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‘Positive future’
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Australian car industry’s sales recovery hinges on the health crisis
but FCAI chief sees long-awaited return to growth on road ahead

Melbourne traffic during Stage 3 restrictions
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HUMDINGER: EV MUSCLE

By TERRY MARTIN

THE Australian car industry is
bracing for its lowest annual sales
result in two decades due to the
deepening coronavirus pandemic but
the head of its peak representative
body remains confident of a
relatively quick turnaround once
a vaccine becomes available and
consumer confidence returns.
In an interview with GoAuto last
week, ahead of Melbourne’s move
to tighter restrictions that will lead
to car showroom closures, Federal
Chamber of Automotive Industries
(FCAI) chief executive Tony Weber
said there was no way of accurately
forecasting sales across the second
half of the year as the health crisis
continues in Australia, meaning the
20 per cent downturn recorded in the
first half might continue to worsen.
Even a 25 per cent fall that many
car company executives were
anticipating – and now looks to be
a conservative estimate given the
situation in Victoria – would send the
Australian new-vehicle market below

800,000 units for the first time since
2001, from a peak of 1.19 million in
2017 and 1.06 million last year.
But Mr Weber emphasised “there
is a positive future” and that a return
to longer-term growth that has
eluded the industry every month for
more than two years was expected
based on the underlying structure
of the economy and specific issues
being addressed like consumer
access to finance.
There are caveats, of course,
such as more catastrophic floods,
bushfires and drought.
But the Canberra-based industry
chief who represents more than
40 car brands in Australia said
the fundamentals were good, that
market saturation was not apparent
given strong population growth in
recent years, and that government
stimulus measures specifically
targeting the auto sector – subsidies
to boost sales of electric cars, for
example – would be welcome but
were not essential.
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The top priority is to push the
federal government to ease the
current stringent lending practices
introduced in the wake of the Royal
Commission into Misconduct in
the Banking, Superannuation and
Financial Services Industry.
“The most important thing that the
government can do for this industry
is get the right regulatory balance
around the financing of vehicles,”
Mr Weber said.
“We accept the recommendations,
and support the thrust of the
recommendations, coming out of
the banking royal commission.
“But we need a balanced approach
that protects consumers, but also
promotes growth and sales in the
market and that is the most important
thing at the moment – and it was prior
to COVID – that needs to be addressed
in terms of the vehicle market.”
And is he confident it will be?
“The answer to that is yes because I
know that people within government,
senior people within government,
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Tony Weber

understand this and think it is also an
important issue,” he said.
“This is not about the industry
itself. This is about the economic
health of the nation. Access to finance
is just absolutely fundamental to the
health of the economy.”
Health is the topic dominating
all conversations at every level
across the nation, and for the car
industry Mr Weber said any market
turnaround in the second half of
this year and into 2021 naturally
hinged on the how the COVID-19
crisis plays out.
“When we entered the health
crisis, the fundamental economic
infrastructure in this country and
the market conditions were good.
So the first question that needs to
be answered is: What is going to
happen with the health crisis?” he
said.
“There are multiple scenarios
in my mind. One scenario is we
go into great decline in terms of
the infection rate. One is we hold
steady. The best outcome is we get a
vaccine. Those three scenarios have
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very different outcomes to them.
“Australian governments have
responded very well relative to other
countries in the world, and part of
the consequence of that has been the
decline in the market. (But) where
we go to from here also reflects the
fact that we still have a health crisis

that needs to be addressed.
“It’s hard to know where things
will go.”
Mr Weber said consumer
confidence was fundamental to
Australia’s economic recovery and
the car industry was no different to
others in that once a vaccine becomes

available “you then have a look at the
underlying structure of the economy
and consumer sentiment”.
“There’s a lot of issues that
underly this,” he said.
FULL STORY: CLICK HERE
Melbourne hit – next page

Which DMS?
For a large business, it takes months and
lots of box-ticking to choose a DMS.
But setting aside functional prowess, factory
integration, mobility and market presence
(all of which matter), it’s the levels of
integrity, personal attention and support that
truly matter.
And right now, those are the qualities we all
need in the people we rely on. It’s why many
dealers are glad they’re with Auto-IT.

The better DMS company. | auto-it.com
PAGE 2

GoAutoNews

EDITION 1033 - AUG 5, 2020

Melbourne hit

Showroom doors to close but ‘click and collect’
in play amid tough new Stage 4 restrictions
By TERRY MARTIN

THE
Australian
automotive
industry has suffered another
major setback at the hands of the
worsening coronavirus crisis in
Victoria as Stage 4 restrictions
announced this week will force
the closure of motor vehicle
showrooms and a variety of other
retail, wholesale and manufacturing
businesses in Melbourne.
All retail premises will close for
the next six weeks in metropolitan
Melbourne, starting midnight
on Wednesday, August 5, which
means dealers can still operate a
‘click and collect’ type of service
in which consumers can purchase
a car online or over the phone
and only attend the dealership to
complete the transaction where
strict safety protocols are in place
SUBSCRIBE FREE: CLICK HERE

and providing it is no more than
5km away from their home.
Details provided by the Victorian
Automobile Chamber of Commerce
(VACC) and the state government’s
industry guidelines on Stage 4
restrictions show that on-site work
at automotive operations across a
range of areas must be closed.
As well as vehicle sales,
these include motor vehicle and
parts retailing and wholesaling,
auction houses and transport
equipment manufacturing where
it is not deemed “critical to public
transport service (or) spare parts
manufacturing critical to continuity
of service”.
While the front end of dealerships
will not have their doors open,
service departments are allowed
under the state government’s

ADVERTISE: CLICK HERE

transport sector provisions to
perform vehicle repairs, servicing,
maintenance and, where applicable,
towing services.
However, this will only be
allowed “where providing support
to a permitted service or industry
or where required to maintain the
health and safety of Victorians at
home or at work”.
Ports remain open and road
transport and support services can

all continue to operate.
Warehousing and distribution
centres will also not be forced to close,
but will be limited to no more than
two thirds of the normal workforce
allowed on-site at any one time.
According to the VACC,
exemptions will be made for
businesses conducted by a sole
operator and at the discretion of
Victoria’s chief health officer where
manufactured goods or services

would, if forced to shut down,
“otherwise permanently close and
create a major supply chain gap in
the state’s industrial capability that
would unlikely to be filled after a
return to normal conditions”.
The same applies where a
business is “critical to global supply
chains in the local and international
manufacture of essential products
overseas, such as medical equipment
and supplies”.
Heavy truck manufacturers can
remain open, as can component
manufacturers that have diversified
into other areas deemed critical such
as defence or security industries.
FULL STORY: CLICK HERE
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Battery boost

Hot-climate lithium-ion battery manufacturing
to bring up to 1300 new jobs to Australia
By ROBBIE WALLIS

THE Advanced Manufacturing
Growth Centre (AMGC) has
announced funding towards a
project that aims to establish the
manufacture of hot-climate lithiumion batteries for use both in Australia
and South-East Asia.
Awarded to Australia’s first utilityscale lithium-ion battery producer
Energy Renaissance, the grant sees a
contribution of $246,625 each from
AMGC and Energy Renaissance,
which will accelerate research
and development while helping to
advance the country’s lithium-ion
battery materials industry.
Energy Renaissance will work
with the CSIRO in the research
stage, and its partners Cadenza
Innovation and Wuxi LEAD to
help redesign components currently
used by Energy Renaissance for its
SUBSCRIBE FREE: CLICK HERE

battery energy storage systems.
The funding will also be used to
design a streamlined production line
that includes robotics and automated
quality control for a more efficient
manufacturing process.
Once its facilities are operational
at full capacity, the company will be
able to employ around 1300 workers
while contributing an estimated $3
billion per year to the local GDP.
The factory will produce batteries
for use in a wide variety of applications
such as solar farms, defence assets,
mine sites, utilities and commercial
and industrial applications.
The batteries will also be used
in automotive applications, on
special-purpose craft such as
electric mining and airport transport
vehicles, and for battery cells used
in EV charging networks.
The company also claims that for
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every new employee hired, it would
create up to five jobs in upstream
industries such as mining.
Around 60 per cent of batteries
built will be exported to markets in
South-East Asia, while the rest will
be used for Australian components.
Energy Renaissance will announce
the location for its manufacturing
facility in the second half of the
year, and will leverage Australia’s
abundant amounts of lithium, with

20 per cent of the world’s reserves
and the lowest cost of production.
Australia is also the only country
in the world that has all the
components required for lithiumion battery production, with lithium
carbonate currently manufactured in
Perth and the Northern Territory, and
battery-grade graphite concentrate
produced in South Australia.
Minerals such as copper, cobalt,
nickel, aluminium and manganese

are currently mined in Australia
but sent overseas for processing,
however once demand for Australian
lithium-ion battery manufacturers is
sufficient, the minerals will instead
be processed locally.
The AMGC hopes that such
a watershed moment would
significantly reduce input costs and
therefore transform Australia into a
manufacturing powerhouse for the
batteries using local commodities.
Energy Renaissance’s modelling
suggests market demand for battery
orders to increase from 200MWh in
2019-20, up to 712MWh in 2020-21
and 984MWh in 2021-22.
FULL STORY: CLICK HERE

Dealership waste management solutions

General
Waste

Paper &
Cardboard

Liquid &
Hazardous
Waste

Oil Waste

In Sydney • Brisbane • Melbourne
Proudly family owned

•

Obligation free site reviews and quotes

1300 926 537 - www.wanless.com.au
PAGE 4

GoAutoNews

EDITION 1033 - AUG 5, 2020

Humdinger!
Franchise Opportunities
Kawasaki Australia is seeking new dealers.

