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We’d like to hear from you about what’s been 
happening at your Dealership that you think could 
be worth passing on to our readers.

It can be anything from a unique sale, a fleet deal or 
a story about a member of your staff who recently 
accomplished a notable feat.

It could be a ‘feel good’ community initiative you 
have undertaken involving local schools, supporting 

WE’D LIKE TO HEAR FROM YOU.
junior sporting clubs or sponsoring a charity event. 

We would like to know.

Whatever the story you have, it will be good 
reading. Send us the information and key contact 
details and we will follow it up. If you have 
photographs of the endeavour so much the better. 

It’s a pity that the community work being done 

by Dealers is a well-kept secret. We intend to 
change that. AADA is determined to generate a 
greater respect for new car franchise Dealers as 
compassionate business people. Part of our strategy 
is to remind the media, politicians and opinion 
makers that, by employing over 66,000 people, 
AADA members make a substantial contribution to 
the Australian economy. 

No responsibility is accepted by the publisher for the 
accuracy of information contained in advertisements 
in the Automotive Dealer magazine. Publication of 
any advertisement does not constitute endorsement 
by the publisher of any product, nor warrant 
its suitability. Advertisements are published as 
submitted by advertisers.

COPYRIGHT 
No part of this magazine may be reproduced without 
the publisher’s written permission.

CONTRIBUTORS 
The views expressed in Automotive Dealer by 
external contributors and advertisers are not 
necessarily those of AADA.
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By the time this message is published, your 
association will have a new chairman, 
David Blackhall. 

David is highly experienced in our industry with 
a background of senior roles at Ford Australia, as 
a new car Dealer, with OEM experience overseas, 
and as the Chief Executive of Jaguar Land Rover 
for Australia and the Pacific rim at the time of his 
retirement. He was, of course, our CEO at AADA 
for four years as well. In that role, he managed 
our growth and our ambition to get much-
improved franchise laws.

We are in excellent hands with David and our 
Board of Directors.

FROM THE AADA CHAIRMAN

Terry Keating
AADA Chairman

From my perspective, I can look at our 
association with a great deal of satisfaction on 
how we have evolved in the eight years or so 
since we first formed. We are now professionally 
organised, appropriately financial and the go-to 
association by government on motor industry 
matters. 

We have successfully prosecuted many policy 
issues vital to our members, and even though 
there were some issues where we did not get a 
perfect outcome, such as changes to insurance 
and finance income, we did get significant 
concessions and considerable time allowances 
before implementation to give our members a 
chance to adjust.

Much of our success as an association has 
occurred because of our team effort. I refer to our 
Secretariat, our Board and the group of Dealer 

council chairs who met regularly with us to shape 
policy and offer sound counsel.

In my closing comments at my last board 
meeting, I placed our appreciation of the groups 
mentioned above on the record. I also want to 
recognise our members who arranged meetings 
with legislators within their electorates, and in 
some cases, fronted Senate enquires to assist our 
collective cause.

I am, of course, proud of our achievements and 
feel we have delivered on our mission to be a 
world-class advocacy and policy body for the 
benefit of all new car Dealers in Australia.

Finally, I want to recognise the man whose 
tenacity and vision led to our formation. I refer 
to Ian Field, a founding director and our first 
Chairman of the AADA. I trust he approves of 
our progression.

FROM THE AADA CEO

James Voortman
AADA CEO

As we reflect on 2021 from a AADA 
perspective, it has been a successful 
year. Most importantly, it has been a 

good year for the industry as strong demand 
for new and used vehicles has persisted 
throughout the year. 

Amid the favourable trading conditions, 
there have been plenty of distractions for 
Dealerships in the realm of automotive 
franchising relations. 

From a regulatory perspective, we saw the 
Federal Government introduce landmark 
reforms which saw the introduction of 
automotive-specific regulations in the 
Franchising Code of Conduct. These were 
hard fought reforms and a credit to all 
the Dealers who made the effort to take 

these issues up with their local member of 
Parliament. However, laws and regulations 
in themselves will not necessarily remedy the 
power imbalance. Laws need to be tested and 
precedents set. 

We currently have several Dealers from 
various brands locked in legal action with their 
OEMs. None of these Dealers particularly 
want to be fighting OEMs in court – they’d 
clearly prefer to be 100% focussed on their 
businesses. All these Dealers would have 
rather settled their disputes outside of the 
courts, and I’m sure the same can be said for 
the OEMs involved. 

We are clearly facing a time of great change in 
our industry, and manufacturers are feeling the 
pressure to future-proof their businesses. Our 
message to manufacturers is that when you are 
seeking to make changes to the distribution 
model, you should work with your Dealers, 
your business partners. OEMs and Dealers 
bring very different skill sets to the table, and 

over many decades they have complemented 
each other. We believe the Dealer has a vital 
role to play in the future, and we would hope 
OEMs see that too. 

As we enter 2022, there will be further 
headlines about court cases which pit Dealers 
against their OEMs. On occasion this cannot 
be avoided, but on many other occasions it 
can be avoided. There is much to be gained by 
negotiations conducted in good faith in which 
both parties share the costs and the benefits 
of any changes; in which recognition is given 
to the longstanding partnerships and sunk 
investment; and in which every possible effort 
is made to listen to each party’s rationale and 
grievances.  

From the AADA Secretariat – thank you for 
all the support from Dealers and associated 
industries across 2021. We are looking forward 
to working hard for the great people of this 
industry in 2022.

WELCOME       Australian Automotive Dealer Association 



David was an outstanding CEO for AADA. 
During his almost four-year tenure, he 
guided the Association through a period 
of unprecedented regulatory and legislative 
change. After his tenure finished mid-2019, 
David stayed on as a consultant to assist 
with the transition and continue his work on 
developing an Automotive Franchise Code of 
Conduct.

David’s hard work, dedication and valuable 
leadership were primarily responsible for 
the significant gains the AADA has made in 

The AADA Board is delighted to 
announce the election of David Blackhall 
as the Australian Automotive Dealer 

Association’s new Chairman, commencing 
his duties as an independent director 
following the AADA Annual General 
Meeting on 16 November.

David has unparalleled industry experience 
through a long and successful career in the 
automotive industry. As the former CEO of the 
AADA (2016-2019), David also has extensive 
experience working with the Government and 
industry. 

recent years. His vast experience in the retail 
automotive industry also includes 11 years 
as the Chief Executive of Jaguar Land Rover 
Australia. His passion for the industry and 
knowledge of Dealers’ issues, makes him the 
ideal Chairman and a suitable replacement for 
our outgoing Chairman, Terry Keating.

We look forward to David’s drive and 
commitment, continuing to serve AADA and 
its members in his new role. Dealers will only 
benefit.

AADA WELCOMES DAVID BLACKHALL 
AS CHAIRMAN

Never lose a 
single lead.
With your own Lead 
Nurturing Program today.
Integrated to all lead sources and nurtured via 
phone, SMS, email and social media, all leads 
will be prequalified and engaged until sold.

SCAN ME

To register your 
interest via SMS

Or SMS 0414 650 648
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hard-fought reforms to automotive franchising 
laws and the reversal of plans to allow for 
parallel imports of new vehicles, to name a few.

Terry’s time as Chair follows a lifetime of 
service to the automotive industry including 
roles as the President of MTA-NSW, a director 
of the MTAA, Chair of the Ford National 
Dealer Council and Chairman of the BMW 
National Dealer Council.

Terry chaired his final Board meeting on 16 
November, and the industry will formally 
honour him in person at the AADA 
Chairman’s Dinner in March 2022.

AADA acknowledges outgoing Chairman 
Terry Keating for his leadership and 
guidance over the past six years. Terry 

has played a significant role in establishing 
AADA, the peak Dealer association in 
Australia, now widely recognised by Dealers, 
Government, regulators and other industry 
groups as the peak body for franchised new 
car Dealers. 

Terry was instrumental in convincing the 
Dealer councils to commit to a level of funding 
that would ensure the organisation remained 
strong for years to come. In his time as 
Chairman of the board, he has presided over 
several major achievements, including the 

Outgoing AADA Chairman, Terry Keating, with 2018 NADA Chairman, Wez Lutz, at the 2018 AADA Chairman's Dinner

A Dealer in Tamworth for 40 years, Terry’s 
experience and passion were instrumental 
in making the AADA the national voice of 
Australian motor Dealers.

A former accountant, Terry got his start in 
the automotive industry in 1970, operating 
an individual Ford Dealership in Tamworth. 
As his business grew, Terry expanded the 
Dealership to include BMW, Nissan, Land 
Rover, and a range of heavy truck franchises, 
prior to his retirement in 2009.

Terry’s contribution to the retail automotive 
industry in general and to AADA and its 
members, in particular, has been immense. We 
look forward to giving him a proper send-off 
in March. Thanks, Terry.

TERRY KEATING 
DEPARTS AFTER 
SIX YEARS OF 
LEADERSHIP

FEATURES      Australian Automotive Dealer Association 
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their own inventory, to become mere agents 
and re-sellers for Mercedes-Benz with drastic 
implications for the future of their businesses, 
including the loss of an estimated $650 million 
in goodwill.

Mercedes-Benz plans to introduce the changed 
model from 1 January 2022. Mercedes-Benz 
issued all their Australian Dealers new four-
year agency contracts without the right to 
renew, giving them until September 2021 to 
sign or else not receive new Mercedes-Benz 
vehicles.

The Australian Dealer group is advised by 
a high-powered legal team led by eminent 
Senior Counsel Mr. Tim Castle SC, and 
leading automotive industry lawyer Evan 
Stents at HWL Ebsworth. They argued that 
Mercedes-Benz had acted “unconscionably” 
and breached the statutory duty of good faith 
in Australia’s Franchising Code.

Speaking on behalf of the Dealers, AADA 
CEO James Voortman said: “We are delighted 
the Federal Court agrees with us that the issues 
in our case are urgent and deserve to be heard 
as soon as possible.  We can now take the fight 
up to Mercedes-Benz without delay to seek 
justice on behalf of the Australian industry. 

“Despite strenuous efforts by Mercedes-Benz 
to delay the start of proceedings, we are 
pleased to have a trial date for next year and 

Australian Mercedes-Benz Dealers 
received a boost in November in their 
$650 million legal battle with the 

German giant. The Federal Court of Australia 
agreed to a fast-tracked hearing date, with 
a trial now scheduled for August 2022. The 
matter will return before Justice Jonathan 
Beach in February 2022. 

Mercedes-Benz had tried to have the hearing 
delayed for several months; however Justice 
Beach rejected the automaker’s request, 
describing it as “a standard response from a 
defendant trying to avoid the inevitable”.

“You must have been anticipating the non-
renewal notices would set in train a series of 
events that have unfortunately culminated in 
this appearance,” Justice Beach said.

“I won’t allow you to have your cake and eat it.”

The case is a critical test of Australia’s 
Franchising Code of Conduct and Australian 
Consumer Law, with far-reaching implications 
for every franchise business in Australia. 

More than 80 percent of Australian Mercedes-
Benz Dealers combined forces to fight 
attempts by Mercedes-Benz in Germany to 
ram through major changes to the Australian 
industry. Mercedes-Benz is seeking to force 
through a new business model which will 
see Australian Dealers shift from being 
independent self-run businesses, who own 

for a process that will see us back in court in 
February at the latest. 

“This is a watershed issue for Australian 
consumers and the entire Australian franchise 
industry. If Mercedes-Benz is successful in 
forcing these changes on the industry, history 
shows competition will go down and car prices 
will go up.”  

Mr. Voortman said every franchise owner in 
Australia would be watching the case closely.

“If the colossus Mercedes-Benz can 
appropriate the goodwill of Australian car 
Dealers without compensation, any franchisee 
could be at risk of the same threat,” he said. 

“Fundamentally, franchisees are the back-bone 
of Australian small business. Most are family 
businesses who have built up the value in 
their business through sheer hard work and 
created real value for themselves and their 
local communities. If Mercedes-Benz creates 
a precedent, where that value can be captured 
for its own benefit without compensating 
franchisees, then any franchisor will be able to 
do the same.”

With potentially seismic ramifications for 
the entire franchise automotive industry – 
and franchised businesses in general – this 
important case will no doubt be big news into 
2022.

MERCEDES-BENZ DEALERS 
GET DAY IN COURT

FEATURES      Australian Automotive Dealer Association 



SHELL V-POWER RACING 
TEAM’S BRAND OF CHOICE

.
 

