


BRIEFING FOR THE MINISTER OF POLICE 

Buy-back and amnesty implementation update 

Purpose 

4. This paper seeks your direction on developing a network of dealers to act as 
collection points during the amnesty and buy-back, and to pay dealers a small 
administrative fee per successful buy-back application. This paper also updates 
you on the development of price lists for the buy-back scheme by KPMG. 

Background 

5. We provided you with advice on implementing the amnesty and buy-back on 
26 April (BR/18/44 refers). In that advice, we noted we were looking at four 
channels for people to surrender firearms (Police stations, community based 
collection points, bulk pick-ups, and a dealer channel). We also noted that KPMG 
engaged with experts including dealers in their work deve oping the pricing 
schedules. 

6. Dealers are an important part of the firearms community. They are in frequent 
communication with their customers and are in many cases ‘trusted’ voices of 
local firearms communities. Their involvement in the buy-back scheme therefore 
brings a variety of benefits beyond the clear logistical ones. Their positive 
engagement will help with community engagement and build trust and 
confidence in the model. Key dealers have expressed a willingness to be 
involved, but raised concerns over the impact on their businesses, and whether 
they would receive additional payment in recognition of this. 

7. Three elements of financial impact for dealers need to be tackled in this broader 
programme of work: 

a) any administration fee for dealers’ involvement in the buy-back scheme, 

b) buy-back of their stock of now prohibited firearms, and 

c) any recompense for the impact on their broader business of the recent 
legislation prohibiting certain firearms. 

8. We noted we would report back to you with further advice on whether dealers 
should be reimbursed a small administration fee. This briefing provides this 
advice, the remaining two elements will be covered in a briefing due to you on 
14 May 2019.  

We support the use of a dealer channel to improve firearms surrender and 
collection rates during the buy-back process 

9. Current legislation provides that dealers may be recipients of firearms 
surrendered in any amnesty. They undertake this work (which is of a low 
frequency) at no cost to the Crown. During the amnesty, people will be able to 
surrender their firearms to dealers, but it will be up to the dealer to choose 
whether to accept the firearm or not. 

10. We consider there is value in also having a dealer channel through which people 
are able to surrender their firearms as part of the buy-back process. 
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11. Having a dealer channel could help improve firearms surrender rates, as it would 
provide a non-police channel. Dealers would also be able to draw on their 
community connections to encourage the surrender of prohibited firearms. The 
Australian experience showed that dealers can play a pivotal role in assisting the 
removal of newly prohibited firearms from the community.  

12. In Australia, the dealer network was used specifically because of their 
geographical locations, opening hours and knowledge of firearms. In New 
Zealand, a dealer channel would be of benefit to rural and isolated communities 
where people may not travel frequently into town, and/or where smaller police 
stations may have limited opening hours. Like in Australia, the dealer channel is 
also more likely to be available at convenient times, as dealers are open six days 
per week.  

13. In rural areas, should the dealer channel not be available, people would need to 
wait until the arrival of the Police community collection point. This would operate 
on a rolling district-by-district basis, covering the country over a four to five month 
period. Alternatively, firearms owners could organise a specific time to visit a 
police station.  

14. While managing firearms is part of Police’s day-to-day operations, there are risks 
involving receiving higher volumes of firearms. Dealers and their staff are also 
experienced in handling firearms. Dealers also have the ability to handle and 
store firearms safely (though the scale of storage capacity varies considerably) 
until such time as they can be transferred to Police.  

We recommend reimbursing dealers with a small administrative fee for 
successful ‘buy-back’ applications 

15. Based on the experience in Australia, a dealer channel is likely to improve the 
surrender of firearms during the buy-back process. The key decision is whether 
to compensate dealers fo  their services (for instance, by a small administrative 
fee for each successful ‘buy-back’ application).  

16. Option one – do not pay dealers any administrative fee. Under this option, the 
dealer wou d act solely as an intermediary holding point, and would capture only 
the minimum information required. A dealer could also refuse to accept a firearm, 
as there would be no obligation on them to receive it.  

17. This would have a consequent impact of all of the processing of firearms 
remaining with Police. This would include contacting the owner to arrange and 
confirm the handover, recording, tagging and photographing of the firearm and 
gather any additional information.  

18. Police considers this option may reduce safety by limiting the number of willing 
acceptance points, creating the possibility of non-compliance and of firearms 
being transported to a dealer, but being refused and having to transport the 
firearm back to its normal place of security.  This option also risks 
disenfranchising dealers, reducing their willingness to support police in other 
activity. 
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19. Option two (preferred) -  pay dealers a small administrative fee for each 
successful ‘buy-back’ application. This option would require entering into 
contractual arrangements with approved dealers to act as collection points, and 
setting out the minimum requirements for the collection of firearms (including 
tagging and photographing the firearms). Once the firearms were collected by 
police, buy-back eligibility would be confirmed for payment without the need for 
further interaction with the owner.  

20. We consider the administrative fee for each buy-back application should be set 
at $75 per ‘buy-back’ application. We consider this level appropriate as it reflects: 

• the estimated costs to the Crown if a person was to bring their firearms 
to a police station where the same processes would be undertaken (the 
elements proposed to be undertaken by dealers are estimated to cost 
Police in the order of $50 per ‘buy-back’ application); and  

• a small loading component that recognises the increased costs to 
Dealers (for instance, increased public liability insurance), the need for 
them to have quality control to ensure the processes and forms are 
completed in an approved manner and the recognition that processing 
buy-backs will remove sales people from their core role.  

21. Dealer administration would not remove all elements of the process from Police. 
Police would continue to manage the transportation of the firearm, storage and 
destruction.  

