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A market defined by transition, confidence and new risk
As we move further into 2026, the electric vehicle market is no longer emerging - it is establishing itself 
as a core part of the UK automotive landscape. However, while adoption continues to grow, the transition 
is far from complete. What we are now seeing is a market defined not by momentum alone, but by 
confidence, clarity and the realities of ownership.

Across our live warranty data, a more nuanced picture of EV reliability and cost is beginning to take shape. The 
narrative is shifting away from early-stage concerns around battery failure towards a broader understanding 
of total ownership risk. EVs are proving reliable in many areas, but when faults do occur, the financial 
exposure is often higher - driven by complex components, specialist labour and evolving repair processes.

This is creating a new dynamic for dealers, manufacturers and consumers alike. Electrification does not 
remove uncertainty from vehicle ownership - it changes where that risk sits and how it must be managed. 
The most forward-thinking operators are already adapting, using data to inform stock decisions, pricing 
strategies and customer communication in a market where confidence remains uneven.

However, one of the most significant structural challenges facing the EV market is the shortage of trained 
technicians. As vehicles become more complex and require specialist diagnostics and repair capabilities, 
capacity across the network is under increasing pressure. This is already contributing to longer repair 
times, higher labour costs and a more constrained aftersales experience, reinforcing the need for better 
planning, investment in skills and a more joined-up approach across the industry.

At the same time, the used EV market is entering a critical phase. Increased supply is improving 
accessibility, but it is also placing greater emphasis on transparency around condition, battery health and 
long-term running costs. Buyers are more informed, but also more cautious. Trust, therefore, is becoming 
a defining factor in conversion.

Affordability remains a central theme. As with the wider market, households are balancing the desire to 
transition to electric with the realities of cost. This is influencing not only purchase decisions, but also 
how vehicles are maintained and repaired over time. Flexibility, clarity and reassurance are now essential 
components of the ownership journey.

For the industry, the opportunity is significant. Those who can simplify the EV proposition, reduce 
uncertainty and clearly communicate value will be best placed to lead. This requires collaboration across 
the ecosystem - from manufacturers and retailers to warranty providers and aftersales partners.

At WSG, we continue to invest in data-led insight across all powertrains, with a particular focus on 
understanding real-world EV performance. This report brings together that analysis with perspectives from 
across the industry, providing a grounded view of how the EV market is evolving in practice, not just in theory.

Our position remains clear: confidence will define the next phase of EV adoption. Those who can evidence 
reliability, manage cost and support the customer journey end-to-end will be the ones who capture long-
term growth.

Best wishes

John Colinswood
CEO, Warranty Solutions Group
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AUTOTRADER INSIGHTS

Navigating the next phase of the 2026 car market
Over the past 12 months, the UK EV market has moved into a new and more competitive phase. 
Adoption is continuing, but the story is no longer just about growth - it’s about value, confidence   
and clarity for the consumer.
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One of the most significant shifts has been the 
rapid rise of Chinese manufacturers. Brands 
such as BYD, Omoda and Jaecoo are gaining real 
traction, driven by strong value propositions, high 
specifications and clear, consistent marketing. 

They are not only increasing competition, but 
also reshaping expectations, particularly among 
younger, more digitally engaged buyers.

Despite this progress, the core barriers to EV 
adoption remain familiar. Price, range and charging 
infrastructure continue to dominate consumer 
decision-making, alongside an underlying need for 
reassurance around long-term ownership.

Chinese EV brands BYD, Omoda and 
Jaecoo are gaining market share through 
strong value positioning, high-tech 
features and growing brand visibility.

What’s becoming increasingly clear is that many of 
these concerns are driven more by perception than 
reality. The average daily car journey in the UK is 
just 6-10 miles, which means that for most drivers, 
range anxiety is often misplaced. The message the 
industry needs to communicate is simple: for the 
vast majority of use cases, you will be OK in an EV.

At the same time, the economics are starting to 
shift in a meaningful way. Latest insights show 
that, in some cases, new EVs can now be cheaper 
to purchase than comparable ICE models. 

Price parity is no longer a future milestone - it is 
beginning to become a reality.

The used EV market is now playing a critical role 
in bridging that gap. Pricing has reached near 
parity with ICE vehicles, and we are seeing growing 
demand for 3-5-year-old EVs. 

This is a pivotal moment. As more consumers 
move into EV ownership through the used 
market, real-world experience begins to replace 
speculation. More drivers living comfortably with 
EVs will naturally lead to fewer myths and greater 
overall confidence.

Pricing stability remains central to this shift. Early 
volatility in EV pricing and residual values created 
concern, and while the market is now stabilising, 
value continues to be a key driver of demand. In the 
first quarter of this year, around 30% of EVs were 
sold to private buyers, supported by discounting 
levels as high as 12.8% - notably above the wider 
market average. This reinforces the importance of 
accessible pricing in accelerating adoption.

The average UK car journey is just 6-10 miles 
per day. For most drivers, range anxiety is 
often driven more by perception than real-
world driving habits.

     Consumers don’t need more complexity 
- they need clear, easy-to-understand 
guidance that builds confidence, not 
uncertainty.

Running costs also remain a mixed picture.             
Home charging continues to offer a compelling 
cost advantage, often as low as £5 to £8, while 
public charging can be significantly more 
expensive, sometimes reaching £50. This disparity 
continues to shape consumer perception and 
highlights the need for greater transparency.

In this environment, dealers and partners have a 
critical role to play. EV adoption will not be driven 
by product alone, but by how well the industry 
supports and educates the customer. The focus 
needs to shift away from features and towards 
benefits - helping consumers understand what           
EV ownership actually means in practice, from 
day-to-day usability to long-term cost.

Clear communication around battery health, 
reliability and running costs is essential. As more 
data becomes available and more vehicles move 
through the used market, confidence in these 
areas will continue to strengthen.
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New EVs are now reaching price parity 
with ICE vehicles.

In some comparable segments, electric 
vehicles are now cheaper to purchase 
than petrol and diesel alternatives.

Home charging can cost as little                     
as £5 to £8.

Public charging can reach £50, 
highlighting why transparency around 
running costs remains critical for 
consumer confidence.

Looking ahead, the outlook remains positive...

Consumer uptake will continue to grow as competition increases, battery technology improves 
and new models enter the market. Chinese brands are likely to continue gaining share, while 
established OEMs will play a key role in reinforcing trust and scale through new product launches.

Ultimately, the next phase of EV adoption will be shaped by confidence. As more consumers 
experience the reality of EV ownership, and as the industry becomes better at communicating its 
benefits clearly and consistently, the gap between perception and reality will continue to close.

Those who can simplify the message, demonstrate value and support the customer journey                 
end-to-end will be best placed to lead the market forward.

    
KEY                   
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The EV transition
From the perspective of The EV Cafe - a business 
community that connects organisations and 
individuals across the electric vehicle ecosystem – 
the sector is now transitioning from early adoption 
towards early majority adoption. However, this 
shift has not been entirely linear.

