
Stage Summary

I'm researching different mobility solutions and vehicles to determine what my business needs and can afford. I am evaluating the Toyota brand and the mobility solutions it offers

Business Customer Needs (all audiences)

Micro Needs EV Micro Needs

SME Customer Needs

Micro Needs EV Micro Needs

Fleet Manager Customer Needs

Micro Needs EV Micro Needs

User Chooser Customer Needs

Because User Choosers are selecting from their employer's shortlist, their needs are lower in the Discovery Phase, but they will still want to research the vehicle's benefits and test drive it

Insights

Customer Pain Points EV Customer Pain Points

Business Pain Points (all audiences)

SME Pain Points

Fleet Manager Pain Points

User Chooser Pain Points

Stage Summary

I'm finalising my choice, deciding on the best contract and finance options for my business, and completing the steps to confirm my order or subscription

Business Customer Needs (all audiences)

Micro Needs EV Micro Needs

SME Customer Needs

Micro Needs EV Micro Needs

Fleet Manager Customer Needs

Micro Needs EV Micro Needs

User Chooser Customer Needs

Insights

Customer Pain Points EV Customer Pain Points

Business Pain Points (all audiences)

SME Pain Points

Fleet Manager Pain Points

User Chooser Pain Points

Stage Summary

I want to ensure a smooth and seamless experience for getting the vehicle or mobility solution to my business or employees. I'm seeking clear communication on status, handover process, and all the essential details

Business Customer Needs (all audiences)

Micro Needs EV Micro Needs

SME Customer Needs

Micro Needs EV Micro Needs

Fleet Manager Customer Needs

Micro Needs EV Micro Needs

User Chooser Customer Needs

Insights

Customer Pain Points EV Customer Pain Points

Business Pain Points (all audiences)

SME Pain Points

Fleet Manager Pain Points

User Chooser Pain Points

Stage Summary

I'm ready to start using the vehicle or mobility solution for my business. I want to know how to use it cost-effectively and to make the most of all the features

Business Customer Needs (all audiences)

Micro Needs EV Micro Needs

SME Customer Needs

Micro Needs EV Micro Needs

Fleet Manager Customer Needs

Micro Needs EV Micro Needs

User Chooser Customer Needs

Insights

Customer Pain Points EV Customer Pain Points

Business Pain Points (all audiences)

SME Pain Points

Fleet Manager Pain Points

User Chooser Pain Points

Stage Summary

My business is using the vehicle or mobility solution, and my employees and I want to stay connected, informed, and supported throughout the process of usership

Business Customer Needs (all audiences)

Micro Needs EV Micro Needs

SME Customer Needs

Micro Needs EV Micro Needs

Fleet Manager Customer Needs

Micro Needs EV Micro Needs

User Chooser Customer Needs

Insights

Customer Pain Points EV Customer Pain Points

Business Pain Points (all audiences)

SME Pain Points

Fleet Manager Pain Points

User Chooser Pain Points

Stage Summary

I want to keep the vehicle in good condition and working cost-effectively and easily

Business Customer Needs (all audiences)

Micro Needs EV Micro Needs

SME Customer Needs

Micro Needs EV Micro Needs

Fleet Manager Customer Needs

Micro Needs EV Micro Needs

User Chooser Customer Needs

Insights

Customer Pain Points EV Customer Pain Points

Business Pain Points (all audiences)

SME Pain Points

Fleet Manager Pain Points

User Chooser Pain Points

Stage Summary

I need to get my business vehicle back in good working order. I'm looking for a swift resolution and reliable support to get me or my employees back on the road with confidence

Business Customer Needs (all audiences)

Micro Needs EV Micro Needs

SME Customer Needs

Micro Needs EV Micro Needs

Fleet Manager Customer Needs

Micro Needs EV Micro Needs

User Chooser Customer Needs

Insights

Customer Pain Points EV Customer Pain Points

Business Pain Points (all audiences)

SME Pain Points

Fleet Manager Pain Points

User Chooser Pain Points

Stage Summary

I'm considering changing my vehicle or mobility solution and want to understand my options, the best time to make a change, and the associated costs. I want to feel valued and get the best value for my business

Business Customer Needs (all audiences)

Micro Needs EV Micro Needs

SME Customer Needs

Micro Needs EV Micro Needs

Fleet Manager Customer Needs

Micro Needs EV Micro Needs

User Chooser Customer Needs

Business Pain Points

Customer Pain Points EV Customer Pain Points

Business Pain Points (all audiences)

SME Pain Points

Fleet Manager Pain Points

User Chooser Pain Points

Stage Summary

Foundational business needs that apply across all stages of the journey and for all interactions the business customer has with Toyota

Business Customer Needs (all audiences)

Micro Needs EV Micro Needs

SME Customer Needs

Micro Needs EV Micro Needs

Fleet Manager Customer Needs

Micro Needs EV Micro Needs

User Chooser Customer Needs

Micro Needs EV Micro Needs

Business Pain Points

Customer Pain Points EV Customer Pain Points

Business Pain Points (all audiences)

SME Pain Points

Fleet Manager Pain Points

User Chooser Pain Points

1. Discovery

1. Discovery

Why should I consider a
vehicle or mobility
solution from Toyota
for my business?

What does Toyota
offer in terms of
mobility solutions
and models that is
suitable for my
business?

How does Toyota
compare to the
competition?

I want to work with a
mobility partner that
has a good
reputation 

Is Toyota the right
brand for alternative
fuels eg., BEV?

Which vehicles are the
right tools for my
business?

Which vehicles are
right for my business
needs (which body
styles/features)?

What powertrain is
right for my
business, and why?

How does this model
compare with other
models?

What is the budget for
my business?

What is within my
business budget?

What would be the
value of trading in
current vehicles?

Which finance
product is right for
me?

As I research, I want
to clearly
understand costs
and any fees (e.g.,
delivery, admin
charges)

Can my business
afford to transition
to EVs?

What is the most cost-
effective solution for
my business?

I need to understand
pricing options and
the total cost of
ownership (TCO) or
usership

I want protection
against financial
risks, such as vehicle
theft, damage, or
unexpected
expenses

I need to minimise
fuel consumption for
cost-efficiency of
operating the
vehicle(s)

Does my business
need to purchase a
vehicle? What are
the alternatives?

I want to understand
the key benefits of the
vehicles or mobility
solution for my
business

What are the model
features and
performance /
technical
specifications?

