
We took a relatively structured
approach to the discussion, beginning
at a high level and working our way
down to where “the rubber hits the
road” and get to the crux of the
question: “what’s in it for you?”

Strategy
I asked Brad and Dale to reiterate
Capricorn’s strategy for the panel and
commercial business units, and Brad
took the opportunity to reinforce the
importance of each sector to the
overall Capricorn membership. “The
panel and the commercial sectors are
a key focus for Capricorn. We continue
to experience strong growth across
both sectors. This is underpinned by
our commitment to product
development, enhanced supply
opportunities and increased field
resources in both segments.” 

Capricorn’s panel Member
numbers have continued to climb
throughout 2020/2021 and now
exceed 1,500 Members, which
reinforces panel as Capricorn’s second
largest automotive sector. Similarly,
the commercial sector has increased
significantly; therefore, Capricorn was
keen to address the structure within
its automotive field teams.

Structure
As we all know, the structure of any
business underpins the strategy, so we
revisited the structure with Brad, both
to remind us how sales and supply
operates and how it supports the
strategic direction. “Our sales and
supply functions are fully integrated,
and the automotive field team now
has national managers in panel,
commercial, supply and membership.

From a supply perspective, we are
also heavily focused on non-
automotive supplier appointments to
enhance the value provided by our
traditional automotive parts suppliers.”

Brad went on to say that the
panel and commercial national
managers are supported by state field
teams comprising both area managers
and supply account managers. “We
always aim to provide the best
experience for all of our Members.
Panel and commercial Members are 
an important part of the Capricorn
membership and we work hard 
to improve the value of their
membership and the diversity of our
Preferred Supplier base. We see this
as a key driver for the growth we have
experienced in the last 12 months.”

Dale and his team have worked
hard to improve the Preferred Supplier
appointment process, as well as
focusing on key operational

efficiencies. Brad added that
Capricorn also has a new outbound
call team that has been assisting in the
facilitation of the Member–Preferred
Supplier relationship.

Resources
With the structure in place, we
turned to the panel business and
discussed how Capricorn is
resourcing key roles and discovered
that they have been very active since
the beginning of the year. 

“Rob Mildenhall is the National
Panel Manager, and the first addition
to his team is Sue Walker, now in the
dedicated position of Area Manager –
Panel in Western Australia. Sue has
been with Capricorn for more than 
15 years, spending her initial five years
in our risk division before joining the
Western Australian automotive field
team. Sue is well known across the
WA Member base and brings 
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a decade of specialist experience to
the Panel team,” said Dale.

He went on to say: “More recently,
Gavin Armstrong has joined Capricorn
as an Area Manager – Panel, based in
Queensland. Gavin has spent his career
in the panel industry, commencing his
journey in his family business, Tingalpa
Motor Body Works, spending his time
in the paint and refinish sector,
dealership parts, as well as being a
platinum level instructor with I-CAR.”

Capricorn is becoming even more
focused on the panel sector with the
appointment of both Sue and Gavin
and will continue to look at
supplementing existing field
representatives with other specialist
resources in other states. In addition
to his national responsibilities, Rob
Mildenhall continues to support the
panel members in New South Wales,
reinforcing that Capricorn is well and
truly investing in panel-specific
resources. With this team, the focus is
solely on Capricorn’s panel Members
and Preferred Suppliers.

Where to from here?
Brad took the opportunity to highlight
the largest research project has ever
Capricorn undertaken. “The release 
of the Capricorn 2020 State of the
Nation report included invaluable
insights from our Members regarding
the current industry issues. This
includes how these issues are
impacting industry influencers such 

as technology development, skills
digitisation and more. The research is
a key part of our continuing focus on
our Members and the future of
Capricorn. Through the State of the
Nation reports, Capricorn will continue
to keep its finger on the pulse of the
automotive industry.” 

The Capricorn Futures Collide
conference in 2019 was so successful,
Capricorn announced that it would be
an annual event. However, as with
many events, COVID-19 put a hold on
these plans. “Rob has had
tremendously positive feedback from
Members and Preferred Suppliers
across the panel industry looking to
work with us on the next conference.
The only barrier to Futures Collide II is
the ongoing effects of COVID-19. Given
the structure of the program, we will
require greater certainty on domestic
and international travel due to the
interest from our numerous partners
and delegates around the world. We
look forward to announcing a return 
to Futures Collide in the future.”

Looking ahead
Brad was eager to outline what the
Members can expect in the coming
year from Capricorn. He is very clear
on what is coming next. “Our
Members can expect additional value
from their membership through an
increasingly diverse supplier base. We
recently appointed Woolworths at
Work, additional electrical power and

solar suppliers to boost our Preferred
Supplier base. These are also
complemented by the fantastic
products and services from our
existing Preferred Suppliers. We will
also continue to grow the Capricorn
Rewards program and, where possible,
reinstate networking events which
have been highly popular for many
years. Capricorn will remain focused on
mutual benefit, where we strive to add
as much value to our services for both
Members and Preferred Suppliers.” 

Brad also highlighted that
Capricorn will continue to work closely
with the wider automotive community.
Focusing on the collision repair sector,
he added, “We will continue to focus
on the issues that are important to our
panel Members’ businesses. We are
looking forward to working with our
OEM brand partners, specialised panel
equipment Preferred Suppliers, and
investigating the rapidly evolving
technology space that is ADAS and its
compatriots. All of which are focused
on working harder, smarter and more
efficiently for the Capricorn ecosystem
– especially our Members and
Preferred Suppliers!”
Editor: It is clear that Capricorn has
developed into a true leader of our
great industry and these insights
from both Brad and Dale only go to
reinforce my view that exploring the
opportunity to become a Capricorn
member or preferred supplier should
be on everyone’s “to do” list.
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