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In which Nissan management hints 
that the Datsun brand may well be 
produced here in the future, and that 
big investments are in the pipeline for 
the plant, in the next fi ve years
AL:  At the recent ground-breaking 

ceremony for the new skills 
training centre at Nissan’s 
Rosslyn plant, it was an-
nounced that Nissan SA had 
been awarded the contract to 
produce the next NP300, as part 
of Nissan’s global supply-line of 
that vehicle. No, apparently it 
has been delayed. What is the 
state of play in this regard?

MW:  We’ve moved it on by a few 
months, yes. Between six and 
12 months. Purely because 
we’ve done this on a global ba-
sis, and that is very much part 
of our aim to increase levels of 
localisation on the pick-up, in 
terms of local content. So it’s 
very much on track.

AL:  So is the plant already being 
readied for this. When will you 
start revamping the plant to en-
able this build?

MW:  Well, if you go there now, you’ll 
see they are quite a long way 
down the road with the train-
ing centre, although as far as 
actual plant changes, we’ll only 
really start with the December 
2014 shut-down.

AL:  So it had nothing to do with 
launching the Datsun name 
here?

MW:  No, nothing whatso ever, 
it’s purely a timing issue of 
localisation.

AL:  Is there a possibility that one 
of the Datsun products will be 
built in South Africa?

Vinc ent Cobee: As I’ve said, 
right  now we are launching 
the brand, announcing a vehi-
cle. What is very clear is that if 
you look at the demographics 
of Africa, the potential of South 
Africa is very substantial, the 
potential of Africa is very sub-
stantial. We have the luxury of 
having a manufacturing asset in 
South Africa. And a very small 
capacity of that plant, that we 
are currently using. So, today I 
have nothing to announce. Five 
years down the road, it would be 
a logical fair bet for the Nissan 
brand, the Datsun brand, to 
maximise the use of this asset, 
and by doing so, to ensure that 
this Nissan plant has the same 
level of competitiveness as the 
best Nissan plants in the world.

AL:  Is there a problem in terms 
of utilising an old plant like 
Nissan’s Rosslyn plant (which 
was established way back in the 
1960s) for much bigger produc-
tion runs (with large volumes of 
exports in mind)?

MW:  Not at all. Th e only aspect that 
is old about our plant is maybe 
your walls and the roof. We 
are continually putting in new 
lines. If you look at our multi-
model line, it was updated four 
years ago. Inside it is modern 
and for H6, the new pick-up, 
we’ll be putting in a lot more 
modern equipment. 

AL:  My question was more with re-
gards to the way the plant was 
laid out, being an old plant, in 
terms of logistically. And if this 
posed problems when aiming 
for big-scale production.

MW:  No. In fact it is interesting as 
we go for bigger scale produc-
tion as we will on the pick-up, 
we will reduce complexity 
in the plant, as we build too 
many platforms at present. 
Th e real benefi t with the new 
pick-up programme is going 
to be reduction in  complexity. 
So we will improve our 
effi  ciencies

AL:  Will that mean that you will end 
up building one line?

MW:  No we will always build two. 
Th e pick-ups, and the Sandero 
and the small pick-up. Th ose 
are our two primary products. 
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Interview: Mike Whitfi eld, Managing Director of Nissan SA and 
Vincent Cobee, Corporate Vice-President at Nissan Motor Company

Nissan will always build at 
least two model lines here, a 
monocoque (car) and a ladder 
frame (pick-up, says Nissan 
SA MD Mike Whitfi eld.
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Editor’s Note
THE BAKKIE KINGS

Travelling in Mpumalanga 10 
days ago, I was struck by the num-
ber of bakkies and SUVs you see 
in that part of the world. And I’m 
not talking about bakkies used 
for commercial purposes, but 
double-cabs used as daily trans-
port by the locals, with the obvi-
ous load-carrying benefi ts you get 
from such a vehicle.

I was driving a bakkie too, a Hilux Double Cab, and so I felt 
cool. All I needed to do was to work out a bit more on my calf mus-
cles, buy some long khaki socks and bush boots and I’d fi t right in.

Th e subject of bakkies being relevant family transport was 
a talking point once again at this year’s Car of the Year judging 
days, held at Gerotek two weeks ago. Some journo’s were grousing 
that Double-Cab pick-ups had no place in a COTY competition, 
but I disagree. So many people use them as their daily transport, 
and so many housewives use them to cart kids around and do 
the shopping, that, yes, I feel they should be seen as a relevant 
category of transport and up for judging. Th e same goes for the 
Porsche Boxter. Toby Venter’s Porsche Centre organisation has 
done such a good job of selling these supercars to the upper-
strata of urban society here, that you no longer even remark on 
one when you see it cruise past, at least if you happen to live in 
Jo’burg’s northern suburbs.

Just as Ford’s acclaimed Ranger deserved its place in the fi -
nals, so I believe did the Boxter, because these vehicles are used as 
transport, not pure pleasure things, by so many South Africans. 
And both vehicles caused a big stir in their various market cat-
egories in 2012.

You can read my motivations for my points allocation to the 
12 fi nalists on pages 7 and 8. But when the winner is announced 
come March 6 in Sandton, it will be the opinion of some 29 of us 
journos with jury status, all taken into account.

Getting back to the bakkie issue, GM is launching its new 
Isuzu KB in a few weeks’ time, and Nissan is contracted to build 
the next-gen NP300 series pick-up in Rosslyn, in a year or so’s 
time. It makes sense for South Africa to be the builder of bakkies 
for Africa, as Toyota has so ably proved with its fantastic mar-
ket penetration of the Hilux beyond our borders. As for the VW 
Amarok, I would love to see that being built here too. Perhaps 
with a special big capacity motor for African conditions.

Stuart Johnston,
Editor
stujohn@autolive.co.za

To advertise in  contact

Bruno Lupini on 081 354 7212 or email him at bruno.lupini@gmail.com

BY ROGER HOUGHTON

Although Mercedes-Benz SA’s revenue 
in 2012 of R33,8-billion was slightly 
down on the R34,9-billion generated 
in 2011, it was still a good year for the 
company. Th e country also benefi tted 
with the payment of R1,6-billion in taxes 
and duties!

Addressing the media in East London re-
cently the president and CEO of MBSA, Dr 
Martin Zimmerman, said that the coming 
year will see the introduction of a number 
of new products in South Africa, including 
a new S-Class and a new Sprinter van to be 
unveiled at the Johannesburg Motor Show 

in October. Th is is in contrast to 2012 
when there was little in the way of new 
model launches.

During his address Dr. Zimmerman 
spoke about the stance MBSA had taken 
with respect to the reporting of detailed 
sales fi gures to the National Association 
of Automobile Manufacturers of SA 
(NAAMSA). Th is had ceased in 2011 on 
instructions from Daimler in Germany, 
who feared that doing so contravened ant-
trust laws. Since then MBSA had been sub-
mitting only aggregated fi gures for each 
major market segment.

Zimmerman said that following exten-
sive talks with the Department of Trade 
and Industry (DTi) and NAAMSA it 
was likely the company would again re-
port detailed fi gures within the next two 
months. However, he said there would be 
a change in the reporting process in that 
the DTi would collect and disseminate the 
fi gures and not NAAMSA. RGT Smart, of 
Port Elizabeth, would continue to process 
the fi gures.

 Th is move could well result in all mo-
tor vehicle manufacturers and distribu-
tors in SA reporting detailed fi gures as it 
would be requirement from the DTi and 
not a voluntary process by an industry as-
sociation. Th is step is likely to be widely 
welcomed by both the industry and econo-
mists as vehicle production and sales fi g-
ures are vital components of the data re-
quired for the country’s economic analysis 
and planning. ■

2012 Was a Good Year 
for MBSA

Dr Martin Zimmerman, 
Mercedes-Benz SA’s MD.

Zimmerman said that following 
extensive talks with the 

Department of Trade and 
Industry (DTi) and NAAMSA it 
was likely the company would 

again report detailed fi gures 
within the next two months.

... the coming year will see the 
introduction of a number of 

new products in South Africa, 
including a new S-Class 

and a new Sprinter van to be 
unveiled at the Johannesburg 

Motor Show in October.
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We have a monocoque line and a ladder-
frame (pick-up) line.

AL:  In terms of being in Rosslyn it must benefi t 
you in terms of having good local suppliers in 
the area.

MW:  Th ere is a good supply base. And government 
has put in a lot of eff ort in establishing a sup-
ply park in Rosslyn. Th e only real challenge is 
that we are 600 km from the nearest sea port. 
Th e biggest challenge we face at the moment 
is logistics costs.

AL:  Transnet have talked about rail improvements. 
Do you see that happening down the line.

MW:  Yes, Transnet is already busy with its new 
car carrier scheme. Th ere is a lot of work that 
has to be done on both sides, Transnet and 
manufacturers. Right now, there isn’t the 
rail capacity to cope. You’d need signifi cant 
investments to support the growth in the in-
dustry at the moment.

AL:  What about people?
MW:  We have access to a very good base of peo-

ple, the skills require a lot of work. Hence 
our training centre. Th ere is a skills short-
age, but as business people we need to do 
something about it, in terms of support. 
Th at’s one of the big drives regarding the 
new training centre.

AL:  Getting back to the Datsun brand. How im-
portant is that heritage today? I wonder if 
it’s not just old dudes, like myself, that have 
owned three Datsun GXs, for instance, and 
shed a tear for each of them. Does the name 
still have equity?

Vinc ent Cobee: Th e biggest equity is the  spirit 
of the brand. We are not going to being back 

the cars of 1960 and 1970. Th e intention is to 
go back to a certain type of focus, growth in-
tention, development. To take that reputation 
for accessible products, durable and reliable, 
and to really embody the concept of a vehicle 
that enables the customer to grow in life.

AL:   And this, if you really look at it, it was 
that way in the 1930s, ‘40s, ‘50s, ‘60s and 
‘70s. It was Datsun in the ‘60s and ‘70s in the 
United States. It was Datsun across Africa and 
Australia in the ‘50s, ‘60s and ‘70s. 

AL:   It is a very interesting set of references, it 
gives you a very clear direction when yiou de-
cide on the standing of the car, the develop-
ment logic of the car, the type of service you 
want to have.

AL:  And how you will equip that car, no doubt.
VC:  Its very interesting if you step back a few years. 

What we have done is, I don’t have any reli-
gion on product type or platform. I have an 
absolute religion regarding a certain type of 
customer who is in a stage of growth. What 
they want, what can they aff ord? What are 
their fears, what are their dreams?

VC:   And based on this, of course, looking at 
the competition, how do we develop the 
solution. Th e great value of this brand and 
its come-back is we will develop only for a 
particular type of customer, only for a par-
ticular type of country and by focussing, 
being in synch with that type of intention, 
and frankly this was the original intention 
of Datsun, you can develop a superior value, 
a superior product.

Datsun’s South African Roots

In the beginning, they were known as Datsuns, 
before a global name-change to Nissan in the 

early 1980s. Datsun fi rst launched a pick-up here 
way back in 1958, and initially launched the 1200 
Bluebird sedan a few years later. In the mid-1960s 
the Bluebird was in fact developed on an interna-
tional level right here , by a South African engineer 
who happened to be our South African rally cham-
pion, Ewold van Bergen.

Van Bergen, who also competed in various 
international rallies, helped develop the chas-
sis and a four-speed gearbox for Datsun-Nissan 
in Japan.

But it was in the late 1960s that the immor-
tal SSS was introduced, a car that today is still re-
membered as being both unbeatable and unbreak-
able. It had a single overhead cam engine with 
twin carbs and independent suspension, and close 
ratio gearbox.

It was also much more aff ordable than rivals 
from Alfa Romeo, and quicker than the Fords of 
the day.

Th e next giant-killing act came in the form of 
the brilliant 1200 series, especially in twin-carb 
GX form. Displacing a mere 1 171 cc it produced a 
claimed 52 kW, and in fact it could outrun much 
bigger-capacity cars of its day, as the engine had a 
propensity to rev its head off . It was by far the fast-
est 1200 that Car Magazine had ever tested back in 
March 1972, and on the race track, one Hennie van 
der Linde won his fi rst signifi cant championships 
in this car, continuing a relationship with Datsun-
Nissan that would last for decades.

