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I'm delighted to bring you the latest news 
from the Manufacturing business. 

As always, it focuses on the current issues 
affecting Manufacturing SMEs, whilst also 
showcasing how Close Brothers Asset 
Finance has supported businesses within the 
industry and will continue to do so.

We start this issue, on page 3 with a case 
study looking at Briggs Automotive Company, 
this innovative British supercar manufacturer 
has become a long-term finance partner of 
Close Brothers Asset Finance.

We pride ourselves on not only knowing about 
asset finance and being able to tailor suitable 
financial solutions, but our specialists have 
also worked within the industry themselves.

By working closely with businesses, our 
team of industry experts see the potential 
for growth and provide straightforward asset 
finance solutions to support this.

Asset finance is an alternative form of funding 
used by businesses to obtain the equipment 

they need to grow. In effect, it utilises the 
residual value in an asset to either pay for or 
put down a deposit on another piece of kit. 

Our experts consider all aspects of a 
customer’s business and then recommend 
asset finance solutions that best suit their 
cash flow and long-term goals. 

Common examples of the asset finance 
products we offer are Hire Purchase, 
Refinancing (Capital Release), Finance  
Lease and Operating Lease. 

To find out more about any of the finance 
options we have to offer and how they could 
work for your business, contact the team 
today on 01244 457 569.

On pages 4 and 5 you’ll find our Business 
Sentiment Index; our confidence tracker 
based on business owners’ views and 
thoughts on the industry. This update will  
look at how business owners are feeling 
about the effects of inflation and cost rises 
across the industry.

On page 6 we have our ‘Meet the Expert’ 
feature. James Clarke has recently completed 
the Close Brothers Asset Finance Sales 
Academy; you can find out about his work 
history, his experiences of the Sales Academy 
and what kind of assets are currently most in 
demand. 

Finally, on page 7 we have a Q&A with  
Neil Davies, CEO of our Commercial division.  
He talks about what the commercial sector 
can expect in 2022, covering topics including 
social mobility and green energy. 

We hope you enjoy the read and as  
always, we look forward to working with  
you in the future.

Ian Barker 
Managing Director, Manufacturing division

Andrew has 20 years’ experience in 
asset finance having spent six years 
prior to Finance for Industry at a major 
French funder; where he successfully 
grew both the broker and vendor 
business in the industrial, commercial 
vehicles and construction sectors.

He is tasked with actively working with key 
equipment suppliers to be their finance 
partner of choice. And to date he has  
forged strong relationships with a number  
of dealers, enabling them to access a  
choice of finance options for their  
customers capital equipment purchases. 

Finance for Industry is committed to 
supporting the supplier and dealership 
network with a unique offering to  
complement the service provided to their 
customers. The team is able to adapt 
to not only finance needs but also the 
support needs of each business.

Their strength is their flexibility and diversity, 
with no great reliance on any one funder, 
enabling them to negotiate the best deal  
for customers.

Finance for Industry supports 
supplier and dealership network
In 2020, Andrew Bowyer was appointed to lead the Vendor Development 
programme for Finance for Industry (FFI), part of Close Brothers Group. 

For more information visit: www.financeforindustry.org
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BAC had several vehicles they retained 
for development, track days and 
demonstrations. One of the vehicles held 
significant sentimental value because it was 
the first BAC Mono ever produced, and 
because of this, its intrinsic value was far 
more than the sum of its parts.  

Matthew worked closely with BAC, using 
this unique asset to raise the required capital 
for the new building fit-out, developing a 
tailor-made Sale and HP Back agreement, 
which allowed BAC to still have full use of the 
treasured BAC Mono.

The outcome:
By releasing funds against an existing asset, 
BAC completed the fit out of the new building 
without affecting cash flow.  BAC can now 
continue to do what it does best: develop and 
manufacture ultra-high-performance vehicles.

