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About Cazana
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v’ 7 years old
v Team of 52
v VC backed
v Growing 150% YoY




Our sectors

Modern Auto Consumer

Vehicle history / checks
Finance comparison
Vehicle discovery
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Dealers & Manufacturers

Vehicle pricing solutions
Market Insight
Lead generation

Lenders & Insurers

Asset values
Risk projection
Market insight
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Realtime market insight.
Data driven.
No editing.

Unlike legacy providers, Cazana is the first valuation and insight service to
use big data from vehicle classifieds to understand the current and future

value of vehicles.

Cazana sees market changes as they happen in real-time as opposed to
manually edited monthly guides.

This real-time technology allows us to produce a vehicle value that is truly
indicative of its worth on the market today - not a guess based on months
old data from auction.







Experian in the Automotive Market

UNDERSTANDING YOUR CUSTOMER AND THEIR VEHICLE

What is the asset they
Who are they? are buying?

Preferences

What is the risk of Can they afford it?
them not paying?
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Experian in the Automotive Market

UNDERSTANDING YOUR CUSTOMER AND THEIR VEHICLE

ﬂ.lr'u'ehicle database holds every
vehicle registerad in the UKEI,

c.43 million...

with vehicle history going back ZD YEEI‘S+

‘We have ¢.3,000 clients across a\
range of sectors...

..including Motor Retail,
Finance, Insurance, Auctions ==

C

O
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We monitor over *
_|;| 1Tmillion
2@ vehi:;les on behalf o— *
== of clients
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Finance coverage across all major

banks and lenders, covering
TH active :
c.TTmillion o cnens =
|, \ z
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-

‘We support the industry by
processing over
~—— 10m+

transactions/decisions deliverad to

our clients per month
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UK used car market performance

* Used Retail Demand Resilient

* Wholesale Market Vibrant

« Used Car Stock Shortages

» Wholesale Conversion Levels High
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Cazana outlook

2019 2020
RUIS PET RU20 PET
New Sales New Sales
-2.7% -1.6%
"RVIS ZBX RVIS ZBX
Used Sales Used Sales 8.2m
8.1m to 8.15m to 8.25m

The year of the used car
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UK used car market performance
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Retail Price Performance as a % of OCN for Sub 12/12k Cars by Fuel Type
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e Dj@SE|  emmm— Petrol BEV Hybrid — ceeceeees Linear (Diesel) ~ cecceceer Linear (Diesel) ~ cecceceer Linear (Petrol)  cecceceee Linear (BEV) ~ «eeeeeeee Linear (Hybrid)
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UK used car market performance — Hybrid and BEV

Retail Pricing Performance as a % of OCN - Hybrid and BEV by Age and Mileage Profile

83%

78%

73%

68%

63%

58%

53%

48%

43%

38% 40%
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e Hybrid 12/12k

Hybrid 24/24k
--------- Linear (Hybrid 12/12k) «-«------ Linear (Hybrid 24/24k) --------- Linear (Hybrid 36/36k) Linear (BEV 12/12k)  «-------- Linear (BEV 24/24k)

Hybrid 36/36k BEV 12/12k s BEV 24/24k e BEV 36/36k
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happen next year?

What's going to
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2 CarNext

com,

More direct remarketing
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“O Other vehicles for sale (0)

Filter

Resetall Listing type Seller type Registration Mileage Colour

@ Distance Options

VRM  Year Colour  FuelType  Seller Type Mileage  Price

Sort by

Most relevant

28,022 miles  £23,950
% LDI7ZNP 2017 & A
‘ Rybrook Worcester-Worcester-Sold 10 months ago
|
27671 miles  £22,980
DK170HP 2017 &
Halliwell Jones Chester-Cheshire West and Chester-Sold 3 months ago
u I
28,405 miles ~ £21,750
WNZ7005 2017 &)
Bavarian Garages-Belfast-Sold 5 months ago
22,930 miles ~ £24,990
W27BER 2017 m
Lloyd Motor Group-Fylde-Sold 5 months ago

14,491 miles ~ £23,750
- YSI7GWX 2017 & £

Sytner Nottingham-Nottingham-Sold 2 months ago
i
-

-
/

19,004 miles  £24,500
OV170WA 207 & R

Sytner Oldbury-Sandwell-Sold 8 months ago

22,059 miles  £23,995
YN17XUX 2017 5]

Soper Lincoln-North Kesteven.Sold 8 months ago




Zana v Value another vehicle ComanaBester  Khan
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2015 BMW 6 Series Coupe 640 M Sport 640d Step Auto Start/Stop

£20,709

> Cazana retail

£21,464
£20221
£19,972

Cazana retail independent

Cazana retail supe

& Cazana trade £18,530

@D Mileage & 3 44,689 (estimated)