COME JOIN THE 
WINNING TEAM

To stay ahead of the competition it’s important to maintain performance. 
Thanks to world-class lubricant brands, a product portfolio built on leading 
technological innovation and proven marketing initiatives, a partnership with 
Viva Energy, Shell Macro Distributor, can deliver significant growth to your 
dealership.

Every time we partner with a dealership, we tailor our offer to match their 
needs. So whatever your operating environment, your position in the business 
cycle, the competitive environment and local consumer behavior, we will 
work to identify initiatives that will make a real difference to your business.  

TALK TO US TODAY ABOUT HOW WE CAN MAKE A REAL DIFFERENCE TO YOUR BUSINESS
Jeff Kiely – VIC / TAS
 0408 282 526

Lucas Lloyd Jones – NSW / QLD
   0402 283 655

Luke Morton – WA / SA  
  0419 045 620

Lorem ipsum

www.vivaenergy.com.au


automotivedealer.com.au  |  DECEMBER 2021  |  9

this to avoid millions of dollars of network 
costs being passed on to consumers, keeping 
the lights on and bills low for all Australians,” 
Mr. Taylor said in a statement. 

“This strategy will ensure we get ahead of 
the curve. The Government’s partnership 
with industry will stimulate almost half a 
billion dollars of public and private sector 
investment.” 

The strategy also outlines the need for 
collaboration between the Federal and state 
governments.

“It is vital that the Federal Government takes 
a leadership role on EVs. Currently, we have 
state and territory governments across the 
country developing their own unique EV 
policies. It is in the interest of motorists, the 
industry and the country for us to have a 
consistent approach” Mr. Voortman said.

While the Government ruled out subsidies, the 
AADA has urged the Government to look at 
existing taxes which apply to fuel-efficient cars. 

“Taxes such as the Luxury Car Tax and the 
Passenger Vehicle Tariff continue to drive 
up the cost of many EV’s in the Australian 
market,” Mr. Voortman said.

“It’s time we reviewed and modernised the tax 
and duties that apply to all vehicles so that in 
future we have strategies that work together, 
are less complex and will deliver the consumer 
and environmental benefits that we all know 
lie ahead.”

AADA calls on the Federal Government 
to form a subcommittee of National 
Cabinet to oversee a consistent, national 

strategy regarding the future growth and 
uptake of electric vehicles (EVs) in Australia.

Currently, the states are leading the way, but 
with Manufacturers worldwide ramping up 
EV production, the need for a strategy is set to 
become a significant issue in the 2022 federal 
election.

“We call for a subcommittee of National 
Cabinet to prepare for EV take-up,” AADA 
CEO James Voortman told Automotive Dealer 
recently.

“There needs to be incentives, a national 
grid (for charging stations), and we need 
emergency services and automotive 
technicians to be trained to work on EVs. 
Currently, the states are leading the way, but 
we need a national approach.”

The AADA welcomes the Morrison 
Government’s Future Fuels and Vehicle 
Strategy. The strategy, announced in 
November by the Prime Minister, encourages 
consumer choice and will expand Australia’s 
EV charging infrastructure.

“Consumers are buying hybrids, EVs 
and PHEVs from their Dealers in record 
numbers, and it is good to see a strategy which 
responds to this phenomenon by increasing 
the charging network and considering 
implications for the electricity grid,” Mr. 
Voortman said.

“Australia is a huge continent, and range 
anxiety is still a big issue for people 
considering the purchase of an EV. Bolstering 
the charging network will give consumers 
more confidence that an EV can satisfy their 
needs and will supercharge EV sales.”  

According to Energy Minister Angus Taylor, 
the Government will provide $250 million in 
funding for the Future Fuels Fund and will 
co-invest with households to utilise smart 
chargers that will boost the reliability of local 
electricity networks.

“We will bring forward priority market 
reforms to energy ministers that will ensure 
our grid is EV-ready. We must take action on 

In early November, the Federal Government 
ruled out EVs and hybrid vehicles subsidies via 
either rebates or tax breaks. The Government 
expects EVs to only make up 30 percent of 
new car sales by 2030. In some countries, 
petrol and diesel vehicle sales will be banned 
by that stage. According to Electric Vehicle 
Council figures published in 2020, just 0.7 
percent of cars sold in Australia are electric, 
compared to a global average of 4.2 per cent, 
and 75 per cent in Norway.

The Government’s Future Fuels and Vehicles 
Strategy includes $178 million of funding 
towards new EV and hydrogen refuelling 
infrastructure and helping businesses establish 
charging stations for their vehicle fleets. The 
Government also plans to “co-invest with 
industry” to place around 50,000 smart 
chargers in homes.

Meanwhile, Labor pledged that its “Electric 
Car Discount and Power to the People – 
Community Battery Plan” would cut taxes, 
unlock consumer choice, reduce power and 
fuel costs for families, and cut emissions.

Labor says it will cut government taxes on 
non-luxury electric vehicles, including import 
taxes and fringe benefits tax, to give people 
choice and ensure that more Australians who 
want electric cars can afford them.

It also plans to develop Australia’s first National 
Electric Vehicle Strategy, with policy settings 
to encourage Australian manufacturing 
of EV components. In addition, it will 
consider leveraging existing Commonwealth 
investments in its fleet and infrastructure 
spend to increase electric vehicle stock.

AADA CALLS FOR EV SUBCOMMITTEE
FEATURES      Australian Automotive Dealer Association 
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“The Act has also had somewhat of a 
moderating effect on the industry’s current 
severe skills shortage as Dealerships have 
managed to retain staff who would otherwise 
have left were they required to work on 
Sundays.

“The AADA would urge the Committee to 
retain the existing arrangement to restrict 
Sunday trading for motor vehicle Dealerships 
to protect the economic health of a vital 
industry in the state.”

Mr. Voortman said Dealers could not simply 
decline to open on Sundays because their 
multinational Manufacturer franchisors 
required them to open every legal trading day.

Mr. Voortman told 4BC Radio Dealers wanted 
the law to continue prohibiting them from 
trading on Sundays.

“It’s not just some Dealers, in Queensland it’s 
the overwhelming majority of franchised new 
car Dealers,” he said.

“They are opposed to it for a number of 
reasons. Most importantly, it makes working 
in a Dealership unattractive for many 
employees, because they simply don’t want to 
commit to that seven-day work roster.

“And we feel we will lose those people, those 
very good people, and exacerbate the skills 
shortage that already exists in this industry.”

Surveys of Queensland businesses have 
revealed that 80 per cent of them do not want 
Sunday or public holiday trading. Reasons 
given included that it would place unnecessary 
pressure on staff and owners, affect work/life 
balance and make the task of recruiting staff 
more difficult than it already was.

AADA supports Queensland Dealers in 
their call for the state not to allow sales 
on Sundays. 

The Queensland Parliament’s Education, 
Employment and Training Parliamentary 
Committee is conducting an inquiry into the 
operation of Queensland's Trading (Allowable 
Hours) Act 1990. It is due to report its findings 
by 31 January 2022.

In 2017, the Queensland Government 
enacted laws to deregulate the retail industry 
significantly, but 21 towns and regions remain 
shut on Sunday. The Government recently 
ordered the review to determine if more 
changes are needed.

Queensland Dealers oppose changes to the 
state’s trading laws. They argue that their staff 
don’t want to work all weekend, they won’t sell 
more cars, and it would cost them time and 
money.

AADA CEO James Voortman said current 
trading hours were suitable and opening 
Sundays was “unnecessary and counter-
productive” in an environment in which the 
automotive industry has had to face declining 
new car sales, a significant reduction in finance 
and insurance income, and the COVID-19 
pandemic.

“During this period, we have often seen Dealer 
profitability come under severe pressure 
and the prohibitive costs of Sunday trading 
would only have added to this pressure,” Mr. 
Voortman said.

QUEENSLAND DEALERS REJECT 
SUNDAY TRADING

DO NOT WANT 
SUNDAY OR 

PUBLIC HOLIDAY 
TRADING

80%

FEATURES      Australian Automotive Dealer Association 
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One of the central principles of the Scheme is 
that information is shared on commercially 
fair and reasonable terms. Accordingly, AADA 
is supportive of the legislation which adheres 
to this commitment and establishes credential 
checking for sensitive information regarding 
safety and security. 

The requirement for information to be 
provided on commercially fair and reasonable 
terms means many independent repairers will 
have to invest in additional training, tools and 
equipment, just as Dealers do. Dealers train 
thousands of service and repair technicians, 
investing millions of dollars each year to 
ensure Australians’ vehicles are given the best 
possible care. Our technicians receive factory 
training specific to the brands they service, 
and it is only fair to the Australian consumer 
that independent repairers who claim to offer 
similar expertise, have the tools, knowledge 
and skills to be able to do so. 

Precedent set in the US

The National Automotive Service Task Force 
(NASTF)is a US-based organisation which 
administers and manages the information-
sharing scheme in North America, as a service 
and platform provider. 

NASTF currently provides portal hosting and 

As a foundation member of the group 
of associations responsible for the 
formation of the Australian Automotive 

Service and Repair Authority (AASRA), 
AADA supports the role of the administrative 
body and calls for independent repairers 
and service providers to register with the 
organisation to receive service and repair 
information. 

AASRA will be responsible for oversight 
of the service and technical information 
sharing scheme that AADA has helped 
create to comply with new legislation. 
Following the appointment of Directors 
to the newly assembled board (including 
AADA representation), AASRA will soon be 
incorporated, following which it will hold its 
inaugural meeting. 

The legislation underpinning the scheme 
was passed in June 2021 and has been in 
development for many years. The legislation 
was the culmination of a lengthy consultation 
and negotiation process between the AADA, 
other peak automotive industry associations 
and the Government. 

The Scheme places an obligation on vehicle 
Manufacturers to make service and technical 
repair information available to independent 
repairers for a fair price, subject to restrictions 
on safety and security information. 

access services to information suppliers and 
repairers in the US market, and replication of 
those services in the Australian market would 
assist AASRA in delivering similar services to 
Australian repairers and meeting its obligation 
to have a system in place by 1 July 2022.

On 23 September, a delegation of Dealers 
met with the Executive Officer of NASTF 
to discuss the effects that the information-
sharing scheme in the US has had on Dealers, 
what changes have occurred, and what 
opportunities have arisen over the 21 years 
following its introduction.

The NASTF experience has been that the 
US scheme has created several important 
opportunities for Dealers, including many of 
them using information provided through 
NASTF to move into the service and repair of 
non-franchised brands. 

Safety first 

One of the most important elements contained 
in the new Scheme is the requirement to 
restrict the provision of safety and security 
information. Successfully doing so will 
maintain the integrity of the Scheme, protect 
consumers from criminal activity and prevent 
technicians from engaging in repairs they are 
not qualified or equipped to perform.

AADA BACKS NEW TECHNICAL 
INFORMATION SHARING BODY

FEATURES      Australian Automotive Dealer Association 



Smash your sales targets with the right combination of Changer, Balancer, Aligner 
and Hoist from Corghi’s extensive range of Workshop Equipment. 

CORGHI is a worldwide leader in mechanical innovations, automotive workshop equipment and motor vehicle 
tyre service equipment. For more than 60 years, CORGHI has shown an unwavering commitment to setting the 
benchmark for customer satisfaction, driving innovation and manufacturing quality equipment.

CORGHI is committed to helping you improve efficiencies, reduce downtime and increase
profitability, call us on 1800 CORGHI (267444) and book a face-to-face meeting today.

1800 CORGHI
CORGHI.com.au

PRODUCTIVITY + RELIABILITY = PROFITABILITY 

SOLUTIONS
C O M P L E T E  W O R K S H O P

https://www.corghi.com.au/
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www.aadaconvention.com.au


automotivedealer.com.au  |  DECEMBER 2021  |  15

2022 AADA CONVENTION & EXPO FEATURE        Australian Automotive Dealer Association 

eye to the future. With that in mind, the 
theme for the 2022 AADA National Dealer 
Convention & Expo is “Future Focused”. 

The last two years have changed the world, the 
way we work, how we do business, and the 
way our customers shop.

Shortages of new and used vehicle inventory, 
continued fallout from the banking royal 
commission and the rapidly changing 
franchise environment are issues that present 
Dealers with numerous challenges, making it 
crucial our industry remains “Future Focused”.

AADA 2022’s engaging and informative 
program will cover automotive policy, 
emerging trends, electric vehicles, people 
strategy, franchise reform, diversity, digital 
transformation, business performance, 
customer service, fixed operations, used cars 
and fixed operations.  