Ute

Electric Hummer ‘supertruck’ pick-up takes shape
as General Motors confirms SUV version in works
By CALLUM HUNTER

GENERAL Motors is preparing
to reveal its hotly anticipated allelectric GMC Hummer pick-up
truck ahead of production starting
in the second half of 2021, releasing
an official video clip previewing
the mega-performance ‘supertruck’
that also confirmed an SUV version
is in the works.
In a one-minute video promoting
the impending reveal of the
Hummer truck, which is expected
around October, GMC dropped the
wagon-shaped bombshell in a three-

Wagon
SUBSCRIBE FREE: CLICK HERE

second snippet in the closing stages
of the clip with the outline of a large,
rugged SUV being traced against a
black background.
The clip also gave us our first
concrete taster of what the Tesla
Cybertruck-rivalling
Hummer
pick-up will look like, showing
the development of clay models
and prototype bodyshells, further
backed up by a similarly traced
outline at the end of the video.
Official details remain under
wraps for now, but the teaser shots
depict the SUV as riding on a shorter
wheelbase than its ute sibling.
Otherwise, almost every detail from
the C-pillar forward look the same,
including the alloy wheels.
The outline of the pick-up
reveals a sloping rear window and
elongated rear tub which, if it was
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Become part of a national franchise network experiencing positive growth across several market
sectors. Exciting opportunities for new Kawasaki franchise dealerships are available for key areas.
There are opportunities in all Kawasaki product categories including:
• MOTORCYCLES (ROAD AND OFF ROAD)
• ATV & UTILITY VEHICLES (MULE)

• RECREATIONAL UTILITY VEHICLES (TERYX)
• WATERCRAFT (JET SKI)

We are seeking “Expressions of Interest” from parties who have sound business acumen to establish
successful Kawasaki dealerships. For further information on this exciting opportunity and to submit a
strictly confidential enquiry go to: https://kawasaki.com.au/franchise/
®

not for the long rear overhang,
could be almost be mistaken for the
bonnet and windscreen.
The wagon, meanwhile, can be
likened to a stretched Toyota FJ
Cruiser with a similar tall, chunky
silhouette and tailgate-mounted
spare wheel – albeit on a longer
wheelbase.
In terms of power, GMC is
standing by its bold ‘estimates’ for
the electric off-roader, quoting a
746kW (1000hp) peak power figure

and eyewatering torque of “up to”
15,592Nm (11,500lb-ft).
GMC says this sheer amount of
brute force – channelled to all four
wheels – will be enough to launch
the monster Hummer from 0-97km/h
(60mph) in just three seconds.
This output and performance
claim jettisons the electric Hummer
straight to the top of GM’s charts,
outmuscling and outsprinting every
other model ever it has ever made
including the new C8 Corvette.

Originally slated to be revealed
in May, the reborn Hummer will
be shown during the US fall (our
spring) before reaching production
during the same period next year.
In the lead up to the original debut,
global GMC vice-president Duncan
Aldred said the new Hummer EV
would take the capability of GM’s
EVs to a whole new stratosphere.
FULL STORY: CLICK HERE
GM looks ahead – next page
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GM looks ahead

Corvette

US auto giant has positive outlook despite posting
quarterly loss, while GMSV closes in on Australia
By NEIL DOWLING

GENERAL Motors posted a
$US806 million ($A1.12 billion)
loss last quarter, but given the
coronavirus-induced
shutdowns
and sluggish vehicle sales, the
company said the figure was not as
bad as expected and is forecasting
a profitable second half of the
financial year.
The optimistic outlook is based
on booming demand for its pickup trucks in North America where
some plants are running three shifts
just to keep up.
Demand for its vehicles has
spread to Australia, too, where
concrete evidence of a new wave of
Chevrolet vehicles was confirmed
with GM filing a trademark
application for GMSV (General
Motors Specialty Vehicles) with
SUBSCRIBE FREE: CLICK HERE

Google
Reviews 101
for Dealerships

the federal department of industry,
innovation and science.
The department’s IP Australia
office
administers
intellectual
property rights and legislation
relating to patents and trademarks.
GMSV is charged with establishing
a network for sales of Chevrolet
vehicles in Australia, including the
Corvette and Silverado.
The second quarter sits in stark
contrast compared to GM’s $US2.42
billion ($A3.37b) profit made in
the same period last year, with
CEO Mary Barra saying the loss
was made during “one of the most
challenging” times in the company’s
history, but also that it was now
poised for a “continued recovery”.
FULL STORY: CLICK HERE
More reports – from page 23
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Ford’s new chief

Increase your
finance penetration
with

Andrew Birkic

Birkic rises to head of Ford Australia/New Zealand
as Hart relocates to England for global CV role
By TERRY MARTIN

FORD
has
announced
the
appointment of Andrew Birkic as
its new president and CEO of the
Blue Oval brand in Australia and
New Zealand, replacing Kay Hart
who will relocate to the United
Kingdom to take on a global role as
enterprise product line manager for
vans and buses.
The positions are effective
immediately and see Mr Birkic
step up from his role as chief
product marketer for the Australiandeveloped, Thai-built Ranger ute
and related Everest SUV.
He will report to Ford
International
Markets
Group
president Mark Ovenden, who in a
statement released this week said
Mr Birkic is “a highly experienced
and engaging leader who brings a
SUBSCRIBE FREE: CLICK HERE

wealth of insights into the evolving
needs of customers”.
“Andrew’s passion for bringing
vehicles to market that truly serve
our customers, his breadth of
understanding of the local market
and his global expertise will serve as
a strong foundation for the continued
progress of the business,” he said.
Mr Birkic is a Ford stalwart with
26 years of service under his belt
in Australia and abroad, including
stints in Detroit and Shanghai.
The company says that in his most
recent role, which he took on in late
2018 and was based at the AsiaPacific Product Development Centre
in Broadmeadows, Mr Birkic had
“global responsibility to develop
pricing, series and positioning
strategies for future vehicles”.

+ Dealer Financiers
Dealer Financiers

Sell more cars. Write more finance.
nodifi.com.au/goauto

Continued next page
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Kay Hart
Continued from previous page

He previously spent three years
at Ford’s global headquarters in
Detroit working as global advanced
consumer experience platforms
manager, and prior to that spent
two-and-a-half years in Shanghai
as director of dealer development
and consumer experience for Ford’s
Asia-Pacific division.
Ford says that “working with
dealers and Ford teams in each
country to develop tools and strategies
to better serve their customers was at
the heart of both roles”.
Mr Birkic began his career at
Ford Australia in 1994 and moved
through various marketing, sales and
customer service positions, rising to
general sales manager in 2011.
“I know how passionate and
accomplished the team is, having
spent the past two years working with
the Ranger and Everest development
team to grow the brands across more
than 180 markets,” he said.
SUBSCRIBE FREE: CLICK HERE

“I look forward to working
closely with our team and dealers to
serve our customers.”
Ms Hart has more than 20 years’
experience with Ford and has
overseen the Antipodean operations
since mid-2018, when she replaced
Graeme Whickman and relocated
from Detroit where she was serving
as global manager of battery electric
vehicles in charge of distribution
and digital experience.
In her new role based at Ford’s
Dunton technical centre in England,
Ms Hart will be responsible for
global van and bus product lines and
“carry forward” Ford’s commercial
vehicle alliance with Volkswagen
that will produce the next-generation
Ranger/Amarok utes (based on
Ranger), a compact delivery van
(based on VW’s Caddy) and an allnew one-tonne van for both brands
(developed by Ford).

NEED HELP WITH YOUR
AFTERSALES RECOVERY PLAN?
Check out the latest Driving Force newsletter to discover:
• How to turn the EPC into a powerful parts selling system
• How to grow aftersales with data analytics
• The new opportunities with Connected Cars

GET FREE ACCESS
1800 810 103
start@superservice.com

FULL STORY: CLICK HERE
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Roma rumbles in

NATIONAL
DEALER SALES MANAGER.
• AUSTRALIA’S NO.1 TRUCK BRAND
• 31 YEARS AS MARKET LEADER

SALES
ENGINEER.

• NATIONAL RESPONSIBILITY

Waiting times now out to 12 months for Ferrari’s
all-new entry-level coupe, from $409,888

ISUZU TRUCKS has been the Australian
Truck Market leader for 31 consecutive
years. This is your opportunity to drive and
continue this remarkable success story.

The successful candidate will ideally have at
least 10 years’ experience in the Automotive and
/or Commercial vehicle Industry and be able to
demonstrate a proven track record of:
• Successfully forecasting and meeting monthly
and annual sales targets.
• Market analysis, strategy development
and implementation.
• Dealer network performance management
and development.
• Business plan development, implementation,
and measurement.
• Competitive and market intelligence
knowledge / experience.
• Tertiary qualifications are desirable.
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FERRARI’S all-new Roma coupe colour as the body, while 20-inch
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www.isuzu.com.au
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FULL STORY: CLICK HERE
By ROBBIE WALLIS

APPROACHING
30 YEARS AS
#1 IN AUSTRALIA.
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Essenza SCV12

Lamborghini’s most powerful V12 ever at core
of new limited-run, track-bound supermodel
By ROBBIE WALLIS

LAMBORGHINI has ripped the
covers off its track-only Essenza
SCV12 supercar, a McLaren Sennabaiting V12 speed machine strictly
limited to just 40 units worldwide.
The non-road-legal Essenza
SCV12 is underpinned by a midmounted 6.5-litre naturally aspirated
V12 engine tuned to produce more
than 619kW, making it the most
powerful V12 engine produced by
Lamborghini to date.
Its output trumps that of the
Aventador SVJ (556kW) and Sian
(577kW), while no torque figure has
been disclosed. For reference the
Sian produces 720Nm.
Power is delivered to the rear
wheels only via a six-speed
sequential transmission, while
the pushrod rear suspension is
SUBSCRIBE FREE: CLICK HERE

installed directly on the gearbox
– a technology adopted from
Lamborghini’s racing know-how.
The Essenza is the spiritual
successor to the hardcore, one-off
SC18 Alston, and as such features
a number of extreme aerodynamic
enhancements that make it as suited
to track use as possible.
Lamborghini’s
GT
racing
experience has fed directly into the
aerodynamic design of the Essenza,
which trumps the aerodynamic
abilities of its GT3 car by producing
a massive 1200kg of downforce at
250km/h.
At the front of the vehicle, the
hood has a double air intake with a
central rib, which separates the hot
airflow coming from the radiator
and channels cold air to the roofmounted airscoop.
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A super-low front splitter adds
frontal downforce, while at the side,
vertical fins on the sills channel air
to help cool the engine and gearbox.
The rear is highlighted by a
massive fixed wing and equally
sizeable rear diffuser, while
mixed 19-inch front/20-inch rear
magnesium wheels are shod in slick
Pirelli rubber.
Stopping power comes courtesy
of specially developed Brembo

discs and callipers that combine
with the slick tyres to provide
optimal stopping power.
Lamborghini has endeavoured
to save as much weight as possible
with the Essenza, which has a
carbon-fibre monocoque chassis
and a power-to-weight ratio of
1.66hp per kilogram.
The supercar marque also
claims that the SCV12 is the first
GT car developed to respect FIA

prototype safety rules.
Inside, the Lambo monster is
purely track-focused with racing
bucket seats with four-point
harnesses, an F1-style rectangular
steering wheel and a number
of dials and knobs to control
all of the supercar’s engine and
dynamic parameters. There are no
infotainment or display screens.
FULL STORY: CLICK HERE