What does the name mean? Well, according to 
Nissan, Dat means “lightening fast” in Japanese. 
And then in the 1930s, a small aff ordable car for 
youngsters was introduced by the DAT com-
pany, and was named son-of Dat, which eventu-
ally gave rise to the name Datsun. Sounds familiar, 
doesn’t it? ■

 continued from page 2
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Continental Tyre South Africa (CTSA) has strengthened its compliance with 
the wide range of legal, policy and contractual matters it faces on a daily basis by 
appointing a Legal and Compliance Manager for the fi rst time.

Experienced attorney Sivuyile 
Boqwana has been appointed in this 
new position. She is responsible for 
establishing the new department, 
which will oversee the Corporate 
Compliance Programme and func-
tion as an independent and objective 
body reviewing and evaluating all 
legal, compliance and contractual is-
sues within the organisation.

“Previously legal matters were 
managed by individuals within 
their own departments and re-
sponsibility areas, in consultation 
with external legal representatives 
when required,” said Attie Higgs, 
CTSA’s General Manager of Human 
Resources. ■

People

BY ROGER HOUGHTON

Over the years many South African motor indus-
try executives have made it into senior positions in 
international postings – particularly those working 
for the German companies Volkswagen, BMW and 
Mercedes-Benz.

Th e latest successful “export” from SA is Trevor 
Hill who was appointed managing director of Audi 
Middle East in January. In this role he also has over-
all responsibility for Volkswagen in the region.

Born in Cape Town, Hill, who is now 50, start-
ed his career in the motor industry in 1989 when 
he was appointed dealer training and development 
training manager for Volkswagen/Audi South 
Africa. He later moved to the position of area man-
ager for sales and marketing.

Hill had obtained a Higher Education Diploma 
at the University of the Witwatersrand prior to join-
ing Volkswagen and has subsequently obtained 
a Certifi cate in Motor Retailing at Cape Town 
University and an MBA from Anaheim University 
in California, US.

Hill left  Volkswagen in 1995 and established 
and managed a training business in Johannesburg 
until 1997 when he returned to the motor busi-
ness by joining Audi in Germany. He was initially 
responsible for importer training and development 
and later headed up the global dealer and importer 
training and development departments.

In 2003 he moved to Audi Japan and in 2005 
became the executive director and later regional 
director of Audi China in Beijing, where he was re-
sponsible for the Chinese and Hong Kong markets. 
He was promoted to managing director of Audi 
Korea in March 2007 and took up his current posi-
tion in January.

Besides his mother tongue of English, Trevor 
Hill is fl uent in Afrikaans and German and has a 
basic knowledge of Japanese and Chinese. He is an 
avid sports enthusiast and represented South Africa 
at hockey, besides playing fi rst league cricket and 
being a keen golfer. He is married with two children.

Th e South African aims to reach the threshold 
of selling 10 000 Audis annually in the Middle East 
as an initial goal and then doubling this fi gure by 
2020. Audi entered this market with a regional of-
fi ce in 2005 and has grown strongly since.

“We already have the right products and the 
right technology in place,” said Hill. “Our abso-
lute focus will be on customer satisfaction, par-
ticularly in the area of aft er-sales, with our dealers 
currently setting up seven new service facilities in 
the region.” ■

Another South African Makes it Big on World Stage

Trevor Hill, SA’s latest export-made-good.

Sivuyile Boqwana, 
Continental’s new Legal and 
Compliance Manager.

Ten would-be-super-sales-people 
are currently undergoing training at 
Peugeot’s head offi  ce in Linbro Park 
as part of the Peugeot’s New Sales 
Executive Recruitment Project. Th is 
is a prelude to a rapid move to deal-
erships for the next phase of their 
preparation for a career in the mo-
tor industry retail sector. Explains 
Francis Harnie, Managing Director of 

Peugeot South Africa: “Th e industry 
traditionally has a sales staff  turno-
ver of between 40 and 45 percent per 
annum, which has an enormous cost 
implication for the dealership and the 
importer, and ultimately a service im-
plication for the customer.

“For this reason we want to create 
a new sales culture.”

To this end, Peugeot South 
Africa (in conjunction with Strategic 
Personnel), will recruit and train, cov-
ering aspects such as brand heritage, 
product knowledge as well as learning 
generic sales skills. Lastly, getting the 
individual started with select dealers, 
for further on-the-job training and 
mentoring under the watchful eye of 
experienced sales managers. 

With the current focus on Sales 
Executives, the initiative will also 
extend to the aft er sales depart-
ment with the placement of Service 
Advisors by mid-2013. ■

Peugeot’s Sales Recruitment ProjectContinental Tyre SA Appoints New 
Legal and Compliance Manager

New Peugeot Sales 
Executives, fl anked by Francis 
Harnie: Peugeot South Africa 
Managing Director (back left) 
and Jaco Mare: GM: Training 
(back right).



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

Wilken Communication Management was 
established in 1997 with the major focus of 
its operations being the South African 
motor industry.

Over the years it has developed into a one-
stop communication and marketing service 
provider specialising in this industry.

It is staffed by some of the most 
experienced people in the marketing and 
communications environment of the South 
African motor industry.

simplifyingCOMMUNICATIONS

237 Rigel Avenue Waterkloof Ridge, Pretoria, 0181      Tel  (012) 460 4448      Fax   (012) 460 4514 www.wilkencomm.co.za

WCM can provide services from strategic 
planning, to product launches, media briefings, 
event management, fleet vehicle management, 
and ongoing public relations campaigns. It also 
has a publishing arm which can produce 
newsletters, magazines and coffee table 
books.

For more information contact: Jacques Wilken 
- jwilken@mweb.co.za

December is a time when major road routes across 
the country are at their busiest, creating oppor-
tunities for potential abuse of fl eet cards. But, 
thanks to technology, the chances for illicit trans-
acting are being successfully whittled away, says 
Standard Bank.

Dr. David Molapo, head of fl eet management 
at Standard Bank, says that in December 2012, 
Standard Bank fl eet customers were saved an esti-
mated R15.3 million in potential losses through the 
bank’s online authorisation system, which scanned 
and declined questionable transactions at fi lling 
stations across the nation.

“As a peak holiday period, December is tra-
ditionally when people use the cover of increased 
activity on holiday routes and at crowded facilities 
to mask dubious forecourt transactions,” explains 
Dr Molapo. 

”Last December marked a signifi cant change in 
this trend. Losses due to irregular and unlawful use 
during the month were amongst the lowest record-
ed by the Standard Bank Fleet system during 2012.”

Th e key technology introduction that reduced 
potential losses throughout 2012 was Standard 
Bank’s real time authorisation system that enables 
each card transaction to be validated and author-
ised at point of sale at all forecourts or workshop 
premises. Th is is coupled with electronic tools such 
as online access to the transaction authorisations 
system that enables fl eet operators to view all fl eet 
transactions online within 15 minutes.

“Where transactions appear to be out of the or-
dinary, fl eet operators are phoned and alerted. Th ey 

can then check the circumstances surrounding the 
transaction and either approve or decline it,” says 
Dr Molapo.

Last year transactions amounting to R257.6 
million were blocked, oft en before fl eet owners were 
even aware that attempts to use accounts illegally 
had been made. On consultation with clients on 
the blocked transactions, approval was only given 
for legitimate transactions amounting to some R36 
million. Th e remainder of the transactions was de-
clined. Interestingly, this was mainly due to the im-
proper use of fl eet cards, with actual fraud (cloned 

or stolen cards) amounting to a mere 1.31% of the 
blocked transactions.

“Aberrations that were detected and ultimately 
declined included same day fi ll-ups within very 
short timeframes, exceeding the tank capacity 
of vehicles, and illicit use of lost or discontinued 
cards,” says Dr Molapo. 

“For December specifi cally, of the total R 15.3 
million in transactions that were declined, only 
2.76% were actually fraudulent. Th is was mainly 
due to cloned cards,” Dr Molapo says.

He says that opportunities for using cloned 
cards to make any sort of transaction are also being 
progressively shut down. 

“A transaction will automatically be rejected 
if the card user is attempting to process a purchase 
that is not aligned with certain of the vehicle’s par-
ticulars recorded on our system. For example, if a 
driver is attempting to make tyre purchases with a 
card valid for fuel, oil and tolls only, the purchase 
will be declined.” 

Th e benefi ts of increased technical vigilance 
have made fl eet operators more aware of the chal-
lenges they face. It has seen control measures being 
introduced within companies, contributing further 
to increased security for fl eet cards. “Drivers are 
more conscious of the manner in which they use the 
cards, reducing improper use and fraud levels even 
further,” says Dr Molapo.

“Improvements to the approval system are be-
ing introduced by Standard Bank Fleet Management 
to further enhance fl eet management and security 
in 2013,” he concludes. ■

High-Tech Electronic Tools Defeating 
Fleet Card Abusers, Says Standard Bank

Dr. David Molapo_Head of fl eet 
management at Standard Bank.

www.wilkencomm.co.za
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BY STUART JOHNSTON

In the past few years the COTY judging system 
has been revamped quite substantially, as has the 
way the results have been announced. In the not 
too distant past only the winner was announced. 
Nowadays, not only are all the fi nalists’ points tallies 
published on a giant screen at the function, and on 
the SAGMJ website, but the various jury members 
individual points allocations are also published.

Th is is all in the interests of “transparency”, 
such a fashionable buzz-word in exalted business 
and governmental circles, but rarely ever practised 
in reality. You’ll get the idea that I’m not that keen 
on transparency, for a number of reasons. As a jury 
member, and a Guild member of good standing for 
more than three decades, I believe that the SAGMJ 
should retain some mystery to the competition. 
It adds much more impact to the announcement 
of the winner, and that only the winner should 
be announced.

I also believe that any so-called transparency 
policy can never be 100 per cent complete, because, 
as with any organisation, decisions in meetings are 
rarely disclosed in their entirety for public scrutiny.

I also believe that the current judging system 
is fl awed.

Th is is as follows: Each of the 29 participating 
journalists with jury standing, who took part in the 
two-and-a-half day testing phase of the competition 
earlier this month, are allocated 50 points. Th ey 
must award these points to at least seven of the 12 
cars chosen as fi nalists, and they can award points 
to all 12 cars if they wish. Th ey are not allowed to 
award more than 10 points, however, to any one car.

My experience, in honestly allocating these 
points aft er the testing days, is that there are not 
enough points on off er. I would have liked to see, 
say, 80 points at least for the 12 fi nalists. Or, bet-
ter still, I would like the number of fi nalists to be 
limited to 10, as the current crop of 12 made taking 
a break in the testing procedure between each car 
almost impossible. With more points or less cars to 
assess, it would be easier to more fi nely graduate dif-
ferences between each of the cars.

Th ere was also another problem that reared its 
head in the competition. At least two manufactur-
ers arrived with cars which had signifi cant optional 
extras fi tted to the array of test cars on hand to be 
driven on the road, and around various courses at 
the Gerotek testing grounds west of Pretoria.

At fi rst glance this seemed rather cynical of the 
two manufacturers involved, and it was agreed at a 
rather hastily-convened meeting of the jurors that a 
points penalty would be levied on whatever points 
these cars scored. Th e cars aff ected were the BMW 
320i and the Mercedes-Benz B180 CDi. 

Was this a case of the manufacturers trying to 
infl uence the jurors? I feel not. In fact Guy Kilfoil, 
who heads up BMW’s communications depart-
ment, later told AutoLive that he had a heck of a 
battle simply sourcing three examples of the car for 
testing, as the 3-Series is sold out world-wide. He 
took what he could get, and some of these models 
arrived from Germany with various extras fi t-
ted, including, unfortunately, a dynamic handling 
package on some of the cars, which did infl uence 
the handling.
BMW and Mercedes both disclosed all the extras 
fi tted to their cars and the prices were given in detail 
for these extras.

Th e jury’s decision was that a penalty would be 
applied, commensurate with the car’s base price as 
chosen as a fi nalist, and to the value of the extra’s 
fi tted. Th e points penalty would be percentage-
based. Th e writer did not agree with this, as price 
and perceived value for money are very diff erent 
matters. But the motion was carried. I felt that jour-
nalists should assess the essence of a car, not only 
on the way it performed around a handling track, 
but on the way it performed way back when it was 
launched, and in subsequent road tests.

