
Y O U R  G U I D E  T O  N E W  C A R S  I N  2 0 1 7

BUYING A CAR 
–  DOS AND DON’TS

IS PCP RIGHT FOR YOU?

C AR INSURANCE – WHERE 
NEXT FOR PREMIUMS?

BUYING A CAR 
–  DOS AND DON’TS

IS PCP RIGHT FOR YOU?

C AR INSURANCE – WHERE 
NEXT FOR PREMIUMS?

in association with



Want.

T H E  N E W  5 - D O O R  T O Y O TA

F R O M  € 2 6 9  P E R  M O N T H *

Toyota C-HR Luna 1.2 Petrol. Retail price €27,395. Deposit/Trade In €9,490. Finance Amount €17,905. 36 monthly payments of €269. Total Cost of Credit €2,540.58. Doc fee €63.49. €10,684. APR 5.9% as at November 1st 2016. Min deposit 7%. Lending 
criteria, conditions apply. Excludes delivery and related charges. Available for models registered by January 31st 2017. Hire purchase by Bank of Ireland t/a Bank of Ireland Finance. Illustrative model shown. Available at participating dealers only. See toyota.ie.

Toyota A4 .indd   1 12/12/2016   11:56



Want.

T H E  N E W  5 - D O O R  T O Y O TA

F R O M  € 2 6 9  P E R  M O N T H *

Toyota C-HR Luna 1.2 Petrol. Retail price €27,395. Deposit/Trade In €9,490. Finance Amount €17,905. 36 monthly payments of €269. Total Cost of Credit €2,540.58. Doc fee €63.49. €10,684. APR 5.9% as at November 1st 2016. Min deposit 7%. Lending 
criteria, conditions apply. Excludes delivery and related charges. Available for models registered by January 31st 2017. Hire purchase by Bank of Ireland t/a Bank of Ireland Finance. Illustrative model shown. Available at participating dealers only. See toyota.ie.

Toyota A4 .indd   1 12/12/2016   11:56

3

EDITOR  Bernard Potter 
JOURNALISTS  Jane Cowen, Kennas Fitzsimons, Oonagh O’Mahony, Shauna Rahman 
DESIGN  Barry Sheehan  ADVERTISING  Bryan Beasley 
PRINTING  Boylans CHIEF EXECUTIVE  Rebecca Markey   
ADMINISTRATION  Sue Nolan  ACCOUNTS  Tricia Murtagh  PUBLISHER  David Markey

Published by IFP MEDIA , 31 Deansgrange Road, Blackrock, Co. Dublin
Tel: +353 1 289 3305 Fax: 289 1 6406 Email: info@ifpmedia.com www.ifpmedia.com

PUBLISHING
COMPANY
OF THE YEAR
2016

Y O U R  G U I D E  T O  N E W  C A R S  I N  2 0 1 7

CO NTENTS
in association with

4  MEETING THE 
CHALLENGES OF 2017

 Liam McLoughlin, CEO Retail 
Ireland, Bank of Ireland, looks 
ahead to what’s expected to be 
an unpredictable year.

6 BUYING A CAR – THE 
DOS AND DON’TS

 Useful tips on purchasing a new 
or used car.

10 IS  A PCP PL AN RIGHT 
FOR YOU?

 How PCP finance works.

12 CAR INSURANCE – 
WHERE NEXT FOR 
PREMIUMS?

 The most recent industry 
statistics indicate that Ireland’s 
motor insurers suffered 
substantial losses in 2015 and, 
as consumers of their products 
know, insurers’ losses are 
invariably followed by premium 
increases.

14 BANKING ON THE IRISH 
MOTOR INDUSTRY

 Pat Creed, Managing Director, 
Bank of Ireland Finance, 
outlines how confidence, 
consistency and a conservative 
approach to risk will help 
overcome economic challenges 
faced by the Irish motor 
industry in 2017. 

16 HEAD-TURNERS FOR 2017
 A wave of eye-catching new models 

are set to arrive in the next 12 
months.

22 INDUSTRY NEEDS TO 
SHOW ITS RESILIENCE

 171 hears from some of the leading 
professionals working in the 
frontline in the motor industry 
around the country, who share 
their views on the year ahead.

25 CONFIDENCE IN THE 
FACE OF UNCERTAINT Y 

 Alan Nolan, Director General SIMI, 
is positive about prospects for the 
motor industry in 2017, despite the 
challenges ahead.

26 A GOOD YEAR FOR FLEET 
MANAGEMENT

 The fleet management sector 
benefitted from the overall lift in 
sales in 2016.   

27 HYBRIDS AND ELECTRIC 
VEHICLES (EVS) 

 Hyundai hopes to drive EV sales 
with the Ioniq while Toyota 
research suggests hybrids will 
remain the car buyers’ preferred 
option.

28 NEW CAR SALES SHOW 
CONTINUED GROWTH

 Facts and figures on new car 
buying trends in 2016.

Copyright IFP Media 2016. No part of this publication may be reproduced in any material form 
without the express written permission of the publishers.



4

FOREWORD

COMMIT TED TO 
MEETING 2017’S 
CHALLENGES
While 2016 looks set to end on 
a strong note with new cars 
expected to finish at 147,000 
units, 2017 may well be a more 
unpredictable year. Although the 
motor industry is still performing 
strongly, predictions for next 
year are for a broadly similar 
performance to 2016 in what is 
expected to be a very uncertain 
market due to post-Brexit impact.

Bank of Ireland is very much 
committed to being the main 
provider of finance in the motor 
sector in Ireland, with 16 franchise 
partners nationwide offering 
customers excellent choice and 
exceptional value for their personal 
and commercial motoring needs in 
the year ahead. 

Our Personal Contract Purchase 
(PCP) continues to grow from 
strength to strength in both the 
purchase of new cars and second-
hand cars. We are seeing a high 
number of customers buying their 
second new car and rolling easily 
into another PCP contract while 
keeping their monthly payment 
approximately the same.

The popularity of the product, along 
with attractive low APR rates, has 
resulted in approximately 70% of 
consumers continuing to choose 
these forms of payments for the 
purchase of new vehicles, with 86% 
of applications for finance being 
approved. 

New business in the commercial 
motor market has continued to 
perform well this year which 
demonstrates sustained confidence 
among SMEs and the wider 
economy.

All in all, 2017 will, it is hoped, be 
another strong and successful year 
for the Irish motor sector. Bank of 
Ireland continues to support this 
sector, and is working closely with 
our partners and customers to 
meet their demand for finance for 
personal and commercial vehicles. 
We look forward to doing business 
with you in the year ahead.

CEO Retail Ireland, Bank of Ireland 

LIAM MCLOUGHLIN, CEO RETAIL 
IRELAND, BANK OF IRELAND
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BUYING A CAR

Purchasing a car is a big 
investment. The Society of the Irish 
Motor Industry (SIMI) offers some 
advice and tips. 

It is important to make a list of the 
items that you feel are important in 
the car of your choice and then shop 
around to ensure you are getting the 
best deal available. The type of car 
you purchase will be determined by 
your budget, your lifestyle choices 
and personal preference. There are 
many ways to finance a car but what 
you need to look at, is the cost to 
change into a new/used car. 

Trade-in opportunities

Those consumers with a car to 
trade-in are likely to benefit from 
higher valuations on their trade-ins 
because the lower level of new cars 
registered over the previous six years 
has resulted in a very strong demand 
for good quality used cars, resulting 
in a lower cost to change up to a 
younger or new car.

Firstly, before you make a decision, 
do your research. When buying a car, 
particularly a second-hand car, you 
need to be well-informed as you are 
not the original owner. Buying a car 
from a dealer means as a consumer 
you will be covered by consumer 
protection laws, while if you buy 
privately you are not buying from 
a business and are, therefore, not 
afforded the same protection, i.e., in 
the event of something going wrong 
you will have no comeback so it is a 
case of buyer beware. 

There are plenty of retailers with 
a variety of offers available. Many 

consumers do their own online 
research before visiting a dealership. 
The SIMI’s own used car website, 
www.beepbeep.ie, displays cars 
from our members, all of which have 
been car history-checked to provide 
consumers with piece of mind. You 
should conduct your own car history 
check and/or a financial check on 
one of the specialist websites that 
offer this service (if the dealer does 
not provide same). All our SIMI 
members will be more than happy to 
speak with potential car buyers to 
discuss the range of cars and types 
of packages they have available in 
their new and used car stocks. 

