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BY ROGER HOUGHTON

Th e governing African National Congress (ANC) 
used meetings with the SA motor industry to 
discuss proposals for transformation as a precursor 
to its recent policy conference at Expo Centre. A 
meeting of political leaders and representatives of 
the high profi le local motor industry took place 
only three days before the start of the conference. 
It was used as a well-publicised scene setter on the 
critical issue of business and industry transforma-
tion which was a major topic at the conference.

According to Terence Creamer, of 
Engineering News, a media conference was 
“hastily convened” aft er the meeting and 
presided over by ANC Treasurer-General 
Zweli Mkhize and ANC Head of Economic 
Transformation Enoch Godongwana, who 
has long links with the local motor industry. 
Representing the industry at the media brief-
ing were Tim Abbott (BMW), Mike Whitfi eld 
(Nissan) and Andrew Kirby (Toyota).

Th e television coverage of the media briefi ng 
on eNCA also seemed “hastily convened” as it was 
very amateurish, with a problem synchronising 

voice with mouth movements (an apology was on 
the screen) and very poor camera work.

What did happen is that seven participating 
OEMs proposed a R3.5-billion venture capital 
fund to support black enterprise development in 
the sector. Th ey also indicated that they planned to 
raise the share of local content in locally-produced 
vehicles from the current share of 38% to 60% 
by 2035.

Th e meeting followed a recent working din-
ner attended by the ANC and motor industry 

ANC AND MOTOR ANC AND MOTOR 
INDUSTRY TALK INDUSTRY TALK 

TRANSFORMATIONTRANSFORMATION
Image courtesy of Freepik,http://www.freepik.com/

http://www.gumtree.co.za


Subscribe for free @ www.autolive.co.za  Page 2

Editor and Advertising Manager

Liana Reiners
liana@autolive.co.za

083 407 4600

Contributors

Roger Houghton
houghtonr@mwebbiz.co.za

082 371 9097

Stuart Johnston
stujohn@netactive.co.za

083 450 9255

Advertising Sales

Liana Reiners
liana@autolive.co.za

083 407 4600

Address

237 Rigel Avenue
Waterkloof Ridge

Pretoria
PO Box 914 005

Wingate Park
0153

012 460 4448

Website

www.autolive.co.za

Facebook

 www.facebook.com/pages/AutoLive

© 2017 WCM Media CC

Production

Marketing Support Services
Danie Dreyer

danie@marketingss.co.za
+27 (0)12 346 2168

Layout and Typesetting

Bonita Tuson

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.

 continued from previous page

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

executives where the OEMs ex-
plained the diffi  culty of selling 
shares in their companies to black 
investors as they were wholly-owned 
subsidiaries of multinationals. Th e 
proposal put on the table by the 
OEMs at the subsequent meeting was 
that a R3.5-billion transformation 
fund be used as an equity-equivalent 
initiative for the ownership pillar of 
the new broad-based black economic 
empowerment (BBBEE) codes.

It seems the industry is looking 
for 25 BBBEE points for ownership 
from establishing the fund, with the 
investment split equally between 
the companies and the invest-
ment taking place over a 10-year 
period. It now remains to be seen 
if this proposal will be accepted 
by the Department of Trade and 
Industry (dti).

Negotiations will obviously 
involve a lot of working group meet-
ings and any decisions are unlikely to 
be made soon. ■

The advent of the amended BBBEE 
codes of good practice in May 
2016 lifted the bar considerably 
for the motor industry. It requires 
large businesses to comply with at 
least 40% of the revised targets in 
respect of three priority elements: 
ownership, skills development, 
enterprise, and supplier 
development and resulted in a 
decline in the average BEE rating 
of EOMs from level 4/5 to level 8.

There is no “one-size-fi ts-
all” BEE compliance solution for 
all the companies involved in 
the local automotive industry as 
empowerment and transformation 
matters are managed by individual 
OEMs as part of their respective 
business strategies and models.

At industry level, the focus 
is on an ambitious multi-billion 
Rand initiative, known as the OEM 
Venture Capital Find, which is a 
proposed, black-managed fund to 
drive the industry in terms of black 
supplier development, downstream 

enterprise supplier development, 
upstream dealer initiatives and job 
creation. It is aimed particularly at 
addressing the scarcity of black-
owned component manufacturers.

Currently discussions are 
taking place between the six major 
OEMs and the Department of Trade 
& Industry (dti) on the proposed 
initiative, the concept, and the 
key performance indicators. In 
essence, the initiatives represent 
an equity equivalent project in lieu 
of BBBEE scorecard ownership 
points.

In addition, individual OEMs 
are pursuing projects to increase 
the number of black suppliers 
in the automotive sector’s value 
chain. The Automotive Supply 
Chain Competitiveness Initiative 
(ASCCI) is pursuing a similar 
initiative at industry level. A further 
issue is the need to increase the 
Qualifying Small Enterprise (QSE) 
and Exempt Micro Enterprises 
(EME) turnover thresholds. ■

Zweli Mkhize, the Treasurer-General of the African 
National Congress, seems to have jumped the gun on 
the motor industry’s transformation proposal. Writing a 
length opinion editorial (Op-Ed) in the Sunday Times on 
July 9, Mkhize gave the impression that the industry’s 
proposal was a fait accompli.

This is untrue, because the industry is still 
negotiating with the dti regarding the equivalence 
in BBBEE scorecard points, in the “ownership” 
category, that will be allocated to each participant 
in the OEM Fund.

Mkhize’s by-lined article, under the headline 
“Radical economic transformation gets the keys to 
the car,” says: “Our engagements with the automotive 
industry have culminated in a developed vision for the 
future – the South African Auto Master Plan.

“The plan sets out four targets that must be 
achieved by 2013 and ushers in a new phase for the 
South African motor industry.

“The targets include:
■  Increasing total manufacturing volumes from 

current levels of 0.65% of global production 
volume to 1%, which would result in a total of 
1.4-million vehicles being produced in South 
Africa annually;

■ Increasing local content from 38% to 60%;
■ Doubling employment in the industry; and
■ Doubling the number of black-owned enterprises.

“Pursuant to this we will be holding a summit this month 
to engage all constituencies as well as black business 
leaders on the intricacies of the plan.

“It is imperative that we are in a position to 
show progress and development at the December 
ANC conference.

“Complacency is not to be tolerated.” ■

BBBEE: Auto Industry Transformation

ANC Treasurer-General Jumps the Gun

mailto:liana@autolive.co.za
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mailto:houghtonr@mwebbiz.co.za
mailto:danie@marketingss.co.za
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BY ROGER HOUGHTON

Th e relevance of the monthly sales fi gures 
in South Africa has been dealt another blow 
with the announcement that Audi will join 
Mercedes-Benz, BMW and Motus in not 
supplying detailed data to the Department 
of Trade and Industry from the end of July. 
(Motus reports detailed data three months 
in arrears). All these companies only 
provide the DTI with aggregate sales fi gures 
per category.

Th is is a sad state of aff airs because 
motor vehicle sales are an important eco-
nomic indicator. Mercedes-Benz stopped 
reporting detailed data for a few months in 
2012 and stopping again in 2014, saying: “… 
the exchange of (sales) data by competitors 
is a sensitive issue”. BMW followed suit 
earlier this year and now Audi is going to 
join this blackout on detailed data. Motus 
(previously Imperial’s Associated Motor 
Holdings) has always been against detailed 
reporting monthly.

Th is is now a major impasse as all these 
monthly non-reporters benefi t from full ac-
cess to the remainders of their competitors.

Lightstone Auto, which processes the 
data on behalf of NAAMSA, has done a 
yeoman job in extrapolating monthly model 
sales fi gures for the non-reporters using his-
torical data in its calculations. However, this 
data gets more inaccurate as time goes by 
with the non-reporters adding new models 
and derivatives to their ranges.

Th e main obstacle appears to be pos-
sible transgression of anti-competitive 
legislation, which is evidently very tough 
in Germany. However, the good news from 
Nico Vermeulen, Executive Director of 
NAAMSA, is that discussions to end this 
sales reporting impasse are ongoing and all 
the non-reporters are at least prepared to 
talk about this subject.

Slight increase in June sales

However, we still had Audi reporting in 
June, a month in which total overall sales 

rose by 1% to 45 369 units, compared to the 
44 932 units sold last year. An estimated 
84.2% of sales went through the retail deal-
ers, 9,8% to rental, 3.1% to industry corpo-
rate fl eets and 2.9% to government. It must 
be remembered that these fi gures exclude 
the non-reporting companies, so are getting 
increasingly skewed.

Car sales volume dropped 2.2% month-
on-month, while LCV sales increased by 
8.2%, medium truck sales rose by 4.4% and 
the heavy truck and bus segment sales fell 
by 2.8%.

Th e total vehicle market for the fi rst 
half of 2017 stood at 269 006 units which 
put it 1.2% behind the 2016 YTD fi gure of 
272 364.

Export sales in June this year of 31 631 
units, was an improvement of 1.4% over 
June last year. However, total exports of 
155 237 units in the fi rst six months of 2017 
is 7.4% below the fi gure for the fi rst half 
of 2016.

Looking at the second half of the 
year NAAMSA says: “Th e outlook for the 
second half of the year remained uncertain. 
Political tensions and subdued economic 
growth prospects continued to impact 
negatively on business confi dence and 
consumer sentiment.

“Th e challenges confronting 
South Africa were varied and complex. 
Concerted steps were required by Business, 
Government and Labour to create a more 
investor-friendly environment as a means 
of boosting growth. Domestic new vehicle 
sales were closely correlated with the overall 
performance of the economy and confi -
dence levels. At this stage, domestic new ve-
hicle sales for 2017 were likely to remain fl at 
at best. On the other hand, vehicle exports 
over the balance of the year should benefi t 
from expectations of continued improve-
ment in global growth to around 3.6%.” ■

Editor’s Note
It’s hard to believe that we are 
more than halfway through 
2017. From here it’s all 
downhill to the end of a year 
that many people will want 
to forget.

And who can blame 
them? Th e total vehicle mar-
ket for the fi rst six months 
of the year shows a decline compared to the corresponding 
period in 2016. Vehicle exports were also down over last 
year and NAAMSA believes that the outlook for the second 
half of the year is uncertain. Th e organisation feels that 
political tension and subdued economic growth prospects 
are to blame.

NADA believes that it is necessary for dealer manage-
ment to be aware of the changing world around. them so 
they could make the necessary changes to the way they did 
business and planned for the future. At the same time, new 
data from WesBank shows that the overall cost of motoring 
is still on the rise, despite recent cuts to interest rates and 
fuel prices, as well as a slowdown in vehicle price infl ation. 
Th e monthly mobility basket – which comprises instal-
ments, fuel, insurance and maintenance fees – has increased 
24.2% since July 2013.

