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Welcome to Amber 
We are the premium supplier of quality 
floor tiles, wall tiles, natural stone, 
pavers, retaining walls, and synthetic 
grass to retail, trade and designer 
customers. The first Amber store was 
opened in 1973, and the first store was 
franchised in 1993. Today we have an 
enviable base of 22  franchised stores 
and 7 company stores.

Now is an exciting time to join Amber. 
Amber has ambitious plans utilising the 
proven Amber Franchise System.

So if you’re 

 Highly motivated to achieve

Seeking personal and financial  
 independence

Enjoy serving customers and   
enjoy working as part of a team 

then, an Amber franchise may be 
the answer for you.

Amber has the answer
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“Amber” is the name given to the resin 
from prehistoric pine trees. Over a long 
period of time, that resin becomes a 
gemstone. Very early on, we sold pine 
bark to nurseries, and we took our name 
from this resin which becomes a gem.

A brief history of Amber
Amber was started in 1973 by Paul Cave, and he grew the 
store network in a primarily company owned format and 
later in an equity partnership model to 12 stores between 
1973 and 1996. Amber primarily sold pavers and quarry 
tiles in the early days, and became well known using Fred 
Flintstone as its marketing mascot, and the slogan “Only 
Amber Tiles’lll do”.  Paul Cave has since become well 
known as the founder of Bridgeclimb (walking tours over 
the arches of Sydney Harbour Bridge), and sold Amber in 
a management buyout to then executives Ron Geekie and 
Ian Redfearn in 1996.

In 1996, Amber Group Australia Ltd was formed, and 
the 12 existing stores were concurrently franchised. The 
business grew in a controlled manner under franchising, 
and moved to 15 stores in NSW / ACT by 2000/01. Fred 
Flintstone was moved on, and a more up market marketing 
program followed with Monica Trapaga as its face. 

Amber became better known and more focused on its tile 
range, and the slogan “Amber has the Answer” became 
Amber’s strap line. Amber moved into Qld during 2000/01 
by converting existing tile stores. NSW / ACT stores 
numbers progressed to 23 by 2004, with additions in a 
controlled and manageable growth pattern. In 2007, a 
private equity company (Greenstone Partners / Outset 
Holdings) purchased the majority share in Amber, with 
vision to grow and expand the business. Amber has since 
added 7 stores in NSW in 2010-16. 

In 2016, Amber was purchased by Kim Hin Industries 
which is a Malaysian based Public Listed Company who 
own tile manufacturing factories (3 in Malaysia and 1 in 
China). This has expanded Amber's tile capability, with 
direct links to manufacturer

Amber operates in NSW, the ACT and QLD with an all  
stores turnover of approximately $72 million in FY16 and 
potential to expand in Australia.  With its headquarters 
in Sydney, the Amber purpose is to make creating 
inspirational living spaces easy.
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franchising is a simple way 
to enjoy the independence of 
running your own business, 
utilising a proven business 
system and benefiting from 
being part of a successful brand.
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Franchising is a simple way to enjoy the independence 
of running your own business, utilising a proven 
business system and benefiting from being part of  
a successful brand. 

The Franchisee owns and operates a business  
utilising the Franchisor’s knowledge, products,  
systems and branding. A franchise agreement  
governs the relationship between the Franchisee  
and the Franchisor. The Franchisee and Franchisor 
operate as a form of partnership. Each supports and 
relies upon the other to create synergy and success.

In return for ongoing franchise management fees, 
the Franchisor provides the Franchisee access to all 
of the benefits of a large organisation:

Brand (reputation and Marketing); 

Corporate identity;

Product range including substantial exclusivity; 

Management skills and systems;

Supplier relationships;

Knowledge and assistance; 

Contemporary sales and accounting systems; 

High profile marketing (with almost 50years of historical 

marketing)

This saves the Franchisee the time, the cost, and the effort 
of starting a business from scratch, and building a business 
from the ground up. Leveraging off the benefits of an existing 
brand, product range and business system are a massive 
head start in starting a business.

Franchising has become a large industry, becoming very 
accepted and widespread over the last 30 to 40 years. 
Australia is highly franchised, with almost 3 times more 
franchises per capita than the US. Being part of a group 
rather than trading independently is becoming more and 
more important in business.

