
rolling back the years

20 YEARS AGO – 
JUNE 1995
In June 1995, our news was 
dominated by the Rugby 
World Cup in South Africa. 
On the 24th it culminated 
in the All Blacks loss to the 
Springboks in the fi nal. 

The ABs were clearly the 
best side at the tournament 
but, in a try-less if dramatic 
fi nal, Joel Stransky kicked a 
fi eld goal in extra time to see 
Nelson Mandela present the 
Webb Ellis Trophy to Francois 

Pienaar, the victorious skipper. 
As has been well documented, had the match been scheduled 

just a day earlier, we may not even have been able to fi eld a full 
team, such was the level of food poisoning which swept the ranks. 

Was it Suzie? Manager Colin Meads reckons Suzie was fi ctitious 
and blamed the outbreak on tainted milk. No other news mattered 
that month, really.

Auckland a fridge magnet – An international meeting had been 
held in Auckland, attended by 32 delegates from the world’s 
refrigerator manufacturers and standards offi cials, the outcome 
of which was the establishment of an accord on consumer safety 
requirements. 

Danielle Marion from Italy was Chairman of the Technical 
Working Group on fl ammable refrigerants and she visited Fisher 
& Paykel with Derek Johns, a New Zealand Safety Consultant. 
Gary Paykel was on hand for the guided tour. 

Rolling back the years: June 1995-2005

The appliance channel, as seen through the pages of Wares magazine. What was happening 
10, 15 and 20 years ago? Wares’ very own time machine, Merv Robertson, reports.

Applico’s inaugural conference – The June 1995 issue included 
a comprehensive report on Applico Group’s fi rst national 
conference. Held at the sadly defunct Hotel du Vin south of 
Auckland, the message was that Applico (agents for Smeg, 
Classique and Mastermaid) was deadly serious about supplying 
New Zealand with an increasing range of European products. 

The almost 60 delegates went away highly impressed, not just by 
the range on offer, but also by the fact that Applico had sweetened 
the whole deal with a “typically innovative incentive programme” 
for retailers and their staff. 

Joint Managing Director with Mark Jones, Robert Eng, in 
opening the 1995 conference, viewed the event as a major step 
forward in the group’s partnership development programme.

Kitchen Things by then was already 7 years old as a brand. These 
days, both Applico Group and Kitchen Things are under the Jones 
Family Investments banner. (Also see our exclusive insights into 
JFI with Mark Jones on page 14 of this issue.)

Parex, DéLonghi’s ‘Best in World’ – 20 years ago, we were 
reporting that Parex, DéLonghi’s NZ distributor was excited and 
with good cause. They had been adjudged “Best in World” for 

Mid-1995 and the world’s refrigeration experts were calling on F&P to 
see what the firm was up to. Gary Paykel showed them round.

The June 1995 issue included 
a comprehensive report on 

Applico Group’s first national 
conference.

20 years ago, Parex had been judged DéLonghi’s “Best in World” for 
sales and promotions and Sergio Carobba and Stefano Cappellini visited 
New Zealand to present the award to Paul Tooley and Diane Phillips. 
Diane is Key Account Manager at Sika these days.
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DéLonghi sales and promotions during the Domotechnica Fair in 
Germany – a terrifi c achievement. 

The award was announced by none other than Giuseppe 
DéLonghi himself, at a gathering of 500 international distributors. 
Two HQ executives, Sergio Carobba and Stefano Cappellini 
visited New Zealand to present the award to Paul Tooley and 
Diane Phillips. 

These days Diane is a Key Account Manager with Sika (NZ), a 
speciality chemicals company. I asked her about the feeling at 
Parex around being recognised in such a prestigious manner those 
20 years ago. “It was a surprise,” she recalls, “but we felt really 
excited and proud that Kiwis could compete with the best in the 
world.” 

Paul Tooley now has his own customised sales training 
consultancy and is sure he can increase your sales and margins.

doing a National Qualifi cation in Appliance Servicing. Two of 
them are ours and we have recently taken on three more who are 
not yet signed up with the ITO. We also have seven registered 
technicians.” 

Today, Axial is an authorised parts distributor for Electrolux 
Home Products (Simpson, Westinghouse & AEG) and is 
accredited to service virtually every whiteware brand. Ironically, 
Roger Blincoe believes the service industry has become harder 
with the proliferation of brands sometimes making ready access to 
parts and information diffi cult, and the fact that with retail wars 
forcing prices down, often the customer will opt for a new 
appliance over repair. 

(For more on the state of servicing in our industry today, see 
our lead feature starting on page 6 of this issue.)

What price service? – Roger Blincoe established Axial Appliance 
Servicing in 1987 and 20 years ago Wares was reporting the 
business had just won some important contracts and needed to 
expand. With an exclusive new whiteware servicing agreement 
for Hill & Stewart/Selectrix, Axial was now looking after 30 stores 
across Auckland. A new computer system was installed, fi ve 
technicians and three apprentices were fl at out and, with Eileen 
Andrew in charge, the offi ce staff doubled. 

In 1995, Roger said: “The biggest problem in the industry at the 
moment is the vast shortage of skilled qualifi ed technicians.” 
Today, Roger still laments the shortage of qualifi ed techs: “The 
situation has not improved! Currently, Skills (the Industry 
Training Organisation) has just 54 trainees across the country 

Two decades ago, Axial 
Appliance Servicing was going 

great guns. It still is but, then as 
now, there were concerns about 
getting skilled staff. The photos 

show Axial’s premises and Roger 
Blincoe and Eileen Andrew in 

1995 and today.

Appnet gets it together – By 1995 Appliance 
Network Society (Appnet) had 41 Betta 
Electrical stores up and running across the 
country. One to sing the group’s praises was 
Graeme Wingate whose business had long since been serving 
the people of New Lynn and the opportunity to join Betta was 
exciting. 

“The whole package has come together very well,” he said at the 
time. “It’s an easy name to remember and it means what it says.” 

The group’s positioning statement was “Betta Electrical, for the 
world’s best appliances” and at its fi rst conference in March 1995 
had appointed co-ordinators to handle 
advertising. Regional meetings were to be 
held and a six-member Board had been 
elected with Graeme Wingate in the 
Chair. Warren Brewin was General 
Manager. 

Graeme sold his business in 2006 and, 
with wife Mary, did some travelling 
before moving to Orewa. He is now 
Patron of the New Zealand Offshore 
Powerboat Association. Warren is CEO 
of Lifestyle Retail Group in the 
equestrian industry.

Movers & shakers 20 years ago – 
Alone but not forlorn in the June 1995 
magazine was David Haslett, who had 

Back in 1995, Wingate Betta Electrical’s Graeme 
Wingate was Chairman of the buying group’s 

board. Having sold the business in 2006, today 
Graeme is Patron of the New Zealand Offshore 

Powerboat Association.

world’s best appliances” and at its fi rst conference in March 1995 

June 1995 and David 
Haslett had been 
appointed General Sales 
& Marketing Manager 
at Simpson Appliances. 
Where is he now?

