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The motor finance industry is under the 
microscope as we start to unpack the FCA’s 
motor finance review. The four key areas of 
scrutiny – lender oversight, transparency, 
commission structures and affordability – are 
things that all dealers and lenders need to 
pay attention to. It’s an opportunity for us 
to improve our offering and deliver a better 
customer journey for all.
 
Reductions in used car values are affecting 
stock levels and dealers will be looking to 
preserve margins where they can. The last 
few months have seen used car values fall by 
3.1% in May and 2% in June according to CAP 
HPI, but findandfundmycar.com has seen a 
10% uplift in stock levels in just three months. 
Our proposition revolves around providing 
a great end-to-end journey for customers, 
and a sustainable and profitable platform for 
dealers. With no upfront advertising costs, 
findandfund helps dealers tighten their 
margins and preserve funds for where they’re 
really needed.

In the months to come, we’ll certainly be 
focusing on improving our findandfund 
offering and delivering more opportunities for 
dealers to create good customer outcomes, 
in line with both the FCA review and the 
impending SM&CR implementation.
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Karl’s corner 
Our Deputy CEO shares 
industry insight
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Produced by the MotoNovo Finance Marketing team. Information 
is subject to change and is correct at the time of print.

Welcome to your fourth issue of Drive! With 
almost a year’s worth of magazines under our 
belt, we’re sure that you’ll find this month’s an 
interesting and compelling read.

We have tapped into the knowledge and 
expertise of industry writer, Barry McDermott, 
to bring you articles on everything from 
vehicle stocking to CRM systems. We’re 
also sharing a wealth of data from around 
the industry along with some statistics 
sourced directly from MotoNovo and 
findandfundmycar.com.

As usual you’ll hear directly from our CEO, 
Mark Standish, and will see our regular dealer 
download feature. We hope you enjoy this 
issue and don’t forget to get in touch if you 
have any feedback or would like to feature in 

a future edition.

The Drive Team
editorial@motonovofinance.com

Editor:  Deb Silver
Designer:  Mike Chivell
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At your side in a 
changing market
CEO Mark Standish talks about an ever-changing industry and why a deeper level of 
collaboration between lenders and dealers is so important.

Motor retailing is facing up to 
a broad level of change and 
slowing market conditions, 
meaning working with the 
right partners is increasingly 
important. Dealer finance is not 
immune to the current macro-
economic changes and we 
are already seeing the sector 
adjusting its risk appetite, 
suggesting pricing models will 
need to be modified in the 
months ahead.

As always, MotoNovo will be 
taking the lead in helping dealers 
do what the industry does so 
well - adapt. Opportunities are 
available for dealers to increase 
finance penetration and to 
reduce operating costs, notably 
in marketing. Central to the latest 
evolution in car retailing will be 
the need to embrace a broader, 
more collaborative approach 
between lenders and retailers. 

Shifting your focus from price 
to value
For car dealers, a focus on price, 
as championed by some car 
sales aggregators, is unhealthy; it 
undermines the value of quality 
and service. Driving down prices 
to unsustainable levels has and 
will push some retailers out of 
business. A race to the bottom is 
equally unhealthy for finance.

It has been a long time since a 
major player exited the market, 
and we believe that the recent 
decision by Barclays Partner 
Finance to pull out of dealer 
finance suggests current business 
models may need to change. 
Barclays Partner Finance aren’t 
alone in signalling change, other 
lenders also appear to have been 
making changes to their lending 
activities.

Understanding your market
We believe a number of factors 
are combining to create an 
environment where pricing and 
risk adjustments are inevitable; 
margin pressures, costs 
associated with anticipated 
regulatory developments, the 
impact of alternative fuelled cars 
on residual values, a softening 
in consumer confidence and 
an accompanying increase in 
arrears. 

In recent years dealer finance has 
prospered, but this hasn’t always 
been the case. Dealer finance 
is not immune to adversity 
and we need to be hyper-
aware of its precarious nature. 
Working together, we can both 
succeed; this principle has to 
be uppermost in the way we all 
handle the evolving marketplace. 
When we collaborate, we can 
gain and retain customers 
together.

We are committed to doing 
more for dealers than any other 
lender - putting more cheese on 
the pizza, not taking it off! The 
evidence is clear.

Designed with customer-
centricity and FCA regulation in 
mind, our unique range of digital 
tools such as Self-Serve and 
findandfund are helping dealers 
to generate incremental car and 
finance sales in an efficient and 
compliant fashion.

