The Rise of Subscription
Models: Revolutionizing
Truck Ownership

Exploring the benefits and acceptance
of flexible fleet solutions

What are truck customers’ acceptance levels, expectations,
and preferences around subscription models?

DEFINITION: In subscription models, customers pay for the use of trucks while the
service provider retains ownership of the assets. There are variants where customers
take ownership of the vehicles but obtain batteries on a subscription basis.
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Reasons for acceptance of subscription models for trucks
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What synergies are there between
subscriptions and electrification?
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