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JOHN O’HANLON ESTABLISHED 
his credentials in car retailing 
as he worked his way up the 
management structure at 
Ridgeway, taking the firm to 
new heights as CEO until it was 
sold to Marshall Motor Group 
for £106.9 million in 2016.

Just 16 months later, he 
returned to retailing, launching 
Waylands Automotive with the 
acquisition of a Volvo franchise 
in Reading. That business now 
has new premises and Waylands 
has expanded with further 
acquisitions, all selling Volvos, 
as well as running thriving used 
car and aftersales businesses.
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Interview 
John O’Hanlon

Here, O’Hanlon talks us 
through his career, challenges 
he has faced and his plans to 
build Waylands into a £100m- 
per-year turnover business.

How straightforward was  
your route into the industry?
“I started in chartered 
accountancy, qualified and 
then had to decide whether 
to go into the industry or stay 
in practice. I did the latter but 
specialised in retail, building  
a little portfolio of motor  
trader clients and becoming  
the first dedicated motor retail 
manager for Grant Thornton.

“I started gaining a lot of 
insight into the future plans  
of some brands, including the 
Volkswagen Group, which really 
excited me. I was meeting some 
fantastic people and could see 
the potential they had, so in 
1998 I joined Ridgeway.”

You moved roles quite  
a bit there, didn’t you?
“I was financial director but 
played in the operations side  
of the business. I was general 
manager of the Volkswagen 
business; that was quite a 
shock, because rather than 
being in charge of finances, I 
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was actually having to do deals, 
work out my challenges and be 
fully commercially responsible 
for the success of that business. 
Then, in 2007, my managing 
director became chairman  
and I was moved up – just in 
time for the financial crash!”

That didn’t stop you, though…
“It was an interesting time, 
that’s for sure. We doubled in 
size and took turnover from 
around £40m to £290m. We 
also brought in our first non- 
Volkswagen Group franchise, 
Mercedes, and that was a great 
learning curve. You’ve heard  
the phrase that cash is king? It 
really was, and we had to learn 
how to move our stock quickly.

“I loved it, and we went from 
strength to strength. We had 
a great combination of retail, 
corporate and aftersales work 
and steadily grew the business 
in a sustainable way. There was 
a little bit of acquisition but  
lots of organic growth. Our 
profitability was great, our 
compound annual growth was 
great and it was all going well.”

And that attracted the interest 
of Marshall Motor Group?
“Yes, you might say it was going 
too well, because it attracted a 
lot of interest from potential 
buyers. The move by Marshall 
was perhaps the biggest deal in 
the industry for a decade – and 
very shrewd it was too. It’s done 
brilliantly, and I enjoyed a bit of 
resting time in the meantime.”

What tempted you back?
“I had to have a long, hard look 
at what I wanted to do. But 
eventually my wife decided 
that one of us was going back to 
work full time, so I scurried out 
the door and set up Waylands!

“In fairness, I’d been looking 
around and maintaining 
contact with the industry. There 
was a consistent thread from 
a brand that really intrigued 
me. Volvo had great products 
and underpinned them with a 
brand ethos that was different: 
still premium but exploiting 
electrification, looking at the 
environment in totality and 
having a constant narrative 
about performance and safety. 

“I admired the way German 
brands proliferated so much, 
but I didn’t see much benefit 
from getting involved. I could 

‘Volvo has 
great cars 
underpinned 
by a brand 
ethos that’s 
different’

dealerships… but I’ve got a fair 
way to go until that’s a problem.

“What I don’t believe should 
ever be a problem is that scale 
somehow dilutes the customer 
experience. With the right 
management, you can create 
and sustain a culture that’s 
focused on customers, staff and 
the brand. Just because you’re 
big doesn’t mean you can’t be 
seen, communicate or be as 
transparent and consistent as 
you need for success. I see our 
culture as an advantage, and 
I’m quite obsessive about it.”

So, what are the values  
that set Waylands apart?
“It’s about being the best, and 
there are clear metrics that 
demonstrate that, from the 
points of view of both the 
customer and manufacturer. 
You can obsess too much about 
metrics, but my view is if you’re 
in the top quarter for all of 
them, you’re in the right place.

