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 A 
AFTERSALES SUPPORT SYSTEMS

BookMyGarage
BookMyGarage’s SecretService enables customers 
to book their service and/or MOT at a franchised 
dealer at a lower price than when booking direct. 
Because it works with many of the UK’s leading  
dealerships, it provides drivers with exclusive deals 
on unsold workshop slots as well as a premium 
quality of care from expert manufacturer-trained 
and certified technicians, using genuine (or  
equivalent) parts. SecretService is designed for 
users of vehicles that are more than four years old.
www.bookmygarage.com

Bumper
Bumper has expanded its digital financing solutions 
platform to help dealers achieve higher workshop 
utilisation by selling more aftersales work, as well 
as increasing their add-on and accessory sales. The 
addition of open banking to the platform also enables 
customers to pay directly from their personal bank 
accounts to a dealer’s account. Car owners using 
open banking can make their payments online in a 
matter of seconds using just their bank account 
credentials. Also, because these payments require 
bank authentication within a customer’s banking 
app, it makes fraud significantly more difficult, giving 
a greater layer of protection to dealers. 
www.bumper.co.uk

Crypton
Crypton has launched a new automated test lane 
roller brake tester for MOT centres and garages. 

Used as part of the inspection lane for an MOT and 
installed at floor height, it enables a static vehicle’s 
braking system to be checked. Featuring motor-
powered driving rollers, the tester measures  
individual axle braking forces per wheel, and allows 
for the measurement and assessment of any 
braking imbalance between the vehicle’s left and 
right side. It also includes an integrated weighing 
system, which enables overall braking efficiencies 
to be automatically calculated by the software.
www.cryptontechnology.com

Everard
The Beissbarth Q.Lign is the world’s first web-based 
wheel aligner. The new hardware and software puts 
speed and connectivity at the front of the alignment 
process, without compromising on accuracy and 
repeatability. Its compact web-based system also 
provides for a more tailored and flexible approach, 
with the stream-to-x technology mirroring the soft-
ware, enabling a wireless device such as a TV, laptop 
or smartphone to be used and for the entire process 
to be adapted to the workshop’s set-up. In addition, by 
replacing the need for the classic trolley set-up, more 
space is created at the front of the vehicle for the 
headlight equipment or ADAS calibration used in 
today’s car technologies such as intelligent headlight 
systems, built-in cameras and radar sensors. 
www.everard.co.uk

Gott Technical Services
Gott Technical Services’ Treadspec drive over tyre 
tread scanner ramp, with its intuitive software, 
provides an automatic solution to increase sales. By 
driving the vehicle over the scanner ramp, a report 
is produced of tyre tread depth, uneven wear, 
possible alignment issues, and rotation recommen-

dations are provided before the technician has left 
the vehicle. A photo capturing the vehicle as it drives 
over the ramp and ANPR technology, which files the 
licence plate details alongside the readings, supports 
technicians and front-of-house service advisors to 
upsell and increase rate of sales. Providing a visual 
report that shows tyres are in good condition also 
creates a great customer experience with improved 
likelihood of customer retention. 
www.gottservices.com/tscan-treadspec.html

Hofmann Megaplan
Hofmann Megaplan has launched the Par-Move tyre 
changer. The megamount 813XL tyre changer uses 
a fixed, cylindrical turret made from heavy duty 
gauge steel to eliminate the movement caused by 
traditional tilt-back machines. While still providing 
the automatic operation and performance of a tilt-
back model, the parallelogram movement of the 
articulated arm gives both up and away  
clearance from the rim at the press of a button. The 
fixed column is also mounted on a re-enforced 
chassis, delivering more precision and greater 
rigidity than a tilt arm machine.
www.hofmann-megaplan.co.uk/par-move

Hunter Engineering
Hunter Engineering’s new TC33 series of tyre 
changers have been designed with efficient  
functionality in mind. Their compact design is suited 
to workshops with limited space and mobile service 
vans. The changers’ benefits include an ability to 
handle tough assemblies with speed and simplicity. 
The floating three-point arm is faster than a swing-
arm design and the ergonomic control handle of the 
PowerOut Bead Loosener breaks tough beads 
without difficulty. The cam platen adjusts to three 
height positions for operator comfort, allowing for a 
wide range of wheel widths. Their fully variable 
speed also matches the optimal RPM for every tyre-
changing scenario. 
www.hunter.com

