
Strategy update 
6 November, 2025

Stockholm



Agenda

2

Strategy update 2025

Introduction Winning 

customers 

who stay

Our bridge 

to a fully 

electric 

future

Why SPA3 

is transfor -

mative for 

our 

business

Cost savings 

and synergies 

in practice

Pathway to 

higher 

profitability 

and cash flow 

generation

Ending 

remarks

Break Q&A 

Lunch & 

mingle

01. 02. 03. 04. 05. 06. 07. 08. 09.

Håkan 

Samuelsson

President and 

CEO

Erik 

Severinson

Chief 

Commercial 

Officer

Michael 

Fleiss

Chief Strategy 

& Product 

Officer

Anders 

Bell

Chief 

Engineering & 

Technology 

Officer

Francesca 

Gamboni

Chief Industrial 

Operations 

Officer

Fredrik 

Hansson

Chief Financial 

Officer

Håkan 

Samuelsson

President and 

CEO



Introduction
Håkan Samuelsson, President and CEO

3

Strategy update 2025



Executive Management Team

4

Strategy update 2025

Håkan Samuelsson, 
President and CEO

Fredrik Hansson, 
Chief Financial Officer

Helen Hu, General 
Counsel & Chief 

Corporate Affairs Officer

Erik Severinson, 
Chief Commercial 

Officer

Francesca Gamboni, 
Chief Industrial 

Operations Officer

Hanna Fager, 
Chief People Officer

Anders Bell, 
Chief Engineering & 
Technology Officer

Michael Fleiss, 
Chief Strategy & 
Product Officer



Strategy update 2025

How to put Volvo 
Cars back on track?
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April 2025

Turnaround 
programme

August 2025

Top line 
focus

×ìáÞöþð ãìàòð

Update 
strategy

Securing a steady 

course towards a new 

global position
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Three key challenges to resolve 
if you want to stay in business

Unique 

opportunities 

for all three
End of 

globalisation

Hyper 

competition

01. 02. 03.
Electrification
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ÅAccelerate ±let competitors slow 

down

ÅEVs ±range, charging time and price 

similar to ICE cars

ÅBridge solutions ±Generation 2 

plug - in hybrids necessary

ÅCore compute enables one software 

for all cars ±lower cost and better 

experience

Common architecture and synergies 

enable us to create better products

01. Electrification
is the future 
±Primarily better cars
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02. End of 
globalisation
±Regionalising a strong global brand

ÅRegional empowered and agile 

organisation ±build where we sell

ÅAdapted products and marketing to 

regional requirements

ÅTransparent regionalised offering ±

what is included? What is the real 

price? When can I get it?

A strong global brand for the three 

main regions
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03. Hyper 
competition
±Chinese brands will capture a large 
share of the global industry

ÅWe have unique synergy 

opportunities for cost savings and to 

create attractive competitive cars

ÅModular global architecture and 

common parts, but East/West 

software

ÅNew, leaner sales and distribution 

concept

Unique collaboration with Geely is 

becoming a clear strength



10

Strategy update 2025

Ïâñþð go a bit deeper



Winning customers who stay
Our path to profitable growth 

Erik Severinson, Chief Commercial Officer
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Freedom to Move
By Sweden
For Life.

Strategy update 2025 / Winning customers who stay

Our mission is crystal clear, and founded on nearly 100 

years of human-centric thinking.

Å Safer cars , as the world becomes more automated

Å Lead on electrification , to be part of the s olution to 

climate change

ÅCars that use advanced tech to improve lives , as 

âóâïöìëâ âéðâ ðñïæóâð ãìï ðæêíéö ýñåâ éÞñâðñ ñâàåþ

Å All wrapped in beautiful Scandinavian design that 

strips away complexity and makes you feel good

What makes us different?
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Strategy update 2025 / Winning customers who stay

The commercial turnaround
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PERFORM

Profitable 

growth

TRANSFORM
Electrified, digital, 

customer - centric
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We will grow 
profitably 
through 
electrification
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The future is electric, but the pace to 
electrification differs by region

2025 2030 2035
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2025 2030 2035
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2.3

2025 2030 2035
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15Includes content from S&P Global Mobility, combined with Volvo Cars analysis and assumptions



23%

Strategy update 2025 / Winning customers who stay

22%18%
BEV
EX90 

We have a competitive offer for every customer 
Ùìéóì ÆÞïðþ íïâêæòê market share large SUV, Europe YTD 2025

PHEV
XC90 

PETROL
XC90 
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#1 in 

segment

#1 in 

segment

#2 in 

segment



We are strong on SUVs
±with EX60 set to fill a big gap
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30 cluster 40 cluster 60/70 cluster 90 cluster

EX30

EX30 
Cross Country

XC40

EX40

XC60

EX60

XC70

XC90

EX90

JAN 21200% 

increase 

addressable 

BEV 

segment*

*Addressable BEV segment:

Å920,000 (existing BEV products)

Å2.8m (existing BEVs + EX60)
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BEV is our key driver for growth

Total YOY

BEV YOY

Year- on-year growth in retail orders in Europe 2025

JAN FEB MAR APR MAY JUN JUL AUG SEP



...but there are three things 

we need to solve

Our answer

Range anxiety Can go as far as an ICE car

Charging Charges as fast as your average stop

Price Priced as a PHEV ±with better margin

We have solved the top customer concerns 
for buying a BEV with the EX60
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Strategy update 2025 / Winning customers who stay

A BEV is a better car...

