
 
 

 
 

From Dealership to DesƟnaƟon: Eagle Motor City redefines the road ahead 

 

For many South Africans, buying a car has long been a transacƟonal affair: choose a model, sign the papers and hope the 
service experience down the line lives up to the sales pitch. But Eagle Ford, a name synonymous with trust in the automoƟve 
industry for decades, is breaking the mould. With its rebrand and transiƟon to Eagle Motor City, the group is introducing a 
new, more integrated model: a 360-degree automoƟve hub built for the modern motorist. 

At its core, Eagle Motor City delivers a complete, personal and enduring relaƟonship between drivers and their cars. From 
entry-level and commercial vehicles to premium models across mulƟple trusted brands, Eagle has expanded its offering to 
meet a broader spectrum of needs - all without losing its hallmark customer-first approach. 

 John Landey, CEO of Eagle Motor City, says: “It's a natural evoluƟon. We’ve always believed in growing alongside our 
customers. As their needs have shiŌed, we’ve adapted, quietly building out a model that does more, without sacrificing the 
trust and personal connecƟon that define us.” 

 While the shiŌ to digital plaƞorms, AI-enabled communicaƟon and full-service convenience is part of Eagle’s evoluƟon, 
Landey is clear that this is not about abandoning the tradiƟonal dealership model, but about enhancing it: “We sƟll believe 
in the power of human connecƟon. Our goal is to be small enough to stay personal, but big enough to offer everything a 
motorist needs under one roof.” 

Full-Service, Full-Circle 

So, what does this mean in real terms? At Eagle Motor City, customers can now: 

1. Buy vehicles from mulƟple price points and segments - from Suzuki’s value-driven models to premium Ford, Mazda and 
Mahindra opƟons 

2. Finance and insure their vehicles with soluƟons that understand personal needs and life stages 
3. Maintain and repair through fully integrated services including diagnosƟcs, tyre and wheel alignment, dent fixes, glass 

repairs, and more 
4. Engage long-term through service plans, lifestyle upgrades, AI-enhanced customer care, and even weekly car washes. 

Eagle Motor City has found its enduring differenƟaƟon: a relaƟonship that lasts beyond the sale. A low staff turnover rate 
means customers are likely to deal with the same person through every stage of vehicle ownership and develop an 
unmatched level of trust and conƟnuity. 



 
 

 
 

 MeeƟng the Market  

The South African motoring market is complex. Interest rates are high, fuel prices fluctuate, and EV adopƟon remains modest. 
Yet personal mobility remains a deeply valued aspiraƟon, parƟcularly in areas where public transport is limited. 

 While Eagle is not racing into the EV market prematurely - “we’ll adapt when our customers do,” Landey notes - the addiƟon 
of Suzuki to their line-up adds new access points for buyers looking for affordability without compromise. 

 For first-Ɵme car buyers especially, the experience is deeply emoƟonal: “Your first car changes your life. Helping someone 
unlock that freedom, that’s what excites us about the future.” 

 In an era where many dealerships are scrambling to digiƟse or chasing aŌer trends, Eagle Motor City is beƫng on something 
far more Ɵmeless: trust, service and a focus on the customer. As Landey puts it: “We’re not in the car business. We’re in the 
people business.” 
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