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The Automotive Production and Development Programme (APDP), which was introduced in 2013, has racked 
up an impressive record of accomplishments over the past four years, with exports of built-up vehicles and 
components both at record levels.

continued on page 2 

APDP Has Positive Effect
BY ROGER HOUGHTON

Th e APDP and its predecessor, the Motor Industry 
Development Programme (MIDP), introduced 
in 1995, have resulted in the number of built-up 
vehicles exported by South African manufacturers 
rocketing from only 14 639 units in 1994 to 344 859 
units in 2016 with further growth forecast for 2017.

Th e APDP was one of the important topics 
that formed part of an interesting and informa-
tive media briefi ng organised by NAAMSA in 
Johannesburg recently. Th e briefi ng was well at-
tended, not only by journalists, but also by a host of 
people involved in the industry. Nico Vermeulen, 
the Director of NAAMSA, said that this was the 
fi rst of a series of these briefi ngs planned by his 
organisation for 2017.

However, the realistic future vehicle produc-
tion target for SA is now 900 000 vehicles to be 
produced in 2020 instead of the original, ambitious 
target of 1.2 million units, set in 2007 when the 
local industry was on a high. Th e revised target is 
based on current global realities, existing vehicle 
production plans as well as the possibility of new 
entrants to the SA vehicle manufacturing industry.

Th e industry’s trade defi cit has started to de-
cline because of strong growth in vehicle exports. 
2017 is on track for a new vehicle production 
record of about 640 000 units, inclusive of 375 000 
units bound for export destinations.

Th e composition of export destinations has 
changed signifi cantly over the past two years. 

NAAMSA director Nico Vermeulen.
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Th e big disappointment is a fall of 
48.9% in exports from SA into other 
African countries, which had origi-
nally been seen as a lucrative, nearby 
market for local vehicle manufactur-
ers. Th ere has also been a big fall 
(27.5%) in exports to economically-
troubled South America, while 
vehicles shipped to North America 
have grown by 2.9%.

Th e big growth area for SA 
built-up vehicle exports has been 
Asia, where the fi gure is up by 38.8%. 
Europe remains by far the biggest 
market, with 195 764 sent to this re-
gion in 2016, which was an improve-
ment of 12.6% over the 2015 fi gure. 
Australasia is down slightly (0.9%).

Th e major achievement of the 
APDP has been the massive invest-
ments made in SA by vehicle and 
component manufacturers. Capital 
expenditure by the seven major vehi-
cle producers over the past fi ve years 
amounts to more than R29-billion 
while OEM expenditure slated for 
2017 by these companies is forecast 
at a record R8.2-billion, compared to 
R6.4-billion in 2016.

Th e APDP has resulted in a 
substantial reduction in the number 
of platforms produced in SA over the 
past 20 years, going from 42 to 13. 
Th is rationalisation means higher 
output per model which gives ben-
efi ts of economies of scale for both 
vehicle and component makers.

Direct employment at the OEMs 
has grown on the back of higher 
production numbers by 1 200 people 
to more than 31 000.

Th e APDP, which was formu-
lated based on extensive consultation 
with industry stakeholders, set a 
clear, albeit ambitious vision for the 
SA automotive industry through to 

2020. Already a task team is working 
on its successor, with initial feedback 
on the next programme expected by 
the end of 2017.

“Th e growth potential of the SA 
automotive industry remains above 
average and with the right policies, 
interventions and goodwill by all 
the industry stakeholders will result 
in the industry going from strength 
to strength. Th is will realise the 
objective of higher vehicle produc-
tion which in turn will make a 
positive contribution to the future 
growth and development of the 
country while also creating sustain-
able employment opportunities,” 
concluded Vermeulen. ■
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MONTHLY SALES STATISTICS

The growing amount of advertising in AutoLive has made it necessary to relocate the four pages 
of detailed monthly vehicle sales analysis to the website www.autolive.co.za.

CLICK HERE to access

Im
po

rt 
D

ut
y

Ve
hi

cl
e 

A
ss

em
bl

y 
A

llo
w

an
ce

Pr
od

uc
tio

n 
In

ce
nt

iv
e

A
ut

om
ot

iv
e 

In
ve

st
m

en
t S

ch
em

e

Duty Rebates Cash

APDP

The big growth area 
for SA built-up vehicle 
exports has been Asia, 
where the fi gure is up 
by 38.8%. 

Direct employment at 
the OEMs has grown 
on the back of higher 
production numbers by 
1 200 people to more 
than 31 000. 
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Editor’s Note
One of the highlights of the 
annual SA Guild of Motoring 
Journalists WesBank Car 
of the Year awards evening 
is always WesBank CEO 
Chris de Kock’s forecast for 
the year.

In 2016 De Kock’s 
forecast was nothing but 
doom and gloom but it seems 
that there is light at the end of the tunnel in 2017. Th e past 
three years have seen sales decline, with 2016 sales falling a 
massive 11.4% – based off  WesBank’s prediction that sales 
would tumble 12%. For 2017, WesBank expects to see overall 
growth of 1.74%.

WesBank’s forecast is based on a holistic view of the new 
vehicle sales market. Th is includes considering economic 
factors such as the strength of the Rand, interest rate stabil-
ity and moderate GDP growth and infl ation falling back 
within the target zone.

While total industry sales should reach 557 000 units 
for the year – a 1.74% increase on 2016’s sales and marginal 
growth off  a much lower base – De Kock forecasts that 
dealer sales would remain suppressed, especially in pas-
senger and commercial vehicle segments. Dealer sales are 
expected to end 2017 0.5% weaker year-on-year, with 2% 
and 4.1% respective declines for passenger and commercial 
vehicle sales through dealers.

De Kock also predicts that overall sales growth will be 
driven by government buying, as there are a number of large 
tenders set to be awarded in the coming months. Th is will 
account for 3.29% growth in LCV sales and help limit the 
sales decline for commerce vehicles. Additionally, tourism 
will drive the sales growth in the rental market, which will 
ensure 1.3% growth for passenger car sales.

Despite a diffi  cult past 12 months and a challeng-
ing year ahead, WesBank is confi dent that South Africa’s 
economy will see positive but subdued growth going into 
2018. Infl ation is expected to settle down within the upper 
part of the Reserve Bank’s target band, which will result in 
the current repo rate remaining stable at 7%. Th e Rand has 
recovered from its lows in 2016, aided by political and eco-
nomic policies in global markets, and should hold its ground 
through to 2018.

De Kock’s predictions are usually rather accurate but 
only time will tell if the industry will indeed take a turn 
for the better. As always, AutoLive will continue to keep 
you updated!

Liana Reiners,
Editor
liana@autolive.co.za

To advertise in  contact

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

Total vehicle sales in South Africa in 
February were virtually the same as a year 
previously – 48 113 aggregate sales this 
year compared to 48 144 a year ago – but 
at least there was no decline. Similarly, 
February 2017 export sales were also virtu-
ally unchanged from last year and refl ected 
an increase of 65 vehicles or a gain of 0.2% 
compared to the 29 323 vehicles exported in 
February last year

Th e only problem this time around is 
that there were two major manufacturers 
not reporting detailed sales statistics – 
Mercedes-Benz and BMW – which is very 
disappointing. (See article on this topic on 
page 18).

Commenting on the fi gures releases 
by the Department of Trade and Industry 
NAAMSA said that the positive trend in 
new vehicle sales had been maintained 
during February, 2017 being characterised 
by noteworthy gains in light commercial 
vehicle as well as medium and heavy com-
mercial vehicle sales. Th e consumer driven 
new car market had however registered 
a decline.

Overall, out of the total reported in-
dustry sales of 48 113 vehicles, an estimated 
38 155 units or 79.3% represented dealer 
sales, 13.3% represented sales to the vehicle 
rental industry, 4.2% to government and 
3.2% to industry corporate fl eets.

Th e February 2017 new car market at 
31 400 units refl ected a decline of 1 454 cars 
or a fall of 4.4% compared to the 32 854 
new cars sold in February last year. Th e car 
rental industry had again made a strong 
contribution and had accounted for 19.1% 
of new car sales in February this year. Th e 
rental industry’s share was understated 
since it excluded BMW SA and MBSA car 
rental sales.

Domestic sales of industry new light 
commercial vehicles, bakkies and mini 
buses at 14 416 units during February 
refl ected a signifi cant improvement of 
1 277 units or a gain of 9.7% compared 
to the 13 139 light commercial vehicles 

sold during the corresponding month 
last year.

Sales of vehicles in the medium and 
heavy truck segments of the industry had 
also recorded welcome gains and at 705 
units and 1 592 units, respectively, refl ected 
an increase of 55 units or 8.5% in the case 
of medium commercial vehicles and, in the 
case of heavy trucks and buses, an improve-
ment of 91 vehicles or a gain of 6.1% com-
pared to the corresponding month last year.

Industry new vehicle exports had 
been at the lower end of expectations and 
at 29 388 units exported during February 
refl ected a marginal increase of 65 units, 
an improvement of 0.2% compared to the 
29 323 vehicles exported in February 2016. 
NAAMSA continued to anticipate that 
the momentum in vehicle exports would 
increase over the medium term.

Domestically, key indicators such as the 
latest Purchasing Managers’ Index (PMI) 
and the Reserve Bank’s leading indica-
tor – which had recorded an extraordinary 
improvement for fi ve consecutive months 
– heralded the possibility of an improve-
ment in South Africa’s medium term 
economic outlook.

In addition, the easing of drought 
conditions and projected global economic 
growth of around 3.4% as well as continu-
ing Rand strength which should benefi t 
new vehicle pricing – represented factors 
which should contribute positively to sales 
of new motor vehicles over the medium 
term. Export sales were expected to ben-
efi t from the projected improvement in 
global economic conditions. Based on the 
improvement in key economic indicators, 
NAAMSA continued to anticipate that 2017 
aggregate annual domestic sales volumes 
would improve modestly by around 3.5% in 
volume terms. ■

February Vehicle Sales 
Almost Same as Last Year

The February 2017 new car 
market refl ected a fall of 4.4%
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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

Very few of us would consider buying a brand 
new car these days. Th ey are pricey, and the value 
drops the minute the cars pulls off  the dealerships’ 
fl oor. At the same time, you might be concerned 
about buying a previously owned car. Here’s how to 
 approach it.