However, despite this tough economic environment a 
leading economist believes that the local motor industry is 
holding up surprisingly well. He even went as far as to say 
that he expected new vehicle sales to move into a growth 
phase next year, while the vehicle manufacturing industry 
continues to grow its share within overall manufacturing 
and as a contributor to the gross domestic product (GDP).

Th e stream of new model introductions certainly 
doesn’t refl ect any negative sentiment. Barely a week goes by 
without the launch of some new vehicle or another. Even the 
overcrowded truck market gained a new competitor during 
July, making it even harder for those vying for a slice of the 
limited sales cake.

At AutoLive we are committed to keeping you abreast 
of these developments in the local industry. All of the above 
– and much more – is discussed on the pages of this issue 
as we strive to bring you news that is both informative and 
insightful. And as always we look forward to your feedback 
and constructive criticism.

Liana Reiners,
Editor
liana@autolive.co.za

To advertise in  contact

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

Relevance of SA’s Vehicle Sales 
Figures Takes Another Blow

Car sales volume dropped 
2.2% month-on-month.
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BY ROGER HOUGHTON

Motor dealers in South Africa are under increasing 
business management pressure besides having to 
operate in tough economic conditions. Th is was 
very evident from a presentation by Gary McCraw, 
Director of the National Automobile Dealers’ 
Association (NADA), at the recent Gauteng leg 
of the Business of the Year (BOTY) roadshow, 
which is a joint venture between NADA and 
Sewells MSXI, the world’s largest automotive retail 
solutions provider.

McCraw presented an update on NADA in 
which he sketched the rapidly changing environ-
ment in which businesses operate these days. He 
also gave feedback from meetings between the 
Competitions Commission and NADA and then 
added details about proposed changes under 
the Financial Intelligence Centre Act. Th ese will 
be very onerous to dealerships if implemented 
as proposed. McCraw said NADA would be 
engaging with the FIC authorities to consider 
the negative and costly impact that the proposed 
changes would have on dealers.

McCraw’s opening salvo certainly got the au-
dience’s attention as he listed the unexpected hap-
penings – global and local – which had occurred 
between the mid-year BOTY roadshow in 2016 and 
this year’s event.

Th ese included:
 ■ Donald Trump becomes President of the 
United States.

 ■ President Zuma fi res Finance Minister 
Pravin Gordhan and subsequently 
announces a reshuffl  e of the Cabinet at 
midnight.

 ■ Malusi Gigaba is appointed Minister of 
Finance.

 ■ Th eresa May loses her majority in the British 
Parliament in a snap election meant to 
strengthen her position.

 ■ General Motors disinvests from South 
Africa.

Th e NADA executive said these happenings 
showed how necessary it was for dealer manage-
ment to be aware of the changing world around 
them so they could make the necessary changes 
to the way they did business and planned for 
the future.

He went on to surprise many delegates by 
showing how several key economic indica-
tors, such as exchange rates, the oil price, fuel 
price and CPI had, in fact, improved over the 
past 12 months, so the local business climate 
was not as bad and leaders in the industry 

need to instil a positive attitude in their areas 
of inf luence.

McCraw provided interesting background on 
the meeting with the Competitions Commission 
and explained that this body was proposing the 
introduction of a code of conduct for the motor 
industry, which would deal with various issues 
such as restrictive trade practices, consumer 
rights of choice and fi nancial barriers to market 
entry. Ongoing engagement with the Competition 
Commission by NADA on the proposed code will 
take place over the coming months.

John Templeton, Market Head Operations at 
Sewells MSXI, provided delegates with details on 
several useful methods of managing an automo-
tive dealership in these changing times when 
margins were under pressure and volumes weren’t 
rising. He said this situation was particularly 
concerning on average for dealers selling luxury 
car brands.

He said the tough trading environment meant 
it was increasingly diffi  cult for dealers to absorb 
overhead costs solely through aft er-sales income.

“Tight expense management has to be linked 
to ensuring all members of the executive team – 
including heads of the parts and service operations 
– were made aware of fi nancial processes and given 
the required business management skills to ensure 
their areas of responsibility did not become a drain 
on the overall wellbeing of the dealership”.

Motor industry consultant Stuart Norman 
proved an excellent function director, not only 
giving several worthwhile insights into the motor 
business, but also controlling and interpreting the 
inputs from the various groups who were tasked 
with discussing and coming up with solutions for 
several challenges in the retail motor industry.

Th e BOTY roadshow in Johannesburg fol-
lowed similar sessions in Cape Town and Durban 
where dealer personnel could benefi t from presen-
tations and discussion on topics which were near 
and dear to the local automotive retail industry 
and the many unique challenges it faces in these 
tumultuous economic times. ■

SA Motor Dealers Under Increasing Pressure

NADA Director Gary McCraw speaking at BOTY roadshow.

John Templeton, Marketing Head 
Operations, Sewells MSXI South Africa.
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Snippets

Sad Tale Continues for 
Exports Into Africa

Th ere does not seem to be any respite in the de-
creasing number of SA-built vehicles being sold in 
African export markets. Only 10 888 vehicles were 
exported in the fi rst half of 2017, which was 6% 
lower than the 2016 half-year fi gure of 11 617 units. 
(By comparison, in 2015 Toyota alone exported 
11 770 units into Africa!)

Toyota continued to lead the African exports, 
but the fi gure had slipped to 4 131 units (4 679 
last year). Nissan was second on 3 369, with GM/
Isuzu Trucks third on 1 630, while Ford trailed on 
467. Only three countries took more than 1 000 
units from SA in this period: Ghana (2 087), Kenya 
(1 234) and Zimbabwe (1 150).

June exports into Africa totalled 1 596 units 
which was almost the same as the 1 530 vehicles 
shipped into African countries in the same month 
last year. Toyota set the pace with 856 units, fol-
lowed by Nissan (339) and GM/Isuzu Trucks (156). 
No other exporter shipped more than 100 units! ■

France to Ban Sales of Petrol 
and Diesel Cars by 2040

Th e future is here already! Th is recent announce-
ment by France came only days aft er Volvo had an-
nounced that it would only introduce fully electric 
or hybrid cars from 2019 onwards.

Th ese occurrences highlight the rapidity with 
which the electrifi cation of cars is proceeding. How 
quickly it will arrive in Africa is an open question, 
but it seems that this continent will soldier on with 
its millions of petrol and diesel vehicles for many 
years due to the high costs and infrastructural 
demands of switching to electric vehicles.

Nicholas Hulot, the new French ecology minis-
ter, said that it was “ … a question of public health 
policy and a way to fi ght air pollution. It would be 
a ‘tough’ objective for carmakers (to meet the 2040 
deadline) but France’s industry is well equipped to 

make the switch,” said Hulot.
Dave Leggett, the Managing Editor of 

 just-auto, said: “Th ere was a bit of a media fuss 
when Volvo said all its new cars launched from 
2019 will include an electrifi ed element – in 
practice that means a full battery electric, plug-in 
hybrid or 48-Volt mild hybrid – with most of the 
sales volume accounted for by hybrids.

“Th e internal combustion engine (ICE) will 
clearly remain an important part of the hybrid mix 
aft er 2018, although the media release headline 
‘Volvo Cars to go all electric’ caused quite a few 
people to assume that meant fully electric vehicles. 
Not quite.” ■

VW Group Seems to 
Want to Sell Ducati

It appears the Volkswagen Group wants to sell its 
Audi-owned Italian motorcycle company Ducati as 
it struggles to deal with the massive fi nancial costs 
of its scandal over faked diesel emissions.

Reuters has reported that investment bank-
ers Evercore have been commissioned to fi nd a 
buyer. Th e Times of India says that Indian truck 
maker Eicher Motors, which owns the former 
British Royal Enfi eld motorcycle brand, has been 
approached as a potential buyer. Ducati motorcy-
cles sold in India currently are made in Th ailand. 
Eicher has declined to comment on the matter.

According to informed sources if a buyer 
for Ducati cannot be found at WV’s asking price 
of about R23-billion then it could be fl oated on 
the stock market like Ferrari. (Audi paid about 
R12-billion for Ducati in 2012). At the time of the 
purchase analysts questioned the reason for Audi 
buying the premium Italian motorcycle company 

as it had no economic or industry logic. It ap-
peared to be solely a passion for Ducati’s expertise 
on design and ability to build powerful yet light 
engines which appealed to former VW Chairman 
Ferdinand Piech. ■

Volvo Cars to Go All Electric
Volvo Cars has announced that every new Volvo 
launched from 2019 onwards will feature an 
electric motor, marking the historic end of cars 
that only have an internal combustion engine 
(ICE) and placing electrifi cation at the core of its 
future business.

Th e announcement represents one of the most 
signifi cant moves by any car maker to embrace 
electrifi cation and highlights how, over a century 
aft er the invention of the internal combustion 
engine, electrifi cation is paving the way for a new 
chapter in automotive history.

Volvo Cars will introduce a new portfolio of 
electrifi ed cars across its model range, embracing 
fully electric cars, plug in hybrid cars and mild 
hybrid cars. First, it will launch fi ve new fully 
electric cars between 2019 and 2021, three of which 
will be Volvo models and two of which will be high 
performance electrifi ed cars from Polestar, Volvo 
Cars’ performance brand.

Th en, these fi ve cars will be supplemented by a 
range of petrol and diesel plug in hybrid and mild 
hybrid (48 volt) derivatives in all model ranges, 
representing one of the broadest electrifi ed car 
off erings of any car maker.

Th is means that there will in future be no 
Volvo cars which do not feature an electric motor, 
as pure ICE cars are gradually phased out and 
replaced by ICE cars that are enhanced with elec-
trifi ed drivetrains. ■

“It would be a ‘tough’ objective for 
carmakers but France’s industry is 
well equipped to make the switch”.

Volvo will launch fi ve new fully 
electric cars between 2019 
and 2021.

http://www.suzukiauto.co.za
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With nearly 11 million vehicles on the road in 
South Africa and over 3 000 registered workshops, 
there is a huge volume of used oil being generated 
in the automotive sector.

By law, generators of used oil, and waste in 
general, are required to ensure that their waste is 
responsibly managed. In addition, those who gen-
erate more than 20 kg of hazardous waste per day 
are also required to register on the National Waste 
Information System (SAWIS) and to report on the 
volumes generated and taken away for recycling. 
Failure to comply with the rules and regulations set 
out by the current legislation could lead to fi nes or 
even jail time.

It has therefore become the legal obligation of 
South African businesses that generate waste such 
as used oil to ensure it is responsibly collected and 
taken away to a registered facility for processing 
and recycling.