NADA consultant, Glenn Mercer, will return 
and present his 2022 update of his ongoing 
project, Dealership of Tomorrow 
(DoT). Commissioned originally 
by NADA (the US’s 
National Auto 
Dealers 

Our virtual Convention in 2020 was 
highly successful. Still, there’s nothing 
like coming together in person – it’s 

better for networking, checking out all the 
great products and services on display in 
the Expo, and hearing from some of the 
leading speakers in all aspects of Dealership 
operations. Zoom and Microsoft Teams 
might have shown us we can operate 
remotely, but it’s safe to say we’re all craving 
for some real, face-to-face, human contact 
after long periods of lockdown.

The AADA National Dealer Convention 
& Expo brings Dealers and allied industry 
partners together in the flesh to listen, discuss 
and debate solutions and strategies to drive 
our industry forward. We have some exciting 
sessions lined up, a great range of speakers 
and a keynote address from Australian Small 
Business and Family Enterprise Ombudsman, 
Bruce Billson.

While our 2022 AADA Convention & 
Expo provides for virtual attendance, our 
commitment is to deliver a fully engaged on-
site event. We’re confident that the rescheduled 
dates mean that our industry can get together 
at a great event in March.

For those who can’t attend, many of the 
sessions will be available online, live-streamed 
and on-demand for 30 days after the event.

As entrepreneurs, Dealers are 
naturally forward-thinking 
people, and as we begin to 
emerge from the Long 
Dark Lockdown, 
it’s critical to 
cast an 

Association) in 2016, DoT’s purpose is to 
provide new-car Dealers with projections as to 
how the retailing of cars may change over the 
next decade or so, as input to their strategic 
plans.  

And then there are electric vehicles, a 
segment set to boom over the next decade 
as automakers en masse embrace the now-
inevitable revolution in motor vehicle power 
systems. Another of our feature sessions will 
discuss everything Dealers need to know to 
ready themselves for this seismic shift.

And as usual, our Expo will feature the 
latest and greatest products, services and 
innovations from our industry partners.

All of this is designed to ensure we as an 
industry are “Future Focused” on everything 
the next decade will bring. Don’t get left 
behind!

“FUTURE FOCUSED” CONVENTION 
SET TO GO AHEAD IN MARCH
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WITH THANKS TO OUR SPONSORS
CONVENTION SPONSORS

AADA thanks our loyal and 
generous sponsors, who stand 
by our industry and provide 
support we deeply appreciate. 
Without them this event would 
not be possible. They are as 
“Future Focused” as we are, so 
we look forward to many years 
ahead.
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Peter contributes daily articles to his website 
Switzer Daily (www.switzer.com.au), including 
finance news, opinion pieces and financial 
commentary that respond to current trends 
and topics in Australian and global markets.

Peter is also a founder of The Switzer 
Report (www.switzerreport.com.au), a 
paid subscription report that collates tips 
and insights from Peter Switzer and several 
respected financial experts in the country. The 
Switzer Report is published every Monday, 
Thursday and Saturday.

Peter is an experienced MC, with more than 
two decades of hosting national conferences 
for the financial, planning and banking groups, 
special events, trade industry expos and 
government roadshows.

With his background in economics, finance 
and business commentary on TV, radio and 
metropolitan newspapers, along with his 
30-year experience running his own business, 
Peter is equipped to facilitate panels, one-on-
one executive interviews, boardroom lunches 
and hypotheticals.

With his academic history lecturing 
economics at the University of New South 
Wales and over three decades of economics 
commentary in the Daily Telegraph, the 
Sun-Herald and The Australian, Peter brings 
his unique entertaining/educational style to 

AADA is proud to announce our new 2022 
AADA National Dealer Convention 
& Expo Host, economics and business 

guru, Peter Switzer.

Peter is an award-winning broadcaster, 
twice runner-up for the Best Current Affairs 
Commentator award for radio, behind 
broadcaster Alan Jones. He talks to Ben 
Fordham each morning on 2GB, as well as 
writing each day on switzer.com.au. He is 
also a former lecturer in Economics at the 
University of NSW.

Peter launched his own financial business 
30 years ago, and The Switzer Group has 
since grown into three successful companies 
spanning media and publishing that creates 
written content as well as video and films, with 
its latest acquisition being the global brand 
Harper’s Bazaar, financial advice, insurance 
and business advice. 

Switzer TV is the adaptation of Peter’s program 
of the same name, which aired on Sky Business 
for ten years. In 2019, Peter adapted this 
program online and FREE via his YouTube 
channel, Switzer Financial Group. Switzer TV 
on YouTube consists of three weekly segments; 
‘Switzer TV: Investing’,  ‘Switzer TV: Property’ 
and ‘Mad About Money’.

Switzer TV shares Peter’s knowledge and 
insights as he discusses pressing topics in 
investing and property, with some of the 
world’s most prestigious experts.

conferences, ensuring all attendees come away 
with powerful and valuable insights.

Peter’s vast experience, knowledge and skills 
will be a massive asset for AADA and our 
convention. We’re thrilled to have him aboard 
and can’t wait for him to sink his teeth into the 
meaty issues facing our industry.

A little about Peter Switzer’s achievements:

• 11 years lecturing Economics at the 
University of NSW

• Economics column with the Daily 
Telegraph

• Business and political commentator for 
the Triple M network

• Economics commentator for Channel 7 
News world program

• Sun Herald business columnist

• Editor Australian Small Business 
magazine

• SBS business reporter on the program 
“Insight”

• Economics commentator and Small 
Business editor and contributor to 
the Wealth section of the Australian 
newspaper

• Finance and business editor for Mix 
106.5 FM

BUSINESS GURU 
PETER SWITZER 
TO HOST 2022 
CONVENTION



Proud to be a member of the                family.

Our Credit Team Is An Online
Platform That Offers A Simple,
Paperless Application Process To
Finance Multiple Types Of Assets.
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ourcreditteam.com.au

Asset Finance at
your fingertips
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The AADA National Dealer Convention & 
Expo is the one time of the year when our 
entire industry gathers together, so we like to 
take the opportunity to tackle the significant 
issues in our feature panel sessions.

Featuring heavyweights of the automotive 
industry, these sessions will enlighten and 

spark lively debate regarding the most 
critical current matters and potential new 
developments facing the industry. 

Make sure you’re there to soak up the vast 
knowledge and strong opinions put forth on 
stage.

THE BIG 
ISSUES

AADA CEO James Voortman will host this 
important event, which will also feature new 
AADA chairman David Blackhall, Federal 
Chamber of Automotive Industries chief 
executive Tony Weber, leading automotive 
lawyer Evan Stents from HWL Ebsworth 
Lawyers, and Stuart Charity, Executive 
Director of the Australian Automotive 
Aftermarket Association (AAAA).

AAAA represents Manufacturers and  
remanufacturers, importers, distributors, 
wholesalers, resellers, and retailers of 
automotive parts, accessories, tools and 
equipment. Stuart is accustomed to 
representing that industry before governments 
and regulators, as, of course, is James.

James has extensive policy and automotive 
advocacy experience and worked as an 

advisor to a Federal Minister and in several 
senior policy roles within a range of industry 
associations before his roles at the AADA.

Tony has been representing and fighting for 
the industry for many years, while Evan is one 
of Australia’s best automotive lawyers. Evan 
is a qualified mediator and expert in legal 
matters, including commercial agreements, 
property and leasing disputes, Corporations 
Law applications, Restrictive Trade 
Practices, injunctions and Administrations, 
Receiverships and Liquidations.

If you’re interested in the ongoing fight for a 
better deal for our industry and want to know 
what’s next on the agenda, make sure you get 
to this fascinating panel discussion.

It’s a crucial time for the retail automotive 
industry. There’s the chaos created by the 
COVID-19 pandemic, the threat to the 

Dealership model posed by Manufacturers’ 
desire to move to agency models, the rapid 
growth expected in electric vehicles, new 
data-sharing arrangements, and a whole lot 
more.

The Advocacy panel will bring together 
leaders representing Manufacturers, Dealers 
and independent repairers to discuss events 
of the past year and take a holistic view of 
automotive policy in key areas, including 
OEM arrangements, taxation and tariffs.

A lot is in flux in our industry, and continued 
advocacy with governments and regulators 
is pivotal to ensuring the best outcomes for 
Dealers.

ADVOCATES WORKING TOGETHER

www.ausloans.com.au
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These four have decades of experience in the 
finance and insurance industry and much to say 
on where we’re at and where we’re going in the 
future.

This area of our business has endured much 
change through the last couple of years, not just 
at a regulation level but in terms of contribution 
to the Dealership’s overall success. The next few 
years herald significant change. No doubt, we 
will see more regulation and many new solutions 
such as subscription, short-medium term 
lease, various rental solutions and the increased 
development of OEM finance plans. 

A report produced to inform the Royal 
Commission showed just how important F&I 
has been for Dealerships. It found that 90% of all 
car sales were arranged through finance, of which 
39% were financed through a Dealership. 

According to the Australian Bureau of Statistics, 
new finance commitments for motor vehicles 
totalled around $2.8 billion in December 2017. 
(A ‘finance commitment’ is a firm offer of finance 

from a lender that has been, or is normally 
expected to be, accepted by a borrower.)

The Australian Securities and Investments 
Commission (ASIC) even made the statement 
that profit margins for car Dealers relied “not 
only on car sales but on ancillary services, 
including the sale of spare parts, after-sales 
services (such as ongoing servicing) and the sale 
of finance and insurance”. Likewise, the Victorian 
Automobile Chamber of Commerce (VACC) 
noted that finance operations were “an intrinsic 
part of the new car supply chain”.

In September 2017, ASIC banned flex 
commissions in the car finance market, which 
had allowed Dealers to set the interest rate on a 
car loan. The Royal Commission recommended 
the removal of point-of-sale exemption, said 
there should be a deferred sales model for add-on 
insurance, and a cap on commissions.

All these measures have created challenges for 
Dealership F&I departments, which is why this 
panel session is so important. Don’t miss it.

The Banking Royal Commission has 
changed the playing field in the Finance 
and Insurance department, and this expert 

panel will address the issues facing Dealers in 
the new frontier for F&I.

Dealers have long counted on F&I as a vital 
source of income, but with traditional lenders 
less willing to commit to loans, a new approach 
is required.

New lenders and solutions are entering the space, 
so it’s crucial that Dealers inform themselves as to 
what is available and what further developments 
could occur.

This industry panel will examine the 
ramifications of the Royal Commission and 
resulting recommendations and discuss the 
future of this key area of Dealership operations. 

AADA 2022 Host, Peter Switzer, will be joined 
by Bernie Campbell, Angle Finance, Malcolm 
Tilbrook, eric Insurance, Michael Higgins, Loopit 
Subscription, and Ahmed Mahmoud, Deloitte.

F&I THE NEW FRONTIER

GLOBAL EXPERTISE,  
LOCAL KNOWLEDGE. 
Is why most major Australian manufacturers and distributors 
choose Allianz as their preferred insurance provider. 

This year has seen remarkable changes in the way we live and the  
way we do business. In the midst of this uncertainty, it is good to 
know that Allianz has had a long-term track record of supporting the 
automotive industry. 

Allianz is committed to keeping your business moving ahead by  
creating revenue opportunities supported with simple sales processes 
and quality insurance products that both meet the needs of your 
customer and comply with changing industry regulations. 

Allianz is driven by your success. To find out how Allianz  
can work with you to build your business for the future,  
visit Allianz.com.au/aada

Allianz.com.au/aada
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The ProfitFocus philosophy is to use data-
driven insights to help you fine tune the 
performance of your business. We help you to 
uncover the opportunities you are missing and 
then make the most of them.

Using the eProfitFocus online platform, we 
take your raw data and turn it into information 
you can use in your business every day. But 
even better, by monitoring your performance 
in a way that is consistent with hundreds of 
other Dealerships in the eProfitFocus database, 
you can use the power of data to objectively 
assess your operations and track down the 
opportunities you might be missing out on 
across all areas of your business.

In addition to comparing your performance to 
that of the current market, Benchmarking is an 
excellent method of monitoring performance 
and setting goals.

More than just a collection of numbers, the 
Deloitte Motor Industry Services Benchmarks 
are a cohesive framework of key indicators 
designed to help you build and manage 
a Dealership that achieves long-term, 
sustainable profitability.

While the starting point for the benchmarks is 
the raw data in the eProfitFocus database, the 
ProfitFocus team applies their deep industry 
knowledge and experience to blend the 
realities of the market with best practice. The 
result is a set of benchmarks which you can 
use to help you in building a profitable and 
lasting business in the real world. 

Join us and Deloitte Motor Industry Services at 
the 2022 AADA Convention & Expo and get 
your Dealership Profit Focused.

