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Chile’s hot economy
means 13-month

wait for a Silverado

M any new cars and trucks are hard to find in the US. these
days, but they're even more scarce in Chile, where a red-
hot econemy has created waits of more than a year for some
popular models. One of the toughest nameplates to getis the
Chevrolet Silverado. The current estimated delivery date fora
diesel Silverado is October 2022, according to Bloomberg.

Chileans began snapping up vehicles, appliances and
electronics after the government injected $49 billion into the '
economy by allowing early withdrawals from private pension
funds established under former dictator Augusto Pinochet.

Cash payouts during the coronavirus pandemic have fueled
demand even more. ’

“The money came in and then people started to buy cars like
crazy, said Carol Castillo, a saleswoman at a Chevrolet
dealership in downtown Santiago.

Chile’s coronavirus vaccination rate, near 75 percent, is the
highest in all the Americas, providing yet another lift to the
economy as infections decline. New-vehicle sales nearly
doubled in August from a year ago.

Castillo has been swamped setting up test drives, haggling
over prices and trying not to disappoint customers who learn
there's a long wait for the model they want. She was able to
help one recent patron, a working-class man in his late 30s
who spent years saving enough money to buy his own vehicle.

“He got so emotional that he cried,” she said. “He was finally
able to purchase his first car”




Concesionarios ganancias
en 2020 es un récord:
S2,2 millones —
incremento de 48%

Mercado en EE.UU.

3.0

2021 ganancias otro
record arriba de $3.0
millones

Inventario nuevos menos
de 1 milldn de unidades —
57% disminucion




82

Precio promedio
de un nuevos
S42,700 — 8,2%
incremento

Mercado en EE.UU.

33

Precias promedio
de usados
$25,800 — 33%
iIncremento

3.33

Produccion perdido
3.33 millones de
unidades

210

Ganancias perdidas
por falta de chips —
$210 mil millones




Ventas historicos en EE.UU. - Nuevos
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Mezcla de Vehiculos Vendidos
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Inventario y Ventas - Nuevos

New Light-Vehicle Inventory == == 2018-2019 Monthly Inventory Average

New Light-Vehicle Sales

(F°"""Mandatory Production Shutdowns and Chip Shortage
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Source: U.S. Bureau of Economic Analysis; St. Louis Federal Reserve; Wards Intelligence




Ventas por tipo de Motor
| osemaatvd | Sept20vD

Units Share Units Share
Gas 10,163,385 87.1% 9,470,732 91.9%
Diesel 464,043 4.0% 338,973 3.3%
Unspecified Gas/Diesel 1,008 0.0% 1,100 0.0%
Natural Gas 0 0.0% 0 0.0%
Hybrid 606,920 5.2% 295,886 2.9%
Plug-in Hybrid 126,464 1.1% 43,787 0.4%
Electric 300,635 2.6% 157,153 1.5%
Fuel Cell 2,743 0.0% 661 0.0%
Total 11,665,198 10,308,292

Source: Wards Intelligence



Eléctricos Vendidos por Concesionarios

B BEVs Sold by Franchised Dealerships Share of Total BEVs Sold by Franchised Dealerships
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Estimado Produccion Perdido
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Impacto de Malasia
Chip Outlook

Spike in COVID-19 cases in Malaysia latest cause of shortages

Daily new confirmed COVID-t9 cases |l “Predicting based on data I'm seeing, the situation

B should improve, but we still cannot fulfill the demand.
In January, the automotive industry realized they
wanted to get back the capacity, but the

semiconductor fabrication plants didn’t have the

frf capacity for them.”
0,000 ] ' _ _ : _
i “l« - Wong Siew Hai, President of Malaysia Semiconductor
M NV f: Industry Association
A
P __,-./-ﬂ"i \\_\)v(—-":\_ and e . - - .
RS o e S - Companies announcing downtime as a result of Malaysia
Mar 1, 2020 Aug B, 202 Now 16, 2020 Feb 29, 2027 Sep 7, 2021

lockdowns...
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Alternativos y Eléctricos en EE.UU.



Preferencia de Consumidor

Consumer Powertrain Preferences for Their Next Vehicle (2021)

11%

Other
Ethanol, CNG, Fuel Cell

Alternative Energy
Preference
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Ventas de Alternativos
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Electric Vehicles Federal Tax Credit Electric Vehicles Federal Tax Credit

Audi e-tron SUV $7,500 Mini Hardtop Electric $7,500
Audi e-tron Sportback $7,500 Nissan Leaf $7,500
BMW i3 (discontinued after 2021) $7,500 Polester 2 $7,500
Ford Mustang Mach-E $7,500 Porsche Taycan $7,500
Hyundai loniq Electric $7,500 All new Tesla models No longer eligible for federal EV tax credit
Hyundai Knoa Electric $7,500 Volkswagen ID.4 $7,500
Jaguar I-Pace $7,500 Volvo XC40 Recharge $7,500
Kia Niro EV $7,500 Mini Hardtop Electric $7,500