 ■ Decide whether to buy privately or from a 
dealership

  Th ere are great private deals out there for low 
prices, but private deals do come with greater 

risks. Th ere are more than a 
thousand professional dealer-
ships advertising their cars on 
Gumtree, which means that you 
can buy a great second hand car 
and still enjoy the full protection 
of the Consumer Protection Act 
and governance associated with 
the trade.

 ■ Defi ne your budget
  When you are buying a new car, 

you have to consider more than 
just the sticker price. How much 
more will you have to spend on 
fuel or repairs? Is the car due for 
a service? How will the car aff ect 
your insurance payments? Look 
for a demo or ex-rental model of 
about a year old with mileage of 
10 000 to 15 000 kilometres.

 ■ Don’t overpay
  Use the Gumtree Car Price Checker to fi nd out 

what that particular make and year model are 
selling for. Oft en times buying a model that is 
one year older than the one you are looking at 
can take thousands off  the asking price.

 ■ Insist on paperwork
  No paperwork, no deal – especially when 

buying a car privately. Ensure that the vehicle 
has been settled in full with the bank, that the 
seller is the rightful owner and insist on a full 
service history.

 ■ Ask the right questions
  Th ere are a few questions you should ask right 

way. Why are you selling? is a great opening 
question. It’s one matter if the seller is looking 

for something bigger for his/her growing family, 
but it’s a whole other story if they are selling the 
car because it keeps breaking down. You might 
also ask what commute they’ve taken every day, 
whether or not they’ve taken the car on long 
road trips, when they last replaced the tyres, 
whether they’ve been in any accidents or where 
the car was parked every day.

 ■ Have it checked out
  While a Roadworthy Test is a legal require-

ment, you may also want to do an AA Dekra 
Test to ensure that there aren’t any nasty 
surprises lurking beneath the bonnet. Th ere 
will be a small fee but you will have full peace 
of mind that the car you are buying is in 
good condition. ■

Opinion

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

digital

Tips to Consider When Buying 
a New (Second Hand) Car

http://www.trucksmag.co.za


Subscribe for free @ www.autolive.co.za  Page 6

Toyota Still the Most Valuable 
Automotive Brand in the World

Th e Toyota Group may have lost the bragging 
rights of being the world’s No. 1 vehicle manu-
facturer and seller, but it is still the most valuable 
automotive brand, with a value of US$46.3bn. 
Value was up 7% between 2016 and 2017 according 
to a study by the UK-based valuation consultancy, 
Brand Finance. Toyota is followed by BMW 
(US$37.1bn) and Mercedes-Benz (US$35.5bn), 
according to a recent article by David Furlonger in 
Business Day.

Th e big surprise is Volkswagen, which is 
the core brand in the Volkswagen Group, now 
the world’s No. 1 motor company. Despite all 
the clouds hanging over the company from the 
Dieselgate scandal with ongoing fi nes, court cases 
and recalls the Volkswagen brand’s value grew 
by 32% between 2016 and 2017. It is now ranked 
fourth in the automotive world with a value 
of US$25bn.

Nissan was another strong performer over 
the past year, with its brand value jumping 39% 
to US$24.8bn. Th is saw Nissan leapfrog Ford and 
Honda, with Audi staying in ninth spot. Porsche 
rocketed up the standings from 18th to ninth, 
almost trebling its brand value from US$4.5bn to 
US$12.4bn. Th e Chevrolet brand fi lled 10th positon 
with a value of US$11.5bn, which was an improve-
ment of 29% over the 2016 fi gure.

Brand Finance calculates the value of a brand 
by a calculation based on predicted future sales at-
tributable to a brand and a “royalty rate”, which is 
what someone would have to pay to use the brand 
if it was not owned already. Among the other fac-
tors taken into consideration are: fi nancial perfor-
mance and sustainability, as well as the emotional 
connection of consumers with the brand.

Volkswagen also improved its brand strength, 
which is calculated on marketing investment, 
brand equity (based on public perception and 
consumer loyalty) and corporate reputation. Th e 
clear winner for brand strength is Ferrari, followed 
by Porsche and Volkswagen. Ferrari, with a score 
of 91.7 out of 100, was fourth of all brands in the 
world, behind Lego, Google, and Nike and just 
ahead of Visa and Disney. ■

Opel Astra is SA’s 
Car of the Year

Th e Opel Astra is the WesBank South African 
Guild of Motoring Journalists’ 2017 Car of the 
Year, making South Africa the thirteenth country 
where the Opel Astra has been recognised as a Car 
of the Year since its global introduction in 2015.

Th e latest accolade, which was announced 
at an industry banquet at Kyalami on March 15, 
comes on the back of a multitude of awards both 
here and abroad for the 11th-generation Astra. Th e 
most signifi cant of these is the European Car of the 
Year for 2016, widely considered the most prestig-
ious and important prize in the world of motoring.

Th e COTY judges, all members of the 
SAGMJ, recognised the Astra’s overall excel-
lence but specifi cally praised its build quality and 
dynamic ability–its safety-boosting road-holding 
and handling characteristics were singled out.  
Other categories which the judges applied their 
minds to before allocating points to the Astra and 
other fi nalists included Exterior Design and & 
Styling; Interior Use of Materials; Interior Layout; 
Technology; Engine Performance; Gearbox & 
Transmission; Engineering Integrity & Build 
Quality; Ride Quality & Refi nement; Steering & 
Handling; Aff ordability; Value for Money; and 
Overall Excellence.

Opel is no stranger to WesBank/SAGMJ 
COTY glory and in the early to mid-1990s it went 
through a purple patch with no less than three 
COTY crowns with the Opel Monza 160 GSi 
(1991), Opel Kadett 140 (1994) and Opel Astra 
160iS (1995). ■

Tata, VW and Skoda Explore 
Joint Development Projects

Tata Motors recently announced the signing 
of a Memorandum of 
Understanding (MoU) for 
a long-term partnership 
with Volkswagen Group 
and Skoda, to explore 
strategic alliance opportu-
nity for joint development 
of products.

Th e document lays 
down the scope and 
objectives in order to 
reach agreement on the 
modalities and terms of a 
long-term cooperation in 
identifi ed areas of partner-
ship. Skoda Auto will take 

the lead on behalf of the Volkswagen Group to 
drive forward work towards development of vehicle 
concepts in the economy segment.

Tata Motors and SKODA Auto, representing 
the Volkswagen Group, will detail out the guiding 
principles and terms of cooperation in the next few 
months. Post successful completion of defi nitive 
agreements, the two companies will start joint 
development work and joint value-chain activi-
ties. Based on this joint work, Tata Motors plans 
to launch products in the Indian market, starting 
calendar year 2019. ■

Goodyear is the World’s 
Most Admired Tyre Maker

For the fi ft h year in a row, Goodyear has been 
recognised as the world’s most admired tyre maker 
by Fortune magazine.

Among companies in Fortune’s World’s Most 
Admired Companies’ Motor Vehicle Parts catego-
ry, Goodyear was also the No. 1 ranked U.S.-based 
company and ranked No. 2 overall. In the Motor 
Vehicle Parts category, Goodyear was ranked No. 2 
in six of the nine key attributes measured, and No. 
3 in three others. 

Goodyear fi nished ahead of its key global tyre 
competitors in overall score and in seven of the 
nine categories.

Started in 1983, the Fortune Most Admired 
list is considered “the defi nitive report card on 
corporate reputations.” It uses a rigorous assess-
ment by 3,800 executives, board directors and 
securities analysts to determine a company’s 
overall reputation by evaluating innovation, people 
management, use of assets, social responsibil-
ity, management quality, fi nancial soundness, 
long-term investment, product/service quality and 
global competitiveness. ■

Snippets

continued on next page 

From left to right: Guenter Butschek, CEO & MD of Tata Motors, 
Matthias Mueller, CEO of Volkswagen AG and Bernhard Maier, 
CEO of Skoda Auto have signed a memorandum of agreement.
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 continued from previous page

Oldest Beetle in SA on 
display at VW Museum

Volkswagen’s automotive museum, AutoPavilion, 
recently had an upgrade and one of its new displays 
is Jan the Beetle. Jan was built on Wednesday, 14 
September 1949 in the original Volkswagen factory 
in Wolfsburg.  In 1971 Volkswagen South Africa 
and Wheels magazine held a competition to fi nd 
the oldest Beetle in South Africa. Th e winner was 
David Rubin of Middelburg, who received a brand-
new 1300 Beetle in exchange for Jan the Beetle.

Aft er being discovered in 1971, Jan went on 
display around South Africa before coming back 

home to rest at the 
Volkswagen fac-
tory in Uitenhage. 
However for a 
number of years, 
no one paid atten-
tion to Jan and he 
was left  in storage 
as his condition 
had deteriorated 
and could not be 

displayed. Th at changed when Jan the Beetle was 
brought to the attention of another very special 
Jan at Volkswagen, namely Jan Schiedek-Jacht, the 
Head of Product Engineering at VWSA. 

Schiedek-Jacht, who is a classic car enthusiast 
and expert off ered to give Jan a new lease on life. 
Soon, highly qualifi ed engineers from Product 
Engineering at VWSA heard about Jan and off ered 
to help.

It was decided by the team that Jan would 
be restored to his original condition and colour. 
As many original components as possible were 
repaired and restored, and only where required 
were new components sourced from special dealers 
in South Africa, Germany and the US.

Jan is now the jewel of the AutoPavilion vehicle 

collection. Th anks to his split rear windshield, Jan 
is the most desired little Beetle by collectors and 
enthusiasts alike. Jan proved that he is still fi t for a 
jolly weekend drive aft er covering over 600 km to 
the George Motorshow early in February. Th is was 
his fi rst drive aft er full restoration, exactly 67 years 
4 months 10 days aft er he was built. ■

Toyota Offers Discounted 
Service For Older Vehicles

Th e cost of vehicle ownership is always at the heart 
of Toyota South Africa Motors’ (TSAM) strategic 
focus. Irrespective of whether our customers use 
their vehicles for business or private purposes, 
TSAM believes that its aft er-sales service must be 
both cost-conscious and confi dence inspiring. It is 
for this reason that TSAM now off ers discounted 
servicing for all Toyota vehicles older than 5 years–
irrespective of year, mileage or model–throughout 
the local dealer network.