Deloitte Motor Industry Services’ ProfitFocus 
is the most insightful, independent analysis of 
the state of the retail motor industry, and this 
presentation – which will also be streamed 
live online – will be one of the most important 
sessions of AADA 2022 Future Focused.

Every month the ProfitFocus team is in 
contact with hundreds of Dealers and dozens 
of franchises across Australia, New Zealand, 
and the world. This, combined with the wealth 
of information in the eProfitFocus database 
- with over 850 Dealers reporting across 
Australia and New Zealand alone - puts us in a 
unique position to bring you the latest trends, 
pressure points and opportunities in the motor 
industry as they emerge. 

Add to this the deep industry expertise of the 
ProfitFocus team, with hands-on operational 
experience at all levels. We do more than just 
tell you what's happening in the market, we let 
you know what it means for you.

That's the difference between market 
information and market intelligence.

AADA FEATURE PRESENTATION: 
PROFIT IN FOCUS WITH DELOITTE

2022 Dealership 
Benchmarks

MOTOR 
INDUSTRY 
SERVICES

LIVE ONSITE - LIVE STREAMED 
GENERAL SESSION - TUESDAY 8 MARCH 9.30AM

Dale Macauley
Partner

Lee Peters
Partner

“Not just 
benchmarking, 

ProfitFocus 
benchmarking”
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& Expo will comprehensively examine 
the current and future state of the retail 
automotive industry, zeroing in on how 
consumers interact online and how they buy 
new cars in the digital age.

Presented by Michael Holmes and Ren 
Blanning, this session will give dealers a set 
of clear performance benchmarks, valuable 
insights into online retail trends, and an 
understanding of consumer behaviors that 
Dealers must be aware of in this fast-paced, 
digital world. Ren and Michael will outline 

what has changed about how customers 
research and buy, and what Dealers must do in 
response. Dealers will be able to measure their 
digital performance against Australia’s leading 
digital dealerships. With customer experience 
firming as the major point of difference 
amongst competitors selling the same or 
similar products, this session will deliver vital 
insights to help you gain that CX edge.

Join us and Carsales at the 2022 AADA 
Convention & Expo and get your dealership 
“Future Focused”.

The last two years of the COVID-19 
pandemic have accelerated the swing 
towards online, and succinctly 

demonstrated to Dealers that an effective 
online strategy is paramount for sustained 
sales performance. What is very clear is 
that online customer experience (CX) is 
the critical benchmark, and needs to be the 
absolute focus of an effective online strategy.

As Australia’s premier online automotive 
marketplace, Carsales has been linking Dealers 
and car-buyers and building an intimate 
knowledge of market conditions and trends for 
the past twenty-five years. Correct and timely 
usage of this knowledge provides dealers with 
immense insights into online trends and best 
practices that ultimately help deliver tangible 
outcomes.

Many elements determine how consumers 
action search online, and this feature 
presentation of the 2022 AADA Convention 

AADA FEATURE PRESENTATION: 
MARKET REPORT - AUTOMOTIVE 
ONLINE IN AUSTRALIA WITH CARSALES

Ren Blanning
Head of Executive 
Business

Michael Holmes
Executive Director, 
Dealer

Market Report

AUTOMOTIVE 
ONLINE IN 
AUSTRALIA

LIVE ONSITE - LIVE STREAMED 
GENERAL SESSION - TUESDAY 8 MARCH 9.30AM
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Olympian, has a remarkable story, winning his 
incredible victory after his fellow competitors 
all fell over, and he cruised to the finish line. 
‘Doing a Bradbury’ is now officially in the 
Macquarie Dictionary! 

He might have been lucky, but it was no fluke 
– years of hard work, sacrifice and dedication 
went into putting him in a position to strike 
when his moment came.

“Bradbury”, the film based on Steven’s Olympic 
story, will be released in 2021/2022.

Steven’s success strategy can help teach your 
team how to put themselves in position to be 
the next to ‘do a Bradbury’. Steven is a funny, 
warm and engaging speaker and his is a story 
that really needs to be heard from the man 
himself to fully appreciate this truly unique 
moment in world sport.

The AADA Auto-IT Opening Breakfast 
is the traditional AADA Convention 
opener. It is the first gathering of 

delegates, when we come together and focus 
on the agenda for the days ahead. AADA and 
Auto-IT strive to present informative and 
entertaining speakers, and this year is no 
exception.

Steven Bradbury, Australia’s first ever Winter 
Olympic Gold Medallist and four time 

KICK THINGS OFF WITH THE LAST 
MAN STANDING

http://www.washtec.com.au
www.washtec.com.au
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Government, and in local government.

His time as Executive Chairman of the 
Franchise Council of Australia ensures he is 
across the issues facing franchised automotive 
Dealers. 

As Ombudsman, his role is to support the 
small businesses and family enterprises of 
Australia. This includes matters such as dispute 
resolution, advocating for small businesses and 
family enterprises regarding the challenges 
they face, and working with government to 

develop policies and programs designed to 
support them.

Given his fantastic career and current role, 
there is no one better placed to address 
Dealers at this point. These are enormously 
challenging times for small business, and with 
his background in politics, as the Minister for 
Small Business, and now as the Ombudsman, 
Mr. Billson understands those challenges 
better than most. His insight, wisdom and 
experience are bound to deliver a memorable 
and important Keynote, so make sure you 
don’t miss out.

Dealerships are small businesses, primarily 
family-owned, so AADA is pleased that 
Bruce Billson, the Australian Small 

Business and Family Enterprise Ombudsman, 
will deliver the Keynote Address at AADA 
2022 Future Focused.

Formerly the Minister for Small Business, 
Mr. Billson spent two decades in Federal 
Parliament, also serving for a time as Minister 
for Veterans’ Affairs.

His extensive public service also includes 
acting as an advisor to the Victorian 

SMALL BUSINESS FOCUS OF KEYNOTE

AADA WELCOMES 
THE HON. BRUCE 
BILSON AS KEYNOTE 
SPEAKER 
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Gus is often thought of as a futurist, not 
because he predicts the future but because he 
helps you focus on what you can control to 
deal with any future. 

He loves sharing a story, especially knowing 
those stories make a difference to people’s 
businesses and lives. He is candid and full 
of energy. He will make you laugh hard 
and equally think deeply about the puzzles 
of running a business irrespective of size. 
His common sense will disarm you and his 
practical approach will get you moving.

Let Gus take you behind the scenes to 
understand what companies did right and 
wrong during the last three decades of 
unparalleled change and disruption. These 
lessons apply to all modern businesses facing 
the digital revolution and the relentless pace of 
technology.

Thanks to Carsales, make sure you’re there for 
this eye-opening journey of a true self-made 
go-getter.

Born and bred in wild Patagonia, by the age 
of 22 Gus had dropped out of uni, hitchhiked 
South America, set up his first business 
and landed his dream job at Lonely Planet. 
Fast forward a few years and he led the 
company globally, working with companies 
like Google X, Nokia and Amazon on the 
latest technology, creative cultures and high 
performing teams. 

Seeking change, he hung up his boots as 
Executive Director and CTO of Lonely Planet 
and moved back to his entrepreneurial roots, 
becoming an investor, founder and mentor 
across the start-up ecosystem in Melbourne. 

CARSALES 
LUNCHEON WITH 
GUS BALBONTIN
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Australia in his chosen sport. He runs a school 
and orphanage in Haiti and has been an 
Australia Day Ambassador for seven years.

Mike has presented to over 600,000 people 
around the world, from corporates to athletes 
to people facing life threatening illnesses.

The award-winning documentary on his life 
by ABC’s Australian Story has been viewed by 
over four million people, while an incredible 
51 million people have viewed a recent video 
of him speaking in LA.  

Make sure you don’t miss out on this fantastic 
event. Reserve your spot today and join us 
at breakfast with MotorOne. You will be 
entertained, inspired and ready to move 
mountains in your world.

Once you hear Michael speak, you will have a 
renewed perspective on life.

The AADA MotorOne Breakfast never 
fails to deliver on its mission to inspire, 
move and motivate. 

Michael Crossland has been a fighter since 
birth, defying the odds to survive not only a 
rare form of life-threatening cancer, but being 
the sole survivor of a horrific cancer drug trial. 

Despite spending nearly a quarter of his life 
in hospital, he has forged a highly successful 
career in the corporate world and represented 

START YOUR DAY 
INSPIRED WITH 

MOTORONE
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Last year’s virtual Convention was a great 
success, and we have taken the experience 
gained from running that event to develop 
our plans for this one. All sessions will be live-
streamed, then made available on-demand.

It’s a program you don’t want to miss. Our 
international star speakers include David 
Martin, David Kain, Lloyd Schiller, Kerry 
Wise, Simon Bowkett and Glenn Mercer. 

AADA always strives to put together a 
comprehensive program of international 
speakers, and 2022 is no exception. 

For those unable to attend “AADA 2022 Future 
Focused” in person, the international speaker 
program will be available to stream, live 
and on-demand. You can enjoy our biggest-
ever AADA International Program at your 
convenience, without leaving your Dealership.

Issues covered will include the power of 
diversity in Dealerships, electric vehicles, 
digital marketing, customer retention, service 
and parts efficiency and more.

The AADA International On-Demand 
streaming program takes our Convention 
program to a new level, making it accessible to 
more Dealers and their staff from every corner 
of the country.

AADA INTERNATIONAL ON-DEMAND
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There’s hardly anything at SearchLab that Greg 
isn’t involved in. He helps to steer the SEO 
process, oversees all SearchLab marketing 
efforts, and helps to promote SearchLab at 
conferences, on industry publications and 
training videos.

In this workshop, titled Ricky Bobby's Guide 
to Winning with SEO in 2022, Greg will 
change how you think about SEO. It's your 
most important marketing channel, and it's 
too important to use outdated tactics. 

Greg will teach you why Dealers need Local 
SEO, the signals that influence local visibility, 
and how to optimise those signals. You'll 
learn all about website content, inbound links, 
customer reviews, and Google My Business.

• Learn why you need to change your SEO 
emphasis and strategy

• Discover which signals influence visibility 
in searches and how to optimise them

• Learn about the recent Google My 
Business changes and how to optimise 
your profile.

For 16 years, Greg has been conducting 
SEO for businesses in different verticals to 
boost their visibility in search results. He is 
an experienced SEO consultant specialising 
in Local SEO and PPC, and has been an 
honoured guest and speaker at top SEO 
conferences around the globe. He’s one of the 
most in-demand speakers at digital marketing 
and automotive conferences worldwide, with 
dynamic movie-themed presentations packed 
full of actionable tactics and information. 

With two decades of online marketing and 
web design experience, Greg’s expertise in 
Local SEO has helped hundreds of businesses 
gain more visibility in local searches, and he’s 
coming to help you.

With car buyers now conducting the 
vast majority of their research online, 
it is crucial they can find you, which 

means ranking highly in Search – especially 
in your local area.

Search Engine Optimisation. SEO. How do 
you ensure that your website is one of the first 
your potential customers come across when 
they begin their search for a new car?

It’s long been seen as a “secret herbs and spices” 
formula, but at the 2022 AADA Convention, 
we will demystify the process thanks to our 
special guest workshop presenter, Greg Gifford 
– “The SEO Whisperer”. 

Greg is Vice President of Search for SearchLab, 
a local SEO and PPC agency based in Chicago. 
He is one of the most popular speakers in the 
SEO industry, presenting worldwide on topics 
related to Local SEO.

MEET GREG 
GIFFORD, 
THE SEO 
WHISPERER
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cost in the thousands, so don’t pass up this 
outstanding value opportunity to benefit from 
their insight and experience. 

For those unable to attend “AADA 2022 
Future Focused” in person, we are thrilled 
to announce that our international speaker 
program will be available to stream on-
demand. This will allow you and your team 
to benefit from our biggest-ever AADA 
International Program at a time that suits you, 
in the convenience of your Dealership.

If there’s one thing COVID-19 has done 
for business, it is to expand the use and 

understanding of online and streaming tools. 
Last year’s virtual Convention was a great 
success, and we have taken the experience 
gained from running that event to develop our 
plans for this one.

All our sessions will be live-streamed, then 
made available on-demand from Tuesday 8 
March.

The AADA International On-Demand 
streaming program takes our Convention 
program to a new level, making it accessible to 
more Dealers and their staff from every corner 
of the country.

AADA has compiled a line-up of 
international speakers and workshop 
presenters that reads like a ‘Who’s Who’ 

of experts in every aspect of Dealership 
operations. 

