
 
 
 
 
 
 
 

EVs for All America: The Dealer Project 
Helping Dealers Win in the Electric Vehicle Transition 

 

Executive Summary 

As part of our mission to increase the sales of new and used EVs, our research and 
policy arm — EVs for All America — has launched the Dealer Project. 

As long-time GOP political operatives, we are approaching this challenge like a 
campaign: how do we win the hearts and minds of dealers, managers, and retail 
sales consultants? 

EVs for All America is a nonprofit public education group working to ensure the 
benefits of electric vehicles reach every community. We conduct independent 
research and work to develop workable solutions to the toughest “pinch points” in 
electrification with practical tools that help consumers, dealers, and policymakers 
make informed choices. 

Our mission is simple: break down the partisan divide over EVs and accelerate 
the electrification transition. 

EVs for All America is a 501(c)(3) nonprofit organization. We do not engage in 
lobbying or electoral activity. All programs comply with IRS guidelines for public 
charities. 

 

 



The Dealer Project: Working to Solve a Tough Problem 

Frontline auto dealers remain a critical bottleneck in the transition to electric 
vehicles (EVs). Many dealers see the transition to EVs as unhelpful to their 
businesses. 

▪​ Dealers fear EVs, which require less maintenance than traditional ICE 
and hybrid vehicles, will seriously reduce future revenue from the fixed 
operations (parts and service) side of their dealerships. 

 
▪​ Dealers also worry about the significant cost of new EV-related service 

training and equipment (e.g., hoists, diagnostic systems, and safety 
infrastructure). 
 

▪​ The specialized area of battery replacement, although a potentially 
lucrative service, often poses challenges to dealer insurance policies due 
to fire risks. 
 

▪​ Dealers operating in America’s 2,633 “Red” counties often believe their 
more conservative customers are more hostile to EVs due to political 
polarization than customers in America’s 427 “Blue” counties.  (The 
relatively higher prices of EVs are a factor as well.  The “Blue” counties 
are often wealthier, contributing an aggregate 38% of America’s total 
GDP, while the “Red” counties contribute 38% of our total GDP.) 

 
▪​ Sales consultants also worry about bad initial post-sale charging 

experiences damaging their reputation with customers. Customers often 
lag in arranging for Level 2 home charging to be installed in their homes, 
and many find themselves waiting in line for expensive DC fast charging 
at crowded charging stations while they wait weeks for home charging to 
be installed. Customers living in multi-family buildings often experience 
uncooperative condo boards or landlords unwilling to allow charger 
installations. 

 
▪​ The result: unhappy customers, bad post-sale CSI surveys, poor 

performance reviews, and even lost bonuses. That is a risk many 
salespeople do not want to take with EVs — creating a reverse incentive 
for salespeople to avoid EVs on the showroom floor. 



This project combines in-depth qualitative research, best-practice dealer case 
studies, innovative state-level policy ideas, and an initial framework to launch a 
streaming video-based dealer education campaign aimed at improving and 
overcoming the most challenging “pinch points” of EV adoption: weak dealer 
incentives to sell EVs. 

Phase One: Research – Understanding the Reality on the Showroom 
Floor 

Online Focus Groups 

Like a campaign, we will focus on research to better understand the problems and 
perceptions around EVs among auto dealers and salespeople. 

We will use Qualboards, a form of online focus groups, to interview a curated mix 
of experienced auto sales professionals and sales managers across the U.S. 

Qualboards are moderated online chat forums conducted over several days, 
allowing participants to respond at their own pace. Participants are compensated 
for their time. 

Our groups will include salespeople from both strong EV markets and 
less-developed markets (some blue, some red) to identify differences and deltas in 
perception. 

We’ll target brands currently offering EVs for sale (Ford, Cadillac, Hyundai/Kia, 
Mercedes, BMW, etc.), interviewing both new and used sales professionals with a 
minimum of 4 years in franchise retail auto sales, and at least 60% of the 
interviewees will have 6+ years of experience.  

Explore Best Practices That Are Working Now 

A complementary research component will include 10–12 direct interviews with 
sales consultants and sales managers who have achieved strong EV sales 
performance. 

These one-on-one interviews will identify best practices and capture profiles of 
effective EV dealerships — exploring how they sell, what works, and what barriers 
they’ve overcome. 



Insights from these interviews will help shape practical, evidence-based strategies 
and fresh policy ideas to deploy at the state level. 

Phase Two: State-Level Policy Innovation and Teach Best Practices 

With Congress eliminating the previous Administration’s federal EV consumer 
credit program, much of the policymaking action is shifting to state governments, 
at least until the next presidential election. 

Many states already offer EV incentives, but there’s a significant opportunity to 
revise, expand, and improve them over the next year, including new state-level 
pro-EV policies targeted at dealers. 

