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Aroscop Ask1 is a Consumer Insights tool specifically designed
to idenftify a micro cohort of users that have a certain behaviour
and ask them questions using specially designed interactive
creatives.

Backed by Aroscop’s data science (DART), audience and
contextual cohorts FCOMPASS and programmatic advertisin
platform (DSP), the solution aims to create highly relevant targe
or test groups, reach the right users at the right time (based on
several signals), and programmatically deliver interactive
display ads to generate credible responses.
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BikeBazaar is a leading two wheeler lifecycle management company on a mission to provide a range of
BIKE BAZAA. R affordable solutions along the two-wheeler lifecycle, driving mobility for working families. Its portfolio includes
Pre-Owned, Electric, and new two-wheeler financing, along with a trading ecosystem and value-added

services for pre-owned two-wheelers.

FY22 Disbursement INR Rs 5 Bn

Raised Series A from FY19 Disbursement . .
Elevar Equity AUM 500+ MN INR 960 MN Raised INR1.05 bn of Equity Total Customers — 250,000+
Started operations in 10,000+ Customers 9 cities & 24,000+ Customers 3% wgr;(ilr-]lae\;/anlectrlc & Reach — 115 Locations

Alliance with Yes bank For Co-lending

Pune & Nagpur

DISBURSEMENT
SINCE INCEPTION
- INR 1,230 CR
(INR 12 BN)

Tie-ups with FY21 Disbursement INR
3.25 bn

150,000+ customers

FY 18 Disbursement -240 mn Fundraise from

6 cities & 6,000+ customers Elevar Equity
Faerings Capital

Hero Motocorp — Preferred Financiers
ICICI Bank - Sourcing & Servicing

Greaves Leasing - Co-Lending 12 cities and 96 locations
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BIKEBAZAAR - AFFORDABLE SOLUTIONS ALONG THE ENTIRE LIFECYCLE

Providing a boost to the electric two-
wheeler market through unique
financing models -

Bike Bazaar Finance is potentially the
largest financier of electric two
wheelers in India.

Adoption of a unique data rich tech
enabled customized underwriting tool
which enables an evaluation process
that allows loans at a riskadjusted
price affordable to the target
customer with a quick tfurnaround
time of less than 24 hours.

Using an asset light tech enabled
platform, bikebazaar.com, to enable
end to end fransparent facilitation of
purchase and sales of pre-owned two
wheelers.

The platform also offers value added
services like price discovery,
refurbishment of used vehicles,
documentation, quality assurance,
financing, insurance, AMCS(annual
maintenance confracts) etc.

(X |y
"'y A

Providing new two-wheeler financing
services in semi urban and rural areas
by leveraging a highly differentiated

Direct Collection Model (DCM)

DCM is a unique collection process
for non-banked customers that
accepts cash transactions through
alternate channels (dealer shops).
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dlplaa o To understand consumer sentiments towards buying electric vehicles
OBJECTIVE

in India, their affinity tfowards top brands, and the key drivers &
barriers to purchasing Electric 2-wheelers.
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RESEARCH SETUP

SENTIMENT TOWARDS BUYING

ELECTRIC 2-WHEELERS

Price Sensitivity & Affinity towards
different Electric 2-wheeler
brands while making the buying
decisions

Preference of vehicle &
dealership type while making the
2-wheeler purchase

Understanding of the key drivers
& barriers towards purchasing
electric 2-wheelers

Audience identifiers enabled to understand geo,
demography, income brackets, interests, intent, &
browsing patterns

dart’ & qrosceo

Optimized on inventory, device types, source types,
locations and vernacular domains

C2MpPAass
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SENTIMENT TOWARDS BUYING ELECTRIC 2-WHEELERS IN INDIA

63% are willing to While buying an
purchase electric 2- electric 2-wheeler,
63% wheelers over petrol 59% will prefer buying
vehicles (39% would from Ather, Hero, or
compare cost in the long Ola Electric
run & features before ) .
making the decision) ieorg s the Afgfémhoef
preferred choice for
brand in urban
rural India dwellers

Online Platforms edge over single & multiple brand
physical dealership as the preferred destination to
purchase an electric bike

? N=1,332 T QfOSC@jD



KEY TAKEAWAYS & INSIGHTS

— WESTZONE -

55% of the respondents from
the states in the west region
are willing to spend more
than %1.25 Lakh

— URBAN INDIA —

58% of those
coming from Urban
areas are willing to
spend more than X1
lokh on the
purchase

NORTH ZONE

42% of the respondents
from Northern states say
they will spend less than %
80,000 on Electric bikes.
Hero is the most preferred
brand in the region

24 — 35 YRS

Ola (22%) & Ather (22%)
were the top choices for
millennials, and they’ll
prefer an online platform
(38%) or a single brand
offline dealer (37%) to
make the purchase

— EAST ZONE

Prefer Hero over other
electric bike brands and will
prefer purchasing an EV
online.