Confidence hinges on clarity &  experience
One of the most important factors shaping the pace 
of EV adoption today is confidence. Businesses 
and consumers alike are seeking clarity from 
government policy, continued investment from 
the private sector and practical experience from 
organisations already operating electric fleets. 

EV ADOPTION

Entering its proving stage
The UK electric vehicle market is entering what many within the industry describe as a proving stage. 
After years of early adoption driven by policy incentives, environmental commitments and corporate 
sustainability targets, the market is now beginning to test whether electric mobility can deliver 
consistently at scale across real-world commercial and consumer environments.

On some days, the progress feels undeniable. 
Fleet operators are electrifying at pace, vehicle 
availability is improving rapidly and more 
businesses are demonstrating successful electric 
fleet strategies. 

On other days, the market is disrupted by shifting 
regulatory timelines, changing incentives or new 
policy debates that can create uncertainty across 
the sector.

These fluctuations are natural signs of a 
market moving through its proving stage. 
The fundamentals are strengthening, but the 
ecosystem is still evolving as infrastructure, 
regulation and market confidence catch up with 
technological progress.

38% of drivers say a battery health certificate would increase their confidence 
in buying a used EV.
Transparency is becoming a critical factor in accelerating used EV adoption. 

The transition is no longer simply about 
technological capability – it is about building trust 
in how the technology performs in everyday use.

Recent industry surveys highlight the importance 
of transparency in strengthening that trust. For 
example, research conducted by The AA found 
that 38% of drivers say a battery health certificate 
would increase their confidence when purchasing 
a used electric vehicle. Initiatives such as battery 
health diagnostics are therefore playing an 
increasingly important role in strengthening the 
second-hand EV market.

As more real-world data becomes available, the 
narrative around EV ownership is shifting.

The UK EV market is moving from early 
adoption to early majority adoption.

The technology is improving quickly, but 
infrastructure, regulation and consumer 
confidence are still catching up. 
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The total cost of ownership conversation
One of the most significant changes in the EV 
discussion has been the growing focus on total 
cost of ownership rather than upfront purchase 
price. 

Across fleet operators and businesses within 
The EV Cafe community, the economic case for 
electrification is increasingly clear when viewed 
over the full lifecycle of a vehicle.

Insights shared during National EV Week, for 
example, suggest that a typical diesel van costs 
around 22p per mile to fuel, while an electric van 
charged overnight at a depot can cost just under 
8p per mile. For a business running a van that 
covers 25,000 miles annually, that difference can 
translate into savings of around £3,500 per year.

Challenging persistent misconceptions
Despite these positive developments, misconceptions around EV ownership still persist. Battery 
reliability, maintenance costs and safety concerns remain common topics of discussion among 
drivers and businesses considering electric vehicles. In many cases, these concerns are shaped by 
outdated information or anecdotal experiences rather than current data.

The most effective way to address these perceptions is through lived experience and credible data. 
As more fleets operate electric vehicles at scale and share their results, the industry is increasingly 
able to demonstrate how EVs perform in real-world conditions.

Within The EV Cafe community, open knowledge exchange plays an important role in this process. 
Sharing operational insights, lessons learned and real-world case studies allows businesses to move 
beyond speculation and make informed decisions based on evidence.

However, for many fleet operators the equation 
is about more than simply energy costs. 
Productivity and downtime are critical operational 
considerations. 

Vehicles must be available when businesses need 
them, which means the charging experience must 
work seamlessly within operational schedules.

If charging infrastructure or grid connections disrupt 
fleet availability, the cost implications can quickly 
outweigh fuel savings. As a result, fleet operators 
are increasingly factoring charging reliability, 
infrastructure planning and operational downtime 
into their total cost of ownership calculations.

One of the most significant                 
changes in the EV discussion                            
has been the growing focus on total 
cost of ownership rather than upfront 
purchase price. 

        Infrastructure remains the biggest 
operational challenge.

For many fleets, grid connections and depot 
charging capacity are now bigger barriers 
than the vehicles themselves.
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market move beyond headline comparisons 
towards a more mature and operationally 
grounded understanding of EV economics.
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Infrastructure remains the critical challenge
While vehicle technology continues to improve 
rapidly, the most significant operational challenge 
facing many organisations remains infrastructure.

Industry bodies such as the SMMT have highlighted 
that the vehicles themselves are no longer 
the primary barrier to adoption. Instead, grid 
connections and depot charging infrastructure 
are increasingly emerging as the key constraints, 
particularly for large commercial fleets.

Collaboration will determine the pace of change
One of the defining characteristics of the EV 
transition is the need for collaboration across the 
entire ecosystem. Manufacturers, charge point 
operators, software platforms, finance providers 
and service partners all play a role in supporting 
organisations through the transition.

The EV Cafe itself was created to encourage 
exactly this type of collaboration – helping 
businesses connect with the expertise, partners 
and solutions required to electrify successfully.

Initiatives such as The EV Cafe Village demonstrate 
how collaboration across the ecosystem 
can accelerate progress by bringing together 
technology providers, infrastructure partners and 
fleet operators in one place.

Innovation rarely happens in isolation. The scale 
of the EV transition means that collaboration is no 
longer optional – it is essential.

An electric van can cost less than 8p              
per mile to charge.

That compares with around 22p per mile 
for a diesel van - creating potential annual 
savings of £3,500 for high-mileage fleet 
operators. 

The road to mainstream adoption
Looking ahead to the end of the decade, several 
milestones will signal that EV adoption has truly 
entered the mainstream.

The UK’s 2030 phase-out of new petrol and diesel 
car sales is already shaping market dynamics, 
while the 2035 zero-emissions requirement for new 
cars and vans will further accelerate the transition.

As vehicle availability increases, infrastructure 
expands and real-world operational data 
continues to demonstrate the economic case for 
electrification, electric vehicles will increasingly 
become the default option rather than an 
emerging alternative.

The transition is already underway. The next five 
years will determine how quickly the industry 
can scale the supporting ecosystem required to 
make electric mobility work for businesses and 
consumers alike.

For many organisations, the transition therefore 
requires careful planning. Businesses must evaluate 
vehicle usage patterns, identify the most suitable 
routes for electrification and ensure that charging 
infrastructure can support operational requirements.

The industry is also recognising the need for patient 
investment to ensure the transition can scale 
sustainably. Building the infrastructure required to 
support widespread electrification will take time, 
coordination and long-term commitment from both 
the public and private sectors.

The growing requirement for Scope 3 emissions 
reporting is also playing an important role in 
accelerating this investment. As businesses 
become increasingly accountable for emissions 
across their value chains, electrification strategies 
are becoming a central part of corporate 
decarbonisation plans.
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Find out more at evcafe.org
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EV REPAIR COSTS

EV repair costs rise as labour complexity and electrical faults increase
Average labour rate across EV repairs has now reached £92.04 per hour, with average labour costs 
accounting for £207.08 per claim. Labour alone now represents almost 30% of the total repair cost 
for electric vehicle claims, reflecting the growing technical complexity involved in diagnosing and 
repairing modern EV systems.
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Unlike traditional internal combustion vehicles, 
many EV repairs require specialist high-voltage 
training, additional safety procedures and more 
advanced diagnostic processes. As a result, 
workshop repair times are increasing, with the 
average EV repair now requiring 2.07 labour hours 
per claim. Lower arm suspension faults accounted for 2.86% of 

claims, demonstrating that despite the shift toward 
electrification, traditional wear-and-tear components 
remain an important factor in long-term ownership 
costs. The additional weight carried by many EVs 
continues to place greater strain on suspension 
systems, tyres and steering components.

