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B
oth the new- and used-vehicle 
industries have told AutoTalk 
that used vehicles should not be 

exported from Japan until their recalled 
Takata airbags have been replaced.

The position is the latest in a mas-
sive escalation of the issue since Fair 
Go jumped on the case just over a 
week ago. Many in the trade have 
suggested Fair Go was late to the 
issue — but it has undeniably cast 
a bigger light on to it.

Up to 100 million vehicles 
worldwide could be caught up in 
the issue — which sees inflators 
fragment and send metal shards 
into the person in front of the air-
bag. There have been injuries and 
fatalities in a number of countries 
from the issue — but thankfully 
not here yet.

The issue was complicated by 
the policy of some manufacturers 

in Japan disabling airbags while await-
ing parts, something the New Zealand 
Transport Agency has decided it does 
not want here.

Stop them arriving
Motor Industry Association chief ex-

ecutive David Crawford has gone public 
calling for un-recalled vehicles 

to not be imported, and 
believes it is against cur-
rent rules. He has sought 
clarification from the 
NZTA on the issue.

Meanwhile Imported 
Motor Vehicle Industry 
Association chief execu-
tive David Vinsen takes 
exception to the posi-
tion that you can’t legally 
import vehicles with 
incomplete recalls, he agrees that 
they should not be coming here.

“As a matter of general principals 
no, and the major agents generally 
check what is subject to a recall before 
they export them,” Vinsen says.

“We would welcome a clarification 
from the NZTA,” Vinsen explains. “It is 
not about being illegal, it is about what is 
pragmatically and commercially realistic.”

Crawford welcomed the 
announcement by Nichibo 
that it was clearing cars of 
recalls in Japan before ex-
porting them.

Crawford notes while his 
members carry out recalls 
on imports, they will only go 
back and check for cars until 
about three months after the 
call is announced, to account 
for vehicles on the water.

He notes the vehicles ar-
riving with disabled airbags — and in 
significant numbers, with over 7000 
Toyotas already identified alone — shows 
importers are not clearing recalls.

“Because the practice of disabling 
the passenger side airbag started some 
time after the recall announcement, 
these vehicles are arriving in New Zea-
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T
esla last week con-
firmed it was coming 
to New Zealand, and 

now that location can be 
refined to Auckland.

The company has now 
posted recruitment listings 
for a sales manager and lead 
service technician for its 
first New Zealand operation.

Both jobs call for four-
plus years experience in the 
New Zealand industry.

It also calls for: “Genuine 
passion for the Tesla mission 
to produce the best vehicles 
in the world, and acceler-
ate the world’s transition to 
sustainable energy - without 
passion you’ll find what we 
are trying to do too difficult.”

Interestingly, the list-
ings call the firm Tesla New 
Zealand.

It does not detail when 

the ‘store’ will open, but as 
already reported, that will of-
ficially happen in the second 
quarter of next year.

But the brand will go 
on sale here in a matter of 
months — with orders be-
ing taken from November, 
a spokesperson confirming 
to Auto Media Group that a 
pop-up store will likely ap-
pear this year for test drives.

Elon Musk had indicated 
in tweets earlier this year 
the brand was to enter the 
NZ market with sales and a 
dealership.

“In response to over-
whelming demand for Model 
3 and enthusiasm from own-
ers who have imported their 
Tesla’s into the country, Tesla 
has confirmed New Zealand 
as a future site for a Tesla 
Store and Service Centre 

along with sites for Super-
chargers, set to open as early 
as the second quarter of 
2017,” the company said in 
its statement announcement 
the plans.

Tesla says both the Model S 
and Model X will be on display. 
Powerwall and Powerpack 
products will also be on sale.

Unlike traditional automo-
tive dealerships, Tesla stores 
invite customers to learn 
about electric driving with 
enticing visuals, interactive 
displays, and a design studio 
where customers can create 
their own Tesla.

“The new store and service 
centre will make Tesla own-
ership convenient for New 
Zealand residents and will 
address the growing demand 
for Teslas in the market.” the 
company says. 

Recruitment begins for 
Auckland Tesla staff
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I
mported used vehicles may 
soon disappear from the 
Ports of Auckland now that 

Phil Goff is the Auckland mayor 
elect, with over 179,000 votes 
for a majority of around 74,000 
votes.  

The former leader of the 
Opposition and the Labour 
Party told Auto Media Group in 
July that he is also vehemently 
against further harbour recla-
mation by the council-owned 
company.  

Goff made it clear he wanted 
the port gone — which is a step 
beyond the recommendations 
from the Port Future Study that 
was released in July 2016.

“This is the most valuable 
land not only in Auckland, but 
the whole of New Zealand, and 
we’re using it as a car park, it’s 
dumb,” Goff says.

In July, Goff said the best way 
to address impending capacity 
constraints on bulk cargo in the 
short term on the Port of Auck-
land would be to move imported 
used cars to Northport. 

According to Goff, the crux of a 
report from Ernst Young acknowledges 
constraints on bulk cargo on the Ports 
of Auckland in its current location 
starting to bite in three to 10 years, and 
for container freight anything between 
24 and 40 years, depending on load 
growth projections at that time. 

“We can deal in the short term with the 
bulk cargo, I think firstly by moving the 
used-car component of the bulk cargo, 
probably to Northport,” Goff says.

“Can we move the port? Every 
other major city in Australia which has 
undertaken such a move has been able 
to do it.” 

He says; “Darling Harbour in Sydney 
is not full of containers any more, 
they’ve moved to Botany Bay. Mel-
bourne, and Brisbane also moved their 
ports as did Vancouver and London, it 
makes sense to do that.

“So my belief is we deal first with the 
significant and impending constraint of 
the bulk freight issue,” he says. 

“If you got those cars loaded in at 
North Port, it would take the pressure 
off the Ports of Auckland,” he says. 
“You’d start with used cars first, and 
then maybe new ones later.”

Goff says, “Then we do a proper in-
vestigation of the viability of alternative 
sites for a Port of Auckland, involving 
both the economic cost and the eco-
nomic advantages of relocation, plus 
the environmental sensitivities and the 
Iwi sensitivities that will be associated 
with that.” 

Anti-port Auckland mayor elected
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T
he port of Sakai-Semboku in Osa-
ka is currently the number-one 
departure point for used vehicles 

being exported to New Zealand — and a 
visit next month is aimed at keeping it in 
that position.

Last year 33,963 vehicles headed to 
New Zealand from the port, 28.7% of 
our market. Nagoya was next but some 

8000 units behind.
The November visit of the Osaka 

port’s director general and the leaders 
of businesses based on the port will 
culminate in a promotional seminar on 
November 11 at the Mercure hotel in 
downtown Auckland from 4.00 pm.

A delegation led by Department of 
Port Promotion senior staff member 

Kyota Higashino visited Auckland 
last month to prepare for the 
event.

Higashino told AutoTalk 
during the visit the port has key 
advantages over others such as 
an availability of land and being 
close to markets such as key 
vehicle auctions.

“Being close to market is im-
portant, if not the most impor-
tant advantage,” Higashino says.

There is scope on port land 
for vehicle storage.

“Compared to Nagoya or 
Yokohama we still have room for 
storage,” he explains.

He also explains the port has a 
strong focus on biosecurity and 
has worked with New Zealand 
government agencies on the 
issue.

Sakai-Senboku has strong 
relationships with leaders in 
the New Zealand vehicle export 
trade — particularly the Heiwa 
Group and Autohub, based in 
the port area.

JEVIC also has a service at the 
port.

During the November visit, the 
delegation also intends visiting 
Auckland’s FastTrack compliance 
centre, and dealers, to further 
their understanding of the local 
trade.

For registration information 
for the event, email  
HigashinoK@mbox.pref.osaka.
lg.jp 

Port officials plan NZ visit

Michiro Hayashi of the Japan Exter-
nal Trade Organisation and Kyota Hi-
gashino and Toru Takao of the Busi-
ness Management and Promotion 
Division, Port and Habour Bureau, 
Osaka Prefectural Government.

http://www.tsigroup.co.nz
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W
ell-known industry iden-
tity Mike Greer has switched 
brands — he is now working 

with Japanese exporter Autoportal.
Greer, who has been in the import 

trade since its 
inception and 
made his first trips 
to Japan for Colin 
Giltrap, is col-
laborating with 
the Heiwa Group 
brand following a 
significant stint with SBL.

His work with Autoportal will 
see him acting almost as a be-
spoke buyer for a relatively select 
number of dealers.

“I am a buyer for the dealer,” 
Greer explains. “A dealer can’t 
spend four to five hours a day 

looking at a search engine figuring out 
what cars to buy. I provide the market 
intelligence, I put the lists together, I 
filter out the cars that won’t be suitable.

“The dealer doesn’t have to worry 

about any of that.”
Logistics for his services are pro-

vided through fellow Heiwa company, 
Autohub. 

Familiar name in new 
import venture

Keep up with 
heavy transport 

and equipment news 
everyday as it 

happens online at

dieseltalk.co.nz

 Mike Greer
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A 
panel of members 
of the New Zealand 
Motoring Writers Guild 

(NZMWG) joined by New 
Zealand Automobile Asso-
ciation staff has decided the 
top 10 finalists for the New 
Zealand Car of the Year.

The top 10 finalists are 
Holden Spark, Honda Civic, 

Kia Sportage, Mazda CX-9, 
Mercedes-Benz E-class, 
Mercedes-Benz GLC-class, 
Skoda Superb, Subaru 
Levorg, Suzuki Vitara and 
Volkswagen Tiguan.

The New Zealand Auto-
mobile Association and New 
Zealand Motoring Writers’ 

Top 10 NZ Car of the Year 
finalists announced

Continued on page 9

BMW NZ managing director Florian Renndorfer with the 2015 NZ Car of the 
Year trophy, awared for the BMW i3
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Guild (NZMWG) will an-
nounce the 2016 Car of the 
Year at the Viaduct Events 
Centre in Auckland on De-
cember 7.

Members of the guild and 
the AA who have driven the 
top 10 cars will indepen-
dently rank each of them on 
elements including value, 

design, and quality – and the 
best of them will become 
the 2016 New Zealand Car 
of the Year.

The public also has the 
chance to make its pick, 
with the People’s Choice 
Award.

Mercedes-Benz has two 
contenders for Car of the 
Year in 2016, with its E-Class 

sedan and the GLC SUV. 
European manufacturers 
secure another two places 
in the finalists’ list, with the 
Volkswagen Tiguan and the 
Skoda Superb.

The compact Holden 
Spark packs in a range of 
features including person-
alisation options and a small 
price tag.

Last year Mazda had three 
models vying for attention 
in the top 10, and this year 
remains represented with its 
CX-9 seven seater. It’s joined 
by the Suzuki Vitara, Kia 
Sportage, Subaru Levorg and 
Honda Civic.

Last year’s New Zealand 
Car of the Year went to the 
BMW i3.

NZMWG president Liz 
Dobson was impressed with 
the variety of vehicles in the 
top 10.

“There was robust debate 
by the panel to decide the 

final vehicles, as all of the 
contenders were strong 
candidates,” Dobson says.

“We had products that 
covered the spectrum, not 
only in categories but prices 
too. You just need to look 
at the final 10 to see the 
variety — there’s a $16,490 
hatchback and also one of 
the most technologically 
advanced vehicles in the 
world,” she says.

Dobson says it is now up 
to the voting members of 
the Guild to pick what is the 
Car of the Year for 2016.

“Our members through-
out New Zealand cover print 
and websites, giving a broad 
spectrum of opinions and 
vast knowledge,” she says.

The safest car for 2016 
is also announcing at the 
December 7 event, based 
on Australasian New Car 
Assessment Programme 
(ANCAP) crash test results. 

http://www.nykline.com
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land, so that would suggest 
that some have not been 
checking the status.”

“Our very clear view is 
once the recall has been an-
nounced, importers of used 
vehicles need to check the 
status of that individual [vehi-
cle] and then close it out.”

“The new-vehicle distribu-
tors are doing everything 
they can, we can’t check for 
used imports until they are 
first registered in New Zea-
land,” he notes.

Late but positive
As previously noted, some 

in the trade have suggested 
to AutoTalk that Fair Go was 
late to the party on the Taka-
ta story, but it has certainly 
made the public aware.

The government’s recalls 
page crashed in the wake of 
the TV story, but it has since 
been fixed and updated.

Crawford says the dis-
tributors have seen a huge 
response.

“The feedback I am getting 
from distributors is that there 
was a massive rise in inquiry 
last week,” Crawford says.

But he does not believe 
the distributors were hiding 
the issue.

“Somewhere between 
60- and 70,000 letters have 
already gone out,” Craw-
ford explains. “This is an old 
story.”

But a lot of work is still to 
be done — the latest estima-
tion is 300,000 vehicles may 
need to be recalled.

Big numbers
Fair Go noted an exact 

number of vehicles involved 
in the recall here could not 
be confirmed, but estimated 
it at more than 300,000.

The number is difficult to 
track, due to used imports.

It also noted a number 
had been repaired already — 
Honda has replaced 40,000 

airbag inflators, Toyota 8200, 
Nissan 5909, BMW 2300, Fiat 
Chrysler 200 and Subaru 300.

New checks in place
As mentioned earlier, 

thousands of vehicles re-
called in Japan were likely 
to have entered the country 
with their airbags discon-
nected rather than repaired.

It is possible cars with 
airbags deactivated in Japan 
could have come to New 
Zealand — and moves are 
underway to make sure it 
does not happen again.

Forbes reported earlier this 
year that in some vehicles 
parts were scarce, so dis-
tributors in Japan deactivated 
passenger-side airbags and 
placed stickers in the car not 
to sit in that seat — enabling 
the vehicle to be used while it 
was awaiting replacements.

The NZ Transport Agency 
has announced checks to 
ensure vehicles arriving here 
have activated airbags.

“If that is the case that 
stickers have been removed, 
then that is a concern,” 
Imported Motor Vehicle 
Industry Association chief 
executive David Vinsen told 
AutoTalk when the issue 
came to light.

Work is still underway 
ascertaining how many import 
vehicles are affected by the 
recall — with new-vehicle dis-
tributors taking responsibility.

From Wednesday, October 
5, NZTA says all compliance 
inspections include removal of 
the glovebox and inspection 
of the wiring to ensure the 
airbag is connected.

If an airbag is found to 
have been disconnected, 
the vehicle will be rejected, 
and reconnection required 
before it can be certified.

Due to liability issues, the 
inspection agencies may 
require that reconnection is 
completed in a workshop, 
and the vehicle is returned 

for the re-check.

Toyota first to reveal 
deactivated cars

Toyota New Zealand 
was the first to add vehicles 
that have had their airbags 
disconnected to the NZTA’s 
recall database.

The distributor has pro-
vided the agency with a list 
of 7560 vehicles currently 
registered in New Zealand 
with the modification made.

When the registration plate 
of a vehicle which is known to 
have had the passenger airbag 
disconnected is entered, the 
notice below will be displayed 
along with other information 
for the vehicle.

The agency has also provid-
ed Toyota NZ with the owner 
details for these vehicles, and 
Toyota is contacting the own-
ers directly with information 
on how to have the airbags 
reconnected or replaced.

The agency says it is 
urgently seeking the same 
information from the NZ 
representatives of other Japa-
nese manufacturers, and this 
information will be added to 
the on-line Rightcar database 
as soon as it is available.

WoF changes on way
The agency is also devel-

oping a process which will 
allow Warrant of Fitness in-
spectors to identify vehicles 
on the database where the 
airbags are known to have 
been disconnected.

These vehicles will not 
pass the WoF, and the owner 
will be advised to have the 
airbag reconnected. This 
process is expected to be in 
place for WoF inspections 
from this week.

That will provide a further 
check in the system to ensure 
vehicles with airbags that are 
known to have been disabled 
are attended to so that they 
comply with New Zealand 
requirements. 

Continued from page 1

Industry consensus on ban on maiming airbags
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T
he top five passwords 
globally in 2015 were:

1. 123456
2. password
3. 12345678
4. qwerty
5. 12345

Apart from the obvi-
ous stupidity in using such 
simple combinations, these 
examples demonstrate one 
of the underlying problems 
with most passwords. To 
make them easy to remem-
ber we oversimplify, using 
patterns and words.

The problem is that a) 
hackers know we do this and 
b) since these passwords 
are all either characters or 
numbers with no mixing, and 
no more than eight charac-
ters long, modern password-
cracking tools would take 
less than one second to find 
them anyway.

In fact a modern cracking 
application running on a fast 
server can easily run through 
billions of password attempts 
per second. Don’t believe 
me? Visit this YouTube site 
and watch a white hat (that’s a 
good guy) hacker running his 
brute force application over a 
list of 6000 encrypted pass-
words at about eight billion 
attempts per second.

youtube.com/
watch?v=7U-RbOKanYs.

In 2016 
we have 
reached the 
point where 
passwords 
of 10-plus 
characters are now required 
to beat the hackers. 

To be realistic, slightly 
weaker passwords for some 
things we do — like signing 
up to interest websites — 
won’t matter too much. This 
assumes, however, that we 
don’t use the same pass-
words for our really impor-
tant stuff like banking and 

our main business logins. 

10 characters, seriously?
It isn’t as hard as you might 

think to have 10-character 
passwords you can remem-
ber, but before I tell you how, 
there is a bit more context 
that is useful to remember. 

Words — that is any word 
or combination that is in the 
dictionary plus all names, 

places, etc — are easy to bust. 
Numbers that are append-

ed to the front or back of a 
password – especially adding a 
date to your name — are easy 
to bust.

