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King of the Hill
Updated HiLux checks in with Toyota Australia confident of
pick-up retaining sales crown for fifth consecutive year

Rugged X

UPDATE: TOYOTA FORTUNER
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HOT LIMO: AUDI S8

By ROBBIE WALLIS

TOYOTA’S revised HiLux pickup range has arrived in Australia
with the most significant refresh
since the eighth-generation model
was introduced in 2015, an update
the brand says will help it retain its
crown as Australia’s best-selling
vehicle.
The raft of changes around design,
engine performance, suspension
and handling were spearheaded by
Toyota Motor Company Australia
(TMCA), putting Toyota’s local arm
at the centre of the HiLux overhaul.
Speaking to journalists at the
launch of the updated HiLux,
TMCA sales and marketing vicepresident Sean Hanley said he
expected the new model to retain
its crown as Australia’s bestseller, however overall volume
was difficult to predict given
the uncertainty of the Covid-19
pandemic.
“I think that HiLux will continue
to do well, I think the overall
HiLux sales will continue to be

the number one selling vehicle in
Australia as a totality,” he said.
“Whether the sales go up or
down will largely depend on the
market trend, but I think Toyota
will continue to have a good share
of that ute market.”
To the end of July, Toyota has
sold 25,295 units of the HiLux,
putting it on track to top the
national sales table for a fifth year
running.
In the development of the
new HiLux, TMCA was tapped
extensively for research and
testing, hosting development teams
from across the globe to push the
new model to its limits in the range
of extreme weather and terrain
conditions Australia has to offer.
As a result, the changes developed
in Australia, including the new
exterior design, will be rolled out to
other global markets, signifying the
importance of Toyota’s local arm
particularly in the development of
off-road vehicles.
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Arguably the biggest engineering
change to the new HiLux has
happened under the bonnet, with its
2.8-litre turbo-diesel four-cylinder
engine increasing in output from
130kW/450Nm in automatic guise
to 150kW at 3400rpm and 500Nm
from 1600-2800rpm.
Variants fitted with the six-speed
manual continue to output 420Nm
from 1400-3400rpm.
A range of changes to the
turbocharger and cooling system
have allowed for the increase in
power output, which also comes with
a claimed 11 per cent improvement
in fuel economy, as well as reduced
CO2 emissions.
A wider torque band was a point
of focus in the engine re-tune, with
TMCA targeting a more natural feel
when towing and driving at highway
speeds – two activities common to
HiLux owners.
TMCA also said it was confident
that the diesel particulate filter
(DPF) problems that plagued pre-
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SR5

facelift models were in the past.
The HiLux’s two other engine
choices – the 122kW/245Nm
2.7-litre four-cylinder petrol unit
and 110kW/400Nm 2.4-litre oilburner – carry over unchanged.
Toyota also worked to refine
the HiLux’s suspension set-up,
particularly the leaf-sprung rear
end which has been retuned to offer
greater on-road ride comfort when
unladen without compromising its
load-carrying ability.
The hydraulic steering rack has
also been recalibrated to offer a
more natural steering feel and
sharper handling.
Changes to engine cooling and
transmission calibration has seen
maximum braked towing capacity
increase by 300kg to an industrystandard 3500kg on 4x4 models,
while 4x2 models range from 2500kg
to 2800kg, depending on the variant.
Payloads vary between 980kg and
1275kg for the 35-variant line-up.
Inside, the HiLux range now gets
an 8.0-inch infotainment system,
which replaces the older 6.0- or

ADVERTISE: CLICK HERE

7.0-inch unit and introduces buttons
to replace the old full touchscreen
functionality, making it easier to
use for those wearing gloves or with
grubby fingers.
The new unit is compatible with
Apple CarPlay and Android Auto,
while SR5 grades also score satellite

SR5

navigation and DAB+ digital radio.
A global exterior design program
– with contributions from TMCA
– has also been introduced for the
HiLux, which brings its styling
more in line with the rest of Toyota’s
global pick-up portfolio including
the Tacoma and Tundra.

As reported, the HiLux range now
opens at $23,590 plus on-road costs
– an increase of $1725 – and tops
out at $62,420 for the SR5+ dualcab, marking a rise of $2680.
FULL STORY, PRICING: CLICK HERE
Hybrid HiLux – page 11
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Beaut brute

Porsche details updated Panamera ahead of
December arrival, headlined by 463kW Turbo S
By CALLUM HUNTER

PORSCHE has ripped the covers
off its new Panamera luxury sedan,
taking its performance credentials
to the next level with the flagship
Turbo S darting from zero to
100km/h in 3.1 seconds and having
already set a new ‘executive car’ lap
record at the Nurburgring.
Having undergone what Porsche
describes as a “comprehensive
revamp”, the new Panamera not
only ups the performance ante but

PRICING:

Panamera (a)
4 (a)
4 Sport Turismo (a)
4 Executive (a)
4S E-Hybrid (a)
GTS (a)
GTS Sport Turismo (a)
Turbo S (a)

$199,500
$209,700
$217,000
$219,200
$292,300
$309,500
$316,800
$409,500
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also ushers in new styling across the
range as well as revised chassis and
suspension tunes.
Far from unexpectedly, the eyewatering performance figures quoted
above belong to the new rangetopping Turbo S and come courtesy
of the familiar but “comprehensively
overhauled”
twin-turbocharged
4.0-litre V8 petrol engine, producing
a monstrous 463kW of power and
820Nm of torque.
These figures cannot quite match
the eye-watering 500kW/850Nm
outputs of the outgoing Turbo S
E-Hybrid flagship, but they easily
surpass those of the pre-update Turbo
(404kW/770Nm), which has not yet
been included in the new line-up.
That said, Porsche did a similar
thing with the current 911 range;
initially offering the ballistic Turbo

ADVERTISE: CLICK HERE

S first with the ‘regular’ Turbo
following a few months behind.
Regardless, once 0-100km/h has
been dispatched in the previously
mentioned 3.1 seconds, the
Panamera Turbo S will keep pulling
all the way to a 315km/h v-max.
“In order to transfer the enormous
power to the road in a controlled
manner and maximise cornering
performance, the three-chamber
air suspension, the Porsche Active

Suspension Management (PASM) and
the roll stabilisation system Porsche
Dynamic Chassis Control Sport
(PDCC Sport) including Porsche
Torque Vectoring Plus (PTV Plus)
have been customised to each specific
model and optimised accordingly,”
Porsche said in a statement.
This sheer amount of firepower,
channelled to ground via an eightspeed PDK dual-clutch automatic
transmission and all-wheel-drive

system, combine with the optimised
chassis and suspension systems to
propel the Panamera Turbo S around
the Nurburgring in a scorching 7:29.81.
Visually, the Turbo S distinguishes
itself from the rest of the Panamera
range by means of its bigger intakes,
body-coloured
chin
elements,
uniquely spaced light modules and
revamped rear light strip.
FULL STORY: CLICK HERE
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Boardroom bruiser
Franchise Opportunities
Kawasaki Australia is seeking new dealers.
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.

