
Eurotax - Solutions for Car Finance
A product overview
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Motivation: Car finance market with new challenges to face

Basel II requires or/and  regular internal company r ules :
• Assessment of security value stability before every credit allocation

• Repetitive assessment of securities portfolio 

• Extraordinary assessment in case of negative information
• In the realisation of securities, internal and external experts must be involved

• Implementation of early risk detection systems (at borrower side)

• Portfolio valuation in case of merger or sales 

ETG sees a clearly increasing demand for neutral va luation expertise in the 
car finance sector 
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Value in €

Months

1

2
3

Open finance balance 
including interest etc.
Residual value 
depreciation over time

Finance balance
Open debt versus residual value

New finance products also require more information – example 
Balloon finance

Rationals

RV of Car vs open 
finance balance

Finance Characteristics:
• Initial payment
• Equal monthly rates
• End of contract with 3 

alternatives:
•Final payment
•Give back car
•Prolong monthly rates

End of 
contract 

market RV

Information needs:

• Initial car value

• Forecast RV

• RV of car over time

1
2

3

Initial car 
value

Remarks:
• The final payment is a trade 

off between risk policy and 
sales needs
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Finance balance
Open debt versus residual value

The value of the securities influences the capital costs

Rationals

Not covered by 
securities and hence 
higher capital costs

Value in €

Months

For the open finance amount, 
a bank has to pay capital 
costs

These costs depend on the 
rating of the credit

The part that is covered with 
securities requires a lower 
risk rating and hence lower 
capital costs

Hence the careful tracking of 
RV`s over time can improve 
the capital cost 
expenditures 

Covered by securities 
and hence lower capital 

costs Open finance balance 
including interest etc.
Residual value 
depreciation over time
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As a Consequence, Car Finance Companies need more 
valuation information

For credit decision:
• What is the current value of the car

• What is the future value of the car

• What is the value depreciation over time

Ideally, this information will be seamless included in the credit decision process 
with impact on decision (yes or no), rating and interest rates

For the portfolio management 
• What is the current value of the car versus the open finance balance

• What is the future value of the car versus the open finance balance

Ideally this information is included in the credit portfolio management process and 
delivered on regular basis for the total portfolio.
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EurotaxGlasses can support the risk management proc ess with 
valuable information  

Credit 
rating

Probability of loss

X

Calculation of risk

Demographics
Financial wealth
Loss statistics

Credit 
usage

Open finance balance 
in case of loss

Dependent on 
timing

X

Recover 
from 

securities
Loss ratio

Bank statistics
RV of Car
Remarketing 
performance

Potential loss

=

Steps Information sources
• Full transparency on security 

value during any point in time

• Evaluation of potential loss on 
a per contract level possible

• Active risk management 
enabled 

• ETG already with significant 
experience from Leasing 
sector

Benefit of including 
ETG information

ETG can provide 
comprehensive and 

sophisticated residual 
value information 
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For total portfolio valuation, EurotaxGlass`s can s et up a batch
process   

Basic product description ( international )

• Files are extracted from customer 
systems e.g. via XML 

• Files are send to ETG e.g. via SFTP

• ETG calculates relevant values and 
delivers back results within 1-3* day

Customer Benefits

• Neutral and independent valuation

• Transparency on residual value risk

• Objective basis for portfolio management 
decisions

ETG valuations are a neutral and independent source  for valuation, 
forecast and reforecast of residual value performan ce

„Our neutral and independent 

expertise is our customers benefit“

Customer 
Database

Extract files
(XML)

Transfer to 
ETG (SFTP)

Valuate and 
Forecast

Transfer to 
customer

Extract results
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EurotaxGlass `s proposal: Evaluation of cars as sec urities 
during the credit decision process

Description:
• Based on Make, Model, Type, Options, Mileage and Age, EurotaxGlass`s can 

determine current and future residual values

• Can be used either during credit decision process but also for supporting the 
product development processes 

Benefits
• Precise knowledge of actual and future residual value of car allows risk 

identification and management

• Clear picture of value of securities and impact on credit rating already during 
credit decision
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Connecting car dealers to the systems of the car finance Bank

Example: Ideal integration of ETG valuation informa tion in 
credit decision process

Dealers

3. Handover car 
to be financed

Point Of 
Sales

Car 
Finance 

Bank

2. Identify Car 
with Eurotax 
information

5. Credit decision/ 
interest rate

1.Finance 
request

4. Identify value
of Car

with Eurotax

BO systems
Car Finance Bank

Decision 
engine
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In addition, Forecast will support any evaluation o f future RV`s

Basic product description

• Forecast towards any desired point in the 
future

• Including mileage, age, options, 
desirability…

• Customizations possible as well

Customer Benefits

• Detailed forecast as benchmark 
information

• Monthly updated information based on 
full scope of ETG market observation 

ETG Forecast – Application to forecast single cars a nd complete fleets

„A neutral, fair market value indicator“
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WebServices – what is that ?

