
 
1D  ocumento completo relativo al sondaggio

(in ottemperanza all’art. 5 del Regolamento in materia di pubblicazione e diffusione dei sondaggi sui mezzi di comunicazione di 
massa approvato dall’Autorità per le garanzie nelle comunicazioni con delibera n. 256/10/CSP,  pubblicata su GU n. 301 del 

27/12/2010) 
 
 
1.TITOLO DEL SONDAGGIO 
 
 
 
 
 
 
 
2. SOGGETTO CHE HA REALIZZATO IL SONDAGGIO  
 
 
 
 
 
 
 
3. SOGGETTO COMMITTENTE  
 
 
 
 
 
 
 
4. SOGGETTO ACQUIRENTE  
 
 
 
 
 
 
 
5. DATA O PERIODO IN CUI È STATO REALIZZATO IL SONDAGGIO  
 
 
 
 
 

1 Tutti i campi sono obbligatori. 
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 (pubblicato sul quotidiano/periodico  cartaceo e/o elettronico, diffuso sull’emittente radiofonica, televisiva o sul 
sito web)  

. MEZZO/MEZZI DI COMUNICAZIONE DI MASSA SUL/SUI QUALE/QUALI È PUBBLICATO O DIFFUSO 
IL SONDAGGIO

 
 
 
 
 
 
 
7. DATA DI PUBBLICAZIONE O DIFFUSIONE 
 
 
 
 
 
 
 
8. TEMI/FENOMENI OGGETTO DEL SONDAGGIO (economia, società, attualità, costume, marketing, salute, etica, 
ambiente etc.) 
 
 
 
 
 
 
 
9. POPOLAZIONE DI RIFERIMENTO 
 
 
 
 
 
 
 
10. ESTENSIONE TERRITORIALE DEL SONDAGGIO3 
 
 
 
 
 
 
 

 
 

2 Fatti salvi i casi di esclusione di cui all’articolo 2 comma 3 del Regolamento. 
3 Nel definire l’estensione territoriale del sondaggio è possibile scegliere tra due opzioni, la prima con l’elenco dei comuni oggetto 
della rilevazione, la seconda con il numero dei comuni suddiviso per area geografica. 

 

 

 

 

 



10.1.COMUNI DI RILEVAZIONE 4

 
 

Opzione a). Elenco dei Comuni 
 
 
  

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

4 Inserire, nella casella di testo, l’elenco dei comuni in formato tabella. 

 



Opzione b). Numero di comuni5

 
  

Comuni Nord Ovest Nord Est Centro Sud e Isole Totale 
fino a 5mila abitanti           
più di 5mila abitanti           

fino a 10mila abitanti           
tra 10mila e 100mila abitanti           
più di 100mila abitanti           
Totale           

 
11. METODO DI CAMPIONAMENTO (inclusa l’indicazione se trattasi di campionamento probabilistico o non probabilistico, 
del panel e l’eventuale ponderazione) 
 
 
 
 
 
 
 
12. RAPPRESENTATIVITÀ DEL CAMPIONE INCLUSA L’INDICAZIONE DEL MARGINE DI ERRORE 
 
 
 
 
 
 
 
13. METODO DI RACCOLTA DELLE INFORMAZIONI 
 
 
 
 
 
 
 
 
 
 
 

5 La suddivisione geografica delle Regioni segue la ripartizione dell’ Istat:    
 Nord Ovest: Piemonte, Valle d'Aosta, Lombardia, Liguria  
 Nord Est: Bolzano-Bozen, Trento, Veneto,  Friuli Venezia Giulia, Emilia  Romagna  
 Centro: Toscana, Umbria, Marche, Lazio  
 Sud e Isole: Abruzzo, Molise, Campania, Puglia, Basilicata, Calabria, Sicilia, Sardegna 

 

 

 

 



14. CONSISTENZA NUMERICA DEL CAMPIONE DI INTERVISTATI, NUMERO DEI NON RISPONDENTI E 
DELLE SOSTITUZIONI EFFETTUATE; 
 
Non reperibili                      cifra ……………..  % …………… 
Rifiuti                      cifra ……………..  % …………… 
Sostituzioni                     cifra ..……………          % .................. 
Totale interviste effettuate    cifra ……………..          % …………… 
 
 
15. TESTO INTEGRALE DI TUTTE LE DOMANDE 6 
(Testo delle domande e percentuale delle persone che hanno risposto a ciascuna domanda) 
 
