
 Insight

t’s fair to say that 
Jason Cranswick 
has always had a 
focus on customer 
requirements.  

It was drilled into him as a 
management trainee for John 
Lewis, remained central when 
he ran car dealerships and then 
Audi’s customer quality and 
network development division, 
and now persists in his role  
as commercial director for 
Jardine Motors Group.

This year, he has taken on 
an additional responsibility, 
becoming the first-ever 
chairman of the EV group 
of the National Franchised 
Dealers Association (NFDA), 
with the goal of pulling 
together retailers’ views on the 
challenges of electrification 

and representing it at every 
level through to government.

There’s a saying that retailers 
just want to sell cars, so why 
do you care so passionately 
about the uptake of EVs?
“EV sales today are a fraction 
of the total, at 1-2%, but already 
they dominate headlines, and 
we know we’re on a path to 
2040, when every new car we 
sell will have to be electrified. 

“Even from that 1-2%,  
we already know that EV 
customers think differently 
from conventional car 
customers, so we have to be  
on the front foot, preparing to 
meet expectations not just of 
the cars but the infrastructure 
and how best to utilise it.

“We also have to acknowledge 

that electrification is just 
one part of the puzzle 
that’s changing. Connected, 
autonomous cars sold – or 
more likely leased or hired – 
and run online, with  
over-the-air upgrades, are  
becoming a reality. It’s a huge 
change that we can’t sit and 
watch happen around us.”

Just how different are EV 
customers?
“It varies, and it’s only going  
to get more varied. A majority 
of the early adopters were 
evangelists. They knew as much 
as we did or more about the 
technology, whether it suited 
their needs and the challenges 
around charging they faced. 

“Now there’s a shift, and  
ever-increasing numbers of  
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people are coming to us to 
find out more about whether 
they can live with electric cars. 
The 2020 company car tax 
change is going to be a huge 
driver of interest, but we must 
be very careful to sell cars to 
people who can use them to 
good effect. So, we need to 
understand real ranges, the 
realities of charging and so on.

“I’m actually switching to an 
Audi E-tron on the basis that 
the best way to learn is to live 
with it. I do a lot of miles, and 
while I can see how I’ll live  
with an EV without issue, I  
can also see how I’ll have to 
change some of my routines  
to make it work. It’s that depth 
of understanding we need to 
promote in our dealerships and 
then out to official bodies, so 
that they can help ease some  
of the potential pain points.”

Has the art of selling  
also shifted as a result  
of digital innovations?
“Customers want an easy 
process, and in many ways the 
digital world has enabled that. 
Take price transparency as an 
example: these days, it’s very 
rare for a customer to come in 
without an expectation of what 
they’re willing to pay, and that 
takes a lot of the perceived pain 
out of the process.

“From that perspective, the 
whole process of selling has 
shifted dramatically – although 
it has been over such a long 
period that many people 
perhaps won’t recognise it. 

“The reality is that most 
people are using their cars 
through finance deals, not  
owning them. The big-number 
conversations of old are  
largely a thing of the past.  
The monthly fee is king, and  
it’s usually aligned to other 
significant monthly payments, 
be it salary coming in or rent or 
mortgage payments going out.”

How far will that process of 
change continue?
“It has a long way still to run. 
Buying a car today is still not 
simple enough, and we can 
improve, but there’s also a very 
clear requirement to be both 
transparent and compliant,  
and that does add complexity. 

“The next phase will come  
as we move towards mobility 
offerings, where you subscribe 

And that same system arranged 
a courtesy car, or even for 
someone to come and collect 
your car from home or work?

“Sounds great, doesn’t it? 
And not so far away if you 
consider that the cars can 
do most of this now; we just 
need to connect the cars to the 
systems. Connected cars are  
a long way down the road to 
reality. My job is to forge on 
with the connected dealership.”

Do those costs threaten to 
overwhelm the industry?
“Not the industry, no, but I can 
understand why it might be too 
much for some dealer groups, 
and they clearly have to plot 
their own path through it. 

