial 
treatment such as restructuring and target-setting.

Marais says he can develop strategies for dealer 
health quickly as he concentrates on this aspect 
100% of the time whereas a dealer principal can 
only use about 10% of his time developing strate-
gies. Th e rest of the time is hands-on managing of 
the business and staff .

“I am proud to say that none of the dealerships 
I have assisted over the years to get back on their 
feet have had to close down. On each occasion, 
they have moved out of intensive care and are 
performing well with the ongoing assistance of 
Sewells- MSXI consultants and facilitators,” con-
cluded Marais. ■

Saving Struggling Dealerships One at a Time

“Only when the dealers hit hard 
times again do they realise they 
have tended to neglect the people 
aspects of their business ...”

A lack of proper leadership 
is usually the cause of motor 
dealerships getting into fi nancial 
deep water.

“What is critical is to fi nd the 
dealership’s magical X, which 
is its sales potential, staffi ng 
requirement and the fi nancial 
support systems required.”

Guill Marais, a Senior Business Consultant 
at Sewells-MSXI, who specialises in 
assisting motor retailers turn around 
their businesses when faced by tough 
fi nancial challenges.

http://www.sewells-msxi.com
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We Drive

BY LIANA REINERS

Not going on vacation during the festive season 
comes with its own set of problems, especially if 
you have children. Keeping them entertained can 
become a bit of a challenge, and rather expensive 
too! In my case I not only had two teenage boys, 
but ouma and oupa to keep busy and things 
became quite hairy at times. Particularly when my 
husband and my sister were added to the mix.

Fortunately the one thing I didn’t have to 
concern myself with was how to transport my 
entourage, thanks to Honda’s BR-V.

Th e BR-V is a seven seater you see, with three 
rows of seating. Th e middle row can seat three and 
is split 60:40, while the third row has two seats 
which can be split 50:50.

Trust me when I tell you that you CAN fi t 
seven people in there and that they will all be 
reasonably comfortable. My hubby and kids are 
not what one would refer to as being of slight build, 
while my dad is over six feet tall and I didn’t hear 
any complaints from any of them.

Th ey took turns sitting in the back row and 
because the split seating of the second row can 
be tumbled forward, access to the rear is easy 
and convenient. Th e second row seating can also 
slide forwards and backwards to ensure that eve-
ryone has enough leg room. Of course the fact 

that the seatbacks in the third 
row can recline helps too.

Incidentally, if you don’t use 
the third-row seats they can be 
tumbled forward, giving you 
691 litres of luggage space in 
the back. With both rows of 
seats folded down, the BR-V 
can carry an impressive 1 164 litres of luggage. I 
never got to test that though.

Th ere are more than enough other nooks and 
crannies around the BR-V to store things in. Th ese 
include the large glove compartment, door pock-
ets, and no less than 11 cup holders, distributed 
throughout the cabin. Th ere are also map pockets 
on the back of the front seats.

A really nift y feature of the BR-V – and one 
we really appreciated during the December heat 
in Pretoria – is the fact that it has a very eff ective 
air-conditioning system with roof-mounted air 
vents for rear passengers. It can be a bit noisy but at 
least it drowns out the chatter from the back when 
you’re trying to concentrate on the road.

It’s worth mentioning that the BR-V is very 
well equipped, featuring electric windows front 
and rear, electrically adjustable side mirrors as well 
as remote keyless entry. My teenage boys were re-
ally impressed with the four-speaker audio system 
with USB and Bluetooth connectivity, which 
meant that we could listen to their choice of music 

instead of boring news and traf-
fi c reports. Th e older passengers weren’t impressed.

Th is led to more than one family fi ght but at 
least everyone was safe thanks to ABS anti-lock 
brakes, dual front airbags and inertia reel seat belts 
for all but the second-row centre seating position 
(which gets a lap belt).

Under the bonnet of the BR-V lurks a 1,5-litre 
four cylinder engine. Using Honda’s i-VTEC 
variable valve technology it produces 88 kW of 
maximum power at 6 600 r/min, together with a 
torque peak of 145 Nm at 4 600 r/min.

