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This Dealer and Broker Guide focuses on how to use the 
Financial Conduct Authority (FCA) Handbook.

The guide also covers some of the obligations you have whilst you conduct 
business with Close Brothers Ltd trading as Close Brothers Motor Finance.
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The FCA’s Handbook sets out its 
legislative powers under the Financial 
Services and Markets Act 2000. 

This guide will take you through its 
purpose, content and structure; 
how to navigate through the various 
sections, and the areas which are 
particularly relevant to our Dealers 
and Brokers. We hope this will be 
helpful, especially if you are new 
to being regulated by the FCA. 

We expect all Dealers and Brokers 
that we work with to operate with 
the highest level of conduct and 
integrity and have systems and 
controls in place to operate within 
regulatory requirements and the law.

You must place the interest 
of customers at the heart of 
your business and aim to meet 
the FCA’s Treating Customers 
Fairly (TCF) Principle and the six 
customer outcomes within this 
Principle which remain as relevant 
today as they did when first 
introduced several years ago.

At Close Brothers Motor Finance 
we focus on our customers and 
value our customer relationships 
with the aim to ensure they are 
treated fairly throughout their entire 
customer journey and to achieve 
good customer outcomes to it 
is vital that you understand the 
regulations that apply to you and 
the expectations of the FCA.

This guide covers how the FCA’s 
eleven high level Principles for 
Business relate to the individual 
TCF customer outcomes, and 
how the FCA expects dealers like 
you to consider this at all times.

32



Dealer and Broker Conduct
We take our legal and regulatory responsibilities seriously and we can 
only accept business from FCA authorised Dealers and Brokers.
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You must make sure that your implementation 
of these guidelines satisfies your own legal 
and regulatory obligations. Please make sure 
you are familiar, and keep up to date with, the 
applicable legal and regulatory requirements 
covering the sale and promotion of Close 
Brothers Motor Finance products.

Additional Product Funding
Our motor finance products support customers 
to spread the cost of their new motor vehicle. 
If you offer any other products alongside 
the motor finance (for example, warranties, 
service plans, vehicle repair (scratch and 
dent, alloy or tyre) or loss protection (GAP) 
insurances or any vehicle usage products such 
as motorcycle operating apparel (helmets, 
leathers, boots) or car tow bars or roof boxes. 
Adding the cost of any products other 
than the vehicle to a Close Brothers Motor 
Finance agreement is against section 18 
of the Consumer Credit Act 1974.
Our lending agreement is set up to finance 
the vehicle only and includes the regulatory 
terms, conditions and customer protections 
of a secured motor finance agreement. 

Anti Money Laundering
Together, we have obligations to ensure that 
our financial products and systems are not 
being used to facilitate any criminal activity, 
including the laundering of money or financing 
of terrorism. You must have an anti money 
laundering policy in place, which meets all 
the relevant legal and regulatory requirements 
including, but not limited to, the Money 
Laundering Regulations 2017. This includes 
having policies and procedures in place to 
identify and verify customers that you deal 
with using a risk based approach. In addition, 
you must ensure that adherence to such 
policies is regularly reviewed and monitored.

If you offer finance, you must ensure that all 
information provided by the customer under 
the proposal is current and accurate and their 
identity duly verified and evidence kept on file. 
Such documents must be readily available 
to us upon request. You are required to have 
completed identity checks before proposing 
the customer to us. Whilst we may choose 
to undertake further checks, we expect 
you to have conducted this due diligence 
in accordance with relevant legislation and 
regulation. If you do not conduct these 
assessments, you must inform us of this 
and you must not offer the finance.

In addition, you must not offer the customer 
finance if you have any suspicions 
over the identity of the customer or the 
source of their funds or you suspect 
it involves acts of terrorism.