“Beyond those metrics, and 
without sounding too homely, 
it’s about an intangible warmth 
you can feel. If your facilities 
aren’t up to scratch or someone 
isn’t delivering, you’ll know. If 
staff or customers don’t trust 
you or get a hint that you don’t 
believe in what you say or act 
consistently to it, their distrust 
will become clear. If our staff do 
all they can to not engage with 
me, I know something’s wrong.

“So I look to get those things 
right, always – starting with 
appointing some big hitters 
with experience of delivering  
in the most important roles.”

see there was room for another 
premium brand to come to the 
fore, so I went with Volvo – and 
the growth has been incredible.”

But aren’t sales tougher than 
they’ve been for a decade?
“That’s why people say: ‘John, 
you’re crazy. What are you 
doing coming back into the 
industry?’. I say: ‘Yes, they are 
going down on average, but I’m 
not the average dealer’. I think 
I’m better than the average 
dealer, and I’m linked to a 
great brand and working with a 
fantastic management team.”

Are more buyers prioritising 
discount over service quality?
“It’s more about value. We 
know people will pay more or 
travel farther if they get a great 
experience. If we end up just 
selling on price, we might as 
well just be selling fridges. A 
car purchase is so much more 
complex; it’s a life-changing 

decision. I often worry about 
people who tie in to a PCH just 
to save £3 per month when they 
could have a PCP, which is much 
more flexible. We need to make 
sure we explain these things.

“What’s more, if you make a 
good product, people will not 
only pay more for it, they’ll also 
wait longer for it. The XC40 is a 
great example. With great cars, 
the discussions about lowest 
price soon turn to best value.”

Waylands now has four sites. 
What are the long-term plans?
“I’d like to be bigger. We have  
an ambition to be a £100m- 
turnover business within three 
years. What we have today 
should gently take us towards 
£80m, so we need more. I’ve 
said clearly that Volvo is the 
beating heart of the business, 
so that’s where we’re focused. 
But in the short term, the focus 
is on making the businesses we 
have as beautiful as possible, 
not only in terms of the 
physical bricks but also with 
regards to the management 
teams. That’s where my energy 
is now. If I have 10 sites within 
three to five years, I’ll be happy.”

Your size makes you more 
agile than rivals, but how do 
you avoid growing too fast?
“I was always conscious at 
Ridgeway that we could lose 
out as we got bigger. That starts 
from the fact that at our size 
now, I walk into a dealership or 
workshop and know everyone 
there and chat with them. You 
can’t do that when running 150 

Volvo has successfully 
transformed itself into 
a true premium player
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Top 20 most-read new car 
reviews on whatcar.com

Evidently, the allure of 
an ‘affordable’ Tesla is 
so strong that even a 
39-month wait between 
the Model 3’s unveiling 
and the start of British 
customer deliveries 
wasn’t enough to quell 
interest, as our recent 
UK review propelled the 
electric saloon from 
outside the top 20  
most-read up to third.

The only other EV in 
this list is the Kia e-Niro, 
which has lost top spot 
but is staying buoyant, 
not least thanks to it 
being What Car?’s  
2019 Car of the Year.

The table is topped  
in June by something 
wholly more everyman, 
however: the T-Cross, 
Volkswagen’s new small 
SUV that’s based on the 
Polo, which incidentally 
ranks down in 19th.

The T-Cross is followed 
by its older sibling, the 
Seat Arona, from which 
it stole class honours.

1 s Volkswagen T-Cross 
2 s Seat Arona 
3 s Tesla Model 3 
4 t Toyota RAV4 
5 s Skoda Karoq
6 t Volvo XC40 
7 s Volkswagen Golf 
8 t Kia e-Niro 
9 t Nissan Qashqai
10 t Seat Ateca
11 s Range Rover Evoque 
12 t Hyundai Ioniq 
13 t Volkswagen T-Roc 
14 t Suzuki Vitara 
15 t Mazda CX-5
16 s Volkswagen Tiguan
17 s  BMW X1
18 t Audi Q2
19 t Volkswagen Polo
20 s Kia Sportage

The Tesla Model 3 
hype isn’t dying 
down, while the 

Volkswagen T-Cross 
is quickly growing 

in popularity

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

There was almost no change to the 
order of the top 10 most searched-for 
brands in May, the only shift being an 
exchange of places between Volvo 
and Toyota. There was more re-ordering 
in the lower half, most notably Land 
Rover climbing from 14th to 11th off the 
back of the new Range Rover Evoque. 

