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CARSALES FINANCE 
EXTENSION MAXIMISES 
FINANCE OPPORTUNITIES 
FOR DEALERS
Designed to meet consumer needs, 
carsales Finance Extension 
enhances the visibility of dealer 
finance offers.
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INTRODUCTION

The up–to-date study, conducted by carsales 
from 21–29 October 2020, underlines how car 
dealers and Financial Service providers (FSPs) 
can improve engagement with consumers via 
carsales Finance Extension.

Car finance has been a hot topic in recent 
years. From 2017–19, a Royal Commission 
into the financial sector resulted in significant 
changes to the finance industry and in 
particular changes to car finance practices and 
products. 

According to a Royal Commission industry 
paper, in Australia, 39% of car sales financed 
are done so through a dealer. Overall, new 
finance commitments for motor vehicles were 
estimated at $35.7 billion in 2017.

Latest carsales consumer research 
has highlighted a significant shift 
in the way consumers engage 
with car finance in their journey to 
purchasing a new car.

https://financialservices.royalcommission.gov.au/publications/Documents/some-features-of-car-financing-in-australia-background-paper-3.pdf
https://financialservices.royalcommission.gov.au/publications/Documents/some-features-of-car-financing-in-australia-background-paper-3.pdf


| BUSINESS.CARSALES.COM.AU3

1 2

KEY FINDINGS FROM 
THE CARSALES STUDY

CONSUMERS ARE RESEARCHING 
FINANCE LONGER 

Consumers that purchased cars within the 
past year were 12x more likely to spend 
three months or longer researching their 
finance options, compared to consumers that 
purchased between 12–24 months ago¹—
highlighting the need for dealers to find ways 
to increase visibility of their finance offers prior 
to consumers visiting showrooms.

carsales Finance Extension empowers dealers 
to directly promote finance on their inventory 
published for sale on carsales.com.au, 
delivering increased visibility to consumers 
researching finance.

CONSUMERS ARE CHOOSING  
THEIR FINANCE SOLUTION  
EARLIER THAN EVER BEFORE 

61% of consumers ready to buy within one 
month have decided on finance, compared 
to 27% three months out²—underlining the 
importance for dealers to reach consumers as 
early as possible. 

carsales is used by consumers through all 
stages of the car buying journey. It also has 
a large audience of consumers most likely to 
undertake finance research more than one 
month from purchase: buyers aged between 
30–54 years old and those with an annual 
personal income of $80,001–$180,000.1
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3 4WEEKLY REPAYMENT  
ESTIMATES MAKE FINANCE  
EASIER TO ASSESS

Making the cost of finance easier to understand 
is a positive for car buyers. 62% of finance 
consumers say purchases are easier to 
rationalise if finance payments are expressed 
as a weekly amount.¹ 

carsales Finance Extension enables dealers to 
display a weekly repayment estimate alongside 
their inventory published for sale on  
carsales.com.au.

CONVENIENCE IS KEY TO  
POSITIVE FINANCE DECISIONS 

Convenience is the single biggest deciding 
factor in consumer finance decisions.¹ 

carsales Finance Extension clearly provides a 
finance estimate for the cars published for sale 
on carsales.com.au—delivering consumers 
a convenient single point of information and 
contact.

KEY FINDINGS FROM 
THE CARSALES STUDY
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RESEARCH 
FINDINGS



| BUSINESS.CARSALES.COM.AU6

In a significant shift in behaviour, car purchasers 
are undertaking more research to understand 
the merits of various car finance offers, 
determine their budgets and assess eligibility.

Surveyed consumers that purchased cars 
within the past year were 12x more likely to 
spend three months or longer researching 
their finance options, compared to surveyed 
consumers that purchased between 12–24 
months ago.¹

Consumers are also choosing their preferred 
finance option earlier, with 27% of surveyed 
consumers having already organised finance 
three months out from purchasing their car.²

As consumers considering finance get closer 
to purchase, the likelihood that they have 
organised finance increases. As surveyed 
consumers reached one to two months out 
from purchasing a car, 41% had already 
organised car finance. This rose to 61% for 
those ready to buy within one month.²

CAR BUYERS ARE 
RESEARCHING 
FINANCE EARLIER 
AND FOR LONGER

Surveyed consumers that 
purchased cars within the 
past year were

12x
more likely

to spend three months 
or longer researching 
their finance options1
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Consumers in the key 30–54 years old age 
group are the most prepared to research 
finance further than one month out from their 
car purchase.1

And when it comes to income, 18% of surveyed 
consumers with an annual personal income of 
$80,001–$180,000 researched finance options 
more than one month out from their car 
purchase.1

30-54 
years old

$80K-$180K 
personal income

Consumers most 
prepared to research 

finance more than 
one month out
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Many consumers find car finance options hard 
to understand. Consumers are looking for 
transparent and easier ways to understand 
the cost of finance, such as a clear weekly 
repayment estimate. 

62% of surveyed consumers said breaking 
down the cost of finance into weekly repayment 
estimates would help them rationalise their car 
purchase.1

Furthermore, there is a notable effect of 
weekly repayment estimates on understanding 
affordability. 67% of surveyed consumers 
believed that weekly repayment estimates can 
help them better understand if they can afford 
a car.¹

WEEKLY REPAYMENT 
ESTIMATES MAKE 
FINANCE EASIER

said breaking down the cost of 
finance into weekly repayment 
estimates would help them 
rationalise their car purchase.1

62%
of surveyed 
consumers



| BUSINESS.CARSALES.COM.AU9

CONVENIENCE  
IS MOST VALUED 
BY CONSUMERS

Financing a car is also perceived by many 
consumers to be a complicated process. Thus, 
convenience is the biggest influence on finance 
choices. 