“We are incredibly proud of what we have 
achieved in a relatively short time,” said Neill 
Briggs, Co-Founder and Director of Product 
Development. “BAC understands the value of 
relationships, which is why we chose Close 
Brothers Asset Finance as a key funding 
partner. They share our commitment to long-
term partnerships and I’m really pleased to 
have them along for the journey.”

Matthew Sproston commented "BAC’s 
values around building relationships and 
partnerships in the industry match those of 
Close Brothers and we are committed to 
continuing as a funding partner and working 
together in the future."

Working in partnership drives 
manufacturing success story

The customer:
Founded in 2009, Briggs Automotive 
Company (BAC) is known for developing 
the world’s first – and only – single-seater, 
road-legal supercar. The car is the product 
of brothers Ian and Neill Briggs’ ambition 
to produce a car that delivers the ultimate 
driving experience – a vehicle that focuses 
solely on the person behind the wheel and is 
the ultimate piece of sporting equipment for 
the sport of driving.

BAC Mono was showcased on BBC’s Top 
Gear – setting the fastest-ever Power Lap 
time on road-legal tyres – and went on to 
be named the Stig’s Car of the Year in 2011. 
Televised accolades were only the start 
of things to come for BAC, with the Mono 
scooping seven production car lap records at 
iconic circuits around the world.  

The challenge:
BAC continually invests and collaborates 
to create new and improved components, 
materials and technology to remain at the 
cutting edge of automotive manufacturing.  

The business needed a solution that  
would simultaneously allow continuity  
of daily operations whilst executing  
expansion plans.

To produce and release future models, BAC 
secured a property adjacent to its existing 
building to increase servicing capacity and 
manufacturing space. However, a new fit-out 
was required to ensure the new building 
was fit for purpose and allow the supercar 
manufacturer to develop and manufacture  
its ultra-high-performance vehicles.

The solution:
Neill Briggs, BAC’s Co-Founder and 
Director of Product Development 
approached Close Brothers Asset Finance 
because of the companies’ shared values 
and understanding of the importance of  
long-term working partnerships.  

Matthew Sproston, Area Sales Manager 
at Close Brothers Asset Finance, reviewed 
BAC’s business requirements to better 
understand the finance options that would 
best suit BAC.  

Find out why an innovative British supercar 
manufacturer chose Close Brothers Asset Finance 
as its long-term finance partner. 
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How Manufacturing and Engineering fared
Some sectors are more exposed to cost rises and shortages than others, which is reflected 
in the scale of the fall in the BSI score, with Manufacturing and Engineering feeling less of an 
impact than others. 

Sep-21 Feb-22 Difference

UK average 31.75 27.9 -3.85

Transport & Haulage 33.86 27.1 -6.76

Manufacturing & Engineering 40.53 38.1 -2.43

Construction 32.95 31.5 -1.45

Services 26.68 20.7 -6.1

After rebounding strongly to record levels in 2021, the 
Close Brothers Asset Finance Business Sentiment Index* 
(BSI) has fallen back somewhat across all key sectors in  
the early part of 2022, including in Manufacturing  
and Engineering. 

The key causes given are, unsurprisingly, the rise in both inflation  
and the consequent uplift in the costs of doing business, including 
fuel and energy. The other primary growth inhibitors were listed –  
in order – as: 

1: Supply shortages  |  2: Driver shortages  |   
3: Material shortages  |  4: Influence of Brexit  |   
5: Skills shortages

Half of Manufacturing and Engineering respondents 
have chosen to pass the full cost increases onto 
customers (UK average: 40%) while a further quarter 
have done so ‘partially’; the rest have chosen instead 
to absorb the cost increases. 
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Score calculation* 
The BSI is based on the views of 900 business 
owners and senior members of the UK’s business 
community and calculated from data charting their: 

 Appetite for investment in their business in the 
coming 12 months

 Access to finance and whether they’ve missed 
a business opportunity through lack of available 
finance 

 Views about the UK’s economic outlook

 Thoughts on their likely performance in the 
coming 12 months  

Predicted 
business 
performance
Firms are, in the main, still 
positive about their business 
performance for the remainder 
of 2022 with 39% expecting 
to grow and 54% anticipating 
things to ‘stay the same’ into 
2022. One in 17 think they’ll 
contract. 