Audi reveals pricing for updated S8 sedan, V8
cruiser priced from $260,000 plus on-roads
By CALLUM HUNTER

THE pinnacle of Audi luxurious
performance has arrived Down
Under, with the premium German
brand officially launching its fifthgeneration S8 limousine this week
priced from an even $260,000 plus
on-road costs.
Sitting squarely at the top of the
A8 tree, the S8 checks in $47,864
upstream of the 55 TFSI LWB, the
most expensive of the ‘standard’
A8 range.
Audi appears to have thrown

SUBSCRIBE FREE: CLICK HERE

everything bar the kitchen sink at
the S8 in terms of its underpinnings
and standard equipment, with
Audi Australia managing director
Paul Sansom describing it as the
“epitome” of the brand’s “Vorsprung
durch Technik philosophy”.
“The all-new Audi S8 is the
technological flagship, the halo of
our sedan range and the ultimate in
luxurious performance,” he said.
“The new-generation S8 is a
dynamic masterpiece, equipped
with a truly astonishing suite of
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®

advanced technologies that ensure
it makes a powerful statement, even
at the upper end of this exclusive
segment.”
Measuring in at 5179mm long,
2130mm wide and 1474mm tall,
the S8 is powered by a twinturbocharged 4.0-litre V8 petrol
engine developing 420kW of power
at 6000rpm and 800Nm of torque
between 2000-6000rpm.
Drive, as ever for a high-end Audi,
is sent to all four wheels via an eight-

speed automatic transmission with
the quattro all-wheel-drive system
in this case being rear-biased,
defaulting to a 40:60 torque split.
Despite weighing 2230kg, the
mountain of power and all-paw
grip results in a 0-100km/h time of
3.8 seconds while the top speed is
electronically limited to 250km/h.
Official fuel consumption is pegged
at 10.5 litres per 100km on the
combined cycle while CO2 emissions
are rated at 245g per kilometre.

Visually, the S8 follows the same
understated but confident styling
basis as the rest of Audi’s S variants
with the front end being dominated
by the vast chrome Singleframe
grille with a subtle matching chrome
strip across its chin.
Flanking the top of the grille are
a set of squinted LED headlights
which help to give the S8 a more
focused aura.
FULL STORY, PRICING: CLICK HERE
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Fortune teller

Refreshed Toyota Fortuner arrives, with upgrades
to match mechanically related HiLux sibling
By ROBBIE WALLIS
of the end of July.
TOYOTA
Motor
Company
By contrast, Isuzu sold 3995
Australia (TMCA) has reaffirmed its examples of its aging MU-X,
faith in the Fortuner seven-seat off- Mitsubishi delivered 3558 Pajero
roader, stating the third large SUV Sports and Ford moved 3134 Everests.
in its line-up was going nowhere
Speaking to journalists at the launch
despite
relatively
lukewarm of the updated Fortuner and HiLux,
sales numbers when
TMCA vice-president
PRICING:
compared to its rivals.
of sales and marketing
$49,080
The
HiLux-based GX (a)
Sean Hanley said the
GXL (a)
$54,350
Fortuner arrived in local
Fortuner was here for the
Crusade (a) $61,410
showrooms last week
long haul, despite being
with the largest update since the debut the third and least popular Toyota
model first arrived Down Under in offering in the large SUV segment
October 2015, ushering in changes behind the Prado and Kluger.
both visually and under the skin.
“There was no consideration not
While ute-based SUVs have to bring Fortuner back because it
enjoyed sales success in recent years, plays a really important role in the
the Fortuner has lagged behind its Toyota line-up,” he said.
counterparts like the Isuzu MU-X,
“One of the strengths of the
Ford Everest and Mitsubishi Pajero Toyota brand in Australia is its broad
Sport, with just 1526 units shifted as product offering, so whilst yes, in
SUBSCRIBE FREE: CLICK HERE
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terms of our own sales Fortuner has
quite a low sales rate, it really has an
important role to play.
“It’s a credible choice, an affordable
choice before (buyers) get to
LandCruiser, and also it’s a powertrain
alternative choice for Kluger right
now so it certainly has a role to play.”
Mr Hanley also said the Fortuner
could experience greater success
as a lifestyle vehicle as Covid-19
restrictions begin to ease and people
start exploring the country again.
“I think as we enter this new era
in our future where I do believe
domestic travel will take on a new
meaning, lifestyle travel … when I
look at Fortuner I think it will be an
affordable choice for those people

that want to tow, want a bit of off-road
(capability), want lifestyle, this car
fits sweetly into that spot for them.”
The updated Fortuner arrives
with a number of mechanical
changes, starting with a boost in
power from its 2.8-litre turbo-diesel
four-cylinder engine, which like
the HiLux has been increased by
20kW/50Nm to 150kW at 3400rpm
and 500Nm from 1600-2800rpm.
Its power bump has been made
possible due to changes with the
turbocharger and cooling system,
while the six-speed automatic
transmission has been recalibrated
for greater towing ability.
Despite the increases in power,
Toyota claims a fuel consumption

reduction of 11.6 per cent to 7.6
litres per 100km, while emissions
are also down to 201g/km.
TMCA says it is confident that the
diesel particulate filter (DPF) issues
plaguing the pre-update version are
in the past, and should not occur
with the new iteration.
Braked towing capacity has
expanded by 300kg to 3100kg,
matching the best its rivals have
to offer.
Like the HiLux, the Fortuner’s
hydraulic steering now gains a
variable-flow steering pump that
improves handling at both high and
low speeds.
FULL STORY: CLICK HERE
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Van-tastic

Increase your
finance penetration
with

Fiat updates Ducato large van range with stronger
engine, safety and increased prices across board
By CALLUM HUNTER

FIAT Professional has axed its
short-wheelbase Ducato van as part
of a range-wide update that sees its
entry price rise by almost $8000.
With the previously mid-spec
MWB (mid-wheelbase) Low Roof
now opening the range up from
$46,300 plus on-road costs, prices
have risen by more than $3300 across
the board with the biggest price jump
being $3510 for the top-spec XLWB
(extra-long wheelbase) Mid Roof.
Much of these price increases can
be attributed to the Ducato’s new

PRICING:

MWB Low Roof
MWB Low Roof (a)
MWB Mid Roof
MWB Mid Roof (a)
LWB Mid Roof
LWB Mid Roof (a)
XLWB Mid Roof (a)

$46,300
$49,190
$48,300
$51,190
$50,300
$53,190
$57,500
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powerplant; an all-new 2.3-litre turbodiesel four-cylinder engine developing
130kW of power at 3500rpm and up to
450Nm of torque (+50Nm).
A six-speed manual transmission
remains as the default transmission
choice for all variants besides the
flagship XLWB which scores a
new nine-speed ZF automatic as
standard, a $2890 option on all
other variants.
The new mill itself is Euro 6D
compliant and features and Adblue
tank, but like many current diesel
engines, has its peak torque figure
neutered when paired with the
manual transmission, down from the
aforementioned 450Nm to 400Nm
– no official fuel consumption or
CO2 emissions figures have been
released yet.

+ Dealer Financiers
Dealer Financiers

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

NEWSLETTER

Honda’s Civic Type R hot hatch treated to
update with improvements to dynamic ability, spec
By CALLUM HUNTER

HONDA’S first update for its ballistic
Civic Type R hot hatch will officially
hit showrooms from October 1, priced
from $54,990 plus on-roads costs –
$3000 more than the current version.
As reported by GoAuto in January,
the Type R’s update comprises of
various mechanical and technical
improvements under the skin as well
as a few styling tweaks and tech
upgrades, with the biggest changes
laying in the car’s underpinnings.
To make the Type R even more
capable in the bends, engineers have

updated the control software for the
adaptive damping system so that it
is now 10 times faster at evaluating
road conditions, not only leading to
improved dynamics but also ride
comfort.
In order to reduce body roll and
improve cornering toe-in, the rear
bushings for the lower B-arms
have been stiffened by eight per
cent while 10 per cent stiffer front
compliance bushings work in
unison with new lower-friction ball
joints to aid steering feel.
The brakes have been upgraded
too with new two-piece floating front
discs and a new, more fade-resistant
brake pad material combining to
improve heat management during
“high intensity driving”.

