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CHAPTER I
INTRODUCTION

Consumers do not have information about the quality of
many products prior to' purchase. Consumers cannot observe
the dependability of an appliance, the taste of canned vege-
tables, or the skill of a mechanic. While sellers may know
the quality of their products, the information may never
reach consumers. Sellers of low quality products may wish
to conceal the information and sellers of high quality pro-
ducts may be unable to credibly convey the information.

One-sided, or asymmetric, information can adversely
affect the overall performance of the market. The inability
of consumers to observe quality prior to purchase creates
incentives for sellers to attempt to earn profits through
misrepresentation and cheating on quality. This may lead to
deteriorating product quality and may result in only low
quality products being sold.

Sellers also face incentives pushing them in the opposite
direction. Sellers may profit from building and maintaining a
reputation for honesty and high quality. Earning profits
through misrepresentation can destroy the seller’s reputation
and result in the loss of future sales and profits.

The relative strengths of these opposing incentives
determines how efficiently the market performs and whether
public policy can potentially improve consumer welfare. If
incentives to profit through  misrepresentation dominate,
government actions may improve the efficiency of the mar-
ket. Actions may include enforcing truth in advertising or
requiring disclosures of quality. If incentives to maintain a
reputation dominate, these policies may be unnecessary.
Sellers would already find misrepresentation unprofitable and
the market would provide the quality of products consumers
desired.

This study examines the potential problems introduced
by asymmetric information, the potential solutions provided

1



CHAPTER 1

by reputation incentives and other market forces, and the
effects of public policy, all within the context pf the used
car market. The study first attempts to determine wheth.er
information in the used car market is in fact asymmetric.
Where asymmetry is found, the study examines the ability .of
reputation and other market incentives to overcome potentngl
problems. The study then investigates the effects o'f public
policy by examining a Wisconsin state law that requires that
used car dealers disclose defects prior to sale. The study
also explores several other issues of information and pr.oduct
quality, including the price of model reliability, the prxc':e.of
warranty coverage, and the role of warranties in providing

information about quality.

The study finds that information about quality is not
asymmetric for a large portion of the market, specifically,
for newer used cars. Buyers, however, do not appear to
have information about the quality of these cars prior to
purchase. Instead, sellers appear to face as much uncertainty
about quality as do buyers. The study does find evidence
that information about quality is asymmetric for older used
cars. The evidence suggests that asymmetry prevents many
high quality older cars from being sold by private sellers
through newspaper ads. In sales by dealers, however, market
reputation incentives appear to be at least partially success-
ful in overcoming the problem. Wisconsin’s defect disclosure
law does not appear to have any positive effect on the
quality of cars sold by dealers in that state. The Wisconsin
law, as well as several other types of state laws, also do not
appear to have any effect on prices. Prices reflect, however,
the reliability of the model and the warranty coverage ob-
tained.

Lemons Markets and Reputation Incentives

In recent years economists have theoretically examined
markets in which sellers have more information about product
quality than do buyers, that is, markets in which information
about quality is asymmetric. The theoretical studies have

2
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only reached ambiguous conclusions concerning how markets
will perform.

Asymmetric information about quality may result in high
quality sellers being driven out of the market.! Low quality
may drjve out high quality because buyers, unable to
dlstnpqulsh genuine high quality from misrepresented low
quality, may not be willing to pay a premium for claimed
high quality. High quality sellers may be unable to earn a
profit and may withdraw from the market. Only low quality
would remain. This type of market failure, where bad quality
has driven out good, is called a "lemons market."2

Whilc the incentives to earn profits through misrepre-
sentation and quality cutting may lead to a lemons market
other market forces may prevent the problem from arising’
Thf:sc market forces fall into two categories: incentives to.
build and {naintain reputations that make cheating unprofitk-
able, and signalling mechanisms that allow sellers to indirect-
ly convey information about their quality.

1 See Akerlof [1970] and Wilson [1979].

The term was coined by Akerlof [1970] with obvious
reference to used cars. In general usage, "lemon" refers t
an uncxpegtf:dly poor quality car. As used here, the term io
more spec.xfxc, referring instead to the partiCL;lar type 1;
market fa.xlure where high quality is not sold. This typ of
market failure is an example of adverse sclcctic;n ype e

3
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. Warranties are often included as another possibl
solutxox}. Thcy can insure against low quality and mak lhe
buyer indifferent to the level of quality actually obtac' cd.
In tfxe absence of outside enforcement, however there wlgeldd'
be little reason for firms to fulfill their warran,ty obligati:nk
- except ' for the reputation effects of such an actions
Because in the absence of reputation effects warran*ie.
cannot work without outside enforcement, they are not lis; ;
here as an additional market solution to the lemons problem )

3



CHAPTER 1

Incentives to maintain a reputation for honesty and high
quality arise when future sales are affected by thf. firm’s
actions.t This becomes possible when a firm continues to
sell in the same market over a period of time. Customers
who are cheated can punish the firm by withholding future
business. New customers can avoid the firm if information
about quality spreads across consumers. Even though sellers
can still earn profits through cheating, the potential loss of
future sales and profits makes misrepresentations unprofit-
able. If the loss of future profits is large enough to offset
the short-run profits from cheating, a lemons market will be
avoided and the quality of products offered for sale will not

decline.

Indirect "signals" provide another possible solution to
the lemons problem by giving high quality sellers a method of
credibly conveying information to buyers. To be effective,
the costs or benefits of the signal must be correlated with
the quality of the firm’s product. Providing warranty cover-
age, for example, may be less expensive for high quality
firms than for low quality firms because high quality pro-
ducts will experience fewer problems. High quality firms,
therefore, may offer greater warranty coverage as method of
signalling higher quality.’ Advertising may also act as a
signal. Because high quality firms will have more satisfied
customers providing repeat business and ensuring future
profits, they may be able to spend more on advertising.
Advertising would be correlated with quality and could be
used a signal® If signals are effective, a lemons market will

4 See Heal [1976], Klein and Leffler [1981], Shapiro
[1982], Shapiro [1983], and Telser [1980].

5 See Grossman [1981] and Golding [1982].

6 See Nelson [1970], Nelson [1974], Kihistrom and
Riordon [1984], and Milgrom and Roberts [1984].
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be avoided and th i
not decline.” e quality of products offered for sale will

While reputations and indi i
. irect signals offer possi
:3?;1:;3 t% the lemons market problem, they may notpal:zl:;i:
. uccess will vary across marke i
] i ts for differe
?roducts, dcpend'mg on a variety of factors such as tl?;
r;gx;‘cqcy at w'hnch the product is purchased, the speed at
v;; ic mfor'matxon sp}'cads across consumers, and the size of
:V}fcf;oduct:og co;t difference between high and low quality
er market forces are sufficientl '
' . rees y strong to overcom
;g:lennvcs.for cheating in any particular market is an empi:
question that cannot be answered through theory alone

Empirical Studies

com:h‘lB.ecause thcor.etical analysis offers no unambiguous
m,arkctsnot:)sogimcermngd the relative importance of Iemons
roblems and reputation incentijves 8
et : uta entives,® empiri
;i(aarr;xéx::ng:d off the 1Ssues 1s important for underst:ndiza;
Howensr md or determxfung appropriate public policy
. tle the theoretical literature is large and grow.

ing, little empirical work h
. . as be .
these issues in real markets. en performed to examine

7 These si i
signalling examples a i
: re not entirel isti
ggg‘s of solqtlons to the lemons problem. The usﬁ cfifmmCt
ra msh requuesﬁ enf.orcement cither by outside arti or
Tough reputation incentives. The use of adv Fising 1o
quires repeat transactions. eriising re-

8 The t " i
érm  “reputation incentives" i
will  be
(t:l;;ov.;gvhout the report as shorthand for market forces l:lslfg
ercome the lemons problem. This includes both repu-



CHAPTER 1
market for used cars.? Bond [1982] examined the market for
evidence of a lemons market problem. He argl.xed tl}at
because high quality could not obtain a high qughty price
when a lemons market was present, higher quality .trucks
would be kept by their owners instead of being sold in the
used market. If a lemons market were present, therefore,
the average quality of trucks purchased used would be lower
than the average quality of trucks that had never been
traded. Using incidence of major engine repair as a measure
of mechanical quality, and controlling for differences in age
and mileage, Bond found no significant difference in the
quality of the two groups. He concluded that the absence.of
a lemons market was due to the presence of reputation

incentives and other market forces.

Pratt and Hoffer [1984] criticized Bond’s technique, and
claiming that they performed a better test, concluded that
the data did provide evidence of a lemons market. The study
differed from Bond's in several respects. First, the authors
claimed to use a finer measure of mechanical quality. In-
stead of repair incidence, the study used the sum of repair
incidence in four categories, each weighted by average ex-
penditure figures obtained from another source. Second,
instead of comparing trucks that had never been traded with
trucks purchased used, the study compared trucks purchased
used in the previous year with all other trucks. Third, the
authors argued that controlling for differences in age and
mileage was unnecessary. Comparing the two groups, the
study found that trucks purchased used within the previous

9 Other markets in which the lemons market issue has
been empirically examined include the market for free-
agents in major league baseball, in a study by Lehn [1984],
the market for slaves in nineteenth century New Orleans, in
a study by Greenwald and Glasspiegel [1983], and the market
for new homes, in a study by Weicher [1985].. Lemons mar-
kets and reputation incentives have also been examined
experimentally, by Lynch, Miller, Plott, and Porter [1985] and
by Miller and Plott [1985].

INTRODUCTION

year had significantly higher repairs than other trucks. The
authors concluded that this was evidence of a lemons market

Bond '[1984] criticized Pratt and Hoffer’s methodolog
and conclugons. He repeated Pratt and Hoffer's test anc}i,
found no difference in repair expenditures between recentl
purchased trucks and other trucks, for trucks less than tex);
years old. For trucks greater than ten years old, recentl
traded trucks had higher repair expenditures. la:ond consj
cluded that a lemons market was present in trucks greater
than ten years old, but not in newer trucks. Hé attributed
?ratt a'nd Hoffer’s result to the inclusion of very old trucks
in their sample and the failure to control for observabl
differences in age and mileage. k ‘

. The tests by Bond provide evidence of a lemons market
in older. used pick-up trucks but no evidence of a lemon
market in newer used pick-up trucks. The absence of X
lcmops mar.kct in newer trucks, however, does not in it I?
provide evidence of the strength of reputation incen:iie
The rcsglt may be due to reputation incentives successf lﬁs.
ov.crco.mmg information problems, or to a lack of an c‘i1 ¢
lying information problems. If buyers and sellers lfaun he
same amount of information, a lemons market woul‘j:!e xtl?):
ggcur. T.he. test§ performed by Bond and by Pratt and Hoffer
nnot distinquish between the possible explanations for an

The Used Car Market

ssue Thx‘shs‘tudy examines the lemons market and reputation
thmes r:‘vaxfo in the market for used cars. The study addresses
jor issues; whether information
. about the 1i
used cars is asymmetric, wh i ves o
ether reputation in i
come the lemons markct’ i rtion fo aeyon
problem where information ij
. ; . nation is a -
metric, and whether Wisconsin’s defect disclosure law hassz;nd

an effect on the qualit i
an e q y or prices of used cars sold in that
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Several features distinquish this ‘t;rcigx tl:zrlci:;stesxtxtglzst:
i i endently test bo . :
First, the study can indep e ] e
tiveness of repu
mons market and the eftec .
2vcl:coming the lemons market problc;(m, atllow';:gdt;xtzr:ia;s:;
arket to 1.
an absence of a lex:nons m
g:::ond instead of comparing cars purchased new hto ttho;e
urcha;ed used, as in the pick-up. truck studies, tfe suur;'
gompares cars purchased from dxfferent. types of selle .
where each type of seller has different 1nt'c.>rmatut;.)na‘nlx;lcﬁ:;ge
i e used: comparison o
tives. Two types of tests ar : on of average
i f seller and comparison 0 .
quality across type ol ) o e T hind
i i ality across type o . .
ship between price and qu i ; " <
tive measures of quality.
the study uses three altcrna' . _ i e
iti inci as in earlier studies, rep
addition to incidence of’repa.xr, . -
i f mechanical quality are
nditures and buyers’ rating o . °
fx};fg dEach of these measures has advantages and dxsadva}?
tagcs.' use of all three should increase the robustness of the

results.

