
Towards the end of 2022, the big question on everyone’s 
mind was what the new year would look like in light of the 
uncertain economic climate. In the automotive industry, this 
left dealers wondering what this would mean for their busi-
ness and whether shoppers were going to be thinking twice 
about that all important car purchasing decision.  

With this in mind, here at AutoTrader we decided to take 
a closer look into consumer purchasing behaviours and overall 
attitudes toward buying a new or used vehicle in 2023. We 
wanted to get a better understanding of purchase intent within 
the next six months, if the economic situation were to 
improve, stay the same or worsen. 

In general, Canadians are concerned by the state of the 
economy, and a large majority (71  per cent) of consumers 
believe that the situation will get worse or remain the same. 
However, despite this, the study actually revealed a cau-
tiously optimistic outlook, showing intentions to purchase 
a vehicle in the next six months have increased up to 24 per 

cent compared to 18 per cent in March of 2022. As we see 
it, the data shows that while Canadians think the economy 
is in trouble, they simply don’t yet believe it will affect their 
personal fi nances enough to change their overall outlook 
when seeking a new or used vehicle. 

KEY FINDINGS FROM THE STUDY INCLUDED: 
Despite concerns, many Canadians rate their 
current fi nancial situation somewhat positively
Just under half (47 per cent) of the Canadians surveyed said 
they felt the current state of the economy was poor or very 
poor. Therefore, it is somewhat surprising that 60 per cent 
of respondents rated their current household fi nances as 
‘good’ or ‘very good’, while just 10 per cent rated their house-
hold fi nances as ‘poor’ or ‘very poor’. Looking ahead, 30 per 
cent claimed they expected their situation to improve in the 
coming six months while only 15 per cent imagined it would 
get worse for them personally.

Intender behaviors likely won’t change 
even if the market does
The average amount Canadians intend to spend on their next 
vehicle was extremely robust, with hardly any variance 
whether the economy improves, gets worse, or stays the same 
– indicating that those who intend to buy are in the major-

ity who feel their household’s fi nancial outlook is either going 
to stay the same or improve (85 per cent). 

However, the number of intenders entering the market 
does change materially based on the economic performance 
of Canada. If the economy were to improve, the reported 24 
per cent intending to buy a vehicle would leap to 34 per 
cent, whereas if the economy were to move in the opposite 
direction, this would contract to 16 per cent. 

What this means for dealers 
For dealers, this means continuing to invest in directing 
consumer demand towards their inventory is vital. Dealers 
planning to reduce such efforts may fi nd themselves missing 
out on what appears to be continued consumer demand, 
simultaneously creating clement market conditions for those 
rival dealers who do continue their efforts. It’s crucial for 
dealers to continue to invest in replenishing stock as well to 
avoid missing out on opportunities for sales. Lastly it is worth 
noting that as inventory continues to replenish across the 
market, prices will continue to plateau and so dealers will 
experience heightened consumer price sensitivity and com-
petition for sales compared to the previous two years. CAW

Baris Akyurek, director of marketing intelligence, AutoTrader 
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Despite concerns about the economy, Canadians claim they 
are still planning to go ahead on that vehicle purchase
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I am in the midst of helping to create a screenplay and 
script about Joe Girard. He still stands as the Guiness 
Book of Records #1 Sales Person (in all categories) aver-
aging six new cars sold and delivered a day for 15 years 
straight! He then became a best-selling author, globally 
renowned speaker and sales celebrity.  He could have 
asked anyone, but in 2007 he contacted me to have the 
honor of doing his inauguration talk into the Automotive 
Hall of Fame with him, and we became good friends. 

To describe him as a colorful character would be a 
vast understatement, which the movie and NetFlix series 
will depict. I am holding a folder he gave me about how 
he did what he did.  While we all look towards the future, 
I would like to refl ect on a long-lost era of nostalgia in 
the car business, when Detroit really was The Motor City.  
The business looks different today than it did when he 
was selling, but I would like to share some of his enter-
taining and timeless principles of sales and success.  Below 
are some of his “Sell or Starve” sales practices we should 
all remember, as written down by him to me, in his unique 
fi rst-person Detroit mafi a-inspired manner:
1. “The real sales start after the sale. You can’t provide 
customer service until they become a customer so close 
the deal and then blow their minds with love every 
month.” Joe didn’t have email or text in the 1960’s and 
70’s so he mailed all of his customers a card every single 
month. When he retired in 1979 his team was mailing 
over 15,000 cards a month!
2. “Sales puts them on the road and service brings them 
back. One problem with one customer is one too many 
so don’t stand behind what you sell, stand in front of it.  
It’s not enough that the mechanics love you, they should 

kill for you.” On the fi rst Wednesday of every month Joe 
treated 37 mechanics to a salad, pasta and red wine dinner 
at the small Italian  restaurant Amore Da Roma, just up 
the street from his store Merollis Chevrolet.
3. “Stop selling cars and start selling yourself. If the cus-
tomer knows you like them, they will like you and you 
can start to move towards the close.”  When the time was 
right Joe would pull from his pocket, buttons that said, 
“I Like You”, and pin it on the shirts of his clients; their 
reaction would tell Joe if he could start closing.
4. “Sales is a game and you only get one chance to win.  
Just like chess you are playing a game and if you blow it 
you won’t put food in your family’s mouths, so don’t be 
shy to get Word of Mouth going with every single person 
you meet or sell.”  He would attend baseball and hockey 
games to walk around the arena and throw handfuls of 
cards in the air when the hometown team scored.
5. “Always have a PMA - positive mental attitude - and 
stop hanging around negative people and negative talk.”  
Joe walked through the entire dealership when he arrived 
at work and then again when he left, and other than that 
he was there to focus on his business, avoiding gossip 
and small talk with fellow staff during the day.

He had many ways of selling that wouldn’t work today, 
but his way of thinking certainly does.  A crazed genius, 
he was a hybrid between The Wolf of Wall Street and The 
Godfather, and was by all counts, an exceptional thinker 
and salesperson.  CAW

Duane Marino trains sales people, management, 
service and f&i and you can contact him by visiting 
www.DuaneMarino.com, calling 1-888-735-6275 or 
emailing info@duanemarino.com
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Source: DIG Insights - Impact of the Economic Situation in Canada on Vehicle Purchase Intentions, October 2022, n=456.
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