“All this technology is 
expensive and it takes 
commitment to see it through. 
At Jardine, it’s there from the 
top-level down, because its 
recognised by the shareholders 
as necessary and exciting 
investment. People ask how 
dealerships will remain 
relevant in the new world  
and this is the answer: we  
can embed ourselves in the 
automotive ecosystem.

“The days of operating in 
silos are gone; it’s no good 
thinking in terms of one side 
being the manufacturer, the 
other the retailer and then 
fighting over the customer.  
Or, to go deeper, to separate  
out everything from 
advertisers, to lenders to  
lead brokers and so on. It’s a 
complex business operating  
in an intertwined ecosystem 
and we have to be part of that 
bigger picture, not just a dealer 
who slots in to fill a gap.”

Doesn’t that also create 
tension between the retailer 
and the manufacturer?
“It has to be a co-operative 
partnership, where the sum  
of the parts is greater than 
those of the individual  
entities. Running a dealership 
operation is neither simple  
nor cheap, and I can’t believe 
that any manufacturer has  
the expertise or resources to 
just step into this environment 
and move it forward. 

“We have always needed  
each other, and I believe this 
intertwining of our assets  
in a digital ecosystem just 
strengthens that bond.”Cranswick has decided to gain first-hand EV experience in an Audi E-tron

to a car or brand, perhaps 
annually, perhaps hourly; 
eventually, you might be able to 
be as flexible as you want to be.

“But if you boil that back  
and ask what will make such a 
system work in the real world, 
it comes back to the same 
thing: service. That’s why so 
much of our investment goes 
into making sure everyone  
in our teams delivers first- 
class service. Do that right  
and the selling will follow.”

Is the integration between the 
physical selling and digital 
processes good enough?
“It’s better than it has ever 
been, but it can definitely be 
better still. This is something 
we talk about a lot, particularly 
with our third-party suppliers, 

who provide a lot of the 
systems that we use.

“Today, I see a physical sales 
process that’s still quite heavily 
reliant on people and paper 
and a digital process that’s 
quite far advanced – more so 
than it has ever been – but 
doesn’t integrate into the 
physical process very well. 

“So, a customer might walk  
in with 70% of the purchase 
complete but have to begin the 
physical side by going back and 
explaining where they are up 
to. That means the customer is 
actually taking steps back from 
the sale. In a car sale, neither 
side – seller or customer – 
benefits from anything that 
fragments the journey or puts  
a burden back onto them.

“Digital advances are the 
way to unlock that process 
We’ve been working on it for 
four years, and I can see the 
opportunity. Digital companies 
are developing systems that  
are faster, louder and better. 
Aside from the costs we’re 
having to swallow to pioneer 
some of these leaps, that gets 
me quite excited.”

Can you give an example of 
where the industry is heading 
that demonstrates this?
“Think about the service side. 
Today, you might be able to 
book online, which seems 
infinitely more simple than 
having to ring in, sit in a queue, 
go through a diary and book a 
slot. But imagine if your car –  
which already counts down  
to when you need a service  
or identifies faults – actually 
connected to a system and 
pre-booked that service or a fix? 
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‘We must be 
very careful 
to sell cars 
to people 
who can 
use them to 
good effect’
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Top 20 most-read 
new car reviews  
on whatcar.com

ne of this month’s biggest movers is 
the Kia e-Niro (above), gaining three 

places from last month after news broke 
that supply of the electric family SUV – our 
2019 overall Car of the Year – will be 
drastically increased for the new year. 

Elsewhere, the Skoda Kamiq, Karoq 
and Kodiaq SUVs all slip down the 
table following the end of the brand’s 
‘winter event’ deals period. 

Helping the Volkswagen T-Roc to rise 
two places is the fact that current 
finance offers can net buyers this  
small SUV for just £215 per month,  
with a hefty deposit contribution too. 

Interest generated by Tesla’s unveiling  
of its new Cybertruck translates to  
potential buyers also researching  
the Model 3 electric saloon, resulting  
in that model rising two places.