JATO Auto Specication Database
The trusted partner of the Automotive Community
Current New 2020 Passenger & Commercials back to 1995 with RRPs
Up to 900 specification data fields
Complete list of Options, Option Packs with RRP and Colour & Trims
New models ready for download within 2 business days
99% Accuracy, Timeliness & Completeness back up by signed SLAs
Trusted by Australia’s largest Auto Websites, 99% of OEMs,
Tier 1 Fleets & FMOs for over 25 years
Nick Adamidis 0423 361 321 Philip Galway 0401 282 321
www.jato.com/australia/
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Safety first

PATTERSON CHENEY is known for its success,
outstanding customer service, and being a great
place to work. With over 100 years’ experience and
Patterson Cheney700
is known for its success, outstanding customer service,
employees across 11 sites , we are a strong team.
and being a great place to work. With over 100 years’ experience and 700+
employees across 11 sites, we are looking forward to a strong 2019

GENERAL MANAGER – Patterson Cheney Isuzu Trucks

Patterson Cheney has recently purchased Chadstone Toyota (Toyota Logo)

Reporting to the Managing Director, this role is all
about being proactive and hands-on. You will have a
high
level of trust and responsibility. With the support
Dealer Principal
(Equity)
and guidance of the retiring DP, you will take the
We are seekingrains
an experienced
to lead
the teamdealership,
at Chadstone
of a long ‘hands-on’
standing,DP
high
performing
Toyota.
which is known in the business as ‘simply the best’.

• Entrepreneurial flair and be able to execute a successful business strategy.
Youacumen
will be
charged
with topropelling
dealership
• Strong business
including
the ability
interpret andthis
influence
financial
results.
into the future, whilst servicing our customers better
• Strong interpersonal
relations
span
management,
employees,
than ever
before.that
You
will across
have the
ability to influence
customers and TMCA.

your salary, with a base wage paid plus uncapped

Next Mercedes-Benz S-Class flagship due here
early 2021 to offer world-first safety systems
By CALLUM HUNTER

THE next-generation MercedesBenz S-Class flagship sedan due in
Australia early next year will raise
the bar with world-first technologies
in both safety and comfort,
including a pre-collision ride height
adjustment system and frontal
airbags for rear seat passengers.
The ‘Pre-Safe Impulse Side’ system
is able to detect when a side impact
is imminent and raise the ride height
of the vehicle by up to 80mm in a bid
to offer more protection to occupants.
This works in conjunction

SUBSCRIBE FREE: CLICK HERE

commissions
and benefits,
your
hard work
will
be
If you are driven,
ambitious and decisive
with a keen
appreciation
of what
it takes
to drive and motivate
a team of managers,
thenfigure
consider
this rare opportunity.
well rewarded
with a six
package.
Join the Executive team to Patterson Cheney Cars & Trucks

with newly developed ‘E-Active
Body Control’ technology, which
Mercedes says adds semi-supporting
hydropneumatics to the adaptive air
suspension system.
“The air springs bear the base load
of the vehicle body and gradually
regulate the level,” the company
said.
“The
hydropneumatics
generate dynamic forces that
overlay the air suspension forces,
and actively support and dampen
the vehicle body.”
Unlike other adaptive systems,
E-Active Body Control is actually
a predictive system, relying on five
multicore processors, more than
20 sensors and a stereo camera
to scan and read the road ahead
before suitably adjusting the ride
characteristics.
Meanwhile, the new tubular

ADVERTISE: CLICK HERE

We are looking for well-rounded candidates that have
experience across all areas of a dealership with a
focusGeneral
on Sales
and Fixed Operations.
Sales Manager

You will be able to demonstrate the following:
• Support
a culture
that encourages
and promotes excellence, strong sale
• General
Manager
experience
is essential.
performance, professionalism, team work and accountability.
• Japanese
Truck OEM experience is preferred.
• Build and maintain strong relationships with the industry, the community an
• Experience
across
Fixed Operations.
customers
and TMCA
• Strong
business
acumen
the ability
to
• Drive
high performance
withincluding
a focus on quality
and transparency.
• Develop
and and
implement
process
and practices
that maximise profitability an
interpret
reports
influence
financial
results.
exceed customer
expectations
• Interpersonal
relationship
skills that can be applied
• Manage and maintain the profitable and efficient operation through P&L an
to management,
employees,
guests and OEM.
KPI’s

If you believe you have the drive to lead this dynamic
dealership, please send your detailed resume and
We encourage applications from candidates with a
letter
gm@pattersoncheney.com.au
proven
track
record of driving
a strongand
andaprofessional
Excellent
remuneration
packages
range of employeecover
benefits
aretoon
offer to the right candidate
Applications
bevolume
provideddealership.
the highest confidentiality
culture
in a will
high
Applications treated in strictest confidence.

If you believe you have the drive to lead this dynamic dealership, please send your detailed resume and cover letter outlining why
you are the right fit to Daniel Waixel HR Manager, daniel.waixel@pattersoncheney.om.au Applications close DATE

airbags in the rear seat compartment
are located in the front seatbacks and
are designed to deploy “extremely
gently” and offer extra protection in
the event of a frontal collision.
In the front compartment,
Mercedes has also developed a new
centre airbag designed to prevent
occupants from clashing heads in
the event of severe side impacts.
Among
other
innovations
outlined ahead of the new S-Class’
unveiling in September, Mercedes

engineers have fitted a new active
rear-axle steering system to
improve the manoeuvrability of the
large luxury sedan.
Up to 10 degrees of counter- and
same-direction steering angle is on
offer from the new system, granting
the long-wheelbase S-Class a sub11m turning circle.
According to Mercedes, this is
equivalent to many compact vehicles.
The changeover from countersteering to same-direction steering

reportedly occurs at 60km/h, with
the finer tuning of the system linked
into the various driver modes, just
like the main steering system.
With the Active Parking Assist
system with 360-degree camera
employed, Mercedes says “the vehicle
can slip into tight parking spaces
while recognising whether anybody is
moving within that space”.
FULL STORY: CLICK HERE
All set for GLA – next page
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All set for GLA

Pricing, spec up for bigger and more advanced
Mercedes crossover coming soon, from $55,100
By CALLUM HUNTER

MERCEDES-BENZ
Australia/
Pacific has detailed local pricing
and specification for its newgeneration GLA compact SUV, with
the entry price rising a hefty $9500
to $55,100 plus on-road costs.
Set to arrive in Australian
dealerships during August, the fully
redesigned GLA is 122mm taller
than its predecessor and 30mm
wider, offering more cabin space
than before despite being 14mm
shorter in overall length.
The range now kicks off with the
GLA200 as opposed to the outgoing

PRICING:

GLA200 (a)
GLA250 4Matic (a)
GLA35 AMG 4Matic (a)
GLA45 S AMG 4Matic+ (a)

$55,100
$66,500
$82,935
$107,035

SUBSCRIBE FREE: CLICK HERE

GLA180, which was priced at
$45,600 plus on-roads.
Offsetting the price hike is
an increase in performance and
standard safety equipment, the
latter
including
autonomous
emergency
braking,
turning
manoeuvre function, emergency
corridor function and exit warning
function
which
can
detect
pedestrians, cyclists and stopped
vehicles.
Adaptive cruise control, lanekeep assist, blind-spot monitoring,
‘active bonnet’, crosswind assist,
Pre-Safe accident anticipatory
systems and active speed limit
assistance are also fitted standard.
Power and torque in the GLA200
is rated at 120kW and 250Nm,
courtesy of a 1.3-litre turbocharged
four-cylinder petrol engine with

ADVERTISE: CLICK HERE

drive being sent exclusively to the
front wheels via a seven-speed dualclutch transmission.
Fuel economy is rated at between
5.6 and 5.9 litres per 100km on the
combined cycle.
Other standard kit on the most
affordable GLA includes Articoupholstered
‘Comfort’
seats,
automatic climate control, MBUX
multimedia system with Apple
CarPlay, Android Auto, satellite

navigation and DAB+ digital radio,
wireless phone charging, a reversing
camera,
rain-sensing
wipers,
‘Keyless-Go Comfort Package’,
64-colour
ambient
lighting,
Dynamic Select driving modes,
park assist, high-beam assist, LED
headlights, a powered tailgate and
19-inch alloy wheels.
Positioned $11,400 upstream
of the GLA200 is the $66,500
GLA250 4Matic, which continues

• Backed by Ford Motor Company
• Over 1,100 licenced and franchised locations across 34
countries & now available in Australia
• Dedicated business support from initial enquiry to store
opening and beyond through our team of experienced
aftermarket specialists
This franchise is suited to:
• Those looking to own their first automotive business
• An established independent workshop looking to
develop processes, systems and buying power
• A used car retailer looking to add a service
operation
• OEM Dealers/Dealer Groups looking to diversify
and expand their service offering

with a 2.0-litre turbocharged engine
but now offers 165kW of power –
up 10kW. Maximum torque remains
at 350Nm.
As before, drive is sent to all four
wheels via an eight-speed dualclutch transmission.
Compared to the previous
equivalent model, the GLA250’s
asking price has risen $3500.
FULL STORY: CLICK HERE

FRANCHISES
NOW AVAILABLE
IN AUSTRALIA

More information is available via:
www.quicklane.com.au/franchise-business
qlau@quicklane.com or call Tim Bill on 0401 703 634
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THERE IS A NEW PLAYER IN TOWN

Discover our new market insights
platform and gain access to:
Used-car data from more than just one
advertising destination
Real time market intelligence to optimise
your pricing strategy
Dealership group level views of your data
Our valuation module powered by
Kelley Blue Book
No lock-in contracts with free trials
Extremely competitive pricing

Want a 30-day free trial?