Renault also climbed, from 20th to 
18th, Suzuki was up one place, while 
Honda dropped from 17th to 20th. 
Jaguar, meanwhile, displaced  
Citroën to re-appear in 19th. 

1  – Volkswagen 2 9.4
2  – BMW 5 6.8
3  – Audi 3 7.7
4  – Mercedes-Benz 4 7.3
5  – Ford 1 11.2
6  – Skoda 12 3.5
7  – Seat 14 3.0
8  – Kia 7 4.6
9 s Volvo 15 2.5
10 t Toyota 10 3.8
11 s Land Rover 11 3.5
12 t Hyundai 8 4.0
13 t Nissan 9 3.9
14 t Vauxhall 6 6.6
15  – Peugeot 13 3.5
16  – Mazda 22 1.3
17 s Suzuki 23 1.3
18 s Renault 17 2.0
19 s Jaguar 19 1.6
20 t Honda 18 1.8

Brand          UK sales ranking                Market %, April ’19

Jaguar is being 
driven by the 
I-Pace, sister 

brand Land Rover 
by the new Evoque

To run 
bespoke brand 

reports using 
whatcar.com 
market data, 

please contact 
insights@

haymarket.com

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


 

5

Top 10 most popular new car  
first drives on whatcar.com
1 Ford Focus ST
2 Toyota GR Supra
3 Honda CR-V Hybrid
4 Ford Ranger Raptor
5 BMW 3 Series 330e
6 Land Rover Discovery Sport Landmark Edition
7 Ford Focus Active
8 BMW 1 Series prototype
9 Volkswagen Golf GTI TCR
10 Ford Focus 1.5 Ecoboost 182

Despite us having 
only ridden shotgun 

in Ford’s new 
276bhp hot hatch, 
it became May’s 
most-read article

There are some interesting contrasts within this  
month’s top 10 most-read first drives. What Car?  
readers are clearly keen to understand and buy the new 
generation of hybrid and electric cars, but plenty of them 
still love driver’s cars, from the affordable Ford Focus ST 
hot hatch that tops this table to the more specialist 
Toyota GR Supra sports car, the racing car-inspired TCR 
version of the Volkswagen Golf GTI and Ford’s latest 
Raptor-branded pick-up truck. On the flipside are the 
Honda CR-V Hybrid and BMW 330e plug-in hybrid, while 
the 1.5 petrol Focus is the most down-to-earth entrant.

Many are rejoicing  
at the return of the 

Supra after 22 years

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 

As you might expect, most What Car? readers are 
researching their next purchase, but there’s also a 
decent-sized constituency interested in prolonging the 
life of their existing car, evidenced by our ‘40 tips to make 
your car last forever’ article being the most-read in May. 

Another unusual feature that struck a chord this month 
was a reveal-all interview with a traffic police officer. 

Environmentally friendly cars continue to thrive online, 
with our guide to the best hybrids still strong, advice on 
the best and worst electric cars placing sixth and a list  
of electric cars’ real-world ranges ranking ninth. 

1 40 ways to make your car last forever
2 Best hybrids and the ones to avoid
3 What Car 2018 reliability survey
4 Confessions of a traffic cop
5 Best used 4x4s and the ones to avoid
6 Best and worst electric cars
7 Best new small cars
8 Best used small cars and the ones to avoid
9 The real-world ranges of electric cars
10 Best and worst large SUVs

People jumped on 
a newly published 
list of tips about  
how to properly 
look after a car

A large number 
were interested to  
read the thoughts 

of a traffic  
police officer

For further 
insight from 

whatcar.com’s 
unique  

website data, 
please contact

insights@
haymarket.com

https://www.whatcar.com/news/


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

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

Mercedes-Benz continues to 
attract by far the most lease 
searches on whatcar.com, 
driven substantially by the 
A-Class hatch. Increased 
interest in Volkswagen, Land 
Rover and Audi has propelled 
each of these brands up  
a position to second, third 
and fourth respectively, at  
the expense of Seat, which 
falls to fifth. Kia is a new  
entry in eighth, knocking 
Jaguar out of the top 10. 