1 s	 Volvo XC40

2 t	 Volkswagen T-Cross

3 s	 Tesla Model 3

4 t	 Skoda Karoq

5 s	 Kia e-Niro

6 t	 Volkswagen Golf

7 s	 Volkswagen T-Roc

8 t	 Seat Arona

9 t	 Skoda Kamiq

10 s BMW 3 Series

11 s	 Nissan Qashqai

12 s	 Hyundai Kona

13  –	 BMW X1

14  –	 Toyota Corolla

15 t	 Seat Ateca

16 s	 Mazda CX-5

17 s	 Skoda Kodiaq

18 s BMW 1 Series

19 t	 Volkswagen Polo

20 t	 Volkswagen Tiguan

O

VW is offering 
keen deals on 
the T-Roc; the 
pricier Volvo 
XC40 returns  
to the top

To run bespoke brand reports 
using whatcar.com market  
data, please contact 
insights@haymarket.com

https://www.whatcar.com/reviews/
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Top 20 most 
searched-for
new car reviews 
by brand on
whatcar.com

hile Volkswagen continues to be 
the most popular brand among 

potential car buyers researching on 
whatcar.com, that doesn’t mean it’s 
unaffected by sales slumps. However, 
it gets off rather lightly overall, with 
sales down by just 0.6% in the first 11 
months of 2019 compared with the 
previous year. Indeed, each of the 
top three brands experience sales 
declines, with BMW and Audi down 
3% and 5% respectively.
One of the bigger success 
stories comes from Seat, 
which ranks 12th; its sales 
were up by 8.4% up to the 
end of November.

1 –	 Volkswagen   2   9.8%

2 –	 BMW   4   7.4%

3 –	 Audi   6   6.0%

4 –	 Skoda   13   3.6%

5 –	 Mercedes-Benz   3   6.6%

6 s	 Ford   1   10.4%

7 t	 Toyota   7   4.0%

8 –	 Kia   8   3.8%

9 s	 Hyundai   10   3.4%

10 t	 Volvo   17   2.7%

11 –	 Mazda   20   1.6%

12 –	 Seat   14   3.5%

13 s	 Vauxhall   5   6.6%

14 s	 Honda   19   1.7%

15 t	 Peugeot   11   3.5%

16 t	 Land Rover   12   3.7%

17 t	 Nissan   9   3.7%

18 s	 Renault   16   2.2%

19 t	 Suzuki   22   0.9%

20 –	 Lexus   26   0.7%

W

BMW and Seat 
are receiving 
more interest 
than sales

UK sales
ranking

Market%
Nov 2019

Brand

VW is almost 
always the most 
popular brand 
among readers

To run bespoke 
brand reports using 
whatcar.com market  
data, please contact 
insights@haymarket.com

https://www.whatcar.com/reviews/
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Mk8 Golf and Mk5 
Corsa have met with 

mixed reviews; interest 
in ID 3 is still strong

Top 10 most popular 
new car first drives  
on whatcar.com

s one of the biggest car unveilings 
of the past year – and a model  

that’s certain to sell in big numbers in 
the UK – it’s hardly surprising to see the 
all-new Volkswagen Golf rocket to  
the top of this month’s list. 

It is perhaps surprising, however, to see 
our early drive of the Volkswagen ID 3 
cling on here after four months inside 
the top 10. Clearly, anticipation for this 
electric family hatchback is very high.

As with the Golf, the debut of a new 
Vauxhall Corsa is always big news,  
and that’s reflected in its position at 
number three in this month’s list.

1 Volkswagen Golf

2 BMW X5 xDrive45e

3 Vauxhall Corsa

4 Skoda Superb 1.4 TSI iV

5 Range Rover Velar D180

6 Volkswagen ID 3 prototype

7 Mercedes-Benz GLE Coupé 350de

8 Ford Fiesta Trend

9 Audi Q7 60 TFSIe

10 DS 7 Crossback 1.6 E-Tense 4x4

A

For further insight 
from whatcar.com’s 
unique website data, 
please contact 
insights@haymarket.com

https://www.whatcar.com/reviews/
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Top 10 most 
popular features 
and advice 
stories on 
whatcar.com

ur guide to the best used 
4x4s makes a strong 

march up this month’s list, 
motivated no doubt by buyers 
searching for something big 
and dependable to see them 
through the cold winter 
months. That same scenario 
keeps our other SUV-based  
top 10 lists going strong (most 
prominently small SUVs and 
family SUVs) and means that 
our weekly round-up of the 
best SUV deals is one of our 
most popular pieces of 
content outside of reviews. 

