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ave Watson founded smart 
charging firm Ohme in 2017, 
pinning the firm’s fortunes 
on developing intelligent 
cabling and technology that 

could communicate with energy 
suppliers to draw power when it is at its 
most abundant and cheapest.
While that ambition is now a reality, 

the firm has broadened its horizons 
beyond hardware and software, and is 
now working with fleets, manufacturers 
and individuals to manage the 
installation and running of its charge 
points with the goal of unparalleled 
customer service, an approach that has 
caught the attention of both Motability 
and the Volkswagen Group.

David Watson Ohme
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The key headlines in a  
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prospective buyers  
been searching for?

Target Price report
Savvy buyers are wisening 
up to increased discounts 
in the market

David Watson founded 
Ohme in 2017

Here he explains how he was attracted 
to the industry, why Ohme is different, 
and why its technology can play a critical 
role in ending the energy crisis, as well as 
boosting energy security in future.

What’s led you here?
“I always had an environmental passion; 
it was meaningful for me. But after going 
to Cambridge to study I followed the 
traditional route of going into finance, 
motivated by the chance to earn some 
money – it was generally that or 
becoming an academic.
“I did that for a few years, but around 

2008 I got reconnected with one of my 
supervisors from Cambridge, Sir David 
King, who at the time had subsequently 
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become Tony Blair’s Chief Scientific 
Advisor. He’s famous for a lot of things, 
but most prominently setting up the 
Climate Change Act of 2008, detailing the 
UK’s strategy. “He was on television a fair 
bit, usually with a graphic of an iceberg 
melting behind him, and I was hooked. 
He talked about climate change in the 
context of energy security and he 
convinced me that it was a reality – an 
absolute mathematical certainty. I 
thought I’d better apply my skills to doing 
something about it, rather than working 
on abstract financial stuff.
“For a while I looked at doing 

something entrepreneurial, but then I 
started looking at infrastructure projects 
around solar, wind and hydro-electricity. 
I set up a business, which focused on 
bringing mainstream investors into those 
fields. At the time, around 2011, we set up 
Temporis Capital. It was labelled as 
environmental investment, but our point 
was it was just good investment.”

That was a huge success, so how did you 
end up setting up a charging company?
“We did that on a serious scale, but deep 
down I had an urge to go further, not just 
to invest in sustainability projects but to 
explore this concept of energy security. 
So we started looking at batteries, 
especially as a way of managing the  
load on the national grid.
“I was excited by the realisation that 

electric vehicles (EVs) are parked for 90% 
of the time. I could see the potential for 
them to help balance the grid; to draw 
energy from it when there was over-
supply, especially from renewables. It 
was like a virtuous circle. So we set up  
a business to be part of it.”

How did it all begin?
“Back in 2017 we made our first prototype 
charging cable, with a 4G comms chip 
and some off-the-shelf components so 
that it could talk to the cloud and be 
controlled by an app. It was one of the 
world’s first smart cables, with the goal of 
giving people visibility and control of the 
energy they were using, and a simple way 
to access cheaper energy while at the 
same time balancing the grid. Initially, 
our goal was to just sell the cables.
“Around the same time I met Greg 

Jackson from Octopus. At the time he had 
about 1000 customers – Octopus was 
really small – but it had an incredibly 
customer-centric approach that stood 
out. They had their Agile tariff, which 
changed pricing according to supply. So 
we integrated with that, and at times our 
customers were paid to drive as prices 
went negative.
“Naysayers were adamant that the 

public wouldn’t adopt complicated tariffs 
– my view was that they would if we could 
make saving money easy for them. If they 
will drive miles down the road to save 
10p on a litre of fuel I was pretty sure 
they’d use a cable if it promised to save 

‘I thought I’d better apply my skills 
to doing something about climate 
change, not financial stuff’
them pounds to charge their electric car.
“At that point it took off and I didn’t 

have the time to run the investment 
management business any more. So I 
resigned as the CEO of that business to 
become CEO of a tech company, which 
only had four or five employees.”

