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MOTORISTS may have been .

crying on the way to the pumps
last month, but they smiled
on the way to the showroom.

Popular incentive programs
helped boost Ford of Canada’s
sales by 30% in July, while
General Motors posted a 24.2%
gain and DaimlerChrysler
sales rose by 21%.

Fuelled by its success, Ford
announced yesterday it would
extend its Ford Family Plan
pricing (along with a no-
charge Dell computer PIGIno-
tion) until Aug. 31. .

Chrysler is also extending i its
Employee Pricing Plus pro-
gram to all customers until
Sept. 6.

Last week, General Motors
announced it would extend its
Employee Pricing for Every-

Big Three's offers push deals up 20-30%

one offer until Sept. 1.

Auto analyst Dennis Des-
Rosiers of DesRosiers Auto-
motive Consultants estimates
the incentive programs moved
an extra 28,000 to 30,000 vehi-
cles off dealer lots last month.

‘Simple program’

“The consumer seems to be
able to identify with these of-
fers particularly well, primar-
ily because it is such a simple
program,” said DesRosiers.

Overall, July car sales were
up 16. 6%, with hefty gains
posted by Mercedes-Benz
(57.1%), BMW (43%) and Maz-
da (27.1%).

Meanwhile, Honda sales slid
by 3.6%, while Toyota sales
were down 3.6%.

Despite the dip in July, Toy-
ota sales are at a record level for
the first seven months of this
year. ‘

According to a firm that
tracks and sells dealer invoice
pricing data, current incen-
tive offers include $20,000 off
the price of a 2005 Viper.

Paul Timoteo, president of
Armada Data Corp., which op-
erates CarCostCanada.com,
says high-profile incentive pro-
grams by the Big Three have
put pressure on other auto-
makers to ease prices.

“You can thank GM, Ford
and Chrysler for helpmg you
get a better deal on your Hon-
da, Toyota, Mazda or Nissan,”
said Timoteo.

While requests for dealer
invoice data from CarCostCa-

nada normally fall by up to
15% between June and July,
they’re up 10% month-to-
month, and up 50% from July
2004.

“It’s created the awareness of
what a factory invoice is,” said
Timoteo, noting employee
prices are based on dealer costs.

‘Do the research’

While the Big Three are
heavily promoting their dis-
count prices, Timoteo says
buyers should still shop
around as there are lots of at-
tractive offers out there.

“Find the car you like first,”
said Timoteo. “And then do
the research so you get a good
deal.”

DesRosiers also cautions

Auto sales zoom

buyers.to be wary and focus on
the car, rather than the mark-
down. - :
* “You should never buy the
deal,” said DesRosiers. “You
should buy the vehicle.”

He points out that the aver-
age length of ownership fora
car bought new is 8.2 years,
which is a long time to be stuck
with a vehicle yow’re not totally
happy with.

He also estimates that up to
half of the vehicles offered un-
der employee discount pro-
grams were available at or be-
low the employee pricein the
last six months.

Shah Khan, general man-
ager of Somerset Chevrolet
Corvette, says sales at his deal-
ership doubled last month,
compared to July 2004.

“I think it’s one of the best
programs ever,” Khan said.
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