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With her origins in Malaysian banking and finance, 
Junies Lim joined National Fleet nearly five years 
ago to head the Finance & Insurance department.

She joined Australia’s largest automotive dealership 
network at a critical time when it was going through 
major changes. Spearheading this change, Junies 
and her executive team have taken the company 
through a major growth curve. Several successful 
tie-ups and product offerings later, the current 
National Fleet CEO is ready to take the organization 
even further.

Their ability to spot opportunity has led to the latest 
joint venture with Yellow Brick Road (YBR). The 
boutique bank and wealth management company 
has established YBR Car with National Fleet to offer 
fleet leasing to YBR’s extensive clientele base. 

The Australian Business Executive spoke with her 
to discuss what this new partnership with YBR 
means for National Fleet. 

National Fleet: The End-to-End Automotive 

Solutions Company

While the company that National Fleet evolved 
from has been around for close to thirty years 
in Australia, it’s in the last 5 years that the 
organization has reached many of its milestones. 

Previously focused exclusively on logistics fleet 
management, the business undertook a change 
in its model to become a single-point, automotive 
solutions company. This galvanized two years 
ago when National Fleet partnered with the 
Housing Industry Association (HIA) to set up HIA 

Vehicles as a joint venture. It used this experience 
as a stepping stone to enter into JVs with other 
organisations, including YBR, to engage in 
financing a wide range of automotive needs. 

By partnering with the HIA, National Fleet learned 
some valuable lessons including the time it can 
take to develop and run this style of model for a 
large organization.  As Lim explains modestly, they 
are still in the early stages of learning in their new 
working relationship with Yellow Brick Road Car.

Lim and her executive team, which includes 
company Directors Ivan Backman as Chairperson, 
Shane de Gelder (previous CEO) and Christopher 
Remedios, are aware that their business model 
is quite unique in the sense that they are able to 
provide end-to-end solutions, and it has attracted a 
lot of national business.

The Numbers Game at National Fleet

For such a significant national presence, National 
Fleet aren’t a large organization. They’ve been 
able to manage all of this with under twenty-five 
staff. So how’s it done? Lim explains their business 
model with patience, “National Fleet has a national 
presence through its 300-dealership network. The 
company has offices in Perth, Sydney, Canberra 
and Melbourne, and one more coming up in 
Brisbane.” The model is national, but they utilize a 
range of dealerships and arrange commissions for 
referrals. This advantage means they don’t need 
to be the size of their competitors and this makes 
them more adaptable and aggressive. 

Mega Partnerships at National Fleet 

First HIA, and now YBR, National Fleet chooses its 
partners with care and diligence. When a customer 
wants to purchase a car, they do not have to visit 
numerous dealerships. In the case of their JVs 
they simply contact the organisation, discuss their 
requirements, and National Fleet does the work 
and negotiation across multiple car brands while 
making the appropriate recommendations. The 
company is in a unique position to offer a two-tier 
discount from manufacturer to dealership level.  
So when a member wants to buy a car, they are 
assured of a discount from the dealer as well as 
the manufacturer. Additionally, when they walk into 
one of the 300 accredited National Fleet dealership 
partners, they receive exclusive services from 
trained and accredited fleet managers. National 
Fleet also works with its clients on financing, 
utilising multiple banks so they can compare the 
best solutions. 

“Using National Fleet’s bargaining power, the 
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Your safety is our priority – that’s why we fit a sophisticated suite of both active and passive safety features to each and every 

Isuzu D-MAX and MU-X. This commitment to safety combined with our fuel efficient diesel engine, outstanding towing and  

off-road ability, typifies the ‘Spirit of Truck’ that only Isuzu can deliver.

Find out why the Isuzu D-MAX and MU-X are a smarter choice by visiting isuzuute.com.au or your local Isuzu UTE dealer today.

MAXIMUM 5-STAR ANCAP
~
 ON ISUZU D-MAX & MU-X

ISUZUUTE.COM.AU

~5-star ANCAP safety rating on 4x4 D-MAX Crew Cab models built from November 2013 onwards and all MU-X models. ^Whichever occurs first, for eligible customers; excludes accessories and trays.

DVG MADDINGTON ISUZU UTE 
1900 Albany HWY, MADDINGTON
9492 0000

DVG MIDLAND ISUZU UTE

171 Great Eastern HWY, MIDLAND
9464 1000

DVG WANNEROO ISUZU UTE 
10 Lancaster Road, WANNEROO
 9403 9403
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customer gets the best product, advice, solutions 
and accounting, all under one roof. The customer 
doesn’t need to shop between banks, between 
dealerships and brands, and provide a commission 
to each and every intermediary.”

This same theory applies to National Fleet’s 
venture with YBR Car. This new partnership has 
enabled 187 franchisee/licensee chains backed 
by Macquarie Bank (also a National Fleet partner). 
It’s a natural synergy that allows YBR to add 
automotive solutions to their service spectrum. As 
Lim notes, “cars or vehicles are the second biggest 
investment in any household. Yellow Brick Road, as 
a wealth solutions company is an ideal fit to guide 
its clientele to benefits under the same service 
model as HIA.”