Service history

When you find the car you want, ask 
the dealer for its service history if 
it’s a used car, and determine the 
type of warranty which is available 
with the car. The length of warranty 
on a new vehicle is generally 
determined by the manufacturer, 
while a used car warranty can be 
negotiated at the time of the sale.

New cars have newer technologies 
and enhanced safety features

Many younger cars come with 
features such as parking sensors, 
reversing cameras, heated seats, sat 
navs, air conditioning, bluetooth, 
and cruise control to name just a 
few. The majority of newer cars are 
listed in the A and B category for 
CO2 levels, meaning their road tax 
is greatly reduced, and they are 
more environmentally-friendly and 
economical to drive in comparison to 
older models. 

TOP TIPS 
DOS 
• Do your research and shop 

around for the best deal.

• Find out as much as you can about 
the company you are purchasing the 
car from. Are they an established 
trader with a good reputation? 
Are they a member of a trade 
association such as the Society of 
the Irish Motor Industry (SIMI)?

• If purchasing a used car ask about 
the history of the car including the 
number of previous owners. Many 
dealers will provide a car history check 
report. The service history will show 
if the car has been well-maintained.

• Make a list of the items that 
you feel are important in the 
car of your choice – be practical 
as to what your needs are.

• Decide on your budget and what 
the cost to change will be.

• Based on your travel requirements, 
assess the amount of mileage you 
will be doing. Will it be mainly urban 
or rural driving? This is an important 
question, as it could determine 
your choice of car by fuel type, 
fuel economy and engine size. 

• Have a checklist of physical checks 
for both inside and outside the 
car. Look for wear and tear on the 
tyres and wheel arches. Are all 
lights working properly? Are seat 
belts and seats easy to adjust? Are 
wipers working? Check the oil, and 
check for any signs of leaks etc.

• If purchasing a second-hand 
car, it is strongly advised that 
you get a mechanic, an auto 
engineer or a person with some 
mechanical background to inspect 
the car, as they will give their 
independent expert advice. 

 DON’TS
• Don’t purchase any car without 

test driving it first and never 
view a car at night time. 

• Buying a car is likely to be the 
second biggest investment you will 
make in your lifetime – don’t feel 
pressured into buying. Take your 
time in making your decision.

• Don’t buy a car from an unknown 
source; make sure you are buying from 
a reputable and reliable company. 

BUYING A CAR
ADVICE FOR ANYONE BUYING A 
CAR (NEW OR USED). 



Official fuel consumption figures for the XE range in l/100km: Urban 4.4 – 11.6, Extra Urban 3.4 – 6.1, Combined 3.8 – 8.1.  CO2 
emissions g/km: 99 - 194.  Price quoted is for the Jaguar XE 2.0 D SE Manual.

INGENIUM ENGINES.  
INGENIOUS EFFICIENCY. 

The Jaguar XE is here. It’s our most advanced, refined 
and efficient sports saloon ever, with a brand new range  
of high tech engines. These Ingenium diesel engines 
deliver breathtaking figures, from 99g/km CO2 and up to 
3.8l/100km. From just €38,520 the XE is ready to roar. 

jaguar.ie

LOWER EMISSIONS 
From 99g/km CO2 

HIGHER FUEL ECONOMY 
Up to 3.8l/100km (75.0mpg)

LONGER SERVICE INTERVALS 
2 years or 34.000km/21,000miles 

FROM €38,520
JAGUAR XE

P38817 JAG XE Fleet Magazine BOI AMK.indd   1 12/12/2016   12:16Jaguar A4.indd   1 12/12/2016   14:10



BUYING A CAR
8

ALISON CANAVAN AND HER LATEST HONDA

RIGHT FIRST TIME
It can be a little bit daunting buying a new car, 
especially your first. Honda ambassador, model and 
TV personality Alison Canavan was lucky to have some 
insider knowledge when she got her first set of wheels. 
“My dad was a Honda dealer, so I always wanted a Honda 
Civic as they looked so cool and sporty. My dad always 
talked about the quality of Honda cars so it was natural for 
the Civic to be my first car. I loved it and remember I had 
it for years. It was silver and I even took it to England with 
me when I moved!”
Alison didn’t have to do much research before buying: “I 
was brought up with Hondas and knew so much about 
them already there was no need.”
Alison’s best tip on buying a car? “Safety, safety, safety! 
Is a big priority. Take a look at the company’s history and 
safety standards. Also make sure it suits your lifestyle. Do 
you need a smaller zippy car in the city or a larger car for 
a family? It’s a very individual choice. It must fit within a 
budget also.”

BEFORE YOU BUY
Before you buy a car, the Competition and Consumer 
Protection Commission suggest you ask yourself the 
following questions:

• What will you use it for? 

• How long do you expect to own it? 

• Are you looking for reliability? 

• How many miles do you plan to do? 

• Are you buying it for practicality, for fun, or 
perhaps a bit of both? 

• Do you want something luxurious or thrifty? 

• How much are you willing to spend (include 
other costs such as insurance, tax, services and 
fuel)?

• What type of model and manufacturer are you 
leaning towards? 

These questions will influence your decision on 
what type of car you choose to go for. Consider 
carefully what style and size of car will suit your 
needs best. It is important that you buy a car that is 
practical for your lifestyle.

For example, if you carry sports or music equipment, 
you may need a car with a bigger boot, or if you 
need to tow a trailer you may need a car with a 
bigger engine and stronger suspension. If you live in 
a town or city and you don’t use your car that often, 
a much smaller car may suit you best. Think about 
the mileage you are likely to do in the car and take 
into account ongoing running costs such as fuel, 
services and tax.

For more advice on buying a car, visit the 
Competition and Consumer Protection Commission’s 
website, www.consumerhelp.ie



Finance Example: Opel Mokka X SC 1.6CDTi 136PS. Retail Price† €26,295. Customer deposit / Trade In €9,203.25. Finance Amount €17,091.75. 36 monthly payments of €197.21. 
Total Cost of Credit €0.00. GMFV†† (Optional Final Payment) €9,992.10. APR 0% as at 13/10/2016. Min deposit 10%.

†Excludes delivery & related charges. Model is shown for illustrative purposes only. ††The Guaranteed Minimum Future Value (GMFV) is payable if you renew or retain the 
vehicle at the end of the agreement. Further charges may be applied by your Opel Dealer subject to kilometre limits/ condition of the vehicle.*Lending criteria and conditions 
apply. Offer available on all new Opel Mokka X retail passenger car models ordered from 13/10/2016 until 31/12/2016 and registered by 31/01/2017 at participating Opel 
Dealers. This is a Hire Purchase agreement provided by Bank of Ireland t/a Bank of Ireland Finance. Apple CarPlay and Apple are trademarks of Apple Inc., registered in the U.S. 
and other countries. Android is a trademark of Google Inc. New Mokka X fuel economy l/100km: urban 4.6-8.6, extra urban 3.8-5.7, combined 4.1-6.7. CO2 emissions 106-155 g/km.

Book your appointment to test drive the New Mokka X

» with WiFi
»  Smartphone Projection with 
 Apple CarPlayTM & Android AutoTM

»  1.6 Whisper Diesel
»  0% PCP Finance*

THE NEW 
OPEL MOKKA X. 

€199 Per
Month*

Pay for the car. Not the loan.

06015 RO Mokka PA4 Supp.indd   1 12/12/2016   16:34

Opel A4.indd   1 12/12/2016   17:01
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PCP FINANCE

PCP FINANCE
HOW IT  WORKS
Personal Contract Purchase (PCP) 
continues to go from strength 
to strength in both the purchase 
of new and second-hand cars. 
According to Bank of Ireland 
Finance (BIF), the popularity of 
the product, along with attractive 
low APR rates, has resulted in 
approximately 70% of consumers 
continuing to choose these forms 
of payments for the purchase of 
new vehicles.

