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Foreword 

We are delighted to bring you this anniversary edition of the BCA Used Car 

Market Report – 20 years in succession.  

The report continues to evolve and we have sought to reflect the views and 

suggestions from our ever growing group of readers.  

Given the changing economic circumstances in the United Kingdom and 

across Europe, the used car market is evolving rapidly and becoming ever 

more important. 

While last year’s research looked at the expected implications of the 

recession and when users replaced their cars, this year’s report considers the 

start of recovery and how the broad range of changes to the wider economic 

scene and the new car market might impact on the used car sector. 

It might well be claimed that ‘the time of the used car has come’. It is 

attracting more attention than ever before and becoming more widely 

recognised for the critical role it plays in the automotive industry.  

Our editor, Professor Peter N C Cooke, the Professor of Automotive 

Management, the Centre for Automotive Management at The University of 

Buckingham is a well-known commentator on the automotive industry.  

Professor Cooke spent some twenty years in the motor industry and has 

taught, researched and written about the industry at business schools for a 

similar period. He has undertaken much work on the fleet, used car and LCV 

industries and edited the BCA Used Car Market Report for several years. 

He and his team have sought to retain the best aspects of this long-

established report, and have developed new analysis and commentary on the 

used car sector, paying particular attention to the impact of recession and 

recovery. 

The Used Car Market Report 2009 was put on line at the beginning of this 

year and has had a very enthusiastic response. Given the uncertainty 

surrounding the UK’s economy, and the implications for the automotive 

sector, the BCA Used Car Market Report 2010 is most timely for everyone 

involved in the used vehicle industry. 

Jon Olsen 
CEO 
BCA Europe 
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Introduction 

The Used Car Market Report 2010 aims to provide the same invaluable insight into 

the latest developments in the UK used car market that each of our previous editions 

has done – providing an objective and well informed review of the used car market 

and interpretation of these findings. 

The UK Market Review is based on statistical information from national sources. This 

is updated and compared with previous years’ information to provide an authoritative 

assessment of volume and value trends in the used car market.  

The Consumer Experience section of the report is based on a BMRB International 

survey of UK car owners. This contains a review of the major factors that influence 

used car buyers when deciding which car to buy, where to buy from, what motorists 

expect for their money when buying a used car. 

This year, the Consumer Survey also looked at how the recession had affected 

motorists’ ability to replace their car, what type of car they might look to buy as the 

economy recovers – and how the rising price of fuel might also influence the type of 

car they would consider buying next time they make a change. 

The European section of the Used Car Market Report contains updated trend 

information on Europe’s new and used car markets. 

Additional chapters include ‘The Used LCV Market 2010’ dealing with the key issues 

that drive the light commercial vehicle market – while the 2009/10 United Kingdom 

scrappage scheme is also reviewed with its impact on new and used car markets.  

Another chapter looks at ‘Recession, Recovery and the Used Car’, together with an 

outline of several ‘Strategic Issues’ affecting the country’s automotive industries.  

BCA is pleased to provide this 20th edition of its Used Car Market Report to all those 

closely associated with the UK automotive industry. 
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Overview 

Recession hits car markets 

The UK motor industry was hit by the deepest, longest recession for 70 years, driving 

new and used car volumes down to unforeseen levels in 2008 and 2009. 

Combined UK new and used car sales fell to 8.3 million in 2009 from 8.8 million the 

previous year – 1.5 million units fewer than 2003’s high of 9.8 million. 
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Following a brief recovery in 2007, UK new car registrations fell to 2.13 million in 

2008, and by a further 6.4%, and 136,000 units, to 1.99 million in 2009. 

The UK’s share of the Western European new car market fell to 14.6% in 2009 from 

15.7% the previous year, a long way short of 18.1% reached in 2003. The UK has 

fallen from second to fourth place in the European new car table since 2007 and last 

year sold some 160,000 fewer new cars than third-placed Italy’s 2.16 million. 

UK used car volumes fell to 6.3 million units in 2009, as the severe economic 

downturn hit the used car market. It was the lowest volume recorded during the past 

decade and over a million units lower than the 2006 figure of 7.4 million.
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The new car market 

The value of the UK new car market reached an all-time high of £33.5 billion in 2003 

as new car volumes were over the 2.5 million mark for three years, settling around £1 

billion lower until 2006. A sharp decline in new car volumes to 2.1 million saw 2008’s 

new car market value fall to a nine-year low of £28.1 billion. 

However, the new car market values remained at £28 billion in 2009, as higher than 

inflation rises in new car prices offset the effect of lower new car volumes, a shift 

towards smaller cars and scrappage scheme and other marketing discounts.  

New car market volume and value 
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New car sales, which had been above the 2.5 million mark between 2002 and 2004, 

dropped by 11.3% to 2.13 million in 2008 – and by a further 6.4% to 1.99 million 

units last year. Without the scrappage scheme’s 285,000 new car deals, 2009’s new 

car volumes would have dropped by 19.8% year on year to 1.71 million. To put that 

into context, it is comparable to the lowest annual volumes recorded in the history of 

this report, when figures of 1.6 million units were recorded for 1991 and 1992. 

New car sales to the private sector rose 13.7% to 1.10 million units in 2009. 

However, new car sales to 25-plus fleets, which were not party to the scrappage 

scheme, fell by 20.5% and 227,548 to 882,415 units. The sub-25 business sector 

also saw its new car volumes drop by 24.2% to 98,280 in 2009, from 129,573 units 

the previous year.  

The SMMT’s latest forecast sees the new car market rising 1.2% above the 2009 

level to 2.018 million units. However the outlook is difficult to predict due to 

uncertainty over the state of the economy, impact of VAT changes at the start of 

2011, levels of pent-up business demand and manufacturing capacity. 
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The used car market 

UK used car sales fell for the third year running in 2009 to 6.3 million units from 6.65 

million the previous year. However, a strong and sustained recovery in used car 

selling prices helped overcome the downturn in volumes, pushing 2009’s used car 

market value up by £1.8 billion to a new high of £34.2 billion. 

Used car market volume and value 
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A sharp decline in sales of 0-2 year-old cars, and lower sales in the 6-8 year age 

group, saw used car volumes fall by 350,000 to 6.3 million units in 2009.  

Dealers’ used car sales dropped just 2.3% to 3.53 million last year, whereas private-

to-private sales fell 17.7% to 2.2 million units – the latter possibly affected by the 

scrappage scheme as traditional used car buyers turned to the new car sector. 

• Sales of 0-2 year-old cars fell by 22% to 762,000 units, reflecting the marked fall 

in new car volumes in 2008 and 2009 – driving this sector’s share of the used car 

market down to 14.7%. 

• Sales of cars in the 3-5 year age group were stable in 2009 at 1.88 million, their 

used car market share rising from 28.3% to 29.9% year on year. 

• Sales of 6-8 year old cars dropped 6.5% and 102,000 units to 1.48 million last 

year, their market share remaining steady at 23.5%.  

• Sales of 9 years-plus cars continued their long-term decline in 2009, by a further 

1.6% to a 20-year low of 2.17 million units, for a used market share of 34.5%. 



Overview 

 

The Used Car Market – a report by BCA 12 

Consumer perspective 

Thirty-two percent of respondents to this year’s survey had bought a used car in the 

past two years compared to 35% last year and 37% two years earlier – while 68% of 

car buyers had opted for a used car rather than a new one. 

• While ‘personal experience of a particular make/model’ (34%), ‘views of family 

and friends’ (30%) and a ‘test drive’ (22%) still have the biggest effect on car 

buyers when considering what type of used car they might buy – a fifth of 

motorists said ‘car Internet sites’ now influence what type of car they look for. 

• The ‘right price’ and the ‘right make and model’ remain the crunch factors for 

two out of five car owners when making their final decision on which used car to 

buy, while ‘a car with low mileage’ is a key issue for a third of motorists. 

• Used car buyers are clear what they are looking for when choosing a used car 

retailer – ‘the ‘right car at the best possible price’, ‘a good deal’, ‘to trade in their 

existing car’, ‘to deal locally’ and to do business with a ‘reliable and trustworthy’ 

organisation.  

• Diesel-engined cars’ share of the used car market reached 36% this year, from 

33% in 2009 and 26% three years earlier – growing ever closer to diesel’s 42% 

new car market share in 2009.  

• Ninety-five per cent of used car buyers were satisfied with their used car in this 

year’s survey – 72% said they were ‘very satisfied’ and a further 23% were ‘quite 

satisfied’ with their purchase.  

• The number of motorists who think they, or a member of their family, will 

‘certainly’ or ‘quite likely’ buy a used car in the next 12 months, dropped one 

point in this year’s survey to 16% – while those who believe there is a 50:50 

chance of doing so rose two points to 10%. 

• Two out five motorists intend to buy a used car next time they change, although 

the number of prospective buyers planning to buy a nearly-new car has fallen to 

8%; compared with 9% last year and 13% three years earlier. 

• Following a two year fall to 47%, the number of car owners planning to buy their 

next car from a franchised dealer rose three points to 50% in 2010 – at the 

expense of non-franchised retailers who saw their potential share of the market 

drop from 14% to 11% year on year. 

• Nearly two out of five car owners, who bought a new car under the scrappage 

scheme, bought a new car for the first time, while 30% said they ‘replaced a car 

they otherwise wouldn’t have changed’ during the scrappage period. Nearly a 

quarter of new car scrappage scheme deals would have probably taken place 

anyway, irrespective of the £2,000 incentive on offer. 
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• A quarter of motorists said that escalating fuel costs ‘would not influence’ the 

type of car they buy next time they change – although half of respondents intend 

to look for ‘a car with better fuel consumption’. 

• A fifth of motorists say they intend to buy ‘the same type of car, but with ‘lower 

road tax’, post recession, while a third of car buyers will be looking for ‘better 

fuel consumption’. 

• ‘Walking more often’ (41%), ‘cutting the number of journeys (36%) and ‘avoiding 

short trips’, favoured by 24% of motorists, remain the most popular measures 

motorists are prepared to take to cut their personal carbon footprint.  

An industry suffering 

The Overview clearly shows an industry that has suffered from recession and is 

experiencing an agonisingly slow recovery. Furthermore, it’s an ongoing downturn 

impacting on the new car market and, as the new car market supplies the used car 

market, the latter will suffer acutely as well – and for perhaps longer than the new car 

sector. The supply of used cars is governed by the number of new cars sold and the 

impact of much lower new car volumes will take up to a decade to flush right through 

the system. 

• Combined new and used car market volumes have dropped for the third year in a 

row. While new car sales may recover steadily, the effect on the age mix of the 

car parc and, by definition, the used car supply chain is now set for several years 

to come, until such time as new car sales rise sufficiently to redress the ageing 

process. However, the total car parc remains substantial at around 30 million 

units and the market remains robust despite many external pressures. In the final 

analysis, it is churn rather than available volume that will be critical. 

• In both 2008 and 2009, the used car market value has been significantly (£4 

billion and £6 billion respectively) larger than the new car market value. From a 

dealership point of view, there is an important message in terms of the business 

model and the attention given to used car activities.  

• The potential shortage in supply of younger used cars over the next few years 

may create an imbalance in used vehicle prices. It is certainly realistic to expect 

the basic laws of supply and demand to push up average used vehicle prices, but 

a tighter market may well induce greater volatility. That said, peaks and troughs 

in supply are part and parcel of the used car market, and recent months have 

seen an element of seasonality (or normality) returning to the trading pattern. 

The economy is, hopefully, in a period of longer-term recovery and this should be 

reflected in used car market trading activity. However, current growth is slow and 

confidence remains fragile – as it is in many areas of trade and commerce. 

Companies operating in the used car market will need professionalism, pragmatism 

and an agile business model to stay ahead of the game and remain profitable. 
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UK Market Review 

New and used car volumes in recession 

The UK’s car markets were 

badly hit by the recent 

recession, driving 2009’s 

new and used car volumes 

down to their lowest level 

since the early 1990s. 

New car volumes fell for the 

second year running in 

2009, by 6.4% and 136,796 

units to 1.99 million. 

However, without the 

285,000 additional new car 

sales from the scrappage 

scheme, new car registrations would have dropped to around 1.7 million units. 

Although used car volumes also dropped in 2009 by 350,000 units and 5.3% to 6.3 

million, rising used car selling prices helped push the used car market value up by 

£1.8 billion to £34.2 billion.  

Used:new car ratios 

The ratio of used car sales to new car sales 

remained at 3.2:1 for the second year in a row in 

2009, as used car sales and new car volumes fell 

by 5.3% and 6.4% respectively – broadly similar 

amounts.  

Used car market sectors 

A sharp decline in sales of 0-

2 year-old cars, and weaker 

sales in the 6-8 year age 

group, saw used car 

volumes fall by 350,000 to 

6.3 million units in 2009. 

Dealers’ used car sales 

dropped just 2.3% and 

83,000 units to 3.53 million 

last year, whereas private-

to-private sales fell 17.7% to 

2.2 million units. 

Car volume trends 
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Used:new car ratios 
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Used car volumes fall 

to 6.3 million units in 

2009 



UK Market Review 

 

The Used Car Market – a report by BCA 15

Looking at 2009 used car volumes by age of car shows: 

• Sales of 0-2 year-old cars tumbled by 22% and 215,000 to 762,000 units, 

reflecting the marked fall in new car volumes in 2008 and 2009 – driving this 

sector’s share of the used car market down from 14.7% in 2008 to 12.1% in 

2009. 

• Sales of cars in the 3-5 year age group were stable in 2009 at 1.88 million, their 

used car market share rising from 28.3% to 29.9% year on year. 

Used car market volume by age of car 
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• Sales of 6-8 year old cars dropped by 6.5% and 102,000 units to 1.48 million in 

2009, their market share remaining steady at 23.5%. This sector perhaps 

suffered most from the scrappage scheme, which persuaded many owners of 

older cars to buy a small, low-priced new car instead of a used vehicle, thereby 

reducing demand. 

• Sales of 9 years-plus cars continued their long-term decline in 2009, by a further 

1.6% to a 20-year low of 2.17 million units, for a used market share of 34.5% – 

and would also have been affected by a reduction in supply caused by the 

scrappage scheme. 

Dealers’ used car volumes 

While a sharp fall in sales of 0-2 year-old cars, and reduced share in the 3-5 year age 

group, resulted in dealers’ used car sales falling 2.3% to 3.53 million units in 2009, 

their used car market share rose by 1.7 points to 56% (see overleaf).  

Franchised dealers account for 2.2 million (57.3%) of dealers’ used car volumes, with 

non-franchised used car retailers selling the remaining 1.5 million units. 

Dealers’ used car 

market share rose to 

56% 
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Dealers’ used car volume and market share 
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• Dealers’ sales of 0-2 year-old cars fell by 22.5% and 193,000 to 663,000 units, 

accounting for 87% of sales in this age group.  

• Dealers’ sales in the 3-5 year age group also dropped last year, by 7.1% and 

104,000 units to 1.36 million and 72.1% of this segment.  

• In 2009, dealer’s sales of 6-8 year–old cars rose by almost a third (32.5%) and 

254,000 units to 1.03 million, as dealers focused more on selling ‘older’ cars 

from this age group’s bulging car parc – courtesy of the high new car volumes in 

the 2002 to 2004 period. 

Dealers’ used car volume by age of car 
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• Dealers’ sales of 9 

years-plus cars 

continued to fall in 

2009, by 7.8% to 

473,000 units, for 

21.8% of the sales in 

this sector. 

• Dealers’ used car sales 

mix for 2009 moved 

towards older cars; 

sales of 0-2 year-old 

cars now accounting for 

19% of their used car 

volumes compared with 

24% a year earlier – and sales in the 6-8 year group rising from 22% to 29% of 

dealers’ used car business. 

Private-to-private used car sales 

The private sector’s used car volumes fell by 475,000 units (17.7%) in 2009 largely 

due to weaker sales of 6-8 year-old cars, its share of the used car market dropping 

to 35.2% compared to 40.5% the previous year.  

Private to private used car volumes by age of car 
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• Private-to-private sales of 0-2 year-old cars fell for the second year running in 

2009, by 27.9% and 18,000 to 47,000 units , accounting for just 6.1% of this 

sector. 

Volume share of dealers’ used car sales, by age of car 2009
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• The private sector’s sales of cars in the 3-5 year age group dropped just 2.7% 

last year to 317,000 units, its share of this segment slipping 0.4% to 16.8%. 

Given that dealer sales also fell in an otherwise stable sector, other routes 

claimed a greater share. 

• A marked fall in private-to-private sales of 6-8 year-old cars, saw volumes fall by 

360,000 units to 348,000, dropping to 23.5% of sales in this age group from 

44.3% the previous year.  

• Private sales in the 9 years-plus group were 89.000 lower (-5.6%) at 1.51 million 

units, accounting for 69.3% of this market segment. 

A number of factors may have contributed to the marked fall in the private sector’s 

used car volumes last year. 

• The scrappage scheme persuaded 285,000 motorists to exchange their 10 

years-plus car for a new vehicle – a good number of whom might have bought a 

‘newer’ used vehicle. 

• A growing shortage of stock and weaker sales in franchised dealers’ traditional  

0-5 year-old car trading zone, saw many dealers turn their attention to the 6-8 

year age group, where there was a more plentiful supply of stock and a healthy 

demand for good quality used cars. 

• The longest and deepest recession on record, reduced earnings, increasing 

unemployment, worries about job security, scarcity of bank loans and rising used 

car values, saw car buyers look towards used car retailers for quality, value-for-

money used vehicles and the availability of point of sale finance.. 

UK car market value rises 

The overall value of the UK new and 

used car market fell to £60.5 billion 

in 2008, following two years at an 

all-time high of £66.3 billion – before 

recovering to £62.2 billion in 2009.  

The new car market value was flat in 

2009, as higher than inflation new 

car price increases offset the impact 

of lower new car volumes, a swing 

towards smaller cars, and scrappage and other marketing discounts. 

New and used car market values (£ billions) 

 2005 2006 2007 2008 2009 

New 32.2 32.4 33.0 28.1 28.0 

Used 32.3 33.9 33.3 32.4 34.2 

Total 64.5 66.3 66.3 60.5 62.2 

Used * 50.1 51.1 50.2 53.6 55.0 

* as % of total market value 

Source: BMRB 

The scrappage 
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285,000 motorists to 

exchange their 10 

years-plus car 
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Although used car volumes fell by 350,000 units last year, a strong and sustained 

recovery in used car selling prices, helped drive 2009’s used car market value up by 

£1.8 billion to a high of £34.2 billion – its fifth successive year above the £32 billion 

mark – £6 billion higher than the new car market value last year. 

Dealers’ used car market value 

Dealers’ used car market value rose £1.2 billion to £25.2 billion, reflecting a modest 

fall in used car volumes and stronger used car selling prices. In contrast, the private-

to-private sector’s market value dropped from £6.95 billion in 2008 to £5.57 billion in 

2009 as privates sales fell by 475,000 units. 

Value of used car sales by source 
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While franchised and non-franchised dealers retained their customary three quarters 

(73.7%) of the UK’s used car market value, the private sector’s share dropped 5.2 

points to 16.4%, signifying the move to auctions and other sectors mentioned earlier.  

Used car prices at auction 

A shortage of younger used cars for sale, due in no small measure to many fleet and 

leasing companies postponing replacement of their cars, saw average used car 

prices at auction rise steeply during 2009. This more than made up the ground lost 

during 2008 – finishing £1,352 higher (£6,188) at the end of 2009 than the average 

figure 12 months earlier. 

Average used car prices at auction; 2008 – 2009 
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Used car selling prices 

Average used car selling prices also recovered strongly in 2009, rising from £4,868 in 

2008 to £5,422. While dealers’ average used car selling prices rose by £593 to 

£7,143, the private sector’s used car prices were relatively flat at £2,512.  