Install
AutoRadar as
an app & access
real time market
intelligence on
the go!
SAMPLE DATA SHOWN

AutoRadar is powered by Kelley Blue Book

REGISTER INTEREST

Bringing almost 90 years of experience in creating vehicle valuations to
consumers in the U.S., Kelley Blue Book is now in Australia.
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5 Series overhaul

Extra features offset higher prices for BMW’s
updated 5 Series range due here in October
By ROBBIE WALLIS

BMW Australia has announced
pricing and specification for its
updated 5 Series large prestige
sedan range, which is due in
October and ushers in greater
equipment levels that are reflected
in higher price points.
Pricing for the six-variant
mainstream
range
increases
by between $2000 and $6000,
depending on the variant, and will
kick off from $95,900 plus on-road
costs for the 520i.

PRICING:

520i (a)
530i (a)
530e (a)
530d (a)
M550i Pure (a)
M550i (a)
M5 Competition (a)

$95,900
$115,900
$118,900
$125,900
$137,900
$154,900
$244,900

SUBSCRIBE FREE: CLICK HERE

BMW has dropped the inline sixcylinder petrol 540i grade from the
line-up, instead offering the more
powerful and affordable M550i
Pure in its place.
As reported separately, the M5
Competition will arrive in the
same month priced from $244,900
plus on-roads, up $10,000 on its
predecessor but with mechanical
and specification upgrades to
offset the increase.
All variants come with revised
styling and a new exterior design
package, while the cabin now
features a bigger 12.3-inch
multimedia screen (up from 10.25”).
At the entry level, the 520i
is still powered by a 2.0-litre
turbo-petrol four-cylinder engine
developing 135kW of power at
6500rpm and 290Nm of torque

ADVERTISE: CLICK HERE

from 1350-4250rpm, driving the
rear wheels via an eight-speed
automatic transmission.
With a $5000 increase over the
current version, the 520i scores
a raft of new standard equipment
including the M Sport package
which bundles 19-inch alloys, M
Sport suspension, Shadow Line
trim, sports seats, Anthracite
roofliner,
M
Aerodynamics
package, M leather steering wheel,

M door sills and trapezoidal chrome
tailpipe finishers.
Other new standard features
include adaptive LED headlights,
high-beam assist and driving
assistant professional.
These join carryover features such
as Android Auto and Apple CarPlay
compatibility, ambient lighting,
Comfort access, Connected Package
Professional, DAB+ digital radio,
electric seat adjustment, head-up

display, 12-speaker sound system,
Sensatec instrument panel, leather
Dakota upholstery, parking assistant
plus, digital instrument cluster and
wireless charging.
Next up is the $115,900 530i,
which has increased by $3000 and
now includes the standard fitment of
M Sport brakes.
FULL STORY: CLICK HERE
5 Series, X1 EVs – page 20

The technology behind the
car subscription headlines
Loopit powers car subscription for some of
Australia’s largest OEMs, dealerships and
emerging car subscription providers.
Request a Demo

or call 02 8278 9255

previously
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Arkana watch

XM3

Renault has a lot riding on its decision to replace
Kadjar with Arkana, so we’ve taken a closer look…
By ROBBIE WALLIS

RENAULT Australia has high
hopes for the funky coupe-style
Arkana small SUV that will replace
the Kadjar crossover upon arrival in
the second half of next year.
The Arkana will slot between the
smaller Captur light crossover and
family-oriented Koleos mid-sizer in
Renault’s SUV line-up, and will be
forced to do plenty of heavy lifting
in terms of sales with the French
brand’s Australian subsidiary also
set to discontinue the Clio city hatch
and mainstream variants of the
Megane small car.
First revealed at the Moscow
motor show in 2018, the
Arkana was initially launched
exclusively for the Russian market,
underpinned by Renault’s in-house
B0+ platform.
SUBSCRIBE FREE: CLICK HERE

However, Australian examples
will be based on the recently
introduced Korean-market version
(known there as the XM3), which
instead rides on the more modern
alliance CMF-B platform.
The modernity of the new Arkana
was one of the reasons behind
Renault Australia’s decision to
replace the Kadjar, which despite
only going on sale locally late last
year was launched globally in 2016,
with an update in 2018.
Renault Australia senior product
manager Charly Clercin said the
Arkana will also feature the latest
the brand has to offer in terms of
technology and features.
Being built in Busan, South
Korea, will also mean shorter lead
times and better pricing compared
to the Spanish-built Kadjar, thanks

ADVERTISE: CLICK HERE

largely to Australia’s free-trade
agreement with South Korea.
Concrete details on the Arkana’s
local spec and equipment remain
elusive for now, however it will
likely borrow various features from
other models in Renault’s portfolio.
The all-new second-generation
Captur revealed last year features
Renault’s Smart Cockpit dashboard,
which includes an infotainment
screen up to 9.3 inches in size with

a 10-inch digital instrument cluster.
This is also found on the Korean
XM3, meaning it should find its way
into the Aussie Arkana.
The XM3 also includes highgrade equipment including Park
Assist with a 360-degree camera,
automatic parking brake, cruise
control with a Stop & Go function,
lane-keeping assistant and ‘MultiSense’ technology.
According to Renault, the latter

adapts to the driver’s mood, with its
three driving modes and a variety of
lighting atmospheres.
No details have been shared on
which powertrains will be used in
the local Arkana, however the most
likely starter is the 1.3-litre turbopetrol four-cylinder engine used in
the Kadjar and new Captur, which
produces up to 117kW/260Nm.
FULL STORY: CLICK HERE

LATE MODEL PRESTIGE & LUXURY 4WD VEHICLES WANTED
ASTON MARTIN – AUDI – BMW – BENTLEY – FERRARI – FPV – GENESIS
HSV – JAGUAR – JEEP – LAMBORGHINI – LAND ROVER – LEXUS – LOTUS
MASERATI – MERCEDES-BENZ – PORSCHE – RAM – RANGE ROVER
ROLLS ROYCE – TESLA – VOLKSWAGEN – VOLVO

HANS LIGNELL - 0408 269 888
“A Name That’s Been Trusted By The Industry Since 1973.”

Buying and selling prestige and luxury 4WD vehicles throughout Australia 7 days a week.
Len Vine Automobiles Pty Ltd

Click here to E-Mail hel000@bigpond.net.au
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Pajero’s last run
From left: Outlander, Eclipse Cross, ASX

Pajero

Mitsubishi to discontinue long-running off-roader
as new Outlander and Eclipse Cross draw near
By CALLUM HUNTER

MITSUBISHI Motors Corporation
(MMC) has revealed it will finally
retire its longest-running model, the
Pajero, ending production of the
off-roader in about 12 months’ time
after nearly four decades of service.
Having been savaged by the
coronavirus pandemic – and
among other factors – MMC says
it is anticipating a ¥140 billion
($A1.86b) loss when the Japanese
financial year ends next March.
If the predictions hold true, it
will be the triple-diamond brand’s
biggest loss in 18 years.
The Pajero’s axing comes as part
of MMC’s ‘small but beautiful’ midterm business plan which aims to
reduce fixed costs by 20 per cent or
more, with the biggest saving – up to
15 per cent – set to be made through
SUBSCRIBE FREE: CLICK HERE

redundancies and other “headcount
rationalisation” measures.
Other measures being taken
include a reduced presence in Europe
in favour of a greater emphasis on
ASEAN countries – where an 11.4
per cent market share is targeted
– as well as Oceanic, African and
South American markets.
The company will also have
greatly enhanced focus on plug-in
hybrid technology courtesy of its
alliance partners Renault and Nissan.
“We will shift our strategy from
all-round expansion to selection and
concentration,” said MMC chief
executive Takao Kato.
“First of all, we will complete
our structural reforms and further
strengthen our competitive areas
– ultimately to build a corporate
structure that can surely generate

ADVERTISE: CLICK HERE

profits during this mid-term period.”
While the long-serving Pajero
is being retired, the remainder of
Mitsubishi’s Australian line-up is
set to continue full steam ahead
with an updated Eclipse Cross due
here by the end of this year bringing
fresh styling, a revised interior and a
new infotainment system.
Next year, a new-generation
Outlander will arrive, with Mitsubishi
Motors Australia Limited (MMAL)

promising it will be “bigger, bolder
and better” than ever as well as being
the “quietest and best-equipped”
model the brand has ever offered here.
Following about a year behind the
new Outlander will be a new PHEV
variant along with an all-new Triton
ute that will share its underpinnings
with the next-generation Nissan
Navara and Renault Alaskan.
Further afield is the inevitable
Triton-based Pajero Sport as well

as two new models yet to be named
or detailed, let alone confirmed for
Australia, while the ASEAN market
will also be treated to an exclusive
electric vehicle and designated MPV.
MMAL’s line-up is comprised
entirely of SUVs with the exception
of the Mirage city car, the strongselling Triton and new Express van.
This is no coincidence according to
MMAL CEO Shaun Westcott, who
said the fresh Eclipse Cross and nextgeneration Outlander were proof of
the brand’s “commitment to deliver
high quality, leading-edge SUVs to
Australian owners and their families”.
FULL STORY: CLICK HERE
Mitsubishi exits Europe – page 31

Are you seeking a path to owning your
own share of a motor dealership?
A leading privately owned Southern
Queensland based Motor Dealer Group is
seeking a highly motivated and experienced
candidate to join them under their multi
franchised structure…
The Group, with a turnover of around $100
million, is searching for an appropriately
qualiﬁed individual to take on the role of Dealer
Principal in their leading automotive dealership.
The candidate will be sufﬁciently trained in all
aspects of running a dealership and will have the
necessary skills to integrate with and lead a young

and dynamic management team. Ideally the
individual will possess the right level of dealership
experience, passion and ambition to become an
equity owner through demonstrating strong
leadership skills, high customer relations prowess,
whilst meeting speciﬁc KPI’s in dealership
performance. The Group is committed to providing
the right training and opportunities to the successful
candidate in order to achieve the equity goal.