How the PCP trend has taken off

The Personal Contract Purchase 
(PCP) is a customer-friendly product 
that allows consumers to drive a 
new car without the associated 
costs of ownership. It is an 
agreement for individual consumers 
who are looking to pay a fixed, 
relatively low monthly payment for 
a set contract period of somewhere 
between 24 and 36 months with 
the right to drive the vehicle while 
ownership is retained by the funding 
company. It is similar to Contract 
Hire or Leasing; however, in the case 
of PCP, the customer has the option 
to, ultimately, acquire the vehicle 
at the end of the finance term for a 
previously agreed amount which is 
set at the outset of the contract.

Traditionally only available for 
the purchase of new cars, the 
extension of the PCP to second-hand 
cars (up to 18 months old) in 2014 
significantly expanded the reach of 
the product across the market. PCP 

has become more popular in recent 
years and is fast becoming the 
leading way to purchase a new car 
in Ireland. Bank of Ireland (through 
BIF) has established itself as the 
market leader in the motor finance 
industry, partnering with 14 leading 
motor franchises in the Irish market. 

How PCP works

At the beginning of the PCP 
agreement, the dealer puts a price 
on what the car will be worth at the 
end of the agreement – this is called 
the Guaranteed Minimum Future 
Value (GMFV). This amount, together 
with the customer deposit (which is 
usually between 10% to 30% of the 
retail price of the car), is deducted 
from the cash price of the car, and 
the monthly repayment amount is 
calculated on the remainder, plus 
interest on the GMFV. This results in 
a lower monthly repayment amount 
for the customer. 

At the end of the agreement (which 
usually ranges from 25-37 months), 
the customer has three options:

• RETURN Hand back the car to 
the dealer with nothing further 
to pay (subject to kilometre, 
wear and tear which is agreed 
from the outset);

• RENEW Trade in for a new car; 
or 

• RETAIN Pay off the GMFV 
and become the legal owner 
of the car.

PCP bridges the gap for customers 
who have an older car and would 
like to trade in this car and get 
into a new/used vehicle for a lower 
monthly payment. The product 
continues to be the leading way 
to fund the purchase of a new car 
in the Irish motor market. BIF in 
partnership with its motor franchise 
partners is offering customers 
exceptional value in this product 
and continues to have customers’ 
interests at the heart of PCP.

BENEFITS 
OF PCP 
• OWN A BRAND NEW OR 

NEARLY NEW VEHICLE 
AT A LOW MONTHLY 
REPAYMENT 

• ACCESS A HIGHER 
SPECIFICATION 
MODEL AT A SIMILAR 
MONTHLY REPAYMENT 
TO WHAT WOULD 
HAVE BEEN AVAILABLE 
ON STANDARD HIRE 
PURCHASE

• THE ABILITY TO OBTAIN 
A BRAND NEW OR 
NEARLY NEW VEHICLE 
EVERY 36 MONTHS 

• THE CONFIDENCE OF 
A WALK- AWAY OPTION 
WITH NO LIABILITY 
AFTER THE PRIMARY 
PERIOD

DEPOSIT
(USUALLY BETWEEN 

10%-30% OF THE CAR VALUE)

24 / 36 MONTHLY 
INSTALMENTS

GMFV
(GUARANTEED MINIMUM 

FUTURE VALUE)
NEW CAR



100%

100%

100%

100%

When it comes to safety...

What star 
is your car?

www.rsa.ie 

By law, all new cars must pass certain 
safety tests but how do you know how safe 
your car, or future car, really is? 

Now there’s an easy way to find out.

Simply log on to www.euroncap.com – 
the official site of the European New Car 
Assessment Programme. Not only can you 
compare the cars you are interested in and 
check out their NCAP star ratings, you can 
watch their safety performance in crash 
tests online.  

Plus, if you want to make your journey 
even safer, you can read about the latest 
car safety technology - Electronic Stability 
Control (ESC).

So, for your own safety and that of others, 
make sure your next car gets the full five 
stars. Visit www.euroncap.com today.

for oCCuPANt
ProtECtioN?

for Child
ProtECtioN?

for PEdEStriAN
ProtECtioN?

162748 RSA NCAP_Drive A4_p.indd   1 22/11/2016   10:27
RSA A4.indd   1 08/12/2016   09:45
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MOTOR INSURANCE 
WHERE NEXT FOR PREMIUMS?
The most recent industry statistics 
indicate that Ireland’s motor 
insurers suffered substantial losses 
in 2015 of €293m and, as consumers 
of their products know, insurers’ 
losses are invariably followed by 
premium increases, writes Pat 
Kenny, Bank of Ireland Insurance.

This is precisely what consumers are 
experiencing at the moment. Following 
a four year run of losses, premiums 
began to creep up in 2014 (+6%) and 
increases accelerated in 2015 (+21%) 
and 2016 (+27% year-to-date).

The scale of these changes and 
anecdotal evidence of increases 
in the 200-300% range has raised 
concerns about the knock-on risk 
to national competitiveness and 
the wider economy and this has 
prompted parallel reviews by the 
Oireachtas Committee on Finance, 
Public Expenditure and Reform and 
the Department of Finance (Cost of 
Insurance Working Group).

Blame game

Typically, in crises like this, a 
blame game will kick off but in this 
instance some consistent issues have 
been identified by the Government 
Departments and the insurance 
industry namely: volatility in the 
claims and compensation environment; 
increases in the associated legal costs 
and insurance fraud.

The remedies proposed include: 
strengthening the powers of the 
Personal Injuries Assessment Board 
to reduce litigation costs; updating 
the Book of Quantum and strict 
and consistent application of its 
compensation (for injury) guidelines; 
and the introduction of a specific 
offence of insurance fraud.

Some of the Oireachtas Committee’s 
recommendations are likely to be more 
contentious including calls for greater 

transparency of statistical/actuarial 
data and, at individual customer level, 
detailed premium breakdowns showing 
the component parts that make up the 
total premium. 

Given that it will take time to 
consider and implement, where 
agreed, the Oireachtas Committee’s 
71 recommendations the obvious and 
pressing question from consumers is: 
where will premiums go in 2017?

Without a crystal ball, this is hard 

to predict but, given the cumulative 
impact of changes so far in 2014-2016, 
we expect that premium increases 
will moderate in 2017, possibly to 
single-digit levels. However, it’s likely 
that increases will vary, by insurer, 
based on their individual results, their 
customer profiles and the point in 
time at which they first introduced 
premium increases. For this reason, we 
strongly recommend that consumers 
shop around when buying or renewing 
their motor insurance.

INSURANCE

THE BENEFITS OF SHOPPING AROUND: 
WHAT BANK OF IRELAND OFFERS
If you’re a Bank of Ireland Finance customer, buying a new car in 2017, Bank of Ireland 
can save you money on your insurance premium.

The sample quotes below, for Ireland’s best-selling new car, Hyundai’s Tucson, illustrate 
how Bank of Ireland Finance customers can save a minimum of 27% by shopping around. 
Additionally, if you’re paying your premium by instalment, some charges, interest and/or 
fees may apply but at Bank of Ireland no such charges apply, saving you even more.

Insurer/Provider Premium Premium (by instalment)

Bank of Ireland (Prestige Product) €646.24 €646.24 (no charges or fees)

Aviva €1,275.09 €1,504.31 (+€229.22)

AXA €883.56 €933.98 (+€50.42)

Liberty €1310.36 €1,411.26 (+€100.90)

FBD €1,011.56 €1051.39 (+€39.83)

Zurich €954.49 Not available

*Quotes sourced from provider’s websites at November 29th and are based on: Comprehensive cover for a 2017 
Hyundai Tucson 1.7CRDi, value €30,000 for a male Proposer, aged 45 years, with a full driver’s licence, who lives 
in Dublin 7, is accident/penalty points-free, earning a five-year No Claims Bonus and driving 10-15,000km p.a. The 
Proposer is a Bank of Ireland Finance customer who also has home insurance with Bank of Ireland.