MORE AT  www.wares.co.nz
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been appointed General Sales & Marketing Manager at Simpson 
Appliances. 

David was to develop the company’s strategic planning function 
and take responsibility for the direction of the product range and, 
although I contacted industry folk who had worked with him, his 
current location is unknown. 

15 YEARS AGO – JUNE 
2000
In June 15 years ago, 
Independent Newspapers had 
just launched Stuff.co.nz in an 
Auckland cybercafé, Saatchi & 
Saatchi having conceived the 
brand name. 

Earlier in the month The 
Patriot, starring Mel Gibson, 
hit our screens and the 
Labour-led Government 
announced its Y2K budget 
which included a “suite of 
measures to assist business 

and regional development”.

Matters digital – Sony’s was a striking front cover, heralding its 
“Collection 2000”. The cover had a circular cut-out and inside 
was a DPS headlining new products for the digital age. The 
magazine’s Editorial also majored on matters digital and made the 
observation that “Multi-room and whole-house networks may 
very soon become as common as our telephone and electrical 
systems are today.” Just 15 years on and well, who predicted the 
half of it?

When cashbacks worked – The 
concept of cashback promotions 
had gathered a full head of steam 
and this time it was Sunbeam’s 
turn. More than just the $20 cash 
back on the Ellise frypan though, 
punters had the opportunity to 
“Fry their way to Fiji” by sending 
in their favourite frypan recipes 
with their cash back applications. 
The best recipe would be 
rewarded with a vacation for 
two in beautiful Fiji. These days, 
cashbacks are sometimes seen as 
yet another way to further reduce 
the shelf price of a product, rather 
than adding value. Oh well…

Whose move next? – According to Email, the world was a chess 
board and the magazine said that Ray Hughes and Kathy Dunn 
had done a great job of revealing the upcoming strategies for 
Simpson & Westinghouse cooking appliances. The dealer function 
was held in the Auckland Town Hall and a great night was had 
by all with excellent food & wine following the presentation – 
checkmate to Email. 

Floor care: “popular”? 
– Other mid-year 
1995 product launches 
included Nilfi sk 
releasing its fi rst 
worldwide offerings at 
“popular” price points 
with the GM 100 
Sprint and GM 150 
Freestyle. This was an 
Australasian initiative 
aimed to boost the 
brand’s market share, 
Nilfi sk having only 
ever played in the 
upper end. At $249 
and $349, they took 
off and dramatically 
improved the brand’s position. 

As an aside, at the time, your author 
showed ACL’s Bryce Purdy the GM 100 
sample ahead of the release and asked him to 
suggest a name. He reckoned “Sprint” 
because he always wanted to fi nish the 
vacuuming just as quickly as possible. The name caught on so well 
that its replacement was called Sprint Plus. 

Still in fl oor care, Philips had announced its withdrawal from 
the vac business but it was full steam ahead for Dyson with a focus 
on the DCO5 Motorhead. Avery Robinson described it as “The 
most powerful vacuum cleaner on the market with no loss of 
suction.” This product featured new Dyson lifetime MEMA 
washable fi lters.

When fl at panels held margin – When it came to big screen TVs 
back in the day, LCD technology could not cope with the bigger 
screen sizes and it 
was plasma all the 
way. The very fi rst 
sets sold for around 
$30,000 and in 
June 15 years ago, 
Fujitsu announced 
the next generation 
of Plasmavision 
fl at panel display 
monitors. It had a 
completely fl at 
panel with no 
image distortion 

By Y2K, the concept of 
cashback promotions had a full 
head of steam; this time it was 

Sunbeam’s turn to tempt the 
customer. 

Email Appliances had launched its latest range in March 2000; Ray 
Hughes and Kathy Dunn were the MCs on the night.

The first year of the 
new millennium 

and Nilfisk was 
for the first time 

making a splash in 
the affordable floor 
care market. Dyson 
was looking firmly 
upwards however 
with its new DC05 

Motorhead.

15 years ago, Fujitsu General wasn’t just about 
heat pumps as it is today; plasma monitors and 

displays with decent margins were core back then.
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Industry New Zealand Hall of Fame was 

established to run alongside Wares magazine’s 
annual Awards. Wares magazine and a formal 

committee comprised of respected people in the 
industry are the engine behind the Hall of Fame, 

cementing it as a reputable celebration of the 
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for a sharp, evenly focussed image from corner to corner. 
Having just recently left the fi rm this year, Kim Naylor had then 

only been in the top job at Fujitsu a couple of months at that stage 
but recalls: “We made a conscious decision to confi ne our 
distribution to independent AV specialists rather than run with 
the mass merchants, therefore asserting our position. 

“As I remember it, our new 42-inch panels retailed for around 
$7,000 [$9,900 in today’s money] and for as long as possible, we 
were determined to maintain the best margins possible, for us and 
our trade customers.”

That was 15 years ago. These days, the words “best margin” and 
“fl at panel products” aren’t often seen in the same sentence.

over Howsons Retravision 
in Wellsford, converting 
both its Wellsford & 
Warkworth stores to the Retravision brand. 

At the time, David Hall said: “The Retravision brand is the right 
one for the future.” Sadly, Retravision NZ became a casualty of the 
global recession in 2009 and Halls became an unidentifi ed ACL 
member until the Warkworth business was sold to Noel Leeming 
in November 2012. The shop in Wellsford is now a large Four 
Square store and David and Julie-Anne Hall live in Auckland 
where David is Shop Floor Manager at Noel Leeming Wairau Park.  

Wares’ Sunbeam-sponsored June 2000 Award for Excellence in 
Retailing went to Flemings Betta Electrical (now Mike Mann Betta 
Electrical) in Waipukurau with Elaine Andersen presenting the 
trophy to Tim Fleming (no relation to the owners) and his sales 
team. Tim’s winning philosophy was built around one word 
– team – simple but effective. 

Tim had a variety of retail jobs including with Brightspot YES in 
Waipukurau with Barbara Lowe, but now enjoys the freedom of 
being a handyman around town. On fi nishing with Sunbeam in 
2003, Elaine concentrated on the boarding cattery business set up 
in 1999 with husband Ross. This was recently sold and after 
celebrating 50 years of marriage in April, the pair are set for some 

serious travel.

Betta team building – The 
Mines City Resort in Kuala 
Lumpur is a fabulous 
venue, and in 2000, Betta 
Electrical held its annual 
conference there, centred 

AEIA’s Y2K awards – The Wares Awards are now well and truly 
established as the industry event that recognises and rewards 
excellence. But, back in Y2K, the Appliance & Electronics Industry 
Association (AEIA) organised its inaugural awards function at 
Auckland’s Sheraton Hotel (now of course the Langham). 

AEIA, formerly the Appliance Industry Guild, included 
suppliers, retailers and service companies alike, all signed up to the 
same charter. AEIA’s President then was Roger Blincoe and the 
Executive Director was the late Dennis Amiss. 

