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Introduction

Car Finance Renewals is a leading provider of finance

customer retention and remarketing software within the UK

Automotive sector.

Our software enables dealers to professionally manage

their entire finance customer portfolio in house and take

control of maximising repeat sales and income from

previous finance customers.

We equip our clients’ with the ability to drive sales and

revenue by targeting the right customers at precisely the

right time with a highly compelling reason to change.



1



The idea of resoliciting existing finance customers for

repeat business is by no means a new concept within the

Automotive Sector.

Savvy finance providers have been returning periodic end

of term leads to car dealers since time immemorial. This

potentially adds value, builds upon the dealer / finance

provider relationship and gives both parties an

opportunity to generate additional sales and income.

However, the reality is solicitation calls that successfully

gain customers’ commitment to change, or even consider

changing can be extremely rare. There are several

factors in play that adversely affect the chance of

success.
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Leaving a repeat sales dialogue until the very end of a

finance agreement is anything but a customer centric

approach.

The contact frequency necessary to maintain a healthy

customer relationship is absent. Therefore, dealers are

only provided with an opportunity to make what is

effectively a cold call.



Customers receiving ‘cold calls’ are notoriously difficult to

deal with and seemingly pre-programmed to say ‘no’

(or worse!) at the very first opportunity.
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In contrast, periodic contacts throughout the term of the

finance agreement would maintain customer relationships

and provide dealers with a clear competitive advantage. Not

to mention a notable volume of sales and income from

customers opting to change their cars earlier than the very

end of their finance agreement.



In the absence of this competitive advantage and a robust

long term customer relationship, headline sales promotions

are usually deployed in an attempt to win the customers

business.

Not only are these promotions designed to motivate

customers to buy, they also provide outbound callers with

some much needed content for their solicitation efforts.
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•

•

•

•

•

•

•



We have £1000 off every used car this week

There is £500 free fuel for every car sold this month

We have a demonstrator disposal event

There is 0% Finance available on selected models

We are offering free MOT’s for life this month

Our seasonal sale starts next week

We are running a VIP event



Sales promotions are nearly always centred on value

based inducements that erode dealer margin.

And, despite seemingly irresistible offers, the outbound

callers success and the route to increasing sales and

revenue can remain hampered.
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The customer and dealer have insufficient information to

reach a decision as to whether buying again makes any

kind of sense!



A customer happily paying £250 each month might need

to significantly increase their loan repayments. They may

have to find a sizable deposit to keep their repayments at

an affordable level. The dealer may be required to

contribute by over allowing on the part exchange or

offering a discount on the their car, just to try and make a

deal happen.



Worse still, a customer excited about the prospect of

buying a replacement car, subsequently discovers the

numbers simply will not stack up for them!

This undesirable outcome is an inefficient use of time for

all parties’ and is likely to be detrimental to the dealer /

customer relationship.

Thankfully there is another way….
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When we developed the Car Finance Renewals software,

the brief was very simple. We needed to create a low cost

high yield solution that would:



 Exponentially increase the perceived value of finance













customer leads

Provide Sales Teams with a great dialogue to

effortlessly engage with existing finance customers

Present customers with sufficient insight to reach a

decision to buy

Bring about process efficiencies and simplicity to

finance customer solicitation

Be a highly valued and intuitive dealer sales tool

Deliver a significant Return on Investment for our

clients’



To increase the perceived value of finance customer

leads, we needed to provide clear insight into every

finance customer in a position to change. Facilitating this

was a two stage process.

Firstly, vehicle valuation data supplied by CAP

Automotive Ltd enables us to provide accurate valuations

for every part exchange within the finance customer

portfolios we manage. This is undertaken on a monthly

basis.
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We then cross reference this part exchange valuation

with the customer’s loan settlement figure and report their

equity position each day.

However, equity calculations alone are only one aspect

when considering a customer’s propensity to change.

To exponentially increase the perceived value of a

finance lead, we also calculate the customers’ Purchase

Power or maximum value vehicle a customer could

consider.

The enticing part for the customer and initial reason for

the sales call, is this value is calculated on the basis of a

new car, for the same loan repayment without the need

for any additional deposit. Essentially a key for key

transaction which starts to eliminate a raft of possible

customer objections and safeguards the dealer/customer

relationship.

Investing time and effort encouraging customers to

consider changing to a car they potentially can’t afford,

simply becomes a thing of the past. This is the first step

that enables sales teams to effortlessly engage their

existing finance customers.
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