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"Consumer loyalty is prevalent in other industries, whether
it’s consumers shelling out $500 for a Dyson vacuum or
the diehards that only shop at Trader Joe’s. Consumer
loyalty, while not always obvious, is still alive and well for
some brands."
- Hannah Keshishian, Automotive Analyst

This report looks at the following areas:
•
•

Consumers are in need of reassurance
Reliability is critical to securing brand loyalty

Despite the many songs that have been written about one’s love for a particular truck or car, when it
comes to auto brands, consumers aren’t feeling strong emotional ties to any OEM (original equipment
manufacturer). Nearly 45% of consumers aren’t repurchasing their vehicles from the same auto brand.
Instead, they’re hopping from brand to brand in the hopes of a reliable vehicle that comes from an
automaker who understands their needs while providing the transparency they’ve been asking for.
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Opportunities for Creating Loyalty
Consumers see their cars as more than just “vehicles”
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Figure 14: Liberty Mutual twitter campaign, December 2016
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Consumers are (still) asking for more transparency
Figure 16: Likelihood of preferred brand recommendation, October 2019
Female car buyers can see themselves becoming brand loyal
Figure 17: Female attitudes toward being brand loyal, October 2019
Men are more sentimental when it comes to their vehicles
Figure 18: Male sentiments toward personal vehicles, October 2019
Brand name carries weight among consumers
Figure 19: Attitudinal statements of vehicle brand perceived value, October 2019
Consumers would prefer to be brand loyal
Figure 20: attitudes toward repeat brand purchases October 2019
OEMs need to show how they can grow with Millennials
Figure 21: Lifestyle changes, by generation, October 2019
Vehicles serve as a form of self-expression
Figure 22: Vehicles as a form of self-expression, by generation, October 2019
Understanding young consumer needs will be key to securing loyalty
Figure 23: Earned loyalty through understanding, by generation, October 2019
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Figure 28: Brand conquesting drivers, by parental status, October 2019
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