Please forward your resume to:
Frank Genobile,
Partner, Fordham Motor Dealer Services
E: fgenobile@fordhamgroup.com.au
GPO Box 4369, Melbourne Victoria 3001

If you are conﬁdent that you have the experience,
the willingness and resolve to have a vested
interest in a dealership, then please submit
your detailed resume “in conﬁdence” to us.
Fordham Business Advisors Pty Ltd ABN 77 140 981 853 Fordham Business Advisors is part of the Perpetual Group
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AFTER SALES

A NEW REVENUE STREAM
The world’s ﬁrst Plug ‘n Play
wire-less rust protection device.
2 minute install; no wiring required.
One size ﬁts all; passenger sedans, SUVs,
4WDs, commercial vehicles.

Plug ‘n Play

Suitable for New and Used Vehicles,
After Sales, Fleets, Service Departments.
Proven Auto Saver Electronic Corrosion
innovation since 1989.
Easily tranferred from
vehicle to vehicle in minutes.
Easy after sales sell with great returns.

Proven Electronic
Rust Protection

Sends 24mA of current to all earthed
components to help inhibit corrosion.

SUITABLE FOR ANY VEHICLE WITH AN OBD2 PORT

LIFETIME
PRODUCT
REPLACEMENT
GUARANTEE

CONTACT NOW
www.autosaver.com.au
1 300 328 236
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EV insights
Latest RACV study finds more Australians are
considering an EV purchase, but barriers remain
By TERRY MARTIN

ELECTRIC vehicles continue
to represent only a fraction of
new-vehicle sales in Australia but
are increasingly on the minds of
motorists when it comes to their
next vehicle purchase.
In the RACV’s fifth annual
survey of consumer attitudes
towards EVs, conducted this year
in conjunction with the Electric
Vehicle Council, the Victorian
motoring club found that three
in five motorists – 60 per cent –
would consider purchasing an EV
for their next car instead of a petrol
or diesel vehicle, marking a 13 per
cent increase over last year.
Maintenance and running costs
also figure into the equation, with
the RACV finding that 68 per
cent of respondents saw the low
ongoing cost of ownership of an
EV compared to a vehicle with an
internal combustion engine as a
positive.
Notably,
this
was
more
important to them than the positive
environmental impact of owning an
EV, which came in at 59 per cent.
The survey found that oft-cited
SUBSCRIBE FREE: CLICK HERE

EV characteristics compared to diesel/petrol cars

100

drawbacks with EVs – higher
purchase prices, limited model
variant choices and anxiety over
driving range – still weigh heavily
on the RACV’s members.
A large proportion of the survey
participants – 77 per cent – said
the cost of EVs compared to
combustion-engined vehicles was
a major deterrent when it came to
their purchasing decision, while
a majority (55 per cent) also said
the limited number of EV models
available in Australia was a reason
not to buy one.
What’s more, a significant
majority (74 per cent) also said
they were concerned with range
anxiety and the distance the car can
travel. The minimum range deemed
acceptable on a full charge in an EV
was, on average, 461km.
Despite the high interest factor in
EVs, these reality checks are clearly
putting a dampener on prospective
sales considering that only 31 per
cent of those surveyed said they
were willing to buy an EV if it was
the same price as an equivalent
petrol- or diesel-powered vehicle.
When asked to nominate what

ADVERTISE: CLICK HERE

Source: RACV
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EV
EV
recharging vs
cost
environmental performance
refuelling
footprint
Better than a petrol or diesel

government policies could be
implemented in relation to EVs, the
vast majority cited public charging
infrastructure (75 per cent),
incentives to reduce the purchase
price (74 per cent) and incentives
to reduce the cost of installing

About the same as a petrol or diesel

home charging infrastructure (70
per cent).
This would likely have a positive
influence as consumers consider
their next purchase, but might not
necessarily translate to an actual
sale, with only 37 per cent of

Number of EV resale value Your level of
models to
understanding
choose from
Worse than a petrol or diesel

respondents saying they would
be comfortable paying more
for an EV provided there were
greater incentives and charging
infrastructure in place.
FULL STORY: CLICK HERE
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PSA GROUP’S NEW EV MODULAR PLATFORM
By CALLUM HUNTER

5 Series, X1 EVs

5 Series

X1

BMW confirms EV versions of key model lines
in charge towards 25 electrified vehicles by 2023
By CALLUM HUNTER

JUST weeks after revealing the
all-electric iX3 SUV, BMW has
confirmed that full-electric versions of
both its 5 Series executive sedan and
X1 compact SUV are in the pipeline
as the Bavarian prestige brand
charges towards its goal of offering
25 electrified models by 2023.
The new battery-electric models
will be offered alongside traditional
internal combustion engine variants
and BMW’s ever-increasing range
of plug-in hybrid electric vehicles
(PHEVs) and those with a mildhybrid powertrain.
No details surrounding the new
additions to the electric family have
been revealed as BMW’s chairman
of the board of management Oliver
SUBSCRIBE FREE: CLICK HERE

Zipse outlined the company’s
new sustainability and resource
efficiency focus of its “strategic
direction” and new “lifecycle” CO2
emissions targets.
The targets revolve around a 33
per cent reduction in CO2 emissions
per vehicle “from the supply chain
through production to the end of the
use phase” by 2030.
“I firmly believe the fight against
climate change and how we use
resources will decide the future
of our society – and of the BMW
Group,” Mr Zipse said.
“As a premium car company, it
is our ambition to lead the way in
sustainability. That is why we are
taking responsibility here and now
and making these issues central to

ADVERTISE: CLICK HERE

our future strategic direction.
“This new strategic direction will
be anchored in all divisions – from
administration and purchasing to
development and production, all the
way to sales.
“We are taking sustainability to
the next level.”
BMW is set to launch several
new EVs by the end of next year,
including the iX3 and ‘iNext’
SUVs, i4 sedan and next-generation
7 Series.
The new electric 5 Series and
X1 are likely to be released within
that shared timeframe, although no
concrete details have been provided.
FULL STORY: CLICK HERE

GROUPE PSA has unveiled a new
electric vehicle modular platform
(eVMP) destined to underpin the
group’s next-generation EVs from
2023.
Set to serve as the EV architecture
in the small (C) and medium (D)
vehicle segments, the new platform
will be based around battery
packs ranging between 60kWh
and 100kWh, resulting in claimed
driving ranges of between 400km
and 650km on the WLTP cycle.
Different body styles will be
developed and released on the
platform across two different
wheelbases, including sedans and
hatches up to SUVs.
The key is the platform’s battery
packaging, with PSA engineers
claiming the entire sub-floor has
been optimised specifically to house
the battery packs. Up to 50kWh can

be stored per metre of wheelbase.
To keep costs down, PSA says the
platform and many of its electrical
components are being developed
and manufactured in-house with
the added bonus of the components
complementing existing projects
and products.
Not only will the eVMP underpin
various EVs and varying power levels,
it will also be adapted to support
hybrid powertrains in select markets.
According to Groupe PSA research
and development director Nicolas
Morel, the new platform demonstrates
the group’s “ability to innovate”.
FULL STORY: CLICK HERE

We innovate ...
to harness technologies

Does your current DMS promote modern cloud-based
solutions, but deliver inferior adaptations?
Titan DMS has been purpose-built
(not adapted) for the cloud.
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Under Mr Holmes’ leadership, the FORMER RENAULT CHIEF NAMED NEW CEO OF JLR
residential sales team found new ways
By NEIL DOWLING
coronavirus pandemic.
to drive sales and retain customers.
He replaces Ralf Speth, who has
He brings 30 years of experience THE man whose loyalty to former
NEW GLOBAL PRESIDENT FOR COX AUTOMOTIVE
boss been CEO for a decade and will
to the executive vice-president role Renault-Nissan Alliance
By NEIL DOWLING
for Cox Communications through at Cox Business, including several Carlos Ghosn allegedly led to his now become non-executive viceCOX Automotive has appointed a operational execution and acquisition. leadership positions at AT&T prior own downfall as head of Renault, chairman.
new global president with current
Thierry Bollore, is returning to the
In announcing the move, chairman
“He brings deep experience leading to joining Cox Communications.
vice-president of Cox Business, through change and disruption in the
“Keith Holmes has the right mix top of the industry as chief executive of JLR’s parent company, Tata,
Steve Rowley, succeeding
Natarajan Chandrasekaran,
of creativity and agility of Jaguar Land Rover (JLR).
wireless, cable and
Sandy Schwartz.
Officially starting at JLR
said Mr Bollore was “an
to
anticipate
customer
telco industries to
Mr Schwartz, who has
established global business
needs, post strong results on September 10, Mr Bollore
Cox Automotive, a
been at Cox for 35 years,
leader with a proven track
and grow Cox Business left Renault suddenly in
global company that
has become the new CEO
record of implementing
annual revenue,” said Cox October last year in a move
serves millions of
of the Cox Family Office
complex transformations …
Communications president that was widely seen as part
car shoppers, 40,000
responsible for shareholder
of a concerted effort by the
(who) will bring a wealth of
and CEO Pat Esser.
auto dealers and
Steve Rowley others in the industry Sandy Schwartz
investments.
Mr Schwartz will work French manufacturer to cut Thierry Bollore experience to one of the most
He steps down as Cox Automotive across five countries,” the company with the company’s shareholders ties with close allies of Mr Ghosn, revered positions in the industry”.
president but will remain as CEO in said in a statement.
Commenting on his appointment,
and bring his business acumen who had been arrested in Japan for
a transitional period until Mr Rowley
Mr Bollore said: “Jaguar Land
As president of Cox Automotive, to family investments. He will alleged financial misconduct.
adds that role at the end of the year.
Mr Bollore, 57, joins the Rover is known around the world
Mr Rowley will immediately begin continue to oversee Cox newspapers
Cox Automotive, which operates working with Mr Schwartz to in Atlanta and Dayton, Ohio.
British auto giant at a time when for its peerless brand heritage,
in regions including Australia, transition duties and oversight of the
design
and
deep
Mr Taylor said “Cox is a company vehicle sales are waning and as its exquisite
employs 34,000 people in major company with a focus on engaging that thinks long-term”.
production plants in the UK and engineering integrity.”
global markets.
elsewhere are ramping back up after
with dealer customers.
Its primary aim is to make buying,
temporary closures as a result of the
FULL STORY: CLICK HERE
FULL STORY: CLICK HERE
Mr Rowley said it was a “huge
selling, owning and using cars honour” to be asked by Mr Schwartz
easier for consumers and operates and Cox Enterprises president
under brands including Autotrader, and CEO Alex Taylor “to lead this
Clutch Technologies, Dealer.com, incredible business”.
Dealertrack, Kelley Blue Book,
“Cox Automotive is helping the
Manheim,
NextGear
Capital, industry make a sharp right turn toward
Australia’s No.1
Automotive recruiter
VinSolutions, vAuto and Xtime.
technology and digitisation and I’m
Don’t let
Supporting you since 1995
Replacing Mr Rowley as executive ready to listen to our customers and
your
competition
vice-president of Cox Business, give them innovative solutions for the
CLICK OR CALL FOR MORE INFO!
be in pole position
the commercial arm of Cox way forward,” he said.
1300 666 562
when restrictions ease
Communications, is Keith Holmes.
“I grew up dreaming about fast
careers@motorstaff.com.au
www.motorstaff.com.au
The company said Mr Rowley sportscars, and now I can drive
Take advantage of the
has led the transformation of Cox forward the company with the most
exceptional candidates available right now
Business into a major growth engine horsepower in the automotive market.”
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GoAuto New Car Diary
brought to you by Autotrader

