
Why are EBAs better than Individually Negotiated Contracts?  

EBAs are superior to individual contracts as they allow for better wages, as 
well as conditions that are specific to the nature of your workplace.  

This is because during an EBA negotiation, workers have more power as a 
collective than as an individual.  

In simple terms – when you as an individual are negotiating your contract with 
the employer, you are bargaining on how much the work you do is worth to the 
employer.    

The main consideration for the business when negotiating is how cheaply they 
can employ you without prompting you to seek employment elsewhere. When 
there is minimal Union presence and a surplus of workers who can do your job 
– as there is at Genesis – this will drive wages down. This is because the 
purpose of a business is to generate wealth for its owners.  

The main consideration for a Union when negotiating is how much can the 
employer afford to pay you while still remaining profitable. In this instance, the 
Union is assessing how much value your labour produces for the company vs. 
how much they pay you and the conditions (like workload!) under which this 
labour is provided. The purpose of a Union is always to achieve better wages 
and conditions for the workers it represents.  

During an EBA negotiation, the employer and the employees meet with these 
opposing positions and attempt to come to an understanding that allows 
profitability but also ensures that the workers responsible for generating this 
profit are getting the best arrangement possible.  

Imagine that instead of selling your labour, you and your colleagues are selling 
shoes to one person.  

If you all sell your shoes individually, then you are competing with one another 
for business, and will undercut one another to secure this business. The 
lowest price wins. 

If instead of competing individually, you and all the other shoemakers decide 
on one price at which you will sell shoes, then the business will have to agree 
to this price. You and your fellow shoemakers now have a monopoly on shoes!  

But if your shoes become too expensive, the business will simply cease to buy 
shoes. Everyone will lose in this scenario, so you cannot ask for too much.  

  



A real life example 

Let’s look at how GenesisCare pays their workers in NSW and Queensland. Of 
course, there are lots of variations to how workers are paid in NSW so this 
example won’t apply to everyone, but all of what is described has actually 
happened at Genesis.  

Let’s say an RT with two years’ experience is looking for work in Queensland, 
applies for a job at GenesisCare, and is successful. When determining how 
much this employee should be paid, HR looks at the agreed rates in the EBA 
and determine that this worker will receive $37.57 an hour. On top of this, the 
employee will also be entitled to the other terms of the Agreement – including 
a Professional Development Allowance worth $380 a fortnight, annual leave 
loading, on-call and penalties.  

Putting asides penalties and other entitlements, this RT can expect to take 
home $84,117 over the year.  

Now let’s say another worker with the same experience goes for a job at 
GenesisCare in NSW. HR determines they can probably hire this worker on an 
hourly rate of $36. Not wanting to rock the boat, and being relatively 
inexperienced, the worker agrees to this.  

This worker is also not aware that they should be receiving things like leave 
loadings and penalty rates, so HR simply leaves these conditions out of their 
contract. To add to this, they put them on a six-month fixed term contract so 
that if they do not like them, they can refuse to continue their employment.  

Their annual salary is $71,136 – that’s a difference of $12,981 per year. Now 
multiply this by however many years this worker continues to work at 
GenesisCare. That’s an awful lot to miss out on! 