I was particularly annoyed about the penalty, as the 
BMW 320i was, and remains, my choice for Car of 
the Year 2013 . To me it exemplifi ed what a winner 

Car of the Year 2013
In six day’s time (yes indeed, the fact that February only has 28 days still catches many of us on the hop) the 
South African Guild of Motoring Journalists Car of the Year for 2013 will be announced at a glittering function at 
Sandton Convention Centre, sponsored as it has been since 1985, by Wesbank, the vehicle fi nance people.

BMW 320i is AutoLive’s choice for Car of the Year.

The jury’s decision was that a penalty 
would be applied, commensurate 

with the car’s base price as chosen 
as a fi nalist, and to the value of the 

extra’s fi tted. The points penalty 
would be percentage-based. 

The writer did not agree with this, 
as price and perceived value for 
money are very different matters.

continued on next page 
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of this competition should be, and that is to move 
the envelope of mass-produced cars forward.

To me the BMW has fi nally achieved the ride 
quality of rivals like its Mercedes-Benz C-Class 
competitor, while still retaining the typically BMW 
handling edge it had before, but previously this was 
at the expense of comfort. I believe its four-cylinder 
turbocharged engine has moved the game forward 
too, combining stupendous economy with the type 
of performance that BMW is renowned for. And I 
believe its eight-speed automatic gearbox is on par 
with the best automatics in the world. What’s more, 
I think the styling is great, being much more elegant 
and less fussy than before. As for price, well, I be-
lieve the base price, sans extras, at R379 000 is very 
competitive in this entry premium area of the so-
called C/D segment.

As for the fact that the test cars in eff ect cost 
some R438 000 to R498 000, I believe that, yes, these 
extras pushed the price way beyond the base list 
price. But in reality, so many of BMW’s customers 
lash out for these extras, as do the customers for 
many competitive cars in this league. Th e jurors 
should have born this in mind when allocating 
points at the outset. I believe we are supposed to test 
a car’s design, dynamics and production integrity, 
rather than various add-on features. But it seems I 
am in the minority.

Anyway, the Guild has asked that we submit 
our points and a short summation of our decisions 
for each car, so here goes:

 ■ 9 points. BMW 320i Automatic 
  Simply the best all-rounder in its class, and the 

fact that it can deliver fuel economy in the 6,5-li-
tres/100 km to 7,5 litres/100 league in the real 
world, with sports sedan performance, superb 
styling, build-quality and ground-breaking dy-
namics, makes it the winner.

 ■ 8 points. Porsche Boxter
  A superb advancement on the previous Boxter. 

Aggressive styling sheds previous “hairdresser” 
image. Dynamically it did not disappoint, in 
fact it is one of the best-handling Porsches I have 
driven, and Porsches are always superb. Quality 
of the interior is much better too. And the fact it is 
so aff ordable in this league, at R589 000, is almost 
a shock to the system.

 ■ 6 points. Kia Rio 1,4 TEC Manual 
  An amazing package at R182 995. Th e best-look-

ing car in its segment, superbly equipped at the 
price, dynamically good, and a level of perceived 
quality streets ahead of its opposition.

 ■ 6 points. Nissan Juke 1,6 DIG Turbo
  Th is car brought a huge smile to my dial every 

time I hopped into it at the test days. It has eye-
catching, fun looks and the performance is sim-
ply stonking in turbocharged form, although the 
handling is perhaps just a tad “loose” for so much 
front-wheel-driven power. Its lack of boot space 

limited my allocation to only six points. It moves 
the goalposts for Nissan, and at R279 900 it’s sell-
ing like hotcakes, deservedly in my book.

 ■ 6 points. Hyundai i30
  Th is car gets the same number of points as the 

Juke for totally diff erent reasons. It off ers such a 
high spec level, and such a degree of understated 
competence, at an excellent price of R257  900. 
Th ing is, this is what we’ve come to expect from 
Hyundai now.

 ■ 4 points. Range Rover Evoque Si4
  I know this low allocation will surprise many 

people, and indeed the many customers of the car 
will disagree heatedly with me, but I don’t like the 
concept. A roof fl attened on the body of an SUV 
to delineate sleekness, at the expense of a normal 
SUV’s greatest asset, which is a sense of airiness, 
doesn’t do it for me. Great handling though, yet 
only middling four-cylinder performance for a 
car costing R616 800.

 ■ 4 points. Lexus GS 350 EX
  I am glad this was a COTY fi nalist, as it breaks 

the mould for Lexus in being so overtly sporty 
in its dynamics. For such a big car it handles su-
perbly. Perhaps a bit too raucous in the engine 
department, though?

 ■ 3 points. Toyota 86 Manual
  Th ere is so much to like about the Toyota 86, in-

cluding excellent, entertaining handling, good 
cabin quality, snicky manual gearbox and styl-
ing. Its engine though, with its huge hole in the 
middle of the power band, was a huge disap-
pointment to me. I’d only driven the automatic 
version previously and I was expecting so much 
more from the manual. A car that looks like this 
and costs R334 500 simply has to be a lot quicker.

 ■ 2 points. Ford Ranger 
  If there was a larger points allocation on off er 

to jury members, this vehicle would probably 

have garnered a point or two more from me. 
Nevertheless, I am not a huge fan of the Ranger, 
although it seems I am in the minority as it is do-
ing so well in the sales and awards arenas. I feel 
this acclaimed Ford is unwieldy compared to the 
rival Hilux on tar ( it does ride better on dirt, ad-
mittedly) the nose is far too bulky in general town 
driving and parking, it has a ride inferior to the 
Amarok’s on both tar and on dirt, and I feel the 
styling is far too glitzy and garish for me to ever 
consider buying one. Its engine is superb, though, 
and it is spacious, which is why I would have liked 
to have given it at least a point or two more.

 ■ 1 point. Mercedes-Benz B180
  Th is car, in the handling department, really 

shone at Gerotek, which was a surprise. It puts 
its power down extremely well. But I can’t really 
equate cars like this to the Mercedes-Benz aura of 
super quality and understated grace, and I felt the 
same about the previous generation, only more 
so. It’s a big leap forward for B-Class owners, but 
not for motoring in general.

 ■ 1 point. Opel Meriva
  Nice competent Opel, smooth turbo petrol en-

gine and good vice-free handling. But not worth 
more than one point, despite its interestingly 
hinged door arrangement, in terms of being a 
COTY contender. Nope.

 ■ 0 points: Toyota Yaris Hybrid XS
  Th is car is simply not worth the money, as in the 

real world it off ers fuel consumption barely bet-
ter than a modern well-sorted petrol car, let alone 
a small diesel. It has a tacky interior, compared 
to cars like the Kia Rio, for instance. If you must 
have a Yaris, go for the straight 1,3 petrol-engined 
model and instead of paying R230 600, you’ll pay 
R180 000. Or better still, go for an Etios, which 
is real value for money at R115 800! And, in my 
book, a better car in so many ways. ■

 continued from previous page

Porsche Boxter is my runner-up choice, not an easy one as it is such a specialised car.



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

To advertise in  contact

Bruno Lupini on 081 354 7212 or email him at bruno.lupini@gmail.com

AL:  What is Garagesure? Do you insure garages, 
or fuel stations as they are more properly 
termed these days?

LM:  Th at’s exactly what we do. We underwrite and 
specialise in promotional insurance, specifi -
cally aimed at fuel stations.

AL:  Why have you targeted them specifi cally?
LM:  It’s traditionally been a risk that other insur-

ers tend to stay away from, but it is actually an 
incredibly well-regulated industry. As a result 
your risk is limited to your daily occurrences, 
your money claims where people are robbing 
you of money, or putting diesel into a tank 
meant for petrol, or vice-versa.

LM:   Th at’s as contentious one, because surely a 
car owner is at least partly responsible for this 
type of thing happening, and the repair bills 
that such a catastrophe can initiate. Or phi-
losophy is, we simply pay such claims.

AL:  So you end up paying the motorist, who would 
lodge a claim with the fuel station?

LM:  Absolutely. I have just processed one now, for 
a Hyundai iX35, which totalled R108  000. 
Petrol put into a diesel-engined vehicle. It was 
under warranty, but that’s besides the point, 
the problem occurred because of the petrol 

attendant’s negligence. You close your eyes 
and you sign the cheque. It amazed me that 
the injectors cost close to R40  000, and the 
fuel pump cost over R30 000, but those are 
high-precision items, so there you go.

AL:  What other sorts of claims do you process?
LM:  We also do fuel-delivery guarantees. Th e law 

has always prohibited a fuel station owner 
from buying fuel on credit. So if I own a 
fuel station, and I wanted R300  000 worth 

of fuel, I would have to pay for it up front, 
and the company would load that amount 
on my account. Th ey would then deliver fuel 
to my premises. It sounds like a fi ve min-
ute thing, but normally that’s a three to fi ve 
day process.

LM:   What Garagesure saw was to give the fuel 
service station owner an opportunity to 

Garage Insurance? What’s it all about?
Garagesure is a company that 
was established some eight years 
ago. Operating out of modest 
premises in the Randpark area 
of Johannesburg, the company 
employs a staff of seven. It’s 
headed up by Leslie Mitchell, who 
recently highlighted the fact, to 
the media, that garage owners 
actually lose money when the price 
of fuel goes up, as it has done on 
numerous occasions in the past 
few years. AutoLive interviewed the 
37-year-old about this very niche 
area of the insurance game.

continued on page 11 

Leslie Mitchell, MD of Garagesure.
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Many books have been written about leadership, 
but only a few have been written by business lead-
ers who have personally experienced the highs and 
lows of the art and the science of leadership. One 
such book is the recently released “In the Driving 
Seat – my leadership journey” written by the re-
spected business leader and motor industry veteran, 
Brand Pretorius. 

He played a pivotal role in establishing Toyota 
as the market leader in the eighties and was also 
instrumental during the second part of his career 
in turning around an insolvent McCarthy Group. 
Th ese were among the high points in a career that 
made Pretorius one of the best known and most re-
spected people in the South African motor industry.

During this period he had to deal with several 
setbacks too, including a 49-day strike at Toyota 
SA Manufacturing and the debilitating eff ect it 
had on the company itself as well as its dealers and 
suppliers, and also a feeling of helplessness as the 
McCarthy Group’s diversity into selling furniture, 
clothing and building supplies dragged the com-
pany into technical insolvency.

Although the book is not an autobiography, it 
does contain an overview of his childhood years as 
well as an account of his career, spanning 38 years. 
Both business and personal lessons learned are 

shared in such a frank and honest manner that the 
content engages the mind and touches the heart.

Th is makes the book eminently readable. 
Unlike many books on business topics, such as 
this one on leadership, that tend to be a tough 
read and uninvolving, Pretorius has woven his 
personal experiences and learnings into his teach-
ings. It is similar to a good novel in being hard to 
put down!
In essence though, the book is about leadership. 
Pretorius amplifi es the importance of being fully 
committed and motivated when taking up such a 
challenging position and defi nes the essence of it. 
He outlines the attributes and skills required for ef-
fective leadership and paints a clear picture of inspi-
rational leadership in action. 

Based on his own experience, his key conclu-
sion is that servant leadership provides the strong-
est foundation possible for sustained infl uence and 
high level of commitment. Practical examples and 
inspirational case studies are used to give meaning 
and impact to his advice and recommendations.

Th e book also contains chapters on leadership 
in service excellence and successful marketing of 
products and services. Th e guidelines given are rel-
evant and useful. A separate chapter is devoted to 

the role that business leaders can and should play 
to bring about a better South Africa. A holistic ap-
proach is advocated and it concludes with a call 
to action.

Th e last part of the book covers the likely 
challenges leaders are going to face in future and 
how they need to adapt and deal with it. Th ought 
provoking perspectives and possible solutions 
are off ered.

All aspiring and existing leaders regardless of 
environment or level of seniority will benefi t from 
the reading of this book. It covers the philosophical 
side of leadership as well as the keys to successful 
execution. 

No leader, whether of a family, community, 
public sector or business will leave empty handed. 
Th e anecdotes and case studies have a distinct lo-
cal fl avour but the principles and practices shared 
have a universal application. Th e core message is 
that leadership is all about character, infl uence and 
contribution, for the good of all.