According to Bubele Nyiba, CEO of the 
ROSE (Recycling Oil Saves Th e Environment) 
Foundation the mayor workshops are compliant 
with the requirement of the Waste Act, but that 
challenges exist regarding the pricing structure for 
used oil.

“Currently in South Africa we have a system 
in place whereby the used oil collectors purchase 

the used oil from the generators. Th is model – 
which was pro-actively adopted many years before 
legislation governing the responsible recycling of 
waste, and the pricing of waste, was introduced 
– has been successful up until now as it has given 
value to used oil as a waste, thereby incentivising 
its responsible collection. However, we are now see-
ing a situation where used oil generators in South 
Africa are regarding their used oil as an income 
generating product and this has driven the price of 
this waste up to unsustainable levels.”

Nyiba explained that best practise in other 
developed countries sees the used oil generators 
paying the collectors to take away their waste, as 
opposed to the current South African model which 
is the other way around.

“Our concern is that pricing used oil to the 
point that it becomes a commodity will make it 
unsustainable for most used oil collectors in South 
Africa to continue to operate. Th e fewer used oil 
collectors out there, the less oil collected – mean-
ing a much larger volume is left  to possibly make its 
way into our environment through irresponsible 
disposal,” Nyiba cautioned.

“Th e ROSE Foundation has set increased used 

oil collections as a priority in SA going forward 
and we do not want to see the current volumes 
dwindling due to unsustainable business models 
driving out industry players.”

Nyiba urged used oil generators to use a ROSE 
registered collector when having their used oil 
removed. Th is will ensure that the collection, trans-
portation, storage and re-refi ning of used oil is man-
aged in a sustainable, ethical and responsible man-
ner that is compliant with all current legislation.

ROSE collectors can also safely remove related 
wastes such as used oil fi lters, oily rags, and oil 
soaked sawdust for responsible disposal and/
or recycling. Th ese added value services allow 
automotive service centres to ensure they remain 
compliant with waste legislation.

“Th e ROSE Foundation and workshops need to 
work closely together to correctly channel the di-
rection of used lubricating oil. We are encouraged 
by our ongoing discussions and interactions with 
the Retail Motor Industry Organisation (RMI) to 
forge together a common approach to managing 
used oil. Our combined eff orts should leave a last-
ing legacy on avoiding the harmful eff ects of used 
oil to our environment,” concluded Nyiba.

For more information and to fi nd out about 
a registered NORA collector contact the ROSE 
Foundation on (021) 448 7492 or visit www.rose-
foundation.org.za. ■

Getting Rid of Used Oil 
the Responsible Way

Oil generators are urged to use a 
ROSE registered collector when 
having their used oil removed.

“Our concern is that pricing 
used oil to the point that it 
becomes a commodity will make 
it unsustainable for most used 
oil collectors in South Africa to 
continue to operate.

Those who generate more than 
20 kg of hazardous waste per 
day are also required to register 
on the National Waste Information 
System (SAWIS).

http://www.rosefoundation.org.za
http://www.rosefoundation.org.za/
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
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New Chairman for AAAM

At a general meeting of members of the AAAM 
held at the end of June, Mr Thomas Schaefer, 
Chairman and Managing Director of Volkswagen 
Group South Africa, was elected Chairman of 
the Association.

Mr Mike Whitfi eld, Managing Director of 
Nissan South Africa remains Vice-Chairman of 
the AAAM.

Th e AAAM is committed to the development 
of business and trade relations in the automo-
tive fi eld, including vehicle and component 
manufacturing, between South Africa and African 
countries. Th e AAAM is also assisting a number of 
African countries with the formulation of automo-
tive development policy options. ■

Change in Renault Executive 
Management

Imperial Holdings Limited announced 
Jaco Oosthuizen has been offi  cially appointed 
as Managing Director of Renault South Africa 
eff ective 1st July 2017, and will report to Osman 
Suluman Arbee, Chief Executive Offi  cer of Motus 
Corporation, following a six month term as 
Managing Director Designate under incumbent 
MD Nicholas de Canha.

Oosthuizen, a Chartered Accountant (CA 
(SA)), started his career at Deloitte & Touche in 
1996. He joined the Imperial Group in 2001, where 
he assumed numerous positions across the organi-
sation. Th is included the role of Managing Director 
at both Daihatsu South Africa and Mitsubishi 
South Africa. ■

Haval Welcomes Industry Stalwart

Haval SA has welcomed Tanya Ramos back on 
board to oversee marketing and public relations.

Ramos was 
with GWM since 
its local introduc-
tion in 2007 and 
now joins the 
company aft er 
its rebranding as 
Haval SA. “Aft er a 
break in service, I’m 
delighted to be back 
among old friends 

at this company,” said Ramos. “I look forward to a 
truly exciting 2017.” ■

New Face at Honda

Honda Motor Southern Africa has announced that 
Letitia Herold has been appointed as the new PR 
& Events Co-ordinator. Herold, takes over the role 
from Joeline Dabrowski, who served the company 
for many years.

Letitia, has previously worked within the 
publishing and PR industries. ■

New CEO for GUD

G.U.D. Holdings has undergone a change in leader-
ship, with Chris Haworth appointed as the new 
Chief Executive Offi  cer.

Haworth joined G.U.D. Holdings in 
2001 and became the General Manager of 
its Prospecton manufacturing site four years 
later. In 2012 he assumed responsibility for all 

operational functions across the group as the 
Chief Operating Offi  cer.

Former CEO Red Shuttleworth will continue 
his involvement with the company as a non-execu-
tive director. ■

Changes to BMW AG 
Management Board

On 1 January 2018 Pieter Nota will join the 
Board of Management of BMW AG and head the 
division responsible for sales and brand BMW as 
well as aft ersales for the BMW Group. Following 
the hand-over to Pieter Nota, Dr Ian Robertson, 
current Board of Management member for BMW 
sales, will continue to serve the company as a 
Special Representative of the BMW Group in the 
UK, before retiring on 30 June 2018.

Robertson served on the Board of 
Management of BMW AG for almost a decade and 
was the Managing Director of BMW South Africa 
from 1999 to 2005.

Nota, who will head up the BMW Sales 
Division from 1 January 2018, moves to the BMW 
Group from Royal Philips. Prior to that, he was 
on the Board of Management of Beiersdorf AG as 
Chief Marketing and Innovation Offi  cer and previ-
ously held various management functions with 
Unilever in the UK, Germany, the Netherlands 
and Poland. ■

People

Jaco Oosthuizen.

Tanya Ramos.

Thomas Schaefer.

Letitia Herold.

Chris Haworth.

Pieter Nota. Dr Ian Robertson
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WesBank Mobility Calculator – monthly costs breakdown

2013

2014

2015

2016

2017

R 8 000.00R0.00 R 2 000.00 R 4 000.00 R 6 000.00

R2 317.60

R2 448.29

R2 621.32

R3 003.75

R3 332.89

R2 275.00

R2 464.00

R2 289.00

R2 210.25

R820.32

R2 287.25

R850.67

R906.65

R1 015.45

R1 137.30

R319.73

R339.27

R369.81

R403.09

R439.37

Instalment Fuel Insurance Maintenance

WesBank Mobility Calculator – costs as percentage of budget

2013

2014

2015

2016

2017

Instalment Fuel Insurance Maintenance

0.00% 25.00% 50.00% 75.00% 100.00%

40.43% 39.69%

40.12% 40.38%

42.37% 37.00%

44.77% 34.09%

46.81% 31.04%

14.31%

13.94%

14.65%

15.13%

15.97%

5.58%

5.56%

5.98%

6.01%

6.17%

WesBank’s data also indicates 
that consumers are spending 
far more on new and used 
vehicles, infl uenced by vehicle 
price infl ation.

New data from WesBank shows that the overall 
cost of motoring is still on the rise, despite recent 
cuts to interest rates and fuel prices, as well as a 
slowdown in vehicle price infl ation. Th e monthly 
mobility basket – which comprises instalments, 
fuel, insurance and maintenance fees – has in-
creased 24.2% since July 2013.

Th e South African Reserve Bank recently 
announced that interest rates would be cut by 25 
basis points, a move that will have a positive eff ect 
on household budgets. Consumers with vehicle fi -
nance, home loans, and credit cards will have more 
disposable income, as instalments become more 
aff ordable. However, July’s lower fuel prices are 
forecast to be short-lived. Despite this month’s fuel 
prices being lower than they were during July last 
year, stronger oil prices and a weaker Rand mean 
an increase is on the cards for August.

WesBank includes all of these factors in its 
Mobility Calculator, a tool that tracks monthly 
instalments, fuel, insurance, and maintenance fees. 
Th e data set is regularly updated to include current 
vehicle prices, infl ation, interest rates, as well as 
other fl uctuating costs based on the cost of owner-
ship for an entry-level vehicle that travels 2 500 
kilometres per month.

“Our mobility calculator gives consumers 
an idea of the total costs associated with vehicle 
ownership. Seeing how these costs increase over 
time really helps people identify how important 
it is to budget properly and plan for the fu-
ture,” said Rudolf Mahoney, Head of Brand and 

Communications at WesBank. “For example, an 
entry-level car that cost R100 000 in 2007. Today, 
that same entry-level car costs more than R183 000 
– and the associated costs have also increased.”

For July 2017, the WesBank Mobility 
Calculator refl ected that the average cost of motor-
ing has risen to R7 119.80. Th is is 6.1% higher than 
July last year, when the monthly mobility basket 
was R6 709.53. Compared to fi ve years ago, the 
total cost of motoring is now 24.2% higher. In July 
2013, monthly costs amounted to just R5 732.64.

While vehicle instalments and fuel spend 
remain the biggest portions of the monthly 
mobility basket, it is insurance premiums, vehicle 
instalments and maintenance costs that account 
for the highest increases over the last fi ve years 
– mainly as a result of vehicle price infl ation. 
Between 2013 to 2017, rising interest rates and 
higher new vehicle prices saw instalments increase 
43.8%. Rising vehicle prices also resulted in higher 
insurance premiums, which grew 38.6% over the 
same period.

Although the Mobility Calculator is based 
on pricing for an entry-level vehicle, WesBank’s 

data also indicates that consumers are spending 
far more on new and used vehicles, infl uenced by 
vehicle price infl ation. In June, the average new 
vehicle fi nanced through WesBank cost R300 181, 
while the average used vehicle cost R202 796. 
Data from TransUnion suggests that new vehicle 
price infl ation is slowing down, yet the eff ects 
of this won’t be seen immediately in vehicle 
sales fi gures.

