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A.P. Eagers – Trading Update Q3, 2016



• 103 year old automotive retail group founded in 1913

• 58 years as a listed public company – dividend paid every year

• A.P. Eagers owns $285m of prime real estate 

• Represents all 12 of the top 12 selling vehicle brands in Australia and 
27 car brands in total along with 12 truck / bus brands

• 4,360 employees 140+ dealership locations in QLD, NT, NSW, VIC, SA and TAS

• 19.9% ownership of Automotive Holdings Group ($229m*)

• 8.2% ownership of www.carsguide.com.au ($2.5m) 

A.P. Eagers Today



• National Trucks

• SA Cars

• NSW Metro Cars

• NSW Regional Cars

• Northern Territory and Blacks Cars

• Victoria and Tasmania Cars and Trucks

• South East Queensland Cars

• Cramptons and Tony Irelands

Operational Update – Q3 2016

2016 2015 2016 2015 MTD % Chg YTD % Chg

Australian Capital Territory 1,631           1,604           14,102        13,530        1.7% 4.2%

New South Wales 34,424        33,983        299,126      283,746      1.3% 5.4%

Northern Territory 880              785              8,481           8,272           12.1% 2.5%

Queensland 19,702        20,387        178,171      178,468      -3.4% -0.2%

South Australia 6,551           5,859           53,565        50,888        11.8% 5.3%

Tasmania 2,074           2,090           13,993        14,287        -0.8% -2.1%

Victoria 28,766        27,675        242,667      233,680      3.9% 3.8%

Western Australia 8,668           9,009           76,971        79,961        -3.8% -3.7%

Total 102,696      101,392      887,076      862,832      1.3% 2.8%

Month Year to Date Variance



Carzoos – Theory & Rationale

“Dealers do not have my best interests at heart.”

 Commission based – it’s only about the sale
 Try to upsell
 Don’t care about what I need
 Don’t tell the whole truth 

Customers’ Perceptions of the Used 
Car Buying Experience.



Used Car Disruption



Global Trends – Automotive Retail in Shopping Centres



CARZOOS ... 4 Weeks New!



Brand Proposition – Solving the 3 Pain Points



54% female V  45% male in store 74% Age 36-55 +  12% Age 21-35

Future Reporting when fully functional will include:
- Heat mapping (where most people in the store spend their time)
- Full count daily – broken down into age/gender/emotion (eliminating staff)

Source: KAI Video Analytics

Carzoos – Beta Store Learnings (4 weeks in):

• Slight Female Skew

• Encouraging Age demographic

• High Engagement 

• Exceptional Response 

• Strong Sell My Car Enquiry

• Metrics are sound

Age	Groups Old	Carzoos New	Carzoos Varance	(+/-)

18-24 9.3% 14.5% 5.2%

25-34 24.3% 35.0% 10.7%

35-44 21.2% 21.0% -0.2%

45-54 22.4% 16.2% -6.2%

55-64 15.2% 7.9% -7.2%

65+ 7.6% 5.3% -2.3%

Total	18-34 33.6% 49.5% 15.9%

Total	35-54 43.6% 37.2% -6.4%

Total	55+ 22.8% 13.3% -9.5%

Website	Traffic	Demographic	Breakdown	-	New	vs	Old	Carzoos

Gender Old	Carzoos New	Carzoos Varance	(+/-)

Male 70.6% 54.9% -15.7%

Female 29.4% 45.1% 15.7%

Website	Traffic	Gender	Breakdown	-	New	vs	Old	Carzoos



The Facts:

• Dealers are remunerated through combination of Fees, Flex Commission and Volume 
Bonus

• ASIC have no issue with Fees or Volume Bonus

• ASIC have no issue with Commission

• ASIC have issue with Flex mechanism for Commission payments

Response:

• Dealer Finance is highly convenient and highly competitive

• Correlation between Rate and Risk is definitive across aggregate data

• ASIC involvement seeks to eliminate low risk profile consumers paying higher 
rates BUT

• ASIC involvement risks reducing the opportunity for consumers to pay below 
risk rates

• ASIC decision should reduce ‘perception’ of uncompetitive dealer finance

ASIC Review – Finance as at 10/2016 



The Facts:

• Add-on Insurance products designed, priced and distributed by Insurance Companies

• Add on Insurance products retailed by Dealerships

• ASIC review has focussed on design, payout ratios, lack of competition, high commissions 
and mis-selling

• Insurance Council of Australia (ICA) proposed a universal cap on commission of 20%

• ACCC review process and proposed ICA transition period forecast due June 2017

Response:

• If product flaws are deemed there are multiple remedies available to Insurance Companies

• ICA response has been simplistic with commission fixing as central remedy

• ACCC now reviewing if cartel style fixing of commissions, which may ultimately reduce 
competition, provides greater consumer outcomes or not

• AADA only just engaged with ASIC and ACCC planned

ASIC Review – Insurance



ASIC Review – Potential Mitigations

• Finance Review proving difficult for ASIC to implement without unintended consumer harm

• Spectrum for change from No Change – Cap and Collar – Flex prohibition

• ASIC review may lead to materially higher penetration rates

• APE well positioned to respond to any ASIC outcome by moving through the vertical 
distribution chain to desired position

• Simplr….

• Insurance Review still in early stages with ACCC likely to ask for more detail

• APE well positioned to respond to any outcome by moving through the vertical distribution 
chain to desired position

• Simplr…



Simplr. Finance


