
Top Tips for sourcing stock online

-

Following the easing of the lockdown restrictions and the reopening of dealerships 
across the UK, retailers are working their way through pent-up demand from buyers 
who had put purchases on hold, as well as new buyers entering the market looking for 
alternatives to public transport. So how should dealers address replenishing stock to 
satisfy buyer demand?

Top tip 1: Don’t wait for physical 
auctions to reopen

Although auction halls were allowed to reopen 
from 15 June, alongside other non-essential 
retailers, the main players chose instead to 
concentrate on online sales. With social distancing 
measures to the fore, site reopenings are under 
constant review but can you afford to wait?

Top tip 2: Consider online 
remarketing

An alternative to physical auctions before the 
lockdown, online remarketing has now come into 
its own. Long standing specialists providers, 
including ADESA UK and CD Auctions, have been 
joined by the likes of Manheim, BCA and Aston 
Barclay to provide dedicated online access to 
stock. 

Top tip 3: Condition reports are key

A traditional obstacle to online remarketing was a 
desire for many trade buyers to “kick the tyres” 
and “lift the bonnets” of cars before bidding for 
them. That’s why condition reports are vital in the 
digital world. A good starting point here is to make 
sure advertised vehicles comply with the National 
Association of Motor Auctions (NAMA) grading 
scheme; five grades based on the external 
condition of a vehicle. Also look out for fully 
costed condition reports with itemised repair 
costs.
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Summary

1. Don’t wait for the auction halls to open 

2. Online remarketing has become more popular

3. Expect detailed condition reports

4. Buy cars from local customers

5. Choose your vendor wisely

Top tip 4: Offer to buy cars from 
local customers

With stock in high demand there is an opportunity 
to access cars before they enter the remarketing 
environment by marketing that you will buy 
unwanted cars from local consumers. You already 
offer valuations for part-exchanges so why not do 
the same for owners who need to sell cars without 
replacing them? You inspect the car yourself, 
save on auction fees and establish a relationship 
with a potential future buyer.

Top tip 5: Accessing desirable 
stock

Choose your supplier wisely as you want to 
access the best possible stock to match your 
customer profile, when you need it. Important 
additional considerations for your check list 
include:
• Does the vendor offer stock online 24/7, rather 

than restrict vehicles to specific sale days? 
You should be able to buy at your convenience

• Ask where cars are sourced from. If the vendor 
has contracts with rental and funding 
companies, corporate fleets or OEMs then 
expect access to prime stock

• If you feel uncomfortable with buying online 
then use digital in conjunction with physical 
auction halls once they reopen and see which 
works best for you in the long run
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