Labour summary
Average labour rate £92.04
Average labour cost per claim £207.08
Average % of labour per claim 29.90%
Average labour hours 2.07

Most common faults - top 6
Fault Fault rate Av. claim value
Central locking 4.29% £395.61
Charge flap actuator 3.57% £301.84
Lower arm 2.86% £388.88
PDC sensor 2.74% £301.57
Charger port 2.14% £1,881.66
Battery 2.09% £210.78

The data also reveals a growing concentration 
of faults linked to electronic systems, sensors 
and charging components rather than traditional 
mechanical failures.

Central locking solenoids and switches emerged as 
the most common EV fault category, accounting for 
4.29% of all claims analysed. 

While relatively small in nature compared to major 
drivetrain repairs, the frequency of these electrical 
issues highlights how EV ownership is becoming 
increasingly dependent on software integration and 
electronic component reliability.

Battery-related faults accounted for 2.14% of 
claims with a comparatively moderate average 
claim value of £210.78, suggesting that while 
battery concerns continue to dominate public 
discussion around EV ownership, many day-to-day 
repair issues are increasingly linked to supporting 
electrical systems and component integration.

       The average EV repair now requires 
2.07 labour hours per claim as diagnostic 
complexity and high-voltage safety 
procedures continue to increase.

Central locking solenoids and switches 
emerged as the most common EV fault 
category, accounting for 4.29% of all 
claims analysed.

Charge flap actuators ranked as the second most 
common fault at 3.57%, further reinforcing how 
electronically controlled access and charging 
systems are becoming recurring repair areas 
across the EV market.

One of the most significant findings within the 
dataset relates to charger port failures. Although 
representing just 2.14% of faults, charger port 
repairs recorded the highest average claim value at 
£1,881, highlighting the substantial cost exposure 
associated with charging system failures and high-
voltage component replacement.



According to City Auction Group, the past 12 
months have seen a significant shift in how electric 
vehicles perform across remarketing channels. 

As pricing has become more realistic and more 
vehicles have entered the used car parc, dealer 
demand has strengthened considerably.

This marks an important turning point for the 
sector. Early uncertainty around residual values 
and long-term ownership costs is now being 
replaced by a more balanced, data-driven 
approach to buying and selling used EVs.

CITY AUCTION GROUP INSIGHTS

Used EV auction market reaches a turning point
The UK used electric vehicle market is entering a new phase of maturity, with auction data showing 
stabilising prices, rising stock levels and growing dealer confidence.

City Auction Group reports a consistent buying 
trend across EV brands, with dealers increasingly 
needing to replenish forecourts as consumer 
demand improves. Rather than sharp price 
declines, the market is now seeing a gradual 
levelling, reflecting a healthier balance between 
supply and demand.

This stability is also being supported by increasing 
stock availability. 

Compared with this time last year, more used 
EVs are entering the market from manufacturers, 
leasing companies and fleet returns. This growing 
supply is helping to normalise pricing while 
improving conversion rates across the sector.

Model preferences shape competition

Dealer competition remains strongest for 
established, high-volume EV models. Tesla 
and Volkswagen vehicles continue to attract 
significant bidding activity, reflecting strong 
brand recognition and proven market demand.

At the same time, value-focused brands such 
as Renault, Nissan and Peugeot are gaining 
traction, appealing to dealers seeking affordable 
entry points for customers transitioning to electric 
ownership. These brands are increasingly seen 
as offering the strongest balance between price 
accessibility and practical real-world usability, 
making them particularly attractive within the 
growing used EV segment.

As the market matures, these patterns highlight 
how EV demand is becoming increasingly 
segmented, with different buyer profiles driving 
interest across premium, mainstream and value 
categories.

Used EV pricing is stabilising after                                 
a period of volatility.

Dealers are now seeing more predictable 
pricing patterns, making stock acquisition 
decisions far easier.

Pricing stabilises as confidence returns
One of the most notable developments has been 
the stabilisation of EV pricing at auction. After a 
period of volatility, values across many brands 
are now settling into more predictable patterns, 
enabling dealers to plan stock acquisition with 
greater confidence.
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Tesla and Volkswagen continue to attract 
the strongest bidding activity at auction.

Meanwhile, value-driven brands such as 
Nissan, Renault and Peugeot are gaining 
traction as affordable entry points into 
EV ownership.
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Transparency drives conversion rates
A key factor supporting dealer confidence has 
been improved transparency around vehicle 
condition, particularly battery health.

Regional demand differences remain
Geographic trends continue to influence EV 
demand. Dealer activity remains strongest in 
England, particularly in southern regions where 
charging infrastructure is more developed.

In contrast, Northern Ireland still faces infrastructure 
challenges that limit consumer uptake, while the 
Republic of Ireland is experiencing particularly strong 
EV demand, supported by favourable policy and 
growing consumer acceptance.

Alongside these established manufacturers, 
the UK market is also beginning to see a notable 
influx of newer international entrants, including 
rapidly expanding Asian brands such as BYD. 
As these manufacturers continue to build retail 
infrastructure, strengthen dealer networks and 
increase vehicle availability, they are expected 
to play an increasingly influential role in shaping 
future supply dynamics.

This evolving competitive landscape suggests the 
UK used EV market may be entering a particularly 
interesting period, where established brands, value 
players and emerging global manufacturers all 
compete for dealer attention and consumer demand.

As supply continues to rise, specialist remarketing 
services will play a bigger role in supporting dealer 
confidence and market growth.

A market set for continued growth
Looking ahead, City Auction Group expects the 
used EV auction market to continue expanding 
over the next 12 to 18 months. 

Leasing companies are already signalling a shift 
towards significantly higher EV volumes, with some 
forecasting a potential 50-50 split between electric 
and ICE vehicles within certain fleets.

As supply increases and pricing stabilise further, 
the role of data, transparency and specialist 
remarketing services will become even more critical 
in supporting dealer confidence and ensuring the 
continued growth of the used EV sector.

       Some leasing companies are forecasting 
a 50/50 split between EV and ICE vehicles.

As supply rises, specialist remarketing 
services will play a bigger role in supporting 
dealer confidence and market growth.
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a  major driver of conversion.

State-of-health battery testing and 
underbody chassis scans are helping 
remove uncertainty and build buyer 
confidence.

City Auction Group now provides both state-
of-health battery assessments and underbody 
chassis scans, allowing buyers to confirm battery 
protection integrity and identify potential damage 
before purchase. 

As the only UK remarketing provider offering both 
services, this approach has played a significant 
role in reducing uncertainty around EV purchasing.

