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Introduction

The Task Force of the Future of the Financial Services Sector was formed in December 1996 to
inform the Minister “what needs to be done to ensure our financial system remains strong and
dynamic as we move into the 21st century”.  The Task Force was instructed to make
recommendations on any public policy issue that affects the environment within which Canada’s
private sector financial services providers operate.  One of the issues the Task Force has decided
to review is a proposal to amend the Bank Act to allow chartered banks to engage directly in
vehicle and other consumer leasing.  This is in contrast to the existing regulatory framework, set
out in the 1980 version of the Act, that allows banks to participate in that market only through
arm’s-length subsidiary companies (they are allowed to lease heavy trucks and equipment
weighing more than 21 tones).

DesRosiers Automotive Consultants was retained by the Task Force to compile an overview of
the Canadian light vehicle financing industry.  In accordance with the Terms of Reference, the
research and analysis incorporates three principal steps:

1. A review of the current size and structure of the vehicle finance market, including leasing, in
Canada.  This includes a review of retail and fleet sales, summary descriptions of the types of
financing products available, and identification of corporate players.  Also included are
reasons for the growing popularity of leasing, discussions of consumer and industry issues,
with leasing and a historical overview of Canadian regulations governing and U.S. market
experience with banks in leasing.

2. A review of written submissions to the Task Force dealing with the bank leasing issue,
identifying key arguments for or against amending the bank leasing provisions of the
Bank Act.

3. A series of consultations and interviews with senior representatives of stakeholder
organizations.  These were geared to elaborating on the arguments presented in their
respective submissions, and prioritizing the issues dealt with.

All three steps were also supported by a review of internal databases, government documents and
trade journals.  While comments are made by DesRosiers Automotive Consultants on the
relevance and/or effectiveness of some of the arguments advanced by stakeholders, no
recommendations on policy direction are made or are intended.  The purpose of this study is
limited to documenting and discussing divergent viewpoints, gathering and highlighting points of
information that are especially worthy of the Task Force’s attention.
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Executive Summary

• Vehicle leasing by consumers has grown rapidly in popularity in Canada  in the 1990s.
Leasing has long dominated in the fleet market.  In the consumer market, the share of new
vehicles leased has grown from 4 percent in 1990 to 46 percent in 1997.

• Leasing has grown in popularity primarily because of “sticker shock” - the rising price of new
vehicles relative to disposable incomes.  When leasing a vehicle, the consumer pays only for
the depreciation of the vehicle, rather than the entire capitalized cost.  Monthly payments are
thus lower than for a conventional loan on a given vehicle.  This addresses psychological
barriers to consumer participation in the new vehicle market, and thus helps sustain that
market in the face of affordability concerns.

• The growth in leasing has also been facilitated by steadily rising residual (used car resale)
values since the early part of the decade.  Since lease payments are calculated on the basis of
anticipated depreciation, high residual values have enabled lessors to advertise very attractive
monthly payments.  Rising residuals are self-limiting, however; eventually laws of
substitution come into play as consumers view new vehicles as a more attractive alternative.
Fluctuations in residuals are a major source of risk in the leasing business.  When residuals
are falling, leasing companies may lose hundreds or even thousands of dollars on each off-
lease vehicle.

• Canadian banks feel that they have been placed at a disadvantage in the automotive financing
market by virtue of being squeezed between the growing trend toward consumer leasing and
existing provisions of the Bank Act that prohibit banks from direct participation in the
vehicle leasing market.  Amending the Bank Act to allow leasing by banks  would, according
to the banks, allow them the opportunity to compete on an equal basis for a share of the
vehicle financing market.

• The principal arguments in favor of amending the Bank Act to allow direct leasing by banks
center on promotion of competition and Canadian ownership.

• Banks maintain that changing the bank act leasing provisions would  promote  competition.
In the United States, where banks have been permitted to lease vehicles since 1963, lease
interest rates are lower, and banks coexist with traditional players; they have not crowded out
the captive finance arms or independent leasing companies.

• It is further argued that in Canada, the current dominance of the manufacturers’ finance
affiliates constitutes foreign oligopoly control of the market.  Bank entry could significantly
extend Canadian participation.

Stakeholders in the automotive distribution and retailing and small business sectors oppose
changes to the leasing provisions of the Banks Act.
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• Opponents stress that U.S. experience is not entirely relevant to Canada.  The structure of the
Canadian banking industry is fundamentally different.  They allege that Canadian banks
derive a huge competitive advantage from their oligopoly power, access to the payments
system, coast-to-coast retail branch networks, and the “too big to fail” doctrine.  They could
take advantage of the “safety net subsidy” to crowd out existing players and dominate the
market.

• A combination of cross-subsidization and inexperience in managing residual risk could
produce a pattern of large-scale entry and exit by banks, destabilizing the leasing market and
disrupting its infrastructure, according to opponents.

• Opponents maintain that direct participation in the vehicle leasing market would place banks
in a conflict of interest with dealers, who would be both customers and competitors.  Banks
would be tempted to squeeze dealer lessors in their market area by denying credit and using
customer lists.

• Opponents of bank leasing further argue that ample competition already exists in the market.
In addition to the manufacturers’ finance affiliates, independent leasing companies, credit
unions and about 1,900 dealers registered as vehicle lessors in the Canadian market.  Banks
are entitled to share in the growth of consumer vehicle leasing through lease financing,
leasing subsidiaries and near-lease products.  Subsidized direct competition by banks, on the
other hand, could crowd out existing players and leave the banks with oligopoly control of
the market.  This in turn, would result in higher lease interest rates and diminished choice for
the consumer.
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1. Background

Why Allowing Banks to Lease Vehicles is so Controversial

Before getting into the body of this report we thought it was important to discuss why extending
bank powers to leasing is so sensitive and controversial from both sides of the debate.  The banks
have targeted leasing as an important area for legislative change and the auto sector has put
fighting this issue as one of the top 2 or 3 items on its lobbying agenda.  Indeed, some of the
submissions to the “Task Force” and interviews for this study have bordered on passionate pleas
on both sides of the debate rather than putting forth economic arguments of substance.  There
also have been a number of very substantive documents and research reports commissioned to
support one side or the other indicating the importance of the issue.

At the root of the sensitivity, from the auto sector point of view, has been a series of unique
events which have highlighted the critical importance of leasing to the industry.

First, the Canadian market for light vehicles has just emerged from an unprecedented period of
sluggishness.  Sales peaked in 1988 and were substantially below peak sales levels for eight
consecutive years.  This is more than twice as long the longest previous downturn in vehicle
sales.  To put this in perspective, sales during this downturn averaged 300,000 to 400,000 units
per year less than during the healthy markets of the mid-1980s.  Close to 500 dealers disappeared
and surviving dealers were forced to completely refocus their business strategies to other profit
centres within their dealerships in order to survive.  Beside their parts and service departments
and the used vehicle departments, most dealers also focused their strategies on their finance and
insurance office and thus leasing of vehicles.

One of the primary reasons the markets have been so poor and one of the primary issues driving
the growth of leasing in Canada has been the issue of vehicle affordability. Canadians now need
to work about 30 weeks to pay for a new vehicle compared to only about 20 weeks a decade ago.
The affordability issue is discussed in detail later in the report.  Leasing lowers monthly
payments and thus makes it easier for consumers to purchase a new vehicle.

On this basis it could be argued that, had cash purchases and loans remained the principal means
of acquiring vehicles in the retail market, Canadian vehicle sales could have collapsed even
further in the mid-1990s.  This is one of the reasons the industry has concerns about allowing
banks to lease vehicles.  They argue that in poor market situations the banks may back out of
leasing and others may not be able to respond with alternative programs which could lead to a
worsening of an automotive downturn.

Second, leasing has proven to be very profitable for the auto sector from a number of
perspectives and is one of the main reasons more car dealers did not disappear.  Leasing has
provided a number of direct ways to achieve higher profits and a number of indirect ways
as well.
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Leasing has obviously helped sell more new vehicles with the direct profits arising from the sale
going to the industry.  The total interest charges on a lease are almost always higher than on a
loan and thus leases are more profitable than loans.  One exception to this are leases in which the
interest rate is subsized or bought down by the lessor as an incentive for consumers to lease.
This is called “subventing” of rates.

Consumer groups also argue that leasing is a very complex financing product and, with or
without full disclosure, some companies in the leasing industry have increased profits by
“packing” their leases with higher capital costs for the vehicle or higher interest rates.  In some
cases there have also been additional administration charges.  These issues all add to the
profitability of leasing.  Executives in the automotive sector would argue against this point of
view.  Even with full disclosure consumers may rush into a high cost lease.  Some argue that
consumers cannot be protected from themselves.

Residual values have also generally increased over the last five years.  Some consumers have
traded in their leased vehicles with considerable equity left in the vehicle at the end of the lease
term.  In some situations, lessors have made more money at the end of the lease than on the
original sale of the vehicle or during the lease period itself.  Finally, with rising residuals, few
leasing companies have experienced any residual value losses.

Indirect profits have also come from a number of perspectives.  Lessors are allowed a Capital
Cost Allowance (CCA) on their lease portfolios.  With a rapidly rising percentage of vehicles
being leased, lessors have been able to defer a significant amount of corporate income taxes.

Because, if the buyout option is not exercised, a vehicle has to be returned at the end of the lease,
the car dealer has an enhanced opportunity to sell the consumer another vehicle.  Repurchase
loyalty on leased vehicles is higher than with other financing options.  The car dealer also has
access to the vehicle at the end of the lease and this has allowed most dealers to increase their
used vehicle sales which is also very profitable.

Thus, in a protracted slow vehicle market, leasing has provided an avenue for many vehicle
dealers and leasing companies to not only survive but to increase profits.  Profitability of a
dealership would range from a loss for some dealers upwards to two or three percent of total
dollar revenue for others.  Many also own leasing companies where typical gross profit is
between 20 and 25 percent.  There is however no standard of accounting for the profits earned by
a dealer.  Some dealers’ park profits outside their stores and others leave profit in their store.

Third, the automotive sector traditionally has been difficult to bank.  Sales have been highly
cyclical creating a boom and bust environment with serious financial difficulties arising for all
players during a down market.  Banks have had to make difficult decisions on the level of
financing extended to the industry during these times, often to the detriment of certain players.
As a result, banks are often regarded by dealers as only wanting to bank them during good times
and abandoning them during difficult times.

Vehicle dealerships are also usually owned by family entrepreneurs who often do not have the
expertise to manage their banking relationships which adds to the difficulty of “banking” the auto
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sector.  Finally, financing dealerships is very administration intensive for the banks.  They
require hands-on involvement with their dealer clients.  It is common for a bank to actually count
vehicles on a dealers lot in order to make sure banking covenants are being met.  This is often
construed as “big brother” looking over the shoulder of the car dealer.  Banks point to many
situations where banking covenants are violated.  All these issues have made the automotive
retail sector difficult to bank.

There has thus developed a long standing love-hate relationship between banks and many vehicle
dealers.  This has fostered an environment of mistrust, lack of communication, extreme caution
and sometimes an over-reaction to relatively minor issues.  Our review of briefs and interviews
revealed a number of substantive and well argued issues on each side of the debate as well as the
expected arguments of politics and convenience based more on fear and mistrust than substance.

From the bank perspective, leasing has become a very big business in which they are not allowed
to directly participate.  We estimate, for this study, that the total value of lease portfolios have
grown from under $10 billion in 1990 to between $35 and $45 billion in 1997.  In 1990, the
value of loans booked exceeded the value of leases booked by a margin of close to 4 to 1.  By
1997, the value of leases booked exceeded the value of loans booked by close to 2 to 1.

Banks have participated in the growth of leasing indirectly through lease financing and indirect
leasing but the shift toward leasing in the vehicle finance market has worked to the advantage of
the captive finance companies of the vehicle distributors, a number of major foreign owned
independent leasing companies and a select group of dealers with lease portfolios.  Since banks
are prohibited from engaging directly in vehicle leasing, their share of the overall direct car and
truck financing market has necessarily declined.  The banks view leases and loans to be similar
and competitive products thus see access to the leasing market as a leveling of the playing field
that will allow them to reclaim their “fair share” of direct automotive finance activity.  Leasing
portfolios are also over 80 percent controlled by foreign owned companies, so according to the
Banks, the growth in leasing has come at the expense of the Canadian owned banks.

Given the sheer dollar size of the lease market, its rapid growth, the long term difficulties in the
vehicle market, the profitability of leasing, all being debated in an environment of distrust, it is
not surprising that this issue is so sensitive and controversial.

The Structure of the Automotive Sector

In the automotive industry there are three very different players involved with the manufacture,
distribution and sale of vehicles to fleet buyers and retail consumers.  The vehicle manufacturer
produces the vehicle.  Their vehicle distribution affiliates purchase the vehicle from the
manufacturing arm and takes responsibility for all distribution and marketing initiatives.  The
vehicle dealers sell to the consumer.  Most do not realize it, but there are really two GMs, Fords,
Chryslers, Hondas, Toyotas, etc. in the auto sector.  One is a manufacturer and the other is a
distributor.  In some cases the distribution arm is not even wholly owned by the manufacturer.
For instance, Toyota’s distribution arm in Canada is partly owned by Mitsui Co.  The vehicle
distributor also is responsible for much of the financing initiatives in the sector and most have
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wholly owned finance affiliates.  A point of confusion that often arises is that the vehicle dealers
refer to their distributor as “the factory” even though the distributor does not manufacture
anything.

Chart 1

Structure of the Auto Retail Sector

Vehicle
Manufacturer

Vehicle
Distributor

Wholly Owned
Finance
Affiliates

Vehicle Dealers

Vehicle Brokers

Independent Lessors

Internet Sellers

Retail Consumers/Fleet Buyers

In the light vehicle sector Canada currently has seven vehicle manufacturers.  They are:

• GM, Ford, & Chrysler - U.S. owned

• Honda, Toyota - Japanese owned

• CAMI - JV between GM & Suzuki

• Volvo - Swedish owned

Canada also has nineteen major vehicle distributors currently operating.  Mitsubishi has
announced their intentions of establishing distribution in Canada but currently has no dealers.
A number of other small niche players also distribute a limited number of vehicles in Canada,
such as Alfa Romeo, Lamborgini, etc.

The primary players, their ownership and their number of dealers are outlined in Chart 2.
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Chart 2
Vehicle Distributors in Canada

Distributor Country of
Ownership

# of Dealers
April 1997

Acura Japan 39
BMW Germany 32
Chrysler U.S. 595
Ford U.S. 606
GM U.S. 824
Honda Japan 203
Hyundai Korea 138
Jaguar U.S. (through Ford) 19
Lada Russia 60
Land Rover Germany (through BMW) 16
Mazda Japan & U.S. (Ford) 164
Mercedes Germany 56
Mitsubishi Japan 0
Nissan (Include. Infiniti) Japan 169
Saturn Saab Isuzu U.S. (through GM) 63
Subaru Japan 96
Suzuki Japan 91
Toyota (Include. Lexus) Japan 229
Volkswagen (Include. Audi) Germany 162
Volvo Sweden 46
Total 3608
Source:  DesRosiers Automotive Yearbook – 1997

Distributors sell vehicles to their franchised vehicle dealers who in turn sell them to the
consumer and fleet buyers.  A discussion on fleet sales follows in the next section.

There are currently a number of alternatives to buying directly through the car dealer for
consumers.  The most common are vehicle brokers, internet buying services and independent
leasing companies (ie: not distributor or dealer owned).  The “alternative” sellers essentially
represent the consumer at the dealer.  They argue they have sophisticated negotiating skills, are
able to get access to fleet discounts, are able to get access to volume discounts and are able to
avoid certain cost items in the purchase process.  They can find a new vehicle for a consumer at a
“hassle free” low cost and help the consumer avoid the process of negotiating and buying the
vehicle themselves.  A process many consumers dislike.

The savings for a consumer are illustrated by the following example of a vehicle transaction
arranged through Auto-by-Tel, the largest internet broker in North America.  In this example,
Auto-by-Tel saves the consumer $774 on the price of the vehicle.  The dealer’s gross profit is
about $1,000 less than on a “traditional” sale but because considerable operating costs are
reduced, a dealers operating profit is only reduced by $58 per vehicle.
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Table 1
Two Approaches to Vehicle Retailing in the U.S.
(Based on 100-Car per Month Lot Model)

Traditional
Purchase

Auto-By-Tel
Purchase (1)

Car Price to Customer $20,000 $19,226
Cost of Goods 19,060 19,059
Manufacturer Incentives <572> <572>
Vehicle Gross Profit 1,512 739
Vehicle Gross 7.6% 3.8%
Loan Contract 600 500
Extended Service 400 325
Insurance Policy 100 50
Total Gross Profit $2,612 $1,614
Total Gross 13.1% 8.4%
Labor 1,150 750
Advertising 400 60
Floor Plan Interest 200 150
Other Fixed Costs 450 300
Total Operating Costs 2,200 1,260
Operating Profit $412 $354
Operating Margin 2.1% 1.8%

(1)  Auto-By-Tel figures assume 60% closing ratio on 20 purchase requests per month, all handled by one
salesman.
Source:  National Automobile Dealers Association

Some of these “alternative” sellers are viewed in negative terms by vehicle dealers and their
distributors.  They allow large powerful dealers to control segments of the market and to disrupt
pricing equations at the expense of smaller less powerful dealers.  It is feared by the dealers that
banks would develop their own “alternative” selling methods and by allowing banks into leasing
it would validate and enhance these channels.  Only very powerful dealers would benefit.
However, one hundred percent of vehicles sold in Canada must go through a car dealer before
they end up with the final buyer.  There is currently no way around the car dealer in the market.
No distributor currently sells directly to an “alternative” seller, to fleet buyers or retail
consumers.  This is important, since one of the concerns of dealers is that banks will be able to
sell vehicles direct to consumers and in direct competition to dealers.

Most vehicle dealers are independently owned although there are some corporate stores in
limited situations where a dealer fails and the distributor takes over control until another
franchisee is formed.

Most dealers in Canada have three separate businesses.  First, is the franchise itself which sells
new and used vehicles and parts & service (and in some cases a body shop).  Franchises also
have a finance and insurance (F&I) department which sells accessories (rust proofing, audio
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systems, extended warranties, etc.), arranges financing and sells various insurance products such
as disability and life insurance on finance contracts and “gap” insurance on leases1.  Second, is a
real estate business.  Most dealers own their property and buildings and charge a rent factor to
their franchise.  Ownership is particularly high with older dealers.

Table 2
Property and Building Ownership by Age of Dealer

Age of Dealer
Total < 44

Years
45 to 54

Years
55+

Years
Property
- Own
- Lease
- Both

76%
24%
 1%

70%
30%

--

74%
25%
 1%

82%
17%
 1%

Building
- Own
- Lease
- Both

72%
26%
 2%

66%
33%
 1%

68%
28%
 4%

79%
19%
 1%

Source:  Coopers & Lybrand; DesRosiers Automotive Consultants Trendsetter Survey

Third, is a finance company.  About a third of dealers own a finance company inside or outside
their franchise.  The finance company administers loans and leases and acts as the lessor in the
case of direct leasing to consumers.

Most dealers would argue that profits from their franchise business are small relative to their
investment and the financial risk they take.  After tax, net profits would average in the 1 to
5 percent range.  This is somewhat misleading since dealers actively try to move profit to their
real estate arm and their finance company if they have one.  Their vehicle distributor have access
to their profit and loss statement each month as part of the franchise agreement.  Dealers argue
that the distributor will find ways to spend the dealers profit if they show too much profit in their
franchise.  This can be done by forcing them to invest in their dealership, purchase computer
systems, participate in advertising programs, etc.

Long established dealers would argue that most of their wealth comes from their real estate arms.
The average dealership has been in operation for 28 years.  They usually are located on prime
real estate which over a number of years has increased substantially in value.  The franchise pays
the mortgage, so considerable wealth is created.  This is not necessarily the case with current
dealers.

                                                  

1  GAP insurance protects a consumer from discrepancies between the residual value of a vehicle and an insurance
pay-out if a vehicle is written off in an accident
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The finance companies for most dealers have become less of a profit centre over the last
5-8 years.  With the rapid increase in subvented leasing products available from their distributors
(ie: captive leasing) the number of vehicles available to put into the dealers own finance
company has been diminished.

There are however, some very large dealer-own financed companies which are believed to be
very profitable.  There is no hard information available on the profitability of dealer owned
finance companies but estimates range between 20 and 25 percent net income margin.  This level
of profit may also be misleading since, as mentioned earlier, dealers try to move profit from their
franchise to their finance company.  This can be done through transfer pricing of new and used
vehicles between the two entities.

The CBA provided a research report which lists the number of leases booked by individual
dealers.  There were 45 large dealer-owned leasing companies which booked more than 200
leases during 1996.  Although these dealers represent only 1.2 percent of the dealers in Canada,
they accounted for 37.7 percent of dealer booked leases and 5.3 percent of total leases booked.
These dealers would most likely lose market share if banks were allowed into leasing.
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Table 3
Dealer Owned or Controlled* Leasing - 200+ Vehicle Leases Booked In 1996
Copyright Polk Canada Vehicle Information Services, Toronto, Ontario
Company Name (See Note) 1996 YTD July 1997

Roy Foss Dealer Group 3,008 2,085
Surgenor National LSG Ltd 1,437 1,249
Jim Pattison Industries Ltd 1,401 1,081
Humberview Motors LSG Ltd 1,067 643
Park Avenue Chev Olds LSG 912 530
152633 Canada Inc 715 223
Scherer LSG Inc 622 463
Metro Lexus Toyota LSG 616 525
Westminster Auto LSG Ltd 562 416
Leggat National LSG Ltd 542 451
Lounsbury LSG Co Ltd 527 401
Jack Carter Chev Olds 495 293
Howard Carter Lease Ltd 491 341
Elm City Chry LSG Ltd 487 276
J Clark & Son LSG Ltd 464 305
Plaza Auto Dealer Group 455 280
Stronach Motors Ltd 446 223
North York Chev Olds Ltd 409 269
Macphee Pont Buick GMC Ltd 373 239
Woodbridge Lincoln Mercury 370 264
Location Desjardins Inc 355 1,492
Marvin Starr Pont Buick Ltd 347 233
Import Auto LSG Inc 347 136
Newport Motors LSG Ltd 335 203
Ensign Pacific Lease Ltd 323 262
City Pontiac Buick Cad Ltd 322 253
Scarborotown Chry Dodge 308 185
415841 Ont Ltd 306 276
Turpin Pont Buick Ltd 263 151
Shaw Pont Buick GMC Ltd 263 218
Landmark Vehicle LSG Corp 263 136
Ross Wemp Motors LSG Inc 248 187
Oregan Motors LSG Ltd 245 185
Stuart Budd & Sons 241 100
Cambridge Toyota Inc. 240 204
John Logan Chev Old 231 152
Mckay Pont Buick Ltd 224 162
Brown Bros. Motor Lease 216 124
Pineview Pont Buick 215 162
Summit Ford Ltd 208 121
Lallier Automobile Inc 207 324
Sentes Chev Olds Cad LSG Ltd 206 0
Alex Irvine Motors 200 119
Sub Total - 200+ Dealers 21,512 15,942
Percent Of Dealer Lease 37.7% 41.1%
Percent Of Total Lease 5.3% 4.5%
Total Dealer Lease 57,116 38,796
Total Lease 407,716 352,128
Note: Some Companies Include Multiple Dealers

Source:  Vertex Consultants using R.L. Polk Canada Registration Data

* May include independent leasing companies that are no longer dealer owned or controlled
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There are currently 3,608 dealers in Canada.  This is down by about 500 dealers from the peak
level of 1989 when there were 4,110 dealers.  Sales per store have returned to the previous peak
levels of 385 units per store.  During the previous market peak in 1988 sales per store were
384 units.

Table 4
Number of Dealers in Canada - 1987 to 1997

Number Sales
(000’s)

Sales
Per Store

1987 4,073 1,528 375
1988 4,068 1,562 384
1989 4,110 1,467 361
1990 4,056 1,300 324
1991 3,964 1,271 320
1992 3,966 1,212 304
1993 3,872 1,165 301
1994 3,855 1,233 318
1995 3,819 1,131 296
1996 3,714 1,173 316
1997 3,608 1,390 385

Source:  DesRosiers Automotive Yearbook - 1997
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2. Fleet Versus Retail Sales of Vehicles

There are two very distinct markets for new vehicles in Canada.  Retail sales are new vehicles
purchased by individual consumers for personal use.  Fleet sales are new vehicles purchased by
companies primarily for commercial use.  The largest fleet purchasers are daily rental companies
which account for more than half of the fleet total.  Other large purchasers of fleet vehicles are
governments, utilities, large corporations and fleet management companies.  Most large
corporations outsource the acquisition, finance and disposal of their vehicles to fleet management
companies.  The fleet management companies own large commercial leasing companies.  Their
position in the finance market will be discussed later in the report.  This report will not cover the
used vehicle market.  There is a growing trend towards leasing used vehicles, but the market is
still very small.  It is also difficult to research and was viewed not critical to the understanding of
this issue.

The fleet and retail markets operate independent of each other and are affected by different
economic variables.  Differences between the two markets include:

• market performance

• pricing and profitability

• vehicle acquisition methods

• financing trends and methods

• ownership and usage trends

• degree of corporate involvement in the selling process

It is important for the Task Force to understand the differences between each market.  For
instance, because of their volumes, fleet buyers are able to demand favourable pricing of vehicles
versus the retail consumer.  One of the car dealers concerns is banks access to fleet vehicles.
They fear that if banks were allowed to directly lease vehicles and were to get access to fleet
pricing they could undermine the pricing structure in the retail sector.

Vehicle dealers believe that eventually distributors and/or the large powerful dealers will be
tempted to sell vehicles to the banks as part of their fleet programs.  Only unlike regular fleet
buyers who use the vehicle for commercial use, the banks will sell these vehicles directly to retail
consumers.  Consumers who normally would go directly to the dealer.  The vehicle distributors
interviewed for this report indicated that banks would not qualify for fleet pricing.

Indeed, the vehicle distributors themselves are very involved in the selling of fleet vehicles.
They have full time staff who solicit large fleet accounts.  Some fleets purchase hundreds and in
certain cases thousands of vehicles.  The distributor negotiates the deal with these fleet customers
and then puts the contract out to bid by individual dealers.  Dealers who win these contracts take
care of the predelivery inspection and paper work and are paid a small fee.  Dealers also can
negotiate fleet sales in their own territories, but most focus on smaller fleets and leave the large
fleets to the distributor.  There is nothing to prevent a dealer from selling directly to a bank
although they would not be able to extend fleet pricing without the distributors consent.  Banks,
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however, could negotiate aggressive discounts (ie: $100 over invoice is popular with other
volume purchases) with individual dealers.  This would give banks an advantage over other
dealers in the market.

Financing trends are also fundamentally different between retail and fleet buyers.  On financing
issues, fleet buyers have a much higher degree of sophistication than retail consumers.  Some of
the consumer issues discussed later in this document would not therefore apply to the fleet
buyers.  Leasing with fleet buyers has also always been relatively popular whereas retail leasing
is a recent trend.

A very high percent of fleet vehicles are used for less than one year and often for only a few
months.  They return to the market very quickly and are a key element in establishing residual
values in the used vehicle market.

A total of 1,390,000 light vehicles (passenger cars and light trucks) were sold in Canada in 1997
(Table 5).  It was the second year of a recovery in vehicle sales. Although sales increased by over
18 percent, unit volumes are well below the cyclical peak levels of over 1.5 million achieved
between 1986 and 1988.

During 1997, retail sales accounted for 81 percent of total volume, or 1,127,000 vehicles.  Fleet
sales totaled 263,000, or a 19 percent share.  Since 1989, the fleet share of light vehicle sales has
fluctuated within a range of 21 percent to 24 percent with 1997 being the first year fleet sales
have been below 20 percent.  The fleet market is obviously very large and very important within
the total vehicle market.

