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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.

FROM THE CEO

CAMERON MCINTYRE
CEO & MANAGING DIRECTOR 
CARSALES.COM LTD

Welcome to Edition 22 of carsales Auto Market 

Watch—the first for 2021. I hope this edition finds 

you, your family and your colleagues, safe and well.

DEMAND FOR CARS CONTINUES

The summer period has been positive for the 

Australian automotive industry. After the COVID-

affected lows of 2020, new car sales rebounded in 

December, January and February.

Indeed, there were more than a few green shoots 

in terms of the wider economy. Indicators such as 

GDP, consumer savings levels and employment 

numbers, in addition to rising property prices 

across the country, now point towards recovery 

and sustained vehicle demand. 

And it’s not just new car showrooms that are 

benefitting from increased spending on cars. After-

sales departments and aftermarket accessory 

sellers are also reporting increased traffic and sales.

In the period, search activity on carsales pointed to 

a wider range of Australian consumers considering 

a new car. In fact, the number of consumers viewing 

a new car before enquiring on a used car grew 12% 

in December 2020, compared to April 2020.

Used car ‘Time to sell’ continues to fall on carsales, 

while prices on popular used models are up. As 

you’ll discover later in this edition, median listed 

prices of popular SUVs and LCVs that facilitate 

domestic travel and recreation experiences are 

leading the surge…

CARSALES LAUNCHES NEW  
BRAND CAMPAIGN

Cars are central to the lives of Australians and 

carsales loves cars. In an exciting development, 

carsales has just launched its new brand 

repositioning to reinforce these sentiments.

‘Everything You Auto Know’ is the result of a 

partnership with leading creative agency BMF. It is 

designed to bring carsales’ knowledge and passion 

for the automotive category to life in ways that 

Australians can relate to and enjoy.

The campaign is part of carsales’ ongoing 

commitment to innovation and driving better 

https://business.carsales.com.au/insights/auto-industry-news/new-car-sales-december-2020/
https://business.carsales.com.au/insights/auto-industry-news/vfacts-january-new-car-sales-off-to-hot-start/
https://business.carsales.com.au/insights/auto-industry-news/new-car-sales-february-2021/
https://business.carsales.com.au/insights/auto-industry-news/green-shoots-for-australian-auto-industry/
https://business.carsales.com.au/insights/auto-industry-news/green-shoots-for-australian-auto-industry/
https://business.carsales.com.au/insights/auto-industry-news/green-shoots-for-australian-auto-industry/
https://business.carsales.com.au/insights/auto-industry-news/used-car-momentum-boosts-new-car-interest/
https://business.carsales.com.au/insights/auto-industry-news/used-car-momentum-boosts-new-car-interest/
https://business.carsales.com.au/insights/auto-industry-news/green-shoots-for-australian-auto-industry/


3 BUSINESS.CARSALES.COM.AU CARSALES AUTO MARKET WATCH | EDITION 22

business outcomes for our partner dealers, 

automakers and advertisers. 

The new campaign will help to shift the reputation 

of Australia’s most trusted place to buy and sell, to 

being the go-to resource for ‘everything’ cars. 

And this shift is an important one, with evolving 

consumer expectations post-COVID-19 and a 

wave of technological change set to impact the 

Australian automotive industry in the near-term.

The first phase of this campaign launched 

nationally during the Men’s Singles Final of the 

Australian Open, and will continue to be highly-

visible across key media channels. 

There’s much more to come, so watch this space.

SHIFT TO ELECTRIC ACCELERATES

The electric vehicle revolution is gaining pace 

with major markets such as China, USA and 

UK introducing the legislation, incentives and 

investment required to accelerate uptake in the 

wake of COVID-19. 

OEMs are also pivoting, investing accordingly in EVs 

to align with government intervention and private 

sector investment. Notable announcements include 

the transformation of Jaguar into a 100 per cent EV 

brand by 2025, an all-EV model range from Ford 

Europe by 2030, and a commitment from General 

Motors to make all of its passenger cars electrically-

powered by 2035.

How fast the shift to EVs takes place domestically, 

is still up for debate. Total sales increased 16% YoY 

in 2020 against an overall market decline of 13.7%, 

according to VFACTS. And while there continues 

to be a distinct lack of affordable brand new EVs 

in the Australian marketplace, carsales consumers 

are increasingly interested and weighing up the 

purchase of an EV for their next car – as you’ll learn 

about more in this edition.

Enjoy the latest buyer behaviour insights, business 

tips and industry news in this edition of Auto 

Market Watch. 

FROM THE CEO

For more, visit our dedicated destination business.carsales.com.au 

for more insights, business tips and industry news and, as always, 

contact your Account Manager if you require anything additional.

https://www.carsales.com.au/editorial/details/jaguar-to-switch-to-ev-brand-from-2025-128560/
https://www.carsales.com.au/editorial/details/ford-europe-confirms-all-electric-line-up-by-2030-128596/
https://www.carsales.com.au/editorial/details/gm-to-kill-off-petrol-and-diesel-cars-by-2035-128313/
https://www.carsales.com.au/editorial/details/gm-to-kill-off-petrol-and-diesel-cars-by-2035-128313/
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The Kia Sorento has been crowned winner of the 2020 carsales 

Car of the Year, proudly presented by Bingle.

Australia’s premier annual automotive consumer award 

recognises excellence in the new-vehicle market and celebrates 

just one winner from every new model released in Australia.

Get the full story at carsales.com.au/editorial

WINNER: Kia Sorento 
2020 carsales Car of the Year

FIND OUT MORE  →

https://www.carsales.com.au/editorial/
https://www.carsales.com.au/editorial/details/kia-sorento-2020-carsales-car-of-the-year-128680/
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HIGHLY COMMENDED: Porsche Taycan | 2020 carsales Car of the Year HIGHLY COMMENDED: Land Rover Defender | 2020 carsales Car of the Year

FIND OUT MORE  → FIND OUT MORE  →

https://www.carsales.com.au/editorial/details/porsche-taycan-2020-carsales-car-of-the-year-highly-commended-128679/
https://www.carsales.com.au/editorial/details/land-rover-defender-2020-carsales-car-of-the-year-highly-commended-128678/
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The Australian car market is running hot with new 

car sales rebounding, used car prices appreciating 

and a slew of enticing new models destined to hit 

Australian shores before year’s end. 

But exactly how are these and other factors 

affecting consumers’ relationships with dealers? 

And what are the key messages the auto industry 

needs to hear and action? 

In carsales’ first comprehensive examination of 

sentiment towards Australian car dealers since 

the beginning of the pandemic, consumers didn’t 

hold back. The survey, which polled over 9000 car 

shoppers across Australia between January 14–16, 

2021, generated strong responses on everything 

from when they intend to buy, to their experience 

of purchasing a car from a dealer.

