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With the recent appointment to the 
AADA board of Paul Warren, 
Anthony Altomote and Terry 

Keating  from New South Wales as well as Lou 
DiVirgilio from Western Australia, the new 
AADA is now well established in all states and 
territories.

The most recent meeting of directors 
expressed a continuing wish to work with the 
state associations who, apart from MTAQ, 
continue to make cooperation difficult. In the 
past, the state associations have financially 
supported the national dealer body, but no 
longer do so. These same state associations 
encouraged me to seek alternative funding, but 
when it became apparent that motor dealers 
would make this possible, they changed their 
minds about ongoing non-financial support.

Though this is unfortunate, it will not stop 
Australia’s motor dealers from successfully 
controlling their own national representation 
and forging a clear and strong path ahead.

AADA membership numbers continue to 
climb with commitments coming from many 
more Dealers and dealership groups who have 
not yet filled in the application form available 
on our website. 

FROM THE AADA CHAIRMAN

Ian Field
AADA Chairman

Share your 
thoughts with us.
Got a question, comment or 
want to tell us your theory on 
the meaning of life? Write to us 
at editor@automotivedealer.
com.au. Letters must be 
addressed to the editor and 
should be short and sweet  
(no more than 150 words).
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I encourage all Dealers who are now members 
to get their fellow Dealers to take a moment 
and apply for national membership.

There has never been a more important time 
for Dealers to have an independent national 
organisation working solely in their interests. 
Indeed,  the Association’s success depends on 
participation by  Dealers, so please visit  
aada.asn.au and help make our industry 
stronger.

AutomotiveDealerIssue03-May2014.indd   2 22/05/2014   4:42:11 PM



automotivedealer.com.au  |  MAY/JUNE 2014  |  3

The Australian Automotive Dealer 
Association is well on its way to realising 
its vision as the nation’s ultimate and 

all-encompassing representative body for 
franchised Dealers.

Since beginning our journey, the reinvigorated 
Association has collected membership from 
almost 1000 new dealership businesses and 
forged strong new relationships with related 
industry bodies.

One such relationship is with the Federal 
Chamber of Automotive Industries (FCAI). 
This strong affiliation has the potential to 
open up many exciting opportunities, as both 
parties work together on common matters and 
forge ahead with united goals.

Other fantastic AADA developments include 
our successful campaigning for the 2014 

AADA National Dealer Convention in July. 

In fact, as you’ll read on page 25, our reach 
has gone far beyond expectations. For the first 
time in history, Australia’s auto dealers will also 
be joined by franchised motorcycle dealers, 
who will hold a summit on the future of their 
industry at the Convention as well as partake 
in the various workshops and entertainment. 

Of course, spaces still remain for Dealers 
wanting to attend the landmark Convention. 
With high-profile guests such as former Prime 
Minister John Howard, International Sales 
Trainer Paul Cummings and Fiat-Chrysler 
Group President and CEO Veronica Johns – 
you will regret missing this event.

This month, Automotive Dealer builds on 
the momentum delivered by the first official 
edition in March. Reaction to the magazine 

HAVE YOU JOINED THE REVOLUTION?

Patrick Tessier
AADA CEO

The AADA is honoured to be taking 
up residency in the Sir Jack Brabham 
building in Brisbane. 

Brabham, who passed away peacefully 
only a short while ago on May 19, has been 
mourned the world over. An automotive 
racing legend, he was the only Formula One 
driver in history to win a world title in a car 
of his own construction.

Aside from this remarkable achievement, 
Brabham won the Formula One world 
championship an incredible three times; he 
was named Australian of the Year in 1966 
and was awarded the Order of the British 
Empire in 1967. Just over ten years later, he 

AADA TAKES UP RESIDENCY IN SIR JACK BRABHAM BUILDING

has been nothing short of inspiring and I’d 
like to thank all who’ve expressed enthusiasm 
towards contributing both editorial and 
advertorial content.

Indeed, this current issue stands as testament 
to the AADA’s ambition. From hard-hitting 
policy articles covering the Franchising Code, 
Productivity Commission and Federal budget, 
to interviews with industry pioneers such as 
Michael Tynan – our goal is to offer you an 
unprecedented insight into all aspects of  
your industry.

But we’re not hanging up our boots yet – not 
even close. There’s still plenty to do and many 
more exciting developments in the pipeline. 
If you haven’t got your membership yet, go to 
aada.asn.au and help us represent you even 
further. 

was knighted for his services to motorsport 
and in 2012 was named a National Treasure.

Despite such an incredible life and 
monumental achievements, he will be 
remembered by those closest to him as 
a dedicated father with a keen sense of 
humour. 

In 2012, the state-of-the-art ‘Sir Jack 
Brabham Automotive Centre of Excellence’ 
was officially opened and named in honour 
of Brabham’s trail blazing career in motor 
racing. 

The AADA, which is now officially based 
at this prestigious address, will use the new 
location to perform all daily activities. 

FIND 
AADA ON 

LINKEDIN AND TWITTER
The AADA is about to get a whole lot more social with 
the launch of the AADA LinkedIn and Twitter pages!

Simply search our name the next time you’re on LinkedIn 
and find us on Twitter using @AADA_ASN. Be a part 
of our social channels and connect with like-minded 
Dealers, share your opinions and learn about pressing 

industry issues as they happen.
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In the last issue of Automotive Dealer, the 
AADA shed light on the debate surrounding 
access to manufacturer repair information 

for Dealers and independent repairers. 

While parties such as the Australian 
Automotive Aftermarket Association (AAAA) 
continue to argue that greater access to repair 
information is required by independent 
repairers, the Commonwealth Consumer 
Affairs Advisory Council (CCAAC) has found 
that there is ‘limited and conflicting evidence’ 
to support this. 

The AAAA which represents parts 
manufacturers, including accessories, tools 

and equipment in Australia, has done 
much lobbying using their ‘right to repair’ 
campaign, which AADA believes should more 
appropriately be called, ‘right to manufacture’- 
but more on that later.

The sharing of information debate has also 
uncovered the significant conflict that industry 
bodies like the Victorian Automobile Chamber 
of Commerce (VACC) experience as they try 
to represent both sides of the argument. As the 
debate continues to unfold, this is becoming 
clearer, with more examples emerging of 
inconsistent information and actions on the 
VACC’s behalf.

POLICY VIEWPOINT       Australian Automotive Dealer Association 

THE RIGHT TO REPRESENT
As the ‘Sharing of Information’ debate unfolds, questions continue to be asked 
about who is truly representing the interests of Australia’s new car Dealers.

L U B R I C A N T S . 

T E C H N O L O G Y . 

P E O P L E .

Fuchs, the world’s largest independent lubricant supplier with global 
headquarters in Germany, has developed and manufactured technologically 
advanced lubricants in Australia for over 75 years.  FUCHS has a huge range 
of automotive lubricants to cover any application.  Along with the best 
support team to cover you and  your dealership.

Take your dealership to the  next 
level of technology with Fuchs lubricants 
and  engine oils

Ph 1800 1800 13 fuchs.com.au

AutomotiveDealerIssue03-May2014.indd   4 22/05/2014   4:42:13 PM



automotivedealer.com.au  |  MAY/JUNE 2014  |  5

For example, in the government report Sharing 
of Repair Information in the Automotive 
Industry published in November 2012, VACC 
states in their written submission that for 
vehicles sold between 2008 and 2010:

   ‘The level of information available from 
manufacturers (the Automotive Service 
Information Matrix) has highlighted 
the limited availability of vehicle repair 
information for Australian independent 
repairers.’

They go on to state that: 

‘Information is not available for 17 per cent of 
the passenger vehicles sold, 44 per cent of the 
SUV vehicles sold, and 13 per cent of the light 
commercial vehicle segment.’

Despite these quoted statistics, 
in a recent VACC publication 
for Tech-Online – a repair 
information resource offered 
to members and non-members 
alike, it’s clearly stated that 
98% of service and repair 
requests are able to be resolved 
on first enquiry.
Even with this substantial jump in information 
availability, the VACC, along with the 
Australian Motor Industry Federation 
(AMIF), Australian Automobile Association 
(AAA) and the AAAA all rejected a Draft 
Code initiated by the Federal Chamber of 
Automotive Industries (FCAI) designed to put 
this matter to rest in a meeting in March.

Since then, in a subsequent meeting in April, 
the parties have agreed to consider a draft 
agreement, ensuring that access to repair 
information does not become a problem in 
the future. The document, to be signed by all 
parties including the AADA, will state that 
OEMs will make repair information available 
at a reasonable cost through internet-based 
delivery protocols. 

AADA believes this will be a statement of what 
already exists and will therefore not resolve the 
real, hidden issues at hand.

Increasingly, the problem does not seem to 
be a lack of repair information, but too much 
information, caused by the complexity of the 
modern motor vehicle fleet. While VACC 
provides technical support services to any 
workshop in Australia covering 98% of 
matters, the AAA’s focus has now shifted to 
‘telemetrics’ and ownership of the sensitive 
data that’s captured by on-board computers 
fitted to many modern cars.

The AAA, as per a statement on their website, 
supports and coordinates the activities 
of [their] constituent motoring clubs and 
represents the interests of all Australian 
motorists at a national and international level. 
High profile members include NRMA, RACV, 
RACQ, RAASA, RACWA, RACT and AANT.

This new issue surrounding ownership of data 
has nothing to do with repair information; 
instead it’s about retrieving vehicle operational 
information required for warranty and 
ongoing development purposes. It is of no 
value to independent operators. In fact, many 
independents do not have the training nor 
equipment to access and manage this data or 
any valid reason for doing so. 

Ultimately, the AADA and FCAI are 
attempting to draft a Code that is meant to 
satisfy both the AAAA and AAA, both of 
which have vastly different views on this topic.

The VACC’s previous resistance to the 
proposed Code seems less to do with access 
to repair information, of which 98 per cent 
is available, and more about obligation to 
aftermarket members, who are seeking 
greater access to the 2 per cent of information 
embedded within new-car computers and 
electronics systems. This information is not 
needed to repair and maintain a vehicle, but is 
essential to the manufacturing of non-genuine 
parts.

So where does that leave Australia’s new car 
Dealers?

Quite simply, it’s impossible for an Association 
which represents various segments of the 
Victorian motoring industry to wholeheartedly 
represent AADA members effectively. 

As such, the newly formed AADA will 
continue to fight solely in the interests of 
automotive Dealers, to remove misinformation 
and ensure a fair outcome for its Dealer 
members.

Moving forward, the AADA will continue 
to participate in meetings with the 
Commonwealth Ombudsman and industry 
bodies concerning the FCAI Draft Code of 
Practice. The AADA along with, AMIF, VACC, 
AAA and AAAA are working towards an 
agreed ‘Code of Practice’ to be finalised by no 
later than 30 August 2014.

For updates on the progress of this matter, look 
out for our next issue and also, follow us on 
Twitter @AADA_ASN.

Glass’s AutoEdge Mobile Available on iPad & Tablet - autoedgemobile.com.au

Call Glass’s NOW and receive 
a one month FREE trial

The new AutoEdge Mobile gives you instant mobile access to vehicle values 
and specifications. 

• New & used passenger & commercial values & specifications dating 
back to 1960.

• Automatic calculation adjustment for kilometres and options. 

• 12 months pricing history.

• Ability to email the valuation as a PDF or CSV file for easy integration 
into your own system.

• New vehicle models updated daily.

For further information call Glass’s on (03) 9663 3009

Visit our website: www.glassguide.com.au

AutomotiveDealerIssue03-May2014.indd   5 22/05/2014   4:42:13 PM



6  |  MAY/JUNE  |  automotivedealer.com.au

and fines is likely to mean distributors treat 
a breach more seriously. The infringement 
notice regime will allow the ACCC to fine a 
distributor for breach in circumstances where 
the nature of the breach does not warrant 
them seeking an order for a civil pecuniary 
penalty. Accordingly, Dealers will be in a better 
position to require distributors to comply with 
the Code. 