No changes have occurred 
in the top four, with the 
heavily promoted A-Class 
dominating. The new Range 
Rover Evoque is attracting 
strong interest too, while the 
Discovery Sport enters in 
seventh. The other newcomer 
is the Kia Sportage, with the 
Mazda MX-5 and Volkswagen 
T-Roc having been displaced. 
Even so, Volkswagen has  
two cars in the top 10, as  
do Land Rover and Volvo.

1  – Mercedes-Benz
2 s Volkswagen
3 s Land Rover
4 s Audi
5 t Seat
6  – Volvo
7  – BMW
8 s Kia
9  – Nissan
10  – Ford

1  – Mercedes-Benz A-Class
2  – Seat Leon
3  – Volkswagen Golf
4  – Range Rover Evoque
5 s Nissan Qashqai
6  – Volkswagen Tiguan
7 s Land Rover Disco Sport
8 s Kia Sportage
9 s Volvo XC60
10 t Volvo XC40

Mercedes is 
reaping the 
rewards of its 
latest A-Class

Four years in,  
the Kia Sportage 
remains popular 
among SUV buyers 
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For further 
insight from 

whatcar.com’s 
unique  

website data, 
please contact

insights@
haymarket.com

https://www.whatcar.com/car-leasing/
https://www.whatcar.com/car-leasing/
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For further 
insight and 

more exclusive 
whatcar.com 
market data, 

please contact 
insights@

haymarket.com
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This month, British appliance maker 
Dyson filed patents for and revealed 
more details of the electric car it has 
been developing for the past few years, 
making the national news.

What Car?’s story was more detailed 
than those of general news outlets 
and included an artist’s rendering of 
the patents. It was published on 8 May, 
peaked strongly the day after and 
continued to attract a good number  
of readers during the following week.

What Car?’s power to inform 
Dyson electric car plans detailed

IMAGE

What Car? produced a 3D 

rendering from Dyson’s 

electric car patents 
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There was a surprise 
climb to third for the 
Vauxhall Astra during 
May, with the family 
hatchback having 
previously placed ninth.

Long-established, 
affordable models such 
as this tend to dominate 
the top half of this table; 
indeed, the youngest 
model in the top 10 is 
the Nissan Qashqai, 
which also happens to 
be number one, as it 
was last month.

Vauxhall has the most 
models present, with the 
Astra, Corsa and Mokka, 
ahead of its traditional 
competitors Volkswagen 
and Ford on two apiece.

The only EV present  
is BMW’s six-year-old  
i3 hatchback, putting  
in a fresh appearance 
in 19th place.  

Volume cars account 
for 11 entries, with 
premium models such 
as the Porsche Cayenne 
taking the other nine.

1  –   Nissan Qashqai
2  –   Ford Fiesta
3 s Vauxhall Astra
4  –   Volkswagen Polo
5  –   Land Rover Freelander
6 s BMW 3 Series
7 t Mercedes-Benz C-Class
8 t Ford Focus
9 t BMW X3
10 s Volkswagen Golf
11 t BMW X5
12 s Audi A3
13 s Mazda CX-5
14 s Vauxhall Corsa
15 s Skoda Fabia
16 s Vauxhall Mokka
17 t Volvo V50
18 s Jaguar XF
19 s BMW i3
20 t Porsche Cayenne

Nissan’s family 
SUV drew more 
used car buyers 
than any other 

model once again

EVs are beginning to 
trickle down into the 
affordable used market

Top 20 most popular used car 
reviews on whatcar.com

To run 
bespoke model 

reports using 
whatcar.com 
market data, 

please contact 
insights@

haymarket.com

https://www.whatcar.com/used-reviews
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It doesn’t exactly make happy 
reading, but revealing the country’s 
10 least reliable used cars is valuable 
information for the second-hand 
shopper. Our story went live on 16 
May and quickly attracted readers, 
with many thousands reading it  
on the 19th and 20th in particular. 

The car you would be most wise  
to avoid, according to What Car?’s  
user-supplied Reliability Survey data, 
turned out to be the second-
generation BMW 1 Series.