Rangie Sport lift

LAUNCH

Audi A4/A5

AUG

Honda CR-V
Isuzu Ute D-Max

Isuzu Ute’s third-generation D-Max
launches this month, taking a significant
step up in terms of cabin comfort,
technology and more.

Kia Sorento
Mazda3 X20
Mercedes-Benz GLA
Mercedes-Benz GLE Coupe
Toyota Fortuner
Toyota HiLux

FULL NEW CAR DIARY: CLICK HERE

Toyota Yaris

New mild-hybrid diesel powertrains headline
MY21 Range Rover Sport due later this year
By CALLUM HUNTER

LAND Rover has given its Range
Rover Sport luxury SUV an
extensive update for the 2021 model
year, one that brings a string of new
mild-hybrid diesel powertrains and
sees the retirement of other more
established diesel engines.
Underpinning all three new hybrid
powertrains is the same 3.0-litre
inline six-cylinder ‘Ingenium’
turbo-diesel paired with a 48V
mild-hybrid system producing three
different levels of power and torque.
In entry-level D250 guise, the
result is a healthy 183kW/600Nm,
with both figures jumping to
221kW/650Nm in the D300.
At the top of the diesel range is
SUBSCRIBE FREE: CLICK HERE

the D350 which produces a solid
258kW and exceptional 700Nm
of pulling power, resulting in a
0-100km/h time of 6.9 seconds.
The current V6 and V8 diesel
engines will be discontinued.
The broad changes have not been
applied to the petrol offerings, with the
range kicked off by the P300 which
is powered by a 221kW/400Nm
2.0-litre four-cylinder engine.
Next up is the P400e plugin hybrid which combines the
P300’s combustion engine with a
105kW electric motor to produce
a combined 297kW of power and
640Nm of torque.
These figures are enough to propel
the more than two-tonne hybrid

ADVERTISE: CLICK HERE

family hauler from 0-100km/h in
6.7 seconds and return a combinedcycle fuel consumption figure of
just 3.3 litres per 100km.
Jaguar Land Rover engine
commodity chief engineer Jonathon
Harris said the Ingenium family
of engines provide world-class
performance and efficiency in both
mild and plug-in hybrid forms.

“The family of clean, refined
and efficient Ingenium engines has
evolved and expanded to meet the
needs of our customers across the
world,” he said.
“Designed,
engineered
and
manufactured in-house in the UK,
our state-of-the-art petrol and diesel
engines now provide a choice
of inline four and six-cylinder

powerplants across the Range
Rover Sport line-up.”
At the top of the petrol-powered tree
are the classic supercharged 5.0-litre
V8s producing 386kW/625Nm in
P525 guise (0-100km/h in 5.3 seconds)
and a monstrous 423kW/700Nm in
flagship SVR guise.
FULL STORY: CLICK HERE

“An Autotrader lead is a higher quality lead, these customers know
our address, know our location and they know about our business so
they’re further down the buyer journey and more qualified.”
Tom Kennedy, General Manager Big Box Cars

Take the lead – list with autotrader.com.au

A SMARTER WAY TO TRADE AUTO
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ACDelco service
plan revealed
GM plans to ramp up ACDelco’s presence with expanded
parts sales and special service centres

Are we really
selling cars online?

That’ll be
the phone, Reg

The idea of selling cars online is bumping
into the need for customers to negotiate a deal

Missed and abandoned phone calls are costing
dealers $260 a time, says WildJar boss
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COMMENT by JOHN MELLOR

GENERAL Motors has plans to
gradually roll out ACDelco Service
Centres across Australia starting
first by setting them up in the market
areas of dealers which did not sign
their settlement agreements by the
end-of-June deadline.
GoAutoNews
Premium
has
been told of a plan to establish
ACDelco-branded service lanes in
those dealer market areas where
the Holden dealers have not signed.
It will involve the granting of an
ACDelco service franchise to any
suitable applicants.
This is said to be part of a longterm strategy for GM to continue
to retain a major business stake in
Australia via all-makes (it calls it
‘most makes’) service and parts
operations. This would be in
addition to the much more modest
GM Special Vehicles (GMSV)
operation which is expected to be
unveiled in September; if it gets
final sign-off.
The GM plan for Australia

Not just a view from the top.
mis@kpmg.com.au

follows the initiative by the Ford
Motor Company which announced
in January this year that Ford is
expanding into Australia its global
all-makes service chain for older
cars and is offering franchise
opportunities to Ford dealers, car
dealers of all other makes as well as
independent service operators who
want to become part of a branded
chain of repair and tyre shops.
Operating under the Quick Lane
Tyre and Auto Centre brand, the
workshops offer while-you-wait
servicing, maintenance and repair
of 14 key activities without the
need of an appointment. The Quick
Lane service centres are standalone
operations typically with six to eight
service bays, although some are
much larger.
Under the ACDelco initiative, the
thinking at GM is that, if ACDelco
is to have a future in Australia,
it needs to become an all-makes
service and parts company under
the ACDelco brand.
Continued next page

GoAutoNews Premium The business pages of GoAutoNews

Continued from previous page

However, the first and most
immediate imperative is that GM
needs to cover off the service
requirements of owners of Holdens
in PMAs where GM has not yet
secured the future of service and parts
coverage through existing dealers
who did not agree to the terms of
GM’s compensation package.
Signing this agreement meant the
dealer would carry on as a Holden
service dealer for another five years.
GM’s first priority right now is
to successfully ensure that as many
dealers as possible continue to
support Holden service operations
for Holden owners and GM
Holden says it is continuing to
communicate the ongoing business
benefits of Holden service and parts
opportunities for existing Holden
dealers.
It must achieve national service
coverage in order to meet its
obligations to the ACCC under the
Australian Consumer Law (ACL).
But, while GM was considering its
options on how to provide ongoing
EDITION 1033 - AUG 5, 2020

service in PMAs where there will be
gaps in delivering Holden service
and Holden and ACDelco parts, the
logical strategy that emerged was to
roll out service lanes under GM’s
ACDelco all-makes brand similar to
the ACDelco all-makes service and
parts lanes in the US.
It has been made clear internally
that where a dealer has not signed,
an ACDelco service centre, based
on the branding and architecture
from America, can go into that area
and that it will be run as a franchise
able to be purchased by experienced
service providers.
Under the newly-hatched GM
plan, customer support centres
would direct any Holden owners
to the nearest participating Holden
service dealer or to the ACDelco
service centre installed to cover any
open service point.
Parallel to this, GM has decided
to greatly expand the all-makes
parts activities to give ACDelco a
future in Australia.
FULL STORY: CLICK HERE

SUBSCRIBE FREE: CLICK HERE

ADVERTISE: CLICK HERE

You’re the most
important person
in the showroom
KPMG’s Motor Industry Services Team
puts you in the centre when we map out
strategies for your business.
We look at your dealership from every
angle – wealth creation, customer focus,
people, process, planning.
The right disciplines and the right data
will drive the best results – but no two
dealerships are alike.
So our specialists tailor their advice to fit
your unique business needs.
Find out more about our customised
approach to success and email the
KPMG Motor Industry Services Team today:

mis@kpmg.com.au

David Brown
Senior Manager
Motor Industry Services
KPMG

© 2020 KPMG, an Australian partnership. All rights reserved. 378288416ENT
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Are we really
selling cars
online?
The idea of selling cars online is bumping into the need for customers to negotiate a deal
OPINION by JOEL SHASHOUA

WE ARE seeing lots of noise
regarding online sales for new cars
during COVID.
Frequent articles point to
pandemic selling pushing more
customers online and seeking
touch-free transactions. It seems
each week a new brand is launching
an online version of “click to buy”.
In some cases entire inventories are
going online with a view to create
transparency for customers.
But are we really transacting
online or just getting better at
advertising new cars?
Let’s address the elephant in the
room. We have taught generations
of customers that if you visit a
showroom and you are ready to buy,
EDITION 1033 - AUG 5, 2020

then you can haggle a great “deal”
with a car salesperson.
We have conditioned customers
to pretend disinterest so they don’t
appear too emotionally attached and
to visit three dealerships to get the
best price; there are even books and
videos on how to negotiate a better
car deal. Your job as a customer is
to not only find a new car but to
save thousands of dollars.
Conversely, dealers have been
taught to hold stock lists and
discounts as hostage in order to
achieve a visit from a customer and
gain commitment to hopefully be
able to convert them to a sale.
Finally, OEMs have locked new
car pricing online to RRP in order
to protect the brand and try to avoid