NEED HELP WITH YOUR
AFTERSALES RECOVERY PLAN?
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Speed demon

Bentley updates Bentayga Speed SUV, creating
potent blend of opulence and performance
By CALLUM HUNTER

BENTLEY has detailed the newest
version of its flagship Bentayga, the
Speed, a 2.5-tonne premium SUV
that can out-drag most sportscars
and give plenty of supercar drivers
reason for pause.
Darting from 0-100km/h in 3.9
seconds and wafting its way to a
top speed of 306km/h, the new
Bentayga Speed is powered by
the same twin-turbo 6.0-litre W12
petrol engine as the last model, good
for 467kW of power and 900Nm
of torque – 20kW more than the
standard Bentayga W12.
As ever for a Bentley, all that
grunt is sent to all four wheels via an
eight-speed automatic transmission.
To harness all of its sizeable
outputs, the Speed is fitted with
four driver modes – Comfort, Sport,
SUBSCRIBE FREE: CLICK HERE

Bentley and Custom – with Sport
mode being recalibrated compared
to the standard Bentaygas to provide
better throttle and transmission
response while also firming up the
adaptive air suspension and Bentley
Dynamic Ride system.
Other dynamic tweaks include
the recalibration of the Speed’s
torque-vectoring system to be more
aggressive and enhance turn-in from
the front axle when entering corners.
To help haul the big SUV up,
Bentley’s most powerful carbon
ceramic brakes are available as an
optional extra which not only add
stopping power, but also save 20kg
over the standard steel brake set-up.
The new Speed has been treated to
the same stylistic and tech upgrades
as the rest of the Bentayga range
for 2021 but maintains its sportier

ADVERTISE: CLICK HERE

disposition
through
darkened
headlights, body-coloured side skirts,
unique front and rear bumpers and a
bigger, more aggressive rear spoiler
exclusive to the flagship nameplate.
Other purposeful styling cues
include dark-tint radiator and
bumper grilles, unique 22-inch alloy
wheels, Speed signature badging,
oval exhaust tips and darkened taillights to complement the darkened
look at the front.
For those wanting even more
menacing looks, the ‘Black
Specification’ replaces all chrome
exterior trim pieces, bright detailing
and select body features with gloss
black or carbon-fibre versions,
including the front splitter and rear
diffuser.
Inside, the Speed brandishes its
own unique ‘colour split’ interior
(contrasting colours) and introduces
Alcantara into the mix, which is used
on the seat cushions and backrest

centre panels, gear lever, steering
wheel, lower knee trim areas, upper
pillar trim and headliner.
A leather option is also available
however both upholsteries come
with Speed embroidery on all of the
backrests while the interior stitching
itself is a unique contrasting design
exclusive to the Speed.
As with the rest of the range, the
Bentayga Speed has been gifted a
heavily reworked dashboard centre
fascia and also scores the newgeneration 10.9-inch touchscreen
infotainment system paired to a
12-speaker, 590W sound system.
Fittingly for what is sure to be
a $430,000-plus luxury vehicle,
the system features wireless Apple
CarPlay, Android Auto, advanced
satellite navigation with real-time
traffic information, 3D maps and
remote connected services, many
functions of which can be shown via
the standard head-up display.

The instrument cluster is the
same all-digital affair as seen in the
Continental GT and Flying Spur
with an array of customisation
features and functions.
While
perfectly
blending
performance
and
luxury
is
undoubtedly the Bentayga Speed’s
main game, efficiency has also been
given a priority and as such the big
W12 can shut down up to half of its
cylinders while cruising, alternating
between banks to prevent catalytic
converter cool-down and subsequent
exhaust emission spikes.
The other key efficiency-minded
feature fitted is the ‘sail’ function
which disconnects the car’s torque
converter when the driver lifts off
the throttle in fifth, sixth, seventh or
eighth gear allowing the Bentayga
to roll effectively in neutral with no
engine braking.
FULL STORY: CLICK HERE
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First drive
A4 Avant

A5 Coupe

GoAuto samples the updated Audi A4 and A5 range
to determine which model is the pick of the bunch
By NATHAN PONCHARD

AFTER switching to Audi’s
new naming policy and receiving
an equipment boost in 2019,
Audi’s best-ever mid-sizer – the
B9-generation A4 (and its more
seductive A5 cousin) – has been
gifted a mid-life makeover for 2020.
Visually, that means plenty for
the slightly older A4 sedan and A4
Avant wagon than it does for the
more rakish A5 Sportback, Coupe
and Cabriolet.
Audi has altered almost every
panel on both A4 body styles –
adding subtle wheelarch blisters,
among a multitude of rejuvenating
flourishes, to bring the B9 A4 into
line with its fresher A1, A6 and
new-generation A3 stablemates.
Audi would argue the funkier A5
already had enough creases in its
SUBSCRIBE FREE: CLICK HERE

panelwork, though it too visually
benefits from super-cool, cuttingedge new lighting signatures that
serve to underline the classiness of
these bread-and-butter models.
Bread
and
butter?
Well,
Australia’s best-selling variant is
now the A5 Sportback (accounting
for 40 per cent of total A4/A5 sales),
ahead of the A4 sedan (32 per cent)
and S-badged performance models
(20 per cent).
But as our two-day drive of this
extensive A4/A5 range proves, not
every 2020 variant builds on the
suaveness of its predecessor.
Besides a comprehensive goingover of the A4 and A5’s standard
equipment enticement – as detailed
in our separate product report – there
are several hardware changes that
make an impact on the way the new

ADVERTISE: CLICK HERE

A5 Sportback

A4 drives – some of them literally.
The former base car, badged A4
35TFSI, featured a 110kW/250Nm
1.4-litre turbo-petrol four-pot from
the A3 (and VW Golf) but mounted
lengthways, tied to a seven-speed
dual-clutch automatic transmission
and riding on 17-inch alloys. For
$56K, it was a refreshingly simple,
subtle, and surprisingly spirited
entree for the A4 line-up.
For MY20, the badge remains,
as does the price, but the engine
changes entirely. Audi has wisely
ignored the rather strained and
uninspiring 1.5-litre TFSI four
featured in smaller models (A1,
Q3) for a low-output 2.0-litre turbopetrol producing a leisurely 110kW
from 3900-6000rpm and 270Nm
from 1350-3900rpm.
On paper, it hardly seems
primed for action yet there’s
a relaxed effortlessness to this
drivetrain that underscores why

Audi chose this low-boost, largercapacity alternative – one that
melds seamlessly with mild-hybrid
technology and introduces an idlestop system capable of silencing the
engine at speeds of up to 22km/h.
Only when pushed hard does the
low-blow 2.0-litre start to feel a little
lacklustre, though 0-100km/h in 8.9
seconds, a 224km/h top speed and
6.1L/100km on the combined fuelconsumption cycle are eminently
respectable.
Where the new base A4 loses
out compared to its former self is
ride quality. Its five-spoke 19-inch
Audi Sport wheels look terrific and
certainly add some visual meat, but
they’re a step too far.
A car with this level of
performance isn’t in keeping
with 245/35R19 tyres, or 20mmlower sports suspension, as per all
Australian A4s. So equipped, the A4
35 TFSI is still decent to drive and

A4 Sedan

feels planted, but the suaveness and
sweetness of the old base model has
been diluted.
And while we applaud the
introduction of leather seat facings
and keyless entry on Audi’s most
affordable variant, you’ll still be left
wanting for the front seat support
of more up-spec variants, as well as
their height-adjustable centre-front
armrests.
The all-wheel-drive 2.0-litre
carries over in 183kW/370Nm form
in all 45TFSI quattro models. As
before, it’s a superb engine with a
subtle induction rasp there to reward
anyone keen on exploring its redline,
yet it’s also brilliantly driveable and
again blends seamlessly with Audi’s
mild-hybrid tech.
Yet where this engine does its best
work is in the MY20 A4 Allroad
45TFSI quattro.
FULL STORY: CLICK HERE
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Toyota’s annual market share in Australia since 2010
25