Straight swaps like 1 for I, 
0 for o, 3 for E etc are easy 
to bust.

There are 26 lower-case 
characters. A six-character 
password that only uses 
lower case will need 266 
(308 million) combinations 
to crack. Add upper case (26), 
numbers (10) and allowable 
escape characters (about 30) 
and the combinations are 
increased to 906 (530 billion). 
Obviously that is a great 
improvement, but note that 

at eight billion at-
tempts per second 
that is going to take 
just over a minute 
to crack.

Each character 
we add to our password ex-
tends the size of the combina-
tions, 907, 908 etc, but really 
this is just making the cracking 
job take minutes, hours or 
days. Most hackers can just 
leave their application running 
in the background.

Once we are at 9010, 
however, we are starting to 
talk decades, centuries and 

millennia, even at eight billion 
attempts per second. Even 
when this speed increases in 
the future we will have sub-
stantial protection. This takes 
us into territory where we’d be 
comfortably in the top 1% or 
2% of secure passwords, and 
we’d have to be really, really 
unlucky to ever be cracked if 
we follow the rules. 

Just like having the most 

secure house in the street, if 
we have a longer, stronger 
password everyone else’s 
will be cracked before ours, 
and the hackers will be too 
busy stealing information and 
money from them to bother 
with us.

How can I remember a 
10-character password?

It’s actually pretty easy. 
There are two things to do:
1. Use a password phrase 

and make it relevant
2. Use all the character 

types – lower case, up-
per case, digits, escape 
characters.

For example:
MyBankIsWestpac be-

comes M^b@nk1$W3$tp@c
DarrynAtWork becomes 

D@rr^n@W0rk
Feel free to use any rules 

— personal to you — that you 
can stick to. This will allow 
you to use different phrases 
for different sites and still have 
a consistent approach you 
can always rely on. Notice for 
example how I have capitalised 
the first letter of only the first 
and last ‘words’ in my phrases?

Also @ replaces both ‘a’ 

Change your password – Now! 

Continued on page 12

Anywhere. Anytime.
Your most important dealership information 

accessible from any desktop, tablet or mobile 
device. Faster. Easier. Smarter. 

www.motorcentral.co.nz
0800 623 687

Darryn Crothall is group general manager of 
TSI Group, a leading supplier of software and 
technology services across the automotive 
industry - best known for its Systime (Autoline), 
SAM and Orion brands.

http://www.motorcentral.co.nz
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NEWSTALK

M
itsubishi Motors NZ 
has announced the 
winners of its inau-

gural technical service skills 
competition.

The carmaker established 
the competition to raise the 
bar for customer care fol-
lowing its win of ‘Best Call 
Centre of the Year’.

Javan Huxtable of Hou-
ston Motors in Nelson and 
Michael Strudwick of Wel-
lington’s Mexted Mitsubishi 
were named ‘best service 
technician’ and ‘best service 
advisor’ respectively.

The competition takes 
the form of an intensive test 
of technical knowledge and 
workshop service skills, and 
is aimed at raising the bar 
for Mitsubishi service teams 
nationwide.

After two online examina-
tions, 50 participants were 
whittled down to a field of 
11 finalists who battled it out 
in the final, with theory and 
practical assessments at a 
training workshop at Mitsubi-
shi’s Porirua headquarters.

Huxtable and Strudwick 
will now fly to Japan to 
represent New Zealand in the 
Mitsubishi Motors Corpora-
tion’s international competi-
tion final.

Mitsubishi aftersales 
manager Noel Comerford 
said Huxtable and Strudwick 
Javan are worthy winners.

Huxtable cited his fa-
miliarity with the Mitsubishi 
multi-use tester tool as a 
winning advantage.

“I’ve always been pretty 
good with that sort of thing, 
and I know how to access all 
the different manuals. During 
the final training session I re-
ally learned the importance of 
following every step carefully, 
because you can’t cut corners 
when you’re trying to diag-
nose the cause of a problem.”

Strudwick says he learned 
a lot from the competition. 
“Ultimately, it’s all about go-
ing through the processes 
with customers in the best 
way possible – making sure 
they have alternative trans-
port arranged, ensuring eve-

rything they want checked 
is looked at, and explaining 
what’s been done.”

Strudwick also credited 
his success to the team cul-
ture at Mexted Mitsubishi, 
which received recognition 
for ‘excellence in customer 
service’ at the company’s 
annual Diamond Dealer 
awards earlier this year.

Mitsubishi head of sales 
and marketing strategy, Daniel 
Cook, said that service techni-
cians don’t always get the pub-
lic recognition they deserve 
for the vital role they play in 
delivering a smooth and stress-
free service to customers.

2016 MMNZ technical ser-
vice skills competition finalists

Service advisor finalists 
in the completion included 
Strudwick from Mexted Mit-
subishi, Steve Newson from 
Hutt City Mitsubishi, Andrew 
Sander from Simon Lucas 
Mitsubishi, Ben Elgar from 
McVerry Crawford Mitsubi-
shi Palmerston North, Alexa 
Marsh from Bay City Mitsubi-
shi, and Andrew Eyles from 

Simon Lucas Mitsubishi.
Service technician finalists 

included Javan Huxtable 
from Houston Motors Nel-
son, Clinton Armstrong from 
Ingham Mitsubishi Hamilton, 
Josef Buhler from WR Phil-
lips, Japie Nel from Auckland 
Motors, and Kerry Butters 
from Mexted Mitsubishi. 

Mitsubishi raises bar  
for aftersales service

and ‘at’, ‘s’ is replaced by ‘$’.
Use your imagination. 

Any time you have ‘and’ 
this could be replaced by 
‘&’. “Fav’ as in favourite can 
be replaced by ‘5’.

So, even though I have 
used absolutely standard 
swap-out replacements (ex-
cept for the ‘^’ replacing ‘y’), I 
now have two near uncrack-
able passwords of 15- and a 
12 characters in length that 
are easy to remember.

Some people find it 
easier to use a phrase that 
can be visualised. If that 

works for you, use it. 
Another thing to note 

is you may not always be 
able to use all the special 
characters on your key-
board. The slashes and the 
asterisk in particular may be 
blocked, as these are used 
in pathing and file names. A 
bit of trial and error may be 
needed.

Finally Some Don’ts
Even for your relatively 

unimportant logins, you 
should never again use:
• Only one type of input
• Names, including pets, 

businesses, family, places 
(unless well disguised as 
above)

• Patterns, 1234, abcd etc.
• Numbers with relevance, 

birthdays, addresses, post-
codes, phone numbers
You should also never 

store these electronically, 
although ironically you prob-
ably are safe to write down 
your phrases and keep them 
with you, as long as you re-
cord them in a slightly cryptic 
way that will only have 
meaning to you. Fortunately 
online hackers are unlikely to 
get physical access to your 

wallet or hand bag!
One last thing. Next 

time you get that annoying 
three-password attempt 
warning or lock-out, re-
member it’s for your own 
protection. If websites 
allowed unlimited attempts 
to get into (for example) 
your bank account, hackers 
would simply set up auto-
matic cracking software to 
do exactly that for as long 
as it took. Of course, if you 
have a good 10-character 
password that wouldn’t 
matter anyway. 

Change your password – Now! 
Continued from page 11
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Dealer Information Notice

I
n March 2016, the pur-
chaser bought a modified 
2014 Volkswagen Golf R 

from the trader. The vehicle, 
an Australian import, had 
been imported damaged, 
according to the Consumer 
Information Notice signed 
by the parties.

The purchaser says in May 
he discovered that the vehi-
cle was a statutory write-off 
in New South Wales, Austral-
ia, a fact which the trader had 
not disclosed to him before 
he agreed to buy the vehicle. 
The purchaser says the trader 
misrepresented the vehicle 
to him as having had minor 
damage only, and he says he 
would not have bought the 
vehicle if he knew it was a 
statutory write-off.

The purchaser says the 
vehicle has other faults, and 
he has rejected it. He seeks a 
refund of his purchase price.

The trader says it told the 
purchaser the vehicle was 
an Australian import which 
had been damaged prior to 
its importation. The trader 
denies that it misrepresented 
the vehicle to the purchaser, 
and says that the purchaser 
wanted to rescind the sale 
within a few days of buying 
the vehicle. The trader wants 
to have the opportunity to 
repair any faults the vehicle 
has.

To complicate the issue, 
the purchaser claims that 
there was no Consumer In-
formation Notice displayed 
with the vehicle, or with 
the trader’s advertisement 
of the vehicle on Trade Me. 
The trader says the CIN was 
in the vehicle, but admits it 
may not have been dis-
played on Trade Me.

The purchaser admits that 
before he agreed to buy the 
vehicle, the trader told him 
it was an Australian import 

and that it had been dam-
aged prior to its importa-
tion into New Zealand, but 
says the trader told him 
that the damage the vehi-
cle had sustained, which 
had been repaired by the 
trader, amounted to a dam-
aged right-hand guard and 
headlamp, and when asked if 
there was any other damage 
the trader told him it was 
“minor”.

The vehicle had  been 
modified with lowered 
suspension, special brakes, 
intake, exhaust, spacers in 
the wheels and had been 
tuned. The purchaser says 
that was what attracted 
him to the vehicle. He test 
drove it before agreeing to 
buy it on March 2, 2016, 
for $64,000. The vehicle’s 
odometer at the time of sale 
was 8680km. The purchaser 
paid a deposit of $2000, 
and financed the balance of 
the purchase price with a 
loan from Alphera Financial 
Services Ltd.

The purchaser says he 
asked the trader for a copy 
of the crash report before 
the vehicle was supplied, but 
this was not done. Before he 
took delivery of the car he 
told the trader he was not 
happy with the way the ‘deal 
has gone’ — requesting to 
unwind it — something the 
trader refused.

On March 14 the vehicle’s 
engine-management light 
lit up. The purchaser was 
overseas during the rest of 
March, and on his return he 
dropped the vehicle off to 
the trader, on April 11, with 
a list of faults he wanted 
repaired. He collected the 

vehicle from the trader on 
April 16.

On April 15 the purchaser 
sent the trader an email say-
ing he was thinking of selling 
the vehicle, and asked if the 
trader was willing to buy it. 
The trader was not willing to 
buy the vehicle back.

On April 17 the vehicle’s 
engine-management light lit 
up again, and the purchaser 
notified the trader and sent 

it three text messages or 
emails over the period of the 
next week.

The purchaser says on 
May 18 he saw the television 
programme Fair Go, which 

gave viewers information 
of a NZ Transport Agency 
website which could give a 
vehicle owner information 
as to whether his/her vehicle 
had been imported as an 
Australian statutory write-off. 
The purchaser says he found 
the vehicle was a statutory 
write-off by going to that 
website. The purchaser says 
he received the repair report 
from the trader in May 2016, 
but it was illegible.

The purchaser contacted 
the engineer who had writ-
ten the report, who told him 
he had sent a copy of it to 
the trader in February 2016. 
The purchaser obtained 
a copy of the Australian 
Financial Security Author-
ity’s report on the vehicle, 

Borek v Spot One Limited

Continued on page 34

“I think that ‘buyers regret’ and the fact that 
he bought another vehicle has motivated 
the purchaser in bringing this application”

http://www.mta.org.nz
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INDUSTRYTALK

I 
noted in my column last 
month that an already 
record year-to-date for 

new-vehicle registrations 
had become stronger, with 
the highest August registra-
tions since 1984. Well it is 
even larger this 
month, with more 
than 13,000 new 
vehicle registra-
tions for the first 
time ever in the 
month of Septem-
ber. 

The MIA re-
cently received an 
annual economic 
update from Ste-
phen Toplis, head 
of research for 
the BNZ. He titled 
his presentation 
‘Make hay while 
the sun shines’. 
Record strong immigration, 
high levels of economic 
activity in Auckland and 
elsewhere, and record low 
interest rates are combin-
ing to give consumers and 
businesses confidence to 
purchase big-ticket items. 

However, the one bit of 
the analysis which stood out 
for me was his comparison 
of the real cost of vehicles 
compared to the CPI move-
ment over time. When Toplis 
began doing this analysis 

several years ago there was 
no rhyme or reason why he 
began from the 1994 year, 
it was just a starting point, 
and from that moment, the 
real cost of new vehicles 
has dropped 27.5% to March 

2016 while the CPI has 
increased 58.9%. That is a 
phenomenal difference. The 
value of new vehicles has 
never been better. 

ACC Vehicle Risk Rating
As most of you will be 

aware, ACC is currently con-
sulting on levies for the 2017 
to 2019 levy years. The MIA 
mostly supports the direc-
tion ACC is taking, although 
we retain some reservations 
about several policy matters.

The MIA supports the 
move to adjust levies every 
two years. Now that the 
level of motor vehicle levies 
is quite low, the need to ad-
just them every year is less 
compelling. 

However, our view is ve-
hicle risk rating needs to be 
undertaken annually. 

The main area of concern 
for the MIA is when new 
vehicles change from a risk 
rating based on ANCAP (or 
Euro-NCAP) to a TSSI rating. 
The current policy is that 
any vehicle will be rated us-
ing the TSSI score if one is 
available, and if not then an 
ANCAP rating (and after that 
a market group rating and 
finally a default score, if no 

other rating measure is avail-
able). The issue is that the 
TSSI data is heavily skewed 
to the performance of the 
Australian fleet, and not nec-
essarily the NZ fleet.

Where this matters is 
when the New 
Zealand distribu-
tor decides to use 
higher model 
specifications 
than those used 
in Australia for 
the model. The 
performance of 
the model is con-
sequently dragged 
down in New 
Zealand, and the 
model is therefore 
unfairly rated. ACC 
seems unable to 
correct for this.

We believe that 
when a distributor can show 
there is a demonstrable dif-
ference between the same 
model in NZ compared to 
Australia, ACC should manu-
ally adjust for this, or simply 
continue using the ANCAP 
rating for that model. 

To avoid confusion, we 
also believe band move-
ments should be capped to 
one band a year when the 
rating methodology changes 
(e.g. moves from an ANCAP 
rating to a TSSI rating). 

Record new vehicle 
registrations

http://www.marac.co.nz
http://www.marac.co.nz
http://www.heartland.co.nz
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I 
recently had the opportu-
nity to attend the bian-
nual Automechanika trade 

show in Frankfurt, the largest 
automotive trade show in the 
world. This year’s show had 
136,000 visitors from over 
170 countries, and there was 
a record number of 4820 
exhibitors. 

One of the observations 
from attending is the way 
innovation is disrupting the 
auto industry, parts suppli-
ers and equipment suppliers, 
and how disruption is leading 
to a sea change in the way a 
technology-led future is here 
now. One question I was left 
with is, are we ready?

For the first time at the 
event there was a specific 
hall dedicated to electric ve-
hicle innovation and aligned 
technologies, such as pop-
up solar charging stations 
and a hub where you could 
drive EVs, ride electric bikes 
and scooters and see some 
of the new charging stations 
in action.

One major exhibitor was 
the Schaeffler Group, a 
global mobility technology 
company which had a work-
ing prototype of its E-Wheel 
Drive electric motor system, 
which is fitted to a Ford 
Fiesta.

 Schaeffler’s E-Wheel 
Drive electric wheel hub 

drive is a disruptive innova-
tion solution that is focussed 
on new solutions for tomor-
row’s mobility. The invention 
is a highly-integrated wheel 

hub drive: all the compo-
nents required for drive, de-
celeration, and driving safety 
— like the electric motor, 
power electronics, controller, 

brake, and cooling system — 
are installed inside the wheel 
rim, which saves space and 
provides innovative solutions 
for the configuration of the 

vehicle. 
This working prototype 

is a €1.6M investment in 
the future. I talked with the 
Schaeffler team, and they 

told me that there is interest 
from a number of vehicle 
manufactures in using this 
technology in future electric-
powered vehicles. Right now 
this is not mainstream, but 
that will probably change in 
the near future.

They were quite amazed 
when I advised them how 
much of our electricity is 
generated via renewables, 
and they picked up the ROI 
benefits right away. They 
also could not understand 
why NZ has no government 
incentives available when 
purchasing an EV. 

Unfortunately I could not 
convince them to bring the 
Ford to New Zealand for a 
demo. 

If we are going to meet 
our government’s target of 
64,000 EVs by 2021 then we 
all must embrace the need to 
have more options available 
for the consumer, and not 
just by delivering more of the 
same. For example I got to 
have a play in the EEC L6e-
45 pure electric vehicle from 
China (see picture): as you 
can see this would not make 
it on NZ roads at present, 
but why not in the future? It 
would be perfect for urban 
environments.

It is time for us to change 
the narrative and embrace 
disruption. 

Innovation and disruption: 
the future is here!

http://www.vinz.co.nz
http://www.vinz.co.nz
http://www.jevic.co.nz


T
he landscape of the 
web is ever changing 
and evolving as the 

environment is defined by 
new entrants with new busi-
ness models, and incum-
bents working to maintain 
and protect what revenue 
they have. Staying on top of 
this is key as these changes 
impact where you can derive 
maximum value from your 
marketing spend. 

In the past, mainstream 
adoption of technology and 
the internet was generally 
led by the development of 
intuitive interfaces and au-
thenticated walled gardens 
of content where users feel 
safe to roam. It was not 
until the first of the graphi-
cal browsers turned up like 
Mosaic and Netscape, along 
with online communities 
like Apples’ eWorld, that the 
person in the street experi-
enced the power of the web 
in finding relevant content, 
even if it was only to down-
load Doom and read the odd 
text-based email.