Another plus for this important new addi-
tion to the ranks of business books written by 
prominent South Africans is that it off ers excellent 
value for money at a recommended retail price of 
only R195. ■

Brand Pretorius’s New Book Benefi ts from His Vast Range 
of Leadership experience in the SA Motor Industry

The following is the typically modest press release, issued on behalf of 
Brand Pretorius himself, heralding the publication of his new book. Those 
who have read the book say it contains some hard-hitting home truths on 
doing business in a tough industry.

Brand Pretorius, an industry doyen.
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Bruno Lupini is our go-to man when it comes to 
advertising in AutoLive. Bruno has been involved 
for over a decade in automotive publications, and he 
comes from a family that has deep connections with 
motoring and motorsport going back three genera-
tions. Bruno’s contact details are: 
E-mail: bruno.lupini@gmail.com 
Cell number: 081 354 7212

Who should advertise in Autolive?
 ■ Companies looking to recruit employees for 
specialist positions in the motor industry.

 ■ Companies looking for franchisees
 ■ Companies looking for dealers for new 
vehicle brands or to expand an existing 
dealer network.

 ■ Automotive marketing consultants
 ■ Training organisations
 ■ Market research companies
 ■ Business management consultants

 ■ IT companies 
 ■ Fleet management companies
 ■ Suppliers of workshop equipment
 ■ Car care companies
 ■ Panel beaters and dent removers
 ■ Auction houses
 ■ Courier companies
 ■ Service providers in the fi nance and 
insurance industry

 ■ Vehicle tracking system suppliers
 ■ Organisers of exhibitions and conferences.
 ■ Tyre fi tment centres
 ■ Suppliers of car care products
 ■ Suppliers of automotive replacement parts
 ■ Roadworthy testing centres
 ■ Printers
 ■ Accounting fi rms

AutoLive advertising rates are very cost eff ec-
tive and we are able to make up advertisements 

at reasonable rates. Th e rate card is available 
under “Advertising” on the AutoLive website, 
www.autolive.co.za ■

Bruno Lupini 
Cell: 081 354 7212 

E-mail: bruno.lupini@gmail.com

Autolive Ad Sales

improve his cash fl ow. Say it’s Easter Weekend, 
but business has been slow up to that point. 
Now you suddenly need at least R600 000 in 
cash. So we said we’ll issue a guarantee to the 
fuel company to cover the delivery cost. So the 
company delivers the fuel based on an order, 
no up-front payment, but our client is then 
debited on delivery, or in many cases the day 
aft er delivery.

LM:   So you have a couple hours to bolster up the 
bank account, before making the payment. 
It just helps the cash fl ow. It’s do-able with a 
bank guarantee, but that involves factors like 
collateral. With us, if a fuel station defaults, 
we pay the fuel company, and there’s a fi ve-
day process in which we’ll recover those funds 
from our client.

AL:   What sort of premiums do you charge for 
this service?

LM:  Our current premium is down to 2,5 per cent. 
If we provide security for R600 000 a month, 
we charge 2,5 per cent of that. When I started 
in this business, our premiums were much 
higher, as much as six per cent.

LM:   Th e chances of a default, from our point 
of view, are slim. I mean, you aren’t going to 
lose your house, your entire way of existence, 
for just R300 000 or R600 000. It does happen 
when somebody is really on the skids, but we 

then have a court case and it’s pretty much an 
open-and-shut scenario.

AL:  So the fuel station owner supplies Garagesure 
with surety?

LM:  He supplies both personal and business sure-
ty. In most cases the business surety is worth 
nothing, but the personal assets are where we 
can reclaim our investment. We are negotia-
ble, but our clients have to honour their com-
mitments. So that product has grown signifi -
cantly in the past few years. Especially with 
the credit crunch.

AL:  How long has Garagesure been in existence?
LM:  Since 2005.
AL:  Were you part of the founding team of the 

company?
LM:  I joined Garagesure in 2007. I was a broker 

and I sold this product. When the previous 
owner left , he created the opportunity for me 
to become managing director, and here I am 
today. I was fortunate to be in the right place 
at the time.

AL: I take it business has been good then.
LM:  It’s been a phenomenal journey. Our cli-

ent base is now 850 policies, out of a total of 
just over 4  000 fuel stations throughout the 
country. Our premium income is about R30-
million a year. And this is a niche product. 

AL:  What sort of percentile growth are you 
talking about?

LM:  We grew by 15 per cent last year, and as of the 
end of January 2013 there has already been 15 
per cent growth in our business. My philoso-
phy now, though, is that I want to steady the 
ship.

AL:  You recently issued a media statement point-
ing out that fuel station owners suff er during 
fuel price increases, because people tend to 
buy less fuel aft er an increase. Did you do this 
as a service for your clients, for publicity?

LM:  Sure, but I want to stress that fuel station 
owners only make, at the moment, 98,2 cents 
a litre on petrol, which costs over R12 a litre 
and on diesel the margins are similar. During 
the recent fuel price hike, clients were paying 
R13  000 more for a delivery the day follow-
ing the price increase. Th at’s a lot of money to 
have lying around.

LM:   Fuel station owners are contracted to have a 
certain percentage of fuel in their tanks at the 
station. Th ere’s a lot of money lying around in 
those tanks that is not eff ectively earning any 
interest.

AL:  So this why fuel station convenience store 
prices are so high!

LM:  Yes, but your private fuel station owner is also 
up against the wall on this front. Th e retail 
chains are now going in, Woolworths recently 
signed a big with deal Engen, Pick and Pay is 
going in with BP. So all this is making life dif-
fi cult for the smaller guys. ■

 continued from page 9
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BY STUART JOHNSTON

I’m a regular guest on the Ignition TV show, and to 
promote the show, the producers use various clips 
of their various show personalities. Th e one they use 
of me is a clip where I proclaim that with the Toyota 
Hilux you can’t go wrong. Th ing is, I’ve only said 
it once, or twice, three times at the most, but most 
klutzy viewers seem to think it’s me sitting there 
under lights each week saying the same thing over 
and over.

Still, at the risk of repeating myself….
I have realised how popular Ignition TV is 

amongst petrolheads when I attend things like clas-
sic car shows and motor racing events. Racing driv-
er Tony Martin, who I haven’t seen for many years, 
immediately brought up the “Hilux issue” with me 
this past weekend, when I bumped into him in the 
pits at Phakisa Raceway, just outside Welkom.

Elsewhere in this issue, you’ll see my com-
ments on the Ford Ranger as a Car of the Year fi -
nalist. While everyone and their dog seems to love 
the Ranger (except maybe for that funny boxer dog 
Toyota use in their ads), I still prefer the Hilux.

Th e main reason is that I fi nd the Hilux easier 
to place on the road and in underground parking 
lots. Th e Ranger is so large, especially in the high-
bonnet-line department, that I always feel a little as 
if it is driving me.

Th e Hilux I used to do a travel story in 
Mpumalanga last weekend was so much easier to 
pitch into a corner accurately. You may laugh at this 
notion, thinking that double-cab pick-ups aren’t 

meant to be driven in this fashion, but I beg to dif-
fer. Just about everyone and their….ummm, I can’t 
think of a simile for “dog” here, so let’s make that 
brother-in-law…drives a bakkie in the Lowveld, 
and they drive them as quick as if they were wield-
ing the latest mid-engined Lambo or Audi R8.

On smooth tar surfaces the Hilux handles ex-
ceptionally well. On smooth dirt it’s also predict-
able, but on rough rippled dirt surfaces the rear axle 
gets a bit wayward. Good thing they fi tted electron-
ic stability devices to it.

I like the plain, no-nonsense layout of the 
Hilux, the fabric upholstery as fi tted to the D4D 
three litre diesel, and the fact that items like air-
conditioning and the radio are so easy to operate, 
by simply twirling a dial.

It’s this no-nonsense approach that makes it so 
easy to hop into aft er photographing a mountain or 
a cave or a coff ee shop and getting your climate and 
your audio mix right without consulting an owner’s 
manual.

I like the steering on the Hilux too, it’s geared 
quite low, but it’s accurate. And the engine, while 
not nearly as potent as the Ranger’s (that is really the 
Ford’s strong suit, in my book) does the job.

I previously tested the automatic version of the 
Hilux 3,0 D4-D, and I must say I prefer the vehicle 
in manual form. Th is is not always the case these 
days, but certainly is for me in the Toyota. I reckon 
if I was towing, though I would probably opt for the 
eff ortlessness of the automatic.

On our trip to Mpumalanga we travelled via 
Middelburg to Steelpoort, and then Burgersfort, 
as our overnight destination was Hannah’s Game 
Lodge in Ohrigstad. Th e road there is lovely in 
terms of scenery but bad in terms of potholes, and 
it was here I appreciated the sharp handling of the 
Toyota in dodging potholes at speed.

I was also particularly impressed to record an 
overall fuel consumption of 9,9 litres/100, this in-
cluding some brisk driving around the mountain 
roads in this great part of the country.

Along with the Amarok in new 135 kW au-
tomatic form, which I have yet to test on familiar 
ground, I still rate this as my bakkie of choice. ■

Hilux D4-D Manual Still Tops in Our Book

This is a mini-replica of a ...... If you guessed Ferrari you are wrong. Spotted in the White 
River Motor Museum.

Hilux at Hannah’s Game Lodge, near Ohrigstad.
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BY ROGER HOUGHTON

Th e Ford Fiesta has been given more than a mid-
lifecycle refreshing of its exterior and interior ap-
pearance. In addition it has gained a host of stand-
ard and optional equipment to lift  it out of the 
B-segment clutter in terms of its sophistication.

Most importantly though it now has an 
 engine – the 1-litre EcoBoost – that is sure to be a 
global trend-setter in that it is very compact, fru-
gal on fuel and low on emissions. It has already 
won the International Engine of the Year Award. 
(See more about this epoch-making engine in the 
separate article).

Th is sixth generation Fiesta is an important 
component in the very aggressive plan to grow 

Ford’s volume and market share in SA markedly 
that was spelled out at the recent annual dealer con-
ference. Ford is aiming to sell at least 500 Fiestas a 
month and aft er a very enjoyable driving experience 
in the southern Cape, I am sure they are going to get 
the competition worried in this very tough section 
of the local market.

Th e biggest exterior change is the incorporation 
of a similar style grille to that of the latest Focus. It 
is bold and trapezoidal in shape – similar to that of 
an Aston Martin, a brand that was in the Ford stable 
from 1994–2006.

Th e exterior design is sleek and edgy, while the 
interior is way better than one used to expect from 
a car in this segment. Quality of materials, fi t and 
fi nish are all of a very high standard.

Th e list of standard and optional equipment has 
been extended substantially. It now includes Ford 
SYNC™ with Bluetooth which Ford developed in 
conjunction with Microsoft . Th is system provides 
customers with convenience and fl exibility to bring 
digital media players and Bluetooth-enabled mobile 
phones in the new Fiesta and operates the devices 
via voice commands – it recognises up to 150 com-
mands – and a steering wheel-mounted control.

Another innovative new feature for Fiesta is 
Ford MyKey which allows owners the opportunity 
of programming individual keys to limit vehicle 
functions when others drive the car.

Th e range has been cut from seven to six models, 
all of which use the fi ve-door hatchback bodyshell, 
with the three-door body reserved for the high per-
formance ST version which will arrive here next year 
with a 132kW EcoBoost engine of 1.6-litre capacity.

Th ere are three trim and equipment levels: 
Ambiente, Trend and Titanium
Th e range is powered by two petrol engines – 1.0 
EcoBoost developing 92kW of power and 170N.m 
of torque and a 1,4-litre Sigma engine which puts 
out 71kW of power and 125N.m of power – and a 
1.6-litre turbo diesel developing 70kW of power and 
200N.m of torque. (Previously this latter engine put 
out 66kW of power).

Prices range from R164 400 for the 1,4 
Ambiente to R231 500 for the 1.0 EcoBoost with full 
house Platinum specifi cation.

Th ey are all covered by a 4-year/120 000km 
warranty, 4-year/60 000km service plan, 3-year/un-
limited km roadside assistance and 5-year/unlim-
ited km corrosion warranty. ■

Amazing one-litre three-cylinder engine 
gives big-capacity power, small appetite 
for fuel.

Fiesta Gets More than a Mid-Lifecycle Refreshing

BY ROGER HOUGHTON

Ford must have most of the world’s motor manu-
facturers scratching their heads with its new 1-litre 
EcoBoost engine. It ticks all the boxes in terms of 
size, weight, performance potential, fuel economy 
and is low on emissions – even lower than the 
Toyota Prius Hybrid.

