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\"’ Volvo to sell all its cars online, in latest example of how the pandemic
o' S

has reshaped the auto industry

NBC Analysts call it "the Tesla effect," as automakers catch up to the California trailblazer's marketing and sales
March 2021 methods.

Volvo is the latest automaker to radically reshape its marketing and retail operations, moving all its vehicle sales online and going all-electric by 2030
— a process accelerated by the coronavirus pandemic.

“There’s going to be a dramatic shift and customers are asking for it,” said Carla Bailo, head of the Center for Automotive Research in Ann Arbor,
Michigan. “The traditional dealership model is not very pleasant and most people are going online to do their homework before they buy. They'd be
happy to just go pick up (their new vehicle) when they’'re done, or even have it delivered to their home.”

.... Volvo also will automate the buying process. Dealers will largely just offer test drives, and handle service and repairs. Virtually everything else will go
online.

...It's not just the pandemic, however — it's also “the Tesla effect,” said Stephanie Brinley, principal analyst with IHS Markit. The California carmaker
rejected the traditional industry model, replacing franchised dealers with factory-owned stores — even though that meant being locked out of some
states.

.“Nissan@Home gives customers what they're asking for — the ability fo purchase a vehicle on their terms,” said Dan Mohnke, the automaker’s vice
president of e-commerce.

....JImilar to new programs launched at Lexus and Toyota, shoppers can do virtually everything online — at least within the limits of local laws.

...Volvo plans to cut that down to “a handful” of vehicles, said Anders Gustafsson, CEO of the automaker’s North American operations. It will keep
more in central depots ready for quick shipment when an order comes in.

....Some manufacturers are even looking to shift to a build-to-order model, Bailo said. Products will be assembled specifically to meet customer orders
— though this approach would likely be used for those seeking unusual paint colors or features.

...Automakers will have to adapt to changing consumer preferences and reduce the cost of their sales and marketing processes if they hope to
survive, Bailo said.
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Respondents' information
Type of operator
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Do you have experience with direct delivery to
client?

m NO
mYes
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If you are offering direct delivery to client, how
do you do it?

m Delivery at terminal m Own trucks
m Subcontracted trucks m Own and subcontracted frucks
m Jockey (delivery without truck)
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Direct delivery
If you are using trucks, please indicate the
capacity:

55%
e Use small 1-2 cars trucks

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Bl car m2cars m3-4cars 5-6 cars m9 cars / Full truck
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Direct delivery
If you are using trucks, please indicate the type:

100%
90%
80%
70%

The great

60%

Majority

Use open frailers

50%

40%

30%

20%

10%

0%

B Covered trailer W Open Trailer M Both
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Type of cars

* Inwhat busine.Tsks] g.o YQrUdhcl?Ve ’r - If both, please indicate percentage
gfi(gr%ngence Wi rect aelivery 1o split of new vs used cars

100%
90%
80%
70%

30-70%
IS on average

60%
50%

40% The percentage split

0% new vs used

20%

0%

B New cars mUsed cars mBofth
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Have you ever delivered a single car ’ro ihe flnal
client in a city?

mNo mYes
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Future direct delivery

Of new cars
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Do you see single direct delivery to
client - of new cars - develop in

future?

When?

m 3 -5 vyears from
now

m5-10years from
now

m | do notf know

m | do notf know
m NO

mYes
m Within the next
1-2 years
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Are you planning to invest specifically in direct
delivery to client in future?

0% 10% 20% 30% 40% 50% 60% 70% 80% 920% 100%

l EmYes m®ENo mCannof tell at the moment

<

86%

m Within the next 1-2 yrs
m 3-5 yrs from now
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Direct delivery of new vehicles

Challenges

times

qualification .
solutions  equipment cost q u I d a n Ce

”ScUents Unl.oading trUCk

 Space . traffic

VS u Se r adequate

. low
permits working high

driver ..~
return ogistics holidays 1
Investment demands teChrc]eIaEe:rsa.[

actual
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Final remarks from respondents

International/long distance transport is different than direct
delivery transport

Convenient and easy for customers but hard for carriers

Opportunity for terminals / ports
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Conclusion

* ‘New'’ type of driver
* Brand feeling
« Customer experience

» Co-operation between LSPs and OEMs (needs, challenges...)

* EAAG to track phenomenon with OEMs through interviews
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THANK YOU!

(to be continuved..)
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