Prohibition on Significant 
Capital Expenditure

If the amount of any significant capital 
expenditure to be incurred during the term 
is not disclosed in the disclosure document, 
then it is likely that distributors will have to 
obtain the consent of the majority of Dealers 
to incur that expenditure or alternatively 
justify, through a business case statement, why 
any significant capital expenditure is required 
during the term of a Dealer Agreement. 
A distributor will have to act in good faith 
when doing so.  If a business case statement 
is received, it is open to Dealers to dispute 
the reasonableness of the business case 
statement. If there is no reasonable business 
case then it would be a breach of the Code to 
try and compel Dealers to make the capital 
investment. Given the lack of tenure of most 
Dealer agreements it may be difficult for 
distributors to advance a business case that 
does not have regard for the interests of both 
the Dealer and the distributor.

Online Sales

A distributor’s disclosure document will soon 
have to disclose how online sales are to be 
managed in the Dealer network, including 
how to manage the use of websites such as 
carsales.com.au and Gumtree. The control and 
management of online sales is an increasing 
area of dispute in all franchises and the 
additional disclosure requirements will require 
greater disclosure and may encourage the 
development of workable policies that apply to 
Dealer networks.

Good Faith

The Code will include an express obligation 
to act in good faith on parties to a franchise 
agreement. The extent and nature of that 
obligation is yet to be confirmed. This 
obligation may apply to negotiations before 
an agreement is signed, during the term of the 
Dealer agreement and forms part of renewal 
negotiations as well as to any dispute. The 
conduct of a distributor when negotiating, for 
example, dealership upgrades or marketing 
initiatives at the time of entering into a Dealer 
agreement or renewing a Dealer agreement 
will likely be of more legal significance under 
the new Code as there will be an obligation on 
distributors to act in good faith. 

Restraint of Trade

One proposed change, which may still be 
subject to amendment, is that a restraint 
of trade in a franchise agreement may be 
unenforceable if a franchisor does not 
compensate the franchisee for non-renewal. 
This affects the enforcement of a restraint 
rather than compelling compensation to be 
paid for non-renewal. At the moment this 
provision is limited to renewals; that is where 
a contractual right to renew exists and the 
franchisor refuses to renew the franchisee 
on substantially the same terms as the 
existing franchise agreement. There are other 
conditions that must be present as well for 
that provision to apply. The obligation to act 
in good faith still applies to renewals. The 
significance for Dealers of these changes is 
that the Code is slowly evolving and whilst 
compensation for non-renewal of a dealership 
is not yet mandated, there appears to be 
less room for a franchisor to justify why it 
would not renew a profitable and compliant 
franchisee. 

The Code contemplates the agreement 
should contain a right for the franchisee to 
claim compensation for non-renewal if the 
agreement does not contain that right or 

POLICY VIEWPOINT       Australian Automotive Dealer Association 

The proposed changes to the 
Franchising Code of Conduct 
(Code) will have an impact on 
motor vehicle dealers and their 
legal and commercial dealings 
with distributors. This article 
considers those impacts from 
the Dealers’ perspective.

On 3 April 2014, the Federal Government 
released an exposure draft of the 
new Competition and Consumer 

Amendment Bill 2014 (Bill) and Competition 
and Consumer (Industry Codes-Franchising) 
Regulation 2014 (Regulation) as well as a 
timetable for implementation of significant 
amendments to the Franchising Code of 
Conduct. Whilst it is expected that the 
exposure drafts will undergo some minor 
technical amendments, a number of 
key themes are likely to remain after the 
consultation period closes on 30 April 2014, 
and after the Government moves to enact the 
Bill and the Regulation. 

The new Code is currently scheduled to 
commence on 1 January 2015 and will 
apply to Dealer agreements entered into or 
renewed after this date. However, the date 
and transition process may be subject to 
amendment. 

Civil Penalties

For the first time, distributors will be subject to 
civil pecuniary penalties and for fines (issued 
under an infringement notice) for breaches of 
certain provisions of the Code. It is intended 
that contravention of a provision of an 
industry code where there is a civil pecuniary 
penalty will result in a civil pecuniary penalty 
of up to a maximum of $51,000 and whilst 
this amount alone may not deter those 
distributors who do not comply with the Code, 
the brand damage associated with penalties 

PROPOSED CHANGES TO THE FRANCHISING CODE 
OF CONDUCT – HOW DOES IT AFFECT YOU?
Evan Stents
Lead Partner, Automotive Industry Group - HWL Ebsworth Lawyers
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compensation received is not genuine then 
the restraint may not be enforceable. Whilst 
the proposed provision does not go far 
enough to protect Dealers, the greater focus 
on end of term arrangements and reference 
to compensation payments is likely to mean 
that it is more likely that exit negotiations will 
include requests for compensation. 

Jurisdiction

The exposure draft encourages the parties to 
include an appropriate jurisdiction for any 
action or proceeding with the franchisor to be 
the State or Territory in which the franchised 
business is located. Unfortunately, it does not 
expressly convey that jurisdiction, but it will 
render any clause seeking to require an action 
or proceedings to be held in another State or 
Territory to be unenforceable. It only relates to 
actions or proceedings and not mediation (or 
other forms of alternate dispute resolution).

Minimum Terms in Dealer 
Agreements

Dealers should not forget that one of the key 
recommendations to Government was to 
separately examine the impact that minimum 
terms and standard contractual terms would 
have for Dealer agreements and that this 
should be carried out prior to the next review 
of the Code which is likely to be in 2018/2019. 
Depending on the priorities of Government 
(including elections), continued lobbying of 
Government is necessary to make sure that 
this analysis and consultation takes place.

Enhanced Audit Powers

In addition to the ability to seek penalties and 
fines, the ACCC will have enhanced powers 
to require distributors to provide information 
under section 51ADD notices to demonstrate 
their compliance with the Code (rather 
than simply requesting documents they are 
required to create under the Code). 

PROPOSED CHANGES TO THE FRANCHISING CODE 
OF CONDUCT – HOW DOES IT AFFECT YOU?
Evan Stents
Lead Partner, Automotive Industry Group - HWL Ebsworth Lawyers

Now available in Australia
Find out more at this year’s AADA

 Phone  leads  close  at  a  higher
rate than any other form of lead!
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> Gift with Purchase 

Your Dealership, Your  
Customer, Your CARd.

   Melbourne +61 3 8620 7820  |  Sydney +61 2 8572 8888 ichoosecard-promo.com.au

‘How [savings] are passed on will depend 
very much on what the market is doing and 
what our competitors are doing at the time’ 
said Mazda Australia Senior Public Relations 
Manager Steve Maciver. 

Like other manufacturers, he suggests that ‘a 
specification adjustment, rather than a change 
in price’ may be how consumers receive added 
value as a result of this recent agreement.

Elimination of the 5 per cent tariff on 
Japanese motor vehicles will be immediate 
(after the agreement is concluded) for 75 per 
cent of vehicles and over three years for the 
remainder. The 5 per cent tariff on automotive 
components will be eliminated over five years.

AADA CEO Patrick Tessier, made comment 
on the recent FTA agreement in April in the 
Financial Review, citing the Government’s 
relaxing of tariff laws will mean greater 
opportunities for consumers. However, he 
also warned that any advantages gained 
would quickly disappear if large-scale used car 
import laws are lifted, an issue which AADA 
continues to rally against (read more on  
page 32).

Overall though, the Australia-Japan FTA 
agreement is a positive step forward not only 
for new car consumers, but the entire country. 

In fact, industry economists have suggested 
that Australia’s long-term exports to Japan 
could increase by as much as 54 per cent, 
representing billions of dollars to the 
Australian economy and job security in  
many vital industries.

POLICY VIEWPOINT       Australian Automotive Dealer Association 

April 7, 2014 is a historic day in 
Australian-Japanese relations, as it 
marks the day that the Japan-Australia 

Economic Partnership Agreement (JAPEA) 
was officially reached.

Years in the making, the Free Trade Agreement 
(FTA) will be validated by both countries and 
should deliver significant benefits to Australian 
farmers, resource exporters, service providers 
and consumers.

This latest Agreement joins a growing list 
of deals Oz has already set in place with 
other global economies, including New 
Zealand, Singapore, Thailand, USA, Chile, 
the Association of South-East Asian Nations 
(ASEAN) and Malaysia.

With the removal and reduction of tariff 
barriers, Australian consumers are expected to 
save substantially on items like cars, electronics 
and other household goods.

The savings on new cars from Japan, which 
make up one-third of all Australian new car 
purchases, could equal as much as $1500 per 
vehicle, although manufacturers are warning 
that they may choose to ‘value-add’ instead of 
slashing prices.

AUSTRALIA-JAPAN FREE TRADE AGREEMENT  
WILL ADD MORE HEAT TO THE MARKET
After years of negotiation, a Free Trade Agreement has at last been reached between Australia and 
Japan, meaning an even more competitive new car market.
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LUXURY CAR TAX UPDATE
The Australian Taxation Office (ATO) is working closely with dealership accounting 
groups to manage a number of complex administrative issues surrounding LCT and GST.

The implications from the Full Federal 
Court decision in AP Group Ltd v 
Commissioner of Taxation (2013) 

FCAFC 105 (AP Group) has been a major 
focus of the ATO as well as manufacturers, 
Dealers, and dealership accounting advisors 
such as BDO and others.

These groups have been dedicating a lot 
of resources to develop a framework that 
will help clarify the taxation, GST and LCT 
treatment of manufacturer incentives. 

AADA acknowledges and appreciates the 
manner in which the ATO is working closely 
with dealership accounting groups to manage 

the administrative complexity surrounding 
incentive payments by manufacturers.

Some of the practical difficulties surrounding 
the nature and timing of payments include:

• Identification and classification of which 
manufacturer incentives are considered 
to be part of the ‘price’ for GST purposes. 
And which are required to be added to 
the consideration paid by the customer 
in order to calculate the GST and LCT 
amounts. It is expected to apply to run-
out bonuses, demonstrator bonuses, and 
fleet rebates. Many other manufacturer 
incentives and the manner in which they 
are paid need to be carefully considered

• Calculation of the sale price for 
customers to determine the correct GST 
and LCT in accounting systems and 
disclosure for tax invoices

• Calculation of the correct GST input tax 
credit

• Flow and timing of any payment between 
manufacturer, financier and Dealer

AADA recommends that Dealers seek advice 
from their professional advisors to determine 
the correct treatment of payments received/
outstanding under current arrangements 
and any proposed restructure of those 
arrangements by manufacturers.

Titan DMSTitan DMS
BRISBANE

P.O Box 513
Kippa-Ring QLD, 4021

Australia

Ph:+61 07 3166 9907

PERTH
1/88 Walters Drive

Herdsman WA, 6017
Australia

Ph:+61 08 6467 7714
enquiry@titandms.com.au

MORE INFORMATION AT: WWW.TITANDMS.COM.AUBEAT THE RUSH - CALL FOR A FREE DEMONSTRATION TODAY!

SYDNEY
Private Box 30,

12 Phillip Mall, Kendall St
West Pymble NSW, 2073

Australia
Ph:+61 02 9016 4139

TITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITANTITAN
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Picture this - one of your customers is 
driving along and the music he’s listening 
to (which he selected using voice 

control) is interrupted by a voice text message 
telling him he’s approaching a florist, just in 
case he wanted to buy flowers for his wife on 
their wedding anniversary. 

Your dealership sent the message. 

Pretty good CRM compared to what you 
might be doing today. Reading this, you 
may have started wondering how far into 
the future we are talking about? The short 

answer is that it’s all possible today. BMW 
has already announced that they will launch 
location marketing in Germany via their 
ConnectedDrive system.

As a technology-aware Dealer, is there 
anything you can do to advance or broaden 
the impending benefits of new technologies? 
Again, the short answer is yes, especially if 
your particular franchisors are slow to react to 
technological advancements.

Breaking down the various components of the 
opening scenario:

• Your customer’s anniversary date (or 
other relevant data) is already able to 
be extracted from your DMS or other 
customer database

• There are smartphone apps already 
available with ‘futuristic’ tech like gesture 
control, voice control, text to voice etc

• Plug-in GPS tracking devices can 
monitor vehicle location, and match it 
with the location of retail outlets etc. Plus, 
by monitoring data such as odometer 
readings, they can also trigger electronic 
service reminders, including services 
based on driving behaviour

At this point, you’re probably picturing how 
this applies to new vehicles – well, what about 
the $60,000 pre-owned car in your yard with 
technology that is far surpassed by the $12,990 
small hatch in the showroom? 

