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Carles Sansa has been president of
the Association of Vehicle Importers
of Andorra (AIVA) for nearly three
years, and he has been working in
thesector foradecade, where hearri-
ved pushed by his love of motorcy-
cles. His mandate has not been easy,
however, marked by the coronavirus
pandemic, supply problems and the
current energy crisis. Nevertheless,
from the AIVA they work to defend
the rights of the associates and to be-
come an actor thatis taken into ac-
count in matters such as traffic legis-
lation, the redistribution of mobility
orroad safety.

-What is the current situation of the
automobile sector?

—-The car sector has learned to live
with everything that the coronavi-
rus has brought, and now we stop ta-
Iking abouta pandemic torefer toan
economic and an energy crisis. The
beginning of my term at AIVAwas an
obstacle course with averydark hori-
zon, butifwelookbacktoday, I think
we can say that, not only the car sec-
tor but in the whole country, we can
tobe satisfied and happy with where
we are. Therefore, we can assess that
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«I'hecountry gives whatit givesin
terms of sales, and nowadays, living
off asinglebrandis very difficult»

the country has practically recove-
red normality.

-Do you consider that sales volu-
mes have already recovered?

-Yes. We are already working with
pre-pandemic figures, whether 5%
above or 5% below. The pace of work,
sales and imports shows data like be-
fore covid. So, we can consider that
we have passed the test.

-However, do you think it is a sec-
tor that can continue to grow in the
Principality?

—-The growth of the sector is diffi-
cult to quantify, because it is closely
linked to theeconomicactivity of the
countryand thewelfare state. We are
talking aboutamarketin which part
of the sales are linked to work and
the other comes from the private cus-
tomer, from which we distinguish
the purchase by renewal and the one
made on impulse. Among the diffe-
rent positionings, we can say that
there are some thatare strictly neces-
sary, such as the one for work, which
would be the commercial vehicle or
the light industrial vehicle, and that
with a certain periodicity, they must
berenewed eitheryesorno.In asimi-
lar vein, with private customers the-
reisalsoavolume thatismaintained

and consistent, whichisthatofperio-
dic renewal, since rarely, beyond 10
or 12 years, vehicles do not change
hands or are scrapped. And finally,
when we talk about the impulse pur-
chase of those who can afford it and
feel like changing their car even if
theirsisnotold, we are talking about
very variable sales that are linked to
the activity country’s economy and
the buyer’s economic well-being. So,
when fourbad newsstoriesappearin
the media and fear sets in, this is the
firstcustomer profile tostop trading.

-And the high-end users, do they re-
present a significant volume or not
as much as it might seem?

-Well, here we can differentiate bet-
ween premium brands and those
thatare notso much.In any case, the
sales volume of a premium brand
and an expensive or outrageously ex-
pensivevehicle, globally,isnotavery
high figure either. What we have
been able tonoticeis that, thebrands
we consider premium, have gone in
search of another young customer
profile in recent years, with specific
ranges for them, thus moving away
from the older buyer with purcha-
sing power which they traditionally
addressed. And the truth is that they
got it right, because the registration

data shows the trend, with the Ger-
man brands setting the standard.

-You have assessed that the crisis
due to the pandemic has already
been overcome, but has there been
any business that has had to close
down along the way?

—-The pandemic has precipitated a
trend thatwas already visible, which
isthe grouping and concentration of
brands under the same entity. In the
end, the country gives for what it gi-
ves in terms of sales, and the fact of
being able to share resources such as
a mechanical workshop area and a
trained and experienced staffin the
different areas that the business re-
quires, apart from adding a brand to
the offer range is an important value
toconsider. However,ifwereaditthe
other way around, we could say that,
today, living offa single brand is very
difficult. The main spirit of the seller
is to bring the customer to his home,
and once he has him, try to offer him
an option A, B, C, D and whatever it
takes to prevent him from leaving.
So, having more brands makes this
job easier.

-With regard to the type of vehicle
according to its energy source, ha-
ve you noticed a paradigm shift in

acquisitions?

—Itcan be considered that all this has
been linked to the new and great di-
versity of vehicles that are availa-
ble depending on the type of ener-
gy source consumed. Before the pan-
demic, what we found was that this
created a lot of confusion. But from
2020 until today, what the market
has done has been to enhance inter-
est and a great demand for informa-
tion, in front of a future purchase,
of the efficient vehicle. And within
theefficient,ithashad greatrelevan-
ce, and this is reflected in the regis-
trations, the hybrid vehicle, which
is what we use to move within the
country in a clean way, as well as be-
ing able to make long journeys wi-
thout worry about refills. So, in the
economic recovery, the efficient ve-
hiclein anyofits modes, and also the
electricone, have cometo playavery,
very relevantrole.

-So, can it be said that today, the
best-selling vehicle is the efficient
one?

