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Introduction

New businesses take risks when 
introducing a new brand and/or 
entering a new market. Risks are 
essential to attaining financial 
gains and growth. However, taking 
calculated risks is more important. 
That’s where market research 
comes into the picture. Launching 
a brand or entering a new market 
requires high capital investment 
and accepting the risks that 
comes with it. However, just that 
won’t be enough to make the 
brand successful and achieve 
sustained growth and profitability.

Poixel's market research collects an extensive 
list of consumer data such as their buying habits, 
market size, purchasing cycle, and top 
competitors. Our market research reports cover 
critical aspects of the market to help businesses 
identify market gaps, equip them with the vital 
insights and knowledge to develop a strong 
brand and loyal consumer base.

Readers may benefit from the report by utilizing 
the provided research analytics with the goal to 
improve business performance and capture new 
opportunities. Re-evaluate your business 
models to make changes as necessary. Analyze 
competitors' strategies and decision-making 
processes to understand potential problems 
your product can fulfill. Study consumer behavior 
and market dynamics to learn developing market 
trends within your industry. 

At Poixel, our primary goal is to build authentic 
and credible data to support business strategies 
and develop new market opportunities. Our 
market research process begins by auditing the 
business and defining the research goals. Then, 
we conduct a secondary research, which 
includes collecting data from credible data 
sources, receiving inputs from the industry, and 
auditing competitor's strategies related to social 
media, online-selling, offline-selling, and offered 
product lines. Next, we proceed with the primary 
research, which involves market sampling, 
conducting in-field surveys, interviews, and 
online surveys to a random sample of the 
population and industry competitors. After which, 
we analyze the results and present our findings. 
With the market research process, Poixel aims 
to build credible market data that companies can 
rely on when making strategic decisions.

Mohammad Al Marouf, Founder of Poixel

Despite having the required investment, new 
businesses lack the competitive insight of the 
market, competitors and consumers. Hence, 
they disappear from the market after just a few 
months. Without a good understanding of the 
industry, businesses can make the wrong 
strategic decisions such as investing in the 
wrong market at the wrong time, thus leaving no 
room for the new brand to survive and thrive. 
Some would also make increased investments in 
product acquisition and marketing without clear 
strategies and business goals. When it comes to 
market research, a common mistake that failed 
businesses end up making is they rely on gut 
feeling and/or outdated market research that 
does not count for the changing consumer 
behaviour in the current times. As a result, the 
strategic decisions are mixed with cognitive bias 
and misguided theories, avoiding the factual 
information on key market trends and behaviour, 
leading to bad business decisions.
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COVID-19 had a significant impact on 
economies and industries worldwide 
and is still shaping the automotive 
industry as we speak. The State of 
Kuwait issued regulations and 
restrictions that had to be followed by 
the key players of the automotive 
industry. Test-drive was banned, 
and banks temporarily stopped the 
auto-financing for Non-Kuwaitis.

Agencies such as Al Sayer Toyota made 
pre-booking of vehicles while Mercedes faced 
significantly less revenue during the period. Al 
Mulla Al Behbehani invested in digital solutions 
such as Collect and Drop Car service, virtual 
showroom, and the ability to finish the maximum 
sale process online. However, Kuwait's 
regulations require the client's physical presence 
in the auto showroom to confirm the vehicle 
purchase. Moreover, the online vehicle 
trading industry in Kuwait has yet to develop. 
Because of the country's small size and strict 
government regulations, Poixel believes the 
industry is in its infancy, and it still has a long 
way to go. Consumers have become more 
educated and informed when it comes to 
automobiles. As a result, the sales process 
becomes expedited, leading to a faster closing. 
Agencies use lead-management systems to 
follow-up with the client and close the deal, a 
process that takes up to 3-6 months per client. In 
addition, until the past five years, consumers 
weren't well aware of the various vehicle options 
and specifications. Consumers have a general 
idea of what they want when they visit the 
showroom or retailer.

The automotive industry of Kuwait has an 
expected market value of 3.1 million, out of 
which 1.6 million belongs to new cars, and 1.5 
million belongs to the used cars market. 
Furthermore, the industry currently holds an 
estimate of  1.8 million consumers as of 2021. 
This report aims to provide an in-depth analysis 
of the automotive market in Kuwait, identifying 
the key players, their business strategies, 
market drivers, and purchasing trends.

Executive Summary
Section 1

Market Value of Automotive
Industry in Kuwait

REVENUE (in million KWD)

2020 2021 2022 2023 2024 2025 2026
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1.5
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2.5

3.0

3.5

4.0

The development market value from the
period 2020-2030

56.9% are planning to buy a 
new vehicle in the next 
three months

Poixel.
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Top Car Brands, 2021

AL DAMAN

AL REMAL AL DAHABIA

AGENCY GARAGES

Key Findings

Purchasing Criteria

65.8% of consumers look at the price, 
60.8% at insurance variety, 47.8% at 
coverage flexibility, and 34.7% at 
customer service when purchasing 
auto insurance.

70.6% consider the price of a car before 
purchasing, 61.5% pick the car brand 
and look for comfortable interiors, and 
55.9% consider the vehicle’s exterior 
appearance & it’s performance.

68.2% of the respondents prefer to 
visit the showroom and websites to 
research new cars, while 56.9% rely 
on recommendations from family and 
friends, and 43% browse applications.

Section 2

25%

Market Share(%)

14.6%

8.8%

5%

8%

3%

Top Inspection Garages

43.5%

Market Share(%)

14.1%

10.5%

Top Auto Financing Institutions

Chinese Brands (Overall)

23.1%

Market Share(%)

20.7%

14.6%

6.7%

Poixel.
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Poixel.

Consumer Behaviour

46.7% of the sample buy one 
automobile every five to six years. 
SUVs are the most popular car type, 
as 52% of the sample drive one

78.6% of the sample drive an 
automobile manufactured between 
2010 and 2020. Consumers will pay 
an average of 10,187.5 KWD for a 
vehicle 

90% buy a car for personal use, 26.4%
for family use, 13.8% for leisure 
activities, and only 5% buy for 
business purposes.

Most respondents say buying a car 
takes 3-14 days, while 39.5% say 
selling a used car takes less than 
seven days.

AL AHLEIA
INSURANCE CO. S.A.K.P

Kuwait Sale

4Sale

Q8Car

Top Auto Insurance Institutions

19.0%

Market Share(%)

9.2%

5.9%

5.9%

Top Auto Applications

75.3%

Market Share(%)

17.8%

6.8%

Poixel.
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Glossary

Poixel.

Section 3

Market share: The percentage of a market 
controlled by a particular company or product. 
Poixel calculated the market share based upon 
the collected survey responses. Note, this is an 
approximate figure.

Purchasing Cycle: It's the process through which Purchasing Cycle:
customers educate themselves and get closer 
to buying the product. Purchase cycle describes 
the steps involved in the purchasing process.

Online Marketing/Advertising:  Consists of Online Marketing/Advertising:
Google and social media advertisements 
whereby the advert is marketed on Youtube, 
Instagram, Facebook, and social channels alike.

Offline Marketing/Advertising: Consists of Offline Marketing/Advertising: 
outdoor advertisements through billboards, mall 
displays, and events.

Clearance Period: The period where agencies 
market offers to sell off previous vehicle stock.

Technological features: Tablets, Driver Assist Technological features:
Systems, Automatic Emergency Braking, 
360-Degree Camera, and more that offer 
advanced technological solutions.

Tactical marketing: The marketing strategy that Tactical marketing:
targets the right customer at the right place and 
at the right time of the year. 

Mapping Analysis: A competitor mapping tool is Mapping Analysis:
used to analyze an organization's competitors 
based on specific attributes to understand the 
competitive landscape. In this way, companies 
can structure their products and services to fill a 
new gap in the market. 

KPIs: Key Performance Indicators (KPIs) are 
measurable values that determine how 
effectively a company achieves its business 
goals. A KPI can be used at several levels in an 
organization to evaluate success in meeting 
targets.