Table 5
Structure of  The New Light Vehicle Market - Fleet Vs. Retail Sales

Sales Units
(000’s)

Total
Fleet

Sales
(000’s)

Percent
Fleet

Percent
Change

From
Previous

Year

Total
Retail
Sales

(000’s)

Percent
Retail

Percent
Change

From
Previous

Year
1989 1,467 337 23% 1129 77%
1990 1,300 274 21% -18.7% 1025 79% -9.2%
1991 1,271 290 23% 5.7% 981 77% -4.3%
1992 1,212 271 22% -6.5% 941 78% -4.2%
1993 1,165 280 24% 3.4% 885 76% -5.9%
1994 1,233 296 24% 5.8% 936 76% 5.8%
1995 1,131 266 24% -10.4% 866 77% -7.5%
1996 1,173 276 24% 3.9% 897 77% 3.7%
1997 1,390 263 19% -4.7% 1127 81% 25.7%
1997/96 18.5% -4.7% 25.7%
Avg. Annual
1989-95 -4.2% -0.5% 14.1%
1995-97 10.9% 4.7% 12.7%

Source:  DesRosiers Automotive Consultants
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3. Automotive Financing Products

There are essentially three types of finance products available to the vehicle buyer.  There are
conditional sales contracts (CSCs) usually referred to as loans, hybrid loans and leases.  Hybrid
loans are often referred to as near-lease products.  Each product is very different and within each
product there are numerous variations and terms available.  The current and historical use of each
type of product varies significantly between the retail and fleet market for vehicles.  For instance,
while leasing has recently become very popular in the retail market, it has always been popular in
the fleet market.

Conditional Sales Contracts (Loans)

Loans may be issued by a bank, trust company, captive finance company, independent finance
company or credit union. The purchaser holds title to the vehicle.  Next to cash purchases, this is
the simplest transaction available to consumers since the monthly payment is essentially
determined by two variables, the capital cost of the vehicle and the interest rate.  Disclosure is
less of an issue, since high standards have been established by law to protect consumers and the
loan contract is fairly simple to understand.  It is however, impossible to protect consumers from
themselves and some end up with uncompetitive rates.

Loans may be issued directly, through a financial institution, or indirectly through a dealer in the
form of retail loan paper.  With an indirect loan, the dealership obtains financing for the
consumer through a financial institution, typically a bank, a captive finance company or their
own finance company. With most indirect loans the dealer serves as an intermediary between the
financial institution and the purchaser and is paid a fee for this service.

Hybrid CFCs/Near-Lease Products

A number of banks offer a hybrid loan with provisions for buying the vehicle at the end of the
contract.   These products have come to be called “Buy-Back” loans.  There are also balloon
loans that in many respects resemble a lease transaction since the principal of the loan does not
amortize to zero.  A balloon, however, does not have a buy-back provision.  These finance
products are generally called near-lease products.  Monthly payments are similar to lease
payments on a given vehicle since a residual value is established and monthly amortization of the
capital cost of the vehicles is similar to that in leases.  With near lease products, all taxes are paid
on the vehicle up front, whereas with a lease, only the monthly payment is taxable.  There are,
therefore, some tax advantages to leasing which results in higher consumer costs for near lease
products versus leases.

With “buy-back” products, at the end of the term, the consumer has three options; 1) turn the
vehicle over to the bank, paying only wear and tear and excess mileage charges if applicable,
2) re-finance, or 3) pay off the residual value and take possession of the vehicle.  With a
“balloon” the consumer is required to either pay out the balloon at the end or refinance the
vehicle.
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Leases

With a lease the consumer is allowed to use a vehicle in exchange for a monthly payment to the
lessor.  Ownership of the asset remains with the lessor, who assumes responsibility for all of the
risks associated with ownership including liability risk and residual value risk.

There are five groups of companies who are active in the Canadian leasing market:

• Captive finance arms of the vehicle distributors
• Commercial leasing companies
• Dealer-owned leasing companies
• Credit Unions
• Trust Companies

These will be discussed later in the report.

Leases may be of the open-end or the closed-end type.

In an open-end lease, the consumer assumes the residual value risk.  In other words,  if the
vehicle is returned the lessee guarantees to the lessor the residual value of the vehicle, as
stipulated in the lease contract.  At the end of the term, the consumer either purchases the vehicle
at the residual value, or instructs the lessor to sell the vehicle.  If the sale price is less than the
stated residual value, the lessee pays the shortfall.  If it is higher, the customer realizes the
difference.  The lessee is not liable for any excess mileage or wear and tear charges; costs arising
from damage or extra kilometers traveled are reflected in the selling price of the vehicle.

In a closed-end lease, the lessor shoulders the residual value risk.  The lessee thus is not
responsible for covering any shortfall in actual resale value against the residual value stated in
the contract that results from market fluctuations.  However, there is usually a kilometer limit and
a “wear and tear and good working order” clause, regarding the condition of the vehicle upon
return.  Closed-end leases offer the option of purchase (at the stated residual value) at the end of
the lease term.

We estimate that closed-end leases accounted for over 90 percent of the retail lease market in
Canada.  The captive finance companies only offer closed-end leases.  Most open-end leases are
dealer owned since dealers generally do not want to be exposed to residual value risk.  In
addition, the captive finance companies have been very aggressive in the market with closed-end
subvented leases and dealers have not been able to compete with their open-end lease products.

There are also two general types of lease products, direct leases and indirect leases.  In a direct
lease, the leasing company deals face-to-face with the consumer and administers the lease after
obtaining lease financing from a bank or finance company.  The leasing company retains title to
the vehicle, and thus can use the Capital Cost Allowance (CCA) on the vehicle against taxable
income.  Most direct leasing is done by dealer owned leasing companies.  There are however,
other independent leasing companies who purchase the desired vehicle from a dealer and then
lease the vehicle to the customer.  This is very common with fleet leasing and is becoming more
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common with retail leasing.  With a direct lease, the dealer or lessor retains title to the vehicle
and assumes all the financial risk and liabilities associated with being the direct lessor.

Under indirect leasing, the dealer functions purely as a marketer of the lease.  In the most
common type of arrangement, the captive finance company administers the lease and retains title
to the vehicle, and takes responsibility for disposal of the vehicle at the end of the lease term, all
financial risk and other liabilities associated with being the vehicle lessor.   Another form of
indirect leasing product are those offered by the banks like the Scotiabank Dealer Value Lease
Plan.  The bank administers the lease, finances the lease and assumes all the financial liability of
the lessor.  The dealer retains title to the vehicle, claiming CCA and has the option of handling
disposal of the vehicle at the end of the lease term.

Where dealers are simply the marketer of the lease for the captive or independent leasing
company they are usually compensated through an increase in the interest rate charged to the
consumer.  Most indirect leasing has some level of mark-up of the interest rate (25 basis points to
as much as 100 basis points) to compensate the dealer.  The vehicle dealer is also indirectly
compensated through the use of the CAA for tax deferral purposes.

From a functional point of view there are five distinct functions associated with loans and seven
with a lease.  Leases are unique in that they also have an asset acquisition and disposal function.
For Banks to be allowed to lease they would have to be allowed to acquire the asset.  Dealers
contend that once they own the asset there technically would be nothing to prevent them from
selling direct to consumers.

Chart 3
Functions Associated with Finance Products

Loan Lease Near-Lease

1. Asset Acquisition a
2. Origination of Sale a a a
3. Credit Adjudication a a a
4. Funding a a a
5. Administration a a a
6. Collection a a a
7. Asset Disposal a a (Note)

Note: Applies only in buy-back type products
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4. Players in the Canadian Automotive Finance Market

Banks and Trust Companies

Banks are involved in the automotive financing market through conditional finance contracts
(loans), lease financing, indirect leasing and near-lease products.  They are also deeply involved
in dealers’ other financing needs, including capital financing (mortgages), commercial lines of
credit, and floor plan financing.

The automotive loan market is dominated by the banks; they accounted for 70 to 80 percent of
loans issued in 1997.  Loans are provided directly to consumers through their branch system as
well as through vehicle dealers.   All of the banks and the remaining independent trust companies
provide a full range of financial products to the automotive retail sector.  The dominant players
providing a full menu of finance products to vehicle dealers are the Bank of Nova Scotia, CIBC
and the Bank of Montreal.2

During this decade, the three market leaders launched a major effort to market lines of credit to
dealer leasing companies.  Data collected by CADA indicates that 37 percent of dealers in
Canada operate in-house leasing companies, and 40 percent of dealers obtain their lease
financing from banks.  All of the Big Six are active in this market, with the Bank of Nova Scotia,
the Bank of Montreal, and CIBC being the key players.  The portion of the total lease financing
market provided by banks is difficult to determine.  Surveys conducted by the Canadian Finance
& Leasing Association (CFLA) indicate that the Banks provide over half of the lease financing
required in Canada, but we are unable to verify this amount.  Lease financing is also provided as
part of the various indirect leasing products offered by banks.  Since indirect leasing is growing,
lease financing by banks is also likely growing.

As mentioned, BNS has an indirect lease product and CIBC has launched an indirect leasing
program.  CADA estimates that indirect leasing has grown rapidly with over 400 dealers signed
up on the BNS plan alone.  Actual leasing volumes through these indirect leasing products are
difficult to determine but probably represent between 3 and 6 percent of the total vehicle finance
market.

There are also a number of near lease products offered by banks with the best known plan being
the Royal Bank “Buy-back” program.  The National Bank has a product called “Auto Option”,
CIBC has a product called “Walkaway” and Bank of Montreal has a product called “Smart
Choice”.  Some other banks also offer balloon loans. The banks indicated that their market
intelligence indicates consumers attracted to these types of products are traditional loan
customers who like the concept of a lower monthly payment but wish to maintain ownership of
their vehicle.

                                                  

2 CADA, Banks in the Vehicle leasing Business: Protecting the Consumer and Small Business, submission to the
Task Force, October 31, 1997, p. 18
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Chart 4
Vehicle Financing Products Available Through Banking Institutions

Loans Near-Lease Indirect
Lease

Direct
Lease

Schedule “1” Banks

Bank of Nova Scotia Yes No Scotia Bank
Dealer

Value Lease Plan
No

CIBC Yes Yes-”Walkaway” 10 Recently
Launched

No

Royal Bank of Canada Yes Yes-”Royal Buy
Back”

No No

Toronto Dominion Yes No No 9 No

Bank of Montreal Yes Yes-”Smart Choice” Yes 6 No

National Bank Yes Yes - “Auto Option” No No

Laurentian Bank Yes N.A. Yes No

Schedule “2” Banks Yes N.A. Yes No

Bank Owned Trusts

Royal Trust (100% Royal Bank) Yes 5 Yes 5 No No

CIBC Trust (100 % CIBC) Yes No No No

Montreal Trust (100% Bank of Nova Scotia) No No No No

Scotia Trust (100% Bank of Nova Scotia) Yes No No No

National Trust (100% Bank of Nova Scotia) Yes No No No Longer 4

TD Trust (100% TD Bank) Yes 7 No No No

The Trust Company of the Bank of Montreal
(100% Bank of Montreal) No No No No

Trusts

Canada Trust Yes No No Longer 8 Yes

Smaller Trusts Yes N.A. No No 3

Finance Companies with Interests Held by Banks
1 Newcourt Credit Group Inc. (CIBC 11%) No No No Longer 2 Yes
1 Primarily commercial leases through BML Leasing
2 Newcourt purchased Commcorp who offered an indirect lease product.  Their indirect leasing program

   is being phased out.
3 There are a number of small trust companies in Canada of which we could not identify any that lease vehicles.
4 Following purchase by Bank of Nova Scotia, National Trust which was previously an Ontario Incorporated Trust,
became  subject to federal restrictions on leasing vehicles
5 Royal Trust uses the Royal Bank Programs
6 BMO has a Wholesale Lease Finance Program
7 TD Trust markets TD Bank Programs
8 Canada Trust is phasing out their wholesale lease financing business
9 TD has a wholesale lease finance program
10 CIBC also has a balloon type loan in Alberta called “Future Value Guarantee Loan”

Source:  DesRosiers Interviews
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It is also difficult to determine the market share of near-lease products in the vehicle finance
industry, but we are confident that the penetration of these products is low, likely under 5 percent
of the finance market.

Chart 5
Vehicle Financing Products Available from Captive Finance
Affiliates of Vehicle Distributors

Loans Near-Lease Direct 1

Lease
Indirect 2

Lease
GM Yes Yes Yes Yes
Ford Yes No Yes Yes
Chrysler Yes Yes Yes Yes
Honda Yes Yes No Yes
Toyota Yes No Yes Yes
Nissan Yes No No Yes
Mazda (Primus) Yes No Yes Yes
Suzuki (Primus) Yes No Yes Yes
Subaru (Primus) Yes No Yes Yes
BMW Yes No No Yes
Mercedes Benz Yes Yes * No Yes
Volkswagen Yes No No Yes
Jaguar (Primus) Yes No Yes Yes
Hyundai (Primus) Yes No Yes Yes
Volvo (GE Capital) Yes No No Yes
*
 but rarely specified

1 Lessor deals directly with buyer
2 Lease is marketed through the car dealer

Source:  DesRosiers Interviews

Vehicle Distributors’ Finance Affiliates

The vehicle distributors’ finance affiliates, often known as “captive finance companies” are also
deeply involved with providing financing to vehicle dealers and purchasers of vehicles, both
consumers and fleets.  They currently provide CFC’s, direct leasing, lease financing, capital
financing and floor plan financing products to the dealer community.  They told us that in many
cases they became involved in the finance market, both vehicle as well as dealer focused
products, because the banks were not adequately filling the needs of the market.  The vehicle
distributors only access to the market is through their dealer body and there survival is critical.
They therefore have to make sure all the needs of their dealers and their customers are filled
including their financing requirements.

Captive finance companies currently have between 8 and 12 percent of the vehicle loan market.
Their share has significantly declined over the last five years as they have moved their resources
and marketing efforts to developing their leasing portfolios.  Much of the paper they issued in the
past was subvented as an incentive for consumers to purchase specific vehicles.  There was no
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evidence presented in various briefs as to the captive finance companies historical ability to
compete with banks for loans.

The captive finance companies have between 70 and 80 percent of the direct leasing market.  All
of the larger vehicle companies own their own captive finance companies and the others offer a
leasing product through a company owned by Ford called Primus Automotive Financial Services.
Primus provides a “private label” lease to vehicle distributors like Subaru and Mazda.

Most of the large captive finance companies also provide lease financing to their dealer bodies.
They, however, represent a smaller share of the lease finance market than banks.  We were not
able to determine exact market shares.

Captive finance companies in Canada include:

• General Motors Acceptance Corporation (GMAC) – Smart Lease
• Ford Motor Credit Corporation – Red Carpet Lease

   – Primus Financial Services3

• Chrysler Credit Corporation – Gold Key Lease
• Honda Canada Finance Inc.
• Toyota Credit Canada Inc.
• Nissan Canada Finance Inc.
• Volkswagen Credit Canada
• Mercedes-Benz Credit Corporation
• BMW Credit Inc.
• Lada dealers handle their own financing

Independent Finance Companies

These are leasing companies that are not affiliated with a manufacturer or a car dealer.  The three
largest players are foreign owned. Independent players market both fleet and retail leases, but
generally have a higher focus on the fleet market since they are also large fleet management
companies.  Leasing is just part of a menu of services provided to fleet buyers.  Leading players
include:

• GE Capital Leasing Inc.4

• AT&T Capital Canada
• PH&H Inc.
• BML Leasing Ltd. (Owned by Newcourt)
• ARI Canada Ltd.
• Transportaction Lease Systems

                                                  

3 Retail loans and leases administered by Primus Financial Services include Mazda, Jaguar, Suzuki, Subaru and
Hyundai
4 GE Capital administers Volvo Canada loans and leases
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All these companies are increasing their focus on retail leasing of new and in some cases used
vehicles.  Some independent finance companies also offer a loan product to dealers but their loan
portfolios are very small.

Credit Unions

 Chart 6
Vehicle Financing Products Available from Credit Unions in Canada

Loans Near-Lease 2 Lease 1

Newfoundland Yes ? No
New Brunswick Yes ? No
Nova Scotia Yes ? Yes
P.E.I. Yes ? Yes
Quebec Yes Yes Yes Very Active
Ontario Yes ? Yes
Manitoba Yes ? Yes
Saskatchewan Yes ? Yes
Alberta Yes ? Yes
British Columbia Yes ? Yes

1 We were not able to determine whether programs were direct or indirect but Credit Union Central indicated that
they believed all member programs were indirect.
2 Depends on individual Credit Unions

Source:  DesRosiers Interviews

Credit unions offer vehicle loans as part of their consumer lending activities.  They are
provincially regulated, and Credit unions have the statutory ability across the country to engage
in auto leasing.  Most of their vehicle financing activity is currently loans rather than leases
although like the rest of the finance market, the growth is with leases.  Credit unions, primarily in
Saskatchewan, Alberta and Manitoba are involved in dealer financing. We estimate the credit
unions’ market share of leases to be under three percent, primarily in Quebec, and their market
share of loans to be 6-10 percent of loans issued.

We were able to identify only one credit union who has aggressively targeted leasing.  Caisses
Populaires Desjardins in Quebec offers a leasing program through car dealers.  They have offered
relatively high residual leases and have attracted considerable attention from other lessors.

Canadian Co-operative Leasing Services (CCLS), a subsidiary of Credit Union Central of
Canada, has been in operation since the late 1970s.  In June 1995, CCLS began to move into auto
leasing in a program entitled, No Curves Auto Leasing.  Currently, CCLS is operating in Ontario,
PEI, and Calgary, Alberta.  It will begin pilots in New Brunswick in the near future.

Federally, the ability for CCLS to participate in auto leasing is grandfathered in the Co-operative
Credit Associations Act.
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Some other credit unions are involved in auto leasing (two in Ontario and one in BC) through
independent leasing companies.

Agrifinance, a subsidiary of Canadian Central, is also licensed to offer car leasing in every
province.  The majority of their leases are through CUMIS insurance and to executives of credit
unions and co-operatives.  At present Agrifinance has a fleet of 50 vehicles.  Fleet leasing has
been declining for Agrifinance because they cannot compete with national fleet leasing
companies.

Vehicle Dealer Owned Finance Companies

Many vehicle dealers also own a lease fleet inside or outside their dealership.  We estimate that
between 35 and 45 percent of vehicle dealers (1,200 - 1,500 dealers) own a lease portfolio.
Although there are many players, their market share of leasing is relatively small at between
8 and 12 percent of the leasing market.  Their share of the leasing market declined rapidly over
the last five years as captive finance leasing exploded.  Dealers just could not compete with the
captive leasing programs especially those with subvented interest rates and/or subsidized residual
values.  They are however now increasing their share of the leasing market by using the Bank
administered and financed indirect leasing products which now account for 3 to 6 percent of
vehicle financing.

Cash

Consumer market research indicates a fairly large number of consumers still purchase their
vehicles with cash.  Cash is a popular alternative among certain ethnic groups and in the West.
We suspect that a certain percentage of cash consumers are actually using borrowed money but
we cannot come up with an estimate.

Not surprising, all players in the vehicle finance market, in their briefs, or during our interviews,
discussed the virtues of leasing a vehicle.  Consumer groups, however, indicate that there is
considerable misinformation about leasing.  If the cost of financing is isolated to interest costs
alone, they point out that the lowest cost of acquiring a vehicle is cash, followed by a short term
loan, then a long term loan and at the bottom are leases.

Market Summary by Player

We have constructed the following table which summarizes in very broad terms the position of
each player in the market by financing method.  We must point out that these market share
numbers are general estimates.  Moreover the market dynamics are changing rapidly so caution
should be used with these estimates.

We estimate both loans and indirect leasing to account for 35-42 percent each of vehicle
purchases in 1997.  Cash purchases would be the third most popular payment method with
15-20 percent of vehicles.  Direct leasing products represent about 6-8 percent of vehicle
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purchases and near-lease products about 3-5 percent of purchases.  Both products are increasing
their market share, especially indirect leases.

Both the Banks and the Captive Finance companies represent the largest market share of vehicle
financing in 1997.  We believe the captive finance companies are marginally larger than the
banks but since the market is so fluid we cannot determine this definitively.  Both groups are
each involved with 30 to 36/38 percent of vehicle purchases.

Consumers and corporations paying cash for their vehicle would rank third amongst the players
involved in purchasing vehicles.

Dealer owned leasing portfolios both direct and indirect would represent about 6-10 percent of
vehicle sales while independent finance companies would be involved with between 5 and
8 percent of vehicle sales.  This latter group are increasing their market share as they become
more aggressive with retail leasing.  Direct leasing with car dealers is stable or slowly declining
while indirect leasing through car dealers is increasing.

Captive Finance companies are 100 percent foreign owned and the large independent finance
companies are also primarily foreign owned.  Across all financing of vehicles, about 40 to
45 percent is foreign controlled.  Within the leasing industry between 75 and 85 percent of leases
are issued by foreign owned entities.

Table 6
Market Penetration By Method of Financing A New Vehicle – 1997
(Weighted by Share of Business)

Banks

Captive
Finance

Companies

Dealer
Owned

Finance
Companies

Other
Independent

Finance
Companies

Other
Institutions

Including
Credit

Unions

Market Share
of

All Payment
Methods

Loans 70-80% 8-12% 0% 2-5% 6-10% 35-40%

Near-Lease 2-5% 0% (see note 2) 0% 1-3% 3-5%

Direct Lease 0% 0% 5-8% 7-11% 0% 6-8%

Indirect Lease (see note 1) 70-80% 3-6% 1-3% 2-5% 38-42%

Total 30-36% 32-38% 6-10% 5-8% 3-5% 80-85%

Note 1:  Indirect leasing by dealers is financed and administered by banks.
Note 2:  Some near-lease products are marketed through dealers.
* The remaining amount would consist of cash purchases.

Source:  Estimates from DesRosiers Automotive Consultants Inc. Interviews
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The Leasing Market in the U.S.

In the U.S., banks currently have about one-third of the leasing market.  Captive finance controls
about 45 percent of the market and independent finance companies about 15 percent of the
market.  The Credit unions and car dealers each have about five percent of the market.  Bank
leasing in the early 1980s was close to 35 percent before falling to about 28 percent in 1994.  It
appears that the Captive Finance companies were able to pick up the market share loss of the
banks during this time frame.  Their share increased from 40 percent in 1990 to 52 percent
in 1993.

This is important since it is alleged that banks in Canada would enter and exit the leasing market
causing considerable disruption.  In the U.S., some banks exited the market in the late 1980s and
1990s because of residual value losses.  This was also the case with some independent leasing
companies.

The captive finance companies were able to increase their market share during this period
indicating there was little market disruption.  Moreover, their share increase was during a time
when the total share of retail leasing in the market was increasing rapidly.  This would also
indicate that the captive finance companies in the U.S. have the ability to quickly adapt to the
needs of the market caused by any entry or exit of other players.  The regional structure of the
banking system in the U.S. may be the reason the captive finance companies are so flexible.  In
Canada, where the banks are highly concentrated, it is alleged that the captive finance companies
would have less ability to adapt to market fluctuations.

Table 7
U.S. Leasing Market - Share by Source

Captive
Finance

Bank Independent
Lease

Credit
Unions

Other 1 Total

1990 40.1% 35.2% 20.3% 2.1% 2.3% 100.0%

1991 44.7% 33.7% 17.2% 2.2% 2.2% 100.0%

1992 49.1% 29.6% 15.5% 2.5% 3.3% 100.0%

1993 51.9% 29.1% 12.7% 2.8% 3.7% 100.0%

1994 50.2% 28.4% 12.1% 2.8% 6.5% 100.0%

1995 46.6% 31.1% 13.5% 3.6% 5.2% 100.0%

1996 43.2% 32.3% 13.8% 4.4% 8.3% 100.0%
1 Other includes car dealer
Source:  CNW Marketing
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Table 8
Market Share Comparisons in the Leasing Market
Canada vs. U.S.A.

Canada U.S.

Captive Finance 70-80% 45-50%

Bank None 30-35%

Independent Finance  8-12% 12-15%

Dealer Finance  8-12%  4-7%

Credit Union  1-3%  4-6%
Source: CNW Marketing Vertex Consultants Inc and DesRosiers Estimates

This market share comparison between Canada and the U.S. would indicate that the captive
finance companies are the most vulnerable to Banks competition in the leasing market.  If the
identical structure developed for Canada, Captive finance would lose half their market position
and car vehicle dealers would also lose about half their market share declining to about five
percent from about 10 percent.  Both credit unions and independent finance companies would
pick up market share.

Corporate Concentration of Leasing in Canada

The leasing market has over 2,600 companies who offer a lease product.  However, the market is
highly skewed to a small percentage of companies.  Captive finance companies represent less
than one percent of the leasing companies but control between 70 and 80 percent of the leasing
market.  The 20 largest commercial leasing companies also represent less than one percent of the
players but control an additional 10 to 12 percent of the leasing market.  The top 45 dealers
control between four and six percent of the market.  Therefore, the top 85 players representing
about three percent of the operating companies control about 90 percent of the leasing contracts.

Table 9
Leasing Concentration by Type of Player

Approximate
# of Players

Percent of
Total

Market Share
of Leasing

Captive Finance 20 0.8% 70-80%
Top 20 Commercial Lease 20 0.8% 10-12%
All Other Commercial Lease 650 24.5% 3-5%
Top 45 Dealer Lease 45 1.7% 4-6%
All Other Dealer Lease 1900 71.8% 6-9%
Credit Union 10 0.4% 1-3%
Total 2645 100% 100%

Source:  Vertex Consultants Inc and DesRosiers Estimates
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5. Financing Trends in the Total Vehicle Market

There are no public databases which precisely document the size and structure of the automotive
finance market.  Most information is gathered using survey instruments, vehicle registration data
or through corporate intelligence.  Each method has strengths and weaknesses.  Survey data
contains considerable sampling errors depending on sample sizes, but is able to provide broad
estimates across most of the areas where market intelligence is required.  Provincial registration
data is considered more accurate, but it is difficult  to determine some of the key variables from a
vehicle registration.  For instance, it is impossible to determine whether a consumer has
borrowed to purchase their vehicle.  R.L. Polk provides monthly first time registration data to the
industry and is able to provide some accurate data detailing leasing volumes in Canada.  Their
leasing data however has difficulty breaking out fleet leases from retail leases and does not
provide any information on other financing methods.  There data is also not widely available to
the industry.

Following are three databases which estimate retail leasing rates in Canada.  As can be seen, the
statistics vary quite a bit.  All methods however indicate strong growth in retail leasing and all
three are essentially in the same ballpark.  Since we have access to detailed survey data5, we are
using it for the purposes of this report unless otherwise noted.  The actual levels of financing
discussed in this report may contain sampling errors but we are confident that the direction of the
variables examined is accurate.

Table 10
Percent Of Retail Sales Which Are Leased

Registration Data
(Note 1)

Survey Methodology
(Note 2)

Maritz Canada
(Note 3)

1993 16% 24% N.A.
1994 23% 26% 19%
1995 30% 29% 25%
1996 40% 32% 25%
1997 46% 47% 47%

Note 1: R.L. Polk Canada using registration data
Note 2: DesRosiers LVS using a sample of 2,500 vehicle owners
Note 3: Maritz Canada surveys a sample of new vehicle purchases during the second quarter of each year.

One of the most significant trends in the structure of the new vehicle market during the 1990s has
been the steady increase in the share of new vehicles leased as opposed to purchased (see
Table 11).  This share stood at 13 percent in 1990, and increased in each subsequent year until it
reached 46 percent in 1997.  Between 1989 and 1995 when the market remained stagnant the
annualized average growth rate of the vehicle leasing market was 12 percent, while the volume of
all vehicle sales in the market actually shrank at an average annual rate of 4 percent. During the

                                                  

5 DesRosiers Light Vehicle Study, 1989 to 1997
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same period, the portion of vehicles financed through consumer loans declined from 54 percent
to 42 percent.  Cash purchases declined fairly sharply, from 33 percent in 1989 to 25 percent
in 1995.

Chart 7
Structure of the New Light Vehicle Finance Market

Lease vs. Loan vs. Cash
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During the last two years the market has grown by an average of 11 percent per year.  Leasing
units grew by 31 percent per year and now account for 46 percent of all vehicle sales.  Units
requiring a loan also grew in 1996 and 1997, but, because of the rapid growth in leasing, the
market share of loans declined to 34 percent of all vehicle sales.  The market share of loans
would include near-lease products.  Cash sales continue to decline and now account for only
20 percent of the total market.

The rapid increase in the lease market has come at the expense of both the loan market and
consumers moving away from cash purchases.  Loan portfolios have significantly declined and
this is one of the primary reasons banks would like to extend their powers to the leasing market.
Banks do participate in the leasing market through indirect leases and through lease financing.
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Table 11
Structure of the New Light Vehicle Finance Market - Cash Vs. Lease Vs. Loan

Total New
Light

Vehicle
Market Units

(000’s)

Total Lease
Units

(000’s)
Fleet &

Retail

Total
Loan
Units

(000’s)

Total
Cash
Units

(000’s)

Total Lease
Units

Percent of
Market

Total Loan
Units

Percent of
Market

Total Cash
Units

Percent of
Market

1989 1,467 196 789 481 13% 54% 33%
1990 1,300 177 668 455 14% 51% 35%
1991 1,271 221 644 406 17% 51% 32%
1992 1,212 250 566 396 21% 47% 33%
1993 1,165 379 451 335 33% 39% 29%
1994 1,233 401 486 346 33% 39% 28%
1995 1,131 376 470 285 33% 42% 25%
1996 1,173 406 510 257 35% 44% 22%
1997 1,390 642 475 273 46% 34% 20%
1997/96 18.5% 58.1% -6.9% 6.4%
Avg. Annual
1989-95 -4.2% 11.5% -8.3% -8.4%
1995-97 10.9% 30.7% 0.5% -2.0%
Source:  DesRosiers Automotive Consultants Inc.

