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IT’S an element of the 
magazine that appears 
in Car Dealer at this time 

every year – and normally we don’t experience too many 
problems as we’re putting it together. I’m talking about 
Automotive Influencers, the feature for which we gather a 
dozen or so of the industry’s leading movers and shakers 
and ask them for their views on a wide range of topics.

This year, however, we did encounter a couple of issues. 
The first was the pre-Christmas general election which 
meant we couldn’t really ask any questions until the result 
had been revealed. 

As we know now, the Tories romped home and  
Brexit will definitely happen, regardless of our personal 
opinions on it.

If Corbyn and co. had won the keys to No. 10 though, 
things would have been very different. Maybe another 
referendum? Maybe no Brexit at all? Well, we’ll never 
know now and it’s probably not a discussion that’s worth 
spending too much time on.

Anyway... the lunch was held (very delicious it was too), 
the photographs taken and the questionnaires eventually 
sent to our Influencers... but then there was another hitch.

This time, it was because of a change of personnel at the 
top of Nissan in the UK. 

Just as we were finishing off the mince pies and taking 
down the Christmas decorations in the first week of 
January, it was announced that one of our Influencers, 
Kalyana Sivagnanam, had left his position at the helm 
of the GB arm of the manufacturer and that Andrew 
Humberstone had taken his place.

Would Humberstone be prepared to give us his views on 
the industry and our prospects for 2020 instead? Luckily the 
answer was ‘yes’ and we feature his contribution on page 
44. Many thanks to him – and all our participants this year.

Their opinions really do make fascinating reading – and 
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if there’s one piece of advice in the whole feature that’s 
definitely worth noting, allow me to point you in the 
direction of the contribution from Mazda boss Jeremy 
Thomson: ‘Keep subscribing to Car Dealer’. 

You know it makes sense!

A DIFFICULT YEAR BEHIND US...
ANOTHER regular feature in the February edition of your 
favourite motor trade magazine is the full-year SMMT 
statistics for the previous 12 months. 

The figures cover every manufacturer currently operating 
in the UK and the table on page 11 reveals the winners and 
losers in a 12-month spell that ended on a positive note 
but was disappointing because there was another overall 
decline in new car sales in the UK.

We have four pages of coverage on the numbers, with 
commentary and analysis from a variety of leading 
industry figures. See pages 10-13.

...BUT A BETTER ONE AHEAD?
AS WELL as looking back over 2019, there’s a recurring 
theme of ‘looking forward’ in this issue of the mag. 

Some of that comes from our Influencers and SMMT 
features – but there are interesting contributions from some 
of the leading suppliers you should consider working with 
over the next 12 months. 

The articles from pages 55-63 are well worth a read and 
provide a little taster of the standalone Suppliers’ Guide 
publication, which will be included free with the next 
edition of Car Dealer. Enjoy the issue.
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Our events...
As voted for by you, Car Dealer 
Power is unique. To find out  
who won what following the 
latest industry-wide survey,  
go online to bit.ly/cdpower19

The Used Car Awards, sponsored 
by Black Horse, took place on 
November 25. Watch out for 
details of the 2020 event, which 
will be published soon!

Car Dealer’s must-attend automotive 
trade expo features the Live Stage, 
workshops and more. Turn to page 23 
for the latest about the 2020 event, 
which takes place on April 28.
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Boxing clever? 
Flight of a former
industry titan

Dashboard.

Unless you’ve been hiding in 
an audio equipment crate 
for the past month (much 
like the man himself, 

so it is said), you’ll have found it 
hard to ignore the bizarre goings-on 
surrounding former Nissan-Renault-
Mitsubishi boss Carlos Ghosn, who 
has gone from high-flying automotive 
industry exec to Japan’s most-wanted 
fugitive in less than 14 months. 

The Franco-Lebanese Brazilian 
– once one of the industry’s most 
powerful figures – had been awaiting 
trial in Japan this April on charges of 
falsifying his personal income and 
breach of trust. 

The former head of the Nissan-
Renault-Mitsubishi Alliance was 
arrested in Tokyo in November 2018 
and remanded in custody but later 
bailed under strict conditions that he 
must remain in Japan and submit to 
being permanently observed. 

As part of the conditions, he 
surrendered all his passports.

However, on December 29, 2019 
the 65-year-old left his home in Tokyo 
about midday and never returned. 

He reportedly took a bullet train 
to Osaka, where he was concealed 
in a box for audio equipment that 
was loaded on to a private jet bound 
for Turkey. On arrival in Istanbul, 
the former industry exec boarded 
a second flight to Lebanon where,  
a week after his great escape, he gave  
a press conference, delivering a 
scathing indictment of the Japanese 
legal system.

Opteven buys 
WMS Group 
after approval 

THE WMS Group has 
officially become part of the 
Opteven family. 

Following approval by the 
Financial Conduct Authority 
in late December, after the 
initial announcement last 
September, directors from 
both organisations put pen 
to paper agreeing Opteven’s 
acquisition of the warranty 
plan business. 

Lyon-based Opteven 
already has an operational 
presence in Britain as it 
manages the Approved 
Used Warranty programme 
on behalf of Volkswagen 
Financial Services UK. WMS 
Group directors Peter Ginger 
and Chris Brooks will be 
leaving the business but 
John Colinswood remains as 
managing director.

Colinswood, pictured, 
said: ‘With Opteven’s 
support, we plan to create 
new and exciting products 
to continually support our 
dealer partners.’ 

Top Suppliers, p58

ACQUISITION

Victoria joins
Lookers board

APPOINTMENT

LOOKERS has appointed 
Victoria Mitchell as a non-
executive director.

Mitchell was formerly 
chief operating officer of 
Capital One (Europe), after 
previously holding the 
positions of chief risk officer 
and chief legal counsel. She 
is a barrister by profession 
and is currently a non-
executive director with West 
Bromwich Building Society.

Executive chairman Phil 
White called her ‘another 
great addition to the board 
at this very important time’.

‘For the first time since this 
nightmare began, I can defend 
myself, speak freely and answer your 
questions,’ Ghosn told the media 
in Beirut on January 8. ‘I did not 
escape justice, I fled injustice and 
persecution, political persecution… I 
left Japan because I wanted justice. 
There was no way I was going to be 
treated fairly. This was not about 
justice. I felt like I was a hostage of a 
country that I have served for 17 years.

‘This was the most difficult decision 
of my life but I was facing a system 
where the conviction rate is 99.4 per 
cent, and I believe this number is far 
higher for foreigners.’

Among the charges against Ghosn, 
who first became chief executive of 
Nissan in 1999 and went on to  
oversee the formation of the  
Renault-Nissan Alliance, later  
adding Mitsubishi to the portfolio, 
were that he had repeatedly under-
reported his income to Japanese 
authorities while spending the 
alliance’s money on his own property 
and business interests. 

His decision to flee to Lebanon – 
believed by Bloomberg to have cost 
him £11.5m on top of his £10.8m 
forfeited bail – is unsurprising. While 
Ghosn holds triple nationality and has 
lived much of his life in Brazil, he is 
seen as a hero in Lebanese culture and 
owns a substantial home in Beirut. 

Since his return, Lebanese 
officials have 
imposed a 
travel ban 

on Ghosn to prevent him 
from going anywhere else, 
although this is likely to 
benefit rather than hinder 
him, especially as no 
extradition treaty  
exists between 
Lebanon and Japan. 
Meanwhile, Japanese 
authorities have 
been left red-faced 
at Ghosn’s escape, 
which coincided 
with a national 
holiday with fewer 
security staff on duty. 

Tokyo prosecutors said 
in a statement following the 
press conference that Ghosn ‘only has 
himself to blame for being arrested 
and detained’ as well as for the 
conditions of his bail. 

‘Our evidence determined that 
there was a high probability of 
obtaining conviction.’

Japanese justice minister 
Masako Mori said in another 
statement that Ghosn ‘has been 
propagating, both within Japan and 
internationally, false information on 
Japan’s legal system and its practice 
and that is absolutely intolerable’. 

More sinned against than alleged 
sinner? Only time will tell – and it 
could be a very long time indeed 
before this saga reaches its conclusion.

Ghosn ‘only has himself to blame 
for being arrested and detained’.

THE BIG STORY

Statement by Tokyo prosecutors

The press 
conference 
takes place

Carlos Ghosn’s audacious escape while on bail was the latest twist in a 
long-running and mesmerising corporate saga, reports Craig Cheetham.



CarDealerMag.co.uk | 07

Tokyo

Japan

Turkey

LebanonLebanon

Nagoya
Osaka

East China Sea

JAPAN

SOUTH
KOREA

What does the future hold in automotive technology?
CES round-up, p8

1 Wearing a hat 
and surgical 

mask, Carlos Ghosn 
is smuggled from 
his Tokyo home and 
on to a bullet train 
bound for Osaka.

2 Ghosn 
boards 

a private jet 
in Osaka in a 
box for audio 
equipment – 
which goes 
unchecked by 
customs staff.

3 With Ghosn on 
board the plane, 

the pilot makes the 
12-hour journey over 
Russian airspace to 
avoid South Korea 
and China.

4 Ghosn lands at Atatürk 
Airport in Istanbul.

5 Ghosn then boards 
another plane  

to fly to Beirut.

Carlos Ghosn’s 
great escape

ON November 19, 2018, Ghosn 
landed in Tokyo aboard a private jet 
after flying in from Lebanon – only 
for district prosecutors to arrest him  
for questioning over allegations of 
false accounting. 

Nissan chief executive Hiroto 
Saikawa told a press conference that 
Ghosn had been dismissed from 
the board and would be stripped 
of executive rights at a meeting to 
be held on November 22. Saikawa 
stressed that the dismissal was 
the result of an internal inquiry by 
Nissan and alleged that Ghosn had 
under-reported his income and used 
company assets for personal use.

Ghosn was formally indicted and 

put behind bars in December 2018, 
spending 108 days in custody, often 
in solitary confinement, before being 
granted bail in March 2019. 

The conditions were strict and 
banned him from leaving his home 
at certain times and seeing his wife 
or children, who were suspected co-
conspirators. He was subsequently 
rearrested over charges relating to 
the purchase of a luxury yacht with 
company funds. Ghosn was then 
released on bail again three weeks 
later. The total cost of bail was 1.5bn 
yen (£10.8m), which is now forfeit.

Had he been found guilty of all 
the charges, Ghosn faced a jail term 
of around 10 years. 

‘I did not escape justice, I fled 
injustice and persecution, 
political persecution… I left Japan 
because I wanted justice.’
Carlos Ghosn

CARLOS Ghosn was born in Brazil 
to French and Lebanese parents 
and schooled in Lebanon before 
completing a degree in France.

He spent the first 18 years of 
his career working for Michelin 
Tyres, initially in France and then 
in the USA, before then-Renault 
boss Louis Schweitzer recruited 
him as his deputy in 1996. 

In May 1999, Renault acquired 
33 per cent of Nissan, which was 
struggling, and Ghosn became 
its chief operating officer, taking 
the loss-making manufacturer to 
a position of profitability in under 
three years, which led to him 
being inducted into the Japan 

Automotive Hall of Fame in 2004.
In 2007, the Renault-Nissan 

Alliance became a wholesale 
merger and Ghosn was put in 
charge of both companies. 

In 2016, Nissan bought a 
controlling 34 per cent of 
Mitsubishi, adding it to the 
alliance and making it the world’s 
fourth biggest car-maker.

Now though, the Financial 
Times has reported that ‘senior 
executives at Nissan have 
accelerated secret contingency 
planning for a potential split from 
Renault as the downfall of Ghosn 
continues to reverberate through 
the automotive alliance’.

From Michelin Tyres to the Hall of Fame... ... for it all to come crashing down in one day
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What did the automotive 
world reveal at CES 2020?

Dashboard.

INNOVATIONS

Online car sales 
partly to blame 
for site closure

‘Devastated’  
by arson attack

THE boss of a Ford 
dealership in Suffolk says 
online car sales are among 
the reasons it is closing at 
the end of the month.

John Grose Ford 
Framlingham will shut up 
shop at its Station Road site 
on January 31. Dealership 
group managing director 
Richard Howard said the 
company had Ford’s ‘full 
support’ and told the East 
Anglian Daily Times: ‘The 
market representation of all 
motor vehicle manufacturer 
partners across the UK is 
under scrutiny as wider 
economic factors impact, 
along with the inevitable 
growth in distance-selling 
through digital channels.

‘With a break in the lease 
early in 2020, it made sense 
to carry out a review.’ 

The retailer is also a 
franchisee for Kia, Peugeot, 
DS and Citroen, with eight 
other showrooms plus an 
accident repair centre and 
a tyre and service centre. 
It’s hoped the Framlingham 
staff will get jobs elsewhere 
in the company.

FORD

CRIME

CARS at a Manchester 
dealership were destroyed 
in an apparent arson attack 
shortly before Christmas. 
A Citroen C4, a Vauxhall 
Astra and a Renault 
Megane were among those 
gutted in the blaze that 
was started at Trafford 
Budget Cars. The owner 
of the business, speaking 
anonymously, said he had 
been left ‘devastated’.

Bosch Virtual Visor
Sun visors may not be 
glamorous but they’re 
certainly useful. The problem 
is, they can drastically 
reduce visibility, which is a 
problem Bosch thinks it has 
solved with its new Virtual 
Visor. This LCD display is 
capable of blocking out only 
the sections of light that 
are hitting the driver’s eye, 
leaving a good part  
of what’s in front of the 
driver in view while still 
minimising glare.

Hyundai Smart Mobility Solution
Hyundai wants to move to being a ‘smart mobility solution provider’ rather than 
just a car manufacturer, and this concept could help it do just that. It consists of 
a vertical take-off and landing (VTOL) vehicle which would use urban skies as a 
means to cut congestion on the roads and make journeys faster, able to land at 
locations known as ‘Hubs’. From here, travellers could move into autonomous 
‘Purpose-Built Vehicles’ to continue their journeys. 

NAWA Racer e-Bike
Sadly this stunning electric motorbike 
is merely a concept built by 
energy storage system firm NAWA 
Technology to demonstrate its new 
hybrid battery technology. It claims 
the set-up offers 10 times more power 
and five times more energy than 
traditional systems and could be fitted 
to any electric vehicle. 

Land Rover Defender Tech
Land Rover debuted some ground-
breaking new tech on its Defender at 
CES. It’s been revealed that the new 
Defender is arriving this year with a 
dual-eSim set-up, which allows for 
over-the-air updates while giving 
the option to simultaneously stream 
music or apps. Essentially, the car can 
update on the move while streaming 
audio with no loss of quality.

Mercedes-Benz Vision AVTR
Through a strange mash-up between 
one of the best-known manufacturers 
in the world and a blockbuster 
film, the AVTR sees the worlds of 
Mercedes-Benz and Avatar combined. 
It features a ‘multifunctional control 
element’ which reacts to the driver’s 
hand and lights up accordingly, as 
well as 33 ‘bionic flaps’ at the rear of 
the car which move independently.

Sony Vision-S
In what proved to be a well kept 
secret, the Japanese tech giant 
worked with engineering firm Bosch 
and automotive manufacturer Magna 
Steyr to put together this autonomous 
car concept. Thirty-three sensors 
inside and out identify and monitor 
people and objects, and a huge 
touchscreen houses entertainment, AI 
and telecommunication functions.

Each year, the tech world flocks to Las Vegas for CES – 
formerly known as the Consumer Electronics Show.

Traditionally it was the place to see the latest 
phones, televisions and laptops, though now more and 

more car manufacturers and automotive parts suppliers are 
showcasing their latest developments.

With CES 2020 having come to a close, we take a look at 
this year’s stand-out reveals from the automotive world…
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Dashboard.

‘A stalling market will hinder industry’s 
ability to meet stringent new CO2 targets.’
Mike Hawes, SMMT CEO

The UK new car market declined in 2019, 
with annual registrations falling for the third 
consecutive year, according to figures released 

by the Society of Motor Manufacturers and Traders.
A total of 2,311,140 units were registered last year, 

representing a 2.4 per cent decline as the turbulent 
market reacted to weak business and consumer 
confidence, general political and economic 
instability and confusion over clean air zones.

The fall was driven primarily by shrinking private 
demand, with registrations from consumers down 
3.2 per cent, while the small volume business 
market also fell, down 34.4 per cent. 

Fleet registrations, meanwhile, remained broadly 
stable, up 0.8 per cent. Demand fell across nearly all 
vehicle segments, with only the dual-purpose and 
specialist sports categories experiencing growth, up 
12 per cent and 19.2 per cent respectively. 

Despite registrations of superminis and lower 
medium cars falling (by six per cent and four per 
cent respectively), these smaller vehicles remain 
the most popular – with a combined 57.1 per cent 
market share. There was modest growth in demand 
for petrol cars, up 2.2 per cent. However, this wasn’t 
enough to offset the significant 21.8 per cent 
decline in diesel registrations. 

December marked the 33rd month of diesel 
decline, as continued anti-diesel rhetoric and 
confusion over clean air zones hit demand. This 
has resulted in drivers keeping their older, more 
polluting vehicles on the road for longer, holding 
back progress towards environmental goals.

Bucking the overall trend, combined alternatively 
fuelled vehicle registrations surged in 2019 to take a 
record 7.4 per cent market share. 

Hybrid-electric vehicles (HEVs) continued to 
dominate this sector, with 

registrations increasing 
17.1 per cent to 97,850 
units. Battery-electric 
vehicle (BEV) registrations 
experienced the biggest 
percentage growth, rising 

144 per cent to 37,850 
units and overtaking 

plug-in hybrids for the first time. While the huge 
increase in BEV demand is welcome, their 1.6 per 
cent market share is still tiny and underlines the 
progress needed to reach the 50 to 70 per cent share 
the government envisages in the next 10 years, said 
the SMMT. This ambition hasn’t been helped by the 
significant decline of zero-emission-capable plug-in 
hybrids, down 17.8 per cent. In fact, the UK new car 
fleet average CO2 rose for a third successive year, by 
2.7 per cent to 127.9g/km.

December ended a turbulent year on a positive 
note, with the market up 3.4 per cent. 

Fuel-type demand mirrored that seen throughout 
the year, with diesel declining 19 per cent and 
petrol rising 2.6 per cent. 

BEVs saw another huge increase in the last 
month of the year, up 220.7 per cent, while PHEV 
registrations grew for only the fourth month last 
year, up 21.8 per cent.

Mike Hawes, SMMT chief executive, said: ‘A 
third year of decline for the UK new car market is 
a significant concern for industry and the wider 
economy. A stalling market will hinder industry’s 
ability to meet stringent new CO2 targets and, 
importantly, undermine wider environmental goals. 

‘We urgently need more supportive policies: 
investment in infrastructure, broader measures 
to encourage uptake of the latest low- and zero- 
emission cars, and long-term purchase incentives 
to put the UK at the forefront of this technological 
shift. Industry is playing its part with a raft of 
exciting new models in 2020 and compelling offers 
but consumers will only respond if economic 
confidence is strong and the technology affordable.’

Despite the overall decline in 2019, the UK car 
market remains the second biggest in the EU, 
behind Germany. It is also one of the most diverse, 
with buyers able to choose from some 350 models 
available in various fuel types and body styles to 
suit all driving needs.

Analysis, p12-13

‘This third decline 
is a major concern
for the industry’

SMMT 2019 FIGURES

BEST-SELLING
MANUFACTURERS OF 2019

LOWEST-SELLING  
MANUFACTURERS OF 2019

Chevrolet 62
Alpine 171
Lotus 225
Infiniti 292
Maserati 933
Bentley 1,595
SsangYong 1,930
Subaru 2,997
Alfa Romeo 3,413
Abarth 3,448

SMMT sales data                   Full-year figures for 2019

10

10

Top

Bottom

by JOHN BOWMAN
john@blackballmedia.co.uk

Ford 236,137
Volkswagen 200,771
Mercedes-Benz 171,823
BMW 169,753
Vauxhall 159,830
Audi 138,924
Toyota 105,192
Kia 97,323
Nissan 92,372
Hyundai 83,284
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December 2019 December 2018

% change

Whole of 2019 against the whole of 2018

% change
Marque 2019  % market 

share
2018 % market 

share
2019 % market 

share
2018 % market 

share

Abarth 165 0.11 445 0.31 -62.92 3,448 0.15 5,631 0.24 -38.77

Alfa Romeo 202 0.14 258 0.18 -21.71 3,413 0.15 4,161 0.18 -17.98

Alpine 9 0.01 5 0.00 80.00 171 0.01 142 0.01 20.42

Audi 8,701 5.84 6,310 4.38 37.89 138,924 6.01 143,739 6.07 -3.35

Bentley 186 0.12 81 0.06 129.63 1,595 0.07 1,542 0.07 3.44

BMW 14,117 9.47 11,600 8.05 21.70 169,753 7.34 172,048 7.27 -1.33

Chevrolet 0 0.00 3 0.00 0.00 62 0.00 41 0.00 51.22

Citroen 2,901 1.95 2,010 1.39 44.33 50,806 2.20 49,618 2.10 2.39

Dacia 2,357 1.58 1,890 1.31 24.71 30,951 1.34 24,169 1.02 28.06

DS 676 0.45 185 0.13 265.41 4,299 0.19 5,074 0.21 -15.27

Fiat 1,833 1.23 1,977 1.37 -7.28 29,890 1.29 35,652 1.51 -16.16

Ford 15,030 10.09 16,493 11.45 -8.87 236,137 10.22 254,082 10.73 -7.06

Honda 2,796 1.88 2,653 1.84 5.39 43,913 1.90 52,570 2.22 -16.47

Hyundai 3,801 2.55 4,009 2.78 -5.19 83,284 3.60 89,925 3.80 -7.39

Infiniti 0 0.00 25 0.02 0.00 292 0.01 750 0.03 -61.07

Jaguar 1,855 1.24 2,304 1.60 -19.49 36,069 1.56 37,019 1.56 -2.57

Jeep 373 0.25 372 0.26 0.27 6,193 0.27 6,114 0.26 1.29

Kia 4,980 3.34 3,810 2.64 30.71 97,323 4.21 95,764 4.05 1.63

Land Rover 4,316 2.90 4,321 3.00 -0.12 76,546 3.31 77,906 3.29 -1.75

Lexus 745 0.50 420 0.29 77.38 15,713 0.68 12,405 0.52 26.67

Lotus 3 0.00 6 0.00 -50.00 225 0.01 247 0.01 -8.91

Maserati 52 0.03 103 0.07 -49.51 933 0.04 1,297 0.05 -28.06

Mazda 2,327 1.56 2,018 1.40 15.31 40,148 1.74 39,602 1.67 1.38

Mercedes-Benz 9,623 6.46 11,365 7.89 -15.33 171,823 7.43 172,238 7.28 -0.24

MG 1,702 1.14 650 0.45 161.85 13,075 0.57 9,049 0.38 44.49

Mini 6,123 4.11 7,211 5.00 -15.09 64,884 2.81 67,021 2.83 -3.19

Mitsubishi 793 0.53 1,722 1.20 -53.95 16,199 0.70 21,156 0.89 -23.43

Nissan 5,309 3.56 5,294 3.67 0.28 92,372 4.00 102,637 4.34 -10.00

Peugeot 5,719 3.84 4,763 3.31 20.07 80,851 3.50 81,043 3.42 -0.24

Porsche 1,740 1.17 1,211 0.84 43.68 15,257 0.66 12,437 0.53 22.67

Renault 4,701 3.16 3,540 2.46 32.80 59,132 2.56 62,168 2.63 -4.88

Seat 3,693 2.48 2,805 1.95 31.66 68,798 2.98 62,863 2.66 9.44

Skoda 5,799 3.89 5,328 3.70 8.84 75,053 3.25 74,724 3.16 0.44

Smart 38 0.03 384 0.27 -90.10 4,022 0.17 7,631 0.32 -47.29

SsangYong 72 0.05 111 0.08 -35.14 1,930 0.08 2,754 0.12 -29.92

Subaru 708 0.48 193 0.13 266.84 2,997 0.13 3,141 0.13 -4.58

Suzuki 2,767 1.86 2,154 1.49 28.46 35,065 1.52 38,519 1.63 -8.97

Toyota 4,726 3.17 2,936 2.04 60.97 105,192 4.55 101,922 4.31 3.21

Vauxhall 6,212 4.17 12,645 8.78 -50.87 159,830 6.92 177,298 7.49 -9.85

Volkswagen 14,687 9.86 16,010 11.11 -8.26 200,771 8.69 203,133 8.58 -1.16

Volvo 3,941 2.65 3,840 2.67 2.63 56,208 2.43 50,319 2.13 11.70

Other British 346 0.23 164 0.11 110.98 2,958 0.13 2,804 0.12 5.49

Other imports 2,873 1.93 465 0.32 517.85 14,635 0.63 4,792 0.20 205.40

Total 148,997 100 144,089 100 3.41 2,311,140 100 2,367,147 100 -2.37

SMMT sales data                   Full-year figures for 2019

Ups&
downs Smart

+28%-47%COMPARING 2019 
FIGURES WITH 2018

Dacia
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Dashboard.

Views from the top...

The decline in the new car market during 
2019 was caused by prolonged political 
uncertainty and the various challenges 

affecting the automotive sector during the 
year, according to Sue Robinson, director of the 
National Franchised Dealers’ Association.

Those challenges included supply 
constraints and confusion surrounding 
emissions, she said. 

As we report on pages 10 and 11, although 
new passenger car registrations rose by 3.4 
per cent in December, with a total of 148,997 
units registered, the market closed 2019 with a 
decline of 2.4 per cent compared with 2018.

Robinson said: ‘It is encouraging to see that 
plug-in hybrids and electric cars saw consistent 
growth throughout the year. We expect 
the electric vehicle market to experience a 
significant increase in 2020 as new models 
become available and supply constraints ease.

‘It is disappointing to see that CO2 
emissions continued to rise. It is crucial that 
motorists choose the car that best suits their 
driving habits. 

‘Due to the confusion surrounding 
emissions, many high-mileage drivers have 
purchased petrol cars which emit more CO2 
than their modern diesel equivalents.

‘In 2019, the decline in new car registrations 
was partially offset by a strong used car 
market, which provided profit opportunities 
for retailers who, in turn, offered excellent 
deals to their customers. The NFDA hopes 
that a more stable political environment 
will support the automotive retail sector and 
restore consumer confidence in 2020.’

Despite the overall negativity around the 
SMMT’s figures, some manufacturers had 
plenty to smile about, among them MG,  
which secured its best-ever month of sales 
in December and notched up a record-
breaking full year. Overall, total sales for 2019 
were 13,075 units – a 45 per cent uplift in 
registrations compared with 2018.

Daniel Gregorious, head of sales and 
marketing at MG Motor UK, said: ‘Last year 
was a memorable one for the brand, with a 
number of major milestones. Not only did we 
reach 100 dealers, but we also surpassed five-
figures in sales and introduced our first-ever 
electric model to drivers nationwide. 

‘Our mid-term momentum and growth 
plan will enable us to build on this fantastic 
foundation as further growth is forecast in 
2020 and we work towards achieving 30,000 
sales by 2021.’

Alex Buttle, director:

‘Despite a positive end to the year the UK 
car industry will look back on 2019 as one 
of its gloomiest on record. Diesel sales 
plummeted and consumers, confused by 
emissions legislation and concerned by 
Brexit, chose to hold off buying new cars 
en masse. 

‘There was at least some light amongst 
all this gloom though, as alternative fuel 
vehicles enjoyed strong growth and electric 
sales, in particular, rocketed.

‘Manufacturers will be pinning their 
hopes on EV sales exploding in 2020, but 
we need to be mindful that fully-electric car 
registrations still account for less than two 
per cent of all registrations. And if diesel 
sales continue on their downward path, 
it’s hard to see a full reversal of 
fortunes, at least in the first 
quarter. On a more positive 
note, the December general 
election did at least provide 
the decisive outcome the 
industry was hoping for.’

Jonathan Moss, head of transport:

‘Clarity, consistency, confidence and 
economic stability are required to turn 
around the fortunes of the UK new car 
market. The car market has continued its 
downward trend, reacting to a series of 
adverse factors, including geopolitical 
pressures, weak business and consumer 
confidence, and confusion over rules 
relating to clean air zones.

‘Electric vehicles are too expensive. 
Manufacturers need to deliver electric 
vehicles at affordable prices for the mass 
market. With Brexit on the horizon, there 
is continued uncertainty within British car 
manufacturers about what tariffs will be 
imposed on car components which need 
to be imported from the EU. The changing 
face of car ownership and the 
increasing popularity of 
ride-hailing is exacerbating 
this downward spiral, 
meaning car manufacturers 
in the UK will be feeling 
the heat for some time.’

Motorway DWF Law

‘The decline in new 
car registrations was 
partially offset by a 
strong used car market.’
Sue Robinson
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We put our heart into Valentine’s Day prank! 
Confession, p77

SMMT FIGURES ANALYSIS

Views from the top...

ASTON Martin has warned that it will miss 
its profit targets after tough headwinds 
continued into the key month of December 
– as fellow luxury car-maker Rolls-Royce 
posted a record year.

The business said that ‘challenging trading 
conditions’ it flagged up in November hadn’t 
eased and, as a result, it had registered fewer 
sales, higher costs for selling each vehicle 
and lower margins.

