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Welcome to this edition of ASCCI Quarterly.  

The focus article of this newsletter considers several international case 

studies (both good and bad) to explore lessons for regional economic 

development in the context of the South African automotive industry. The 

second section of the newsletter outlines the vehicle production data for the 

first quarter of 2015, while the third section discusses the latest aggregated 

data for the APDP Administration System (AAS). The AAS data provides an 

overview and analysis of the value addition that is present in the local OEM 

supply chain. The last section of the newsletter reviews the ASCCI activities 

undertaken over the previous quarter. 

9 key lessons for supporting the 

automotive industry at a regional level.  
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1. 9 KEY LESSONS FOR 

SUPPORTING THE 

AUTOMOTIVE INDUSTRY 

AT A REGIONAL LEVEL 

Support for the South African automotive industry exists at two levels: national and regional. National support – like 

the APDP and ASCCI – plays an important role in addressing common industry challenges in the context of the national 

economy, and giving focus and support to the industry via mechanisms that are effected at a national level (duties, 

export incentives, tax incentives, national engagement on competitiveness issues, etc.) Regional support 

mechanisms, by contrast, offer the opportunity to address the specific needs of industry residing in specific 

geographic area, and have the advantage of leveraging the benefits of geographical proximity.  

ASCCI’s first quarterly publication addressed the role of national industry support which ASCCI will play. To complete 

the picture of South African automotive industry support, we considered it valuable to reflect on the opportunities 

for regional development support to the automotive sector in the context of some of the key challenges experienced 

by the industry. To do this, we examined several international case studies (both good and bad) to explore lessons 

for regional economic development within the South African context. More specifically, we focused on three types 

of support:  

1. Infrastructure support 
 

2. Non-infrastructure support 
 

3. Clusters 
 

 

These are our findings, which are particularly pertinent to policy makers and industry stakeholders that play a role in 

building and maintaining regional support mechanisms for the automotive industry.  

http://static.squarespace.com/static/52d89353e4b0085bee1a255b/t/52f14deee4b00a8e06e76565/1391641065148/icon_20593.png


 

 4 

 
 

INFRASTRUCTURE SUPPORT 

Infrastructure is a basic requirement for successful and competitive industry, and yet is a common threat to 

competitiveness in developing economies, including South Africa. The high cost of infrastructure investment means 

that industry is heavily reliant on collaborative models (both private and public-private) to co-fund infrastructure 

needs. 

Supplier parks are one of the most prevalent collaborative models in the automotive industry globally. They are 

typically initiated by OEMs that see an advantage to having suppliers in close proximity and providing them with the 

opportunity to reduce costs and increase efficiencies.  

BRAZILIAN SUPPLIER PARKS 

The Brazilian automotive industry made substantial investments through the 1990s, bringing innovations in supply 

chain management, in particular through the number of new automotive supply parks that were developed. Two of 

the most prominent supplier parks are VW’s consortium park at Resende, and Ford’s condominium park at Camacari.  

VW’s Consortium park, Resende   
(VW investment of US$ 4,250 million required) 

Ford’s Condominium park, Camacari 
(larger site than Resende, with significant MVA 
beyond assembly taking place on site) 

Role of OEM 

• VW removed itself from direct production 
process, focusing instead on strategic 
functions such as vehicle design, quality, 
marketing and sales 

• Ford retains control over final assembly  

Role of suppliers 

• Key actors in the supply chain, including a 
number of U.S., German and Japanese 
owned component suppliers, brought inside 
the factory as ‘assemblers’ 

• Key component suppliers supplying just-in-
sequence and 4 service providers were 
brought in on site.  

• Another 8 suppliers located outside but in 
close proximity 

Ownership of key factors of production  

• VW owns and controls all factors of 
production: land, buildings, equipment, all 
materials and components  

• Ford owns the land and buildings 
• Machines, equipment and materials used by 

suppliers are owned by the suppliers 
themselves 
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• Suppliers pay for the use of shared facilities 
but not utilities (electricity and water) with 
the exception of labour 

• VW and the suppliers operate on a shared 
HR system 

• Like VW’s Resende, there is a shared HR 
system 

 
Given the high levels of investment in these parks and other parks, greenfield supply parks contributed to a significant 

upgrade of Brazil’s automotive sector, particularly with regard to the associated advances in the on-site 

manufacturing and logistics processes. Additionally, the large scale of fixed capital investment required to develop 

these parks served as a long term commitment of the automotive industry to the Brazilian economy. A key challenge 

to emerge from both the VW Resende and Ford Camcari cases was the difficulty in convincing key suppliers to relocate 

to the supply park. Our research suggests that VW struggled to find sufficient suppliers with the financial resources 

to invest in machinery and equipment at the new facility. Additionally, Ford’s suppliers were faced with a cost-benefit 

analysis to determine whether proximity to their key customer outweighed moving further away from important 

suppliers. In VW’s case, the OEM was required to take ownership of all factors of production to reduce the financial 

burden on suppliers to relocate. This suggests that VW’s ownership of assets emerged out of necessity rather than 

choice. In Ford’s case, a commitment by both national and regional government of key infrastructure support in the 

form of improved road infrastructure and the consortium of a new port were key factors positively influencing 

suppliers’ decisions to relocate to the Camcari supply park. 

MARUTI-SUZUKI SUPPLY PARK, INDIA 

Maruti-Suzuki, a subsidiary of the Japanese OEM, Suzuki, is located in Delhi, India. By the end of 2012 its market 

share was over a third of the Indian passenger vehicle market with a capacity in 2014 to produce more than one 

million vehicles per year. Enabling this growth, however, meant that Maruti-Suzuki had to overcome significant 

challenges caused by infrastructure deficiencies, the two most pressing being unreliable electricity provision and high 

transport costs (primarily due to poor road infrastructure).  

The firm’s approach to solving these problems was two-fold: 

Self-generated power  
Dualistic approach to address weak transport 
networks 

• Maruti invested in additional  energy 
turbines (including renewable sources) 
securing approximately 80 MW of 
electricity, considerably exceeding their own 
internal requirements 

 • A significant challenge in India is that 
physical infrastructure (ports, road and rail 
networks) is capacity constrained and often 
poorly maintained  
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• By the early 2000s Maruti consumed 50% of 
the electricity that it generated and sold the 
surplus, through power sharing agreements, 
to: 

• JV firms that were located in the 
immediate vicinity  

• The state electricity grid and  

• Other auto component suppliers within 
a 15 to 20 km radius 

• The primary benefits of self-generation 
relate to the consistency of supply, with 
limited downtime due to power disruptions  

• Research also suggests that they were able 
to generate their own electricity at unit 
costs that were comparable to, and at times 
lower than, the price of public power 

• These infrastructure challenges also pose a 
threat to implementing ‘lean production’, 
particularly with regard to JIT delivery  

• Maruti addressed this by: 

• Insisting key suppliers locate to within 
close proximity of their plant to develop 
a supplier-park type benefit of proximity  

• Investing directly in its immediate facility 
to improve roads in the vicinity of their 
park 

• Using influence to negotiate with local 
and state governments for better service 
related infrastructure 

 

In addition to the provision of reliable electricity and transport infrastructure by Maruti-Suzuki, the firm collaborated 

with regional government, the regional electricity supplier, and the state industrial development corporation (HSIDC) 

to introduce two additional incentives to attract suppliers to the supplier park: 

 Prime industrial land at cost effective rates – the HSIDC makes land available to automotive component 

manufacturers at a price lower than prevailing market rates and is responsible for providing infrastructure 

services in these areas and, in some instances, financial support for industrial projects.  