What was the mood like in 
those early days?
“There was just this excitement that two 
industries that hadn’t essentially changed 
for 100 years – transport and energy – 
were going to collide. We started with a 
cable and wallbox, but it became clear 
quickly that producing the hardware 
wasn’t enough. It became abundantly 
clear the key was always going to be 
around the smart charging capability, so 
we needed to embed our software with 
the energy firms and get across the 
benefits of saving money and the 
environment with us.
“That was fine when we were selling to 

early adopters, but as EVs became more 
mass-market it wasn’t so simple; buyers 
weren’t so clued up about the differences 
between smart tech and more basic tech. 
They’d look at the subsidy, look at the 
cost of a charger and get what they could. 
We needed to shift from the private buyer 
to fleet buyers with scale.”

That’s when you approached Motability?
“The beauty of Motability was that they 
took the time to listen and learn, to 
understand the benefits, and to then 
make an informed choice that they can 
put in front of their members.
“Our promise to them was that we’d 

make the whole install process headache-
free for their members; we promised 
zero problems, from hardware to 
software, installation to use, with gold 
standard customer service. It was a big 
promise, but we felt that if we could s

enable disabled customers then it would 
demonstrate our capabilities.
“Getting Motability on board was a big 

moment, and from there we started to 
target other big lease and retail fleets. 
Again, they wanted to make the 
transition, but didn’t necessarily want to 
face into the complications. So we took 
all of them away from them and said, 
‘You recommend us and we’ll provide a 
service that’s best for you and best for the 
planet’. Their endorsement is proof of 
our capabilities.”

And now you’ve become the preferred 
supplier to the Volkswagen Group?
“It’s an obvious step, but not an easy one 
to negotiate or now deliver. Every deal is 
a stepping stone, though, so I’m sure the 
endorsement of Motability gave them 
confidence to partner with us. 
“What do they want? They want 

peerless customer service and reliability, 
plus ease of installation and use with zero 
complaints. If you sell a car to someone 
for between £30-70,000 you don’t want 
them knocking your door down because 
the charging point installation has been a 
nightmare, or because the cable doesn’t 
charge properly.
“For the customer, there’s the obvious 

cost benefits. A full charge for a 77kWh 
ID 3 family car using an Ohme Home Pro 
on a smart off-peak tariff could cost as 
little as £5.78. On a standard variable 
tariff that would be £26.”

How bad is the current energy crisis for 
your business?
“It’s a double-edged sword. Higher 
energy prices and higher volatility makes 
the services we provide more valuable to 
customers and suppliers. We’re not just 
about energy supply, but managing that 
supply to best effect, and that’s never 
been more important. There’s now more 
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value to smart tech, which can only be a 
good thing, as is a general better 
understanding of the value of energy 
security and how our system can 
contribute to it. 
“But the bad part is, of course, that 

people are paying more for their energy. 
The price cap has been critical, because 
there was a risk that charging an EV 
could have become more expensive than 
filling with petrol or diesel.”

How long will the energy crisis last?
“At the moment the incentives to build 
more onshore wind, solar have never 
been greater. Payback is no longer over 
decades but in a couple of years. Green 
energy is coming on tap fast – the 
investment began years ago and the 
implementation is just around the corner.
“Yes, of course in the short-term it is 

very painful. Paying double what you 
were a year ago cannot be anything other 
than terrible. The trouble we’re in now is 
a massive pinch, but it will only last a 
couple of years.”

How long until your business is making 
a real difference?
“It already is on a small scale. The 
importance of balancing and flex has 
never been greater, and everyone 
plugging in with our cables is doing that. 
“It’s more important than ever that 

we’re not just guessing that we’ll have 
cheaper or surplus energy at 2am. We 
want intelligent cables that can respond 
to inputs from the suppliers any time of 
day – and that’s what Ohme has.
“If that message gets out there and if 

larger fleets start using our cables then 
we can make a profound change quickly. 
We can double or triple the numbers of 
users every year and quickly have a pool 
that can make a change. The technology 
exists – we don’t need a 50-year 
transition, in fact I don’t think we even 
need five.”

