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In the new world, we live in today, the process of buying a car is a new and different experience.  For new car buyers, there are very few cars available to buy.  The reason for this situation is because of the shortage of semiconductors. In the old world, there was always dozens of cars available to make a selection.
It is very different today, and our Post Historian recently bought a new ca.  Here is his scary story:
Our Historian went car shopping in July 2023 and visiting one of the busiest car dealers in the Bay Area, found only two (2) new cars available.  He needed a new car, and if he did not buy one of the two cars available, the wait for a new car could take months, if he wanted a car with the features and color I wanted.  A car owner for over 60 years, he has never been so limited in his options to buy a new car.  If I provided the specific features I wanted in my new car, they could not predict when the car with my listed features would be available.  
Thus, I was forced to buy one of only two cars available the day I visited the car dealer.  While our Historian was not pleased to have been forced to buy one or only two available cars, he reports that his new car, despite lacking many features and the color he wanted, is very happy with the performance of his new car.  New cars have many great to capabilities, but for most seniors, like our Historian, learning how to do simple things like starting a car and operating the radio, heating, air conditioning, most other features in the new car is different.  Some seniors may take months to re-learn how to operate a new car.  
When a driver, especially a senior driver, must fumble around to operate his new car, that driver is more likely to cause, or have, an accident.  The features we need may be all available, but it can take a long time to learn how to operate the car with ease and safety.  Turning on and off the engine takes several weeks  to become accustomed to starting and stopping the engine without a key.


=======================================================
SOURCE:
Buying a Vehicle Has Gotten a Whole Lot Harder
Car sellers and car buyers faced a host of challenges in the pandemic.
Now it’s clear that some of the challenges are here to stay.
BY RYAN FELTON, The Wall Street Journal | Page B001, 29 July 2023
Factory shutdowns. Crippling parts shortages. Near-empty dealership lots. The U.S. auto industry has been through a lot these past three years, forcing car executives, car dealers and car buyers to adjust on the fly and find new ways of doing business. Now it looks like many of those changes are here to stay.
The upheaval began in the early days of the Covid pandemic, when car companies halted work at their factories and the global supply chain froze up, preventing carmakers from getting many of the parts they needed. A global semiconductor shortage has constrained the supply of chips needed for core components, further limiting production.
But demand for new cars bounced back much quicker than anyone expected. All of sudden, Americans wanted cars, and dealership lots were mostly cleared out. The result: Buyers were willing to pay record sums for those vehicles that were available, fueling a stretch of highly profitable years for both car companies and auto retailers.
Within the past year, the supply- chain disruptions have begun to ease and stock levels at new-car dealerships are rising. Still, car companies don’t want to return to the days of jam-packed lots and deep discounts, and many car buyers would now prefer to simply order their car online instead of haggling with a dealer.
“Will we ever get back to normal?” said Jessica Caldwell, analyst at Edmunds, the car-research firm. “I don’t think so, because normal is not our benchmark anymore.”
Here are five ways that buying a car may have permanently changed.
A customer examines a Tesla at a dealership in New Mexico. More car companies have adopted the direct-sales model popularized by Tesla.
1. SLIM PICKINGS
American dealerships have historically stocked their lots with rows and rows of cars, giving buyers the option of picking one and driving off the lot that day.
It is a model of convenience that also has its downsides. Having too many cars that don’t sell can trigger a wave of discounts that can weigh on automaker profits.
The pandemic-era shortages showed the car business a different path.
Dealers were stuck with vast stretches of bare asphalt. The number of available vehicles for sale or in transit dropped from over three million before the pandemic to a historic low of about 854,000 in September 2021, according Cox Automotive, an automotive- services firm. And yet, buyers were still shelling out for new wheels, splurging on whatever they could get their hands on.
The rising popularity of Tesla’s direct-to-consumer sales model, in which shoppers largely order their vehicles online, also got car-company executives to start rethinking whether it makes sense to keep so many vehicles in stock.
Some automakers, including Ford Motor and General Motors, have said they plan to keep the availability of cars and trucks on dealership lots permanently constrained in the years ahead, an effort aimed at sustaining their run of strong profits.
In June, there were about 1.9 million new cars and trucks in transit or available at dealerships, a sign that availability was improving. But many in the car business don’t anticipate it will return to prepandemic levels—at least not in the short term.
“We’re not going to go back to the high inventories that we had in the past,” said Ford’s chief financial officer, John Lawler, last year.
On car lots, this could mean shoppers have fewer colors, options and trim levels readily available to choose from. More likely, auto retailers will carry the most popular configurations and in fewer numbers.
Want something slightly different? You’ll likely have to order directly from the factory, then wait for it to be built and delivered.
Turnaround times vary by model, but can often take a few months— or in some cases, much longer.
2. STUBBORNLY HIGH PRICES
If you’re looking to buy a new car in the coming years, be prepared to splurge.
Before the pandemic, American buyers were already gravitating to pricier trucks and SUVs, pushing average selling prices higher. This shift led some car companies like GM and Ford to kill off many of their cheaper, small-car and sedan models, giving buyers fewer affordable options. The pandemic-era shortages only supercharged the inflation. The average selling price for a new vehicle jumped more than 36% from the end of 2019 to the close of last year. In mid-2021, nearly two-thirds of new cars were selling at prices above the manufacturer’s suggested sticker—an unprecedented situation that left many buyers shocked and frustrated.