Aston Martin chief executive Andy Palmer 
said: ‘Our underlying performance will fail 
to deliver the profits we planned, despite a 
reduction in dealer stock levels.’

Aston Martin’s troubles put it in stark 
contrast to fellow luxury brand Rolls-Royce, 
which sold more cars last year than at any 
point in its 116-year history.

It exceeded 2018’s record of 4,107 cars to 
sell 5,152 – a 25 per cent jump.

Both brands launched new SUVs over the 
period, with Rolls-Royce’s Cullinan, pictured, 
making a ‘major contribution’ to increasing 
sales. Aston Martin’s new DBX showed ‘very 
encouraging’ signs after launching earlier in 
the year, according to its boss.

Rolls-Royce chief executive Torsten 
Müller-Ötvös said: ‘This performance is of 
an altogether different magnitude to any 
previous year’s sales success.’

TRADING UPDATES

Differing fortunes of 
two luxury carmakers

Will political 
stability restore
confidence in
the year ahead?

James Fairclough, CEO: 

‘December’s fall in sales figures reflects 
the challenging environment that faced the 
industry in 2019, but there are reasons for 
optimism for the year ahead. 

‘As with most of 2019, political and 
Brexit uncertainty hovered over much of 
December, but last month’s election will 
hopefully spark a much-needed resurgence 
in sales this year. 

‘Dealers will want to gain some 
momentum quickly in the first quarter, 
and any deals and special offers they can 
provide will go a long way to attracting 
motorists back to the forecourts. 

‘Looking ahead, hopefully 2020 will  
see the continued growth of electric and 
hybrid vehicles. 

‘Their sustained growth 
provided a positive 
thread throughout 2019, 
with drivers showing 
great enthusiasm for 
environmentally  
friendly cars.’

Ian Plummer, commercial director: 

‘2019’s disappointing new car performance 
will come as little surprise to anyone in 
the industry, especially those at the front 
line who have had to face the challenge 
of falling consumer confidence, economic 
uncertainty and fuel-type confusion, as well 
as more stringent emission regulations.

‘With alternatively fuelled vehicles, and 
pure electric vehicles (EVs) in particular, 
recording such impressive growth in 
2019, we can see just how significant an 
opportunity they present the industry. 

‘On our marketplace we recorded a 
similar trend, with searches for pure EVs 
increasing 78 per cent since the start of the 
year. Pure EVs still only represent 1.6 per 
cent of the market though, so  
it’s hugely disappointing 
that this potential bright 
spot is being undermined by 
the government’s removal of  
the plug-in car grant, which  
is already having a 
detrimental impact.’

AA Cars Auto Trader

BEST-SELLING CARS OF 2019

10Top

Ford Fiesta 77,833
Volkswagen Golf 58,994 
Ford Focus 56,619 
Vauxhall Corsa 54,239 
Mercedes-Benz A-Class 53,724 
Nissan Qashqai 52,532
Ford Kuga 41,671
Mini 41,188
Volkswagen Polo 37,453
Kia Sportage 34,502

Leading figures from the automotive world have their say on 
the decline of the new car market in 2019 – with the question 
now being asked: Can we look forward to a brighter 2020? 
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01622 391 904
www.gforces.co.uk

Demand for online vehicle sales is expected to 
increase massively over the next three years*. 
Consumers expect to find what they want, when 
they want, and where they want it, without 
compromise. Luckily, you don’t have to puzzle 
over which platform to use to meet that demand.
 
NetDirector ® Auto-e from GForces will 
future-proof your business. It fully embraces 
omnichannel retailing, enabling you to present 
a seamless purchase path that can be wholly 

online, or a mix of both digital and physical 
touchpoints.

Disruptors and key industry players are moving 
in on the huge opportunities ecommerce 
presents. NetDirector ® Auto-e enables you to 
do the same, with all the tools you’ll need to 
facilitate transparent online transactions.

Complete your online offering with 
NetDirector ® Auto-e. Let’s go.

Without ecommerce, 
your website isn’t complete.

*Used Car Retailing: No More Silos Anymore, Albeda, 2019

07.01.20 - NetDirector® Auto-e - CarDealer (DPS) (Print-Ready) (Missing Piece).indd   All Pages 08/01/2020   15:26
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Jenkins Group goes 
into administration 

Motorstore planned 
for ex-Toys R Us site

Hendy finds Renault 
and Dacia new home

Beetle ‘fur’ sale that’s
the cat’s whiskers...

A CARDIFF car dealership group has 
gone into administration with the 
loss of around 30 jobs.

Jenkins Group, a Mitsubishi and 
Suzuki dealer based in Hadfield 
Road, explained on its website that 
it was no longer trading but added 
that both franchises would be 
opening at new locations in the city 
in 2020 with ‘some familiar faces’. 

The website adds: ‘We’d like to 
thank everyone for their custom  
and support over all these years – 
we have truly valued your business 
and friendship.’

ARNOLD Clark is hoping to build a 
car supermarket on a former Toys R 
Us site in Warrington.

The Glasgow-based family-
run dealership chain has lodged 
a planning application with 
Warrington Borough Council to 
transform the 2.42-hectare site on 
Europa Boulevard, which shut in 
April 2018 after the toy retailer went 
into administration. In its place, if 
approved, will be a 5,379 square 
metre Motorstore employing 80 
people. There will also be a service 
workshop with MOT test area.

RENAULT and Dacia have a new 
home in Salisbury following 
investment by Hendy Group in new 
facilities for the two brands.

The dealerships are now housed 
on the Churchfields Industrial Estate 
alongside Hendy’s Nissan and 
Toyota outlets. 

Chief operating officer Simon 
Bottomley said: ‘This is a great 
move for Renault and Dacia. The 
old Renault and Dacia site was 
beginning to look tired and at 
Hendy we want to offer customers 
the very best environment.’

A LEICESTER dealership has just the 
thing for the car buyer looking ‘fur’ 
something a bit different... 

One of the vehicles in stock at 
Euronet Motors is a fur-covered 
Volkswagen Beetle called ‘Furbie’. 
Equipped with a 1.6-litre petrol 
engine, it’s only done 15,000 miles, 
even though it dates from 1978.

With a huge turn-key at the back 
and even a few cats’ whiskers, it’s 
certainly eye-catching – there’s even 
lettering that promises ‘No animals 
have been hurt in the making of this 
vehicle’. Punters are being asked to 
stump up £4,900 for it.

CARDIFF WARRINGTONSALISBURY

LEICESTER

Dashboard.

Volkswagen Golf 4,585

Ford Fiesta 4,168

Mini 3,985

Ford Kuga 3,640

BMW 3 Series 3,527

Ford Focus 3,261

Mercedes-Benz A-Class 3,050

Volkswagen Polo 2,715

Tesla Model 3 2,685

Vauxhall Grandland X 2,566

Best-selling new 
cars in December
December 2019       Source: SMMT

A MEMBER of staff from a car dealership in West 
Yorkshire has completed an exercise bike fund-
raising marathon in support of a hospice.

Michael Sutton, who works at Motorpoint 
Castleford, spent more than 24 hours on a spin bike 
at a gym, cycling the equivalent of 425 miles, to raise 
£542 for the Prince of Wales Hospice in Pontefract.

The 29-year-old vehicle detailer and technical 
trainer said: ‘Twenty-four hours on a spin bike 
is nothing if the money can help make a small 
difference to people dealing with life-limiting or life-
threatening conditions.’ 

He is pictured with hospice corporate fundraising 
assistant Jess Poole and Motorpoint colleagues.

Michael’s epic effort raises hundreds for hospice
CASTLEFORD

News from around      the UK
What’s been hitting the headlines on the home front? Here’s a           round-up of stories
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Andrew is named as 
general sales manager

Vandals cause £30k
damage to vehicles

Showroom becomes
polling station again

ANDREW Davies, above, has been 
appointed general sales manager 
of Motorpoint’s newest branch in 
Swansea. The 35-year-old, who has 
worked in a number of sales roles 
with the UK’s largest independent 
car retailer for the last six years, will 
oversee a 25-strong workforce.

A recent graduate of the 
Motorpoint talent management 
programme, he will be supported 
by Chris Brown, who assumes the 
role of general manager for both 
Swansea and the company’s existing 
branch in Newport.

SEVERAL vehicles were damaged at 
a car dealership in Great Yarmouth 
over the Christmas period.

Vandals struck at Thurlow Nunn 
in Station Road sometime between 
5pm on Saturday, December 28 and 
10am on Sunday, December 29.

The trouble-makers scratched the 
bodywork and slashed the tyres of 
nine vehicles, causing an estimated 
£30,000 of damage. 

Police are keen to hear from 
anyone who may have witnessed 
the incident or has information 
concerning the person responsible.

A HAMPSHIRE car dealership was 
pressed into service as a polling 
station for the general election.

Petersfield Used Car Centre 
welcomed voters throughout the 
day on December 12 – the third time 
it has performed the role.

The business is part of the 
Winchester Motor Group, a family-
owned company that has been 
serving motorists for more than 50 
years. The car centre stayed open 
for sales during voting – with the 
nearby White Horse pub also joining 
the ranks of unusual polling stations.  

SWANSEAGREAT YARMOUTH

PETERSFIELD

James Litton, p76

‘It is clear that 
price and value 
for money 
are just as 
important to 
car buyers 
when it comes 
to the purchase 
of their next 
vehicle, if not 
more so.’

A mixed picture for motor retail stocks.
Market Insight, p71

A DEALERSHIP in south-west Wales has become the 
first Kia outlet to provide the presidential car for the 
National Round Table Club.

Gravells Kia Narberth is loaning a Sportage to the 
organisation for three years. The partnership has 
strengthened over the years as general manager Ian 
Gravell is a long-standing member.

He said: ‘This is a huge honour for me and my 

family. I hope this new association between Kia and 
the club will elevate the brand and cement it as a 
trusted car manufacturer for all of our members.’ 

Round Table GB and Ireland national programme 
officer Matt Fallon, pictured receiving the keys from 
Ian Gravell, said: ‘We’re proud to be associated with 
Gravells Kia Narberth and hopefully we can continue 
our partnership in the years to come.’

Round Table loaned presidential car by Gravells

Stan Palmer takes  
on Suzuki franchise

STAN Palmer has been appointed  
by Suzuki to run its new franchise 
in Carlisle. 

The fully refurbished and 
modernised six-car showroom with 
70-strong vehicle forecourt will 
serve motorists in a catchment area 
that includes the market towns of 
Penrith, Wigton and Brampton. 

Dealer principal Neil Palmer 
said: ‘We were impressed with  
the brand’s straightforward 
approach to business.’ The franchise 
was held by Border Cars, which 
went into administration last year.

CARLISLE

NARBERTH

Will the new version be as big 
a hit as its predecessor?

Forecourt, p34

News from around      the UK
What’s been hitting the headlines on the home front? Here’s a           round-up of stories

First drive:
Nissan Juke
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Sadness as dealer group 
goes into administration

Dashboard.

JOBS IN JEOPARDY

Vauxhall Corsa put to the test.
First Drive, p36

Adealership group in Scotland 
has gone into administration, 
leaving nearly 140 staff with a 

question mark over their future.
Leven Car Company, which has four 

showrooms in Selkirk and Edinburgh, 
is a franchisee for Kia, Mitsubishi, 
Suzuki, Aston Martin, Lotus, Rolls-
Royce and Caterham.

The dealership group, which was 
established in 2014, was referring 
queries to its PR firm, which issued 
a statement saying Leonard Curtis 
Business Rescue & Recovery had been 
appointed the administrator of Leven 
Cars Group Limited.

It acquired the Kia, Mitsubishi, 
Suzuki and Lotus franchises from 
the Belmont Group in March 2018, 
and The Scotsman reported that staff 
turned up at its Selkirk showroom on 
January 8, only to be turned away.

The statement from Leonard 

Curtis Business Rescue & Recovery 
said: ‘After reviewing the company’s 
options, following a difficult couple of 
years for the motor trade, the directors 
have taken the difficult decision to 
appoint administrators.

‘The company, which employs 139 
staff across its four dealerships, has 
ceased trading. At this stage, none 
of the company’s employees have 
been made redundant whilst the 
administrators assess the company’s 
financial position and explore the 
possibility of finding a buyer for all or 
parts of the business.

‘The company will continue to 
maintain a presence at the company’s 
dealerships for a short period of time 

to ensure that any customer queries 
can be addressed.’

Joint administrator Stuart Robb 
commented: ‘We are assessing the 
company’s financial position with 
a view to seeking a buyer for all 
or parts of the business. This is a 
unique opportunity to acquire a 
business with a strong reputation, 
excellent customer base, and a highly 
knowledgeable and loyal workforce.’

Meanwhile, a spokesman for 
Kia said: ‘Kia Motors (UK) Limited 
is saddened to hear that Leven 
Car Company have called in 
administrators and we are particularly 
sorry for any of their customers who 
have been affected by this.’

Carol focuses on
customer service 
in her new role

Mercedes-Benz 
is most trusted

CITNOW has appointed 
Carol Fairchild as chief 
customer officer, stepping 
up from her former role as 
commercial director.

The new role has been 
created as CitNOW looks to 
strengthen its commitment 
to its customers and further 
improve its customer 
experience.

In her new position, Carol 
will continue her board-level 
responsibility and oversee 
all client services activity, 
with a focus on introducing 
feedback-led improvements 
to the customer experience 
and fostering close 
customer partnerships. This 
will give customers a more 
tailored service.

She said: ‘Customer 
service is at the heart of 
CitNOW and we want to 
improve the experience and 
satisfaction even further.’

Alistair Horsbugh, CEO 
at CitNOW, added: ‘We are 
delighted to have Carol on 
board as chief customer 
officer, and can’t wait to see 
the impact she will have in 
her new role.’

CITNOW

CARGURUS

MERCEDES-BENZ is the 
UK’s most trusted car 
brand, according to a 
report by CarGurus.

The 2020 CarGurus Car 
Buyer Trust Index saw the 
German car-maker top a 
list of 21 manufacturers. 

Audi, Ford, Toyota and 
Volvo completed the top 
five, with Italian brand 
Fiat recording the lowest 
overall brand ranking.

CarShop ditches the tie and suit in new staff look
CARSHOP has launched a new staff uniform as part of the 
next phase of the company’s brand evolution.

The used car supermarket says it was driven by 
colleague feedback and a desire to further unify 
employees across the business, following the rebrand of 
The Car People stores. 

The new look has been in development since October 
2018 and covers all roles. It consulted with staff during the 

design, development and decision-making process, which 
has led to the introduction of features such as pockets in 
all skirts, plus ties and suits being dropped. The business 
hopes the new outfit will change the public perception of  
used-car salespeople and ensure customers feel 
comfortable at all its 10 stores.

The launch coincided with the opening of CarShop 
Bristol and will be fully rolled out over the coming weeks.

‘We are particularly sorry for any of their 
customers who have been affected by this.’

Kia spokesman

94% of dealers 
rate our finance industry 
and business knowledge 
good or very good

“Our account manager supported us with our FCA licence which has 
helped generate more customers due to offering finance. He also set up a 
funding plan so we can stock better quality cars, higher value cars, more 

cars. More stock equals more footfall and more sales.”
Justin Lee, Martin Lee Car Sales

Finance | Insight | Compliance | Funding
To start your journey with us  
visit closemotorfinance.co.uk/finance
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ROUND 3 – READING

Dashboard.

The third round of the Car Dealer Magazine Go-Karting  
Challenge took place at TeamSport Karting’s Reading  
circuit. Rebecca Chaplin was there to watch the action...

       If you’re a dealer in the Cardiff area,  sign up for a chance to be part of this                event at karting@cardealermagazine.co.uk

The battle for the lead was hard fought, with 
the Bournemouth High Performance kart setting 
the fastest lap of the race. Team Wheelbase in 
Kart 25 and competition sponsor Close Brothers 
Motor Finance in Kart 9 were also in contention 
to win, with the four leading cars within half a 
lap of each other for most of the race.

However, a penalty at 30 laps for Bournemouth 
High Performance (BHP) meant they had to come 
into the pits and it pushed them down the field 
to fifth. They battled back up to second by lap 59 
but a driver change less than five laps later sent 
them back down again, to fourth.

They continued their chase though, with Your 
Best Car back in the lead, followed by Wheelbase 
then BHP by lap 88. Until this point, BHP had 
maintained the fastest lap of the race, but race 
leader Your Best Car put in a time of 31.114 

seconds. The Bournemouth team responded 
with another lap just 0.003 seconds faster. With 
just 10 minutes to go, the race leader managed to 
complete a lap under the 31-second mark, at just 
30.974, and pulled away from the pack. Your Best 
Car went on to take the race with a total of 141 
laps completed.

Three laps behind, BHP completed the race 
with 138, putting them second, while Wheelbase 
were third followed by Close Brothers, both with 
137 laps. Your Best Car director and kart team  

After the opening two rounds of the 
2019-20 Car Dealer Magazine Go-
Karting Challenge had taken place in 
the north-west of England, it was time 

to head to Berkshire for the third instalment of 
the competition. 

And it certainly proved to be one for the history 
books, with enough bumping, breaking the rules 
and black flags for the entire tournament! 

The teams made their way to TeamSport 
Karting in Reading, meaning reigning champions 
Your Best Car were back at the circuit where they 
won the title last March. 

That didn’t mean the other teams were going 
to give them an easy race, though.

Off the line, Team Your Best Car in Kart 4 
worked their way to first position but Team 
Wheelbase were hot on their heels.

s t
Champions take top 
honours as they make  
a triumphant return
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The latest from our fleet. 
Long-termers, p79

What time does the racing start?
Teams need to arrive at the venue before 7pm. 
Free parking is available. Before the race begins 
at 8pm, there’s a mandatory drivers’ briefing plus 
a 15-minute practice session, which will get you 
used to the layout, kart and pit stops.

Who can drive?
Every driver in your team needs to be in the 
motor trade – no professional racing drivers will 
be allowed to race, nor any non-motor traders. 

If you’re unable to put together a team of  
four from your staff, you can combine with  
other local dealers. As long as they work in the 
motor trade, they can be part of your team.

Will I need any gear?
No. TeamSport provides helmets, race suits and 
gloves at each track, so there’s no need to buy 
any gear you don’t have.

Are there prizes?
Yes! There will be a podium ceremony at  
each regional round and a trophy for the  
winning finalist.

How do I sign up?
There’s just one qualifier left – in Cardiff – and 
any dealership in the region can apply to enter by 
emailing us at karting@cardealermagazine.co.uk 

Applications will be put into a hat and you’ll be 
informed if your entry has been drawn. 

What’s the entry fee? 
Nothing! Thanks to Close Brothers, it’s free.

Karting Q&A

See pictures from  
previous events at 
bit.ly/cardealeralbums

       If you’re a dealer in the Cardiff area,  sign up for a chance to be part of this                event at karting@cardealermagazine.co.uk

PHOTOGRAPHY:
ANDY ENTWISTLE

race manager Josh Brown said: ‘I knew it was 
going to be tight at the start so we absorbed early 
pressure and then counter-attacked the other 
teams in the second half when the track was  
less congested. 

‘Driver selection was key and I’m happy it 
worked out exactly how we planned.’

Once again, many thanks to Close Brothers 
Motor Finance for its support of the Go-Karting 
Challenge! Coverage of the fourth qualifier will 
appear in the next edition of Car Dealer.

Dates
and tracks

Results from
Reading

Qualifiers
Wednesday, October 16  Stockton-on-Tees

Thursday, October 17 Manchester

Wednesday, November 13  Reading

Thursday, January 16 Harlow

Thursday, February 6  Cardiff

Final
Wednesday, March 4  Leicester

The top three 
teams at 
November’s 
hotly contested 
qualifier, above

Fast-paced action 
from the Reading 

go-karting qualifier

Your Best Car 141

Bournemouth High Performance 138

Wheelbase 137

Close Brothers Motor Finance 137

SRK Cars 135

Anchor Vans 135

Adesa 133

Saunders Abbott 132

Reading Harley-Davidson 131

A & R Carriages 120

Laps completed  
during the  

90-minute race
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It’s the most important conference 
and expo for the UK automotive 
industry and you can register for 

your free ticket NOW!
What are we talking about? Car 

Dealer’s CDX, of course! Now in its 
sixth year, the event – which is free to 
attend if you’re a bona fide member of 
the motor trade – has a host of expert 
workshops and Live Stage sessions, 
with insights from leaders in their 
respective fields to help dealers gain 
an even better understanding of the 
issues facing the industry and, very 
importantly, how you can make more 
money and stay one step ahead of 
your competitors.

Not only that but the expo section 
will be rammed with scores of 
suppliers keen to show how their 
products and services can help you 
increase your margins.

CDX 2020 will be at Farnborough 
International Exhibition and 
Conference Centre on April 28 and 
you can get your free entrance ticket 
by registering at cardealerexpo.co.uk

You’re probably asking yourself 

whether you can really afford to give 
up a day to go there, but the question 
you should really be asking is, can you 
afford not to? Last year, we had more 
than 1,000 attendees, hailing from 
small-scale independents to the large 
dealer groups.

Among them was Your Best 
Car, which has branches in 
Buckinghamshire and Kent. Speaking 
to Car Dealer Magazine, director 
Garrett Green said of CDX 2019: ‘I 
enjoyed the event. The 
highlight for me was getting 
to listen to the chaps who 
run the large dealer groups, 
such as John Tordoff and 
Daksh Gupta, and see what 
their opinion was on the 
year ahead. 

‘Secondly, there are 
always new products and 
services which support 
our industry. CDX is a 

great way to see all of these in one 
place on one day.’ Adding how much 
he was looking forward to this year’s 
CDX, he said: ‘I can’t wait to see what 
2020’s event has in store.’ 

So, make sure you set aside April 
28 in your diary, register for your free 
ticket at cardealerexpo.co.uk and 
come to Farnborough International 
for a day that will provide you with 
top business tips and advice that you 
can put into practice as soon as you 
get back to your dealership.

Claim your free
tickets now –  
it’s unmissable!

Dashboard.
HUGE EXPO

A year of major change ahead. 
Key Notes with Traka, p73

Cambria reports
9.4pc decline  
in new car sales

CAMBRIA Automobiles 
suffered a 9.4 per cent drop 
in new vehicle sales for the 
first three months of its 
current financial year.

It said its performance 
was in line with the board’s 
expectations, with the 
decline offset by what it 
hailed as ‘a significantly 
improved gross profit per 
unit performance, reflecting 
the change in mix towards 
the high luxury segment’.

The update relates to 
September to November 
2019 when, in contrast, used 
car sales increased by two 
per cent year on year and 
aftersales revenue rose by 
1.9 per cent.

Looking ahead, the 
board said it was still 
‘cautious about the general 
uncertainty in the economy 
and around the consumer 
environment while the 
ramifications of leaving the 
EU are worked through’.

Cambria Automobiles 
was formed in 2006, with 
its franchised brands now 
comprising the Dove Group, 
Grange, Dees Group, Invicta 
Motors, Motor Park and 
Pure Triumph.

UPDATE

Nissan’s new MD looks forward to exciting new era at the company
ANDREW Humberstone has  
been appointed as managing  
director of Nissan Motor GB, 
replacing Kalyana Sivagnanam, 
who has left the company to pursue 
other opportunities.

Humberstone is based at the 
manufacturer’s head office in 
Rickmansworth, Hertfordshire, 
and will report to Roel de Vries, 
senior vice-president for sales and 
marketing in Nissan Europe.

Previously heading Nissan’s 

independent markets in Europe, 
he joined Nissan Europe in May 
2019 and has more than 27 
years’ experience in the 
automotive industry. Before 
joining Nissan, he worked 
for companies including Fiat 
Chrysler, where he held 
executive positions 
in international 
markets 
including 
Europe, the 

Middle East, India and China.
He joins NMGB following the 

launch of the all-new Nissan 
Juke and as the company 
celebrates the 10th birthday 
of the Nissan Leaf – the 
world’s best-selling electric 
car – with plans to electrify 

more than 40 per cent 
of Nissan vehicles 

sold in Europe. Humberstone said: 
‘The UK is our biggest market and 
is extremely important for Nissan 
– customers here have taken our 
electric and crossover models to 
their hearts and made Qashqai, Juke 
and Leaf the leading vehicles in 
their segments. 

‘I’m excited to join the UK team 
as we look forward to leading a new 
era of design, electrification and 
connectivity in our line-up.’

Automotive Influencers, p44

Headline partners

Book your FREE tickets now at cardealerexpo.co.uk

by JOHN BOWMAN
john@blackballmedia.co.uk

Our Live Stage session featuring 
dealer group bosses last year

Andrew
Humberstone
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Brexit endgame is under way but we 
could still be in for a bumpy ride

Big Mike
Our man on the inside shares his thoughts on the car business

‘I’ll still do a  
good turnover of 
10-year-old Kias, 
Corsas and other 

such drivel, but the 
interesting stuff 

may refuse  
to shift.’

By the time you read this, assuming we aren’t 
experiencing a winter heatwave courtesy of political 
tensions in the Middle East, the UK will most likely 
be about to leave or have just left the European Union, 
depending on if you’re reading this fresh from the 

postal bag or have saved it for your morning loo break.
Brexit will apparently be done and dusted and the car industry, 

which has suffered far more than any other (but perhaps not as 
much as those who enter the ‘little office’ after my own morning 
visit), will be able to pick its way through the wreckage and finally 
look to the future. A cause for celebration? 

No… well, not yet, anyway.
I’m normally a chirpy so-and-so. A ‘glass half full’ sort of person 

who shrugs off wholesale negativity and replaces it with 
a smile, some wry humour and usually another 
pint glass that I can make half full in a matter of 
seconds.

But this time I’m feeling a bit uneasy. It’s 
almost 30 years since we last had a ‘proper’ 
recession, and while the global financial 
crisis of 2009 was undoubtedly difficult, 
a lot of us got through it thanks to a 
combination of sub-prime finance houses 
giving us loans to sell and manufacturers 
dumping new and pre-reg stock so cheaply 
that the main dealers were booting the 
cheaper stuff out of the yard for pretty pennies. 

Indeed, at my end of the food chain, things 
weren’t too bad at all. Cars under £2k are often a 
distress purchase 

It’s different at the moment, and here’s why. Last time the UK 
had a wobble, we were a society used to having money to burn. 
The easy credit of the preceding decade meant that a lot of 
people continued to spend until they were bouncing off 
their credit limits, and a decade of more careful lending 
has led to those same people no longer having a chunk 
of spare plastic behind them.

Throw in the fact that the events of 2009/10 are 
still amazingly fresh for some people, many of whom 
are still paying for things that they bought in 2008, 
and you have the perfect storm – a financial weather 
system that doesn’t even factor in the sensationalist 
approach of the mainstream media, which will do its level best to 
talk us into a recession as it improves its click rate.

I hope to goodness that I’m being cynical here and that once 
the dust settles (be it over Brexit or as radioactive waste fired by 
rocket from the Persian Gulf), the naysayers will start to become 
yaysayers and retreat back into their little boxes of misery until 

they find another reason to start trying to make us all miserable.  
But given that most car manufacturers work their European sales 
forecasts based on a transaction cost in euros and the fact that the 
pound sterling could well collapse more quickly than a 1980s Rover 
Sterling, I can’t help but think we’re in for a bit of a bumpy ride. 

Cars will get more expensive at a time when people’s wealth is 
retracting as a result. 

For many of you, that will be bad news, and for me it’s not 
ideal either, as it means the quality and quantity of the UK’s used 
car stock will take a big old hit as a result, and a lot of the more 
interesting ‘classic’ stuff that I sell will be harder work, as it’s what 
financial experts call a ‘discretionary purchase’. Sure, I’ll still do a 
good turnover of 10-year-old Kias, Corsas and other such drivel, but 

the interesting stuff may stubbornly refuse to shift. 
You know what, though? I’m actually genuinely 
happy that this whole sorry mess is finally 

reaching its endgame. I’ve seen far too many 
people – friends, colleagues and those in 
other industries – all take a beating from 
the grubby end of the sh***y stick over the 
past 12 months and I lay the blame firmly 
at the feet of the incompetents who have 
been left in charge of the country. 

We’re all sick and tired of it and at 
least now we can put it behind us and 

move forwards, however that might look. 
People will still need cars and there’ll still be 

a demand for those of us who sell the blinking 
things – we have to remember that.

Yes, a little bit of politics creeping in and not a lot of 
humour this month from me. Normal service will be resumed 

in due course, once I’ve popped a couple more 
needles into my Rees-Mogg voodoo doll 

and refilled my half-full glass before 
I start to see it as half empty. So, 

I’m off to the bar. Skol!

Who is Big Mike? Well, that would be telling. What we can say is he’s had more than 40 years in 
the car trade so has probably forgotten more about it than we’re likely to know.
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Do I have to refund my    buyer over sill dent?

Helen Wallace collected her brand new Qashqai from 
Simon at Marshall #Nissan #Lincoln. ‘I’ve been blown 
away by the level of customer service I’ve received 
from Simon. From start to finish, nothing was too 
much trouble.’ #marshallmoments 

Marshall Nissan @MarshallNissan

A huge congratulations to our @JardineAudi 
Amersham team who have been awarded the 
number-one dealer in the UK for aftersales at the 
recent #Audi UK awards, recognising their hard 
work to improve the experience that they offer our 
customers. Well done team! #Jobswagger

Jardine Motors Group @jardinemotorsuk

Greenhous Vauxhall Telford is working to make its 
dealership and services autism-friendly. We now 
have a large selection of autistic sensory toys in our 
showroom – please feel free to pop in!

