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Navigating the changing world of POS finance 
Following what has been an exciting year for Barclays Partner Finance, our new report explores the changing state 
of point-of-sale finance. 
� 
The way we shop today looks very different to how it did twenty, ten, even five years ago. Mass migration online, the 
move towards contactless, and new out-of-town shopping parks are all marks of a generation that prioritises 
flexibility and convenience above all else. Retailers are having to work harder than ever to drive loyalty, increase sales 
and attract customers. 
 
As our consumer habits change, businesses are showing commitment to moving with the times, embracing new 
trends and nurturing deeper relationships with customers. 
� 
Point-of-sale finance is playing a significant role in this shift. Having established successful partnerships in the retail, 
motor, home improvement and leisure sectors, Barclays Partner Finance has also undergone a remarkable evolution 
in recent years. Introduced in 2018, Sign Anywhere marks a significant point in that evolution. With mobile access 
and one-click signing, Sign Anywhere gives customers a new level of convenience; flexibility and control, providing 
a seamless digital journey from start to finish. 
� 
We are proud of what we have achieved with our products to date. 2019 will see us continue to strive for excellence 
in point-of-sale, embracing innovation and new technologies. 
� 
Key insights are vital parts of this process, helping us understand the position of UK retail and its customers to pass 
on to our partners. We hope you find this report useful. 
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Why do people choose POS finance 
Here at Barclays Partner Finance, we keep the customer at the heart of everything we do. Our range of finance products have been created to suit all kinds of people. To understand what 
customers are looking for in a product, it’s important to first understand why people use point-of-sale finance. According to our research, convenience, ability to budget and value are the 
three most prominent reasons for consumers taking out store finance for their purchases.  
� 
Three-fiths of respondents (60%) took out finance to purchase furniture, making this the most popular product to buy on finance, second was cars at 37%. A staggering 54% of respondents 
say they wouldn’t have been able to make the same purchase if POS finance hadn’t been available. Availability of finance also allowed consumers to spend more (83%). 
� 
In many cases, how we use finance seems to reflect our demographic. Men (41%) are more likely than women (20%) to use finance to pay for electronics, whereas women (61%) are more 
likely to finance a furniture purchase than men (57%).   
� 
While it’s true that point-of-sale finance gives customers the freedom and confidence to make larger purchases over a period that suits them, the motivations behind choosing POS finance 
will vary from person to person. 

Top 4 reasons for choosing POS finance over another form of credit: 

47% 44% 41% 35% 
more convenient helps with  

budgeting 
good value easy to apply 
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54% 
of respondents wouldn't 
have been able to make 

the same purchase if 
POS finance wasn't 

available 

94% 
of respondents who had 
used POS finance said 
they would consider it 
for future purchases 

83% 
of respondents said 

purchasing with POS finance 
meant they were able to 

spend more overall by 
spreading the cost 

69% 
of people who used POS 
finance said it enabled 

them to buy the product 
sooner 

How has POS finance affected 
customer buying? 



Customer purchases  
using POS finance  
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The way we purchase is evolving 
Year by year, the way we buy is changing. With webrooming and showrooming trends on the rise (whereby the shopper views an item in-store and buys online or vice versa), we 
are more likely than ever to research large purchases. 
� 
According to our research,�online product reviews are by far the most trusted by customers (37%), followed by expert reviews (19%) and friends and family (15%). 
� 
In terms of how we’re searching for information, a great deal relies on our demographic – as well as what we’re buying. For home improvements, consumers are most likely to look 
on store websites (52%), use search engines (50%), or go in-store (46%) when planning their purchase. 
� 
Supporting the old adage of men not wanting to ask for directions, our research showed women (37%) are more likely to seek recommendations from friends and family than men 
(29%). Men are also more likely to research purchases via desktop, while women are more likely to use their smartphones. 
� 
As the way we purchase shifts and evolves, innovation and technology will remain key. Bringing clarity, speed and simplicity to the loan signing process, Sign Anywhere is a 
convenient way for your customers to review and sign their loan agreement on the device of their choice at any time. As far as our partners are concerned, using Sign Anywhere 
improves customer understanding and data accuracy. By providing a seamless digital journey it improves customer outcomes and helps drive sales.� 
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Sign Anywhere with  
Barclays Partner Finance 

