New Hampshire Dealership Recognized for Used
Vehicle Sales and Service

McFarland Hyundai, a dealership based in North Hampton, New Hampshire, has been named a
2026 winner by Corporate Vision in the Automotive Awards. The dealership received the Best
New and Used Car Dealership 2026 award for New Hampshire, as well as the Outstanding
Customer Experience Award 2026 for New Hampshire. McFarland Hyundai describes its team
as supporting customers from their first test drive through their next service visit, and it thanks
the New Hampshire Seacoast community for choosing, recommending, and returning to it.

The recognition highlights the dealership's role in the state's automotive retail landscape,
particularly in the market for used vehicles. For many buyers in New Hampshire, the decision to
purchase a used car involves evaluating factors such as condition, mileage, service history, and
overall value. Dealerships that offer a range of pre-owned inventory, combined with service
departments that can inspect and maintain those vehicles, provide a practical option for
consumers who want reliability without the cost of a new car.

Used vehicle sales have long been a significant part of the automotive industry. Unlike new
cars, which depreciate quickly in their first few years, used cars often present a more
affordable entry point for buyers. Dealerships that specialize in both new and used sales can
offer customers a wider selection, allowing them to compare models and price points in one
location. For many drivers, the appeal of a well-maintained used car lies in its balance of cost
and dependability. These are vehicles suited to daily driving, offering a mix of comfort and

practicality that meets the needs of commuters and families alike.

The awards received by McFarland Hyundai reflect a broader trend in the automotive sector,
where customer experience has become a key differentiator. Buyers today expect transparency
in pricing, thorough vehicle inspections, and clear communication about a car's history.
Dealerships that invest in these areas often build stronger relationships with their
communities, leading to repeat business and referrals. In New Hampshire, where many
residents rely on personal vehicles for work and daily errands, the availability of quality used
cars can directly affect quality of life.

The Role of Local Dealerships in the Used Car Market

Local dealerships like McFarland Hyundai occupy a distinct position in the automotive
ecosystem. They are not simply points of sale; they are often service centers, parts suppliers,
and community touchpoints. When a customer buys a used car from a local dealer, that
purchase typically includes access to the dealer's service department for ongoing maintenance
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and repairs. This continuity can be valuable for owners who want a single point of contact for
their vehicle's needs over time.

The used car market itself has evolved in recent years. Inventory management has become
more data-driven, with dealers using tools to price vehicles competitively and to track supply
and demand. At the same time, consumer expectations have risen. Shoppers often research
vehicles online before visiting a lot, and they expect the information they find to match what
they see in person. Dealerships that maintain accurate listings and provide detailed vehicle
histories tend to earn trust more quickly.

For dealers serving the New Hampshire market, geography also plays a role. The state's mix of
urban centers, suburban towns, and rural areas means that residents have varying
transportation needs. A compact car suited to city commuting may be less practical for
someone living in a rural area with unpaved roads. Conversely, a heavy-duty pickup might be
overkill for a household that only drives on paved streets. Dealerships that stock a diverse
inventory can serve a broader cross-section of their community.

Customer Experience as a Competitive Factor

The Outstanding Customer Experience Award given to McFarland Hyundai points to a shift in
how dealerships measure success. While sales volume remains important, the quality of the
customer's journey from inquiry to ownership has become a metric in its own right. Factors
such as staff knowledge, test drive availability, financing assistance, and after-sale support all
contribute to a buyer's satisfaction.

In the used vehicle segment, customer experience can be especially influential. A buyer
considering a pre-owned car may have concerns about its condition or hidden problems. A
dealership that addresses those concerns openly, by providing inspection reports and offering
warranties, can alleviate anxiety. The same applies to the service department: a customer who
knows that the dealer can handle routine maintenance and unexpected repairs is more likely to
feel confident in their purchase.

McFarland Hyundai's stated approach of supporting customers from the first test drive through
the next service visit reflects an understanding that car ownership is a long-term relationship.
That relationship begins with the sale but continues with every oil change, tire rotation, and
repair. Dealerships that treat each interaction as part of an ongoing partnership often see
higher rates of customer retention and referrals.

The Importance of Community in Automotive Retail

The dealership's acknowledgment of the New Hampshire Seacoast community underscores
the local nature of automotive retail. Unlike national chains or online-only sellers, a local



dealership is physically embedded in the area it serves. Its reputation spreads through word of
mouth, and its success depends on the goodwill of neighbors and residents.

For a buyer looking for used vehicles New Hampshire has to offer, a community-focused
dealership can be a practical choice. These dealers often understand local driving conditions,
such as winter weather and road salt exposure, and they can recommend vehicles suited to
daily driving in that environment. They may also be more accessible for follow-up service, since
the buyer does not have to travel far for maintenance.

The awards from Corporate Vision add a layer of external validation to the dealership's
community standing. Recognition from an industry awards program can signal to prospective
buyers that a dealer has met certain standards of performance and service. It does not replace
the need for individual due diligence, but it can serve as a useful starting point for research.

Looking at the Broader Used Vehicle Landscape

The used vehicle market in the United States is large and varied. It includes everything from
recently traded-in models that are only a few years old to older vehicles with higher mileage.
Buyers enter this market with different priorities: some want the lowest possible price, others
want a specific make and model, and still others prioritize a vehicle's service history and
condition.

Dealerships that succeed in this space tend to be those that can balance inventory breadth
with quality control. A lot filled with poorly maintained cars will struggle to attract repeat
customers, while a lot that offers only high-end vehicles may price out budget-conscious
buyers. The sweet spot often lies in offering a range of options, from economy models to
premium pre-owned cars, and backing them with honest descriptions and fair pricing.

Service departments are another critical component. A dealership that can inspect, repair, and
certify its used inventory has a built-in advantage over one that simply resells trade-ins without
review. Buyers who know that a dealer's service team has checked a car may feel more
comfortable making a purchase. Over time, that trust can translate into a loyal customer base.

For McFarland Hyundai, the recognition from Corporate Vision highlights its standing in this
competitive field. The dealership's dual awards for sales and customer experience suggest a
focus on both the transaction and the relationship. As the automotive retail environment
continues to evolve, such recognition may become an increasingly important signal for
consumers navigating their options.



