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Johan Verbois

• Ex perience
• Sales &  marketing positions at Peugeot,  Mercedes and Opel
• Director  Fleet,  Remarketing &  Network Development Toyota Motor  

Europe 

• Now
• Co-founder MA5 Used Vehicle Consulting Group
• Board member CARA (European Car  Remarketing Association)
• Remarketing Ex pert for  Global Fleet &  Fleet Europe
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Board member of Car Remarketing Association (CARA)

• RV ex perts:  Autovista,  Autorola,  …
• UC data providers:  Indicata,  Autobiz,  …
• Lease:  ALD,  Arval,  …
• RAC:  Europcar,  Enterprise,  …
• Inspection:  Macadam, Dekra,  …
• Auction:  BCA,  Manheim, Adesa,  …
• Digital:  Modix ,  Adevinta,  …
• Traders:  Andex ,  carconnex ,  … 
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Assist the transition in distribution, powertrain & customer 
journey



The European market: electrifying through fleets



17.7 17.8 18.0

13.8 13.8
12.9

2017 2018 2019 2020 2021 2022

PC &  LCV registrations (Mio) Annual volumes/year  vs.  pre-pandemic

Lost 13Mio registrations in last three years

Rent-A-Car  -41%
1.7M → 992k

Industry  -37%
2.8M → 1.8M

Private -24%
7.1M → 5.4M

Fleet -13%
5.6M → 4.8M

Source:  Dataforce EU28 +EFTA PC& LCV market



Price index grew with +20% to +30% vs. jan 2000

Source:  Autovista24



Europe = fleet market (only 38% private registrations)

38%
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6%
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RAC

Linear
(Private)

Linear  (Fleet)

Source:  Dataforce 12 countr ies PC &  LCV market
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BEV gradually increases to 14% of European PC market

59%

47%

44%

18%

14%

9%

2017 2018 2019 2020 2021 2022

Petrol

Diesel

BEV

PHEV

Hybrid

Gas

Source:  Dataforce EU28 + EFTA PC market

Australia Q1’23
±40 BEV models

Europe Q1’23
200+ BEV models



33% 33%

24%
21%

18% 17%
14% 13%

10%

4% 4% 3%
0%

NOR ISL SWE NLD DNK CHE FIN DEU GBR AUT IRL EUR FRA PRT BEL ROU HUN ESP ITA POL CZE BGR

79%

Source:  Dataforce EU28 + EFTA PC market 2022

Very different view per market



The underlying idea to focus on electrifying fleets

Source:  Transport &  Environment at Remarketing Forum 
2021
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We need to take ownership and prepare the future, now !!!



Used vehicleNew  vehicle sales Monthly rate

Residual
Value
(RV)

Discount

Depreciation

Residual value’s higher importance for BEVs

List Pr ice

Tyres

Tax es

Serv ice

Insurance

Depreciation

Finance

Transaction
Price



Depreciation
62%

TCO mix  BEV

Residual Value is even more critical for BEVs

Depreciation…

TCO mix  Petrol

Source:  MA5 TCO &  residual value workshop



So what about Residual Values?



Key performance drivers (5 mentioned today)



Focus on facts



Build knowledge and support future used BEV buyers

Presenter Notes
Presentation Notes
Quotes I hear from friendsLobby against



21

Understand the second hand market

The second-hand market for
electr ic passenger cars

Ministry of  infrastructure 
and
w ater  management
(The Netherlands)



Optimise remarketing processes



Many of the challenges (opportunities) will increase cost

Source:  MA5 Used vehicle Consulting group,  CARA Academy 



Transport safety, weight, consumption and loading capacity

Source:  MA5 Used vehicle Consulting group,  CARA Academy 



Compound upgrades for efficiency and safety

Source:  MA5 Used vehicle Consulting group,  CARA Academy 



New vehicle return policies (charge, cables, …)

Source:  MA5 Used vehicle Consulting group,  CARA Academy 



Integrate battery SoH (State of Health) in channel steering

Source:  MA5 Used vehicle Consulting group,  CARA Academy 



Will remote inspection be possible or cost effective



Can battery SoH (State of Health) become an unfair wear & tear

Source:  MA5 Used vehicle Consulting group,  CARA Academy 



Detailed SoH (State of Health) & refurbishment for B2C

Source:  MA5 Used vehicle Consulting group,  CARA Academy 



Adjusting the sales processes 

Source:  MA5 Used vehicle Consulting group,  CARA Academy 



Death by incentives
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Incentivise usage versus ownership
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Incentives: volatility, sustainability, effectiveness, …



