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New MP Rebekha Sharkie has clear views 
on the future of SA.
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• Service for brake and clutch rebuilding, matching and parts.

• Air dryer fitment to ensure trouble free air valve operation.

• Disc, drum and flywheel machining.

• Exchange for brake booster, bonded trailer, drive and steer brake shoes.

• We stock a huge range of: disc pads, lined shoes,  

trailer couplings, tow hitches, electric fittings, brass fittings,  

suzi coils, brake linings, air couplings, hydraulic parts, heavy/light 

and bus air brake equipment, new truck/bus/trailer brake drums.

Truck & Car Brake Service
PTY LTD

Truck, car, TracTor, Trailer and caravan Brake SpecialiSTS

3 STreiff road, Wingfield S.a. 5013
phone: 08 8359 0841  |  facsimile: 08 8359 0847

Email: enquiry@tcbrake.com  |  www.truck-carbrakes.com.au

BRAKE, CLUTCH, RESLEEVING, AIR HYDRAULICS AND BONDING

16
The OG Roberts story shows the 

value of  vision and quality.



MOTOR TRADE mta-sa.asn.au

4 CEO Report

PRESIDENT’S REPORT
BY MTA-SA PRESIDENT FRANK AGOSTINO

The South Australian Government will implement a pilot 
heavy vehicle inspection scheme due to a series of  

unfortunate accidents that shook the community last year. 
The seriousness of  the accidents and the public’s reaction 
forced the Government to act and the compulsory vehicle 
inspection scheme for heavy vehicles will commence on 
1 January 2017. The MTA has been fi ghting for over three 
decades for this scheme which will improve safety on South 
Australian roads. 
As part of  the pilot process, heavy vehicles over 4.5 tonnes and 
three years of  age from the date of  manufacture will need to be 
inspected at change of  ownership. So far, the Government has 
nominated fi ve metropolitan authorised inspection sites to carry 
out work with regional inspections still carried out by DPTI. 
We are working with Government to expand the number of  
inspection sites, for both metro and regional areas. 
Mandatory inspections will ensure heavy vehicles are regularly 
serviced and maintained. The extra services and requirements 
carried out on heavy vehicles will undoubtedly result in more 
work for industry, but the big winners from the new inspection 
scheme will be road users with our roads becoming safer for all. 
It has been a year of  many achievements for the MTA with 
results not only for heavy vehicle inspections, but also wins in 
relation to:
• Signifi cant Red tape reduction
• Small Business Tax Cuts

• Increase Apprentice Commencements
• Return to Work Premiums
• Eff ects Test into Competition law
• Industrial manslaughter
• Unfair Contract Terms
• ACL Review – Lemon Laws
• Review of  Second hand dealers compensation fund
• Insurance & Repairer Code of  Conduct
Next year promises to be just as busy on the government 
relations front, with the State Opposition recently announcing a 
policy to deregulate shopping hours.
The MTA has always opposed this, with a recent survey of  
new and used dealers again confi rming their overwhelming 
opposition to deregulation on the basis of  work/life balance 
and the belief  there will be no increase in sales. The MTA 
has written to the Opposition detailing the concerns members 
have raised.  
Finally, and on a positive note for the State, the release of  the 
recent CommSec report into the economic performance of  
Australia’s States has shown South Australia has moved up the 
rankings to fi fth with improvements in business investment 
driving this growth. South Australia needs to build on this 
momentum if  we are to return to the growth levels the State 
and our industry are looking for.
As the Christmas season approaches, I wish you all a Merry 
Christmas and a happy and prosperous New Year.
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CEO’S MESSAGE

Over the past three years, there has been a 39 per cent 
decline in automotive apprentice commencements. 

To counter this, a key focus for the MTA has been fuelling 
young people towards a career in the automotive industry 
to ensure we get the best available apprentices for your 
workplace and industry as a whole. 
There are two ways you can work with us to take on an 
apprentice. If  you become a host employer, the MTA will 
become the legal employer throughout their contract of  
training. If  you prefer to employ your own, the MTA can 
help you fi nd an apprentice that is right for your business 
and they can complete their training at our Training & 
Employment Centre. 
We are continuing to engage politicians to remind them 
of  the quality of  the Royal Park Training and Employment 
Centre. The MTA hosted the Shadow Minister for Skills 
and Apprenticeships, Senator the Hon Doug Cameron 
and the local Federal Member for Port Adelaide, the Hon 
Mark Butler MP to the Training and Employment Centre to 
demonstrate how we can work with Government to address 
the training decline.
With Senator Cameron and Mr Butlers’ experience and 
knowledge of  both the MTA and the automotive sector, we 
are confi dent they appreciate the unique role the industry 
has to play in South Australia’s economic future.
The MTA has also been in discussions with other politicians 
and other industry bodies on a number of  fronts including 

Personal Imports, Access 
to Repair and Service 
Information, Pawn 
Brokers Legislation, 
Vehicle Inspections, 
Franchise Code, Red Tape 
Simplifi cation and Flex 
Commissions and have 
submitted a submission to 
the ACCC on New Car 
Retailing.
The above inquiries and 
reviews have the potential 
to have a very large impact on the automotive retail, service 
and repair industry and with falling apprentice numbers 
and Holden’s impending closure, it has never been more 
important for us to demonstrate the strength of  80 per cent 
of  the automotive industry that remains.
On a lighter note, make sure you have a look at the profi le 
in this edition of  the Motor Trade on OG Roberts and Co 
who are celebrating their 60th year in business. This is our 
latest piece in the series of  profi les on long standing MTA 
members and MTA Life Members who have served our 
industry with distinction.

Paul Unerkov
CEO

EVENTS CALENDAR
NOVEMBER/DECEMBER 2016

NOVEMBER 2016
November 25  Joint South East & Upper South East 

Networking, Information & Feedback 
Evening

November 29  Metro East BRD Information Session
November 30  Lower North Networking, 

Information & Feedback Evening 

DECEMBER 2016
December 1  Towing AGM 
December 14  Auto Repair Division

The MTA will be
closed over the 
Christmas/New Year week and 
will re-open on Tuesday January 3.

We hope you all have a very Merry Christmas and
look forward to seeing you in the New Year!
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What are your main priorities now that you 
have been elected?

The first question I asked in Federal Parliament focused on 
making sure the millions of  dollars in infrastructure election 

promises made by my predecessor would be honoured. One 
of  the most expensive was a promise of  $14m for a B double 
route into the heart of  the Adelaide Hills to service Thomas 
Foods International but also other transport operators and our 
horticulture industry which is negotiating for Pest Free Area 
(PFA) status to push into export markets. Fast, efficient and safe 
transport routes and the PFA are high priorities for Mayo. More 
recently, my electorate has been hit hard by storm damage 
in the wake of  severe storm events. At a very early estimate, 
four councils in my electorate are facing road damage bills 
approaching $10m. One major transport route – Montacute 
Road – collapsed so catastrophically it will cost millions and 
require specialist engineering advice. The Adelaide Hills council 
has been told it is not eligible for state emergency funding. My 
priority is to do what I can to lobby for Federal help. A bill in 
the millions will have a significant impact on the rates and hip 
pockets of  my constituents. 
Besides transport, I have also promised my electorate that I will 
push hard for a 24-hour doctor at Mt Barker Hospital, which 
services one of  the fastest growing regional centres in the 
country. I am also determined to fight the State Government 
on its move to remove ‘country status’ and vital funds from the 
other country hospitals in my electorate.

What do you see as they key issues for South 
Australia from a business perspective?
One key issue is supporting small business, the largest 
employer in my electorate. We will back the Turnbull 
Government’s tax cuts for companies but only on the basis 
that they will help companies such as Beerenberg in Hahndorf  
which is committed to SA and is taking full advantage of  
our quality food image. We need to support and help those 
businesses who see their future in SA. My electorate has one 
of  the highest youth unemployment rates in the nation – 17% in 

some areas – and if  we don’t invest in local industries and 
back local industries we will continue to lose our young people 
to other states.

