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Personalised solutions are what car buyers are 
looking for in the purchasing process nowadays. 
Th is was the clear message from Chris de Kock, 
the CEO of WesBank, in his opening address at 
the fi rst Business-of-the-Year roadshow staged at 
the Kyalami Conference Centre recently, under the 
auspices of NADA and Sewells-MSX International.

“Th e future of buying cars is no longer the 
future. It is now!” stressed De Kock.

He explained that the time-old linear process 
starting with search (for a new car), then sell (your 
trade in car), and lastly fi nance (your new car) 
is no longer relevant, saying that it is ineffi  cient, 
does not off er a personalised experience and 
is expensive.

“Only about 10 per cent of the people who 
start this process actually end up buying a new car. 
Firstly, an average of about 30 per cent are not in 
the positon to settle the outstanding balance on 
their present car, while only about 40 per cent get 
approved fi nance. Th is results in only about 10 per 
cent of the potential customers actually doing the 
deal,” added De Kock.

Th e recent amendment to the National Credit 
Act stipulates what credit providers can accept 
in terms of aff ordability rules, leaving very little 
latitude for those customers who do not have 
suffi  cient disposable income to take on additional 
debt – hence the high declination rate.

Most buyers nowadays opt for a repayment 
period of 72 months, with more than 30 per cent 
of these transactions involving one-time balloon 
payments. Th e negative eff ect of this kind of debt 
structure is that the point at which the outstand-
ing balance meets with the potential value of the 

vehicle (trade-in), happens only from year four, 
whereas most SA consumers prefer to purchase a 
new car on three-year cycles. So many are turned 
away or forced to pay in large shortfalls.

However, the focus at WesBank – and 

hopefully at the motor retail business countrywide 
– is very much on the changing consumer buying 
patterns in South Africa.

continued on page 2 

EMBRACING THE FUTURE

TODAY

Futurist Graeme Codrington 
(centre) fl anked by 
Warren Olsen (left), CEO of 
Sewells MSX International 
in South Africa and 
Gary McCraw, Director of 
NADA at the Retail Motor 
Industry organisation (RMI).

WesBank CEO Chris de Kock

http://www.gumtree.co.za
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Disclaimer

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

to readers, neither the editor, the 
proprietors, nor the publishers 
can accept any responsibility 

for any damages or injury which 
may arise therefrom.

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

WesBank generally follows 
trends in the United Kingdom as 
they usually migrate to South Africa. 
One of the trends becoming stronger 
is that people are looking more at us-
ing cars rather than owning them.

Younger people are also no 
longer car mad, with the number of 
under 25-year olds buying a new car 
now being 30 per cent lower than 15 
years ago, while 20 per cent fewer 
18-year olds have a driver’s licence, 
compared to the situation in the 
1960’s and ‘70’s.

De Kock explained that potential 
car buyers are no longer researching 
only cars on the internet, but are also 
using this medium to look for fi nan-
cial and insurance packages. Oft en, 
they have worked out how much they 
can aff ord in payments before they 
look at the cars they are considering.

Social media plays a major role 
in decision making when buying 
a car, with 87 per cent of potential 
buyers saying that they had already 
researched their potential purchase 
on social media sites before going to 
a dealer.

“We need to catch up to stay 
relevant,” urged De Kock.

“Dealers will still be important 
because most customers want to 
experience their new car before 
buying it. Th ey also want expert 
advice on options for the car as well 
as answers concerning insurance 
and fi nance queries. Th ey still yearn 
for the personal aspect in the buying 
process. What is interesting is that 
the number of motor dealers in the 
UK is growing, not declining, as the 
car-buying landscape changes.”

Scott Gibson, the Group 
Executive, Digital Practice at 
Dimension Data continued in a 
similar vein, reiterating the challenge 
to companies about how they are 
responding to digital disruption. 
For starters, he said companies must 

not be encumbered by traditional 
organisational structures. “It is now 
time to think out of the box and set 
up fl atter structures which could 
react quickly to changes. It is a case 
of switching from business as usual 
to business unusual,” he commented.

Renowned futurist, Dr Graeme 
Codrington spoke at length about 
how disruptive forces are shaping 
all aspects of the world today and 
how he feels we should respond. 
He sketched future scenarios that 
ranged from autonomous cars to car 
sharing and the need for motor deal-
ers to adapt or die in an environment 
of radical changes.

According to Codrington these 
developments will have far-reaching 
eff ects, ranging from a steep decline 
in the requirement for parking, lower 
income for insurance companies 
(fewer cars on the road), local 
authorities (from traffi  c fi nes, licence 
fees and parking charges), while the 
ownership and composition of vehi-
cle fl eets will also change … probably 
dramatically.

Codrington said it was now 
vital for all businesses to be aware 
of the latest developments on all the 
fronts that will or may aff ect them. 
Currently aspects range from max-
imising the use of mobile devices, 
which are now far more than just a 
means of communication, to virtual 
reality, changes in the fi nance world 
with the arrival new concepts such 
as Blockchain and Bitcoin, and real 
time language translation on Skype.

He also mentioned several other 
trends, one of which was longevity; 
for instance, nearly 20 000 people in 
South Africa are now over 100 years 
old! Th is means that the previous 
norms for people retiring and mov-
ing out of the buying cycle no longer 
apply and businesses must adapt!

Codrington placed strong 
emphasis on the availability of cheap, 
sustainable energy. He said that 
already there are more than 70 wind 

and solar farms generating power in 
South Africa while these resources, 
together with other methods will add 
to low cost energy production. He 
cited the eff orts of the Breakthrough 
Energy Coalition, which is a global 
group of 28 high worth investors 
from 10 countries – headed by Bill 
Gates of Microsoft  – which is com-
mitted to funding innovative, clean 
energy companies.

Codrington went as far as to say 
that the availability of cheap energy 
will lead to the making of water 
through desalination and chemical 
processes. “Cheap energy and the 
subsequent availability of adequate 
supplies of water will provide 
an enormous boost to the global 
economy and accelerate change,” 
said Codrington.

He stressed the importance 
of integrating business processes 
instead of having them out on a limb, 
such as was the case in the past with 
aspects such as quality control and 
health and safety.

He went on to spell out guide-
lines for businesses in the chang-
ing world. He came up with fi ve 
mindsets:

 ■ Switch on the radar. Look 
ahead. Shift  attitudes where 
necessary. Involve all members 
of the business team in looking 
for new business opportunities.

 ■ Be curious. Th is must also be a 
team eff ort too.

 ■ Experiment. Instil a culture of 
experimentation. Learn lessons 
from failures.

 ■ Embrace diff erence. Use it as an 
advantage.

 ■ Confront your limiting 
orthodoxies. Remember that 
some of the things you do today 
are still anchored in the past.

Codrington concluded by saying: 
“Every threat has an opportunity and 
having a future-focused toolkit is the 
way to go.” ■

 continued from previous page
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Editor’s Note
South African roads are haz-
ardous places to be, largely 
because of poor attitudes and 
behaviours from road users. 
Of course inclement weather 
conditions such as those 
being experienced over large 
parts of the country currently 
also have a role to play.

And while attitudes and behaviours won’t change over-
night, being aware of weather conditions and understanding 
how to navigate these from behind the wheel is the fi rst step 
towards making our roads safer.

Th e fi rst and most important step is to be prepared. 
Replace windscreen wipers that leave streaks or don’t clear 
the glass in a single swipe. Make sure all headlights, tail-
lights, brake lights and indicators are functioning so other 
drivers can see you in heavy rain. Check the tyre tread depth 
on your vehicle to ensure good traction on wet roads.

Th e next step is to watch where you drive. Heavy rain 
signifi cantly reduces visibility, so make sure you can be seen 
by keeping your headlights switched on, and can see by 
turning your windscreen wipers on. Also avoid following 
large trucks or busses too closely as the spray they create will 
further reduce your vision. Instead, follow in the tracks of a 
car ahead of you, which will also help you avoid any potholes 
or other obstructions in the road.

If you come across fl ooding, remember never to drive 
through moving water if you can’t see the ground through it, 
as your car could be swept off  the road.

And when driving through a puddle, go slow – if it’s 
deeper than the bottom of your doors, it could cause serious 
damage to your vehicle.

Slow down! Reducing your speed in wet weather will 
prevent aqua planing an skidding. And maintain a safe fol-
lowing distance.

Severe weather demands your undivided attention, so be 
sure to reduce any possible distractions by turning the radio 
down and turning your phone off  to keep your attention on 
the road.

If it’s raining so hard that you can barely see out your 
offi  ce window, then the best driving decision may be to stay 
off  the road completely until the weather clears. Th is is even 
more important at night, when the roads become especially 
treacherous and visibility is further reduced. If you are 
already on the road, fi nd a safe place to pull over, with your 
hazard lights on, until the rain subsides. Being late for or 
missing an appointment is less important than your safety.

On a less dramatic but equally important note, we trust 
you wil enjoy this issue of AutoLive. As always your feedback 
and comments will be appreciated?

Liana Reiners,
Editor
liana@autolive.co.za

To advertise in 
 contact

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

Toyota outsold Volkswagen in the South 
African new car market for the second 
time in three months in January. When it 
achieved this feat in November last year it 
ended an uninterrupted run of 68 months 
of passenger car market leadership for the 
Uitenhage-based manufacturer.

Toyota and Lexus sales in January 
amounted to 8 180 units, which was 244 
more than the Volkswagen/Audi total of 
7 936 units. Th e gap in November 2016 had 
been only 29 units in favour of Toyota/
Lexus. Th e previous time Toyota/Lexus 
had outsold Volkswagen/Audi had been in 
December 2010 when the gap had been 542 
units (5 385 vs. 4 843 units).