In today’s rapidly changing 
market, dealers and lenders 
need to work together to see 
the sector evolve to create a 
sustainable long-term future; the 
focus needs to switch from price 
to value creation. 

“We are 
committed 
to doing 
more for 
dealers than 
any other 
lender...”

MotoNovo will be 
taking the lead in 
helping dealers to do 
what the industry does 
so well - adapt.

In today’s rapidly 
changing market, 
dealers and lenders 
need to work together 
to see the sector evolve 
to create a sustainable 
long-term future.
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Moving toward the triple win
The recent high-profile FCA 
review of motor finance tells us 
dealer finance is in the spotlight. 
We can already anticipate 
change or even transformation to 
the established finance model in 
the months ahead, and the FCA 
has made it abundantly clear this 
will not be a simple ‘tick-box’ 
exercise.

This development will be 
complemented by a separate 
regime that comes into play on 
December 9th which will have a 
major impact on the industry, The 
Senior Manager & Certification 
Regime (SM&CR). This will 
help to create a new level of 
accountability for dealers and 
lenders alike. MotoNovo is ready 
to ‘seize the day’ with the dealer 
community.

The FCA 
Review
Next steps for dealers 
and lenders

Things to think about…
The FCA published its review of the motor finance 
industry earlier this year, and highlighted four key 
areas where improvement is needed. With commission, 
affordability, transparency of information, and lender 
oversight all set for further scrutiny, have you started 
to think about what changes you could make at your 
dealership to help make the finance process better for 
your customers?

What does your sales process look like?  
Could you review your sales processes and controls to make sure 
customers are given clear and comprehensive information about 
their finance, alongside the SECCI document? 

Are you clear and obvious when it comes to commission? 
It’s important that customers are aware if you will earn 
commission from the lender in relation to any sale, and they are 
able to request the value of this commission. How and where do 
you tell your customers about commission? Could this be made 
clearer and more obvious? 

Are you making the most of the latest technology?  
This could help empower customers and improve the buying 
journey for them. Have you spoken to your MotoNovo account 
manager about things like Self-Serve and findandfundmycar.com?

Like all disrupters, findandfund 
has been on a sharp learning 
curve in its development. We 
know that it has increased 
finance penetration for dealers 
and that it continues to gain 
consumer and dealer traction. 
Stock levels continue to grow and 
with our continuing investment, 
we see the service as perfect for 
the emerging car retailing market 
with a results-based payment 
model that cuts marketing 
costs and provides a compliant 
customer journey like no other. It 
succinctly sums up the MotoNovo 
approach; it works for car buyers, 
dealers and MotoNovo – it is a 
triple win.

So, as you look ahead to the 
future, be assured MotoNovo is 
uniquely positioned and ready to 
stand at your side.

Find more information at 
www.FCA.org.uk



findandfund 
Roadmap
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Delivering smarter marketing
We’ve introduced dynamic remarketing to allow findandfund to re-engage 
with prospective customers. This means a customer might see our adverts 
around the internet after they’ve visited the site, helping us stay top of mind 
for their next vehicle purchase.

Dynamic 
remarketing

  

4
tailored 

advertising

Refreshing the website
You may have noticed findandfund has a slightly new feel to it, 
that’s because we’ve been working to improve and optimise the 
customer journey. One of these updates means customers can 
view more vehicles at a time when browsing on mobile, giving 
them more visibility and more choice.

Tailoring our advertising
We’ll be making our adverts even more tailored and customer-specific by 
introducing geo-targeting. Customers will be shown specific adverts and 
landing pages depending on their location, helping them find exactly what 
they’re looking for.

3
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website  
refresh

Managing your stock
Last issue, we talked about the stock management for findandfundmycar.com and with the update 
just around the corner, we wanted to share a few more details.
The update will help dealers to optimise their stock from the Nexus 2 platform, meaning they’ll have 
more visibility and control over your listings. This also means customers will be able to generate more 
accurate quotes and apply for finance directly through findandfund. 

How will it work?
The ‘stock’ icon will appear in the side bar on the homepage of Nexus 2, giving you the ability to 
review and amend stock whenever you need to.