Can be accessed on  
any device at any time 

Quick and easy to review  
and sign digitally  

Improved customer 
understanding reduces  
risk of complaints 

Easy to integrate into  
existing web services 

Improved data accuracy  
means fewer snags 

Supports multiple loan 
products:  
Motor conditional sale, PCP, 
Personal Loans, Buy Now Pay 
Later, Interest-free Credit 

A seamless purchasing journey is essential to your customers, to you and to 
us. With this in mind, Barclays Partner Finance have launched a digital 
application process called Sign Anywhere. We’ve made it easy for customers 
to understand and review their finance agreements on any device, at a time 
that suits them, before signing up with just a click. 
� 
Sign Anywhere is seamlessly simple: Buy, Apply, Confirm, Sign. Better still, the 
easy-to-read, bite-sized information minimises scrolling, making for a more 
efficient customer journey. 
� 
Now customers will know exactly what they’re signing up for - and you can be 
confident that you’re delivering better customer outcomes. 
  
 
 
-  Andy Sage, Senior Proposition Manager, Barclays Partner Finance 

“ 

” 



Drivers to purchase 

Our survey has revealed that the size of monthly payments is the single most 
important factor for customers when making the decision to buy (57%), 
followed by APR (50%). 
 
While it stands to reason that customers want to get their hands on their 
purchases fast, affordability remains a huge factor - particularly as budget-
conscious Gen Z comes of age. People want purchases that fit into their lives 
and don’t mind spending a little more on interest and ⁄ or spreading payments 
over a longer time frame to keep monthly payments low.  
 
Our survey showed that 18-24 year olds are far more concerned about their 
monthly payment levels (53%) than APR (38%), suggesting younger 
demographics care more about what they can afford each month, and less 
about total loan amounts and interest levels. 
 
This highlights the importance of clearly displaying representative monthly 
payment amounts in your signage, sales aids and promotional materials – 
anywhere the customer might encounter the offer in store and online. 
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Where are consumers most likely to 
research their purchases? 

Most respondents will be using a laptop or smartphone 
for researching their next purchase, indicating the 

importance of responsive buying journeys that work 
across all device types. 



Opportunities for your business  
Research like this gives our clients the insight they need to decide which tools, technology and services will benefit their customers most. 
� 
Driven by positive experiences, 94% of respondents said they would probably or definitely use POS finance again. Recommendations play a big part in these positive 
experiences with 43% of women trusting online reviews, wihile 23% of men trust expert advice. This represents a clear opportunity for brands to promote finance options 
across their website and social media channels, incentivising and driving online customer reviews.  
� 
Monthly payment amounts are the most important factor in deciding affordability (57%), followed by APR % (50%), and the loan amount (39%). Deposit amount was 
lowest overall on the list of priorities.  
� 
Only 17% of respondents indicated they took out finance based on the explanation from the salesperson. It’s also worth noting that just 35% of respondents chose finance 
because it was easy to apply. Sign Anywhere aims to push that figure up, enhancing the user journey by making the application process easier. 
 
Ultimately, the most important thing is ensuring that a variety of payment options are available. One in 10 of respondents said they would spend less if finance was 
unavailable, with 27% saying they would move onto another store, signifying the importance of POS finance to maximise your sales potential. 
 