 

6 Inserire, nella casella di testo, l’elenco di tutte le domande. 
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	Testo integrale:  Q1 Screening of new car buyers Base:512 Which of the following have you done within the past 12 months?1 Bought a new vehicle (you were the first owner)2 Bought a laptop3 Bought “Do It Yourself” (DIY) products 4 Bought home furnishings5 None of these  Q2 Involvement in purchase decision Base:512 "This survey will focus on your most recent purchase of a new vehicle. Which of these best describes your role in the purchase process?"1 Made the decision on your own2 Made the decision jointly with others3 Influenced someone else to make the decision4 Not involved in the decision  NQ1a Company car vs. private car Base:512 Was the new car that you acquired a company car or a private car?1 A private car2 A company car3 Don't know  NQ1  Influencer circle Base:512 Who in general was involved in the decision about the new vehicle?1 Partner, husband or wife2 Parents3 Other family member(s)4 Friend(s)5 Colleague(s)6 Children7 Other people8 Made the decision alone   NQ2  Life changes as triggers Base:512 Did any of these changes in your living situation motivate you to look for a new vehicle?1 Got married2 Got divorced3 Moved in with your partner4 Moved out of your partner's place5 Moved to a new place6 Started working on a degree or professional training7 New or changed job8 Growing family9 Children became eligible to drive10 Improved financial situation11 Decline in financial situation12 Health or age reasons13 None of these  Q3 Identification first time purchasers Base:512 Was this the first time you purchased a new vehicle?1 Yes2 No  Q5 Make of vehicle Base:512 Which make did you purchase?1 Acura2 Alfa Romeo3 Audi4 Baojun 5 BMW6 Buick7 BYD 8 Cadillac9 ChangAn 10 Chery11 Chevrolet12 Chrysler13 Citroen14 Dacia15 Daihatsu16 Datsun17 Dodge18 Dongfeng 19 FAW 20 Fiat21 Ford22 Foton 23 Geely24 Great Wall 25 Holden26 Honda27 Hyundai28 Infiniti29 Isuzu30 JAC31 Jaguar32 Jeep33 Jinbei 34 Kia35 Lada36 Lancia37 Land Rover/Range Rover38 Lexus39 Lifan40 Lincoln41 Mahindra 42 Maruti 43 Mazda44 Mercedes45 MG Rover46 Mini47 Mitsubishi48 Nissan49 Opel50 Peugeot51 Porsche52 Ram53 Renault54 Renault-Samsung 55 Seat56 Skoda57 Smart58 Speranza 59 SsangYong 60 Subaru61 Suzuki62 Tata63 Tesla64 Toyota65 Vauxhall66 Volvo67 VW (Volkswagen)68 Wuling69 Bentley70 Bugatti71 Ferrari72 GMC73 Lamborghini74 Maserati75 Rolls Royce76 Genesis77 Aston Martin78 Scion79 None of these  Q4 Type of vehicle Base:512 Which type of vehicle did you purchase? Note: Models in brackets shall help you to classify your own type of vehicle. Your own model might not be included.1 Micro-vehicle (...)2 Subcompact vehicle (...)3 Compact vehicle (...)4 Mid-size vehicle (...)5 Full-size vehicle (...)6 Compact or small luxury sedan (...)10 Compact or small SUV or cross-over (...)11 Midsize SUV or cross-over (...)12 Large SUV or cross-over (...)13 Pickup truck (...)14 Minivan (...)15 Small minivan (...)16 None of these  NQ4 Loyals vs. switcher Base:512 Have you purchased this make of vehicle in the past?1 Yes, my last vehicle was this same make2 Own another vehicle of this make3 Yes, longer ago4 No   Q6 Method to purchase Base:512 Where did you purchase your vehicle?1 At a franchised dealer (contracted or approved by the manufacturer to sell only its vehicles)2 At an independent dealer (free to sell any make of vehicle) 3 Online via website or app4 None of these  NQ5 Location of dealer Base:504 How did you find your dealer?1 By using a search engine2 Dealer was mentioned within online advertising3 On a price- or product-comparison site4 By using a classified directory5 Website of make6 Website of dealer7 Saw a recommendation online8 By using a service or app to find local businesses (e.g. a vehicle dealer)9 Someone recommended the dealer to you (word of mouth)10 Dealer was mentioned within offline advertising (TV, print, radio, poster, direct mail, classified directories, etc.)11 Through previous experience12 Came across by chance13 None of these  NQ6 Search extensions Base:512 What information did you look for before you went to the dealership?31 Location of dealership32 Directions to dealership33 Traffic information34 Business hours35 Contact information36 Prices37 Promotions, deals etc.38 Car or service availability at location39 Reviews or recommendations40 Pictures of the dealership41 Pictures of vehicles42 Videos of the dealership43 Videos of the vehicles44 Leasing or loan/financing options45 None of these  NQ7 Dealer relationship Base:5121 You buy from this dealer every time you need a new car2 You had bought from this