CAR BUYERS 
 WANT A GOOD 
DEAL... NOW

2. AND THEY WANT  
TO BUY IT NOW

1. CONSUMERS 
WANT TO BE 
DELIVERED ‘DEALS’

BY DAVID TOSCANO,  

TRADE CONTENT EDITOR, CARSALES.COM.AU

SOME OF THE INSIGHTS FROM 
THE SURVEY INCLUDE:

35% are looking to buy an 
additional household car¹

89% are considering buying their 
next car from a dealer²

23% don’t currently own a car and 
are looking to purchase one¹

38% believe that the dealership 
buying experience is easy³

Sources: 1. carsales onsite consumer sentiment survey, January 2021, (n=5685). 2. carsales onsite consumer sentiment survey, January 2021, n=(5458). 3. carsales onsite consumer sentiment survey, January 2021, (n=4290).

But overwhelmingly two key factors were clear 

from the research:

To help new and used car dealers capitalise 

on these key findings, we enlisted the 

assistance of Ren Blanning, Head of Business 

Consultancy at carsales and from the 

creative agency built on behaviour, Hardhat, 

Behavioural Science expert Dan Monheit.



7 BUSINESS.CARSALES.COM.AU CARSALES AUTO MARKET WATCH | EDITION 22

“When it comes to buying a car, promotions and 

deals are a part of the language consumers have 

come to expect,” Blanning starts.

“A consumer’s perception of the value is what sells 

cars, and the ability to convey this online, in your 

carsales listings, has never been more important.”

“Once, dealers communicated the value 

proposition face to face in the showroom. Now, the 

landscape is digital. Consumers are now looking at 

dealer inventory on carsales well before they meet 

any salesperson face to face and for dealers—

they’re more qualified prospects as a result.”

Blanning continues: “So ask yourself: Do my online 

pricing, photography and comments convey why 

my vehicle is the best value car in its competitive 

set on carsales? And does my carsales listing 

communicate clearly why my business is the best 

for the consumer to buy from?

“If you can nail these points in your carsales listings, 

your value proposition is crystal clear and you will 

be a step ahead of your competition.“

Blanning also notes the importance of consistent 

communication and engagement when following 

up with a sales prospect.

“Once you’ve connected with a sales prospect, it’s 

critical to align all communication and engagement 

with your carsales listing.”

“Salespeople must understand the vehicle and 

its position in market, and be able to clearly 

communicate its value proposition to the sales 

prospect over email, on the phone, by text, and on 

the showroom floor.”

Monheit says that the thrill of a good, on-the-spot 

deal can be too good to refuse.

“Despite cars being the type of purchase we hold 

on to for years, getting a good deal ‘right now’ is 

still highly motivating. As humans, we’re wired to 

value short-term incentives over long-term ones,” 

explains Monheit.

“This is a concept referred to in Behavioural Science 

as ‘Temporal Discounting.’

“As car buyers, this means that the thrill and 

endorphins that come with nabbing a good deal 

today can easily override our more pragmatic, long-

term thinking,” Monheit explains.

SHOW ME A GOOD DEAL

37% of consumers said a good promotion or deal 
would make them purchase a car sooner.4

Source: 4. carsales onsite consumer sentiment survey, January 2021, (n=2168).

Monheit continues: “Short-term incentives can 

often be more motivating than long-term ones. 

For example, offering customers a $1000 gift card 

upon purchase can have much more appeal than 

offering two years of free servicing—even though 

the servicing is likely worth far more. 

“Where possible, look for ways to provide 

customers with a feeling of instant gratification. 

That helps them scratch the immediate itch.”

Blanning: “The art and skill of conveying value via 

your online merchandising is critical. It is an area that 

requires focus, dedication and the right resourcing.”

“Invest in professional photography that shows off 

the unique attributes of your inventory. Upload a 

branded video to your carsales listings that shows 

off the quality of your showroom and people, and 

of course, take the time to craft comments that 

resonate with consumers emotionally... Spell out 

clearly why they wouldn’t want to shop for a car 

anywhere else.”

SO HOW DO YOU MAKE 
THIS WORK FOR YOU?
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It’s clear apprehension towards using public 

transport, interest in domestic auto-based travel 

and flexible work arrangements are fuelling demand 

for cars. In turn, the carsales survey delivered the 

highest measure of ‘urgency to buy’ recorded since 

the onset of the pandemic in early 2020.

“Speed is of the essence for dealers when consumers 

are highly motivated to buy a car,” says Blanning.

“A slow follow up to an enquiry will simply see the 

consumer move on to the next car and the next 

dealer.”

Blanning speaks from recent personal experience, 

highlighting how slow follow up influenced her own 

car-buying journey in January.

“I purchased a new car myself in January. The first 

two dealers I engaged promised to call me back 

with details and pricing—they never did. 

“I purchased from the third dealer I engaged with, 

who delivered me with speed of service and made 

the transaction easy,” she explains.

“Ensure that you have the processes in place to 

acknowledge and follow up enquiries submitted 

outside of your business hours. Two out of five 

enquiries to dealers are submitted outside of the 

traditional 9am–5pm.

“Then focus on cutting down the time it takes to 

convert an enquiry to an in-person, showroom 

appointment,” Blanning advises.

Monheit highlights the effect of the COVID-19 

pandemic on consumers’ desire to ‘buy now’.

“With big ticket items like overseas travel off the 

list, and the heightened demand for personal 

safety and hygiene, it makes sense that Aussies are 

buying cars as they transition to ‘COVID-normal’ 

lifestyles,” he says.

“Much of this can be pinned down to the Projection 

Bias; our tendency to assume that our future 

selves will have the exact same set of priorities and 

preferences as our current selves.

“While it’s inevitable that eventually, many of us will 

be back on public transport, back in the office and, 

hopefully, back overseas for an annual holiday, our 

current selves have a very hard time believing this 

will ever be the case,” ends Monheit.

Source: 5. carsales onsite consumer sentiment survey, January 2021, (n=4883).

I WANT MY NEXT CAR AND I WANT IT NOW

Blanning: “Auto responses, such as those via SMS 

and email, are a quick and cost-effective way to 

acknowledge an enquiry and set the expectation 

that you will be in contact as soon as possible. 

“And if you’re overloaded with enquiries, consider 

investing in an AI solution like Conversica. This 

can nurture prospects with natural two-way 

conversation until it’s time for your sales team to 

take over and organise a showroom appointment.

Monheit: “Projection Bias provides a golden 

opportunity to capitalise on motivation in the 

moment. People will make all sorts of decisions—

many of them long term—based on the 

assumption that they’ll always feel exactly as they 

do, right here, right now.”

SO HOW DO YOU MAKE 
THIS WORK FOR YOU?48% of car shoppers are ready to buy ‘right now’.5
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Tesla imported more battery Electric Vehicles 

(EVs) into Australia in 2020 than all other brands 

combined. 