Whether attending these sessions in person, 
streaming them live online or watching them 
at your leisure via on-demand, your team will 
gain valuable knowledge and tools to drive 
growth, maximise profit and create happy, 
returning customers.

To bring even one of these gurus to your 
Dealership to present to your people would 

AADA INTERNATIONAL ON-DEMAND 
WORKSHOPS

Maximising Your Most Valuable Franchise 
Tommy Gibbs

Tommy’s explicit and simple disciplines will 
help solve the most pressing issues in used car 
departments. He’ll simplify the complicated 
with a clear presentation on using common 
sense and technology, and help Dealers 
maximise profits with their most valuable 
franchise.

Amazing Customer Service 
David Martin

Fantastic customer service is the key to success 
today. Create raving fans – customers whose 
consistently great experiences and feelings 
make it easier to part with hard-earned dollars. 
Get specific tips and techniques to ‘WOW’ 
customers, generate fantastic online reviews, 
and retain customers.

Words that Sell Cars 
Simon Bowkett

In a world of “disruption,” car sales are not 
immune. How do you secure a deal with 
margin left in it? Simon will detail the 7 Digital 
Enquiries salespeople deal with and deliver the 
response proven to work in a disruptive world.
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Digital Marketing Simplified! 
David Kain

The moderator of the 1st Digital Marketing 
Manager 20 Group and FordDirect founder 
will share proven strategies used by some of 
North America’s most successful Dealerships 
and groups. Simplify website, traffic sources, 
3rd party listing and social media to drive sales 
and profit growth.

Redesign Your People Strategy to 
Improve Your Customer Experience & 
Drive Profit 
Candice Crane

Retail automotive technology and process is 
evolving, yet people strategy remains largely 
unchanged. Times have changed – so should 
your organisational structure, job roles, and 
compensation plans. Learn to retool your 
people strategy to align with digital retailing 
and boost net profit. maximise profits with 
their most valuable franchise.

EVs in the USA: Just the Facts  
Glenn Mercer

NADA asked Glenn to review the status and 
likely direction of EV sales. His report focuses 
on twelve areas: Customers, Vehicles, Batteries, 
Charging, Incentives, Economics, Grid, 
Environment, Employment, Geopolitics, Sales, 
and Dealers. Glenn will present a summary of 
the 200+ page report.

Driving Service & Parts Efficiency in an 
Unpredictable COVID-19 Climate 
Lloyd Schiller

There is a new “COVID Best Practice” 
when it comes to operating Service & Parts 
Departments. This session will cover the 
three crucial areas: 1. Regaining & Increasing 
Service Traffic through Better Retention; 
2. Increasing Sales Per Transaction; and 3. 
Increasing Operational Efficiencies.

How to Get Customer Retention Above 
80% in 12 Months 
Jeff Cowan

Having visited and worked on over 3,500 
service drives, Jeff has developed a simple 
process to help you get above 80% customer 
retention within twelve months. His system 
will maximise your sales and deliver the 
highest survey scores possible.

Time to Ramp up your Digital 
Showroom: A Checklist for Digital 
Merchandising Success 
Ben Cooper

Learn how industry leaders are reacting to 
changing consumer shopping habits, placing 
their digital showroom at the heart of their 
retail operation and customer engagement 
strategies.



PH: 1300 880 057  •  www.snap21.com.au

Reviews  •  Social Media  •  Reputation

Get More Reviews
Snap21 clients get 50% of their happy 

customers to post online reviews. 
The industry average is only eight percent!

Improve Your Reputation
Snap21 understands you need reviews across 

multiple websites. We also help you collect 
reviews on other websites like Google.

Happy Client Referrals
When a Snap is sent to your client, it is branded 
for your business. Now when they post to their 

social websites, it’s branded.

Call Vanessa on 0499 881 596 to book your no obligation 
demonstration and stand out from your competitors.

Customer Reviews Everywhere that Counts!

onOn Your 
Website

and on

www.snap21.com.au
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Join us at 
the Pentana 
Solutions Expo 
Luncheon
Tuesday 8 March 12:30pm

A highlight of the AADA Convention 
& Expo every year is the Pentana 
Solutions Expo Luncheon, which 
follows the AADA General Session on 
Tuesday. See you there!

Proudly sponsored by
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prosper in the digital marketplace in a post-
COVID economy. 

Understand what is required in the new reality 
in all areas of Dealership operations. Arm 
yourself with the information our presenters 
have compiled, the insights they have gathered 
via extensive research, and the knowledge and 

understanding of new ways of doing business 
that will see your business thrive into the 
future.

This is a stellar line-up of experts gathered 
to share their expertise across the range of 
Dealership operations and future possibilities. 
Be sure to join us to learn from these leaders in 
their fields.

In our biggest-ever AADA Workshop 
Program, we bring you the latest trends, 
practices, technologies and tactics to ensure 

Dealerships remain “Future Focused”. 

Presented on-site, live-streamed, and available 
on-demand for 30 days for delegates, our 
AADA Management Workshops will help you 

MOST EXTENSIVE AADA WORKSHOP 
PROGRAM EVER

Data is the new oil 
– are you refining 
and protecting your 
customer database? 
Paul Starkey

Your customer database is your most valuable 
tool. However, data left unrefined cannot be 
used to its full potential. Join this session to 
see what key processes you can implement to 
extract and protect your customer database.

How car subscription 
can add to your 
Dealership’s bottom 
line
Michael Higgins

A Dealership without a subscription program 
will be like a real estate agency without a rent 
roll. Understand the role subscription will play 
in your Dealership and how it can boost your 
bottom line with a new recurring revenue 
channel.

Increase your sales 
conversion – how 
to maximise digital 
opportunities and 
future-proof your 
business 
Ren Blanning

The digital age had been coming for two 
decades. Last year it landed. The facts are, if 
you don’t have the digital game, you aren’t in 
the game.

Fraud! Yes, it can 
happen to you in 
ways you won’t 
expect, and the cost 
may be too high 
Stefanie Orlando

The online business climate makes the risk of 
serious fraud more real than ever. At the centre 
of that risk is data protection. Which key areas 
of your Dealership should be on high alert for 
possible fraud and data breach?

Best practice digital 
retailing and online 
financing – don’t 
get left behind! 
Mark Lancaster

Post-COVID, retailers need a Digital Retailing 
Strategy with optimism and urgency. Modern 
tech integrated with bricks-and-mortar 
operations to deliver seamless customer 
experiences. Tangible examples and a deep 
dive into new advances in speed, flexibility, 
scalability and stability.

DSM – What does it mean to you? 
John Pemberton & Gordon Bush

Hear from the eric Insurance team on the 
deferred selling model (DSM). Gordon & John 
will present an in-depth session explaining 
the impact and complexities of the DSM, 
eric’s solutions, and how to leverage future 
opportunities.
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Connecting with 
your customers 
throughout the 
buying journey and 
beyond
Gavin Cox

Embrace technology and maximise your sales 
opportunities. From digital engagement and 
leads matching to online deposits, vehicle 
valuations and retention tools, the industry is 
rapidly embracing technological advances in 
customer management. Stay ahead of the game.

How healthy is your 
business? Gain the 
leading edge on 
calls
Steve Curran

Do you have the leading edge on inbound 
and outbound calls across your Dealership? 
Learn the simplified process to ‘Health Check’ 
your call handling, highlight deficiencies, fix 
varying problems, maintain consistent call 
results, and maximise opportunities.

Sales Acceleration: 
Strategies to 
Efficiently Drive 
Deals 
Lexy Brady

Sales Acceleration is the new area of strategy 
driving compelling results for Dealers 
worldwide. Learn how changing your thinking 
about leads, the sales funnel, and attribution 
wins sales more efficiently. Time to become 
curious, ask great questions, and reconsider 
strategies.

“We’ve always done it this way.” How making a 
change can accelerate your profit capabilities 
Sandra Noach & Chris Downie

High-quality aftermarket products, offering 
superior benefits to both customer and Dealer 
are becoming increasingly essential. Accelerate 
sales and profits by supplementing the gross 
generation for your vehicle department through 
the sale of nontraditional, class-leading products.

What is required from the Modern Manager? 
John Fountain & Michael Johnson

What are your non-negotiables and the best 
practice methods for efficient results? Hear 
insights gained from hundreds of managers. 
From volume to luxury, the standout best 
practices for productivity, Return on Investment, 
Process, Internal KPIs and Manufacturer 
Operating Standards.

Data driven inventory and stocking decisions 
Michael Sommerton & Scott Allen

Take complete control of your used car business. 
Develop a used car buying and selling strategy 
bespoke to your business, understand how to 
price stock in an ever-changing market, increase 
used car profitability via retail and wholesale 
channels.
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How does COVID HR 
Management impact 
my Dealership and 
what should I be 
paying attention to?  
John-Anthony Hodgens

COVID-19 has changed the norms of HR 
management. How can your Dealership 
meet the HR challenges in this unpredictable 
climate and what has changed that you should 
pay attention to? Understand those challenges 
and receive an easy to action plan.

Optimising revenue 
streams – how to 
leverage Dealership 
finance in your 
digital strategy 
Darren Kumar

If you’re promoting your inventory without a 
finance solution, you’re asking the customer 
to find one themselves, leading to Dealers 
missing out on these revenue streams.

Maximising 
Wholesale 
Efficiency and 
Margin 
Andrew Tyson

Are you maximising your returns on wholesale 
trades and stock you don’t retain for retail? 
With over 20 years experience in remarketing 
wholesale cars, Andrew is at the forefront 
of the wholesale industry and how you can 
harness the market better.

Be great at 
gathering, analysing 
and managing your 
client data 
Brendan Bates

How integrated is your technology ecosystem? 
Hear insights from millions of Dealer-
client interactions into how capturing and 
deploying data tactically with the right 
marketing automations facilitates a more 
coherent workspace for your team and more 
personalised experience for your clients.

Improve your F&I department's performance 
with accelerated approval automation
Alex Luther & Bryce Griffith

In this online world consumers want accelerated 
solutions, F&I in a Dealership is no exception. 
See how you can streamline final approvals and 
settlements within 60 minutes/7 days a week 
providing your sales team with a quick efficient 
process to capitalise on sales opportunities.

Autonomous Vehicle Inspection: Check 
every vehicle, see every opportunity
Adam Caddeo & Robert Reeves

Discover the equipment defining the future of 
automotive workshops. The latest in automotive 
technology enables you to autonomously identify 
today’s most profitable service opportunities. 
Learn about of one of the most exciting pieces of 
equipment to hit the Australian market.

How a virtual business manager is 
supporting in-house BMs to increase 
finance penetration
Tom Caesar & Alex Bodriagin

45% of consumers don’t research finance 
options prior to acquiring a vehicle, whilst 
33% of consumers say convenience is the most 
important aspect relating to a loan. Business 
managers play a crucial role in Dealerships, but 
what happens when they’re; busy, on leave, have 
an RDO, on a break? Inconvenient, right? How 
hard is it finding a good business manager? Enter 
the ‘virtual business manager’. A solution that 
allows Dealership team members to provide 
finance assistance for customers there and then - 
conveniently.

2022 AADA CONVENTION & EXPO FEATURE        Australian Automotive Dealer Association 

More workshop 
announcements coming 

soon...
Visit aadaconvention.com.au 

for updates!

www.aadaconvention.com.au
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ALL YOU NEED TO KNOW ABOUT THE
2022 AADA CONVENTION & EXPO

RYDGES SOUTH BANK BRISBANE

Rydges South Bank Brisbane is about 100mtrs 
from the Brisbane Convention & Exhibition 
Center (BCEC), which is connected via a 
walkway.

Queen Room Rate:

$239 per room/per night
Twin share option available.

Delegate Registration Options

Expo Open Day#+ FREE
Our FREE Expo Open Day Pass#+ will give you access to the onsite 
AADA 2022 Expo, between 9:30am - 5:00pm on Wednesday 9 March 
2022.

Dealership Pass  $1,950*

2 x Onsite# Dealer/Member Delegate Passes, plus 
4 x Virtual Dealer/Member Delegate Passes

Onsite Dealership Members  $795*

For your first Onsite# Dealer/Member registration. 
$595 for any additional Onsite Dealer/Member registrations^

Onsite Allied/Non-Members  $1,295*

For your first Onsite# Allied/Non-Member registration. 
$875 for any additional Onsite Allied/Non-Member registrations^

Virtual Dealership Members  $495*

Virtual Dealer/Member registration. 
$795 virtual Allied/Non-Member registration^

*All registration and catered event prices include GST unless otherwise stated. All prices are in AUD unless 
otherwise stated. #All Onsite Delegate Passes will automatically include access to our AADA Convention 
Virtual Platform. Expo Open Day Passes will only have access to our on-site AADA Expo (excludes all sessions 
and workshops). Virtual-only Delegate passes will not give you access to our Onsite AADA Convention & 
Expo at the Brisbane Convention & Exhibition Centre. Onsite delegate pass registration does not include 
catered event access and must be purchased during the registration process. ^All passes must be registered 
and transaction processed at the same time, and delegates must be from same organisation address. 
Booking limits apply. +Catered Event bookings cannot be purchased with an Expo Open Day or Virtual Pass 
registrations. Please refer to www.aadaconvention.com.au for full terms and conditions on registration and 
accommodation.

