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Top 10 trends in PV in 2020 

Indian PV market has shown robust growth in the post-COVID world
- PV market has shown robust growth in past 2 months with YoY growth rate of 31% in September 2020

Growing adoption of EVs in the Indian market
- Electric vehicle market is growing rapidly, achieving a growth rate of 44% with ~1M units sold in FY20

Mid-SUV segment shows fastest recovery in the post-COVID world
- Mid-SUV is the only segment in PV with a positive CAGR of 27% in the post-COVID sales (combined April to Sept’20 sales)

Sub-compact SUVs are gaining market share rapidly
- Significant market share gained by SUVs led by changing consumer preferences and new model launches

Emergence of “futuristic digital dealership”
- Adoption of digital dealership is increasing due to the rising digital penetration and current pandemic

Increased preference for personal mobility will drive demand in the post-COVID world
- COVID-19 has changed the mode of commute, with an increase of 37% preferring to use personal 4W post-COVID

New entrants like KIA and MG are capturing the Indian market rapidly
- Market structures are being disrupted by new entrants. Competitive intensity in Indian PV market likely to increase further

New models offering alternatives to car ownership are gaining popularity
- New models like subscriptions are giving the consumers the ownership experience without committing to a long-term loan

Used car sales in India has shown robust growth despite slowdown in new car sales
- Used car market has seen a resilient growth of CAGR 6.2% compared to new cars with CAGR –0.2% for FY16-20

Successful transition towards cleaner fuel led by BS-VI rules
- Indian automobile market made successful transition to BS-VI rules despite the pandemic in 2020
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Indian PV market has shown robust growth in last 2 months EVs is seeing a growth of 44% with ~1M vehicles sold in 2020

Indian PV market has shown robust growth in the post-COVID world; growing adoption 
of EVs in the Indian market

Source(s): Secondary research, PGA Labs Analysis

300

520
630

820

23

55

126

152

2

1.2

3.6

3.4

0.04

0.1

0.2

0.6

325

576

760

975

FY17 FY18 FY19 FY20

EV sales by type of vehicle 
‘000 units, FY17-20

3W 2W 4W E-Bus

3W forms the majority of 
EV’s sold in India with 

~84% share

CAGR 
FY17-20

44%

19%

89%

40%

147%

248

239
226

201

197
223

285264

236

263

251
143

0 31

106

183
216

293
334

-17%
-21%-18%

-31%
-32%

-24%

0.3%
-1%-1%

-6% -8%

-51%

-100%

-87%

-53%

-9%

10%

31%

18%

-120%

-100%

-80%

-60%

-40%

-20%

0%

20%

40%

0

50

100

150

200

250

300

350

400

A
p

ri
l'1

9

M
ay

'1
9

Ju
ne

'1
9

Ju
ly

'1
9

A
u

g'
19

S
ep

t'1
9

O
c

t'1
9

N
o

v'
1

9

D
e

c'
1

9

Ja
n

'2
0

F
eb

'2
0

M
ar

'2
0

A
p

ri
l'2

0

M
ay

'2
0

Ju
ne

'2
0

Ju
ly

'2
0

A
u

g'
20

S
ep

t'2
0

O
c

t'2
0

India – Domestic PV sales & Y-o-Y change

Domestic PV sales (in '000 units) Y-o-Y change (%)



4© Praxis Global Alliance        |

-100%

-80%

-60%

-40%

-20%

0%

20%

40%

60%

80%

100%

April May June July August September

YoY growth rate for PV sub-segments
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Market share for mid-SUV is maximum in post-COVID Mid-SUV segment shows fastest recovery rate post-COVID

Mid-SUV segment shows fastest recovery in post-COVID world

Note(s): *include all MUVs other than vans
Source(s): Secondary research, PGA Labs Analysis
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Mid & 
premium 
SUV, 84%

Sub-Compact 
SUV, 16%

Break-up of SUV sales
%

Mid & 
premium 
SUV, 46%

Sub-Compact 
SUV, 54%

Break-up of SUV sales
%

Sub-compact SUVs are gaining share rapidly

Note: MUVs include vans
Source(s): SIAM, Secondary research, PGA Labs Analysis

Significant share gain by SUVs led by mid and sub-compact SUV Sub-compact SUV has grown basis 
consumer behavior shift, etc.

