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I would hope by now that you are very much aware of the core activity of the PVS Group – that of 

increasing the operating efficiency of businesses operating in the fleet industry. Those efficiencies can 

be gathered in a variety of ways but clearly one of the most important elements to get right is that of 

procurement. 

Procurement is much more than issuing a purchase 

order to a supplier, but I am often staggered by the 

processes even large organisations adopt when 

purchasing high ticket items – such as vehicles. 

Today, we are all operating in extremely challenging 

times causing issues both internally and externally. 

We cannot always predict or affect the external 

issues, but internally we should all make sure we get 

the processes right. 

Procurement in its purest form is the process of acquiring goods and services from external suppliers 

at the best price to expand, enhance operations, and optimise business performance. It is often 

referred to as the ‘five rights’ - getting the right quality, in the right quantity, at the right time, for the 

right price, from the right source. 

Out of the five procurement elements above I have highlighted ‘the right price’ because over the last 

18 months or so, global external pressures have made this particular procurement element very 

difficult. In fact, all of the ‘five rights’ have been affected in some way, even quality with vehicles being 

delivered with limited functionality due to chip shortages.  

It could be argued that ‘price’ is the one factor that is somewhat out of control. This is because of 

some manufacturers refusing to offer ‘price protection’ on orders placed. 

Those of you reading this directly involved in vehicle procurement will be aware that ‘price protection’ 

is the guarantee that the price you pay for the vehicle on delivery is the same price you agreed at the 

time of order. Now you may think that the big manufacturers will always honour the purchase 

agreement but sadly, that is not the case. In July of this year the ‘Association of Fleet Professionals 

(AFP)’ said that, “Vehicle manufacturers are ignoring agreed vehicle discounts and refusing to honour 

price protection pledges made to fleets”. This is because, even for the large automotive 

manufacturers, the parts supply and raw material costs is an unpredictable, fluid environment. 

 

 



So, the moral of the story so far is that just because you have negotiated a price today for your new 

vehicle, it may not be the price you pay when the vehicle is delivered. 

So, what can you do about it? 

The good news is that there is something you can do about ‘price protection’ regardless of the size of 

your business. 

 

 

Small Company 

If you require maybe just a few vehicles (or even just 

one vehicle) then you will probably be considering 

purchase options including: 

1. Dealer 

2. Contract Hire 

3. Hire Purchase/Finance Lease 

You just make sure that your ‘Purchase order’ given to 

you at the time of purchase includes price protection 

as you have no comeback when the vehicles are 

delivered. If the dealer or your contract hire company 

refuses to give ‘Price Protection’ then it’s time to shop 

around. 

 

 

Mid-Sized Organisation 

Let’s suppose you are in the market for say 100 vehicles. You have several procurement options 

available to you: 

1. Outright Purchase/Finance from the manufacturer 

2. Leasing Companies – Contract hire or Purchase 

3. Hire Purchase/Finance Lease 

PVS Advice: Approach the manufacturer directly by contacting the manufacturer fleet team. Agree the 

price for the specification you require and then ASK for ‘price Protection’.  

If you decide to use the Leasing Company, agree the terms for the vehicles and make sure that ‘Price 

Protection is included in the ‘Master Lease Agreement’ The same is true for any Contract Hire 

Agreements. 

 

 

 

 



Large Organisation 

If you are a large organisation requiring large volumes of vehicles, then it is essential that you approach 

the manufacturer(s) first. You must agree and obtain the ‘Manufacturer Terms’ Once this has been 

done you can then purchase via: 

1. Outright Purchase 

2. Leasing Company or finance house 

When approaching the leasing company or finance house of your choice present your agreed 

manufacturers terms so the leasing organisation can generate and support ‘back-to-back’ contracts. 

Conclusion 

Diligence is the order of the day and do not assume that ‘price protection’ is universally not available 

– it is available in some cases, but you must ASK! 

If you have any questions or need help with your next vehicle purchase, then just drop the PVS Group 

an email or give us a call. 
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