dealer before, but also from other dealers3 You had never bought from this dealer, but you were familiar with them4 You were unfamiliar with this dealer5 None of these  Q9 Used online information sources Base:512 Which of these online sources informed or influenced your recent vehicle purchase, at any stage (from initial research to final decision)?1 Manufacturer or brand websites2 Dealer websites3 Classified or online directories4 Search engines5 Social media6 Online videos7 Vehicle review sites8 Vehicle related blogs9 Online vehicle forums10 General online magazines or news sites11 Vehicle related online magazines or news sites12 Vehicle channel or vehicle portal sites13 Vehicle evaluation or comparison websites14 Email (offers or newsletters)15 Advertising you noticed on the Internet16 Online auction sites17 None of these  Q10A Search engine usage Base:477 Which of these search engines – if any – did you use to look for information during your research?1 Google2 Yahoo3 Bing4 Yandex5 Baidu6 Ask.com7 Seznam 8 Naver 9 Daum 10 None of these11 Didn’t use a search engine  Q10 Search on dedicated websites Base:512 Which of these websites or apps did you use to inform your most recent vehicle purchase?10 eBay Motors11 Amazon12 Facebook13 cars.com14 Autotrader15 autohome.com.cn16 yiche.com17 autobild.es18 quecochemecompro19 Aramisauto.com20 LaCentrale21 dubizzle22 motory23 mobile.de24 autoscout2425 sahibinden.com26 arabam.com 27 tasit.com28 quattroruote29 autoscout2430 UOL Carros31 G1 Carros32 R7 Carros33 WebMotors34 Mercado Livre Auto35 iCarros36 cardekho37 carwale.com38 Car sensor39 carview40 carwow41 carbuyer.co.uk42 autocosmos.com43 MercadoLibre44 carsales45 CarsGuide Blocket.de Bytbil.com KVD.se46 None of these  Q11 Online video usage Base:512 On which of these websites or apps – if any – did you watch online videos during your most recent vehicle purchase?1 YouTube2 Other online video site(s)3 Social network(s)4 News or vehicle magazine site(s)5 Vehicle review(s) or advice site(s), forum(s) or blog(s)6 Manufacturer or brand website(s)7 Dealer website(s)8 None of these9 I didn’t watch online video to inform my purchase  NQ14 Car configurator usage Base:512 Did you use an online ‘car configurator’ to customize a vehicle that interested you with specific colors, features, etc.?1 Yes, configured the vehicle I bought3 Yes, configured vehicle(s) but bought then a different one4 No  NQ14b Importance of customization Base:512 How important is the ability to customize/personalize your vehicle to you during the car buying process?1 Extremely important2 Very important3 Important4 Rather not important5 Not important at all6 Don't know  Q8 Used offline information sources Base:512 Which of these offline sources informed or influenced your recent vehicle purchase, at any stage (from initial research to final decision)?17 Dealer visits18 Test drives19 Auctions, exhibitions or vehicle show visits20 Family, friends or colleagues21 TV ads22 Radio ads23 Magazines, newspapers, vehicle-enthusiast magazines24 Billboards or posters25 Phone call with vehicle dealer26 Vehicles on street, other public spaces or TV shows27 Sponsorships, e.g. association with a sport, musical performer, etc.28 Salesperson at a dealer29 Service advisor or mechanics30 Brochures, books, flyers, mailings32 None of these  Q38 Number of dealer visits Base:512 Overall, how many times did you visit a dealer of any make until you made your most recent purchase?1 02 13 24 35 46 5 or more7 Don’t know  Q39 Number of test drives Base:512 How many test drive(s) did you take prior to your purchase?1 02 13 24 35 46 5 or more7 Don’t know  Q13 First used online or offline information source Base:428 Which information source did you use first?1 Manufacturer or brand websites2 Dealer websites3 Classified or online directories4 Search engines5 Social media6 Online videos7 Vehicle review sites8 Vehicle related blogs9 Online vehicle forums10 General online magazines or news sites11 Vehicle related online magazines or news sites12 Vehicle channel or vehicle portal sites13 Vehicle evaluation or comparison websites14 Email (offers or newsletters)15 Advertising you noticed on the Internet16 Online auction sites17 Dealer visits18 Test drives19 Auctions, exhibitions or vehicle show visits20 Family, friends or colleagues21 TV ads22 Radio ads23 Magazines, newspapers, vehicle-enthusiast magazines24 Billboards or posters25 Phone call with vehicle dealer26 Vehicles on street, other public spaces or TV shows27 Sponsorships, e.g. association with a sport, musical performer, etc.28 Salesperson at a dealer29 Service advisor or mechanics30 Brochures, books, flyers, mailings32 