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I'm delighted to bring you the latest business 
news from the Scotland division. As always, 
it offers an insight into the current issues 
affecting Scotland SMEs, whilst also 
showcasing how Close Brothers Asset 
Finance has supported businesses and will 
continue to do so.

We start this issue on pages 3 and 4, with 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 5 we have our ‘Meet the Expert’ 
feature, Gary Kidd is a Corporate Manager 
within our Scotland team. In this edition, you 
can find out about his work history, what 
kind of assets are currently most in demand 
and what technological advancements are 
happening in the industry.

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 01355 888 314.

Finally, on page 6 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.

Jackie Cooke 
Managing Director of Close Brothers  
Asset Finance in Scotland
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After rebounding strongly to record levels in 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 Scotland.

Business confidence has fallen slightly 
across the UK’s regions and sectors 
with the key reasons provided being, 
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

Less than a third (30%) of Scottish 
respondents have chosen to pass the 
full cost increases onto customers 
(UK average: 40%) while a further 
39% have done so ‘partially’; the rest 
have chosen instead to absorb the 
cost increases. 

Q Have you missed a business opportunity in the last 12 months, due to lack of 
available finance?

UK total Scotland 

Yes 37% 28%

No 63% 72%

Missed opportunities
Once again, over a third (37%) of UK SMEs surveyed have missed a business 
opportunity because of a lack of available finance – but in Scotland this drops to 28%. 

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. 

As the UK and world economy emerges from the effects of the 
pandemic, at Close Brothers Asset Finance we’ve continued to 
commission research throughout the lockdowns and during the 
lifting of restrictions.

In our most recent research – conducted in February 2022 - we 
again asked business owners, including those in Scotland, a range 
of questions on topics including their economic 
outlook, their appetite for investment and their 
predicted business performance.
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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
A quarter of Scottish firms are relatively positive about their expected business 
performance for the remainder of 2022, but lag behind their counterparts in other 
regions – 26% are expecting to grow; 67% anticipate things to ‘stay the same’ into 
2022, while 4.3% will contract. 

The full results are available for download on our free-to-use SME Data Hub.

Economic outlook
Positivity about the economic outlook is the one indicator that improved, 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 Scotland; however, this falls significantly, with only 22% expecting macro-economic growth 
while 32% feel the worst is behind us. Over one in five (22%) respondents haven’t experienced 
any economic growth and feel it’s worsening. 

Appetite for investment
Overall, firms’ appetite to invest remained relatively solid, but still fell across all regions and 
sectors.  

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 Scotland 

Yes 59% 57%

No 41% 43%

UK total Scotland 

Expand 36% 26%

Stay the same 52% 67%

Contract 10% 4%

Close down 2% 2%

4closeasset.co.uk



Meet our industry specialist, Gary Kidd, 
Corporate Manager within the Scotland team

Meet the  
Expert

Our teams are specialists in their 
fields and experts in asset finance. 
Contact Gary and the team today 
by calling: 01355 888 314.

Gary Kidd is a Corporate Manager within the Scotland team. Here he talks about his work 
history and what technological advancements are happening in the industry.

Tell me a bit about your work history…

I’ve been in Banking since leaving school at 
17 but specialised in Asset Finance when I 
turned 25 and I’m still here 27 years later! I’ve 
worked for five Asset Finance Brands in that 
time starting with NWS, British Linen and 
Capital Bank which were all Bank of Scotland 
owned, before moving to Lombard (RBS/ 
NatWest) prior to joining Close Brothers in 
2016. I’ve dealt with all types of customers 
and sizes of business during my time in the 
sector, from corner shops to Plc’s. I have also 
specialised in many sectors such as transport 
and vehicle hire, media and production, 
education, charity and science to compliment 
a keen focus on construction  
and engineering.  

Can you tell me a bit about your  
current role?

My current role within Close Brothers 
involves helping to establish a large volume, 
high turnover, SME offering to regular asset 
buyers/investors and look to bring key on 
territory businesses to Close Brothers. This is 
helped through our client and asset focused 
approach. 

Many businesses may have dealt with  
Close Brothers indirectly through Close 
Premium but hadn’t used us for Asset 
Finance so were unaware of all that we  
could offer. Others have developed 
frustrations with existing funders due to 
their lack of service, as many major banks 
adjusted their focus to call centres and online 
solutions, whereas the majority of businesses 
still prefer a personalised relationship which 
we are more than happy to provide. The  
role provides access to business owners,  
to learn and understand about their 
businesses, the hurdles to growth and  
even just navigating challenges, especially 
over these last two years. 

How does a Corporate Manager 
support our customers?

A Corporate Manager is simply a direct 
relationship role but due to our clients being 
more regular purchasers of assets, we need 
to work ahead of demand and pre-approve 
and pre-sanction customers so that they have 
certainty of facilities and terms as they enter 
buying and investment programmes. We 
seek to work 6-12 months forward and have 
facilities in place before business assets are 
ordered. Clients need us to understand their 
business, and provide a quick, trusted and 
light touch service.

What types of Asset Finance do  
you specialise in?

With the Scottish market being quite 
compact, being a generalist over most 
sectors is what benefits me and our 
customers the most. There is no sector 
specific tunnel vision approach and you 
continually learn about developments in all 
sectors whether that be technology based or 
regulatory. 

The sector we are most involved in is 
Transport, which is core to Close Brothers. 
I have, within the corporate business, a 
specialism funding into the scientific sector 
(life sciences) which has led to me meeting 
and assisting many brilliant and interesting 
businesses, helping to reach their potential for 
life benefitting treatments or processes. 

What assets are currently most in 
demand?

It is fair to say all business sectors at present 
have high demand to invest after a stilted 
two years but the supply chain challenges 
are affecting all. Need for fresh new business 
assets is at a particular high point but 
availability is low. However once supply  

chain corrects I think there will be an 
incredible spell of investment. 

In sector class, new plant and construction 
assets are in huge demand but all 
manufacturers are limiting production slots 
and availability will be affected during 2022. 
However commercial vehicle demand at 
present is at a point I’ve never seen in my 
years in asset finance. Huge demand vs 
limited stock has pushed the used market 
into a pricing overdrive and I’ve never seen 
CAP and Glasses Guides perform the way 
they are at the moment.

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

It is having a massive effect, every asset we 
fund from technology, engineering, yellow 
plant and vehicles, all depend on  
semi-conductors in order to operate.  
From CNC controls to vehicle navigation, 
there is barely an asset we fund that doesn’t 
have some form of computer/ chip driving the 
operation, so until production levels catch up 
with demand there may be a slow down in 
funding of new business assets. 

I understand there are in demand vehicles 
now being released for sale but they 
will require retrospective fitting of semi 
conductors for media, bluetooth and sat nav, 
rather than be stuck in compounds awaiting 
full completion. If there is a slowdown, Close 
Brothers can adjust focus to used assets 
as we can clearly see that the market is 
incredibly busy at present. 
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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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