New to the Used Car Market Report, this year, is an analysis showing the pattern of 

used car selling prices achieved by the various used car channels in 2009 (see 

overleaf).  

This shows franchised dealers, selling their own make of car, averaging £9,840 per 

used car deal – around £1,000 higher than car supermarkets’ average selling price of 

£8,880 for sales of relatively ‘new’ used cars. 

Franchised dealers, selling other make cars, achieved an average sales value of 

£6,883.  

 

Average used car 

selling prices 

recovered strongly in 

2009 
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Average used car selling prices; 2009  

£5,422

£1,906

£2,797

£4,757

£6,883

£8,880

£9,840

Average selling price

Family/friend

Private sale

Non-franchised retailer

Franchised other make

Car supermarket

Franchised own make

Source: BMRB 

In the private sector, used car buyers paid considerably more for a private-to-private 

deal (£2,797), than a used car bought from a friend or family member at £1,906. 

Car parc shrinks for the first time 

As forecast in last year’s report, the number of cars in the UK’s car parc shrunk for 

the first time in 2009. Powered for several years by new car sales well over the two 

million mark, the UK car parc grew by three million between 1999 and 2005, growth 

slowing thereafter as new car volumes faltered, settling at 30.3 million in 2008.  

 
 

UK car parc – average age of car 
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The ‘natural’ new car market fell to around 1.7 million units in 2009, when the 

contribution of the 285,000 new car scrappage deals are excluded which, by 

definition, removed the same number of old cars from the parc. The net effect was 

the country’s car parc count dropped for the first time in its history – by 236,000 to 

30.1 million units.  

The average age of cars, which had fallen steadily to 6.7 years in 2004, continued its 

upward trend in 2009 to a 10-year high of 7.06 years. The average car age will 

continue to rise for several years to come, however, as fewer new car sales enter the 

car parc. 

Fewer cars making it to the 15-year mark 

The number of cars surviving until they are 10 years old was 88.1% in 2009, 

compared with 87% ten years earlier, but are being scrapped more quickly thereafter 

– just 34.8% of cars still on the roads five years later at the 15 year mark, compared 

with 41.2% ten years earlier.  

UK car parc survival rate 
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The 285,000 cars replaced under the scrappage scheme, during 2009, clearly 

accelerated the scrapping of 10 years-plus cars, most notably in the 12-14 years-old 

group. Just 67.6% of 12 year-old cars remained on the roads at the end of 2009 

compared with 70.8% a year earlier; while the percentage of cars in the 13 and 14 

year age bands, still running, dropped by 2% to 57% and 45% of each group 

respectively. 
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The ‘parc turn’ indicator 

The ‘parc turn’ indicator, which expresses annual new and used car volumes as a 

percentage of the UK car parc, is a valuable way of monitoring car sales trends. 

Significantly lower combined new and used car volumes of 8.3 million, versus a 

slightly reduced car parc of 30.1 million, saw the overall ‘parc turn’ fall from 29% in 

2008 to 27.6% in 2009 – a drop of 6.2 points from 2003’s figure of 33.8%.  

Car parc turn 
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Lower new car volumes pushed the new car ‘parc turn’ down from 6.9% in 2008 to 

6.6% in 2009. The used car ‘parc turn’ also fell, by 1.2 points to 20.9% year on year, 

350,000 fewer used car sales outpacing the fall in the number of cars in the parc. 

Dealers’ vs. private-to-private parc turn 

Dealer vs. private sector used car percentage of car parc 
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While dealers’ used car ‘parc turn’ fell to 11.6% in 2009 from 11.9% the previous 

year, the private-to-private sector’s ‘parc turn’ experienced a more severe setback – 

dropping 1.6 points to 7.3%. 

The car parc – implications for the used car industry 

The severe downturn in new car sales and anticipated slow recovery will have a 

profound effect on the shape of the country’s car parc which, essentially, acts as the 

used car industry’s stock in hand, for many years to come.  

The overall amount 

of cars on the 

country’s roads 

will remain 

relatively flat, 

around the 30 

million mark for the 

next five years or 

so, as annual new 

car volumes and 

the number of cars 

scrapped each 

year will be in the 

same ballpark. The 

chart shows the 

latest SMMT forecast new car registrations through to 2012 and the Buckingham 

Team’s predictions for the following three years – depicting a recovery that falls some 

way short of the higher new car market volumes reached 10 years earlier.  

Clearly, when new car sales plummet and remain low for a considerable period of 

time, this cannot fail to have powerful impact on the age mix of the car parc and, by 

implication, the used car industry, the nature of its used car stock – and, crucially, 

the livelihood of the sector’s various sales channels.  

In short, the age of the car parc, and the used car industry’s stock, will age quite 

dramatically over the next few years. 

Dealers selling older used cars will benefit from access to a greater number of older 

cars from the ageing car parc. On the other hand, franchised dealers, in particular, 

are likely to face a marked and lasting shortage of used car stock in their traditional 

‘younger used car’ trading zone – cars up to five years old. 

There were 12.4 million 0-5 year-old cars on the roads at the end of 2005, falling to 

10.8 million by the end of 2009 and to around just 9.9 million by 2012 – growing 

slowly, thereafter, as hoped-for, higher new car volumes eventually feed through to 

this age sector of the parc.  

 

UK new car sales; 2000 - 2015 
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For used car 

retailers, who 

deal primarily in 

younger used 

cars (0-5 years 

old), there will 

be around 2.5 

million fewer of 

these units ‘in 

stock’ by 2012 

than the high 

point of 2005. 

This is around a 

million fewer 

than the figure 

at the end of 

2009.  

It could be argued that this marked fall in used car stock, allied to fleets extending 

their replacement cycles, has contributed to the 300,000 drop in younger used car 

sales in the past two years – just as much as the impact of recession. 

Used car retailers selling older cars, in the 6-8 year age group, are obviously not 

immune from the ravages of the ageing car parc. The chart shows, that while ‘stock’ 

of cars in this age band will hold up relatively well for the next couple of years, supply 

will start to diminish sharply around 2013 as the effect of lower new car volumes 

feeds through to this sector of the parc. 

Dealers need to review their range of used cars  

Dealers need to take account of the changing shape and mix of the used car market 

discussed in this section of the report.  

The overall car parc growth has stalled for the time being and is ageing, particularly in 

the younger used car groups as new car sales have fallen badly and will take some 

considerable time to recover.  

The result will be that franchised dealers, in particular, need to review the range of 

used cars they sell, perhaps moving beyond their traditional strategy of selling 

younger used cars up to 5 years old.  

Equally, dealers may seek to review the total value-added opportunities they pursue 

with both new and used car sales. The ageing car parc cannot be cured quickly, it is 

therefore important to maximise revenue and profitability from existing opportunities. 

 

UK car parc by age groups; 2005 - 2015 
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The Consumer Experience 

Motorists’ experience buying and owning a used car 

This Consumer Experience section of the BCA Used Car Market Report focuses on 

the pattern of car ownership in the UK and the key issues that influence car buyers 

when deciding what used car to buy and where to buy from. 

BCA commissioned BMRB International to carry out face-to-face interviews with 

4,000 motorists in the UK, to find out their preferences and experiences in buying 

and owning a used car – why they decided to buy their latest used car, what 

influenced their choice of seller, what type of car they might buy next, and where and 

when they might buy next. 

This year, the consumer research also looked at whether motorists had thought about 

replacing their car during the recession and what they might look for in a car when 

the economy recovers. Respondents were also asked how rising fuel costs would 

influence the type of car they would consider buying next time they changed – and if 

they had taken advantage of the recent car scrappage scheme incentive to buy a new 

car.  

Fieldwork for the BMRB consumer research took place during late April 2010.  

The Consumer Perspective section is split into four parts; 

Part One – looks at the period when motorists start thinking about changing their 

car, the key issues that influence what car they begin looking for and the factors that 

most influence their decision on exactly what car to buy. 

Part Two – considers what aspects have the biggest impact on motorists when 

deciding which used car retailer to do business with and what type of used car they 

chose to buy.  

Part Three – looks at the ongoing relationship with the selling dealer, when car 

owners could next be in the market for another car, what type of car they might look 

for next and who they might buy from. 

Part Four – assesses the impact of the recession and recovery and rising fuel prices 

on car buyers’ decisions – and also looks at the steps motorists are taking to cut 

their personal carbon footprint. 

What they might look 

for in a car when the 

economy recovers 
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Part One – What Used Car to Buy? 

What type of used car to look for? 

‘Personal experience of make/model’ was cited by 34% of respondents to this year’s 

survey as the key factor when making their mind up which used car to consider 

buying. ‘Views of family or friends’, in second place, edged up two points to 30% on 

this occasion, followed by taking a ‘test drive’ which was an important aspect for a 

fifth (22%) of car owners. 

Influences on type of used car considered 
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The number of motorists searching ‘car Internet sites’ to locate the type of used car 

they are looking for has almost doubled in two years, from 10% of buyers in 2008 to 

18% in this year’s survey.  

Men (23%) are almost twice as likely as women (12%) to be influenced by used car 

retailers’ websites – as are a quarter of motorists in the 17-24 and 35-54 year age 

groups and three out of ten buyers of cars over the £15,000 mark. Middle income car 

owners are also more liable than their lower-income counterparts, or 55 years-plus 

car owners, to spend time surfing the web. 

The influence of ‘used car showroom/sites’ has stepped up three points to 15% on 

this occasion, in contrast to ‘cars you see on the street’ which has slipped by a 

similar amount to 11%. The influence of various types of advertising, magazines, TV 

shows and used car retailers’ advice seems somewhat peripheral at this early stage 

in the used car buying cycle.

Men are almost twice 

as likely to be 

influenced by 

websites as women 
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‘Personal experience’ is a top priority for 44% of 45-54 year-old car owners and 

better off motorists (39%), but much less of a consideration for younger and lower-

income drivers who are more interested in ‘views of their family and friends’. Higher 

income motorists and buyers of cars costing more than £10,000 are more likely to 

pay attention to ‘consumer reports’ when thinking about what car to buy. 

Choosing the right used car 

Although getting the ‘right price’ slipped 6% to 44% this year, it remains top of used 

car buyers’ shopping list when deciding exactly which used car to buy. Finding a 

used car retailer with the ‘right make and model’ in stock was cited by 41% of survey 

respondents, while locating the right car with a ‘low mileage’ (33%) could well clinch 

the deal. 

Critical factors in choosing a used car 
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‘Price’ is the crucial issue for half of 17-24 year-old, 45-54 years of age and low-

income car buyers, but is much less important for motorists in the 65 years-plus age 

group. ‘Make and model of vehicle’ is the crunch factor for many older and wealthier 

car owners, while ‘insurance group’ is uppermost in the minds of younger drivers. 

Although ‘price’ is very much in the frame when buying cheaper used cars, it is less 

important than ‘specification’ and ‘low mileage’ when looking to buy a used car with 

a £10,000 plus price tag.  

‘Make and model’ is 

the crunch factor for 

many older and 

wealthier car owners 
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Part Two – Where to Buy From? 

Which used car retailer to deal with? 

The package used car buyers are looking for remains rock solid. They want ‘the ‘right 

car at the best possible price’, ‘a good deal’, ‘to trade in’ their existing car, ‘to deal 

locally’ and to do business with a ‘reliable and trustworthy’ organisation.  

Factors influencing choice of dealer 
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This year’s survey suggests that motorists are more focused on monetary issues 

when deciding which dealer to buy from – rating ‘the right car at the right price’ four 

points higher this time at 44% – followed by striking ‘a good deal’, favoured by three 

out of ten used car owners. 

Half of motorists in the 45 and 64 year age group, wealthier car owners, and buyers 

of cars over £20,000, place buying ‘the right car at the right price’ at the very top of 

their list, and are more likely than others to look for retailers with ‘friendly, helpful and 

professional staff’. 

Older car buyers often prefer to deal with ‘dealers they have bought a used car from 

before’, and look for hassle-free motoring in the shape of ‘the car had a warranty’ 

and the ‘dealer has good aftersales service’. 

Motorists are more 

focused on monetary 

issues when deciding 

which dealer to buy 

from 



The Consumer Experience 

 

The Used Car Market – a report by BCA 30 

Buying from franchised and non-franchised dealers 

Unsurprisingly, during a period of economic hardship, ‘the right car at the right price’ 

(36%), and negotiating ‘a good deal’ (30%), head up motorists’ priorities when buying 

a used car from a franchised dealer selling the same make of car. Third for this group 

of car buyers was ‘I could trade in my old car’ (25%), ahead of ’they were local and 

convenient’ and ‘friendly, helpful and professional staff’, mentioned by 22% and 19% 

car owners respectively. 

Factors influencing choice of dealer 
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‘Getting the right car at the right price’ was more critical for used car owners who 

dealt with a franchised dealer selling another make of car, rising from 43% in last 

year’s survey to 55% this time. Striking ‘a good deal’ (29%) was also important, 

together with the ‘ability to trade in my old vehicle’, popular with fifth of this group of 

motorists. 

While a half (48%) of non-franchised used car retailers’ customers, look for the ‘right 

car at the right price’ and a third are also to determined to ‘get a good deal’ – just 

11% are interested in whether they deal with ‘friendly, helpful and professional staff’.  

Fall in the number of new and used car buyers 

The number of motorists, who had bought a used car in the past 24 months, fell to 

32% in this year’s survey, compared with 35% who had done so last year, and 37% 

two years earlier. Sixty eight per cent of buyers opted to buy a used car rather than a 

new one (see overleaf). 
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Cars bought over past two years – by age group 
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A roughly similar number of men (33%) and women (31%) had bought a car in the 

past two years, 71% of the former and 65% of the latter choosing to buy a used car 

rather than a new one. 

The most prolific buyers of cars over the past 24 months were motorists in the 35-54 

year age group (38%); followed by 35% of 55-64 year-old cars owners. Only 28% of 

17-24 year-olds and 21% of motorists in the 65 years-plus group had bought a new 

or used car in the past two years.  

While a similar number of motorists in the 25-44 year age group had bought a used 

car as last year’s survey (78%), the number of 45-54 year-olds opting for a used 

vehicle rose by 8% to 71%.  

Half of 65 years-plus motorists had bought a new car during the period, 10% higher 

than last year’s survey, as had 7% more 55-64 year-olds – perhaps one of the 

outcomes of the scrappage scheme which persuaded many older, traditional used 

car buyers to seize a bargain while it lasted? 

Forty seven per cent of wealthier car owners had bought a car in the past two years, 

54% of them deciding on a used vehicle rather than a new one, while just a fifth of 

lower-income motorists had bought a car at all, four out of five of them buying a used 

vehicle. 

The most prolific 

buyers of cars were 

motorists in the 35-44 

year age group 
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Three-quarters of families own at least one car 

While three quarters of 

UK families (77%) own 

at least one car and a 

quarter of households 

have two cars, the 

number of families with 

three or more cars fell 

from 8% in last year’s 

survey to 6% on this 

occasion – a sign, 

perhaps, of families 

cutting unnecessary 

motoring costs. Four 

out of five male 

respondents’ had at 

least one car in the 

family, compared with 75% of women’s households. 

Motorists between 35 and 64 years of age have the most cars in their household; 

86% of them owning at least one car, while three out of ten are two-car families. 

More than nine out of ten (93%) better-off car owners have at least one car, 37% own 

two and 10% of them are three-car families. Fewer than two out five (37%) low-

income households own a car at all, just 8% with more than one vehicle in the family. 

Off-roaders edge upwards 

The mix of used car 

sales is virtually 

unchanged over the 

past two years; 

hatchbacks sales 

accounting for 46% of 

the used car market, 

and saloons remaining 

at 20%. However, sales 

of off-road vehicles 

edged up two points to 

7% of the market, while 

estates fell one point to 

8%.  

Twice as many 

motorists between 35-44 years of age(16%) buy an MPV/People Carrier as average, 

whereas 45- 54 year-olds (12%) are the most profuse buyers of Off-Road/4x4s.  

Cars in household 
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25%
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6%

One
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None
23%

 
Source: BMRB 

Type of used car bought 
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Younger motorists are the biggest buyers of Hatchbacks (59%) and Micros/City Cars 

(5%), while a third of 65 years-plus car buyers favour saloons compared with an 

average of just 20%. 

Looking at the used car price bands shows that two out of five (43%) cars costing 

over £20,000 were Off Road/4x4s, and a fifth (23%) were Sport Cars/Coupes. While 

Hatchbacks (19%) are few and far between in the £15,000-£20,000 range, saloons 

are well represented, accounting for 45% of car sold in this price bracket. 

Buying a new or used car? 

Thirty-four per cent of car owners in this year’s survey said ‘I couldn’t afford a new 

car’ was their principal reason for buying a used car, a quarter were convinced that 

used cars offered ‘better value for money’, while 21% believe they suffer ‘lower 

depreciation’.  

A third of men said they ‘couldn’t afford a new car’ compared to 36% of women 

However, the recession seems to have had a bigger impact on younger car buyers – 

with half (53%) of 17-24 year-old car owners, and two out of five in the 25-34 age 

group, declaring they ‘couldn’t afford a new car’. Quite the opposite is true of the 

older fraternity, with just a fifth of car owners between 55 and 64 years old, and a 

quarter of 65-plus motorists, claiming to be in the same position. 

Buying new or used? 
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Used cars seem to appeal most to wealthier car owners, a third of whom believe they 

‘offer better value for money’ and ‘suffer less depreciation’ – particularly motorists 

buying cars costing more than £15,000. More men (15%) than women (10%) say they 

‘always buy used cars’, as do a fifth of used car owners in the 45-54 year age group. 

The recession seems 

to have had a bigger 

impact on younger 

cars buyers 
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Diesel sales continue to rise 

Diesel-engined cars’ share of the used car market reached 36% this year, from 33% 

in 2009 and 26% just three years earlier – growing closer to diesel’s new car market 

share of 42% in 2009, as fleets and leasing companies, in particular, dispose of ever 

higher numbers of diesels. Diesel new car market share hit a high of 50.6% in July 

2010, as private registrations weakened post scrappage and fleet volumes continued 

their recovery.  

Diesel used cars are most popular with the 35-54 year age group (44%), and are now 

proving more acceptable to 65 years-plus motorists, 28% of whom have been 

converted to the diesel cause.  

Car owners in the 17-24 year group still appear less convinced of the merits of diesel, 

however, just 17% of them buying a diesel in this year’s survey; perhaps a reflection 

of younger motorists buying older, smaller cars – or that driving an ‘oil burner’ is not 

yet ‘cool’?  

Reasons for buying diesel 
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Two out of five better-off car buyers are happy to drive a diesel-engined car, which 

now account for two thirds of used cars costing more than £10,000 – and nine out of 

ten in the £15,000 to £20,000 price band. 

While ‘better fuel consumption’ was quoted by two thirds of survey respondents as 

the main reason for buying a diesel used car, a fifth of car owners also think that 

diesel-engined cars are ‘more reliable’ and their ‘engines last longer’. 

Diesel used cars are 

most popular with the 

35-44 year age group 
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Used car satisfaction hits 95%  

The number of used car buyers satisfied with their used car reached 95% in this 

year’s survey – 72% of whom were ‘very satisfied’, while a further 23% were ‘quite 

satisfied’ with their purchase. Only 1% of motorists claim to be either ‘quite 

dissatisfied’ or ‘very dissatisfied’ with their used car. 

Four out of five 45-54 

year-old motorists 

claim to being ‘very 

satisfied’ with their 

used car, compared 

with just 67% of low-

income owners, and 

69% of 17-24 year-

olds.  

Unsurprisingly, 

perhaps, the 

percentage of 

customers ‘very 

satisfied’ with their 

used car, rises much in 

line with purchase price 

– from 62% of 

motorists with older 

vehicles at the lower end of the price scale, to well over 80% for used cars costing 

more than £10,000. 