How do you see as your role in the new 
Parliament?
My role is to represent the people of  my electorate and to do 
what I promised – “make Mayo matter”. I will work hard to 
bring their interests to the fore. As the first NXT member in 
the Lower House, my role is also to demonstrate how the 
sensible centre will work constructively to deliver the best 
outcomes for Australia.

Where does Nick Xenophon fit into this?
We work as a team. All my Federal colleagues work together 
to deliver the Nick Xenophon Team platform. We bring 
different skills and life experiences to politics and we respect the 
strengths we bring to the Party.

The Nick Xenophon Team (NXT) ran on a 
platform of “Australian Made & Australian 
Jobs”. Can you expand on your views in 
this regard?
We grow the best and we make the best so therefore we need 
to support Australian jobs and what Australia makes. We’ll 
be pushing for change to procurement rules. At the moment 
procurement is $59 billion of  Government spending, things like 
paper and uniforms. We feel that procurement laws should 
change so they look at the whole of  life, cost benefit analysis. 
We want the laws to consider not just economics but social 
benefits so Australians and Australian businesses can compete 
on a more even playing field in the tender process. We know 
that just a few years ago Rossi boots, a South Australian 
company, lost its procurement for providing our diggers with 
boots over what turned out to be a very small margin. That 
contract went to Indonesia. We’re seeing uniforms going to 
other countries such as Bangladesh because the Government is 
only looking at cost and not looking at the broader implications 
that when we buy Australian we are creating Australian jobs.

WHAT'S NEXT FOR REBEKHA SHARKIE 
BY GENEVIEVE COOPER
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Another core policy relates to regional 
Australia? What is the NXT vision for country 
people?
Politicians for too long have pushed regional Australia to one 
side, focusing on the votes and marginal seats concentrated 
in urban areas. My electorate of  Mayo is essentially a regional 
electorate. It’s my vision for Mayo and broader regional SA 
that we see investment in our regions, that we see jobs in 
our regions, whether that’s forestry, supporting agriculture or 
decentralising public service departments. We need to move 
away from this city-centric focus, particularly an east coast focus. 
Most recently the Nick Xenophon Team put out a regional, 
seasonal employment strategy that was focused around offering 
incentives to job seekers to try rural jobs without affecting their 
Newstart payments. It is our regional areas where our food and 
wine are grown and made, where our natural attractions bring 
in tourists. These are touted as being our greatest marketing 
assets and yet these are the areas where our people are most 
disadvantaged with internet and mobile services, transport and 
infrastructure. You cannot have innovation without investment.

The NXT has also been vocal on tax changes 
to boost small business. Can you outline what 
you would like implement?
Small business is never on a level playing field with big business 
because of  the economies of  scale so we feel small businesses 
need extra support. After all, small business is the biggest 
employer of  Australians. Some of  these extra supports include 
reducing the percentage of  tax that companies pay, when 
they are a true small business. We don’t support the Turnbull 
Government’s plan to reduce the company tax rate for 
companies beyond a $10 million annual turnover. Supporting 
small business in this way gives a boost to small businesses, 
allowing them to employ more people and grow their business. 
For example, in my region we would like to see a relaxation 
around the rules for Automotive Transformation Scheme which 
is currently underspent by more than a billion dollars. That 
money would allow many small businesses to develop other 
industries such as canning, juicing or bottling. It would allow
food industries to upgrade their packaging and to expand 
markets. 
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Nick Xenophon has been quite strong in 
opposing personal imports of new and 
nearly new vehicles, what is you stance on 
this issue?
I back Nick’s stance on this issue. Parallel imports would 
place enormous pressure on the car sales industry in SA. It’s 
unnecessary, cars won’t be cheaper. I believe it’s fraught with 
problems such as the honouring of  warranties. It will lead to 
significant job losses with no real benefits in return. We don’t 
need to open this can of  worms.

Given the important role the automotive 
trades, such as car dealerships, play in 
supporting local communities, do you believe 
it’s important that government not undermine 
the viability of these local employers?
According to the MTA’s own figures, there are more than 
290 MTA members who are dealers in SA and they employ 
an average of  11 staff. They are among the small business 

community that drives the economy in my electorate so besides 
the problems for consumers associated with parallel imports, 
the last thing we need to do is heap more pressure into doing 
business in this industry.

I believe it’s fraught with problems 
such as the honouring of 
warranties. It will lead to significant 
job losses with no real benefits in 
return. We don’t need to open this 
can of worms.
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On 2 November 2016, we welcomed Senator the 
Hon Doug Cameron, Shadow Minister for Skills and 

Apprenticeships and the Hon Mark Butler MP, Federal Member 
for Port Adelaide and Federal ALP President to the MTA’s 
Training and Employment Centre. 
The MTA voiced the Senate Inquiry into the Automotive 
Industry during this visit and its recommendations for increased 
funding to address skills shortages in the industry, and the need 
to work with apprentices whilst in training to help them through 
to completion in the face of  changing technology and structural 
adjustment. 
Senator Cameron and Mr Butler were appreciative of  the 
unique role the industry has to play in South Australia’s 
economic future. We look forward to working with Senator 
Cameron as he develops the Federal ALP’s training and skills 
policy for the next election. 

FUNDING REQUIRED TO ADDRESS
SKILLS SHORTAGES

The MTA has been in regular communication with 
both sides of politics regarding the concerning fall 

in automotive apprentices across the industry. 
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“Good to be in South Australia with Mark Butler MP, 
talking about apprenticeships and skills at the Motor 
Trade Association’s Training & Employment Centre. 
The Turnbull Government is ignoring the steep 
decline in apprenticeships numbers. 

As a former apprentice, I know the value that 
apprenticeships provide, and I believe government 
must do more to support apprenticeships and skills 
development.”

“We were briefed on the state of  the automotive 
training market and toured the state-of-the-art 
training facilities.

In the past three years there has been a 39 per cent 
decline in automotive apprentice commencements. 
The Automotive Industry has recommended 
the need for increased funding to address skills 
shortages. The Federal Government has not 
responded to these recommendations.”

Senator Doug Cameron 
 @senator.doug.cameron

Mark Butler MP
 @MarkButlerMP

Can’t measure the results of your online marketing?

No conversion goals coded into your website?

Specifi cally, how many leads did your online marketing generate for your business last month?

We give the motor industry the answers.

Contact:
sales@boylen.com.au
8233 9433
Level 3, 47 South Tce, Adelaide

Measure it.
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Brad Lewis is taking advantage of  an MTA Group Training 
Scheme opportunity to transform his passion for 

motorsport into a career.
Over the past two years, the 20-year-old has been part of  the 
Clipsal 500 Motor Sports Repair Team as a vehicle painter, 
and can hardly believe his good fortune to be finishing his 
apprenticeship with one of  Australia’s most recognised and 
respected Supercars teams - Brad Jones Racing in Albury, NSW. 
“As long as I can remember I’ve been a big fan of  motorsport, 
so to be involved in any way is huge,” said Brad, speaking from 
Albury, where he moved to in June.
“To be able to see another side of  the sport, and not just from 
watching on television, is a big eye-opener for sure – especially 
with the pace that repairs are completed.
“Getting the call up to move to Albury and work with Brad Jones 
Racing was an opportunity I grabbed with both hands, and I love 
my involvement.”
Brad started a school-based apprenticeship in motor mechanics, 
which was cut short because of  illness, but on his recovery he 
was more determined than ever to find a pathway into the sport.
Throughout his childhood years it was always cars that took 
his attention, with his first experience at live racing – the 
Clipsal 500 in Adelaide as a 14-year-old -cementing his belief  
in his future.
“Growing up, toy cars were the main thing I enjoyed, with 
the most memorable one a Peter Brock Commodore model 
from the 90s, which actually belonged to my brother Dafydd,” 
said Brad.
“My memory is that it was on his shelf  and I started playing 
with it and broke the spoiler, which he wasn’t very happy about. 
But he got over it and eventually I took possession of  it, and still 
have it!
“On race days I’m glued to the television, living the race with the 
drivers, no matter the type of  racing. Although Supercars, F1 and 
MotoGP are my favourites.”