Define the scale of the opportunity?
“A nuclear power station generates a 
gigawatt of energy. Around 150-200,000 
electric cars would have the equivalent 
storage, but of course they won’t all be 
plugged in at the same time – so let’s say 
that every 350,000 electric cars equals a 
nuclear power station.
“Today, in the UK, there have been a 

million electric cars registered – so that’s 
the equivalent storage of what three 
nuclear power stations would generate, 
and probably now growing by at least a 
nuclear power station a year.
“Now, the obvious flaw in that is that 

people don’t plug their cars in all the 
time. But the solution to that is to 
incentivise it, tell them that if they plug 
in every day then you’ll pay them a few 
pounds. If the market is there you can 
nudge people in the right direction – and 
if you nudge enough people along then 
you can make a huge difference.”Ohme is now the preferred charging supplier for the Volkswagen Group

‘Today there are a million electric 
cars registered in the UK’



Energy price rises will harm 
EV sales, fi nds What Car?
THE GOVERNMENT’S 
DECISION to scrap the two-
year energy price guarantee 
for households will have a 
detrimental impact on 
electric vehicle sales, 
according to new research 
by What Car?.
Surveying 1400 in-market 

buyers, What Car? found 

INS IGHT BUYING TRENDS

30.9% were in the market for 
a fully electric car, with the 
rest intending to buy petrol, 
diesel, or hybrid models. Of 
those not in the market for 
an electric vehicle, 24.4% 
said the Government’s 
decision to scrap the two-
year energy price guarantee 
infl uenced their decision to 

not go electric. The 
Government previously 
announced a £2500 price 
guarantee on average annual 
energy bills for the next two 
years but following a series 
of policy U-turns, the price 
cap has now only been 
guaranteed until April 2023. 
Some estimates suggest 
average annual energy 
bills could exceed £4300 
shortly aft erwards.
What Car?’s research found 

the U-turn on energy price 
guarantees is also 
infl uencing those still in the 
market for an electric car. Of 
the electric car buyers 
surveyed, 17.4% said the 
price cap U-turn meant they 
were now looking at a used 
electric car than a new one, 
while 14.8% said they were 
now in the market for a 
cheaper make or model than 
they initially intended. 
When the £2500 price cap 

was announced on 
1 October, What Car?’s 
research found the move 
had helped 20.5% of electric 
vehicle buyers decide to go 
electric, knowing their bills 
wouldn’t go past a certain 
level for two years.

Type something

Type somethinge g

No, it has not

in�uenced the type

of EV I’m buying

Yes, I’m looking at a

used model instead

of new

Yes, I’m looking at

cheaper make /

model than before

Yes, other

0 10 20 30 40 50 60 70

Would you be in the market for an

EV if the Government had not

introduced a cap on energy prices

for the next two years?

pe

of people are in the

market for a fully

electric car.

69.14%

Said the Government’s

decision to scrap the two-year

energy price guarantee did

not influence their decision

to consider an EV as

their next car.

75.62%

The Government has scrapped the two-year

energy price guarantee, with prices likely to rise in

April 2023. Has this influenced the type of EV

you’re looking to buy?

Yes, I was always going to buy one (79.50%)

No, the price cap has helped me make the

switch (20.50%)



Making headlines this month
EV CHARGING INFRASTRUCTURE 
EXPANSION PLANNED 
FOR NORTH OF ENGLAND
Up to 1000 new public charging points 
could be installed in the North of England 
by 2024, powered solely by renewable 
energy. This follows an investment 
of up to £110 million in the UK 
charging infrastructure by Octopus 
Energy Generation.

EXTREME FAST-CHARGING 
BATTERY DEVELOPMENT REACHES 
NEW MILESTONE
A battery cell capable of receiving 100 
miles of charge in just fi ve minutes has 
achieved 1000 consecutive charging cycles 
while retaining more than 80% of its 
original charge capacity. Battery pioneer 
StoreDot’s ‘100in5’ cells are expected to 
enter mass production in 2024.

PLUG-IN CAR GRANT EXTENDED 
BY 18 MONTHS FOR 
DEALER ORDERS
Buyers still waiting for their 
electric car to be delivered 
can still receive the 
Government’s Plug-in Car 
Grant. The grant has been 
extended to cover dealer 
orders logged between 
1 June 2021 and 31 March 
2023, in response to ongoing 

INSIGHT EV NEWS ROUND -UP

supply issues. However, it has not been 
reintroduced for those buying a new car.

BENEFIT-IN-KIND FOR EVS 
FROZEN UNTIL APRIL 2025
The benefi t-in-kind (BIK) for zero-

emission company cars has been 
fi xed at two percent between now 
and April 2025. This off ers a 
signifi cant saving over petrol and 
diesel alternatives, the smallest 
and most effi  cient of which are now 

taxed at more than 25%.

