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arket Review 2021 is the seventh
consecutive issue of the PRA’s publication
that has become an industry landmark,
available both in print and PDF format on our
popular website www.ukpra.uk It is read by
governments, civil servants, financiers, fund
managers, bankers, lawyers, insurance companies,
providers of products and services to this
fascinating and evolving industry before we even
mention the retailers themselves!
Of course, 2020 will go down in history as the
“Year of the Global Pandemic” but as I pen these
words we are all excited and hopeful that the swift
arrival of vaccines will soon provide the beginning
of the end. In the summer, we wondered whether it
would be possible to produce a Market Review in its
usual form due to the severe impact of COVID-19 on
so many companies. However, we were surprised
and very grateful that sponsors, both established
and new quickly pledged support that has made this
latest issue not only possible but perhaps one of the
best. My sincere thanks to you all.
During the pandemic crisis which has seen
so many important and varying government
interventions, not made any easier by “health”
being a devolved policy, we have been struck by
the magnificent entrepreneurial spirit shown by
our roadside retailing sector. Categorised as an
essential service you have kept the wheels of the
medical teams rolling and those of so many critical
industries too – the tribute on the front cover is
very well deserved!
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2020:

A YEAR LIKE NO OTHER

PRA and CWA chairman Brian Madderson reviews a tumultuous year, when members
really rose to the challenge

F

irst, I would like to pay tribute
to all our members, their teams
and families for keeping the
country fuelled and fed during these
unprecedented times. Our front cover
depicts a poster, which Grace, aged
nine, sent to us completely off her own
bat (and is reproduced with the kind
permission of her parents), and I think
it says it all.
2020 was the most challenging year
many of us can recall. Our industry
had to adapt to the highly unusual
circumstances including different
ways of working, changes in how we
serve our customers, extra hygiene
precautions and also increased
contactless payment. The speed of the
changes that members were able to
implement was absolutely remarkable.
Also, the support provided by oil
companies and fuel card companies to
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key workers in the NHS, police and fire
services through discounts on fuel was
critical.
So many things have happened
this year, it’s been difficult to recall
everything, so to help me chronicle
them I have used the back copies of
Petrol Heads-Up (PHU) as a guide.
In January, we saw rises in fuel
prices caused by US/Iran tensions
following a drone strike by the US on
an Iranian general, and also some
vague reports about a virus in Wuhan,
China.
February saw the Government
unveiling a plan to bring forward the
ban on new petrol and diesel vehicles,
from 2040 to 2035. Boris Johnson said
that 2020 would be a “defining year of
climate action”.
Meanwhile, in China people were
falling ill from a new virus and we saw

COVID-19 and
‘climate action’,
including an earlier
ban on the sale of
new petrol and diesel
vehicles, dominated
much of 2020

a sharp reduction in oil prices as the
effects of COVID-19 started to affect
their industry and consequently the
demand for oil. Brent crude oil prices
fell 20% to below $55/barrel and both
BP and Shell reported a fall in profits.
There was also news of a crackdown
on rogue hand car washes. In a
strongly worded speech to the
Resolution Foundation, Matthew Taylor,
the interim director of the Office for
Labour Market Enforcement (OLME),
called hand car washes “endemically
non-compliant” and recommended
tighter regulations through a national
Licensing Scheme. We are waiting
to see how this will play out postpandemic.
March saw the Government
invite responses to a consultation for
the introduction of E10 petrol. The
▹
PRA had been actively working with

UNITED FOR
BETTER PROFITS
“Since moving to Budgens our turnover has doubled,
and our margins have improved.”
Goran Raven, Budgens Abridge

At Budgens our team support you all the way. With our Regional Development Managers, fresh food
team and expert marketing advice your store will be up and running with growing profits in no time.
Which is why in the HIM 2019 symbol track report Budgens had the highest “likely to recommend”
score of all symbol groups*.

Join us now!

call 0808 178 8644 or visit joinbudgens.co.uk

*HIM symbol track 2019
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▹ the Department for Transport and
even took a delegation of members
to meet them to explain how this
could be practically implemented. Our
main recommendations were that the
introduction should be mandated, E10
needs to contain a specified minimum
level of ethanol and this needs to be
supported by a Government public
awareness campaign to support a
successful launch.
NATIONAL LOCKDOWN
On March 23, the UK entered into
a national lockdown brought on by
worsening infection rates related to
COVID-19. The PRA was involved in
discussions with the Department
for Business Energy and Industrial
Strategy (BEIS) to help coordinate our
industry response. We quickly lobbied
the Treasury to ensure that PFS were
included in any financial relief offered
to retail outlets as they had been since
our intervention with the Financial
Secretary in late 2014.
We quickly set up a specific section
of the members’ website where all
the relevant documents to highlight
the instructions to our members
could be found. These reviewed the
financial package available including
cash grants, a business rates holiday,
business interruption loan scheme and
also the furlough scheme. We were
instrumental in defining the role of
key workers, ensuring members and
their teams could continue to remain
open. We also published an article in
PHU outlining the National Emergency
Plan – Filling Stations – in case the
Government decided to enact this. And
we published a Q&A on what COVID-19
would mean for members’ businesses.
As health is a devolved power, we
had to

Car washes were
a major bone
of contention
during lockdowns,
specifically whether
they should be
allowed to operate
or not

The PRA actively
worked with the
Department for
Transport on the
issue of introducing
E10 petrol

deal not just with the Westminster
Government but with the Edinburgh
Government and the National
Assemblies in Cardiff and Belfast, and
successfully negotiated much improved
packages on business rates for both
our Scottish and Northern Ireland
retailers.
As the lockdown started to bite,
members saw a dramatic fall in fuel
sales volume which was down to
around 40% of normal trade. Indeed,
Easter Sunday on April 12 saw a
new low with fuel volumes falling to
19% of normal business. To alleviate
this impact the PRA called upon oil
companies to offer bespoke credit
extensions and most responded very
positively.
While there was a huge drop in fuel
volumes, many members reported
increases in their shop-only trade.
We also published details of
members’ best practice, illustrating
how members could adapt their
businesses to protect their staff and
customers.
We saw the start of the ‘Clap for
Carers’ in support of the NHS and
found ourselves standing on our
doorsteps every Thursday night.
During this time, the CWA also
successfully lobbied for the continued
opening of automated car washes and
the closure of hand car washes. The
CWA obtained an agreement from BEIS
that automated rollover and conveyor
car washes and jet washes do not
involve close contact between staff and
customers, and therefore the risk of the
spread of the virus would be negligible.
In May the whole country

celebrated VE day and for most of us
the weather was fine. We were allowed
some respite to celebrate – socially
distanced – with our neighbours. This
came as some relief to many people
who were on their own and helped
people to reconnect socially. As the
Queen and Dame Vera Lynn reminded
us “We’ll meet again!”.
FALLING FUEL VOLUMES
As fuel volumes continued to remain
low with traffic well down, the PRA
defended members in the media on
the matter of fuel pricing. Some socalled ‘commentators’ suggested that
retailers were profiteering given falling
oil prices. What they failed to take
account of was that many retailers were
fighting for their business lives and
needed every penny they could get from
falling fuel volumes to allow them to
remain open.
We also had some much-needed
good news. The PRA, in conjunction
with lawyers, successfully obtained
a substantial out-of-court settlement
for members who applied to recover
erroneously charged card interchange
fees. Lawyers acting on members
behalf were able to argue that “The
European Commission found that
the MIF (interchange fee) restricted
competition by inflating the base on
which acquirers set charges to retailers,
thereby setting a floor under the MSC,
without which retailer payments would
have been lower”. The funds, which we
were able to return back to the circa
100 members who had applied to the
scheme, came as a welcome surprise
▹
during this gloomy time. Overall, this
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“During the lockdown,
the PRA worked with
Ernst and Young to help
devise ways to work
safely during COVID”
▹ project realised a total exceeding £1.2m
with some group members reclaiming
up to £100k. Another example of how
PRA can directly benefit “bottom lines”.
During the lockdown, the PRA
worked with Ernst and Young, the
Government’s appointed consultants,
who were tasked with devising ways to
work safely during the pandemic. The
PRA advised on practices on working
safely in a retail environment and also
on outdoor working.
In another excellent lobbying victory,
the PRA challenged the Northern
Ireland Assembly and obtained a
significant concession allowing 100%
COVID-19 business rate relief to be
extended to stores with a selling area
up to 500m2 until March 2021.
Our press release said: “We were
extremely pleased that following
constructive discussions, the Northern
Ireland assembly has confirmed that
their COVID-19 business rates relief,
originally limited to forecourt shops
up to 300m2 of selling space, has now
been extended to forecourts with a
shop area up to 500m2. These large
local facilities will now deservedly
benefit from this significant extension
to business rate relief. We are much
encouraged that Land and Property
Services took on board our view and
revised their initial proposal to the
Minister for Finance in a way that will
ensure all forecourt shops are treated
fairly.”
The PRA also welcomed the news
that the High Court appeal by the
VOA on the levying of business rates
on through-the-wall ATMs had failed.
Thus members who had paid the
rates directly would now be able to
claim these back and those whose
transmission fees had been reduced by
their equipment providers had grounds
to seek compensation.
In June the PRA continued
to work on its response to the

08

www.ukpra.co.uk

The PRA welcomed
news that the High
Court appeal by
the VOA on the
levying of business
rates on throughthe-wall ATMs had
failed, meaning
compensation for
many members

“Decarbonisation of Transport”. In a
letter to the Prime Minister we made
the points that: “There must be room
for hydrogen, for cleaner petrol and
diesel and for innovative road transport
fuels so that the UK doesn’t become
dependent on China for essential
battery parts… Mandates such as
forcing all petrol filling stations to have
electric charging points are simply not
feasible.”
July saw the PRA’s team of Gordon
Balmer, Ray Blake and Phil Monger
continue to work with the Department
for Transport on the Decarbonisation
of Transport. Virtual workshops were
held asking for our input. We continued
to argue the point that greener
transport goals should be market
led, questioning the current focus on
electric vehicles. This was reinforced in
a letter sent to PM Boris Johnson.
In August, there was some good
news as data was released showing
that symbols and independents had
seen a 45.4% growth in sales in the 12week period ending August 9. The data
revealed that shoppers spent £660m
in symbol and independent stores, up
from £460m in the same 12 weeks in
2019. August also marked the start
of the ‘Eat Out to Help Out’ scheme,
which prompted a significant uplift in
footfall in the hospitality sector.
In September, we learnt from
Steve Rodell, managing director of
retail at commercial real estate agents
Christie & Co, that the forecourt sector
has proven to be resilient in the face

of the coronavirus pandemic and that
demand for forecourt sites would
continue to pick up from all types of
buyers.
BUSINESS BULLETINS
September also saw the start of our
autumn programme of Business
Bulletins. As we were not able to meet
you all at our regular events and had
become experts in using Zoom, we
started a series of online events. These
have been extremely well received by
members, some of whom commented
that this is the way forward. We were
also able to attract a diverse number of
excellent presenters. However, there is
no substitute for meeting face-to-face
and so we look forward to when this
might be allowed.
In October we learnt that Asda
was to be sold to a consortium led
by TDR Capital and supported by
brothers Zuber and Mohsin Issa –
founders of PRA member EG Group.
We commented: “We can see a range
of interesting possibilities for the tie-up
as EG Group has had a meteoric rise
specialising in providing roadside retail
to the consumer. We also learnt this
month that both brothers had been
awarded CBEs in the Queen’s Birthday
Honours list for their contribution
to business and philanthropy; many
congratulations.”
The Department for Transport issued
its advice to motorists, which said:
“Only visit petrol stations if you really
▹
need to”. As this filtered down into

WITH PRECISE ENGINEERING AND
ATTENTION TO DETAIL, THE HELIX
PUMP IS A SOUND INVESTMENT
FOR YEARS TO COME.
PETROASSIST UK IS AN OFFICIAL WAYNE DISTRIBUTOR

Known for the reliability and longevity of Wayne
pumps, the Helix fuel pump is a safe investment for
years to come.

the Wayne Helix pump and our forecourt services.

www.petroassist.uk
1 Dryden Court, Bilston Glen Industrial Estate,
Loanhead EH20 9HT, PHONE 0131 440 5810
uk.sales@petroassist.uk

PROGRESS
A WIDE RANGE OF OPTIONS
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PROGRESS
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ADBLUE

2 YEAR
WARRANTY

AS STANDARD WITH
ALL PETROTEC
MODELS

PROGRESS
3000
PROGRESS
5000 HH

www.petrotec.uk
w petrote
Unit 3, Lantern Commercial Park London Road,
Flamstead - St Albans, AL3 8HG, UK
PHONE 01442 219733 - info@petrotec.co.uk
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▹

Mohsin and Zuber
Issa had a successful
2020, as part of a
consortium buying
Asda, and then both
receiving CBEs

