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auline Turner is 
managing director 
of the Chorley 
Group, running 
the day-to-day 

operations of its Hyundai, Kia, 
MG and Nissan outlets, which 
employ around 250 people and 
generate an annual turnover in 
excess of £150 million. It’s quite 
a journey from 1988, when she 
started valeting cars for her 
brother, Andrew, who is now 
the company’s chairman.

Both Turner and the Group 
are famous for their straight-
talking, customer-focused 
approach, plus an agile mindset 
that resulted in the adoption  
of innovative and digitally led 
strategies ahead of rivals. 

This has led to Turner taking 
on several top-level positions 

within dealer councils and on 
manufacturer advisory boards.

The industry is full of people 
who worked up to the top,  
but few have been as hands- 
on as you. Does that help?
“Andrew asked me to help out 
one day, so I cleaned his used 
cars, then I drove them around, 
sold them, advertised them, 
marketed them, bought in 
stock – the lot. I enjoyed every 
role and learned from them all. 

“My parents were 
greengrocers, so I come from a 
shop background. To survive 
against supermarkets, they had 
to adapt, which is also relevant. 
This industry has always been 
about people and changing  
to their needs. I love that.

“Having a wealth of 

experience in each area enables 
me to better understand the 
opportunities and weaknesses 
that challenge our team.”

 
What values set you apart?
“We say we’re big enough to 
cope but small enough to care –  
and we mean that. I want our 
customers looked after in the 
way that someone would look 
after their mother; strive for 
that and they’ll be on your side, 
even if something goes wrong.

“I also put a huge amount of 
store in integrity. It’s not hard 
to take a large margin out of a 
sale, but I’d far rather build this 
business on fair practice. We’ve 
had generations of the same 
family buy from us now, and 
nothing makes me prouder. 
We’ve earned that trust. 

“We’re big enough to cope 
but small enough to care”
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“Likewise, in the last financial 
crash, we didn’t make a single 
redundancy. It wasn’t easy, and 
there were sacrifices made by 
the team and the directors. Our 
team trust we’ll do everything 
we can for them, and in turn we 
get incredible commitment.

“As a result, we’re not the 
most profitable in the industry, 
but I believe our foundations 
are among the strongest.”

 
As the company grows, are 
there risks associated with 
you being less hands-on?
“Not really. We do want to grow, 
but we remain agile, because 
there are only five directors. 
 We can make decisions quickly, 
and the hierarchy is simple. 
Beyond that, if you have the 
right controls and management 
team, anything is possible.

“We haven’t expanded much 
in the past five years, because 
we’ve been building skillsets 
across the Group and, where 
possible, recruiting internally. 
We’re now in a strong position 
with our management team to 
take opportunities that arise.”

 
Talent retention must be hard 
when the big groups are often 
on the same trading estates?
“Not really. Our staff retention 
is better than the average, and 
those who leave do so because 
they see opportunities or think 
the grass is greener. They tend 
to leave, gain experience and 
then return at a higher level.

“We also try to identify  
the very best and give them 
opportunities. There’s a ‘future 
leaders’ course, for instance. We 
make it hard and some don’t 
complete it, but if you make it 
through, we try to ensure there 
are opportunities down the 
road. We’re very proud of our 
Best UK Dealerships to Work 
For Awards for 2018 and 2019.”

 
Do you ever recruit from 
outside the trade?
“We haven’t taken that leap of 
faith yet. We do consider it, but 
it’s a unique industry, so you’d 
need to find someone who’s a 
great fit if you wanted them to 
implement change while still 
following established practices.

“I can see how a digital world 
will change us, but the skillset 
of a salesman is fundamentally 
the same. That knowledge of 
the product and sales instinct 

the systems we’re working 
with. For example, booking a 
service should be simple, but 
the trail of paperwork and 
departments is bewildering  
for us, let alone customers.

