What you can’tignore in 2024.
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Visits to Auto Trader in January - YoY

demand up 6.7%, supply up 3%.

=71.5% VS -14%%

Retail & trade prices down YoY. Retail
prices flat MoM in February (MTD).
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roadin 2024 vs 2019.

Reductionin 3-5-year-old cars on the



INSIGHT OVER INSTINCT
> CONSUMER CONFIDENCE

PERSONAL FINANCIAL MAJOR PURCHASE
OVERALL SITUATION INDEX

Consumer confidence
has softened slightly in
recent weeks, but
remains steady and
significantly ahead of
last year

(o ) At least as confident that
8 4 /o they can afford their car

purchase vs. ayear ago
(o) Looking to purchase in the
78 /o next 6 months (vs. 80% Feb 23)

:AutoTrader Source : GfK Consumer Confidence Index Feb 2024
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INSIGHT OVER INSTINCT

Expect more
complexity in 2024 and
a greaterreliance on
accurate market data
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SUPPLY & DEMAND IN 2023 H2: YEAR-ON-YEAR

DEMAND RISING
A~ parity is achieved

90%

70%

50%

The drop in new car
sales from the
30% pandemic means

supply of 3-5-year-
old petrol cars will
fall furtherin 2024

10%

SUPPLY
SHRINKING

Strong demand for

1-3EVs as price

1-3. electric

<1 ]

<1. petrol
o.\ The recoveryin
new car salesis
PS bringing fresh
supply into the
nearly new
market

HOW TO READ THIS CHART:

i.e.3-5. full/mild hybrid:
Full or mild hybrid cars between 3
and 5years old.

°
3-5. full/mild hybrid

<1. electric

SUPPLY GROWING

N

3-5.petrol g

-10%
3-5. diesel

1-3. diesel
°

-30%
-40% -20%

As new car buyers move further

away from diesel cars, supply of
used cars will continue to fall
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2024, THE YEAR...

electric
grows up
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EVINTEREST AT
RECORD LEVELS

FASTEST-SELLING
FUEL TYPE

INCREASING
CONSUMER CHOICE

156

Electric carviews every minute in 2023 - views
of used EVs +50% vs. 2022.

23

Days to sell 3-5-year-old EVs in January,
10 days faster than ICE average.

58

Brands selling cars in the UK by the end of
this year, increase of 10 in just 12 months.



ELECTRIC GROWS UP

USED EV STOCK MIX BY
Unique vehicles advertised on Auto Trader. Auto Trader forecast.

e 5
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15%
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7% %
7% 49, 3%
12% 5%

Used EV supply will o

14% 9%

grow rapidly in 2024.

19%

12%

32% .
el 15%

And more and more of
that stock will sitin the °
3-5year old cohorts.

27%

:AUtOTrCIdeI' 2018 2019 2020 2021 2022 2023 2024



ELECTRIC GROWS UP

90% of new EV
considerers also
look at used EVs and
across all ages.

For the first time,
buyers have the wide
choice of used EVs
they need.
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EV AUDIENCE CROSSOVER

\ Age cohort
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NEW 1 1-3 3-5 5+
Viewed brand new EV Viewed under Viewed1-3 VIS PEREL
year-old EV years old EV years old EV years o IdEV
NEW EV CONSIDERERS 89% 93% N% 89%

<1 YEAR-OLD
EV CONSIDERERS

1-3 YEARS OLD
EV CONSIDERERS

3-5 YEARS OLD
EV CONSIDERERS

5+ YEARS OLD
EV CONSIDERERS



ELECTRIC GROWS UP

Used EV sales growth the highest of
all fuel types over the past year
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-20%
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Used EV speed of sale almost

halved since last January

Speed of Sale (Days)
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Source: Auto Trader internal data



2024, THE YEAR...

Online
becomes
omnichannel
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RECORD ONLINE 7 in 10

ACTIVITY
Have done or want to do most
key buying jobs online

iy .

90%

g RETAILERS
(= REMAIN VITAL Of car buyers visit dealerships as
part of their car buying research

~ & AN
51%

{ . ~OMNICHANNEL . N
J IS THE FUTURE Believe the ability to complete part of
the process online is important (vs. 31% of
»

over 45s)
-~




ONLINE BECOMES OMNICHANNEL

68%f|nd buy|ng APPEAL TO BUY ONLINE
. . How appealing do you find this concept?
online appealing -

dri o =
riven oy younger ceu  68% 87%
car buyers i
Scenario explains aspects of experience e.g.
* Setprices & non-negotiable
* Buy online by spending 10 mins entering some
personal details incl. financial info o -— =~
e Caravailable fordelivery in 3days and N = (o]
delivered by experienced customer service rep g g -l +
* Have7daystogetfeelforthe car,if they're not P <« 2 m

happy can return for full refund

BY AGE

Source: Auto Trader internal
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ONLINE BECOMES OMNICHANNEL JOBS COMPLETED ONLINE
Which of these tasks involved in buying a car have you done online, or
would you like to do online? I've done this online
17-44(n=2079), 45+ (n=1916)

m45+ m17-44
View the price (either total or monthly) 64%
Checkif/when the car is available 50%
Get a price guide for the value of your existing car 45%
Ask the dealer questions about the car 44%
Buyers under 45 are far =eeKan appoiiT el o
. Live video viewing/ video walk around 40%
mo re ll ke ly to WO nt tO Decide on the most appropriate type of finance 38%
d b S C b l' Adding additional products 34%
O Uyl n g J O S O n I n e View condition/ imperfections of the car 33%
Pay a deposit toreserve the car 32%
Negotiate the deal (e.g. price, warranty) 30%
Complete afinance application 30%
Arrange delivery /collection 29%
Organise for your current car to be collected 29%
Complete the full purchase of acar 29%
Get a guaranteed part-exchange valuation 28%

= AutoTrader

Source: Auto Trader internal



ONLINE BECOMES OMNICHANNEL

Having a better idea
of the car they want
means that under
45s will travel further
and visit more
retailersto find it

aasmms» 17-44 45+

DISTANCE WILLING TO TRAVEL
What's the furthest you're willing to travel to a
dealership to buy a car? 17-44(n=1049), 45+ (n=951)

UPTO
100
MILES

[0)4

Lessthan Upto20 Upto50 Upto100 Upto200 Over200
10 miles miles miles miles miles miles

NUMBER OF RETAILERS VISITED

How many individual dealerships did you
actually visit in person (as best as you can
remember)? 17-44(n=547), 45+ (n=434)

31% 3+

RETAILERS
/ VISITED
23%
14%
16% :

Source: Auto Trader Car Buyers Tracker - 2022-2023
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