YBR has its own database for its financial planning 
and mortgage brokerage services that is tapped 
for automotive services under the YBR Car banner. 
The new partnership provides all YBR clients with 
end-to-end service for car procurement, finance 
and insurance solutions, and assured after sales 
services.

By partnering with strategic organizations like HIA 
and YBR who have large client databases, it allows 
National Fleet to attract the interest of multiple 
car manufacturers and expand their portfolio by 
partnering with different organizations, who benefit 
from this access.  

Big or Small, Solutions for All

While these solutions appear ideal for larger 
companies, many smaller companies are 
misguided in their belief that fleet services are 

just for big organisations. In Australia, around 
one third of the workforce is supported by small 
medium enterprises or SMEs. Lim sees a huge 
opportunity in this mostly untapped SME segment. 
National Fleet is ready to tap into the SME market 
and they’re taking this message out through a 
number of marketing initiatives. The message is 
simple: even small organisations can secure fleet 
discounts. 

Competitors and Product Differentiation 

When the organization started changing rapidly 
four years ago, National Fleet was unsure of their 
place in a niche market. Even with their success, 
what about potential competitors? Lim shrugs them 
off, “National Fleet is a real fleet business, most 
others are just fleet management organizations, 
pure leasing companies, or middlemen, or 
intermediaries, or brokers, who send out a 
quotation to a dealer and then the dealer supplies 
the car. National Fleet does not perceive itself as 
a broker as we have a motor trader’s license, plus 
a national and geographically widespread three 
hundred plus dealer partner network. We save our 
customer’s time, get them the best deals, finance, 
insurance and make it all hassle-free.

“If the customer wants to enjoy the ‘touch and 
feel’ dealership experience, we direct them to 
our accredited dealer network and service them 
through our specialist managers. In a Fleet 
Management Organization (FMO), 99.9% of the 
time, the customer would not have a clue where 
the car is coming from. They will have to manage 
their own test drive as best they can and most likely 
have to deal with a disgruntled car dealer, as well 

Chris Remedios, Ivan Backman, Shane de Gelder at the National CSR HIA Awards
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as all the running around. We are not just a fleet 
financier; we’re truly an all-in-one fleet service with 
complete buy, and finance options.”

National Fleet’s Business Milestones

Lim recounts that in the past the company held a 
trader’s license. Such licenses were traditionally 
used only to buy commercial and light commercial 
vehicles. At one time, National Fleet was co-
owned by a local courier company and their motor 
trade license was used primarily for the trading, 
buying and selling of commercial vehicles, logistic 
and supply chain needs. Current Chairman, Ivan 
Backman, was then CEO of Linfox in addition to 
Chairman of the Australia Logistic Council. The 
origins of National Fleet are very much in logistics 
and supply chain.

As the winds of change started blowing, the dated 
business model morphed into a full-fledged fleet 
service that was not just doing the traditional 
buying and selling of commercial cars, but also 
entered fleet procurement. When Lim came on 
board, she brought her finance background and 
insurance expertise, turning the organization into a 
full end-to-end automotive solutions company.

Her explanation is simple and straightforward. “We 
see a lot of need and demand in the market for our 
services. A lot of organizations have fleet cars, or 
are planning to purchase some. When a company 
plans to buy a car, the first thought for managers 
is how we are going to finance it? It is to cater to 
such customers that we have put together these 
end-to-end solutions. When you come to National 
Fleet, you are reassured that we are present in 
every state, and that we will give you every service 
from brand selection to finance to insurance to 
after sales. To reach this level in a prospective 
customers mind requires the creation of a national 
network.  To create a national network, you need 
dealerships. That’s what we did. The dealerships 
are our sales partners.”

So how does National Fleet tap into the market 
and ensure prospective customers go to their 
accredited dealerships? Lim explains that they 
have established a national call center to secure 
and collect the leads that are then either managed 
by an in-house fleet specialist team or forwarded 
to specially trained and accredited dealers. These 
dealerships are also the service points for cars of 
HIA and YBR members. Dealers will even take the 

2013 HIA Home Show
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cars out to the client for evaluation and take over 
the deliveries, becoming an integral part of the 
process. It’s a win-win situation for all in terms of 
economy and transparency. Customers are shared, 
and so are the profits. Importantly, the customer 
has piece of mind in knowing they’re getting a good 
price, at a single service point, underpinned by an 
established company. 

Fleet Services as Tax Savers

Two years ago, Lim was learning the ropes of 
salary packaging by partnering with one of the Fleet 
Management Organizations ( FMO ) and using their 
software to offer solutions to National Fleet clients. 
She found it frustrating. Their processes were slow, 
tedious and complicated. It seemed they had been 
designed to confuse the consumer by not being 
able to calculate what was being paid and where 
the savings were.  She had been introduced to 
National Fleet by then CEO Shane de Gelder to 
create a solution that could be used at dealership 
level. They began developing their own systems 
and created a new product, ‘Salary Saver Vehicle 
Leasing’. This new product was clear, precise, and 
simple. It featured a three page quotation format 
featuring clearly detailed deductions, pre-tax and 

post-tax, and GST. 

