Jaguar XK8/XKR Seminar –
Castle Bromwich – 14th April 2007
Since the launch in 1996 over 91,000 XK8/R models have been sold and as the model approaches its 10th
anniversary they are becoming a very popular second hand buy. Not only does the XK8/R have an illustrious
heritage and sporting pedigree but they offer the highest possible levels of performance, style, technology and safety.
In addition the XKR model offers the AJ-V8 Supercharged engine delivering 400 bhp and 408 lb ft torque, enough
for 0-60 mph in a fraction over 5 secs & more than 155 mph if you can find an unrestricted road!
The Seminar agenda looked very promising. Nigel Thorley opened
the day promptly at 08.30 followed by Mike Horlor giving an
introduction to the XK8 Forum on the JEC website. This is accessed
through www.xk8forum.co.uk but registration is required first
through the JEC website www.jec.org.uk
Due to the large number of attendees (around 45) it was necessary
to split into two groups for the morning sessions of; Overview of
Cars by Chris Piper; Marketing of Cars by Andrew Swift; XK Parts
by Julian Barratt (S.N.G. Barratt) and Vehicle Preparation with Tony
Ridge.
Eric with his XKR outside CB Tech Centre

For the Marketing Presentation Andrew Swift had a number of brochures from the original launch in 1996 through
to the last in 2005 for the XK 4.2 S; some of these were for sale but others such as the 2004 XKR 400 Limited
Edition and the 2005 XKR Carbon Fibre were advised as rare.
(Luckily not only have I got the Carbon Fibre XKR car but also the
brochure to go with it – no it’s not for sale!)
Julian Barratt enlightened us on the mass of spare parts available
through S.N.G. Barratt for the XK8/R models and many other Jaguars
also.
After a very ample buffet lunch we broke into two groups to attend
some workshop training sessions.
These proved enlightening for many as during the time we managed
to disassemble the top & front end of the AJ-V8 engine and replace
the chain tensioners and bring some of our cars onto the workshop
ramps for inspection and general discussion on brake pipes, exhaust
systems & rubber mounts to name a few.
The Club’s XK8 Prize Draw

Maybe the highlight of the day was the Cars & the Trade presentation by Jason Dawe of ITV’s Programme Usedcar
Roadshow and website www.usedcarroadshow.co.uk .
His presentation not only gave us an insight into both the art
of buying and selling but was given in a very entertaining
manner throughout.
Some tips from his presentation:
• Whether buying privately or thru a dealer the same rules
apply; except that a private seller is unable to offer Part ex,
Finance rates or Warranties which garages use as
negotiating tools. The only weapon the private seller has is
price, so take advantage.
• For many the thought of selling privately from home is
daunting, so their primary objective is to sell quickly and
as painlessly as possible.
Jason Dawe at the presentation

• The psychology of negotiation is that one party will always command more power than the other. The party with
the most power gets the best deal. Gaining this power can be simple if you know how.
• Inspecting the car in detail will provide information you can use to reduce its price. Point out to the seller any
work that needs doing and try to agree the likely cost to do it. Inspecting the car also establishes you as being
informed and of having a sound technical knowledge; the seller will begin to feel that they have to sell the
qualities of the car to you.
• When negotiating the person who does the most talking is also the weakest. So force the seller to talk more by
asking open questions. How long has it been for sale? Why are they selling? What are they replacing it with?
• Finding out, say, a new car is arriving on Monday gives you ammunition, knowing that the seller is desperate to
make space on the driveway and maybe needs the money in the bank.
• Refer back to the original advert; it may give clues to the seller’s state of mind. An advert that reads £15,500 ono
shows the seller is expecting to give a discount.
• Before you make your mind up, take time to summarise the details and remind the seller of your position. It
builds the sellers anticipation and reminds them that you are in charge.
• How you pay may influence the seller. Waving a wad of cash can have them salivating, although it can also make
you a target. Enough for a 10% deposit should suffice, as you still have all the identity checks to carry out yet.
• You are now ready to make the offer; be confident, be clear; look the seller in the eye and make your offer.
• Then STAY SILENT. The desire to fill the silence can be unbearable – but he who speaks first is lost!
• Remaining silent gives the seller just two options. Either Accept or make a Counter offer. In either case you have
not changed your position.
• If the seller looks like accepting the offer, hold your nerve and offer him your hand to confirm the deal. Often the
outstretched hand, the wad of cash & the prospect of no more strangers visiting the house is enough to
compensate for a price that is less than they hoped for.
• Make sure that any deal is confirmed in writing and don’t part with large sums of money until you have hold of
the vehicles paperwork.
• Always remember, selling a car is more daunting than buying one; so keep your cool and apply as much pressure
as is decent.
A few Golden Rules from the informative brochure available from the Seminar:
• Never buy a car in the dark or wet
• Never buy the first car you see
• Never spend more than you can afford (how many of us admit to that one!)
• Never make an offer unless you are happy with the car
• Never carry huge amounts of cash; a 10% deposit should suffice
• Never rush, the more time you take, the better the car you buy
• Never buy a car unless you have carried out an HPI check
(Visit www.hpicheck.com)
• On a lighter note; DOES IT FIT THE GARAGE!
Finally of course, one major benefit of seminars like this is to meet old colleagues and other owners of Jaguar cars
with the same passion and interests as you.
An excellent seminar, some useful information gathered and time to chat with colleagues over a pint (or two) in the
bar afterwards. Certainly one worth attending.

Eric Hoile

