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Asked to lend his weight behind a new book is Richard Bunn, Director
of White Hot Vans, who didn’t think twice in his response. He divulges
the reasons behind his backing and gives his feedback on the book.
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“Motor factors are no different from any
other business looking to minimise
‘cash-flow and make prudent decisions
with their procurement.” said Richard.

“When considering new vans,
leasing improves cash-flow by
comparison with traditional forms of
acquisition such as hire purchase and
outright purchase.

“By deferring the future market
value of a vehicie 10 three or four years
hence a business can reduce their
monthly expenditure on vehicies as well
o8 leaving other credit lines and cash
free for inventory or other capital
expenditure.

“Leasing reduces the monthly cash
outiay: those with an allocated monthly
budget can also ‘rade up'. This might
mean that fewer vehicles are needed;
fewer journeys are required or even just
that a business can enhance its brand.”

“Motor factors are no different from any other
business looking to minimise cash-flow and make
prudent decisions with their procurement.”

sponsor is an endorsement of the fact that, here at

White Hot Vans, we are always seeking to get the best advice in

order to give our customers expert and independent guidance.
“We are more than happy to discuss tax on vehicles with any

business running commercial vehicles or cars.”

Last word

Professor Tourick added: “Richard Is a seasoned motor finance
industry professional. He knows a great deal about fleet finance
and everything there is to know about supplying vans on finance
to SMEs, hence why | asked him to collaborate with me on the
book."

Want to know more?
To request more information about White Hot Vans, circle
readerlink 055