One of the challenges
of 2020 was applying
social distancing
rules in stores

“Despite the challenges,
I believe our industry
is much better placed
than other sectors”
the media, and realising the adverse
impact on our members, the PRA
reacted quickly and was able to obtain
a retraction and clarification within 24
hours. The Department for Transport
subsequently admitted a wording error
and went on to issue an amendment
saying: “To be clear – petrol stations
and motorway service areas remain
vital in providing a safe place for
motorists to stop, refuel and take a
short break”.
As October drew to a close, Wales
entered another lockdown and we
again kept the pressure up on the
Welsh Government to allow COVID-19
compliant car washes to be allowed to
remain open.
On November 5, England entered
lockdown 2. Legislation that was worded
by the Department of Health and Social
Care listed that petrol stations could
remain open but unlike lockdown 1, car
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washes were subject to closure.
We sought clarification on the
last point, mentioning to BEIS that
automated car washes, unlike most
hand car washes, were COVID-19
compliant, there being no human
intervention with cashless payment
methods. Initially BEIS gave us
permission to advise members that
they were able to keep car washes
open that were part of a petrol station.
However, they subsequently softened
this to say that this pronouncement
had no ‘teeth’ and that enforcing
authorities would rely on the drafted
legalisation.
We kept members informed about
this development which has caused
confusion, not least from MPs who
advised some members that their
automated washes could remain open.
On December 2, England emerged
from a national lockdown into a new
tiered system just as Wales entered a
new lockdown and further restrictions
were planned in Northern Ireland and
Scotland.
Amid all of this the oil industry
didn’t stop and we recently learned
that OPEC+ has finally managed to
reach a production cut agreement
after several days of increased internal

dissent. In its statement, the group
reiterated a continued commitment
to a stable market, the mutual
interest of producing nations, the
efficient, economic and secure supply
to consumers, and a fair return on
invested capital.
Turning to 2021, when we return to
some form of normality is anyone’s
guess, however, it will largely depend
on the roll out of the various vaccines
that have now started to become
available.
Other challenges we will have to
deal with are the increasingly uncertain
picture on a negotiated deal with the
EU over Brexit, and lower fuel volumes.
However, I still believe our industry is
much better placed than other sectors.
The vision many members had to
invest in their shops has paid off with
many reporting record sales. We can
adapt our business model on fuel to
cater for lower demand and as we have
heard from Steve Rodell of Christie and
Co, petrol forecourts are still very much
in demand. Indeed, as we go to press
there has been further consolidation
with MFG adding six sites to their
estate from AUK Investments.
Members are taking advantage of the
good margins to be earned in properly
run compliant vehicle valeting. In Car
Wash News, we showcased the new
Adriateh Jet Wash facilities installed by
Nick Brocklehurst and David Charman.
As the CWA continues to gain traction
within the Government for a single
enforcement body (SEB) and an industry
licensing scheme, we hope that there will
be a “renaissance” in vehicle valeting,
after all EVs need cleaning as well.
Finally, as we close off a truly
unforgettable year, which has
challenged us all to the limit both
professionally and personally, all that
remains is to wish you all a much
happier and safer 2021.

“

We are delighted
with the success
of our Food-to-go
offer. The support
we receive from
the Forecourt
Development Team
is great and has
helped boost our
RAKERRIGMIiCAMSKX`

Join Londis today
and watch
your profits
grow

”
- 00% Cost-Free model
- Earn up to 5% discount*
- Dedicated Forecourt
Development Team

Ashton Gardner
Londis Westacre Service Station
Visit the Londis 360 virtual tour at:
http://360.skyeyeplus.co.uk/files/LondisTriangle/

Call us on 0808 178 8644
or visit joinlondis.co.uk
* Terms and Conditions apply.

POLITICAL
Market Review 2021

REPRESENTING YOU

Working with Pepper Public Affairs, the PRA/CWA continue to
represent your interests and provide input into Government
policy which will ultimately affect our industry

T

he year 2020 was unprecedented
in many ways, not least with
the number of Government
consultation documents we were asked
to work on. As you would expect, the
new Government was keen to make its
mark with a raft of new legislation.
In March, things kicked off with the
issuance of the Government’s tent
pole document “Decarbonisation of
Transport – Setting the Challenge”.
The document states in the Ministerial
Forward, written by Grant Shapps MP,
Secretary of State for Transport, that:
“Through the Transport Decarbonisation
Plan, 2020 will be the year we set out
the policies and plans needed to tackle
transport emissions. This document
marks the start of this process. It gives a
clear view of where we are today and the
size of emissions reduction we need.
“In the coming months we will work
with you to develop the plan, with a
vision for how a net zero transport
system will benefit us all:
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Public transport and active travel
will be the natural first choice for our
daily activities. We will use our cars less
and be able to rely on a convenient, costeffective and coherent public transport
network.
From motorcycles to HGVs, all
road vehicles will be zero emission.
Technological advances, including
new modes of transport and mobility
innovation, will change the way vehicles
are used.
Our goods will be delivered
through an integrated, efficient and
sustainable delivery system.
Clean, place-based solutions will
meet the needs of local people. Changes
and leadership at a local level will make
an important contribution to reducing
national GHG emissions.
The UK will be an internationally
recognised leader in environmentally
sustainable, low-carbon technology
and innovation in transport.
“We will lead the development of

sustainable biofuels, hybrid and electric
aircraft to lessen and remove the impact
of aviation on the environment and
by 2050, zero emission ships will be
commonplace globally.”
The document was issued on March
23, the same week lockdown was
announced. A further consultation
was also requested in parallel with
this concerning the bringing forward
of the date by when all new internal
combustion engines (ICE) and hybrid
vehicles will be banned for sale, from
2040 to 2035 or even sooner.
During the summer, the PRA
participated in a series of workshops
to discuss this in more detail and it
culminated in our response to the
Government. Our main points were:
The Government needs to be fuels
agnostic, they cannot simply “bet the
house” on electric vehicles with all the
questions of developing a substantial
charging network, affordability, the
reliance on foreign technology and how
to replace fuel excise duty unanswered,
while ignoring the benefits of low carbon
liquid fuels and hydrogen.
On November 17, the Government
announced that it would bring forward
the banning of the sale of new ICE
vehicles to 2030.
▹
Boris Johnson said: “We’ll invest

Saving you money & time
on your energy supplies...
PRA UTILITIES WILL:
Save you time and money by researching the
entire electricity and gas markets on your behalf
Avoid you getting caught on expensive out of
contract rates
Ensure you are not ‘locked in’ to long term high
price contracts
Align multiple supplies to one renewal date to
ease your future administration
Advise on Change of Tenancy, new meter
installations, and supplier objections
Provide access to energy efficiency products
and services

If you would like to discuss your own energy
situation with PRA Utilities then please contact us on:

prautilities@spiral-group.co.uk
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▹ more than £2.8bn in electric vehicles,
lacing the land with charging points and
creating long-lasting batteries in UK
gigafactories. This will allow us to end
the sale of new petrol and diesel cars
and vans in 2030. However, we will allow
the sale of hybrid cars and vans that
can drive a significant distance with no
carbon coming out of the tailpipe until
2035.”
The PRA’s response, which has been
widely reported in the media, was:
“The PRA support the process
of decarbonisation, but we need a
comprehensive plan to reduce carbon
emissions that works across sectors and
industries, including aviation.
“The plan to ban sales of ICE vehicles
by 2030 would leave the UK reliant
on Chinese battery technology. Our
members feel strongly that Government
has not done enough to develop lowcarbon liquid fuels and hydrogen as
an alternative to EVs, particularly when
the German Government is putting
€7 billion into speeding up the market
rollout of hydrogen technology without
similar commitments in the UK.
“To give an idea of the level of
investment this policy will require, the
French Government have announced
over €30 billion worth of green funds, yet
are sticking with a 2040 ban. Even with
their sizable investment, they do not
believe any date sooner is economically
and practically feasible.
“Technical and commercial challenges
remain in establishing the electric
charging infrastructure required for
mass EV take-up. This is particularly
apparent at petrol forecourts where
many of our members have abandoned
plans to install ultrarapid charging
points. This is due to a lack of local
power sub-stations, onerous regulation
and lack of return on investment.
“People driving second, and thirdhand ICE vehicles are generally those
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The PRA lobbied
hard around the
introduction of E10
in the UK and, as a
result, achieved its
key objectives

“In April, the PRA
achieved its objective of
getting the introduction
of E10 mandated”

The PRA responded
to the Access to Cash
Consultation

with less disposable income. Penalising
ICE drivers who can’t afford to make the
transition to an EV is no way to foster a
new market in alternative fuels and, as
ever, the biggest tax burden will fall on
those least able to afford it.”
We also issued a further press release
on the matter of rumoured road pricing:
“We are deeply concerned about the
Government’s potential road pricing
proposals. It is unfathomable that
the Government would introduce a
measure that would only succeed in
discriminating against the poorest in
society.
“Public transport infrastructure
in rural communities is near nonexistent, with millions solely relying on
their private vehicles to travel. If the
regressive road pricing ‘poll tax-like’
regime came into force, those living
in rural areas on low incomes would
be hit the hardest as it could become
unaffordable to run a car. This method
of taxation has already been rejected
by the British public in 2007, when
proposed by the Labour Government, so
it is startling to see that these proposals
are even being considered.
“There has been a clear lack of
consideration to the inflationary hit
to goods and services. 100% of fresh
food is moved by road, along with over

80% of all other goods. It will be the
consumer that has to bear the brunt of
any increased transport costs.
“The PRA propose that cyclists and
other road users should also be included
in any pay-by-the-mile approach and they
pay the same rate as petrol and diesel
vehicles, as a tiered pricing system
would be wholly discriminatory.”
In March, we responded to
consultation on the introduction of E10
petrol, further details on this can be
found on page 20. In April, we received
feedback confirming that we had
achieved our objectives of convincing
the Government that the introduction
should be a “mandated” one rather than
commercially led and that E10 should
contain a minimum of 5.5% ethanol. It is
expected that E10 will be introduced in
the autumn of 2021.
During 2020, we started to notice
a sharp increase in the biofuels price,
FAME and ethanol, with biodiesel
breaching $1,000/tonne. The
Government became concerned that
the capped price at 30ppl for Renewable
Transport Fuel Certificates was set too
low and that fuel suppliers could simply
“buy out” their obligation as opposed to
blending the physical product.
The Government’s consultation on
this gave us just two weeks to respond
and during this time we engaged with
the Low Carbon Fuels Regulation team
within the Department for Transport.
We made the points that the price
for the certificates was irrelevant for
our members, as we are charged a
combination of the cost of petrol and
diesel and the biofuels price, and
not the actual cost of the certificates.
We also mentioned that the way
wholesale product prices are calculated
is becoming far too complicated.
The outcome of this is that the price
for RTFC is now set at 50ppl to be
effective on January 1, 2021 subject to
Parliamentary approval.
In July, we received another
consultation on red diesel which
stated:“The Government has a
consultation to seek views on whether it
has overlooked any exceptional reasons
why other sectors should be allowed to
continue to use red diesel beyond April
2022. The consultation asked for views
on the Government’s proposals for
implementing the changes announced
at Budget and is also seeking further
information about the current end uses ▹

The big star in fuel.

We understand what dealers need to be successful in the highly competitive fuel industry.
Take a moment to give us a call and find out what the Texaco brand can do for your business.
Our offer includes:
Secure supply of quality fuel from our Pembroke refinery and nine UK terminals
Highly competitive supply agreements
z Supreme Unleaded and Supreme Diesel
z The UK’s most rewarding fuel loyalty programme
z An industry leading delivery service with auto-replenishment available
z Wide range of fuel cards accepted including BP and Shell
z Dedicated support from your Valero local area manager
z The backing of Valero, the world’s largest independent refiner
z

z

Contact: 020 7513 3737 customercare@valero.com www.texaco.co.uk
© Valero Energy Ltd 2020. All rights reserved. TEXACO and the STAR T Logo are registered trademarks owned by Chevron Intellectual Property LLC. Used with permission.
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▹ of other rebated fuels, such as nonaviation kerosene and fuel oil.”
It also mentioned that they are
serious about tackling climate change
and improving the UK’s air quality.
At Budget 2020, the Government
announced that it will remove the
entitlement to use red diesel from April
2022, except in agriculture (as well as
forestry, horticulture and pisciculture),
rail and for non-commercial heating
(including domestic heating).
Our response to this was to mention
that, in our opinion, this has nothing
to do with climate change and is an
attempt to raise taxes. If it was about
improvements to the climate then
they would have also included the two
biggest users of the product, agriculture
and rail.
We also mentioned that there could
be an increase in costs of construction
projects and that any administration
around the issuance of red diesel should
not fall on the retailer. We are awaiting
the outcome.
In September, HMRC issued a
consultation on business rates, which
was split into two parts between
September 18 and October 30 – one
addressing urgent measures needed in
the short term with regard to COVID,
and the other seeking our views on longterm reform of the rates system. Our
main points in responding to this were
that the multiplier, which has increased
from 35p/£ in 1990 to an inflationary
51p/£ 2020, should revert back to 39p/£.
We also said that, on the matter of
reliefs, this should be maintained at
100% for PFS until the pandemic is
officially under control, thereafter a
step reduction to 50% for a further 12
months.
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On valuations, which are currently
done every five years, we have said that
this should be reduced to two years
and additionally have suggested that
pre-COVID 2019 valuations should be
cancelled and replaced with those postCOVID.
In October, we received another
consultation on “Access to cash”. This
was in response to the plethora of
closures of ATMs or the conversion
from free-to-use to pay-to-use. The
Government has bowed to a number of
pressure groups who have lobbied that
if the UK “sleepwalks” into a cashless
society, then around three million people
who rely on cash to run their lives will be
left behind.
Reforms under review are changes
to the authority which regulates this,
amendments to the interchange fees
paid by the banks for transactions
at ATMs, non-purchase cashback at
retailers and improvements to the
system of depositing cash. Further
details on this are available on our
members’ website.
Our last consultation of the year
has been to respond to a Government
enquiry on Tax Post COVID-19. At the
time of writing we are still working on
this, but provisionally we will be seeking
lower and simpler business taxes to ease
the burden on our members. As per
all consultations, our response will be
available on the members’ website.
Other areas we have been working on,
on your behalf, include:
Participating in the Downstream
Oil Industries Forum, where we meet
with the Department for Business,
Energy and Industrial Strategy (BEIS) to
discuss the response to the pandemic.
Participating in the Oil and Gas

With regard to the
decarbonisation of
transport, the PRA’s
view is that the
Government needs
to be fuels agnostic
and not “bet the
house” on electric
vehicles but consider
other fuels such as
hydrogen

sector EU Exit group.
Working on the National Retail
Crime Steering Group reviewing retail
crime and how retailers, through better
working with the police, can help to
reduce this.
On forecourt crime, working with
the Home Office and the police to
improve the flow of information to
catch criminals.
Lobbying the Treasury to reduce
fuel duty to kick start the recovery postpandemic.
The Car Wash Association has

“Removing the
entitlement to use red
diesel has nothing to do
with climate change but
is about raising taxes”
also been very busy lobbying BEIS, the
Department for Health and Social Care
(DHSA) and HMRC to keep automated
car washes open during the lockdown,
ensure that the National Minimum
Wage is paid at hand car washes (HCW)
and holding discussions with various
MPs highlighting the human misery of
non-compliant HCW. Further details
of the work we do as the Car Wash
Association are reviewed later in this
publication.
The PRA/CWA is working hard
to represent you. If you have any
comments, or wish us to include a point
you want to make to government, then
please email us at
▹
memberfeedback@rmif.co.uk.