What are the key
benefits of this
powertrain?

Is this model the
right BEV for my
business?

I want to select the
right vehicles or
mobility solution for
my business

I want to know what
is available now or in
the longer term

I want to
configure/build a
vehicle tailored to
my business needs

What customisation
options are
available?

I want a clear and
transparent
explanation of the
full offer, including
all services and
financing options

I want to know about
relevant deals

I need to understand
how a mobility
solution like KINTO
leasing can meet my
needs

What support can I
get?

I want transparent
and relevant
information to guide
me

I want to speak with
an expert who can
help me choose the
right mobility
solution for my
business

I want to understand
how I can combine
KINTO with other
services

I want help
understanding how
EVs can fit into my
business and
support with
charging
infrastructure and
related challenges

I want to experience
the vehicle or vehicles

I want to test drive
the vehicle when
and where it suits
me

I want to get a feel
for what it's like to
drive this vehicle

I want a guided test
drive that highlights
its most relevant
features

I want to easily find a
parking space at the
Retailer

If I am considering
an electrified
vehicle, I want to be
shown how to drive
and charge it most
efficiently

1. Discovery

Why should I consider a
vehicle or mobility
solution from Toyota
for my business?

Does Toyota have
the expertise I need
to support my
business?

Which vehicles are the
right tools for my
business?

If I am a sole trader, I
need a vehicle that
works for my
business and my
personal life

I want to reduce my
business'
environmental
impact and
contribute to a more
sustainable future

Is an EV right for my
business? I need to
know how range and
charging will work
for me or my
employees

What is the most cost-
effective solution for
my business?

I want to be
confident that I'm
making financially
sound decisions for
my business

I want to understand
the key benefits of the
vehicles or mobility
solution for my
business

I want a vehicle that
projects the right
image for my
business

I want to ensure the
safety and security
of my employees
and equipment

1. Discovery

Why should I consider a
vehicle or mobility
solution from Toyota
for my business?

Does Toyota have
the expertise I need
to support me in my
role as fleet
manager?

Which vehicles are the
right tools for my
business?

I want the flexibility
to choose vehicles
from different
manufacturers to
meet diverse fleet
needs

I want to
demonstrate a
commitment to
environmental
responsibility and
sustainability
through fleet
choices

I want to effectively
transition to electric
vehicles (EVs) and
manage the
charging
infrastructure

If I choose an
electrified vehicle, I
need to know how
range and charging
will work for me or
my employees

What is the most cost-
effective solution for
my business?

I want to reduce
capital expenditure,
minimise total cost
of ownership (TCO)
or usership, and
deliver a return on
investment (ROI) for
fleet investments

I want to maximise
fleet uptime,
improve vehicle
utilisation, and
enhance driver
productivity

I want to understand
the key benefits of the
vehicles or mobility
solution for my
business

I want to prioritise
the safety and well-
being of drivers,
providing them with
safe and
comfortable vehicles

I need to have
flexibility in how my
business uses its
vehicles

I want to select the
right vehicles or
mobility solution for
my business

I want to ensure fleet
decisions align with
overall corporate
strategy, CSR goals,
and long-term
objectives

I want to ensure
compliance with
regulations, mitigate
risks (e.g., grey
fleet), and maintain
a safe and
responsible fleet

What support can I
get?

I want to leverage
technology and
innovative solutions
to improve fleet
efficiency, safety,
and sustainability

I want access to
knowledgeable
experts who can
provide guidance
and support on fleet
management best
practices

I want to stay
informed about the
latest trends and
innovations in fleet
management and to
be prepared for
future challenges

I want to experience
the vehicle or vehicles

As a Fleet Manager, I
want to evaluate and
test drive the
vehicle(s) through a
centralised NMSC
point of contact

1. Discovery

1. Discovery

Why should I consider a
vehicle or mobility
solution from Toyota
for my business?

What does Toyota
offer in terms of
mobility solutions
and models that is
suitable for my
business?

How does Toyota
compare to the
competition?

I want to work with a
mobility partner that
has a good
reputation

Is Toyota the right
brand for alternative
fuels eg., BEV?

Which vehicles are the
right tools for my
business?

Which vehicles are
right for my business
needs (which body
styles/features)?

What powertrain is
right for my
business, and why?

How does this model
compare with other
models?

What is the budget for
my business?

What is within my
business budget?

What would be the
value of trading in
current vehicles?

Which finance
product is right for
me?

As I research, I want
to clearly
understand costs
and any fees (e.g.,
delivery, admin
charges)

Can my business
afford to transition
to EVs?

What is the most cost-
effective solution for
my business?

I need to understand
pricing options and
the total cost of
ownership (TCO) or
usership

I want protection
against financial
risks, such as vehicle
theft, damage, or
unexpected
expenses

I need to minimise
fuel consumption for
cost-efficiency of
operating the
vehicle(s)

Does my business
need to purchase a
vehicle? What are
the alternatives?

I want to understand
the key benefits of the
vehicles or mobility
solution for my
business

What are the model
features and
performance/technical
specifications?

What are the key
benefits of this
powertrain?

Is this model the
right BEV for my
business?

I want to select the
right vehicles or
mobility solution for
my business

I want to know what
is available now or in
the longer term

I want to
configure/build a
vehicle tailored to
my business needs

What customisation
options are
available?

I want a clear and
transparent
explanation of the
full offer, including
all services and
financing options

I want to know about
relevant deals

I need to understand
how a mobility
solution like KINTO
leasing can meet my
needs

What support can I
get?