“It’s a way for me to feel connected, and now instead of  just 
watching races with no emotional interest – as long as a Holden 
won – I find myself  sitting on the edge of  my seat hoping our 
team wins,” he said.
“Spray painting the cars is a great opportunity that I hope leads 
to a career as a driver.
“The MTA trainers, Matt and Dave taught me a lot, and their 
encouragement gave me plenty of  confidence – they helped 
me with aspects such as technique and style – it’s not just about 
spraying panels a certain colour.
“The MTA is a ticket into the industry. Hopefully next year I 
can race my HQ Holden in the Victorian series, and ultimately 
race V8 Supercars – especially at home in Adelaide. Then who 
knows, perhaps the sport can take me to other tracks around 
the world.”

SPRAYING A PATH TO THE FUTURE
BY ROBERT LAIDLAW

The MTA is a ticket into the 
industry. Hopefully next year I can 
race my HQ Holden in the Victorian 
series, and ultimately race V8 
Supercars – especially at home 
in Adelaide. Then who knows, 
perhaps the sport can take me to 
other tracks around the world.

Star 'student' Brad lewis has joined  
Brad Jones Racing and is full of praise  

for the MTA



Brad Lewis Apprentice
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NEW MEMBER PROFILE
JOE PASCALE, AUTO BRAKE SERVICE GLYNDE

How long have you been in business?
When I was a young man I loved cars. I remember my teenage 
years going to the speedway and stripping cars at home and 
rebuilding them. 
I started my light vehicle apprenticeship back in the late 70s – so 
I’m starting to show my age now! 
I always wanted to have my own automotive business when I 
was an apprentice. Back then I knew that’s what my future had 
in store for me. I looked up to my bosses and wanted to be as 
successful as they were. 
I purchased the business in August 1994 from the American 
company Echlin as Adelaide Brake Service. 18 months after that, 
we began trading under the Australian franchise Auto Brake 
Service.  
Eight years in, Luigi Bianco came on board as my business 
partner. It’s been the two of  us since then. I’ve been here 
22 years and Lui 14. 

How many staff do you employ? 
Including myself, there are three light vehicle technicians and one 
second year light vehicle apprentice. 

What do you enjoy most about working in the 
retail automotive industry? 
The satisfaction you get at the end of  the day when you solve a 
hard problem. It’s always satisfying knowing that you’ve done a 
good job and are helping people. We do a lot of  extra hours to 
build good relationships with our customers. 

What are some of the challenges that you have 
come across in the retail automotive industry? 
The economy isn’t as good as it should be; people are putting 
off their service and repairs. I don’t think it matters what 
industry you’re in, it’s challenging operating a small business.We 
need to find a point of  difference and provide a great service.

What is your advice to someone looking to start 
a new business? 
It’s a good industry; if  you enjoy it, stick with it and learn as 
much as you can about cars. The more people you speak to 
with experience, the better technician and business owner you 
will be. 

Why did you join as a member of the MTA? 
It’s very important to be a MTA member in today’s business 
environment. We require access to the right legal advice, 
assistance for work practices and guidance in complying with all 
the Work Health Safety legislation. 

Adelaide Autohome

Auto Brake Service Glynde

Auto Craft Paint & Panel 

Bridgestone Select Dernancourt

Bridgestone Select Norwood

Bridgestone Select West Lakes

Challenger Motor Group

Crystal Air

Jeffries Vehicle Detailing

Madaz Mechanical Pty Ltd

MJN Mechanical

Naracoorte Freight Centre Pty Ltd

Oil Change Xpress

SM Auto Repair P/L

Supreme Crash Repairs

Ultra-Tune Stirling

Welcome to our new members



CONSIDERING AN APPRENTICE?

Hiring staff  can be difficult at the best of  times. That’s why at the MTA we try and make the process of hosting an apprentice as 
easy as possible. Using the MTA provides access to our extensive apprentice application process, allows improved flexibility if  
your apprentice isn’t working out and MTA apprentices arrive with their own tools and PPE right from the start.
 
We also take responsibility for the WorkCover, payroll tax, wages and super, leaving you to get on with running your business. 
If  you are increasing your FTEs, you may be eligible for a Government grant of  up to $10,000 and we only bill you when your 
apprentice is at the workshop.
 
“I can confidently say that hosting an apprentice through the MTA is the best way to do it.” Roly McCreanor, Roly’s Automotive
 
If  a hassle free apprentice is what you’re looking for call the MTA Training and Employment Centre on 08 8241 0522 or email 
jpolgreen@mta-sa.asn.au for more information.
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KIA
132-138 Jubilee Highway West - Mount Gambier

MAZDA, NISSAN AND USED CARS  33-41 Penola Road - Mount Gambier

ISUZU AND IVECO TRUCKS. ISUZU UTE. SCANIA (SERVICE AND PARTS)

203 Jubilee Highway West - Mount Gambier

On the 1st July, 1956, Owen G Roberts moved from 
Shepparton (Vic) to Mount Gambier to take over the 

GMH dealership from May & Davis, with an initial staff 
of 14. Since then, O G Roberts & Co has expanded 

to become a dynamic new and used car businesses 
incorporating 5 new car plus 2 new truck franchises 

and employing over 85 staff across 3 locations.

On Going Relations for

HOLDEN
132-138 Jubilee Highway West - Mount Gambier

Owen Gwilym Roberts is the ‘name 
behind’  O G Roberts & Co, celebrating 

60 years in business.

O G Roberts & Co was established by Owen Gwylim Roberts 
in 1956 when he took over the Holden Dealership in 

Mount Gambier – “ May & Davis. “
Better known as OG, his name became the brand of the 
dealership and was well recognised for the 20 years he 
spent working actively in the motor industry and for many
years after.
OG was a visionary and understood the importance of  good 
customer and sta�  relations.
These same business philosophies have been grown and 
enhanced by his son Peter, who took over the responsibility 
of  the dealership in Mount Gambier in 1979, on OG’s retirement.
Over the next 40 years Peter has developed the business 

16 OG Roberts 60 Year Anniversary

THE OGR STORY - 60 YEARS ON
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Peter Roberts of  OG Roberts & OGR Trucks was awarded the Barry Maney OAM service to the industry award for his dedication, passion 
and outstanding service to the industry.  (L-R) MTA Field Offi  cer Franco Albuino and Peter Roberts.
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with his own stamp, taking on new franchises and developing  
the three dealership sites that the company now operates from.
Today the business operates with 5 new car franchises and 2 
truck franchises – still maintaining the original Holden franchise.
Peter has maintained and developed the culture of  staff relations 
with 85 staff currently employed.
Interestingly, company coaching is a strong part of  good business 
practise today, but OGR employed a company coach some 15 
years ago, to grow and develop team culture – well before it 
became popular.
OGR also developed its own Customer Care programme  
some 20 years ago, with the emphasis being on owner 
 follow up. Peter has invested substantially in this side of  the 

business, developing the On Going Relations culture.
Reinvestment in infra structure, technology and promotional 
activity keeping branding and profile strong have also been vital 
parts of  business operation.
Supporting local community events and clubs is also a strong 
mantra of  the company, with banners and signage being visible at 
most sporting ovals in Mount Gambier. 
Peter’s commitment to the business has incorporated his 
involvement on both Manufacturer’s and Industry Boards. This 
has given him the opportunity to take regional issues to a state 
and national level, and also to gain a wider understanding and 
knowledge of  industry issues outside the Dealership.
His Life Membership of  the MTA reflects his dedication to  the 