Judicious installation of available aftermarket 
technology may well make for a quicker sale 
or higher gross on cars such as these, as well as 
making it easier for you to stay in touch with 
the buyer.

There is a huge amount of 
technology available to Dealers 
designed to win customers, 
keep them and increase 
profitability. The timing of 
launching your Dealership into 
this new technology is a point 
of consideration. 

Many Dealers considering new technology 
often ask ‘Are any other Dealers doing it 
already?’ The answer which provides comfort 
to most dealers is ‘Yes’, while the answer 
which provides the greatest opportunity for 
progressive Dealers is ‘No.’

EMBRACE TECHNOLOGY AND BOOST PROFITS
Sak Ryopponen
Director, Business Development - Go Technologies 

TECHNOLOGY       Australian Automotive Dealer Association

Automatic - Soft Foam Brite - Rollover Machines
High Volume Conveyor Wash Systems
Touch-less Automatic Machines
In-Bay Self Serve High-Pressure Wash Systems
National Service & Support

YOUR FIRST CHOICE IN 
VEHICLE WASH SYSTEMS

MACNEIL

DISTRIBUTORS OF:

PH: (02) 9757 4700
www.goodsight.com.au
email: sales@goodsight.com.au
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friendly tags
customer 

CALL US NOW TO ORDER
FREE CALL: 1300 305 360
OR Email: sales@360focus.com.au

• Streamlines the interaction with your customer at the service counter.
• A more personalized interation with your customer by listing the advisors   
   name and job number or even listiing the estimated service cost.
• Provides direction & contact details, making it easier for your customer to   
   check the status of the car service
• Offer further incentive to your customer with Specials or Discounts.
• Give directions to your technicians

The following are just some of the benefits 
of utilizing a Personalized Service Key Tag
within your service department

Personalised tag include:
+ Design your own layout 
+ Add job Number
+ Add pick up time 
+ Have actions on Key tag to technicians

QTY: 2016 @$0.15c each + GST
QTY: 4032 @$0.13c each + GST
QTY: 8064 @$0.11c each+ GST

INC 1 COLOUR PRINT 
X 1 POSITION

ADDITIONAL COLOURS 
& POSITION POA.

QTY & PRICE

13
00

 3
05

 3
60

 

Please present this card when collecting your vehicle

Operating Hours: Mon – Fri 7am – 5:30pm 
             Sat 8am – 12pm

Geoff 
3246 8039

Michelle
3246 8068

John
3246 8034

www.360focus.com.au

EMBRACE TECHNOLOGY AND BOOST PROFITS
Sak Ryopponen
Director, Business Development - Go Technologies 

central to this will be growing member 
numbers. Indeed, the more members the 
Association has, the greater range of services it 
can (and will) offer.

So join your colleagues (and competitors) 
and don’t risk being left behind in this 
great movement towards better Dealer 
representation.

The AADA is well on its way to achieving 
its membership target by the end of 2014, 
with the number of members growing 

every week.

Earlier this year, a panel representing the 
AADA toured five Australian cities, where 
they explained the new Association’s vision 
and plans for change. The panel also fielded 
feedback from attendees, all of whom 
overwhelmingly expressed excitement about 
an Association run by Dealers, for Dealers.

Since the tour, momentum has not slowed, 
and Dealer interest in AADA membership 
continues to buzz, especially as they become 
more aware of industry threats such as the exit 

AUSTRALIAN DEALERS HAVE HEARD THE CALL
AADA membership continues to grow as more Dealers and dealership staff  
see the benefits of joining their new and strengthened Association.

of Australian manufacturing, Luxury Car Tax 
changes and more.

The AADA is dedicated to addressing issues 
such as these and fighting for better operating 
conditions for Dealers. 

However, the benefit of AADA membership 
stretches far beyond representation alone. 
Dealer members also enjoy access to the 
latest industry news, business opportunities, 
networking events as well as exclusive 
member-only offers on a range of AADA 
services.

The AADA has plans for an even greater range 
of membership benefits in the works; however 

Membership fees are just $265 
per franchise agreement and  
you can join either online at 
aada.asn.au or by contacting  
(03) 9576 9944.

ASSOCIATION NEWS       Australian Automotive Dealer Association
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Dealers around Australia now have 
the opportunity to add their input to 
the review of the Personal Properties 

Securities Act 2009 (PPS Act), which will soon 
be put under the microscope. 

Announced by Attorney-General, Senator 
George Brandis QC, submissions will close on 
June 6, with an interim report on the issues 
raised by Dealers and other business operators 
to be released by the end of July.

Designed to improve the ability of businesses 
and individuals in securing lending with 
personal property, the PPS Act has brought 
a number of advantages to small-medium 
business owners, particularly Australian 
Dealers.

The PPS Act, which commenced on January 
30, 2012, formed a radical national system 
for the creation, registration, priority and 
enforcement of security interests in personal 
property. The PPS Act created uniform 
legislation across the country, replacing over 
195 Acts and regulations and 70 registers. 
Typical examples of ‘personal property’ 
include cars, inventory, machinery, shares and 
livestock. 

Before the PPS Act, rules for security interest 
were different across the nation; each state 
had its own personal property scheme. This 
made for a more complicated and costly 
experience for businesses and individuals, with 
overlapping laws often causing unnecessary 
expenditure.

As part of the reform, the Personal Properties 
Securities Register (PPSR) was created – a 
single online hub where individuals and 
businesses are able to record and access their 
security interests as well as search more than 
seven million registrations. 

As part of the PPS Act statutory review, 
particular attention will be focused on the 
experiences of small businesses. This includes 
the impact that the PPS Act has on businesses 
and consumers as well as how deeply they are 
aware of and understand the PPS Act.

The Government will also look for 
opportunities to reduce regulatory and 
administrative burdens as well as make 
changes to improve the efficiency of the 
scheme.

The final report, due on 30 January 2015, will 
make recommendations on how to improve 
and simplify the PPS Act where possible.

The AADA is currently planning a submission 
on behalf of Australian dealerships, using 
Dealer feedback. If you’d like to contribute 
your voice and raise issues about your 
experience with the PPS Act, get in contact 
with AADA Policy Director, Michael Deed 
(mdeed@aada.asn.au).

POLICY VIEWPOINT       Australian Automotive Dealer Association 

PERSONAL PROPERTY SECURITIES ACT 
WILL GO UNDER THE MICROSCOPE
Lend your thoughts and contribute to the Government’s  
statutory review of the Personal Property Securities Act.
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We’re looking for  
someone who can not 
only sell sand to a surfer
but can tell you the first name (and dog’s name)   
of every one they’ve sold it to.

Dealers wanted.

Visit: gumtree.com.au/dealers
Hear how Gumtree works for Dealers
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What’s Being Investigated?

According to a Competition Review media 
release in December, much of the examination 
will focus on how new policies can be created 
to promote business growth and investment in 
Australia. 

Truly comprehensive, the Review will study 
current laws as well as the entire competition 
framework, identifying ways to ‘increase 
productivity and efficiency in markets, drive 
benefits to ease cost of living pressures and 
raise living standards for all Australians.’

The Review will also consider competition 
legislation for matters beyond Australia, 
including current barriers preventing 
businesses trying to enter or compete in 
Australian or overseas markets. 

How Will Dealers be Affected?

Australian Dealers may likely be affected by 
changes on a number of levels. 

As the Review is far-reaching, amendments 
to licensing, trading hours, planning, site 
development, ACCC procedures and other 
areas could very likely come to pass. Some of 

the areas of focus already raised by the Terms 
of Reference, and of particular importance to 
Dealers, include:

Import restrictions, bans 
and tariffs, international 
price discrimination, parallel 
importation, globalisation 
and changing markets, 
technology changes, unfair 
and unconscionable conduct 
provisions and Franchising Code.

What’s Next?

Following the collection of public submissions, 
which close on June 10, a draft report from 
the Review Panel is expected to be released 
in September. Further submissions will be 
collected in response to the draft, with a final 
report scheduled for release in early 2015.

The AADA will closely monitor this 
process and continue to take advantage of  
opportunities to provide recommendations on 
behalf of new car dealers. 

POLICY VIEWPOINT       Australian Automotive Dealer Association 

The Government is currently orchestrating 
the largest review of competition laws 
and policy since the Hilmer Review in 

1993. Of course since then, there has been 
incredible change in Australia (and the world), 
with monumental shifts in market conditions, 
business operations and consumer behaviour.

Submissions are currently being received by 
the Competition Policy Review Panel, which 
is inviting public feedback on competition 
policy laws and how they fit current business 
conditions. The AADA will submit its own 
feedback and recommendations by the due 
date, June 10, and is inviting Dealers interested 
in contributing to the submission to contact 
Policy Director, Michael Deed via  
mdeed@aada.asn.au.

Why Review Competition 
Policy?

A robust and thriving competitive 
environment is incredibly important to 
Australia not only now, but will help ensure 
the country’s continued success into the future. 

For example, in 2005 the Productivity 
Commission found that changes resulting 
from the last major Review helped increase 
Australia’s GDP by 2.5 per cent.

Competition encourages greater consumer 
choice in products and services, helps regulate 
fair pricing, drives innovation and aims to 
ensure all Australians have a fair opportunity 
to compete in the ever-changing market. 

In fact, it’s the ever-changing nature of the 
Australian market, with factors such as 
globalisation and altered consumer behaviour, 
which is perhaps the most significant catalyst 
for the Review. 

Indeed, it is a very welcome (and overdue) 
announcement from the Government.

TAKING CARE OF THE COMPETITION
The first comprehensive review of Australian Competition Policy  
in over 20 years has plenty of relevance for auto dealers.
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When’s the last time you 
thought about chemical 
compliance? Have you ever 
thought about it at all?

Though chemical compliance often ranks 
low on automotive dealer’s priority list, 
running a chemically compliant business 

is in fact incredibly important to maintaining 
your products correctly as well as the safety of 
your staff.

Despite this, there’s a good chance that your 
dealership is not using approved cleaning, pre-
delivery, yard-wash and detailing products. 
The chemicals underpinning these important 
products can make all the difference when it 
comes to avoiding risks and penalties. 

Most dealerships experience the same 
common problems with chemical compliance, 
including:

• No visible Material Safety Data Sheets 
(MSDS), let alone two, in the workplace. 
It’s actually mandatory to have two sets of 
MSDS at each area where chemicals are 

used, one at the work area (eg: wash bay, 
detail shed), the second in the relevant 
manager’s office.

• Too many unnecessary hazardous 
products

• A lack of safety equipment or 
underutilised safety gear 

• No medivac plan

Over the past 20 years, there’s been a major 
shift in new vehicle paint and finish quality as 
well as a significant development in the use 
of plastic to protect vehicles in transit. This 
innovation in particular, provides a far better 
solution compared with the old travel wax that 
was used to protect vehicles in the past.

While travel wax had to be removed using 
flammable and hazardous solvents, the use of 
plastic to protect cars has made dealership staff 
a lot safer – or has it?

Many Dealers are unaware that some chemical 
companies in Australia have not changed their 
pre-delivery product formulas, despite them 
being unnecessary today. Now, with water-
based paints and ceramic clear coat systems, it 

is not necessary to use solvent-based, silicon-
based and potentially dangerous waxes and 
compounds in dealerships. 

The use of hydrofluoric acid is in the same boat 
and should not be used. In fact, hydrofluoric 
acid is a registered dangerous good and is 
extremely unsafe if used incorrectly.

Nevertheless, it is still found in many 
dealerships, and is commonly used on pre-
owned cars and to clean wheels.

The bottom line is that chemical compliance 
is a major part of dealership operations and 
every Dealer should be aware of the products 
being used by staff.

The good news is that it’s entirely possible to 
find non-hazardous, non-dangerous chemicals 
to clean every car in your dealership, 
ensuring you offer your staff the safest work 
environment possible.

For more information about chemical 
compliance and dangerous goods, visit the 
Australian Government website, http://
australia.gov.au/topics/health-and-safety 

ARE YOU CHEMICALLY COMPLIANT?
Blair Woolcott 
Dealership Chemicals Expert, Sales Manager - Cargroomers QLD

DEALERSHIP OPERATIONS       Australian Automotive Dealer Association
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Retail motor dealerships rely 
heavily on benchmarking 
to monitor performance. In 
fact, it’s not just the Dealers 
who use this tool, but also the 
manufacturers, financiers and 
accounting firms. 