EV sales EV sales as % of total vehicle
sales
State EV sales in 2020 Population in 2019*
State % EV sales 2020
110,116 39.512,223 _ 10.41%
17,129 21,477,731 District of Columbia 7.63%
New York 15,800 12,617,821 Washington v
Texas 12,188 7,287,717 Hawail v
Washington 10,464 19,453 561 -

New Jersey 10,381 7,614,893 Oregon 0.19%
Massachusetts 7644 8,882,190 4.72%
7059 5 758,736 E
6459 4,217,737 3.81%
6251 6,045,680 3.52%
: : 3.44%

525 1,934,408 :
487 3,017,804 ol
341 1,068,778 0.68%
276 2,976,149 0.64%
232 731545 0.48%
212 884 659 0.47%
127 1,787,065 0.44%
113 578,759 0.40%
92 761,062 0.33%
65 1,792,147 0.29%




El grande de los
fabricantes
eléctricos — hasta
el momento.

Tesla Actualmente

é

241,300 unidades
entregados
(primer 3 trimestres)

-8

S1,62 mil millones
de ganancias en el
tercer trimestre —
(S875 millones
son ganancias de
créditos)

i\l/"

Margen: 30.5%

Valor de |la
compania —
1.10 billion




Tesla Ventas Historicos

Tesla
Ventas Tesla Ventas Total Market Share

2012 1,754 14,441,800 0.01%

2013 18,277 15,524,800 0.12%

2014 14,281 16,437,000 0.09%

2015 25,245 17,386,047 0.15% ’

2016 42,154 17,465,020 0.24%

2017 45,956 17,134,733 0.27%

2018 162,545 17,215,163 0.94% —

2019 177,589 17,108,156 1.04% |
183,466 14,463,935 1.27%




Ventas de Eléctricos - Septiembre acumulado

TOP 10

Tesla % de Ventas
EV registrations in the first 8 0
months of 2021 68%
Tesla Model Y 105,445
Tesla Model 3 80,681
Chevrolet Bolt EV 22,799 Ventas de Tesla
Mustang Mach-E 15,938
Volkswagen 1D4 10685 186,306
Nissan Leaf 10,238
Hyundai Kona 7,349
Porsche Taycan 6,822
Tesla Model S 6212 Tesla entregas total
Audi E-tron 5,612 241,300
Source: Experian




Ventas de Alternativos y Ventas Futuros

Top Registered Alternative Power Models Sales Forecast for Select Alternative Power
Vehicles (2021-2028)

Toyota Prius* 2.0M

Tesla Model Y 1.2M
Tesla Model 3 386K

Tesla Model 3 747K
Lexus RX EV 190K .

Toyota Prius 553K
Tesla Model $ 164K . i

Nissan Ariya 236K
Chevrolet Volt 142K

Chevrolet Bolt EUV 224K
Ford C-Max 124K Ford Mustang Mach E 212K
Honda Insight =il Tesla Model X 175K
Nissan Leaf 115K Chevrolet Bolt EV 170K
Kia Niro 27K Tesla Cybertruck 143K
Tesla Model X 91K Honda Insight 128K

*Some models include rebadged variants and other similar models. See index.
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Pronosticos de Eléctricos

The Biden administration is targeting EVs,
PHEVs and fuel cell vehicles to make up:

50%

of new passenger car and light truck sales
by 2030.

This is voluntary and not a mandate.
August 2021

SEMA forecasts that EVs, hybrids, PHEVs
and CNG/fuel cell vehicles will make up

33%

of new passenger car and light truck sales
by 2030.

Expected to hit 45% by 2035. Traditional engines
will still be dominant for the near future.

U.S. EV sales could
reach high of

32%

of all new light vehicle sales
by 2030.

IHS Markit
June 2021

Green Car Reports
estimates just EVs to hit

15%

of sales by 2025 in their
most conservative scenario.

Green Car Reports
May 2021

Goldman Sachs
estimates EVs will reach

20%

of total U.S. light
vehicle sales by 2025.

Goldman Sachs
March 2021




Estudio de IHS Markit

* Europa: 2030 — 50% eléctricos 7//\\2\% | H S M 3 I’klt

* China: 2030 —40% 2050 — 100% eléctricos
 EE.UU.: 2030 — 30% eléctricos
 Tema de “range anxiety” deja de ser problema en 2030

* Para 2030, el precio no sera un obstaculo para restringir las ventas de
vehiculos eléctricos.

« La generacion de electricidad y la infraestructura siguen siendo los
principales desafios para la adopcion masiva de vehiculos eléctricos en
todo el mundo (especialmente en Europa).