Despite production challenges at its Fremont, 

California plant in mid-2020, figures obtained by 

carsales confirm Tesla shipped 2949 vehicles to 

Australia in 2020, and over 2600 of them were the 

mid-size Model 3 sedan.

The Model 3 sales result means that the battery-

electric midsizer outpaced sales of conventional-

powered segment stars like the Audi A4 (783), but 

trailed (narrowly) those of the BMW 3 Series (3406) 

and Mercedes-Benz C-Class (3378).1

Unlike the majority of Australia’s new car brands, 

the American company does not report via the 

FCAI’s monthly VFACTS report. That said, the 

brand’s 2020 sales dwarfed the total number of 

EVs declared as registered by the industry body in 

2020—1769.

Even in the face of the challenges presented 

by the COVID-19 pandemic, 2020 was a year of 

progress for EV sales Down Under. The near-1800 

Stock exchange darling sells more 
EVs in Australia in 2020 than every 
other brand combined...

TESLA 
DOMINATES 
AUSTRALIAN 
EV SALES

BY DAVID TOSCANO,  

TRADE CONTENT EDITOR, CARSALES.COM.AU

Source: 1. VFACTS, January–December 2020.
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#1 for cars is translating into growing sales 

opportunities for Australian car dealers.3

In the used car arena, views increased 30% over 

the same period, while enquiries surged 46%.3

Furthermore, consumer engagement with carsales 

EV editorial content, a key indicator of interest in 

new cars, grew progressively between May 2020 

and January 2021. During this period, the amount 

of EV-related content published doubled, while 

cumulative editorial page views grew by more than 

13,000 per month over the period.4

carsales Editorial content now provides news, advice 

and reviews and everything Australians “auto know” 

in order to make an informed decision around EVs, 

cars reported to VFACTS was an increase of 16.2% 

on 2019 and contrasted the 13.7% decline of the 

broader new car market.1

Tesla’s total shipments into Australia were 152 

Model S, 176 Model X and 2631 Model 3s. carsales 

sources suggest around 2000 Model 3s have 

already been landed in Australia in 2021.

VFACTS is also reporting that EVs are off to a better 

start in early 2021. Sales of EVs (excluding Tesla) 

totalled 262 units in February—72% higher than 

the same month in 2020.2

The newly-launched Porsche Taycan, one of two 

Highly Commended models in the 2020 carsales 

Car of the Year awards and the winner of the 2020 

People’s Choice Award, realised 51 sales in February.

This week, Volvo confirmed it would only sell 

electrified vehicles in Australia from July and 

related all-electric Geely-owned brand Polestar also 

confirmed it would enter the local marketplace by 

end of the year.

EV AWARENESS IS GROWING

While Australians may not receive the generous 

incentives to purchase EVs available in many 

overseas markets, an uptick in awareness, 

consideration and interest in EVs on Australia’s 

Between November 2020 
and January 2021, views of 
brand new EVs listed for sale 
on carsales increased by 32% 
over the previous comparable 
period, resulting in an uptick in 
enquiries of 25%.3

Sources: 1. VFACTS, January–December 2020. 2. VFACTS February 2021. 3. carsales internal data, November 2020–January 2021. 4. carsales internal data, May 2020–January 2021.

including incoming EV models, to recharge times 

and recharge costs, battery life and EV safety.

GLOBAL MOMENTUM  
FOR EVS SURGES

Global momentum for EVs is surging, with a 

number of key trends contributing to increasing 

automaker investment and sales around the world.

OEMs are increasingly choosing to pool resources 

into dedicated EV platforms, models and 

production facilities.

Indeed, Volvo has signalled its intention to sell all-

electric line up by 2030, while Jaguar has set itself 

the even more aggressive target of 2025.

In addition, a number of major mainstream 

automakers including Ford, Hyundai, Kia, 

Mercedes-Benz, Toyota and Volkswagen have 

announced new plans for increased EV production 

and investment.

And it’s not just legacy automakers signalling their 

intention to develop EVs. From Apple to Huawei, 

consumer electronics giants are keen to enter the 

EV market.

Government intervention across Europe including 

consumer purchase incentives, emissions 

legislation and fines for automakers that fail to 

https://www.carsales.com.au/editorial/details/porsche-taycan-2020-carsales-car-of-the-year-highly-commended-128679/
https://www.carsales.com.au/editorial/details/porsche-taycan-2020-carsales-car-of-the-year-highly-commended-128679/
https://www.carsales.com.au/editorial/details/porsche-taycan-is-your-peoples-choice-127354/
https://www.carsales.com.au/editorial/details/porsche-taycan-is-your-peoples-choice-127354/
https://www.carsales.com.au/editorial/details/volvo-to-be-australias-first-fully-electrified-auto-brand-128887/
https://www.carsales.com.au/editorial/details/polestar-confirmed-for-australia-128905/
https://www.carsales.com.au/editorial/details/electric-cars-coming-you-need-to-know-more-about-128598/
https://www.carsales.com.au/editorial/details/how-long-does-it-take-to-charge-an-electric-vehicle-123022/
https://www.carsales.com.au/editorial/details/what-does-it-cost-to-recharge-an-ev-119255/
https://www.carsales.com.au/editorial/details/advice-how-long-will-my-electric-cars-battery-last-119097/
https://www.carsales.com.au/editorial/details/how-safe-are-electric-cars-128821/
https://www.carsales.com.au/editorial/details/big-volvo-sedans-and-wagons-to-be-sacrificed-in-suv-push-128789/
https://www.carsales.com.au/editorial/details/big-volvo-sedans-and-wagons-to-be-sacrificed-in-suv-push-128789/
https://www.carsales.com.au/editorial/details/jaguar-to-switch-to-ev-brand-from-2025-128560/
https://www.carsales.com.au/editorial/details/apple-car-on-track-for-2024-debut-with-next-level-batteries-127978/
https://www.carsales.com.au/editorial/details/chinese-phone-maker-planning-evs-128763/
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meet CO2 targets, punitive tariffs on petrol and 

diesel vehicles, and reduced road tolls and parking 

fees for EVs, has also stimulated demand for EVs 

across the continent.5 In a sign of the times, the UK 

Government has even outlined a plan to ban the 

sale of brand new petrol and diesel vehicles by 2030.

All in all, these initiatives sent European EV sales 

up 106% in 2020 to 733,109 units5—despite the 

broader market contracting by 3.8 million units 

due to the Covid-19 pandemic. 

However, the growing momentum for EVs is not 

limited to Europe. Notably, in the United States, 

the election of Joe Biden as President has jolted 

EV ambition, with commitments now in place to 

replace the federal government’s fleet (645,000 

vehicles) with US-made EVs, conversion of all 

500,000 US school buses to electric power by 

2030, and US$400 billion to build 500,000 new EV 

charging outlets by the end of 2030.

