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• The sales rate of Model S and Model X has largely stabilised, as has relative mix

– Sales are consistently well below capacity, suggesting little pent-up demand

• Model 3 annual sales of 500,000 not impossible -- would be segment leader

• Model 3 appears to have a healthy order bank -- over 450,000 reservations

– Deposits are fully refundable, so cannot be taken as firm commitments

• Analysis of web interest in Model 3 vs Models S and X, and comparison to 
competitor sales level indicates a severe shortfall versus Tesla’s sales forecast

– Steady-state annual sales of 150,000 – 200,000 (versus 500,000 projection)

– Issues may not appear until 2019 due to substantial order bank

– Sales level of 200,000 units is still respectable, but it is short of expectations
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EXECUTIVE SUMMARY
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Tesla’s Quarterly Sales Have Continued To Grow As Portfolio Expands.
Model S and Model X Volumes Are Stabilising And Below Capacity.

TESLA SALES RATE OVER TIME

SALES BY QUARTER -- GLOBAL SALES BY QUARTER -- GLOBAL

Source: Ad Punctum Analysis, Company Reports Source: Ad Punctum Analysis, Company Reports
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Approximate Freemont factory capacity 

35,000 units per quarter (140,000 annually)
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Sales For Models S And X Consistent With Relative Search Volumes.
An Irrelevant Correlation Or Reflecting Web-Savvy Consumers?

VOLUME COMPARED WITH WEB INTEREST

RELATIVE SALES RELATIVE SEARCH VOLUME

Google searches each week

Source: Ad Punctum Analysis * Model S volume multiplied by relative searches of Model X vs Model S Source: Ad Punctum Analysis, Google Trends
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Annual Sales Of 500,000 Not Impossible; Would Be Segment Leader.
Tesla Has Far Fewer Dealer Points And Almost Non-Existent Fleet Volume.

THE KEY COMPETITOR SET -- MODEL 3

SALES OVER LAST THREE YEARS COMPARISON TO MODEL 3

annual unit sales

Source: Ad Punctum Research, Company Reports Source: Ad Punctum Research, Company Statements
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Memo: A4, 3 Series & C-Class come 

in a wider range of bodystyles than 

Model 3

(Sedan, Station Wagon, 

All-terrain SW)
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Models S And X Do Not Consistently Outsell Competition Globally.
Lease Rates For Model S Are At The Higher End Of The Competitive Set.

THE KEY COMPETITOR SET -- MODEL S AND X

RELATIVE SALES LEASING OFFERS -- MODEL S

of competitor volume Amortised monthly lease cost in US$ -- 48 month term

Source: Ad Punctum Analysis, Company Reports Source: Ad Punctum Analysis (UK data set -- deposit amortised in monthly lease)
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If Tesla lease 

was same % of 

list price as 

Mercedes… 

lifetime lease 

would be 

$5,500 lower
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Analysis Indicates Tesla Sales Rate Will Be Below 2018 Capacity;
Due To Large Existing Order Bank, Problems May Not Appear until 2019.

TRIANGULATING MODEL 3 VOLUMES

SALES SCENARIOS VS. CAPACITY

Source: Ad Punctum Analysis

142,900 214,100 190,200 256,050

• Model 3 search vs. Model S (raw)

– Based on the same correlation we found for 
Model S versus X

• Model 3 search vs. Model S (segment adjusted)

– Adjusting for higher search / sales rate for 
compact executive segment over large SUV

• Model 3 as % of BMW 3 series 

– Based on Model S and X vs BMW products

• Model 3 as % of Audi A4

– Based on Model S and X vs Audi products

annual unit sales

Tesla’s ultimate capacity goal

2017 YE capacity

2018 av. year capacity

Memo: Elon Musk said Q2 2017 sales 

rate was 1,800 per day = 660,000 upa
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Due To Large Order Bank, Even At 200,000 Sales Rate, Tesla Could Have 
Substantial Volume Increases In 2018 And 2019 As The Backlog Is Cleared.

WE MIGHT SEE SOMETHING LIKE THIS…

CHANGE IN TESLA VOLUME OVER TIME (000)

Source: Ad Punctum Analysis

annual unit sales (000)
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Model 3

Model S & X
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Potential new Tesla models 

in 2019/20 timeframe:

• Model Y (small SUV)

• Pick-up

• Roadster



• Considerable increase in sales network

– Need a sales network that reaches the mass-market, not just early adopters

• Massive expansion of fleet business -- typically >50% of sales in this segment

– Requires a specialist sales force

– Many fleets use 3rd party lease co’s -- weakens Tesla’s control of used vehicles

• Lower the price / improve the lease offering (reduce the rates)

– Buyers of compact executive vehicles are price conscious -- especially fleets

– May require a captive finance arm -- 3rd parties are wary of used value risk

• Add a station wagon derivative (yes I said it)

• Deliver autonomous drive capability that turns Model 3 into a robo taxi
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HOW TESLA CAN INCREASE VOLUME POTENTIAL



• The sample set is too small to draw these type of conclusions

• Your backwards-looking comparison to search volume is meaningless

• Model 3 is a unique moment in history,  defying comparison to any benchmark

• You haven’t reflected that Model 3 blows the competition out of the water

– Memo: it needs to have a higher “blowing out of the water” factor than 
Model S and X because we did look at these versus the competition

– Also memo: it comes in fewer bodystyles than the competition (unlike S / X)

• Correlation of Model S to X sets no precedent for Model S to Model 3

• You’re an idiot / stuck in the past / don’t understand Tesla customers
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VALID OBJECTIONS TO THIS ANALYSIS



• The sales rate of Model S and Model X has largely stabilised, as has relative mix

– Sales are consistently well below capacity, suggesting little pent-up demand

• Model 3 sales of 500,000 is not impossible -- would be market leadership

• Model 3 appears to have a healthy order bank -- over 450,000 reservations

– Deposits are fully refundable, so cannot be taken as firm commitments

• Analysis of web interest in Model 3 vs Models S and X, and comparison to 
competitor sales level indicates a severe shortfall versus Tesla’s sales forecast

– Steady-state annual sales of 150,000 – 200,000 (versus 500,000 projection)

– Issues may not appear until 2019 due to substantial order bank

– Sales level of 200,000 units is still respectable, but it is short of expectations
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CONCLUSIONS



• Consultancy and research firm founded by an ex-automotive OEM insider

• Ad Punctum researches emerging trends and key issues ranging from the 
disruptive impact of on-demand mobility to Brexit

• Periodically publishes relevant research to make it freely available and drive 
understanding and debate on interesting topics

• Please contact sales@adpunctum.co.uk or visit www.adpunctum.co.uk to learn 
more about us and discuss any specific queries you might have
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