While industry benchmarks are an 
extremely useful tool, we have seen 
that the saturation and availability of 

benchmark data has ‘over-defined’ goal posts 
and as a result many fail to look past them and 
see what may be attainable. 

In short, the achievement of benchmarks has 
become a self-fulfilling prophecy.

For example, if a dealership’s sales team knows 
the gross profit benchmark is $2,000 per retail 
unit sold, and the parts manager knows the 
gross profit benchmark is 23 per cent, and 
the general manager/dealer principal knows 
a net profit return on sales of two per cent 
is acceptable, then they may believe that 
anything better is outperforming the market.

Benchmarks have largely remained unchanged 
over the years, most likely because in BDO’s 
view, their very existence has influenced 
industry behaviour. Why would a Dealer 
suggest, much less create, a vision that net 
profit to sales of six per cent is achievable 
when all staff know two per cent is an accepted 
industry benchmark?

In addition, why has the net profit to sales 
return become the ultimate measure of 
performance? It is a reasonably reliable and 
quickly identifiable measure, but perhaps it 
should be used in conjunction with Return 
on Investment (ROI) and Return on Capital 
Employed (ROCE). This is especially true 
given the significant dealership investments 
in inventory, debtors, working capital and 
facilities.

For many Dealers there is a significant 
time investment in meetings dedicated to 
comparing actual performance to industry 
benchmarks. The reality is that BDO is yet to 
identify two Dealers who have an identical 
method of accounting for all forms of revenue 
and expenditure. A Dealer has the ability to 
influence their own performance against a set 
of benchmarks simply through accounting 
treatment.

Some of the more significant examples include:

• New vehicle factory bonuses taken to 
either reduce Cost of Sales (COS) or 
increase other income

• Pre-delivery taken to either increase COS 
or increase expenses

• The timing at which the many different 
forms of holdback are taken to income

• The approach to calculating provisions; 
including doubtful debts, demonstrator 
and used obsolescence and warranty

• The use of loads/lot fees which potentially 
increase COS and inflate provisions or be 
periodically washed back through other 
income

Dealer performance comparison can become 
more distorted if you add into the mix 
commercial elements such as equity in stock, 
capital structure, commerciality of dealer 
principal remuneration, ownership structure 
and investment in facilities.

If one thing is certain, Dealers should 
know how to get the most out of business 
benchmarks, and truly understand the impact 
that benchmark setting can have on their 
business.

ARE BENCHMARKS A SELF-FULFILLING PROPHECY?
Mark Ward
Partner, Automotive - BDO

DEALERSHIP OPERATIONS       Australian Automotive Dealer Association

TURBOCHARGER
SERVICING - Automotive

G.C.G TURBOCHARGERS AUSTRALIA PTY LTD ABN 28 001 825 609    WWW.GCG.COM.AU  EMAIL: SALESGCG.COM.AU
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Want to know more about the new AutoNexus Canopy?  Call us on   
1800 650 134 or email solutions@autonexus.com.au.  

When it comes to securing and weather-proofing a ute load, AutoNexus has it 
covered. With a superior 100kg carrying capacity, solid fibreglass construction 
and a fully custom-moulded fit to complement popular utes, the AutoNexus 
Canopy is a premium solution with outstanding craftsmanship.

The new AutoNexus Canopy.  
Superior strength, custom design   

• CArryiNg CApACiTy of 100kg Certified to AS 1235:2000

• StreNgth of A SiNgle Shell mould mAde from 5mm ThiCk 
fibreglASS

• duAl lAtCh robuSt poSiTive loCkiNg SySTem WhiCh CAN be 
opeNed from iNSide The CANopy

• flexible wiNdow opTioNS to Suit CuStomerS NeedS

• CuStom deSigNed uSiNg lASer SCANNiNg teChNology to 
CreAte A perfeCT fiT for populAr uTe modelS

• Smooth, uv reSiSTANT high gloSS fiNiSh

ARE BENCHMARKS A SELF-FULFILLING PROPHECY?
Mark Ward
Partner, Automotive - BDO
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CHANGES TO THE MOTOR VEHICLES 
STANDARDS ACT MAY ALTER THE 
FACE OF AUSTRALIAN CARS

As the Australian 
automotive landscape 

continues to evolve, the 
first review of the Motor 

Vehicles Standards Act in 
14 years is likely to bring 

significant changes

POLICY VIEWPOINT       Australian Automotive Dealer Association 

The review will focus on a number of 
areas surrounding new and imported 
cars in Australia. Much of the catalyst for 

the review has stemmed from the changing 
landscape of the country’s automotive 
industry, including the removal of Australian 
manufacturing, growing free trade agreements 
and the need to align with global benchmarks.

According to the Department of Infrastructure 
and Regional Development website, The 
Motor Vehicle Standards Act 1989 and Motor 
Vehicle Standards Regulations 1989 (The 
Regulations) make it an offence to import, sell 
or present new or used imported vehicles to 

the Australian market for the first time unless 
they meet the National Standards. 

As part of these, are the Australian Design 
Rules (ADRs), which represent the statutory 
guidelines governing vehicle safety, emissions 
and security standards in Australia.

The Government has identified that efficient 
and up-to-date processes are important for 
motor vehicle manufacturers as well as for 
ensuring the quality and safety of vehicles for 
Australian drivers.

The 2014 review will carry on a number of 
initiatives started last year by the (former) 

On January 16, 2014 the 
Assistant Minister for 
Infrastructure and Regional 
Development, the Hon. 
Jamie Briggs MP approved 
the Terms of Reference for 
a comprehensive review of 
the Motor Vehicle Standards 
Act 1989 (The Act), which is 
currently underway.

AutomotiveDealerIssue03-May2014.indd   18 22/05/2014   4:42:24 PM



Department of Infrastructure and Transport, 
which managed public consultation on The 
Act and The Regulations to measure its 
effectiveness. As part of its drive to gather 
public opinion, submissions were invited 
from individuals and organisations to provide 
feedback on The Act’s structure and relevance.

In a media release explaining the 
Government’s intentions with the review, the 
Hon. Jamie Briggs MP said that:

‘There have been significant 
changes in vehicle technology 
and the motor vehicle 
manufacturing industry. 
We are working to deliver 
a regulatory system that 
is in touch with industry 
best practice… [and] will 
identify options to reduce the 

regulatory burden on business 
and improve the safety, 
environmental and anti-theft 
provisions of the legislation.’
Some of the specific matters that will be taken 
into consideration include the current and 
future likely structure of the motor vehicle 
industry, the needs and requirements of 
consumers and road users and the impacts 
of the aftermarket on the integrity of the 
Australian Design Rules (ADRs). Australia’s 
international obligations in implementing 
standards relating to vehicle safety, emissions 
and more will also be examined.

The Department is currently developing an 
options paper surrounding The Act review for 
release in the middle of the year.

RealVal is Manheim’s online valuation 
and wholesale stock management 
tool which allows you to manage your 
auction sales process.

Identification:
Confidently identify the vehicle using 
the VIN lookup feature.

Valuations:
Accurate auction valuations derived 
from real sales data and the condition 
and specification of a vehicle.

Send to Auction:
A quick and easy online send to 
auction process including integrated 
transport ordering.

For a demonstration, call your local 
Manheim Business Manager who  
will show you how RealVal can help 
your dealership.

Valuations you 
can bank on

P: 1300 REALVAL realval.com.au
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TOUGH LOVE - 
2014 BUDGET 
DIVIDES THE 
NATION

While reaction to the 
2014 Federal budget 
has been varied, for 

auto dealers, consumer 
confidence will make 

all the difference to 
future trading.

Amongst the popular ‘winners’ and ‘losers’ lists 
being distributed by the media, small-medium 
businesses, medical research and construction 
firms are popularly considered the winners. 
Meanwhile losers include the sick (with 
increases in doctor’s fees), university students, 
high income earners, indigenous people, 
pensioners, local councils and more.

So indeed, a tough budget, but is it fair? And 
how will it affect automotive dealers?

In a recent statement, AADA Policy Director 
Michael Deed said,

 ‘While this is the toughest 
Federal Budget since 1997, 
we need a clear path to fiscal 
sustainability. This latest 
Budget will help correct 
the structural problems of 
unsustainable long-term 
spending of revenue.’

Indeed, despite its shortfalls, the 2014 Budget 
will address many of the issues created by 
extensive Government spending in the past. 
With a current budget deficit of $49.9 billion, 
the Government’s focus to tighten spending 
and gradually wind back debt, for some, is a 
sensible approach.

The major struggle for auto dealers will be 
dented consumer confidence exasperated by 
‘media and politicians with populist agendas 
playing to the fear of the people’ according to 
AADA Chairman Ian Field.

Indeed, low consumer confidence caused 
by doubts about personal finances and 
that of the economy, has the potential to 
impact not only Dealers, but countless other 
Australian industries. Many economists say 
that consumer confidence levels are already 
worryingly low and with the announcement of 
cuts to welfare, pensions and higher medical 
prices being constantly berated, further 
impacts are predicted.

POLICY VIEWPOINT       Australian Automotive Dealer Association 

Unless your head has been in the sand, 
it’s been almost impossible to miss the 
exponential lead up and rigmarole 

surrounding the Government’s 2014 Budget. 
Officially announced on Tuesday May 13, 
discussions about the nature of the Budget 
were taking place long before its release – 
particularly from the Government itself.

Key figures including Treasurer Joe Hockey 
revealed several of the Government’s planned 
budget measures, preparing the public for 
tough, but necessary steps towards budget 
repair and economic reform. 

Whether that’s been achieved or not it is a 
topic that’s hotly contested, with divided 
opinion being fed aggressively by the media. 
Amongst the issues being debated is the 
Government’s plan to increase spending in 
national defence and infrastructure, whilst 
making significant reductions to welfare 
programs, foreign aid and support of 
Australian broadcasters ABC and SBS.
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‘If we focused more on educating people on 
what is necessary and possible, as opposed to 
preying on people’s fear, there’d be much less 
conflict’ said Mr Field.

Another Budget aspect that will likely 
drive lower consumer confidence is the 
announcement of increased petrol prices. 
Already a pain point for most Australian 
motorists, petrol prices will heighten further 
with the re-introduction of indexation on fuel. 

It’s predicted that higher fuel costs will 
continue to drive trends towards vehicle 
downsizing along with more importance 
placed on vehicle fuel consumption and 
efficiency amongst consumers.

Whilst the specific impact of the Budget on 
automotive Dealers is still difficult to define, its 
consequences for automotive manufacturing 
are more easily noted.

With $900 million forecast to be cut from the 
Automotive Transformation Scheme (ATS) 
as part of the Budget, the Federal Chamber 

of Automotive Industries (FCAI) has said 
that the Government is undermining the 
job security of tens of thousands of auto 
manufacturing and supply chain workers.

The FCAI has expressed deep concern for 
the over 40,000 workers directly employed by 
Australia’s automotive sector, along with the 
more than 100,000 of whom are employed 
indirectly.

‘The FCAI has repeatedly 
advised the Government of 
the serious consequences 
significant cuts to the ATS 
could have on the automotive 
industry in Australia, at what 
is already a difficult time for 
manufacturing and supply 
chain workers,’ FCAI Chief 
Executive Tony Weber said.

Overall, what is clear is that this year’s 
approach to the Budget has involved a high-
level of fiscal restraint. 

While Prime Minister Tony Abbott has 
described the budget as ‘pain with a purpose’, 
others are wondering what the point of such 
severe measures really is.

Ultimately, the merits of the Budget and 
acceptance by business and the community 
will be reflected at the next election.

What are your thoughts on the federal budget? 

Tell us at editor@automotivedealer.com.au

SHIFT YOUR AFTERMARKET
PROFITS UP A GEAR

TO MAKE THE MOST OF YOUR DEALERSHIP 
PROFITS CALL US, THE AFTERMARKET SPECIALISTS. 