1
stock 

management

2
dynamic 

remarketing



Emerging trends in 2019
A look to the future

Diesel might be on the way 
out as we see searches 

hit an all-time low. Petrol 
was top of the search list 
on findandfundmycar.com 
over the last year, though 
we might start to see AFV 
searches creeping in the 

coming months.
We asked a group of our 

customers what’s important 
to them when they think 

about finance - value, 
reputation, customer support, 

ease of process and trust 
were top of mind. Dealers 

need to be putting customers 
at the forefront of everything 
they do, now more than ever 

following the FCA review.1

The new car market is 
starting to take a back seat 
presenting an opportunity 

for growth in the used 
sector as it continues to 
grow. Used car finance 

penetration was up 2.1% 
year-on-year, now standing 
for 46% of vehicle sales in 

the UK.4

Demand for low volume luxury 
saloons and sports cars rose 

in the last year, while dual 
purpose vehicles saw an 18.4% 

increase, making them the 
third most popular vehicle by 

body type.2

The majority of used buyers 
are looking for cars under the 
5 year mark, with 2015 being 
the most searched year on 

findandfundmycar.com

The Global High-
Performance Electric 

Motorcycle report projects 
significant growth between 

2018 and 2025. Not only 
this, but BMW hinted at the 
future of motorcycles when 
they unveiled their very first 
all-electric bike, the BMW 
C Evolution, at this year’s 
NextGen event in Munich.3
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According to SMMT, ultra-
low and zero emission cars 
are the key focus for most 
manufacturers this year. 

Over 40 plug-in models are 
available in showrooms and 
we could see over 20 more 

arriving in 2019. 

We’ve pulled together some of the top trends in the industry to help you understand your market place. 
From ultra-low emissions to luxury saloons, the patterns we’re starting to see could help us understand 
what the future might hold for automotive retail and finance.

1 Internally conducted focus groups with a small selection of MotoNovo customers 
2 Fleet News; new plug in hybrid car registrations
3 Gen Market Insights, research publication on Global High-Performance Electric Vehicles
4 Figures from Dealerweb, year-on-year from April 2019
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Getting smarter  
at vehicle stocking

April saw notable falls in used car values according 
to CAP HPI. The month saw the largest monthly fall 
in used values since December 2015 and the largest 
drop during an April since 2011. The falls were 
particularly notable in city cars and superminis, 
which fell by 2.8% and 3.1% respectively. 

The fall brings to an end a strong period for used 
car values. The market has seen strong demand 
from retailers with a very evident move by 
franchised dealers into the used car retailing space. 
At the same time, this shift by retailers has been 
reflected by demand from consumers. These ‘sunny 
conditions’ have been supported by continuing low 
levels of interest rates. 

The one downside of this scenario has been that 
retailer margins have struggled to make ground 
because strong retailer demand has kept trade 
prices high. It seems the dynamic might well be 
changing; so what might a fall in values mean?

The customer impact
First off, the impact upon consumers is likely to be 
limited in the short-term. The value of any part-
exchange may fall a little, but more notably, for 
those people opting for a used car PCP, lenders 
may be less bullish about future values. If this 
happens, lower GFVs will lead to an increased 
monthly rental. However, with interest rates 
remaining low, such an impact is likely to be 
modest.

The dealer impact
The more immediate impact of falling used values 
will be on dealers. As a starting point, their existing 
stock will inevitably de-value. After a long-term 
trend of strong values, dealers would do well to re-
visit their stock management controls, especially on 
stock ageing. The discipline of a maximum stocking 

period of 60 days before trading out such stock and 
more regular stock pricing reviews makes sense. 
On stocking time, now would be a good time 
to assess how quickly purchased stock is being 
marketed. In today’s digital era, marketing 
should not wait until a used car is on-site and 
fully prepared, but for some dealers it still does. 
Dealers should challenge this and work to identify 
any blockages that mean stock is too long in the 
delivery and preparation cycle.
  
Dealers can benefit from a greater focus on what 
is selling and how quickly it sells. Yes, I know this 
sounds all too obvious, but reviewing retained profit 
is always a smart idea. Over many years, it has been 
established that stock that sells quickly sells most 
profitably. A small tip/thought here for dealers; do 
you have a pricing strategy for the first 21 days a car 
is on stock wherein you don’t discount? If not then 
in these days of car brokers working to sell your 
stock at a cost, it might be worth introducing one.   

Dependent upon whether a falling stock value trend 
emerges; it may make sense to reduce stock levels 
modestly. In this way, dealers can turn your stock 
over to the falling value cycle more quickly.

Finally, check your costs and assess their cost/value; 
preparation, repairs/refurbishment, marketing all 
need to be reviewed to ensure that they are adding 
not talking away for your bottom line.