 Sales tax deferment plan – Maruti-Suzuki and firms that invest in the supplier park benefit from a sales tax 

deferment plan. Under the programme, customers are charged normal sales tax, but firms in the supplier 

park are allowed to retain this amount (interest free) for five years. At the end of the period, firms are 

required to pay a lump sum (interest free) to the tax department. 

As a result of these additional incentives, Maruti-Suzuki whose large demand for components initially proved to be 

insufficient to persuade suppliers to relocate benefited significantly from the supplier park in its ability to attract a 

competitive supplier base, bolster its supply chain flexibility and introduce JIT/lean production to upgrade its own 

global competitiveness. Suppliers benefited from the associated supply side incentives, with an almost guaranteed 

demand for the products that they manufacture to supply the OEM. In the case of regional government, the supplier 

park benefited its ability to enhance industrial development within its jurisdiction, without too substantial a 

monetary burden with the bulk of capital investment assumed by Maruti-Suzuki.  
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KEY LESSONS FOR SOUTH AFRICA 

1. Must be OEM driven, but with supplier buy-in – the OEM provides an important justification for the 

development of a supplier park. It sets out the supplier park’s “reason-for-being”, defines its benefits, and 

serves as a motivator for participation. Equally, however, suppliers need to be obliging participants for success. 

In this regard, the institutionalisation of value chain interactions between OEMs and suppliers, for example in 

the form of Cluster initiatives, tend to make collaboration around infrastructure initiatives easier to establish. 

2. Cost of establishing supplier parks is high – the high cost of establishing supplier parks means that it is 

important to accurately define the business case for stakeholder participation (OEMs, suppliers, and 

government) before embarking on the initiative. Failing to do so, or failing to define sufficiently meaningful 

benefit comes with a high risk of sinking large sums of capital into infrastructure that delivers little to no value. 

3. It can be challenging to attract suppliers away from current locations to parks – having a meaningful business 

case with appropriate incentives to encourage supplier participation is important. These need to be aligned 

with prospective suppliers early on to be clear on future participation before investing heavily. 

4. Government support is important – regional and local government in particular can assist in formulating 

incentives, financing critical infrastructure, and addressing key infrastructure requirements. Government 

support, however, needs to be very specific, tangible and agreed on by all stakeholders. This will allow for 

accountability, as well as measurement of the impact of government support in terms of meeting mutually 

agreed outcomes. 

NON-INFRASTRUCTURE SUPPORT 

Global liberalisation of the automotive industry has benefited developing economies with strong domestic demand 

and cheaper factors of production. In an effort to attract global OEMs and component manufacturers to developing 

economy locations, policy makers and industry support organisations have introduced a myriad of non-infrastructural 

industry support mechanisms. National level examples include tariffs and duties, industry incentives, and tax rebates 

and breaks. Regional examples might include mechanisms to foster skills and training development and innovation, 

industry associations that focus on facilitating export growth or attracting FDI, and numerous others.  

In the context of this study, we considered two very different mechanisms – one university-industry linkages to 

address skills shortages in Thailand, and the other regional systems of innovation in South Korea. 

UNIVERSITY-INDUSTRY LINKAGES TO FACILITATE SKILLS SHORTAGES IN THAILAND 

Thailand’s automotive industry has grown rapidly over the last 15 years, with production rising from 322,761 in 1999, 

to 2,457,057 in 2013. Emerging from such dramatic growth is a shortage of skills, and in particular the technical skills. 

Nearly a quarter of Thai firms are operating below full capacity as a result of skills shortages. The status quo is 

exacerbated by the reality that Thailand produces fewer graduates from tertiary institutions that comparable 
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developing countries and the quality of these graduates is lower. This has resulted in a significant wage premium for 

comparatively weak tertiary skills. 

In response to these challenges, automotive industry associations in collaboration with OEMs and suppliers 

introduced 3 categories of university – institution linkages (UILs).  

Training and education  Services and consulting  Research 

 Cooperative education – 
internship opportunities in 
companies 

 Industrial training 

 Small business training 

 Entrepreneurship training 

 Visiting training – OEMs and 
suppliers support staff to 
participate in teaching 
activities 

  Industrial extension services 
– testing, calibration, repair 
services, production trouble 
shooting 

 Technical brokerage / 
licensing – assistance with 
licensing technologies from 
universities / third parties 

 Business consulting / services 

 Direct / indirect investments 

 Coordination of technology 
issues 

  Joint or cooperative research 
projects 

 Partnership contracts 

 Personnel interchange or 
industrial fellowships 

 Shared equipment or facilities 

 

The UIL programme has been heavily criticised for a number of failures, particularly in relation to training and 

education, as it did little to improve on the historically weak supply of tertiary institution educated workers in the 

automotive industry. In this regard, there are two broad lessons that are worth consideration in the South African 

context: 

 Weak institutional linkages – the programme failed to create substantial linkages between universities and 

the industry. Isolated attempts by OEMs (specifically Toyota and Ford) to develop firm-specific technical 

competencies with universities lacked sufficient formal organisational / structural support between OEMs 

and institutions and did not gather sufficient momentum. More formal mechanisms such as training 

centres, research institutes and technology councils are recognised as being important to driving benefit 

from UILs 

 Lack of mutually beneficial outcomes – insufficient attention was given to ensuring mutually beneficial 

outcomes for both industry and universities, and in particular universities. Great focus was required on 

improving academic curricula, creating new academic units, and upgrading facilities, to develop true 

capability within tertiary institutions to meet industry needs.  

REGIONAL INNOVATION SYSTEMS IN SOUTH KOREA 

The Ulsan Automotive District in South Korea is doniminate by two global OEMs – Hyundai Heavy Industry Company 

and Hyundai Motor company, the latter of which has an annual capacity of 1.6 million vehicles. In the 1980s, a shift 
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in industrial policy to drive greater focus on technology and innovation encouraged a sharp increase in public and 

private investment in R&D. While the policy shift (and associated programmes) successfully encouraged investment, 

the excessively homogenous approach of a national implementation meant that regional issues were not adequately 

addressed.  

These lessons gave rise to the implementation of a Regional Innovation Agency (RIS), which set out to leverage 

technological innovation resources like universities, business and research institutes to establish formal networks for 

constructive interaction between stakeholders. It particularly provides development support to new technologies 

focused on: 

 Strengthening industrial competitiveness   

 Discovering / promoting future-oriented technologies  and 

 Developing high value business locally. 

