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HEADER
Why smart remarketing is the next competitive edge
BODY COPY
A vehicle’s value doesn’t end when the first lease contract expires. Indeed, this marks the start of an entirely new phase. The used car market is booming, outpacing new car sales by a significant margin, and a staggering 83% of fleet companies are already utilising or intend to incorporate used vehicles. Remarketing has therefore shifted, evolving from a behind-the-scenes operation into a key player in driving growth. KINTO is at the forefront of this change, reshaping end-of-lease vehicles into the cornerstone of flexible, cost-effective second-cycle mobility solutions.
SUBHEAD
From cost centre to profit engine
BODY COPY
Traditionally, remarketing meant disposing of assets as quickly as possible. KINTO takes a fundamentally different approach. By combining residual value expertise with data-driven pricing, we protect profitability and unlock new revenue streams. Turning what was once a cost into a genuine profit centre.
SUBHEAD
Three pillars of smart remarketing
BODY COPY
> Customer mobility
Strong remarketing feeds short-term, flexible mobility products with competitive pricing. From 24-month used leases to KINTO Flex and KINTO Share, we ensure that customers remain mobile throughout every stage of the vehicle lifecycle.
Residual Value Control
In a volatile market shaped by the energy transition, effective management of residual value is crucial. High-quality data and proactive defleet planning are essential strategies for safeguarding profit margins and expediting time-to-market.
Asset Monetisation
Why limit the sale of a vehicle to a single transaction when it can create value across multiple cycles? At KINTO we maximise total lifetime revenue by rotating vehicles through leasing, renting, and digital sales channels. 
SUBHEAD
One digital platform, full control
BODY COPY
KINTO is rolling out a single integrated system covering the entire remarketing chain: from inventory management and automated pricing to digital sales, including Click & Buy, auctions and package deals. The goal? Minimise stock turn time, maximise remarketing profit and enable active stock rotation across markets and channels.
SUBHEAD
The bottom line: remarketing is the future of fleet mobility.
BODY COPY
The shift from asset disposal to digital, customer-centric remarketing is not optional. It’s essential. AT KINTO we build dedicated teams for B2C digital sales, customer engagement and second-cycle mobility, ensuring that the experience of driving a used vehicle meets the same high standards as a new one. Whether through proactive defleet planning, more intelligent pricing strategies, or an effortless customer journey, we are transforming remarketing into a significant competitive advantage. How is your organisation capturing the second-cycle opportunity? Let’s discuss.
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