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Disclaimer

 © 2026 OC&C Strategy Consultants. All rights reserved. No part of this Report may be reproduced or distributed without OC&C’s prior written consent. This 

Report has been prepared by OC&C Strategy Consultants for general information only. It is based on information available as of the date shown on the title 

page. OC&C has not updated, revised, or supplemented the contents of the Report to reflect subsequent developments. While we use sources we consider 

reliable, we do not independently verify all third-party data and make no representation or warranty, express or implied, as to the accuracy, completeness, or 

fitness for any purpose of the information herein. Figures may be subject to rounding and, where relevant, currency movements. The information and material 

presented in the Report are provided for information purposes only and are not to be used as, or considered to be, an offer or a solicitation to sell, buy or 

subscribe for securities or other financial instruments. OC&C offers no advice or recommendation with respect to the sale, purchase or subscription to such 

securities or financial instruments. 

 The Report is provided on a non-reliance basis only and, as such, OC&C makes no representation or warranty or guarantee as to the completeness, accuracy, 

timeliness or suitability of any information contained within any part of the Report (including that from third-party or public sources) and, to the fullest extent 

permitted by applicable law, accepts no liability (whether in contract, tort or otherwise, howsoever arising and whether or not caused by negligence) for any loss 

or damage (including, without limitation, loss of profit), arising directly or indirectly from use of or reliance on such information.

 The Report includes forward-looking statements. These forward-looking statements involve known and unknown risks and uncertainties. Forward-looking 

statements are sometimes identified by the use of forward-looking terminology such as “projects”, “believe”, “expects”, “may”, “will”, “could”, “should”, “shall”, 

“risk”, “intends”, “estimates”, “aims”, “plans”, “predicts”, “continues”, “assumes”, “positioned”, “anticipates” or “targets” or the negative thereof, other variations 

thereon or comparable terminology. They may include statements regarding the development of markets and segments within markets, as well as the 

behaviour of participants in such markets and segments including consumers, businesses, governments and other enterprises and organisations. These 

forward-looking statements are not historical facts and involve predictions and projections. No assurance can be given that such future results will be achieved; 

actual events or results may differ materially as a result of risks and uncertainties facing the markets. Such risks and uncertainties could cause actual market 

and segment results to vary materially from the future results indicated, expressed, or implied in such forward-looking statements. Such forward-looking 

statements contained in the Report speak only as of the date of the Report. OC&C disclaims any obligation or undertaking to update these forward-looking 

statements to reflect any change in their expectations or any change in events, conditions, or circumstances on which such statements are based unless 

required to do so by applicable law or relevant stock market rules. 

 The contents of the Report are not to be construed as legal, business, investment or tax advice. Each recipient should consult with its legal, business, 

investment and tax advisors as to legal, business, investment and tax advice. Investors should understand that statements regarding future prospects may not 

be realised and should also understand that past performance is not necessarily a guide to future performance.

 The Report, including any obligation arising out of or in connection with it, is exclusively subject to the laws of England and Wales, and any dispute arising out 

of or in connection with the Report, shall be subject to the exclusive jurisdiction of the courts of England and Wales.

 This research was funded by RAC Motoring Services (RAC). The analysis and opinions expressed in this Report are those of OC&C alone and do not 

necessarily reflect the views of RAC.

Disclaimer
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The report uses the following abbreviations and terminology

Glossary

ADAS Advanced Driver Assistance Systems: in-vehicle safety features that assist driving (e.g. lane keeping, adaptive cruise control) 

AV Autonomous Vehicle: self-driving vehicle, in this document referring to higher automation (e.g., Level 4/5).

BEV Battery Electric Vehicle: fully electric vehicle powered only by a battery 

CAGR Compound Annual Growth Rate: average annual growth over a period

DfT Department for Transport: UK government department publishing vehicle parc and transport statistics

DIY Do it Yourself: Vehicle owners performing repairs/maintenance themselves rather than using professionals

EV Electric vehicle: Umbrella term covering BEV, HEV and PHEV

HEV Hybrid Electric Vehicle: non-plug-in hybrid (umbrella term that includes fully and mild HEVs)

HOV Human-Operated Vehicle: conventional, non-autonomous vehicle driven by a human (baseline vs AV scenarios)

ICE Internal Combustion Engine: Petrol/diesel vehicle

IPT Insurance Premium Tax: UK tax applied to insurance premiums

KPC Key Purchase Criteria: the factors customers consider when choosing a provider (e.g., trust, value, convenience)