Used car satisfaction 
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Neither
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Part Three – When, Where and What Used Car to Buy 

Dealer contact with customers 

Used car owners were asked if the retailer they bought their car from kept in touch 

from time to time to ensure they are satisfied with their car, offer them service or 

perhaps persuade them to by another car. 

Overall, this year’s survey responses show no improvement from last time, 

highlighting that 44% of car owners had not heard at all from their selling dealer since 

they took delivery of their used car.  

There has been a 5% rise in the number of motorists asked ‘if they were satisfied with 

their car’ (32%). On the other hand, the number of used car buyers contacted ‘about 

servicing their car’ dropped from 35% to 32% year on year, while just 14% of 

motorists can recall ever being asked ‘if they were thinking about changing their car’. 

Dealer contact with used car customers 
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Dealers are also more likely to contact men (60%) than women (50%) and older and 

wealthier car owners. They also contact buyers of used cars over the £15,000 mark 

more regularly – three quarters of them, to ensure they are ‘satisfied with their 

purchase, speaking to around half about servicing, and prospecting nearly a third 

about replacing their car or buying another vehicle.  

Dealers are more 

likely to contact men 

then women 
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Buying in the next 12 months 

The number of motorists who think they, or a member of their family, will ‘certainly’ or 

‘quite likely’ buy a used car in the next year, dropped one point for the second year 

running to 16% in this year’s survey – although those, who believe there is a 50:50 

chance, rose two points to 10%. 

Likelihood of buying a car in the next 12 months 
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Seventeen per cent of men might buy a car in the next 12 months, compared with 

just 13% of women who think this is possible, while 30% of 55-64 year-olds and 44% 

of 65 years-plus motorists say they ‘won’t be buying car again in the future’. Car 

owners most likely to buy a car are those in the 17-24 age group, 27% saying they 

‘certainly will’ or will ‘quite likely’ buy a used car in the next 12 months – as will a 

quarter of owners of cars costing more than £20,000.  

What type of car to buy next? 

The proportion of motorists looking to buy a used car, next time they change, rose 

two points in this year’s survey to 78% – the number of prospective buyers planning 

to buy a nearly-new car continued to fall, however, to just 7%, compared with 9% last 

year and 13% three years earlier. 

Motorists looking to 

buy a used car next 

time they change rose 

to 78% 
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While a similar number of men and women plan to buy a used car next time, a third of 

men intend to buy a used diesel compared with just a quarter of women.  

The chance of wealthier car owners buying a nearly-new car has fallen to 9% in this 

year’s survey compared to 15% two years earlier – although a third of car owners, in 

the £15,000 to £20,000 price range, think this is the best option next time they make 

a change – exclusively diesel though.  

While 31% of motorists say they will buy a used diesel when they change, this will 

obviously be influenced by the number of diesel-engined units coming to market. The 

number of motorists planning to buy a new car within the next 12 months has 

dropped one point to 13% this year, with car owners in the 55-64 year group (18%) 

and 65 years-plus motorists (24%) most likely to make such a move. 

Where to buy the next car? 

Following a two year drop to 47%, the number of car owners planning to buy their 

next used car from a franchised dealer rose three points to 50% in 2010 – at the 

expense of non-franchised retailers who saw their potential share of the market fall 

from 14% to 11% year on year (see overleaf).  

With some respondents saying they might consider more than one option, 23% of car 

owners said they will think about buying privately, 9% from a friend or family member 

and further 7% from an Internet used car sales operation. 

The number of 

motorists planning to 

buy their next used 

car from a franchised 

dealer rose to 50% 
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Two thirds of wealthier and 65 years-plus owners plan to buy a used car from a 

franchised dealer next time they change, around half of them trading in their old 

vehicle. On the other hand, half of 17-24 year-olds and two out of five people in the 

25- 34 age group are likely to buy their next car privately or from a member of their 

family. 

Men, younger motorists and buyers of budget-priced cars are twice as likely to deal 

with an Internet trader or a car supermarket as women. Three quarters of car owners, 

who bought a car in the £10,000-plus range last time, intend buying their next car 

from a franchised dealer, with very few in this group thinking of buying a car from a 

non-franchised used car outlet.  

Men are twice as 

likely to deal with an 

Internet trader as 

women 



The Consumer Experience 

 

The Used Car Market – a report by BCA 40 

Part Four – Scrappage, Recession and Fuel Prices  

The scrappage scheme effect 

The UK scrappage scheme, which was introduced on 18th May 2009 and ran until 

31st March 2010, offered car owners a £2,000 or more incentive to scrap their 10 

years-plus car in exchange for a new one – 393,000 car owners taking advantage of 

the scheme during this period. 

Scrappage scheme outcomes 
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Nearly two out of five car owners (38%), who bought a new car under the scrappage 

scheme, bought a new one for the first time, while 28% said they ‘replaced a car they 

otherwise wouldn’t have changed’ during the scrappage programme period. On the 

other hand, nearly a quarter (23%) of new car scrappage scheme deals would have 

taken place anyway, irrespective of the £2,000 incentive on offer. 

Reasons for not taking advantage of the scrappage incentive 
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Survey respondents who had not taken advantage of the scrappage incentive, were 

asked why this was the case. ‘Unawareness’ clearly wasn’t a factor, as 96% of car 

owners were fully aware of the highly-publicised scheme.  

Two out of five respondents did not use the scheme for the most obvious of reasons; 

‘they didn’t own a 10 years-plus car to exchange for a new one’ – 30% ‘didn’t want 

to replace their car during the scrappage scheme period’, while a further 11% of 

motorists ‘do not intend to replace their car at any time in the future’. 

Eight per cent of car owners were unable to find a car to suit their particular needs; 

testimony, perhaps, to a shortage of models in high demand during the scrappage 

scheme period. 

Escalating fuel prices  

While consumers had a temporary respite for a short while last year, fuel prices 

brushed 120 pence per litre again earlier this year. While prices have subsequently 

settled a few pence below that mark, they remain at the mercy of crude oil price 

volatility, not to mention a fuel duty rise of one pence per litre in October 2010 and a 

further 0.8 pence per litre in January 2011. With VAT rising to 20% in January 2011, it 

won’t be long before petrol and diesel prices top 120 pence per litre once more. 

Steps to offset rising cost of fuel 
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A half (51%) of respondents intend looking for ‘a car with better fuel consumption’ 

compared with 45% last year, while 23% would also prefer a ‘car with lower road 

tax’. 

Fuel prices remain at 

the mercy of crude oil 

price volatility 
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There is little difference between men and women, and across the age and social 

groups, on what steps to take to mitigate escalating fuel prices. A fifth of wealthier 

car owners will consider ‘buying an alternative fuelled/hybrid model’, while rising fuel 

costs are of less concern to lower mileage older drivers..  

Apart from perhaps changing to a car with ‘lower service and maintenance costs’ and 

one that ’maintains its value better’, owners of cars in the £15,000-plus band are 

relatively unconcerned on however much it costs to fill up their tank. 

Buying a car during recession? 

The current recession was the deepest and longest for at least 70 years, and has had 

an unprecedented impact, leaving very few people or businesses unscathed. 

Respondents to this year’s survey were asked whether the recession and ongoing 

economic concerns had affected any decision to replace their car. 

Effect of recession on changing car 
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While more than half (54%) of car owners had not considered replacing their car 

during the recent severe economic downturn, they did not highlight any particular 

factors that had strongly influenced that decision. People in the 17-24 year age group 

cited ‘insufficient personal funds’, although 25-34 year-olds were more ‘worried 

about job security’ than others. 

Only one third of car owners in the £10,000-£15,000 price bracket had replaced their 

car during the recession – while a similar number, who had previously bought cars 

over the £20,000 mark, cited ‘rising household costs’ and ‘too low a part exchange’ 

as contributory factors’. 

Owners of cars in the 

£15,000-plus band 

are unconcerned on 

however much it 

costs to fill up their 

tank 



The Consumer Experience 

 

The Used Car Market – a report by BCA 43

What car to buy after economic recovery? 

While the recession is officially over and a measure of economic growth has returned, 

unemployment remains high and is forecast to rise further, with all sorts of austerity 

measures and pay restraint on the horizon.  

What type of car might car owners look for when they judge the economic climate 

and their own circumstances give them the confidence to make a move? Will they 

buy a cheaper or more expensive car, larger, smaller, used or new, more prestigious 

or a higher or lower specification model? 

Buying a car post recession? 
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The top three items on motorists’ list are unchanged from last year, with much the 

same response levels. A fifth of motorists intend to buy ‘the same type of car’ next 

time, albeit with ‘lower road tax’, while a third of car buyers will be looking for ‘better 

fuel consumption’. Although ‘lower CO2’, ‘lower maintenance costs’, a ‘smaller car’, 

and ‘best part-exchange value’ remain very much in the frame to cut costs – ‘lower 

CO2 has slipped from 18% to 15% in the desirability stakes. Of course, car buyers, 

opting for several of these measures, could make big inroads on their overall 

motoring costs. 

Three times as many (15%) survey respondents think they might consider buying a 

used car rather than a new one, compared to those thinking of moving the other way. 

Unsurprisingly, younger motorists have a ‘higher specification/performing car’ with 

‘lower maintenance costs’ and ‘lower road tax’ in their sights more than others, while 

wealthier car owners are more likely to look for a car with ‘lower CO2 emissions’. 

A fifth of motorists 

intend to buy ‘the 

same type of car’ next 

time 
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Owners of cars with a £15,000-plus price tag are not of a mind to change their 

motoring habits in the light of any economic recovery. They plan to stick to the ‘same 

type of car’ and certainly not ‘a smaller one’, albeit they would like ‘higher 

specification and performance’ allied to ‘lower maintenance costs’. 

Reducing personal motoring carbon footprint 

The number of people who say they are prepared to take some form of action to 

reduce their personal carbon footprint has moved up from 90% last time to 93% in 

this year’s survey. 

Steps to reduce personal motoring carbon footprint 
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‘Walking more often’ (41%), ‘cutting the number of journeys (36%) and ‘avoiding 

short trips’ favoured by 24 % of motorists, remain the most popular measures 

motorists are prepared to consider to cut their personal carbon footprint. A number 

of other highly practical steps including ‘using public transport more often’, ‘reducing 

annual mileage’ and ‘driving more slowly’ also feature high up the list of measures 

motorists can adopt. 

While ‘walking more often’ appeals to more than half of women and car owners up to 

the age of 34, it is favoured by only a third of men. Men, on the other hand, are more 

likely than women to ‘reduce their annual mileage’, ‘check their tyre pressures’ and 

‘avoid heavy breaking’. 

Although owners of cars over £20,000 are prepared to consider ‘using public 

transport more often’ and/or ‘buying a car with lower CO2 emissions’, that’s as far as 

they are prepared to go to save the planet.  

Men are more likely 

than women to 

‘reduce their annual 

mileage’ 
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Regional Review 

The BMRB consumer research provides a valuable insight into the pattern of car 

owners’ buying and owning experiences in the various regions of the UK. 

Just over half (53%) of car owners living in East Anglia had bought a new or used car 

in the past two years, followed by 43% of motorists in the South West of the country 

and around a third of respondents living in six of the other UK regions. Now very 

much ‘par for the course’, fewer survey respondents living in London (15%) had 

bought a car in the past 24 months, compared with 19% in last year’s survey. 

Car bought over past 2 years 
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Eighty four per cent of East Midlands’ car buyers had bought a used car last time 

rather than a new one, as had three-quarters of East Anglian motorists – compared to 

just three out five of car owners in the London, North West and Scotland who had 

opted to buy a used vehicle. 

‘Personal experience’ tops the list 

‘Personal experience of make/model’ is the critical issue for car buyers in six of the 

11 UK regions when making their mind up what type of used car to start looking for – 

unlike London, Yorkshire/Humberside, the North and Scotland where car owners pay 

more attention to the ‘views of friends and family (see overleaf). 

Taking a ‘test drive’ is high up the list of priorities for motorists living in the East 

Midlands (28%), East Anglia (27%) and a quarter of South Western and North 

Western car buyers.
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What car to look for? 
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Dealer follow-up calls 

The level of dealer follow-up calls to their used car customers fluctuates across the 

UK regions. While four out of five Scottish used car buyers could recall their selling 

dealer getting in touch for some reason, only a third of motorists in the East 

Midlands’ motorists could remember this taking place.  

Dealer contact with customers 

16
51

16

25

23

16

19

11

23

15

16

20

33

27

34

33

36

9

44

32

35

27

London

South East

South West

Wales

East Anglia

East Midlands

West Midlands

Yorks/Humb

North West

North

Scotland

%

Changing car Satisfaction call

Source: BMRB 



Regional Review 

 

The Used Car Market – a report by BCA 47

While half of Scottish and 44% of West Midlands’ used car owners had received a 

dealer call to see if they ‘were satisfied with their car’; this happens less frequently in 

the East Midlands.  

Receiving a call, to find out if they might be interested in changing their car or buying 

another, is more likely to happen to used car owners in the West Midlands, Wales 

and Yorkshire/Humberside. It’s astonishing that so few used car buyers across the 

country could remember their selling dealer making any attempt to sell them another 

car. 

When to buy the next car? 

Twelve per cent of Northern car owners in this year’s survey said they will ‘certainly’ 

buy a car in the coming 12 months, as will 9% of people living in the South West – 

although this is much less likely in Wales, Yorkshire/Humberside or Scotland. More 

than one in ten of motorists, in seven of the UK’s 10 regions will ‘quite likely’ buy a 

car in the next year. 

Buying a car in the next 12 months 
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While Londoners (13%) top the ‘50/50’ group on this occasion, more than four out of 

five motorists in North West and Scotland say they are ‘unlikely to buy a car in the 

next year or will not buy one ever again’. 

Where to buy the next car? 

Buying their next car from a ’franchised dealer’ is the most popular choice for car 

owners across UK, particularly so for seven out of ten Scottish motorists and 56% of 

people living in the South East and Yorkshire Humberside, but less likely in London 

(35%) and the West Midlands at 38%.  

Few used car buyers 

could remember their 

dealer making any 

attempt to sell them 

another car 
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Where to buy the next car 
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Non-franchised used car retailers are favoured more in Wales (23%) and the South 

West (16%) than the other UK regions. Two out of five Londoners, Welsh and West 

Midlands’ motorists are planning to buy privately or from a friend or family member 

next time they change, as are a third of people living in the North and the South 

West.  

What car to buy next? 

Four out of five of the North’s, East Midlands’ and London’s car owners are planning 

to buy a used car next time they change, in contrast to less than two thirds (64%) of 

West Midlands’ motorists.  

What type of car next? 
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Nearly-new cars are more popular with car buyers in East Anglia and the North West, 

but much less so for people living in the North and the South West.  

Buying a diesel used car appeals most to Welsh (47%) and East Anglian (43%) car 

owners – but not so much in London and the West Midlands at 20% and 26% 

respectively. 

How satisfied are used car owners? 

The most satisfied used car owners live in the South West and the West Midlands, 

where 98% of drivers were either ‘very satisfied’ or ‘quite satisfied’ with their car. 

Other areas, with a high ‘very satisfied’ rating, were West Midlands, at 75%, and the 

South East and South West, where 74% of respondents were very happy with their 

used vehicle. 

Very satisfied and quite satisfied used car owners 
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The least satisfied used car buyers live in the London and the East Midlands, the 

former with just 59% of car owners ‘very satisfied’ with their car, and the latter with 

only 68% of motorists feeling the same way.  

 

The most satisfied 

used car owners live 

in the South West and 

West Midlands 
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European Perspective 

Europe – a market overview 

This section of the Used Car Market Report looks at new and used car markets in key 

countries within Europe – which comprises the EU27 plus the three countries that make 

up the European Free Trade Association (EFTA). Western Europe is defined as the 

original EU15 plus EFTA countries. 

EU15 Austria, Belgium, Denmark, Finland, France, Greece, Germany, Ireland, Italy, 

Luxembourg, the Netherlands, Portugal, Spain, Sweden, the UK 

EU25 EU15 + the Czech Republic, Estonia, Hungary, Latvia, Lithuania, Poland, Slovakia, 

Slovenia 

EU27 EU 25 + Bulgaria, Romania 

EFTA3 Iceland, Norway, Switzerland 

Western Europe EU15 + EFTA3 

The enlarged Europe has a population of 495 million and a car parc of 230 million 

passenger cars, of which 196 million are in Western Europe. According to ACEA 

(European Automobile Manufacturers Association), the average age of cars on Europe’s 

roads is 8.2 years – two-thirds of them less than 10 years old.  

New car market 

European (EU27+EFTA) new car registrations peaked at 16 million in 2007, falling to 

14.71 million in 2008 their lowest since 1993. Following a marked drop in the first six 

months of 2009, new car sales improved in the second half of the year, finishing just 

1.5% fewer than 2008 at 14.48 million units. 

Western European new car volumes EU15 plus EFTA 2000 - 2009 
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The UK’s share of the Western European new car market fell to 14.6% in 2009 from 

15.7% the previous year, some way short of the 18.1% market share reached in 

2003. The UK has fallen from second to fourth place in the European new car table 

since 2007 and, last year, sold some 160,000 fewer new cars than third-placed Italy’s 

2.16 million. 

EU15 new car sales; 2009  
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The major markets of France, Germany, Italy, Spain and the UK accounted for 77% of 

European new car sales in 2009. French new car sales rose 12.3% to 2.3 million units 

in 2009, their highest point since 1990. The German new car market had one of its 

most successful years ever in 2009. Boosted by the government’s €5 billion 

scrappage scheme, German new car volumes climbed 23.2% to a 17-year high of 

3.81 million units.  
 

New car sales major EU markets;  2000 - 2009 
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Major markets 

accounted for 77% of 

European new car 

sales in 2009 
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The Spanish new car market fared worst of the EU’s major markets in 2009, falling 

17.9% to 953,000 units. On the other hand, 2009 Italian new car sales were similar to 

the previous year, down just 0.1% to 2.16 million. Despite the scrappage incentive 

being in force since May, the UK new car market fell 6.4% to 1.99 million in 2009, its 

lowest point for 12 years. 

New member states 

Overall new car volumes in the new EU member states fell 26.6% in 2009 from 1.18 

million in 2008, to 859,000 in 2009. New car volumes in Eastern Europe varied widely 

in 2009; Slovakia weathering the sever economic downturn best with new car sales 

up 12.5%, with the Czech Republic down 8.1% on the previous year – while sales in 

Romania (-52.0%) and Hungary (-60.7%) suffered a severe setback.  

New car sales new EU member states, 2009 
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Used car volumes 

The overall used car volume for the European Union is considerably higher than the 

new car total; the major five markets in this report alone account for over 22 million 

used car sales annually. 

Looking at the major EU markets overleaf, shows that the UK’s used car volumes 

fluctuated somewhat over the past decade – topping seven million units on four 

occasions, eventually falling below that mark as the recession hit the used car sector 

in 2008 and 2009.  
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Used car volumes, 2009 
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German used car market volumes experienced a marked drop over the past 10 years, 

from a high of 7.4 million in 2000 to 6 million units in 2009. On the other hand, French 

and Italian used car sales have remained relatively flat for several years, and have 

held up relatively well during the recent economic downturn. 

Used car volumes major markets, 2000 - 2009 
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While Spain’s used car volumes recovered steadily from a sharp fall to 1.2 million 

units in 2003, they have fallen back somewhat over the past couple of years. 
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Car parc and parc turn 

Sixty eight per cent of Europe’s 230 million car parc is concentrated in the five main 

markets of France, Germany, Italy, Spain and the UK. Car ownership rates vary widely 

across Europe. They are highest in Western Europe at around 500 cars per 1,000 

population, compared with just 300 cars per 1,000 people in the new EU member 

states.  

The average age of cars in Western Europe is 8.2 years – around one third up to five 

years old, one third between five and 10 years old and the remaining third over the 

10-year mark. The UK has the youngest car parc of the EU major markets at 7.1 

years compared with Germany 8.2, France 8.3, and Italy at 7.5 years. 