Shopping around also allows you to make sure that the product features and benefits are 
suitable for you current circumstances. So if you’re buying a new car, the following benefits 
from Bank of Ireland are particularly appealing:

• new car replacement (if your new car is a total loss in the first 12 months, we’ll replace it 
with a new one);

• incorrect fuel (the cost of decontamination up to €750);

• windscreen cover (unlimited if you use our approved repairers);

For more information, call Bank of Ireland at 0818 200 363 for a quotation.
Car Insurance is provided by Bank of Ireland Insurance Services Limited. Bank of Ireland Insurance Services 
Limited is a member of the Bank of Ireland Group. Bank of Ireland Insurance Services Limited is regulated by 
the Central Bank of Ireland. Bank of Ireland Car Insurance is underwritten by RSA Insurance Ireland DAC. Bank of 
Ireland Insurance Services Limited is tied to RSA Insurance Ireland DAC for the purpose of selling Car insurance. 
RSA Insurance Ireland DAC trading as RSA is regulated by the Central Bank of Ireland. 
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HOLD STEADY 
FOR SUSTAINED 
GROWTH
PAT CREED, MANAGING DIRECTOR, BANK 
OF IREL AND FINANCE, OUTLINES HOW 
CONFIDENCE, CONSISTENCY AND A 
CONSERVATIVE APPROACH TO RISK WILL HELP 
OVERCOME ANY ECONOMIC CHALLENGES 
FACED BY THE IRISH MOTOR INDUSTRY IN 2017. 

171: Can you briefly outline the 
finance options that Bank of Ireland 
Finance (BIF) offer?

Pat Creed: There are three main 
options available for BIF customers: 
Hire Purchase (HP), Personal Contract 
Purchase (PCP), and Leasing and 
Contract Hire (fleet). PCP is really 
for new car registrations and it is 
still the most popular product option 
that we offer for new car buyers. BIF 
was the first in the Irish market to 
introduce PCPs for used cars. We will 
offer PCPs for cars up to 18 months 
old. BIF provides PCPs for up to 151 
registrations. In my view, there is no 
real advantage in taking out a PCP on 
a car older than this.

Last year, the popularity of PCPs had 
significantly increased and we were 
set to further increase take up in 
2016. What have the last 12 months 
been like in terms of PCPs and how 
do you think 2017 is looking, in 
comparison?

There has been even better growth this 
year in PCPs. We at BIF, have 14 motor 
franchises, which all have different PCP 
offers, but in general, PCP is considered 
a 15,000 to 20,000km per annum 
product.

Customers have three options at the 
end of the PCP term:

• The first option is that you can 
roll over your contract directly 
into a new car with little or 
even no change to the monthly 
payment, provided the terms 
of the mileage and condition 
of the car are adhered to. This 
is what the higher percentage 
of customers are doing (circa. 
80%+);

• The second option is, the 
customer can decide to hand 
the car back, with no liability 
but they will forfeit their initial 
deposit, paid at the outset, and 
which is usually around 10% of 
the value of the car. This option 
is rarely taken by customers; or,

• The third option is, customers 
can pay the guaranteed minimum 
future value (GMFV) which has 
been set at the outset of the 
agreement by the manufacturer/
distributor, and own the car 
outright.

PCP is a consumer product. If you want 
to own the car for life, PCP is not the 
option for you. If you are someone 
who wants to update your car on a 
regular basis then PCP is definitely an 
option for you. 

Last year, we put a lot of emphasis 
on the GMFV, where we encouraged 
manufacturers to pitch their 

GMFV percentage at a level where 
customers are always protected and 
can comfortably change their car in 
the event of any pricing change vis-
a-vis residual values. We have been 
consistent in this approach across all 
our manufacturers, however, some of 
our competitors have put their GMFV 
percentage at higher percentage rates, 
which could affect them in 2017 and 
beyond, taking into consideration 
factors such as Brexit and the 
influence that it may have on used car 
values. 

We have a lot of PCP renewals coming 
back in 2017, as we started rolling out 
the contracts in 2013/14/15. It is now a 
matter of managing these contracts 
effectively. Staying consistent and 
conservative is the key to doing this 
successfully.

Going for a quick win today, may well 
result in a quick loss tomorrow. Many 
of our competitors had to leave the 
industry during the recession because 
of that type of short-sighted approach. 

What is the typical profile of those 
availing of PCPs?

There is not an obvious gender 
difference, but there is a demographic 
difference. We are finding that younger 
people – in their 30s and 40s – are more 
likely to take out PCPs compared to the 

PAT CREED, MANAGING DIRECTOR, BANK OF 
IRELAND FINANCE
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older generations, who prefer to take 
out HP agreements or, alternatively, 
avail of lower annual percentage 
rate (APR) purchase options. This is 
because younger generations are used 
to tariffs, like paying monthly bills 
on their mobiles, and for commodity 
products. Our analysis shows that 
there is a clear age gap between those 
in PCPs and those in HP agreements. 
This has helped some of the more 
traditional brands, who may have 
always had an older generation 
customer base, to attract a younger 
age bracket with PCPs.

What sort of advice and information 
does BIF make available to the car 
buyer? 

We have our own dedicated team on 
the ground, training, upskilling and 
liaising with our 14 manufacturers and 
400+ dealerships – which is over 50% 
of the Irish market. The manufacturers 
and dealerships provide extensive 
training programmes for all of their 
sales staff countrywide, so that they 
are given the correct tools to provide 
adequate advice to customers in 
the forecourts. The right training 
is essential. PCP is not for every 
customer and it is essential that the 
customer is advised and assessed 
properly by the dealerships and 
offered the right type of contract that 
best suits their needs. 

For the car buyer who wants to make 
a prudent financing choice when 
making a purchase, what are the key 
principles to keep in mind?

The main pieces of advice I would give 
are the following:

• Research is key. The majority 
of dealerships are finding that 
extensive online research is 
how most customers make their 
decisions to buy. They know the 
model, spec and colour of the car 
before going in the forecourt to 
purchase it;

• Compare like with like. Ensure 
there are no hidden charges, 
which you will have to contend 
with later; 

• Know what type of finance 
product suits you. A customer, 
who is travelling 30,000km 

or more a year is not a PCP 
customer – the contract has 
mileage penalties and if you 
exceed them, you will have 
penalty charges; and

• Affordability. Keep to your 
budget and make sure you know 
what you are signing up for and 
be sure the finance product you 
are taking suits your personal 
situation.

How strong has demand for 
commercial vehicles been in 2016 
and what, in your view, is the 
outlook for the sector in 2017? 

Commercial vehicle sales in 2016 have 
been phenomenal. Sales are up 20% 
on last year, which was also a great 
year, so there is huge positivity in this 
market. The biggest mover in this is 
Ford, who have had a fantastic year in 
commercial vehicle sales.

Both the car market and the 
commercial vehicles market have 
increased exponentially in the last 
number of years due to the relatively 
low sales during the recession. You 
will see a levelling and balancing out 
from now on, going into 2017. We are 
going to hit 148,000 sales by the end of 
this year, which is a major difference 
compared to the all-time low of 57,000 
in one year during the recession. If 
we can continue to maintain 150,000 
car sales per annum it will be a real 
success story for the industry. That will 
be the challenge for 2017.

Expectations for new car sales are 
positive for 2017, however, with 
Brexit looming what is your take on 
how car sales will go next year, and 
what is the overall feeling within the 
motor industry?

Nobody knows exactly what will 
happen with Brexit. I know that 
manufacturers and dealers are 
apprehensive about what 2017 
will bring. Import levels increased 
dramatically this year, about 42% up 
on last year, primarily at the premium 
end of the market. Of course there 
is a concern but as an island nation, 
imports always came into the country. 
The reason the levels weren’t as 
high previously, was due to sterling 
being so strong, so, in turn, it became 
unaffordable. Now, it has weakened 

again, imports are on the rise.

Exporters are concerned because their 
margins have been eroded due to the 
fall of sterling and already the ‘Brexit 
effect’ is having an impact on Ireland. 
We will just have to wait and see what 
the long-term impact will be. 

Have fleet sales been strong in 
2016 and if so, do you foresee this 
continuing in 2017?

Fleet sales were up by 40% in 2015 on 
2014, with companies having delayed 
their fleet purchases during the 
recession. In 2016, a lot of fleets came 
back for renewal, so we experienced 
a significant increase of funding in 
fleets which we expect to continue 
into 2017, unless Brexit impacts 
these sales. As these companies are 
primarily exporters and are highly 
exposed to the UK market, they will 
be directly affected, but, all in all, I 
expect the growth to level out and 
sales to be maintained. 