20:20 vision

20

Toyota hits 20 per cent market share for first time
since 2010 as sales decline presents opportunity
By CALLUM HUNTER
and TERRY MARTIN

TOYOTA Australia says the newvehicle market is “moving in the
right direction” as the coronavirus
pandemic continues to weigh
heavily on the industry, but the
company anticipates the total
market might only reach 850,000
sales for the 2020 calendar year.
This would represent a significant
downturn of almost 213,000 vehicle
sales – or 20 per cent – compared
to last year’s 1,062,867 new
registrations recorded by the industry,
which to the end of July is currently
down 19.2 per cent compared to the
same period last year.
Speaking at the launch of the
new-generation Yaris, Toyota
Australia vice-president of sales
and marketing Sean Hanley said
Toyota, which is the dominant
player in the local marketplace,
had found it could “confidently
navigate through this pandemic”
and that it was tracking well in
terms of overall market share and
other parameters.
Its overall sales volume to the end
of July is down 7.7 per cent, which
SUBSCRIBE FREE: CLICK HERE

is much shallower than the industry
average (-19.2%), with Mr Hanley
pointing to the success of its broad
hybrid model rollout as a key area
of competitive advantage.
He also said that Toyota has no
plans to introduce a new model to
slot in underneath the Yaris city car
to recover any lost volume from
budget-conscious buyers now that
the new generation has moved
upmarket to start above $22,000
plus on-road costs.
Furthermore, Mr Hanley revealed
that Toyota never considered the
possibility of leaving the shrinking
light passenger car segment
altogether – as many of its rivals
have done – once it became apparent
that the new Yaris would no longer
be a sub-$20,000 proposition.
“In answer to: ‘Will Toyota ever
have a car below $20,000 again?’
Well, if the question revolves
around, ‘Will this particular car be
priced below $20,000?’, well we
have no plans to do that,” he said.
“The market is changing all the
time, we have no plans to have or
introduce a car sub-Yaris … but we
do have a credible alternative in

ADVERTISE: CLICK HERE
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Toyota Certified Pre-Owned, which
is a very important part of our lineup going forward.
“What you’re seeing here today
is a strategic shift in our approach,
but we are and remain confident of
the performance and the role that
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this new-generation Yaris will play
in the Toyota line-up going forward.
“I think this is a car that has a
broad appeal … for those that are
entering the Toyota brand, it has
a broad appeal for those that are
maybe downsizing either within

2017

2018

2019

2020
YTD

the Toyota brand or indeed coming
from outside of the Toyota brand.
“No, there was never any
consideration for Toyota Australia
not to bring the Yaris hatch to market.
FULL STORY: CLICK HERE
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Green limousine

Porsche mulls electric next-gen Panamera sedan
to sit alongside one-size-smaller Taycan EV
By CALLUM HUNTER

THE Porsche Panamera sedan
could be set to undergo an electric
makeover in coming years and wind
up being the bigger EV brother to
the all-electric Taycan.
Speaking with Australian media
following the global reveal of the
new Panamera, product line vicepresident Dr Thomas Friemuth
revealed that an electric version of
the brand’s executive sedan was
under consideration.
“We have to think where are the
markets going and we have to now
follow what’s happening with our
Taycan – our smaller limousine in
terms of battery electric vehicles –
and then we will see in the future
SUBSCRIBE FREE: CLICK HERE

what is happening,” he said.
“We don’t see a big overlap
between these two cars … it’s a
different car coming from Panamera.
“Panamera is luxury sedan and
a sportscar and a big car with a lot
of roominess and interior space
and so on to drive long distance
comfortably with four adults.
“When you see the Taycan, you will
vastly imagine that this is a different
car – we don’t see much overlap from
the customer perspective between
Panamera and Taycan.”
It is little wonder Porsche is
considering going down the fullyelectrified route with its biggest
passenger vehicle given that 60 per
cent of all European Panamera sales
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TOYOTA CONSIDERS HYBRID POWER FOR HILUX
By ROBBIE WALLIS

have been hybrids.
As for the Australian range, Dr
Friemuth confirmed that two more
hybrid versions were slated for a local
introduction in the coming months,
those being an entry-level variant and
the range-topping Turbo S E-Hybrid.
While the Turbo S E-Hybrid will
top the range in terms of brute force
(and price), Dr Friemuth revealed
it would not be as fast as the new
petrol-powered Turbo S variant on a
circuit like the Nurburgring.
“It (Turbo S E-Hybrid) has more
horsepower or PS (than the new Turbo
S) but in terms of the weight of the car,
on the Nurburgring, the conventional
Turbo S is faster,” he said.
FULL STORY: CLICK HERE

TOYOTA
Motor
Company
Australia (TMCA) has said it
will not rule out the possibility of
introducing a hybrid powertrain
for its best-selling HiLux pick-up,
following a period of sales success
with its low-emissions offerings.
Weeks ago, Toyota New Zealand
chief executive Neeraj Lala told
journalists that it was hoping to get
a hybrid HiLux into the country by
the end of 2021, however no details
were shared as to what shape the
hybridised engine would take.
Speaking to journalists at the
Australian launch of the updated
HiLux, TMCA vice-president of
sales and marketing Sean Hanley
said the brand would not confirm
anything at this stage, however
it was certainly interested by the
prospect of a hybrid HiLux.
“Let me start by saying we have

no announcements today in relation
to hybrid HiLux, be it mild or
otherwise, so will Australia get this
model? It’s something we would
surely not rule out given that it’s
well understood our need to get our
emissions output down considerably,
especially now that we’re entering
this period of self-regulation within
the industry,” he said.
Mr Hanley also pointed to
customers’ increasing appetite
for hybrid models as a reason
for TMCA to consider offering a
comparable powertrain on its most
popular model.
FULL STORY: CLICK HERE
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VON SANDEN ERA AT MB AUS DRAWS TO CLOSE
an annual high-water mark for the
MERCEDES-BENZ
Australia/ brand Down Under.
Pacific (MBAP) has announced its
During that time, Mercedes
long-standing managing director became the best-selling brand among
and CEO, Horst von
luxury marques, a title it has
Sanden, will be stepping
held in Australia since 2013
down from his role at
and New Zealand since 2015.
the end of the year, to be
He also broadened his
replaced by German native
influence in the automotive
Florian Seidler.
industry in 2018, becoming
The retirement of Mr
the chairman of the Federal
von Sanden will mark the Florian Seidler Chamber of Automotive
end of a two-decade-long tenure Industries (FCAI), a role he held
with MBAP that first began in until earlier this year.
September 2000, when he moved
Mercedes-Benz Cars head of
from Germany to take up the role region overseas Matthias Luehrs
of general manager of
said Mr von Sanden helped
marketing.
foster a positive workplace
In July 2003, Mr von
culture at MBAP to go with
Sanden was promoted
its sales growth.
as managing director of
“Horst
von
Sanden,
Mercedes’
Antipodean
together with his team, has
operations, overseeing a
been one of the driving forces
period of growth for the Horst von Sanden behind the success story of
brand that saw it establish itself as Mercedes-Benz in Australia and New
a leader in luxury-car sales.
Zealand in recent years,” he said.
By 2014, Mr von Sanden added
“His greatest passion has been
the role of CEO to his resume, a title building a team-oriented leadership
he has held ever since.
culture and creating a great place to
When Mr von Sanden was work. We would like to thank Horst
appointed managing director in for everything he has done for our
2003, Mercedes-Benz Cars sales company, for being an amazing
in Australia totalled 15,191 units, team player and a great leader.”
a figure that more than doubled to
37,068 units by 2017 and remains
FULL STORY: CLICK HERE
By ROBBIE WALLIS
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THREE NEW MEMBERS FOR VADA COMMITTEE
By NEIL DOWLING