L0/1/2/3/4/5 Levels of driving automation: L0 none; L1 driver assistance; L2 partial automation; L3 conditional automation; L4 high automation; L5 full automation

LCV Light Commercial Vehicle: includes goods vehicles not exceeding 3.5 tonnes gross vehicle weight

OEM Original Equipment Manufacturer: vehicle manufacturer (and, by extension, their authorised networks)

ONS Office for National Statistics: UK national statistics authority

PHEV Plug-in Hybrid Electric Vehicle: hybrid with externally chargeable battery

Robotaxi Autonomous ride-hailing vehicle: a self-driving vehicle operating as an on-demand taxi service

SMMT Society of Motor Manufacturers and Traders: UK automotive industry body (registrations/market data)

SMR Servicing, Maintenance and Repair: scheduled servicing, MOT-related work, and unplanned repairs

TAM Total Addressable Market: total market size including vended and non-vended spend 

VAT Value Added Tax: UK consumption tax applied to many goods and services

YTD Year to Date: period from the start of the year (January 1st) to a specified date

Glossary

Source: OC&C analysis
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UK Driving Services is an attractive and resilient market, undergoing change, 
and increasingly favouring trusted, digitally-enabled, national providers

 Driving accounts for ~75% of miles travelled in the UK, and is highly resilient – miles driven bounced back quickly post-Covid, and 

drivers see their vehicles as essential to their day-to-day lives

 A broad range of large markets serve the suite of driver needs, together making up the £285-290bn ecosystem of Driving Services

 The market is growing, supported by long-term volume & price tailwinds: large, growing car parc with ageing vehicles driving 

more miles on worse roads, coupled with service and parts inflation from increased parc complexity

 Future winners must meet customers’ longstanding needs - trust, value, convenience, and simplicity - but also increasingly 

demonstrate strength on emerging preferences for more convenience, digital journeys, expertise, and being served anywhere

 As a result, the winning providers will be those with national footprints, high brand trust, expert labour forces, and, increasingly, strong 

front/back-end digital capabilities

 There is scope for these winners to leverage strengths to build platforms which bring together complementary groupings of 

sub-markets – for example, Protect and Maintain (Breakdown, Insurance, SMR, Bodyshops) and Fleet Services (Fleet Mgmt, Data)

 This is valuable both to customers (enjoying convenience and simplicity) and to service providers (extracting synergies and 

cross-selling services)

Executive Summary – Driving Services

Driving Services

 High quality provision is increasingly scarce…

– Western OEM dealer networks are shrinking (-34% 2000-25), while growing Chinese OEMs have much lower network density, 

reducing the range of local, convenient purchase and servicing options for consumers

– This is exacerbated by technician labour shortages (18k vacancies Dec 2025 vs 7k Dec 2012) across the industry

 …at a time when professional, high-quality provision is demanded more than ever

– Consumers lack the confidence and expertise for DIY – and OEMs are ensuring DIY is increasingly difficult

– Rollouts of EVs (~18% of 2030 car parc) and ADAS/AVs place higher demands on technician skills, and the new technology 

creates anxiety for consumers

 Provider digitisation and innovation, as well as consolidation, are creating new ways to win

– Digital capabilities are creating better products and allowing new customer journeys

– Consolidation is allowing providers to segment and tailor propositions more effectively for different consumer needs

Driving 

Services is a 

large, resilient 

market

The market is 

changing and 

complex to 

navigate – with 

a flight to 

quality and 

digitally-led 

innovation

Source: OC&C analysis

Winning 

service 

providers will 

be scaled, 

trusted, digital 

platforms
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Agenda

UK Driving Services Market

Market Evolution: Selected Deep Dives
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Driving accounts for ~75% of miles travelled, with drivers seeing their 
vehicles as essential to everyday life
Consumer Attitudes to Car Ownership

Source: OC&C Consumer Driving Services Survey October 2025, DfT, ONS, OC&C analysis

9%

88%
94% 96%

3%

<4k 4k-9k >9k

Important

Neutral

Unimportant

N=576 N=785 N=644

1. Q18: On a scale of 1-5, how important to you is having your own car?  2. Q19: To what extent do you agree with the following statements about car ownership?