We must remember, we have been 
through the ups and downs of 
recessions and our sales are back 
to an economically viable number. 
Manufacturers and dealers need to 
accept and acknowledge that Brexit is 
happening and, therefore, need to plan 
and manage their business models 
accordingly.

From the car buyer’s perspective, 
what financing and customer service 
innovations can we look forward to 
seeing from BIF in 2017 and have 
there been any new important 
developments in these services?

We have invested a significant amount 
in technology and our BIF Drive 
system has been extremely successful, 
particularly for the dealerships, where 
customers are walking into a forecourt 
and getting a decision before they 
leave. We want to further enhance our 
technology in 2017. It is a very paper-
based system so we are focusing on 
taking the paper out of the equation 
and bringing in new technologies like 
e-signatures. We want to bring our 
customers over the line on a digital 
platform. It is all about technology and 
we believe we can run this business 
in a cost-efficient way by focusing 
and committing to technological 
investment. 
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NEW MODELS

IF  YOU’RE THINKING ABOUT A NEW CAR IN 2017, 
YOU’LL HAVE MORE OPTIONS THAN EVER. HERE’S 
JUST A SAMPLE OF WHAT’S  ON OFFER FROM SOME OF 
IREL AND’S LEADING MARQUES IN THE NEXT 12 MONTHS.

TENTH 
GENERATION 
CIVIC
The all-new tenth-
generation Civic benefits 
from the largest single 
model development 
programme in Honda’s 
history, according 
to the company. A 
lightweight, rigid 
bodyshell, which Honda 
attributes to innovative 
new engineering and 
construction techniques, 
complements the lower 
centre of gravity and a 
new suspension system. 
The interior features new 
technologies, including 
the second-generation 
of Honda’s infotainment 
and connectivity 
system, Connect, which 
incorporates Apple 
CarPlay and Android Auto 
integration.

SUMMERTIME FIESTA
The next generation Fiesta is expected to arrive in July 2017 and Ford says it will 
have the most sophisticated range of driver assistance technologies and connectivity 
features ever seen in a volume small car in Europe. Powertrains will include Ford’s 
multi-award-winning 1.0-litre EcoBoost petrol engine offering up to 140 PS, and a 
1.5-litre TDCi diesel offering 120 PS – the first high-power diesel Fiesta powertrain.

WAVE OF NEW MODELS SET TO ARRIVE IN 2017
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WAVE OF NEW MODELS SET TO ARRIVE IN 2017

FORWARD 
THINKING 
FROM JAGUAR
If you’re still trying to get 
your head around 2016, 
you may be impressed by 
Jaguar’s forward thinking. 
In 2017, the brand will be 
showcasing an electric SUV, 
its I-Pace Concept, a preview 
of the I-Pace production car 
that will be on our roads 
in more than 12 months 
time in early 2018. Jaguar 
is describing its I-PACE 
Concept as the smartest 
five-seater sports car and 
the start of a new era for 
the brand. With Jaguar 
claiming a 500km range, 
the average user could 
charge just once a week. 
Charging is easy and quick, 
according to Jaguar, with 80            
per cent charge achieved in 
90 minutes and 100 per cent 
in just over two hours using 
50kW DC charging.

HYUNDAI GOES ELECTRIC
The all new Ioniq has already arrived in hybrid and all electric versions, with the plug-in hybrid version arriving in early 
2017. The Ioniq Electric starting at €28,495 has a maximum potential driving range of 280km. Equipped with a 28KWH120PS 
battery it has a top speed of 165kmph and comes with 16” alloys and a smart key stop and start. Other useful features 
include rear parking sensors, a rear camera and guidance system and a lane departure warning system. The Ioniq Hybrid has 
a 1.6 petrol engine, with pricing starting at €31,995. The hybrid has a top speed of 185kmph.
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HIGH EXPECTATIONS FOR RIO
The new Kia Rio is expected in spring. Now entering 
its fourth generation, Kia says the new Rio 
will offer B-segment buyers a new design, 
high practicality and convenience, class-
first safety technology, new connectivity 
features and more engaging ride and 
handling. Kia anticipates that the new Rio 
will attract over 100,000 buyers in Europe 
in its first full year on-sale. This will place 
the Rio alongside Kia’s best-selling models 
in Europe, the Sportage and Cee’d.

NEW DISCOVERY 
AWAITS SPRING 

L AUNCH
The new Land Rover Discovery is 
a three-row, seven-seat SUV also 

due to arrive in spring. Land Rover 
engineers say that its lightweight 

aluminium construction saves 
480kg in weight, delivering 

enhanced efficiency. It comes with 
a 240PS, four-cylinder Ingenium 

diesel engine with 500Nm of torque 
and a best-in-class towing capacity 

of 3,500kg. Semi-autonomous 
advanced tow assist technology 

aims to take the stress out of 
difficult reversing manoeuvres. And 
there’s up to 2,500-litres of luggage 

and storage space.

NEW COUPE HYBRID 
FROM LEXUS

The LC 500h, features the world’s first multi-
stage hybrid system. Lexus describes the 

hybrid powertrains as ‘next generation’ 
and specifically designed for performance 

vehicles. The new Lexus LC 500h coupé hybrid 
will reach Irish forecourts early 2017.
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OUTL ANDER TURNS 
ON THE ST YLE
Mitsubishi’s Outlander passenger range 
will receive a host of model updates in 
early 2017 including the Outlander 4WD 
2.2 DI-D seven-seater Instyle models.
These will have smartphone link display 
audio (SDA) as well as LED headlights, 
LED front foglights, chrome beltline 
mouldings and shark fin roof antenna. The 
Outlander Instyle Automatic will come 
with electric parking brake and brake 
auto hold function, as well as Mitsubishi 
Motors Ireland’s eight-year warranty. The 
Outlander 4WD seven-seater manual will 
be available from €39,900 with prices for 
the automatic starting from €44,900.

INSIGNIA GRAND SPORT PROMISES 
ENHANCED SAFET Y AND COMFORT
Following the successful first-generation Insignia, of which more 
than 900,000 have been sold already, according to Opel, the 
new Insignia Grand Sport is based on a completely new vehicle 
architecture. The wheelbase has been elongated by 92mm, 
enabling a more spacious interior that especially benefits the 
rear passengers.

HECTIC YEAR FOR MERCEDES
Mercedes-Benz is set for a busy 2017. A full slate of new 
models will start arriving in Ireland in spring, continue 
through the summer and culminate in the third quarter with 
the arrival of two new AMG models, including the GTR.
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3008 ON 
THE WAY
The new Peugeot 3008 is 
due to arrive in dealership 
showrooms across Ireland 
by early February 2017. The 
range starts from €25,995 for 
the entry level model, the 
Access 1.2 130bhp PureTech 
petrol version. With a choice 
of five trim levels, to include 
Access, Active, Allure, GT Line 
and GT versions, a wide range 
of both petrol and diesel 
engines is available. Standard 
features on level one Access 
models include the Peugeot 
iCockpit interior comprising 
a compact steering wheel, a 
configurable 12.3” head-up 
digital instrument panel, an 
8” capacitive touchscreen, 
multifunction steering wheel, 
Bluetooth, USB connectivity 
and 3 x 12V sockets.

NEW MODELS

PICK A COLOUR…
The new Ignis will be available in 11 colours with full personalisation options available for both exterior and interior 
trim. It is available in SZ3, SZ-T and SZ5 grades and will feature Suzuki’s SHVS (smart hybrid vehicle by Suzuki) mild 
hybrid system. Six airbags, air conditioning, DAB Radio and Bluetooth are fitted as standard on all IGNIS models. 
Suzuki’s new Ignis SZ5 model with dual camera brake support (DCBS) has been awarded a five-star rating in the latest 
European New Car Assessment Programme (NCAP) safety tests. 
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TOYOTA’S COUPE-ST YLED SUV
Designed to stand out, according to Toyota, the all-new C-HR, or Coupé-High Rider, combines a powerful lower body and 
raised ground clearance with the sleek cabin profile of a coupe. The C-HR’s coupe-like styling includes disguised rear door 
handles integrated within the C pillar. Prices for C-HR start from only €26,895.

