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P R O P R I E T A R Y  &  C O N F I D E N T I A L  

The  in fo rmat ion in  th i s  p resen tat ion inc ludes " fo rward- look ing s ta tements"  w i th in  
the  mean ing o f  the  "sa fe  harbor"  p rov is ions o f  the  Un i ted S ta tes Pr i va te 
Secur i t ies L i t i gat ion  Refo rm Ac t  o f  1995 .  Forward- look ing s ta tements may  be  
iden t i f i ed by  the  use  o f  words  such  as  "es t imate,"  "p lan,"  "p ro ject , "  " fo recast , "  
" in tend, "  "w i l l , "  "expect , "  "an t ic ipate, "  "be l ieve,"  " seek,"  " ta rget"  o r  o ther  s im i lar  
express ions tha t  p red ic t  o r  ind icate fu tu re  even ts  o r  t rends o r  tha t  a re  no t  
s ta tements  o f  h is to r ica l  mat ters .  These s ta tements a re  based on  var ious 
assumpt ions,  whether  o r  no t  iden t i f ied in  th i s  p resenta t ion,  and  on  the  cur ren t  
expecta t ions o f  Canoo's management  and  a re  no t  p red ic t ions o f  ac tual  
per fo rmance.  These fo rward- look ing s ta tements  a re  p rov ided fo r  i l l us t ra t ive  
purposes on ly  and  a re  no t  in tended to  serve as ,  and  must  no t  be  re l ied on  by  any  
investo r  as ,  a  guaran tee ,  an  assurance ,  a  p red ic t ion o r  a  de f in i t ive  s ta tement  o f  
fac t  o r  p robabi l i ty .  Ac tua l  events  and  c i rcumstances  a re  d i f f icu l t  o r  impossib le to  
p red ic t  and  w i l l  d i f fe r  f rom assumpt ions.  Many ac tual  even ts  and  c i rcumstances 
a re  beyond Canoo 's con t ro l .  These fo rward- look ing s ta tements a re  sub jec t  to  a  
number  o f  r i sks and  uncer ta in t ies,  i nc lud ing changes in  domest ic  and  fo re ign 
bus iness ,  marke t ,  f i nanc ia l ,  po l i t ica l  and  lega l  cond i t ions;  the  ro l lout  o f  Canoo 's
bus iness  and  the  t im ing o f  expected  bus iness mi lestones and  commerc ia l  l aunch;  
fu tu re market  adop t ion o f  Canoo 's o f fe r ings;  r i sks re la ted to  Canoo 's go- to -market  
s t ra tegy;  the  e f fects  o f  compet i t ion on  Canoo 's fu tu re  bus iness ;  and  those fac to rs  

d iscussed under  the  cap t ions "R isk Fac tors"  and  "Management 's  D iscuss ion and  
p roxy s ta tement /prospectus con ta ined there in,  and  the  Annua l  Repor t  on  Form 
10-K fo r  the  f i sca l  year  ended December 31 ,  2020  f i l ed w i th  the  SEC on  March  
31 ,  2021 ,  as  we l l  as  i t s  o ther  f i l i ngs w i th  the  SEC,  cop ies o f  wh ich  may  be  
ob ta ined by  v is i t ing Canoo 's Inves tors  Re la t ions webs i te  
a t investors .canoo.com or  the  SEC's  webs i te  a t www.sec.gov.  I f  any  o f  these  
r i sks mater ia l ize  o r  Canoo 's assumpt ions p rove incorrect ,  ac tual  resu l t s  cou ld 
d i f fe r  mater ia l l y  f rom the  resu l ts  imp l ied  by  these fo rward- look ing s ta tements.  
There  may  be  add i t iona l  r i sks  tha t  Canoo does  no t  p resent ly  know or  tha t  Canoo
cur rent ly  be l ieves a re  immater ia l  tha t  cou ld a lso  cause ac tual  resu l t s  to  d i f fe r  
f rom those con ta ined in  the  fo rward- look ing s ta tements.  In  add i t ion ,  fo rward-
look ing  s ta tements re f lect  Canoo 's expectat ions ,  p lans  o r  fo recasts  o f  fu tu re 
even ts and  v iews as  o f  the  da te  o f  th i s  p resentat ion.  Canoo ant i c ipa tes tha t  
subsequent  even ts  and  deve lopments w i l l  cause Canoo's assessments to  change.  
However ,  wh i le  Canoo may e lec t  to  update these  fo rward- look ing  s ta tements a t  
some po in t  i n  the  fu tu re ,  Canoo spec i f i ca l l y  d isc la ims any  ob l igat ion to  do  so  
un less requ i red by  law.  These fo rward- look ing s ta tements should no t  be  re l ied 
upon as  represent ing Canoo's assessments as  o f  any  da te  subsequent  to  the  da te  
o f  th i s  p resentat ion.  Accord ingly ,  undue re l iance shou ld no t  be  p laced upon the  
fo rward- look ing s ta tements .