The initial successes of the RIS gave rise to the introduction of industry specific support frameworks, one of which 

was an automotive focused Committee for Regional Innovation (CRI) in Ulsan. The committee was tasked with the 

development of a regional innovation system in the city with a specific focus of maintaining automotive industry 

competititiveness through innovation collaboration and investment. 

The South Korean case makes clear that regionally embedded innovation systems are preferable to national ones in 

their ability to more flexibly address the needs of local industry and leverage geographical proximity to align and 

disseminate knowledge. Regional alignment with national government is, however, important to ensuring 

appropriate support for innovation programmes / systems. In the case of the Ulsan innovation system, criticism did 

emerge regarding the dominance of Hyundai in terms of facilitation of the CRI. Effective horizontal networks between 

smaller companies where not adequately encouraged and many stakeholders were excluded from the governance 

function of the CRI as a result. 

KEY LESSONS FOR SOUTH AFRICA 

1. Certain types of non-infrastructure support should be driven regionally – some types of non-infrastructure 

support must be driven regionally by virtue of their regional specificity. However, when they are it is important 

that some level of alignment exists with a national strategy that sets the strategic priority and complements it 

with aligned national support mechanisms. 

2. Proximity facilitates interaction – close collaboration and interaction greatly increases the likely success of 

non-infrastructure support. In this regard, the more proximate the stakeholders, the more common their issues 

and aligned their needs tend to be. This tends to increase the chance of success. 
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3. Institutional structures bolster success – having a formal institutional structure in place through which to 

mediate relationships and facilitate / coordinate the individual efforts of firms to address challenges greatly 

increases the likelihood of success.  

4. Outcomes must be mutually beneficial – as soon as outcomes are not mutually beneficial, one party or group 

becomes disenfranchised and tends to disengage from the collaboration.  

CLUSTERS 

Clustering has become synonymous with the automotive industry in recent years as an increasingly challenging 

manufacturing environment has resulted in greater levels of joint action and collaboration, both vertically between 

customers and suppliers, and horizontally between complimentary and competing suppliers. The term ‘cluster’ is 

often used quite broadly to describe setups from loose industry networks with low levels of collaboration between 

players in line / related industries, to highly structured, formally institutionalised industry associations that include 

the participation of broader industry stakeholders such as tertiary education institutions, government and service 

providers.  

Here we look at the experiences of automotive clusters located in Mexico and Indonesia. 

SALTILLO-RAMOS ARIZPE AUTOMOTIVE CLUSTER, MEXICO 

Located in the north-Mexican city of Coahuila, the Saltillo-Ramos Arizpe Automotive Cluster is comparable to many 

other international clusters, and is based on a geographical concentration of firms. The cluster is considered to be 

the most important automotive cluster in Mexico. Participants contribute more than a quarter of national vehicle 

production, it provides approximately 70,000 direct and indirect jobs, and is supported by the presence of 3 

international OEMs – General Motors, Fiat and Chrysler.   

Despite its position as a significant regional cluster, criticism has been levelled at the fact that it has offered limited 

benefit to upgrading SMEs in the region. Effectively, two sub-clusters have formed within the Saltillo-Ramos Arizpe 

Automotive Cluster: 

 A transnational cluster – anchored by the OEMs and their international suppliers, and characterised by a 

high degree of specialisation and innovation 

 A survival cluster – consisting of small and micro enterprises that participate at the lower tiers of the value 

chain. These firms are characterised by a low degree of specialisation and differentiation, low technical and 

economic expertise, and very limited innovation. 

The interaction between the two sub-clusters is very limited, which challenges the prospect for upgrading SMEs in 

the region. Technology- and capital-intensive production in the automotive industry, and the lack of product and 
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process knowledge and technology, means that barriers to entry are high for SMEs. As a result, knowledge spill-over 

from the transnational cluster members (OEMs and international tier 1s) is typically the only source of external 

knowledge and know-how for local small businesses. Given the limited collaboration between the two clusters, 

knowledge upgrading amongst local SMEs has been limited. 

INDONESIA’S MULTINATIONAL DRIVEN CLUSTERS 

Indonesia’s close proximity to the Asia-Pacific automotive markets has attracted Japanese OEMs, with over 90% of 

total passenger vehicle sales in Indonesia Japanese makes. Investment is dominated by joint venture assembly (CKD 

kits) operations with local partners, implying low levels of value addition. Despite low-levels of value addition 

clustering has emerged, principally driven by geographic proximity. Cooperation and collective learning is informal, 

and government support of clusters is limited with the majority of funding derived from OEMs. As a result, uneven 

development of the automotive industry has been inevitable as a result of vertical firm linkages to the relevant OEM, 

while horizontal linkages and knowledge sharing is limited. As is clearly evident in this case, where OEMs dominate 

clustering in the absence of government partnership, industry growth and development is restricted to only those 

firms directly linked to the OEM’s value chain. 

KEY LESSONS FOR SOUTH AFRICA 

1. Institutionalisation tends to drive greater success in cluster initiatives – without formal institutionalisation and 

the strong facilitation and governance that should accompany it, the risk exists of inter-firm mistrust developing 

and a lack of incentives within the cluster to promote horizontal linkages and as a result, holistic industry 

upgrading.  

2. OEM participation without dominance – OEM participation is important to encouraging collaboration and 

participation through the supply chain. However OEM dominance without government partnership results in 

siloed development of the supply chain which in turn offers limited development opportunity to firms outside 

of OEM value chains. 

3. Integration of SMEs drives industrial development – integration of SMEs into cluster networks is important to 

providing broader industrial development opportunities within automotive supply chains. Integrating SMEs 

needs to be done with purpose and as part of an institutional framework (see point 1) otherwise the risk exists 

of parallel clusters developing within a cluster – neither of which realises its full potential. 

4. Critical mass assists with sustainability – regional critical mass is important to encouraging investment and 

giving weight to programmes and decisions. 

CONCLUSION 

In summary, we believe there are 9 key lessons for the South African automotive industry in respect of regional 

support mechanisms. 



 

 12 

 
 

 

 

2.  VEHICLE PRODUCTION 

This report focuses on production in the second quarter of 2015, as well as projections for the 

remainder of the year. 

In 2015, vehicle production is projected to be 11%, or 61,417 units higher than in 2014. The largest 

contributor to this jump is the projected 15% increase in passenger car numbers, from 277,491 to 

320,000 units. LCV production is expected to increase a more moderate 7%, from 255,629 to 273,000 

units, while M&HCV production is expected to increase 5% from 32,963 to 34,500 units.  

