
Introduction – Neil Monks, Retail Sales & Customer Services 
Director, WMS Group
As the global shortage of semi-
conductors continues to stifle new car 
production, the used vehicle market 
remains on an upwards trajectory, with 
a market growth of 5.1% in Q1 2022 and 
more than 1.7million keys changing 
hands in the same quarter, according 
to the SMMT. While petrol and diesel 
engines still dominate the market, we 
are seeing more and more EVs creep 
into the used car arena – showing a 
future trend emerging, as EV adoption 
is only expected to increase.

In our latest From the Forecourt 
report, informed by our exclusive 
industry Dealer Panel (set up in 2021), 
we look at how dealers are playing the 
post-Covid catch up and what effect 
the pandemic has had on car-buying 
trends - who is buying cars and why, 
how households are saving money 
amid the cost-of-living crisis, as well 
as how dealers are managing the 
increase of electric vehicles on their 
forecourt.

We also take an in-depth look into 
vehicle preparation, to assess what 
due diligence dealers are undertaking 
before bringing cars onto their sales 
floor, as well as vehicle inspection and 
testing ahead of exchanging keys with 
the new owner.

As you are aware, we are part of 
Opteven. This means there is continued 
investment and expertise in brand new 
products.

We hope this report – the third in 
our From the Forecourt series – will 
provide an intuitive look at the market, 
the trends dealers can expect to see 
in the coming months, and offer some 
helpful key takeaways from WMS.
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Buying older vehicles is the most 
common emerging trend reported by 
retailers  
With the used vehicle market experiencing a volatile two 
years, as price hikes and stock availability continues to 
challenge dealers, our recent research found that the 
types of vehicles consumers are buying is changing as 
cost-saving becomes a top priority. 

65% of car buyers are now opting for older vehicles, 
whilst approximately a third of buyers are also buying 
higher mileage cars (38%) or smaller vehicles (31%) in a 
bid to keep costs down. 

The pandemic continues to influence consumer buying 
habits too, with 35% of households giving up one or more 
of their cars, as hybrid working becomes the norm for 
many. We are now also seeing more electric and hybrid 
vehicles coming through the used market, as former 
‘new car’ buyers trade in their vehicles.

CUSTOMER BUYING HABITS

Customer buying habits are changing as they brace 
the post covid financial fall-out

KEY TAKEAWAY: The semiconductor shortage and pandemic have overhauled the vehicle retail market, 
evidenced by older and higher mileage vehicles being the top trends in consumer buying this year. With 
more older vehicles on the road than ever before, retailers must ensure a robust warranty is offered to 
consumers, with older vehicles much more likely to experience faults.

HOW WMS CAN SUPPORT YOU: As trusted experts, WMS account managers are able to offer guidance 
and training to sales team members, to ensure they maximise warranty upsell opportunities – providing 
comfort for customers and an invaluable additional revenue stream for dealers.
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65% are buying  
older vehicles

25% are 
purchasing 

electric vehicles

25% of retailers  
have between 

1-10 vehicles in stock 

44% are buying 
for children

38% say they 
are making 

their purchasing choice 
based on what stock is 
available 

39% see 
purchasing 

outright becoming more 
common 

buying older  
vehicles65%
buying higher  
mileage vehicles38%
buying smaller 
vehicles31%
buying EVs25%
buying hybrid  
vehicles23%

The driving force powering the trends 
Stock availability tops the list in driving 
customer buying habits  
During an aggressive semiconductor shortage sparked 
by the global pandemic, there is also a reliance on used 
cars to fuel the UK’s vehicle retail market, the prices 
of which have reached their peak and stock remains 
competitive. A recent report by Deloitte reveals cars have 
become smarter, entailing the use of many more chips. 
Automotive electronics, which may include everything 
from displays to in-car systems, are set to account for an 
estimated 45% of a car’s manufacturing cost by 2030.

Consumer buying habits are changing with 65% of 
customers opting for older vehicles which is largely being 
attributed to stock availability of the dealer (38%), with a 
quarter of dealers only having between 1-10 vehicles in 
stock at any one time.

While many households are eliminating cars from 
their driveway, almost half of customers (44%) are now 
purchasing vehicles for their children. Three in 10 (29%) 
are first-time-buyers, showcasing how the older stock 
is lending itself well to a much younger demographic of 
buyer.



When it comes to getting vehicles inspected and prepared for sale, the majority of 
retailers are doing more than is required  
With many more older vehicles on the market and cars 
staying on the road for longer, dealers understand it is 
their responsibility to ensure vehicles are inspected and 
prepared to a high standard before they are sold, in order 
to gain trust and credibility from their customers.

Our Dealer Panel research revealed that almost 70% of 
dealers believe they are liable to correct faults for six 
months after the vehicle sale – dependant on the nature 
of the fault. Similarly, four fifths (80%) will test-drive a car 
pre-sale to ensure it meets customer standards. A further 
80% also give the same stringent level of inspection and 
testing, irrespective of the age or mileage on the clock.

Preparation is key – how retailers are going above 
and beyond to get vehicles sale ready
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HOW WMS CAN SUPPORT YOU: WMS is able to provide a range of point-of-sale material for dealer partners, 
to add value to your proposition when selling a vehicle and helping to increase profits. This becomes 
increasingly vital when stock availability is low and the selection available to consumers is limited.

HOW WMS CAN SUPPORT YOU: WMS offers a market-leading warranty for car dealerships which 
supports dealers where unexpected repairs crop up. The three levels of cover within our Safe & Sound 
warranty product covers vehicles up to seven years old with 70,000 miles, all the way up to vehicles of 
any age and mileage - supporting dealers with older stock on its forecourt.