For more information on your 
financial crime responsibilities, visit 
the FCA website at: www.fca.org.
uk/firms/financial-crime
You may have to register with HM Revenue 
and Customs (HMRC) if your business 
operates as a high value dealer. If you accept 
high value payments (cash or by other 
payment methods) of €10,000 or more you 
may also be classed as a “high value dealer” 
under Money Laundering Regulations.  

For more information visit: 
www.gov.uk/guidance/money-
laundering-regulations-high-value-
dealer-registration

Cash Handling
As a general rule, we do not 
accept cash for instalment 
payments except in exceptional 
circumstances. You are required 
to have a cash handling policy in 
place that meets all the relevant  
legal and regulatory requirements.

Conflicts of Interest 
A conflict of interest can occur where 
(for example) an individual or entity 
makes a financial gain at the expense 
of a client, or has an incentive to favour 
the interest of another 3rd party over 
the interest of the client. You must take 
all appropriate steps to identify, monitor 
and manage any known or potential 
conflicts which may arise during the 
course of providing a service to a client. 

You must always offer the customer 
clear, fair and appropriate advice 
that is in the best interests of the 
customer. This includes making sure 
the customer is aware of alternative 
sources of finance and that the 
feature of each finance option is 
outlined to your customer in a fair 
and transparent way in order for them 
to make an informed decision. 

It is highly important that the customer 
understands the proposed Close 
Brothers Motor Finance Agreement 
and that all fees and charges are 
explained. Any additional fees you 
charge to customers in connection 
with the arrangement of the credit 
agreement must be declared to us 
at the outset of the proposal. This 
enables us to calculate the correct 
APR. If you charge additional fees, 
you should notify the FCA quarterly 
of your web domain name(s). This is 
no longer completed via GABRIEL.

If there is a known conflict of interest 
in your business you must ensure 
that you make the appropriate 
disclosures to the customer as 
required under The FCA Handbook.

Customer Data
Before introducing a customer to us, 
you should inform your customer 
how their personal data will be 
used and who it will be passed to. 
You should also provide customers 
with a clear and simple method 
to cancel their consent for the 
processing of their personal data.

A customers personal data must 
be processed fairly and lawfully 
and only for specified purposes. 

You may choose to present the 
customer with a privacy notice. At all 
times you should take care of your 
customers’ data and you should 
have adequate measures in place 
to ensure this is protected from 
loss, misuse or theft. In most cases, 
where you are processing personal 
information, including using CCTV 
on your premises, you may need to 
be registered with the Information 
Commissioner’s Office (ICO) under the 
requirements of the Data Protection 
Act 1998 (DPA). If you do not hold a 
current ICO registration, or are unsure 
as to whether you should, please 
visit the ICO website for guidance.

ico.org.uk/for-organisations/register

We must ensure our mutual 
customers’ personal data is accurate 
and protected at all times.

Please remember to inform us 
of any changes to a customer’s 
details collected in Showroom. 
When entering data into our system 
please ensure the customer’s details 
are accurate and up to date. 

In addition, when entering an individual 
or business name please make sure the 
company and trading name are correct 
and clearly identifiable (for example Mr. 
John Smith t/as Smith’s Car Shop or 
Smiths Limited t/as Smith’s Car Shop).

Dealer and Broker Data
We also take the protection of dealer 
and broker data seriously. When you 
complete the Dealer Set Up Form with 
your Account Manager, we ask for 
your consent to process and retain 
your personal data under the DPA. 

You also have a legal obligation to 
inform us of any changes to your 
details collected on the Dealer 
Set Up Form, so that we can 
update our records appropriately. 
In some instances, we may ask 
you for additional evidence to 
support your change, for example 
if you make a request to change 
your bank account details.

New Data Protection 
Regulation
From 25 May 2018, the DPA was 
replaced by the General Data 
Protection Regulation (GDPR). Like 
the DPA, it applies to all personal 
data but strengthens individuals’ 
rights; particularly with regard to 
the right of erasure, restrictions in 
processing and data portability. 
Dealers and Brokers will need to 
be familiar with the regulations.
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Background on FCA Rules 
and Guidance

Dealers and Brokers carrying out regulated consumer credit activities must follow 
certain rules about how they manage their businesses and treat their customers.