THE Victorian Automobile Dealers
Association (VADA) has elected
three new members – Nick Calvert
from Essendon Renault; Sue Alford
from Stillwell Motor Group; and
Kelly Van Blommestein from
Werribee Western
Automotive Group.
They
join
10
members retained
after the election.
The
VADA
committee’s purpose
is to identify and Nick Calvert
address issues of industry concern. The
committee then instructs the VACC to
pursue any issues raised. It also works
in conjunction with the Motor Trades
PLEASE FORWARD ANY NEWS OF
PERSONNEL MOVES TO:
newsroom@goautomedia.net

Association of Australia.
The VADA meets quarterly
but the dramatic change to the
corporate environment caused by
Covid-19 has meant the members
are having to meet almost weekly.
The new VADA Committee now
consists of Sid
Cetindag
from
Western Ford; Nick
Strauss of Berwick
Motor
Group;
Emma De Ruiter,
Carworks (Ballarat
Sue Alford
Renault and VJD);
Rebecca Parseghian, Swan Hill
Toyota and Kia; Tony Sitch, Regan
Peugeot and Citroen; Mark Yarwood,
Zagame Automotive Group; James
Tsorlinis, Patterson Cheney; Max
Kirwan Snr OAM, Max Kirwan
Mazda; Adam Sawicki, Bay City
Auto Group; Paul Hopper, Hopper
Group and the three newest members.

STOGIANNIS TO LEAD GMSV
By NEIL DOWLING

GMSV (General Motors Specialty
Vehicles) has announced Joanne
Stogiannis as its general manager in the
lead up to the new Australia and New
Zealand arm of GM opening its doors.
GMSV will partner with Walkinshaw
Automotive Group
to
import
and
convert
General
Motors
(GM)
vehicles including
Chevrolet Silverado
and
Chevrolet
Joanne
Corvette ready for
Stogiannis
sale in Australia.
Ms Stogiannis comes to the top
job at GMSV after a year as the
Australian general manager of
GM’s car-share business, Maven,
and said in a statement that she was
“thrilled” to lead the new venture.
FULL STORY: CLICK HERE
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Pocket rocket

LAUNCH

SEP

Skoda Kamiq
Audi E-Tron/E-Tron Sportback

Audi’s long-anticipated E-Tron SUV
finally arrives on Australian shores
this month, available in wagon and
Sportback body styles.

Suzuki Swift
Porsche 911 Targa
Ford Puma
Mercedes-AMG GT-R Pro
Alpina B3

FULL NEW CAR DIARY: CLICK HERE

Mercedes-Maybach GLS600

Abarth pays homage to brand’s 70th birthday with
limited-run 70 Anniversario micro hot hatch
By CALLUM HUNTER

AS A 70th birthday present to itself,
Abarth has launched a limited run
of 1949 ‘70° Anniversario’ 695s, 40
of which will make it to Australian
shores priced from $44,950 plus
on-roads.
Based on the current 595
Competizione hot hatch, the 695
70° Anniversario turns the aesthetic
wick all the way up to 11 with a
classic bold two-tone ‘Monza 1958’

SUBSCRIBE FREE: CLICK HERE

livery harking back to the recordsetting Abarth 500 of 1958, while
an adjustable rear spoiler adds an
extra element of aggression and
dynamic capability.
Dubbed ‘Spoiler ad Assetto
Variabile’, the new spoiler has 12
different incline settings ranging
from zero to 60-degrees depending
on the intended use and driver
preferences.
Specifically, Abarth says it
“refines
vehicle
performance,
achieves aerodynamic optimisation
and improves stability at high
speeds”, fitting given the brand
quotes a 225km/h top speed.
Other visual cues include unique
black 17-inch alloy wheels, red

ADVERTISE: CLICK HERE

Brembo brake callipers, ‘70°
Anniversario’ badging and a grey
Abarth scorpion decal on the
bonnet, complementing the classic
green-and-grey livery.
Under said bonnet resides the
same turbocharged 1.4-litre fourcylinder engine as in the 595
Competizione, which thanks to
a new ‘Monza’ exhaust system,
produces 134kW of power and
250Nm of torque – 2kW more than
its donor car.

The primary role of the new
exhaust is not to increase power
however, but rather to increase
the aural stakes to match the more
exuberant exterior.
Drive, as ever in a 500-derived
Abarth, is sent to the front wheels
via either a five-speed manual
transmission
or
five-speed
‘dualogic’ automatic, with the
manuals scoring a limited slipdifferential.
Inside the cabin are exclusive

Sabelt Tricolore seats and an
individual build plate unique to
each vehicle.
Standard equipment meanwhile
includes a 7.0-inch Uconnect
touchscreen infotainment system,
satellite navigation, DAB+ digital
radio, Apple CarPlay and Android
Auto, automatic climate control,
LED foglights, automatic Xenon
headlights and rain-sensing wipers.
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
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‘More work to do’
–AADA
Industry achieves few solid reforms for the auto
dealers in franchise report

ASIC pursuit
‘unwarranted’

Tax win for Carly
subscribers

AADA questions the need for further changes
to dealer sales of insurances and warranties

ATO to allow tax deductions for subscription
payments made to Carly for work vehicles
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By NEIL DOWLING

A CODE of conduct for auto
franchising has received a limp
response from the federal government
that shows no substantive reforms
and no acknowledgement of the
plight of retailers despite the
contentious Holden franchise issue.
After 16 months of investigation,
the federal government has released
its long-awaited response to an inquiry
into the operation and effectiveness of
the Franchising Code of Conduct.
In
its
summation,
the
government concluded instances of
unconscionable conduct were not
widespread and that it said changes
had already been made to the code.
The
Australian
Automotive
Dealers Association (AADA) said
the government response to the
inquiry was “very disappointing”.
In answer to the government
reply to the “joint committee on
corporations and financial services
inquiry”, AADA CEO James
Voortman said “this response has
fallen short of delivering much-

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

needed protections for franchisees”.
“We believe the parliamentary
inquiry
made
some
strong
recommendations and provided a
good opportunity for reform,” he said.
“There is nothing in this response
or in the automotive-specific
regulations which took effect in
July, that would prevent behaviour
similar to that of General Motors in
its dispute with its dealers.
“It really is concerning, because
other manufacturers looking at
GM’s behaviour will be looking at
the precedent that has been created.”
Mr Voortman said the AADA
will be working closely with both
ministers Michaelia Cash and Karen
Andrews to demonstrate to them
how urgent these reforms are.
“In particular, we would like to
discuss if there are ways we can
strengthen the dispute resolution
process, because providing big
multinational corporations with the
choice to attend arbitration is not a
viable option.”
Continued next page
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“There is nothing in this response or in the
automotive-specific regulations which took effect
in July, that would prevent behaviour similar
to that of General Motors in its dispute with its
dealers. It really is concerning, because other
manufacturers looking at GM’s behaviour will be
looking at the precedent that has been created.”
– AADA CEO James Voortman
Continued from previous page

In a commentary on the government
response, legal firm HWL Ebsworth
said the government also stated that
it will continue to work with the
automotive franchising sector on
the development of an industry-led,
principles-based voluntary guide
to improve the transparency and
fairness of agreements.
Disturbingly, HWL Ebsworth’s
lead partner of its automotive industry
group, Evan Stents, said: “Many of the
recommendations made in the report
will not be adopted by the government.
“Some of the proposed actions that
the government has indicated they
will adopt will have practical and
commercial implications that will
need to be worked through by industry
participants,” he said in his report.
“Ultimately, until the changes are
finally drafted it is difficult to say
with certainty whether all of these
proposed reforms will be made and
what practical impact they will have
on the franchise sector.”
The firm said the federal
EDITION 1037 - SEP 2, 2020

government has already made
changes to the franchising code
specifically for the automotive
sector which started on June 1, 2020.
These changes were to:
• Require franchisors to give
franchisees 12 months’ notice
of a decision not to renew an
agreement, if the agreement is for
12 months or longer, including a
requirement for the franchisor
to provide a statement outlining
why an agreement is not renewed.
• Strengthen
conditions
that
prohibit franchisors requiring
significant capital expenditure
from franchisees, including the
introduction of an obligation
to discuss expenditure prior to
entering an agreement, disclosure
of the circumstances under
which the franchisee is likely
to recoup the expenditure and
specifying, as far as practical, the
amount, timing and nature of the
expenditure to be provided.
•
FULL STORY: CLICK HERE
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Used-car
demand soars
Dealers agree used-car market is booming but stock levels are almost non-existent
By NEIL DOWLING