SUBSCRIBE FREE: CLICK HERE
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a race to the bottom on pricing.
These are all valid strategies and
have been the mode of operating
for decades so do we really think a
pandemic is going to change all of
this overnight?
Ultimately for a customer today
to achieve a “buy price” they have
to go offline. In recent advances in
online, a customer can configure a
new car, price in options and even
search stock. Online trade-in tools
exist to handle a firm valuation
price and they can even secure a
new vehicle with a deposit.
However, the final transaction
is still an old-school negotiation
between the customer and the
dealer. This is the equivalent of
ordering home delivery but having

to still go to the restaurant to eat.
The only way we can truly go
online is to move toward a single
pricing model and this means
a change in distribution model.
There are many arguments for
and against “agency models”
however we cannot move to full
e-commerce without it. I am not
going to present the “for and
against” arguments here however
we only have to look at the Tesla
model to see it in action.
When you move to single pricing
then you open up online vehicle
buying in its purest form.
Let me be clear, dealers will be
more relevant than ever under a
single price model and, rather than
be the place to play a game to get

a better price, they will become
experience centres where you
can truly immerse yourself in a
product.
Think Apple. They will be temples
to the brand. The place you go to
start looking at a new purchase or a
quick visit to validate your decision.
After all, there are still a lot of
customers that want to deal with a
person, not a computer.
Highly
effective
product
presentations and test drives will be
more important than ever and the
time saved in the negotiation and
close can be spent in building value
into the product and demonstrating
to the customer how this vehicle
will truly serve their needs.
Continued next page
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We also need to recognise that,
as much as we would love every
customer to visit our brand temples
and to allow us to engage, some
would rather research and buy
online. We have all had the customer
who never test drives but is happy to
purchase.
I have read reports that there is a
concern that customers will end up
paying more under a single pricing
model. I do not believe this is the
case. Sure, the customer who comes
in on 30 June to buy and has spent
months shopping dealers against
each other may not get as good a
deal but, on the whole, the pricing
that is set will need to be competitive
or customers will not buy.
As for Mr 30 June, there is
always the demo to sell at a large
discount. For those seeking to buy
a “discount” rather than a car it may
be frustrating; but do we really want
that deal anyway?
EDITION 1033 - AUG 5, 2020

We need to be asking the right
questions:
• Do our customers want to be able
to fully transact online? What’s in
it for them? Haggle-free buying?
• Is there a profitable model for the
dealer and the OEM whilst being
able to fully transact online?
What expenses can be saved?
• Do these answers align with a
shift of distribution model?
• Is this current investment I am
making online making me more
profitable or just making it prettier
for our customers to do research?
What is evident is that external
parties are looking at our industry
and are curious at the way we do
things. This is a recipe for disruption
and is being accelerated by COVID.
Our Motor Industry Services team
receives regular enquiries for strategy
advisory from external companies
wanting to disrupt our industry.

BE THE FIRST
TO SECURE
A GREAT DEAL
WITH MANHEIM
ONLINE

Bid online anywhere, anytime
Manheim Online offers customers the
chance to purchase vehicles online.
Now is an ideal time to be using 100%
digital channels to source vehicles.
Cars are located Australia wide and are
added daily.
3 vehicle categories make it easy for you
to source the vehicles you need.

GOLD

SILVER

BRONZE

Condition
grades 1 & 2

Condition
grades 3 & 4

Condition grades
5 & ungraded

Visit Manheim.com.au/ManheimOnline
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New Genesis test
drive centre

20,038

ABSOLUTE
RESULTS

VEHICLES SOLD

TODAY & TOMORROW

in Australia

5,182

STEP 2

STEP 1

IN-DEALER
CUSTOMER
RETENTION
TRAINING
Second Genesis outlet opens as test centre,
with more planned
By NEIL DOWLING

HYUNDAI luxury arm Genesis
Motors Australia has unveiled a test
drive centre in NSW’s Parramatta as
a brand experience outlet designed
to complement its showroom studio
in Sydney’s CBD.
Genesis said the test drive centre
will be the first in a string of driver
experience outlets, with a second
planned for inclusion in Genesis
Australia’s headquarters in the
Sydney suburb of Macquarie Park.
The brand’s relaunch a year ago
will now accelerate with the test

EDITION 1033 - AUG 5, 2020

drive centres to be followed by a
presence in Melbourne later this
year and then Brisbane in 2021.
Genesis said the Parramatta
centre complements the Genesis
Studio in Sydney’s Pitt Street Mall
and has specifically been located
in the automotive retail heart of
Parramatta with the intention of
providing customers with a quick
and convenient way to experience
its vehicles on the road.
The test centre is described as a
minimalist, pop-up-style outlet to
showcase the latest range of Genesis
models, including the GV80 SUV
that is set for launch later this year.
The company said the test centre
also becomes a location for the sale
and trade-in of pre-owned and former
company fleet Genesis vehicles as it
said these processes “are not currently
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1,293
SOLD

SOLD

IN-DEALER
APPOINTMENT
SETTING BLITZ
STEP 3

1,590
SOLD

WORLD CLASS
5,173
IN-DEALER
SOLD
SALES EVENT

6,800
SOLD

We help you Sell ONE WEEK’S volume in ONE DAY
www.AbsoluteResults.com • (1800) 934240 • ausales@absoluteresults.com

practical at the flagship CBD location”.
In a statement, it said the CBD
Studio locations are aimed for
customers to explore the Genesis
brand in the course of their daily life.
“For customers who wish to visit
a physical location, metro test-drive
centres offer additional accessibility
and more dynamic test drive
environments,” it said.
“Test drive bookings that are brought
to your home or office, together with
an online sales process, complete the

offering. This model allows customers
to interact with Genesis in the most
convenient way for them.”
Genesis Motors Australia CEO
Jun Heo said: “The addition of
our first Genesis Test Drive Centre
introduces a new way for our
customers to experience the range of
Genesis vehicles, and complements
our flagship Genesis Studio.
“The Genesis Test Drive Centre
concept gives our customers even
more choice in the way they can

experience, purchase and own their
new Genesis, in line with our focus
on delivering unprecedented luxury.
“Going forward, it is our intention
to continue with flagship Genesis
Studios, supported by satellite metro
Test Drive Centres.”
Genesis has been launched in
Australia under an ownership
experience built around the GenesisTo-You concierge service.
FULL STORY: CLICK HERE
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That’ll be the
phone, Reg

No friction
car subscription
Carly promotes your cars, finds subscribers,
handles ID verification, credit checks,
payments, insurance and customer service.
It couldn’t be easier. There’s a reason
we’re the auto industry’s favourite.

Missed and abandoned phone calls are costing
dealers $260 a time, says WildJar boss
By JOHN MELLOR
The worst ‘sins’ are buyers met
PHONES ringing out, phone lines with engaged signals meaning there
busy, transferred calls abandoned are not enough lines and phones
and active sales calls hitting the ringing out suggesting there are not
dreaded ‘dial this for service and enough people manning phones.
that for sales’ is costing
“Across the board, we find
dealers tens of thousands of
dealers are still missing 15
dollars a month in lost sales,
per cent of phone calls and
according to James O’Neill,
another 10 per cent of calls
the CEO of WildJar, one
are being abandoned during
of
Australia’s
leading
the call transfer process,”
call tracking and phone
Mr O’Neill said.
James O’Neill
management systems.
“There is a huge hole when
Speaking with GoAutoNews a call is transferred from reception
Premium, as part of our Dealer to a salesperson and that salesperson
Talks podcast series with Gumtree is not at their desk and the customer
Cars, Mr O’Neill said dealers is on hold for one minute or two
spend vast sums of money driving minutes and they hang up. That is
buyers to their businesses but are 10 per cent abandoned.
still missing many of the phone
“So in total that means 25 per cent
calls they are generating with ‘hot’ of calls into a business are being
buyers on the other end.
missed.”
EDITION 1033 - AUG 5, 2020

SUBSCRIBE FREE: CLICK HERE

ADVERTISE: CLICK HERE

Unlocking the fast-growing car
subscription market is easier
than ever, with Carly.

Find out more

He said that WildJar calculates
that missed calls and abandoned
calls cost a dealership $260 a time.
“We looked at Deloitte’s $2600
gross profit per car and we know
one in 10 calls into a dealership
results in a sale. Lets keep it really
simple and we know that every call
you miss is $260.
“We know a metro dealer who
received 2100 phone calls in one
month and missed 390 which is 18.4
per cent. So the monthly revenue

impact was about $100,000 based
on the Deloitte number.”
Mr O’Neill said that, when a
customer calls, dealers need to be
ready to help them buy because they
are ready to buy.
“There are so many improvements
and efficiencies dealers can do
internally just on getting the call
flow and call handling correct and
by answering the call at the right
time.
“Dealers spend so much money at

the front end to drive lead enquiries
and, when the customers pick up
the phone and call, we know that
callers convert at around a 15 per
cent higher rate than the online lead
enquiry ‘form fills’.
“A dealer salesperson might send
a video out to a customer via SMS;
they have done a video walkaround
of the car, and that creates direct
engagement with the customer.”
FULL STORY: CLICK HERE
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JobKeeper 2.0 could
be ‘Armageddon’

ADTORQUE
EDGE

ADTORQUE
EDGE

ADTORQUE
EDGE

VACC: June distorted the real state of the car market
and dealer staff will pay the price
By NEIL DOWLING

DEALERS say they are fearing
that sacking staff may be the only
way to ride out the ongoing effects
of COVID-19 because changes to
JobKeeper eligibility may rule out
wage support for many dealerships.
The
Victorian
Automobile
Chamber of Commerce (VACC) said
that the Victorian Dealers Association
(VADA) recently held a speciallyconvened meeting where many of its
members said they would be forced
into a situation of reducing staff levels
at their dealerships if the eligibility
criteria is not amended to reflect the
current JobKeeper or similar.
Melbourne dealer Nick Strauss
of Berwick Motor Group said in
a newspaper report that he will
have to sack a quarter of his staff
after September 27 if he remains
EDITION 1033 - AUG 5, 2020

ineligible for JobKeeper 2.0.
He said he kept his 140 employees
in the first phase of JobKeeper but
the stricter eligibility of JobKeeper
2.0, effective from September 28,
will make it harder and he described
the outlook as “Armageddon”.
JobKeeper 2.0 requires businesses
to show turnover has fallen 30 per
cent or more in both the June and
September quarters, compared with
the same period in 2019.
VACC CEO Geoff Gwilym said
that, by using the previous three
months of income, it includes June
which – because of the asset tax
write-off, access to super funds,
demand for personal transport and
other factors – has been one of the
busiest months on record.
“This distorts the actual downturn
in the economy,” Mr Gwilym said.
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“With the instant asset writeoff,
people
accessing
their
superannuation, and the cases where
people are being paid more on
JobKeeper than they were previously,
then add in the fear of getting on
public transport, it encouraged a lot
of people to go and buy a car.
“Ordinarily, we would be over
the moon. But it produces the
anomaly of one month in a 12month period that effectively
knocks employers and employees

out of the JobKeeper payments.
“We want the flexibility of the
industry to use the previous six
months so it smooths out any lumps
over that period of time.
“Though we love JobKeeper and
asset write-offs, they are government
interventions that have distorted the
normal buying behaviour.”
Mr Gwilym said dealerships
could now be penalised and
that even the rollover sales and
delivery into July could make them

ineligible for the next quarter.
“We can’t allow the government
to penalise the industry by removing
JobKeeper because we are told that
large dealerships will just let staff
go,” he said.
“In March and April we saw a
decrease in staffing with 28 per
cent let go or stood down. In June it
looked good again but then we had
a second lockdown.”
FULL STORY: CLICK HERE
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Eagers changes name,
sees weak outlook

GIVE YOURSELF THE
GUMTREE CARS
ADVANTAGE

CREATE A VIRTUAL EXTENSION

OF YOUR DEALERSHIP
Gumtree Cars is trusted, proven and popular
with car buyers.