Elsewhere, while our round-up 
of the best hybrid cars to buy 
remains popular, our story 
explaining how the technology 
works and which drivers 
should consider investing in it 
marks a new entry onto our list.

Savvy buyers are still looking 
for scrappage-scheme deals, 
too, despite most schemes 
ending in December.

1 Best SUV deals

2 Best hybrid cars 2020

3 What Car? Reliability Survey 2019

4 Best small cars 2020

5 Best used 4x4s 2020

6 Best small SUVs 2020

7 Best family SUVs 2020

8 Latest scrappage scheme deals

9 What is a Cat A write-off?

10 What is a hybrid car and

 should you buy one?

O

SUVs new and 
used are even 
more popular 
during winter

To run bespoke 
brand reports using 
whatcar.com market  
data, please contact 
insights@haymarket.com

https://www.whatcar.com/reviews/
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Top 10 most popular
new car lease 
searches by brand 
whatcar.com

Top 10 most popular
new car lease 
searches by model 
whatcar.com

he same leasing offers that earned 
Audi the top spot here last month  

still apply, and the A1 small car, A3 family 
hatchback and even the Q2 small SUV  
can be leased for less than the cheapest 
BMW model, presenting buyers with a  
great choice. Volvo also rises two places, 
thanks to an offer netting buyers the S90 
luxury saloon for just £251 per month.

hat the 
Range 

Rover Evoque 
soars to the 
top of this 
month’s list is 
no surprise 
when you take into account a deal 
getting buyers this five-star family SUV 
for just £294 per month – less than 
you’d pay for either the Audi Q3 or 
the BMW X1, two of its biggest rivals.

1 – Audi

2 s BMW

3 t Volkswagen

4 – Mercedes-Benz

5 s Volvo

6 t Skoda

7 s Mini

8 – Kia

9 – Ford

10 – Seat

1 s Range Rover Evoque

2 –	 Volkswagen Golf

3 – Volvo XC40

4 t Skoda Karoq

5 s Volvo XC60

6 t Volkswagen Tiguan

7 – Volvo XC90

8 s BMW i3

9 s Skoda Kodiaq

10 s Kia Sportage

T

T

To run bespoke 
brand reports using 
whatcar.com market  
data, please contact 
insights@haymarket.com

https://www.whatcar.com/reviews/
https://www.whatcar.com/reviews/
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Top 20 most 
popular used 
car reviews on 
whatcar.com

he Porsche Cayenne defends its 
position at the top of our used 

car reviews list, but it is followed this 
month by the second-generation 
Land Rover Freelander, which has 
climbed two places and continues to 
attract the attention of used buyers 
looking for a baby Range Rover 
without the expense, especially as 
colder temperatures take hold.

The previous-generation BMW X5 
also rejoins the top 20 list, as does, 
somewhat confusingly, the long-dead 
Jaguar X-Type saloon. The outgoing 
Volkswagen Golf also jumps up  
a few places, no doubt because 
buyers are trying to make up their 
minds whether they’re better off 
going for a late example of this 
model or the all-new Golf.