As shown in Figure 1, the second quarter of 2015 saw the production of 151,458 vehicles, which is 

24.1% of the target for the year (627,500 vehicles). In respect of where locally produced vehicles are 

sold, in the second quarter of 2015, 30% of passenger vehicles and 53% of light commercial vehicles 

produced in South Africa were sold locally, while 70% and 47%, respectively, were exported.  
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Figure 1 - SA vehicle production data 

 

3. LOCAL VALUE ADDITION 

INTRODUCTION 

The analysis contained in this section of the newsletter considers that APDP Administration System 

(AAS) data up to the end of Quarter 2 of 2015 (2015 Q2), which represents the period April to June 

2015. The data represented here are from over 100 suppliers that subscribe to the system, and relate 

to the five participating OEMs, namely, Toyota, VWSA, GMSA, Ford and Nissan. In addition, the 

following points should be considered when reviewing the data: 

 All data presented are obtained from the SMDs and Form C1s that firms complete on the system, 

and complemented and validated by supporting information received from the participating OEMs 

 Value Addition (VA) is comprised of Manufacturing Value Addition (MVA), represented as sales less 

material costs, and Standard Value Addition (SVA), the 25% value addition associated with specified 

local materials. 

 All data presented can be considered a proxy of the profile of the local OEMs’ Tier 1 suppliers. 

 All data have been adjusted for the quarterly lag and therefore reflects sales in the quarter to which 

it actually applies. 

 The quarterly data presented in this article, as well as contained in Annexure A, relate to the actual 
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data for each quarter. This is indicated by the year and related quarter (i.e. data for quarter 2 of 

2015 are referred to as 2015 Q2). 

 The annual data presented in this article, as well as contained in Annexure A, relate to the average 

data for the previous four quarters (i.e. the data for the period from 2014 Q3 to 2015 Q2 is referred 

to as 2014 Q3 - 15 Q2, with the data for the period from 2013 Q3 to 2014 Q2 referred to as 2013 

Q3 – 14 Q2). 

 Two new sub-sector categories have been introduced - Safety Systems and Exhaust Systems - with 

Catalytic Convertors removed. Many of the firms that were previously classified under the Catalytic 

Convertors sub-sector have been assigned to the Exhaust Systems sub-sector. In addition, some 

firms classified under the other sub-sector have been allocated to some additional sub-sectors. 

 Annexure A contains the actual AAS data from 2013 Q3 to 2015 Q2, as well as the 2013 Q3 to 2014 

Q2 and 2014 Q3 to 2015 Q2 annual data. It also contains all the data contained in the figures in this 

newsletter, as well as additional AAS data.  

APDP OVERVIEW - 2015 Q2 

The latest quarterly Value Addition (VA) figure of R 2.16 billion for 2015 Q2 represents a decline of 4.5% 

in comparison to the total of R 2.26 billion for 2015 Q1. Of additional concern is that the latest figure 

is also lower than the comparative level for 2014 Q2, although the annual average for 2014 Q3 to 2015 

Q2 is 10.4% higher than the level for the previous period (Annexure A). 

Worth noting, the 2015 Q2 VA level as a percentage of sales is 52.5% (Annexure A). While lower than 

the figure of 56.5% achieved in 2014 Q4, it is slightly higher that the comparative figure for the previous 

quarter of 51.7%, as well as the level from the corresponding quarter in 2014 of 51.4%. 
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Figure 2 

 

In terms of employment, while the estimated level, calculated using total VA divided by the local MVA 

level per employee figure obtained from the South African Automotive Benchmarking Club, did decline 

from 18,052 to 17,237 over the last quarter, the annual figure of 18,502 for the 2014 Q3 to 2015 Q2 

period is 436 higher than its comparative level in the year before (Annexure A). Nonetheless, the 

downward trajectory over the last few quarters in a concern.  

Figure 3 – Automotive component manufacturer value addition and employment 
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2015 Q1 SUPPLY CHAIN VA STATISTICS 

VA BY MAJOR FIRM CATEGORY 

An analysis of the VA data by major region and ownership profile, as well as in relation to the sales and 

employment categories, highlights the following: 

 Regional analysis: At 38.0% in the last quarter, the Eastern Cape (EC) is major automotive region, 

ahead of the KwaZulu-Natal (KZN) region’s latest figure of 34.0%. The KZN percentage share has 

decrease over the last two quarters, with the EC’s figure improving from 27.2% in 2014 Q3 to 37-

38% of the last two quarters. Over the 2014 Q3 to 2015 Q2 period, the KZN region still has an 

advantage, accounting for 37.8% of the total, compared to the figure of 33.8% for the EC. It will be 

interesting to observe how these two regions perform over the course of 2015. The Gauteng 

province (GP) has maintained a level of around 27-28%, with the Western Cape (WC) continuing to 

hover at just below 1% of total VA. The WC, as a region from a local OEM supply perspective, has a 

negligible contribution. 
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 Ownership: The multinational owned firms continued to account for the largest portion (64.2%) of 

the total VA figure versus the local owned firms. This proportion has shown a slight increase over 

the last three quarters. 

 

 Sales: Firms with turnover of over R 500 million accounted for 44.9% of total VA in the last quarter, 

followed by those firms with sales levels of R 100-250 million (20.2%), R 250-500 million (17.6%), 

and R 10-100 million (15.3%). Small firms, with sales of less than R 10 million, made up 2% of the 

total in the last quarter. Over the last quarter the firms with sales R 100-250 million and R 250-500 



 

 18 

 
 

million have each seen their percentage allocation figures increase slightly, while the level for firms 

with turnover of over R 500 million has decreased from around 50% to the latest figure of 44.9%. 

For the other categories there has been no notable recent change.  

 

 Employment: While firms employing over 1,000 employees and those with employment levels 

from 51-200 accounted for 17.3% and 14.0% of the total VA amount respectively in 2015 Q2, the 

firms employing 201-1,000 persons, at 67.9%, account for a substantial majority of the total. Firms 

employing less than 50 persons made up less than 1% of the total. The employment percentage 

split has also remained relatively unchanged over the last 12 months. 
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As has been shown above, besides some of the percentage changes when analysing the VA contribution 

by sales category, no major changes in the industry’s total VA profile have occurred over the last 

quarter. Over the last four quarters, the biggest change is in relation to the EC surpassing the KZN region 

as the largest VA contributor.  

MVA AND SVA % CONTRIBUTION BY SUB-SECTOR 

The automotive trim firms, with a contribution of 21.4% in the last quarter, remain the largest sector 

in terms of total MVA. This is followed by the components and metal forming/pressing sub-sectors at 

17.6% and 16.4% respectively. While the plastic moulding sub-sector’s VA contribution was only 9.4% 

in 2015 Q2, its level has been improving, with this also true for the safety systems firms (although their 

levels are a lot lower). 
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From an SVA perspective, which focuses on the value addition portion associated with specified local 

materials, the metal forming/pressing sub-sector is the most substantial contributor, accounting for 

just under two-thirds of the total SVA in quarter 2015 Q2. The next biggest sub-sector is exhaust 

systems, making up 12.8% of the total. This is linked to the high levels of PGMs in these products. The 

firms falling into the remaining sub-sectors each account for minimal (zero to ±6%) SVA contribution. 
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PI % CONTRIBUTION BY SUB-SECTOR 

A review of the MVA PI level by sub-sector reveals that the other, foundry/forge, tyre and rubber and 

plastic moulding sub-sector firms all generated benefits of between 6% and 7% in the previous quarter. 