 C
 CONSUMER FINANCE AND COMPLIANCE

Alphera Financial Services
Alphera Financial Services’ self-service online 
portal, MyAlphera Finance, enables customers to 
access and manage their vehicle finance  
agreements from any place and at any time. The 
system provides a convenient facility for customers; 
they simply register or log-in using their Alphera ID 
to manage their agreement online. Alphera has 
invested in enhancing the portal to offer customers 
a wider range of advanced services at the tap of a 
button. With MyAlphera Finance, customers can 
quickly and easily update their personal details, 
including amending their phone number, address, 
bank details and payment date. They can also 
manage their finance agreement, including 
requesting a settlement figure, and making an online 
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payment, requesting partial early repayment, 
viewing their payment summary and reviewing their 
end-of-term options. 
www.myfinance.alphera.co.uk/en/home.html

Black Horse
Black Horse has continued to focus on improving its 
digital customer portal over the past year. This has 
included the introduction of a digital inbox where 
customers can access their documents easily from 
wherever they are, as well having the opportunity to 
go paperless and, by doing so, reducing their carbon 
footprint. Customers can now also navigate through 
their end-of-contract more simply, alongside better 
logging in, profile changing capability and increased 
capability with settlements. Since the launch of the 
portal, Black Horse customers are now fulfilling 
90% of their needs online.
https://customerportal.blackhorse.co.uk/blackhorse/
welcome#/

MotorVise
MotorVise Comply is a simple, intuitive online system 
that ensures dealers meet the latest Financial 

Conduct Authority (FCA) regulations when selling 
financial products and services. Taking the customer 
through a step-by-step decision process based on 
their needs and demands to make sure they are fully 
informed, it enables dealers to easily prove they are 
complying with their consumer credit obligations 
and minimise the paperwork and administrative 
burden associated with selling finance. The system’s 
decision-tree questions also simplify product choice 
and its integral videos explain finance product  
attributes. In addition, reporting functionality  
generates management information in a matter of 
seconds and customer records are easily recover-
able for auditing purposes.
www.motorvise.com

 COURTESY CAR AND
 DEMONSTRATION MANAGEMENT

AX
Calculating mileage, tracking vehicle use and 
analysing data on fuel expenditure can be  
complicated, especially when submitting P11D forms 

to HMRC. AX Compliance Manager is an intelligent 
solution that streamlines administration processes 
with accurate up-to-date reporting and full visibility of 
vehicles and drivers. Designed by AX Innovation, the 
software integrates with telematics to enable drivers 
to easily self-manage their mileage. The Compliance 
Manager solution can be adapted to suit the individual 
needs of the company via bespoke settings, such as 
the ability to add BIK tax settings per user. Alongside 
daily vehicle usage reports and automatic updates to 
HMRC vehicle tax bands, the software will produce 
automated P11D reporting, including the P11D  
documents, calculating VAT fuel scale charge and 
national insurance contributions. 
www.ax-uk/innovation#ax-manage-section

Cooper Solutions
FullCover is a web-based fleet management system 
which tracks all vehicle movements within a dealer-
ship. The system manages sales, aftersales and 
bodyshop loan appointments, while its integrated 
DVLA licence check validates customer driving 
licences in real time. It also produces  
electronic and paper professional loan agree-
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2022 has been yet another interesting year for the industry.  

Adept at facing challenge, we have managed supply-chain 

issues and watched the cost-of-living crisis impact buying 

decisions, which in turn, has put customer satisfaction under the 

spotlight. Although 75% of consumers prefer to buy in person, 

we are embracing digital solutions with 23% wanting to buy a 

vehicle partially or completely virtually (with 39% of this group 

being driven by convenience). Crucially, the OEM (22%) and 

dealer (48%) are still vital channels in virtual purchasing 

(Deloitte, 2022). Technology sits on the fault line of these 

challenges, offering dealers and OEMs pathways to survive and 

thrive in the period ahead. Consumers want their car buying 

experiences to mirror their other retail interactions.  Seamlessly, 

on and off-line, personalised, intuitive, and convenient. 

The onus is on us as technology providers to provide dealers 

and OEMs with a suite of products that delivers human-centric, 

simple, purchasing experiences for their customers. This is our 

focus at Keyloop as we move into 2023 – working to deliver on 

the technical aspects, while you focus on customers. 
Tom Kilroy, CEO, Keyloop

For more information on our products...