The rules made by the FCA are laid out in the FCA Handbook, 
together with the requirements of the Consumer Credit 
Act 1974 (CCA) and secondary legislation. The FCA has 
powers to make rules that are legally binding on Dealers. 

If you breach the FCA rules, they can take enforcement action 
and you may also be subject to a claim for redress from a 
customer. They also issue guidance on their rules. Guidance 
indicates possible ways for a firm to comply with a rule, 
recommends a particular course of action, or gives information 
about how they will interpret a rule in certain circumstances. 

The FCA sets out their rules and guidance in the Handbook.
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Dealer and Broker Reviews
We are committed to providing products and services that our customers 
and dealers have confidence in. That is why our processes and practices 
meet both legal and regulatory requirements and best practice guidelines.

Our Account Managers can provide 
support and assistance in the application 
of our processes and practices. 
The Account Managers will visit you 
periodically to review your application 
of our processes and practices, as well 
as legal and regulatory requirements.  

If a review finds you are not following these, 
the Account Manager will work with you in 
order to ensure that you can carry on your 
business in line with the requirements. 

We may withdraw your Close Brothers 
Motor Finance Introducer Facility 
should you not be able to remedy any 
issues we have highlighted to you.

Please contact your Sales 
Manager or Account Manager 
if you have any questions on 
our processes or practices, or 
would like to enquire about 
any additional training.
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The Financial Conduct 
Authority Handbook
The Handbook sets out the FCA’s legislative powers and 
rules in writing. It is available both online and in print.

The Handbook is divided 
into blocks. With each block 
divided into modules. 

A module can be either a 
Sourcebook (containing 
regulatory obligations which 
are binding on Dealers and 
Brokers) or a Manual (containing 
provisions relevant to the 
regulatory relationship). The 
Handbook also contains a 
glossary of definitions. So, 
for example ‘R’ means Rule, 
and ‘G’ means Guidance.

Structure and Content 
of the Handbook

Block one - confirms the 
overarching requirements for 
all authorised persons, firms, 
and approved persons.

See opposite.

The High Level  
Standards

1

The full Handbook is a very 
large document; however most 
firms will only need to refer to 
specific parts of the Handbook 
relevant to their business. 

For most of our Dealers and 
Brokers, the Consumer Credit 
Sourcebook (CONC) contained 
within the Specialist Sourcebook 
section of the Handbook is 
of particular importance.

The Financial Conduct 
Authority Handbook

The Principles for Businesses 
- PRIN

INTEGRITY
A firm must conduct its 
business with integrity.

SKILL, CARE AND DILIGENCE
A firm must conduct its business 
with due skill, care and diligence.

MANAGEMENT AND CONTROL
A firm must take reasonable care 
to organise and control its affairs 
responsibly and effectively, with 
adequate risk management systems.

FINANCIAL PRUDENCE
A firm must maintain adequate 
financial resources.

MARKET CONDUCT
A firm must observe proper 
standards of market conduct.

CUSTOMERS’ INTERESTS
A firm must pay due regard to 
the interests of its customers 
and treat them fairly.

1

2

3

4

5

6

7 COMMUNICATIONS 
WITH CLIENTS
A firm must pay due regard to the 
information needs of its clients, 
and communicate information 
to them in a way which is clear, 
fair and not misleading. 

CONFLICTS OF INTEREST
A firm must manage conflicts of 
interest fairly, both between itself 
and its customers and between a 
customer and another client.

CUSTOMERS: RELATIONSHIPS 
OF TRUST
A firm must take reasonable care to 
ensure the suitability of its advice and 
discretionary decisions for any customer 
who is entitled to rely upon its judgment.

CLIENTS’ ASSETS
A firm must arrange adequate 
protection for clients’ assets when 
it is responsible for them.

