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s director of Ford’s 
commercial vehicles division 
in the UK, Mandy Dean 
oversaw the team that topped 
the sales charts in the country 

last year, eclipsing even the best-selling car, 
the Vauxhall Corsa, with a bumper year for 
the Transit Custom. 

That in itself underlines just how 
important the commercial vehicle and van 
market has become in the UK, with sales 
accelerating in the pandemic and Ford 
ramping up the pressure to build on 
Transit-led its leadership in the sector.

Here Dean, who joined Ford in 1995 on an 
undergraduate programme and who has 
held roles in manufacturing, purchasing, 
logistics, sales and marketing, discusses her 
career, the booming market, the switch to 
electrification and the benefits of Ford Pro.

 How did you end up at Ford?
“I joined on an undergraduate scheme. As I 
progressed, quite a few of my roles revolved 
around commercial vehicles; being product 
manager for the Ranger stands out. I 
worked in communications, dealer-facing 
sales management, sales planning and 
advanced product marketing. Obviously 
my current role lets me put all those 
lessons to good use.

“The key was that I was always interested 
in cars; my dad worked for Ford as well, as a 
production manager at Dagenham. 

“So automotive was always in the family. 
Getting on that undergraduate scheme was 
a big break for me, and 26 years later I 
haven’t looked back.”

You’ve moved around in senior roles. Did 
CVs always hold an appeal?

    “I always liked the teams and the rapport 
with them here, and I was drawn to the fact 
that the products have always been 
considered market leading. All that created 
a bit of a winning spirit, so it was exciting 
to be part of the team and impossible not 
to develop a bit of a passion for it. 
    “In terms of doing anything else, I don’t 
really believe in ruling opportunities out. 
But there’s just so much opportunity in the 
commercial vehicle industry. We’ve got a 
position of leadership to build on, loads of 
exciting innovations and there are always 
new niches to investigate.”

 
What makes CVs so appealing?
“There are always things you can learn. 
Aside from the obvious movements 
around electrification and connected fleets, 
which we’ll talk about in more detail t 

Mandy Dean Ford UK

INTERVIEW WITH

A

Mandy Dean has been 
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there’s  always opportunities to create 
something new. When you deep-dive into 
the whole conversion market and think 
about the intricacies of that, there are 
always things that we can do to help give 
our customers that bit more. I like that.

“There’s also something about our 
customer base that I just love. There’s 
something about business-to-business 
transactions that is different, and which 
everyone at Ford does really well. Our 
buyers tend to be very logical people who 
are relying on us for the success of their 
business, and that really resonates with me.

“I can have customers who are buying 
one van at a retail outlet right up to 
customers buying huge fleets of them 
directly. We work with the two sides  
very differently of course, and that’s part of 
the fun – ensuring each is as happy as  
the other.”

 
Is the CV business substantially different 
from the car one?
“There are specialisms; commercial 
vehicles can probably also be more 
technical than cars, and, with niches within 
niches, it pays to understand. Our Special 
Vehicle Services operations, for instance, 
know their customer base inside out.

“Beyond that, though, the skills are 
probably transferable between cars and 
CVs. The marketing and sales sides are 
similar, for instance, and I definitely feel 
that my rounded experience applies.”

 
How much pressure does being 
expected to top the sales charts bring?
“It definitely drives me. It’s 
something I wouldn’t want to lose 
and I think it spurs us on as a 
team. Beyond that, though, we 
want to be even better. Not just 
to be number one, but to grow 
and to lead now in 
electrification – a massive 
opportunity and a massive 
change. I also see Ford Pro as a 
huge opportunity to strengthen 
our brand further, by leading on 
data and software services and 
bringing a holistic approach to 
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charging speeds.
“Crucially, I feel we are also bringing it to 

market at the right price. The feedback on 
that when we announced it at the 
Commercial Vehicle Show was 
overwhelming, not just in terms of the cost 
in terms of pounds, but also the cost in 
terms of the mileage per charge we are 
offering; the running costs are around 40% 
less than a diesel, once you factor in fuel 
and servicing. I think it has the potential to 
accelerate a lot of firm’s plans to go electric. 
The more customers get behind the wheel, 
the more I think they’ll consider the 
advantages of switching.”

 
How did the pandemic knock business?
“The pandemic was a shock to everyone 
and clearly there was a period of 
adjustment. But in terms of demand, in the 
commercial vehicle world it has just kept 
rising. We can all relate: we had more 
deliveries at home, more building work 
done on our homes and more – all of which 
spurs the commercial vehicle market. That 
plays to what we offer, and I can’t see that 
demand weakening for some time yet.

