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Message from PureCars Founder & CEO Jeremy Anspach

This is our 3rd Report and the data is getting better. Each week brings a new opportunity to 
connect with the automotive community, see many of the amazing things you’re doing, not just for 
your dealerships, but for your employees and communities. It is deeply inspiring.

As with our previous reports, this week’s is sourced from a massive amount of data and we’re 
pulling in more each day. Our efforts to bring you the best, most actionable insights possible have 
not let up; our entire product, engineering, and machine learning teams remain completely 
focused on this effort. 

Even as we start to adjust and wrap our heads around what’s happening, the days still feel like 
weeks. In these uncertain and exhausting times, we’re trying to bring some measure of certainty, 
and sanity, to dealers as quickly as possible -- and we’re doing it with data.

Regardless of what your specific challenges are right now, we sincerely believe that arming you 
with the right data and actionable insights will help you make the best decisions for your business.

Be well,

Jeremy Anspach 
Founder & CEO, PureCars
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WE (REALLY) ARE HERE TO HELP

Have a question?
Need some tactical advice?

Please Ask
COVIDsupport@purecars.com

mailto:COVIDsupport@purecars.com
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WHICH WAY IS UP? 
UNCERTAINTY / UNKNOWNS
Am I staying open? Is it legal to retail?
Partially open? 
Closing all business temporarily?

MOBILIZING OPERATIONS
I’m partially open. What is the 
right staffing level in operations, 
service and sales?

IMPLEMENTING PROCESS
How do I refine my processes to 
accommodate our new 
procedures?

EXECUTING STRATEGY
How do I notify my community 
that I’m open, ready to serve, and 
how to do business with me?

WHERE DO YOU FALL ON THE CONTINUUM?
Dealers moving through this continuum quickly are better positioned to capture demand and stay afloat.

If you fall on the right side of the continuum, even if you’re still in the process of mobilizing, there are several high-level 
strategies we recommend based on industry trends:

1. Turning the dial back up a bit on advertising to capture the increasingly steady demand that’s out there.
○ Lower Funnel Focus for Domestic (search, dynamic retargeting)
○ Upper Funnel Focus for Imports (social, video)

2. Shifting dollars from search to social remains a big opportunity to capture shopper demand and save ad spend.

3. Increasing your focus on service remains a key play.
○ Seeing WoW downturn in total RO’s but we expect RO count to rebound as ‘stay at home’ orders become new normal for recently affected states

4. Aggressively promoting incentives (if your OEM is offering them) will help tip the scale with in-market shoppers.
○ Large Trucks remain high share of New Sales, but appears to be leveling off 

5. Determine your path for USED as data suggests shoppers are sitting on sidelines while wholesales values continue to drop.
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Whether you’re still in triage mode or you have an action plan, your days, nights and 
weekends are consumed with making decisions for your business. These critical decisions, 
and the strategies that follow, are dependent on many factors: the state your dealership is 
located in, if it’s in lockdown or not, the number of days you’ve already spent in lockdown, 
how you’re set up to service customers online, your brand, and more.

Our digital strategists are here to help and available to jump on a video call anytime to 
consult with you on the state of your region and the up-to-the-minute trends we’re seeing. 
Right now, data is your friend and can help fill in some of the unknowns. We know you are 
time-challenged right now, but we can cover a lot of ground in 15 minutes. 

Not a sales pitch, no strings attached.

Email Us to Set Up a Quick 15-Min Video Consultation: COVIDsupport@purecars.com 

WE GET IT

mailto:COVIDsupport@purecars.com
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THE FACTS

THE INSIGHTS 
Regardless of some daily bright spots the  
WoW data continues to reflect a continued  
downturn in sales. 

TAKEAWAYS
If  you  are  open,  partially  open  and/or  
doing  some  business  online,  continue  to  
focus  variable  operations  on  low-funnel  
shopper  intent,  utilize  1st  party  datasets  
to  hyper-target  customers,  and  take  
advantage  of  lower  CPM  rates  across  
Social  Media  to  promote  and  prepare  for  
the rebound. 

Sales Are Down WoW, Continuing Monthly Trend

*Source: Auto Remarketing [04.08.20]

https://www.autoremarketing.com/technology/social-media-digital-retailing-prime-opportunities-car-dealers
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THE FACTS

THE INSIGHTS
GM and Ford lead brands in terms of shopper 
engagement.  Domestic brands in our top 15 saw 
WoW increases while all imports dropped during 
the same period.