Andrew Fraser, a 27-year-old Ford veteran 
from Scotland, who heads up the small engine (1- 
to 1,6-litre capacity) design and development team 
at Dunton in the UK, was at the media briefi ng in 
Cape Town to explain the interesting background 
to envisaging and then developing the revolution-
ary 1.0 EcoBoost power unit which takes the Fiesta 
from 0-100km/h in only 9,4sec. and then runs on to 
a top speed of 196km/h.

Currently this advanced technology has been 

available only in C-segment cars and the introduc-
tion of this engine to the B-segment in SA will be a 
strong competitive advantage for Fiesta according 
to Ford.

Th e fi rst amazing statistic about the 1.0 
EcoBoost is that the three-cylinder crankcase is 
only the size of an A4 piece of paper. Being so small 
it has a lower cost cast iron block instead of alumin-
ium alloy. Th is also helps with sound damping and 
rigidity.

 Th en the crankshaft  is off set, while the fl y-
wheel and crankshaft  pulley are both slightly out 
of balance to counter the inherent out-of-balance of 
a three-cylinder confi guration. Th is means it does 
not need expensive and power – and fuel -absorbing 
balance shaft s.

Direct petrol injection is now used, while the 
tiny turbocharger with twin variable blade turbines 
spins up to almost 250 000r/min! (Th is low inertia 

unit is a joint venture between Ford and component 
supplier Continental).

Power output of 92kW and a maximum torque 
reading of 170N.m ensures very good performance, 
while fuel economy on the EU cycle is 4,3/100km, 
which is a gain of about 20% over a conventional 
four-cylinder engine, while emissions at 99gm of 
CO2/km is exceptional. Add in a potential engine 
life of about 250 000km then you will realise that 
this is certainly no ordinary engine.

Th e engine is one of the smoothest and quiet-
est in Ford’s global engine range and claimed to be 
class-leading in quietness for the B-segment.

Now we wait and see which manufacturer 
will come up with a similar solution to decreas-
ing engine capacity, cutting fuel consumption and 
emissions while providing more than adequate 
on-the-road performance without even a hint of 
turbo lag. ■

Ford’s Compact New Powerplant

The biggest exterior change is 
the incorporation of a similar style 

grille to that of the latest Focus.

 ... the three-door body reserved for 
the high performance ST version 

... will arrive here next year.
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Th e new Citroën DS3 VTi 82 Design is just fi ne for 
poseurs. AutoLive staff ers were impressed with the 
DS3 when it was launched back in 2010, just before 
the FIFA World Cup, as a viable, more spacious 
alternative to everyone’s favourite street-wise ma-
chine, the Mini.

We still feel that way.
Now Citroen has launched its lower-powered, 

more cost-eff ective DS3 fi tted with a 1,2-litre three-
cylinder engine, known as the VTi 82 Design.

It weighs in at a price of just R10 under the 
R200 000 level, which means it’s listed at some 
R36 000 cheaper than the naturally-aspirated 1,6-li-
tre version, and some R84 500 less than the 1,6-litre 
turbo model, which is the one we’d all really like to 
own. And yet this new entry model has all the show-
off y qualities that makes the more potent ones such 
a hit.

Th e smaller-engined car is not bad at all as a city 
commuter, and on the highways it holds its own 
well too, although you have to make plenty use of 
the fi ve-speed gearbox, and, in fact, you end up us-
ing all fi ve gears quite a lot of the time.

Th e reason for this is that fi rst gear is quite 
tall, and oft en I found gearing back to fi rst to carry 
speed when entering a junction with the intention 
of turning left  or right with the lights in my favour. 
Using second in this case would see the car out of 
its torque band, so a shift  back to fi rst was in order, 
which is not something you oft en do on other cars. 
Th e synchromesh on the gearbox seemed to handle 
it well, though.

Th e car’s name refers to its 82horsepower spec 
which translates to 60 kW in metric terms, and it 
enjoys a torque maximum of 118 Nm at a lowish 
2 750 rpm. Th e Euro 5-spec, multi-point-injected 
three-cylinder mill emits a pleasant off -beat growl 
when pushing hard. It’s not fast but it sounds pleas-
ant enough. Th e makers claim a zero to 100 km/h 
time of 14,2 seconds and a top speed of 174, which 
makes it useable as a go-anywhere car, as it should 
be at R200 000.

But it’s a R200 000 car with seriously good 
looks. Th e alloy wheels are tasty, despite being of 
smaller size than the top model spec, the dual-tone 
roof feature is still contrasted to give that special de-
signer feel to the car, and the interior is still stylish, 
and equipped with all the stuff  you’ll need for your 
urban lifestyle, cruising from mall-to-mall, beach-
to-beach, complex-complex, party-to-club.

Yep, a young people’s poseur-mobile, and one 
that will be easy on the pocket at fuel stations, with 
a claimed consumption fi gure of 4,6 litres/100, and 

just 107 grams of CO2, which means there is no 
CO2 tax applicable. In reality, expect a consump-
tion of around 6,5 litres/100 if you are pushing it 
hard around the city, as we did in our test. Using 
all those gears.

As for ride dynamics , it’s a little bit over-re-
active over small bumps and road ripples, as if the 

shock-absorbers could use better rebound control, 
and I found the steering too light. But most city 
types, at whom this car is aimed at, will be delighted.

It comes with a four-year-60 000 km ser-
vice plan as standard, or an extra-cost optional 
Freedrive plan which gives a fi ve-year/100 000 km 
warranty and maintenance plan. ■

City Citroën

Citroën South Africa has seen steady growth in its dealer network since being 
established as a wholly owned subsidiary of Citroën France at the beginning of 
2010. By the end of 2011 a network of 14 dealers had been opened. These grew 
to 19 by the end of 2012. The Target for 2013, is 25 with 30 outlets being planned 
for 2014 according to studies done by Tertius Cronje, General Manager Dealer 
Development at Citroën SA.“There is keen interest being shown in obtaining 
Citroën dealership franchises in South Africa” says Cronje. “The new Citroën 
Dealerships established in 2012 include Bloemfontein, West Rand, Montana, 
Pretoria North and Centurion. Other areas for which potential investors are being 
considered are Richards Bay, Helderberg in the Cape, Bedfordview, North West 
province and the Witbank/Middelburg area in Mpumalanga. The next dealership 
being added to the Citroën network is located in George. This is a standalone 
Citroën facility which is independently owned and will open its doors in April 2013.

Citroën DS3 82 Design.

... and it enjoys a torque maximum 
of 118 Nm at a lowish 2 750 rpm.

Citroën Aiming for 25 Dealerships In 2013
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Th is year is going to be a key to the future success 
of Chery Automobile as the Chinese company 
undertakes a major restructuring of its operat-
ing systems, including research and development, 
manufacturing and marketing to improve effi  cien-
cies and competitiveness. Chery, which was estab-
lished in 1997, says this new tack will be refl ected 
in even better products in terms of innovation 
and quality.

Last year Chery retained its position as the 
leading standalone Chinese domestic brand for 
the past 12 years with sales of 563 000 units. Th is 
performance placed the company sixth in total 
Chinese domestic sales. Th e fi ve brands ahead of 
it were joint ventures between Chinese companies 
and established global brands.

Shipments of more than 180  000 units to 

70-odd countries saw Chery retain its position as 
leader among Chinese standalone brands in the ex-
port market for the 10th consecutive year since 2003.

Th e year has kicked off  strongly for Chery with 

sales of 60 900 units in January, which was an in-
crease of 54,4% over the fi gure for January 2012.

Chery’s previous strategic transition in its oper-
ating systems commenced in 2010 with the focus on 
improving quality, building the Chery brand and 
improving effi  ciencies and skills. Now it will focus 
on restructuring a broader range of its operations in 
another four-year cycle.

Chery’s initial two models, the QQ minicar and 
Tiggo SUV have, over the years, been joined by two 
other mainstream models, the E5 and the new J2, 
which will arrive in South Africa later in the year. 
Th e company is confi dent that this model will prove 
a worthy competitor to B-segment models such as 
the Chevrolet Sonic, Hyundai i20 and Kia Rio. All 
four of these models sell volumes in excess of 10 000 
units a month. ■

2013 A Key Year for Chery

Chery’s J3 hatchback, recently introduced 
to SA at an attractive price of R179 900.

Mahindra South Africa has opened its new train-
ing centre for Africa, located in Centurion, near 
the company’s head offi  ce. Th e facility will be used 
for training dealer staff  about generic manage-
ment subjects as well as specifi c Mahindra and 
SsangYong products. It will also be used for internal 
staff  training.

Th e current capacity of this facility is for 30 
trainees, but the CEO of Mahindra SA, Ashok 
Th akur, says there is space for expansion on the 
site when demand requires it. Th e facilities in-
clude two technical training bays as well as a 
lecture room.

Th e training bays are fully equipped with a two-
post hoist, diagnostic and measuring equipment 
and a full range of hand tools. Th e training centre 
has working, sectioned examples of the Mahindra 
M-Hawk diesel engine, as well as manual gearbox-
es, automatic transmissions, a power take-off  unit 
and rear axles.

Th e facility has a training expert from 
Mahindra India employed permanently and he is 
assisted by two local technical trainers on occasion. 
Most training will take place at this centre, with a 
few people selected for specialised training in India 
and Korea. Trainers from these two countries will 
also be brought to South Africa when major new 
models are introduced.

“Our growing dealer network – we have 60 
Mahindra and 30 SsangYong outlets at present – 
and the increasing level of technology in our prod-
ucts, necessitates ongoing training as we aim to 
grow our volumes in the local market signifi cantly,” 
explained Mr. Th akur. 

“Last year we invested 650-man days in train-
ing and we expect this fi gure to rise substantially 
in 2013. Both Mahindra in India and SsangYong in 
Korea are intent on growing the footprint of their 
brands on the African continent and the training 
centre in Centurion will have an important role to 

play in training dealer staff  from other countries in 
the future” added Mr. Th akur. ■

A cutaway of an automatic transmission 
at Mahindra’s new Africa Training Centre 
in Centurion.

Mahindra New Training Centre 
Opens in Centurion

“Last year we invested 650-man 
days in training and we expect this 
fi gure to rise substantially in 2013.”

The training centre has working, 
sectioned examples of the Mahindra 

M-Hawk diesel engine, ...
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Snippets

JAG-LAND-ROVER’S 
NEW COMS MAN
Peter Biven has been appointed Marketing and 
Communications Director for Jaguar Land 
Rover South Africa and Sub Sahara Africa (JLR 
SA and SSA). A consumer marketing special-
ist, Biven has worked on multinational brands 
across Europe, China, Africa and South Africa. 
He joins JLR SA and SSA at an exciting time for 
the company as head offi  ce infrastructure grows, 
sales volumes are climbing and one of the most 
exciting product pipelines is due over the next 
fi ve years.

“To work for two prestigious global brands of 
such iconic status as Jaguar and Land Rover is a 
great privilege and an amazing opportunity. JLR is 
a motor company going places, both globally and in 

Africa, with massive investment and commitment 
behind it,” says Biven. ■

TATA IN TROUBLE
Tata Automotive, of India, which makes its own 
range of cars and trucks besides owning Jaguar and 
Land Rover, is being hit by falling margins and ris-
ing capital expenditure on new model development. 
Th is is eating into profi ts and Tata recently posted 
its fi rst drop in profi t in fi ve quarters. 

Jaguar Land Rover has propped up its Indian 
owner’s automotive division for the past 18 
months, but has now started spending on projects 
involving its plants and products that total al-
most R40-billion. Jaguar land Rover had net cash 
of R5-billion at the end of September 2012 but it 
will no longer be cash fl ush as it ploughs money 

into a new engine plant in Britain and a factory 
in China. ■

ZETSCHE STAYS TO 2016
Dieter Zetsche, the CEO of Daimler, had his con-
tract extended to 2016 at a recent meeting of the 
company’s supervisory board. It had been ru-
moured that he might have been forced out as 
Mercedes-Benz tries to keep up with the pace of 
growth by rivals BMW and Audi.

