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I’m delighted to bring you the latest business 
news from the Transport division. 

As always, it focuses on the current issues 
affecting Transport 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 focusing on Commandery Coaches, 
Close Brothers Asset Finance were able to 
help fund a new PSVAR compliant coach  
for the Worcester based company. 

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. It allows you to either 
purchase new vehicles or equipment, or to 
use the equity in assets you already own to 
raise cash for expansion, to pay bills, or fund 
deposits on new 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, Sale & 
HP Back (Equity 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 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, Rob Telfer is a Regional Sales 
Manager within our Transport team, in this 
edition you can find out about his work 
history, what his current role involves and 
what he believes the future holds for the 
transport industry. 

Finally, on page 7 we have a Q&A with Neil 
Davies, CEO of our Commercial Division.  
Neil 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.

What are CAZs and LEZs?

CAZs and LEZs are defined areas where action is being taken to 
improve air quality – many include an area where vehicles which 
do not meet low emission standards are charged for entering.

How can Close Brothers Asset Finance help?

We offer flexible finance solutions to help you convert or upgrade 
your fleet of vehicles to meet the emission requirements.

Convert your vehicles

If you are looking to convert your current vehicles, we can help 
make this possible with our tailor-made, practical refinance 
options. Refinancing allows you to quickly release funds from 
your existing vehicles and re-invest this into the conversion.

Upgrade your vehicles

We also provide flexible finance solutions to help you purchase new, 
compliant vehicles. We have partnered with Motus Commercials 
to bring you a unique UK offering. Get exclusive discounted rates 
on the purchase of new vehicles through Motus Commercials 
when you finance the vehicle with Close Brothers Asset Finance.

Your solution to UK Clean Air Zones
Clean Air Zones (CAZs) and Low Emission Zones (LEZs) are being introduced across the UK – 
our solutions can help your business avoid high charges and potential fines.

For more information visit: 
www.closeassetfinance.co.uk/clean-air-zones

John Fawcett 
CEO, Transport division
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Finance secured for established coach 
operator – Commandery Coaches Ltd
Commandery Coaches Ltd is a well-established coach operator in the Worcester area that  
has been trading for around 40 years. The family run business prides itself on their traditional 
values, putting the care, comfort and safety of their clients first.

The right agreement 
Commandery Coaches are a new  
customer, they were introduced to Simon 
Beare, a Regional Sales Manager for  
Close Brothers Asset Finance. Simon  
worked with the business to help better 
understand their needs.

The coach operator found themselves under 
pressure to add a further vehicle to their 
fleet in order to service some of their school 
contracts and rail replacement services. This 
vehicle would have to comply with the Public 
Service Vehicle Accessibility Regulations 
(PSVAR) as non-compliance is a criminal 
offence under the Equality Act 2010, it would 
have also resulted in Commandery Coaches 
losing these valuable contracts.

The vehicle the company was looking to 
add to their fleet was a Mercedes Tourismo 
Access 59 Seat PSVAR Coach, due for 
delivery in January 2022.

The vehicle ticks all the PSVAR boxes 
including a wheelchair lift, additional handles 
and an electric destination board on the front.

The result
Simon Beare was able to help secure funding 
for the business. This allowed Commandery 
Coaches Ltd to acquire another vehicle 
that met PSVAR regulations, allowing the 
company to keep operating their school 
contracts and rail replacement services.

Simon commented: “Working with our 
customers to achieve their expansion 

goals is always a pleasure. In this case with 
Commandery Coaches we were able to 
achieve a great deal in a timely manner to 
help fund their new PSVAR Coach. The deal 
was straightforward and has allowed the 
team at Commandery Coaches to continue 
their growth.”

Martin Rowley, Director at  
Commandery Coaches Ltd said:  
“Simon at Close Brothers has been great  
to work with, providing quick decision- 
making and enabling us to expand our 
business in the way that we wanted to.  
We will continue to work with Simon and 
Close Brothers Asset Finance to finance 
further vehicles, continuing the growth of  
our business in the future.” 
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How Hauliers 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 Transport and Haulage feeling more 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 Transport 
and Haulage. 