What is a franchise?
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The Amber Franchise System is 
an ideal vehicle for competent 
and dedicated Franchisees 
to reach their goals and enjoy 
financial reward.
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The Amber Franchise System is a proven  
and sound retail concept that has stood  
the test of time. As with any franchise, 
it is not a get-rich-quick scheme.

The Amber Franchise System is an ideal vehicle 
for competent and dedicated Franchisees to 
reach their goals and enjoy financial reward. 
The Amber Franchise System is founded on  
the following fundamentals:

 A range of quality products (many of which  
 are exclusive to Amber);

 Displayed with innovation and style;

 Sold at value for money prices; 

 Mutual co-operation and respect between  
 the Franchisor and Franchisees.

Amber is totally committed to the success of 
its Franchisees, because our success is based 
upon our Franchisees success.

The Amber Franchise System is a combination of:

 Indoor and Outdoor products;

 Strong brand;

 Research;

 Marketing;

 Financial management;

 Staff training and development; 

 Business Support; and

 Inventory & accounting systems. 

The Amber  
Franchise System
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Successful candidates for Amber 
franchises enjoy the following benefits 
to help establish an enduring business:

The Amber Name 

 You have the right to use the Amber name  
 and logo, which is well recognised and has  
 a proven successful track record

Marketing 

 Expert help with marketing and promotions:  
 to ensure you get the maximum return on your   
 advertising dollar, we will provide direction and   
 advice on implementing local promotional campaigns

 The advantages of group advertising: the scale of  
 our group and Brand provides buying power for   
 media (TV, radio, online and outdoor), and breadth  
 of supporting marketing materials to attract both  
 retail and trade customers. 

 Regular ongoing market research: to ensure you  
 target the right market at the right time with the 
 right product.

 Ongoing public relations support: with press releases  
 and industry awareness of your Amber franchise.

 Online focus: website and online strategies.

Training 

Initial and ongoing training is provided for 
Franchisees and their staff. Such training 
concentrates on developing a ‘hands-on’ 
small business person. It also stresses the 
need for efficiency by emphasising the 
things involved in doing the job right. Training 
covers product knowledge, selling skills 
and business management. Online training 
programs are also available.

Training for staff includes all the knowledge, 
skills and performance levels needed to keep 
customers satisfied and the store profitable.

A detailed Operations Manual acts as a 
reference guide for day to day operations.
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Set up 

Appearance: Amber provides assistance with 
store design, fitout and signage. Uniformity  
of appearance is one of the many strengths  
that Amber provides for its Franchisees.

Site Selection: help in choosing suitable store  
locations and the right to operate in a specified 
geographical area.

Space: assistance with store design and fitout 
to ensure the best utilisation of space.

Training: training to ensure the Franchisee and  
staff are well prepared for opening, to optimise 
sales potential from day one.

Marketing: careful planning and execution of   
initial marketing, to ensure your store opens with 
maximum impact.

Stock: opening stock inventory advice storage  
and presentation to maximise your initial cashflow.

Business Skills, Support and Growth 

Continuing support and advice: to reduce the risk 
of business failure and to maximise your earning  
potential through better productivity.

Access to Amber̀ s business systems: Amber̀ s  
business systems have been tried and tested.  
They are well developed so you don’t have to incur 
the cost and frustration of developing them by  
trial and error.

Trouble shooting: to help you identify and rectify  
any area of your business that may be undermining 
the performance of your store.

Finance: expert help with cashflow and financial 
management, and a comprehensive budgeting, 
cash forecasting and planning process.

Ongoing research and development: in business  
systems, product development and marketing strategies.

 Favourable insurance rates: we can also negotiate 
advantageous insurance rates, again aimed to  
maximise your overall profitability.

Product 

Purchasing power: we buy bulk, import direct,  
and have access to many products on an  
exclusive basis. We are the largest customer  
of a number of our local suppliers, which gives 
you a buying advantage.

Product Range: access to over 1,000 products  
at reduced prices.

Product sourcing: we give you expert help with  
sourcing the right products at the right price.