Indeed, 45% of surveyed consumers cited 
convenience as the most influential factor on 
their finance decision. 

This factor topped value for money on 39%.1

Just 29% of surveyed consumers note the 
lowest repayment as a key factor in their 
decision making.1

cited convenience as the most 
influencial factor on their 
finance decision.1

45%
of surveyed 
consumers
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CARSALES INDUSTRY RESPONSE

THE RELEASE OF FINANCE EXTENSION
To meet growing demand for finance 
information and improve awareness and 
consideration of dealer finance offers, 
carsales has released Finance Extension.

Using carsales Finance Extension, convenient 
weekly repayment estimates can be 
displayed on cars for sale to Australia’s 
largest and most engaged audience of 
car buyers. Consumers can then submit a 
qualified finance enquiry directly.

VISIBILITY WEEKLY ESTIMATE CONVENIENCE
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CARSALES INDUSTRY RESPONSE

THE RELEASE OF FINANCE EXTENSION
For consumers undertaking research, cars 
featuring carsales Finance Extension can 
be easily located via a dedicated finance 
search filter. 

In addition, cars for sale with carsales 
Finance Extension feature prominent 
labeling in search results. When consumers 
then view a car for sale in more detail, they 
are presented with a clear and convenient 
weekly repayment estimate. 
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CONNECT WITH FINANCE 
CONSUMERS EARLIER 

As consumers are more likely to have already 
decided on finance as they near their car 
purchase, dealers must increase awareness 
and consideration of their finance offers earlier 
in the car-buying journey—and carsales is a 
powerful environment to achieve this.

51% of the carsales audience is in the early 
research stage of their car buying journey (less 
than one month) and a further 18% has been 
looking for between one to two months.²

Furthermore, carsales has a large audience of 
consumers most likely to undertake finance 

research more than one month out from 
purchase. carsales audience over indexes in 
those aged between 25–54 years old by 1.27x 
compared to the national online population, 
and those with an annual personal income 
between $100k–$200k by 1.56x compared to 
the national online population.3 

Of the 4.6M consumers that visit carsales 
each month4, 48.7% of the carsales audience 
is aged between 30–54 years old3—delivering 
dealers with a powerful opportunity to reach 
consumers researching finance earlier and 
influence their decisions.

KEY RECOMMENDATIONS 
FOR CAR DEALERS AND FSPS

1
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32 INCREASE CONVENIENCE  
FOR CONSUMERS

With carsales Finance Extension, dealers 
can maximise convenience for car buyers by 
attaching a weekly finance estimate to their 
cars for sale.

Presented in this format, carsales Finance 
Extension empowers consumers to 
streamline their car-buying journey providing 
a single point of contact, for both the car and 
the finance enquiries. This has the potential 
to deflect consumer preference away from 
alternative finance options.

KEY RECOMMENDATIONS 
FOR CAR DEALERS AND FSPS

PROMOTE FINANCE  
VIA WEEKLY REPAYMENT 
ESTIMATES

Consumers understand and are empowered 
to make decisions by weekly repayment 
estimates.

The comments of consumers surveyed by 
carsales suggest dealers advertising a weekly 
repayment estimate may improve perceived 
affordability. This may open consumers to 
consider purchasing cars across a wider band 
of price points. 

carsales Finance Extension attaches weekly 
repayment estimates to inventory published 
for sale on carsales.com.au, enabling an 
attractive offer to be a key selling point for an 
inventory item.
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1. carsales consumer feedback Loop survey, Dealer Finance, 
21–26 October 2020, (n=764).

2. carsales onsite survey, Dealer Finance, 28–29 October 
2020, (n=1,007).

3. Nielsen Consumer & Media View, 2020 Survey  02 
National Online database Carsales audience = Fused 
Nielsen Digital Panel Monthly data calibrated to Digital 
Content Ratings (Text): March 2020.

4. Nielsen Digital Content Ratings, September 2020.

The information contained in this document is general 
information only, is current only as at the date it is provided 
and has been prepared using information from carsales.
com Limited’s (carsales) own internal analytics systems 
available at the time of preparation of this publication 
and from third parties. carsales takes care to ensure that 
the material in this document is accurate and complete, 
however it does not warrant the accuracy or completeness 
of any representations made in the document or that the 
material is suitable for any purpose. You are responsible 
for assessing the material and rely on it at your own risk. 
To the full extent permitted by law, carsales excludes all 
guarantees, warranties or representations of any kind in 
relation to the material and all liability for loss or damage 
(including indirect or consequential loss or damage) which 
may be incurred in connection with your use of or reliance 
on the material contained in this document.

The information contained in this document is © carsales.
com Limited and is carsales’ exclusive property. You will not 
acquire any intellectual property rights in this information. 
You must keep this document and its contents confidential 
and must not disclose it to any third party without carsales’ 
prior written consent.

SOURCESIf you’d like to know more about the study 
or have any questions, please contact:

DARREN KUMAR
Business Development Manager

darren.kumar@carsales.com.au
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carsales.com Ltd (ASX: CAR) is publicly 
listed, and is the largest online automotive, 
motorcycle and marine classifieds business 
in Australia. Attracting more Australians 
interested in buying or selling cars, 
motorcycles, trucks, caravans and boats than 
any other classified group of websites.

carsales’ vision is to provide a smooth car 
buying and selling journey for its customers, 
providing them with greater confidence when 
it comes to trading cars.