China’s auto industry body expects EV sales to rise 

by 40% in 2021, to 1.8 million units. And with a 

minimal legacy in the country, Chinese consumers 

are keen to embrace electric power. In fact, in a 

recent survey, 86% of Chinese want an EV in the 

future—boding well for a rapid transition over the 

coming years.

of taxing EVs, while the ACT government has 

committed to incentivising its citizens to take 

up an EV offering. Canberra residents will be 

offered interest-free loans of up to $15,000 to 

purchase a used EV as part of the government’s 

sustainable household scheme.

So far, the federal government has ruled out 

legislated purchase incentives for consumers, 

instead opting to incentivise uptake by 

AUSTRALIAN EV SALES 
RISE SLOWLY

Disjointed policies between governments at 

state and federal levels is not helping EV uptake 

in Australia —nor encouraging brands to commit 

to launching new EV models Down Under.

State governments in Victoria and South 

Australia have controversially flagged the idea 

Source: 5. Automotive News Europe, ‘EVs make huge gains helped by incentives, tougher CO2 rules’, https://europe.autonews.com/automakers/evs-make-huge-gains-helped-incentives-tougher-co2-rules

Australian businesses. However the lack of 

clear vision and action to supercharge EV 

adoption at the consumer level has Nissan 

Australia and the Electric Vehicle Council of 

Australia up in arms.

Australian EV uptake is also limited by a relative 

lack of affordable options, with the cheapest 

brand new EV for sale, the MG ZS EV, available 

at $43,990 drive away.

https://techau.com.au/us-to-get-500000-ev-chargers-under-biden-australias-lack-of-action-is-embarrassing/
https://techau.com.au/us-to-get-500000-ev-chargers-under-biden-australias-lack-of-action-is-embarrassing/
https://asia.nikkei.com/Business/Automobiles/China-2021-EV-sales-to-surge-40-as-Tesla-ramps-up-local-output
https://asia.nikkei.com/Business/Automobiles/China-2021-EV-sales-to-surge-40-as-Tesla-ramps-up-local-output
https://www.forbes.com/sites/jamesmorris/2021/01/23/biden-ev-drive-needs-much-more-to-beat-china/?sh=2a440f261c4b
https://www.forbes.com/sites/jamesmorris/2021/01/23/biden-ev-drive-needs-much-more-to-beat-china/?sh=2a440f261c4b
https://www.abc.net.au/news/2021-01-21/act-electric-vehicles-free-rego-solar-panel-loans-in-budget/13077258
https://www.abc.net.au/news/2021-03-04/sa-electric-car-tax/13216892
https://www.abc.net.au/news/2021-03-04/sa-electric-car-tax/13216892
https://europe.autonews.com/automakers/evs-make-huge-gains-helped-incentives-tougher-co2-rules
https://www.smh.com.au/politics/federal/maker-of-world-s-most-popular-electric-car-blasts-australia-s-lack-of-ambition-20210302-p5772f.html
https://www.smh.com.au/politics/federal/maker-of-world-s-most-popular-electric-car-blasts-australia-s-lack-of-ambition-20210302-p5772f.html
https://www.smh.com.au/politics/federal/maker-of-world-s-most-popular-electric-car-blasts-australia-s-lack-of-ambition-20210302-p5772f.html
https://www.carsales.com.au/editorial/details/mg-zs-ev-2020-review-127265/
https://www.carsales.com.au/editorial/details/mg-zs-ev-2020-review-127265/
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There are only a handful of EVs on sale in 

Australia today, but there’s a battalion of 

battery-powered models about to silently 

drive across the horizon.

Discover every new EV you need to know 

more about.

ELECTRIC CARS COMING TO 
AUSTRALIA THAT YOU NEED 
TO KNOW MORE ABOUT

READ THE ARTICLE  →

https://www.carsales.com.au/editorial/details/electric-cars-coming-you-need-to-know-more-about-128598/
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10%
of carsales sessions 
occurred between 

12am–5am

Enquiries by source

Traffic by device Sessions outside of traditional business hours

Enquiries by hour

32%
PHONE

46%
EMAIL

22%
SMS

19%
DESKTOP

36%
MOBILE

32%
IOS APP

13%
ANDROID
APP

81%

43%
of dealer enquiries 
occurred outside of 

traditional 9am–5pm 
business hours

DIGITAL SHOWROOMS 
NEVER CLOSE
Australian car buyers are researching and 
searching for cars day and night on carsales.

58%
of carsales sessions 
occurred outside of 

traditional 9am–5pm 
business hours

of the traffic to carsales 
was via a mobile device

TRADITIONAL BUSINESS 
HOURS (9AM-5PM)

REST OF DAY

12am 1am 2am 3am 4am 5am 6am 7am 8am 9am 10am 11am 12pm 1pm 2pm 3pm 4pm 5pm 6pm 7pm 8pm 9pm 10pm 11pm

Source: carsales internal data, February 2021.

FEBRUARY 2021
BUYER BEHAVIOUR OVERVIEW



Recently carsales launched ‘Everything You 

Auto Know’, a new creative platform and brand 

positioning that highlights carsales as the go-to 

place for everything cars.

“This campaign is just the beginning, the first 

step towards embedding carsales deeper into 

our customers’ lives,” says Kellie Cordner, Chief 

Marketing Officer at carsales.

“At times of uncertainty, Australians have leaned 

on brands they can trust. We don’t take this 

responsibility lightly and we will continue to 

invest in our brand, our automotive knowledge 

and our platform to continue to innovate for our 

customers,” she explains.

New data-driven programs such as carsales for 

owners will be showcased via the new platform and 

aim to keep car owners in the know about their 

vehicle, arming them with information such as 

its current and future value, demand on-site and 

whether it might be time to sell.

The current burst of marketing activity is just the 

tip of the iceberg, with over 249 OOH sites, 12.9M 

reach across TV, full page print features and a 

substantial on and off network digital campaign. 

BUSINESS.CARSALES.COM.AU CARSALES AUTO MARKET WATCH | EDITION 2214

FIND OUT MORE

https://www.carsales.com.au/autoknow
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CARSALES INTERNAL DATA TO GIVE YOU A BETTER 
IDEA OF BUYER ACTIVITY IN YOUR STATE

BUYER ANALYSIS BY STATE – FEBRUARY 2021

NSWNT

QLD

ACTWA

VICTASSA

BROUGHT TO YOU BY Source stock smarter for quicker and more profitable sales. 

