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Finance has become an increasingly integral part of car 
buying and now more than ever, it’s important that we 
recognise a need for constant change and growth in 
the industry. The FCA recently published their report 
on the motor finance industry and my view on it is 
that regulation, over the period, has been good for car 
retailers and will continue to help the industry move in 
the right direction.

Technology is set to play a big part refining the finance 
process and we’ve already started to answer this 
with findandfundmycar.com. Our vehicle aggregator 
platform launched last year to help improve the car 
buying process for both dealers and customers, and 
continues to do just that. We believe it provides 
the highest level of accountability in classified car 
marketing, an area that could be challenged in the 
future.

Industry news 
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The FCA  
Review

Produced by the MotoNovo Finance Marketing team. Information 
is subject to change and is correct at the time of print.

This spring, we’re giving you some handy tips on 
styling your showroom and the low down on electric 
vehicles. Our CEO also talks about the FCA review 
and we’ve shared some key takeaways that we think 
you’ll find useful.
 
This issue is chock-a-block with industry stats, 
business updates and dealer info. We hope you enjoy 
reading, and would love to hear from you if you have 
any article suggestions or want to feature in the 
Dealer Download section.

Enjoy!

The Drive Team
editorial@motonovofinance.com

Editor:  Deb Silver
Designer:  Mike Chivell
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While there are examples of 
dealers who do far better, typical 
finance penetration rates within 
the independent used car dealer 
segment are no more than 15%; yet 
the 90% new car finance penetration 
performance points the way to what 
is possible for used car dealers in the 
future.

A spark for  
positive change

The FCA have published their final findings on their review of the motor finance market. Hear straight from CEO, Mark 
Standish, on how MotoNovo and findandfundmycar.com will step into the future of vehicle finance and be ready for any 
changes that may lie ahead.

The customer proposition and 
experience in motor retailing needs 
to improve, that’s the clear message 
from the FCA’s review of our 
market. We see this as a significant 
opportunity to embrace a new 
retailing model centred around the 
finance that 80% of customers need 
and the sustainable margins that 
dealers require.

While the FCA report might be the 
‘spark’ for change in motor retailing, 
the evidence that the established 
used car retailing and financing model 
can only benefit from a ‘re-boot’ is 
evident.

In used car financing, around 65% 
of current used car buyers choose 
their bank or direct lender for a 
personal loan offered at a cheaper 
rate, within a customer journey that 
provides them with a greater sense of 
transparency and control.

The FCA makes it clear that they 
expect dealers to disclose commission 
and fees to customers in order to 
make dealer finance more transparent 
– something that dealers have been 
reluctant to do until now. 

The industry must also recognise 
that the distribution of dealer income 
between metal and ancillaries 
(particularly finance) will have to 
change. The FCA will just not accept 
a cross-subsidisation model designed 
to create a lower car price to enhance 
aggregator rankings.

The FCA’s review is set to change the landscape for lenders, dealers and brokers. The report was largely prescriptive, 
and key stakeholders, lenders and the FCA will be consulting over the next few months to see how we can improve the 
finance sector and impact positive change for customers, with technology set to play a big part in refining the process.

Here are four areas of possible change that are worth keeping on your radar:

 Ì Difference in charges (DICs) commission structures 
could change; DICs were scrutinised for their potential 
for customers harm and are likely to be questioned 
further still

 Ì Lenders might need to adopt an increased level of 
oversight over dealers/brokers to ensure compliance

 Ì Customer interest rates could soon be set by the 
lender, but rates available could still vary, subject to a 
justifiable reason such as a high credit risk

 Ì The FCA may ensure lenders complete more rigorous 
processes such as customer affordability checking

...the evidence that the 
established used car 
retailing and financing 
model can only benefit 
from a ‘re-boot’ is evident

 ...the 90% new car 
finance penetration 
performance points the 
way to what is possible 
for used car dealers
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Addressing these issues can enable 
the development of appropriate risk 
based pricing models in our industry, 
creating the opportunity for lower 
interest rates in dealer marketing. 
This is crucial when finance and car 
buying are so connected today and 
when increasing finance competition 
and online pricing transparency are 
prevalent.