What Car?’s power to inform 
The UK’s 10 least reliable used cars

The outgoing 1 Series 
has caused all manner 

of trouble for its owners
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£

£

Target Price Top 10 highest %  
new car discounts this month

Target Price Top 10 new car 
discount reductions this month

1 Volkswagen Passat 1.5 TSI Evo 150 S 24.6%
2 Vauxhall Astra 1.0T Ecotec SRi  21.8%
3 Mercedes-Benz SL 400 AMG Line Premium 21.3%
4 Vauxhall Mokka X 1.4T Ecotec Elite 21.0%
5 Volkswagen Touran 1.6 TDI 115 S 20.0%
6 Vauxhall Corsa 1.4 75 Energy 3dr 19.9%
7 Nissan Juke   19.5%
8 Seat Leon 1.5 TSI Evo SE   18.6%
9 Volkswagen Sharan 2.0 TDI SCR 150 SE Nav 17.5%
10 Suzuki Baleno 1.0 Boosterjet SZ-T 17.3%

1 Peugeot 508  -1.5%
2 Volvo XC60 T8  -1.0%
3 Alfa Romeo Giulietta  -0.5%
4 Audi A5 Sportback  -0.5%
5 BMW 2 Series Convertible  -0.5%
6 Toyota GT86  -0.5%
7 BMW X1  -0.3%
8 Ford Ecosport  -0.3%
9 Kia Sportage  -0.3%
10 Volvo V90  -0.3%

These are the largest discounts revealed by What 
Car?’s mystery shoppers over the past month, and 
typically highlight slow-selling and run-out models, 
or occasionally, models in which there is a fierce 
manufacturer-driven battle for market share.

These are the discounts that have reduced by the 
greatest amount over the past month, as found by What 
Car?’s mystery shoppers. Quite often they represent a 
reduction in incentives on a heavily discounted model, 
but they can also signal increased demand for that car.

Discounts reduced  
on Alfa Romeo’s 

nine-year-old Ford 
Focus rival after  
a minor update

To learn 
more about 
What Car?’s 
Target Price 

analysis data, 
please contact

insights@
haymarket.com

https://www.whatcar.com/news/target-price/
https://www.whatcar.com/news/target-price/
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£ Target Price this month
Analysis of new car incentives

n Discounts have come 
down by more than 10.5% 
since February, so the 
market average is now  
7.9%, or £2595 per car.

n Estates, MPVs and  
luxury cars dominate  
the discounting, with the 
average reduction across 
these three segments 
10.3%. By contrast, the 
typical discounts on SUVs, 
hot hatches and sports 
cars are less than 6%.

n The average Target Price 
discount over the past 
month has increased by  
up to 4.6% across every 
segment apart from family 
cars (no change). For 
executive cars and MPVs, 
less discounting is evident. 

n Almost a quarter (23%)  
of new cars can be had 
with a double-digit cash 
discount and less than 3% 
are typically sold without  
a reduction. Estate cars  
are the most discounted.

n While 10 manufacturers 
are now offering 0% APR 
PCP deals, Ford and Volvo 
are leading with interest-
free offers on 86% and 34% 
of their ranges respectively.

n Citroën has the highest 
average discount (12.8%), 
followed by Volkswagen 
(11.5%) and Seat (11%).

n Across the 14 brands that 
have recently deepened 
price cuts, the average is 
12.2%, with Nissan highest. 
There’s no change for eight 
marques, while 11 have cut 
discounts by an average  
of 12.6%, led by Peugeot. 

Citroën is 
consistently 

among the brands 
offering the 

biggest discounts

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/
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£ Target Price this month
MPVs and small cars

MPVs
n MPV discounts average 
10.0% or £2824 per car, 
making them the second 
most-discounted breed 
behind luxury cars (11.4%).

n The average PCP APR 
has dipped slightly to 3.9%, 
with an average deposit 
contribution of £718. The 
cash saving has also fallen. 
This is probably caused by 
a bunch of models with low 
discounts, such as the Fiat 
Doblo, Hyundai i800, Fiat 
Qubo and Ford Tourneo.

n These low-volume cars 
partly mask the trend of 
heavy discounting in the 
MPV market. The biggest 
cuts are on the Volkswagen 
Touran (18.6% or £5324), 
Volkswagen Sharan (17.6% 
or £5820) and Citroën 
Grand C4 Spacetourer 
(15.5% or £4321).

n Interest-free PCP deals 
are available on all six of 
Ford’s MPVs, while three 

other manufacturers (Fiat, 
Peugeot and Volkswagen) 
provide sub-3% APR PCP 
options on some models. 