Visit: www.keyloop.com. Email: intl.pr@keyloop.com

Twitter @KeyloopAuto  LinkedIn Keyloop 

Sponsor’s welcome

Hello and welcome to the 2022 Ultimate Tech Guide from AM. 

Customer experience has always been important within the 

sector, but it feels like each and every year, this rings ever-truer. 

Automotive is becoming more competitive, and the ways in 

which you can differentiate yourself from your competition are 

becoming more fleeting. 

Reputation is the CX platform of choice for many of the UK’s 

top brands and dealer groups simply because we’re the only 

platform globally that offers a truly 360-degree view of the 

customer journey. 

Whether it’s reviews, social media, surveys, your business 

listings, our unique integration with Google or more – it’s all 

manageable from a single dashboard. And that’s without 

mentioning competitive insights…

The Reputation team and I will be at AM-Live in November. 

It’s one of the key dates in the diary for me personally. AM-Live 

presents us one of the only times of the year where nearly 

everyone is under one roof! Reputation is also speaking live 

from 14:30, so be sure to check us out.

Enjoy the guide.

Anthony Gaskell, managing director, 
EMEA, Reputation

For more information, call 0800 066 4781

or email contact-uk@reputation.com

Sponsor’s welcome
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ments and its reporting tools monitor vehicle use 
and provide a cost and revenue breakdown.
www.coopersolutions.co.uk/public/cooper-solutions-
products/full-cover/

Licence Bureau
Licence Bureau’s driver licence checking service 
minimises the risk of employing disqualified drivers, 
while ensuring businesses comply with complex 
driver management legislation, so reducing their 
corporate risks and insurance premiums typically 
by 11%-to-13%. It was the first company to develop 
a unique driving licence verification system, based 
on a three-year declaration, by accessing the Driver 
and Vehicle Licensing Agency (DVLA) driver data-
base. The service complies with the requirements 
of the DVLA and the Data Protection Act, providing 
customers with clear, concise and meaningful 
reports. The systems constantly keep customers 
fully informed of all relevant driver check  
compliance issues, so they’re in control of managing 
their drivers, vehicle, fleet, costs and risks.
www.licencebureau.co.uk

 CUSTOMER RELATIONSHIP MANAGEMENT

Car Cloud
Car Cloud enables customers to control their car 
costs online using a free app. By entering their 
vehicle registration, the app instantly sets up 
reminders for tax, MOT and insurance. It also 
provides free monthly valuations for their vehicle 
and insurance quotes within a matter of minutes. In 
addition, the app can store legal forms and  
documents such as vehicle V5 logbooks, insurance 
certificates and service and maintenance records, 
which are available anywhere at any time. 
www.carcloudcommunity.co.uk

Contact Advantage
Contact Advantage’s Claro is the ninth version of the 
core Contact Advantage platform.  It works with an 
increasingly broad group of partners, to combine 

strong core content with the strength of Contact  
Advantage’s know-how, as well as the best of fully  
integrated solutions. Partnerships range from FCA-
regulated product providers (e.g. insurance and 
warranties) to vehicle finance and remote sales 

management portals and applications. The core  
application is also evolving to support the movement to 
the agency sales model, and benefits both OEMs and 
dealerships. This drive has resulted in a Claro Academy 
being established to train users on the system.
www.contact-advantage.com

Edynamix
Edynamix’s Glovebox customer portal brings together 
all aspects of its Exsto platform and presents them 
to the customer in their own, personalised space. The 
portal, which is currently being piloted and will soon 
be available for wider release, enables the customer 
to manage their service plans, view previous health 
checks, MOT history and electronic documentation, 
make an online booking, check-in online, send 
two-way messages, and request a valuation. 
Edynamix will also soon be providing special offers 
and available stock using its Stock Master system. If 
the customer shows interest, it then creates a lead in 
Edynamix’s Lead Management module. A Glovebox 
account can be easily created, allowing  customers to 
manage all vehicles they have associated with the 
dealer in one place.
www.edynamix.com

Sponsored by



QThe UK is in the midst of a cost-of-living crisis.  
How will this impact car dealers?