The asymmetry of information

To examine whether informatign about quality l]i ass;vn;:
metric, purchases from priva_tc parties located thxf"ogxg dneand
paper ads are compared w:th.pur.chases fn:om rien slt d
relatives. Asymmetric information is more likely to re;u "
a lemons market in purchases thrgugh newspaper ads t an i
purchases from friends and relatives. The dxffqrence arises
because the two types of sellers represent opposite extremes
in the relationship between buyer and seller.

In purchases from private sellers located through r:icws-
paper ads, buyers and sellers do .not knqw each o'th.?' an 31;;;
engaging in a one-time transaction. thtlc? possibility exi s
of future transactions between the part:c§. vTheSr.e 1an2
opportunity, therefore, to 'de.velop reputat.xo‘ns. xgna ﬂnw%
poSsibilities also appear limited. .Advertxsmg alr; oh o
related expenditures cannot be effectnvc? because se e;; ta_v
no future sales. Warranties are not likely to be effective

8
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because they would be largely unenforceable without rela-
tively large expenditures by the buyer.

This does not imply that a lemons market necessarily
exists in newspaper ad sales, only that if asymmetric infor-
mation is present, the market forces that could potentially
correct the problem are likely to be unimportant. Even if
market forces are very strong and can generally overcome
the lemons problem in other market settings, they would not
work here. The basic factors allowing the market forces to

work - repeat transactions and reputation formation - are
not present.

Purchases from friends and relatives are at the opposite
extreme. Regardless of whether information about used car
quality is asymmetric, a lemons market is unlikely because
strong non-market reputation forces are at work, Friends
and relatives engage in many types of continuing non-market
interactions that provide strong incentives against cheating
and misrepresentation. Buyers realize this and can trust the
claims of a friend or relative more than the claims of a
seller located through newspaper ads. Buyers may also have
direct information that reduces asymmetry. They may have
observed the past history of the vehicle and its record of
problems and repairs. Both factors suggest that even if
information about quality is generally asymmetric, a lemons

market problem should not be present in transactions between
friends and relatives.

Because reputation forces are not likely to work in
purchases through newspaper ads but will work in purchases
from friends and relatives, information asymmetry will affect
the two groups differently. Asymmetry would lead to a

lemons market in purchases through newspaper ads but not
in purchases from friends and relatives.

Comparing the average quality of cars purchased
through newspaper ads and from friends and relatives thus
provides a test of whether asymmetric information is present
in the used car market. If information is asymmetric, aver-

9



CHAPTER 1

age quality would be lower in purchases through newspaper
ads than in purchases from friends and relatives. Quality
would be lower because the lemons market wo.ul.d prcv?nt
high quality cars from being identified and obtaining a high
quality price. Sellers of high quality cars wopld be less
likely to sell in the newspaper ad markg.t, causing average
quality to fall. Because friend and relative sa_lcs would not
be subject to the lemons problem, average qualxty would not
be affected there. If information about quality is not asym-

metric, there is little reason to expect sellers to specialize in

different qualities in this same pattern.10,1!

10 Ope possibile exception is if lower quality cars are
purchased largely by mechanics and others who can perform
repairs at relatively low cost. Because the probability of
finding an interested purchaser of this type is greater in the
public at large than in one’s smaller circle of friends and
relatives, lower quality cars would tend to be sold through
newspaper ads. This and other possible explanations for
quality specialization, however, assumes that buyers know
quality prior to purchase. This assumption is tested by the
examination of the relationship between price and quality.
Thus, if quality differences across sellers are found, argu-
ments that this only represents a form of specialization can
be tested. '

11 1t is possible that asymmetry is present in purchases
from dealers even though the above test shows no asymmetry
in purchases through newspaper ads and from friends and
relatives. This is possible if dealers have greater expertise
and’ are able to obtain more information, or are able to
obtain information at a lower cost, than private buyers and
sellers. This possibility, however, appears unlikely. If
dealers were able to obtain more information and found it
profitable to do so, private buyers and sellers would also find
it profitable and could obtain the necessary expertise by
taking the car to an independent mechanic for inspection.
The dealer’s information advantage, therefore, could not
persist. In addition to appearing theoretically unlikely, the

10

on the qntire data set but on
old. This is discussed in the d
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Examination of the r i i
. elationship between i
. r rice
g;?;:ty;”::qdany dnf}t;crcnce in the relationship acrol;s typear;ctl'
R ides another test for asymmetric i i
n st ic information an
evzvilsmsohnoswm:;\yrillce.t}.l Examining whether prices reflect quaiitg
ill st vhether buyers have information about qualit
:ncc to purchase. If buyers have the information differ)-,
carsii“ mIfqgahty ;hould be reflected in the prices ’ot; used
. uyers do not have the informati i
: tion, differ i
qnu:?:y yv?uld npt bf: reflected in price. T,o test ?;::hm
gric;;' :jn orm.atxo.n 1s asymmetric, the relationship betwc:r:
b com;are%uahltfy 'mf purchases from different types of sellers
. information is not asymmetric. i
reason to expect differences in thiz el
se?ers. If 1.nformation is asymmetric, ho
re lf':ct quality in purchases from friend
not in purchases through newspaper ads.14

relationship across
wever, prices would
s and relatives but

ir;zults' from gther tests, discussed below
onsistent with a dealer information adva

12
Because of data limitati

in Chapter 3, are
ntage.

ons, the test is not performed

Iy on cars less i
than eigh
ata section below. Bh years

13 ..
A Dpositive relationship would exist

willing to pay hi i [ bu
_ gher prices for highe i AT
opportunity cost of selling a car incfeas::sq::h

ty, and if the

Both of these assumptions are reasonablquallty Increas-

AT Market e for the used

14 :
A correlation betwe

fmrr{ relatives oy oo én price and quality in purchases
c.onmderations are likely to
likely to be a less serious pro
the two types of sellers are an

obscurred because non-market
af‘fect. pricing. Because this is
blem in purchases from friends
alyzed separately here. ’
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CHAPTER 1

The ability of market forces to prevent the lemons problem

The information incentives of dealers lie somewhere
between the two extremes of private parties located through
newspaper ads and friends and relatives. While private
parties selling through newspaper ads generally sell only one
car, dealers sell many cars and have the opportunity to
develop reputations that can prevent the lemons problem.
Unlike transactions between friends and relatives, however,
dealer reputation incentives cannot be presumed to neces-
sarily outweigh the gains available through misrepresenta-

tion.

If asymmetric information and a lemons market are
found in purchases through newspaper ads, the ability of
market reputation incentives to overcome the problem in
dealer sales can be tested by comparing the quality of cars
purchased from dealers to the quality of cars purchased
through newspaper ads and from friends and relatives. If
reputation incentives do nrot mitigate the lemons market
problem, the average quality of cars purchased from dealers
would not be significantly different from the average quality
of cars purchased through newspaper ads. If reputation
incentives are successful in mitigating the lemons market
problem, the average quality of cars purchased from dealers
would be significantly higher than the average quality of cars
purchased through newspaper ads. If reputation incentives
are completely successful, average quality in purchases from
dealers would ‘equal the average quality in purchases from
friends and relatives.

‘The relationship between price and quality in purchases
from dealers provides another test of the strength of market
reputation forces. If market forces successfully overcome the
lemons problem, dealers will be able to credibly convey
information about quality and a positive relationship would
exist between quality and price. :

12
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The effect of Wisconsin’s defect disclosure law

\Yisconsin’s defect disclosure law attempts o correct
potential .problcms arising from asymmetric information. The
law requires that dealers disclose all known defects to pro-
spective  purchasers prior to sale.! The FTC recently
debated, but did not promulgate, a similar requirement for
dealers .nationwidc.m This study examines the effect of the
Wxscgnsm law on the price and quality of cars, and on the
relationship between price and quality. ,

. Th.e average quality of cars purchased from dealers in
Wisconsin is compared to the average quality of cars pur-
chased {:rom dealers in the rest of the country. If a lemons
market is present in dealer sales and the Wisconsin disclosure
!aw effectively corrects the problem, quality would be higher
In cars purchased from Wisconsin dealers than in cars pur-
chased from dealers elsewhere.l” No difference in quality

15 . Y
As discussed below, this study uses data on used cars

Qurchased b;tween October 1978 and January 1980. At that
time, the Wnsconsin law required that the defects 'disclosute
form be given to buyers at the time of sale. It appears that
most dcalerg complied with this requirement by giving th
b.uyer the ghsclosurc form when the sales contract was %cine
signed. Wisconsin has recently modified the law to requirg

that defects be disclosed on i : :
an informa ;
to the car. tion sticKer attached

16 See FTC [1978] and FT
. C [1985]. The disclos
FTC haq con§1dered would have required disclosurcu;i the
information sticker attached to the car. o

" Finding that Wisconsin dealers ha i i
would not necessarily indicate a Iemons xcli)a:llzgileirn q;:;;;y
sales elsewhere. Wisconsin dealers could have higher qualit :
for example, if dealers stopped selling low quality as};’
m_ctho.d of reducing the risk of being incorrectly held in
vmlatu?n of the law. While by itself the test cannot provide
unambiguous evidence of a lemons market, the results can be

13



CHAPTER 1

would imply either that dealers are not subjeqt to a lemons
market or that the Wisconsin law is not ef fcctxve. in cor.rect-
ing the problem. The two possibilities can be distinquished
with evidence from the other tests.

The relationship between price and quality in ’dealer
sales is also examined. If a lemons market exists in dealer
sales elsewhere, but is prevented by the Wisconsin disclosure
law, price and quality should be positively related in Wis-
consin dealer sales but not in dealer sales elsewhere. A lack
of a relationship would imply either that dealers are not
subject to a lemons problem or that the Wisconsin law is not
effective in preventing the problem.

