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THE WHOLESALE USED WORK VEHICLE MARKET

A 2023 OVERVIEW – and a LOOK AT THE YEAR AHEAD

Over the past 5 years, I’ve been fortunate to develop a year end review – and look at the year ahead – for the 
readers of Fleet Management Weekly, and am proud to have that opportunity again as we start 2024. As it 
does every year, my report takes an in-depth look at the wholesale used vehicle market, as well as some of 
the important factors driving the fleet industry. During the time I’ve been writing this piece, our industry has 
certainly experienced a formidable host of challenges, as I believe we will in 2024 as EV integration, sky high 
interest rates, domestic and global politics, and industry disruption continue unabated.

That said, as I sit down to pen this year’s version,  I’m somewhat encouraged by what I am seeing and 
feeling across the industry (although certainly not everything.)  At while I’d be hard pressed to predict a return 
to pre-pandemic glory days, there are several positive movements in the market. For one thing, high quality 
assets are still bringing solid prices at auction, while export markets – for the most part – remain strong. And 
while fleets may have gotten used to the top-tier resale prices we saw between 2019-2022 It’s important to 
remember that many vehicles have been on the road 12 to 24 months longer than expected, and working 
through the inventory glut caused by the pandemic could be painful. 

That said, the re-set we’re experiencing now is similar to what the Federal Reserve is trying to do by raising 
interest rates. It’s going to take some time to work itself out, but it likely means that 2024 could be the year we 
round the corner and fall back into more predictable patterns. 

With that in mind, here’s my look back at the wholesale vehicle market in 2023, and a few predictions for where 
I think it’s headed in 2024.
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______
2023: LIKE THREE YEARS ROLLED INTO ONE

In many ways, 2023 was like several years rolled into one, with three very distinct periods.

In the first third of the year, the used vehicle market rolled along nicely, with both wholesale volume and 
pricing tracking similarly with what we saw in 2022. And while there may have been a small bump in the road 
here or there, those patterns held fairly steady right up until the end of April, falling back into a narrow range 
the few times they got slightly off kilter.

Unfortunately, that four months of relative calm was the last time 2023 seemed anything like normal, with the 
price of wholesale vehicles suddenly falling 10% between the last week of April and the beginning of June. 
During the next 2-3 months – while nowhere near as drastic as May – prices floated downward, further erod-
ing confidence and casting doubt over what everyone hoped would be a fairly benign year.

By September, used vehicle prices were in a freefall with virtually every segment of the white metal market 
taking a significant hit. Suddenly, assets that many fleets had been forced to hold due to a lack of new vehi-
cles had lost anywhere from 10 and 35% in just a few months. In Q4, most segments of the market fell even 
further, with some wholesale vehicles worth less than 50% of what they were a year ago, and still others 
bringing little or no interest from buyers who had been actively purchasing in the first third of the year. In fact, 
when we take a look at the wider market there are several classes of vehicles that will have trouble selling 
even at drastically reduced prices despite being roadworthy. 

As we look back on 2023, I would say the best way to characterize the wholesale used market as unsettled 
with a lack of demand. With buyers generally purchasing only based on need. As the year ended, and with 
new vehicle availability picking up - it’s likely we’re at the bottom of the market and hopefully poised to see 
both prices and volume move back up.

Here’s a quick overview of how each class of used work trucks fared in 2023:

______
SLEEPER TRUCKS and DAY CABS

The hardest hit segment of the market, sleeper trucks 
have dropped in price significantly in just the last cou-
ple of months. And while high quality units with low 
miles are still bringing solid interest at auction, some 
makes and models that were selling easily in the first 
third of 2023 receive little or no interest and today and 
are down as much as 60% year over year. 

With such low valuations, that can make it hard to 
justify the price to prep and re-locate them, an activity 
that was hard enough in 2023 as demand for rail cars, 
transports, and driveaway services were at all-time 
highs. For their part, day cabs hardly faired any better, 
down 50% from a year ago, with little impetus to 
reverse course to start the new year.
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______
CLASS 6, 7 and 8

Perhaps not as hard hit as the semi units, class 6-8 vehicles have dropped anywhere from 40% to 45% 
in a year, a significant chunk of money for fleets that were forced to hold these assets longer than 
planned. And while the 2024 outlook for these vehicles is a bit murkier, the fact that demand for freight 
continues to be soft makes me think prices for this vehicle class will continue south. And with higher 
interest rates continuing to slow the housing market, it’s likely the lack of demand for materials handling 
will continue, meaning prices could have further to drop than the 25% they fell in just the last 4 months 
of 2023 alone