AThere is no doubt that the cost-of-living crisis, 

which is predicted to be with us for some time, has 
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Keyloop’s focus is on making everything about 

buying and owning a car better – for the retailer 

and the customer – and it has made considerable 

investments in ensuring its range of products deliver 

an end-to-end solution designed to support every 

touchpoint a dealer might need. The SilverBullet 

eCommerce solution (a Keyloop company) gives 

customers a fast, responsive, and intuitive online 

experience and because it’s available 24/7 dealers 
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EnquiryMAX (a Keyloop company) is a one-platform 
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whole sales process, giving complete visibility of 

enquiries, appointments, and a sales team’s activity.

The current climate is causing automotive retail to 

change - and at pace. The winners of tomorrow will 

be those who can adapt and innovate today, and 

dealers need to maximise every sales or aftersales 

opportunity, plugging into the solutions and products 

that best support them. 

If selling cars is a blend of art and science, Keyloop is 

the science.

Human-centred tech 

is the key to unlocking 

automotive sales.
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QThe impact of economic stress is not new for the 
automotive industry; what lasting impact did the 

pandemic have on the car buying journey?  

AIt is widely acknowledged that the pandemic accelerated 
the shift in the buyer journey to online.  Our research has 

shown that one-in-three UK car buyers are open to the idea 
of buying the car completely online, and 88% now prefer to 
use personalised digital solutions to interact with salespeople 
remotely. This change in buying behaviour means dealers 
should focus on delivering the personalised omnichannel 
sales process that customers demand, and experience in so 
many of their other online retail interactions. Digitalisation is 
transforming the automotive retail experience for everyone, 
and technologies that might have been seen as advanced 
prior to the pandemic, are now a standard expectation. 

QTo encourage sales during this current period, how can 
dealers create a truly omnichannel experience? 

AWhilst consumers undoubtedly spend a lot of time 
researching car purchases online, almost two-thirds 

(63%) still believe it’s essential to visit the dealership before 
committing. So dealers need to combine the in-person 
sales process with an engaging online one if they are to 
win and keep buyers. Car dealers must provide customers 
with exactly what they want, which is to effortlessly toggle 
across touchpoints - from live chat to video calls, text alerts 
to in-person meetings and more.  One of the easiest, and 
most visible, ways dealers can meet customer demands 
for more digitised products is to create personalised online 

interactions.  For example, Keyloop Message helps dealers 
take control of the multi-channel experience and drive loyalty 
with every SMS and email. Its easy-to-use messaging tools 
and team-based workspaces help retailers engage customers 
in two-way conversations, increase responsiveness across key 
departments and give retailers a 360 view of engagement.  
 
Another way is to transform the documentation process. By 

using a digital document solution, like Keyloop Documents, 
customers can access and sign sales and service documents 
�	���	��N�4����������	���	����	����	�	´��
�����	��	��	�Q��	������
save money and time. In fact, research has shown dealers 
could ���	�������*A�����?IA��������	���	���´�	. 

QHow can car dealers create a seamless customer 
experience once the purchase is complete?

AOnce customers are impressed by a highly personalised 
and enjoyable car purchase journey, dealerships must 

capitalise on the aftercare experience, where they can 
continue to deliver exceptional service levels and leverage 
more margin.  Our own research into digitalisation underlined 
the strength of the opportunity in aftersales and servicing; 
70% of UK car owners want to book their service online and 
55%  would like to receive text message updates about the 
status of their car during their vehicle service. 
 

SilverBullet Service (a Keyloop company) is an 
online booking platform that helps dealerships with service 
retention, seamlessly ‘plugging-in’ to retailers’ existing 
websites.  It offers three key components – scheduling, 
inspection, and collection and since it was launched in early 

Tom Kilroy 
#��	
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Keyloop 

2022, the demand for SilverBullet Service has seen continual 
high growth and implementation by dealers.  

Keyloop Communications enables Service Advisors to 
update customers on the status of their service, as well as 
facilitating authorisations, via text messages. 

Products such as these, and others from our approved 
Keyloop Partners which deliver on a range of aftercare 
solutions from video to pricing, ensure that automotive 
retailers can continue to retain and sell to customers across 
the lifetime of their vehicle ownership. 

QWhat other opportunities are there for dealers to build 
great relationships with customers?

A)���	�������Q��	���	�����´����������	��	������	�Q��������	��
less controlled by a 9-5 working pattern and replaced 

by a more ‘on-demand’ approach. As an industry we need 
to adapt to meet these evolving lifestyles. Dealers need to 
take a 360° view of each customer and build a multi-channel 
communication process, personalising every interaction 
– whether it be by phone, text, email or even face to face 
- in order to drive loyalty and build highly personalised 
relationships. In a world where customers need to be 
interacted with when and how it best suits them, dealers need 
to double down on providing exceptional messaging services.  
By using products that help dealers simplify communication, 

ones like Keyloop Message, dealers can resolve basic 
enquiries and update customers quickly in the channel that 
best suits them.