Exclusive access to the Amber Distribution  
Centre: The Amber DC sources imported Tiles  
and Natural Stones, and some local products  
including Pavers. Many of these are exclusive  
to Amber and are not available to competitors 
in your area. Your competitors cannot compete  
with you on these products.
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 Partnership: Amber has a unique way of doing business.  
 Amber̀ s culture is about forming partnerships between   
 those within your business, your staff, the Franchisor,  
 your suppliers and your customers. It is also an ideal family  
 business opportunity with a rich diversity of talents 
 required from colour and design skills through to the  
 practical skills involved in installation and advice.

 Teamwork: As part of a group, you have access to a good  
 cross fertilisation of ideas. You wil attend regular meetings  
 with other Amber franchisees. This gives you access 
 to further development and ideas not readily available to  
 an independent operator.

 Leadership: Amber is the leader in its chosen field.

 Investment: Potential to earn a highly attractive return  
 on your investment. Over time, you can develop a saleable  
 business with the potential for significant capital gain with  
 our full support.

 Support: The Franchisor team has extensive experience,  
 and some have successfully operated Amber Stores in the past.
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 Customer focus: dedicated to customer satisfaction.

 Service orientation: enjoys helping customers find   
 the solutions to their needs.

 Motivation: highly motivated to succeed.

 Independence: enjoys the independence of owning   
 the business and following a business model.

 Interest: is interested in the field in which they work.

 Passion: is passionate about their business and store.

 Teamwork: understands a team approach and is able   
 to operate in a team environment.

 Attitude: energetic, committed, positive.

The typical character  
traits of a successful  
Amber Franchisee include:
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Your success and 
the success of other 
Amber Franchisees 
depend, in part, on 
how well you portray 
the Amber image and 
work within the Amber 
business systems.

It is important to continue to develop and 
maintain  a sound and consistent image across the 
Amber network.

This is done by:
Maintaining the standards of appearance, service  
and behaviour outlined in your Franchise Agreement  
and manuals;

Supporting promotions and advertising campaigns; 

Communicating openly and frequently;

Attending Amber Franchisee meetings;

Providing value for money to your customers;

Operating with professionalism;

Being service oriented;

Developing product knowledge;

Understanding customer needs;

Carrying a comprehensive product range;

Committing to regular training and development 
activities for both you and your staff;

Having a positive attitude towards the franchise, the 
business, the Franchisor, and your colleagues;

Maintaining proper financial records and accounts; 
Purchasing stock approved by Amber from approved 
suppliers who meet Amber̀ s requirements for  
reliability, quality, service and price;

Complying with suppliers trading terms; 

Maintaining your store; 

Ensuring staff wear only Amber̀ s uniform and 
name badge during business hours, including  
meetings organised by Amber.
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20 Amber’s commitment to you

These commitments will help you and your staff 
begin from a sound base from which to prosper.  
Your success will depend on working hard and 
doing the right things consistently. There is no 
guarantee of success, but with our support you 
will have a better start than non franchisees who 
open a business. You will have the support of a 
ready-made formula of proven worth.

Within the franchise agreement are the precise details of the 
Franchisor’s roles and responsibilities.Simplistically, the franchisor 
will provide four main areas of assistance and support:-

Product, 

Brand and Marketing, 

Business System, and Business 

Support. 

This lets you know our commitment to your success. In the 
agreement are our obligations to you as the Franchisee.

Train the Franchisee in financial management skills, staff  
selection, management, troubleshooting, business and   
marketing procedures, and documentary systems to  
control the operation;

Investigate and evaluate sites for Franchisees, and provide  
assistance with obtaining planning permission and permits;

Advise on the design and shopfitting of the store;

Select equipment and products;

Assist with lease negotiation; 

Provide popular and reputable exclusive products and services;

Advise on opening stock inventory, storage and presentation;

Provide details of realistic cash requirements, including 
working capital;

Provide on-the-spot help prior to and during the opening 
of the franchise, using a team trained for the purpose; 

Ongoing marketing support;

Provide continual help and guidance to maintain the viability 
of each franchise.

What can you expect 
from Amber?

