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Introduction
2020. The “year of electric”, according to industry
experts(1). And it’s easy to see why. Over the
next few months, we are set to witness an
unprecedented level of electric vehicle launches
in the UK market. And the timing could be
perfect – we, as a nation, are becoming more
environmentally conscious.
We are also becoming more willing to change
lifelong habits in order to offset climate change.
Meanwhile, start-ups and large-scale corporations
alike are already staking their claim when it
comes to supplying the UK’s electric car charging
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infrastructure.
Overall, however, it is our view that this moment
feels bigger for the industry than it does for the
consumer.
We are at a tipping point, yes. But the move to
electric requires both large-scale infrastructure and
progressive social change. Something that we are
likely to see take hold over the next 5 years, not the
next 12 months.

144%
How much sales
of fully electric cars
grew by in 2019.
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2019 in review

2019 delivered some promising statistics for electric car backers. Most encouragingly,
sales of fully electric cars grew by 144%(2). However, look a little closer and it’s clear that
while growth is strong, overall share of market remains small.
In total, 229,019 electric or hybrid vehicles were sold during 2019. A number that pales
into insignificance when compared to the near 1.5 million(3) petrol vehicles that were sold.
In all, fully diesel or petrol cars still accounted for 90% of car sales in 2019.
If we’re looking at electric sales alone, then just shy of 38,000 were sold in total.
Sales were significantly propped up by 4 key models:
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2020 launches

Electric car launches are centre stage this year.
In January, cinema goers were met with an array
of budget blowing ATL campaigns. Audiences
were pointed towards the new Ford Mustang, the
Vauxhall Corsa-e and the Peugeot e-208, to name
a few.
Some went all out – Vauxhall(4), for instance,
declared that it was time to “switch up” and
provided thought-provoking imagery of petrol
pump graveyards and petroleum gravestones.
Others were a little more muted.
It was especially hard to ignore the tepid
introduction of the electric Peugeot 208(5), which
was forced to share its spotlight with thepetrolpowered208 driving alongside it. Perhaps car
makers are hedging their bets, just like their
customers.
In numbers terms, a definitive list of 2020 electric
car launches is hard to come by. The automotive
industry thrives on speculation, rumour and
hearsay – fanatics and forums have a sense
of what launches we can expect over the next
12 months and what features they can expect
to see, but no one really seems to know. The
media consensus is 23(6). The media consensus is

that the UK is set to see 23 new electric vehicle
launches over the next 12 months.This number
is important. At the close of 2019, there were
25 different electric cars on sale(7) ,so over the
course of 12 months, we’re going to see a product
category doubling in size; a product category
completely transformed.
Among the big launches that have been
announced, it’s difficult to ignore the relative
volume of entry-priced models. Affordable
electric cars are arriving from Fiat (500e)
- £17,000, Skoda Citigo e-iV - £16,995 and
Volkswagen (e-Up!) - £15,500(8).
These vehicles are likely to turn the heads of
the EV-curious car buyer. And these buyers have
plenty of cheaper options to wade through before
they get to the more expensive models. If they
are feeling a little on the fence, then a second,
run-around type car is a perfect introduction to
this new, competitive, and complex market.
And the market is complex. With these launches
comes a whole new language for car buyers to
navigate. A whole new currency upon which cay
buyers will be making their decisions:

Price
Plenty of cheaper models are entering the market this year. Additionally,
the very nature of the move to battery has implications for finance plans.
Batteries deteriorate in value, so savvy car buyers will not be buying them
outright. This has implications for finance plans and how they are sold and
understood.

Performance
Car enthusiasts are going to expect a like-for-like experience.
How quickly can a battery car go from 0-60 MPH?
Are battery vehicles fully functional in bad weather?
What about hills? All questions that will need to be answered.

Range
Range is the new MPG. And “range anxiety” is real. If electric cars are to
really turn the heads of would-be petrol buyers, then they’ll need to go
the same distance. Electric cars need to prove that a full charge can match
a tank of petrol. And worries and concerns around a dead battery on the
M4, or out of range from a charging station need to be alleviated.
Range also varies a great deal car to car. A humble Smart Car for instance,
can reach up to 60 miles per charge. Meanwhile, the Ford Mustang is
currently boasting 370 miles per charge(9).
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Customer Mindset
So, with bold ATL campaigns taking care of awareness and catapulting
electric cars to front of the agenda, how is the UK car buyer feeling
about their imminent switch to electric?