Brand Loyalty: Brand loyalty refers to consumers' Brand Loyalty:
positive associations with a product or brand. As 
evidenced by their repeat purchases, brand loyal 
customers are devoted to a product or service 
despite competitors' efforts to lure them away.

Resale value: The car's resale value will be worth 
it when the driver tries to sell or trade it later.  

Lead management system: A lead management Lead management system:
process involves qualifying, analyzing, and 
nurturing incoming leads to convert them into 
new business opportunities. In the typical sales 
process, leads come from multiple sources and 
are processed into sales-ready leads.

Poixel.
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Demographic
Market Overview
4.1. Purchasing Criteria and 
Preference

Kuwait's primary passenger car types include 
Sedans, SUVs, Coupe, Pickup Trucks, Sport 
vehicles, Minivans, Vans, and Hatchbacks. 
Poixel finds that 51.6% of the sample surveyed 
drive at least one SUV every five years. 
Furthermore, 90.8% of respondents purchase a 
car for personal use rather than for family, 
commercial, or leisure. 66.1% of respondents 
prefer to buy new cars, while 14.5% prefer to buy 
used cars, and 19.3% go for certified used 
vehicles. 

4.2. Product Research

68.2% of the respondents prefer to visit 
showroom and websites to research new cars. 
Ten agencies that Poixel surveyed say 
consumers are more knowledgeable about 
vehicles. They are well-versed with the car 
features and specifications, making the sales 
process much quicker than before. 

The type of vehicle purchased and the number of vehicles 
purchased by a single driver over the course of 5 years.

Poixel.

Section 4

Mobile applications

Websites

Social media platforms

Visit showrooms

Friends and family

68.2%

41.5%

25.8%

68.2%

56.6%

Before buying a car, how do you
research and review the options?

Number of cars purchased
in the last 5 years

1
2

(47%)

(30%)

(11%)

(7%)
(5%)

3
4

More than 4

What kind of car have you
been driving in the last 12
months?

SUV
Pickup Truck
Sedan
Coupe
Sports
Mini Van
Van
Hatchback

“Consumers are educated and are 
open minded. They have access to 
the online research tools and 
knowledge about the brand’s 
vehicles. For us, this expedites the 
sales process for us by 70-80%”

Mohammad Ali, Sales Consultant at Chevrolet

51.6%

12.6%

12.6%

9.4%

11.9%

Poixel.
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4.3 Consumer Preferences

Poixel finds that consumers focus on the brand, 
interior comfort, external appearance, and 
performance when choosing an automobile. An 
average of 71.7% of the respondents buys a car 
within 3-14 days. In addition, 51.6% prefer to pay 
in full for a vehicle, and 47.2% prefer to purchase 
through auto-financing (installments/loans). In 
contrast, 42.1% paid in full for their current cars, 
while 56.6% financed them. Finally, 60% have 
not rented their vehicle from any renting 
institutions. The lifespan of a vehicle is 5-6 
years, with the average mileage consumed being 
20,000-25,000 KM annually, based on our 
research and in-field interview.

4.4 Satisfaction with Agencies

Poixel's market survey shows that 46% of 
consumers are neutral regarding the customer 
service delivered by dealerships, neither 
satisfied nor dissatisfied. The probable causes 
include untrained sales staff, missing or 
damaged parts in the new vehicle, inflated 
prices, exploitive servicing practices, inadequate 
evaluation of used cars, poor trade-in, and 
after-sales services.

The rating scale measures satisfaction level, ranging from highly 
dissatisfied (red) to highly satisfied (green)

Poixel.

The survey question analyses what consumers look for when 
purchasing new vehicles 

What criteria do you consider
when buying a car?

Trademark

Cargo Space

Country of Origin

Engine Size

Oil consumption

Off-road driving

Performance

Safety & security

New Technology

Factory Warranty

Production Year

61.5%

10.7%

59.1%

37.7%

55.9%

31.4%

36.5%

31.4%

31.4%

70.6%

52.8%

44.7%

34.6%

39.6%

27%

40.3%

3.1%

15.1%17.6%46%13.2%8.2%

Exterior

Mileage

Pricing

Other

Vehicle Size

Interior

Poixel.
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Automobile
Purchase Cycle
5.1. Car Buying Process
       (From Dealerships)

Intention/Desire arises to buy a vehicle.

Research phase (approx. 1-2 weeks):
The buyer researches vehicle types and models 
by visiting showrooms. The buyer uses a set of 
criteria to compare vehicles while also seek 
recommendations from friends, family, and 
browse through websites to research vehicles.

Review packages (approx. 1-2 hours):
The buyer reviews the offers and package 
benefits mainly relating to the warranty, free 
maintenance (up to a specific mileage), and 24/7 
Road Side Assistance.

Opting for Test-Drive (approx. 30 mins):
The buyer then drives the vehicle of their choice 
to find out how it feels and whether it meets their 
needs.

Shortlist the options (approx. 1-2 weeks):
After reviewing multiple vehicles from different 
dealerships, the buyer will shortlist them to few 
options. 

Deciding Payment Method (approx. under one 
week): Depending on how the person intends to 
pay for the vehicle, he or she can either finance 
through a loan, pay in installments, or do it in full. 
Finally, the person proceeds to payment.

Car Delivery

After-Sales: To gather customer feedback and 
offer after-sales services such as scheduled 
maintenance, 24/7 roadside assistance & more.

Poixel.

Section 5
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1

2

3

4

5

6

8

9

5.2. Car Buying Process
       (From Direct Owners)

Intention/Desire arises to buy a vehicle.

Research phase (approx. 1-2 weeks):
The buyer researches vehicle types and models 
from online mobile applications using set criteria 
such as pricing, year of production, and car 
model. To make a decision, the buyer will also 
ask friends and family for recommendations.  

Inspect the vehicle (approx. 1 hour):
The buyer shall then inspect the car. There are 
two ways of going forward: The buyer shall 
inspect the vehicle themselves, or the buyer 
shall get it checked from an inspection garage or 
from the agency itself. Alternatively, the seller 
may not allow inspections of the car and sell it as 
is.

Opting for Test-Drive (approx. 15-30 mins):
The buyer then drives the vehicle of their choice 
to find out how it feels and whether it meets their 
needs. If the car has been used before, they will 
inspect the vehicle to find any faults.

Negotiate upon the price: The buyer and seller 
shall negotiate upon the last price for the vehicle.

Transfer Vehicle Ownership: The process can 
take up to 3-5 hours. 

1

2

3

4

5

6



Automobile
Market Analysis
6.1. Top brands in Kuwait

Kuwait's automobile industry has 60+ brands. 
Poixel's survey finds the top car brands in Kuwait 
as of 2021 include Toyota (25%), followed by 
Chevrolet (14.6%), Nissan (8.8%), Ford (8.8%) 
and GMC (6.5%). Toyota vehicles have an 
average price of 9,400 KWD, which is relatively 
low when compared to other brands such as 
Chevrolet (9,718 KWD), GMC (13,805 KWD) 
Nissan (11,157 KWD), Ford (9,490 KWD) and 
Chinese Brands (4,413 KWD).

6.2. Chinese Vehicle Market

Kuwait has a few Chinese brands such as SAIC 
Motors, GAC Motors, DFM, MG Motors, BAIC, 
Geely, and Chery. 63.5% of respondents would 
not buy a Chinese manufactured vehicle; hence 
their market share is meager than competing 
brands. Chinese car brands hold about 8% of 
the market share, up from two years ago. Most 
of the sample surveyed has sufficient income 
power, prioritizing performance, exterior 
appearance, and safety features over the 
vehicle's price and warranty (which Chinese car 
brands are known for).

Poixel.

Section 6

Do you have any interest 
in buying a Chinese made car?

Yes
No
Maybe

Mapping Analysis
Average Price & Market Share

1The average price was calculated based on the best-selling 
vehicles and the variations in the model, compared with the 
respondents who buy a car.