I want transparent
and relevant
information to guide
me

I want to speak with
an expert who can
help me choose the
right mobility
solution for my
business

I want to understand
how I can combine
KINTO with other
services

I want help
understanding how
EVs can fit into my
business and
support with
charging
infrastructure and
related challenges

I want to experience
the vehicle or vehicles

"I want to test drive
the vehicle when
and where it suits
me "

I want to get a feel
for what it's like to
drive this vehicle

" I want a guided test
drive that highlights
its most relevant
features"

I want to easily find a
parking space at the
Retailer

If I am considering
an electrified
vehicle, I want to be
shown how to drive
and charge it most
efficiently

40% say they struggle
to stay informed

Future of Fleet Report,
Shell, 2018

22% say limited driving
range is a concern
when considering an
electric van

"Electric Trade off",
Confused.com survey,
electricaltimes.co.uk,
2025

Higher overall cost of
hire purchase or leasing
compared to buying
outright

KINTO Leasing
Behaviours and
Decision Making
Debrief, CSR Research
for KINTO UK, 2022

Tying up money in
vehicles that could be
used for investment in
other aspects of the
business

KINTO Leasing
Behaviours and
Decision Making
Debrief, CSR Research
for KINTO UK, 2022

Managing short-term
capacity peaks is a pain
point

The Rise of Subscription
Models: Revolutionizing
Truck Ownership
(Germany), CapGemini,
2024

1/3 of respondents
cited power supply
infrastructure as one of
their biggest
challenges for fleet
electrification

Van Report, Logistics
UK, 2023

46% don’t see EVs as a
suitable alternative for
commercial use, citing
performance concerns

Driver Research,
Samsara, 2024

Average electric van
prices are 50% more
expensive than diesel

 Zero Emission Van
Plan, BVRLA,2024

26% say cost of
maintenance is a
concern when
considering switching
to an electric van

"Electric Trade off",
Confused.com survey,
electricaltimes.co.uk,
2025

The time required to
charge EVs is a
significant concern,
potentially impacting
productivity

Global Automotive
Consumer Study,
Deloitte, 2025

Cost pressures are
prompting customers
to explore
shorter mileages and
maintenance-free
contracts

Leasing Outlook
Report, BVRLA, 2025

High acquisition costs
are a barrier for 37% to
using EVs

The Rise of Subscription
Models: Revolutionizing
Truck Ownership
(Germany), CapGemini,
2024

Absence of electric
pick-ups and off-road
4x4s is a major
stumbling block to
achieving zero
emissions

State of the Nation
Report, The Association
of Fleet Professionals
(UK), 2025

62% said high costs are
a barrier to using truck
subscription models

The Rise of Subscription
Models: Revolutionizing
Truck Ownership
(Germany), CapGemini,
2024

Concerns about the
resale value of EVs
makes fleet managers
hesitant to invest in
them

Global Automotive
Consumer Study,
Deloitte, 2025

Adapting to restrictive
ICE vehicle policies is a
top challenge for 34%
of fleet managers

Fleet & Mobility
Barometer, Global
Report, Arval Mobility
Observatory, 2024

34% would find
external support and
advice helpful in the
transition to new
technologies and
vehicle types

Future of Fleet Report,
Shell, 2018

 Increasing fuel prices
contributing to rising
operational costs

Fleet Pain Points,
podstar.co.uk blog,
2025

64% of fleets say cost
reduction is their
number one strategic
priority

 Industry Outlook
Report, BVRLA,2025 

Fleet electrification is a
top challenge for 35%
of fleet managers

Fleet & Mobility
Barometer, Global
Report, Arval Mobility
Observatory, 2024

34% said high purchase
prices are barriers to EV
adoption

Fleet & Mobility
Barometer, Global
Report, Arval Mobility
Observatory, 2024

47% of fleet managers
are concerned about
the high cost of
implementing new
digital solutions and
about the challenge of
integrating them with
existing IT systems and
processes

Four Key Trends in Fleet
Management, Webfleet
Global Survey,
FleetEurope.com, 2025

Cost pressure on fleet
budgets caused by
inflation in vehicle
prices, lease rentals,
interest rates and
insurance premiums

The 9 major issues
facing fleets in 2025,
Fleet Europe, 202

36% say lack of
charging infrastructure
is a barrier to EV
adoption

Fleet & Mobility
Barometer, Global
Report, Arval Mobility
Observatory, 2024

Concerns about the
resale value of EVs may
make fleet managers
hesitant to invest in
them

Global Automotive
Consumer Study,
Deloitte, 2025

2. Purchase / Subscribe

2. Purchase / Subscribe

What Toyota products
can I take advantage
of?

I want to easily see
Toyota's different
contract types and
mobility solutions,
along with their
terms and
conditions

I want to easily see
Toyota's available
finance options

I want to easily see
Toyota's available
insurance products

I want a package
that covers all my
needs

I want to finalise my
decision

I want to understand
coverage included in
the contract (e.g.,
insurance,
maintenance,
warranties, specific
accessories such as
winter tyres)

I need visibility of
contract length
options and how
factors like mileage
affect the total price

I want to negotiate
the best package for
my business

I want to customise
the vehicle(s) to my
business needs

I want to know
vehicle wait times
before ordering

I want options on
the size of deposits
to keep monthly
payments down

I want to be
protected from
depreciation of
assets

I want to understand
the trade-in process

What can I do with
legacy vehicles?

I want to understand
vehicle trade-ins and
the value of any
vehicles I have to
trade in

How can I transact
securely?

When I decide, I
want to understand
how to finalise my
order

I want to reserve my
vehicle(s) or mobility
solution

I want a seamless
process between
online (where I am
researching) and
offline (where I can
purchase)

I want to understand
the key benefits of the
vehicles or mobility
solution for my
business

I need transparency
on contractual
requirements and
constraints

I want to know what
happens if I am
unsatisfied or let
down by the
product. What are
the SLAs?

I want to know what
my peers say about
the brand and
product

I want to ensure that
the vehicle(s) or
mobility solution
selected helps me
future- proof as the
business grows

2. Purchase / Subscribe

I want to understand
the key benefits of the
vehicles or mobility
solution for my
business

I need to speak to
someone,
particularly if I am
selecting several
vehicles

2. Purchase / Subscribe

I want to finalise my
decision

I need to gain buy-in
from key
stakeholders (e.g.,
board members,
employees) for fleet
decisions

I want to know the
vehicle supplier's
ESG credentials,
code of conduct,
and standards

2. Purchase / Subscribe

What Toyota products
can I take advantage
of?

What options are
available to me as a
user chooser?

I want to finalise my
decision

I want to understand
the available options
and make my choice

I want to understand
the tax implications
and BIK impact of my
choice

I need to understand
the process of
selection and
receiving the vehicle

What is available in
my budget?

I want to know
vehicle wait times
before ordering

As I research, I want
to clearly
understand costs
and any fees (e.g.,
delivery, admin
charges)

I want reassurance that
I'm making the right
decision

I'm looking at a
leasing site but need
more information on
the vehicle or a
specification that is
unavailable from the
leasing site

2. Purchase / Subscribe

What Toyota products
can I take advantage
of?