Not surprisingly, the three categories were Retail, Service and 
Supplier. The night’s MC was Peter Drummond, now CEO of 
Appliance Connexion, with Dick Hubbard, founder of Hubbard 
Foods and future Mayor of Auckland, as guest speaker. 

Harvey Norman took the honours in the multi-store section 
with Mason Appliances being adjudged top independent and LV 
Martin & Son picking up a special judges’ award. Trade Tech 
Products won the supplier components award whilst for fi nished 
product Panasonic was tops. Philips was recognised for advertising 
and promotions and for service dealers, The Shaver Shop in 
Auckland won in appliances and Next Electronics Petone was top 
dog in electronics servicing.

What’s afoot in retail? – In retail, Briscoes announced that Breville 
was its Supplier of the Year and Harvey Norman was celebrating 
success at the Apex Awards with Jude Walker, David Kerr, 
Heather Chowanetz, Majid Poortoossi and Roger & Christine 
Flegg on hand to accept the spoils. Back then, Harvey Norman was 
a fi ve-store chain.

It was in the June issue of the year 2000 when Wares announced 
that Halls Appliances, formally a 100% YES member, had taken 

The AEIA’s first Apex Awards were 
MCd by Peter Drummond. A variety of plaudits were handed 
out included Harvey Norman being voted top of its category by 
suppliers.

In June 2000, Breville NZ was Briscoes Supplier of the Year.

Yes retailers switched buying 
groups back in the day. In 

June 2000, Halls Appliances 
100% YES became Halls 

Retravision and was warmly 
welcomed by Retravision NZ 

Chair, Rob Duckworth.

Wares’ Sunbeam-sponsored 
June 2000 Award for 
Excellence in Retailing went 
to Flemings Betta Electrical 
(now Mike Mann Betta 
Electrical) in Waipukurau. 
Elaine Andersen (seen today 
with partner Ross at their 
recent Golden Wedding 
celebration) presented the 
trophy to manager Tim 
Fleming (also seen today).
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in the opulent Palace of 
the Golden Horses Hotel. 
The conference theme was 
“Team Betta”. 

The MC was Morgan 
McArthur and Graeme Wingate welcomed delegates, reminding 
them that the group’s continued success depended on members’ 
ability to adapt to change more quickly than competitors. Warren 
Brewin outlined the group’s performance of the previous year, 
which showed a growth of 23% against the overall industry which 
was closer to 10%. 

Tim Bibby and Mike Lopes from CFL spoke about fi nance and 
Scott Kendall of IUL stressed the extra profi ts to be made from 
extended warranties. Mr Lim, the Malaysian LG agent gave an 
address on Asian retail trends whilst Malcolm McBain (Email), 
John Mahar (Electrolux), Calvin Sandford (Whirlpool) and 
Brent Malone (Teac) revealed future plans and product initiatives. 
Rob Savelkoul of Philips Asia enlightened his audience on the 
future of digital technology in home entertainment and Phil Jayne 
of Panasonic released a new product range.   

Breville moves & shakes – Carol Dunn was June 2000’s only local 
Mover & Shaker, having been appointed to Breville as Northern 
Regional Sales Representative. She is now National Accounts 
Manager at Alsco, a company providing uniform, linen, fl oorcare, 
fi rst aid systems & washroom services. 

Locals may have been slim 15 years ago this month, but we are 
fortunate to have international movers & shakers visit our shores 
regularly and in June 2000, in my Nilfi sk role I was delighted to 
welcome our Global Vice President – Consumer, Henrik Theisler, 
back to Godzone. Some readers will remember Henrik well, I 
know. He is now a Vice President of Copenhagen-based 
architectural hardware specialists D Line A/S.

10 YEARS AGO – 
JUNE 2005
A decade past, Michael 
Cullen presented his 
5th Budget and pop star 
Michael Jackson was 
cleared of all child abuse 
charges after a four-
month trial. In sport, 
the touring British & 
Irish Lions lost the fi rst 
test to the All Blacks in 
Christchurch. 

Philips devoted Wares’ 
front cover package 10 
years ago to the All 
Blacks. Together, they 

were not only celebrating 10 years of the Tri Nations 

Championship, but also recognising 
a similar milestone for Philips’ sponsorship 
of our premier sporting team. 

Ian Jones had become a Philips Ambassador during his playing 
time and, although he retired at the end of the 1999 season, had 
retained that Philips connection. Today of course, “Kamo” is an 
expert analyst and sideline eye for Sky Sports. 

Dual plaudits for HWI NZ – The launch of the GfK No.1 Awards 
meant massive recognition for HWI NZ (Breville, Philips and 
Kambrook) which had won no less than 14 awards in the Asia 
Pacifi c region. The award was presented to the top selling brand, 
according to GfK retail audit data in a variety of consumer 
categories. 

HWI was presented a certifi cate for each and every category and 
was granted the right to use the No.1 logo throughout 2005. “We 
have the team, we have the product, we have the brands,” said MD 
Brett O’Neill at the time. Some things simply stand the test of 
time.

In the same issue, you won’t be surprised to read that Noel 
Leeming Group’s Supplier of the Year was – you guessed it – HWI 
NZ. 

Appnet’s first ever offshore 
conference was in Kuala 
Lumpur in 2000. There 
was reason to celebrate 
however with 23% year on 
year growth, well above the 
industry norm at the time…
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10 years ago, the very first Tri Nations game kicked 

off. It was the star t of something great. An annual 

series of fantastic test matches between three of the 

rugby world’s greatest ever test playing nations. It 

was also the star t of something great for us. It was 

the star t of Philips sponsorship par tnership with the 

New Zealand All Blacks.It was a proud moment for us. And Rugby is an 

impor tant par t of the New Zealand culture, and 

we’re pleased to be an impor tant par t of bringing 

this exciting game to its ardent fans. This season is 

shaping up to one of the best yet, we’re proud to be 

a major par t of it.

     Ian Jones

     All Black 1989 - 1999, 

     105 games, 79 tests

     Philips Ambassador
When the Philips Series kicked off nearly 10 years ago, rugby was 

entering a new era. The All Blacks had become a fully professional team 

and with it the expectations of our proud jersey lifted and the 

landscape we all grew up with changed.
As a foundation sponsor of the All Blacks entry into professionalism, 

Philips has performed a vital function through this transition period and 

beyond – demonstrating ongoing commitment and loyalty to the NZRU. 

From early days, this sponsorship commitment represented a gentle 

nurturing of the team into the relationship that exists between company 

and sponsor, while ensuring rugby’s proud heritage was maintained.

The Philips Tri Nations, some may argue, has been the dominant trophy 

for Southern Hemisphere supremacy and it is the All Blacks who have 

reigned supreme, holding it aloft on five of the last nine occasions. 