2,616,757 monthly users
9,373,186 monthly sessions

13,212 monthly users
31,973 monthly sessions

1,513,847 monthly users
4,962,017 monthly sessions

119,682 monthly users
362,577 monthly sessions

666,063 monthly users
2,115,469 monthly sessions

2,317,455 monthly users
8,819,049 monthly sessions

76,614 monthly users
205,706 monthly sessions

569,761 monthly users
1,911,908 monthly sessions

LEARN MORE

https://business.carsales.com.au/products/car-dealers/livemarket/
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DISCOVER THE MOST POPULAR CARS IN FEBRUARY 2021

NSW BUYER ANALYSIS

MOST SEARCHED MOST DELISTED

01

02

03

04

05

06

07

08

09

10

11

12

13

14

15

STATE AUDIENCE

MAZDA BT-50 XT 2020

MAZDA BT-50 XTR 2020

HYUNDAI I30 N LINE 2020

HYUNDAI I30 ACTIVE 2020

MAZDA 3 G20 EVOLVE 2020

MAZDA CX-3 MAXX SPORT 2020

TOYOTA HILUX SR5 2017

TOYOTA CAMRY ASCENT 2019

MAZDA3 G25 ASTINA 2020

HYUNDAI TUCSON ACTIVE X 2020

HYUNDAI I30 N LINE PREMIUM 2020

MAZDA3 G25 GT 2020

HYUNDAI I30 ACTIVE 2019

MAZDA3 G20 PURE 2020

VOLKSWAGEN T-CROSS 85TSI STYLE 2020

TOYOTA LANDCRUISER

TOYOTA HILUX

FORD RANGER

HOLDEN COMMODORE

VOLKSWAGEN GOLF

MERCEDES-BENZ C-CLASS

TOYOTA COROLLA

TOYOTA LANDCRUISER PRADO

MAZDA3

HYUNDAI I30

BMW 3 SERIES

TOYOTA RAV4

FORD MUSTANG

FORD FALCON

PORSCHE 911

MONTHLY SESSIONS

9,373,186

MONTHLY USERS

 2,616,757

https://business.carsales.com.au/products/car-dealers/livemarket/
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DISCOVER THE MOST POPULAR CARS IN FEBRUARY 2021

MOST SEARCHED MOST DELISTED

01

02

03

04

05

06

07

08

09

10

11

12

13

14

15

STATE AUDIENCE

KIA SPORTAGE 2019

MITSUBISHI ECLIPSE CROSS BLACK EDITION 2020

TOYOTA CAMRY ALTISE 2017

MAZDA 3 G25 EVOLVE 2019

FORD RANGER XLT 2019

FORD RANGER XL 2016

FORD RANGER XL 2017

HYUNDAI I30 GO 2019

MAZDA BT-50 XT 2020

MAZDA CX-30 G25 ASTINA 2020

NISSAN QASHQAI TI 2019

VOLKSWAGEN POLO 70TSI TRENDLINE 2020

KIA SORENTO PLATINUM 2016

MERCEDES-BENZ GLC-CLASS GLC300 2019 

NISSAN X-TRAIL ST 2019

TOYOTA LANDCRUISER

TOYOTA HILUX

HOLDEN COMMODORE

FORD RANGER

VOLKSWAGEN GOLF

MERCEDES-BENZ C-CLASS

TOYOTA LANDCRUISER PRADO

FORD FALCON

TOYOTA COROLLA

FORD MUSTANG

MAZDA3

TOYOTA RAV4

BMW 3 SERIES

NISSAN PATROL

HYUNDAI I30

MONTHLY SESSIONS

 362,577

MONTHLY USERS

 119,682

ACT BUYER ANALYSIS

https://business.carsales.com.au/products/car-dealers/livemarket/
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DISCOVER THE MOST POPULAR CARS IN FEBRUARY 2021

MOST SEARCHED MOST DELISTED

01

02

03

04

05

06

07

08

09

10

11

12

13

14

15

STATE AUDIENCE

MAZDA BT-50 XT 2020

MAZDA3 G20 PURE 2020

HYUNDAI I30 N LINE 2020

NISSAN X-TRAIL ST 2020

NISSAN X-TRAIL ST-L 2020

HYUNDAI I30 ACTIVE 2020

VOLKSWAGEN TIGUAN 162TSI ALLSPACE 2020

VOLKSWAGEN T-CROSS 85TSI LIFE 2020

SUZUKI BALENO GL 2020

VOLKSWAGEN T-CROSS 85TSI STYLE 20

MERCEDES-BENZ C-CLASS C200 2020

TOYOTA HILUX SR5 2017

TOYOTA HILUX SR 2017

VOLKSWAGEN TIGUAN 162TSI HIGHLINE 2020

FORD MUSTANG GT 2018

TOYOTA LANDCRUISER

HOLDEN COMMODORE

TOYOTA HILUX

FORD RANGER

MERCEDES-BENZ C-CLASS

VOLKSWAGEN GOLF

FORD FALCON

TOYOTA LANDCRUISER PRADO

FORD MUSTANG

TOYOTA COROLLA

BMW 3 SERIES

MAZDA3

NISSAN PATROL

PORSCHE 911

TOYOTA RAV4

MONTHLY SESSIONS

 8,819,049

MONTHLY USERS

2,317,455

VIC BUYER ANALYSIS

https://business.carsales.com.au/products/car-dealers/livemarket/
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DISCOVER THE MOST POPULAR CARS IN FEBRUARY 2021

MOST SEARCHED MOST DELISTED

01

02

03

04

05

06

07

08

09

10

11

12

13

14

15

STATE AUDIENCE

MITSUBISHI ASX ES 2019

NISSAN QASHQAI ST 2019

TOYOTA YARIS ASCENT 2019

HYUNDAI I30 GO 2018

SUZUKI VITARA (NO BADGE) 2019

SKODA KODIAQ 132TSI 2019

SUZUKI SWIFT GL NAVIGATOR 2019

SUZUKI VITARA (NO BADGE) 2020

SUZUKI VITARA TURBO 2019

MITSUBISHI OUTLANDER ES 2019

SUZUKI S-CROSS TURBO PRESTIGE 2019

SKODA OCTAVIA SPORT 110TSI 2020

TOYOTA COROLLA ASCENT SPORT 2019

SKODA KAROQ 110TSI 2020

FORD RANGER WILDTRAK 2019

TOYOTA LANDCRUISER

TOYOTA HILUX

FORD RANGER

HOLDEN COMMODORE

FORD MUSTANG

TOYOTA LANDCRUISER PRADO

VOLKSWAGEN GOLF

TOYOTA RAV4

VOLKSWAGEN AMAROK

MITSUBISHI TRITON

FORD FALCON

NISSAN NAVARA

SUBARU FORESTER

PORSCHE 911

NISSAN PATROL

MONTHLY SESSIONS

205,706

MONTHLY USERS

76,614

TAS BUYER ANALYSIS

https://business.carsales.com.au/products/car-dealers/livemarket/
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DISCOVER THE MOST POPULAR CARS IN FEBRUARY 2021