Growth drivers for 
sub-compact SUV market:

• Lower priced than mid & premium 
SUVs

• Strong preference for cars with high 
ground clearance

• Lower taxation (~30%) on cars shorter 
than 4 meters

• Increased preference for SUVs

• Higher boot space & seating capacity 
than cars with similar price points

• Shift from sedan / hatchback to 
compact SUV due to increased safety 
& advanced features

• Increased purchasing capability / 
disposable income

• Easy access to car financing
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• Understand about 
the required 
variant

• Personalized info 
to salesman 
regarding 
preferences to 
enable him to sell 
better

◔

• Schedule test 
drives ◔

• Pick-up vehicle 
and get assisted 
test drive

◔
• AR / VR led feature 

display in 
dealerships

○
• Discussion with 

sales staff to clarify 
doubts

◔

Emergence of “futuristic digital dealerships”

Source(s): PGA Labs Analysis 

FinancingFinalizing 
the car

Ongoing service 
requirement

Shortlisting a 
few cars

Test drive

Delivery Aftersales serviceInformation gathering Purchase & documentationContact dealer & test drive

Price 
negotiations

Documentation Delivery of the 
vehicle

Research on types of 
cars

Direct In-direct No influence

Influence of technology Low ○ ◔ ◑ ◕ ● High

Adoption level

• Make final 
decision to 
purchase 
(compare 
experience of test 
drives / clarify 
doubts)

◔

• Negotiate price 
(interactive 
quotations on 
digital platforms / 
deals)

○
• Agree on the add-

ons and 
accessories / 
benefits from the 
deals

○
• Finance the 

purchase ◔
• Complete 

documentation ○

• Reminders for 
services

• Booking slot for 
service

◑
• Pick-up & drop of 

the vehicle for 
service

• Vehicle status 
update

◑
• Options to get 

spare vehicle 
during servicing & 
delivery of spare 
vehicle (along with 
documentation)

◔

• Check / buy 
spare-parts online ◑

• Predictive 
maintenance for 
the vehicle based 
on auto IoT

◔

` • Schedule delivery 
of the vehicle ◔

• Regular 
communication via 
app from the time 
of purchase

◑
• Delivery of the 

vehicle and updates 
about the status of 
the vehicle

○
• Post-delivery 

feedback on initial 
usage / support 
required

◔
• Chatbot / app 

interface to 
address future 
queries

◑

Availability and adoption in India

• Take 
recommendation 
from friends / 
family / colleagues

○
• Search on the 

internet about cars 
(Google /social 
media / classifieds 
/ company 
websites)

◕

• Compare features 
on classifieds ◔

• Read reviews / 
inquire about the 
shortlist with 
friends / family / 
colleagues / 
salesman

◔

• Talk to a few 
owners of the 
shortlisted cars

◔
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39%

18% 13%

42%
35%

16% 12%

52%
38%

17% 13%

30%

41%

48%
43%

38% 49%

48% 51%

33%

43%

48%
45%

12%
20%

34%
44%

20% 16%

36% 37%

15% 19%

35%
42%

Personal 4W Personal 2W On-demand
ride hailing

services

Local public
road

transport

Personal 4W Personal 2W On-demand
ride hailing

services

Local public
road

transport

Personal 4W Personal 2W On-demand
ride hailing

services

Local public
road

transport

Increase vs pre-COVID No change Decrease vs pre-COVID

47% 19% -16% -31% 22% 19% -21% -24% 37% 19% -17% -29%

Increased preference for personal mobility will drive demand in the post-COVID 
world

Note(s): Net change = % increase - % decrease; SEA = South East Asia
Source(s): Customer Sentiment Survey (South East Asia; N=1,000+), PGA Labs Analysis