While instalments, fuel, and maintenance 
costs have increased consistently, average monthly 
fuel spend has actually declined over the last two 
years. When viewed as a portion of the monthly 
motoring budget, fuel spend only accounts for 31% 
in July this year. Th is contrasts with 34% in July 
2016, and 39.7% in July 2013.

“Fuel prices are infl uenced by the exchange 
rate and the international price of oil, with general 
infl ation playing a far smaller role,” said Mahoney. 
“In 2013 and 2014, fuel prices were on the rise 
and the monthly fuel spend was roughly equal 
to a small vehicle’s instalment. Th is is no longer 
the case, but it doesn’t mean the cost of motoring 
is lower.”

“Interest rate cuts and lower fuel costs are 
always welcome, but this shouldn’t infl uence a 
vehicle purchase,” concluded Mahoney. “If you’ve 
budgeted properly these windfalls should welcome 
surprises, not fi nancial lifesavers. Th e smartest 
move is to plan for rising costs over the duration of 
your fi nance contract, and take advantage of price 
cuts when they happen.” ■

The Rising Cost of Motoring
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Th e local motor industry is holding up surpris-
ingly well in a tough economic environment that 
is being exacerbated by political turmoil. Th is is 
the opinion of renowned economics commentator 
Dr Azar Jammine, Director and Chief Economist 
at Econometrix. He made this statement when 
addressing guests at the launch breakfast for 
Automechanika Johannesburg recently.

Jammine explained that the decline in new 
vehicle sales in recent years had aff ected the retail 
sellers negatively, but it would provide a boost for 
the aft er-sales market as people would now keep 
their current vehicles longer which meant they 
would require added maintenance and service.

Th e economist said that although the country 
was technically in a recession, with negative 
growth for two consecutive quarters, there were 
some bright points in the local economy with the 
motor industry being one of them. Encouragement 
also comes from a rise in the demand for electric-
ity, a lower-than-expected infl ation rate, vehicle 
price increases slowing, the price of fuel fall-
ing, a big improvement in the motor industry 
trade balance and a brighter outlook for the 
global economy.

He noted that South Africa remained the 
biggest vehicle market in Africa by far, account-
ing for 37% of new vehicle sales on the continent. 
North African countries Egypt, Morocco, Algeria, 
Tunisia, and Libya followed it. Interestingly, the 
island of Reunion, in seventh place, recorded 
more new vehicle sales (27 697) than eighth-
placed Nigeria (20 000), which had been seen as 
Africa’s powerhouse, but is now battling with a 
big downturn in its economy as the oil price stays 
comparatively low.

Jammine said that unemployment remained 
a major challenge for economic growth in South 
Africa, while services continued growing faster 

than manufacturing, which provided proportion-
ately more jobs.

“Another inhibiting economic growth factor 
is the fact that education in South Africa has been 
found wanting, with very poor results in terms 
of learners matriculating with good marks for 
maths and science,” explained Jammine. “Only one 
learner in 40 gets a matric with a maths mark of 
60% or higher.

“Although the eff ect of the downgrade 
by the ratings agencies have not been unduly 
dramatic yet, they will obviously impact on 
future investment decisions as does the current 
political turmoil, which is aff ecting business 
confi dence negatively.”

However, the Econometrix Chief Economist 
said he still expected new vehicle sales to move into 
a growth phase next year, while the vehicle manu-
facturing industry continued to grow its share 
within overall manufacturing and as a contributor 
to the gross domestic product (GDP).

He added that the local motor industry re-
mained a very important player in terms of exports 
from South Africa of built-up vehicles, automotive 
components and replacement parts which was 
good news for the overall health of the industry. 
Automotive exports had grown 80.3% between 
2012 and 2016, while the rate of imports was slower 
with an increase of 48.7%. Th is had resulted in 
a signifi cant drop in the motor industry’s trade 
defi cit over the past fi ve years, going from R42.3-
billion in 2012 to R32.9-billion in 2016. ■

Th e Right to Repair campaign is going social and 
rallying support from industry stakeholders and 
the public.

“Th e Right to Repair campaign directly aff ects 
consumers who are being denied the right to have 
their vehicle repaired at a workshop of their choice. 
We believe now is the time to give consumers a 
voice and our social media channels are active 
and ready to start the conversation,” says Richard 
Clarke, Chairman of Right to Repair South Africa, 
a not-for-profi t, Section 21 company formed to 
champion the Right to Repair cause.

He is encouraging all vehicle owners to Like 
the Facebook page and follow Right to Repair on 
Twitter so they can be kept abreast of the cam-
paign’s progress. “Our objective is to raise aware-
ness and ultimately bring about legislative change.”

Along with ensuring consumers are given the 
right to choose where their vehicles are serviced at 
competitive prices, this will also give aft ermarket 

workshops access to information essential to 
servicing vehicles. “Denying workshops the chance 
to repair vehicles because of warranties and access 
to information has allowed Original Equipment 
Manufacturers to monopolise the automotive 
industry. If there is no change, workshops will no 
longer be able to service new vehicles sold in fi ve 
years’ time,” says Clarke.

To join the conversation and to fi nd out more 
about the campaign go to:

https://www.facebook.com/
Right-to-Repair-SA-888881121278103/

And on Twitter follow @Right2RepairSA. Th e 
website – http://www.right2repair.org.za – also 
provides more insight into the campaign and its 
objectives.

“We want to see change. We want equal-
ity and sustainability in our industry. Right to 
Repair plans to make these things a reality,” 
concluded Clarke. ■

Right to Repair Goes Social

Right to Repair SA chairman Richard Clarke.

Rolling with the Punches

South Africa remained the biggest 
vehicle market in Africa by far, 
accounting for 37% of new vehicle 
sales on the continent.

Dr Azar Jammine, Director and Chief 
Economist at Econometrix.

https://www.facebook.com/Right-to-Repair-SA-888881121278103/
https://twitter.com/right2repairsa
http://www.right2repair.org.za
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Hino Makes History

Hino made history when it won a platinum award 
and placed top of the commercial vehicle cat-
egory and overall in South Africa, in the National 
Automobile Dealers’ Association (NADA) dealer 
satisfaction index (DSI) for 2017. Th e results were 
announced at a recent NADA awards function 
in Johannesburg.

Th is is the fi rst time that a platinum award has 
been made in this prestigious annual survey for 
scores over 85%. Hino increased its score by 1.8% 
over 2016 to achieve a leading 85.4%.

Th e NADA survey tracks dealer satisfaction re-
lationships with their respective OEMs – manufac-
turers or distributors. A total of 40 independently 
tracked brands formed part of the overall survey, 
which included passenger and LCV brands. Th ere 
were 1 319 completed responses, with 173 of them 
emanating from the 10 truck brands surveyed.

“Th e improvement over the past few years – 
Hino was only fi ft h in 2013 – did not happen by ac-
cident and achieving No. 1 position in the NADA 
DSI survey was one of our objectives,” said Ernie 
Trautmann, the Vice President of Hino South 
Africa. “Th is is truly a team eff ort and a living 
testimony to our One Team – One Pledge approach 
and an outfl ow from the international Hino Total 
Support philosophy we employ in all we do.

Fiat’s 500 is a True Piece of Art

Th e best-loved car in Fiat’s history celebrated its 
60th birthday earlier this month with a special 
event that honours its history and the style and 
design that made it famous across the globe. Th e 
iconic Fiat 500 is joining the permanent collection 
of the MoMA, the Museum of Modern Art, in 
New York.

Th e model selected by the MoMA is a 500 F se-
ries, the most popular 500 ever, made from 1965 to 
1972. Fiat’s “great little car” was an instant success 
worldwide, and the 18 HP of its 499.5 cm3 engine 

gave it a top speed of 95 km/h. Over 4 million units 
were made from 1957 to 1975.

Th e Fiat 500 is not only a symbol of mass car 
ownership, over time it has become a style and 
design icon. It has maintained its identity while 
remaining youthful over 60 years of history, life-
styles, fashion and society.

CTSA Awarded for CSR Excellence

Continental Tyre SA has received the highest 
rating for Corporate Social Responsibility (CSR) 
initiatives in South Africa within the tyre sector 
at the PMR Africa Excellence Awards. While all 
other major tyre manufacturers were rated in this 
category, CTSA stood head and shoulders above 
the rest, with a mean score of 4.16 out of a possible 
5.00 and was awarded the Diamond Arrow Award. 
Th e results were based on a survey conducted from 
October to December 2016.

Th e purpose of the awards is to celebrate 
excellence and serve to acknowledge and honour 
those organisations that stand out in terms of their 
achievements. Th ey serve also to set a benchmark 
to which others can aspire.

Respondents nominate and rate the CSR 
initiatives managed by company and institutions 
across industry sectors on a number of attributes 
and criteria. Th ese are evaluated on a scale of be-
tween 1.00 (poor) and 5.00 (outstanding). Ratings 
are determined on the perceptions of respondents 
and the results are published according to business 
sector and category achievements. Amongst the 
criteria are commitment to communities and em-
ployees, corporate governance, employment equity 
and Broad Based Black Economic Empowerment, 
environmental care and social uplift ment.

Suzuki Rakes in Another Gold

Suzuki South Africa’s winning streak continues 
with a Gold Award and a special mention as one of 
the most improved automotive brands in the 2017 
National NADA Survey.

Th e Gold Award, which was handed to 
Suzuki at a gala evening hosted by the National 
Automotive Dealers’ Association (NADA) in 
Johannesburg recently, follows a comprehensive 
poll of NADA members over the past few months. 
Th e poll measures an automotive brand’s relation-
ship and support of its dealer network and its 
performance against other vehicle brands.

It is not the fi rst time that Suzuki has made 
headlines for its exemplary customer service. In 
January this year, Suzuki was named the Brand of 
the Year in the WesBank / Cars.co.za Consumer 
Awards aft er the judges collated feedback from 
thousands of customers of diff erent vehicle brands. 
Th e Award was followed a month later by the 
“Company to Watch” Award in the CAR Magazine 

Top 12 Awards, where judges also lauded Suzuki’s 
eff orts to improve its customer service, vehicle 
range and dealer footprint.

Hyundai Design Wins Green Award

Th e 2017 Hyundai IONIQ has been crowned with a 
2017 Green Good Design Award, which celebrates 
important examples of sustainable designs and 
provide awareness on what companies are design-
ing and producing to make the most positive 
impact on the environment.

Th e criteria for the 2017 Green Good Design 
Award were products or buildings that have been 
designed or by any person or institution who has 
made a signifi cant contribution to sustainability lo-
cally, nationally or internationally, or any govern-
ment or local government who has implemented a 
sustainability plan.

One hundred designs from 23 nations 
were awarded Green Good Design Awards. Th e 
thoughtful and innovative work by Hyundai 
Motor’s design teams helped the IONIQ become 
recognised as one of the best ecological and sus-
tainable designs in transportation for 2017.