As a business, we have a successful 
track record in innovating to help 
dealers. Take findandfundmycar.com 
for instance, a finance aggregator 
designed to create a feel-good car 
buying and selling experience. In one 
single joined up journey, car buyers 
can find their car, dealer and finance 
in a fair and transparent manner. 
This is just part of a broader package 
and culture that is delivering to 
dealers the most customer-centric 
and digitally enabled proposition 
available in the market today. In the 
weeks ahead we will be consulting 
with dealers and sharing our thoughts 
on the opportunities available and as 
outlined, the prize is well worth the 
effort!

Sources: FCA Review: our work on motor finance final finding

The FCA review 
What it could mean for you
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The Senior 
Managers &   
Certification 
Regime
What is it and 
what does it 
mean for you?

 Ì Visit www.fca.org.uk for the finalised guidance 

 Ì Keep an eye on our website and social media 
for more updates and tips

 Ì Create Statements of Responsibilities and 
identify the firm’s Certification staff 

 Ì Train Senior Managers and Certification staff 
on the conduct rules 

 Ì Make sure everyone who needs to be 
approved, is done so in appropriate controlled 
functions 

 Ì Prepare to register your firm’s details on the 
FCA connect system

The three main 
elements of SM&CR

The Senior Managers and Certification Regime 
(SM&CR) is a set of conduct rules that aim to 
promote better culture and improve company 
standards by making individuals more accountable 
for their actions. The regime is being extended to 
solo-regulated firms on 9 December 2019, and will 
set a new standard of personal conduct for those 
in the financial services sector.

It’s important that you get your business up-to-
scratch before the changes take place by preparing 
early. To help you get started we have outlined 
the key components to SM&CR, and we will be on 
hand with more information and guidance as the 9 
December deadline approaches.

The aim is to provide better clarification of senior 
management roles and to increase responsibility at 
a senior level, to encourage better decision making. 
This will have an impact on processes, governance 
and culture – all with the goal of mitigating harm 
to the customer. It will affect almost 47,000 firms 
around the nation who are regulated by the FCA 
and PRA. If you’re not sure whether it will impact 
your business, head to fca.org.uk and use their 
‘firm checking tool’.

Conduct Rules

Certification Regime

Senior Mangers Regime

Looking for more information? What you’ll need to do

The Conduct Rules are intended to set minimum 
standards of individual behaviour in financial 
services. By applying the Conduct Rules to a broad 
range of staff, the FCA aims to improve individual 
accountability and awareness of conduct issues 
across firms. The five conduct rules are:

1. You must act with integrity.
2. You must act with due skill, care and diligence.
3. You must be open and cooperative with the 

FCA, PRA and other regulators.
4. You must pay due regard to the interests of 

Customers and treat them fairly.
5. You must observe proper standards of market 

conduct.Average used car values have risen by 
2.7%, to a record level of £10,141*1

Generation Z (born between mid ‘90s 
and mid ‘00s) are leaning towards 

used cars with more features for less 
money, over buying new, smaller 

compacts*3

The value of advances on used cars 
rose by 13% in 2018*2

New car buyers are looking at hybrid 
vehicles over diesels; 22% of adults 

favour hybrid-electric cars, compared 
to 18% looking for diesels*5

Glass is predicting another strong 
year for the used car market, despite 
it slowing slightly in December of last 

year and Brexit looming

Customers are looking for more 
choice when getting car finance 
quotes online and want similar 

finance quotation tools to other 
industries*4

This applies to employees whose role means it’s 
possible for them to cause significant harm to 
the firm or its customers. These roles are called 
‘certification functions’. These people won’t need 
to be directly approved by the FCA, but you will 
need to certify that they are both ‘fit’ and ‘proper’ 
to perform their role at least once a year.

Everyone in senior management roles will need to 
be FCA approved. Each senior manager will need 
to have a ‘statement of prescribed responsibilities’ 
that clearly says what they are responsible and 
accountable for. This means they’ll have some 
additional Conduct Rules to follow and will be 
responsible for ensuring their staff are properly 
trained on the rules.

Sole Traders campaign
We’ve just launched a Sole Traders email marketing 
campaign to target our existing credit-worthy 
customers who might be in the market for a 
replacement or additional commercial vehicle, all 
with the view of bringing you repeat small business 
customers.

