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Introduction

Providing a great experience for car shoppers—and one that ultimately boosts profits
for you—is about having a solid understanding of their needs and wants. This ebook

will help you do just that.

To better understand current and emerging car shopping needs, Cox Automotive
conducted a study of 2,502 U.S. adults ages 18 to 65 who are the decision makers
about vehicle purchases for their household.

In the study, we asked consumers to
‘indicate your agreement with these
statements, but put yourself 10
years in the future, and think about
how your life and the world may
have changed.”

In this ebook, we'll use the study’s
key findings to look into the future.
We'll learn the top five trends that will
impact consumers’ purchasing power
and how consumers may prefer to

shop, buy and own vehicles. Plus,
we’ll share how your dealership can
help meet the needs of car buyers—
today and tomorrow.




What’s on Consumers’ Minds

When we asked car buyers to think about their needs in 10 years, they
indicated that these five macrotrends will influence future purchasing
behavior.

Shifting Priorities

Shopping trends will change as consumers start to
rethink how they use products and how they shop
for them. Flexibility and convenience will be a priority
for these shoppers—expect to see more purchases
completed using an omnichannel approach,
combining online and in-store purchase steps.

63% will be comfortable buying a vehicle online on

. . B O
a vehicle manufacturer website

The study indicated

that many of these key

trends are of even higher

importance to younger

buyers—meaning the

60% would purchase a vehicle without a test drive percentage of buyers

if given a specified window to make returns with no concerned about these

guestions asked issues will only continue
to increase over time.

61% will be comfortable buying a vehicle online on
a well-known automotive website



Redefining Affordability

According to the study, consumer attitudes toward how they spend their money will
shift in the next decade. For many, affordability will be about “what do | want to afford,”
instead of “what can | afford.”

62% will be willing to indulge on a vehicle if it makes them feel good
and improves their quality of life

1895 higher among Gen Z/Millennial consumers vs. Gen X/Boomers

53% wil only purchase from brands or dealerships with excellent
customer service

17% higher among Gen Z/Millennial consumers vs. Gen X/Boomers .

52% will spend more on a vehicle if the brand or dealership
provides a personalized experience

17 % higher among Gen Z/Millennial consumers vs. Gen X/Boomers
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Trust & Transparency

In an age of data breaches and cyber fraud, privacy and protection are at the top of
consumers’ minds—and, based on the study, people will expect companies they
trust to prioritize privacy and protection over profit.

7 7% will only share information with companies that are transparent about how their
data is protected

72% won't purchase from companies that aren’t transparent about data usage

68% agree it will be harder for companies to earn their trust compared to in the past
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Artificial Intelligence & Automation

Artificial intelligence (Al) and automation technology is already having an impact
on consumer behavior and their expectations. In 10 years, we'll see a growing
number of shoppers—especially among Gen Z and Millennials—feel at ease
with the use of these tools in the car buying process.

will be comfortable with banks analyzing more than
traditional financial info to get a better interest rate or loan terms

A4% will trust Al over a salesperson to analyze their history and
make vehicle recommendations

305 higher among Gen Z/Millennial consumers vs. Gen X/Boomers

41% will trust Al over a human underwriter to analyze finances
when applying for automotive loan

359 higher among Gen Z/Millennial consumers vs. Gen X/Boomers

Cox



Social Responsibility

Especially among Gen Z and Millennials, more people today expect
businesses to move toward a greener, more inclusive and more
equitable world. That trend continues into the next decade.

65% will pay attention to the environmental impact of their purchases

Closely divided among Gen Z/Millennial consumers vs. Gen X/Boomers

57% will pay close attention to companies that support and address
social/environmental issues when deciding what to purchase

30% higher among Gen Z/Millennial consumers vs. Gen X/Boomers y

55% will seek out brands that have diverse and inclusive
representation and marketing

3595 higher among Gen Z/Millennial consumers vs. Gen X/Boomers
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The Future of Buying and Owning

How consumers may prefer to shop for,
buy and own vehicles in 10 years

Looking to the future, one thing is clear: The car buying landscape is going to change.
With changing purchase behaviors, new consumer interests and evolving technology,
dealerships will need to adapt and evolve to meet shoppers’ new preferences in 10 years.

As for ownership options, most consumers plan to follow the current payment models:
all cash, a loan or a traditional lease. But microleasing and car subscriptions are
becoming more intriguing to consumers. A quarter of the total surveyed are looking to
move toward these options in the future, while one in three Gen Z and Millennial car
buyers are interested in these new ownership models.