Table 12
Structure of the New Light Vehicle Finance Market - Fleet Vs. Retail Leasing

Sales Units
(000’s)

Total
Fleet

Sales
(000’s)

Fleet Lease
Units

Estimate
(000’s)

(See Note 2)

Fleet
Lease

Percent
Estimate

(000’s)

Total
Retail
Sales

(000’s)

Retail Lease
Units

Estimate
(000’s)

(See Note 1)

Retail Lease
Percent

Estimate
(000’s)

1989 1,467 337 152 45% 1129 44 4%
1990 1,300 274 132 48% 1025 45 4%
1991 1,271 290 151 52% 981 70 7%
1992 1,212 271 153 56% 941 97 10%
1993 1,165 280 163 58% 885 216 24%
1994 1,233 296 154 52% 936 247 26%
1995 1,131 266 125 47% 866 251 29%
1996 1,173 276 117 42% 897 289 32%
1997 1,390 263 114 44% 1127 527 47%
1997/96 18.5% -4.7% -2.3% 25.7% 82.6%
Avg. Annual
1989-95 -4.2% -3.9% -3.2% -4.3% 33.7%
1995-97 10.9% -0.5% -4.3% 14.1% 45.0%

Note 1: Includes indirect lease bank run programs

Note 2: Fleet leasing includes some guarantee buy-back programs offered by the captive finance companies which
are actually near-lease products.

Source:  DesRosiers Automotive Consultants Inc.
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Leasing has always been an important element of the fleet market; 48 percent of new vehicles
entering fleets in 1990 were leased, and this share fluctuated within a range of 42 percent to
58 percent through to 1997.  On the other hand, retail leasing is a relatively recent trend which
has seen explosive growth during the 1990s.

Table 13
Structure Of The New Light Vehicle Finance Market - Total Loans By Source

Market Share of Loans By Source Number of Contracts By Source
Loan
Units

(000’s)

Through
a Bank
Direct

Through a
Car Dealer

by Bank

Through a
Car Dealer
by Captive

Finance

All Other
Sources

Through
a Bank
Direct

(000’s)

Through
a Car

Dealer by
Bank

(000’s)

Through a
Car Dealer
by Captive

Finance
(000’s)

All Other
Sources

(000’s)

1989 789 57% 16% 20% 7% 453 127 155 55
1990 668 52% 18% 24% 7% 346 117 158 47
1991 644 55% 19% 19% 7% 357 121 120 47
1992 566 55% 20% 18% 7% 314 113 99 40
1993 451 55% 22% 17% 7% 246 97 75 33
1994 486 54% 21% 18% 7% 262 101 88 34
1995 470 58% 20% 15% 7% 274 93 70 34
1996 510 59% 19% 15% 7% 302 96 77 35
1997 475 60% 24% 10% 6% 285 112 45 32
1997/96 -6.9% -5.6% 16.9% -41.2% -8.4%

Avg.
Annual

1989-95 -8.3% -8.0% -5.2% -12.4% -7.7%

1995-97 0.5% 2.0% 10.1% -19.6% -2.4%
Source:  DesRosiers Automotive Consultants Inc.

The relative shares of the new vehicle loan market accounted for by the different channels
remained relatively stable between 1989 and 1997 (see Table 13).  Direct lending by banks
accounted for between 50 and 60 percent of loan transactions linked to new vehicle purchases
during this period.  Bank loans made through dealerships made up between 16 percent and
24 percent.  The share of captive finance arms fluctuated the most in relative terms, declining
from a peak of 24 percent to only 10 percent in 1997.  This is likely because captive finance
companies have focused their business more on the leasing of vehicles.  Other sources held six to
seven percent of the loan market throughout the period.
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Chart 8
Value of Lease Financing and Loan Market

1989 vs. 1997

Leasing

Loans

Leasing

Loans

1989 1997

$17,365 Million $31,122 Million

Note:  Represents value of product issued during the year, not the stock of paper outstanding.
Source:  DesRosiers Automotive Consultants Inc.

The total value of paper issued in the vehicle finance market last year was $31.122 billion with
loans representing $12.1 billion and lease financing $19.0 billion (see Table 14).  The total value
of paper issued for vehicle financing grew by 29 percent - over the previous year due to the rapid
increase of retail vehicle purchases which are primarily financed.  Growth averaged 2.8 percent
per annum between 1989 and 1995 when the vehicle market in unit terms bottomed out.  During
the last two years of a healthy vehicle market the value of paper issued increased by over
20 percent per year.
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Table 14
Structure of the Light Vehicle Finance Market - Total Value of Paper Issued
(Based on average transaction price of a new vehicle)

Loans Only (Excludes Lease Financing,
Includes Near Lease products)

Loan
Units

(000’s)

Through a
Bank
Direct

$ Millions
Estimate

Through
a Car

Dealer by
Bank

Estimate

Through a
Car Dealer
by Captive

Finance
Estimate

Through a
Car Dealer

Total $
Millions
Estimate

All Other
Sources

$ Millions
Estimate

Total
$ Millions
Estimate

Total Lease
Financing
$ Millions
Estimate

Total Lease
& Loan

Financing
$ Millions
Estimate

1989 789 $7,816 $2,200 $2,668 $4,868 $941 $13,626 $3,739 $17,365

1990 668 $6,200 $2,101 $2,829 $4,929 $852 $11,981 $3,510 $15,491

1991 644 $6,016 $2,039 $2,015 $4,054 $795 $10,866 $4,158 $15,023

1992 566 $5,703 $2,054 $1,799 $3,852 $733 $10,288 $5,070 $15,359

1993 451 $4,817 $1,911 $1,475 $3,386 $640 $8,843 $8,373 $17,216

1994 486 $5,442 $2,110 $1,839 $3,950 $714 $10,106 $9,498 $19,604

1995 470 $6,218 $2,105 $1,588 $3,693 $766 $10,677 $9,806 $20,483

1996 510 $7,344 $2,339 $1,869 $4,208 $853 $12,405 $11,568 $23,972

1997 475 $7,265 $2,865 $1,152 $4,017 $818 $12,100 $19,022 $31,122

1997/96 -6.9% -1.1% 22.5% -38.4% -4.5% -4.0% -2.5% 64.4% 29.8%

Avg.
Annual

1989-95 -8.3% -3.7% -0.7% -8.3% -4.5% -3.4% -4.0% 17.4% 2.8%

1995-97 0.5% 8.1% 16.7% -14.8% 4.3% 3.3% 6.5% 39.3% 23.3%
Note:  This represents the value of finance products issued during the year… not the stock of paper outstanding.
Source:  DesRosiers Automotive Consultants Inc.

It is important to note that these statistics represent the value of finance products booked during
the year not the value of finance paper outstanding.  The average lease term is around three years
with two year leases offsetting four year leases.  The $19.0 billion in retail leasing in 1997
together with a depreciated amount for the $11.6 billion in 1996 and $9.8 billion in 1995 likely
translates into total lease financing outstanding between $35 and $40 billion.  The average term
of loans is between 54 and 60 months.  With early disposition of many loans the average age to
maturity is likely around 48 months.  The total value of outstanding loans factoring in a 48 month
amortization therefore would be between $25 and $30 billion.  Lease and loan paper outstanding
therefore represents a $60 to $70 billion dollar market.  This would represent between 6 and
7 percent of the total value of outstanding consumer and business debt in Canada.

The lease financing market began a period of steady, strong growth in 1990.  The value of lease
paper issued in 1990 was $3.5 billion.  By 1997, this figure had increased five-fold to
$19.0 billion.  Leasing went from less than one quarter of the dollar volume of the automotive
financing market in 1990 to 61 percent of the dollar volume in 1997.
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The total dollar value of new loans and leases has changed at a much slower rate than the number
of individual loans, reflecting the escalating sticker price of the average new vehicle.  This
“sticker shock,” in turn, was the result of government-mandated safety and emissions control
equipment and consumer demand for higher equipment levels (air conditioning, power windows,
state-of-the-art sound systems, leather upholstery, antilock braking systems, etc.).  The rapidly
escalating cost of a vehicle is one of the reasons leasing has become more popular.
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6. Review of Leasing and Leasing Issues

History of Canadian Regulations Governing Banks in Leasing

In the mid-1970s, as banks in the United States began to directly engage in vehicle leasing,
representatives of Canadian chartered banks suggested that the Bank Act be changed to allow
similar activities in Canada.  The banks’ position was adopted by the federal White Paper on
Banking tabled in August 1976.

That recommendation of the White Paper was incorporated into Bill C-14, the Federal
Government’s proposed changes to the Bank Act, in 1979.  Standing committees of both the
House of Commons and the Senate proposed amendments placing major restrictions on vehicle
leasing by banks.  These amendments were not, however, accepted by the government.  Bill C-14
died on the order paper before the dissolution of Parliament later that year.

The revised Bank Act was tabled again in April 1980 as Bill C-6.  The Federation of Automobile
Dealers’ Associations (FADA now CADA) lobbied vigorously against the proposed changes
before the committees, arguing that the banks would use their oligopoly powers and “deep
pockets” to drive dealers out of the leasing market.

The final version of the 1980 Bank Act contained a compromise solution, arrived at after closed
negotiations with opposition parties.  Banks were to be allowed to engage in leasing but only
indirectly, through arm’s-length subsidiary companies.

Some opposition members remained skeptical even of this compromise.  Bob Rae, then the
Member of Parliament for Broadview-Greenwood, commented:

When you allow the banks to get into indirect leasing, the extent of their market power is such that we could
well be giving over large aspects of that business, which is not the intention of the committee to give.  The
only people in favor of the wording on indirect leasing are the government, the government’s bureaucratic
advisors and the Canadian Banking Association.  That is precisely the compromise they suggested, and that
was rejected by the FADA when they discussed it.  It is a compromise put forward by the CBA.6

The issue of bank entry into the vehicle leasing market was raised again in the late 1980s.  The
CBA petitioned the government to remove all restrictions on banks engaging in leasing, and
presented a position paper stressing the benefits to consumers and the automotive market as a
whole of unencumbered bank entry.  Further loosening of restrictions was strenuously opposed
by the FADA and the Motor Vehicle Manufacturers’ Association (MVMA now CVMA).  Their
lobbying was effective, as the revised Bank Act of 1992 did not change the existing provisions
regarding bank participation in vehicle leasing.

In the latest Bank Act review, the Canadian Bankers Association again petitioned the government
to extend their powers to include leasing.  The determination was once again to not allow Banks

                                                  

6 Minutes of House of Commons Standing Committee on Finance, Trade and Economic Affairs, June 12, 1980,
p. 9:16
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into vehicle leasing, but the matter was referred to the Task Force on the future of the Canadian
Financial Services Sector and is currently under review.

Reasons for the Popularity of Leasing

Canada experienced eight consecutive years of declining or historically low new vehicle sales
between 1988 and 1996.  The strong recovery that took place in U.S. passenger car and light
truck markets after 1992 did not occur north of the border until 1996 and 1997.  Broader
macroeconomic variables affecting disposable income and consumer confidence are, to a large
extent, the cause of the protracted sluggishness in the Canadian market.  However, “sticker
shock” within the light vehicle market may also be cited as a major contributing factor.

In 1997, the average purchase price of a new vehicle in Canada was $27,185, an average annual
increase of 6.4 percent since 1982 (Table 15).  Vehicle prices have increased faster than the
Consumer Price Index and median family income since the mid 1980s.  Reasons include a trend
to more comfort and convenience features, government-mandated safety equipment (such as
airbags and side-impact beams) and safety equipment desired by consumers.  Lightweight
materials (aluminum, plastic, composites, magnesium) required to offset the weight of the added
equipment, and keep fuel consumption in line with Corporate Average Fuel Economy (CAFE)
requirements, have also added to manufacturing costs.

Table 15
Vehicle Affordability - Canada vs. U.S.

Average
Price Of

All Vehicles
In Canada

Cdn $’s
Percent
Change

Average
Price Of

All Vehicles
In The

United States
U.S. $’s

Weeks Of
After Tax

Earnings To
Purchase A

New Vehicle
In Canada

Weeks Of
After Tax

Earnings To
Purchase A

New Vehicle
in the

United States
1982 $10,668 $9,890 18.6 21.9
1983 $11,282 5.8% $10,606 19.0 22.4
1984 $12,216 8.3% $11,375 19.6 22.7
1985 $12,997 6.4% $11,902 19.6 22.8
1986 $14,408 10.9% $12,701 20.5 23.4
1987 $15,957 10.7% $13,386 21.6 23.4
1988 $17,161 7.5% $14,065 21.8 23.6
1989 $18,168 5.9% $14,645 21.5 23.5
1990 $18,886 3.9% $15,472 21.5 23.7
1991 GST!! $17,748 -6.0% $16,083 19.9 24.0
1992 $19,133 7.8% $17,137 21.1 25.0
1993 $20,647 7.9% $17,678 23.0 25.0
1994 $22,137 7.2% $18,657 23.9 25.4
1995 $24,147 9.1% $18,957 26.1 24.3
1996 $26,139 8.2% $19,620 27.5 23.8
1997est. $27,185 4.0% $20,380 28.2 23.6
1997/1996 4.0% 3.9% 2.6% -0.8%
Average Annual 6.4% 4.9% 2.8% 0.5%
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The steep appreciation of the yen in the years leading up to 1995 also drove up the price of
Japanese-branded vehicles (about half of Japanese vehicles sold in Canada are assembled in
Japan).  This trend was reversed in 1995, and both the Canadian and U.S. dollars have gained
about 30 percent in value against the yen.  This is allowing the Japanese-based car companies to
become more price-competitive in North America, and, in turn, will constrain the Big Three’s
latitude to raise prices.

At the same time that vehicles were becoming more complex and expensive, the rate of growth
in median family income was slowing from 5.2 percent per annum between 1982 and 1989 to
1.0 percent between 1990 and 1997.  Consequently, the average Canadian family needed
28.2 weeks of earnings to purchase an new vehicle in 1997, versus 19.9 weeks in 1991.  This is a
major reason for the failure of light vehicle sales in Canada to return to the cyclical peak levels
experienced in the late 1980s.

Since 1993, a significant gap has opened up between the number of weeks of earnings required to
purchase a new vehicle in Canada and that required in the United States.  The slide in the value
in the Canadian dollar against its U.S. counterpart contributed to this, since most Big Three
vehicles sold in Canada are assembled in the U.S.  Another contributing factor is that there has
been a shift upscale in the segment mix of Canadian vehicle sales, with shrinkage in the
subcompact car and compact pickup truck segments, and gains in the compact, intermediate,
small luxury, luxury, compact sport utility and full-size sport utility categories.  Finally, in the
past, Canadians were inclined to order vehicles with lower equipment levels than buyers in the
United States.  This kept the typical Canadian vehicle in a similar affordability range, despite a
somewhat lower level of disposable income in Canada.  In recent years, however, Canadian
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consumers have taken more of an “all-or-nothing” approach, being just as demanding of features
such as air conditioning and power windows as their American counterparts.

This affordability gap, combined with lower Canadian consumer confidence levels reflecting
continued high unemployment, explains to a large extent why U.S. vehicle markets have
recovered from the recession of the early 1990s while those in Canada did not begin to recover
until 1996.

As early as the mid-1980s, vehicle companies responded to “sticker shock” by heavily promoting
extended-term loans.  Five-year terms are now common, and it is generally agreed that repayment
period extensions have reached their limit.

Over the last 5 years, many vehicle companies have focused on leasing as a means of dealing
with the affordability issue and this is one of the most important reasons leasing has exploded in
the Canadian market.  Since the residual value of a leased vehicle is not amortized in the monthly
payment, monthly lease payments are significantly lower than monthly loan payments.  Higher
residual values have also allowed vehicle companies to offer very attractive lease rates.  Cautious
and lean consumers have been increasingly opting for late-model used vehicles or program
(“nearly new”) cars as an alternative to a brand new car or light truck.  The consequent  shortage
of clean used cars and light trucks is driving up secondhand vehicle prices, and with them the
residual values of leased vehicles.  High residual values force down the monthly payments in
a lease.

Another important factor in the growth in leasing is the high quality of vehicles produced today
versus only a decade ago.  The entire automotive sector now produce very high quality vehicles.
The inherant quality in current new vehicles is demonstrated by the average number of
kilometres a vehicle is kept in active use in Canada today versus a decade or two decades ago.
The average vehicle now has over 225,000 kilometres of total usage compared with only
150,000 kilometeres of total usage in the 1980s.  High quality vehicles have also resulted in
higher residual values in the market for two to five year old used vehicles.  The second owner of
a four year old vehicle a decade ago would only be purchasing 80-100 thousand additional
kilometres of use.  Today the identical buyer of a four year old vehicle is purchasing 140 to
160 thousand additional kilometres of use.  These vehicles obviously command higher residual
values and makes leasing more attractive.

High quality used vehicles have also lowered the degree of risk in predicting residual values.  A
three to five year old vehicle a decade ago could be worth 10 to 40 percent of its original value.
A three to five year old vehicle today is worth 40 to 60 percent of its original value.  The degree
of risk relative to the original MSRP is therefore much lower.

High residuals and less residual value risk are two additional reasons leasing has become so
popular.  High residuals mean lower monthly payments and less residual value risk means leasing
companies are more willing to offer closed-end versus open-end leasing contracts which are a key
attraction for consumers.



BACKGROUND REPORT ON EXTENDING BANK POWERS TO INCLUDE LIGHT VEHICLE LEASING 45

The rapidly growing popularity of leasing in both Canada and the United States therefore has been
driven to a large extent by the affordability issue, low interest rates, high used car resale values and
less residual value risk.

The future of leasing will be discussed later in this report.

Consumer Economics: Lease vs. Loan

When a consumer takes out a loan on a vehicle or any other asset, he or she pays for the entire
cost of the vehicle including taxes, plus interest, over the term of the loan.   Leasing, on the other
hand, involves paying for only the depreciation of the asset over the term of the lease and interest
on the declining balance of the capital cost of the vehicle minus monthly depreciation.  In many
respects a lease is simply a loan that does not amortize to zero.

Monthly lease payments on a given asset are thus lower than loan payments, assuming similar
down payments and interest rates.  Leasing, then, appeals to consumers from the standpoint of
short-term cash flow.  There are many advantages and disadvantages to leasing and it is very
difficult to make broad statements about whether leasing is “good” or “bad” for consumers.  In
particular, the longer-term cost effectiveness of leasing versus credit purchase for individual
consumers is dependent on a complex number of considerations including:

• Will the actual number of kilometers driven be close to the amount built into the lessor’s
residual value calculation?  If the amount is exceeded, excess wear and tear charges will be
levied and could reduce the financial advantages of leasing.  If the consumer drives far fewer
kilometers, he or she could end up paying for more depreciation than actually incurred
although consumers have the ability to access the equity which may have been built up.

• There are tax savings in leasing, as the consumer pays PST and GST only on the monthly
payment rather than the full price of the vehicle.  These tax savings are lost if the vehicle is
purchased by the consumer at lease end. Indeed, taxes are as much as $1,500 higher for a
lease than a loan (see Table 16) if the vehicle is repurchased.

• The interest costs of leasing even with identical interest rates are higher than a loan.  Total
interest costs on a lease are paid on a higher monthly depreciation schedule than a loan since
a lease only depreciates to a predetermined residual value.   As a result, the effective amount
of interest paid on a lease, in the absence of tax incentives or subvention by the lessor is
higher than on a loan.

• The interest rate on a lease is also often higher than a loan to reflect the residual value risk
inherent in a lease.  Dealer commissions for booking a lease are also usually determined by
increasing the interest rate on a lease.  Commission on a lease could be higher than on a loan.

• There also sometimes are administration charges in a lease which do not occur with a loan.
Since ownership does not transfer to the consumer the lessor has to make sure that licensing
and insurance requirements are met by the lessee which results in more administration of a
lease.
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• The consumer must address the issue of ownership and the flexibility and freedom that flows
from it.  With a lease, the lessor retains title to the car or truck, and is thus entitled to place
terms and conditions on the lessee’s usage of the vehicle.  In addition to payment for any
excess mileage and/or wear and tear, the lessor may require that the lessee obtain permission
to take the vehicle out of province for extended periods of time.  At the end of a lease, the
consumer does not own the vehicle and would have to purchase the vehicle from the lessor to
maintain usage.

• Leasing pushes the affordability problem to the second owner of the vehicle.  If consumers
buy out their lease they thus assume these higher costs.

• Consumers who typically own their vehicle for more than 5 year end up paying more leasing
vehicles than purchasing vehicles.  Obviously, once a loan is fully amortized the consumer
owns the vehicle and has no more monthly payments.  With leasing, consumers have a
monthly payment for as long as they lease vehicles.  This makes leasing more expensive for
consumers who prefer long term ownership.

In their briefs to the Task Force the auto sector universally discuss the benefits of leasing to
consumers although to the credit of the vehicle dealers some of the negatives are also discuss in
their brief.  But the industry obviously views leasing as “good” for most consumers.  Other
consumer groups and selected individuals interviewed take a more balanced approach to the
consumer benefits of leasing.  They point out that leasing is attractive for consumers who
purchase a new vehicle every 2, 3 or 4 years.  However, for consumers who purchase a new
vehicle at longer intervals or who traditionally purchase a used vehicle, leasing usually is not
very advantageous.  Consumers who purchase their vehicle at lease-end almost always pay more
for their vehicle than consumers who finance. (see Table 16).  They also point out many serious
issues related to financial disclosure in a lease, insurance claims if a vehicle is leased and a
number of end of lease issues.



Table 16
Financing versus Leasing an Average Vehicle

Leasing Financing

Cash Price or Capital
Cost

$25,000.00 $25,000.00 $25,000.00 $25,000.00 Cash Price $25,000.00

Down Payment $0.00 $0.00 $0.00 $0.00 Sales Tax (GST + PST = 15.00%) $3,750.00

Balance $25,000.00 $25,000.00 $25,000.00 $25,000.00 Total $28,750.00

Buyback or Residual $10,000.00 $12,500.00 $15,000.00 $17,500,00 Down Payment $0.00

Lease Period (Months) 60 48 36 24 Balance $28,750.00

Interest (%/yr) 10.00 10.00 10.00 10.00 Interest (%/yr) 10.00

Period (Months) 60 48 36 24 60 48 36 24

Monthly Payments $398.72 $417.72 $443.97 $487.85 $610.85 $729.17 $927.68 $1,326.67

Sales Tax 15.00% $59.81 $62.66 $66.60 $73.18

Total Monthly Payment $458.53 $480.38 $510.57 $561.03 $610.85 $729.17 $927.68 $1,326.67

Summary Leasing Financing

Period (Months) 60 48 36 24 60 48 36 24

Total Interest $8,923 $7,551 $5,983 $4,208 $7,901 $6,250 $4,646 $3,090

Total Monthly Payments $27,512 $23,058 $18,381 13,465 $36,651 $35,000 $33,396 $31,840

Total Obligation $27,512 $23,058 $18,381 13,465 $36,651 $35,000 $33,396 $31,840

Total Principal &

Interest if Vehicle is

Purchased

$39,012 $37,433 $35,631 $33,590 $36,651 $35,000 $33,396 $31,840

Tax During Lease/Loan $3,589 $3,008 $2,398 $1,756 $3,750 $3,750 $3,750 $3,750

Total Tax if

Vehicle Purchased $5,089 $4,883 $4,648 $4,381
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How Finance Products are Sold

Most retail leases are sold to the consumer through the vehicle dealer.  Vehicle dealers have
sophisticated finance and insurance (F&I) strategies where consumer financing requirements are
discussed and finance products are sold.  Dealers are given a commission for booking a loan and
are allowed to “mark-up” the cost of a lease.  There is considerable incentive for dealers to
convince consumers to finance through their F&I facilities.

Banks and consumer groups allege that consumers are given very little choice of financial carrier
for their loans or leases.  Indeed, APA research indicates that many dealers do not put the
consumer into the least expensive finance option.  Instead, they recommend finance products to
consumers based on their commission size and structure and on the ease of credit approval.

Most dealers have a variety of financing options they can offer the customer.  They would
include:

• a dealer-owned loan or lease

• a captive finance loan or lease

• a variety of bank or trust company loan programs

• a credit union program

• an independent finance company program

With loan programs, a vehicle dealer would likely be aware of most products in the market and
have five to eight options from which to choose (four or five banks, their captive finance
program, their credit union, independent finance co.).  With leasing there are generally three
options a dealer can offer the consumer.  The captive lease programs, their own lease product or
an independent leasing program.  Captive programs are aggressively marketed by the vehicle
distributors and a high percentage of consumers come to the dealer requesting the advertised
program.  It is estimated that about two thirds to three quarters of consumers, who require
financing, arrive at the dealer with their minds made up as to which product to use.  About one
quarter to one third of consumers take the recommendation of their vehicle dealer.  Consumers
who have already made their choice of finance option may have chosen a bank loan, a captive
finance product or other financial institution source for their financing.  We do not know how
their choices would be divided by market share.

Disclosure Issues

It is noted above that leasing offers lower monthly payments than loan financing and thus can
exert a positive influence on consumer psychology from the standpoint of the new vehicle
market.  The complexity of leasing together with the lack of financial disclosure, however, can
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also tempt lessors into obscuring lease interest rates and the total cost of the lease as compared to
the loan option.

Table 17
Financing versus Leasing a Vehicle - Varying Interest Rates

Lease
10% Interest

Lease
12% Interest

Financing
10%  Interest

Cash Price or Capital Cost $25,000.00 $25,000.00 Cash Price $25,000.00
Down Payment $0.00 $0.00 Sales Tax (GST + PST

= 15.00%)
$38,750.00

Balance $25,000.00 $25,000.00 Total $28,750.00
Buyback or Residual $12,500.00 $12,500.00 Down Payment $0.00
Lease Period (Months) 48 48 Balance $28,750.00
Interest (%/yr) 10.00 12.00 Interest (%/yr)

Period (Months) 48 48 48
Monthly Payments $417.72 $449.68 $729.17
Sales Tax
15.00%

$62.66 $67.45

Total Monthly Payment $480.38 $517.13 $729.17

Summary Leasing
10% Interest

Leasing
12% Interest

Period (Months) 48 48 48

Total Interest $7,551 $9,085 $6,250
Total Monthly Payments $23,058 $24,822 $35,000
Total Obligation $23,058 $24,822 $35,000
Total Principal & Interest
if Vehicle is Purchased $37,433 $39,197 $35,000

Sales Tax Included in
Summary

Tax During Lease $3,008 $3,238
Total Tax if Vehicle is
Purchased

$4,883 $5,113 $3,750

As shown in the example in Table 17, the monthly payment on a 48 month lease with the
identical interest rate as a 48 month loan is close to $250 per month lower.  Increasing the
interest rate by only 2 percent increases the monthly lease payment by only about $40 per month
but increases the total interest payment through the life of the lease by close to $1,500 dollars.
The consumer is paying $1,500 additional interest and the monthly lease payments is still
$210 lower than the monthly loan payment.  Illustrated by this example is the fact that higher
interest changes can be hidden in the lower monthly payments of a lease.  The same effect could
happen by holding the interest rate and increasing the capital cost of the vehicle.

It is alleged by consumer groups and by some of our interviewees that numerous leasing
companies carry out this practice and that this is one of the reasons that leasing is so profitable
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for the auto sector.  The banks have argued in the past that their higher standard of disclosure
and/or more competition in the leasing market would result in less use of such practices.

Finance sector regulations governing disclosure of leasing costs has not, until recently, kept up
with disclosure regulations for loans in either Canada or the United States.  No data exists as to
the frequency of consumer problems but examples of the more serious complaints include:

• Switching of consumers from a sale to a lease to gain added vehicle markups, often after the
customer has finished negotiating the purchase price of the vehicle.

• Not fully crediting the customers for trade-ins.

• Failing to prominently disclose required down payments and security deposits associated with
advertised monthly payments.

• Imposing onerous early termination charges

• Assessing abusive wear and tear charges on returned vehicles

• Failing to identify a lease transaction as a lease or to explain the ramifications of leasing7

• Hidden administration charges

• Hiding the costs of unwanted options

In recent years, regulatory responses have been taking shape in both countries.