QWhat makes Keyloop stand out?

AKeyloop is working to create a more connected future for 
the automotive retail industry, one where an end-to-end 

ecosystem of products and solutions is seamlessly served to 
dealers and their customers. Our vision is of a smooth, simple 
and human-centred car buying and ownership experience, 
one which matches any on or offline retail experience. We 
believe that when dealers are supported with the best 
technology, we are helping them (and the industry overall) 
����	�	��������´���������	��	����������	�������
����������Q����
����Q������	����	�
������	��������´��������N

By joining Keyloop our goal is to be the technology partner 
of choice for OEMs and car dealers, and to close the loop 
on a vital gap within our industry – customer experience. 
Whether virtual or in-person, the ability to thread together 
each customer’s unique journey from beginning to end is 
an exciting opportunity. In the future, new lead attribution 
solutions will offer visibility into the customer journey, inform 
decision making, and facilitate more ways to measure results, 
analyse channel effectiveness, and provide relevant content. 
Ultimately, these types of solutions will shape the future of the 
industry, creating a more connected landscape and cohesive 
buying experience for both dealers and customers.
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Intelligent Motoring
Intelligent Motoring combines MotorEasy, Warranty 
Assist, Motorkiki and Motor Angel aftersales 
customer acquisition and retention tool suppliers 
designed to provide a unique set of products to 
improve the ownership experience at every stage of 
a vehicle’s lifecycle. MotorEasy offers car warranty, 
gap insurance, breakdown cover, servicing, MOTs 
and repairs. Warranty Assist is the UK’s largest 
leading online dealer warranty provider. Motokiki is 
a motoring comparison website for tyres, servicing, 
warranty, car and gap insurance, and repairs. Motor 
Angel is a trading platform that supplies approved 
workshops with repair, MOT and service jobs.
www.intelligentmotoring.com

Loop BI
Loop BI is franchise performance management 
software built specifically to help the automotive 
sector operate more effectively. It helps large 
networks improve efficiency and productivity by 
centralising and standardising different, disparate 
data sets into a single source of the truth. This 
makes it easier to uncover insights that require 
critical attention and assign actions to the teams who 
can make a real difference. Everyone, from head 
office to field teams and individual dealerships  
has visibility of the same information, empowering 
them to make data-driven decisions that enhance  
performance and drive accountability.
www.loop-bi.com

LTK Consultants
LTK Consultants’ bespoke Konnect software 
improves the day-to-day management of dealers’ 
automotive operations, enabling them to build and 
adapt both customer and employee workflows 

using a fully blended solution of artificial intelligence 
and human intervention that helps increase overall 
performance and productivity, while gaining full 
visibility and a deeper understanding across the 
entire customer journey. Konnect links to any DMS 
and telephony platform, to allow the dealer group to 
provide a centralised contact centre service or it can 
be fully outsourced to LTK. Either way, dealers can 
manage the customer through a fully connected 
journey within the sales and aftersales process, 
ensuring that work is not duplicated and transparent 
to all departments. 
www.ltkconsultants.co.uk

Mad Devs
Mad Devs has launched iConnect, a portal that 
enables customers to have a close continued 
engagement with the dealer. It gives customers 
confidence and control throughout the vehicle 
buying process by allowing them to automatically 
upload important documents to a brand/group web-
based application that can be accessed remotely 
and   securely anywhere on any device. The portal 
also lets customers upload documents that are 
required as part of the selling process such as their 
driving licence, utility bill, insurance certificate and 
photographs.
www.maddevs.co.uk

Marketing Delivery
Marketing Delivery has launched its automotive-
specific digital marketing platform, VoiceBox. The 
software allows dealers to manage sales, after-
sales and social communications in one intuitive 
platform. The multifaceted tools also incorporate a 
lead management system, full in-depth reporting 
functionality and the ability to integrate with several 

other providers – including the Driver and Vehicle 
Standards Agency for MOT due dates, Keyloop 
Drive/Autoline Rev8, Dealerweb, EnquiryMax, 
Contact Advantage, Power, Pinnacle and more. 
Aftersales success can also be bolstered with 
VoiceBox, with automated SMS and email 
campaigns reminding customers when an MOT or 
service is due. 
www.marketingdelivery.co.uk