I want to easily see
Toyota's different
contract types and
mobility solutions,
along with their
terms and
conditions

I want to easily see
Toyota's available
finance options

I want to easily see
Toyota's available
insurance products

I want a package
that covers all my
needs

I want to finalise my
decision

I want to understand
coverage included in
the contract (e.g.,
insurance,
maintenance,
warranties, specific
accessories such as
winter tyres)

I need visibility of
contract length
options and how
factors like mileage
affect the total price

I want to negotiate
the best package for
my business

I want to customise
the vehicle(s) to my
business needs

I want to know
vehicle wait times
before ordering

I want options on
the size of deposits
to keep monthly
payments down

I want to be
protected from
depreciation of
assets

I want to understand
the trade-in process

How can I transact
securely?

When I decide, I
want to understand
how to finalise my
order

I want to reserve my
vehicle(s) or mobility
solution

I want a seamless
process between
online (where I am
researching) and
offline (where I can
purchase)

I want to understand
the key benefits of the
vehicles or mobility
solution for my
business

I need transparency
on contractual
requirements and
constraints

I want to know what
happens if I am
unsatisfied or let
down by the
product. What are
the SLAs?

I want to know what
my peers say about
the brand and
product

I want to ensure that
the vehicle(s) or
mobility solution
selected helps me
future- proof as the
business grows

Having to predict
mileage up front and
be charged if I go over
limits

KINTO Leasing
Behaviours and
Decision Making
Debrief, CSR Research
for KINTO UK, 2022

What to do with an old
and well-used vehicle
with specific
customisations

Van Report, Logistics
UK, 2023

61% of respondents feel
pressured by OEMs to
take EVs

 Industry Outlook
Report 2025, BVRLA,
2024

Inflexibilty on the offer:
Fleet Managers expect
to be able to negotiate
and improve the offer

Toyota Corporate Sales
Team, 2025

67% believe the current
charging infrastructure
isn’t up to scratch for
commercial needs

Driver Research,
Samsara, 2024

User-choosers may be
concerned about the
range of EVs, especially
if they drive long
distances for work

Global Automotive
Consumer Study,
Deloitte, 2025

3. Delivery

3. Delivery

I want clarity around
the order and delivery
process

I want to track the
progress of my
order(s)

I want to arrange my
delivery date, time,
and location (to my
business directly or
at the Retailer)

I want to know what
happens if there is a
delay and if an
alternative vehicle or
compensation will
be provided

What do I need to do or
learn before using the
new vehicle(s) or
mobility service?

I want to learn about
the features of my
vehicle and related
services

How do I prepare my
business for new EVs?

I want to understand
the process and
requirements for
home charger
installation(s)

I need a smooth
rollout of charging
capability at
multiple locations

I want the option to
lease home charging
infrastructure to
avoid high upfront
costs

If I am considering
Toyota HomeCharge,
I need to understand
the home charger's
lifespan and if it is
compatible with
other EVs

I want to make a
change to my contract
or order

How can I change an
order or duration of
the contract (any
product or service)?

I access my vehicle(s) /
mobility solution and
other products and
services

I want clear
instructions on the
practicalities of the
handover—where,
when, and who

I want support if
there is a fault with
my vehicle(s) on
delivery

I want my vehicle(s)
to be configured to
my business needs
and all
customisations
made

3. Delivery

What do I need to do or
learn before using the
new vehicle(s) or
mobility service?

I want to create an
account or add my
vehicle

I want to finalise my
insurance

How do I prepare my
business for new EVs?

I want to understand
the charging
infrastructure my
business will need

I want to make a
change to my contract
or order

While waiting for my
vehicle(s), I want to
ensure as much as
possible is
connected upfront

3. Delivery

I want clarity around
the order and delivery
process

I need to know if the
vehicles are
available, if they
match my
requirements (match
ratio), and if the ETA
will be met

I want to have a clear
view of all contracts
and costs while my
business is waiting
for vehicles

What do I need to do or
learn before using the
new vehicle(s) or
mobility service?

I need to
communicate to new
drivers that their
vehicle will be
available

How do I prepare my
business for new EVs?

I want to understand
the charging
infrastructure
required, including
whether home
chargers can be
installed at my
business's premises
or employees'
homes

I need home
chargers that are
compatible with
multiple brands

I want to make a
change to my contract
or order

I need flexibility if
my business needs
additional vehicles

3. Delivery

How do I prepare my
business for new EVs?

Can I get a home
charger installed at
my home?

I need to know the
basics of charging
and what it will cost
me

3. Delivery

I want clarity around
the order and delivery
process

I want to track the
progress of my
order(s)

I want to arrange my
delivery date, time,
and location (to my
business directly or
at the Retailer)

I want to know what
happens if there is a
delay and if an
alternative vehicle or
compensation will
be provided

What do I need to do or
learn before using the
new vehicle(s) or
mobility service?

I want to learn about
the features of my
vehicle and related
services

How do I prepare my
business for new EVs?

I want to understand
the process and
requirements for
home charger
installation(s)

I need a smooth
rollout of charging
capability at
multiple locations

I want the option to
lease home charging
infrastructure to
avoid high upfront
costs

If I am considering
Toyota HomeCharge,
I need to understand
the home charger's
lifespan and if it is
compatible with
other EVs

I want to make a
change to my contract
or order

How can I change an
order or duration of
the contract (any
product or service)?

I access my vehicle(s) /
mobility solution and
other products and
services

I want clear
instructions on the
practicalities of the
handover—where,
when, and who

I want support if
there is a fault with
my vehicle(s) on
delivery

I want my vehicle(s)
to be configured to
my business needs
and all
customisations
made

Delays to delivery are a
pain point

KINTO Leasing
Behaviours and
Decision Making
Debrief, CSR Research
for KINTO UK, 2022

Insufficient public
charging options can
limit the operational
flexibility of EV fleets

Global Automotive
Consumer Study,
Deloitte, 2025

44% have no charging
points at business
premises

Fleet & Mobility
Barometer, Global
Report, Arval Mobility
Observatory, 2024

Not enough kerbside
chargers for car and
van drivers who do not
have off-street parking

The 9 major issues
facing fleets in 2025,
Fleet Europe, 2025

4. Early Days

4. Early Days

I want the vehicle(s) to
be ready to drive and to
meet expectations

I need the vehicle(s)
to be what I wanted
and to meet
expectations in
terms of vehicle
performance,
equipment, and
comfort

I want early usage
support

I want to find out as
much about my vehicle
as I can

I want cost-effective
charging options

I want to understand
the real cost of
different charging
options

I want to know which
charging partners
are available, both at
home and abroad,
and where charging
points are located