Greenhous @greenhous

What a fantastic 2019 we had! A fifth birthday, a BIG 
funding milestone and lots of fun too. Bring on 2020!

NextGear Capital @NextGearCap

Searching for the perfect vehicle to get out and about 
this winter? The Crossland X has been designed to 
make those long journeys that little bit easier.

Thurlow Nunn @ThurlowNunn

Top tweets

I SOLD a performance car in October as a motor 
trader to a private individual. It was a damaged 
then repaired Cat S. The buyer took out an 
independent inspection by a dealership and was 
happy to commence with the sale. The car sold 
for half its retail value and I’ve just got a call 
today saying that the sill has a dent in it and he 
wants a full refund. 

I was wondering where I stand with this as 
an inspection was carried out, the car was sold 
for half its value and the buyer was happy to 
go through with the sale. It’s a 2019 car with 
just under 2,000 miles on the clock if that’s any 
use. To add to this, I wasn’t aware there was this 
damage present on the vehicle.

BMWbimmers

I would dig my heels in and refuse – especially 
if the buyer has had an inspection done. I 
would chance my arm at getting a copy of the 
customer’s inspection report, too.

MarkTVS

I agree with Mark and I am soft as anything. Mind 
you, that must have been a whack to Cat S a 
19-plater with no miles – you’re braver than me.

Mark101

Nothing’s gone wrong with the car. He and his 
inspector just didn’t use their eyes properly. It’s 
taken him a month and a half to notice. I’m not 
quite sure what his case/reasoning is. If you 
weren’t aware there was a dent, there’s also a 
good chance that he’s whacked it into a kerb.

tradegirl

Surely if it’s clearly stated on the PDI and 
invoice and signed that it was a Cat S and had 
been inspected by the buyer and inspected 
independently, he has no grounds for a refund.

Casper 

IT might look like bossman James has adopted 
an unusual yoga pose here but what he’s 
actually doing is adding fuel to his cherished 
Ford Fiesta XR2 in the hope that it will spring 
into life after a winter hibernation. Sadly he had 
no joy – the car refused to start and it remains 
in situ in the Car Dealer lock-up. All in all, it was 
a frustrating day for James – but it had a happy 
ending... find out why on page 82.

Picture of the month

Sill has a dent in it and he wants a full refund? 
What is wrong with these people? If he missed 
it prior to sale, then it’s his responsibility for not 
checking the car properly. In my view, this stinks 
of buyer’s remorse.

James01

Someone has bought a car they cannot really 
afford so they have had to buy a whacker. They 
have taken delivery of the car and the reality of 
owning one doesn’t live up to the pedestal that 
the car has been placed on in his dreams – the 
thrill has now gone. The phrase ‘never meet your 
heroes’ springs to mind.

Mark101

Feedback.

A dent can happen at any time. Maybe before it 
was bought, maybe after. Has he gone too fast 
over a speed hump? Run over something like 
those left-over bits of tyre you sometimes see on 
the motorway? His mechanic mate not put it on 
a ramp properly? The list is endless. No rejection 
in my book.

MattR

I have recently had exactly the same. Discounted 
a Cat D Kia Venga from retail £9,500 to £6,500. 
The lady a week later wanted the whole car 
resprayed at a cost of £8,500. Knowing how this 
would play out, we referred her to Lawgistics who 
put her right. Anything cosmetic is sold as seen. 

If you’ve sold it as a Cat S and the new owner 
accepts that, then it is his/her responsibility to 
repair any necessary issues associated with the 
accident. You would still be responsible for any 
mechanical issues not raised at the time of sale.  

Funny Farm

Beating about the bush 
I HAVE a Mk2 Santa Fe top-of-the-range Premium 
model with self-levelling rear suspension. It’s 
failed on both rear shockers. They aren’t leaking, 
it’s the actual bushes which have worn but 
Hyundai want over a grand for a pair! Anyone 
know where or how to get just the bushes 
replaced or refurbished?

Arfur Dealy

Try a firm called Proflex – they do replacement 
heavy-duty/competition bushes. 

peter..o

I seem to remember a similar problem with 
the old Mitsubishi Pajeros. You could buy 
replacement rubbers from off-road specialists.
Might be worth a try? 
                                                                     metcars

More and more of our readers are joining the debate – and it couldn’t be                      easier to get involved! Sign up to our forum at CarDealerMagazine.co.uk/forum
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Do I have to refund my    buyer over sill dent?

A break-in, but nothing stolen...

NEGOTIATIONS

WHAT kind of success rate are you guys having 
when the opening line (over the phone) is, ‘hi, 
what’s the best price on this car?’ I’ve had it 
loads recently and they’ve been nothing but 
time-wasters.

Del Boy

We just repeat the advertised price or up it by 
£500 and tell them that’s the best price.

Casper

Tell them it’s £1,000 more than the advertised 
price then don’t say a word.

MrC

My best price or your best price? Then play  
it by ear from there. Even the ‘best price’ 
brigade has to buy from somewhere so I  
always give it a try.

Nick M.K.

Don’t waste your time negotiating because 
whatever you say over the phone isn’t good 
enough for these people and they always 
want it for less – most don’t have anything 
approaching sensible money anyway. 

BHM

I don’t put any pressure on our guys if they 
don’t answer these queries. I prefer to not deal 

with them as more often than not, they want 
something for nothing. They are usually on site 
for about two hours, taking up a salesman’s 
time and more often than not mine as they 
haggle. Someone else can deal with that.

Earunder 

If cheap is your priority then your search 
continues my friend. We sell cars that work.

David Horgan

I rarely seem to get this type of inquiry any 
more. But I wouldn’t mind one or two just to 
have a bit of fun.

I ask the inquirer how much they want to pay 
for the car in question, wait for their offer and 
then just say, ‘I will think about it, have a chat 
with the wife etc, and get back to you.’

I then promptly disconnect the call without 
any further conversation! Sometimes they even 
call back saying the line went dead. 

One chap even called back about five times 
asking if I had spoken to my wife yet. Poor 
bloke, he just didn’t get it. 

Nick is correct above saying that they have 
to buy a car somewhere, but is it really worth 
speaking at length to 50-odd people which 
may result in one deal? I don’t have the will or 
the time for this type of customer.

Tony F

That dreadful ‘best price’ question

SADLY, a few units at work got broken in to 
yesterday. The culprits cut through my roller 
shutter with a grinder. Luckily my alarm sent 
them away and they stole nothing. I do have 
CCTV so managed to watch the scumbags break 
in. They looked all of about 15 years old. I didn’t 
have the cameras set to notification on my app 
but I have changed that now! The alarm is being 
upgraded to allow notifications too. 

My neighbours both got rinsed, £15k worth of 
industrial line-painting equipment and £9k worth 
of wine stolen. Door has now been fixed and 
fingers crossed they won’t be back. You won’t be 
surprised to hear the police have not been yet! 
Too busy catching people doing 33mph in a 30.

I count myself lucky that nothing was stolen.  
But I feel really sorry for my work neighbours.

MrC

Alas, you’ve now learnt that CCTV doesn’t stop 
anyone. As a crime-prevention method it’s as 
good as useless against burglars and only works 
as an identification tool. However, most burglars 
couldn’t really give a toss about occasionally 
getting their collar felt – it’s an occupational 
hazard. To be honest, you’re lucky the scum were 
bothered by the alarm.

BHM

I think the unsolved burglary rate is about 97 
per cent. The police will probably know who is 
responsible but to bring a prosecution (which 
costs a lot of money), they need to have a very 
good case to proceed. One thing you need to 
protect your premises is very strong security 
lighting – it is a good deterrent.

trade vet

More and more of our readers are joining the debate – and it couldn’t be                      easier to get involved! Sign up to our forum at CarDealerMagazine.co.uk/forum

We’ve 
teamed 
up with 

Car Sales 
Memes to 

bring you a 
few of their 

funniest 
captions 

and slogans
each month. 

Enjoy!

Search for Car Sales Memes on Facebook, 
Twitter or Instagram and give them a follow!
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Europe’s 13 top car makers will 
miss their 2021 emissions 
targets and will face fines of 

more than £12.4bn, according to the 
annual forecast of car manufacturers’ 
performance against mandatory EU 
CO2 targets.

After four years of steady 
progress, research published by PA 
Consulting, the global innovation 
and transformation consultancy, has 
revealed a step backwards.

Emissions have increased across 
the board, mainly due to customers 
buying SUVs, strong demand for 
high-powered and heavier cars, lack of 
low-emission options in showrooms, 
and a shifting preference for petrol 
cars after the diesel scandal.

Some car makers will see penalties 
high enough to have a material impact 

on their profitability and reputation. 
Volkswagen could be fined as much 
as £3.85 billion because of its high 
sales volumes across Europe. Equally, 
previous top performers such as 
Renault-Nissan-Mitsubishi, Volvo and 
JLR look set to fall short.

Even Toyota, the market leader in 
hybrid vehicles, is forecast to miss its 
target. Jaguar Land Rover would face 
the biggest impact from fines and 
BMW is also included in the top 13.

Michael Schweikl, automotive 
expert at PA Consulting, said: ‘Despite 
this ”four steps forward, one step 
back” situation, the good news is 
that there are many options open to 
car makers to reduce emissions and 
minimise future fines. But they have 
to act quickly.

‘Car makers are running out of 

time to improve performance quickly 
enough to avoid fines. Marketing, 
sales and pricing strategies that 
increase the take-up of low-emissions 
vehicles will be essential in getting 
manufacturers closer to the targets.’

He said solutions could include:
l Discounting electric and plug-in 

hybrid vehicles to boost their sales, 
taking high-polluting vehicles off  
the market 

l Developing service schemes that 
increase low-emission vehicle use 

l Exploring mergers with other  
car makers and the supply chain, as 
shown by FCA and PSA

l Developing open platforms, such 
as Volkswagen’s MEB platform, to 
extend electric tech

‘But they need to take these actions 
in 2020 to reduce CO2 emissions 
further in the future and win new 
customers,’ Schweikl added.

From 2021, phased in from this 
year, the EU fleet-wide average 
emission target for new cars will be 
95g CO2/km.

Dashboard.

ENVIRONMENT

IMI chairman 
stands down 
after drive ban
THE chairman of the 
Institute of the Motor 
Industry has stepped down 
from the role after being 
banned from the road for 
drink-driving.

Adrian Smith, 62, a 
former Saab dealer, was 
found in his car near a 
roundabout in Milltimber, 
a suburb to the west of 
Aberdeen, by a concerned 
member of the public, 
the local Press & Journal 
newspaper reported.

Police observed that the 
vehicle was stationary but 
that the keys were in the 
ignition so carried out a 
roadside breath test.

It was found that Smith 
had 116 micrograms of 
alcohol in his breath. The 
legal limit in Scotland is 22.

As well as being IMI 
chairman, Smith, of North 
Deeside Road, Milltimber, 
is a former chief executive 
of the Scottish Motor Trade 
Association and ran his own 
Saab dealership until the 
demise of the brand in 2011, 
said the Press & Journal.

Solicitor Gregor Kelly, 
mitigating for Smith at 
Aberdeen Sheriff Court 
at the hearing on January 
7, acknowledged that his 
client had recorded a high 
breath-test reading.

He added that Smith, 
whom he described as 
a law-abiding citizen, 
was ‘emotionally fragile’ 
because of the recent loss 
of his father.

Smith admitted a charge 
of drink-driving. He was 
banned from the road for 
two years and fined £2,000.

In a statement, the IMI 
confirmed that he had 
decided to step down as 
chairman, having served in 
the role for seven years.

It added: ‘We would 
like to thank him for the 
enormous contribution 
he has made to the 
organisation.’

GUILTY PLEA

New chief appointed for Mercedes-Benz Retail Group
ANGELA Shepherd has been made 
UK chief executive for Mercedes-Benz 
Retail Group. Bringing almost 30 years’ 
brand experience to the role, she will 
oversee the group’s operations at its 18 
dealerships – all of which are in and 
around the London area and staffed 
by more than 1,500 employees.

Shepherd joined Mercedes-
Benz UK as a graduate trainee in 
September 1990 and took up her first 
management position as head of 
franchising a decade later, when she 
was heavily involved in the planning 
and restructuring of the Mercedes-
Benz passenger car network that 

established the manufacturer- 
owned retail group.

Since then, she has held a number 
of senior leadership appointments, 
including general manager of 
passenger car aftersales and head 
of training. She has spent the 
past five years as network 
operations director and, 
in 2016, topped the sales 
category in an automotive 
industry list of the top 
100 British women that was 
compiled by Autocar 
magazine in conjunction 
with the SMMT.

‘Having been involved in sales 
and aftersales, worked closely with 
dealers and held key leadership 
positions within the Mercedes-Benz 
brand, I’m fortunate to have gained 
a very broad helicopter view of how 

retailers operate,’ said Shepherd. ‘My 
extensive contact with customer 

service will also help as we 
strive to make our London 
retailers the destination of 
choice for Mercedes-Benz 

customers.’
New retail group 
chief executive 
Angela Shepherd

‘Car makers are running out of time to improve 
performance quickly enough to avoid fines.’
Michael Schweikl

Manufacturers left facing 
massive fines after ‘step 
backwards’ on emissions

2
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Dealer news from 
somewhere other 
than here

Around
the world

USA
AUTOMOTIVE 
analysts are saying 
Lexus has ‘lost some 
of its lustre’ for 
buyers in the States. 
Commentators are 
pointing to ‘its ageing 
vehicle line-up, 
increased competition 
and an inability 
to keep pace with 
American buyers’ 
growing demand for 
larger sport utility 
vehicles’, according 
to the Los Angeles 
Times. However, the 
manufacturer says new 
models are on the way 
to revive its fortunes in 
the coming years.

CANADA
TWO car dealerships in the town of Edson have been targeted by an arsonist. 
Shortly before Christmas, a Chrysler Dodge Jeep showroom was set alight, and a 
nearby Honda outlet met the same fate on December 30. The mayor of the town, 
situated in central Alberta, Kevin Zahara, is hugely concerned – partly because he 
works at a local Chevrolet dealership. He told the CBC news website: ‘We need to 
be very vigilant and stay on the lookout for suspicious activity.’

AUSTRALIA
ONE of the biggest 
operators of car 
dealerships in 
Australia has admitted 
it underpaid thousands 
of employees by 
almost £3m over a 
seven-year period. 
AP Eagers said it had 
identified a number 
of ‘anomalies’ in its 
payroll system that 
led to the problems, 
which were identified 
when its wages system 
was centralised. AP 
Eagers operates 229 
dealerships along 
Australia’s east coast, 
as well as a few in 
Darwin and Adelaide. 
Auditors have been 
called in to investigate, 
the company said. 

INDIA
SALES of passenger vehicles during 2019 were 14 per cent 
down on the figure for 2018, as buyers became confused over 
emissions levels and the industry got caught up in a wider 
economic downturn. Puneet Gupta, associate director of 
information provider IHS Markit, said 2019 had been the worst 
year of the millennium so far for the Indian automotive sector.

GERMANY
VOLKSWAGEN and a German consumer group are to hold talks 
on a possible settlement over the diesel emissions scandal. A 
court in Braunschweig opened proceedings in September in a 
landmark case in which hundreds of thousands of people aim 
to establish a right of compensation. At the time, the judge 
suggested that the two sides could consider a settlement.

Dashboard.

PROVIDER OF THE YEAR
We want to SAVE YOU MONEY!
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Santander becomes MG’s
sole provider for five years

Timo is made 
finance director
at Rolls-Royce

ROLLS-ROYCE Motor Cars 
has appointed Timo Poser 
as its director of finance.

Poser, who will take up 
the role from February 1, 
has spent almost 20 years 
with the BMW Group, 
serving in a number of roles 
around the world, including 
chief financial officer 
at BMW China Trading 
in Beijing as well as at 
Husqvarna Motorcycles in 
Varese. He is currently vice-
president of governance, 
administration and financial 
services in organisational 
development and process 
management for the BMW 
Group in Munich.

Poser will be based at 
Rolls-Royce’s head office at 
Goodwood.

Torsten Müller-Ötvös, 
chief executive of Rolls-
Royce Motor Cars, said: 
‘It is with great pleasure 
that I announce that Timo 
Poser has been appointed 
director of finance. His 
exceptional experience, 
with almost 20 years at a 
senior level in a number 
of international roles, will 
be invaluable to the global 
Rolls-Royce family.’

Poser replaces Jürgen 
Brzank, who is to take up 
the senior role of price 
and volume planning and 
sales steering for the BMW 
Group worldwide in Munich.

APPOINTMENT

Finance.
DEAL

MotoNovo highlights customer saving opportunity
PROGRAMME

MOTONOVO Finance’s exclusive 
Discount Shopping programme can 
give dealers an extra edge when it 
comes to helping customers make a 
favourable buying decision, according 
to the business’s latest assessment of 
the savings available.

Deputy chief executive Karl Werner 
said: ‘Across motor finance, we are 
all very conscious of the importance 
of affordability in making a lending 
decision. While we cannot influence 
this underwriting decision with our 

Discount Shopping offer, we and our 
dealers can help customers benefit 
from a financing choice that gives 
them the potential to make a useful 
dent into their annual household 
expenditure. Not identifying this 
would be an oversight, given the 
savings on offer.’

The average monthly car repayment 
across the UK is £226 per month, 
according to research by Kwik Fit, and 
MotoNovo says that customers who 
choose it for their finance and opt for 

the Discount Shopping programme 
could save nearly £500 per year.

Werner added: ‘Looking at the 
data and savings on offer, an annual 
saving of £500 is realistic and more is 
available if people are buying white 
goods or spend more on holidays and 
leisure. It can be easy to overlook such 
options, but highlighting the genuine 
potential savings could be very useful 
for dealers and their customers. It 
could more than offset two monthly 
car finance payments every year!’

MG Motor UK has selected 
Santander Consumer Finance 
as its exclusive finance 

provider. The two companies have 
agreed a five-year partnership which 
came into effect on January 1.

Trading as MG Motor Financial 
Services, MG and SCF will provide a 
full range of retail finance options.

On the dealer side, new wholesale 
funding facilities will help MG dealers 
gear up for strong growth from  
this year onwards. 

The partnership supports MG’s 
Momentum & Growth mid-term 
plan, which will see the British brand 
increase the size of its dealer network, 
add new models and aim to 
reach more than 30,000 new car  
sales by 2021. To run the partnership 
successfully, SCF has employed an 
eight-strong sales team, including a 
national sales manager and a national 
marketing manager.

Daniel Gregorious, head of sales 
and marketing at MG Motor UK, said: 
‘We’re delighted to be partnering 
with Santander Consumer Finance 
to fulfil our retail and wholesale 

finance requirements. With Santander 
Consumer Finance’s support,  
we’re confident that we can provide 
our dealers with the tools they  
need to drive their businesses  
forward whilst delivering customer 
service excellence.’

Stewart Grant, Santander Consumer 
Finance commercial director, added: 
‘Our new agreement with MG Motor 

UK is another thrilling milestone 
in the ongoing development of our 
partnership strategy and we are proud 
to be working with such a famous 
British brand.’

With a four-car range, MG is 
currently the fastest-growing car brand 
in the UK, with November year-to-date 
sales up by more than 35 per cent 
versus the same period in 2018.
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Time is money
B E N  G A R S I D E

Listen hard and listen well to be 
empowered by your customers

A monthly look at the world of automotive finance and marketing

Ben Garside is marketing manager for First Response. Call him on 07817 518739 or email ben.garside@frfl.co.uk

Turn over the page for more finance stories

In today’s environment, you can never get away from a bad 
reputation, and over the past decade, we’ve seen a massive 
shift in the way people shop and get recommendations. 
This means we need to be the best we can at all times. It has 
become essential to understand your customers’ needs, 

wants and expectations in order to guarantee your 
company’s future. 

As consumers, we typically asked our friends 
or family for recommendations in the past, but 
now we have a range of tools and media at 
our disposal to source them. 

When you look at the growth of Feefo, 
Review Centre, TripAdvisor, Facebook 
reviews etc, you can see the way consumers 
are gaining insights to products and services. 

In my opinion, the factors that go into a 
customer’s decision to make a purchase are 
vast and inclusive of the following: 

Face-to-face – This includes visiting a  
store/business, or asking friends, colleagues  
and family members.

Online – Again, this includes asking friends, 
colleagues and family members, but usually via 
social media or email, Messenger, Skype, etc. It also 
includes checking out social media pages for reviews 
and customer comments, reading product reviews 
and blogs on sites such as Which? or Auto Trader and, 
of course, visiting review sites and reading testimonials. 

According to BrightLocal’s Local Consumer Review 
Survey 2019, ‘82 per cent of consumers read online reviews for local 
businesses’ and ‘the average consumer reads 10 reviews before 
feeling able to trust a business’. 

Another key point from this report was: ‘Positive reviews make 
91 per cent of consumers more likely to use a business, while 82 per 
cent will be put off by negative reviews.’ This goes back to my initial 
point that ‘you can never get away from a bad reputation’. 

Moving away from the data, I have a real-life scenario from 
the recent Christmas break. I was at a restaurant waiting 

to have my order taken when I noticed a lady 
approach the bar. She was visibly annoyed and 

went on to complain that she had been waiting 
for quite some time and when her order was 
taken there were minimal options available. 

The way this feedback was handled was 
inappropriate and caused the lady more 
frustration and left her shouting: ‘This place 
is a joke. I’m never eating here again, and I’ll 
be telling everyone never to come here!’ 
True to her word, there was a Facebook 

review and TripAdvisor review that evening 
reprimanding the restaurant and its employees. 

Alongside this, she will have talked about it around 
dinner tables and at parties over the break. 

The way we handle negative/constructive feedback 
is very important, so the next time you get a negative 
review, either face-to-face or online, I would advise 
listening to them and taking your time to respond 
in a diplomatic way. By listening, we are empowered 

to learn from our customers, and by responding 
correctly, we will build trust and create great customer 

experiences. More car buyers than ever before are reading 
online reviews as part of their buying decision, and by doing the 
above you can make your customer feedback one of the best tools in 
your sales and marketing team locker.

‘True to her 
word, there was 

a TripAdvisor 
review that evening 

reprimanding the 
restaurant and its 

employees.’
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YOUR ESSENTIAL GUIDE
TO LARGE ESTATE CARS  

Two out of three dealers believe near-prime 
finance will become more important to 
their businesses if there is a recession 

in 2020, according to new research for Startline 
Motor Finance.

The findings by APD Global for Startline’s ‘The 
Future of Used Car Finance in the UK’ report also 
show that 54.6 per cent expect prime lenders to 
reject an increasing number of applications this 
year in a continuation of a trend they have seen 
during the past 12 months.

Startline chief executive Paul Burgess said: 
‘I recently read a view of 2020 that said, even 
if it isn’t technically a recession, it’ll feel like 
one. There is little question it is going to be 
economically challenging.

‘To some extent, the used car market is a 
counter-cyclical business and tends to do quite 
well in these conditions, but it can only do so with 
the support of motor finance companies. This is 
what will make 2020 so interesting in our sector.

‘Our research shows that dealers already 
perceive prime lenders as reducing their risk 
appetites and that this will continue. 

‘In these circumstances, there is a good chance 
that near-prime lending will come into its own as 
an attractive alternative.’

The poll of senior managers at 57 dealer 
businesses showed that 29.8 per cent of 

Near-prime lending  
‘could come into its
own if recession hits’

De
al

fin
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Mazda6
Tourer

Ford Mondeo
Estate

THE Mondeo Estate’s recently introduced hybrid powertrain uses 
a 2.0-litre petrol engine paired with an electric motor and 1.4kWh 
battery. It uses a CVT gearbox, producing 184bhp, and it’s chosen 
here in the flagship Vignale grade, which features adaptive LED 
headlights and a heated steering wheel. 

Ford is offering a deposit contribution of £1,000, to which the 
customer adds £4,600. This is followed by 36 monthly payments 
of £380.67, which makes the total payable £18,304.12 at the end of 
the three years. 

If the customer chooses to buy their Mondeo Estate, a final 
payment of £13,776 can be made, which means the total spent 
by the customer will be £32,080.12. Thanks to the deposit 
contribution, as well as a zero per cent APR, this works out 
£999.88 cheaper than the £33,080 cash price.

STARTLINE MOTOR FINANCE

Finance.

dealerships already have a near-prime option on 
their lending panel and 80.7 per cent overall see 
near-prime as important or somewhat important 
to their business.

Burgess added: ‘It is interesting to see the speed 
with which near-prime lending has established 
itself in the UK used car market and the value 
that dealers already place upon it. Given market 
conditions, it is reasonable to expect penetration 
to increase this year.’

In addition, 89.3 per cent of dealers say it is 
important for near-prime lenders to have a range 
of products rather than just hire purchase.

by DAVE BROWN
@CarDealerDave

THE Tourer might be the oldest of this trio, but its stylish 
looks, lengthy standard equipment list and enjoyable driving 
experiences make it one of the best large estate cars around. 

Here we’ve chosen it in high-spec Sport Nav+ grade, which 
includes 19-inch alloy wheels and black leather upholstery, along 
with a 181bhp 2.2-litre diesel engine and automatic transmission. 

Mazda is contributing £2,500, with a customer deposit of 
£4,550. After this, they make 36 monthly payments of £470.86, 
totalling £21,500.96 after three years.  

Lower residual values mean the optional final payment, 
should the customer choose to buy the car, is less than the other 
two cars, at £11,202.75. This means the final amount payable is 
£32,703.71 – £291.29 less than the £32,995 cash price, thanks to 
the contribution from Mazda and a 3.8 per cent APR. 
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Cautious optimism as 
dealerships hope for 
stability in 2020

Research by Mini 
shows how cars are 
more affordable
CAR BUYING is far more affordable 
now than it was 60 years ago. 
That’s according to Mini Financial 
Services, which researched the 
evolution of car buying and 
financing from 1959 to today to 
mark its diamond anniversary. 

The data, gathered from 
Mini’s own sales and finance 
information and the Office for 
National Statistics alongside input 
from Auto Trader, shows that on 
average, the retail price of a car 
has fallen from 300 per cent of 
annual UK household disposable 
income in 1959 to less than two-
thirds of that today. 

Phil Kerry, sales and marketing 
director at BMW Group Financial 
Services, said: ‘Over the past 
60 years, how we buy and 
finance Minis has evolved just as 
much as the cars themselves. 

‘Motorists now have more 
choice, and this will only increase 
over the next few decades.’

MOST motor dealers are confident about 
their business prospects going into 2020. 

That’s according to Close Brothers  
Motor Finance’s latest quarterly Dealer 
Satisfaction Survey, which found that 96 per 
cent of those quizzed were upbeat about 
the future, with almost six in 10 (58 per 
cent) ‘very confident’. The proportion of 
those seeing stability as the 
best opportunity for their 
business has jumped to 14 
per cent from seven per cent.

Director of sales Seán 
Kemple, pictured, said: ‘The 
high proportion of dealers 
who say they are confident about the year 
ahead might be the first glimpses of light 
at the end of the tunnel. The possibility of 
political and economic stability, even in the 
short term, is propping up confidence levels. 

‘However, we are not out of the woods 
yet. The potential consequences of Brexit 
continue to keep almost half of dealers 
awake at night.’ The poll of 200 dealerships 
took place between August and October. 

SKODA recently updated its flagship Superb to incorporate new matrix 
LED headlights, safety assists and revised styling. 

Here we’ve chosen the model with the largest diesel engine available 
– a 187bhp 2.0-litre unit mated to a seven-speed DSG automatic 
gearbox – in SE L trim. 

If the customer puts down a deposit of £4,650, Skoda is also 
contributing £2,750. Following this are 35 monthly payments of 
£445.99, which takes the total amount payable at the end of the three-
year contract to £20,259.65. 

Should the customer choose to buy the Superb, a final payment of 
£12,983.40 can be made. This, alongside a £10 option-to-purchase fee, 
makes the final amount £33,253.05. Even with a 3.8 per cent APR, the 
generous deposit contribution makes it £506.95 cheaper to finance 
than the £33,760 cash price.

Skoda Superb 
Estate

SURVEY EVOLUTION
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Forecourt.

FIRST DRIVE

Nissan Juke

‘Heavier steering doesn’t affect the Juke’s 
characteristics around town, as you’re able 
to navigate tighter streets with ease.’

tried sported 19-inch alloy wheels, and they 
manage not to compromise comfort for style too 
much – something many drivers will appreciate. 

How does it look?
The Juke was introduced as something 
outlandish; something to stand out from the 
crowd. Well, depending on who you talked to, 
it either did that very well or was one of the 
ugliest cars around. This new version should be 
less divisive, although there are some aspects 
that are similar to before. The coupe-like roofline 
remains, while the separate LED daytime running 
lights and headlights are also similar to before – 
although their designs are much changed. 

Interior 
Long wheelbase 

helps improve cabin 
space over previous 

model.

What is it?
British drivers love the Nissan Juke. Since it was 
introduced in 2010, almost 300,000 units have 
been delivered to customers on our shores and it’s 
not likely to slow down with this all-new model.

