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company are to grow impressively

and unabatedly through troubled
financial times, it's probably going to be
involved in some sort of niche business
less susceptible to general market
trends. That's certainly the case with the
Melbourne Performance Centre (MPC).

I F THE SIZE and profitability of a

Its niche is building, maintaining,
transporting and supporting racing cars
for gentlemen racers from all walks of life.
Every year since its inception six years
ago the company has ticked all the growth
boxes. Why?

Driving a racing car is challenging and
enjoyable. But MPC exists because track
time accounts for only the smallest
proportion of the time and effort needed
to field a competitive car. MPC clients
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don't have that sort of spare time, so the
company takes over all the behind-the-
scenes work.

At any time, there are about 40 superbly
built and maintained cars under the
care of the MPC staff, which numbers

10, including owners Lee Burly and Troy
Russell. The pair met when Burly was

a mechanic, fabricating performance
components and fittings for fast track and
road cars at a business from which Russell
was renting space for the couple of cars
he was already maintaining. They got on
wellin the workshop and socially, too.

One of Russell's early clients, Steve Coad,
putinan order for areally tough HQ
Monaro to compete in Targa Tasmania
and other tarmac races all over Australia.
Russell made use of Burly's fabricating
expertise in producing the car and the
collaboration proved that their working
relationship could be as successful as
their friendship.
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