As a result, EV conversion rates at auction are now 
approaching parity with traditional ICE vehicles, 
provided condition standards are comparable.
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In early 2026, the market reached another milestone, 
with record-breaking EV sales, including more than 
86,000 registrations in March alone. This reflects a 
major shift in consumer behaviour, where buyers are 
increasingly prioritising total cost of ownership and 
monthly affordability over basic range concerns.

At the same time, although customers are far more 
knowledgeable about electric vehicles than they 
were a few years ago, it’s important this is never 
assumed. For many consumers, it may still be 
the first time they are considering an EV, so the 
education journey remains critical.

In parallel, Nissan’s e-POWER hybrid technology, 
available on the Qashqai and X-Trail, provides a 
valuable bridge for consumers who want many of 
the benefits of electric driving without the need to 
recharge.

Ultimately, consumer demand will continue to 
dictate the pace of EV adoption, but choosing to go 
electric is supported by growing confidence in EV 
reliability. Through the first and second-generation 
LEAF, Nissan has built more than 15 years of real-
world reliability data, helping to create familiarity 
and trust among drivers.

This legacy has played an important role in 
proving that EVs are not simply an alternative 
to combustion vehicles, but can offer lower 
maintenance requirements, improved durability 
and more cost-effective ownership.

This is particularly important in the used EV market, 
where long-term reliability and battery health remain 
two of the biggest drivers of buyer confidence.

Encouragingly, both Nissan’s own data and third-
party insights from organisations such as Warranty 
Solutions Group continue to show that EVs are 
consistently proving more reliable than petrol, 
diesel and hybrid vehicles. 

This is helping approved used EVs become an 
increasingly attractive entry point into electrification.

THE NEXT PHASE OF EV GROWTH

Defined by confidence, choice and everyday reliability
The UK electric vehicle market has undergone a significant transformation over the past few years, 
moving from a niche segment into a dominant mainstream force.

For Nissan, as the brand that launched the original 
LEAF more than 15 years ago - the world’s first 
mass-produced electric vehicle - supporting 
customers through that transition has long been 
part of the business.

Today, with the all-new LEAF, MICRA EV, ARIYA and 
the forthcoming JUKE EV, alongside Nissan’s electric 
LCV range, the business is providing customers with 
more electric options than ever before. 

EV MARKET MOMENTUM

•	 86,000+ EV registrations in March 2026

•	 Shift from niche to mainstream

•	 Focus on affordability and ownership cost

CONFIDENCE DRIVES ADOPTION
•	 15+ years of real-world EV data

•	 EVs proving more reliable than ICE

•	 Used EVs building trust with buyers
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The used EV market itself is also becoming more 
stable. Following a period of pricing volatility, the 
market is showing stronger stability, while growing 
supply is being matched by rising demand.

According to Indicata’s latest Market Watch report, 
the Nissan LEAF was the UK’s fastest-selling used 
car in October 2025 - outperforming every make 
and model regardless of fuel type. Significantly, it 
was the first time an EV had topped the UK’s overall 
speed-of-sale rankings.

At the same time, EVs are becoming far more 
versatile. Features such as Vehicle-to-Load, 
Vehicle-to-Home and Vehicle-to-Grid technology 
are shifting electric vehicles beyond transportation 
alone and positioning them as part of the wider 
home energy ecosystem.

Nissan’s Vehicle-to-Grid technology, launching 
with the all-new LEAF, is one example of how EV 
ownership is evolving. In the future, owners could 
use stored battery energy to support the grid 
during peak demand periods and potentially offset 
charging costs through smarter energy usage.

WHAT CUSTOMERS EXPECT...

Battery transparency

Clear servicing and repairs

EVs as part of the home energy ecosystem

Over 15 years of EV development has reinforced 
one clear lesson - customers want more than 
sustainability credentials.

They want design, technology, practicality and 
convenience without compromise, and reliability 
and confidence. 

The brands that truly deliver against that brief 
will be the ones best positioned to lead the 
next phase of EV growth.

USED EV MARKET SHIFT

•	 Pricing stabilising

•	 Supply and demand rising together

•	 LEAF fastest-selling used car (Oct 2025)
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Looking ahead, transparency will play an 
increasingly important role in maintaining 
confidence. Standardised battery health reporting 
is likely to become the norm, giving buyers greater 
reassurance around long-term ownership.

Beyond battery transparency, customers also 
want reassurance that servicing and repairs will be 
straightforward. Nissan continues to support its 
dealer network through advanced diagnostic tools 
that provide instant battery health assessments, 
alongside ongoing training to ensure retailers 
can confidently explain long-term ownership, 
maintenance requirements and repair processes. 

As more EVs enter the used market, that 
combination of transparency and aftersales 
expertise will become increasingly important.
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Data from Bumper’s business intelligence arm, 
AutoBI, shows that EV repairs are, on average, 
19% cheaper than equivalent internal combustion 
engine repairs, driven by fewer moving parts, lower 
labour hours and reduced component complexity. 

However, despite this, customer perception tells a 
very different story. According to Bumper’s latest 
Automotive Aftersales Report, 73% of motorists 
believe EVs have a higher cost of ownership, while 
25% of would-be EV buyers say concerns around 
repair and servicing costs are putting them off. 

THE AFFORDABILITY GAP

Why perception, not cost, is shaping EV aftersales
As electric vehicles continue to move into the used market, a new challenge is emerging across the 
aftersales landscape. It is not driven by rising repair costs alone, but by the gap between perception 
and reality when it comes to affordability.

Confidence, not cost, is driving 
decision-making
As a result, affordability is no longer just about 
the size of the bill. It is increasingly about 
predictability and confidence.

EV customers may be more cautious when 
authorising work, not because repairs are 
necessarily more expensive, but because they are 
less familiar. This uncertainty can lead to hesitation, 
particularly when unexpected issues arise.

This disconnect is becoming one of the most 
influential factors shaping customer behaviour in 
the EV aftersales journey.

EV repairs are 19% cheaper on average 
than ICE, but  73% of motorists still 
believe EVs cost more to own. Perception 
is shaping behaviour more than reality.

Payment flexibility - a conversion driver
The role of payment solutions is therefore becoming 
increasingly important in bridging this gap. 

Bumper’s research shows that 48% of drivers 
prioritise the ability to split costs interest-free, 
while 46% of customers who decline urgent work 
cite affordability as the primary reason. 

For EV customers in particular, the availability of 
flexible payment options helps reduce perceived 
risk and improves confidence at the point of 
decision-making. When these options are 
introduced early in the customer journey, approval 
rates increase significantly, especially for non-
urgent or advisory work.

This is not just about affordability. It is about giving 
customers control and removing the uncertainty 
that often prevents them from proceeding.

Even where repair costs are objectively lower, 
the perceived risk remains high. This means 
that customers are placing greater emphasis on 
understanding costs upfront and managing them 
over time, rather than reacting to price alone.