After it originally joined the B-segment SUV 
market with just one other rival, the Juke now 
has more than 20 competitors. But Nissan is 
hoping that the popularity of the Juke continues 
alongside the Qashqai.

What’s new?
Nissan has revamped the design so it’s not as 
bulbous, but it still stands out. It’s larger than 
before too, with Nissan attempting to rectify the 
previous variant’s much-criticised lack of space.

Although the first version did come with some 
technology, this new option has the firm’s latest 
ProPilot assistance systems seen on the Leaf and 
Qashqai, as well as an updated infotainment 
set-up, digital instrument screen and semi-
autonomous driving functions.

What’s under the bonnet?
Nissan only offers the 1.0-litre DIG-T turbocharged 
petrol engine, which develops 116bhp and 
200Nm of torque when in its self-dictated 
‘overboost’ mode. 

It’s offered with the choice of a six-speed 
manual or seven-speed dual-clutch transmission 
– with the manual giving a quicker 0-60mph  
time of 10.2 seconds compared with 10.9  
seconds for the DCT.

Having driven both, we found the manual  
to be the better option for a more involving 
driving experience. 

Although it wasn’t exactly quick with either 
’box, the shift of the manual was rather short 
 and it felt smooth. 

But if you’re after a more relaxed drive, the DCT 
will do just fine – with its selectable Sport mode 
improving the engine’s responsiveness.

With the manual on board, Nissan claims the 
Juke will return 45.6-47.9mpg on the WLTP cycle, 
along with emissions of 112-118g/km CO2. 

The DCT is slightly worse off, with returns of 
44.1-46.3mpg and 110-116g/km CO2.

What’s it like to drive?
This new Juke is much improved in terms of 
driving but still isn’t the most exciting crossover 
to drive. It has rather weighty steering, and 
although there isn’t a lot of feel, it’s easy to place 
on the road. That heavier steering doesn’t affect 
the Juke’s characteristics around town, as you’re 
able to navigate tighter streets with ease.

Visibility is good, while the overall experience 
and refinement is up to a decent level as well 
– although wind noise does enter the cabin at 
higher speeds. The top-end Tekna+ model we 

The latest version of this popular crossover is 
now available in the UK, but will it be as big a 
hit as its predecessor? Jack Healy finds out…
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Model:  Nissan Juke Tekna+
Price (as tested):  £23,895
Engine:  1.0-litre turbocharged petrol
Power:  116bhp
Torque:  200Nm
Max speed:  112mph
0-60mph:  10.2 secs
MPG:  45.6–47.9
Emissions (g/km):  112–118

THE KNOWLEDGE

TARGET BUYERS:
Those wanting a compact crossover with 
stand-out design and good tech.

THE RIVALS:
Skoda Kamiq, Toyota C-HR, Peugeot 2008.

DEAL CLINCHER:
Overall improvement while looks  
are better too.

KEY SELLING POINTS:
1. Good quality.
2. Practical interior.
3. Interesting design.

The face is now in line with the rest of the 
Nissan range, while the back of the car is rather 
simple in comparison. The wheel designs chosen 
are also quite cool, with the 19-inch models on 
the Tekna+ a particular highlight.

What’s it like inside?
One of the main issues with the last Juke was its 
interior space. Nissan has made a concerted effort 
to changing that here, and on the whole, it has, 
with the help of a longer wheelbase.

Nissan has also improved the overall storage 
space, with the boot opening much wider and 
the space itself much bigger at 422 litres – 20 per 
cent larger than before. The quality of the finish is 
much improved as well, with the top-end Tekna+ 
coming with plenty of leather and Alcantara for 
premium edge.

What’s the spec like?
The Juke comes handsomely equipped for its 
£17,395 starting price. It features LED exterior 
lighting, air conditioning, a multi-function 

steering wheel, cruise control 
with speed limiter, intelligent 
emergency braking, traffic sign 
recognition, high beam assist, 
plus intelligent lane warning 
and intervention.

With the top-spec Tekna+, 
buyers get the full choice of 
customisation options for both 
the interior and exterior. There’s 
the choice of two-tone dashboards alongside 
the dual-colour bodywork, with both having 
plenty to choose from too. This top-end model 
also features 19-inch alloy wheels, an eight-inch 
infotainment touchscreen, seven-inch TFT display 
and rear-view camera – with most of those added 
further down the trim levels.

What do the press think?
Top Gear said the new Juke is ‘definitely a vast 
improvement’ while Auto Express said it was 
‘much more practical’ and ‘should offer all the 
space a small family might need’.

What do we think?
Following on from the success of the first 
generation of the Juke, Nissan has set itself up 
for more of the same with this new version. 

Although it may not be the most exciting 
choice of car, this Juke manages to be nicer to 
drive, better in quality and more spacious.

On the whole, Nissan can be proud that this 
Europe-focused model definitely holds a candle 
to its closest market rivals.

Specification 
Improved levels of 
kit make for better 

overall package.

Engine 
Only one available 
– a 1.0-litre turbo 

petrol unit.
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Vauxhall
Corsa

The all-new Vauxhall Corsa has arrived with a lot of expectation on its 
shoulders. Jack Evans gets behind the wheel to see what it’s like.

FIRST DRIVE

   

Model as tested: Vauxhall Corsa  
 Elite Nav Premium
Price: £21,000 (as tested)
Engine: 1.2-litre turbocharged  
 petrol
Power: 99bhp
Torque: 205Nm
Max speed: 121mph
0-60mph: 9.3 seconds
MPG: 47.9-52.3
Emissions (g/km CO2): 96

THE KNOWLEDGE

TARGET BUYERS:
Those who want low running 
costs in a car with lots of style.

THE RIVALS:
Renault Clio, Volkswagen Polo, 
Ford Fiesta, Peugeot 208.

DEAL CLINCHER:
The new Corsa had some big 
shoes to fill, but thanks to 
efficient engines and smart 
packaging, it’s more than 
achieved this.

KEY SELLING POINTS:
1. Good to drive.
2. Sharp style.
3. Three powertrain options: 
petrol, diesel and electric.

What is it?
The Vauxhall Corsa is a household 
name and has, throughout the 
years, come to represent frugal and 
value-for-money motoring at its 
most effective. Now there’s a fifth-
generation Corsa, and it’s the first 
all-new Vauxhall since PSA Group 
took ownership of the company.

It means the hatchback is 
underpinned by a new platform, 
with fresh engines and technology.

What’s new?
As we’ve already mentioned, the 
new Corsa uses a new platform as 
its basis and it’s one shared with  
the Peugeot 208. It means that the 
Corsa offers more space than before 
but crucially, the driver sits lower 
than they would’ve in the older 
model – so that should equate to 
a more involved, sporty feel from 
behind the wheel.

There are engines fresh from 
the PSA playbook too and a new 
multimedia system has been 
incorporated into the car’s interior 
to keep the Corsa in line with rivals.

What’s under the bonnet?
Our test car featured a 1.2-litre 
turbocharged petrol engine under 
the bonnet, sending 99bhp and 
205Nm of torque to the front wheels 
via a six-speed manual gearbox. It’s 
likely to be one of the most popular 
powertrain options, owing both 
to its relatively sprightly 0-60mph 
time of 9.3 seconds and, more 

importantly, its economy figures of 
up to 52.3mpg combined and  
96g/km CO2 output.

A single diesel unit sits in the 
range along with a non-turbocharged 
petrol unit. And of course, this  
is a platform created with 
electrification in mind, which is why 
an all-electric Corsa-e is set to join 
the ranks soon. 

What’s it like to drive?
One of Vauxhall’s engineers told us 
that the previous-generation Corsa 
drove a little ‘like a minivan’, and 
we’d have to agree. It’s why the firm 
has worked hard to improve the 
dynamism of this latest generation 
car and it’s pleasing to report that 
this focus has paid dividends. The 
Corsa steers, corners and rides far 
more favourably than the car it 
replaces, with good levels of grip 
and decent body control. 

How does it look?
The design of the Corsa represents 
a big step forward. It’s not too fussy, 
but not lacking in interest. 

The front end gets the firm’s new 
family ‘face’ – with the Vauxhall 
logo made prominent on the nose – 
while the ‘floating’ contrast roof of 
our test car prevents it from looking 
too top-heavy.

Around the back is where the 
styling is particularly strong with 
cuts to the bodywork giving the 
impression that the car is much 
wider than it actually is.

What’s it like inside?
It’s easy to tell that Vauxhall has 
pushed hard to increase the quality 
of the Corsa’s interior, with soft-
touch materials used for areas such 
as the dash and door cards. There’s 
plenty of visibility up front, too, 
with the wide windscreen and 
relatively slim pillars meaning your 
forward view isn’t too restricted. The 
flat-bottomed steering wheel is a 
good touch and though the heating 
and ventilation controls feel a little 
outdated, they’re simple to use.

There’s a decent amount of boot 
space too. With the rear seats in 
place, there are 309 litres of room to 
play with, rising to 1,118 litres with 
the back seats folded down. For 
context, that’s larger than the Ford 
Fiesta’s 292 and 1,093 respective 
litres. Oh, and for this Corsa, only a 
five-door version will be available.

What’s the spec like?
The new Corsa gets plenty of 
equipment as standard, with our 
£20,350 Elite Nav Premium car 
(£21,000 after options) getting a 
10-inch infotainment system with 
Apple CarPlay and Android Auto as 
well as electronic climate control, 
automatic headlights and 17-inch 
alloy wheels all included in the 
vehicle’s base price.

That said, even base-spec SE 
cars still get CarPlay and Android 
Auto (albeit displayed on a smaller 
seven-inch screen) and 16-inch alloy 
wheels as standard, so opting for an 

entry-level trim level doesn’t mean 
you’ll be doing without some key 
creature comforts, either.

What do the press think?
Parkers described the car as ‘an 
excellent supermini’ while What 
Car? said the new Corsa was ‘a 
competent small car, but not 
outstanding in any area’.

What do we think?
PSA’s ownership of Vauxhall has 
meant that crucial areas of the new 
Corsa – such as the powertrain – 
feel more refined than they ever 
did before. More than anything, 
though, the Corsa drives far more 
convincingly so this latest version is 
likely to go down very well.

Forecourt.
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Feature.

Influencers
Once again, we have gathered a group of automotive big hitters to have their say  
on what the year ahead holds in store. Their views make fascinating reading...

The

How will 2020 unfold for us all? What 
should car dealers be doing to 
prepare for the brave new world of 
a post-Brexit Britain? And with the 

general election out of the way, can we at last 
look forward to some stability in the automotive 
industry before too long?

Those were just a few of the important 
questions we put to our 2019 crop of Automotive 
Influencers as we gathered them all together for 
a slap-up lunch and photoshoot in central London 
at the end of last year. 

Regular readers of Car Dealer Magazine will 
know it’s a function we organise annually, with 

the participants consulted on a wide range of car 
industry issues as we leave the old year behind 
and focus on the future. 

We had several different sectors represented 
once again, with manufacturer bosses, dealer 
chiefs and leading suppliers all taking their place 
around the table.

Shaun Harris
Codeweavers

Page 50

Tony Lewis
West Way Nissan Group

Page 45

Anton
Hanley

The Lead Agency
Page 52

Neil
Smith

Imperial Cars
Page 43
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One final point – Kalyana Sivagnanam was 
succeeded by Andrew Humberstone as managing 
director of Nissan Motor GB at the start of the 
year. Although Sivagnanam was at the helm on 
the day of our photoshoot before Christmas, 
Humberstone completed our questionnaire and 
his answers appear on page 44.

Our influencers 
enjoy lunch 
before the 
photoshoot 

Le Etta Pearce
Dealer Auction

Page 46

Tim Smith
Black Horse

Page 53

Jeremy Thomson
Mazda Motors UK

Page 40

Vincent
Tourette

Groupe Renault
Page 41

David
Peel

Peugeot UK
Page 42

Kalyana 
Sivagnanam

Nissan Motor GB
Successor Andrew 

Humberstone appears 
on page 44

Phill
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eBay Motors Group
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Our industry will continue to be 
challenging – so we all need to be 
able to evolve and adapt quickly.

‘The next generation of car buyers will judge us and our business very differently.’

Feature.

Jeremy
Thomson

the brand. That’s what customers want to see and 
what they ultimately will pay for.

Is there anything in particular dealers should  
be worrying about?
The average new car buyer is middle-to-older-
aged. The next generation of car buyers have very, 
very different attitudes and expectations and 
will judge us and our business very differently – 
prepare for that.

If you had a piece of advice to offer the readers 
of Car Dealer Magazine, what would it be?
Keep subscribing – the industry needs to evolve 
and adapt quickly and that will be easier for all 
of us if we are all, literally and metaphorically, on 
the same page.

How was 2019 for you in business?
Actually very positive! We won Manufacturer  
of the Year in the Car Dealer Power survey and 
will achieve our volume target and exceed last 
year’s volume.

With the general election out of the way, do 
you think there will now be some much-needed 
stability in the automotive industry?
No – I think the industry will continue to be 
challenging for a variety of reasons, as the 
automotive sector continues to adapt to legislative 
requirements, changing consumer needs and the 
evolution of traditional retail models. But a little 
more stability would be welcome.

Do you think the result will prove helpful to  
the automotive industry in the UK during 2020 
and beyond?
Yes – I think consumer confidence will slowly 
return and in the case of Mazda UK (an importer 
from Japan) we have immediately seen positive 
exchange rate movement.

What awaits us after Brexit?
Hopefully a focus on the many other priorities 
for the UK – which, for the auto sector, include 
investment in infrastructure, including roads 
which have deteriorated hugely.

What are you most excited about as 2020  
gets under way?
We have just seen the launch of breakthrough, 
unique technology – the Skyactiv-X engine range 
– plus all-new models such as the CX-30 and the 
announcement of our first BEV, so 2020 is an 
opportunity to capitalise on that.

If you were able to have one wish granted  
in relation to your work in the automotive  
sector, what would it be?
A knighthood.

What should dealers be focusing on to enjoy a 
prosperous and successful 2020?
Put the customer first. Always. And represent the 
brand you sell as though you were the owner of 

MAZDA MOTORS UK

Mini CV
Jeremy Thomson, managing  
director, Mazda Motors UK.

Lives: Tunbridge Wells.
Drives: Mazda6 and one of the first  
CX-30 SUVs to arrive in the UK.
Family: Wife and two cats.
Education: BSc in psychology.

Career: 1989-2001: Various sales,  
service and marketing roles in Ford  
Motor Company.
2001-2008: Fleet director, marketing 
director, sales director at Mazda UK.
2008-present: MD, Mazda UK.

A break in early 2020 – would you go for a 
skiing holiday or a faraway beach break?
Beach, definitely! One with no mobile 
reception.
We’re getting the drinks in – what’s your 
poison? A Negroni, please. Cheers!
You’ve had a £50k windfall to spend on a 
car – what would you go for? I would buy  
a couple of MX-5s – one for the road and 
one for the track.
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A plea for stability to restore 
consumer confidence as another 
challenging year lies ahead.

‘Dealers will need to master the wide choice of new technologies on offer.’

Vincent
Tourette

hard Brexit would mean the acceleration of the 
deterioration of our industry after 2020.
 
What are you most excited about right now?
All-New Clio has recently arrived in the UK and 
has been received excellently. This model signals 
a complete refresh of our B-segment offering, 
with the All-New Captur SUV and our New Zoe 
all-electric supermini arriving with dealers in 
Q1. This trio signals a new era of Renault cars, 
attracting buyers not just for their attractive 
design but also a huge leap in quality, safety and 
technology – which we have reinforced with our 
new five-year/100,000-mile warranty. With a 
market-leading amount of experience in retailing 
EVs, 2020 will see us launch our innovative 
E-TECH Hybrid and Plug-in Hybrid models, which 
will bring us to new customers. 
 
If you were able to have one wish granted,  
what would it be?
Continued further improvements to the UK 
charging infrastructure could improve consumer 
confidence in electric vehicles.

How was 2019 for you in business?
In 2019, we increased our group volumes across 
Renault cars and LCV, Dacia and Alpine by 6.2 
per cent with 108,530 registrations. This was 
achieved despite a challenging marketplace. It’s a 
real credit to the efforts of our network that we’ve 
seen growth in a declining market.

As a pioneer in electric vehicles, with almost 
a decade of experience retailing them, we have 
benefited from the increased demand for EVs, as 
our well-established supply chains have allowed 
us to deliver all-electric cars and vans with lead 
times comparable to traditional engine variants.

Meanwhile, the consumer appetite for used EVs, 
and a good supply of pre-owned all-electric Zoes, 
has been good news for dealers. Dacia continues 
to be a great success story and its popularity saw 
registrations up 28 per cent versus 2018.

Towards the end of the year, we announced 
our new five-year warranty on all Renault cars, 
which will give customers and dealers alike real 
confidence in our products. Our fifth-generation 
Clio was launched with a new advertising 
campaign that has seen incredible public reaction, 
with over three million YouTube views and even 
making it on to BBC News. 
 
With the general election out of the way, do you 
think there will now be some stability?
After three years of total uncertainty, we 
desperately need stability to restore consumer 
confidence. Consumers, and business customers, 
have held off making vehicle-purchasing 
decisions, almost creating a pent-up demand.
 
Do you think the result will prove helpful?
Things have progressed in the last weeks but a 
lot remains to be decided and clarified in the 
next months, which will make 2020 another very 
challenging year due to uncertainty.
 
What awaits us after Brexit?
We would hope a smooth transition to stable, 
certain and favourable trading conditions. As 
it is, Brexit will mean a lot of preparation and 
anticipation for the whole UK economy to 
adapt to these new market conditions. And a 

What should dealers be focusing on?
Customer experience is key. In a challenging 
market, with new technologies arriving all the 
time, expectations are higher than ever and 
changing, so rapidly adapting to customer 
expectations has never been more important. 
 
Is there anything in particular dealers should  
be worrying about?
Dealers who do not deliver an excellent customer 
experience and/or do not adapt to the new 
technologies on offer will find it difficult. 
Increasing consumer appetite for low-emission 
vehicles means that dealers will need to master 
the wide choice of new technologies on offer, as 
well as recognise new sales opportunities.
 
If you had a piece of advice to offer the readers 
of Car Dealer Magazine, what would it be?
We’ve been through quite a period of uncertainty, 
with perhaps more to come, so ensuring that our 
teams and customers are happy and want to stay 
with us is more important than ever. And if you 
haven’t already… test-drive our All-New Clio!

GROUPE RENAULT

Mini CV
Vincent Tourette, managing director, Groupe 
Renault UK, Ireland, Malta & Cyprus.
Lives: London.
Drives: Megane R.S. Trophy.
Family: Wife and two teenage children.
Education: Business school in France and 
London Business School.
 
Career: I have worked for the Renault-Nissan 
Alliance for 25 years, starting as a salesman in 
France (Dijon). From 2014 to 2017, I was with 
Nissan, based in Tokyo, as vice-president of 
sales and marketing, with global  
responsibility for the LCV range. Previously, 

I held a variety of commercial roles with 
Groupe Renault in seven different countries.  

A break in early 2020 – would you go for a  
skiing holiday or a faraway beach break?
Skiing holiday with my family.
We’re getting the drinks in – what’s your 
poison?
I’ve spent a lot of time living in Burgundy, so…
You’ve had a £50k windfall to spend on a car – 
what would you go for?
Too easy. One of Autocar’s ‘Best Cars of the 
Decade’ – a blue Alpine A110S with optional 
carbon roof.
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Dealers must continue to adapt 
and prepare for the arrival of 
electrified vehicles in volume.

‘2020 will be a very exciting year for our brand – we are introducing 12 new models!’

Feature.

David
Peel

need for government to maintain long-term clear 
incentives on fully electric vehicles as well as 
support the purchase of plug-in hybrids through 
grants and 0 per cent VAT. There also needs to 
be clear support to help accelerate investment to 
grow the electrified infrastructure as well as make 
it as easy as possible for customers to charge – 
easier than it is today to refuel. We also need 
clear communication on the benefits of driving a 
diesel vehicle and to quash the myth that modern 
diesel cars are dirty oil-burners.

What should dealers be focusing on to enjoy  
a prosperous and successful 2020?
With the introduction of fully electric cars and 
plug-in hybrids, the dealer model is evolving 
quicker than ever. Traditionally, a dealer would 
target 100 per cent overhead absorption, using 
aftersales profits to cover a site’s running costs. 
This has become much more difficult, and for 
2020 the focus of the Peugeot network is to open 
minds to new evolving profit pools, focusing 
on aftersales not only from the nought-to-three-
year-old parc but also older vehicles, as well as 
maximising new opportunities from connected 
vehicles, autonomous systems and car sharing. 
Used cars are also an important contributor. 

How was 2019 for your business?
At Peugeot UK, 2019 was another successful year 
despite the uncertainties of Brexit and a fragile 
economy. During 2019, Peugeot increased its 
market share, significantly improved its levels of 
customer satisfaction and improved profitability. 
2019 was also the year of energy transition for the 
Peugeot network, and as we enter 2020 all Peugeot 
retailers are ready with the right infrastructure to 
manage our wave of new electric vehicles. 

With the election out of the way, do you think 
there will now be some much-needed stability?
Until our exit from the European Union is 
concluded, the industry is still facing the 
challenges of an unpredictable forex, uncertainty 
over potential tariffs and the potential cost impact 
of this on the UK consumer.

Do you think the result will prove helpful to the 
automotive industry during 2020 and beyond?
Only time will tell, as a hard exit from the EU 
and the introduction of tariffs would have a 
hugely negative impact on the industry. If the 
government agrees a soft exit, then I truly believe 
this will help regain stability.

What awaits us after Brexit?
Hopefully a soft and organised exit that will 
support the UK automotive industry. From a 
Peugeot perspective, we are extremely optimistic 
as 2020 will be a very exciting year, with the 
brand introducing 12 new models!

What are you most excited about?
Twelve new models in our range! At Peugeot, 
we will introduce both plug-in hybrid and fully 
electric vehicles this year, with a consumer 
message of ‘The Power of Choice’. Peugeot 
will offer an electrified powertrain on every 
model, including LCVs, by 2023. Simply put, the 
customer will be able to choose their Peugeot then 
select their powertrain across the entire range.

If you were to have one wish, what would it be?
Wow – that’s a question! Probably top of my list 
would be to raise the fact that there is an urgent 

Is there anything dealers should worry about?
Yes – two key points – firstly, to ensure they 
understand, and are prepared for, the new CAFE 
2020 legislation and the impact this has on their 
business. Secondly, doing what they have always 
done is a very dangerous road that will lead to 
failure. All manufacturers, I am sure, will be 
guiding their networks to operate differently, to 
embrace change and identify the new profit pools 
that are rapidly emerging. 

If you had a piece of advice to offer the readers 
of Car Dealer Magazine, what would it be?
Every business needs to continue to adapt. 
General retailers must continue to make the 
customer experience more digital, enjoyable 
and efficient. Motor retailers in 2020 need to 
find ways to replicate this type of omni-channel 
customer journey, as well as prepare for the 
presence of electrified vehicles in volume. 
Remember that the customer is king (or queen!). 
They want a reliable mobility solution from a 
brand that is trustworthy, operates with integrity 
and delivers great customer satisfaction. Retailers 
who truly manage the detail of their businesses 
every day, by putting themselves in the 
customer’s shoes, will always prosper.

PEUGEOT UK

Mini CV
David Peel, managing director,  
Peugeot Motor Company.
Lives: Kenilworth, Warwickshire.
Career: Peugeot Motor Company managing 
director, 2016-present; Robins and Day CEO, 
2009-2016; Peugeot Motor Company fleet 
director, 2009; Peugeot Motor Company 
regional director, 2006-2009; Robins &  
Day/Evans Halshaw dealer principal,  
1991-2006.

Drives: Peugeot 3008 GT Hybrid4.

A break in early 2020 – would you go for a  
skiing holiday or a faraway beach break?
Skiing every time.
We’re getting the drinks in – what’s your 
poison? Nice glass of wine.
You’ve had a £50k windfall to spend on  
a car – what would you go for?
Deposit on the first-ever Peugeot E-Legend.
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The used car market may be a 
beneficiary of Brexit but a lot 
hinges on trade negotiations.

‘I would like to see the mainstream media and government get behind our industry.’ 

Neil
Smith

If you were able to have one wish granted in 
relation to your work, what would it be?
In 2020, I would like to see the mainstream media 
and government really get behind our industry. 
During the past few years, the UK automotive 
industry has taken some heavy criticism. The 
government has contributed to this negativity in 
relation to the misinformation surrounding diesel 
vehicles. We all recognise the need to produce 
and sell ‘greener’ vehicles; however, this needs to 
be tempered with a realistic view rather than a 
‘scaremongering’ approach most often adopted by 
the mainstream media.
 
What should dealers be focusing on to enjoy  
a prosperous and successful 2020?
Dealers should be focused on their own business, 
ensuring they are providing the best customer 
service, best product and the best value for money 
as this is what they have influence over. They 

How was 2019 for you in business?
Imperial Cars saw a significant upturn in volume 
(units sold) which outstripped our expansion. 
Having added four Imperial showrooms during 
the year, bringing the total to 16 across the UK, 
we saw an increase in volume of 33 per cent. 
However, margins were squeezed throughout the 
year due to a highly competitive market.
 
With the election out of the way, do you think 
there will now be some much-needed stability?
It’s clear that consumer confidence over the past 
three to four years has flatlined in the face of 
Brexit and election uncertainty. Hopefully, now 
the election is out of the way, we will start to see 
an increase in consumer confidence – providing 
some stability in the automotive industry.
 
Do you think the result will prove helpful to the 
automotive industry in the UK?
This remains to be seen. We’re still in the early 
days of a new government and right now I would 
not want to make any predictions as to how 
this will affect the UK motor industry. For me, it 
will be about consumer confidence and how we 
as retailers maximise the opportunities we are 
presented with.
 
What awaits us after Brexit?
Watch this space! A great deal will hinge on trade 
negotiations and how the results of these affect 
UK consumer confidence. For Imperial, as a used 
car retailer, if the results of these negotiations are 
import tariffs on new vehicles, then used vehicles 
are likely to look a more competitive option 
for a period of time. Allied with an increase in 
consumer confidence and the resulting increased 
propensity to commit to a purchase, the UK used 
vehicle market may well prosper after Brexit.
 
What are you most excited about as 2020 starts?
Omnichannel retailing, allowing the consumer 
to purchase their vehicle as they would like. Fully 
online with ‘deliver to home’; blended online/
instore – order online, collect instore; fully 
instore. Whoever cracks this in the used car sector 
will steal a march on the competition.

should also keep abreast of elements they don’t 
have direct influence over, such as the micro/
macro environment, and ensure they are able to 
react quickly to changes in the economy that may 
impact on consumer confidence or legislation.
 
Is there anything in particular dealers should  
be worrying about?
Not necessarily anything to worry about but 
certainly areas to keep close to. What will be 
the impact of the new FCA regulations due out 
later this quarter/early second quarter? How will 
the ongoing Brexit negotiations impact on the 
economy and consumer confidence?
 
If you had a piece of advice to offer the readers 
of Car Dealer Magazine, what would it be?
Just make sure that everything you have a direct 
influence over within your business has the 
highest level of focus possible.

IMPERIAL CARS

Mini CV
Neil Smith, operations director, Imperial Cars.
Lives: Southampton.
Drives: Jaguar XF.
Family: Partner and two children.
Education: Marketing diploma.
Career: 25 years in the print industry, 10 years 
in the automotive industry, used car-specific.
 
A break in early 2020 – would you go for 

a skiing holiday or a faraway beach break? 
Beach break. If I’m going to leave what is 
essentially a cold country, I want to be going 
to a warm one!
We’re getting the drinks in – what’s your 
poison? Pint of lager (and a packet of crisps).
You’ve had a £50k windfall to spend on a car – 
what would you go for? Jaguar F-Type. (Used, 
obviously, if only £50k!)
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Excitement at a new job for the 
new year – and good news on 
products in tune with the times.

‘There’s no secret to success – look after your customers and your business will fly.’

Feature.

Andrew
Humberstone

If you were able to have one wish granted in 
relation to your work in the automotive sector, 
what would it be?
Obviously, I’d love a crystal ball to see how the 
market will develop this year, but I’m confident 
that we will see positive trends. Crossover 
demand remains strong and is a market Nissan 
is particularly well placed for, with new Juke, 
Qashqai and X-Trail. The other big trend, of 
course, is the rising popularity of electric cars and 
here, too, we are uniquely well placed. We have 
recently increased the UK supply of our most 
popular Leaf models and are able to deliver our 
electric vehicles to customers within weeks – not 
something many manufacturers can promise. 

What should dealers be focusing on to enjoy  
a prosperous and successful 2020?
There’s no secret here and you should get 
the same answer every year: look after your 
customers and your business will fly. We know 
that customers who enjoy a great car-buying 
experience will come back again and again to the 
same dealer for their sales and servicing needs in 
the future. Building long-term partnerships with 
people is far more important than quick wins 
and short-term thinking. Our customers should 
always be our number-one focus. And to assist 
this, we will be continuing our programme to 
enthuse and engage our dealer teams by exposing 
them to the Nissan brand, from factory tours for 
all new starters to driving days at Silverstone for 
service receptionists through to sales execs.