DEMAND for used cars has hit
crisis levels with leading dealers
holding back on wholesaling and
abandoning negotiating on price.
The unusual situation, which many
dealers contacted by GoAutoNews
Premium said was unprecedented, is
lead by flagging new-car sales that
has stalled the trade-in movement
of cars; the pandemic that is
causing commuters to ignore public
transport and seek a less-expensive
car for personal transport; and
cashed-up consumers from areas of
the economy not hit by Covid-19
shutdowns, who are looking at
buying cars as an alternative to
inaccessible overseas holidays.
“We are keeping cars that we
would
normally
wholesale,”
EDITION 1037 - SEP 2, 2020

said one Perth dealer. He said
wholesaling was done within the
dealer group and believed that it was
becoming common around Australia
with larger businesses.
“We also have stopped discounting
so there are no negotiations. How it
used to be has all changed.”
The consensus was that used-vehicle
prices have increased by as much as 15
to 20 per cent in the past six months.
The dealer said the focus was
on trade-ins as “we want stock to
replace the sales in used cars.”
In Melbourne, another dealer said
you could no longer rely on your
own PMA to support the business.
He was finding it difficult to obtain
stock and agreed that wholesaling of
cars was becoming rare and only
for vehicles that the dealer couldn’t

SUBSCRIBE FREE: CLICK HERE
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see as viable to bring up to saleable
condition.
The same response was from
Queensland where one dealer said
of the used-car stock that “we’re
keeping everything”.
In Sydney, a new-car franchise group
said new-car supply was tight and that
impacted on the used-car market.
“Used cars are hard to get because
there’s demand from people wanting
transport for themselves,” he said.
New-car supply was also restricted
because he said people who had
access to their superannuation were
buying a car because they couldn’t
treat themselves to a holiday.
“There are also people who are
scared to catch a bus or train,” he said.
“Look at the freeways. They’re
busy. People will spend $10,000 to

$15,000 on a used car and not use
public transport.”
One dealer said the rental car
industry had fallen significantly as
people stopped travelling and the
cars that were held by this industry
were yet to be traded. He said this
could help alleviate supply of used
cars but may not change the high
price structure.
“Given the state of the travel
industry, there are some rental
businesses that may not be eager to
buy new cars and may prefer to hold
on to what they have,” he said.
While used-car sales are brisk for
those businesses that can find stock,
the new-car sector is now starting to
pick up.
But the trend is mixed. Car-makers
such as Mazda and Hyundai are

reporting falling sales – with Hyundai
(down 31.8 per cent year-to-date)
repositioning and pulling back from
certain sectors such as rental while
Mazda (down 26.6 per cent YTD)
has stock and pricing issues – but
Subaru has orders for some models
that it can’t fill until November.
Most OEMs are still feeling
the effects of plant closures and
component
supplier
hold-ups
stretching back to April.
Overall, August sales are up on the
same month in 2019 and anecdotally,
many dealers are making more
money than this time last year.
“Very few dealers may be on
JobKeeper after September,” said
one dealer.
FULL STORY: CLICK HERE
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Holden hit to
Eagers profit

Eagers sees bright future in F&I opportunities as
new-car sales fall and Holden exit costs hit
By NEIL DOWLING

EAGERS Automotive Ltd has
pointed at a $34 million cost to exit
its Holden franchises as a major
factor in the 72.2 per cent slump
in after-tax profit for the half year
ending June 30, 2020.
The extent of the impact that the
Holden fallout is having on Eagers
Automotive’s bottom line is some
indicator to the amount of pain that
General Motors’ withdrawal of the
Holden brand is having across car
retailing in Australia.
In releasing its financials for the
first six months of 2020, Eagers
Automotive – previously AP Eagers
Ltd – said the $34m in charges
relates to new-car showroom leased
assets associated with Holden
dealership operations.
It also said Covid-19 took its toll
EDITION 1037 - SEP 2, 2020

on the accounts with the company’s
operating performance in the first
quarter “tracking above last year”
and that “all of the decline was
experienced during April and May
– the peak impact of Covid-19
restrictions up to this point.”
“Importantly, those challenging
months were followed by a
rebound in June supported by
an opening of the economy and
confidence in the government
stimulus measures,” said Eagers’
managing director Martin Ward
in his statement to the Australian
Securities Exchange (ASX).
In his forward planning, Mr Ward
said one goal was to leverage its
finance solutions to increase finance
and insurance penetration rates.
FULL STORY: CLICK HERE
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This is a time of huge unprecedented
change for the automotive industry.
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your success really matters to us.
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you enhance your operations and
financial returns.
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Carbon Revolution
sales jump

20,038
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in Australia

5,182
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STEP 1

IN-DEALER
CUSTOMER
RETENTION
TRAINING
Big leap in revenue for Geelong carbon
wheel maker but pandemic strikes bottom line
By NEIL DOWLING
five global OEMs and is expected
SPECIALIST Australian carbon- to make a gross profit in the second
fibre wheel maker Carbon Revolution half of the current financial year.
Ltd has announced a stunning 158
Of the new contracts, one is for a
per cent leap in revenue over the past premium SUV manufacturer while
year but the bottom line was tainted an Asia-based customer is expected
by Covid-19 issues.
to join the production roster
Carbon Revolution, based
in the current year.
in Geelong, had revenue of
Mr Dingle said six of the
$38.9m in the 2020 financial
11 wheel programs have
year but the after-tax loss was
been publicly announced
$114 million, an increase of
by the relevant vehicle
319 per cent over the $27.2
manufacturers and are in
million loss made in the Jake Dingle production and the company
previous financial year.
has also progressed the design of
The financial results were hit by wheels for the CH-47 (Chinook)
Covid-19 issues including rising helicopter for the Australian
freight costs and quality issues Defence Force.
during production as well as foreign
Mr Dingle said the company
currency movements.
had continued to build customer
But CEO Jake Dingle said the relationships with the addition of
company now has 11 contracts with three new wheel programs.
EDITION 1037 - SEP 2, 2020
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There was also “significant
progress” with the engineering and
development of a new contract with
an Asian vehicle manufacturer.
In its report to the ASX, Carbon
Revolution said it had a range of
strategic growth opportunities that
would be enhanced by the scaling up
of its Geelong manufacturing facility
to increase production capacity.
“The company aims to leverage
its technology into adjacent
industries, such as the aerospace

and transportation sectors, and will
continue to invest in this during the
current financial year,” Mr Dingle
said in his report.
“We also made significant
progress
in
our
production
processes, which are contributing
both to manufacturing efficiency
and product quality.
“We delivered very strong growth
for the year, notwithstanding the
significant challenges posed by
Covid-19, which impacted our

customers, supply chains, and
production processes.
“I am pleased that our customers
are now back in production and
global supply chains appear to be
functioning reasonably well again.”
The company made 13,942
carbon-fibre wheels in the past
financial year and during the period,
increased production speed to an
annualised level of 30,000 wheels.
FULL STORY: CLICK HERE
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ASIC pursuit
‘unwarranted’

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.