1 – Porsche Cayenne 2010-2017

2 s	 Land Rover Freelander 2006-2014

3 t Skoda Yeti 2009-2017

4 t BMW 3 Series 2012-2019

5 – Ford Fiesta 2008-2017

6 s BMW 1 Series 2011-2019

7 – Range Rover Evoque 2011-2019

8 t Nissan Qashqai 2014-present

9 – Ford Focus 2011-2018

10 – BMW X3 2010-2018

11 – Audi A3 2013-present

12 s Volvo V50 2004-2012

13 s	 Volkswagen Golf 2013-present

14 s	 Nissan Qashqai 2007-2013

15 s	 Volkswagen Polo 2009-2017

16 t	 Kia Sportage 2016-present

17 s Volvo XC60 2008-2017

18 s Mazda CX-5 2012-2017

19 s	 BMW X5 2013-2018

20 s Jaguar X-Type 2001-2010

T

X-Type hasn’t been 
forgotten by used  
car buyers, based  
on the popularity  
of our review

To run bespoke 
model reports using 
whatcar.com market  
data, please contact 
insights@haymarket.com

https://www.whatcar.com/reviews/


whatcar.com

Just follow these three steps:

makes buying a
new car online easy

Pick your perfect
car, helped by clear,

simple buying advice and
independent reviews from

our in-house experts.

pick.
Shop our network
of approved dealers
anonymously, and
enjoy guaranteed

Target Price savings.

shop. drive.
Drive away happy,

knowing you’ve paid
the right price for the
right car without any
awkward haggling.
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What Car?’s power to inform 
Contenders for 2020 awards revealed

he announcement of 
every car in contention  

for one of our coveted Car  
of the Year trophies always 
sparks great interest, and this 
year has proved no exception. 

For our 2020 awards, we’ve 
added new categories for 
small and large electric cars, 
as well as for coupé-styled 

SUVs, meaning we can honour 
more cars than ever before.  
As well as being the most-read 
story on whatcar.com on the 
day it was revealed, the story 
remained popular in the days 
that followed. 

The winners will be revealed at 
our annual awards ceremony 
on 14 January.

T

IMAGE

Data source: Google Analytics

Audi E-tron, Skoda Kamiq and Mazda  
MX-5 are all in contention for awards
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What Car?’s power to inform 
Tesla Model 3’s Real Range results

he Tesla Model 3 was  
one of 2019’s most 

anticipated new cars, so the 
addition of its real-world range 
figure to our round-up was 
bound to generate interest. 

Our Real Range tests show 
what drivers can really expect 
from an electric car, and this 
executive saloon contributed 

three new results, with real-
world figures of 181 miles 
for the Standard Range Plus 
variant, 211 miles for the  
Long Range and 239 miles  
for the Performance. 

The addition of these  
results led to a big spike in 
traffic for the ever-growing  
Real Range round-up story.

T

IMAGE

Data source: Google Analytics

The Model 3 covered up to 239  
miles in our Real Range testing
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Target Price Top 10  
largest new car 
discounts this month

Target Price Top 10 
new car discount 
reductions this month

hese are the 
largest discounts 

revealed by What Car?’s 
mystery shoppers over 
the past month. 

They typically  
highlight slow-selling 
and run-out models or, 
occasionally, models in 
which there is a fierce 
manufacturer-driven 
battle for market share.

hese are the 
discounts that have 

reduced by the greatest 
amount in the past 
month, as found by What 
Car?’s mystery shoppers. 

Often they show a cut in 
incentives on a heavily 
discounted model, but 
they can also signal 
increased demand for 
that car.

1 Fiat Tipo 1.4 Easy 29.5%

2 Citroën C4 Cactus 1.2 Puretech Flair  26.0%

3 Mercedes-Benz S-Class S350d Grand Edition 24.7%

4 Fiat Panda 1.2 Pop  22.6%

5 Seat Leon 1.0 TSI SE  22.2%

6 Volkswagen Passat 1.5 TSI SE  22.2%

7 Suzuki Swift 1.2 SHVS SZ5 Allgrip  21.1%

8 Vauxhall Astra 1.5 Turbo D 105 SRi  20.9%

9 Citroën Grand C4 Spacetourer  20.8%

10 Volkswagen Touran 1.5 TSI Evo SE  20.2%

1 Honda HR-V 1.5 i-VTEC S  -4.1%

2 Honda CR-V 1.5 VTEC Turbo SE 2WD  -3.7%

3 Mazda 2 1.5 Skyactiv-G 75 SE-L  -3.2%

4 Mazda CX-3 2.0 GT Sport Nav +  -2.5%

5 Kia Picanto 1.0 1  -1.5%

6 Hyundai i30 Fastback  -0.5%

7 Hyundai Kona Hybrid  -0.5%

8 Volkswagen Touran 2.0 TDI 115 S DSG  -0.4%

9 Mercedes-Benz SL 400 Grand Edition  -0.3%

10 Vauxhall Astra SRi  -0.3%

T

T

Our mystery shoppers were able to negotiate  a discount of close to 30% on a new Fiat Tipo  