I want to know how
long different
charging options
take

4. Early Days

I want the vehicle(s) to
be ready to drive and to
meet expectations

I want to be able to
see information
about the vehicle's
usage

When I enter my
vehicle, I want all my
services to be active
and personalised as
I pre-configured
them

I want the charging
card and the
charging cables to
be easily visible and
ready to use

I want early usage
support

I want support if I
get stuck during
early usage of my
vehicle or mobility
solution

I want access to
support if I have an
issue with charging

I want to find out as
much about my vehicle
as I can

I want guidance on
how to get the most
out of my vehicle

I want to know how
to charge my vehicle
(both privately and
publicly) and receive
guidance through
the charging
experience

I want cost-effective
charging options

I need easy
reimbursements of
home charging
expenses for my
employees

4. Early Days

I want the vehicle(s) to
be ready to drive and to
meet expectations

I want no future
issues or worries
about the vehicle or
mobility services

I want early usage
support

I need a dedicated
contact to quickly
address any issues
or questions that
arise

I want support for
drivers if they have
an issue with
charging

I want cost-effective
charging options

I need easy
reimbursements of
home charging
expenses for my
employees

4. Early Days

I want the vehicle(s) to
be ready to drive and to
meet expectations

I want to be able to
see information
about the vehicle's
usage

When I enter my
vehicle, I want all my
services to be active
and personalised as
I pre-configured
them

I want the charging
card and the
charging cables to
be easily visible and
ready to use

I want early usage
support

I want support if I
get stuck during
early usage of my
vehicle or mobility
solution

I want access to
support if I have an
issue with charging

I want to find out as
much about my vehicle
as I can

I want guidance on
how to get the most
out of my vehicle

I want to know how
to charge my vehicle
(both privately and
publicly) and receive
guidance through
the charging
experience

4. Early Days

I want the vehicle(s) to
be ready to drive and to
meet expectations

I need the vehicle(s)
to be what I wanted
and to meet
expectations in
terms of vehicle
performance,
equipment, and
comfort

I want early usage
support

I want to find out as
much about my vehicle
as I can

I want cost-effective
charging options

I want to understand
the real cost of
different charging
options

I want to know which
charging partners
are available, both at
home and abroad,
and where charging
points are located

I want to know how
long different
charging options
take

First leasing invoice is
different from the
agreed terms of the
lease

Toyota Corporate Sales
Team, 2025

5. Steady Ownership / Usership

5. Steady Ownership / Usership

I want to stay
connected with my
business's vehicle(s)

I want my vehicle(s)
to effortlessly run
the latest software

I want to easily
access my vehicle's
data to see the
charge status and
health of my
vehicle(s)

I want access to
accurate and
insightful data to
track the
performance of my
vehicle(s) and its use
by my employees

I need to efficiently
manage multiple
RFID charging cards,
with clear visibility
and control of home,
public, and
workplace charging

I want to activate or
deactivate charging
cards and assign
them to employees
or drivers

I want my business to
get the most out of
usership

I want personalised
recommendations
on how to get the
most out of my
ownership or
usership experience

I want to manage my
finances and costs

I want to enjoy
value-added
services and benefits
for my business

I need to meet my
business's CO2
goals

I want to improve the
driving experience

I want peace of mind
while my business is
using the vehicle

I want to keep myself
informed

I want transparency
and control over my
data and the ability
to update my
consent at any time

I want to stay
informed about the
latest updates on EV
offerings

I want to be supported

As a business
customer, I have a
higher potential
value and more
complex needs than
a private customer,
and I want that to be
recognised with a
higher level of
service

I want easy feedback
options or for the
system to
automatically
understand my
needs

I want to extend or buy
new services or
accessories

I want to understand
how my usage or
drivers' usage
patterns impact my
contract, including
forecasted mileage

I want the flexibility
to update my
contract at any time

I want to understand
how to optimise or
change my mobility
solution or finance
package

5. Steady Ownership / Usership

I want to stay
connected with my
business's vehicle(s)

I need to know how
to access my
vehicle(s) in
emergency
situations, for
example, with
Digital Key

I want to easily
manage my charging
schedule and charge
my vehicle remotely

I want peace of mind
knowing my
vehicle(s) is ready
and that convenient
charging solutions
are available on the
road

I want my business to
get the most out of
usership

I want to select my
destination and
receive personalised
suggestions eg.,
charging locations
and points of
interest

I want to easily
activate temporary
services or order
accessories

I want to improve the
driving experience

I want to easily plan
my trips

I want to understand
and optimise my
driving behaviour
and that of my
employees,
particularly for EV
driving

I want to see public
charging options
when needed and
the benefits of those
suggestions

I want to understand
how long charging
will take and how
much it will cost

I want to keep myself
informed

I want to know how
connected features
can improve my
experience

I want to be supported

I want to learn about
unused features

I want regular check-
ins from Toyota to
ensure satisfaction
and identify any
emerging needs

I want a single point
of contact if I
experience a
problem with public
charging

I want to extend or buy
new services or
accessories

I want to easily
renew my insurance

I want to buy
accessories for my
vehicle(s)

5. Steady Ownership / Usership

I want to stay
connected with my
business's vehicle(s)

I want access to data
on vehicle usage,
fuel efficiency, and
maintenance history
to optimise fleet
performance and
identify potential
cost savings

I want to maintain
control over fleet
operations and have
clear visibility of key
performance
indicators and ROI

I need to
conveniently track
and manage
multiple chargers
while easily
managing user
permissions and
access levels

I want data and
insights on EV
performance and
efficiency

I want my business to
get the most out of
usership

I want to receive
value-added
services and benefits
for my business

I want to use fleet
benefits and CSR
initiatives to attract
and retain top talent

I need to compare
the TCO in-life to the
TCO quoted in the
tender

I want to be supported

I need simple
updates to help
manage the fleet of
vehicles

I want support with
compliance-related
tasks, such as
tachograph data
management and
driver safety training
resources and tools

I want simple and
streamlined cost
monitoring and
invoicing processes

I want a simple
process for oversight
of energy usage and
efficient
management of
home charging
reimbursements

I want to extend or buy
new services or
accessories

I want to easily
renew my insurance
contract(s)

5. Steady Ownership / Usership

I want to stay
connected with my
business's vehicle(s)

I need to know how
to access my vehicle
in emergency
situations, for
example, with
Digital Key