Next to none of the origi-
nal internet players still exist, 
and even the companies that 
replaced them have in turn 
come and gone. The largest 
players with deepest pockets 
— like Yahoo! — still strug-
gle to survive, and despite 
the best efforts of Marissa 
Mayer, it will not last in its 

current form. So while we 
are in a period of change, 
we are always in a period of 
change, and our strategies 
need to evolve and keep up. 
Our buyers are bold adopters 
of new things, and quickly 
form different web-based 

habits and allegiances. The 
rise and fall of Pokemon Go 
is testament to this. What 
will remain as a legacy is 
the tangible benefit that 
location-based augmented 
reality games can bring busi-
nesses. Did you set up your 
Pokemon Go Gym? 

Change does bring op-
portunity, and we are going 
through a period where 
content on the web is be-
coming more fragmented 
across many more market-
places. In the past this would 
have been seen as a poten-
tial problem, as it was hard 
to distribute data between 
many marketplaces, and 
even if this was achieved the 
customers could not find or 
locate the products or ser-
vices. Things have changed, 
and the transfer of data such 
as vehicle listings is relativ-
ity cheap, and the ability to 

search the web for con-
tent is relatively easy. Your 
customers now don’t need 
a single large marketplace 
to find product as they look 
through the web as Google 
sees it: content is now found 
on many more niche and 

dedicated sites. Have a look 
at the courier parcels turning 
up at your workplace for 
your team, a couple of years 
ago these were originated 
from one or two online 
marketplaces only. Now they 
will be coming from far and 
wide, from both international 
and domestic web-based 
marketplaces.

The cheese has moved, 
and will move again and 
again.

In the automotive retail 
world, it is not any differ-
ent. At AutoPlay we have 
the advantage of seeing a 
huge number of customer 
leads each day, and the trend 
in the distribution of leads 
is changing. If conducted 
well, leads generated by a 
dealership’s own activity, 
either based around a physi-
cal event or a solely online 
campaign, are outweigh-
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David Boshier
General Manager of AutoPlay, which 
provides app-based lead-management 
tools for Kiwi dealerships. To find out 
more, contact sales@autoplay.co.nz

Driving value from a 
fragmenting web; who 
moved the cheese?

ing the traditional online 
marketplace. Mixing media, 
marketplaces and online 
communities through a 
coordinated campaign is a 
winner for driving customer 
engagement. Search provid-
ers are competing directly 
with content providers, and 
the lines are being blurred. 

Google serves up more 
content than most market-
places, and Facebook is en-
hancing its search to more 
effectively reach outside its 
own domain, and is rapidly 
deploying its own market-
place. 

Finding the value and 
ensuring any web spend is 
optimised requires a plan, 
nothing complex, it just 
needs to follow or drive the 
customer’s journey through 
to a purchase. It needs to 
complete a loop and be  
integrated into a complete 
plan — any spend in isola-
tion is wasted spend.  For 
example, if you are currently 
spending on Google remar-
keting and you are driving as 
many customers as possible 
back to your website, you 
will not be leveraging the 
true value from this spend. 
Start with a customer touch 
point within your business, 
and then work through the 
customer journey. 

If a customer emails you, 
Continued on page 19

http://www.autoplay.co.nz
http:///www.autoplay.co.nz
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I 
took time out yesterday 
afternoon to tune into 
CNN and watch the first 

Hillary versus Donald live 
debate. The race for the 
White House is somewhat 
removed from this AutoTalk 
October article, however, I 
could not help but conjure 
up an image of Donald as 
an equivalent white-shoe 
senior used-car salesperson 
from days gone by. Hillary 
obviously believes 
Donald is an arrant 
anti feminist. As 
a result she was 
not about to let 
the 100 million 
audience sign off 
without scoring a 
blow for the women of the 
world. 

In many ways we have 
had our New Zealand recent 
equivalents courtesy of the 
NZRU, the Chiefs and the 
Wellington RU. Someday, 
somehow, the chauvinist 
streaks that remains within 
many males have to be di-
luted from what we still see 
evident today. Can one ever 
foresee a NZRU Board with 
50% of its directors male 
and the other 50% female? 
Perhaps, but highly unlikely 
in my lifetime. 

Let us turn to the topic 
of this article, selling cars to 
women. This month I hap-
pened on two quite separate 
US articles with women in 
the motor industry as the 
theme, the first written by 
Steve Findlay for Ward’s 
Auto, the second by Anne 
Fleming for Digital Dealer.

In her article Anne Flem-
ing, president of Women-

Drivers.com, contends that 
most US dealerships do not 
apply sufficient analysis to 
their own data to track the 
buyer intentions of women. 
Fleming says, “Over 80% of 
all car purchases are in-
fluenced by women, and 
over 50% of car buyers are 
women, and that percentage 
increases to 53% for mil-
lennial women. Slightly less 
than half (48%) of women 

purchase cars by themselves. 
One in three women now 
out-earn their husbands”.

Fleming does provide a 
number of handy tips for 

dealers as to how they can 
introduce processes to en-
able them to track shopping 
and buying preferences for 
women. She contends that 
with competition in the retail 
auto industry stronger than 
ever, dealerships must use 
facts and figures to analyze 
success in marketing to the 
largest car-buying segment, 
women.

The key metrics to track 
for success analysis identified 
by Fleming are as follows:  
• Number of female 

guests: This statistic 

applies to a woman who 
comes into a dealership 
to buy a car for which 
she will be the registered 
owner. This applies to 
a woman shopping for 
herself, or with someone 
else, as long as the car is 
specifically for her.

• Number of female refer-
rals: Inquire right at the 
onset of the qualifying 
process if someone else 
specifically referred the 
guest.

• Number of female sales: 
The number of sales to 
women on a monthly 
basis measured as a 
separate total, and then 
expressed as a share of 
total dealership sales.

• With accurate sales 
tracking of conversion 
rate, actions can then 
be taken to put in place 

sales strategies to in-
crease sales to women. 
Such as an online testi-
monial from a satisfied 
women purchaser.

• Tracking referrals helps 
understanding of how 
the dealership is per-
ceived by others, and its 
relative ease of han-
dling women seeking to 
purchase either a new or 
used vehicle.  

In his article Steve Findlay 
references Lisa Copeland’s 
view as a managing partner 
of Fiat in Austin, Texas, as 

Selling cars to women

to what women seek when 
buying a vehicle:
• Information so they can 

make informed deci-
sions.

• Courteous treatment 
and respect for their 
time.

• Salespeople who are 
honest and take a sin-
cere interest.

• A simple and straightfor-
ward buying process by 
giving women the same 
respect, information and 
treatment as any other 
vehicle customer.

A point Lisa Copeland 
makes, and one that has 
relevance around the world 
of automotive retailing, is 
the disparity which exists 
between gender purchaser 
numbers and actual dealer-
ship employees. Women 
purchase (in the US) 65% of 
new vehicles, and the same 
percentage of service work 
completed at dealerships.

NADA’s Workforce Study 
indicates women make up 
18.5% of dealership em-
ployees with 8% employed 
in key positions and 91% in 
office and administrative 
posts. The dealership world 
is less of a male domain 
than it once was, how-
ever, the question has to 
be asked, is it changing fast 
enough? If not, why not, as 
car sales statistics indicate a 
rethink may well be appro-
priate. 

“Women purchase (in the US) 
65% of new vehicles.”

http://www.autoplay.co.nz
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dealers, used dealers, 
and motorcycle dealers.

0800 001 144 | www.mta.org.nz

Buying now
European cars - all makes, all models
Andrew Smith      027 496 3191      andrew@euroland.co.nz

www.euroland.co.nz

AUCTIONS

MANHEIM AUCTIONS

09 918 0500
www.manheim.co.nz
Manheim is New Zealand’s 
largest provider of automo-
tive auction services. Auctions 
held weekly. 

NICHIBO
09 374 4436
www.nichibojapan.com
We have a wealth of knowl-
edge and experience in auto 
auctions throughout Japan 
which we know will enable us 
to assist you in making your 
next purchase. 

SBL INTERNATIONAL 
VEHICLE BROKERING
03 377 6578
www.sbltd.co.nz
“NZ owned and operated SBL 
continue to set the motor 
industry benchmark for 
importing vehicles”

FINANCE AND 
INSURANCE

AUTOSURE
Phone: 09 489 9107
www.autosure.co.nz
Autosure NZ has been a lead-
ing provider of automotive-
owner protection policies for 
the NZ retail motor vehicle 
industry since 1986.

OXFORD FINANCE

0800 263 264
info@oxf.co.nz
www.oxfordfinance.co.nz
Oxford’s friendly team can 
offer you flexible solutions to 
finance the purchase of your 
new vehicle. 

PROVIDENT INSURANCE

Phone: 0800 676 864
Email: info@
providentinsurance.co.nz
Contact: Steve Owens 
Chief Executive Officer
Helping dealers “Make Profits 
Grow”. Specialist F&I training, 
support and products to retail 
motor vehicle traders.  
 

FINANCE AND 
INSURANCE

UDC FINANCE
0800 500 832
www.udc.co.nz
Your first choice in automo-
tive lending.  Fixed Rates. Fast 
Approval. 

IT MANAGEMENT  
SYSTEMS 

AUTO-IT LIMITED 
0800 776 611
Sales@auto-it.co.nz
Changing your DMS? Let 
Auto-IT help you, the leader 
in New Generation Dealer 
Management Systems.  

SYSTIME
09 583 2482
Paul.Wilkinson@tsinz.co.nz 
Autoline DMS – World 
leading Automotive Dealer 
Management and Distribu-
tor/Manufacturer Systems.

ORION
09 583 2482
Paul.Wilkinson@tsinz.co.nz 
NZ’s #1 Dealer Management 
System installed in over 450 
businesses.Sales Workshop, 
Parts, Fleet, Rental, CRM.

SAM 
09 583 2482
Paul.Wilkinson@tsinz.co.nz 
The ultimate specialist 
Workshop Management 
System suite.
Range of options to suit.

INFORMATION  
SERVICE PROVIDER

MOTORWEB
Phone: 0800 843 847
Email: support@motorweb.
co.nz
NZ’s leading vehicle history 
check provider, delivering  
 

online services to all sectors of 
the motor industry.

IT SERVICES 

AUTOPLAY.CO.NZ
09 361 1505
salesauto@autoplay.co.nz
Autoplay use the latest 
technology to deliver a suite 
of smart digital tools to our 
customers.

ANNGOW MARKETING
027 207 9032
www.anngowmarketing.co.nz  
Independent digital market-
ing services & advice to the 
automotive industry, over 14 
years’ experience, contact 
Joel today!

PARTS 

REPCO 
0800 800 878
www.repco.co.nz
Repco - over 800 highly 
trained staff, 82 stores na-
tionwide and home to New 
Zealand’s leading automotive 
brands. 

PAINT & FABRIC  
SUPPLIERES 

GARDX 
0800 242 739
www.gardx.co.nz
New Zealand Premier Paint 
& Fabric Supplier. Providing 
profit solutions that achieves 
results.

SHIPPING AND  
LOGISTICS  

AUTOHUB
09 411 7425
info@autohub.co.nz
The easiest way to ship 
your cars and other vehicles 
globally. 

 

VEHICLE INSPECTION 

VINZ
Vehicle Inspection NZ
0800 GO VINZ  
(0800 468 469)
info@vinz.co.nz
New Zealand’s best choice for 
WoF / CoF, Inspections, Certi-
fications and much more.

VTNZ 
0800 88 88 69
Sales@vtnz.co.nz
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NEWSTALK

how are you and your team respond-
ing? Does the response include links to 
bring the customer to your website to 
view a video or access more informa-
tion?

If it does, from that point you 
have them in your re-marketing 
net, if not, you are not leveraging 
this spend to the maximum.

Does creating the odd post 
on Facebook and running a few 
Facebook ads generate any value, 
where are these leads being cap-
tured and measured? Is this activity 
linked to other above-the-line 
marketing, and where does the 
call to action leave the customer 
sitting?

Keeping track of your customer 
leads is a great way of measuring 
your return on investment. What 
leads are coming from what spend, 
and what is the cost of acquiring 
each of those leads? 

How are you keeping the 
engagement going with those cus-
tomers after spending the upfront 
cost of acquiring the leads the first 
time around?  

Is your traditional online spend-
ing still working for you? Should 
you start to include other options 
that could be lower cost but add 
more value? Technology easily 
allows you to cover many bases 
effectively. 

At AutoPlay our Sales Pipeline 
product is underpinned by the 
AutoPlay philosophy, which is our 
management of those customers 
deemed as lost through our Live 
Leads remarketing engine. This 
forms the remarketing loop by 
keeping the potential customer 
engaged through updated vehicle 
listing and video. 

Again, the goal is to keep bring-
ing the customer to a point of 
re-engagement based on relevant 
reinforcement of the sales propo-
sition.

Never before have we had so 
much control over our customers 

at such low cost. It does require some 
work and thought, but the quality of 
the leads is generally higher and more 
qualified, as you touch them a number 
of times. 

Being everywhere your customers 

are — or are heading to on the web — is 
becoming easier and easier, however, 
any online activity needs a defined start 
and end to keep the customer engaged 
on the path to a sale. 

www.armacup.com

	MPI Border inspection

	 Odometer	certification

	 Digital	Photography	for			
	 prior	sales	in	NZ

	 NZ	Customs	clearance

	 Delivery	Nationwide

	 Insurance

PORT TO DOOR SERVICE INCLUDING:

Port Calls Tokyo Car 1620 Carrera 1621 Morning 
Miracle 1622 Tokyo Car 1623

Osaka 17 Oct 2 Nov 15 Nov 2 Dec

Nagoya 18 Oct 3 Nov 16 Nov 3 Dec

Yokohama 19 Oct 4 Nov 17 Nov 4 Dec

Auckland 6 Nov 20 Nov 6 Dec 21 Dec

Wellington 10 Nov 28 Nov 10 Dec 27 Dec

Lyttelton 9 Nov 26 Nov 9 Dec 24 Dec

Nelson 11 Nov 28 Nov 11 Dec 27 Dec

Driving value from a fragmenting web; 
who moved the cheese?
Continued from page 16

http://www.armacup.com
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ADVANTAGE

WHAT DO 
WE DO?

Advice and advocacy for the used vehicle industry
If you have technical questions, compliance problems, 
consumer complaints, staff issues – we can help!

Health  
and Safety

Are you prepared for  
the new Health and Safety 
framework?

By 2020, the Government aims 
to achieve a 25% reduction in 
workplace injuries.

New rules to achieve this goal 
were introduced on April 4. Are 
you ready?

The IMVIA is here to help, with 
industry-ready Procedures Kits 
for workshops, car yards and 
compliance shops – developed 
in conjunction with experts 
HRtoolkit.

For more information, contact:
Malcolm Yorston,  
Technical Services Manager
on 0800 046 842  
or DDI 09 573 3243
Email: technical@imvia.co.nz

I
n a fuel-conscious climate, it may 
seem logical that our vehicles would 
get lighter and more efficient over 

time. The stats, according to IMVIA 
policy analyst Kit Wilkerson, may sur-
prise you. 
 • Based on the data shown, vehicles 

have been increasing in mass at an 
average rate of 50kg per year for 
the last 15 years.

 • It has been estimated that a 45kg 
change in mass leads to a 2% in-
crease/decrease in fuel efficiency.

 • Ignoring driver-related factors, the 
difference in mass between two 
vehicles is the most significant 
determiner of risk of fatality in a 
multi-vehicle crash.

 • With that being said, mass has 
been shown to have no impact 
on the severity of single vehicle 
crashes (although safety features 
such as airbags can have a signifi-
cant effect).

 • Changing the mass of vehicle 
components has been found to 
have a compounding impact on 

vehicle mass. As component mass-
es are changed, other components 
need to be resized in support.

 • Newly registered vehicles that 
exceed the average mass of the 
fleet will raise that average mass, 
thereby depreciating the safety 
of every vehicle currently in the 
fleet. On the flipside, the addition 
of lighter vehicles should actually 
increase the expected passenger 
safety in older vehicles.

 • For EVs, reducing mass reduces 
the battery energy (and therefore 
cost) required to achieve the same 
range. 

Giving weight to the facts 
on vehicle size

Average gross vehicle mass (in kilograms) of passenger models being imported, new and used. Data 
from official motor vehicle registration statistics.
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Advice and advocacy for the used vehicle industry

PARTNERS AND  SPONSORS

Advice and advocacy for the used vehicle industry
If you have technical questions, compliance problems, 
consumer complaints, staff issues – we can help!
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Vinsen’s View
The monthly report from IMVIA chief 
executive, David Vinsen

L
ike most people, I was brought up 
to know that I was responsible for 
the consequences of my actions. 

I understood that I couldn’t just blame 
someone else, or walk away from a 
problem that had been caused by my 
own bad behaviour or poor decision-
making. 

When it came to making purchasing 
decisions, we grew up to understood 
that the guiding principle was caveat 
emptor, or “let the buyer beware”. It was 
up to a prospective purchaser to do the 
research, inspect the goods and do due 
diligence before making the decision 
to buy. 

Unless there was a case of deliber-
ate misrepresentation by the vendor, it 
was accepted that you had to wear the 
consequences of your decisions, good 
or bad. And that wasn’t necessarily a 
bad thing. We learned to consider the 
likely effects of our decisions carefully 
before we took them. 

In terms of consumer protection, 
it was originally a pretty wide-open 
playing field, with the balance of power 
being with the vendor or business, usu-
ally as the result of superior knowledge. 
Since then, consumer protection laws 
have been progressively introduced 
that put some balance into the market-
place. 

