
DSG provides safe passage 
through the finance minefield

SUPPLIER SHOWCASE:   DSG

he world of consumer credit has never 
been so crowded, as existing providers 
constantly tweak their offerings, online 
finance platforms look to make an 
impact and new high street players 

seek to enter the marketplace.
Inevitably, motor dealers feel the pain more than 

most, with margins already under intense pres-
sure, and a wide array of potential customers who 
all require finance packages tailored to their 
precise requirements.

Checking every detail in each individual’s credit 
history is cumbersome and time-consuming, 
especially if dealership staff lack real-time access 
to the right databases, or the correct skill-set to 
fully understand the minute complexities of 
consumer credit legislation.

No wonder savvy dealers are turning in ever-
increasing numbers to specialist finance brokers 
to provide the financial solutions and the data they 
require, allowing front-line staff to focus on what 
they do best – developing customer relationships 
and selling vehicles.

Stockport-based DSG Finance has been 
providing bespoke motor finance options to major 
dealers since it was established 28 years ago. 
Sales director Mark Gow has been with the broker 
since 1995 and makes a persuasive and passionate 
ambassador.

“Put simply, our core role is helping senior 
management teams reduce their workload, and 
that of their sales staff, by streamlining their 
existing funder policy,” he says. “This enables us 
to create and implement successful strategies to 
help dealers improve their used car volumes, and 
their overall finance penetration.

“There has never been just one lender able to 
cater for every possible customer credit status or 
funding requirement so dealers were forced to 
manage multiple funder relationships.

Mark continues: “From April 2014, when the 
Financial Conduct Authority (FCA) took over 
responsibility for the regulation of consumer 
credit, there has been a clear shift in the key 
requirements of the biggest dealerships, as 
lenders started to adopt their own interpretations 
of the regulatory guidelines.

“It’s not about the size of the groups, where they 
are based, their target customers or the marques 
they represent, because we are identifying the 
same themes time and again.”

Mark sees the major influences as the desire of 
manufacturers to dramatically increase their 
used car volumes, and the new finance landscape, 
where lenders use very different criteria for 
underwriting, credit policies and documentation.

“Unless you dedicate staff who can really under-
stand the sector, have the right expertise and the 
right technology, consumer credit can become a 
minefield for senior executive teams, especially if 

T
their resources. In some cases, DSG now sits 
‘behind’ the manufacturer, so franchises just have 
two strategic relationships, with them and with us. 

“Instead of dealing with multiple lenders, we 
offer them single-source solutions fine-tuned 
according to their target customer base, their 
franchises and their business model.

”We have two niche specialist teams, so DSG 
Prestige caters purely for high-end luxury 
marques, such as McLaren, Lamborghini, Ferrari 
and Bentley, but we also have a dedicated team to 
help with LCVs too.” 

Mark says dealership clients have identified 
three major benefits of bringing in DSG to take on 
their customer lending requirements:

n Reduced workload for 
managers and sales staff.
n Improved financial results 
and sales performance
n Compliance with all FCA 
guidelines and legislation.

“When we visit our dealers, we consistently hear 
that staff feel more confident, and have more 
certainty about the outcomes when customers 
apply for credit, now they don’t have to manage 
lender relationships,” says Mark.

“As new players enter the market, or new prod-
ucts are launched, we manage everything for the 
dealers, and we can see that is appreciated. 
Equally, when legislation changes, or there’s a 
shift in regulatory attitudes, we know what’s 
happening before it does, because we have an 
in-house head of compliance, Mark Lloyd.

“We also have a very experienced head of 
operations, Jenny Parker, who works closely with 
our own in-house IT team, which is constantly 
looking to innovate and expand our technological 
abilities. We aim to simplify every aspect of the 
lending process, and give senior management 
teams the data they require.

“We pride ourselves in taking a genuine and 
sincere interest in every dealership we work with; 
their people, their strategies, their desires for the 
future of their business, but it’s equally important 
that we enhance their business models by deliv-
ering technological advances and upgrades at 
zero cost to themselves.”

Mark is particularly proud of two initiatives 
developed by DSG’s in-house techies – Click-Docs 
and Absolute Leads.

Click-Docs is a sophisticated multi-lender 
e-platform, which converts the many different 
processes and documentation used by lenders 
into a simple electronic system, allowing 
customers to read and sign their finance docu-
ments either at home or at the dealership.

“It makes the process simpler, frees up time for 
staff, gives senior management a clear audit trail 

they operate multiple franchises across multiple 
sites, and so have very different customer require-
ments in terms of finance,” he says.