48% of drivers prioritise interest-
free payment options

46% of drivers declining urgent 
work cite affordability concerns

Flexibility is becoming a key 
conversion driver

PAYMENT FLEXIBILITY MATTERS...
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Changing expectations around value and 
transparency
Customer expectations are also evolving in 
response to wider economic pressures. 

While drivers across all vehicle types typically 
expect discounts of around 10%, EV owners 
are showing slightly higher expectations around 
reductions, indicating increased sensitivity to 
perceived value. 

At the same time, workshops are moving away 
from reactive discounting and towards more 
structured, transparent conversations.

Trust is becoming the defining factor. Around 69% 
of drivers cite trust and reliability as the primary 
drivers of workshop choice, while 70% of service 
advisors believe pricing has the greatest impact on 
customer satisfaction. Payment solutions play a key role in this shift. By 

making costs more manageable and reducing 
the likelihood of delayed or declined work, they 
support ongoing engagement and increase lifetime 
customer value.

This is particularly important as affordability 
pressures persist. Over 50% of service advisors 
now cite customer affordability as their biggest 
challenge, while both EV adoption and cost 
sensitivity are expected to continue rising over the 
next 12 to 24 months. 
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TRUST IS THE NEW CURRENCY...

69% of drivers prioritise trust and 
reliability

70% of advisors say pricing impacts 
satisfaction most

Clear communication is replacing 
reactive discounting

This is shifting the focus from price negotiation to 
clarity, communication and consistency.

A new model for EV aftersales profitability
As EV adoption increases, the commercial model 
for aftersales is also evolving. EVs typically generate 
lower revenue per visit due to reduced servicing 
requirements. As a result, long-term profitability is 
becoming more dependent on customer retention 
rather than individual transaction value.

Bridging the perception gap
Ultimately, the challenge facing the industry is 
not just cost - it is perception. The reality is that 
EVs can be cheaper to maintain. But unless that 
message is clearly communicated and supported 
by transparent pricing and flexible payment 
options, customer behaviour will continue to be 
shaped by uncertainty.

Workshops that succeed in the EV era will be those 
that address this gap directly. By combining clear 
communication, structured payment solutions and 
a focus on customer confidence, they will be best 
placed to convert work, retain customers and build 
sustainable profitability as the EV parc continues 
to grow.

THE FUTURE OF EV AFTERSALES
•	 EVs generate lower revenue per visit
•	 Retention and customer lifetime value becoming critical
•	 Workshops that build confidence will protect profitability

13



The first point to make is that EV reliability is no 
longer a question of uncertainty. Many models 
now demonstrate very low claim rates, with some 
vehicles showing exceptionally strong performance. 

The Nissan Leaf, for example, recorded a claim rate 
of just 2.42% in our latest dataset, reinforcing the 
strength of well-established EV platforms .

EV RELIABILITY

What the warranty claims data is really telling us
As the EV market matures, the conversation around reliability is starting to shift. For a number of 
years, much of the focus has been on perception - particularly around battery failure and long-term 
durability. What we are now seeing, through live warranty claims data, is a much clearer and more 
grounded picture of how electric vehicles actually perform in the real world.

Perhaps the most interesting insight from a claims 
perspective is where faults are actually occurring. 
There has been a long-standing assumption that 
battery-related issues would dominate. In reality, 
that is not what we are seeing.

The majority of EV claims are linked to suspension, 
thermal management and auxiliary components. 
Anti-roll bar links are the most common failure point, 
accounting for the highest proportion of claims. 

This is largely driven by the increased weight of 
EVs, which places greater and more consistent 
load on suspension systems, accelerating wear .

          The Nissan Leaf recorded a claim rate          
of just 2.42%.
The data reinforces how well-established             
EV platforms are proving highly reliable in 
real-world ownership.

However, the second point is just as important - 
not all EVs perform equally. There are significant 
variations between models, and these differences 
are becoming more visible as vehicles age and move 
into the used market. Reliability in the EV sector 
is highly model-specific and understanding that 
variation is critical for both retailers and consumers.
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common EV issue.
The majority of claims are linked to 
suspension, thermal management 
and auxiliary components instead.

14 15

Other frequent claims
Lower arm faults and air conditioning compressor 
failures also feature prominently. The latter is 
particularly significant, as these systems are 
now integrated into the vehicle’s broader thermal 
management architecture, increasing both 
complexity and repair cost.
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common EV fault.

Heavier EVs place greater pressure on 
suspension systems, accelerating wear 
on key components.

What it means for the industry
For the industry, this has important implications. 
Consumers still tend to view EVs through the lens 
of lower running costs, but that narrative needs to 
be balanced with a more realistic understanding of 
repair severity. Setting the right expectations will 
be key to maintaining long-term confidence.

It also reinforces the importance of EV-specific 
warranty solutions. Traditional ICE-based products 
do not fully reflect the risk profile of electric 
vehicles. Cover needs to be designed around high-
voltage systems, software and complex electrical 
components, rather than simply adapted from 
existing models.

What does it mean for claims?
From a claims perspective, this is where the real 
shift is happening.

The issue is no longer how often something goes 
wrong, but the financial exposure when it does. 
Premium EV models, in particular, are showing that 
advanced systems and higher-spec components 
can drive significantly higher repair costs.

Looking ahead
As more EVs enter the used market, the role of claims 
data becomes even more important. It provides a 
real-world view of performance, helping dealers 
make better stocking decisions and enabling more 
transparent conversations with customers.

Ultimately, the EV market is moving into a more 
mature phase - one where understanding risk is 
just as important as understanding technology.

This points to a key reality of EV ownership. While 
electric vehicles are mechanically simpler in some 
respects, they are not risk-free. 

In fact, they present a different risk profile - one 
that combines lower overall claim frequency in 
many cases, with higher repair costs when faults 
do occur.

From a repairs perspective, the message is clear. EVs are proving reliable, but they are not uniform. 
The detail matters. And those who can interpret that detail will be best placed to manage risk, 
protect customers and build long-term confidence in electric vehicle ownership.



From a training and workshop perspective, Pro-Tech 
MOT & Automotive Academy sees a clear divide 
emerging within the industry. 

Some businesses are investing heavily in equipment, 
safety processes and technician development, 
while others remain only “EV aware” rather than 
fully EV capable.

EV READINESS IS IMPROVING

But the skills gaps remain a critical challenge
As the UK electric vehicle parc continues to grow, the readiness of the aftermarket sector is 
becoming one of the most important factors shaping the pace of adoption. While significant 
progress has been made, the reality across workshops and dealer networks remains uneven.

Confidence - the hidden barrier to EV 
adoption
However, the issue is not simply one of 
qualifications. A deeper and often overlooked 
barrier is technician confidence.

Many experienced technicians have spent decades 
being trained to treat high-voltage systems as 
inherently dangerous. Transitioning into EV 
work therefore requires more than theoretical 
knowledge. It requires hands-on exposure, 
safe working routines and repeated practical 
experience to build trust and confidence.

This leaves a substantial skills gap as EV volumes 
continue to rise and reinforces why workshop 
readiness is now a critical industry issue rather 
than a future concern.