One of the first markets to be regu-
lated to protect consumers was the 

trading of used vehicles. The Motor 
Vehicle Dealers’ Act 1975 (MVD Act), 
was seen as trend-setting best practice, 
with its statutory warranties, fidelity 
fund and licensing of dealers giving 
good levels of assurance for vehicle 
purchasers. This was the backdrop for 
the initial introduction of used imports, 
and it helped licensed dealers build 
trust and credibility in the eyes of the 
public.

Over the following few years, laws 
were introduced or updated that su-
perseded this Act; particularly the Fair 
Trading Act 1986, which governs how 
traders advertise and promote their 
goods and services before the sale, the 
Sale of Goods Act 1908, which regu-
lates the actual transaction, and the 
Consumer Guarantees Act 1993, ensur-
ing minimum standards of after-sales 
service and guarantees. These were 
supplemented by the Credit Contracts 
and Consumer Finance Act 2003, 
controlling the financial transactions 
relating to the sale. 

In many cases, these pieces of legis-
lation were superior to the original MVD 
Act, but in some cases were in conflict 
with it: the ridiculous situation arose 
that if a dealer complied with all aspects 
of the MVD Act, they would be in 
breach of some of the provisions of the 
other Acts. This situation was remedied 
with the repeal of the MVD Act, and 

Consumer protection…  
or a money-back guarantee? 

its replacement by the Motor Vehicle 
Sales Act 2003, which sets much lower 
thresholds for traders: no licensing (just 
simple registration), no fidelity fund and 
no statutory warranties. 

However, the benefits of these laws 
are debatable. It seems to me that one 
simple piece of legislation has been 
replaced by a plethora of laws that are 
more onerous for businesses to com-
ply with, but in fact provide less real 
protection for the consumer. 

The other side of the equation is, 
what effects have these all-encom-
passing consumer protection laws had 
on their intended beneficiaries, the 
consumers? 

I’d argue that, as the result of these 
changes, consumers have actually 
become less cautious in some ways. 
It seems they’ve been led to think that 
if they make a bad decision, or even 
just change their mind, they can have 
the deal undone — or just “give the car 
back,” as we hear them say. 

This attitude has also been influ-
enced by the business models of some 
of our major retailers, who offer a 
money back guarantee for any reason 
(or none at all). 

Obviously, I’m not saying consumer 
protection is a bad thing, and the onus 
of basic quality assurance still rests 
with the vendor, not the purchaser. 
However, it is possible that the contin-
ued changes in regulation may have 
clouded the responsibilities of both par-
ties, and left consumers with unrealistic 
expectations.  

It has, nonetheless, become a 
commercial reality, and has certainly 
changed the way we do business.  

The information and views set out in 
Vinsen’s View are those of David Vinsen 
and do not necessarily reflect the of-
ficial opinion of the Imported Motor 
Vehicle Industry Association. 

http://www.armacup.co.nz
http://www.poal.co.nz
http://www.nichibojapan.com
http://www.jevic.co.nz
http://www.autosure.co.nz
http://www.autohub.co.nz
http://www.vinz.vo.nz
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F&ITALK

 Last year we processed over   
 49,000 successful claim    
 resolutions
 Over 5,000 Motor Insurance   
 claims successfully     
 processed
 Over 10,000 NEW customers in   
 the last 12 months for private   
 motor insurance alone
 Over 4,500 mobile assessments   
 successfully completed
 Over 136,000 phone calls handled  
 with your customers

WE ARE NOT THE MARKET 
LEADERS BY LUCK...

If customer satisfaction and 
retention is important to you 

CALL US TODAY!

Franchise May June July August
Finance 37% 41% 39% 38%

MBI 44% 57% 45% 47%
PPI 8% 14% 12% 11%
GAP 27% 38% 32% 28%
MVI 17% 8% 12% 15%

Used/ Import May June July August
Finance 39% 41% 37% 39%

MBI 46% 48% 51% 46%
PPI 17% 15% 12% 13%
GAP 24% 20% 36% 34%
MVI 17% 22% 18% 28%

May June July August
Franchise  $919.00  $903.00  $927.00 $943

Used/Import  $1,139.00  $1,109.00  $1,089.00 $1,207

U
sed dealers’ profit 
from the sale of 
finance and insur-

ance products (F&I) hit a 
new high in August, when 
the profit per retail unit sold 
edged over the $1200 mark, 
according to figures supplied 
by Autosure.

Sales of F&I products by 
franchise dealers also rose 
for the sixth month in a row, 
to $943 per retail unit sold.

One encouraging sign 
for both franchise and used 
dealers was the steadily 
increasing sale of motor-ve-
hicle insurance. Used dealers’ 
sales penetration improved 
to 28% — up from 22% two 
months previously — while 
franchised dealers’ pen-

etration percentage almost 
doubled to 15% from 8% two 
months earlier.

However, sales of finance 
and mechanical breakdown 
insurance (MBI) fell for both 
used and franchise dealers 
from a couple of months 
ago. 

The finance penetration 
percentage for franchise 
dealers edged down from 
41% in June to 38% in Au-
gust, while MBI saw a huge 
drop from 57% in June to 
47% in August.

Used dealers’ penetra-
tion percentage for finance 
edged down from 41% to 
39%, and for MBI from 48% 
to 46%. 

F&I profit per 
retail unit sold 
best in a year

http://www.autosure.co.nz


“The best protection for your customers”

Mechanical Breakdown Insurance

www.autosure.co.nz  0800 267 873

Payment Protection Insurance

Loan Equity Insurance

Motor Vehicle Insurance

http://www.autosure.co.nz


24 | AUTOTALK OCTOBER 2016 | www.autotalk.co.nz 

F&ITALK

C
redit Contract Indem-
nity (CCI) is a product 
business managers 

struggle with from time to 
time.

In this article I’d like to:
i. Discuss the value of 

this policy to your 
customers, your 
finance company and 
your dealership 

ii. Identify the most 
common customer 
objections to CCI, and

iii. Discuss proven 
methods to over-
come those customer 
objections.

The value of CCI
CCI provides excellent 

protection at a time when 
your customers need it most, 
and it’s not expensive. A 
one-off, low-cost premium 
provides cover for the term 
of the credit contract. 

For just a few extra dollars 
per week your customer is 
protected against the hap-
pening of an insured event 
(such as death, accident, 
illness or redundancy). 

The fact is, a credit con-
tract is a liability, and when 
your customer is laid-up off 
work due to one of these 
insured events they often 
don’t have the funds available 
to keep their payments up 
to date, as required by their 
credit contract. To rub salt 
into your customer’s wounds 
at a time when they’re al-
ready feeling vulnerable, they 
may then be faced with pen-
alty interest for late payments 
or even worse, repossession 
— and the consequences 
that follow.

These types of events do 
occur, as our claims statistics 
show, but they can all be 
covered, with CCI. 

Common customer 
objections

There are four main ob-
jections to CCI.

-  My partner’s income will 
cover us if I’m off work.

-  I don’t get sick / won’t 
be made redundant.

-  I’ve already got income 
protection / medical 
insurance /ACC.

-  The premium costs too 
much.

Overcoming these 
objections

The issue underpinning 
most customer objections is 
cost, because if it was a ben-
efit you were providing free 
of charge, your customers 
would be unlikely to object. 
However, some people are 
reluctant to admit it’s a cost 
issue, and prefer to outline 
other reasons, as above.

With this in mind you 
still need to deal with each 
objection on its own merits, 
and the value CCI deliv-
ers to your customer. Place 
yourself in their shoes, 
understand what they are 
saying about their particular 
circumstances, and then 
address their objection with 
the benefits CCI can provide 
to them.

If you would like more 
training and support to help 
maximise the sale of CCI in 
your dealership, I’d be happy 
to help. In the meantime 
here are a few examples that 
I use when explaining the 
benefits of CCI.
• You may be fit and 

healthy today, but our 
hospitals are full of 
people who have been 
generally fit and healthy.

•  We all live within our 
means, and you are 
probably purchasing 

Selling Credit Contract 
Indemnity insurance

Continued on page 34

http://www.providentinsurance.co.nz
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USED IMPORTS
BROUGHT TO

YOU BY:

STATSTALK
USED VEHICLES
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T
he used import market 
has continued its 
bounce back from the 

mid-year slump it experi-
enced from May to July.

In September passenger 
car registrations were up 
7.7% to 12,564 units for the 
month, from 11,667 the year 
before.

Commercial registrations 
jumped a massive 27% to 
964 units.

For the year, used import 
registrations are up 3% to 
110,879, while commercials 
have risen 16% to 7657.

Toyota was the most 
popular passenger brand, up 
18.8% year-on-year to 3261, 
followed by Nissan on 2288, 
an 11.2% rise.

Mazda was third on 1902, 

followed by Honda on 1267 
and Suzuki on 624.

The Toyota Corolla was 
the most popular passenger 
car on 612 units, followed 
by the Nissan Tiida on 529, 
Mazda Axela on 527 and 
Suzuki Swift on 524.

Toyota led the commer-
cial trade on 435 units, up 
26.5%, followed by Nissan on 
218 and Mazda on 67.

The Toyota Hiace domi-
nated commercials on 334 
vans, followed by the Nissan 

Caravan on 92 and the 
Mazda Bongo on 55.

New and used cars arrivals 
up from September 2015

Arrivals of new and used 

USED IMPORT COMMERCIAL MODELS

MAKE MODEL
SEPT 
'16

MAKE MODEL
 SEPT 
'15

TOYOTA HIACE 334 TOYOTA HIACE 250

NISSAN CARAVAN 92 NISSAN CARAVAN 72

MAZDA BONGO 55 NISSAN VANETTE 28
NISSAN NV200 40 MAZDA BONGO 26
NISSAN VANETTE 37 TOYOTA DYNA 24
ISUZU ELF 29 ISUZU ELF 23
TOYOTA TOWNACE 25 NISSAN NV200 23
TOYOTA DYNA 24 TOYOTA REGIUS 23
TOYOTA REGIUS 23 NISSAN ATLAS 20
TOYOTA HILUX 19 TOYOTA HILUX 13

USED IMPORT COMMERCIAL MAKES

MAKE
SEP' 
16

SEP 
'15

Movement
% 
Change

Mkt 
Share

TOYOTA 435 344 26.5 45.1
NISSAN 218 171 27.5 22.6
MAZDA 67 39  Up 1 71.8 7.0
ISUZU 46 40  Down 1 15.0 4.8
MITSUBISHI 45 21  Up 2 114.3 4.7
FORD 32 26  Down 1 23.1 3.3
HOLDEN 24 17  Up 1 41.2 2.5
HINO 19 15  Up 1 26.7 2.0
CHEVROLET 13 22  Down 3 -40.9 1.3
FIAT 8 7  Up 1 14.3 0.8
OTHER 57 57 0.0 5.9
TOTAL 964 759 27.0 100.0

Continued on page 26

Imports continue 
resurgence

http://www.nichibojapan.com
http://www.nichibojapan.com
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STATSTALK
USED VEHICLES

 Tel: (09) 369 5276
www.autofinancedirect.co.nz

•  Interest rates from 11.95%

•  Nichibo and non Nichibo cars financed

•  Competitive commissions – no retention and no claw back

•  Low and no deposit to approved purchasers

USED IMPORTS
BROUGHT TO YOU BY:
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USED IMPORT PASSENGER MODELS
MAKE MODEL SEP '16 MAKE MODEL SEP '15

TOYOTA COROLLA 612 NISSAN TIIDA 555
NISSAN TIIDA 529 MAZDA AXELA 542
MAZDA AXELA 527 SUZUKI SWIFT 530
SUZUKI SWIFT 524 TOYOTA COROLLA 507
MAZDA DEMIO 479 HONDA FIT 472
HONDA FIT 439 MAZDA DEMIO 465
TOYOTA WISH 322 SUBARU LEGACY 356
VOLKSWAGEN GOLF 289 TOYOTA WISH 290
TOYOTA VITZ 284 VOLKSWAGEN GOLF 286
SUBARU LEGACY 276 MAZDA ATENZA 236
MAZDA ATENZA 248 MAZDA MPV 224
MAZDA MPV 225 MITSUBISHI OUTLANDER 209
MITSUBISHI OUTLANDER 219 BMW 3 Series 207
MAZDA PREMACY 212 TOYOTA ESTIMA 196
TOYOTA MARKX 199 TOYOTA VITZ 196
BMW 3 Series 196 MAZDA PREMACY 171
TOYOTA ESTIMA 196 NISSAN NOTE 161
NISSAN NOTE 189 HONDA ODYSSEY 151
TOYOTA PRIUS 188 NISSAN DUALIS 150
NISSAN DUALIS 177 TOYOTA IST 141

USED IMPORT COMMERCIAL MAKES – THIS YEAR
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16-Jan 16 5 13 18 9 11 25 35 33 158 338 7 27 695
15-Jan 15 3 12 17 18 9 28 43 18 130 311 6 64 644

% diff 7 67 8 6 -50 22 -11 -19 83 22 9 17 -58 8
16-Feb 14 4 6 26 14 14 38 45 33 159 354 10 28 745
15-Feb 12 2 9 24 13 8 22 34 24 132 360 7 34 681

% diff 17 100 -33 8 8 75 73 32 38 20 -2 43 -18 9
16-Mar 14 4 6 26 14 14 38 45 33 159 354 10 28 745
15-Mar 12 5 8 22 33 18 35 44 30 147 395 4 32 785

% diff 17 -20 -25 18 -58 -22 9 2 10 8 -10 150 -13 -5
16-Apr 14 4 0 32 13 17 41 52 26 198 391 6 32 826
15-Apr 15 3 5 24 13 7 38 36 25 140 378 4 49 737

% diff -7 33 -100 33 0 143 8 44 4 41 3 50 -35 12
16-May 14 3 4 29 20 13 50 65 32 176 430 8 40 884
15-May 30 3 5 30 19 21 27 32 44 138 361 8 24 742

% diff -53 0 -20 -3 5 -38 85 103 -27 28 19 0 67 19
16-Jun 14 8 4 26 20 16 48 60 26 201 400 7 34 864
15-Jun 12 4 3 24 22 17 29 37 29 135 355 2 21 690

% diff 17 100 33 8 -9 -6 66 62 -10 49 13 250 62 25
16-Jul 17 7 4 30 10 19 50 57 28 234 438 5 33 932
15-Jul 22 11 3 26 28 16 37 51 43 139 384 4 42 806
% diff -23 -36 33 15 -64 19 35 12 -35 68 14 25 -21 16

16-Aug 21 3 4 39 30 17 44 76 32 213 482 3 27 1002
15-Aug 27 4 3 24 18 15 32 48 23 144 342 7 48 735

% diff -22 -25 33 63 67 13 38 58 39 48 41 -57 -44 36
16-Sep 13 6 8 32 19 24 46 67 45 218 435 7 44 964
15-Sep 22 6 7 26 15 17 40 39 21 171 344 9 42 759
% diff -41 0 14 23 27 41 15 72 114 27 26 -22 5 27

YTD 16 137 44 49 258 149 145 380 502 288 1716 3622 63 293 7657
YTD 15 167 41 55 217 179 128 288 364 257 1276 3230 51 356 6579

%diff -18 7 -11 19 -17 13 32 38 12 34 12 24 -18 16

cars were sig-
nificantly greater 
in September 2016 
than the previ-
ous corresponding 
period, no doubt 
a reflection of the 
buoyant economy 
and consumer confidence.

There were 11,942 used passenger car arrivals 
in September 2016 as opposed to 8683 units in 
September 2015, while new car arrivals jumped 
from 8352 units in September 2015 to 10,291 
units last month.

New and used light commercials and heavy 
truck arrivals also saw year on year improvement.

New light commercial vehicle (under 3500kg 
GVM) arrivals of 2821 units for September 2016 
beat the tally of 2100 units in the previous corre-
sponding period, and overall truck (over 3500kg 

GVM) arrivals of 318 units also 
beat last year’s tally of 244 
units.

Used light commercial 
vehicles (under 3500kg GVM) 
improved from 339 units ar-
riving in September 2015 to 
604 units this year, while used 
truck arrivals (over 3500kg) 
also improved from 77 units 
in September 2015 to 82 units 
last month.

Japanese sales stable in 
September

Japan new passenger car 
sales remained fairly stable in 
September, down just 0.7% 
year-on-year, according to 
the latest data from the Japan 
Automobile Manufacturers As-
sociation (JAMA).

Standard new car sales - the 
ones that are most likely to 
come to New Zealand - in-
creased 15% compared to the 
same month last year.

So far this year sales have 
fallen by 3.71% compared with 
the same period in 2015 with 
the biggest fall in mini-class 
vehicles, which dropped by 
13.4% year-on-year. 

