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B u I n To help marketers understand the behaviours of today's
y g Autos consumers and purchasing a car online, Facebook

commissioned a study with Dynata and spoke with those

I = who have purchased an automobile within the past 12
C a rs 0 n I n e months or had intended to do so within the next 12 months.

Below we highlight the UK top stats from the report.

- 66%

consumers do most
research before visiting
the dealership

60%

of people aged 18-39
believe that buying a
car completely online
is realistic (and 58%
are spending over 30k)

to do the test drive person helped 83%
from home ‘ ‘ make a decision
buying their car
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42%

of those who were

helped by a salesperson
hnﬂ’—\ at the dealership ended
up spending more.

. )

43%

find negotiating
thrilling

31%

want to negotiate
remotely
(47% of 18-34yr)

34% prefer home delivery . . . . 4 out Of 1 O
/\(42% of younger buyers) E E E E buyers visited the

social profile of the
dealership to get a
clear understanding
of what the
dealership is like

Source: “Auto eCommerce Study” (Facebook-commissioned online study of 1,014 Auto Buyers and Intenders ages 18+,
UK, August-September 2020 @ °