Toyota Value Service (TVS) off ers custom-
ers a guaranteed minimum of 10% discount on 
replacement parts – including engine coolant, 
brake fl uid, diff erential oil and gearbox oil – as 
well as a capped labour rate when taking their 
cars in for servicing. Among many benefi ts, this 
aff ords customers the opportunity to maintain a 
full Toyota service history and keep their Toyota 
genuine, safe and reliable through the exclusive 
use of Genuine Parts. In line with the brand’s 
cutting edge workmanship, servicing across the 
country’s dealer network is carried out by certifi ed 
technicians whose expertise is complemented by 
high-tech diagnostic equipment.

All workmanship and parts carry a 12-month 
warranty while TVS is done in accordance with the 
prescribed service schedules–including inspection 
of safety critical items, as well as all routine adjust-
ment and lubrication.

TVS brings transparency into the cost of vehicle 
servicing with the help of an online service calcula-
tor which is both vehicle and dealer specifi c. Th e 
calculator allows customers to have full information 
of the items due at the next service, as well the costs. 
Th e calculator is available at www.toyota.co.za/val-
ueservice and only requires the vehicle’s registration 
or VIN number. Customers can also book Toyota 
Value Service through the innovative MyToyota 
mobile application which is downloadable from 
Google’s Play Store or Apple’s App Store. ■

Gavin Walton, a popular member of the 
classic motorcycle community in South 
Africa, notched up his second win in the 
prestigious DJ Rally for classic motorcycles 
made before 1937 when he won the 2017 
event earlier this month. He had a total 
error of 220 seconds for the two-day event 
which took competitors from Durban to 
Johannesburg with an overnight stop 
in Newcastle.

This was the 46th running of this 
regularity rally which commemorates the 
annual motorcycle races held on public 
roads between Durban and Johannesburg 
from 1913 to 1936.

This year there were 70 fi nishers from 
an original fi eld of 93 riders, with four non-
starters and 19 non-fi nishers. This year the 
riders had favourable weather for most of the 
trip, with only one slight shower encountered, 
after a heavy downpour in Durban on the 
day before the start. ■

DJ Rally Review

This 1949 model is the 
oldest VW Beetle in SA.

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


Subscribe for free @ www.autolive.co.za  Page 8

People

Ford Motor Company has announced the appoint-
ment of Casper Kruger as managing director of 
Ford Motor Company Sub-Saharan Africa Region, 
eff ective 1 April, 2017.

Kruger will join Ford’s Southern Africa leader-
ship team  and assist in overseeing Ford’s business 
operations in Sub-Saharan Africa, including 
South Africa and Southern Africa.  He will assume 
the position of managing director when current 
president and CEO Jeff  Nemeth takes on his new 
position at Ford as part of his planned return to the 
U.S. July 1, 2017.

“Casper’s extensive experience and expertise 
in sales and marketing, together with his deep 
experience in working closely with dealers and 
their customers, will be a great asset in strengthen-
ing our retail business in the region with the excep-
tional range of current products we off er, bolstered 
by the addition of several exciting new models in 
the coming years,” said Jacques Brent, president of 
Ford Middle East and Africa.

“Having already spent two years at Ford, from 

2007 to 2009, Casper is well placed to integrate 
seamlessly into the team and lead the company 
forward into a new era of growth and opportunity.”

During his time at Ford Motor Company of 
Southern Africa (FMCSA), Kruger was national 

sales manager and general manager for the Ford 
brand. He is the outgoing vice president of Vehicle 
Sales and Dealer Network at Toyota South Africa, a 
position he held from 2014, aft er previously head-
ing up Toyota’s Hino truck division as vice presi-
dent for a period of fi ve years. From 1996 to 2006, 
he served in several sales and marketing positions 
at Toyota. Th is was preceded by a fi ve-year stint as 
a lecturer and senior lecturer in marketing at the 
University of South Africa (UNISA).

“I would like to thank Jeff  for his exceptional 
commitment to developing and growing the 
business over the past seven years pioneering our 
expansion into Sub-Saharan Africa,” Brent said. 
“During his tenure, he led the team through the 
launch of the global export programme for the 
locally built Ford Ranger and, more recently, lo-
cal production of the Everest. Both the Silverton 
Assembly Plant in Pretoria and the Struandale 
Engine Plant in Port Elizabeth were expanded with 
multi-billion rand investments and are running at 
record capacities.” ■

Ford Appoints New Managing Director

Casper Kruger has been appointed 
as managing director of Ford Motor 
Company Sub-Saharan Africa Region.

Nissan has appointed 
Peyman Kargar as 
Senior Vice President 
and Chairman of its 
Africa, Middle East, 
and India region 
(AMI), eff ective from 
April 1st 2017. In this 
role he will lead the 
regional manage-
ment committee and 
be responsible for 
business strategy and 
performance for both 
the Nissan and Datsun 

brands with all functional heads reporting to him.
Kargar, 49, joins Nissan from its Alliance 

partner Renault, where he has worked since 
1996 in a number of senior management posts 
spanning engineering, quality, service, projects 
and aft ersales.

His most recent position was as Renault’s Vice 
President Sales & Marketing, Africa, the Middle 
East and India since 2014. Peyman eff ectively 
established the new region for Renault and gained 

extensive market knowledge through working in 
over 50 countries.

Since 2010 he has also been responsible for 
expanding Renault’s business in the Middle East as 
Managing Director for the Renault Group in Iran, 
where he oversaw a trebling of sales volume. His 
scope was enlarged considerably in 2012 when he 
was promoted to Managing Director Middle East 
Operations, responsible for all industrial and com-
mercial activities across 13 countries.

Kargar began his career in 1992 as an engineer 
working for UK-based Amjet Company aft er 
graduating from INSA engineering school in Lyon 
and London Business School, where he gained 
his MBA.

Kalyana Sivagnanam has joined Nissan as 
Regional Vice President, Marketing and Sales, for 
Africa, the Middle East and India. He will also be 
President of Nissan Middle East. Th e appointment 
comes as the region becomes increasingly signifi -
cant for Nissan’s global business.

Nissan already has a strong and growing pres-
ence in the region with more than 15,000 employ-
ees supporting the business across 87 countries. 
Nissan has four major regional hubs controlling 

Marketing and Sales, 
and related functions, 
in the United Arab 
Emirates, India, Egypt 
and South Africa – 
as well as satellite 
offi  ces in other key 
markets includ-
ing the Kingdom 
of Saudi Arabia. 
Manufacturing 
facilities are located 
in India, Egypt, South 
Africa and Nigeria 
with a combined 
annual production 
capacity of more than 
half a million units.

In his new role Sivagnanam will oversee all 
Marketing and Sales in the Africa, Middle East and 
India region. He will also assume overall respon-
sibility for Nissan’s business in the Middle East 
including Saudi Arabia and Turkey.

He has more than 18 years of experience in the 
automotive industry. He has joined Nissan from 
Ford where he led the development of the Lincoln 
and Ford brands in the Middle East and Africa as 
Vice President of Marketing, Sales and Service. 
Previously he was a Regional Director for Ford 
in Europe. ■

Key Appointments for Nissan’s Africa, 
Middle East and India Region

Kalyana Sivagnanam 
has joined Nissan 
as Regional Vice 
President, Marketing 
and Sales, for Africa, 
the Middle East 
and India.

Nissan has 
appointed Peyman 
Kargar as Senior 
Vice President and 
Chairman of its 
Africa, Middle East, 
and India region.
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Dr Johan van Zyl, Chairman of Toyota South 
Africa Motors (TSAM) and President and CEO of 
Toyota Motor Europe (TME), is being promoted 
from Managing Offi  cer to Senior Managing Offi  cer 
by Toyota Motor Corporation (TMC). Th e appoint-
ment will be eff ective from the 1st of April 2017. 
He will become the fi rst African to be appointed 
Senior Managing Offi  cer by TMC.

Dr van Zyl started his career with Toyota 
South Africa Motors in 1993 as the Director: 
Vehicles Sales and Dealer Network. Th is was the 
starting point of a great career with the company. 
Prior to Toyota South Africa, Dr van Zyl was 
mainly involved in education both as a lecturer 
and a student.

Aft er obtaining his doctorate in commerce, 
Dr van Zyl started lecturing at the University of 
Potchefstroom. Before entering the motoring in-
dustry, Dr van Zyl was awarded professorship and 
consulted to various businesses.

In 1993, he joined Toyota and was responsible 
for all sales activities as well as dealer network. 
In 1995, Dr van Zyl was promoted to Group 
Marketing Director and was responsible for all 
sales and marketing activities. In July 1996, he 
was promoted to Managing Director: Vehicle 
Marketing where his responsibilities enlarged to 
include Hino Truck operations in South Africa.

In 1997 he became the Managing Director: 
Toyota (SA) Marketing and a year later became the 
President and Chief Operating Offi  cer of Toyota 
South Africa Motors. He was promoted into the 
position of President and Chief Executive Offi  cer 
of Toyota South Africa Motors in 2002. In 2009, 
Dr van Zyl was appointed as Managing Offi  cer of 
Toyota Motor Corporation in Japan and in 2013, he 
added Chief Executive Offi  cer for Toyota in Africa 
to his responsibilities.

His exceptional business acumen and knowl-
edge of the industry have been strengthened over 

the years with travels to Japan, the United States 
and into Africa. Th e latest promotion comes 

exactly two years aft er Dr van Zyl was appointed 
CEO of TME. ■

Dr Johan van Zyl, Chairman of Toyota South Africa Motors (TSAM) and President and 
CEO of Toyota Motor Europe (TME), is being promoted from Managing Offi cer to Senior 
Managing Offi cer by Toyota Motor Corporation (TMC).

Senior Position for SA-born Dr Johan van Zyl

mailto:sales@intelligosolutions.com
http://www.intelligosolutions.com
http://www.intelligosolutions.com
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BY ROGER HOUGHTON

Th e automotive industry is playing an increas-
ingly important role in the overall South African 
economy by providing direct impacts in all the 
important aspects, such as contribution to GDP, 
employment, skills uplift ment, and signifi cant 
contributions to the fi scus through taxes, besides 
substantial direct foreign investment.