D I S C L A I M E R

F o r w a r d - L o o k i n g  S t a t e m e n t s  
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C AN O O PO S IT I O NE D  TO  SU C C E E D  
I N  T H E  CO MI NG  GR E AT  E V  C O N S OLID A TIO N

G O  T O  M A R K E T

M A R K  A I K M A N

C U S T O M E R  
J O U R N E Y

C H R I S T I A N  T R E I B E R

I N T R O D U C T I O N :
T H E  V I S I O N

T O N Y  A Q U I L A

Differentiated MPP
Best-in-class proprietary
EV technology

Large TAM enabled 
by multiple top hats

Customer-centric
mindset and offerings

Our vision for Canoo

F I N A N C E

R E N A T O  G I G E R

&  R A M E S H  M U R T H Y

Updated outlookMega-micro factory
Hybrid, two-phased 
approach & fast 
to market

M A N U FA C T U R I N G

F R A N K  F A G A

E N G I N E E R I N G

P E T E R  S A V A G I A N



INTRODUCTION:
THE VISION
T O N Y  A Q U I L A

C H A I R M A N  &  C E O





UPDATE ON MANUFACTURING
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P H A S E  2  



MANU FACTURING FACIL ITY
TO BE  BUILT  IN  PRYOR,  OK

P H A S E  2  

~400 acres

45 minutes from Tulsa city center

No zoning changes required



Innovative and visionary administration led 
by Governor Kevin Stitt

Clear alignment with Canoo’s vision to bring
EVs to everyone 

Strong financial commitment by the state and Canoo to form a 
winning long-term partnership

Established manufacturing industry with qualified work force

Centrally located: ~4-hour drive to Canoo exec. offices in TX

Leading EV infrastructure 

INCENTIVE PACKAGE VALUED AT OVER $300M 

CANOO TO PART NER WITH OKLAHOMA 
FOR US  MANU FACTURING

1 2

P H A S E  2  

Engaged Bradley –
a nationally-recognized, 
expert site selection team

100+ sites evaluated

4 sites down-selected

30+ sites visited in 8 states



1 3

P H A S E  2  



UPDATE ON MANUFACTURING



CUSTOMER 
JOURNEY 
SOFTWARE

PRODUCTION TO START Q4 2022

CANOO SELECTS VDL  NEDCAR AS  
CONTRACT MANUFACTURING PARTNER

1 5

Born, Netherlands facility

50+ years of proven, high-quality manufacturing for leading OEMs, 
including 2020 JD Power Quality award – [3rd] best plant in Europe

Entrepreneurial, Trusted and forward thinking management team 
with ambition for long-term partnership with Canoo

Capabilities for body, paint, and assembly; capacity to 
accommodate Canoo’s ambitious growth plans

Strategic location for logistics and bridgehead into European 
market

3rd best EV infrastructure in the world built by the Dutch 
Government

P H A S E  1  

Strong track record with OEM partners 



EV S FOR EVERYONE USING A  21 ST CENTURY MODEL

1 6



AUTOMOTIVE  MODEL  IS  BROKEN

1 7

4 out of 10 Portion of unsatisfied 
US car buyers

70-80% Portion of vehicle lifetime 
profit generated after first 
owner

1st

2nd
3rd

4th

10% Of nameplates make up 
60% of the global 
passenger car profit pool

T R A D I T I ON A L  O E M S C A N O O

1st

Source: IHS 2020 vehicle sales; Cox Automotive; Autocare; AAA



CYBER VULNERABIL ITY  AN EXISTENTIAL  THREAT

1 8

A L M O S T  A L L  O E M S  A R E  S U S C E P T I B L E . . . . . . P L A C I N G  C O N S U M E R S  AT  R I S K

Source: Press search



R E V E N U E  A N D  M A R K E T  C A P I T A L I Z AT I O N  F O R  A U T O  O E M S
%  O F  T O T A L

98

67

2

33

Revenue Market Cap

4 EV Newcomers

Traditional OEMs

33%
Market capitalization 
for 4 EV newcomers

Linear business model no longer works!
1 9

B R E A K O U T  V A L U A T I O N  F O R  T H O S E  G E T T I N G  I T  R I G H T

Source: Business Wire; Statista; Companies Market Cap; Public company filings
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20

11

28

25

3

2020 2030

EV Production Plans
EV Demand Projections

G LO B A L  L I G H T  PA S S E N G E R  E V  D E M A N D  A N D  P RO D U C T I O N
%  O F  T O TA L  G L O B A L  S A L E S

Opportunity for players with a product!