3. Net Score calculated as the percentage that reply important/agree, minus the percentage that reply unimportant/disagree.  4. Public transport includes bus in London, other local and non-local bus, London Underground, surface rail, and 

other public transport.  5. Other includes walking, cycling, motorcycle, other private transport, and taxi/minicab.  6. Whole UK average

6% 8% 11%

11%
13%

20%

82% 79%
69%

Having a car 

is critical for 

my 

independence

Being without 

my car would 

be a major 

disruption

I am fully 

reliant on 

my car for 

everyday life

Agree

Neutral

Disagree

N=2,005 N=2,005 N=2,005

Net Agreement Score3

70% 57%76%

UK Driving Services Market

5%

1%

4%

0%

Agreement Ratings2,

(% of Respondents)​

Importance of Vehicle Ownership1,

(% of respondents, miles driven per year)

Avg. Distance Travelled by Mode, 

2024 (000 miles)

48%

78% 74%

39%

13% 16%

13% 9% 10%

London England

(Excl. 

London)

England

Car/Van

Public

Transport4

Other5

4.3k 6.6k 6.2k

Net Importance Score3

93% 95%85%

Vehicles per Capita

0.6 0.660.3
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Vehicles are serviced across a broad range of large markets, together making 
up the £285-290bn ecosystem of Driving Services

Source: OC&C Market Model, OC&C analysis

Driving Services Market: Total Spend1 (£bn) Not Exhaustive; Includes highest priority services

Maintain My Car (£15-25bn) Access: Buy, Sell & Rent my Car (£180-200bn)

1. Customer spend, including e.g. VAT/IPT, where relevant     2.  Mobile SMR TAM rather than vended (<£1bn) as the market is nascent today 3. Private cars only (i.e. excludes commercial and LCVs)  4. BEV, PHEV  

Insurance 

Brokers

(£<1bn)

Price 

Comparison

(£<1bn)

Breakdown 

Cover

(£2bn)

Service 

Plans

(£1-2bn)

Warranty 

Providers

(£1-2bn)

Car 

Dealerships

(£150-170bn)

Trade-In 

Intermediaries

(£<1bn)

Lease 

Brokers

(£<1bn)

Finance 

Brokers

(£<1bn)

Fuel Cards

(£<1bn)

Telematics & 

Data

(£<1bn)

Fleet Mgmt

(£~1bn)

Classifieds

(£~1bn)

Car Rental

(£5-6bn)

Fuel 

(£35-45bn)
Insurance

Premiums3

(£18-20bn)

Protect my Car (£20-30bn) Use my Car (£40-60bn)

£285-

290bn
Mobile 

SMR

(£6-8bn2)

Bodyshop 

Repair

(£6-8bn)

Finance 

Providers

(£7-8bn)

SMR

(£18-24bn)

Lease 

Providers

(£4-5bn)

EV Charge 

Intermediaries

(£<1bn)

EV Charge 

Enablement

(£<1bn)

EV4

Charging 

(£<1bn)

Private Customers

Corporate Customers

UK Driving Services Market
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The market is growing and still in the early stages of consolidation, with 
many weak brands and immature propositions still present

Source: OC&C Market Model, OC&C analysis

1. Customer spend, including VAT/IPT where relevant

2. Driven by rising new (2%p.a.) and used (1%p.a.) vehicle volume and inflation (3%p.a.) 

3. Driven by 1%p.a. growth in total mileage and 3%p.a. inflation

4. Driven by underlying growth in the UK car parc and 3%p.a. inflation

5. Driven by Insurance GWP, with 9% 2024-25 decline offset by 2%p.a. growth 2025-29, though Breakdown grows faster (4%p.a.)

6. Calculated using fleet size due to data availability

Protect my Car Use my CarMaintain my Car Buy, Sell & Rent my Car

Resilient growth of ~4% p.a. forecast to 2029

Fragmentation has led to weak brands, variable / poor consumer 

propositions, and immature digital offerings

Markets are fragmented with low leader share, driving inconsistent 

propositions and service quality

Market Overview

UK Driving Services Spend1,

2019-29 (£bn) 

67%

19%

7%

7%

2019

66%

17%

8%

9%

2024

68%

17%

7%

8%

2029

~£255-260bn

~£285-290bn

~£340-345bn

6%

5%

0%

2%

1%5

3%4

4%3

4%2

19-24 24-29

CAGR

2% 4%

90%

70-80%

20-30%

Insurance

5-15%

Bodyshop

Repair

80-90%

5-15%

SMR

85-95%

10-20%

Leasing6

90%+

<10%

Car 

Dealerships

Rest of

Market

#1 Player

100% 100% 100% 100% 100%

Top 1 Player Share by Service, 

2024 (%)

