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GIVEYOUR CUSTOMERS THE ABILITY TO
DO SOME OF THE HARD WORK FOR YOU!*

By offering customers the ability to calculate payments and see how much
their trade is worth from your website, you're helping them understand what
kind of vehicle they can afford while providing some transparency into the
buying process.
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qJ An average consumer will spend

researching and shopping for a vehicle online.

83% OF CONSUMERS WANT TO
DO ONE OR MORE STEPS OF THE = $
AUTO PURCHASE PROCESS ONLINE -

And 7 out of 10 are more likely to buy from a dealership
if they can start the process online.

— 81% OF CONSUMERS WHO
PURCHASE USED VEHICLES
=  VISIT AT LEAST 2 WEBSITES.

Provide your customers with easy-to-use tools to start the
sales process while they're browsing inventory on your website -

*All rights reserved. Except as specifically noted herein, the source of the statistics is the “2020 Cox Automotive Car Buyer Journey,” which resulted from
a Cox Automotive sponsored survey of a random sample of 3,005 automotive customers late in 2019. Survey participation and responses were
voluntary. No customer was compensated for participation in the survey. Results were weighted to be representative of the larger population. Cox
Automotive and NextGear Capital do not claim they are representative of all customers. The survey results may not be indicative of future customer
behavior. The “2020 Cox Automotive Car Buyer Journey” is available at https://b2b.autotrader.com/app/uploads/2020-Car-Buyer-Journey-Study.pdf.
All advances made in California by NextGear Capital are made pursuant to NextGear Capital’s California Finance Lender License #603G505.

**This particular 90 minute statistic is from, “It's About Time: Streamlining In-Store Processes to Improve the Customer Experience” (Cox Automotive,

2014), which is available at https://b2b.autotrader.com/oem/wp-content/uploads/2015/11/TimeStudyWhitePaperFINAL11-7-14.pdf. All rights reserved.
Cox Automotive and NextGear Capital do not claim this is representative of all customers, nor indicative of future customer behavior.

SOURCES: “2020 Cox Automotive Car Buyer Journey” (Cox Automotive, 2020); “It's About Time: Streamlining In-Store Processes to Improve

the Customer Experience” (Cox Automotive, 2014) ©2020 Cox Automotive, Inc. All rights reserved.