Honda dealers have tightened up on the size of 

the discounts they’ll give on the HR-V and CR-V

https://www.whatcar.com/news/target-price/
https://www.whatcar.com/news/target-price/


Target Price this month
Analysis of new car incentives
n	The average cash Target Price 
discount has remained broadly 
unchanged at 8.2%, or £2856 per 
car, because dealers appear to 
have accepted that ever-increasing 
discounts in a slow market are 
unlikely to significantly boost 
sales and will more likely set up 
unsustainable new year discounting 
expectations among customers.

n	With annual sales targets largely 
now either met or unachievable, 
many dealers were looking to retain 
some much-needed profitability in 
any December orders taken.

n	The average finance Target Price 
support from car manufacturers is 
down by 2.8%, month on month, to 
£1809 per car, based on a typically 
available 4.6% APR PCP offer.

n	Twelve car brands are currently 
offering interest-free PCP deals, 
with Ford, Volvo and Toyota leading 
the way with 289, 92 and 79 deals 
respectively across their line-ups.

n	The best typically available finance 
deposit contributions are £3921 per 

Insight 13

£

car from Audi, £2998 from Jaguar 
and £2500 from Jeep.

n	Car buyers can currently take 
advantage of typically achievable 
cash and finance Target Price 
savings of £4665 per car, but  
this figure might fall significantly  
in the new year if there is a  
release in pent-up demand.

n	The highest available average 
cash Target Price discounts across 
a model range remain unchanged, 
with Citroën dealers currently the 
most generous at 16.9%, followed  
by Seat at 14.4% and Nissan  
with a 12.7% saving.

n	Smart has recorded the highest 
month-on-month increase in the 
average cash Target Price saving, 
with the typically achievable 
showroom discount across its model 
range up from 13.2% to 13.7%.

Target Price is researched by  
What Car?’s team of mystery shoppers. 
To find out more, please contact
insights@haymarket.com

https://www.whatcar.com/news/target-price/


Target Price this month
Analysis of new car incentives

14 Insight

Family cars
n	The average cash discount across 
the family car segment is 7.9%, 
or £2063 per car – just below our 
corresponding all-segment average.
This represents more than £2.1 million 
worth of available savings if all the 
cars in our family car inventory were 
purchased at their cash Target Prices.

n	With many models facing stiff 
competition from small cars and 
small SUVs, we’d expected to see 
higher levels of cash discounting. But 
with many dealers still struggling to 
raise profitability to sustainable levels 
and manufacturers not wishing to 
be seen as distress selling, we have 
instead noted an increase of more 
than 12.7% over the last quarter in 
the average finance Target Price 
saving – currently £1451 per car.

n	This saving is represented as a 
finance deposit contribution that  
can be accessed when buying  
via a manufacturer-backed PCP  
deal at an average APR of 4.1%.

n	This means a total saving of £3514 
is typically available on a family car.

n	Interest-free finance is available 
from five car makers, with Ford, MG, 
Peugeot, Toyota and Volvo offering 
such deals on their respective Focus, 
ZS, 308, Corolla and V40 models.

Luxury SUVs
n	The average cash discount in this 
segment is currently 6.6%, or £3123 
per car. This is more than 20% higher, 
in relative terms, than the lowest 
corresponding figure recorded in  
the past 12 months.

n	As one of the segments that was 
most resilient to discounting pressure, 
this change highlights what a tough 
year 2019 has been for dealers.

n	Volvo, Mercedes-Benz and BMW 
are offering the highest cash savings, 
with an average discount of 9.7% 
(£5719 per car) on the XC90,  
9.0% (£5437) on the GLE and 8.9% 
(£4855) on the X4 respectively.