Top 1 player share 

taken from Trinity, 

other than Bodyshop 

where Steer is now 

estimated to have 

c10% share (SB 

correspondence with 

NF)

UK Driving Services Market
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Market growth is supported by steady volume and price tailwinds

Long-Run Growth Drivers

Source: DfT, Oxford Economics, ALARM Survey Report (2021-2025), DVSA, ABP, OC&C analysis

1. Service incidence refers to the frequency of repair and maintenance events per vehicle per year   2. Bodyshop repairs only, ABP estimate

More cars, more miles
Vehicle age and worse roads offset 

reliability and efficiency
Complexity supports pricing

 Large, Growing Car Parc: Reaching ~39m 

vehicles in 2024, with growth driven by 

population, modest vehicles per capita 

growth, and commercial fleet expansion 

(+2.4% p.a. growth 2019-24)

 More Miles Driven: Continuing post-Covid 

recovery (+6%p.a. 2020-24, 2024 only -0.6% 

below 2019) and demonstrating resilience of 

demand, and forecast to continue at +1%pa

 Ageing Vehicles: Avg. age +1yr to 9.5yrs, 

2019-24; older vehicles experience greater 

wear and maintenance

 Worse Roads: Increasing component wear, 

and breakdown & service/repair incidence1

 

 Vehicle Reliability: Improving (MOT first 

time pass rate +~0.9%pts p.a. 2012-25)

 Fuel Efficiency: Increasing (~1%p.a. avg. 

mpg increase 2010-22), lowering spend per 

mile on fuel

 Parts and Labour Premiumisation: 

vehicles becoming larger and more complex, 

driving parts inflation and often requiring 

higher-skilled (higher paid) labour

 Supply Chain Disruption: Vehicle supply 

chains are complex and subject to 

geopolitical shocks, recently feeding inflation

Total Car Parc, 2019, 2020, 2024 

(UK, #m) 

2019 2020 2024

37m 37m 39m

0%

1%

1%

316bn
246bn

315bn

2019 2020 2024

-0.6%

6%

Total Vehicle Miles Driven, 2019, 2020, 2024 

(Great Britain, #m)

Average Age of UK Car Parc, 2019-24 

(UK, #m) 

8.2 9.5

2019 2024

+1.3 years

Overall Structural Road Condition, 2019-25 

(% of Local Roads in Good Condition)

55% 48%

2019 2025

-7%

Covid recovery

112

129

118
121

105

150
155

106
117

130

140
141

100

110

120

130

140

150

160

170

2019 2020 2021 2022 2023 2024

102

103

104

106

117

113

133

120

Maintenance & Repairs CPI

Overall CPI

Avg. Cost per Repair2

Avg Cost of Repair Parts2

Inflation by Type, 2019-24

2019 indexed to 100

UK Driving Services Market
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The market is also evolving and increasingly complex to navigate – with a 
flight to quality and digitally-led innovation
Market Evolution in Driving Services

Source: OC&C Consumer Driving Services Survey October 2025,  OC&C Consumer Breakdown Survey October 2025, DfT, Fleet News, OC&C analysis

Digitisation, innovation & 

consolidation create new ways to win
Quality is scarce, but needed more than ever

High quality 

provision 

becoming 

scarcer…

Franchised 

Dealer 

Retrenchment

 Incumbent OEMs continue rationalising 

dealer footprints (~4.2k dealerships in 2025 vs 

~6.3k in 2000)

 New Chinese OEMs operating with much lower 

dealership density (~45% below traditional 

avg.), therefore lacking scale SMR footprint

Labour 

constraints

 Technician shortages constraining capacity 

and increasing times (18k vacancies Dec 2025 

vs 7k Dec 2012; >47% workforce aged 45+; 13-

14 days avg.  2025 vs 11 pre-Covid)

 Compounded by rising vehicle complexity, 

increasing need for higher skilled labour

…just as the 

need for 

quality is 

increasing

Death of DIY

 Drivers increasingly lack confidence and 

expertise for DIY as perceived complexity rises 

(57% driver agreement1)

 Creates incremental (outsourced) demand 

BEV Roll-out

 EVs require specialist tools, skills and 

systems, which DIYers and less sophisticated 

garages lack

 BEV drivers value expert support – they view 

breakdown cover as much more important vs 

ICE drivers (65% agreement vs 36%2)