Optional Add-Ons
Catered Events>+ $49

*

Per delegate, per catered event> with any 
Onsite Delegate Pass+

*All prices quoted are in Australian dollars and include 10% GST. 
>Catered Event bookings must be selected or purchased by Monday 
28 February 2022 12:00PM during your registration process. ~AADA 
Pentana Solutions Expo Luncheon and AADA Valvoline Networking 
Event are included complimentary with all on-site delegate passes 
(except Expo Open Day Pass). +Catered Event bookings cannot be 
purchased with an Expo Open Day Pass or Virtual Pass registration.

Full Convention Schedule is available 
at aadaconvention.com.au

www.aadaconvention.com.au
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Gear up for  
festive spending. 
Give your customers a smarter way to pay  
for service and car care transactions.
No interest. None

Plan value up to $5,000

eraPower integration now available

Get your Openpay application  underway in two steps.

Openpay available to applicants only. Fees, terms & conditions vary by merchant. Visit www.openpay.com.au/legal for more information.

Contact:
Eric Weitzman - Head of Automotive
email: eric@openpay.com.au
phone: 0435 515 451

1 Scan:
The QR code and
submit the application form

2
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offer car buyers finance in 60 minutes, 7 days 
a week without the need of a broker, with 
artificial intelligence making the decisions on a 
personalised rate for the customer.

Dealers who can’t meet the demands of the new 
generation of car buyers, risk being left in the 
dust.

They also run the risk of losing business as 
consumers have fundamentally changed their 
attitude to credit and have an expectation of 
walking away with their purchases in minutes.  
And this includes weekends.  If they can only 
shop for a car on the weekend, a car finance 
product must meet the need for fast finance on 
both Saturday and Sunday.

Today’s car buyers also rate savvy and 
know their worth, so they expect a fair and 
competitive rate that reflects their ability to 
manage debt in this brave new world of fast 
finance.

Bringing car finance into the 21st Century has 
overcome the friction that frustrated Dealers 
faced, and they are able to create a smooth 
customer experience that automates several 
touchpoints - from the customer application 
process, underwriting decisions and even real-
time funding to customer bank accounts.

Although competition between Dealers 
remains fierce and loyalty is hard to win on 
purchases as irregular as a new car, Autopay is 
quickly becoming the Dealer’s secret weapon. 
In the same way that shoppers are choosing 
retailers with Afterpay, they will undoubtedly 
look for Dealers that can provide the same 
benefits in car buying. 

It also brings added benefits of real time 
payout figures with Dealerships retaining 
100% of commissions available, and no early 
or break fees.

In the battle to win over millennials, Autopay 
has fixed everything that was broken about 
existing auto finance models and found a 
solution to problems that put the brakes on 
Dealers and car buyers.

Tech-led innovation creates a new auto 
finance market leader

There are very few things that remain 
constant in the automotive industry. 
Only the humble seat belt is largely 

unchanged since it was invented more than 
fifty years ago by Volvo (of course).

So as the saying goes, if it isn’t broke, don’t 
fix it.  Especially if there’s other problems to 
solve. And we have many in our industry that 
hamper a Dealer’s ability to grow their sales.

From car shortages to a growing lack of 
Dealership loyalty, and from increased 
competition from the direct market to 
significant changes to government compliance, 
challenges are aplenty in the automotive 
industry. Unfortunately, many of these 
problems will persist over the next few years.

A competitive edge has never been more 
important for Dealers.

Dealers are closely scrutinising any technology 
solutions that will give them an edge with car 
buyers.  And a new car finance solution called 
Autopay has stepped in to ensure that Dealers 
are in the poll position to capture market share 
in what is a challenging time.

Products that disrupt traditional financing 
model are rare.  Afterpay did it.  So did Zip.  
And now Autopay by MoneyMe has done 
the same for car finance, giving car buyers 
of today a tech powered solution to the 
previously cumbersome process of car buying. 
This is arguably the most radical shake-up of 
automotive finance to occur since the advent 
of the seat belt and early adopters like Dutton 
Group and Jarvis have thrown their support 
this innovation, recognising the benefits this 
brings Dealers.

Photocopying drivers’ licenses has been 
replaced with face recognition ID technology 
so Dealers can close more sales, more often. 
There’s no paperwork or humans needed to 
assess finance applications as AI technology 
determines the borrowing risk and lending 
is approved in minutes.  Dealers can now 

TECHNOLOGY PUTTING DEALERS IN 
THE DRIVERS SEAT

FEATURES       Australian Automotive Dealer Association 



Full T&Cs on website. MoneyMe Financial Group Pty Ltd. ABN 40 163 691 236 | Australian Credit Licence Number 442218

A proud Platinum 
Sponsor of the 2021 
AADA Convention & Expo

a product of

Same-day auto finance with  
settlement within 60 minutes,
7 days a week.

autopay.com.au

Game-changing features

Offer same-day finance via 
the self-serve Autopay portal

Settlement typically
within 60 minutes, 
even on weekends

Dealership retains 100%  
commissions payable

Sales team can refer deals 
directly creating efficiency 
within your dealership

https://autopay.com.au/?BID=AADA002&utm_source=AADA&utm_medium=magazine&utm_content=M1
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service employee by handover in Sharebox), 
for 170 hours saved annually per employee.
Invoicing and debt collection – 100 percent 
reduction (3.5 hours saved per employee per 
month by handover in Sharebox), adding up to 
42 hours saved per employee per year. 

Sharebox has the potential to save both 
Dealers and customers a lot of time and hassle, 
with great cost savings for Dealerships as well. 
Be sure to check out this new product at the 
AADA Expo.

Benefits for car owner/customer

Flexibility and freedom
• Self-served: Drop In 24 hours a day
• Avoid rush hour traffic when delivering a 

car for service
• Possibility to pick up the car the same 

evening, beyond closing time
• Saves a lot of time
• Avoid queuing at customer reception
• Possibility of delivery and pick-up of a car 

contactless
• Possibility of delivery and pickup of car 

100% self-served.

Safety and security
• Security with burglar protected service 

stations
• Low risk of theft and copying of key
• Reduced risk of personal contact.

Benefits for Dealerships and workshops
• Overview of customer information
• Dashboard overview of Drop In and check 

out with payment
• Easier planning and handling, removes 

rush and queuing
• Less unplanned overtime
• Delivery outside opening hours is handled 

by self-service
• Drop In and check out to reduce the 

pressure on the front desk
• Invoicing, collection and debt collection
• Payment solution integrated with DMS 

system.

Savings potential
Customer service – four minutes saved for 
each handover, adding up to 310 hours per 
employee per year.
Mechanics – 15 minutes saved for each 
mechanic every day, totalling 60 hours per 
employee annually.
Less deviated overtime – 100 percent 
reduction (45 minutes daily for each customer 

With COVID-19 making contact-
free transactions a priority, the 
introduction to the Australian market 

of a new product designed to do just that is 
timely and will save Dealers a significant 
amount of time and money.

Norwegian company Sharebox began 
operating in Australia in August. Based in 
Perth, it is aiming for a national presence, with 
Audi believed to be first in line to begin using 
its services.

The company provides lock boxes to 
Dealerships and workshops for storing vehicle 
keys, separating customers from service, 
repair and customer service staff. Its digital 
technology also removes invoicing and 
payment from the face-to-face transactions.

Boxes are placed outside the building for ease 
of access, but some are also located indoors to 
ensure customers are “social distanced” from 
Dealership staff.

With the ability to be used 24 hours a day, the 
system is designed to cut down wait times in 
the service advisor area.

This exciting new technology is sure to 
redefine customer satisfaction in the 
automotive service industry. Features include:
• Easy onboarding, administration and 

operations
• Digital onboarding of your employees
• API integration with your DMS system
• Personal guidance and support service
• Branded & self-serve customer journey
• Changing the customer journey.

Easy check-in allows for cars to be dropped off 
and repaired around the clock, and self-service 
checkout means easy pick-up for customers 
outside opening hours. Payment for the 
workshop invoice is secured, creating ease of 
mind for Dealership and customer.

It is already used in Europe by leading brands 
including Audi, Volkswagen, Toyota, Skoda, 
Nissan, BMW and Mercedes-Benz. 

SHAREBOX TO SAVE DEALERSHIPS 
TIME AND MONEY

FEATURES       Australian Automotive Dealer Association 
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Act is that it is a NSW statute and therefore 
only NSW Dealers are protected by it.

There are however been recent legal 
developments that have resulted in further 
protections to Dealers from unfair contractual 
terms.

The first development is with respect to 
changes in the Franchising Code of Conduct 
(Code) that occurred on 1 July 2021.  

The first of those changes to the Code was to 
insert a new clause 31A. This clause prevents a 
Distributor from varying a Dealer Agreement 
with retrospective effect unless the Dealer 
consents, in writing, to the making of the 
variation. The Explanatory Memorandum 
to the Code amendments stated that 
retrospective variations could have profound 
consequences for franchisees, who may, for 
example, be liable to back-pay a franchisor 
from the period between the signing of the 
agreement and the date of variation for a fee 
which has been retrospectively increased.

The second relevant change to the Code is 
to expand the 'good faith' obligations under 
the Code by adding a new section 6(3A) This 
section introduces an additional factor that 
courts must consider in determining whether 
a party to Dealer Agreement has acted in good 
faith. In addition to the existing considerations 
that apply to all Dealer Agreements, courts 
are to have regard to whether the terms of the 
agreement are fair and reasonable.

This enshrines the principle that Distributors 
should act in good faith in negotiating and 
offering the substantive terms of a Dealer 
Agreement, including terms relating to the 
duration of the agreement and the proposed 
calculation of compensation for Dealers in the 
event of early termination.

Finally, on 23 August 2021, the 
Commonwealth Government released its 
Exposure Draft Bill that aims to reform 
the current unfair contract terms (UCTs) 
legislation, including proposed changes to 

The ongoing challenge for Dealers in 
Australia is the exercise of contractual 
rights by OEM Distributors that are 

granted to them in what are very often 
one-sided Dealer Agreements drafted by the 
Distributors. The exercise of these rights can 
often lead to unfair and prejudicial outcomes 
for Dealers with very few legal protections 
available to Dealers.

Until very recently, the only legal protections 
available to Dealers was to argue that the 
exercise of a legal right was 'unconscionable' 
and therefore in contravention of section 21 
of the Australian Consumer Law (ACL). The 
problem with this legal remedy is that proving 
conduct is 'unconscionable' is very difficult.  
This is because the conduct in question needs 
to be of the worst type of corporate behaviour 
that would offend generally acceptable 
standards of commercial behaviour. 

In addition, Dealers in NSW have protections 
from 'unfair contracts' under the Motor 
Dealers and Repairers Act 2013 (MDR Act). 
Section 142(1) of that MDR Act provides that 
a term of supply contract (which included a 
Dealer Agreement) is unfair if it:

(a) would cause a significant imbalance 
in the parties' rights and obligations 
arising under the contract, and

(b) is not reasonably necessary in order to 
protect the legitimate interests of the 
party who would be advantaged by the 
term, and

(c) would cause detriment (whether 
financial or otherwise) to a party if it 
were to be relied on.

The test as to whether a contractual term 
is 'unfair' is lower than proving conduct is 
unconscionable.  The problem with the MDR 

the ACL and the Australian Securities and 
Investments Commission Act 2001. 

The existing UCT legislation applies to 
'standard form contracts' and applies the same 
test as to whether a term is unfair as that in 
the MDR Act.  However, the problem with 
the existing UCT legislation is the eligibility 
criteria that applies to it means that most 
Dealers are unable to obtain the protections 
conferred by the legislation.