Th e model I was driving had a six-speed 
manual gearbox but there is also a CVT with pad-
dle shift s available.

Th e only complaint I had regarding the BR-V 
is that it was slightly under-powered, especially 
when overtaking and travelling seven up. Other 
than that it was an absolute pleasure to drive. It 
certainly made my December more enjoyable as it 
took us from shopping malls to day trips to endless 
lunch and dinner outings in comfort and style. ■

7 Up and Smiling in the BR-V7 Up and Smiling in the BR-V

es of luggage I instead of boring news and traf
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We Drive

BY STUART JOHNSTON

Th e crossover SUV market is where the big ac-
tion is taking place these days. Just a decade ago 
these cars were seen as oddities. Now, in 2017, 
they are threatening to make the three-box sedan 
concept redundant.

Th e big selling point of a crossover as opposed 
to a sedan or hatchback is that it is….well….big. 
Th e motoring public took to the theme like a 
Labrador to a fi shpond, because more space means 
being able to load more luggage, enjoy children in 
a happier frame of mind, and as for the negatives – 
well these have been overcome too.

Th ose fi rst toe-in-the-water crossovers of a 
decade ago were rather awkward-looking devices. 
But now this is no longer the case. Perhaps it is a 
case of familiarity breeding content, but if you take 
a car like Volkswagen’s new Tiguan, fi nally the 
proportions of this vehicle are absolutely spot-on. 
Yes, you may conclude that it is a Golf 7, or maybe 
a Golf 7.5 aft er a bulking up regimen, but that regi-
men has addressed nearly every aspect of the car.

If there was any doubt that this car had come 
of age, the reaction at fuel stations and car washes 
proved that VW has got the styling spot on.

Th e car that I used to such enjoyable eff ect over 
the recent holiday period was the Tiguan 1.4 TSi 
110 kW Comfortline DSG. At the launch in mid-
2016 this was the range-topping model, while since 
then diesel models and a 2,0-litre version have 
been introduced, so this Tiguan model now resides 
somewhere in the mid-pack of the model line-up.

Th e 1,4-litre TSi petrol engine is an absolute 
gem, and well-tailored to the size of this car in 110 
kW form, apart from just one drawback. At pull-off  
speeds, particularly on up-hills, the car lacks urge 
right at the bottom of the rev range. Th is would not 
be much of a problem if the car were available in 
manual form, but the 110 kW motor only comes in 
DSG transmission form and thus you don’t have 
the option of slipping the clutch to generate more 
revs and boost on that initial pull-off .

Th is also needs to be taken into account when 
reversing out of a parking bay that is situated on 
a slope. Th e way to do this is to make use of the 
automatic brake release hill-hold function, and not 
release it manually, otherwise the car tends to roll 
forward (the same applies when pulling away from 
a parking in a forward direction).

Once you have taken this into account the 
engine is more than powerful enough for a car of 

this size and confi guration. Th e zero to 100 run is 
achieved in just under 10 seconds, with a top speed 
of 200 on tap. If your orientation is towards some-
thing quicker, best choose from the Golf line-up.

Th e Tiguan is a full fi ve-door fi ve-seater, and 
the latest model has a wheelbase 77 mm longer 
than before. But it is also lower than before – hence 
its excellent proportions, and a criticism from 
family-orientated buyers with larger children may 
be that it doesn’t feel quite as airy in the rear as 
some of its competitors.

However, a neat feature is the sliding rear seat 
which can be adjusted fore and aft  to accommodate 
larger passengers or more luggage space. With the 
rear seat slid fully forward, there is 615 litres of lug-
gage space available, more than adequate for most, 
and a 145 litre increase on the previous Tiguan.

Th e interior ambience is one of extreme 
quality, with VW having introduced quite a bit of 

bright metal on this model to make you feel special 
behind the wheel. You will feel special when wield-
ing that steering wheel too, because the car off ers 
a wonderful communication in terms of all the 
dynamics taking place when in motion.

Talking of motion, a 4MOTION all-wheel-
drive model is also available at the top end of the 
range, but our test car was the front-wheel-drive 
model, the DSG gearbox being equipped with six 
forward speeds.