AV Roll-out

 AV roll-out expected to be very gradual, but 

points to more software-led and calibration-

heavy needs, further biasing away from DIY / 

less sophisticated garages

Digital tools 

enable 

innovation from 

providers…

• Interactions are becoming increasingly 

digitised enabling personalisation, and 

allowing consumers to compare 

propositions (e.g., price vs speed vs 

quality)…

• …as well as enabling holistic downtime 

management for fleets

…and offer 

consumers 

new ways to 

bundle and 

unbundle

• Digital channels allow drivers to 

unbundle previously-rigid Driving 

Services journeys (e.g. separating 

finance from dealership)…

• …and rebundle for convenience & 

simplicity where it suits them (e.g., 

personalised packaging in breakdown, 

ancillary attach in insurance)

Consolidation 

enabled more 

targeted 

propositions

• As supply consolidates, providers 

professionalise and invest in more 

distinct propositions 

• This is seen across industries, e.g. in 

grocery, where generic local shops have 

been replaced with segmented chains 

with cleaner value, premium and 

convenience propositions (e.g., Waitrose 

and Aldi)

• Requires stronger brands and enables 

different dimensions of differentiation 

e.g., convenience

Driving 

Services is 

changing 

and 

complex to 

navigate

1. Q21: How do you feel about the technology in newer cars compared to those from 10 years ago? 

2. How far do you agree with the following statement - breakdown cover is more important in an electric vehicle than in a traditional petrol/diesel powered car?

See ‘Market Evolution’ 

section (pg14-19) for 

more detail on trends

UK Driving Services Market
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Established

Winning 

Factors

Trust
• Vehicles are viewed as mission critical

• Drivers value reliable brands (83% agreement1), particularly in SMR, where Brand Trust is the #4 KPC2, and in 

Breakdown, where drivers say they get reassurance from knowing they have cover (85% agreement1)

Value
• Drivers value clear and transparent pricing where they feel inexpert (Transparent Pricing is #6 KPC in SMR2)

• However, they are relatively price insensitive – they prioritise quality (80% agreement1)  and will pay for peace of 

mind (68% agreement1)

Simplicity
• Drivers struggle to manage the broad range of Driving Services - they value a single reliable provider over many 

(76% agreement1) and stick with brands that make motoring simple (75% agreement1)

Convenience

• Drivers are time constrained and avoid unnecessary hassle when purchasing Driving Services

• They value convenience (top 3 factor for 39% of drivers when choosing SMR2), in line with their wider consumption 

behaviours (online share of UK retail 27% vs 8% in 2008) and increasingly look for providers who can come to them 

(c.f. home delivery) – to save time and effort

Emerging

Winning 

Factors

Personalised 

& Digital

• Customers increasingly want seamless app and web platforms which allow them to manage and track services end-

to-end (64% agreement1) –  including account mgmt., booking and payment 

• As connected technology develops, digital tooling and data flows will become critical to great service delivery, 

enabling remote diagnostics, scheduling and support

Scale, Serve 

Anywhere

• 75% of customers3 show appetite for nationwide solutions that can reach them anywhere through a mobile ‘to you’ 

proposition – enabling fast service delivery direct to the driver (64% see saving time as key benefit4)

• Corporate customers (OEMs, fleets, insurers, in future robotaxis) prefer national providers offering a quick, reliable 

and flexible service that minimises downtime and works around their operating model

Accredited 

Expertise

• Rising vehicle and software complexity (perceived by 57% of drivers5; e.g. BEV high-voltage and ADAS calibration) 

and regulation are increasing the value of expertise to customers 

• Accredited technicians, processes and equipment demonstrate expertise to customers

Source: OC&C Consumer Driving Services Survey October 2025, Desk Research,  Mintel, OC&C analysis

Driving Services winners will need trust, scale, and a simple, convenient 
digital experience, to navigate the evolving landscape
Impact on Winning Factors

1. Q44: To what extent would you agree with the following statements? I get peace of mind from knowing I have cover / I’d rather a service that works than the cheapest / I get peace of mind from a reliable brand / 

I prefer one reliable provider over many / I stick with brands that make motoring simple and reliable / I get peace of mind from having access to simple digital tools to manage my driving services 

2. Q32: When choosing where to have your car serviced or repaired, how important are each of the following? (Select top 3 factors)

3. Q40: If a mobile service were available for your next car service at the same price as your current provider, how likely would you be to use it? (Equally or more likely)

4. Q38: What do you see as the key benefits of mobile servicing and repairs? 5. Q21: How do you feel about the technology in newer cars compared to those from 10 years ago?