Th e IONIQ is the fi rst eco-vehicle in the world 
to off er three distinct electrifi ed powertrains on 
a single, dedicated vehicle platform – the IONIQ 
Hybrid, Plug-in Hybrid and Electric models. ■

From left to right: Ghana Msibi, Sales 
GM – WesBank Motor; Ernie Trautmann, 
VP of Hino SA; Mark Finlayson, CEO of 
WesBank Motor; and Greig Pringle, VC 
of NADA.

From left to right: Ghana Msibi (Executive 
Head: OEM JV’s & Insurance (WesBank 
Motor), David Anders (National Service 
Manager Suzuki Auto SA), Gerrie van 
der Kaai (National Sales Manager Suzuki 
Auto SA), Henno Havenga (Dealer 
Development Manager Suzuki Auto 
SA), Mark Finlayson (CEO of WesBank 
Motor), Greig Pringle (NADA National 
Vice Chairman).

Awards and Accolades
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New Models

Since 2011 the KIA Picanto has been winning 
hearts of buyers around the globe and now the 
third generation is available locally. It boasts a 
new design inside and out, with better perfor-
mance and safety features, and while it’s the same 
size as its predecessor it off ers more cabin and 
cargo space.

Seeing that the Picanto is positioned as a 
city car and should appeal to younger buyers, 
a certain level of funkiness is required. To this 
end the newcomer is available in a choice of 11 
colours with striking names such as Lime Light, 
Pop Orange and Celestial Silver. Depending on 
the model, the Picanto is fi tted with either 13- or 
14-inch steel wheels with wheel covers, or a choice 
of 14- and 15-inch aluminium alloy wheel designs. 
High specifi cation models feature new projection 
headlamps with LED indicators and LED daytime 
running lights.

Th e interior of the new Picanto is a happy and 
comfortable place to be with new materials and 
layout imparting a sense of quality and moder-
nity. Black cloth-upholstered seats are available 
as standard, while high specifi cation models are 
fi tted as standard with two-tone black and grey 
leather upholstery.

Young and young-at-heart buyers of the new 
Picanto will most certainly be impressed by the in-
fotainment and convenience technologies off ered. 
Th is includes a 7,0-inch full-colour touchscreen 
infotainment system with a Bluetooth connection 
that is available in higher-specced models.

At the launch the KIA people made a point 
of stressing that the new Picanto has 255 litres of 
boot space, which is more than any other car in 
the A-segment. In addition, there’s a two-step boot 
fl oor which can be raised or lowered by 145 mm 
to create additional space as required, as well as 
create an under-fl oor storage area. With the rear 
seat bench folded down, cargo capacity increases to 
1,010 litres.

Under the bonnet, the 1.0- and 1.25-litre 
naturally aspirated multi-point injection (MPI) 
petrol engines are carried over from the outgoing 

Picanto, but feature a range of enhancements to 
improve effi  ciency, driveability and overall respon-
siveness. Both engines are paired with a fi ve-speed 
manual transmission delivering power to the front 
wheels. Some models are also available with an 
optional four-speed automatic transmission.

Building on the success of the four-model 
line-up in the outgoing, second-generation 
Picanto, KIA Motors South Africa is expanding 
the local Picanto line-up to include know less 
than eight standalone models, covering the two 
petrol engines on off er over four specifi cation 
grades. Prices range from R 134,995 to R 195,995, 
including KIA’s class-leading 5-year/Unlimited 
Kilometre Warranty, inclusive of 3-year/Unlimited 
Kilometres Roadside Assistance, as standard. ■

Early in July BMW launched its revised 4 Series 
range to the media, with sales occurring simul-
taneously in dealerships throughout the country. 
Th e launch route was a marvellous combination 
of roads in the Mpumalanga region, designed to 
test the revised suspension on the Coupe and Gran 
Coupe models to the full (the convertible’s suspen-
sion remains unchanged)

Th e suspension revisions make the car slightly 
stiff er and apparently include some steering input 
revisions too. Other revisions are minor, and 
mainly centre on the fi tment of LED headlights 
and LED taillights across the range, as well as some 
slight styling changes as denoted by re-shaped air 
intakes on the front bumper section.

As before the model line-up comprises three 
petrol-engined variants( 420i, 430i and 440i) and 
one diesel version (420d).Unusually for this era, 
you can still order the sporty Beemers in six-speed 

manual form, but the models we drove, the 420d 
Gran Coupé and the 420i Coupé, both featured 
the superb eight-speed Steptronic transmission, 
providing power seamlessly to the rear wheels.

Th e stiff er suspension was tested to full on 
fairly bumpy sections of the Sabie-Hazyview road 
and there was no trace of mid-corner defl ection 
even when pushing hard. Th e new set-up refl ects a 

great compromise between sportiness and comfort, 
and BMW is now top of the class in this respect.

Th e steering systems still have some way to go 
on certain models. Th ere was some strange loading 
up of artifi cial resistance (electronically induced) 
in the 420i Coupé model I drove, while a colleague 
reported similar vagaries of feel in the 420d model. 
I in fact enjoyed the meatiness of the steering in 
420d Gran Coupé that I drove.

Pricing for the Coupé and Gran Coupé, 
incidentally is almost identical. Prices for the 
new range start at R604 796 for the 420i manual 
and top out at R864 976 for the 440i. Th ese prices 
include CO2 tax and VAT.

Th e cars we drove weighed in at (not includ-
ing extras fi tted) R625 596 for the 420i Coupé 
fi tted with the eight-speed Steptronic ‘box and 
R660 00 for the Gran Coupé 420d (also with the 
eight-speed automatic). ■

Young and young-at-heart buyers 
of the new Picanto will most 
certainly be impressed by the 
infotainment and convenience 
technologies offered.

KIA’s New Picanto

BMW 4 Series Refresher
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New Models

BY STUART JOHNSTON

Hard-core off -roaders are predisposed not to 
like the new Land Rover Discovery. Gone are the 
chunky looks and built-from-granite feel of the 
Discovery 4, and in its place is a sleek machine 
with real on-road acumen. Th e massive new 
seven-seater rides like a silk-wrapped limousine 
on the freeway now, especially in the TSi 6 version 
I drove fi rst, equipped with the 250 kW Land 
Rover-Jaguar-developed supercharged V6 petrol 
powerplant. Shift ing through the eight-speed au-
tomatic transmission is seamless, kick-downs are 
intuitively correct at all times, and your progress 
is majestic.

Th is is in no small part due to the all-new 
monocoque (body-and-chassis-in-one) construc-
tion of the Discovery, with an overall material 
content of 85 per cent aluminium. High-strength 
steel is used in critical areas such as the A and C 
pillars, and steel sub-frames locate the suspension 
an d certain drive-train systems. But the fl oor pan 
is all aluminium too. Th e degree of isolation from 
mechanical vibration that the body shell manages 
is impressive, while rigidity is impressive. And 
weight is kept down to 2 155 kg.

But off -road traditionalists should take heart! 
Th is impressive new design remains ultra-com-
petent in serious off -road terrain. Most impres-
sive here was using the new off -road programme, 
ATPC, which enables the driver to tackle extreme 
rock ledges , river crossing and the like without 
using throttle or brakes! You simply dial in an ideal 
speed of between 2 km/h and 30 km/h and sit back 
to let the engine, braking system and transmission 

adapt the right levels of torque and retardation for 
the conditions.

Th e new Discovery is crammed full of hi-tech, 
via the touch screen display and various controls 
on the dash and also through cell-phone app com-
patibility. Innovations abound, such as a special 
trailer-hitching process (extra-cost optional) that 
enables you to guide the vehicle to the tow-pivot 
point perfectly on your own, with no assistance. 
Th e new Disco comes in seven-seat form, and the 
two rear rows of seats can be raised and lowered 
from the rear of the vehicle, from the front, or via 
or your smart-phone!

And yes, that third row of seats provides rea-
sonable comfort for a person measuring 1,8 metres 
in height! Luggage capacity is huge, being over 
1 200 litres with the third row of seats folded.

All the impressive tech and features of this 
vehicle could fi ll a small book and sales staff  will 
probably need a full day to brief a new customer on 
all the ins and outs of the new Discovery. Suffi  ce to 
say I was super impressed, by the V6 petrol version 
and the Td6 diesel too, which is again ultra-refi ned. 
Th e mid-range punch of the diesel version is par-
ticularly impressive.

Two things raise question marks: Th e looks 
are a bit bulky towards the rear where the styling 
is rather heavy-handed. And down the fl anks, 
the new Discovery is too smooth, almost bland-
looking compared to, say, the Range Rover Sport. 
And the latest Discovery models are certainly not 
cheap! Prices start at R980 000 for the base model, 
but the TSi6 SE version we drove cost over R1,2 
million, and had over R200 000 of extras added!

Nevertheless, Land Rover has identifi ed a sales 
trend that sees what we used to call “soft -roaders” 

as knocking spots off  traditional off -roaders, of 
which the Disco 4 was one of the last of the breed. 
Th ere is little doubt that in terms of sales fi gures, 
high price or not, the new Discovery will be a 
worldwide success story, simply because it off ers 
such an improved on-road feel, which is where 
most of these go-anywhere vehicles spend most of 
their time, anyway! ■

New Disco has Hard-Core Dirt Capability 
with Soft-Core Road Manners

After driving almost 500 km during the 2-day 
launch of the New Discovery I would be lying 
if I said I didn’t come away super impressed. 
There is so much tech in the newcomer that 
one can’t help but be in awe.

The Land Rover representatives did a 
good job of highlighting and explaining all 
that the vehicle is capable of but it really is 
a lot to take in. There’s a button for almost 
everything – from confi guring the rear 
luggage area to selecting the ride height 
and drive mode and even hitching a trailer. 
New Disco owners will have the benefi t 
of time to familiarise themselves with all 
the gadgetry but it’s a lot for a motoring 
journalist to take in – and remember when 
time is limited.

Although this is clearly a Land Rover, 
the New Discovery looks nothing like its 
predecessor. It’s sleek, modern and looks 
very imposing on the road, which is where 
it impressed me most. There’s nothing 
unrefi ned or clunky here. Instead the ride 
is super smooth and comfortable and both 
engine versions perform exceptionally well.

We did a lot of gravel driving and put 
the Disco through its off-road paces (even 
towing a trailer) and it certainly hasn’t lost 
any of the brand’s legendary capabilities. 
In fact, all that tech arguably makes it even 
better. But I can’t help but feel that this 
Landie is way too pretty to take into the really 
rough stuff.