2Poixel calculated market share based upon consumers' 
preference of particular brands
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“Our main success factors are our 11 
year warranty. 99% of our consumers 
are Kuwaitis who mostly buy our 
vehicle for their driver or their teens ”

Eyad Al Mohammad, Senior Marketing Officer at 
Mutawa Al Kazi Group.

63.7%

21.9% 14.4%

Chinese Brands

Poixel.
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Auto Brands
Overview

Poixel.

Section 7

7.1 Brand Loyalty

Loyalty measures how many vehicle owners 
prefer to purchase or trade-in their next vehicle 
with the same brand. Many factors, such as the 
experience of dealing with the agency and 
driving the car, contribute to brand loyalty. 
During the pandemic, multiple brands reserved 
new models for when they became available. 
Others, such as Land Rover, provided test 
drives with proper COVID-19 protocols. Thus, 
consumers have more confidence in their 
chosen brand and are more likely to repurchase 
it in the future.

7.2 Purchasing Trends

9 out of 9 brands confirm that consumers are 
well educated about different vehicle 
options. Kuwait's culture emphasizes 
gatherings and socializing; hence close friends 
and family are the primary sources of 
information for consumers, including websites, 
social media, and online applications. In 
addition, 65% of drivers of premium SUVs such 
as Land Rovers and Audis are Kuwaiti women, 
most of whom are recent graduates or 
professionals earning salaries of at least 
2000-3000 KWD. Most agencies confirm the 
lifecycle of a vehicle to be 3-5 years, after which 
consumers trade-in for a new car. Audi believes 
that the life cycle span has increased by 1-2 
years due to worries regarding the future of 
Kuwait's economy. 

7.3 Marketing Strategy

The preference for traditional forms of 
marketing, involving outdoor billboard ads, has 
changed with the advent of COVID-19. Brands 
such as Audi rely heavily on online mediums 
such as Google and Social media to market new 
launches and monthly offers. While KIA relies on 
newspapers along with online mediums. The 
marketing strategy largely depends on the brand 
strategy and market dynamics.

7.4 Lead Management System

In our in-field interviews with top management at 
car dealerships, we find that the process of sales 
and follow-ups with potential consumers is an 
essential part of the industry. Top brands such 
as Toyota follow a proper lead management 
system, whereby sales representatives follow up 
with consumers interested in buying a vehicle. 
The follow-ups can be after 24 hours or every 
other week. It may take some leads to convert 
after 2-3 months. 

"Before COVID-19, our marketing 
budget consisted of 70% offline and 
30% online. Now, it's shifted to 75% 
online and 25% offline."

Mohammad Jahjah, Marketing Manager at Honda

Poixel.
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Toyota is the most popular brand in the State of 
Kuwait, confirmed by Poixel’s market research. 
Their most popular car model is the Land 
Cruiser, starting at 17,220 KWD at the time of 
this research. Al-Sayer holds seven showrooms 
and six service centers in Kuwait, making it the 
only brand with the most locations. Walk-Ins 
account for 80% of all customer leads to the 
showroom, while websites and online 
appointments account for 20%. Nearly 40%-50%
of consumers are researched and know which 
vehicle they want.

The typical age of consumers is between 25-50, 
with varying consumer preferences. The 
younger audience (ranging between 20-35 year 
old) look for the latest technological features. 
The younger generation also prefers 
customizing their cars, including installing a 
tablet, leather seats, and more. The older 
audience generally looks for engine 
performance, interior design, and cargo 
capacity. 60% of consumers pay in total, and 
only 40% use auto loans or installment options. 

During Covid-19, they suffered through a low 
number of leads compared to regular times. 
Hence, Al-Sayer opted for pre-booking vehicles 
for future use. In addition, the State regulations 
banned test drives temporarily, and the agency 
significantly reduced marketing during the 
pandemic, whether online or outdoor. 

Al Sayer Group

Currently, we are unable to complete 
the purchase process online due to 
Kuwait's system. Customers need to 
be at the showroom to complete their 
purchases. 

Ruban Dsouza, Sales Supervisor at Al Sayer Toyota

Section 8.1

Popular Car Models

Poixel calculated the average car price based upon the most sold 
vehicles, which amount to 7-10 cars. The prices are label prices 
and are valid up to the date of this research. Other findings were 
from Poixel's in-field interviews.

Land Cruizer 17,220 KWD

25%

Market
Share

9,400 KWD

Avg Car
Price

13

Business
Locations

7 Showrooms
6 Servicing Cen.

45%
of people are 

educated

Corolla 5,635 KWD

Camry 7,375 KWD

Poixel.
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Alghanim Automotive

Section 8.2

Chevrolet owns 14.6% of the Kuwaiti market, 
and their most popular car brand is the Chevrolet 
Tahoe. Of the total customers, 55% are between 
the ages of 22 and 55. The Silverado is another 
popular choice by 80% of consumers who are in 
their 20s. Captiva crossovers are preferred by 
females as their go-to choice for a new vehicle. 

The brand has three showrooms and two service 
centers in the country, thus having a relatively 
good market coverage. In addition, the average 
price of Chevrolet’s vehicles is 9,718 KWD, 
hence being within reach for both Kuwaitis and 
Non-Kuwaitis. However, the brand experienced 
a decline in expat consumers by 20% since the 
pandemic. Expats' auto-financing options were 
temporarily disabled, which affected their 
purchase decisions.

Due to the pandemic, the automobile industry 
was affected, resulting in low stock at the 
agency. Chevrolet also opted for door-to-door 
selling and maintenance service of vehicles 
during the pandemic. Despite this, only the 
quantity of sales per month was affected and not 
the sales target. The agency receives 37 visitors 
per day to their showrooms, but only 15-22 leads 
come from their website and social media. 

“During the COVID pandemic, we 
decided to cooperate with the upper 
management. We worked together to 
overcome the challenges of the 
pandemic by door-to-door customer 
service.”

Mohammad Ali, Sales Consultant at Chevrolet 

Poixel calculated the average car price based upon the most sold 
vehicles, which amount to 7-10 cars. The prices are label prices 
and are valid up to the date of this research. Other findings were 
from Poixel's in-field interviews.

14.6%

Market
Share

9,718 KWD

Avg Car
Price

5

Business
Locations

3 Showrooms
2 Service Centers

55%
are aged 

between 22- 55

1 80% buyers are in 20s
2 Mostly Purchased by Females

Popular Car Models

Tahoe 15,499 KWD

Silverado1 7,777 KWD

Captiva2 4,699 KWD

Poixel.
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Mohammad Behbehani

Poixel.
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Section 8.3

GMC brand is owned by Al Behbehani Group, 
having seven locations within Kuwait. When 
compared to other class ranges of vehicles, 
GMC cars are considered premium.  The GMC 
Sierra pick-up truck accounts for 60% of GMC's 
total sales, while the GMC Yukon SUV accounts 
for 35%.

90% of the company's total consumer base is 
Kuwaiti nationals between the ages of 25 and 35 
in their teens or have families. The purchasing 
criteria for the consumers include, in ranking 
order, interior spacing, engine performance, 
exterior appearance, and technical features. 
GMC has strong brand loyalty, wherein 85% 
purchase a second GMC vehicle after an 
average period of 3-5 years.

GMC's current marketing objective is brand 
awareness, in which they constantly run online 
advertisements throughout the year. 
Additionally, 75-80% of the brand's marketing 
efforts are directed at offline avenues such as 
billboards and mall displays. The brand follows a 
tactical marketing approach. GMC increases its 
investment in online ads and mall displays 
during summer as people flock to malls or 
browse social media. The brand also 
collaborates with influencers who are in the 
automobile niche while also work with Seyayeer 
and Showroomz, rating the experience 
moderately.

In the first half of FY-20, we had 
extremely low sales. With the launch 
of the GMC Yukon in the second half 
of FY-20, our sales doubled.