Los motores de gas han alcanzado su punto maximo

Light Vehicle Production by Propulsion Type
2015 — 2030 (millions)
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Mezcla de Vehiculos Futuro

New U.S. Light Vehicle Sales by Vehicle Type

FORECAST .
¥
L6.4M 17.4M 175M 17aMm 17.2M 17,0Mm 166y MM 172M 172M 172M 17.3M 17.2M 17.2M 5055
16.1M : :
15.5M
14.5M
9.9M R10.6M
13.9M 14.1MJ14.2M 14.3M EED
M Light Trucks
M Passenger Cars
7.5M
6.9M § 5 1Mm
3.4M 3.1M § 3.1Mm 2.9M E¥ES

2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 2025 2026 2027 2028

130 Modelos de CUV’s
170+ Modelos entre 2021 - 2028




Ventas por tipo de Motor

U.S. Light Vehicle Powertrain Sales Forecast
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U.S. Light Vehicle Sales Forecast by Powertrain

Source: Wards Intelligence/SEMA Estimates

17.2M 17.2M

2015 2020 2025* 2030* 2035*
M Fuel Cell/CNG 1 Plug-in Hybrid W Electric M Hybrid Diesel M Gasoline

*Forecast

7 4(y of U.S. Consumers Prefer a Gasoline or
0 Diesel Engine for Their Next Vehicle
4

Source: Deloitte, 2021 Data




Pronostico de ventas por Segmento

U.S. New Light Vehicle Sales Forecast

By
FORECAST 2028
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Pronostico de Produccion de Eléctricos

mm \/olume  —C—Powertrain Share 8.6%

O/O

1,047,318

Is there enough consumer
demand to support this?
4.7%
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CAR PARC ELECTRIFIES

EV Car Parc (millions of vehicles)

% of New Vehicle BEV/HEV Sales

23%

2[]4:",.:: 21‘:}{3

19%
16% 1%

. 12% 14%
0
. E . I I

Mote: BEY is defined as pure eleciric vehicle and HEV is defined as full hybrid




Consideracion Eléctrico por Marca

BEV Consideration by Current Vehicle Brand

(Very Likely + Somewhat Likely, lists limited to active brands meeting sample threshold; color scaled by column)

Mass Market Premium
Volkswagen Tesla* _
Kia Audi _l 80%
Mitsubishi* | 8% | BMW 79%
Toyota 55% Acura 67%
Honda 55% Lexus 64%
Ford 54% Mercedes-Benz 58%
Nissan 54% Cadillac
Mazda 53% Volvo*
Dodge 53% Infiniti*
Hyundai 52% Lincaln*
Chevrolet 51%
Buick 51%
Jeep
Subaru
Chrysler
Ram*
GMC




28.7%

19.6% 18.7%

Very Likely
I

Intenciones de Consumidores

Likelihood to Consider a BEV for Next Purchase or Lease
mU.S. mCalifornia U.S. Less California

11% of sample

40.0%

36.2%
22 8% 23.2% e 21.9%
19.1%
I 12.9%

Somewhat Likely Somewhat Unlikely Very Unlikely
I

36.6%




Intenciones de Consumidores

Sample Composition BEV Consideration by 1°--Hand Experience with BEVs

Been in a BEV B Never been in one
= Never Been in a BEV

31%

50% 90%

28%

7%

Very Likely Somewhat Likely Somewhat Unlikely Very Unlikely
| I




Somewhat Unlikely

donl drive enough
cost o home charging

exploding batteries
ener dont trust them

no knowledge

not large ¢ n ugh for my needs

too set In my ways

cost of insurance
distance limitations

Tepuaie cusls

Very Unlikely

prefer loud cars
dont trust them

no knowledge

not large enough for my needs

1t want one

yad lor l 1€ eny uonmtul

prefer gas Cars

Loo set inn my ways

not enough power

not suitable for where [ live +

repair costs

cosL of home charging

Total Unlikely

ot sidiuhs i v T
not ] Al ‘e ennuhh for my needs

nol cnouOh power

exploding batteries

‘prefer gas cars

prefer loud cars cost of insurance
repdir costs

no knowl edge

L of home charging

dont want one

id for environment

too set in 1m ways
dont trust them
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Explore 2022

R N :
F-150LIGHTNING eserve Now Get Update:

Reserve Now
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Preproduction computer-generated image shown throughout. Starting spring 2022.

ALLEELECTRIC. ALL F-150.

F-series is America’

the future with the a



Implicaciones de la Politica
Gubernamental

* El gobierno propone ampliar los
créditos fiscales.

* Laizquierda quiere grande cambios
para combatir el calentamiento
global.

* No hay consenso sobre como avanzar
de manera bipartidista.

----------- N

.. g5 S ~_____ 2 &nms T i. Lm_a
* EE.UU. esta en un camino de autos et et

eléctricos — el goblerno y los
fabricantes estan alineados.




Desafios a la Transicion a Eléectricos



Objetivos de electrificacion

OEMs targeting agdressive BEYV goals by 2030

Commentary

» Top 12 OEMs account for ~80% of global production.

» |f each OEM achieved their stated 2030 targets, global
BEV share would reach ~41%

» Top 12 OEMs would account for ~36M BEVs in 2030,
remaining OEM production would be ~6.5M.