Disclosure requirements may impose costs on dealers
that lead to increased prices. To examine the effect of the
Wisconsin disclosure law on the overall level of prices, the
prices of cars purchased from dealers in Wisconsin are com-
pared to the prices of cars purchased from dealers in the
rest of the country.

Other consumer protection issues

Several other issues relevent to consumer protection
‘policy are also examined. First, in addition to Wisconsin’s
defect disclosure law, the study examines the effect on.used
car prices of laws prohibiting as-is sales, laws requiring
specific disclosures for as-is sales, and laws requiring safety
inspections. Second, the study examines the relationship
between price and a model’'s reputation for reliability.
Models with a reputation for above average reliability should
sell for higher prices than models with a reputation for
below average reliability. Third, the study examines the
relationship between. price and the presence of a warranty.

examined for consistency with the results from the other
tests.

14
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Because warranties provide insurance against mechanical
pr.oblems,.cars sold with a warranty should sell for higher
prices. Finally, the study compares the quality of warranted

apd unwarranted cars to test whether warranties act as a
signal of quality.

15



CHAPTER II

DATA

Basic Data Source

A survey undertaken for the Federal Trade Commission
in connection with the used car rulemaking proceedings
provided the basic data source for the study.!® The survey
obtained data for a pre-rule study of the used car market,
which could later be compared with a post-rule study to
assess the effects of the rule. Recent buyers and sellers
provided information on various aspects of the car and of
their purchase and post-purchase experience.

The survey was conducted by telephone from late Oc-
tober 1979 to late January 1980. The sample was obtained
through a random telephone dialing procedure, with residents
of the state of Wisconsin being oversampled by a factor of
ten.1® The sampling methodology appears to have no major
bias problems and appears to yield a nationally projectionable
sample. Respondents who had bought, sold, or traded-in a
used car for more than twenty-five dollars during the pre-
vious twelve months were eligible for the survey.20

18 See Federal Trade Commission, Bureau of Social
Science Research and Michael Sesnowitz [1982] for a com-
plete description of the survey’s methodology, questionaire,
and results.

19 Wisconsin was oversampled to provide a control

group for pre- and post-rule comparisons. Since Wisconsin
was already subject to similar defect disclosure requirements,
the FTC Rule should have had little effect. Any changes in
the Wisconsin data would presumably be due to other factors,
and could be used to control for the effect of other factors
in the rest of the country.

20 Respondents selling five or more cars were classified
as dealers and excluded from the survey.

17



CHAPTER 2

The survey interviewed 1,743 persons. This represented
an estimated response rate of eighty-four percent. Respon-
dents consisted of 312 residents of Wisconsin and 1,431
residents of other states. Because respondents were q_ues-
tioned about both purchases and sales, the 1,743 interviews
yielded information on 2,035 used cars. Purchases accounted
for 1,008 of the observations. Of these, 189 were purchased
in Wisconsin and 819 were purchased in the rest of the

nation.

Missing data problems in the survey responses and other
data made some of the observations unusable. The average
quality tests used a sample of 832 observations and the
price-quality relationship tests used a sample of 501 observa-

tions.

Measures of Quality

The aspect of quality examined in this study is mechan-
ical condition. Complaints about used cars typically refer to
mechanical condition as the source of problems. Wisconsin’s
defect disclosure law focuses on mechanical condition, as did
the disclosure requirements originally debated by the FTC.

The survey data contains thrce possible measures of
mechanical condition. The response to a question which
asked respondents to rate the mecchanical condition of the
car at the time of purchase on a scale of one to ten, with
one being a "lemon" and ten being a "gem," provides one
measure. Since the question was asked some time after
purchase, respondents presumably had  learned the actual
quality of the car, even if that quality had been unobservable
prior to purchase. Whether the car had undergone repairs
since purchase provides a second measure. Cars of better
mechanical condition would have been less likely to have
undergone repairs. Repair expenditures provide a third
measure, with better quality cars having fewer expenditures.
Because each of these measures suffer from potential criti-
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cisms, and because none is clearly superior to the others,
each was alternatively used a measure of quality,

The mechanical condition rating variable may be criti-
cized as unobjective, as reflecting only the subjective evalua-
tions of respondents. If the manner in which the evaluations
were made varies across respondents, the variable may be
inconsistent. One respondent may rate a particular car as a
"nine," for example, while other respondents rate the same
car as a "seven" or a "ten." While this adds noise to the
variable, it does not introduce any bias.

W.hilc. the mechanical rating variable may be criticized
as subjective, the variable is not affected by several prob-
lems affecting the more objective measures of .quality. One
problc.am with both repair incidence and repair expenditures
data is that they only measure repairs actually performed on
the car, not repairs needed or defects present. Because
repairs are partly an investment decision, low expcnditui‘cs do
not necessarily imply few mechanical problems or high qudl-
1ity. Low repair expenditures may indicate few mechaniéal
pro.blems, or may indicate a car with so many problems that
it is not worth investing additional money to improve its
f:ondmon. Repair incidence and expenditures data would
incorrectly measure the quality of these cars. The subjective

mCChauical ConditiOﬂ rating howevcr Would not
* ?
. bC affected

The repair incidence data can also be criticized because
all cars that have been repaired are considered the sam
quality, even though repairs may have been more extens‘ive
on some. cars than on others. The repair expenditures va 'e
able avoids the problem by measuring the cost of repairs. v

o Warranties introduce additional problems in the repair
incidence and expenditures data. When repairs are covered
by a warranty, repairs may occur for minor problems that
would h.avc otherwise gone unrepaired in unwarranted cars
Warranties may also increase repair incidence if some buycré
are less careful in maintaining the car because of the cover-
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age. Both problems would cause the repair incidence measure
to incorrectly indicate low quality.

Warranties affect repair expenditures in the opposite
direction. Cars repaired under warranty will have lower
repair expenditures than unwarranted cars undergoing the
same repair simply because the seller would have paid part of
the cost. Warranted cars may show zero expenditures even
though they have had major repairs. Use of repair expendi-
tures as a measure of mechanical condition would incorrectly
identify the warranted cars as higher quality.

Because each of the three measures has advantages and
disadvantages, all three were alternatively used as measures
of mechanical quality. The mechanical condition rating
variable takes the value of one through ten. The repair
incidence variable takes the value of one for cars that had
been repaired since purchase, and the value of zero other-

wise.

The repair expenditures variable was constructed from
several responses in the data. The survey obtained expendi-
tures on fourteen different systems of the car.?! For each
system, the survey obtained dollar and time expenditures for
repairs performed by the respondent or family member and
dollar expenditures for repairs performed by others. The
repair expenditures variable was constructed by aggregating

these responses.??

21 The individual systems included: frame and body,
engine, drive train, fuel system, cooling system, electrical
system, brake system, front-end, wheels, exhauyst system,
lights, windows and doors, accessories, and other. Respon-
dents were instructed to exclude repairs undertaken only to
improve the appearance of the car or to repair damage due

to accidents.

22 In aggregating expenditures, time expended in self-
repairs was valued at the average wage rate for non-agricul-
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M.xssing data presented more problems for the repair
expenditures variable than for the other quality measures
Incomplctq repair expenditure data occurred where res on-.
dcnts. replxed"‘don’t know" for any of the repair expendi;:ure
questions. Since the repair expenditure questions consisted
o‘f three questions for each of the fourteen different automo-
tive sy.stcms, the opportunity for missing data was lar?a
Forty-six of the observations were missing data for at lezags£
one of the questions. This represented approximately four-
teen percent of the observations that had had repairs.

' For empirical tests involving the repair expenditures
va.rlab.le, the sample was restricted by excluding observation
with mg:ompletc expenditures data. While dropping th X
observations biases the estimate of average repair eipcn:is'?
tures downward because the excluded observations consi;t
only of cars.that had had repairs, the size of the eff
appears relatively small.%3 An unrestricted sample t}TCt
includes all observations is used for empirical tests ixl:volvir?gt

on ratln i i i i

Table 1 presents the m
ean and standard deviation f
3 . or
cach measure of quality in both the unrestricted and restric-

tural workers in 1979, which e
_ s qualed $6.16. Wa
obtained from the Economic Report of the Prcsidcff. ?géi as

23 A H
verage repair expenditures for
. the sample that -
;{udcs incomplete observations is $96. If average cxp:;{
S&:rgs for the fourty-six incomplete observations are as-
ed to equal the average for repaired cars in the rest of

the sample, overall aver : .
? age repair .
crease to $105. g p expenditures would in-
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TABLE 1

MEANS AND STANDARD DEVIATIONS
FOR EACH QUALITY MEASURE

Unrestricted Sample

Quality Measure Mean Std Dev N

Mechanical Condition Rating 6.65 2.23 832
Repair Incidence 0.39 0.45 832
Repair Expenditures (all cars) $103.63  333.18 832
Repair Expend. (repaired cars only) $264.48 491.08 326

Restricted Sample

Quality Measure . Mean Std Dev N
Mechanical Condition Rating 6.72 2.19 786
Repair Incidence 0.36 0.48 786
Repair Expenditures (all cars) $95.85 331.02 1786

Repair Expend. (repaired cars only)  $269.07 511.39 280

Note: The restricted sample excludes observations with
missing repair expenditure data. The unrestricted sample in-
cludes observations with missing expenditures data and as-
sumes that expenditures in missing categories are zero.

Mechanical condition rating is the response to a question
in ,which buyers were asked to rate the mechanical condition
of the car at the time of purchase on a scale of one to ten.
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ted samples.?* The average mechanical condition rating in
both samples was approximately six-and-a-half on a scale of
ten. Approximately fourty percent of the cars had been
repaired since purchase, at an average expenditure of approx-
imately two hundred and sixty dollars. This implies an
average repair expenditure of approximately one hundred
dollars for all cars.

Tables 2A through 2C present comparisons of the three
measures of quality., Table 2A shows that as the mechanical
rating decreases, indicating lower quality, repair incidence
and repair expenditures rise. The relationship appears to
weaken, however, for lower ratings on the scale. This may
reflect the difference between repairs needed and repairs
performed. Table 2B shows a lower average mechanical
rating for cars repaired since purchase than for cars not
repaired. Table 2C shows that as repair expenditures in-
crease the average mechanical rating decreases.

