
Annual Review
November 2011



contents
key highlights                                          1

growth in a difficult market                            2

our time to shine                                       3

what we offer                                          4

store network                                          5

fulfilling potential                                   6 - 7

our responsibility to customers                        8

responsible lending guidelines                        9

our community – the Vodafone Warriors            10

causes we support                                   11

financial performance                           12 - 13

financial details                                   14 - 15

the board                                         16 - 17



key highlights
The last year has been a solid one for the business with highlights including:

It’s hard to believe it’s been nearly 50 years since  

Stan Pemberton started renting out TVs from the first 

dtr store in Howick. That’s a long time for any company 

to continue trading successfully, and especially one that 

operates in the fast-moving retail and finance sectors.

But our business has changed a great deal since 1962, 

with dtr now stocking everything you need to make your 

house a home. Our values remain the same however 

- we are as much a part of the communities where we 

operate, as we are a business that serves them.

For our 50th birthday in 2012, we intend celebrating with 

the people that matter most, our customers and our staff. 

And we’ll be doing more than just having a party; we 

want to do something a little more meaningful, so look 

out for that during 2012.

8% lift  
in revenue

Qualifying Financial 
Entity (QFE) 

accreditation

two new 
stores

Return on 
Operating Assets 

up 2% 

NPAT 
lifted by 

54%
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growth in a difficult market
With the Global Financial Crisis, the last few years have presented a challenging environment 
for all sectors, not least of all retail and finance  We’re proud to say we have dealt with these 
challenges head-on, continuing our steady growth, while re-investing in the business to 
ensure our success continues 

Investment
In 2011, our investment has seen us reach the point where 

we are close to completing our existing store network 

renewal and refurbishment programme. In addition,  

we’ve commenced a program of adding new stores to 

the network.

In terms of our future, the investment we’ve made in our 

people development programmes, in particular our new 

Assistant Store Manager ‘Fulfilling Potential’ programme, 

is undoubtedly the most important.

Our staff are proud of the investment we’ve made in our 

local communities in 2011. Whilst there are too many to 

list in detail, our support of our Christchurch staff and their 

customer base in the wake of the earthquake; the people of 

the West Coast affected by Pike River; and our work with 

Shine are particular highlights.

Value
The extension of the Long Term Incentive Plan (LTIP)  

at the start of FY11 continues our commitment to share 

success with our staff. Each ‘mock share’ was valued at 

$1.60 at the end of the last financial cycle, up from $1.48 

the previous year. This compares favourably with the  

NZX Top 50.

Growth
In 2006, we set out to be the best in the world at 

understanding and servicing the needs of a market that 

wants to own products for their home but can’t buy 

them outright immediately. Whilst we’ve made significant 

progress towards that goal, it will take continued strong 

growth to get there. Fortunately, we have demonstrated a 

solid track record in implementing those growth options. 

dtr value vs  NZX50
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Gordon Howlett 
Executive Chairman
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our time to shine
In terms of the numbers, we’re pleased to say we have increased profitability and we are on 
track to achieve our aim of 15% Return on Operating Assets (ROO) by end of Financial Year 2013 

Performance
dtr’s success is intrinsically linked to its ability to  

build uniquely intimate relationships with its customers. 

Our extensive bricks and mortar presence, embedded 

within communities, allows us to achieve this. That same 

network also makes the business very sensitive to scale. 

2011 is the year where the result of that scale can really 

begin to be felt in our financial metrics. The ability to 

produce this growth on a ‘same store’ basis was very 

comforting, with the effect of new store openings coming 

on top of this, which will impact the 2012 figures.

Mark Spring  
Managing Director

Credit Management
The current credit collections environment is certainly 

challenging. Tighter constraints on disposable income, 

increased GNA activity and increased unemployment all 

create difficulties unique to our sector. We’ve responded 

positively by being stricter with our credit criteria, 

exposure limits and enhanced affordability testing.  

In 2011, these measures have enabled us to constrain the 

growth in portfolio risk to just 0.5%.