~4X Increase in EV demand
by 2025

~8 p.p.
Gap between EV 
demand estimates
and production plans

~9X Increase in EV demand 
by 2030

2 0 Source: BNEF; IHS 2020 global production projections



CUSTOMER 
JOURNEY 
SOFTWARE

ACCELERATED PERFOR MANCE WITH FOCU S 
ON COR E VALUE DRIVERS

2 1

1 E N H A N C E D  P L A T F O R M

+2 A M P L I F I L E D  U P F I T T I N G  
&  A C C E S S O R I E S

+3 I N N O V A T E D  C U S T O M E R  
J O U R N E Y  S O F T W A R E

UPFITTING & 
ACCESSORIESPLATFORM Pre-SPAC 

E X P O N E N T I A L  
G R O W T H



CUSTOMER 
JOURNEY 
SOFTWARE

ACCELERATED PERFOR MANCE WITH FOCU S 
ON COR E VALUE DRIVERS

2 2

UPFITTING & 
ACCESSORIES

PLATFORM Pre-SPAC 
E X P O N E N T I A L  
G R O W T H

1 E N H A N C E D  P L A T F O R M

+2 A M P L I F I L E D  U P F I T T I N G  
&  A C C E S S O R I E S

+3 I N N O V A T E D  C U S T O M E R  
J O U R N E Y  S O F T W A R E



MOST ATTRACTIVE  SEGMENTS
- AT  LOWER INCREMENT AL  COST

2 3
Source: EY; IHS 2020 vehicle sales; World Economic Forum; Greenbiz
1. Based on platform as a % of BoM cost for the LV

of cost carried over 
to next variant1

57%

of critical functions 
delivered by 
platform

>70%

$115B+
90% of 2020 profit 
pool in US

M O S T  P R O F I TA B L E  A N D  H I G H E S T  C O 2 E M I T T I N G  S E G M E N T S
– P I C K U P S  &  S U V s

F A S T E S T  G R O W I N G  S E G M E N T S  – D E L I V E R Y  VA N

~2M more delivery vehicles 
needed globally by 2030

~60%
of the transportation 
emissions



Easy loading & unloading

35%+ lower TCO, 
business upfit ready1

COMFOR TABLE,  CLASS-LEADING CARGO SPACE
WITH SUPERIOR OPERATING TCO

2 4

Ergonomic seat design 
for driver comfort

30% more cargo space 
than peers

Drive by wire provides 
flexibility to customize

1. Based on average annual mileage of 23k. Represents commercial battery electric vehicle (BEV) total cost of ownership (TCO) savings versus a comparable 
internal combustion engine (ICE) vehicle over 8 years on a volumetric capacity basis



PLATFORM PIVOT-ABIL ITY  TO FOCUS 
ON HIGH MARGIN PR ODUCTS

2 5

M O B I L I TY A D V E N T U R ED E L I V E R Y



VERTICALLY  INTEGRATED DEVELOPMENT THAT 
FOCUSES  ON EFF IC IENT DESIGN AND SECURITY

2 6

Vertically integrated

Battery modulesDrive units High voltage hardware

55% less controllers1

13% higher power density

15% higher specific energy

Priceless

Longer range

More horsepower

Secure OTA 
updates

Not plug-and-play 

In-house software 
and hardware

ADAS development

Leading efficiency 
on EV technology

Secure 
connectivity layer

1. Estimated based on available EV peer data



CUSTOMER 
JOURNEY 
SOFTWARE

ACCELERATED PERFOR MANCE WITH FOCU S 
ON COR E VALUE DRIVERS

2 7

UPFITTING & 
ACCESSORIES

PLATFORM 

1 E N H A N C E D  P L A T F O R M

+2 A M P L I F I L E D  U P F I T T I N G  
&  A C C E S S O R I E S

+3 I N N O V A T E D  C U S T O M E R  
J O U R N E Y  S O F T W A R E

E X P O N E N T I A L  
G R O W T H



Addressable upfitting
& accessories market $24B
Average margin on upfitting 
& accessory products for OEMs30-40%
Portion of total upfitting 
& accessory market currently 
captured by OEMs12%

LARGE AND PROFITABLE  OPPORT UNITY

2 8
Source: SEMA Accessory Report 2020



HIGHLY LUCRATIVE, ACCRETIVE TO OVERALL MARGIN

LARGE AND PROFITABLE  OPPORT UNITY

2 9

Est. incremental 
revenue $8,800+ $3,700+$6,400+

Est. incremental 
margin $3,000-3,500 $1,300-1,500$2,200-2,500

Source: SEMA Accessory Report 2020; SEMA 2019 Accessory Opportunity Report - Top Cars and Trucks; SHYFT group Mar 2021 earnings; SEMA Vehicle Landscape Report 2021; Alliance of Auto Manufacturers - In your state data 



CAPTURING FULL  VEHICLE  L IFECYCLE  VALUE

3 0

NEW  PURCHASE RE-SALE PURCHASE RE-SALE PURCHASE RE-SALE PURCHASE

U P G R A D E U P G R A D E U P G R A D E

LIFETIME PROFIT 
OPPORTUNITIES FROM OWNERS 2-470-80%

1st

2nd
3rd

4th

Source: Autocore factbook 2021; AAA; NHTSA; Automotive service association



CUSTOMER 
JOURNEY 
SOFTWARE

ACCELERATED PERFOR MANCE WITH FOCU S 
ON COR E VALUE DRIVERS
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E X P O N E N T I A L  
G R O W T H