Diagnosis is the new skill frontier
Diagnosis remains one of the most significant 
technical challenges workshops face today. EVs 
are fundamentally data-led and systems-driven, 
meaning traditional “trial and error” approaches 
quickly become inefficient and costly.

At Pro-Tech, this is seen every week. Technicians 
who initially express concern often become 
confident and capable once they have practised 
safe isolation procedures, worked through real 
diagnostic scenarios and developed familiarity 
with EV systems. The fear is real, but it is also 
highly manageable when training is practical, 
structured and confidence-led.

The scale of the challenge is highlighted by industry 
data. According to IMI TechSafe forecasts, just 26 
percent of UK technicians are currently EV qualified, 
equating to around 71,942 individuals nationwide. 

Only 26% of UK technicians are 
currently EV qualified.
That equates to just 71,942 technicians 
nationwide, highlighting a major skills 
gap as EV volumes continue to rise. 

Common issues encountered in workshops 
include 12-volt system faults presenting as high-
voltage problems, complex thermal management 
systems involving multiple coolant circuits, and 
charging faults that can originate from the vehicle, 
the infrastructure or software interactions.

EV work is increasingly linked to advanced driver 
assistance systems, requiring strict adherence 
to calibration, reset procedures and post-repair 
commissioning. This shift means technicians 
must now operate as systems specialists rather                    
than purely mechanical repairers.

EV servicing isn’t disappearing -                        
it’s changing.

The industry is shifting from traditional 
mechanical repairs towards diagnostics, 
software capability and process discipline. 
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The shift from mechanical skills to 
process discipline
As EV technology evolves, the nature of repair work 
is shifting dramatically. Early-generation EVs were 
comparatively simple, but modern vehicles are 
now software-defined platforms where multiple 
systems interact continuously.

This represents a fundamental change in 
technician skill requirements. Success is no longer 
determined solely by mechanical ability, but by 
understanding process discipline, interpreting data 
correctly and following precise safety procedures.

Workshops must also adapt to new operational 
routines, including safe isolation protocols, 
controlled working zones and specialised 
equipment requirements. These changes are not 
simply technical adjustments but cultural shifts in 
how workshops operate day to day.

The UK will need nearly 193,000                     
EV-qualified technicians by 2035.

Without sustained investment in training, 
safety processes and workshop capability, 
the aftermarket risks becoming a 
bottleneck to long-term EV adoption. 

Technician confidence remains one of  the biggest hidden 
barriers to EV readiness.

Many experienced technicians have spent decades being 
trained to treat high-voltage systems as dangerous. Building 
confidence through practical training, safe isolation routines 
and real-world diagnostic experience is now  just as important 
as formal qualifications. 

A confidence-led future for EV servicing
Ultimately, the workshops that thrive in the 
EV era will be those that prioritise technician 
confidence, foster a strong safety culture and treat 
EV capability as a core part of their operational 
strategy rather than an optional add-on.

As Pro-Tech’s experience shows, technicians are 
not resistant to EVs because they are unwilling 
to learn. They are cautious because they want to 
work safely. When that concern is respected and 
addressed through proper training and support, 
confidence grows rapidly.

And with confidence comes competence - the 
foundation upon which a resilient, EV-ready 
aftermarket sector will be built.

Investing in the foundations of future 
readiness
For dealer principals, the priorities for 
futureproofing aftersales operations are 
clear. Investment must focus first on people, 
processes and safety before tools.

Building structured training pathways, implementing 
robust workshop safety controls and investing 
in diagnostic capability are essential steps. 
Importantly, training should not be treated as a 
one-off activity. Continuous accreditation and 
regular practical refreshers are necessary to keep 
pace with rapidly evolving vehicle technology.

Looking ahead, the scale of the challenge 
becomes even clearer. IMI forecasts indicate 
the UK will require nearly 193,000 EV-qualified 
technicians by 2035, highlighting the urgency of 
addressing the skills gap today. 

Misconceptions still shape market 
behaviour
Misconceptions extend beyond workshops to 
dealers and consumers. A persistent belief is that 
EVs require little or no servicing, when in reality 
they still require regular maintenance, albeit of a 
different nature.

Another common myth is that all EV repairs 
are prohibitively expensive. While high-voltage 
component failures can carry significant 
costs, many real-world issues are relatively 
straightforward and cost-effective when diagnosed 
correctly. Clear communication and education 
therefore play a crucial role in building confidence 
across the market.
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EV MARKET INSIGHTS

The EV market is entering its “quiet boom” phase

Pricing and competition are reshaping 
the market
One of the most significant developments has 
been the gradual movement towards pricing parity 
between EVs and traditional powertrains.

Carwow notes that the market is now seeing the 
first genuine examples of EV pricing aligning closely 
with petrol, diesel and hybrid alternatives across key 
segments, although much of this continues to be 
supported by manufacturer discounting.

The UK electric vehicle market is entering a new phase of maturity, where growth is increasingly 
being driven not by early adopters, but by mainstream consumers looking for practicality, affordability 
and confidence in long-term ownership.
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The EV market is no longer being shaped solely 
by technology enthusiasts or environmentally 
motivated buyers. Instead, consumers are 
increasingly approaching electric vehicles from a 
more pragmatic perspective, balancing affordability, 
running costs and long-term value against a rapidly 
evolving market.

According to Carwow, EV demand across its 
platform remains resilient, with new EV enquiries 
rising by 14% in March as motorists reacted to 
continued volatility in fuel prices. 

But beyond short-term market conditions, a 
broader behavioural shift is taking place.

Chinese manufacturers are playing a particularly 
significant role in this shift, producing vehicles at 
lower cost and aggressively pricing to build market 
share. As a result, the competitive landscape is 
changing rapidly and giving consumers more choice 
than ever before.

This is also reshaping consumer behaviour. More 
than 67% of consumers surveyed by Carwow are 
now considering at least one brand they have never 
previously owned, while 51% are only looking at 
brands entirely new to them.

The EV market is no longer being driven 
solely by early adopters - mainstream 
consumers are now leading the shift 
towards practical, affordable electric 
motoring.

Awareness of emerging EV brands has increased 
dramatically. In 2023, around 63% of consumers had 
not heard of manufacturers such as BYD, JAECOO or 
AION. Today, that figure has fallen to just 16%.

         The EV market is no longer being driven 
solely by early adopters - mainstream 
consumers are now leading the shift towards 
practical, affordable electric motoring.

Transparency is becoming critical
As EV adoption grows, transparency around 
real-world ownership is becoming increasingly 
important. While traditional “range anxiety” is 
gradually fading, uncertainty around charging, 
running costs and long-term usability still 
influences customer confidence. 

According to Carwow’s Car Confidence Study, 
clear information around real-world performance 
is now one of the biggest drivers of EV conversion.
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A market moving into the mainstream
Looking ahead, Carwow believes the next 12 to 24 months will be defined by the continued normalisation 
of electric vehicles.

Affordable EVs are driving mainstream 
growth
Affordable compact SUVs and hatchbacks are 
currently among the strongest-performing EV 
segments.