Lawrence Bassil, Marketing Executive at Behbehani 

Poixel calculated the average car price based upon the most sold 
vehicles, which amount to 7-10 cars. The prices are label prices 
and are valid up to the date of this research. Other findings were 
from Poixel's in-field interviews.

3%

Market
Share

13,805

Avg Car
Price

6

Business
Locations

2 Showrooms
4 Service Centers

In the Premium 
SUVs Market

90%
Are Kuwaiti 
Consumers

1 35% of total sales
2 60% of total sales

Popular Car Models

Yukon1 19,930 KWD

Sierra2 12,983 KWD

KWD



Al Mutawa Al Kazi

Section 8.4

The Kia brand is owned by Al-Mutawa Group, 
having one main showroom and up to seven 
garages in major cities in Kuwait. The brand's 
best-selling sedans are the K5 and Cadenza. 
The K5 is usually purchased by Kuwaitis 
between the ages of 25 and 35, and the 
Cadenza is typically purchased by 35-year-old 
men, mainly expats.

Of the total consumer base, 70% consist of 
Kuwaiti, 90% of which are male buyers. The 
primary purchasing criteria include pricing, 
interior space, and technological features. Kia 
targets passenger and fleet consumers, with 
50% of their total customer base being fleet 
customers. They are mainly taxi and 
transportation companies, who purchase 
sedans primarily. The impact of COVID-19 on 
the brand was significant, as KIA's sales 
dropped by 70%.

Kia's mainly has two marketing objectives; 
advertise new launches and sell existing stock. 
There are five major annual marketing 
campaigns that fall during the summer (cashback 
and travel offers), back-to-school, Ramadan, and 
the Clearance period (November-December). 
Kia's current marketing goal is to increase brands 
awareness for its new brand identity. Online 
marketing is used each month by the brand, while 
outdoor advertising is primarily done during the 
winter. Kia advertises new launches in 
newspapers, such as Nabd, 2-3 times per year. 

Our average marketing budget is 
between 200,000 - 400,000 KWD per 
year, while the average annual sales 
are 8000 units.

Abeer Tameem, Senior Marketing Executive at KIA 

Poixel calculated the average car price based upon the most sold 
vehicles, which amount to 7-10 cars. The prices are label prices 
and are valid up to the date of this research. Other findings were 
from Poixel's in-field interviews.

6%

Market
Share

7,774 KWD

Avg Car
Price

8

Business
Locations

1 Showroom
7 Service Centers

In the Premium 
SUVs Market

50%
Are Fleet 

Customers

1 25-35 age,  Kuwaiti buyers
2 Above 35, Expat buyers

Popular Car Models

Kia K51 5,799 KWD

Cadenza2 7,799 KWD

Telluride 11,700 KWD

Poixel.

13Copyright © 2021 PoixelTM | All Rights Reserved



Poixel.

14Copyright © 2021 PoixelTM | All Rights Reserved

Section 8.5

Within Al Mutawa Group, GAC SUVs are the 
most popular. 99% of the total consumer base 
are Kuwaiti nationals, out of which 35% are 
between 18-35 — Furthermore, 85% purchase 
new vehicles instead of used ones.  The key 
strengths of Chinese brands are their ten-year 
warranty and reliable aftersales service.

For the dealership, 5% of total leads come from 
mobile apps such as 4Sale, Motergy, and 
Moteri. The dealership runs a marketing 
campaign every month, offering a 10-15% 
discount. Word-of-mouth advertising (WOM) is 
vital in gaining new leads and closing them.

Poixel calculated the average car price based upon the most sold 
vehicles, which amount to 7-10 cars. The prices are label prices 
and are valid up to the date of this research. Other findings were 
from Poixel's in-field interviews.

8%

Overall Market
Share

5,925 KWD

Avg Car
Price

Strengths

5-11 Years Warranty
After-Sales
Monthly Offers

4% since 2018

99%
Are Kuwaiti 
Customers

Al Mutawa Al Kazi 

“Our main success factors are our 11 
year warranty. 99% of our consumers 
are Kuwaitis who mostly buy our 
vehicle for their driver or their teens”

Eyad Al Mohammad, Senior Marketing Officer at 
Mutawa Al Kazi Group.

Popular Car Models

GS3 4,500 KWD

GS4 6,500 KWD

GS5 7,300 KWD

GS5 4,500 KWD



Section 8.6

Chery is owned by Alghanim Automotive, having 
two showrooms and one service center in 
Kuwait. 50% of the brand's total sales are SUVs, 
where Tiggo 8 is the most popular, priced 
around KWD 7,500. Kuwaiti nationals make up 
80% of the consumer base, and 50% prefer 
buying new vehicles over used vehicles. 70-80% 
of buyers are within the age group of 21-45 
bracket, and 50% prefer to use auto loans 
instead of paying in full.

The typical purchasing criteria for buyers include 
the value of the car and technological features. 
Chery vehicles are moderately priced, and 
hence buyers look for long-term value in the car 
more than the pricing.

The brand spends 2.5% of its annual revenue 
towards marketing expenditure, of which 
60-70% is digital marketing. In this COVID era, 
online avenues such as social media and google 
ads provide higher returns with lower expenses, 
making them the best option for the brand.

In July of this year, we entered the 
Kuwaiti market. 2.5% of revenue goes 
toward marketing expenditure. To 
increase ROI, we are focusing on 
digital ads.

Shadi Ghanem, Head of Sales and Marketing at Chery 
Alghanim

Poixel calculated the average car price based upon the most sold 
vehicles, which amount to 7-10 cars. The prices are label prices 
and are valid up to the date of this research. Other findings were 
from Poixel's in-field interviews.

n/a

Overall Market
Share

4,901 KWD

Avg Car
Price

First year for 
the brand

50%
Use Auto 
Financing

Alghanim Automobile

3

Business
Locations

2 Showrooms
1 Service Center

Popular Car Models

Tiggo 8 6,450 KWD

Tiggo 4 4,200 KWD

Poixel.
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Section 8.7

Honda is owned by Alghanim Automotive and 
has five showrooms and six service centers 
within Kuwait. 25% of its buyers are 
Non-Kuwaitis, where 30-40% of total buyers are 
between the ages 30-45. The Honda Civic 
accounts for 40% of total sales of sedans. The 
brand does not sell used cars. 

Honda's marketing strategy relies on aggressive 
offers and discounts to sell existing stock. Honda 
conducts four primary marketing campaigns, 
which fall during the two Eid occasions, 
Back-to-school and clearance period. Before the 
advent of COVID, 70% of the total marketing 
budget went towards offline advertising. 

The brand does not collaborate with any online 
applications since they receive inferior leads. 
Kuwait's market is not yet ready for online 
automobile trading due to governmental 
restrictions that require consumers to visit the 
showroom to finalize their purchase.

We increased our marketing budget 
towards online advertising by 5%, 
whereas the budget remained the 
same throughout. 

Mohammad Jahjah, Marketing Manager at Honda 
Alghannim

Civic 
Poixel calculated the average car price based upon the most sold 
vehicles, which amount to 7-10 cars. The prices are label prices 
and are valid up to the date of this research. Other findings were 
from Poixel's in-field interviews.

Accord

5,250 KWD

7,000 KWD

n/a

Overall Market
Share

6,125 KWD

Avg Car
Price 25%

Buyers are 
Non-Kuwaitis

Alghanim Automotive

40% of total Sales of Sedans

11

Business
Locations

5 Showrooms
6 Service Places

1 40% of total Sales of Sedans

Popular Car Models

Civic1 5,250 KWD

Accord 7,000 KWD



Section 8.8

Mercedes is owned by Al Mulla Group, having 
four showrooms and one service center in 
Kuwait. Within the brand, GLC, GLE, and GLS 
are the most popular vehicles. A-Class and 
C200 Sedan are purchased more by university 
students. The older generation who are retired 
now prefers to buy the S-Class because of its 
social status. 70% prefer to get new vehicles, 
while 50% use auto-financing. The purchasing 
criteria mainly revolve around attractive warranty 
and service packages. 