The proof of the pudding, as they say, is 
in the eating thereof so legendary adventurer 
Kingsley Holgate and his team will soon be 
departing into the wild unknown, with the 
new Discovery as their trusty steed. If this 
vehicle gets Kingsley’s stamp of approval 
it should silence the doubters and set the 
Disco fi rmly on the path to becoming yet 
another Land Rover legend. ■

What Liana thought
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New Models

Th e new dual-clutch automatic transmission fi t-
ted to the latest model of Renault’s Duster SUV 
range goes by the handle of EDC, which stands 
for Effi  cient Dual Clutch. And the new six-speed 
gearbox in practise proves to be just that.

Th e power transmission to the front wheels (it 
is not available in the 4×4 model) is as easy to use 
as any traditional, fl uid-drive automatic transmis-
sion: simply pop it into Drive and off  you go.

Th e new EDC gearbox is mated to the 80 kW 
diesel motor at this stage of the Duster’s life-cycle, 
and adds R20 000 to the purchase price. Th e 
standard two-wheel-drive 1.5 dCi Dynamique 
version of the Duster sells for R279 900, while 
the otherwise identical model with EDC sells 
for R299 900.

Th is sees the newcomer weigh in at under the 
crucial R300 000 mark, and the vehicle you get for 
this sort of money is an attractive mix of rugged-
ness, with excellent bad-road capability, comfort 

and space. Not least of these special attributes is 
its boot size, which measures 475 litres and is way 
ahead of its class.

Th e Duster’s straight-line performance is more 
than adequate without being a fi rebrand. Where it 
is great is on bad dirt roads where that tough front 
suspension soaks up bumps that would normally 
bump through even on more sophisticated mini 
SUVs in this category. Th e ground clearance at 
210 mm is excellent too.

Some 12 500 Dusters have been sold in SA 
since the 2013 launch. Of these, some 63 per cent 
have been diesel models. Th is new model, with 
the gearbox built by Getrag, is very much the real 
deal. Th e price includes a fi ve-year/150 000 km 
mechanical warranty and a three-year/45 000 km 
service plan. ■

Renault on a Roll with New Effi cient Auto Duster

Where it is great is on bad dirt 
roads where that tough front 
suspension soaks up bumps that 
would normally bump through 
even on more sophisticated mini 
SUVs in this category.

Volkswagen have hummed and hawed about 
introducing its diesel version of the GTi here for 
some time. Known as the GTD, it is an interest-
ing take on a performance hatch icon. Cynics may 
point to the fact that VWSA is fi nally bringing the 
car here when diesels are falling out of favour in 
many EU communities, but in South Africa for 
the foreseeable future, ecology-think remains the 
preserve of people with an intellectual, rather than 
practical outlook.

Practical the GTD is. Its selling price is 
R506 700, which makes it some R39 000 less 
expensive than an equivalent GTi. And the fuel 
savings on a GTD are going to be one of the most 
important considerations for anyone opting for 
this diesel version of South Africa’s favourite hot 
hatch derivative. Claimed overall fi gures for the 
car are 5,3 litres/100 km, which in the real world 
should prove to be between 20 and 30 per cent 

lighter on fuel than a GTi – depending on your 
driving style, of course.

Th e GTD comes only in DGS six-speed form, 
and has most of the features of a GTi, apart from 
some bespoke detailing, badging and rim exclusiv-
ity (18-inch alloys), in a design called “Sevilla”, 
presumably aft er the Spanish city of that name. 
Quick identity tags are the chrome embellisher 
on the grille and dual tail pipes grouped together 
at the rear of the car. LED lights are a feature, as 

introduced in the Gold refresher launched a month 
or so ago.

Th e car pretty much handles as well as a stand-
ard GTi, although we noticed some rather serious 
road noise from the Bridgestone Potenza low profi le 
tyres fi tted to our launch model. It points, steers 
and reacts to all road surfaces in superb fashion. 
Mid-range torque( 350 Nm) in this car is fantastic, 
giving it stonking overtaking acceleration in the 
crucial 100 km/h to 150 km/h overtaking zone. ■

Diesel-Engined GTD is First 
Performance Golf Ever Sold Here

Practical the GTD is. Its selling 
price is R506 700, which makes 
it some R39 000 less expensive 
than an equivalent GTi.
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To book a test drive with the Hyundai Tucson Sport, 
go to www.hyundai.co.za and follow the links.

Rethink big city living in the bold new Hyundai Tucson Sport, where fearless looks meet astonishing power. 
Take the wheel of South Africa’s best-selling SUV, and feel a full 150kW at work under your foot as you cruise in 
comfort. With climate control, an infotainment system with USB and auxiliary ports, Bluetooth connectivity, a reverse 
view camera and rain-sensing wipers, it’s as smart as it is sporty. With 6 airbags, ESP and ABS, it’s just as safe too.

TAKE ON THE CITY IN THE NEW

Sport

http://www.hyundai.co.za
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Corporate Social Responsibility

Job creation, economic empowerment, recycling 
and environmental sustainability are the key focus 
areas for four new student-driven community pro-
jects selected by global NPO Enactus and the Ford 
College Community Challenge (Ford C3).

“Th e purpose of Ford C3 is to challenge col-
leges and universities to partner with their local 
communities to design innovative, student-led pro-
jects that address critical community needs,” said 
Bheki Mdzikwa, program manager for Enactus 
South Africa.

Th e overarching theme of Ford C3 is 
“Building Sustainable Communities” by em-
powering students to make a diff erence in the 
world, bringing their unique perspective on 
what it takes to be a sustainable community. 
Th is is the basis on which the four new projects 
in South Africa were selected by Enactus and 
Ford Motor Company to each receive funding of 
USD 5 000.

At the Durban University of Technology in 
KwaZulu-Natal, the Enactus team hopes to break 
the shackles of poverty through creating em-
powerment opportunities for women in Tongaat. 
Having identifi ed a niche opportunity within the 
hospitality industry, the students will be work-
ing with the Melokuhle Women’s Cooperative 
to recycle and upcycle old linen into a variety of 
consumer products.

Th is addresses the practice of disposing of old 
linen in landfi lls once they are replaced by hotels. 

Th e fabric is given a second lease on life by being 
turned into inexpensive school shirts for local 
children, laminated to produce waterproof fabrics 
utilised in the production of tote bags and mats, 
and some of the material will be hand painted 
and used in the production of unique chandeliers 
and lamps.

For the Mangosuthu University of 
Technology, the team has focused on expanding 
an existing project in Umlazi, near Durban, that 
produces cheaper and environmentally friendly 
fl y ash bricks. Th is fulfi ls the need for safe, 
aff ordable, durable and sustainable construc-
tion that maximises the use of renewable and 
recycled resources.

Empowerment and participation in urban and 
ecological construction methods and design are 
linked directly to job creation and skills transfer, 
thus truly building a sustainable community to im-
prove quality of life and standards of living.

Th e University of Pretoria is starting its 
Fruitful Living project by partnering with an exist-
ing NGO, Vastfontein Community Transformation.

According to the student team, Fruitful Living 
meets two unmet and urgent needs within the 
Tshwane region by fi rstly addressing the need 
for employment opportunities for women in the 
Vastfontein community. Secondly, it addresses the 
need for an avenue through which the Tshwane 
Fresh Produce Market can divert its food waste, 
which is estimated at R100-million per annum – 
even though a large portion of this fresh produce is 
still safe for human consumption when the market 
needs to discard it. Fruitful Living will use this 
produce to manufacture dried or preserved food 
for sale, using solar hydrators developed by the 
university’s Engineering Faculty.

Th e Enactus team at the University of 
Witwatersrand has partnered with the Sugar 
Honey Project, a community-based business lo-
cated in Roodepoort that produces a wide range of 
hair and skin products from honey, bees wax and 
other natural ingredients.

Th e project is set to empower unemployed 
rural women and youth by providing them with 
agricultural skills, environmentally friendly 
agricultural practices, off ers business train-
ing and creating job opportunities for them. 
Th e project doesn’t only harness the honey, 
but will also brand, market, package, store and 
deliver the product to customers as part of its 
income-generating mechanisms.
*  To learn more about Enactus, visit:

www.enactus.org. ■

Ford Supports Projects that Improve Lives

Ford South Africa’s General Manager of 
Communication, Rella Bernardes at the 
Enactus awards.

Earlier this month, staff  at WesBank joined forces to help aid the less fortunate 
by embarking on a food-packing marathon.

Over the course of fi ve hours, 200 WesBank volunteers proved that team-
work can conquer all – their combined eff orts resulting in a total of 50 000 
meals being packaged for distribution around South Africa.

Each meal contains highly nutritious ingredients, including rice, soya, de-
hydrated vegetables, and a fortifi cation pack that includes 23 essential vitamins 
and minerals. Th is meal-packing marathon was in support of the worldwide 
Stop Hunger Now organisation, which ensures meals are distributed to those 
most in need, helping eradicate hunger globally. ■

Wesbank Staff Help 
to Combat Hunger

The overarching theme 
of Ford C3 is “Building 
Sustainable Communities.”
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Corporate Social Responsibility

Nissan marked Mandela Month by donating com-
puters to the Bophelong Youth Centre to support 
the teaching of basic computer literacy and internet 
skills.

Th e 15 new computers will replace old or dam-
aged equipment and will aid the centre, located 
in Sedibeng, a southern Gauteng township, in its 
ongoing schools out-reach programme to disad-
vantaged youths.

According to Keba Matlhako, Nissan South 
Africa’s corporate social responsibility Senior 
manager, the company had chosen to support the 
centre to celebrate Nelson Mandela’s champion-
ing of South Africa’s youth. “Nissan’s philosophy 
is to enrich people’s lives,” said Matlhako. “We are 
pleased that the new computers will provide con-
tinuity in preparing young people to make their 
way in life and to make a meaningful contribution 
to society.”

Bophelong Youth Centre is one of several 
advisory facilities in Sedibeng, home to a large 
population of unemployed young people. Many are 
also orphaned, infected or aff ected by HIV/Aids, 
and in child-headed families.

In partnership with other corporate donors, 
Coca Cola and SAB Miller,  Nissan South Africa 
is working with Sedibeng community youth 
centres to make a diff erence in the lives of these 
vulnerable youth.

Th e youth centres off er support and guidance 
to youngsters – who oft en get caught up in crime 
and substance abuse–by teaching life skills. Th ey 
include career guidance and assistance in looking 
for a job or starting a small business.

“We are delighted that Nissan SA has hon-
oured Madiba’s legacy with the gift  of computers 
today,” said Sedibeng Executive Mayor, Busisiwe 

Modisakeng. “Working with corporate partners, 
the Sedibeng youth centres are helping to restore 
young people’s dignity and give them direction 
in life.”