1 E N H A N C E D  P L A T F O R M

+2 A M P L I F I L E D  U P F I T T I N G  
&  A C C E S S O R I E S

+3 I N N O V A T E D  C U S T O M E R  
J O U R N E Y  S O F T W A R E



CAR DATA OFFER S  A  B IG OPPORT UNITY

3 2

Harmonized hardware 
& software 
+
Superior cleansing

Outsourced hardware 
& software 
+
Poor cleansing 

of raw data per day 
per connected vehicle1-2 TB of value from car data 

monetization globally$250-400B 

= A C T I O N A B L E  D ATA  

= D I S J O I N T E D  D ATA

C A N O O

T H E M

Source: McKinsey & Company – ‘Unlocking the full vehicle lifecycle value from connected cars’



SOFTWARE PLATFOR M TO AGGR EGATE CAR DATA
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Wheel Speed (each)

Low Voltage Available Power

Camera Data (Raw + 
Inference) 

Diagnostic Status – Set / Historical

Brake Status

Steering Angle

Odometer

Gear Status (PRND)

Drive Mode

Tire Pressure

Turn Signals

Exterior Temperature

Interior Lights Status

Exterior Lights Status

Wiper Status

Seat Heater Status

Occupancy Sensor

Door Status

Interior Temperature
Battery State of Charge

Battery State of Health

Cell Voltage / Temperature

Pack Temperature

Charging Status

Charging Rate

Remaining Charge Time

Much more 
is possible!

Accelerator Status

Radar Object List

Range

Geo

Charge power

Inverter temperature

Driver and passenger identity

AC evaporator temperature

Motor pump speed

Thermal pump speed

AC compressor speed

Thermal system temperatures

Vehicle Speed

Motor temperature



“APP ST ORE”  FOR VEHICLE  OWNERS

3 4

CANOO AMS SOFTWARE PARTNER ECOSYSTEM (SELECTIVE)

Insurers

Part Suppliers
(E.G., Tires)

Charging 
Stations

Merchants

Mobility 
Infrastructure

Suppliers

Body & Repair 
Shop

Fleet 
Logistics

C U S T O M E R  J O U R N E Y

Tire subscription Driving based 
insurance rates

Repair cost predictorCharging station 
reservation / payment

Real time residual valueDigital DMV records

Vehicle marketplace listing

Smart tolls

Remote service booking 
OTA updates

1 PURCHASE 2 USAGE 3 SERVICES 5 SELLING /  TRADE IN4 REPAIR

3X MULT IPLIER ON CONNECTED CARS



WELL-POSIT IONED FOR SUCCESS  
WITH A  DIFFERENTIATED BUSINESS  MODEL

3 5

Executing a disciplined approach with the best partners

Exceptional products aimed at 
most profitable segments, 
enabled by leading EV platform

Customer-centric, software 
ecosystem generating 
exponential network effect

Monetizing full vehicle lifetime 
value with emphasis on 2nd, 3rd, 
and 4th customer

$115B+
90% of 2020 profit
pool in US

$24B+
Addressable upfitting 
& accessories market in US

$250B+
of value from car data 
monetization globally

1st
2nd

3rd 4th



MANAGEMENT TEAM PRESENTING TODAY

3 6

PETER SAVAGIAN
Chief Technical Officer
30+ years in auto industry

RENATO GIGER
Sr. Vice President & Interim Chief 
Financial Officer
30+ years experience in finance

CHRISTIAN TREIBER
Sr. Vice President, Global Customer 
Journey & Customer Services
20+ years experience in automotive aftermarket

FRANK FAGA
Vice President, Manufacturing
40+ years experience in auto 
manufacturing

RAMESH MURTHY
Chief Accounting Officer
20+ years experience in accounting 
and audit

MARK AIKMAN
Chief Marketing Officer
20+ years experience in marketing



ENGINEERING
P E T E R  S A V A G I A N

C H I E F  T E C H N O L O G Y  O F F I C E R





ENGINEERING CANOO’S  NEW VALUE PROPOSIT ION
I N - H O U S E  D E S I G N E D  T O  C O N T R O L  I P ,  C O S T S  A N D  D E L I V E R  T H E  C U S T O M E R  J O U R N E Y

3

2

1

L AY E R

Harmonized and Articulated
3 - Layer Vehicle Concept

3 9

1st 2nd 3rd 4th

U P G R A D E U P G R A D E U P G R A D E

Keeps fresh and returns capital over an entire vehicle lifecycle



GROWING ENGINEERING EXCELLENCE

S T R O N G  E N G I N E E R I N G  L E A D E R S H I PS C A L I N G  U P  
T E C H N I C A L  H E A D C O U N T

+59% 32 years average automotive experience

Led ideation, development and launch of many 
significant vehicles

Mindset: continuously dissatisfied, always raising the bar

Q1’21 Q4’21

435

690
SOHEL MERCHANT
In-charge, Vehicle Architecture
>20 years in vehicle architecture 
and engineering

NITIN PATEL
VP Propulsion & Electronics
>24 years in propulsion systems 
and engineering

