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What are Cazana & Experian doing here?

What’s happening in the market now? 

What about next year? 

What does the future look like?

What can you be doing different now?

Agenda



About Cazana



� 7 years old

� Team of 52

� VC backed

� Growing 150% YoY



Dealers & Manufacturers

Lenders & Insurers

Modern Auto Consumer
Vehicle history / checks

Finance comparison

Vehicle discovery

Asset values

Risk projection

Market insight

Vehicle pricing solutions

Market Insight

Lead generation

Our sectors



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.



About Experian



Experian in the Automotive Market
U N D E R S TA N D I N G  Y O U R  C U S T O M E R  A N D  T H E I R  V E H I C L E

What is the risk of 

them not paying?

Who are they?

Can they afford it?

What is the asset they 

are buying?

Preferences

Credit 
Worthiness

Identity

Affordability

Vehicle



Experian in the Automotive Market
U N D E R S TA N D I N G  Y O U R  C U S T O M E R  A N D  T H E I R  V E H I C L E



What’s happening

now?



UK used car market performance

• Used Retail Demand Resilient

• Wholesale Market Vibrant

• Used Car Stock Shortages

• Wholesale Conversion Levels High



Cazana outlook

2019 2020

New Sales

-2.7%

New Sales

-1.6%

Used Sales

8.1m to 8.15m

Used Sales 8.2m 

to 8.25m

The year of the used car



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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UK used car market performance – Hybrid and BEV
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What’s going to

happen next year?



More direct remarketing



Better targeting



Savvier dealers



Retail-back pricing

takes precedent

over the ‘books’



The future



Clever direct customer targeting

Understanding how customers 

behave and react to communication 

channels allows you to interact with 

them to optimise the outcome 

Preferences

Credit 
Worthiness

Identity

Affordability

Vehicle



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.

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.

Clever direct customer targeting



Clever direct customer targeting



The future remarketing journey

Fleet Auction DealerOLD WAY Consumer

Fleet

Auction

DealerNEW WAY

Consumer

Remarketing 

vehicles back 

to your 

customer base



Pinpoint trade targeting



What can you be

doing different now?



What can you be doing different now?

• Use relevant retail data – crystal ball into 

what the dealer is experiencing

• Better understand what the end customer 

wants – fuel types, access models

• Be smarter around the channels you use, 

challenge the status quo!



Point of Quote
Accurate VIN-
level vehicle 

valuation

Future valuation 
for any 

term/mileage

Fraud check 
based on vehicle 

history

Consumer credit 
info

On-Portfolio Asset revaluation
Mileage 

estimation
Fraud early 

warning signs
High risk signals 

(MOT/Tax)

VT
Incentivising VTs 
as appropriate

Targeted 
marketing based 
on vehicle status

Remarketing
Target the right 
channels based 
on recent history

Maximise revenue 
through retail 

insight

Plan and execute 
multi-channel 

approach

How lenders work with Experian / Cazana
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