“Electrification ties in, too. A lot of our 
customers are accelerating pledges around 
sustainability and carbon neutrality. Of 
course, that gives us a new stream that will 
– again – help us maintain that demand. We 
expect demand for electric commercial 
vehicles to grow rapidly from here, 
accelerating to match the car market 
quickly and then tracking it. That 
represents a significant switch over that we 
can be part of.”
 
Who are your electric customers?
“There are early adopters, just as there were 
with cars. In fact, some were early adopters 
with cars and now want to take those 
lessons through into their business life, 
too. There are a lot of owner-operators in 
particular following that path.

“Then there are fleets. That’s a different 
kind of decision and one that needs careful 
planning; for instance, so that depot 
charging is organised or that employees all 
have wallboxes prior to taking delivery. 
There’s a need to plan a bit more, but that’s 
the beauty of Ford Pro – we are here to help 
at every stage. We need to get that message 
out there.”

 
Where does this leave plug-in  

hybrid technology?
“It is still a really good bridging 

technology. I run a plug-in hybrid 
myself, and for two-thirds of the 

time I run it as an electric vehicle. 
Although we haven’t got 
charging points on every street 
corner, I think it’s a crucial 
technology; it gives owners 
both flexibility and peace of 
mind.

“We did some research prior 
to launching e-Transit around 

the average mileage of a van 
driver, which turned out to t        
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Running costs for an  
electric van can be around 

 40% less than for a diesel

providing the right charging infrastructure 
for our customers’ needs.  

“The data-services aspect in particular is 
huge. It has the potential to reduce 
customers’ downtime by 60%, and the early 
statistics we’re seeing on that in live use 
back the figure up. That just adds to our 
opportunity list; we’re the top seller and 
we’ve got Transit and Transit Custom 
coming as electrified vehicles as well as the 
Ford Pro offering to roll out.”
 
Does winning awards matter? You’ve won 
more than your rivals every year we’ve 
run the What Car? Van Awards?
“It’s very important for sales, as well as nice 
to earn. Early in a decision-making process 
you often look around as part of your 
research to find out if respected, trusted 
brands such as What Car? like the vehicle. 
Awards from respected automotive titles 
who have had the chance to drive and 
compare our vehicles are very influential 
on swaying customer choices.”

The Ford e-Transit arrives later than 
equivalents from some rivals. Why?
“I like to think we’re launching the right 
product with the right range and the right 
capability at the right time. I feel like we are 
addressing all those anxiety points that 
potential buyers raise – range anxiety, 

Ford Pro aims to help 
businesses keep track 
of their fleets
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be 69 miles per day. That means that an 
e-Transit has more than enough range  
for most drivers to use daily, but that 
doesn’t mean it will suit everyone.   
Plug-in hybrid technology broadens 
electrification’s appeal.”

 
Do you anticipate vans being subject to 
the same rules as cars, in regards to sales 
proportions being mandated?
“We do get the opportunity to participate in 
consultations, so we would formally input 
into any consultation via our Government 
Affairs team and the SMMT.

“The key is that the infrastructure and 
vehicle sales align. It’s a difficult prediction, 
but balancing those two sides eases the 
journey. Any mandate has to track those 
two sides.”

 
Lowering emissions means charging 
higher prices. Are all customers ready to 
make the switch?
“No question, meeting emissions targets 
costs money. The technology needed to 
achieve the goals does add to the cost. In 
time, those costs will come down.

“Today, we offer a choice. We have to 
remember that battery-electric won’t suit 
every application. I’m optimistic that they 
will sell amazingly, and that as more people 
experience the products they will help 
grow the market, but the reality of business 
is that not everyone will have made the 
switch by 2030.

“Our job is to support that transition, in 
whatever way supports the customer. If 
they need a diesel to do a specific job, our 
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New Ford e-Transit Custom is  
just one of a new range of  
electrified vans from Ford

role is to make sure that we have the best 
diesel on the market available for them.”

Ford Pro covers a lot of services. Can you 
sum it up from a customer’s perspective?
“Ford Pro comprises the electric van itself; 
financing, charging and servicing it, and by 
using data, we can make a van or fleet more 
productive and ultimately reduce cost of 
ownership for customers to make the 
transition to EV easier.

“First-level telematic support comes free 
of charge. That gives everybody the vehicle 
health alerts so they can see if there’s a 
problem on the vehicle.

“Then there’s a full telematics system, 
which comes with a subscription charge 
after the first year. That layers other 
benefits on top, and we believe will greatly 
reduce downtime for any vehicles by 
ensuring they are always kept in fully 
working condition. 