4 0



ENABLES COST SAVINGS AND RISK REDUCTIONS

PLATFORM RE-U SE  

4 1

of critical functions 
are delivered by 
the platform

>70%

labor savings
for new variants 
developed

45-55%
of the BoM cost 
carryover across 
variants

57%

Labor savings vary based on the new variant



BATTERY SYSTEM IS  HIGHLY  INTEGRATED 
& PR OTECTED

Modular design
Leverages leading mass-produced 2170 cylindrical cells 
Can upgrade to 4680 or pouch
~1/3 the service part cost

195 Wh/kg  
15% higher specific 
energy vs. leading EV peer 

Not a box-in-a-box design 
Battery modules structurally integrated directly into platform

Saves ~90 lbs
Mechanically and Environmentally protected 

4 24 2



POWERTRAIN SY STEM HAS LEADING PER FOR MANCE & 
DURABIL ITY

Drive Unit
flexibility 
Enables RWD, FWD and AWD

Compact
and tightly integrated with suspension 
for simple interface to the cabin

4 34 3

350hp 
per Drive Unit expected at SOP

13% power density advantage vs. leading EV peer 



BY-WIRE  SYSTEMS HAR MONIZE  THE 
DRIVING EXPERIENCE

4 4

Industry-first

Flexibility
Customizable driving dynamics

Vehicle packaging efficiency
LHS, RHS

true steer-by-wire technology 
supported by fully redundant systems

4 4



ADVANCED ELECTRICAL  ARCHITECTURE DEL IVERS

55% fewer
controllers compared 
to peer average

Canoo Software
Driving functions

Infotainment
ADAS

Cybersecurity
Canoo Apps

4 54 5

Narrower chipset 
Reduced cyber vulnerability 
Reduced cost 

Estimated based on available peer data



INTEGRATE SIMPLY ONTO THE MPP
SPACE EFF IC IENT CABINS

4 6



CABIN SYSTEM DELIVERS PACKAGE EFFICIENCY 

4 7
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ADAS POSITIONS CANOO FOR NOW AND THE FUTURE

Competitive ADAS level 2 
at launch

Over-the-air enabled 
ADAS enhancements
over the lifecycle

Path to Level 4



ENGINEERED FOR  PLUG-AND-PLAY  ACCESSORIES

4 9



WITH 11KW DELIVERY AND PLUG-AND-CHARGE ENABLED

DEL IVERING TRUE V2X

V2L (VEHICLE TO LOAD)
240V and 120V job site power

V2H (VEHICLE TO HOME)
Enough to hold-up an entire home 
for ~3 days (with full charge)

V2G (VEHICLE TO GRID)
Enables grid load-leveling

5 0



Crash Testing

EXTENSIVE TESTING HAS DE-RISKED PATH TO MARKET

DESIGNED,  BUILT ,  TESTED BETA

5 1

~1.5M hours of engineering

~500K miles of testing

13 beta runners / 32 beta properties tested

US NCAP 5-star overall rating
targeted, with simulated, sled and vehicle 
level crash testing

>$250M invested in Beta

Winter Testing

Rig Based Structural Durability 

Proving Ground Structural Durability 



WITH SOP ON TRACK FOR Q4 2022

GAMMA PHASE IS  UNDER WAY 

5 2

>12 months of testing

120-150 vehicles will be built 
and validated

70 crash tests

30 sled tests

Full slate of vehicle tests; 
no shortcuts

GAMMA



of all components 
are sourced

Tooling PO

GAMMA PHASE IS  UNDER WAY 

5 3

80%

63%

54%

GAMMA COMPONENT BUILDS ARE IN PROGRESS

of all engineering 
is released

of tooling
is committed



INNOVATION FOCUS WITH U NIVERSITY  PARTNER SHIPS

Focus on electric propulsion

Increase utility while consuming less 
resources

Create a pipeline for technology and 
engineers

Further enhance U.S. competitiveness 
and benefit the entire EV industry

Accelerate and expand our ability to 
innovate and create additional IP

Broadens access to a critical talent pipeline

5 4

Our first partnership with University of Wisconsin-
Madison for propulsion technology

Our vision for innovation partnerships 
with outside institutions



MANUFACTURING
F R A N K  F A G A

V I C E  P R E S I D E N T,  M A N U FA C T U R I N G
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FORD
OHNO
DEMING
SHINGO

INSPIRATION

Product design
primed for multiple-model 
capability

Manufacturing process built
to expand customization,
reach, and profits 
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MANU FACTURING EXPERTISE

Years in automotive manufacturing

Vehicles launched

Production plants managed

Production plants launched

142

105

29

10

T O P  4  M A N U F A C T U R I N G  
L E A D E R S  W I T H  C O M B I N E D …Our top four Manufacturing leaders:
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MANU FACTURING MANDATE

E N A B L I N G  C A N O O ’ S P R O P O S I T I O N  A N D  C O M M E R C I A L  S T R A T E G Y

C O M P L E T E
C U S T O M I Z A T I O NF L E X I B I L I T YE F F I C I E N C Y Q U A L I T Y
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QUICK-TO-MARKET  /   BROADEN OUR REACH

Speed to market
Benchmark quality
Fast access to markets
Access to regional expansion

EXISTING EU CONTRACT 
MANUFACTURING SITE

P H A S E  I

SOP
Q4-22

SOP
Q4-23

SYNERGIES

Simultaneous project 
launches
Experienced and
skilled workforces sharing 
ideas, concepts, 
improvements
Regional product varieties, 
regionally built.