Regulatory Environment
Part of the market sector in which the firm operates is 

understandably scrutinised by regulators and community 

advocacy groups. dtr welcomes this, and takes a leadership 

role in promoting responsible lending practices. Our support 

of the Ministry of Consumer Affairs Financial Summit, our 

membership of the Financial Services Federation and our 

proactive work in forming partnerships with budgeting 

advisors underlines this commitment.

dtr was amongst the first lenders to become registered 

as a Financial Services Provider and was seen by 

the regulators as an example of best practice in our 

successful Qualifying Financial Entity (QFE) application.

We’re proud of what we’ve achieved in the last twelve 

months and look forward to further developing our scale 

and capabilities in 2012.

19% lift in  
interest income 37% lift in EBIT17% growth in  

contracted cashflows
cost to income 
ratio down 2%
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gross margin contribution  
by proposition

what we offer

Easi-Cash is a simple finance option for cash 

loans between $500 and $5,000 with terms of up 

to 48 months. With overnight approval, dtr is a 

quick way to get cash in unforeseen moments. We 

secure the loans using existing household goods, 

such as a car, furniture or whiteware.

LeasePlus is the commercial lease of audiovisual, 

whiteware and furniture to businesses, typically 

over a three to five year term.

Easi-Own is flexible consumer financing for 

people who don’t have cash right now. With 

simple weekly payment plans, customers own the 

products at the end of the Easi-Own term.  

The service we provide with Easi-Own is what 

makes dtr different. We don’t just sell products, 

we look after customers and their purchases  

from start to finish.

Easi-Rent is the perfect solution for customers 

who don’t want or need to own a product. Rental 

contracts for audiovisual, whiteware and furniture 

are designed to meet their needs, with flexible 

terms from one day to one year.

70%

18%
6%

6%

easi-own

easi-rent

leaseplus

easi-cash
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store network

WANGANuI

WhANGAREI

hAMIlTON

ROTORuA GIsbORNE

hAsTINGs

PAlMERsTON NORTh

lOWER huTT

PORIRuA
(OPENEd SEPTEMBER 2011 )

blENhEIM

GREYMOuTh

ChRIsTChuRCh

DuNEDIN

INVERCARGIll

TAuRANGA

NEW PlYMOuTh

hENDERsON
MANGERE 
MANukAu 
OTAhuhu
PANMuRE
PAPAkuRA 
(OPENEd MAY 2011 ) 

5



after

fulfilling potential
In 2011, former Northern Regional Manager Garry stratta was promoted to National 
Operations Manager, after almost nine years with dtr 

store fit-outs
Over the last few years, we have made a huge effort to 

improve the look and feel of our stores. As you’ll see 

from the ‘before’ and ‘after’ pictures below, we have 

committed to a major upgrade across the network. 

Customers are now taken on a journey that guides them 

through the store, an environment similar to how the 

products would look in their homes. The overall feel is 

now bright, modern and welcoming.

before

Garry Stratta  
National Operations  

Manager
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expanding our retail footprint
Since they opened, our new Papakura and Porirua 

stores have been making a big impact.

Not only is the Papakura store tracking well ahead 

of projections in terms of sales (currently 52% above 

what we expected), it’s also playing a great role in 

helping the local community. 

The latest dtr store opened in Porirua in September, 

following extensive third party research that showed 

over 50% of our Wellington customers are based in 

and around the Porirua area. As a result, we relocated 

the Willis Street store in the city to the new Porirua site.

After the first week of trading, the store had already 

exceeded its planned sales for the month, with a 

result in excess of 300% of the target sales.

All in all, two great openings in 2011.

growing our product range
In 2011 we chose to partner with Fisher & Paykel,  

New Zealand’s premier whiteware supplier.  

This relationship now includes Haier, the world’s 

largest manufacturer of whiteware. 

Fisher & Paykel is an iconic Kiwi brand and we are 

proud to be associated with it. Between dtr and 

F&P, we have over 130 years combined history in 

servicing New Zealanders.

