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Dealer sentiment survey

Stock profile & pricing

• “It’s reassuring to see the overwhelming majority of dealers taking a calm and sensible view of 
their pricing strategies, despite the pressure they inevitably feel to get cash flowing back into 
their businesses.”

Auction intentions

• “Half of the dealers who responded were using online platforms prior to Covid-19, but there’s no 
doubt the lockdown has accelerated adoption amongst those yet to embrace digital auctions.”

Consumer behaviour

• “The pandemic has caused many consumer behaviours to change, or accelerated those already 
taking place. Automotive retail is not exempt from this shift.”

Business behaviour
• ‘It’s absolutely right that health is top of this list for dealers as we continue to navigate this global 

pandemic, but no surprise to see cashflow ranking a close second.”

In late May 2020, as dealers 
started their preparations to 
reopen in anticipation of an easing 
of Covid-19 lockdown measures, 
we invited them to share their 
thoughts about the future via our 
latest sentiment survey.

Their responses paint a valuable 
picture about the impact of Covid-
19 on their businesses and 
consumer behaviours. Here, we 
share the response to all the 
questions asked. For deeper 
analysis of the stories behind the 
data, please visit follow the links 
on the final page.

Philip Nothard, Customer Insight & Strategy Director at Cox Automotive



How will you be pricing your 
ƌĞƚĂŝů�ƐƚŽĐŬ�ĂƐ�ƌĞƐƚƌŝĐƟŽŶƐ�ůŝŌ͍

^ƚŽĐŬ�ƉƌŽĮůĞ�ĂŶĚ�ƉƌŝĐŝŶŐ

tŝůů�ǇŽƵƌ�ƐƚŽĐŬ�ƉƌŽĮůĞ�ĐŚĂŶŐĞ� 
ĂƐ�Ă�ƌĞƐƵůƚ�ŽĨ��ŽǀŝĚͲϭϵ͍

Hold firm 
across the 
board

54%

Implement 
reductions 
across the 
board

Waiting for 
market data 
before deciding

Don’t know

9%

33%

4%

/Ŷ�ǁŚĂƚ�ǁĂǇ�ǁŝůů�ǇŽƵƌ�ƵƐĞĚ� 
ĐĂƌ�ƐƚŽĐŬ�ƉƌŽĮůĞ�ĐŚĂŶŐĞ�ĂƐ� 
Ă�ĐŽŶƐĞƋƵĞŶĐĞ�ŽĨ��ŽǀŝĚͲϭϵ͍

^ŽƵƌĐĞ͗��Žǆ��ƵƚŽŵŽƟǀĞ�ĚĞĂůĞƌ�ƐĞŶƟŵĞŶƚ�ƐƵƌǀĞǇ͕�DĂǇ�ϮϬϮϬ

50%

31%
19%

Medium-long term

46% 48%

7%

Short-medium term

Don’t knowYes No

Increase used 
car stock 35%

Reduce used 
stock 24%

Review fuel 
type mix 15%

Review price 
profile 35%

Increase mix of 
lower priced cars 37%
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KŶĐĞ�ƌĞŽƉĞŶĞĚ͕�ŚŽǁ�ǁŝůů�ǇŽƵƌ�
ďƵƐŝŶĞƐƐ�ƵƐĞ�ƉŚǇƐŝĐĂů�ĂƵĐƟŽŶƐ͍

�ƵĐƟŽŶ�ŝŶƚĞŶƟŽŶƐ

,ĂƐ�ƚŚĞ�ůŽĐŬĚŽǁŶ�ĐŚĂŶŐĞĚ�ǇŽƵƌ�
ƵƐĞ�ŽĨ�ĚŝŐŝƚĂů�ĂƵĐƟŽŶƐ͍

Medium-long term

67%

4%

9%

13%

7%

13%

16%

9%

7%

56%

Short-medium term

Stay same
Stop using n/a

Increase
Decrease

52%

No – already 
using digital 
channels regularlyNo – no intention to use

7%
Unsure

4%

15%

Yes - was 
using but will 
now use more

Yes – but in 
the short 
term only, 
I/we will return 
to physical 
as soon 
as possible