Reduce Cash Losses

BY UP TO 90%

Achieve Cash Handling Excellence
with the SMARTtill Solution®:
Enhanced Customer
Experience

Save Up to 35 Minutes per
Till per Day

Automatic Real-Time
Balancing

Instant Cash Data and Alerts
by Shift, Time, Cashier and
Transaction

¨
by

Learn More About the SMARTtill Solution®
www.cashdrawer.com | sales@eu.cashdrawer.com
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THE
PRA
ZOOMS
IN...

PRA Business Breakouts and Bulletins,
from on the road to the comfort of your own sofa

P

RA events have transformed
somewhat since the spring of
2020, when hosting an event
in front of 30 attendees in a packed
room switched to presenting to
similar numbers from a living room,
kitchen or study. Our face-to-face
Business Breakout events kicked off at
Sandy Park, Devon in February, then
continued into March at the Cheshire
Roadshow and on to the terrific setting
of Brands Hatch race track on March
12. After this meeting finished and
the delegates started to make their
way home, little did we know that
this would be the last time we would
see our members in the flesh due to
the rapid rise of COVID-19. National
lockdown started just a week or so later
and all remaining spring events were
cancelled.
As the year progressed and
coronavirus restrictions were firmly
in place, the events planned for the
autumn were being cancelled within
the industry on a regular basis.
Eventually we also had to concede
and, with a heavy heart, postponed
the entire Autumn Programme –
roadshows at Exeter, Belfast and
Wakefield, plus the Breakouts
scheduled for Durham, Newmarket,
Falkirk, Cardiff and Worcester.
However, thanks to modern

technology and, in particular Zoom,
the PRA was back up and running
again. Our first Business Bulletin took
place on September 24 and PRA TV
was broadcast into our members’
living rooms and offices up and down
the country. Although we did not have
the intimacy of a face-to-face meeting,
the message from the Association was
still heard and understood.
As always with new concepts and
delivering via a digital platform, there
were going to be some technical
hiccups. From screen-sharing issues
to sound problems, we did experience
them all – but the accolades from
those watching and listening were
extremely positive and well received.
The content of the PRA presentation
was focused very much around the
pandemic and how it was affecting
retailers’ volumes and, as a trade body,
how we were able to offer help, advice
and information as required to satisfy
our members’ questions and interests.
To help you run your business better,
we ask certain companies to present,

“The PRA is eager to
meet members faceto-face again”

and many of these offer something
new in terms of new technology. The
PRA events are an ideal showcase to
relay their stories and messages.
In 2020, we were very grateful to the
following organisations who presented
to members:
Allego
CBE
Certas Energy
Christie & Co
EdgePetrol
EKW Group
The EV Network
Forecourt Eye
GripHero
Henderson Technology
Petroassist
Winckworth Sherwood LLP
At the time of writing, news has
broken regarding the availability of
a successful vaccine to counteract
COVID-19. This being the case, life
will hopefully return to normal and the
chance to host events and meetings
will once again be possible.
This year will be an important one
for forecourt retailers, particularly with
the Forecourt Show planned for midApril at the NEC. We have also booked
provisional dates for Durham in May
and Newmarket, Belfast, Cardiff and
Worcester for the autumn. Likewise,
Forecourt Roadshows have been
pencilled in for the spring at Knutsford
and in Northern Ireland.
The PRA is eager to meet members
face-to-face again, as it’s always good
to chat over a coffee and a decent
lunch. Not forgetting the important
news/updates that we have always
brought as fuel retailing and car
washing continually evolves.
If circumstances change and we
cannot meet, then we can always
still use Zoom to keep you posted.
Confirmed details will be on our
website – www.ukpra.co.uk/
en/events or watch out for your
personal invitation in your inbox.

The PRA’s
events are
always well
attended

Third-party companies
use the PRA’s events to
showcase new services
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Meetings moved to
Zoom but will return as
soon as is safe to do so

ASSOCIATE MEMBERS

It’s more important than ever that PRA members are provided with the best
products and services to help them run their businesses as efficiently as
possible. The PRA has strong links with the following Associate Members,
who provide excellent products and services to our industry:

ACCENTURE

Accenture is a leading professional services
company with capabilities in strategy, consulting,
digital, technology and operations.

ALLEGO

Allego is one of the leading providers of charging
solutions and EV cloud services in Europe.

APG CASH DRAWER

APG Cash Drawer is a global manufacturer of
cash management solutions serving a variety of
customers and industries.

ATLAS ENERGY MANAGEMENT

Atlas Energy Management operates across 18 cities
globally and is now bringing its equipment, installation
and maintenance expertise to the UK.

ASSOCIATE

MEMBERS

FORECOURT EYE

Forecourt Eye has developed a viable and proven
solution that delivers high ‘loss recovery’ results and
bottom-line savings to forecourt operators. In addition, it helps
with crime reduction making sites safer for both employees and
customers.

FRANCHISEE FIRST

Franchisee First is an innovative provider of fuel
bonds, as a simple, cost effective means of meeting a
dealer’s financial security obligation to their wet-stock suppliers.

GRIPHERO

GripHero provides the most effortless, easy-to-use
and convenient way possible for keeping hands clean
at the pumps – dispensing recyclable hand-protection directly from
the nozzle.

HENDERSON TECHNOLOGY

CBE

Developed for the convenience and fuel forecourt
market by Henderson Technology, EDGEPoS is one
of the only worldwide epos systems that has been designed by
retailers, for retailers.

CHRISTIE & CO

Jackaman Insurance Services has expertise in dealing
with the petrol retail industry and has bespoke
contracts, which have been developed for PRA members.

EDGE PETROL

OTI PetroSmart pioneered EasyFuel Plus – a scalable
automated fuel management, fleet management and
payment solution aimed at ensuring that the right amount
of the right type of fuel is dispensed into the right vehicle.

EKW GROUP

Petroassist UK supplies, installs and maintains a broad
range of forecourt equipment including fuel pumps,
payment and control solutions, tank gauges and other ancillary
equipment.

EUROTANK SERVICE GROUP

Petrotec UK focuses on the distribution of fuel
dispensers, car wash equipment and fleet management
systems, offering a wide range of flexible and custommade solutions.

EUROPUMP MAINTENANCE

SafetyCulture is a global tech company which helps
businesses to achieve safer and higher quality
workplaces, with innovative audit technology. Its flagship product
– iAuditor – is a mobile inspection platform that simplifies the
auditing process.

CBE is recognised as one of the leading innovators within
the UK epos market. For more than three decades, it has
been providing innovative software solutions to a wide
range of retailers throughout the country.
Christie & Co is the leading specialist advisor for
buying and selling businesses in the convenience
retail and petrol filling station sectors.
EdgePetrol gives dealers real-time access to their
key metrics all in one place, allowing them to
make informed decisions around volumes, margins, pricing and
procurement to enhance the profitability of their business.
EKW Group has over 80 years’ experience in providing
accountancy services to the forecourt sector. Services
range from detailed monthly management accounts, payroll and
auto-enrolment, audit and compliance to tax and consultancy.
Eurotank Service Group is the parent company of
Eurotank Environmental, Eurotank Installations and
Europump Maintenance, which together have the capabilities to
provide all the fuel system services a fuelling facility needs.
Europump Maintenance takes on everything from
pump and tank gauge maintenance, fuel management
systems support and pump calibration to vapour recovery testing,
electrical testing and general reactive maintenance.

THE EV NETWORK

The EV Network was formed as a dedicated EV
charging infrastructure development company to
address the challenges faced by both site hosts and charge point
operators in rolling out a network of EV charging infrastructure
across the UK.
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JACKAMAN INSURANCE SERVICES

OTI PETROSMART

PETROASSIST UK

PETROTEC UK

SAFETYCULTURE

WINCKWORTH SHERWOOD

A full-service law firm with a diverse client base,
Winckworth Sherwood prides itself on providing market-leading advice
across a broad range of sectors and markets. Clients include national
supermarkets and convenience store operators, oil companies and
several of the Top 50 independent forecourt retailers.

This is what Shell retailers think of
our collateral-free security offering:

“Straightforward
setup and very
reasonable prices.
I would like to do
this to all my sites
in the future.”
V & M Brothers Ltd.

“Simpler than a bank
guarantee, doesn’t
affect personal
equity in our house
mortgage, and no
legal fees.”
Kam Retailing Ltd.

In these difficult times, wouldn’t you like to avoid
tying up your hard-earned assets as collateral
for bank guarantees, cash or other security methods?
As these Shell retailers have discovered, we offer an
alternative way to meet your wet stock supplier’s
payment security.
Franchiseefirst bonds are the smart, collateral free,
alternative. It’s online, quick, easy to apply for and
costs less than you would expect. Available
throughout U.K. and Europe.
Contact your wet stock supplier now to see
if Franchiseefirst bonds are available to you.
www.franchiseefirst.com

in partnership with

“Excellent
product, hassle
free and set up
straight away.”
NADZ Services Ltd.

&7J[TQZYNTSNS
+TWJHTZWY7JYFNQNSL
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UJYWTQFSIINJXJQHFWXG^FWJUWJXJSYNSLJSTWRTZXHMFQQJSLJX
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HWJFYJI&Y98,\JMF[JRFS^^JFWXTKJ]UJWNJSHJFSIJ]UJWYNXJ
NSYMJKTWJHTZWYXJHYTWFSIFWJNS[JXYNSLNSSJ\YJHMSTQTL^FX\JQQ
FXUFWYSJWNSL\NYMQJFIJWXNS*;FSILFXKZJQQNSLXTQZYNTSX

• Tokheim and Wayne Dispensers
• Store Customer Count Solutions
• Media & Pay Solutions
• Kärcher Wash Solutions
• Service & Maintenance Agreements
• Tank Services
• Alternative Fuelling Solutions
Join us for the latest innovative thinking,
GFHPJIZUG^^JFWXTKXJW[NHJFSI
RFNSYJSFSHJJ]UJWNJSHJѰ
98,KTWKTW\FWIYMNSPNSLKTWJHTZWYX
T : 0333 015 3001 E : enquiries.uk@tsg-solutions.com
www.tsg-solutions.com/uk
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T

he PRA has been working with
the Department for Transport
in a dedicated working party
determining the best options for
introducing E10 and the preparation
of a publicity campaign for motorists.
The pressure for a mandated
introduction, with E5 being replaced
by E10, has resulted in a proposal for a
mandated entry, and the industry has
requested for this to come into force
on September 1, 2021: this being the
optimum choice for coinciding with the
change to winter grade fuel, but this
has not yet been agreed and may still
change.
Although we have yet to receive a
copy of the draft regulatory changes,
it is expected to require a minimum
of 5.5% ethanol, although a maximum
of 10% is permissible within the BSI
EN228 standard. The alternative
to a mandated entry of an ad hoc
introduction by some companies
would have left many forecourts
disadvantaged due to lack of storage
capacity to hold an additional grade.
This would also have created confusion

for the motorist, who would not know
where to buy E10 and also the benefits
of doing so. This outcome will ensure
that a planned programme of publicity
will give both motorists and retailers
advance notice of the introduction and
allow motorists plenty of opportunity
to check on the compatibility of their
vehicle.
As proposed in the consultation, this
should cause little expense to retailers.
E5 may contain anything from zero
up to 5% ethanol whereas E10 gives a
maximum of 10%. The new proposals
will set a minimum of 5.5% ethanol.
This latter requirement achieves
another long-term PRA objective of
having a minimum quantity of ethanol
in the EN 228 standard for petrol. Over
recent years, there have been many
incidents of phase separation due to
an insufficient amount of ethanol in
the mixture to absorb the presence of
water, which all tanks have through
the natural aspiration of a functional
storage tank. A minimum of 5.5%
should reduce this occurrence unless
there are other reasons for significant

water entry. So, what will the new
proposal for retailers include?
Prior to the day of introduction,
tanks and dispensers currently
supplying E5 will need to be re-labelled
with E10 and dispensers will need
also to have a label regarding vehicle
compatibility with E10 affixed. The
actual wording has yet to be decided.
There will be no need to change the
fuel in the tank on the first delivery for
it to be classed as E10, as the standard
currently only requires a maximum
limit. The Motor Fuel (Composition
and Contents) Regulations will,
however, require the premium grade

“Prior to the day of E10
introduction, dispensers
will need to have a label
on vehicle compatibility
with E10 fixed to them”

WILL E10 ARRIVE
IN SEPTEMBER?