2030 OEM BEV Targets

59%

2030 BEV Share
Based on OEM targets

|CE Variants

100% by 2035
Current: 4%

ool

40% by 2030
Current: 2%

@

40% by 2030
Current: 6%

STELuﬁijTls
Europe: 70% by 2030;

US: 35% by 2030
Current: 3%

REMAULT MISSAN MITSUBISHI

80% by 2030*
Current: 5%

<
DAIMLER

30% by 2030*
Current: 5%

Eiaon
\Y)
TOYOTA

20% by 2030*
Current: 0%

e

HYURnDAI

30% by 2030*
Current: 3%

@

HONDA

40% by 2030
Current: 0.5%

£

10% by 2030*
Current: 0%

&) M*\“P
y
“

50% by 2030
Current: 4%

i @u

GEELY

30% by 2030*
Current: 4%

Significant hurdles must be overcome in order to achieve targets over the next decade

*Estimated targets based on company announcements

E.T-N

FPowering Business Worldwide

© 2021 Eaton. All rights reserved.




OEM ELECTRIFICATION TARGETS: SHORT-TERM

GM: New 2022 Chevrolet Bolt
EUV and revised Bolt EV released.
GMC Hummer EV production
delayed until late 2021.

'®) BMW: Expected to show new
M-badged electric car.

Stellantis: Plans to launch 10
electric/hybrid models across ()
brands by EOY.

Jaguar Land Rover: Testing
hydrogen fuel cell conceptin ()
2021 or early 2022.

Ford: Ending production of O
diesel V6 F-150 model.

Ford: Full production starts of F-150
O Lightning. Hybrid Mustang expected

for model year 2023.

Mercedes-Benz: 10 new electric
models through EQ brand.

@)

In the short-term, manufacturers are planning on adding
more electric and hybrid models to their lineup. While
they are expecting sales of these vehicles to increase,
traditional combustion engines will continue to dominate
their sales for the near future.

GM: Electric light-duty Silverado
o and Sierra models expected in
2023/2024.

Nissan: Plans to launch 8 electric
models. Hopes to to sell 1 million O
hybrids or EVs per year globally.

Mazda: Plans to debut 2 plug-in O
hybrids by EQY.

Honda: New crossover EV, in
partnership with GM, rumored ()
to start production.

Acura: New EV, in partnership
with GM, rumored to start O
production.

Land Rover: First all-electric O
vehicle expected.

Volvo: All-electric successor )
to XC60 expected.

Jaguar: Plans to be all electric.

O VW: 1.5 million EVs by EQY across

all brands.

Audi: 30 alternative power

@) vehicles by 2025, including 20 EVs.

BMW: Expects 15-25% of global

(© sales to come from alternative

power by 2025.

Ford: Investing $29B in EVs

© through end of 2025.

(O Land Rover: 6 EV models by EOY.

GM: Investing $27B in EVs by
2025. Planning 30 EV models
globally, 20 in North America.

Toyota: 60 new hybrid, electric,

or fuel-cell vehicles by the end 1)
of the year. Selling 5.5 million
offerings each year.

Volvo: Pledged to put 1 million
hybrid or electric vehicles on ®
the road by EQY. Expects 50% of
global sales to come from EVs.




OEM ELECTRIFICATION TARGETS: LONG-TERM

Long-term electrification plans from automakers and the federal
government are much more ambitious. These plans will require
significant infrastructure investment, both on the manufacturer and
federal levels, to overcome the challenges to mainstream electrification

adoption.
Kia: Expects 40% of production
. to come form EVs. Audi: Stop producing combustion
. engines by 2033 and transitioning to . . . .
Q Kia: 11 EVsin production by ! Mazda: Hybrid or electric variant full-EV lineup, except in China. iﬂg.tap;::ssﬁrnlif::llre operation
. EOY. . expected for every model in '
! I lineup by EQY. .
! L 1

.-.-.-.I - oo smm s mm s om omomm m
. - - 1 |
purindtenr o | g Moot it s T —
? : p | e Y , VW: Europe will stop selling powertrains from its light-duty . carbon emissions. .
ully. . electric vehicles. : combustion engines between lineup. Diesel and gas to continue @ [
! . . - 2033-2035. Longer phase out for in heavy-duty and commercial i Mazda: Plan to reach net-zero 4
Mazda: Plan to show new o VW: Targeting 60% hybrid or EV ‘ the United States, China, South offerings. - carbon emissions. .
platform for a generation of sales in the Europe. I America and Africa. : :
new EVs. - Subaru:Plans to have a hybrid or ‘ Mitsubishi: Plan t hnet :
. . itsubishi: Plan to reach net-
Subaru: Expects 40% of global ! electric variant for every model . 2ero carbon emissions ‘
sales to come from hybrid or ()] in lineup. -
electric vehicles. JaguarLand Rover: Targeting ‘

zero tailpipe emissions.




REAL EXAMPLE: HOW LONG TO CHARGE A MACH-E?