RELATIONS WITH REGULATORS
A firm must deal with its regulators 
in an open and cooperative way and 
must disclose to the appropriate 
regulator appropriately anything relating 
to the firm of which that regulator 
would reasonably expect notice.

8

9

10

11

The Principles are a statement of 
the main obligations of firms under 
the FCA’s regulatory system. 

All firms authorised by the FCA, in whole or 
in part, must comply with these at all times. 

The FCA can take enforcement action 
if they are breached. The eleven 
principles are the foundation for the 
other rules and guidance for firms.
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Senior Management Arrangements, 
Systems and Controls (SYSC)

Also sitting under the High Level Standards section of the Handbook, 
the SYSC module sets out rules and guidance to ensure firms are 
complying with Principle 3, and the responsibilities of directors and 
senior managers to ensure firms have appropriate control, supervision 
and accountability systems in place.

This should include:

 Operational risk systems and controls

 Robust governance and oversight arrangements

 Skills, knowledge and expertise of staff

 Outsourcing responsibilities

 Record keeping

 Conflicts of interest

You should always ensure that the types of systems and controls you 
have in place reflect the nature, scale, and complexity of your business 
model, and the risks your activities may pose to customers. Make sure 
you refer to SYSC 1 to see how the requirements apply to your firm.

If you are directly authorised by the FCA, you should also ensure that 
you are meeting your responsibilities under the Senior Managers and 
Certification Regime SYSC 23); a regime which aims to reduce harm to 
consumers and strengthen market integrity by making individuals more 
accountable for their conduct and competence.

FCA Principles for Business, 
Principle 3 states:

Principle 3: 

A firm must take 
reasonable care to 
organise and control 
its affairs responsibly 
and effectively, 
with adequate risk 
management systems

Within the Specialist Sourcebooks 
section of the Handbook sits CONC.

CONC contains the detailed conduct standards for firms carrying out 
consumer credit activities. If you are offering credit to consumers, you must 
be properly authorised by the FCA to carry out all the relevant consumer 
credit-related activities and understand in detail the rules and guidance 
contained within CONC. Please ensure all your key staff are aware of where 
to find the Consumer Credit Sourcebook, and are familiar with the content.

You have a responsibility to ensure your employees and agents comply with 
CONC and must take reasonable steps to ensure that other persons acting 
on their behalf also comply (for further information refer to CONC 1.2).

The CONC module is divided into fifteen chapters. Each module, 
chapter, or section, begins with an application provision. This 
explains the types of firm or person to which the module applies. 

Consumer Credit Sourcebook CONC

The fact that a firm 
may have a limited 
permission does 
not affect how 
CONC applies

The general application of CONC is set out in chapter 
one. Where there are variations to a section or rules 
for different activities, it will be explained in CONC.
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After the Application provision, 
each chapter will normally 
contain a statement of purpose 
explaining the objective of the 
provisions in the chapter. 

For example:

 The standards it intends  
to uphold

 Whether it reinforces one  
or more of the Principles  
for Business

 Whether it implements 
UK and European (EEA) 
measures

 The desired result

The following are sections of CONC that should be of particular 
interest to our dealers in relation to the business that they conduct, 
although the conduct of your business remains relevant to the entire 
CONC sourcebook!

Customers in Financial Difficulty (CONC 1.3)

General Conduct Standards (CONC 2)

Treating Customers Fairly (CONC 2.2.2.)

Duty Not to use Misleading Names (CONC 2.2.3)

Conduct of Business: Credit Broking (CONC 2.5)

Customer Data (CONC 2.5.3)

Searching Credit Files (CONC 2.5.7.)