Parc sizes, 2008 
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The dynamism of any car market is measured by the churn in the marketplace – the 

number of vehicles changing hands annually compared to the total car parc – a figure 

known a ‘parc turn’. Countries, with a well-developed wholesale infrastructure for 

used cars, and tax-friendly treatment of used car sales, normally produce a much 

higher churn of vehicles. 

The parc turn percentage figure essentially highlights how easy, or otherwise, it is for 

car owners to change or acquire a new or used car. With combined new and used car 

volumes of 8.3 million, the UK is the most dynamic of the major European markets 

with a parc turn of 27.6%% in 2009, some way ahead of second placed France 

churning 24.5% of its car parc (see overleaf) .  

This underlines the UK’s well-developed used car industry infrastructure and strong 

wholesale market. 

The UK is the most 

dynamic of the major 

European markets 
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The German parc turn was up 1.5 points to 23.8% last year, its scrappage-driven new 

car volumes overcoming a fall in used car volumes – while Italy’s fell from 14.4% in 

2008 to 13.9% in 2009 – lower used car volumes taking their toll. 

Parc turn percentages, 2009 
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At 10.9%, Spain’s parc turns lags well behind those of the other major European 

markets, particularly the UK which churns nearly three times the volume of cars 

relative to the size of its car parc. 

Parc turn percentage major markets, 2000 - 2009 
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The longer-term trends on the previous page show the UK’s park turn percentage had 

settled comfortably over the 30% mark until 2006, before a combination of lower new 

and used car volumes saw it drop five points to 28% last year.  

The German parc turn fell steadily from 26% in 2000 to 20% in 2007, recovering to 

24% in 2009 as strong, scrappage scheme driven new car sales overcame falling 

used car volumes.  

While the French and Italian car parc turns have remained flat over the past seven 

years, Spain’s parc turn reached a low of 11% in 2009, as its new car volumes 

plummeted to less than one million units. 

Used:new volume ratios 

Used:new volume ratios, 2009 
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A similar pattern exists on the used:new volume ratio front, where the UK’s figure of 

3.2:1, is higher than all other major markets, ahead of France (2.3:1) and Germany at 

1.6:1. Italy and Spain are lower than the other major EU markets at 1.5:1 and 1.3:1 

respectively. 

Used car sales per 1,000 population 

The trend continues with used car sales per 1,000 population; the UK’s figure of 102 

giving it a clear lead over France at 81 and Germany with 74 sales per 1,000 people. 

Italy (47) and Spain (31) prop up the table for this performance indicator for major 

markets, underlining the much weaker nature of their used car industries. 
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Used car sales per 1,000 population, 2009 
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The United Kingdom 

The UK’s new car volumes fell 

6.4% to 1.99 million units in 

2009, there lowest point since 

1993. 

Although the UK’s used car 

volumes dropped 5.3% to 6.3 

million in 2009, it remained 

Europe’s biggest used car 

market, some 300,000 units 

larger than Germany in second 

place. 

The UK’s used car performance 

indicators continued to outpace 

those of the other four major used car markets – selling 101.6 used cars per 1,000 

population, producing a car parc turn of 27.6% and a used:new ratio of 3.2:1 

UK used car sales; 2005 – 2009 
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The UK remained 

Europe’s biggest used 

car market 
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Germany 

The German new car market rose to a 17-year high in 2009, its €5 billion scrappage 

incentive fund driving new car volumes up from 3.08 million in 2008 to 3.81 million 

units last year 

Germany’s used car volumes 

slipped from 6.1 million in 2008 

to 6.0 million units in 2009.  

Whilst its buoyant new car 

volumes helped its car parc 

turn rise from 22.3% to 23.8% 

year on year, Germany’s used 

car sales per 1,000 population 

dropped from 74.2 in 2008 to 

73.5 last year– some way short 

of the UK’s figure of 101.6. 

Germany’s used:new ratio fell 

in 2009, to 1.6:1 from 2.0:1 the previous year – a reflection of the steep rise in its 

new car volumes. 

Italy 

Boosted by its scrappage 

scheme, Italy’s 2009 new car 

sales were similar to the 

previous year, just 0.1% lower 

at 2.16 million units – but not 

enough to prevent it being 

overtaken by France for second 

place in the EU new car sales 

table. 

Italy’s used car volumes fell 4% 

to 2.85 million units from 2.97 

million in 2008. 

Italy’s used car market performance remains particularly disappointing, however, 

typified by its low car performance ratios – used car sales per 1,000 people at 47.2, 

used:new ratio of 1.3:1 and a car parc turn of just 13.9%. 

German used car sales; 2005 - 2009 
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Italian used car sales; 2005 - 2009 
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France 

A successful and timely 

scrappage scheme saw 

France’s new car volumes rise 

from 2.05 million to 2.3 million 

units year on year, their highest 

since 1990, second only to 

Germany in the EU new car 

sales table. 

French used car sales fell 2.8% 

to 5.24 million units last year. 

Amongst the five major 

markets, French used car 

performance is second only to 

the UK’s in terms of used car sales per 1,000 population (81.0), car parc turn (24.5%) 

and a used:new ratio of 2.3:1. 

Spain 

The Spanish new car market 

fared worst of the major EU 

countries in 2009 – its new car 

volumes down 17.9% to 

953,000 – a marked fall of 

660,000 units in just two years.  

In comparison, the Spanish 

used car market had a 

somewhat better year in 2009, 

its used car volumes falling by 

75,000 units to 1.4 million.  

Spain recorded a used car 

sales per 1,000 people of 30.5, a used:new ratio of 5:1 and a car parc turn of 10.6%. 

Used car sales; 2005 - 2008 
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Used car sales; 2005 - 2009 
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Additional sources include: 

ACEA (Association des Constructeurs Européens d’Automobiles) 

Office for National Statistics 

Verband der Automobilindustrie e.V. 

Statistisches Bundesamt Deutschland 

Zentralverband des dt. KFZ-Gewerbes 

Ministerie de l’Equipement, des Transports et duLogement 

CCFA (Comité des Constructeurs Français d’Automobiles) France 

RAI (Rijhs Automobiel Infocentrum) 

Centraal Bureau voor de Statistiek, Nederland 

FederAuto, Belgium 

National Institute for Statistics, Belgium 

Danish Automobile Federation 

Danmarks Statistik 

ANFIA - Studies & Statistics, Italy 

INE, España 

GANVAM, España 

Marketing Systems Iberia 

ACAP (Associacão do Comércio Automóvel dePortugal) 

Statistik Austria
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Recession and Recovery; 
the Long Term Impact 

by Professor Peter N C Cooke 

The motor industry is a long supply chain running from components through vehicle 

assembly, distribution, sales, the used car market and ultimately to scrapping of the 

car. Any disruption or significant change to patterns at any critical point in the supply 

chain will inevitably have a knock-on effect that may take several years to make its 

way out of the system. 

Recession, and ultimately recovery, is one such event and it is likely to be more than 

a decade before the 2008/2010 recession has finally left the scene. Even then, there 

may well be structural changes that will continue well into the future. 

This section of the Used Car Market Report seeks to identify some of the strategic 

implications of recession and recovery and their impact on the used car and used 

LCV markets - in particular, the fallout from the severe downturn in new vehicle sales. 

Strategic new car sales 

New car sales in the United Kingdom grew steadily for more than a decade to 2003, 

when they peaked at some 2.58 million registrations. This figure was regarded by 

many analysts as being unsustainable and was reached by vehicle manufacturers 

offering powerful marketing incentives and/or low-rate finance.  

UK new car registrations ; 1990 - 2009 
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The marked decline in new car registrations since 2004 has been quite dramatic, 

ultimately falling to 1.99 million units in 2009, which included a scrappage scheme 

element of 285,000 units. Without scrappage, 2009’s new car registrations were, 

controversially, 1.71 million units. 

In a mature market like the United Kingdom, the vast majority, well over 90% of new 

car sales, are replacement vehicles, which means an existing car has to be disposed 

of to release the equity in the current unit to part fund a new car.  

As shown elsewhere in the report, the used car market in the United Kingdom was 

6.3 million units in 2009 – still more than three times the size of the new car market. 

In terms of private motorists, the majority of car buyers buy a used car. Although 

many car buyers aspire to owning a new vehicle, many of them never manage to 

achieve such nirvana.  

The net effect is that the number of first-time used cars feeding through to the used 

car supply chain has been falling in recent years. The new/used car link will vary 

depending on how long owners retain their existing vehicles – or companies changing 

their replacement cycles. 

Used car prices at auction 

In 2008, the drop in new car sales should have theoretically caused used car prices 

to rise because of a growing shortage in supply. To the contrary, used car prices 

‘took a tumble’ as demand fell in the used car market. One can make calculations 

regarding the impact on leasing companies’ balance sheets from the collapse in used 

car auction prices. Unsurprisingly, many leases were extended and steps were taken 

to lessen the flow of units to auction. 

Average used car prices at auction; 2008 - 2010 
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The number of first-

time used cars 

feeding through to the 

used car supply chain 

has been falling 
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The drop in used car auction prices can be attributed to a number of different issues, 

including; 

• Economic recession discouraged used car owners from changing their vehicles. 

• Shortage of bank finance for used car purchase – while rates may have been 

attractive, conditions and availability were simply not. 

• As used car prices fell, dealer stocking policy became more sensitive than in 

previous recessions and their inventory reflected short-term demand. 

• In the context of the leasing sector, operators postponing replacement and/or 

reducing their fleet size as they reduced their activities or pruned their 

operations. 

There came a point where dealers had to restock and come back into the market for 

selective used cars. Equally, there was a pan-industry awakening that the overall 

stock of lower-mileage ex-business used cars was, and is likely to be, severely 

reduced over the next few years. 

Used car demand 

While historic performance can never be guaranteed to be an absolute predictor of 

future demand, it generally provides a reasonable benchmark assuming the overall 

economic situation holds broadly the same as in recent years. While used car market 

volumes have fallen recently, if the pattern continues, any future drop is likely to be 

relatively small. 

UK used car sales; 2000 - 2009 
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As used car prices 

fell, dealer stocking 

policy became more 

sensitive 
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Lack of younger used vehicle supply? 

Forecast new car and LCV sales for the next five years, as the country passes 

through a period of austerity, may well create a surprisingly buoyant used vehicle 

market – driven, on the one hand, by some private buyers moving from buying a new 

car to a less expensive used one and, on the other, a relative lack of supply of 

younger used cars. 

UK new car registrations 1990 – 2015 

2.22

2.46

2.56 2.58 2.57

2.13

2.40

2.34

2.44

1.99
2.02

1.96

2.25

2.15

2.06
2.1

1.0

1.2

1.4

1.6

1.8

2.0

2.2

2.4

2.6

2000 2001 2002 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 2015

M
ill

io
ns

 o
f c

ar
s

Supply Gap

New car sales New car forecast

Source: SMMT/Buckingham 

This chart shows the forecast new car registration figures for the United Kingdom 

through to 2015. The Buckingham Automotive Team is perhaps less optimistic about 

the rate of recovery in the market given the massive public sector cuts on the 

horizon, shortage of available credit and overall industry and personal austerity which 

is emerging. 

However, the speed of recovery of the new car market is disconnected from the 

demand for used cars as, by definition, used cars were those units sold 2-3-4 years 

or more ago and now being recycled.   

The important issue is the ‘used car supply gap’ identified in the chart, which may 

well be greater than suggested in the diagram. The chart overleaf presents a similar 

situation for the LCV industry, with its serious drop in sales of new LCVs and, 

therefore, the prospect of fewer younger LCVs entering the used market. 

In the case of both younger used cars and younger used LCVs, the exact shortfall is 

somewhat difficult to predict at this stage, as it will be driven by economic recovery, 

market sentiment and, in the case of used LCVs, the ability of small business 

enterprises (SMEs) to adapt their business models to using older units, operating 

fewer LCVs, or finding the wherewithal to buy a new vehicle. 

The speed of recovery 

of the new car market 

is disconnected from 

the demand for used 

cars 
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UK new LCV registrations 2000 – 2015 
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Recession and the used car buyer 

Surveys 

undertaken as part 

of the BCA Used 

Car Market Report 

have tracked the 

gender of used car 

buyers for over 20 

years. While the 

expectation might 

traditionally have 

been that ‘women 

buy new cars and 

men buy used 

cars’ – that myth 

has been steadily 

eroded. 

In 1998, some 62% of used cars were bought by men and only 38% by women. 

Since then, there has been a steady decline in the proportion of used cars being 

bought by men and a growing number acquired by women. By 2007, there was 

virtually a gender balance with 50.8% being bought by men and 49.2% by women.  

The slight move between the genders in 2008 and 2009 is probably explained by the 

recession, in that a number of men, who would probably have been expected to buy 

a new car, have stayed with used cars for economic reasons. 

UK used car market by gender; 1996 – 2009 
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By 2007, there was a 

virtual gender balance 
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It would be realistic to expect the ratio between male and female used car buyers to 

be similar in 2010 as 2009. Indeed, there may even be a slight increase in the 

proportion of men opting for used cars if the economy is slow to recover. While the 

balance between the genders shows a relatively steady and comprehensible 

migration, acquisition by age group exhibits much greater short-term turmoil. 

Age groups 

Over the past 20 

years, there has 

been a degree of 

convergence 

between the age 

groups buying 

used cars. 

Perhaps the 

message here is 

that used cars are 

becoming ever 

more acceptable 

across the buying 

spectrum as 

buyers get to understand them better, the better value for money they offer and their 

growing reliability.  

After all, that applies whether it is a brand new car straight out of the showroom or a 

used car ‘new’ to its fifth or sixth owner. All too often, it is overlooked that a car is a 

‘new car’ to its next owner several times during its life. 

While the sample used here is relatively modest, the trends in the chart justify further 

comment; 

• 17-24; age group has moved up to 13.8% of used car buyers. Given there is 

high unemployment in this group, one may have expected used car acquisition to 

have fallen as it did in last year’s report. However, the number of 17-24 year olds 

continuing in education has increased significantly in recent years and there are 

signs that more of them continue to live at home and commute to college. A used 

car may be a popular option. The ‘Bank of Mum and Dad’ still appears to be 

open for business. From a dealer viewpoint, this can be a very important market 

sector as it’s seriously uncool to keep the same used car for too long. 

• 25-34; group has declined steadily as a proportion of used car buyers. Over 20 

years, their rate has practically halved. It has been suggested that as a result of 

lower mortgage rates, a shortage of mortgage funds and later marriage, this age 

group has been able to acquire a greater proportion of new cars than historically. 

There may also be an element of the ‘grey fleet’ involved. 

UK used car market by age groups; 1996 - 2009 
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All too often it is 

overlooked that a car 

is a ‘new car’ to its 

next owner several 

times during its life 
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• 35-44; while the proportion of used cars acquired has slipped over the years, 

this group has shown a rise in this year’s survey, remaining the largest single 

cohort. It would be interesting to know what proportion of these vehicles are 

second cars in the household – perhaps the largest part – the ‘small family 

runabout’. And, how many are company car users moving out of company 

schemes to minimise their tax liability? 

• 45-54; the most changed group of all; one might ask what proportion bought 

‘the car they had always promised themselves’, even if a used model. In many 

cases, this would be a ‘mortgage holding group’ and low rates may have offered 

the opportunity for a little luxury or perhaps buying a second family car. 

• 55-64; the pre-retirement group appear to have remained pretty steady across 

the years, perhaps the reality of early retirement or financing the next 

generation’s mortgage deposits has kicked in? 

• 64 plus; this group has been steadily building the number of used cars acquired 

– why have a new car when all you need is a runabout? Economy and watching 

the pennies is important. However, the drop in 2009 may be due partly to the 

scrappage programme. If pensioners’ investments were not generating an 

acceptable return, £2,000 or more off a new car may well have been a once in a 

lifetime opportunity. It will be interesting to watch the trend of this age group in 

the next few years to see if changes in pension arrangements are having a 

measurable impact. 

It is important that businesses with used car operations identify and focus on the 

used car segments which are available locally or which they seek to develop. 

The 285,000 new cars sold under the scrappage scheme in 2009 will have certainly 

distorted the used car market. Realistically, it is not possible to identify what 

proportion of those scrappage cars replaced used car business with new car sales. 

Developing used car market; recession and recovery 

A number of critical issues emerge; 

• Ageing of the car parc 

• Reduction in the franchised dealer car parc trading zone 

• Downsizing of vehicles in the national car parc 

• Extension in warranty programmes and increasing service intervals 

• Reduced supply 

• Question over demand 

• Used car pricing strategies. 

In many cases, low 

rates may have 

offered the 

opportunity for a little 

luxury 
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New
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It is against such a background that vehicle manufacturers, dealers and used car 

operators need to consider 

their positions. The ‘Car 

Supply Chain’, opposite, 

indicates the series of 

potential profit 

opportunities which might 

be available, given a 

rethink in the business 

model. In addition to these 

generic profit 

opportunities, the dealer 

may well seek to utilise 

analysis to identify where 

age groups may have different product and support 

requirements.  

There are profit opportunities for players in the supply chain at each change of 

ownership, from a new car through to scrapping, albeit these might be smaller each 

time as the vehicle gets older, 

 

Source; Buckingham 
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Scrappage – the Final View? 

by Professor Peter N C Cooke 

The scrappage programme concept was developed to support EU automotive 

industries in late 2008 when it was obvious that both new car and LCV sales and 

production were in a steep decline.  

With automotive industries regarded as strategic sectors in many countries, and 

general elections on the horizon, Brussels agreed to support programmes taking the 

oldest passenger cars and LCVs out of use, scrap them and replace them with new 

models. A subsidy for each scrappage programme was developed and funded on a 

country by country basis by national governments according to their individual needs. 

The most enthusiastic player was Germany where the funds available were more than 

doubled early in the programme, although the UK and many other countries have also 

been involved. The impact of scrappage programmes across Europe has been to 

accelerate the rate of change from larger, gas guzzling cars towards smaller, more 

fuel efficient models as this also supports countries environmental strategies. 

The following chart shows the changing mix of new car sales across Europe in recent 

years with the acceleration towards smaller cars in the past three years. 

EU15 car market share by segment; 2000 - 2010 
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The impact of 

scrappage has been 

to accelerate the 

change form larger to 

smaller cars 
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The impact of the Scrappage schemes across Europe has been patchy. The most 

successful was Germany where more than two million older cars were replaced at 

huge cost to the taxpayer.  

German owners of old used cars embraced the scheme with great enthusiasm. The 

result of the programme was that German car sales increased dramatically in 2009 – 

which was politically convenient at the time of a tight-fought election. However, a 

decline of 29% in new car sales in first half of 2010 suggests that many of last year’s 

new car purchases were pulled forward – which, in turn, gives rise to questions 

regarding the voracity of the project. 

The French dealers’ association similarly reported excellent sales as a response to 

the scrappage scheme but the impact slipped back once it had concluded. Spanish 

sales figures too have benefited from scrappage. 

Scrappage and the UK used car market 

UK new car sales peaked in 2003 and have since fallen considerably. However, the 

2009 new car sales figures would have been disastrous without the scrappage 

scheme – as identified by the highlighted scrappage volume below. 

UK new car registrations ; 1990 - 2009 
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The United Kingdom Scrappage programme was based on replacing cars aged 10 

years or older. 

While the Scrappage scheme in the UK was slow to start, it ultimately achieved its 

objective of taking nearly 400,000 old vehicles off the road and replacing them with 

new vehicles.  
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The following chart shows the monthly take-up of the scrappage scheme for cars in 

the United Kingdom. While it is generally accepted the scrappage scheme was a 

successful initiative, there may be a number of longer-term implications which will not 

necessarily be helpful to the industry as a whole. 

UK new car registrations/scrappage deals; 2009 - 2010 
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Many buyers of replacement cars under the scrappage scheme regard them as 

‘bargain basement products’ and took full advantage of such government largesse. 