£

To learn more about 
What Car?’s Target Price 
analysis data, please contact
insights@haymarket.com

https://www.whatcar.com/news/target-price/
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The results
As you’d expect, cars that sip from the 
black pump rule the roost, with diesel 
versions of the Renault Kadjar, Nissan 
Qashqai and Kia Sportage taking the top 
three places. However, several models with 
small-capacity turbo petrol engines also 
feature in the top 10 – namely, the Seat 
Ateca, Peugeot 3008 and Toyota C-HR. 

Proving that there’s no one type of 
car that you should look at when after 
something frugal, Kia’s Niro hybrid  
takes fifth spot.

True MPG
Real-world 
range tests

ince launching True 
MPG, What Car? has 

tested more than 1000 cars 
in real-world conditions, 
using cutting-edge test 
equipment to establish the 
real-world fuel economy  
of new cars. What Car?’s 
True MPG data has now 
been used by more than 
three million visitors to the 
website since April 2012. 

As new models are 
released and What Car? 
applies its thorough,  
real-world True MPG 
discipline, the vehicle 
economy rankings shift. 

This month, we rank the 
most efficient family SUVs 
we’ve ever tested.

S

1 Renault Kadjar 1.5 dCi 110  55.2

2 Nissan Qashqai 1.5 dCi 110  51.9

3 Kia Sportage 1.7 CRDi    51.4

4 Seat Ateca 1.6 TDI 115    50.2

5 Kia Niro Hybrid    50.1

6 Ssangyong Tivoli XLV 1.6 D    45.1

7 Seat Ateca 1.5 TSI Evo    44.5

8 Peugeot 3008 Puretech 130    43.5

9 Toyota C-HR 1.2T    43.3

10 Volvo XC40 D3    42.9

True
MPG

Make and model

Renault Kadjar 1.5 
dCi 110 recorded an 
impressive 55.2mpg 
in our True MPG test

True MPG uses a real-world test route 
but is conducted on test rigs at 
Millbrook to ensure test repeatability



Cross-shopping on whatcar.com
BMW 5 Series
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s you might expect, the closest 
challenge to BMW’s award-

winning luxury saloon comes from its 
Mercedes-Benz and Audi brethren, 
but it’s the rate at which interest in 
Mercedes’ E-Class increases over 
time that’s most interesting. 

In fact, interest almost doubles from 
15% to 27% between the beginning 
of potential buyers’ research and  
the point at which they put their 
money down, whereas the Audi A6 
grows by just 2%, from 16% to 18%. 

While the Skoda Superb offers 
some of the traits that buyers in 
this class are looking for – excellent 
long-distance comfort, for example, 
and masses of space – it suffers the 
biggest fall, with interest slipping from 
8% to 3% over time. Clearly, having 
a premium badge on the bonnet 
of a new car is as important as the 
qualities of the car itself – especially 
in a high-end market like this.

A

Source: Google Analytics

Alternatives looked at 
by potential buyers

For further insight from 
whatcar.com’s unique 
website data, please contact
insights@haymarket.com

https://www.whatcar.com


Cross-shopping on whatcar.com
Nissan Qashqai
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issan’s big-selling family SUV is  
in a class that contains more 

models than perhaps any another, 
and the car that potential buyers 
are most likely to consider alongside 
it is the Seat Ateca, with interest 
remaining relatively stable over time. 

However, the same can’t be said 
for the Ateca’s sister car, the Skoda 
Karoq, which tumbles from 23% 
interest to 14% as buyers come  
closer to doing a deal. 

Buyers are clearly searching across 

class lines to find their perfect fit,  
with the Volkswagen T-Roc small  
SUV represented here, as well as  
the larger Mazda CX-5. Notable  
by its absence is Nissan’s own  
Juke small SUV, though. 

The biggest rise in interest comes 
from the Kia Sportage, with buyers  
no doubt tempted by its keen  
pricing and seven-year warranty.