MOST SEARCHED MOST DELISTED

01

02

03

04

05

06

07

08

09

10

11

12

13

14

15

STATE AUDIENCE

MAZDA BT-50 XTR 2020

MAZDA BT-50 XT 2020

MAZDA CX-3 MAXX SPORT 2020

HYUNDAI I30 ACTIVE 2020

MAZDA CX-5 GT 2020

MAZDA3 G20 PURE 2020

SUZUKI VITARA (NO BADGE) 2020

MAZDA CX-5 AKERA 2020

TOYOTA CAMRY ALTISE 2017

FORD RANGER WILDTRAK 2019

MAZDA CX-5 MAXX SPORT 2020

HOLDEN COMMODORE RS 2018

MG MG3 CORE 2020

MAZDA CX-3 STOURING 2020

HOLDEN COMMODORE EVOKE 2017

TOYOTA LANDCRUISER

HOLDEN COMMODORE

TOYOTA HILUX

FORD RANGER

TOYOTA LANDCRUISER PRADO

VOLKSWAGEN GOLF

MERCEDES-BENZ C-CLASS

FORD FALCON

FORD MUSTANG

TOYOTA RAV4

MITSUBISHI TRITON

MAZDA3

NISSAN PATROL

PORSCHE 911

TOYOTA COROLLA

MONTHLY SESSIONS

1,911,908

MONTHLY USERS

569,761

SA BUYER ANALYSIS

https://business.carsales.com.au/products/car-dealers/livemarket/
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DISCOVER THE MOST POPULAR CARS IN FEBRUARY 2021

MOST SEARCHED MOST DELISTED

01

02

03

04

05

06

07

08

09

10

11

12

13

14

15

STATE AUDIENCE

HYUNDAI I30 ACTIVE 2020

NISSAN X-TRAIL ST 2019

HYUNDAI I30 (NO BADGE) 2020

TOYOTA CAMRY ASCENT 2019

TOYOTA COROLLA ASCENT SPORT HYBRID 2019

NISSAN X-TRAIL ST 2020

TOYOTA HILUX SR 2016

MITSUBISHI ASX ES 2019

TOYOTA LANDCRUISER PRADO GXL 2017

TOYOTA COROLLA ASCENT SPORT 2018

TOYOTA HILUX SR5 2017

TOYOTA LANDCRUISER PRADO GXL 2016

TOYOTA LANDCRUISER PRADO GXL 2018

TOYOTA KLUGER GXL 2019

TOYOTA HILUX SR 2017

TOYOTA LANDCRUISER

TOYOTA HILUX

TOYOTA LANDCRUISER PRADO

FORD RANGER

HOLDEN COMMODORE

NISSAN PATROL

VOLKSWAGEN GOLF

MERCEDES-BENZ C-CLASS

TOYOTA RAV4

FORD MUSTANG

FORD FALCON

JEEP GRAND CHEROKEE

ISUZU D-MAX

NISSAN NAVARA

MITSUBISHI TRITON

MONTHLY SESSIONS

2,115,469

MONTHLY USERS

666,063

WA BUYER ANALYSIS

https://business.carsales.com.au/products/car-dealers/livemarket/
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DISCOVER THE MOST POPULAR CARS IN FEBRUARY 2021

MOST SEARCHED MOST DELISTED

01

02

03

04

05

06

07

08

09

10

11

12

13

14

15

STATE AUDIENCE

MAZDA BT-50 XT 2020

HAVAL H2 LUX 2020

MAZDA BT-50 XTR 2020

MAZDA CX-3 MAXX SPORT 2020

HYUNDAI I30 N LINE 2020

MITSUBISHI ASX LS 2020

HYUNDAI I30 ACTIVE 2020

HYUNDAI TUCSON ACTIVE X 2020

MG MG3 CORE 2020

NISSAN X-TRAIL ST 2019

VOLKSWAGEN T-CROSS 85TSI STYLE 20

MAZDA3 G20 PURE 2020

HYUNDAI ILOAD (NO BADGE) 2020

GWM UTE CANNON 2020

HYUNDAI I30 (NO BADGE) 2020

TOYOTA LANDCRUISER

TOYOTA HILUX

FORD RANGER

TOYOTA LANDCRUISER PRADO

HOLDEN COMMODORE

VOLKSWAGEN GOLF

MERCEDES-BENZ C-CLASS

NISSAN PATROL

FORD MUSTANG

MITSUBISHI TRITON

NISSAN NAVARA

TOYOTA RAV4

FORD FALCON

ISUZU D-MAX

TOYOTA COROLLA

MONTHLY SESSIONS

4,962,017

MONTHLY USERS

1,513,847

QLD BUYER ANALYSIS

https://business.carsales.com.au/products/car-dealers/livemarket/
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DISCOVER THE MOST POPULAR CARS IN FEBRUARY 2021

MOST SEARCHED MOST DELISTED

01

02

03

04

05

06

07

08

09

10

11

12

13

14

15

STATE AUDIENCE

MAZDA BT-50 XT 2020

TOYOTA LANDCRUISER PRADO GX 2017

TOYOTA HILUX SR 2016

TOYOTA HILUX SR 2017

TOYOTA HILUX WORKMATE 2016

MAZDA CX-30 G20 EVOLVE 2020

TOYOTA CAMRY ALTISE 2017

FORD RANGER WILDTRAK 2019

FORD RANGER XL 2017

MAZDA BT-50 XTR 2020

TOYOTA CAMRY ALTISE 2016

TOYOTA HILUX SR 2015

MAZDA CX-30 G20 TOURING 2020

SUBARU FORESTER 2.5I 2019

TOYOTA HILUX SR 2018

TOYOTA LANDCRUISER

TOYOTA HILUX

TOYOTA LANDCRUISER PRADO

FORD RANGER

HOLDEN COMMODORE

FORD MUSTANG

NISSAN PATROL

MITSUBISHI TRITON

FORD FALCON

TOYOTA RAV4

VOLKSWAGEN GOLF

MERCEDES-BENZ C-CLASS

NISSAN NAVARA

MAZDA BT-50

ISUZU D-MAX

MONTHLY SESSIONS

31,973

MONTHLY USERS

13,212

NT BUYER ANALYSIS

https://business.carsales.com.au/products/car-dealers/livemarket/
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Challenging trading conditions for much of 2020 

are making way for a better outlook – as economic 

indicators point towards sustained consumer 

demand for cars.

And this is no better demonstrated by a key 

industry stat: used inventory ‘Time to sell’ continues 

to fall on Australia’s #1 for cars, carsales.

Between July–December 2020, 
used cars sold 29.6% faster than 
the corresponding period in 2019. 
Similarly, new cars also sold 25.6% 
faster across the same period.¹

Spurred by more demand, real-world prices on 

carsales also increased.

Thanks in part to the Festive 
Season rush, the median listed 
price of a used inventory item hit a 
remarkable $27,786 in December 
2020, up 15.8% on the same 
month in 2019.²

GREEN SHOOTS FOR 
AUSTRALIAN AUTO INDUSTRY

BY DAVID TOSCANO, TRADE CONTENT EDITOR, 

CARSALES.COM.AU

Sources: 1. carsales internal data, July 2019–December 2019 vs July 2020–December 2020. 2. carsales internal data, December 2019 vs December 2020.
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“It was impressive to see how leading dealers used 

the COVID-19 pandemic to sharpen inventory 

acquisition and streamline reconditioning 

processes,” says Holmes.