The proposed reforms are good news for many 
Dealers as the reforms to the UCT legislation 
look to extend and clarify the scope of the 
UCT protections currently available by:
• amending the definition of a 'small 

business' in the ACL to include businesses 
that:
o employ up to 100 employees (an 

increase of 400% from 20 employees); 
or 

o generate an annual turnover of up to 
$10m;

• removing reference to a contract price 
threshold for the UCT provisions to apply;

• outlining pecuniary penalties for parties 
for each offence where a party includes or 
relies on UCTs in standard form contracts 
with small businesses;

• introducing presumptions that certain 
terms of standard form contracts are 
unfair; and

• providing more detail as to what 
constitutes a 'standard form contract'.

Accordingly, the enhanced UCT protections 
contained in the ACL, once legislated, will be 
accessible to a broader range of motor vehicle 
Dealers who were previously excluded because 
of the size of their operations.  

Dealers now have a wider range of protections 
from unfair contractual terms which will 
expand further once the enhanced UCT 
protections are legislated. The question that 
is yet to be answered is how will the Courts 
enforce these protections when Dealers 
challenge an unfair contractual term in their 
Dealer Agreements.

UNFAIR CONTRACTUAL TERMS – THE 
CHANGING LANDSCAPE FOR DEALERS
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The Applicant claimed that it was the Dealer’s 
obligation to repair the engine failure at no 
cost to the Applicant.

Dealer’s Defence

In response to those allegations, the Dealer:

• Disputed the allegation that it was 
informed of an engine problem in January 
2021. The only evidence was self-serving 
emails. 

• Alleged the engine failure was caused 
by the Applicant’s failure to have the oil 
and oil filter replaced at regular intervals, 
including missing services.

• Argued that every scheduled service with 
Hyundai was overdue or not carried out.

• Stated that the oil and oil filter change 
carried out by the independent repairer 
was not a full service, as required by the 
Hyundai Service Handbook.

• Alleged the replacement filter installed 
by the independent repairer was not a 
genuine Hyundai part, as required by the 
Hyundai service handbook and warranty. 

• Stated it would not have been possible to 
know if the internal canals of the engine 
were blocked without disassembly of 
the engine. Furthermore, no Dealer or 
mechanic would have diagnosed an 
internal blockage to the engine, nor 
would they have recommended complete 
disassembly of the engine to check for a 
blockage due to the prohibitive cost. 

• Argued that for the abovementioned 
reasons, the warranty exclusions applied, 
and it had not breached its obligation to 
conduct the service with reasonable care 
and skill. 

Background

In January 2018, the Applicant entered a 
contract for the purchase of a Hyundai 
Tucson for approximately $35,000.  Upon 

purchase, the Applicant was informed that 
the vehicle came with a 5-year unlimited 
kilometre warranty. This protected the 
consumer from any defects arising in 
workmanship or materials of the mechanical 
and electrical components of the vehicle, 
subject to the conditions outlined in the 
warranty exclusions.

Engine Failure

In March 2021, the engine of the vehicle 
failed and it could no longer be driven. The 
Applicant had it towed to the Dealer for 
inspection and repair. In April 2021, the 
Dealer confirmed that the engine had seized. 

Applicant’s Claims

The Applicant alleged the Manufacturer had 
breached its warranty, or failed to comply 
with Australian Consumer Law guarantees 
in relation to the manufacture of the car and 
the Dealer failed to comply with guarantees in 
relation to the supply of services in two ways:

• Firstly, the Dealer was on notice of a 
problem with the engine in January 2021 
and had failed to deal with the problem.

• Secondly, the Dealer had failed in each 
and all of its services to identify and 
rectify any issues with the engine.

NCAT 

The NCAT member found there was no 
evidence, expert or otherwise that could point 
conclusively to the cause of the engine failure. 
The member further confirmed that there was 
no evidence that the Dealer’s acts or system 
of work caused the engine failure. As a more 
probable cause of damage to the engine could 
not be inferred, the Applicant’s claim was 
dismissed. 

Key Takeaways

This was a claim in which the Applicant 
tried to lay the blame for his own negligence 
in managing his vehicle on the Dealer and 
Manufacturer. 

Dealers must be able to defend themselves 
from the ever-present possibility that a 
mischievous consumer may seek to compel a 
Dealer to bear the responsibility for their own 
mistake through the threat of legal action. 
However, Dealers should note that NCAT 
claims are not the same as litigation claims 
pursued in the Supreme or District Court. 

Despite the informality of  NCAT claims, 
they can have the capacity to be more difficult 
because the claims may not necessarily set 
out the legal issues or remedy sought by the 
Applicant. Consequently, in order to combat 
allegations effectively, Dealers require advice 
to pinpoint the applicable legal issues. To be 
effective in an NCAT hearing, it is essential 
to produce an affidavit that precisely and 
effectively deals with those specific legal issues. 

V.S. George Lawyers was pleased to assist 
this particular Dealer and we look forward to 
assisting others, with similar ambit claims, in 
the future.

CASE NOTE: APPLICANT VS DEALER 
& MANUFACTURER
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scrutinise Dealer-to-Dealer transactions. This 
has recently been an area of focus for Dealer 
tax governance reviews and Dealers should 
expect further questions regarding these types 
of transactions. We do not anticipate that these 
reviews will be limited to any particular type of 
Dealer and therefore all Dealers should review 
their position in light of Dealer-to-Dealer 
transactions. 

In our experience Dealer-to-Dealer 
transactions are an area which Dealers often 
assume should not give rise to LCT issues and 
therefore processes around these transactions 
may not be adequate or allow Dealers to 
appropriately address ATO questions. Dealers 
will be caught out if they merely assume these 
transactions are not subject to LCT.

In anticipation of these reviews, Dealers 
should ensure they have appropriate support 
for treating sales as not subject to LCT on 
the basis that a quote has been obtained or 
claiming LCT refunds. 

For example:

• If a car is sold to another Dealer under 
quote, a copy of the quote in a form 
consistent with ATO published guidance 
should be held on file to support the 
selling Dealer’s decision to not account 
for LCT on the sale. Best practice would 

Context to the taxpayer alert

The ATO has released a taxpayer alert 
(TA 2021/4) regarding Dealer-to-Dealer 
transactions where parties intend to 

improperly obtain LCT refunds or evade 
luxury car tax (‘LCT’). The alert broadly 
concerns circumstances where a purported 
Dealer quotes or claims a LCT refund for its 
acquisition of a luxury car before selling the 
car to another party and not accounting for 
LCT (or GST) where required (the purported 
Dealer goes missing).

Implications for Dealers

In light of this taxpayer alert, we expect the 
ATO will increase Dealer review activity and 

involve having the purchasing Dealer 
provide a declaration that they intend 
to hold the relevant car as trading stock 
and for no other purpose (this may be 
incorporated as part of the LCT quote 
form the purchasing Dealer executes).

• If a Dealer is claiming an LCT refund on 
the basis that it acquired a car subject to 
LCT (the Dealer did not quote at the time 
of acquisition) and has used and only 
intends to use the car as trading stock, 
evidence should be kept to support this. 
This may include logbooks showing the 
kilometres travelled and the reason the car 
was driven (e.g. test drive).

In the absence of appropriate supporting 
documentation, the ATO may look to recover 
LCT payable or reclaim LCT refunds from the 
Dealer, noting the ATO may have difficulty 
tracking down ‘missing’ purported Dealers 
the ATO may look to recover LCT from other 
Dealers to the extent that mechanisms under 
the LCT law allow them to. Penalties and 
interest charges may also apply.

Dealers should be particularly vigilant when 
selling to purported Dealers that they have no 
existing relationship with. Caution should be 
exercised before selling a car under quote where 
there is reason to question whether the other 
entity is a genuine trading motor vehicle Dealer.
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of end-of-life tyres (EOLT). This includes 
increasing demand for tyre-derived products 
(TDP) – like crumb rubber –  to help address 
the challenge presented by the millions of tyres 
that reach end-of-life in Australia every year.

While more than 70 percent is reused, 
recycled, or upcycled, the rest either end up 
in landfill, are illegally dumped or stockpiled. 
Apart from significant potential environmental 
and health impacts, these discarded tyres 
represent a substantial loss of potentially 
valuable resources. 

TSA is leading one of the most aggressive 
transformations of recycled materials in 
industries such as civil infrastructure, 
manufacturing, and the roads sector. 

Its strategy is as simple as it is 
transformational: play a lead role as an 
enabling agency to help industry sectors – 
including roads – deliver the best solutions 
to better manage EOLTs and drive uptake of 
domestic TDP. 

TSA collaborates with representatives from 
across the tyre supply chain, including 
automotive brands and Dealers, tyre retailers, 
Manufacturers, recyclers and collectors. 
A keystone for delivering increased used 
tyre recovery and end markets, one of 
TSA’s core strategic goals rests on helping 
commercial leads reach a point where they can 
independently supply large and stable markets 
with competitive products that contain tyre 
derived materials.

Since its inception, TSA has committed to 
over $7 million nationally to fund real-world 
outcomes for end-of-life tyres. 
• Roads: $3.7 committed to 22 projects
• Civil Infrastructure: $1.5 committed to 10 

projects.
• Advanced Manufacturing: $600K 

committed to three projects.
• Research: $600K committed to six projects

Let’s face it – the automobile has never 
been regarded as especially good for the 
environment. But times are changing. 

Emissions standards are tighter, and electric 
vehicles are set to boom over the next decade. 
And someone’s finally doing something about 
all those old tyres.

Tyre Stewardship Australia (TSA) is a not-for-
profit company established to administer the 
federal government’s national Tyre Product 
Stewardship Scheme. Operating for eight 
years now, the Scheme was recognised as best 
practice product stewardship by the Federal 
Government in March 2021 as part of the 
Product Stewardship Centre of Excellence. 
This endorsement legitimises the Scheme 
and provides consumers and industry sectors 
assurance that the Scheme’s outcomes have 
been independently verified.

TSA works closely with Government as part of 
its Accredited status to ensure accountability 
and transparency across the whole tyre value 
chain. The time for change is here – with 
the new Waste and Recycling Legislation in 
place, it is now more important than ever for 
those not participating in the Tyre Product 
Stewardship Scheme to get on board and 
participate.

Accredited participants demonstrate to 
consumers, the community, and the whole 
tyre value chain their commitment to helping 
reduce the environmental, health and safety 
impacts of the 56 million passenger tyres that 
reach their end-of-life in Australia each year.

TSA’s mission is to ensure the sustainable 
management, recycling and productive use 

• Explosives: $198K committed to one 
project

• Rail: $160K committed to two projects
•  Mining: $100K committed to one project.

This includes more than $3.6 million across 22 
roads projects using tyre-derived products like 
crumb rubber. A strong roads market is a key 
component of a strong tyre resource recovery 
sector; crumb rubber modified bitumen 
(CRMB) is one of Australia's most promising 
applications of tyre waste. The modification 
of bitumen by incorporating crumb rubber 
enhances its elastic properties, making roads 
more durable and less prone to bleeding, 
cracking and stone loss. 

To stimulate demand TSA has partnered 
with councils and road departments across 
Australia, as well as road research bodies and 
industry.

In partnership with the Australia Road 
Research Board (ARRB) and the Department 
of Transport (DoT), TSA received the 
‘Sustainable Transport Infrastructure Award’ 
at the National Transport Research Awards 
in 2020. The award was a recognition of the 
success of the demonstration project on East 
Boundary Road in Bentleigh East, Victoria. 
In this demonstration, crumb rubber from 
around 1,600 end-of-life tyres was used in this 
project. 

TSA-funded research projects are successfully 
evolving into commercial markets and 
infrastructure to ensure consistent, ongoing 
consumption of Australian tyre-derived 
products. Projects focus on progressing 
from an idea to a bona fide, successful tyre-
derived advanced manufacturing product: 
an evolution from research into real-world 
impact.

TSA doesn’t process rubber or build roads 
itself; it provides the support to better enable 
the resource recovery and roads sector to 
do what they do best. The results have been 

INNOVATION: THE GREENING OF THE 
AUTO INDUSTRY
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as crumb rubber, permeable pavements and 
other innovative products across infrastructure 
nationally.

TSA CEO, Lina Goodman, says Australia 
is at a critical juncture in terms of a circular 
economy: that it’s time for us to truly take 
responsibility for our waste and use this 
incredible resource to ultimately create more 
jobs, spark innovation and deliver strong 
environmental outcomes.

TSA’s Foreign End Market (FEM) verification 
program is the only global platform aimed at 
verifying that Australian-generated end-of-
life-tyres are not causing environmental or 
social harm at their final destination.

Get on board with TSA and demonstrate 
your commitment to sustainable outcomes 
for end-of life-tyres. Get in touch by emailing 
getonboard@tyrestewardship.org.au or visit 
www.tyrestewardship.org.au

remarkable: the passenger tyre sector now has 
a recovery rate of around 90%.

