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New Dealer Model Threats 

FUTURE OF MOBILITY ECOMMERCE MILLENNIALS 



Implication for Idle Dealers 

INCREASING 

COMPETITION 

With tech giants, 

OEMs, dealer 

franchise groups, 

and now ride sharing 

networks in the mix -- 

dealers who do not 

innovate will lose 

market share. 
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SHRINKING 

MARGINS 

Increased price 

transparency on top 

of expensive real 

estate and inefficient 

sales processes 

make it harder and 

harder to differentiate 

on price alone. 
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DECREASING 

SALES 

Today’s customers 

want to buy cars the 

same way they buy 

everything else - 

millennials in 

particular are not 

afraid to take their 

business elsewhere. 
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IMMINENT 

CONSOLIDATION 

Remember 

Blockbuster, Borders 

Books, and Kodak? 

Innovate and thrive, 

or ignore trends and 

disappear. 
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You’ve got to start with the 

CUSTOMER EXPERIENCE and  

work back toward the technology.  

 
-Steve Jobs 

“ 
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Technology is  

NOT enough 

 
Is it easier to learn better process & tech or easier 

to learn how to be a car dealer? 

 