Continued from page 25
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AROUND THE COUNTRY

DISTRICT
SEP 
'16

SEP 
'15

% 
CHANGE

WHA 281 256 9.77
AUC 6086 5792 5.08
HAM 821 753 9.03
THA 98 86 13.95
TAU 529 551 -3.99
ROT 140 116 20.69
GIS 62 24 158.33
NAP 250 220 13.64
NEW 201 184 9.24
WAN 106 88 20.45
PAL 320 313 2.24
MAS 74 59 25.42
WEL 982 858 14.45
NEL 266 186 43.01
BLE 64 48 33.33
GRE 49 32 53.13
WES 16 7 128.57
CHR 1563 1550 0.84
TIM 100 88 13.64
OAM 19 25 -24.00
DUN 384 279 37.63
INV 153 155 -1.29
TOTAL 12564 11667 7.69

USED IMPORT PASSENGER MAKES

MAKE
SEP 
'16

SEP 
'15

Movement
% 
Change

Market 
Share

TOYOTA 3261 2745 18.8 25.9
NISSAN 2288 2057 11.2 18.2
MAZDA 1902 1876 1.4 15.1
HONDA 1267 1261 0.5 10.1
SUZUKI 624 651 -4.1 5.0
SUBARU 609 650 -6.3 4.8
BMW 528 526 0.4 4.2
VOLKSWAGEN 457 445 2.7 3.6
MITSUBISHI 426 388 9.8 3.4
MERCEDES-BENZ 261 199  Up 1 31.2 2.1
AUDI 259 217  Down 1 19.4 2.1
FORD 130 116 12.1 1.0
VOLVO 87 90 -3.3 0.7
LEXUS 59 50 18.0 0.5
HOLDEN 58 43  Up 2 34.9 0.5
CHEVROLET 42 46 -8.7 0.3
JAGUAR 33 40  Up 2 -17.5 0.3
PORSCHE 31 12  Up 6 158.3 0.2
LAND ROVER 29 29  Up 1 0.0 0.2
MINI 28 49  Down 5 -42.9 0.2
OTHER 185 177 4.5 1.5
TOTAL 12564 11667 7.7 100.0

USED IMPORT PASSENGER MAKES – THIS YEAR
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16-Jan 224 470 61 13 131 48 1324 44 1859 208 404 2075 17 558 679 2794 421 345 11675
15-Jan 220 472 60 20 173 32 1160 59 1992 229 511 2012 24 618 775 2648 420 366 11791

% diff 2 0 2 -35 -24 50 14 -25 -7 -9 -21 3 -29 -10 -12 6 0 -6 -1
16-Feb 211 469 58 8 144 33 1255 41 1862 203 385 2143 16 630 676 2760 473 369 11736
15-Feb 190 475 81 18 169 30 1120 38 1678 200 388 1779 18 561 684 2414 403 326 10572

% diff 11 -1 -28 -56 -15 10 12 8 11 2 -1 20 -11 12 -1 14 17 13 11
16-Mar 241 470 51 10 129 42 1369 40 1796 230 422 2240 20 593 657 2910 489 444 12153
15-Mar 276 585 58 12 167 29 1240 54 1942 250 479 2076 25 655 772 2804 486 403 12313

% diff -13 -20 -12 -17 -23 45 10 -26 -8 -8 -12 8 -20 -9 -15 4 1 10 -1
16-Apr 240 497 32 13 151 47 1218 43 1847 239 431 2357 18 555 646 2978 468 360 12140
15-Apr 246 527 67 13 138 47 1179 34 1805 227 431 1753 18 605 653 2468 448 379 11038

% diff -2 -6 -52 0 9 0 3 26 2 5 0 34 0 -8 -1 21 4 -5 10
16-May 222 542 44 7 151 46 1267 50 1895 242 438 2429 23 579 628 3103 511 390 12567
15-May 253 599 56 10 153 33 1391 36 1989 264 427 2106 15 739 736 2721 495 392 12415

% diff -12 -10 -21 -30 -1 39 -9 39 -5 -8 3 15 53 -22 -15 14 3 -1 1
16-Jun 221 503 35 17 120 25 1227 43 1735 246 484 2252 13 579 633 3007 459 392 11991
15-Jun 286 585 40 16 105 36 1403 28 2048 258 482 2132 14 677 711 2746 484 364 12415

% diff -23 -14 -13 6 14 -31 -13 54 -15 -5 0 6 -7 -14 -11 10 -5 8 -3
16-Jul 220 543 31 7 120 36 1381 53 1961 243 467 2540 17 599 639 3260 525 413 13055
15-Jul 269 629 45 23 150 40 1422 31 2219 281 519 2453 22 797 850 3152 527 462 13891
% diff -18 -14 -31 -70 -20 -10 -3 71 -12 -14 -10 4 -23 -25 -25 3 0 -11 -6

16-Aug 237 561 44 18 116 38 1327 33 1974 272 461 2408 22 592 674 3267 508 440 12998
15-Aug 255 588 51 26 121 41 1198 30 1962 213 446 2136 14 694 746 2725 446 369 12061

% diff -7 -5 -14 -31 -4 -7 11 10 1 28 3 13 57 -15 -10 20 14 19 8
16-Sep 259 528 42 15 130 58 1267 21 1902 261 426 2288 8 609 624 3261 457 408 12564
15-Sep 217 526 46 11 116 43 1261 41 1876 199 388 2057 22 650 651 2745 445 373 11667

% diff 19 0 -9 36 12 35 0 -49 1 31 10 11 -64 -6 -4 19 3 9 8
YTD 16 2075 4583 398 108 1192 373 11635 368 16831 2144 3918 18589 154 5294 5856 27340 4311 3561 110879
YTD 15 2212 4986 504 149 1292 331 11374 351 17511 2121 4071 18504 172 5996 6578 24423 4154 3434 108163

%diff -6 -8 -21 -28 -8 13 2 5 -4 1 -4 0 -10 -12 -11 12 4 4 3

OUR NEW TRADE 

DIRECTORY

Mobile: +64 21 446 214

Email: dale@automediagroup.co.nz

DO YOU SELL  
YOUR SERVICE TO 
THE TRADE?

Talk to Dale Stevenson 
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S
eptember was – yet 
again – a record month 
for vehicle sales, which 

are showing little sign of 
abating.

There were 13,884 new 
vehicle registrations in the 
month of September, mak-
ing it the highest month of 
September on record, and 
second highest month of 
any month ever.

September registrations 
are up 11.3%% on Septem-
ber 2015. Year-to-date the 
market is 7.6% up on this 
time in 2015 and heading for 
another record year.

There were 9704 passen-
ger and SUV vehicle regis-
trations and 4180 commer-
cial vehicle registrations.

Toyota was the overall 
market leader for the month 
of September with 17% mar-
ket share (2422 units) with 
Holden second on 12% (1636 

units) and Ford third with 
10% (1454 units).

Toyota remains the pas-
senger car and SUV market 
leader for the month of 
September with 17% share 
(1692 units), with Holden 
second on 12% (1197 units) 
and Mazda third with 9% 
(883 units).

Ford retained leadership 
of the commercial vehicle 
market with 20% share (835 
units) followed by Toyota 
with 17% (730 units) and 
Holden third with 11% (439 
units). Year-to-date Ford has 
21% (7050 units) of the com-
mercial market with Toyota 
on 20% (6783 units).

The SUV segments ac-

NEW PASSENGER MODELS

MAKE MODEL
SEPT 
'16

MAKE MODEL
SEPT 
'15

TOYOTA COROLLA 481 TOYOTA COROLLA 687
HYUNDAI TUCSON 345 HOLDEN COMMODORE 362
KIA SPORTAGE 288 MAZDA MAZDA3 244
TOYOTA RAV4 284 HOLDEN CAPTIVA 241
HOLDEN CAPTIVA 271 MAZDA CX-5 210
TOYOTA CAMRY 259 TOYOTA RAV4 208
HOLDEN COMMODORE 254 TOYOTA HIGHLANDER 194
TOYOTA YARIS 241 HYUNDAI SANTA FE 191
MAZDA CX-5 235 MITSUBISHI OUTLANDER 183
SUZUKI SWIFT 225 HYUNDAI IX35 174
NISSAN X-TRAIL 215 TOYOTA YARIS 172
MITSUBISHI OUTLANDER 202 MITSUBISHI ASX 167
MAZDA MAZDA3 192 MAZDA CX-3 160
HOLDEN SPARK 173 NISSAN QASHQAI 151
VOLKSWAGEN TIGUAN 172 HOLDEN CRUZE 147
MAZDA MAZDA6 167 HONDA JAZZ 147
NISSAN QASHQAI 156 NISSAN X-TRAIL 144
HOLDEN CRUZE 149 SUBARU OUTBACK 137
HYUNDAI SANTA FE 146 FORD MONDEO 134
MAZDA CX-3 145 MAZDA MAZDA2 133

NEW PASSENGER MAKES

MAKE
SEPT 
'16

SEPT 
'15

Movement
% 
Change

Market 
Share

TOYOTA 1692 1471 15.0 17.4
HOLDEN 1197 1068 12.1 12.3
MAZDA 883 891 -0.9 9.1
HYUNDAI 716 700 2.3 7.4
FORD 619 618 0.2 6.4
MITSUBISHI 565 604 -6.5 5.8
NISSAN 534 425 25.6 5.5
KIA 503 265  Up 3 89.8 5.2
SUZUKI 502 314 59.9 5.2
HONDA 395 353  Down 2 11.9 4.1
VOLKSWAGEN 391 314  Down 1 24.5 4.0
SUBARU 214 258 -17.1 2.2
MERCEDES-BENZ 193 194 -0.5 2.0
BMW 161 182  Up 1 -11.5 1.7
SSANGYONG 158 111  Up 3 42.3 1.6
AUDI 155 187  Down 2 -17.1 1.6
JEEP 155 131  Down 1 18.3 1.6
LAND ROVER 100 71  Up 3 40.8 1.0
PEUGEOT 72 50  Up 6 44.0 0.7
LEXUS 68 57  Up 3 19.3 0.7
OTHER 431 571 -24.5 4.4
TOTAL 9704 8835 9.8 100.0

NEW COMMERCIAL MAKES (UNDER 3500KG)

MAKE
SEPT 
'15

SEPT 
'16

Movement
% 
Change

Mkt 
Share

FORD 835 831  Up 1 0.5 20.0
TOYOTA 730 847  Down 1 -13.8 17.5
HOLDEN 439 334 31.4 10.5
MITSUBISHI 354 225  Up 1 57.3 8.5
ISUZU 326 273  Down 1 19.4 7.8
NISSAN 284 200 42.0 6.8
MAZDA 192 90  Up 3 113.3 4.6
FIAT 142 92  Up 1 54.3 3.4
MERCEDES-BENZ 124 118  Down 2 5.1 3.0
VOLKSWAGEN 108 113  Down 2 -4.4 2.6
OTHER 646 515 25.4 15.5
TOTAL 4180 3638 14.9 100.0

Continued on page 29

Highest September ever 
for new vehicle sales
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NEW COMMERCIAL MAKES (UNDER 3500KG)
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16-Jan 70 699 55 5 38 280 53 214 62 106 56 192 27 231 89 469 117 231 2994

15-Jan 60 504 43 68 43 239 67 176 40 85 31 122 37 254 3 468 139 278 2657

% diff 17 39 28 -93 -12 17 -21 22 55 25 81 57 -27 -9 2867 0 -16 -17 13

16-Feb 41 662 47 2 32 249 67 215 82 115 41 288 25 22 78 644 102 412 3124

15-Feb 26 463 40 47 40 206 55 202 35 111 35 210 37 266 72 647 113 216 2821

% diff 58 43 18 -96 -20 21 22 6 134 4 17 37 -32 -92 8 0 -10 91 11

16-Mar 42 752 85 8 48 284 76 318 41 151 53 462 50 234 96 851 124 244 3919

15-Mar 53 629 51 40 61 357 86 246 38 123 44 326 58 280 67 818 136 267 3680

% diff -21 20 67 -80 -21 -20 -12 29 8 23 20 42 -14 -16 43 4 -9 -9 6

16-Apr 43 580 26 0 73 240 69 275 71 126 37 168 45 327 59 768 86 157 3150

15-Apr 36 566 38 49 41 263 49 220 25 84 44 160 51 347 36 620 99 188 2916

% diff 19 2 -32 -100 78 -9 41 25 184 50 -16 5 -12 -6 64 24 -13 -16 8

16-May 42 814 28 0 51 411 77 281 92 183 47 246 49 194 66 788 104 205 3678

15-May 38 568 33 32 69 327 35 235 44 106 45 192 57 385 62 646 120 197 3191

% diff 11 43 -15 -100 -26 26 120 20 109 73 4 28 -14 -50 6 22 -13 4 15

16-Jun 45 882 38 0 73 431 98 393 83 183 57 328 36 303 88 1097 150 228 4513

15-Jun 33 810 56 42 56 503 51 310 47 210 45 234 61 353 73 771 136 217 4008

% diff 36 9 -32 -100 30 -14 92 27 77 -13 27 40 -41 -14 21 42 10 5 13

16-Jul 75 972 37 0 79 317 129 345 93 208 76 206 36 254 80 703 76 180 3866

15-Jul 49 529 39 38 56 325 63 253 45 147 62 191 47 238 63 677 97 175 3094

% diff 53 84 -5 -100 41 -2 105 36 107 41 23 8 -23 7 27 4 -22 3 25

16-Aug 97 861 42 0 58 283 80 338 70 129 139 231 75 273 86 739 73 206 3780

15-Aug 60 813 34 44 67 295 60 269 39 95 100 177 60 185 52 791 108 192 3441

% diff 62 6 24 -100 -13 -4 33 26 79 36 39 31 25 48 65 -7 -32 7 10

16-Sep 142 835 72 0 61 439 89 326 67 192 124 354 58 284 49 730 108 250 4180

15-Sep 92 831 53 18 60 334 39 273 35 90 118 225 83 200 54 847 113 173 3638

% diff 54 0 36 -100 2 31 128 19 91 113 5 57 -30 42 -9 -14 -4 45 15

YTD 16 597 7057 430 15 513 2934 738 2705 661 1393 630 2475 401 2122 691 6789 940 2113 33204

YTD 15 447 5713 387 378 493 2849 505 2184 348 1051 524 1837 491 2508 482 6285 1061 1903 29446

%diff 34 24 11 -96 4 3 46 24 90 33 20 35 -18 -15 43 8 -11 11 13

NEW COMMERCIAL MODELS (UNDER 3500KG)

MAKE MODEL
SEPT 
'16

MAKE MODEL
SEPT 
‘15

FORD RANGER 761 FORD RANGER 743
TOYOTA HILUX 554 TOYOTA HILUX 589
HOLDEN COLORADO 422 HOLDEN COLORADO 320
MITSUBISHI TRITON 353 TOYOTA HIACE 243
NISSAN NAVARA 284 MITSUBISHI TRITON 225
ISUZU D-MAX 221 NISSAN NAVARA 200
MAZDA BT-50 192 ISUZU D-MAX 145

TOYOTA HIACE 175
MERCEDES- 
BENZ

SPRINTER 106

FIAT DUCATO 137 MAZDA BT-50 90

MERCEDES-
BENZ

SPRINTER 100 FORD TRANSIT 79

Continued from page 28

counted for 36% of vehicle 
registrations for the month of 
September, followed by pas-
senger segments with 33% 
and the light commercial 
segments with 25% share.

Motor Industry Association 
chief executive David Craw-
ford says the figures show 
consumer confidence.

“Record strong immigra-
tion, high levels of econom-
ic activity in Auckland and 
elsewhere and record low 
interest rates are combining 
to give consumers and busi-
ness confidence to purchase 
big ticket items.”

Ranger tops new market 
again

Our headlines are get-
ting pretty predictable at this 
time of the month – the Ford 
Ranger is again New Zealand’s 
most popular new vehicle.

The new model leads the 
total market in September 
with a haul of 761 units.

The Toyota Corolla was 
the top selling passenger 
model for the month of Sep-
tember with 5% market share 
(481 units), followed by the 
Hyundai Tucson on 4% (345 
units) and the Kia Sportage 
on 3% (288 units).

The Toyota Hilux was the 
second best commercial 
model with 13% market share 
(554 units) with the Holden 

Colorado at 10% (422 units).
Year to date the Ford 

Ranger stretches its lead as 
the top selling commercial 
model with 19% market share 
(6406 units) followed by the 
Toyota Hilux, with 14% mar-
ket share (4787 units).