Within the sales process, the brand treats every 
showroom visitor as a potential client. The sales 
team greets the visitors, qualifies them 
according to their purchasing criteria, the buyer 
test-drives the car, chooses the vehicle, and 
delivers. The process of following up with a new 
lead is done after 24 hours, twice a week, and 
can take up to 3 months to close the deal.

Their marketing activities are limited and only 
reserved for new product launches or discounts 
for previous year models. Furthermore, the 
brand was not affected during the COVID crisis. 
Their target market includes premium drivers 
who were largely unaffected by the crisis. Also, 
the brand's cash flow increased as a result of the 
temporary suspension of auto-financing.

In my opinion, the store design plays 
a huge role in closing the deal by 
200%. Our main sales objective is to 
satisfy existing clients through 
excellent after-sales service rather 
than getting new clients.

Mohammad Achour, Sales Supervisor at Mercedes Benz

Poixel calculated the average car price based upon the most sold 
vehicles, which amount to 7-10 cars. The prices are label prices 
and are valid up to the date of this research. Other findings were 
from Poixel's in-field interviews.

n/a

Overall Market
Share

29,398
KWD

Avg Car
Price

Al Mulla Group

50%
Prefer to Use

Auto-Financing

4

Business
Locations

4 Showrooms
1 Service Centers

1 Purchased more by students

Popular Car Models

GLC 5,799 KWD

GLE 7,799 KWD

GLS 11,700 KWD

A-Class 11,700 KWD

Poixel.
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Section 8.9

Volkswagen is owned by Behbehani Motors 
Company and has three showrooms and one 
service center in Kuwait. 60% of the company's 
sales are SUVs, where the most popular options 
are the Touareg and Teramont. Furthermore, 
the average age of consumers is between the 
21-60 bracket, where 40% prefer to buy used 
cars over new cars.

Regarding financing means, 40% of total 
consumers prefer to pay in full compared to 
installments. In the past five years, buyers 
looked for safety features within a car. Now, they 
also look for more options, customizations, and 
technological features.

Within Kuwait, Volkswagen's marketing goal is 
to sell new launches and promote attractive 
service and warranty packages. The brand has 
increased its budget by 25% in the current 
period, focusing on outdoor advertising due to its 
effectiveness. Volkswagen has collaborated with 
4Sale and Showroomz to sell vehicles. 
However, they lacked a good amount of leads 
and hence discontinued it. Apart from direct 
marketing, the brand receives organic leads 
through their showroom in Avenues more than 
their Al Rai showroom.

Our current threats include a more 
challenging competitive market with 
Chinese brands increasingly taking up 
more market share. Furthermore, we 
lack consumer loyalty.

Nadeen Matar, Relations Manager at Volkswagen

Poixel calculated the average car price based upon the most sold 
vehicles, which amount to 7-10 cars. The prices are label prices 
and are valid up to the date of this research. Other findings were 
from Poixel's in-field interviews.

n/a

Overall Market
Share

16,700

Avg Car
Price

Behbehani Motors

40%
Prefer to buy
Used Cars

2

Business
Locations

1 Showroom
1 Service Center

KWD

Popular Car Models

Touareg 18,500 KWD

Teramont 14,900 KWD
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Section 8.10

Landrover brand is owned by Ali Alghanim and 
Sons Automotive in Kuwait, having two 
showrooms and two service centers. The most 
selling vehicle consists of the RR Velar, 
accounting for 40% of total sales. The car is 
chosen mainly by females. Furthermore, the RR 
HSE is another popular vehicle of the brand.

Kuwaiti nationals represent 98% of their total 
buyers, of whom 60% are female. The buyers 
are mainly professionals and fresh graduates, 
earning above 3,000 KWD. 70% of buyers are 
for new cars, looking for technological features, 
AC, interior spacing, and more. Furthermore, the 
consumer brand loyalty for Landrover is high, 
with a retention rate of 60-70%.

On average, Landrover receives 100-200 sales 
a month. Sales leads fall under three groups: hot 
leads, warm leads, and cold leads. Warm leads 
make up 30% of the total, hot leads make up 
15%, and cold leads make up 55%. Hot leads 
take about one month to convert into buyers, 
while it takes 1-3 months for warm leads and 
6-12 months for cold leads. Furthermore, The 
brand takes 3-5 days to deliver the final car after 
a strict process. The brand conducts 
pre-delivery inspection (PDI), road test the car, 
clean the exterior & interior and finally deliver the 
vehicle.

During the COVID-19 period, our sales 
grew by 20-30%. Customers would 
reserve their vehicles in 2020, and we 
would also allow test-drive options with 
proper sanitization procedures.

Mohammad Ajeem, Sales Manager at Landrover

Poixel calculated the average car price based upon the most sold 
vehicles, which amount to 7-10 cars. The prices are label prices 
and are valid up to the date of this research. Other findings were 
from Poixel's in-field interviews.

n/a

Overall Market
Share

38,800

Avg Car
Price

Ali Alghanim and Sons

60%
is the brand’s 
retention rate 

4

Business
Locations

2 Showroom
2 Service Center

KWD

1 Accounts for 40% of total sales, purchased by females

Popular Car Models

RR Velar 22-27,000 KWD

RR Sport 20-30,000 KWD

RR HSE 50-60,000 KWD



After-Sales
Services
9.1. Warranty

Purchasing a car warranty protects against 
paying for additional labor costs or parts 
replacement if the vehicle sustains mechanical 
or electrical problems. The majority of 
respondents prefer a car warranty period of no 
less than 5-8 years. In addition, 60% of people 
feel comfortable paying extra for extended 
warranties. Current agencies such as Al-Sayer 
Holding offer a 5-year warranty with open 
mileage on their SUVs, making their offer more 
lucrative to end consumers. While Chinese 
brands offer a 10-year warranty, Kia offers a 
20-year warranty, the highest for any brand 
in Kuwait.

9.2. Car maintenance

54.8 of respondents prefer the agency's garage, 
while 33.3% opt for independent garages. 93% 
of the sample regularly maintain their car, while 
67.6% spend 100-500 KWD on their car's 
annual maintenance. In our analysis, customer 
service plays a crucial role in determining the 
success of the agency servicing stations. 
Moreover, the timely delivery of the car, the 
pricing of the services, and add-on features such 
as home servicing and pick-up car service are 
also essential.

Poixel.

In your opinion, agencies
should provide a vehicle
warranty of at least 

1-3 years
3-5 years
5-8 years
More than 8 years

Warranty Extension

Willing to pay extra
Not willing to pay extra

Do you regularly maintain your car?

Yes
No

What is the average annual
expenditure value for
maintaining your car?

Less than 100 KWD
100-250 KWD
250-500 KWD
500-750 KWD
750-1,000 KWD
1,000-1,500 KWD
1,500-2,000 KWD
More than 2,000 KWD

Where do you mostly
service your car?

Agency garage
Co-ops garatges
External Garages
Home service
Other

Section 9

46.2%

34.9%

54.8%

11.2%

28.4%

4.8%
0.5%

32.7%

11.2%

8%

2.1%

10.2%

31.7%

16.1%
5.9%

(60%)

(40%)

(93%)

(7%)

Poixel.
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Auto Leasing
Market

Poixel.

Section 10

Do you rent any car before
purchasing it?

Yes
No

Have you ever signed with
one of the following leasing
companies?

I did not lease
KFH Auto
Aayan Auto
Al-Sayer
Other*

10.1. Consumer Preferences

Poixel finds the leasing market in Kuwait to be 
highly diversified with many institutions. 91.8% 
of consumers don't rent a car before buying a 
vehicle. 30-40%  of Kuwaitis constitute the 
majority of consumers for leasing and short-term 
rental of vehicles. 10% of locals rent a car when 
they receive a new license, and 10%  rent 
temporarily when their current vehicle is in 
maintenance. Lastly, nearly 10-15%  rent a car 
before buying a new car, confirming the results 
of Poixel's survey.