The automotive trim, harnesses/electronics, components and metal forming/pressing firms’ MVA PI 

benefits ranged between 5% and 6%, while the safety and exhaust systems’ benefits are from 4.3% to 

4.4%. At 2.6%, the MVA benefit level for the drive train sub-sector firms is the lowest of all. The MVA 

PI benefit level for all the sub-sectors has generally remained fairly constant over the last few quarters.  

 

In terms of the SVA benefit generated by the sub-sectors, the exhaust systems derived the most SVA 

benefit from the APDP in the previous quarter, although the level is only 1.1%. The metal 

forming/pressing and foundry/forge firms generated 0.7% and 0.4% benefit respectively, followed by 

the other sub-sector firms where the average is only 0.3%. The remaining sub-sectors generated 

minimal to no SVA benefit.  
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MATERIALS COMPOSITION 

At 75.1%, the level of materials imported in the last quarter remains substantial and this has remained 

relatively unchanged over the last year.  

A look at the sub-sector data for local materials (Annexure A) highlights that the harnesses/electronics 

and safety systems sub-sectors source very low levels of materials locally, with their 2015 Q2 levels 

being 6.0% and 6.6% respectively. The best sub-sector in terms of local sourcing is exhaust systems and 

metal forming/pressing, followed by foundry forge. The local materials levels for these three categories 

are 58.3%, 56.9% and 39.0% respectively.  
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4. LAST QUARTER REVIEW 

ASCCI has been actively driving a number of projects over the last 

quarter. Progress regarding two of these is covered below. 

World Class Manufacturing implementation 

The last quarter has seen slow progress on ASCCI’s WCM interventions with suppliers. To date, 

assessments have been completed at 16 of the initial 20 suppliers and the first projects have launched 

with an aim to have all the projects launched by the end of October.  

Additionally, ASCCI is expanding its WCM programme to benefit a greater number of suppliers. In this 

regard, ASCCI will initially direct its focus to supporting suppliers in those value chains that are 

considered to be strategically important to the sustainability and competitiveness of the local industry.  

In this way, ASCCI expects to achieve upgrading of the value chain as a whole as opposed to sporadic 

firm-level interventions which may benefit individual firms but lack the scale and alignment to impact 

entire value chains and resultantly the industry in its entirety. 
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Tier 1 and tier 2 localisation 

One of ASCCI’s most substantive activities is a programme to deepen local manufacturing value added 

through localisation. In this regard ASCCI, with funding made available through the IDC, has recently 

launched two projects to drive its localisation objectives. 

The first project will work with suppliers and OEMs to develop bankable business cases for the 

localisation of 4 specific components to be identified from the following broad areas of opportunity: 1) 

seat / seat frame components  2) drive shafts, 3) prop shafts and side shafts, 4) heat exchange units. 

The second project will focus on addressing the blockages to localising in respect of 3 key drivers: 1) 

tooling and investment, 2) technology investment, 3) testing facilities. 

Automotive Investment Holdings (AIH), a business consulting company with deep automotive industry 

skills and capability, has been appointed to deliver these projects which launched in June.  

New projects 

Over the last quarter, ASCCI’s executive function has successfully secured commitment for a meaningful 

tranche of funding for project delivery. As a result the initiative will be launching a number of large-

scale projects to the benefit of the industry in the upcoming months. 

B&M Analysts have been appointed to deliver two projects, one forms part of the localisation pillar 

which will establish an automotive raw material localisation committee to align, define and deliver 

activities to localise key automotive raw materials, with polymers identified as initial focus area. The 

other project which falls under the strategic insights pillar, is to align Thailand study tour findings to 

release some of the blockages to local supply. 
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The AIDC has been appointed to deliver a project, in conjunction with UNIDO and the ILO, which aims 

to enhance competitiveness levels at lower tier suppliers in the South African Automotive Industry.  

This project aims to develop a methodology to assess the needs of tier 2 or lower tier suppliers to 

address issues in the following areas: productivity improvement, business strategy, resource efficiency, 

process and technology upgrading, skills, employee engagement, safety in production and relevant 

compliance issues. 

Two skills projects have been identified that will aim to assess the current skills landscape within the 

automotive industry with a view to develop a clear set of recommendations regarding opportunities 

for ASCCI to support skills development activities.    

Keep an eye out for our next newsletter which will go into more detail regarding these projects and 

how you, as part of the industry, stand to benefit.  

  

If you have missed something important, or would like additional information on any of the latest activities, 

contact ASCCI (www.ascci.co.za).  

 

ABOUT ASCCI 
 

 

The Automotive Supply Chain Competitiveness Initiative (ASCCI) was established in December 2013 to 

coordinate supply chain developments in the South African automotive industry. The creation of ASCCI 

was initiated jointly by the Department of Trade and Industry (dti), OEMs (represented by NAAMSA), 

suppliers (represented by NAACAM), and labour (represented by NUMSA) in the industry. ASCCI is thus 

a first in respect of facilitating such breadth and depth of collaboration to develop a successful and 

sustainable local automotive industry.  

For more information about ASCCI please visit www.ascci.co.za.   

http://www.ascci.co.za/
http://www.ascci.co.za/
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ABOUT THE DTI  

The Department of Trade and Industry (dti) is focused on creating a dynamic industrial and globally 

competitive South African economy, characterised by inclusive growth and development, and decent 

employment and equity. In this regard, its mission is four-fold: 

 Promote structural transformation towards a dynamic industrial and globally competitive 

economy  

 Provide a predictable, competitive, equitable and socially responsible environment, conducive 

to investment, trade and enterprise development  

 Broaden participation in the economy to strengthen economic development  and 

 Continually improve the skills and capabilities of the dti to effectively deliver on its mandate 

and respond to the needs of South Africa’s citizens. 

 

For more information about the dti please visit www.thedti.gov.za.  

ABOUT NAAMSA 

 

The National Association of Automobile Manufacturers (NAAMSA) of South Africa is the official body 

representing new vehicle manufacturers. The organisation is responsible for compiling new vehicle 

production and sales statistics, and has specialists committees focused on addressing each of the major 

issues facing the industry, from local content to vehicle crime and safety and legislation. 

For more information about NAAMSA please visit www.naamsa.co.za. 

ABOUT NAACAM  

The National Association of Automotive Component and Allied Manufacturers (NAACAM) was 

established 34 years ago to represent the interests of South African automotive component 

http://www.thedti.gov.za/
http://www.naamsa.co.za/
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manufacturers. NAACAM provides companies with a forum to formulate policies and take actions that 

benefit the industry as a whole. 

 For more information about NAACAM please visit www.naacam.co.za.   

ABOUT NUMSA  

The National Union of Metalworkers South Africa (NUMSA) is an employee union offering its members 

collective bargaining with employers. Additional workplace activities include technical training and 

adult basic education  and health, safety and environment.  

For more information about NUMSA please visit www.numsa.org.za.  

POWERED BY  

B&M ANALYSTS 
 

Cluster facilitation services are provided by Benchmarking & Manufacturing Analysts SA (Pty) Ltd (B&M 

Analysts), an organisation that provides specialised services to enhance sustainable industry 

development. 