UK Driving Services Market
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Winners can leverage these attributes to combine naturally adjacent services 
into seamless propositions
Potential Driving Service Platforms

Protect & Maintain

(£35-55bn)

 Bodyshop Repair (£6-8bn)

 Breakdown (~£2bn)

 Insurance (£18-20bn)

 Service, Maintenance & Repair 

(£18-24bn)

 Warranty (£1-2bn)

Fleet Services

(£1-2bn)

 Fleet Management - including 

management of in-life services 

and associated networks 

(~£1bn)

 Telematics and Data (£<1bn)

Buy & Sell 

Ecosystem

(£160-180bn)

 Classifieds / Marketplaces 

(~£1bn)

 Dealerships (£150-170bn)

 Finance & Leasing (£10-15bn)

 Trade-in Intermediaries (<£1bn)

Source: OC&C analysis

Providers offering multi-service propositions can unlock 

material synergies, and create better customer experiences 

There are natural groupings of complementary 

services within Driving Services

Service B Service C

Service A

Shared Customer 

Base & Cross-Sell

Shared Digital 

Infrastructure

Cost Synergies

Improving Stickiness 

& Retention
Reinforcing Brand 

Strength

Better Customer Experiences

Easier, more convenient purchasing

Digital journeys with complete customer data

Greater peace of mind

UK Driving Services Market
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Market Evolution: Growth in Chinese OEMs, along with traditional OEMs’ 
network rationalisations are reducing dealership footprint and SMR capacity

Dealer networks are the core OEM aftermarket network, so lower dealer density reduces 

SMR capacity and increases the need for trusted, high-quality 3rd parties

1990 2000 2010 2020 2025

8.1k

6.3k

5.1k

4.4k 4.2k

-2.4%

-2.1%

-1.4%
-1.0%

High quality provision becoming scarcer Franchised Dealer Retrenchment

121

66

Non-Chinese 

OEM

Chinese OEM

~45%

Source: SMMT, AM Online, Savills National Franchised Dealer Association, OC&C analysis

…compounded by Western network rationalisation, 

reducing local SMR access and convenience

Market share is shifting to Chinese OEMs operating a different 

approach to last-mile infrastructure (~45% lower dealership footprint)…

Drivers of SMR Site Retrenchment

Number of Franchised 

Dealerships, 1990-2025 (#)

Dealerships per OEM, 

2025 YTD2,3 (#,%)

Market Evolution: Selected Deep Dives

13%

97%
87%

3%

2022

(Jan-Feb)

2026

(Jan-Feb)

Chinese

OEM

Non-Chinese

OEM

100% 100%

New Car Registration by OEM, 

2022-26 YTD1,3 (%)

1. YTD Jan-Feb 2. YTD Jan to October 3. Chinese OEM: BYD, Changan, Chery, Geely, GWM, Jaecoo, Leapmotor, Maxus, MG, Omoda, Skywell, Smart, Xpeng

14
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Market Evolution: Labour shortages are exacerbating SMR supply 
constraints, impairing customer experience

Source: IBIS World, ONS, The Institute of the Motor Industry, Fleet News, OC&C analysis

Labour Shortages

7k

18k

Dec-12 Dec-25

+157%

https://www.autocar.co.uk/car-news/business/fleets-scrabble-keep-cars-road-repair--times-

mount?utm_source=chatgpt.com

https://businessmotoring.co.uk/shortage-of-automotive-technicians-drivers-expected-by-

2047/?utm_source=chatgpt.com

https://garagewire.co.uk/news/alarming-technician-shortage-threatens-uk-workshops-and-road-

safety/?utm_source=chatgpt.com 

Average vehicle workshop lead time | Fleet News

Pressure on 

existing SMR 

networks

• Approximately 50k SMR providers nationally, 

under multiple pressures (eg, ageing 

workforces, skills gaps, need investment in new 

technologies), driving closures of ~3-4k pa1

• Exemplified by recent wind up of ATS 

Euromaster’s UK operations in February 2026

Labour 

shortages 

further 

constraining 

supply 

• There is a material shortage of 

labour/technicians, with ~18k vacancies today 

unfilled vs a workforce of ~600k (vs 7k 

vacancies 2012)

• The shortage is expected to increase, driven 

by ageing demographics (>47% of workforce is 

aged 45+) and a growing skills gap

Players able to access skilled labour (or create it through 

apprenticeships) can be highly differentiated

Number of Motor Trades 

Vacancies, Dec 2012-25 (#)