Other Variables

. While examining the average quality of cars sold by
different types of sellers, other factors affecting quality will
be controlled for through the use of regression analysis. The
regressions control for differences in the age and mileage of
the vehicles, the expected quality of the model, the presence
of a warranty, the condition of the body and interior, the
length of ownership, and state laws. ’

The survey provided age and mileage data. Age was
measured by model-year. The variable was set at zero for
1979. model-year cars, the latest model-year in the survey
and increased by one for each increase in model-year vin- ’

'2“ The unrestricted sample in Table 1 includes obser-
vatxons. with incomplete repair expenditures, but assumes that
expenditures in the "don’t know" categorics are zero.
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CHAPTER 3
TABLE 2B
AVERAGE MECHANICAL CONDITION
TABLE 24 RATING FOR REPAIRED AND
NON-REPAIRED CARS
VERAGE REPAIR INCIDENCE AND EXPENDITURES
A BY MECHANICAL CONDITION RATING

Mechanical Rating

Repai Mean Std De N
ical Mean Repair  Mean Repair cpalrs ean Y
Mechanica . itures Expenditures
Repair  Expenditu Yes 570 245 506
C",;‘;’i{,‘,‘;“ N Incidence (Al Cars) (Repaired Cars) No 726 184 326
10 194 16% $28 s168
9 124 25 35 130
8 188 35 oc 239
7 111 44 igg 581 TABLE 2C
53 60
2 55 51 278 ggg AVERAGE MECHANICAL CONDITION RATING
4 12 58 gg‘l‘ 358 BY REPAIR EXPENDITURE CATEGORIES
16 81 -
g 9 67 394 gg; Repair  Mechanical Rating N
1 24 71 264 Expenditures Mean Std Dev
Overall 786 36 96 269 $0 7.23 1.88 518
, — 1- 99 6.30 220 128
Note: Mechanical condition rating is the response to i 100-199 631 184 43
q\?cst‘ion in which buyers were asked to rate the mcc::ll;m:f 200-299 541 261 27
condition of the car at the time of purchase on a s 300-399 4.93 2.49 15
one to ten. 400-499 4.86 2.28 14
500+ 3.86 36

Note: Mechanical condition rating is
the response to a question in which
buyers were asked to rate the me-
chanical condition of the car at the

time of purchase on a scale of one tg
ten.
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tage. Odometer mileage, measured in thousands of miles, was
used for the mileage variable.?’

To control for differences in the expected quality of
different models, a measure of average model quality was
included. Consumer Reports repair ratings were used as the
measure of model quality.?® The Consumer Reports trouble
index rates a model’s frequency of repair as average, better
than average, much better than average, worse than average,
or much worse than average. To reduce the total number of
variables, these were aggregated to three categries: better
than average, average, and worse than average. Two dummy
variables were created, the first taking the value of one if
the model was rated better than average, and the second
taking the value of one if the model was rated worse than
average. The average rating was used as the excluded cate-

gory.

To control for any differences between warranted and
unwarranted cars, a dummy variable taking the value of one
for cars purchased with a warranty was included. The
variable can also be used to test whether warranties act as a
signal of quality. If warranties act as a signal of quality,
then controlling for other factors, warranted cars should
have higher average quality than unwarranted cars.

A variable measuring the condition of the body and
interior of the car at the time of purchase was included as a
proxy for the maintenence and care undertaken by the pre-
vious owner. Differences in care may affect subsequent
mechanical condition. Since body and interior condition is
clearly observable prior to purchase, prospective buyers may
use it as a proxy for prior care. To measure body and
interior condition, a variable analogous to the mechanical

2 Observations of 1978 or older modecl-ycar cars with
odometer mileage of less than 1,000 miles per year were
excluded from the sample as likely response errors.

% See Consumer Reports [various issucs).
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condition rating was used in which respondents rated the
condition of the body and interior at the time of purchase on
a scale of one to ten.

Length of ownership was included to control for differ-
ences in the time since purchase. Length of ownership
varied from less than one month to up to a year. While
these differences are not likely to have as great an effect on
the subjective mechanical rating as on the repair incidence
and expenditures variables, they are likely to have some
effect on all three. As a proxy for length of ownership, the
time between the date of purchase and the end of the inter-
view period was used. The proxy was necessary because the
date of the interview was not known, making exact calcula-
tion of length of ownership impossible. k

The possible effects of four types of state laws were
controlled for by a variable for each law. Laws included
were Wisconsin’s defect disclosure law, laws prohibiting as-is
sales, laws requiring specific disclosures for cars sold as-is
and laws requiring safety inspections.?’ For laws requiriné

*” Information on state laws was obtained from the FTC
Staff Report on the Used Car Rule [1978]. Wisconsin was
the only state classified as having a defects disclosure law
States prohibiting "as-is" sales included: Kansas, Maryland.
Massachu.s?tts, Mississippi, and West Virginia. States requir:
ing specnfxc disclosures for "as-is" sales included: Arizona
Illinois, qunesota, Oregon, Washington, and Wisconsin’
States requiring safety inspections either annually, semi-an:
nually, or at point-of-sale, (states requiring inspections only
randomly or post-accident were excluded) include: Arizona
Arkan'sas, Colorado, Delaware, District of Columbia Floridé’
Geo.rg'xa, Hawaii, Idaho, Indiana, Iowa, Kansas, I’(entucky,
Lo.mslana, Maine, Maryland, Massachusetts, Mississippi Misso:
urx,‘Nebraska, Nevada, New Hampshire, New Jerse;/ New
Mexico, New York, North Carolina, Oklahoma, Pennsyivania
Rhode Island, South Carolina, South Dakota, Texas, Utah, ,
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safety inspections, the variable was included as a dummy
variable, taking the value of one for all cars purchased in a
state with an inspection law. For the other three types of
laws, because they apply only to dealer sales, the variables
were included as interaction terms with cars purchased from
dealers. In addition to controlling for potential differences,
inclusion of the state law variables allows for tests of the
effect of the laws on average quality.

Type of seller was included as a set of dummy vari-
ables. The data contained eight classifications for type of
seller: friend, relative, newspaper ad, dealer selling only
used cars, dealer selling both new and used cars, "someone
else the buyer heard about," rental agency, and "other."?®
Friends and relatives were combined into one variable. The
two types of dealers were included as separate variables in
order to test for any potential differences in the strength of
reputation incentives across the two. Rental agency and
“other" transactions were combined into a variable called
"other." Transactions with "someone else the buyer heard
about" were included as a separate variable. The nature of
the seller in these transactions is unclear, though one possi-
bility is that they represent purchases from "friends of
friends. Newspaper ad transactions were used as the ex-
cluded category. Coefficients on the other type seller vari-
ables, therefore, represent differences between that type of
seller and newspaper ads transactions.

Vermont, Virginia, Washington, West Virginia, and Wyoming.
As noted above, these variables reflect state laws in effect
in 1978-79.

28 The category interpreted as newspaper ads was
worded: "someone who ran an ad." Since respondents were
given "dealer" as an alternative response, it appears reason-
able to interpret responses of "someone who ran an ad” as
referring to a private seller.
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The Price~-Quality Relationship

To examine the relationship between mechanical condi-
tion and price, a hedonic price function for used cars is
estimated. Hedonic analysis assumes that products such as
automobiles consist of a bundle of characteristics, and that
the individual characteristics provide utility to consumers.?®
Automobiles consist of a bundle of characteristics such as
acceleration power, carrying capacity, comfort, styling, and
economy. Consumers do not have demand for the car itself,
but for these individual characteristics of the car.

Hedonic analysis assumes that the overall price of a
product is determined by the amounts of the various charac-
teristics embodied in the product. Products with more of the
desirable characteristics will be priced higher. By using
regression analysis to estimate the prices of used cars as a
function of the amounts of the various characteristics, the
implicit price of each characteristic can be found. The
estimated implicit prices show the effect of a change in the
amount of a characteristic on the overall price of the car.
To examine the relationship between price and quality,
mef:hz_mical condition will be included as one of the charac-
teristics.

In estimating a hedonic price function, all character-
istics valued by consumers should be included. The charac-
teristics included here are measures of performance, carrying
capacity, styling, comfort and luxury, economy of operation,
body and interior condition, and mechanical condition.3® In

29 See Rosen [1974] for a formal model of the hedonic

framework.

30 Other hedonic studies of automobile prices include
Asher [1985], Goodman [1982], Agarwal and Ratchford [1980],
Ohta and Griliches [1976], Hogarty [1975], Griliches {1971},
Triplett [1969], and Fisher, Griliches, and Kaysen [1962].
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addition to automobile characteristics additional variables are
included to control for potential differences across markets
and to test the information hypotheses.

Horsepower and number of cylinders were included as
measures of engine power. Horsepower data was obtained

from Automotive News,3! and the number of cylinders were

obtained from the survey responses. For number of cylin-
ders, dummy variables were created for four cylinder, §ix
cylinder, five cylinder, and rotary engine cars. Eight cylin-
der cars were the excluded category. )

Length was included as a crude measure of the size or
carrying capacity of the car. The data was obtained from

Automotive News. Fuel economy was included as a measure
of economy of operation. Data was obtained from EPA

publications.32

A list of options, obtained from the survey responses,
was included to proxy for differences in comfort and luxury.

31 See Automotive News, [various issues]. Cars from

the survey were matched with those in ive News on
the basis of make, model, model-year, and number of cylin-
ders. Where optional engines were available for a model, the
horsepower of the standard engine was used. The same
procedure was followed in cases where optional carborators
were available. :

3 See EPA [various issues] Data on city mileage was
used. This was the only measure presented for all of the
years. Data was not available for pre-1973 models, limiting
the sample to 1973 through 1979 model-year cars. Data for
1973 and 1974 was in a different format and the result of
slightly different test procedures than in later years. In
later years, the data presents average results from several
test runs. In early years, the data consists of the raw test

results,
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Options included air conditioning, power brakes, power steer-
ing, power windows, power seats, vinyl top, cruise control,
adjustable steering, AM radio, FM radio or tape deck, and
automatic transmission. Each of these options was included
as a dummy variable - taking the value of one if present in
the car and zero otherwise. A dummy variable taking the
value of one if the model was considered a sports car was
included as a measure of styling differences,33

Several variables described in the previous section were
also included. Age and odometer mileage were included to
control for differences in price due to prior usage of the
vehicle. The presence of a warranty was included as a
fiummy variable, as were variables mcasuring model reliabil-
ity. _Body and interior condition was included as a variable
rgngmg.from one to ten. The subjective mechanical condij-
tion rating and repair expenditures were alternatively includ-
ed as measures of mechanical quality.34 ‘

Dummy variables were included to distj i
stinquish the type
of seller the car was purchased from, and the types of st):;‘:c
lal“l/s pres‘;:n‘t)l In the state of the transaction. For the type
Seller variables, newspaper ads were u
catosory sed as the excluded

and mcc}.xanical condition were also included to test whether

seller., .An il}tcraction variable between mechanical conditj

and .Wxscpnsm dealers was included to test whether :ﬁn
relat10n§hxp. between price and quality differed betw :
dealers in Wisconsin and dealers in the rest of the country cen

: a

34 . . .
_As will be. discussed in the next section, repair
expepdxtures were included in two alternative forms: total
repair expenditures and repair expenditures per month
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a trade-in. Prices were adjusted by a monthly consumer
To test

price index and by a state cost-of-living index.3®
for any systematic difference between the prices of cars
purchased with and without a trade-in, a dummy variable
taking the value of one for transactions involving a trade-in

was included as an independent variable.

The sample used for the hedonic estimates was restric-
ted to 1973 through 1979 model-year cars because of the
unavailability of fuel economy data for earlier model years.