For more information about B&M Analysts please visit www.bmanalysts.com.    

http://www.naacam.co.za/
http://www.numsa.org.za/
http://www.bmanalysts.com/
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ANNEXURES TO AAS ANALYSIS 

ANNEXURE A – AAS REFERENCE DATA 

 
2013 Q3 2013 Q4 2014 Q1 2014 Q2 2013 Q3 - 14 Q2 2014 Q3 2014 Q4 2015 Q1 2015 Q2 2014 Q3 - 15 Q2 Q% (1) QQ% (2) YY% (3)

Sales (R - Million) 3,416.3       3,811.6       4,808.8       4,366.3       4,099.2                  4,639.0       4,366.8       4,372.4       4,115.2       4,373.3                  -5.9% -5.8% 6.7%

VA (R - Million) 1,710.8       1,927.1       2,445.8       2,244.1       2,098.2                  2,381.0       2,468.5       2,261.0       2,158.9       2,317.3                  -4.5% -3.8% 10.4%

Employment (estimated) 15,596         17,568         19,528         17,917         18,066                    19,011         19,709         18,052         17,237         18,502.4                -4.5% -3.8% 2.4%

VA % (% of sales) 50.1% 50.6% 50.9% 51.4% 51.2% 51.3% 56.5% 51.7% 52.5% 53.0% 1.5% 2.1% 3.5%

MVA (% of VA) 91.8% 92.9% 95.8% 95.9% 94.3% 95.8% 96.3% 96.0% 96.0% 96.0% 0.0% 0.1% 1.8%

SVA (% of VA) 8.2% 7.1% 4.2% 4.1% 5.7% 4.2% 3.7% 4.0% 4.0% 4.0% -1.0% -3.4% -30.1%

MVA PI (% of sales) 5.0% 5.2% 5.3% 5.3% 5.2% 5.3% 5.9% 5.3% 5.3% 5.4% 1.5% 0.3% 4.5%

SVA PI (% of sales) 0.5% 0.4% 0.2% 0.2% 0.3% 0.2% 0.2% 0.2% 0.2% 0.2% 0.5% 1.4% -28.4%

Local Materials (% of total materials) 37.9% 35.7% 24.7% 24.7% 30.1% 24.6% 25.6% 24.1% 25.5% 24.9% 5.8% 3.1% -17.4%

Region contribution (% of VA) 2013 Q3 2013 Q4 2014 Q1 2014 Q2 2013 Q3 - 14 Q2 2014 Q3 2014 Q4 2015 Q1 2015 Q2 2014 Q3 - 15 Q2 Q% (1) QQ% (2) YY% (3)

EC 42.8% 38.2% 31.6% 32.5% 35.7% 31.7% 27.2% 37.7% 38.0% 33.8% 0.8% 16.9% -5.3%

GP 31.3% 32.0% 29.0% 27.9% 29.9% 27.3% 29.8% 26.1% 27.2% 27.6% 4.0% -2.7% -7.7%

KZN 24.8% 28.7% 38.4% 38.6% 33.5% 40.0% 42.2% 35.4% 34.0% 37.8% -4.0% -12.1% 12.9%

WC 1.1% 1.0% 1.0% 0.9% 1.0% 1.0% 0.8% 0.8% 0.8% 0.8% 6.3% -10.5% -15.5%

Ownership contribution (% of VA) 2013 Q3 2013 Q4 2014 Q1 2014 Q2 2013 Q3 - 14 Q2 2014 Q3 2014 Q4 2015 Q1 2015 Q2 2014 Q3 - 15 Q2 Q% (1) QQ% (2) YY% (3)

Local 33.1% 39.3% 36.3% 36.3% 36.3% 35.9% 38.9% 36.5% 35.8% 36.8% -1.9% -1.5% 1.3%

Multinational 66.9% 60.7% 63.7% 63.7% 63.7% 64.1% 61.1% 63.5% 64.2% 63.2% 1.1% 0.9% -0.7%

Size by turnover contribution (% of VA) 2013 Q3 2013 Q4 2014 Q1 2014 Q2 2013 Q3 - 14 Q2 2014 Q3 2014 Q4 2015 Q1 2015 Q2 2014 Q3 - 15 Q2 Q% (1) QQ% (2) YY% (3)

< 10 million 3.1% 3.4% 3.3% 2.4% 3.0% 2.7% 1.7% 1.9% 2.0% 2.1% 5.6% -17.7% -32.3%

10 to 100 million 10.6% 13.8% 15.2% 15.9% 14.1% 16.0% 20.6% 15.2% 15.3% 16.8% 0.5% -4.0% 19.0%

100 to 250 million 23.8% 23.4% 19.8% 21.8% 22.0% 20.4% 16.7% 17.4% 20.2% 18.6% 16.0% -7.5% -15.5%

250 to 500 million 13.8% 14.6% 15.8% 15.3% 15.0% 14.2% 13.4% 15.1% 17.6% 15.1% 16.2% 14.9% 0.7%

> 500 million 48.8% 44.9% 46.0% 44.5% 45.9% 46.7% 47.6% 50.4% 44.9% 47.5% -10.8% 1.0% 3.5%

Size by employment contribution (% of VA) 2013 Q3 2013 Q4 2014 Q1 2014 Q2 2013 Q3 - 14 Q2 2014 Q3 2014 Q4 2015 Q1 2015 Q2 2014 Q3 - 15 Q2 Q% (1) QQ% (2) YY% (3)

≤ 50 0.3% 0.4% 0.6% 0.6% 0.5% 0.6% 0.9% 0.7% 0.8% 0.8% 13.4% 45.1% 60.3%

51 to 200 13.0% 13.3% 15.0% 14.9% 14.2% 13.6% 12.8% 13.0% 14.0% 13.3% 7.4% -6.2% -6.2%

201 to 1000 71.1% 68.1% 64.3% 64.2% 66.5% 65.4% 70.6% 69.0% 67.9% 68.4% -1.6% 5.9% 2.7%

≥ 1000 15.6% 18.2% 20.1% 20.4% 18.8% 20.4% 15.7% 17.2% 17.3% 17.6% 0.1% -15.2% -6.5%

MVA contribution by sub-sector 2013 Q3 2013 Q4 2014 Q1 2014 Q2 2013 Q3 - 14 Q2 2014 Q3 2014 Q4 2015 Q1 2015 Q2 2014 Q3 - 15 Q2 Q% (1) QQ% (2) YY% (3)

Automotive Trim 23.7% 17.5% 21.1% 20.2% 20.6% 22.2% 27.1% 20.5% 21.4% 22.8% 4.4% 6.0% 10.7%

Components 17.4% 19.0% 19.1% 18.9% 18.7% 19.4% 23.3% 20.9% 17.6% 20.4% -15.8% -7.0% 9.0%

Drive train 0.8% 0.9% 0.6% 0.7% 0.7% 0.5% 0.5% 7.5% 5.4% 3.6% -27.5% 721.3% 413.3%