Self-Serve for corporate customers
Our Self-Serve application journey will soon be 
available to corporate customers applying through the 
Nexus proposal system, giving them the same service 
that our private customers currently have. They will be 
able to complete the application journey themselves, 
in their own time, through a link the dealer sends.

What’s new for MotoNovo dealers?

What’s happening in 
the used car industry
Your insight into the finance and 
automotive sector

*1 Fleet Funding  News, January 2019 (YOY)

*2 MotorTrader, February 2019

*3 The Drive, January 2019

*4 iVendi report

*5 Go Compare comparison survey
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findandfund 
Roadmap
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getting back on 
the box

refreshing the 
website

Updating stock more efficiently
We’re making adverts on findandfundmycar.com 
more acurate and up-to-date for customers, and 
easier to edit for dealers. Soon, our dealers will be 
able to manage their stock directly from Nexus 2.

Refreshing the website experience
findandfundmycar.com will soon have a refreshed look and feel as we 
begin making important changes to optimise the site and improve the 
customer journey.

Adding bikes and vans to the platform
You can now list and sell bikes and vans on 
findandfundmycar.com, with no upfront cost. 
Customers can choose from thousands of cars, 
vans or bikes and benefit from an end-to-end 
finance journey.

Continuing to grow stock levels
We are always working to improve our 
customer reach and get more stock on 
findandfundmycar.com - we now have over 
142,000 live vehicles and counting! 

Advertising to the right customers
We’ve ramped up our advertising on digital radio, Sky 
Adsmart and Video On Demand as well as Facebook, 
Google and YouTube and our marketing performance is 
already exceeding forecasts.

6

advertising in 
key places

4

Getting back on the box
We’re driving up brand awareness just ahead of the busiest 
car-buying period. The latest round of TV advertising for 
findandfundmycar.com promises to bring the feel-good 
factor to audiences up and down the country. We’re putting 
our 30 second adverts on prime-time TV, so look out for us 
in slots on ITV, Channel 4, E4 and Five.
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growing our 
stock
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updating stock 
efficiently

1
listing bikes  

and vans



Electric vehicles 
The effect on the used market

Electric vehicles (EVs) are beginning to make their 
presence known in the used car market and with 
new EV sales up by around 20% last year and 
many manufacturers now working to introduce 
new EV vehicles, the market is set to expand 
rapidly.

Data specialists Cap HPI, reveal that demand for 
used electric and hybrid vehicles is increasing. 
This rising demand is also clear from the search 
activity of the growing number of motorists using 
fundandfundmycar.com. It is further supported 
by an average 0.3% rise in residual values at three 
years/60,000 miles reported by Cap HPI and news 
that in January, while used car values fell by 0.7% 
(ahead of the long-term seasonal trend of -0.4%), 
EV values increased*1.

The Vehicle and Remarketing Association (VRA) 
is already preparing its members for a greater 
impact of EVs and these vehicles will eventually be 
looking for new homes. 

The association told its members that the 
small numbers up until now has meant used 
EVs were nominal and tended to be dealt with 
by dealerships which either sold EVs new or 
had specialised relatively early in EV sales and 
servicing, this is all that’s set to change. With 
multiple new and upgraded models to be launched 
this year, it is clear that increasing numbers of EVs 
will find their way into the used car market. This 
will mean change in the showroom and online.

Inevitably, even allowing for the range of online 
resources, many motorists will have questions 
about the implications of going electric, dealers 
need to be prepared to provide answers. 
For businesses which don’t have experience selling 
EVs, it will be a question of educating sales staff 
and even investing in training for technicians. 
Although EVs require less servicing, as they have 
fewer moving parts, the risks and hazards involved 
in maintaining EVs makes additional technician 
training necessary safety precaution. The IMI offer 
training for all technicians who have reached level 
2 in vehicle maintenance and repair or two years’ 
practical experience in vehicle diagnostics and 
repair.

Equally, sales staff may need additional training 
to understand EVs and how to ascertain whether 
an EV is suitable for a customer. Businesses could 
consider taking advantage of the Milton Keynes-
based EV Experience Centre where visitors can 
learn about and test drive a variety of EV models. 
Part of Milton Keynes Council’s Go Ultra Low City 
scheme, it forms part of its approach for 23% of 
new car sales in the local area to be EVs by 2022*2.

