Certified Pre-Owned

CPO Consumer Journey

All car buyers share the same goal — the ‘Best Deal’ for them, but their definition varies by stock type. For the CPO

buyer, the best deal is “a car | can rely on.” As consumers go through the car buying process, they answer their key

needs through thinking and then acting on their triggers. Here’s a look at the consumer journey when considering
CPO inventory within the car buying process. Meeting these needs can help influence a CPO purchase.
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