Foundry/Forge 10.3% 11.1% 8.9% 8.0% 9.4% 5.9% 5.9% 6.9% 7.8% 6.6% 12.9% -2.5% -29.8%

Harnesses/Electronics 4.8% 10.4% 10.9% 9.8% 9.2% 10.0% 7.8% 8.8% 9.2% 8.9% 4.6% -6.3% -3.9%

Metal form/press 15.1% 18.6% 19.0% 20.7% 18.6% 20.5% 15.1% 15.8% 16.4% 16.8% 4.1% -20.8% -9.6%

Other 5.3% 0.2% 7.7% 7.1% 5.4% 7.1% 6.6% 6.0% 6.3% 6.5% 4.8% -11.5% 20.4%

Plastic Moulding 4.3% 6.2% 6.9% 7.5% 6.4% 7.7% 8.1% 8.1% 9.4% 8.3% 16.1% 26.2% 30.4%

Tyre & Rubber 2.7% 2.5% 2.3% 2.3% 2.5% 2.3% 1.4% 1.9% 2.0% 1.9% 8.4% -14.4% -24.1%

Exhaust Systems 14.3% 12.1% 2.3% 3.7% 7.3% 3.2% 2.9% 2.3% 2.9% 2.8% 27.4% -21.5% -61.5%

Safety Systems 1.3% 1.5% 1.1% 1.1% 1.2% 1.1% 1.4% 1.4% 1.6% 1.4% 10.8% 43.9% 14.1%

MVA PI % (% of sales) 2013 Q3 2013 Q4 2014 Q1 2014 Q2 2013 Q3 - 14 Q2 2014 Q3 2014 Q4 2015 Q1 2015 Q2 2014 Q3 - 15 Q2 Q% (1) QQ% (2) YY% (3)

Automotive Trim 5.7% 5.5% 5.3% 5.4% 5.5% 5.5% 6.0% 5.4% 5.5% 5.6% 1.7% 1.9% 2.4%

Components 4.8% 5.0% 5.0% 5.2% 5.0% 5.1% 5.2% 5.0% 5.2% 5.1% 3.9% 1.1% 2.6%

Drive train 2.7% 2.1% 1.7% 2.1% 2.2% 2.2% 2.3% 2.9% 2.6% 2.5% -9.7% 22.0% 16.6%

Foundry/Forge 7.1% 7.2% 6.8% 6.8% 7.0% 6.8% 6.7% 6.6% 6.6% 6.7% -0.9% -3.2% -4.4%

Harnesses/Electronics 6.7% 6.0% 6.0% 5.9% 6.2% 5.8% 5.3% 5.8% 5.8% 5.7% 1.4% -1.2% -7.7%

Metal form/press 6.1% 6.3% 6.0% 5.5% 6.0% 5.6% 5.3% 5.3% 5.3% 5.4% -0.1% -2.8% -9.7%

Other 6.8% 7.6% 7.3% 7.4% 7.3% 7.3% 5.5% 7.0% 7.0% 6.7% 0.0% -5.0% -7.9%

Plastic Moulding 6.8% 6.6% 5.9% 6.3% 6.4% 6.2% 6.3% 5.5% 6.0% 6.0% 7.7% -4.7% -6.1%

Tyre & Rubber 5.6% 6.5% 5.9% 6.2% 6.1% 6.0% 6.3% 6.2% 6.4% 6.2% 2.9% 3.6% 2.9%

Exhaust Systems 4.2% 4.0% 4.0% 4.6% 4.2% 4.5% 3.9% 3.9% 4.3% 4.1% 9.6% -6.0% -1.0%

Safety Systems 4.8% 4.1% 4.3% 4.6% 4.5% 4.6% 4.7% 4.4% 4.5% 4.6% 2.7% -2.4% 2.3%

SVA contribution by sub-sector 2013 Q3 2013 Q4 2014 Q1 2014 Q2 2013 Q3 - 14 Q2 2014 Q3 2014 Q4 2015 Q1 2015 Q2 2014 Q3 - 15 Q2 Q% (1) QQ% (2) YY% (3)

Automotive Trim 2.76% 3.03% 6.22% 5.18% 4.0% 4.54% 2.69% 6.15% 6.85% 5.2% 11.5% 32.3% 27.4%

Components 3.96% 2.92% 4.21% 4.56% 3.8% 4.05% 4.43% 4.34% 3.89% 4.2% -10.3% -14.6% 9.0%

Drive train 0.21% 0.28% 0.32% 0.39% 0.3% 0.32% 0.29% 5.11% 2.78% 2.3% -45.5% 612.3% 690.9%

Foundry/Forge 2.17% 2.54% 3.53% 3.20% 2.8% 2.83% 3.55% 3.54% 3.41% 3.3% -3.8% 6.3% 20.7%

Harnesses/Electronics 0.00% 0.00% 0.00% 0.00% 0.00% 0.00% 0.00% 0.00% 0.0% -1.3%

Metal form/press 22.81% 26.73% 69.06% 68.89% 42.7% 67.40% 61.40% 66.39% 64.18% 64.9% -3.3% -6.8% 52.0%

Other 0.02% 0.02% 5.16% 4.82% 2.0% 4.83% 6.97% 5.31% 5.96% 5.7% 12.3% 23.7% 180.2%

Plastic Moulding 0.02% 0.03% 0.03% 0.03% 0.0% 0.03% 0.07% 0.06% 0.09% 0.1% 44.5% 221.9% 130.5%

Tyre & Rubber 0.00% 0.00% 0.00% 0.00% 0.0% 0.00% 0.00% 0.01% 0.01% 0.0% 47.3% 111.2% 234.7%

Exhaust Systems 67.93% 64.38% 11.48% 12.92% 44.2% 15.99% 20.60% 9.09% 12.82% 14.3% 41.0% -0.8% -67.6%

Safety Systems 0.13% 0.08% 0.00% 0.00% 0.1% 0.00% 0.00% 0.00% 0.00%

SVA PI % (% of sales) 2013 Q3 2013 Q4 2014 Q1 2014 Q2 2013 Q3 - 14 Q2 2014 Q3 2014 Q4 2015 Q1 2015 Q2 2014 Q3 - 15 Q2 Q% (1) QQ% (2) YY% (3)

Automotive Trim 0.02% 0.02% 0.02% 0.02% 0.0% 0.02% 0.01% 0.01% 0.03% 0.0% 78.5% 36.1% -20.8%

Components 0.10% 0.07% 0.06% 0.07% 0.1% 0.04% 0.07% 0.11% 0.09% 0.1% -13.1% 36.8% 6.3%

Drive train 0.05% 0.04% 0.03% 0.04% 0.0% 0.05% 0.03% 0.06% 0.04% 0.0% -23.5% 4.8% 8.6%

Foundry/Forge 0.42% 0.45% 0.39% 0.39% 0.4% 0.39% 0.44% 0.39% 0.43% 0.4% 9.5% 9.8% -0.3%