Fuel consumption on our test period varied 
depending on the manner of the journey. 
Generally around the city the Tiguan 1,4 TSi 
weighed in with fuel usage of around 9,3 litres 
per 100 km. Th is improved to 7,5 litres/100 on 
longer freeway trips. It is a remarkably quiet car, 
with an array of interesting features in terms of 
driving information. As with all VW products, 
there are plenty of options to add, should you 
feel so moved. At a price consideration too, 
of course….

Th e VW Tiguan is possibly the best compact 
crossover out there right now, and it has been 
named as one of the CAR of the Year 2017 fi nalists. 
Judging for this competition takes place early in 
February, with the winner to be announced in 
mid-March.

Th e 110 kW version of the Tiguan, as tested, 
has a starting price of R469 900, and in terms of 
sheer visual impact, that price is pretty impressive. 
It’s a bonus that the rest of the car is such a class 
act too. ■

VW’S Tiguan Exudes Quality

Brightwork gives Tiguan an extra edge in 
the new interior.

The new Tiguan is perfectly proportioned for a compact cross-over SUV.
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Th e future has right of way at Messe Frankfurt, 
with the Mobility & Logistics business unit contin-
ues to invest in an international portfolio of fairs, 
events and congresses. In addition to the expansion 
of the international Automechanika brand with 
new trade fairs in Birmingham, Jeddah (Saudi 
Arabia) and Ho Chi Minh City (Vietnam), Messe 
Frankfurt has also made acquisitions in the auto-
motive sector. Th e fi rst Busworld Russia powered 
by Autotrans took place in October 2016 while, 
a month before, a new B2C event was launched 
in South Africa, the South African Festival of 
Motoring at the Kyalami Grand Prix Circuit. By 
taking over Motobike Istanbul, which was held for 
the eighth time in February 2016, Messe Frankfurt 
has strengthened its position in Turkey.

Messe Frankfurt has developed two new event 
concepts for the transport and logistics sectors. 
Scalex is a trade fair for supply chain and logistics, 
which made its successful debut in Kenya in March 
2016 and which will also be held in South Africa 
in 2017.

With Hypermotion, Trade Fair and Integrated 
Conferences on Intelligent Systems and Solutions 
for Transport, Mobility, Logistics and Digital 
Infrastructure, Messe Frankfurt is closing a gap in 
the national and international market for mobility 

fairs by launching the fi rst platform with digital 
transformation as the superordinate theme.

Th e fi rst Hypermotion will be held in 
Frankfurt am Main from 20 to 22 November 2017.

Th e Events driving Mobility 2017 calendar 
illustrates the broad spectrum of subjects covered 
by events of the Mobility & Logistics business unit 
and has been published in a limited edition for the 
business partners of Messe Frankfurt.

Th e calendar was produced in cooperation 
with photographer and artist Rafael Neff who 
has created fantastic and imaginative scenes us-
ing numerous assemblies and parts of renowned 

manufacturers. Comprising over 9 000 individual 
images, the scenes bring together a broad spectrum 
of diff erent components. Th e mega cities are made 
up of transmission parts, valves, pistons, cylinder 
and spherical roller bearings, fi lters and camshaft s. 
Th us, the corrugated glass surface of a headlamp 
is transformed into planets, car-shine cotton be-
comes cloud formations, sintered parts morph into 
shoals of fi sh, servo controls into submarines and 
cleaning brushes into a palace garden. ■

Messe Frankfurt is closing a gap 
in the national and international 
market for mobility fairs.

Five lucky AutoLive readers can each win a copy 
of the Events driving Mobility 2017 calendar. 
Simply tell us which photographer’s work was 

used for the calendar. 
E-mail your answer to liana@autolive.co.za 

by no later than February 3rd. 
Winners will be contacted via e-mail.