______
CLASS 3 – 5

Despite high demand for many of the service providers that use these vehicles, class 3 to 5 units fell 
anywhere from 30% to 35% in 2023. A seriously significant hit over what we’ve seen in a normal year, 
but still nowhere near as drastic as bigger units. And while new vehicle availability has been a problem 
since the pandemic, our Customer Advisory Board tells us that for the most part they are expecting deliv-
ery of the majority of the 3-5 class trucks on order, something that could further pressure wholesale 
pricing while potentially flooding the used market.

______
CLASS 3 – 5
______
CLASS 3 – 5

______
CLASS 1 and 2

For the most part, Class 1 and 2 vehicles took nowhere near the beating larger units did with most falling 
anywhere from 20% to 25%, and some units not even that much. And while the price of used cars was 
still down in 2023, most fell anywhere from 15 – 18%, a reversal of course from what we experienced the 
last few years when used cars were not only in short supply, but historically pricey.
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______
TRADITIONAL INDICATORS MURKY, ERRATIC

Over the nearly 10 years that our 
team has been producing our 
quarterly White Metal Market 
Report, we’ve leveraged a host 
of traditional economic indicators 
to gauge the health and veracity 
of the wholesale used vehicle 
market. And - to give us an 
indication of where it might be 
headed in the future. These 
indicators have included the 
strength of the US dollar, housing 
starts, the unemployment rate, 
and the price of crude, and for 
the most part they have been 
fairly reliable.

These days – as the saying goes 
– forget about it.

For example, increased activity in 
the housing sector generally 
meant an uptick in both the 
demand and price of used white 
metal. But while developers are 
in the process of completing 1 
million new rental units – with 
600,000 more planned to com-
plete construction in 2024 ac-
cording to realpage.com, that 
activity is not driving the kind of 
robust volume – or pricing – our 
team would have traditionally 
predicted. 

Instead, Class 3 to 5 cutaway 
vans were down hard in the last 
quarter, as was the demand for 
16-foot cutaway vans, units we 
would have expected to increase 

in value with so much construc-
tion going on nationwide. Further 
indication that the price for most 
vehicle classes will not approach 
some of the sky-high valuations 
we saw up until April 2022.

Making matters worse – interest 
rates have more than doubled 
since January, restricting access 
to financing and leaving compa-
nies cash strapped. And while 
some lenders are offering better 
rates in an attempt to jump start 
business, the economy remains 
strong and we expect the Feder-
al Reserve will be hesitant go all 
in on rate decreases for fear of 
overheating the markets.
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______
2024: THE POTENTIAL FOR A STABLE YEAR

As I’ve stated the last few years, global and industry factors mean that the jury is still out on the year ahead. 
That’s simply because the world we live in can change in an instant.

After all, who could have predicted that a year that started out so calmly could debilitate into the scenario we 
saw in the last third of 2023?

And while there were some indications a scenario like that was possible, few predicted that wholesale vehicle 
prices would be off by such astronomical numbers. Decreases that cost fleets millions of dollars when they 
were unsure if it was safe to sell with new vehicle allocations anything but guaranteed. Now that fleets can 
start to sell aging units those vehicles are worth nowhere near the same amount they were a year ago and in 
some cases can’t even be sold at any price.

So – where do we go from here?

______
THE FIRST HALF OF 2024

Looking out at the year ahead, here are some predictions from our team of seasoned experts: 

 • For the most part, we expect the wholesale used vehicle market to hold steady 
    from now until May or June of 2024.

 • At this point, there are a lot of vehicles coming off lease and we expect that as long as new   
    vehicle availability continues, we can expect those numbers to increase 30% year over year 
    or most classes of white metal  

 • Well maintained assets will continue to sell for a premium, while low demand vehicles will 
    fall even further in value, some to the point of being worthless

 • The market will need time to work through the backlog of assets from 2020-21. Given this, 
    units will continue to be – on average – 14 months older than what we saw prior to 2019.

