
BY THE NUMBERS 
The opportunity for automotive advertisers is huge. How are you  
staying in front of customers and ahead of the competition?

REACH CAR BUYERS

At any point, only 9% of U.S. adults are planning to 
purchase or lease a vehicle in the next 6 months.  

Unlike media aimed at a general audience, 
Cars.com targets in-market shoppers  

and puts you in front of them precisely when  
they’re making their buying decisions. 

Cars.com Omnibus, Nielsen, June 2015

An estimated 36% of all vehicles sold in the U.S.  
in 2015 were to those who researched on Cars.com. 

Oracle Data Cloud, March 2016 

CARS.COM IS A GROWING BRAND  
WITH A GROWING AUDIENCE

We receive 31.5 MILLION visits each month,  
and that number is growing.

Cars.com Site Data,  May 2016

31.5
MILLION

16.1 MILLION of those visits come from mobile phones. 
Smartphone traffic is up 5% year over year.

Cars.com internal data, May 2016

62% of mobile-first auto consumers say if they  
could complete the entire vehicle purchase process  

online, they definitely would.
Facebook/lpsos, 2015. Under the Hood: Mobile-First Auto Consumers

AD

Automotive brands will dedicate more than  
60% of digital ad budgets to mobile.

eMarketer, 2016

Digital ad spend is estimated to be  
1.5 times that of TV ad spend by 2020.

Magna Global, 2016

Independent research sites like Cars.com are more  
useful than traditional media in the car buying process.

MaritzCX New Vehicle Customer Study (NVCS) Feb, 2015 

2X as 
important as 

TV ads

21X as important 
as newspaper or 

magazine ads

10X as important 
as radio ads

CAR SHOPPING HAS GONE DIGITAL

 16.1



Put your brand in the spotlight where shoppers are deciding what and where to buy.  
Shoppers use Cars.com to decide which dealers are in their consideration set.

INFLUENCE DECISIONS

MORE EXPOSURE ON CARS.COM DRIVES  
HIGHER-PERFORMING DEALER SITE VISITS

57% of Cars.com visitors plan to 
purchase in the next six months,  
and 14% purchased in the past  
six months.
Cars.com Consumer Metrics Study, July 2016

1 in 3 Millennials (18-34) and 4 out  
of 10 GenXers (35-54) are in market 
to purchase a car in the next six months; 
Boomers (55+) are least likely to be in 

market to buy. 

Cars.com Consumer Metrics Study, July 2016

7 in 10 shoppers on Cars.com are 
undecided on what and where to buy.
Cars.com Consumer Metrics Study, July 2016

Compared to its competitive set,  
Cars.com site visitors are more 
open to any make/model when 
they first begin to shop.
J.D. Power New Autoshopper Study, 2015

CONNECT WITH MOBILE SHOPPERS

68% of on the lot mobile 
visitors return to Cars.com 
within 10 days to continue 
researching. 
Cars.com Behavioral Analytics on Mobile Study, April 2016

49% of Cars.com mobile  
audience is made up of millennials 
(ages 18-34). 
comScore Media Metrix, June 2016

At Cars.com, we know your business can’t run on leads or impressions alone. Sales are what drive your 
dealership, and many key decisions are being made long before a customer steps on a lot. And that’s why we 
have built our brand to be the highest-quality destination for car buyers. And, in turn, the highest-quality 
investment for you. To learn more, visit dealers.cars.com.
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Cars.com delivers high quality website traffic. In fact, 60% of Cars.com monthly traffic  
is ‘direct’ traffic, calculated based on visits where the last click was not paid or SEO.
Cars.com internal data, July 2016

When on dealer websites, shoppers who have been to Cars.com are of higher quality than 
those who haven’t visited Cars.com previously. Comparatively, Cars.com shoppers:
• Perform 61% more searches

• Are 65% more likely to send an email lead

• View 51% more VDPs

Dataium, Dealer Website Performance Report, January 2015