While Federal policy offers an attractive “one-stop” fix for EV incentives, that is 
simply not realistic for the next 3 years. And while a state-by-state process seems 
daunting and fragmented, the large concentration of EV sales in a smallish group 
of “pioneer” states makes the state process more manageable than one might 
think. 

Let’s review the data. The chart below lists the top states in EV sales combined 
with the party control of their state legislatures and gubernatorial offices. 

As of early 2025, just ten states accounted for 71% of all new EV registrations 
nationally (S&P Global Mobility). 

 

 

 

 

 

 

 

 



Top 10 States by EV Registrations (2023 cumulative stock): 

Rank State Total EV Sales 
(2023) 

% of all U.S. EV 
Sales 

Legislature Governor 

1 California 1,256,646 35.3% Blue Blue 

2 Florida 254,878 7.2% Red Red 

3 Texas 230,125 6.5% Red Red 

4 Washington 152,101 4.3% Blue Blue 

5 New Jersey 134,753 3.8% Blue Blue 

6 New York 131,250 3.7% Blue Blue 

7 Illinois 99,573 2.8% Blue Blue 

8 Georgia 92,368 2.6% Red Red 

9 Colorado 90,083 2.5% Blue Blue 

10 Arizona 89,798 2.5% Red Blue 



Bottom line: the six states above, where Democrats hold both the Legislative 
majority and the Governor’s office – fertile ground to pass new pro-EV initiatives 
-- represent 52.4% of the total U.S. EV market. 

(Note: In addition to the top ten states listed above, several other 
Blue-governed states also combine high EV adoption with robust state-level 
incentives that make them potential markets for new pro-EV legislation at 
the state level. These include Massachusetts, Maryland, Oregon, 
Connecticut, New Mexico, Hawaii, and Vermont — all of which offer 
significant consumer rebates or tax credits for EV purchases, charging 
installation support, or both.) 

The result of all this is that a relatively small number of state governments can 
impact a large share of the U.S. EV marketplace. 

We also know from our polling data of auto buyers that non-EV drivers who say 
they have friends or relatives who own EVs rate EVs far higher than non-EV drivers 
without friends or family who own EVs.  In other words, density works, since EV 
word of mouth is very positive. 

As Goes California, So Go Many Blue States 

Finally, there is often a “follow the leader” approach among blue state 
governments; with many Democrat states looking California to set policy they 
often follow.  A policy victory in California — representing 35% of U.S. EV sales — 
often cascades quickly to other states, creating momentum and alignment across 
multiple blue-state governments. 

For this reason, we have focused our initial policy development work on 
California.  We have focused on two “pinch points” to overcome: level 2 
“overnight” charging in multifamily buildings (more than 7.5 million Californians 
live in multifamily buildings with 10+ units) and created a state-funded “conquest 
credit” of $3500 for first-time EV buyers (new and used, buy or lease) without any 
income limit.  We have had extensive discussions with both Governor Newsom, 
state Legislative leaders, and the California Energy Commission leadership on 
these matters, and there is serious interest as we enter 2026 budget negotiations. 

Now, with the Dealer Project, we are launching an effort to both research and 
develop practical steps to solve the dealer “pinch point” with EVs as well. 



Pro-Dealer Policy Innovations 

Exploring and developing more creative pro-dealer policy ideas is an important 
part of our Dealer Project.  We plan to test several ideas in our research phase. 

One idea: why not offer dealers cash subsidies to boost new and used EV sales?   

If a state offers a $5,000 EV purchase incentive, what’s more effective — $5,000 to 
the consumer, or $3,000 to the consumer and $2,000 directly to the dealer? (To 
offset future lost fixed operations profits and incentivize more sales volume?  
What would be the right level of subsidy?  Should document fee charges be raised 
and redistributed to dealers for an EV sales incentive fund?  It is a fact that when 
they are paid to do it, dealers are very good at selling cars.  We plan to consult 
with state dealer associations and develop a set of practical policy ideas to present 
to state lawmakers. 

Another Idea: Use State Funding to Reduce EV Capex Costs for Dealers. 

Reduced EV service lane revenue makes it difficult for dealers to justify significant 
capex spending to prepare for EVs. State funding could alleviate that, with 
zero-interest loans and subsidies. The battery fire insurance problem could also be 
reduced with state subsidies. We plan to explore policy ideas in this area. 

Teach Best Practices 

With clear insights from research and policy innovation, we will focus on using 
what we learn from our research phase to scale success through dealer education. 
Once best practices are identified, the key next step is to educate the dealer 
community through practical delivery mechanisms, including: 

●​ A streaming video limited series on what works to make money selling EVs 
for retail salespeople. 

●​ A national sales contest. Get into the EV Sales Professional Hall of Fame and 
win a valuable prize.  

●​ Storytelling and interviews on the EVs for All blog and Directly Current 
podcast. 

The focus groups will inform refinement of these ideas and others to best reach 
dealers with our education programming. 


