Electric Vehicles Are Moving From Niche to Mainstream

Global EV sales passed 17 million in 2024, with China driving most of
the growth while the U.S. and Europe face slower, uneven adoption.
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'3l Global EV adoption has crossed a clear threshold KEY DATA BENCHMARKS

Global electric car sales topped 17 million in 2024, which is more than a 25% increase year on
year and a sign that EVs are no longer confined to a small premium segment. China accounted The metrics show a market that has already crossed into scale, with global sales above 17 million

and China accounting for the majority of volume. The share data shows that China’s EV mix is still
shifting, with plug-in hybrids rising from about 15% in 2020 to nearly 30% in 2024, while the global
fleet has expanded to 58 million vehicles.

for more than 11 million of those sales, and its market alone was larger than global EV sales just
two years earlier. Europe slowed as subsidies were cut back, while the United States kept
growing but at a much weaker pace than in 2023. The result is a market that is still expanding,

but with growth increasingly concentrated in China and a smaller set of large national markets.

o ® . . . . . ® COMPARATIVE UNITS
Vehicle design is changing with the drivetrain

The podcast discussion makes a practical point: EVs remove a large share of the mechanical Global Electric Car Sales 17.0M
complexity tied to combustion engines, including emissions systems, gas tanks, and many

moving parts. That frees automakers to spend more time on interiors, software, and feature

content, which is why EVs from Hyundai, BMW, and Ford often feel more modern than their ICE
counterparts. The hosts also suggest that this shift could blur the line between mainstream and ) ) 11 OM
luxury vehicles, because electric platforms may let lower-priced brands offer more standard China Electric Car Sales -~

equipment. In other words, the drivetrain is changing the product definition, not just the fuel
source.

m Pricing and manufacturing still define the next phase
The market is still early enough that pricing remains a major constraint, especially in the U.S.

at roughly $30,000 and a possible $45,000-$50,000 EV sedan shows how quickly trim levels
can push prices into a different bracket. The transcript also points to Ford’s 3,000 white-collar

Electric Car Fleet Worldwide 58M

layoffs as a reminder that EV production may require fewer people in some traditional ® COMPARATIVE %
engineering and coordination roles. That does not mean costs disappear; it means the cost
structure is shifting from engine complexity toward software, batteries, and product content. Global EV Share of New Car Sales 20%
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Data & Evidence

DETAILED ANALYSIS

Market leaders are split by region and price tier

BYD sits at the top of the global EV market, while Tesla remains the most important international benchmark and a major
competitor in China. SAIC, Geely, Volkswagen, and Hyundai round out the next tier, but each is stronger in different regions and
vehicle classes. The market is not converging around one dominant global model; it is fragmenting into regional contests with
different winners. China favors scale and speed, Europe rewards compliance and product breadth, and the United States still
gives weight to brand, charging access, and price positioning. That makes market share less stable than in mature auto
categories, because a company can lead globally while still trailing in a key region.

Winning now depends on breadth, not just battery tech

The transcript makes the competitive shift plain: automakers need more space, more price points, and more sizes to move ICE
buyers into EVs. That means the fight is moving from a narrow premium segment into mainstream retail, where product fit
matters as much as technical specs. Companies that only sell high-priced EVs will struggle to expand beyond early adopters.
Firms with multiple body styles and a wider price ladder can capture more of the market as buyers become less niche and more
practical. This is why portfolio depth is becoming a stronger competitive weapon than a single flagship model.

China remains the center of gravity for volume

China accounted for just under 60% of global new electric car registrations in 2023, or 8.1 million units, which gives domestic
players a large home market to refine products and lower costs. That scale helps BYD, Geely, and SAIC move faster than many
foreign rivals. Tesla still has a presence, but it faces a market where local brands are deeply embedded and policy support has
historically favored domestic industrial development. Europe and the United States are large enough to matter, but neither offers
the same concentration of demand. The result is a market where regional leadership can be more important than global brand
recognition.
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Drivers of price sensitivity Adoption lifecycle

Driver Impact

Purchases are undifferentiated

Purchase is a key cost to the buyer

HE

: 3 | Early Early Late :
Price Sensitivity Innovators Adopters Majority Majority Laggards

Importance in the customer purchase basket

Quality is not important

@ Cost of purchase as proportion of
overall purchase basket

® Purchase criticality

Price sensitivity is driven by undifferentiated purchases, purchase as a key buyer
cost, and low quality salience, all marked with medium impact, indicating a market
where value perception outweighs brand differentiation. The adoption lifecycle
places the category between innovators and late majority, with current momentum
strongest in early adopters and early majority. Purchase importance is shaped by
both cost share and purchase criticality, while adoption rates and criteria vary by
geography, with price, quality, and regulatory compliance emerging as the dominant
decision filters across Canada, China, Germany, India, Japan, and the US.