RUGGED ‘ALL-ROADER’ FROM VOLVO
With the launch of its new V90 Cross Country, the Swedish carmaker believes it is set to establish itself in a leading role 
in the premium all-roader sector. Designed to cope with the demanding requirements of an extreme Scandinavian climate, 
Volvo says its Cross Country models offer high ground clearance, pulling power and responsive All-Wheel Drive.
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READY FOR 2017
INSIGHTS FROM THE AUTOMOTIVE FRONTLINE
171 HEARS FROM LEADING PROFESSIONALS IN THE FRONTLINE OF THE MOTOR 
INDUSTRY AROUND THE COUNTRY, ON THE KEY ISSUES IMPACTING THE 
INDUSTRY AND THEIR EXPECTATIONS FOR THE FUTURE.

Ann Marie Murtagh
Director, MF Auto Services, Dublin

Having taken a voluntary 
redundancy package from the 
bank where she worked several 
years ago, Anne Marie Murtagh 
spent some time networking and 
furthering her education. She 
didn’t have to look very far to find 
inspiration for her next career 
move. “Being married to a very 
talented mechanic, I saw that the 
motor industry has been a rock 
solid business despite the recent 
recession,” Anne Marie says. “With 
an open mind and a new challenge, 
I joined the company.”

Anne Marie started out running the 
day-to-day administration for the 
garage but very quickly realised 
there would be more involved in 
her role. “Making the annual trip 
to your local garage is a daunting 
experience for many people.

“By bridging the gap with 
information and providing a 

pleasant experience for vehicle 
owners, by keeping up to date 
with our key partners, exchanging 

information and developing new 
ideas together, we have found a 
successful formula. I treat every 
day as a learning day.”

Anne Marie outlines what she 
feels will be the major trends in 
auto service over the next three 
to five years. “There will be more 
advanced diagnostics for vehicles. 
The technology for new vehicles 
is moving forward at an alarming 
rate. We may see a tightening-up 
and expansion of the NCT, leading 
to better road safety. I expect 
to see a narrower gap between 
main dealer and independent 
auto service, as well as a more 
knowledgeable customer.”

MF Auto Services’ business has 
achieved growth year on year 
since 2011, Anne Marie says. “It’s 
essential to evolve and keep 
pace with the rapid changes in 
the auto service industry to meet 
our customers’ needs. We want 
to build on our current success 
by enhancing and expanding the 
services we offer currently to our 
existing and new customers.”

Deirdre Coffey
Sales Person, Lawton & Foley, Offaly

After the strongest year for the 
Motor Industry for quite some 
time, Deirdre Coffey sees 2017 
shaping up well, with the 171 plate 
expected to provide another boon 
to car sales.

“2016 has been the best year in 
many years,” Deirdre says. “At the 
moment, 2017 looks promising and 
seems to be holding steady for us. 
We are a very localised business 
and are fortunate enough to have 
the support of customers within 
our catchment area. Margins still 
remain tight, so it is imperative 
that we keep a very close eye 
on every individual deal and, of 
course, our overheads, while at the 
same time not compromising on 
offering our many customers our 
top-quality sales and service.”

Deirdre studied accountancy 
with the Chartered Institute 
Management Accountancy (CIMA). 
She worked in Wyatt Medical 
Newbridge pharmaceutical company 
in the finance department as a 
cost and budget analyst and in 
Jacobs Biscuits as a management 

ANNE MARIE’S TOP 2
1. Mentor:  

Lucy Gaffney, the chairperson of 
Communicorp. I worked with her 
early in my career and she taught 
me to believe in myself and that 
anything is possible.

2.  Business lesson learned: 
Persistence is an acquired skill. It 
may take weeks, months or years, 
but it will pay off. Do not look for 
instant gratification.
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accountant before taking on the role as sales and finance 
manager 12 years ago in Lawton & Foley Motors.

“Our business model is rural-based,” Deirdre says. “Unlike 
some of the larger urban-based car outlets, we have a close 
personal relationship with the majority of our customers. 
Our high customer retention enables us to continue selling 
across generations of the same family. This gives me great 
satisfaction. After all, people buy cars from people they can 
trust.”

While the sector has seen a welcome surge in activity this 
year, being a car salesperson in a highly competitive sector 
remains challenging. “The most challenging aspect of being 
a salesperson in 2016/2017 is to maintain customer retention 
and continue to hold our high market share.”
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DEIRDRE’S TOP 2
1.  Mentor:  

It would be impossible for me to pick out one individual 
mentor. I have been privileged to work with and meet 
amazing people and have learned so much from them. 
There isn’t a day goes by, especially here at Lawton & 
Foley Motors, that I don’t learn something. I would often 
go home at the end of a hard day’s work and reflect on a 
conversation with a customer. Life is a learning curve. I 
also have learned a good lesson or two from my parents. 

2.  Business lesson learned:  
Never appraise a car over the phone, it will always come 
back to haunt you...

Karen Kennedy,
Head of Marketing,                            
Bank of Ireland Finance

Karen Kennedy, Head of 
Marketing, Bank of Ireland Finance 
(BIF) believes the motor industry 
will show its resilience in the face 
of the challenges presented by 
Brexit and high insurance costs, 
to deliver another good year in 
2017. She comments: “There are 
two main factors which have 
been widely reported as potential 
influencers of the Motor Market 
in 2017, namely; insurance costs 
and post-Brexit effects. Having 
said that, overall, this industry 
is resilient and hopefully we will 
see another strong market in 
2017 as the industry continues to 
come back to sustainable levels of 
activity.”

Karen currently heads up the 
marketing department at Bank 
of Ireland Finance, which works 
closely with its Franchise Partners 
to ensure all concerned can 
grow their businesses and their 
market share. The aspect of her 
job that she most enjoys is its 
unpredictability:  “I love the 
variety of the role and the fact 
that no two days are ever the 
same! I feel very fortunate to work 
with such a fantastic team in my 
own Department and to be part 
of a highly driven and motivated 
senior management team. The 
people you work with are really 
what make your job so much more 
enjoyable in my view.”

The past 12 months has brought 
its own challenges: “Certainly, 
2016 has brought its own 
unique challenges and a level 

of uncertainty due to other 
factors, as we know, in the wider 
European economy. It does 
probably mean we enter 2017 
with a slightly more cautious 
view. We believe that PCP will 
continue to be popular in 2017 
across the motor market and 
as long as we keep our focus 
on the customer as being at 
the heart of the service we 
provide, it will continue to be 
the product of choice for those 
drivers who want to just roll 
into another new car at the end 
of their agreement. The key 
issue for next year will be if 
our competitors are tempted to 
drive up the GMFVs (Guaranteed 
Minimum Future Value) and 
therefore leave the customer 
with a huge hurdle to jump to 
get into the next PCP.”

KAREN’S TOP 2
1. Mentor:
 Throughout my time in the bank 

and in my own personal life I have 
been lucky enough to have had 
different mentors help and guide 
me along the way. I believe they 
were mentors not due to their 
special skills but because they 
were simply people who had the 
qualities evident in a good role 
model.

2. Business lesson learned:
 Education is the best investment 

you can make.
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PROMISING YEAR 
AHEAD, DESPITE 
CHALLENGES
AL AN NOL AN, DIRECTOR 
GENERAL, SOCIET Y OF THE IRISH 
MOTOR INDUSTRY, ASSESSES 
WHAT 2017 HAS IN STORE FOR 
THE MOTOR INDUSTRY.

With the buying season all but 
behind us for 2016, the industry 
has now turned its focus to the 171 
registration period as can be seen 
and heard in current advertising 
campaigns.  For motorists thinking 
of buying a new car, the advice 
is to do your research and shop 
around before making your 
decision.

Right across the Industry retailers 
and manufacturers have an 
incredible variety of attractive 
offers from scrappage, to extended 
warranty, to free road tax, zero per 
cent finance or servicing incentives 
included as part of the deal.

2016 has seen the highest levels 
of new car sales since 2008. While 
some of this can be attributed to 
a catch-up in the market after a 
number of very poor years, overall 
it has been a good year for our 
industry.