The PRA’s technical director, Phil Monger, discusses issues
surrounding E10 and also red diesel
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(E10) to have a minimum quantity of
5.5% ethanol. As with the seasonal
annexe in the EN228 standard, you
will be expected to be compliant
after a maximum of three tanker load
replenishments. The requirement for
retaining a protection grade of E5 in the
97/98 octane super grade only applies
if you already supply two grades of
fuel. The number of non-compatible
cars is likely to be no more than 2% by
that time (September 2021) and a high
percentage of these will most likely
be classic cars using the super grade
already. Some of these may not even
be compatible with E5 and are having
to make alternative choices such as
super grade.
Will the additional ethanol content
have a negative impact on your storage
system? Unlikely if you are already
stocking E5 and have followed the EI/
PRA guidance on storing biofuels.
Copies are downloadable from the
Members’ Section of the PRA website.
If you have followed the guidance fully,
changed any non-compatible tank
gaskets and checked on the suitability
of your dispensing equipment, you
should be left with little else to do, but
do follow the industry guidance.
▹
The E10 working party has been

I n n ovato rs I n R etail
Tec h n o l o gy
Award-winning solutions for the
Retail & Forecourt sectors
• EPoS solutions
• Fuel on self-checkout
• Cloud-based software
• Multi-branch solutions
• Business management solutions
• Mobile applications
• All leading fuel card providers
• All major oil companies
• Integrated price poles

UK:

0800 731 4591
www.cbesoftware.co.uk
info@cbesoftware.co.uk
@CBE_EPoS

Ireland:

1890 373 000
www.cbe.ie
info@cbe.ie
CBE Ltd

TECHNICAL
Market Review 2021

The government
seems determined to
stop red diesel use
in most sectors apart
from areas such as
agriculture, fishing
and railways

RED DIESEL CONSULTATION

“Dedicated
customers
of red diesel
are likely to
switch to white
diesel, so sales
may not be
totally lost”
▹ preparing a set of questions and
answers for use in the publicity
campaign. A range of questions has
been prepared that retailers may be
asked by motorists, including: What’s
the benefit of E10 petrol? Will I still be
able to buy E5? How can I recognise
E10 at the petrol station? Are all
vehicles able to use E10? How do I
know if my vehicle is compatible with
E10? If my vehicle is not compatible,
what can I do? What should I do if
I mis-fuel with E10? Can E10 petrol
damage my engine? Can I mix E10
and E5 petrol in the tank? These are
just some of the questions yet to be
agreed with answers attached. There
will also be a vehicle checker website
where motorists can enter their vehicle
registration number to get a response.
At the time of writing, work is
continuing to prepare for the publicity
campaign allowing six months for
retailers and motorists to prepare for
the introduction.
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The storage and sale
of red diesel has long
been an additional
opportunity for retailers,
where there is a demand
for the product. Red
diesel is commonly
used by building
contractors and ground
maintenance companies
for plant not used for
road transport. Red
diesel contains a dye to
differentiate it from road
diesel, often referred
to as white diesel, and
motorists found having
red diesel in a road
vehicle are subjected to
extensive investigation,
including the dealer
from where it was
purchased.
Since 2003 it has been
a legal requirement for
any retailer selling red
diesel to be registered
as a dealer in controlled
oils (RDCO). The profit
margin on red diesel
is significantly higher
and, regardless of the
onerous requirements to
record sales and provide
a report to HMRC, it has
still been regarded as
worthwhile to store
and sell.
Red diesel accounts
for 15% of all diesel

sold in the UK and the
government appears
determined to remove
the entitlement to its use
in most sectors apart
from in agriculture,
forestry, horticulture,
fishing, railways and
non-commercial
heating systems or
domestic heating.
This is contained in its
consultation: ‘Reforms
to the Tax Treatment of
Red Diesel and other
Rebated Fuels’, which
are proposed to come
into force in April 2022.
One of the
justifications for the
proposal is given as
‘ensuring businesses
pay for the harmful
emissions they produce
and ‘businesses using
red diesel are therefore
paying far less for the
harmful emissions they
produce’. It is hard
to see, however, just
how this will reduce
emissions as the use of
alternative fuels is not
an option for the plant
currently deploying red
diesel and, in particular,
where portable
generators are used
on some construction
sites where an electrical

supply is not available
Dedicated customers
are likely to switch to
white diesel, so sales
may not be totally lost,
but it will mean a cut in
the profit margin and
provide the customer
with many other places
to buy their diesel from.
To switch the tank to
white diesel will also
mean extensive cleaning
to remove all traces of
the dye, which is not a
simple process. For the
tank to be switched to
petrol or other products
such as AdBlue, the
same process will not
be so arduous. If the
proposals are fully
implemented, they are
expected to come into
effect in April 2022,
allowing enough time
for the stock of fuel to be
sold and tanks cleaned
for white diesel or other
products.
For those continuing
to sell red diesel there
will be a requirement to
restrict sales to those
entitled to use it. We
await the outcome
of the consultation
and continue to make
representations to the
Treasury on the matter.

Self servicing
jet washing at
its finest
supplied by

UK DISTRIBUTERS OF

Are you planning on upgrading your forecourt or creating something profitable
from a piece of land???
Do you want to look at ways to earn more from your site location?
Are you thinking of upgrading your vehicle wash, jet washes, or expanding your
shop or forecourt,
Have you thought about adding a coffee shop or electric charging points?
Do you want a low maintenance, high profit, quick return way to offer vehicle
washing and valeting services
The modern way of washing is self service jet wash or a manned jet wash bay
system catering for 2 up to 12 bays?
Elite can help we have been installing Adriateh jet wash systems
for over 8 years and now having teamed up with a highly credited
civil construction company and expanded our teams of engineers
across the uk to extend our reach of service maintenance and
allowing us to evolve our portfolio of services to include, jet wash
pads civils, car wash pads civils, electric charging points, or if your
planning on upgrading your forecourt we can help you to design
the space to make the most of your site location designing coffee
shops, parking/ picnic areas, one stop wash park/valeting areas,
shop expansions, all handled through ourselves as a one stop
shop. Dealing with one company to handle the entire project
including drawings, quotes planning etc.
With easy to understand and manageable working schedules and
weekly updates on a calender planner you will be kept regularly
updated with the project as we go along.
We can also offer finance packages if required subject to status to
help with the purchasing of your equipment.
Please contact Elite Engineering Limited on 01580 893111 for
more details and feel free to look at our new website
www.elite-carwash.co.uk.
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T

he CWA attended two roundtable
conferences on labour abuse at
the Department for Business,
Energy and Industrial Strategy
(BEIS) hosted by Matthew Taylor, the
Government’s Interim Director at the
Office of Labour Market Enforcement
(OLME). Taylor’s task is to set priorities
for the Employment Agency Standards
Inspectorate (EAS), the Gangmasters
and Labour Abuse Authority (GLAA) and
the HMRC National Minimum Wage
enforcement team. The first meeting of
2020 focused on non-compliance with
labour regulations, the challenges and
barriers to enforcement agencies and
identifying the most vulnerable workers.
The aim was to secure a high level of
stakeholder engagement with regard to
issues of non-compliance with a specific
focus on four high-risk sectors including
hand car washes. The CWA followed up
with extensive written evidence to BEIS

The Car Wash
Association’s (CWA)
Alexander Russell
discusses some of the
organisation’s main
initiatives and lobbying
campaigns of the last
12 months

of such non-compliance on hand car
wash (HCW) sites.
The second meeting was in a
workshop format specifically to examine
the key problems in the HCW industry.
Subsequent press coverage in the
Financial Times quoted Taylor calling
for a fresh appraisal of a mandatory
licensing scheme to be overseen by
Local Authorities to protect car wash
workers.
A recent study of 45 hand car washes,
led by Nottingham Trent University,
found that non-compliance with
minimum wage rules, particularly ‘wage
theft’, was universal. Many such rogue
sites operated from unsuitable premises
with ineffective protective clothing
and equipment, allowing dangerous
chemicals to flow into nearby water
courses. Tax evasion is also a key issue
with most HCWs accepting cash-only
payment with no receipts issued, and
police raids have also uncovered money
laundering and drug dealing activities.
Further to meetings in 2019, a
wide-ranging discussion was held with
Dame Sara Thornton, Independent
Anti-Slavery Commissioner, to report
on progress made with the Police
Crime Prevention Initiative and the
British Parking Association, following
an introduction from the IASC. Other
topics covered were the Clewer Initiative
and the SafeCarWash app as well as the

Responsible Car Wash Scheme (RCWS).
In addition, we were introduced to CC
Shaun Sawyer, Chief Constable of Devon
& Cornwall Police and national police
lead on modern slavery, organised
immigration crime and migration-related
matters.

“Tax evasion is a key
issue with most hand
car washes accepting
cash-only payments”

COMING CLEAN
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The Rt Hon Philip Dunne MP,
chairman of the EAC, kindly agreed to
sponsor a reception in Parliament for the
CWA, in conjunction with the APPG on
Human Trafficking and Modern Slavery,
to highlight the plight of trafficked
immigrants working in HCWs.
The APPG’s chair, Rt. Hon. Karen
Bradley MP, also agreed to address the
meeting along with a number of other
prominent politicians. The event had
been planned to take place in May 2020
but, owing to the COVID-19 pandemic,
was postponed first to October 2020
then to March 2021 and finally to June
23, 2021, by which time it is hoped that
the reception can take place in safety.
Work continued throughout the year
on a ‘light’ version of the RCWS car wash
auditing project proposed by the CWA.
This involved a close collaboration with
the Gangmasters and Labour Abuse
Authority, whose role is to protect
vulnerable and exploited workers by
investigating reports of illegal activity
such as human trafficking, forced labour
and illegal labour provision. Possible
offences under the National Minimum
Wage and Employment Agencies Acts
are targeted by a special unit of HMRC.
The CWA has developed an electronic
version of the scheme adapted to
the automated sector of the car wash
market where no labour is employed,
thus allowing a radically simplified audit
to be used. The aim is to greatly speed
up the introduction of the RCWS ‘Light’
scheme while significantly reducing
the cost of auditing. The roll-out of a
recognisable industry ‘kite mark’ across
large numbers of automated car washes
all over the UK denoting that they are
compliant and safe to use could thus be
▹
dramatically accelerated.

Business success
with Total support

We are proud to announce that we are developing a network
of service stations with the support and expertise of Total.
Becoming a Total franchise offers:
• The power of the Total brand.
• A guarantee of quality and safety.
• Access to Total’s premium fuels.

• Expert advice and support from
our dedicated UK team.
• A flexible contract that works for you.

• World-class innovation.
• The Harvest Energy fuel card scheme.
• Security of supply from a leading fuel distributor.

To find out how we can easily help fuel
your business contact us today.
+44 (0) 1932 843 354
harvestenergy.com

CAR WASH
Market Review 2021
▹

In addition, the notion of ‘Earned
Recognition’ of compliance for the
trusted brands, such as the larger
networks of automated car washes
and franchised HCWs, has also been
adopted which will also help to speedily
develop the roll out.
In response to the OLME’s
recommendation that all HCWs be
licensed under a scheme to be the
responsibility of local authorities, the
LGA published a report.
This emphasised the need for
a proper debate about where the
responsibility most appropriately
fitted and how it would be financed,

presumably through licence fees.
They also pointed out that the current
regulatory regime for HCWs is complex,
involving a number of different agencies
and pieces of regulation, with no single
lead organisation, highlighting the need
for the SEB (Single (labour market)
Enforcement Body).
Most councils are constrained by
resource pressures in a number of the
key service areas that may have a role
in the future overseeing of HCWs. Work
continues apace on this project with the
roll-out of the RCWS pilot scheme that
will also seek to prepare councils for
their enforcement role.