Amber’s commitment to you21
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From January 2015, the Competition and Consumer 
(Industry Codes – Franchising) Regulation 2014  
(commonly known as the Franchising Code of Conduct) 
was amended, and it became a legislative requirement 
that the following “Information Statement for prospective 
franchisees” is provided to any party expressing interest 
in a franchise. As such, the Information Statement is  
copied below in its entirety

Amber suggests that you read the Information Statement,  
and ensure you address the relevant points raised in any  
future discussions or negotiations

Infomation statement to prospective
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Thinking of becoming a franchisee?
It is important to consider the risks 
and the rewards
This document is not a complete guide to  
franchising, it is a starting point. It should be 
combined with your own independent legal, 
accounting or business advice and the disclosure 
document provided by the franchisor. 
Entering a franchise is a big decision. Before you  
do so, you should: 

  Conduct due diligence - this means   
 researching the franchise system and   
 talking to current and former franchisees. 

  Get advice - get legal, accounting and/or  
 business advice from professionals with  
 expertise in franchising. 

  Read all the documents - carefully study the  
 disclosure document, franchise agreement and  
 any other documents provided by the franchisor. 

  Know your rights - make your own enquiries  
 to ensure that it is the right decision for you. The  
 Franchising Code of Conduct sets out the rights  
 and obligations of the people involved in a  
 franchising relationship. It can be found at
 http://www.comlaw.gov.au. 

You should also consider taking a specialist 
franchising or business course before making a 
decision to enter a franchise agreement. There 
are free, online education courses available for 
prospective franchisees.  
Some courses can be found here  
http://www.franchise.edu.au/education.html. 

What is franchising? 
Franchising is a model for doing business. When 
you enter a franchise agreement, the franchisor 
controls the name, brand and business system you 
are going to use. The franchisor grants you the right 
to operate a business in line with its system, usually 
for a set period of time. There is no guarantee you 

will be able to keep your franchise business after the 
initial period of the agreement ends. 
Franchisors and franchisees must comply with the 
Franchising Code of Conduct, which exists under 
the Competition and Consumer Act 2010, as well as 
consumer and company laws. The Franchising Code 
sets out minimum requirements for a franchisor 
to provide specific information to you.  A franchise 
agreement, once entered into, is a legally binding 
contract that sets out the terms of the franchise. 

Why consider franchising? 
A franchise can offer particular benefits over other 
types of businesses. For example, franchises 
may have an established product or service and 
an existing reputation and image. It may also give 
you access to the franchisor’s experience and 
knowledge in the industry, planning, marketing skills 
and operating procedures. Some franchise systems 
provide support, some do not. 
You should carefully think about whether the 
franchise system you are considering suits your 
business experience, skills and needs. 

Understanding the franchising relationship 
Two important features of franchising are that the 
franchisor has established the business system 
you are using and that most franchise systems rely 
on each franchise maintaining consistency. For 
those reasons, franchisees are usually required 
to strictly comply with the operating procedures 
set down by the franchisor. As a result, you may be 
limited in the changes you can make to the franchise 
system without the agreement of the franchisor. 
You will usually also be bound by confidentiality 
obligations. This includes limits on your rights to use 
the franchisor’s intellectual property or business 
system outside the franchise. 
Most businesses adjust to meet changes in the 
market. The franchisor might make changes to the 
franchise system at any time but does not have to 
discuss them with all franchisees. 

Unexpected expenses 
In franchising, as in any business, unexpected 
expenses may arise. Events such as a natural 
disaster or a change in the law or Australian 
standards can impact your business. You need to 
have a business plan that takes this into account 
when working out the funds you will need for the 
future. You should also make sure you have the type 
of insurance which is right for your situation. 
During the life of your franchise agreement, a 
franchisor might also decide to update computer 
systems or introduce new uniforms or change the 
appearance of the franchise system. These changes 
might not have been thought about when you 
entered the agreement. Those costs would normally 
be paid by the franchisee under the agreement. 

The risks of franchising 
Statistics suggest franchises have a lower failure 
rate than other businesses, but franchising is not 
risk free. Franchising is a business and, like any 
business, there is the potential for a franchisor or 
franchisee to become insolvent. If this occurs this 
may have significant impacts on your business, 
for instance, you may no longer be able to use the 
franchise system’s branding. Some of the things you 
should think about are: 

  How much working capital or extra funds you  
 need for the first year or two while the business is  
 getting established. 