All these positives have been identifi ed by 
Econometrix, SA’s most experienced economic 
consultancy, in a survey conducted on behalf of 
NAAMSA. Th e topic studied was “Th e Economic 
and Socio-Economic Impact of the South African 
Automotive Industry”.

Rob Jeff rey, who headed up the Econometrix 
study team with Dr. Johannes Jordaan, gave an 
information-laden presentation of the results at the 
recent NAAMSA media briefi ng in Johannesburg.

Currently South Africa is responsible for 
building only 0.7% of the world’s vehicles but 
Econometrix’s study has confi rmed that the 
direct impact of SA ‘s automotive industry is still 
only the tip of the iceberg in terms of benefi ts to 
the country.

“Production and sale of automotive products 
generates profi ts for a wide range of industries 
up- and down-stream,” said Jeff rey. “Analysis 
confi rms the substantial economic importance of 
the automotive industry in South Africa, while it 
also makes a huge impact on the regional econo-
mies of, in particular, Gauteng, Eastern Cape and 
KwaZulu-Natal.”

Although there has been a fall of 74% in direct 
foreign investment into South Africa in the past 
three years the automotive industry continues to 
attract signifi cant capital investments by the vehi-
cle and component manufacturers.

Th e motor industry’s contribution to the Gross 
Domestic Profi t was 7.2% in 2015, which was a 
record high, totalling R256.7-billion. It is also a 
major contributor to the country’s socio-economic 
environment with the seven OEMs spending R1.5-
billion on corporate social investment projects in 
the past three years.

Employment is in short supply in South 
Africa and here the automotive industry provides 
more than 400 000 direct jobs in the formal and 

informal sectors and supports almost one million 
people. In addition, payment to employees puts 
R84.5-billion into the local economy.

Sales in the total ambit of the automotive 
business sphere in SA amounted to a massive 
R441.7-billion in 2015, while the industry’s ex-
ports equated to 15,6% of total exports from SA. 
Automotive imports in 2015 at 13.6% of all imports 
also helped provide a total trade surplus of R5.3-
billion for the automotive industry, which is an 
important, positive trend.

However, Jeff rey pointed out that there were 
several challenges for the industry in terms of its 
sustainability going forward.

One of these is the frequent and prolonged 
industrial action which portrays SA as an unreli-
able base for manufacturing of vehicles for world 
markets and this can impact on decisions to invest 
in new models.

Other African countries, such as Nigeria, 
Kenya and Morocco are embarking on pro-
grammes to strengthen their local automotive 
industries and will be competing aggressively for 
automotive investments.

“If the vehicle manufacturing industry in 
South Africa doesn’t receive the necessary domes-
tic and international support, with the required 
investment in infrastructure, skills, and innovation 
to increase productivity, economies of scale and 
profi tability to grow the local industry then other 
countries may seize the opportunity to become 
more lucrative environments for global motor 
manufacturers,” said Jeff rey.

“As a result, the SA automotive manufactur-
ing industry could follow in Australia’s footsteps 
in the demise of its vehicle and component 
manufacturing industry. Th e Australian example 
shows how quickly production can be shift ed 
to other locations where a more enabling policy 
environment exists.” ■

Econometrix Survey Reveals Positive Impact 
of SA Motor Industry on Overall Economy

Top economist Rob Jeffrey.

“If the vehicle manufacturing 
industry in South Africa doesn’t 
receive the necessary domestic 
and international support, 
other countries may seize the 
opportunity to become more 
lucrative environments for global 
motor manufacturers.”

Currently South Africa is 
responsible for building only 0.7% 
of the world’s vehicles.
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Nissan broke the stranglehold Toyota has on ex-
ports of built-up vehicles into Africa in February. 
Nissan exported 796 vehicles compared to Toyota’s 
717. Total exports for the month were again 
very disappointing at 1 982 units. However, this 
total was marginally better than the 1 869 units 
exported from SA makers into Africa in February 
last year.

Interestingly Nissan also exported more 
vehicles than Toyota in February 2016. On that 
occasion the Nissan fi gure was giving a boost with 
a shipment of 355 units to Madagascar. Th is year 
the boost for Nissan came from shipping 525 units 
to Ghana.

General Motors/Isuzu Trucks was the third 
best SA exporter, but way behind the leaders with 

220 units shipped outside the border. Ford shipped 
only 29 units this February compared to 249 a year 
previously.

Ghana, boosted by the Nissan shipment, 
was the top destination for SA-made vehicles in 
February, followed by Kenya (280). Zimbabwe 
(138), Mauritius (111), Zambia (105), and 
Tanzania (105).

However, Toyota still has a lead of 146 units 
over Nissan on a year-to-date basis, with Toyota 

having exported 1 417 units into Africa compared 
to 1 269 Nissans. General Motors/Isuzu Trucks is a 
distant third (268) with Ford trailing in fourth spot 
(120). Total exports for the two months totalled 
3 524, which is 35% behind the 5 413 units shipped 
into Africa a year ago. Th is fi gure was, in turn, 32% 
behind the fi gure of 7 934 units exported in the 
fi rst two months of 2015.

Ghana, buoyed by the big shipment of Nissans, 
was the top destination with 852 units. Kenya was 
the next biggest market, taking 414 SA-built vehi-
cles while Zimbabwe, with 337 units was the only 
other country to take more than 300 units in this 
two-month period. ■

Nissan Exported More Vehicles Than 
Toyota Into Africa In February

Ghana, boosted by the Nissan 
shipment, was the top destination 
for SA-made vehicles in February.

In step with the Volkswagen brand’s regionalisa-
tion strategy, the company has established the 
“Sub-Saharan Africa” region to develop and 
strengthen the African market.

Th e new region joins the 
existing regions of North 
America, South America and 
China and is the next logical 
step in the Volkswagen brand’s 
strategy to position itself in 
focus areas. Th e region will be 
headed by Th omas Schaefer, 
Chairman and Managing 
Director of Volkswagen Group 
South Africa. Organisational 
details will be elaborated in 
the coming weeks. Sub-Sahara 
comprises of 49 states and has 
a total population of some 
920 million.

Commenting on the reasons for the brand’s 
engagement in Africa, Schaefer said: “Africa is still 
one of the blank spots on the Volkswagen map. 
Th ere is, however, enormous potential in the region 
to meet the mobility needs of a burgeoning middle 
class. We will drive forward the development of 
these new markets in cooperation with various 
African governments – and gradually strengthen 
and expand the new Sub-Saharan Africa region.”

Th e Volkswagen brand currently has three 
operations in the region. Th e company has been 
building cars in South Africa since 1951. Vehicle 
assembly began in Nigeria in 2015, with assembly 
in Kenya getting underway in December 2016. In 

addition, Volkswagen plans to launch an integrated 
mobility concept in Rwanda at the end of this 
year. Th e concept provides for app-based mobility 
solutions such as car sharing and ride hailing. For 
this purpose, an environmentally compatible local 
vehicle production facility is to be established in 
the capital city Kigali to cover vehicle demand for 
the integrated mobility concept.

Schaefer began his career with Volkswagen 
AG in 2012 as Head of Group Production (Foreign 
plants). Prior to joining Volkswagen, he held 
senior management posts at Daimler AG in 
South Africa and Malaysia. Since February 2015 
he has been heading up the Volkswagen Group 
South Africa. ■

VW Establishes New Sub-Saharan Africa Region

Thomas Schaefer, Chairman and 
Managing Director of Volkswagen Group 
South Africa, will be heading up the Sub-
Saharan Africa region.

VWSA’s production plant in Uitenhage.
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Nissan, in partner-
ship with the 
uYilo e-Mobility 
programme, is to 
demonstrate its 
revolutionary tech-
nology that allows 
power stored in 
electric vehicles to be used in a range of home and 
commercial applications.

Th e world’s best-selling electric vehicle, the 
Nissan LEAF – the only commercial electric vehi-
cle used for bi-directional energy transfer capabil-
ity – is being used in a uYilo fi eld test programme 

to demonstrate and develop Nissan’s award-
winning charger technology in South Africa. Once 
implemented, it will allow LEAF owners to utilise 
the vehicle’s battery capacity in a variety of ways, in 
addition to driving.

Comprising Vehicle-to-Grid (V2G), Vehicle-
to-Home (V2H) and Vehicle-to-Load (V2L) 
systems, the technology allows use of the Nissan 

LEAF’s battery not only for mobility, but for multi-
ple energy storage uses and applications.

“Th e technology is part of Nissan’s global 
Intelligent Mobility vision, demonstrating how we 
can integrate zero emissions driving with effi  cient 
renewable energy systems for domestic and com-
mercial use,” said Nissan South Africa’s managing 
director, Mike Whitfi eld.

Th e technology was fi rst rolled out in Japan 
in 2012 when Nissan launched the LEAF to home’ 
power supply system. Th e system transfers the 
energy stored in the LEAF’s battery to a dedicated 
V2H station, providing power for household 
needs. Th e technology has been further developed 
to deliver V2G, allowing energy in the battery 
to be traded with municipal and energy utili-
ties to increase capacity, while also providing the 
opportunity to stabilise the grid during peak 
electricity usage.

Heading the technology localisation pro-
gramme is Hiten Parmar, director of the uYilo 
e-Mobility Programme hosted by Port Elizabeth’s 
Nelson Mandela Metropolitan University engi-
neering innovation hub, eNtsa.

While the timing for full implementation of 
the hardware for local product development is 
yet to be confi rmed, uYilo is aiming to unveil an 
initial demonstration and testing within the next 
six months.

uYilo is also engaging with Nissan and other 
global developers and product distributors of a 
vehicle-to-everything (V2X) system that could 
eventually be integrated into South Africa’s 
greater ecosystem. ■

Nissan Showcases Energy Transfer Capability

BMW Group South Africa will be investing 
R400 million into a new Regional Distribution 
Centre and the expansion of its Midrand 
Headquarters over the next two years. Th e 
R400 million investment is in addition to the R6bn 
injection announced in November 2015, prepar-
ing the company’s Rosslyn Plant to build the next 
generation BMW X3.