How was 2019 for you in business?
The automotive industry faced a number of 
challenges last year and it’s fair to say that market 
uncertainty did affect business and consumer 
confidence throughout the year. 

However, within this challenging environment, 
through a sustained focus on driving network 
volume, we managed to increase our share of the 
private market. 

Looking ahead, Nissan is very well aligned to 
growth segments and customer demands, thanks 
to our strong crossover products – Qashqai and 
the new Juke – plus our electric vehicles Leaf and 
e-NV200, both with proven track records and now 
with good UK supply.

With the election out of the way, do you think 
there will now be some much-needed stability 
– and will the result prove helpful to the 
automotive industry?
For us, it’s business as usual. We will work very 
hard in partnership with our network and our 
focus is, as ever, on delivering great customer 
service, continuing to drive dealer volume and, 
importantly, dealer profitability. As long as we 
continue to provide leading products to our 
customers, with great customer service, we will 
all enjoy success. 

What awaits us after Brexit?
What’s important for us is to remain focused 
on our products and services that we deliver to 
our customers. With the arrival of new Juke in 
showrooms and more exciting products on the 
way, we can be optimistic about the opportunities 
that lie ahead. 

What are you most excited about as 2020  
gets under way?
Well, for me, the new year has started with a new 
job, so that’s already pretty exciting! It’s great to 
be working back in the UK and with Nissan in 
particular, as it has lots of good news on products 
that are perfectly in tune with the times. With the 
arrival of the fantastic new Juke, timing could not 
be better, and knowing what is just around the 
corner, I’m very optimistic about our future.

Is there anything in particular dealers should  
be worrying about?
Like everyone, we are looking very closely at 
challenges that CAFE presents. With the very 
positive momentum, and healthy forward supply 
of both Leaf and e-NV200, I’m confident we will 
meet our requirements in this area.

If you had a piece of advice to offer the readers 
of Car Dealer Magazine, what would it be?
You never get a second chance to make a first 
impression. Customers know that, and in today’s 
marketplace, where customers have already done 
all their research before they arrive at your door, 
there’s no excuse for poor service – the customer 
will simply go elsewhere. However, get the basics 
right and create that all-important good first 
impression and you can reap the rewards of  
long-term customer loyalty.

NISSAN MOTOR GB

Mini CV
Andrew Humberstone, managing director, 
Nissan Motor GB.
Lives: Sunningdale, Surrey.
Drives: Nissan Leaf.
Family: Wife and three teenagers. 
Education: Anglia Ruskin University and 
London School of Economics.
Career: Al Tayer Group, Fiat Chrysler 
Automobiles, El Seif, Nissan.

A break in early 2020 – would you go for a 
skiing holiday or a faraway beach break?
Skiing. 
We’re getting the drinks in – what’s your 
poison?
Red wine.
You’ve had a £50k windfall to spend on a 
car – what would you go for?
A 62kW electric Leaf along with a fully 
installed home V2G system including solar 
panels, which could save me up to £570 on 
my household energy bills.
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Political turmoil might have eased 
for the time being, but we are 
entering a period of rapid change.

‘From a new and used vehicle sales perspective, we had a very solid year.’

Tony
Lewis

fully electric London taxi and e-NV200 CV 
opportunities. We are also refining our customer 
digital journey and distance sales process, which 
is going to be an exciting development this year.
 
If you were able to have one wish granted in 
relation to your work, what would it be?
A level playing field.

What should dealers be focusing on to enjoy a 
prosperous and successful 2020?
Their customers old and new and maximising the 
satisfaction and quality relationships with both. 
In addition, controlling costs and maximising 
every opportunity. It’s more important than ever 
to be best in class across the KPIs to ensure true 
value for every pound invested in marketing and 
managing customer relationships.

Is there anything dealers should worry about?

How was 2019 for you in business?
From a new and used vehicle sales perspective, 
we had a very solid year, consolidating the past 
three years of continual growth and ensuring 
additional improvements in targeted sales 
channels such as private retail sales and used 
cars, while maintaining our better-than-network 
average in key business areas. We grew service 
hours and parts sales and piloted completely 
paperless aftersales processes, which we hope 
to implement fully in 2020. Our performance in 
2018/19 was recognised with a ‘Global Dealer 
Award’ from Nissan HQ in the year and ‘Best 
Large Dealer Group’ in the NMGB Dealer of the 
Year Awards, which was great recognition for all 
West Way employees.
 
With the election out of the way, do you think 
there will now be some much-needed stability?
I think change is something that we will 
continue to face, regardless of the wider political 
environment. Customer tastes and expectations 
change and we have to respond to meet them. 
And obviously technology is continuing to evolve, 
with new autonomous and driver assistance 
technologies coming into the mainstream.
 
Do you think the result will prove helpful?
Any stability and clarity will clearly help from 
a dealer perspective, anything that can give 
consumers long-term confidence will help, and 
obviously any financial windfall from the likes of 
taxation and NI changes could prove helpful.
 
What awaits us after Brexit?
Whatever awaits, given the relative size of West 
Way, we need to focus on our business and 
prepare ourselves for any potential outcomes. We 
have already made significant enhancements to 
our processes and the structure of our team to 
ensure we are efficient, adaptable and responsive 
to the needs of the market and our sites.

What are you most excited about right now? 
A full-year impact of the new Nissan Juke, which 
is a fabulous car, further consolidation of Nissan’s 
electrification of its range, especially the emerging 

New entrants and their impact on customer 
behaviour is something to be aware of for now – 
not yet worrying but prepare to adapt to any shift 
in buying trends they might cause. Compliance  
in all its forms is, of course, an area where 
everyone should have robust controls, processes 
and strong management.
 
If you had a piece of advice to offer the readers 
of Car Dealer Magazine, what would it be?
If they haven’t already done so, they should start 
to look at what the market and horizon looks 
like five years out. We are entering the most 
rapid period of change, and the landscape in 
terms of technology, digitisation of the customer 
journey, the drivetrain mix, the impact on 
traditional revenue streams, associated real estate 
requirements and the impact on staff and roles 
within the business are all due for change – many 
would say about time.

WEST WAY NISSAN GROUP

Mini CV
Tony Lewis, managing director, West Way 
Nissan Group.
Lives: Claverdon, Warwickshire.
Drives: Nissan Qashqai for work and various 
motorcycles for pleasure.
Family: Married with three children.
Education: BSc (Hons).
Career: After graduation – Royal Military 
Academy Sandhurst, army officer; Ford Motor 
Company (various roles); sales and marketing 
director, LDV; corporate director and 
European LCV manager, Nissan; director for 
Northern Europe, Infiniti; GM for independent 

markets, Nissan Europe; brand director, 
Jardine VW, Seat, Skoda; sales director, Nissan 
Motor GB; managing director, West Way.
  
A break in early 2020 – would you go for 
a skiing holiday or a faraway beach break? 
Definitely skiing, which I do every year.
We’re getting the drinks in – what’s your 
poison? Gin and tonic please.
You’ve had a £50k windfall to spend on a car – 
what would you go for? A quality used Nissan 
GTR from West Way or… a used Aston Martin 
Vantage.
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Dealer Auction is evolving in an 
exciting way – and a very positive  
2020 is in store for our customers. 

‘We know consumers respond positively to dealers simplifying the buying journey.’

Feature.

Le Etta
Pearce

What should dealers be focusing on to enjoy a 
prosperous and successful 2020?
The consumer. Consumer behaviour continues 
to change, so to win, dealers need to change 
with it. They want greater control, transparency 
and a seamless experience. We know consumers 
respond positively to dealers simplifying the 
buying journey.

Is there anything in particular dealers  
should be worrying about?
Much will happen in 2020 that is outside of our 

How was 2019 for you in business?
Despite the tough marketplace in 2019, we 
continued to grow our customer base and 
transaction numbers. In our first year of the joint 
venture, we have worked on bringing the teams, 
technology and proposition together for the ‘new’ 
Dealer Auction.

With the general election out of the way, do 
you think there will now be some much-needed 
stability in the automotive industry?
I believe so, yes. The general election delivered  
a result that will provide more direction and 
clarity for businesses and consumers alike.  
Stock market valuations increased and  
consumer confidence rose post-election, so  
the signs are encouraging.

Do you think the result will prove helpful to  
the automotive industry in the UK during  
2020 and beyond?
The crippling effect of uncertainty has been so 
damaging to the automotive sector in the past 
few years. The result delivers a clear mandate for 
the government to get Brexit done. We can hope 
for a favourable deal for the industry, but at the 
very least we’ll be able to move forward.   

What awaits us after Brexit?
The future.  

What are you most excited about as 2020  
gets under way?
The evolution of Dealer Auction. We’re launching 
this month and have been working with 
customers to create the new platform. We’ve 
had some great feedback and new ideas that 
we’re implementing right now. We’ll ensure our 
customers can take advantage of the new  
features so they are ready to capitalise on a  
more positive 2020. 

If you were able to have one wish granted in 
relation to your work in the automotive sector, 
what would it be?
Economic stability. Dealers deserve the chance to 
do what they do best – buy and sell cars.

control. Anticipate, prepare but don’t ‘worry’ 
about these things – you can’t change them.  
Resisting change takes more effort and energy, so 
don’t. Be agile, ready to adapt and be prepared to 
try a different strategy.

If you had a piece of advice to offer the readers 
of Car Dealer Magazine, what would it be?
Embrace change, run towards it, eyes wide open.  
It’s a digital, consumer-driven marketplace these 
days. We can’t play by the old rules; the game  
has changed.

DEALER AUCTION

Mini CV
Le Etta Pearce, CEO, Dealer Auction. 
Lives: Manchester.
Drives: Volvo XC90.
Family: Husband and 10-year-old son.
Education: BA (Hons) in advertising,  
marketing and media.
Career: Telecommunications, fashion  
and automotive… and still automotive  
over 20 years later.

A break in early 2020 – would you go for a 
skiing holiday or a faraway beach break?
Snowboarding all the way!
We’re getting the drinks in – what’s your 
poison? Oh, I love a cocktail!
You’ve had a £50k windfall to spend on a car – 
what would you go for?
I love my car so I would keep it and spend the 
money on a horsebox!

Sell faster. 
Buy smarter.
Simple,
straightforward
and online.

Register online today and get your first month free.

Making vehicle sales 
faster, easier and 
more convenient for 
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After a transformative year in 
business, let’s hope the UK is 
easier to trade with after Brexit.

‘Spend more time with consumers. They have a perspective that will shape our industry.’

Feature.

Phill
Jones

If you were able to have one wish granted in 
relation to your work in the automotive sector, 
what would it be?
Be more open to change. My biggest frustration 
is to see resistance to change and assuming that 
current practices are the only way. To take just 
one example, integrated finance solutions which 
allow consumers to agree a tailored deal on a 
dealer website – this should be the norm, not  
the exception.

What should dealers be focusing on to enjoy a 
prosperous and successful 2020?
As ever, they should focus on customers and 
think hard about how they want to buy. By the 
time they arrive at the dealership, the consumer 
will have spent hours online researching and 
will have many different needs and questions. Be 
sensitive to these wants and don’t force them into 
a rigid sales process.

Is there anything in particular dealers should be 
worrying about?

How was 2019 for you in business?
We had a transformative year following the 
acquisition of Motors.co.uk by eBay in February.  
In addition to navigating the practicalities of 
integration, we have undertaken a huge amount 
of work to enable the launch of the eBay Motors 
Group in December 2019. I am indebted to our 
teams who helped our businesses grow, despite 
the distraction of the acquisition.

With the general election out of the way, do 
you think there will now be some much-needed 
stability in the automotive industry?
I think stability is a nice aspiration! We’re in 
an industry that is undergoing huge change, so 
unfortunately I don’t think there will be much 
time to take a breath! I am sure that there is pent-
up demand in 2020, though much will depend 
on the progress of the Brexit trade talks.  

Do you think the result will prove helpful to the 
automotive industry in the UK?
The British automotive industry is hugely 
important, not only to our economy but also 
Europe’s. As such, I do believe that there will be 
significant political interest in helping to protect 
our industry, although I think there is a lot of 
work to do before we have full clarity.

What awaits us after Brexit?
I believe in free trade and open markets, so 
personally I hope that this means we become 
easier to trade with. For automotive retail, I hope 
that the government is able to take quick action 
to revitalise consumer confidence. So many 
businesses have suffered from decision-making 
being delayed because of Brexit. I would love that 
log-jam to fall away. 

What are you most excited about as 2020  
gets under way?
The launch of the eBay Motors Group! We  
have a unique opportunity to help dealers sell 
cars and reduce their advertising costs with the 
reach of our network across eBay Motors,  
Motors.co.uk, Gumtree Motors and our other 
strategic partnerships.

Preparing for electrification. Consumer demand 
is growing quickly, with 10 per cent of consumers 
saying they will buy an electric car next time they 
are in market. Few dealerships are ready in terms 
of employee education and manufacturers have 
been too slow to provide the product.

If you had a piece of advice to offer the readers 
of Car Dealer Magazine, what would it be?
Spend more time with consumers. They have 
a perspective that will shape our industry. Too 
often, we try to solve our own problems and not 
the consumer’s.  

EBAY MOTORS GROUP

Mini CV
Phill Jones, head of eBay Motors Group.
Lives: Birdlip, Gloucestershire. 
Drives: Lexus IS300h.
Family: Married with three kids and a dog.
Education: Kirkley High School, Lowestoft, 
and University of Oxford.
Career: Trained as a chartered accountant, 
specialising in corporate finance. Joined 
Motors.co.uk in 2010.

A break in early 2020 – would you go for a 
skiing holiday or a faraway beach break?
Family skiing holiday, assuming someone 
else is paying!
We’re getting the drinks in – what’s  
your poison?
Orange Wheat Beer from Green Jack 
Brewery. My favourite beer, from my local 
brewery growing up in Lowestoft.
You’ve had a £50k windfall to spend on a 
car – what would you go for?
First, I would go to Motors.co.uk…

Seen.  
Sold.  
Simple.
Discover the new way  
to reach millions  
of buyers.

eBay Motors Group (eMG) is the new  
dealer-facing brand that brings together eBay 
Motors, Gumtree Motors, Motors.co.uk and the 
eMG partner network brands, to help dealers of 
all sizes reach buyers throughout their journey.  
It’s the digitally smarter way to advertise that’s 
in tune with how people buy vehicles today. 

e: info@ebaymotorsgroup.co.uk

eBay Motors Group UK

@ebaymotorsgroup
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An end to crippling uncertainty, a 
clear direction of travel... and why 
it should be ‘retailers’ not ‘dealers’.

‘Make sure you put down some real estate in the online e-commerce space.’

Feature.

Shaun
Harris

Great question! The obvious one would be more 
hours in the day, but I’d also take retailers being 
as good as they possibly can at following up 
leads and inquiries. We are still a long way from 
perfection as an industry.

What should dealers be focusing on to enjoy a 
prosperous and successful 2020?
Make sure you put down some real estate in the 
online e-commerce space. Even if it’s a slow burn 
it will quickly get to 10 per cent of unit sales. On 
top of that, look after the basics of being a great 
retailer, and start by using the word ‘retailer’ – 
not ‘dealer’ – internally to promote the message. 
(Sorry, Car Dealer!) 

How was 2019 for you in business?
It was an exciting year. We had some challenging 
projects from our corporate customers to stretch 
the brain cells, especially in the e-retail arena. We 
spent time on the challenge of getting physical 
new car stock greater online exposure for retailers, 
which we hope will solve a problem in 2020. It 
was also the year where we moved abroad for 
the first time, with services launched in Ireland, 
France, Austria, Portugal and Spain for two of 
our manufacturer partners, as well as retailer and 
lender solutions in Ireland.

With the general election out of the way, do 
you think there will now be some much-needed 
stability in the automotive industry?
Hopefully, yes. The uncertainty was crippling and 
whether you voted to remain or leave at least we 
now have a direction of travel.

Do you think the result will prove helpful?
Hopefully, we will get an injection of enthusiasm 
into the economy as the gridlock is broken and 
the roadmap looks a little clearer for people. This 
should lead to a bit more consumer confidence in 
the short term. 

What awaits us after Brexit?
A lot depends on the outcome of the trade 
discussions throughout 2020. I think with a large 
working majority the negotiating position is 
now stronger from the UK side, so with trust and 
understanding on both sides we should have a 
favourable free trade agreement to minimise the 
impact of exiting the single market and customs 
union arrangements.

What are you most excited about as 2020 
gets under way?
The continuing development of e-retail, 
investigating usership alongside ownership 
models, fixing the issue of the increasing physical 
new car parc, and seeing more and more creative 
solutions from retailers using our API warehouse.

If you were able to have one work-related wish 
granted, what would it be?

Is there anything in particular dealers  
should be worrying about?
Retailers (see what I did there?) thinking of 
moving into multi-channel sales might  
consider fixed pricing rather than promoting 
negotiation. It’s worth reviewing and  
considering whether that’s the way forward for 
them. Also, don’t ignore the FCA consultation 
in the spring. Change is coming and finance 
commissions may be limited but it also  
creates opportunity.

If you had a piece of advice to offer the readers 
of Car Dealer Magazine, what would it be?
Lobby them to change the name!

CODEWEAVERS

Mini CV
Shaun Harris, commercial director, 
Codeweavers.
Lives: Parkgate, Cheshire.
Drives: Mercedes C-Class.
Family: Three kids, two chows and a  
grumpy terrier.
Education: Degree.
Career: Various automotive roles apart from 
eight years in the ATM industry mid-career.

A break in early 2020 – would you go for a 

skiing holiday or a faraway beach break?
It’s got to be the beach. 
We’re getting the drinks in – what’s your 
poison? A quiet drink would be a nice Rioja; 
a lively drink a southern Mediterranean lager 
such as a Birra Moretti or San Miguel.
You’ve got £50k to spend on a car – what 
would you go for? Something worth £20k! The 
depreciation on a £50k car doing the mileage 
I do means I avoid going mad. One day when 
I’m not doing so many miles maybe an F-Type.

PUT YOUR 
FOOT DOWN 
FOR FASTER 
PROMOTIONS

Find out more at 
codeweavers.net/products/promotions

Codeweavers Promotions helps you turn round promotions 
more quickly, attract more customers and shift more stock.
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We live in a world of constant 
change and challenge – dealers 
will win through and succeed.

‘Dealers should focus on the customer and provide excellent customer service.’

Feature.

Anton
Hanley

be worrying about at the moment, do you think?
Dealers who live and breathe their industry know 
the challenges that are on the horizon and, as 
usual, they will weather them and succeed.
 
If you had a piece of advice to offer the readers 
of Car Dealer Magazine, what would it be?
We live in a world of constant change and 
challenge. The key is to get comfortable and 
embrace the new norm.

How was 2019 for you in business?
In 2019, we achieved a record-breaking year and 
received inquiries from 593,000 new car buyers 
through our network of websites. We connected 
more than 168,000 of those new car buyers to our 
manufacturer dealer network.  
 
With the general election out of the way, do 
you think there will now be some much-needed 
stability in the automotive industry?
We are one step closer to stability and 12 months 
off knowing if stability will be achieved in the 
short-to-medium term.
 
Do you think the result will prove helpful to  
the automotive industry in the UK during 2020 
and beyond?
We are forecasting that the new car market will 
be down less than the 2.4 per cent drop in 2019, 
based on the current landscape.
 
What awaits us after Brexit?
We know that we have an 11-month transition 
period during which we will largely follow the EU 
rules and after that your guess is as good as mine!
 
What are you most excited about as 2020  
gets under way?
We are excited about increasing our consumer 
reach through partnering with more automotive 
publications, thus helping our manufacturer 
dealer network sell more cars.
 
If you were able to have one wish granted in 
relation to your work in the automotive sector, 
what would it be?
We would skip the transition and be in a position 
where green car demand and supply are balanced 
and all new cars are green!
 
What should dealers be focusing on to enjoy a 
prosperous and successful 2020?
Dealers should do what good dealers always do 
and that is focus on the customer and provide 
excellent customer service.
 
Is there anything in particular car dealers should 

THE LEAD AGENCY

Mini CV
Anton Hanley, CEO of The Lead Agency.
Lives: West Hampstead.
Drives: BMW 4 Series.
Family: Wife.
Education: 18 years on the job.
Career: Only one job so far.
 
A break in early 2020 – would you go for 
a skiing holiday or a faraway beach break? 
Why not both in the same trip?!
 
We’re getting the drinks in – what’s  
your poison? 
I love a nice glass of Amarone della 
Valpolicella.
 
You’ve had a £50k windfall to spend on  
a car – what would you go for? 
Tesla Model 3 with a £50k spec.
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Dealers should think and plan 
ahead to make the most of 
opportunities – but not worry.

‘The motor industry has always been resilient and creative in meeting challenges.’

Tim
Smith

now move to trade agreements with Europe and 
the rest of the world. It’s the detail and success of 
these negotiations that will determine long-term 
economic growth.
 
What are you most excited about as 2020  
gets under way?
As always, there will be many challenges the 
industry will face in the year. From emissions 
to new financial regulation, there will be a lot to 
consider and deliver good results against. The 
motor industry has always been resilient and 
creative in meeting challenges and delivering 
change. I’m very much looking forward to 

How was 2019 for you in business?
It flew by! Financial performance was ahead 
of target in all areas in challenging market 
conditions, but it was the achievement of our 
digital and customer goals that I’m most pleased 
with, as these in combination are the foundations 
for future performance. The establishment of the 
new Black Horse platform enables us to innovate 
seamlessly with our dealers in the digital world. 
We have also further enhanced our customer 
documentation to achieve the much sought 
after Plain Language Commission ‘Clear English 
Standard’. We and our dealer partners need to be 
there when, where and how our customers need 
us and a strong, clear and trustable provision of 
information is essential.
 
With the election out of the way, do you think 
there will now be some much-needed stability?
It’s well documented that businesses across the 
UK have been crying out for certainty around 
Brexit and the political scene in general for a 
prolonged period of time. The decisive result in 
December improves the government’s ability to 
give business that certainty, and if they can make 
strong progress in their negotiations with the EU, 
this might begin to remove inertia from business 
investment programmes and help consumer 
confidence… both of which would have positive 
impacts on the sector.
 
Do you think the result will prove helpful to  
the automotive industry in future?
I think the decisive nature of the result is of help 
to the industry at this point in time as a large 
majority will clearly be helpful to any government 
during Brexit and trade negotiations. This 
will hopefully improve the chances of strong, 
mutually beneficial agreements being delivered 
– however, negotiations will be complex during 
the transition period and timeframes will be 
challenging. The industry also faces other tough 
challenges with air quality rules a standout. 
 
What awaits us after Brexit?
Brexit is, of course, very far from finished as we 
move into the transition period and the focus will 

working with dealers, customers, manufacturers 
and regulators to make strong progress in 2020.
 
If you were able to have one wish granted in 
relation to your work, what would it be?
Seven hours a night solid sleep all year.

What should dealers be focusing on to enjoy  
a prosperous and successful 2020?
As always… the customer.
 
Is there anything in particular dealers  
should be worrying about? 
Worrying is a negative process. The emphasis  
has to be on thinking, planning and acting ahead 
to take best advantage of all the opportunities 
that will emerge this year. Something dealers are 
very good at…
 
If you had a piece of advice to offer the readers 
of Car Dealer magazine, what would it be?
My new year’s goal is to read and listen more. 
Including Car Dealer Magazine of course! [CD]

BLACK HORSE

Mini CV
Tim Smith, Head of Black Horse.
Lives: Leicestershire.
Drives: Audi A6 Quattro.
Family: A wife, three children,  
two dogs and a horse.
Education: Yes.
Career: Black Horse – 30 years.
 
A break in early 2020 – would you go for a 
skiing holiday or a faraway beach break?
Not even thinking about it at this point.
We’re getting the drinks in – what’s  
your poison?
I’m doing dry January, so an ice cold  
water would be perfect.
You’ve had a £50k windfall to spend  
on a car – what would you go for?
Ford Escort Mk I (fully restored). I wish I’d 
never sold my first car.
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 INTRODUCING THE

GAME
CHANGER
 Portfolio 3Sixty
Why wave goodbye to customers?
Portfolio 3Sixty is the new, powerful customer 
retention tool. Now you can bring more people 
who’ve previously bought a used car from you,  
back to your dealership at the right time for  
them - and generate more sales.
Portfolio 3Sixty is powered by Autofutura  
and brought to you by Black Horse.
Learn more at blackhorse.co.uk/P360

Power your sales team
Portfolio 3Sixty uses the  

Black Horse data you already 
have to bring customers back  

to buy their next used car.

Tailored for customers
By building greater insight you  
can offer bespoke upgrades at  

the optimum time in the  
customer’s finance deal.

Get ahead of  
the competition

Start using this automated  
tool to help you retain  

more customers.
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Revealed: the companies you 
should work with this year
It’s a widely-held view – last year was tough. But with some new business partners, 2020 could be a lot brighter!

Top suppliers of 2020
Focus on.

There’s nothing like the beginning of a new 
year to get people thinking about making a 
fresh start. With that in mind, maybe you 

should have a little look at some of the suppliers 
you have been working with recently to see if 
they are meeting your requirements.

Of course, you might be perfectly satisfied with 
your current range of business partners and see 
no reason to make any changes. 

But if you do fancy forming some fresh 
relationships over the next few weeks and 
months to take your business forward, look no 
further – we are here to help!

When you receive the next edition of Car 
Dealer Magazine, you will find ‘in the bag with 
the mag’ your complimentary Suppliers’ Guide 
giving you the low-down and contact details 
on a huge range of automotive suppliers, from 
warranty firms and finance houses to paint 
protection experts and DMS providers.

And as a little taste of what’s to come, in this 
edition of Car Dealer, and over the next few 
pages, we feature four of the top operators in  

their fields who are all sure they can help you.
First up, we talk to Traka Automotive, the 

go-to company for networked key management 
solutions – and it’s definitely worth exploring 
what efficiencies and productivity gains can be 
unlocked in your service establishments and PDI 
centres with their help.

These savings may well make the difference 
between increasing or protecting your return on 
sales margin and watching it fall away in tighter 
market conditions, the company notes.

Next we see what the WMS Group can offer. As 
we report elsewhere in this edition of Car Dealer, 
the award-winning company has officially become 
part of the Opteven family and can definitely 
help you and your customers when it comes to 
first-class warranty provision.

We chat to head of marketing Ian Tallent, 
who tells us: ‘The secret to our success is very 

by DAVE BROWN
@CarDealerDave

Delivering real benefits at a 
busy Lookers aftersales centre.

Award-winning warranties and 
great customer experiences.

Helping dealers make the  
most of their opportunities.

Meeting changing needs of buyers, 
retailers and finance providers.

Traka Automotive WMS Group GForces iVendi

P56 P58 P60 P62

FEATURED SUPPLIERS

straightforward: we always try to focus on treating 
customers fairly and we pride ourselves on 
offering a good customer experience.

‘We aim to help our dealers make as many 
warranty sales as possible by giving them a raft of 
point-of-sale material and helping them get the 
most out of our products.’

Next in line is GForces, who are uniquely 
placed to help dealers capitalise on their 
opportunities. As many readers will know, the 
company is a leading supplier of ecommerce 
technology and software to the automotive 
industry. The team are transforming the online 
presence of vehicle manufacturers and retailers as 
we drive towards a digital future.

And last but most certainly not least, we have 
iVendi, who are revising their product range 
to meet the changing online needs of vehicle 
buyers, retailers and finance providers. 

CEO James Tew tells us the company is 
bringing its product range into line with how they 
see the market developing – an approach which is 
bound to benefit customers old and new.
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more customers.
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T: 0333 3553726      E: Automotive@Traka.comTRAKA AUTOMOTIVE

Focus on.

Lookers plc is the third largest car dealership 
group operating in the UK. It runs 153 
dealerships selling 10 major brands, 

together generating 2017/2018 annual sales 
of £4.69bn. The company is also one of Traka 
Automotive’s largest customers. 

Camberley Audi Aftersales Centre is the 
second largest service department in the whole 
of the Lookers Group. We decided to spend a day 
shadowing Michael Wrigley, head of business 
there, to ask him why he decided to install Traka 
Automotive’s networked key management system 
across the three Audi Camberley sites he manages 
and find out what benefits he’s spotted so far. 

Managing growth
As the volume of cars Camberley Audi was 
handling continued rising month on month, 
there was a need to find a foolproof system for 
managing the increasing numbers of sets of car 
keys its staff were handling – ideally providing 
a way of logging and keeping track of them via 
dedicated tablets.

The problem was acute at the Camberley Audi 
Aftersales Centre because over the previous  
12 months it had seen a 40 per cent 
increase in servicing business with  
nearly 60 cars going through  
the 20 service bays each day. 

Service centre efficiencies
Michael Wrigley is heavily 
focused on finding efficiencies 
which enable the team to 
move cars through Audi 
Camberley’s PDI, sales and 
servicing areas more quickly.                                                
‘Why spend thousands of 
pounds more each year 
renting or buying additional 
car-parking space when 
you can spend a fraction of 
that sum putting in systems 
and processes which unlock 
efficiencies which, in turn, 
move more cars off our existing 

How Traka helps Lookers Audi  
boost aftersales productivity 

parking spaces more quickly? This is where the 
Traka key management system comes in.’