During these matches and other Philips Series games, New Zealand 

rugby fans have been fortunate enough to witness some of the world’s 

greatest rugby performances. Congratulations Philips and the NZRU on 

a wonderful and successful partnership.
                    Ian Jones

We
,
re celebrating10 years of All Blacks support.
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2005
JUNE

8-12: Inpex Invention and new Product Expo, Greater Pittsburgh ExpoMart, USA (Contact web 

www.inventionshow.com)8-11: Guangzhou International Lighting Exhibition and Electrical Building Technology, China 

(Contact email Monique.surges@newzealand.messefrankfurt.com)

22-25: 9th Annual Consumer Electronics CEO Summit, Colorado Springs, CO (Contact web 

ww.ce.org/events/default.asp)JULY

1-4: 2005 China International Consumer Electronics Expo, Qingdao, Shandong (Contact web 

www.ebeijing.gov.cn)20-22: Shopfi t Display and Design Exhibition and Retail Business Technology Exhibition, Sydney 

Convention and Exhibition Centre, Darling Harbour (Contact web www.retailtechexpo.com.au or 

web www.shopfi texpo.com.au)
25-29: 2005 CEA Summer Technology and Standards Forum, Dever, Colorado (Contact web 

ww.ce.org/events/default.asp)AUGUST
30–SEPT 4: Appliance Connexion Conference 2005, Tahiti 

SEPTEMBER
2-7: Internationale Funkausstellung, Berlin, Germany (Contact web www.ifa-berlin.de)

20-23: Shop Design Russia, Expo Centre, Moscow (Contact web www.euroshop.de)

23-25: AEIA Annual Service Conference, Queenstown, Ridges Lakeland Resort (Contact 0800 400 

050, 09 577 3031, email admin@aeia.co.nz)OCTOBER
4-8: CEATEC Japan 2005, Nippon Convention Centre, Chiba, Japan (Contact web 

www.ceatec.com)7-8: Home Entertainment Expo, Auckland Showgrounds, Greenlane (Contact web 

www.idg.net.nz)16-19: New York Gourmet Housewares Show, Jacob K Javits Convention Centre, New York 

(Contact web www.nygourmetshow.com)NOVEMBER
10-12: Gstar, Korean International Exhibition Centre (Contact email howard.

lee@eurobizstrategies.com)18-20: Big Boys Toys, Auckland Showgrounds, Greenlane (Contact dmg World Media 0-9-976 

8300, web www.bigboystoys.co.nz)
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Philips used Wares’ front cover package 
10 years ago to celebrate 10 years of 

the Tri Nations Championship as well as 
recognising a similar milestone for Philips’ 

sponsorship of our premier sporting 
team. Ian Jones was the brand’s well-

known ambassador at the time.
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news

TOO FOXY FOR 
THE MONSTER

A spokesperson for Discount 
Brands Outlet Centres Ltd, the 
company which owns the Fox 
Outlet Centre on Akoranga Drive 
in Northcote, says a Supreme 
Court ruling that North Shore 
City Council did not follow 
correct procedures in giving the 
project a non-notifi ed resource 
consent in 2003 has no practical 
effect on the fl ourishing new 
retail centre, which opened late 
last year. The decision dealt with 
Council procedural issues, not the 
merits of the outlet centre.

The spokesperson also said 
Discount Brands has already 
obtained an additional and 
approved resource consent from 
North Shore City Council, granted 
by independent commissioners 
appointed by the Council. In 
practice, the Supreme Court 
ruling on the previous consent is 
academic and has no impact on 
the centre.

Fox Outlet Centre manager, 
Fleur Pearce, said customer traffi c 
continues to increase at the 
centre, which is trading well, and 
new tenants are progressively 
taking up the remaining space. 

Analysts say that mall giant 
Westfi eld is desperate to close 
Fox down in an attempt to stifl e 
competition. 

Epson wins four prestigious 
industry awards

Epson has swept the board at the TIPA Awards, winning in four 
categories: best prestige camera, best fl atbed scanner, best A3 
photo printer and best image storage back-up. TIPA currently has 
31 member magazines across Europe, making it by far the largest 
and most infl uential photo and imaging press association in Europe. 
Widely regarded as experts, the editors of the magazines meet once 
a year to judge the best photographic products available on the 
market today. 

The best fl atbed scanner was awarded to the Epson Perfection 
4990 Photo. Ideal for both professionals and enthusiasts, it allows 
restoration of torn or damaged fi lm, making it possible to recapture 
those precious memories. The judges were impressed by the stunning 
results produced by the 4,800 x 9,600 ppi resolution and 4.0 DMax 

optical density. Digital ICE was also highlighted for allowing fast scanning without the need to use software to digitally 
remove scratches and dust. In a highly contested category, the Epson Stylus Photo R1800 won the best A3 photo 
printer award. The ultra-chrome high gloss ink made it a clear winner in this category. This ink acts as a gloss on the 
photographs, making them highly durable – a state previously diffi cult to obtain with glossy prints. The judges decided 
that the fast printing times and fl exibility made it the ideal photo printer for professionals.

Best imaging and storage back-up went to the Epson P-2000 Multimedia Storage Viewer, which allows users to store 
their imaging fi les and view them on the crystal clear 3.8-inch Photo Fine colour display. Incorporating 40GB of memory 
it can store photos, music and even movies. It also impressed the judges with its fantastic battery life. Files can be backed 
up from CompactFlash and SD memory cards, via the slots, as well as directly from a PC or Mac with a 2.0 USB interface. 

HWI New Zealand was awarded supplier of the year 2004 
by Noel Leeming Group Limited at its annual conference in 
April. The supplier of the year is awarded for the best overall 
contribution to merchandise, marketing and operations. 

Jason Bell general manager, merchandise, says, “HWI was a 
clear winner in this year’s Noel Leeming Group supplier of the 
year award. They excelled in all areas of our chosen criteria from 
customer support to the retail store network through to account 
management at a support offi ce level. 

“Congratulations to Brett and the team at HWI and thank 
you for once again providing such a high level of support and 
commitment to the Noel Leeming Group.”

Brett O’Neill HWI managing director said it was a great team achievement refl ecting the 
company’s strong commitment to customer service excellence and brand marketing. 

HWI New Zealand also won Expo stand of the year for the third consecutive year (above left). 
It featured the 800 Class, a barista from Robert Harris, Cliff Carr and Hayley Lambert from HWI. 

Right: HWI’s winners are (left to right) Cliff Carr, Brett O’Neill and Hayley Lambert.

Noel Leeming supplier of the year

ARCHE ON THE MOVE

After eight years in Piermark Drive, Albany, 
Arche Technologies has moved to new 
premises in Mairangi Bay on Auckland’s 
North Shore. Here, the company will have 
a dedicated home theatre room where 
it can showcase the Megabox with a 
large LCD television and surround sound 
system. Dealers will have access to the 
home theatre room for demos and can 
book this through their account manager 
or the sales team. The new address is 
38F Apollo Drive, Mairangi Bay, Auckland. 
All phone and postal details will remain 
the same. 