Why? We think it’s a combination of factors, 
including strong incentives from the Detroit Three, 
including the lack of aggressive lease offers from 
Premium’s, the continued preference for Trucks 
and SUVs over smaller vehicles by shoppers, and 
potentially some level of Patriotism during this 
unprecedented crisis in our country.

TAKEAWAYS
If your dealership represents one of the top 
Domestic brands, ensure your advertising and 
online presence are well-positioned to capitalize 

on these trends. 

Domestics Are Outperforming Imports 
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THE FACTS

THE INSIGHTS
Trucks still represent high share of new 
models, but taper off WoW.  OEM incentives 
remain almost too good to be true (e.g. 0% for 84 
Months), and customers have seized the 
opportunity. J.D. Power also reports the % of 
customers who are financing for 7 years (or 
greater) is at an all-time high.

On the opposite end of the spectrum, without 
aggressive lease deals, Luxury continues taking a 
hit. 

TAKEAWAYS
Stay the course with incentive offer promotion, 
continue to reallocate search to social and other 
more efficient reach plays.  

Incentive Promotion Remains the Play
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THE FACTS

THE INSIGHTS
USED facing obvious headwinds
Aggressive APR offers mean used payments can be 
higher than new, RO data suggests shoppers are fixing 
vs. trading up or out, auction prices continue to fall, 
and wholesale markets have all but stopped operating 
as a way to dispose of depreciating used assets.

TAKEAWAYS
PureCars is cautious about recommending aggressive 
used tactics as the data suggests used shoppers are 
sitting on the sidelines.  HOWEVER, some dealers are 
gamblers and we’ve seen some success with the 
following tactics; low-funnel search awareness, social 
budget reallocations to move ‘up funnel’ to reach 
broader in-market shoppers to take advantage of 
falling CPM rates, overlay ORACLE dataset to 
hyper-target local in-market audiences, aggressively 
(re)pricing vehicles to drive intent, and piggy-backing 
on OEM CPO program benefits where available.

Dealers are Facing a USED Conundrum
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THE FACTS

THE INSIGHTS
Overall RO’s are down 20% and more states enter 
lockdown with revenue falling comparably.  Data 
continues to point out that customers are executing 
repairs when they are working from home and 
choosing to repair older vehicles vs looking for a (new) 
used vehicle.  Specifically for Luxury, customers are 
being more cautious when contemplating a large 
purchase, and are instead opting for service. 

TAKEAWAYS
We expect WoW drop in total RO’s to rebound as 
stay-at-home become ‘new normal’ and shoppers 
understand dealer’s FO departments are essential 
businesses. Digital execution across both parts & 
service is the strategy to maintain this key revenue 
stream.  Ensure you are reaching out to your 
customers, utilizing 1st party datasets, updating 
Google My Business (GMB), promoting valet and ‘safety 
first’ cleaning, while promoting aggressive offers to fill 
the service lane, specifically calling out Social media 
channels due to lower than normal costs while 
providing greater reach.

Repair Order Setback
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THE HUSTLE IS REAL

● Keep a close eye on COVID-19 case acceleration in your market, and the actions being taken by local/state government. 
Use this information to move through your operational decision tree as quickly as you can. 

● Be Relevant, Overly Communicate! The more relevant information you can provide across all your digital channels, the 
better. Make it easy for customers to know exactly how to do business with you, if you are still able to sell or service online. 
Videos are a great way to quickly communicate your message and process to customers.

● Leverage key vendors and industry peers for guidance on how to streamline processes and get the word out on 
operational changes, processes and services.

● Recognize whether or not your brand and inventory mix line up with what is currently selling well (or not) in your 
market and region. We can help surface specific data for your state. Please ask.

● If you are in the ‘sweet spot’ of market cycle, brand and model, accelerate advertising with data-driven guidance. 

● If you are not positioned favorably with your market cycle, brand and model line-up, reduce spend and pivot to 
variable ops to weather the storm by highlighting select inventory. Target low-funnel in search and retargeting, with the 
majority of your budget in social.

● Regardless of brand or market, if you are setup for pick-up or touchless service, focus online ads to promote that; 
and don’t be shy about offering preventative maintenance and service options.