Full Steam Ahead for Messe Frankfurt

Win with 

AutoLive!

mailto:liana@autolive.co.za
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New Models

TOYOTA COROLLA
The ever popular Toyota Corolla has undergone 
an upgrade to enhance both interior and exterior 
features. These include the addition of LED lights 
and a redesigned instrument panel.The engine line-
up remains unchanged, featuring a choice of a 1.4 
litre D-4D turbodiesel and three petrol engines; a 
1.3-litre Dual VVT-i unit, a 1.6-litre Dual VVT-i engine 
and the 1.8-litre Dual VVT-i unit. Pricing ranges from 
R261 300 for the entry level 1.3 Esteem to R349 400 
for the top-of-the-line 1.8 Exclusive AT.

HYUNDAI I20 1.4 AUTO
Hyundai Automotive South Africa has expanded its 
popular i20 range with the addition of a new 1,4-litre 
engine derivative, fi tted with an automatic gearbox and 
an attractive package of standard features. The 1.4-litre 
powerplant delivers 74 kW at 6 000 r/min, with the 
torque output reaching its limit at 133 Nm, delivered at 3 
500 r/min. Power is delivered to the front wheels through 
a four-speed automatic gearbox. Fuel consumption is 
rated at 7,5 litres/100 km. The new 1.4 Motion Automatic 
has a recommended retail price of R249 900.

MITSUBISHI TRITON
Mitsubishi have introduced the latest generation of 
the Triton, with a line-up comprising of four models. 
All feature a new 2.4 MIVEC turbodiesel engine that 
delivers peak power of 133 kW at 3 500 r/min and 
maximum torque of 430 Nm at 2 500 r/min. Power 
is delivered to the rear (2H), or all wheels (4H if 
4x4) through the choice of a shorter-shifting six-
speed manual gearbox, or a fi ve-speed automatic 
transmission. Pricing starts at R479 900.

GOLF GTI CLUBSPORT S
The exclusive Golf GTI Clubsport S has arrived in South Africa. 
The limited edition Golf GTI Clubsport S with 228kW of power is 
only available as a two-door body variant and with two-seats. Only 
400 units have been built and 47 of them were allocated to South 
Africa. All of the 47 units were pre sold by the Volkswagen dealer 
organisation turning the Golf GTI Clubsport S into an instant icon 
and collectors’ item. It comes with a pricetag of R742 000.
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Sneak Peek

HYUNDAI CRETA
Next month will see the local introduction of the Hyundai Creta, 
competing in the ever-competitive compact SUV segment of the market. 
It is expected that it will be launched with a choice of two engine 
derivatives: a 1.6-litre petrol (manual and AT) and 1.6-litre turbodiesel 
automatic. Sourced from Hyundai’s plant in Chennai, the Creta should 
be equipped with all the usual bells and whistles. Pricing should come in 
between R300 000 and R400 000, depending on the spec level.

LEXUS LS
The world debut of the fi fth-generation Lexus LS at the North American 

International Auto Show in Detroit demonstrated how Lexus has 
consistently raised the benchmarks set by its original model. The 
newcomer features a radical design with a coupé-like silhouette, 

combined with superior interior spaciousness and quality. It also boasts 
a 10-speed automatic transmission, an advanced safety system and an 

all-new twin-turbo V6 engine producing 310 kW. The new LS will make its 
South African debut in the fi rst quarter of 2018, with local specifi cation 

details to be revealed closer to the time.

KIA PICANTO
Created by KIA’s design centres in Namyang, Korea and Frankfurt, the 
new Picanto is bolder and more spacious than the current model. It also 
has a slightly longer wheelbase, although exterior dimensions remain 
the same. The Picanto will also offer greater potential for customer 
personalisation, with buyers able to choose from a range of colours for 
trim and upholstery where available. The new Picanto is scheduled to 
arrive in South Africa before the end of 2017, although no technical or 
specifi cation information is available at this time.

KIA STINGER
Labelled as a fi ve-passenger fastback sports sedan, the KIA Stinger 

promises to be the highest-performance production vehicle in 
the company’s history. Offered with multiple engine and drivetrain 

confi gurations and luxurious accommodations, the Stinger made its 
debut at the North American International Auto Show earlier this month. 

It will go on sale in the USA later this year but no information is available 
on whether the Stinger will be introduced in South Africa. 
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General Tire, a brand of Continental Tyre South 
Africa (CTSA), is making a signifi cant contribu-
tion to safety by sponsoring Lifesaving South 
Africa (LSA) and its wide range of essential sup-
port services provided countrywide.