Understanding dealer and consumer impact 

By Barry McDermott
 



Knowing what to stock in your showroom can be a bit of a 
minefield, but smart data can help you get on the road to 
success. We’ve tracked sales over time to bring you the most 
popular vehicles bought on finance over the last financial year. 
Unsurprisingly, we’re seeing the Ford Fiesta come out on top 
for most regions, but the second and third most popular tend to 
show more variety…

Brokers – Ford Fiesta Hatchback, Ford Focus Hatchback, VW Golf 
(Diesel) Hatchback

Commercial vehicles – Tesla Model S Hatchback, Tesla Model X 
Hatchback, Ford Transit

Nationally – Ford Fiesta Hatchback, Ford Focus Hatchback, Ford 
Kuga (Diesel) Estate

The most popular  
vehicles around 
the UK

VW Golf (Diesel) Hatchback, 
BMW (Diesel) 3 Series Saloon, 
Audi (Diesel) A4 Saloon 

Ford Fiesta Hatchback,  
BMW (Diesel) 1 Series Hatchback, 
Fiat 500 Hatchback

Northern Ireland

Wales

Ford Fiesta Hatchback,  
Vauxhall Corsa Hatchback, 
Land Rover Range Rover Sport

Central 
Ford Fiesta Hatchback,  
Ford Focus Hatchback,  
Vauxhall Corsa Hatchback

Home Counties 
Ford Fiesta Hatchback,  
Ford Focus Hatchback,  
Mercedes Sprinter

North East 
Ford Fiesta Hatchback,  
VW Golf (Diesel) Hatchback,  
Ford Focus Hatchback

South Coast 
Ford Fiesta Hatchback,  
Ford Focus Hatchback,  
Renault (Diesel) Trafic

Southern 
Ford Fiesta Hatchback,  
Ford Focus Hatchback,  
Ford Transit Custom

South East 
Ford Fiesta Hatchback,  
Ford Transit Custom,  
Ford Focus Hatchback

South West 
Ford Fiesta Hatchback,  
Ford Focus Hatchback,  
VW Golf (Diesel) Hatchback

Wessex 
Ford Fiesta Hatchback,  
Ford Focus Hatchback,  
Ford Kuga (Diesel) Estate

North West 
Ford Fiesta Hatchback,  
VW Golf (Diesel) Hatchback,  
Ford Focus Hatchback

Eastern 
Ford Fiesta Hatchback,  
VW Golf (Diesel) Hatchback,  
Ford Focus (Diesel) Hatchback

East Midlands 
Ford Fiesta Hatchback,  
BMW (Diesel) 3 Series Saloon,  
VW Golf (Diesel) Hatchback

Scotland

England
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*Most popular MotoNovo Finance 
funded vehicles, July 2018 - May 2019

According to MotoNovo 
research
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What’s new for MotoNovo?
MotoNovo Finance recently became part of the Aldermore Group, 
following our successful integration with the UK specialist bank.  
This move will create real opportunity for our business and our 
dealer network, helping us better service our customers with an 
improved and sophisticated proposition.

Be helpful
Throughout a customer’s 
ownership of their car, they often 
want help, advice and guidance 
and it is here that a dealer can 
reach out and be that source of 
trusted guidance – and yes some 
of it can have a sales purpose.
Good CRM can see a dealer 
providing periodic news/insights/
guidance on all things motoring. 
Such help can arrive in the form 
of video, written articles or even 
images; it could be emailed 
to the customer in a feature 
newsletter, posted on social 
media or added to your website 
as regular content. The goal here 
is to be the go-to for advice and 
help, so that you’re their first port 
of call when they start looking for 
their next set of wheels.

Invest in software
Let the data do the talking and 
put your retention strategy 
to work with a digital CRM 
system. When choosing a 
CRM tool, I’d focus on sales 
tracking, marketing automation, 
functionality and security. You 
need your communications to 
be well-thought out and well-
timed, but not so automated that 
your customer’s feel like they’re 
receiving mass marketing. Good 
CRM is all about personalisation 
and helping your customers feel 
important and valued and there 
are tools out there to help you 
achieve this.”

In today’s fiercely competitive market, many dealers are spending a great deal of time and money 
on customer retention. Smart Customer Relationship Management (CRM) technologies are a regular 
feature in many showrooms and with good reason; it is far cheaper to retain an existing customer 
than to capture a new sale. We caught up with our resident journalist and car buying specialist,  
Barry McDermott, for some insight into CRM strategies.

Build trust
“My instinct and I’m sure that 
I’m not alone, is that when I have 
parted with a significant sum of 
money to buy a car, I want to feel 
that I am appreciated and valued 
as a customer. I want to know 
and trust the dealer and believe 
that they have my best interests 
at heart; for this, I am happy to 
give them my custom.