CAR WASHES AND COVID-19
The nationwide lockdown
came as unwelcome
news for car washes
that were all ordered to
close down on March
23, 2020. This applied to
all car washes including
unmanned automated
and hand car washes
(HCW) with cashless
payment systems,
where no contact occurs
between customers
and attendants. After
a month of protracted
negotiations, supported
by Counsel with the
Department for Business,
Energy and Industrial
Strategy (BEIS), the
opening restrictions
on car washes were
rescinded on April 24,
2020, providing social
distancing guidelines
were maintained when
operating. We were
gratified that the CWA’s
advice had encouraged a
more pragmatic view of
the situation.
By early summer 2020,
media attention had
become increasingly
focused on unregulated
re-openings of hand
car washes after several
weeks of lockdown.
Car wash customer
expectations about
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safety have changed as
a result of the pandemic
– possibly for good. The
public justifiably consider
that HCWs must now
overtly demonstrate that
customers’ health and
safety is being taken
seriously. Responsible
HCW operators have
remodelled their
service offering so
that it conspicuously
adheres to Health &
Safety guidelines. In
most instances this
has involved creating a
whole new ‘look’ to the
customer journey with
plainly visible social
distancing being exercised
by staff, distance markers,
with PPE and regular
disinfection being used.
This compliant approach,
while essential (and
mandatory), unfortunately
also imposes
considerable costs on
businesses as it inevitably
limits capacity, raises
costs and cause revenues
to suffer.
Unfortunately, reports
were multiplying of
unscrupulous operators
reopening for business
with scant, if any, regard
for the Government’s
guidance to ensure that

businesses operate
as safely as possible.
COVID-19 has also
created a marked
consumer aversion to
handling cash: this has
favoured compliant
HCWs and automated car
washes (ACWs) equipped
with contactless payment
facilities.
ACWs that do not
require staff to operate
them offer a safe
alternative to noncompliant HCWs.
Conversely, most
non-compliant HCWs
have hitherto only ever
accepted untraceable
cash – an obligation to
adopt auditable, cashless
and fiscally-compliant
payment methods would
presumably not be
welcomed by them.
In November 2020,
a further lockdown in
England came as more
unwelcome news for car
washes, which were all
ordered to shut. Once
again, the CWA lobbied
Government to reconsider
these measures on the
grounds that automated
unmanned car washes
and those with cashless
payment systems
cannot transmit the

virus. The situation was
not improved when
the guidance issued by
Government differed from
the legislation leading
to fairly widespread
confusion. It is the aim
of the CWA to continue
lobbying Government
to ensure that the ban
is reconsidered and, if
needed, more selectively
imposed should any
further lockdowns
become necessary.
2020 was an extremely
testing year for the car
wash industry but maybe
one hoped-for positive
outcome from it will
be a greater level of
Government awareness
of the reckless social
irresponsibility of the
ungovernable HCW
operators. The uneven
playing field they created
prior to the pandemic
crisis will undoubtedly
have damaged the
law-abiding sector and
thus been a contributory
cause of the casualties.
It is hoped that the
appropriate conclusions
concerning the
importance of enforcing
the regulations will now
be drawn and acted upon
without further delay.

www.glasdon.com
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EXPERIAN
CATALIST

MARKET
SUMMARY
REPORT
(Data released November 2020)

H

ere, we provide you with a summary of data in the latest
release of the Experian Catalist UK database. All data is based
on ‘open’ sites (including sites under development and
excluding non-retail sites).

MARKET SHARE BY BRAND

Brands are listed in order of market share for motor fuel volume
sales (see definition below).
Brand*

TESCO
BP
SHELL
ESSO
SAINSBURY’S
MORRISONS
ASDA
TEXACO
CERTAS
ENERGY †
JET
CO-OP † †
APPLEGREEN
MINOR BRAND
UNBRANDED
MURCO
HARVEST
ENERGY
MAXOL
ESSAR
CIRCLE K † † †
SOLO
GO
GLEANER
STAR
FOOD STORE
THAMES
RIX

TOTAL

Effectiveness
%
%
Number Average MF
****
Market Outlet
of open volume per
site (kl p/a) share MF share
sites
volume
***
**
509
11,365
15.9
6.1
2.62
1,229
4,302
14.5
14.7
0.99
1,086
4,625
13.7
13.0
1.06
1,211
3,733
12.4
14.4
0.86
315
11,781
10.2
3.8
2.71
339
10,482
9.7
4.0
2.41
325
8,652
7.7
3.9
1.98
712
2,493
4.9
8.5
0.57
690

1,240

2.3

8.2

0.28

309
106
107
208
497
180
89

2,439
3,945
3,550
1,729
502
1,161
2,301

2.1
1.1
1.0
1.0
0.7
0.6
0.6

3.7
1.3
1.3
2.5
5.9
2.1
1.1

0.56
0.90
0.82
0.40
0.12
0.27
0.53

98
72
45
64
27
53
35
278
27
20

1,577
1,519
1,603
832
1,559
774
1,089
1,109
682
600

0.4
0.3
0.2
0.1
0.1
0.1
0.1
0.1
0.1
0.0

1.2
0.9
0.5
0.8
0.3
0.6
0.4
0.3
0.3
0.2

0.36
0.35
0.37
0.19
0.36
0.18
0.25
0.26
0.16
0.14

8,380

4,352

NOTE:
†
Certas Energy – Gulf (426); Pace (136); Power (23); Scottish Fuels (21); UK (26); other
brands (58)
†† Co-op Share Brand is Co-op sites from various societies operating under their own Co-op
branded pole sign (other Co-op dealer sites operating under other fuel brands, eg Texaco,
are shown under that share brand).
††† Circle K – includes sites branded Topaz
*
Brands include sub-brands or subsidiaries as appropriate (identified as Share Brand in the
database).
** Open sites column includes all currently operating petrol stations and those sites that are
under development at time of publishing.
*** MF volume refers to all grades of fuel bought on the forecourt by cars, vans and light
commercial vehicles (petrol, diesel, LPG etc) and is based on Experian Catalist estimates.
This excludes fuel sold to the HGV commercial sector usually through separate facilities
away from the normal forecourt.
**** Effectiveness is Volume Market Share divided by Outlet Market Share.
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GET IN TOUCH
info@cscspec.com
Tel/Fax 01926 882377
www.cscspec.com

Leaders in

CSC Gutter Solutions

SITE CLEANING
SERVICES
&
Solutions for
Leaking Canopies

• Seamless gutter within a gutter
• Effective alternative to full gutter
replacement
• Restores and preserves performance of
existing gutters
• Minimal disruption, installed within a day
• 25 year guarantee

Site Cleaning Services

Maintenance Services

• Canopy undersheeting
• Signage and fascia
• Forecourt surface and
paving

• Roof lining and coatings for flat shop roofs
and canopy top sheets
• Canopy and shop gutter lining and mesh
solutions
• Canopy and shop gutter cleaning

“
“

• Building cladding
• Car wash bays
• LPG areas
• Graffiti

CSC provide excellent forecourt cleaning and
painting services with the maximum levels of
efficiency and minimum fuss.

CSC’s Gutter Lining System was a complete solution
to the long standing problem of leaking gutters, it

“

We had the Gutter Lining System installed
at several of our sites, having confidence
in the integrity of CSC as a company
through our experience as a long term
customer. We have always been

is reasonably priced and installed in a day with no

happy with the speed of response and

disruption to the forecourt trade.

excellent service.
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TOP 4 DEALER GROUPS – SITES BY FUEL BRAND
BP
MOTOR
FUEL LTD
EURO
GARAGES
RONTEC
CO-OP
GROUP

TOTAL

ESSO

JET

SHELL

TEXACO OTHER

TOTAL

250

325

66

167

88

4

900

44

265

0

86

3

1

399

64

176

0

3

17

0

260

0

0

3

1

54

80

138

358

766

69

257

162

85

1,697

MARKET SHARE BY OWNERSHIP

The table below shows how the UK market is divided according to
ownership.
Ownership

Number
Average
%
%
of open volume per Market share Outlet
sites
site (kl p.a.) MF volume share
COMPANY
1,494
4,823
19.7
17.8
DEALER
5,384
2,476
36.6
64.2
HYPERMARKET
1,502
10,608
43.7
17.9

TOTAL

8,380

Effectiveness
1.11
0.57
2.44

4,352

DEFINITIONS: Company: owned by the supplying oil company whose name appears on the
brand sign; Dealer: an independently owned site usually supplied under an agreement with an
oil company whose name usually appears on the brand sign. Also includes unbranded sites with
no oil company identification; Hypermarket: owned and operated by the multiple retailers. Also
includes sites that may be away from the main hypermarket store but are owned and branded by
the hypermarke. All Co-op branded sites previously identified as ‘hypermarket’ have now been
re-classified as company owned.

MARKET DEVELOPMENT BY BRAND

The table below compares the number of open and under-development
sites by brand, for the current release of data and the same period last
year. It also shows the change in site numbers for each brand during the
past 12 months to give a clearer picture of which brands are expanding
and which brands are reducing their site numbers.
Brand

No. open sites
V3 2019

No. open sites
V3 2020

Difference

APPLEGREEN
ASDA
BP
CERTAS ENERGY
CIRCLE K
CO-OP
ESSAR
ESSO
FOOD STORE
GLEANER
GO †
HARVEST ENERGY
JET
MAXOL
MINOR BRAND
MORRISONS
MURCO
RIX
SAINSBURY’S
SHELL
SOLO
STAR
TESCO
TEXACO
THAMES
UNBRANDED

106
324
1,221
711
49
99
73
1,205
31
53
0
80
312
96
212
335
180
24
315
1,070
63
37
509
726
28
526

107
325
1,229
690
45
106
72
1,211
27
53
27
89
309
98
208
339
180
20
315
1,086
64
35
509
712
27
497

TOTAL

8,385

8,380

1
1
8
-21
-4
7
-1
6
-4
0
27
9
-3
2
-4
4
0
-4
0
16
1
-2
0
-14
-1
-29
-5

NOTE:
†
Go sites previously included under Minor Brand
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NUMBER OF SITES WITH A SHOP
OR CAR WASH BY BRAND

The table below shows the percentage of sites with a shop and car
wash by brand.
Brand
APPLEGREEN
ASDA
BP
CERTAS ENERGY
CIRCLE K
CO-OP
ESSAR
ESSO
FOOD STORE
GLEANER
GO
HARVEST ENERGY
JET
MAXOL
MINOR BRAND
MORRISONS
MURCO
RIX
SAINSBURY’S
SHELL
SOLO
STAR
TESCO
TEXACO
THAMES
UNBRANDED

TOTAL

38

Number of
Open Sites
107
325
1,229
690
45
106
72
1,211
27
53
27
89
309
98
208
339
180
20
315
1,086
64
35
509
712
27
497

8,380

www.ukpra.co.uk

% Sites with
Shop
100
18
100
67
100
99
92
100
100
64
59
96
98
87
59
99
86
45
96
100
84
94
97
100
67
49

% Sites with
Car Wash
46
35
52
28
29
71
24
46
52
42
11
24
61
53
21
90
25
0
65
49
36
31
50
54
52
14

Keeping your fuel flowing

PRA Member 2021 Special Offer
FREE annual vapour recovery Stage
1b inspection with every new pump
maintenance contract
Eurotank Service Group – your trusted partner for
all forecourt and fuelling system needs nationwide

Why choose us?
“Europump’s personal pride in
limiting downtime and being
able to offer a one-shop cover to
include tank and pipe work as well
is of massive benefit.”
Tony Head, Development Director,
Highway Stops Retail
“Efficient service backed
up by excellent customer
communications.” Kevin Collins,
Head of Facilities, Central Co-op

Call: 07483 096245

Our people
Our systems
Our technology
“Eurotank is an experienced
forecourt specialist who provides
a tailored, personal service at
competitive prices.”
Oli Lodge, MD, Rusdene Services

Email: praoffer@eurotank.eu.com

“Eurotank can complete tank,
pipework and pump maintenance
under one umbrella, which saves
time managing suppliers. We also
receive excellent customer care
and service.” Chelva Chelvam,
Owner, Grove Retail
“Europump is our trusted service
partner for pumps and
tank gauges.”
Adrian Grimes, CEO, Applegreen

Website: eurotank.eu.com
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COMPARISON OF SHOP SALES IN RELATION TO SHOP AND FUEL SALES

The table below gives average shop sales per annum and average shop size and looks at the relationship between the two. It also
shows average shop sales per annum per thousand litres of fuel sold, which gives an insight into the strength of the relationship
between fuel and shop sales across the various brands.
Brand

Average
Shop Sales (£’000 p.a.)

Average
Shop Size (sq m)

Average Shop Sales/Sq Metre
Shop Space

Average shop sales in £/’000
litres fuel sold

APPLEGREEN

606

80

7,571

171

ASDA

527

68

7,759

60

BP

818

105

7,798

190

CERTAS ENERGY

343

52

6,608

219

CIRCLE K

1,011

109

9,257

631

CO-OP

1,696

183

9,259

430

ESSAR

326

55

5,889

205

ESSO

857

90

9,538

230

FOOD STORE

641

89

7,193

578

GLEANER

175

40

4,350

181

GO

691

125

5,539

408

HARVEST ENERGY

381

50

7,692

164

JET

406

59

6,896

166

MAXOL

752

90

8,354

460

MINOR BRAND

347

55

6,280

176

MORRISONS

406

40

10,037

39

MURCO

327

54

6,070

260
215

RIX

170

31

5,464

SAINSBURY’S

592

67

8,786

49

SHELL

603

77

7,834

130

SOLO

425

58

7,393

503

STAR

723

80

9,078

652

TESCO

500

46

10,788

43

TEXACO

616

81

7,608

247

THAMES

144

29

4,934

161

UNBRANDED

203

41

4,951

296

FURTHER
INFORMATION
For an explanation of these figures or if you require any further
information, please contact:
JAMES HAIGH
Business Consultant – UK and Ireland
Experian Catalist
Mob: +44 (0) 777 914 0937
Email: james.haigh@experian.com
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“What’s next for the
road fuel markets?”