<10> W A R E S  J U N E  2 0 0 5

news

Fisher & Paykel Appliances (FPA) 
announced a result of $68.6 million 
net profi t after tax for the year ended 
31 March 2005. The company had 
cut its forecast three times in the past 
year and the result is $16.7 million 
below last year’s. The dividend was 
cut to nine cents per share from 11.5 
cents a year ago. Highlights for the year included: 

total group revenue exceeded $1 
billion for the fi rst time, record 
appliance unit sales, continued 
growth in US revenues, the acquisition of Dynamic Cooking 

Systems Inc and the strong performance of the fi nance group. 
Appliances sales units continued 

to grow to a record high of 1,267,600 units compared to 
1,196,700 units for the previous 
year. The DCS business traded 
ahead of acquisition expectations. 
The fi nance group contributed $38 
million before interest, taxation and 
amortisation. Its results included a 
full 12 months contribution from the 
Farmers Finance business, which was 
acquired in November 2003. Total 
revenue of $1,038.7 million was up 
$100.1 million (10.7 percent) on the 
previous year. 

The result announcement said 
FPA’s appliances had a satisfactory 
trading performance, given unprecedented increases in raw 

material prices and ongoing intense 
competition in most markets. Margin erosion in the second 

half was described as being due 
to a combination of increased 
raw material costs, adverse currency effects and a slowdown 

in production rates. Output levels 
were adjusted to balance fi nished 
goods inventories following the 
slowdown in the New Zealand and 
Australian markets. FPA said global 
price increases for raw materials 
such as steel and plastics, which 
were apparent in the fi rst half of the 
year, intensifi ed during the second. 
Additional costs were also incurred 
by FPA to achieve the new stringent 
Minimum Energy Performance 
Standards applied to refrigerators 
offered for sale in New Zealand 
and Australia from January 1 2005. 
Appliances sales volumes grew by 
5.9 percent to exceed 1.26 million 
units for the year. New Zealand sales volumes 

were down by 3.9 percent due, 
the report says, to diffi cult trading 
conditions and the impact of ‘changes in distribution’. The associated revenue was down by 4.7 

percent in NZD terms. 

The reduction in Australian sales 
volumes was 3.2 percent. Pricing of 
refrigerators was heavily discounted 
ahead of the release of new MEPS 
compliant models, leading to a 7.1 
percent fall in revenue. FPA said 
price pressure remained evident 
throughout the year. The US market continued to 

expand. At 254,000 units FPA’s US 
growth amounted to 69.8 percent. 
Some of this growth was due to the 
acquisition of DCS. The number of 
retail outlets carrying the DCS and 
Fisher & Paykel brands continued 
to expand. The introduction of a 
new dryer and a limited range of 
refrigerators provided additional 
opportunities in the US market, 
as did the sales of DishDrawer 
dishwashers to Whirlpool under an 
OEM arrangement. The US is now 
the company’s second largest market.

The addition of DCS has apparently 
accelerated the acceptance of the 
Fisher & Paykel brand at trade level. 
Consumer awareness of both brands 
is described as on the increase. 
Planned future promotions aim to 
grow this. 

The transformation of the DCS 
manufacturing facility at Huntington 
Beach is said to be on schedule. The 
US business is expected to meet its 
profi t target (US$7.7 million EBIT for 
the 2005 calendar year). Notwithstanding some expected 

further softening in the Australasian 
markets, FPA says it is poised for 
volume growth. The report says that 
the recently announced distribution 
changes in New Zealand should 
result in a recovery of volumes in 
that market. In Australia, planned 
new model introductions will provide 
the opportunity to review some 
prices, but overall, it expects volumes 
to be lower in line with market 
conditions. 

FPA says it will continue to remain 

under pressure from high raw 
material prices and the effects of 
the appreciated New Zealand dollar. 
Intense competition, especially in 
New Zealand and Australia, will, 
it says, limit the opportunities for 
further increases. FPAs report says that due to 

its exports, the business has a 
substantial exposure against the 
Australian dollar and a growing 
exposure against the US dollar. 
Exports to Australia were converted 
to New Zealand dollars at an average hedged rate of 0.882 (on 

a net exposure basis) in 2004/05. 
Approximately 50 percent of Australian dollar net exposures are 

hedged at an average rate of 0.90 
for 2005/06. As US dollar exports 
now exceed imports, 50 percent of 
the resulting net exposure has been 
hedged at an average exchange rate 
of 0.683 for 2005/06. FPA’s shares climbed four percent 

on the back of its result; its biggest 
gain in 13 months. 

FPA’s result

Fourteen awards for Breville, Kambrook and Philips
The launch of the GFK No.1 Awards has meant a massive amount of recognition for HWI New Zealand Limited: all 

told, the recipient of 14 awards in the Asia Pacifi c Region.

The No.1 Awards were presented to the top selling brand – according to GFK retail audit data – in a variety of 

consumer categories. Based on unit sales for the period from January to December 2004, to receive an award the 

brand must have been in general distribution in the country to which the award relates. HWI cleaned up in a number 

of categories. For Breville, the company received awards for juicers, blenders, breadmakers, coffee makers, electric 

cookware, sandwich makers, toasters, food processors, fryware, mixers and snack makers. For Kambrook, HWI was 

recognised for its rice cookers and vacuum cleaners, while its Philips men’s shavers brought the total to 14.

HWI received an offi cial certifi cate for each category, as well as being granted the right to use the No.1 logo 

throughout the calendar year in 2005. Gwenno Hopkin, GFK business group director, presented the awards to the 

HWI team at its head offi ce in Mt Wellington.

“HWI is ecstatic to be honoured in such a way,” Brett O’Neill, HWI’s managing director told Wares. “It’s a true 

refl ection of the quality of products we distribute, as well as the rapid climb and market share that they have secured. 

Even more so, it is a positive reinforcement that we have a superb team behind the brands. Everyone knows that 

you could have the best product in the world, but without the support behind the brand, sell-through partners just 

wouldn’t see the numbers ticking over at the register.

“We have the team, we have the product, we have the brands. These combine to add up to a better level of 

service. What more can you ask for?”

GFK SAYS HWI IS A-OK!

What’s afoot in the industry? – There 
was a report on the Chicago Home & Housewares 
Show and we saw two Kiwi personalities in attendance. Paul 
Holdsworth, now Sales Manager at Speed Queen Laundry 
Systems, was checking out the George Foreman stand while Norm 
Scott preferred the Hommedics massage expert. I still can’t fi nd 
Norm.

A Q&A forum in the same issue featured Rick Hellings of 
Smiths City, Paul Fenn of Chris Fenn Appliances and suppliers 
Steve Hodson of JVC and Paul Ravlich of Bosch were quizzed on 
the state of the industry.

The last word was taken by Steve Hodson: “Our population is 
getting older. And what does the older generation want? Service. 
When was the last time you saw an advert about ‘how good our 
service will be to you, for the rest of your life when you buy from us’?”

10 years ago, our JVC Retailer of the Month was Barrell’s 100% 
YES in Whangarei, a vibrant store of 10,000ft2, up from the 4,000 
ft2 of the previous iteration. Gary Peterken, Paul Edwards and 
Peter Hill were the owners back then. 