Nissan SA will also be donating comput-
ers to the Iphahamiseng Child and Youth 
Centre in Bloemfontein in partnership with 
other corporates. ■

Nissan Enriches Young Lives

Sedibeng Executive Mayor Busisiwe Modisakeng with representatives from Nissan and 
the Bophelong Youth Centre.

Avis Van Rental are once again partnering with 
endurance cyclist Wayne Bolton in his eff ort to 
preserve our natural heritage and save our rhino 
from extinction.

With pressure being placed on rhino poachers 
in the Kruger Park, the poaching scourge has now 
taken root in the Eastern Cape and KwaZulu-
Natal. For this reason, Wayne is undertaking the 
OLLI Frontier Rhino Ride, a mountain bike ex-
pedition that will link 20 of the top game reserves 
across the two provinces. Th e OLLI Frontier Rhino 
Ride aims to raise funds for Care for Wild Africa 
and also pay tribute to the role private reserves play 
in conserving our rhino. 

While Wayne cycles approximately 2 000 km 
on his bike, his support team will follow in his 
wake in a 4x4 double cab sponsored by Avis Van 
Rental. Th e vehicle will tow OLLI (One Land Love 
It), a life-size fi breglass rhino, to bring awareness to 

the expedition and to assist with fund-raising ef-
forts. Individuals and corporates can support OLLI 
by buying footprints which will be painted onto 
OLLI, along with the name of the sponsor. At each 
of the parks the Scroll of Unity in Conservation 
will be signed and a ring will be placed over OLLI’s 
horn. By the fi nal park the entire horn will be 

covered in the colours of the South African fl ag – 
symbolically reclaiming our natural heritage.

Th e hashtag, #jointcustody encourages every-
one to support the initiative and to work together 
to leave a legacy for future generations.

“All South Africans have a responsibility to 
preserve our wildlife,” says Leon Fourie, General 
Manager at Avis Van Rental. “We’re glad to partner 
with Wayne to raise awareness of rhino conserva-
tion and give people a fun and interactive way to 
contribute to sustaining our environment.”

Th e Frontier Rhino Ride started on July 
1st from the Kagga Kamma Game Park in Port 
Elizabeth and will continue north through the 
Eastern Cape and into KwaZulu-Natal, up to the 
Mozambique border.

For more information or to donate to the 
One Land Love It expedition, you can visit: 
www.oneland.co.za. ■

Pedal Power to Save the Rhino

Pedalling with Olli the Rhino to protect 
South Africa’s natural heritage.
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BY ROGER HOUGHTON

It is amazing how many truck brands see a future 
in South Africa which already has an overcrowded 
market with too many competitors fi ghting for a 
comparatively small domestic market and little 
hope of signifi cant export volume into Africa.

Th e latest newcomer is the Indian Eicher 
brand, a member of the global Volvo Group, which 
was supposed to have arrived in SA several years 
ago to be part of UD Trucks’ range when UD dis-
continued its own MCV range in SA. Now Eicher is 
here as a standalone operation, where it will be sold 
alongside Volvo and UD trucks at multi-franchise 
dealerships.

According to Surender Singh Rajpurohit, 
Vice President and Country Head at VECV South 
Africa, the Eicher and UD trucks may be similar 

off erings, but will be priced diff erently, with the 
Indian-built trucks the lower priced. Rajpurohit 
mentioned in his presentation that discussions 
were underway for Eicher trucks to be assembled 
locally at the UD Trucks’ facility in Rosslyn.

Eicher has more than 500 models and deriva-
tives in its basket of global off erings, ranging from 
4.9- to 49-tons. Initially the Pro 3000 range of 
medium trucks will be launched in SA, to be fol-
lowed by the Pro 6000 heavy truck models before 
the end of the year. Th e company will also consider 
adding entry level buses to the local Eicher range 
in the future.

Currently there are 14 Eicher dealers, includ-
ing many of the major groups. Th e trucks are 
fully backed up with parts availability and trained 
technicians. Th e current dealers are in most of 
the major areas in SA, and the number will be 
increased in the future.

Pricing for the Eicher Pro 3008 chassis-cab 
is R349,900.00 (VAT Excl). Th e price includes a 
2-year full warranty plus an additional one-year 
drivetrain warranty up to 200 00km, as well as 
a 2-year/100 000 km service contract. Options 
include electric windows and air-conditioning. ■

Working Wheels

A new era has dawned in South Africa where 
digitalisation is rapidly transforming the trucking 
industry, and it is a business imperative to start 
embracing this concept as soon as possible – or 
fl eet owners will not be able to compete in the 
near future.

Th is was one of the key messages that was 
delivered at the fourth annual TruckX and FleetX 
conference and expo earlier this month.

More than 1 400 delegates attended the two-
day event hosted by Ctrack and Standard Bank. 
Topics that were discussed included trends in the 
commercial fl eet industry, the benefi ts of clean fuel 
to the transport industry, and the importance of 
truck safety compliance.

Speaking on the fi rst day of TruckX, Executive 
Head of IoT Solutions at Vodacom SA, Tony 
Smallwood, stressed that digitalisation will 
undoubtedly happen across all industries soon. 
“Competitiveness will have a direct correlation to 
digitalisation, and traditional industries will need 
to transform to compete in 2020. Data, platforms 
and innovation will disrupt your norm. Th e Uber, 
AirBNB and Kindle of your industry will happen, 
and you need to be in a position to either be the 
change agent or be ready to adapt,” he said.

Th e transformation is already being evidenced 
in the next-generation supply chains. Based on 
the materials handling, logistics and supply chain 

association MHI’s annual industry report, the 
next-generation supply chain is defi ned as digital, 
on-demand and Always-On. Around 80% of ex-
ecutives polled for this report said that the digital 
supply chain will be the predominant global supply 
chain model within fi ve years, while 16% stressed 
that it is already digital.

“Today, trucks have already become a mobile 
node in the Internet of Th ings, with trucking com-
panies and drivers benefi tting from IoT logistics 
data that’s now available to them from mobile 

devices in the cab. Drivers can use linked devices 
to help them do their jobs faster and safer. Th ink 
mobile apps for task management, training on the 
go, and trend reporting to business intelligence 
dashboards,” said Morne Janse van Rensburg, 
CEO of VSc Solutions, who also presented on the 
fi rst day.

“Th e cost of hardware and connectivity 
has dropped signifi cantly in recent years, while 
cloud processing has become aff ordable and ac-
cessible to all sizes of businesses. All this is driving 
IoT and opens up the possibility of connecting just 
about anything,” he added.

Hein Jordt, MD of Ctrack South Africa, agrees 
that the fast development in technology is increas-
ingly changing the way fl eet owners do business. 
“Th ere are global evolutionary concepts out there 
that are quickly transforming the logistics and 
trucking industry.

“Th e implication of the Internet of Th ings is 
that telematics is able to perform at a whole new 
level. Among this is automating business process 
for improved quality and lower costs, applying 
analytics to the entire logistics value chain, and op-
timising how systems, assets and people integrate 
to work together. Now more than ever, fl eet owners 
should embrace the advancements in telematics 
technology in order to be fully prepared when the 
wave of digitalisation fully hits,” he concluded. ■

Get Ready For Radical Digital Transformation

Executive Head of IoT Solutions at 
Vodacom SA, Tony Smallwood.

Yet Another Truck Brand Enters 
an Overcrowded Market

The Eicher Pro 6000 unit that is currently 
undergoing a stringent test programme 
in SA was on display at the launch of the 
brand and its models bound for SA. The 
launch took place at the TruckX show 
at Kyalami.



Subscribe for free @ www.autolive.co.za  Page 22

Working Wheels

LEARN TO EARN

E-LEARNING PORTAL

F&I CAMPUS

FAIS ACT FIT & PROPER

SHORT COURSES

NQF LEVELS 4 & 5 QUALIFICATIONS

LEGISLATION: FICA / NCA

TEL: (011) 234 6251  
e-mail: sales@intelligosolutions.com
web: www.intelligosolutions.com

BY ROGER HOUGHTON

Th e recent, eagerly-awaited, half-year Isuzu 
Truck media briefi ng in Sandton turned out to be 
something of a damp squib. Journalists had been 
hoping to get an indication of the way forward for 
Isuzu Motors South Africa (its new name) now 
that it was in the process of unshackling from 
General Motors, with the latter set to withdraw 
from SA (for the second time) at the end of 
the year.

However, Craig Uren, the Chief Operations 
Offi  cer of the truck division, said everything was 
in a “transitional environment” for the remainder 
of 2017 as Isuzu Motors had bought out GM’s 30% 
share in the joint venture company Isuzu Truck 
South Africa (Pty) Ltd. Management was now busy 
restructuring the new company. Th is will include 
taking over the current GM Struandale manufac-
turing facility in Port Elizabeth, where the Isuzu 
KB pick-up and the range of Isuzu medium, heavy 
and extra-heavy trucks are made.

“All will be told in January 2018,” said Uren.
Earlier he had said that no decision had been 

made as to whether Isuzu would move out of the 
large head offi  ce building in Woodmead, overlook-
ing the N1 highway, which it shares with General 
Motors SA. Uren added that the lease on the build-
ing ends in December and various options are be-
ing considered. (Th e new company will obviously 
have a signifi cant number of its employees based at 
the plant in Port Elizabeth).

Th e new company will be responsible for the 
Isuzu pick-up in addition to its range of trucks 
when it opens for business at the beginning of 
2018. Th ere will evidently be about 90 dealers sell-
ing the Isuzu KB pick-ups and it will be interesting 
to see if more of these dealers add Isuzu trucks to 
their off ering to increase the current network of 35 
truck dealers.

Although Isuzu vehicles have been sold in 
South Africa for 44 years (since 1973) the current 
joint venture with General Motors in SA was only 
signed in 2007. Th is landmark saw the formation 
of Isuzu Truck South Africa with Isuzu Motors 
of Japan having a 70% share and GMSA the other 
30%. At the time the new, consolidated company 
took over the distribution and aft er-sales support 
for all Isuzu trucks in right-hand drive markets in 
Africa, including Malawi, Mozambique, Zambia, 
Zimbabwe, and Mauritius.

Uren says the truck company sees 2007 as the 
start of its renaissance, which has seen it move up 
the ranks in terms of sales volume over the past 10 
years. It currently holds a 14.5% share of the overall 
SA truck and bus market with its automated manu-
al transmission (AMT) having provided impetus 
for growing sales in recent years. It has been the 
top-selling Japanese truck brand in SA since 2013.

Uren said that in the current tough economic 
environment it was essential that to remain suc-
cessful businesses must be versatile and quick to 
adapt to changing circumstances. “We are living in 
a moment,” he explained.