85 The consumer price index, obtained from the Council

of Economic Advisors Report to the President, was used for
The state cost-of-living

the overall monthly price index.
indices were created from Bureau of Labor Statistics data.
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RESULTS
Average Quality Differences Between Types of Sellers

This section compares the average i
pur'chased from different types of selleri. ’?ﬁ:llr:z’xtogecfizr:
refines the comparisons by using regression analysis to
control for gther factors affecting quality, In both sections
the sgmple 18 divided into two groups according to model-
year in qrder to examine whether the bresence of asymmetric
qurmatxon or a lemons market varies with the age of the
vehicles. The sample s divided into cars one through seve
years old and cars eight through fifteen years old.%¢ ’

Table 3 presents the average of ea i
for cars purchased from each tyie of sel??r (}‘?)?-hct:rsm(fg:u:e
seven years old.3”  Sellers are divided into private partj .
sellgng through newspaper ads, friends and relatives, deal "
selling both new and used cars, dealers selling only use,d e

36 v .

. T{xe decision _of' where to split the sample was some-
what arbitrary. Split as above, the model-years for the
?lf;ve}rle(x;:;qel sagnple correspond to the model-years used in

I¢ price equation, which were limi y d
availability. This makes ¢ i e oo op R
/ omparison of the tw
results easier. This split als of madey
. . 0 makes the number of m

: odel-
f}‘ﬁgs a]:d tl:: ;\;vo' gro:ps approximately equal: seven in thle
18Rt In the second. While it w
. ! ) . ould have
;x;écrcstxng to examine 3 sample of cars ten years of ageb:xf:i]
¢r, as in Bond [1984], the size of this sample would have
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TABLE 3

AVERAGE QUALITY BY TYPE OF SELLER
ONE TO SEVEN YEAR OLD CARS

Quality Friend New Used
Measure Ad Relative Dealer Dealer Hear Other

Mechanical Rating

Mean 6.86 6.84 6.89 7.01 7.06 7.10
Std Dev 1.72 2.00 2.37 2.23 1.89 2.29
N 59 94 255 85 35 20
tl ——- -0.06 0.09 0.43 0.52 0.49
12 0.06 —— 0.18 0.53 0.56 0.51
Repair Incidence

Mean 0.44 0.46 0.35 0.25 0.43 0.15
Std Dev 0.50 0.50 0.49 0.43 0.50 0.37
N 59 94 255 85 35 20
tl - 0.18 -1.03 -1.96* -0.07 -1.85
t2 -0.18 ——— -1.48 -2.34* -0.23 -1.98*

Repair Expenditures

Mean 108.30 111.89 58.74  56.56 13391 21.47
Std Dev 44242 41222 166.64 218.68 42291  73.07

N 54 91 242 81 33 19
tl Cmm- 0.05 -1.36 -0.89 0.26 -0.84
t2 -0.05 - -1.67 -1.07 0.26 -0.94

Note: tl is the t-statistic calculated in a comparison of
means between each type of seller and newspaper ad trans-
actions. t2 is the t-statistic calculated in a comparison of
means between each type of scller and friend and relative

transactions. '
* indicates significance at the five percent level.

34

RESULTS

TABLE 4

AVERAGE QUALITY BY TYPE OF SELLER
EIGHT TO FIFTEEN YEAR OLD CARS

Quality Friend New Used
Measure Ad Relative Dealer Dealer Hear Other

Mechanical Rating

Mean 5.53 6.64 6.87 6.29 5.90 3.75
Std Dev 2.13 2,12 2.30 2.51 2.11 1.89
N 58 115 30 38 39 4
tl - 3.23* 2.69* 1.57 0.83 -1.6
t2 -3.23* —en 0.52 -0.84 -1.87 -2.67*
Repair Incidence

Mean 0.62 0.37 0.37 0.47 0.44 0.75
Std Dev 0.49 0.49 0.49 0.51 0.50 0.50
N 58 115 30 38 39 4
tl - -2.30* -1.52 -0.96 -1.17 0.32
t2 2.30* - 0.00 0.85 0.61 1.21

Repair Expenditures

Mean 265.13  79.99 6520 152.71 85.24 581.50
Std Dev  650.22 327.78 177.87 320.35 187.46 484.57

N 55 110 29 34 34 4
tl - -2.42* -1.60 -0.93 -1.56 0.94
t2 2.42* - -0.23 1.13 0.09 2.92%

Note: t1 is the t-statistic calculated in a comparison of
means between each type of seller and newspaper ad trans-
actions. t2 is the t-statistic calculated in a comparison of
means tzetwcen each type of seller and friend and relative
transactions.

* indicates significance at the five percent level.
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cars, "someone the buyer heard about,"” and "other.," Table 4
presents the same information for cars eight to fifteen years
old. Each table also presents t-statistics calculated in tests
for differences in means. The rows labeled "t1" present the
t-statistics for comparison of the average quality of cars
purchased from each type of seller to the average quality of
cars purchased through newspaper ads. The rows labeled "t2"
present the t-statistics for comparison of the average quality
of cars purchased from each type of seller to the average
quality of cars purchased from friends and relatives.38

Table 3 shows no statistically significant difference
between the average quality of cars purchased through news-
paper ads and from friends and relatives for any of the
measures of quality.3® There are also generally no signifi-
cant differences between the average quality of cars pur-
chased from dealers and cars purchased either through news-
paper ads or from friends and relatives. The one exception
is that the repair incidence of cars purchased from dealers
selling only used cars is significantly lower than in both
purchases through newspaper ads and purchases from friends
and relatives.®® In general, however, comparison of average
quality across type of seller for newer model-year cars shows
no pattern of significant differences.

38 Because the repair incidence results are presented as
proportions, a difference in proportions test, rather than a
difference in means test was used. The reported test statis-
tics, therefore, are z-statistics rather than t-statistics.

,«39 The five percent level of significance is always
implied when the discussion in this chapter refers to the
significance or non-significance of results.

40 Several of the t-statistics for dealers selling both
new and used cars are significant at lower levels of signifi-

cance. The significance of these differences, however, is
reduced even further once other factors such as age and

mileage are controlled.
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The results are markedly different for older model-year
cars. Tablc 4 shows that average quality is significantl
higher in purchases from friends and relatives than in ur}-,
chas?s through newspaper ads for all of the measuresp f
quality. Pu.rchases from friends and relatives show an av0
age mechanical condition rating 1.1 units higher on the oer:-
to ten scale, repair incidence twenty-five percentage point(s:
lower, and average repair expenditures $185 lower than in
purghqses through newspaper ads. All of the differ
statistically significant. enees are

Cars purchased from dealers selling both new and used
cars show average quality equal to or higher than in
purc.hased from friends and relatives for all measure Car?
quality, })ut only the mechanical condition rating is si flf?
cantly hxgh.er than in newspaper ads. Cars purchased gfl o
gcalers selling only used cars show average quality at a 123:;
fg:w;el;:nm::xig:pf;osgh annodn fricnd. anfc} relative transactions

R . e are significantly higher than in
newspaper ad transactions. While cars purchased f
types of dealers do not generally show 9 alit bqth
nificantly higher than in cars purchas davgrage e g
ads, none of the quality measures sch v oyh ncwspaper
signi_ficantly lower than in cars purchaseodwf‘ravera‘g’c de oy
:ie‘l’z;!t;vc:;na;l;hesalmn;ilgnif'icantfrcsults may be dourzz1 :gliﬁgsril;:
tive 1€ s1zes for these transactions,
i:;h;:ate that quality in purchases from dealers lies g;twlg:xz

Wwo extremes of newspaper ads and friends and relatives

o Sel’lf‘el';z cgmparx'son of average quality across different types
of sell shown in Tables 3 and 4 shows distinct diffcrenées
o n newer and oldfar used cars. For newer used car
ual.tarefgenerally no significant differences in the avera :
glderl yusc::d cars pL}l}rchased from different types of sellers %n
cars, however, cars purchased f i .
relatives show significantl i ality oods and
y higher average qualit
y than ¢
g;;:;};i:dozhrou?}]t ne»;l‘;paper ads for all of the alternat?vr:
; quality, is implies that as ic i
tion and a lemons market i transactiorma:
are not present in transaction
: S
newer model-year cars, but are bresent in transactions gg
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older model-year cars. Evidence concerning the ability of
market reputation incentives to overcome the lemons problem

in dealer sales is ambiguous in this test.

Regression Analysis of Quality

To provide a stronger test for differences, average
quality was examined using regression analysis. Regression
analysis allows for control of other factors that may afl:ect
quality and allows the effect of type of seller to be iso-

lated.

Tables 5 and 6 present the regression results for each
of the alternative measures of quality.4! Type of seller is
included as a set of dummy variables with newspaper ad
transactions being used as the excluded category, making
coefficients on the other type seller variables relative to it.
Age, mileage, average model quality, body and interior condi-
tion, presence of a warranty, length of ownership, and the
presence of four types of state laws are included to control
for other factors influencing quality.4?

41 Because the repair incidence variable takes the
values of only zero and one, ordinary least squares estimation
could not be used. This equation was estimated within a
logit model using maximum likelihood techniques. The mech-
anical condition equation was estimated within an ordered
probit model and the repair expenditures equation was esti-
m@,ted with a tobit model, both using maximum likelhood
techniques. For a discussion of these techniques, see Mad-

dala [1983].

42 The means for some of the variables are shown by
type of seller in Tables A3 and A4 of the Appendix. A list
of all variable names, both for regressions here and the
price-quality relationship section, are given in Table A5 of
the Appendix.
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The regression results for newer model-year cars in
Table 5 show the same pattern noted in the raw averages
presented in Table 3. The insignificant coefficients on the
friend and relative variable indicates that the quality of cars
purchased from friends and relatives is not significantly
different than the quality of cars purchased through news-
paper ads. Cars purchased from both new and used dealers
also generally show no significant difference in quality as
compafed to cars purchased through newspaper ads. The one
e.xce'ptlon, as in Table 3, is that uysed car dealers show
significantly higher quality in the repair incidence measure.