“So, at our Preston site,  
we’re trialling a paperless, 
digital process, end to end. 
When a booking is made, it 
automatically feeds through to 
every aftersales department, 
including reception, service, 
workshop control, warranty 
control, parts, valet... Everyone 
is in the loop, and the work  
is stored online, so it can be 
looked up easily or emailed out.

“This gives a measurable, 
managed process that’s quick, 
transparent and simple. It 
reduces communication issues, 
as well as lost or duplicate  
job cards. Everyone wins.”

 
New players are launching for 
new and used car digital sales 
platforms. Can you respond?
“Do we have to respond? We’ve 
been selling used cars online 
for years now successfully.  
We aren’t quite there yet with 
new cars, but that will come if 
customers want it. Likewise, for 
years, we’ve offered to deliver 
cars to the customer’s door.

“I don’t see any newcomer 
offering anything that we don’t, 
plus we have the experience to 
deliver it and the infrastructure 
to do so with a personal touch. 
The reassurance of a human 
talking on the phone or in a 
showroom is very powerful.”

 
You seem to be very at ease 
with change?
“As a company, we are very 
comfortable with it. During my 
past 30 years in the trade, there 
have been many changes, but 
we’re still doing what we did, 
just better. Our job is to sell 
cars, but we’ll do that only if we 
give customers what they want.

“So, we deliver a fantastic 
aftersales experience along 
with online sales, financing and 
part-exchange valuation, plus a 
service and MOT test booking 
platform. This links into our 
data management system so 
that all bookings are accepted 
and processed immediately. 

“There are changes, but the 
methods we’ve evolved work. I 
have no doubt they can adapt 
to stay relevant as customers 
move to new technologies.”Each of the four brands Chorley represents offers at least one EV model

will still be required; selling 
online won’t change that.”

 
You’ve had an electric vehicle 
specialist for five years?
“We have, and he’s unique in 
that he’s not a salesman. He’s 
here to supply knowledge to 
customers to help them make 
the right choices based on 
unvarnished merits. That has 
opened opportunities as more 
brands have launched electric 
cars. He’s a well-known blogger 
and is respected for his insight 
by the wider community.

“It’s a new and unusual role, 
but it feeds into our core goal of 
helping customers buy the car 
for their needs, whether that’s 
selling them an electric car or 
advising them it isn’t suitable.”

 
Of your five directors, three 
are women. Does that balance 
run through the company?
“No, and it’s really difficult to 
change the balance. Only about 
five of our sales executives are 
women, but it’s not for a want 
of trying or talent appreciation. 

It’s just not an environment 
that’s front of mind for women, 
I think. Similarly, there are only 
three female technicians in the 
aftersales team, despite our 
recruitment being open to all.

“What’s interesting is that 
our online response team is 
completely different. It may be 
a general enquiry or a sale 
through our website, but the 
channel opens from 9am-11pm 
and is handled by a rota of four 
women working from home. 
Some have children, some have 
grandchildren, but the work fits 
around them. We’ve adapted  
in that regard, and it suits our 
employees and our customers.”

 
Is your traditional workforce 
similarly flexible?
“In our experience, they are. 
Here’s an example: two years 
ago, we had a capacity issue at 
one of our workshops, which 
had six ramps but enough work 
for eight people. I suggested we 
switch to 10-hour days within a 
four-day week on a rolling 
basis. This enabled us to have 
our ramps active for longer and 
increase capacity by employing 
two extra technicians. 

“They weren’t sure at first, 
but they agreed to a two-month 
trial. Guess what? They loved it. 
They travel in earlier and leave 
later, avoiding rush hours.  
They get an extra day at home. 
Customers love it, because they 
don’t have to wait as long, and 
we love it, because the ramps 
are doing more business.”

 
Does customer experience in 
the industry need improving?
“It does, but the people aren’t 
usually the problem; it’s often 
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‘We’re very 
proud of our 
2018 and 
2019 Best UK 
Dealerships 
to Work For 
Awards’



Insight 3

Top 20 most-read 
new car reviews  
on whatcar.com

UVs continue to dominate this month. 
So much so, in fact, that only five cars 

in the top 20 most popular don’t fall into 
the high-rider clan. In particular, Skoda’s 
‘winter event’ savings offering 0% APR 
on the Karoq and Kodiaq helped to 
push both models up the rankings. 