I want to easily
manage my charging
schedule and charge
my vehicle remotely

I want peace of mind
knowing my vehicle
is ready and that
convenient charging
solutions are
available on the road

I want my business to
get the most out of
usership

I want to select my
destination and
receive personalised
suggestions eg.,
charging locations
and points of
interest

I want to easily
activate temporary
services or order
accessories

I want to improve the
driving experience

I want to easily plan
my trips

I want to understand
and optimise my
driving behaviour,
particularly for EV
driving

I want to see public
charging options
when needed and
the benefits of those
suggestions

I want to understand
how long charging
will take and how
much it will cost

I want to keep myself
informed

I want to know how
connected features
can improve my
experience

I want to be supported

I want to learn about
unused features

I want a single point
of contact if I
experience a
problem with public
charging

I want to extend or buy
new services or
accessories

I want to buy
accessories for my
vehicle(s)

5. Steady Ownership / Usership

I want to stay
connected with my
business's vehicle(s)

I want my vehicle(s)
to effortlessly run
the latest software

I want to easily
access my vehicle's
data to see the
charge status and
health of my
vehicle(s)

I want access to
accurate and
insightful data to
track the
performance of my
vehicle(s) and its use
by my employees

I need to efficiently
manage multiple
RFID charging cards,
with clear visibility
and control of home,
public, and
workplace charging

I want to activate or
deactivate charging
cards and assign
them to employees
or drivers

I want my business to
get the most out of
usership

I want personalised
recommendations
on how to get the
most out of my
ownership or
usership experience

I want to manage my
finances and costs

I want to enjoy
value-added
services and benefits
for my business

I need to meet my
business's CO2
goals

I want to improve the
driving experience

I want peace of mind
while my business is
using the vehicle

I want to keep myself
informed

I want transparency
and control over my
data and the ability
to update my
consent at any time

I want to stay
informed about the
latest updates on EV
offerings

I want to be supported

As a business
customer, I have a
higher potential
value and more
complex needs than
a private customer,
and I want that to be
recognised with a
higher level of
service

I want easy feedback
options or for the
system to
automatically
understand my
needs

I want to extend or buy
new services or
accessories

I want to understand
how my usage or
drivers' usage
patterns impact my
contract, including
forecasted mileage

I want the flexibility
to update my
contract at any time

I want to understand
how to optimise or
change my mobility
solution or finance
package

Drivers have to
download various
applications and claim
back parking and
charging costs

EV Fuel Cards – How
Will They Influence Your
Fleet’s Future?, IAM
Road Smart, 2022

EVs moving to a
different driver and
needing to move the
home charger too

Tackling the Challenges
of EV Transitions,
Automotive Fleet.com,
2021

Van drivers are more
than twice as likely to
use their mobile
phones while driving as
all other types of
drivers

 "Over half of UK van
drivers admit to using a
mobile phone whilst
driving", IAM Road
Smart, 2024

One in five (20%)
commercial drivers are
affected by mental
health

Driver Research,
Samsara, 2024

A quarter of a fleet’s
entire expenditure is
allocated to fuel; the
more fuel wasted, the
more money wasted

The Top 5 Challenges
Faced By Fleet
Managers,
Michelin.com, 2025 

EV Van charging speed
lags behind EV cars

 Zero Emission Van
Plan, BVRLA, 2024

84% of drivers reported
experiencing a near-
miss due to distraction
in the last year

Behind the Wheel:
Distracted Driving in
Physical Operations UK
& Ireland, Samsara
Driver Research, 2025

Rapid public charging
is up to 25% more
expensive compared to
petrol/diesel per mile

Zero Emission Van Plan,
BVRLA, 2024

Keeping up with
regulatory
requirements demands
vigilance, often
requiring a substantial
allocation of resources

Top Pain Points For
Fleets in 2024, allthings
supplychain
(https://allthingssupplychain.com)
, 2024

Up to 30% of vans have
to be charged at peak
times on the most
expensive charging
points

Voice of the Customer
forum, LEX Autolease,
2025

Without data to
demonstrate the ROI of
new vehicles or
technologies, it's
challenging to justify
fleet investments to
senior management

The Future of CRM:
Exploiting the Future
Potential of Fleet Data,
CapGemini, 2022

Fleet managers have to
log in for each car or
driver separately to get
relevant insights

Toyota Fleet Value
Proposition, Accenture,
2024

71%  get feedback from
their workforce about
the need for greater
investments in safety
and security

Building for the Next
Generation: Workforce
Trends in Physical
Operations, Samsara,
2024

Time-consuming and
complex manual
processes for handling,
activating,
deactivating, and
reallocating RFID
charging cards

Toyota Fleet Value
Proposition, Accenture,
2024

Fleet managers lack
complete visibility and
control over charge
points, hindering
effective management

Toyota Fleet Value
Proposition, Accenture,
2024

Managers are being
told to cut costs, but
also must try to keep
safety as a top priority

Fleet Managers: How to
Overcome Most
Common Pain Points,
Fleet Summit, 2024

Difficulty in controlling
and differentiating
charging costs across
home, public, and
workplace locations

Toyota Fleet Value
Proposition, Accenture,
2024

No ability to monitor
which charging cards
are active and their
usage status across the
fleet

Toyota Fleet Value
Proposition, Accenture,
2024

6. Maintenance (Scheduled)

6. Maintenance (Scheduled)

I want my business's
vehicle(s) to be in good
condition

I want to be notified
when and which
service is due based
on time and mileage

I want to understand
the benefits of
servicing my vehicle
within the Toyota
network versus an
independent one

I want my vehicle's
software to be up to
date

I want home
charger(s) to remain
in working order

I want to manage my
maintenance contracts

I want to easily track
my servicing plan
status

I want to understand
warranty coverage

I want a servicing
plan tailored to my
business's needs

I want to control my
servicing costs

I need vehicle
downtime to be kept to
a minimum

I want quick and
convenient servicing

If my business has a
negative experience,
I expect my issues to
be addressed
promptly

I want replacement
vehicle(s) that can
meet the needs of
the business

I want to know if and
how long I'll be
without my vehicle

I want any work done
to be easy and
transparent

I want to easily reach
my service advisor if I
have questions

I want to feel
confident that my
business's vehicle(s)
are in good hands

I want to be
informed about the
costs and what's
included upfront

I want battery health
checked and the
results
communicated at
the time of service