New car sales in the first nine 
months of the year have also 
contributed €1.25 billion to the 
Exchequer, 24% ahead of last year. 
To the end of October 2016, new 
car sales were 145,428, which is up 
18% on the first 10 months of 2015. 
The commercial vehicle sector has 
also seen business activity improve,  
with light commercial vehicle (LCV) 
registrations (27,347) up 19% year to 
date, and heavy goods vehicle (HGV) 

registrations (2,774) currently up 
34% compared to the same period 
in 2015.

Fall in cost of buying a car

For consumers, the really good news 
is that the cost of buying a new car 
has declined by 3.5% on the same 
period in 2015, as published in the 
recent SIMI/DoneDeal Quarter 3 
Report for 2016. The report forecasts 
that new car sales for 2016 will 
finish at 147,000 at year-end with a 
similar level of sales anticipated for 
new cars in 2017

With all of the economic 
indicators pointing to increased 
spending power in the Irish economy 
next year, another good year in 2017 
does appear to be likely. While it is 
early days yet, dealers are reporting 
strong consumer interest for the 
New Year and numbers appear to be 
well in line with 2016.

As with other sectors in the Irish 
economy, Brexit is a focus over 
the next few years, and we have 
seen used car imports from the 
UK increase in 2016 during periods 
when sterling has been particularly 
weak. The majority of these imports 
though have tended to be relatively 
older cars: 50% are over five years 
old and 86% are over three years 
old. Thus, imports have not really 
competed directly with new car 

sales and with the offers and 
finance available on new cars in the 
Irish market at present, combined 
with new car price increases in the 
UK as a result of weaker sterling, 
this isn’t likely to significantly 
impact on the new car market here.
In the used car market though, it 
may drive used car values down in 
Ireland.

Positive expectations

We have every reason to be positive 
about the year ahead, even with 
these new challenges that we face. 
With two million cars on the road in 
Ireland we would expect the new car 
market to be in the region of 140,000 
to 160,000 in a normal year. During 
the downturn years, from 2009 to 
2013, we only registered about half 
of this level of new cars so our 
car population has aged and many 
consumers are at the point where 
they will need to change their car. 

There was a return to a more normal 
market in 2016 with a likely outturn 
of 147,000 new registrations and we 
are confident that 2017 will deliver 
again for the industry. For the 
consumer, it is a great time to shop 
for a new car, with new car prices 
down, even better offers on cars and 
finance and, of course, a new car 
can also deliver strong savings on 
fuel consumption and road tax. 
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FLEET MANAGEMENT

COMPETITION 
DRIVES 
INNOVATION 
IN FLEET 
MANAGEMENT

The fleet management sector 
benefitted from the overall lift 
in sales in 2016. Derek Kavanagh, 
Head of Motor Franchise Sales, 
Bank of Ireland Finance, provides 
an overview of developments in 
the sector in the last 12 months.

There has been continued growth 
in the Irish Motor Industry in 2016, 
which has seen passenger sales 
increase by 17%, light commercial 
sales lift by 19% and heavy 
commercial vehicle sales rise 33%, 
and the fleet market has benefited 
from this overall uplift in sales. 
Most companies are now running 
diesel company cars, due to cost 
efficiencies and the fact that the 
VAT on diesel can be re-claimed.

The number of fleet providers is 
unchanged with the main companies 
being – LeasePlan; Merrion Fleet 
Management; Denis Mahony 
(Contract Rentals) Ltd T/A Avis Fleet 
Solutions; Johnson & Perrot Fleet; 
and Autolease Fleet Management.

‘Cradle to grave’ service

For corporate businesses that 
have large fleets, their objectives 
are efficient and cost-effective 
management of those fleets. The 
priorities in managing the fleet 
of a corporate customer are to 
provide a ‘cradle to grave’ service 
in relation to each fleet. Companies 
want to be able to have confidence 
that the fleet provider will manage 
their fleet and provide cost savings 
in line with their expectations. 

The elimination of the residual 
risk for companies is a key factor 
in companies availing of a fleet 
management provider. Companies 
no longer have to worry about 
falling values in their fleet, as this 
risk is taken by the fleet provider.

Many factors can spur companies to 
outsource their fleet management 
requirements but the main 
dynamic driving outsourcing of 
fleet management is that it gives 
companies the capability to achieve 
‘off balance sheet’ funding. All 
rentals are fixed for the duration 
of a contract, therefore eliminating 
increases in interest rates. Having a 
fresh fleet also helps with the image 
that companies want to convey 
when dealing with their clients.
The risk of disposing of vehicles 
at the end of the contract is taken 
on by the fleet provider, therefore 
eliminating the risk for the client.

Competition drives innovation

Fleet management providers have 
to be innovative to secure and 
retain customers. For example, 
during 2015/2016 Denis Mahony 
(Contract Rentals) Ltd introduced a 
new IT platform for its customers, 
which has been a key enabler for 
growth and innovation. Setting high 
standards for customer service is 
a key part of the company’s DNA 
and Bynx Fleet was its chosen 
platform. The investment in this 
platform enabled the fleet provider 
to be more agile and competitive. 

Customers have also benefited 
from increased functionality of new 
systems and access to key data in 
relation to their fleets as a result 
of new technology being introduced 
by fleet providers. Customers are 
demanding, and expect to be able, 
to access information about their 
own fleets, vehicles or contracts.

BANK OF 
IRELAND 
FINANCE
SERVICES TO FLEET 
MANAGEMENT 
SECTOR
Competition in the fleet 
management business is 
intense and Bank of Ireland 
Finance is a key provider of 
funding within the sector. 
Through our fleet partners, 
we have established key 
relationships with a number 
of leading fleet providers and 
offer a wide range of funding 
products to both corporate 
and SME clients to meet 
their individual fleet finance 
requirements. We look forward 
to continuing to support and 
further enhance these key 
partnerships as we move into 
2017 and beyond.

DEREK KAVANAGH, HEAD OF MOTOR 
FRANCHISE SALES, BANK OF IRELAND FINANCE
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IONIQ SEEKS TO SPARK 
INTEREST IN EVS

At the time of going to press, 
electric vehicles (EVs) accounted 
for less than 1% of all new car 
sales. Pricing and concerns about 
range have been among the 
factors widely considered to have 
constrained the appeal of EVs. 
However, in 2017 Hyundai hopes 
to give added impetus to the EV 
niche with the recently launched 
Ioniq, initially available as an 
EV and a hybrid, with a plug-in 
hybrid to follow later in the year.

Stephen Gleeson, Managing Director, 
Hyundai Ireland is confident about 
the prospects for the EV sector and 
he believes the new Ioniq will act 
as a strong driver of sales in both 
the EV and hybrid sectors in 2017. 
He accepts that range anxiety is 
definitely a concern for motorists 
when considering the EV option: 
“I think the Ioniq addresses this 
concern very effectively. The Ioniq 
Electric’s range of 280kms on one 
charge is class-leading, beating 
the eGolf and the Leaf. And, for 
motorists who need to make longer 
journeys, the Ioniq Hybrid is an 
excellent alternative, offering 
emission and fuel consumption 
benefits as well as eliminating any 
range issues.”

From a charging point of view, 
the charge time for the electric 
Ioniq over a domestic power 
socket is circa 12 hours in a 
normal plug socket or around 

four hours with the ESB free 
home charge points. At each 
Hyundai dealership, fast AC 
charge points will be installed 
in each workshop and in a 
customer-facing location. These 
points can achieve charge times 
of circa four hours. Hyundai has 
also ordered DC fast charging 
connections on every Ioniq EV to 
facilitate on-street, fast-charge 
points in delivering charge times 
of less than 30 minutes. Hyundai 
is offering a five-year unlimited 
mileage warranty on the car 
and an eight-year, 200,000km 
warranty on the battery, again, 
according to Hyundai, a market-
leading selling point.

Hyundai intends to give a strong 
promotional push to the Ioniq Electric 

and Ioniq Hybrid. As the company 
behind Ireland’s best-selling new 
car in 2016, the Tucson, Stephen says 
Hyundai will leverage that success, 
and the Tuscon’s market-leading 
appeal, to introduce customers to 
their 2017 models, in particular the 
Ioniq Electric. “Our sales people 
have been fully trained and briefed 
on the Ioniq’s leading technology 
and the benefits that it offers for 
buyers. We’re confident that when 
people actually try the electric or 
the hybrid version of the Ioniq, a 
significant number of them will be 
convinced that it’s the car for them.”                     
He added: “Initial sales of the Ioniq 
have been strongly in favour of the 
full electric vehicle and we are trying 
hard to get extra production slots 
from the factory.”