According to an interesting set of 
comparative monthly car sales fi gures from 
1994 to date, provided by Gert Grundlingh, 
the Director of Automotive Systems at 
Lightstone, Volkswagen/Audi (with the brief 
addition of a few SEAT cars at one stage) 
has outsold Toyota/Lexus 191 times in 277 
months. Over this 23-year period the sales 
of Volkswagen/Audi/SEAT cars totalled 
1 615 764 units while Toyota/Lexus sold 
1 400 074 units.

Th e overall South African vehicle mar-
ket in January showed a welcome but mod-
est improvement of 3.7% over the total in 
January 2016. Importantly this was the fi rst 
time in 14 months that monthly sales had 
improved on the fi gure for the correspond-
ing month of the previous year.

Overall, out of the total reported 
industry sales of 50 333 vehicles, an esti-
mated 35 379 units or 70.3% represented 
dealer sales, a heft y 23.8% represented 
sales to the vehicle rental industry, 3.1% to 
industry corporate fl eets and only 2.8% to 
the government.

Th e car market of 36 794 units showed a 
fairly substantial improvement of 4.7% over 
the 35 133 cars sold in January 2016. Th e 
rental industry made a strong contribution 
to this segment and accounted for 31.8% of 
new car sales in January 2017.

According to NAAMSA sales of 
vehicles in the medium and heavy truck 
segments of at 493 units and 1 069 units 
respectively refl ected slight falls and, in 

the case of medium commercial vehicles, 
was a decline of 15 units or 3.0% and, 
in the case of heavy trucks and buses, 
a decline of 14 vehicles or a fall of 1.3% 
compared to the corresponding month 
last year.

Industry new vehicle exports during 
January, 2017 have been aff ected by exten-
sive factory refurbishment at BMW SA in 
preparation for a new model introduction. 
As a result, exports of built-up vehicles 
had declined by 1 342 units, a fall of 10.3% 
compared to the 13 001 vehicles exported 
in January last year. Increases in new 
vehicle exports were expected to material-
ise in the months ahead and the industry 
remained on target for record export 
numbers in 2017.

Domestically, several key indicators 
including the latest Purchasing Managers’ 
Index (PMI) and the Reserve Bank’s lead-
ing indicator held out the possibility of a 
signifi cant improvement in South Africa’s 
medium term economic outlook.

Particularly noteworthy was the 
substantial increase in the leading business 
cycle indicator which had now risen for 
four consecutive months. Together with 
the positive impact of the easing of drought 
conditions and projected global economic 
growth of around 3.4% as well as Rand 
strength which should benefi t new vehicle 
pricing – these factors should contribute 
positively to sales of new motor vehicles, 
whilst export sales were expected to benefi t 
from the projected improvement in global 
economic conditions.

Premised on expected improvement 
in key economic indicators, domestic 
sales could regain some traction during 
the course of the year and, at this stage, 
NAAMSA anticipates an aggregate an-
nual volume improvement of up to 3.5% 
in 2017. ■

Toyota Outsells VW Again

The overall South African 
vehicle market in January 
showed a welcome but 
modest improvement of 3.7% 

mailto:liana@autolive.co.za
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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

Have you spotted a car that looks too good to 
be true, with the only caveat being that it comes 
without papers? In most cases, it’s best to steer 
clear of any car that doesn’t come with registration 
papers, but there are a handful of exceptions. You 
may be able to, for example, buy a car and rebuild 
it legally. You could also re-register the car. But 
in 99% of cases, you will fi nd these purchases are 
more trouble than they are worth. 

Firstly, before you even make a decision 
about buying the car or not, you will need a 
police clearance certifi cate to make sure that the 
vehicle is not stolen. Th is will be an extremely 
tricky and lengthy process without registration 
papers, but is still possible. If you do buy a ve-
hicle without clearance, you will liable for heft y 
fi nes as it is illegal to buy stolen goods. Th e onus 
is on you as the buyer to ensure that the seller is 
the lawful owner. 

If the owner has merely lost his papers, he can 
apply for a duplicate for a minimal fee. He should 
also be able to point you in the direction of the last 
owner with registration papers. It may take detec-
tive work, but it’s much better than getting on the 
wrong side of the law. 

Once you’ve determined that the car has not 
been stolen, you will need to get it weighed at a 
weighing station and complete a roadworthy for 
reregistration. 

You may also rebuild a car and register it. 
Th is is the route you would usually take with a 

classic car or a Code 3 car (i.e. an insurance write-
off ). You will need to present receipts for engines, 
the chassis, the labour and all other parts. Th e 
expenses of a rebuild can be signifi cant.

In order to reregister a car using various new 
parts, you will need a duly completed application 
form RLV, an SA ID and an affi  davit from SOA 
stating which parts were used, where they were 
acquired and with the receipts attached. 

In the event of a Code 3 or unfi t vehicle that 
has been deregistered, the deregistration certifi -
cate or evidence of the vehicle being permanently 
unfi t for use needs to be attached. You will also 
need a police clearance certifi cate and mass 
measuring certifi cate. 

Th e process can be extremely lengthy and time 
intensive. Expect to stand in a lot of queues and to 
spend a lot of time and money. If you are buying 
a rare classic without papers in order to rebuilt 
it as a passion project, it is feasible. But if you are 
eyeing a secondhand car without papers because 
it’s extremely cheap and seems like a bargain – it’s 
probably going to result in a major headache very 
soon aft er purchasing it.

It’s important to insist on all the relevant 
paperwork when buying a secondhand car. “Th ere 
are great bargains out there, but it’s important to 
perform due diligence. A lower price is not worth 
the risk of a fi ne and possible jail time because you 
cannot get the car registered or cleared.  ■

Opinion

Read Here Before You Buy 
a Car with No Papers

“Firstly, before you even make a 
decision about buying the car 
or not, you will need a police 
clearance certifi cate to make sure 
that the vehicle is not stolen.”

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

digital

“There are great bargains out 
there, but it’s important to perform 
due diligence. A lower price is 
not worth the risk of a fi ne and 
possible jail time.”

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

Peugeot Buys Indian Taxi 
Brand Ambassador

Peugeot, which is currently negotiating to buy Opel 
from General Motors has recently added another 
brand to its stable in the form of Ambassador, 
which made its name making cars for the Indian 
taxi industry.

Th e Ambassador, based on the 1954 Morris 
Oxford, originally made in Britain, and subse-
quently built under licence in India, was produced 
continuously, almost unchanged, for 56 years from 
1958 to 2014 by Hindustan Motors. At its peak, in 
the 1980’s. production reached more than 24 000 
units a year, but by 2014 production had dipped to 
less than 2 500 units.

Peugeot, which paid US$12-million for the 
Ambassador brand, has not yet announced its 
plans for the nameplate other than that it wants to 
return to the Indian car market.

Th e French car-maker had a brief presence in 
India between 1994 and 1997 when it assembled 
the 309 model in that country. It tried again with 
plans to build a factory, but the programme never 
got off  the ground. Now Peugeot is evidently look-
ing at a joint-venture with the CK Birla Group, 
from which it bought the Ambassador brand, to 
use Birla’s car plant in Chennai., which currently 
assembles the Mitsubishi Pajero.

Meanwhile Peugeot has sold the Peugeot 
Motocycle (sic) brand to an Indian company, 
Mahindra (See article below). ■

Another Iconic Brand 
Name Leaves Britain

It is very sad how Britain, once one of the largest 
manufacturing countries in the world in terms of 
building cars, trucks and motorcycles has seen its 
pre-eminent position eroded over the years. Th is 
has occurred either with the takeover of British 
brands – and sometimes the factories – by foreign 
companies or by the brands being sold off  to com-
panies in foreign lands.

Th e latest iconic brand to be sold is BSA 
(Birmingham Small Arms) which has been bought 
by the Indian conglomerate Mahindra that is bat-
tling to get traction with its eight-year-old powered 
two-wheeler division under its own brand name.

Mahindra’s affi  liate, Classic Legends, bought 
the rights to the iconic BSA name and associated 
intellectual rights for R60-million. However, it 
will not be able to use the BSA name in the Indian 
domestic market due to ongoing litigation between 
Regal, the former owner of the BSA brand name, 
and an Indian company.

Mahindra, which is the world’s largest tractor 
maker, says it will target premium sectors of the 
global motorcycle market with its BSA models 
which will be designed, developed, and made in 
India initially, although there is a possibility of an 
R&D department being established in the UK later, 
together with a manufacturing facility.

In addition, Mahindra Two-Wheelers (MTW) 
has bought the rights to use the Jawa brand name 
in India, where it will be badge-engineered for 
Indian designed and made motorcycles. Th is Czech 
company made and sold two-stroke motorcycles in 
India between 1960 and 1996, evidently building a 
cult following in India, which is heavily reliant on 
powered two-wheelers for personal transport.

A third foreign brand added to Mahindra’s 
two-wheeler arsenal is Peugeot Motocycles (sic), 
which the Indian company purchased 51% for 
R420-million. Th is will evidently also be a re-
branding exercise on Mahindra products. Already 
the Peugeot name has appeared on Mahindra’s 

Moto3 racers, which won their fi rst Grand Prix 
in  2016.

MTW also made a bid for Norton, according 
to an article in the magazine Classic Bike Guide, 
but owner Stuart Garner, who has some South 
African property links, says neither his company 
nor the Norton brand are for sale. ■

The World’s First In-
Car Payment System

Jaguar drivers can now use their car’s touchscreen 
to pay for fuel with a new cashless payment app.