Charging time and range gained, particularly outside of a fast-charging station, varies by vehicle model, charger type and outlet used. Using
a charger on a regular home outlet takes a significant amount of time, making topping off quickly unlikely. But even a fast charger takes
some time to fully charge at home. Look at the 2021 Ford Mustang Mach-E, for instance:

Types of Home Charging Hours to Fully
Charge**
Ford Mobile Charger
o & 95 Hours
Using standard 120V outlet :
fkial1) 3 miles/hour

Charger included with new car

2021 Ford Mustang Mach-E

Ford Mobile Charger 15 Hours
Using 240V wall outlet® - .
(Level 2) 20 miles/hour
Charger included with new car Select 211-230 mi.
Ford Connected Charge 10.9 Hours California Route 1 305 mi.
2541:)?;:12:3*' ' 28 miles/hour Premium 211-230 mi. (std. range)
270-300 mi. (ext. range)
Station costs 5799 (MSRF) **Charging time varies by a number GT 260-270 mi

*| ikely incurs additional set-up costs if house isn’t factors, including trim/range, weather
already equipped with 240V outlet (5850-52,200) and battery health.




COSTS FOR CHARGING ELECTRIC VEHICLES

Time/Range

Level 1 Charging

Slow
3-5 miles of EV range per hour.
30-50 miles of range overnight.
Full charge can take days.

Level 2 Charging

Medium
18-28 miles of EV range per hour.
Full charge overnight or longer.

DC Fast Charging

Fastest Available
80% charge in 20—40 minutes.
Full charge potentially in 60-90 minutes.
Limited by EV models. Few public locations
able to deliver maximum power possible,

Location

Primarily Residential
Very few built for public use. Some public
garages have usable outlets.

Residential, Public, Work

Most prevalent type of public charger in
United States. Available in many popular
public locations.

Commercial, Industrial
Limited because of high cost and power draw.
Usually located near interstates for road trips.

May grow significantly in coming years.

Just electricity costs.
Overnight: $1.33 (13.3¢ per kWh average)
Full charge: $1.20-513
(varies by size/rate/model)

$S$

Varies. Some locations free, others have fee.
Public chargers: $.20-5.30 per kWh
($1-55 per hour)

At home full charge: 56-510

$5%

Expensive. Charge by minute or by kWh.
Billing rates vary: 5.10-51 per kWh
(5.35 per kWh national average)
Full charge: $10-530

Investment
Needed

None

Level 1 chargers typically included with
vehicle and uses regular 120V outlets.

Investment Needed at Home
Requires additional equipment/installation.
Price varies, but typically ranges from $850—

$2,200 on average for parts and labor.

Significant Investment

Not suitable for home use. Typically costs
$28,000-$140,000 per station in electrical
sitework, equipment and labor.



About 43,000

38,000 Level 2 Charging Stations

5,000 DC Fast Charging Stations
Across United States (as of August 19, 2021)

About 115,000

Gasoline Stations in the United States

£

Map of Public EV Charging Stations in the United States
Level 2 and DC Fast Charging Stations, as of May 2021
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EV BATTERIES ARE NOT AS GREEN AS ADVERTISED

Here are a few of the key materials that go into EV batteries:

Cobalt Lithium Mickel
= B0% of global cobalt supply is inthe = Primarily mined in Argentina, Bolivia = Tuining uceans and water bedin
Conge, it's estimated that more and Chile, Indonesia rod from the mining,
than 40,000 children are used to +  attributed to reduction of agricultwral +  Lesp-t2a bed mining In Eiji has
mine the elerment. zones and scil contamination. disrupted ecosystems, pushing the
= Chiness compenies conlred BS% ol = Has lecd (o water wars, social unrest gerverrrrenl o ool lae the practioe.
the aperations in the country, and mine strikes throwghout South
Amcrica,

The batteries in an average sized EV weigh around 500kg or more than half a ton. Increased EV
production will necessitate a huge jump in rare earth mineral mining and processing.

Environmental and human-rights issues aside, raw materials are also disproportionally concentrated
in a small set of markets (usually developing, |ess stable countries). Chinese companies dominata the
harvesting and production of these raw materials in these markets,

While the media often hypes the emvironmental benefits
[rom electric vehicles, there are sull important
srvircnmental and social concerns that arise from their
producticn—particularly batteries. The raw matenals used
i FV hatteries are often concentrated in third-ward and
[ess stalde countries, Cabalt, for instance, is mainly lacated
in the Congo and mining there has aften employed child
labrer Lithium and nickel mining in both South America and
southeast Asia have led to environmental damage and
social unrast,

While these are the same materials that ypically go inlo a
cell phone battery, a sinple BV battery can weigh around
S00kg [miore than half a ton). Increasing the aumber of TWs
will only exacerbate Lthese problems unbess more
sustainable mining methods are implomentod

Additianally, Thinese companies [often state owned)
control most of the markets and trade flow far these raw
materials. Given the disruption that the COVID-19
pandemic causad to the global supply chain, this can ke
axtremely problematic to future production unless changes
are made Lo how these matarnials are supplied.



THERE ARE STILL QUESTIONS ABOUT NEW EV
TECHNOLOGY

Less Parts = More Reliability

Average Number of Moving Parts in Drivetrain

Electric vehicles tend to have fewer moving parts than
traditional vehicles, which means less general maintenance 2’000+ ‘-:20
(and costs) over the course of owning them. On principle,
they should be more reliable. However, its not clear what
the lifespan of these vehicles (and their batteries) is.