Models such as the Ford Puma Gen-E, Renault 
5 E-Tech and Dacia Spring have generated 
particularly strong enquiry levels on the Carwow 
platform, reflecting growing demand for more 
accessible electric vehicles.

Chinese brands are also seeing rapid growth.                   
BYD moved into first place for total EV leads on the 
platform in March, while the JAECOO 5 emerged as 
the most-considered model during the first quarter 
of 2026.

Importantly, once consumers experience EV 
ownership directly, attitudes change significantly. 
Carwow’s research shows that 82% of drivers 
say they would not return to an ICE vehicle after 
switching to electric.

This is changing the role of dealerships. Retailers are 
increasingly moving away from purely transactional 
sales approaches and towards more education-led 
customer journeys.

Carwow’s EV Hub attracted 475,000 users in a 
single month, underlining the scale of consumer 
demand for trusted EV guidance. At the same time, 
35% of UK drivers have still never sat in an electric 
vehicle, highlighting how important test drives and 
hands-on experience remain in building confidence.

82% of drivers say they would not return 
to an ICE vehicle after switching to 
electric, according to Carwow’s Car 
Confidence Study.
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will not be driven by hype alone, 
but by confidence, usability and 
affordability.

Affordability pressures and policy uncertainty remain challenges for some consumers, but the arrival of 
more competitively priced vehicles, increased familiarity and stronger infrastructure are steadily reducing 
barriers to adoption.

The next phase of EV growth is unlikely to be driven by hype alone but will be shaped by confidence, usability 
and the growing sense that electric vehicles are becoming an increasingly normal part of everyday motoring.



RELIABILITY LEADERS REVEALED 

Claim rates expose growing ownership divide
Significant differences are beginning to emerge between EV manufacturers as the electric vehicle market 
continues to mature, with a growing gap developing between the strongest and weakest performers.
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At the top of the rankings sits Renault, which 
recorded the lowest claim rate in the dataset at just 
1.39%. The result reflects the increasing maturity 
of the manufacturer’s EV platforms and highlights 
how reliability is becoming a key differentiator as 
electric vehicle adoption continues to grow.

Close behind was Nissan with a claim rate of 
2.38%, reinforcing the long-standing reputation of 
the Nissan Leaf as one of the most established and 
dependable electric vehicles on UK roads. 

MG completed the top three with a claim 
rate of 3.08%, continuing the brand’s strong 
performance as one of the UK’s fastest-growing EV 
manufacturers.

Other strong-performing manufacturers included 
Vauxhall (3.70%), MINI (3.85%) and Peugeot 
(4.26%), while Hyundai also performed well with a 
claim rate of 5.56%. 

Importantly, many of the strongest-performing 
manufacturers also maintained relatively controlled 
repair costs, demonstrating that reliability and 
affordability are increasingly working hand-in-hand 
as the EV market matures.

Renault recorded the lowest EV claim 
rate in the dataset at just 1.39%.

        Nissan and MG completed the top three 
with claim rates of 2.38% and 3.08%.

For dealers, these findings provide valuable insight 
into the brands delivering the strongest long-term 
ownership experience. As the used EV market 
continues to expand, reliability is becoming an 
increasingly important factor in stock selection, 
customer confidence and vehicle desirability.

Vehicles that demonstrate lower claim rates not 
only help reduce warranty exposure but can also 
support stronger customer satisfaction and repeat 
business. As more consumers enter the EV market 
for the first time, confidence in long-term reliability 
is becoming just as important as range, charging 
capability and purchase price.
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For dealers and consumers alike, these findings provide 
an important real-world benchmark when assessing long-
term ownership costs, customer confidence and vehicle 
desirability within the rapidly expanding used EV market.

These findings reinforce a broader trend emerging 
across the sector. Manufacturers with more mature 
EV platforms, proven battery management systems 
and greater real-world ownership experience are 
increasingly delivering stronger long-term reliability 
performance. 

At the opposite end of the table, several manufacturers 
recorded significantly higher claim rates.

Skoda recorded the highest claim rate within the 
dataset at 20.00%, followed by Ford at 19.35%. Jaguar 
also recorded a notably higher claim rate at 16.67%, 
highlighting the challenges some manufacturers 
continue to face as EV technology evolves and vehicle 
complexity increases.

The data suggests that as electric vehicles become 
larger, more technologically advanced and 
increasingly reliant on interconnected software 
and electronic systems, repair frequency can 
increase alongside repair costs. Premium features, 
sophisticated driver assistance systems and more 
complex electrical architectures can all contribute 
to greater repair exposure over time.

However, the wider picture remains encouraging. 
Several manufacturers are now delivering reliability 
levels that compare favourably not only against 
other EV brands, but increasingly against traditional 
petrol and diesel vehicles. 

As battery technology, software integration and 
manufacturing processes continue to improve, 
reliability is likely to remain one of the strongest 
drivers of future EV adoption.

Skoda recorded the highest claim                             
rate in the dataset at 20.00%.

The average EV claim rate across all 
manufacturers currently stands at 8.37%.

CLAIMS BY MANUFACTURER

Make Claim rate Av. claim

Renault 1.39% £130.44

Nissan 2.38% £682.25

MG 3.08% £140.67

Vauxhall 3.70% £569.42

MINI 3.85% £953.39

Peugeot 4.26% £382.03

Hyundai 5.56% £417.41

Polestar 8.22% £1,026.80

BMW 8.77% £381.70

Volvo 9.09% £600.75

Mercedes 9.09% £855.78

Volkswagen 9.24% £471.73

Audi 10.39% £562.44

Tesla 10.45% £612.50

Porsche 11.21% £1,087.66

Citroen 13.33% £166.87

Mazda 16.67% £149.46

Jaguar 16.67% £1,182.50

Ford 19.35% £905.60

Skoda 20.00% £303.72

8.37% £692.58
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EV COST PRESSURES

Premium EV repairs expose growing cost pressures across the market
Warranty Solutions Group’s latest EV claims data highlights the increasingly significant repair costs 
associated with some of today’s most technologically advanced electric vehicles, with premium 
models dominating the highest-value claims across the market.
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Jaguar’s I-PACE recorded the single most 
expensive EV repair within the dataset at £4,801. 

The claim involved multiple high-voltage and 
battery-related components, including thermal 
paste systems, battery lid assembly kits and safe 
voltage reduction systems. 

The scale and complexity of the repair reinforce 
the growing financial exposure associated with 
advanced battery management and cooling 
technologies in premium electric vehicles.

Porsche’s Taycan appeared repeatedly throughout 
the highest-value claims table, underlining the repair 
demands associated with high-performance EVs.

Jaguar’s I-PACE recorded the 
single most expensive EV repair 
in the dataset at £4,801.24.

A second Jaguar I-PACE claim also featured 
prominently among the highest-value repairs at 
£3,127 for a coolant heater issue.

This further highlights how thermal management 
systems are becoming increasingly important 
within modern EV architecture.