Rather than using a card at the pump, or 
queuing in the forecourt shop, owners who install 
the Shell app can simply drive up to any pump 
at a Shell service station (initially in the UK and 
then globally) and use the vehicle’s touchscreen to 
select how much fuel they require and pay using 
PayPal or Apple Pay. Android Pay will be added 
later in 2017.

An electronic receipt will be displayed on the 
touchscreen, so customers can leave the fore-
court confi dent of having paid. A receipt will also 
be sent directly from the pump to the driver’s 
email address so it can be added to accounting or 
expenses soft ware.

Unlike current phone-based payment meth-
ods, Shell and Jaguar Land Rover have created a 
simple but secure customer experience that uses 

Hindustan Ambassador 

Mahindra Rodeo-Uzo for BSA continued on next page 
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Snippets

geolocation technology and a cloud based pre-pay-
ment check with the Paypal or Apple Pay wallet.

Th e Shell app with in-car cashless payments 
became available to download earlier in February 
and will be rolled out to additional markets 
globally during 2017 and 2018 – including South 
Africa. It will be available across the enhanced 
Jaguar F-PACE performance SUV, F-TYPE and XF 
and XE sports sedan model ranges, as well as the 
latest Land Rover models. ■

GM and Honda to 
Establish Industry-First 
Joint Fuel Cell System 
Manufacturing Operation

General Motors and Honda have announced the 
establishment of the automotive industry’s fi rst 
manufacturing joint venture to mass produce an 
advanced hydrogen fuel cell system that will be 
used in future products from each company.

Fuel Cell System Manufacturing, LLC will op-
erate within GM’s existing battery pack manufac-
turing facility site in Brownstown, Michigan, south 
of Detroit. Mass production of fuel cell systems is 
expected to begin around 2020 and create nearly 
100 new jobs. Th e companies are making equal in-
vestments totaling $85 million in the joint venture.

Honda and GM have been working together 
through a master collaboration agreement an-
nounced in July 2013. It established the co-devel-
opment arrangement for a next-generation fuel cell 
system and hydrogen storage technologies. Th e 
companies integrated their development teams and 
shared hydrogen fuel cell intellectual property to 
create a more aff ordable commercial solution for 
fuel cell and hydrogen storage systems.

Th e Fuel Cell System Manufacturing (FCSM) 
joint venture will be operated by a board of direc-
tors consisting of three executives from each 
company that will include a rotating chairperson. 

In addition, a president will be appointed to rotate 
between each company. ■

Toyota Hybrid Sales 
Surpass 10 Million Units

At the end of January this year, Toyota’s cumula-
tive global hybrid vehicle sales surpassed the 10 
million mark.

Toyota launched the Coaster Hybrid EV in 
August 1997 and the Prius – the world’s fi rst mass-
produced hybrid passenger vehicle – in December 
of the same year. Since then, Toyota hybrid vehicles 
have received tremendous support from consum-
ers around the world. Th is latest milestone of 10 
million units was achieved just nine months aft er 
total sales reached 9 million units at the end of 
April 2016.

As of January 31, Toyota estimates that the use 
of Toyota’s hybrid vehicles in lieu of conventional 
gasoline-powered vehicles of similar size and driv-
ing performance has resulted in approximately 77 
million fewer tons of CO2 emissions and has saved 
approximately 29 million kiloliters of gasoline.

In the footsteps of the iconic Prius that started 
it all, Toyota now sells 34 diff erent hybrid models 
in more than 90 countries and regions across the 
globe – including South Africa. Local hybrid mod-
els include Yaris, Auris and Prius. On the Lexus, 
there is a wider range of hybrids, including  the CT 
200h, ES 300h, NX 300h and the RX 400h SE. ■

International Accolade 
for Continental

Trade journal Tire Technology International 
recently honooured Continental as its Tire 
Manufacturer of the Year. With this award, the 
panel of 27 judges, including experts from Europe, 
Japan, India and the United States, honored the 
investments that Continental has initiated over the 
past twelve months.

Among Continental’s innovations that per-
suaded the judges were the opening in June 2016 
of the High Performance Technology Center in 
Korbach, Germany; the Taraxagum project that 
involves setting up a research center in Anklam, 
Germany, for the industrialization of natural 
rubber from dandelion roots; and production 
of the fi rst ever truck tire with tread made of 
dandelion rubber. Th e judges also mentioned 
the announcement of a research and develop-
ment center for agricultural tires in Lousado, 
Portugal, and the expansion of Continental’s 
truck tire production operations in Otrokovice, 
Czech Republic. ■

Renault-Nissan Alliance Shows 
Signifi cant Growth in 2016

Th e Renault-Nissan Alliance delivered signifi cant 
growth in 2016, with global sales of 9.96 million ve-
hicles. Th e car group also reinforced its leadership 
in zero-emission vehicles with cumulative sales of 
nearly 425 000 electric vehicles since the introduc-
tion of the Nissan LEAF in 2010, followed by the 
Renault ZOE.

Th e Alliance sales fi gures include Mitsubishi 
Motors sales of 934 013 vehicles globally. 
Mitsubishi Motors last year with Nissan’s acquisi-
tion of a 34 per cent equity stake in the company.

Th e Alliance brands accounted for about one 
in nine cars sold worldwide last year.

Groupe Renault sales were up 13.3 per cent 
to 3 182 625 vehicles in 2016. Nissan Motor Co. 
Ltd. sold a record 5 559 902 cars and trucks world-
wide, up 2.5 per cent.

Th e Renault-Nissan Alliance, with Mitsubishi 
Motors, cumulatively sold 424 797 electric vehicles 
through 2016, making it the undisputed leader in 
zero-emission mobility.

Th e Nissan LEAF, the fi rst mainstream, mass-
marketed electric vehicle, remains the world’s 
best-selling EV with more than 250 000 vehicles 
sold since its launch in December 2010. ■

 continued from previous page

auto.lightstone.co.za
auto.lightstone.co.za
mailto:support@lightstone.co.za


Subscribe for free @ www.autolive.co.za  Page 9

People

New MD for Mazda

Mazda Motor Corporation has appointed South African native 
Craig Roberts as the new Managing Director of Mazda Southern Africa. 
Roberts is currently Head of Sales and an Executive for Mazda SA and will as-
sume his new position on April 1, 2017.

He will be taking over from David Hughes who came from Australia in 
2013 to set up Mazda Southern Africa (Pty) Ltd as a stand-alone entity and 
establish a new dealer footprint. Within a year of his arrival, a new Midrand 
based MSA head offi  ce was built and a full sales and service dealer network of 
52 was identifi ed to cover SA, Namibia, Botswana, Lesotho and Swaziland. On 
the 1st of October 2014, MSA started operating and under Hughes’s leadership, 
the company has increased sales from a start-up volume of around 4 000 units 
in 2014 to over 12 000 units in 2016.

“Craig Roberts is an outstanding senior manager and he has proved himself 
with a stellar record as Head of Sales. With a person of his experience and 
business acumen, we did not need to look far for our new MD. I am confi dent 
that he will lead our Southern Africa organisation to even greater heights in the 
future.” comments David Hughes. ■

WesBank Motor Division gets new CEO

WesBank has announced the appointment of Mark Finlayson as the CEO 
of its Motor division following the departure of Simphiwe Nghona. Mark 
Finlayson is the current CEO of DirectAxis, a subsidiary of WesBank specialis-
ing in non-secured personal loans. He takes on the role as CEO of WesBank 
Motor from 1 March 2017.

“We are excited about what Mark will bring to our Motor division, in 
particular his strong business acumen, detailed analytical abilities and notable 
leadership skills,” said Chris de Kock, CEO of WesBank Group.

“Mark has been successful in introducing a partnership approach into 
DirectAxis which is highly relevant in Motor where a large portion of the 
business emanates from collaborating with both our OEM joint ventures 
and Dealers. When combined with the division’s existing strong executive 
team, we are confi dent that under his leadership, WesBank Motor will con-
tinue to be a formidable competitor in the retail vehicle fi nance market,” De 
Kock remarked.

Finlayson graduated from UCT with a B. Business Science Finance degree 
and went on to obtain his CA qualifi cation with Deloitte and Touche in Cape 
Town and New York. Finlayson also successfully completed his CFA qualifi ca-
tion in 2002.

Prior to joining DirectAxis, Finlayson worked for Mweb, an investment bank 
in the UK, Rabobank International and Richemont International where he worked 
in both London and Geneva.

Continental appoints new general 
manager of manufacturing

Continental Tyre South Africa (CTSA) has appointed JJ Dowling as its new 
General Manager: Manufacturing at its Port Elizabeth plant. He replaces Wayne 
Brown, who recently took up a position at Continental Tire in the USA.

Dowling has a long association with Continental, having started his career at 
CTSA as a student in 1996, studying Rubber Technology. He joined Continental 
Tyre Alor Setar Malaysia in 2012 as Production Manager, and since April 2013 
was the Plant Manager until he was recruited back to South Africa at the begin-
ning of this year to run the Port Elizabeth plant.

“I’m delighted to be back in Port Elizabeth where I grew up, and where 
my career with Continental started,” Dowling said. “We have a great team at 
Continental Tyre SA and I look forward to continuing this journey with them as 
we focus on maximising our potential, and delivering the highest standards of 
product quality and effi  ciency for the company.” ■

Out and about
Among the senior executives who attended CAR’s 60th 
birthday celebration in Johannesburg recently were (from left): 
Nico Vermeulen, Chief Executive of NAAMSA; Manny de Canha, 
retiring CEO of Motus, the new name for what was previously 
the Imperial Group’s Associated Motor Holdings (AMH) and 
Amalgamated Automobile Distributors (AAD), and Jeff Osborne, 
Head of Gumtree Automotive.

