2022 Car Buyer Journey Study

Cox Automotive has been conducting the Car Buyer Journey Study for the past

13 years to determine key changes in consumer buying behavior. The extensive .
study is based on a survey of over 10,000 consumers who were in the market to--
purchase or lease a vehicle in 2022. Highlighted here are the main insights

revealed in this year’s Car Buyer Journey Study.
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Completing all steps of the financing journey online saves
2 hours at the dealership

More steps completed online = higher satisfaction and less time at the dealership
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Vehicle selection Considered both new
was limited and used vehicles
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6 80/ Consumer preference for online
o >\ purchasing continues to climb

o,
ggz/ci 68% of shoppers would do most or all of the purchase
OO/ online in the future, and 80% are open to buying entirely
O online (both metrics up significantly in the last year).
o,

27062/00 Omnichannel and e-commerce will grow,
and buyers will seek out websites with
these capabilities
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What shoppers will likely do next time

What buyers did in 2022
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Dealer website is the top site consumers envision themselves
using to purchase a vehicle entirely online in the future, with
OEM and third-party sites on the rise
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EV buyers purchase online to save time, while new
ICE buyers do so to avoid feeling pressured or rushed

80% of EV buyers (vs. just 61% of new vehicle ICE buyers) are likely to do all or
most of the purchase process online in the future, primarily because they want
L convenience, control, and ease.
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Put the Power of
Cox Automotive to
Work for You

Interested in seeing the full study?
Click here
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