I want to browse
additional products
during the service
or check

6. Maintenance (Scheduled)

I want my business's
vehicle(s) to be in good
condition

I want to book
service
appointments when
and how I choose

I want to easily
change
appointments if
needed

I want any work done
to be easy and
transparent

While waiting at the
Retailer, I would like
Wi-Fi access and a
comfortable
experience

I want my business
vehicle returned
washed and cleaned

I want to browse
additional products
during the service or
check

I want advice on
useful additional
accessories

6. Maintenance (Scheduled)

I want my business's
vehicle(s) to be in good
condition

I want to track which
vehicles in my fleet
need to be serviced
and when, based on
time and mileage

I want any work done
to be easy and
transparent

I want access to a
network of service
centres convenient
for my team's
locations

I want to easily reach
a service advisor if I
have questions

6. Maintenance (Scheduled)

I want my business's
vehicle(s) to be in good
condition

I want to book
service
appointments when
and how I choose

I want to easily
change
appointments if
needed

I want any work done
to be easy and
transparent

I want to know how
to claim back
expenses from
maintenance

I want to browse
additional products
during the service or
check

I want advice on
useful additional
accessories

6. Maintenance (Scheduled)

I want my business's
vehicle(s) to be in good
condition

I want to be notified
when and which
service is due based
on time and mileage

I want to understand
the benefits of
servicing my vehicle
within the Toyota
network versus an
independent one

I want my vehicle's
software to be up to
date

I want home
charger(s) to remain
in working order

I want to manage my
maintenance contracts

I want to easily track
my servicing plan
status

I want to understand
warranty coverage

I want a servicing
plan tailored to my
business's needs

I want to control my
servicing costs

I need vehicle
downtime to be kept to
a minimum

I want quick and
convenient servicing

If my business has a
negative experience,
I expect my issues to
be addressed
promptly

I want replacement
vehicle(s) that can
meet the needs of
the business

I want to know if and
how long I'll be
without my vehicle

I want any work done
to be easy and
transparent

I want to easily reach
my service advisor if I
have questions

I want to feel
confident that my
business's vehicle(s)
are in good hands

I want to be
informed about the
costs and what's
included upfront

I want battery health
checked and the
results
communicated at
the time of service

I want to browse
additional products
during the service or
check

Aging vehicles require
more maintenance,
with diesel vans being
kept longer due to the
ZEV mandate

The 2025 Diesel Van
Shortage,
fleetcheck.co.uk, 2025

Expensive vehicle
maintenance
contributing to rising
operational costs

Fleet Pain Points,
podstar.co.uk blog,
2025

Downtime for
maintenance can cost
the business money in
lost productivity

Fleet Pain Points,
podstar.co.uk blog,
2025

Ensuring regular
maintenance is
undertaken, including
vehicle roadworthiness
checks, and
documented

The Top 5 Challenges
Faced By Fleet
Managers,
Michelin.com, 2025

Technicians with the
right skills, particularly
for Electric vehicles,  are
in short supply

State of the Nation
Report, The Association
of Fleet Professionals
(UK), 2025

7. Repair (Unscheduled)

7. Repair (Unscheduled)

I want to resolve an
issue with a vehicle
(repair)

I want vehicle
damage fixed or
technical issues
resolved

I want to schedule
an appointment with
my preferred Retailer

I want a clear
explanation and
documentation of
the work to be done

I want to understand
and control the cost
of repair

Which vehicles are the
right tools for my
business?

I want a dedicated
contact number for
immediate
assistance for myself
or my drivers

I want my vehicle to
automatically
contact emergency
services and share
my location in an
accident or
emergency

I want to be notified
quickly when
vehicles have faults
and be guided to the
next best step

I want dedicated
support for myself or
my drivers if I
encounter a problem
with charging

What is the budget for
my business?

I want quick and
convenient repairs

If I have a negative
experience, I expect
my issues to be
addressed promptly

I want a replacement
vehicle(s) that can
meet the needs of
my business

I want to know the
estimated repair
time and receive
status updates

What is the most cost-
effective solution for
my business?

I want clear
guidance on how to
make an insurance
claim

7. Repair (Unscheduled)

I want to resolve an
issue with a vehicle
(repair)

I want in-vehicle
problem-solving
assistance

What is the most cost-
effective solution for
my business?

I want my vehicle
returned washed
and cleaned after a
repair

7. Repair (Unscheduled)

Which vehicles are the
right tools for my
business?

I want clear
processes for
accidents and fires
for my drivers e.g.,
how to access
roadside assistance

What is the most cost-
effective solution for
my business?

I want to ensure
repaired vehicles are
safe for my drivers

7. Repair (Unscheduled)

I want to resolve an
issue with a vehicle
(repair)

I want in-vehicle
problem-solving
assistance

What is the most cost-
effective solution for
my business?

I want my vehicle
returned washed
and cleaned after a
repair

7. Repair (Unscheduled)

I want to resolve an
issue with a vehicle
(repair)

I want vehicle
damage fixed or
technical issues
resolved

I want to schedule
an appointment with
my preferred Retailer

I want a clear
explanation and
documentation of
the work to be done

I want to understand
and control the cost
of repair

Which vehicles are the
right tools for my
business?

I want a dedicated
contact number for
immediate
assistance for myself
or my drivers

I want my vehicle to
automatically
contact emergency
services and share
my location in an
accident or
emergency

I want to be notified
quickly when
vehicles have faults
and be guided to the
next best step

I want dedicated
support for myself or
my drivers if I
encounter a problem
with charging

What is the budget for
my business?

I want quick and
convenient repairs

If I have a negative
experience, I expect
my issues to be
addressed promptly

I want a replacement
vehicle(s) that can
meet the needs of
my business

I want to know the
estimated repair
time and receive
status updates

What is the most cost-
effective solution for
my business?