E LECTRIC V E H ICL E S A ND HYBRIDS

HYBRIDS PREDICTED TO RETAIN 
EDGE OVER EVS – TOYOTA SURVEY
Following exceptional sales of hybrid vehicles announced by 
Toyota earlier this year (a 140% increase in 2016 with hybrids now 
accounting for 13% of Toyota total sales), the company recently 
carried out an online survey among 350 Toyota hybrid drivers, in which 
97% stated they would choose hybrid again for their next vehicle. Of 
those surveyed, 70% would not consider driving a pure electric vehicle 
while 30% said they might consider it.

Many reasons were given for not choosing a pure electric vehicle including: 
the inconvenience of having to charge it for long periods of time (44%); the 
limited range available with electric vehicles (41%), meaning that it often 
can’t be used for long journeys without stopping to charge; and, lastly, a 
lack of understanding of the technology in an electric vehicle (16%).

Respondents were asked whether, if necessary, they would change from a 
hybrid vehicle to a diesel engine, a plug-in hybrid or a pure electric vehicle. 
The results remained in favour of hybrid with 54% choosing a plug-in version, 
28% choosing a diesel engine and just 19% opting for a pure electric vehicle.

Commenting on the results, Michael Gaynor, Marketing Director, Toyota, 
said: “There is a misconception that hybrid drivers will automatically 
switch to electric vehicles, however, this research clearly shows that hybrid 
drivers recognise the benefits of low emissions driving that a hybrid vehicle 
provides, without the inconvenience of driving an electric vehicle.”
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BUSY 2016
NEW CAR SALES SHOW 
CONTINUED GROWTH
Despite the scary hikes in 
motor insurance costs and the 
uncertainties arising from Brexit, 
it has been a strong year for new 
car sales here. The recent SIMI/
DoneDeal Quarter 3 Report for 2016 
has forecast that new car sales 
will finish at somewhre in the 
region of 147,000 by year-end, with 
a similar level of sales anticipated 
for new cars in 2017.

The figures included in this 
section are for the 11 months up to 
November 30, 2015.

Statistics courtesy of the SIMI 
(Society of the Irish Motor 
Industry). For the latest data on 
the Irish motor industry go to 
www.beepbeep.ie/stats

TUCSON 
TOPS 

TABLE

TOP SELLING MODELS 2016

RANK MAKE MAKE/RANGE 2016 UNITS 2016 % SHARE

1 Hyundai TUCSON 7,422 5.08%

2 Volkswagen GOLF 5,009 3.43%

3 Ford FOCUS 4,834 3.31%

4 Skoda OCTAVIA 4,658 3.19%

5 Nissan QASHQAI 4,588 3.14%

6 Ford FIESTA 3,828 2.62%

7 Toyota COROLLA 3,726 2.55%

8 Toyota YARIS 3,673 2.51%

9 Volkswagen PASSAT SALOON 3,197 2.19%

10 Kia SPORTAGE 2,871 1.96%

11 Toyota AURIS 2,841 1.94%

12 GM(Opel) ASTRA 2,535 1.73%

13 Renault KADJAR 2,527 1.73%

14 Toyota RAV 4 2,347 1.61%

15 Volkswagen POLO 2,283 1.56%

16 Ford KUGA 2,192 1.5%

17 Dacia DUSTER 2,087 1.43%

18 Hyundai I30 2,079 1.42%

19 Renault CAPTUR 1,961 1.34%

20 Dacia SANDERO 1,942 1.33%

21 Renault CLIO 1,904 1.3%

22 GM(Opel) CORSA 1,895 1.3%

23 Ford MONDEO 1,872 1.28%

24 Skoda SUPERB 1,849 1.26%

25 Hyundai I20 1,787 1.22%
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NEW CAR SALES BY 
COUNTY FOR 2016

THE COUNTY BY COUNTY SALES FIGURES REFLECT 
POPULATION DENSITY WITH DUBLIN AND CORK, AS 

WOULD BE EXPECTED, SHOWING THE HIGHEST SALES.

Dublin
39.63%

Louth
2.15%

Kildare
4.13%

Kilkenny
1.93%

Waterford
2.52%

Tipperary
2.83%

Cork
12.86%

Laois
1.21%

Offaly
1.29%

Clare
2.15%

Limerick
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Kerry
2.21%
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2.2%

Carlow
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Wexford
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Monaghan
0.84%
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0.9%

Galway
3.99%

Roscommon
0.97%

Longford
0.5%

Mayo
1.93%

Meath
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Westmeath
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Cavan
1.1%
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2.41%

PASSENGER CAR 
SALES 2016 % SHARE 

BY COUNT Y

PASSENGER CARS BY COUNT Y

COUNT Y 2016 
UNITS

2016 % 
SHARE

Carlow 1,756 1.2%

Cavan 1,603 1.1%

Clare 3,147 2.15%

Cork 18,795 12.86%

Donegal 3,520 2.41%

Dublin 57,936 39.63%

Galway 5,828 3.99%

Kerry 3,228 2.21%

Kildare 6,037 4.13%

Kiikenny 2,820 1.93%

Laois 1,773 1.21%

Leitrim 633 0.43%

Limerick 5,198 3.56%

Longford 726 0.5%

Louth 3,149 2.15%

Mayo 2,814 1.93%

Meath 4,645 3.18%

Monaghan 1,235 0.84%

Offaly 1,880 1.29%

Roscommon 1,418 0.97%

Sligo 1,318 0.9%

Tipperary 4,137 2.83%

Waterford 3,686 2.52%

Westmeath 2,204 1.51%

Wexford 3,479 2.38%

Wicklow 3,213 2.2%
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COLOUR IS GREY ISSUE 
TOP SELLING COLOURS
Grey tops the charts, with black and silver/aluminium as runners up.

TOP SELLING COLOURS

RANK COLOUR 2016 UNITS 2016 % SHARE

1 Grey 30,478 20.85%

2 Black 28,189 19.28%

3 Silver/Aluminium 22,910 15.67%

4 White/Ivory 21,309 14.58%

5 Red/Maroon 17,166 11.74%

6 Blue 17,060 11.67%

7 Bronze 2,957 2.02%

8 Brown 2,630 1.8%

9 Beige 1,260 0.86%

10 Green 918 0.63%

11 Gold 558 0.38%

12 Orange 289 0.2%

13 Yellow 176 0.12%

Grey 20.85%

Black 19.28%

Silver/Aluminium 15.67%

White/Ivory 14.58%

Red/Maroon 11.74%

Blue 11.67%

Bronze 2.02%

Brown 1.8%

Beige 0.86%

Green 0.63%

Gold 0.38%

Orange 0.2%

Yellow 0.12%

Others 0.02%



Changing lives
Please text CNOH to 50300 to donate €4 to the Cappagh 
Hospital Foundation.
100% of your donation goes to Cappagh Hospital Foundation across most network 
operators. Some operators apply VAT which means that a minimum of €3.25 will go to 
Cappagh Hospital Foundation. 
Service Provider: LIKECHARITY. Helpline: 076680 5278. www.chf.ie

Cappagh Hospital, Ireland’s specialist orthopaedic 
centre, has a tradition of providing excellence in 
orthopaedic surgery coupled with the fi nest nursing 
care. It’s what makes us unique. We change lives.

“When I fi rst got the 
prosthetic ‘blade’, I 
was like a kid with a 
new toy and it was a 
very emotional time 
for me. None of what 
I have achieved would 
have been possible 
without great people 
around me.” 
Simon Baker,
Chairman, IAFA
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Talk to us today about 
financing your new vehicle.

Tired of 
hiding your 
car away?

Finance

This advertisement specifically relates to vehicle finance. Lending criteria terms and conditions apply. Finance is generally provided by way of a Hire Purchase agreement.  
Bank of Ireland Finance is a registered business name of Bank of Ireland. 

1850 340 034

Talk to us today and 
drive away with a 

great finance offer.
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