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The China used car market is in the stage of taking off, and 
has huge potential

Ratio 
used/new 

Used Car Sales vs. New Car Sales
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Used
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SOURCE: including  commercial, 2012 data from McKinsey and industry associations; China data updated up to 2014
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UC business will be more and more important to dealers

Dealer Revenue Structure : USA

UC 

Aftersales, 
13%

USA dealers 2011

Dealer Revenue Structure : China

UC 

Aftersales 
13%

China top 100 dealers 2014
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New car 
sales, 55%

UC 
sales, 32%

New car 
sales, 85

%

UC 
sales, 2%



UC business will become one of the profit pillars of dealers

New car 
sales, 22%

Other 
aftermarket 
service, 62

%

Dealer Profit Structure : USA

USA dealers 2011

New car 
sales, 39%

Dealer Profit Structure : China

China top 100 dealers 2014
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UC 
sales, 16%

%

UC 
sales, 2%

Other 
aftermarket 
service, 59

%

SOURCE: CADA;NADA 
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Current UC market situation - preventing a strong national player

330+ used car marketsBrokers are still the key players

Percent, 2012

Brokers/
Independent
dealers

OEM
dealers
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• Each city has its own set of policies to shape the 
business

• Each city has its own information system
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SOURCE: CAAM; Ministry of Commerce; Interview; McKinsey
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CPO sourcing is still limited for premium OEM

• Trade-in
-- but young car parc

• Free purchase 

�2�O�S�O�Z�K�J��
Sourcing

Limited CPO cars to meet 
customers’ demand
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• Free purchase 
-- but high risk

• Dealers/OEM’s  cars 
-- but limited volume

• Leasing returns
-- none yet
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Used Car Sales

Used car sales will create a lot of values on the value chain

Improve RV

Improve 
dealer 
profit 

��

profit 

More values for 
insurance, financing and 
leasing

More aftersales revenue



• Used car inspection and appraising guideline
was issued by government and effective from Jun 1st , 2014

There are three key directions for UC market regulation.  So far, we see 
government is moving forward

• Fair tax policy – expectation in future

China UC market is going to  be better regulated and 
more transparent
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• Temporary property right registration – expectation in future



More new active players join in the used car market 

Brokers in traditional 
UC marketplace

OEM franchised 
dealers

Online UC portals offering vast 
information for online searching

Online UC transaction could be 

Online Offline

����

Independent UC 
dealers (i.e. CarKing)Upgraded 

traditional UC 
marketplace

Online auctioneer

Online UC transaction could be 
realized via JD and Taobao in future  



Leasing will generate more used cars

Operating lease

����

Financing lease with buy-back 
option
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StarElite Pre-owned Program Launched in Nov 2009

Trade-in (support NC sales) Sales (enhance residual 
value)

Certified 
Used Car

����

Used 
(all brands)

New 
MB

StarElite 
Dealer

New Car 
Customer

Used Car 
Customer

a. Age �  5 years
b. Mileage �  120,000 km
c. No structural damage
d. 158 points inspection
e. Third-party audit

(e.g. DEKRA)

• Warranty: 1 year/20,000
• Road Side Assistance
• Next service > 5 TKM
• Original MB parts
• MB trained technicians



Trade-in/Purchase StarElite Certification

•3rd party certification audit and 3rd party CPO sales audit

•158 points check

High quality standard for StarElite CPO program established

Sales of certified cars
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Age �  5 years
Mileage �  120,000 km
No structural damage

158 points
inspection

Reconditioning

158 points 
verification

Dealer 
Certification

Certification 
Audit