Tl:Ae regression results for eight to fifteen year old cars
§hown in Table 6, also reflect the same pattern noted éarlim3
in fhe averages. The coefficient on the friend and relative
varxa}ble js significant for each of the alternative measures of
quality, indicating higher average quality than in purchases
tl?rough newspaper ads.®® New car dealers show significantly
higher quglity than newspaper ad transactions in two of the
tl:nree quaht.y measures. Used car dealers show no significant
difference in quality as compared to newspaper ads in any of
the three measures. However, only one of the three used car

dealer coefficients is significantl i
. y different from i
and relative coefficients. 44 the [riend

X The 'results are generally consistent with the patterns
observed in the raw averages. For newer model-year cars
the results generally show no significant differences in the ,

43 The friend and relative coefficients, evaluated at th
sample'mcans of the other variables, imply that repair inc'e
dence is twenty-three and a half percentage points lowe:
a.nd average repair expenditures are one hundred and sijxt .
six dollars less, than in cars purchased through newspaper ad:

*  Asymptotic t-statistics for a test of the difference
bgtween the coefficient on used car dealers and the coeffi-
cnept on frif:nds and relatives are -0.69 in the mechanical
ratmg €quation, 1.82 in the repair incidence equation, and
1.22 in the repair expenditures equation, ’

39



TS

‘SoWwIeU 2[{QBIIBA JO UONITUIJIP I0] ¢V d[qe] XIpuaddy 93§
"[9A9] 1u2019d JALJ
oy} Je 2oueorjiudis sa1edIpUr , °dIISNIEIS drenbs-1yd oY) st drenbs-1yd pooyI[AN!] go1 2yl
st 7 uf ‘onsnels-l osnoidwAse oyl st 3} durdse JudIOLJJOOD 'uorssoa8ar 2yy SI .«woo DI0N

R

0z¢ 1329 349 u

) 0688 L1°881 s1enbs-1yd

L'SLEL- vOovic- 4 tb616- T Ul

8€°0 LE98 9%°0 61€°0 Z6'1- 190~ INV.ISNOO
mw”c- noumo- €90 13480 ZT0- 0tC'0- dSNIMV'1 v

om.o- mc.cm I- 61 I- 0¢S°0- 90°0- £10°0- ALSVIOSIAAV1

hm.~ S m.omm S0 ¥8C0 oy 0- pero- d+SISYVONMYVY']

120 & orLiz- LU0 €600~ ZC0- £60°0- d«OSIM

L dwmdsy jIo) L dwisy JIo) 1 dudsy jao) Jjqerde A

saanjipuadxy dduaproug Suney
aredoy neday [eduey N

panuyuod ‘s FIAV.L

¢80 oy'961- <o'l- oLY't- 160 6L20 JIHLO
SI'o £eEe 8¢€0- 8LT°0- 61 8PP0 dVvdH
651~ yoLLL- «1CTC £68°0- 8Tl 6SC°0 TvIAaasn
€0°0- vo'c- 91°0- 09¢°0~ 60°0- L10°0- IVAAMNIN
60°0- cell- 31'0- ¥90°0- 141 [1€°0 TAN/ANATEA
£S0p 18944 +P8Y 9¢1°0 £9CC ye0'0- © NMOIWIL
c<Co- 1ré6v- $6'0 9¢T0 810 1200 AILNVIIVA
YTV £€6°98- +SCT V- LSTO- AR S9¢0 AQqod
£vo- 90°¢Ph- S0 191°0- Ze0- Sy0°0- FJAVISIOM
«L6C 80°6LT- +90°¢- ¥8L°0- €Lt 0120 FAVIALLI™
970 60 (AA! 8000 . A <000~ . SATIN o
SL'l oy 1 XA €600 09°0- 2200~ qov - <
1 dwAisy J30D L dmisy  J3o) L duwisy  J30D . JjqelLIBA
seanjipuadxy Jdmapuy . ) 3aney
Jreday aeday [estueydN
SYVD A'10 AVIAA NIAIS OL INO
ALI'IVNO 40 SISATVNYV NOISSTIDIYH
S AT4dVL

QHAPTER 3



RESULTS

"SOUWBU JQBIIBA ju uuisuiydp 10) §V djqel xipuaddy EEIN

[9A9] Jud019d Al
M_f 1e om:aocmnwmm Sojedrpur , -onsnels ssenbs-1ys ayy sr ssenbs-1ys ‘pooyrpoyr 8o o..—.m
I71 Ul .onsneis-3 snoydwAse oy st 3 durdse JusId1§J200 =ommm3w.2 syl st uumu 310N

997 vv%mv 1414 u
] 660 dienbs-1ys
69°1€6- S9'ILI- 67°€SS- ,_.w:
oL0 SOLYT €01~ €L6°0~ P6'1 0£8°0 INVILSNOD
m%w.. mwwmm- v\.uo Smuo LOO- 010°0- dSNIMV]
L20- fozs MN.Q Nom.o 8C0 991°0- aSYOSIAM YT
i ) w.o 8¢8°0 160~ 80v°0- U+SISVONMVT
LO06L €00 8€0°0- 6¢°1- 0v80- dLOSIM
L dwdsy jao) J dumisy 20 dwmi

saznjipuadxy ou:eEuN— 2 . En”wum.-g_u PABHEA

aeday anedoy _aum...s-_ooz

panuguod ‘9 FIQVL

£9°1 1€°129 I€0 [4% A1) ¢S0- - 8850 J4dHLO
+65°C 19°8¥b- vLI- P6L’0- 690 139 &) dViIH
060 [AgA LS ¥2°0- oT1- Tl 00€°0 IvaaaIasn
#LEC- 6°Ces- 6S°1- 8960~ +6C°E €060 : IVIAAMIN
o S LIb- ™ YA 7960~ «LV'T LSV O 139/ ANIITdd
+V8€ £9°6S +LV'E 14 M) 200 100°0- NMOTNIL
or'I1- LOPOL- £9°0- ey o- pS't 28S°0 ALNVIIVAM
«LT°E- vl «IL°T oL10- 9L'9 ¥8I°0 AQod
*61°C y8'v6c- LUI- ¥y o- 180~ 0s1°0- FAVISIOM
+££7C 1L°09C oro- 670°0- ge0- $<0°0- JAVEILLIT
*S0°C- 60V - 620 100°0- 60°1- £00°0- SATIN
L1 <60 *C6C 961°0 0£0 600°0 Jov
L dmisy jao) L dudsy  ya0) 1 dudsy Jao) d|qreLIB A
saamyipuadxy duIprOuj Saney
anedoy aedoy [edstueyddIN

SUVD AdT0 AVIX NIALJIA OL LHOIA
ALITVNO d0 SISATVNV NOISSTIDTY

9 ATAVL

43

42



CHAPTER 3

average quality of cars sold by different types of sellers.
This implies that ncither asymmetric information nor a lem-
ons market is prcsent.454®  For older model-year cars,
strong evidence of asymmetric information and a lemons
market is provided by the consistently significant difference
between the average quality of cars purchased through news-
paper ads and cars purchased from friends and relatives.

Evidence on the effectiveness of reputation incentives
in overcoming the lemons problem in older cars is mixed.
For dealers selling only used cars the evidence is ambiguous.
The average quality of cars purchased from these dealers lies
between newspaper ad and friend and relative transactions,
but in general is not significantly different from either. The
evidence is stronger for dealers selling both new and used
cars. Average quality for these dealers is higher than in

45 These results are consistent with findings by Bond
[1984] in the market for used trucks, though Bond attributed
the absence of a lemons market in newer model-year trucks
to the strength of market forces in overcoming the problem,
rather than a lack of asymmetry.

46 Kim [1985] has shown that when maintenance deter-
mines quality and consumers differ in their valuation of
quality, asymmetric information does not necessarily imply
that used cars offered for sale will be of lower quality than
cars kept by their owners. Kim’s result, however, does not
appear to explain the lack of significant differences in
quality across types of sellers found here. The tests per-
formed here will not be affected by Kim’s result because
they compare the average quality of cars sold by different
types of sellers, not the average quality of cars sold and not
sold. In addition, the pattern of results appears to be the
opposite of what one would expect from Kim’s model. Main-
tenance is likely to be have more of an influence on the
quality of older cars than on newer cars, implying that Kim’s
model would be more applicable for older cars. But the
empirical results show average quality differences for older
cars and no quality differences for newer cars.
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RESULTS

newspaper ad transactions for two of the three measures of
quality. Overall, the results provide some evidence that
reputation incentives may be effective in this market, and
that the incentives may be stronger for dealers selling both
new and used cars than for dealers selling only used cars.

The coefficient on the Wisconsin-dealer interaction term
provides additional evidence suggesting an absence of a
lemons market in dealer sales. The coefficient is not signi-
f‘icant in any of the equations in either of the samples. This
implies that the average quality of cars sold by dealers in
Wisconsin is not different from the average quality of cars
sgld by dealers elsewhere. The result is consistent with
cither an absence of a lemons market in dealer sales or a
law that ineffectively addresses the problem.47

The coefficients on the dummy variables for state laws
prohibiting as-is sales, state laws requiring disclosure of as-is
sglgs, and state laws requiring safety inspections were insig-
nificant in all of the equations, indicating that no effect on
quality was found.48 V

47 There were only thirteen observations of purchases
fron.l dealers in Wisconsin in the older car sample. It is
possible that the law does have an effect on the quality of
fﬂder cars, but the small sample size makes finding a signif-
icant effect difficult. This possibility, howc\?cr, does not
appear likely here. Two of the three coefficients have the
g)p.posxtc:. of the expected sign, showing quality to be lower in
Wxsconsu} dealers than elsewhere. While the coefficient in
the repair incidence equation has the expected s‘ign the size
of the coefficient is very small. ’

4‘? The absence of a significant effect for the two as-is
igws in the older car sample may be .due to the small sample
sizes. There were only nineteen observations of purchases
from dealers in states requiring disclosure of as-is sales and
only five observations of purchases from dealers in ;tates
prohibiting as-is sales.
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CHAPTER 3

The coefficient on the warranty variable was insignifi- i
cant in all of the equations, indicating that average quality
did not differ between warranted and unwarranted cars. This §
implies that warranties are not acting as a signal of quality i
in the used car market.4?

The Relationship Between Price and Quality

To examine the lemons market and reputation issues in .
another way, the rclationship between price and quality was |
examined for newer model-year cars. The mechanical condi
tion rating and repair expenditures variables were alterna
tively used as measures of mechanical quality. Regressio
analysis was used to control for other factors affecting price.

Three equations were estimated using the mechanica ]
condition rating as the measure of mechanical quality. The.
first equation includes mechanical condition and body and
interior condition as continuous variables ranging from one to
ten. The second equation includes mechanical condition and |
body and interior condition as two sets of dummy variables
The third equation uses the continuous measures of mechan
ical condition and body and interior condition, and includes|
interaction terms between mechanical condition and type of
seller and between mechanical condition and Wisconsin deal-
ers. The results of the three regressions are presented in
Table 7 and are discussed below.50 )

4 The absence of a significant effect for the warranty
‘variable in the older car sample may be due to the small
‘sample size. There were only fourteen observations of
purchases of older cars with warranties.

50 A semi-log specification was used for the functional
form. This was the most commonly used form in previous
hedonic studies. This allows the coefficients to be interpret-
ed as the percentage change in price arising from a unit
change in the independent variable. The equation was estim-
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Three equations were also estimated using repair expen-
ditures as the measure of mechanical quality. The first
equation uses total repair expenditures as the measure of
quality. The second equation uses repair expenditures per
month of ownership as the measure of quality.5" The third
equation uses repair expenditures per month as the measure
of quality and includes the interaction terms. The results of
the three regressions are presented in Table 8.