The most significant benefit is knowing where 
keys are at the touch of a button on Traka’s 
dedicated tablets or a PC. Somebody might pipe 
up: ‘That car hasn’t moved for days.’ 

That’s Michael’s opportunity to interrogate the 
Traka system to establish whether the salesman’s 
gut feel on that vehicle is correct. 

He says: ‘It’s important to recognise that the 
key to growing, especially in aftersales, is to get 
cars on and off site as quickly as possible. 

‘The Traka system gives me an accurate 
overview of where all the stock is. I can 
interrogate the system and spot cars that may be 
away at an independent bodyshop or our wheel 
alloying specialist. 

‘I know this because the key may have been 
logged out by a technician say 12 hours ago and 
not yet returned to the cabinet. 

‘Keys just don’t stay out of Traka cabinets for 
that long any more unless cars are across at a 
third-party supplier which doesn’t have a Traka 
system we can network with.’ 

Aftersales return on investment  
(ROI) in under four months 
Michael Wrigley explained how he achieved 
a rapid ROI after investing in Traka 
Automotive software and key cabinets 
at Audi Camberley Service Centre. ‘Any 

areas where we could make it 
easier for our very busy Audi-
trained technicians to do their 
jobs quicker made very good 
business sense. 

‘We estimated that each 
of our 15 Audi-trained 
technicians in Camberley 
(at that time) was previously 
wasting at least five minutes 

per day looking for keys prior to 
moving them into a service bay. 

‘That’s 75 minutes being lost per 
day across the whole team or just 
over £100 – given their value and 
cost to the business.

‘Multiply £100 by some 300 
working days per year and you 

have a minimum annual cost of this wasted 
productivity of £30,000. Based on this number, we 
worked out that return on investment in this site 
alone was achievable in just four months.’

These numbers may not be exactly the same 
for service centres elsewhere. However, it’s worth 
exploring what efficiencies and productivity gains 
can be unlocked in your service centres and PDI 
centres through networked key management. 

These savings may well make the difference 
between increasing or protecting your return on 
sales margin and watching it fall away in tighter 
market conditions.

Traka Automotive can be reached at 0333 3553726 or email Automotive@Traka.com

Michael 
Wrigley

Networked key management can help  
unlock efficiencies and productivity gains

Traka Automotive creates 
hundreds of opportunities every 
day to:

• Reduce costs

• Be more productive

• Sell more cars

• Improve customer satisfaction

• Know how your business is 
performing

Make money every time 
a key moved in your 

dealership

Visit our website at
traka-automotive.com to 
see videos, case studies, cost 
benefit analysis and much 
more.

The only viable key management 
solution for automotive dealerships

Email automotive@traka.com
or call 0333 355 3726
traka-automotive.com
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W: www.wmsgroup.co.uk           T: 01844 293810THE WMS GROUP

Focus on.

To most readers of Car Dealer Magazine,  
the award-winning WMS Group will  
need no introduction. 

Very much a leading player in the field of 
warranty provision, the company has been 
supplying extended warranty cover and other 
motoring products to more than 4,500  
dealerships across the UK for over 20 years.

Everything The WMS Group does is geared 
towards helping you attract and retain  
customers, increase workshop revenue and 
maximise profitability.

And even though the automotive industry 
seemed to be suffering a collective case of Brexit-
related jitters during 2019, The WMS Group team 
were determined to keep calm and carry on and 
enjoyed a very successful 12 months.

Their prospects for 2020 look equally bright as 
they work with their dealer partners to help them 
look after their customers and boost their bottom 
line. Car Dealer Magazine caught up with head 
of marketing Ian Tallent recently, who said there 
had never been a better time to get on board with 
the company.

And if you needed any persuading, consider 
this: The WMS Group has won the Warranty 
Provider of the Year award at Car Dealer Power 
for the past FIVE years in a row – as well as being 
highly commended in the Product of the Year 
category at the most recent Car Dealer Magazine 
Used Car Awards.

Tallent told us: ‘The secret to our success is 
very straightforward: we always try to focus on 
treating customers fairly and we pride ourselves 
on offering a good customer experience.

‘We don’t just provide dealers with an off-the-
shelf warranty solution, we offer them a whole 
suite of products and work in partnership with 
them. We aim to help our dealers make as many 
warranty sales as possible by giving them a raft of 
point-of-sale material and helping them get the 
most out of our products.’

Realistically, perhaps, Tallent said he wouldn’t 
necessarily describe The WMS Group’s products 
as head and shoulders above anyone else’s in the 
market, acknowledging that ‘there are a lot of 

The warranty experts who can  
help you every step of the way

good warranty products out there, all with their 
individual benefits’.

But he emphasised: ‘We are an award-
winning warranty provider, so we must be doing 
something right. As I say, we aim to treat our 
customers fairly and our online review scores are 
some of the best in the country.’

Tallent added: ‘We have been selling warranties 
for 25 years. We have a team with vast experience 
and we have sold somewhere in the region of 1.5 
million policies in that time. We have got more 
than 4,500 dealers on our books and we still 
believe that we are the only warranty provider 
that can offer a 24-hour turnaround on claims.

‘Our flagship Safe & Sound product is going 
from strength to strength, and of course we have 
the backing of former Stig and Hollywood stunt 
driver Ben Collins.’

In the online-first era, The WMS Group 
certainly hasn’t been left behind. A fantastic 
‘Dealer Zone’ on its website has just been added 
and is proving to be a hit with partners old and 
new. You can find out how to make a claim, 
access POS materials, training materials and 

much more besides. Also, in September, The 
WMS Group launched its new Online Showroom 
portal. A considerable amount of time and hard 
work went into developing what the team believe 
to be one of the best systems available to dealers 
on the market. Its simplicity has been one of the 
key highlights praised by users.

So, with Brexit on the way to actually 
happening and the general election behind us, 
what does Tallent think 2020 holds in store?

‘Looking back, I think some people have used 
Brexit as an excuse for not selling, but we have 
seen that there are so many great dealers out 
there who have been doing really well despite 
that,’ he replied.

‘I would say to any dealers who feel they 
have been a bit restricted by Brexit to put the 
uncertainty behind them now. Any political 
confusion is over, it’s done and dusted. 

‘It’s time to crack on and aim high, and with 
The WMS Group as a partner, you can definitely 
thrive in 2020 and beyond.’

by Dave Brown  
(@CarDealerDave)

‘We are an award-winning 
warranty provider, so we must 
be doing something right.’
Ian Tallent

The warranty experts

Our warranty products have been voted best in class by UK dealers

Your customers can receive assistance any time of the day

All valid claims within 24 hours of receipt of invoice 

Does your current warranty product still suit your 
business and customer needs?

   www.WMSGroup.co.uk

The Automotive 
industry’s best 
kept secret...

For over 15 years the WMS Group has been providing extended warranty 
cover and other motoring products to over 3,500 dealerships across the UK.

Our warranty products are proven to help attract and retain customers, increase

workshop revenue and maximise profitability.

Award-winning warranties

24/7 telephone support 

24 hours claims settlement

For the fifth year in succession!
Warranty Provider of the Year 2019
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W: www.gforces.co.uk          T: 01622 391904GFORCES

Focus on.

GForces is the leading specialist in 
automotive ecommerce technology and 
omnichannel marketing solutions. In 

NetDirector Auto-e, we have created the pinnacle 
platform for facilitating online vehicle sales 
and consumer buying journeys that incorporate 
multiple digital and physical touchpoints. 

It is the highest converting solution of its kind. 
As we head into a new year and decade where we 
are facilitating more ecommerce launches than 
ever before, we are uniquely positioned to enable 
dealers to capitalise on the opportunities this 
new era of connected consumerism presents. 

For more than 20 years, we have led and 
driven innovation and technical excellence. We 
are conscious of how other sectors have been 
revolutionised in that time, evolving to meet 
consumer expectations of a new kind of online 

experience. Our own products and services have 
evolved to give dealers a unique advantage in 
this new market, by delivering a user journey 
that the modern car buyer recognises to be more 
accommodating, convenient and transparent.

GForces wholeheartedly believe that it is 
dealers who are best positioned to champion 
ecommerce and lead the charge for change in 
automotive. Our solution keeps customer data 
and ownership with the dealer, by keeping the 
entire buying journey within their native web 
platform. And we use the billions of interactions 
on our global websites to continuously enhance 
and enrich the platform for our entire community 
of clients and their customers. 

Our technology and unrivalled platform is also 
backed by our class-leading Customer Success 
Programme. The consultative expertise of our 

advisors will enable you to achieve optimised 
results from our complex technology, by putting 
your individual business objectives at the core of 
your campaigns and our service provision.

The industry is entering a time of huge change 
and huge opportunity. GForces is the company 
facilitating that change and presenting those 
opportunities directly to dealers. Ready? Let’s go.

Uniquely placed to help dealers 
capitalise on their opportunities

‘Our technology and 
unrivalled platform 
is also backed by our 
class-leading Customer 
Success Programme.’

In 2019, GForces enabled hundreds 
of retailers, including many 
independents, to level the playing 
field by offering online vehicle 
sales through our next-generation 
ecommerce platform. 2020 looks 
to be an even more pivotal year for 
ecommerce and digital, and 
we are leading the charge in 
this field. With new innovations 
promised for the year ahead, 
we are committed to enabling 
dealers to continually progress 
in our now predominantly 
digital marketplace.

GForces is a leading supplier of ecommerce 
technology and software to the automotive 
industry. We’re transforming the online 
presence of vehicle manufacturers and 
retailers as we drive towards a digital 
future that completely embraces an end-
to-end user journey and purchase path 
through seamlessly connected online and 
offline touchpoints.

l Complete rebrand launched in January  
2019, in conjunction with a significant 
restructuring of the company to focus on 
ecommerce and digital innovation. 
l NetDirector Auto-e became our fastest selling 
platform ever, representing over 250 retailers and 
in excess of 1,100 locations by year end. 
l Named as Car Dealer’s ‘Website Provider of the 
Year for Franchised Dealers’ for the fourth year in 
a row in the annual Car Dealer Power Awards. We 

also won the ‘Extra Mile’ award, acknowledging 
our commitment to customer service.
l In October 2019, GForces celebrated its 20th 
birthday and two decades of driving innovation 
in our field.
l In December 2019, we progressed towards a 
dynamic, cross-team approach to collaboratively 
work with automotive retailers – 
launching our Customer Success 
programme as a result.

Achievements in 2019
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W: ivendi.com      E: tellmemore@ivendi.com       T: 0330 229 0028IVENDI

Focus on.

IVendi is revising its product range to meet 
the changing online needs of vehicle buyers, 
retailers and finance providers.

New and existing products will be organised 
into three product groups – engage, convert 
and transact – providing omnichannel vehicle 
retailing solutions for major international 
organisations, single-site retailers and  
everything in between.

James Tew, CEO, said: ‘As a company, we have 
just celebrated our tenth birthday and we took 
the opportunity to take a look at what we do 
from the ground up. The fact is that we have seen 
massive change in online motor retail over that 
decade and we expect the next few years to bring 
more of the same.

‘Consumers are going to demand more and 
better digital tools that provide them with the 
comprehensive vehicle buying experience they 
desire. The retailers who meet those needs are 
the ones who will prosper in the early 2020s – 
whether they operate primarily online, in the 
showroom or balance both approaches.

‘What we are doing is bringing our product 
range into line with how we see the market 
developing. Simply, we have divided our 
technology into three areas – engage more 
consumers, convert more buyers and transact 
with greater flexibility – under the banner of 
iVendi 2020 Vision.

‘For us, this summarises the key elements of 
the online motor retail journey. Whether you are 
a site selling 15 cars a month or, as we have just 
completed for BDK in Germany, a major national 
finance provider creating an online marketplace 
for thousands of dealers, the principles remain 
fundamentally the same.’

The launch of the new range would also 
include the unveiling of several new product 

iVendi revises product range to 
reflect changing marketplace

‘What we are doing 
is bringing our 

product range into 
line with how we 

see the market 
developing.’

releases over the next few weeks and months, 
James added.

‘A couple of years ago, we began to massively 
increase our software development resource 
and this gave us the capacity to start working 
on a number of ideas – both evolutionary and 
revolutionary – that we believe will have a 
definite impact on the market. 

‘We’ll be releasing details of these very soon 
and we are sure that this moment will serve 
to cement our position as the effective 
market leader in online motor retail.’ [CD] James Tew

Landmark anniversary spurs 
company to review and improve 
its offering from the ground up.

Founded in 2009, iVendi can credibly 
claim to be the market leader in online 
motor retail technology both in the UK 
and internationally. With a modular 
product range which engages consumers, 
converts buyers and manages transactions, 
iVendi technology interacts with around 
five million consumers every month and 
thousands of motor retailers, manufacturers 
and finance providers. iVendi has offices in 
Manchester and Colwyn Bay.

About iVendi

E N G A G E  more consumers
C O N V E R T  more buyers
T R A N S A C T  with greater flexibility

so much 
more than 
just finance 
calculators !

To get a clear view of our new solutions, get in touch today
ivendi.com        tellmemore@ivendi.com        0330 229 0028
E N G A G E   •   C O N V E R T   •   T R A N S A C T

Payment 
solutions for 
finance and 
reservations

The World’s most advanced vehicle 
& payment search engine

Compliance 
tools to manage 
regulated 
activities2 way 

transaction 
management
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QWe recently sold a car to a customer and 
all was well. A few weeks later, he called 

about another and that was fine too. He then 
purchased a third vehicle. He paid by debit 
card on each occasion. He used different  
debit cards due, he said, to the cash available 
in each account. Now, some two months 
later, we have received chargebacks 
against all the cars and the bank has 
taken the money from our account. 
What can we do?

AUnfortunately, we are seeing this 
more and more. Fraud is on the 

increase and criminals will facilitate this type 
of activity to supply cars for illegal purposes. In 
one case we know about, one of the cars bought 
fraudulently was used in a drive-by shooting. 

To be able to commit this type of fraud, crooks 
take advantage of the fact that banks will allow 
customers to make a chargeback request (that is, 
dispute a transaction and get the money credited 
back into their account without any meaningful  

investigation) for, typically, up to 120 days. That 
means that you could sell a car and the real  
card owner can complain up to four months later, 
by which time you will have been lured into a 
false sense of security with the fraudulent buyer 
and sold more cars to them completely unaware 

that you could end up out of pocket. 
Police will generally advise that it is 

a civil matter, so you are left trying 
to track down the vehicle or vehicles 
and attempting to get them back. 

However, arguments over title are not 
straightforward, as the courts will look to 

balance the rights of the original seller – who 
loses out when the bank takes back the funds 
after a chargeback – and the rights of the person 
who bought the car further down the line in good 
faith. And, of course, in a different scenario you 
could be the innocent dealer who purchased the 
vehicle in good faith. Your first option would be 
to sue the fraudster. However, (a) you probably 
don’t know their real identity and (b) even if you 

did, they are likely being detained as a guest of  
Her Majesty or are skint. 

Your next option is to try to track down the 
vehicle and get it back from the current owner. 

This is where things get complicated, as you 
will feel title never passed since, ultimately, 
you never received any money but if you are 
the dealer who bought it you’d feel that you 
purchased it in good faith. Who wins? 

Well, if you can’t come to a compromise 
agreement between you, the courts will decide, 
and in these kinds of cases, even the courts can’t 
always make up their mind, so it becomes a bit of 
a lottery. 

In terms of future lessons, just be aware 
that chargebacks can typically be made by a 
cardholder up to four months after a sale, so if 
someone is buying multiple cars with debit cards, 
then ensure it raises a red flag, even when you 
have all the information needed for the bank to 
process the transaction and especially if they ask 
to have the car delivered.

Ask Lawgistics

Buy and sell trade stock 
quickly and profitably
 
Cartotrade.com is the new online 
trade-to-trade platform set up 
by the ex-management team of 
Autotrade-mail. Cartotrade’s focus 
is on the integrity, security and 
accessibility of stock, complemented 
by a simple yet innovative platform 
that allows its members to buy 
and sell trade stock quickly and 
profitably. To see the benefits, Car 
Dealer Club members can have an 
extended, no-obligation, four-week 
free trial*. If, after the free trial, a 
Car Dealer Club member wishes to 
subscribe, they then get their next 
month completely free, without 
contracts and never a price increase.     
* Subject to vetting

A free telephone 
consultation and other  
great benefits, too
 
n A free telephone consultation 
worth £100.
n Lawgistics’ Basic package  
worth £95.
n Twenty-five per cent off the  
‘pay-on-use’ legal helpline and 
casework service. 
n Up to 25 per cent off any 
stationery or warranty products.
n Upgrade the Basic package 
and receive £100 off the Small 
Business package or £250 off the 
Professional package.

Claim your dealership’s FREE website audit, and save 
£100 on your first bill when you join Click Dealer!

Car Dealer Club lawyers at Lawgistics answer 
dealers’ legal questions. Join for £49.99 a year 
to get advice like this when you need it

.com

Watch for multiple debit card purchases

Data File.

JOIN CAR DEALER CLUB AND GET ALL THESE BENEFITS WORTH £1,000s FOR           JUST £49.99

Offers will be running until the end of 2020

ADVICE

Click Dealer is a performance 
partner for dealerships with over  
20 years’ experience and a portfolio 
of award-winning, integrated 
products and services. We believe 
in thinking differently, disrupting 
archaic processes and creating 
frictionless services, by helping 
dealers to manage, digitise and 
market their businesses.

With over 1,600 independent and 
franchise dealership clients, Click 
Dealer is constantly striving to help 
every dealer buy and sell vehicles, 
more profitably, more often, through 
a combination of leading tech, 

industry expertise and a tremendous 
appetite to keep on improving.
n Make 2020 your year by ensuring 
that your website and digital 
showroom is the very best that 
it can be! Click Dealer’s team of 
in-house experts will look over 
your website and advise on any 
recommended changes to improve 
your visibility online! 
n At Click Dealer, we ALWAYS put  
our customers first! That’s why 
we’d like to offer Car Dealer Club 
members £100 off their first bill 
when they take out any of our 
products or services!
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LAWGISTICS’ Basic 
membership – which you 
receive as a member of Car 
Dealer Club – is a cracking 
deal, but what if you need 
something that has extra 
clout? Larger dealer groups 
or a dealer embroiled in a big 
legal battle may require some 
more firepower, and the good 
news is that club members 
get discounts on Lawgistics’ 
other packages. You’ll receive 
a £100 discount off the Small 
Business package (normally 
£795) – perfect for sole 
traders, a partnership or a 
small dealer group – and £250 
off the Professional package 
(normally £1,595). This is 
ideal for franchises, a dealer 
group or a car supermarket 
and covers all relevant legal 
areas and documentation. 
There really is a package for 
everyone with Lawgistics. 

WANT TO UPGRADE?WHY I LOVE LAWGISTICS

Exclusive 10 per cent 
discount on your tailor-
made trade insurance 

At Unicom, we’ve been safeguarding 
our clients with the best protection 
policies for more than 20 years – so, 
no matter what role your business 
plays in the motor trade, we can 
have you covered for every possible 
risk. From road risks to legal cover, 
your motor trade insurance can 
be tailored to suit your individual 
needs. It’s our job to make sure that 
you get the best price for the cover 
that you want.

Discount on software and
free health check app from 
Dragon2000
 
Dragon2000’s dealer management 
system is one of the most versatile 
and easy-to-use products on the 
market. The software can help 
manage supplier and customer 
details, help you keep on top of 
your costs, and ensure that your 
business is running as smoothly 
and as profitably as possible. Car 
Dealer Club members are eligible 
for a 10 per cent discount on their 
first year of a Dragon2000 software 
subscription – and they get the free 
Vehicle Health Check app too.

Personalised promotional 
warranty material from 
The WMS Group
 
WMS Group are one of the UK’s 
leading business-to-business car 
warranty suppliers, providing 
extended warranty cover and 
other motoring protection to more 
than 3,500 dealerships across the 
UK. Club members who sign up 
to our flagship used car scheme 
Safe and Sound (endorsed by 
former Stig and Hollywood stunt 
driver Ben Collins) will receive 
a promotional warranty video, 
starring Ben and tailored round 
your dealer’s needs, at zero cost. 
We’ll even come out to your 
dealership to film it!

Fifty per cent off your first 
video shoot or PR package
 
Video has become a must-have for 
dealers, with branded, broadcast-
quality video for corporate 
messaging and social media 
outlets now the industry standard.   
Automotive PR and video expert 
OnCue Comms, which works with 
the likes of Glyn Hopkin, Nissan, 
Mitsubishi, Skoda and Motors.co.uk, 
is offering club members 50 per 
cent off their first video shoot or 
PR package. For more information, 
please call 023 9252 2434.

PR
SPE
CIAL

ISTS

ONCUE.Dragon2000

Instant information with no hanging around at all!

QIs distress and inconvenience 
a recoverable head of loss?

AThe general position here 
was affirmed by the House of 

Lords in Farley v Skinner (2001) 
UK HL 49, where it was held that 
the defendants were not liable for 
distress and inconvenience as a 
result of breach of contract unless: 

1. The contract was to provide 
‘pleasure, peace, relaxation, peace 
of mind or freedom of molestation’ 
and the actions of the defendant 
provided the contrary; or

2. The distress and inconvenience 

was directly related to the breach 
of contract and it was foreseeable. 

For example, a limited amount of 
compensation would be awarded 
for any distress and inconvenience 
suffered by a claimant for the 
duration of any repair works.

The House of Lords also 
affirmed the principle that 
losses arising out of stress 
and inconvenience were not 
recoverable in negligence claims, 
as the reaction to the incident is 
considered to be a natural human 
emotion to loss.

There is no specific rule on how 
much will be paid for distress and 
inconvenience claims, if proven. 

For general guidance, an 
unofficial tariff was suggested in 
Wallace v Manchester City Council 
(1998) 30 HLR 1111 of between 
£1,000 and £2,750 per annum. 

Damages are awarded to put 
the claimant back in the position 
they would have been in but for 
the breach and resultant loss. 

Therefore, a strict view is taken 
when assessing such head of loss 
to avoid betterment.

Guidance on distress and inconvenience

JOIN CAR DEALER CLUB AND GET ALL THESE BENEFITS WORTH £1,000s FOR           JUST £49.99

To join go to 
cardealerclub.com

or call
023 9252 2434 and 
speak to one of the

Car Dealer team

NICK Kapoor of Merseyside-based 
NK Car Sales (NW) Ltd recently 
decided to set up his own car 
dealership after years working in 
the industry, and one of the first 
things on his priority list was 
signing up to Lawgistics. 

Kapoor explained: ‘When I used 
to work elsewhere, they were with 
Lawgistics and found the service  
useful and helpful. When I set up 
my own business around a year ago, 
it was a natural instinct to sign up.’

NK Car Sales (NW) Ltd, in  

St Helens, stocks between 10 and 15 
cars with values of between £3,000 
and £10,000. Kapoor has never had 
to use Lawgistics for anything apart 
from advice – nothing has ever got 
as far as legal proceedings.

He said: ‘I’ve always been able to 
deal with any complaints or issues 
after receiving Lawgistics’ advice – it 
always stops anything getting worse. 

‘You can just pick up the phone  
to them and say you’ve got a 
problem and they will always have 
the answers.

‘It’s never a case of, ‘‘I’ll find out 
and ring you back’’ and then the 
process drags on for days – you get 
what you need that minute.’ 

Kapoor said this was ideal when 
running a dealership, adding: ‘The 
quick responses from Lawgistics are 
invaluable, because as a car dealer 
you’re running around all the time.

‘Knowing you have Lawgistics 
there and that they can give you the 
information you need just means 
you can get on with your day. That’s 
what I like about them so much.’
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With millions of Brits 
taking part in initiatives 
like Dry January and 

Veganuary to improve their health 
and well-being, inspiration can be 
taken from the nation’s van drivers 
who are embracing healthier habits 
all year round, according to new 
research by Vauxhall Motors.

The study, which reflects the 
views of more than 1,100 van drivers 
in the UK, reveals that many drivers 
are becoming increasingly health-
conscious, with nearly two-fifths (37 
per cent) cutting back on alcohol in 
the last year and more than a fifth 
(22 per cent) cutting down on or 
quitting smoking. 

The sacred ‘van lunch’ is being 
given a shake-up too, with 34 per 
cent of drivers starting to cook 
healthier meals to improve their 
diet and lifestyle.

The Vauxhall Motors research 
also reveals that in the past year, 21 
per cent of van drivers have tried 
alcohol-free beer or wine and almost 
19 per cent have eaten meat-free 
alternatives such as Quorn, while 
37 per cent of van drivers have 
exercised at least once a week.

Patrick Fourniol, marketing 
director at Vauxhall Motors, said: 
‘Van drivers often spend a lot of 
time at the wheel, which can make 
it trickier to prioritise healthy eating 
and exercise, but our research shows 
many are making it a priority.

‘With best-in-class fuel economy, 
the new Vivaro has also cut CO2 
emissions. 2020 is looking to be 
an exciting year, both for Vauxhall 
and for our customers. With the 
new fully electric Vivaro launching 
at the end of this year, it’s great to 
see that so many van drivers have 

already taken steps to improve 
their lifestyles, and we hope they’ll 
continue to do so.’

Vauxhall has partnered with 
anarchist chef George Egg, pictured, 
who is touring the UK in the new 
Vivaro to provide tradesmen and 
women with healthy fusion dishes.

He will be serving up culinary 
delights such as a ‘full English 
salad’ and a ‘vegan paper shredder 
tagliatelle’ after the survey found 
that 31 per cent of respondents 
wished they could eat more 
healthily during their working week.

It’s a ‘Dry Vanuary’ as
healthier life sought 

VAUXHALL

Citroen posts 
growth in 
market share

CITROEN UK has increased 
its 2019 market share in the 
combined light commercial 
vehicle and heavy commercial 
vehicle sectors. 

Following a strong sales 
performance in 2019, the brand 
registered a market share 
increase of 0.3 percentage 
points to 7.3 per cent – against a 
market that was up 2.3 per cent 
compared with 2018.

The French marque said its 
strong performance in 2019 
could be attributed to a number 
of factors, including its readiness 
for the WLTP standards that 
came into effect for commercial 
vehicles in September 2019, and 
the strength of its multi-award-
winning product offering.

Citroen’s latest LCV, Berlingo 
Van – International Van of the 
Year 2019 – consolidated its 
position on the podium in its 
segment with more than 13,500 
units sold in 2019.

Citroen Relay, the brand’s 
largest van, increased sales in 
2019 – up by 17 per cent on 2018. 

Meanwhile, the Citroen 
Dispatch medium van, pictured, 
secured growth of 15 per cent in 
2019, adding to the boost in CV 
market share.

The Dispatch has an 
architecture optimised to be 
convenient, comfortable and 
safe – and incorporates the 
latest generations of driving aid 
technologies and engines.

RESULTS

Ford Transit Custom 3,600
Mercedes-Benz Sprinter 1,931
Volkswagen Transporter 1,911
Vauxhall Vivaro    1,644
Ford Transit 1,643

Vauxhall Combo 1,433
Peugeot Boxer 1,294
Ford Transit Connect 1,293
Renault Trafic 1,190
Volkswagen Crafter 880

LCV registrations, p68

Top-selling LCVs in December Source: SMMT

by JOHN BOWMAN
john@blackballmedia.co.uk
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Sliding doors
W I T H  C R A I G  C H E E T H A M

CV sector is the quiet success story 
hiding amid all the doom and gloom

A look at the world of buying and selling vans and pick-ups

Craig Cheetham is an experienced automotive journalist with specialist knowledge of the LCV sector.

Turn over the page for the latest LCV registrations

‘Business positivity is essential to 
give companies confidence to 
invest in their fleets.’ 
 Mike Hawes on the 2019 SMMT figures, p68

 What was the best-selling vehicle in the UK for 2019 
then? Well, the car sales charts were topped by the 
Ford Fiesta, which enjoyed just over 77,000 sales 
in total, but the best-selling vehicle in Britain was 
a very different kind of Ford – the Transit. 

In total, the Blue Oval sold 110,500 Transits last year, making it 
the UK’s best-selling vehicle overall – more than 30,000 units ahead 
of its strongest-selling car. Part of that is down to Ford branding its 
entire range of LCVs other than the Fiesta Van and Ranger under 
the Transit umbrella, from Connect to Jumbo. But even taken in 
isolation, the Transit Custom (the mid-size volume model) outsold 
the Nissan Qashqai and Mercedes-Benz A-Class, making it the fifth 
best-seller in the country.

So, why the astonishing success? Well, in part it’s a £10bn answer.
Ten billion pounds is a lot of money. Indeed, it’s what the Lib 

Dems pledged to invest in education at the general election to pay 
for 500 new schools and 20,000 teachers, or roughly what the UK 
aerospace industry contributes to our economy each year. 

It’s also what we as a nation spend per year on sending parcels, 
which works out at an average of more than £150 per adult member 
of the population, according to retail industry analysts Apex Insight.

Of course, we’re not all spending countless hours a month 
queuing at the post office to fire off things we put on eBay after a 
wardrobe clearout, nor is every individual in the UK responsible 
for posting all these things, as the vast majority of it comes 
directly from businesses, but it’s an interesting 
way of looking at the numbers. 

