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THE NEXT100: 
Providing integrated mobility solutions for the next 100 years.

Engage our customers, 

everywhere

Redefine 

our workforce 

Deliver optimised 

vehicle finance 

solutions

Support innovation
Reinvest 

with discipline

EXCEED STAKEHOLDER EXPECTATIONS

Customers. Employees. Partners. Shareholders. Community.

OPTIMISE DEVELOP GROW

1 2 3 4 5
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APE Credentials
Consistent record of profit, dividend and EPS growth

Net profit after tax ($m) Earnings per share (cents per share)

Dividends (cents per share) 10 year total shareholder return on 
$1,000 investment

$8,908
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How do retail dealerships work?
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Engage our customers, everywhere

5



Automotive Retail of the Future

• Commenced design phase 

on automotive retailing and 

mobility hub at Brisbane 

Airport

– Investment in world-class 

automotive retailing 

experience for our 

customers of the future

– Executed agreement for 

64,124 sqm of land at 

Brisbane Airport (BNE) Auto 

Mall

– Key motorway and tunnel 

access allows easy 

accessibility to greater 

Brisbane population
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Automotive Retail of the Future
A unique and compelling experience with unrivalled choice



Taking Automotive Retail to our customers
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Taking Automotive Retail to our customers
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Multi-brand service hubs
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Shopping Centre Service
Scheduled and Express servicing on demand 
to support customer’s existing shopping 
patterns

Multi-Branded Express Service 
Ex-Bunnings facility in Albion acquired to 
support inner-city transition to Airport as 
well as neighboring sales locations



Redefine our workforce
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Using property to drive workforce transformation
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Carzoos is our proof of concept
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Carzoos feedback refined our plans…
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Automotive Retail of the Future
A Blended Network approach supporting Customer Centricity
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Disclaimer

• The information in this document (information) does not contain all information necessary for investment decisions, is 
not intended to be an offer, invitation or recommendation with respect to shares, is not financial product advice, and is 
intended to be general background information on A.P. Eagers Limited (APE).

• Investors should consult with their own professional advisers.

• No representation or warranty is made as to the accuracy, adequacy, reliability or completeness of the information.

• This document does not, and should not be relied upon as, a promise, representation, warranty or guarantee as to the 
future performance of APE.  

• This document may contain forward-looking statements, forecasts and estimates (forward-looking statements), including 
anticipated future performance of APE and the market in which it operates.

• Forward-looking statements are based on certain key expectations and assumptions of known and unknown risks, 
uncertainties and other factors, which are deemed reasonable when made but may or may not prove correct. Actual 
events are difficult to predict and may depend upon factors beyond APE’s control. Therefore, actual results may turn out 
to be materially different from any future results, performance or achievements express or implied by the forward-
looking statements.

• Forward-looking statements only speak as of the date of this document and no representations are made as to the 
accuracy or fairness of such forward-looking statements. APE disclaims any obligation to update any forward-looking 
statements, to reflect any change in APE’s expectations with regard thereto, or any change in events, conditions or 
circumstances on which the statements are based.
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Appendix
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Newstead

* Settlement is scheduled for 22 May 2019.



Risk Based Pricing will drive penetration
Achieving 80% penetration will significantly increase finance income on 2018 LFL 
vehicle sales…will be achieved subject to planning and execution strategy

• Penetration rates driven by 
a combination of RBP 
arrangements; Guaranteed 
Future Value (GFV) product 
development; and 
continued low rate finance 
campaigns (LRC)

• Targeting 50% penetration 
rate by end of 2019

• Implementing strategic plan 
to achieve long term 
objective of 80% that will 
significantly increase 
finance income on 2018 
comparable vehicle sales

Penetration F&I Revenue

80% * * 170%

75%
*

*
161%

70% * 152%

65% * 143%

60%
*

135%

55% 127%

50%
*

119%

45% * 109%

40% * 100% 2018

2018 35% *
*

* 94%

30% 83%

20222019 2020 2021

Manage & Shorten Change impacts

2019 EoY Objective

Tipping point on revenue @ 41% penetration FY 2019

Key drivers of Penetration change - RBP / GFV / LRC

PROJECT 80

OBJECTIVE

APE strategic 5 point plan
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OEMs pile into BEV
Battery Electric Vehicles