It was only yesterday that they were
telling me that diesel cars were the
environmentally friendly choice.

I don’t want to be inconvenienced.

I’ve seen too much faddy technology
come and go. I don’t want to be one of
the first to invest and to live to regret it.

Fuel cars have had their day.
This is where the industry is headed.

I’m looking forward to making
the most of the money saved
from no longer relying on petrol.

Buying a fuel car in 2020 would be
a bad decision. All the innovation
has gone into electric.

Fuel cars are being hit with more and
more fines in cities across the world.
It’s only a matter of time before my
postcode catches up. I’d better act now.

I keep seeing charging points
as I go about my day-today.

I wonder how much money I could save.

It would be nice to offset my carbon
footprint a little more, so long as I don’t
have to make too many compromises.
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million

The number of charging points
the UK needs in order to meet
government targets.

2,300

That’s
that will need to be installed
every day over the next 30
years.

60%
of electric car owners in the
UK charge their car at home
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Whether you’re EV-reluctant,
EV-curious or EV-enlightened,
one thing is certain – new car
buyer purchases in 2020 are
set to be highly considered.
Here are our reasons as to why:

New Technology and Infrastructure

Growing Environmental Concerns

Electric cars need charging points. UK residents
will be noticing them popping up at their places of
work, the street they live on, or at their local gym.
But they are not popping up fast enough. If we
are to keep on track with current ambitions, this
country needs 25 million electric vehicle chargers
by 2050(10), meaning that 2,300 charging points
need to be installed every day for the next 30
years(11).

We are becoming more environmentally
conscious. Globally, we can look to cities like Oslo,
who in a move to ban cars from the city centre
have removed 700 parking spaces(13), replacing
them with benches, bicycle docs and pavements.
Other, large scale evidence exists via the rise of
Extinction Rebellion and Greta Thunberg turning
from a lone, truant protester to Time’s person of
the year(14).

Some, of course will be installed at home.
Currently, 60% of electric car owners in the UK
choose to charge their car at home(12). But this
solution ISN’T for everyone. In fact, it’s only really
for people with driveways, or off-road parking.

More locally, The Blue Planet effect(15) is evident
throughout everyday life in the UK. Plastic bags,
plastic straws, cotton buds, and water bottles are
all things that we used to consume at a large scale,
in a way that was relatively guilt free.

So, if the planned large-scale change is going to
occur, we should expect to start seeing evidence
of those 2,300 daily instalments on streets and in
car parks near us very soon. Car buyers are going
to be unlikely to consider electric cars until they
start seeing evidence of this change themselves.

Now, most are considered to be socially
unacceptable and progressive social change is
evident. 78%(16) of those who watched Blue Planet
II now intend to buy less single use plastic. And
good intentions are becoming increasingly evident
in our daily habits.
A look at “environmentally friendly” as a search
term in the UK over the last five years shows an
escalation of interest.
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Relating to growing environmental concerns, here are the purchasing decisions that are being associated with such
searches.
Related topics

Related queries

1 Glitter

1 Environmentally friendly glitter

2 Toothbrush

2 Environmentally friendly wrapping paper

3 Laundry detergent

3 Most environmentally friendly milk

4 Drinking straw

4 Environmentally friendly Christmas gifts

5 Wood-burning stove

5 Environmentally friendly cotton buds

Source: Google Trends

(18)

A New Car is a Big Ticket Item
Generally, cars are the most considered purchase
a consumer can make, second only to a house.
And a big decision takes some research.
On average, the UK car buyer spends 9 weeks(19)
considering their options before committing
to buy.
Finance plans, powertrains and accessory packs
all need to be weighed up before we make an
informed decision. And only once a mind is
mostly made up will a consumer tend to visit
a showroom.
In 2020, showroom visitors are likely to have
a sense of whether a petrol, diesel, hybrid or
fully electric car is for them. Petrol and diesel
buyers will see the new, exhaustless cars in

the showroom and will conclude that the now
is not the time. A wise decision, according to
Robert Shirmsley in the Financial Times, who has
declared 2020 as the year not to buy an electric
car(20).
According to Shirmsley, a car buyer in 2020 is
faced with numerous pitfalls and while an electric
car is a sensible option, an electric car
in five years’ time, when technology has
advanced, is an even more sensible one.
Customers will be savvy to this. They will likely
be concluding that they are best off delaying
their move to electric. The challenge the market
currently faces is therefore one of persuasion –
and the ability to convince today’s fuel buyers
that the time to move to electric is now.