Purpose-built to our
manufacturing strategy
Benchmark safety, quality, 
productivity, and cost.
Access to EU and ROW

CANOO US
MANUFACTURING SITE

P H A S E  I I



6 6

CONTINUOUS INNOVATION

6 6

EFFICIENCY

True customer value

Identify and reduce waste

Multi-functional Operators

FLEXIBILITY

Mixed-Models within takt-time

Build anything Canoo

Maximize capability

CUSTOMIZATION

Common set of tools to make anything

Use-case, options, and accessories

A tailored and custom fit for everyone



GO TO MARKET
M A R K  A I K M A N

C H I E F  M A R K E T I N G  O F F I C E R
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THE MANDATES  TO THE MARKETING TEAM:

S A L E S  
T R A N S P A R E N C Y

N E T W O R KM A R K E T  
O P P O R T U N I T Y

B R A N D
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100% SU BSCRIPT ION MODEL
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A PIVOT AWAY FROM SU BSCRIPT ION

S U B S C R I P T I O N  C H A L L E N G E S :

C a p i t a l  i n t e n s i v e
S l o w e r  t o  s c a l e
L i m i t s  i n c e n t i v e s  f o r  E V s
N i c h e  c u s t o m e r  b a s e

≤ 2 0 %
S U B S C R I P T I O N

S A L E S  A N D  R E T A I L
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SALES  DISCIPL INE  

3 stages  
Transparency
Repor ted quar ter ly  

1  Q U A L I F I E D
5 0 0 , 0 0 0

2  R E F U N D A B L E  
C O M M I T M E N T S

9 , 1 7 6

3   B I N D I N G  
0

SALES  STAGES
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TODAY

COMMERCIAL  OPPORTUNITY  IS  A  HUGE FOCUS

C o m m e r c i a l  s e r v i c e  t e c h n i c i a n s

G o v e r n m e n t

L a s t - m i l e  d e l i v e r y

H o m e  /  r e s i d e n t i a l  s e r v i c e

500k+

100k+ 

50-100
a v g  f l e e t

100-1k
a v g  f l e e t

2030
2%

31%

S h a r e  o f  E l e c t r i c  V e h i c l e s  i n  L i g h t  
C o m m e r c i a l  F l e e t s  
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A PR ODUCT POR TFOLIO DELIVERS  ON PR ODUCTIVITY

4.4 MILLION TAM OPPORTUNITY

1st Electric Uti l i ty Vehicle

Class-leading interior volume 

Best-in class al l-electric range

Large cargo volume on a small footprint

The f irst affordable,

al l-electric midsize truck
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DEALERSHIP PICTURE FROM RICHARD

Early Draft – Mike de Jung working on latest
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L IFESTYLE  VEHICLE  2019
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Maintained unmistakable design

350 HP expected at SOP

Ground clearance 6.3 in

19 in wheels

Enhanced wheel arches

Tow hitch - up to 2,000 lbs capacity

Virus-killing air purification

Audio package for premium grades

Ambient lighting for premium grades

Fog lamps

Ready for accessories

T H E  P R O D U C T I O N  
L I F E S T Y L E  W I L L  
C O M E  I N  2 0 2 2

*** 17 Speakers on Premium
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L IFESTYLE  VEHICLE  TRIMS

B A S E P R E M I U MD E L I V E R Y A D V E N T U R E

250 mi +
Range

133 ft ³ 
Cargo Volume

1,464 lbs
Payload

250 mi
Range

350
Horsepower1

5
Seats

Panoramic Glass
Roof & Street View Window

7
Seats

17
Speakers and ambient lighting

Dark Green
Exclusive Color

2,000 lbs
Towing capacity

Lighted Roof Rack
Adventure exclusive features

1 - Expected at SOP

1 2 3 4
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CUSTOMER JOURNEY
C H R I S T I A N  T R E I B E R

S E N I O R  V I C E  P R E S I D E N T ,  G L O B A L  C U S T O M E R  J O U R N E Y  
&  A F T E R S A L E S
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CUSTOMER JOURNEY

8 4

NEW  PURCHASE RE-SALE PURCHASE RE-SALE PURCHASE RE-SALE PURCHASE

U P G R A D E U P G R A D E U P G R A D E

For Vehicle Owners 1 Through 4

Driven by Data & Software

1st 2nd 3rd 4th
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ECUs
OVER-THE-AIR 

FLASHABLE

KEY  ENABLERS  FOR CANOO

IN-HOUSE 
DEVELOPED 
PLATFORM 

THE CANOO
ECO-SYSTEM

C U S T O M E R
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CANOO’S VEHICLE  INFRASTRUCTURE PLATFORM ENABLES  
MULTIPLE  ADVANTAGES 