HWI NZ (aka Breville) was performing very well 
indeed in 2005 and was rightly recognised for its 
sterling service by both GfK and Noel Leeming. 
Brett O’Neill as usual praised his team for these 
achievements and rightly so.
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“If you don’t grow you don’t survive,” said Peter Hill at the time, 
and working on the business rather than in it was the way forward. 
How prophetic. Now perhaps the largest single member of the 
100% group, including 100% Barrell’s Albany Extreme, Gary 
departed Barrell’s some nine years ago.

Haier arrives in NZ – In 2002 a joint venture operation had 
been heralded between Chinese giant Haier and Black Diamond 
Holdings (BDH), resulting in a new entity, Haier Appliances (NZ), 
being formed. 

The brand was launched exclusively through Noel Leeming and 
Bond & Bond, but by 2005, Haier HQ took over and the Kiwi 
operation became a wholly owned subsidiary. Exclusivity for NLG 
was revoked and Haier NZ presented the whiteware range to 
dealers nationwide. 

Back then, Alison Drury was General Manager and had been 
brought on board by BDH to manage the launch. Today, she is 
based on the beautiful Kapiti Coast and is an Account Manager 
with The Radio Network. 

In the same article, Jade Cuthbert was noted as the new Area Sales 
Manager Northern Region. She is now Jade Clarkson and is currently 
on maternity leave from the family business, Clarkson Electrical. 

Mega movers & shakers – Finally in this instalment of Rolling 
back the Years, I set out to track down the movers & shakers 
profi led in the mag 10 years ago. Russell Stanners was appointed 
MD of Vodafone, Christine Johnson had taken up the position of 
GM at Sunbeam and Nik Papa was returning to Harvey Norman 
NZ. Nik had set up the operation in 1997, before moving to in 
Sydney 6 years later and then to Melbourne. In 2005 he was back, 
replacing David Ackery. 

Russell is currently CEO of Vodafone NZ and, after an overseas trip 
and a decent break back home, Christine is ready for a new challenge, 
although she confesses she is relishing her new vocation of housewife 
and chief dog walker. We fi nd Nik still at Harvey Norman, in 
Chadstone Victoria, as Electrical Franchisee/State Manager. 

10 years ago, Andy Higgs became GM at Parex after an eight-
year stint in the UK, Craig Fuller was the new GM at Robinhood 
and Warren Roach became CTV Product Manager at Philips. 

Today Andy is with Auckland City Council, working with 
Auckland Tourism, Events & Economic Development (ATEED), 
Craig is Australia & New Zealand Business Unit Manager for Deks 
Industries based in Melbourne and Warren is with The Comfort 
Group (Sleepyhead, Dunlop Foams, Sleepmaker etc) as Group 
Digital Marketing Manager.

10 years ago, Groupe SEB announced the appointment of 
Darryl Brown in the role of National Sales Manager, Canon 
recruited Craig Manson as National Sales Manager for its Business 
Imaging Solutions group and there were three new faces at HWI 

– Customer Service Representatives Leonie Lawson and Janelle 
Ganley, with Pam Robertson becoming Regional Manager for 
Waikato/Bay of Plenty. 

Darryl became Country Manager for Groupe SEB (a position he 
holds to this day) and Craig is still with Canon in Australia as 
Director Canon Business Services. I have not found Leonie but 
Janelle is back home in Mount Maunganui selling residential real 
estate for Bayleys, whilst Pam is Area Sales Manager for HPM 
Legrand specialising in lighting and switch gear.

Back in 2005 again, JVC had expanded rapidly and fi ve new 
appointments were announced. Rachel Pym became Customer 
Services Manager with Kelly Baker and Dale Lubbe as her two 
Customer Services Representatives while Daniel Robinson and 
Megan Dixon were in the fi eld as Account Managers. 
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SH  Steve Hodson is 
general manager of JVC NZ, 
part of Hagemeyer NZ.

PR  Paul Ravlich is the 
general manager of home 
appliances for Robert 
Bosch Australia with 
responsibility for the New 
Zealand market. He is, of 
course, a Kiwi.

RH  Rick Hellings is chief 
executive of Smiths City. The 
Christchurch based publicly 
listed retailer purchased the 
iconic LV Martin retail stores 
last year.

PF  Paul Fenn is the 
owner/operator of Chris 
Fenn Appliances in 
Gisborne.

declining while average invoice prices are decreasing. In order 

to stay ahead and to strive for increased market share, suppliers 

are endeavouring to have more products covering more sectors 

(price points). 

Fighting on price has become a fact of life – some suppliers 

and retailers focus on it more than others, and it’s not easy to 

sit back and watch a competitor take market share on price. 

Unfortunately this results in the market often being dragged 

down to the lowest common denominator. The only winner 

here is the consumer, as generally there is no margin in it across 

the supply chain. Justifying value for money to the consumer is 

becoming increasingly more diffi cult.

History shows many companies who attempt to expand out-

side of their core business fail. BSH, globally the third largest 

appliance manufacturer, has demonstrated over the past fi fteen 

years that establishing its own BSH sales offi ces worldwide (in-

cluding New Zealand and Australia), independent of the two 

parent companies, Bosch and Siemens, has contributed to its 

success. Being able to establish our own appliance focused val-

ue chain and focus on the business of home appliances is the 

only defi nite means of advantage.
PF  We have to fi ght on price because we largely sell mature prod-

ucts with complete comparability which, on the upside, gives 

the consumer confi dence in purchasing, but on the downside 

can only lead to price erosion. 

The saving grace for the industry has always been that tech-

nologies create new products to replace those that have reached 

the end of their cycle. But, as product development is largely 

out of our control in NZ, product diversifi cation is crucial to 

lessening the risks. Looking to non-traditional product lines to 

add to the mix can give balance between turnover and margins, 

and provide opportunities for increased profi tability.

As for concentrating on ‘core’ business, ours is continually 

changing and has done over the past six decades as market 

forces and management changed. The only ‘core’ to our busi-

ness is giving the customers what they want.

Looking at the short, medium and long term, where do you think the 
growth will be in our market sector? How will we need to modify our 
business models to accommodate any changes?

PR  In the Australian market, where we are able to measure per-

formance statistics in the whitegoods market reasonably ac-

curately via Infomark (something I would encourage and 

support in New Zealand), we note that if it wasn’t for the rapid 

growth in the front load washing machine market, the fi rst four 

months of 2005 for the total market would have seen an even 

greater negative growth over the previous year. The front load 

washer market will continue to gain momentum for the short, 

medium and long term.

Dishwashers will continue to grow through the long term, due 

to low household saturation in comparison to refrigeration, 

laundry and cooking. The mid to upper end cooking market 

offers the best growth and profi t opportunities into the long 

term. Induction cooking, 90cm freestanding cookers and mid 

to upper end built-in ovens with superior consumer conven-

ience features are supporting this sector. With very few manu-

facturers specialising in induction, it continues to offer an op-

portunity to talk about innovation in the whitegoods market 

and the ability to sell technology instead of price.