TECHNOLOGY READINESS & ADOPTION ROADMAP

EV Roadmap: From Early Adoption to Export-Ready Scale

VISUAL ASSET

@ TECHNOLOGICAL MATURITY ANALYSIS

21 million electric cars were sold globally in 2025, up more than 20% year on year, and the technology roadmap is now splitting into three distinct time

horizons. In the short term, the market is still being pulled by practical improvements: 500 km range is becoming normal in India, battery warranties are Understanding Vehicle-to-Everything (V2X) Technology

reducing buyer hesitation, and five new models launched in the last six months show that product breadth is finally catching up with demand. In the

medium term, the bottlenecks are less about consumer interest and more about industrial readiness. India’s EV penetration moved from 0.7% in 2020 to

7.8% in 2024, but the country still needs scale in domestic manufacturing, charging, and supply chains before exports become meaningful. In the long ﬁ
-

term, the roadmap shifts toward connected and grid-linked mobility. V2X, vehicle-to-grid integration, and better battery chemistries such as solid-state
and lithium-metal batteries are the technologies that can change cost, uptime, and system efficiency. The IEA's older roadmap framed the next decade
as a "“make or break” period for EVs and PHEVs, and that still fits the market: the winners will be the players that move from basic electrification to

reliable, exportable, software-rich vehicles with lower battery risk and stronger charging access. H O g ‘
-
Vehicle-to-vehicle Vehicle-to-pedestrian  Vehicle-to-infrastructure Vehicle-to-cloud
(vav) (V2P) (v2l) (vV2C)

Vehicle-to-Everything (V2X) technology is positioned as a connected
mobility network that links vehicles with other vehicles, pedestrians,

READINESS KPIS STRATEGIC ROADMAP HIGHLIGHTS
Infrastructure, and cloud services, creating a layered communication
network rather than a single-point solution. The four core modes—Vehicle-
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Q Five new EV models launched in the last six months, while Tata,
Mahindra, and MG together control about 95% of India’s
passenger EV market.

READINESS OVERVIEW

The metrics show a market that is already large in absolute volume but still
uneven in adoption by geography. China is far ahead on penetration, India is
moving quickly from a low base, and the long-range market forecast points to
continued expansion through 2034.



EXECUTIVE SYNTHESIS & STRATEGIC CONCLUSION

@ EV demand is shifting from policy-led hype to uneven, price-sensitive growth

> EXECUTIVE SUMMARY

The clearest signal is the gap between long-term growth and
near-term execution: one forecast puts the global EV market at
USD 0.01 billion in 2026 and USD 0.07 billion by 2035, while
Cox Automotive showed March 2026 new EV sales at 82,629
units, down 24.7% year over year but up 20.2% month over
month. That split matters because it shows demand is still real,
but it is not smooth. Buyers are reacting to incentives, gas
prices, product availability, and price. Tesla's 41,055-unit
March volume kept it in the lead, yet its share fell to 49.7%,
which is a reminder that leadership can erode even when

absolute sales rise. Used EVs are moving faster than new ones:

42,924 units in March, up 27.7% year over year, with share at
2.5%. At the same time, new EV days' supply dropped to 75
days and used EV days' supply fell to 31 days, showing
iInventory is tightening even as pricing remains under pressure.
The market is still being pulled forward by policy and
infrastructure spending, but the next phase will reward
manufacturers that can manage mix, pricing, and supply more
tightly than peers.
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DETAILED STRATEGIC ANALYSIS

o STRATEGIC TAKEAWAYS

() Global EV forecasts still point to 30.63% CAGR through 2035, but March
2026 new sales fell 24.7% year over year, showing the market is growing
unevenly rather than in a straight line.

FORECAST GROWTH REMAINS STRONG, BUT THE PATH IS UNEVEN

The market outlook still points to rapid expansion, with one source projecting a 30.63%
CAGR from 2026 to 2035 and another estimating USD 0.01 billion in 2026 rising to USD 0.07

billion by 2035. That long-run trajectory is supported by policy incentives, battery cost () Tesla sold 41,055 new EVs in March 2026, yet its share slipped to 49.7%,

showing that even the category leader is losing ground as competition
broadens.

declines, and charging buildout, but the near-term data show a market that is not expanding
in a straight line. March 2026 new EV sales fell 24.7% year over year even as they

rebounded 20.2% from February, which suggests demand is still sensitive to timing, ) Used EV sales reached 42,924 units in March, up 27.7% year over year

which makes the pre-owned channel the clearest source of near-term
volume growth.

incentives, and product availability. The implication is simple: growth is intact, but it is being
earned month by month rather than assumed.

(v) New EV days’ supply fell to 75 days and used EV days’ supply dropped to
31 days, indicating that inventory is tightening even while pricing
remains under pressure.

USED EVS ARE ABSORBING DEMAND FASTER THAN NEW MODELS

Cox Automotive’s March data show used EV sales at 42,924 units, up 27.7% year over year
and 53.9% month over month, while new EV sales were still below year-earlier levels. That
gap matters because it signals where consumers are finding value: lower prices, more
available inventory, and less exposure to new-car pricing pressure. New EV ATP averaged
$54,508 in March, with incentives at $7,967, or 14.6% of ATP, which shows how much

discounting is still required to move volume. Used EVs are becoming the more reliable —
(<]

' 30.63%

Global EV Market CAGR

volume channel, especially for brands with broad model availability.

INVENTORY AND PRICING WILL DECIDE WHO KEEPS SHARE

New EV days’ supply fell to 75 days in March, down 45.1% month over month and 18.3%

from a year earlier, while used EV days’ supply dropped to 31 days. That tightening suggests

the market is moving out of the oversupplied phase, but it does not yet mean pricing power ® COMPARATIVE USD

has returned. Tesla still led new EV sales with 41,055 units, yet its share slipped to 49.7% .
. ‘ _ . Global EV Market Size $0.01B
from 56.3% in February, showing that volume leadership alone is not enough to protect
position. The next winners will be the companies that can keep inventory balanced, hold
transaction prices closer to sticker, and avoid relying too heavily on incentives. .
P ying y Global EV Market Size $0.07B

The metrics show a market with strong long-term forecast growth, but
near-term sales are mixed. New-vehicle demand is softer than the forecast
suggests, while used EV sales and inventory tightening point to a healthier
secondhand channel and a more disciplined supply picture.