Car companies have long leaned on rebates, cash bonuses and other promotions to motivate buyers. But during the pandemic, those kinds of discounts mostly evaporated. Even now, bargains are still hard to come by.
The average selling price hit a record $47,362 in December of last year, according to industry-research firm J.D. Power, a figure that has since fallen to roughly $46,000 in June. Today, there are only four car models that have a sub-$20,000 sticker price, compared with 18 a decade ago, according to Edmunds.
The higher costs are straining buyers’ budgets. The average monthly payment for a new-car loan hit $733 in this year’s second quarter, compared with $562 in 2019, according to Edmunds.
Yet on electric vehicles, where automakers have been expanding rapidly, prices have dropped 20% from June 2022 to last month, according to Cox Automotive. The decline has been mostly driven by a series of price reductions by EV leader Tesla and Ford.
Still, buyers shouldn’t expect more big breaks in the near term.
“We’re not necessarily expecting prices to rise the way they have in the past couple years,” said David Oakley, an analyst at GlobalData, an industry-research firm. “It’s more that we don’t see them coming back down.”
3. LOWER INDUSTRYWIDE SALES
As a result of the first two factors, carmakers are preparing for a future where they simply sell fewer new cars than they once did.
Before the pandemic, U.S. auto-industry sales were booming, posting several straight years where the annual tally was at or near 17 million.
This historic run was abruptly halted by the health crisis. Sales fell to 14.5 million in 2020, and then last year, dropped again to 13.7 million, the lowest recorded figure since 2011.
The decline was largely driven by prolonged parts shortages, particularly on computer chips that are used in everything from multimedia displays to heated seats.
Carmakers gave priority to whatever parts they could obtain to build the most expensive models, which helped fatten profits.
The models that were available were often the priciest ones, stretching many buyers’ pocketbooks. Many shoppers dropped out of the new-car market altogether.
This year, sales have picked up again as factory output has stabilized and dealers are finally restocking their lots. Analysts project they could hit about 15 million in 2023.
Still, rising interest rates and persistently high sticker prices are keeping many buyers away from new-car showrooms. It could be years—even next decade—before U.S. auto sales approach the 17 million mark again, according to GlobalData.
The lower selling pace could have broader repercussions across the industry, heightening pressure on automakers to scale back factory output and trim assembly-line jobs.
Jeep owner Stellantis already idled one factory indefinitely last December and its chief executive, Carlos Tavares, has warned additional shutdowns could be forthcoming.
“If the market shrinks, we don’t need so many plants,” Tavares said in January.
4. FEWER LEASE DEALS
For many Americans, leasing has long been a go-to for getting into a new car at a more affordable monthly payment than taking out an auto loan.
In the years leading up to the pandemic, about one-third of all vehicles sold were leased. And car companies, hoping to make the deals more attractive, threw money at the promotions, even if they made more money selling cars outright.
But with inventory tight, many automakers drastically cut back on these lease deals, and the ones they were offering were far more expensive.
In many cases, it became more economical to finance a vehicle than lease it—a complete reversal of years past.
The share of leased vehicles nosedived as a result, hitting about 16% in the second half of last year, the lowest level since the 2008-09 financial crisis, according to J.D. Power.
While some lease deals are returning— particularly on EVs that can take advantage of a federal tax credit—analysts expect it to take the better part of this decade for the auto-leasing market to fully rebound.
For one, car companies don’t need as many leases, since they can sell nearly everything they make without the need for lease deals or other promotions.
And the drop-off in leasing has also effectively reduced the number of customers turning cars back into dealerships. That means there are fewer Americans looking to renew their lease deals.
With higher interest rates, leasing is going to remain expensive for both automakers and consumers. And unless manufacturers start sweetening the terms, it isn’t likely to make a speedy comeback.
5. MORE EXPENSIVE USED CARS
Buyers hoping to find a better deal on the used-car lot could be in for a surprise.
Prices for preowned vehicles skyrocketed during the pandemic, climbing at a steeper rate than on the new-car side, in part because they are not tethered to a manufacturer’s suggested retail price.
Many consumers, unable to find what they wanted at a new-car dealership, flocked to the used-car market looking for a better selection and more affordable price tags. The shift, in turn, created another supply crunch—one that was as severe.
On top of that, many owners were holding on to their cars longer, worried about finding a replacement, which slowed the number of cars coming into the used market. The drop-off in leasing only made the problem worse, because fewer of those vehicles were filling the preowned pipeline.
The average price paid for a used vehicle hit nearly $30,000 at the end of 2021 and has continued to remain at elevated levels, according to industry data.
At one point, used-car values were rising so fast many owners saw a surprising reversal: their once-depreciating assets were actually rising in value.
As a result, the number of buyers purchasing used cars has also tapered off. Last year, about 36.2 million preowned vehicles were sold, down about 10% from before the pandemic, according to Cox Automotive.
Within the past year, used-car prices have begun to moderate but they still remain volatile, subject to sudden increases and declines. That’s because they are highly dependent on how fast inventory bounces back on the new-car side.
And without more people coming in to buy new cars, supplies on used ones will remain tight, keeping prices high, dealers say.
“If we’re not getting the cars on trade-in, we have to go out and buy them,” said Geoffrey Pohanka, chairman of Maryland-based dealer Pohanka Automotive Group. “Certainly, this sends a ripple effect.”