22. While the proposed administrative fee is more than the cost estimate to the 
Crown from firearms being surrendered to police stations, that additional cost is 
outweighed by the benefits of an effective dealers channel, including: 

• access and availability, including being available six days per week, 
particularly for rural and isolated communities;  

• their abi ity to encourage networks to surrender newly prohibited 
firearms – and reach more broadly into the firearms community; 

• their knowledge of and experience in handling firearms;  

• the insights they will be able to provide as to the type of firearms being 
surrendered. This will also enable Police to organise collection based on 
actual types and numbers of firearms surrendered; 

• enabling Police to more efficiently use the community collection points 
(and potentially reduce the number required); 

• creating trust and confidence with dealers, reinforcing our conversations 
to date with them and that we are undertaking this process with them, 
not to them. 

23. Option two also reflects that we do not propose to promote the police station 
channel for surrendering firearms, for safety and practical reasons (including 
drawing existing staff away from operational policing responsibilities).  
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24. The relatively low level of payment would help to mitigate concerns that dealers 
were seen as ‘cashing-in’ on the buy-back process. Payment would only be made 
where the firearms surrendered were subject to the buy-back provision, and the 
dealer completing all forms and processes correctly. Dealers would only be able 
to receive one administrative fee per licence holder, not per firearm surrendered.  

Financial implications  

25. The financial costs to the Crown will depend on the number of licence holders 
who hold newly prohibited firearms, parts or magazines, and the percentage of 
people surrendering firearms, who prefer to do so through the dealer channel. 
Both of these are unknowns. 

26. As at 31 March 2019, there were just under 249,000 active firearms licence 
holders,1 including 7,566 licences with ‘E’ endorsements.  

27. Appendix 1 sets out the estimated cost of the administration fee for buy-back 
applications based on the number of licence holders with ‘E’ endorsements, and 
the overall number of licence holders, and a range of scenarios regarding the 
proportion of: 

• licence holders with newly prohibited firearms. The low estimate is 7,566 
(the number of licences with ‘E’ endorsement), while the high estimate is all 
active firearms licence holders (248 776); and 

• licence holders preferring to surrender their firearms through the dealer 
channel. A low estimate is 25% of licence holders will prefer to go through 
the dealer channel and 100% at the high end. 

28. Assuming that only people holding ‘E’ endorsements have prohibited firearms, 
the cost would vary between $142,000 and $568,000 depending on the 
percentage that surrendered their firearms through the dealer channel. This is 
the absolute minimum cost but it is highly likely that numbers surrendering will 
be significantly higher than this. 

29. At the othe  end, f we assume that 20% of active firearm licence holders (and all 
of those with ‘E  endorsements) held a newly prohibited firearm, then the cost 
would vary between $1.047 million and $4.187 million. This is a wide range, and 
the likely volumes will not become clear until the buy-back is underway. 

30. Treasury does not support the proposed payment approach largely because of 
the potential business opportunities available to dealers through their 
involvement in the buy-back scheme. Treasury has also questioned whether this 
is affordable within the funding appropriated for the management of the buy-back 
alongside the other estimated costs and consider that further analysis is required 
of potential risks of involving dealers. 

1 There were 244,392 people holding ‘A’ standard licences, and 4,384 people holding ‘V’ licences at 
31 March 2019, giving a combined total of 248,776 licence holders. The estimates set out in the text 
and Appendix 1 use these figures even though a very small number of people held multiple licences.  
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37. KPMG has explored using this approach with the group of industry experts, and 
the feedback it received was that this approach would not work. They advise that 
firearms do not depreciate in the same way as most other products do once 
purchased. KPMG’s independent advice suggests three pricing tiers along the 
lines of whether the firearm: 

• is still a current model 

• is a model that has been superseded by a new model with improved or 
enhanced features  

• is a discontinued model. 

38. This approach does not take account of age, condition of firearms or any other 
form of depreciation. KPMG considers that this approach is more objective. It is 
likely to more accurately reflect the value of firearms over t me, and may be 
easier to administer when entering information at the frontline. KPMG also 
advised that in some cases, the value of a discontinued firearm would increase, 
rather than decrease, as it can become a collectible. 

39. KPMG advises that in relation to shotguns, there appears to be more disquiet.  
Some people who have been consulted, suggest that shotguns to some people 
are ‘works of art’ and destroying them would be a travesty. KPMG has been told 
that a small number of people have invested in a shotgun or shotguns as a 
retirement fund, rather than invest in  for example, KiwiSaver. KPMG sourced a 
price list from an auctioneer, where it observed some shotguns valued as high 
as $100,000, with others on the list ranging from $20-$30,000. 

40. As a result of this new approach, the independent costing advice is likely to 
significantly increase the expected total cost of the buy-back scheme over and 
above any previous costings provided. We will provide you with the final costing 
advice next week.   

KPMG is also developing advice on establishing an advisory panel for high 
value firearms 

41. The pricing schedules will cover the most common types of firearms owned in 
New Zealand. However, they may not be exhaustive and cover every type of 
firearm the first time around. The regulations will provide for pricing schedules to 
be updated to include firearms that may have been left off the initial pricing 
schedule. 

42. However, where a person purports that the value of their firearm exceeds that 
set out in the pricing schedules, the regulations enable the Commissioner to seek 
independent advice about the value of the firearm. 

43. KPMG is developing advice on how an advisory panel could operate to fulfil this 
function and possible membership. It has advised that in some cases regional 
panels may be needed, with industry experts and Police representation. Early 
KPMG thinking is that referral to the advisory panel could be where a MSSA 
value exceeds $10,000, a shotgun value exceeds $5,000, and a rifle value 
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