Customer demand led us to review our furniture 

range, which is why we now stock Dixie Cummings 

furniture. The category has grown tremendously 

in recent times and has become a key part of our 

product range. Our ‘Rooms To Go’ initiative has seen 

furniture grow significantly as a percentage of the 

sales mix.

people development
This year we launched ‘Fulfilling Potential’,  

our Assistant Store Manager training programme.  

A lot of work has gone into the development of the 

programme, which covers leadership, financial and 

operational planning, among other topics. Internal and 

external experts have been brought in to ensure the 

next generation of managers is ready to step into new 

positions as we continue to grow the business.

We also rolled out our BRIGHT sales training process 

across the entire network. It focuses on different 

personality types and how they like to be treated 

when staff are engaging in sales conversations. 

This is especially appropriate in our industry, where 

customer affordability and responsible lending are 

high on the agenda.
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In the communities where our stores operate,  
we provide a way for people to get what they aspire 
to have in their homes, within a structure that is 
affordable, realistic and sustainable 

We have a responsibility to consider the needs and requirements of every customer 

that walks in the door and, each time, we make careful assessments as to whether 

a customer is able to meet the obligations of a particular payment plan 

As a member of the Financial services Federation, we played an instrumental role 

in drafting the Responsible lending Guidelines, which underlines our commitment 

to be a responsible lender  At dtr, that’s something we take very seriously 

our responsibility to customers

Maz from dtr Gisborne
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responsible lending guidelines
understanding the customer
The Responsible Lending Guidelines are about doing 

everything we can to understand our customers.  

That means asking questions about their financial 

situation and asking for proof, which enables us to  

better service their needs and goals.

Due to the wider financial climate, the number of people 

who see our products as appropriate and relevant to 

them is increasing. But this opportunity must be matched 

with intelligent assessments by our staff.

Deciding if the loan is right
Each sales person within our dtr stores up and down the 

country is charged with deciding if the loan is right for the 

customer. They have to consider whether the person can 

comfortably pay the loan and whether that loan meets 

their needs and goals.

It’s also imperative that dtr staff give the customer fair 

terms and conditions, including clearly explaining  

interest rates, fees and responsibilities before any 

contract is signed. 

helping the customer if things  
go wrong
If a customer is having trouble paying their loan, 

dtr prides itself on treating this reasonably, even 

renegotiating the terms of the loan where possible.  

On occasion, this may include referring them to someone 

who can give advice on how to best manage their money.

These are just some of the elements that members  

of the Financial Services Federation, such as dtr,  

have committed to upholding in the Responsible  

Lending Guidelines.

For the full version of the Responsible Lending 

Guidelines, please visit: www.fsf.org.nz

Your parents used to be your  
model for how to save, and they 
were your first advisors  but then 
you have to leave home and so I 
guess dtr has replaced that role   

(Christchurch customer)

9



our community - the Vodafone Warriors
When we first signed up to support the Vodafone Warriors, we knew there would be a  
strong cultural alignment with dtr, and we haven’t been disappointed  In fact, we loved our 
first season so much, we’ve signed up for another two years 

The 2011 season was a great success on the field too, 

with all three grades reaching their respective Finals, 

and the Junior Warriors winning their Grand Final with  

a thrilling last minute drop goal.

In addition, we have become more involved in the 

Warriors’ One Community programme, which addresses 

social issues and promotes core values to kids twelve 

years and under. 

A key charity last season for the Warriors was Shine, 

the largest organisation in New Zealand tackling 

domestic abuse. Shine offers help to women and 

children who need it, as well as the men who want to 

change their behaviour.