We offer a completely objective view on diesel, petrol
and alternative fuel markets. Empowering you to make
confident decisions based on real-time intelligence and
methodologies.

Platts

See more. Solve more.
Visit spglobal.com/platts-live
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FORGING NEW PATHS

Accenture energy business directors
James Hallam and Rushad Chinoy
discuss how the pandemic presents
new paths for fuel retailers

I

n the COVID-19 pandemic, fuel and
convenience retailers have and will
continue to face multiple, interlocking
problems related to customer behaviour,
oil prices and health and safety issues.
No one knows the full implications of
the pandemic or the ultimate timeline
for resolution. Ideally, the tactical
solutions and longer-term strategies that
fuel retailers will continue to develop in
response to COVID-19 will reinvigorate
the sector post-pandemic.
Some of the immediate impact of the
pandemic has already begun to find a
balance. We are seeing a shift in demand
as customers react to an extended stayat-home lifestyle and purchase fewer
high-margin items inside stores.
As behaviours evolve, fuel and
convenience retailers must meet this
challenge by rethinking their product
mixes, marketing campaigns and
purchasing channels.
Businesses that do not have the
benefit of full rack-to-retail margins are
seeing pressure on margins as crude
prices have stabilised after big drops
in March and April, but remain lower
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than what most oil companies need.
These companies should be working to
optimise convenience store margins to
temper the effects of shifts in fuel sales
patterns.
FOUR KEY FOCUS AREAS
To address critical, immediate
needs – and to increase flexibility and
adaptability as conditions change – fuel
and convenience retailers should focus
on four key areas:
Create Safe, Contactless
Experiences: the fear of virus
transmission has increased customers’
desire for in-store experiences that
are both convenient and safe. Some
retailers, for example, have reinstated
attended fuelling to reduce the number
of people who need to touch the pump.
Others have encouraged kerbside pickup, delivery and other options.
Improve Customer Engagement:
now is the time to engage customers
to build the kind of relationships that
increase loyalty. Digital investments
and innovative partnerships can
enhance customer engagement through
information sharing, resulting in a
dialogue that maximises understanding
of customer needs. Using social media,
retailers can develop a narrative that
emphasises core values and community
support.
Invest in Employees: investments

in safety, training (which can be
delivered in a digital format) and
incentives can build trust and loyalty,
helping attract top performers and retain
employees upon whom customers
have come to rely. Mobile technology,
combined with physical barriers, can
help limit in-store contact and increase
employee confidence. And, while
employees need personal protective
equipment (PPE) and other safety
measures, they also need more flexible
personal leave policies that allow them
to support their families.
Rethink Products and Services: as
mentioned, demand among consumers
is increasing for essential items,
shifting away from traditional retail
stores toward online and convenience
stores. This is an opportunity for fuel
and convenience retailers to meet
customers’ evolving needs and provide
a wider range of products and services.
Working within these broad areas,
fuel and convenience retailers can take
action to navigate the current situation,
restore customer confidence and
enable growth. To do this, enterprises
need mechanisms to evaluate
customer behaviour, identify shifts
and determine which changes might
be permanent. They need short-term,
frequently updated operational plans
to address government guidelines for
customer and employee safety, and they

ENERGY TRANSITION
Market Review 2021
need a communications strategy to
convey essential messages to various
audiences.
RESTORING CONFIDENCE
With systems in place to analyse
customer behaviour and changes in
demand, businesses should be able to
assess local and regional initiatives to
determine which should be scaled up.
The emphasis should be on piloting new
and enhanced services that build upon
infrastructure and technology building
blocks already in place to provide quick
wins and immediate returns.
Innovations to consider include
mobile features such as prepayment and
contactless fuelling or the purchase of
convenience store products – followed
by kerbside delivery – while at the pump.
Some businesses have expanded
WiFi access and provided rapid device
chargers and/or electricity to power
devices, while others have experimented
with advanced barriers such as drivethrough windows.
Continued investment in employees
helps build their own confidence while
conveying assurance to customers.
Many owners have made permanent
increases to hourly wages, offered health
insurance and other medical benefits,
or offered paid time off to employees.
Engagement surveys can identify areas
of employee interest, but companies
should be willing to act upon the results
of such surveys.
In the restoration stage, companies
can improve consumer engagement by
developing more targeted messaging
based on customer data, personalising
the store experience and generating
additional demand. Connecting the
mobile app to the loyalty programme
can enable the company to send specific
offer notifications, including more ways
to redeem points. Partnerships with
local businesses can expand reward
sharing or provide new mechanisms for
kerbside pick-up or delivery.
Better customer data can yield
insights into local preferences and
suggest ideas for healthy snacks and
other sustainable offerings, with use
of localised products to reduce supply
chain risk. Stores can further diversify
offerings by introducing advanced soda
and coffee dispensing. Providing new
services such as dry cleaning, car wash
and basic maintenance helps create a
one-stop experience.

ENABLING FUTURE GROWTH
Fuel and convenience retailing will look
different in the future. Although no one
knows exactly what shape the industry
will take, there are ways to build for the
future, particularly by scaling up the
quick wins outlined in this article. In
addition, simulation analytics can help
identify new areas of potential growth
and can support monitoring of different
service models to see what works
best within the revamped customer
experience. The largest identified
opportunities can serve as the basis
for transformation, with continuous
iterations to balance complexities and
cost. An incremental release plan helps
with implementation of longer-term
opportunities.
Customer behaviour will continue
to change, but look-alike modelling
can help identify the characteristics
of the best, most loyal customers.
This information is used to enhance
the loyalty programme, appealing to
customers and giving them new benefits
to build a sense of anticipation. While
working to build customer loyalty, it is
important to test an employee loyalty
programme to boost productivity,
reduce turnover costs and support the
overall customer experience.
The key to future growth, in our
view, is to determine which initiatives
contribute to a great customer
experience, ones that should continue
even after the crisis has passed.
With a technology framework for
experimentation and innovation in place,
businesses can explore ideas including:
New purchase channels such as
smart home-integrated ordering;
Subscription services for products
delivered on a regular basis;
Optimised operations based
on cloud-based POS, remote site

Customers want
to shop in safe,
contactless
environments

management, real-time performance
technology and predictive asset
management;
Augmented reality, extended
shelves and self-ordering kiosks to
engage customers in-store and remotely;
Recognition technology such as
biometric scanning or facial recognition
to meet consumer needs with greater
security and less contact;
Personalised digital menu boards
and Bluetooth low-energy (LE) beacons
to communicate with customers;
Alternative energy options –
including more electric vehicle charging
stations – to increase c-store browsing;
Automated fuelling for connected
and/or self-driving cars; and
Robotic inventory management
and floor tracking sensors to understand
customer behaviour.
While the impact of COVID-19 has
been tremendous, new technologies
and concepts can help keep fuel and
convenience retailers viable while
they explore these and other growth
opportunities.
This is a defining moment for the
industry, but an integrated, well thought
out plan is vital for future success.

JAMES HALLAM:
•a managing
director for

RUSHAD CHINOY:
•a principal
director for

Accenture’s Energy business
James has over 20 years
experience advising global and
local energy and retail clients,
helping them transform in an
age of digital disruption and
rapidly changing economic,
technological and customer
environments.

Accenture’s Energy business
Rushad has extensive experience
working with global fuels and
convenience retailing clients. He
is part of the leadership team
within Accenture’s Global Fuels
Retail consulting practice and
has a passion for innovation
and digital disruption within the
industry.
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FINDING OPPORTUNITY
IN THE MOBILITY AND
CONVENIENCE TRANSITION
bp’s chief executive officer for mobility and convenience,
Europe and southern Africa, Alex Jensen, on why we should be
focusing on the opportunities, not the threats, that the future
holds for the forecourt industry

O

ur customers are triggering
many changes to our sector.
The groundswell demanding a
shift to low carbon solutions, reinforced
by the UK Government’s ban on new
petrol and diesel vehicles being brought
forward to 2030. The expectations that
products and services are increasingly
“on-demand”, meaning an increase
in kilometres and last-mile logistics to
satisfy customers’ needs wherever they
are. The increase in ride-hailing that
changes the way we are getting around.
And the increase in “fleets” and change

in customer base. All these trends can
be seen as a threat to the old model or
an exciting opportunity to create a new
model.
bp’s strategy for convenience and
mobility is to scale up next-generation
mobility businesses and invest to
develop our convenience offers further.
bp fully supports the UK
Government’s phase-out of petrol
and diesel vehicles. Regardless of the
challenge it poses to our business,
it’s the right thing to do. To accelerate
the transition, the UK will need new

technology, fuels and business models
to fill the gap. We’re seeing this already
with the improvements in battery
technology for EVs, and the rollout of
an ultrafast charging network across
the country. But it will also need strong
policies to help the growth of hydrogen
in hard-to-decarbonise industries such
as haulage, and it’s imperative that we
collaborate with multiple parties to
develop the solutions needed for the
transition.
We have put electrification at the very
heart of our net zero strategy and are
aiming for more than 70,000 charging
points worldwide by the end of the
decade: a ten-fold increase from today.
Across the world, we’re working with
dealer partners and governments to lay
down the infrastructure, as well as with ▹

“We have put electrification at
the very heart of our net zero
strategy and are aiming for
more than 70,000 charging
points worldwide by the end
of the decade”

bp is investing in developing
its convenience offer further
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Join the UK’s largest
fuel network.
Becoming a BP Dealer means you’re not only
joining the UK’s largest network of fuel retailers,
you’re entering a collaborative partnership that
works alongside your business needs.
Joining a major oil company that invests in innovation, we can help
future-proof your site and offer flexibility to suit your needs. Becoming
a partner to our extended global network, BP are able to offer you the
best in industry forecourt signage and option to sell the leading
Ultimate premium fuel.
Talk to our dedicated team today to find out how we can help
your fuel retail business.
Fuelling Growth. Powering Business.

Contact us at PartnerWithBP@bp.com
to take your first steps to become a BP Dealer.

ENERGY TRANSITION
Market Review 2021
In the UK, bp pulse
has started rolling
out 150kW ultrafast
electric vehicle
chargers

Tech aims to improve
the customer
experience and make
them more likely to
take a break in bp’s
Wild Bean Cafes

“bp has a strong
history of growth
in convenience
and mobility”
▹ companies like Didi in China, where
we are jointly developing a network of
charging hubs for their 10 billion rides
a year.
Here in the UK, bp pulse – formerly
named bp Chargemaster – last year
began rolling out 150kW ultrafast electric
vehicle chargers across our companyowned retail sites around the country,
and in 2021 we see more opportunity for
growth as we bring these EV charging
solutions to the forecourts of our dealer
partners as well. Our new head of retail
in the UK, Hanna Hofer, has recently
joined us from our China business and
will bring a great deal of experience from
working with the Didi partnership, and
help enhance our EV charging offer in
the UK.
On convenience more broadly, the
increase in “on-demand” means we see
the global convenience revenue pool
roughly doubling by 2030. These trends
create new opportunities for us and our
partners to give our customers what
they want, where and when they need
it. Our network of convenient roadside
locations (owned by us or by our dealer
partners) means that 90% of the UK
population live within 20 minutes of
a bp site – so we’re well-positioned to
meet this “on-demand” trend.
With the digital transition, customers
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now expect service on their terms, and
bp is responding to the growth in online
sales through delivered convenience
platforms. Across our company-owned
sites, customers can use the BPme app
to pre-order their shopping via click and
collect, or get it delivered direct to their
homes via Deliveroo. It’s one example
of how digital is helping us to put the
customer at the heart of how we do
business.
But it’s not just online where new
technology is making a big difference.
In-store, Intelligent Store Operations
is helping us to run our business more
smoothly, with predictive maintenance
and reduced downtime for key
equipment like chillers and coffee
machines. Workflow labour tools help
us to staff our sites more efficiently to
provide better customer service, and
temperature sensors with enhanced
analytics help to improve our customers’
experience and make them more likely
to take a break in our Wild Bean Cafes.
Given all of these trends, and also
with the impact of COVID, we are also
seeing a shift in customer composition.
Retail sites are being re-adopted by their
communities as a convenient, local hub
for much more than just fuel, with many
operators achieving record non-fuel
sales this year. With the increase in fleets

driven by the trends in “on-demand”,
we envisage that some of our service
stations will evolve into ‘mobility
hubs’, catering to EV charging, offering
quality food and opportunities to rest,
differentiated shop and fuel offers, all
ultimately based around the demands
of our customers and fleets, whether
they be taxi companies, logistics firms
like DHL or local businesses that rely
on their vans to do business. And as
we look to the future, we also hold the
advantage of a century of heritage with
our familiar and trusted brand.
These are exciting times, and through
Hanna and Andy Allen, our UK dealer
manager, we will be working with our
dealer partners on the best digital,
mobility and convenience solutions. We
will continue innovating with our dealer
partners to lead this transformation
in the fuels retail market and take
advantage of the opportunities that this
transition holds for all of us.
Whilst 2020 has highlighted some
of the challenges our industry will face,
we have a strong history of growth in
convenience and mobility, and we see a
successful future as the two continue to
converge in interesting new ways, both
on and off the forecourt.