KEEP MOVING

https://usafacts.org/visualizations/coronavirus-covid-19-spread-map/
mailto:COVIDsupport@purecars.com
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Look for updates each week
We will publish weekly updates on these and other key data insights. One thing you can count on is that 
we are not afraid to take a stance and provide explicit direction to our dealers. After all, isn’t that what 
you count on us for? 

For our customers, please reach out to your strategist (if you haven’t spoken with them in the past two 
days) as they are on the front lines of this data. Your strategist has access to more local data beyond this 
report, along with additional data points to help guide your decisions.

To consult or partner with PureCars, contact us and we will touch base ASAP. We are happy to share 
specific data and recommendations for your local market, no strings attached. 

WHAT NEXT?

How else can we help? Just as you are trying to find the best ways to serve customers, we are also trying to find the best ways to 
serve dealers, leading with data. While some data points are clear cut, others are influenced by multiple factors. We are doing our 
best to tease out the most actionable insights we can find to pass along to dealers. Our goal is to help you with tactical 
recommendations you can implement quickly to maintain some level of profitability during these uncertain times. We can’t offer 
guarantees, but we can offer support. Please send us your feedback and requests to COVIDsupport@purecars.com

https://www.purecars.com/covid-19-response/?utm_source=covid-report1&utm_medium=pdf&utm_campaign=covid-19-response
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PURECARS RESOURCES

● PureCars COVID-19 Response Hub
Our one-stop resource for dealers, partners 
and OEM’s

● PureCars Blog Updates

RESOURCES
AUTOMOTIVE COMMUNITY 
RESOURCES

● NADA Coronavirus Hub

● Canadian Auto Dealer COVID-19 
Support for Dealers

● COVID-19: J.D.Power Auto Industry 
Impact Report

PARTNER RESOURCES

FACEBOOK

● Free Tools for Dealers: Keep Your 
Community Informed (PDF)

● How Businesses can Respond to 
COVID-19 (PDF)

GOOGLE

● Auto-Search and Consumer 
Behavior Update (PDF)

● COVID-19 Community Mobility 
Reports
Track community compliance to social 
distancing in your area

https://www.purecars.com/covid-19-response/
https://www.purecars.com/resources/blog/
https://www.nada.org/coronavirus/
http://canadianautodealer.ca/covid-19-support-for-dealers/
http://canadianautodealer.ca/covid-19-support-for-dealers/
https://cdn2.hubspot.net/hubfs/4239280/Files/COVID-19/COVID-19_JDP_20200408.pdf
https://cdn2.hubspot.net/hubfs/4239280/Files/COVID-19/COVID-19_JDP_20200408.pdf
http://1tnheh18p9fe1oru7u2bik1z-wpengine.netdna-ssl.com/wp-content/uploads/2020/03/FB-Tools-for-Dealers-One-Sheeter.pdf
http://1tnheh18p9fe1oru7u2bik1z-wpengine.netdna-ssl.com/wp-content/uploads/2020/03/FB-Tools-for-Dealers-One-Sheeter.pdf
https://mcusercontent.com/361c3c1f77a751fabf4c3da68/files/e7c74f97-6b24-4a29-b4d1-61fd06f91ab5/Facebook_How_businesses_can_respond_to_the_coronavirus.pdf
https://mcusercontent.com/361c3c1f77a751fabf4c3da68/files/e7c74f97-6b24-4a29-b4d1-61fd06f91ab5/Facebook_How_businesses_can_respond_to_the_coronavirus.pdf
https://mcusercontent.com/361c3c1f77a751fabf4c3da68/files/4ae4f88b-293e-4262-8c18-3fd92566b410/Google_is_here_to_help__Auto_Search_and_Consumer_Behavior.01.pdf
https://mcusercontent.com/361c3c1f77a751fabf4c3da68/files/4ae4f88b-293e-4262-8c18-3fd92566b410/Google_is_here_to_help__Auto_Search_and_Consumer_Behavior.01.pdf
https://www.google.com/covid19/mobility/
https://www.google.com/covid19/mobility/


THANK
YOU

Please continue to visit our
COVID-19 Response
Center for the latest reports 
and up-to-date information

Email Us For a Video Consult 
COVIDsupport@purecars.com 

https://www.purecars.com/covid-19-response/?utm_source=covid-report1&utm_medium=pdf&utm_campaign=covid-19-response
mailto:covidsupport@purecars.com