Dealers should be ready to take a different 
approach with potential used EV buyers including 
understanding an individual’s typical daily car 
journeys. EVs are ideal for short trips around town, 
for example, but as yet, they may not provide 
the range and convenience for regular long haul 
motorway driving. Another consideration has to 
be establishing whether customers have access to 
a garage or off-road parking to install a charging 
point. They will also need to be ready to handle 
questions on the all-important battery; including 
charging times, battery warranties and potentially 
the availability of charging points, most especially 
in the local vicinity. 

...the market is set to  
expand rapidly

1 AM Online: vras Janurary meeting to focus on electric and hybrid vehicles 

2 AM Online: Electric vehicles experience centre opens in Milton Keynes

3 https://www.gov.uk/plug-in-car-van-grants

Other sources:

EV growth - https://insideevs.com/plug-in-car-sales-uk-2018-ev/

EV/Hybrid Demand - https://www.fleetnews.co.uk/news/fleet-industry-news/2018/09/26/demand-for-

used-electric-vehicles-continues-to-rise
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By Debbie Kirlew
With over 25 years’ experience in automotive retail, Debbie 
is a specialist freelance writer who provides copywriting for 
a range of automotive suppliers and retail groups, including 
AM Magazine and MotoNovo Finance.

Dealers should be ready to 
take a different approach 
with potential used EV 
buyers...

Dealers seriously considering used EV sales, 
and already some independents have identified 
them as a niche opportunity, should consider 
installing a charger or at least know the location 
of the nearest charging point so they can 
demonstrate the practicalities and ease of EV 
charging.

Whilst the appeal of the government grant for 
new*3 doesn’t apply to used vehicles, zero-
emissions driving and the introduction of ‘clean 
air zones’, which are set to be introduced in 
towns and cities across the UK, will help to 
make buying a used EV attractive. It is also 
worth noting that there are incentives to help 
cover the cost of home charging installations 
with up to £500 available.

If an EV suits a customer’s lifestyle, then 
there’s every reason for a customer to consider 
it. When they do, you can be reassured that 
MotoNovo Finance will be ready to help.



The car buying journey might start 
online, but four in five buyers 
will make their final purchase in 
an actual dealership*1. Research 
shows that it can take as little as 
a tenth of a second for people 
to start determining things like 
trustworthiness, and various studies 
have found that a person will make 
a decision about a stranger in just 7 
seconds*2; that can apply to the look 
and feel of your point of sale and 
showroom as well as the impression 
of your staff. 

Digital drive
Spring clean your showroom 

 Ì Help your online experience 
seamlessly translate into the 
real world. For example, let your 
customer easily find a vehicle 
on your forecourt that they 
first spotted online by grouping 
vehicles by brand, type, size etc. 
 

 Ì Consider the availability and 
ease of information, the more 
they know the more likely they 
will be to consider a purchase 
there and then (think finance, 
insurance, warrantees, servicing).

1 Britain Under the Bonnet survey, July 2018

2 Forbes article: “You And Your Business Have 7 Seconds To Make A First Impression”

Think of your POS as a ‘silent 
salesman’, doing all the talking before 
your actual sales people even get a 
look in. 

We recently launched some new 
POS boxes with findandfundmycar.
com and MotoNovo branded 
materials that can brighten up your 
forecourt and grab your customer’s 
attention. We’re talking bright 
bunting, big umbrellas, oversized 
flags and more. Speak to your 
Account Manager about ordering a 
box today!

But, good POS doesn’t stop at 
branded materials, so here are some 
top tips for keeping your showroom 
in tip top condition (whether you 
manage things single-handedly or 
have a whole team to help out!)…

 Ì Give the customer an experience 
they won’t find elsewhere; a 
free hot drink while they browse 
or a newspaper to read while 
they wait. You could even plan 
in some pop-up experiential 
campaigns or event days to draw 
people in. 

 Ì Think about your customer’s 
journey. What’s the first thing 
someone will notice about your 
dealership? Your signage should 
not only lead them onto your 
forecourt, but showcase your 
best products and unique selling 
points. 

