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33%

Vehicle Path 
to Purchase
Triggers to Purchase a Vehicle 

Time From Trigger to Final Purchase
Majority of New & Used Buyers Make a Purchase Within 3 Months

Used & New Vehicle 
Cross-Shopping
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Leading to Final Purchase

Time Spent 

Information Sources Used

Visitation of Online
Automotive Marketplaces

Consumer Research Results

Online Automotive Marketplace

Dealership Websites

23%
Manufacturer Websites

43%
Dealership Websites

50%
Manufacturer Websites

42%
Online Automotive Marketplace

Used Vehicles

Used New

Source: DIG Insights, Vehicle Path to Purchase Research Study, August 2024, (n=1,229).

Previous 
vehicle was 
getting old

Accommodate 
new travel/
commute

Want to 
upgrade to 
something 

newer/nicer

31%

9% 13%

29% 18%
31%

25% 25%

Want to 
upgrade to 
something 

newer/nicer

Accommodate 
new travel/
commute

Previous 
vehicle was 
getting old

39%

33%

20%

of used shoppers 
considered 
buying new

47%
of new shoppers

considered 
buying used

36%

Used Buyer

77%
New Buyer

67%

30 minutes or less

Over 30 minutes less than 1 hour

36%

Researching

38%

33%

Comparing/
weighing options

31%
32%

Making the 
purchase

31%

Over 1 hour

53%
41%

Preference for Customer 
Service Over Great Price

“A fair price and an amazing customer experience”

Number of Times Visited

43% 50%

Used New

Used New

New

2 to 5 times 11+ times6 to 10 times

18%

64%

14%

Used

Used New

16%
33%

Used New

26%
32%

Used New

2 to 5 times 11+ times6 to 10 times

24%
32%

39%

4-6 months+6 months 2-3 months 1 month <1 month

18%
15%

31%

14%

23%

4-6 months+6 months 2-3 months 1 month <1 month