For one of the games, we were match day sponsors,  

and through auctions, raffles and donations, we managed 

to raise $7,318 for Shine in one day alone. We all feel 

proud of the effort put in to plan and execute the day, and 

we look forward to doing more of the same in 2012.
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causes we support
dtr supports many different charities and causes

As well as Shine, in the last year we have helped out the Red Cross in the wake of the 

Christchuch earthquakes; the Auckland Rescue Helicopter Trust; the Pike River Miners’ 

Relief Fund in Greymouth; and the Lifewise Big Sleepout, where MD Mark Spring roughed  

it for a night in Central Auckland along with other supporting participants.
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financial performance
This has been, and continues to be, a time for investment and improvement  It’s a case of 
intelligently moving forward even when the overall economy faces challenges  Our revenue 
continues to grow year-on-year, and EbIT has increased 37 4% on the previous year  

since the management buy-out in FY06, we have seen a compound annual EbIT growth rate 
of 31 4%  In addition, revenue-generating assets continue to grow, providing a strong base for 
future annuity income in the coming years 

balance sheet strength
Compared to its peers, many of which failed to weather 

the turbulence of the past years, the conservative nature 

of dtr’s balance sheet has emerged as a real strength. 

With a 43% equity ratio, the business has built a strong 

buffer against adverse external factors but, just as 

importantly, can maximise opportunities that inevitably 

emerge in such times.

banking Relationship
dtr’s relationship with ASB is now three years old, and is built 

on mutual respect, consistent achievement of plans, and 

open and transparent communication. The extension of dtr’s 

funding facility to a rolling three year term from December 

2010, illustrates the strength of this vital partnership.

IT & systems
2011 saw the ground work laid for the firm’s largest 

technology investment cycle since 1998. To complement 

our investment in the Sovereign platform which manages 

the Loans and Receivables portfolio, dtr will replace 

the remainder of the firm’s core ERP platforms and 

associated hardware infrastructure. Project Aurora will 

position the business at the forefront of the industry, 

deliver enhanced productivity across all users and 

further enhance business continuity practices.

Garry Holton  
Finance director

31.4% EbIT C A G R since 2006 
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financial details

$000’s 2011 2010

Revenue 13302 12705

Cost of Goods Sold 9358 8776

3944 3929

Rental Revenue 4027 4391

Rental Depreciation 1770 1871

2257 2520

Interest Income 9697 8156

Interest Expense (1332) (1141)

8365 7015

Other Income 6922 6335

Impairment Asset Expense (2159) (1638)

Operating Expenses (17600) (17075)

Profit/(Loss) Before Income Tax 1729 1086

Income Tax 561 329

Profit/(Loss) for the Period 1168 757

Other Comprehensive Income 0 0

ToTaL ProfIT 1168 757

$000’s
Share 

Capital
retained 
Earnings

Total 
Equity

2011

Balance 1 April 2010 7500 10001 17501

Dividends 0 (380) (380)

Total comprehensive income for the year (profit for the year) 0 1168 1168

Balance 31 March 2011 7500 10789 18289

2010

Opening Balance 7500 9507 17007

Dividends paid 0 (263) (263)

Income for Year 0 757 757

Balance 31 March 2010 7500 10001 17501

statement of Income

statement of Income
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$000’s 2011 2010

Equity

Share Capital 7500 7500

Retained Earnings 10789 10001

18289 17501

Current Liabilities

Trade & Sundry Payables 2633 2664

Rentals in Advance 2500 2309

Related Party Loans 1720 3418

Tax Payable 523 311

7376 8702

Non Current Liabilities

Related Part Loans 2000 0

Bank Loans 14689 12463

16689 12463

42354 38666

Current assets

Cash 79 111

Loans Receivable 14622 15560

Prepaid Expenses 409 300

Inventory 1668 1232

16778 17203

Non Current assets

Plant & Equipment 6160 7444

Deferred Tax Assets 749 583

Loan Receivables 18667 13436

25576 21463

42354 38666

balance sheet

Extracted from the FY11 Audited Financial Accounts, for the year ending 31st March 2011.
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the board

Gordon howlett, Executive Chairman

After graduating with a Bachelor of Economics (Hons) 

from the University of Sydney in 1961, Gordon spent 20 

years in marketing and management positions with leading 

consumer goods companies, including Colgate Palmolive, 

Philips Morris, General Foods, Kolotex and Lifesavers.

In 1980, Gordon joined Avis Rent-a-Car as a Director of 

Marketing. In 1983, he was promoted to the position of 

Managing Director for Avis Australia. Over the next 10 

years, he also assumed responsibility for New Zealand 

and Asia Pacific, leading Avis to a dominant market 

position throughout the region.