 • We are confident we’ll see an increase in volume over the next 6 months as OEMs deliver 
    on vehicle orders and fleets cull less desirable assets

 • Unfortunately, this will not result in a corresponding increase in wholesale vehicle prices, 
    which will continue to see downward pressure

 • Sleeper units and day cabs will fall even further in 2024, though not as far as in 2023

 • Class 6 and 7 vehicles will “float” back down another 5 to 6% in the first half of next year, 

 • Classes 3 to 5 will not fall in price as far as their larger counterparts, but we still predict a 
    drop of 5% more than we would see in a typical pre-pandemic year

 • Class 1 and 2 and light duty units will fare slightly better with prices down 3 to 4% in first 6 months



For more information, Contact FLD Sales Team

______

 W I N T E R  2 0 2 4

______
MID 2024 AND THE SECOND HALF OF THE YEAR 

While there are a number of factors – the economy, global politics, the election – that could throw a 
monkey wrench in to the second half of 2024, our team believes negative factors will slow down and that 
we should see a somewhat normal cycle more akin to the first four months of 2023. That includes OEM’s 
delivering a near full allotment of vehicles in the Fall. 

In addition, we predict:

 • Prices to start dropping next September as assets become a year older 
    in the runup to tax season

 • Q4 – provided we can avoid some kind of unforeseen meltdown – should be 
    fairly normal with diminished pricing and what we hope will be more stable volume

 • Robust consumer spending will drive the demand for final mile delivery, and hopefully 
    the prices of used vehicles 

 • Fuel prices will continue moderately down.

 • If interest rates – which remain murky given the strong economy - can hold we expect the 
    economy to normalize, with less sticker shock and consumers buying more of the kinds of
    items that drive demand for wholesale used vehicles.

 • A soft landing for the economy is possible, but so many factors like housing, hyperactive rental   
    prices and the election give the economy a good reason to go one way or the other (and of 
    course we’ll be watching intently for signs of which way that will be and look forward to sharing.)

______
THE EV INFLECTION POINT

While they haven’t affected the used vehicle market in 
a large way yet, we believe 2024 will be a pivotal year 
for EVs as the realities of higher costs, limited infra-
structure and a host of barriers sink in. This will likely 
cause many fleets to rethink EV’s and we expect 
hybrids and other options will become key buzz words.

We also expect outright objections to EV’s from some 
fleet managers who simply don’t see a practical way 
forward for this new class of vehicles. And that OEM’s 
– most of whom were looking to leverage tax incen-
tives and excitement around ESG initiatives – will pull 
back on their expansion into electrification (much the 
way Ford has over the past 6 months.)



 

______

W I N T E R  2 0 2 3

______
YOUR PARTNER IN A BETTER REMARKETING EXPERIENCE 

Regardless of where things are headed in 2024, our team at FLD is looking forward to what’s in store. 
We invite you to follow along by emailing us at marketing@fldinc.com to sign up for our free quarterly 
White Metal Market Report, an in depth look at the factors driving vehicle remarketing and the wholesale 
used vehicle market. 

Finally, If we were to give fleets one piece of remarketing advice as we head into 2024:

Don’t wait to sell used assets.

Not at a time when so many unforeseen factors could end up costing your fleet literally millions of dollars, 
just like it did the ones who held on to used vehicles when we implored customers to begin selling at the 
top of the used market in April 2022. 

Don’t get caught holding used assets that – as we’ve seen over the last year – could end up being 
worthless. Especially at a time when new vehicle allotments are returning to normal, and fleets need 
to prepare for the brave new world ahead. Doing so could be disastrous.

Instead, call the seasoned experts at FLD – where remarketing is all we do. We won’t let you down. 

Our only goal is to help make your life easier while saving you a meaningful amount of time, money and 
resources. We’ll give you a quote on any used asset in hours and get you paid in one fast, easy transaction 
that takes about a week. 

And with our proprietary OVRView app - you can manage your entire
remarketing universe from any device, anywhere, anytime its convenient 
for you – it’s just that easy?

To learn more, give us a call at 1-800-754-1522, or email 
Richard.Mallek@fldinc.com for a free 5-minute assessment 
of your remarketing landscape.

Bill Bishop is SVP of Sales and Marketing for FLD Remarketing and a recognized expert on 
the used vehicle wholesale space and a 30-year fleet veteran. He has been publishing the White 
Metal Market Report since 2017, and can be reached at bill.bishop@fldinc.com. To subscribe to 

our free quarterly market report, email marketing@fldinc.com, and we’ll put you on the list.

FLD Remarketing pioneered vehicle remarketing 45 years ago and is the only provider that will 
purchase used assets upfront in one seamless, easy process that takes less than a week.

 


