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Joe: How long have you been [Inaudible 00:02:12]

Paul: So, I started with being the manager [Inaudible 00:02:11 – 00:05:00]

Joe: We were hoping to move forward with marketing and adds in the ----- product. Hops with 27 million
marketing plan, it was though we’ll gather a 60.000 deals. So, I understand the challenge is a lot bigger.

Paul: You want me to talk about that deal?

Joe: Just in general. Just good mix of talk, independence. Supporters or even non-supporters if you know
what I mean [Inaudible 00:05:34].

Joe: It's more just getting a bit of an understanding of it right. Yeah absolutely. Well I guess you've come
off a little bit of it about that you know the background business that's not just in a state of ageism sort
of understanding what would be that too. What are you two biggest categories?

Paul: SUV and [Inaudible 00:06:17]

Joe: What's any particular trends you've noticed in the market over the last two years?

Paul: [Inaudible 00:06:35]

Joe: Just excuse now. Well it makes a much better yet. All right.

Paul: 2 years in market change.

Joe: Yes.

Paul: Market change since [Inaudible 00:06:53] that is the biggest issue, where marketers review, you’ve
got the traditional British set up a visitors wholesale, and this is [Inaudible 00:07:32]. British product.
[Inaudible 00:07:37].

Joe: Yes.

Paul: So we try to support traditional show, trying to show our world, trying to [Inaudible 00:08:02].

Joe: You finished.

Paul: [Inaudible 00:08:28]

Joe: It’s interesting, and I guess to ask people hence the backbone of this is what we're doing (You know
what I mean?) There's some real challenges. Challenges also on account of the big challenges our sort of
you need to keep sharp. Well look at the way the consumers have interacted. How has it changed?

Paul: [Inaudible 00:09:08]

Joe: It's all these other footprints. Yeah.

Paul: [Inaudible 00:09:55]

Joe: It’s very unique.

Paul: [Inaudible 00:10:27]

Joe: We have a couple of independent ills that have gotten no bolt out of it.



Paul: [Inaudible 00:10:50]

Joe: And in that area even some country there is a little town upspring or regional outback, Queensland
is on one of the main highways north and he said I'm sick and tired. It's got a great. Caravan. We rang
up. He got 100 cars out there any guy out there and he's got to know 31 - 10 hours a day gone by carry.
You have to go up there, pick him up, and bring it back in. Take him back up. So it was nearly a whole
day for charge but you cannot charge him. You cannot take his money. [Inaudible 00:11:25]

Joe: But you know you couldn't charge him a hundred bags for six hours, so he put his fame and the
thing has not stopped running out there. No that's not every day that's it. Kurtz But runs out there turn
the lights on. So why then why go after every move which is another honeycomb north that you know is
it torn in 10 feet 15 people in the town any service is doing it. Probably a 4 hundred K radius.

Paul: [Inaudible 00:11:50]

Joe: I see. Yeah. Roadside service assistance. Interesting.

Paul: [Inaudible 00:12:55]

Joe: Interesting. What percentage of issues would you say come in requesting in a particular brand?

Paul: Around 70 percent.

Joe: 70 percent? [Inaudible 00:13:55] It's good. And what sort of strategy would you use to... That’s
good. How would you rank the consumer drivers in popularity like say that price brand?

Paul: Promotions.

Joe: Promotions? What do you think the consumers look?

Paul: [Inaudible 00:14:48]

Joe: What do you want more?

Paul: [Inaudible 00:14:55]

Joe: Is it 20 bucks an hour or?

Paul: [Inaudible 00:15:27]

Joe: Yeah you know like it's just you adapt your script to their requests Yeah. Identifying their needs.

Paul: [Inaudible 00:17:18]

Joe: Well we have professional companies who use to shop and we just got very small. We haven't done
much of it, just stop. And it's a shock. You know I asked my bank two hundred and twenty bucks, you
know I send it back you know it's just. It's all part is our product. So we…

Paul: [Inaudible 00:18:08] so, we are not selling the product. The hell with the hell we're selling as role
all we are selling matches for midrange. When the people requested. I've had a scenario where I've
heard of that scenario, who know. I guess. They come with a 30 day satisfaction guarantee their
happiness or you bring them back. To your roadside assistance. You don't have a roadside assistance
reading and you don’t get it for free. And you've got to hear road has a warranty for any accidents.