Th is initiative sees General Tire becoming 
the title sponsor of LSA, a non-profi t organisation 
that has around 6 500 members and 120 clubs na-
tionwide, dedicating approximately 362 000 man 
hours to patrolling along all coastal and inland 
regions each year. It performs around 120 000 
rescues annually, and is thus a major contributor to 
water safety.

“Lifesaving South Africa plays an important 
role looking aft er our beaches and waterways and 
we are proud to be associated with this organisa-
tion and its commendable work. It’s a perfect 
fi t with the General Tire brand’s adventurous 

‘Anywhere is Possible’ tagline,” ,” said Niel 
Langner, CTSA Marketing Manager.

Wearing General Tire-branded gear, LSA 
lifesavers will be on duty at 65 main beaches along 
the country’s coastline and numerous other venues 
year-round, and particularly during the peak 
holiday periods.

Additionally, the partnership will enable 
Lifesaving SA to step up its Watersmart school pro-
gramme that raises awareness about lifesaving, and 
empowers children with water safety knowledge, 
basic resuscitation training and lifesaving rescue 
techniques. Th e General Tire Watersmart project 
is set to reach more than 80 schools and over 3 000 
learners in the next 12 months.

Th e sponsorship deal also extends to 
backing the Lifesaving South Africa National 
Championships, which sees local clubs competing 
against each other for premier status, with two 
four-day events held in Camps Bay in Cape Town, 
and Kings Beach in Port Elizabeth.

Th is aims to develop the skills of lifesavers in 
competition, raise the profi le of the organization 
and promote a healthy and competitive lifestyle 
within its youth development programmes. ■

Corporate Social Responsibility

Group South Africa (VWSA) believes in support-
ing non-profi t organisations that contribute to the 
empowerment of youth in local communities. One 
such organisation is Wilderness Foundation Africa 
and through the Umzi Wethu project (part of its 
Youth Development Programme) the youth are 
being trained and uplift ed.

Umzi Wethu means “our home” in Xhosa 
and that is exactly what Wilderness Foundation 
Africa provides for its students. Th e project 
was established in April 2006 and has to date 
trained 286 students and 227 of them have been 
placed in full time employment. Th e students 
are selected from disadvantaged communities 
with limited opportunities. Th e Umzi Wethu 
project off ers these students both an education 
and a place to stay that provides stability during 
the training.

Th e students are off ered comprehensive 
training programmes such as Professional 
Cookery or Conservation Resource Guardianship. 
Additionally, Umzi Wethu trains them on life 
skills, wellness as well as environmental education 
such as wilderness trails.

Aft er successfully completing their stud-
ies, students who are studying Conservation 
Resource Guardianship are placed at various 
SANParks national parks as well as local private 
game reserves such as Shamwari, Kuzuko and 

Pumba. Meanwhile, students that are studying 
Professional Cookery are placed at local Port 
Elizabeth restaurants, hotels and coff ee shops as 
well as Hotel groups in the Western Cape such as 
Spier and Arabella.

Over the years VWSA has supported Umzi 
Wethu by providing vehicles that have been used to 
transport the students.

“Wilderness Foundation Africa and VWSA 
share a strong relationship which has been cul-
tivated over many years As VWSA, we are glad 
to continue supporting the Umzi Wethu project 
which has empowered and given hope to a number 
of youth in the Nelson Mandela metro,” said 
Th omas Schaefer, Volkswagen Group South Africa 
Chairman and Managing Director. ■

VWSA is Moving Students Forward

Students from the VW Wilderness Foundation Africa. Its Umzi Wethu project offers these 
students both an education and a place to stay that provides stability during the training.

Lifesaving SA Gets General Tire Sponsorship
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South Africa is clearly 
lacking the political and 
economical drive to fast-track 
sustainable development.

Th e South African commercial vehicle market is 
expected to grow marginally by an estimated 3% 
during 2017 to around 28 998 units.