Elsewhere, generous PCP discounts 
netting buyers the Volkswagen T-Cross 
from just £210 per month help that 
SUV to leapfrog its competition, 
moving from third last month to first. 

It’s a testament to the interest Tesla has 
built up in its Model 3 that despite no 
visible increase in advertising, the electric 
executive saloon manages to still place 
inside the top 5, all while many other non-
SUV models fall down the rankings. The 
unveiling of the all-new Volkswagen Golf 
helped that car to rise one place, though.

1 s	 Volkswagen T-Cross 

2 t	 Volvo XC40 

3 s	 Skoda Karoq 

4 s	 Volkswagen Golf 

5 t	 Tesla Model 3

6 s	 Skoda Kamiq 

7  –	 Seat Arona 

8 s	 Kia e-Niro

9 s	 Volkswagen T-Roc

10 t	 Seat Ateca

11  –	 Toyota RAV4 

12  –	 Nissan Qashqai 

13 t	 BMW X1 

14 t	 Toyota Corolla 

15 t	 Volkswagen Tiguan 

16 s	 Skoda Kodiaq

17 s	 Mazda CX-5

18 s	 Volkswagen Polo

19 t	 Mercedes-Benz A-Class

20 s	 Toyota C-HR

S

The T-Cross  
is yet another 
successful VW 
Group SUV; the 
Model 3 is still 
hugely popular

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

olkswagen’s market share is 
back on form this month, 

after dipping to 4.8% in September. 
This is no doubt helped by the 
unveiling of the eighth-generation 
Golf, but it’s interesting to see five 
Volkswagen models appear in our 
list of the most-read reviews – the 
most for any manufacturer. 

Elsewhere, BMW gained both 
sales volume and an additional 
place in the sales rankings 
compared with last month, 
while Vauxhall’s market 
share more than  
halved in October,  
from 8.5% to 4.2%.

1  –	 Volkswagen 2 9.6

2  –	 BMW 4 8.4

3  –	 Audi 6 5.3

4  –	 Skoda 13 3.5

5  –	 Mercedes-Benz 3 7.9

6  –	 Toyota 7 5.1

7  –	 Ford 1 11.7

8  –	 Kia 8 4.3

9  – Volvo 17 2.6

10  – Hyundai 10 3.9

11  – Mazda 20 1.4

12 s	 Seat 14 3.2

13 t	 Land Rover 12 4.0

14 t Peugeot 11 3.5

15  – Honda 19 1.6

16  –	 Nissan 9 4.3

17  –	 Vauxhall 5 4.2

18  – Suzuki 22 0.8

19  – Citroën 18 1.7

20  – Lexus 26 0.8

V

Sweeping change 
at Vauxhall has 
resulted in an 
enormous drop  
in registrations

UK sales
ranking

Market%
Oct 2019

Brand

New Mk8 Golf is 
helping to push 
Volkswagen up the 
search rankings

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

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


Insight 5

Expensive SUVs 
continue to drag   

attention away from 
traditional models

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

olkswagen’s 296bhp T-Roc R 
sports SUV enjoys a second 

month at the top, but it’s facing 
increasing competition from a raft  
of electric and hybrid SUVs wearing 
Audi, BMW, DS and Lexus badges. 

And while What Car? readers clearly 
enjoy performance models, they also 
have an eye on practicality, since our 
drive in a prototype version of the new 
Skoda Octavia Estate is in third place.

Elsewhere, interest in Volkswagen’s 
electric family hatchback, the ID 3, 
remains strong, despite it not being 
due on sale until next summer.