20%
Yes – wasn’t 
using at all 
but am now/
will do now

2%

^ŽƵƌĐĞ͗��Žǆ��ƵƚŽŵŽƟǀĞ�ĚĞĂůĞƌ�ƐĞŶƟŵĞŶƚ�ƐƵƌǀĞǇ͕�DĂǇ�ϮϬϮϬ
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�Ž�ǇŽƵ�ďĞůŝĞǀĞ��ŽǀŝĚͲϭϵ�ǁŝůů�ĚƌŝǀĞ�
Ă�ĨƵŶĚĂŵĞŶƚĂů�ĐŚĂŶŐĞ�ŝŶ�ŚŽǁ�
ĐŽŶƐƵŵĞƌƐ�ĐŚŽŽƐĞ�ĂŶĚ�ƵƐĞ�ƚŚĞŝƌ�ĐĂƌƐ͍

�ŽŶƐƵŵĞƌ�ďĞŚĂǀŝŽƵƌ

tŚŝĐŚ�ŽĨ�ƚŚĞ�ĨŽůůŽǁŝŶŐ�ďƵǇĞƌ�
ďĞŚĂǀŝŽƵƌƐ�ĚŽ�ǇŽƵ�ďĞůŝĞǀĞ�ǁŝůů�ĐŚĂŶŐĞ�
ĂƐ�Ă�ĚŝƌĞĐƚ�ƌĞƐƵůƚ�ŽĨ��ŽǀŝĚͲϭϵ͍

Medium-long term

7%

Short-medium term

74%

22%

4%

35%

43%

22%

Don’t knowYes No

Car purchase as an 
alternative to public transport

76%
45%

Reduce number of 
cars owned

13%
18%

Preference for used 
over new

40%
24%

Downgrade vehicle 
(type, value, age)

38%
21%

Change of fuel type (petrol 
to AFV, AFV to diesel, etc)

29%
39%

Cautious attitude 
towards finance

42%
42%

Opt for subscription 
vs ownership

7%
13%

Medium-long termShort-medium term

^ŽƵƌĐĞ͗��Žǆ��ƵƚŽŵŽƟǀĞ�ĚĞĂůĞƌ�ƐĞŶƟŵĞŶƚ�ƐƵƌǀĞǇ͕�DĂǇ�ϮϬϮϬ
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WŽƐƚ�ůŽĐŬĚŽǁŶ͕�ǁŚĂƚ�ĂƌĞ�ǇŽƵƌ�
ŐƌĞĂƚĞƐƚ�ĐŽŶĐĞƌŶƐ�ĨŽƌ�ǇŽƵƌ�ďƵƐŝŶĞƐƐ͍

�ƵƐŝŶĞƐƐ�ƉĞƌĨŽƌŵĂŶĐĞ

dŚŝŶŬŝŶŐ�ĂďŽƵƚ�ƚŚĞ�ƌĞŵĂŝŶĚĞƌ�
ŽĨ�ƚŚŝƐ�ĐĂůĞŶĚĂƌ�ǇĞĂƌ͙

Will your business plan 
change in response 
to Covid-19? 

78%

11%
11%

Do you expect to 
return a profit? 

33%

24%
43%

Don’t knowYes No

1 Health of employees/customers

2 Cash flow

3 Reduced sales volumes

4 Entering into a recession

5 Further lockdown measures

6 Devaluation of stock assets

7 Ability to trade successfully with social distancing 
restrictions in place

8 Access to capital

^ŽƵƌĐĞ͗��Žǆ��ƵƚŽŵŽƟǀĞ�ĚĞĂůĞƌ�ƐĞŶƟŵĞŶƚ�ƐƵƌǀĞǇ͕�DĂǇ�ϮϬϮϬ
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Content links
Click through to read further insight outputs from this sentiment survey

Press releases

• Dealers to hold firm on used car prices

• Dealer sentiment points towards multi-channel future

• Cash flow and health dominate dealers’ concerns
Viewpoint

• Stock profile plans highlight the need for data and insight

• How changing consumer behaviours are guiding dealer business plans

https://www.coxauto.co.uk/latest-news/dealer-sentiment-survey/
https://www.coxauto.co.uk/latest-news/dealer-sentiment-points-towards-multi-channel-future/
https://www.coxauto.co.uk/latest-news/cash-flow-and-health-dominate-dealers-concerns/
https://www.coxauto.co.uk/latest-news/stock-profile-plans-highlight-the-need-for-data-and-insight/
https://www.coxauto.co.uk/latest-news/how-changing-consumer-behaviours-are-guiding-dealer-business-plans/