Here are the barriers and drivers that will be
influencing the UK electric car market in 2020:

Barriers

Drivers

Consumer confidence is low
The recent emissions testing scandal,
diesel demonisation, and a tough economic
backdrop amount to a nervous car buyer.

We are becoming more environmentally
conscious and we are becoming more willing
to change our ways
The patterns of consumer behaviour are
evident via small ticket items, the move to
environmentally friendly big-ticket purchases feel
more like a question of when, rather than if.

Infrastructure is a key concern
for potential buyers
Customers need to know how and where they
can keep their electric vehicles on the road.
Not everyone will be willing or able to install
charging points at home. And motorway services
fear that the electric grid is not even ready for
electric cars.

Cities are changing their rules about what cars
can drive where
In the UK, Bristol, Birmingham, London, and
Oxford are already outlining what kinds of cars
can drive on their streets and when.

Range Anxiety
Customers are expecting a like-for-like experience
with a tank of petrol and will not want the fear
of their battery dying to prevent them from
making long journeys.

Government Incentives
The new electric car subsidy is less than it used to
be, but still somewhat significant at £3,500.

Charging habits need to change to allow electric
cars to adapt to our way of life
The quickest an electric car can charge is 30
minutes. Far too long to spend at a petrol
station. Instead, electric car buyers will need to
navigate new habits and behaviours, charging up
at destinations like supermarkets, gyms,
and cinemas.

Electric cars are more reliable
In 2017, Whatcar? Found faults
in <8% of Nissan Leaf.

Performance
Nobody wants to compromise when buying a
new car. Unanswered questions around how
electric vehicles perform in bad weather, or on
hilly terrain will need to be addressed.

Electric cars are cheaper to run
£1 goes 3 times further when
driving an electric car(21).

Overall, the barriers are significant, and a fair
amount of confidence is required in order to
overcome them.
Electric car buyers in 2020 are still going to
be the early adopters. The people leading the
change. The people taking the risk on the vehicles
that are yet to prove themselves. The opportunity
for car brands therefore lies in winning the hearts
and minds of those who are willing to lead the
way.
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The Automotive Industry A Perfect Storm
Alongside the new language that customers are
learning and the new landscape in which they are
making their decision, is an industry in crisis(23).
External pressures such as diesel demonisation,
Brexit, Trump’s trade war, and a volatile Chinese
market are well documented and are certainly
being felt.
And younger generations aren’t buying cars like
they once did. As generation z progress through
their twenties, they are opting for car sharing,
Ubers, and Lyfts over actually owning a car.
Further to this, is a leap of faith that the industry
has to take; because so far, no manufacturer has
been able to demonstrate that they can make a
sustainable profit from electric cars(24). And while
faith does preside, hasty exits from the likes of
Dyson haven’t done much to settle automotive
nerves.

Electric cars also bring different problems to
the automotive industry, perhaps most notably
is the timebomb that is the batteries themselves.
We know from our smartphones that batteries
deteriorate and perform worse over time and
the price of batteries is not secure.
Raw minerals such as lithium and cobalt are used
to make batteries. Both are a finite resource. Basic
supply and demand economics could mean that as
electric car sales rocket, so does the cost of their
parts.
And when it comes to pricing, negotiating power
will lie in the hands of existing battery giants
Panasonic and LG, rather than carmakers(25).
Car brands are therefore going to have to factor
depreciation and price escalation into the
components of new cars that they are building.
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An Inevitable Destination
Amid all the uncertainty that comes with
mass-scale adoption of a new technology, one
thing is certain. By 2035 all new car buyers will
be buying electric cars. The government ruling
on how Britain will work towards becoming
carbon neutral by 2050 involved a ban on all
fuel and hybrid vehicles by 2035. At the start of
this year, the deadline was 2040 and, in early
February, it was brought forward 5 years.

