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GDP on track for full recovery by mid-year

Real GDP sees full recovery by 2Q 2021 as fiscal spending expands and herd immunity is achieved in the summer

Source: United States Bureau of Economic Analysis, Moodyôs Analytics, Cox Automotive
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Unemployment rate continues to decline

Unemployment rate sees continued improvement and ends 2021 under 4.5%

Source: BLS, Moodyôs Analytics, Cox Automotive
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Consumer sentiment improved again last week

Morning Consultôs Index of Consumer Sentiment on Monday was down 11.0% since February 29, 2020

Source: Morning Consult
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Stimulus support causing dramatic swings in income and spending

Income increased 10% in January, and spending increased 3.4%, but incomes fell 7% in February and spending declined

Source: US Bureau of Economic Analysis Personal Income and Consumption

0.9% 0.9% 0.6%0.8% 0.7% 0.0%

-1.8% -1.7%

-6.7%

12.4%

15.0%

-12.7%

-4.0% -4.7%

8.7%

-1.1% -1.4%

6.5%

0.7% 0.6%
1.5%

-2.7% -3.2%

1.2%0.7% 0.7% 1.3%

-0.7% -0.9%

0.3%

-1.2% -1.4%
-0.6%

0.5% 0.6%

-0.6%

10.1%
11.4%

3.4%

-7.1%
-8.0%

-1.0%

-15.0%

-10.0%

-5.0%

0.0%

5.0%

10.0%

15.0%

20.0%

Income  Disposable Income  Spending

MONTHLY CHANGES IN INCOME AND SPENDING JAN 2020-FEB 2021

Jan-20 Feb-20 Mar-20 Apr-20 May-20 Jun-20 Jul-20 Aug-20 Sep-20 Oct-20 Nov-20 Dec-20 Jan-21 Feb-21



7

Pandemic accumulated savings boosted again at start of year

Accumulated increases in deposits reached a peak of $3.4 trillion as of March 17, before new payments all hit

Source: U.S. Board of Governors of the Federal Reserve System (FRB)
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Auto credit rebounded but tightened, reducing subprime

Auto lending grew only 0.6% in 2020 with a contraction in Q2; subprime share fell to 17.8% for the year, a new low

Source:  New York Federal Reserve Consumer Credit Panel/Equifax
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Delinquency rates declined in February and March

Accommodations are down, but stimulus and recovery have led to further declines in the severe delinquency rate

Source:  Equifax
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Consumer rates trending lower for subprime

Average rates were lower this March for subprime even though yields are rising

Source: Bankrate.com, US Federal Reserve, Bloomberg; Dealertrack
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Auto credit availability improved in February and March

During the pandemic, Independent Used tightened the least; all loosened in February and March

Source: Dealertrack, Cox Automotive
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Retail sales estimates

Source: Cox Automotive 12
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Sales impact varies by DMA as evidenced by unique credit apps 

Source: Cox Automotive 13
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Retail inventory getting tighter

Source: Cox Automotive 14
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Incentives down and prices up

Incentives as a % of average transaction price were at a near 6-year low in February; edged up slightly in March

Source: Kelley Blue Book and Autodata
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Wholesale vehicle values jump with spring bounce

Prices in March increased 5.87% from February 2021 and were up 26.2% compared to March 2020

Source: Manheim
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Retention values accelerated further up

Retention values are up 12 percentage points compared to last year at the end of March

Source: Kelley Blue Book
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Used prices keep moving higher

Source: Cox Automotive 18
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2021
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DIGITIZATION OF 
END-TO-END RETAIL



2020 gave rise to the adoption of ñdigital everywhereò...

21



échanging the way we buy vehicles

22
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As dealers adapted how they do business,
buyers took advantage of a more digital experienceé

23Source: Cox Automotive Digitization of End-to-End Retail
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éand their satisfaction rose to new heightsé

24

% OF BUYERS SATISFIED
With Shopping Experience

60% 61% 62% 60%

72%
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Source: Cox Automotive Car Buyer Journey - 2020

Arrows indicate significant differences from 2019 or 

previous timeframe at the 95% confidence interval.



édue to a more streamlined purchase process

Source: Cox Automotive Car Buyer Journey - 2020 25
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Digital Retailing trends for lenders

26

Online application process is key driver 
of an efficient purchase experience

The new era of direct-indirect 
consumer lending is here

Digital contracting is incomplete
without remote signature

Vehicle delivery process is shifting
from in-store to at-home

#1

#2

#3

#4



ONLINE APPLICATION PROCESS 
IS KEY DRIVER OF AN EFFICIENT 
PURCHASE EXPERIENCE
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Consumersô desire to do more of the purchase 
online has increased in the last 3 yearsé

Source:  Cox Automotive Digitization of End-to-End Retail 28
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éwith the expectation that 
Digital Retailing will ñsave them timeò

29
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However, they are not engaging with DR tools as much as 
they would like, particularly on steps related to financing

Source:  Cox Automotive Car Buyer Journey - 2020 // Cox Automotive Digitization of End-to-End Retail 30
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Buyers who apply for financing online save time at the 
dealership, often on steps they consider the most frustrating