KEY TAKEAWAY: As stock availability of used cars dominates the industry, now is the time for dealers 
to invest in new aftersales products to bolster their offering and remain competitive. A trusted warranty 
or aftersales partner adds reliability and security, demonstrating how it’s vital to go the extra mile to 
support consumers evolving needs.

KEY TAKEAWAY: Dealers are continuously ensuring that cars undergo excellent levels of testing before 
being sold to consumers. However, it’s important to remember that despite rigorous testing, unexpected 
faults or repairs can arise.

% test-drive 
cars pre-sale 
making it the 
most common 
preparation 
task 

79%
go above and 
beyond and 
check more 
than required 
by the MOT

65%
carry out a 
service even  
if not due 

40%
give the 
same level 
of inspection 
irrespective 
of age and 
mileage 

80%
say they 
inspect and 
prepare 
vehicles as 
much as 
possible to 
cover all 
foreseeable 
issues

90%
have no 
minimum 
sale price 
for offering 
warranty

60%
think they 
are liable to 
correct faults 
for 6 months 
after the 
vehicle sale 

67%



Many Retailers selling EVs believe they should come with a specific, more costly warranty  
The SMMT recently reported a record quarter for the sale 
of used battery electric vehicles, with the market more 
than doubling (120%) in Q1. As a result of more EVs now 
entering the used market, a quarter of dealers now have 
them for sale, with a further 25% seeking to add EVs to 
their stock this year. However, as still a relatively new type 
of vehicle, 17% still struggle to locate the right stock.

With more of the latest, cleanest and zero emission 
vehicles set to become available for second owners, it’s 
imperative that associated warranty products are specially 
developed. 78% of car dealers feel that EVs should have a 
bespoke product, covering the battery pack and drive unit, 
with many also expecting recovery (which is notoriously 
different compared with engine-powered vehicles) as well 
as cover for charging cables.

75% of retailers always inspect used vehicles before buying them  
Testing and inspection of vehicles isn’t limited to pre-sale 
to customers, with three-quarters (75%) of dealers saying 
they will always check a used vehicle before bringing it 
onto their forecourt. These tests include full MOTs (96%) 
and HPI checks (88%), with some dealers also receiving 
independent inspection from the likes of the AA (10%).

Allegiance with a well-known third-party brand that is 
able to verify the quality of the vehicles being sold is seen 
favourably, with 65% of dealers saying brands such as 
the AA, make a positive impact on the popularity of the 
dealership.

Pre-purchase inspection is just as important as 
retailers demand the best

Charging ahead with electric vehicles
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HOW WMS CAN SUPPORT YOU: WMS Group works in partnership with the AA to offer dealers a warranty 
offering backed by the motoring association. Our team of regional AA account managers can support 
sales teams with upselling its warranty products, as well as providing point-of-sale for dealers to 
promote the partnership.

HOW WMS CAN SUPPORT YOU: WMS has over 20 years’ experience providing dealers with expertise 
and specialist warranty products. Now, with investment from Opteven Group, we are helping to drive the 
change towards sustainable automotive energy solutions and we will be sharing details of our fantastic 
new EV warranty product at the Motor Trader EV Retailing Summit in October - another product from our 
leading Safe & Sound brand family.

KEY TAKEAWAY: It is clear dealers are doing their due diligence when it comes to buying in vehicles to 
sell on their forecourts, with MOTs a reliable way to ascertain any issues. Independent authorisation from 
well-known brands also appears to make a positive difference to the perception of dealers.

KEY TAKEAWAY: As the Government seeks to remove petrol and diesel cars from sale by 2030, the 
upsurge in EVs is well and truly on and as time passes, more and more will enter the used car market. It’s 
important that dealers understand the difference in mechanics so they can best understand the common 
faults they may experience.

Retailers believe brands such as the AA make a 
difference to the popularity of the dealership:

42%33%23%

a lot a littleno difference

already sell EVs

want to start selling 
EVs in 2022

are struggling to  
locate stock

want to see a specific 
warranty product for 
EVs

believe this bespoke 
warranty should cost 
20% more

25%

25%

31%

33%

78%



Established in 2003, WMS Group is one of the UK’s leading car warranty suppliers, providing reliable extended warranty 
cover and other motoring protection to more than 20% of automotive dealers in the UK.

Acquired by the Opteven Group in January 2020, WMS Group supplies a wide range of trusted warranty solutions to 
the automotive industry. From a three-month warranty to a three-year product covering all mechanical and electrical 
issues including wear and tear, the company prides itself on helping businesses source the right warranty solution for 
their customers.

WMS Group regularly works with its partners to help them set up new revenue streams, improve customer loyalty and 
retention, vehicle protection and ultimately, profitability.  

More information is available on www.wmsgroup.co.uk 

To find out more about how we can support you, contact sales@wmsgroup.co.uk  

About WMS Group (UK) Ltd (WMS)

Exciting Times Ahead
As we approach the mid-way point of 2022, WMS is gearing up for 
another exciting six months   

 WMS Group has already experienced a number of exciting additions to its warranty and 
aftersales portfolio in 2022, having already launched its complete package of Asset 
Protection products earlier this year, including GAP insurance, SMART repair and Tyre 
and Alloy cover.

 Also on the horizon for 2022 is Electric Vehicle warranty, supporting the increasing 
number of dealers (possibly 50% by the end of 2022) who have electric vehicles in stock – 
which will only increase into 2023.
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