ETG WebServices – seamless integration,  easy implem entation, secure

„Accessibility as if it is your data“

Customer EurotaxGlass`s• Integration of ETG data and 
kernels over the Internet

• Information exchange via 
SOAP

•On customer side request is 
generated

•ETG system sends answer 
•Result is extracted and used 
in customer system

• Response time of a few milli-
seconds

• Full security via SSL

Product Overview Illustration
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Eurotax core information blocks are available as We bService 

Data Description Usage

Administration • Administration of rights 
• Track transactions 

To control and manage 
WebService usage

Identification • Identify ETG code for car 
(based on make model type etc)

• Basic descriptive information

Identify ETG code as 
basis input for all ETG 
solutions

Specification • Standard and extra options
• In- & exclusion logics

Configure for ordering
Configure for full 
valuation

Valuation • Identify residual value of car
• Identify residual value of 

options

Vehicle valuation

Technical • Additional technical information 
per car (CO2 etc.)

Additional user 
information

„Covering the major needs of our customers “
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WebServices offer appealing/value business benefits

Business Benefits Rational

• Full depth of Eurotax 
information

• Full data and kernel information

• Always actual 
information

• Always latest data and kernel

„A leading edge technology “

• Deepest integration 
in customer systems

• Full transparency on 
usage 

• The whole “environment” including GUI
( graphic user interface) is created by the 
customer

• Every transaction is tracked

• Easy to integrate

• Lowest maintenance 
efforts  

• And also supported by ETG

• All updates etc are purely on ETG 
side

• Full availability • 24 Hours, 7 Days, 52 Weeks

1

2

3

5

6

7

8
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3

2

1

Eurotax Data and WebServices  - a powerful combinati on

Basic 
Data 

Basic 
Data 

Equipment
Data 

WS Identification WS Specification

WS Specification

WS Valuation

WS Valuation

WS Valuation

Identification Specification Valuation

Car code

Car code

Car code

Car & options
code

Car & options
code

Car & options
code

„Flexible to the individual needs of our customers “
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Example: WebService Valuation

•Requires upfront 
Identification of vehicle 

•Valuation reflects 
market specific 
calculation rules

•Trade in and retail 
values as result

 

Example screen (Component)Comments

Identification

Result
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Details WebService Valuation – The Methods

Method

Basic vehicle 
valuation

Description

• Basic car
• Only ETG standard mileage
• No options

Output

• Basic value trade
• Basic value retail

Exact vehicle 
valuation

• Individual mileage and age
• No options

As above +
• Mileage correction
• Age correction
• Final value

Complete vehicle 
and equipment 
valuation

• Individual mileage and Age
• Full Options
• Options 

As above + 
• Option 

depreciation
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Details WebService Identification – The Methods

Method

Basic search

Description

Identification via:
• Make, Model, Type
• Date
• Plate (UK, NL)

Output

• Unique vehicle 
code

• Qualified vehicle 
information

Advanced search As above +
• HP/ KW, Body type, doors, 

fuel,  transmission, ccm
• Market segment

• Unique vehicle 
code

• Qualified vehicle 
information

Country specific 
search

Identification via:
• DE: KBA or Model code
• CH: Typenschein, 

Manufacturer code
• AT: Hauptcode
• PL ITS-EC Kod ( for insurance)

• Unique vehicle 
code

• Qualified vehicle 
information
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Details WebService Specification – The Methods

Method

Equipment list

Description

Identification via:
• Standard (included)
• Equipment for free
• Equipment with cost
• Inclusion and exclusion 

(some equipment can not 
be combined)

• Packages
User will be able to select

Output

• Qualified vehicle 
information

• With list of all 
standard and 
chosen 
equipments + 
codes

Equipment 
combination

All selected equipments will 
be checked on valid 
combinations

• List with valid 
combination of 
extra equipment
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Some final remarks

Identification:

• Eurotax offers several ways to identify the car, via technical information, or 
Market codes like KBA in DE or Typenschein in CH 

• However, sometimes the existing information is not detailed enough to identify 
a car on the level ETG usually classifies the car in a market

• ITS-EC Code PL, ITS information is not detailed enough – a few EC-Codes are 
equal with one ITS number

• To overcome, additional business rules can be implemented e.g “from all ETG 
codes that refer to one KBA code always select the one with the lowest price”

Benefits
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Major reference customers rely on ETG solutions

Leasing sector:
• KBC  Autolease PL/EU Life since  2008
• Santander Multirent PL               Life since Q2 2008
• Athlon Lease   PL/EU  Life since 2007
• ImpulsLeasing PL/EU                 Life since 2009

Finance sector
• Santnder Bank Life since Q3 2004
• Getin Bank Life since Q1 2008
• Toyota Bank     Life since Q2 2007

• Volkswagen Insurance Service PL     Life since Q3 2008
• GrassSavoye   PL                                Life since 2009

In addition, over 10 customers are currently in the test phase
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Fleet management system

Example: Integration of ETG information in sales proc ess of 
leasing company

• Detail of cars 
(make model 
type etc.)