“Th e world of mobility is ever-changing and 
dynamic. As a global business, we stay ahead 
of the trends and deliver superior products and 
services,” said CEO BMW Group South Africa and 
Sub-Saharan Africa, Tim Abbott. “Th e revamp of 
our Midrand Headquarters and the new Regional 
Distribution Centre will allow us to remain 
relevant to changing customer needs by bring-
ing together cross-functional disciplines in one 
centralised powerhouse.”

Th e investment project will be multi-phased, 
starting with the construction of the new Regional 
Distribution Centre at the Waterfall Distribution 
Campus in March 2017. Th is customised 
warehouse will double in size and further refi ne 

the service to customers of the BMW, MINI 
and BMW Motorrad brands not only in South 
Africa, but also to tap into the growth potential of 
Sub-Saharan Africa.

Relocation of parts warehousing to this new 
site in 2018 opens space on the Midrand campus to 
build a state-of-the-art dealer training centre. Th e 
Midrand Campus will in future also house the SAP 
Shared Services Centre and IT Operations.

“We are becoming a digital mobility solution 
provider,” said Abbott. “Information Technology 
has already become an essential enabler for the 
company. BMW Group South Africa is a key hub 

of IT services for the global group of compa-
nies. Th is service will grow further in future,” 
he added.

Existing offi  ce space will be expanded 
and revamped to accommodate the growth 
of the Information Technology function and 
the need for more jobs. BMW Group South 
Africa was selected from the 140 countries in 
the BMW Group network as a key hub for SAP 
system development, due to the unique skill-
set of its Information Technology personnel. 
Employees are empowered through local and 
international assignments.

Th e expanded Midrand Campus will bring 
together staff  for corporate services, Sales and 
Marketing, Information Technology, dealer train-
ing and Financial Services. “As the primary infl u-
encer of the mobility of the future, the skills and 
inventiveness of our people are what gives us the 
edge. We believe that providing a premium work 
environment will further elevate this strategic 
advantage by creating a space where employees col-
laborate and learn together,” Abbott concluded. ■

BMW Invests in Local Operations

Mike Whitfi eld, Nissan South Africa’s MD.

The technology allows use of the 
Nissan LEAF’s battery not only for 
mobility, but for multiple energy 
storage uses and applications.

The investment project will be 
multi-phased, starting with the 
construction of the new Regional 
Distribution Centre at the 
Waterfall Distribution Campus in 
March 2017.

The Nissan LEAF with bi-directional 
energy transfer capability.
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We Drive

Yep, the 2016 International Pick-Up of the year 
is now available in South Africa and it’s a kicker! 
Th e local launch took place in the Western Cape 
recently and provided motoring scribes ample 
opportunity to put the newcomer through its paces 
on the road, on dirt and even in the dunes.

Initially, the local Navara range will consist of 
three double cab models, off ering a choice of Mid- 
or High-specifi cation. All models are powered by 
a 2,3-litre twin-turbo diesel engine. Th e engine 
combines common rail direct injection and both a 
smaller, high pressure turbo and a larger, low pres-
sure turbo to deliver more linear power throughout 
the engine speed range.

Th e new engine delivers 140 kW of power at 
3 750 r/min and 450 Nm of peak torque between 
1 500 r/min and 2 500 r/min.

Th e all-new Navara is available with either a 
six-speed manual gearbox or a new, seven-speed 
automatic gearbox. Th e automatic gearbox fea-
tures gear ratios selected to specifi cally optimise 
the torque delivery of the new twin turbo engine 
and also off ers a manual shift ing function.

I was a big fan of the styling of the previous 
Navara and the newcomer doesn’t disappoint. 
It looks rugged yet stylish, with key features in-
cluding a V-shaped grille, boomerang style LED 
daytime running lights, oversized fenders and 
a blacked-out B-pillar. Also worth a mention 
are rear privacy glass, side steps, alloy wheels, 

a high-mounted stop light and an integrated 
aerodynamic lip on the tailgate.

Th e new Navara is like the old one, just  better. 
In fact, almost every functional aspect of the new 
model has been improved. Th e load bay on double 
cab versions has been stretched by 67 mm to 
1 503 mm and been made deeper (474 mm from 
456 mm), resulting in a capacity of 1 061 litres. 
Load carrying capacity has also been upgraded 
signifi cantly and the new Navara can carry up 
to 1 002 kg, depending on specifi cation level. 

Good Just Got Better
Nothing beats a good old-fashioned 
road trip, even if it means a 4 am 
wake-up call. And knowing that 
you’ll be spending the entire day 
at the wheel of Nissan’s much 
anticipated new Navara makes the 
pill easy to swallow.

continued on next page 
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We Drive

And thanks to its powerful new engine it can tow a 
braked trailer of up to 3 500 kg.

Although no serious off -roading was done on 
the local launch of the new Navara, we did have 
the opportunity to play around in the dunes near 
Lamberts Bay. Th is provided the ideal environ-
ment in which to showcase the four-wheel drive 
system, which combines a transfer case with a host 
of electronic aids to off er exceptional off -road capa-
bilities. Th e mechanical transfer case, which selects 
four-wheel drive and low-range, is operated by a 
turn-knob inside the cabin and can be switched be-
tween two-wheel drive and four-wheel drive (High) 
at up to 100 km/h.

In four-wheel drive mode, either High or Low, 
the new Navara will engage its new Active Brake 
Limited Slip Diff erential system (ABLS). Th is elec-
tronic system actively manages power delivery and 
wheel braking between the front and rear axles and 
between the left  and right of the vehicle, depending 
on traction and speed.

Th e ABLS system works in conjunction with 
the Vehicle Dynamic Control system (VDC) 
and ABS-brakes to ensure sure-footedness both 

on and off  the road. Th e High-spec models also 
add Hill-start Assist (HSA) and Hill Descent 
Control (HDC) as standard features, and 
they, too, are connected to the ABLS-system 
when present.

We spent a lot of time inside the Navara 
during the launch and the cabin certainly can’t 
be faulted. While similar in dimensions to its pre-
decessor, the new cabin features larger doors for 
easier ingress and egress, a 23-degree slanted rear 
bench for greater comfort and more rear legroom 
and a host of creature comforts, such as the fi rst in 
class dedicated rear air vents and even an electri-
cally operated rear cab window.

Behind the steering wheel, the driver is 
welcomed by a brand-new cockpit design. Th e 
design centres on the touch-screen infotainment 
and navigation system that is standard equipment 
across the range.

Th e new Navara is fi tted with Spinal Support 
front seats that feature, amongst other innovations, 
a new spinal channel in high-density foam. Th ese 
seats are designed to distribute body pressure on 
the seat surface and have been proven to reduce 
fatigue signifi cantly over long journeys. Leather 
seats with heating function and electrical adjust-
ment on driver’s seat, are available as optional on 
the High-grade models.

Of course all the expected bells and whistles 
are part of the package too. Th is includes automatic 
headlights, air-conditioning, cruise control, three 
12V sockets in the cabin, an automatic dimming 
rear view mirror and no less than 7 airbags. High-
grade models also add features such as dual zone 
climate control and keyless entry with a Start/
Stop button.

Th e new Navara is off ered with a Nissan 
Assured warranty and service plan as standard. 
Th is includes a 6-year/150 000 km mechanical 
warranty and a comprehensive 3-year/90 000 
km service plan. Prices range from R514 900 
to R597 900.

In case you were wondering, the 4×2 double 
cab range is destined for local shores towards the 
end of 2017. ■

 continued from previous page

The new Navara is offered with 
a Nissan Assured warranty and 
service plan as standard. 
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New Models

PEUGEOT 2008
The new Peugeot 2008 SUV range consists of four models, spanning two engine 
choices, two transmission choices and three trim levels. The 2008 GT Line is the 
fl agship model in the four-derivative line-up. The Active model provides the entry point to 
the range, and is offered in conjunction with a 1,6-litre HDI turbo-diesel engine, coupled 
to a fi ve-speed manual gearbox. There are also two Allure models, both with a 1,2-litre 
engine but with a manual or six-speed automatic transmission.

POLO CITI VIVO
Volkswagen is paying homage to its 
venerable and legendary Citi Golf model 
with the introduction of the limited edition 
Citi Vivo. Citi Vivo is bringing back the 
ubiquitous three colours of Red, Yellow 
and Blue which were used to launch the 
original Citi Golf in 1984 and is based on 
the 1.4i Conceptline derivative which has 
a power output of 55kW. In addition to the 
standard features of Conceptline, Citi Vivo 
gets 15-inch alloy wheels, side mirrors 
and door and tailgate handles in white, as 
well as decals. It retails for R177 300.

ALFA ROMEO GIULIA
Fiat Chrysler Automobiles in South Africa has introduced the Giulia and Giulia QV. 
Unique characteristics of the Giulia include the outstanding weight distribution across 
the two axles, the sophisticated suspension and the most direct steering in its segment. 
In addition it combines extraordinary engine performance and the use of ultralight 
materials, like carbon fi bre, aluminium, aluminium composite and high quality plastics, 
in order to obtain the best weight-to-power ratio. Pricing starts at R555 000, while the 
Giulia Quadrafolio Verde will be available in limited numbers from R1 400 000.

BMW 5 SERIES
The seventh generation of the BMW 
5 Series has been introduced locally. 
All the engines in the 5 Series Sedan 
line-up belong to the newly developed, 
modular BMW Effi cientDynamics family 
of power units. Two diesel engines and 
two petrol variants will be available from 
launch, working in tandem with rear-wheel 
drive. The fl agship model is the 540i, 
equipped with a three-litre straight-six 
engine that produces 250 kW of power 
and 450 Nm of peak torque. Despite its 
impressive output and dynamic edge, 
average fuel consumption stands at only 
6.5 litres/100 km.
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Sneak Peek

RANGE ROVER VELAR
Designed to fi ll the space between the Range Rover Evoque and Range 

Rover Sport, the Velar offers high levels of luxury, refi nement and all-terrain 
capability. The Velar features a sophisticated all-wheel drive system, 

four-corner air suspension and Land Rover’s unmatched suite of traction 
technologies including Terrain Response 2 and All Terrain Progress 

Control. Designed and engineered at Jaguar Land Rover’s development 
centres in the UK, Velar will be produced at the company’s Solihull 

production facility, UK. It goes on sale in the fourth quarter of 2017 in 
South Africa. Full details and pricing will be released closer to launch.