 Ì Have a good understanding of 
what your customers want from 
their shopping experience (the 
customer personas we talked 
about in the last issue should 
help with this - find past editions 
on the Dealer Hub!). 

 Ì Get inventive with your 
advertising; try out some 
different flyer display units or 
some new promotional boards 
to make your dealership more 
memorable. 
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We’re talking 
bright bunting, big 
umbrellas, oversized 
flags and more. 



This month we caught up with Simon Joyce, Managing 
Director at Anchor Vans, to discuss the recent expansion of 
their main site in Padworth and how the family-run business 
has grown from small beginnings into one of the biggest 
dealers of used vans in the UK.  

Q: Tell us a little bit about your dealership?
A: When my Dad set up the business back in 1989, it was 
just him renting a small kitchen/office above a farm shop. 
Since then we have grown into one of the biggest dealers 
of used vans in the UK. At the age of 11 I got to work by 
cleaning the vans on the shop floor and after returning from 
Uni, I got involved in sales, eventually working my way up 
to Managing Director where I am now. My younger brother, 
Gregory, is our Finance Director and Aftersale Director, so it’s 
very much a family business.

Q: Why did you decide to join MotoNovo 
Finance and how has it impacted the 
business? 
A: Around the time of the financial crash in 
2008/9, a MotoNovo rep came through the door, 
he said some magic words which won me over. 
MotoNovo were offering something different 
to everyone else at that time and shared similar 
values with regards to customer service and 
loyalty. While there are plenty of competitive 
finance packages in the market, we feel MotoNovo 
are always looking for new ways to make our 
business and our customer offerings even better.

Q: How have you found being a van 
dealer in such a competitive market?
A: It’s a constant battle to stay ahead of the 
curve. As a business, we are quite tech savvy and 
have done well out of investing in the right tools 
to allow our team to work efficiently, alongside 
ensuring that our marketing and digital offerings 
are at the front of the industry trends. We aim to 
bring the experience of the prestige car service to 
the van customer.

MotoNovo are always looking 
for new ways to make our 
business and our customer 
offerings even better

Anchor Vans
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Q: You’re in the top 50 independent dealers in the 
UK, how did you reach this impressive spot?
A: Over the last 15 years we’ve gone from a stock of 80 to 
over 600 vehicles, with a team of 60 full time staff, a Ford 
Approved workshop and 2500 unit sales per year.
We are a family owned business at heart and every decision 
made needs to be for the benefit of the 60 local employees 
that help support the business. My father, the principle 
shareholder has always ensured that the profits of the 
business are re-invested which has led to continued business 
growth in both physical size and net worth.

Q: What are your expansion plans over 
the next few years?
A: We’ve just bought another 2.2 acre site, next 
door to our main Padworth site in Reading. We’ve 
invested in new road and lighting infrastructure 
to improve our display and are looking at filling 
it with different profiles of stock to diversify our 
operation. 

With me and my brother bringing some young 
blood into the business, our goal is to never stop 
growing and to offer a service that no-one else has.

Down
1. Customise your ride (6,8)

2. The most sold car in 2018 (4,6)

3. Rules of the road (7,4) 

6. The Latin origin of the word ‘car’ (6)

9. 2013 film about a 1970’s rivalry between 
two F1 drivers (4) 
 
 

Across 

4. Children’s fictional car from Birmingham (4)

5. Walt Disney Volkswagen Beetle (6)

7. Inventor of the first electric car (6,9)

8.  Brand of car favoured by F1 driver  
Sebastian Vettel (7)

10. Saves a life every six seconds (4,4)

WIN £100 Argos gift voucher!
We’re excited to be bringing you our third Drive crossword challenge! Simply email a photo of your completed 
crossword along with your name and dealership to editorial@motonovofinance.com by 31 May 2019 for your chance 
to win £100 Argos voucher!*.

*Terms and conditions apply – for more info please visit https://customer.motonovofinance.com/drive-competition-terms-and-conditions

The Drive crossword challenge

MotoNovo 
Finance

MotoNovo 
Finance

@motonovo 
finance

Tell us about your journey
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Dealer download 
An insight into our dealer network...

Simon Joyce- Anchor Vans
Pictured: Simon & Gregory Joyce