-It should be borne in mind that, wi-
thin the concept of efficient, a vehi-
cle can be qualified in many ways.
If we understand as efficient all the
improvements that cars and motor-
cycles have incorporated exponen-



ty and its future in a green key

tially over the years, and especially,
with reference to the European regu-
lations for emissions of polluting ga-
ses, we can see that combustion vehi-
cles have also improved a lot, and we
don’t just have to focus on the elec-
tricvehicleand the hybrid. Aboveall,
what we have experienced has been
a change in trend from not wanting
to know anything about petrol and
reversing the cycle, and now it is die-
sel thatis most pointed out. The new
order of purchase priorities after the
pandemic is that gasoline occupies
the firstdrawer, and then we find hy-
bridsand electrics, which are genera-
ting more and more interest. And fi-
nally there is diesel, which has been
criminalized, although it is slowly
recovering, because it is also gaining
efficiency and, in the end, it will not
die either.

-And how do you rate the Engega
Plan in this regard?

-We are happy with the importan-
ce that the Government has given
to this type of vehicle with the Start-
up Plan. We are satisfied with the su-
pport for their acquisition that they
have promoted, and we have been
able to verify that all editions of the
program have been very welcome,
well received and always sold out.In
fact, 'm convinced that if they had

been duplicated, they would have
sold out anyway. Therefore, we can
consider that the end customer is
very aware that, if not definitively in
themediumorshortterm,itisavery
valid option. And in fact, following
the energy crisis we are experien-
cing, they have become even more
prominent, apart from the crimina-
lization I mentioned of diesel. It can
besaid thatall thewindsare blowing
in favor of this type of vehicle, and as
such, it has occupied a place that we
are convinced belongs to, which is
very high in the vehicle sales chain.
Whether or not a vehicle with clean
consumption must be adopted, and
the proofis that in countries not so
faraway, theyare already putting an
expiration date on vehicles with a
combustion engine.

—Another very present elementin the
public debate is mobility in Andorra.
From the sector, have you been able
to demonstrate a change in the ha-
bits of the inhabitants in the country?
-Wethinkthattravel will neverstop.
It is impossible to stop the mobility.
However, you can try to rearrange or
reduce as much as you can, becau-
se avoiding it is completely impos-
sible. Within this, it is true that the-
reare customers who have been able
to modulate their routes depending
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on the availability of charging po-
ints using electric vehicles, but to be
able to say thatitis a number of cus-
tomers, not anecdotal butindeed re-
duced.On thecontrary, therearesec-
tors such as goods transport or pas-
senger transport that we don’t even
need to talk about, to the point whe-
re there are companies that have
tried it and found it very difficult to
change their mobility towards this
new horizon, having of taking a step
back with vehicles they had already

«Allthe winds are
blowing in favor of
efficient vehicles, and
as such, they have
occupied a place that
we are convinced
belongs to»
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acquired due to the existing diffi-
culty of recharging points. But it is
agrowingline, so from the sector we
are satisfied that the customer and
end user understand that mobility,
although it cannot be eliminated
and hardly reduced, we can take a
step from our particularity and con-
tribute to the fact that trips are mo-
re efficient.

-So, do you think that the electrici-
ty infrastructure in the country is in-
sufficient?

—-Completely. The infrastructure
needed for electric vehicles must go
far ahead of their sales. And I have
cited a very clear case of a company
dedicated to industrial activity, wi-
th a fleet of around twenty vehicles.
The fact that they have tried to mo-
ve to 100% electric mobility and ha-
ve had to take a step back says a lot
about the ease or complication they
haveencountered tobeable tomake
daily use of these vehicles. If each
worker, in the evening, has to have
difficulty finding a charging point
tobeable to use the car the nextday,
or much less, having to take his car
home to putin the one at work, it is
not feasible. We are extremely far
from what the infrastructure and
availability of charging pointsin An-
dorra should be.
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—And recovering the aspect of mo-
bility: what do you think is the role of
the motorcycle in its redefinition, at
least in the central parishes?

-The motorcycle has always played a
primary role in short journeys, and
especially in the capital. In fact, des-
pite being a very seasonal country,
in Andorra there has always been a
great tradition of two wheels. But,
within the mobility thatis soughtin
the central parishes, personal mobi-
lity vehicles (VMP) must play a very
relevantrole. Save for the difficulties
that each area has, the different ty-
pes of VMP must gradually gain rele-
vance, despite the fact that the mo-
torcycle will remain, especially on
longer journeys or when you have
to climb beyond the extra radius of
the central valley to go to neighbo-
ring parishes, which it is clear that a
VMP will not be able to reach. Butwe
are seeing, especially in the cities of
neighboring countries, that mobili-
tyis being adapted as much as neces-
sary to make room for the new VMPs.
And it is true that this is creating so-
me difficulties, and that there are
people who like it more and others
who like it less having to share the
road with these vehicles. But the rea-
lityisthat,inareaswith alot oftraffic
and very high traffic peaks, the VMP
isagood solution. =
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