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The J.D. Power U.S. Sales Satisfaction Index (SSI) StudyS™ provides a ranked companies in official
comprehensive analysis of the new-vehicle purchase experience from ﬁ‘g’ﬁ;?e‘;fetfsgcx'ee&i‘f:Sr;ct’ir:ézse‘;nd
the customer perspective. The study measures the ability of dealerships online speci’al reports to pro'mote
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negotiation to the finance and insurance process and final delivery.
The study provides insights into customer needs and expectations and To learn more, contact:
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provides recommendations for improving the sales process. 805.418.8917

THE BENEFITS

Study subscription provides access to the tools needed to gain a comprehensive, in-depth understanding of the
considerations and intentions of new-vehicle buyers and lessees throughout the entire shopping and buying experience.
Specifically, the study examines:

* Influential reasons for visiting and purchasing from selling  * Dealership and brand advocacy measures and future
dealer brand and dealer repurchase intentions

* Digital retailing behaviors, interactions, and associated * Reasons for rejecting other dealerships shopped

satisfaction
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* Information regarding test drives
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* Vehicle delivery performance, including salesperson’s » Demographic profiles of buyers and rejecter
explanation of vehicle features * Linkage between purchase experience and dealer gross
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