None of these  Q14 First used online information source Base:232 And which online information source did you use first?1 Manufacturer or brand websites2 Dealer websites3 Classified or online directories4 Search engines5 Social media6 Online videos7 Vehicle review sites8 Vehicle related blogs9 Online vehicle forums10 General online magazines or news sites11 Vehicle related online magazines or news sites12 Vehicle channel or vehicle portal sites13 Vehicle evaluation or comparison websites14 Email (offers or newsletters)15 Advertising you noticed on the Internet16 Online auction sites17 None of these  NQ14.1 First Product Discovery Base:512 How did you notice your vehicle for the very first time; even before you started to actively gather information on your purchase?1 In a TV ad2 In a TV show or movie as product placement3 On YouTube (in an ad, an auto channel or an auto video)4 On a search engine5 Elsewhere online6 In a newspaper or magazin7 At a dealer, on the lot8 On the street or other public places9 At a Sponsorship, e.g. association with a sport, musical performer, etc.10 On billboards or posters11 In a vehicle show visits, auction or exhibition 12 Via family, friends, neighbours or colleagues 13 In brochures, flyers or mailings14 None of these  NQ14.2a First Product Discovery on YouTube (2) Base:22 And how did you come across this video on YouTube?1 It was a video I searched for2 It was a suggested video after another video I've seen3 Via an automotive video channel4 Clicked an advertisement or teaser video4 Elsewhere on YouTube  Q16 Length of research cycle Base:512 How much time passed between starting to collect information and actually purchasing a vehicle?1 Less than one week2 1 week to less than 2 weeks3 2 weeks to less than 1 month4 1 month to less than 2 months5 2 months to less than 3 months6 3 months to less than 6 months7 6 months to less than 9 months8 9 months to less than a year9 A year or longer10 Don’t remember  Q21 Devices used for online research Base:512 Which of your devices did you use at any stage of your online research?1 A smartphone 2 A desktop PC or laptop or notebook3 A tablet4 Another Internet-enabled device5 None of these  Q22 Smartphone research while on the lot Base:483 For which of these activities did you use your smartphone while you were at a dealer (or vehicle lot)?1 Calling another dealer2 Looking up information for another dealer (i.e. hours, location)3 Reading reviews of vehicle(s)4 Reading reviews of the dealership5 Comparing features or vehicles6 Looking up discounts or offers7 Requesting a quote8 Searching inventory9 Watching an online video10 I didn't use my smartphone while at the dealer11 None of these  Q23 Time spent on smartphone research Base:273 Of all the time you spent researching your decision online (on a smartphone, tablet, desktop or laptop PC), what % of time did you spend on a smartphone?1 Up to 25%2 26% up to 50%3 51% up to 75%4 76% up to 100 %5 Don’t know  Q23.1 Time spent on smartphone research - more detail Base:273 Can you try to estimate it more in detail? Please give us your best guess what percentage of your online research time you spend on your smartphone? ...%1 Don't know  Q24 Value of smartphone in moments that matter  Base:322 For which of these steps was it helpful to do research on your smartphone?1 To find out which vehicles you should be considering2 To learn more about features relevant to your needs3 To decide whether or not you can afford the vehicle4 To decide where to buy the vehicle5 To make sure you're getting a good deal6 None of these  NQ21 Contextual research patterns on smartphone Base:336 In which situations did you do research on your smartphone for your new vehicle?1 While eating2 While commuting3 While shopping4 While waiting5 While watching TV6 While listening to radio or other media7 After noticing something interesting about vehicles or dealers8 After speaking with others about vehicles or dealers9 Whenever you had time in between important tasks10 When you deliberately made time to do research11 When you went online anyway12 None of these  Q26 Watched online video format Base:375 Back to online video:  What type(s) of online video did you watch during your purchase process?1 Videos professionally produced by vehicle manufacturer2 Videos professionally produced by independent 3rd party (e.g. journalists, race drivers, test shows, not the vehicle manufacturer)3 Amateur videos produced by private persons4 None of these  Q27 Watched online video content Base:375 What type(s) of content did you watch?1 Vehicle walk-arounds - interior and exterior2 Third party reviews / test drives / comparison tests3 