Business models are evolving all the time. The large electri-

cal multiples continue to expand to the detriment of smaller 

stores without the buying power. The specialists, particularly in 

cooking, will continue to maintain a presence and important 

function in the mid to upper end of the market. For suppliers, 

market share is not only about quality products and innovation 

but also the quality of the distribution.
PF  Short term growth: fl at panels are becoming mainstream and 

DVD/hard drive recordable devices are replacing the VCR.

Medium term growth: the building boom continues, providing 

appliance and electronic sales opportunities. Immigration into 

the country’s provinces is giving new investment.

Long term growth: product range and consumer choice will 

catch up to overseas markets as the world becomes smaller 

through transport and communication technology. This will 

lead to a market sector that satisfi es consumers at a level they 

have come to expect from other industries.
RH  In the short/medium term, growth in unit sales in our mar-

ket sector will come from the fl at panel television and mobile 

phone markets. The diffi culty is that these products are also 

reducing in price. The question is whether the increase in unit 

sales will outweigh the impact of those reducing prices and lead 

to increases in dollar sales. In the short term, I believe it will.

However, in these circumstances a key management focus must 

be on the reduction of the cost per transaction, thereby holding 

dollar margins and net profi t. This involves making innovative 

changes in how business is undertaken – for example, through 

As part of an industry Q&A style forum, we were quizzing Rick Hellings, 
Paul Fenn, Steve Hodson (now of Fujifilm but then at JVC) and Paul 
Ravlich of Bosch about the state of the industry.
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NEW VODAFONE BOSS 

Vodafone managing director Tim 

Miles has left to head up Vodafone 

UK and Russell Stanners, director 

of NZ business markets, has taken 

over the top job. The change is 

part of a wider Vodafone Group 

announcement. The current 

Vodafone UK ceo, Bill Morrow, 

has been appointed president of 

Vodafone KK (Japan). 

“This is an amazing opportunity to 

join one of the founding Vodafone 

companies and I am very much 

looking forward to working with the 

UK team,” says Mr Miles.

“Mr Stanners is exactly the guy for 

the job and is highly regarded within 

the company. He is well supported 

by strong leadership throughout the 

business so I’ll leave confi dent that 

Vodafone customers and our people 

are in good hands.”

On his appointment, Mr Stanners 

says he is delighted and will focus on 

leading the team to keep doing what 

Vodafone does best. 

NEW GM AT SUNBEAM

Christine Johnston has been 

appointed to the position of general 

manager New Zealand with iconic 

Australasian portable appliance 

distributor, Sunbeam.

Ms Johnston comes to her new 

role with an extensive background 

in, and understanding of, the retail 

sector. She has previously worked 

with The Building Depot, Whitcoulls 

and RTS.

Her aim is to build on the good 

work already done by previous 

general manager, Eric Bleakley and to 

build strong partnerships with both 

retailers and consumers. Growing 

the brand, growing the business 

and presenting suitable, worthwhile 

products to the customer are her 

immediate targets.

PAPA’S BACK
Competition be warned, forthright 

Aussie, Nik Papa is back in town. Nik 

started up Harvey Norman Electrical 

NZ in 1997 as general manager, and 

ran the division for six years.

He was then approached to go 

back to Australia and run the Harvey 

Norman fl agship store Auburn in 

Sydney. Nik was also responsible for 

overseeing New South Wales. 

He stayed in Sydney for 14 months 

before moving to Melbourne, where 

he was responsible for overseeing 

the Victorian market.

At the start of 2005, Nik 

was presented with a couple of 

opportunities, one of them was 

to come back to New Zealand as 

general manager for electrical and 

oversee Harvey Norman through its 

next expansion period.

He tells us that he loved his time in 

New Zealand starting up the Harvey 

Norman franchise, and this combined 

with the success of Harvey Norman 

here, made the decision easy. He says 

he is extremely happy to be back in 

New Zealand.

As Nik was presented with this 

opportunity, David Ackery was also 

presented with the chance to return 

to Australia as the general manager 

for electrical. David is now based in 

Flemington, Sydney.

ROVER RETURNS

Andy Higgs has been appointed 

general manager of Parex 

Appliances. Following his recent 

return from an eight year stint 

in London, he is charged with 

developing category leadership for 

Insinkerator.

After three years at Deloitte and 

Touche Consulting Group in New 

Zealand, Mr Higgs headed offshore 

to join MTV Networks Europe. As 

European marketing director, he 

assisted brands to implement their 

youth marketing strategies.

More recently he has been director 

of Global Sports Management UK, 

a market leader in rugby player 

management and sports marketing.

ROBINHOOD RECRUITS

Craig Fuller has recently joined 

Robinhood as the new general 

manager based in Auckland. Mr 

Fuller has worked with Alesco, the 

parent company of Robinhood, for 

the last seven years in the building, 

construction and automotive 

divisions. He has held positions 

in sales, marketing and general 

management. Mr Fuller says that 

he wants Robinhood to work 

closely with the customer so it 

can successfully introduce new 

products and grow the business.

CTV PRODUCT 

MANAGER 
Warren Roach is Philips New 

Zealand’s new CTV product manager. 

Mr Roach joins Philips after 11 

years at Sunbeam. Throughout 

this time he held various positions 

in the sales and marketing area, 

his most recent as the business 

development manager. To balance 

work commitments, Mr Roach 

enjoys keeping fi t through team 

sports and weight training. He also 

enjoys spending plenty of time with 

family and friends at New Zealand’s 

beautiful coastal regions. 

GROUPE SEB UNDER 

NEW MANAGEMENT

Wivina Chaneliere has been 

promoted from marketing manager 

to managing director of Groupe Seb 

Australia Pty Ltd with responsibility 

over both Australia and New 

Zealand.

Ms Chaneliere started with 

Groupe Seb Australia as senior brand 

manager in 2002 and has quickly 

progressed through the organisation 

to become marketing manager and 

now managing director.

Groupe Seb has also announced 

the appointment of Darryl Brown as 

national sales manager.  Mr Brown 

is highly respected by his customers 

and knows the New Zealand 

electrical industry very well after 

working with Philips as their national 

business manager for seven years. 

Senior brand manager, Claire 

Ferron, has been appointed 

marketing manager. Ms Ferron 

started in 2002 as product manager.

After a short handover period, 

Chris de Veyrac will leave Groupe 

Seb Australia on June 30. He will 

then take a brief sabbatical before 

assuming new responsibilities within 

Groupe Seb overseas. 

Mr de Veyrac established Groupe 

Seb Australia in 1998 and says it is 

time for him to move on. He said: “I 

have great satisfaction in seeing my 

successor, and Wivina’s appointed 

from within. This is a tribute to the 

quality of Groupe Seb Australia’s 

team but also the guarantee of a 

smooth transition and continuity.

“I would like to take this 

opportunity to thank all our trading 

partners for their support over the 

year and for helping us achieve 

double digit growth every year for 

the last fi ve years.”

