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Pfitzner, Laura

From: Ransom, Hannah
Sent: Friday, 22 August 2014 4:39 PM
To: michael.sutton@dibbsbarker.com
Cc: Hatfield, David
Subject: Yamaha notification N97423 [SEC=UNCLASSIFIED]

Michael, 

 

As you may be aware, the ACCC has received a number of submissions in relation to Yamaha’s exclusive 

dealing notification N97423. In total more than 30 submissions have been received. The public submissions 

are available on the ACCC’s website: 

http://registers.accc.gov.au/content/index.phtml/itemId/1178887/fromItemId/776499/display/submission  

 

More submissions will be added over time. 

 

To enable Yamaha to respond to issues raised in the confidential submissions, a summary of points raised is 

set out below. Should Yamaha wish to provide a response to these points and the ones raised publicly, 

please do so by COB Friday 5 September. The ACCC may make more specific information requests relating to 

this matter at a later time. 

 

Sincerely, 

 
Hannah Ransom 
Senior Project Officer | Adjudication Branch 

Australian Competition & Consumer Commission 
23 Marcus Clarke Street Canberra 2601 | http://www.accc.gov.au 

T: +61 2 6243 1255  

� Please consider the environment before printing this email 

 

Summary of issues raised in confidential submissions 

• Motorcycle customers are often reliant on the franchise to assist with finance and insurance. 
• Preventing franchisees from promoting or recommending competing products prevents 

franchisees from making customers aware that they have alternative ways of sourcing 
insurance. 

• Some larger multi-franchise dealers have staff dedicated to sales of finance and insurance, 
who can seek competing quotes from different providers for individual customers. Dedicated 
staff are trained in the features and benefits of all products and can therefore assist 
customers to make a more informed decision.  

• Some insurance companies do not make the same products available directly to customers 
as they do through dealers and these products will no longer be available to customers of 
Yamaha products. 

• Comparison of financial services products on Yamaha products will be made more difficult 
for customers who will have to seek internet or telephone quotes, often dealing with off-shore 
call centres or with lower levels of service offered. 

• Customers do not have the power to negotiate insurance premiums but dealers do; therefore 
customers will be charged higher prices for insurance on Yamaha products than would 
otherwise be the case. 

• The notification will restrict the ability of competing insurers to access customers because 
boat dealers represent an important channel for the distribution of marine insurance 
products. 

• The notification will allow Yamaha to monopolise the sale of insurance for motorcycles and 
boats as customers will not shop around. Insurance and finance decisions by customers are 
often made at point of sale and Yamaha will be able to increase prices.  
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• Previously marine-specific insurance products were more expensive but prices came down 
when Yamaha began to offer a marine product. This notification will permit Yamaha to 
increase prices again. 

• Over the past decade more dealers have had finance available at point of sale and dealers 
have observed an increase in competition on the terms of finance and a reduction in costs of 
finance. 

• Yamaha has strong sales of its finance products but not of its insurance and intends to 
leverage off its sales of finance to increase sales of insurance. 

• YMF Finance requires the insurance cover document to include the specific vehicle details. 
This means that customers cannot bring insurance with them to purchase a motorcycle. 
Therefore alternatives to Yamaha insurance for purchasers of Yamaha bikes on finance are 
made significantly less convenient for customers to purchase. 

• Competing products are superior, or have different features and benefits which may better 
suit individual customers. 

• The restriction will impact on the viability of franchisees’ businesses. A substantial revenue 
for franchisees is derived not only from sales of finance and insurance, but also from trailing 
commissions of insurance policies sold previously. 

• The notification will force businesses to terminate existing relationships with insurers, who 
may also insure the business itself. As many insurers are unwilling to insure motorcycle 
dealerships, the notification potentially impacts the ability of franchisees to insure their 
business. 

• The restriction will also apply to the sale of non-Yamaha products as often a Yamaha 
outboard motor is sold as a package with a differently branded hull and other products such 
as trailer. 

• The notification will reduce competition between dealers for distribution of insurance (or 
conversely, the competition between insurance and finance providers for dealers). 

• Dealers are concerned that training currently provided by Yamaha in regard to finance and 
insurance is already thinly spread and may be further reduced if dealers have no other 
options. 

• Some Yamaha dealers have been given KPIs as to sales of Yamaha finance and insurance 
products which may lead to unsuitable products being aggressively promoted to customers. 

• The claimed benefits are already achieved by requirements around brand protection within 
the franchise agreement, and by the regulatory regime in relation to sales of finance and 
insurance. 

 