Consumer reviews or testimonials4 Augmented/virtual reality content (reviews, simulations, etc.)5 Vehicle feature/technology highlight videos6 Vehicle safety tests (emergency handling, crash tests, etc)7 Vehicle performance videos (racing, drifting, motorsports)8 Ads or commercials9 360 degree video - interior and exterior10 None of these  Q30 Consideration changed because of online video Base:375 How much do you agree or disagree with the statements below? A Online video(s) introduced you to a vehicle you had not previously consideredB Online video(s) convinced you to think differently (more positively) about a vehicle brand or vehicle manufacturer1 Strongly agree2 Agree3 Neutral4 Disagree5 Strongly disagree  Q31 Follow up action after watching online video Base:375 Did something you saw in an online video lead to any of the actions below?1 Schedule a test drive2 Request or download a brochure or catalog3 Request a price quote4 Locate a dealer5 Visit a dealer website6 Use a car configurator to build & price a vehicle7 Participate in sales events or activate promotion or offer8 None of these  NQ23 Online video instead of test drive Base:375 How did online videos help you making your purchase decision?1 Narrowed down your set of considered vehicles2 Expanded your set of considered vehicles3 Saved me the trouble of going to test drive them4 None of these  NQ23.1 New video formats as mean to skip the test drive Base:375 Which of these new video formats would motivate you to buy a new vehicle without test driving it?1 A 360 ° video, which shows the vehicle from all possible perspectives, from inside and from outside. A moderator comments on the video, so all the information on the car is explained2 A virtual reality video showing the car in a 3D perspective. This video allows a very real experience of the vehicle. You can get the feeling with the help of a special glasses to get into the car and get an impression of its driving characteristics. 1 Would definitely convince me to buy without test drive2 Would probably convince me to buy without test drive3 Would probably not convice me to buy without test drive4 A video could never replace a test drive  NQ23.2 YT contribution to decision making process Base:145 How much would you agree to the following statements about YouTube?1 I can find independent and credible videos about vehicles that help me in my purchase decision2 Many dealers or manufacturer put videos from YouTube on their websites 3 YouTube offers all types of videos about cars 4 YouTube is my favorite destination to watch videos about cars before I make my purchase decision 1 Strongly agree2 Agree3 Neutral4 Disagree5 Strongly disagree  NQ9 Information needs I Base:512 What information did you look for during your product research at any stage?1 Vehicle size, type or segment2 Handling and driving experience3 Vehicle reviews or ratings4 Brand or reputation of vehicle5 Vehicle awards6 Perception of safety and durability7 None of these  NQ10 Information needs II Base:512 What information did you look for during your product research at any stage?7 Space (trunk, interior space, etc.)8 Connectivity (connected services or in-vehicle apps, phone integration into entertainment system, etc)9 Driver assistance features (e.g. semi-autonomous capability, automatic emergency braking, lane keeping assist, blind spot warning) Convenience features (e.g. backup camera, voice control, etc.)10 Comfort or luxury features e.g. heated or massage seats12 Performance (speed, acceleration, etc.)13 Quality, reliability14 Hybrid or alternative fuel15 Electric vehicle16 Exterior design & styling17 Interior design & styling18 None of these  NQ11 Information needs III Base:512 What information did you look for during your product research at any stage?18 Purchase costs (retail price, taxes, etc.)19 Other ownership or maintenance costs (repairs, parts, etc.)20 Financing rates or options21 Leasing rates or options22 Online purchase options23 Promotions, deals, etc.24 Vehicle sticker price25 Projected resale value26 Warranty27 Fuel efficiency28 Eco-friendly features29 Sustainability30 None of these  NQ12 Search engine usage to research for influencing factors Base:477 For which of these did you use a search engine to learn more about them?1 Vehicle size, type or segment2 Handling and driving experience3 Vehicle reviews or ratings4 Brand or reputation of vehicle5 Vehicle awards6 Perception of safety and durability7 Space (trunk, interior space, etc.)8 Connectivity (mobile phone integration into entertainment system)9 Driving assistance or convenience features (e.g. backup camera, parking assistance, etc.)10 Comfort or luxury