EXCLUSIVE TO FRANCHISED CAR DEALERS.

info@advancedprotection.com.au
Call 07 3806 5704
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‘AUSTRALIA’S 
DEALERS WILL 
NOT BE STALLED’

AADA Limited, the independent peak body solely representing motor dealers 
from all states and territories has been given no choice but to launch legal 

action against the Trustee of MTAA House (House) in a bid to regain control 
of over $400,000 in assets critical to the growth of the revived Association.

territory AADA Dealer representatives, as well 
as the representatives of the state associations. 
The move to refresh the AADA using the new 
entity was supported by all parties, and the 
former AADA CEO transferred AADA cash 
assets (more than $300,000) into a new AADA 
Pty. Ltd. bank account. The former President 
of AADA was written to by the House and 
asked to transfer his control of three units 
to AADA Pty Ltd. These units are currently 
valued at $142,400 each. 

All parties, The House Trustee, MTAA, AMIF, 
MTA-NSW, VACC, MTA-Q, MTA- SA, and 
MTA-WA agreed to these decisions. 

AADA Pty. Ltd. became a member of AMIF 
as a consequence and $300,000 of fees were 
paid to AMIF nearly zeroing the AADA bank 
account.

This year, the AADA Dealer Board changed 
its name to Dealer Support Services Pty Ltd 
(DSS) and adopted a new constitution. It also 

created the ‘Australian Automotive Dealer 
Association Limited’ company. This structural 
change was made to create a not-for-profit 
company, limited by guarantee and with a 
constitution more appropriate to the affairs 
of a national association. DSS the owner 
of dealer assets became the trustee of the 
AADA Trust.  In many ways, the current 
AADA has dramatically changed. It has a 
new attitude towards Dealer representation, a 
new focus, new strategies to benefit members 
(of all sizes) and new plans for the future. 
Historically however, we remain rooted in 
the legacy started by Sir Frederick Sutton in 
1987. Of course, the Association has evolved 
many times since then, but it still represents 
Australia’s Dealers – just better than it has 
ever been able to in the past since being 
separated from the control of non-dealers. 
This independence is opposed by AMIF and 
MTAA House Pty. Ltd. which now contend 
that the units in MTAA House belong to the 
Australian Automobile Dealers Association 
– an unincorporated entity made defunct by 

POLICY VIEWPOINT       Australian Automotive Dealer Association 

The secretary of the House is also 
the CEO of the Australian Motor 
Industry Federation (AMIF), which 

represents four state organisations. AMIF 
claims to represent motor dealers through 
an unincorporated body called Australian 
Automobile Dealers Association (AADA).

AMIF, which replaced MTAA in 2011 and 
represents VACC, MTA-NSW, MTA-SA and 
MTA-WA has four employees in rented office 
space in Canberra. The AMIF board has 
demonstrated total opposition to the AADA 
Board in their handling of the $400,000 asset. 

In March 2011, the Dealer board of the former 
Australian Automobile Dealers Association 
decided that operating as an unincorporated 
entity with no legal standing through the 
defunct MTAA was not appropriate and on 
legal advice, wound up the unincorporated 
body and transferred operations and assets 
to the Australian Automobile Dealers 
Association Pty. Ltd. Since that time, a number 
of meetings have been held with all state and 
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all parties in March 2011. These are the same 
associations which helped decide that this 
former AADA entity would become defunct. 
The same associations which have agreed 
that all AADA entities belong to Australian 
Dealers and the same associations which are 
now making Dealers, who are the backbone of 
the MTAA Superannuation Fund and the state 
organisations, fight for their entitlements.

How much longer will AMIF 
and MTAA House trustees 
make Dealers wait before 
they can benefit from their 
investments? Despite continued 
efforts by the AADA to be 
inclusive towards AMIF and 
other state associations, an 
open and cooperative dialogue 
has yet to be reached. Our 
position remains dedicated 

to achieving this end, but 
in addition to this, we must 
(and will) work persistently 
to obtain the assets which 
rightfully belong to our 
Association and members.

Legal Actions 

As part of our bid to regain control over the 
withheld funds, AADA has lodged an action 
with the Supreme Court in the Australian 
Capital Territory through the Dealer Support 
Services Pty. Ltd. (DSS). Through DSS we 
are seeking a declaration that we are the true 
holder of the three units — the ‘AADA units’ 
— in the MTAA Unit Trust. It has also been 
requested of the court that MTAA House Pty. 
Ltd. issue a unit certificate to DSS in respect 
to the AADA units. DSS has also asked that 
MTAA House Pty. Ltd. offer the AADA units 
for sale to other unit holders or to be able to 
sell the units ourselves. A total of 115 units 
exist in the trust.

FOR INCREASED PROFITS CALL 1300 277 623 
OR Email : info@advancedprotection.com.au

SENSORS

ENTERTAINMENT

SAFETY NAVIGATION

advancedprotection.com.au
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What drives Frank Romano?

Helping salespeople become more effective 
in their sales efforts. My goal is to give them a 
clearer understanding of the process involved 
in making a sale that the customer enjoys.

What fascinates you about sales?

Thanks to studies in neuroscience and gaining 
a deeper understanding of the processes 
that people use when buying, I’ve learnt that 
something needs to occur within our nervous 
system to let us make that decision. If you 
don’t understand how to read what’s going 
on in the customer’s mind, then you may be 
getting in the way of the customer buying 
that car. But somebody who recognises the 
verbal cues and is trained to understand why 
the customer likes to buy is facilitating those 
naturally occurring neurological processes. 
There’s a certain science to sales that is deeply 
fascinating. 

How did you get into sales training?

I left school at 16 and was totally unqualified, 
ignorant, and illiterate. The only job I was 
qualified to do was selling...and that meant 
encyclopaedias door to door. The discovery 
for me was that selling is about connecting 
with people first and foremost. If you don’t 
understand that, you’re never going to be a 
successful salesperson. I wanted to share that 
with others.

What are the qualities that make a successful 
sales person?

Integrity and a genuine desire to put the 
customer first – also believing that you have 
something of value to add to their lives.

Are salespeople born salespeople?

Definitely not! Great salespeople are trained 
and educated, they are not born.

What does Frank Romano do to relax?

Being at the top of your game is stressful. You 
have to concentrate, you have to be alert, you 
have to be focused and you have to be able to 

manage your state of mind consistently... and 
that wears you out! So, you do need time out, 
and for me, that’s a game of golf and I also love 
to travel.

Who or what inspires you?

Innovation...and the ongoing ability to 
discover new and better ways to do things, as 
well as what the world has to offer.

What are your plans for the future?

I’m promoting new technology and continuing 
to make fine distinctions on how to achieve 
better outcomes in a business environment. 
Looking at the impact that social media and 
other evolving technologies are making really 
demonstrates that, if you’re not up to date 
you’re going to be out of business. 

What have you learned about yourself over 
the course of your career?

That I’m like everybody else – when you’re 
green you’re growing and when you’re ripe 
you’re rotten.

Is there a next big thing in sales leadership?

We have to make sure that our coaching is up 
to date and that it’s formalised. You must have 
one-on-one coaching sessions that are goal-
orientated and incorporate role playing. 

What are you looking forward to?

I’m looking forward to continuing what I do 
now. Also to change the negative perception 
a lot of people have towards sales people. 
The profession of selling is one of the most 
challenging that exist. You need to master 
human relation skills, negotiation skills, 
communication skills and rapport building 
skills. And of course, I’m definitely looking 
forward to being at this year’s AADA National 
Dealer Convention.

Frank Romano is a Certified Master 
Facilitator and creator of the Precision 
Selling Program for sales professionals 

and Quality Conversations Program for 
customer centre agents. He took time out from 
his ‘Roman’ holiday to talk about his passion 
for the professional sales industry, customer 
service and why sales people must amp up 
their skills to be at the top of their game. 

FRANK ROMANO PROFILE
When you’re green you’re growing, when you’re ripe you’re rotten.

PROFILE       Australian Automotive Dealer Association

 Charles Bayer
 Contributor
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Encouraged by the AADA’s reinvigorated 
attitude, motorcycle dealers are calling on their 
colleagues and counterparts to contribute to 
the discussions which will take place during 
two half day sessions.

Amongst the important subjects being 
addressed will be national advocacy and 
government representation, franchise 
arrangements, the changing retail landscape, 
future market trends, opportunities, threats 
and profitability. 

The inclusion of motorcycle dealers at the 
2014 Convention opens up exceptional 
opportunities for car dealers as well. 

Members from both industries will enjoy 
unprecedented networking, along with the 
chance to share in the Convention’s rich 
line-up of expert speakers, workshops and 
resources.

Motorcycle dealers from around 
Australia are taking the future of their 
industry into their own hands, with 

a groundswell of Dealers expected to join the 
AADA at the 2014 Convention.

Concerned about ongoing uncertainty around 
issues such as consumer safety, franchising 
agreements and competition laws; over 950 
motorcycle dealership owners and managers 
from across the nation will be encouraged to 
attend the July event, where a summit on the 
future of the industry will be held.

Labelled the Australian Motorcycle Dealer’s 
Summit, motorcycle delegates are being given 
the opportunity to voice their opinion on 
pressing industry issues and help shape the 
development of a strategic plan for the future 
of motorcycle trading.

MOTORCYCLE SUMMIT INSPIRED BY AADA
For the first time in history, motorcycle dealers from around Australia will join the  
AADA National Dealer Convention and host a summit on the future of their industry.

ASSOCIATION NEWS       Australian Automotive Dealer Association

An industry with over 950 businesses and 
more than 5,000 employees, Australia’s retail 
motorcycle industry deserves to be taken 
seriously. 

Inspired by the recent changes at AADA and 
a desire for better direction and continued 
success, the Australian Motorcycle Dealer’s 
Summit demonstrates that motorcycle dealers 
are taking their $4 billion industry very 
seriously indeed.

We look forward to meeting them on July 10 at 
this year’s AADA National Dealer Convention.
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‘DOES ANY 
ACTIVE PERSON 
REALLY RETIRE?’
PROMINENT RETAIL AUTO INDUSTRY 
FIGURE MICHAEL TYNAN REFLECTS 
ON HIS INCREDIBLE CAREER

our local PMA for 34 years was our absolute 
commitment.

In the 90s, the Importer–Distributor falsely 
claimed that we failed to build facilities to their 
demands and advised the non-renewal of our 
franchise agreement. We totally disputed this 
cynical claim.

Five years of legal activities followed and 
were only finalised on the day of the final 
court hearing. Mazda management offered a 
financial settlement including all legal costs. 
The final offer was accepted by the company.

Alas, 34 years of total dedication and the 
company’s commitment to building the brand 
was compromised by a proven illogical and 
poorly applied decision.

Did you enjoy being in local government?

I served 18 years as a Sutherland Shire 
Councillor and Mayor and leader of the 
Liberal Councillor. Local Government offered 
me the opportunity to serve my community 
at the grass roots level, while also providing 
the challenge of reforming the then, Local 
Government system.

It was also an education in all aspects of 
community life and as a Local Government 
representative, I had the opportunity to help 
protect the interests of residents.

Humbly, I took this responsibility most 
seriously, studied Council meeting papers with 
intensity and always tried to find a positive 
way forward.

How will you spend your time in retirement?

I would believe retirement indicates stepping 
down from active and daily decision-making 
at a company level. But not retiring from an 
active lifestyle.

A Chinese concept as well as my Board 
position at the NRMA, Calvary Hospital and 
other community projects will keep me busy.

Hence, retirement can be a very misleading 
term. Does any active person really retire?

Do you have a succession plan in place?

The company succession plan has developed 
and matured over the past decade and I am 
totally confident that it is in professional 
management hands.

On the eve of his retirement 
from running one of Australia’s 
biggest family-owned and 
operated dealerships, Michael 
Tynan still has strong views on 
the state of the Australian retail 
auto industry and its future. 

When did you start your business and what 
was your first franchise?

1966 – Mazda.

What’s the biggest achievement of your 
career?

Witnessing my family join the business and 
seeing them develop, and now achieve the 
professional standards to allow for an effective 
succession plan.

And the biggest disappointment?

I commenced in the motor industry with 
one totally unknown brand – Mazda. 
Promoting and building the Mazda brand in 

PROFILE       Australian Automotive Dealer Association
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In a recent interview you said that you 
hope to improve the image of Dealers when 
research has found once again that car sales 
people – especially used car salespeople have 
the second lowest professional ranking...