10.2. COVID-19 impact

Poixel's interviews with Araba leasing company 
finds that the company experienced a drop in 
revenue by more than 50%. Moreover, the 
market experienced a further decline in demand 
for short-term rentals (4-5 months). 
Furthermore, establishing a sale funnel online is 
a crucial step rentals need to take going forward. 

10.3. Online Channels

A lead management system integrated within an 
auto leasing company's website is advantageous 
for improving customer satisfaction, reaching a 
more extensive consumer base, and facilitating 
payments and vehicle selection. In comparison, 
it is yet to be seen how users will respond to such 
online channels.

Out of the total leads we get, 70-80% 
are walk-in leads, and only 30-20% 
come through online bookings on our 
website. We are planning to 
increase the online leads by 40% 
going forward. 

Sarfaraz Junaid, Team Leader at Araba Al Mulla Rental 
and Leasing.

* Other includes Al Mulla Group, Hertz, Automak, Al Wataniya, Value 
Plus, Priority, Sefeena, Osoul, Enterprise, National Leasing & 
Finance, Al Massila Group, Appathci, KAICO, Al Zayani and others.Renting a vehicle before purchasing a new car only accounts for a 

small percentage, as confirmed by Poixel;s survey and interview. 

91.8%

8.2%

61.4%5.4%

4.8%
4.8%

15.7%

Poixel.
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Auto Insurance
Market

Poixel.

Section 11

The survey question analyses what insurance features consumers 
look for, thus determining their preffered criteria.

What are the features that you
seek to obtain through your car
insurance policy?
24/7 Roadside Assist

Car replacement

Damage Repair

Civil liability Exemption

Right of return

GCC Coverage

All of the above

Other

I don't have insurance

38.4%

39%

47.2%

25.2%

26.4%

17%

40.3%

8.2%

10.1%

Which of the following
auto insurance companies
have you signed with?

Kuwait Insurance
Gulf Insurance
Ahlia Insurance
Warba Insurance
I don’t remember
None of the above

Do you want comprehensive
coverage for your car when
you buy it?

No
For first year
For first 2 years
For first 5 years
Always

11.1. Purchasing criteria and Key 
Players

In an accident, comprehensive auto insurance 
covers vehicle damages, driver injuries, and 
external damages. According to our survey, 
50% of the sample has been in an accident in 
the past three years. The demand for 
comprehensive auto insurance is average, 
where 26.3% of respondents prefer at least a 
two-year coverage period, and 18.8% want 
coverage for the first year of purchasing a new 
vehicle. Furthermore, 24.7% show no interest in 
comprehensive coverage of their car.

The most popular institutions that provide auto 
insurance include Gulf Insurance Group and 
Kuwait Insurance Company. 47.2% of the 
respondents prefer car damage coverage, 
38.4% prefer 24/7 roadside assistance, 39% car 
replacement features. Other features, including 
the right to recourse and insurance coverage all 
over the GCC, are preferred by 17%.

24.7%

18.8%

26.3%

10.7%

19.3%

16.4%

19%

5.9%5.9%

20.6%

8.6% 9.2%
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Which of these local banks
have you dealt with recently
to finance your car purchase?

I didn’t use financing
NBK
Gulf Bank
Boubyan Bank
KFH
Other

Auto Financing
Market

Poixel.

Section 12

What is your preferred
payment method for
purchasing a car?

Pay full amount
Installments/Loans
Rent to own

What method you used
to purchase your 
current car?

Pay full amount
Installments/Loans
Rent to own

12.1. Consumer Behaviour and Top 
Financing Institutions

51.6% prefer to purchase a car by paying the 
total amount, and 47.2% prefer to purchase 
through auto-financing (installments/loans). In 
contrast, 42% paid in full for their current cars, 
while 56% financed them. 60% have not rented 
their vehicle from any renting institutions. Based 
upon Poixel’s research, the top financing 
institutions with significant market share include 
NBK (23.1%), KFH Auto (20.7%), and Boubyan 
Bank (14.6%).

12.2. Current Law of Kuwait

The current banking laws do not allow 
Non-Kuwaitis to pay for a new vehicle in 
installments. Kuwaiti nationals can do the same 
as usual. However, as per Poixel's survey, 46% 
Non-Kuwaiti population prefer auto financing 
over other payment methods. Meaning, with the 
economy slowly opening, the economy may 
experience an influx of expat population in their 
mid-30s. Thus, it will become difficult for them to 
finance their new vehicles in the upcoming 
months, restricting vehicle purchases for specific 
brands.

“Due to the auto-financing option 
being limited towards Non-Kuwaitis, 
we experienced a decline of 20% in 
total sales from Non-Kuwaitis”

Mohammad Ali, Sales Consultant at Chevrolet 
AlGhanim.

51.6%

42.1%

56.6%

47.2%

19.4%

23.1%

14.6%
6.7%

20.7%

15.2%
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12.3. Financial Performance of 
Banks and Insurance Companies

Gulf Bank reported a net profit of KD 29 million 
and earnings per share (EPS) of 10 fils for the 
year ending December 31, 2020, a decrease in 
net profit of 54.6% compared to December 31, 
2019. Gulf Bank has the highest P/E ratio among 
its competitors, so investors expect a higher 
return on investment. 

NBK reports a net profit of KD 29 million for the 
year ending December 31, 2020, a 39.2% 
decline compared to the previous year. The 
bank has a 0.78% Return on Equity (ROE) ratio, 
eluding that it has been inferior in generating 
profits in 2020. With a P/E ratio of 26.94, the 
stock price is very high, suggesting that it is 
overvalued or investors have high future 
expectations. It means investors would spend 
KD 26.94 for every generated dinar of annual 
income.

KFH’s net profit for shareholders declined by 
10.2% to KD 148.4 million for the year ending 
December 31, 2020, the lowest since 2016. Net 
financing income increased by 41.2%, focusing 
on boosting its finance portfolio, comprising 50% 
of its total assets and receiving 70.2% of 
deposits volume. With 3.44% ROE, KFH is poor 
at generating overall income for shareholders. 
Furthermore, the P/E of KD 8.12 is modestly 
priced, with good hope for the future.

For the year ended December 31, 2020, net 
profit attributable to equity holders of Boubyan 
Bank declined by 45% to KD 34.4 million. With 
an ROE of 6.64% and a P/E ratio of 7.65, 
Boubyan Bank generates a good profit and 
future returns for shareholders.

Despite the pandemic, banks have been able to 
avoid operational costs and financial losses. 
Warba Bank reported a net profit of KD 5 million 
for the year ended December 31, 2020, which 
declined by 65.9% from last year. Furthermore, 
Warba Bank has a current ROE ratio of 2.01%, 
revealing that it is highly incapable of generating 
profits for its shareholders. 

AL AHLEIA
INSURANCE CO. S.A.K.P

Institution ROE P/E Ratio

26.94

8.12

7.65

25.40

10.14

-

6.23

  

6.25%

7.69%

6.64%

4.55%

14.44%

8.46%*

2.01%

8.97%

Return on Equity ratio (ROE) is considered a measure of a corporation's profitability about stockholders' equity. ROE is a good indicator of how well a company 
generates profits. The higher the ratio, the better. Poixel calculated the ratio by dividing net annual income by total shareholder equity.

Price-to-Earnings (P/E) is an indicator of investors' expectations about future earnings. A high P/E ratio could indicate that investors expect a high return on 
investment for a company, or the stock is overvalued. Poixel calculated the ratio by dividing the share's current market price with earnings per share (EPS) for 
the current year.

Poixel's calculations of the financial ratios for Kuwait Insurance were based upon its 2019 Annual Financial Report.

Poixel.
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Where do you buy used
car(s) from?

Car Owners
Agencies
Leasing Companies
Auctions
Dealerships
Other

The scatter diagram can be interpreted as follows: Vehicles 
under KWD 2,500 are sold within 1-2 weeks and purchases 
within 2-4 weeks.

