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Domestic market  1981 to 2009
Units

Source: Created by AMDA. Includes light vehicles and heavy trucks.
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Source: AMDA. 

Factors of negative impact in the consumer  
Serie anualizada from 2005 to 2010

Thousand of units

INDISCRIMINATE
IMPORT DISTRUST & INDEBTEDNESS

OF THE CONSUMER

INTERNACIONAL
CRISIS



Source: AMDA. 

Forecast  of closing sales 2010  
Units

2009 SALES OF 754 THOUSAND UNITS WITH A FALL OF -26.4 %.
2010 ESTIMATE SALES OF 799 THOUSAND UNITS WITH A GROWTH 
OF 6%. 



Internacional context
Trend of the rates of growth 

Source: Created by AMDA with information of AUTOMOTIVE NEWS, VDIK, FENABRAVE, FEDERAICPA, DESROSIERS, ANFAC, AMDA and ACARA. Spain only type 
includes tourism.

GERMANY AND ITALY HAVE NEGATIVE RATES.
MÉXICO REGISTERS GROWTH FROM APRIL OF THIS YEAR.
OTHER COUNTRIES IT HAS A POSITIVE GROWTH.



Vehicle new sold by every thousand inhabitants
Units

Source: AMIA y AMDA.

Units



TRENDS OF THE AUTOMOBILE SECTOR
THE BUSINESS OF THE DISTRIBUTION OF AUTOMOBILE 

IN MÉXICO:
MORE THAN 40 BRANDS FIGHTING FOR A CLIENTELE

EVERY TIME MINOR.

INCREASE IN THE COSTS OF PRODUCTION OF THE
VEHICLES HAS NOT REPERCUSSIONS IN THE PRICES TO
THE CONSUMER.

THIS HAS AFFECTED IN A DECREASE OF THE MARGIN OF
UTILITY OF THE DEALERS.

THE HARD COMPETITION ALSO IS PRESENT IN THE
PARALLEL BUSINESS STRIKING TO THE FALL THE
MARGINS: ASSURANCES, CREDIT, AFTER-SALES.

NECESSARY TO ADAPT THE MODEL OF BUSINESS OF THE
DISTRIBUTION: INVESTMENTS SUSTAINED IN



CHALLENGES OF COMPETITIVENESS
Increase of the productivity

USA MÉXIC
OTECHNICIAN HOURS: 8 

HOURS.

SERVICE ADVISOR 
PRODUCTIVITY:
ORDER PER DAY.

SALES CONSULTANT 
VOLUME:
AVERAGE SALES CONSULTANT 
PER MONTH.

INTERNET:

INTERNET MARKETING:

100 & 120% productive. 

17-20 customer orders.

8-10 units (Honda, Toyota 
&Ford).  Luxury franchises 
6-8 units.

Ford & Toyota 30-35%, 
Honda 35-40%, luxury 20-
25%.

Agresive internet 
marketing is done bye 
manufacturers and 
dealers.

115 & 120% productive. 

8-10 customer orders.

4-5 units (Honda, Toyota 
&Ford).  Luxury 
franchises 2-3 units.

There are no reliable 
records.

Low use internet 
marketing is done by 
manufacturers and 
dealers.



THE AUTOMOTIVE MARKET IN THE WORLD:
INCREASED COST OF RAW MATERIALS.

EXCESS CAPACITY INSTALLED IN THE LA INDUSTRY .

ENVIRONMENTAL AND SAFETY REGULATORY RESTRICTIONS.

HARD COMPETITION.

FEELING THE IMPACT OF THE ECONOMIC CRISIS (CREDIT
RESTRICTIONS, LACK OF LIQUIDITY, DEMAND CONTRACTION).

THE MEXICAN MARKET:
THE INDISCRIMINATE IMPORT OF SECONDHAND VEHICLES OF THE

USA HAD HIGH IMPACT IN ORDER THAT THE MARKET OF LIGHT VEHICLE
WAS FALLING 4.8% BETWEEN 2006 AND 2008.

THE INTERNATIONAL CRISIS HAS CAUSED IN 2009 A FETBACK OF
30.5% IN LIGHT VEHICLE AND 57.6% IN HEAVY TRUCKS.

SOCIOECONOMIC CONDITIONS SIMILAR TO MARKERS EXHIBITING
GROWTH.

ABSENCE OF PUBLIC POLICY TO STRENGTHEN THE DOMESTIC
MARKET.

TRENDS OF THE AUTOMOBILE SECTOR



International comparison in domestic markets of light vehicles
Units

Source: Created by AMDA with information of AUTOMOTIVE NEWS, VDIK, FENABRAVE, FEDERAICPA, DESROSIERS, ANFAC, AMDA and ACARA. Spain only type 
includes tourism.



Light vehicle domestic sales jan – jul 2009 & 2010
Units

Source: AMDA. Includes only heavy trucks: F450, F550, Silverado HD and Kodiak.



Light vehicle sales by brand jan – jul 2009 and 2010
Units

Source: AMDA. Includes only heavy trucks: F450, F550, Silverado HD and Kodiak.



Domestic sales of heavy trucks broken by class
January to july 2009 and 2010

Units

Source: Created by AMDA with information of ANPACT. Not  include integral buses. Include Class 4, 5 by Ford (F450 & F550) and Class 4, 6, 7 y 8 by GM (Silverado 
3500Hd  & Kodiak). 



Domestic sales of heavy trucks by brand
January to july 2009 and 2010

Units

Source: Created by AMDA with information of ANPACT. Not  include integral buses. Include Class 4, 5 by Ford (F450 & F550) and Class 4, 6, 7 and 8 by GM 
(Silverado 3500Hd  & Kodiak). 



DOMESTIC MARKET
THE FINANCIAL INTERNATIONAL
CRISIS CAME IN THE WORST
MOMENT;

AN INTERNAL STRONG MARKET, IN
GROWTH, REPRESENTS AN
IMPORTANT MOTIVE OF
ATTRACTION OF INVESTMENTS.



Intense promotion of the Consejo Mexicano Automotor;

To perfect the Programa Piloto de Renovación Vehicular
PRODIAT.

Redefinition of the Registro Público Vehicular.

Review and adjustment of the fiscal component in the sale
of new vehicle and in traffic, trying not to affect the total
collection.

Update of the normative frame for the traffic of automobiles
in the whole country, with a view to the establishment and
the operation of the Sistema Nacional de Inspección
Vehicular.
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