The Future Car Buying Landscape O

Omnichannel experience
« Traditional Dealership: 30%

- Experience Center, e.g. Tesla: 13%

E-commerce
 Direct to consumer from
the car manufacturer: 14%

+ Online vehicle marketplace: 10%
+ Online dealership: 10%
Other

« Cross-brand superstore: 8%
- Concierge service: 6%

Online peer-to-peer marketplace

430/ of car buyers are more likely to use an omnichannel
o approach to make their vehicle purchase
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5 Ways to Meet Consumer Needs —
for Today and Tomorrow

Shifting Priorities

Make it easy for car buyers to purchase from you, no matter which
path they take. With an omnichannel approach to retail, you can meet consumers
wherever they are in their buying journey—and pick up right where they left off.

This streamlined retail solution powered by connected data enables a consistent
journey flow without the friction and restarts that frustrate everyone. Enable shoppers
and sellers to view the same deal details in real time—whether they’re together in the
showroom or working together remotely—so everyone stays in sync.

Clark Fable X
Info Deal Pulse Customer Inbox
R =4 w‘m ii‘l“u“i‘ Finance Deal
| tE 2024 Honda Accord
) MSRP $28,611
VIN 0ZZ12XY34Z0X12345 Stock #456789
2 mi Deal #LMN456_OPQ789
Low Mileage
Deal Started Last Updated Co-Buyer
08/11/2025, 8:13 AM 08/11/2025, 9:07 AM -
Offering Price Trade Allowance
$28,611 $10,000
Customer Range 2014 Honda CR-V
$29,000-$48,000 L
Down Payment Monthly Payment
$5,722 $313/mo

Cox Automotive Deal Central provides a detailed view of a
potential customer before they set foot in your dealership.
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Redefining Affordability

Shoppers ) )
have indicated that they are willing to 3 Ways Personalization
spend more for an excellent experience. Improves the Shopper

Thanks to insights and automation, an ultra-
personalized retail experience is already
within reach.

Experience

- O
Today’s marketing technology creates
unique experiences for every shopper
based on insights generated from Targeted ads to match
their browsing behavior. These shopper searches
insights give dealers the opportunity
to execute highly targeted, highly
personalized campaigns—without
any human intervention. Technology
enables dealerships to provide shopper
experiences that drive more profit.

Website experiences
optimized for every visitor

Service marketing that
matches a customer’s
exact vehicle

ars  Private Seller Cars  Sell MyGar  Instant Cash Offer  Gar Research & Tools

New 2024 Ford F150 STX w/ Mobile Office Package + compare < share O swve

@ KBB.com Consumer Vehicle Rating 7 4.4 (31)

$49,765 seccaim

$ Apply for Financing

Got Questions? Contact the Dealer
Subject
This Vehicle's Availability
First Name Last Name

Email Phone (optional)

Message
Is your New 2024 Ford F150 STX w/ Mobile
Office Package listed for $49,765 still available?

/
1

A 18 City / 24 Highway © 4 wheel drive Ves,
== s shoy

9 miles. [ ] Black Interior

&4 2.7L6-Cylinder Turbo Gas Engine i 10-Speed Automatic Transmission

With insights generated from consumer browsing behavior,
dealers can execute ultra-personalized campaigns.
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Trust & Transparency

Create customer value with data. Shoppers are going to become
increasingly stringent with their data. One way to ensure they keep sharing it with
you is by using their data to create meaningful value for them. The fastest way to
earn consumer trust—and long-term loyalty —is through transparency.

With the right insights used well, dealers can build deals shoppers can’t walk
away from. Predictive insights give dealers an opportunity to “read shoppers’
minds,” making recommendations and meeting their needs before the shopper
even tells the dealers what their needs are. The consumer will feel heard, valued
and understood, which builds the trust, transparency and confidence required to
keep the flow of information open.

Please provide
instructions regarding

Hey Clark,

tone, style, or any I’'m Andrew, one of the sales associates at ROl Honda at Mission. | saw
other details (e.g. that you were interested in our 2024 Honda Accord. I'd love to schedule a
“make it shorter”) test drive for it if you have some time to stop by. | noticed you also have a

2014 Honda CR-V that you may be interested in trading in as well. Feel
free to bring that with you when you come by so | can take a look.

Are you available this upcoming Wednesday to check it out? | have
availability at noon or 2 PM that day, if either of those times work with
your schedule. I'm excited to show you the car and answer any other
questions you may have.

Let me know which time is better for you or if another day may work
better. | look forward to hearing back from you!