Used Car Market
Analysis

Poixel.

Section 13

Dealerships are businesses that mainly focus on selling used 
vehicles. Agencies own the car brand as a franchise in the 
State of Kuwait. 

13.1. Buying Behaviour

Of the sample surveyed, 34.4% drive a used car 
currently, while 65.6% drive a new car, thus 
showing a higher preference for new vehicles. 
Regarding the place to buy used vehicles, 
49.4% of respondents prefer to buy from direct 
owners, while the choice for certified used 
vehicles is 30.5%. As a result, both dealerships 
and private sellers are the preferred sources for 
buying used cars. Furthermore, 81.7% prefer an 
existing factory car warranty. Thus, apart from 
vehicle condition and pricing, consumers also 
look for a warranty when buying used cars.

13.2. Selling Behavior

The online marketplace for buying used vehicles 
is relatively safe, as only 38.8% of individuals get 
scammed buying one. 39.5% say selling a used 
car takes less than seven days while buying a 
new car takes up to 14 days. Furthermore, 
66.6% use online applications to sell used cars, 
33.3% use social media, and 27% prefer 
websites. 58% of the sample follow social media 
accounts and pages that list used cars. 
Therefore, online apps, social media, and 
websites are the top sources for selling used 
vehicles.

Do you look for existing warranty
when purchasing a used car?

Yes
No

(81.7%)
(18.3%)

49.4%30.5%

7%

5.8%

3.5%3.5%

Scatter Diagram
Below is a diagram showing how the price of a car
affects the time it takes to buy or sell a used car.

<1

>2.5

2.5-5

5-10

10-15

15-20

20-25

25-30

>30

KWD in 1000

Number of Weeks

1-2 2-4

Buy
Sell

>4
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Poixel.

4Sale
Q8Car
Kuwaitsale
Motori
Opensooq
Other*

*Other includes, Carzaty, Friday Market, Motery, Motorgy, OLX 
Arabia, Seez, Seyayeer, Showroomz, Weelzsales, Yabeela Motors, 
Yalla Motor, Instagram and similar applications.

13.3. Online Applications

68% of car owners who wish to sell their vehicles 
prefer automotive applications more than social 
media, websites, and exhibitions. The most 
popular application for purchasing used cars in 
Kuwait is 4Sale, which has 75.3% of the market 
share and thus has monopoly control. 39.5% of 
respondents say that selling a used car takes 
less than a week, compared to 3-14 days for 
purchasing a new vehicle. The majority are 
satisfied with the existing applications and 
websites for buying & selling cars, while 27%are 
delighted. 

13.4. Agency Collaborations

Few players dominate the automotive 
applications industry, the majority being 4Sale. 
The application's features, consumer base, and 
marketing reach it offers to agencies lend a 
competitive advantage, thus limiting the entry of 
a new application in the market. Poixel finds that 
3 out of 11 car agencies tie up with local 
applications such as Motergy, Opensooq, and 
4Sale, among others. The primary purpose of the 
collaboration is to generate leads and brand 
awareness. Luxury brands such as Mercedes 
prefer not to collaborate with applications due to 
the influx of wrong leads. 

75.3%

17.8%

6.8%

5.5%

4%

36.9%

Agency & Auto Applications
Framework

Market share for online auto applications

Which areas do you use to
search for used cars ?

Applications
Social Media
Websites
Showrooms
Other

66.6%

33.3%

27%

1.8%

1.4%

Do you look for existing warranty
when purchasing a used car?

Yes
No

(38.8%)
(61.2%)

To what extent do you find existing
mobile applications and websites
useful for buying or selling a car?

27%

37%38%

5%
2%

1 2 3 4 5

Agencies Applications Customers
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How satisfied are you with the
registration and technical
examination services provided by
the MOI?

16.4%
20%

39%

12.6%
11.9%

1 2 3 4 5

How satisfied are you with the
comprehensive car inspection
prices and services?

6%

25%

46%

12%10%

1 2 3 4 5

Do you do a thorough inspection before
buying a used vehicle?

Which of these garages did
you previously inspect the
used car before purchase?

Agency’s Garage
Al Remal Al Thahabia
Al Daman
Jeblah
Super Service
Other

13.5. Vehicle Inspection

94.5% inspect a used car before purchasing it. 
Regarding the registration and technical 
inspection services provided by the Ministry of 
Interior and Traffic, 39% of respondents show an 
average satisfaction level. Only 22% are 
relatively satisfied with their services. Al-Remal 
Al-Dahabia and Al-Damman are the most 
popular inspection garages, holding market 
shares of 43.5% and 10.5%, respectively. Only 
14.1% prefer agency garages. 46% of 
respondents are neutral regarding the prices of 
inspection garages, while 25% are satisfied with 
the costs. Similar results are for the inspection 
services. 

Yes
No

14.1%
24.7%

1.1%
5.8%

43.5%
10.5%

(94.5%)
(5.5%)
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13.6 Determining the Resale Value 
of a Vehicle

Poixel interviewed seven auto dealerships in 
Kuwait and specifically asked the existing 
criteria and process of calculating the 
automobile's resale value. The procedure 
includes measuring the lifespan of the vehicle, 
condition of the car, market demand, and 
mileage used. Each element differs for different 
brands, but the process remains the same. The 
client brings in his new or used car, and the 
agency shall appraise it, after which the trade-in 
price is given to the client.

13.7 Resale Value Satisfaction

Among those surveyed, 35% are neutral about 
the resale value, whereas only 25% are 
satisfied. Furthermore, 25% are dissatisfied, and 
10% are highly disappointed. Thus, there is a 
gap in the market with a substantial demand 
for improving the consumer experience for 
selling the vehicle at the best market price.

“At Audi, we have specific criteria for 
trading-in vehicles. First, we make 
sure that our warranty covers the car 
and that its maintenance is done in 
our service center. When a client 
services the vehicle from our center, 
we can determine its history, including 
any damages, paint scratches, and 
other fixings. Finally, we look at the 
mileage. For us, we won't trade in 
sedans with more than 10,000 KM 
covered and 30-35,000 KM for 
SUVs.”

Tareq Bibi, Marketing Supervisor at Audi Kuwait.

How satisfied are you with the
resale value of your car?

4%

25%

35%

25%

10%

1 2 3 4 5
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Key Market
Dynamics 

Poixel.

Section 14

14.1. Market Drivers

There are key market drivers that impact the 
automotive industry in Kuwait along with the 
Middle Eastern region: 

Consumer Preferences

Poixel finds more consumers purchasing SUVs 
for personal use than other vehicle types. Due to 
Kuwait's poor road conditions combined with its 
high performance, comfortable interiors, and 
large cargo capacity -  SUVs are the most 
attractive option for consumers. Most consumers 
prefer to purchase new cars than certified used 
vehicles, as confirmed through Poixel's survey 
and in-field interviews. 

Online Channels

In Kuwait, the online system for trying out a new 
car is slowly developing with home-test drive 
options, and home maintenance is being 
invested upon by agencies. However, the 
current laws of Kuwait do not allow purchasing a 
car without the customer's physical presence, 
which is expected to change in the coming 
years.

14.2. Market Challenges

These are the challenges in the market that 
negatively impact the automotive industry in 
Kuwait along with the Middle Eastern region: 

Competitive Market 

The automotive market is highly competitive, 
with globally known brands having solid 
footholds in the country. Agencies need to rely 
on tactical marketing strategies, both outdoor 
and online, to generate brand awareness and 
revenue. Moreover, the automotive applications 
industry is dominated by 4Sale, with over 97% of 
respondents prefer the app over others for 
buying and selling vehicles. 3 out of 11 agencies 
we interviewed have tied up with mobile 
applications to generate new leads. Businesses 
wishing to enter the industry must have 
competitive advantages over existing players.