GenZ may choose Hero
(29%) followed Ather
(21%) as their Electric
vehicle manufacturer
and most (61%) plan to
spend not more than 1
lakh

— RURAL INDIA

63% of the rural respondents will
spend less than % 1 lakh on the
electric bikes and 43% will
choose online channels to
make the purchase

2nd HAND EV

73% of the respondents
say that they are okay
buying a 2nd hand or
pre-owned electric 2-
wheeler.
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SAMPLE & AUDIENCE SPLIT

The majority (87%) of respondents belonged to the age group of 18-34 years. Rural population made up 29% of the sample
while 64% came from urban areas. In terms of zones, 34% of the respondents come from South India, 29% come from North,
22% come from East zone and the rest 15% come from West zone.

1%

Undisclosed m18-24
mEost  mNorth South  mWaest m25-34 m35-44 ®Rural = Undisclosed mUrban
 45-54
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In case you are planning to buy a 2-wheeler, which one would

you prefer?

Whichever is
cheaper in the
long run
18%

Petfrol Vehicle
37%

Petrol or EV, I'll

compare
features and
choose
21%

24% of the respondents will choose an
electric vehicle in case they buy a 2-wheeler
in the future.

21% of the respondents are open to any and will
make the decision based on the features they get in
the vehicle.

18% will choose the vehicle that will prove to be
cheaper in the long-run
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In case you are buying an electric vehicle, which one would you
prefer?

TS iQube ATHER & HERO EDGE

Ather Energy -

% OVER THE COMPETITORS
Ola Eectri AS PREFERRED BRANDS

Scoofter
18%

Greaves

Ampere Ather, Hero, & Ola were preferred more than
Magnus EX others.
7% Okinawa, Greaves Ampere, and TVS get the
Okinawa Praise least share of votes.

9%

Hero Electric
Honda PCX Ophmg
Electric 19%
13%
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How much will you be willing to spend on an Electric 2-Wheeler?

¥ 100,000 -%

More than 2 125,000

150,000
17% L

125,000 -%

150,000 o
18% The majority (52%) of the respondents are

willing to spend less than % 1 Lakh to buy an
electric 2-wheeler.
Legyggg : Although, around 35% say that they can shell
29% out more than  1.25 lakh to buy one.
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Where would you buy an electric vehicle (EV) from?

Any dealer
selling with EV
29%

Book and buy
online
37%

37% of the respondents say they will buy an
electric 2-wheeler online.
34% say that they will go to a single brand EV
dealer to purchase the vehicle.
The rest 29% are okay buying an electric
vehicle from any multiple (or single) brand
deadler.
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Would you buy a used electric 2-wheeler?

/3% of the respondents say that they are
okay buying a 2" hand or pre-owned
electric 2-wheeler.
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Why would you prefer buying electric vehicles (2-wheelers)?

High petrol Cost Efficiency

prices A

19%

Good for
environment

Easy to Use e

25%

Being environmentally friendly comes at
second with 20% respondents citing this
reason to buy an EV.

High Petrol Prices stands at third with 19%
followed by Cost Efficiency (18%) and Good
Mileage (18%).

6 Qroscep



Why would you opt for a non-electric vehicle?

Build quality
23%

Not Enough Engine Power, Build Quality, and
Not Enough Charging Points are cited
equally by the respondents as the key
barriers towards buying an electric 2-

wheeler.

Not enough
charging
points
24%

6 QroscepP
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KEY DRIVERS & BARRIERS

Ease of use seems to stand out as a key driver to purchase electric two wheelers for all regions. Southern & Western states
cite Not enough charging points as the key deterrent to buying electric vehicles while for East India, Price is the major
concern.

Why would you prefer buying electric vehicles (2-wheelers)? Why would you opt for a non-electric vehicle?