The companies that handle these packages 
are among the most successful businesses in 
the country. One of them, Hermes, is one of 
the fastest-growing companies in the entire 
nation, while other parcel agents such as 
DPD, Yodel and – to a lesser extent – UPS 
are all booming in a market that has almost 
doubled in size over the past decade. 

Even Royal Mail – hit hard by our gradual move towards a 
paperless society – has seen a decent level of success since it was 
floated in 2013, not least because it handles over a third of our bigger 
packages. Yes, it once had a monopoly, but it was a monopoly led by 
paper deliveries with much smaller margins of return.

These companies are seen as hot property by the major players 
in the LCV market, who will offer huge discounts to put them in 
their vans. Ever wondered why almost every DPD van you see is a 
Mercedes Sprinter? There’s a reason for that.

But as the parcel market expands further and further, we’re seeing 
new opportunities that will help LCV franchises at dealer level, for 
while the big fleet contracts often see operators handling their own 
maintenance, the seasonal peaks and troughs of the retail sector 
make it hard for the parcel firms to predict demand.

That’s why in 2019 we saw a huge rise in the owner-operator 
market, where self-employed drivers or smaller fleet courier 
companies work on a freelance basis to help the big hitters at peak 
times, and such is the demand for their services, that too is an area 
of the industry that has seen growth.

It’s no surprise then that as the media spreads doom and gloom 
about the decline in car sales, there’s a quiet automotive industry 
success story hiding in the background – that of the CV sector, 
which has seen growth in every segment in the past 12 months. 

The biggest growth stems from the 2.0- to 2.5-tonne area of the 
market, which saw a number of new introductions in 2019 

but was still led by the evergreen Transit. Last year was 
the LCV sector’s third-best year and an increase on 

2018, and it shows no sign of slowing. 
If the car market contracts in 2020, as is 

broadly expected, could the Transit further its 
position as the UK’s best-selling vehicle? And, 
if so, how soon will it be before the humble 
panel van becomes the best-selling Ford of 
all time? You heard it here first. The Transit 
is the 21st-century Model T…



68 | CarDealerMag.co.uk

LCV news.

December 2019 December 2018

% change

Full-year figures

% change
Marque 2019  % market 

share
2018 % market 

share
2019 % market 

share
2018 % market 

share
Ford 7,780 28.24 9,680 37.89 -19.63 117,500 32.12 126,072 35.28 -6.80

Volkswagen 4,284 15.55 2,652 10.38 61.54 42,444 11.60 42,164 11.80 0.66

Vauxhall 3,228 11.72 2,447 9.58 31.92 35,949 9.83 28,242 7.90 27.29

Peugeot 2,738 9.94 1,579 6.18 73.40 32,660 8.93 33,312 9.32 -1.96

Mercedes 2,612 9.48 3,531 13.82 -26.03 36,982 10.11 32,255 9.03 14.66

Renault 1,790 6.50 1,329 5.20 34.69 18,184 4.97 15,543 4.35 16.99

Citroen 1,179 4.28 1,007 3.94 17.08 27,085 7.40 25,365 7.10 6.78

Nissan 916 3.32 827 3.24 10.76 12,926 3.53 13,430 3.76 -3.75

Toyota 621 2.25 365 1.43 70.14 8,490 2.32 9,482 2.65 -10.46

Mitsubishi 602 2.19 401 1.57 50.12 10,407 2.85 9,695 2.71 7.34

Isuzu 509 1.85 503 1.97 1.19 4,770 1.30 4,888 1.37 -2.41

Fiat 505 1.83 669 2.62 -24.51 8,636 2.36 8,751 2.45 -1.31

Iveco 186 0.68 173 0.68 7.51 2,698 0.74 2,803 0.78 -3.75

Renault Trucks 169 0.61 123 0.48 37.40 1,455 0.40 1,427 0.40 1.96

LDV 152 0.55 30 0.12 406.67 788 0.22 475 0.13 65.89

MAN 119 0.43 38 0.15 213.16 1,598 0.44 653 0.18 144.72

Land Rover 67 0.24 85 0.33 -21.18 1,494 0.41 1,381 0.39 8.18

Isuzu Trucks 54 0.20 42 0.16 28.57 853 0.23 621 0.17 37.36

SsangYong 24 0.09 48 0.19 -50.00 578 0.16 483 0.14 19.67

Fuso 16 0.06 18 0.07 -11.11 195 0.05 163 0.05 19.63

Hyundai 0 0.00 1 0.00 0.00 86 0.02 36 0.01 138.89

Dacia 0 0.00 1 0.00 0.00 0 0.00 80 0.02 0.00

Great Wall 0 0.00 0 0.00 0.00 0 0.00 4 0.00 0.00

Total light CV 27,551 100.00 25,549 100.00 7.84 365,778 100.00 357,325 100.00 2.37

December 2019 December 2018

% change

Full-year figures

% change
Marque 2019  % market 

share
2018 % market 

share
2019 % market 

share
2018 % market 

share
Peugeot 468 45.53 91 23.70 414.29 2,763 31.78 2,650 30.38 4.26

Ford 232 22.57 39 10.16 494.87 1,219 14.02 2,021 23.17 -39.68

Mercedes 160 15.56 113 29.43 41.59 1,782 20.49 1,615 18.52 10.34

Fiat 114 11.09 82 21.35 39.02 1,807 20.78 1,676 19.22 7.82

Citroen 19 1.85 6 1.56 216.67 258 2.97 128 1.47 101.56

Iveco 18 1.75 37 9.64 -51.35 479 5.51 381 4.37 25.72

Volkswagen 8 0.78 4 1.04 100.00 108 1.24 63 0.72 71.43

MAN 8 0.78 2 0.52 300.00 76 0.87 27 0.31 181.48

Vauxhall 1 0.10 7 1.82 -85.71 125 1.44 69 0.79 81.16

Renault 0 0.00 3 0.78 0.00 53 0.61 74 0.85 -28.38

Isuzu Trucks 0 0.00 0 0.00 0.00 18 0.21 15 0.17 20.00

Renault Trucks 0 0.00 0 0.00 0.00 5 0.06 2 0.02 150.00

Nissan 0 0.00 0 0.00 0.00 2 0.02 1 0.01 100.00

Total heavy CV 1,028 100.00 384 100.00 167.71 8,695 100.00 8,722 100.00 -0.31

Registrations of new commercial vehicles less than 3.5 tonnes

Registrations of new commercial vehicles 3.5 tonnes to 6.0 tonnes

Market ends year on a high as registrations rise again
NEW light commercial vehicle registrations 
returned to growth in December after three 
months of decline, said the SMMT. 

The market grew by 7.8 per cent as the impact 
of regulatory changes eased and attractive 
offers on new models helped stimulate 
orders. December rounded off a solid annual 

performance for LCVs, with full-year registrations 
up 2.4 per cent to 365,778 new models. It was the 
third highest total on record, reflecting buyers 
keen to switch to the latest low-emission models. 

Mike Hawes, SMMT chief executive, said: ‘A 
healthy van market is good news for the industry, 
environment and exchequer. As we enter a new 

decade, however, we need this upward trend 
to continue if we are to address environmental 
concerns. Manufacturers will continue to invest 
in new, cleaner technologies but businesses will 
determine the pace of change. Business positivity 
is essential to give companies the confidence to 
invest in their fleets.’

LATEST SMMT DATA

Figures supplied by SMMT

Figures supplied by SMMT
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“I bought a car within my fi rst week on a 
Free Trial with Cartotrade.com – the profi t 
from this deal alone will pay for the next two 
years subscription. It’s a great networking tool, 
that does exactly what it’s designed to.”
Mike Priddey, Rybrook Specialist Cars

See how much you
could make on your 
Free Trial

CTOT014 Car Dealer advert-Money.indd   1 28/11/2019   11:18
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To discover how NextGear Capital can 
help your business on the road to 
profitability call 0330 107 5147 or visit 
nextgearcapital.co.uk/freevehicle

Partnership to profitability
At NextGear Capital, we offer a 'total funding solution' of advice, 

insight and practical assistance to help dealers grow their 
business. Whether you buy from the trade, auction, wholesale 

or would like to fund your part-exchanges, we’ve got it covered. 
It all adds up to the perfect partnership.

*Terms and conditions apply. See www.nextgearcapital.co.uk/freevehicle for more information.

238313
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...in association with ASE Automotive Solutions

Mike Jones is chairman of dealer profitability specialist ASE Automotive Solutions. You can read his column here every month.

The only two fallers during 2019 as a whole were Lookers and Pendragon, reports Mike Jones.

Last year produced some big winners 
and losers among the listed motor  
retail stocks but the underlying  

trend was definitely positive. 
We saw significant increases in the share  

prices for Inchcape and Cambria across the  
year, with small growth at Vertu, Marshall  
and Caffyns. 

The only two fallers, who both suffered 
significant share price drops, were Lookers and 
Pendragon, who both had their own isolated 
significant issues during the year. 
 
Financial performance
Given the time of year, there were very few 
updates on financial performance during 
December. This is traditionally the case,  
with most retailers waiting to see how the  
year, or the financial quarter, pans out before 
passing comment.

The one exception was Marshall, which 
provided a brief trading update as required when 
it announced its dealership acquisitions. 

Whilst noting challenging trading conditions 
‘impacted by continued weak consumer 
confidence as a result of political uncertainty 
over Brexit together with ongoing cost headwinds 
and vehicle supply constraints’, the group has 

performed ‘well’, leaving the board’s full-year 
outlook unchanged.

Other announcements
Lookers non-executive director Tony Bramall 
increased his stake to just under 20 per 
cent, spending £1.17m on additional shares, 
capitalising on their depressed price following 
this year’s disruption and helping prevent 

Share price 
movement 
during  
Dec 2019

Share price 
movement 
since the  
start of 2019

Pendragon 17.3% -42.7%

Vertu -5.8% 5.8%

Lookers 5.2% -38.7%

Inchcape 8.4% 28.0%

Cambria 3.8% 25.7%

Caffyns 6.7% 6.7%

Marshall 3.6% 1.0%

Motorpoint 14.8% 45.7%

Auto Trader 5.8% 30.7%

FTSE 100 2.7% 12.0%

Market Insight.

further share price falls. There were also more 
directorship changes, with general counsel and 
company secretary Glenda MacGeekie leaving to 
be replaced by Phil Kenny on an interim basis.

In addition, the governance side of the board 
was bolstered by the appointment of Victoria 
Mitchell, who has a strong financial services-
based risk and legal background, as non-executive 
director. During December, Marshall continued 
its growth with VW Group, announcing the 
acquisition of six Volkswagen passenger car 
dealerships, a Volkswagen commercial vehicle 
dealership and a Skoda dealership from Jardine 
Motor Group, making Marshall the largest VW 
Group partner by number of locations. 

In addition, it completed the acquisition of a 
Volvo dealership from Vertu. 

Pendragon completed the previously 
announced sale of its Jaguar Land Rover business 
at Newport Beach, California, for £31.1m – a 
marginal increase on the expected price 
announced in May. The company also announced 
Brian Small as the successor to Richard Laxer as 
chairman of the company’s audit committee. 

Brian has an extensive retail and finance 
background, and will also serve  
on the nominations and 
remuneration committees.

Turbulent year for motor retail 
stocks gives us a mixed picture

To discover how NextGear Capital can 
help your business on the road to 
profitability call 0330 107 5147 or visit 
nextgearcapital.co.uk/freevehicle

Partnership to profitability
At NextGear Capital, we offer a 'total funding solution' of advice, 

insight and practical assistance to help dealers grow their 
business. Whether you buy from the trade, auction, wholesale 

or would like to fund your part-exchanges, we’ve got it covered. 
It all adds up to the perfect partnership.

*Terms and conditions apply. See www.nextgearcapital.co.uk/freevehicle for more information.

238313
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Helping protect businesses across the country for

over 50 years - from independent repairers and small

garages to larger franchise dealerships

Contact us to find out more: 

T:  +44 (0) 800 612 2284
E:  automotive_enquiries@ajg.com

Arthur J. Gallagher Insurance Brokers Limited is authorised and regulated 
by the Financial Conduct Authority. Registered Office: Spectrum Building, 
7th Floor, 55, Blythswood Street, Glasgow, G2 7AT. Registered in Scotland. 
Company Number: SC108909. FP04-2018 Exp. 04.01.2019 

©2018 Arthur J. Gallagher & Co.

ajginternational.com
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...in association with Traka

Paul Smith heads Traka Automotive, part of the Assa Abloy Group brand Traka. Assa Abloy bought the electronic key management software provider 
eTag Solutions, which was founded by him. Traka is a leader in intelligent access control, key management control solutions and keyless electronic lockers.

Brexit plus electrification set the 
scene for a year of major change

Key Notes.

Traka Automotive director Paul Smith says those who embrace our brave new world will be the winners.

It seems appropriate, given that 2019 was 
undeniably a tough year for car dealerships 
around the country, to take a look over the 

parapet into 2020 and ask the question: Will 
things get better now that we can look forward to 
the certainty that Boris Johnson’s Transition Deal 
will be implemented? 

Once in place, the deal will give us just 11 
months of intense trade negotiations with the 
EU. Because it’s such a tight deadline, given the 
complexity of these talks, a ‘no-deal Brexit’ is still 
a very real prospect come the end of 2020.  

There is also a mid-year deadline worth noting 
of June 30. This is the final deadline for securing 
an extension of one to two years to potentially 
take trade negotiations right through to the 
end of 2022. However, given Johnson’s heavy 
emphasis in the election on ‘getting Brexit done’, 
it seems much more likely that a stripped-down 
deal will be hammered out as early as June 30 
and that the details will be built up as far as 
possible before the end of 2020. 

Indeed, the Conservative manifesto promises 
that, come what may, we will be out of the single 
market, the customs union, and no longer defer 
to the European Court of Justice’s judgments – all 
by exiting at the end of this year.

So, the election has not only handed Johnson  
a mandate for completing Brexit as quickly as 
possible, but it has also left the option of a ‘hard 
Brexit’ on the table. Whatever your personal views 
about the merits of getting out, the timetable for 
agreeing a comprehensive free trade agreement 
with the EU looks incredibly tough. 

Given this backdrop, what can the automotive 
market expect over the next year? Whatever 
happens, the new government will not be 

allowed to forget the importance of the 
automotive sector to the UK economy. 

As Mike Hawes, CEO of the SMMT, said 
immediately after the election result: ‘When 
automotive succeeds, so does Britain, so we look 
to the new government to maintain our global 
competitiveness which means delivering a deal 
with the EU that is ambitious, maintains free 
and frictionless trade, and drives growth and 
innovation to meet shared environmental goals.’

Johnson must know that there are already 
some severe headwinds facing the industry, 
as the SMMT summarised in its latest 
trading update: ‘Car production in the UK 
fell significantly in November. Trends seen 
throughout the year, including soft consumer 
and business confidence, weak demand in 
overseas markets and model production changes, 
combined to impact output in the month.

‘An additional factor in the poor performance 
in November was the factory shutdowns around 
Halloween – planned closures to mitigate 
against any disruption arising from the potential 
departure of the UK from the EU without a 
deal on October 31. These stoppages were in 
addition to those in April, when car production 
fell 44.5 per cent, and add to the list of costly 

Brexit contingency measures implemented by 
the automotive sector – a bill that stands at more 
than £500 million.’

Brexit uncertainty definitely created a drag on 
sales in car dealerships in 2019. But the wider 
move away from diesel (and ultimately internal 
combustion engined vehicles altogether) also 
began to turn the screw. 

Electrification demands significant investment 
in plant, equipment, R&D, training and 
recruitment. The move also requires considerable 
investment in recharging infrastructure, battery 
technology and new factories to produce the next 
generation of electric vehicles. 

Aston Martin has led the charge with a massive 
investment in its new St Athan plant in South 
Wales. But many others producing traditional ICE 
engines and parts for these vehicles will need to 
begin retooling and reskilling. Some government 
support will be needed to ease these costs if 
OEMs are to keep up with the pace of change in 
Germany and beyond. 

So, there is no doubt that 2020 will be a year of 
continued significant and disruptive change for 
OEMs and, by extension, dealerships. 

The emphasis this year must be on celebrating 
the successes which show the way towards 
creating a sustainable automotive sector fit for the 
fossil fuel-free future that we need to build over 
the next 15 years or so. Those who embrace this 
change and recognise the opportunities as well as 
the challenges will be the winners. 

However, the work needs to start in earnest 
now. Focusing on building news skills and 
services and staying close to customers to retain 
them through the transition will be all-important 
in 2020 and beyond.

Helping protect businesses across the country for

over 50 years - from independent repairers and small

garages to larger franchise dealerships

Contact us to find out more: 

T:  +44 (0) 800 612 2284
E:  automotive_enquiries@ajg.com

Arthur J. Gallagher Insurance Brokers Limited is authorised and regulated 
by the Financial Conduct Authority. Registered Office: Spectrum Building, 
7th Floor, 55, Blythswood Street, Glasgow, G2 7AT. Registered in Scotland. 
Company Number: SC108909. FP04-2018 Exp. 04.01.2019 

©2018 Arthur J. Gallagher & Co.

ajginternational.com

G
ST

-2
25

26
0

26
4

Gallagher Automotive
Specialist Motor Trade Insurance

The only viable key management solution for automotive 
dealerships
Traka Automotive creates hundreds of opportunities every day to:

Email automotive@traka.com or call 0333 355 3726

traka-automotive.com

• Reduce costs
• Be more productive
• Sell more cars

• Improve customer satisfaction
• Know how your business is 

performing
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Baylis Group has awarded Aston 
Barclay a solus remarketing contract 
worth 2,000 units a year.

The group was impressed with Aston 
Barclay’s Cascade digital technology 
proposition as it transitions its used cars 
from retail to wholesale.

Baylis is one of the largest independent 
Vauxhall dealer groups in the UK with 
eight branches across Gloucestershire, 
Herefordshire and Worcestershire.

All part-exchanges will be sold either 
online or at Aston Barclay Westbury’s 
weekly Wednesday dealer sale.

Baylis is planning to use the e-Valuate 
appraisal and inspection app to collect key 
vehicle details and images once a part- 
exchange reaches a dealer.

Each used car will then be automatically 
uploaded to e-Xchange on a real-time 
‘buy now’ basis. After a few days, if the 
car hasn’t sold online, it is immediately 
transferred to Westbury to be sold at 
physical auction.

Adrian Ford, group sales operations 
manager of Baylis Group, said: ‘We 
optimise new technology across our 
group to support our team of nearly 400 

colleagues and our customers, which 
includes our Baylis TV channel.

‘Being able to sell used cars upstream 
online as soon as they reach our sites is 
very powerful and will reduce stocking 
days and transport costs.

‘Meanwhile, having a great physical 
auction in the form of Westbury behind us 
if the car does not sell online means we are 
covered across all bases.’

Richard Cross, Aston Barclay’s group 
sales director, said: ‘Baylis is a great 
business and has a great reputation with 
its customers across a large region of the 
country. We look forward to blending our 
technology with physical auctions to drive 
its used car remarketing strategy.’

Auctions.
ASTON BARCLAY

Why can’t I quit my hoarding habit?
James Baggott, p82

Pearson
AUCTION STATIONS

Getting the best value  
deal for part-exchanges

With the March plate change period nearly upon 
us, dealers should be planning now for all the 
additional activity this brings. 

Volumes typically rise substantially in the wholesale 
markets, and stock levels traditionally remain high until at 
least early May.   

The dynamics of the wholesale market change as a 
result and, from the dealer’s perspective, now is a great 
time to appraise any over-age stock and get it sold, clearing 
the decks as it were. While there will still be plenty of 
demand for the best, retail-quality cars, vehicles that are 
in poorer condition, lower spec or higher mileage must be 
valued to sell in line with market sentiment.

BCA Valuations can help in this respect, bringing clarity 
and objectivity to the appraisal and valuation process.  

BCA Valuations predicts the final hammer price on 
vehicles sold at BCA and uses fully automated machine 
learning algorithms to calculate fair and unbiased 
valuations, based on 200 distinct data points across five 
million real transactions. 

The service is provided daily to BCA customers using 
the BCA Dealer Pro system and underpins a range of 
pricing services BCA provides for the used vehicle sector.

Uniquely, BCA Valuations also provides future auction 
values, allowing dealers to make informed decisions on 
retail customers’ part-exchange vehicles today that might 
not come back into their network for several weeks.

With the used sector providing the best profit 
opportunities for retail dealers and the steady rise of 
24/7, 365-day trading in used vehicles, monthly price 
adjustments no longer meet the needs of our customers.  

It’s important for dealers to be able to offer a quick and 
efficient valuation process on a part-exchange vehicle and 
this is where BCA Dealer Pro and BCA Valuations deliver 
real benefits. Dealers have access to  
accurate remarketing sale values in  
real-time using a range of insight.

Digital technology helps 
land solus remarketing deal

BCA has won the prestigious Remarketing 
Company of the Year accolade in the  
2020 What Van? Awards.

The award recognises those companies 
that provide the best support to 
commercial vehicle operators and 
demonstrate an innovative approach and 
broad range of services.

The award was collected on behalf of 
BCA by marketing director Bradley Lucas 
at a glittering ceremony held at the Hilton 
London Bankside. 

The What Van? Awards judging panel 
was impressed by the quality of the 
services BCA delivers across the board, and 
the opportunities BCA offers customers to 
buy and sell in physical auctions, online 
sales and via digital platforms.

BCA works with company fleet 
operators and leasing firms to provide 
a comprehensive range of remarketing, 
logistics, refurbishment, inventory 
management and vehicle storage services 
for the light commercial sector. 

Prestigious industry award for BCA

Stuart Pearson is BCA UK’s chief 
operating officer for remarketing. Visit 
bca.co.uk or call 0345 600 6644.

www.fleetauctiongroup.com     

Excellent variety of weekly stock from premium sources

Fixed cost buyers premium
User friendly website & stock locator. On-line bidding

Fleet Car Sales every Tuesday at 1pm & Thursday at 10am
Van sales every Wednesday at 10:30am
Wheelchair Accessible Vehicles fortnightly, Wednesdays at 10am
Truck, Trailer & Plant fortnightly, Wednesdays at 12noon
Collection of vehicles 24 hours a day, 7 days a week
Purpose built 15 acre auction complex 
Enclosed and heated auction halls and viewing area
Vehicle refurbishment facility
The UK’s finest auction restaurant
Central UK location (Leicestershire)

Call 01530 833535 or go online
for account application

The Fleet Auction Group
Professional Vehicle Auctions
for Professional Vendors & Buyers

NAMA Vehicle Grading

Car dealer new strip ad Revised  4/4/18  12:01  Page 1
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Average used car values at BCA surged 
during November 2019, rising by £453 
(4.7 per cent) during the month to reach 

£10,101 – the third highest figure on record.
Year on year, the headline figure 

was up by £235, equivalent to a 
2.4 per cent increase in average 
values despite both average 
age and mileage rising – a 
result reflecting both the 
steady demand from buyers 
and a well-balanced supply of 
stock from vendors.

Buyer demand remained 
strong for good-quality stock, with 
competitive bidding in-lane, via BCA Live 
Online and the BCA Buyer app. Average values for 
fleet & lease, dealer part-exchange and nearly-new 
vehicles all rose during the month.

There were good levels of confident trading 
activity at BCA across all sectors during 
November, with both high-volume buyers and 
independent dealers competing for stock.  

With strong demand for stock as we 
approached the Christmas period and in 
expectation of continuing high levels of used 
vehicle activity, BCA held a series of special sales 

during the period between Christmas and the 
new year to support customers.  

With both in-lane and online sales 
being staged during the festive  
season, we aimed to give our 
customers the opportunity to 
purchase from a wide 
selection of vehicles 

through the choice of 
channel that meets 

their needs: physical, 
Live Online, BCA Buyer app 
or Bid Now, Buy Now. We are 
giving our customers a truly 
personalised buying experience 
that supports their business needs. 

Fleet & lease values averaged 
£12,181 at BCA in November 2019 – the 
highest average value on record for fleet stock.  

In fact, the three highest average monthly 
values on record have been recorded in the past 
three months. Year-on-year values were up by 
£499 (4.3 per cent) despite both average age and 
mileage rising. 

The retained value against original MRP 
(manufacturer’s retail price) averaged 42.7 per 
cent – down by 2.1 percentage points year on 
year. Dealer part-exchange values rose marginally 
during November 2019, increasing by £9 over the 

month to reach £5,189.
Average values for part-exchange 
vehicles were down by £100 (1.9 per 

cent) against the same month last 
year, with stock showing a similar 
profile of age and mileage. Values 
for nearly-new vehicles at BCA 
improved to £25,787 in November 

2019 – the second highest value 
recorded in 2019. Year-on-year values 

were up by £1,617 (6.7 per cent). 
Model mix has a significant effect in this 

sector, with brand-specific winners and losers.

Stuart Pearson, chief operating officer for BCA’s UK remarketing operation, says the company 
is giving its customers a personalised buying experience that supports their business needs. 

Average
used car
value:

£10,101

Confident traders send values
soaring during a busy month

Taking Stock.
Remarketing specialist BCA analyses its latest Pulse report to give its  
thoughts on matters that dealers need to consider in the months ahead.

Dealer  
part-exchange 

values:
£5,189
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Approved Schemes

RAC Approved Dealer Network
W: rac.co.uk/getapproved
T: 0330 159 1111
E: dealernetwork@rac.co.uk
Info: Being authorised to use  
the RAC name as a badge of  
quality creates strong  
consumer confidence and  
increases profitability.

Aftersales Retention Solutions

eDynamix
W: edynamix.com
T: 0845 413 0000
Info: Industry-leading connected 
software systems including plans, 
VHC with video and finance, service 
reminders, vehicle sales and stock 
management, and secure drop-off 
and collection lockers.

Architect

Morton Wykes Kramer
W: mortonwykeskramer.com
T: 01604 661800
E: dominic@mortonwykes.com
Info: We design new showrooms 
and remodel old showrooms to 
meet new brand requirements. If 
you need to redevelop your site, ask 
us to undertake a feasibility study.

Finance

First Response
W: firstresponsefinance.co.uk
T: 0115 946 6317
E: marketing@frfl.co.uk
Info: First Response is an award-
winning UK finance company 
providing simple financial 
solutions. Get in touch and let us 
help increase your profits.

Finance

Close Brothers
Motor Finance
W: closemotorfinance.co.uk/
Info: Close Brothers Motor 
Finance are a specialist finance 
provider, working with over 
8,000 dealer partners to offer 
flexible finance solutions for car, 
motorcycle and LCV customers.

Flags & Banners

Flags and Flagpoles
W: flagsandflagpoles.co.uk
T: 01509 501180
E: automotive@flagsandflagpoles.co.uk
Info: Leading supplier of banners, 
frames, printed flags, flagpoles, 
bunting and more. Midlands based. 
UK stock and in-house printing 
facilities for quick despatch.

Business Services

Trust Systems Limited
W: trustsystems.co.uk
T: 01285 898054
E: marketing@trustsystems.co.uk
Info: Trust utilises innovative 
technology such as cloud, digital 
and wifi to deliver a foundation to 
revolutionise the way car retailers 
interact with their customers. 

James Litton
TRADER TALES

Plenty of life in the internal
combustion engine yet...

James Litton is an automotive retail 
consultant who always has something  
to say about the industry he loves.
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Auctions & Trade-To-Trade Sales

BCA
W: bca.co.uk
T: 0344 875 3480
E: customerservices@bca.com
Info: BCA’s remarketing 
programmes deliver volume, choice 
and availability for buyers, and 
speed, efficiency and market-
leading returns for sellers.

‘Record year for zero-emission cars fails to reboot  
UK market’ was the headline adorning the home 
page of the SMMT website at the time I put pen to 

paper for this column.
It is clear that consumer appetite for both BEVs and 

PHEVs is growing, but before we ring the death knell for 
combustion-engine vehicles once and for all, it is also 
important to note the 2019 success of two brands with 
little or no EV offering: Dacia and Seat. Dacia finished 2019 
with 28 per cent growth on 2018, recording a total volume 
of 30,951. And while Seat didn’t achieve such impressive 
year-on-year growth, it did record a nine per cent increase, 
resulting in a total volume of 68,798.

Despite changing consumer attitudes and increased 
consideration for EVs, it is clear that price and value for 
money are just as important to car buyers when it comes to 
the purchase of their next vehicle, if not more so.

According to the Office for National Statistics, the median 
average disposable income in 2019 (taking out income tax 
and national insurance contributions) was £29,400. 

Although that sounds like a  
lot of money, it is important to 
factor in living expenses such as 
rent/mortgage payments, food 
and utilities. 

The crucial point of this 
statistic is that since 2017, the 
growth in this figure has been a 
modest 0.7 per cent a year. 

However, not only have cars 
increased in price significantly 
over that time, EVs attract 
significant premiums over their combustion-engine 
counterparts. The SMMT piece goes on to say: ‘Industry 
calls for measures to increase uptake of latest, low-emission 
vehicles – a vital step in tackling environmental concerns.’ 

Let’s be honest about it – neither the SMMT nor its 
members are overly concerned with the environment in 
2020; they are more worried about another year of regression 
in the total new car volume.

No political party wants to be seen as the supporter 
of dirty combustion engines, but ironically, the income 
generated from a stimulus in the car market could help 
support the investment required to deliver EV or alternative-
fuel vehicles to the market. 