1 Volkswagen T-Roc R

2 BMW X5 xDrive45e 

3 Skoda Octavia Estate prototype

4 Toyota C-HR 2.0 VVT-i Hybrid

5 Volkswagen ID 3 prototype

6 Audi Q7 60 TFSIe

7 Lexus RX 400h

8 DS 3 Crossback E-Tense

9 Porsche Macan Turbo

10 Audi Q5 55 TFSIe

V

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

s the weather turned colder 
this month, buyers became 

more concerned about reliability, 
pushing results from the 2019  
What Car? Reliability Survey to  
the top of our list and displacing  
even the perennially popular  
best hybrid cars story.

Small hatchbacks have made a 
comeback, too, clocking up nearly 
twice as many page views as our 
family SUV and small SUV top 10s. 
Those round-ups are twice as 
popular as those for large SUVs 
and luxury SUVs, though. 

An update to our scrappage 
deals page – to include those 
running for the quarter ending on 
31 December – resulted in that story 
gaining popularity among buyers 
looking to end 2019 by trading up. 

Meanwhile, savvy motorists 
looking for cheap wheels by buying 
an insurance write-off ensured  
that our story explaining what  
the different write-off categories 
mean remained popular.

1 2019 What Car? Reliability Survey

2 Best hybrid cars 2019

3 Best small cars 2019

4 Best family SUVs 2019

5 Best small SUVs 2019

6 Latest scrappage deals 

7 Best small automatic cars 2019

8 Best large SUVs 2019

9 Best family cars 2019 

10 What is a Cat A write-off? 

A

The best hybrids has been a top-ranking subject for a few years now

Reliability
Survey

In association with

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

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


Insight 7

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

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

easing a new Audi has 
rarely been cheaper, which 

explains why the brand has 
leapfrogged its German rivals, 
moving from third place to first. 
And Kia climbs a place, mainly 
thanks to a tempting offer that 
nets you the Picanto city car 
from just £117 per month.

n especially good deal on  
the Skoda Karoq in 1.0 TSI SE 

Technology form, which was picked up 
through various websites, made this 
family SUV the most popular new car 
lease search by a country mile. 
Meanwhile, 
tempting prices 
on the outgoing 
Volkswagen Golf 
keep it as a  
top contender.

1 s Audi

2 t Volkswagen

3 t BMW

4  – Mercedes-Benz

5  –	 Skoda

6  –	 Land Rover

7  – Volvo

8 s Kia

9 t Ford

10  – Seat

1  – Skoda Karoq

2  –	 Volkswagen Golf

3  – Volvo XC40

4  – Range Rover Evoque

5  –	 Volkswagen Tiguan

6 s Volvo XC60

7 s Volvo XC90

8 t Volkswagen T-Roc

9  –	 BMW 3 Series

10 t	 Nissan Qashqai

L

A

There are great 
deals on the class- 
leading Picanto 
right now 

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

ith the arrival of the Cayenne 
Coupé, buyers are seeking  

to grab the conventional version  
of Porsche’s larger luxury SUV for  
a bargain price – prompting our 
updated used car review to soar  
to the top of this month’s rankings. 

And buyers should well be 
interested, because this is a car that 
cost a King’s ransom when new but 
can be had today for the price  
of an entry-level Skoda Octavia.

It’s not just posh SUVs that have 
been heading up this list; the Kia 
Sportage is seven places higher than 
last month, for example. Highlighted 
in our 2020 Used Car Awards, buyers 
are clearly taken by the value this 
family SUV offers and the reassurance 
of Kia’s seven-year warranty.

1 s Porsche Cayenne 2010-2017

2 s	 Skoda Yeti 2009-2017

3 s BMW 3 Series 2012-2019

4 t Land Rover Freelander 2006-2014

5 s Ford Fiesta 2008-2017

6 s Nissan Qashqai 2014-present

7 s Range Rover Evoque 2011-2019

8 s	 BMW 3 Series 2019-present

9  – Ford Focus 2011-2018

10 s BMW X3 2010-2018

11 t Audi A3 2013-present

12 s BMW 1 Series 2011-2019

13 s Kia Sportage 2016-present

14 t Volvo V50 2004-2012

15 t Nissan Qashqai 2007-2013

16 s	 Volkswagen Golf 2013-present

17  – Volkswagen Polo 2009-2017

18 t	 Land Rover Discovery Sport  

  2014-present

19 s Mazda CX-5 2012-2017

20 s Volvo XC60 2008-2017

W

Victory in our 2020 
Used Car Awards has 
notably benefitted 
the Kia Sportage

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

https://www.whatcar.com/reviews/
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What Car?’s power to inform 
The cars with the biggest boots