Lower running costs 

Better performance

More space and comfort

More sustainable 
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Strategy update 2025 / Winning customers who stay

A customer -
centric sales 
model 
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Strategy update 2025 / Winning customers who stay

Designing our offerings to what customers want 

Customers want to know:

What is included? What will it cost? When will I get it?

01. 02. 03.

Our answer:

Precision
Including instant delivery option

Our answer:

Transparency
Online purchase option with 

transparent pricing 

Our answer:

Simplicity
All - inclusive offer
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A convenient new way to buy a car online, starting 
in Sweden, together with our partners

Provide simplicity and 

transparency on the complete 

ownership offer :

Clear, consumer - friendly monthly 

price with all - inclusive option 

including energy

January

No hassle

Freedom and precision in delivery 

time meeting customer 

expectations:

Immediate delivery option or tailor -

made product built to order

Q1 ±Q2

Instant delivery

ÚËÄ×þÖ ÑÈÚ 

Car shopping being reshaped 

through AI:

Faster, more transparent and 

conversational purchase decisions

Future of buying

Continuous implementation

~7,000 current Care by Volvo customers in Sweden as a starting point



Strategy update 2025 / Winning customers who stay

Attracting 
more people 
to the Volvo 
brand ±at 
lower cost
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Targeting specific 

consumer groups, with key 

influencers in halo 

locations

Halo product marketing 

strategy

Digital and signal - based 

optimisation connected to 

online purchase offers
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A new approach to marketing

Strategy update 2025 / Winning customers who stay

Targeting up to 

20% reduction 

in marketing 

spend per car



Growth

Strategy update 2025 / How we will grow profitably

ÅThrough electrification 

ÅProduct line - up, including a bridge to 

electrification

ÅBrand strength, 100 years of heritage

25

ÅLower commercial cost of sold car

ÅUp to 20 % reduced marketing spend per car 

ÅSimplified car offer

ÅImproved customer delivery precision

Commercial excellence Commercial excellence

Large potential in transforming the commercial system

ÅReduced inventory levels through faster 

customer deliveries

Enabled by: 

ÅCentral stock (off - balance) 

ÅSimplified offer structure (fewer variants)

ÅEfficient order - to - delivery process (AI -

supported)

Figures show potential savings

+1 p.p.
Profit

- 10%
Inventory

+2-3 p.p.
Profit

Our ambitions
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Our bridge to a fully electri c future

Michael Fleiss, Chief Strategy and Product Officer

Strategy update 2025



In a nutshell

Strategy update 2025 / Our bridge to a fully electric future

01.
Fully electric is 

our future ±we 

are ready when 

our customers 

are ready

02.
A longer bridge 

to electrification

with compelling 

long - range 

hybrid products

03.
Increase Geely 

synergies

04.
A more 

regionalised 

approach

05.
Core compute 

enables one-

track software 

for BEVs and 

hybrids

27
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Strategy update 2025 / Our bridge to a fully electric future

The world is moving 
to electrification , 
creating an 
opportunity for us.



Transforming to electric faster than other 
premium legacy OEMs

Strategy update 2025 / Our bridge to a fully electric future
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Includes content from S&P Global Mobility



The transition to electrification  is a fact , but  
the tipping  points  have moved  out  in time

Strategy update 2025 / Our bridge to a fully electric future
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North AmericaEurope Greater China

Premium incl . Tesla
Forecast now Forecast 1.5 yrs ago BEV NON-BEV

0,5

1,0

1,5

2,0

2,5

3,0

3,5

4,0

4,5

2025 2026 2027 2028 2029 2030 2025 2026 2027 2028 2029 2030 2025 2026 2027 2028 2029 2030

Millions

Includes content from S&P Global Mobility, combined with Volvo Cars analysis and assumptions



We are ready to go fully electric when 
our customers are

Strategy update 2025 / Our bridge to a fully electric future

31

ES90 EX90EX40 EC40EX30 EX60
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Strategy update 2025 / Our bridge to a fully electric future

We will build a
longer bridge 
to transition from 
20% BEVs today to 
100% in the future



...through affordable, efficient investments into upgrading 
our most profitable and popular SPA1 and CMA products...