Gordon worked for Qantas between 1994 and 1997 as 

Executive General Manager – Operations. After two years 

consulting in infrastructure investment, he became CEO 

of Thorn Asia Pacific (Radio Rentals in Australia & dtr in 

New Zealand) in January 1999.

In 2006, the then owners of dtr, Terra Firma Capital 

Holdings sold their interests in the region. Radio 

Rentals was successfully floated on the Australian 

Stock Exchange, while Gordon subsequently led the 

management buy-out of dtr in New Zealand. He is 

currently its Executive Chairman.

Gordon has been a director of listed companies Yates 

and BBQ Galore. He was Chairman of Kennards Hire for 

nine years until 2010.

Mark spring, Managing Director

Since completing officer cadet training with the  

New Zealand Army in 1989, Mark has developed 

extensive expertise in operational and financial 

management and sales.

After joining Inchcape Office Products in 1989 as a Sales 

Representative, Mark was soon promoted to Branch 

Manager and ultimately became National Sales Manager 

with responsibility for all sales and marketing functions. 

In 1995 Mark became the Business Unit Manager (Pitney 

Bowes Division) for Ricoh Office Products in New Zealand, 

before being promoted to General Manager of the Document 

Factory Solutions Division of Pitney Bowes Australia, where 

he developed an in-depth understanding of leasing.

Prior to joining dtr in February 2005, Mark was 

responsible for growth and acquisitions in the role of 

General Manager of Business Process Outsourcing at 

Datamail Limited in Auckland.

In November 2006, Mark and Gordon Howlett completed 

a management buy-out of Thorn Rentals NZ Limited 

trading as dtr. He is currently the Managing Director of dtr.

Mark completed a Graduate Diploma of Business 

(Finance) between 1995 and 1997 and a Master of 

Business Administration degree in 2002, both at the 

University of Auckland.
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Joanne Ohman, Alternate Director

Jo Ohman is a graduate of Sydney University, and currently 

serves as an Alternate Board Member for Gordon Howlett.

After earning a Bachelor of Music degree, Jo spent two 

years as an instructor before moving overseas. Upon her 

return to Australia, Jo took a position at a corporate video 

production company, before joining the TV department of 

Clemenger BBDO, one of Australia’s largest advertising 

agencies. She is presently a Senior Producer with 

Clemenger, while continuing to teach music and tutoring 

flute students.

Garry holton, Finance Director

Garry commenced his career in 1975, joining the audit team 

at Ernst Whinny Chartered Accountants while studying 

part time. In 1985 Garry joined Avis Lease as Financial 

Controller. The Avis Lease business was acquired in 1989 

by UDC Finance, and was subsequently rebranded Esanda 

Fleet Partners. 

During his time with Esanda Fleet Partners, Garry held the 

positions of Financial Controller, Company Secretary, Chief 

Financial Officer, as well as IT and Systems Manager.

After leaving Esanda in 2004, Garry was involved in setting 

up Auto Advance, a finance business providing floor plan 

funding to the dealer network of Nichibo Japan Trading Co 

Ltd. Nichibo supplies approximately 30 percent of the used 

imported vehicles to the New Zealand market.

Garry joined dtr in July 2005 as Financial Controller, and 

was appointed Finance Director in 2007. He is a qualified 

Chartered Accountant, and member of the Institute of 

Chartered Accountants.

our advisor relationships
bank: ASB

lawyers: Kensington Swan, Brookfields,  
and Macky Roberton

Advisors & Auditors: BdO Spicers

Advisors: PriceWaterhouseCoopers

Risk Management Consultants: StandSure

dtr is a member of the Financial Services 
Federation and the Marketing Association.
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postal address 
PO box 204365, highbrook,  
Auckland 2161

www.dtr.co.nz • talkingshop.dtr.co.nz • warriors.dtr.co.nz

head office
building b, 8 business Parade south,  
52 highbrook Drive, Auckland