The Federal Reserve Board in the U.S. has revised Regulation M, which governs lease
disclosure, with the cooperation and input of the leasing industry.  The revisions are effective
January 1, 1998.

In Canada, the federal government and all provincial governments agreed to harmonized cost of
credit legislation as part of the 1994 Canadian Internal Trade Agreement.  This agreement
established a Cost of Credit Disclosure Working Group made up of senior provincial consumer
ministry officials.  Meanwhile, the Canadian Vehicle Manufacturers’ Association (CVMA),
Canadian Automobile Dealers Association (CADA) and Canadian Finance & Leasing
Association (CFLA) established a Committee for Plain Language Lease Contracts to work
together with the interprovincial Working Group.  Together, a proposal was developed for
harmonized lease disclosure legislation that stipulates that all items below are to be clearly stated
in the lease contract:

1. The fact that the transaction is a lease.
2. The capital cost (cash value) of the leased goods.

                                                  

7  Ronald S. Loshin and Randall R. McCathren, “FRB Decides to Postpone Regulation M Implementation” in Auto
Financing Update, October 1977, pp.1-2
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3. The term of the lease.
4. The amount, timing, and purpose of all payments required before, during or after the end of

the term of the lease.
5. The total cost of the lease.
6. Any circumstance in which the lessee may be required to make additional payments during

or at the end of the lease term, and their amount or method of determining their amount.
7. The conditions under which the lease or the lessor may terminate the lease before the end of

its term.
8. The residual value.
9. If the lessee has the right to buy the vehicle, the procedure for exercising that right.
10. Lease annual percentage rate.8

Within the Canadian leasing industry all the captive finance companies have voluntarily required
dealers participating in their leasing programs to use full-disclosure contracts.

Education of dealer sales staff is considered key to advancing the cause of full disclosure.
According to observers of the U.S. vehicle leasing industry:

“Lease education is a continuing dealership problem,” Mr. [Paul] McDonald [Chairman of the National
Automobile Dealers Association Regulatory Committee] reported.  Everyone in the dealership must understand
the product and the comparison of lease advantages to purchase advantages.  Customers now expect the sales
staff to be able to answer questions in the showroom.  “Customers don’t want to wait for answers to their
questions until they get to the Finance & Lease staff,” he said.  Lessors should provide education to build long-
term relationships to dealers.  “Out of nine lessors we use, not one came out to train my dealership staff on the
new Regulation M,” Mr. McDonald stated.  “They just sent out new contracts which isn’t enough.”9

The auto sector state in their briefs that they have led the move to higher disclosure standards and
that the Banks would not improve existing standards.

The Automobile Protection Association (APA) points out that:

• The industry’s promised clean-up of auto leasing has a long way to go.  Full disclosure car
leases appeared at the dealerships within the last year, but many dealers are refusing to
provide full disclosure in the showroom. Shoppers are frequently asked to sign an offer to
purchase or provide a credit card authorization up to $1,000, just to obtain all the numbers on
the deal.

• When a dealership makes a recommendation regarding leasing or financing, they frequently
recommend the one that costs more.

                                                  

8 CADA, The Vehicle Leasing Business: Protecting the Consumer and Small Business, submission to the Task Force
on the future of the Canadian Financial Services Sector, October 1997, p. 43
9 Ronald S. Loshin and Randall R. McCathren, “NADA Highlights Regulatory Issues” in Auto Financing Update,
October 1997, p.4
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• The majority of salespeople do not inform shoppers about mileage penalties in the leases they
quote, and several neglect to mention that sales tax applies to the buy-back at the end of the
lease.

The APA says that the auto industry’s new, full disclosure lease is an excellent initiative and it
has the full support of the Association.  However, full disclosure is being torpedoed by retailing
practices at the dealerships.  It is maintained that the auto industry is overselling the advantages
of leasing.10

End of Lease Issues – Wear and Tear

Assessment of excess wear and tear charges is one of the most contentious issues relating to
consumer value in leasing.  Critics have charged that the definition of excess wear and tear is
often arbitrary, and is sometimes used as a hedge against residual value risk (i.e., enforcement is
particularly rigorous when market resale values fall below residual values stated in the lease
contract).  During the interviews, representatives of a manufacturer’s finance affiliate told of
cases of U.S. banks retaining fulfillment companies, who draw commission on wear and tear
claim amounts (this was to underscore the contention that banks follow a less customer-driven
philosophy than the captive finance arms).

Overall, excess wear and tear charges are assessed in only a small minority of cases, and a typical
claim is only a few hundred dollars.  However, settling claims can be a time-consuming process,
involving a tug-of-war between the customer, the lessor, and the dealer.  Stories of exceptional
cases, where charges have totaled $2,000 or more, damage the public image of the leasing
industry.

Mercedes-Benz Credit Corporation is pioneering a standardized corporate-wide measure of
excess wear and tear on vehicles coming off-lease.  This is part of its “First-Class Finish”
program, which is designed to establish a more customer-friendly image for the lease termination
process.  The standardized measure is based on the “Credit Card Test.” Any scratches, dents,
blemishes or stains that can be covered up by a regular-sized plastic charge card are exempt from
excess wear-and-tear charges11.

End of Lease Issues – Residual Value Risk

Residual value refers to the market value of a vehicle at the end of the term of the lease, the
amount the lessor can command on resale.  The pricing of a closed lease contract involves the
lessor assuming a certain risk on the resale value of the vehicle upon expiry of the lease.
Residual value risk, then, refers to the possibility of the actual resale value of a given new vehicle
might fall below values projected in pricing the lease.  The risk discussed here reflects market-
driven factors governing the resale value of all vehicles of a particular model.  Risk arising from

                                                  

10 Interview, George Iny, December 3, 1997
11 Ronald S. Loshin and Randall R. McCathren, “MBCC’s ‘Credit Card Test’: A New Standard for Wear and Tear”
in Auto Financing Update, pp. 1-3
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the condition of an individual vehicle - odometer readings, wear and tear, collision damage,
blemishes, are generally covered in lease contracts.

The higher the residual value projected by the lessor, the lower the monthly lease payments.
During the 1990s, consumer caution, sticker shock on new vehicles, supply and demand factors
in the used vehicle market and the improved mechanical and structural durability of vehicles has
boosted used car resale values as a percentage of the original vehicle purchase price in both
Canada and the United States.  This has allowed lessors to offer monthly lease payments that
have become increasingly attractive, from a short-term cash flow perspective, as an alternative to
the credit purchase of a new vehicle.

High residual values facilitate greater market penetration by the leasing industry, but also carry
with them a greater risk.  This is because some in the industry become dependent on sustained
high residual values to sell vehicles.  High residual values have been referred to as the “crack
cocaine” of the automotive sector.  Dealers constantly push their captive finance companies for
higher and higher residuals or subvented interest rates, which lower monthly payments and assist
them in selling vehicles.  There is a concern, in some quarters, that dealers have become so
dependent on high residuals and/or subvented interest rates that they would have trouble selling
vehicles if their captive finance companies lowered residuals or stopped incentives.

There is a natural “conflict of interest” between vehicle distributors and their captive finance
arms and between vehicle dealers and the various leasing companies when it comes to setting
residual values.  Distributors and dealers want to sell as many vehicles as possible and therefore
prefer high residuals.  Captive finance companies and other lessors however, have to bear the
residual value risk.

Some argue that this dependence on leasing is one of the reasons the auto sector is so
passionately against banks getting into leasing.  They argue that banks would be more
conservative with their residual values and would, in the process, force dealers to confront their
dependence on high residuals.

Any market shift that depresses used car values below the built-in residual value in the lease
contract exposes the lessor to losses on the disposal of the leased vehicle.

Residual value risk represents one aspect of the ongoing interrelationship of  new vehicle and
used vehicle markets.  Its essence lies in fluctuations in used car prices, which are, like other
prices, determined by supply and demand.  Particular supply and demand factors shaping the
market include:

• Overall consumer confidence levels, as they determine demand for new and late-model used
vehicles.

• The price and availability of substitutes (new vehicles vs. late model used vehicles).
• The supply of used vehicles in particular age categories, particularly late-model vehicles.

Off-lease vehicles represent a large percentage of late-model used vehicles entering the
market; the supply is determined by new vehicle market cycles and the relative popularity of
leasing.
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• The percentage of a vehicle’s customers which are fleet buyers.  Fleet buyers return their
vehicles very quickly to the market which has the effect of lowering residual values.

• Shifts in consumer tastes, as they affect particular market segments.
• The quality and reputation of individual vehicle companies and models.
• Introduction of new vehicle platforms.
• Changes in tax regulations.
• Currency fluctuations, which influence the flow of used vehicles back and forth across the

Canada-U.S. border.

The Canadian used-vehicle market has been characterized by steadily increasing residual values
since 1991 (Table 18 and 19 and section below).  Actual resale auction prices have consistently
outstripped forecast residuals.  Many leasing company executives have thus never had direct
experience with residual value risk since it was during this time that leasing increased from
4 percent of the market to close to 50 percent of the market.  It has come to be seen as something
purely theoretical that another generation of managers may have to deal with in the distant future.
The longer-term historical record in the U.S. market, however, suggests that fluctuation of
residual values is an economic reality, and sudden, sharp declines will also occur in Canada.  If
shifts in used vehicle markets cause actual residuals to fall below forecast values, the Canadian
vehicle leasing industry could stand to lose hundreds of millions of dollars.

Between 1991 and 1996, the average residual value of both passenger cars and light trucks
increased at all age categories from 24 months to 60 months (Table 18).  In 1991, a two-year-old
passenger car was worth, on average, 56.3 percent of its original value.  By 1996, this had
increased to 63.3 percent.  For light trucks, the corresponding increase was from 63.1 percent to
72.9 percent.  Five-year old passenger cars commanded 31.3 percent of their original value in
1994.  This rose to 37.8 percent  in 1996, while the average residual value of light trucks after
60 months went up from 41.3 percent of the new sticker price to 52.0 percent over the
same period.
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Table 18
Residual Value Performance - Canada - 1991 to 1996
Actual Resale Value as a Percentage of Original MSRP

Calendar Year 24 Month 36 Month 48 Month 60 Month

All Vehicles
1991 CY 58.3%
1992 CY 52.6% 44.0%
1993 CY 53.5% 46.5% 38.9%
1994 CY 60.2% 48.5% 41.5% 34.3%
1995 CY 66.5% 56.7% 45.4% 39.2%
1996 CY 67.0% 58.6% 51.7% 41.7%

Passenger Cars
1991 CY 56.3%
1992 CY 50.8% 41.3%
1993 CY 50.2% 44.1% 35.5%
1994 CY 58.6% 45.3% 39.1% 31.3%
1995 CY 62.7% 54.0% 41.8% 36.8%
1996 CY 63.3% 55.2% 48.6% 37.8%

Light Trucks
1991 CY 63.1%
1992 CY 57.3% 51.7%
1993 CY 62.4% 52.5% 46.8%
1994 CY 63.6% 57.0% 47.5% 41.3%
1995 CY 73.0% 62.2% 55.2% 45.3%
1996 CY 72.9% 64.6% 57.8% 52.0%
Source: DesRosiers’ Residual Value Analysis

The relationship between residual values and the volume of vehicles leased has been discussed
above.  Equally important is the fact that actual residual values have outperformed the projected
resale prices factored into lease contracts (Table 19).  In 1996, the average residual value of 1994
model light vehicles was in average 10.3 percentage points higher than the original forecasts.
This has meant that not only has the leasing industry been able to steadily gain market share
through the 1990s, it has also been a highly profitable business through this decade.  On the
upside of the residual value risk curve lessors are more profitable because there are fewer cases
of residual value losses and because some consumers trade their vehicle in at the end of the lease
and do not access the equity in their vehicle.  It is also common for dealers to use the equity in a
vehicle to convince a consumer to terminate their lease early and to lease another new vehicle.
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Table 19
Residual Value Accuracy for All Vehicles - 1991 to 1995 Model Year & Percentage of
Original Manufacturers Suggested Retail Price (MSRP)

Model Year 24 Month 36 Month 48 Month 60 Month

Forecast Residuals
1991 MY 54.9% 45.4% 37.3% 30.4%
1992 MY 54.7% 44.7% 36.1% 28.7%
1993 MY 55.4% 45.6% 37.3% 29.9%
1994 MY 56.7% 46.7% 38.1% 30.5%
1995 MY 61.8% 52.0% 43.3% 39.2%

Actual Wholesales Prices
1991 MY 53.5% 48.5% 45.4% 41.7%
1992 MY 60.2% 56.7% 51.7%
1993 MY 66.5% 58.6%
1994 MY 67.0%

Difference
1991 MY -1.3  3.1  8.1 11.2
1992 MY  5.6 12.0 15.4
1993 MY 11.1 13.0
1994 MY 10.3
Source: DesRosiers’ Residual Value Analysis

New vehicle market dynamics have been the major contributing factor to rising residual values.
Sales of new cars and light trucks remained well below historic peak levels from 1990 through
1996.   This has given rise to an acute shortage of one-to-five-year old used vehicles.  New
vehicle prices have also risen rapidly creating the economic dynamics that a higher priced late
model used vehicle is still a better deal than an even higher priced new vehicle.  This shortage of
used vehicles and rapid increase in new vehicle prices has been compounded by consumer
demand for low-mileage late-model cars and light trucks which are increasingly sought out as
substitutes for  brand new vehicles because of their high quality.

The question arises as to how long the current high residual value levels can be expected to hold
in the market.  Indeed, residuals seem to have peaked in the market as a whole and in some
segments are declining rapidly, exposing the leasing industry to increasing levels of residual
losses.

The key to forecasting the future path of residual values lies, again, in understanding the
interrelationship between the new and used vehicle markets.  It is widely assumed that the
growing popularity of leasing in recent years will translate into a serious oversupply of late
model used vehicles and sharply falling resale values, as large numbers of off-lease vehicles are
released onto the used vehicle market.  This, however, will not necessarily by itself precipitate a
slide in residuals.  Growth in the volume of off-lease vehicles has been offset somewhat by
declines in the number of off-loan entering the market.
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Indeed, increasing volumes of off-lease vehicles represent only a difference in timing in vehicles
entering the market.  Had the vehicles been financed through bank or finance company loans,
they would also enter the used vehicle market at some point, just not as soon.

In addition there are signs that new vehicle prices have moderated and in some cases are
beginning to fall.  Deflation or even stagflation in the new car market would quickly translate
into lower residual values.

The principal reason for sober second thoughts in the currently booming vehicle leasing market is
the fact that rising residual values are invariably self-limiting.  Eventually, the high resale prices
will draw more used cars and light trucks into the market, as more owners of late-model vehicles
find it attractive to trade in their vehicles.  This surge in supply will, in turn, eventually become
large enough to begin to push prices down.  The underlying reality is described in simple terms:

Used car inflation cannot continue to exceed new car inflation, or eventually used cars would be
worth more than new cars, a logical impossibility.12

Indeed, attractive trade-in prices may be reinforcing pent-up demand and resurgent consumer
confidence as new vehicle sales finally recover after the extended trough of 1990-96.

The 18 percent growth in Canadian sales volume in 1997, to near 1.4 million cars and light
trucks, will translate into an increased supply of late model used vehicles by the millennium.
This will put downward pressure on residual values.

There are signs that residual values are already headed on a downward curve in the United States.
Between June 1996 and June 1997, the Consumer Price Index for used cars, as tracked by the
Bureau of Labor Statistics, declined by two percent.  Analysts monitoring the U.S. market
believe that the underlying cause is closely related to manufacturers’ incentive programs and
failures among sub-prime finance companies.13

A sustained decline in residual values presents a serious risk to any lessor holding closed-end
leases, especially smaller players such as dealer-owned leasing companies.  Losses on lease
portfolios was one of the primary reasons many U.S. banks exited the leasing market in the late
1980s and early 1990s.  For consumers holding open-end leases, a serious decline in residuals
would take away many of the benefits of leasing.  They would be faced with substantial end-of-
lease penalties or the prospect of buying out an over valued vehicle at the end of the lease.  Those
who pay the penalty would also face much higher monthly payments for their next vehicle since
the new lease contracts would almost certainly have to reflect the lower residuals in the
marketplace.

An era of declining residuals would result in some leasing companies, including banks if they
were given leasing powers, reassessing their leasing strategies.  Some would leave the market.

                                                  

12 Ronald S. Loshin and Randall R. McCathren, “Causes of Concern for Future Used Car Values (Part 1), in Auto
Financing Update, January 1997, p. 3
13 Loshin and McCathren, “Weakness in the Used Car Market” in Auto Financing Update, June 1997, p. 1
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The degree of risk in Canada is currently very high since Canada is at the top of the residual
value curve and most new leases reflect the current high residuals in the market.  Assuming an
average lease term of three years, we estimate there is currently $35 to $40 billion in outstanding
leases in the Canadian market.  The average residual value on these vehicles would be between
50 and 60 percent or between $15 and $20 billion dollars of residual risk exposure.  In the U.S.,
residuals have fallen by as much as 10 to 15 percent across the entire market during times of
declining residuals.  If this worst case scenario were to occur in Canada then the Canadian
leasing industry could lose between $1.5 and $2.5 billion which would be paid out over a two to
three year period.

Advantages and Disadvantages of Leasing for the Auto Sector

The advantages and disadvantages of leasing from the standpoint of dealers are closely related to
the consumer issues raised earlier in this report.

Car Dealers – Advantages

1. Leasing addresses the psychological barriers raised by the high monthly payments of
conventional loans.  By offering the consumer a lower monthly payment or more vehicle for
the same monthly payment, lease programs make it easier to move vehicles.

2. The lower monthly payments associated with leasing have allowed dealers to increase profit
per vehicle sold.  (This will become less feasible as the industry adopts disclosure standards).
In markets characterized by rising residuals, dealers can also sometimes realize the equity in
the off-lease vehicle instead of the consumer. (in the case of closed leases).

3. Leasing programs help build long-term relationships with customers.  When the lessee turns
in the off-lease vehicle, he or she is likely to begin shopping for a new vehicle at the same
dealership.  Indeed, dealers proactively begin to market to their lease customer six to nine
months before lease end.

4. Used car and truck volume is increased by access to off-lease vehicles.

5. As long as the lease portfolio is growing, dealers have access to a growing pool of CCA for
deferral of income taxes.

Car Dealers-Disadvantages

1. The dealer is exposed to residual value risks if the lease is closed and the dealer puts the
vehicle in their own portfolio.  There is very little closed lease in dealer portfolios today.

2. Customer satisfaction and word-of-mouth reputation may suffer if end-of-lease problems
arise, especially over early termination or excess wear-and-tear charges.

3. Leasing programs require extensive retraining of sales and finance & insurance staff,
especially with the implementation of industry-wide disclosure standards.
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4. Leasing is more complicated than a cash purchase or a conventional loan.  In the absence of
thorough disclosure and staff education, situations will arise where consumers will feel they
have been taken advantage of or not been told the full story.

5. The potential for repeat business will be undermined in cases of open-ended leases and
falling residuals..

6. Many dealers have allowed their sales staff to essentially ride the coattails of rising residual
values and lower monthly payments.  Education and sales training related to leasing have
thus been neglected.  The leasing business of these dealers will suffer if residuals begin to
trend downward and leasing becomes a “tougher sell.”

7. Dealers could face a serious income tax problem if leasing volumes in their own portfolios
were to decline resulting in the payment of tax on the recapture of CCA.

Vehicle Distributors and their Leasing Arms – Advantages

Many of the strategic implications of leasing for vehicle companies and their leasing subsidiaries
are similar to those for dealers.

1. Lower monthly payments make it easier to move vehicles (see Dealer Advantages).

2. Market research has shown that lease customers display significantly higher brand loyalty
than those who purchase with cash or on credit.  This is related to the fact that, in the case of
dealer or captive finance arm leases, the process of shopping for a new vehicle begins with
returning the off-lease vehicle to the original dealer.

3. Leasing offers the opportunity to increase interest rates and markups (though this will
become less of an option with the implementation of disclosure standards).

4. Access to CCA for tax purposes.

5. Leasing provides additional channels for incentives and flexibility in implementing
distributors’ incentive programs.  Incentives may take the form of subvention of interest rates
or aggressive setting of residuals.  If the latter option is followed, payment of the incentive is
effectively deferred, or it may never be paid if the lessee purchases the vehicle.

Vehicle Distributors and their Leasing Arms – Disadvantages

1. Exposure to residual value risk, and a dependence on rising residual values to support lease
marketing programs.

2. A steady supply of off-lease vehicles means more effort and resources need to be devoted to
used vehicle marketing programs.  All leased vehicles not retained by consumers in essence
have to be sold twice.

3. Customer satisfaction issues arising from early termination and excess wear and tear charges.
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4. Late model off-lease vehicles are widely seen by consumers as substitutes for new vehicles.
They constitute a large part of the burgeoning “nearly new” car market.  If they come onto the
vehicle market in large numbers, demand for new vehicles could suffer.

5. Leasing does not fundamentally address the affordability issue, it only pushes it to the second
vehicle owner.

6. Recapture of income tax if leasing portfolios decline.

Capital Cost Allowance (CCA) and Leasing

Revenue Canada allows leasing companies to depreciate their lease portfolios for tax purposes.
The CCA accrues to the company with title to the vehicle.  The Capital Cost Allowance (CCA) is
15 percent of the capital cost of the vehicle the first year and 30 percent of the declining balance
each following year.

The CCA is one of the most valuable business aspects of leasing.  The CCA schedule is usually
more aggressive than the actual depreciation of a vehicle in a lease.  This allows considerable tax
to be sheltered over the life of a lease.  The CCA benefit also allows lease products to be more
competitive in the market than loan products.  Technically the CCA advantage is priced into the
cost of the lease.

The indirect lease products of the banks allow them to participate in all aspects of leasing
(see Chart 3, page 20) except acquisition of the vehicle.  Since they do not hold title they are not
allowed the CCA.  Access to CCA to shelter income from leasing portfolios is therefore an
important element of the issue.  Tax law however restricts the claiming of CCA to the amount of
income earned from leasing a vehicle.  Therefore a bank would be unable to shelter other income
by creating a loss on its lease book.  Banks would receive no greater advantage than a regular
leasing company.

The tax sheltering advantages of the aggressive CCA schedule is also one of the reasons the auto
sector is trying to keep banks out of leasing.  At the end of the lease, the CCA is recaptured for
income tax purposes.  If a leasing portfolio continues to grow then the additional CCA in the
portfolio will be large enough to offset the recapture and no current income tax will be payable.
If leasing portfolios were to decline then it is possible for substantial income tax to be payable.
Allowing banks into leasing would obviously make it difficult for existing lease portfolios to
continue to grow.  Existing leasing companies would most likely see shrinking portfolios and
face a recapture of CCA resulting in higher income tax payable.
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Chart 10
CCA/UCC on an Average Vehicle in Canada

Capital Cost of Vehicle $25,000
1st year CCA (15%) $3,750
Remaining Capital Cost $21,250
2nd year CCA (30%) $6,375
Remaining Capital Cost $14,875
3rd year CCA (30%) $4,463
Remaining Capital Cost $10,412
4th year CCA (30%) $3,124
Remaining Capital Cost $7,288
Actual 4 year Average Residual Value (51.7%) $12,925
UCC $5,637

The Future of Leasing in Canada

There is no doubt that vehicle leasing is entrenched as an automotive financing option for
consumers in Canada.  The question is whether the rate of leasing will continue to increase or
plateau and go down.  Variables which would influence the future of leasing would include:

• the affordability of vehicles

• the level of residual values in the market

• the level of residual value risk

• changes in the tax law

• the strength/weakness of vehicle markets

• incentive structures of the vehicle distributors

Long-range projections by economists tend to concur that Canada and the United States,
notwithstanding any unforeseen drastic economic shocks, are facing a protracted period of low
inflation and low interest rates.  The persistence of high resale/residual values for used vehicles is
more difficult to predict.  Understanding residual value risk is essential to projecting the future
course of the Canadian automotive leasing market and assessing the impact of regulatory changes
that might allow new classes of competitors into the market.

Leasing is highly dependent on high residual values.  As residuals increased over the last five
years the rate of leasing by consumers increased rapidly.  Residuals, however, appear to have
peaked and in some vehicle segments are declining rapidly.  Lower residual values will do two
things.  First, they will increase monthly payments and make leasing less attractive.  Second,
since thousands of leases were sold over the last five years with high residuals, they will push
many vehicles into a loss position at lease-end.  Lessors with closed-end product may re-evaluate
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their leasing strategies and potentially back off their aggressive sales strategies.  Indeed, this
already appears to be happening with some captive finance companies.  Second, consumers with
open-end leases may become very wary of leasing as large lease end payments are required.  Both
these reactions will result in lower levels of leasing.

Of particular concern to the leasing industry is a possible depreciation in new vehicle prices.
One of the primary reasons residuals increased over the last five years was the rapid increase in
new vehicle prices.  Even an expensive two to four year old used vehicle looked inexpensive
relative to the high priced new vehicle.  The opposite occurs if new vehicle prices stabilize or
decrease.  New vehicle transaction prices appear to have stabilized over the last two years as the
cost cutting of the vehicle and parts manufacturers flow through to the consumer.  The
depreciation of the Yen and Won has also given the Japanese and Koreans the ability to lower
their prices on a number of makes and models.  Lower priced vehicles would lead to significant
residual value losses and higher residual value risk.  They also would result in a decline in the
affordability index and take away some of the need for consumers to lease.  Therefore, the rate of
leasing in the market to a large degree is dependent on the captive finance companies’ ability to
take on risk and their appetite for risk.

In addition, an element of leasing’s benefit to the consumer, and, by extension, to the market as a
whole, is psychological.  The lower monthly payments make the acquisition of a new vehicle a
less intimidating prospect.  They may also “smooth the way” to more frequent trade-in cycles, by
reducing the formidable hurdle of high monthly loan payments.  Leasing programs thus allow
vehicle companies, over the short to medium term, to stake a claim to a higher share of the
consumer dollar.  Over the longer term, however, more frequent trade-in cycles could bring about
a saturation of the market.  Consumers’ lower propensity to save for down payments could
conceivably, after a number of years, exacerbate the affordability crisis, setting off or worsening
a market downturn.

Leasing also does not solve the root cause of vehicle affordability, it only pushes the affordability
problem to the second owner of the vehicle.  There is a natural limit to the amount of added cost
that these consumers can absorb.  The high quality of used product offered to these consumers
have helped compensate for the higher price of their vehicles, but there is considerable resistance
developing to the high price of used vehicles.  Interestingly, this has resulted in a move to more
leasing of used vehicles.  In essence, pushing the affordability problem to the third owner of the
vehicle.

We believe that the rate of leasing is at or near its peak level.  We are inclined to forecast lower
rates of leasing over the next few years rather than higher rates of leasing.  However, we are
concerned that a number of the players in the vehicle sector are “hooked” on leasing and high
residual values.  There will be tremendous resistance in the industry to allowing the rate of
leasing to decline.  Not only would vehicles become more difficult to sell, but the leasing
companies would face significant recapture of deferred income for tax purposes because of the
CCA clawback.  Finally, consumers are also “hooked” on the lower monthly payments and
would resist moving away from leasing.
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For these reasons it is difficult to forecast a collapse of leasing in the market.  The rate of leasing
is likely to only decline slightly.  Another scenario is that rather than make higher monthly
payments, consumers would just not buy new vehicles.  The rate of leasing would hold, but the
size of the market would go down.

The affect of leasing on the dynamics of the market are not very well understood.  Leasing only
became popular during the last five years, so economists do not have any historical experience to
study and to understand the economic issues.  Canada’s experience with leasing has only been
during an era of rapidly increasing residual values.  In the U.S., when residuals declined, leasing
rates also declined and some lessors experienced significant residual value losses.  Leasing in
Canada would likely go through a similar experience.



64 TASK FORCE ON THE FUTURE OF THE CANADIAN FINANCIAL SERVICES SECTOR

7. Detailed Arguments Against Extending Bank Powers
to Leasing

Logic of Arguments Against Extending Bank Powers

The core argument against allowing banks into vehicle leasing focuses on the centralized nature
of the Canadian banking system.  It follows that American experience is not a reliable predictor
of the impact of regulatory changes on the Canadian car and truck leasing market.  On several
occasions during the interview and consultation process it was stated that comparing the market
position of U.S. banks in vehicle leasing to hypothetical Canadian outcomes amounted to a
comparison of “apples and oranges.”

Canadian banking regulations have fostered the development of a very stable but oligopolistic
banking industry dominated by six players with extensive branch networks. This is in contrast to
the United States, where there are thousands of chartered banks, most with a local or regional
market presence, and even the global players are broken down into regional entities with an
arms’-length relationship to one another.

