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China automotive sector - at the edge of consolidation B
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Searching for buyers
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Investors’ verdict: Slow growth, low returns

China sector profit pools (USD bn, EBIT, 2024), listed CN groups
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Deal flow China’s automotive sector 2014 - ‘24
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Sources: LHS: WIND, InterChina analysis. RHS: Capital IQ.
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Looking for greener pastures: Switching over the future technologies
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The end of ICE future value globally... ... as well as in (or, driven by) China
Global market segments, add. value, USD bn, '22 - 27 Top 30 CN Autom. Suppliers (RMB bn, 2024)
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MNCs do portfolio reviews in / of China and divest underperforming businesses
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Portfolio Restructuring

InterChina annual M&A surveys: Divestment Plans

Q

“Are you considering a divestment in China?”
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Source: InterChina Analysis, InterChina MNC Executives Surveys 2022 — 2025.
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But also: The return of the superior China Margin for G-T1s
- this can be achieved with a Chinese competitor as a partner
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G-T1s' customer mix

(Avg of sales of 22 G-T1s)
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Public narrative: “"C-OEMs - bad deal”
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What's really happening: Leading G-T1s now make
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Source: InterChina analysis
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Innovation... for global! “It's not about In China For China, but China Leading

InterChina
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Global” - Again, Chinese partners can be critical to achieve this RAE
The smile curve: Bosch Mobility halved R&D MNC survey results (Feb 2025): Products
cycle; started China-for-Global R&D innovated in China will play a global role
Q. How much of your global business (=100%) will be driven by
‘global products developed in China’, now and in the future?
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Sources: LHS: InterChina research and analysis. RHS: InterChina survey, Feb 2025, n = 142 MNCs across different sectors.
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Globalizers: Chinese groups (= MNCs' customers, competitors) expand on the
global stage and MNC are rethinking how they can help them via partnering
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Chinese globalizers’ key deficits - MNC partners can help
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MNC survey: “"Do you see an opportunity to partner with

Chinese groups in their own outbound expansion?”

We've been doing
this for some time

We actively look for this
type of partnership

We haven't considered
any partnerships

There is no real
partnership potential

CN co’s won't globaliize
in the next 2~3 years
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Source: InterChina Survey April 2025, InterChina Analysis.
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InterChina Consulting, a China-based strategy and M&A advisory firm, helps 'a

clients since 31 years to grow sales and profits via M&A and partnerships xH4

InterChina | Strategy | Corporate Finance Current buy opportunities Contact us

Our Firm
China specialist, China-related engagements. MNC China business:
Strategy: Go-to-market and profitable growth.
Corporate Finance: M&A buy and sale-side mandates.
Established in 1994, unmatched 31 year track record.
8 partners and 50 consultants in Shanghai and Beijing.
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Partner-in-Charge
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MNC China business:
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