However, subsequent analysis and anecdotal feedback suggest that a significant 

number of the cars replaced under the scheme were older used cars of good quality, 

their owners simply trading them in because of the bargains on offer. 

Thus, many of the 400,000 replaced units were perfectly good, were well maintained 

and ‘good for a good few thousand more miles’. Many of the new units were acquired 

by older buyers with access to funds, savings or pension funds that were not earning 

a particularly good rate of return elsewhere.  

The other side of the equation is the manufacturing source of the new cars supplied 

as part of the scrappage programme. Many of the units were small, lower-priced 

models, over 80% of them sourced from outside the United Kingdom – many from 

outside the EU. 

The table overleaf shows those vehicle manufacturers that have done best, in the 

United Kingdom, out of the scrappage scheme. It outlines historic performance, 

performance across the period of the scrappage programme and the market 

penetration achieved by the players during the scrappage scheme. 

Given that one of the prime objectives of the scheme was to promote the sales of UK 

built vehicles, the final outcome is not quite what was envisaged. 

Many of the units 

were small, lower 

priced models from 

outside the United 

Kingdom 
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New cars sold under UK scrappage scheme; 2009 - 2010 

Scrappage Deals May 2009 – June 2010 % New Car Market Share 

Manufacturer Units Share 12 mths 
2008 

Jan-Apl 
2009 

12 months 
2009 

Jan -June 
2010 

Audi 4,699 1.2 4.7 5.2 4.6 5.1 

BMW 4,235 1.1 5.3 4.4 4.9 4.6 

Chevrolet 4,053 1.0 0.9 0.8 0.9 0.7 

Citroen 10,170 2.6 3.8 3.4 3.6 3.4 

Fiat 31,123 7.9 2.6 2.3 3.0 2.7 

Ford 43,033 11.0 15.1 17.4 15.9 14.3 

Honda 12,678 3.2 3.9 4.2 3.8 3.1 

Hyundai 45,757 11.7 1.3 1.8 2.8 3.5 

Kia 33,711 8.6 1.5 1.8 2.5 3.1 

Mazda 11,495 2.9 2.3 2.4 2.4 2.2 

Mercedes-Benz 2,157 0.5 3.5 3.6 3.6 3.4 

MINI 7,633 1.9 1.9 1.6 2.0 2.0 

Mitsubishi 2,220 0.6 0.7 0.5 0.6 0.6 

Nissan 15,692 4.0 3.1 3.2 3.9 4.1 

Peugeot 16,177 4.1 5.6 5.2 5.1 5.4 

Renault 13,678 3.5 4.2 3.0 3.2 4.8 

SEAT 6,994 1.8 1.4 1.4 1.5 1.6 

Skoda 13,229 3.4 1.7 1.5 1.9 2.0 

Suzuki 12,307 3.1 1.2 1.3 1.4 1.1 

Toyota 28,262 7.2 5.0 5.4 5.1 4.4 

Vauxhall 26,019 6.6 14.0 14.0 11.9 12.0 

Volkswagen 32,607 8.3 8.4 8.3 8.1 8.7 

Volvo 7,181 1.8 1.6 1.5 1.7 2.0 

Others 7,567 1.9 6.2 5.8 5.4 5.2 

Total 392,677 100.0 100.0 100.0 100.0 100.0 

Source; SMMT 

The overall impact of such a scheme is that the proportion of imports sold in the 

United Kingdom has increased and the country, which has done particularly well out 

of the UK scrappage scheme has been Korea 

Scrappage; used car market implications 

While the accelerated removal of nearly 400,000 older used cars from the used car 

parc of 30 million may in itself be a relatively minor event, one may well be able to 

identify a number of unforeseen implications. Consider some of them; 
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• Replacement of older cars requiring more frequent service with new units 

covered by warranty and extended service intervals may be detrimental to the 

future service business. This is explored later in the report. 

• The UK government (taxpayers) has been subsidising Korean and other overseas 

vehicle manufacturers – many of which do not use UK sourced sub-assemblies or 

components. 

• Reduction in the parc of older, low price, but acceptable, cars which are often 

driven by lower paid workers for whom there is no out of hours public transport 

• Many buyers will see the acquisition of what may be often a first, and last, new 

car as they will retain the new car as long as they continue to drive 

Thus, scrappage may well turn out to be a double-edged sword. While government 

departments were reluctant to accept the scheme as a cost-effective use of 

taxpayers’ money (the jury is still out on this) politicians were willing to push ahead 

with the scheme. The cynic would claim ‘politicians considered high new car sales 

figures contributed to a national feel-good factor which was important in an election 

year’. 

Watch out for unintended consequences 

Scrappage has been and gone; it will be some time before one can judge objectively 

how effective the scheme have been in the United Kingdom and elsewhere in Europe. 

However, one needs to watch out carefully for unintended consequences.  

The scrappage 

scheme may well turn 

out to be a double-

edged sword 
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Used Light Commercial Vehicles 

by Professor Peter N C Cooke 

The UK Light Commercial vehicle market, made up of car derived vans and LCVs up 

to 3.5 tonnes, is all too often overshadowed by the new car sector, but is 

nevertheless a very important market segment.  

The Centre for Automotive Management at The University of Buckingham has recently 

published a report on the used LCV market, the BCA ‘Used LCV Market Report 2010’ 

which is available from the www.buckingham.ac.uk/cam website. This short synopsis 

shows how the used LCV sector is very different from its passenger car counterpart. 

New LCV market 

The new LCV market 

is serviced by 

franchised LCV 

dealers and by other 

franchised outlets that 

focus mainly on cars. 

The new LCV market 

had risen and fallen 

largely in line with the 

pattern of new car 

sales until 2007, 

falling more steeply 

thereafter to a 15-year 

low of 186,000 units 

in 2009. 

LCV Parc 

The UK LCV parc 

peaked at 3.6 million 

units in 2008, slipping 

back the following 

year. It is also very 

likely that the parc will 

continue to decline 

over the next three to 

five years – and the 

average age of units in 

operation will rise, as 

new LCV volumes 

slowly recover from 

the recession. 

UK LCV Registrations; 2000 - 2009 
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UK LCV car parc; 2000 - 2009 
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LCV market segmentation; new and used supply chain 

The LCV market differs from the car market where fleet operators and businesses 

rarely buy used cars. In the LCV sector, new units are 

bought mostly by the 

biggest players – Post 

Office, BT, water and 

power utilities and local 

authorities as well as the 

largest service 

organisations, 

distribution and parcel 

companies, 

supermarkets and a 

number of rental and 

leasing organisations. 

Market segmentation is 

such that the largest players tend to buy new LCVs in 

eye-watering numbers, negotiating favourable terms on these units. While SME 

buyers might expect to obtain a discount on a new vehicle, it is generally not in the 

same league as the biggest players.  

The result is that major LCV operators buy their vehicles new, a good number of 

which will be replaced after two or three years, or perhaps sooner in the case of 

rental companies. These lower mileage/younger used LCVs are generally bought by 

small business (SMEs), sole traders and start-up activities. 

Routes to market 

While the relationship between new and used LCVs in the supply chain and their 

ultimate destination differs from passenger cars, there are also distinct differences in 

the routes to market for LCVs. The following paradigm sets out the supply chain from 

the new LCV through to the first, second and third buyer of the used vehicle. 

New and Used LCV Supply Chain 

Source; Buckingham 
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While a significant number of used LCVs pass through auctions, a growing number 

are recycled by major rental companies, either working through strategic alliances or 

using their own outlets. 

Used LCV market volumes 

There is 

insufficient data 

available to put 

an accurate 

figure on used 

LCV market 

volumes.  

There are, 

however, strong 

similarities 

between the 

LCV and 

passenger car 

parcs in terms 

of age at time of 

initial replacement, vehicle ageing and scrappage trends to suggest both parcs might 

have roughly similar parc turns. If this were the case, used LCV market volumes 

would have been broadly as shown in the above chart over the past 10 years. 

It will be noted that the used LCV sales volumes peaked in 2006 and have slipped 

back since.  

Used LCV average pricing 

It would be unrealistic to seek to generate an average used LCV retail price because 

different sellers would have different policies. There are different levels of 

refurbishment and prices might also depend upon the numbers of units being 

acquired. 

The only reliable source is the average LCV price at auction. Such a figure represents 

the price and market demand on any day or month.  

The chart overleaf shows an extraordinary level of fluctuation in LCV auction prices. 

While part of the fluctuation is influenced by the mix of vehicles offered through 

auction, this would not account for the overall movements. 

The prices might conveniently be divided into four stages; 

• Early 2008; the drop into recession when companies were defleeting and used 

LCV buyers were not in the market owing to the economic gloom and doom. 
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Average LCV auction prices; 2008 - 2009 
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• Late 2008 - early 2009; auction prices bottomed out. December 2008 saw the 

lowest average auction price at about £2,772 – over £1,000 per unit lower year 

on year. A very ‘costly’ scenario for LCV leasing companies and other big light 

commercial vehicle operators. 

• Early 2009 – late 2009; prices stared to recover due to SMEs replacing units; a 

tightening in used LCV volumes through auctions as many operators extended 

their replacement cycles. 

• Early 2010; a realisation by the LCV market that units were in short supply as 

many companies were postponing replacement and auction stocks were falling 

markedly.  

Certainly, it is possible to identify variations on these trends for different used LCV 

segments but, essentially, they all show the same characteristics over the 2008 – 

2010 period.   

Impact of the scrappage scheme 

As discussed elsewhere in the Used Car Market report, the 2009/2010 scrappage 

scheme has caused some extraordinary implications for the country’s new and used 

car market profiles. While the UK scrappage programme included LCVs, the impact 

on new LCV sales was minimal, amounting to a little over 7,000 units. 

Month-by-month new LCV scrappage deals are insignificant compared with the car 

scrappage programme as discussed earlier. 

 

 

The scrappage 

programme’s impact 
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minimal 
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LCV new registrations/scrappage deals; 2008 - 2009 
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It seems businesses running much older units, worth only a few hundred pounds, 

were not interested in paying £15,000 or more for a new unit – even taking the 

£2,000 scrappage allowance into account. Smaller businesses have better use for 

their cash during recession. 

LCV residual value expectations 

Given the marked fluctuation in used LCV auction prices, it is worthwhile commenting 

on expected short/medium term expectations.  

LCV new registrations; 1990 - 2015 
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It is difficult to imagine new LCV volumes returning to the 300,000 plus units reached 

between 2004 and 2007. It is likely the market will settle well below that level for the 

foreseeable future. 

One of the key issues is, of course, the ‘new LCV units that were never sold’ – the 

gap between 2008 and the recovery in 2015. The gap shown between 2008-2015 is 

a significant one and may well indicate a longer-term strength in average used LCV 

prices driven forward by a shortage of younger used LCVs. 

The challenge now will be how the tactics of the manufacturers and finance houses 

work over the forthcoming years in the period of an apparently tight used LCV market 

situation.  
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Issues of Strategic Interest  
and the Used Vehicle 

by Professor Peter N C Cooke 

The used car and LCV industries are regarded by many as being ‘selling and buying 

used vehicles’. Nothing could be further from the truth; they have become highly 

sophisticated market sectors in their own right and issues of strategic concern are as 

important, if not more so, than the respective new vehicle sectors.  

While the new car sector, with its predominance of fleet sales, is perhaps more able 

to handle changes in market and the economy, the private used car buyer works at 

multiple levels of cost and pricing within the used car industry.  

Many would argue, justifiably, that a successful used car sales executive has to be a 

much more knowledgeable person than a new car sales executive. After all, the new 

car salesperson generally deals with a single marque of current year vehicles and 

works against a published price list. The used vehicle specialist has to deal with a 

constantly changing stock of vehicles of different ages, condition and mileage as well, 

as different marques – and may have to make refurbishment decisions too. 

This section of the report examines a number of strategic issues which might be 

considered relevant to the used car and LCV industries. 

Inflation and economic expectations 

The dreaded word inflation has not been on the lips of economists for some time; 

however, the retail price index (RPI) has been rising recently, driven in part by the 

weakness of sterling and the rising cost of food and fuel. While the base interest rate 

may well continue at a historic low for some time to come, the problem is not so 

much the rate but the ability to borrow any money at all, let alone enough to buy a 

used car. 

The Sword of Damocles represented by expected job losses – predicted at 1.5 million 

or more over the next couple of years and a higher RPI as shown below must surely 

act as a brake, or at least a moderator, on the acquisition of new and used cars. 

Current and forecast retail price index 

     2010 2011 

 2009 2010 2011 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 

CPI  2.2 3.2 1.9 3.3 3.5 3.2 2.8 2.4 1.7 1.7 1.9 

RPI  -0.5 4.5 3.0 4.0 5.1 4.7 4.1 3.6 2.8 2.8 2.8 

Source; CBI 
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The very mention that adverse changes in cost levels may be expected will be 

sufficient to deter some prospective used car buyers from making their planned 

move. Equally important at the lower price end of the market, planned changes in a 

plethora of government allowances may deter buyers – the massive changes feared in 

disability and other allowances may well be a looming deterrent to lower-priced used 

car buyers.  

Change in VAT Rate 

The government has announced that VAT will be increased from 17.5% to 20% on 

4th January 2011. Such a hike will almost certainly create a ‘last minute rush’ by 

private buyers to beat the change in VAT, even if many of these orders need to be 

placed in September. There may be a number of implications for the used car market. 

Consider them; 

• Assuming the bulk of the new cars bought will be replacement units rather than 

incremental sales, there may be a short-term glut of used cars coming to market. 

Used cars being sold against a tight timeline may well achieve a lower part 

exchange price than when there is no deadline 

• The ‘rush to beat VAT change’ may create a used surplus at a bad time of year – 

for used car prices. 

• Depending on the new car sales bulge created, there may be a short-term excess 

of used cars held by dealers and a move to put units above inventory 

requirements to auction.  

• Experience in Germany, the last time a hike in VAT was introduced, led to new 

car sales being brought forward and a famine for a spell after the change in VAT 

date had passed. 

There may also be a strategic reluctance among used car buyers to buy replacement 

units in the post VAT hike period, as they come to terms with the higher cost of living 

elsewhere in their household budgets. 

Manufacturer disposal policies 

Vehicle manufacturers currently have significant excess manufacturing capacity and 

keeping plants running at as high a level as possible is important in terms of 

economics and profitability. 

At the time of writing, there have been situations reported where there has been ‘a 

sudden glut of low mileage, nearly-new current models coming to the used car 

market’.  

Such a hike will 

almost certainly 

create a ‘last minute 

rush’ by private 

buyers 
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The impact of such surges could be to upset the equilibrium of a currently fairly 

fragile market. If manufacturers ‘return to their habits of the past’ by registering 

numbers of units to create market share, and then quickly put them to market as 

‘nearly new’ units, the market equilibrium could be disturbed.  

While the auction market is rather like the lender of last resort, and will always sell 

vehicles which are offered at a price on the day, these prices could be significantly 

lower than expected and, as a result, create instability and uncertainty. 

Extended replacement cycles 

Recession, prudence and lower residual values, due to a low demand for used cars, 

may have contributed to a steady increase in the average age of used fleet cars at 

auction over the past few years. 

BCA has found over the past 40 months that the average age of cars coming to 

auction has risen from around 38.25 months to 39.5 months – an increase of 3.25%, 

although this would appear to have accelerated in early 2010.  

To the remarketing organisation the critical part of the exercise may well be in 

ensuring the older units achieve the best possible price. 

Average age of fleet and lease cars at sale 

Fleet & Lease Age (mnths) Mileage 
Jul-08 39.28 48,720 
Aug-08 39.11 48,076 
Sept 08 39.13 47,100 
Oct 08 38.84 48,017 
Nov-08 38.46 47,289 
Dec-08 38.39 47,589 
Jan-09 38.58 47,273 
Feb-09 39.02 48,122 
Mar-09 39.46 47,639 
Apr-09 38.79 46,565 
May 09 38.78 46,465 
Jun 09 38.96 47,613 
Jul-09 39.13 48,031 
Aug-09 38.99 47,620 
Sept 09 39.26 46,917 
Oct 09 39.17 48,592 
Nov-09 39.01 47,191 
Dec-09  38.89   47,549 
Jan-10  39.49   47,160 
Feb-10  39.92   47,249 
Mar-10  40.14   47,673 
Apr-10 39.73 45,996 
May 10 39.74 46,644 

Source; BCA 
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Such a steady increase in average age might also imply higher mileage on disposal, 

possibly lower prices and even a reduction in the overall pool of used cars available 

for remarketing. Although, that choice might be extended through the growth of four 

year units offered instead of the more normal two and three year ex fleet cars.  

There is, of course, a downside to extended replacement cycles, in that equivalent 

new cars are achieving up to 10 mpg greater fuel efficiency than their predecessors 

still on the fleet. There is indeed a nice calculation to be undertaken to determine the 

economic implications of extending the replacement cycles. 

Electric cars 

2009 and 2010 have witnessed much talk regarding the serious advent of volume 

electric cars into the European and United Kingdom markets and there is 

considerable speculation regarding what units will be offered. 

It is generally accepted that, initially at least, electric vehicles will have a substantially 

higher capital cost than conventional petrol or diesel cars but the running costs 

should be substantially lower.  

Protagonists point out the low pollution benefits of the electric car and its apparently 

rapidly increasing range on a full battery charge. There is also much discussion of the 

low cost of charging the battery compared with the cost of a tank, or even a quarter 

of a tank of diesel or petrol, roughly the equivalent of a battery charge mileage.  

While such comparisons are fine at present, cash strapped governments will need to 

find a replacement for the revenue generated by hydrocarbons taxes shown below. 

It’s a matter of practical politics and economics rather than ethics and the 

environment. 

UK Fuel Excise Duty rates from 1st April 2010 

Fuel type Fuel duty 
(from Apr 2010) 

Fuel duty 
(from Oct 2010) 

Fuel duty 
(from Jan 2011) 

Ultra-Low Sulphur Petrol 57.2 p/litre 58.2 p/litre 59.0 p/litre 

Ultra-Low Sulphur Diesel 57.2 p/litre 58.2 p/litre 59.0 p/litre 

Biodiesel used as a road fuel 57.2 p/litre 58.2 p/litre 59.0 p/litre 

Bioethanol used as a road fuel 57.2 p/litre 58.2 p/litre 59.0 p/litre 

LPG used as a road fuel 30.5 p/kg 32.0 p/kg 33.0 p/kg 

Natural gas used as a road fuel 23.6 p/kg 25.1 p/kg 26.2 p/kg 

Source: DirectGov & Customs Budget 2010 

The challenge will come with regard to fuel tax when the proportion of electric cars 

on the road reaches maybe a couple of hundred thousand – or maybe even less, 

when the real economics will come to the fore. 

It is generally 

accepted that electric 

vehicles will have a 

substantially higher 

capital cost 
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While the last government was enthusiastic about subsidising the launch of electric 

cars, the Coalition government, given the tight financial situation, may well be more 

reticent with its largesse. The second round of government cuts with the 

Comprehensive Spending Review may lead to further changes. 

The challenge at this stage is what will be the residual value and what will be the 

used car pricing associated with the early electric cars coming into fleet use?  

Consider some of the used electric car strategic issues to be resolved; 

• Will the used electric car be sold with/without battery? Battery prices are forecast 

to fall quickly rather like the price of laptops – once volume demand and 

production build up significantly. What will manufacturers’ attitudes to selling new 

cars be with or without batteries included? 

• How will battery condition, if included, impact on used car price? During the early 

years of used electric car sales, how will the quality of used batteries be judged, 

reported and factored into used car prices? How long has it taken to agree a 

code for fair wear and tear on used ex-lease cars? 

• Will cars with replaceable/rented batteries be able to benefit from changing 

technology? ‘One used electric car – new battery; latest technology’ will be an 

interesting package to present to the auction or even to the would-be early 

adaptors of used electric cars. 