5% 9%
16%

22%14%

22%

26%
27%

36%
42%

31%

32%

32%

32%
56%

15%

2018 2019 2020 2021 2022 2023

Other

Diesel

Petrol

PHEV

BEV

28%

25% 25%

17%

5%

BEV PHEV Petrol Diesel Hybrid

Defleeting mix  2027

Belgium: 100% deductability purely on BEV as from July 1st

(< July 1st also on PHEV)

Source:  Dataforce Belgium Fleet PC Q1 ‘23 Source:  Dataforce Belgium RTM Q1 ‘23



Used Car incentives
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The battery SoH (State of Health)



Starting point

• Right after  pr ice (69%),  the second most
important subject for  used EV buyers is battery

• Battery  deterioration is technically  
unavoidable

• Range deteriorates &  impacted by temperature 
(16-30%)

• Consumption remains relatively  stable



93.2

95.8

100

97.8

Worse
Treatment

Average 
treatment

Better 
treatment

Driv ing sty le Aggressive Average Anticipatory

Motorw ay use Regularly Sometimes Rarely

Fast charging Frequently Occasionally Never

Charging 
>90% Frequently Sometimes Rarely

Avg.  depth 
charging High Medium Low

Avg.  charge 
@storage 80-100% 50-80% 30-50%

Driver impact on battery SoH (36 months)

Source:  Twaice



State of Health certificate standard set by Remarketing association

Objective
• Facilitate remarketing &  support residual values of used BEVs

through trust in the battery ,
easy to communicate to buyers,
independently assessed and certif ied.

Basic test 2023
• Generated by BMS (Battery  Management System)
• Refers to OEM data

Premium test in 2024
• Ex ternal independent test method
• Stresses the battery
• Requirements def ined in 2023
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Impressive developments enables forecasting SoH

Tw o cells cycled to the 
same capacity
may have very  
dif ferent prognoses,  
depending on
how they got to this 
point (the use-case),
even if  they are 
treated equally  from 
this point forw ard.  

Two Identical Cells, with different histories
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Source:  Elysia,  Global Fleet Conference
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Is the used BEV customer ready to buy ?
Are we ready to sell?

Used BEVs



• Early  adopters
• Business people
• Disposable income
• Trendsetters
• Convenience
• Serv ice level

A client type that creates a bigger opportunity online



We benchmark five main consumer needs

Trust seller
Support my need for reassurance that I
can trust the vendor.

Convenience
Support my online journey
w ith a very easy ex perience,
smooth and seamless.

“My” car = 
choice
Facilitate my search to f ind the best
choice for me personally supported by
filters, favorits and comparisons. I need
to check all details to be sure.

Security
Give me peace of mind that
w henev er something would
go w rong, there is a safety
net.

Trust vehicle
Help me to be confident that the
vehicle is in line w ith ex pectations
by a transparent v iew w ithout
hiding any details.

Source:  MA5 used vehicle website research



Research of used car customer websites reviewing 240+ fields

Search

Narrow down the search to give 
the consumer the confidence he 
picks the best possible vehicle 

according to his/her  w ishes

Trust

Create trust in both seller  and vehicle 
by  highlighting quality ,  being 

transparant on vehicle history  &  
consumer ex periences and offer ing a 

safety  net.

Display

Describe and display  the vehicle to 
create confidence in the choice 

and increase desire of  the product.

Sales

Create a seamless consumer 
online f low by offer ing the 

required serv ices while adding 
ancillary  serv ices sales 

opportunities Electrification

Support the BEV customer in 
his/her  purchase by adding 

the required information and 
trust.

Source:  MA5 used vehicle website research



Results not encouraging

76%

100%

73%

81%

9%

40%

89%

31%

54%

1%

14%

50%

0%

23%

0%

Search Display Trust Sales BEVs

Max

Average

Min

Source:  MA5 used vehicle website research



100,000 used BEVs online today but

• 30% cannot compare BEV versus ICE vehicles
• 95% have no technical EV details
• No “ State of  Health”  details yet
• No support on affordability
• No support on feasibility



Prepare  now and focus on the right things

• The industry  needs to take ownership and steer the electr if ication roadmap

• Sensible policy approach to gradually  integrate BEVs

• Focus on supporting running cost

• Educate to have a professional 1to1 customer interaction

• Communication based on facts supporting customer acceptance

• Nurture the second hand buyer by building trust,  adapt the customer 

journey and optimise UX



Happy to discuss, support, connect, share, …
johan@ma5.eu

• Johan Verbois
• MA5 Used Vehicle Consulting Group

• Slides through 
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