After almost eight years focusing on tyres 
in the passenger, bus and truck tyre sector, 
TSA is broadening the Scheme to include 
the complete tyre and rubber product supply 
chain – including off-the-road (OTR) tyres, 
conveyor belts and rubber tracks. OTR tyres 
are used in some of Australia’s most important 
industries, including mining, agriculture, 
construction, manufacturing and aviation. 

About 140,000 tonnes of OTR tyres reach the 
end of their life in Australia each year. Less 
than 15 percent are recovered as a resource, 
the majority ending up buried on-site, 
dumped or in landfill.

Through its export ban of whole baled tyres 
coming into effect on 1 December 2021, the 
Commonwealth has set the scene for greater 
consumption of tyre-derived products such 
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Victoria saw an increase of 6.3% on last year’s 
figures.

FCAI Chief Executive Tony Weber said it was 
clear Manufacturers were having challenges 
with supply chains.

“Automotive Manufacturers like all those in the 
global manufacturing sector are dealing with 
a microprocessor shortage which is leading to 
longer wait times to get products to market. 
Australians are continuing to purchase vehicles, 
and car makers are working to deliver products 
to our shores,” he said.

While sales were down overall, the number 
of electric vehicles sold continues to rise. 
This correlates with more State and Territory 
incentives for EVs coming online throughout 
the country.

“We have seen Victoria and NSW release 
comprehensive legislation to support electric 

The Australian automotive market 
recorded sales of 74,650 new vehicles in 
October, which is a decrease of 8.1% on 

October 2020 figures, according to VFACTS 
figures supplied by the Federal Chamber of 
Automotive Industries (FCAI).

This decrease represents the impact of ongoing 
microprocessor shortages on international 
supply chains, but the supply of vehicles to 
Australia is expected to stabilise in 2022.

Sales in the Australian Capital Territory 
were down 22.3% on October 2020. Western 
Australia recorded a decrease in sales of 15.4%, 
followed by the Northern Territory with a 
decline of 12.4% in vehicles sold. NSW recorded 
a fall of 12.2 % and South Australian figures 
were down 11.9% compared to the same month 
last year. Queensland recorded 10.3% less 
vehicles sold on October 2020 figures. Tasmania 
recorded a decrease of 1.6% vehicles sold and 

Key Points
• The October 2021 market of 74,650 new 

vehicle sales is a decrease of 6,570 vehicle 
sales or 8.1% on October 2020 (81,220) 
vehicle sales. October 2021 had 25.2 selling 
days compared to October 2020 with 
26.1 which resulted in a decrease of 149.6 
vehicle sales per day.

• The Passenger Vehicle Market is down by 
1,842 vehicle sales (-10.4%) over the same 
month last year; the Sports Utility Market 
is down by 5,877 vehicle sales.

• (-14.3%); the Light Commercial Market 
is up by 192 vehicle sales (1.0%) and the 
Heavy Commercial Vehicle Market is up 
by 957 vehicle sales (31.3%) versus October 
2020

• Toyota was market leader in October, 
followed by Hyundai and Ford. Toyota led 
Hyundai with a margin of 9,280 vehicle 
sales and 12.4 market share points.

vehicles which was followed just last week by 
South Australia,” Mr Weber said.

“All of these jurisdictions worked proactively 
with industry to provide infrastructure 
investment and consumer incentives. We 
look forward to working with Governments 
at all levels to form nationally consistent 
policies which will make electric vehicles more 
accessible to the Australian motorist.”

Toyota was the market leader in October 
with 15,395 vehicles sold. This was followed 
by Hyundai with 6,115 and Ford with 5,462. 
Mazda was fourth place selling 5,181 cars and 
Kia came in fifth with 4,853.

The Ford Ranger was the highest selling model 
with 4,135 sold. The Toyota Hi-Lux came in 
second with 3,961 and the Toyota Landcruiser 
was third with 2,031 vehicles in the hands of 
customers. This was followed by the Toyota 
Corolla with 1,989 sold, and the Hyundai i30 
with 1,946 sold.

OEM SUPPLY ISSUES CAUSE NEW 
VEHICLES SALES TO DROP
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for managers, but ultimately it encourages the 
managers to take the time to see what is essential 
to their departments’ growth and how to ensure 
their employees are satisfied with their career 
opportunities. Hopefully resulting in a reduction 
of employee turnover.

ING Future Focus research conducted in 2020 
revealed that 3.3 million Australians – including 
1.38 million 24-39-year-olds and 1.31 million 
40-55-year-olds were planning a career change. 
That’s around a third of the overall workforce 
and 45 percent of Millennials. 

A 2015 survey by Gallup that found that 
when 93 percent of Americans advanced 
in their careers, it was by taking a job at 
another company. When employees are 
looking for career growth, can we be their 
“next opportunity?” If your employees have 
opportunities at work to learn, grow, and 
advance at your Dealership you are less likely to 
lose your superstars.

Use career paths to show employees the 
opportunities your Dealership can offer. As 
you develop career paths, include options for 
your current employees. The desired path 
may be vertical growth or perhaps a lateral 
move to another department might be more 
appealing.  Options show the employees that 
your Dealership will help them expand their 
knowledge to help them be happier with their 
career. 
• Start with a list of what each department 

values the most for different positions. 
(High sales, attention to detail, diagnostic 
abilities, etc.) Use the list to organise the 
necessary steps for employee growth, and to 
determine what you can do to maximise the 
qualities you value in your staff. 

• Look at your successful employees, what 
skills do they possess? For a management 
career path, what skills do your best 
managers have and how did they acquire 
them? 

• Use a “job profile” to reverse-engineer a 
career path to determine what personality 
traits are necessary to be successful and 
what needs to be learned or accomplished 
to reach the “top” levels. It could include 
educational classes, being assigned a 
mentor, or exceeding a sales challenge. Since 

Help Your Top Performers Find Another Job...
With You

In the latest of our series, thanks to legendary 
service adviser trainer, Lloyd Schiller, of 
LloydSchiller.com and Brooke Samples of Profit 
Blueprints, Brooke details why you should help 
your employees advance their careers within your 
organisation.

Providing your employees with a defined 
career path is the key to successful 
recruitment and retention, but surprisingly 

few Dealerships actively help their people 
develop a career plan. 

Beth Linderbaum, principal consultant at 
Right Management says, “People are looking 
for organisations that invest in their growth. 
Businesses need a talent strategy that helps 
employees take ownership of their career while 
providing support, development, and career 
paths to keep them engaged."

Written career paths will set you apart from the 
other businesses (not just Dealerships) searching 
for new employees, and career paths will help 
you retain your current employees.  During an 
initial interview, we may ask the candidates the 
standard question of “where do you see yourself 
in five years?” But, can we show them how we 
can help them achieve their goals?  

Many of your current employees and potential 
employees may not know what career options 
are available for them. Career paths don’t just 
benefit the employees; the Dealership benefits 
when managers are obligated to put together 
plans to grow their employees’ skill sets. Writing 
career paths may be low on the “to-do-list” 

each employee is different, managers should 
meet with current employees and ask them 
the new candidate question “where do you 
see yourself in five years?” Think of these 
meeting as a “re-recruitment” of your 
employees. This meeting isn’t the same as a 
performance review; it’s an opportunity to 
help your best employees remain your best 
employees.  

• Once you know what a employee wants to 
accomplish, compare the employee’s current 
skills to the job profile of the desired future 
position. Determine the gap and plot the 
course to success.

• Be upfront about the Dealership’s 
expectations of the employee and what tools 
the Dealership will provide, however, it will 
be up to the employee to follow through.

• Set timeframes for completion of the steps 
necessary to reach the goal. If a Technician’s 
goal is to be a Master Tech in 5 years, you’ll 
have to make sure progress is being made 
every year.

• A career path is not set in stone, which 
is why meeting with the employee is 
imperative. A survey by Robert Half 
Accounting and Consulting found that 
employees would like to discuss their 
careers with their bosses between one and 
four times a year. Is the employee on track to 
reach the goals? The employee may decide 
that this career path isn’t right for him or 
her and other options need to be explored.

Use Career Paths as a Recruitment Tool

Julie Herrera, Dealer Principal at Toyota of 
Cedar Park knows how important a career path 
is to prospective employees and recently added 
a question to the interview process, which asks 
the candidate to “paint” their career pathway at 
Toyota of Cedar Park. 

J M & A, an independent providers of F&I 
products, touts on its website that 92 percent 
of specialists are promoted within 15 months 
of hire, and uses a graph to show the steps 
of progression. The website also has video 
testimonials from employees as to why they 
work there.

If your employees can see a path to career 
progression with you, they are more likely to stay 
with you, and that’s good for business.

EMPLOYEE CAREER PATHS
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expect that number to rise and, with it, the 
profitability of the site.

“Tjekvik’s solution has come at the perfect 
time in terms of the pandemic. It ensures risk-
free transactions, allows customers to distance 
and digitises the entire process.”

James Marriott, Aftersales Manager at 
Melbourne BMW, said: “We do find there are 
a percentage of customers who want a single 
touch-point where they have a fast, easy and 
accessible experience which is as premium 
as when they purchased the vehicle. This 
becomes challenging when you are balancing 
the effectiveness of an aftersales department 
and the experience for the customer.

“The Tjekvik home check-in and Tjekvik 
kiosks are allowing us to offer another layer 
to the suite of options given to our customers 
in terms of accessibility to the Dealership, 
whilst still being at a premium level. This, 
coupled with the peace of mind a contactless 
option can give to our customers, only further 
elevates the experience, as can be seen in other 
industries such as aviation.”

Tjekvik’s technology allows BMW service 
customers to receive their booking notification 
in the My BMW app and use it to check in 
remotely online, add extra items to their 
booking, answer Dealer set questions and then 
be notified when their vehicle is ready check 
out and collection.

Customers can then use the Tjekvik 
software to simply drop their vehicle key at 
a secure Tjekvik kiosk at the BMW Centre. 
Alternatively, they can use the Tjekvik kiosk 
at the Dealer site, which guides them through 
the same process and seamlessly includes the 
choice to select added value items such as 
wiper blade replacement and summer vehicle 
health checks. Once the check-in is complete, 
a notification is sent to confirm the safe receipt 
of the customers keys.

Marriott said: “The intuitive design of the 
system has allowed us to leave our customers 
to use the kiosks freely, without need for 

Dealership self-service software specialist, 
Tjekvik, has partnered with BMW 
Australia and Melbourne BMW to 

launch its solution in Australia.

The first of an initial three-Dealer project 
allows the city Dealership to sample Tjekvik’s 
market-leading software and hardware, 
designed to enhance efficiency, profitability 
and customer experience.

Melbourne BMW has installed two of 
Tjekvik’s premium kiosks at its 118 City Rd, 
Southbank service centre, offering customers 
the opportunity to skip the service desk queues 
using the system’s home and in-Dealer self-
service check-in and check-out. This makes for 
a quicker, easier process for the customer and 
reduces pressure on Dealership staff, especially 
during the peak periods.

The project will expand into two other BMW 
sites in Australia and, once complete, the 
technology could be rolled out across the rest 
of the BMW network in the country.

Tjekvik’s innovative solution has also been 
integrated with the My BMW app, making it 
even easier for vehicle owners to manage their 
booking with the BMW service centre.

Kevin Pascoe, Tjekvik’s representative in 
Australia, said: “One of the key challenges that 
Melbourne BMW has from customers is the 
waiting time when checking their vehicle in 
and out at the service centre. The site currently 
does up to 90 throughputs a day but, with the 
efficiency that the Tjekvik system brings, I’d 

interaction from our Concierge. This enables 
more efficient movement of the vehicles 
around our parking area by the Concierge 
team. 

“With more time given to the Service Advisors 
due to customers choosing to check in 
and check out at the kiosk, they have more 
freedom to interact with the customer during 
the day about the work required on their 
vehicle. 

“From a Dealership perspective, the biggest 
benefit will be the ability to facilitate more 
throughputs in our Service Department 
without requiring additional resource.”

Tjekvik will be exhibiting at the AADA 
Convention and Expo on 8-9 March, 2022 in 
Brisbane. Come and visit us at Stand 108 at the 
show.

TJEKVIK ROLLS OUT FIRST 
AUSTRALIAN DEALER IN MELBOURNE
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Pay per car, not per lead when you list on  
Autotrader Group. To start trading differently,  
head to autotradergroup.com.au

THEY SELL 
LEADS.
WE SELL 
CARS.  

www.autotradergroup.com.au