Th e Isuzu Truck COO said that although 
the local market was tough, particularly with the 
downturn in mining, there were some bright spots, 
such as an upturn in agriculture aft er the drought, 
but there are several sectors needing support, such 
as many small businesses, which were struggling.

Uren says he sees gradual sales growth, with 
the recent low point having been in 2016 and 
forecast total sales of 26 500 for 2017, compared to 
the 26 997 trucks and buses sold in 2016. He added 
that the arrival of several new models and new 
brands will make the market even more competi-
tive in the second half of 2017, but he was confi dent 
Isuzu could continue its successful run in terms of 
retail sales.

Uren was somewhat defensive when asked 
about what he thought about the growing number 
of competitors who were choosing fully automatic 
transmissions instead of the Isuzu staple of AMT. 
“Truck operators are cautious people and it took 
us quite a while to get a high acceptance rate for 
AMT. Our customers will choose what suits them 
best,” he said in answer to a question from a lead-
ing trucking journalist. ■

Little News at Eagerly-Awaited Isuzu Media Briefi ng

The two men currently at the helm of the truck division of Isuzu Motors South Africa are (left) 
Hiroaki Sugawara, CEO and Managing Director, and (right) Craig Uren, COO and Director.

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

Owners of two, exquisite Kawasaki motorcy-
cles took top honours at the Classic Motorcycle 
Club’s annual 1000 Bike Show, which was held at 
the Germiston City Sports Club at the weekend 
(July 1-2). Henk van Heerden’s 1974 Kawasaki 
Z900 was judged Best on Show in the Classic 
motorcycle section and Sean McGlead’s 1979 
Kawasaki Z1300 won Best on Show in the Custom 
motorcycle category.

Th is year’s show was staged at a new venue, 
the Germiston City Sports Club, aft er 15 years at 
the Germiston High School. A problem get-
ting a liquor licence at the school caused the late 
venue change.

“Th e new venue proved very suitable for our 
show and is likely to be the site for our annual 1000 
Bike Show going forward,” said Rusty Th orns, 
Chairman of the Classic Motorcycle Club (CMC) 
and organiser of the show for the past two years.

“Our attendance was down on Saturday 
due to two confl icting motorcycle events that 
day, while it was also cold for part of the day 
and, being the fi rst day of the month, it was also 
‘shopping day’ for many families. Attendance on 
Sunday was much better and generally there were 
positive comments about the event, while we will 
use negative feedback to ensure we have an even 
better event in 2018,” added the hard-working 
CMC Chairman.

Th ere were less motorcycles than usual on 
display in the main marquee and a contributing 
factor to this fall-off  in entries is the fact that many 
of the classic motorcycles in South Africa are being 
exported to overseas buyers, according to a leading 
classic motorcycle collector and restorer.

However, there was still plenty of diff erent mo-
torcycles on show – many painstakingly restored 
to original or better condition – to keep visitors 
entertained for hours.

In addition, there was the usual wide variety 
of motorcycles and trikes on display in the large 
visitors’ parking areas which also provided a great 
deal of interest for motorcycle enthusiasts, in terms 
of both classic and modern motorcycles ridden by 
visitors to the event.

CONCOURS D’ELEGANCE – 
CLASSIC MOTORCYCLES

WINNERS

 ■ Best on Show: Henk van Heerden (1974 
Kawasaki Z900);

 ■ Best American: Louis van Eeden (1942 
Harley Davidson 5/7);

 ■ Best British Pre-War: Gavin Walton 
(1936 AJS Model 9);

 ■ Best British Post-War: William Viljoen 
(1960 BSA Gold Star);

 ■ Best British Classic: Ken Jones (1962 
BSA Gold Flash);

 ■ Best Japanese over 250cc: Henk van 
Heerden (1974 Kawasaki Z900);

 ■ Best Japanese under 250cc: William 
Norris (Kawasaki KR250);

 ■ Best European: Trevor David (Ducati 
600 Pantah);

 ■ Best 2-stroke Racing: Leon van der Berg 
(1968 Yamaha RD05A);

 ■ Best Off-Road: Ian Couper (1989 
Kawasaki KX250);

 ■ Best VMX Racer: Gareth Ireland (1981 
Maico MC 490);

 ■ Best Street Scrambler: Ian Couper 
(1981 Honda XR 500).

CONCOURS D’ELEGANCE – 
CUSTOM MOTORCYCLES

WINNERS

 ■ Best on Show: Sean McGlead (1979 
Kawasaki Z1300);

 ■ Standard: Sean McGlead (1979 Kawasaki 
Z1300);

 ■ Street modifi ed: Dyno by Quint (1982 
Suzuki 1100 Katana);

 ■ Street Fighter: Sarel O’Neill (2006 
Kawasaki Z1000);

 ■ Cruiser: Russel Joint Eff ort (2007 Harley 
Davidson);

 ■ Custom: Dyno by Quint (Boss Hoss);
 ■ Chopper: Russel Joint Eff ort (Harley 
Davidson);

 ■ Classic: Dyno by Quint (Yamaha Chappie);

 ■ Harley Davidson: Nico van Vuuren (2012 
Harley Davidson);

 ■ Trike: Morne Frampton (Vespa Trike);
 ■ Bobber: Cyril Price (Harley Davidson 
Guns and Bullets);

 ■ Café Racer: Lourens Odendaal (Suzuki 
GSX750E); Rat Bike: Bob Kunzz (Harley 
Davidson Rat). ■

Kawasaki’s Shine at 1000 Bike Show

Henk van Heerden with his 1974 Kawasaki 
Z900 that was Best-on-Show among 
the hundreds of classic motorcycles 
on display at the 1000 Bike Show. Van 
Heerden spent four years restoring and 
rebuilding his pride and joy.

Piet Maas’s immaculate 1914 Clyno 
sidecar combination, powered by a 770cc 
V-twin engine, drew plenty of admiring 
glances at the 1000 Bike Show. The 
restoration was only completed this year 
and it won a Concours d’Elegance award 
at this year’s Knysna Motor Show.

Janusz Gruszka’s 1925 Excelsior Super 
X was the Ladies Choice at the 2017 
1000 Bike Show. Previously owned 
by Frank Hayward, this motorcycle 
took part in 25 Durban-Johannesburg 
commemorative regularity rallies and was 
the winner in 1982.
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Th e CAR Digital Dealer Conference, sponsored by 
the Innovation Group, which will be held on the 
opening day of the WesBank Motoring Experience 
at Kyalami on Friday, 1 September, is sure to attract 
leading lights from all facets of the local automo-
tive industry. Th e reason is that the chosen topic is 
very hot and set to shape the future direction of the 
way cars are bought and serviced in the future, as 
well as the role dealerships will play.

Vehicle buyers increasingly turn to the internet 
and mobile devices to guide them through their 
purchasing decisions by way of searching for 
information and online reviews. Th is behaviour 
requires dealerships to adopt innovative tech-
nologies and digital strategies to maintain their 
competitive advantage.

Th e Digital Dealer Conference has a line-up of 
speakers well-versed in their topics, while the event 
also provides excellent networking opportunities 
for delegates.

Th e theme this year is: “Th e digital economy: 
How dealers need to adapt to align with consumer 
buying trends.” Th is theme will be tackled from 
all angles and will provide valuable lessons for 
the delegates.

Th e CAR Conference has been part of South 
Africa’s premier motor show since Auto Africa 
was staged in Johannesburg for the fi rst time in 

1996. Last year the conference was staged at the SA 
Festival of Motoring.

Th e keynote speaker will be from overseas 
again this year. John O’Donnell, Managing 
Director of the Innovation Group’s EMaC division 
in the United Kingdom, will talk on: “Th e future 
and trends of service plans”. He is well qualifi ed to 
speak on this subject as EMaC is the UK’s leading 
provider of service plans and customer retention.

Other speakers include Dave Duarte, CEO 
of Treeshake, a digital communications consul-
tancy, who will talk on “Navigating the digital 
retail landscape” and Bruce Allen, the Chairman 
of the National Automobile Dealers’ Association 
(NADA), whose topic is: “Th e path to greater prof-
itability via customer service”.

Dylan Kohlstadt, the CEO of Shift one, a crea-
tive, integrated digital marketing agency, will talk 
about “Building a competitive advantage using 
powerful, owned, earned and paid digital market-
ing strategies” as well as “Breaking bad: Identifying 
poor digital habits and the tools to fi x them.”

Other speakers on the programme are: 
Andries van Staden, Managing Director of the 
Innovation Group; Claire Cobbledick, Head 
of Core at Gumtree 
SA; Crayg Hitzeroth, 
Managing Director of 
Ad Dynamo, Twitter’s 
partner in Africa; and 
Nikki Harding, Vertical 
Lead Automotive – 
Facebook Sub Saharan 
Africa. Th e latter three 
people will serve on 
a panel to discuss 
“Unlocking and leverag-
ing the value of social 
best practice and key 
measurements to engage 
car buyers.”

For more details 
about the CAR Digital 
Dealer Conference and 

to make a booking contact Monique Brevis at 
Ramsay Media Tel: (021) 530-3116 or send an e-
mail to monique.brevis@ramsaymedia.co.za. ■

Events

■ Dealer principals
■ OEM marketing teams
■ Internet sales managers
■ General managers
■ General sales managers
■ Marketing directors
■ E-commerce directors
■ Social media managers
■ CRM managers
■ Pre-owned managers
■ F&I managers
■ Fixed operations managers

Who Should Attend? 

■ Digital marketing
■ SEO and SEM
■ Management
■ New sales
■ Pre-owned sales
■ Social media mobile-marketing

Rates
■  Early-bird rate: R1 695 a person (incl. 14% 

VAT; payable before 1 August 2017)
■  Late registration: R1 995 a person 

(incl. 14% VAT)
■  Group discount (5 or more delegates): 

R1 495 a person (incl. 14% VAT)

Topics that will be 
covered include:

John O’Donnell, the CEO 
of the EMaC division of the 
Innovation Group in the 
United Kingdom, will be the 
keynote speaker at the CAR 
Conference. His topic will 
be: “The future and trends of 
service plans.”

Nikki Harding, the Vertical 
Lead Automotive – Facebook 
Sub Saharan Africa, will be a 
member of a panel to discuss 
“Unlocking and leveraging the 
value of social best practice 
and key measurements to 
engage car buyers”.

Bruce Allen, the chairman of NADA, will 
speak on “The path to greater profi tability 
via customer service”.

The theme this year is: “The digital 
economy: How dealers need to 
adapt to align with consumer 
buying trends.”

Digital Dealer Conference 
at SA Motoring Experience

mailto:monique.brevis@ramsaymedia.co.za
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