Based off this, trust-build and 
development should be your 
primary goal. Remember that 
price isn’t everything; an AA 

Avoid the hard sell
CRM can be heavily linked 
to PCPs and a timed contact 
schedule to try and get the 
customer into the showroom 
ahead of their scheduled change 
date. In my experience, this can 
happen a good 18 months ahead 
of the change, followed by what 
feels like monthly updates.

Whilst this approach can 
sometimes be effective, the issue 
for me is straightforward; I feel 
that I’m being contacted with a 
hollow sales pitch. Staying top-
of-mind for a customer’s next 
purchase doesn’t necessarily 
mean explicitly pushing them to 
buy from you, instead, be more 
subtle by providing them with 
useful information and becoming 
their ‘friend’. 

Digital Drive
Making CRM work for you

poll of 18,077 of their members 
placed trust ahead of price in 
their priorities when buying 
a used car. Safety, the car’s 
condition and trust in the 
dealer were all rated higher 
than the price tag in the poll. 
I would argue that safety and 
car’s condition both represent 
trust issues as well, which you 
can work through with your 
customers.
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Dealer download 
An insight into our dealer network

With showrooms in Bridgend, Newport and 
Gloucester, Thunder Road is a family run business 
specialising Honda, Suzuki and Indian motorcycles. 
We caught up with Dave Mobberley to find out how 
their dealership is thriving in today’s market.

Q: Tell us a little about your motorbike 
dealership?
A: The business was founded in 1954 and we opened 
our Honda store in Bridgend 10 years later. In 1996 
we changed our name to Thunder Road and moved 
to much larger premises. World Champion bike racer 
Carl Fogarty opened our new premises and over 
3000 enthusiastic bikers turned up for the event - 
our customers still talk about it today! We sell new 
and used motorcycles all over the country and each 
shop has parts, accessories and clothing as well an ‘all 
makes’ servicing and repairs workshops.  

Q: What made you choose to work 
with MotoNovo?
A: We’ve dealt with MotoNovo for a long 
time, but this year we invited all the major 
players in motorcycle finance to tender 
with us. Although we wanted to increase 
our finance penetration, the chosen tender 
also included many other aspects; support, 
training and customer retention. MotoNovo 
were very competitive in all aspects and won 
the tender process. We are very pleased with 
how things have gone since.

Q: What are your plans for the 
dealership over the next few years 
now that you have MotoNovo by 
your side?
A: Repeat business is essential in motorcycle 
retailing. We aim to be the ‘go-to’ place 
to buy your bike, accessories and clothes 
as well as servicing, but we’re keen to be 
competitive with direct lenders too, making 
us the obvious choice for motorcycle finance. 
We’re working on how we present finance 
in-store and online with MotoNovo, including 
using their Self-Serve more. 

MotoNovo were very 
competitive in all aspects and 
won the tender process.

Q: The biking world is more about 
lifestyle than necessity, what’s your 
favourite thing about running a bike 
dealership?
A: Motorcycles are awesome and here 
we sell a fun, exhilarating lifestyle to our 
customers. It’s so much more than just a 
vehicle purchase for them, as it is to us. You 
see newcomers, with no experience of biking 
enter the showroom and we guide them 
through every step of the way towards their 
dream, and they leave a fully-fledged two-
wheeled petrol head. The rewards are clear 
to see and that’s why running a motorcycle 
dealership is great!

Q: What were your thoughts on the recent 
FCA motor finance review - do you feel it 
will have an impact on your dealership?
A: As an organisation we’ve always had a positive 
attitude towards regulation. We make sure that staff 
do the right training and we ask customers the right 
questions. That’s why we wanted a simple, transparent 
deal from our lender, with competitive rates for the 
customer.  We are Appointed Representatives of 
Automotive Compliance and have recently received 5 
star status across all three stores.  

Q: What are your tips for making a stand-
out showroom?
A: The key is keeping up with the latest trends and 
mixing in a bit of weird and wonderful.  Making sure 
that our showrooms have an interesting mix of styles, 
engine sizes and manufacturers, as well as a number 
of classic bikes mixed in keeps the customers’ heads 
turning. Bikers are enthusiasts, and often know about 
the newest accessory or gadget before we do, but if 
they want it, we can be sure to get it for them. Our 
5-star on site cafe at the Bridgend store also helps to 
draw people in!
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Tell us about your journey at

As an organisation we’ve always 
had a positive attitude towards 
regulation.

Dave Mobberly - Thunder Road

MotoNovo 
Finance

MotoNovo 
Finance

@motonovo 
finance
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