AADA questions the need for further changes to
dealer sales of insurances and warranties
By JOHN MELLOR

THE continued pursuit by
the Australian Securities and
Investments Commission (ASIC)
of the sale of insurance and addon warranty products by car
dealerships has prompted a warning
from the Australian Automotive
Dealer Association (AADA) that
not only is the time not right to
make further changes to the way
these products are sold, the need to
do so has become redundant.
ASIC has decided, after four
years of forcing remediation to the
dealer add-on insurance business
products, that it wants to flex its
Product Intervention powers to
continue to seek further changes
to the way dealers sell products
designed to protect car owners
from the pitfalls that can hamper
EDITION 1037 - SEP 2, 2020

them along the ownership journey.
Peace-of-mind
products
like
extended warranties protect owners,
especially of used cars, from unplanned
repair costs; gap insurance ensures
they are not short-changed if the value
of their cars is less than they owe
on it and consumer credit insurance
keeps the car payments rolling in if
the owners are incapacitated. ASIC’s
plans do not include comprehensive
motor vehicle insurance.
ASIC has taken the view that
these add-on insurances should
not be included as part of the car
purchase on the grounds that buyers
get steamrolled into signing for
them. It wants the sales of these
protection products to take place
at another time – that these add-on
protections cannot be sold with the
car – and is calling for comments on
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Unlocking the fast-growing car
subscription market is easier
than ever, with Carly.

Find out more

its plans from interested parties.
The ASIC plan is: once a contract
of sale has been signed or a finance
application has been signed,
dealers cannot make contact with
the customer about such products
for four days.
After four days the dealers will
send the customer a link offering
three options: Are you interested in
these products; not interested in these
products or send more information?
If the buyer does not come

back to the dealer asking for more
information or expressing interest,
the dealer cannot go back to them.
If they have indicated during the sale
they are interested in these protection
products, then the dealer can go back
to them after four days are up.
GoAutoNews
Premium
understands that in the UK where
a similar rule has been introduced,
customers are able to opt out
and agree to purchase the add-on
insurance products at the time they

are buying the car.
The CEO of the AADA, James
Voortman,
told
GoAutoNews
Premium: “It’s going to be very
difficult. It will be a big disconnect
in the sales process.
“The last thing you want to do
after spending your time purchasing
a car is then, four days later, go back
and sort out trying to understand
these other products.”
FULL STORY: CLICK HERE
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NEW

Optimise your used car
profitability with AutoRadar
Take control of the destiny of your used car
operations, gain a deeper understanding
of the metrics that drive them and
maximise gross profit by stocking the cars
that consumers want with the power of
AutoRadar.

Use AutoRadar to answer key
questions:
What has been happening with that
exact vehicle in the last 45+ plus days?
How long have the cars taken to move
off the market?
How many pricing changes were my
competitors making and did those
prices fluctuate?

DISCOVER MORE

AutoRadar is powered by Kelley Blue Book
Bringing over 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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Tax win for Carly
subscribers

NEW RULES NEEDS NEW WAYS
TO SELL AFTERMARKET
WITHOUT FACE-TO-FACE CONTACT

Helps you
convert
more deals,
including
missed
opportunities!

ATO to allow tax deductions for subscription
payments made to Carly for work vehicles
By JOHN MELLOR
The company said in a statement
LEADING
car
subscription that Carly’s subscription model
operator Carly has secured a differs from a traditional lease or
favourable product ruling from loan model. It therefore sought the
the Australian Taxation Office opinion of the ATO on the tax status
(ATO) that provides a clear
of Carly car subscription
framework exclusively for
payments for business
Carly subscribers using
vehicles and it subsequently
cars for business or work
obtained a product ruling on
purposes to claim tax
its car subscription service.
deductions.
The ATO Product Ruling
The ATO product ruling
(PR 2020/11), which applies
relates only to Carly Chris Noone from 26 August 2020,
subscribers and sets the benchmark ensures subscribers can claim the
for the car subscription category. car subscription payments as a tax
The product ruling does not deduction when the subscription is
provide coverage to any other car used for business or work purposes.
subscription offerings.
“Importantly the ruling covers
As a result, Carly is the only car individuals as well as businesses,
subscription offering that can currently which will be critical as Carly
provide certainty of tax deductibility extends its offering into the business
on car subscription payments.
market,” the statement said.
EDITION 1037 - SEP 2, 2020
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INTRODUCING

Everyone’s happy!
Connect
via DMS

A virtual sales tool designed
to communicate with your
customers at a time where
‘contactless’ is key.

“This ruling will provide
certainty on the tax deductibility
of Carly car subscription expenses
for accountants and financial
advisors who have been considering
recommending car subscription to
their clients.”
Carly CEO Chris Noone said:
“Carly is always looking for ways
to innovate and improve its service.
“The product ruling comes at
the perfect time when working
Australians
and
Australian

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

businesses are looking at ways to
increase their flexibility, de-risk
finances and save on household or
business budgets in the wake of
Covid-19.
“Car subscription is a hot topic
right now. We recently conducted
research with Omnipoll and found
38 percent of Australians would
consider subscribing to a car
rather than purchasing or leasing
a vehicle. The financial pressures
created by Covid-19 were found

LEARN MORE >

Powered by

to be a key factor in consumer
attitudes towards car subscription,
with 18 percent of Australians more
likely to consider subscriptions
as the best way to obtain a car
compared to six months ago,” Mr
Noone said.
The company said the ATO
Product Ruling was specific to Carly
and provided the following benefits
for individuals and businesses:
FULL STORY: CLICK HERE
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Capricorn report reveals
auto trade concerns

GIVE YOURSELF THE
GUMTREE CARS
ADVANTAGE

CREATE A VIRTUAL EXTENSION
Survey finds technology and tech information
are major challenges to workshops
By NEIL DOWLING

AUTOMOTIVE skilled workers
need to see the value of their work and
charge more, according to Capricorn
Automotive in its latest State of the
Nation report to its 21,000 Australian
and New Zealand members.
The report, regarded as the
organisation’s most substantial
research document in its 40-year
history, aims to provide insights to
create stronger businesses for its
members. Its findings were compiled
prior to the full effects of Covid-19.
It said that many members
“struggle to maintain a good
work-life balance, and to take a
break or holiday” with about onethird also worried about changing
technology, financial concerns or
finding good staff.
“The challenges aren’t necessarily
consistent across the industry,” the
report said.
EDITION 1037 - SEP 2, 2020

“Two in five Australian members
are concerned about their ability to
access technical information, while
two-thirds of New Zealand members
face a major challenge finding staff.
“Capped-price servicing and
longer dealership warranties are
troubling members, with a third of
independent workshops and 42 per
cent of chain, group and franchise
workshops expressing concern.”
In the report, Capricorn Group chief
executive David Fraser said extended
warranties have seen the average
age of a car visiting an independent
workshop leap from three years to
between five and six years.
“Sixty per cent of all cars
under four years have a service
agreement,” he said.
“This means the OEM dealers
have five to six years to build a
relationship with a customer, or to
create programs or campaigns that

SUBSCRIBE FREE: CLICK HERE

ADVERTISE: CLICK HERE

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

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

block out the non-dealer workshop.”
One of the two key takeouts was
that changing technology was seen
as one of the biggest hurdles for the
future and that 41 per cent of the
1500 members surveyed said lower
margins were one of the biggest
challenges facing the industry.
Lower margins, the Capricorn
report said, were the result of
factors including rents having
increased, spare parts becoming
more expensive, higher wages bills,

increasing insurance premiums, and
price comparison websites putting
downward pressure on prices
charged by members.
“Consumers are demanding more
and more services at a lower cost,”
Capricorn Automotive CEO Brad
Gannon said in the report.
“And it’s members who are
being squeezed. It’s time for that
to change. It’s time for members to
improve their profitability. It’s time
we charge more.