• Will early used electric cars have a serious novelty value? If the ‘electric car 

subsidy’ is paid on new cars – how will that be reflected in used electric car 

prices? 

• How will the overall condition of the used electric car be measured? While buyers 

at auction have the nose of an antique dealer at assessing a car at auction, a 

whole new set of skills will be required to judge car and battery – unless the 

industry moves to a two-part exercise with batteries being hired and not being 

part of the used car but treated as a separate rental from the energy companies; 

like a sort of a ‘very expensive tank of fuel’.  

• Will there be a market, beyond novelty, for early electric cars? Early adaptors, 

particularly fleet operators, which may receive an electric car subsidy, may have 

second thoughts about acquisition, given the cold that many caught with the 

drop in used car prices at auction in 2008. 

Until there is reliable performance and residual value information, the used car 

industry will be reluctant to speculate on electric vehicles. 

Electric LCVs may have problems of their own but there is a track record for them.  

While at this stage the issue of used electric car prices is largely academic, it is an 

issue which will need to be grasped and resolved sooner rather than later. 

The challenge is what 

will be the residual 

value? 

Will there be a 

market, beyond 

novelty, for electric 

cars? 
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Serious volume sales of electric cars represent a genuine sea change in the market. 

Current forecasts suggest it will be a 10-15 year changeover to a significant electric 

car parc. However, the application of the technology is likely to be led from China, by 

indigenous Chinese auto manufacturers, or even the brands they are busy acquiring 

from western manufacturers.  

Given the command nature of the Chinese economy, one must always remember that 

the Chinese domestic automotive industry could be instructed to change to electric 

cars instead of hydrocarbon powered cars. Given the magnitude of the Chinese 

market, and its planned exports over the next few years, think what that might do for 

the development of the electric car parc. 

Strategically, and it is certainly at least a decade or more away, there will come a 

‘tipping point’ when the balance between conventional hydrocarbon powered cars 

and electric cars emerges.  

A three way dilemma – hydrocarbon, hybrid or electric? 

Much of the focus over 2009 and early 2010 has been on the development of the 

electric car and the relevant subsidies required to accelerate market penetration of a 

high capital cost product.  

However, the used car market already has started to come to terms with issues of 

pricing for new technologies with the hybrid car. The most popular early adaptors’ 

hybrids are now starting to make an appearance as used vehicles and as such 

residual value predictions are starting to be tested. 

While the numbers of used hybrids being sold are in relative penny numbers, they 

may be treated almost as a novelty. However, once numbers start to grow, residuals 

achieved will become much more important. Realistically, one might expect both 

hybrids and electric cars each to grow to perhaps 10% market share over the next 

decade.  

Short term, hybrids – internal combustion engine with electric motor – are likely to be 

the preferred ‘alternative fuel’ vehicles. Conservative buyers ‘half understand them’ 

and the nightmare of a ‘collapsed battery’ is mitigated by the fail safe ‘at least we 

have a proper engine as well’ syndrome.  

However, for the used vehicle industry the hybrid is likely to be seen as a ‘transitional 

vehicle’ – the alternative fuel vehicle for perhaps a decade which will ultimately be 

replaced by the pure electric car, once battery technologies have evolved sufficiently 

and incorporated in main stream volume production. Thus, we may well find a 

strategic ‘tipping point’ when the market realises the hybrid is reaching the end of its 

shelf life and is being surpassed by the pure electric car. 

The last time the used car industry had such an issue was, indeed is, with the growth 

of diesel sales. Merely because fleet operators like a particular technology does not 

mean the private used car buyer will also like that technology. 

There will come a 

tipping point when 

the balance between 

hydrocarbon and 

electric cars emerges 



Issues of Strategic Interest and the Used Vehicle 

 

The Used Car Market – a report by BCA 86 

Thus, the used car industry having come to terms with the petrol-diesel dilemma will, 

over the next decade have to come to terms with a three way dilemma – 

hydrocarbon-hybrid-electric. Just how hard will the vehicle manufacturers be able to 

force the agenda? It’s not necessarily new car buyers who hold the trump cards; as 

used car buyers ultimately decide the true cost of ownership. 

Dealer service business 

For the first time since 1997, the average age of the UK car and LCV parcs will grow 

considerably older over the next few years. 

The number of franchised dealers in the United Kingdom has fallen by around 3,000 

during the past two decades and that reduction is likely to continue. There are now 

fewer franchised dealers offering a wider range of services than previously – and 

selling more new cars and LCVs per dealership than has historically been the case. 

Franchised dealers have traditionally focused their business activities on cars and 

LCVs less than five years old. While this may be a traditional business approach, the 

impact of an ageing vehicle parc and lower new car sales may cause dealers to 

rethink their business strategies. The problem is that the sub five year-old car parc 

peaked at 12.4 million units in 2004 and has been slipping back since. By 2012, this 

will have slipped below ten million units. 

Used vehicles are rather like vintage wines – they cannot be created over night but 

have to be ‘grown or matured’. The chart shows a decline in the sub five year old 

category of cars in the parc – whether bought new, sold or retained. 

UK Car Parc; 0-5 Year Age Groups; 1990 – 2015 
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The implications? 

Given franchised dealers’ traditional focus on units five years old or less, there will be 

excess service capacity capable of handling two million more cars than exist in the 

sector. A parallel case can be shown for LCVs. 

Add to the situation the steadily increasing service intervals on new cars as well as 

growth in warranty periods and one quickly recognises that dealers will need either to 

reduce service capacity, cut the number of franchised dealers or seek to attract more 

service business from younger vehicles which have ‘escaped the service net’ – or 

widen the basis of their support business seeking, vehicles up to say six or even 

seven years old units. 

A changed business model may, in turn, have implications for alternative profit 

sources, technical skills requirements, parts sourcing and differential service pricing – 

as well as implications for CRM and service marketing. 

Keep a weather eye on the developing industry 

The chapter has examined a small number of strategic issues that may impact on the 

used car and LCV markets, and prices, over the next few years. Certainly, economic 

sentiment and recession or recovery are some of the most important ones, but the 

industry is anticipating a gradual change in technology away from hydrocarbon power 

towards electric power and the inevitable advancing technology that change will 

bring.. 

The reduced sales of new cars and LCVs over the past four years and the projected 

slow recovery, too, will have an impact on the total dealer business model as used 

car volumes and the amount of service business change. 

The used car markets, and particularly the future dynamics of the sector, are so 

complex that fleet operators and dealers, as well as manufacturers, need to keep a 

weather eye on the developing industry.    
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What’s changed in motoring 
over the past 20 years? 

No more arguments about directions; rising petrol costs;  
and a man called ‘Clarkson’ 

Over the past 20 years, BCA has been providing an insight into the issues affecting 

motorists and what has been influencing their next car purchase. So what’s 

changed? 

BCA stared operations in 1946. In the immediate post-war years, new cars were in 

short supply and new car sales were low compared with today. The chart below 

shows just how dramatic has been the growth in new car sales over these 60 years. 

UK New car sales; 1950 - 2009 
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During that period the United Kingdom has slipped from being the largest exporter of 

new cars to a mid rank player – but arguably has the most sophisticated used car 

market. 

BCA Used Car Market Report 

Looking back over two decades of the BCA Used Car Market Report, it is clear that 

the influences over the needs of the British motorist have changed dramatically. From 

the rising cost of every aspect of motoring, from road tax to fuel and even learning to 

drive in the first place, to the sheer number of vehicles now on the road and the 

enormous advances in technology which have led to a new world of in-car 

entertainment! A lot has happened in the past 20 years of motoring!
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Too much traffic! 

Despite recent economic pressures, the number of vehicles on Britain’s roads has 

changed considerably.   

In 1990, there were over 23 million cars on the road. Today, there are 30 million, 

largely crammed into the same road infrastructure as 20 years ago. There have, 

however, been some changes to accommodate the growing car parc. There are now 

four and five lane sections on several major motorways and, of course, other tactics 

have been introduced to cut down congestion, such as the congestion charging 

zones and toll ways. 

According to the best available estimates there are some 35 million driving licence 

holders in the UK today. Twenty years ago, this figure was just over 29 million, with 

17.6 million men and 11.6 million women holding full licences, giving a 60:40 split in 

favour of male drivers. In the intervening years the driving licence population has 

changed significantly and today there is a 51:49 split in favour of men – underlining 

the massive growth in the number of women drivers and used car buyers. 

The number of cars on the roads jumped by five million between 1990 and 2000.  But 

over the last 10 years, the pace of growth slowed, rising to 30 million by the end of 

2009. There is speculation that the economic slow-down could have had an impact 

on the growth in the number of vehicles on the roads today, but there is no question 

that cars have become even more integral to many people’s way of life than they 

were 20 years ago.   

However, perhaps influenced by the cost of fuel, journey length hasn’t changed 

dramatically in the last two decades, but has risen steadily. In 1990, average mileage 

per year was 10,000, rising to 11,000 in 2000 and now standing at 12,000. Of 

course, multiplied across 30 million vehicles, an incremental 1,000 driven miles every 

ten years is actually quite substantial, and underlines the continuing pressures on the 

road network. 

Put another way, UK motorists today collectively cover 142 trillion more miles a year 

across UK roads than they did two decades ago – and we wonder why the M25 is 

always busy. 

Escalating costs 

The growth in the volume of traffic on UK roads does not appear to have been held 

back by the fact that the cost of motoring is now considerably greater than it was 20 

years ago – and certainly well in excess of inflation.  

In 1990, a litre of unleaded petrol cost just over 45p. Today it costs around £1.20 – a 

three fold increase in the space of twenty years. It’s a similar story for diesel, which 

was 44p in 1990 and is now on average £1.21 a litre. 
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Of course, another key area that has hit motorists’ pockets is road tax. In 1990, a 

year’s road tax cost £100 or £60 for vehicles constructed before 1947. In 2000, cars 

not over 1549cc cost £105 for 12 months and vehicles over 1549cc cost £160.  

Today, reflecting the growing desire to encourage motorists to be more 

environmentally friendly, there’s a whole plethora of rates, depending on the age and 

the emissions of the vehicle.  Drivers of cars registered after 1st March 2001 and 

emitting up to 120gsm will pay as little as £30 a year. But, if you’re driving a new car 

that emits over 255 gsm you will pay £435 a year. And, there is expectation that the 

road tax rates could be reviewed again as the Coalition Government seeks ways to 

generate income wherever it can. 

Learning to drive 

The cost of getting started as a motorist has also risen. A driving licence was £17 in 

1990, rising to £27.50 in 2000. In 2010, a first provisional licence for car, motorcycle 

or moped is £50 - just under three times the cost of twenty years ago. When it comes 

to learning to drive, from around £8 per lesson in 1990, it now costs around £21 per 

lesson. That’s a lot for a young driver to fund, added to which, the cost of insurance 

for new young drivers, usually in older cars, and is often well over £2,000 per year. 

Buying new or used? 

One factor that has changed, certainly in the last few years, has been the number of 

motorists buying new cars. This has dropped significantly in the past decade. In 1980 

it stood at 1,513,671, rising to 2,221,647 by 2000 and to a high of 2,579,050 in 

2003. But in 2009, new car registrations had fallen back to 1,994,999, as the 

recession took its toll. 

The used car market has, of course, also seen a drop in sales in the past two years. 

But, overall in the last twenty years, motorists’ preference for used cars has 

increased as the range of choice to source second hand vehicles has also increased.   

Twenty years ago, it was pretty much down to making a private purchase or going to 

your local dealer. The internet has changed all that for current car buyers. There is 

now a plethora of research and information available online about new and used cars.  

Motorists can research performance, economy, load capacity, colour schemes and 

optional extras, as well as having a good idea of what they should be paying before 

they walk into a dealer or phone a private used car seller. 

In terms of used cars sold annually in the UK, the figure stood at 5.7 million in 1990, 

had risen to 6.8 million by 2000, and fallen back to 6.3 million for the current report.  

The figure has been as high as 7.9 million and as low as 5.5 million over the past 

twenty years. 
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Used Car Prices – a Steady Influence? 

Despite the rising cost of motoring across the period of the report, used car prices 

have, in real terms, stayed surprisingly steady. The chart in Figure 2 compares the 

average price of cars bought at a dealer with the RPI across the same period. 

The two lines are almost as closely intertwined as strands of DNA – yet, at the same 

time the specification, sophistication, quality and reliability of used cars has risen, the 

expected life of trouble free motoring has increased beyond recognition and so has 

the professionalism with which those units are presented and sold.   

Used car selling prices vs. RPI 
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The used car is indeed continuing to offer good value for money. 

No more getting lost 

In-car entertainment has undergone the same sort of revolution we have experienced 

in our home entertainment systems and other areas of our lives.   

Twenty years ago, we all had cathode ray tube TV sets; most of us still had record 

players and tape decks, although CD’s were well established and radio was on AM or 

FM. We may have had a home PC, but we’d be in the minority and a telephone 

plugged into a socket in the wall – mobile phones were still uncommon, while car 

phones were pretty limited and mainly the province of senior executives and the rich. 
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Today we enjoy digital TV and radio on our laptops, pause live broadcasts on our 

satellite service while we make a cup of tea, download our favourite music which we 

store digitally, talk face to face on our mobile phones and are about to join the 3D TV 

revolution. 

In our cars twenty years ago, most of us had a radio/cassette player, with the best 

having a seek function that would find the next track and a traffic button that would 

overlay the latest traffic news. The prestige and executive car market sometimes had 

CD players fitted with an auto-changer taking up most of the boot space. 

Today, car CD players are standard, with blue tooth fittings common so a digital 

radio, MP3 player or mobile phone can be routed through the sound system.  

Satellite Navigation is ubiquitous, with touch screens and voice controls. Some cars 

will even have DVD players or gaming systems to keep passengers occupied. We live 

in a gadget-obsessed age, and we are taking all these toys with us on the road too.  

The stars and the cars 

Motoring has also become a key feature of the entertainment world. Formula One 

always was glamorous – and that certainly hasn’t changed! In 1990, Aryton Senna 

stole the limelight as World Champion, driving for McLaren. In 2000, Michael 

Schumacher made the Championship his own driving for Ferrari. Of course, last year 

British driver, Jenson Button took the crown driving for the Brawn team, but the 

question is who will take the title this year with the McLaren-Mercedes and Red Bull 

Racing teams fighting it out for top spot through the Summer of 2010. 

And the excitement of motoring has spilled over into mainstream television. Over the 

past 20 years, Top Gear presenters have come and gone, but Jeremy Clarkson still 

remains. Back in 1990, he was one of a list of many including Tiff Needell. In 2000, 

Vicki Butler-Henderson proved that women have something to say too, and she was 

joined by Clarkson, Needell and Quentin Willson.  But now Clarkson is back with 

James May, Richard Hammond and The Stig, all flying the flag for UK motorists, in a 

new and highly successful format. 

Other programmes feeding our fascination for cars have appeared as well over recent 

years – Driven, Fifth Gear and the Used Car Show – underlining our thirst for 

knowledge on the latest models and how they compare. 

In terms of the written media, there have been a plethora of magazines come and go 

and dozens of specialist titles still publish to support our interest in cars, including 

manufacturer specific, classic cars and general motoring magazines., However the 

biggest magazines have weathered the past two decades well – What Car?, Autocar 

and AutoExpress still publish in largely the same format they did twenty years ago, 

while the Autotrader brand has flourished becoming the UK's number one site to buy 

and sell new and used cars, bikes, vans, trucks and caravans with over 350,000 

vehicles online. 
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Better-built and longer warranties 

There’s little argument that the current crop of new car product is the best there has 

ever been in terms of build quality, safety features, economy and performance. 

In 1990, the typical new family car would be a four-door saloon or five-door 

hatchback, probably powered by a 1600 petrol engine. It would have manual 

windows, central-locking, possibly one or two airbags but no air-conditioning. There 

were few digital dashboards and basic power assisted steering and braking.  

The current equivalent might be a five-door mini-MPV with flexible seating, clever 

storage solutions and a computer controlled digital dashboard that tells you if your oil 

levels and tyre pressures are correct, with integral sat-nav. It will have remote central 

locking, electric windows and remote mirrors all around, one button child locks, 

climate control, parking sensors, stability control as well as PAS and computer 

controlled anti-skid braking, electronic ignition and automatic handbrake release.  

Short of driving itself (and that’s in the pipeline) today’s cars do everything to 

minimise the strain for motorists. 

In addition, warranty periods are creeping up and up from three to five to even seven 

years in some cases, while Vauxhall is now offering a lifetime warranty to the new car 

purchaser up to 100,000 miles. 

Ch Ch Changes… 

Arguably the biggest change over the past two decades has been in the range of 

manufacturers serving our motoring needs. 

MG Rover has gone completely, its assets sold to Nanjing Automobile in China in 

1995, then subsequently to SAIC two years later. Although the MG brand has 

surfaced again, it is very low profile. Daewoo has also gone from the showrooms after 

trying to make the showrooms disappear with a bold plan to sell its cars through 

supermarkets and catalogues. Its product range became Chevrolet following the 

2001 buyout of Daewoo Automotive by General Motors.   

Typically American brands such as Cadillac and Dodge have also appeared on British 

shores with a wider range of product than previously seen. Other names making in-

roads with UK motorists over the past 20 years include Ssangyong, Perodua, Kia and 

Smart, mainly focussing on city cars and budget family vehicles. 

As for the traditional benchmark British brands, Mini has become MINI and is part of 

BMW, as is Rolls-Royce Motor Cars which is now a wholly-owned subsidiary of the 

German manufacturer. Bentley, meanwhile, is owned by Volkswagen. 

As for the fuel our cars consume, diesel has become the increasingly popular choice 

with many motorists – particularly over the last decade.  Cleaner and more efficient 

diesels have revolutionised the sector, and the uptake of new models has regularly 

exceeded 40% of all new car sales in recent years – largely led by the fleet market. 
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Hybrid powered cars have become far more common, with petrol/electric now the 

preferred choice after petrol/LPG failed to capture the public’s imagination.  The next 

big challenge for the car market is to reduce emissions further, with an increasing 

range of low-carbon (mainly petrol) engines now available. 

What next? 

Despite rising costs, UK motorists aren’t ready to give up their cars – this much 

hasn’t changed in 20 years.  

Personal transport remains as important as it ever was, however, attitudes to fuel 

efficiency and emissions are having an increasing impact on the type of cars we buy.  

We are therefore likely to see a growing prevalence for smaller emissions vehicles, 

hybrid and electric cars, as we head into the next decade and we could even be 

reviewing the prices of hydrogen powered vehicles by 2020! 
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BCA – ‘Market Maker’ 

BCA is a market maker, creating opportunities for its customers to profitably buy and 

sell used vehicles in an efficient and cost effective way. With customers including fleet 

operators, manufacturers, finance and leasing companies, rental companies, national 

authorities and every sector of the retail and wholesale motor industry, BCA has the 

largest pool of suppliers and buyers as well as the scale and capacity to meet their 

vehicle remarketing needs. 

With a pan-European inventory of 50,000 vehicles at any one time, BCA transacts 

more used vehicles than any other operator, and handles in excess of 1.4 million 

vehicles annually, generating a £4 billion plus turnover. The company will sell around 

150,000 vehicles to remote online bidders across Europe this year alone – that’s fully 

transacted and auditable sales, not simply entries on a bulletin board.   

Harnessing the power of the Internet 

BCA has focused on harnessing the power of the Internet to bring real benefits to its 

customer base and has delivered a programme of enhancements in the online 

remarketing arena. BCA’s integrated multi-language European website allows 

customers to participate in sales across country borders in real time, and attracts 

thousands of buyers daily.   

BCA dominates online, taking 50% plus of all vehicle remarketing sector traffic in the 

UK (source Experian Hitwise) with over 4,000 trade buyers visiting daily, with 85% of 

them using the site regularly over a 24 hour period. In addition, over a quarter of a 

million non-trade customers have registered to use the site. Every month visitors view 

around 10 million pages, and spend a total of 162,000 hours on BCA sites. 