The coefficient on the mechanijcal condition variable was
insignificant in all of the equations. The first and third
equations in Table 7 used a continuous measure of the mech-
anical condition rating. The variable was insignificant in
both equations. The second equation in Table 7 used nine
dummy variables, one for each mechanical condition rating
except ten, which was used as the excluded category. All of
the coefficients on the dummy variables were insignificant.
The first equation in Table 8 used total repair expenditures
as the qua.lity measure, while the second and third equations
used Fepair expenditures per month. All of the variables
were insignificant.5?2 The insignificant coefficients imply that

ated using ordinary least Squares regression procedures,

51 . .
Repair expenditures were transformed to expenditures

pér month to control for potential problems arisi
( arising because
the cars had been owned for different lengths of timg. ‘

52 The results for all three equations in Table § are the

results obtained after two outlying observations were dropped
fl:om the san.xple. The two observations had both two of I:he
highest repair expenditures and two of the highest prices
(one was a Mercedes and the other a Cadillac) of cars in the
sample. When these observations were included, the results
shoyvcd significant coefficients for the repair ;xpenditurcs
yanal?les, but the signs of the coefficents were positive
u_’nplymg that cars with higher repair expenditures had signi:
fxcantly'highcr prices. As Table 8 shows, when these two
obsex:vatxons were dropped from the tota] sample of 475, the
repair expenditures variables were no longer significant. ’
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RESULTS
CHAPTER 3

differences in mechanical condition are not reflected in the
prices of used cars. This suggests that buyers do not ob-
serve or learn of mechanical condition prior to purchase.

T
0.28
0.90
1.06
-0.82
0.03
-0.34
-1.06
-1.42
0.30

0.72

24.87
473

In contrast to the mechanical condition variables, the
body and interior condition variable is highly significant and
has the expected sign in all of the equations. The coeffi-
cient on the body and interior condition variable in the first
equation in Table 7, for example, implies that a one unit
increase in the subjective body and interior rating is asso-
ciated with a 7.8% increase in the overall price of the car.
The price increase between the lowest and highest possible
ratings would be 78.0%. In the second equation in Table 7,
when dummy variables were used for each rating, five of the
eight coefficients were significant at the five percent level,
and one was significant at the ten percent level, indicating
that cars with lower ratings were priced lower than cars
with the highest rating. Overall, the results imply that body
and interior condition is reflected in the prices of used cars
but that mechanical condition is not.

Equation 3

Coef
0.020
0.002
0.004

-0.002
0.000
-0.001
-0.003
-0.008
0.002

Equation 2
T
0.27
0.99
0.72
29.24
473

Coef
0.001

0.019
Coef is the regression coefficient; T is the

* indicates significance at the five percent level.

See Appendix Table A5 for definition of variable names.

In order to test whether the relationship between price
and mechanical condition differed by type of seller or be-
tween Wisconsin dealers and dealers in the rest of the coun-
try, interaction terms between mechanical condition and type
of seller, and mechanical condition and Wisconsin dealers,
were added in the third equation in both Table 7 and 8. All
of the coefficients on variables of interest - the interactions
with friends, relatives, dealers, and Wisconsin - were insigni-
ficant. This indicates that prices were not related to mecha-
nical condition in purchases from any type of seller and in
Wisconsin as well as the rest of the country.5s

TABLE 8, continued

T
0.27
0.74

Equation 1
0.72
29.35
474

Coef

-——
——

0.019
0.000

-
-
-

Dependent variable is log(price).

83 The coefficient on the interaction with "other" types
of sellers in Table 7 is positive and significant. However,
there appears to be no explanation or theoretical reason for
this coefficient to be positive while the others are insig-

nificant, especially given the ‘ambiguous nature of sellers in
this category.

t-statistic.

RM*RELATIVE

LAWDEFECT
TOTREPAIR
REPAIR/MON
RM*FRIEND
RM*USEDDEAL
RM*NEWDEAL
RM*HEAR
RM*RENT
RM*OTHER

Variable

RM*WISC*D

2
Notes:
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CHAPTER 3

The results are consistent wi_th the results obtained
examining average quality across dnffe_rent 'typcs of sellc_rs.
The absence of differences in the relatnonshxp'betv.vecn hpncc:
and quality across different .types of sellers implies tl at a
lemons market is not present in the sa!c of ncwer.mq?.c -ye;ar
cars, and that information about quality is not signi xcantz
asymmetric. The absence of any overall relanonshxp.b?twee
price and quality suggests that buyers do not have informa-
tion about quality prior to purchase. Together, th§se two
results suggest that sellers face as muc.h uncerta}xflty a;
buyers regarding the subsequent mechanical condition o

newer model-year used cars.

The estimated coefficients on the other variables appear
reasonable. Coefficients are genen:ally of the expegtcd sign
and ‘of reasonable magnitude. With a few exceptions, the
variables are also consistent across equations.

Coefficients on the age and mileage variablcs' are nega-
tive and highly significant in all of' the equations. The
coefficient on the age variable in the first equation of_’l"able
7 implies a decrease in price of !5.5% for cac.h add.xtxorgal
year of age. The coefficient on the mx!e'age variable 1mp!nes
a decrease in price of 0.5% for each addxtn_onal thousand. mllgs
of prior use. If the average vehicle is d.n_ven l§,000 miles in
a year, then the age and mileage coeffxcxcnts_l'mply a total
decrease in price of 23.0% arising from an additional year of
age. This appears to be a reasonable estimate for the aver-

age depreciation rate.

To test whether the lack of a relationship was du? to
the fact that cars had been owned different 'lengths of tfme,
the equations were re-estimated after dropping observations
of cars having the three shortest and two longest n_urnber of
months since date of purchase. Mechanical cond.mon was
less variant across time for the remaining obs‘ervatnon.s. The
results continyed to show no relationship between price and
mechanical condition.

36

_RESULTS

The coefficient on the warranty variable is positive and
significant in all equations. The warranty coefficient in the
first equation of Table 7 implies that the presence of a
warranty increases the price of a car by 10.2%.5¢ The
positive sign is €xpected because warranties provide insurance
that is both valued by consumers and is costly to provide.

models rated average. The coefficient on the dummy variable
for models rated better than average is positive but is not
significant in any equation. The results imply that models
with reputations for worse than average reliability sel] for a
substantial discount but that models with reputations for
better than average reliability do not obtain a price premium,

None of the coefficients on the various state law vari-
ables, including the variable for Wisconsin’s defect disclosure
law, are significant 55 This implies that the prices of cars

centage change in price does not equal the coefficient. Anp
approximation of the beércentage change is obtained from
[exp(c - .5v) - 1], where ¢ is the estimated coefficient and v
is the estimated variance of c, For this and most of the
other coefficients below, the barameters are such that the
approximation ijs very close to the unbiased estimate. See
Derrick [1984] and Kennedy [1981].

% Variables for Wisconsin’s defect disclosure law, laws

prohibiting as-is sales, and laws requiring disclosure of as-is
sales were alternatively included as both dummy variables for

dealer sales. None of the coefficients were significant ip

either specification. The results using dummy variables are
shown in Tables 7 and 8.
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bought in states having those laws
prices of cars bought in other states.

are not different than the

The coefficient on the fuel economy variable is positive
and significant in Table 7 but is not significant in Table 8.
The coefficient in the first equation of Table 7 implies a
2.4% increase in price for each additional mile-per-gallon of
fuel efficiency. Evaluated at the average price and miles-
per-gallon of cars in the sample, the estimated coeffic.ient
implies an implicit price approximately equal to the savings
in fuel expenditures for one and a half years.5® Because the
coefficient is both smaller and insignificant in Table 8,
however, the result is not reliable.

The coefficient on the horsepower variable is positive
and significant in Table 7, but is not significant in Table 8.
In all but one equation, the coefficicnt on length is signifi-
cant but negative, opposite of the expeccted sign. Coeffi-
cients on the variables for four and six cylinder engines are
negative but not significant in any equation. The coefficient
for five cylinders is positive and significant in all equations,
and the coefficient for rotary engines is negative and signif-
icant in all but one equation. Only a few observations with
either of these engine types appear in the sample. The
coefficient for sports car models is positive and significant in
all equations, indicating a substantial price premium. The
coefficient for cars purchased with a trade-in is positive but
is not significant in any equation, indicating no difference

-

56 The average fuel efficiency of cars in the sample is
16 miles-per-gallon. Assuming 15,000 miles of annual driving
implies total annual gasoline usage of 937.5 gallons. Increas-
ing fuel efficiency to 17 miles-per-gallon would reduce annual
usage to 882.4 gallons, an annual savings of 55.1 gallons.
Assuming a price of gasoline of one dollar per gallon implies
annual savings of $55.10. The 2.4% increase in price given
by the MPG coefficient, evaluated  at the average price of
cars in the sample of $3032, implies a total increase in price
of $72.77.
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option dummy variables.

RESULTS

frox:n cars pprchased without a trade-in. Coefficients on the
various options are generally of the expected sign but are

not significant in any equation. Thi
. . . is ma ;
COlllneanty between the Options,57 y be due to multi-

» 'Coefficients on the type of seller variables for friends
af) ;tx"\;ctsl;cused”car dealers, "someone the buyer heard about :
r sellers" are all negative and signifi i ’
first equation of Table 7. Simi : ore ebtained o
. Similar results are obtai i
Table 8. The results im i s purchasen
ply that the prices of
from these types of seller ignifi Swer thaneed
: s are significantly lower th
tx?ircxic;:st of cars purchased through newspaper ads Theancote};‘c
nt on new car dealers is not signifi indicati ¢
. : gnificant, indicating th
prices were not significantly differen ’ i  cans
t than the pric f
purchased through newspa s imply toas
| : per ads. These results impl
:;;ccsthare higher for cars purchased from new carpdyeatlt{:;
and rough newspaper ads than for cars purchased from
ot hr t){)pes of sellers. Prices for new car dealers may b
fof }c; hccausiz of.addntional services provided. The 'rc);s ;
gner prices in cars purchased through newspaper aé):

however, is not cl
» 15 ear, but may possibl ;
search costs in this sector of the market Y be due to higher

57 - .
To investigate this, a variable was created

m .
in::‘sltéx;d ithe: l:wml:w:r pf optnons present in the car, and twh:;t
n the equation in place of the list of i’ndividuai

. o The new i .
significant. variable was positive and
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CHAPTER IV
CONCLUSIONS

This study examined several issues concerning product
quality and information in the used car market. First, the
study attempted to determine whether information about
mechanical condition is signif‘icantly asymmetric, that is,
whether sellers have significantly more information than
buyers. Second, where information was found to be asym-

.

metric, the study examined the ability of market reputation

effects of public policy designed to correct asymmetric
information problems by €xamining Wisconsin’s defect disclo-

sales of older cars was somewhat ambiguous, but suggests
that market forces are at least partially Successful.  Dealers



CHAPTER 4

of cars purchased from friends and relatives, but not signifi-'
cantly different from either.

The results suggest that defect disclosure requirements
designed to overcome information problems in the used car
market may yield few benefits. Defect disclosure require-
ments would have little effect on newer model-year used cars
because sellers do not appear to have significantly more
information about post-purchase mechanical condition than do

buyers.

