
Market View
Covid-19 Update

As we continue to manage the impact of the global spread of COVID-19, the need for us, as 
a community, to support and take care of each other becomes even more important. With this 
in mind, we have captured some key insights from the wider auto classifieds market to help 
you manage your business now and in readiness for the better times to come. 

Key Insight
• Consumer demand continues to be  

impacted by recent government 
actions – but WoW search volume for 
the phrases ‘used cars’ and ‘cars for 
sale’ has begun to recover, with 
Sunday 5th April seeing a +20% 
increase vs. Sunday 29th March 
according to Google Trends

• Encouraging evidence of pricing 
stability across both franchise and 
independent markets, perhaps 
reflecting CAP HPI’s confirmation 
that they will not be adjusting used 
values whilst there is insufficient 
sales data

• Despite the strong decline, there are 
still significant volumes of vehicle 
views (and leads) being 
generated. We reiterate our 
recommendation to pipeline leads 
and stay in contact with customers

“Used car” & “Cars For Sale” – Search Interest over time
1st Feb to 5th April 2020, Google Trends

Franchise Dealers 
Average Price by region of 50 leading make/models 
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5th March –
1st UK fatality

11th March –
WHO announces 

COVID-19 as 
pandemic

17th March –
School and Nursery 
closure announced 

for 20/03/20

21st March 
– Pubs, bars, gyms 

etc. closed for 
indefinite period

24th March –
Restrictions 

on movement 
for 3 weeks 
announced

Independent Dealers 
Average Price by region of 50 leading make/models 

£Avg, w/c 5 Mar vs 2 Apr
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The Industry View

The popular weekly Motor Trade Radio, in association with eBay Motors Group, has responded 
to the COVID-19 crisis by launching a series of special interviews with industry leaders sharing 
their views on how to manage activities during the lockdown. 

Below we summarise the key insight from Mike Jones, Chairman of ASE and, Umesh Samani, 
chairman of the Independent Motor Dealers Association (IMDA) and owner of Specialist Cars.

• As per January 2020, Lower Medium, Medium and 

Supermini were again the fastest selling sectors, 

averaging 40 days in stock 

• London was the fastest selling region, averaging 29 

days in stock (3 days faster than Jan 2019) , followed 

by Scotland at 35 days

Mike Jones, Chairman of ASE

How should dealers approach their online activities? 

They need to make sure they retain an online presence and 
keep interacting with customers. It’s a little bit like what 
happens on an annual basis, where people get Christmas 
day out of the way and then they start surfing for cars 
online, and we get a reasonably fast start in January. 

That’s pretty much what we’ve seen overseas and what we 
are expecting in the UK. Digital channels do open up and 
dealers can start building a pipeline for when they start 
back again. The danger is you cut absolutely everything 
back to the bone. I think it’s important that we keep 
communicating with customers and being able to help 
them through this crisis and build a pipeline for when we 
come out the other side. 

Dealer here need to make sure they are monitoring it to 
make sure they have enough people manning the 
computers and phones to get back to customers in a 
timely manner; we’re impatient at the best of times but if 
we’re just sitting around with nothing else to do then I 
would imagine the response times have to be quite rapid 
and there will be a big prize out there for the people who 
can get back quickly.

As a business ASE operates globally; are there any 
learnings from other markets from your experience in 
other markets for the UK?

China’s clearly the furthest ahead with regards to this. They 
were the first to lockdown and they did it in a fast way. We 
saw it in January they did 1.8 million car sales, then in 
February 250,000; a massive, massive drop. In March it 
looks as though they’ll hit around 1 million. So there has 
been a relatively sharp bounce back, which is reassuring to 
dealers here.

We saw how retailers got quite innovative in how they were 
working, doing remote handovers and building an online 
presence through providing advice on YouTube and 
generally priming the market. 

Click here to hear the full interview.

Click here to see how you can keep up-to-date with 
the latest expert opinion, industry news and advice 

from Motor Trade Radio across a wide range of 
download platforms à

Umesh Samani, Chairman of the Independent Motor 
Dealers Association (IMDA)

What are the biggest concerns of independent dealers 
in lockdown?

I think the biggest concerns are cashflow and survival. We 
all need the cash flow, as long as everything's fluid and 
moving then we’ll survive.  

Dealers can't liquidate their stock during the lockdown as 
our premises are shut and we can't deliver cars. But we can 
still take orders. 

Fortunately in January and February there wasn't a lot of 
stock about. So dealers were not as fully stocked as they 
would normally have been at the start of March. 

This is the biggest challenge dealers have ever faced. 
What’s your view on what the independent dealer sector 
will look like once we come out of this?

Those with cash reserves and well-run businesses will fight 
and survive. But I feel those with heavy borrowings, large 
stocking and who work on tight margins could be 
casualties. But as we know dealers are a resilient bunch. 

I think the way forward is for them to keep adopting 
technology, including click and reserve, click and buy and 
possibly looking at different ways of delivering cars. A lot 
of dealers are switched on to this, but I think in the 
meantime we've just got to keep using technology to try 
and survive. 

Dealers have worked on different models. Some have been 
more focused on sell, sell, sell – not building their brands. I 
truly believe those businesses with a genuine interest in 
looking after their customers are the ones who will survive 
and prosper. Their customers will want to be loyal and 
support them; they've been looked after, so they're going 
to come back and look after them.

Click here to hear the full interview.
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