Unfair Business Practices (CONC 2.5.9)

Mental Capacity Guidance (CONC 2.10)

Advertising and Financial Promotions to Customers (CONC 3)

Pre-Contract Disclosure (CONC 4.2) 

Pre-Contract Disclosure and Adequate Explanations (CONC 4.2.5)

Pre-Contractual Disclosure for Credit Brokers (CONC 4.4)

Assessing Creditworthiness (CONC 5.2)

Commissions: Credit Brokers  (CONC 4.5.3)

Vulnerable Customers (CONC 7.2 and 8.2.7)

Mental Capacity (CONC 7.10 and Guidance 2.10)

Cancelling a Consumer Credit Agreement (CONC 11)

Treating Customers Fairly (TCF) 
Principles
The FCA has six consumer outcomes defining 
what these principles should achieve:

Consumers are provided with 
clear information and are kept 
appropriately informed before, 
during and after the point of sale.

Outcome 3:

Consumers do not face 
unreasonable post-sale 
barriers imposed by firms 
to change product, switch 
provider, submit a claim 
or make a complaint.

Outcome 6:
Consumers are provided with 
products that perform as firms 
have led them to expect, and 
the associated service is of an 
acceptable standard and as 
they have been led to expect.

Outcome 5:

Where consumers receive 
advice, the advice is 
suitable and takes account 
of their circumstances.

Outcome 4:

Products and services marketed 
and sold in the retail market are 
designed to meet the needs 
of identified consumer groups 
and are targeted accordingly.

Outcome 2:
Consumers can be confident 
that they are dealing with 
firms where the fair treatment 
of customers is central to the 
corporate culture.

Outcome 1: One of the key Principles often 
highlighted by the FCA is 
principle six. This principle sits 
behind many of the detailed rules, 
and is central to what is expected 
of firms in terms of its interaction 
and treatment of customers.

FCA Principles for Business, 
Principle 6 states:

Principle 6: 

A firm ‘Must pay due 
regard to the Interests  
of its customers and 
treat them fairly



Mental Capacity

The FCA defines “Mental capacity is 
a person’s ability to make a decision. 
Whether or not a customer has the ability 
to understand, remember and weigh up 
relevant information will determine whether 
the customer is able to make a responsible 
decision based on that information”.

Where you reasonably suspect a customer has, or 
may have, some form of mental capacity limitation 
which would impact their ability to make a decision, 
we should not regard the customer as lacking mental 
capacity to make the decision, unless you have taken 
reasonable steps without success to assist them 
to make a decision, otherwise unsupported actions 
or decisions may constitute disability discrimination 
for the purposes of the Equality Act 2010.

We require you to be satisfied, before submitting 
an application for credit to Close Brothers Motor 
Finance, that the customer is able to make a reasoned 
decision regarding the proposed borrowing. In the 
event that you know or suspect that the customer 
lacks the mental capacity to understand the pre-
contract explanation or SECCI, or that the customer 
is in vulnerable circumstances you must inform 
Close Brothers Motor Finance immediately.

Vulnerable Customers

A vulnerable customer is someone who, 
due to their personal circumstances, 
is especially susceptible to detriment, 
particularly when a firm is not acting 
with appropriate levels of care.

Customers in vulnerable circumstances may 
be significantly less able to represent their own 
interests, and more likely to suffer harm than the 
average customer. Consideration must be given 
to the impact of the vulnerability on the customer’s 
financial circumstances and ability to repay.

We expect the Dealers and Brokers to have in place 
appropriate training, policies and procedures such 
that the Dealer/Broker is in a position to identify 
customers in vulnerable circumstances and to 
engage accordingly. Circumstances giving rise to 
vulnerability may include (but not limited to):

• Mental health problems

• Memory problems

• Life events

• A poor financial situation

• Health issues

• Legal status

We require you to inform Close Brothers Motor 
Finance immediately of any such concerns 
arising at any stage in the customer lifecycle.

