

















Singapore Electric Vehicle Roundtable 7

“Singapore should use EVs as an opening point to
getinto other sectors, such as smart grids”

Downstream

The downstream round table was dedicated to deeper
problem-solving on “Vision Singapore as leading EV country.”

Singapore should respond to the shift toward electronic
vehicles (EVs) by understanding and focusing on areas where
it can be distinctive and leverage its geographic advantages,
such as limited travel distances and high fuel costs. Singapore
also needs to consider that a vigorous EV market can also
serve as ajump starter for other applications, such as smart
grids, renewable energies, and storage options. Taxation and
regulations should be splitamong the stages of EV deployment
and target killer applications, such as mass movers (e.g., taxis
and busses), to increase target segment penetration.

With respect to infrastructure planning and investment, it
seems clear that 95 percent of charging infrastructure will

be placed at home or work, and should be targeted for slow
chargers. Infrastructure rollout should be led by infrastructure
providers under a sustainable, viable business model,

but investment should come from deregulated utilities or
governments to demonstrate to potential customers their
commitment to making chargers widely available. Investment
can be recovered by monetizing the 15 minutes that consumers
need to spend charging their vehicles. Charging providers
should be able to profit not only from the charging business
itself, but from value-added services such as data collection
and free charging from retailers.

Changing customer mindsets and facilitating EV purchase
should begin by understanding the three core attributes
customers focus on when considering EV purchase: initial
purchase price, operating cost, and infrastructure availability.
Initial purchase price is particularly important, as the price

is much higher than that of ICEs. The gap could be bridged
with some combination of tax cuts, financing, and leasing.
Financing, in particular, should not be difficult, as car
companies and subsidiaries are positioned to offer financing;
such practices have a 30-year history inthe U.S., for instance,
and are commonplace.

A better understanding of consumers’ reasons to purchase

and fears about EVs (e.g., driving range, battery explosions)

is needed. Busses and taxis may be good logical starting
points for educating consumers on EVs, as people have limited
firsthand experience. Such an approach would require some
scale and visibility, such as charging in prominent locations, but
could have a significantimpact.