To preserve this stability, a number of “fences” have been erected around the Canadian banking
industry.  These constitute the “safety net subsidy” referred to in the CVMA/AIAMC submission.
The fences include:

• Ownership restrictions: Canadian banks must be widely held.

• Deposit-taking authority which allow banks to enjoy access to a pool of low-cost funds.

• Direct access to the payments system.

• Access to the Canada Deposit Insurance Corporation.

• The “too big to fail” doctrine.

Opponents argue that, if banks were allowed to participate directly in the leasing market, their
participation would distort rather than enhance competition in that market.  Subsidized
competition would combine with the banks’ bureaucratic structure, change-resistant culture and
inexperience in residual risk management in unpredictable ways.  Initially, their presence could
displace thousands of employees of dealerships and manufacturers’ finance affiliates.  Over the
longer term, sudden exits by bank leasing entities that find their portfolios on the downside of the
residual value curve could disrupt the infrastructure of the leasing market and limit consumer
choice while that infrastructure was reconstructed.

Moves to level the regulatory playing field (for example, allowing a captive finance company to
apply for a bank charter) would not address the safety-net subsidy issue over the short to
medium-term.  Any potential new players in the Canadian banking industry would face
substantial barriers to entry, such as the need to establish a nationwide neighborhood
branch network.
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Leasing is seen by opponents as essentially a non-bank activity, as it involves ownership of an
asset, marketing of that asset, and management of residual risk.  Entering into non-bank activities
necessarily entails a conflict of interest between a bank and its customers.

Opponents also fear that banks will abuse their market power in situations where they provide
financing to dealers.  Abuses could include tied selling, the use of dealer financial and marketing
information to the competitive advantage of bank leasing arms, and tightening credit
requirements for dealers within their market area.

Some respondents also expressed the fear that, once established in the market, banks would be
less customer-driven in their philosophy than existing players.  Examples were provided of bank
lessors in the United States adopting aggressive policies on excess wear and tear, especially when
facing residual losses on their portfolios.

Suspicions of bank motives among dealers and small business owners are deep-rooted.  Canadian
banks have long been criticized within these groups of risk aversion and inflexibility in
commercial lending policies.  It is widely agreed within these constituencies that such policies
are entrenched and perpetuated by a lack of competition in the Canadian banking sector.

A number of common themes run through the submissions of and interviews with stakeholders
opposed to extending bank powers.  These are:

• Banks enjoy a “safety net subsidy” that will result in unfair competition.

• Extending bank powers would give rise to conflict of interest as banks compete with their
customers.

• Banks have used their safety net subsidy to dominate other sectors where they have been
allowed entry in recent years.

• Banks have used their cost of funds advantage and predatory pricing to dominate the vehicle
loan market.

• Dealers depend on the manufacturers’ finance affiliates for credit.  If the affiliates are
weakened, the survival of many dealers will be threatened.

• Banks would be exposed to excessive risk.

• Banks would not add to competition; they would lower competition.

• Banks would use leasing to “cross sell” other products and services.
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The Safety Net Subsidy

This is a common theme in the submissions of the CVMA/AIAMC, CADA and CFLA.

They allege that Canadian policies have created and perpetuated a banking oligopoly, dominated
by national players with coast-to-coast retail branch networks.  This is in contrast to the U.S.
situation, where there is relatively open competition between thousands of banks.  Most are local
or regional in scope.  In the larger metropolitan areas, consumers and commercial clients may
choose from among hundreds of banks.

Another finance affiliate representative added that the safety net subsidy gives Canada’s Big Six
banks a much greater ability to assume residual value risk than many local and regional
American counterparts.  For this reason, they can be expected to be much more aggressive in the
vehicle leasing market.

The CFLA submission argues that banks also have a brand equity advantage flowing from the
safety net subsidy and the oligopoly market it has fostered:

The highly visible central role of the banks in the daily economic life of Canada and all
Canadians confers a very valuable “brand” credibility that extends to all products and
services that a bank chooses to offer.  While intangible, this advantage confers a very real
and unique benefit in the marketplace.14

Opening up banking competition in Canada (for example, allowing foreign banks to compete on
equal terms in consumer banking, or offering a captive finance company to apply for a bank
charter) would not mitigate the distorting effects of the safety net subsidy in the short term.  The
oligopoly power of the established players would remain a formidable barrier to entry.
According to the president of one manufacturer’s finance affiliate:

The banks are so rich and powerful they could bury us any time they wanted to.  If the
walls were taken down and [our company] could become a bank in Canada, it would take
years to build up a deposit base to compete.

Counter-Argument:  Bank and CBA representatives argue that if the banks’ have a safety net
subsidy the advantage has to be spread over all the products offered by a bank.  Concentrating
this advantage on subventing leases would undermine its overall strategic effectiveness,
especially since leasing is not expected to account for anything more than a small percentage of
any one bank’s total business.

The CDIC, according to the CBA, is not a subsidy but an insurance program that cost the banks
$440 million in 1996.  CDIC premiums, combined with regulatory costs and special taxes, offset
to a significant degree any “safety net subsidy” advantage deriving from access to deposits.15

                                                  

14  CFLA, op. cit., p. 18
15 Letter, Alan Young to Dennis DesRosiers, December 18, 1997
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The CBA argues that the manufacturers’ finance affiliates have, on balance, access to cheaper
funds than Canadian banks.

Conflict of Interest / Customer Control

Conflict of interest arises from a number of perspectives.

• Banks have access to dealer information which could be used to compete against them.

• Banks could direct consumers to a favoured dealer over one that does not bank with them.

• Banks could change lending ratios to reduce the lease financing available to dealers.

• Banks could even sell vehicles “over the counter” in direct competition with dealers.

This was a key theme of the CADA and the captive finance companies in both their submissions
and the interviews.

According to the CADA submission:

Automobile dealers are small business customers of the banks and rely substantially on the
banks to finance their business.  Dealers are customers of the banks for operating credit,
lease credit, inventory financing and mortgages.  As a result, the banks have a complete
list of the dealers’ retail lease customers and detailed financial records for each dealership.
It is unfair to allow these same banks to compete with dealers for lease customers!  It is an
out-and out conflict of interest.16

Existing regulatory watchdogs would be ineffective in curbing abuses by banks within the leasing
market, according to representatives of the dealers and finance affiliates.  The representative of
one captive finance arm suggested that dealers were so fearful of the power of the banks that they
fear being blackballed for lodging a complaint under antitrust or protection of privacy legislation.

The submission of the Canadian Finance & Leasing Association echoes the above concerns:

Once banks become competitors of businesses they finance, there is a direct conflict of
interest.  How can government effectively regulate credit denial as a competitive weapon?
How is the squeeze of tied-selling prevented?  How are customer lists protected?  Can any
set of industry guidelines or government regulations realistically provide effective
recourse and enforceable protection?17

One representative of a captive finance company interviewed stressed Canadian banks’
nationwide retail branch networks and access to the payments system will facilitate the marketing
of vehicle leasing programs from bank branches.  For this reason, the respondent doubted the
banks’ assurances that they will not market from branches; the temptation would simply be too
                                                  

16  CADA, op. cit.  p. 2
17  CFLA, op. cit., p. B9
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large.  There would be no way to stop a bank from selling a vehicle direct.  Some car dealers
would always be willing to sell banks vehicles and banks could always find loopholes around
regulations to prevent selling vehicles directly form their branches. Another representative of a
finance affiliate suggested that if banks were not interested in marketing vehicle leases through
branches, they would be satisfied with the existing regulatory framework, which allows them to
engage in lease financing, operate leasing subsidiaries and offer near-lease products.

Even if banks were prevented from selling direct through their branches they could still exert
considerable control over their customer.  Indeed, some banks already offer vehicle purchasing
advice services over the internet which directs customers to favoured dealers.  These services
provide consumers with extensive information and pictures on their vehicle selection including
the MSRP of the vehicle.  Once a vehicle is selected the consumer is directed to the nearest
dealer but only dealers who use the bank are referred.  The industry see these services as
directing consumers to favoured dealers.  If banks were allowed to lease vehicles, these same
“advice services” could offer discounts to consumers who are then directed to favoured dealers.

Consumer representatives (APA) and the CADA also expressed fears about a concentration of
purchasing power.  As fleet or volume buyers, banks could purchase vehicles at minimal
markups, enhancing their ability to engage in predatory pricing.  This would, in the long term,
undermine many dealers and ultimately limit consumer choice in the leasing market.

Counter-Argument: Dealer leasing companies, the CBA argues, would not be the principal
competitors of banks in the Canadian leasing business.  Most are very small, and collectively
they account for less than 15 percent of the market and are a shrinking presence.  It would not be
worthwhile for banks to devote a large amount of effort, or resort to unethical practices (denial
of credit, use of information) to force independent dealer lessors out of the market.  The most
likely scenario would see banks become close partners with their vehicle dealers.  This would
significantly increase the amount of competition in the market.  Not only would the banks add to
competition relative to the captive finance companies, but consumers would have more choice
with whom to lease their vehicle.

In addition, Canadian banks by no means enjoy a stranglehold on dealer financing.  Dealers
have access “to a broad range of alternative financing sources including provincially regulated
trust companies, credit unions, insurance companies, and unregulated asset-based finance
companies such as GE Capital and Newcourt Credit” and could move their finance business to
other entities if banks used the alleged tactics.  It is further argued that the manufacturers’
finance affiliates have the same type of conflict of interest with dealers as is decried by
opponents of bank leasing.

The banks further argue that the current Bank Act specifically prevents them from selling
vehicles direct to consumers.  If there are any concerns about selling direct they would
encourage even tougher or more extensive language which would prevent their branches from
competing directly for the retail consumer.
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Past Behaviour of Banks in New Markets

Opponents to extension of bank powers generally do not believe that the Canadian banks, once
granted the right to participate directly in the vehicle leasing market, will be satisfied with bit-
player status.  There is a consensus within the opposing camp that the banks “want it all.”

This contention is supported by pointing to bank domination of trusts and brokerage houses,
following regulatory changes allowing banks to own trust companies and securities firms.  The
CADA submission cites a 1995 report by the Auditor General of Canada:

The Auditor General [points out] that banks have increased their market share of
total assets held by investment dealers from zero percent in 1984 to 70 percent in
1994 and in the trust and loan industry from 36 percent in 1984 to 69 percent in
1994.…Automobile dealers and their employees might well question how long it will
take for these conglomerates to control the retail lease market.18

This example was cited again during interviews with the CADA and the captive finance
companies.  A representative of an independent leasing company asked, rhetorically, “has bank
entry into brokerage and trusts enhanced choice? I would argue no.”

Counter-Argument:  Banks have co-existed with traditional players in the U.S. vehicle leasing
market since the early 1970s.  They have not overwhelmed or crowded out the captive finance
arms or the independent leasing companies.  Bank “domination” of new markets in Canada is
overstated.

The question also arises, on the basis of U.S. experience, as to what extent Canadian banks
might actually take advantage of an extension of powers in the long run.  Larger bank players
south of the border participate in the market through arms’-length subsidiaries.  This developed
because the culture of vehicle leasing was, in a number of instances, found to be incompatible
with established bank organizational cultures.  This incompatibility outweighed many of the
alleged advantages and has resulted in banks not dominating the market in the U.S.

Predatory Pricing

Representatives of small business and the manufacturers’ finance affiliates stressed the banks’
cost of funds advantage.  One of the latter estimated this advantage at 300 to 400 basis points.
This cost of funds advantage could combine with the opportunities for cross-subsidization arising
from the banks’ sheer size and “deep pockets” to pave the way to massive subvention of lease
rates.

Leases are subvented from time to time by the captive finance companies.  One of the finance
affiliate representatives, however, maintained that this was generally done to clear inventories,
whereas the banks have, in other fields, discounted to establish dominant market share.

                                                  

18  CADA, op. cit., p. 48
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Stakeholders opposed to extending bank powers expressed that predatory pricing could
destabilize the market.  A scenario was advanced on several occasions of banks gaining a
dominant market share while exposing themselves to massive residual losses.  Such as scenario,
it was further argued, was entirely plausible due to the banks’ inexperience with residual value
risk.  A finance arm representative maintained that the banks’ cost of funds advantage “can hide
a lot of incompetence.”  Officials of the CFIB concurred that it was indeed possible for the banks
to be “simultaneously all-powerful and incompetent” when entering new markets, as a result of
size and deep pockets interacting with an incompatible corporate culture and inexperience.

The CFLA submission refers to the experience of Canadian banks in heavy equipment leasing as
an example of the potential for market disruption:

In the 1970s, based on arguments for enhanced competition and borrower access to capital, the Bank
Act was changed to permit banks into equipment leasing.  Most banks rapidly acquired active leasing
companies, but within a few years many left the business and the pool of capital available to the
equipment leasing marketplace declined.  Subsequently, it took some time for new companies to
enter this market.  Most were foreign-owned, and, ironically, many entered the market by acquiring
the equipment leasing portfolios of banks which had withdrawn from the business.19

The fear of disruptive entry and exit by the banks draws on the premise that leasing is essentially
a non-bank activity, and that vehicle leasing is inextricably tied to vehicle manufacturing.
According to the CFLA:

The primary role of the vehicle manufacturer finance companies…is to support the production and
sales cycle of the manufacturing parent…Historically, they have been willing to accept lower profits
on the leasing and financing of vehicles in order to smooth out the vehicle production cycle…
[Existing players in the vehicle leasing market] are generally dependent on one basic business: the
automotive business…  It is difficult for [them] to disengage themselves from the industry in hard
economic times.  Banks, on the other hand, can easily enter and withdraw from the market based
solely on their own profitability expectations.20

Counter-Argument:  According to the CBA, CDIC premiums, regulatory costs and specialized
taxes more than offset any cost-of-funds advantages flowing from access to deposits.  Dealers
and vehicle companies are important customers of banks.  By virtue of their commercial lending
and consumer loan businesses, Canadian banks are involved in the automotive sector for the
long haul.

The captive finance companies and multinational independent leasing companies are also large
and sophisticated players.  It would be difficult to force them out of the market through
predatory pricing.  Their market shares might temporarily suffer in the wake of aggressive
marketing campaigns by banks, but they could be sustained by “deep pockets” of their parent
firms, and have a fair chance to reclaim lost share after banks returned to market rates.  The
banks would also find it very difficult and very expensive to maintain predatory pricing.
Predatory pricing rarely works since the economics of the free market are too compelling.

                                                  

19  CFLA,op. cit., p. B8
20  Ibid.
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Key Role of Vehicle Distributors Finance Affiliates

It was stressed in both interviews and the submission of the CVMA/AIAMC that the captive
finance companies play a critical role for dealers in providing financial services for dealers.  This
is particularly true in the case of small-market dealers, dealers with marginal credit ratings, or
during down cycles in the new vehicle market.

Subsidized competition from, and possible predatory pricing by, banks will undermine the
capacity of the finance affiliates to play this critical lender of last resort role.  According to the
CVMA/AIAMC submission:

As finance companies are not now earning excess profits, reduced profitability will weaken the
strength of the affiliates.  As a result, affiliates may be less able to provide needed credit to the many
dealers that rely on the consistent source of financing that the affiliates offer.  Additionally, affiliates
that – unlike banks – provide credit to dealers over the entire business cycle, will be less able to
support dealers during economic downturns.  The net result will be a loss of jobs across Canada as
dealerships are forced to close.

Officials of the finance affiliates interviewed maintained that in addition to being more
dealer-friendly (this was mirrored by the CFIB’s concerns about the small business lending
philosophies of the Big Six), their firms were also more customer-friendly in their approaches
than either Canadian or U.S. banks.  Examples were cited of American banks hiring fulfillment
companies to extract the maximum possible excess wear and tear charges from customers
terminating their leases.  Another example was given of U.S. banks using aggressive
telemarketing to persuade lessees to refinance their vehicles at expiry of the lease especially if the
bank was upside down on the residual value stated in the lease.  It was further argued that U.S.
banks have tended to “cherry-pick” the market, focusing on larger metropolitan areas, vehicle
models with the strongest resale values, and customers with the highest credit ratings.

One senior official of a finance affiliate suggested that the banks’ alienation of customers,
combined with disruptive withdrawals from the market, could “poison the well”, permanently
crippling the Canadian vehicle leasing industry.

It was also stressed that the captive finance companies have taken the lead in establishing
disclosure standards in Canada.  Bank entry could do little to improve those standards.

Counter-Argument:  Leasing is, in fact, a “cash cow” for finance affiliates.  The captives finance
arms are, in fact, sustained by the deep pockets of their parent corporations.  Their position is
not nearly so precarious and fragile as is suggested in auto industry submissions.  In fact, they
exercise oligopoly power over the Canadian vehicle leasing market.  They are able to reap win-
fall profits from these powers to the detriment of consumers.
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Bank Management of Residual Value Insurance and Credit Risks

Bank entry into the Canadian vehicle leasing market would entail exposure to a variety of
additional risks: not only residual value risk but also credit risk, insurance risk, and excess
liability risk.  According to the CVMA/AIAMC submission:

Needless to say, when the bank attempts to provide all financial services to all people it can expose
itself to significant risks that are normally dispersed among different companies (banks, insurance
and leasing companies) ... This also posses considerable challenges for the capacity and capability of
the supervisory and regulatory system to manage these risks.  Existing public policy, with respect to
auto financing and auto leasing, recognizes that banks are experts at managing and assessing credit
risk, but should not be in the business of owning cars, managing and forecasting residual values of
cars and assuming residual risk.21

These additional risks could expose banks to billions of dollars in potential losses.  Residual and
credit losses could be high enough to place strains on the CDIC.

Residual risk insurance is available, but in practice insurers providing this product have been less
than reliable.  In the United States, insurers have threatened bankruptcy and avoided paying
claims.  Others have used red tape to discourage filing for claims, or simply withdrawn from the
market after covering heavy residual losses.  The prospect of residual losses and the limitations
of residual risk insurance has prompted a number of bank lessors in the United States to rely on
aggressive telemarketing to sell vehicles when they are on the downside of the residuals curve.22

Others have resorted to self-insurance; if this took place in Canada an additional burden would
be placed on the CDIC.

In the United States, several leading bank lessors have withdrawn from the market after incurring
heavy residual losses (see U.S. Experience with Bank Leasing).  The reduction of Canadian bank
heavy equipment leasing portfolios (see the discussion of the CFLA submission in the section on
Current Positions of Major Player Groups) is also cited as an example of banks’ inherent
weakness in managing residual risk.23

Counter-Argument:  Banks are, by definition, risk managers. According to the CBA: “banks are
in the business of risk management; it is their core competency and they are very successful in
managing risk across a wide range of fields, such as residential mortgages, commercial
mortgages, collateralized loans, derivatives, etc.  Sophisticated risk management systems and
expertise have been developed by the various risk management departments of each of the
banks.”  It is further pointed out that the Royal Bank has successfully managed the residual risk
inherent in its “buy-back” product for 14 years.24  Even in a worse case scenario, residual value
losses would be very small relative to the asset base of the banks.

                                                  

21 CVMA/AIAMC, p. 15
22  Ibid., p. 12
23  See also CVMA/AIAMC, pp. 15-16
24  Letter, Alan Young
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 In the United States, some banks may not have managed their lease portfolios very well.  Others
may have been pressured by residual risk insurers into adopting less-than-customer-friendly
policies and practices.  In the end, however, the free market system produces winners and losers,
to a large measure on the criterion of customer satisfaction and meeting consumer needs.

Banks and Competition in the Vehicle Leasing Market

In the United States, banks have represented healthy competition in the vehicle leasing market
and collectively are still smaller than the captive finance affiliates of the vehicle distributors.
There is only one bank represented among the top ten lessors, and the bank leasing entity in
question is an arm’s-length subsidiary without access to deposit funds.

Opponents to extension of bank powers generally do not believe that the Canadian banks, once
granted the right to participate directly in the vehicle leasing market, will be satisfied with bit-
player status.  There is a consensus within the opposing camp that the banks “want it all.”

This contention is supported by pointing to bank domination of trusts and brokerage houses,
following regulatory changes allowing banks to own trust companies and securities firms.  The
CADA submission cites a 1995 report by the Auditor General of Canada:

The Auditor General [points out] that banks have increased their market share of total
assets held by investment dealers from zero percent in 1984 to 70 percent in 1994 and
in the trust and loan industry from 36 percent in 1984 to 69 percent in
1994.…Automobile dealers and their employees might well question how long it will
take for these conglomerates to control the retail lease market.25

This example was cited again during interviews with the CADA and the captive finance
companies.  Scenarios were presented of higher lease interest rates and lower standards of
customer service if banks are allowed to squeeze existing players out of the market.

It is further argued that there is currently ample competition in the leasing market, provided by
the captive finance arms, independent leasing companies and over one thousand dealer leasing
companies (see the summary of the CFLA submission).  The manufacturers’ finance affiliates are
already operating on thin profit margins.  Banks have ample opportunity to participate in the
vehicle leasing market through lease financing and near-lease products.

Counter-Arguments:  Extension of bank powers to encompass residential mortgages (in the
1960s) and the securities industry (in the 1980s) benefited consumers, according to the CBA.  In
the former case, spreads were reduced and availability greatly improved.  In the latter,
brokerage commissions were reduced as a percentage of volume traded.  In the United States,
lease interest rates are, on average, lower than in Canada despite a higher prime rate.

The existing situation in the Canadian vehicle leasing market is far from one of perfect
competition.  According to the CBA: "Any consideration of the issue of concentration must not

                                                  

25  CADA, p. 48
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overlook the high levels of concentration in the automobile leasing industry.  The foreign
financing arms of the auto manufacturers currently control 75 percent of the Canadian
market.”26

Cross-selling

A common fear expressed by representatives of groups opposed to leasing was that banks, if
allowed directly into vehicle leasing, would view their leasing operations not so much as a profit
center as another vehicle for attaining domination of the consumer financial services market.
Leasing will become yet another “domino” following other changes to the Bank Act that have
allowed Canadian banks to climb to commanding positions in mortgages, vehicle loans, and
securities.  Indeed, the banks can be expected to use their strong positions in existing consumer
financing markets to “relationship-sell” or cross-sell vehicle leases.  In the initial stages of the
banks’ marketing campaigns, leases might be aggressively subvented in order to entrench the
concept, in consumer attitudes and perceptions, of the bank branch as a one-stop shopping center
for personal financial services.

Another scenario presented is that of active pressure on consumers to lease vehicles through
banks in order to maintain access to credit.  According to the submission of the CADA:

Consumers may also be pressured to lease through banks because of their borrowing
requirements such as personal loans and mortgages.  Tied selling practices are almost
impossible to prevent and would likely result from bank entry into the direct lease
market.27

The prospect of cross-selling is seen as particularly worrisome if the banks are allowed to market
leases directly from bank branches rather than only through dealers.  The customer would be
captive to the bank and the variety of financial products they market.

Counter-Argument: Banks are not alone in “tied selling”, “cross-selling” or “relationship
selling.” Vehicle companies sell accessories, rustproofing, disability and life insurance and
extended warranty contracts.  The auto sector “in reality” is not against tied selling.  They just
want “exclusive rights” to tied selling their products.  Opportunities for cross-selling by vehicle
companies even extend to financial services.  According to the CBA. “it’s now possible to get a
mortgage from a Ford Motor Co. subsidiary [Ford Credit], but not a car lease from a Canadian
bank.”28  Bank participation in the market would not lead to bank domination.  Rather, it would
enhance consumer choice in a market that is now almost completely dominated by the captive
finance companies through corporate leasing programs and dealer lease financing.

                                                  

26  Letter, Alan Young
27   CADA,  op. cit. p. 53
28   Del Rizzo, op. cit.
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8. Detailed Arguments In Favour of Extending Bank
Powers to Leasing

Arguments in favor of extending bank powers focus on the following points:

• Leasing and loans are closely related activities and close substitutes for one another in the
mind of the consumer.  Leasing is thus a natural activity for banks.

• The rapid growth of leasing in the Canadian new vehicle market has occurred primarily at the
expense of bank loan portfolios.

• Foreign-owned captive finance companies have been the principal beneficiaries of the growth
of leasing.  Canadian-owned banks are shut out.  The manufacturers’ finance affiliates
constitute an effective oligopoly, limiting consumer choice.  As a consequence, Canadian
consumers pay higher lease interest rates than those in the United States, despite lower prime
rates.

• In the United States, banks have been allowed to lease since 1963, and none of the disaster
scenarios envisioned by dealers, vehicle companies or small business associations has
materialized.  Banks remain a competitive player providing stability to the leasing market.
Bank leases are marketed through dealers, rather than at bank branches.  No banks have
failed specifically because of residual losses.

The Relationship between Lending and Leasing

Bank representatives argue that leasing is a natural extension of lending.  They share a number of
common administrative processes, including origination, credit approval funding, administration,
and collections.  The strong upsurge in leasing’s share of the automotive consumer financing
market, from 16 percent of units moved from dealer lots in 1993 to 46 percent in 1997,
underscores the fact that the two types of instruments are viewed by the public as direct
competitors.  Direct substitution is also implied by the common sales pitch “Why buy when you
can lease?”  This calls into question a policy that excludes banks from a growing field that fits
naturally with their experience and accumulated expertise in automotive consumer markets.

Counter-Argument:  Banks already participate in the leasing market through subsidiaries, lease
financing and near-lease products.  Prohibiting banks from directly operating leasing entities by
no means entails exclusion from the leasing market.

Canadian versus Foreign Ownership

Canada’s Big Six chartered banks are Canadian-owned, whereas the manufacturers’ finance
affiliates, who controlled 75 percent of the national market in  unit terms in the first half of 1997,
are all foreign-owned.  The two largest independent leasing companies operating in Canada - GE



76 TASK FORCE ON THE FUTURE OF THE CANADIAN FINANCIAL SERVICES SECTOR

Capital and PH&H are U.S.-based, and this brings the foreign-owned share to well over 80
percent.29   The current Bank Act prohibition against direct operation of a leasing business by
banks, then, serves as an effective restriction on Canadian ownership, according to banking
industry spokespersons.

Counter-Argument:  Canadian ownership in itself does not guarantee benefits to consumer
markets or the economy as a whole.  This is particularly true given the increasing global
mobility of capital.  A common criticism of foreign investment is that it results in the repatriation
of profits to the investors’ home country.  The CVMA/AIAMC submission makes the point, on the
other hand that “the automotive manufacturers and their affiliated finance companies have
invested more than 300 percent of their cumulative profits in Canada over the last ten years.”30

Consumer Benefits

In the United States, where banks are allowed to directly participate in the leasing market, the
average interest rate on vehicle leases was found during 1997 to be 108 basis points lower than in
Canada (8.34 percent versus 9.42 percent).31   With loans where banks are allowed to compete
the interest spread is 99 basis points in favour of Canadian consumers.

Table 20
Current Relative Competitiveness of Loans and Leases in Canada vs. the USA

Canada USA
Variance: Canada
Compared to USA

Loans
• Average interest rate

(n=18)

7.42%

(n=45)

8.41% -0.99% pts

Leases
• Average interest rate
• Average monthly payment as a

% of net capitalized cost
• Average residual as a % of

gross capitalized cost

(n=16)

9.42%

1.79%

56.77%

(n=41)

8.34%

1.71%

56.53%

+1.08% pts

+0.08% pts

+0.24% pts
Source: Vertex Consultants

Previous changes in the Bank Act that facilitated the entry of the chartered banks into residential
mortgages (in the 1960s) and brokerage (1980s) resulted in savings to consumers.  Spreads
between mortgage rates and Canadian bond rates have declined from near 4 percent in 1970 to
about 2 percent today.  In the securities industry, commissions as a percentage of total trading on

                                                  

29   Vertex Consultants Inc., Research on Vehicle Lease Data in Canada and the United States, report prepared for
the Canadian Bankers’ Association, October 1997, page 2
30   CVMA/AIAMC, p. 4
31   Vertex Consultants. p. 3
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the Toronto and Montreal stock exchanges declined from 1.6 percent in 1987 to 0.9 percent in
1995.32

Banks have long-standing experience in automotive consumer markets and risk management, and
Canadian banks’ extensive branch networks make them efficient marketers.