Therefore, manufacturers such as Renault and VAG are left 
having to fund these investments through growth strategies 
in volume brands like Dacia and Seat.

The exponential growth in EV sales will no doubt 
continue in the coming years, but the time at which  
they overtake conventional combustion 
engines is some way off.

‘The SMMT and 
its members 
are not overly 
concerned 
with the 
environment.’

Auctions & Trade-To-Trade Sales

1Link
W: 1linkdisposalnetwork.co.uk
T: 0333 060 6015
E: recruitment@1link.co.uk
Info: Find thousands of quality 
used vehicles. Ex-fleet, leasing 
and manufacturer vehicles from 
leading vendors with buyer fees 
of just £95 per vehicle.

Classified Advertising

CarGurus
W: cargurus.co.uk
T: 0808 169 7299
E: marketing-info@cargurus.co.uk
Info: Building the most trusted 
and transparent auto marketplace. 
We help dealers quickly and easily 
market their vehicles and connect 
with ready-to-buy shoppers.

Automotive Ecommerce

GForces
W: gforces.co.uk
T: 01622 391904
Info: GForces delivers class-
leading ecommerce solutions. 
We work with global vehicle 
manufacturers, the world’s largest 
dealer groups and independent 
retailers around the planet.

Classified Advertising

Leasing.com
W: leasing.com
T: 0161 482 7650
E: help@leasing.com
Info: Leading online marketplace 
for new vehicle leasing, bringing 
together over 2m offers from 
franchised dealerships, leasing 
brokers and independent funders.

HR & People Management

HR Manager
W: hrmanager.co.uk
T: 01480 455500
E: info@hrmanager.co.uk
Info: HR Manager is Lawgistics’ 
new digital compliance portal 
designed to assist employers 
manage their legal obligations, 
responsibilities and duties.

Auctions & Trade-To-Trade Sales

Manheim
W: manheim.co.uk
T: 0333 136 1750
E: sales@Manheim.co.uk
Info: Leading provider of 
integrated products and services 
for the vehicle remarketing 
sector, including auctions, 
inspection and reconditioning. 

Insurance

Aston Lark 
W: www.astonlark.com 
T: 01732 872899  
E: jem.emirali@astonlark.com
Info: Specialists in motor trade 
insurance. From car dealers to 
garages, recovery operators to 
classic car collections, we can tailor 
packages to individual needs. 

Finance

MotoNovo Finance
W: motonovofinance.com
T: 0844 770 4438
E:  info@motonovofinance.com
Info: From two per cent market 
share of used car dealer finance 
in 2004 to 20 per cent in 2017, 
we are established experts that a 
growing number of dealers trust.

is now on Issuu
Go online to issuu.com/blackballmedia where

you’ll see editions of Car Dealer
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Lead Management

Codeweavers
W: codeweavers.net
T: 0800 021 0888
E: contactus@codeweavers.net
Info: Codeweavers’ solutions 
have a proven track record of 
helping manufacturers, dealers 
and finance lenders sell more.

Lead Management

GardX AD-Vantage
W: gardx.co.uk/gardx-ad-vantage
T: 01243 376426
E: goforaspin@gardx.co.uk
Info: The award-winning 360 
service offers an engaging display 
of the vehicle while additionally 
presenting profitable F&I products 
to a consumer.

Warranty Providers

Warrantywise
W: warrantywise.co.uk/dealer
T: 0800 001 4551
E: dealers@warrantywise.co.uk
Info: Warrantywise sells more 
than 100,000 warranties per  
year. Personally designed by 
Quentin Willson to be the UK’s 
best used car warranty.

Marketing, PR & Video

OnCue Communications
W: oncuecomms.com
T: 023 9252 2434
Info: OnCue Communications is a 
leading provider of PR, video and 
events services to the automotive 
industry. The PR team has a proven 
track record of securing high-value, 
big-impact media coverage. 

Warranty Providers

WMS
W: wmsgroup.co.uk
T: 01844 293810
E: dealers@wmsgroupuk.com
Info: Open 24/7, we offer  
award-winning warranty  
products for FCA- and  
non-FCA-registered dealerships.

Vehicle Tracking

Meta Trak
W: metatrak.co.uk
T: 020 8867 2340
E: enquiries@metatrak.co.uk
Info: Total vehicle security. Clever 
tracking technology, advanced 
immobilisation, 24/7 monitoring 
and an easy-to-use app. Security. 
Connectivity. Peace of mind.

Vehicle Photography

Dealer 360
W: dealer360.co.uk
T: 01270 780855
E: nicky.spratt@ukturntables.com
Info: UK makers of photo booths 
incorporating our turntables for 
car, van and m/cycle dealers. Our 
software controls both turntable 
and cameras – a one-stop solution.

Trade Bodies

Independent Garage Association
W: independentgarageassociation.co.uk
T: 0845 305 4230
E: enquiries@rmif.co.uk
Info: The IGA is the largest 
representative body in the 
independent garage sector, 
helping independents to thrive in 
all aspects of their business.

Confessions
YOUR REAL STORIES

We sent a card on behalf  
of colleague’s secret crush

Every St Valentine’s Day, I am reminded of a prank I 
helped play on a colleague at a dealership I worked 
at back in the ’90s.

Basically, this chap saw himself as a bit of a ladies’ 
man and liked to tell us all about his girlfriends, sexual 
conquests, seedy encounters and so on. To be honest, we 
were all pretty sceptical and thought he was exaggerating 
most of the time. Maybe he thought he was impressing 
us – but he was wrong.

The dealership was located next to a rather nice coffee 
shop and delicatessen – and amongst everything else 
he had going on in his not-particularly-private life, our 
colleague started to develop a crush on a female member 
of staff there.

In fact, he wouldn’t stop talking about her – and his 
sudden fondness for cappuccinos and fancy pastries must 
have become a rather expensive habit as he would call in 
three or four times a day.

In among his general 
observations about this 
unfortunate lady, he had the 
feeling that it would only be 
a matter of time before she 
succumbed to his charms and 
agreed to go for a drink with 
him, or maybe a meal.

Anyway, this little episode 
was unfolding shortly after 
Christmas, in the period 
between new year and St Valentine’s Day – and so it was 
that we hatched a cunning, and timely, plan.

Tired of his constant chatter, we bought a Valentine’s 
card and sent it to him, pretending it was from the ‘girl 
next door’. We even wrote a little poem which we knew 
he would fall for hook, line and sinker – even if it wasn’t 
particularly subtle:

‘Roses are red,
Violets are blue,
I work in the coffee shop,
And I fancy you.’
It seems hilarious looking back – and there was more. 

Within the card, we suggested a rendezvous on behalf 
of his secret crush, in a pub on the other side of the 
dealership and a few doors down the road.

And so it was, at 7.30pm one Friday in mid-February, 
that our flirty colleague rocked up at the boozer – to find 
us all there to greet him and no sign of his love interest! 
Luckily he saw the funny side – and even more so when 
he had the last laugh. He did persuade the coffee shop 
girl to go out with him in the end... 
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‘Roses are red, 
violets are 
blue, I work 
in the coffee 
shop, and I 
fancy you.’

Key Control

Traka  
W: traka-automotive.com 
T: 0333 355 3726  
E: automotive@traka.com
Info: Bespoke software and
electronic key management
cabinets to deliver the most
effective solution to dealerships to
manage their keys and vehicles.

Tell us your story
Have you something to confess? Email us on  
editorial@blackballmedia.co.uk or post it on our  
forum – cardealermagazine.co.uk/forum

Paint Protection

GardX International Ltd
W: gardx.co.uk
T: 01243 376426
E: info@gardx.co.uk
Info: GardX delivers a range 
of award-winning innovative 
products and services approved 
by motor manufacturers and used 
by motor dealers worldwide.

Trade Bodies

Ben
W: ben.org.uk
T: 0808 131 1333
Info: Ben is a not-for-profit 
organisation that partners with  
the automotive industry to  
provide support for life to its  
people and their families. 

Legal & Compliance

Lawgistics
W: lawgistics.co.uk
T: 01480 455500
E: sales@lawgistics.co.uk
Info: The legal experts for the 
motor trade, giving advice and 
support to our industry for over 
15 years. Not anti-consumer, just 
pro-trader.

Key Control

Keytracker Ltd   
W: keytracker.com  
T: 0121 559 9000   
E: sales@keytracker.co.uk
Info: Robust mechanical and 
electronic key systems and 
cabinets with two-year warranty. 
24-hour service. Guaranteed best 
prices – rent or buy.

Insurance

Gallagher
W: ajginternational.com/motor-trade/
T: 0800 612 2284
E: automotive_enquiries@ajg.com
Info: From SMART repairers to 
multi-franchised dealerships, 
our experienced team provides 
exclusive enhanced policies from 
insurers and underwriters.

Video

CitNOW
W: citnow.com 
T: 01189 977740
E: reply@citnow.com 
Info: CitNOW Sales, Workshop, 
Web and Bodyshop are app- 
based video solutions to create a 
more transparent and easier car- 
buying and owning experience.

Marketing, PR & Video

Marketing Delivery
W: marketingdelivery.co.uk/
T: 01892 599911
E: get.in.touch@marketingdelivery.co.uk
Info: Creating and distributing 
personalised, timed, mobile-
optimised communications that 
improve conversion, satisfaction, 
retention and reputation.

Insurance

Unicom
W: unicominsurance.com
T: 0344 620 1000  
E: sales@unicomins.co.uk
Info: Specialists in motor trade 
insurance. We can supply a 
number of policies tailored to suit 
your needs, including breakdown 
cover for motor traders!

Website Design & Digital Marketing

Modix
W: modix.co.uk
T: 0333 444 0351
E: hello@modix.co.uk
Info: Modix is the #1 market leader 
in automotive digital marketing. 
Contact us to see how we can  
help you meet the demands of a 
digital retailing future.
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Visit BE-SMART.TODAY

A smarter way to protect 
your customers
SMART Protect minor damage insurance was created because 
your customers are always our priority. With an ‘Excellent’ customer 
service rating on Trustpilot, SMART Protect offers an effi  cient and 
transparent claims process via the AutoProtect Claims App. Working 
exclusively with AutoProtect, repairs are carried out by Shine!, our BSI 
accredited vehicle repairer. All of this makes SMART Protect the 
smartest option for both you and your customers.
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LATEST FROM THE FLEET...

Volvo
V60

THE KNOWLEDGE

If you’ve failed to spot Volvo’s move away 
from grandfather-clock-shuffling estate-
mobiles to modern man’s classy alternative 
to German bore boxes, then you’ve probably 

been hiding under some Ikea furniture.
Volvo’s departure from fuddy duddy to cool 

kid has been facilitated largely thanks to some 
stonking new designs that have added smart 
lines, chiselled chins and brilliantly usable 
interiors to a brand that desperately needed a 
fresh injection of life. First came the refreshed 
SUVs. Now the brand has moved on to updating 
its heartland – models such as the mid-range S60 
saloon and V60 estate – and it’s the latter we have 
on long-term test here.

Choosing the specification of this long-termer 
was a joy. The brown on Angel Delight brown 
colour scheme I opted for isn’t to everyone’s 
tastes. It’s been cruelly described by some as a 
‘coffee shop disaster’, while others have labelled 
it a masterpiece. Naturally, I agree with the latter. 
I think the Maple Brown paint works a treat and 
the sand-coloured leather seats have a hint of 
stately home luxury about them.

The Inscription Plus is an impressive 
specification. I opted for slightly larger wheels, 
which make the ride a little on the hard side, but 
it’s not unbearable, and importantly they look 
superb. Couple these with the stylish headlights 
and sporty trim and the V60 becomes even more 
of a handsome machine.

At just shy of 2,500 miles into my tenure with 
the Volvo, this first report is a little late arriving, 
but that’s mostly because there have been a few 
teething troubles with KR69 FPL.

The first transpired on the day it arrived 
– a ‘Blind Spot Warning’ light illuminated 
intermittently on the dash. I gave it a few 
hundred miles to see if it disappeared but it 
didn’t. Instead of a trip to a local dealer, Volvo 
wanted to take the car back themselves to check 
it over and their technicians completely reset the 
software. This worked, but only temporarily, with 
the fault reappearing a few days later.

Back the Volvo went for further investigation, 
and after two weeks in the hands of the firm’s 
top mechanics the fault was solved. They didn’t 
tell me exactly what it was, but needless to say it 

caused them a headache, if I can read anything 
into their frustrated emails.

On the plus side, I used the two return trips 
as an excuse to try out some accessories for the 
V60. The first time, it came back with a roof rack 
and three bike-holders for a short break to Center 
Parcs. The official accessories worked brilliantly 
and kept the bikes securely locked in place, which 
meant I didn’t have to worry about leaving them 
during my trips to service stations on the way.

The second time, the V60 returned with a 
smart roof box for my annual ski trip to the Alps. 
I’ll be driving down with my daughter in a few 
weeks, and although the boot space with the 
seats down has plenty of room for a snowboard, 
supplies and the three suitcases full of cuddly 
toys that will be ‘vital’ for the trip to the slopes, 

Model:  Volvo V60
Price (as tested):  £50,295
Engine:  D4 diesel
Power:  190bhp
Torque:  400Nm
0-60mph:  7.6 seconds
Max speed:  137mph
Emissions:  117g/km
Economy:  64mpg
Mileage:  2,458

THIS MONTH’S HIGHLIGHT:
Transporting three people, bikes and luggage  
to Center Parcs with room to spare.

I fancied a bit of extra storage space. The official 
top box fits beautifully and looks good too – 
even if it does give the Volvo a whiff of Donald 
Trump’s quiff about it from a side view.

I’ll mention a couple of other niggles while 
we’re here too. The keyless entry doors have 
an annoying habit of not working all the time, 
normally when I’ve got my hands full of shopping 
and/or it’s raining. It’s frustratingly intermittent 
but happens often enough for the Volvo to have 
learnt some colourful expletives.

The Apple CarPlay doesn’t always connect 
either, and I’ve found the only way of solving it is 
the IT expert’s favourite solution of turning it off 
and on again.

Anyway, despite these issues, I love the Volvo. 
Having stepped out of an electric BMW i3 that I 
ran as my previous long-termer, I admit the swap 
back to a noisier diesel engine was quite a shock. 
When you’ve got used to silent motoring, even 
whisper-quiet combustion engines sound loud.

The D4 in the V60 is a little on the noisy side, 
but its 560-mile range between fill-ups is a joy. I’m 
averaging around 38mpg, which isn’t great, but 
most of my driving is around town, where diesels 
aren’t at their most efficient.

Despite the bigger wheels, I’ve found the ride 
pretty good and it’s plenty fast enough. The 
automatic gearbox hasn’t been ruined like in most 
new German models, but there is still a lag when 
you put your foot down. 

Next up is the trip across France. I’m hoping 
those comfy seats and huge fuel tank 
will come into their own on the 1,200-
mile round trip. I’ll report back soon.

Long-termers.

Our latest long-term test car 
arrived with an electrical gremlin 
that proved hard to shift...

by JAMES BAGGOTT
@CarDealerEd

Choosing the specification of this handsome long-termer was a joy, says James
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It’s easy to see why SUVs are so popular. 
They’re large, spacious and comfortable 
while also being good-looking and 
remarkably competent to drive – in most 

cases, that is. But they can occasionally lose out 
on the personality side of things, and that’s an 
area where Seat usually does quite well.

This is where the new Tarraco comes in. 
Based on the same platform that you’ll find 
underpinning the Skoda Kodiaq, it’s a seven-
seater SUV which, Seat hopes, will offer up a bit 
more in the way of personality than other cars in 
the segment. We’ve got one to test over the next 
six months to find out if it has succeeded.

Off the bat, things look good. The Tarraco is a 
stylish-looking thing – though the all-white paint 
scheme has led us to dub it ‘Moby Dick’ – and 
from every angle it’s sharp and well thought 
through. First gold star goes to Seat.

Then there’s the practicality side of things, 
which is paramount in a car like this. We’ve 
added rubber mats to ‘our’ Tarraco – they’ve 
always been a great addition to help keep things 
clean and tidy, and on a recent bike ride they 
proved their worth immediately. 

The best part is that once you’re done, you can 
take them out, hose them down and whack them 
back in again.

The boot space is superb, and with second and 
third rows flat you can get a full-size mountain 
bike in there without having to remove the 
front wheel, and that’s something few cars can 
offer. Fold that middle row back up and the rear 
passengers have plenty of legroom, while the 
seats can be pushed forward or back on rails – 
another handy feature.

Our car comes in XCellence, which is second 
from the top in the list of available specifications 
for the Tarraco. Options such as parking assist, 
Alcantara sports seats and keyless entry are all 
added at this grade, although sadly for this time 
of year heated seats are omitted.

And then there are the 19-inch machined 
alloy wheels. Again, these are fitted as part of the 
XCellence pack, but they’re a feature that I have a 
bit of a gripe with. They put too much of a harsh 
edge on to the car’s ride and make it far more 
jittery than you’d want a car of this type to be.

Ford S-Max Vignale

THE KNOWLEDGE

OTHER CARS WE’RE DRIVING

With our Ford Focus Vignale having left us, we 
welcomed its replacement: a Vignale relative at 
the other end of the Ford spectrum: the S-Max. 
It’s doing well so far – full report next issue.

Mileage: 1,952

LATEST FROM THE FLEET...

Seat
Tarraco
Large Spanish SUV is bristling 
with clever features, but what’s it 
like to live with? Let’s find out...

The Seat Tarraco feels like it has a bit more character than other SUVs on the market today

Model:  Seat Tarraco
Price (as tested):  £35,305
Engine:  2.0-litre turbocharged diesel
Power:  148bhp
Torque:  340Nm
0-60mph:  9.6 seconds
Top speed:  123mph
Fuel economy:  38.2mpg
Emissions:  146g/km CO2

Mileage:  472

THIS MONTH’S HIGHLIGHT:
Enjoying the great comfort levels and 
practicality of this new addition to the fleet.

Long-termers.

Elsewhere, the Tarraco is supremely 
comfortable, so it seems mad to undo this by 
adding huge wheels that take away that excellent 
ride quality. Personally, I’d option a much smaller 
alloy – they might not look quite as good, but the 
ride is improved by a hefty amount.

Underneath the bonnet sits a 2.0-litre 
turbocharged diesel engine with 148bhp. It’s not 
an awful lot of power for a car of this size, but 
it gets the Tarraco up to speed in a reasonable 
enough time. Sprightly it isn’t, but a by-product of 
this reduced pace is excellent economy.

Seat claims up to 38.2mpg combined for 
the Tarraco, and I’ve already been well within 
touching distance of this figure – despite the 
car not being quite run in yet. It means that the 
Tarraco drives around simply sipping diesel, 
and that’s a refreshing thing to say about a large, 
relatively heavy SUV.

I’m traditionally someone who leans far more 
towards estate cars as a viable family option 
rather than an SUV, but the Tarraco does make 
me think twice about this assumption. It’s 

efficient, good-looking and comfortable (when 
you’re riding on smaller alloys, that is). Plus, it just 
feels like it has a bit more character than other 
SUVs on the market today.

Oh, and it’s worth pointing out that our 
car chimes in at just over £35,000 without any 
options added. That’s for a fully specced, bristling-
with-equipment SUV with seven seats and an 
efficient diesel engine. 

Head over to other ‘premium’ brands and 
I’d argue that to get the same level of tech and 
features as standard you’d be knocking on the 
door of £50,000. And that’s for this bells-and-
whistles version; the entry-level SE model kicks 
off from £28,320 and still gets all the practicality 
that this car has. Which, as I’ve mentioned before, 
is what it’s all about in this segment.

We’ve got several more months to go behind 
the wheel of the Tarraco and I’m sure that it’s 
going to prove immensely popular – so stay tuned 
to see how we get on with it.

by JACK EVANS
@jackrober
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Mazda3 Skyactiv-X Suzuki Swift Attitude

THE KNOWLEDGE

Ryan Hirons’ impressions of this car are that it  
could be a real Ford Focus challenger – he’s been  
wowed by its levels of efficiency and refinement, 
having completed a couple of long journeys in it.

Car Dealer Dave took possession of this stylish 
little supermini over Christmas and was thoroughly 
impressed with its nimble handling, interior 
roominess and fantastic fuel economy.

Mileage: 3,885Mileage: 6,330

Audi has done a miraculous job of 
covering almost every car niche under 
the sun. Saloon, hatchback, SUV, 
crossover, coupe-styled SUV, supercar, 

super-SUV – it’s got something for everyone.
And now those who want SUV styling but 

don’t want the bulk of an actual SUV will be 
delighted to see that Audi has worked its magic 
yet again with this, the A1 Citycarver.

Based on the upmarket supermini, the 
Citycarver offers SUV-like looks on a much 
smaller shell, with rugged plastic cladding added 
to the lower edge of the body. The ride has also 
been lifted slightly for a marginally better view of 
the road in front.

Apart from that, there’s little change from the 
standard A1, which we liked when we tested it at 
the launch last year – and now we’ve been offered 
the chance to live with one for a while.

So what have we got for the next few months 
then? Well, with our test car costing close to 
£27,000, it had to come with a decent amount of 
options to justify that price.

The base car has a mixture of S line and Sport 
equipment from the standard A1, but by adding 
the Comfort and Sound, Plus and Technology 
packs, our Citycarver arrived with almost all 
of the equipment you could ever need in a 
supermini.

A digital instrument display, Bang & Olufsen 
sound system, rear-view camera, heated front 
seats, dual-zone climate control, 10.1-inch 
infotainment touchscreen, LED headlights, lane 
keeping assist and pre-sense front are all included.

That’s alongside the 30 TFSI petrol engine, 
which is a 1.0-litre petrol unit developing 114bhp 
and 200Nm of torque. That means the Citycarver 
can get from 0-60mph in 9.7 seconds and reach 
a top speed of 124mph – not bad at all for a city-
focused supermini. Paired with a seven-speed 
S tronic automatic transmission, the Citycarver 
makes mostly smooth progress – although it can 
be a bit sluggish under hard acceleration.

But don’t expect this trim upgrade to 
revolutionise the A1 as a whole. It’s still just as 
compact as before, with the 335-litre boot proving 
to be quite practical, although with a taller driver 
up front, the leg room in the rear isn’t so great.

In the first month of running this lightly lifted 
Audi, it’s travelled a fair distance. With more than 

Audi A1
Citycarver
Crossovers are dominating at 
the moment, and now one of the 
smallest offerings has joined us.

Our long-term A1 Citycarver has certainly travelled a fair distance in its early days on the fleet

2,000 miles under its belt, the Citycarver has been 
thoroughly run in, thanks to trips to Shropshire, 
Devon and London, among other destinations.

They haven’t all been plain sailing though, as 
after one trip back from the Midlands, a check 
engine light appeared – after only 1,000 miles 
or so. It was probably a sensor issue, as it soon 
cleared, but it gave us a little scare after such a 
short time in our hands.

It’s also been packed to the brim with people 
and luggage – with the former not being quite as 
comfortable even on short trips as many would 
like, and the latter easily filling up the boot as 
well as most of the back seats.

It also lacks character. Sure, it does everything 
you want but it just doesn’t grab you like some 
rivals. It feels much like its larger Audi brethren 
– professional and lacking any real charisma. 
Maybe that’s the point. We’ve got plenty of time 
to spend with the Citycarver, so we hope to take 
it out of its comfort zone a bit more and see if 
there’s some fun under the crossover-like exterior.

Model:  Audi A1 Citycarver 30 TFSI S Tronic
Base price:  £22,040
Price (as tested):  £27,695
Engine:  1.0-litre petrol engine
Power:  114bhp
Torque:  200Nm
0-60mph:  9.7 seconds
Top speed:  124mph
Fuel economy:  43.4mpg
Emissions:  146g/km CO2

Mileage:  2,250

THIS MONTH’S HIGHLIGHT:
Putting the car through its paces with trips to 
Shropshire, Devon and London.

by JACK HEALY
@jack_healy19
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Hoarding causes me a world of pain,  
but it’s a habit I just can’t break

Those who’ve read my rants before will know I have a habit 
of buying old cars, bikes and other machines and then 
putting them in storage and not using them. It’s a sort of 
hoarding affliction. Magpie-like, I spot some tatty old hot 
hatch, or similar, buy it on a whim and then stash it under 

an old bed sheet never to see the light of day.
The problem with this hoarding is that it attracts other hoarders. I 

spent two full days before Christmas sorting out our work storage unit 
which, like a street corner in London, had attracted piles and piles of 
what can only be politely described as crap from what I assume is half 
of Gosport.

Among the piles of old magazines, used coffee cups and empty 
Mac boxes, I found my Ford Fiesta XR2 hidden under two car covers. 
It seemed to be now doubling as a lean-to for a selection of CDX 
pop-ups, easels (of which I apparently own 14) and some Car Dealer 
Suppliers Guides from 2016.

Once I’d excavated the Ford, I pulled the cover back and 
had the bright idea of trying to start it. 

Why I did this when my main task was 
cataloguing the entire contents of the storage unit 
and making copious tip trips is beyond me, but 
I have the attention span of a toddler and the 
Fiesta was VERY shiny. 

The door opened – a bonus – the window 
didn’t (nothing new there then) and after I 
connected the battery it turned over. Of sorts. 

By turn over, I mean it coughed and wheezed 
in a 40-a-day smoker’s morning routine kind of 
way, and failed to combust any fuel. I emptied 
the contents of a can of Easy Start into an 
opening in the engine, which I assumed 
was the airbox, but this made little 
difference. Then the battery died. 

My colleague, whom I’d enlisted to 
help me compile an inventory of the lock-
up, asked why I’d ditched counting plates 
and feather flags and was instead swearing 
at a 33-year-old car. I really didn’t have an answer so 
instead uncovered my Peugeot 205 GTI and moved on.

The Peugeot was easier to extract from the rubbish. Regular readers 
will remember the unsuccessful sale attempt I’d made of my 1990s 
classic back in the summer. The one where I put it in an auction and 
then bought it back myself – a little outing that cost me close on 
£1,000 for the privilege of driving it to Warwickshire and back. The 
months haven’t eased the sting of that one, let me tell you.

Anyway, this was in a slightly better mood and agreed to start. 
Granted, there was a bit more carbon dioxide coming out of the back 
of it than the government/Greta/Sharon would probably like, but 
then I live next to Portsmouth and compared to the ferries it’s a small 

The last word
J A M E S  B AG G OT T

Against our better judgment, we give our CEO the final say each month

‘Among the piles 
of old magazines, 
used coffee cups 
and empty Mac 

boxes, I found my 
Ford Fiesta XR2.’

drop in the ocean. I reversed it out of the way and – huge  
success – the gearbox worked. OK, the gear knob might have 
disintegrated a little bit more in my hand, but I’m starting to think 
that’s part of the charm. I’m going to make a new one out of some 
sugar cubes, as it’ll be at least 73 per cent more structurally sound 
than the current one.

I drove it around the car park a bit, let it overheat and then 
reversed it back into place while my colleague coughed a lot and 
his eyes watered at the fumes. After a bit more pallet-moving and 
throwing away more empty boxes we’d decided we needed to keep 
for reasons only an insane person could understand, I looked at my 
bikes. Under two more blankets in the corner of the garage (it’s a 
big unit, which is half my downfall) were my Ducati 998 and BMW 
R1150 GS Adventure. 

Neither of them had moved in six months. In fact, the Ducati 
had clocked up the impressive total of 157 miles in 18 months, 

so of course I decided to attempt to start them both. 
By this point, my colleague had given up any 
hope of sorting the other piles of useless goods 

and was having far more fun laughing at my 
inability to keep anything that digested fuel 
in any working state. 

So, when I attempted to start my BMW 
and the battery made the feeblest attempts 
to turn over before promptly dying, the 
chuckles turned into full-on belly laughs. 

I ordered a new battery for the Fiesta and 
the BMW and then looked longingly at the 

Ducati. Plugged into a trickle charger, the battery 
looked fine, so I jumped on and thumbed the 

starter. The Italian spluttered and chugged 
away as it attempted to explode some 

unleaded in its cylinders, but – you 
guessed it – nothing. 

By this point, I was ready to hire 
a transporter for a trip to the beach, 

where I planned to push them into 
the sea, but instead I stormed out 

of the lock-up for an angry cup of coffee. I was gone 
five minutes and returned with a smile on my face, to a look of 
bemusement on my colleague’s face. ‘Why are you smiling?’ he 
asked. ‘Good news!’ I reported. ‘I’ve bought another car!’

During my short walk back to the office, my seven-year eBay 
search for a Citroen Saxo VTS had finally borne fruit. One had 
popped up for a staggering £1,750 so I bought it there and then 
sight unseen. Don’t ask me why. A bit like childbirth (I imagine), 
as soon as I’d left the lock-up I’d forgotten about the pain of the 
previous few hours and decided that what I really needed was 
more of the same. Will I ever learn?

James Baggott is the founder of Car Dealer Magazine and chief executive officer of parent company @BaizeGroup, an 
automotive services provider. He now spends most of his time on Twitter @CarDealerEd and annoying the rest of us.
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BCA Buyer app now includes live bidding. 
Manage your buying, wherever you are.
Leaving you free to close those important sales.

bcabuyer.co.uk

FROM FINGERTIP 
TO FORECOURT 
Say hello to your new buying app