Gross profit £2179
n Valuation date 22M10/2019  Percentage 10.52%
—
S aVVI e I d e a I e I S - e
{

t new

ons check 4 : - Original ¢

insight into this vel

Days to sale
Stocking de

eciatior

2015 BMW & Series Coups 640 M Sport 640d Step.
Aute StartStep.

& Lastfor sale 2 years ago 7 D Other vehicles for sale (106) D View
3 Grompratn am
Listing details Besetall | Lisingtype | | Sellertype | | Regiswation | Micage | | Colour cat ratavark

£32,500 Distance  Options:

Last price listed




MOM_”\E NEWS DEALER MANAGEMENT JOBS INTELLIGENCE CARS OPINION

Home Dealer Management Retailing » Motor retailers 'spoilt for choice’ on valuation data

Motor retailers 'spoilt for choice' on valuation

data
29/10/2019 in Retailing
' Was this article useful?
5 Click the thumbs up >

Automotive retailers are
spoilt for choice on who to
partner up with for valuation
data in the UK.

The market is extremely competitive,

I ] ]
I : h? - &

with a variety of suppliers pumping

investment into new platforms and

technology to win custom from dealer groups.

Cap HPI leads the market in the UK for market share with dealers and retail
valuations, but it competes against known brands Glass'’s, as well as Auto Trader,

| ’ BCA and new entrants such as Cazana and jamjar.com.
O V e r O S All this competition is good news for dealers looking to put their suppliers to the test
on service and price.

Dene Jones, BCA's chief marketing and data officer, said the demands of the used

market mean dealers need access to daily pricing information.

He said better informed and more technology-literate consumers are pushing

dealers to be more transparent in the sales process. ﬁ A

Cazana's Companion tool is now used by some of the largest dealers in the country
(and integrated into new products such as the new Cazana-powered Experian
Autocheck).

Ben Miller, Glass's head of marketing, said the company is planning to launch a \J
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Clever direct customer targeting

54

@ Credit D
‘ Worthiness ’ \ Affordability ’
Preferences R
Al

Understanding how customers
behave and react to communication
channels allows you to interact with
them to optimise the outcome
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Clever direct customer targeting

Property
Demographics & Utilities

Finance & credit
Triggers marketing data

Segmentation@ =T Automotive
Technology ) 7 g
& Internet

Mobile
& Email

Shopping
& Mail Order

Television

Interests News
& Hobbies & Magazines

a, .
“experian. €|cazana



Clever direct customer targeting

MOSAIC

Mosaic synthesizes millions of
pieces of information to create an
easy to understand segmentation
that allocates over 51 million
individuals and 26 million
households into one of 15 groups
and 66 detailed types.

Through a combination of more
than 450 data variables, it builds a
pin-sharp picture of the latest UK
consumer and social trends.

..' H
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Financial Strategy Segments
(FSS)

The segmentation is tightly linked to

each person’s age and affluence. It
gathers people together based on
similar financial behaviours, by
household and then by individual,
through 15 distinct groups and 55
types.
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Clever direct customer targeting

Whatdo EERICHETSUIN Financial Strategy Segments e SSxperian. P

Experian know ”

abOUt yOUI' Understanding your segments - Groups

preferences? A E = B
G H MI

M B3 o

AL

p: Shall we
' ' take a look?
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The future remarketing journey

OLD WAY Fleet Auction
Datat"o
‘;ﬁiopv S
i Auction
r_'_'_'_'_'_'_'_'_'_'_'_'_'_'_
NEW WAY | Dealer
.r:::::::::
i+ Consumer

Remarketing
vehicles back
to your
customer base
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Dealer

Consumer



Pinpoint trade targeting
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@ What can you be
i doing different now?



What can you be doing different now?

» Use relevant retail data — crystal ball into
what the dealer is experiencing

& Valuation date

« Better understand what the end customer = S
wants — fuel types, access models

* Be smarter around the channels you use,
challenge the status quo! =
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How lenders work with Experian / Cazana

Accurate VIN-
level vehicle
valuation

Point of Quote

On-Portfolio

Asset revaluation

Incentivising VTs
as appropriate

Target the right
channels based
on recent history

Remarketing
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Future valuation
for any
term/mileage

Mileage
estimation

Targeted
marketing based
on vehicle status

Maximise revenue
through retail
insight

Fraud check
based on vehicle
history

Fraud early
warning signs

Plan and execute
multi-channel
approach

Consumer credit
info

High risk signals
(MOT/Tax)
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Thanks

Tom Wood Alex Gillespie
CEO, Cazana Director of Financial Services & Insurance Consulting
Tom@cazana.com Alex.Gillespie@Experian.com
+44 (0) 7825 815092 +44 (0) 7967567166
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