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PLATFORM REACH

100Bn Quotations per month

Quoting on 250k unique 

vehicles per day

iVendi Platform provides 

insight of the complete 

End to End customer 

journey

Visibility on 5m

prospective car buyers 

per month



DOES RETAILING VEHICLES ONLINE ACTUALLY WORK?

Yes No



PURE ONLINE RETAILERS

Never 

made 

profit!

Sold cars 

online

Coming 

soon!



WHAT IS OMNI-CHANNEL RETAILING?



EXISTING SOLUTIONS ARE TOO “HAPPY PATH”



THE REAL WORLD PATH



Vehicle

Price

Discount

Changes in price

Distance Selling

Reservation

VEHICLE TRANSACTION

Trade In

Valuation methodology

Capture of information

Face2Face evaluation

Settlement figure

Negative equity/VT

Finance

Quoting
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Update application

Regulation

FDA’s
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Non-Insured
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Distance selling

STRATEGIC BUSINESS PROCESS FOR CONVERSION AND COMPLIANCE



COMPLEX TRANSACTIONS

69%

Complex 

transactions are not 

catered for in existing 

solutions and need 2 

way engagement 

Based on 8312 paid out transactions during July 2019



Manage the 4 components of the sale –

Send the customer a personalised deal

A simple extension of your existing 

business processes

2 WAY TRANSACTION MANAGEMENT

Provide an audit trail for regulation

****It works!!!!****



Protect:

• the dealer 

• the lender 

• the consumer 

Let the customer self 

serve key parts of the 

transaction

ONLINE COMPLIANCE



ONLINE COMPLIANCE

?



ONLINE COMPLIANCE

What’s the 

PCP GFV 

based on?

?



ONLINE COMPLIANCE

Innocent mistakes

may have 

significant 

implications for 

Online Retailing

?



ONLINE COMPLIANCE

5

Data accuracy is 

key to retailing 

online
Data has 

changed!



A conservative estimate is 8% of all 

vehicles have potential data conflicts

HOW BIG IS THE PROBLEM?

+ 5% of vehicles are not coded, instant 

barrier to potential online sale



2 VERY IMPORTANT QUESTIONS FOR ONLINE RETAILING

Dealers – “Data Controllers” – what are your 

suppliers doing with your vehicle data?

Suppliers – “Data Processors”- are you taking 

reasonable steps to ensure accurate data?



ONLINE COMPLIANCE

• Misleading 

advertising on vehicle 

and finance

• Incorrectly quoted 

residual value products

• TCF issues

• Questionable dealership 

processes 

• Refusal to pay Insurance 

claims

• Incorrectly described vehicle 

on finance agreement

• Compensation to customer

• Clawback of commission



ONLINE COMPLIANCE – Show your data processing



Highlight conflict 

and immediately 

address them

Distribute 

accurate quote 

across 3rd party 

partners 

ONLINE COMPLIANCE



WHAT ABOUT THE TOP OF THE FUNNEL?

WHO’S RECENTLY BOUGHT A CAR?AS A CONSUMER?



Small Independent 

Cars

8th
APR

2019

10th
APR

2019

18th
APR

2019

21st
APR

2019

Used 

Audi A4

Used Mitsubishi 

L200 

Used Fiat 500

Small Independent 

Cars

Used Vauxhall 

Vivaro

Used Ford 

Transit (x2)

FIRST SEEN

Small Independent 

Cars

Used 

Honda 

Elysion

Small Independent VW 

Specialist

Used 

Volkswagen 

Passat

DEALER A

19:23

19:20

DEALER B

DEALER C

DEALER D

19:19

18:47

A real customer journeyL



21st
APR

2019

Major VW Franchise 

Group

New 

Volkswagen 

Passat

Used 

Volkswagen 

Passat (search 

x5)

21st
APR

2019

OEM Site

DEALER E

DEALER F

19:00

20:35

New Vauxhall 

Insignia 

(Search x6)

21st

APR

2019

DEALER E

20:49

Major VW Franchise 

Group

Used 

Volkswagen 

Passat
21st

APR

2019

DEALER D

Small Independent VW 

Specialist

Used 

Volkswagen 

Passat

21:51
DEALER E

22nd

APR

2019

5:46

Major VW Franchise 

Group

Used 

Volkswagen 

Passat 

(Search x2)



New Vauxhall 

Insignia (x4)

22nd
APR

2019

11:17

23rd
APR

2019

20:30

23rd
APR

2019

20:32

Small Independent VW 

Specialist

DEALER D

DEALER D

Used 

Volkswagen 

Touareg

Used 

Volkswagen 

Passat

DEALER E

24th
APR

2019

DEALER F

6:03

OEM SiteSmall Independent VW 

Specialist

Used 

Volkswagen 

Tiguan (x2)

Used 

Volkswagen 

Transporter

Used 

Volkswagen 

Touareg

Major VW Franchise 

Group



New Vauxhall 

Insignia

24th
APR

2019

6:10

24th
APR

2019

11.38

24th
APR

2019

18:32

24th
APR

2019
20:04

Major VW Franchise 

Group

DEALER G

DEALER H

Small Independent cars 

and vans

Land Rover 

Defender

Nissan Np300 

Navara

Renault Trafic 

DEALER H

Small Independent cars 

and vans

Renault 

Trafic 

25th
APR

2019
6:19

Small Independent cars 

and vans

DEALER H

Renault 

Trafic 
APPLICATION 

REFERRED

DEALER H

Small Independent cars 

and vans



25th
APR

2019

11.38

6:15

26th
APR

2019

APPLICATION 

ACCEPTED

DEALER H

Small Independent cars 

and vans

DEALER H

Renault 

Trafic 

16th
MAY

2019

12.14

APPLICATION 

PAID OUT

Small Independent cars 

and vans

DEALER H

Small Independent cars 

and vans



• 7 dealers & 1 OEM site (where iVendi motor finance 

technology is installed)

• Over a 39 day period

• Typically looked at vans and large cars

• A finance buyer that applied online

• Will have repeated search requirements on every site 

visited.

A real customer journeyL



WHAT DOES A CONSUMER CENTRIC SEARCH LOOK LIKE?



CONTEXT BASED v FACETS - SPEED TEST



HOW DO YOU QUALIFY YOUR ONLINE CUSTOMERS?

Vehicles of 

interest 

Levels of 

engagement 
Time in market

Attributes of 

vehicle

Attributes of 

price/finance

Build a Digital Profile



Richard is starting 

his search for a 

vehicle 

James has been 

looking for the past 2 

weeks at;

Ford transit vans

Between 7-10 years 

old

PERSONALISATION – Let the stock find the customer



• 2 Way Transactions enable 100% 

online coverage and leverages 

your existing processes

• Compliance – Data Accuracy of 

Online Vehicle and Finance needs 

work

• Search Journey needs to be 

personalised like you would do in 

the showroom

SUMMARY – DON’T BE “TOO HAPPY PATH”, PROVIDE 

REAL WORLD SOLUTIONS


