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Architect says trends will favour shopping centres and customer experiences

Dealership design for the future
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By NEIL DOWLING
n SHOPPING centres will 
become the dealership hubs 
of the future as consumer 
buying behaviour moves more 
towards the need for easy 
access and quality customer 
experience.

An example of the future 
trends can be seen by the 
retailing of Tesla and Apple 

which, said architect Justin 
Morris, show the move to shop 
retail sites and to high-quality 
presentation and packaging 
respectively.

Mr Morris, a director 
of Ardent Architects that 
specialises in designing 
automotive dealerships, said 
Tesla is one of the first to 
significantly break the mold 

of how vehicles are sold by 
moving from the traditional 
dealership model to the shop 
retailing model.

“The old adage in automotive 
was the importance of ‘people, 
product and premises’ in that 
order,” he said.

“This still holds true, 
however the expectations of 
the customer’s requirements 

and experience in a dealership 
are changing. Retailing of 
vehicles is following trends set 
by companies like Apple, and 
encompasses what experience 
the customer has in the 
premises and the process of 
purchasing, taking delivery of 
and servicing their vehicle.

“From purchasing through to 
trading in a vehicle, a customer 

will spend anywhere up to 100 
times more than the time spent 
on their iPhone purchase. It 
stands to reason that they would 
expect an experience at least as 
special and memorable.”

Mr Morris said because of 
this, the traditional dealership 
model may not be the way to 
go for the future.
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“Most new dealerships, 
especially ones in metro PMAs, 
face the issue of escalating 
land prices,” he said.

“This results in requiring 
a facility that can deliver 
more volume than ever 
before on substantially less 
land than might have been 
feasible to acquire previously. 

This squeeze on land size, 
coupled with franchises 
increasing customer amenity 
requirements leads to 
requiring a change in thinking 
around the master planning of 
dealerships.

“The days of sales people’s 
desks on the floor, instant 
coffee and old advertising 
posters stuck around the 

showroom are outdated. 
“Modern dealerships are 

moving towards a showroom 
model where offices and 
associated administration are 
not in the customer space 
providing more of a retail feel 
to the facilities.”

Mr Morris said another 
contributing factor is the 
Building Code of Australia’s 

tightened energy consumption 
requirements for commercial 
buildings.

“As showroom glazing is 
the single highest factor in 
heat gain and heat loss in 
dealerships, we are having to 
come up with creative ways 
to still provide the dominating 
glazed showroom that the 
franchises require while 

meeting the Building Code of 
Australia,” he said.

“Undercroft parking beneath 
the showroom is featuring 
more heavily in current 
dealerships as it has a number 
of advantages. It allows for 
many additional car spots and 
doubles the use of the land 
with the showroom above.
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“Undercroft parking also 
provides secure weatherproof 
parking for stock with 
an economical build 
cost. Undercrofts, unlike 
basements, are only half 
underground the other half 
is achieved by raising the 
showroom. 

“This split makes the 
undercroft cheaper to 
build while displaying the 
showroom cars above the 
roofs of the external new 
car display which typically 
obscures vision into the 
showroom.”

Another change is for used 
cars, which traditionally were 
sold from a large stock at the 
front of the dealership. Used 

cars were not normally the 
focus, he said.

“Now, the majority of used 
cars are being researched 
online by buyers,” Mr Morris 
said.

“This means dealers can 
move away from having to 
present used cars on prime 
real estate.

“Roof top display of used cars 
is becoming more common as 
it makes use of space above the 
dealership and provides space 
for vehicles that are infrequently 
moved as compared to say a 
service customer car or a new 
demonstrator.”
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Apple Store Renault-Nissan sales rise
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By NEIL DOWLING
n THE Renault-Nissan Alliance 
is now the world’s second 
biggest car-maker and is 
scratching at the door of 
Toyota after overtaking a 
stumbling Volkswagen.

For the first months of 
this year, French-based 
car counter OICA – which 
translates as the International 
Organisation of Motor Vehicle 
Manufacturers – put Toyota 
at the top with 3.53 million 
vehicles produced, followed 
by Renault-Nissan Alliance 
on 3.47 million, and then VW 

with 3.4 million.
Toyota’s gain over the same 

period in 2016 is 7.8 per cent, 
while Renault-Nissan was 
almost as busy with a 7.4 per 
cent growth, while VW fell 0.7 
per cent, mainly as the ongoing 
diesel scandal stopped 
many diesel-model sales 
and chewed into customer 
confidence in the brand.

It’s a major turnaround from 
last year when VW claimed 
the top spot, followed by 
Toyota, though there was 
some confusion about how 
the numbers were calculated. 

Some manufacturers report 
“deliveries” to dealers, others 
base it on vehicles actually 
produced and there are some 
that count sales to customers. 
OICA tends to use production 
figures.

While Toyota is leading the 
sales race, Renault-Nissan is 
not far behind with a near-
200,000 vehicle difference 
and could take the top spot 
this year.

OICA predicts that both 
companies could finish the 
production year with about 
10.5 million vehicles each.
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