Marque Group Solutions
Three60 CRM and leading automotive data integrations 
provider Vital Software have merged to become 
Marque Group Solutions (MGS).  MGS delivers  
best-in-class automotive solutions using advanced 
data integrations, helping dealers, OEMs and mobility 
providers to optimise both sales and aftersales  
performance, sustainably boosting retention and prof-
itability. With an innovative product portfolio covering 
the complete customer journey, MGS provides 
specialist automotive support and seamless integra-
tion of data management, cleansing, predictive 
marketing, lead aggregation, lead prioritisation and 
customer experience solutions. 
www.marquegroupsolutions.com
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RWA Automotive
Its business intelligence solution is focused on 
helping dealers organise all their data and put it 
in one place to manage all their operations. 
Founded in 2013, the business has a vision to help 
retail groups become data-driven decision-
makers. Pulling all the information from a dealers’ 
various different systems into one place, then 
visualised with data analytics tools, the informa-
tion is actionable and easy to understand so that 
management can see exactly what it happening 
in their business.
www.realwordanalytics.com/automotive

Salesforce
Salesforce Customer 360 connects marketing, 
sales, commerce, service and IT teams, providing 
them with a single view of the customer data to help 
grow customer relationships, reduce costs and 
increase productivity. Sales Cloud uses automation 
to scale productivity, accelerates deals through data 
and artificial intelligence and activates growth in 
every channel. Marketing Cloud uses data to unlock 
customer value, automates engagement across 
channels and optimises performance and spend. 

Commerce Cloud automates the trading process 
from discovery to fulfilment. 
www.salesforce.com/crm

 D
 DEALER MANAGEMENT SYSTEMS/ACCOUNTS

Click Dealer
Click Dealer’s Dealer Management System (DMS) 
provides a one-stop shop to manage a dealer’s full 
administrative workload online. It enables them to 
streamline their processes, create digital invoices, 
build finance quotes, track expenses and suppliers, 
and submit tax digitally. The system also manages 
online advertising and web presence, uses its 
simple DVLA look-up tool to add vehicles, feeds vehi-
cles to all major portals, manages and assigns 
leads, and completes vehicle orders.
www.clickdealer.co.uk/dealer-management-system 

Dragon2000
Dragon2000’s DMS enables dealers to manage and 
understand every aspect of their automotive  

business by bringing it all under one roof. The DMS 
allows dealers to make more profit, find new  
opportunities and save time. The system makes it 
easier to advertise vehicles on dealer and third-
party websites and provides real-time sales  
information via a dashboard and reports. The 
garage software takes care of the entire workshop 
process, from estimates, bookings and technician 
job cards to service invoices and customer 
reminders, as well as a robust clocking system that 
tracks technicians’ hours of work. Technicians can 
also record and send VHC videos straight to the 
customer by phone or email, thus increasing trust 
and take up of red and amber items. 
www.dragon2000.co.uk/dealer-management-system/

Gemini
Gemini’s Evolution is a completely scalable and 
functionally-rich DMS, designed to streamline  
business processes, increase efficiencies and save 
customers money. Evolution’s open systems  
interface (OSI) provides a level of web services that 
produce an API for Gemini’s market-leading third-
party automotive partners. OSI grants access 
to customer account information, vehicle infor-
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Rapid rise of car subscription

ar Subscription has been a major 

topic in the Automotive Industry, 

and Wagonex Technologies, the 

experts in vehicle subscription software, 

have been at the forefront of this 

emerging sector for more than six years.

Founded in London and now 

headquartered in Cardiff, the business 

has become synonymous with 

automotive subscription in the UK. 

The team also recently secured funding 

from Admiral Pioneer, the investment 

arm of the FTSE100 constituent and UK’s 

largest motor insurer, Admiral Group.

Credited as being the longest standing 

car subscription company in the UK, 

Wagonex was born out of the frustration 

that many share – why can’t we have the 

flexibility to switch cars when we  

chose to, as we all know that life can 

change swiftly? As subscription became 

the norm for films, food, music and  

even razor blades, car subscription  

seemed like the logical next step. 

Wagonex has the most experience in the field. Why not draw on it?