Small cars
n Small car discounts  
have increased during  
the first quarter of 2019,  
to 7.4% or £1337 per car.

n An extra £901 is typically 
available as a deposit 
contribution with a 
PCP deal; this currently 
averages 4.1% APR.

n Suzuki, Citroën and Kia 
give the biggest 
discounts, at 16% 
(£2386) on the 
Baleno, 13.5% 
(£179) on the C3 
and 12.3% (£2038) 
on the Venga.

n 0% APR is available 
on the Ford Fiesta 
and Peugeot 208, 
while Citroën, Suzuki 
and Toyota offer  
sub-3% APR PCPs. 

The Touran is the 
most-discounted 
MPV, while the 

Baleno leads the 
small hatchbacks

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/
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The 100% Electric New Nissan LEAF. SIMPLY AMAZING. VISIT TRUEMPG.COM

This month, we present the top 10 most efficient electric 
cars that have undergone our Real Range test so far.

Therein, the car is driven at our test centre until its 
battery is flat, then we fully charge it (measuring 
the energy required to do so) and soak it to 
18deg C overnight. Then, with the lights and air-
con on, two people inside and the air between 10 
and 15deg C, we drive our 19.4-mile route, which 
simulates a mix of urban traffic, rural roads and 
motorway. This is driven twice for cars that take more than 
60kWh and thrice for those that take more than 100kWh.

While none of these electric cars achieves its official  
WLTP range, a few aren’t far off. The Hyundai Kona Electric 
64kWh comes closest, and its Real Range of 259 miles  
is the best so far. Only four other cars exceed 200 miles. 
Farthest from its official range is the Renault Zoe Q90,  
at -40.7%. Still, every car here has a better range than  
the benchmark of 120 miles from the early days of EVs.

1 Hyundai Kona Electric 64kWh 279 259 -7.5%
2 Jaguar I-Pace EV400 292 253 -15.5%
3 Kia e-Niro 64kWh 282 253 -11.6%
4 Tesla Model X 100D* na 233 na
5 Tesla Model S 75D* na 204 na
6 Audi E-tron 55 quattro 248 196 -23.2%
7 BMW i3 120Ah 189 165 -13.3%
8 Hyundai Kona Electric 39kWh 194 158 -22.7%
9 Renault Zoe R110 186 146 -27.0%
10 Renault Zoe Q90 186 132 -40.7%
* Recently updated with a longer official range; not yet Real Range tested

 Make and model WLTP
official

Real
Range

Deficit

Real Range 
Real-world range tests

True MPG uses
a real-world test

route but is
conducted on

test rigs at
Millbrook to
ensure test

repeatability
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Cross-shopping on whatcar.com

The strongest competition to the What Car?  
Car of the Year comes from its close relation,  
the Hyundai Kona Electric; at the start of the 
research process, almost 25% are considering it. 
However, that figure drops to 16.2% by the time 
they’re ready to buy. The Nissan Leaf, by contrast, 
starts as the second most-considered rival at 
15.5% and strengthens to 17.3% by the end of the 
process to become the strongest challenger.

Other models whose appeal improves during the 
investigation process include the hybrid and plug-
in hybrid versions of the Niro, the Hyundai Ioniq – 
available as a hybrid, plug-in hybrid or electric  
car – and the Volkswagen Passat, which offers the 
choice of petrol, diesel or plug-in hybrid power.

Kia e-Niro
Alternatives looked at by potential buyers

e-Niro has the 
same motor and 

battery as the Kona 
Electric 64kWh but 

is roomier and 
better to drive

For further 
insight from 

whatcar.com’s 
unique  

website data, 
please contact

insights@
haymarket.com

https://www.whatcar.com
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Cross-shopping on whatcar.com

Like the Kia e-Niro, the Toyota RAV4 hybrid 
faces growing competition from several 
rivals during buyers’ consideration process. 
The Honda CR-V – the only comparative 
hybrid – starts the closest at 17.5% and 
climb ups to 20.2%, while the non-hybrid 
Peugeot 5008 rises from 10.9% to 14.2%. 