18 OG Roberts 60 Year Anniversary
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motor industry and the dealership. This opportunity has allowed 
him insight and knowledge into many aspects of  industry issues 
that reflect on the day to day operations of  any dealership.
Peter relinquished his Dealer Principal roles for most car 
franchises to his son Bryce 3 years ago, while his focus has been 
consolidating the Truck and Isuzu Ute Dealership after the merger 
with J & B Inter. While this has had challenging aspects his 40 
years of  experience has certainly been an asset.
Bryce started his career at OGR in 1995 and since then has 
gained knowledge of  the business operations by working in all the 
departments involved in running the company under the guidance 
and mentorship of  his father Peter.
As Peter says  “60 years is a long time by anyone’s standards, but 

frankly I don’t put much credence in the length of  time, it is what 
you do in that time that really counts.
I was fortunate to have a father who was totally focused on 
continuous improvement (even though it may not have been 
called that in those days).
We have always had a culture of  looking after our customers, 
developing and training top young people, and investing in the 
very best technology and equipment.
It has never been about just making money, because if  you do all 
the basics right that will happen just as a consequence .
These philosophies have stood us in good stead for 3 family 
generations and I am confident that they will ensure the success 
of  OGR well into the future. “

19OG Roberts 60 Year Anniversary

 OG Roberts have been long term members and strong 
supporters of  the MTA. A life-member of  the MTA, Peter 
in particular has been heavily involved in the MTA, holding 
representative positions over the past 34 years including 
President, Vice President, a member of  the Executive and 
Board of  Management. Peter has also been a Director of  the 
national body, MTAA. 

I congratulate Peter, Bryce and the team at OG Roberts,
60 years in business is a great achievement. Well done!

Paul Unerkov, MTA CEO
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INDUSTRY NEWS
Federal Treasurer’s Business Forum

MTA CEO Paul Unerkov attended the Federal Treasurer’s 
Business Forum held in Adelaide on October 26. The 

forum was designed to discuss ideas surrounding the strengths 
of  South Australian economy and how we can maximise them to 
create jobs. 
In addition to the Treasurer, the Hon Scott Morrison MP, the 
Education Minister Senator the Hon Simon Birmingham and 
Defence Industry Minister the Hon Christopher Pyne MP were 
on hand. Topics included increasing the skills base of  workers 
through better training, building business confidence, removing 
red tape burdens, aligning South Australia with other States 
for compliance, making workplace legislation easier to use for 
business and reducing the cost of  staff costs through penalty rate 
reform. 
The MTA was engaged on all these matters also adding the 
importance of  making sure there was proper support for existing 
businesses through access to government grants. These issues 
are now being considered by the Government and further 
information will be made available in due course. 

Franchise Unfair Contract Terms
New laws outlawing unfair contract terms began in early 
November this year.
The law applies to a standard form contract entered into or 
renewed on or after 12 November 2016, where:
•	 it is for the supply of  goods or services or the sale or grant of  

an interest in land
•	 at least one of  the parties is a small business (employs less 

than 20 people, including casual employees employed on a 
regular and systematic basis)

•	 the upfront price payable under the contract is no more than 
$300,000 or $1 million if  the contract is for more than 12 
months.

•	 If  a contract is varied on or after 12 November 2016, the law 
will apply to the varied terms.

A standard form contract is one that has been prepared by one 
party to the contract and where the other party has little or no 
opportunity to negotiate the terms – that is, it is offered on a 
‘take it or leave it’ basis.
The law sets out examples of  terms that may be unfair, including:
•	 terms that enable one party (but not another) to avoid or 

limit their obligations under the contract
•	 terms that enable one party (but not another) to terminate 

the contract
•	 terms that penalise one party (but not another) for breaching 

or terminating the contract
•	 terms that enable one party (but not another) to vary the 

terms of  the contract.

Ultimately, only a court or tribunal (not the ACCC) can decide 
that a term is unfair.
Importantly, terms that set the upfront price payable under the 
contract are not covered by the law.
The MTA will continue to help members who have issues in this 
area. If  you are being pressured over a standard form contract 
contact the MTA. 
T: 8291 2000
E: mta@mta-sa.asn.au 

ACCC Market Study into New Car Retailing
The ACCC has issued its discussion paper for the Market Study 
into New Car Retailing.
This market study will examine whether industry practices 
are consistent with what we would expect from a competitive 
market. In particular, practices relating to:
•	 consumer guarantees, warranties and new cars
•	 fuel consumption, carbon dioxide (CO2) and noxious 

emissions, and car performance
•	 post-sale service arrangements
•	 access to repair and service information and data.
It will explore the broad structure and operation of  the new 
car retailing industry, assessing whether market characteristics, 
including new car buyer behaviours and expectations, are 
conducive to competition.
Included in this discussion will be consideration of  lemon laws 
and personal imports. 
The MTA is working with MTAA to develop a comprehensive 
response to the issues raised in the discussion paper and be 
putting forward a very strong case to ensure that new car 
retailers are not unfairly targeted by the ACCC. 

A standard form contract is one 
that has been prepared by one 
party to the contract and where 
the other party has little or no 
opportunity to negotiate the terms 
– that is, it is offered on a ‘take it or 
leave it’ basis.
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ASIC Investigations into Flex Commissions and 
Insurance Add Ons
There has been a lot of  activity taking place in relation to these 
two issues. 
Our submission to ASIC highlights that it does not understand 
the fl ex and insurance sales channels that fi nancier and insurers 
seek to access.
The MTA has argued that evidence of  ‘systemic failure’ in fl ex 
commissions is unproven and l abolishing fl ex commissions 
entirely will force out certain consumer who cannot obtain 
fi nance elsewhere and led to worse consumer outcomes. It 
will also increase number of  unsafe vehicles on the road and 
unfairly targets auto dealers to the benefi t of  banks and fi nance 
companies.
Pleasingly, ASIC appears to be moving somewhat on its 

initial proposals and seems willing at this stage to come to a 
compromise, which is still being worked through. 
Regarding Insurance Add Ons, the MTA agrees with some of  the 
concerns ASIC has raised regarding the insurance products that 
are being sold through the dealership channels. Unfortunately, 
what ASIC has failed to appreciate is that this is an entirely 
separate issue from remuneration for using those channels. 
In both the fi elds of  fi nance and insurance, consumers have 
the right to seek these products elsewhere but prefer the 
convenience and availability off ered by dealerships. 
The MTA is of  the view that attempts to outright regulate the 
amount of  commission received in both instances could be in 
contravention of  cartel conduct and price fi xing provisions of  
the Australian Competition and Consumer Act 2010. We will 
continue working with AADA and ASIC to develop a solution on 
these matters. 

The RAA have begun auditing their approved repairer network. 

The MTA can conduct a walk thru inspection and provide 
recommendations and support to fill the gaps identified. 

Book your inspection today:
T: 8291 2000
E: IContact@mta-sa.asn.au

Only $99 for members!

Available until 31 December 2016
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These vehicles have three separate 
Service Interval Indicators (SII): 

Oil, Inspect, and Date. The appropriate 
service indicator should be reset, 
depending on the service carried out. The 
SII can be reset using a suitable scan tool 
or by following the procedure described 
below. However, some early models can 
only be reset using a suitable scan tool.
• To enter the SII reset mode, turn the 

ignition to ON with the reset button 
depressed.

• The display will now fl ash ‘Service’. 
• When the display stops fl ashing release 

the button.

• Oil – The display will now show ‘Oil’. 
To reset the oil change indicator, push 
and hold the button for more than
5 seconds. To move onto the ‘Inspect’ 
resetting stage, without resetting the 
‘Oil’ indicator, briefl y depress the 
button.

• Inspect – The indicator should
now display ‘Inspect’. To reset
the inspection indicator, push
and hold the button for more than 
5 seconds. To move onto the ‘Date’ 
resetting stage, without resetting
the ‘Inspect’ indicator, briefl y depress 
the button.

• Date – The indicator should now 
display ‘Date’. To reset the date 
service indicator, push and hold the 
button for more than 5 seconds. To 
sidestep the ‘Date’ resetting stage, 
briefl y depress the button.

• The display will show ‘End’, followed 
by the type and distance to the next 
service.