   Consumer demand for products or services is  
 not the same in every geographical area and  
 a franchise system might not be successful  
 in every area. 

  As a franchisee, you may not have an  
 exclusive territory. 

   Your franchisor may have the ability to compete  
 with you online. 

   As a franchisee, you won’t necessarily have  
 the choice of where you buy the products you  

 need to run the business, even if you believe  
 you can get those products for a lesser price  
 somewhere else. 

  An agreement may allow the franchisor to  
 terminate the agreement even if there hasn’t  
 been a breach by a franchisee. 

  Some locations are better for some businesses  
 than others (i.e. consider a shopping centre  
 versus a main street). 

  The economy has its ups and downs. 

  Whether the business is a fad or should it pass  
 the test of time. 

You may not have an automatic right to renew your 
agreement once the initial term is over.  
You should think about what happens at the end  
of the agreement: 

 Will you be able to recover your outlay and make  
 a profit during the term of the agreement? 

  What are your rights and responsibilities around  
 renewing your franchise agreement? 

  What are the rules about you selling  
 your business? 

  Are there any restrictions on you starting a similar  
 business if you want to? 

The Australian Competition and Consumer 
Commission (ACCC) administer and enforce the 
Franchising Code. For example, the ACCC can 
provide information on how supply arrangements 
work in a franchising relationship. 

Further information 
Further information on franchising can be found 
at http://www.accc.gov.au or by calling the ACCC 
Small Business Helpline on 1300 302 021

Annexure 2 — Information statement  
for prospective franchisee
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Complete the attached 
application form and  
confidentiality 
agreemen and return 
them to:
Andrew Younan
Business Development Manager
Amber Group Australia Pty Limited
37 Bessemer St
BLACKTOWN NSW 2148

If you have any further questions contact Andrew 
Younan on 02 9621 0400 
ayounan@Ambertiles.com.au.

Upon receipt of your application form, we will 
contact you to determine next steps and /or  arrange 
an interview.
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Confidentiality Agreement

This deed is made the     day of     20

Between :  Amber GROUP AUSTRALIA PTY LIMITED (A.C.N 075 329 734) of 37 
Bessemer St, Blacktown, NSW 2148; (hereinafter called “AGAL”) of the first part

and : 

(hereinafter called “the Prospective Franchisee”)

Recitals:

A. AGAL and the Prospective Franchisee wish to discuss the granting of an Amber 
Franchise from AGAL to the Prospective Franchisee or his/her nominee and in the 
course of such discussions AGAL will provide to the Prospective Franchisee certain 
financial and other information which AGAL considers to be confidential information.

B. The Prospective Franchisee recognises the fact that he/she will receive 
confidential information and has agreed to keep any such confidential information  
so given to him in complete confidence.

Now this deed witnesses as follows:

1. The Proposed Franchisee acknowledges that in the course of obtaining 
information about the Amber Franchise, the Prospective Franchisee will be provided 
with and/or exposed to confidential and proprietary information, which information 
may consist of, but not limited to the Amber Information Packs and all exhibits and 
attachments thereto, the names of suppliers, contacts, and builders, and other 
information proprietary to and necessary for the operation of an Amber Franchise. 
Confidential information shall not include that which was in the public domain prior 
to receipt by the Prospective Franchisee or was in the Prospective Franchisee’s 
possession prior to the receipt from AGAL or that which became known to the 
Prospective Franchisee through third parties or that which subsequently comes  
into the public domain through no fault of the Prospective Franchisee.

2. The Prospective Franchisee further consents, agrees and acknowledges that 
the undersigned shall hold all information received from AGAL or its franchisees 
in confidence and treat all such information as if it was his/her own proprietary 
information and not disclose such information to third parties. The Prospective 
Franchisee further consents, agrees and acknowledges that the Prospective 
Franchisee will, upon request by AGAL, return to AGAL any confidential or 
proprietary information provided by AGAL.

Executed by the Prospective Franchisee as a Deed.

Name Name

Address

Phone

SignatureSignature

Address

Phone
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