anufacturers are required 
to list boot sizes in litres, 

but that includes the nooks 
and crannies that are in reality 
very hard to make use of, so 
What Car? carries out its own 
tests to reveal how many  
carry-on suitcases each  
car can take.

A story rounding up all of the 

models with room for nine or 
more was the most popular 
article on the What Car? 
website the day after it was 
updated to include the latest 
results, and while interest 
gradually waned over the next 
four days, traffic remained at 
more than twice the level it 
had been before the update.

M

IMAGE

Data source: Google Analytics

Boots are measured using identical 
560x250x230mm Antler suitcases
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What Car?’s power to inform 
The best used 4x4s in 2019

hat’s better than a new 
car on your driveway? 

Well, that would be one that 
you haven’t had to spend 
much money on, of course. 

Our used cars team have 
sorted the best from the rest  
to reveal which second-hand 
SUVs deserve buyers’ cash  
and give examples of cars 

currently on the market, but 
they also detail problems that 
must be watched out for. 

The round-up was naturally 
very popular on the day it was 
published and, as with the 
biggest boots story, in the 
following days remained more 
than twice as popular as it 
had been before the update. 

W

IMAGE

Data source: Google Analytics

Previous-generation Land Rover Discovery 
and Suzuki Vitara were both commended
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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 involved in 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 Citroën C4 Cactus 1.2 Puretech Flair 26.0%

2 Mercedes-Benz S-Class S350d AMG Line  25.2%

3 Fiat Panda 1.2 Pop 22.6%

4 Seat Leon 1.0 TSI SE 21.9%

5 Suzuki Swift 1.2 SHVS SZ5 Allgrip 21.1%

6 Vauxhall Astra 1.5 Turbo D 105 SR 20.9%

7 Citroën Grand C4 Spacetourer 20.8%

8 Volkswagen Touran 2.0 TDI 115 S DSG 20.4%

9 Citroën C3 20.3%

10 Nissan Juke 1.6 112 Acenta 19.0%

1 Skoda Scala 1.0 TSI 95 S -10.5%

2 Skoda Kodiaq 1.5 TSI SE -9.8%

3 Honda Civic 1.0 VTEC Turbo 126 SE -5.4%

4 Hyundai i10 1.0 S -4.5%

5 Hyundai Kona 1.0 T-GDi Blue Drive S -3.1%

6 Vauxhall Insignia Grand Sport 1.5T Design -2.9%

7 Ford S-Max 2.0 Ecoblue Zetec -2.4%

8 Vauxhall Crossland X 1.2 83 Elite -2.3%

9 Mercedes-Benz E-Class Estate -2.0%

10  Peugeot 3008 1.5 BlueHDi Active -1.8%

T

T

The average discount on the C4 Cactus was 18.3% last month; now buyers can save yet another 7.7%    

Big offers on Skoda’s new, smaller family hatchback 

and seven-seat SUV have now come to an end

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


Target Price this month
Analysis of new car incentives
n	Events continue to conspire 
against efforts to rebuild sales figures 
and dealer profitability.The blend of 
Brexit uncertaintly, a winter general 
election and a traditionally quiet 
trading period is prolonging people’s 
decision to go for a new car. This has 
resulted in increases of up to 15.8%  
in the typical cash discount over the 
past three months. Only the small  
car segment bucks the trend, with  
an 8.5% fall in the average saving.

n	Customers can currently expect to 
negotiate an average cash discount 
of 8.3% (or £2860 per car) and get 
an additional £1856 in finance-based 
incentives when signing up to a PCP 
deal – typically available at 4.6% APR.