Note: The above procedure needs to 
be carried out briskly, as the instrument 
cluster will exit the service indicator reset 
mode after more than 10 seconds after 
the last button depression.

SERVICE INDICATOR RESET

Reset Button

If you’re working on the Land Rover Discovery 3 2005 – 2009
or Range Rover Sport 2005 – 2010 there are three separate 

Service Interval Indicators (SII) to look for - Oil, Inspect, and Date.
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Like most vehicles, the ZD30 Patrol 
engine management has a number of  

fault codes that indicate that the ECM is 
faulty. Mechanics that have passionately 
replaced these (expensive) ECMs, have 
usually found that the same fault codes 
present themselves when the new ECM 
is fi tted. As applies in other areas of  life, 
it is always better to think things through 
clearly before acting on our fi rst impulse.
Power supply to the ECM and associated 
circuits is a major source of  concern in 
these vehicles. In addition to the power 
circuits, are the numerous earths that 
can be loose, corroded, or have bad 
contact. The most common fault code 
that presents itself  is code 2, but codes 
10, 11, 14, and 15 can also occur.
If  you are inspecting a ZD30 Patrol, 
and it has any of  these fault codes 
in its memory, you need to check all 
the relevant power and earth circuits. 
Correctly checking these connections 
involves removing, cleaning, and 
tightening each connection.

Steps
• At each connection you need to:
• Separate the connections and clean 

with a wire brush or some emery 
paper. 

• Spray with a good contact cleaner. 
• Ensure that the cables are crimped 

securely and there is no corrosion of  
the terminals.

• Reattach connections securely.

Power
Before checking and repairing any 
connections you must disconnect the 
negative battery terminal. Then remove, 
clean, and tighten the following:
• Positive battery terminal and leads.
• Starter motor solenoid; check the 

connection from battery, and the 
connection between solenoid and 
starter.

• Fuse box harness connectors.
• Check for corrosion at the fusible links.
• Alternator main connection, and check 

regulator connector.

Earth
• With the battery earth terminal still 

disconnected, remove clean, and 
tighten the following:

• Negative battery terminal and leads.
• Negative lead connection at battery 

support tray.
• Negative lead connections at the inlet 

manifold.
• ECM and pump grounds at the inlet 

manifold.
Body to block cable and other engine bay 
ground wires.
Once all these connections are cleaned 
and tightened, reconnect the negative 
battery terminal and check that the fault 
codes have cleared.
While enthusiasm can be a good
thing, taking a measured approach to 
repairing vehicles is an advantage. A
little time spent methodically and 
carefully checking power and earth 
connections can often save you many 
frustrating hours and the cost of  replacing 
the wrong parts.

POWER AND PASSION
Y61 AND D22
2000 – 2010

Fuse Box Harness Starter Solenoid Battery Terminals

The most important 
connections on any electronic 

equipment are those for 
power and earth.

Note:
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BUSINESS PARTNERS INDEX
EFTPOS FACILITIES

Commonwealth Bank 
The MTA off ers ultra-competitive EFTPOS transaction 
rates for members through our partnership with 
Commonwealth Bank.
Please contact the MTA to fi nd out the latest deal.
T: 8291 2000

EMPLOYEE ASSISTANCE

Access Programs Employee Assistance 
Program 
Services to MTA members at the sessional rate of 
$130* (plus GST) without any retainer. Five convenient 
locations: Adelaide, Bedford Park, Elizabeth, Salisbury, 
Noarlunga.
T: 8210 8102 
www.accesssa.com.au

HEALTH INSURANCE

Health Partners 
MTA’s preferred Health Insurance Provider for
Members, Members’ employees and MTA Staff . Their 
off er includes a 6% discount on any health insurance 
product when paid for by a direct debit and 10% discount 
on special corporate packaged products when paid
for by direct debit. Importantly it does not matter 
whether you are simply looking for basic extras covers 
or the top level hospital and extras cover, the discount 
will still apply. For more information contact the Health 
Partners Sales Team. 
T: 1300 113 113  E: sales@healthpartners.com.au
www.healthpartners.com.au/MTA

FINANCE

Working Capital Finance 
MTA’s partner in working capital services off ers 
members factoring at a discounted rate of 1.75%* and 
is only available to MTA members! No business fi nancial 
statements - no details on your assets - no details on 
your other liabilities.
T: 02 9968 2328  E: admin@workfi nance.com.au
www.workfi nance.com.au

ENVIRONMENTAL ADVICE

GreenStamp 
MTA Members can benefi t from environmental 
compliance advice, briefi ngs, training and on-site 
assessments. GreenStamp is an accreditation program 
that recognises and promotes businesses which have 
implemented sound environmental practices. 
T: 8291 2000  E: IContact@mta-sa.asn.au 

PARTS BUYING

Capricorn 
Capricorn Society Limited is the largest independent automotive parts buying 
co-operative in Australia, providing the majority of parts and services to 
mechanical workshops, service stations and crash repairers throughout the 
country. Call toll free to fi nd out how you can save your business both time and 
money. 
T: 1800 EASIER (1800 327 437) 

BDO
BDO is one of the largest full service accounting and 
advisory fi rms in Australia. At BDO we are committed 
to the automotive industry, having provided a broad 
range of services to a wide range of clients in the 
industry for over 30 years, and now look to extend that 
to MTA members. Contact Tony Simmons. 
T: (08) 7324 6038  E: Tony.simmons@bdo.com.au
www.bdo.com.au

ACCOUNTING

MTA Group Training Organisation 
When you host an apprentice through MTA, you don’t 
have to worry about advertising, interviewing, medical 
checks or being the legal employer for the Contract 
of Training. We shortlist based on the criteria you set, 
meaning we’ll fi nd you an apprentice that is right for your 
business. Forget WorkCover, payroll tax, annual leave, 
sick leave, training fees, wages and super - we’ll take 
care of that. And there’s more - MTA Field Offi  cers also 
conduct regular workplace visits and contacts to ensure 
you and your apprentice have the support you need. 
T: 8241 0522  E: adminroyalpark@mta-sa.asn.au

APPRENTICE HOSTING

AUDITS

MTA Audits 
The MTA can provide WHS & HR workplace 
inspections and provide recommendations and support 
to fi ll the gaps required.
T: 8291 2000
E: IContact@mta-sa.asn.au

CORPORATE MEMBERSHIP

The Qantas Club
The MTA Corporate Qantas Club membership scheme is open for MTA 
members and their partners and off ers considerable savings. MTA members 
save $220* upon initial application and reduced annual renewal fees.
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UPSKILLING TRAINING

MTA Registered Training Organisation 
MTA o� ers Upskilling courses to upgrade the skills of 
qualifi ed automotive technicians. Courses include Air 
Conditioning, Common Rail Diesel, Forklift, Hybrid & 
Battery Electric Vehicles, Recognition of Prior Learning, 
SRS Airbags, Welding Qualifi cation Preparation Course, 
Welding Qualifi cation Test and Wheel Alignment. 
Members receive a discounted price on courses. 
T: 8241 0522
E: adminroyalpark@mta-sa.asn.au

WEBSITE SERVICES

OurAuto Digital 
OurAuto Digital specialises in online
•  marketing solutions that are tailored to your
•  business, including website design, online
•  marketing, and website hosting. Obtain a
•  quote and fi nd out how OurAuto Digital can
• help your business. 
T: 1300 687 288 
ourautodigital.com.au

WORKPLACE RELATIONS & EMPLOYMENT LAW TRAINING

MTA Training
MTA o� ers courses designed to help manage people, 
ensure compliance, navigate the complex regulatory 
environment & tackle di�  cult workplace issues. 
Courses include Address Customer Needs , BSB41415 
Certifi cate IV in Work health
and Safety, Bullying in the Workplace, Establish E� ective 
Workplace Relationships, Fire Warden Training, In 
Service Testing & Tagging, Legislative Compliance for 
O�  cers, Manage Your Workers: IR/HR Basics, Return 
to Work SA Scheme Training, WHS for Managers 
& Supervisors, WHS for Workers and Workplace 
Inspection Training. Members receive a discounted price 
on courses. 
T: 8291 2000  E: IContact@mta-sa.asn.au

BUSINESS INSURANCE

OurAuto Insurance
OurAuto Insurance provides smart, reliable solutions to 
automotive businesses. OurAuto Insurance is the MTA’s 
preferred supplier of insurance for members and can 
give you the right cover at a competitive price. 
T: 1300 687 288
ourautoinsurance.com.au

CORPORATE MEMBERSHIP

Kemps National Debt Recovery
Kemps o� ers a comprehensive and professional debt collection service. We are 
wholly SA owned and operated with our o�  ces in Adelaide CBD.
With no up-front fees and the ability for our customers to monitor the 
collection process online, Kemps can o� er collection services for both local and 
interstate debts. A competitive commission rate is o� ered to MTA members. 
T: 8418 1450.

