monthly
. vehicle cost, mamtenance, in-
_ surance and roadside assist-
 ance. “Indla s car subscmpuon' L

mobile industry is

subscriptions.  Automakers
tion models.

~ model allows the consumers

_rent.

'imtnessmgademanduptlck m
consumers opting for vehicle

~ areseeing growthin subscnp— -
The vehicle subscrlptlon . .

 to have a vehicle instead of
' 'buymg the car at full pnce.

vehicl ‘fbr 1-4 years and pa :
.~ including

_ emergence of Gen Z‘buyers. :
We expect the subscription
-market to grow at 20-30 per
~ centinthe coming3to4years

albeit at a low base. This:

Crease further owing to in-
 creasing. _penetration across
©  categories including electric
- vehicles,” said Rajat Mahajan, -
Partner at Delo1tte Ihdia

o B The vehicles can be SUbSCI’lb(’d for .
14 years and the subscrlbers can pay monthly rent mclufllng
‘,vehlcle cost, mamtenance, insurance and roadsnde assrst ance

Automakers

CUSTOMER CENTRICI

Maruti. ‘Suzuki, which intro-
ducedits veh1c1e subscription

model in 2020, has over
10,000 consumers subscribed

: inc‘ludingf
Maruti Suzuki Indla, TataMo-
tors Ltd and Mahindra &
Mahindra have introduced
;subscnptlon models for thelrv - said

toits vehxclesi “Marutl Stmukl -
' Subscribe caters to a niche
audience, especially young
consumers, who seek asset-
light ownership, and under-
scores our commitment to
 customer centr1c1ty It recor-
ded a growth of over 36 per
- centin FY24. Our 53 per cent
of the total sales have come
from models such as the
Brezza, Baleno, Grand Vitara,
and Ertiga. Furthermore, the
,, recentlylaunchedfourth-gen-

eration Swiftis also garnering

good response from the cus-

tomers who want to experi-
ence the iconic brand wlthou'c

the extended commitments
of traditional - ownershlp,”

per cent of Indians betwee ‘

 thes ages 18and 34 years stated

‘nomic  conditions
_concern for financial capacity,

they would opt for veh}cle

~ subscriptions. “Against the
p Aga

backdrop of uncertain eco-
causing

a significant number of
younger consumers in many

‘marketsareatleast somewhat |
. interested in givingup vehicle

ownership altogether in fa-

vour of a subscription model,
‘but concerns about vehicle
'avaxlablhty, total ownership

ost and the perception of

higher monthly fees persmt o
“ mentlons the study ~

f