n	The combined (cash and finance) 
average saving is therefore £4716 – a 
5.1% (£230) increase over last month.

n	There has also been a fall in the 
average campaign PCP APR across 
six of our 12 market segments, while 
three are unmoved and three are up.

n	The typical finance deposit 
contributions linked to the campaign 

Insight 13

£

PCPs also increased – by up to 59% in 
relative terms across eight segments.

n	Citroën is currently the most 
generous brand, giving an average 
discount of 16.9%, followed by Seat 
on 14.4% and Nissan on 12.7%. That’s 
the same podium as last month.

n	Suzuki has recorded the highest 
month-on-month increase in the 
average cash discount, with the 
typically achievable showroom 
discount across its model range 
increasing by 3.8% to 9.4%.

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
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Family SUVs
n	Family SUVs have enabled better 
defence of trading margins, because 
they’re often pitched to match larger 
SUVs’ desirability but at a lower cost.

n	As more brands have capitalised 
on this opportunity, competition, both 
direct and from hatchbacks and 
estates, has increased to the point 
that buyers are now gaining the 
upper hand when negotiating.

n	This is shown by a growth of 15.8% 
in the average cash discount in the 
past quarter – double the second-
highest increase (estates, at 7.9%).

n	This means customers can expect 
to haggle a typical 7% (or £2053 per 
car) saving when buying family SUVs.

n	The value of finance incentives has 
also grown during the past quarter 
by more than 20% to £1410, giving  
a total average saving of £3463.

n	The typical finance incentive of 
£1410 is accessed via a PCP deal 
with an average APR that hasn’t 
changed since August, at 5.3%.

n	Nissan, Seat and Hyundai typically 
offer the biggest cash discounts, with 
an average of 13.8% (£3893) on the 
Qashqai, 13.0% (£3813) on the Ateca 
and 12.8% (£3583) on the Tucson.

Coupés and convertibles
n	The average cash saving for 
coupés and convertibles is rising in 
line with the overal market; it currently 
stands at 8.6% (or £3663 per car).

n	More than 30% of models can 
typically be bought with a double-
digit cash discount. Mercedes-Benz, 
BMW and Audi lead the way with 
17.6% (£14,523 ) off the SL, 13.7% 
(£6902) off the 6 Series and 11.5% 
(£5151) off the A5 Cabriolet.

n	Finance deposit contributions  
of up to £9000 per car are also 
available, tied to manufacturer-
backed PCP deals with an  
average APR of 5.3%. 

£

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
These results prove that just because you 
need to carry seven people, your running 
costs needn’t be astronomical. And while 
many of the cleanest seven-seaters are 
powered by diesel engines, the 1.2-litre 
turbo petrol engine in the Citroën Berlingo 
proves to be more economical than 
versions of both the Volkswagen Sharan 
and BMW X5 that fill from the black pump. 
Nothing has yet beaten the 1.6-litre diesel 
Volkswagen Touran, although that has 
since been replaced by a 2.0-litre model.

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 
seven-seat cars we’ve ever 
tested.

S

1 Volkswagen Touran 1.6 TDI 115  50.9

2 Citroën Grand C4 Picasso 1.6 BlueHDi  48.0

3 Renault Grand Scénic 1.6 dCi  47.3

4 Nissan X-Trail 1.6 DIG-T  45.1

5 Peugeot 5008 2.0 BlueHDi  44.3

6 Skoda Kodiaq 2.0 TDI  42.8

7 Ford Galaxy 2.0 EcoBlue  42.8

8 Citroën Berlingo 1.2 Puretech 110  41.1

9 Volkswagen Sharan 2.0 TDI 150  39.3

10 BMW X5 xDrive30d  34.1

True
MPG

Make and model

Now-discontinued 
diesel version of 
class-leading MPV  
is yet to be beaten  
in our economy 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
Toyota Corolla
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he strongest competition for 
Toyota’s family hatchback 

initially comes from the Volkswagen 
Golf, but while interest in that car 
remains steady as buyers move  
from the researching to buying 
stages, the Mercedes-Benz A-Class 
experiences a meteoric rise. 