Clive Strugnell, a well-known 
personality in industry, motorcycle 
and motorsport circles, passed 
away recently of a suspected heart 
attack while at home with his wife, 
Janette. He celebrated his 69th 
birthday a week earlier.

Strugnell was a member 
of the South African Guild of 
Motoring Journalists and was in 
November last year honoured 
as runner-up in the Magazine 
Motorcycles category of the 
Toyota Financial Services 
SAGMJ Motoring Journalist of 
the Year Awards. ■

OBITUARY – Clive Strugnell
10 February 1948 – 17 February 2017

JJ Dowling.Mark Finlayson.Craig Roberts.
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Th e Motor Industry Workshop Association (MIWA) has welcomed the 
Competition Commission’s probe into, amongst others, exclusionary 
conduct in the car repair industry. “Consumers have been facing tough eco-
nomic times for a considerable period now so we welcome the Commission’s 
eff orts to investigate fi nding a workable solution for the greater motor indus-
try that will not only relieve the burden of consumers but will also facilitate 
discussion between industry stakeholders,” said Vishal Premlall, Director 
of MIWA.

For several years, through its Right to Repair Campaign, MIWA has been 
campaigning to allow consumers the right to select where their vehicles are 
serviced, maintained and repaired, at competitive prices and in the workshops 
of their choice. MIWA has regularly attempted, without success, to engage 

industry stakeholders to assist it in realising this shift  in what it views as preju-
dicial market behaviour. 

“Currently consumers are locked into restrictive warranties that are of 
long duration and they cannot choose where they service their vehicles during 
this time,” said Premlall. “Th ey are similarly compelled to pay a much higher 
rate for repairs and parts for their vehicles under warranty when compared to 
the rates charged by independent workshops.”

Th e parts price issue has already received wide and concerted international 
coverage through Competition Commissions, the most recent being in India 
where the Competition Commission ruled against 14 car companies engaging 
in price manipulation.

Premlall believes that there has been a longstanding need for a fair 
and competitive regulatory environment that enables freedom of choice 
for consumers and which gives aft ermarket Small Medium Enterprises a 
chance to stay in business.

“We are looking at the sustainability of two sectors – consumers who 
need to be able to aff ord the servicing of their vehicles and the aft ermarket 
workshop sector made up of 8 000 entrepreneurs wanting to make a liv-
ing. Only strong, entrepreneurial competition will result in advantageous 
pricing for consumers and ensure that local businesses can continue to 
provide quality service in the neighbourhoods they serve and support,” 
he explained.

While 70% of vehicles in South Africa are out of warranty and the con-
sumer can choose aft ermarket workshops, 30% of the market remains locked 
due to restrictive warranty provisions. “Th is is a lucrative part of the market 
that could aid in the growth and expansion of the independent workshop sec-
tor if it was granted access.” 

At the end of 2016 MIWA formed an external, non-profi t company, Right 
to Repair South Africa, tasked with taking the Right to Repair Campaign to 
fruition. Th e company’s steering committee includes key industry representa-
tives from aft ermarket parts suppliers, workshops and associations as well as 
consumer rights organisations.

“Right to Repair South Africa will be adding its voice to other indus-
try players wanting to see change at the upcoming workshop hosted by the 
Competition Commission. Th e Right to Repair initiative has come to the fore 
in many countries over the past 15 years and the time is right for change in 
South Africa,” Premlall concluded. ■

MIWA Welcomes Probe 
Into Car Repair Industry

“We are looking at the sustainability of two sectors – 
consumers who need to be able to afford the servicing 
of their vehicles and the aftermarket workshop sector 
made up of 8 000 entrepreneurs wanting to make 
a living.”

70% of vehicles in South Africa are out of warranty and 
the consumer can choose aftermarket workshops, 
30% of the market remains locked due to restrictive 
warranty provisions.

Vishal Premlall, Director of MIWA.
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Th e French PSA (Peugeot/Citroen) Group is the latest company to announce a 
contract to assemble vehicles in Kenya. PSA, which wants to reduce its depend-
ence on European sales, will begin assembling the Peugeot 508 from June and 
will later add production of the 3008 SUV.

Peugeot, which built a strong reputation in Africa in the 1960’s and ‘70’s, 
previously assembled cars in Kenya, stretching from 1974 to 2002.

Th e vehicles will be built by local partner URYSIA, the long-standing im-
porter of Peugeot vehicles into Kenya. Th e vehicles will be built using pre-assem-
bled modules. Th e initial target is to produce 1 000 units a year. ■

Exports of South African-made built-up vehicles 
into Africa continue to tumble. Th e dire straits for 
exporters are seen in the fact that the 1 542 units 
exported in January this year are 54,5% lower than 
the fi gure for the corresponding month last year.

It may be hard to believe, but economically 
embattled Zimbabwe was the biggest buyer, taking 
199 vehicles. Next best customer was Ghana with 
183. It was followed by Zambia (154), Kenya (134), 

Mauritius (122), and Mozambique (120). Th ese 
were the only countries that imported more than 
100 units from SA during January.

Former big buyers such as Algeria and Angola 
only imported 67 and 11 units respectively. As 
a comparison, Angola imported 419 vehicles in 
January 2016 and Algeria 176. Nigeria, which 
imported 1 853 Toyota vehicles alone in January 
last year, did not report any imports of built-up 

vehicles from SA this January.
Toyota once again took the lion’s share of this 

dwindling export market, exporting 700 units. 
Nissan followed with 473 units and Ford exported 
91 vehicles.

Truck maker Iveco was next best on 60 units, 
buoyed by orders for 41 from Mozambique and 12 
from Malawi. GM/Isuzu Trucks exported only 48 
units during the month. ■

Parlous State of Vehicle Exportsinto Africa Gets Even Worse

Peugeot To Assemble 
Cars in Kenya

The Peugeot 3008 SUV

Win with
HomingPIN: Lost Property Back Fast – So simple, It’s brilliant!

24 hours a day, 365 days a year, HomingPIN helps fi nd your items whether they are left at the shops, 

restaurant, airport or a hotel, or whether you are travelling by plane, train or taxi.

HomingPIN is the perfect product for protecting your valuable items whilst you’re on the move. 

Whether you are travelling with your luggage, laptop, golf clubs, HomingPIN’s simple reporting 

process and numerous contact methods, help your items fi nd you! 

HomingPin products are available at selected Cape Union Mart stores or online at www.takealot.com. 

The HomingPIN starter pack retails for R200, with the standard pack costing around R450.

Two lucky AutoLive subscribers can each win a HomingPIN starter pack. Simply tell us what the retail 

price of the starter pack is.

E-mail your answer to liana@autolive.co.za by no later than March 3rd.E-mail your answer to liana@autolive.co.za by no later than March 3rd.
Winners will be contacted via e-mail.Winners will be contacted via e-mail.
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BY STUART JOHNSTON

Th e most controversial pick-up of recent times has 
been the Mitsubishi Triton with its short wheel-
base, large overhang at the rear and the so-called 
J-line rear cabin curvature, which gives it a car-like 
appearance in respect of the door-line in the 
double-cab derivative.

Th e J-line idea continues in the new Triton, 
which is not all-new in terms of basic shape, but of-
fers some 185 changes over the out-going model. It 
looks much more stylish than the outgoing model 
with a more aggressive front end and smarter 
wheel styling.

Th e J-line idea is to free up more cabin space 
in the rear of the double cab, and Mitsubishi claim 
class-leading space in this regard, also pointing to 
the fact that the rear back rest has a tilt angle of 25 
degrees, doing away with that up-right school-desk 
feel you get in the rear of most double cabs.

Mitsubishi also claim more stability from its 
shorter wheelbase design, compared to rival pick-
ups, although this pretty much contradicts general 
engineering thinking where it is accepted that a 
shorter wheelbase gives more manoeuvrability, 
whilst a longer wheelbase translates to more high-
speed stability.

Th e engine on the new Triton at launch is the 
all-new diesel with an aluminium block and weighs 
an impressive 30 kg less than its predecessor. Th is is 
the new 2,4-litre Di-D and it produces an impressive 

133 kW and 430 Nm of torque. It features a small 
confi guration turbocharger for quicker spool-up, 
and a very low compression ratio (for a diesel) of just 
15,5:1. On the launch drive the engine proved to be 
remarkably smooth, both at start-up and in cruising 
mode. Incidentally, the manual version of the new 
Triton has a six-speed ‘box, while the automatic ver-
sion comes with a fi ve-speeder.

Th e ride on road is a little bit bumpy (unladen) 
compared to the class-leading qualities of the VW 
Amarok, but it is competitive with the likes of 
Hilux and Ranger.

Th e Triton is off ered in 4×2 and 4×4 models 
here at launch, and these can be specifi ed with 
either manual or automatic transmissions. So there 
are four models in all, with other confi gurations of 
the new Triton on their way here at a later date.

Th e 4×4 models feature the new Super Select 
transmission off ering mode switching between 
rear-wheel-drive to all-wheel-drive and low range 
at a touch of a button. A diff  lock is also included. 
Th e 4×4 Super Select package is interesting for two 
reasons. It has a fi xed torque split of 40:60 between 
front and rear wheels, rather than the conventional 
50-50 split on this type of vehicle. Th e Super Select 
thus also off ers a high speed 4x4 operating mode, 

which can be utilised on fast gravel roads and also 
in slippery wet conditions.