Harnesses/Electronics 0.00% 0.00% 0.00% 0.00% 0.00% 0.00% 0.00% 0.00% 0.0% -5.0%

Metal form/press 0.64% 0.61% 0.61% 0.71% 0.6% 0.69% 0.72% 0.65% 0.69% 0.7% 5.9% -2.8% 6.5%

Other 0.13% 0.20% 0.24% 0.22% 0.2% 0.24% 0.18% 0.23% 0.25% 0.2% 12.9% 14.2% 14.3%

Plastic Moulding 0.00% 0.00% 0.00% 0.00% 0.0% 0.00% 0.00% 0.01% 0.01% 0.0% -37.2% 896.2% 374.9%

Tyre & Rubber 0.00% 0.00% 0.00% 0.00% 0.0% 0.00% 0.00% 0.00% 0.00% 0.0% 120.5% 150.3% 158.1%

Exhaust Systems 0.94% 0.86% 1.08% 0.79% 0.9% 0.85% 0.73% 1.12% 1.06% 0.9% -4.7% 34.8% 2.3%

Safety Systems 0.03% 0.01% 0.00% 0.00% 0.0% 0.00% 0.00% 0.00% 0.00%

Local Materials (% of total materials) 2013 Q3 2013 Q4 2014 Q1 2014 Q2 2013 Q3 - 14 Q2 2014 Q3 2014 Q4 2015 Q1 2015 Q2 2014 Q3 - 15 Q2 Q% (1) QQ% (2) YY% (3)

Automotive Trim 14.4% 12.5% 11.4% 10.8% 12.0% 10.2% 12.2% 16.3% 15.0% 13.7% -7.8% 38.7% 13.8%

Components 16.1% 16.4% 13.1% 13.7% 14.7% 12.8% 13.6% 12.3% 14.6% 13.2% 18.8% 6.5% -9.8%

Drive train 13.7% 9.9% 8.2% 14.1% 10.9% 14.7% 7.3% 14.7% 10.6% 12.7% -27.6% -24.6% 16.8%

Foundry/Forge 46.4% 46.4% 48.7% 46.4% 47.1% 49.3% 48.4% 44.0% 39.0% 44.5% -11.5% -16.1% -5.4%

Harnesses/Electronics 3.3% 9.3% 8.5% 8.0% 8.1% 7.8% 7.1% 6.0% 6.0% 6.7% -0.8% -25.5% -17.6%

Metal form/press 67.8% 64.0% 50.4% 49.4% 54.6% 51.2% 52.5% 56.1% 56.9% 54.2% 1.4% 15.2% -0.7%

Other 0.1% 9.8% 20.0% 20.0% 14.0% 20.3% 21.5% 20.1% 21.8% 20.9% 8.6% 9.2% 49.1%

Plastic Moulding 3.3% 17.6% 15.0% 17.5% 15.2% 16.2% 15.6% 16.5% 18.9% 16.9% 14.5% 7.9% 11.0%

Tyre & Rubber 13.3% 17.4% 12.2% 13.3% 13.8% 13.2% 11.4% 11.6% 11.4% 12.0% -2.3% -14.6% -13.3%

Exhaust Systems 67.6% 63.2% 57.7% 53.4% 64.2% 64.2% 61.9% 50.0% 58.3% 59.2% 16.5% 9.1% -7.8%

Safety Systems 13.2% 8.2% 3.8% 5.4% 7.1% 5.8% 5.1% 5.8% 6.6% 5.9% 14.0% 22.8% -17.2%

(1) Q% - Latest actual quarter value versus previous actual quarter value % change (2015-Q2 Vs. 2015-Q1 % change)

(2) QQ% - Latest actual quarter value corresponding actual quarter value in previous year % change (2015-Q2 Vs. 2014-Q2 % change)

(3) YY% - Annualised average for previous four quarters versus previous annualised average % change (2014 Q3 - 15 Q2 Vs. 2013 Q3 - 14 Q2 period % change)

Quarter Data - The data for the quarters 2013 Q3 to 2015 Q2 is the actual data for each quarter

2013 Q3 - 14 Q2 - Annualised average of previous four quarters actual values (i.e. for the 2013 Q3 - 2014 Q2 period)

2014 Q3 - 15 Q2 - Annualised average of previous four quarters actual values (i.e. for the 2014 Q3 - 2015 Q2 period)

Note - Blanks indicate that there is no data for measure. A figure of 0.00% indicates that there is data but the values are very small

Annexure A – AAS Reference Data
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ANNEXURE B – AAS SUPPLIER SAMPLE REPORT  

 

 

 

Firm X

Sales Total (Rand) R 99,555,586 Quarter Total sales MVA generated SVA generated PI generated PI as % sales

Total parts                           192 2014 Q3 R 13,754,297 R 7,017,923 R 989,869 R 880,857 6.40%

2014 Q4 R 20,756,711 R 13,399,779 R 1,007,317 R 1,584,781 7.64%

MVA PI Total (Rand) R 6,498,291 MVA PI % 6.53% 2015 Q1 R 35,254,940 R 21,095,684 R 1,417,241 R 2,476,422 7.02%

SVA PI Total (Rand) R 503,442 SVA PI % 0.51% 2015 Q2 R 29,789,638 R 17,561,990 R 1,162,316 R 2,059,674 6.91%

MVA & SVA PI Total (Rand) R 7,001,733 MVA & SVA PI % 7.03% Total R 99,555,586 R 59,075,375 R 4,576,743 R 7,001,733 7.03%

MVA & SVA PI % Percentile Spread by Part Number
Firm Part Number Average 7.44%

Min 0.96%

5th Percentile 4.65%

10th Percentile 5.35%

15th Percentile 5.97%

20th Percentile 6.28%

Lower Quartile 6.53%

30th Percentile 6.68%

35th Percentile 6.94%

40th Percentile 7.06%

45th Percentile 7.23%

Median 7.35%

55th Percentile 7.51%

60th Percentile 7.89%

65th Percentile 8.13%

70th Percentile 8.34%

Upper Quartile 8.55%

80th Percentile 8.66%

85th Percentile 8.95%

90th Percentile 9.40%

95th Percentile 10.28%

Max 11.00%

MVA & SVA PI % Range by Part Number
Bin %

0-1% 3.11%

1-2% 0.00%

2-3% 0.00%

3-4% 2.48%

4-5% 3.73%

5-6% 9.94%

6-7% 19.88%

7-8% 19.25%

8-9% 29.81%

9-10% 4.35%

10-11% 7.45%

11-12% 0.00%

100.00%

MVA & SVA PI % by Sub-Sector
Sub-Sector %

Automotive Trim 6.02%

Catalytic Converters 4.28%

Components 4.94%

Drive train 4.68%

Foundry/Forge 7.30%

Harnesses/Electronics 6.63%

Metal form/press 6.91%

Other 5.72%

Plastic Moulding 6.77%

Tyre & Rubber 5.93%

Industry Average 5.66%

Parts with quantity = 0 112                          

Parts with quantity = 1 276                          

Parts with quantity > 1 380                          

APDP Admin System Supplier Summary Report (2014 Q3 - 2015 Q2)
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Annexure B – AAS Supplier Sample Report