Staff Incentivisation

In a review of staff incentives, remuneration 
and performance management in 
consumer credit, the FCA consulted 
on measures to address the risks that 
can arise from the way firms engaged 
in consumer credit activities pay or 
incentivise their staff. The FCA found that 
a significant proportion of firms had:

• High risk financial incentives and/or performance 
management practices likely to encourage 
high-pressure sales or collections;

• Inadequate or ineffective controls and/or;

• A lack of appreciation of the risks their incentives 
posed and the controls needed to address them.

To see which types of staff incentives can increase 
the risk of harm to customers, and how you can 
ensure compliance with CONC 2.11, refer to the 
FCA consultation and finalised guidance here.

Commission Disclosure

It is important that customers are 
given information about commission 
at the right time. This helps to enable 
them to make an informed decision 
about their finance choice.

CONC 4.5.3R requires credit brokers to prominently 
disclose, in good time before a credit agreement 
is entered into, the existence and nature of any 
commission or fee or other remuneration payable to 
the broker by a lender (or a third party) if knowledge 
of the existence or amount of the commission, fee or 
other remuneration could actually or potentially:

• affect the credit broker’s impartiality in 
recommending the credit agreement; or

• if made known to the customer, have a 
material impact on the customer’s transactional 
decision to enter into the credit agreement.

Where disclosure is required you must also disclose to the 
customer, at the same time and with equal prominence, 
how the existence and nature of this commission, fee 
or other remuneration may affect the amounts payable 
by the customer under the credit agreement. When you 
have different commission arrangements with more than 
one lender and/or the commission arrangement varies by 
product, you need make a disclosure to the customer to 
ensure they are aware of the potential conflict of interest.   

CONC 4.5.4R also requires credit brokers to disclose 
the likely or known amount of commission if the 
customer asks. 

Close Brothers Motor Finance have improved their 
customer documentation to tell customers that we may 
make a payment to the dealer or broker for arranging the 
finance for them. Your commission disclosures should be 
fully documented (in writing) to help with future compliance 
audits. Financial promotions have separate commission 
disclosure requirements – please see CONC 3.7.4G or 
refer to our Dealer Guide to Financial Promotions Online.

Remember! 
The way firms pay and manage the performance of their staff is a key driver 
of culture and customer outcomes, and a continuing priority for the FCA. 
Dealers and Brokers should properly assess the risks associated with their 
consumer credit activities, or the impact that staff incentives could have on 
those risks.
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Expectations of Dealers and Brokers

The FCA expects consumers’ 
interests to be at the heart of 
how all their regulated firms do 
business. Customers can expect to 
get financial services and products 
that meet their needs from dealers 
and brokers that they can trust. 

Meeting customers’ fair and 
reasonable expectations is the 
responsibility of dealers and 
brokers, not the regulator.

Principle 6 requires a firm to pay 
due regard to the interests of its 
customers and treat them fairly.

Examples of poor practices and behaviour likely to conflict 
with the requirement to treat customers fairly can be found 
in the Handbook under CONC 2.2.2G and include:

• Targeting customers with regulated credit agreements that 
are unsuitable for them, by virtue of their indebtedness, poor 
credit history, age, health, disability or any other reason

• Subjecting customers to high-pressure selling, aggressive 
or oppressive behaviour and unfair coercion

In its published Business plan for 2017/18, the FCA 
reaffirmed their commitment to TCF by stating that the over-
arching principle of fair treatment is important wherever 
consumers interact with financial services firms.

The FCA reminded us that TCF, with its focus on good consumer 
outcomes, is central to their work in ensuring a fair deal for 
consumers. It underpins the delivery of the FCA’s statutory 
consumer protection objective and the future objectives of the 
FCA to the extent where it measures success against its own 
statutory objectives against each of the six TCF Outcomes. 

Whatever the economic and financial conditions may 
be, firms must put and keep consumers at the heart of 
their business. Firms should not focus on their own risks, 
where to do so may be to the detriment of customers.

Remember!
Treating customers fairly is a cultural issue. 
You must establish the right culture, which 
translates into good intentions and actual 
fair outcomes for consumers
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FIT sets out the regulator’s minimum 
standards for becoming and remaining 
an approved person and for such 
persons to be continually assessed for 
continuing fitness and propriety. 