I N - H O U S E  D E V E L O P M E N T R E D U C E D  C O M P L E X I T Y

B R O A D  D A T A  
S E C U R I T Y C O S T  E F F I C I E N C Y

F A S T E R  E X E C U T I O ND A T A  C O L L E C T I O N  &  
C L O U D  S T O R A G E

CANOO 
ADVANTAGES

~55% fewer controllers 
than other EV peers in the segment

3-4x faster changes to vehicle software 
estimated, from ticket creation to release

~80% cost savings estimated on 
infotainment development & change requests

Our people Our code Our platform HARMONIZED+ + =
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DRIVING EFF IC IENCY,  CONVENIENCE & VALUE

Service 
Scheduling

Trip      
Planning

Predictive 
Maintenance

Predictive 
Wear & Tear

Vehicle 
History

94% of ECUs  
flashable OTA

Asset 
Management

Diagnostic 
Data

1st  – 4th  
Owner

C U S T O M E R
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DRIVING EFF IC IENCY,  CONVENIENCE & VALUE

Integrated 
Service 

Scheduling

Trip      
Planning

Predictive 
Maintenance

Predictive 
Wear & Tear

Spotless 
Vehicle 
History

94% of ECUs  
flashable OTA

Asset 
Management

Vehicle 
Health & 

Diagnostic 
Data

1st  – 4th  
Owner

C U S T O M E R

Software updates can be performed over-the-air
S E R V I C E  V I S I T  R E D U C T I O N



8 9

DRIVING EFF IC IENCY,  CONVENIENCE & VALUE

Integrated 
Service 

Scheduling

Trip      
Planning

Predictive 
Maintenance

Predictive 
Wear & Tear

Spotless 
Vehicle 
History

94% of ECUs  
flashable OTA

Asset 
Management

Vehicle 
Health & 

Diagnostic 
Data

1st  – 4th  
Owner

C U S T O M E R

Service visits planned around customer’s schedule
U P T I M E  I N C R E A S E
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DRIVING EFF IC IENCY,  CONVENIENCE & VALUE

Integrated 
Service 

Scheduling

Trip      
Planning

Predictive 
Maintenance

Predictive 
Wear & Tear

Spotless 
Vehicle 
History

94% of ECUs  
flashable OTA

Asset 
Management

Vehicle 
Health & 

Diagnostic 
Data

1st  – 4th  
Owner

C U S T O M E R

~$150 - $300 per vehicle revenue potential p.a.
U P G R A D E S  &  N E W  F E A T U R E S
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DRIVING EFF IC IENCY,  CONVENIENCE & VALUE

Integrated 
Service 

Scheduling

Trip      
Planning

Predictive 
Maintenance

Predictive 
Wear & Tear

Spotless 
Vehicle 
History

94% of ECUs  
flashable OTA

Asset 
Management

Vehicle 
Health & 

Diagnostic 
Data

1st  – 4th  
Owner

C U S T O M E R

~$3.7 - 8.8k potential accessorization & upfitting
V E H I C L E  I N D I V I D U A L I Z A T I O N
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SECURITY
& SAFETY LIFESTYLE

ASSET 
MANAGEMENT

HOUSEHOLD

THE CANOO ECO-SYSTEM

Upgrade
ADAS

Custom 
Safety 
ModeRemote

access

Vehicle 
Usage Data

Vehicle 
Value

Vehicle 
Health & 

Diagnostic 
Data

Range 
extension

Driver 
Coaching

Upfitting & 
Accessories

TCO

Tire
Guide

Customer
Engagement

Service &
Maintenance

Streaming 
Services

Connected
Marketplace

Gamification

Digital 
Wallet

Trip Advisor

Health & 
Wellbeing

Household 
Data

Vehicle     
Spa

Dynamic 
Insurance

Family 
Fleet

Vehicle
Sharing

Connected 
Home

C U S T O M E R

Wireless 
Services

Potential for strategic partnership

Anti-Theft 
Services
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E C O - S Y S T E M  – E V E R Y  T O U C H P O I N T  I S  A N  O P P O R T U N I T Y

Supp ly ing  The  
Bu i l t  Shee t

F lee t  Mgmt Da ta
Pa id  Mon th ly

In -car  P ickup  &  
De l i ve ry

Remote
D iagnost ic  Da ta

Pred ic t ive
W ear  &  T ear

Insu rance  Lead
Genera t ion

Supp ly ing
Dr i ve r  Behav io r

Supp ly ing
Mi leage

Co l l i s ion C la im
Process ing

Mob i le -serv ice  
Cha in

T i re  Sa les

Veh ic le  
Spa

Dig i t a l  W a l le t
Fo r  Dr i ve  Th ru  

Res tauran ts

Ecommerce
P la t fo rms

On l ine Se rv i ce  
App t  Book ing

T i re  Sa les

S ta te  
Inspec t ion

Reg is t ra t i on

S ta te  
Inspec t ion
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…FOR T HE ENTIRE  
CUSTOMER GARAGE!