25% A
19% 24%

East North South West East North Nelllial West

m Cost Efficiency m Good for environment m Price m Not enough charging points

Good mileage (KMs per Charge) m Easy to Use
m High petrol prices Not enough engine power = Build quality

2 A Qroscep



PRICE SENSITIVITY & AFFINITY TOWARDS BRANDS

West India has the highest spending power when it comes to Electric 2-wheelers. 55% of the respondents from this region are
willing to spend more than %1.25 Lakh. At the same time 42% of the respondents from Northern states say they will spend less
than % 80,000 on Electric bikes. In terms of brands, North & East prefer Hero over others while in South & West, people prefer

Ather.

How much will you be willing to spend on an Electric 2- In case you are buying an electric vehicle, which one would
Wheeler?e =ou prefere
- BRE

24%

17%

25%
25% 23%

11% 13% e 117% East North South West
East North NelUilg West
m Ather Energy - 450X B Greaves Ampere Magnus EX
Hero Electric Optima ®m Honda PCX Electric
= 100,000 - ¥ 125,000 ® 125,000 - ¥ 150,000 * 80,000 - ¥ 100,000 e s T
®less than ¥ 80,000 =™ More than % 150,000 mTVS iQube
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PREFERENCE OF VEHICLE & DEALERSHIP TYPE

52% of the respondents from North India would choose an Electric 2-wheeler or a petrol variant based on the price and
features available. While 45% of those in southern states will choose a petrol vehicle. When it comes to choosing the place
to purchase an electric vehicle, majority of respondents from South & East India will buy it online. People from the Western
Indian states are more open to buying an electric two-wheeler from any dealer selling them, while most from the north will
choose an authorized single brand dealer.

In case you are planning to buy a 2-wheeler, which one Where would you buy an electric vehicle (EV) from?
would you prefer?2

4%

19% 28%

36%

31% 45% 27%

East North South West East North South West

®m Whichever is cheaper in the long run i .

) The authorized single brand dealer only
Petrol Vehicle

B Petrol orEV, I'llcompare features and choose m Book and buy online

m Electric Vehicle (EV) m Any dedler selling with EV

2 A Qroscep
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KEY DRIVERS & BARRIERS

All respondents who are willing to purchase electric 2-wheelers, whether from urban or rural areas, cite ease of use as the
key reason to purchase. At the same time, those not willing to buy electric vehicles say that the price is the major deterrent
for them.

Why would you prefer buying electric vehicles (2-wheelers)? Why would you opt for a non-electric vehicle?

23% 24%

18%

Rural Urban Rural Urban

m Cost Efficiency m Good for environment m Price m Not enough charging points

Good mileage (KMs per Charge) m Easy to Use
m High petrol prices Not enough engine power = Build quality

2 A Qroscep



PRICE SENSITIVITY & AFFINITY TOWARDS BRANDS

Urban dwellers are willing to spend more on electric vehicles than their rural counterparts while purchasing electric 2-
wheelers. 63% of the rural respondents will spend less than % 1 lakh on the electric bikes, whereas majority (58%) of those

coming from Urban settings are willing to spend more than %1 lakh on the purchase.
Hero seems to be the most popular brand among the rural audiences while in the urban areas Ather edges over its

competitors.

How much will you be willing to spend on an Electric 2- In case you are buying an electric vehicle, which one would
Wheeler?e you prefer?

20% 17%

28% 15%

37% 13%

Rural Urban
Rural Urban
m Ather Energy - 450X B Greaves Ampere Magnus EX Hero Electric Optima
m3 ]O0,000 -2 ]25,000 m3 ]251000 -3 ]50,000 3 80,000 -2 ]O0,000 ®Honda PCX Electric = Okinawa Praise = Ola Electric Scooter
B | ess than ¥ 80,000 =™ More than % 150,000 = TVS iQube
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PREFERENCE OF VEHICLE & DEALERSHIP TYPE

Though petrol bikes edge over EV in terms of preference across India, rural buyers (28%) seem to be slightly more open to

buying an electric 2-wheeler than urban dwellers (21%). At the same time, more of the urban population (23%) are willing to
compare features before choosing the vehicle type (petrol or electric variant).

On asked about the preference of dealership type, more urban dwellers (36%) will choose a single brand dealer to buy an
EV while more (43%) rural audiences will choose to purchase online.

In case you are planning to buy a 2-wheeler, which one

Where would you buy an electric vehicle (EV) from?
would you prefer?2

27% 36%

39% 37%

28%

.