• In / excluding 
options

• Official price list ( 
without Dealer
discounts and 
extras)

• With our RV 
data

• Or without ( 
RV is coming 
from client 
system)…

• sales channel
– internet 

• Direct offer 
made by back-
office

• Full car 
identification

• RV control
• Time saving

Identify 
price of 
new car

Prepare 
offer for the 

client 

Offer+ sales 
channel

Car 
configurator Results

„Transparency where ever needed  “

Identify Car 
with Eurotax 
information

Configurate Car
with Eurotax
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Fleet management system

Example:Integration of ETG information in remarketi ng process 
of leasing company

• Termination 
within next 
weeks / months

• Detail of cars 
(make model 
type etc.)

• In / excluding 
options

• Dealer trade 
in and retail

• Channel 
specific

• Segment 
specific…

• Ideal sales 
channel

• Targets for 
remarketing 
teams

• Target for 
driver take over 
offer

• Track 
performance 
and feed 
back 

Identify fair 
market 
values 

Adjust with 
expected 

remarketing 
performance

Define target 
values + sales 

channel

List of cars 
that 

terminate

Control 
results

„Transparency where ever needed  “

Identify Car 
with Eurotax 
information

Identify value
of Car

with Eurotax
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Sales process I – high level overview

• Get customer 
contact

• Present 
solution

• Send business 
documentation

• Send technical 
documentation

• Initiate test 
phase

• Organise test
• Support 

customer 
testing

• Clearify 
issues/ 
questions

• Report on 
progress

• Advise on 
integration

• Work out 
commercial 
offer

• Agree on 
commercial 
offer

• sign

• Support 
customer with 
integration 
consulting

• Set up support 
and helpdesk

• Go life
• Track 

transactions

Test phase Commercial 
Decision 
making

Implemen-
tation

phase

Initiation 
phase

Launch

1 month Timing1-2 months 2-3 weeks 1 month ongoing

„Everything to allow our customers to 
make the right choice  “
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Sales process II ( PL )– high level overview

• Get customer 
contact

• Present 
solution

• Send business 
documentation

• Send technical 
documentation

• Send  test 
agreement

• Initiate test 
phase

• Organise test
• Support 

customer 
testing

• Clearify 
issues/ 
questions

• Report on 
progress

• Advise on 
integration

• Work out 
commercial 
offer

• Agree on 
commercial 
offer

• Sign
agreement

• Go life
• Track 

transactions

Test and 
implementation 

phase

Commercial 
Decision 
making

Initiation 
phase

Launch

1 month Timing1-3 months
in some cases 
up to 9  moths*

2-4 weeks ongoing

„Everything to allow our customers to 
make the right choice  “
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WebService Sales process

Responsible Process
S
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T
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su
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Define 
technical team

Send out 
technical and 

business 
documents

Confirm interest 
and define scope

Present product 
and start 

negotiations

Define ETG 
team

Review 
documents and 

Request test 
access from SM

Support

Support 
presentations

Answer customer 
requests and 

inform PM and 
Sales

Coordinate test 
access and 

inform PM and 
PSE

Organise test 
access, clarify 

questions, report 
on status to PM 

and SM

Support

Lead commercial 
discussions

Investigate needed 
implementation 

support, document 
customisations

Support

Support commercial 
discussions,  create 

specification doc

Sign contract

„Optimal support is guaranteed  “
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WebService Project implementation

Respon-
sibilities Process

S
al
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an
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er
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-
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m
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P
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E
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r

Define 
business 
roadmap

Define 
roadmap

Sign contract Review results 
and sign off

T
ec

hn
ic

al
 

su
pp

or
t

Support

Execute 
implementation 

project and report 
on progress

Support Project Sponsor

Support

Prepare sign off 
implementation 

results

Go Life

Organise release 
management

Support
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Available support documents and tools

Name Target audience Description

Sales presentation (under 
progress)

Customers business 
decision makers

High level description and motivation 
about WS

WS interface descriptions Customers IT team Detailed technical description about WS 
and how to technically use it

Test application including 
GUI ( graphical user 
interface ) 

Customers IT team Small sample demo program, how to use 
WebServices

Order form for test access ETG sales and customer Collects all relevant information to 
organise test access 

Product description ETG Sales for contract 
definition

Add on for the contracts to define scope of 
work. On pagers to be completed by 
interface descriptions
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Menue to select 
Different 

functions from

Further process 
of information 
in application 

Application

GUI to capture
information

Create XML 
documents 

GUI to display 
results

Read out XML 
documents 

WebComponent

From WebService to Application – the IT context

WebService
(Black Box)

Defined
Inputs

Defined
Outputs

WebService