Counter-Argument:  A survey undertaken by CFLA found net yields on vehicle loans marketed
at bank branches  to be as much as 400 basis points higher than on those marketed through
dealers (see Table 19).   This raises two questions: 1) what would happen to lease rates if banks
obtained a stranglehold on Canadian vehicle leasing and were free to shift the focus of
marketing to their branch network, and, 2) are the loans marketed through dealers being
subvented in a predatory manner?  The CVMA/AIAMC submission argues that the low interest
rates charged on loans marketed through dealers reflect a loss-leader strategy designed to drive
the captive finance arms from the market.  It continues ”If banks were to use this strategy in the
leasing market, it would be devastating to affiliates, as leasing is a core activity of affiliates.”33

                                                  

32   Letter, Alan Young, December 18, 1997
33   CVMA/AIAMC, p. 20
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Table 21
Bank Consumer Loan Rates (as of April 17, 1996)
Loans Via Dealers
(2-5 Years)

Loans From Bank Branches
(1-5 Years)

Bank of Montreal

Dealer
Plan
Rate

Dealer
Commission

Net
Yield

Stonegate
Shopping

Center
416-251-3323

Kennedy &
Sheppard

Branch
416-291-7987

Main St.
Markham
Branch

905-294-1033

8.95
8.70
8.35

$350
 325
 300

7.95
7.77
7.49

1 Year
2 Year
3 Year
4 Year
5 Year

 9.50
 9.75
10.00
10.00
10.00

 9.50
 9.75
10.00
10.00
10.00

 9.50
 9.75
10.00
10.00
10.00

(7% variable rate up to 24 months pays $75) variable/floating rate loan - prime +2%
Bank of Nova Scotia

Dealer
Plan
Rate

Dealer
Commission

Net
Yield

Markham
& Hwy 48
Branch

905-294-3113

Cloverdale
Shopping

Centre
416-233-5547

Davis &
Leslie

Branch
1-905-830-5900

8.95
8.35
7.90

$350
 300
 150

7.95
7.49
7.47

1 Year
2 Year
3 Year
4 Year
5 Year

10.25
10.75
10.75
11.50
11.50

 9.25
10.00
10.00
11.00
11.00

10.00
10.25
10.75
11.25
11.25

(7.25% variable rate-12 months pays $0)
Toronto Dominion

Dealer
Plan
Rate

Dealer
Commission

Net
Yield

Bayview
Mall

Branch
416-223-6310

Warden &
Hwy 7
branch

905-940-9505

Lakeshore
& Third
Branch

416-259-7645

9.25
9.00
8.25
7.90

$350
 325
 300
175

8.24
8.07
7.39
7.40

1 Year
2 Year
3 Year
4 Year
5 Year

 8.00
 8.75
 9.25
 9.75
10.25

 8.00
 8.75
 9.25
 9.75
10.25

 8.00
 8.75
 9.25
 9.75
10.25

(6.75% variable pays $100)  variable/floating rate loan - prime +1%
CIBC

Dealer
Plan
Rate

Dealer
Commission

Net
Yield

Wilson
& Keele
Branch

416-633-9155

Hwy 48
& 16th
Branch

905-471-8080

Yorkdale
Mall

Branch
416-789-7373

(all calls forwarded to same CIBC service center 800#)
10.50
 9.25

$300
  0

9.38
9.25

8.04

1 Year
2 Year
3 Year
4 Year
5 Year

depends on
credit history -

as low as
8.50% up to as
high as 9.25%

10.50
10.75
11.00
11.25
11.50

depends on
credit history -

as low as
9.00% up to as
high as 10.5%

(Special - 8.9% pays $300)
Source:  CFLA
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No “Disaster Scenarios” in the United States

Bank have been able to directly operate vehicle leasing businesses in the United States since
1963.  They have coexisted with traditional players and have not overwhelmed or crowded out
the captive finance arms or national independent leasing companies.  In spite of the massive
resources that can be commanded by leading global players such as Citibank and Chase
Manhattan they have remained second tier players. If banks are allowed to compete on an equal
and unfettered  basis in Canada, the market will reach a equilibrium based on the competing
players’ relative success in meeting consumer needs and maximizing customer satisfaction.  If
the banks are indeed bureaucratic, inefficient, and less customer-friendly than the traditional
lessors, as critics charge, they will indeed be punished by the marketplace.

Bank representatives suggest that the manufacturers’ finance affiliates fear competition in the
leasing business because it is highly profitable for them, in part because they exercise oligopoly
control.

The CBA maintains that opponents of bank leasing have overstated the degree of bank control of
new financial services markets entered by banks in recent decades.  Canadian banks account for
only 26 percent of the mutual fund industry and 50 percent of the residential mortgage market.34

It is far from a foregone conclusion, then, that the banks will “steamroller” their competition in
the Canadian vehicle leasing market.

Counter-Argument:  The American experience with bank leasing is not directly applicable to
Canada, because of the fundamental differences in the way the two countries’ financial services
sectors are structured.

Because of their safety net subsidy, relying on U.S. experience to provide an indicator of the
impact of bank vehicle leasing on the Canadian leasing market is inappropriate.  Canadian and
U.S. banks are described as an “apples and oranges” comparison.  This is because the
regulatory framework governing the Canadian banking system contains a greater safety-net
subsidy, particularly through the payments system, a greater share of funds raised through
deposits, and the “too big to fail doctrine.”

U.S. banks also have a somewhat checkered history in vehicle leasing.  There were a number of
high-profile failures in the leasing market brought about by residual losses in the late 1980s.  If
large Canadian banks ran into similar trouble in the Canadian market, their withdrawal could
seriously disrupt the infrastructure of vehicle leasing in Canada, and limit consumer choice until
new players stepped in to fill the void.

                                                  

34   Letter, Alan Young
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9. U.S. Experience With Bank Leasing

Proponents of allowing banks to engage in vehicle leasing point to experience in the
United States, where banks have coexisted with the traditional players in the leasing market since
the 1970s.

The history of bank involvement in leasing in the United States can be divided into four distinct
periods:

• An initial period of caution and limited involvement extending from about 1976 to 1981.

• A period of rapid expansion between 1981 and 1986, driven by favorable tax changes and
rising residual values.

• A shakeout occurring between 1986 and 1991, caused by new, less generous tax laws,
declining residual values, recession, and poor management practices among many players.

• A new equilibrium, characterized by banks as secondary players, and some cautious re-entry
by banks.

National banks in the U.S. were first authorized to lease by the Comptroller of the Currency in
1963.  They were given additional flexibility in 1970 by the Federal Reserve Board, which
allowed bank holding companies to enter the market.  However, banks did not display a
significant interest in the American vehicle leasing market until the latter half of the 1970s.  At
that time, retail leasing began to grow in popularity, led by the market in California.  Banks
noticed independent retail and leasing companies were beginning to cut into their car loan
business.  At this point, some of the larger banks entered the market essentially as a defensive
measure.  Programs offered by banks in the late 1970s were described as “conservative.”  Like
those offered by the independent and dealer leasing companies, they stressed customer service
rather than aggressive rates and terms.

The period from 1981 to 1986 was one of rapid expansion in the American leasing market as
well as in bank participation in that market.  Two taxation changes enacted by the Reagan
Administration provided a powerful stimulus to the industry.  These changes were contained in
the Economic Recovery Tax Act (ERTA):

• The Investment Tax Credit (ITC) available to the lessor was increased from 3.33 percent of
the lease cost to 6 percent.  ITC was now recaptured only on a pro rata basis if the lease was
terminated before three full years; under preexisting legislation it was fully recaptured.

• Vehicles owned by lessors could now be depreciated to zero over three years, rather than only
to their residual value over the term of the lease.

Tax subsidies estimated at the equivalent of 600 to 800 basis points on the lease rate.  This
combined with rising residual values and the absence of lease rate disclosure requirements
(because lease payments were much lower than conventional loan payments, customers rarely
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asked questions) made leasing highly profitable; it was practically impossible for lessors to lose
money during this period.  Traditionally risk-averse banks began to seriously examine the vehicle
leasing market, paying special attention to its tax-shelter possibilities, and entered in large
numbers.

The bubble of this expanding market was burst by several developments in the late 1980s.

In 1986, the Tax Reform Act reduced leasing tax write-offs by over 80 percent, and prohibited
the trading of tax credits between entities.  As the decade drew to a close, residual values
plummeted as a large block of vehicles purchased during the economic recovery of the mid-
1980s entered the used car market.  Values declined by between 10 percent and 25 percent on
most models, and as much as 50 percent on some luxury imports.  Tax benefits could only be
claimed on closed-end leases after a 1982 court ruling; so lessors had to bear all the residual
value risk. As residual values slid, buying out a lease and flipping a vehicle was no longer and
option for the lessee.  Thus, the vast majority of leases now ran to term, most commonly
60 months, and lessors faced unprecedented repair and maintenance outlays.  Finally, the high
administrative costs involved in leasing, previously obscured by favorable tax laws and rising
residual values, suddenly became exposed on financial statements.

Repossessions increased in frequency; because of shrinking residual values, these now entailed
substantial losses to the lessor.  During the boom period, bank lessors loosened credit standards
in order to keep pace with the aggressive programs of the captive finance companies.
Predictably, a significant percentage of lessees with marginal credit ratings defaulted, and this
share grew with the recession of 1990-91.35

To many U.S. banks who had entered the vehicle leasing market, their leasing arms became cash
drains rather than cash contributors.

The predictable result was an exodus of numerous bank players.  Marine Midland incurred huge
residual losses and withdrew from the leasing market.  It needed to sell a range of other assets in
order to cover the liabilities arising from its lease portfolio.  Security Pacific, including its leasing
division, was acquired by Bank of America.  Perpetual Leasing, a division of Perpetual Savings
Bank of Virginia, was divested by its parent, which was following a retrenchment strategy of
returning to its core businesses.

With the recovery of the general economy and the new vehicle market after 1992, bank lessors
settled into a smaller role in the automotive leasing industry.  Remaining players acquired
experience in the business and better-qualified personnel to manage their programs.
Consequently, they have been profitable and scored strong customer satisfaction ratings.36  While
automotive leasing experienced unprecedented growth in the United States (as in Canada) during
the 1990s, banks have been generally cautious about expanding their presence in the market.  The

                                                  

35   Randall R. McCathren and Ronald S. Loshin, “Historical Perspective on Bank Auto Leasing” in Auto
      Financing Update, December 1991 - February 1992 (article in three parts)
36   R. McCathren and S. Loshin, “The Future of Automotive Retailing” in Auto Financing Update, August
      1996, pp. 4-5
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experience with fluctuating residuals in the late 1980s led many banks to see vehicle leasing as a
high-risk activity, not compatible with their core business.  The failure of several subprime
lenders specializing in the automotive market during the 1990s placed the entire automotive
finance sector in a difficult position with much of the U.S. banking industry.  According to a
recent article in American Banker:

Recent debacles at subprime auto lenders such as Mercury Finance Co., which bought loans made to
consumers with the worst credit, have so tarred the entire field that almost no banks are willing to
consider buying any company connected to auto finance, investment bankers say.

Another reason bans may be shying away from auto lenders is that they know their own history of
integrating nonbank companies is not good.  The culture gap between a government-regulated bank
and an independent auto financier is truly as vast as it sounds, investment bankers say.37

The reference to “history of integrating nonbank companies” is noteworthy.  The larger banks
players, such as Chase Manhattan, currently participate in the leasing market through arms-length
subsidiaries (e.g. Chase Auto Finance).  These must borrow funds at market rates.  Experience
appears to have shown, however, that forfeiture of the cost-of-funds advantage of direct bank
operation of leasing enterprises is more than offset by the benefits of an organizational culture
and skill set that is more focused on the leasing business.

Since the shakeout of 1986 to 1991, there have been only a few examples of banks expanding
their presence in the vehicle leasing market.  Most recently, the Mellon Bank, headquartered in
Pittsburgh, and the Florida-based Barnett Bank, have acquired auto leasing companies.  In late
1996, Mellon, which carried a leasing portfolio valued at US$1 billion, purchased FULInc of
Chicago and USL Capital Corp., a subsidiary of Ford Motor Co38.  The latter company’s assets
were valued at $1.5 billion.  In the spring of 1997, Barnett acquired Oxford Resources Corp. of
Melville, NY for $570 million.39

The history of bank involvement in the automotive leasing market may thus be described as a
“roller-coaster ride.”  At the end of it, banks emerged as secondary but important players,
especially if one considers banks that directly run leasing enterprises as opposed to those that do
so through arms’-length subsidiaries.  In 1996, only one of the top ten vehicle lessors was a bank
(via an automotive financing subsidiary); it accounted for less than five percent of the total
market (see Table 22).  Vehicle company captive finance arms remain clearly dominant.  The
seven largest vehicle company lessors reported a combined market share of almost 60 percent.

                                                  

37 Aaron Elstein, “Subprime scandals scare most banks out of auto finance” in American Banker, May 29, 1997,
p. 11
38 “Mellon using bond issue to buy two lease firms” in American Banker, September 16, 1996, p. 30
39 Elstein, op. cit.
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Table 22
Ten Leading Vehicle Lessors in the United States - Fiscal 1996

Lessor Units Leased Market
Share

Ford Red Carpet 643,402 19.4%
General Motors Acceptance 495,128 15.0%
Toyota Motor Credit Corporation 276,171 8.4%
American Honda Finance 183,089 5.5%
Nissan Motor Acceptance 169,215 5.1%
Chase Auto Finance 163,167 4.9%
GE Capital 133,615 4.0%
World Omni Financial 123,580 3.7%
Chrysler Financial Corporation 87,920 2.7%
Mazda American Credit 72,418 2.2%
Source: Automotive News, April 28, 1997

The entry of banks into the automotive leasing market in the United States has not constituted a
juggernaut pushing aside pre-existing players.  Groups opposed to bank leasing in Canada, on the
other hand, argue that the American situation is not directly comparable to that in this country.
They point, in particular, to the oligopoly power of Canadian banks.  Also, the disruption of the
market reflected by lower rates of leasing that resulted from the failure of several large bank
leasing ventures in the late 1980s is presented by opponents as a warning to Canadian policy
makers.

Stakeholders opposed to extending bank powers challenge the applicability of the U.S.
experience to the Canadian vehicle leasing market.  The principal bases for their challenge are:

• Differences in the structures of the two countries’ banking systems;

• Differences in the corporate cultures and philosophies of Canadian and U.S. banks.

The structure of the Canadian banking system is vastly different from that in the United States.
In Canada, it is pointed out, the six largest banks account for roughly 80 percent of all deposit-
taking.  The corresponding figure in the United States is 15 percent.40  In large metropolitan areas
in the United States, dealers and other small business clients can choose from among hundreds of
banks from which to obtain financing, whereas in Canada they are limited to six.  Because there
is much less competition, it is argued, Canadian banks have less to lose from employing hardball
tactics (denial of credit, use of customer lists, tied selling) to drive existing players out of the
leasing market.41

                                                  

40  CADA, pp. 45-46
41  Interviews with Richard Gauthier and Huw Williams, CADA, December 9, 1997, and Brian Gray, Ted Mallette
and Catherine Swift, CFIB, December 9, 1997
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U.S. banks serve local or regional markets.  Even the largest global players are, in the domestic
market, broken down into arms’-length sub-units serving different regions.  They thus do not
have a cohesive national retail branch network that could facilitate direct marketing of leases to
consumers.  Direct selling would be logistically much simpler for the Canadian Big Six banks,
which have coast-to-coast neighborhood retail branch networks.

Business units of American banks, it is further argued, are generally required to function as profit
centers.  Canadian banks, by contrast, are more willing to cross-subsidize and employ loss-leader
pricing to gain dominant share in new markets.  It was suggested in several interviews that such a
strategy was employed by Canadian banks in the brokerage business and car loans and is
currently being used in the insurance field.42  Indeed, an example was presented of a senior
Canadian bank executive freely admitting a practice of loss-leader pricing of vehicle loans and
lease financing, with a view toward maximizing cross-selling and building “relationship
banking.”

“From a strategic approach, three years ago, we looked at the retail auto business, and after a
great deal of contemplation, decided that we were only making marginal profits in this portfolio
as a number of banks found out during the same period.  But we did find out that the car loans
were a great loss leader for other products that we offer in the Canadian branches, things like
mortgages, deposits, investment products, credit and debit cards... Because our approach is now
more to relationship banking to build our customer base with potential for cross-selling, our
strategy, therefore, is to not only actively pursue the indirect auto market but at the same time
take aim at any other indirect market that is available today.”43

                                                  

42  Interview with CFIB
43 Presentation by James O’Donnell, Senior Vice-President, Bank of Nova Scotia, as part of Consumer/Retail
Portfolio Panel Discussion, Consumer Banking Association Conference, San Francisco, 1994
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Appendix A:
Size and Structure of the Market

Financing Trends in the Retail Vehicle Market

In the retail vehicle market, the popularity of leasing has grown at the expense of both loans and
cash purchases (Table A1).  In 1989, 57 percent of new vehicles moved from dealer lots were
purchased with the aid of a loan.  This figure declined steadily to 40 percent in 1994 before
rebounding slightly to 42 percent in 1996 and then declining again to 31 percent in 1997.  The
number of loans issued to finance new vehicle purchases trended downward between 1989 and
1995, from 645,000 to 355,000.  Loans in 1996 increased slightly but fell back to 351,000 units
in 1997.

Retail leases have grown from 44,000 units in 1989 to 527,000 units in 1997 an average annual
growth rate of over 40 percent.  This phenomenal growth in leasing has come primarily at the
expense of the providers of loans.  Cash purchases have also declined significantly in the retail
market falling by more than half over the period.

Chart A1

Finance Market Shares for Retail Vehicle Sales
1989 vs. 1997
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Table A1
Structure Of New Light Vehicle Finance Market - Retail Sales Only

Total
Retail
Sales

(000’s)

Change
From

Previous
Year

Retail
Lease Units

Estimate
(000’s)

Retail Lease
Percent

Estimate
Percent

Retail
Cash
Units

Estimate
(000’s)

Retail
Cash

Percent
Estimate
Percent

Retail
Loan
Units

Estimate
(000’s)

Retail
Loan

Percent
Estimate

(000’s)
1989 1129 44 4% 441 39% 645 57%
1990 1025 -9.2% 45 4% 421 41% 560 55%
1991 981 -4.3% 70 7% 372 38% 539 55%
1992 941 -4.2% 97 10% 367 39% 477 51%
1993 885 -5.9% 216 24% 310 35% 359 41%
1994 936 5.8% 247 26% 319 34% 370 40%
1995 866 -7.5% 251 29% 259 30% 355 41%

1996 897 3.7% 289 32% 233 26% 375 42%

1997 1127 25.7% 527 47% 249 22% 351 31%

1997/96 25.7% 82.6% 6.8% -6.4%
Avg. Annual
1989-95 -4.3% 33.7% -8.5% -9.4%
1995-97 14.1% 45.0% -2.0% -0.7%

Source: DesRosiers Automotive Consultants Inc.

Financing Trends In the Fleet Vehicle Market

Financing trends for the fleet market are more difficult to estimate than for the retail market.
Most of the estimates in this report are based on discussions with fleet buyers and providers of
fleet financing products.

The market for fleet vehicles is less cyclical than the retail market for vehicles and has very
different financing trends.  In the fleet market, loan products account for a higher percent of
financing than lease products.  Loans have also been increasing over the last five years from a
low of 33 percent of purchases in 1992/93 to a high of 49 percent of purchases in 1996
(Table A2).

Leasing has declined from a peak of 58 percent of purchases during 1993 to 44 percent of
purchases in 1997.  We believe this is because of the rapid growth of daily rental vehicles which
are primarily purchased with a line of credit or a loan.  A relatively small percentage of fleet
sales, under 10 percent, are cash purchases.

Fleet buyers are generally more sophisticated than retail buyers.  Disclosure issues are less
important, as they have the knowledge and experience required to determine the optimum
financing method.  Few consumers understand the financial trade-offs between a loan and a
lease.  Because these vehicles are used primarily for commercial purposes most fleet leases are
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open-ended.  The lessors and insurance industry generally will not take the residual risk built into
a fleet vehicle.

One of the important groups within the fleet market are vehicles purchased for executive use.
Three of the largest leasing companies in Canada, GE Capital, PHH and AT&T Capital are also
fleet management companies.  They acquire fleet vehicles for large corporations and manage the
entire purchase cycle, acquisition, repair and disposal.  Most of the fleet vehicles managed by
these companies are leased with ownership remaining with the fleet management company rather
than the end user of the vehicles.

Chart A2

Finance Market Shares for Fleet Vehicle Sales

1989 vs. 1997
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Table A2
Structure Of New Light Vehicle Finance Market - Fleet Sales Only

Total
Retail
Sales

(000’s)

Change
From

Previous
Year

Fleet Lease
Units

Estimate
(000’s)

Fleet  Lease
Percent

Estimate
Percent

Fleet Cash
Units

Estimate
(000’s)

(see note)

Fleet Cash
Percent

Estimate
Percent

Fleet Loan
Units

Estimate
(000’s)

Fleet Loan
Percent

Estimate
(000’s)

1989 337 152 45% 40 12% 145 43%
1990 274 -18.7% 132 48% 34 13% 108 39%
1991 290 5.7% 151 52% 33 12% 105 36%
1992 271 -6.5% 153 57% 29 11% 89 33%
1993 280 3.4% 163 58% 25 9% 92 33%
1994 296 5.8% 154 52% 27 9% 115 39%
1995 266 -10.4% 125 47% 25 10% 115 43%
1996 276 3.9% 117 42% 23 9% 135 49%
1997 263 -4.7% 114 44% 24 9% 124 47%
1997/96 -4.7% -2.3% 3.1% -8.2%
Avg. Annual
1989-95 -3.9% -3.2% -7.4% -3.8%
1995-97 -0.5% -4.3% -2.6% 4.0%
Note:  Many cash sales are likely paid for from corporate credit lines.
Source:  DesRosiers Automotive Consultants Inc.
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Appendix B:
Summary of the Positions of the Various Players

Banks and Trust Companies

The Canadian Bankers Association’s submission to the Task Force covered the leasing issue in
very broad terms and devoted little attention directly to the issue of vehicle leasing.  The
Association’s argument focused on the fact that the existing regulatory framework extends
preferential treatment to closely-held non-bank deposit takers which are allowed to engage in
leasing.

More detailed arguments in favor of allowing banks into leasing were presented in the July-
August 1996 issue of Canadian Banker and during our interview process.  The principal themes
advanced were:

• Canadian ownership of banks, as contrasted to the foreign ownership of automotive finance
companies.

• Harmonization of Canadian policy with that of other industrialized countries, including the
United States, where banks are allowed to lease.

• Consumer interest: price competition and improved disclosure.

• The close relationship of leasing to consumer lending, making it a natural extension of
existing bank activities.

• Bank leasing in the United States has not disrupted the market.

The CBA argued that exclusion of Canadian-owned banks from the vehicle leasing market
constituted a double standard:

You can get a mortgage from a U.S. car company in Canada, but you can’t get a car lease from a
Canadian bank.  Isn’t it time to open up the auto leasing market to domestic competition?…The law
continues to allow for the control of the Canadian auto-leasing market by foreign-owned finance
companies.  A 1994 member survey by the Canadian Finance and Leasing Association showed that
the finance subsidiaries of the big U.S. car makers – General Motors Acceptance Corp. of Canada,
Ford Credit Canada and Chrysler Credit Canada (all wholly owned by their U.S.-based parent
corporations) – control 92 percent of the total asset leasing market surveyed in this country.44

It was also argued that Canadian policy is out of step with that of its major trading partners, and
has been skewed by special-interest lobbying:

Current legislation forbids the chartered banks from offering car leases, making Canada the only
OECD country without open competition by banks in the car-leasing business.  Although Ottawa had

                                                  

44 Aaron Del Rizzo, “Auto suggestion” in Canadian Banker, July-August 1996, page 28
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been expected to drop this restriction as part of the 1997 Bank Act revisions, it now looks as though
that won’t happen after all, thanks to strenuous lobbying by leasing companies and car dealers and
despite plenty of evidence showing that consumers would be better served if banks were allowed
entry into car leasing.45

The CBA maintained, in the article, that absence of banks from the market allows the vehicle
companies to maintain oligopoly control over the vehicle leasing market.  Consumer choice,
value and disclosure consequently suffer:

The influence of the U.S. car companies on the Canadian market is increased by the fact that most new-car
dealers act as lease brokers for the manufacturers, thus allowing the car makers to control the entire leasing
process.  They tell the dealer what the front end or capital cost of the vehicle will be, as well as the term of the
lease contract, the interest rate and the residual value.  This hides the real cost of leasing and greatly limits the
choice of consumers who want to lease a car.  If banks were allowed to offer car leases, then consumers would at
least have an alternative to the car manufacturers’ finance packages.46

Leasing, according to the CBA, is a natural extension of existing bank activities:

It may seem odd that banks can’t offer car leases, since they already finance car purchases with
loans.  Indeed, the Ministry of Finance’s 1976 white paper on banking legislation stated that
“…leasing will become a close substitute for term lending and borrowing from the capital market.  It
becomes, therefore, a natural activity for the banks…”47

Finally, the Association argues that the captive finance companies are adequately equipped to
compete with Canadian banks.  It further argues that U.S. experience with banks in leasing
should provide adequate assurance that Canadian banks will not overrun the market and emerge
as a new oligopoly in the leasing industry:

In the United States, [the captive finance arms] compete very successfully against U.S. banks for
leasing business.  In Canada, however, they insist they need to be protected from competition from
Canadian banks.  Yet these are very large, successful and competitive organizations.  Ford credit’s
1995 net income worldwide was US$1.395 billion, or close to C$2 billion, substantially greater than
the C$1.262 billion in global net earnings reported by Canada’s largest bank, Royal Bank, in the
same year….The Canadian Automobile Dealers Association and individual car dealers worry that [if
regulations are changed] the banks would crowd then out of the market.  The banks, for their part,
point out that they wouldn’t want to bypass dealerships and sell cars directly to retail customers;
after all, they’re not in the car business.  Banks would simply provide another form of lease
financing, through their branches or through existing car dealerships, which would result in the clear
benefits of greater competition and increased consumer choice.48

New Vehicle Dealers

The Canadian Automobile Dealers Association (CADA) submitted a brief titled Banks and the
Vehicle Leasing Business: Protecting the Consumer and Small Business.  It expressed the
Association’s opposition to vehicle leasing by banks on the following grounds:

                                                  

45 Ibid.
46 Ibid.
47 Ibid.
48 Ibid.
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• Direct bank participation in the vehicle leasing market represents a conflict of interest.  The
temptation would loom large for banks to use their position as lenders to dealers to suppress
competition in leasing, possibly through such subtle measures as reducing the allowable debt-
to-equity ratios for obtaining lease financing.

• The bank leasing arms would not operate on a level playing field, due to the concentration of
power in the Canadian financial services sector.  The “Big Six” banks control over 90 percent
of total banking assets, a level of concentration that is not matched by any other G-7 country.
Canadian banks, could dig into their “deep pockets” to obscure overhead (which would be
shifted to other operations of the bank) and finance predatory pricing.  This would squeeze
car and truck dealers, who operated on razor-thin profit margins averaging 1.3 percent.
CADA estimates that this profit squeeze on dealers, combined with the impact of anti-
competitive practices by banks, could result in the layoffs of over 20,000 employees at
dealerships, or one fifth of the national total.

• There is ample competition in the vehicle leasing market in Canada, and bank entry would
not benefit consumers.  “In the current lease market 3800 dealers compete vigorously on
price” states the submission.49  A market research study commissioned by CADA indicates
that the overall level of satisfaction with vehicle leasing among consumers is high, and that
the vast majority of lessees would lease again50.  Participation by banks would not guarantee
lower lease prices over the longer term; escalating service charges and high credit card
interest rates are cited as examples.

• Given the highly competitive nature of the existing vehicle leasing market, banks may seek
out the lowest-risk customers and vehicle models.  “The bank doesn’t want all of the baggage
that is part and parcel of car leasing” states the brief, “they simply want to skim the cream.”51

The remaining consumers would have to be absorbed by the vehicle industry which would
have no choice but to serve this second tier customer since their businesses are dependent on
consumers purchasing vehicles.

The fear was also expressed during the interview that the ultimate goal of banks is to market
leases from bank branches.  In addition, bank leasing would inevitably lead to banks entering into
the business of selling vehicles, as they would have to dispose of off-lease vehicles.52  Direct
selling of new or used vehicles would shake the very foundations of the dealer body in Canada.
Only large, very powerful dealers able to negotiate dealers with banks to secure vehicles would
be able to survive.

Two individual dealers also submitted briefs to the Task Force.  The O’Regan family, which
owns six outlets in Nova Scotia, and Myron MacKay, principal of Fair Isle Ford Sales in
Charlottetown, expressed strong objections to bank leasing.

