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USED CAR
RETAILING
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Return to normality
IS opening up stock
channels for dealers

Strengthening car market is driving bigger choice of stock
through traditional auctions plus online remarketers. Alex Wi

he used car markel increased by

65% o almost two million units

soid in the first guarter of 2024,

according to the Sodety of Motor

Manfachrers and Traders (SVMT)

it was the fifth quarier of successive growth, as

the second hand market hit a frve-yesr high,

reflecting recovering supply in the new car market,

whch, In dun has iImproved used car avalabliy
and chekce

According to Close Brother recourt Foresight

resgarch, whch surveys more than 130 dealers

alimost three-quarters (745 of dealers use trade

e & their primary source of stock. More than two-

thirds |

W use onling auctions and three-in-five

(605l buy vebides from private sellers. Added
hose hgures 44% of deslers get ther stock va
cther dealerships, and a third [33%) turns to digtal
platforms such as Auto Trader and Molorwery Only
275 uses IN-person Actions

The bottom lne = however, that whichever
channel they use, with more stock now flowing
gh the market. s oritical ?hat car dealers
captalise on the cpportunity by findng the best
vehcles possble.

Paul Hil, spokesman for the Naticnal Asscoation of
Motor Auctions (NAMAL says the most effective
channed Tor stock sourcing is through auctions, both

forecourts

{ reports

| ard onling, Given that NAMAS members
handie mare than ane millon wehicles annually,
ncluding cars and supercars, they are well placed
1o help n that regard. be cdlaims

NAMA members are trusted sourcas that provide
a high level of reliabeity and transparency, whech is
oucial for deslers” says ML “In additon %
tradmonal auxchions, onling auxctions have become
Incrassingly mpartant

The digital transformation of the aucton industry
has made il possble 10 partcpale in suctions from
wrially amywhere. These online platforms provide
real-time data and analytcs, helping dealers make
decisions quickly

The ablity to bid on vehides remotely has
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sireamiined the process, making it more efficient
and cost-effective.”

Hill says that the key benefits of auctions are the
vas! chooe of vehicles they provide and the abiity
10 make instant decsions. with a vehicle beng soid
every 45 seconds. That enables dealers to quddy
il imventory gaps, without having %o wait, he adds

Another advantage. says Hil, & thal the dealér
pays the market pnce at the time of purchase
because the prices arent fixed. That, he says,
tregles a dynamic and compettive emironment.

“Vendors and buyers come together In 3 trans-
parert ervironment, ensunng that market forces
determine the price,” says HiL Auctions also offer
a degree of protecton and indemnity for vehicles

3 Bt now younger used car |
sepply hoas improwed
A - e

Tvough laws and permils. which s a significant
SOVAMa0e.”

The fip=de of an auxction’s competiive nature,
howwewver, Hll says, is thal it can sometimes drive
prices up, reducing the potental mangin for resake
Therefore, he says buyers nead 1o be prepared to
compele for the best prices. which can be
chalenging when muliple bidders are inerested in
e same vehide

Ned Smith, founder of Motorvat, says that whie
he primary advaniages of sourding through auction
are choxe and volume, the fees are high, often
exceedng the profit that can be made on the vehicle.
He adds that it is also difficull to assess the vehicle's
condbion. especialy mechanically, when looking at
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mazepoint

an onkne catalogue Some auctons also make &
difficult 10 reject & vehide, giving deslers only 48
hours Trom recept 10 report back any mechanical
5505, he says.

A good opticn is to seck cut those smaller, more
niche suctions thal st below the primary suction
channels” advses Smith, “These more niche
auctions sdll have a reascrable volume of stock
across a number of weekly sales snd typically, the
fees charged are noticeably lower than those of
ther larger competitors.”

Ciff Daller, managng director of Orchid Automo-
tive, Says that, Tor big valumes, the Larger Car super-
markets angd marketplaces such as BCA, Asion
Barclay and Mannhaim are the best sources. They
are parSoularly effective. be says when, for example,
3 dealer wans to buy hundreds of vericles,

UNLUINE NARKETPLALES

The most effective channsl, accordng 1o James
Wilson, COO of Motorway, 5 onlne marketplaces
Motorway Rself reguiary §sts up % 1,500 cars per
day, seven days 3 week gving dealers a large
range of quality used car stock to bid on he says

Evarything Is done onlng, from browsng and
biddng for stock, %o making fast and secure
payments using Molorway Pay, offering dealers the
easiest and most effective way 1o stock their
forecourts,” says Wison

Wison adds that buying stock & physical auctons
takes up a significart amount of time out of the
office, traveling to the ste and inspecting and
biddng on cars. And even then, you arent guaran-
teed 10 gt the stock you need. he says

Buying privately-owred stock through an onling
marketplace bke Motorwary allows dealers %o get
exactly what they need for their forecourl” says
Wilson. “With thousands of cars listed every week,
dealers are spolled for choice with unique stock
across ol mekes, models, ages and prices. Dealers
also typecally make more margn Bvough online
auchons, uying from private sellers, as oppased 0
tradmonal auchions.

Decasionally, private sellers may have unds-
dosed damage, bt were constantly evalvwng our
platform to solve these instances. For example. we
have Al image Asssl, which uses Al lartfical
inmelligence) 1o check photos subenitied by privane
sellors to ensure thay are of high qualty and this
year we launched Motorway Coliect, an app used
by drivers %0 ensure there i & consistertly high
qualty apprasal at collecson,”

DIRECT FROMN CONSUNEF
Rather than auctions, Smith says that buying drect
from consumers 15 3 more atractive route for
retalers. The upsdes are that there are no fees
irvolved and deslers have the dhance Lo properly
355065 the vehicle betore agreeng 3 final price.

This ensures they are far more in control of their
intis. margin and, without assocated fees, they
have maore margin 10 play with from the outset”
says Smih “Thay are also in control of what they
pay for that vehicle and, if operating a retal back
pricing sirategy, ey know what the purchass price
limE is basad on what they can realise fraom a retall
perspective. So, unlike other channels, they dont
run the risk of being bid up.”

The main dsadvantage, says Smih, is the
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