Economic outlook
Positivity about the economic outlook is the one indicator that improved 
since the last BSI with around 40% of UK SMEs expecting the economy 
to continue growing while a further third anticipate a ‘slow path to 
prosperity’. 

Only 8% don’t feel the UK has experienced any economic growth while a 
further 5% think the economy is declining. 

In Manufacturing and Engineering the figures are even more promising – 
42% expect growth and 39% feel the worst is behind us. 

Appetite for investment
Overall, firms’ appetite to invest remained relatively solid, but still fell across all sectors – 
including in Manufacturing and Engineering - and are more in line with results from April 2021. 

Despite the fall, figures are still very positive, notably in Manufacturing and Engineering,  
where there continues to be clear ambition. 

Q Does your business plan to seek funding for business investment in the next  
12 months?

UK total Engineering & Manufacturing

Yes 58.70% 74.50%

No 41.30% 25.50%

Missed opportunities
Once again, over a third (37%) of UK SMEs surveyed have missed a business 
opportunity because of a lack of available finance and this rises to 46% in the 
Manufacturing and Engineering sector. 

Many businesses now require additional finance to enable them to invest in growth and 
continue their recovery. A government report recently stated that a shortage of credit for 
SMEs is one of the causes preventing the UK from ‘levelling up’. 

With offices across the UK, Close Brothers Asset Finance has customers in all regions 
and is actively working to help business owners secure the funds they need to grow. 
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James Clarke recently completed the Close Brothers Asset Finance Sales Academy. Here he 
shares his experiences and talks about what equipment is currently most in demand.

Tell us about your work history...

I started my career as a Mechanical 
Designer apprentice within Jacobs 
Engineering. Before graduating, I spent 
four years learning the ins and outs of the 
mechanical engineering industry. 

Having always had an interest in the 
finance industry, I transitioned within the 
business to become a cost engineer. I 
spent two years of this on a secondment 
at the Fawley refinery in Southampton, 
working directly with the customer and 
assisting in some major changes within 
the company’s systems across Europe 
and India. 

From here I made the jump into sales, 
providing managed print services to 
SME’s across the country. It was two 
years into my previous role that I came 
across the Close Brothers Sales Academy 
and couldn’t pass up the opportunity.

What aspects of the Close Brothers 
Sales Academy have you found the  
most valuable?

Within the academy we’ve had the 
privilege of getting to work with some 
amazing businesses throughout our first 
few months of training, as well as our 
vastly experienced internal stakeholders.

Day to day, one of the most important and 
valuable aspects has been working with 
our ‘buddies’ and ‘mentors’. 

From attending meetings with them and 
getting face to face with Close Brothers 
customers, understanding why they work 
with us, to observing day to day activities  
of Area Sales Managers (ASM) within  
Close Brothers.

What assets are you finding are 
currently most in demand?

Through the last 4-5 months of the Academy, 
I’ve been working with manufacturing 
businesses across the spectrum. One 
of the great parts of working within the 
manufacturing industry is the wide array 
of equipment we can and have funded, 
everything from textiles and food to 
woodwork and general engineering.

What do you think 2022 holds for the 
Manufacturing Industry?

This coming year is going to be an interesting 
one, Brexit and the pandemic  
have had a varied impact on businesses. 
However, from speaking with customers, 
the general consensus within the industry is 
positive. For the SME’s in the country that 
have taken a hit over the last 18-24 months, 
asset finance is going to be key to helping 
them recover and grow.

Meet our Manufacturing specialist, 
James Clarke

Meet the Expert

Our teams are specialists in their fields and experts in asset finance.  
Contact James and the team today by calling: 01244 457 569.
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You’re a strong advocate of 
social mobility. Why is that? 