“Combined with increased inventory turnover which 

is seeing dealers sell more cars within 14 days, 

many dealers are realising improved cash flow.”

The improvement in dealer profitability hasn’t 

gone unnoticed by industry leader Deloitte Motor 

Industry Services, which provides benchmarking 

and financial services to dealers across Australia.

“We are in an extremely unique 
period in the automotive industry. 
And 2020 was perhaps the most 
unique year ever. Vehicle gross 
levels increased significantly, and 
have stayed high so far in 2021,” 
says Lee Peters, Partner at Deloitte 
Motor Industry Services.

“Productivity has also increased, which has been 

a big focus for a number of years. Dealers have 

been able to reduce their variable and semi-fixed 

expenses.”

Overall, the median listed price of a used inventory 

item on carsales between July–December 2020 

increased by 8.9% compared to the same period in 

2019, to $25,880.¹

In fact, median listed prices on carsales for 

Australia’s most popular used cars, such as the 

Toyota Landcruiser, Toyota HiLux and Ford Ranger, 

have increased by over 30% in the past 12 months.²

In good news for the auto industry as a whole, 

the result of high demand, quicker ‘time to sell’ 

and increasing median prices for used cars, is 

strengthening dealer gross profit margins across 

the country.

“Overall, Gross Profit is up significantly across 

most brands, models, body types and price 

points,” says Michael Holmes, Executive Director – 

Dealer at carsales.

“It’s a remarkable turnaround for Australian dealers 

considering the challenging trading conditions that 

prevailed throughout much of 2020.”

While COVID-19 continues to impact inventory 

levels and important processes such as 

reconditioning and car transport, many dealers 

have benefitted from reduced floor plan costs as 

stock turnover rates increase.

Sources: 1. carsales internal data, July 2019–December 2019 vs July 2020–December 2020. 2. carsales internal data, December 2019 vs December 2020.

LISTING TYPE JUL–DEC 2019 JUL–DEC 2020 % CHANGE

DEMO $43,400 $47,800 10.1%

NEW $38,990 $39,790 2.1%

USED $23,772 $25,880 8.9%

MEDIAN LISTED PRICE ON CARSALES1

MODEL DEC 2019 DEC 2020 CHANGE % CHANGE

FORD RANGER $31,490 $41,975 $10,485 33.3%

TOYOTA COROLLA $15,378 $16,990 $1,612 10.5%

TOYOTA HILUX $26,999 $37,000 $10,001 37.0%

TOYOTA LANDCRUISER $49,000 $68,500 $19,500 39.8%

TOYOTA LANDCRUISER 
PRADO $37,990 $48,999 $11,009 29.0%

MEDIAN LISTED PRICE OF AUSTRALIA’S FAVOURITE 
USED CARS ON CARSALES2
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Similarly, Deloitte believes that both NSW and 

Queensland GDPs will also grow more than 4% 

this year.

And despite the expected rollout of COVID-19 

vaccines, consumers are tipped to continue to 

spend and travel within the confines of Australia 

for the rest of the year and into 2022, boding well 

for dealers of big-ticket items such as cars.

Between January–November 2020, Australian 

households saved an additional $112 billion—

sending savings to a 50-year high.

Cars are very much on the shopping list for 

savers. According to the Commonwealth Bank’s 

most recent Household Spending Intentions study 

results, Australians are ready to splash on new 

and used cars, domestic travel and entertainment 

this year.

“The ongoing improvement in the housing sector 

should help the outlook for the motor vehicle 

sector. RBA research has shown that spending on 

motor vehicles generally has the highest response 

to changes in property prices,” the Commonwealth 

Bank report stated.

Demand for cars is also leading to an uptick in 

automotive job opportunities as dealers look to 

According to the Australian Financial Review, 

Australia’s biggest car retailing group, Eagers 

Automotive has benefited from the uptick in 

demand for cars, lifting its profit guidance twice 

between December 2020 and January 2021.

NEW CAR MARKET AND  
AFTERSALES PICK UP

New cars have also registered an uptick in 

demand. With price differences between new 

and used cars narrowing significantly, and with 

comprehensive manufacturer warranties and the 

latest equipment and safety features included in 

the purchase price, new cars are attracting a wider 

range of consumers.

The Federal Chamber of Automotive Industries 

(FCAI), now predicts the new car market will 

rebound back over 1.0m sales in 2021.

Opportunities also exist for dealers to increase 

aftersales sales and profitability, with rising rates 

of domestic auto travel and increased car usage 

accelerating servicing rates.

Same-store revenue at aftermarket retailer 

AutoBarn increased 36% between July–September 

2020 compared to the same quarter in 2019 with 

the biggest growth coming for seat covers, roof 

racks, dashcam equipment, replacement radios 

and stereo equipment. 

HOUSEHOLD SAVINGS SURGE

Australia’s management of COVID-19 remains 

a success relative to the USA and UK. As a 

consequence, economic indicators such as 

GDP, consumer savings levels and employment 

numbers, bode well for the local economy.

After factoring in an increase in consumer 

spending and better than expected jobs numbers 

(with 50,000 Australians starting new jobs in 

December alone), investment bank UBS upgraded 

its Australian GDP forecast up 4.3% in 2021.3

State economies have so far been affected 

disproportionately by the pandemic but even 

the Victorian economy, battered twice by tough 

lockdowns, is forecast to grow by 5.3% in 2021 

according to Deloitte Access Economics.

Source: 3. The Australian, ‘Jobs surprise boosts confidence’, https://www.theaustralian.com.au/business/australias-jobless-rate-falls-to-66pc/news-story/b01f1ddf98592bead8422390b873cf49.

https://thenewdaily.com.au/finance/your-budget/2021/01/24/investment-tips-savings/
https://thenewdaily.com.au/finance/your-budget/2021/01/24/investment-tips-savings/
https://www.commbank.com.au/content/dam/commbank-assets/business/latest/2021-01/hsi-report-jan2021.pdf
https://www.commbank.com.au/content/dam/commbank-assets/business/latest/2021-01/hsi-report-jan2021.pdf
https://www.afr.com/companies/retail/profits-keep-rising-for-car-retailer-eagers-automotive-20210127-p56xa6
https://business.carsales.com.au/insights/auto-industry-news/australians-to-surge-back-into-showrooms-for-new-cars/
https://business.carsales.com.au/insights/auto-industry-news/australians-to-surge-back-into-showrooms-for-new-cars/
https://www.afr.com/companies/retail/bapcor-sales-bonanza-as-car-owners-dress-up-vehicles-20201012-p56462
https://www.afr.com/companies/retail/bapcor-sales-bonanza-as-car-owners-dress-up-vehicles-20201012-p56462
https://7news.com.au/business/vic-economy-to-bounce-back-fastest-report-c-1978528
https://www.theaustralian.com.au/business/australias-jobless-rate-falls-to-66pc/news-story/b01f1ddf98592bead8422390b873cf49
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invest in their structures and processes. Leading 

job site SEEK currently lists over 7,000 job openings 

in the Australian automotive industry, ranging 

from front-end retail and management positions to 

Aftersales positions such as Service Advisors and 

Parts Interpreters.