At the same meeting it was announced that 
Wolfgang Bernhard, the production and pur-
chasing chief, is to swop positions with Andreas 
Renschier, the head of Daimler’s truck division. ■

CHINESE FIREWORKS
Passenger car sales in China rocketed by 50% in 
January this year compared to the same month in 
2012, with sales of 1,72-million units. Top seller 
was Shanghai-General Motors with 142 000 sales. 
Next came Shanghai-Volkswagen on 134 000 units. 
Th ird was another joint venture with Volkswagen, 
FAW-Volkswagen with 132  000 sales. Geely rose 
to be No. 1 of the private Chinese domestic brands 
with sales of 55 100 units, which was 20% ahead of 
runner-up Chery, which sold 46 100  units. ■

NISSAN GETS THE BOOT IN
Nissan has signed up to be a sponsor of the 2015 
Africa Cup of Nations (Afcon) to be held in 
Morocco as part of its brand building and market-
ing push into Africa. Th e company came aboard as 
a sponsor of the recent Afcon in South Africa too 
late to gain much marketing value. (Th e bill was and 
will be footed by Nissan Japan).

Jaguar Land Rover’s new marketing head in SA, Peter Biven.

Today Jo’burg, tomorrow Morocco. This 
fan sending his favourite team a message 
at the recent AFCON soccer tournament 
will be pleased that Nissan is now a major 
sponsor of the Morrocan competition 
in 2015.
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Snippets

Jim Dando, Nissan SA’s general manager for 
export sales into Africa says the company wants 
to be among the top three vehicle brands in Africa 
by 2016 and this football sponsorship is part of 
that programme, according to a recent article in 
Financial Mail. Nissan has been selling its vehicles 
in Africa for the past 20 years. 

Toyota is the company that has been the sales 
leader in Africa for many years now and it is also 
upping its game in the region. ■

MERCEDES-BENZ VS. BMW
Th e bitter battle for leadership in the US luxury car 
market since 11-year leader Lexus was usurped by 
BMW in 2011 when the Japanese company suff ered 
severe production disruptions due to natural disas-
ters, has taken a new turn. BMW reported sales fi g-
ures for 2012 that again pipped Mercedes-Benz, but 
now Mercedes-Benz have said this does not agree 
with the vehicle registration in the US last year, 
when more Mercedes-Benz vehicles were registered 
than those of rival BMW. ■

PEUGEOT TO MOVE UPSCALE
PSA Peugeot-Citroën is to move its Peugeot brand 
upscale in a move to try and return the company 

to profi tability. Meanwhile General Motors has an-
nounced that it will not provide any funding to PSA 
in which it has taken a small shareholding and is 
working on joint projects. ■

LEXUS TOP IN DEPENDABILITY
Lexus has again topped the list in a dependability 
study of three-year-old cars by US research com-
pany JD Power. (Last year Lexus was ousted from 
its position as the top selling luxury car brand in 
the US, a title it had held for the previous 11 years). 
Th e other makes in the top 10 were: Porsche, 
Lincoln, Toyota, Mercedes-Benz, Buick, Honda, 
Acura (Honda’s luxury brand), Ram (Chrysler 
truck brand) and Suzuki. Th e bottom 10 makes 
in the survey were: Audi, Volvo, Mini, Chrysler, 
Volkswagen, Jeep, Jaguar, Mitsubishi, Dodge and 
Land Rover. ■

VOLVO ON NEW TACK
Volvo is engaged on a major engine and platform in-
house development programme to further distance 
the company from its previous owner, Ford. New 
Volvo engines will have a maximum of four cylin-
ders, with a three-cylinder a strong possibility. All 
the engines will be turbocharged, with 30%–40% 

of components being shared between the petrol and 
diesel power units. Th e capacity of each cylinder 
will not exceed 500cc, so that means a maximum 
engine capacity of 2-litres.

Th e design team says this will permit a power 
output range of 105 – 210kW for petrol engines 
and 90-170kW for diesel power units. If necessary 
a hybrid system with rear-mounted electric motors 
could boost output to 300kW. ■

SUBARU MOST BELOVED 
IN SOUTH AFRICA
Subarus have been voted as the “most loved ve-
hicles” in South Africa for the second year run-
ning, in the RamsayMedia Research Solutions SA 
AutoBrand Survey of 2012. Th e survey, which eval-
uates vehicle satisfaction, dealer professionalism 
and staff  friendliness, courtesy car availability and 
fi xing problems fi rst time, saw Subaru out-perform 
considerably stronger and larger brands (particu-
larly those from Germany). It scored top marks top 
marks for areas such as keeping promises, custom-
ers’ vehicles being properly cleaned, manager avail-
ability and vehicles being ready on time. Overall, 
Subaru was ranked third in the country, behind 
BMW and Audi. ■

Car Magazine’s idea to choose 12 category win-
ners instead of a single Car of the Year is perhaps 
more understandable to the general public than 
the SAGMJ COTY ( see pages 7 and 8 of this issue 
of AutoLive.). It also has a diff erent perspective, in 
that the category winners are not necessarily newly-
launched cars, but chosen from all new cars on sale 
right now.

At a function at Monte Casino a week ago, Car 
Publisher Neil Piper pointed out that Car had in-
creased its circulation in January to over 90 000 is-
sues, making it still more than twice as big in terms 
of sales as its nearest direct rival. “Car has reinvent-
ed itself over the years, to keep pace with what mo-
tor enthusiasts want,” he said.

Th e following are Car’s Top 12 for 2013-02-26: 
(actually the magazine notes 16 winners, but some 
of them are sub-category winners)

 ■ Best Budget Car: Ford Figo
 ■ Best Light Hatch: Volkswagen Polo
 ■ Best Light Saloon: Kia Rio
 ■ Best Compact Hatch: Volkswagen Golf 7
 ■ Best Compact saloon: Hyundai Elantra
 ■ Best Compact Executive: BMW 3 Series
 ■ Best Luxury Saloon: BMW 5 Series
 ■ Best Hot Hatch: Ford Focus ST (3)
 ■ Best Th under saloon: Mercedes-Benz CLS63 
AMG

 ■ Best Performance Car: Porsche Boxter S

 ■ Best Light Cross-Over SUV: Nissan Juke
 ■ Best MPV: Opel Meriva
 ■ Best Compact Cross-Over: Honda CR-V
 ■ Best Large SUV Cross-Over: Chevrolet 
Trailblazer

 ■ Best MPV: Hyundai H1
 ■ Best Double Cab: Ford Ranger

In a special category, Murray Sharp of Port 
Shepstone won the Design-a-Car Competition. 
We reproduce a picture of his Jaguar XS 
design here. ■

CAR Magazine’s 
Top 12 for 2013

The XS Jaguar designed by Port Shepstone’s Murray Sharp. What a beauty!
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Motorsport Snippets

IMPORTANT PETROL 
ENGINE DEVELOPMENTS 
BY SA COMPANY COULD 
HAVE GLOBAL IMPACT

According to a report in Engineering News by 
Irma Venter, two European car makers are “ac-
tively testing” a South African-developed petrol 
engine ignition system, which promises to re-
duce emissions and improve fuel consumption 
signifi cantly.
Th e report quotes Deon Smit of Ambixtra as say-
ing that “a Japanese manufacturer is also showing 
interest’ adding that “We believe we will do a deal 
this year.”

Ambixtra is a local patent development and 
commercialisation company, and is working with 
the North-West University (NWU) to place the ig-
nition innovation in the global market. All intellec-
tual property around the system belongs to NWU.

Both European car makers have already had 
negotiations with their tier-one [major] component 
suppliers about the system, with licensing scenar-
ios also under discussion, according to the report, 
which quotes Smit.

“Both OEMs [original-equipment manufac-
turers, or car makers] have also identifi ed spe-
cifi c engines with which they want to partner the 
ignition system.” ■

TOTAL CUTS BACK ON 
MOTORSPORT-RELATED 
SPONSORSHIPS

Total, one of the longest running sponsors of mo-
torsport in SA going back to backing the Pretoria 
Motor Club’s Lourenco Marques Rally in 1957, is 

reviewing all its marketing programmes and two 
motorsport related sponsorships have been cut 
from the list for 2013. Th ese are the annual Total 
Economy Run, which has been staged since 1977 
and the Total Blind Navigator Rally Series which 
also started around that time.

Total’s brand and dealer communications man-
ager, Nadia Vosloo, says the company did a 
brand audit last year to see how the Total brand 
is perceived in the local market and whether 
its sponsorships and advertising strategies are 
still relevant. Flowing from the survey the com-
pany is now engaged in writing a new three-year 
marketing strategy.

Budget cuts have also been imposed due to 
tough local and world trading conditions and some 
tough decisions had to be made, including the 
axing of the economy run and blind navigators’ 
rallying support.

Th e good news is that Total will sponsor the open-
ing round of the 2013 SA Rally Championship, 
the Total Rally, to be contested in KwaZulu-Natal 
on 8-9 March. Th is is the third and fi nal year of 
the current contract and Nadia says the new mar-
keting strategy will decide if this sponsorship 
is renewed.
More good news is that Team Total will continue 
as the largest team of privateers in the national 
rally championship series in 2013. It will be a three-
car team with two Toyota Auris cars in the S2000 
Challenge and one car in the S1600 class.

Th ere have been some changes in the team 
with 39-year-old Hilton Auff ray joining JP 
Damseaux in one S2000, with Mohammed Moosa 
and Andre Vermeulen continuing in the second 
S2000 Auris. Th ere is also a change of co-driver 
in Craig Trott’s S1600 Toyota RunX with 20-year-
old Janine Lourens, daughter of former rally driver 
Etienne, taking over the co-driver duties from 
Robbie Coetzee. ■

CASTROL TOYOTA ALL SET FOR 2013. Castrol is once again sponsoring Toyota for 
its 2013 SA Rally Championship and Off-Road Championship campaigns. They will 
be rallying this all-new Yaris, designed and built at Glyn Hall’s motorsport workshop 
at Kyalami. In the off-road championship they will be again running the Dakar-spec 
Hiluxes. Crews in the rally cars will be Johnny Gemmel/Carolyn Swan and Leeroy 
Poulter/Elvene Coetzee. In off-road, the crews are Duncan Vos/Rob Howie and Anthony 
Taylor/Dennis Murphy. The beautiful Yaris was completed just hours before the offi cial 
launch on Monday and a team insider said last Saturday the car was still “a bare shell”! 
Along with Imperial and the Innovation Group, an additional new sponsor for the team is 
Toyota Financial Services.

Budget cuts have also been imposed 
due to tough local and world 

trading conditions and some tough 
decisions had to be made, including 

the axing of the economy run and 
blind navigators’ rallying support.

More good news is that Team Total 
will continue as the largest team 
of privateers in the national rally 

championship series in 2013. 

Ambixtra is a local patent 
development and commercialisation 

company, and is working with 
the North-West University (NWU) 

to place the ignition innovation 
in the global market.
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BY PETER BURROUGHS

He won the fi rst race he ever com-
peted in (appropriately at the historic 
East London grand prix circuit in 
1960) and also won his last (a charity 
celebrity race at Zwartkops Raceway 
in 1990). He competed in 13 World 
Championship Formula One Grands 
Prix and was South Africa’s cham-
pion driver for six successive years, 
from 1970 to 1975.

David William Charlton – or 
Charlie, as he was aff ectionately 
known by his friends – was born in 
Yorkshire, England and emigrated 
to South Africa with his parents 
when he was 10. He was brought up 
in Springs, a town he was proud to 
associate himself with, although he 
did not have fond memories of his 
schooling there. “I hated school. I 
don’t like being told what to do. Still 
don’t!” he once said.

A loyal friend, who in turn had many 
loyal friends, Charlie was known for 
his defi nite opinions, no nonsense 
approach to life and a famous fastidi-
ousness that used to know no bound-
aries. He loved cats, at one time own-
ing as many as 21, and several were 
named aft er people he knew, includ-
ing one of his motor racing rivals.

He won his fi rst race at the age of 
24, a late start for a racing driver, at 
the wheel of his own Austin Healey 
100/6 in a supporting race for the 
1960 South African Grand Prix at 
East London. He went on to take over 
from his great rival, Rhodesian John 
Love, as South African champion 

racing driver in the days when the 
championship was contested by 
Formula One cars. He won the fi rst 
of his six successive titles (emulating 
Love’s performance between 1963 
and 1969) in an ex-Jo Bonnier Lotus 
49C. Th e same year he fi nished 
12th in the SA GP at Kyalami in the 
same car.