It is also fi tted with traction and stability 
control and ABS and EBD braking.

Overall fuel consumption is rated at 7,6 
litres/100km, which should translate to a fi gure 
comfortably under the 10 litres/100 km mark in 
general use, and probably in the 8 litres/100 km 
range when cruising on the open road.

Pricing is competitive, starting at R 479 900 
for the Double Cab 4×2 manual and topping out 
at R559 900 for the 4×4 automatic. Th is includes a 
three-year/100 000 warranty and a fi ve-year/90 000 
km service plan. ■

Marching to a Different Drum BeatMarching to a Different Drum Beat

Mitsubishi also claim more stability 
from its shorter wheelbase design, 
compared to rival pick-ups.

I’m not sure how Mitsubishi managed it, 
but the new Triton looks a lot less odd than 
its predecessor. In fact, I quite fancy the 
newcomer’s looks.

The interior is very spacious and leaves 
little to be desired in terms of standard 
equipment. Leather seats and electric 
windows are part of the package, as is 
a Bluetooth-enabled sound system with 
satellite controls on the steering wheel.

Ride is smooth albeit a bit bumpy for my 
liking but the fi ve-speed auto gearbox on the 
model I had on test can’t be faulted. ■

What Liana Thought
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Autonomous cars are no longer the stuff  of sci-fi  
movies, with Swedish car maker, Volvo, deter-
mined to launch their fi rst unsupervised autono-
mous vehicle to the market by 2021. But what is an 
autonomous car and how will it improve our lives?

An autonomous – or self-driving – car is one 
that can accelerate, brake and steer itself, freeing 
people from the boring aspects of driving and 
opening up exciting new ways to travel. Th e many 
attempts at realising this vision over the years have 
been limited by the technology available but Volvo 
believes it is able to make this a reality.

For years, Volvos have been able to support 
the driving experience, helping the vehicle keep its 
distance with the car in front or staying in the lane. 
However, even cars that off er steering, distance, 
and speed support need constant supervision by 
the driver.

Today, Volvo Cars uses some of this technol-
ogy to create semi-autonomous cars that make 
your journey easier and safer, while leaving you 
fully in control. Th e all-new XC90’s Pilot Assist 
function, for example, can accelerate, brake and 
steer for you, keeping you a set distance from the 
car in front and in lane, at speeds up to 50 km/h. In 
addition, City Safety detects other vehicles, cyclists, 
pedestrians and, in some cases, even large animals 
on the road ahead. It warns the driver of hazards 
and will brake the car if necessary to avoid or 
mitigate a collision. 

Th e fully autonomous car goes further. It 
is able to perform all driving functions without 
supervision of the driver.

In between these two is the highly autono-
mous car. Volvo considers this the best solution 
for a luxury car, and this is what the company is 
working towards. Th is technology will give you the 
option of handing over control – and responsibility 
– to the car on specifi c roads.

Volvo Cars believes that in the rush to deliver 
fully autonomous cars, many car makers are for-
getting the most important ingredient: the people 

that will use 
them. Volvo’s 
approach is 
to defi ne the 
technology 
based on the 
role of the 
driver – not 
the other way 
around. Th is 
is where the 
Drive Me 
project comes 
into play; the 
world’s biggest 
large-scale 
pilot project in autonomous driving.

“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.

Th e fi rst set of keys in the Drive Me program 
were handed over to the Hain family earlier this 
year. Over the next few years, they and the other 
participating families will be testing out a number 
of diff erent research vehicles. In addition to test-
ing out new iterations of self-driving systems, the 

vehicles will also be fi tted with sensors and data 
loggers in the cabin to monitor the occupants.

Volvo has also partnered with ride-sharing 
company Uber to develop base technology for 
autonomous cars and has launched a joint venture 
with leading automotive safety supplier Autoliv, 
called Zenuity, aimed at developing benchmark 
autonomous drive soft ware and safety solutions 
for OEMs.

In addition, Uber is expanding its self-driving 
pilot programme to San Francisco, California, 
using specially-converted self-driving Volvo 
XC90s. 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.

Th anks to the tireless eff orts and determina-
tion of Volvo, autonomous cars are no longer a pie 
in the sky. Th e only question that remains how you 
will use the extra time you’ll have when your car 
starts to drive itself? Relax with a newspaper? Meet 
those last-minute deadlines? Or read a story to the 
kids? What’s more, you won’t even need to stay in 
your car when it’s time to park it—you can leave it 
to fi nd its own vacant spot and park by itself! ■

Volvo Leads the Autonomous Way

The Hain Family.

Illustration of sensors and research cameras on Volvo’s XC90 Drive Me car.

Volvo XC90 Drive Me test vehicle.
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CAR magazine, founded in 1957, 
celebrated its 60th anniversary earlier 
this month.

Initially available as a printed 
magazine only, the CAR media 
platform has grown signifi cantly as 
consumers’ tastes and needs have 
changed over the past six decades. 
However, one characteristic has 
remained and that is role that CAR 
continues to play as a trusted source 
of information for South African 
consumers.

It now has a major online pres-
ence as CARmag.co.za with 300 000 
unique visitors to the site each month, 
as well as 360 000 fans on Facebook, 
some 50 000 followers on Twitter and 
around 2 500 people on Instagram.

Underpinning its success has 
always been a strong and dedicated 
team. Over the years, CAR has been 
fortunate to count among its editorial 
staff  some of the best automotive 
writers and photographers in South 
Africa, led by relatively few highly committed and 
talented editors.

Th e CAR team not only produces all its own 
high quality copy and images, but has a skilled 
video unit too, fi lming and editing the many 
reviews, track tests and other events which are an 
important feature of the content on the CARmag.
co.za website.

Th e February anniversary edition of CAR runs 
to 256 pages which includes a special 40-page, 60th 
birthday section. Th e CAR team has selected the 
top 60 vehicles tested over the past six decades as 
well has having conducted a 1 700 km test drive in 
a two-stroke DKW 3=6 sedan which was one of the 
cars featured in the fi rst edition of the publication, 
which went on sale in February 1957.

Readers also have the opportunity to win 
daily prizes which range from car hampers to roof 

racks and luggage, while there is a grand prize of 
a trip for two to attend the 2017 Malaysian Grand 
Prix. All the relevant information can be found on 
CARmag.co.za. ■

CAR Magazine Celebrates its 60th Birthday

Coinciding with the magazine’s 60th 
birthday celebrations, the CAR Top 12 Best 
Buys Awards were handed out at a gala 
evening recently.

1. Budget Car (under R160 000): 
Suzuki Celerio 1,0 GA

2. Light Hatchback: Volkswagen 
Polo

3. Light Sedan: Volkswagen Polo 
Vivo sedan

4. Best Hatchback: Volkswagen 
Golf

5. Compact Sedan: Toyota Corolla 
Quest

6. Compact Executive Car: BMW 3 
Series

7. Luxury Car: Mercedes-Benz 
S-Class

8. Performance Car: Ferrari 488 
Spider

9. Light SUV/Crossover: Honda 
BR-V

10. C o m p a c t  S U V / Cr o s s ove r : 
Volkswagen Tiguan

11. Large SUV/Crossover: Range 
Rover Sport

12. D o u b l e - C a b  B a k k i e :  F o rd 
Ranger ■

CAR Top 12 Best 
Buys Awards 
Announced

The Top 12 Special Awards were also handed out in the following categories:
 ■ Company of the Year: Mercedes-Benz
 ■ Company To Watch: Suzuki
 ■ Most Underrrated Product: Mahindra XUV500
 ■ Design Of The Year, Production Car: Lexus LC 500
 ■ Design Of The Year, Concept Car: Vision Mercedes-Maybach 6
 ■ Design Of The Year, Redesign: Chevrolet Trailblazer
 ■ Powertrain Of The Year: Mercedes-AMG 4,0 V8
 ■ Safety Award: Uber, for helping reduce drunk driving
 ■ Green Award: Electric Vehicle Industry Association
 ■ Motorsport Award: Brad Binder, world Moto3 champion ■

http://www.carmag.co.za
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Th e Volkswagen Group, which consists of 13 auto-
motive brands, has moved to the top of the global 
vehicle sales chart despite the dire predictions 
about the “devastating” eff ect the “Dieselgate” 
emission scandal would have on the group’s image 
and therefore its sales.

Th e Volkswagen Group, which consists of 
Volkswagen, Audi, SEAT, Skoda, Lamborghini, 
Bentley, Porsche, Bugatti, Scania, and MAN 
trucks, Neoplan buses, Volkswagen Commercial 
Vehicles and Ducati motorcycles sold a record 
10 312 400 vehicles in 2016 which was 3.8% above 
the 2015 fi gure.

Th e Volkswagen Group’s strong performance 
ended the Toyota Group’s four-year reign as the 
world’s top-selling motor manufacturer. Toyota, 
which comprises the sales of Lexus cars, Daihatsu 
vehicles and Hino trucks in its total, reported 
group sales of 10 213 486 vehicles last year which 
was a 0.2% above the 2015 total.

General Motors remained in third place 
with sales of 9 574 771, which was 3.1% below the 
2015 fi gure.

Th ere was a surprise grouping in fourth place, 
with Carlos Ghosn’s enlarged alliance, which 
now consists of Nissan, Renault, and Mitsubishi, 
fi nishing only 4 000 units behind GM and less than 
400 000 units behind the Volkswagen Group.

