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ELECTRIC VEHICLES ARE HERE!
More than 20 EV models are available at local dealerships today. Dozens more are expected
in the next five years. General Motors by itself says it will have 30 new EV models by 2025.
Automakers and federal and state governments have big plans to promote EV adoption,
through tax incentives and expanded goals for low- or zero-emission vehicles.
And as EVs move from the luxury or niche segments into the mass market, local dealerships
are stepping up to help consumers purchase, finance and service these vehicles.
The best way to achieve the government and automaker goals for EV adoption is to leverage
the 16,000-plus local dealerships and their more than 1.1 million skilled employees
across the nation. Local dealerships are investing millions of dollars in electric charging
infrastructure, new equipment and tools, and in training technicians and salespeople to
be experts on these products.

WHY
DEALERSHIPS?
Mass-market consumers are different from
luxury or elite market segments. They are
price sensitive. They need financing and
the ability to trade in and pay off their old
vehicles. Most wouldn’t think of purchasing a car without a test drive or kicking the
tires on multiple models.
Getting millions of mass-market consumers into millions of new EVs is a monumental
task. Dealerships exist in communities everywhere, offering sales, service, financing
and help through the sales process.
Certified technicians service cars and trucks every day to keep vehicles on the
road. Waiting three or four weeks for a service appointment might be OK when you
have three cars in the garage—but when it comes to the primary (or only) vehicle,
consumers need service, repairs and maintenance right away, at local service centers.
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Some people have suggested scrapping the dealership network and
allowing manufacturers to sell direct. This is a mistake.
Consumers need protections when it comes to buying vehicles and
having them serviced. State laws afford those protections, with
standards for sales and service, and they need to continue to apply
equally to dealerships and automakers. Bottom line, dealerships and
automakers need to play by the same set of rules when it comes to
selling and servicing cars.
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In the mass market, dealerships provide customers with competition and choice.
Dealerships compete against each other for sales and service. Auburn University
economists measured the impact of dealership competition and concluded that it
saves consumers about $500 on the price of a vehicle.
Dealerships also provide a wide range of choices—from EVs to plug-in hybrids
and other fuel-efficient vehicles—to help consumers find the vehicle that is best
for them at a price they can afford.
In their local communities, dealerships are a critical part of the economy and
labor market. Dealerships provide more than 1.1 million good-paying jobs
nationwide in sales, service and management, averaging nearly $70,000 in
compensation across occupations.
And dealerships offer opportunities for advancement into management roles,
without a four-year college degree. It’s not uncommon for employees to start
as technicians and become service managers, general managers or eventually
dealership owners.
Dealerships offer opportunities for Americans from all walks of life, and they are
always hiring and always training and looking for great staff.
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ELECTRIC VEHICLES
ARE COMING
New models are being announced every day. And
factories and the government are working to promote
their adoption into the mass market.
The best way to bring EVs to the mass market is to
leverage America’s network of more than 16,000
local dealerships and their 1.1 million-plus skilled
employees, in communities from Alaska to Florida
and everywhere in between.
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