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How did you get to become the DP 
at Land Rover Windhoek?
I was the dealer principal at JLR Cape Town 

for a time, but moved to Namibia four years 

ago to take up the challenge. It also gave my 

family and me the opportunity to explore this 

beautiful country, in a Land Rover of course!

How’s business been lately?
It is always a challenge to sell premium 

brands in a tough economy. Luckily, we have 

got great products that sell themselves. We 

are doing exceptionally well at the moment.

You recently won Most Improved 
Dealer of the Year at JLR’s 
Dealership Awards. What does this 
mean to you?
Winning an esteemed award like this has 

confirmed to us that we are doing things the 

right way. It was a team effort. Each and every 

staff member played their part and did it well. 

We are proud of this achievement, and it will 

give our customers more confidence in their 

local dealership.

What are you doing right?
When leaders hide in dark back offices, the 

dealership is doomed. The dealer principal 

must be available to staff and customers 

at all times. Customer interaction must 

be a part of your job function, both in the 

dealership and out there. You must align 

with the brand in everything you do. Even 

if you are sitting around a braai, you are Mr 

Jaguar Land Rover Windhoek.

What makes your dealership so 
unique?
Why do some customers buy their meat at 

a specific butchery, even if that butchery is 
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in another town and charge more for its 

meat? It’s about the experience they get 

at a particular shop. All butcheries sell 

meat, but there are a few quality factors 

that make each butchery special. In our 

industry, we all do the same thing and 

offer the same products and services. It 

is the ‘wow-factor’ that keeps customers 

coming back. It’s about how you make the 

customer feel when you are dealing with 

him or her.

What’s special about the Land 
Rover brand?
It’s a brand that has proven itself over 

time. There were bad times and there 

were good times. Land Rover is not just 

another vehicle; it’s a lifestyle and takes 

you places where other brands cannot 

go. That gives you a good feeling. That 

feeling is unique to our brand.

What’s the feedback been like 
from customers?
When I arrived here four years ago, my 

main objective was to get the customers 

on my side and to prove to them that this 

dealership is one to be proud of. It took 

a lot of time and effort, from all the staff, 

to get to a point where our customers 

are our comrades. We do slip up now and 

then when we do, we apologise, take it 

on the chin, fix it, then plug the hole and 

put in place a process with checks and 

balances to ensure that similar situations 

are never repeated. 

What makes Windhoek such an 
ideal location?
Our dealership in Windhoek is central 

to Namibia. However, distances are vast 

in Namibia. We have a service outlet in 

Walvis Bay to assist our customers living 

at the coast. We have identified areas in 

Namibia where we can assist customers 

living in remote areas. We believe that 

this will bring our services closer to our 

existing and potentially new customers 

in future. 

Do you let your hair down once 
in a while? 
We always look for ways to have fun 

while we are working. Our annual budget 

meetings and strategy sessions are 

at the coast and, of course, we always 

remember to bring along our fishing rods. 

At such opportunities, the criteria are 

that our meetings are productive and to 

the point. Anything more than that means 

we are wasting valuable fishing time. 

You have completed the upgrade 
of your premises?
We have just finished the upgrades of our 

facilities to the latest Jaguar Land Rover 

international standards and it is looking 

fantastic. When you bring in something 

new and exciting, staff and customers 

appreciate it and everything improves. 

Performance often goes up a notch. Staff 

feel more confident, and customers feel 

more proud of their dealership. 

Any future plans in the pipeline 
for JLR Windhoek?
There are challenging times ahead, but 

we are getting more innovative products 

that will add value to our existing range. 

Since receiving the award for Most 

Improved Dealer of the Year we are 

hungry for more ‘silverware’.
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We stopped over at JLR Windhoek during our 
2014 Cape to Dar es Salaam expedition.

JLR Windhoek dealer principal, Albert 
Pretorius with E4K founder, John Lucas.