I have 21 managing directors. Most of them 
don't have a university degree, but they run 
really successful businesses; I also don't 
have a degree.

I felt that the types of opportunities I had 
when I was younger were significantly 
reducing, and that we had an obligation  
to do something to open up roles for the  
right people.

Close Brothers has done elements of this 
before, but I want to do more, and do it in 
the territories and regions where we are 
present.

You’ve initiated research into 
ethnic minority representation in 
financial services. Why did you 
take that step?

It makes good business sense for a 
business to match the mix of the population 
in which they operate. A diverse business 
can support our diverse population better. 
At the same time, we have to employ 
the best people we can find for a role, 
regardless of ethnicity, gender etc.

My concern was whether our industry is 
seen to be a good place to work for people 
from all backgrounds – is it perceived as too 
male, too white, too middle aged?

The research we commissioned indicates 
that some of that is seen as the ‘truth’, 
so the real question is what are we doing 
about it? We are considering a number 
of measures - one I like is to invite local 
schools to come into our regional offices, 

but the truth is – as an industry - we need 
to do more to demonstrate how inclusive 
we are. Another example is going further 
on job advertisements in not just saying 
‘we are an equal opportunities employer’ 
but to say that we, as an employer, want 
to reflect the ethnic and gender mix of our 
society and we welcome applications from 
people from all backgrounds.

How important was our digital 
Transformation to continuing 
to be able to support our 
customers?

In the asset and leasing businesses we 
have a wide range of views from our 
customers, from a ‘I never need to see 
anyone’, to ‘I don't want a digital product’.

We rolled out Salesforce in late 2019 
and it's been a fantastic success for 
us, but to some extent transparent to 
our customers. We’ve now expanded 
the Force.com platform with a semi-
automated middle office product from 
Cloud Lending and our customers will 
see changes as a result; for example, 
electronic documentation.

We mapped our customer journeys 
and have looked to primarily automate 
the non-value adding (to the customer) 
elements but we have the capability now 
to automate parts of the journey where 
there is customer demand. 

Will this impact the F2F  
business model?

The adoption of digital offerings expanded 
hugely with Covid, but it was always going 

that way and we knew we needed to have 
the capability of providing a digital service.

My sincere hope is that we forever maintain 
a significant level of F2F interaction. My 
view is it's better for the customer because 
we can add more value and it makes for 
safer lending decisions; roles are also 
generally more interesting when we talk to 
people.

But that being said, if the market, or 
sections of the market, move to digital then 
we’ll be ready.

How is Close Brothers looking to 
meet its climate commitments?

As an industry, and morally as individuals, 
we are obligated to play our part in meeting 
climate commitments.

For some time now we’ve been funding a 
variety of ESG sectors, lending on wind, 
solar, alternatively fuelled vehicles, and 
recycling, among others, and continue to 
seek new areas to lend into.

I see Scope 3 emissions as a challenge  
to the industry in evaluating our loan  
books for emissions. We are seeing some 
increased demand from customers but 
until we’ve recovered from Covid and  
other economic conditions, I'm not 
yet convinced all customers see ESG 
as the top of their agenda, which is 
understandable.

Part of our role is to increase awareness 
of greener alternatives and make our 
customers aware of the options, we can do 
this better than many because we operate 
in specialist niches with industry experts.
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Lending decisions 
made by real people
We don’t just look at your credit score when making 
a decision, the overall health and plans for your 
business are just as important. 

Our straightforward finance solutions help real 
businesses fund new equipment purchases or unlock 
the value held in existing assets to ease cashflow.

Speak to us today, we’re here to help.

  closeassetfinance.co.uk/ad-manufacturing

Close Brothers Asset Finance is a trading style of Close Brothers Limited. Close Brothers Limited is registered in England and Wales (Company Number 00195626) and its registered 
office is 10 Crown Place, London, EC2A 4FT.