We can even send a mobile service van 
out if we detect a potential future issue and 
make the fix while the driver is doing 
something else. Our data suggests that  
the subscription charge will more than pay 
for itself.

“Likewise, we will give free access to 
charging for a year, but then charge if you 
want access to the network thereafter. 

“Knitting these services together is 
critical. It is not just about providing a 
vehicle to drive, but one that is easy to  
live with and that you can get maximum 
use out of all of the time. 

Engineering all the connected services to 
work together from the outset gives us the 

ability to provide full wraparound 
customer support.”

We’ve driven the e-Transit and seen the 
e-Transit Custom. Presumably more 
electric vehicles will follow?
“We’ve set the tone with Transit in terms of 
creating the right vehicle at the right price, 
and now we’ve revealed the Transit Custom 
that follows the same formula. 

“But I don’t think it’s just about the 
vehicles. It’s about the support and the 
infrastructure as well, which is why we’ve 
built an ecosystem via Ford Pro so that our 
customers have everything available to 
them, not just to make the transition 
seamless, but also more efficient, from 
charging stations to warranty back up  
and servicing.”

 
Presumably your alliance with the 
Volkswagen Group will form the basis of 
some. How do you ensure Fords remain 
distinctive from VWs?
“The way the VW alliance is created, 
everything has to be very separate. We 
share the basic underpinnings, but we are 
in control of our direction with the vehicle, 
and VW is in control of the directions they 
wish to take.

“That, I think, is enough in itself to 
ensure adequate differentiation, but you 
have to layer in the services that we can 
offer on top of that, too. Ford Pro is as big a 
point of difference as you’ll find in this 
industry. It’s the sort of technology that 
should be enough to make choosing a Ford 
van a straightforward decision.”

“Ford Pro is as big a 
point of difference as you’ll 
find in this industry”



Making 
headlines
■ Two of the UK’s largest fl eet 
organisations, The Association of Fleet 
Professionals and the British Vehicle 
Rental and Leasing Association, are 
calling for businesses to submit data 
about their electric-car usage to HMRC, 
in order to highlight that the current 
5p-per-mile reimbursement rate is 
leaving drivers out of pocket.

■ Volvo-owned electric car 
brand Polestar’s stock price rose 
by 5% in the fi rst half hour of 
trading following its listing on 
the US NASDAQ index. The 
company has raised around $890 
million after merging with special-
purpose-acquisition company Gores 
Guggenheim.

■ Ford used the recent Goodwood 
Festival of Speed to unveil its new 

electric Supervan 4. The 1973bhp van is 
loosely based on the new e-Transit 
Custom, but can get from 0-62mph in 
less than 2.0sec.

■ Prices for the Tesla Model 3 and Model 
Y electric cars have risen by more than 

4% in the UK, in response to 
ongoing parts supply issues and 
the growing price of lithium 
which is a key component in 

electric car batteries.

Volvo-owned Polestar 
is now listed on the 
US NASDAQ stock 

exchange

New Ford Supervan 4 can sprint from 0-62mph in 2.0sec

Tesla prices have risen in response to parts shortages and material costs

Insight EV news round-up4

■ The Government has axed the 
£1500 grant for electric cars costing less 
than £32,000. The plug-in vehicle grant 
had been active since 2011, and has 
been applied to more than 500,000 
electric cars since its inception.

Tesla prices have risen in response to parts shortages and material costs



The best and worst discounts 
around right now

These are the largest discounts revealed by What Car?’s mystery 
shoppers over the past month. They typically highlight slow-selling and 
run-out models or, occasionally, models in which there is a fi erce 
manufacturer-driven battle for market share.

These are the discounts that have been reduced by the greatest amount 
in the past month, as found by What Car?’s mystery shoppers. Often they 
show a cut in incentives on a heavily discounted model, but they can 
also signal increased demand for that car.

TOP 5 HIGHEST % DISCOUNTS PER MONTH

TOP 5 TARGET PRICE DROPS THIS MONTH

1  Volkswagen Arteon 2.0 TSI Elegance DSG 17.4%

2  Volkswagen Passat Estate 1.5 TSI SEL 17%

3  Nissan Micra 1.0 IG-T 92 Tekna 13.4%

4  Volkswagen Golf Estate 1.5 TSI Life 13%

5 Suzuki Swift 1.2 Dualjet 83 12V Hybrid SZ5 12.7%

1 Renault Clio 1.0 TCe 90 RS Line -6.3%

2  BMW 4 Series Convertible models -3.5%

3  BMW 8 Series models -2.8%

4  Hyundai i30 N Performance models -2% 

5  Mazda MX-30 107kW SE-L Lux -1.7% 

£

£
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VW Passat Estate is a 
spacious and 

comfortable choice

Latest Clio offers 
class-leading safety 

and a big boot



ith 10 vehicle segments reporting 
average month-on-month cash 

Target Price reductions of up to 20% (in 
relative terms) it is unsurprising to note 
that the all-segment average has again 
dipped to an all-time low.

