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AIM-listed Private & Commer-
cial Finance Group (PCF) has 
withdrawn from the sales aid 
small ticket leasing arena.

Managing director Robert 
Murray said the company will 
focus on its core areas in order 
to maintain profitability.

“Sales aid was a relatively 
small part of the business,” 
Murray said. 

“On the business finance side, 
our core strategy is to finance 
hard assets, whether vehicle or 
plant and machinery. 

“We have progressively tight-
ened our underwriting, and are 
trying to improve yields and the 
quality of business, to write the 
best business as possible.”

The sales-aid segment repre-
sented around 10 percent of 

PCF’s monthly new business 
volumes.

“In markets where there are 
restrictions on the amount of 
funding available, we decided it 
would be better to withdraw 
completely of an area that we 
don’t consider core, to better 
concentrate on the rest,” Mur-
ray  added.

He emphasised that the com-
pany is still open to new busi-
ness, however, and continues to 
operate in all other areas. 

“The company’s growth is 
dependent on living within 
existing funding availability,” 
he said. “At this point, banks 
are not willing to lend further, 
although our current relation-
ships continue to be very sup-
portive of us.”

Thus far, PCF has maintained 
a good position in the market, 

despite the challenging condi-
tions. 

In December, in its interim 
results, the group posted a 15 
percent increase in pre-tax prof-
its, to £496,960 (€556,220) and 
a turnover of £31.9 million, up 
36 percent year-on-year.

“The overall market for cred-
it has shrunk, but our competi-
tors have shrunk as well, leaving 
us in a neutral position,” Mur-
ray added.

Chris Bragg, an analyst at 
Redmayne-Bentley, a stock bro-
king firm, said these results were 
“excellent”, given the economic 
climate. 

However, he cautioned that 
“in such circumstances, even 
PCF’s carefully underwritten 
portfolio will not be immune 
from what is happening in the 
wider economy”.

PCF, in which MAN Financial 
owns an 11.9 percent share-
holding, expects the coming 
months to be “challenging”, but 
is confident that it has “all the 
resources and qualities needed 
to manage the business through 
the recession and to prosper in 
the long-term”.

Strategy

Private & Commercial withdraws from sales aid

In an article in the February 
issue of Leasing Life (issue 
number 185) headlined ‘Uni-
versal Leasing buyout part of 
£150m fundraising drive’ it 
was reported that the com-
pany had a tangible net 
worth deficit of £3.9m. In 
fact the correct figure was 
positive £10.6 million. We 
apologise for this error and 
any harm this has caused.
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Challenging times sharpen the 
instincts and a recession can 
demand radical initiatives. 

For some leasing profession-
als, recessionary conditions are 
familiar territory even though 
this one has different charac-
teristics from its predecessors; 
but for others, the turmoil is 
an unwelcome novelty. 

Tough conditions are an 
appropriate environment for 
assessing where a business cur-
rently is, where it needs to go 
and what the best way might 
be to get there. 

In adapting to the evolving 
economic and market climate 
it is important that the focus is 
not solely on tackling day-to-
day business issues but also on 
longer-term goals. 

A knee-jerk reaction might 
be to batten down the hatches 
and start to trim budgets, but 
any decision making should be 

reasonable and reasoned, not 
just reactionary and short 
sighted. 

If there is a need to achieve 
savings, cost-cutting should 
not be indiscriminate as it 
could weaken the business and 
result in not merely trimming 
the fat but also removing some 
of the muscle. 

But a well thought through 
approach should achieve a 
leaner and more efficient oper-
ation. 

The need to make savings is 
often manifested by cuts in one 
of a company’s biggest outlays 
– people, as staff costs or issues 
come to the fore. 

Tough decisions need to be 
made when assessing who 
must go and who should be 
retained. 

It is important to bear in 
mind that some of the skill sets 
needed during a recessionary 
period may differ from those 
for boom times, such as today’s 

greater emphasis on enhanced 
risk management. 

This evaluation of skill sets 
should also strive to identify 
the competencies that will be 
required to drive the business 
forward and seize any emerg-
ing opportunities. How does 
your company’s talent stack 
up?

Having sorted the wheat 
from the chaff, the emphasis 
switches to attracting, retain-
ing and developing key people 
that possess skills beneficial to 
the business. 

The input of external exper-
tise and experience may be 
another consideration as a 
cost-effective means of plug-
ging any gaps, or helping to 
secure the right mix of talent, 
or for driving specific projects 
forward. 

Many leasing companies are 
putting a stop on all external 
spending and this could at best 
be a “quick fix” or, more like-

ly, counter productive in the 
long-term. 

When management encoun-
ters problems that are outside 
the scope of its experience, the 
simplest solution is to seek help 
and guidance from someone 
with the expertise required. 

Even, indeed especially, in a 
downturn, businesses need to 
innovate while seeking ways to 
achieve efficiencies and make 
savings. 

Some companies may prefer 
to shy away from outsiders but 
this is not always a smart move 
when looking to improve the 
business proposition. 

Now is the time to take steps 
to help recession proof your 
business by reviewing and 
sharpening your skills and key 
assets.

The author is a principal at 
The Alta Group and a former 
finance director of ING Lease 
UK y
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