                                                  

49 CADA, Banks and the Vehicle Leasing Business: Protecting the Consumer and Small Business, submission to the
Task force on the Future of the Financial Services Industry, October 31, 1997, pp.2-3
50 Ibid., p. 35
51 Ibid., p. 43
52 Interview with Richard Gauthier and Huw Williams, December 9, 1997
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MacKay’s brief emphasizes the lack of a level playing field, and the potential for banks to “skim
the cream” of the market and abuse their market power:

1. They do not have, nor would they intend to have, substantial investment in automotive-
related infrastructure.

2. No requirement to continually invest in equipment and training for servicing increasingly
complex and high-tech automobiles.  In other words, the banks want the easy part of the
business…

3. Access to cheap money from deposits, while dealers must borrow and pay a premium.

4. The banks have access to my financial information.

5. They have access to my customers’ financial information.

6. Various banks have my customers as their customers and would be in a position to exert
pressure on those customers to do business with them.

7. Automobile dealers all require banking services to operate.  Banks could use that
requirement to influence a preferred price on a vehicle purchased from us to lease to what
was previously our customer.53

The O’Regan brief focuses on conflict of interest and the risk of tied selling:

This arrangement would place the banks in a conflict of interest situation in that they would become direct
competitors of dealerships, while, at the same time, providing financial services to those dealerships, including
operating line financing, mortgages, equipment loans, floor plan financing and wholesale leasing lines.  At the
same time, the situation would allow the banks an unfair advantage over dealerships and captive finance
companies, due to the banks’ lower cost of capital.

In addition to the above concerns, banks would be able to package automotive leasing with other financial
services, effectively forcing their customers to lease a vehicle through the bank…The banks would also be in a
position to deal directly with the manufacturers…This would leave consumers dealing solely with the banks and
losing the extra value brought to the transaction by the dealer, due to his knowledge, expertise and flexibility.
The benefits of a truly competitive marketplace provided by thousands of small independent dealers would be
lost in the environment of a small number of large bureaucratic institutions.54

Asset-Based Lenders

Members of the Canadian Finance and Leasing Association (CFLA) include players on both
sides of the issue.  The chartered banks are members, as are the captive finance companies, and
independent leasing companies.  The submission of the CFLA represents a majority consensus;
i.e., that of the non-bank players.

                                                  

53 Presentation to the Task Force by Myron MacKay, Fair Isle Ford Sales, Charlottetown, PE, September 3, 1997.
54 Submission Summary, Paul O’Regan and Stephen O’Regan, September 1997
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The CFLA argues in its brief that “it is premature to proceed to expanding bank access to vehicle
leasing.55”  The principal theme underlying the Association’s objections is that of concentration
of power in the Canadian financial services industry with the chartered banks, and the “safety net
subsidy” enjoyed by the banks:

 The large size and the small number of financial institutions in Canada and the resulting
concentration in financial services is a direct legacy of a century of federal policy.  The regulatory
framework inherently limits and distorts competition in the marketplace.  While the battle cry of
“leveling the playing field” rarely seems to focus on the benefits enjoyed by regulated financial
institutions, they constitute a real competitive advantage in the marketplace.  Where such exclusive
privileges or restrictions confer market advantages or benefits, or allow abuses, it is necessary for
government to intervene to ensure that countervailing regulatory measures curb the
distortions….Given the apparent impact of banks in other financial services sectors and the
significant role they play in the vehicle industry today, it is premature to proceed to expand bank
access to vehicle leasing.56

The Association’s submission disputes the contention that banks will offer lower lease rates by
virtue of eliminating the “middleman.”  It cites a survey of randomly-selected Toronto-area bank
branches commissioned in 1996.  The survey revealed that interest rates on vehicle loans
marketed by banks through dealers were substantially lower than those available at bank
branches.57

 According to the CFLA document, there is not a demonstrable need for more competition in the
leasing industry:

 Currently, the vehicle leasing business is very competitive with a broad diversity of participants,
with upwards of a dozen vehicle manufacturer finance companies, some 3,800 vehicle dealerships
(of which it is estimated 37 percent maintain leasing portfolios independent of the manufacturer
programs), about 12,000 used car dealers across Canada and several hundred small, medium and
large-sized independent leasing companies.58

It is argued in the submission that banks are indeed able to participate in the growing vehicle
leasing industry through lease financing.  A 1996 survey carried out jointly by the CFLA and
CADA is cited; it found that banks provided financing for 57 percent of vehicle leases in Canada.

Canadian banks’ strong presence in lease and dealer financing raises fears of “market abuses
such as exclusive dealing, refusal to deal, tied selling, market restriction, conflict of interest
(between the bank financing a business customer and the bank as competitor of that business
customer) and use of personal and business information.”59  The submission expresses
skepticism about the effectiveness of fair competition and privacy laws against such abuses.

 

                                                  

 55 Canadian Finance & Leasing Association, Choice: Financial Services into the 21st Century: A Submission to the
Task Force on the Future of the Canadian Financial Services Sector, October 31, 1997, p. 19
 56 Ibid., p. 30
 57 Ibid., pp. B6-B7
 58 Ibid,, p. B7
 59 Ibid., p. B9
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Once banks become competitors of businesses they finance, there is a direct conflict of interest.  How can
government effectively regulate credit denial as a competitive weapon?  How is the squeeze of tied selling
prevented?  How are customer lists protected?  Can any set of industry guidelines or government regulations
realistically provide effective recourse and enforceable protection?

The issue of disruption of the market due to bank entry and exit is also raised.  The record of
Canadian banks in the heavy equipment leasing market is cited as an example:

 In the 1970s, based on arguments for enhanced competition and borrower access to capital, the Bank
Act was changed to permit banks into equipment leasing.  Most banks rapidly acquired active
leasing companies, but within a few years many left the business and the pool of capital available to
the equipment leasing marketplace declined.  Subsequently, it took some time for new companies to
enter this market.  Most were foreign-owned and, ironically, many entered the market by acquiring
the equipment leasing portfolios of banks which had withdrawn from the business.60

Captive Finance Companies

The position of the captive finance companies has been articulated through the submission of the
Canadian Vehicle Manufacturers’ Association (CVMA) and the Association of International
Automobile Manufacturers of Canada (AIAMC).

It is argued in the submission that direct participation by banks in the automotive leasing market
would be contrary to the financial sector policy objectives laid out in the Task Force’s terms of
reference for the following reasons:

• Bank entry would not enhance competition.  Rather, it would distort and ultimately reduce
competition, due to the bank’s “safety net subsidy.”  Competition from the “subsidized”
banks would force some dealers out of the leasing business, impair the ability of the captive
finance companies to issue floor plans to small-market and higher-risk dealers.  The banks
would disrupt “the industrial synergies between dealers, finance companies and
manufacturers…with negative implications for vehicle sales and production.  This would lead
to lost jobs and economic output.”

• Banks lack the “sector-specific expertise required to assess the residual risk of vehicles and
generate efficiencies in residual risk management.”  This is because automotive leasing is
fundamentally a “non-bank activity.”  It involves management of credit risk, but also entails
“owning a real asset, assuming residual risk and excess liability risk.”

• The lack of experience with residual value risk could disrupt both the new vehicle and
financial services markets.  Residual losses could be offloaded onto the consumer through
extended financing (it is claimed that this has been done by banks in the United States).  They
could place strains on the Canada Deposit Insurance Corporation (CDIC) and consequently
cut off credit to higher-risk borrowers.

                                                  

 60 Ibid., p. B8
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• Participation in leasing would not, in itself, advance the cause of the international
competitiveness of Canada’s chartered banks, since the total asset value of the vehicle leasing
market is equal to only a small percentage of the asset base of any of the Big Six players.61

Credit Unions

Credit Unions are provincially regulated.  They are allowed to engage in leasing in all provinces.
Many credit unions across the country do offer car and light truck leases, and Caisses Populaires
DesJardins has become an aggressive competitor in the leasing market in Quebec.  These may
see themselves as being potentially affected by competition from banks.  However, submissions
to date from Credit Union Central of Canada have not dealt with the issue of bank participation
in leasing.  Officials of Credit Union Central were canvassed for their opinion on the issue, but
none was offered.

Small Business Groups

CFIB members were surveyed on the issue on three occasions between 1976 and 1988.  With
each survey, the share of respondents opposing bank leasing grew from 49 percent in 1976 to
67 percent in 1980 and 73 percent in 1988.

Concerns among members and officials of the CFIB center on the general theme of concentration
in the financial services industry.  Oligopoly control of the Canadian banking system, the
Federation has long argued, has limited the degree of choice in financial services available to
small businesses.  Bank entry into the insurance market has strengthened the Big Six banks’
oligopoly control, and further extension of bank powers to encompass direct leasing would
entrench it even more.

Senior officials of the Federation point, in particular, to the prospect of anti-competitive practices
by the banks should they be allowed to engage directly in leasing, particularly tied selling and
cross-subsidization.  These tools would be used to establish complete market dominance.  It is
also feared that the “deep pockets” of the Big Six banks would allow them to obscure
inefficiencies and poor planning decisions.  Bank leasing entities could thus simultaneously
command large market shares and lose large amounts of money.  Subsequent decisions to cut
losses and withdraw from the market could potentially disrupt the entire leasing infrastructure of
the Canadian market, and further diminish the range of choices available to small businesses and
consumers seeking to lease vehicles.

The view was also expressed that the leasing market in Canada is saturated.  Bank entry could
thus not enhance choice within the leasing market; it could only undermine existing players and
ultimately diminish choice.

                                                  

61 CVMA &AIAMC, Submission to the Task Force on the Future of the Canadian Financial Services Sector,
October 1997, Executive Summary
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CFIB officials repeated a common theme that U.S. experiences with bank leasing are not
applicable to Canada, because of the fundamental differences in the structures of the two
countries’ banking systems.  In the United States, with its regional banking system and thousands
of chartered banks, leasing by banks does not raise the issue of concentration of economic
power.62

Consumer Groups

The Consumers’ Association of Canada (CAC) has not issued a formal position on banks in
vehicle leasing.  The CAC has been on both sides of this issue.  They have argued that to the
degree banks would lower consumer costs and offer higher standard, they should be allowed to
lease vehicles.  However, in a letter to Frank Swedlove, Director of the Financial Services
Division, Department of Finance, dated March 12, 1996, the Association expressed surprise at
press reports that the pending White Paper on financial services was to recommend the lifting of
restrictions against banks in automotive and consumer leasing.  The CAC, the letter continued,
had “the same concerns about concentration in the industry, tied selling, expertise of staff, and
privacy issues as we raised about banks insurance.”63

When contacted in connection with this study, senior CAC representatives stated that articulation
of the consumer viewpoint on this issue would be deferred to the Automobile Protection
Association (APA).64  The APA is the national association representing consumers within the
automotive sector.  They have taken a very proactive position on many of the issues of the day
including leasing issues.

The APA sees no fundamental economic reason to exclude banks from leasing, though it feels
that direct leasing by banks should be subject to certain regulations.  In particular, the banks need
to be prohibited from taking advantage of their concentrated  purchasing power and buying
directly from vehicle manufacturers (there is no North American precedent for this pattern; the
car companies have thus far refused to consider bypassing dealers and selling directly to fleet
buyers).  Also, banks should be required to market their lease programs through dealers and not
through bank branches.

Several of the principal stakeholder arguments against bank leasing are rejected by the APA:

• The additional risk burden placed on the CDIC by possible shortfalls in lease portfolio
residual would be minimal compared to that generated by involvement in derivatives
markets, loans to developing countries, and real estate.

• Conflicts of interest already exist in the automotive finance market.  Banks issue consumer
loans and are the primary source of capital to the captive finance arms, who also issue
consumer loans.  If the logic of the dealers and finance companies were applied to the entire

                                                  

62 Interview with Catherine Swift, Brien Gray and Ted Malette, January 9, 1998
63 Letter, Marnie McCall,Director of Policy Research, CAC, to Frank Swedlove
64 Telephone interview with Marnie McCall, Director of Policy Research, CAC, December 1, 1997
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automotive finance sector, then banks should be prohibited from participating in the
consumer vehicle loan market.

• The issue of corporate concentration in the financial services sector is a legitimate concern.
However, “the battle already has been lost” over the questions of bank entry into the
insurance and securities sectors.   To the extent that direct leasing by banks might extend the
oligopoly control of the Big Six over the Canadian financial services industry, the
implications can be addressed through regulation.

• Dealers have legitimate concerns about the long-term viability of their industry.  However.
dealer associations have misidentified the critical issues.  The most substantial threats faced
by Canadian dealers are 1) over-dealering, 2) the rise of alternate channels such as the
Internet and brokers, and 3) Canadian franchise and antitrust legislation that allows  vehicle
manufacturers to prohibit dualing, 4) the lack of consumer protection in the selling process.
APA research indicated that the selling process is “marked by incomplete information,
deceptive practices and the occasional shining example of professionalism”, “the public is
seriously mistaken if it trusts car dealers when it comes to a lease versus purchase decision”,
“the industry’s promise clean-up of auto leasing has a long way to go.”65

                                                  

65 Interview with George Iny, December 3, 1997
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APPENDIX C:
List of Individuals Interviewed

Adrian Bradford
Associate Executive Director
Association of International Automobile Manufacturers of Canada
438 University Avenue
Suite 1818, Box 60
Toronto, ON
M5G 2K8
Tel. (416) 595-8226 X 27  Fax (416) 347-6573

Georges Iny
President
Automobile Protection Association
292 W. St. Joseph Blvd.
Montréal. QC
H2V 2N7
Tel. (514) 273-5149

W.F. (Bill) Legge
National Manager
Bank of Montreal Dealership Financing
55 Bloor Street West, 15th Floor
Toronto, ON
M4W 3N5
Tel. (416) 927-5561  Fax (416) 927-5277

Donna M. Bouvalaneas
Assistant General Manager, Financial Sector Policy
Public & Corporate Affairs
The Bank of Nova Scotia
8th Floor, Scotia Plaza
44 King Street West
Toronto, ON
M5H 1H1
Tel. (416)866-3784  Fax (416) 866-5929

Brian Hunt
President
Canadian Automobile Association
1145 Hunt Club Road, Suite 200
Ottawa, ON
K1V 0Y3
Tel: (613) 247-0117  Fax (613) 247-0118
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Bob Piazzon
Senior Vice-President, Marketing & Sales
CIBC Finance Inc.
2 Robert Speck Parkway 16th Floor
Mississauga, ON
L4Z 1H8
Tel. (905) 306-2332

Rick Gauthier
President
Canadian Automobile Dealers’ Association
85 Renfrew Drive
Markham, ON
L3R 0N9
Tel. (905) 940-4959  Fax (905) 940-6870

Huw Williams
Director, Government Affairs
Canadian Automobile Dealers’ Association
85 Renfrew Drive
Markham, ON
L3R 0N9
Tel. (905) 940-4959  Fax (905) 940-6870

Brian Caldwell
Executive Director
Canadian Association of Japanese Automobile Dealers (CAJAD)
1 Eva Road, Suite 101
Etobicoke, ON
M9C 4Z5
Tel: (416) 620-9717  Fax (416) 620-0392

Michael Edmonds
Director of Public Affairs
Canadian Association of Japanese Automobile Dealers (CAJAD)
1 Eva Road, Suite 101
Etobicoke, ON
M9C 4Z5
Tel: (416) 620-9717  Fax (416) 620-0392
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Terry M. Campbell
Director, Financial Institutions & Trade
Canadian Bankers Association
Box 348, Commerce Court West
30th Floor
Toronto, ON
M5L 1G2
Tel. (416) 362-6093 X 301  Fax (416) 362-8288

Sara Gelgor
Advisor, Financial Institutions
Canadian Bankers Association
Box 348, Commerce Court West
30th Floor
Toronto, ON
M5L 1G2
Tel. (416) 362-6093 X 321  Fax (416) 362-8288

R. Alan Young
Vice President, Policy
Canadian Bankers Association
Box 348, Commerce Court West
30th Floor
Toronto, ON
M5L 1G2
Tel. (416) 363-6093 X 311  Fax (416) 362-8288

Brian D. Gray
Senior Vice-President, Policy and Provincial Affairs
Canadian Federation of Independent Business
4141 Yonge Street
Willowdale, ON
M2P 2A6
Tel. (416) 222-8022  Fax (416) 222-4337

Ted Mallett
Director of Research
Canadian Federation of Independent Business
4141 Yonge Street
Willowdale, ON
M2P 2A6
Tel. (416) 222-8022  Fax (416) 222-4337
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Catherine Swift
President
Canadian Federation of Independent Business
4141 Yonge Street
Willowdale, ON
M2P 2A6
Tel. (416) 222-8022  Fax (416) 222-4337

David Powell
President
Canadian Finance & Leasing Association
151 Yonge Street, Suite 1210
Toronto, ON
M5C 2W7
Tel. (416) 860-1133  Fax (416) 860-1140

David Adams
Canadian Vehicle Manufactures Association
25 Adelaide Street East, Suite 1602
Toronto, ON
M5C 3A8
Tel: (416) 364-9333  Fax (416) 367-3221

Tom Simmons
Executive Officer, Vehicle Finance
Commcorp Financial Services Inc.
4145 North Service Road
Burlington, ON
L7L 6A3
Tel. (905) 319-2820  Fax (905) 319-2863

Marnie McCall
Executive Director
Consumers’ Association of Canada
307-267 O’Connor Street
Ottawa, ON
K2P 1V3
Tel. (613) 238-2533  Fax (613) 563-2254
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Julie A. Baksa
Vice-President – Legal
Ford Credit Canada Limited
The Canadian Road
Oakville, ON
L6J 5C7
Tel. (905) 845-2511 X 1123  Fax (416) 845-8086

Andrew L. Menzyk
President, Canadian Credit Operations
Ford Credit Canada Limited
The Canadian Road
Oakville, ON
L6J 5C7
Tel. (905) 845-2511 X 1179  Fax (416) 845-8086

Michael S. Sheridan
Director, Government Relations
Ford Motor Company of Canada Limited
The Canadian Road
Oakville, ON
L6J 5E4
Tel. (905) 845-2511 X 1380  Fax (416) 845-9672

Michael A. Collins
President
Foss National Leasing
7200 Yonge Street
Thornhill, ON
L4J 1V8
Tel. (905) 709-7660  Fax (905) 886-4244

Gary B. Tucker
Business Leader
GE Capital Autolease Canada Inc.
2300 Meadowvale Blvd., Suite 301
Mississauga, ON
L5N 5P9
Tel. (905) 858-6440  Fax (905) 858-5131
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Robert D. Weese
Vice President - Government and External Relations
GE Canada
2300 Meadowvale Blvd.
Mississauga, ON
L5N 5P9
Tel: (905) 858-5268  Fax (905) 858-5218

Peter R. Andrew
Director-Operations
General Motors Acceptance Corporation of Canada Limited
3300 Bloor Street West, Suite 2800
Toronto, ON
M8X 2X5
Tel. (416) 234-6604  Fax (416) 234-6614

Thomas E. Dickerson
President
General Motors Acceptance Corporation of Canada Limited
3300 Bloor Street West, Suite 2800
Toronto, ON
M8X 2X5
Tel. (416) 234-6606

Miriam G. Christie
Manager – Government Relations
Corporate Affairs Staff
General Motors of Canada Limited
1908 Colonel Sam Drive
Oshawa, ON
L1H 8P7
Tel. (905) 644-6185  Fax (905) 644-3830

J.R. (Jim) Suske
GMAC Marketing Manager
General Motors of Canada Limited
1908 Colonel Sam Drive
Oshawa, ON
L1H 8P7
Tel. (905) 644-3798  Fax (905) 644-7031
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Robert E. Elliott
Gowling, Strathy & Henderson
Suite 4900
Commerce Court West
Toronto, ON
M5L 1J3
Tel. (416) 862-5793  Fax (416) 862-7661
(Counsel to Canadian Bankers Association)

D.R. (Don) Hutton
Director and General Manager
Nissan Canada Finance Inc.
3290 Orbitor Drive
Mississauga, ON
L4W 4Z5
Tel. (905) 602-0792  Fax (800) 265-0835

Harry Hassanwalla
Deputy Chief Economist
Royal Bank of Canada
Royal Bank Plaza, 200 Bay Street, 7th Floor, South Tower
Toronto, ON
M5J 2J5
Tel. (416) 974-7317  Fax (416) 974-3361

Ethan M. Kohn
Advisor, Financial Services Industry, Economics Division
Royal Bank of Canada
Royal Bank Plaza, 200 Bay Street, 7th Floor, South Tower
Toronto, ON
M5J 2J5
Tel. (416) 974-0536  Fax (416) 974-3361

Ian H. Reid
Product Manager, Automotive Financing, Personal Credit Services
Royal Bank of Canada
Royal Bank Plaza, 200 Bay Street, 16th Floor, South Tower
Toronto, ON
M5J 2J5
Tel. (416) 974-9845  Fax (416) 974-9793
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Larry Baldesarra
National Manager Operations and Marketing
Toyota Credit Canada Inc.
80 Micro Court, Suite 200
Markham, ON  L3R 9Z5
Tel. (905) 513-8200
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Appendix D:
Research reports provided by participants and
correspondence

i) Research on Vehicle Lease Data in Canada and the United States, prepared for The Canadian
Banks Association by Vertex Consultants Inc., October 1997

ii) Letter from CBA, December 18, 1997

iii) Letter from CBA, January 21, 1997
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Canadian Bankers’ Association

R. Alan Young (Ext. 311)
VICE-PRESIDENT, POLICY

December 18, 1997

Mr. Dennis DesRosiers
President
DesRosiers Automotive Consultants
100 Mural Street, Suite 102
Richmond Hill, Ontario
L4B 1J3

Dear Mr. DesRosiers:

Re: Canadian Automobile Leasing Industry Background Pager for the Task Force

Thank you for providing the Canadian Bankers Association (CBA) with the opportunity to meet
with you on December 9th to discuss several of the issues which you will be addressing in your
background paper on automobile leasing for the Task Force on the Future of the Canadian
Financial Services Sector.

At our meeting you requested that the CBA provide you with information regarding the
regulation of automobile leasing activities in other jurisdictions. In particular, you requested
details as to the ability of credit unions in Canada to engage in auto leasing and the extent to
which open-ended consumer leases are permitted in the United States. At present, credit unions
have the power to engage in automobile leasing in every province except New Brunswick. With
respect to the second issue, open-ended consumer leases are permitted pursuant to the provisions
of the U.S. Truth in Lending Act. However, this legislation provides that, where the estimated
residual value exceeds the actual residual value by more than three times the average monthly
lease payment, a presumption may be made that, subject to evidence to the contrary, the lessor’s
estimate of the residual value was not made in good faith. In those circumstances, the lessee will
not be held responsible for any amount in excess of the three month payment sum. Similar
legislation exists at the state level (modelled after the Uniform Consumer Credit Code), although
states may elect to impose a two month payment value cap, rather than a three month payment
value cap as prescribed by the federal legislation, as the limit on consumer liability for residual
value.

You also requested that we provide you with data regarding personal deposits as a source of bank
financing of its lending activity. As we noted in our meeting, savings patterns are changing
dramatically as Canadians shift from traditional deposits to other products such as mutual funds,
with the result that deposits are representing an increasingly smaller share of bank activities.
Attached please find copies of charts produced by John McCallum, Senior Vice President &
Chief Economist, Royal Bank of Canada, which illustrate this sharp decline in personal deposits
and growth in mutual funds (Chart 6). In addition, Chart 7 sets out the growing gap between the
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volume of personal deposits and the volume of bank credit. According to the Bank of Canada
Review, personal deposits, measured in comparison to the size of banks’ assets, have fallen from
14.8% in January 1994 to 8.8% as at September 1997. In this regard, we would refer you to the
Appendix (found at page 7) of the Royal Bank’s November 1997 issue of the Financial Industry
Monitoring Service (attached), which details "Demographics and the financial industry’s balance
sheet". Finally, we also enclose a set of charts documenting "deposit disintermediation".

In addition to the above issues, we wish to elaborate on the following points, raised at the
meeting, which address particular elements of the Canadian banking sector.

Unfair Competition/Bank "Subsidies"

The argument that banks draw on an unfair subsidy through the CDIC is without foundation.
First, with the changes this year to the legislation affecting CDIC, there is no price advantage or
"subsidy" to CDIC operations. CDIC is charged a fee for any borrowing it undertakes, whether
from the government or from the marketplace, with the fee intended to eliminate any price
advantage CDIC may have from being a Crown agency. In other words, CDIC is simply an
insurance system for a portion of the banks’ activities, designed to protect retail depositors,
undertaken at market costs. In fact, far from being a subsidy, CDIC coverage cost the banks $440
million last year, and $2 billion since 1989, with no corresponding benefit to the banks or their
customers. In any event, the banking community has indicated that it neither wants nor needs
access to the Consolidated Revenue Fund, and has called on the government to undertake a
fundamental reconsideration of deposit insurance.

Given all the costs that are imposed on the banks through CDIC, the whole regulatory apparatus,
and specialized taxes that only apply to financial institutions, it is likely that the manufacturers
and the captive finance arms actually have access to cheaper funds than do the banks. The CBA
would encourage you to examine this area in greater detail, since it would appear that it is the
automobile manufacturers who, as a normal course of business, subsidize the lease financing
offered by their captive financing companies.

We also attach, for your information, a copy of a report entitled "The Impact of Banking and
Financial Services on the Canadian Macroeconomy", recently prepared for the CBA by Peter
Dungan of the Institute for Policy Analysis at the University of Toronto. Professor Dungan
concludes, at pages 16-18, that the banking and financial services sectors "receive no significant
subsidies to speak of" relative to other sectors.

Concentration

Some bank critics make the argument that the banking industry is already too concentrated, and
that therefore banks should not be allowed into more businesses because consumer choice will be
reduced. This argument both is factually wrong and misunderstands the relationship between
concentration and competition in the marketplace.
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On the issue of actual concentration levels, according to the Competition Bureau Guidelines, the
banking industry is not overly concentrated. These guidelines set out two main criteria: (1) the
Bureau would not challenge a merger on the grounds of concern about concentration if the
marketshare of the merged entity would be less than 35% after the merger took place; and (2) the
Bureau would not challenge a merger on concentration grounds if the marketshare of the four
largest firms would be less than 65% after a merger took place. With respect to the first rule,
even if the two largest banks (Royal Bank and CIBC) were to merge, the resulting entity would
be well within the 35% guideline. The merged entity would represent, for instance, only 29% of
the personal deposit market and 27% of the residential mortgage market. As for the 65% rule,
here again we can see that the banking industry is well within the guidelines. The four largest
banks are considerably below the 65% level, at about 48% of the personal deposit-taking market.
In fact, the "Big Six" banks collectively represent about 62% of the deposit market. Moreover,
the banking industry as a whole represents only 26% of the mutual fund industry, and about 50%
of the residential mortgage market. As for automobile leasing, the Competition Bureau, in its
submission to the Task Force, states that there is no competition reason why banks should not be
allowed into the auto leasing business.

It is also important to note that a relatively higher level of concentration in a sector does not
mean a lack of competition. In fact, there is no clear link between concentration and a lack of
competition. A country with a higher level of concentration will still have a very competitive
marketplace if the dominant firms cannot exercise market power, and if the market is open to
new entrants. Both these conditions clearly apply in Canada. Presently no single bank represents
more than 12% of domestic assets, and the banks’ share of private financial intermediary assets
(that is, the booked-in-Canada assets of all private sector financial institutions) has been
declining steadily over the past century, falling from about 80 percent in 1870 to approximately
45 percent in 1994. Furthermore, in the past 24 months alone, the following banks have received
or applied for approval to commence business operations in Canada: ING Bank of Canada (The
Netherlands), Citizens Bank (Canada), Wells Fargo Bank (U.S.), Rabobank Canada (The
Netherlands), First Nations Bank (Canada), Valley National Bank (U.S.), Capital One Bank
(U.S.), MBNA Canada Bank (U.S.) and Comerica Bank (U.S.). This trend seems to be
continuing. Recently, for instance, Countrywide Credit, the largest independent mortgage lender
in the U.S., was reported to be considering entering Canada.

It is useful to note that, in every field that banks have been allowed to enter, competition and
consumer benefit have increased. For example, with respect to residential mortgages, bank entry
since the 1960’s has increased the volume of credit to consumers and lowered spreads; volumes
for 1970 were 19% while in 1996 they reached 44% (volume of credit measured as a percentage
of GDP). Alternatively, spreads (measured as a comparison between mortgage rates and the
average yield of Canada bonds) were volatile in the 1970’s and early 1980’s, reaching highs of
4% in 1970-71, 1974-75, and 1981-82, but have settled down to under 2% today. In this regard,
the House of Commons Finance Committee in 1982 concluded that,

…The active participation by chartered banks in the mortgage field has intensified
competition. This is evidenced by the introduction of more flexible term mortgages and
a slower rise in the five-year prime conventional mortgage rate relative to other
administered rates throughout much of the early and mid-1970’s.
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The same observation may be made with respect to commission levels/number of players in the
securities industry: commission levels have fallen following bank entry into the securities
industry. For example, commissions have declined as a percentage of total TSE and MSE volume
of trading (1987: 1.6%; 1995: 0.9%). Commission rates have fallen 45% since banks entered the
market, while the number of firms competing in the market has increased from 108 in 1987 to
182 in 1996, resulting in increased choice for consumers and businesses. Clearly, past experience
has shown that bank entry into a new segment of the finance sector increases customer choice,
introduces real competition into the marketplace, and generally "grows" the whole market for the
benefit of all.

