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SALESPERSONS REPORT 2 

Overview 

Over 1800 salespeople completed the survey. 

Geographical location of respondents are as follows: 54% from the Greater Toronto Area, 22% from 
Southwestern Ontario, and 24% from Eastern Ontario, the Ottawa Region and Northern Ontario. 

27% of salespeople polled sell used vehicles and leasing exclusively, while 63% sell both new and used 
vehicles and provide leasing.  

52% of salespeople have worked in the motor vehicle business for more than 11 years. 

The highlights below identify key findings from the Salesperson survey, grouped thematically. 

Impact of COVID-19 on Employment 

• As a result of COVID-19, 39% of salespeople experienced a reduction in hours, 20% had reduced
salary, 36% were temporarily laid off, and 6% were laid off permanently.

• 56% of salespeople indicated that over 75% of employees have been recalled by their
dealership, including sales staff.

Impact of COVID-19 and Salespersons Operations 

• According to the salespeople polled, 92% of MVDs are providing employees with PPE.
• 95% of salespeople revealed that customers had followed PPE guidelines when visiting MVDs.
• 94% of salespeople noted that measures have been taken to clean vehicles or facilities at their

MVDs in response to COVID-19.

Economic Outlook 
• Salespeople are confident in Ontario’s economic outlook. 39% of respondents answered they

are confident or very confident; 35% are neutral, and 26% are not confident or not at all
confident.

• When asked about confidence in their MVDs, 51% of salespeople indicated that they were very
confident or confident in their MVDs economic outlook right now, while 16% answered that
they are not confident or not at all confident.

• Reflecting on the biggest driver of new vehicle sales in the next six months, 37% of salespeople
consumer confidence would be the best driver for the economy, 31% said low interest rates and
availability of financing, and 16% said that the biggest driver would be manufacturing incentives.

• The biggest driver for used vehicle sales in the next 6 months will be improved consumer
confidence according to 36% of salespeople; 38% said low interest rates and the availability of
financing.



 
 

• The threat of unemployment is high. 42% of respondents indicate they are worried about being 
laid off in the next six months, while 58% indicated they are not. 
 

 
Response to Government  

• 87% of salespeople polled said that both the Provincial and Federal government have done a fair 
to excellent job in supporting motor vehicle operations during the COVID-19 crisis.  

• 82% of salespeople responded that they are not using a Federal government support program. 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



Q1: Where is your dealership located?

Answered: 1,819    Skipped: 7



Q2: What do you primarily sell?

Answered: 1,786    Skipped: 40



Q3: How long have you been employed in the motor vehicle 

business?

Answered: 1,777    Skipped: 49



Q4: Approximately what percentage of employees have been 

recalled at your dealership (including service staff)?

Answered: 1,745    Skipped: 81



Q5: How has COVID-19 impacted your employment at your 

dealership as of today? Select all that apply:
Answered: 1,719    Skipped: 106



Q6: How has COVID-19 impacted your employment at your 

dealership as of today? Select all that apply:

Answered: 1,720    Skipped: 106



Q7: Are you currently using a Federal Government support 

program?

Answered: 1,698    Skipped: 128



Q8: What program(s) are you using?

Answered: 304    Skipped: 1,522



Q9: How would you rate the response from the Federal Government in 

supporting motor vehicle dealer operations during this crisis?

Answered: 1,676    Skipped: 150



Q10: How would you rate the response from the Provincial Government 

in supporting motor vehicle dealer operations during this crisis?

Answered: 1,653    Skipped: 173



Q11: Has your dealership made any physical renovations because 

of COVID-19 (i.e. creation of protective barriers)?

Answered: 1,665    Skipped: 161



Q12: Have physical distancing requirements and/or new protocols for 

cleaning vehicles or facilities been implemented at your dealership?

Answered: 1,651    Skipped: 175



Q13: Has your dealership provided Personal Protective 

Equipment (PPE) for employees and customers?

Answered: 1,650    Skipped: 176



Q14: Have customers generally followed PPE guidelines when 

coming into the dealership?

Answered: 1,640    Skipped: 186



Q15: How confident are you about Ontario's economic outlook as 

of right now?

Answered: 1,641    Skipped: 185



Q16: How confident are you in your dealership's economic 

outlook as of right now?

Answered: 1,621 Skipped: 171



Q17: In your opinion, what will be the biggest driver of NEW motor 

vehicle sales in the next six months?

Answered: 1,617    Skipped: 209



Q18: What will be the biggest driver of USED motor vehicle sales 

in the next six months?

Answered: 1,617    Skipped: 209



Q19: What is your confidence level in the recovery of the motor 

vehicle industry in the next six months?

Answered: 1,616    Skipped: 210



Q20: Are you worried about being laid off in the next six months?

Answered: 1,616    Skipped: 210



Testimonials

• I’ve made the most money of my life this year and took a few weeks off before starting this new role in 
January. Not all dealerships are hurting though I understand many are. Some business models are much 
better equipped to do well through this mess. I am a hybrid sales and F&I and also we are one of the lowest 
priced dealers in Canada so people are always coming to us for deals from across the country.

• The industry has not adjusted to the new way of living and customers need to be aware the old way of 
shopping and looking at cars no longer makes sense. Going out and exposing yourself and others at multiple 
dealerships does not make sense to the safety of customers or salespeople.

• People don’t realize how scary it is to have 90% of your income come from commission.

• Appointment for sales has made it for better closing ratio and customer experience . The car industry needs
to promote appointments for a more professional experience . Walk ins requires more pressure to close
and ultimately far less desirable customer experience.

• For our dealership one of the obstacles is low inventory. We continued to sell while the plants were 
down, creating an inventory void.

• No inventory, factory-to-dealership is taking way to long and supply chains for manufacturing 
product appear broken. We can not sell from an empty shelf

• I suggest for more affordable interest rates to be introduced for used vehicles as well, most of our 
customers find it difficult to afford a car with higher interest rates.
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