Government Regulations

The governmental policies and regulations have 
an impact on the automobile market's growth 
and revenue. In Kuwait, governmental factors 
include driving registration, car inspection 
services by MOI, laws for dealerships, and 
auto-financing regulations for Kuwaitis and 
Non-Kuwaitis. As the current regulatory policy is 
mildly restrictive, existing agencies rely on digital 
solutions such as home drive options, car pickup 
services, and virtual showrooms to maintain 
profits.

We opted for digital solutions such 
as click and drop services and virtual 
showroom features to counteract the 
pandemic's adverse effects. That 
proved to be effective.

Ali Mohammad, Marketing Assistant at Al Mulla Al 
Behbehani
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Kuwait's Economic
Outlook

Section 15

15.1. Market Overview

Kuwait is geographically tiny, but its citizens are 
wealthy, and the country has a relatively open 
economy. The country's main exports are crude 
oil and gas, accounting for 89.7% of total exports. 
Kuwait's economic performance in 2020 suffered 
due to the emergence of the COVID-19 
pandemic, dropping oil prices, and increased 
government spending on infrastructure. Kuwait's 
economy has been in a slump since 2015. The 
state's oil revenues declined by 16.6%, in 
addition to a 2.2% reduction in oil output. As a 
result, the fiscal deficit increased to 9.2% of the 
GDP starting April 2020. Expert authorities 
estimate a KD 14 billion budgetary deficit for 
2020-2021, 32% of the overall GDP. 

15.2. Risk and Challenges

Kuwait faces market challenges due to its 
oil-dependent economy and a slow 
implementation process of its Vision 2035 plan. 
In addition, Kuwait may face substantial 
economic challenges with the pandemic 
situation lasting longer and the new wave 
becoming uncontrollable globally. With lowering 
oil prices and a draining pool of existing financial 
assets, the country wouldn't manage external 
imbalances, increasing fiscal deficits, and 
broader macroeconomic problems caused due 
to the "next wave "of COVID-19.

Source: KEY ECONOMIC AND MONETARY INDICATORS, 2020 
Source: Kuwait Economic Outlook by Worldbank
Source: CBK Financial Data
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Auto Industry
Phases

Section 16

16.1. Acknowledge 

Establishing COVID-19 protocols 
and security measures

Auto dealerships should follow COVID-19 
protocols and limit the spread of the virus 
through in-house measures. Protocols such as 
temperature checks, face masks worn by every 
employee and customer, availability of hand 
sanitizers and sanitization and disinfection of 
vehicles, and customer touchpoints after every 
hour.

Planning for a post-COVID-19 period

Dealerships must recognize the changes in 
consumer behavior and their effect in closing a 
new vehicle. Consumers are more educated 
now than they were five years ago, leading to a 
faster sales process. However, the sales staff 
needs to be more knowledgeable about the 
automobile industry and trained to meet 
consumer needs and manage the dealership's 
sales revenue. 

16.2 Analyze

Think Digitally

Dealerships should invest in digital solutions, 
despite the market being at an early period. 
These include the website, lead management 
system, marketing management system, and 
video-conferencing tools. In addition, training of 
staff is essential to manage online leads, 
establish virtual showrooms and track marketing 
efforts.

Tactical Marketing approach

Assess existing marketing approach, budget, 
and goals. Then, think about tactical marketing 
strategies that involve strategic use of resources 
to market to the right consumer with a higher 
return on investment.

16.3 Action

Set KPIs and short-term goals

Set KPIs for each function in the dealerships. 
Agencies should set short-term goals along with 
broader long-term goals. Consistent 
measurement of the results against the KPIs in 
each quarter of the financial year is advised.

Acknowledge Analyze Action

Industry Phases
Automotive players in Kuwait must rethink their business 
stages to thrive in the current market based on the 

Poixel.
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Development in Consumer 
behavior

All agencies confirm that today's consumers 
are more educated about vehicles than five 
years ago. Online mediums such as websites, 
blogs, and social media have many resources to 
understand different cars easily. Dealerships 
must make the vehicle information easily 
accessible on their website.

SUVs remain the popular vehicle 
type.

Poixel's survey and in-field interviews confirm 
that SUVs constitute most sales, as 47.8% of the 
respondents drove an SUV in the past 12 
months. The reasons for that are the comfortable 
interiors and easy driving on Kuwait's roads. 
Hence, the majority of individuals buy an SUV for 
personal use rather than family use. 

Toyota remains the most popular 
brand

The brand constitutes a 25% market share in the 
State of Kuwait, the highest share among other 
brands such as Chevrolet, Nissan, Ford, and 
GMC. Toyota vehicles are reliable, highly 
durable, and have better resale value, thus 
leading to more demand for the brand.

Tactical Marketing is essential.

Online marketing has more potential in the 
current period than three years ago. The need 
for a tactical marketing approach is essential to 
gain a greater return on investment. It involves 
establishing analytics to track marketing efforts, 
compare the results, revising marketing strategy 
accordingly, launching a marketing campaign, 
and repeating.

Premium brands won't be 
affected.

Our interview with premium brands such as 
Mercedes and Land Rover found that their sales 
remained unaffected during the pandemic period 
since most of those affected by the pandemic 
were middle-class individuals. The summer 
period is known as a down-season for agencies 
in terms of revenue. However, most locals 
remained in the country due to travel restrictions 
and had the buying power to purchase a 
premium car. This trend shall continue in the 
coming months.

The Online Applications market is 
saturated.

The online market of buying and selling vehicles 
is currently dominated by 4Sale, with a market 
share of 75.3%. In addition, only 3 out of 9 car 
brands will collaborate with further mobile 
applications to market vehicles or sell  s. 
Hence, businesses must offer a unique value 
proposition to penetrate the market with a new 
product.

Conclusion
Section 17
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About the Respondents

Poixel suveyed 211 individuals In Kuwait, out of 
which 184 buy a car. 79% of the sample were 
males and 21% were females. 62% of the 
sample consist of male Kuwaitis while 14.1 
consist of female Kuwaits. 23.9% includes 
Non-Kuwaitis, male and female. 70.4% of those 
surveyed held a bachelor’s degree, out of which 
34.1% are making a monthly income between 
1,000-1,500 KWD. Apart from the online survey, 
Poixel conducted in-field survey and market 
analysis to understand competitor strategies and 
consumer behaviour. 7 Car agencies were 
surveyed in the month of June 2021 and 
included Al-Sayer, Al Mulla Auto, Al Mulla Al 
Behbehani, Al Ghannim Automotive, Fouad Al 
Ghannim, Behbehani Motors and Abdulmohsen 
Abdulaziz Al Babtain Group.

Research
Methodology

Section 18

Poixel calculated all data percentages based upon the 
percentage of respondents who have a car and not based 
upon the total number of survey respondents.

Yes
No

Percentage of respondents 
who have a car

86%

14%

Male
Female

Gender
Kuwaiti
Non-Kuwaiti

Nationality

Age

Education 
Bachelors

Diploma

High School

12.3%

13.4%

70.4%

200-500 KWD

Monthly Income

13%

1000-1500 KWD 43%

1500-2000 KWD 24%

Kuwait

Less than 18
18-24
24-35
35-41
41-50
50-56
More than 56

52.1%

14.5%

13.1%

12.2%

76% 77.4%
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Poixel is a branding & marketing creative 
studio specialize in empowering the market 
with creative visuals & strategies that can 
attract the market demand, by building a 
credible portfolio based on extensive market 
research & data analysis, aiming to evolve a 
successful brand growth strategy towards a 
great relationship with ambitious people.

Build credible data to support your business 
strategy. Get in touch with us at 
www.poixel.com

Contact Us

Poixel Management Consulting Company 
(L.L.C), Registered in the Commercial 
Registry Department under the law of State of 
Kuwait under No. (424160).

Address: Floor 24, Crystal Tower, Ahmed Al 
Jaber Street, Sharq, State of Kuwait

T: +(965) 2297 0275
M: +(965) 9764 5457
info@poixel.com
www.poixel.com

Poixel made all reasonable efforts to ensure that the information contained in the report is accurate at the time of its creation and/or modification.
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