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Maury Marks’ company. Quorum Information Systems Inc. of Calgary, has developed software
for car dealerships that automates the sales, service, parts and accounting departmente. it's
part of a move by car sellers to build customer relations and increase their Internet presence.

—

but very
few buyers

TAMARA GIGMAL
Caraary HeraLn

he ritual of shopping for a vehicls in-
wolves trekding to a malbiude of deal-
erships, listening patiently through
sales pitches, hageling prices and com
FArng warranty opticns.

It's a complex. draining experience that few
people relish,

The pales, howeser, are being redefined — botl
for consumers and car dealers — thanks (o theln
termet, which is tipping the balance of power inte
the hands of buyers,

Savvy shoppers can researcha particular vehi-
cleonline, determining in a matter of minutes the
costof the car be fore any markop (roin the deales

Taking into account any extra featurss, be ita
sunroof or CD player, it's ner difficult to aseer-
tain how much the sticker price should be —
amd whether a particular dealer is offering the
best price.

“When it comes to looking al pricng informs
tinom, the Internetgves everyone the abilty fo
march into = deslership fully srmed with mforma
Hiom,” savs Wendy Muller, the managing director
of Toromto-cased Internet advertising firm Dal-
bleclick Canada.

“In the past, unless the individual was a real e
heownd, they mever really knoew whait the cost af
the car ghould be” Mualler says,

“The dealers are in 2 brand mew world beoase
they have very educated peple walking through
their doars”

Women, in particalar, are using the Webasare
gearch tool befors buying thair naxt vahicle.

In a survey conducted by Mew York research
firm L. Williams, Douhleclick fonnd that 7oper
centof female Canadian car shoppers are enter-
ing dealerships armed with specific information
they hope will help them land a good deal. *1 don
think it empowers men quite the same way"
Munlher says,

“Women often feel intimidaved when buvinga
new Carn and the Intermet provides them with ne
gotiating power they might nor otherwise have
had.”

Web-savvy consumers acrngs North Americs
may be turning to the Internet for research purs
poses, bul only & paltey one per cent are buying:
cars ooline.

Ome immaediate reason i Canadanz are stll e
quired to physically visit a dealership to sign the
purchasing papers.

But more impoartantly, soys Muller, people ana
noe prepared to spend sa5,000 withowt the abilig
fo kit a few tires and tiake their dream car fora
fest 2pan.

SeE BUYERS, Pace CY