Prestige Wash Systems 
Supply and installation of industrial 
and commercial vehicle wash 
systems, water management 
and recycling systems or 
environmental solutions
for your business. Prestige Wash 
Systems o� ers free specialist 
advice and site inspections. 
Members receive 5% discount on 
all products and systems.
T: 8270 6529

WASH SYSTEMS

Southern Cross Personnel 
Southern Cross Personnel 
o� ers all MTA members the 
opportunity to source skilled 
candidates nationally, locally and 
from overseas. We provide short 
term and permanent solutions for 
your business and can tailor the 
services to suit each members’ 
specifi c requirements.
T: 8357 1882  E: info@
southerncrosspersonnel.com

CORPORATE MEMBERSHIP

PRINTING & GRAPHIC DESIGN

MTA Print 
MTA Print is your one stop shop when it comes to 
your printing needs – we are more than just business 
cards!  We are small run digital & o� set specialists, with 
services including motor trades stock stationery, forms 
& products ($25 trade plate covers), an in-house graphic 
designer for your logos, printing, digital advertising and 
social media, special product sourcing (you ask, we fi nd), 
books, pads, sequential numbering and perforation for 
invoice books, job cards, fl yers, stickers (service & lube 
as well), booklets and training manuals.
MTA Members get a 20% discount on all products, 
except our business cards. They’re hot for everyone.
T: 8440 2666  E: print@mta-sa.asn.au 
www.mta-sa.asn.au/MTAShop

TECHNICAL REPAIR 
INFORMATION

OurAuto Tech-Centre
OurAuto Tech Centre is Australia’s 
most comprehensive technical 
repair information resource. MTA 
members receive a 20% discount.  
T: 1300 687 288
tech-centre.com.au

SUPERANNUATION

MTAA Super 
MTAA Super is the industry super 
fund for the automotive industry. 
T: 1300 362 415
www.mtaasuper.com.au
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BDO recognises that small to medium 
enterprises (SMEs) are the heart of  

the South Australian economy. BDO is 
committed to encouraging public debate 
and being at the forefront of discussion 
around South Australian business policy 
reform. Our attendance at the 2016/17 
State Budget Lock-up ensured we heard 
what is planned for SMEs fi rst hand. We 
will endeavour to continue to facilitate 
discussions and debate, advocating on 
behalf of South Australian business.
Between 22 July and the 19 August 2016, 
BDO South Australia conducted the third 
annual BDO South Australian State Business 
Survey, inviting small to medium businesses 
to participate. We would like to thank 
the 241 business owners, directors and 
senior managers who answered questions 
around taxation, government, company 
resources, cyber resilience, digital disruption, 
technology and the cost of doing business 
in South Australia. Respondents were also 
asked their opinion on the future of the 
South Australian economy.
Over the three years of the survey we 
have tracked business sentiment towards 
doing business in our state, together with 
the changing priorities and pressing issues 
confronting our business community. The 
continuing change of business models 
through digital disruption, coupled with 
the risks posed by cyber-crime refl ect 
these new challenges confronting business. 
Overall, South Australia’s small and medium-
sized businesses are more optimistic 
about the future than they have been 
over the previous 12 months. There is a 
growing need for business to keep abreast 
of new technology and their IT security 
or risk undermining their organisation’s 
competitiveness and business continuity.
Key highlights from the survey:
• BDO is pleased to report the dramatic 

improvement in business sentiment 
in the 2016 State Business Survey, 
noting that 75% of respondents felt the 
state’s economy was fl at or growing, a 
marked improvement on last year when 

78% thought the economy was going 
backwards

• BDO has noticed a general appetite 
among clients to grow their business, 
assume more risk, and enter the South 
Australian business marketplace with 
more enthusiasm than in the past few 
years. 52% of businesses expect to 
increase their profi ts over the coming 
year, compared to 36% in last year’s 
survey

• BDO is encouraged to see 26% of  
businesses looking to employ additional 
staff  in the coming year and take 
advantage of the State Government’s Job 
Accelerator Grant Scheme. It is important 
for eligible employers to ensure that they 
register eligible employees within the 
required 90 days and make full use of  
these incentives in their quest for growth

• Finding and retaining staff  remains an 
issue for 3 in 10 businesses, a substantial  
improvement on 7 in 10 businesses 
for 2014. South Australia continues to 
export education services to the world 
and BDO would encourage our centres 
of learning to engage with local industry 
to improve employment outcomes 
owing from this strength

• 1 in 6 South Australian businesses 
reported experiencing a cyber-attack 
over the past year. BDO expects that 
cyber-crime will continue to grow and 
business must understand the risk, taking 
active steps to manage it.  Simple attacks 
like cyber criminals creating emails that 
look like a legitimate supplier or even 
internal employee interactions are 
being utilised to obtain payments.  Risk 
mitigation is not just about fi rewalls and 
antivirus  but must consider business 
process and internal controls that may 
no longer be reliable in light of these 
emerging threats

• Nearly 1 in 2 business leaders said their 
business model is being disrupted by 
emerging technologies. A majority were 
now planning how to respond to this 
but 23% either haven’t considered it or 

don’t believe they need to worry about 
digital disruption as yet. BDO suggests 
there are few if any industries that will 
be untouched by new technologies, 
and it is in every enterprise’s interests 
to consider what impact such changes 
may have on its operations in the short 
to medium term.16% said that over 
50% of their revenue comes from 
new products/services not provided 5 
years ago. Opportunities for improved 
interaction with customers, threats from 
competitors automating the services 
provided and weaknesses in manual 
business processes where automation 
can achieve the same result are all 
examples of changes that are rapidly 
occurring within industries

• 68% of respondents did not know that 
information was freely available at data.sa 
which could support their business. This 
is a useful portal, and BDO encourages 
the South Australian Government to 
harness the data resources that it has 
available and expand the information that 
can be accessed by business via this and 
other means

• 70% of South Australian businesses 
would like to engage with Government 
at a greater level, however 66% have 
not initiated any meaningful form of  
engagement. We would encourage these 
businesses to invest some time in the 
“Meet the Buyer”  and similar events 
to understand how they can become 
a provider of services and products to 
Government. BDO would like to see 
the State Government address lingering 
barriers, such as the onerous costs and 
pre-qualifi cation hurdles for tendering for 
government work.

We would like to thank the MTA, who 
shared the survey throughout their network. 
Thank you also to all of the businesses that 
participated. 
For a copy of the full report please go 
to www.bdo.com.au/sasbs or for any 
questions please contact David Fechner, 
Partner, BDO on (08) 7324 6000.

BDO Column26

2016 BDO SA STATE BUSINESS SURVEY
STEVE FIMMANO, BDO AUTOMOTIVE
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Dealers that do the right thing have nothing to worry 
about when staff  from Consumer and Business Services 

(CBS) contact them or pay them a visit as part of the 
routine monitoring and compliance program.