A reflection of the government’s understanding
of the severity of the global warming situation
we find ourselves in.
So, as things stand, we have a 15-year deadline.
15 years to transform an industry. Mass scale
adoption will follow the early adopters and as
that happens electric cars will become better,
faster and more reliable as time goes on.
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Implications for
Marketing in 2020
2020 is evidentially a huge year for ATL spend on
electric cars. And the stakes are high. Car makers
are battling for share of mind, as much as they
are share of market. Why? The path towards
convincing car buyers that their next vehicle
should be electric is going to be a long one. And it
starts now, by planting the seed in people’s minds
that electric cars have arrived and that they are
here to stay.

Car brands will need to look at their owners,
understand who is EV-reluctant, EV-curious, or EV
enlightened and then interact with each audience
in a way that is appropriate, reassuring, and
engaging. This may mean taking a step outside
the usual launch cycles and instead talking about
brand prestige and expertise. Car brands will need
to develop a long-term contact strategy for new
segments as they emerge.

Offset this slow burn with the unavoidable truth
that the car industry as we know it is one where
brand loyalty is high. Drivers tend to settle for,
aspire to, or purchase within a narrow set of
brands.

Test drives will need to be reimagined. Currently,
they’re seen as a touchpoint that drives
conversion, but those considering an electric car
will want to compare the experience behind the
wheel of a battery-operated vehicle to that of a
fuel one. Test drives will therefore need to act as
a conversation starter. A way of making the most
of footfall in the retailer by demonstrating the
no-comprise experience that a battery-operated
vehicle can offer.

Electric cars might be the catalyst for largescale brand deviation. UK and global audiences
alike need convincing as to which electric car
will set them off on their new relationship with
automotive. They need their head to be turned. If
one car brand is seen to be doing electric better
than others, then we may be set to witness more
volatility in the market than we have seen in
recent years.
This has implications for CRM. The petrol buyers of
2020 are the electric car buyers of 2025. This is a
big transition and they’re going to have questions,
concerns, and suspicions. CRM communications
will therefore need to be as much about education
as about car sales.
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Conclusion
In all, 2020 is the year for the battle for share of
mind. Car makers will need to find their story –
their place in the new world order – and they’ll
need to start sharing it with their most influential
audiences.
Then, in a relatively short window of time, we
can expect to see electric vehicles jumping to the
front of mind of car buyers that are walking into
the retailers. The ladder of adoption will escalate,
and we’ll start to see mass-scale adoption that
complements our heightened environmental
awareness and concern.

The path to electric is inevitable. In order to keep
customers on the journey with them, car brands
must start preparing their customers for the
change today. They must guide them towards the
moment when electric cars become as important
to customers as they are to the industry, so that
when that moment arrives, they are the obvious
choice.

The Move to Electric: How to prepare
Three key groups to be thinking about as you plan your Marketing:

1. Your loyal customers

3. Your future customers

Who are your most important customers? What
can you start doing now, so that you can convince
these customers to repurchase with you when
they move to electric?

The arrival of electric cars could be a catalyst
for large scale brand deviation within the car
industry. How can you tempt today’s EV Curious
customers into your brand? What points of
difference are going to be important when telling
that story?

2. Your customer base
The path to electric is inevitable, but barriers to
conversion are making it longer. How can you
leverage your current customer data in order
to speak to individuals about the things that
matter most? How can you alleviate concerns and
shorten the path to purchase?
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The advice and recommendations provided by Edit as part of this “The Edit Report: The Grey Market” are based on Edit’s interpretation of UK laws
and Information Commissioner’s Office (“ICO”) guidance at the time of creation. Whilst Edit’s interpretation of such laws and guidance is based on a
reasonable knowledge and understanding of the subject matter, Edit is not a provider of legal services and its advice and recommendations do not
constitute legal advice. Edit accepts no liability for losses that arise as a result of the provision of false, misleading, inaccurate or incomplete information
or documents. Followers of the guide agree that it remains responsible for applying its independent business judgement to evaluate any advice or
recommendations provided by Edit as part of the campaign process and for obtaining appropriate legal advice where necessary.