However, as Hans Greimel, the Tokyo-based 
Asia Editor of Automotive News writes: “Toyota 
still retains the global bragging rights in one im-
portant area, with Volkswagen a far distant second. 
In this case I mean the sales of the specifi c Toyota 
and Volkswagen brands.

“Th e Japanese manufacturer sold a whopping 
8.5-million passenger cars and commercial vehi-
cles emblazoned with the Toyota ‘sombrero’ logo 
in calendar 2016. Its German rival delivered just 
6.5-million vehicles with its namesake logo, which 
means Toyota’s total eclipsed VW’s by nearly one 
third. Th e Toyota brand alone accounted for 84% 
of the Toyota Group’s sales compared to 63% for 
the Volkswagen brand’s contribution to the VW 
Group’s total.

Th e Toyota brand has continued to increase 
its lead over the VW brand during the past 
decade. Back in 2000 the Volkswagen brand sold 
3.49-million passenger and commercial vehicles. 
Th e same year Toyota moved 4.19-million Toyota 
brand vehicles. Th e 700 000-unit sales gap in 2000 
had expanded to more than 2-million vehicles by 
last year. ■

 “The Japanese manufacturer 
sold a whopping 8.5-million 
passenger cars.”

Motor dealers in the northern provinces of South 
Africa are strongly represented in the 18 fi nalists 
for the Business-of-the-Year contest organised 
under the auspices of the National Automobile 
Dealers’ Association (NADA) and Sewells-MSX 
International, an outsourcing and consulting com-
pany that specialises in the automotive industry.

Th ere is only one dealership from Durban 
(McCarthy Toyota Empangeni), one from Cape 
Town (McCarthy Toyota N1 City), one from the 
Free State (Human Auto Bloemfontein) and two 
from the Eastern Cape (NTT Motors Commercial 
East London and Jacksons Trucks Queenstown). 
Otherwise the fi nalists are all from the country’s 
northern provinces.

Th is year there is also a separate award for 
heavy commercial vehicle dealers, with three deal-
ers nominated for the coveted category title.

Th ree dealerships have been nominated as 
fi nalists in the competition for the most im-
proved Performance Group members, one from 
Gauteng, one from Mpumalanga and one from 
KwaZulu-Natal.

Th is is the 18th year in which these prestigious 
awards have been made by Sewells-MSXI South 
Africa, endorsed by NADA. Th e event enjoys the 
co-partner support of several major players in the 
retail motor industry in WesBank, TransUnion 
Britehouse, Tracker, Gumtree, Henkel, iX, Seriti, 
Africa Analytics and Wilken Communications.

Th e various category winners will be an-
nounced at a major gala awards dinner at the 

Kyalami Grand 
Prix Circuit and 
Conference Centre 
in Midrand on 
March 8.

Sewells MSXI 
SA evaluates the 
operating fi nancial 
data of more than 
1 000 dealerships 
countrywide each 
month and once a 
year the best per-
formers are honoured.

All dealers that submit their fi nancial state-
ments to Sewells MSX International each month 
qualify to participate and are ranked in three 
equal-sized groups according to the value of their 
operational assets. Th ey are then ranked from 
highest to lowest using Return on Average Assets 
(ROAA) percentages without repeating any of the 
previous vehicle brands.

In addition, Sewells MSXI SA operates 23 
performance groups nationally, each with about 10 
members, and these people meet regularly as think 
tanks to develop ways of improving the operational 
performance of their motor dealerships. Th ose who 
have been a member of a performance group for at 
least two years are considered for a special annual 
award which is based on the percentage improve-
ment by their dealership year on year.

Th e list of nominees is then passed to Sewells 
MSXI performance group facilitators for their 
qualitative evaluation and personal knowledge 
of the various nominees to agree a winner on a 
consensual basis.

Finalists for the 2017 Business of the Year 
awards:

 ■ Large: Human Auto Bloemfontein; 
McCarthy Toyota N1 City; Supergroup East 
Rand; McCarthy Volkswagen; Westvaal 
Nelspruit,

 ■ Medium: BB Auto Polokwane; BB 
Polokwane Ford; Mazda Vereeniging; 
McCarthy Toyota Empangeni; McCarthy 
Volkswagen Silver Lakes Crossing.

 ■ Small: BB Auto Mokopane; CMH Toyota 
Alberton; Leon’s Mazda Rustenburg; Super 
Group Rustenburg; Westvaal Mashishing.

 ■ Heavy Commercial Vehicles: Hino 
Klerksdorp; Jacksons Trucks; NTT Motors 
East London Commercial.

 ■ Performance Groups: Finalists in the 
competition to fi nd the most improved 
Performance Group members are:
■  Brian Shrosbree of Toyota Nelspruit; 

Robbie  Matticks of Grand Central Motors, 
Gauteng; and David Emond of Emond Auto, 
Durban. ■

Volkswagen Group Tops Global Sales in 2016 Despite “Dieselgate”

Business of the Year 
Finalists Announced
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New Models

MITSUBISHI OUTLANDER
The Mitsubishi Outlander has undergone a 
makeover that sees it gain a new look and some 
interior upgrades. Most notable are a redesigned 
grille and new chrome detail that give the Outlander 
a rugged yet luxury look. The interior offers seven 
seats, leather trim, a touch-screen audio display 
and a multifunction steering wheel with gearshift 
paddles. Safety features include ASTC, ABS with 
EBD, Emergency Brake Assist (BAS) and Hill Start 
Assist. Pricing is R549 900.

MAHINDRA TUV300
Mahindra’s new seven-seater, the TUV300, is powered by a 
1,5-litre turbodiesel engine featuring twin-stage turbocharging. 
It has a rated maximum power output of 73,5 kW at 3 750 r/min, 
with peak torque of 240 Nm available between 1 600 and 2 800 
r/min. A fi ve-speed manual gearbox is standard. Technological 
features include static cornering lights, reverse assistance and an 
App which controls the infotainment system. The TUV300 has a 
price tag of R229 995.

SUZUKI SWIFT 1.2 RS
Suzuki have introduced a limited edition of its Swift locally. Swift 
1.2 RS is based on the Swift 1.2 GL and is equipped with electric 
windows, a radio/CD player with Bluetooth connectivity, air-
conditioning and a multi-function steering wheel. It also boasts 
front and rear spoilers and side skirts and custom dark machined 
rims. Setting it apart from other Swift models are special dark 
blue sporty decals and RS lettering. It is only available in Artic 
White Pearl and has a price tag of R184 800.

ABARTH 595
Fiat have introduced a new Abart 595 range 
locally. All six models in the line-up are 
powered by Fiat’s 1.4l T-Jet engine, but each 
has its own specifi c outputs and drive either 
manual transmissions or sequential robotised 
automatic transmissions. The standard Abarth 
595 engine produces 106 kW of power and 
206 Nm of torque, while the top-of-the-range 
595 Competizione has 132 kW of power and 
250 Nm of peak torque on tap. Seven interior 
trim levels are available but black fabric is 
standard on all models. Pricing ranges from 
R299 950 to R483 950.
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MITSUBISHI ASX
Mitsubishi’s updated ASX range consists of 
fi ve models ranging in price from R364 900 to 
R434 900. All derivatives are fi tted with a 2-litre 
MIVEC engine that produces 110 kW at 6 000 r/min 
and 197 Nm of peak torque at 4 200 r/min. Power 
is delivered to the front wheels via a fi ve-speed 
manual gearbox or CVT transmission with six pre-
programmed gear steps. The ASX boasts seven 
airbags, ISOFIX child restraint mountings and 
a range of dynamic safety systems that include 
ABS, electronic brake-force distribution (EBD) and 
emergency brake assistance (BAS).

New Models

MAZDA BT-50
Mazda have introduced a facelifted version 
of its BT-50 locally. Design updates include 
a new front face, redesigned side steps, 
rear combination lamps and 17 inch 
aluminum wheels. Depending on which of 
the models you choose, the interior now 
offers Bluetooth, steering wheel switches, 
cruise control, a rear-view camera, an 
auto dimming mirror and electrical driver 
seat adjustment. Engine options include 
2,2- and 3,2-litre units mated to six-speed 
manual or automatic transmissions. Both 
4x2 and 4x4 drivetrains are offered and 
prices range from R441 600 to R555 700.

RENAULT KADJAR XP LIMITED EDITION
The Renault Kadjar XP Limited Edition 96 kW 1.2 Turbo 
petrol with 6-speed manual transmission but comes 
with an accessory pack comprising 17” alloy wheels, 
cornering fog lights, a swan neck tow bar kit, side steps 
and roof racks. This is over and above standard features 
such as a split rear bench seat, manual aircon, four 
speakers and electric windows. Safety items include 
six airbags, ABS with EBD, an electronic stability 
programme and hill start assist. The Kadjar XP sells 
for R364 900.
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As Europe marked the 20th anniversary of 
Euro NCAP earlier this month, the Automobile 
Association (AA) has once again highlighted the 
need for improved safety testing on cars locally.

Th e AA called for the introduction of safety 
testing measures that provide a scale of safety 
ratings for all vehicles sold locally. Th e Association 
said these safety ratings should be clearly displayed 
on vehicles.

“Local consumers rarely have access to infor-
mation on the safety ratings of the cars they are 
buying. For us, it’s critical that it becomes manda-
tory for a sticker to be placed in the windscreen 
of a vehicle telling buyers what the safety rating 
of that vehicle is, in the same way that a sticker is 
used to display the emissions rating of a vehicle,” 
the AA said.

Th e Association said implementing a local 
safety ratings scale, and displaying the results 
on each vehicle, would mean consumers have a 
better understanding of the safety of the vehicle 
they intend buying, at the point of purchase, 
and that this would allow them to make more 
informed decisions.