According to our research, 87% of respondents were already aware that finance products were available in-store when they made their purchase. This shows that stores are 
doing a great job of advertising point-of-sale finance and highlights the importance of showcasing offers. For maximum impact, retailers should look to advertise products 
and offers both in-store and via marketing efforts. Investing in staff training, digital, TV and print is key, with mobile a particular area of interest - allowing customers to 
receive offers of interest when as they walk through the door. 
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Improving visibility of POS finance 

Competitor gains 
27% of respondents said if POS 
finance hadn't been available they 
would have gone to another store 
which did offer it 

20% of respondents said 
they would have bought a 
cheaper product in store if 
finance wasn’t available 

Partner Finance 

9% of people 
didn’t know 
POS finance 
was available 
 

9% were worried 
they would be 
declined for  
POS finance 
 

Only 17% of respondents 
indicated they took  
out finance based on  
the explanation from  
the salesperson 



Next steps… 

Partner Finance 

Make sure your customers know you offer POS Finance: 
According to our research nearly one in 10 (9%) weren't aware the POS finance was available, which could mean lost sales. Therefore for maximum impact, you�should look to 
advertise products and offers both in-store and via marketing efforts. Investing in staff training, digital and print is key, with mobile a particular area of interest – allowing customers 
to receive offers of interest when as they walk through the door. 
 
Offer great service and initiatives: 
It’s not all about price - it’s about value. In today’s competitive marketplace, brand reputations are made and broken by customer service and by 2020, customer experience is 
predicted to overtake price and product as the differentiator to beat (*1). 
 
Engage with shoppers: 
Another effect of the digital revolution, social influencers and online reviews are having a profound effect on the way we shop. Think about how you can engage with shoppers and 
fans of your brand. Personalising the experience is a great way to surprise and delight customers to encourage social sharing. 
 
Create an actual showroom: 
Making space where potential customers are encouraged to try out your products and connect with them in unexpected or non-traditional ways can help to drive interest in your 
business or product. For example high street retailers are installing coffee shops which invite customers to stay longer.� 
� 
Keep customers engaged after they leave the store: 
Don’t wait for customers to return, keep in touch with regular (but not too regular) emails. And give them them a reason to return with highly-personalised offers and discounts. 

Now you have some understanding of your customers what are the next steps? 



The future of POS finance 
POS remains a powerful driving force in retail. Those who offer it see an increase in sales and those who use it report overwhelmingly positive experiences - in fact, 94% of 
respondents said they would probably or definitely use store finance again. 
  
Going forward, the adoption of innovation, new technologies and data will remain pivotal in the future of POS, as businesses commit to boosting retail growth through 
customer intelligence and improved service. 
 
Today’s shoppers value more than just price. Take time to learn more about your customers; who are they? What are they buying? How are they paying? Gathering as much 
information as you can on your customer base will help you deliver the stellar, personalised in-store and online joined up experiences they crave!  
  
It’s worth paying attention to those who choose to avoid POS finance.  A number of respondents (29%) said they haven’t taken out finance because they want to avoid debt, 
18% said it was because it is too expensive, and 22% simply haven‘t needed it yet. Then there are those that didn’t know it was available, those who thought the process too 
complicated and those who were worried they would be declined. Brands and POS providers will need to invest in educating and convincing consumers with this mindset, 
particularly as budget-conscious Generation Z comes of age. 
  
Sharing our knowledge and drawing on the expertise of our business partners, BPF are committed to meeting the challenge set by the current state of UK retail. We are 
confident that Sign Anywhere will be a huge stepping stone for businesses in 2019, helping retailers sell to their customers quickly, efficiently and on their own terms. 

Partner Finance 



Barclays Partner Finance – Who we are 
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Customer Confidence Purchase Power Leading on Conduct 

Focused on Customers Going Forward Together Invested in the Future 

Barclays Bank PLC is a leading UK provider of point-of-sale finance building successful 
partnerships with businesses across the UK. We offer trusted, competitive personal finance 
options to thousands of happy customers. 
� 
A little flexibility can go a long way. Whether your customer is buying furniture to make their 
first house a home or a motorhome for a retirement adventure, our in-store finance products 
give them the freedom and confidence to go ahead and make life’s important purchases. 
� 
With a range of POS products to meet a host of different client and customer needs, our 
point-of-sale credit solutions help our clients grow their customer base and drive sales. 
� 
Our team work hard to understand both customer and client needs and ensure good 
customer outcomes are priority. We are committed to evolving alongside the changing needs 
of customers in the retail sector. Innovation, use of technology and data are core to our future 
business strategy in making it easier for our clients to sell and their customers to buy. 