“2021 is shaping up as another extremely interesting 

year, with many opportunities and challenges 

affronting the Dealership community. Change is 

the one certainty. But don’t be scared of change… 

rather, be prepared for change,” advises Peters.

CARSALES ENHANCEMENTS VITAL IN 
CURRENT CLIMATE

In closing, Holmes reminds dealers not to discard 

lessons learnt earlier in the COVID-19 pandemic 

around facilitating seamless transactions at home.

“Innovative dealers will continue to make use of the 

tools carsales debuted in 2020 such as video, buy 

from home, vehicle inspections and dealer reviews 

to make the most out of consumer demand and 

increasing preference for online transactions.

“carsales consumers continue to indicate that 

additional value, convenience and dealer reputation 

greatly influence their purchase decisions.”

“Although the COVID-19 environment is dynamic 

and can change quickly, all things being equal, 

dealers can feel confident about their prospects 

for greater sales and profitability in the first half of 

2021,” concludes Holmes.

https://www.seek.com.au/Automotive-jobs
https://www.seek.com.au/Automotive-jobs
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carsales has launched a triple treat of marketing 

solutions aimed at brands ready to capitalise on 

the upswing in interest for new cars.

Sponsored Search, Link Ads and carsales Card 

are now available for OEMs and new car 

segment advertisers on Australia’s #1 for cars, 

carsales.com.au.

The three solutions help brands achieve diverse 

marketing objectives.  

A top-of-funnel solution, Sponsored Search 

helps to increase awareness and consideration 

of in-market buyers towards a specific brand.

Link ads empower brands to funnel interested 

consumers considering their models from 

carsales New Car Showroom model pages to 

their website for conversion, via specific calls to 

action including ‘Build & price’, ‘Book a test 

drive’, and ‘Find a dealer.’

Contrastingly, carsales Card gives advertisers 

the power to drive immediate action and 

conversion by promoting a key message within 

a consumer’s relevant search results. 

Triple treat for  
car brands 
and new car 
marketers

BY DAVID TOSCANO, TRADE CONTENT EDITOR, 

CARSALES.COM.AU

carsales Sponsored Search carsales Link Ads carsales Card

carsales Card is also available across bikesales, 

boatsales, caravancampingsales, constructionsales, 

farmmachinerysales and trucksales.

Overall, the new solutions have made an 

immediate impact for carsales customers, says 

Lauren Smith, Group General Manager, Product - 

OEM & Media at carsales. 

“Sponsored Search, Link Ads and carsales Card add 

three more innovative solutions to our offering. 

These solutions were developed in partnership 

https://business.carsales.com.au/insights/product-news/awareness-of-challenger-brand-surges-via-carsales-sponsored-search/
https://business.carsales.com.au/insights/product-news/engagement-with-hyundai-leads-to-new-innovation/
https://business.carsales.com.au/insights/product-news/new-carsales-solution-boosts-finance-roi/
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with a range of leading brands to ensure that they 

help our clients achieve their desired brand or 

performance objectives,” says Smith.

“The results that these solutions have generated so 

far have not only exceeded the expectations of our 

clients, but also those of our internal team.”

“With car buyers out in force, now is the perfect 

time for innovative auto and non-auto brands to 

put a carsales marketing solution to work and 

reach engaged audiences in a premium and 

brand-safe environment.”

The release of these solutions capitalises on a 

notable uptick in interest in new cars on Australia’s 

#1 for cars.

Record appreciation of used car prices has also 

seen more Australians searching brand new cars  

on carsales. The number of consumers viewing a 

new car before enquiring on a used car grew 12% 

in December 2020 compared to April 2020, as the 

price gap narrowed between new and used cars.

Audience and engagement for carsales Editorial— 

a key indicator for interest in new cars—surged in 

December 2020, with Unique Audience (UA) and 

Sessions up a remarkable +108% and +82% 

year-on-year respectively, as measured by Nielsen’s 

Digital Content Ratings Monthly report. 

All in all, interest in new car sales have rebounded 

in 2021, with January and February new car sales 

up 11.1% and 5.1% year-on-year respectively.  

High selling brands have been integral to the 

development of new carsales solutions via 

participating in trials.

One of the biggest new car sales winners so far this 

year is fast-moving brand MG, which entered the 

top 10 for new car sales for the first time in 

February 2021. In 2020, MG participated in a trial of 

Sponsored Search, and in the process, boosted its 

new car search share almost 150%.

Hyundai Australia was another brand to trial one of 

the trio of carsales’ latest innovations. 

“Our partnership with Hyundai Australia was 

central to the development of the Link Ads,” 

explained Smith.

“The results of the trial speak for themselves. Link 

Ads helped a brand like Hyundai convert consumer 

interest in brand new cars on carsales into qualified 

leads for their dealer network.”

“We’re proud and honoured to partner with leading 

marketers around Australia to test, learn and 

develop best-in-class solutions that solve client 

problems.”

The latest of the solutions launched this year, 

carsales Card, delivers relevant and innovative 

audience targeting options in a cost-effective and 

fast-to-market execution. Advertisers can simply 

recycle their existing Facebook creative to reach 

and engage highly-motivated carsales audiences.

“Our leading mix of product format, audience 

targeting capabilities and engaged, highly-

motivated audience, is what ensures that we can 

deliver on our clients’ objectives—whether they’re 

performance-based or brand-based.

“We’re excited to partner with more brands in 2021 

across multiple industries, to drive innovation and 

exceptional results,” she concludes.

CONTACT US

For more information, contact 

your carsales representative:

Everything
you auto know

BUSINESS.CARSALES.COM.AU
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Of the 40,438 visitors that viewed a new 

Isuzu D-Max listing, 21.9% also viewed  

a new Ford Ranger listing.

CROSS VIEW ANALYSIS:  
ISUZU D-MAX
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Of the 36,164 visitors that viewed a new 

Mazda CX-5 listing, 16.1% also viewed a new 

Toyota RAV4 listing.

CROSS VIEW ANALYSIS:  
MAZDA CX-5
#1 RIVAL: TOYOTA RAV4
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Of the 12,493 visitors that viewed a new 

Tesla Model 3 listing, 9.1% also viewed a 

new Mercedes-Benz C-Class listing.

CROSS VIEW ANALYSIS:  
TESLA MODEL 3
#1 RIVAL: MERCEDES-BENZ C-CLASS
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of car buyers on carsales.
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Source: xxx

Source: carsales internal data, May 2020.
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