NISSAN QASHQAI
The latest iteration of the Nissan Qashqai boasts a contemporary 
new exterior design, higher levels of interior quality and improved 
driving performance. New Nissan Intelligent Mobility technologies 
have also been added, continuing Nissan’s ongoing journey towards 
zero emissions and zero fatalities. The new Qashqai will be available 
with ProPILOT autonomous drive capability. The new Qashqai goes 
on sale in Europe in July this year. There is no word as yet on plans 
for local introduction.

VOLVO XC60
Volvo revealed the new XC60 at the recent Geneva Motor Show. Built 

on the same Scalable Product Architecture (SPA) as Volvo’s new 90 
cluster, it is set to be one of the safest cars ever made and is fully-loaded 

with new technology. At the top of the engine line-up is Volvo’s award-
winning T8 Twin Engine petrol plug-in hybrid, delivering a total combined 
output of 300 kW and acceleration from 0-100 km/h in just 5.3 seconds. 
The rest of the engine line-up also includes the same petrol and diesel 

Drive-E engines as found in the XC90. Local introduction is preliminarily 
confi rmed for the second quarter of 2018, with engine availability, 

specifi cation, pricing and model mix to be confi rmed closer to the time.

LEXUS LS 500H
Unveiled at the Geneva Motor Show, the Lexus LS 500h is equipped 
with the new Lexus Multi Stage Hybrid System, combining a 3.5-litre dual 
VVT-i (intelligent variable valve timing) V6 petrol engine with two electric 
motors, together delivering a total output of 264 kW. A simulated shift 
control pattern that delivers the feel of driving with a 10-speed gearbox 
allows for high-speed cruising at lower engine revs. The LS 500h is also 
capable of running at higher speeds – up to 140km/h – with the petrol 
engine shut off. The new Lexus LS 500h is expected to arrive in South 
Africa in the fi rst quarter of 2018.
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BY ROGER HOUGHTON

Monthly vehicle sales data, which is a major indica-
tor in computing South Africa’s economic trends, 
is losing relevance as a second major local manu-
facturer decides to stop detailed reporting. Th is 
means submitting only aggregate sales fi gures with 
no breakdown of individual models and variants.

Th e former Associated Motor Holdings 
(AMH), now renamed Motus Corporation, has 
never timeously reported detailed sales of its vari-
ous brands, which include Kia, Hyundai, Chery 
and Foton. Admittedly it does report full details 
three months in arrears, but this does aff ect full 
analysis of the monthly sales reports submitted by 
the various manufacturers and distributors and 
then published by the Department of Trade and 
Industry (DTI).

Mercedes-Benz SA stopped detailed report-
ing at the end of 2011 and this situation continued 
for several months in 2012 before it reverted to 

full reporting. Th en the same company stopped 
detailed reporting from November 2014 and con-
tinues with this stand-off  today.

All it releases are aggregate fi gures for pas-
senger cars, LCVs, MCVs and HCVs and XHCVs 
with no split into models or even brands. (MBSA 
markets three brands of trucks – Mercedes-Benz, 
Fuso and Freightliner). It also does not split these 
sales into the various channels, being dealer sales, 
government sales, car rental sales and single unit 
sales to its corporate fl eet. It only gives a single 
total for exports.

Unfortunately, one of its arch rivals in the 
luxury market, BMW, has also stopped detailed 
reporting too. Th e only fi gures supplied to the DTI 
for February were aggregate totals for domestic 
sales and exports.

It now seems this trend is set to grow. 
Th omas Schaefer, Managing Director of 
Volkswagen SA, hinted at the recent NAAMSA 
media briefi ng that Audi could be next to join 
the ranks of non-reporters. If this happens could 
Volkswagen follow suit? A recent media report also 
hinted that yet another company could take this 
tit-for-tat approach to sales reporting.

Nico Vermeulen, 
the Executive Director 
of NAAMSA, said 
at his organisation’s 
recent media briefi ng, 
that besides the private 
sector there are 19 gov-
ernment departments 
which use monthly 
vehicle sales fi gures for 
economic analysis and 
planning purposes.

Standard Bank’s 
Nicholas Nkosi has 
been reported as saying: “Any further withdrawals 
will dilute the validity of the fi gures and have seri-
ous consequences for 
economic forecasting.”

It seems, accord-
ing to Vermeulen, that 
there is one organisa-
tion that can assist in 
this regard and this is 
the DTI, which can, ev-
idently, make detailed 
reporting compulsory 
for motor manufactur-
ers and distributors 
doing business in SA. 
Let’s see if they take 
any action before it is 
far too late! ■

Associated Motor Holdings 
(AMH), now renamed Motus 
Corporation, has never timeously 
reported detailed sales of its 
various brands, which include Kia, 
Hyundai, Chery and Foton.

Mercedes-Benz SA stopped 
detailed reporting at the end of 
2011. BMW, has also stopped 
detailed reporting.

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 pro-

cess 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 April 7th.
Winners will be contacted via e-mail.

New Vehicle Sales Reporting Losing Relevance

Thomas Schaefer, 
Managing Director 
of Volkswagen SA.

Nico Vermeulen, the 
Executive Director 
of NAAMSA.

mailto:liana@autolive.co.za
http://www.autolive.co.za
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Corporate Social Responsibility

Nissan South Africa recently handed the keys 
of a new Nissan Qashqai to the lucky fi rst-place 
winner of the Miracle Drive on February 21. Th e 
car manufacturer served as the lead benefactor of 
the fundraising initiative for the 27th year in a row, 
helping to raise R20 million in proceeds.

Th e Miracle Drive, which is aimed at 
improving people’s lives through a range of 
projects carried out by Chabad Johannesburg, 
involves numerous sponsors and a variety of 
diff erent prizes.

“We are delighted to have played a part in this 
important initiative and to contribute towards 
the work that Chabad Johannesburg does in 
uplift ing communities across South Africa,” said 
Mike Whitfi eld, MD Nissan Group of Africa. 

“Th e considerable funds raised will hopefully go a 
long way to helping create new miracles in the lives 
of many South Africans.”

Th ousands of South Africans are uplift ed 
each year through the Drive’s initiatives, includ-
ing the Grow Your Library project, which will 
have donated 20 libraries by the end of the year, 
and the Shoe Shine project, which facilitates job 
creation and currently has over 200 portable units 
in circulation. 

Th e Miracle Drive also helps to sponsor the 
thousands of meals which are served at Chabad 
House monthly and the numerous heritage and 
learning programmes which take place each 
year. Th e Change Our World for Good project 
enables ordinary South Africans to purchase Ark 

charity boxes and fi ll them with spare change so 
that, once full, they can pass them on to those 
in need.

Nissan’s involvement in the Miracle Drive 
began when Rabbi David Masinter approached 
the automotive manufacturer to discuss a possible 
partnership between the two organisations. Rabbi 
Masinter pointed out that Nissan is also the fi rst 
month of the Jewish calendar and stems from the 
Hebrew word for ‘miracle’. Hence the Miracle 
Drive was born.  

“Nissan’s involvement in the initiative goes far 
beyond the call of duty, demonstrating its com-
mitment to the uplift ment of all people and their 
good corporate citizenship,” said Rabbi Masinter. 
“Nissan drives miracles.” ■

Nissan Helps Drive Miracles

Th e Volkswagen Community Trust opened the 
fi rst Literacy Centre in Uitenhage earlier this 
month. Th e aim of the centre, located in Ntlemeza 
Primary School, is to provide structured literacy 
support to learners, teachers and parents.

“At Volkswagen we strive to make a real dif-
ference in the community, that is why we support 
Early Childhood Development and are so commit-
ted to the VW Community Trust Legacy Literacy 
Programme”, said Th omas Schaefer, Chairman 
and Managing Director of Volkswagen Group 
South Africa.

Volkswagen has spent over R600 000 at 
Ntlemeza to date. Th is includes a revamp of 
the Grade R classrooms, the establishment of a 
literacy centre and a brand-new netball court. 
Going forward, VW will be responsible for all the 
operational costs of the centre, which will ensure 
that all at-risk learners at Ntlemeza Primary school 
are identifi ed early and then given daily structured 
support by well-trained volunteers and literacy 
practitioners. Six volunteers have been contracted 
to the centre already and their work is already 
showing results.

At the handover of the centre, Th emba 
Kojana, Head of Department for the Eastern 
Cape Department of Education, commended the 
partnership between Volkswagen, Shine and the 
education department and committed R7.9 million 
to Ntlemeza Primary School for security and bath-
room, electrical and building renovations. 

In September 2015, the VW Community 
Trust (VWCT) launched the legacy Literacy 
Programme with the Minister of Basic 
Education Angie Motshekga and made a com-
mitment to ensure that all learners in Uitenhage 
are functionally literate by the time they reach 
Grade 3. Being functionally literate means that 

a learner can read and write with meaning at a 
reasonable pace.

“We realised that the only way to overcome the 
key challenges in Education is through collabora-
tion, partnership and commitment to these fi ve 
focus areas. Th at is why VWSA spends 80% of our 
CSI Budget in Education.” concluded Schaefer. ■

VW Launches First Literacy Centre

Thomas Schaefer, Chairman and Managing Director of Volkswagen Group South Africa 
and Themba Kojana, Head of Department for the Eastern Cape Department of 
Education opening the fi rst Literacy Centre at Ntlemeza Primary School in Uitenhage.
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Honours in the 2016 Business-of-the-Year (BOTY) 
competition were shared among the retail dealer-
ships of fi ve motor franchises in South Africa 
when the category winners were announced at the 
awards evening at the Kyalami Grand Prix Circuit 
and Conference Centre recently. Th e winners came 
from General Motors, Volkswagen, Mazda, Ford 
and Toyota dealerships.

Th ere were 21 fi nalists in fi ve categories for the 
2016 BOTY contest organised under the auspices 
of the National Automobile Dealers’ Association 
(NADA) and Sewells-MSX International, an out-
sourcing and consulting company that specialises 
in the automotive industry.