Labour ConstraintsHigh quality provision becoming scarcer

11

Pre-Covid 2025

13-14

+2-3 days

Average Wait Times for Garage, 

Pre-Covid vs. 2025 (# days)

Market Evolution: Selected Deep Dives

1. SIC45:452 gross exits, 2019-24 average
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Market Evolution: BEV roll-out in full parc expected to be gradual, with 
consumers nervous and seeking reassurance from trusted sources

8%

10%

8%

46%

25%

21%

31%

15%

34%

Petrol / Diesel 

Drivers

3%

BEV Drivers

Strongly

Agree

Agree

Neutral

Disagree

Strongly

Disagree

N = 2,937 N = 330

1. BEV forecast is inherently uncertain, with other adoption scenarios possible depending on e.g., regulation, price evolution, technology evolution

2. Q30: What are your biggest concerns when considering an electric vehicle? (N=2,005)    3.Q14: Roadside assistance providers are starting to carry equipment for charging and repairing 

electric vehicles. How far do you agree with the following statement - breakdown cover is more important in an electric vehicle than in a traditional petrol/diesel powered car?
Source: OC&C Consumer Driving Services Survey October 2025, OC&C Consumer Breakdown Survey October 2025, Fitch, GlobalData,  Gov.UK, OC&C analysis

Range

Cost to purchase

Out of Home Charging

Home Charging

Cost of electricity

Maintenance costs

Reliability

Re-sale value

Vehicle complexity
I don’t like the electric

vehicles available
They are not cool

No one else has one

50%

48%

45%

31%

29%

29%

25%

17%

12%

5%

3%

2%

In
c
re

a
s
in

g
 I
m

p
o

rt
a
n

c
e

Importance of BEV Breakdown Cover by 

Current Vehicle3, (% Respondents)
BEV: Forecast Penetration of Car Parc1, 

2024-40 (%)

Impact of EVs

Market Evolution: Selected Deep Dives

The car parc will shift gradually to BEVs 

over the next 15 years

Consumers are anxious about complexity, 

reliability and range of BEVs

BEV drivers view trusted, expert support – 

such as Breakdown cover – as much more 

important than for ICE drivers

18%

38%

73%

96%

82%

62%

27%

4%

2024 2030 2035 2040

Other

BEV

BEV Purchase Barriers2 (% of Respondents)

Range is the #1 purchase barrier, reflecting 

the lack of BEV charging infrastructure 

(300k points needed by 2030 vs ~76k today)

BEV Roll-outNeed for quality is increasing
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Market Evolution: AVs likely to roll out slowly, and will create additional 
demand for quality Driving Services providers 

AV rollout 

will be slow
Eventually, 

Personal AVs will 

come, but 

forecasters 

suggest not 

material before 

2035

The first wave of 

AV rollout likely to 

be ‘Robotaxis’ 

only, and will 

mainly disrupt 

existing shared 

transport modes

AV Roll-outNeed for quality is increasing

 Robotaxis are well-placed to take share from taxis and 

public transit (cf. Uber entry, Waymo in SF) in urban areas 

– could represent ~2% of parc by 2040 (~2x taxis)

 However, robotaxis unlikely to replace personal 

vehicles due to price premium and consumer 

preference: ~60% would not give up their car for any 

price, seeing it as a personal space (75% agreement)

1. Q25: How much cheaper would a shared car have to be (all in) for you to totally give up your own car? 2. World Economic Forum report for AV % of new car sales. AV forecast is inherently uncertain, with other adoption scenarios 

possible depending on e.g., regulation, price evolution, technology evolution 3. Based on a variety of academic and industry studies - Harb et al. (2021), Taiebat et al. (2019), Wadud, MacKenzie & Leiby (2016), Childress et al. (2015)

 Several as-yet-unresolved barriers to broader AV adoption, 

including regulation, liability, tech, and price

 L4/L5 AVs forecasted to represent ~3% of new car sales 

by 20352, but represent a very small share of 2035 parc

– Parc turnover rates of ~6% p.a. means L4/L5 AVs will 

be <5% over the next 10+ years

AVs will be 

a tailwind 

in Driving 

Services

AVs will drive 

more miles

Increased need 

for quality Driving 

Services 

providers

 AVs expected to drive +25-30% more miles3 vs. human-

operated vehicles (HOVs), increasing needs (e.g. SMR, fuel)

– Longer trips become less onerous

– Allows new trips (e.g. overnight / when drinking alcohol)