C
Wagonex Technologies set out to create 

a solution that was simple, flexible and 

fair to drivers, but also to the dealers, 

manufacturers and leasing businesses 

they partnered with.

The subscription model may not be new 

in the wider world, but CEO and founder 

Toby Kernon identified the opportunity 

for car subscription sitting between the 

renting and leasing market, offering the 

best of both worlds for both drivers and 

partners alike. 

Today, Wagonex Technologies works 

with a host of household names, from 

Renault Trucks to Volkswagen’s CUPRA, 

as they launch  bespoke solutions for 

their brands. 

Wagonex Technologies is not just for the 

major manufacturers, as it currently 

works with dealerships, leasing and 

rental companies. One of Wagonex’s 

successful partners MyCarDirect, who 

saw the opportunity coming, launched  

its platform in 2020, which utilised 

Advertising   fe

subscription as its core business model. It 

recently announced that it has become 

profitable 18 months earlier than forecast.

Unlike other subscription businesses, 

Wagonex concentrates on its technology 

and doesn’t own or manage vehicle 

stock. Wagonex believes in a 

collaborative approach and enables the 

industry to enter the market leveraging its 

plug-and-play technology. Wagonex lets 

its partners set their own terms for every 

vehicle, whether that’s price, mileage, or 

length of contract.

What’s included?
Wagonex Technologies has many 

features as standard, including fully 

automated customer verification, 

payments, digital contracts, e-signature 

and embedded insurance. 

Uploading vehicles is done 

automatically, and includes vehicle 

specifications and images.

When it comes to managing the 

vehicles, the platform generates real-time 

analytics to see which vehicles are on the 

road, in maintenance, or ready to go, as 

well as when on the road vehicles are 

coming back in. By utilising personal 

logins for every member of your team,  

or per dealership, the right person can 

manage the right stock lists and keep 

control over vehicles.

Using an online solution, you not only 

make it easier for your customers, but also 

for yourself, trading paper contracts with 

digital and receiving immediate credit 

check details on prospective drivers. 

Wagonex’s recent Experian integration 

will let you get a full 360° view on who’s 

taking your car, when and for how long. 

Payments are taken via credit card and 

direct debit, and it’s clear for you and the 

customer when payments are due.

How does it work?
Wagonex Technologies’ platform is built 

to help the automotive industry maximise 

potential, and is streamlined to help 

partners succeed. To support partners’ 

varying needs, different packages are 

offered:

Test is the perfect way to test out 

subscription and see if it’s right for your 

business. Wagonex provides all partners 

with a fully digitised plug and play solution 

requiring minimal commitment. This 

includes vehicle uploads, collection of 

customers’ personal details, embedded 
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To secure a no-commitment consultation from one of our specialist 

team, and to receive a personalised assessment of how subscription 

can benefit your business, go to www.wagonextechnologies.com

personal lines insurance pricing, credit 

check, customer verification and automated 

billing for their subscription fleet. The first 

tier also includes all the back office 

functionality needed to launch and 

manage subscription vehicles and interface 

with customers. The vehicles are listed on 

Wagonex.com, so there’s no need to source 

potential drivers - they come to you.

Launch is for businesses looking to put 

their own branding onto the subscription 

journey. This is a white label product that 

gives your brand full control over the 

customer and their vehicles, customer 

insights and data to steer business 

decisions. 

Grow enables larger businesses to 

receive a bespoke enterprise solution with 

hands-on operational and marketing 

support from our specialist team. This is 

the best subscription software available, 

with custom integrations for your existing 

software or insurance systems. Partners 

will also receive custom analytics and 

data as part of this product. 

Take the opportunity
Subscription is at a formative, but rapidly 

growing stage, with different businesses 

defining exactly how subscription works. 

This makes it an ideal time to get involved 

with car subscription and present a 

CEO Toby Kernon (centre)
with CTO Leon James and 
COO Ella Hastings

digital solution to customers. 

Big names such as JLR, Tesla and Volvo 

are all establishing their own 

subscription models, and with Wagonex 

Technologies you stay competitive and at 

the forefront of new products. 

It’s no surprise that consumer interest in 

car subscription has increased by 400% 

over the past year, as car subscriptions 

provide the customer with an alternative 

to leasing and buying that gives them 

flexibility on what car they drive, and 

how long they drive it. 

Wagonex Technologies has taken care of 

all the technological heavy lifting enabling 

your business to grow with car subscription. 