Aussie new car sales heading 
for record 2016 figure

Australia’s new car sales 
continued their steady 
growth during September 
with total sales of 102,696 
vehicles, fuelled by continu-

http://www.udc.co.nz
http://www.udc.co.nz
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NEW PASSENGER MAKES
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16-Jan 22 137 201 22 4 25 745 0 964 341 578 96 265 155 855 144 78 368 494 67 67 79 100 113 254 376 1774 346 46 183 8899

15-Jan 12 148 149 14 4 31 502 2 1280 356 746 109 198 123 52 722 191 64 469 528 101 74 89 87 116 337 1941 343 36 186 9010

% diff 83 -7 35 57 0 -19 48 -100 -25 -4 -23 -12 34 26 1544 -80 -59 475 5 -87 -34 7 12 30 119 12 -9 1 28 -2 -1

16-Feb 21 137 193 17 3 44 604 0 645 292 470 100 407 64 59 719 164 44 413 484 55 25 102 95 208 362 915 309 53 187 7191

15-Feb 3 151 193 16 2 44 514 0 765 252 694 123 247 47 56 674 155 54 472 371 71 30 75 106 172 289 906 372 46 157 7057

% diff 600 -9 0 6 50 0 18 -16 16 -32 -19 65 36 5 7 6 -19 -13 30 -23 -17 36 -10 21 25 1 -17 15 19 2

16-Mar 13 181 199 23 4 47 509 0 608 468 731 107 405 127 60 816 271 50 567 378 46 37 127 86 216 618 999 304 58 136 8191

15-Mar 9 181 165 31 9 54 461 0 794 434 669 129 304 108 63 732 217 64 611 434 63 46 90 100 239 483 970 420 33 162 8075

% diff 44 0 21 -26 -56 -13 10 -23 8 9 -17 33 18 -5 11 25 -22 -7 -13 -27 -20 41 -14 -10 28 3 -28 76 -16 1

16-Apr 5 138 135 13 2 29 696 0 589 82 523 68 455 84 53 674 206 38 451 445 85 46 8 87 221 382 748 261 38 228 6790

15-Apr 7 155 195 36 6 34 509 0 576 261 587 86 295 49 53 597 130 37 373 357 55 36 73 114 155 373 794 288 22 120 6373

% diff -29 -11 -31 -64 -67 -15 37 2 -69 -11 -21 54 71 0 13 58 3 21 25 55 28 -89 -24 43 2 -6 -9 73 90 7

16-May 17 159 113 17 1 26 697 0 677 268 628 94 400 101 55 671 202 31 474 394 63 34 112 114 234 427 965 301 58 169 7502

15-May 3 174 134 11 2 35 457 0 778 261 645 77 221 80 48 695 159 49 428 328 64 45 101 108 174 325 958 309 29 145 6843

% diff 467 -9 -16 55 -50 -26 53 -13 3 -3 22 81 26 15 -3 27 -37 11 20 -2 -24 11 6 34 31 1 -3 100 17 10

16-Jun 6 166 123 10 4 58 596 0 843 420 836 89 553 100 55 842 226 44 565 384 85 42 141 159 210 495 1569 338 62 165 9186

15-Jun 16 163 144 17 4 86 466 0 870 285 773 146 292 70 47 697 173 58 691 281 48 30 117 145 245 404 2171 369 38 175 9021

% diff -63 2 -15 -41 0 -33 28 -3 47 8 -39 89 43 17 21 31 -24 -18 37 77 40 21 10 -14 23 -28 -8 63 -6 2

16-Jul 4 121 131 2 1 38 578 0 663 325 513 124 596 92 50 686 205 48 418 467 49 35 88 42 237 407 1321 252 51 157 7701

15-Jul 8 130 162 12 0 66 513 0 647 358 539 140 282 83 52 724 178 40 413 348 53 62 73 111 199 352 1179 312 39 197 7272

% diff -50 -7 -19 -83 -42 13 2 -9 -5 -11 111 11 -4 -5 15 20 1 34 -8 -44 21 -62 19 16 12 -19 31 -20 6

16-Aug 6 166 141 3 2 39 602 0 767 423 655 140 502 85 77 813 221 50 564 454 64 35 89 73 255 484 1542 421 47 174 8894

15-Aug 10 166 128 9 1 62 413 0 721 331 664 147 306 77 45 743 153 41 407 444 62 33 93 172 210 332 1512 291 48 131 7752

% diff -40 0 10 -67 100 -37 46 6 28 -1 -5 64 10 71 9 44 22 39 2 3 6 -4 -58 21 46 2 45 -2 33 15

16-Sep 2 155 161 9 0 52 619 0 1197 395 716 155 503 100 68 883 193 61 565 534 72 33 66 158 214 502 1692 391 51 157 9704

15-Sep 5 187 182 12 3 102 618 0 1068 353 700 131 265 71 57 891 194 63 604 425 50 31 81 111 258 314 1471 314 56 218 8835

% diff -60 -17 -12 -25 -100 -49 0 12 12 2 18 90 41 19 -1 -1 -3 -6 26 44 6 -19 42 -17 60 15 25 -9 -28 10

YTD 16 96 1360 1397 116 21 358 5646 0 6953 3014 5650 973 4086 908 1332 6248 1766 734 4511 3607 586 366 833 927 2049 4053 11525 2923 464 1556 74058

YTD 15 73 1455 1452 158 31 514 4453 2 7499 2891 6017 1088 2410 708 473 6475 1550 470 4468 3516 567 387 792 1054 1768 3209 11902 3018 347 1491 70238

%diff 32 -7 -4 -27 -32 -30 27 -100 -7 4 -6 -11 70 28 182 -4 14 56 1 3 3 -5 5 -12 16 26 -3 -3 34 4 5

NEW AROUND THE COUNTRY
DISTRICT SEPT '16 SEPT '15 % CHANGE

WHA 200 169 18.34
AUC 4205 4198 0.17
HAM 596 502 18.73
THA 61 63 -3.17
TAU 449 346 29.77
ROT 80 105 -23.81
GIS 35 44 -20.45
NAP 244 201 21.39
NEW 128 140 -8.57
WAN 66 48 37.50
PAL 236 211 11.85
MAS 82 55 49.09
WEL 728 555 31.17
NEL 126 134 -5.97
BLE 65 59 10.17
GRE 15 14 7.14
WES 6 4 50.00
CHR 1874 1597 17.35
TIM 73 54 35.19
OAM 24 20 20.00
DUN 271 221 22.62
INV 140 95 47.37
TOTAL 9704 8835 9.84

ing strong demand for SUVs 
and light commercial vehicles.

The September 2016 mar-
ket of 102,696 new vehicle 
sales is an increase of 1304 
vehicle sales or 1.3% on Sep-
tember 2015 (101,392) vehicle 
sales. September 2016 (26) 
had the same number of sell-
ing days as September 2015, 
which resulted in an increase 
of 50.2 vehicle sales per day.

Sales of SUVs during Sep-
tember were up by 6.8% over 
the same month last year, and 
up 9.9% year-to-date com-

Continued from page 29

pared with 2015. LCV sales are driving 
ahead even more strongly, up by 17.9% on 
September 2015, and 11.2% year to date.

Toyota remained the market leader in 
September with a 16.3% share, followed

by Mazda with 11.7, Hyundai (9.1), 
Holden (8.3) and Ford (7.1).

The top-selling vehicle for September 
2016 was the Mazda3 with 3491, followed 
by the Toyota Corolla (3423 sales), Toyota 
Hilux (3209 sales), Ford Ranger (2903), 
and Hyundai i30 (2741).

http://www.udc.co.nz
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✓ Control & manage your Trader Network stock
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SECONDHAND REGISTRATIONS − SEPTEMBER 2016
SALE TYPE WHA AUC HAM THA TAU ROT GIS NAP NEW WAN PAL MAS WEL NEL BLE GRE WES CHR TIM OAM DUN INV TOTAL

Cars 2016

Public to Trader 241 4824 1128 127 601 107 80 451 247 93 826 129 1263 226 143 34 1941 185 11 450 261 13368

Public to Public 2000 14695 3362 642 2124 906 329 1497 951 574 1653 416 3007 1068 415 199 49 5018 510 160 1848 979 42402

Trader to Public 594 6105 1509 268 937 344 170 571 400 167 862 182 1669 345 179 90 30 2335 278 56 722 404 18217

Cars 2015

Public to Trader 235 4815 1129 85 674 75 99 407 201 109 566 96 1121 231 113 44 1862 161 11 425 297 12756

Public to Public 1830 14432 3223 584 1964 869 358 1389 993 577 1621 390 2738 942 430 175 59 5182 498 156 1793 1001 41204

Trader to Public 558 6091 1487 235 924 299 170 557 391 180 753 178 1604 309 197 56 15 2266 232 54 629 430 17615

Cars % Change

Public to Trader 2.6 0.2 -0.1 49.4 -10.8 42.7 -19.2 10.8 22.9 -14.7 45.9 34.4 12.7 -2.2 26.5 -22.7 4.2 14.9 0.0 5.9 -12.1 4.8

Public to Public 9.3 1.8 4.3 9.9 8.1 4.3 -8.1 7.8 -4.2 -0.5 2.0 6.7 9.8 13.4 -3.5 13.7 -16.9 -3.2 2.4 2.6 3.1 -2.2 2.9

Trader to Public 6.5 0.2 1.5 14.0 1.4 15.1 0.0 2.5 2.3 -7.2 14.5 2.2 4.1 11.7 -9.1 60.7 100.0 3.0 19.8 3.7 14.8 -6.0 3.4

Motorcycles 2016

Public to Trader 3 124 42 24 4 10 3 4 23 6 45 13 2 38 3 18 2 364

Public to Public 57 452 154 27 115 29 14 54 55 24 65 14 154 35 21 5 4 217 17 9 65 49 1636

Trader to Public 13 144 54 10 37 11 3 20 16 8 22 10 47 14 4 1 1 48 6 1 24 21 515

Motorcycles 2015

Public to Trader 8 149 39 26 3 11 10 2 16 12 53 6 26 15 2 378

Public to Public 59 449 130 20 82 31 13 52 42 22 58 17 135 47 20 13 5 185 26 8 66 23 1503

Trader to Public 14 146 48 9 30 6 2 15 12 2 18 9 48 7 2 1 2 41 7 1 21 6 447

Motorcycles % change

Public to Trader -62.5 -16.8 7.7 -7.7 33.3 -9.1 -70.0 100.0 43.8 -50.0 -15.1 116.7 46.2 20.0 0.0 -3.7

Public to Public -3.4 0.7 18.5 35.0 40.2 -6.5 7.7 3.8 31.0 9.1 12.1 -17.6 14.1 -25.5 5.0 -61.5 -20.0 17.3 -34.6 12.5 -1.5 113.0 8.8

Trader to Public -7.1 -1.4 12.5 11.1 23.3 83.3 50.0 33.3 33.3 300.0 22.2 11.1 -2.1 100.0 100.0 0.0 -50.0 17.1 -14.3 0.0 14.3 250.0 15.2

Trucks 2016

Public to Trader 57 748 238 11 97 29 32 91 37 22 133 33 118 61 38 8 282 22 1 83 66 2207

Public to Public 322 1903 609 144 429 155 89 269 169 101 279 83 401 187 102 45 24 751 85 34 300 223 6704

Trader to Public 142 777 292 55 162 67 59 110 76 35 148 41 174 58 53 20 2 324 47 13 113 75 2843

Trucks 2015

Public to Trader 60 679 204 22 126 20 45 75 43 19 133 25 103 54 33 20 216 36 2 92 71 2078

Public to Public 350 1880 544 103 313 135 85 360 179 78 283 84 366 165 90 54 9 789 94 32 316 210 6519

Trader to Public 121 677 245 45 150 54 54 106 70 36 135 32 147 68 40 19 7 340 39 11 121 92 2609

Trucks % change

Public to Trader -5.0 10.2 16.7 -50.0 -23.0 45.0 -28.9 21.3 -14.0 15.8 0.0 32.0 14.6 13.0 15.2 -60.0 30.6 -38.9 -50.0 -9.8 -7.0 6.2

Public to Public -8.0 1.2 11.9 39.8 37.1 14.8 4.7 -25.3 -5.6 29.5 -1.4 -1.2 9.6 13.3 13.3 -16.7 166.7 -4.8 -9.6 6.3 -5.1 6.2 2.8

Trader to Public 17.4 14.8 19.2 22.2 8.0 24.1 9.3 3.8 8.6 -2.8 9.6 28.1 18.4 -14.7 32.5 5.3 -71.4 -4.7 20.5 18.2 -6.6 -18.5 9.0

S
ales of pre-owned 
vehicles rose slightly in 
September, behind the 

overall industry trend.
Sales of used vehicles 

by dealers were up 3.4% to 
18,217 units for the month, 
while trade-in business was 

up a relatively modest 4.8% 
to 13,368 units - considering 
both new and used import 
sales were up nearly twice 
that level.

Public sales were up 2.9% 
to 42,402.

In the motorcycle market, 

dealer sales jumped 15.2% to 
515 units, while dealer pur-
chases fell 3.7% to 364 bikes.

Public transactions were 
up 8.8% to 1636 units.

Trucks were active for 
dealers in September, their 
dealings up 9% to 2843 units, 

while purchases were up 
6.2% to 2207.

Public-to-public sales of 
trucks rose 2.8% to 6704. 

Secondhand up slightly

http://www.motorweb.co.nz
http://www.motorweb.co.nz
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NEW BIKE MAKES

MAKE
SEPT 
'16

YTD 
'16

SEPT 
'15

% 
Change

Market 
Share %

SUZUKI 94 990 124 -24.2 14.6
YAMAHA 69 653 69 0.0 10.7
HARLEY DAVIDSON 60 473 70 -14.3 9.3
HONDA 44 478 73 -39.7 6.9
KAWASAKI 38 285 46 -17.4 5.9
TRIUMPH 36 425 28 28.6 5.6
KTM 34 278 24 41.7 5.3
BMW 29 187 43 -32.6 4.5
APRILIA 21 181 28 -25.0 3.3
FACTORY BUILT 21 188 30 -30.0 3.3
DUCATI 20 164 24 -16.7 3.1
TNT MOTOR 19 218 16 18.8 3.0
VESPA 19 174 10 90.0 3.0
ROYAL ENFIELD 13 68 8 62.5 2.0
PEUGEOT 12 61 4 200.0 1.9
ADLY 10 59 7 42.9 1.6
INDIAN 10 100 17 -41.2 1.6
PIAGGIO 10 166 9 11.1 1.6
PGO 9 73 8 12.5 1.4
HYOSUNG 8 65 7 14.3 1.2
OTHER 66 712 81 -18.5 10.3
TOTAL 642 5998 726 -11.6 100.0

NEW BIKE MODELS
MAKE MODEL SEPT '16

SUZUKI UZ50 20
TNT MOTOR ROMA 2T 15
YAMAHA MT-03 LA 15
SUZUKI DR200 S 14
FACTORY BUILT LINTEX CITY MASTER 12
YAMAHA MT-07 LAG 11
YAMAHA YZF R3AG 11
KAWASAKI EX 300A 10
HARLEY DAVIDSON STREET 16 STREET 500 9
HONDA CBR 500R 9

USED BIKE MAKES
MAKE

SEPT 
'16

SEPT '15 % CHANGE MARKET

HARLEY DAVIDSON 65 66 -1.5 30.2
TRIUMPH 33 14 135.7 15.3
HONDA 23 17 35.3 10.7
DUCATI 17 15 13.3 7.9
KAWASAKI 14 7 100.0 6.5
YAMAHA 13 7 85.7 6.0
BMW 11 11 0.0 5.1
SUZUKI 9 13 -30.8 4.2
KTM 5 1 400.0 2.3
APRILIA 4 7 -42.9 1.9
OTHER 20 26 -23.1 9.3
TOTAL 215 184 16.8 100.0
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E
x-pat Kiwi engineer Ian 

Wright - co-founder of Tesla 

and founder of Wrightspeed  

- thinks much of the EV push is 

misdirected.

While in Auck-

land in October 

for the transport 

fuels and fleet 

management 

summit, Wright 

took time from 

his schedule 

to speak to 

DIESELTalk editor Robert Barry.

He believes that when the 

automotive world looked to de-

velop electric vehicle solutions to 

save fossil fuels, the manufactur-

ers asked the wrong question.

“They didn’t ask, how can we 

save the most fuel per vehicle per 

year?” he says.

Read the full interview with 

Wright in DIESELTalk, out Tuesday 

morning. Go to DIESELTalk.co.nz 

to subscribe. 

EV pioneer 

switches on 

to trucks

Ian Wright

Auckland mayor Len Brown, president of Penske Transportation Group International Randall Seymour 

and chairman of Penske Automotive Group Roger Penske.

G
lobal automotive icon Roger 

Penske has not ruled out 

investing in the New Zealand 

automotive market, in the long term.

Penske has interests including 

automotive retail, truck distribution, 

sales, parts and leasing and was an 

early investor in online vehicle sites. 

He is a motorsport legend, and 

owner of a number of teams, includ-

ing the former Dick Johnson Racing 

Penske says ‘not at this 

time’ for NZ automotive

Continued on page 3

Get a printed copy delivered
to your desk each month!

R
egistrations of mo-
torcycles were down 
year-on-year in Sep-

tember - although it is not as 
bad as it may appear.

The market fell 11.6% for 
the month, but this was in 
counter to a September in 
2015 that welcomed a num-
ber of new, and popular, 
learner-approved models to 
the market.

Subsequently, despite rea-
sonable months, leaders were 

down, that included Suzuki, 
down 24.2% to 94 units and a 
14.6% market share.

Yamaha was second on 
69 bikes - unchanged year-
on-year for a 10.7% stake. 
Harley Davidson as next on 
60, down 14.3%.

Fourth was Honda on 44 
bikes, down 39.7%, followed 
by Kawasaki, down 17.4% to 
38 units.

The Suzuki UZ50 was the 
most popular bike on 20 units, 

followed by the 
TNT Roma 2T 
and Yamaha 
MT-03 LA on 15.

An interesting 
appearance in 
fourth was the 
Suzuki DR200S, 
a street-legal 
off-road bike.

American tops imports
Harley Davidson topped 

the import charts in Sep-
tember, outdoing new bikes 
sales for the brand on 65 
units, down 1.5% for 30.2% of 

the trade.
Triumph was second on 

33, followed by Honda on 23.
Overall the used market 

was up 16.8% to 215 bikes. 

