
Adding a Second Vehicle 
History Report (VHR) Could 
Help Close The Sale

Consumers seek trusted information before making large purchases.

70% used a VHR for 
this purchase.

83% are likely to use a 
VHR for future purchases.

32% purchased in 
the prior 24 months.

43% plan to purchase 
in the next 24 months.
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Consumers want access to VHRs
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Consumers use VHRs to learn condition 

details and help inform purchasing decisions.

VHR USEFUNESS LIKELIHOOD OF PURCHASING A 

USED VEHICLE WITHOUT A VHR

54% used car shoppers 
are unlikely to purchase 
a car without a VHR.
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87% rate VHRs as 
a 4 or 5 out of 5 
on usefulness.
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of respondents in the survey would 
like to have more than one VHR when 
shopping for a used car.
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“MUST-HAVES” FOR VHR BRANDS RATED 4 OR 5 ON 5-POINT SCALE
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Consumers see the benefit of multiple VHRs 

THREE KEY STATISTICS ABOUT BUYERS SHOPPING AT DEALERSHIPS

84% feel better about 
purchasing a used car 
with more data.

64% expect dealers 
to provide VHRs.

86% expect dealers 
to pay for VHRs.

Dealers benefit by providing multiple VHRs

Recommendations

Offer multiple VHRs to customers.

90% of consumers prefer multiple VHRs before making a purchase.

Highlight multiple VHRs offered as a value-added service.

86% of used car buyers expect VHRs to be a free service provided by dealerships.

Leverage the trust and brand recognition of Experian AutoCheck® to build stronger 
relationships with buyers, increase customer satisfaction, and drive more sales.

Conclusion
This survey provides compelling feedback that today’s savvy consumers value VHRs. Buyers 
use multiple sales channels, online resources, and VHRs help to inform their decisions 
about purchasing a used car. They view dealerships as the most trusted source of quality 
automobiles with impeccable history information. A key finding from the survey illuminates a 
significant opportunity for dealerships to drive sales and strengthen relationships with buyers. 
90% of respondents prefer multiple VHRs before making a purchase. When dealerships 
provide an additional reputable VHR, such as Experian AutoCheck®, they harness the power of 
cross-verification. The additional data can substantially increase consumer confidence in the 
condition of the pre-owned vehicle and help close the sale.
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Going forward
To learn more about adding a second Vehicle History Report, contact your 
Experian Automotive account executive or visit www.ExperianAutomotive.com