Defect disclosure requirements may also vyield few
benefits in transactions of older model-year used cars. While
a lemons market problem was found in older cars purchased
from private sellers located through newspaper ads, a defect
disclosure requirement is not likely to affect this sector of
the market. Transactions with private sellers are not usually
subject to such requirements because of enforcement difficul-

ties.

The evidence concerning benefits from disclosure re-
quirements in older cars purchased from dealers is ambig-
uous. While there is no clear evidence that reputation
incentives have entirely eliminated all problems, there is no
clear evidence of a lemons market either. For dealers selling
both new and used cars, the evidence appears to suggest that
market reputation incentives have been effective. At the
most, therefore, possible benefits of a disclosure requirement
are limited to older used .cars sold by some dealers, and are
not even clearly supported there. Overall, the evidence
raises doubts about the potential benefits of a disclosure
requirement in the market for used cars.

Examination of Wisconsin’s defcct disclosure law also
suggests that disclosure requirements would result in limited
overall benefits. The study found that the Wisconsin law had
no effect on the average quality of cars sold by dealers in
that state. This implies either an absence of a lemons
market in dealer sales or a law that ineffectively addresses
the problem. Either explanation, however, raises doubts
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about the benefits of imposing these disclosure require-
ments,58

. While the results do not support the need for a defect
disclosure requirement and show little effect of such a law
the rcsplts also fail to find any evidence that the rcquirc:
ment significantly increases the prices of used cars. After
controlling for other factors, prices of used cars in Wisconsin
were found to be no different than prices of cars in the rest
of tpg country. The study also did not find any evidence of
sxgmf’ncant' price effects for three other types of state laws:
la'w.s.requxr‘mg specific disclosures for as-is salkes, laws pro-.
hibiting as-is sales, and laws requiring safety inspections.

T.hc _cgnclusions that the used car market is not subject

tq a sxgmfxcan-t lemons problem in dealer sales, and that g
dxsclgsure requirement is not likely to yield much benefit do
L] Y

dxsclpse. The results also do not imply that buyers are nev

deceived and_injurcd, or that there is no role for law o
forcement actxyity. Instances of sellers having knowled ent:
defects and failing to disclose, or even inténtionally cong:eaol-

;l:ﬁ;::sormation .is available before consumers have decided to
€ a particular car, it may have i
ar ' a greater impact
::rchase ldecns:ons. However, it is not clear why thepdif f:rx:
shceldwmfl‘fd be large. Impprtant information about defects
bou. affect Qurchase decisions even if the information is
obtained late in the transaction. . In addition, consumers

could presumably ask ¢ i i
' 1 0 ¢xamine the disc]
prior to making a decision. psure. document
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ing the information, assuredly occur. The results imply,

however, that these types of problems do not appear to be
t adverse effects on the

widespread enough to have significan :
overall performance of the market, and that industry-wide
disclosure requirements are likely to have little overall

benefit.

In the other issues examined, models with a reputation
for below average reliability were found to be priced twelve
percent lower than models with a reputation for average
reliability, indicating that consumers discount the value of
cars with reputations for low reliability and that consumers
use the information concerning expected reliability available
in the market. While a substantial discount was found for
models of below average reliability, models of above average
reliability did not command a significant price premium.

The presence of a warranty was found to increase price
by approximately ten percent. This indicates that some
buyers are willing to pay for insurance against the risk of
unforeseen post-purchase mechanical problems. The study
also found that the average quality of cars purchased with
and without warranties did not differ, implying that warran-
ties were not acting as a signal of quality in this market.

The results of this study provide insight into the state
of information about quality in the market for used cars.
The results also provide a case study of the ability of repu-
tation and other market forces to overcome problems arising
from asymmetry of information and of the effects of manda-
tory disclosure requirements. The results provide evidence
that information problems can have a significant effect on
markets, but also provide evidence that reputation forces can
be effective in mitigating the problems. In order to gain a
better uynderstanding of when information problems will lead
to significant market incfficicncies and when market forces
will be effective in overcoming the problems, future research
should continue to empirically investigate these issues in

other market settings.
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APPENDIX

TABLE Al

DISTRIBUTION OF REPAI
R EXPENDIT
ONE TO SEVEN YEAR OLD CARSURES

Repair Fri
iend New
x ‘ Used
dﬁ::zin Ado Relative Dealer Dealer H
es N % N % N % N % Nea;'/
(1]

0 34 63 51 56 174 72 65 80 20 61

1-99 13 24 20 22

100-199 2 4 8 9 3:/7 1 g > L5
200-299 3 6 6 7 8 3 § i > 4
300-399 - - 2 2 I 0 b
400-499 - - - - 7 D P
500-599 - - I 1 2 : . -
600-699 - - I 1 | .- .
700-799 - - - - 2! . .
800-899 - - 1 - -
900-999 - - { ! f (; . 3

1000-1999 I 2 - 1 :
2000-2999 - - - - D ] ?
3000-3999 I 2 I 1 . . L3
Total N 54 - .

91 242

Mean 108.30 111.89 58.74 568 l56 133;391

Note: T .
through ):;tv::a S:ller categories: ad is private sellers locateq
tives; new dcalel:‘ zsags’xf”end/relaﬁ"e is friends and relfad
¢ ealers selling both )

us A new
ed dealer is dealers selling only used cars: :‘;gr uisscq' cars;
> some-

one else the buyer heard about."
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TABLE A2

DISTRIBUTION OF REPAIR EXPENDITURES
EIGHT TO FIFTEEN YEAR OLD CARS

Friend

__APPENDIX
TABLE A3
MEANS OF SELECTED VARIABLES
FOR EACH TYPE OF SELLER
ONE TO SEVEN YEAR OLD CARS
Friend New Used
Variable Ad Relative Dealer Dealer Hear Other
Age 4.08 3.85 2.75 35
. . . Sl 4.26 2.70
Miles 4766 44, '
Bas 4.48 34.18 43.88 44.58 4241
Rating 8.54 7.82 8
Warranty 7 5 gg 833 7.72 2
% 15
N 59 94 255
85 35
% of “
Total N 11 17 47 16 6 4

Repair New Used
Expen- Ad Relative  Dealer Dealer Hear
ditures N % N % N % N % N %
$0 22 40 72 65 19 66 20 59 23 68
1-99 9 16 21 19 4 14 5 15 4 12
100-199 11 20 8§ 7 5 17 1 3 2 6
200-299 2 4 4 4 - - 2 6 - .
300-399 5 9 I 1 - - - - 1 3
400-499 I 2 1 1 - - 1 3 2 6
500-599 - - - - - - 3 9 1 3
600-699 - - - - - - I 3 - -
700-799 - - - - - - - - 1 3
800-899 - - - - - - - - - -
900-999 - - 2 2 I 3 - - - -
1000-1999 3 5 - - .- - 1 3 - .
2000-2999 1 2 .- - - - - - - A
3000-3999 12 1 1 - - « - - -
Total N 35 110 29 34 34
Mean 265.13 79.99  65.20 152.71 85.24

Note: Type of seller categories: ad is private sellers located
through, newspaper ads; friend/relative is friends and rela-
tives; new dealer is dealers selling both new and used cars;
used dealer is dealers selling only used cars; hear is "some-
one else the buyer heard about."
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used cars; hear is
sellers.

Age is vehicle age; miles js
: ' ‘ ; €s Is odomcter mileage
sands_, bogly rating is a subjective rating by buyegrs g;‘ tl?ooduy:

a scale of one to . K
percentage of cars sold with a warranty ten; warranty is
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APPENDIX
TABLE A5

VARIABLE LIST

TABLE A4

MEANS OF SELECTED VARIABLES
FOR EACH TYPE OF SELLER
EIGHT TO FIFTEEN YEAR OLD CARS

Friend New Used
Variable Ad Relative Dealer Dealer Hear Other

10.03 11.00
Age 10.05 9.83 8.57 8.58 ;

M?lcs 86.96 8341 68.33 ;71'61 79.49  80.00
d

B§a¥ing 6.78 6.63 7.73 8.11 6.77 5.58
Warranty 0 2 17 16 3

(%)

N 58 115 30 38 39 4
% of

Total N 20% 40% 11% 13% 14% 1%

Note: Type of seller categories: ad _is ;_)riva'tc sellers
located through newspaper ads; fricng/rclatnvc is friends and
relatives; new dealer is dcalers.scllmg both new and usqd
cars; used dealer is dealers selling only uysed cars;.hear is
"someone else the buyer heard about;" and other is other
sellers. Age is vehicle age; miles is odometer mileage in
thousands; body rating is a subjective rating by buyers of
body and interior condition on a scale of one to ten; war-
ranty is percentage of cars sold with a warranty.
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Variable Name

Horsepower HP

Fuel Economy MPG

Length LENGTH

Model Reliability BETTERAVE
WORSEAVE

Mechanical Condition MECH

Body-Interior Cond. BODY

Age AGE

Odometer Mileage MILEAGE

Number of Cylinders

Warranty

Sports Car

Options:
Air Conditioning
Power Steering
Power Brakes
Power Windows
Power Seats
Vinyl Top
Cruise Control
Adjustable Steering
Radio/Tape Deck
Automatic trans,

Trade-in

Type of seller:
Friend
Relative
Used Only Dealer
New and Used Dealer
Newspaper Ad
Someone Heard About
Rental Agency
Other

69

FOURCYL, FIVECYL,
SIXCYL, ROTARY
WARRANTY
SPORTSCAR

AIR
PSTEER
PBRAKE
PWINDOW
PSEATS
VINYLTOP
CRUISE
ADIJSTEER
FMTAPE
AUTOTRAN
TRADE

FRIEND
RELATIVE
USEDDEAL
NEWDEAL
AD _
HEAR
RENT
OTHER



APPENDIX
TABLE AS, continued

Variable ' Name

State Laws:
Defect Disclosure LAWDEFECT
Prohibit As Is Sales LAWNOASIS
As Is Disclosure LAWDISCAS
Safety Inspection LAWINSP
Months Since Purchase TIMEOWN
Interaction Terms, Mechanical condition and:
Friend MECH*FRIEND
Relative MECH*RELATIVE
Used Dealer MECH*USED
New and Used Dealer MECH*NEW
Newspaper Ad MECH*AD
Someone Heard About MECH*HEAR
Rental Agency MECH*RENT
Other MECH*OTHER
Wisconsin MECH*WISC
Wisconsin Dealers MECH*WISC*D
Interaction Term between Dealers and:
Defect Disclosure Law WISC*D
Laws Prohibiting As Is Sales LAWNOASIS*D
As Is Disclosure Law LAWDISCAS*D
Interaction Terms, Repairs per month and:
Friend RM*FRIEND
Relative RM*RELATIVE
Used Dealer ‘ . RM*USED
New and Used Dealer RM*NEW
Newspaper Ad RM*AD
Someone Heard About RM*HEAR
Rental Agency RM*RENT
Other RM*OTHER
Wisconsin . RM*WISC
Wisconsin Dealers RM*WISC*D
Total Repair Expenditures TOTREPAIR
Repair Expendityres per Month - REPAIR/MON
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