I want clear
guidance on how to
make an insurance
claim

Process of getting a
vehicle repaired can be
more frustrating than
the actual repair costs

Managing Fleets, SG
Fleet, 2023

Unexpected
breakdowns can
disrupt activities,
resulting in costly
delays and repairs

The Top 5 Challenges
Faced By Fleet
Managers,
Michelin.com, 2025 

Lengthy processes for
insurance claims 

The Top 5 Challenges
Faced By Fleet
Managers,
Michelin.com, 2025

Soaring repair costs
and wait times caused
by parts shortages

How the European Car
Parts Shortage is
Hitting Taxi and Private
Hire Trade,
taxiplus.co.uk, 2024

EV repair costs can be
even higher other
vehicles

Fleets Face
Dramatically Higher
Crash Repair Costs,
Especially for Evs, Fleet
Europe, 2025

8. Time to Change

8. Time to Change

I want to know when I
should change my
vehicle(s)

I need clear
communication in
advance of the
contract end date,
including options,
procedures, and
potential costs

I want to receive
promotions or deals
that suit my
business's needs

I want to compare
my current vehicle's
cost with the total
cost of usership of a
new vehicle(s)

I want to understand
my options when it's
time to change my
vehicle(s)

I want to customise
my final choice with
different packages
and services, while
clearly
understanding the
financial impact of
those changes

What shall I do with
my current
vehicle(s)?

I want to renew or
adjust my business
insurance coverage
or add another
driver

I want a streamlined
process for vehicle
returns and
replacements

I want guidance on
how to save money
or explore different
mobility solutions

I want to understand
if a different
powertrain, such as
a BEV, would be
suitable for my
business needs

I want to exchange my
business's current
vehicles

I want a convenient
and fast vehicle
swap at a time and
place that works
best for me

I want to minimise
administrative tasks
and start my new
contract as smoothly
as possible

I want to disable the
connected link(s)
from my previous
vehicle(s) and app to
protect privacy

If I'm replacing
vehicles, I need a
seamless transition
to minimise
disruption to my
team's operations

I want to feel valued as
a loyal or current
business customer

I want to feel known
and recognised as
an existing business
customer

I want to know that
my past relationship
and loyalty are
valued

I want to know the cost
of renewing my current
contract(s)

I need to know if I
can extend the lease
if needed or
purchase the
vehicles, and what
the costs associated
with each option are

I want to avoid
financial surprises
when returning my
vehicle

My business should
be rewarded for
maintaining good
battery health and
for positive driving
behaviour of EVs

8. Time to Change

8. Time to Change

I want to know when I
should change my
vehicle(s)

I want to track who
has which vehicle in
my business and
when they can
change their vehicle

I want to know how
to reallocate a
vehicle to a different
driver

I want to understand
my options when it's
time to change my
vehicle(s)

I want flexible fleet
solutions that can
adapt to changing
business needs and
market conditions

I want to exchange my
business's current
vehicles

If I'm returning the
vehicles, I need a
transparent and fair
assessment of their
condition to
determine any
excess wear and tear
charges

8. Time to Change

I want to understand
my options when it's
time to change my
vehicle(s)

I want to understand
the tax and BIK
implications of a
new vehicle

I want to know the cost
of renewing my current
contract(s)

I should be rewarded
for maintaining
good battery health
and for positive
driving behaviour of
my EV

8. Time to Change
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vehicle(s)

I need clear
communication in
advance of the
contract end date,
including options,
procedures, and
potential costs

I want to receive
promotions or deals
that suit my
business's needs

I want to compare
my current vehicle's
cost with the total
cost of usership of a
new vehicle(s)

I want to understand
my options when it's
time to change my
vehicle(s)

I want to customise
my final choice with
different packages
and services, while
clearly
understanding the
financial impact of
those changes

What shall I do with
my current
vehicle(s)?

I want to renew or
adjust my business
insurance coverage
or add another
driver

I want a streamlined
process for vehicle
returns and
replacements

I want guidance on
how to save money
or explore different
mobility solutions

I want to understand
if a different
powertrain, such as
a BEV, would be
suitable for my
business needs

I want to exchange my
business's current
vehicles

I want a convenient
and fast vehicle
swap at a time and
place that works
best for me

I want to minimise
administrative tasks
and start my new
contract as smoothly
as possible

I want to disable the
connected link(s)
from my previous
vehicle(s) and app to
protect privacy

If I'm replacing
vehicles, I need a
seamless transition
to minimise
disruption to my
team's operations

I want to feel valued as
a loyal or current
business customer

I want to feel known
and recognised as
an existing business
customer

I want to know that
my past relationship
and loyalty are
valued

I want to know the cost
of renewing my current
contract(s)

I need to know if I
can extend the lease
if needed or
purchase the
vehicles, and what
the costs associated
with each option are

I want to avoid
financial surprises
when returning my
vehicle

My business should
be rewarded for
maintaining good
battery health and
for positive driving
behaviour of EVs

Delays in the delivery of
new vehicles negatively
impact a team's
productivity

How to Buy a Van for
your Small Business,
SimplyBusiness.co.uk,
2024

EVs moving to a
different driver and
needing to move the
home charger too

Tackling the Challenges
of EV Transitions,
Automotive-Fleet.com,
2021

Large balloon
payments if you want to
keep the vehicle

KINTO Leasing
Behaviours and
Decision Making
Debrief, CSR Research
for KINTO UK, 2022

Being charged for
damage on leased
vehicles

KINTO Leasing
Behaviours and
Decision Making
Debrief, CSR Research
for KINTO UK, 2022

Lack of transparency
throughout the end-of-
lease process makes it
difficult to plan
effectively

How to Buy a Van for
your Small Business,
SimplyBusiness.co.uk,
2024

A rigid return process
with limited drop-off
locations or
inconvenient
procedures can cause
issues

How to Buy a Van for
your Small Business,
SimplyBusiness.co.uk,
2024

Hidden fees and
charges at the end of
the lease, such as for
excess mileage or wear
and tear

How to Buy a Van for
your Small Business,
SimplyBusiness.co.uk,
2024

Rising insurance costs
add financial pressure

Car Insurance up 20% in
Germany due to
Expensive Repairs, Fleet
Europe, 2024

Going beyond the lease
period due to late
delivery of the new
vehicle creates
additional workload
and costs

Toyota Corporate Sales
Team, 2025

Disagreements over the
vehicle's condition and
the resulting charges

How to Buy a Van for
your Small Business,
SimplyBusiness.co.uk,
2024

Declining residual
values for used cars
across europe

Residual Value
Outlook, Autovista24
Group, 2025 

Over half of SMEs have
concerns about
securing funding for
their business

SMEs Face Mounting
Financial Pressures in
2025,
BusinessVans.co.uk,
2025

Foundational

Foundational

I want to have an easy,
seamless experience

I want to work with a
reliable and
trustworthy provider
who can deliver on
their promises

I want to know how
Toyota will use my
data

I want Toyota's
website or app to be
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Toyota Business Customer Needs Blueprint
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