Tim Miles
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CANON APPOINTS Canon New Zealand has appointed 
Craig Manson to the position of national manager – sales for Canon’s 

business imaging solutions group 
(BISG). Mr Manson was formerly general manager of Schwarzkopf 

Professional New Zealand.He will be accountable for all operational and fi nancial results of 
the BISG sales group and is also a 
member of Canon’s executive team, 
responsible for key decision making 
across the entire organisation.Under the leadership of managing 

director Tony Wills, Canon is currently 
undergoing a transition from a box-
selling to a solutions-selling model.  
In his new role, Mr Manson will be 
instrumental in driving this change. 

NEW FACESHWI New Zealand has appointed Leonie Lawson and Janelle Ganley 
as customer service representatives. 
“HWI has a proud record for customer service excellence, and I 

am confi dent Leonie and Janelle will 
make a valuable contribution.” says 
Natalie Stevens, customer service 
team leader at HWI.
JVC APPOINTS JVC has expanded considerably over 

the last six months with the addition 
of a three-member customer service 
team as well as the addition of two 
new account managers. The team 
consists of Rachel Pym, as customer 
services manager, and Kelly Baker 
and Dale Lubbe as customer services 
representatives. JVC’s new account 
managers are Daniel Robinson and 
Megan Dixon.  

Daniel Robinson joined the JVC 
team at the end of 2004, and is the account manager for Auckland/

Northland region. Daniel has about 
fi ve year’s experience in the industry, 
previously in the retail sector with the 
Harvey Norman and ACL groups. Megan Dixon was appointed account manager for Auckland South/Waikato for JVC at the beginning of 2005. Ms Dixon has 

worked in other industries, and has accumulated four year’s sales 
experience. All are said to be thrilled 
to have the opportunity to work with 
such a reputable company and are 
relishing their new challenges. 

NEW FACE AT UNIDENTania Bowden is joining Uniden as personal assistant to general manager, Ross Kirkland, taking over 
from Terri Stewart. Ms Bowden comes to Uniden from Solid Energy 

with a wealth of experience. She has relocated with her family to Auckland after being in the Waikato 
for the past 10 years, and is said to be looking forward to the challenges ahead.

FUJIFILM APPOINTSAmanda Robilliard has been appointed to the role of account manager, consumer electronics with Fujifi lm NZ Ltd. Her role will be 
focused on driving the Fujifi lm digital 
product portfolio and in-store printing 
services at store level. She will be responsible for educating sales staff 

and store management to grow sales 
in this technology driven industry and 
the new opportunity that print at 
retail offers will be her prime focus.Her territory includes Auckland and 

the Waikato regions.

BROOKS STEPS UP Karl Brooks is the new heating specialist taking care of the Dimplex/
EWT brands for Monaco. Mr Brooks 
joined Monaco eight months ago as 
the appliances marketing assistant 
and excelled in this roll. He will continue to drive the business for Monaco and work with 

Glen Dimplex Ireland to increase and 
develop the range available in NZ.With the new range of electric 

fi res and fi re surrounds on offer for 
the fi rst time this year, the growth in 
this category has been outstanding. 
Being able to offer a complete plug in solution is what the trade 

and consumers asked for and now 
Monaco can offer it. 
GLIDDEN’S NEW HAT Carol Glidden has taken over the reins of the GE refrigeration business 

for Monaco.
Having taken care of the EWT/Dimplex business for the past 

18 months, she has leapt at the opportunity to take GE to new levels.

Her background knowledge of the 
Monaco business and involvement 
with GE air-conditioning made Ms 
Glidden an excellent choice for the 
roll. GE has a lot of new and exciting 
products for 2005 including the release of the Monogram range. There will be a campaign to launch 

these products and to reinforce that 
GE is the fourth most recognised brand in the world.

HWI APPOINTMENTPam Robertson is new regional manager for HWI NZ in Waikato and 
Bay of Plenty. Based in Hamilton, her 
key responsibilities will be to establish 
relationships with all customers in 
the region and maintain the growth 
that HWI is currently enjoying with 
the Breville/Kambrook and Philips 
DAP. She spent nine and a half years 
as a sales representative for Philips 
Lighting, and brings a wealth of customer service and sales experience.  

AT THE SHARP ENDThe consumer electronics group of Sharp Corporation has recently 
appointed Chris Ireland as account 
manager for the lower North Island. “Chris comes to us from managing categories within the telecommunications industry” says 

Mike Anderson, national sales manager. “She brings a wealth of 
knowledge and experience to the role 
and is looking forward to the exciting 
challenges of her new position.”Based in Wellington, she is looking 

forward to building on existing relationships with her clients and also 
creating new business relationships.

Craig Manson

Leonie Lawson and Janelle Ganley

Daniel Robinson

Tania Bowden

Carl Brooks

Amanda Robilliard
Carol Glidden

Chris Ireland

Kelly Baker and Rachel Pym

Rachel is believed to be away from New Zealand, Kelly asks that 
her current status is kept private and Dale is a Systems Engineer at 
Virage IT in Melbourne. Dan is Senior Product & Marketing 
Manager at Harvey Norman, while Megan is Advertising Sales 
Manager at Little Treasures magazine as well as being co-founder 
and MD of her own business called Complete Kids Nutrition. 

At Uniden, our good friend Ross Kirkland had hired Tania 
Bowden as his PA and on leaving the company, she and her 
husband moved to Australia.

10 years ago, the new Consumer Products Account Manager at 
Fujifi lm was Amanda Robilliard. Karl Brooks was the heating expert 
at Monaco Corp, while Carol Gidden had taken over the reins of GE 
refrigeration, also at Monaco Corp. Chris Ireland landed the job of 
Account Manager for the lower North Island at Sharp. 

Whilst I haven’t been able to locate Amanda, Karl is GM at Glen 
Dimplex and Carol, recently returned from maternity leave, is 
Windows & Surface Business Group Lead at Microsoft. Chris is 
Sales Manager at Adsel Specialty Group, based in Wellington and 
responsible for specialty cabling. 

Then as now, Wares was also busy building anticipation in the 
industry towards that year’s Wares awards…

Looking forward to the August issue, we will take a look at the 
15th conference of the Electronic Appliance Guild, see who won 
what at the ACL knees-up on the Gold Coast and track down the 
movers & shakers who featured back in the day.  

There was a helluvalotta 
moving & shaking going on in June 2005! 
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The perfect 
sidekick to any 

sales pitch.
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Proud sponsor of the Wares Awards 2015.

Your customers tell us that energy effi ciency is important to them, so the ENERGY STAR® label is the support, backup 
and perfect sidekick for you to sell superior energy effi ciency in-store. ENERGY STAR qualifi ed appliances are up to 
40% more energy effi cient than non-qualifi ed products, meaning they can save your customers up to 40% on running 
costs. It’s not just a label; it’s the key to helping your customers choose products that can help keep their power bills 
down. It can also help improve your sales margins. Make sure you display the ENERGY STAR label on qualifi ed appliances.

To fi nd out more visit eeca.govt.nz
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