Through Salary Saver, National fleet now salary 
packages cars to reduce the customer’s taxable 
income. Giving special focus to SMEs, Lim says 
that SMEs are generally unaware of these tax 
benefits achievable through fleet leasing. Even 
though they may be a small organization, they 
can still gain valuable tax benefits through fleet 
services. 

The big game changer was the ability of dealerships 
and finance brokers to use the Salary Saver online 
system to offer salary packaging to their customers. 
This is a first anywhere and according to Lim, long 
overdue. 

SME- Oriented Marketing Initiatives

SMEs may sometimes provide company-owned 
cars for employees to drive, or they may pay a 
car allowance in order to do business. Either way, 
the employee gets no tax benefits. Identifying this 
market gap through Salary Savers, National Fleet 
utilized call centers again to tap into the SME 
market. SMEs were contacted and provided with a 
brief explanation on the benefits of Salary Savers. 

BARTONS BUY BETTER BUY BARTONS

BARTONS

4BIG
Bartons Big 4 are an accredited dealer in Queensland for 
all of our 4 brands for HIA Vehicles and YBR Car (Yellow 
Brick Road) in sourcing and supplying vehicles and 
finance for their members and employees.

IT’S VIP STATUS 

PROFESSIONAL SERVICE, ADVICE AND FLEET 

PRICING FOR ALL MEMBERS AND CLIENTS.

WITH

YOUR ONE STOP SHOP

BARTONS WYNNUM 07 3396 7777

www.bartons.net.au
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Most of the SMEs approached had never heard of 
salary packaging, or assumed it was only for large 
organizations and governments. The manoeuver 
has paid dividends, not only by increasing their 
client base, but in growing the awareness of 
benefits to the SME segment. 

Realizing the huge market potential, National 
Fleet is now giving Salary Saver licenses to its 
dealerships so they too can on sell it to their 
clientele. If a customer walks into the dealership to 
buy a car, the dealership can offer Salary Saver as 
well. 

Further marketing includes their ‘passport 
campaign’. This is a survey of ten questions on 
their database that assists in gauging purchasing 
patterns like frequency, brand and model 
preferences, and budgets. Using these questions, 
National Fleet creates a clearer and better offering. 

National Fleet also uses national magazine 
channels providing editorial for education purposes. 
This advertorial educates consumers on car 
purchasing and ways to finance and save. 

Recently, they placed an article in HIA’s magazine 
discussing the differences between normal 
business financing and charter mortgage benefits 
versus employee saving options like Salary Savers. 
At present, National Fleet is seeking manufacturer 
sponsors who are willing to pass on even more 
benefits to their expanding client list.

Lim refuses to call the organisation an intermediary 
within fleet leasing. She describes her reasons 
like this, “intermediaries file complex and obscure 

quotations and then walk away with hefty referral 
money from the dealers, money that ultimately 
comes from the customer’s pocket. They charge 
hidden costs and high management fees. So the 
average management fee for any lead they set 
up can be around $600 a year. National Fleet, on 
the other hand, charges only $30 a month; one 
dollar a day. The company has straight up rates 
for the customers and organizations they negotiate 
with. We can further reduce establishment and 
management fees from $30 to $20. It is a real 
benefit that they pass on to their members.”

Proven Experience in Finance

So what’s the power behind Lim’s strategic 
game plan for National Fleet? The lady in the top 
seat smiles, ‘In 2006, I came to Australia from 
Malaysia with a very strong banking background. 
In Malaysia, I ran a regional bank for eight years 
in association with an international bank. So my 
experience comes from a chain in banking and 
full financial services, and that’s my educational 
background too. 

In Australia, I observed a lot of niches to establish 
myself from the ground up. I started as a mortgage 
broker, I learned about Australian markets. About 
five years later I met Shane de Gelder, (previous 
CEO), and he asked me if I would be interested in 
teaming up with him to change the auto industry. 
Recognizing a great opportunity, I put together 
a proposal to the board for bringing in the entire 
gamut of finance products to the National Fleet 
business on a profit sharing basis.’ 

Lim’s proposal was accepted and she joined the 
company, contract managing for the first year.  
The rest, as they say, is history. Now, she’s not 
only the CEO but a shareholder and Director as 
well. Building on her expertise, she has added a 
full range of procurement, finance and insurance 
products to the company’s portfolio. 

Since this interview, National Fleet have won 
the right as the exclusive supplier of vehicle 
procurement and salary packaging for the CPA. 
National Fleet will service CPA and its 110,000 
members as part of their member benefits program. 

We look forward to speaking with the organization 
again about their continued growth.
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