Cox AUTOMOTIVE

2019 CAR BUYER
JOURNEY

KEY STATS // USED BUYERS

Used vehicle buyers are moving through the shopping process faster than ever
before and spending the majority of that time online.

CLIENT IMPLICATION: A well targeted online marketing strategy is critical where
you are reaching the right consumers, at the right time, with the right message.
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Cox Automotive’s Car Buyer Journey is a reoccurring study to monitor key changes in consumer vehicle buying behaviors. In the 2019 study, over 3,000 recent vehicle buyers participated (1,047 used buyers & 2,039 new buyers).

Results are weighted to accurately reflect the market.