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 Transport and Haulage respondents have 
chosen to pass the full cost increases onto customers 
(UK average: 40%) while a further 29% 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
Transport and Haulage firms  
are, in the main, relatively positive 
about their expected business 
performance for the remainder 
of 2022, but lag behind their 
counterparts in other sectors – 
30% are expecting to grow; 49% 
anticipating things to ‘stay the 
same’ into 2022, while 21% will 
contract, the highest figure of all 
sectors polled.

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 Transport and Haulage, the figures are slightly more promising –  
43% expect growth and 32% 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 Transport and Haulage - and are more in line with results from April 2021.  

Despite the fall, figures are still largely positive, 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 Transport and Haulage

Yes 58.70% 56%

No 41.30% 35%

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 41% in the 
Transport and Haulage 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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Rob Telfer is a Regional Sales Manager and industry specialist within the Transport team. 
Here he shares his thoughts on his current role and talks about what developments we can 
expect to see within the Transport Industry.

Tell us about your work history...

Prior to Close Brothers I worked at Live 
Promotions events, specialising in Road 
Haulage events such as Truckfest, which 
operated as regional events across the UK, 
connecting suppliers with SME haulage 
operators whilst also helping Hauliers  
raise their profile. 

In addition to this I also worked for Fruehauf 
Tipper Trailers as an Export Sales Manager, 
targeting emerging markets where there  
was a requirement for a lightweight trailer  
due to increased weight regulations. 

How has your experience been 
translated into your current role?

I feel working in emerging markets has 
enabled me to identify trends and match 
products that can assist in the development 
of SME operators. 

Working with SME’s in events has installed 
the belief that service levels to customers 
is pivotal in achieving their goals. A lot of 
our customers are very hands on within the 
business, from 9am till 5pm they tend to take 
a more operational role. 

As a result, the time they make strategic 
decisions around how to fund their business 
aspirations and cashflow management are 
taken outside of traditional business hours. 

I have also learnt flexibility is key when 
working with SME’s and in order to work to 
find the right solution, a real understanding  
of the business and creating a working 
relation is key.

What does your current role involve?

Having worked for Close Brothers for a little 
over 10 years, I currently manage a small 
team whilst looking after my own customers 
and introducers. I specialise in the transport 
sector working with Rental Companies, 
Hauliers, PSV operators and any business 
that uses wheeled assets. I like to take a 
‘hands on’ approach and always prefer 
a face to face discussion with a potential 
customer, as this can often lead to a better 
understanding of their requirements. 

What types of asset finance do you 
offer to customers?

We offer flexible asset finance solutions. 
The 3 main products are Hire Purchase, 
Finance Lease and Sale and HP Back 
(Equity Release). The payment profiles can 
be tailored to match the business cashflow 
requirements along with the term and 
deposit. Quite often we look at companies' 
existing finance agreements, looking at 
ways to release equity whilst reducing their 
monthly payments.

Looking towards the future, what 
developments do you think we can 
expect to see in the Transport Industry?

The implementation of low emission zones 
across the UK has encouraged hauliers 
and transport operators to look at the cost 
savings available through upgrading their 
fleet. Coronavirus Business Interruption 
Loans and other government initiatives have 
assisted with the liquidity requirements, 
however with the growth seen within this 

sector coming out of the pandemic I feel 
there will be an even greater emphasis on 
cashflow management. Alternative fuel 
options will obviously be key to this debate 
moving forward.  

Have you seen a rise in the number 
of alternative fuel vehicles that are in 
demand?

I have certainly seen this in the light 
commercial vehicle sector. However, with 
the limits on vehicle range currently on offer 
for HGVs and passenger service vehicles, 
within these sectors I haven’t seen as much 
interest. However, as technology catches 
up with consumer demand, I feel moving 
forward, diesel and petrol options will 
become the minority as supply chains and 
economic factors demand a move towards 
greener fuels.  

What effect is the semi-conductor chip 
shortage having on the Industry?

This has had a huge effect on any company 
looking to buy new motorised assets with 
most major manufacturers suffering from 
unprecedented lead times, which in turn  
has increased the value of used stock. 

Companies have then had to increase 
the period of replacement cycles, as the 
benefits seen by the increased value of their 
existing assets is often voided by inflated 
replacement asset costs. 

Moving forward we can already see signs 
of this settling down as both industry and the 
country move to a post pandemic stage.

Meet our industry specialist,  
Rob Telfer, Regional Sales Manager

Meet the  
Expert
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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

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.

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-transport