Claims involving onboard chargers, diagnosis 
procedures, charger ports and air compressor 
systems all generated repair costs exceeding 
£2,000, with one Taycan claim reaching £3,051.

Charging systems continue to emerge as one 
of the most expensive areas of EV ownership 
when faults occur. Two separate Porsche Taycan 
charger port repairs exceeded £2,000, reflecting 
the growing cost exposure surrounding high-
voltage charging infrastructure and associated 
electronic components.

       Porsche Taycan charger port repairs 
exceeded £2,000, highlighting the growing 
costs with high-voltage charging systems.
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Top 10 most expensive EV claims
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Tesla also featured heavily within the most expensive 
repairs dataset.

 A £3,000 Tesla Model 3 claim involved multiple 
systems including the air conditioning compressor, 
parking sensors and air management components, 
demonstrating how interconnected EV electronics 
can quickly escalate repair costs across several 
vehicle systems simultaneously.

Meanwhile, a Tesla Model S repair valued at £2,633 
involved suspension components, steering alignment 
and instrument cluster faults, reinforcing how EV 
repair costs increasingly extend across wider vehicle 
electronics and chassis systems.

Ford’s Mustang Mach-E also entered the top 10 
highest-value repairs, with a £2,242.80 claim linked to 
programming and camera processing module faults.

Across the wider market, findings reinforce how 
rising technological sophistication is fundamentally 
reshaping the long-term repair landscape for EVs.

Tesla Model 3 repairs involving                 
multiple electronic systems                      
generated claim values of up to £3,000.
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Ford’s Mustang Mach-E entered the top 
10 highest-value repairs with a £2,242 
programming and camera module claim.

Make Model Value     
(inc. VAT) Fault

Jaguar I-Pace £4,801 Anti- freeze, plate base, thermal paste, battery lid kit,              
safe voltage reduction battery kit

Jaguar I-Pace £3,127 Coolant heater

Mercedes EQA £3,102 Hybrid / EV - electric motor, bolts

Porsche Taycan £3,051 Diagnosis, on-board charger, door lock

Tesla Model 3 £3,000 Air con compressor, TPMS n/s/f, PDC sensors, manifold    
air con system

Porsche Taycan £2,995 Charger port

Tesla Model S £2,633 Instrument cluster, anti roll bar link, anti roll bar link, 
steering alignment, upper front arms

Porsche Taycan £2,278 Diagnosis, air compressor

Ford Mustang Mach-E £2,242 Programming, camera processing imaging module

Porsche Taycan £2,054 Charger port



MOST RELIABLE MAKES & MODELS

Which models are delivering the strongest real-world performance?
At the top of the reliability rankings sits the Nissan Leaf, which recorded a claim rate of just 2.42%. 
The result reinforces the Leaf’s long-standing reputation as one of the most established and 
dependable EVs in the market, benefiting from more than a decade of real-world ownership data  
and mature EV engineering.
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Close behind was the MG ZS, with a claim rate of 
2.33%, continuing MG’s growing reputation for 
delivering affordable and dependable electric 
vehicles within the mainstream market.

BMW’s i3 also performed strongly, recording a 
claim rate of just 2.17%, while the Tesla Model Y 
achieved one of the lowest claim rates overall at 
3.33%.

Other strong-performing models included the Mini 
Cooper EV (3.85%), Hyundai Ioniq (4.35%) and 
MG5 (5.88%), highlighting how several smaller and 
more mature EV platforms are now demonstrating 
stable long-term reliability performance.

The findings highlight a broader trend emerging 
across the market. As EVs become larger, more 
technologically advanced and increasingly 
reliant on interconnected electronic systems, 
both repair frequency and repair severity appear 
to increase.

This is particularly evident among premium 
models where more complex charging systems, 
software integration, thermal management and 
advanced driver assistance technologies create 
greater long-term repair exposure.

At the same time, the data also reinforces how 
quickly the wider EV market is maturing. 

Several newer-generation EVs are now 
demonstrating reliability levels that compare 
favourably not only against other EVs, but 
increasingly against traditional petrol and diesel 
vehicles as well.
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Nissan Leaf recorded one of the                
lowest EV claim rates at just 2.42%.

Importantly, many of the strongest-performing EVs 
also maintained relatively controlled repair costs. 
The MG5 recorded one of the lowest average claim 
values at just £208, while the BMW i3 averaged 
£261 per claim.

These findings reinforce a growing trend within 
the EV market - reliability is increasingly being 
driven by platform maturity, simpler engineering 
integration and proven battery management 
systems rather than vehicle price alone.

Premium EV SUVs also featured heavily among the 
higher-risk models. The Mercedes EQB (25.00%), 
Volkswagen E-UP! (25.00%) and BMW iX3 (22.58%) 
all recorded claim rates substantially above the EV 
market average of 8.37%.

At the opposite end of the table, several premium 
and performance-focused EVs recorded 
significantly higher claim rates and repair costs.

The Tesla Model S recorded the highest claim rate 
in the dataset at 34.78%, alongside an average 
claim value exceeding £1,000. Mercedes’ EQV 
followed closely at 33.33%, while the Tesla Model X 
recorded a claim rate of 29.17%.

       Tesla Model S recorded the highest 
claim rate in the dataset at 34.78%.

MG5 delivered one of the lowest average 
claim values at just £208.

What this means for the EV market...
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The overall EV market average                       
claim rate currently stands at 8.37%.

For dealers and consumers alike, the findings 
provide an increasingly important real-world view 
of which EVs are delivering the strongest long-
term ownership performance as the used electric 
vehicle market continues to expand.
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CLAIMS BY MODEL

Make Model Claim rate Average claim
Renault Zoe 1.49% £130.44
BMW i3 2.17% £261.32
MG MG ZS 2.33% £73.01
Nissan Leaf 2.42% £682.25
Tesla Model Y 3.33% £282.92
MINI Cooper 3.85% £953.39
Hyundai Ioniq 4.35% £539.81
MG MG 5 5.88% £208.33
Vauxhall Corsa 7.41% £569.42
Volkswagen ID.3 7.46% £642.64
Hyundai Kona 7.69% £295.00
Polestar Polestar 2 8.22% £1,026.80
Tesla Model 3 8.47% £501.45
Volvo XC40 9.09% £600.75
Audi e-tron 9.43% £751.35
BMW iX 9.52% £370.40
Peugeot 208 9.52% £382.03
Porsche Taycan 11.21% £1,087.66
Audi Q4 e-tron 13.64% £247.58
Citroen C4 15.38% £166.87
Mercedes-Benz EQA 15.79% £1,129.43
Mazda MX-30 16.67% £149.46
Jaguar I-PACE 16.67% £1,182.50
Ford Mustang Mach-E 19.35% £905.60
Skoda Enyaq 20.00% £303.72
Volkswagen ID.4 20.00% £313.46
BMW iX3 22.58% £402.13
Mercedes-Benz EQB 25.00% £351.90
Volkswagen e-up! 25.00% £408.60
Tesla Model X 29.17% £646.96
Mercedes-Benz EQV 33.33% £697.25
Tesla Model S 34.78% £1,011.79
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