His fi rst world championship 
GP (he is one of 20 South Africans 
to race in Formula One) was at 
the wheel of an Ecurie Tomahawk 
Lotus 20 in SA in 1965 and there-
aft er he competed in the SA round 
of the world championship on an-
other six occasions in an ex-Jack 
Brabham Brabham BT 11 (1967 
and 1968), the Lotus 49C (1970), 
a works Brabham BT33 (1971) and 
the Scuderia Scribante Lotus 72D 
(1972 and 1973) and McLaren M23 
(1974 and 1975). He also competed 
in the British GP in 1971 in the ex-
Reine Wissell works Lotus 72D, 
which was subsequently bought by 
his patron, Aldo Scribante, for him 
to race.

It was in the Scribante Lotus 
72D, sponsored by Lucky Strike and 
Sasol (the oil company’s fi rst venture 
into motor sport), that Charlie, as 
the reigning South African cham-
pion, contested the French, German 
and British rounds of the 1972 F1 
world championship.

A mysterious inner ear infec-
tion prevented him from perform-
ing at his best, but he will always 
be remembered for not only bring-
ing his own car to Europe, but also 
his own petrol (44-gallon drums 
of Sasol from Sasolburg fl own 
over by South African Airways) 
as well as his own mechanics and 
media offi  cers (this writer and 
Robin Emslie).

Such was his dominance at 
Kyalami that the famous Rand Daily 
Mail cartoonist, Bob Connolly, 
penned one of his topical “Breakfast 
Quips” on a Monday morning aft er 

yet another Charlton win the previ-
ous weekend, referring to Kyalami as 
the “Charlton Centre”.

On his 70th birthday he was 
asked what made the top drivers 
diff erent? “Th eir brain is properly 
connected to their arms and legs,” 
he replied. “Th ey understand and 
feel what the car is doing. Th e top 
drivers just have an inherent skill 
and ability.”

He is survived by his daughters, 
Amanda Vermaak and Michelle 
Charlton, and a month-old grand-
daughter, Anna Vermaak.

A memorial service for Dave 
was held yesterday, 27 February 
2013, at Fourways Memorial 
Park, 1 Inchanga Road, Fourways, 
Johannesburg. ■

Dave Charlton – The End of an Era
Dave Charlton, one of South Africa’s most successful and respected racing drivers, died in Johannesburg this 
past Sunday afternoon, February 24. He was 76.

Charlie in later years.

Dave Charlton during his championship reign, promoting Wynns 
with rival Peter de Klerk.He won his fi rst race at the 

age of 24, a late start for a 

racing driver, at the wheel 

of his own Austin Healey 

100/6 in a supporting race 

for the 1960 South African 

Grand Prix at East London.

“Their brain is properly 

connected to their arms 

and legs,” he replied. “They 

understand and feel what the 

car is doing. The top drivers just 

have an inherent skill and ability.”
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TOP 5 PASSENGER CAR MARKET BY TYPE FOR JAN 2013

SEGMENT TYPE
JAN 
2013

SHARE
JAN 
2012

SHARE

LUXURY

MERCEDES CLS 51 0.2% 13 0.0%

BMW 6-Series 23 0.1% 26 0.1%

BMW 7-Series 20 0.1% 20 0.1%

MERCEDES 
S-Class

14 0.0% 35 0.1%

PORSCHE 
Panamera

14 0.0% 18 0.1%

LUXURY TOTAL 140 0.4% 140 0.5%

MPV

TOYOTA Avanza 407 1.3% 85 0.3%

MERCEDES 
A-Class

167 0.5% 160 0.6%

VW T5 Kombi 85 0.3% 24 0.1%

MERCEDES 
B-Class

59 0.2% 102 0.4%

TOYOTA Innova 44 0.1% 97 0.3%

MPV TOTAL 1 074 3.3% 764 2.6%

SUV

TOYOTA Fortuner 734 2.3% 589 2.0%

VW Tiguan 316 1.0% 293 1.0%

CHEV Trailblazer 297 0.9% 0 0.0%

HONDA CR-V 260 0.8% 76 0.3%

L-R Discovery 4 251 0.8% 242 0.8%

SUV TOTAL 4 575 14.1% 3 836 13.2%

SPORT AND 
EXOTICS

TOYOTA 86 70 0.2% 0 0.0%

PORSCHE 911 62 0.2% 5 0.0%

MERCEDES SLK 50 0.2% 27 0.1%

AUDI TT 17 0.1% 30 0.1%

BMW Z4 11 0.0% 22 0.1%

SPORT AND EXOTICS TOTAL 242 0.7% 145 0.5%

CROSSOVER

NISSAN Juke 449 1.4% 602 2.1%

L-R Range Rover 
Evoque

333 1.0% 233 0.8%

NISSAN Qashqai 310 1.0% 276 0.9%

JEEP Compass 226 0.7% 109 0.4%

AUDI Q5 187 0.6% 209 0.7%

CROSSOVER TOTAL 2 258 7.0% 2 189 7.5%

GRAND TOTAL 32 428 29 066

Figures courtesy of NAAMSA / RGT SMART

TOP 5 PASSENGER CAR MARKET BY TYPE FOR JAN 2013

SEGMENT TYPE
JAN 
2013

SHARE
JAN 
2012

SHARE

ENTRY CARS

VW POLO Vivo 
Hatch/Sedan

4 047 12.5% 2 964 10.2%

TOYOTA Etios 2 515 7.8% 0 0.0%

FORD Figo 1 201 3.7% 1 337 4.6%

CHEV Spark 449 1.4% 438 1.5%

HONDA Brio 357 1.1% 0 0.0%

ENTRY CARS TOTAL 9 645 29.7% 6 184 21.3%

SUB-SMALL

VW Polo 2 400 7.4% 1 963 6.8%

NISSAN Micra 598 1.8% 580 2.0%

FORD Fiesta 481 1.5% 500 1.7%

CHEV Aveo 426 1.3% 657 2.3%

CHEV Sonic 400 1.2% 431 1.5%

SUB-SMALL TOTAL 5 734 17.7% 6 311 21.7%

SMALL

TOYOTA Corolla 1187 3.7% 1412 4.9%

CHEV Cruze 551 1.7% 606 2.1%

BMW 1-Series 467 1.4% 520 1.8%

FORD Focus 406 1.3% 205 0.7%

VW Jetta 6 340 1.0% 414 1.4%

SMALL TOTAL 5404 16.7% 6130 21.1%

MEDIUM

MERCEDES 
C-Class

1 002 3.1% 972 3.3%

BMW 3-Series 980 3.0% 590 2.0%

AUDI A4 517 1.6% 551 1.9%

VW CC 37 0.1% 41 0.1%

HONDA Accord 24 0.1% 79 0.3%

MEDIUM TOTAL 2 670 8.2% 2 480 8.5%

LARGE

MERCEDES 
E-Class

157 0.5% 288 1.0%

BMW 5-Series 131 0.4% 217 0.7%

JAGUAR XF 84 0.3% 62 0.2%

AUDI A5 Coupe/
Cabriolet

62 0.2% 45 0.2%

AUDI A6 58 0.2% 85 0.3%

LARGE TOTAL 686 2.1% 887 3.1%

South African Vehicle Sales Figures at the End of January 2013
Disclaimer:
*  For the time being, as a result of a global directive by Daimler AG (Germany), Mercedes-Benz South Africa (Pty) Ltd will only report aggregated Passenger and 

Commercial sales data.
Please note the disaggregated MBSA volumes are estimates based on historical trends and forecasting techniques.
Source: NAAMSA www.naamsa.co.za.
RGT SMART is the independent provider of the new vehicle sales information to NAAMSA and AutoLive. For more information on the RGT SMART
product line view www.rgtsmart.co.za.
Please note that the totals now refl ect sales for the WHOLE segment and not just the top fi ve sellers which are listed.
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 TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR JAN 2013 

MANUFACTURER TYPE 2013 SHARE 2012 SHARE

VOLKSWAGEN 
SA

VW POLO Vivo 
Hatch/Sedan

4 047 12.5% 2 964 10.2%

VW Polo 2 400 7.4% 1 963 6.8%

AUDI A4 517 1.6% 551 1.9%

VW Jetta 6 340 1.0% 414 1.4%

VW Tiguan 316 1.0% 293 1.0%

VOLKSWAGEN GROUP SA TOTAL 9 781 30.2% 9003 31.0%

TOYOTA

TOYOTA Etios 2 515 7.8% 0 0.0%
TOYOTA 
Corolla

1 187 3.7% 1 412 4.9%

TOYOTA 
Fortuner

734 2.3% 589 2.0%

TOYOTA 
Avanza

407 1.3% 85 0.3%

TOYOTA Yaris 326 1.0% 882 3.0%

TOYOTA TOTAL 5 969 18.4% 4 023 13.8%

GMSA

CHEV Cruze 551 1.7% 606 2.1%

CHEV Spark 449 1.4% 438 1.5%

CHEV Aveo 426 1.3% 657 2.3%

CHEV Sonic 400 1.2% 431 1.5%
CHEV 
Trailblazer

297 0.9% 0 0.0%

GMSA TOTAL 2 465 7.6% 2 869 9.9%

FMC

FORD Figo 1 201 3.7% 1 337 4.6%

FORD Fiesta 481 1.5% 500 1.7%

FORD Focus 406 1.3% 205 0.7%

FORD Kuga 67 0.2% 135 0.5%

MAZDA 2 57 0.2% 143 0.5%

FMC TOTAL 2 366 7.3% 2 649 9.1%

BMW GROUP

BMW 3-Series 980 3.0% 590 2.0%

BMW 1-Series 467 1.4% 520 1.8%

BMW X3 189 0.6% 187 0.6%

BMW X5 132 0.4% 132 0.5%

BMW 5-Series 131 0.4% 217 0.7%

BMW GROUP TOTAL 2 329 7.2% 2 155 7.4%

NISSAN

NISSAN Micra 598 1.8% 580 2.0%

NISSAN Juke 449 1.4% 602 2.1%
NISSAN 
Qashqai

310 1.0% 276 0.9%

NISSAN Tiida 189 0.6% 129 0.4%

NISSAN Livina 166 0.5% 80 0.3%

NISSAN TOTAL 1 942 6.0% 1 790 6.2%

MERCEDES-
BENZ SA

MERCEDES 
C-Class

1 002 3.1% 972 3.3%

MERCEDES 
A-Class

167 0.5% 160 0.6%

MERCEDES 
E-Class

157 0.5% 288 1.0%

MERCEDES 
M-Class

117 0.4% 175 0.6%

MERCEDES 
B-Class

59 0.2% 102 0.4%

MERCEDES-BENZ SA TOTAL 1 728 5.3% 1 878 6.5%

HONDA

HONDA Brio 357 1.1% 0 0.0%

HONDA Jazz 332 1.0% 335 1.2%

HONDA CR-V 260 0.8% 76 0.3%
HONDA 
Ballade

135 0.4% 119 0.4%

HONDA Civic 121 0.4% 101 0.3%

HONDA TOTAL 1 233 3.8% 729 2.5%

 TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR JAN 2013 

MANUFACTURER TYPE 2013 SHARE 2012 SHARE

CHRYSLER SA

JEEP Compass 226 0.7% 109 0.4%

JEEP Wrangler 187 0.6% 163 0.6%

JEEP Grand 
Cherokee

182 0.6% 190 0.7%

JEEP Patriot 85 0.3% 25 0.1%

DODGE 
Journey

78 0.2% 0 0.0%

CHRYSLER SA TOTAL 864 2.7% 658 2.3%

JAGUAR LAND 
ROVER

L-R Range 
Rover Evoque

333 1.0% 233 0.8%

L-R Discovery 4 251 0.8% 242 0.8%

JAGUAR XF 84 0.3% 62 0.2%

L-R Freelander 
2

76 0.2% 50 0.2%

L-R Range 
Rover Sport

40 0.1% 48 0.2%

JAGUAR LAND ROVER TOTAL 832 2.6% 677 2.3%

RENAULT

RENAULT 
Sandero

299 0.9% 481 1.7%

RENAULT 
Megane III

93 0.3% 89 0.3%

RENAULT 
Clio III

59 0.2% 33 0.1%

RENAULT 
Koleos

32 0.1% 7 0.0%

RENAULT 
Fluence

31 0.1% 21 0.1%

RENAULT TOTAL 529 1.6% 688 2.4%

SUZUKI

SUZUKI Swift 143 0.4% 114 0.4%

SUZUKI Jimny 91 0.3% 67 0.2%

SUZUKI Alto 84 0.3% 143 0.5%

SUZUKI SX4 56 0.2% 72 0.2%

SUZUKI Grand 
Vitara

41 0.1% 13 0.0%

SUZUKI TOTAL 431 1.3% 421 1.4%

PCSA

PEUGEOT 208 106 0.3% 0 0.0%

PEUGEOT 207 71 0.2% 46 0.2%

CITROEN DS3 39 0.1% 29 0.1%

CITROEN C3 33 0.1% 26 0.1%

PEUGEOT 107 29 0.1% 20 0.1%

PCSA TOTAL 425 1.3% 301 1.0%

FIAT GROUP

FIAT Punto 167 0.5% 128 0.4%

FIAT 500 98 0.3% 131 0.5%

ALFA Giulietta 40 0.1% 52 0.2%

FIAT Qubo 33 0.1% 0 0.0%

ALFA MiTo 12 0.0% 14 0.0%

FIAT GROUP TOTAL 362 1.1% 407 1.4%

TATA

TATA B-Line 204 0.6% 78 0.3%

TATA Indica 
Vista

62 0.2% 66 0.2%

TATA Manza 37 0.1% 0 0.0%

TATA Indica 1 0.0% 2 0.0%

TATA Indigo 0 0.0% 2 0.0%

TATA TOTAL 304 0.9% 148 0.5%

continued on next page 
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 TOP 5 PASSENGER MANUFACTURER RETAIL SALES FOR JAN 2013 