The Parramatta Road–white shoe brigade 
ceased many years ago. Today, both new and 
used sales management and staff are highly 
professional, well disciplined, committed to 
customer service and acknowledge that return 
business is the key to their financial benefit 
and satisfaction in the work place.

It is difficult to diagnose why the media and 
public perception is so harsh on the motor 
industry sales force.

Possibly, many clients visit a dealership with 
pre-conceived opinions of salespeople and 
some react in the negative accordingly. It’s a 
constant challenge for the team.

All manufacturers employ independent 
and specialist companies as buyers to 
continually evaluate sales conduct. In our sales 
environment, it is rare for any salesperson to 
be evaluated and achieve a score lower than 90 
per cent.

While salespeople are expected to be cheerful, 
helpful and experienced, regretfully on many 
occasions the buyer’s attitude and behaviour is 
most testing.

I believe the motor vehicle industry is poorly 
judged by both media and the general public. 
Personally, I am proud to be a part of the 
industry.

How do your salespeople overcome this 
negative public perception?

Regardless of the occasional difficult buyer, if 
the salesperson can rise above the negatives, by 
being courteous and professional, there is little 
else that anyone can do.

Our policy dictates that we offer a quality 
product and we need to present our offering 
in a professional and respectful manner. Our 
mantra is ‘A company built on integrity.’

In our case, most of the sales team are local, 
and are encouraged to be involved in the local 
community.

Why did you decide on a career in the auto 
industry?

For 12 years, I was a jeweller and watchmaker 
operating my own business in Kogarah NSW. I 

studied gemmology, and became a specialist in 
precious stones.

For over a decade, I was also involved in 
rallying.

I was approached by a company trading as 
Westco Motors in Sydney, who were the 
NSW-QLD Importer-Distributor for Mazda. I 
was asked to take their new product, a Mazda 
1500 Luce, into a rally and report on its overall 
performance. It was a glowing report. Later, 
I was offered the franchise for Sutherland 
Shire and while no longer a Mazda Dealer, the 
company has grown to represent 15 brands in 
the Shire, Wollongong and Nowra.

...49 years later, we still enjoy the challenge.

If you hadn’t chosen a career in the auto 
industry, what would you have done?

Possibly stayed in the jewellery business and 
expanded into other areas.

Do you think there will ever come a 
time when you’ll say we’ve got too many 
franchises?

In the early days, with the organisation reliant 
on one brand, logically, it was inconsistent 
from a business perspective. We represented 
an unknown Japanese brand and much time 
and effort was devoted to building the brand’s 
qualities within the local community.

Our company and staff were totally reliant 
on the factory and Importer-Distributor 
producing an attractive, quality product at a 
competitive price. When they got it wrong, we 
went into a slump.

We battled 57.5 per cent duty and sales tax 
imposed on imported vehicles by the Fraser 
Government as well as the established strength 
of the Australian products.

Our current business model has dedicated staff 
for each brand and they compete against each 
other, but under our control.

There is no doubt, that we need a brand and 
model mix. If one brand is down, another 
is up, which allows consistency, planning 
strategies and budgets to be aligned and 
functional. It also provides the staff with 
confidence that they have a career with the 
company. So to answer the question –  
possibly no!

Who or what inspires you?

Thankfully, I am a positive person. I love 
a challenge and I am willing to accept a 
calculated risk by doing the homework and 
research. The motor industry is consistent with 
hard work and that is where I am blessed with 
an “Irish” background.

I am inspired and driven by the acceptance 
of responsibility to my family and staff, and 
the numerous companies and individuals that 
have granted us their trust. I also seek much 
guidance and peace from the bloke upstairs. 
He hasn’t let me down yet.

What have you learned about yourself over 
the course of your career?

I continually get frustrated by situations and 
outcomes which I have no control over.

What are you looking forward to?

Humbly, I have led a blessed and charmed 
life with a wonderful family. I’ve had many 
incredible experiences and am associated with 
many great people. I am looking forward to 
more of the same. I would indeed be grateful 
for a few more healthy years of living as I still 
have the challenge of a few more projects to 
conclude.

2013 was a pretty good year for new car sales 
in Australia, is there anything in the Q1 
figures that give you any concern?

Like many Dealers, I voice concern as to 
where the industry is taking us and I am 
convinced that the dealership business model 
we practiced for decades is broken and 
unsustainable in the long term.

Profitability through volume is very suspect 
for Dealers.

Sadly, with many Manufacturers-Distributors 
driving Dealer volume to obtain market share, 
ever diminishing margins, reliance on factory 
bonuses, transference of costs to dealerships, 
unrealistic targets and constant competitive 
attacks on all areas of the business, the current 
model doesn’t appear sustainable.

Large and small Dealers are struggling to 
identify a new and rewarding model that 
justifies the capital and risk factors expected by 
other business enterprises.

The ‘Dealer Only’ AADA has been reborn and 
revitalised at a telling time in the industry.
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AADA NATIONAL DEALER CONVENTION       Australian Automotive Dealer Association

We reached out to some of the attendees and 
asked them to share their reactions to the 
content that was presented over the three  
day convention.

“Kept me engaged the whole time...”

“Relevant, timely and practical – very 
professionally presented.”

“Have seen him on YouTube and it was a 
privilege to see him live.”

YOU CAN’T STOP PEOPLE TALKING... 
ABOUT A GREAT CONVENTION
With attendees from all over Australia and beyond including Dealer Principals, Managers and 
industry leaders in attendance, last year’s AADA National Dealer Convention was a buffet of 
inspiring speakers, international guests, world class entertainers and new product releases.

“Fantastic...a session that met and exceeded my 
expectations.”

“Amazing, best ever workshop.”

“Very thought provoking, the rest is really  
up to us.”

“Great speaker, great ideas.”

And when you look at the quality of this 
year’s landmark convention program which 
incorporates, for the first time ever, Australia’s 

franchised motorcycle dealers, we’re supremely 
confident attendees will be equally impressed 
with the high profile guests, presenters, policy 
viewpoints and industry topics that will be 
covered. Esteemed guests include former 
Prime Minister John Howard, Fiat-Chrysler 
Group President and CEO Veronica Johns and 
international sales trainer Paul Cummings. 
Don’t miss this event. 

Register now at  
www.aadaconvention.com.au
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AADA 2014 NATIONAL 
DEALER CONVENTION

REGISTER ONLINE NOW AT WWW.AADACONVENTION.COM.AU

What’s In It For You?
Thursday 10 July - Saturday 12 July, 2014, 
RACV Royal Pines Resort, Gold Coast, QLD, Australia

þ 3 Value Packed Days
•  Gain more knowledge in 3 days than anywhere else in the country
•  Take advantage of every possible resource all under one roof
•  Take away products that will boost your success and profitability

þ 25 Guest Speakers  
& Entertainers
•  Learn from the best and most successful industry leaders
•  Be inspired by CEOs of major companies, entrepreneurs  
 and talented performers
•  Finally, have your questions answered

þ 6 Hospitality Functions
•  Take a break from intensive workshops 
•  Enjoy limitless networking opportunities

þ Over 40 Trade Exhibits
•  See the latest in business enhancing products
•  Stay ahead of your competition
•  Enjoy special rates reserved for Convention delegates

þ So Many Great Ideas
•  Take ideas and information back to your business that everybody can use
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Please tick this box if you DO NOT give your permission to the AADA to share your registration information with its allied partners and sponsors

  GROUP BOOKINGS

 OPTION 1) RACV ROYAL PINES RESORT  
 Ross Street, Benowa, QLD 4217
 Mountain View, Pool/Park View  
 & Coastal View Rooms – Room Only - $180.00 
 Spa Suite upgrade (pending availability) + $60.00 p/n

 OPTION 2) MERCURE GOLD COAST RESORT  
 64 Palm Meadows Drive, Gold Coast, QLD 4211
       Standard Room – Room Only - $180.00

SURNAME

DELEGATE DETAILS

GIVEN NAME

COMPANY NAME

ADDRESS

SUBURB

POSTCODE/ZIP

PHONE - BUSINESS

FAX

MOBILE

EMAIL

PREFERRED NAME ON BADGE

STATE/PROV

COUNTRY

CHECK-IN DATE

/      /

SHARING (Name of person sharing your room if applicable)

       MR         MRS          MISS         MS

TOTAL NIGHTSCHECK-OUT DATE

/      /

  PAYMENT AUTHORITY REGISTRATIONS WILL NOT BE 
PROCESSED WITHOUT PAYMENT

  TOTAL PAYMENT TO BE PROCESSED = $

CARD HOLDER NAME (please print)

SIGNATURE

CARD NUMBER

EXPIRY DATE      AMERICAN EXPRESS         DINERS CLUB

     VISA           MASTERCARD

PLEASE RETURN VIA FAX ON
(03) 9576 7277 INTERNATIONAL:+613 9576 7277

OR ALTERNATIVELY ENCLOSE CHEQUE OR MONEY ORDER & SEND TO:
AADA NATIONAL DEALER CONVENTION, 226-228 McKINNON RD, McKINNON, VIC, 3204
PH: (03) 9576 9944 (INTERNATIONAL: +613 9576 9944) register@aadaconvention.com.au

MAJOR FRANCHISE (if applicable)

SURNAME

PARTNER DETAILS

GIVEN NAME

PREFERRED NAME ON BADGE

EMAIL

  ACCOMMODATION OPTIONS

  AADA MEMBER PRICING $1165 ........... $

Primary Delegate $1295 ............ $ 

2nd Delegate $1165 ............ $ 

Partner Registration $1045 ............ $

Day Pass Only (tick day below) $855.............. $

       THU         FRI         SAT TOTAL ........... $

All prices include Goods and Services Tax (GST). Cancellation fee of 25% will apply after registration is processed. Cancellations will not be accepted after 10 June, 2014. Any 
change to your accommodation reservation less than 30 days prior to the commencement of the AADA National Dealer Convention will incur a Hotel penalty of 100% of your 
entire reservation. AADA National Dealer Convention reserves the right to refuse entry to any persons. Credit Cards will be charged to Travelfest (Vic) Pty Ltd acting for AADA 
National Dealer Convention 2014.

AADA 2014 CONVENTION 
Thursday 10 July - Saturday 12 July, 2014, RACV Royal Pines Resort, Gold Coast, QLD, Australia 

DELEGATE REGISTRATION FORM
PLEASE SUBMIT 1 FORM PER PERSON OR REGISTER ONLINE AT WWW.AADACONVENTION.COM.AU

All credit card payments will incur a 1.5% credit card surcharge.   
Direct deposits can be made at time of submitting to:- AADA National Dealer 
Convention, BSB:  083-337 Account #: 94-715-4790. The above credit card 
guarantees your booking for an arrival. Cancellations received after 10th of 
June, OR ‘no show’ on the day booked for arrival will incur a cancellation fee 
equal to the full amount of the total nights accomodation.