The Volvo XC40 makes a massive gain, 
while the Volkswagen Tiguan rises modestly. 
The appeal of many other rivals dims, 
however, with the biggest losers being the 
Skoda Karoq (down from 8.9% to 5.5%), 
Skoda Kodiaq (8.2% to 6.5%) and Seat  
Ateca (7.6% to 6.8%). The Mazda CX-5 and 
Nissan Qashqai also suffer notable drops.

Toyota RAV4
Alternatives looked at by potential buyers

Hybrid power is a 
key selling point 
for the new RAV4, 
but buyers clearly 
aren’t absolutely 

set on getting this

For further 
insight and 

more exclusive 
whatcar.com 
market data, 

please contact 
insights@

haymarket.com

https://www.whatcar.com
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1  s  Volvo XC40
2 s  Volkswagen Polo
3 s  Volkswagen Golf
4 t Seat Arona
5 t Mercedes-Benz A-Class
6 s Volkswagen T-Cross
7  – Kia Picanto
8 t Volkswagen T-Roc
9  t Skoda Karoq
10  s Range Rover Evoque
11 s Ford Fiesta
12 t Seat Ateca
13  – Seat Ibiza
14 t Ford Focus
15 s Mazda CX-5
16 s Kia e-Niro
17 t Hyundai Ioniq
18  t Suzuki Vitara
19 s Toyota RAV4
=20 s Audi Q2
=20 s Hyundai i10 The latest A-Class 

is doing very well  
on the leasing 

market, while the 
Picanto is getting 

more popular

The Mercedes-Benz A-Class is once again attracting 
plenty of insterest on What Car? New Car Buying, 
while the Volvo XC40 family SUV has generated  
the most leads in a month for the first time. 

Volkswagen puts four models in the top 10 – the 
Polo, Golf, T-Roc and T-Cross – while sister brand Seat 
fields three in the top 20: the Arona, Ibiza and Ateca.

Two related Korean city cars rank, in the form of the 
Kia Picanto (seventh) and the Hyundai i10 (20th). 

Notable moves among the top 20 manufacturers 
generating most leads include Kia’s ascent from 
seventh to fifth, Volvo’s from eighth to fifth and 
Jaguar’s from 16th to 14th. Volkswagen is top again.

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

New Car
Buying

To find out  
more about the 

What Car? 
New Car Buying 
service, contact 

insights@
haymarket.com

https://www.whatcar.com/new-car-deals
https://www.whatcar.com/new-car-deals
https://www.whatcar.com/new-car-deals
https://www.whatcar.com/new-car-deals
https://www.whatcar.com/new-car-deals
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These leads are generated by the 
more than 300 dealers, representing a 
wide variety of brands, that are now 
participating on the What Car? New 
Car Buying online platform. 

All leads are being generated at or 
below What Car?’s Target Price. Target 
Prices are set by our team of mystery 
shoppers, who determine a fair price 
for both dealer and buyer.

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

The Volkswagen 
Group’s four 

volume brands 
consistently do 

amazingly well on 
New Car Buying

 Insight

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.

We have more 
than 240,000 
followers on 
social media.

Our magazine is 
purchased by more 

than 50,000 car
buyers each month.

To learn more, 
contact insights@ 
haymarket.com

1  – Volkswagen
2 s   Seat
3 s   Mercedes-Benz
4 t Audi
5 s   Kia
6 s   Volvo
7 t Skoda
8 t BMW
9  – Ford
10  – Toyota
11 s Land Rover
12 s Mazda
13 t Hyundai
14 s  Jaguar
15 t Suzuki
16 s  Vauxhall
17 t Honda
18 t  Nissan
19 s  Peugeot
20 s  Dacia

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


Find out how you can reach these in-market buyers  
with the What Car? New Car Buying service, which  
has just received a facelift and even more power

Increase your sales 

and margins with What Car?
New Car Buying

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

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

Visit: whatcar.com/increasemysales