– Empty repositioning between trips

 Complex liability & safety concerns likely to drive Insurers 

and OEMs towards accredited and trusted suppliers

 Approved SMR providers can be trained & certified to 

handle AV-specific issues, preventing safety-critical errors

 Quality suppliers can maintain traceable documentation and 

compliance & safety standards to minimise liability disputes

Impact of AVs

Forecast ADAS Penetration of Car Parc2, 2024-35 (%)

Source: OC&C Driving Services Survey October 2025, Bloomberg, World Economic Forum, Fitch, Gov.uk, SMMT, OC&C analysis

Market Evolution: Selected Deep Dives

5% 21% 13% 61%

I wouldn’t give

up my car

regardless

A quarter

of the price

Half the

price

A little

cheaper

At What Price Would Consumers Switch to Shared1,

(% of respondents)

7

9

HOV Today

AV Potential

+25-30%

Average Miles Driven: HOV vs L4/5 AV (000s miles)

Example Outsourced Providers Used 

Today by Waymo

2024

~0%2030

~2%2035

~6%2040

L0-2L3L4/5

https://www.goldmansachs.com/insights/articles/partially-autonomous-cars-forecast-to-comprise-10-percent-of-new-vehicle-sales-by-2030

~0%2024

~0%2030

~1%2035

L0-3L4/5
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Market Evolution: As markets consolidate, providers are more able to invest 
in segmenting their propositions, better serving consumers’ needs

Indicative

Source: OC&C analysis

Consolidation and Segmentation

1950 2030+

Franchised

Dealerships

Branded Chains

Mobile Operators

Local

Independents

2030+

1950 2030+

Differentiators

Location 

(Convenience)
Common

• Trusted brand

• Convenience

• Expertise / 

quality

• Price

• Location

• Digital

• Speed of 

Resolution

Price/Value Variable

Expertise Variable

Consolidation of SMR Landscape,

1950-2030+

Consolidation, 

Professionalisation 

& Proposition 

Segmentation

Market Ability to Meet

1950 2030+

Minimum 

Universal 

KPCs

Convenience (Location) Common Common

Value (Price) Variable Common

Capability Variable Common

Varying 

KPCs

Trust & Expertise - Variable

Speed (Capacity) - Variable

Ease (e.g. Digital) - Rare

Bundling/Cross-Buying - Rare

When a market is fragmented, each business in the long tail is too small to 

invest in serving KPCs with less-than-universal appeal

As markets consolidate, suppliers professionalise – reducing variability in core 

delivery and raising the minimum standard

Suppliers can invest in more tailored propositions, and consumers can 

increasingly choose offers aligned to their specific preferences (e.g. around 

convenience, price or trust)

Digitisation, innovation & consolidation create new ways to winMarket Evolution: Selected Deep Dives
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Market Evolution: Consumers are increasingly able to unbundle and 
rebundle their Driving Services journeys, making the most of digital options
Unbundling of Car Finance

They are increasingly likely to research and arrange finance through non-dealer 

channels

The car purchase journey is evolving, 

with consumers relying less on dealers

Complete 

Purchase

Arrange 

Finance

Vehicle 

Research

Traditional Emerging

Channel Preference for Elements of Ancillary Purchase1

2022-26 (% Respondents2)

Dealer Role Across the Purchase Journey:

Traditional vs Emerging

25%

5% 8% 8% 6%
13%

28%

11% 13% 15% 12% 12% 10%

+2ppt

+6ppt +5ppt +7ppt +6ppt -1ppt

2022 2026

31%

6% 8% 6% 6%
11%

38%

10% 13% 12% 11% 8% 6%

In person 

at the site

With a 

sales rep 

at home

On the 

phone

Online with 

a phone or 

video call

Online with 

instant chat

Purely 

online

Online with 

an AI agent

+7ppt

+4ppt +5ppt +6ppt +5ppt -3ppt

Finding 

finance for 

the car

Finalising 

finance for 

the car

Source: Desk Research, Speedometer Survey 2019-2026, OC&C analysis

1. Q32: Thinking about the next time you do these activities, where would you prefer to do the following: research the car I want to buy / find the exact car I want to buy / purchase the car (pay for the car)

2. Excludes respondents who stated they do not expect to do this

Non-Dealer Channels

Dealer

Dealer

Car 

Finance 

Broker 

(e.g. Zuto)

Third 

Party 

Research 

(e.g. 

Google)

Digitisation, innovation & consolidation create new ways to winMarket Evolution: Selected Deep Dives

Providers can offer appropriate add-on 

services at each stage, allowing 

consumers to rebundle to suit their needs
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