These standards are relevant when a firm submits an 
application for an employee or other relevant person 
to become an approved person. Being an approved 
person carries some important responsibilities. 

The Fit and Proper Test for 
Approved Persons and Specified 
Significant Harm Functions - FIT

Financial soundness

Competence  
and capability

The regulators 
will consider the 
following qualities:

Honesty, integrity  
and reputation



Dispute Resolution: 
Complaints (DISP)
Block five of the FCA Handbook (REDRESS) sets out the detailed 
requirements for handling customer complaints and compensation, 
and the Financial Ombudsman Service arrangements. 

This includes rules relating to recording and 
reporting complaint information. You should always 
ensure you are familiar with the requirements 
in DISP, and have effective complaint handling 
procedures in place.

It is important that you have a clearly defined dispute 
resolution (complaints) process that is compliant 
with the DISP chapter of the FCA Handbook.

Please inform us immediately if you receive a 
complaint related to the customer’s Close Brothers 

Motor Finance agreement. You can also ask the 
customer to contact our Complaints Team directly.

As per the complaint forwarding rules, if we 
receive any complaints that are not related to 
the customer’s Close Brothers Motor Finance 
agreement, but relates to your business or service, 
we will refer them to you and ask the customer to 
contact you. A copy of our complaints handling 
procedure is available on our website:  
http://www.closemotorfinance.co.uk/treating-
customers-fairly

You can also ask the 
customer to contact our 
Complaints Team directly.
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Keeping up to Date
The FCA website publishes Handbook notices, policy 
development updates and news bulletins. You can  
also subscribe for monthly regulation summaries at:  
www.fca.org.uk/firms/sign-up-regulation-round-up

Alternatively, you can also sign up to their daily news feed  
by clicking on the icon at the bottom of the FCA’s homepage. 
Before the FCA makes any legislative changes, it usually 
publishes the proposals in draft for consultation. 

Consultation Papers (CPs) are the formal way consultation with 
the industry takes place. Discussion Papers (DPs) are informal 
papers intended to stimulate discussion. Policy Statements 
(PS) set out the details for new policy and regulation and 
contain feedback on the FCA’s formal consultations. 

You can access all these publications by visiting the FCA website, 
and also access archive information at the FCA website.

Below are some links to helpful information: 

https://www.fca.org.uk/publication/archive/fsa-tcf-culture.pdf 

https://www.fca.org.uk/publication/handbook/readers-guide.pdf 

The information contained in this Dealer and Broker Guide is for general information purposes only. The information is provided by Close Brothers Motor Finance, and while we endeavour to keep the information up to date and correct, we make 
no representations or warranties of any kind, express or implied about the completeness, accuracy, reliability, suitability or availability with respect to the Dealer and Broker Guide or the information, products, services, or related graphics contained 
in the Guide for any purpose. Any reliance you place on such information is therefore strictly at your own risk. You should seek independent legal advice if you are in any doubt as to your own legal obligations. In no event will we be liable for any 
loss or damage including without limitation, indirect or consequential loss or damage or any loss or damage whatsoever arising from loss of data or profits arising out of, or in connection with, the use of this Dealer and Broker Guide. Please make 
sure you are using the most up to date version of this guide - if you are in any doubt; please speak to your Account Manager. Please make sure you destroy any previous version of this guidance whether in hard copy or stored electronically. You 
should not copy, share or reproduce the contents of this guide other than for your own use. Close Brothers Limited does not accept any responsibility to any unconnected third party in the event that its contents are reproduced or relied upon as 
legal advice in any way.

Contact our partner support team.
Visit closemotorfinance.co.uk

Giving you more, so you can do more. 
We’re stronger together. 

This is a business-to-business communication.  
Dealer and Broker Guide to Financial Conduct Authority Regulation - August 2022.