features e.g. heated massage seats12 Performance (speed, acceleration, etc.)13 Quality14 Hybrid or alternative fuel15 Electric vehicle16 Exterior design & styling17 Interior design & styling18 Purchase costs (retail price, taxes, etc.)19 Other ownership or maintenance costs (repairs, parts, etc.)20 Financing rates or options21 Leasing rates or options22 Online purchase options23 Promotions, deals, etc.24 Vehicle sticker price25 Projected resale value26 Warranty27 Fuel efficiency28 Eco-friendly features29 Sustainability30 Ownership or maintenance costs (repairs, parts, etc.)31 Location of dealership32 Directions to dealership33 Traffic information34 Business hours35 Contact information36 Prices37 Promotions, deals etc.38 Car or service availability at location39 Reviews or recommendations40 Pictures of the dealership41 Pictures of vehicles42 Videos of the dealership43 Videos of the vehicles44 Leasing or loan/financing options45 For none of these  Q34 Decisiveness about make & model  Base:512 How would you describe your certainty at the start of the vehicle purchase process?1 No idea about the make or model2 A few makes in mind, but no idea about models3 A few models in mind, but no idea about makes4 A few different makes or models in mind5 An exact idea of the single make and model you wanted6 Don’t know  Q35 Considered set of makes Base:512 Which makes did you consider, including the one you purchased? 1-78 Show the same list as for Q5, codes 1-7879 Did only consider the make you purchased  NQ25 General influencer on consideration set Base:512 Why did you consider these makes?1 Good reputation2 Good quality3 Good former experience4 Persons you know drive them or made good experiences5 Something you saw, noticed or read about them6 The make just fits to you and your lifestyle7 You looked for other vehicles in the same general price range8 Someone you trust suggested it 9 You had certain brand(s) in mind and looked for competitive makes10 You saw the vehicle in person11 A new model or feature from the brand made you curious 12 None of these  NQ26 Media influencer on consideration set Base:512 And did any of these information in media or these types of ads empower you to consider these makes?1 Information found via search engine2 Information found on review or comparison sites3 Watched an online video4 Saw an ad online5 Saw an ad offline (incl. TV, print, radio, billboard, etc.)6 Saw a promotion or favorable pricing7 Interacted with the brand via social media8 None of these  Q37 Influence of shopping or research phase on final choice Base:512 Which make did you ultimately purchase?1 The one you had in mind from the start2 A different one3 Don’t know  Q40 Preferred method to purchase Base:512 If given the option, would you consider purchasing your next vehicle online?1 Yes, definitely consider it2 Not right now, but consider it in the future3 No4 Not sure 5 Would not purchase a vehicle again (neither online nor offline)   Q41.2 Barriers for Online Purchase of a vehicle Base:237 Why wouldn't you consider purchasing your vehicle online?1 Cannot imagine how online purchase of a vehicle would work2 Want to discuss financing / leasing options and negotiate live with a sales person3 I would be concerned about the availability / quality of after sales services4 Don't purchase products online in general5 Don’t trust that purchase of a vehicle is safe online6 Want to see the vehicle before I buy7 Want to test drive the vehicle before I buy8 I enjoy the experience of going out and shopping for a new vehicle9 None of these  Q41 Drivers for online purchase Base:267 What would give you a reason to purchase online?1 Prices or promotions2 Easy price comparison3 Convenience4 Saving time5 Very easy to make a choice6 No dealer close to where you live7 Access to vehicles not currently in local dealer's inventory8 Immersive VR/AR experiences take the place of test drive9 No need to visit a dealer before your purchase10 To avoid having to negotiate or purchase at the dealership11 You do your research mostly online, so you want to buy online too12 None of these  Q49 Days per week watching online video Base:512 On how many days per week do you normally watch videos online?1 1 day2 2 days3 3 days4 4 days5 5 days6 6 days7 7 days per week8 I never watch videos online9 Don't know  Q51 Online purchase of products or services Base:512 How often have you purchased products or services online in the past month?1 Several times a day2 Once a day3 2-6 times a week4 Once a week5 2-3 times in the past month6 Once within the past month7 Not within the past month8 Never 9 Don’t know
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