New e-commerce sales platforms for the UK and Europe deliver a range of 

remarketing products and services including Live Online, e-auctions, Bid Now, Buy 

Now, dealer exchange and driver sales. The products and services combine to 

provide customers with integrated solutions to meet their remarketing needs.  

More opportunities for buyers and sellers 

Through wholly-owned specialist company JTK Automotive, BCA also operates a 

range of brand-specific wholesale services, bringing together vehicles from the wider 

marketplace to offer direct to the dealer network, giving more opportunities for buyers 

and sellers alike.   

Operating both online and offline, these services deliver another important channel to 

market, while BCA’s programme of electronic auctions allows manufacturer vendor 

customers to support their dealer network with selected product.   
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BCA’s Inventory Management System can provide maximum control over a vehicle’s 

complete life cycle from the moment it is newly registered on a customer’s fleet until 

it is it ready to be remarketed, which could be months or years later. BCA DocuSafe 

delivers cradle to grave document retention and management services for vehicle 

owners, and can produce a specific document from the 500,000 stored within 

seconds. Full digital backup means vehicle documents can never be misplaced, lost 

or destroyed. 

A seamless service for remarketing 

BCA’s website is the hub, a portal to a seamless service for remarketing used 

vehicles. But to really deliver in the vehicle remarketing arena you also need physical 

infrastructure and BCA has a modern network of centres in 45 locations across 12 

European countries including the UK. The physical footprint includes supercentres, 

regional centres, defleet facilities and technology hubs to offer a full range of services 

to sell and buy used vehicles.   

Logistics provide another vital link in the remarketing chain. BCA will manage the 

movement of around 1 million vehicles annually across Europe, conduct inspections 

and appraisals and employ a range of vehicle preparation and SMART repair 

techniques to help optimise the condition of vehicles before they are sold.   

Partnership with leading automotive think-tank 

BCA also prepares and publishes a range of information for the used vehicle industry, 

ranging from bespoke reports and research through to regular price data and even 

this publication itself. The company has an industry-unique partnership with a leading 

automotive think-tank – the Centre for Automotive Management at The University of 

Buckingham – to produce a range of thought-provoking and enlightening reports on 

used vehicle matters. 

First Place for customers 

To retain its dominant position as the market maker in the European remarketing 

sector, while continuing to meet customers evolving needs, BCA must, and will, go 

on investing in its multi-channel capabilities, first-class facilities across a pan-

European network, comprehensive logistics capacity and integrated bespoke 

technology solutions.   

All of these elements are designed to put the customer first by delivering choice, 

service and value for money so that, in return, BCA remains the first place customers 

choose to do business.  

Visit the website at www.british-car-auctions.co.uk for a look at the bigger picture in 

vehicle remarketing. 
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BCA Network 
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Statistical Data 

This section of the Used Car Market Report includes data taken from the 2010 BMRB 

International survey of 4,000 UK car owners, providing an insight into their views and 

preferences in buying or owning a used car.  

It supplies background information on the Consumer Experience and Regional 

sections of the report, and allows readers to draw comparisons with their own views 

and experience of the UK used car market.  

NB All responses are percentages. 
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Q How many cars are in your household? 

 Total Men Women 17-24 25-34 35-44 45-54 55-64 65+ AB C1 C2 D E 

One 46 44 47 27 44 48 44 49 56 47 48 48 44 33 

Two 25 29 22 17 24 34 31 31 15 37 25 25 18 4 

Three or more 6 7 6 13 4 3 11 7 2 10 6 7 4 0 

None 23 20 25 42 28 15 13 14 27 7 21 20 34 63 

 

 London 
South 
East 

South 
West Wales 

East 
Anglia 

East 
Mids 

West 
Mids 

Yorks/ 
Humb 

North 
West North Scotland 

One 37 45 52 50 40 48 34 58 49 39 50 

Two 17 29 23 23 44 20 33 21 24 33 21 

Three or more 4 9 11 5 4 6 6 2 6 10 3 

None 42 16 14 22 12 26 27 18 21 17 26 

 

Q Have you bought a new or used car recently? 

 Total Men Women 17-24 25-34 35-44 45-54 55-64 65+ AB C1 C2 D E 

Yes, new in 2005 or earlier 5 6 5 - 4 5 4 9 8 9 4 5 2 2 

Yes, new in 2006 2 3 2 1 2 2 4 4 2 4 3 2 0 0 

Yes, new in 2007 4 3 4 2 2 4 6 6 3 6 4 3 3 2 

Yes, new in 2008 4 4 4 2 2 4 5 8 3 6 3 4 2 2 

Yes, new in 2009 5 4 5 4 3 5 4 7 5 8 5 3 3 1 

Yes, new in 2010 2 2 2 1 1 1 2 4 3 4 2 1 0 0 

Yes, new in 2005 or earlier 4 4 4 3 4 4 4 4 6 5 5 4 2 1 

Yes, new in 2006 3 3 4 4 1 3 5 4 2 4 4 2 3 2 

Yes, new in 2007 6 6 5 3 8 7 7 7 3 7 4 9 3 4 

Yes, new in 2008 7 9 6 6 7 11 9 5 4 6 10 8 6 3 

Yes, new in 2009 10 10 10 11 13 12 12 9 5 11 9 12 13 3 

Yes, new in 2010 5 5 4 7 5 7 6 3 2 5 4 5 7 2 

No 45 43 47 62 48 36 37 35 55 29 46 43 56 76 

 

 London 
South 
East 

South 
West Wales 

East 
Anglia 

East 
Mids 

West 
Mids 

Yorks/ 
Humb 

North 
West North Scotland 

Yes, used in 2004 or earlier 4 7 1 3 3 8 5 5 4 6 5 

Yes, used in 2005 3 3 1 - - 1 2 3 3 8 1 

Yes, used in 2006 3 4 2 - 6 4 5 3 4 7 5 

Yes, used in 2007 2 3 5 - 0 - 3 5 9 3 9 

Yes, used in 2008 3 3 8 11 8 4 2 4 6 4 7 

Yes, used in 2009 1 3 1 - 5 2 2 3 1 1 2 

Yes, used in 2004 or earlier 3 5 7 3 5 5 2 2 5 5 4 

Yes, used in 2005 2 4 5 5 7 2 6 3 2 2 2 

Yes, used in 2006 2 9 4 11 4 8 3 7 4 8 4 

Yes, used in 2007 2 7 10 4 16 11 6 11 5 1 8 

Yes, used in 2008 4 13 10 11 20 12 11 10 9 7 10 

Yes, used in 2009 3 4 10 6 8 5 4 4 6 6 3 

No 68 39 39 47 26 40 51 42 43 45 46 
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Q What most strongly influences the type of used car you would consider buying? 

 Total Men Women 17-24 25-34 35-44 45-54 55-64 65+ AB C1 C2 D E 

Personal experience particular 
make/model 

34 34 33 25 29 34 44 36 33 39 37 30 25 24 

Views of friends or family 30 25 36 38 32 28 27 29 29 37 29 24 30 30 

Test drive 22 24 20 22 26 22 25 13 22 27 21 21 21 12 

Car internet sites 18 23 12 26 21 24 16 9 7 15 19 22 17 13 

Used car showroom/sites 15 14 15 12 15 13 18 15 15 15 13 12 20 14 

Consumer reports programmes (e.g. 
Which?, Watchdog) 

12 13 12 4 11 16 15 14 12 18 13 10 4 7 

Cars you see on the street 11 10 11 17 13 10 9 10 5 10 10 11 14 10 

Selling franchised/used car dealer 
advice 

6 4 8 7 6 5 6 9 6 7 6 7 4 4 

General motoring magazines 6 8 4 10 6 6 4 8 4 6 7 4 7 2 

Newspaper advertisements 6 6 7 9 8 5 5 4 6 2 4 8 12 15 

Specialist motoring magazines 5 7 4 3 4 8 4 8 5 7 5 5 4 4 

Car TV adverts 5 5 4 5 6 3 5 5 4 5 3 6 4 8 

Car TV shows 4 6 2 9 7 3 3 4 1 4 3 3 8 6 

Other 11 11 12 8 8 13 13 14 13 8 13 16 9 12 

Don't Know 6 4 9 6 5 4 5 7 10 4 6 6 10 10 

 

 London 
South 
East 

South 
West Wales 

East 
Anglia 

East 
Mids 

West 
Mids 

Yorks/ 
Humb 

North 
West North Scotland 

Personal experience particular 
make/model 

19 42 42 32 38 41 35 26 34 32 25 

Views of friends or family 25 32 22 29 34 34 28 37 29 33 34 

Test drive 15 27 26 7 27 28 21 22 25 21 15 

Car internet sites 22 16 15 17 15 20 18 17 17 23 14 

Used car showroom/sites 13 12 11 8 14 15 13 23 17 15 21 

Consumer reports programmes (e.g. 
Which?, Watchdog) 

10 14 12 10 20 16 11 12 9 7 14 

Cars you see on the street 9 12 16 7 7 8 16 10 11 17 1 

Selling franchised/used car dealer 
advice 

7 5 6 6 2 11 6 3 8 - 11 

General motoring magazines 9 7 7 4 13 6 6 6 3 4 2 

Newspaper advertisements 5 5 7 7 5 6 4 8 7 10 6 

Specialist motoring magazines 6 6 6 3 3 7 5 3 4 5 9 

Car TV adverts 8 5 2 1 6 4 6 2 1 10 5 

Car TV shows 5 5 3 - 6 1 5 5 10 - 2 

Other 9 10 12 25 8 12 7 10 14 5 15 

Don't Know 9 4 7 - 2 6 9 10 8 - 8 
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Q What are the crunch factors that affected your decision to buy your latest used car? 

 Total Men Women 17-24 25-34 35-44 45-54 55-64 65+ AB C1 C2 D E 

Price 44 45 43 49 41 44 51 40 36 40 46 42 51 44 

Make/model of vehicle 41 41 41 24 38 41 45 44 53 49 46 34 27 34 

Low mileage 33 35 30 32 29 29 37 36 33 36 31 32 34 19 

Engine 19 23 16 24 20 19 13 17 26 19 16 20 23 28 

Age of vehicle 18 16 20 25 22 18 14 11 21 21 19 18 15 5 

Body type (e.g. estate or 
hatchback) 

16 18 14 10 11 22 18 15 14 20 12 18 11 24 

Safety 13 12 15 12 17 12 18 16 4 14 15 16 8 4 

Specification 12 16 7 9 13 10 16 12 11 17 13 9 5 10 

Insurance group 11 12 11 26 8 11 10 9 7 8 13 12 14 10 

Colour 7 6 7 9 7 3 9 4 11 3 9 7 8 6 

Environmental considerations 5 5 4 2 3 5 2 11 7 7 4 4 2 6 

 

 London 
South 
East 

South 
West Wales 

East 
Anglia 

East 
Mids 

West 
Mids 

Yorks/ 
Humb 

North 
West North Scotland 

Price 46 41 49 39 53 45 31 42 48 44 49 

Make/model of vehicle 21 32 42 57 48 51 47 36 57 32 38 

Low mileage 25 31 28 34 35 39 22 34 42 42 33 

Engine 24 19 15 14 27 22 24 12 24 24 16 

Age of vehicle 23 20 17 7 13 25 15 23 13 10 25 

Body type (e.g. estate or 
hatchback) 

13 18 18 29 17 7 14 16 11 9 19 

Safety 11 14 6 7 21 14 19 13 15 13 17 

Specification 3 14 8 17 3 23 10 14 7 5 17 

Insurance group 7 10 18 7 17 10 18 18 9 3 5 

Colour 8 8 3 4 3 17 2 9 4 4 3 

Environmental considerations 4 4 6 2 5 - 2 15 4 - 6 

 

Q What influenced your decision to buy your used car from that particular dealer? 

 Total Men Women 17-24 25-34 35-44 45-54 55-64 65+ AB C1 C2 D E 

Right car at best possible price 44 45 42 29 39 41 53 51 38 50 48 33 37 30 

Got a good deal on the car 31 31 32 38 38 28 34 22 34 29 32 25 44 41 

Could trade in my old car 20 20 19 7 24 25 17 13 21 21 21 16 19 16 

Local and convenient 19 18 20 17 21 20 17 18 21 17 19 19 25 13 

Dealer reliable and trustworthy 17 17 17 6 31 13 15 15 17 20 18 11 13 28 

Have bought a used car from 
them before 

15 16 15 - 11 18 15 15 20 18 12 17 13 20 

Staff friendly, helpful and 
professional 

15 16 15 6 20 6 19 21 19 20 15 10 11 13 

Offered a warranty or vehicle 
had warranty 

12 13 11 5 20 8 9 11 17 11 12 9 19 18 

Good aftersales service 11 11 12 - 14 13 7 12 16 15 12 5 8 25 

Easy negotiation, lack of sales 
pressure 

10 13 8 - 17 10 9 13 9 11 10 14 4 13 

Wide choice of vehicles 10 10 9 - 9 12 7 12 11 9 7 11 12 17 

Recommended by friend 8 8 8 23 7 8 5 7 7 10 6 10 5 3 

Quick delivery of car wanted 6 6 6 - 9 2 4 12 7 6 6 7 3 12 
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Q What influenced your decision to buy your used car from that particular dealer? 

 London 
South 
East 

South 
West Wales 

East 
Anglia 

East 
Mids 

West 
Mids 

Yorks/ 
Humb 

North 
West North Scotland 

Right car at best possible price 32 42 54 22 52 66 45 43 50 35 25 

Got a good deal on the car 31 30 21 30 46 23 40 36 30 57 24 

Could trade in my old car 14 12 22 20 23 33 25 15 21 21 20 

Local and convenient 19 14 28 33 26 23 25 6 9 24 19 

Dealer reliable and trustworthy 9 15 11 13 31 30 15 26 11 9 17 

Have bought a used car from 
them before 

11 10 13 29 22 21 12 23 11 18 12 

Staff friendly, helpful and 
professional 

17 13 13 16 19 10 30 26 11 9 9 

Offered a warranty or vehicle 
had warranty 

17 12 10 - 29 13 11 6 8 9 16 

Good aftersales service 25 9 10 13 14 4 16 13 9 9 15 

Easy negotiation, lack of sales 
pressure 

- 3 6 19 23 16 10 19 12 - 9 

Wide choice of vehicles 26 9 9 - 7 18 10 11 11 - 8 

Recommended by friend - 4 9 - 1 10 23 10 10 7 11 

Quick delivery of car wanted 4 7 6 - 9 3 13 7 1 - 12 

 
 

Q Has the dealer you bought your car from contacted you for the following reasons? 

 Total Men Women 17-24 25-34 35-44 45-54 55-64 65+ AB C1 C2 D E 

To find out if you were happy 
with your car 

32 34 30 23 21 28 41 38 32 33 34 25 35 26 

About servicing the car 32 38 26 25 32 24 30 37 46 35 37 23 30 19 

To see if you were thinking 
about changing the car 

18 22 14 7 16 17 18 25 18 17 23 18 10 11 

To see if a friend or a family 
member was interested in 
buying a car 

3 4 2 -  5 6 3 2 1 5 5 -  3 -  

Nothing/no contact 44 40 49 57 54 49 42 34 36 37 41 57 49 59 

Other answers 1 1 0 -  -  -  2 -  1 1 -  2 -  -  

No answer 0 -  0 -  1 -  -  -  -  -  1 -  -  -  

Don't Know 1 -  2 -  3 1 -  -  -  2 -  -  -  -  

 

 London 
South 
East 

South 
West Wales 

East 
Anglia 

East 
Mids 

West 
Mids 

Yorks/ 
Humb 

North 
West North Scotland 

To find out if you were happy 
with your car 

33 27 34 33 36 9 44 32 35 27 51 

About servicing the car 23 39 51 30 26 27 26 26 21 36 33 

To see if you were thinking 
about changing the car 

15 16 20 23 11 16 25 23 16 19 16 

To see if a friend or a family 
member was interested in 
buying a car 

-  5 -  -  5 4 -  5 3 10 5 

Nothing/no contact 37 44 37 48 51 64 41 48 46 52 20 

Other answers -  1 -  -  -  6 -  -  -  -  -  

No answer 5 -  -  -  -  -  -  -  -  -  -  

Don't Know -  -  -  -  -  -  6 -  -  -  4 
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Q What type of car did you last purchase? 

 Total Men Women 17-24 25-34 35-44 45-54 55-64 65+ AB C1 C2 D E 

Off road/4 x 4 7 5 8 4 6 6 12 6 3 8 8 7 3 4 

Saloon 20 18 22 15 15 19 20 19 34 18 20 20 23 20 

Estate 7 7 8 7 7 9 6 10 3 7 7 3 13 7 

Hatchback 46 47 44 59 51 36 43 47 45 41 47 47 47 52 

M.P.V/People carrier 8 9 7 1 9 16 7 2 7 13 7 7 5 8 

Sports car/coupe 4 5 3 6 5 1 6 7 1 6 4 3 2 4 

Prestige e.g. Jaguar 1 1 1 - - 2 1 2 2 2 0 1 2 - 

Micro/City Car 3 3 2 5 4 3 1 3 2 3 1 5 4 - 

Other 4 4 3 2 2 6 4 3 3 2 5 5 2 4 

 

 London 
South 
East 

South 
West Wales 

East 
Anglia 

East 
Mids 

West 
Mids 

Yorks/ 
Humb 

North 
West North Scotland 

Off road/4 x 4 5 6 8 6 1 7 11 6 5 10 8 

Saloon 28 19 18 14 24 18 19 21 13 17 34 

Estate 8 7 3 13 3 7 7 18 4 7 5 

Hatchback 28 45 49 48 45 48 45 34 66 52 37 

M.P.V/People carrier 10 8 5 19 20 2 4 13 8 5 2 

Sports car/coupe 5 3 7 - - 8 3 3 4 - 8 

Prestige e.g. Jaguar 3 2 - - 4 4 - - - - - 

Micro/City Car 3 5 4 - - 4 5 - 1 - - 

Other 8 4 5 - 2 2 5 5 - 9 6 

 
 

Q What influenced you most in buying a used car with a diesel engine? 

 Total Men Women 17-24 25-34 35-44 45-54 55-64 65+ AB C1 C2 D E 

Environmental considerations 3 3 3 1 1 4 4 4 2 3 4 3 1 - 

Maintain value better 4 6 2 2 1 6 7 3 2 5 4 4 3 4 

More reliable engine 8 10 5 2 4 12 9 9 6 7 4 12 11 4 

Better fuel consumption 24 29 19 7 25 30 28 22 22 26 23 26 20 21 

Engine would last longer 7 10 4 - 8 11 6 5 9 5 8 8 9 4 

Do a high annual mileage 3 5 1 3 2 3 7 2 2 1 5 4 2 - 

Other 4 2 6 2 4 4 4 4 3 4 4 2 6 2 

Don't Know 1 1 1 2 1 1 1 - - 0 1 1 1 1 

 

 London 
South 
East 

South 
West Wales 

East 
Anglia 

East 
Mids 

West 
Mids 

Yorks/ 
Humb 

North 
West North Scotland 

Environmental considerations 8 4 2 - - - 5 5 2 4 3 

Maintain value better 7 1 0 - 9 7 3 3 8 11 6 

More reliable engine 7 4 8 13 2 10 7 9 14 5 11 

Better fuel consumption 16 17 15 38 32 21 21 49 27 17 27 

Engine would last longer 2 5 2 11 5 7 5 24 11 - 8 

Do a high annual mileage 2 2 - 7 8 2 9 2 4 - 3 

Other 6 5 4 - 2 5 3 5 2 - 8 

Don't Know 2 1 - - - - 4 - - - 3 
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Q Which of these reasons influenced you to buy a used car rather than a new car? 