MANUFACTURER TYPE 2013 SHARE 2012 SHARE

MITSUBISHI 
MOTORS SA

MITSUBISHI 
ASX

112 0.3% 74 0.3%

MITSUBISHI 
Pajero

62 0.2% 49 0.2%

MITSUBISHI 
Pajero Sport

32 0.1% 20 0.1%

MITSUBISHI 
Outlander

11 0.0% 12 0.0%

MITSUBISHI 
Lancer

9 0.0% 0 0.0%

MITSUBISHI MOTORS SA TOTAL 226 0.7% 155 0.5%

VOLVO CARS

VOLVO V40 94 0.3% 0 0.0%

VOLVO S60 47 0.1% 52 0.2%

VOLVO XC60 36 0.1% 47 0.2%

VOLVO C30 15 0.0% 33 0.1%

VOLVO XC90 13 0.0% 19 0.1%

VOLVO CARS TOTAL 212 0.7% 221 0.8%

PORSCHE

PORSCHE 
Cayenne

130 0.4% 67 0.2%

PORSCHE 911 62 0.2% 5 0.0%

PORSCHE 
Panamera

14 0.0% 18 0.1%

PORSCHE 
Boxster

4 0.0% 0 0.0%

PORSCHE 
Cayman

0 0.0% 7 0.0%

PORSCHE TOTAL 210 0.6% 97 0.3%

MAHINDRA

MAHINDRA 
XUV

97 0.3% 106 0.4%

SSANGYONG 
Korando

25 0.1% 0 0.0%

MAHINDRA 
Xylo

19 0.1% 6 0.0%

MAHINDRA 
Scorpio

12 0.0% 9 0.0%

SSANGYONG 
Rexton

2 0.0% 0 0.0%

MAHINDRA TOTAL 157 0.5% 130 0.4%

SUBARU

SUBARU 
Forester

25 0.1% 34 0.1%

SUBARU XV 19 0.1% 3 0.0%

SUBARU 
Outback

8 0.0% 8 0.0%

SUBARU WRX 6 0.0% 6 0.0%

SUBARU 
Legacy

1 0.0% 1 0.0%

SUBARU TOTAL 60 0.2% 53 0.2%

MASERATI

MASERATI 
GranTurismo

2 0.0% 2 0.0%

MASERATI 
GranCabrio

1 0.0% 1 0.0%

MASERATI 
Quattroporte

0 0.0% 2 0.0%

MASERATI TOTAL 3 0.0% 5 0.0%

CHANGAN SA CHANA Benni 0 0.0% 9 0.0%

CHANGAN SA TOTAL 0 0.0% 9 0.0%

GRAND TOTAL 32 428 100.0% 29 066 100.0%

Figures courtesy of NAAMSA / RGT SMART

 continued from previous page TOP 5 LCV CAR MARKET BY TYPE FOR JAN 2013

NAAMSA 
STANDARD

TYPE 2013 SHARE 2012 SHARE

SUB ONE-TON

NISSAN NP200 1 553 12.3% 1 506 14.1%

CHEV Utility 1 528 12.1% 1 117 10.5%

CHEV Lumina 
UTE

15 0.1% 21 0.2%

FORD Bantam 0 0.0% 581 5.5%

CHEV Corsa 
Utility

0 0.0% 88 0.8%

SUB ONE-TON TOTAL 3 096 24.5% 3 357 31.5%

ABOVE ONE-
TON DCAB

TOYOTA Hilux 929 7.4% 1093 10.3%

FORD Ranger 754 6.0% 167 1.6%

ISUZU KB 440 3.5% 311 2.9%

NISSAN NP300 
Hardbody

247 2.0% 210 2.0%

VW Amarok 170 1.3% 276 2.6%

ABOVE ONE-TON DCAB TOTAL 3 058 24.2% 2 471 23.2%

ABOVE ONE-
TON SCAB

TOYOTA Hilux 1 484 11.8% 1 425 13.4%

ISUZU KB 764 6.1% 408 3.8%

NISSAN NP300 
Hardbody

702 5.6% 381 3.6%

TOYOTA 
Landcruiser PU

294 2.3% 190 1.8%

FORD Ranger 153 1.2% 51 0.5%

ABOVE ONE-TON SCAB TOTAL 4 029 31.9% 2 976 27.9%

ABOVE ONE-
TON XCAB

FORD Ranger 348 2.8% 10 0.1%

TOYOTA Hilux 221 1.8% 256 2.4%

ISUZU KB 147 1.2% 81 0.8%

MAZDA BT-50 113 0.9% 106 1.0%

NISSAN Navara 33 0.3% 45 0.4%

ABOVE ONE-TON XCAB TOTAL 873 6.9% 529 5.0%

MINIBUS

TOYOTA 
Quantum

902 7.1% 796 7.5%

VW T5 
Transporter 
Cr-Bus

32 0.3% 69 0.6%

OPEL Vivaro 26 0.2% 14 0.1%

VW Caddy 20 0.2% 16 0.2%

MERCEDES Vito 12 0.1% 14 0.1%

MINIBUS TOTAL 994 7.9% 911 8.5%

PANEL VAN

VW Caddy 253 2.0% 104 1.0%

TOYOTA 
Quantum

95 0.8% 131 1.2%

FIAT Fiorino 78 0.6% 0 0.0%

TOYOTA Avanza 34 0.3% 33 0.3%

MERCEDES Vito 22 0.2% 32 0.3%

PANEL VAN TOTAL 568 4.5% 415 3.9%

GRAND TOTAL 12 618 100.0% 10 659 100.0%

Figures courtesy of NAAMSA / RGT SMART
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Back Draft Cobra was super-quick at Welkom 6 Hour this past 
Saturday, with Lexus turbo power.

The Neil Stephen-Geoff Stephen-Fabienne Lanz Golf looking 
battle-scarred at the African 6 Hour in Welkom.

The three Amigos. Former Group N champ Neil Stephen, 
AutoLive Editor and sometime racer Stuart Johnston and multiple 
karting champ Ed Murray enjoy a reunion at the African 6 Hour 
last Saturday. These youngsters fi rst met up at Hatfi eld Primary in 
Pretoria in 1962!

Superb underbonnet detail of the Rolling Thunder Pontiac GTO 
which will star at Nasrec on March 3.

The 6 Hour in Welkom, the Lotus Concours and 
this Coming Week’s Classic Car Show at Nasrec

Colourful line-up of Lotus 7 replicas and Milleniums at the recent 
concours. Autolive’s Roger Houghton took the best homebuilt 
category with his Millenium.

The hot-rodded Ford Anglia is likely to star at The Classic Car 
Show at Nasrec this Sunday, March 3
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BY STUART JOHNSTON

Czech cars are a rarity in South Africa, and yet if 
you browse through your (very) early editions of 
Car Magazine in the late ‘50s, you’ll see that Skoda 
cars were indeed on sale in this country for a short 
time, the solid-looking sedans somewhat resem-
bling the British-made Hillman Minx of the time.

Today Skoda is owned by Volkswagen AG and 
is a successful brand in Europe, with the company 
enjoying a market share in the Czech Republic of 

over 30 per cent. Tatra is another Czech brand that 
has been around a long, long time, although as far 
as we know there has never been any South African 
connection with the brand that has won so many 
truck divisions of the Dakar Rally over the last 
quarter century.

Th e giant Tatras that still compete so success-
fully in the Dakar – they’ve won the truck division 
in the race no less than seven times – and one of 
its truck’s unique features is that it runs a super-
charged air-cooled V8 engine (V12s have also been 
used), displacing no less than 12,7 litres. 

Recently, during AutoLive’s trip to the Czech 
Republic hosted by Hyundai, we were able to en-
joy a brief visit to the Tatra Museum in Ostrava, 
located very near to the showcase Hyundai plant 
in Ostrava.

Th ose of us who read British classic car maga-
zines will know that there is a very strong British 
Tatra owners’club in the UK, and that the showcase 
cars of the club are the big rear-engined V8 sedans, 
built in the 1950s and 1960s. Th ese are known as 
T603s and they were built over a long period from 
1957 to 1975. Th ey are bulky-looking slug-like 
machines and in fact take their rear-mounted air-
cooled V8 mechanical layout pretty much from 

the pre-war T97, which is claimed to be one of the 
world’s fi rst truly stream-lined cars.

Perhaps the most interesting showpiece in the 
museum is the V570, a prototype of a Tatra “peo-
ple’s car” which many people believe was the car 
from which Ferdinand Porsche “borrowed” many 
of his ideas to design what became known as the 
Volkswagen Beetle. Indeed, Porsche and Tatra’s 
chief designer of the time, Hans Ledwinka, were 
contemporaries and colleagues of a sort. Porsche 
in fact admitted that they exchanged many ideas, 
so much so that Tatra later sued Porsche for using 
many of the ideas on the original KDF car (Beetle) 
commissioned by Adolf Hitler.

World War Two interrupted proceedings, 
and aft er the war Ledwinka was denounced by 
Czechoslovakia as a Nazi collaborator and impris-
oned (he was later pardoned aft er his death in 1967). 
As for the Volkswagen saga, in 1961 the German 
company did pay Tarta a settlement over the issue, 
although the amount paid was relatively small.

Th ere are many similarities between what be-
came known as the Beetle and the V570, which was 
later developed into the T97 of 1936 . Th is car used 
a fl at-four air-cooled engine and a swing axle rear 
suspension design very similar to the Beetle, as well 
as a central “backbone” chassis design from which 
the major driveline components were “hung”

However, conspiracy theorists should take 
note that Porsche had designed similar air-cooled 
 horizontally-opposed engines, and cars of similar 
swing-axle design, for NSU and Zundapp, a few years 
before he was commissioned by Hitler to design the 
KDF (the letters, translated from the German Kraft  
Durch Freude stand for Strength Th rough Joy, the 
name of Hitler’s Leisure organisation). Porsche, of 
course, also designed many other cars, including the 
awe-inspiring Auto Union racers of the 1930s, which 
again used rear engines and swing axles.

Apart from the Tatra cars, the company is 
known for its trucks, and indeed its history as a 
carriage builder goes way back to the mid-19th cen-
tury. What is today known as the Czech Republic 
was part of the Austro-Hungarian Empire, a hotbed 
of design and engineering skills in pre-World War 
Two Europe. Indeed, Tatra built its fi rst car in 1897, 
making it the third car-builder in history, aft er Benz 
and Peugeot. ■

Tatra Museum an Eye-opener

The Tatra T603 is highly popular amongst UK collectors today.

Early Tatra People’s Car bares a strong 
resemblance to what became the 
VW Beetle.
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