And
Regenerate Email narew

How happy are you with this email? ¥ 5% 5% % % Leave Feedback

Insert and Exit Show Data

VinSolutions Generative Al can easily create personalized
communications that are relevant to the consumer's shopping interests.
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Artificial Intelligence & Automation

Embrace automation. Consumers have indicated they will become
increasingly comfortable with Al and automation. Embrace it today in your own
operations to prepare for tomorrow’s changes.

Intelligent automation uses Al to complete tasks and processes that typically need
human intervention. In automotive retailing today, it can automate repetitive tasks,
improve accuracy, prevent fraud, and reduce the risk of human error.

For example, F&l intelligence and automation can determine which lenders
automatically receive credit applications. It can aggregate full lender decisions—and
when full lenders' rate sheets are available, present side-by-side profitability
calculations for quick comparison of deal decisions and potential profitability.

Back-end
Allowed
Limit

Decision Amount
Lender Status Term Cash Down Financed Buy Rate  Max Sell Rate Sell Rate

Ameribanco () (EEEEYP 60months  $1500  $20,000 9% 10.3% 9%

Uno Financial 60 months  $1,500  $20,000 1+ 9% 10.3%
Uno Financial 60 months  $1,500  $20,000 9%
Waterfall 60 months  $1,500 $20,000 9%
Pierpont 60months  $1,5001  $20,000 & 9%
West Fido Decined 60 months  $1500  $20,000 9%
Nuevo Sur 60 months  $1,500 $20,000 9%
Salamander 60 months  $1,500 $20,000 9%
New Columbia Declined 60 months  $1,500 $20,000 9%

F&l intelligence and automation intelligently routes credit applications
to the lenders who are most likely to provide optimal financing.

Cox



Social Responsibility

Partners with a purpose. Consumers have made it clear that they will only
continue to pay more attention to how the businesses they purchase from contribute
to society. By prioritizing social responsibility —and demonstrating that commitment
through partnerships with vendors who also value social responsibility—you can build
trust with your customers and make a positive impact.

Celebrate your causes with shoppers by showcasing your partnerships and causes in
your marketing. Managed social media accounts leverage the expertise of dedicated
social media coordinators to develop strategy, write content, design assets and
schedule posts for optimal reach and engagement.

Dealers can leverage these resources to highlight community sponsorships, create
events on social accounts and promote dealership activities across Facebook,
Instagram, Google Business, TikTok, LinkedIn, X, YouTube and Pinterest.

With managed social media accounts, dealers can highlight community
involvement, feature events and promote dealership activities.

Jefferson Auto Dealers

Join us in making this season a little brighter
for the brave kids at Maple Creek Children’s 1
| Hospital. Share this post, spread the word,
and let’s fill up our toy bin on the showroom |
together! Donations accepted until 12/7 1 Cox Automotive
| #Rally4Kids #HolidayGiving Apr 25 - © o
#ToyDrive2024 #JeffersonAutoDealers X:weefigz‘:wilt(z Itehep Ei;t;/dC:: ;\I;ZyRélldz)lrL\g:\c:)Stf\er epic
#ThinkJefferson #drive2give week-long adventure, riding across the country
and raising $$$ to send kids to Victory

Junction! Learn more at https://bit.ly/3Uij3GS
#coxautomotive

DONATE TODAY
TO OUR DRIVE TO GIVE
HOLIDAY PROGRAM.

Now through December:7th

kylepettycharityride.com
Kyle Petty Charity Ride Across America

05
il Like Q Comment (2 Copy ¢ Share

Cox Automotive
Apr24 - Q
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Meet the Needs of
Tomorrow’s Car Buyers

These macrotrends signal a shift in expectations for car buyers.
They want connected car buying experiences that are tailored

to their specific needs. Dealers who are investing in these
opportunities now are seeing 50% more leads, 28% more monthly
profits and a 17% higher close rate*.

With Retail360, the suite of connected end-to-end tools from Cox
Automotive, dealerships can pick up where they left off with every
shopper to create unmatched transparency, build trust and increase
profit with data-driven solutions that keep everyone in sync.

e
Power On Retall360»»

THE EXPERIENCES CONSUMERS WANT. THE RESULTS DEALERS NEED.

Only Retail360— Cox Automotive’s comprehensive suite of solutions—powers on true omnichannel
experiences that unlock every path to purchase. The Retail360 connected ecosystem is enabled and
enhanced by the category’s most powerful consumer insights, aggregated by predictive artificial
intelligence and elevated with efficiency-driving automation. And it’s all backed by the unmatched
expertise of Cox Automotive innovators and performance managers.

* Results based on dealers who have six or more Cox Automotive products compared to those with two or fewer.
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