JENSEN:
•ChiefALEXexecutive
officer mobility and

convenience for Europe and southern
Africa.
Alex is leading bp’s retail, convenience
food and fleet businesses across 15
countries, 9,000 service stations and
with 5 million customers daily. Her career
spans 30 years of experience in the
commercial world.
She graduated from Oxford University with a degree in Chinese
and masters from Stanford. She is fluent in English and German.
Alex is passionate about mental health and driving open
and honest conversations around stigma, neuro-diversity and
inclusion.
She volunteers as a trustee for the mental health charity MIND
and is a board member for Inchcape.
Alex loves hiking with her family including three dogs, singing,
swimming and reading.
Long bp career history:
Alex joined bp in 1991 and had various management roles in retail,
fuels value chains, road transport fleets and lubricants. She also
spent some years in Shanghai as president of bp China for retail
and LPG.

Alex’s vision of bp:

“Trusted by society,
acting as one team
and with customers
at the heart”
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ALL BETS ARE OFF

Paul Sewell, managing director of MUA Property Services,
navigates us through the business rates maze

L

ast year I wrote about the 2022
Rating Revaluation being brought
forward to 2021 in England
and Wales, with a 2019 Antecedent
Valuation Date. COVID ruled out
this possibility, as announced early
in the summer, followed by a second
announcement deferring it to 2023,
with a 2021 valuation date. Scotland
has also moved to 2023, but with a
2022 valuation date. Northern Ireland
has already undertaken a
2020 Revaluation.
In timing purely brought about
by COVID, the previously intended
2021 Revaluation was already 95%
complete by the time the date was
changed, and the Treasury asked that it
should be completed, with the results
never to be seen in public. This would
have been based on 2019 values,
themselves based on 2018 trade data.
The Government portrayed the move
as giving ratepayers certainty, but it
actually gave them that same objective.
2018 trade is pre-COVID, and the last
thing the Government wanted was a
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Day One attack on Tone of the new
List values due to the lingering effect
of COVID. One might suggest that
2023 with a 2021 valuation (and 2020
trade basis!) might have the same
problems as COVID drags on. Perhaps
the Government actually wants a low
tax base, but that risks a very high
percentage rate to retain a decent
tax take from rating, with current
poundages already in excess of 50p
in the pound.
The intended Scheme of Valuation
for 2021 had already been agreed
by industry representatives before
postponement. The expected average
uplift would probably have been about
5% compared with 2017, all things
being equal, although shops turning
over more than £2m may have seen
slightly higher increases. In all, it was
a good result and somewhat below the
increases in many rents and capital
values over the period.
Now, all bets are off. There will be a
new scheme and the Valuation Office
Agency (VOA) will gather updated

trade data from operators in Q2 of
2021. Writing this article early to meet
deadlines, who knows what sort of
market will be out there on the key date,
April 1, 2021? If COVID is sorted by
then (unlikely), how will the VOA treat
COVID-affected 2020 trade data? Will
the Reval be further deferred? Watch
this space.
Meanwhile, during rate year 2020/21,
operators are enjoying their COVIDlinked rates ‘holiday’, and many will
also have received £10k or £25k grants
in 2020. The question arises as to
whether there will be further reliefs for
2021/22 or will the default be back to
100% rates? I am not expecting an early
announcement, as the authorities will
need to see how the winter plays out.
In anticipation of rates becoming
payable again, we have made bulk
numbers of protective COVID Material
Change ‘appeals’ via Check (the first
stage of Check/Challenge/Appeal),
which holds the space for us to decide
whether to proceed with them in the
spring.
All of the above goes alongside the
backdrop of an ongoing Government
fundamental review of business rates
in England, where the final date for
representations was in October.
Finally, I must just mention the ATM
position. Determined by the Supreme

“The Valuation Offices
Agency will gather
updated trade data from
operators in Q2, 2021”
Court in the ratepayers’ favour, the
VOA has embarked on an exercise to
delete all separate ATM assessments
on retail sites, including petrol stations.
Hopefully, that will be almost complete
by the time you read this, freeing
up refunds back to April 2017 with
certainty, and further refunds back to
April 2010 only where there is an appeal
in place already.
Councils will only pay refunds to
the original ratepayer, who may be the
machine provider in some cases.

•

MUA are chartered surveyors, acting on
behalf of over 1,500 petrol stations. The
company’s details can be found on the PRA
website, in the Members’ section.
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«ƺƏƬǝ ɵȒɖ ƬɖȒȅƺ ɯǣǝ Ȓȇƺ ǣȅǼƺ ƬǼǣƬ
Let myAutomate provide you with a
new revenue stream
Drive footfall to your location through
tailored advertising within the app
Let the myAutomate app do all the
hard work for you
Access to detailed insights into
customer behaviour
Personalise your offers for the vehicle
your customer drives
Get data metrics on successful offers to
continually refine your customer profile

sales@myautomateapp.co.uk
myautomateapp.co.uk
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REMAINING
ROBUST
Steve Rodell, managing director
– Retail, Christie & Co, discusses
issues that are impacting the
forecourt sector

I

One of three sites
leased to AK Petrol
Group via Christie
& Co

t is fair to say, the global outbreak of
COVID-19 has had an unprecedented
level of impact on our everyday lives.
The pandemic brought the convenience
retail sector to the forefront of the
nation’s minds in 2020, with frequent
stories of empty shelves and stockpiling
dominating headlines early in the year
and placing pressure on operators and
supply chains.
However, there are some huge
positives the wider convenience sector
will surely take from the pandemic.
When the UK entered the national
lockdown in March, it became
quite apparent to consumers what
an important resource their local
convenience store is for providing
food, medicine and other key supplies
to local communities, particularly the
vulnerable.
According to respected sources,

convenience stores saw a large rise
in footfall in 2020 as a result of the
lockdown, with two in five Brits (41%)
saying they were shopping at their local
independent stores more regularly
than they did pre-COVID. Since April,
the operational performance of many
convenience retailers has significantly
improved, with operators seeing
average turnover increases of up to
40% year-on-year. This is a trend
which HIM & MCA Insight forecast
to continue, with their latest report,
UK Convenience Market Report 2020
predicting growth of up to 6% year-onyear.
Fuel volumes significantly reduced
during the lockdown period – by up
to 70% year-on-year in some cases,
as movement was restricted, and
people followed the Government
advice to “stay at home”. Despite this,
the forecourt sector bounced back
throughout the rest of 2020 and petrol
stations with a convenience store on
site were able to grow sales in the
same way as community convenience
stores, also benefiting from the shift in
consumer behaviour in favour of local
stores over larger grocery chains.
Fuel margins were sustained and
grew in many cases because of low oil
prices, which remained subdued as we
headed towards the close of 2020. This
helped forecourt businesses maintain
increases in overall profitability.
As a result, Christie & Co’s Retail
team has seen a consistent interest
in forecourts coming to the market.
Profits from forecourt convenience
are increasingly outstripping profits
from petrol and diesel sales and
consequently, forecourts with an
existing convenience store or those
which offer development potential to
integrate a convenience offering on site

have become an incredibly attractive
asset.
The recent announcement that
the Government plans to further
accelerate its ‘Road to Zero’ campaign
(originally 2040, then 2035) and ban
the sale of internal combustion engine
(ICE) vehicles by 2030, raises many
questions for the sector. However, the
strategy is still viewed by many as a
forthcoming challenge, as the ban is
still 10 years out, and the uptake of
ultra-low emission vehicles (ULEVs)
remains subdued at just under 3% of
all new vehicles. Even if uptake rises to
15% by 2030, it will take a very long time
to replace all ICE vehicles. This means
the legacy of ICE vehicles will underpin
fossil fuel sales for quite some time.
Christie & Co will be monitoring this
aspect of the market closely.
Overall, the convenience and
forecourt markets remain robust and
continue to generate a healthy level of
interest from a wide variety of potential
purchasers, including first-time buyers,
expanding regional and local operators,
as well as national groups.
Like many service industries, in
2020 Christie & Co had to adapt to
remote working and find solutions to
serve the requirements of buyers and
sellers in the market, whilst often facing
constraints due to various lockdowns
and tier restrictions.
Despite this, the team were able to
advise on over half a billion pounds
worth of forecourt assets by year end
and all retail deals agreed pre-lockdown
subsequently completed, so there was
no impact on Christie & Co retail deal
activity. In addition, as a result of the
heightened interest in convenience retail,
the time from listing to agreeing a deal
has reduced, particularly where cash
buyers were able to move quickly.
Christie & Co dealt
with the sale of
of Ridgebourne
Service Station and
Crossgates Service
Station to Ascona
Group
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EXITING
OR EXPANDING?
We’re seeing more and more buyers doing deals in an ever-improving trading environment.
Between 1 January and 1 December 2020, we:
Advised on over £500m worth of petrol filling station assets across the UK.
Stay up-to-date with the latest opportunities and find out when petrol filling stations come to the
market in your area by registering a saved search on christie.com or scanning the QR code.
Or call us on

020 7227 0759
christie.com
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YOU AND THE LAW
Motor Industry Legal Services (MILS) takes us through
developments in employment law

W

ith the focus over the past
year on the coronavirus
and the HR challenges this
has brought, it is easy to lose track of
regular developments in employment
law. As a member you will hopefully
have been receiving your regular
Coronavirus updates, so in this update
we are looking at other developments
in employment law for a change, for
when we all get back to normal.

NATIONAL MINIMUM WAGE
While the new National Minimum
Wage (NMW) rates from April 1, 2021
have yet to be announced, it is likely
that any increase will take into account
a significantly weaker economic
outlook.
It should also be noted that the age
from which employees are entitled to
the highest rate is due to reduce from
25 to 23 from April 1, 2021.

AGENCY WORKERS
The Agency Worker Regulations
2010 entitled agency workers to receive
the same pay and basic working
conditions as direct recruits once they
have completed 12 weeks’ continuous
service working in the same role,
unless agency workers were employed
under a permanent contract of
employment with the temporary work
agency and are paid by the agency for
periods between assignments. From
April 6, 2020, this caveat was removed.
Once agency workers have satisfied
the 12-week qualifying period, they will
be entitled to equal pay comparable to
workers who are engaged directly by
the employer.

TAX PAYMENTS FOR
SUB-CONTRACTORS/PERSONAL
SERVICE COMPANIES
These rules were due to come into
force in 2020 and have been delayed
by a year due to the Coronavirus crisis.
The rules are aimed at reducing tax
avoidance for contractors employed via
personal service companies.
The changes make the organisation
engaging the contractor responsible
for determining their employment
status and assessing whether or not
tax legislation designed to combat tax
avoidance (IR35) applies. If it does, the
organisation that pays the individual’s
fees is deemed to be their employer for
tax and national insurance purposes.

WRITTEN STATEMENT OF TERMS
Previously, employers had two months
to provide a written statement detailing
the main terms of employment. From
April 6, 2020, all new employees and
workers have the right to a statement
of written particulars from their first
day of employment.
HOLIDAY PAY
The calculation of holiday pay can be
complicated, particularly for those with
variable hours and variable rates of
remuneration.
From April 6, 2020, the holiday pay
reference period increased from 12
weeks to 52 weeks. Employers are now
required to look back at the previous 52
weeks where a worker has worked and
received pay, discarding any weeks not
worked or where no pay was received,
to calculate the average weekly pay.
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NEW PARENTAL BEREAVEMENT LAW
The Parental Bereavement (Leave
and Pay) Act 2018 came into force
in 2020. Under the Regulations, the
biological parent, adoptive parent,
person who lived with the child and
had responsibility for them, for at least
four weeks before they died, intended
parent (through surrogacy), partner
of the child’s parent (if they live with
the child and the child’s parent in
an enduring family relationship) will
have the right to two weeks of leave
following the loss of child under the
age of 18, or a stillbirth after 24 weeks
of pregnancy.
EMPLOYING FOREIGN NATIONALS
AND POINTS-BASED IMMIGRATION
Any members who employ workers
from the European Economic Area
(EEA) will now need to comply with
the same visa requirements as other
non-UK nationals. Members should
understand how the new system will
affect their recruitment and should
consider whether they will need to
apply for a sponsor licence.
CORONAVIRUS JOB
RETENTION SCHEME
The Coronavirus Job Retention Scheme
(CJRS) has been extended until March
31, 2021. While members can continue
to furlough employees from November
2020, even if they had not previously
made use of the scheme, the
Government has stated its intention to
review the terms of the CJRS in January.

REDUNDANCY PROTECTIONS
The Government has committed to
extending redundancy protection
(i.e. the right to be offered suitable
alternative employment) for employees
taking maternity leave and for other
new parents.
Finally, don’t forget, any advice
contained in the above is general in
nature and will need to be tailored to
anyone particular situation.
As an RMI member you have access
to the RMI Legal Advice line, as well as
a number of industry experts for your
assistance.

•

Motor Industry Legal Services (MILS)
provides fully comprehensive legal advice
and representation to UK motor retailers for
one annual fee. It is the only law firm in the
UK which specialises in motor law and motor
trade law. MILS currently advises over 1,000
individual businesses within the sector as well
as the Retail Motor Industry Federation (RMI)
and its members.