“You work hard, you have
specialist skills and knowledge.
Know your value. Charge more
because you’re worth it. By not
adjusting charges to accommodate
the increased costs they incur and
the complexity of running their
business and servicing and repairing
the modern-day vehicle, workshops
risk their ability to remain
competitive in the long-term.
FULL STORY: CLICK HERE
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AGL in major
EV shift
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Energy company commits to replace 400
fleet cars with EVs by 2030
By NEIL DOWLING

UTILITY provider AGL Energy is to
replace its 400-vehicle fleet to electric
vehicles by 2030 and has become the
first Australian company to sign up
to the global EV100 initiative, which
encourages businesses to shift to
electric vehicles.
It said that moving to EVs would
contribute to AGL’s target of
achieving zero net emissions by 2050.
AGL chief operating officer
Markus Brokhof said in a statement
that sourcing the electricity used to
charge the vehicles from renewable
energy sources would allow it to make
significant reductions to emissions
from its transport operations.
“As part of our Climate Statement
we have set a target to achieve net
zero emissions by 2050. We know
in order to meet this commitment,
we need to be investing in smart and
EDITION 1037 - SEP 2, 2020

clean technologies,” Mr Brokhof said.
“EVs present a simple and effective
solution as part of a cleaner energy
future, with the transportation sector
currently responsible for up to 19
per cent of Australia’s greenhouse
gas emissions.”
He said that the fundamentals for
EVs continue to grow and offered an
opportunity for industries to take the
lead in helping to reduce Australia’s
carbon footprint.
About 10 per cent of AGL’s vehicle
fleet are EVs and Mr Brokhof said
now was the right time to transition the
fleet to help reduce its own emissions,
as well noise and air pollution.
“EV
technology
and
manufacturing are at a point where
the vehicles themselves are no
longer just for early adopters, and
we will begin to see prices fall
into line with that of petrol/diesel

SUBSCRIBE FREE: CLICK HERE
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equivalent vehicles,” he said.
“AGL’s
commitment
under
EV100 is part of our growth strategy
and our commitment to embrace
innovation and technology to ensure
we are not only achieving the best
solutions for the environment but
also for our employees, customers
and shareholders.”
The EV100 initiative, started
by The Climate Group, aims at
corporate energy users committing
to buying all of their electricity from

renewable sources.
The Climate Group said fleet
vehicles can play a critical role in
establishing early markets for new
technologies because they provide
opportunities for large numbers
of vehicles to be purchased by a
single customer and then allow
these vehicles to flow through into
second-hand markets when fleet
agreements come to an end.
Its involvement in the EV100
initiative means it joins international

companies including Ikea, Unilever,
P&G, Air New Zealand, EDF and
Bank of America.
Under the EV100 initiative,
more than 80 companies have
committed to shifting over 4.7
million combined fleet vehicles to
electric models by 2030. Additional
commitments include installing
charging
infrastructure
across
business locations.
READ STORY ONLINE: CLICK HERE
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Subscriptions become
mainstream

Toll opens new
NZ facility
New $23m Wellington logistics centre
doubles warehouse size
By NEIL DOWLING

TOLL has doubled the size of its
logistics hub in Wellington with a
$NZ25 million ($A22.7 million)
complex to service the New Zealand
capital and its surrounding areas.
Toll Aotea is part of a $NZ185m
($A168m) investment in the New
Zealand market, with over 300
construction jobs created throughout
the project.
Toll is also scheduled to officially
open its flagship facility, Toll
Tamaki in Auckland in two weeks.
The Toll Aotea hub, which can
process around 800,000 parcels,
satchels and pallets a year, is
designed to support growth
in industries including retail,
construction and beverages.
The 8400 square-metre warehouse,
which is around the size of rugby
pitch, sits on 18,245 square metres
EDITION 1037 - SEP 2, 2020

of land. The increased space has led
to efficiency increases and reduction
in manual handling.
Toll New Zealand executive
general manager Jon Adams said
it will have about 70 employees
stationed at the facility, including
drivers and warehouse workers.
The facility neighbours State
Highway 1, is close to Wellington
City Centre and is adjacent to
CentrePort Wellington.
It is serviced by direct road, rail and
Inter-island freight and plays a key
role in Toll’s New Zealand network
by transhipping freight from regional
branches to Auckland and Christchurch.
Toll Aotea incorporates the latest
safety technology including a weigh
bridge ensuring every truck leaving
the site is compliant.

Australians seeking to recessionproof their lives cite financial
flexibility is critical to their lives
CLICK HERE

We’re ready
for all your workplace
relations needs, including
staffing, wages and awards
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Marketing: Rolls-Royce
gets new image

POPULAR STORIES

Second-hand cars
booming
Gumtree offers online car
valuations as it sees 19 per cent
jump in searches for used vehicles
CLICK HERE

Subtle design changes and the colour purple
transition Rolls-Royce into the digital age
By NEIL DOWLING

A DIGITAL age has played with
the design of one of the oldest carmakers as Rolls-Royce embraces
subtle changes to its badging,
colours and typography.
The company said that in recent
years, Rolls-Royce has experienced
change at a quicker rate than ever
before and now has a portfolio with
five models, each with a distinct
character.
Almost every car created at
the brand’s Global Centre of
Luxury Manufacturing Excellence
in Goodwood, West Sussex, is
bespoke and tailored to the lifestyle
requirements of diverse and
discerning patrons.
The introduction of Black Badge
has met the needs of a subset of these
clients, answering their call for an
edgier, alternative Rolls-Royce and
linked to a major change in the age
of clients to an average of 43 years.
EDITION 1037 - SEP 2, 2020

Rolls-Royce chief executive
Torsten Mueller-Otvos said that
as the company’s digital presence
increases “there has never been a
more important time for the visual
language of the company to reflect
our standing as the leading luxury
brand in the world.”
“We have embarked on a
fascinating journey of modernising
our brand identity to echo those
changes seen in our portfolio, our
client demographic, their lifestyle
and the luxury world that surrounds
them.”
The new image was created by
Marina Willer, partner at design
studio Pentagram, to create an
identity that could move beyond
the mechanics of being the “Best
Car in the World” to encapsulate the
brand’s presence and standing as a
true House of Luxury.
FULL STORY: CLICK HERE
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If you’re not selling Schmick Memberships,
you’re missing out.

Why offer your customers a Schmick Membership?
 Appreciable profit opportunity
 Proven product with an excellent
track record
 High demand product
 User friendly customer App
to make repair bookings

 Industry qualified repair technicians
 Limited Lifetime Warranty on all repairs
 More than 10 years of experience with
Scratch & Dent membership programs

Membership enquiries:
schmickclub.com

 4.3 Google rating
 Now over 250,000 Repairs
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ACDelco service plan
revealed
GM plans to ramp up ACDelco’s
presence with expanded parts sales
and special service centres
CLICK HERE

GM in redundancy dispute
Senate told Holden’s hard line with long-term
employees is costing them up to $150,000

POPULAR STORIES

Auto manufacturing
jobs growing

CLICK HERE

Vehicle body-building sector creates
1700 jobs in three years despite
end of car manufacture
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That’ll be the
phone, Reg

Are we really selling cars online?

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

The idea of selling cars online is bumping into the need
for customers to negotiate a deal
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30%

Increase in monthly

38%
of Australians are

subscription revenue
(July Vs June 2020)

now considering

Car Subscription for
their next vehicle.*

Carly enables dealers and OEMs to integrate a subscription service
that will complement current finance products.

Carly finds the 38% of Australians who are considering car subscription
for their next car and brings them to your dealership.

Get in touch to add a new revenue stream to your business

Learn More

*Carly commissioned research conducted by OmniPoll© in June 2020. The results are post-weighted to the Australian Bureau of Statistics census data.