Indeed, interest in the A-Class more 
than doubles over time, moving from 
8 to 18%. It’s also interesting to see 
that interest in Toyota’s larger Prius 
falls from 7% to 5%, perhaps because 

buyers consider it too large, too old 
or too associated with taxi firms. 

There’s also a pair of small SUVs 
represented here, but interest in  
both the Toyota C-HR and Honda 
HR-V decreases over time.

Buyers clearly like the idea of 
getting a more premium model, 
though, since interest in the  
BMW 3 Series executive saloon 
increases from 11% to 14%.

T

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
Volvo XC90

Insight 17

t should come as little surprise 
to find that the rival most in 

buyers’ minds when they start to 
research the Volvo XC90 is our 
current favourite luxury SUV,  
the recently updated Audi Q7. 

This five-star contender starts out 
being considered by a quarter of  
all potential Volvo XC90 buyers and 
holds onto that share as they come 
closer to putting their money down.

The Q7 isn’t the strongest success 
story on this graph, however; that 

honour goes to the Land Rover 
Discovery, because interest in it  
more than doubles over time, from 
9% to 19%. Don’t think the same is 
true of all premium-badged SUVs, 
since interest in both the BMW X5 
and the smaller, five-seat-only  
Volvo XC60 decreases over time. 

With the XC40 staying at 6% interest 
throughout, the entirety of Volvo’s  
SUV line-up is represented here.

I

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
Buying

18 Insight

his month has taken a toll on 
sales of anything that isn’t an 

SUV. The Volkswagen Polo drops from 
first to fourth, with the Volvo XC40 
taking over the top spot, while  
the Range Rover Evoque also 
experiences a significant uplift. 

The Mercedes-Benz A-Class fell 
especially sharply, from fourth last 
month to 13th this time – and that’s 
despite our Target Price savings 
netting buyers up to £3459 off  
the price of a new model. 

The Volkswagen Golf rises two 
places this month, helped by an 
increase in dealer discounts ahead 
of the eighth-generation model’s 
introduction. Indeed, the Golf is 
currently available with the highest 
discounts of any five-star family car, 
with savings of up to £2654 making  
it a bargain for savvy shoppers.

T

Rivalry between 
the near-evenly  
matched XC40 
and Evoque is 
still sizzling

1  s Volvo XC40

2 s Range Rover Evoque

3  – Kia e-Niro

4 t Volkswagen Polo

5 s Volkswagen Golf

6 t Seat Arona

7 s Volkswagen T-Roc

8 s	 Skoda Karoq

9  s Kia Picanto

10  s	 Nissan Qashqai

11 s Audi Q2

12 s	 Volkswagen T-Cross

13 t	 Mercedes-Benz A-Class

14 s	 Volkswagen Passat

15 s Nissan Juke

16  – Toyota RAV4

17 t	 Seat Ateca

18  t	 Ford Fiesta

19 s	 Volkswagen Tiguan

20 t Ford Focus

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 Volvo

3 s Kia

4 t Audi

5 s Land Rover

6 s Seat

7 s BMW

8 t	 Mercedes-Benz

9  –	 Skoda

10 s	 Nissan

11 t	 Toyota

12  – Hyundai

13 t Ford

14  –	 Mazda

15 s	 Jaguar

16 t Peugeot

17 s	 Citroën

18 s	 Honda

19 s	 Renault

20 s	 Mini

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

Insight 19

T

Volkswagen remains  
in Polo position; Volvo  
is pushing its new rival 
to the BMW 3 Series 

empting offers on the Polo and Golf 
hatchbacks help Volkswagen to 

strengthen its hold on the top position 
this month – generating 46% more leads 
for dealers than even the second-placed 
marque, Volvo, which leaps up from sixth. 
Its discounts are some of the healthiest 
from any manufacturer, with especially 
large discounts on the XC90 SUV and  
S60 saloon netting buyers savings  
of up to £6475 and £6001.

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