Th is is according to a market analysis pre-
sented by Rory Schulz, marketing director of UD 
Trucks Southern Africa. “When you consider that 
the fi xed investment rate is expected to grow by 
around 2.2% in 2017, it is a good indicator that 
companies will invest in new assets like trucks. 
In addition, a slight increase in the GDP is also 
expected – all which should have a more positive 
impact on the local truck industry,” explained 
Schulz.

Other factors that could have a negative impact 
on the commercial vehicle industry are ongoing 
political tensions, the persistent risk of credit rat-
ing downgrades as well as an expected increase in 
taxes that are set to erode real purchasing power.

At the end of 2016 total truck sales were 
down by 11.4% to 27 010 units compared to 2015’s 
results, according to the latest results published 
by Naamsa.

“Th is is the lowest local sales total for com-
mercial vehicles in fi ve years,” said Schulz. “Th is 
can mainly be attributed to a slow economy, 
a lack of business confi dence and struggling 
commodity prices.”

He said that one should take into consideration 
that the local truck market was around 8 000 units 
in 1999 when the GDP was last at this low level.

Busses were the only segment that ended 2016 
in the green, with a year-on-year growth of 14% to 
1 276 units. Schulz said this performance resulted 
from several large orders received from some of the 
major bus operators in the industry.

Sales in the Medium Commercial Vehicle 
(MCV) segment were down by 18.9% to 8 432 
units, while the Heavy Commercial Vehicle (HCV) 
segment concluded the year on 5 452 units – a 

3.8% decline on 2015’s results. Th e Extra Heavy 
Commercial Vehicle (EHCV) segment declined by 
10.8% to 11 850 units in 2016.

Reigniting the Economy

Schulz said that in order for the truck industry, as 
well as society as a whole to grow and prosper, a re-
ignition of the South African economy is required.

“While other countries in the region are racing 
to construct roads, ports, power stations and hospi-
tals, South Africa is clearly lacking the political and 
economical drive to fast-track sustainable develop-
ment. As a country, we have vast expertise but for 
instance, only 7% of construction in the region are 
done by South African companies, while 32% of 
contracts are awarded to Chinese entities. Th ere are 
clearly more opportunities to seize for South Africa 
and to grow our local economy,” said Schulz.

A consolidated road freight industry is also 
needed to drive reform and advancement in the 
sector, as well as in the larger economy.

“Trucks touch every facet of the society and 
is a key driver of economic development, from 
construction to long-haul transport of commodi-
ties, cold chain logistics and utilities. Businesses 
therefore have to be enabled by government to 
succeed through a balance of regulations and costs 
of operations,” explained Schulz.

Regional Performance and Outlook

Looking at other markets in southern and eastern 
Africa, truck sales are still driven by several infra-
structural developments.

“Th e Kenyan market which stands an esti-
mated 4 002 new units in 2016, is recovering from 
a steep decline caused by changes in the country’s 
import legislation on Completely Built Units 
(CBUs),” said Schulz. “Meanwhile, the Angolan 
economy remains heavily impacted by record 
low oil prices and only around 1 146 new sales 
were recorded last year. Uganda just go out of an 
election cycle, with a new truck sales total of 788 
units in 2016, growth is expected in the short to 
medium term.”

UD Trucks Southern Africa is also responsi-
ble for 18 markets in Africa, and Kenya has been 
identifi ed as a priority KD-assembly (Knock-Down 
units) development within the next year. Kenya, 
along with Tanzania and Uganda, have some of the 
best-performing economies in the world, and the 
planned facility is aimed at addressing the grow-
ing need for trucks as these countries continue to 
develop and grow.

Th e company’s dealers in these markets are 
strategically positioned to capture new business 
and most importantly, to support customers wher-
ever they operate in the region.

In 2016, the Volvo Group, of which UD Trucks 
forms part of, adopted a more customer-centric 
strategy through a brand-focussed approach. ■

Reignition of Economy Needed 
to Lift Truck Sales

Rory Schulz, marketing director of UD 
Trucks Southern Africa.