 Total Men Women 17-24 25-34 35-44 45-54 55-64 65+ AB C1 C2 D E 

Couldn't afford a new car 34 33 36 53 42 37 31 20 26 26 33 37 42 42 

Used better value for money 25 31 20 18 26 31 27 26 22 34 25 24 20 12 

Lower depreciation with used 
cars 

21 23 18 11 17 24 27 28 17 33 21 17 12 7 

Always buy used cars 13 15 10 5 14 13 18 10 13 11 14 14 13 9 

Needed a car quickly 7 7 7 9 9 5 8 8 5 8 7 6 8 4 

More choice when buying a 
used car 

6 7 5 7 6 7 5 8 4 5 10 4 5 5 

Don't Know 6 4 7 5 6 4 5 5 8 3 6 5 7 10 

 

 London 
South 
East 

South 
West Wales 

East 
Anglia 

East 
Mids 

West 
Mids 

Yorks/ 
Humb 

North 
West North Scotland 

Couldn't afford a new car 36 36 38 43 42 35 31 36 26 28 28 

Used better value for money 20 29 25 13 25 35 28 30 24 21 23 

Lower depreciation with used 
cars 

12 21 22 15 24 21 27 25 20 24 23 

Always buy used cars 7 14 16 14 13 14 14 18 12 12 7 

Needed a car quickly 8 9 4 4 4 9 8 8 5 8 4 

More choice when buying a 
used car 

8 3 6 8 7 4 7 5 11 2 8 

Don't Know 8 4 5 5 7 1 8 5 4 2 10 

 
 

Q  How likely is it you or a member of your family will buy a used car in the next year? 

 Total Men Women 17-24 25-34 35-44 45-54 55-64 65+ AB C1 C2 D E 

Certainly will 6 6 5 12 7 8 5 3 1 6 6 6 5 3 

Quite likely 10 11 8 15 9 12 11 6 5 8 11 11 9 7 

50:50 chance 10 12 9 14 12 10 14 10 2 12 6 14 12 4 

Unlikely 30 31 29 26 29 34 32 32 26 35 33 27 27 17 

Certainly not in the next 12 
months 

17 18 15 12 20 14 16 18 20 20 17 14 17 10 

Won't be buying a car in the 
future 

27 21 32 20 22 21 21 30 44 18 26 25 27 57 

Don't Know 1 1 1 2 1 1 1 0 2 0 1 1 2 2 

 

 London 
South 
East 

South 
West Wales 

East 
Anglia 

East 
Mids 

West 
Mids 

Yorks/ 
Humb 

North 
West North Scotland 

Certainly will 4 9 6 - 8 4 8 1 5 12 3 

Quite likely 11 8 12 14 12 12 5 10 4 15 9 

50:50 chance 13 10 11 12 6 12 11 11 10 6 3 

Unlikely 30 31 29 31 32 31 31 31 27 20 33 

Certainly not in the next 12 
months 

11 16 22 23 16 14 15 23 20 13 15 

Won't be buying a car in the 
future 

29 24 20 19 27 27 26 22 33 34 34 

Don't Know 3 1 1 - - - 2 1 0 - 3 
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Q When you come to buy a car is it most likely to be: 

 Total Men Women 17-24 25-34 35-44 45-54 55-64 65+ AB C1 C2 D E 

Used car, petrol 41 40 41 52 44 35 40 39 36 37 42 39 46 43 

Used car, diesel 28 32 24 15 34 38 33 25 19 27 27 35 23 26 

Used car, hybrid 1 2 1 0 2 2 2 1 3 2 1 1 1 2 

Nearly new (up to 9 months 
old) used car, petrol 

4 4 5 8 2 6 3 4 4 5 5 3 5  

Nearly new (up to 9 months 
old) used car, diesel 

3 4 2 2 2 5 3 3 3 4 4 1 2  

Nearly new, (up to 9 months 
old), used car, hybrid 

1 1 1 - 1 1 0 0 0 0 2 - 0  

New car, petrol 7 7 7 6 5 4 6 9 15 8 5 9 7 7 

New car, diesel 5 3 6 2 3 6 3 9 6 6 4 4 4 3 

New car, hybrid 1 1 0 1 - - 1 1 2 2 1 - - - 

Don't Know 8 5 11 12 8 4 7 6 11 7 8 6 12 12 

 

 London 
South 
East 

South 
West Wales 

East 
Anglia 

East 
Mids 

West 
Mids 

Yorks/ 
Humb 

North 
West North Scotland 

Used car, petrol 54 44 43 26 32 37 40 33 37 51 36 

Used car, diesel 17 24 32 42 35 39 23 27 29 29 32 

Used car, hybrid 4 1 1 0 0 0 0 4 2 0 3 

Nearly new (up to 9 months 
old) used car, petrol 

3 5 4 0 7 4 10 3 3 2 8 

Nearly new (up to 9 months 
old) used car, diesel 

3 3 1 5 8 2 3 1 2 7 3 

Nearly new, (up to 9 months 
old), used car, hybrid 

2 0 0 0 0 2 0 2 1 0 0 

New car, petrol 7 7 3 7 1 5 5 7 17 3 9 

New car, diesel 2 4 5 4 7 3 4 12 3 7 3 

New car, hybrid 1 2 0 0 2 1 0 0 0 0 0 

Don't Know 5 8 11 15 9 6 12 9 6 1 7 

 
 

Q If you buy a car in the future, where do you think you will get it from? 

 Total Men Women 17-24 25-34 35-44 45-54 55-64 65+ AB C1 C2 D E 

Franchised dealer (part 
exchange) 

27 25 28 21 20 26 31 36 27 36 25 22 23 16 

Private sale 23 26 18 38 33 26 16 13 7 18 20 27 28 29 

Franchised dealer (buy direct) 23 22 23 13 18 19 24 28 34 30 23 22 13 11 

Independent used vehicle 
dealer  (buy direct) 

6 7 6 3 6 6 9 5 9 5 7 6 7 8 

Family or friend 6 6 6 16 7 5 4 3 2 3 6 6 8 14 

Internet trader 6 7 4 13 6 6 3 3 3 3 8 6 5 8 

Independent used vehicle 
dealer (part exchange) 

5 6 4 3 5 7 5 5 6 5 7 4 5 2 

Car supermarket 5 6 3 7 3 5 6 2 3 3 4 3 9 3 

Auction 4 4 3 4 6 5 4 3 0 2 4 5 4 7 

Other 3 3 3 2 3 3 2 3 5 2 5 3 2 4 

Don't Know 7 4 9 10 6 5 7 3 8 4 5 8 10 12 
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Q If you buy a car in the future, where do you think you will get it from? 

 London 
South 
East 

South 
West Wales 

East 
Anglia 

East 
Mids 

West 
Mids 

Yorks/ 
Humb 

North 
West North Scotland 

Franchised dealer (part 
exchange) 

27 28 16 26 26 23 15 31 28 26 47 

Private sale 32 22 26 28 16 22 30 14 19 25 10 

Franchised dealer (buy direct) 8 28 27 11 23 27 23 25 22 26 23 

Independent used vehicle 
dealer  (buy direct) 

3 6 7 9 6 5 4 7 8 9 9 

Family or friend 8 3 6 11 3 4 10 3 8 9 1 

Internet trader 12 7 3 9 6 5 5 2 4 2 1 

Independent used vehicle 
dealer (part exchange) 

2 3 9 14 3 4 5 6 7 6 2 

Car supermarket 7 4 1 - 9 4 5 7 6 4 3 

Auction 6 4 2 9 1 2 2 6 4 2 1 

Other 7 3 4 - 4 2 4 2 2 - 2 

Don't Know 8 5 7 12 5 8 11 6 4 - 5 

 
 

Q Overall, how satisfied are you with your used car?  

 Total Men Women 17-24 25-34 35-44 45-54 55-64 65+ AB C1 C2 D E 

Very satisfied 71 71 71 69 66 64 80 75 74 68 75 70 71 67 

Quite satisfied 23 22 24 22 26 26 18 22 24 28 19 22 25 26 
Neither satisfied nor 
dissatisfied 

3 3 2 4 4 4 1 3 1 3 2 3 4 3 

Quite dissatisfied 1 1 1 4 3 1 - 1 - - 2 3 1 2 

Very dissatisfied 1 1 1 2 0 3 1 - - 1 2 1 - 1 

 

 London 
South 
East 

South 
West Wales 

East 
Anglia 

East 
Mids 

West 
Mids 

Yorks/ 
Humb 

North 
West North Scotland 

Very satisfied 59 74 74 89 89 68 75 56 73 57 62 

Quite satisfied 31 22 24 2 8 22 23 35 22 34 32 
Neither satisfied nor 
dissatisfied 

6 2 2 - - 8 - 7 4 - - 

Quite dissatisfied 5 2 - - 2 - - 2 - 5 3 

Very dissatisfied - 1 - 9 - 2 - - 1 5 - 
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Q Will the rising price of fuel influence the type of car you buy next time you change? 

 Total Men Women 17-24 25-34 35-44 45-54 55-64 65+ AB C1 C2 D E 
Car with better fuel 
consumption 

51 52 51 52 50 49 56 53 49 56 48 52 49 45 

Will not influence decision 25 26 24 23 22 26 25 21 31 26 23 25 30 22 

Car with a lower road tax 23 22 23 22 21 21 24 25 22 22 24 19 26 24 
Car with lower service and 
maintenance costs 

16 17 15 14 13 16 17 20 14 17 16 17 12 12 

Car with a lower insurance 
premium 

15 15 14 18 16 12 15 14 15 10 16 18 15 16 

Alternative fuelled/hybrid car 13 16 11 14 16 18 13 12 6 20 14 9 7 8 
Car that maintains its value 
better 

10 11 8 9 11 10 6 15 6 9 8 14 10 6 

Change to a lower value car 5 5 5 10 6 6 2 5 5 4 6 4 7 6 

Other 5 4 5 3 5 5 5 5 5 3 6 6 4 8 

Don't Know 3 2 4 2 2 1 3 3 5 3 3 2 3 5 

 

 London 
South 
East 

South 
West Wales 

East 
Anglia 

East 
Mids 

West 
Mids 

Yorks/ 
Humb 

North 
West North Scotland 

Car with better fuel 
consumption 

43 52 58 49 50 62 52 44 56 47 49 

Will not influence decision 16 23 29 27 31 22 24 33 23 25 29 

Car with a lower road tax 20 23 24 20 17 26 17 26 22 24 27 
Car with lower service and 
maintenance costs 

19 19 14 7 10 17 22 14 16 8 17 

Car with a lower insurance 
premium 

15 17 12 - 12 21 12 20 15 15 10 

Alternative fuelled/hybrid car 21 13 12 13 12 18 14 13 9 11 13 
Car that maintains its value 
better 

12 10 7 12 13 13 13 5 8 7 9 

Change to a lower value car 14 4 4 2 - 7 6 4 5 8 1 

Other 8 6 2 10 6 4 2 2 4 2 7 

Don't Know 3 2 2 2 2 1 6 3 2 - 8 

 
 

Q What might you look for in a car when the economic recovery happens? 

 Total Men Women 17-24 25-34 35-44 45-54 55-64 65+ AB C1 C2 D E 

Car with better fuel 
consumption 

31 32 31 28 32 30 33 38 26 36 31 29 26 26 

Car with lower road tax 20 20 21 28 15 20 23 20 19 19 19 22 26 20 

Same type of car 20 20 19 8 19 21 22 18 25 21 21 17 20 16 

Car with lower maintenance 
costs 

15 17 14 18 14 17 16 16 11 15 16 17 13 11 

Used car instead of new car 15 16 14 12 17 11 18 15 16 14 16 15 14 11 

Car with lower CO2 15 16 14 15 11 15 19 18 10 20 12 14 11 14 

Smaller car 12 11 13 12 9 10 13 16 14 12 11 14 12 11 

Best possible part-exchange 
price 

12 13 11 7 8 14 12 15 12 12 12 11 14 7 

Higher specification/ 
performing car 

7 7 7 8 18 10 3 4 0 6 6 9 10 5 

Car with lower depreciation 6 7 4 14 9 6 4 3 2 7 7 6 1 0 

New car instead of used car 5 7 3 4 3 4 6 8 5 6 6 4 3 1 

Low interest credit 5 4 6 7 7 5 2 4 5 6 4 4 6 4 

More prestigious marque 4 4 4 6 3 6 5 2 1 3 4 6 3 1 
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Q What might you look for in a car when the economic recovery happens? 

 London 
South 
East 

South 
West Wales 

East 
Anglia 

East 
Mids 

West 
Mids 

Yorks/ 
Humb 

North 
West North Scotland 

Car with better fuel 
consumption 

24 30 40 31 32 42 30 28 29 30 31 

Car with lower road tax 18 25 18 13 13 29 21 16 22 15 22 

Same type of car 14 21 24 22 18 19 16 20 23 23 17 

Car with lower maintenance 
costs 

15 16 13 2 14 13 23 15 17 17 15 

Used car instead of new car 9 15 19 16 21 16 20 18 6 16 13 

Car with lower CO2 20 17 10 15 10 21 11 12 15 12 15 

Smaller car 10 15 14 8 13 14 16 7 12 13 9 

Best possible part-exchange 
price 

10 9 11 18 13 12 14 12 13 10 14 

Higher specification/ 
performing car 

7 9 5 10 10 5 5 7 8 6 7 

Car with lower depreciation 4 5 3 16 5 10 5 8 5 2 7 

New car instead of used car 9 7 2 - 5 5 6 5 3 6 3 

Low interest credit 7 4 3 1 8 4 4 5 3 7 9 

More prestigious marque 6 4 4 3 3 4 4 3 4 6 2 

 

Q Have you considered replacing your car during the recent severe economic 
conditions? If NO- which of the following influenced this decision? 

 Total Men Women 17-24 25-34 35-44 45-54 55-64 65+ AB C1 C2 D E 

Will not be replacing car 54 51 57 49 53 55 51 50 63 55 53 51 60 53 

Will replace car 8 9 7 9 8 9 8 7 5 9 6 9 6 6 

Insufficient personal funds 7 6 8 11 6 6 9 4 5 6 7 8 4 9 

Rising motoring costs 4 5 4 3 7 7 2 2 4 2 5 7 5 3 

Rising household costs 4 5 4 2 7 5 4 5 3 4 4 3 6 5 

Too low part-exchange value 3 3 2 2 2 3 2 4 2 3 3 2 2 3 

Worried about job security 3 3 2 1 5 3 2 4 - 3 2 4 1 2 

Lack of car finance 2 2 3 3 3 2 2 3 3 2 3 4 2 3 

Postpone replacement short 
term 

2 3 2 2 1 2 4 2 1 3 3 1 0 1 

Postpone replacement 
indefinitely 

2 2 1 1 1 2 2 2 1 1 1 3 0 1 

 

 London 
South 
East 

South 
West Wales 

East 
Anglia 

East 
Mids 

West 
Mids 

Yorks/ 
Humb 

North 
West North Scotland 

Will not be replacing car 38 53 62 54 64 51 50 62 62 49 50 

Will replace car 9 8 10 5 6 10 9 5 3 21 3 

Insufficient personal funds 4 8 8 5 7 9 11 4 4 4 4 

Rising motoring costs 5 5 1 - 6 7 8 5 2 4 5 

Rising household costs 5 5 1 3 2 8 6 6 4 1 3 

Too low part-exchange value 4 2 - - 2 5 3 3 1 7 2 

Worried about job security 4 3 - - 2 4 4 2 3 - 3 

Lack of car finance 6 3 1 - - 2 4 2 1 - 3 
Postpone replacement short 
term 

4 2 2 3 - 2 6 - 1 2 1 

Postpone replacement 
indefinitely 

2 1 2 - - 1 1 4 3 2 1 
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Q Which of the following measures are you prepared to take to reduce your personal 
motoring carbon footprint?  

 Total Men Women 17-24 25-34 35-44 45-54 55-64 65+ AB C1 C2 D E 

Walk more often 41 33 48 47 53 40 39 40 31 45 33 41 49 30 

Drive more economically 36 35 37 36 37 37 38 37 30 37 35 34 36 33 

Avoid short journeys 24 24 24 27 27 29 26 18 18 30 20 24 22 13 

Reduce annual mileage 20 23 18 17 15 24 18 24 22 20 22 17 23 22 

Use public transport 20 18 22 29 17 16 15 21 26 24 18 17 19 21 

Check tyre pressures 
frequently 

20 23 16 14 18 26 21 18 18 19 21 21 18 19 

Change to lower CO2 car 20 22 17 12 17 18 24 21 21 22 22 19 10 21 

Drive more slowly 19 21 16 13 20 21 22 12 21 19 19 19 17 15 

Buy smaller car 18 18 18 18 15 14 24 18 20 20 15 17 22 18 

Avoid heavy breaking 18 20 15 13 14 15 20 23 20 20 17 18 13 17 

Accelerate less quickly 16 20 12 13 13 14 20 18 17 19 15 13 15 12 

Switch of air conditioning 13 15 12 11 12 16 12 14 14 12 16 12 14 9 

Car share 13 11 14 28 14 16 12 7 5 14 11 13 15 9 

Cycle more often 12 15 10 16 15 19 13 9 4 14 13 10 12 7 

Work from home  8 8 7 7 11 10 9 7 3 10 10 4 6 1 

Drive at -peak times  6 7 6 6 4 5 4 9 10 8 7 6 3 8 

 

Q Which of the following measures are you prepared to take to reduce your personal 
motoring carbon footprint?  

 London 
South 
East 

South 
West Wales 

East 
Anglia 

East 
Mids 

West 
Mids 

Yorks/ 
Humb 

North 
West North Scotland 

Walk more often 32 37 45 48 51 40 42 40 40 45 40 

Drive more economically 26 34 43 41 41 39 38 35 35 28 35 

Avoid short journeys 23 19 24 34 27 26 28 25 18 31 25 

Reduce annual mileage 17 18 21 26 16 25 14 21 23 24 23 

Use public transport 24 20 20 18 19 21 16 20 10 27 31 

Check tyre pressures frequently 17 21 16 25 29 27 26 19 19 14 13 

Change to lower CO2 car 21 22 13 20 20 26 15 25 17 13 19 

Drive more slowly 15 16 23 17 22 19 28 16 18 16 17 

Buy smaller car 17 21 18 8 12 18 21 22 19 18 15 

Avoid heavy breaking 16 14 14 21 21 21 27 17 15 19 18 

Accelerate less quickly 12 17 15 23 14 19 18 17 14 21 7 

Switch of air conditioning 11 13 18 16 14 17 12 13 15 14 7 

Car share 9 12 10 16 12 15 18 11 13 11 16 

Cycle more often 14 15 14 4 17 19 8 8 12 13 7 

Work from home  8 9 9 4 9 10 7 8 7 10 3 
Drive at -peak times  9 7 6 - 3 7 9 5 7 4 6 
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Research 

The BCA Used Car Market Report is based on information from the Society of Motor 

Manufacturers and Traders (SMMT) and many other trade and industry sources both 

in the UK and across Europe. 

In addition, a consumer survey was carried out by BMRB International, based on 

interviews with 4,000 respondents, representative of the UK adult population aged 17 

years and over. Fieldwork for this research was undertaken during April 2010. 

The Used Car Market Report was written and produced for BCA Vehicle Remarketing 

by Professor Peter N C Cooke and the automotive group at The Centre for 

Automotive Management, University of Buckingham Business School, The University 

of Buckingham, Buckingham, MK18 1EG 

Copyright BCA 2010 

Any part of this report may be reproduced for non-commercial purposes subject to 

acknowledgement.  

Any organisation wishing to use this report --- in part or in whole --- for commercial 

gain, should firstly obtain permission from the Public Relations Department at BCA. 

Telephone: +44 (0) 1252 878555. Fax: +44 (0) 1252 743447 

Web site: http://www.bca-europe.com 

E-mail: enquiries@bca-group.com 
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