Enquiries call Shelly Scott - Convention Manager  Tel 03 9576 9944,  shelly@aadaconvention.com.au

       MR         MRS          MISS         MS

GROUP BOOKINGS CAN BE MADE BY 
CALLING AADA SALES ON (03) 9576 9944

ACCOMMODATION IS SUBJECT TO AVAILABILITY. SHOULD YOUR 
FIRST PREFERENCE BE UNAVAILABLE OUR REGISTRATION OFFICE 
WILL NOTIFY YOU IMMEDIATELY.
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THURSDAY 10 JULY
07:00 REGISTRATION OPENS

08.30  PLENARY SESSION 1 - (Prince Room) 
 AADA Welcome by Convention Host –  
 Ian Leslie OAM

08:45 AADA Chairman’s Address – Ian Field 
 Forward Thinking in a New Direction 

09:00 Carsguide.com.au  
 OPENING KEYNOTE ADDRESS: 
 Veronica Johns, President & CEO  
 Fiat Chrysler Group

09:20 AADA CEO Report – Patrick Tessier 
 Forward Thinking in a New Direction – The  
 First Six Months 

09:45 AADA Board Panel – AADA Board

10:30 ST GEORGE Morning Tea Break (Exhibit)

11:00 PLENARY SESSION 2 - (Prince Room) 
 AADA POLICY PRESENTATIONS –   
 WORKING FOR YOU 

11:00 Tony Weber - The “Right to Repair Debate”  
 & Protecting Dealer Interests

11:20 Ron Hardaker - ASIC Inquiry &  
 Outcomes to F&I Commissions 

11:40 Jon Graham – The Changing Landscape in  
 LCT & GST   

12:00 Evan Stents - The Franchise   
 Agreement & What Is Missing 

12:20 Member Q&A Session – Ian Leslie

12:30 AUTO IT LUNCHEON – Mick Colliss -  
 The Creative Thinking of Mateship  
 (Tennis Courts)

14:00 DEALER SOLUTIONS WORKSHOPS  
 SESSION 1

 Sales – Simon Bowkett - The Things We  
 Forget! Effective Strategies for Managing the  
 Sales Team (Prince Room)

 Admin - John Gavljak – Fraud – The Enemy  
 Within (Cypress Room)

 Fixed Operations – Alan Bergman -   
 Turn Your Fixed Ops into a Goldmine  
 (Norfolk Hall)

 Marketing – Chris Polites - Online   
 Marketing  - The Other Front Door   
 (Monarch Room)

15:15 BANK OF MELBOURNE  
 Afternoon Tea Break (Exhibit)

15:45 DEALER SOLUTIONS WORKSHOPS  
 SESSION 2 (REPEATS)

 Sales – Simon Bowkett - The Things We  
 Forget! Effective Strategies for Managing the  
 Sales Team (Prince Room)

 Admin - John Gavljak – Fraud – The Enemy  
 Within (Cypress Room)

 Fixed Operations – Alan Bergman -   
 Turn Your Fixed Ops into a Goldmine  
 (Norfolk Hall)

 Marketing – Chris Polites - Online   
 Marketing  - The Other Front Door   
 (Monarch Room)

17:00 SWANN INSURANCE HOSPITALITY  
 HOUR (Exhibit)

19:00 GUMTREE AUSTRALIA WELCOME  
 FUNCTION - Mat Stokes And Slique   
 (Marquis/Monarch Rooms)

22:00 SWANN INSURANCE – LATE NIGHTS  
 IN THE HYDRATE BAR 
 Guest Entertainment - “Amplify”

FRIDAY 11 JULY
06:45 REGISTRATION OPENS

07:00 MOTORONE BREAKFAST – Peter   
 Davidson – Stand Aside (Marquis/Monarch  
 Rooms)

08:30 MTAA SUPER FUND FEATURE   
 SESSION 1 - Paul Cummings - Sustaining  
 Excellence: A Successful Dealership is a  
 Well Planned Journey. PART 1 “Living as a  
 Leader” (Prince Room)

09:45 ST GEORGE Morning Tea Break (Exhibit)

10:15 MTAA SUPER FUND FEATURE   
 SESSION 2 - Paul Cummings - Sustaining  
 Excellence: A Successful Dealership is a  
 Well Planned Journey. PART 2 “Premium  
 Customer Care” (Prince Room)

11:30 TRADE VILLAGE WALK (Exhibit)

12:00 carsales.com.au LUNCHEON – Anthony  
 Laye - The Power of the Mind (Marquis/ 
 Monarch Rooms)

14:00 MTAA SUPER FUND FEATURE   
 SESSION 3 - Paul Cummings - Sustaining  
 Excellence: A Successful Dealership is a  
 Well Planned Journey. PART 3 “Player  
 Development”  (Prince Room)

15:15 BANK OF MELBOURNE Afternoon Tea  
 Break (Exhibit)

15:45 MTAA SUPER FUND FEATURE   
 SESSION 4 - Paul Cummings - Sustaining  
 Excellence: A Successful Dealership is a  
 Well Planned Journey. PART 4 “Level 10  
 Experience” (Prince Room)

17:00 SWANN INSURANCE HOSPITALITY  
 HOUR (Exhibit)

18:00 DAY CONCLUDES

21:30 SWANN INSURANCE – LATE NIGHTS  
 IN THE HYDRATE BAR 
 Guest Entertainment – Lisa Edwards &  
 Michael Cristiano

SATURDAY 12 JULY
06:45 REGISTRATION OPENS

07:00 FUCHS LUBRICANTS BREAKFAST –  
 Dr Giovanni Pagano (Marquis/Monarch  
 Rooms)

08:45 PLENARY SESSION 3 – (Prince Room)  
 FINANCIAL ANALYSIS - Dale McCauley 
  – A Health Check for Your Dealership  
 presented by Deloitte

10:00 ST GEORGE Morning Tea Break (Exhibit)

10:30 PROFITABLE PRODUCTS  
 BROUGHT TO YOU BY PENTANA   
 SOLUTIONS (Prince Room)

12:30 PENTANA SOLUTIONS TRADE   
 LUNCHEON (Exhibit)

14:00 PLENARY SESSION 4 - (Prince Room)  
 Customer Service - Frank Romano -   
 Redefining the Art of Closing

15:15 BUSINESS ADVICE SESSIONS

 Legal – Maria Townsend - Avoiding Legal  
 Obstacles & Keeping Your Profit  (Cypress  
 Room)

 Taxation – Mark Ward - Efficient   
 Compliance to the ATO (Norfolk Hall)

 Governance – Mark Weaver -  
 The Obligation of Corporate Governance   
 (Prince Room)

16:00 BANK OF MELBOURNE  
 Afternoon Tea Break (Exhibit)

16:15 PLENARY SESSION 5 - (Prince Room) 
 CLOSING KEYNOTE ADDRESS: 
 The Hon. John Howard OM AC SSI 

17:15 SWANN INSURANCE HOSPITALITY  
 HOUR (Exhibit)

19:30 MACQUARIE LEASING FINALE   
 DINNER – “I’m Still Standing” - The   
 Ultimate Elton John Experience (Marquis/ 
 Monarch Rooms)

FOR ALL THE LATEST AADA  
NATIONAL DEALER CONVENTION 

INFORMATION SEE OUR WEBSITE:  
www.aadaconvention.com.au

DRESS CODE
Gumtree Australia Welcome Function:  
Jacket & Tie

Maquarie Leasing Finale Dinner: Black Tie

All other times: Business Casual

*Timetable and room allocations subject to change.

AADA 2014 Convention Program
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Government should at least consider enforcing 
the same strict compliance rules mandated on 
all cars sold in Australia.

The Productivity Commission’s final report 
into Australia’s Automotive Manufacturing 
Industry was sent to the Government on the 
last day of March. Under the Productivity 
Commission Act 1998, the Government is 
required to table the report in each House 
of the Parliament within 25 sittings days of 
receipt.

Australian consumers already enjoy one of the 
most competitive car markets in the world, 
and with so many potential risks associated 
with large-scale used imports, unwanted cars 

In the last issue of Automotive Dealer the 
substantial risks of large-scale used car 
importing were well-documented. With 

pitfalls such as no warranty coverage, no 
recall protection and odometer tampering all 
potential possibilities, consumers could be 
at great risk if laws blocking large-scale used 
imports are lifted.

When similar laws in New Zealand were 
removed, the market became flooded with 
vehicles that had no history or which had been 
written-off in their country of origin. 

In its written submission, the AADA argued 
in support of a continued ban on large-scale 
used car imports, but also contended that any 
recommendation by the Commission to the 

AADA PARTICIPATION WELL RECEIVED 
ON LARGE-SCALE USED IMPORTS ISSUE
The AADA’s involvement and assistance in public hearings as well as its recent submission, have been 
well-received by the Productivity Commission – which among other issues, is reviewing the laws 
surrounding large-scale used-car imports into Australia.

from other countries is something AADA 
believes we can do without.

Automotive Dealer will continue to provide 
updates on the progress of this issue and 
awaits the release of any announcement by the 
Government.

According to AADA CEO Patrick Tessier, 
‘For the first time, board members from 
these prestigious Associations will engage in 
discussions aimed at finding new collaborative 
opportunities and building long-term 
relationships…’

The meetings, scheduled to take place at the 
RACV Royal Pines Resort, are expected to 
begin on Wednesday July 9 2014. 

In keeping with the new AADA ethos of an 
open and constructive dialogue amongst peers, 
members from the respective Associations 
will gather and discuss strategies for successful 
collaboration in the future. Also up for 
discussion will be many of the current issues 
affecting Dealers and which threaten the auto 
industry as a whole.

HISTORIC BOARD MEETINGS WILL BOLSTER AADA SUCCESS
For the first time ever, the AADA will conduct a number of high level board meetings with members 
from both the Automotive Finance Corporation (AFC) and the Federal Chamber of Automotive 
Industries (FCAI).

ASSOCIATION NEWS       Australian Automotive Dealer Association
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Wouldn’t you love to get all 
your business from referrals? 
After all, just sitting around 
waiting for a customer is not 
very productive!

Without a doubt, there’s great value to 
be gained in referral business. The 
closing rate on referrals is double 

that of normal customers and referrals also 
tend to close more quickly as well as be more 
profitable. 

So, with such compelling reasons to seek 
referrals, why don’t more salespeople ask? 

The question becomes even more pressing 
when you consider that 87 per cent of satisfied 
customers would happily pass along names, 
yet only 7 per cent of sales reps ever ask, 
according to recent statistics.

Roadblocks: Fear of Rejection 
and Incorrect Technique

Two major issues stand in the way – fear 
of rejection and incorrect technique. Even 
though rejection is something sales reps 
face daily, somehow a rejection seems more 
personal when it involves asking for referrals.

In addition, asking for a referral opens the 
door for possible negative feedback from 
customers. As a result, salespeople usually 
avoid the referrals issue entirely – to keep the 
relationship positive and avoid stubbing their 
toe during the sales process.

The other problem is that salespeople generally 
ask for referrals incorrectly. There are plenty 
of top performers who have built an excellent 
book of repeat and referred business. But there 
is a right way and a wrong way to go about it.

Don’t Just Ask

While the majority of sales consultants don’t 
ask for referrals at all, those that summon the 
courage to do so tend to ask in a weak, general 
sort of way. Here’s an example: ‘Mike, do you 
know anyone else who would like to buy a 
car?’ or ‘Linda, do you know anyone else in the 
market for a car?’

There are a couple of problems with asking 
like this, even when you do it at the end of 
a successful customer interaction. Firstly, 
you’re catching the customer off-guard; most 
customers can’t think of anyone on the spur 
of the moment. And secondly, customers 
are often sensitive about giving out names of 
friends for fear that you will expect them to 
purchase now. You can overcome both of these 
obstacles by taking the pressure off.

First, have a pre-printed form available that 
provides space for several names and contact 
information and use a script similar to this -

Sales rep: ‘May I ask a favor? I get a lot of my 
business from referrals from happy customers 

like you, so would you mind giving me the 
names of some people who you think may 
be in the market for a car at some point in 
the future? Please keep in mind that I’m not 
expecting you to know anyone in the market 
today, just someone who might consider 
purchasing a car down the line.’

At this point it’s wise to excuse yourself to give 
the customers some time to think. When you 
return, ask why they thought of those people 
and get permission to contact them.

This approach works for two reasons. By 
providing a form, most people will feel 
obligated to fill it out. Secondly, you have 
acknowledged that the customer probably 
doesn’t know anyone in the market today, but 
you open up their mind by asking for someone 
who may consider purchasing in the future – 
which is almost everyone!

Try this approach with your sold customers 
and you will be pleasantly surprised by how 
effective it is.

87 PER CENT OF YOUR CUSTOMERS  
WILL GIVE REFERRALS – BUT YOU’VE GOT TO ASK
David Martin
President and Co-Founder - Mar-Kee Consulting Group

SALES       Australian Automotive Dealer Association
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BRAZIL GETS DOWN TO 
BUSINESS AT CONGRESSO  
& EXPOFENABRAVE 

Lonely Planet listed Brazil as the 
world’s number one must-visit 

country of the year, and it’s not 
just because Rio de Janeiro is the 

Carnival Capital of the world.

• The winning team will receive US$350 
million while the runner up will pocket 
$25 million.

• Teams that lose in round of 16 will get $9 
million, and the quarter finalists will each 
take home $14 million.

The clubs, in which the players are playing 
for at the time of their World Cup departure, 
will receive $70 million as compensation for 
insurance costs and expenses, which will be 
distributed through their national associations.