THE “CANOO” ECO-SYSTEM
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DELIVER DATA INSIGHTS  
FOR“3”  VEHICLES!

SELL  “1”  CANOO…
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THE “CANOO” ECO-SYSTEM 50K = 150K
150K = 450K
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POTENTIAL  FOR EXPONENTIAL  GROWTH

97

TIME

VEHICLES 
INSIGHTS

ONE CANOO SALE COULD ENABLE THE DATA FOR 9 VEHICLES

1st 2nd 3rd 4thCUSTOMERS
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HOW WE PLAN TO EXECUTE

Canoo Vehicle Data

Manage Services

Strategic Partnerships

OBD II Connector
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CANOO APP
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CAR DATA MONETIZATION

Opportunity sized at 

$250 – 400B 
in annual incremental value for 
the global auto industry by 2030!

Source: McKinsey
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THE “DATA DRIVEN”  CUSTOMER JOURNEY
AND ECO-SYSTEM

M A I N  T A K E A W A Y S

Platform is developed inhouse & 94% of ECUs 
OTA flashable

Less workshop visits for customers for 
warranty work & recalls and better cost control 
for Canoo

Enables customers to easily buy upgrades, 
ADAS products or additional HP

The Canoo Eco-System manages your asset, 
creates transparency, convenience and joy

Built an entire Business Unit around the 
Data-driven Customer Journey

1

2

3

4

5



FINANCE
R E N AT O  G I G E R

I N T E R I M  C H I E F  F I N A N C I A L  O F F I C E R





FINANCE
R A M E S H  M U R T H Y

C H I E F  A C C O U N T I N G  O F F I C E R





W H AT  W E  S TA N D  F O R … W H AT  W E  C O N T R I B U T E …

F INANCE  MANDATE

StabilityTransparencyDiscipline

THE DAY-TO-DAY MISSION

Long term 
value 

creation

Disciplined 
capital 

allocation
Return on 

capital



“ YO U  A LWAY S  O W N  T H E  PA S T  B E F O R E  T H E  
P R E S E N T  O R  T H E  F U T U R E ”  

- TO N Y  A .

Strategic transformation

Digital ecosystem – new market opportunity

Parts & accessories – larger TAM

Vehicle sales – more markets, more scale

1 0 7

Subscription model

Contract engineering

B2B delivery sales

PRESENT

FUTURE

PAST
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NOW WE ARE 
FOCUSED ON… 

3

WE WERE PRIMARILY FOCUSED ON…

WHERE WE WERE

CONTRACT 
ENGINEERING 

B2B 
DELIVERY

1 0 8 1 Based on prior financials released

as a source of early 
secondary revenue

SUBSCRIPTION

as a main source
of revenue, which 
required ~$9B1

in CapEx for 
vehicle fleet

vehicle sales



DIGITAL  INNOVATION

1 0 9

Every drive is 
scored

CANO O
ECO - SYST EM

W H I L E  R E M A I N I N G  F O C U S E D  
O N  T H E  C U R R E N T  

E X E C U T I O N …

W I T H  U P  T O  8 0 %  
G R O S S  M AR G I N



T H R O U G H  S C A L E  A N D  V E R T I C A L  I N T E G R A T I O N …

>30%
Decrease in manufacturing 
cost/vehicle with larger scale and 
owned Mega-micro Factory

1x Contract Manufacturing 
facility with a single market

T O  S U P P O R T  O U R  F I R S T  K E Y  
D E L I V E R A B L E  &  T H E  N E X T  T O  

C O M E …

WITH AN EXPANSIVE  VIS ION

1 1 0

Contract Manufacturing set 
for global expansion

Additional investment
for 2 sites; allowing for
global expansion and 

larger scale.

Incentives

CapEx ($M)

CapEx ($M)1,000M

0

500



45%
Of Lifestyle vehicle CapEx1 Procured

<750 FTEs
Required to bring the Lifestyle 
vehicle to production

~$215M
OpEx1 required to bring the Lifestyle 
vehicle to start of production

Notes:
1 Based on internal estimates

THE L IFESTYLE  
VEHICLE  LAUNCH

1 1 1

~$350M
In Lifestyle vehicle CapEx1

111



MODEL



MODEL 
INPUT

MODEL 
OUTPUT

1 1 3

Sold In Assembled In Trim Base Price 2022 2023 2024 2025 2026 2027

US EU Premium $49,950 500 15,000

M O D E L  T O  B E  S H A R E D  

-3000

-2000

-1000

0

1000

2000

3000

4000

5000

2021 2022 2023

Production Volume and Revenue

Volume Revenue

-3000
-2000
-1000

0
1000
2000
3000
4000
5000
6000
7000

2021 2022 2023

In
 ($

00
0)

Gross Profit and EBITDA

Gross Profit EBITDA



I N V E S T O R  R E L A T I O N S  D A Y
J U N E  1 7 ,  2 0 2 1
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