Internal Combustion Electric

These vehicles are also newer platforms, so expect more
recalls as manufacturing defects are likely to emerge as . .
more models are released. GM recently recalled all RlSk Of Fire

Chevrolet Bolt EV models because of manufacturer defects While overall risk is low, electrics pose new challenges...

in their hatteries that increased fire risk.

5 0000 F+ Temperature EV fires can reach hecause of
In general, electric vehicles are no less safe than a regular ’ batteries. Compare to 1,500°F for a traditional car.
car or truck. However, recent high-profile accidents and fires
involving electrics have brought more attention to these
vehicles. While the overall risk of a fire is low, EVs have
more potential dangers in the event of a fire. For one,

because of their batteries, they burn a lot hotter and for a

3 1¢y Of firefighters say they don’t have the specific
o training needed to handle EV Fires.

A Tesla fire in Texas took more than 4 hours to put

lot longer—often requiring specially trained firefighters to )
put them out. This will be a difficult challenge for local cities 30K Ga I I ons O_Ut and took 3?’000 gallons of water. A typical car
fire takes 30 minutes and 500-1,000 gallons.

as electrics (and hybrids) become more common.

In July 2021, GM Recalled 69,000 Bolt EVs globally (51,000 in U.S.) because of a manufacturer defect
that increases risk of battery fire. They subsequently recalled all Bolt EVs for the same problem.




Motores de Gas/Eléctricos - Costo de Reparaciones

ELECTRIC
VEHICLES
Tire
Rotation

High Voltage Battery
Replacement,
Reman, Repair

Diagnostics Alignment

Cabin Air Mount and
Filter Change Balances Tire

Battery Health Report
Windshield wiper Brake Pad and attery Hea €po

blade replacement Rotor Replacement

Battery Tire
Replacement (12V)  Replacement High Voltage

Battery inspection

Brake Brake Pad
Flush Replacement

EV Charger/
Coolant Charge Port”

Flush

/ r
62,047 ZUshmmes 61 887

2021 Cox Automotive Research




Estudio de Eléctricos —
Encargado por NADA

» Estudio para comprender futuro
adopcion de eléectricos.

« Evaluar su probable impacto en las
operaciones del concesionario.

« Tomar las medidas adecuadas para
estar preparado para el impacto de
eléctricos.

» El propodsito no es discutir los

meéritos o la politica de los vehige
eléctricos. / '

L —



Estudio de Eléctricos — Impacto a Concesionariog=--——

Levemente negativa — mediano y largo plazo. [

Volumenes disminuyen debido a nuevos jugadoré?‘

Percepcion que concesionarios no 2
pueden vender eléctricos.

Consumidores ven modelo de Tesla ideal 1
— v el proceso de concesionarios negativo.

L] 7 V4 (] .
Capacitar vendedores para vender vehiculos eléctricos
es desafio.

Eventual disminucion de los ingresos de servicio y
repuestos — mitad de los ingresos de un motor gasolina.




Estrategias de los Fabricantes

 Varios fabricantes proponen cambios al
canal de venta de eléctricos — venta directa

* La propuesta son alternativas a los pedidos,
ventas y entrega de eléctricos.

« Fabricantes — Percepcion que compradores
de eléctricos son diferentes

« Comisiones fijos para los concesionarios
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Dealers are
“All In” on

Electric Vehicles

by MIKE STANTON

$ someone who has dedicated his
Acareer to advocating on behalf of
America’s franchised auto dealers, I've
embraced the reality that one of my chief
roles is to serve as Myth Buster In Chief,

Foryears, one of the great myths that has persisted about
theauto industry has been that franchised dealers don’t

what it is: A lie about franchised dealers, propagated
by the handful of companies that want to destroy the

Before we £et Into why this myth persists, and why
1t's morphed Into such 3 blatant be, le'u:knowh.l;c
‘omething right a¢ the outset. More than a decade ago,
there was Indeed some dealer uneasiness about battery-
electric vehicles. The EVs of the early and mid-20005

For years, one of the great myths that has

persisted about the auto industry has been that
franchised dealers don't want to sel] electric
vehicles, It's long past time to put this myth out
to pasture. And it’s time to call it out for what it
Is: A lie about franchised dealers, propagated by

the handful of companies that want
to destroy the franchise system,

were—let’s face it—by and large compliance cars,
They had Inadequate range, 1ok forever and were
3 Paln to recharge, did not perform well, had terrible resale
value, and were extremely expensive,

BUt It wasn't that dealers didn't want to sell them to
willing customers., Jt was that dealers didn't want to be
force fed vehicles that OEMs were manufacturing largely

relationship, which Bives dealers ligtle power to avold any
such OEM foree feeding, you can hardly blame dealers for
this early trepidation,

But that was a long, long time g0, The world hag
chinged considerably, These vehicles have changed

night-and-day different than it was even five years ago,
and It shows in the product.

A number of other things have ako changed. Across
the country, more charging stations with faster charging
capabliity are popping up almost every day, and it's

Mike Stanton Iy president and CEO of the Netional Automobile Deaters
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entirely possible that the federal government will
propriate hundreds of millions of dollars to grow the
Ratlon’s recharging Infrastructure significantly. On top of
this, we are rapidly pproaching price pariy Owning an
EV for the long haul is now a vastly different proposition
than it used to be. These are hugely positive developments.