But with four vehicle segments (city 
cars, small cars, executive 
cars, and convertibles) 
noting corresponding 
increases of up to 
11.2% (in relative 
terms) in the 
typically 
achievable 
transaction price 
saving, the overall 

rate of decrease of cash Target Price 
discounts has slowed.

This means buyers can expect to 
haggle an average 3.5% (£1560 per 
car) discount when buying a new car.

After allowing for dealer contributions 
towards manufacturer-backed finance 

offers, this drops to £1321 per 
car. But with an average 

£820 available as a 
finance deposit 
allowance the total 
(cash and 
finance)        average 
Target Price 
discount is £2141 

per car. t

Smart dealers are 
currently offering the 

most generous savings

Insight Target Price report6
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Discounts and savings – this 
month’s Target Price report

Buyers can currently 
expect to haggle an 
average of £1560  
on their new car
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into quia commos

Recent reductions in the value of 
manufacturer finance support appear 
to have peaked, with the average PCP 
APR down month-on-month from 6.1% to 
6% and the corresponding finance 
deposit contribution figure up from £746 
per car to £820.

While the overall average Target Price 
discount continues to struggle to break 
out of its downward trend, the average 
cash Target Price 
discount for BEV vehicles 
(2.3% or £1208 per car) 
reveals a dip of just 5.4% 
(in relative terms) over 

the past 12 months.
As supply issues for both ICE and 

electric cars starts to improve, we 
expect to see Target Price discounts 
starting to rise. Smart dealers are 
currently the most generous when 
offering an average cash Target Price 
discount across a model range, at 8.5%, 
followed by Nissan at 6.6% and Peugeot 
at 6.4%.

Renault has the biggest decrease in the 
typically achievable cash Target Price 
discount, with a 2.4% reduction across the 
range, down from 7.3% to 4.9%. 

Insight Target Price report7
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Renault has cut 
back on its 

discounts in the 
past month
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The most popular new car reviews

ur reigning Car of the Year, the Kia 
EV6 electric SUV, managed to 

leapfrog its Sportage stablemate over 
the past month, re-taking the top spot as 
our most-read review for the fi rst time 
since April.

The biggest surprise of 
the past month, though, 
came from the Genesis 
GV60, which leapt from 
outside the top 20 to 
take sixth position. Our 
full review of this electric 
SUV was featured in one 

0

TOP 20 MOST POPULAR NEW CAR REVIEWS ON WHATCAR.COM

of our daily newsletters, which likely 
contributed heavily to that car’s 
popularity, alongside a healthy four-star 
verdict. The biggest fall of the past 
month came from the Skoda Karoq, 
which fell from 10th to 17th position, likely 

due to shrinking Target 
Price discounts. 

While buyers can still 
save up to £1013 at the 
time of writing, that is 
considerably less than 
can be achieved on 
some rival family SUVs.Genesis GV60 leapt up to sixth position in June
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Around 1-in-10 drivers set to 
buy their next car online

round one-in-10 new 
car buyers are 

considering purchasing 
their next vehicle entirely 
online, according to the 
latest market research 
figures from What Car?

Our weekly survey of 
1181 in-market consumers 
found 49.9% would be 
comfortable buying their 
next car entirely online, 
although just 9.3% plan  
to do so. The majority 
(72.8%) are planning to 
buy via a mix of online 
research and direct 
shopping with dealers.

The research also asked 
people whether the 
current semiconductor chip shortage 
has made them more likely to consider 
buying a car online, with 35.3% believing 
online shopping may help them find 
available stock more easily.

While significant, the response rate is 
similar to when we asked the same 
question in October 2021, suggesting 
the semiconductor shortage hasn’t 
significantly changed consumer 
attitudes in the past seven months 
regarding online buying.

Another aspect we 
looked at was whether the 
growing presence of 
online retailers – including 
What Car? – has made 
buyers more comfortable 
with the idea of buying a 

new car online, with 34.6% saying it has.
However, a majority of buyers believe 

online retailers do not offer better deals 
than traditional dealerships, with 48.7% 
of respondents saying they believe they 
could get the same deal on a car 
whether buying in person or online, and 
29.2% believe buying direct from a 
dealer would result in a better deal. 