Bikes down in spite of spring warmth

http://www.autotalk.co.nz
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NEW TRUCK MAKES (OVER 3500KG)

MAKE
SEP 
'16

SEP' 
15

% 
Change

% of 
Market

YTD 
'16

YTD 
'15

ISUZU 105 128 -18.0 18.7 898 838
MERCEDES-BENZ 93 70 32.9 16.6 332 283
HINO 61 60 1.7 10.9 513 493
MITSUBISHI FUSO 58 83 -30.1 10.3 401 481
BCI 30 5.3 52
MAN 26 6 333.3 4.6 170 142
SCANIA 25 14 78.6 4.5 128 160
VOLVO 25 23 8.7 4.5 185 205
DAF 24 19 26.3 4.3 162 157
OTHER 114 105 8.6 20.3 998 957
TOTAL 561 513 9.4 100.0 3839 3726

USED TRUCKS MAKES

MAKE
SEP 
'16

SEP 
'15

% 
Change

% of 
Market

YTD 
'16

YTD 
'15

ISUZU 39 34 14.7 23.9 327 247
TOYOTA 31 31 0.0 19.0 318 352
MITSUBISHI 27 17 58.8 16.6 149 158
HINO 19 15 26.7 11.7 161 179
NISSAN 12 16 -25.0 7.4 113 113
MITSUBISHI FUSO 6 2 200.0 3.7 13 10
FIAT 4 1 300.0 2.5 25 14
FORD 4 4 0.0 2.5 14 16
MAZDA 4 1 300.0 2.5 21 29
OTHER 17 23 -26.1 10.4 147 171
TOTAL 163 144 13.2 100.0 1288 1289

T
he registrations of new 
heavy buses are buff-
ering the overall fall of 

the heavy truck registrations 
in New Zealand this year.

Year-to-date combined 
registrations of trucks and 
buses are 3839 at Septem-
ber 2016 up from 3726 in 
the previous corresponding 
period.

New Zealand’s top per-
forming truck brand, Isuzu 
Trucks continues to buck 
the truck market decline as 
it heads towards not only 
retaining the number one 
crown for the 17th consecu-
tive year but also breaking 
last year’s registration record 
figure of 1120 units.

While Isuzu Trucks saw 
fewer registrations of 105 
units in September 2016 
as opposed to 128 in the 
previous corresponding 
period, year-to-date the New 
Zealand distributor has taken 

898 registrations of trucks 
and buses up from 838 at the 
same time in 2015.

Mercedes-Benz was sec-
ond overall in truck and bus 
registrations with 93 units up 
from 70 in the previous cor-
responding period. 

Year-to-date, Mercedes-
Benz has seen an increase 
in registrations from 283 in 
September 2015 to 332 last 
month.

Third-placed Hino saw 61 
units registered, one up from 
the previous corresponding 
period, and year-to-date has 
also seen the Japanese truck 
and bus distributor improve 
from 439 in September 2015 
to 513 last month.

Fourth-placed Fuso New 
Zealand saw its year-on-
year tally for September fall 
from 83 to 58 units; year to 
date the brand has 401 units 
registered, some 80 units 
less than the previous cor-

responding period.  
Chinese bus brand BCI, 

saw 30 units registered in 
September 2016, bringing its 
year-to-date total to 52. 

MAN had a positive result in 
September 2016 with 26 units 
registered of which 18 units 
were buses and eight trucks.

National sales manager 
for trucks at Penske Com-
mercial Vehicles Dean 
Hoverd says the deferring of 
bus tenders for the last few 
years means with new con-
tracts now coming through, 
there will be an increased 
population of new buses 
registering for the foresee-
able future.

Isuzu New Zealand gen-
eral manager Colin Muir says 
the market appetite is not 
diminishing for the compa-
nys products; dealer’s are 
reporting substantial inquiry, 
and he says September also 
saw a significant number of 

vehicles wholesaling to the 
network.

“I would say given the 
figures, and the consistent 
performance we are enjoy-
ing, that Isuzu Trucks will 
surpass last year’s record 
again this year,” says Muir.

September 2016 saw 
more than 105 Isuzu Truck 
registrations according to 
MIA figures, which Muir 
says was broken down into 
roughly one-third for light-
duty trucks, one-third for 
medium-duty trucks, and 
one-third for heavy-duty 
trucks.

“It will be interesting to 
see the final wash up for the 
month; I predict the overall 
truck market numbers might 
be down by a double figure 
percentage,” says Muir. 

“Thankfully, we are buck-
ing the trend and enjoying a 
consistent performance,” he 
says. 

Bus registrations up as 
Isuzu bucks truck decline

http://www.vinz.co.nz
http://www.vinz.co.nz
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TRIBUNALTALK

confirming the vehicle was a 
statutory write-off as a result 
of a collision in New South 
Wales on September 4, 2015.

On May 23 the purchaser 
sent the trader an email pur-
porting to reject the vehicle, 
claiming the vehicle had a 
fault of substantial character 
and giving as his grounds 
first, the failure of the trader 
to provide a “crash report” 
for the vehicle, second, on-
going faults with the vehicle, 
and third, the fact that the 
vehicle was a statutory write-
off which was not disclosed 
to him prior to his buying 
it. The trader sent an email 
saying it did not accept the 
purchaser’s rejection claim.

The purchaser told the 
Tribunal he had approached 
a number of traders to 
obtain a valuation for the ve-
hicle as a statutory write-off, 
but had not been successful. 
The only report he obtained 
and produced was from Car 
Valuations NZ Ltd, which 
valued it as $55,000 NZ new 
and $15,000 as “salvage 
value DVA”.

An AA vehicle inspection 
report on the vehicle done 
on July 2 showed multiple 
Warrant of Fitness issues, 
and two other defects — the 
engine warning light and a 
faulty exhaust joint.

In his response to the 
Tribunal, the trader admits 
the “crash report” was 
requested by the purchaser, 
and there were delays in 
getting it to him.

The trader also claims that 
the purchaser knew from 
his enquiries that the vehicle 
was a write-off in Australia, 
however, the purchaser 
denies this and the Tribu-
nal considers it unlikely the 
purchaser was aware the 
vehicle had been designated 
a statutory write-off when he 
agreed to buy it.

The trader also claims the 
vehicle is extensively modi-
fied, and modified vehicles 
are not as reliable as factory 
vehicles. The trader claims 
the issues the vehicle had 
related to its modifications. 
The trader says it has offered 
to fix the engine light issue 
at its cost, and that entails 
modifying the exhaust, 
something the trader says 
the purchaser has not al-
lowed it to do.

The trader also claims 
it does not know what a 
“statutory write-off” means. 
The trader says it told the 
purchaser before he agreed 
to buy the vehicle that it was 
imported as a damaged ve-
hicle from Australia, and the 
extent of the damage.

The Tribunal finds that 
while trader was probably 
deliberately evasive in avoid-
ing supplying the purchaser 
with a copy of the dam-
age report for almost two 
months after the purchaser 
first requested it, his evasive 
conduct is not misleading or 
deceptive, because the re-
port he was so slow to pro-
vide the purchaser with only 
confirmed what a reasonable 
person buying a damaged 
Australian import would 
have expected he or she was 
getting: a statutory write-off. 
The report confirms there 
had been no deployment of 
the safety devices, and there 
was no structural damage.

“I think the purchaser in 
this application was in-
formed of the nature of the 
vehicle he was agreeing to 
buy and the extent of the 
vehicle’s damaged condition 
before it was repaired by the 
trader. I do not think that the 
trader’s failure to label the 
vehicle a ‘statutory write-off’ 
had the effect of misleading 
the purchaser in this case, 
and probably would not have 
misled a reasonable person 

the vehicle based on 
the fact you have two 
incomes at present.

 -  Extra liability requires 
extra cover.

The CCCF Amendment 
Act and the introduction of 
the Responsible Lending 
Code requires that:

Lenders must act as 
‘responsible lenders’ in all 
dealings.

Lenders need to make 
enquiries of borrowers 
(and their affordability to 
avoid ‘substantial hardship’.

Lenders need to help 
borrowers make an ‘in-
formed decision’.

Lenders must act 
reasonably and ethically — 
with 100% disclosure.

Credit-related insurance 
must match borrowers’ 
needs.

A reasonable commis-
sion may be charged.

When sold responsibly, 
in line with the provisions 
of the Lender Responsi-
bility Code, CCI provides 
great value for most 
customers.

Provident runs F&I 
Seminars every two 
months, with our next 
seminar in Auckland on 
October 13/14. Limited 
places are available, so if 
you would like to increase 
your opportunities out of 
finance and insurance sales 
contact me now to register 
for this seminar. 

Steve Owens

Selling Credit Contract 
Indemnity insurance
Continued from page 24

Continued from page 13

Borek v Spot One Limited
in the purchaser’s position. 
I also think the purchaser 
probably bought the vehi-
cle in haste on March 2 and 
started regretting buying 
the vehicle a few days later. 
He wanted to unwind the 
transaction six days after 
he signed the VOSA, even 
before he took delivery of 
the vehicle from the trader 
on March 9. I tend to think 
buyer’s regret and the fact 
that he has bought another 

vehicle has motivated the 
purchaser in bringing this 
application.”

It orders the trader, at its 
cost, to identify and resolve 
the fault which is causing the 
engine warning lamp to light 
up, replace the oxygen sensor, 
secure the rear rubber cou-
pling, align both front head-
lamps, rectify the exhaust 
leak, and return the vehicle 
to the purchaser with a fresh 
VTNZ warrant of fitness. 
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September 1
EECA to get access 
to petrol revenue
The Energy Efficiency and 
Conservation Authority – 
which has been given much of 
the work behind the govern-
ment’s electric vehicle plans – 
is set to get funding from from 
petroleum and gas levies.

Currently EECA is funded 
through a levy on the electric-
ity industry, which it can 
only use to fund electricity 
efficiency initiatives.

Under the proposed 
changes, EECA will be able to 
access funding through the 
Petroleum and Engine Fuels 
Monitoring Levy and the Gas 
Levy to use on initiatives it 
conducts in the transport and 
industrial sectors.

Turners renews 
Custom Fleet deal
Turners has renewed its 
contract to manage the sale 
of Custom Fleet NZ’s ex-lease 
vehicles.

Turners has partnered with 
Custom Fleet NZ for the last 
three years and the agree-
ment also covers trucks and 
machinery from the commer-
cial side of the business.

The contract will deliver 
volumes of approximately 
4000 vehicles per annum.

Custom Fleet are New 
Zealand’s largest vehicle and 
equipment leasing company, 
managing around 30,000 vehi-
cles and pieces of commercial 

equipment across the country.
Chief executive officer, 

Aaron Baxter, says Custom 
Fleet NZ is pleased to continue 
the productive partnership.

September 2
Mitsubishi NZ 
expecting no impact 
from further fuel-test 
issues
Mitsubishi Motors in Japan 
has been told to stop selling a 
number of key models over is-
sues with fuel efficiency testing 
– including some sold here.

The latest models affected 
by the fuel efficiency scandal 
include variants of the Pajero, 
Outlander and RVR – known 
as the ASX here.

“Our investigation con-
firmed that the fuel economy 
on eight models were as much 
as 8.8% and on average 4.2% 
lower than advertised,” the 
Japanese transport ministry 
says in a statement.

Subaru in marketing 
award win
Subaru of New Zealand has 
taken a top marketing award 
for the campaign promoting its 
Outback model.

The campaign received 
the 2016 TVNZ NZ Marketing 
Awards automotive category 
last night.

Subaru of New Zealand 
managing director Wallis 
Dumper says the award was 
well-earned recognition of the 

stellar efforts of the brand’s 
long-term adverting agency 
Barnes, Catmur & Friends Dent-
su, and also Subaru’s marketing 
manager Daile Stephens.

September 5
Holden chops the 
past in branding 
campaign
Holden New Zealand has 
launched a new branding 
campaign that sees it attempt 
to part with its Commodore-
led image of the past.

Auto Media Group was 
given early access to its new 
advertisement this week, which 
was released online last night.

Called ‘The Chop’, the 
advert was filmed in Uruguay 
by Kiwi production company 
Robber’s Dog in conjunction 
with Holden’s agency Special 
and features a mullet-coifed 
man ditching his unseen old 
car, scaring the locals a little, 
before receiving a makeover. 
He ends up walking towards 
his new Holden Astra.

September 6
First autonomous 
vehicle on NZ Roads 
within Months
The country’s first official 
demonstration of an autono-
mous driving vehicle using 
New Zealand roads is set to 
take place within months.

The New Zealand Traffic 
Institute (Trafinz), Volvo, New 
Zealand Transport Agency 
(NZTA) and the Ministry of 
Transport have come together 
to show how an autonomous 
vehicle will handle New Zea-
land’s road conditions.

Car manufacturer Volvo will 
demonstrate the technology 
on a 10-15km stretch of public 
road in Tauranga as part of 
the national Trafinz transport 
conference. 

EROAD servicing 
Australian market 
from New Zealand
EROAD has closed its Mel-
bourne office and is now servic-
ing the Australian market from 

its headquarters in Auckland.
Vice president global 

communications and market-
ing for EROAD, Sara Goessi, 
confirmed to DIESELtalk this 
morning that: “We’re just 
servicing the market from 
New Zealand, and it’s business 
as usual.” 

The National Business Re-
view reports that the Australian 
office with two staff closed 
after 18 months of operation 
as expected regulatory reform 
did not pan out, relocating one 
EROAD regulatory staff mem-
ber back to Auckland.

September 7
Full airbag and 
electronics 
replacement for 
water-damaged 
vehicles
Flood damaged vehicles from 
overseas are likely to become 
uneconomic with the an-
nouncement of new measures 
to protect buyers from them 
announced today.

From today, all electronic 
and pyrotechnic safety com-
ponents, including airbags, 
sensors, pre-tensioner 
seatbelts and wiring, must be 
fully replaced on imported 
and domestic water damaged 
vehicles.

Associate transport minister 
Craig Foss says more strin-
gent requirements for water 
damaged vehicles will provide 
additional safety assurances 
for vehicle owners and all road 
users.

September 8
Toyota dealerships 
supporting youth 
work inspiration 
Following a successful pilot 
programme, Toyota New 
Zealand is sponsoring an-
other seven Work Inspiration 
Programmes for young people 
through its dealership network.

Work Inspiration is an 
employer-led programme, 
supported by Careers New 
Zealand, to give students 

http://www.vtnz.co.nz
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valuable insights into how a 
business runs, and help pre-
pare them for work.

International research 
shows young people who have 
just four or more contacts with 
employers while at school are 
five times more likely to be 
employed.

Insurance industry 
welcomes flood rules
The Insurance Council of 
New Zealand welcomed the 
announcement today from 
NZTA that water damaged light 
vehicles will now need electri-
cal and pyrotechnic safety 
components replaced.

Tim Grafton Insurance 
Council chief executive 
says: “insurers welcome this 
change as the importation 
of water damaged vehicles 
increases the risk of serious 
accidents, particularly due to 
failures in advanced vehicle 
safety systems.”

With advanced vehicle 
systems, such as collision 
avoidance, becoming com-
mon place on newer vehicles, 
an electrical failure can risk 
a serious accident involving 
multiple parties. 

September 9
Road user charges 
exemption for 
electric vehicles 
extended
Transport minister Simon 
Bridges today announced an 
extension to the road user 
charges (RUC) exemption for 
light electric vehicles (EVs) 
which could save drivers up to 
$600 a year.

Currently light EVs are 
exempt from paying road user 
charges which otherwise ap-
ply to vehicles that don’t pay 
for petrol at the pump.

This exemption will now be 
extended to 2021 as part of the 

Government’s Electric Vehicles 
Programme.

“We’re committed to ac-
celerating the uptake of EVs 
in New Zealand because the 
benefits of going electric are 
clear. They’re cheaper to run 
than petrol or diesel vehi-
cles, they’re powered by our 
abundant renewable electric-
ity supply, and they’ll reduce 
the amount of emissions that 
come from the country’s vehi-
cle fleet,” Bridges says.

September 12
Minister launches 
EV information 
campaign
Transport minister Simon 
Bridges launched the gov-
ernment’s electric vehicles 
information campaign to mark 
the start of International Drive 
Electric Week.

It has launched a website 
aimed at connecting New 
Zealanders to everything they 
need to know about EVs.

The Energy Efficiency and 
Conservation Authority (EECA) 
is working with a broad range 
of stakeholders including 
businesses, member organisa-
tions, local government and 
EV owners who are supporting 
the electric vehicles informa-
tion campaign

September 13
Ride sharing 
and trucks focus 
of transport 
amendment
Transport minister Simon 
Bridges has introduced the 
Land Transport Amendment 
Bill to Parliament — set to 
modernise regulation of small 
passenger services, update 
rules for heavy vehicles and 
improve road safety.

“The Land Transport 

Amendment Bill will overhaul 
key areas of transport law 
to modernise the sector and 
make travelling more efficient 
and safer,” Bridges says.

“Changes to the small pas-
senger service rules will sim-
plify requirements to accom-
modate new business models,” 
he explains. The amendments 
will reduce compliance costs 
allowing taxis, private hire 
vehicles and shuttles the flex-
ibility to be innovative while 
maintaining the safety of pas-
senger, drivers and vehicles.”

September 14
Record fine for illegal 
trader
An Auckland man has been 
fined the maximum $50,000 
for continuing to trade vehi-
cles while banned from doing 
so – $50,000.

Brett Collins was found 
guilty of selling eight vehicles 
whilst banned from par-
ticipating in the business of 
motor vehicle trading. Noting 
his repeated recidivism, Judge 
Russell Collins imposed the 
maximum fine of $50,000.

Collins appealed the fine, 
and the High Court dismissed 
the appeal last week.

This was the sixth time Col-
lins has been caught trading 
illegally.

Electric vehicle 
contestable fund 
now open
Transport and energy and 
resources minister Simon 
Bridges today opened the 
Government’s Low Emission 
Vehicles Contestable Fund.

The fund is one of 14 ini-
tiatives in the Government’s 
electric vehicles programme, 
which has a target of dou-
bling the number of electric 
vehicles (EVs) on New Zealand 
roads each year to reach 
64,000 by 2021.