One other major thing that hag changed dramatically
over the years? Dealer Ateitudes toward selling and servicing
EVs. Franchised dealers aren'tat 3l EV-relictant, and
haven't been for years. And they certainly aren't ant.EV,
Anyone that tells you differently just jsnt telling the truth,

How do we know this? Cadillae.

Last fall, after Cadillac announced plans to abandon
Internal combustion engines altogether and move. entirely
to battery electric drivetraing, the nation's 880 Cadillac
dealers faced a choice.

If they bought Into Cadillac’s vision for an all-electric
future, they could Pany up a minimam of $200,000 of
thelr own capital for the in-store charging Infrastructuse,

tooling and Taining that Cadillac wag
mandating. Conversely, if they either didn't
want to be part of that aB-clectric figure,
or they simply didmr't want to make the
required Investment, they could accept 3
buy-out from the automaker, and wind
down their franchises.

What happened next wasn't surprising to
anyone who really understands dealers and
how thelr thinking has evolyed

More than 80% of Cadillac dealers said
they were all In—not just to sl EVs, bat
o sell exchasively EVs, and they backed up
that commitment with significant capital
Irvestments that will take tne to mature,

Most of the 20% that opeed out were
small stores in markets where Cadillac hasn't
performed well, and most of these dealers accepted the
buyout because of cconomic conditions on the ground,
not out of concern about the brand’s fupure product plany.
And certainly not because rh:yvmum»e!qmr.

And so, in one fell swoop, America’s Cadillac dealers
completely debunked the myth thas franchised dealers
don't want to sell and service electric vehicles, Because ¥
this myth were even remotely true, virtually every Cadillac
dealer out there would have gladly taken the buyou, and
done 50 Ina heartbeat,

What's more, the enthusiasm toward Evs among the
franchised dealer body s hardly unique to Cadillac, |1y
fact. franchised dealers of other brands with EVs in thelr
Uncups haye been making these same commitments and
Investments for years—and not reluctantly, They have

M —

done 5o because they don't want to lose sales to other
beands as more and better £y customers come to the
market

50 why does this myth persist? | think jv's simple. EVg
still don't yet sl in the Dumbers that environmentafist
Want, and many groups fee! as though they need 2
boogeyman to blame for flodging sales. They can't blame
consumers for thus far being cool to 2av-emision
vehicles, begiuse it's not exactly a winning public

that your peeferred product sn't flying off the shelf,
They can’t blame the automakers, because without them
there woukd be Prechkdy zero zro-emissions vehjckes
avallable for sale 1o begin with. Dealery beame an eagy
and convenient #apegoat,

And the myth lingered, Now, however, Ivs taken 3
new and more dangerous life a5 a Bie designed to take
down the franchise system. In facx, Rivian, Lucid and
Lordstown Motors seem to have hung their entire pitch
for direct sales on this lie sbout franchised dealers and
their supposed reluctance and inabllity to sel] Eve

We know that nothing could be further from the
truth, bt it lsn't hard o unpack why this Is their line
of attack,

Direct sales have never once benefited consumers
with lower prices, more convenience of better service
and maintenance, despite the marketing. And they
never will, because direct sajes are uitimately only aboyt
Creating 3 vertical channed for manufacturing, sales and
Service that allows 2 single entity to controf everything,
Including prices angd RIS, to the obviows detriment
of consumery, In facy, if dirct sales were adopted for
EVs, then EV buyers—and only EV buyers— would be
denied the service network and price Competition that
ICE-vehicle buyers have enjoyed for decades.

Direct safes are not needed for EVs. In fact, over
time, direct sales could cripple EV adoption as more
and mote EV owners are forced to deal with higher
Prices and the headache of longer and bonger wait
times for even basic service,

But do you know what is needed for sustainable
EV sakes to consumers up and down the pricepoint
chain? A large, expansive network of retailers and
service providers who are EXperts at marketing Jocally,
and who are Invested in the future sales and service
Opportunities that these Products promise,

policymakers alike, that network alteady exists
Dismantle the blg Jie about EV saley, and what you

are left with s the clear truth: Fanchised deajers aren't

an obstacle to EV sales: they are essential to them, m

Dismantle the big lie about £V sales, and what you are left with is the clear truth:
Franchised dealers aren’t an obstacle to EV sales; they are essential to them,
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Dealers are
Essential to
Broader EV
Adoption

by MIKE STANTON

arlier this year, when Ford
Eunwilcd the F-150 Lightning, it
did far more than just announce the
newest iteration of the most popular
and best-selling vehicle in America
for the last 40 years. It ushered in
anew—and long overdue—erg of
battery-electric vehicles built not to
fill niches within the American car
market, but for the bulk of it,

This was 2 watershed moment In automotive history,
and maybe American history. That's because the F-130
Lightning is far more than Just a truck, And It’s mare
than Just an electric enack, It the vanguard of 2 wave

€ar and truck buyers in 3 way that our current gy
Simply do not.