Sewells MSX International SA evaluates 
the operating fi nancial data of more than 1 000 
dealerships countrywide each month and once a 
year the best performers are honoured. Th is is the 
18th year in which these prestigious awards have 
been made.

Th e awards event enjoyed the co-partner sup-
port of WesBank, TransUnion Britehouse, Tracker, 
Gumtree, Henkel, iX, Seriti, Africa Analytics and 
Wilken Communications.

Th e winner of the Large Dealership of the 
Year category was McCarthy Toyota N1 City in 
Cape Town, where the dealer principal is Peter 
Vermaak. He says he used the Sewells MRA 
model to identify opportunities to improve the 
dealership’s performance in terms of its return on 
operating assets.

Vermaak said the team at the dealership saw 
its strategic plan for 2016 as a living, breathing 
action plan that needed to be actionable and fl ex-
ible. Th e results were a dynamic daily approach 
to bullet-proofi ng the business, ensuring all areas 
of sales and aft er sales were optimised. He says he 
had the benefi t of an enthusiastic team driven by 
a competitive spirit. It focused on the dealership’s 
potential, rather than its target.

Winner of the Medium Dealership of the Year 
category was BB Auto Ford, in Polokwane. It is 
headed up by Th ys de Kock, who says that he had 
already set a benchmark as winner of this category 
in the 2015 BOTY competition.

He sees his management and other staff  
members as the driving force behind the continued 
success. De Kock says it is a sale-driven operation 
with F&I not seen as an administrative function, 
but rather the control room for structuring every 
deal to optimise margin.

Th e Small Dealership of the Year winner, 
Super Group Leon’s Mazda, in Rustenburg, is 
headed up by Christo Henning who has been a 
fi nalist on two occasions. He sees his dealership’s 
success coming from a seamless approach to cus-
tomer service, from the initial sales lead to the total 
aft er-sales experience. Henning also gives credit 
to Mazda SA, whose systems and processes are all 

customer-friendly, and have assisted Leon’s in re-
building the Mazda brand using several innovative 
marketing activations.

Th e Commercial Vehicle Dealership of the 
Year category was a new addition for the 2016 
competition. Th e fi rst-time winner was NTT 
Volkswagen Motors, East London, where the dealer 
principal is Gerhard van Zyl.

According to Van Zyl maintaining regular 
contact with the fl eet owners ensured the team 
never missed a sales or service opportunity, with 
the service department excelling as it delivered 
exponential growth.

Th e fi nal award, that of the Most Improved 
Performance Group Member, went to David 
Emond as the Dealer Principal of Emond Auto 
General Motors in Durban North.

He said that the team at Emond Auto GM 
knew from the conservative economic forecast for 
2016 that it would have to change the way it did 
business to return a reasonable trading profi t. Th e 
result was the adoption of a strategy of margin be-
fore volume, avoiding desperate deals and banking 
quality customers.

Th e result was better margins from private 
sales. Th is was made possible by leveraging the 
dealership’s reputation for honesty and integrity 
and by fi nding ways to add real value, not discount 
value, to every deal.

“Th is year’s Business-of-the-Year has once 
again been a wonderful motivator for the deal-
erships committed to submitting their monthly 
fi nancial reports to us so that this information 
can be analysed and in turn used to improve 
these businesses,” explained Warren Olsen, 
the CEO of Sewells MSX International SA. 
“We have worthy winners and are now looking 
forward to these awards proving a spur to other 
dealerships to get into the winners’ circle in the 
2017 competition.” ■

BOTY Award Winners Announced

From Left: Jeff Osborne, Bruce Allen, 
Gerhard van Zyl (Winner of the 
Commercial Dealership of the Year), 
Warren Olsen, Dejean Nicholson.

From Left: Cornelius Nell, Bruce Allen, 
Christo Henning (Winner of the Small 
Dealership of the Year), Warren Olsen, 
Candy Perry.

From Left: Wayne de Nobrega, 
Bruce Allen, Thys de Kock (Winner of 
the Medium Dealership of the Year), 
Warren Olsen, Nick Tuttelberg.

From Left: Alan Golden, Bruce Allen, 
David Emond (Winner of the Most 
Improved Performance Group Member), 
Warren Olsen, Rudi du Toit.
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If it’s no-frills workhorse capability you’re look-
ing for and you have a limited budget, the JMC 
Carrying could well be the answer.

A workhorse through and through, the 
Carrying is available in short- and long-wheelbase 
confi gurations. (Th e good news is that you only 
need a Code 8 driver’s licence to drive the SWB 
version.) In addition, it is off ered as a tipper, with a 
van body or with drop sides.

Th e Carrying is fi tted with a 2,8-litre turbod-
iesel engine with 84 kW of power and maximum 
torque of 235 Nm on tap. Incidentally, this pow-
erplant has been the top engine in the light com-
mercial segment in China for the past 12 years and 
is exported to 110 countries around the world.

It might be built to work hard, but the 
Carrying also caters to the comfort of its pas-
sengers, featuring power steering, a heater/air-
conditioner, electrically operated windows and 
a radio/CD player. Admittedly the cabin is a bit 
rough around the edges when compared with pas-
senger vehicles but it really isn’t an altogether bad 
place to be.

One thing the interior does off er by the 
loadful is space. Th anks to the cab-over-engine 
confi guration there’s plenty of leg-, head-, and 
shoulder room and visibility from the driver’s seat 
is great. Th e ride is on the bumpy side when the 
Carrying is unladen but this should be a diff erent 
story with a full load on the back. Besides, the 
simple but rugged ladder-frame chassis and leaf-
spring suspension with telescopic shock absorbers 
are built for years of trouble-free heavy work so 

sacrifi cing a bit in terms of ride comfort is a small 
price to pay.

Th e loading bin is large, completely fl at with a 
ribbed surface, and located above the top level of 
the rear wheels. A sturdy cab protector frame with 
lateral load-holding stubs sits just behind the cab. 
Th e rear and side fl aps fold down for ease of cargo 
loading, then fold up again and engage each other 
and the rear of the cab with sturdy interlocking 
levers. Lash-down hooks below the hinge axis-line 
of these fl aps make securing the load a pleasure.

Th e SWB has a load capacity of 1.6 tons and 
the LWB is able to carry 2.8 tons.

As mentioned, the JMC Carrying is designed 
for working, with functionality foremost in mind. 
To this end servicing and repairs are catered for in 
a no-fuss manner. Th e entire cab tilts forwards and 
upwards to provide easy access to engine, trans-
mission, air-conditioner, turbocharger and other 
crucial components.

Th e simple hinging mechanism is fool-proof 
and safe interlocking cradles and locking latches 
are built for a lifetime of hard work. Th e cab can 
be moved with one hand aft er the latching safety 
mechanism has been disengaged.

In addition, the heavy-duty battery is mounted 
directly onto the chassis on the right-hand side 
under the load bin, making it easily accessible. Th e 
fuel tank and fi ller plug are mounted just in front 
of the battery, also directly onto the chassis. Th e 
spare wheel is carried horizontally under the chas-
sis behind the rear axle.

Still not convinced that buying a Chinese 
commercial vehicle is the way to go? Consider 
this. JMC is a key player in the Chinese market, 
with commercial vehicles as its core focus. Th e 
company has been ranked as one of China’s Top 
100 Listed Companies for many consecutive 
years. Its overseas sales and service network is 
also expanding with rapidly increasing volumes 
enabling JMC to become the biggest exporter 
of China’s light-duty diesel commercial vehi-
cles and to be recognised as an independently 
manufactured vehicle export base by the Ministry 
of Commerce and National Development and 
Reform Commission of China.

Locally, JMC works hard to ensure that quick 
and effi  cient service and parts supply are achieved. 
Th e company is investing in South Africa for the 
long term and continues to expand its dealer net-
work. Th e parts warehouse in Gauteng is already 
fully operational and a large national parts centre 
will come on line soon.

Of course money talks and in that respect 
the Carrying also ticks all the right boxes. Prices 
start from R231 880 for the SWB dropside version 
and include a 5-year/120 000 km warranty and a 
3-year/90 000 km service plan. ■

JMC’s Carrying Ticks All the Right BoxesJMC’s Carrying Ticks All the Right Boxes

Still worried about buying Chinese? Don’t be. Vehicles from that country continue to improve in terms of build 
quality, performance and functionality. JMC’s Carrying is a case in point.

JMC Carrying is designed for 
working, with functionality foremost 
in mind. To this end servicing 
and repairs are catered for in a 
no-fuss manner.
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Bridgestone South 
Africa’s commercial 
arm has intro-
duced a new heavy 
duty vehicle tyre 
designed espe-
cially for trailers 

and semi-trailers. 
Th e Firestone FT505 

Trailer-only General 
Use Tyre has been 

optimised for free-rolling 
axles on trailers, providing a low 

cost-per kilometre with reliable performance.
“Our key areas of focus with the FT505 have 

been extending tyre life, reducing irregular wear 

and providing a self-cleaning action to ensure 
good road contact,” said Bridgestone Commercial 
Marketing General Manager, Tony Burns. “Trailer 
tyres must continue to provide good lateral stabil-
ity and economical service across a very broad set 
of operating weights and speeds, and the FT505 
has been engineered to meet those goals.”

Th e newcomer is available in 315/80R225 and 
is aimed at the regional and long-haul market 
dominated by semi-trailer and interlink combina-
tions. With a maximum per-tyre load of 3 750 kg 
at an 850 kpa infl ation pressure in the single role, 
and 3 350 kg at 825 kpa in the dual role, the FT505 
has been designed to provide safe, economical per-
formance, even on combinations approaching the 
maximum SA Gross Vehicle Mass of 56 000kg.

In initial comparative tests performed by 
Bridgestone against popular imported competitor 
tyres, the FT505 achieved a 10% longer tyre life. 
Preliminary data from the tests indicate that the 
tyre will have covered 270 000 km by the time the 
tread wears to 4mm. As with all other Bridgestone 
commercial tyres, the FT505 can be retreaded to 
extend its usable life.