Any consideration of the issue of concentration must not overlook the high levels of
concentration in the automobile leasing industry. The foreign financing arms of the auto
manufacturers currently control 75% of the Canadian market, with over 80% of the Canadian
auto lease market under the control of foreign conglomerates. The Bank Act restrictions have the
perverse effect of maintaining a high level of concentration in the lease financing industry and
keeping that concentration in foreign hands, and it is the consumer who suffers.

Although, as we have shown above, the banking sector in Canada is open to the arrival of new
competitors to increase the range of competition for consumers, the captives’ auto lease
financing market remains protected from competition. Given the nature of the relationship
between the manufacturers and the dealers, the captive financing arms of the manufacturers are
in a position to control supply, terms, conditions etc. in the dealer marketplace without any threat
of competition from other providers.

Residual Risk

The assertion made by some critics that banks lack sufficient experience in the leasing business
to successfully manage residual value risk, and should therefore be prohibited from offering lease
financing, is similarly unfounded. Put simply, banks are in the business of risk management: it is
their core competency and they are very successful in managing risk across a wide range of
fields, such as residential mortgages, commercial mortgages, collateralized loans, derivatives,
etc. Sophisticated risk management systems and expertise have been developed by the various
risk management departments of each of the banks.

With respect to the specific matter of residual value risk in automobile leasing, some of our
banks have what opponents of bank participation in leasing like to call "a similar product", i.e. a
buy-back or balloon payment loan program, and successfully manage the residual value risk. In
fact, one bank has successfully managed the risk associated with this type of product for 14 years.
There is no reason to suggest that other banks, if allowed into the leasing field, could not draw
upon their risk management expertise to successfully manage a leasing program. Despite
individual instances of poor risk management by a select number of financial institutions in the
United States, it is important to note that no bank has failed due to improper residual value risk
management. We would also note on this point that some critics of bank entry into leasing argue
that because banks are able to offer the "similar" kinds of products noted above, there is therefore
no need for banks to enter the leasing field. As we indicated at our meeting, however, the auto
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leasing prohibitions imposed on banks mean that this industry cannot design, describe, or market
our financing products in the same way as the captives. In short, the rules prevent the banks from
competing directly and "toe-to-toe" with the captives with the same kind of product and on the
same kind of terms.

Risk management is also an area to which government regulators pay close attention. Two points
should be noted here. First, the fact that the potential for risk exposure may exist should not be
used as an excuse to ban banks from undertaking a given activity. There are risks in lending, in
derivatives, in treasury operations - the answer is not to prohibit banks from lending or investing,
but rather to manage risk appropriately and, where necessary, ensure that appropriate supervision
is in place by the regulator. Second, the risks banks are exposed to are closely supervised by the
regulators. Is the same true of automobile manufacturers and dealers?

The CBA is pleased that the Task Force is undertaking a research-oriented study of the
automobile leasing industry in Canada, and that you will be providing the Task Force with a
balanced and detailed review of the industry. As we noted at our meeting, we are continuing our
research in the leasing field as part of our efforts to provide the Task Force and government
policy makers with solid data and analysis to assist their deliberations on leasing and other issues
of importance to the industry and consumers. We will bring our research to the Task Force’s
attention as it is completed over the coming weeks. In the meantime, we would be pleased to
assist you in whatever way possible with your work for the Task Force on this very important
issue. Please feel free to call me, Terry Campbell (ext. 301) or Sara Gelgor (ext. 321) if you have
further questions.

Yours truly,
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Canadian Bankers Association

R. Alan Young (Ext. 311)
VICE-PRESIDENT, POLICY

January 21, 1998

Mr. Dennis DesRosiers
President
DesRosiers Automotive Consultants
100 Mural Street, Suite 102
Richmond Hill, Ontario
L4B 1J3

Dear Mr. DesRosiers:

Re: Canadian Automobile Leasing Industry Background Pager for the Task Force

At our meeting on December 9th you raised a number of issues which the dealer and
manufacturer lobbies have presented to you as grounds for maintaining the current prohibitions
against bank participation in automobile leasing. We are writing to follow up our letter to you of
December 18, 1997 and provide you with further comments on several of the outstanding issues,
which you may find useful in preparing your background paper on automobile leasing for the
Task Force on the Future of the Canadian Financial Services Sector (the "Task Force").

The Importance of ’CCA’ in the Debate Surrounding Bank Entry Into Automobile Leasing

Automobile manufacturers and dealers assert that if banks were allowed into leasing they would
use the CCA from their lease book to shelter other income in the bank, and that access to CCA is
the principal incentive for the banks’ interest in leasing. This assertion is simply not valid. The
Income Tax Act restricts the claiming of capital cost allowance on leasing properties to the
amount of income earned from renting or leasing such property. Therefore a bank would be
unable to shelter other income by creating a loss on its lease book. We realize CCA restrictions
are relaxed in the case of principal business leasing corporations. However, to qualify for status
as a principal business leasing company (PLC), the entity’s principal business must be the renting
and leasing of "leasing" property and 90 percent of its gross revenue must come from such type
of business. Even if a bank were to incorporate a subsidiary which qualified as a PLC, it could
only use the CCA to shelter income in the subsidiary. Banks would receive no greater advantage
than a regular principal business leasing company.

Leases vs. "Lease-Like" Products

At our December 9th meeting, we discussed the extent to which the ability to engage in
automobile leasing would permit banks to offer consumers a product that is different from any of
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the products currently available from banks. Banks currently offer two products that either
resemble a lease or enable dealers to offer leases: balloon loans and indirect or dealer plan leases.

Balloon Loans

While balloon loans mimic leasing, in that the amount financed is not fully amortized over the
term of the loan, there are some clear distinctions between this product and a traditional lease. A
lease is considered a monthly sale. GST and PST are calculated on the rental payment. There is
no GST or PST paid on the residual amount unless the customer exercises the option to purchase
the vehicle at lease termination. A customer financing the acquisition of a vehicle with a balloon
loan, however, would pay GST and PST on the full purchase price. This difference in calculation
of taxes represents a saving in favour of the lease option. Banks are prohibited from offering such
savings to their customers.

Indirect/Dealer Plan Leases

This option enables automobile dealers to provide their customers with a leasing product
financed by a bank, which is an alternative to the manufacturer's captive finance company’s lease
product. The dealer originates this product, and the customers perceive that the dealer is
providing the financing. The customers may not he aware, however, that they have a choice from
a variety of providers through the dealer, or that one of those providers may be "their bank". The
banks have no interest in where the customers purchase their vehicles; they merely wish to be
able to provide an opportunity for their customers to have greater choice. Consumers seeking to
finance the acquisition of a vehicle through a loan know that they may obtain such financing
from a variety of providers through the dealer, including banks. We see no reason why
consumers should not have the opportunity to make similar choices for lease financing.

Conflict of Interest

It has been alleged by industry competitors that bank participation in automotive leasing would
place banks in the potential conflict position of simultaneously financing and competing with the
dealer lessors. It is interesting that this allegation is restricted to leasing, and is not made in the
context of loan financing, where dealers and the manufacturers' financing arms compete directly
with banks for what is essentially a bank product. Banks have been working in partnership with
dealers for quite some time in offering loan financing to customers through the dealer, while at
the same time providing business financing to the dealership. This does not appear to concern the
dealer lobby. Moreover, the fact that banks provide financing to dealers has not precluded bank
participation in the automobile leasing industry in a number of jurisdictions, including the United
States.

In any event, notwithstanding the above, dealer lessors are not restricted to meeting their finance
needs from a single bank or even from banks in general. They have access to a broad range of
alternative financing sources including provincially regulated trust companies, credit unions,
insurance companies and unregulated asset-based finance companies such as GE Capital and
Newcourt Credit. Moreover, if there is any conflict, the large manufacturers’ captive finance
companies are in a similar relationship with the dealer lessor because they finance dealerships
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while simultaneously competing for leases brokered to them by the dealers. The dealer lobby has
repeatedly alleged that bank entry would have a severe impact on those dealers who offer
independent leasing through their own leasing companies. The same allegation must therefore
hold true for the manufacturers’ financing arms, as they presently compete with the independent
dealer leasing companies.

It should also be noted that this dubious conflict of interest argument only applies to the small
minority of dealers who are truly independent of the automotive manufacturers. (Our research, a
copy of which was provided to you, indicates that less than 5 percent of new vehicles registered
are financed with a dealer lease. That figure includes those dealer leases which are financed by a
financial institution’s dealer lease plan.) The vast majority of dealers serve only as brokers for the
leasing products of the automotive manufacturers’ captive finance companies. Even if the conflict
of interest argument were persuasive, it would not be relevant to most car dealers.

With captive finance companies owned by the manufacturers, the real potential for conflict of
interest and threat to the independence of dealers comes from operating under a captive financing
arrangement with an automotive manufacturer. Dealers are in fact concerned by the concentration
of power in the hands of the automotive manufacturer and sales finance arms which effectively
control their franchise, vehicle supply, and financing. (See, for example, the attached copy of an
article which appeared in the January 16, 1998 edition of the Globe and Mail, at p. B5.) The
potential for the manufacturer and captive financial companies to conduct their business to the
detriment of the dealership franchise is great. For instance, there is a potential conflict of interest
in the case where the automotive manufacturer’s finance company’s rate of approval of dealer
leasing deals would vary depending on whether the dealer’s inventory system is being financed
(floor plan financing) by the same manufacturer's captive finance arm. This could strongly deter
the dealer from seeking alternative financing sources. Another potential source of conflict would
be a situation where the mix of vehicles available to the dealer from the manufacturer would vary
depending on whether the inventory is financed through the manufacturer's finance affiliate. High
demand vehicles can be diverted to those dealers that also offer captive financing.

Dealers, as well as automobile manufacturers, are bank customers and have a vested interest in
the success of their businesses. Canadian banks compete aggressively with each other to provide
the best products to their customers. Market forces ensure that any conflicts which may arise are
resolved through open competition, and ultimately, consumer interests drive the market. As the
Task Force has noted in its June 1997 Discussion Paper, "where effective competition exists
among participants in a market, they are driven to perform in the interests of their customers" (at
p. 6).

Finally, as you are aware, banks have in place comprehensive privacy and tied selling codes of
conduct. Concerns about banks being in a position to directly market lease services to their dealer
customers’ customers are without merit. Rather, bank participation in the leasing industry will
provide dealers and consumers with additional choice, and any allegations of banks being placed
in a conflict of interest bear little relevance to the issue.
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Disclosure To Consumers By Manufacturers’ Captive Finance Companies

The Canadian automobile industry announced the voluntary implementation of full disclosure,
plain language leasing contracts, effective January 1, 1997. The manufacturers have introduced
the new contracts and they are required for all leases referred to their finance subsidiaries.
Consumers now have access to the capital cost, the residual value, the annual percentage rate,
and any purchase option or right to early termination prior to making any commitment. While it
is clear that the majority of leases written are the full disclosure, plain language contracts, a
serious concern remains with respect to the point in the process at which the consumer is
provided with the contract and full disclosure.

The Automobile Protection Association (APA) recently released the results of its undercover
lease investigation. According to the report, 59 percent of the dealers investigated failed the
group’s lease disclosure test. The APA found that while dealers may use the full disclosure
contract they seldom provided the information prior to the deal being made. In addition, many
automobile dealers are not using the new contracts for their wholesale (in-house) leases. Unlike
the manufacturers who can enforce the use of the new contracts, the industry has no way of
monitoring what dealers do with their wholesale leases.

We hope that our comments are useful in addressing some of the issues which you raised at our
meeting. As we indicated previously, we are undertaking further research in the leasing field in
order to assist the Task Force and government policy makers with their consideration of this
important issue. Should you have any questions, please do not hesitate to call me or Sara Gelgor
(ext. 321).

Yours truly,
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Appendix E:
List of Task Force Submissions and Public Documents
Reviewed

1. “Choice: Financial Services into the 21’st Century”, Canadian Finance and Leasing
Association (CFLA)

2. “Banks and the Vehicle Leasing Business”, Canadian Automobile Dealers Association

3. Submission to the Task Force on the Future of the Canadian Financial Services Sector,
Canadian Vehicle Manufacturers Association

4. Submission Summary, Paul O’Regan and Stephen O’Regan

5. Submission by Fair Isle Ford Sales, PEI

6. Auto Financing Update, Infobank Services Corp., various issues

7. “Submission to the Task Force on the Future of the Canadian Financial Services Sector”
Canadian Bankers Association

8. Various Documents, Consumers Association of Canada

9. Various Documents, Automobile Protection Association

10. Audio tape “The Consumer / Retail Portfolios: Panel Discussion”, The Consumer Banker
Conference, 1994

11. Canadian Banker, July-August 1996  Vol. 103

12. “Policy Alternatives for Canadian Financial Services”, Bank of Montreal

13. Mandate Ballot Results, Banks & Leasing, Canadian Federation of Independent Business

14. ”Agreement for Harmonization of Cost of Credit Disclosure Laws in Canada”, Consumer
Measures Committee, September 1997

15. “Leasing in Canada: 1997, An-Overview”, CFLA, December 1997

16. “Turning the Lights on Leasing” CFLA

17. Various R.L. Polk Registration Data, Provided by GMAC

18. Canadian Credit Markets, John McCallan, Royal Bank of Canada, October 1997

19. “Is Demographics Behind Growth in Household Wealth and Wealth Management?”, Royal
Bank, November 1997

20. “The Impact of Banking and Financial Services on the Canadian Macroeconomy”, Peter
Dungan, Institute for Policy Analysis, University of Toronto, October 1997

21. “Privacy Model Code”, Canadian Bankers Association, November 1996

22. “Three C’s for Canadian Banking: Conduct, Competition, Concentration” Royal Bank of
Canada, April 1997
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23. “Presentation on the Canadian Vehicle Lease Market”, CADA, November 1997

24. “Newsline”, CADA Newsletter, various issues

25. “Business Management Review”, CAJAD Newsletter, Various issues

26. “Economic Indicators” American Automobile Manufacturers Association, Various Issues

27. “Best Vehicle Value” Promotion Brochure, Auto Depot, 1997

28. Various Statistics, Maritz Canada Inc., 1997

29. Various Statistics, Statistics Canada, 1997

30. Various Statistics, DesRosiers Automotive Consultants Inc., 1997

31. Various Statistics, Wards Automotive Reports, 1997

32. “Where the Bank Act Revision Stands” CBA, August 1979

33. Department of Finance Press Release, April 16, 1980

34. Hansard Reports, Various Issues, 1980

35. “Industry Facts-1997”, Ford Motor Company, 1997
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A. KEY FINDINGS
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1. Canadian leasing data based on Canadian new vehicle registration
information, excluding heavy trucks of a gross vehicle weight greater than
33,000 lbs.

Year-to-Date
July 1997

Full Year
1996Source: Polk Canada Vehicle Information Services.

Data is copyright of Polk Canada Vehicle
Information Services, Toronto, Ontario # % of total

registrations
# % of total

registrations
Total new vehicle registrations 812,363 100% 1,162,781 100%
Total leased vehicles 352,128 43.3% 407,716 35.1%

# % of total
leases

# % of total
leases

Manufacturers’ Leases
• GMAC Leaseco Ltd./Gen. Motors Ltd.
• Ford Credit/Ford Motor Co. Ltd.
• Chrysler Credit/Chrysler Canada Inc.
• Honda Finance Inc./Honda Inc
• Toyota Credit Inc./Toyota Inc.
• Mazda Credit Inc./Mazda Inc.
• Nissan Finance Inc./Nissan Inc.
• VW Credit Inc./VW Inc.
• Primus
• All others

86,168
71,010
38,787
20,727
18,885
7,785
6,446
5,164
2,444
5,590

24.5%
20.2%
11.0%
5 9%
5.4%
2.2%
1.8%
1.5%
0.7%
1.6%

90,305
77,229
43,235
21,226
18,778
8,940
6,188
7,443
2,208
3,788

22.1%
18.9%
10.6%
5.2%
4.6%
2.2%
1.5%
1.8%
0.5%
0.9%

Total Manufacturers' Leases 263,006 74.7% 279,340 68.5%
Commercial Company Leases
• GE Capital Lsg. Inc.
• PH&H Inc.
• AT&T Capital Inc.
• BML Lsg. Ltd.
• ARI Canada Ltd.
• Transportation Lease Systems
• 1009329 Ont. Ltd.
• Services de Financement Auto
• Amelco Lsg. Ltd.
• Grove Rental & Lsg. Ltd.
• Location Via Route Inc.
• Janad Corp.
• Commcorp Financial Services
• Somerville National Lsg.
• Cruise Inc.
• Lutex Lsg. Ltd.
• Phelps Lsg. Ltd.
• MKA Lsg. Ltd.
• Newcourt Credit Group Inc.
• All others

10,037
5,147
4,908
4,900
1,752
1,659
1,353
1,091

939
929
810
763
677
635
632
599
524
513
292

2,166

2.9%
1.5%
1.4%
1.4%
0.5%
0.5%
0.4%
0.3%
0.3%
0.3%
0.2%
0.2%
0.2%
0.2%
0.2%
0.2%
0.1%
0.1%
0.1%
3.4%

12,399
9,662
5,113
5,133
2,156
2,248
1,912
1,519
1,085

980
1,003
1,608
2,095

947
570
948
649
631

1,510
19,092

3.0%
2.4%
1.3%
1.3%
0.5%
0.6%
0.5%
0.4%
0.3%
0.2%
0.2%
0.4%
0.5%
0.2%
0.1%
0.2%
0.2%
0.2%
0.4%
4.7%

Total Commercial Company Leases 50,326 14.3% 71,260 17.5%
Total Dealer Leases 38,796 11.0% 57,116 14.0%
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2. A “snapshot” of the current relative competitiveness of loans and leases in
Canada vs. the USA

Canada USA
Variance: Canada
compared to USA

Loans

• Average interest rate

(n=18)

7.42%

(n=45)

8.41% -0.99% pts
Leases

• Average interest rate
• Average monthly payment as a

% of net capitalized cost
• Average residual as a % of

gross capitalized cost

(n=16)

9.42%

1.79%

56.77%

(n=41)

8.34%

1.71%

56.53%

+1.08%pts

+0.08%pts

+0.24%pts

Objectives

• Obtain a “snapshot” of the current relative competitiveness of loans and leases in
Canada vs. the USA, by investigating the spread in car lease interest rates between
Canada and the US, benchmarked against the spread in car loan interest rates
between the two countries, for the same vehicles from the same dealers on the
same day. This was done by:

• contacting a sample of 3 dealers (one for each of the 3 domestic
manufacturers – Ford, GM, and Chrysler) in each of 6 major urban centres
across Canada and 20 major urban centres throughout the continental USA;
and

• asking each of these dealers for loan and lease quotes (given an A-1 credit
rating), based on a consistent set of vehicle specs, loan specs, and lease
specs.

Summary Findings

• Comparing equivalent auto loans in Canada and the US, the average of the quoted
3-year interest rates from the Canadian sample is 99 basis points lower than the
equivalent statistic from the US sample (7.42% in Canada compared to 8.41%
in the US).
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• Comparing equivalent auto leases in Canada and the US, the average of the interest
rates built into the lease quotes from the Canadian sample is 108 basis points
higher than the equivalent statistic from the US sample {9.42% in Canada
compared to 8.34% in the US).

• Further analyses were done to determine whether the lower US lease interest rates
are an artifact of other, disadvantageous features of the US leases (i.e., in residual
value and monthly payment size). The conclusions from these analyses are that the
US leases are equally or more appealing than the Canadian leases regarding both
residual value and size of monthly payment. The US leases offered lower residual
values (24 basis points lower, as measured by the residual value as a percentage of
gross capitalized cost), and marginally more affordable payments (8 basis points,
when measured as the monthly payment amount as a percentage of the net capital
cost of the leased vehicle). Looking at all key lease aspects combined, therefore, the
US leases offer better value.

Conclusions

• With the observed variability in this sample, we have a 95% level of confidence that,
if over the same time period (September 19th to September 30th , 1997) we had
surveyed all the GM, Ford, and Chrysler dealers in all the major urban centres in
Canada and the continental US, we would have found a similar result; that is:
• that the spread in car lease interest rates between Canada and the US was

disadvantageous to Canadian consumers, benchmarked against the spread in
car loan interest rates between Canada and the US, for the same vehicles from
the same dealers on the same day.

• In closing, it’s worth noting that the automobile retailing market does not appear to
clearly present the financing costs of leasing. Many salespeople (and even financing
staff) contacted in this research were unable to quote the accurate financing cost
(expressed as an underlying interest rate or interest factor) associated with a
proposed lease. In some cases, we were told that the interest rate information
simply “wasn’t available” or “couldn’t be quoted in that state”. It is our conclusion
from this research that consumers in both Canada and the US, who do not
understand the intricacies of leasing, would be very hard-pressed to make accurate
financing-cost or interest-rate comparisons among different leases.
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B. METHODOLOGIES
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1. Methodology used to compile the Canadian leasing data

• Polk Canada’s New Vehicle Registration Database (NVR) was used to compile the
Canadian leasing data.

• NVR is a monthly registration database that itemizes the vehicles that are registered
in a province for the first time.

• Polk Canada Vehicle Information Services receives data from the provinces on a
monthly basis. The request to each province is for them to deliver first time
registrations within their jurisdiction for the most current reporting period. Polk
currently has all ten provinces plus the North West Territories supplying their data
to it.

• Vehicle registrations within the accepted model year range are tracked each month.
The acceptable range is from one year back to one year ahead of the current
calendar year. Vehicles that are out of the model year range are rejected from the
system, by reason of age of vehicle.

• All vehicle registrations within the acceptable model year range are also checked
(using their vehicle identification number) to ensure they have never been registered
in Canada before. Those that have been registered previously in Canada are
deleted from the current month data.

• The data reported is not sales data, although NVR closely resembles sales data.
Sales data is as reported by manufacturers; NVR data is as recorded by the
provincial registrars. Polk does compare all monthly registration statistics to national
level sales information from manufacturers. Polk states that the registration and
sales data trend very closely together, and are monitored monthly.

• In compiling the leasing data in this report, Polk had two programmers verify the
information.

• The registration and leasing data in this report includes fleet leases.

• The registration and leasing data in this report excludes any heavy trucks with a
gross vehicle weight greater than 33,000 lbs.

• Polk notes that: As classifications are established by Polk Canada VIS and reviewed
from time to time by vehicle manufacturers and based upon the registration pattern,
company classifications may change. For example, Polk classified Primus as a
Commercial Lease company until the end of 1996. In 1997, Polk changed the
Primus coding to Manufacturer Lease.
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2. Methodology used to determine a “snapshot” of the relative competitiveness
of loans and leases in Canada vs. the USA

• Three new (1998) vehicle models were selected, one from each of Ford, GM, and
Chrysler, along with a set of specs for each of these vehicles. The criteria for
selecting these vehicle models were that each of the vehicles chosen:
• must command fairly significant market share in Canada and the US, but not be

one of the three top sellers;
• be produced in Canada; and
• not be currently subjected to loan or lease rate subventions by the financing arm

of the manufacturer.

In Canada, a large number of 1998 Dodge models (including the Caravan) are currently
being offered with a rebate or a subvented interest rate on all loans, and also on leases
of up to 30 months duration. To correct for this in our research, for 3-year loans we
asked for the best rate if we took the rebate (i.e., we did not ask for the subvented rate).

• The vehicles, and vehicle specs, chosen were as follows.

Manufacturer Model Specs
Chrysler 1998 Dodge Caravan 24T package (6 cylinder engine,

7 passenger seating, automatic
transmission, 1 or 2 sliding doors,
A/C, AM/FM radio)

General
Motors

1998 Chevrolet
Lumina

Base model

Ford 1998 F150 Truck XL package (6 cylinder, extended cab
with 3rd door, A/C, automatic
transmission)

From city to city these specs varied somewhat, e.g., in Minneapolis, because of their
climate, they insisted on including a rear window defroster in the specs of the Caravan;
in California, due to emission control laws, the engine specs on the Dodge Caravan
were slightly different; etc.
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• For the purposes of this research, a set of loan and lease specs were also
established, which were as follows.

Term
Cash

Downpayment
Customer

Credit Rating Other Specs
Loan 36

months
$1,000 A1 None

Lease
specs

36
months

$1,000 A1 Standard mileage/year lease
package which, depending on
the vehicle, was either 20,000
km/yr. or 25,000 km/yr. in
Canada, and either 12,000
miles/yr. or 15,000 miles/yr. in
the US

For leases, depending on the dealer, sometimes the quote we received had the
$1,000 downpayment being used to cover our up-front costs (e.g., first payment, last
payment or security deposit, license fee, etc.), with any remainder going towards a
cap cost reduction, and sometimes being used totally as a cap cost reduction. These
differences were taken into account in our analyses.

• Six major urban centres across Canada, and 20 throughout the continental US were
initially selected for the research. The only change from the initial cities chosen, is
that Indianapolis was substituted for Dallas. This was done when we discovered
(through our dealer calls in Houston) that, due to the unfavourable tax situation on
automobile leases in Texas, dealers want to sell balloon loans instead of leases (we
couldn’t get them to quote on a lease in Houston, as they said a balloon loan would
be much more advantageous to us).
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The 26 cities surveyed are as follows.

Canada US

Vancouver
Calgary
Winnipeg
Toronto
Montreal
Halifax

Atlanta
Boston
Chicago
Cincinnati
Denver
Detroit
Houston
Indianapolis
Los Angeles
Miami

Minneapolis
New Orleans
New York
Philadelphia
Phoenix
Pittsburgh
San Francisco
Seattle
St. Louis
Washington

• In each of these 26 cities, a Chevrolet dealer, a Dodge dealer, and a Ford dealer
were selected at random from the yellow pages for that city.

• We called each of these dealerships, using a “mystery shopper” approach, enquiring
about 3-year financing terms and costs on the selected vehicle, and the comparative
costs of purchasing versus leasing. Our objective was to get the typical pricing that a
customer (with an A1 credit rating) buying a car that day would receive.

In many cases, more than 3 dealerships in each city were contacted for the following
reasons:
• the unwillingness of a given dealership to quote pricing and finance rates on the

phone;
• dealer sales and/or finance people who were too time-constrained or otherwise

unmotivated to take the time to give us the information we wanted over the
phone; and/or

• dealer sales and/or finance people who gave us a “spiel” on leases that didn’t
ring true, and made us suspect of their competence and/or ethics.

In many cases, we also spoke to more than one person at each of the dealerships
contacted. This was because, in general, dealer salespeople knew vehicle model list
prices, but were less sure of financing rates and methodologies, and dealer finance
people were the reverse.

• In conducting the analyses on the information obtained, we first used an industry-
standard model to test the internal consistency of the detailed leasing information we
received.
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This model is as follows:
• total monthly lease payment = monthly depreciation fee + monthly lease fee
• monthly depreciation fee = (capitalized cost – capitalized cost reduction residual

value)/lease term
• monthly lease fee =[(capitalized cost - capitalized cost reduction + residual

value)/2 ] x interest rate/12

Using this model, we identified numerous inconsistencies in the leasing data. We
made call-backs to each dealership where we found these inconsistencies, in an
attempt to reconcile the data. In many cases we were successful, finding that the
dealership personnel had either made errors in their computations or that there were
additional costs which they had not mentioned, e.g., adding a financing acquisition
fee and/or service charge to the capitalized cost they had quoted us. In many other
instances, we were not able to reconcile the data given to us – generally because
the dealership personnel were unwilling to take time to discuss rate information
further with us without firming up the prospect of a sale.

• Some of the dealership personnel we contacted promised to get back to us with the
information we sought, but never did, despite repeated promises on their part and
phone calls on our part.

• At the end of the process, we successfully gathered rate information on 16 leases in
Canada and 41 in the US, and on 18 loans in Canada and 45 in the US.

• Interest rates were tabulated and compared, for loans and leases in Canada versus
those in the US. One-tailed t-tests were performed, to calculate the statistical
significance of the observed differences.
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APPENDIX I
DETAILED FINDINGS ON CANADIAN LEASING DATA
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APPENDIX II
DETAILED FINDINGS ON THE RELATIVE

COMPETITIVENESS OF LOANS AND LEASES
IN CANADA VS THE USA


























































