Franchised dealery have beeny walting for this moment
for years. Dealers are *all in* on EVs and incredibly
exchted about the new electrified products thay are being
Announced almost dadly. And dealers are hungry for the
salesand service opportunities that ame £0ing to come with
having numerous new gV models to sel]

And while today’s EVs are exceptional, pardculirly
ompased to those of just 3 decade g0, the reality (s that
almest all of them appeal primarly either W stalwart
Supporters of reduding greenhouse £33 emissions or luxury
vehicle buyers who want to be on the cutting edge of
technology and performance.

One of the great mistakes we make in assessing our
PIOgTess on comventing America’s fleet to dectric i
assuming that today’s EV buyers will look Jike the EV buyery
of tomorrow. This stmply len't true.

It Is undisputed that Tesla has been extremely successful
3t sdlling its Products, and the company deserves
stgnificant aredit for what It has been able to accomplish,
But does Tesla's suecess prove that you can sell EVy in great
Quantities in America? Does & meveal the Path to the mags
adoption of EVs?

Short answer: Nof

What Tesla has proven Is that you can sefl Testas very

subset of our Popuation, To date, American EV buyers
are vastly different from ICE -vehicle buyers. in particular.
compared to ICE buyers, £V buyers are much

wealthier, much better Informed about EVy,

and are acquiring thejr third, fourth or fifth

cument car.
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NNot only are Amerlea's current £y buyers willing to pay One of the great mistakes we make in
xhxmmdmnmqhmmwhathwmt assessing our progress on converting
the ar or sbout financing. And because they tend to have America’s fleet to electric is assuming

mach more kel to be willing t wakt for delivery, byg Wt that today's EV buyers wil] look like the

range limitations, live with the time and planning k takes

o recharge, and deal with service delays, EV buyers of tomorrow. This simply
mmubwu'ypzunumdyhd‘vmburemw

mariam«beeomm;nm,wtmﬂaamemududa fsn't true.

£ fesemble the average car buyer more and more. Product, regasdless of how 1t's powered, by reecting the

mbumu&:uumm«mtﬁnn\.\m

Just 5o happen to be electric,
It's the EV customers of the fitre who we need to cater

lu!h:vmng.kwllbeda!uem\n-lnumkal I
ull*mwhlwmmwmdbm.\dividnmon.
Andveanllmﬂymto!tunkmlakalyaw Mdbe.mxdxanemnunbuofﬂlxroabmﬁq |
doing so, Weaucssmlhlb’lthedomkp of selling #qument of the American

EVi—real, functional, non-niche EVi—to mass-market car This Is 2 critial Juncture in our march toward a |

buyers for the first time ever, And 10 sell cffectvely to masy.  ceaner future. And I¢'s 3 good time for policymakers
Wbmmn&dmmtﬂkeoﬂm:hnw and staleholders at alllevels o think crkicall shout
ﬁrmbumhmm. vmail'ﬁphumnlzmndlwnnnwumlumb
mnpllkmuummuonaho\xmcm,h:b customers who haven't experfenced EVs yet,
with comparing models, m’uvu-dthammcn budget B«mudurealtyhﬂul:’nmmnkalu s
constraints, financing assistance, helping with rade-ins, Eolng to take network of tens of thousands of retai]
allowing test drives, and~-yes—even good-old-fashioned tire  and service points bocated in just abot every comer
Kicking. And this is af In addition to the new challenges of the country, not fust a website, s going to take
specific to EVs, xurhasﬂummpkunuofmmn;—lbg hun&d:dlhmuxﬂso{lnw& sales staff, not |
fact, for inseance, that dectric rates vary based on the time Just 2 1-800 number. And It's going to take hundreds
ddﬂwmkvdﬁthm—mdomenn&hmx ofllnmndsdhwwmwhchmdamc.\pahk
don\amhdulctmain. dmdwmumﬂmenuuw.nm_
Dealers are absobutely essential In this world of new mobie repair trucks,
EVs. B«mxmmmpulmwwmmlmom: It's going to Bke dealers, Fortunately, we're already
mamm,m-mno:thbwdmalmy hemandvzmﬂdn;(op.l

Dealers are absolutely essential in this world of new EVs. Because once you

8et past luxury vehicles and into the mass market, you will not achieve broad

acceptance of any product, regardless of how it's powered, by rejecting the
attributes of the sales and service process that mass-market vehicle buyers

aren't just accustomed to, but that they depend on to confidently choose

the right vehicle at the right price that best meets all their needs,

Mike Stanson is prestdent ured CEO f the National Automodlle Deglers Assoclation.




Vehiculos eléctricos
son inevitables.

Infraestructura
seguira siendo un
desafio para la
adopcion

Conclusiones

Nunca debemos
adelantarnos al
consumidor: el
consumidor
decidira la
demanda de
vehiculos
eléctricos.

v

Cuando el precio
de los vehiculos
eléctricos esta a la
par con los
motores de
gasolina, ese
podria ser el punto
de inflexion.

Debemos ser
cautelosos con las
intenciones de los

fabricantes
relacionadas con
eléctricos — Modelo
de Agencia
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