CBS Column 27

Such visits remind dealers that they 
have certain obligations they must 

meet, and gives consumers confi dence 
that the industry is being held to account.
CBS has recently released its Compliance 
and Enforcement Policy, outlining its 
priorities for the next 12 months and the 
action that may be taken if  a breach is 
detected. 
CBS sought the views of  industry bodies 
and stakeholders to help shape the policy 
which will be reviewed on a yearly basis.
The policy outlines priority areas for 
particular industries, and for second-hand 
vehicle dealers these include:
• unlicensed sellers of  second-hand 

vehicles;
• licensed dealers operating their 

business from their residential 
premises as consumers are often 
unaware that these people are 
licensed; and

• odometer tampering as it 
misrepresents the product being sold 
to the consumer.

Achieving compliance and enforcing the 
Second-hand Vehicle Dealers Act 1995 is 
an important priority for CBS. To assist 
with this, there are three key business 
units that work to assist consumers 
and traders in resolving disputes and 
understanding their rights and obligations. 
These units are:
• Education and Engagement
• Advice and Conciliation
• Compliance and Enforcement.
Educating the industry about their rights 
and responsibilities under consumer 
law and second hand vehicle dealers 

legislation is often eff ective in preventing 
breaches. CBS seeks to provide 
information to licensed dealers and send 
strong messages to unlicensed sellers 
to make sure they understand the type 
of  conduct that is acceptable, as well 
as encouraging best practice in their 
interactions with consumers. Education 
can take the form of  visits to individual 
traders, presentations to dealerships, 
stakeholder forums, targeted education 
campaigns and meetings with industry 
representatives. 
CBS provides practical advice to 
consumers to assist them in resolving a 
dispute with a licensed dealer and also 
provides a conciliation service. Resolving 
the dispute is not always the end of  
the matter. If  a breach of  legislation is 
identifi ed CBS will consider whether any 
further action should be taken.
CBS focuses on issues where there 
is the greatest harm or risk and 
any enforcement action taken is 
proportionate to the level of  harm and 

seriousness of  the breach. The breaches 
may be detected through compliance 
visits or reports from members of  the 
public or industry - particularly where 
unlicensed selling is suspected.
Once the matter has been assessed, CBS 
will consider appropriate action such 
as a written warning, public assurance, 
undertakings, public naming, expiations, 
disciplinary action, civil remedies or 
prosecution.
CBS conducts investigations in a manner 
that is professional, timely and eff ective.  
Should you fi nd that you are being 
investigated by CBS you will be given an 
opportunity to respond to the allegation.
CBS welcomes reports of  potentially 
unlawful conduct and encourages any 
dealer who is unsure about any of  their 
obligations to contact the MTA, refer to 
the CBS website, or to seek their own 
legal advice.
The new CBS Compliance and 
Enforcement Policy is available at
cbs.sa.gov.au

CBS welcomes reports of potentially unlawful 
conduct and encourages any dealer who is 
unsure about any of their obligations to contact 
the MTA, refer to the CBS website, or to seek 
their own legal advice.

WORKING TO ACHIEVE COMPLIANCE
DINI SOULIO, COMMISSIONER CONSUMER AND BUSINESS SERVICES
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More and more people are using their
phone to research your business.

THE FUTURE IS IN YOUR HANDS

If  you could choose to have one in four customers, or three in 
four customers, which would you choose? Three in four is the 

obvious answer.
That rule of  thumb of  three in four is critical to your marketing 
if  you want to attract people aged in their 20s and 30s. 
In fact, if  this demographic is important to your business, it’s 
time to ruthlessly audit your marketing strategy.
Because they grew up virtually connected from the crib, this 
demographic are sometimes referred to as “dIgitial natives” … 
and the predictions about how this upbringing would infl uence 
their behaviour are all coming true.
It’s mind blowing just how diff erent these Millenials are to 
people aged 35+. (Millenials are aged 19-35 in 2016.) 
They are twice as likely to review your organisati on via their 
phone than the generati on ahead of them. “86% found 
directi ons or contact details for a business with their phones 
in the past three months.” Chances are you’ve done it yourself. 
That means your marketi ng strategy has to become “mobile 
fi rst”, not an aft erthought. And if your website doesn’t reduce 
beauti fully into phone format, you’re in serious trouble.
Google research tells us that: “74% rely on their phones more 
than, or at least as much as, they rely on their desktops when 
searching for information, ideas, or advice.” That’s three people 
researching on their phone, compared to one on their desktop.
As one writer put it: “Desktop is dying and mobile is killing it.”
It’s not just having a mobile website that counts, it’s how you 

deliver information on a phone screen that determines how 
successful you will be. Google research is highly informative in 
this regard. They give you insights into how your site should 
work on mobile view. Here are two examples:
Cars. “Car buyers spend up to 15 hours online researching, 
comparing and learning. When people browse the web for 
automobiles, they want to see pictures and visuals of their 
dream car. In fact, about half of Google searches for cars 
contain images.” Your mobile website must deliver on these 
factors, or you are removing yourself from the ‘game’.
Accommodati on:  “When people search for hotels, they’re 
looking for informati on like rates, availability, locati ons, 
user reviews, editorial descripti ons, Google Street View, 
and high resoluti on photos.” If you are primarily an 
accommodati on hotel, these factors need to be top of mind 
when working out what your customer experience will be 
online … and on phone. If you are a mixed off ered hotel, 
“Accommodati on” or “Rooms” might be one of the prominent 
navigati on elements on the fi rst screen of your mobile website. 
One users click this opti on, they need quickly access the 
informati on detailed above. 
It’s diffi  cult keeping up with digital change. If  you can’t, make 
sure you employ staff  who can, or look externally in the same 
way you use accountants, lawyers and refrigeration mechanics!
For assitance go to www.boylen.com.au or contact Tim Boylen 
on (08) 8233 9433 
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A Free Advertising Section For MTA membersCLASSIFIEDS
EMPLOYMENT OPPORTUNITY

GAWLER BODYWORKS requires an 
experienced full-time panel beater for 
an immediate start. Applicants must be 
Trade qualifi ed, have a sound knowledge 
of manufacturers and repair procedures 
and able to produce quality work while 
working un-supervised. Wages negotiable 
on qualifi cations and experience.
Phone: (08) 8522 3422
Email: admin@gawlerbodyworks.net

ADELAIDE BRAKE & MECHANICAL in 
SA licensed & accredited to install Dexter 
electronic stability/sway control to electric 
braked trailers. Ph: (08) 8349 9934.
sales@adeliadebrakemech.com.au

TUMBY BAY, CUMMINS & WUDINNA 
QUALIFIED DIESEL TECHNICIAN. Proven 
experience in farm/agricultural machinery, 
Strong focus on customer service. Excellent 
diagnostic skills & passion for providing 
quality service. Resume and cover letter to: 
PO Box 70, TUMBY BAY SA 5605 or
email careers@curtistumby.com.au
For more information call 0427 557 272

LOCATED LONSDALE, SOUTH 
AUSTRALIA. Alloy and Stainless steel 
welding service, Small or large fabrication 
jobs, machining service’s. Same day service 
for small jobs. Walk ins welcome. Solid 
Engineering and Mechanical. Call Cameron 
(08) 8382 9629

REPCO AUTHORISED SERVICE has 
positions available for Mechanics & 
Managers. Experienced and/or qualifi ed. 
Work near home with 43 sites all around 
Adelaide metro and country SA. Looking
for a change? We off er benefi ts above
the award. Great career opportunities.
Email kclark@repco.com.au

SERVICE TECHNICIAN – O’Connors 
Bordertown. Qualifi ed or 4th year 
apprentice Service Technician for Case IH 
machinery. The successful applicant will have; 
Competent technical skills, Organisational 
skills, Excellent time management, Self-
motivated and enthusiastic. An attractive 
employment package will be negotiated 
depending on skill level. Contact Lisa Day 
0427 306 214 - lisa.day@jjoconnor.com.au

AUTO ELECTRICIAN/MOTOR 
MECHANIC - Fulltime qualifi ed person, 
located in the Copper Coast Triangle, 
SA. Required to be multi-skilled and 
experienced working mobile or onsite 
on all types vehicles. Refrigerant handling 
license is essential. If you are looking for a 
sea change? Call Danny on 0428 252 400 or 
jdautoelectrical@bigpond.com

WANTED TO SELL

FOR SALE Beissbarth micro tech 840 
wheel balancer in good working order 
$2000.00. Reason for sale up-grade, pic’s 
available. Contact Maria Piantedosi 08 86 
833702 business hours

FOR SALE Mercruiser Alpha 1 Gen 1 
gearbox leg and transom assy complete 
$1600. Ph: (08) 8349 9934.