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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Since inception of Isuzu Truck South Africa in 2006, 
the company steered towards a clear objective – to 
be the Number 1 Japanese OEM in South Africa. 
Th is fi rst became a reality in 2013, when the com-
pany sold over 4 000 Isuzu trucks.

“We remained focused once we achieved the 
Number 1 position, but we were aware that it was 
not going to be an easy task staying at the top” says 
Craig Uren, Isuzu Truck South Africa’s Director 
and Chief Operating Offi  cer.

Isuzu Trucks had a solid performance at the 
end of 2014, exceeding the 4 000 units’ sales mark 
for the second year in a row and remained the lead-
er in the cab-over-chassis and medium commercial 
vehicle (MCV) segment of the industry, with a 
market share of 12.8% of the total truck market.

In 2015 Isuzu Trucks aligned strategies, 

expanded the business model and coupled with solid 
sales eff orts totalling 4 550 units from across the 
Dealer Network, Isuzu Trucks hit a new high and 
increased its market share by 2% to 14.9%. Equally 
the Company’s share in the MCV market increased 
to 27% while the share in the HCV market added 
four percentage points to a total share of 33%.

Th e acquisition of Port Elizabeth based com-
panies Kanu Commercial Body Construction (Pty) 
Ltd off ers the opportunity to deliver ready-built 
trucks to Dealers faster, while chassis modifi ca-
tions are done by Automotive Chassis Technologies 
(ACT) where required. Both Kanu and ACT still 
service the local market and are not dedicated to 
Isuzu Trucks in entirety.

2016 was a trying year but despite certain 
challenges, Isuzu Truck South Africa held onto its 

Number 1 position for a fourth consecutive year 
and ended with a 14.6% market share.

With 1 971 units sold across the 19 N-Series 
model derivatives totalling 50% of total ITSA 
volume for 2016, Isuzu Trucks claimed 23.3% of the 
total MCV market. However, in the HCV market of 
5 460 units, 28.3% or 1 545 units were Isuzu’s. Th e 
EHCV segment take up the bulk of the volume and 
in this segment ITSA achieved a 3.5% share. ITSA’s 
share in the bus segment was 1.8%.

“Will Isuzu Truck South Africa be the top 
Japanese OEM for a fi ft h year in a row? 2017 is not 
going to be an easy-going year, but with prod-
uct, parts and aft ersales service back-up, there 
shouldn’t be a reason why not. But time will tell”, 
concluded Uren. ■

Four in a Row for ITSA

Hino South Africa has retained top place in the 
combined Scott Byers Competitive Customer 
Satisfaction Monitor for the eighth successive 
quarter in the period October – December 2016.

Th is benchmark survey has been conducted 
quarterly since 1986 by Scott Byers, which has 
more than 33 500 trucks and fl eet operators on its 
database, which is updated continually.

Besides being the top-rated truck brand in the 
combined section Hino came out top in the Service 
and Parts categories and was runner-up in the 
Sales category for the fourth quarter of 2016.

All Hino’s scores – overall and category – 
were over 95%. Th e various scores were: Overall 
– 96.86%, Sales 96.41%, Service 96.92% and Parts 
95.85%. Hino is the only one of the 18 truck brands 

surveyed to have all its scores over 95%. Th e 
respective industry averages in the four categories 
were: Overall – 90.29%, Sales – 92.39%, Service – 
90.34% and Parts – 88.15%.

“We are very proud of our achievements in this 
detailed survey and are delighted that we were still 
able to improve on our overall score,” said Ernie 
Trautmann, the Vice President of Hino SA. “We 
have made signifi cant progress in improving our 
customer satisfaction ratings in recent years and 
our customers are enjoying the benefi ts.”

“A lot of the credit for our strong performance 
in this quarterly monitor must go to the local 
implementation of Hino’s global Total Support 
programme. Th is initiative is rooted in building 
and maintain strong relationships with mutual 

trust, between 
Hino Motors 
Limited, Hino 
South Africa, 
Hino dealer 
network and 
suppliers to 
ensure they 
all become 
partners 
with their 
customers.