Opportunities will emerge in a challenging market,
says cash-strong Eagers Automotive
By NEIL DOWLING

AUSTRALIA’S biggest car retailer
has painted an optimistic picture of
the future of the industry and its role in
vehicle sales despite posting an $80.5
million loss for the 2019 calendar
year triggered mainly by its buy-out
of Automotive Holdings Group Ltd.
AP Eagers Ltd, holding its AGM
last week following a delay of two
months caused by the pandemic,
also reported that the AHG merger
will lead to a name change to Eagers
Automotive Ltd.
Company
chairman
Tim
Crommelin said that it was “a new
badge for a company with a proud
history looking boldly towards the
future” but said the pandemic had
temporarily focused on the “now”.
He said the company had halved the
final dividend and reduced director
EDITION 1033 - AUG 5, 2020

and senior executive remuneration,
as non-executive directors gave up
their full board fees and CEO Martin
Ward halved his remuneration.
Eagers has reported consolidated
revenue in the financial year to
June 30, 2020 of $9.2 billion, an
after-tax loss of $80.5 million and a
profit before tax of $100.4 million,
a decrease of three per cent on the
same period in 2019.
Mr Ward said the company’s
Next100
strategy
aimed
at
optimising existing business “has
accelerated out of necessity due to
the impacts of COVID-19”.
He said the company has delivered
a permanent cost reduction of about
$78 million a year, achieved within
the past three months.
Eagers will release its first-half
financial data on August 26 and Mr
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Fixed monthly subscription billing and no cost
per enquiry means you’re on the right track to
get your inventory moving.
Sell where the buyers are.
Visit Gumtreeforbusiness.com.au

Ward said he expects underlying
operating profit of $40.3 million, a
23.6 per cent decline from the same
period in 2019.
Despite the fall, he said the
company was in a very strong
financial position “with a substantial
property portfolio and asset base” and
$633.9 million in available liquidity.
“This strong financial position
provides us with a significant
liquidity buffer to withstand any
long-term impacts of COVID-19 and

also provides us with the flexibility
to pursue new opportunities that
we expect to arise in a challenging
market,” Mr Ward said.
“In this vein, we remain focused
on leveraging the current market
conditions which are a catalyst to
accelerate our Next100 strategy.”
He said an example of this
strategy was its omni-channel
business in Brisbane that includes
the company’s position in the Auto
Mall at Brisbane Airport, the multi-

branded service centre at the former
Bunnings building in Albion, and the
vehicle service program available at
a major shopping centre.
Mr Ward said the downside of
COVID-19 was an “escalation of
government restrictions” which led to
a “necessary but very difficult decision
to reduce our headcount which in turn
reduced our fixed monthly cost base
by approximately $6 million”.
FULL STORY: CLICK HERE
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Mitsubishi
exits Europe

NEW RULES NEEDS NEW WAYS
TO SELL AFTERMARKET
WITHOUT FACE-TO-FACE CONTACT
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missed
opportunities!

Pajero Sport

‘No change for Australia’ as auto alliance
carves up the globe and kills Pajero
By NEIL DOWLING

MITSUBISHI dealers in the UK
and Europe have been told the
brand will be frozen with immediate
effect, canning the introduction of
new models and poised to let current
models continue in showrooms
until withered by emission or safety
legislation or the end of production.
Mitsubishi’s role in Australia
remains
unchanged,
said
a
spokesperson for the brand, with the
only deviation being the reported
demise of the Pajero from late 2021
or early 2022, and the go-ahead of the
Triton in early 2022 that will share
major components with the Nissan
Navara and be available as a hybrid.
The sudden cessation of the
brand’s sales in Europe and the UK
does not affect service and parts
supply. However, franchise dealers –
EDITION 1033 - AUG 5, 2020

particularly the smaller dealerships
– are less than impressed.
UK-based Automotive Management
said Mitsubishi has 103 dealer
operators in the UK network and
many were preparing to invest in an
updated corporate identity program
first unveiled in 2018.
The publication said Mitsubishi
Motors’ UK managing director Rob
Lindley early in 2019 said he had
hopes of UK sales hitting 50,000
units by the end of 2022. At the time
sales in the UK were running at
around 20,000 units a year.
Last week Mr Lindley was a cosignatory in the letter announcing
the brand’s plan to exit the UK
market, AM said.
AM said that one dealer said:
“The real issue is for those
smaller dealers who only trade in
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Mitsubishi. Today’s news is going
to be a massive blow for them and
effectively ends their franchised
business.”
The change is part of a restructure
of Mitsubishi and its alliance
partners Renault and Nissan and
falls under the recently-named
‘small but beautiful’ mandate that
effectively carves up the globe
between the three major brand
names and its smaller sub-brands.
The carve-up puts Nissan as

Customer receives
email and/or SMS
Salesperson
connects and
closes the deal
Customer
watches video

the alliance lead in China, North
America and Japan. Renault will
focus on Europe, Russia, South
America and North Africa. This
leaves Mitsubishi as the lead partner
in the ASEAN/Oceania region
countries, including Australia.
The global slicing exercise does
not preclude each brand from being
sold in another’s sector, however
their respective activities will be
greatly reduced.
Along with territorial changes, the

LEARN MORE >
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alliance has indicated plans for the
merger between Nissan and Renault
– which was underway by former
alliance boss Carlos Ghosn before his
corporate departure – are off the table.
Nissan has already announced
global cost cuts of $A3.98 billion
that includes phasing out its subbrand Datsun and closing its plant
in Barcelona, meaning it will have
no factory in the EU.
FULL STORY: CLICK HERE
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Kia renews Nadal

Rafael Nadal with the Kia Stinger

Rafa wins Kia in straight sets for another five years
and over two decades of sponsorship
By NEIL DOWLING

SPANISH tennis star Rafael Nadal
has extended his relationship with
Kia Motors Corporation, now taking
the sponsorship beyond 20 years.
Kia first bet on Nadal when Kia
Spain sponsored him as an up-andcoming player in 2004. Two years
later, aged 19 years, Nadal became
Kia’s global brand ambassador.
The latest agreement is a fiveyear renewal between Nadal and
Kia, the major partner of the
Australian Open.
Nadal has also hosted a global
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livestream training session on his
official Facebook page which gives
fans the opportunity to help get Nadal
back to match fitness in preparation
for his return to the court.
Aired from the Rafael Nadal
Academy in his home town of
Mallorca, Spain, the livestream
aimed to #GetRafaMoving with
fans joining to vote in real-time
while coping with social distancing
triggered by the pandemic.
Through a series of emojis, fans
had total control and tailored the
session based on what they wanted
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to see most from Nadal.
The unique training saw Nadal
take on a range of drills from
knocking down targets from
baseline to returning over balls with
amazing trick shots.
After taking on the fan-led
training session, Nadal said: “Fans
have been without tennis for months
now, particularly mine since besides
my practice routines at the Rafa
Nadal Academy I haven’t been
active, so I really enjoyed putting

on a special event for them.
“Kia has been by my side since I was
17 years old and has played a big part
in my journey as a professional tennis
player and as a person. I’m excited to
see what the next five years bring both
on and off the court,” he said.
Kia Motors president and CEO,
Ho Sung Song, said the 16-year
partnership with Rafa had inspired
millions of people to play tennis.
“At a time when he needs his
fans the most, we wanted to put

them at the heart of his training and
encourage his successful return to
competition,” he said.
“We are excited about extending
our partnership for the next five years
and look forward to inspiring each
other to continually move forward.”
The livestream was hosted on
Nadal’s official Facebook page and
can be found on Kia’s worldwide
social channels.
READ STORY ONLINE: CLICK HERE
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Renault chooses
Manheim
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Manheim wins large vehicle service contract
for Renault Australia
By NEIL DOWLING

RENAULT Australia has appointed
Manheim as its supplier of
automotive remarketing services,
following a supplier review and
realignment with Nissan as part of
Renault’s alliance.
From August 1, Manheim will
provide a range of both physical and
digital services to Renault and its
franchised dealer network.
This will include managing
the logistical and operational
requirements involved in preparing
Renault company vehicles for
sale, including vehicle inspections,
vehicle
detailing,
professional
photography, deregistration services,
sale management and administration
and transport bookings.
Renault said a pivotal component
of Manheim’s contract was the
EDITION 1033 - AUG 5, 2020

provision of its online platform for
franchised Renault dealers to view
and purchase company vehicles.
To meet COVID-19 demands,
Manheim could also provide
Renault with a suite of digital sales
channels including web-streamed
live online auctions and 100 per
cent digital listings to give the
dealer network comprehensive and
convenient sales solutions.
Manheim’s director of sales and
retail, Josh Emeny, said: “We are
delighted to be selected by Renault.
“As one of the leading suppliers
of remarketing services to OEMs
in Australia, we have a long and
successful track record of expertise
and experience in line with their
needs,” he said.
FULL STORY: CLICK HERE
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