Q. How will your use of various modes of commute change in the long term, post-COVID19 (once lockdown is relaxed)?

Planning to buy a car Existing car owners - Not planning to buy new car Overall

xx% Net change
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New entrants like Kia and MG are gaining share rapidly 

Source(s): Company websites, Secondary research, PGA Labs Analysis

OEM’s entry year in the Indian passenger vehicle market and their domestic market share in FY20
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0.8%

FY20 Market 
share

Shut down India operations for 
Fiat basis negligible sales & 

inability to comply with safety 
& emission norms. Will focus 

exclusively on Jeep now

3.1%

2021E

The erstwhile 2020 launch 
has been delayed to early 

2021 basis ongoing 
COVID-19 pandemic

Market share 
change (FY19-20) Increase Decrease No change

# models sold 
in India
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New models offering alternatives to car ownership are gaining popularity 

Note(s): Non-exhaustive list of companies
Source(s): Secondary research, PGA Labs Analysis

Planned / Long distance

Personal

Pooled

Instant / Short distance

Key drivers

Economical at lower usage
Car ownership can be 
economically attractive only if the 
usage is above a threshold

Convenience 
Alternative models offer mobility-
as-a-service and free users from 
commitment, maintenance, 
parking etc. and do not 
necessitate having to drive 

Eco-friendly
Congestion and pollution levels in 
cities are very high. Growing 
preference for ‘sharing’
economy and optimal usage of 
natural resources

Technology
Smartphone penetration 
increased from 9% to 30% during 
2013-18 while internet penetration 
increased from 15% to 35%

MG has tied up 
with Myles to 

provide cars on a 
‘Subscription’ 

model

Consumer mobility services in India

Taxi

Self drive Taxi
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Used car sales in India has shown robust growth despite slowdown in new car sales

Note(s): *Data for India pertains to FY19
Source(s): India Bluebook, Secondary research, PGA Labs Analysis

Multiple factors including COVID-19 are likely 
to boost used car sales

Used car market in India has high headroom for growth; it 
recorded resilient growth during FY16-20 despite slowdown

4.07
3.43

2.62 2.40

1.62 1.37 1.18

Brazil UK France US Italy Japan India

Used car sale / New car sales volume ratio
2019*

3.3 3.8 4.2

2.8
3.3 2.8

6.1
7.1 7.0

FY16 FY18 FY20

India car sales trend 
M units, FY16-20New car

Used car

CAGR
FY16-20

3.4%

-0.2%

6.2%

COVID-19 
pandemic

• COVID-19 pandemic is likely to favour 
personal modes of transportation

• Due to economic uncertainty, more 
customers are expected to buy used car 
vs new car

Transition 
from BS-IV to 
BS-VI

• Transition from BS-IV to BS-VI has 
further increased the price differential 
between used car and new car

GST rate 
differential

• GST rates on used cars were slashed 
from 28% to 18% (SUVs) and 12% (small 
cars) in Jan 2018

Reducing 
avg. car 
ownership 
period

• Average ownership period of car has 
decreased from 8-10 years in 2009 to 3-5 
years in 2019

Renewed 
interest from 
OEMs in the 
segment

• Multiple OEMs / players have announced 
to bolster their used car business post 
lockdowns by expanding network and 
buying stock
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Successful transition towards cleaner fuel led by BS VI rules

Notes: Emission standards for Passenger cars with <6 occupants with petrol, direct injection engines. Year indicated is when the norm 
was first implemented in respective countries.
Sources: Dieselnet, Transportpolicy.net, AVL, PGA Labs Analysis
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China I

BS II
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China II

BS III
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BS IV

China IV
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China 5

BS VI

China 6

India
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Parameter HC+NOx HC NOx CO PN PM N2O

Units g/km g/km g/km*(10^-1) g/km (#/km)*(10^13) g/km* (10^-1) g/km
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(expected 2020)

China7 
(expected 

2025)

2000 2002 2004 2006 2008 2010 2012 2014 2016 2018 2020 2022 2024 2026

Skipping BSV norms strained OEM’s 
to meet stringer norms leading to auto 
sector slowdown

China

Europe

India
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How we help our Automotive clients