N

Source: Google Analytics

Alternatives looked at 
by potential buyers

For further insight from 
whatcar.com’s unique 
website data, please contact
insights@haymarket.com

https://www.whatcar.com


New Car Buying: 
cars generating 
the most leads 
from buyers at 
whatcar.com

New Car
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ive new SUV models make our 
top 20 this month, including 

high-end examples like the Land 
Rover Discovery Sport and Audi Q5, 
but it’s the Volvo XC60 that rises the 
farthest up our list, jumping into 11th 
spot from outside the top 20. Helping 
that rise, no doubt, is the fact that 
discounts on Volvo’s large SUV have 
rarely been better, with savings of up 
to £6338 possible. 

An increase in the size of discounts 
on the Mercedes-Benz A-Class helps 
that car to gain four places, too, 
with savings of up to £4145 possible. 
The Ford Focus also moves up five 
places this month, buoyed by dealers 
offering larger discounts than on 
rivals such as the Vauxhall Astra and 
Honda Civic. Discounts on the Focus 
are larger than those available on 
the outgoing Volkswagen Golf, too.

F

Discovery Sport 
and A-Class are 
among those 
showing an 
uplift in leads

1  – Volvo XC40

2 – Range Rover Evoque

3 – Kia e-Niro

4 – Volkswagen Polo

5 – Volkswagen Golf

6 – Seat Arona

7 s	 Skoda Karoq

8 s	 Volkswagen T-Cross

9  s Mercedes-Benz A-Class

10  t	 Kia Picanto

11 s Volvo XC60

12 s Audi Q5

13 s Land Rover Discovery Sport

14 s Seat Ateca

15 s	 Ford Focus

16 t	 Nissan Qashqai 

17 s Skoda Kodiaq 

18 s Volkswagen Tiguan

19 s Audi A3 Sportback

20 t	 Ford Fiesta

To find out more about the 
What Car? New Car Buying 
service, contact
insights@haymarket.com

https://www.whatcar.com/new-car-deals


1 – Volkswagen

2 s Audi

3 – Kia

4 t Volvo

5 s Seat

6 s		 Skoda

7 t Land Rover

8 –	 Mercedes-Benz

9 t BMW

10 s	 Toyota

11 s Ford

12 t	 Nissan

13 t Hyundai

14 –	 Mazda

15 s	 Citroën

16 t	 Jaguar

17 t Peugeot

18 s	 Vauxhall

19 t	 Honda

20 –	 Renault

New Car Buying: 
brands generating 
the most leads 
from buyers at 
whatcar.com
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V

Big discounts are 
helping to boost  
leads for Skoda  
and Volkswagen

olkswagen claims the top spot 
again this month, generating 52% 

more leads for dealers than our second-
place brand, Audi. Helping this is the fact 
that Volkswagen offers big discounts 
consistently across its range, including 
more than £5000 off the Arteon executive 
car. Skoda cash discounts are up across  
the board, too, including on the  
firm’s newest model, the Scala  
family hatchback.

 What Car?
 is the UK’s premier 

destination for 
in-market car buyers.

Every month, more than 
two million potential car 

buyers visit our website. To date, 
car buyers have watched our video 
reviews more than 70 million times.

More than 240,000 people  
follow us on social media.

Our magazine is purchased by more 
 than 50,000 car buyers each month.

https://www.whatcar.com/new-car-deals


INCREASE YOUR  
SALES AND MARGINS 

WITH WHAT CAR?
NEW CAR BUYING

More than 20m people visit What Car? every year to research their next car

Find out how you can reach 
these in-market buyers with the 

What Car? New Car Buying service.

For more information go to
whatcar.com/increasemysales

Avoid a race to the
lowest price; deals are  
based on What Car?’s  

Target Price,  which  
represents a fair price for the 

consumer and the dealer

We encourage more 
leads for you by  

protecting consumer  
privacy with direct  
communication  
on our platform

A pricing  
model that gives 
 you a far more 

cost-effective ROI  
compared with
other channels