Only around a fifth (22.1%) said buying 
online was likely to result in them getting 
the best price on their next car.

What Car? New Car Buying 
platform allows drivers to  
buy their next car online

“The ongoing 
chip shortage 
has not 
signifcantly 
changed buyer 
behaviour”
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Cars generating 
the most leads

he Skoda Enyaq iV electric SUV has 
enjoyed a meteoric rise up our rankings in 

the past month, despite no Target Price savings 
being available at the time of writing. However, 
recent PCP offers from Skoda allow buyers to 
put an Enyaq iV in top-end 80 form on their 
driveway for just £429 per month, and we 
suspect this has helped to drive interest.

At the other end of the size scale, the hybrid 
Honda Jazz also had a good month, having 
risen from eighth position to take second place 
behind the Volvo XC40 family SUV.

The Jazz is available with some of the largest 
Target Price discounts in the small car market, 
with potential buyers able to save up to £826 at 
the time of writing. Again, PCP offers on the Jazz 
are likely contributing to big interest – prices 
start from as low as £215 per month.

Despite only being on sale for a short time, the 
new Toyota BZ4X electric SUV also entered the 
top 20 for the fi rst time in June.

T

Skoda has 
healthy PCP 

offers available 
on the Enyaq iV 

electric SUV

Models

1 Volvo XC40

2 Honda Jazz

3 Ford Puma

4 Kia Sportage

5 Kia EV6

6 Cupra Born

7 Toyota Yaris Cross

8 Kia e-Niro

9 Telsa Model 3

10 Skoda Enyaq iV

11 Toyota Yaris

12 Volkswagen T-Roc

13 Volkswagen ID.3

14 Kia Niro

15 Tesla Model Y

16 Hyundai Ioniq 5

17 Toyota Corolla

18 Lexus NX

19 Volkswagen Polo

20 Toyota BZ4X

TOP 20 CARS GENERATING 
THE MOST LEADS FROM 
BUYERS AT WHATCAR.COM

Hybrid Honda Jazz was on the rise in June

Volvo XC40 topped our table once again last month
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Briefi ng notes

500 litres

56.4%

470.8
mpg

Facts, stats and quotes from a month in motoring

The boot space 
of the new BMW 
M3 Touring, which 
also offers 503bhp 
from its 3.0-litre 
twin-turbo petrol 
engine

Percentage of 
electrifi ed car drivers 
who say their children 
fi nd it easier to sleep in 
their new car compared 
with their older, 
combustion-engined 
cars, according to 
research by Citroën

The fuel economy of 
the Mercedes-Benz 
C300e, making it the 
most fuel-effi cient 
new car on sale

44%
Percentage of UK 

drivers who say they 
would switch to an electric 
car within the next decade, 
according to research from 

leasing comparison site 
Leasing.com

“Everyone is familiar 
with well-lit fuel 
forecourts, but with 
a couple of notable 
exceptions, the 
experience of 
charging an EV 
when away from 
home can be quite 
different and, 
arguably at times, 
inferior – especially 
once darkness falls.” 
Simon Willis RAC 
operations director

“Our success with 
the new Defender 
has defi nitely had 
an effect on 
Discovery’s position. 
But we believe there 
is a great role for 
Discovery within 
Land Rover as a 
family of its own, 
and we are working 
hard on that.”  
Thierry Bolloré, 
Jaguar Land Rover 
CEO
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Save time, save money and cut stress.
Buy your next new car on whatcar.com

Get a better deal

Take control and save time,money and all the hassle of

touring dealers, wading through sales patter and haggling

by buying your next new carwith a guaranteed discount

throughwhatcar.com. It’s as easy aspick, shop, drive…

What Car?makes choosing the

right car simple. For 45 years,

we’ve offered the best expert

buying advice in the business

–with comprehensive in-depth

independent reviews you can

rely on, and clear and simple

guidance that helps you find your

perfect car and the best deal.

When you buy onWhat Car? you know

you’re getting a goodprice from a trusted

dealer. Our UK-wide network of retailers

have signed our Dealer Charter to deliver

the best customer service and support.

They’ve also pledged tomatch our

comprehensivelymystery-shopped

guaranteed prices, so there’s no need

for you to haggle.

At every stage of the process you’re in

control – picking the car youwant, and

the dealer and price thatmakesmost

sense for you. The result: less timewasted,

less stress, and a far better deal – helping

you to enjoy your new car evenmore.

(without the hassle)

whatcar.com/new-car-deals

Find the latest andbest offers at
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