“There are so many players, and so many prod-
ucts, that it’s very difficult for a dealership to cater 
for every possible funding requirement because it 
would take up so much management time.

“We have 14 different lenders in our portfolio 
today, because that’s our core business. I honestly 
don’t know how a dealership could maintain a 
relationship with more than four or five lenders, 
and even then it would be a significant drain on 

which is automatically saved and allows customers 
time to reflect on their decisions,” says Mark.

  Absolute Leads allows dealers to use DSG’s 
platform as a ‘white label’ service, so customers 
can apply for finance online through their dealer’s 
site. However, all the back-office number-
crunching and decision-making comes from 
DSG’s data-bases and specialist software – 
providing dealers with a very efficient and zero-
cost source of new business.

“It’s a great help, especially for customers who 
aren’t sure of their credit limits or their monthly 
budgets,” says Mark. “They apply in their own 

time, then we send the ‘very warm and qualified’ 
lead back to the dealership.

“I think both these initiatives typify our partner-
ship approach. We devised and delivered them 
because we thought they’d add value for our 
dealers, their staff and their customers. 

“In the next month or two, we’re enhancing our 
point-of-sale system QST (Quote, Screen, 
Transact), because we’re confident it will speed up 
the transaction process even further. 

“The moment you stop innovating as a business, 
you start to stagnate, and that certainly isn’t going 
to happen here.”  

In association with

For more information, email  Mark Gow at 
mark.gow@dsgfs.com or call 07973 831913

“Put simply, our core role 
is helping senior 

management teams 
reduce their workload, 
and that of their sales 

staff, by streamlining their 
existing funder policy”

Mark Gow, sales director
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n Multi Lender e-Sign facility covers various prime and non-prime lenders’ finance documentation
n Enables customers to sign their finance documents either at home, or at the dealership
n Incorporates state-of-the-art electronic ID authentication – no need for dealerships to take 
 photocopies of sensitive customer information/proofs
n Provides dealer groups with an excellent opportunity to further develop their online sales strategy 

Benefits to dealers:
n Enhanced levels of customer service 
n Simple, consistent, paperless process
n  Frees up valuable time for dealership  

personnel
n  Improved payout efficiencies and turnaround 

times
n   Provides management with a fully auditable 

process for customers signing finance docs

Benefits to customers:
n  No need to visit dealership just to sign  

documents
n  Much more modern and convenient  

experience
n  Enhances ID security 
n  Simple, clear process 
n  Ability to conveniently purchase cars on 

finance from any dealership in the country

Jenny Parker, head of operations
Our latest innovation is an enhanced credit 
profiling engine. An automated process has 
been designed to reduce the number of 
credit searches recorded and an automated 
quoting facility of products and payments can 
be matched to the customer, if the original 
quote the dealer has supplied is not suitable. 
Due to be rolled out in the next quarter, this 
will offer a seamless, error-free process.

Click-Docs is proving very popular among 
dealership management and their staff. It’s 
slick, intuitive, compliant and prevents fraud. 
We are very pleased with how it is 
performing as it makes dealers, and our 
service, more efficient.

It’s also 100% digital, which means 
everything is recorded and stored, and 
reduces the amount of paperwork involved in 
an application for credit finance.

Click-Docs is a real benefit to customers, 
because they can make their finance 
application and study all the documentation 
at home when they’re relaxed and don’t feel 
under pressure to make a decision quickly.
 
Mark Lloyd, head of compliance
We record all calls so we can retrieve any 
conversation with a dealership’s customer 
should there happen to be a dispute. 
Disputes are rare, but it is a reassurance to 
know that we can retrieve calls and act upon 
them where necessary. This is vital for our 
own internal needs, but also in support of 
our dealers when they need this from us.

In terms of routine compliance and quality 
control, we monitor approximately 20% of all 
completed deals, from the start to the finish, 
including all actions taken on each deal. This 
equates to around double the industry norm, 
and means we can ensure that our staff are 
complying fully with DSG’s requirements and 
are able to report on this with a view to 
maintaining our current excellent standards.

We also ask each customer for their views 
on how we, and our motor dealer partner, 
perform throughout the finance process. In 
doing so, we are able to identify trends which 
highlight good areas and those areas where 
we might be able to offer even better service.

As well as using this information internally, 
we share this information with our motor 
dealers in a manner which suits them.

In line with our determination to set the 
standards in terms of how we conduct our 
business, we are always taking stock of the 
regulatory landscape, so can maintain the 
highest compliance standards and are well 
placed to anticipate new requirements before 
they become mandatory. 