Rural Urban Rural Urban
®m Whichever is cheaper in the long run

Petrol Vehicle The authorized single brand dealer only

B Petrol orEV, I'llcompare features and choose m Book and buy online

m Electric Vehicle (EV) m Any dedler selling with EV

2 A Qroscep
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KEY DRIVERS & BARRIERS

In terms of key drivers, both the major age groups (18-24 & 24-34 year olds) cited Ease of Use as the more prominent reason
to purchase electric 2-wheelers.
When asked about the deterrents, 35% of the respondents in the age group 28-24 years stated High Price.

Why would you prefer buying electric vehicles (2-wheelers)? Why would you opt for a non-electric vehicle?

16% 19% 18%

21%

Others 18-24 25-34 Ofthers 18-24 25-34

m Cost Efficiency m Good for environment m Price m Not enough charging points

Good mileage (KMs per Charge) m Easy to Use
m High petrol prices Not enough engine power = Build quality

2 A Qroscep



PRICE SENSITIVITY & AFFINITY TOWARDS BRANDS

Younger population seems to be more price sensitive when it comes to buying a electric bike. 61% of the respondents in the

age bracket 18-24 say they won't spend more than %1 lakh on an EV while 46% of the millennials may spend more than %1
lakh.

In terms of brand preference, GenZ may choose Hero (29%) followed Ather 21%) while the Ola (22%) & Ather (22%) were the
top choices for millennials.

How much will you be willing to spend on an Electric 2-

In case you are buying an electric vehicle, which one would
Wheelere

- 0
17%

Others 18-24 25-34
Others 18-24 25-34
m Ather Energy - 450X B Greaves Ampere Magnus EX Hero Electric Optima
m3 ]O0,000 -2 ]25,000 m3 ]251000 -3 ]50,000 3 80,000 -2 ]O0,000 ®mHonda PCX Electric ® Okinawa Praise = Ola Electric Scooter

m Less than 80,000 ™ More than % 150,000

mTVSiQube

. A Qroscep
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PREFERENCE OF VEHICLE & DEALERSHIP TYPE

When it comes to type of 2-wheeler (EV vs Petrol), there is no significant variation in preferences among different age
groups. On asked about place of purchase of an electric bike, GenZ (18-24 years) will predominantly (47%) prefer online
channels while the millennials may choose between an online platform (38%) or a single brand offline dealer (37%).

In case you are planning to buy a 2-wheeler, which one Where would you buy an electric vehicle (EV) from?
would you prefere

11%

37%

e b

32% 38% 38%

25%

Others 18-24 25-34 Others 18-24 25-34

®m Whichever is cheaper in the long run i .

) The authorized single brand dealer only
Petrol Vehicle

B Petrol orEV, I'llcompare features and choose m Book and buy online

m Electric Vehicle (EV) m Any dedler selling with EV
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AROSCOP INSIGHTS SOLUTION SUITE BEHIND THE STUDY

\DUALS Us;,
S NG,

CONTENT & CONTE

—> AROSCOP DEMAND SIDE PLATFORM (DSP) =
AT
X O

Compass (Cohort based media planning Dart (data analytics for response & Targeted delivery of interactive (question)
and audience segmentation system) targeting) maps the respondents to ads gives unprecedented control on who

allows identification of the right supply individual users providing rich data is partficipating in the research.
sources, domains, URLs, area of residence including demographics, location, income
(urban vs rural), zones (north, south, east, bracket, interests, intent and browsing
west) and segments to approach for the pattern among other signals.
study.




AROSCOP INSIGHTS SOLUTION SUITE — FEW USE CASES

BRAND CAMPAIGN

Brand Recall Advertising Testing
Brand Recognition Channel Efficacy
Brand Identity Creative Testing
Brand Image INDUSTRY Brand Lift Study
Brand Loyalty T Reach Analysis
Expansion Analysis Product Testing Location Analysis
Customer Profile Gap Analysis Ad Recall Study
Consumer Competitor Research Audience Mix
Sentiments Identifying New . .
N Segments Sentiment Analysis
Brand Affinity Tt Ayt




Quick to launch

Roll out nationwide or targeted studies within 48
hours

Scale as you need
Expand your reach with a click of a button

Feed survey results into campaigns
Retarget audiences to improve campaign ROIs

Identify hard-to-identify audiences
Reach niche audiences for consumer insights

Actionable & scalable insights

Using lookalike audiences & data modelling

Hyper-segmentation
Micro-cohorts created based on multiple signals
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GET IN TOUCH

ARJUN SOM
Founding Board Member

| [+91] 9880277170

arjun@aroscop.com

@ https://aroscop.com/
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