FOR SALE 350 chev vortex engine,
4 bolt mains, roller lifters, requires overhaul, 
suit racing both car or marine. $1500.
Ph (08) 8349 9934

1998 SCANIA 144G & PARSONS 34FT 
TIPPER. Good reliable, well serviced unit. 
Selling due to ill health. Can send photos
on request. $66,000 inc GST. Contact
John Jenkin – 0418854892

BUSINESS FOR SALE. Auto electrical/
mechanical business trading for 35 years
in Morphett Vale South Australia. Situated 
on main road. Ideal for enthusiastic
person to continue developing already 
made business with large client base.
Willing to negotiate sale of business and/
or property. Owner retiring.
Email davewhan@bigpond.net.au or
Phone 0418815788

DISMANTLING OVER 600 DIFFERENT 
CARS. Most makes and models, sports, 
European and prestige vehicles including 
Holden, Vectra, Astra, Commodore, 
Barina, Cruze, Ford, Falcon, Telstar, Laser, 
Festiva, Nissan, Mitsubishi, Toyota, Mazda, 
Daewoo, Hyundai, Subaru, Kia, Suzuki, 
Honda, Daihatsu, BMW, MG, Mercedes, 
Volvo, Alfa, Fiat, Saab, Renault, Audi, 
Peugeot, Rover, VW, Jaguar and Porsche. 
Glynde Auto Spare. 5 Penna Ave, Glynde. 
Ph: (08) 83375988

BUSINESS FOR SALE A family run business 
with over 23 years of professional service 
to clients primarily residing in the Western 
suburbs. Facilities include a new reception 
area, off  street parking, workshop including 2 
spray booths, paint shop and staff  amenities. 
• Skilled staff  • Premier location • Genuine 
Sale. Contact Doug on 0412089575

FOR SALE FARM MACHINERY BUSINESS 
with excellent tillage franchises ideal as a 
family business or an opportunity for a 
large interstate machinery dealer to get 
a good start in SA. Available as free hold, 
lease premises and buy stock etc or would 
consider a partnership arrangement. Ideally 
situated. Colin.butcher@bigpond.com

CLASSIC AND AMERICAN 
IMPORTS. Vehicle sales and Imports 
classicandamericanimports.com.au
Showroom: 08 7225 1106.
Mobile: 0448 231 920

SA OIL RECOVERY. Parts washer solvent 4 
sale. Free waste oil collection. Rag & oil fi lter 
collection. PH 0408876552

WANTED TO BUY

NOW WRECKING, Holden FX - VL, many 
other makes and models 1950 - 85. For full 
list, lowtow.com.au. No text or email please. 
Ph. 0474 569 869.

CASH for BIKES, We can buy or sell your 
Motorcycle or Waverunner for you!!! 
Yamaha World 8297 0622 

NISSAN & DATSUN Dismantlers. We 
have/want NISSAN Pulsar * NISSAN Tiida * 
NISSAN Skyline * NISSAN Micra * NISSAN 
Bluebird * NISSAN Pintara * NISSAN Silvia 
* NISSAN Maxima DATSUN 1000, 1200, 
120y, SUNNY 1600 180b, 200b, 240k 
Bluebird & Stanza models in all body types. 
Wrecking NOW late model NISSAN 
xtrail, daulis FREE CAR PICK UP Grand 
Auto Wreckers - NISSAN & DATSUN 
SPECIALISTS www.grandauto.com.au or
call 8382 6066 

BOMBS WANTED – URGENT. Cash paid 
for all vehicles, smashed or end of life. We 
pick up FREE! Phone 8447 1200 for valuation 
and pick up time all areas. 1300 UPULLIT 
self-service auto dismantlers at Elizabeth, 
Gillman and Lonsdale.

OLD AUSSIE CLASSIC CAR, Holden, 
Ford or Valiant Sedan, Restored or Not, 
Contact Kym Anderson 0419949159 0r 
kym.plcvans@internode.on.net

WHEEL BALANCING MACHINE. 
Phone John 0422 897 007 

To include a free classifi ed in the Jan / Feb 2017 edition of Motor Trade, email your listing of no more than 50 
words to Cindy Ridgwell - cridgwell@boylen.com.au or fax 8212 6484 by Friday 13th January 2017. 
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COATS® DIRECT DRIVE WHEEL BALANCERS REMOVE 
RESIDUAL UNBALANCE. ANY UNBALANCE CAN CAUSE 
VIBRATIONS AND LEAD TO CUSTOMER COMEBACKS. 
WHY RISK AN UNSATISFIED CUSTOMER?

A PERFORMANCE BALANCE. THE FIRST TIME. EVERY TIME.

Balancing America’s Tyres

FOR 70 YEARS!



RESIDUAL UNBALANCE CORRECTION
Calculation of corrective weight amounts 
and placement locations minimize both 
static and couple unbalance. 

DURABLE
Equipment built to stand 
the test of time year after year.

RELIABLE
Quality engineering minimizes downtime.

EFFECTIVE
Equipment performs the job right the first time and fast.

EASE OF USE
Coats® wheel balancers’ user friendly designs will help you get 
the job done with accuracy and efficiency.

Peter van Gent
0418 124 694
peter.vangent@ammcoats.com
P.O Box 2156
Tingalpa, Queensland 4173 Australia

6450-3D Wheel Balancer 6450-3D Wheel Balancer 

1250-2D Wheel Balancer1250-2D Wheel Balancer

1150-2D Wheel Balancer 1150-2D Wheel Balancer 

V200 Wheel Balancer 

COATS® DIRECT DRIVE WHEEL BALANCERS REMOVE 
RESIDUAL UNBALANCE. ANY UNBALANCE CAN CAUSE 
VIBRATIONS AND LEAD TO CUSTOMER COMEBACKS. 
WHY RISK AN UNSATISFIED CUSTOMER?

RESIDUAL UNBALANCE CORRECTION
Calculation of corrective weight amounts 
and placement locations minimize both 

Quality engineering minimizes downtime.

RESIDUAL UNBALANCE. ANY UNBALANCE CAN CAUSE 
VIBRATIONS AND LEAD TO CUSTOMER COMEBACKS. 
WHY RISK AN UNSATISFIED CUSTOMER?

COATS DIRECT DRIVE WHEEL BALANCERS.  NO COMPROMISES. NO 
SUBJECTIVE TRADE-OFFS. 

A PERFORMANCE BALANCE. THE FIRST TIME. EVERY TIME.

Balancing America’s Tyres

FOR 70 YEARS!



Running your 
business could be 
easier.
Motor trades business benefits from those in the know.
Make buying parts easier with instant credit, access to a preferred supplier 
network and experience the benefits of being a shareholder in Australia’s 
oldest and largest automotive parts buying cooperative. 

Find out how Capricorn can help you.
1800 560 554 | join@capricorn.coop | www.capricorn.coop

For the best 
interests of 
our members

Shares are issued by Capricorn Society Limited (ACN 008 347 313).  No o�er of shares is made in this advertisement.  An o�er of shares will only made in, or 
accompanied by, Capricorn’s Prospectus and any supplementary prospectus which is available on request or may be viewed at www.capricorn.coop under 
“Corporate Documents.”  Before making any decision to apply for shares you should consider the Prospectus and any supplementary prospectus. Any application for 
shares must be made on the application form in or accompanying the Prospectus.