Up to $4 million is available 
in 2016/17 with up to $6 mil-
lion available in future years

Turners sees strong 
gain from auto retail
Turners Group said pretax earn-
ings may rise 14% in the first 
half, putting the company on 
track for annual profit growth.

The financial services 
firm – formerly known as 
Dorchester Pacific – has 
built itself into an integrated 
automotive financial services 
group, with a retail arm trad-
ing in vehicles and equip-
ment that contributed 37% of 
earnings last year, a finance 
and insurance business which 
generated 41% of operating 
profit, and debt management 
which contributed 22%.

According to chief ex-
ecutive Todd Hunter, approxi-
mately 80% of the company’s 
revenue and operating profit is 
derived from either automotive 
sales or related finance and 
insurance products.

September 22
Dealership ram-
raider leaves trail of 
destruction
Police arrested a man after he 
ram-raided a Honda motor-
cycle dealership and collided 
with a patrol car.

The burglar left a trail of 
destruction early this morn-
ing in which at least three 
or possibly five Dargaville 
stores were broken into and a 
Northland police car rammed, 
according to Stuff.

Witnesses claim the burglary 
at Dargaville Honda left a huge 
gash in the wall, effectively de-
stroying half the building. The 
burglar, at seeing the police, 
tried to escape in a stolen 
ute along Parore St. A pursuit 
ensued, in which he rammed 
the police car, resulting in the 

Continued on page 37
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chase temporarily coming to a 
halt at around 5am.

September 23
Car sales banned on 
Salisbury Road
A ban on displaying ‘for sale’ 
signs on cars parked on Rich-
mond’s Salisbury Rd will come 
into force in November.

The ban is among several 
changes to parking restric-
tions on the street, prompted 
by concerns from schools 
about the safety and visibility 
of students being picked up 
and dropped off on the busy 
thoroughfare, as well as the 
availability of parking for the 
general public and school 
communities.

Other changes to parking 
restrictions will also be imple-
mented by the Tasman District 
Council from the beginning of 
November. 

Toyota donates 
another Previa 
minivan to RMHC
Auckland City Toyota has do-
nated its second Toyota Previa 
minivan to Ronald McDonald 
House Charities (RMHC) New 
Zealand.

The Previa will be used to 
provide transport in Auckland 
for families staying at RMHC 
such as shopping trips to su-
permarkets and St Lukes mall. 
This service will be especially 
useful to families who left 
home in haste with only a few 
items in their bags.

September 27
Sherley taking 
communications 
helm at BMW NZ
Paul Sherley is taking the helm 
of corporate communications 
at BMW Group New Zealand 
following the surprise depar-

ture of recent appointee Garry 
Ferris due to personal reasons.

Ferris was formerly Fairfax 
Media’s Auckland editor-in-
chief, briefly covering the 
corporate communications 
role held by the previous in-
cumbent Ed Finn, who is now 
running corporate affairs for 
Holden New Zealand.

Sherley currently holds the 
position of product and pricing 
manager for the BMW Group 
in New Zealand.

Bapcor sets sights on 
Hellaby takeover
Australian Stock Exchange 
listed Bapcor, formerly Burson 
Auto Parts, has made an offer 
to take over NZX-listed Hellaby 
for $322.5 million.

Bapcor, which has more 
than 750 stores in Australia 
including Midas and Auto-
barn, is Australia’s leading 
provider of automotive parts, 
accessories, equipment and 
vehicle servicing.

Bapcor recently reported 
an 82.7% increase in revenue 
to $685.6 million for the 12 
months ended June 30 2016. 
Net profit after tax (NPAT) 
totalled $43.6 million, an 
increase of 88.9% compared to 
FY2015 of $23.1 million

BMW makes 
‘substantial donation’ 
towards EV highway
BMW New Zealand has made a 
‘substantial donation’ towards 
the roll out of electric vehicle 
fast-charging infrastructure.

The company announced 
today a partnership with 
charging-operator Charge Net 
NZ, which will see the com-
pany donate a significant but 
undisclosed sum for the instal-
lation of DC fast chargers.

It will also bring its Charge-
Now charging brand to New 
Zealand. That brand will cover 
some of its own chargers, as 
well as share branding on the 
Charge Net units.

Transport minister Simon 

Bridges has welcomed the 
move by BMW to back Charge 
Net NZ in its roll out of electric 
vehicle charging infrastructure 
but says there is still a part for 
the government to play in the 
issue

FCA Australia drops 
case against Clyde 
Campbell
The Australian arm of Fiat 
Chrysler Automobiles (FCA) 
has decided to settle a long 
running case against former 
FCA Australia chief Clyde 
Campbell out of court, just 
days before a court hearing on 
the matter.

In 2015, Fiat Chrysler 
Automobiles Australia (FCAA), 
which owns the distribution 
of Jeep, Chrysler, Fiat and Alfa 
Romeo brands in Australia, 
filed court documents that al-
lege Campbell misused more 
than $30 million of company 
funds during his term in office 
between 2010 and 2013.

ComCom reveals big 
increase in motor 
vehicle complaints
The Commerce Commission 
has released its 2016 consum-
er issues report, presenting a 
picture of issues affecting New 
Zealand consumers.

The commission chairman 
Dr Mark Berry says; “This is the 
second year we have released 
the report publicly and once 
again it highlights some inter-
esting trends in complaints.

“Complaints in a num-
ber of areas have increased 
significantly since 2013, with 
motor vehicle retail complaints 
increasing by 70%, complaints 
about contracts doubling and 
complaints about debt collec-
tion significantly increasing.

September 28
LDV throws down 
light commercial EV 
gauntlet
The New Zealand distributor 
for LDV commercial vehicles 
says the electric versions of 
its V80 delivery van and cab/
chassis are landing here in the 
first half of 2017.

In light of the government’s 
support for electrification of 
the light commercial fleet, 
LDV New Zealand is seeking 
expressions of interest from 
both the private and public 
sector for its EV models.

Pricing is yet to be con-
firmed, but LDV New Zea-
land says it is aiming for the 
price point to be somewhere 
between $60,000 to $70,000, 
nearly double the price of a 
diesel V80 but significantly 
undercutting the smaller electric 
Renault Kangoo ZE delivery van.

September 29
Three arrests over 
high-end vehicle 
scam
Waitakere Police has identi-
fied a criminal group that uses 
devious means to obtain high-
end vehicles via Trade Me.

The tactic in operation is 
for the offender to contact the 
owner of a vehicle listed on 
the online auction site for test 
drive purposes. Thereafter they 
show the owner fraudulent 
bank payment slips to convince 
them the money will clear the 
following day. In the meantime, 
the vehicle is listed for sale on 
various online Facebook pages 
under fake names.

September 30
NZTA issues 
charging standard 
recommendations
The NZ Transport Agency has 
issued its recommendations 
for charging plug standards – 
recommending we shift to a Eu-
ropean style system where cars 
carry their own charging leads.

The agency is recommend-
ing the market moves away 
from the currently common 
practice of a tethered Type 
1 fast charging plug, recom-
mending these be replaced 
with a Type 2 outlet socket.

That would mean drivers 
would carry their own lead 
for Type 2 to the plug on the 
vehicle – allowing the facilita-
tion of both Type 1 and Type 2 
at charging stations. 

Continued from page 36
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September 1
Holden reveals 
‘master brand’ 
campaign  
Holden has unveiled to media 
an update to its branding and 
marketing campaigns – in-
cluding an update for its iconic 
lion.

Covering every facet of 
Holden’s marketing com-
munications, the new Holden 
‘master brand’ campaign 
ranges from an updated logo 
and a new website, to fresh 
television and social media 
activations for all models 
including the new Astra and 
Colorado.

Holden’s general manager 
of marketing communica-
tions and digital, Natalie Davey, 
says the brand was getting an 
overhaul that honoured the 
company’s 160-year heritage, 
but redefined it for today’s 
Australia.

September 1
Ateco appoints 
new national fleet 
sales manager
The Ateco Group has appoint-
ed a new group fleet man-
ager who will be tasked with 
expanding Ateco’s portfolio of 
brands into the Australian fleet 
market, in particular, Ateco’s 
newest brands, LDV and Foton.

Rob Vizuete joins Ateco 
from Volvo Cars Australia, 
where he was head of corpo-
rate sales, while in contrast 
to working with this premium 
brand, at Toyota Australia as 
National Fleet and FMO man-
ager, he was in the volume 
end of the market. 

His experience in the fleet 

market is also illustrated by 
stints as commercial and 
government sales manager 
in NSW and Queensland for 
Hyundai and NSW/ACT fleet 
service manager for General 
Motors Holden.

September 13
ASIC calls on dealers 
to revamp add-on 
insurance practices 
ASIC has put insurers on notice 
to address serious failures in 
the sale of add-on insurance 
through car dealers after find-
ing that the market is failing 
consumers.

According to ASIC con-
sumers are being sold 
expensive, poor value prod-
ucts; products that provide 
consumers very little to no 
benefit; and a sales environ-
ment with pressure selling, 
very high commissions and 
conflicts of interest.

These products are sold 
to consumers when they 
purchase a new or used car, 
and cover risks relating to the 
car itself or relating to the loan 
that the consumer takes out to 
purchase the car. 

September 16
Bruce Lynton 
JLR invests $8m into 
Southport showroom
Work is under way on a new 
$8 million Southport home to 
host the Gold Coast’s Jaguar 
and Land Rover (JLR) dealer-
ships.

Bruce Lynton Automo-
tive Group is redeveloping 
its Land Rover site to support 
both brands in a new facility 
set to open in August 2017.

The new building on Min-
nie St will be home to Bruce 
Lynton Jaguar Landrover’s 
showroom, sales, service and 
parts departments. It’s also set 
to be the group’s head office.

The group also owns auto-
motive franchises for Alfa Ro-
meo, Fiat, Chery, Ssangyong, 
TATA and Bruce Lynton Quality 
Used Cars.

September 17
QLD odo tamperer 
hit with $17k fine
A Gold Coast man has been 
ordered to pay $17,000 in fines 
by the Southport Magistrates 
Court after being charged by 
the Office of Fair Trading (OFT) 
with odometer tampering and 
trading without a licence.

Paul Mladenis, who did not 
appear in court, was charged 
with two counts of false rep-
resentations about mileage, 
and one count of unlicensed 
motor dealing.

In addition to the fine he 
will face 170 days in prison if 
he fails to pay it within two 
months.

The court heard that 
Mladenis, who has never 
been a licensed motor dealer, 
bought two cars from an auc-
tion house in Victoria which 
he forthwith sold to buy-
ers after winding back each 
cars’ odometer by more than 
400,000km.

September 19
AHG, A.P. Eagers 
brace for insurance 
crackdown 
Australia’s two largets automo-
tive retail groups, Automotive 
Holdings Group and AP Eagers, 
have stated they could be 
adversely affect ted by ASIC’s 
crackdown on add-on insur-
ance which would come into 

effect in 2017.
“The automotive retailing 

industry, and all stakeholders 
in the industry, recognise the 
potential for the proposed 
ASIC reforms to finance and 
insurance commission ar-
rangements to have an impact 
on the business model, and 
operating and financial 
performance, of all Austral-
ian automotive dealerships 
including those operated by 
AHG,” the automotive group 
said in a statement.

ASIC is separately reviewing 
finance provided to consumers 
by automotive dealerships. Al-
though ASIC is yet to confirm 
a final position on the timing 
and substance of the proposed 
changes, the industry expects 
some regulation to be imple-
mented consistent with ASIC’s 
stated objectives.

September 27
FCA Australia drops 
case against Clyde 
Campbell
The Australian arm of Fiat 
Chrysler Automobiles (FCA) 
has decided to settle a long 
running case against former 
FCA Australia chief Clyde 
Campbell out of court just 
days before a court hearing on 
the matter.

In 2015, Fiat Chrysler 
Automobiles Australia (FCAA), 
which owns the distribution 
of Jeep, Chrysler, Fiat and Alfa 
Romeo brands in Australia, 
filed court documents that al-
lege Campbell misused more 
than $30 million of company 
funds during his term in office 
between 2010 and 2013.

FCAA noted the court ac-
tion was taken after a routine 
audit by the company’s inter-
national finance experts, who 
visited Australia in early 2015 
to carry out a more thorough 
investigation. 
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September 1
Turners renews 
Custom Fleet deal
Turners has renewed its 
contract to manage the sale 
of Custom Fleet NZ’s ex-lease 
vehicles.

Turners has partnered with 
Custom Fleet NZ for the last 
three years and the agree-
ment also covers trucks and 
machinery from the commer-
cial side of the business.

The contract will deliver 
volumes of approximately 
4000 vehicles per an-
num. Custom Fleet are New 
Zealand’s largest vehicle and 
equipment leasing company, 
managing around 30,000 
vehicles and pieces of com-
mercial equipment across the 
country.

September 2
Ex-AT staffer 
sentenced 
for receiving 
undisclosed 
gratuities
Former Auckland Transport 
(AT) staffer Barrie Kenneth 
James George was sentenced 
in the Auckland District Court 
yesterday on charges of brib-
ery and corruption laid by the 
Serious Fraud Office (SFO).

The former employee of AT 
and Rodney District Council 
pleaded guilty in August to his 
part in a case of alleged brib-
ery and corruption by former 
employees of AT and Rodney 
District Council.

George received a sentence 
of 10 months’ home deten-
tion for offences totalling 
$103,580.54.

EROAD servicing 
Australian market 
from New Zealand

EROAD has closed its 
Melbourne office and is now 
servicing the Australian market 
from its headquarters in Auck-
land.

Vice president global 
communications and market-
ing for EROAD, Sara Goessi, 
confirmed to DIESELtalk this 
morning that: “We’re just 
servicing the market from 
New Zealand, and it’s business 
as usual.” 

The National Business Re-
view reports that the Australian 
office with two staff closed 
after 18 months of operation 
as expected regulatory reform 
did not pan out, relocating one 
EROAD regulatory staff mem-
ber back to Auckland.

September 9
Waste Management 
electrifying national 
truck fleet
Not only is Waste Management 
changing it’s rubbish trucks 
and company vehicle fleet to 
electric propulsion, but it is 
also recharging them with the 
energy it is generating from 
waste collection.

Waste Management is con-
verting some of its 800 diesel 
rubbish collection vehicles to 
electric propulsion with an 
electric mobility integrator 
supplier called EMOSS based 
in The Netherlands. 

The company says it will 
evaluate the performance of 
the converted trucks once 
they are on the road here in 
New Zealand as part of their 
long-term plan to move to 
electric vehicles

Trucks and 
Trailers 
appointing new 
Freightliner sales 
consultant
Trucks and Trailers are ap-
pointing Callan Short as it’s 
new Central North Island 
Freightliner sales consultant 
from September 6.

Short comes from a trans-
port industry background as 
both his father and brother 
operate logging trucks in the 
Rotorua area, and he also 
drives logging trucks when 
required.  

His other industry experi-
ence includes completing a 
3-year parts apprenticeship 
with TRT in Hamilton, before 
joining the parts depart-
ment for Southpac Trucks in 
Rotorua.

September 19
Fuso distributor’s 
Diamond Award 
winning call centre 
Current Fuso truck distribu-
tor, Mitsubishi Motors New 
Zealand has won the CRM 
Diamond Award for being the 
best call centre with fewer 
than 50 seats.

The CRM Contact Cen-
tre Awards was introduced 
to New Zealand in 1997 to 
measure the quality of service 
delivered by contact centres 
over the telephone and inter-
net, and raise awareness of the 
impact this has on their image.

AA Insurance won the 
Diamond Award for contact 
centres with more than 50 
seats, it also took the Diamond 
Award for website Live Chat.

September 26
VTNZ named Best 
Workplace finalist
Vehicle Testing New Zealand 
Ltd (VTNZ) is one of four final-
ists in the Enterprise Work-
place (750 or more employees) 
category for the IBM Kennexa 
2016 Best Workplaces Awards.

The New Zealand automo-
tive industry is well represent-
ed by this years finalists which 
includes vehicle distributors, 
car dealerships, transport 
insurance companies, vehicle 
inspection providers, and an 
online vehicle sales portal in 
the five categories.

Dealerships Bayswater 
Hyundai, Hyundai Mid & South 
Canterbury, Hyundai Wairara-
pa, and Ingham Hyundai are 
finalists in the small workplace 
(20-49 employees) category, 
competing with the distributor 
Hyundai New Zealand Limited.

September 26
Hall of Fame inducts 
six more transport 
legends
More than 570 guests from 
New Zealand and Australia 
gathered at Bill Richardson 
Transport World in Invercargill 
on September 23 celebrat-
ing the latest six inductees to 
the NZ Road Transport Hall of 
Fame.

Stan Williamson, Paul 
Balneaves, Mervyn Solly, Don 
Wright, Derek Dunbar and 
Bert Watchorn were the six 
transport legends honoured 
this year. 
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*  Benefit achieved over time. Fuel economy benefits measured in independent tests in a 
range of trucks, based on the World Transient Vehicle Cycle comparing dirty and clean 
injectors. Actual benefit may not be attainable for all vehicles, and may vary depending 
on multiple factors including vehicle age, configuration, on-road duty cycle and payload.

Up to 3.8% better fuel economy.*  
And that’s just the  
beginning of the story.

As you drive, deposits can build up in the fuel system which  

can reduce the performance of your engine. BP Ultimate Diesel’s 

specially formulated ACTIVE technology helps to remove these 

deposits and to protect your engine from future build-up, helping

it run more efficiently. Tests show you could enjoy a fuel economy 

benefit of up to 3.8%*, and that’s the kind of story every truck  

owner likes to hear.
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