
 

recognising need

“I’m collecting information  
and seeking advice”
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The second half of the path to purchase takes 15 weeks.

It takes 43 weeks  
to buy a car On average, recognising need and researching options take place over a 28 week period.

“I need to buy a new car”

Four out of five car buyers have either no make  
or a shortlist of makes

Car Buyers Path to Purchase 

Anticipate it will take 
more than three months 
before they purchase82%

Over half gain inspiration and 
information from News Media.

Most consumed information sources

In this stage the top three information 
requirements are:

66%
Price guide

46%
Product  

specs & details

41%
Ideas and 
inspiration

The top three reasons Kiwis buy a new car are:

forming a shortlist

A fter consulting 525 Kiwis who are  
planning the purchase of a new car,  
we have developed a complete path  

to purchase for car buyers.   
 

“I’ve narrowed down  
my choices”

“I’m about to purchase  
a new car”

Half have selected the make  
of car they intend to purchase

Top 5 decision making criteria

5%51% 44%Yes - one 
make

Yes - a short list 
of makes No

Consumers are making decisions mostly on price, brand 
reputation and previous brand experiences. Guarantees and 
recommendations also rate highly when deciding on a car.

Reasons to visit a dealership

of people consume 
information from news 
media at this stage of 
the customer journey. 36%

more than a third,

purchasing a car

Automotive is a high spend 
category, with Kiwis typically 
spending $33,000 on a brand 
new car, and $13,000 on a 
second hand car.

The final stage in the purchase journey is the 
point at which the buyer finally decides to buy 
a new car. 

The value of news media 
Throughout the car buyers path to purchase, news 
media consistently features as a leading source of 

useful and trusted information.
Talk to us to find out more - phone 09 306 1600  

or email info@newsworksnz.co.nz

Source: Research Now New Zealand, Path to Purchase study, April 2017.

It takes you from the moment they decide they 
need a new car, to the final purchase decision - 
and we’ve discovered what drives and influences 
their purchasing decisions along the way.

researching options

When I was 
ready to test 
drive a car

Early on to  
get an idea  
of makes/ 
models/
prices etc

When I was 
ready to 
compare 
options

When I wanted 
to negotiate 
price/terms/
finance etc

To make the  
final purchase

44%
40%

21% 20%

38%
Internet source

Manufacturer website

Word of Mouth

Comparison websites

TV

News Media (Print/Online)

Dealer face to face

Car magazines

Dealer website

Social media

Outdoor advertising

59%
52%

40%
38%

28%
25%

17%

24%

13%

18%

11%

News media is a leading source  
of trusted information

Friends and family

News media (Print/online)

Mufacturer/brand ads

Internet ads

Social media

Sales person

Magazines

Radio

Dealer ads

TV
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77%
64%

54%

38%
32%

40%
Upgrade to  

newer model

20%
Upgrade to  

bigger vehicle

13%
Change in lifestyle