LEGAL SPECIALISTS
TO THE PETROL RETAILERS

Solicitors

There are many factors that help make your business a success. One of these is getting good quality legal support.
The advice you need will range across the whole of your operation - from what to do about your property, to
handling licence applications.
Winckworth Sherwood’s lawyers have vast experience in the petrol forecourt and convenience sectors. Whether you
operate a single store or a chain of outlets, we can help you with:
•
•
•
•
•
•
•
•
•
•

Property acquisitions/disposals
Occupational leases/licences
Company share acquisitions/disposals
Guidance on commercial contracts
Alcohol licence applications
Late night refreshment licence applications
Advice on franchise/dealer agreements
Support with employment contracts and disputes
Managing dispute resolution
Electric vehicle recharging apparatus contracts

For further information, please contact Robert Botkai,
Head of Commercial Real Estate and Licensing:
T. 020 7593 5004 | E. rbotkai@wslaw.co.uk
www.wslaw.co.uk

Discover

Our newest high octane fuel
To find out more about joining our expanding network,
call us on +44 (0)151 350 4003 or email: retail@essaroil.co.uk
essar.co.uk
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WHAT’S THAT COMING
OVER THE HILL …?

Patrick Mitchell-Fox, senior business analyst at IGD, discusses
how retailers need to take on new operational challenges in
order to succeed
Sales of beers,
wines and spirits
have boomed
this year

I

n any ‘normal’ year a review of
UK forecourt retailing would have
focused on things like the first allelectric forecourt by Gridserve and the
ban announced on new petrol/diesel
vehicles for 2030, five years earlier than
previously planned. But, 2020 has not
been a normal year.
Retailers have talked much about
‘disruption’ in recent years – little did we
see the mother of all disruptors coming
over the hill back in January!
The COVID-19 pandemic (and the
Government’s response) has put in
question many things we ‘knew’ about
grocery retailing back in 2019, and
indeed has turned some of them on
their heads.
But mostly it’s not been bad for
convenience retailers. In many respects
the disruption has been to their benefit.
Forecast at a market-beating +7.2% for
the full year, convenience sector sales
were ahead 10.7% in the six-months
to June, with growth led above all by
the small and independent retailers
(including symbols) whose first half
sales were up 15.5%.
Such startling outperformance owed
its impetus to a major inflection in
shopper habits, reshaped by official
instructions to limit travel and shop
infrequently, as well as people’s concern
to avoid crowded and less ‘safe’ bigger
stores. Hence, for 2020 it has been
stores with easy neighbourhood and
residential access that have been big
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A change in shopping
habits has benefited a
lot of forecourt stores as
more people shop locally

winners, bringing a primacy to the local
retailer for the first time in years.
Meanwhile, in a major reversal of
fortune, the star locations in the city
centres and in transport hubs, saw sales
fall off a cliff, as commuting populations
stayed home. Some stores even closed,
most temporarily, but a few permanently.
As the bigger players in these locations
it was large multiple operators who took
the biggest hit.
For their part forecourts saw a mix of
fortunes, with experiences at both ends
of this spectrum and plenty in between,
with individual outcomes dependent
on precise location. But, of course, all

suffered from fuel sales that plummeted
by over 60% in April and still had
not recovered beyond – 10% before
lockdown v2 in November.
Another thing upended in 2020 was
the category performance hierarchy.
Hero categories like food-to-go, and
impulse in general, stalled while the less
favoured ambient and frozen more than
compensated and went stellar. However,
one category delivered above all: BWS,
where the closure of pubs and bars
elevated demand in convenience
by 30%-plus.
Alongside these opportunities came
an overnight opportunity for delivery. At
the outset of 2020 some convenience
retailers were trialling online and
delivery, but for many it was unknown
territory, with uncertainties about its
relevance to c-store shoppers and its
sustainability as a business proposition.
But under pandemic conditions it’s a
no-brainer. Qualms about commissions
to delivery partners have been rapidly
overcome in the race to get online. As
a result, Deliveroo and UberEats have
made big strides in the convenience
channel, along with other online
platform providers, especially those
designed with convenience retail in
mind, such as Snappy Shopper.
So what does this mean for 2021
and beyond? Has 2020 changed
convenience forever? Well, yes … and
no. We can expect the retail world to
‘normalise’ as the pandemic comes
under control, but that does not mean
a return to 2019. The good news is that
the importance of local convenience
(and forecourt) stores has been
redoubled within the overall retail
landscape, and damage done to the
out-of-home sector means increased

“The good news is
that the importance of
local forecourt stores
redoubled in 2020”
opportunities to serve local customers
ongoing. But as shopper expectations,
especially around things like delivery
have now been raised, competitive and
operational challenges have also been
rebased and intensified, and retailers
now need to take these on to succeed.

Forecourt Insurance
Insurance for the Petrochem Industry

Are you adequately covered?
Would you like a free Insurance policy check?
We also specialise in Forecourt Contractors Liability and
have General Petro related Insurance policies available.
40 years Commercial Insurance experience
We also specialise in tailor made policies for
SYVGPMIRXWEWSRIWM^IHSIWRSX½XEPP
Either call the team on 01474 557427,
or email your contact details on

www.jackamaninsurance.co.uk
- click our Petrochem button.

“

There are many Forecourt owners who may not
have the right cover in place, or have not searched
the market for the widest cover available.
We have established tailored policies which give
wide cover at competitive prices.

Jackaman Insurance Services/Haztrade Select is a trade name of Jackaman Ins Services Ltd who are authorised and regulated by the Financial Conduct Authority – reference number 791528
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STAYING AHEAD OF THE CURVE
Maria Bogdanova, consultant at Euromonitor, reviews the forecourt channel’s recent
performance and looks ahead to key challenges for the sector

F

orecourt retailers* faced
complicated market dynamics
in 2020 due to the COVID-19
pandemic. As consumer preferences
shifted rapidly throughout the year, the
channel’s value proposition became
strained. Many consumers turned
to e-commerce for everyday needs
or consolidated their shopping trips
in larger format stores. On-the-go
purchasing also suffered, as consumers
were going to fewer places.
There was a clear polarisation in the
performance between forecourt retailers
located in residential areas and those
located in the outskirts of the cities,
with the latter particularly negatively
affected in the first half of 2020, due to
movement restrictions limiting travel
distances.
Traffic to forecourt retailers generally
picked up in the second half of 2020 as
consumers began to resume normal
movements, while remaining cautious
of public transportation until the
second national lockdown in November.
Nonetheless, forecourt retailers’
store-based sales still recorded positive
performance in 2020, although at a
much lower rate than the overall storebased grocery retailing growth, which
was driven by the winning channels in
the year, namely convenience stores and
supermarkets that have stores located in
close proximity to consumers’ homes.
Two categories where forecourt
retailers reportedly performed strongly in
2020 are tobacco and alcohol products.
Shoppers seeking only cigarettes, or a
pack of beer, looked more favourably
on nearby convenience stores and
forecourts, rather than venturing to
a larger store where there might be
a queue to enter and one might be
exposed to many other shoppers.
Like all retailers, in addition to
reduced footfall, forecourt retailers
faced new and unexpected challenges in
2020 as a result of COVID-19 including:
the sudden change in consumers’
perception of convenience-oriented
retail; the increased public health
concerns that made shoppers wary of instore shopping; the urgency to establish
cost-efficient e-commerce operations
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regardless of a store’s size or positioning
overnight. These top three immediate
and mid-term challenges and forecourt
retailers’ 2020 strategic responses are
summed up in table 1, below.
With turbulence in the retail industry
expected to continue into Q1 of 2021,
the product mix and positioning of
forecourt retailers will continue to
evolve – for instance, many consumers
will be expressing greater interest in
small luxuries. Forecourt retailers can
capitalise on this trend, since they
have always been destinations for
affordable indulgences. However, there
are several additional challenges ahead
of the forecourt retail channel, that
have less to do with COVID-19 or the
economic condition and are related to
large upcoming operational changes.
Euromonitor summarises the top three
below in table 2.
The forecourt retail channel has been
evolving from the traditional ‘fuel and
fags’ to a more sophisticated, blended
convenience retail mix for more than five

years. Ahead of the channel, however,
sits yet another need to reposition in
order to respond to the emergence and
growth of electric vehicles, the need
to become less dependent on just a
handful of product category sales and
understand cross-channel data to inform
product mix better, whilst prioritising
best sustainability practices. How can
forecourt retailing prepare for these
challenges and stay ahead of the curve?
To learn more, go to: https://www.
euromonitor.com/retailing-industry

TABLE 1: KEY SHORT- AND MID-TERM CHALLENGES FACING UK
FORECOURT RETAILERS AND STRATEGIC RESPONSES:
Consumers’ convenience
needs evolved rapidly

Public health limits in-store
person shopping

Shoppers increasingly
turning to e-commerce

Solution: Convenience
store product mix evolved
too in order to suit new
needs, such as by adding
masks, toys or more fresh
food items

Solution: Increasing
drive-thru and click and
collect services. Additionally,
operators are exploring hightech contactless solutions,
including employee-less stores

Solution: Partnerships
with last-mile delivery
platforms to quickly grow
e-commerce presence are
booming

TABLE 2: KEY LONG-TERM CHALLENGES AHEAD FOR THE UK FORECOURT RETAIL CHANNEL:
The UK Government’s
electric vehicle plan,
the ban on sales of
petrol and diesel cars in
2030, and the struggle
in EV implementation
in traditional forecourt
retailers’ offering

The balance between improving the
analysis of customers’ store-based
data and the establishment of a longterm e-commerce strategy will be a
challenge but prioritising operational
efficiency and making informed
omni-channel decisions will prove key
in helping optimised offering

*Definition: Euromonitor International
defines Forecourt Retailers as chained
or independent retail outlets with a
relatively small average selling space and
a primary focus on selling food, drinks,
tobacco, and other convenience-oriented
items. Forecourt retailers differ from
convenience stores in Euromonitor’s
definitions in that a forecourt retailer
must be located at a petrol/gas/service
station forecourt. Lottery tickets,
foodservice, and petrol sales are excluded
from Euromonitor’s coverage.

Consumer awareness
of sustainability issues in
grocery retailing is expected to
accelerate. Forecourt stores’
limited space and product
ranges will need to evolve and
make sustainable products and
packaging a key priority
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Harvest Energy will
be just one of the oil
companies exhibiting
at The Forecourt
Show 2021

SHOWING OFF
THE INDUSTRY
The Forecourt Show 2021 is scheduled to take
place at the NEC, Birmingham, from April 12-14

T

he UK’s biggest trade-only event
dedicated to the forecourt and
fuel market returns to the NEC,
Birmingham from April 12-14 2021. The
Forecourt Show will form part of the UK
Food & Drink Shows, encompassing
National Convenience Show, Farm Shop
& Deli Show, Food & Drink Expo, Foodex
and The Ingredients Show, making it
convenient to cover all aspects of your
forecourt in just one day.
Looking for a new fuel deal? Then
the oil companies will be out in force.
Already signed up for the 2021 show are
BP, Greenergy, Gulf, Harvest Energy, Jet,
Murco and Shell. Plus you’ll also meet a
whole host of other exhibitors including
TSG, Gilbarco Veeder-Root, Petroassist,
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Air Serv, Washtec, Eurotank Service
Group and Bever Innovations. And you
can catch up with the PRA on its stand.
In partnership with Forecourt Trader,
the hottest topics in the forecourt
industry will be discussed and debated
in The Retailer Hub, with the full
programme announced shortly.
WILLIAM REED ALLSECURE
William Reed has worked closely
with association partners, including
the Association of Event Organisers,
to develop industry-wide AllSecure
standards. William Reed AllSecure has
measures and guidelines put in place,
designed to provide the highest levels of
hygiene and safety.

TRADER OF
•THEFORECOURT
YEAR 2020

For 24 years, the Forecourt Trader
of the Year Awards have been the
most prestigious event in the UK
petrol retailing industry calendar,
which have provided a wonderful
stage for acknowledging
and rewarding the skills and
achievements in the sector and to all those who contribute to it.
The Forecourt Trader Awards have always been a ‘time out’ for
everyone involved in the fuel retailing sector as friends, colleagues
and like-minded retailers get together to network and enjoy the
party atmosphere.
While we may not be in the glamorous surroundings of a posh
London hotel for the 2020 Awards, we will still be recognising
and applauding the movers and shakers in our industry, and raising
a ‘virtual’ glass to their success on Thursday, January 14, 2021 at
6.30pm.
There’s no need to register to attend, simply go to
forecourttrader.co.uk at 6.30pm to see the winners.
In September 2021, it’s hoped the Awards will return to a top
London hotel. Watch this space...

These practical steps allow exhibitions
running as part of The UK Food & Drink
Shows, to operate safely. They also give
those attending The UK Food & Drink
Shows reassurance and confidence that
they are participating in an environment
that is effectively controlled, safe and
run according to official Government
and local authority guidance.
Measures include physical and
social distancing in accordance with
the latest Government advice, crowd
management protocol, a deep clean
of the venue prior to set-up, hand
sanitising stations throughout the event,
and the use of Track and Trace.
For more information go to:
www.forecourtshow.co.uk

@facewatch

Two Iconic Brands
Back Together
Ready to go the distance?
Contact your local Area Manager

Call 0345 456 6300
gulfoil.co.uk/retail