According to fi gures released recently by Euro 
NCAP more than 78 000 lives have been saved 
since the organisation’s crash safety tests were 
launched 20 years ago. Th e organisation has pub-
lished over 630 safety ratings, crash-tested some 

1 800 cars and collectively spent over 160 million 
Euro to make cars safer.

“Th e fi rst tests exposed safety failings in top-
selling family cars, forcing a fundamental rethink 
in the way vehicles were designed to prevent 
accidents and save lives. Twenty years on, 9 out of 
10 cars sold on the European market hold a Euro 
NCAP rating and the motor industry actively 
supports the development of new requirements 
for the top safety ratings,” Euro NCAP said in 
a statement.

Euro NCAP added that today, the results of 
crash tests of two family cars built 20 years apart 
underline the huge advances in vehicle safety since 
1997. Safety technologies that were non-existent 
or optional at most – such as driver and passenger 
airbags, side protection airbags, belt reminders and 
electronic stability control – are now standard on 
all cars sold in Europe.

“Euro NCAP has given millions of consumers 
the knowledge and confi dence to choose the safest 

cars possible. Recent years have shown a slow-
down in the progress rate, however, so we mustn’t 
take our foot off  the gas. We want to ensure that 
Europe’s roads get even safer in the next 20 years, 
not just for car occupants but for all participants in 
traffi  c. We already test many more aspects of a car’s 
safety than we did when we started in 1997, and 
that is set to continue. Next year, we will test sys-
tems that recognise and avoid crashes with cyclists, 
and we’re lining up a very challenging roadmap for 
2020 to 2025,” Euro NCAP noted.

In congratulating Euro NCAP on its 20th 
anniversary, the AA said the safety testing has 
improved safety standards in vehicles through-
out the world.

“Safety on South African roads remains 
elusive; our road fatality statistics are proof of 
this. A key pillar of dealing with this is mak-
ing sure motorists are driving safe vehicles, 
and the introduction of a safety ratings scale 
locally is one step in the right direction,” the 
AA concluded. ■

The AA Calls for a Local Vehicle 
Safety Rating Scale

“Next year, we will test systems 
that recognise and avoid crashes 
with cyclists, and we’re lining up 
a very challenging roadmap for 
2020 to 2025.”
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Volkswagen has donated R2-million to thirteen 
charities and non-profi t organisations in the 
Nelson Mandela Metropolitan area. Th e donation 
is part of the Volkswagen for Good initiative. 

Th e benefi ciaries include 
Adopt a Smile, Inter church 
Local Development Agency, 
Share, Masikhonzane Pre-
School, Phaphamani Rape Crisis 
Centre, Rotary Club of Algoa 
Bay Wheelchairs, CANSA, 
Northwood Children’s Hospice, 
Th uthuka Bursary Fund, Section 
27, SAPS Education Trust, Ubuntu 
Education Fund and Sithandiwe 
ECD Centre.

Th e donation will assist these 
benefi ciaries to continue with the 
good work they are already doing 
such as caring for the sick and des-
titute, providing refuge for victims 
and feeding the hungry. Th ey all 
have a strong focus on positively 
impacting the communities in which 
they operate. 

“Th e work and services provided 
by these charities mirrors the ethos 

of Volkswagen and the Volkswagen for Good 
initiative in that we all strongly believe in help-
ing others. I am grateful that as a company we 
can help these organisations by lift ing a little of 

their fi nancial burden,” said Th omas Schaefer, 
Volkswagen Group South Africa Chairman and 
Managing Director. ■

Corporate Social Responsibility

Goodyear South Africa held its annual Group 
Conference at the Boardwalk Hotel earlier this 
month. In line with this year’s conference theme, 
Building Together, teams had to plan, design and 
paint building blocks for children in the Nelson 
Mandela Bay community. Th e boxes were handed 
over to Port Elizabeth Rotary Club president, 
Denise Pudney by Goodyear Managing Director, 
Jean-Jacques Wiroth.

“Th is is huge for the Port Elizabeth Rotary Club 
and we are very grateful to have been chosen as the 
vehicle to distribute these boxes to various schools 
in the area. Building blocks are such a signifi cant 
tool to building a good foundation for children’s 
education, as they mentally stimulate, improve 
motor skills and encourage creativity. We would 
also like to thank each employee who was involved 
and we will make sure that the boxes go to the 

right educational facilities for young children,” said 
Pudney.

“Goodyear is committed to growing in South 
Africa and therefore believes in contributing 
meaningfully towards the social development of 
communities close to our operations. Team work 
is one of the key values that drive Goodyear South 
Africa operations and it was in this spirit that the 
employees put their creative talent together to 
come up with these building blocks. We believe 
these building blocks will contribute towards the 
children’s early childhood development, which is 
recognised as one of the most powerful tools for 
breaking the intergenerational cycle of poverty in 
South Africa,” said Goodyear Managing Director, 
Jean-Jacques Wiroth. ■

Goodyear Takes Building 
Together Seriously

Goodyear South Africa Managing Director, 
Jean-Jacques Wiroth (left) hands over boxes 
of building blocks to Denise Pudney (right), 
president of Port Elizabeth Rotary Club.

VW Supports More Charities

VW’s Community Trust cheque handover.
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Th e Kingsley Holgate Foundation started 2017 
with a West African adventure, returning to a 
region it last visited nearly a decade ago. Th e three-
week-long ‘Slaves, Castles, Voodoo and Gate of No 
Return’ journey forms part of the Living Traditions 
series of expeditions, and included stops in Ghana, 
Togo and Benin.

“We last visited these countries in 2007 and 
2008, when we circumnavigated the outline of 
Africa in a world-fi rst for Land Rover, which 
resulted in a book called ‘Dispatches from the 
Outside Edge’,” said Kingsley Holgate. “Th is time 
around our mission was diff erent. We went to 
gather information and document cultures for pos-
terity, and also to highlight the fast-disappearing 
treasures Mama Africa has to off er.”

Th is ‘Slaves, Castles, Voodoo and Gate of 

No Return’ journey was 
an opportunity to add 
another great traditional 
ceremony to the Living 
Traditions book. Th ese 
expeditions visit various 
sites in Africa to docu-
ment – and bring attention 
to – ancient traditions 
and historic sites that are 
in danger of disappear-
ing forever. Many more 
journeys into Africa are 
planned for the next two 
years, all of which will 
be included in the Living 
Traditions book set to be published in 2018.

Th e Kingsley Holgate Foundation is 
renowned for packing its fl eet of Land Rover 
vehicles full of humanitarian aid – and this 
trip was no diff erent. Th e Alliance Motors-
supplied Land Rover Discovery, fi tted with tyres 
supplied by General Tyres, made short work 
of crossing thousands of kilometres of testing 
African terrain, carrying malaria nets and Rite 

to Site reading glasses for the poor sighted in 
remote areas.

Malaria education and top quality long-lasting 
insecticide-treated bed nets were supplied to preg-
nant mothers and mothers with children under the 
age of fi ve, at numerous villages along the route. 
One of the stops also included the Anyanui Health 
Centre in Ghana, which treats 540 cases of malaria 
every month during the rainy season. ■

Corporate Social Responsibility

Dzita Village – Volta region, Ghana: Mums and health workers gather round for a picture after a malaria prevention event.

Land Rover and Kingsley Holgate 
Focus Attention on West Africa

“We went to gather information 
and document cultures for 
posterity, and also to highlight the 
fast-disappearing treasures Mama 
Africa has to offer.”
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Working Wheels
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Bridgestone South Africa has announced a new 
addition to its Firestone FS404 range of heavy 
duty vehicle tyres. Initially available only in 315/80 
R22.5 sizing, the FS404 is now also available in a 12 
R22.5 option.

Th e FS404 is optimised for duty on steer, drive 
and trailer axles, and is able to deliver exceptional 
mileage and durability, in original life and also fur-
ther retreading life.

Some of the main contributors to the FS404’s 
wear resistance are equaliser ribs in the tread 

pattern which reduce the eff ects of irregular 
wear, and stone ejectors which give greater 
resistance against stone trapping, reducing dam-
age to the tread surface and steel belt package. 
Th e sophisticated tread design provides better 
steering response and aquaplaning resistance.

Bridgestone is currently the only tyre maker 
to manufacture truck and bus radial (TBR) tyres 
in South Africa. Th e company performs ongo-
ing research to optimise the manufacture of tyres 
which perform better in South Africa’s demanding 

operating conditions with their wide temperature 
ranges and challenging road surfaces.

Bridgestone has two factories in South 
Africa, one in Port Elizabeth, employing over 350 
people, while the Brits factory in the North West 
Province employs over 850 people. Th e company’s 
TBRs are distributed through Bridgestone South 
Africa Commercial which provides numer-
ous services including tyre management and 
monitoring systems. ■

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 at Hino South Africa 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 custom-
er 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. ■

Hino Comes Out Tops in Customer Satisfaction Survey

Ernie Trautmann, Vice President of Hino South Africa.

Bridgestone Grows its Truck and Bus Footprint

http://www.linkedin.com/company/suzuki-auto-south-africa
https://twitter.com/Suzuki_ZA
https://www.facebook.com/SuzukiAutoSA
http://www.suzukiauto.co.za
http://www.suzukiauto.co.za
http://www.suzukiauto.co.za
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Working Wheels

“One of the reasons for FAW’s 
growing presence in the African 
sub-continent is our focus on 
successful partnerships.”

FAW recently held its annual conference 
for dealer sales and service representatives 
in Johannesburg.