31Source:  Cox Automotive Car Buyer Journey - 2020

Arrow indicates signif icant difference between 

Online & In-Person at the 95% confidence interval

2:28 2:54

TIME SPENT AT DEALERSHIP
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THE NEW ERA OF
DIRECT-TO-INDIRECT 
CONSUMER LENDING IS HERE



Financing activities are impacted by 
consumer engagement with digital retailing

33Source:  Cox Automotive Car Buyer Journey - 2020
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20%
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Moderate Digital

Complete 21% to 50% of the 

buying steps entirely online

Heavy Digital
Complete more than 50% of the 

buying steps entirely online

Light Digital
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ñHeavy digital buyersò are more likely to 
research finance options onlineé

34Source:  Cox Automotive Car Buyer Journey - 2020
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Light Digital* Heavy Digital*

Arrow indicates signif icant difference between DR categories at the 95% confidence interval
*Light Digital = <20% of purchase steps entirely online; Heavy Digital = 51%+ of purchase steps entirely online
Purchase steps: schedule a test drive, Get a trade-in offer, Apply for f inancing, Qualify for f inancing, Select F&I 
products, Finalize purchase price, Agree to ñout the doorò price/monthly payment, Sign contracts, Vehicle delivery



...and are more likely to have already 
secured financing before visiting the dealership

Source:  Cox Automotive Car Buyer Journey - 2020 35

BUYER MIX STEPS COMPLETED ONLINE

*%ôs based to those buyers who completed each step; for example, 87% 

of Heavy Digital Buyers that applied for financing did so online
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ñHeavy digital buyersò are more likely to 
finance directly through an independent lender

36Source:  Cox Automotive Car Buyer Journey - 2020
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DIGITAL CONTRACTING 
IS INCOMPLETE WITHOUT 
REMOTE SIGNATURE



While shoppers are open to the idea of buying 
a car completely online, dealers are not ready

Source: Cox Automotive Digitization of End-to-End Retail 38

1-in-3
franchise dealers offer 

ALL the purchase 

process steps online

Onlyé

MOST STEPS OFFERED 

ONLINE TODAY OCCUR AT 

THE BEGINNING OF THE 

SHOPPERôS JOURNEY

#1    Apply for credit/financing

#2    Find info on incentives/rebates

#3    Schedule a test drive online

#4    Payment calculator

#5    Receive a trade-in offer

OF SHOPPERS ARE OPEN 
TO THEIDEA OF BUYING 
COMPLETELY ONLINE

76%



Dealers predict that online purchasing 
has longevity beyond COVID-19...

39Source: Cox Automotive COVID-19 Dealer Impact Study // 
Cox Automotive Digitization of End-to-End Retail

42% 56%
5 years 

from now
10 years 
from now

% OF SALES THAT WILL BE 100% ONLINE 
Among Franchise Dealers

Franchise dealers agree that 

they wonôt be able to survive 

in the long run if they donôt 

adopt digital retailing3-in-4



éand are committed to delivering in this new normal

40Source: Cox Automotive Digitization of End-to-End Retail 

80%
OF FRANCHISE DEALERS PLAN TO OFFER 

MORE PARTS OF THE PURCHASE PROCESS 
ONLINE IN THE NEXT 1-2YEARS

Payment calculator

Ability to select add-ons

Remote signing

MOST POPULAR STEPS TO ADOPT NEXTé



Dealers who enable remote signature are more likely 
to report a streamlined and more efficient finance process

41Source: Cox Automotive Digitization of End-to-End Retail

% WHO EXPERIENCED A 
STREAMLINED FINANCE PROCESS

Among Franchise Dealers

(among dealers who  

DO NOT OFFER

remote signing)

Arrow indicates significant difference between 
categories at the 95% confidence interval

(among dealers who 

OFFER 

remote signing)

34% 47%



VEHICLE DELIVERY PROCESS 
IS SHIFTING FROM 
IN-STORE TO AT-HOME



Growing consumer preference for at-home vehicle 
delivery is driven by time savings & convenience

43
Source: Cox Automotive Digitization of End-to-End Retail // Future 

of Consumer Experience Research

15%
23%

2017 2020

Preference for

ñat-home deliveryò 

75% Saves time

66% More convenient

45% More personal

TOP 3 BENEFITS OF ñAT-HOME DELIVERYò
Among Consumers



Majority of dealers were offering at-home 
delivery at the height of the pandemic

44
Source:  Cox Automotive COVID-19 Dealer Impact Study (April 2020) // 
ñAt-Home Servicesò Dealer Online Research Community Activity (May 2020) 

% OF DEALERS WHO OFFERED 
ñAT-HOME DELIVERYò

At End of April 2020

Franchise

77%
Independent

53%



A small, but growing number of dealers predict at-home 
delivery will surpass in-store pickup as the new normal

45
Source:  Cox Automotive COVID-19 Dealer Impact Study (April 2020) // 
ñAt-Home Servicesò Dealer Online Research Community Activity (May 2020) 

% OF DEALERS WHO EXPECT TO OFFER 
ñAT-HOME DELIVERYòFOR A MAJORITY

OF 2021 PURCHASES
(Instead of In-store Pickup)

Franchise

24%
Independent

12%