Overall, a total of 12 cities including Rio will 
host the matches.

In terms of audience, it’s expected that more 
than one billion people will watch the final 
to be played in Rio de Janeiro, making it the 
world’s most watched television event in 
history.

While the Congresso & ExpoFenabrave is not 
in the same league as the World Cup when 
it comes to fan frenzy, the players in Brazil’s 
automotive industry are equally passionate 
about their favourite sport.

The annual congress is the biggest automotive 
event in Latin America and the second 
largest in the world, only trailing the NADA 
Convention & Expo.

The event is presented by Fenabrave – the 
National Federation of Motor Vehicles and for 
two days in August will return to Curitiba – 
the capital and largest city of the Brazilian state 
of Parana.

There’s the upcoming FIFA World Cup 
tournament which runs from 12 June to 
13 July.

If you’re into numbers, you’ll be blown-
away by these figures from the tournament 
organisers: 

• 32 teams qualified to play in the 
competition.

• Each participating team will receive at 
least US$8 million.

INTERNATIONAL       Australian Automotive Dealer Association (AADA)
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Organisers expect over 3,500 attendees, 
including automotive dealers, automotive 
dealer group representatives, allied industry 
manufacturers, international guests and senior 
executives from OEM partners to participate 
in this year’s event.

The theme for 2014 is Overcoming which 
according to Flavio Meneghetti, President 
of Fenabrave, is designed to highlight and 
confront the many challenges facing Brazil’s 
automotive industry. ‘Our goal is to improve 
the industry’s professionalism and profits 

by addressing the current automotive 
environment and foreseeing potential 
problems before they occur,’ Meneghetti said 
recently.

Flavio Meneghetti will also be one of a number 
of international guests at this year’s AADA 
National Dealer Convention in July and he 
will provide a unique insight into the industry 
conditions of our equivalent international 
cousins. 

Like our own Convention, the Conference will 
offer attendees a dynamic, information-and-
inspiration-packed agenda, covering after-sales 
service, accounting, resource management, 
new technologies and the latest internet 
marketing strategies.

The Congresse’s trade show ExpoFenabrave 
will be the launching platform for some of the 
world’s newest vehicle releases including SUVs, 
passenger cars, light commercials, trucks, 
buses, motorcycles, road making machines, 
tractors and agricultural equipment.

The trade show is also where many of Brazil’s 
allied industry suppliers present, demonstrate 

REGISTER YOUR
INTEREST NOW!

Email:
vanessa@aadaconvention.com.au

Patrick Tessier, AADA CEO

The 24th Congresso & ExpoFenabrave is the biggest 
automotive event in Latin America and the second largest 
in the world, only trailing the NADA Convention & Expo. 

This is an exceptional opportunity to experience how our 
‘cousins’ in Brazil address issues that are similar to our 
own as well as learning how to overcome them from some 
of the world’s leading economists and business leaders. 

Topics to be discussed include after-sales service, finance, 
resource management, new technologies, internet 
marketing strategies and more. 

The two day congress is also a showcase for OEMs and 
local and international allied industries’ to reveal their 
latest products and new model releases.

Join me at 24th CONGRESSO & EXPOFENABRAVE

24th Congresso &
ExpoFenabrave 13 – 14

August 2014,
Curitiba, Brazil

and market their latest dealer-centric products 
and services. 

Founded in 1965, Fenabrave boasts over 7,000 
members across all automotive segments and 
is affiliated with 48 international and local 
automotive brands.

The automotive sector accounts for over 
5.7 per cent of Brazil’s domestic GDP and 
generates almost 400,000 jobs across the 
country.
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Which is most attractive?  
An in-ground pool, an overseas 
holiday, a home extension or  
a new car?

Amongst others, the swimming pool, 
travel and home improvement 
industries are three with which the 

Australian automotive industry must compete 
for the disposable, discretionary, or financeable 
means of present day big-ticket items 
consumed by Australians. 

Consider this:

1. There are 944,600 swimming pools 
and spas in the backyards of Australia’s 
homes. This figure increases a little over 1 
per cent every year– so say around 10,000 
additional swimming pools are installed, 
per annum. (All stats c/- ABS)

2. In per capita terms, 31 out of every 100 
of us will travel overseas on holidays 
this year. John Borghetti, CEO of Virgin 
Airlines, states that recreational airline 
travel grows between 3 to 4 per cent 
every year. 

3. 290,000 home renovations are 
undertaken nationally every year to 
update both the design and value of the 
home.

Let’s face it, each of these industries collectively 
does a great job of presenting an aspirational 
product. 

Their products are all optional purchases, 
supplied according to budget and specific 
needs. All are reasonably complex in terms of 
the manner the respective suppliers quote, not 
to mention the way they are compared and 
purchased.

Though most purchases are made by an 
educated consumer, products from these 
industries are still dreamt of, aspired to, saved 
for and planned. And this all takes place long 
before the execution of the actual purchase. 

The automotive industry’s day-to-day focus 
is only on the in-market customer, the ‘today 
purchaser’. 

The aim is providing a quality point-of-sale 
experience, a competitive price and a smooth 
transaction with the result being another 
satisfied customer in and out of the showroom. 

A Toyota dealer for example, works hard to 
ensure his model is on a shopping list against 
comparable models of competing brands, or 
the same model of the same brand Dealer. 

There’s nothing wrong with this strategy. 

But what about the great opportunity that 
the industry has as a whole to broadcast the 
tangible reward that not only comes from 
buying a new car, but owning it?

From our industry’s perspective, gaining a 
greater share of the public’s discretionary 
spend from other industries will increase 
volume vehicle unit sales over and above that 
normally determined by both population 
increases and economic factors.

A typical metropolitan dealership’s PMA may 
comprise 60,000 households. What if only 2 
per cent - or 1,200 households every month 
decide a quality-built, brand new car will be 
a better purchase than a pool. Or who’ll delay 
overseas travel in favour of a new vehicle 
purchase, or decide that the bathroom and 
kitchen are not that bad after all? 

The core appeal of car ownership has changed 
over the years. 

MIRROR, MIRROR ON THE WALL…
Cam Williams
Contributor

MARKETING       Australian Automotive Dealer Association (AADA)
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Australia’s fastest growing DMS

Missing something?

auto-it.com.au | sales@auto-it.com.au

Auto-IT leads the way in mobile apps for 
tablets and smart phones. We pioneered 
BI reports for dealers that stream live data 
to mobile devices and we’re recognised 
across Australia for outstanding, cost-
effective service and support.

Talk to us today & see what you’re missing.

A hundred years ago it was a romantic notion 
to own a horseless carriage, later becoming a 
status symbol through the mid-century and 
then a reflection of style through the 70’s era. 

Now the overwhelming majority of 
households choose cars for their affordability, 
practicality, technology, design, safety and 
economy.

Nevertheless, most people love their cars and 
the choice to purchase still remains a highly 
emotional one. Some give their cars nicknames 
and others ensure that the brand they choose 
perfectly reflects their personality.

So, how do we as an industry achieve greater 
priority over other big ticket purchases? 
How do we increase our share of winning 
the significant decisions made in Australian 
households that shape the way they operate? 
Does the motor industry need an ongoing 
branding and information campaign that 
reminds Aussie car buyers of the importance 
of updating their motor vehicle? 

Why would the motor industry do this, and 
what is the benefit for car buyers?

If the lifecycle of a new motor vehicle was 
reduced by one or two years, this would result 
in a huge increase in total motor vehicle sales 
per annum. With that challenge before us, this 
is a clear opportunity to increase growth for 
the industry in a country that struggles with a 
small population by global standards, mixed in 
with a large number of competing car brands. 

Updating a new car more often also promotes 
a cleaner environment – with more efficient 
cars reducing emissions and making for a 
better quality of life. 

The Australian motoring public understands 
that a car is a depreciating asset. The longer 
you keep it, the less it’s worth. Increasing the 
buying cycle by 1 to 2 years will, in many cases, 
create forced savings and build equity in a 
better asset – rather than sitting on a car until 
it’s worth little.

In the end, the challenge is to put the motor 
vehicle front and centre in the minds of 
everyday buyers. Not OEM style branding 
– but valuable information of the benefits of 
having the latest motor vehicle. Improving 
the frequency of the buying cycle will ensure 
priority purchasing, increase volume sales, and 
see both car owners and car dealers with more 
money in the bank.
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Incredibly, Auto China was the destination for 
118 world debuts – an automotive industry 
record.

AADA CEO Patrick Tessier was there.

‘Every year the Expo continues to demonstrate 
that China is a serious player in the global 
automotive market place’ he said.

While Chinese-made vehicles still experience 
much scepticism down under, Tessier went 
on to observe that ‘Many of the leading 
European manufacturers are beefing up their 
investments in Chinese manufacturing, which 
has improved exponentially in quality.’ 

Aside from almost every well-known Western 
and European car maker, China’s growing 
line-up of local brands was hard to ignore. 
From established best-sellers, to imaginative 
concepts, China’s home grown heroes will 
continue to snare more of the millions of cars 
sold in the country every year.

The theme of this year’s Beijing Auto Show 
was Driving to a Better Future – and if the 2014 
Expo is anything to go by, China will continue 
to play a major role in shaping the auto 
industry landscape for years to come.

AUTO CHINA STUNS WITH ANOTHER MASSIVE EXPO
The 2014 Beijing International Automobile Exhibition concluded on April 29, but not before 
playing host to over 850,000 visitors and more than 1,100 display vehicles from around the world. 
Simply nothing compares to this event and as the reputation of the Expo continues to rocket, global 
manufacturers have certainly taken notice.

ASSOCIATION NEWS       Australian Automotive Dealer Association
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SAN FRANCISCO
SAN FRANCISCO    CALIFORNIA USA

nada 2015
get on board

22 – 26 JANUARY 2015

CALL CORPORATE BLUE  +613 9578 6555 
or email Terence Harris: terence@corporateblue.com.au 

The AADA Trade Directory offers dealers an interactive and informative 
hub where they have instant access to the latest products, services, 
contacts and websites in one dynamic and ever expanding location. 
Dealers can also connect with the AADA by participating in future surveys, 
opinion polls and a live forum. The Trade Directory is also an unbeatable 
opportunity for allied trades to advertise their products and services. 

FOR MORE INFORMATION CONTACT GEOFF VINE 
Phone: (03) 9576 9944  •  Mobile: 0413 854 779 
Email: geoff@automotivedealer.com.au

www.aada.asn.au

Your guide to the latest products and services.
AADA TRADE DIRECTORY
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Across
1 First Holden
4 First Melbourne Formula 1 GP winner
8 1960’s Ford coupe
10 Holden model of the 80s
11 Car tax
12 Australian built Sports car 70s and 80s
13 Panel van
15 ‘Maloo’ is aboriginal for what?
16 Former Ford V8 race driver
18 Ford named after a reptile

Down
1 Ford Model
2 Jenson Button’s car
3 Nico Rosberg’s car
5 HSV founder
6 Mad Max’s Ford XB
7 Former Prime Minister
9 Ute Muster location
14 Australian Wheel manufacturer
17 Former Ford chief

ANSWERS PUBLISHED IN THE NEXT ISSUE, OUT JULY.

AUTO DEALER CROSSWORD

AutomotiveDealerIssue03-May2014.indd   39 22/05/2014   4:42:46 PM



Build trust and improve  

customer satisfaction

Providing visual evidence of  
repair recommendations makes  
your customers feel more in  
control of their service experience,  
and makes it easier for you to 
explain the extent of the repair, 
required parts, labour and price.

Superservice Triage builds trust,  
profits and customer retention!

youtube.com/superservicesolution 

WATCH THE VIDEO 

www.superservice.com
1800 810 103
service@infomedia.com.au

CAPTURE MORE SALES
WITH THE POWER OF PHOTO AND VIDEO RECOMMENDATIONS

CAPTURE1 Add photo and  
video evidence 
to your vehicle 
inspection reports.

SHARE2 Send your customers 
a trustworthy digital 
report and estimate 
for self authorisation.

SELL3 Increase sales 
conversions and 
improve customer 
satisfication (CSI).

M
K1423_AD

NEW!

LEADERS IN PARTS AND SERVICE SOLUTIONS FOR 24 YEARS.

MADE IN

AUSTRALIA
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