Sanjeev Garg
Automotive Practice Leader

Praxis Global Alliance

Aryaman Tandon
Automotive Practice Director
Praxis Global Alliance

Who we are
Full stack ‘Knowledge services’ provider: 
Consulting + Research + Data science + Talent

Unique ‘expertise oriented’ Domain Partner 
led model à scaling aggressively

Cutting-edge Automotive focused IP

Leadership

We are thought leaders across

EVs

CVs

Auto ancillaries

PVs

Mobility tech

2Ws

Strategy & Transformation
Go-To-Market strategy, Growth & Portfolio strategy, Digital 
Transformation

Organization Productivity
Organization Diagnostic & People Value Creation, Attrition 
Defence

Customer & Loyalty Experience
Customer Loyalty and NPS Improvement, Digital Dealerships and 
CX, Dealer Loyalty Improvement

Growth & Scale up
Network Planning and Expansion, Dealer Effectiveness, 
Adjacency Expansion, Aftersales and VAS revenue

Cost & Performance Excellence 
Dealer & Supplier Base Development, Rationalization & Audits

Investment Advisory
Commercial Due Diligence, Post Deal Value Creation, Exit Thesis
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About Praxis
Praxis Global Alliance is the next-gen management consulting and business research services firm revolutionizing the way consulting 
projects are delivered. We deliver practical solutions to the toughest business problems, by uniquely combining domain practitioner 
expertise, AI-led research approaches, and digital technologies. 

Pre-deal support, commercial 
due diligence, post-acquisition 

value creation

(BET) 
Next-gen practitioner-led 

business advisory and consulting 
offering lean-cost and long 

duration engagement

Data engineering and 
analytics, AI, ML, Open Data 
and visualization solutions 

Cutting-edge technology-led 
business and market 
research and tools

Organization and Talent 
effectiveness

Praxis is ‘Practical’

We bring the best domain expertise with our deep pool of industry 
practitioners and implementation teams as two-in-a-box

We work with agility, flexibility and embed with your teams to enable 
SUPERIOR OUTCOMES

We leverage technology deeply to enable higher ROI on your 
consulting and analytics spend

© Praxis Global Alliance    |   



Seema Karwa
Vice President, Gurugram
seema.karwa@pgalabs.in

Kaushal Patel
Sr Consultant, Mumbai
Kaushal.patel@praxisga.com

Connect with us - We will be happy to share perspectives

Disclaimer:

This material has been prepared by PGA Labs, which is the trade name of Praxian Global Private Limited (“Praxis”) with the intent to showcase our capability and disseminate learnings to potential partners/clients. This material can be referred 
to by the viewers on the internet but should be referenced to PGA Labs, if reused or adapted in any form or in any forum. The frameworks, approaches, tools, analysis and opinions are solely Praxis’s intellectual property and are a combination 
of collection of best data we could find publicly, and Praxis team’s own experiences and observations. 

We make no representation or warranty, express or implied, that such information is accurate or complete, and nothing contained in here can be construed as definitive predictions or forecasts. Before reading further, the Recipient expressly 
agrees that this might not address any and all risks and challenges facing Recipient, its business and the markets within which it operates, nor all possible market conditions. No responsibility or liability whatsoever is accepted by any person 
including Praxis or its Business partners and affiliates and their respective officers, employees or agents for any errors or omissions in this document.

This document is not complete without an accompanying oral discussion and presentation by Praxis though Praxis is not obligated to do so. Praxis does not have any duty to update or supplement any information in this document. Praxis shall 
not be responsible for any loss sustained by any person who relies on this presentation.
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Madhur Singhal
Managing Director, Mumbai
madhur.singhal@praxisga.com

Aryaman Tandon
Director, Gurugram
aryaman.tandon@praxisga.com

Abhishek Maiti
Vice President, Gurugram
abhishek.maiti@praxisga.com

Parul Singhh
Head, Marketing and Communications

M: +91 782 794 4926
marketing@praxisga.com

For media queries, 
please contact

Diksha Bhutani
Lead, PR and Communications

M: +91 935 413 7148
pr@praxisga.com
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