Strategy update 2025 / Our bridge to a fully electric future

33



PHEVMHEV

In short: we are evolving and transforming our 
powertrain offer with customer demand

Strategy update 2025 / Product Strategy / Bridging electrification

34

Pure ICE BEV



Strategy update 2025 / Product Strategy / Bridging electrification
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In short: we are evolving and transforming our 
powertrain offer with customer demand

Pure ICE BEVMHEV PHEV Electric car 

with back - up 

engine

Upgraded 

PHEV

Gen 1 PHEV Gen 2 PHEV
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Strategy update 2025 / Our bridge to a fully electric future

We will do this 
while strengthening 
our margins
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Strategy update 2025 / Our bridge to a fully electric future

Increased 
collaboration with 
Geely will be key 
to further reduce 
costs and get 
products to market 
quicker



XC40/EX40

Strategy update 2025 / Our bridge to a fully electric future

One of our best - selling products, built on a 

platform developed by a joint venture together 

with Geely

We have done this before, with success

38

EX30
The introduction of the award winning fully 

electric EX30 was made possible by using a 

competitive small - car platform from Geely, 

tapping into the B SUV segment

XC70
The newly revealed long - range plug - in hybrid 

with up to 200 km of pure electric range 

(CLTC testing cycle)
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Strategy update 2025 / Our bridge to a fully electric future

We are increasing the 
cooperation between 
Geely and Volvo Cars, 
focusing on hardware

Å Standardised modules
Å Reduced complexity
Å Safeguarding quality and safety
Å Improved profitability
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Strategy update 2025 / Our bridge to a fully electric future

A more regionalised
product strategy for a more 

regionalised world



Strategy update 2025 / Our bridge to a fully electric future
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The XC70 is a hybrid that exemplifies our overall strategy

2019 2020 2021 2022 2023 2024 2025F 2030F

China premium market development ±The NEV segment 

(BEV, PHEV/EREV) will outperform ICE supported by incentives

BEV PHEV/EREV ICE

*transaction price 

above 200k CNY

Source: Geely Group (incl. CAM and Insurance database)



Strategy update 2025 / Our bridge to a fully electric future
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The XC70 is a hybrid that exemplifies our overall strategy

Electric car with a 

back- up engine

1,200 km without charging or 

refuelling

Collaboration with 

Geely

Component sharing

= lower cost + quicker to market

Regionalised

product

Developed for China market 

with China tech
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Strategy update 2025 / Our bridge to a fully electric future

One- track software.
One core computer.
BEVs AND Hybrids!

True software -

defined  vehicle  



44

Strategy update 2025 / Our bridge to a fully electric future

01. Fully electric is our future ±we are 

ready when our customers are ready

02. A longer bridge to electrification with 

compelling hybrid products

03. Increase Geely synergies

04. A more regionalised approach

05. Core compute enables one- track 

software in BEVs and hybrids

In a nutshell



Cost savings and synergies in practice

Francesca Gamboni, Chief Industrial Operations Officer
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Strategy update 2025 / Cost savings and synergies in practice

Delivering results 

±on cost efficiency

Now, our synergy superpower 

takes us further, faster
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Strategy update 2025 / Cost savings and synergies in practice

Leveraging scale

Geely synergies in practice

Cost benchmarking Culture & best 

practice sharing

Increased

commonality

Building resilience 



Joint negotiations and common supplier panel
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Leveraging scale

Strategy update 2025 / Cost  savings and synergies in practice

Today

Ambition

500
Own suppliers

130
Common suppliers

75%
Common suppliers 

share of spend

+50%

Up to 8%
Savings from joint negotiations

Common suppliers



Strategy update 2025 / Cost  savings and synergies in practice

Cost benchmarking Culture & best 
practice sharing

Increased 
commonality
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Accelerating impact

Resilience

Cost benchmarking Culture & best 

practice sharing

Increased 

commonality

Resilience
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Strategy update 2025 / Cost savings and synergies in practice

Building competitiveness

Commodity business plans and 

supplier strategies

Execution

Joint supplier negotiations and 

supplier panel

Match pairs, ensuring one 

procurement

Strategy Steering framework



Step change ahead ±structurally reducing costs
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Strategy update 2025 / Cost savings and synergies in practice

We are just in the beginning 

of our harvesting journey

C
O

S
T

 R
E

D
U

C
T

IO
N

S

TIME

TODAY

2-3% EBIT contribution



Break
We will be back online in 10 - 15 minutes
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Why SPA3 is transformative 
for our business
Anders Bell, Chief Engineering & Technology Officer
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On time

On cost

On quality

SPA3: a game- changer

54
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Strategy update 2025 / Why SPA3 is transformative for our business

Uncompromised, scalable BEV 

architecture

SPA3: Areas of evolution

02.
Cutting - edge BEV technology, 

vertically integrated

03.
Fully software defined 

(one- track software)

@Solberg: EX90 or 
ES90 plugged in 

image here please

01.



Strategy update 2025 / Why SPA3 is transformative for our business

56

We believe SPA3 is the best EV platform in the world.

As our first uncompromised EV architecture , it brings 

previously unseen benefits.01.


