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JARDINE MOTORS GROUP

Liquidline were awarded the Jardine Motors Group coffee and vending contract 
in 2014 due to the innovative bean to cup coffee machines. Previously, JMG were 
using a widely known, capsule-based coffee system but wanted a premium, fresh 
bean coffee solution to enhance the customer experience.  

Jardine Motors Group is a leading vehicle retailer of new and used cars from 
some of the world’s largest and most prestigious manufacturers.  They represent 
more than 20 motor vehicle franchises in over 70 locations within the UK and 
trade under the name of Lancaster. Employing over 3,500 staff, their business 
services include new car sales, used car sales and aftersales. 

Jardine Motors Group is a leading franchised retail motor group in the UK, with 
an annual revenue of over £2 billion. Operating under the Lancaster brand, the 
Group represents Aston Martin, Audi, BMW, Ferrari, Harley-Davidson, Honda, Jaguar, 
Lamborghini, Land Rover, Lexus, Maserati, McLaren, Mercedes-Benz, Porsche, 
Toyota and Volkswagen brands through their dealership network of more than 
70 sites located throughout the UK. 



Jardine Motors Group also has motor retail operations in Hong Kong and China 
and is part of the Jardine Matheson Group, with headquarters in Hong Kong and 
whose other interests include Dairy Farm, Hong Kong Land, Astra International 
and the Mandarin Oriental Hotels Group.

Ultimately, their mission is ‘to be the best motor retailer as judged by you’ and 
they expect their supplier partners to help them achieve this goal.

Like many industries, the automotive industry has been significantly impacted 
by the internet. In years gone by, it was normal for customers to visit their local 
dealership and often, to continue to visit them for their entire lifetime. Today, 
people are not afraid to shop around. 

There are now so many online services available in fact, that customers don’t 
necessarily need to visit a dealership at all. This means that automotive groups 
need to be more responsive to customer needs than ever before and to give customers 
new reasons to visit showrooms and dealerships in person. 
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At Jardine Motors Group they understand that outstanding customer experience 
is an important way to do this and the showroom has to become a destination in 
its own right. 

The saying goes ‘You only get one chance to make a first impression’ and Jardine 
Motors Group have a genuine commitment to customer experience and realise 
that complimentary services like coffee and refreshments are a cost-effective 
way to enhance customer experience. 

Liquidline support Jardine Motors Group by offering a barista style coffee experience, 
within their dealerships. This means that prospective customers can enjoy delicious 
hot drinks whilst waiting to test drive new vehicles. With branded crockery, premium 
coffee, consumables and cups too, the coffee solution provided is of first-class 
quality and compliments the brands of vehicle on offer. 

The customer experience is equally important when considering returning customers, 
visiting for servicing or maintenance work. Being able to offer a high street style 
coffee experience, complete with biscuits and comfortable sofas almost transforms 
the routine job of getting the car serviced into a leisure experience and ensures 
customers return time and time again! 

Jessica has always been impressed with the level of customer service provided 
by Liquidline however, it was a business requirement to re-tender the contract in 
2016. Jardine Motors Group pride themselves on delivering unparalleled customer 
service and it was important to find a partner with the same commitment. 

Jessica says “I have always been impressed with Liquidline’s SLA’s and if we have 
ever had problems, they have sorted them out quickly. Liquidline are able to provide 
monthly management reports highlighting any sites with issues and allowing the 
response times to be monitored. If a machine cannot be fixed, Liquidline will 
supply the site with a temporary machine to ensure the supply of drinks is not 
interrupted. Both reactive and planned maintenance is part of the package along 
with consumable supplies.”

We are able to offer a range of different machines for the varying amounts space 
and requirements at each of the dealerships with the same quality of drinks. This 
along with the service we already provide to the group meant that we were successful 
in the tender for the second time.

If you would like to find out how we can help your business, get in touch via our 
website at www.liquidline.co.uk or give us a call on 0800 849 9110