“Th is was a great platform to share infor-
mation on all aspects related to our FAW truck 
business in this Sub-Saharan Africa region, while 
giving our sales and service partners a chance 
to share information, ask questions and make 
suggestions to improve our combined eff orts 
for further entrenching the FAW truck brand in 
South Africa,” explained Jianyu Hao, CEO at FAW 
Vehicle Manufacturers SA (Pty) Ltd.

“Top performing FAW dealers were also 
given due recognition for their valiant eff orts 
in 2016.”

FAW Eastern Cape, based in Port Elizabeth 
and headed by Andrew McNaughton, was awarded 
2016 Top Dealer Award in Sales Performance for 
the 3rd year in a row.

Th e 2016 Top Dealer Award in Customer 
Satisfaction went to FAW Harrismith, lead by 
dealer principle Juan Wiggill, who took a few 
minutes to attribute the dealership’s exceptional 
success to a focussed and passionate team eff ort. 

“Everyone in our team contributes above and 
beyond the norm, they know their job and are 
dedicated to satisfy customer’s needs and help with 
customer’s challenges.

“One of the reasons for FAW’s growing pres-
ence in the African sub-continent is our focus 
on successful partnerships. Th ese include our 
customers fi rst and foremost, our sales and service 

representatives, and our suppliers.
“Our fundamental vision for this region, using 

South Africa as a base, is ensuring that the FAW 
brand becomes a truck brand of choice across the 
length and breadth of this great continent and in 
so doing, we hope to signifi cantly contribute to job 
creation and the general stimulation of the local 
and African economies,” concludes Hao. ■

Th e Toyota Dyna has been reclassifi ed as a light 
commercial vehicle instead of being in the 
medium commercial category as has been the 
case since its introduction to the South African 
market in 1965. Th e chassis has been redesigned 
and is 50 kg lighter so the vehicle now has a 
GVM of 3 500 kg which means it is now classi-
fi ed as an LCV.

According to Ernie Trautmann, the Vice 
President of Hino South Africa, this change in 
category for the Dyna came about because its 
normally-aspirated 3-litre diesel engine is not 
electronically-controlled so cannot be fi tted with 
a tamperproof speed limiter as is the case with the 
Hino 300-, 500- and 700-Series trucks.

Government regulations now require all 
medium, heavy, and extra-heavy commercial 

vehicles to be fi tted with speed limiters. MCVs are 
limited to a top speed of 100km/h while heavy and 
extra-heavy trucks will only be able to travel at a 
maximum of 80km/h.

“Th e alternative to changing the Dyna’s 
category would have been to withdraw it from 
our range, which we did not want to do as it is a 
popular model for a wide variety of operations,” 
said Trautmann.

“We have taken this opportunity to upgrade 
the Dyna in several important aspects. Th e revised 
Dyna is equipped with ABS as well as being fi t-
ted with the narrow cab used for certain Hino 
300-Series models. Th e front panel is now one 
piece instead of three and incorporates new designs 
for the grille and bumper, while the headlamps are 
halogen with multi refl ectors.

“Th ere is a new design for the interior with a 
restyled dashboard, improved seat material and 
cup holders for the driver and front passenger,” 
Trautmann explained.

Being categorised as a light commercial vehicle 
means the Dyna will require only a Code B drivers’ 
licence. Th e truck will no longer have to undergo 
annual certifi cate of fi tness testing, which is a 
further benefi t for operators. ■

Mr Jianyu Hao (FAW CEO), Jean Wiggill (FAW Harrismith), Andrew McNaughton (FAW 
Eastern Cape), Mr. Richard H. Leiter (FAW Executive Director).

FAW Honours its Best Performers

Dyna Reclassifi ed as an LCV
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Up to 400 executive-level delegates, representing 
South Africa’s automotive manufacturing industry 
will gather to confer with and learn from global 
experts at its offi  cial event, the NAACAM Show in 
Durban during April.

Acclaimed London-based, global thought 
leader and charismatic futurist Sarwant Singh, 
who consults with many of the world’s leading 
companies, will address the sector on the Future of 
the Automobile. A member of the World Economic 
Forum Transportation group, he sits on advisory 
boards of Nissan, ATI, Leeds University Business 
School and others, while his book “New Mega 
Trends” has since been sold in over 30 countries. 
Toyota, Ford and BMW are also high profi le auto-
motive companies he has consulted to.

Singh will share the stage with KPMG’s 
German-based Global Automotive leader Dieter 
Becker, renowned for producing the annual Global 
Automotive Executive Survey and leading research 
on emerging issues that impact the automotive and 
manufacturing industry.

South Africa’s OEMs will also be well 
represented in the line-up of speakers, who will 
address industry in eleven sessions over two 
days. Speakers confi rmed are Volkswagen SA 
CEO Th omas Schaefer, Nissan SA CEO Mike 
Whitfi eld, Gladstone Mtyoko Divisional Manager 
at Mercedes Benz, Toyota CEO Andrew Kirby 
and Senior Vice President for Manufacturing 

Nigel Ward, Ford CEO Jeff  Nemeth and the South 
African OEM Purchasing Council Chairman John 
Astbury. SA based OEMs will be amongst the 
exhibitors, in some cases highlighting localisation 
success stories or opportunities, whilst also being 
part of a dedicated black supplier profi ling process.

Topics at the conference include South Africa’s 
Automotive Vision and Masterplan, Th e Future 
of the Automobile, Manufacturing Best Practice, 
Transformation, Leadership, and Logistics and 
Supply Chain Management.

National Association of Automobile 
Component and Allied Manufacturers 
(NAACAM) President Dave Coff ey said the 
conference, featuring pres-
entations, case studies and 
panel discussions on April 5 
and 6 at the ICC in Durban, 
was scheduled to have 
keynote addresses from 
South Africa’s Minister of 
Trade and Industry, Dr Rob 
Davies as well as Minister 
of Economic Development, 
Mr Ebrahim Patel.

“Th e Conference is 
an essential part of the 
industry’s ability to engage 
with current happenings 
informing the trajectory 
of the automotive sector 
and the exhibition will be 
a unifi ed expression of the 
South African value chain’s 
manufacturing capability,’’ 
Coff ey said.

Other high-profi le 
participants include 

Ethekwini Mayor Councillor Zandile Gumede, 
SP Metal Forgings MD Ken Manners, Sumitomo 
Rubber CEO Riaz Haff ajee, National Union of 
Metalworkers of South Africa (NUMSA) Secretary 
General Irvin Jim, Schaefl er MD Marshal 
Myburgh, Automotive Industry Development 
Centre (AIDC) CEO Dr David Masondo, 
Automotive Masterplan Lead Dr Justin Barnes, 
Automotive Supply Chain Competitiveness 
Initiative (ASCCI) Chair Alex Holmes, NAACAM 
President Dave Coff ey, Metair CEO Th eo Loock, 
Transnet Chief Customer Offi  cer Mike Fanucchi 
and Professor Anthony Black of University of 
Cape Town. ■

Global Perspective at South 
Africa’s Automotive Show

NAACAM Executive Director Renai Moothilal.

“The Conference is an essential 
part of the industry’s ability to 
engage with current happenings 
informing the trajectory of the 
automotive sector.”

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

Th e Kyalami Grand Prix Circuit will host three ac-
tion motorsport events, as well as various lifestyle 
events in 2017.

Th e fi rst race event will be on the 21st and 22nd 
of April. Th e Motorsport Festival will incorporate 
the Extreme Festival and will feature premier 
national and regional 4-wheeled categories on the 
day. Th e Motorsport Festival returns for another 
round on the 4th and 5th of November. To end 
the year Kyalami will host the return of historic 
motorsport with the Classic Car and Historic 
Racing Festival taking place on the 1st and 2nd 
of December.

As well as enjoying racing action at the Circuit, 
fans can look forward to a variety of lifestyle events 
at Kyalami this year:

Th e South Africa Bike Festival makes a 
welcome return from the 26th to the 28th of May. 
Back by popular demand from industry members 

and visitors alike the festival returns to electrify 
fans with motorcycling mayhem and will once 
again off er three days of fun-fuelled thunder-
ing two-wheeled, rip-roaring live action for the 
whole family.

Visitors can look forward to the debut of SA’s 
top 1000cc superbike riders as they battle it out in 
two rounds of the SuperGP Champions Trophy 
series, taking place on the Saturday and Sunday of 
the festival.

Th e journey that began with the success-
ful staging of the 2016 SA Festival of Motoring 
continues in 2017 under the banner of the SA 
Motoring Experience powered by the SA Festival 
of Motoring. Th e Festival will take place from 
the 1st to the 3rd of September and will provide for 
on-track experiences with increased test drive 
opportunities on the iconic circuit. Th e NAAMSA 
approved national motor show will incorporate the 

Johannesburg Boat and Water Show, adding to the 
variety of exhibitors.

Th e DStv Delicious International Food & 
Music Festival presented by Nedbank returns to 
Kyalami from the 30th of September to the 1st of 
October. Festival organisers are promising visitors 
mouth-watering fi nds in food, street-chefs and 
delectable trends, as well as a world-class music 
line-up. Th is prestigious festival fusing fl avour-
some fashion foods with eclectic entertainment is 
the biggest of its kind in South Africa and contin-
ues to grow with the Kyalami Grand Prix Circuit 
as its new home.

With world class facilities Kyalami Grand Prix 
Circuit continues to be the preferred destination 
for premier events, conferences and exhibitions. 
For more information on the venue as well as 
upcoming events visit :

www.kyalamigrandprixcircuit.com. ■

Kyalami Events for 2017
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