“Eff ective and ongoing communication with 
our dealers and customers are the keys to success 
with this worldwide programme,” concluded 
Trautmann. ■

Ernie Trautmann, Vice 
President of Hino 
South Africa

Hino at the Forefront of 
Customer Satisfaction

http://www.trucksmag.co.za/
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Events

Concours South Africa is stepping up a gear for 
2017. Th e response to the inaugural event last year 
has seen overwhelming interest amongst both 
car owners and sponsors for this year’s Concours 
South Africa.

“Th e amazing response we had to the fi rst 
event has seen special-interest car owners, spon-
sors, fi nance houses and the classic car frater-
nity already embrace the event for 2017. Th is has 
encouraged us to bring the event to an even higher 
level for 2017,” said organiser Ross Crichton.

One of the changes for Concours South Africa 
2017 is to move the event a month earlier. Th e 
new date is now 3 to 6 August.

“We were extremely happy with Sun City as 
our venue for the maiden Concours”, says co-
organiser Paul Kennard. “But by hosting the show 
in early September, we found ourselves somewhat 
curtailed, space-wise, by preparations taking place 
for the annual Nedbank Golf Challenge.

“By choosing an early August date, we free 
up more space for a bigger event. Last year we had 
just shy of 60 cars taking part, which was perfect 
for our debut Concours. Th is year will see at least 
double that fi gure in the Concours-proper, with the 

Show & Shine category 
probably extending that 
fi gure by a fair margin.”

For Concours 
South Africa 2017 there 
will also be a slight revi-
sion of the categories 
in order to make them 
easier to understand for 
entrants and the public.

In addition, the 
event has been ex-
tended from three days 
to four. Th e reason for 
this is that renowned 
classic car index 
company, Historic 
Automobile Group International (HAGI), will be 
hosting a conference on trends in international 
classic car values at Sun City on Th ursday 
3 August.

Entrants and interested classic car cognoscenti 
will be encouraged to sign up for this conference, 
as a prelude to the concours proper, which again 
begins on the Friday, this year being 4 August.

Enthusiasts wishing to enter their classic 
and collectors’ cars in this year’s Concours can 
visit www.concourssa .co.za. for more informa-
tion.  Additional information may be found 
on Facebook on the Concours South Africa 
page. Organiser Paul Kennard can be contacted 
by e-mail on www.paul@concourssa.co.za or on 
082 851 3300. ■

Concours 2017 is a Go

Mana Nhlanhla and husband Dr Albert Nhlanhla pose after winning 
the Show and Shine category at Concours South Africa 2016.

Tickets are now on sale for the South Africa Bike 
Festival, which will be taking place at the Kyalami 
Grand Prix Circuit & International Convention 
Centre from Friday 26th to Sunday 28th May 2017 
and will once again off er three days of fun-fuelled 
thundering two-wheeled, rip-roaring live action 
for the whole family.

Ticket price breakdown for 2017:
 ■ Kids under 10 – Free
 ■ Standard Advance – R200
 ■ Superior Upgrade Experience – R495
 ■ Sky Lounge Experience – R995

 ■ Social +10 – R190
 ■ 2-day Multipass – R300
 ■ 3-day Multipass – R400
 ■ Car Park – R20
 ■ Sunday Charity Ride – R40

All 2017 tickets will provide access to manu-
facturer displays and pit garage activations, the 
accessories hall, night time FMX performances 
with laser lighting and music, the classic motorcy-
cle display and owners’ competition, the custom 
bike build championship, live entertainment 
and more.

For more information on South Africa Bike 
Festival or for more details on the range of ticket 
packages on off er, please visit:

 ■ www.southafricabikefestival.com.
Event updates can also be found on social 

media channels: 
 ■ facebook.com/sabikefestival 
 ■ twitter.com/SA_Bike_Fest 
 ■ instagram.com/sabikefestival 
 ■ #sabikefestival ■

SA Bike Festival 2017 Tickets on Sale

www.southafricabikefestival.com
https://www.facebook.com/sabikefestival
https://twitter.com/SA_Bike_Fest
https://www.instagram.com/sabikefestival/
https://twitter.com/hashtag/sabikefestival
http://www.concourssa.co.za
mailto:www.paul@concourssa.co.za
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