Th e FT505 is produced at Bridgestone’s Brits 
tyre plant, and the company is the only tyre 
maker to manufacture truck and bus radials lo-
cally. Th is means shorter supply lines and faster 
turnaround times for FT505 customers who need 
replacement tyres, versus sourcing tyres from 
other countries. ■

Firestone Introduces New Trailer Tyre

Th e original Hino truck dealership in the Imperial 
Group was located at a BP fi lling station site in 
Elandsfontein, an industrial area on the East Rand. 
Th is site later became the early headquarters for 
the Imperial Group, while the truck dealership has 
now been relocated to a new site in Pomona aft er 
previous moves to Wadeville and Germiston.

“We are now looking at Hino Pomona as a 
new business situated in an industrial area that is 
rapidly growing in importance as more logisti-
cal warehouses are built there,” explained Mike 
Darroll, the Dealer Principal of Hino Pomona, 
which is situated in Maple Road, Kempton Park, 
alongside the R21 freeway and near the OR 
Tambo Airport. “Obviously, we want to keep the 
customers that have been with the dealership at its 
previous locations, but we also see a great deal of 
potential in the area in which we now operate.”

Th e new facility is an upgraded and 
enhanced dealership on a site owned by the 

Imperial Group and occupied in the past by 
the Tyco Trucks division. Th e revamping cost 
almost R2-million and the focus was on making 
the facility user friendly to ensure top quality 
customer service.

Th ere are 10 workbays and the height of 
the service centre has been increased to suit 
the taller modern trucks and trailers. A brake 
roller tester and diagnostics tester have been 
added to the equipment brought across from the 
Germiston facility.

A Parts Department with a substantial holding 
in replacement and service parts is an integral part 
of the new Hino Pomona dealership. In addi-
tion 24/7 servicing is available by appointment. 
Th e dealer also off ers a mobile workshop which 
can service trucks at the premises of customers. 
Current throughput in the workshop is ap-
proximately 15 to16 trucks a day. Th e dealership is 
staff ed by 34 people.

Speaking at the offi  cial opening of Hino 
Pomona, Ernie Trautmann, the Vice President 
of Hino South Africa, said that the new location 
opens great opportunities for the dealership to 
grow its customer base and he challenged Darroll 
and his team to win the Hino Dealer of the Year 
trophy within the next three years. ■

Hino Pomona has extensive workshop 
facilities. There are 10 workbays, a new 
brake roller tester and a diagnostics 
test facility.

New Facility for Imperial Hino

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
http://www.suzukiauto.co.za
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Ford Performance and Neil Woolridge Motorsport 
(NWM) have welcomed Puma Lubricants as a 
co-sponsor for the team’s 2017 South African Cross 
Country Series campaign. Th is partnership will see 
the NWM-run squad fi elding three Class T Ford 
Rangers for this season.

“Cross country racing is the toughest proving 

ground for the Built Ford Tough Ranger, and is 
the cornerstone of our motorsport programme in 
South Africa with the Ford Performance brand,” 
said Neale Hill, Director of Marketing, Sales and 
Service, Ford Motor Company of Southern Africa. 
“We are delighted to welcome Puma Lubricants to 
the team.

Puma Energy operates across 49 countries 
and fi ve continents, and has put over two decades 
of knowledge and expertise into its lubricant off er. 
Puma Lubricants are marketed across Africa, 
Central America, and in Asia-Pacifi c.

NWM has enjoyed a long and proud associa-
tion with Ford, having built a total 30 of Ford race 
vehicles since 2000. Based in Pietermaritzburg, 
NWM is the global manufacturer and supplier of 
the FIA Class T1-specifi cation Ranger cross coun-
try vehicle programme, which was developed in 
collaboration with Ford Performance in the United 
States. Th e team has produced 16 vehicles to date 
as part of this programme, which compete locally 
and internationally.

Th e driver line-up for 2017 comprises 
Lance Woolridge partnered by Ward Huxtable, 
Gareth Woolridge with Boyd Dreyer reading the 
notes and Henk Lategan partnered by Barry White. 
Th ey will all be competing in Class T.

Th e South African Cross Country 
Championship comprises six events for the 2017 
season, starting off  with the Lichtenburg round 
in the North West province on 31 March and 
1 April. ■

Motorsport

Having won both the South African Cross Country 
Championship and the South African National 
Rally Championship in 2016, Toyota Gazoo Racing 
SA is preparing their attack for the 2017 motor-
sport season. Th is year, the team will again be 
represented in both championships, and will also 
be competing on an international level.

Last year Leeroy Poulter became only the 
second person to hold both national titles in the 
same year, aft er Hannes Grobler managed the 
same achievement more than two decades ago. 
Poulter, partnered by Elvéne Coetzee in the Toyota 
Yaris S2000 rally car, and Rob Howie in the Class 
FIA Toyota Hilux for cross country races, won all 
but one of the races he entered for Toyota Gazoo 
Racing SA in 2016, cementing both championships 
for the team in the process.

Poulter will again be partnered by Howie 
for the 2017 season. Giniel de Villiers will also 
be competing, with former champion naviga-
tor Dennis Murphy by his side. Both crews will 
compete in Class FIA of the South African Cross 
Country Series.

Toyota Gazoo Racing 
SA will also compete in two 
rounds of the FIA World Cup 
for Cross Country Rallies, as 
part of their testing and prepa-
ration for the ongoing Dakar 
project. Th e 2016 World Cup 
was won by Nasser al-Attiyah 
and navigator Matthieu 
Baumel, behind the wheel of a 
South African built and devel-
oped Toyota Hilux.

Th e pair will again be in 
action in a Toyota Hilux dur-
ing this year’s world cup, and 
will be joined on a number of 
rounds by De Villiers and Poulter.

Toyota Gazoo Racing SA will also compete in 
the Silkway Rally, which takes place from 8 to22 
July this year. Th is event will start on Moscow’s 
Red Square, before traversing Kazakhstan, and 
fi nishing in the Chinese city of Xi’an – a distance 
of nearly 6 000 km.

Back on home soil, the team will also be 
represented in the South African National Rally 
Championship, which now consists mainly of 
Class R2 cars. Defending champions Guy Botterill 
and Simon Vacy-Lyle will campaign their lo-
cally built and developed Toyota Etios R2 in 
the championship. ■

The Class FIA Toyota Hilux.

Toyota Gazoo Racing tackles 2017 Season

Ford Team Ready for Cross Country Series

The Class T Ford Ranger.
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Events

Th e Rand Show runs from Friday, 14 April to 
Sunday, 23 April 2017, from 9 am to 7 pm at the 
Johannesburg Expo Centre, Nasrec and prom-
ises to be a feast for those interested in cars and 
motorcycles.

Take a classic road trip on the iconic 
Route 66 with a display of classic cars, mo-
torcycles, muscle cars and memorabilia from 
the Shawn Tyler Museum, plus a full Cobra 
Backdraft  build that will take place over 10 days. 
Th ere will even be a roadhouse diner experience 
for when it’s time to take a load off  and refuel.

“Th ere’s going to be a buzz in Hall 5 like never 
before,” says motoring journalist and television 
personality Stuart Johnston, who has organised 
the Classic Car and Motorcycle display at the Rand 
Show for the past fi ve years.

Th is year, Johnston has asked Shawn Tyler 
to go through his collection of motoring memo-
rabilia from his private motoring museum, and 
share some of his gems with Rand Show visitors. 
Immerse yourself in the sights of the Route 66 era 
with Tylor’s vintage fuel pumps, road signs, old 
scooters, tow trucks and hearses.

As you’d expect when taking a trip on Route 
66, there’ll also be customised Harley choppers 
and superbikes on display, muscle cars, Minis, 
VW Bugs, Anglias, and DKWs, and the ultimate 
road-trip time warp machine, the Volkswagen 
Kombi. “Pierre Ecksteen of the Joburg VW and 

Beetle Club is supplying one 
of his unrestored Kombis,” 
says Johnston. “Members 
of the public can pick up 
a paintbrush or a Magic 
Marker and add their own 
special message or artwork to 
the sides of the bus, just like 
the hippies did at Woodstock 
back in 1969.”

If you like your adrenalin rush to come on 
two wheels, then the FMX and Foot-up Trials mo-
torbike stunt shows, plus a display of superbikes, 
modern classic bikes and customised choppers 
and “Bobbers” should grab your fancy.

Daredevil FMX riders Nick de Wit, Dallan 
Goldman and Scotty Billett will be taking on grav-
ity in their new stunt show, “Gravity Clash”.

Nick and his daredevil crew will power 
their 100 kg motorcycles 10 metres into the air 
in a showcase of death-defying tricks, such as 
tsunamis, cliff  hangers, heart attacks, Superman ... 
and of course, that legendary backfl ip. Th ey’ll also 
perform motorcycle trains, where they’ll see how 
close they can get to each other while airborne.

In addition to “Gravity Clash”, the Action 
Zone presents multiple national Foot-up Trials 
champion and Red Bull athlete Brian Capper, 
who’ll be giving Rand Show visitors a taste of his 
expert motorcycle manipulation skills.

Littlies who’ve been inspired by the big boys 
on their big bikes can strap on a helmet and grab 
a Strider Balance Bike at the Strider Adventure 
Zone, where they can tackle unique terrains and 
kid-sized ramps and obstacles.

Th is safe and friendly environment encourages 
children as young as 18 months to explore mobility 
on two wheels, improving their bike-handling 
skills and developing balance, control, motor skills 
and confi dence.

Rand Show tickets at the gate cost R150 for 
adults, R50 for pensioners, R50 for 13-16 years, 
R20 for 6-12 years, and under six enter free. 
Midweek specials for Tuesday 18, Wednesday 19 
and Th ursday 20 April only are R75 for adults, 
and R20 for 13-16 year olds. Open-air parking is 
R20 per car. Tickets are available at the gate or 
through Computicket.

Visit www.randshow.co.za for additional 
information. ■

Rand Show Fun for All

EST. 1894

The Snakepit will build a Backdraft Cobra from scratch in the 
Rand Show’s motoring hall, going from the rolling chassis to 
complete car in just 10 days.

Come and see FMX daredevil Nick de Wit and crew performing feats of 
freestyle motocross madness in “Gravity Clash” at the Rand Show 2017.
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