NEW SUPER-FAST ELECTRIC CAR 
CHARGER UNVEILED
A 360kW fast charger has been added to 
Gridserve’s charging forecourt in 
Braintree, Essex. Currently, there are no 
cars on the market that can charge at 
360kW, but this is a sign that providers are 
investing in the infrastructure to keep 
ahead of demand.

The most powerful Gridserve charger can now deliver up to 360kW
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The best and worst discounts 
around right now

These are the largest discounts revealed by 
What Car?’s mystery shoppers over the past 
month. They typically highlight slow-selling 
and run-out models or, occasionally, models 
with which there is a fi erce manufacturer-
driven battle for market share.

These are the discounts that have been 
reduced by the greatest amount in the past 
month, as found by our mystery shoppers. 
Oft en they show a cut in incentives on a 
discounted model, but they can also signal 
increased demand for that car.

TOP 5 TARGET PRICE DROPS THIS MONTH

TOP 5 HIGHEST % TARGET PRICE DISCOUNTS THIS MONTH

1  BMW X3 M Competition Step Auto 19.7%
2  Volkswagen Arteon 1.5 TSI R Line 18.6%
3  Volkswagen Passat Estate 2.0 TDI EVO SEL 16.4%
4  Volkswagen Golf Estate  1.0 TSI Life 13.2%
5 BMW 530d MHT M Sport auto 12.7%

1 Jeep Wrangler models -3.5%
2  Toyota Corolla models -2.5%
3  BMW M5 Competition models -2.3%
4  BMW X4 M Competition models -1.5%
5 Vauxhall Corsa-e models -0.5%

INSIGHT BEST AND WORST DISCOUNTS

Jeep Wrangler is terrifi c off-road, but less composed on it

BMW X3 M can hit 62mph in just 3.8sec



UR RESEARCH HAS
now noted three 

consecutive monthly 
increases in the all-segment 
average cash Target Price 
discount, which at the time 
of writing stands at 3.8% or 
£1742 per car. This 
represents a 10% average 
increase over the past 
quarter, and refl ects an 
increase in dealers’ 
willingness to sanction 
higher discounts.
Individual segment 

analysis reveals better news 
for consumers buying 
models from the hot 
hatchback and sports 
car, executive car, small 
SUV, and small car 
segments, with 
increases in the Target 
Price over the past 
quarter of 20.1%, 20.9%, 
21.1% and 25.7% 
respectively.
However, the all-segment 

average is still almost a third 
lower than this time last 
year, and consumers should 
be encouraged to demand 
better deals when buying 
new cars.

This is especially relevant 
for PCP fi nance deals, 
because the level of 
manufacturer support has 
decreased over the past six 
months, with the average 
APR up from 5.3% to 6.5% 
and the average fi nance 
deposit contribution down 
from £895 per car to £784. 
With more than a quarter of 
cars available with a sub-
5.5% PCP APR, and 35% 
available with a £1000+ 
average fi nance deposit 

INSIGHT TARGET PRICE REPORT

0

This month’s Target Price report
contribution, buyers should 
be fl exible with their choice 
of car to get the best deal. 
Aft er allowing for dealer 

contributions towards 
manufacturer fi nance 
off ers, the Target Price 
saving drops to £1480 per 
car. But with an average of 
£784 per car available as a 
deposit allowance (based on 
an average 6.5% APR PCP) 
the total (cash and fi nance) 
average Target Price 
discount is £2264 per car.
Peugeot dealers are 

currently the most generous 
when off ering an average 
cash Target Price discount 
across a model range at 
7.3%, followed by Smart 
at 7.2% and Renault
at 6.2%.

Savvy buyers can currently save big on DS models

DS
has the biggest increase 
in the typically achievable 

cash TARGET PRICE 
discount, with a 1.1% 
increase across the 
range, up from 
2.8% to 3.9%.

£



INS IGHT TARGET PR ICE MARKET WATCH

Target Price market watch
FAMILY SUVS
The average cash Target 
Price saving across the 
family SUV segment has 
reached its highest point for 
nine months, and is 
currently 4.2% or £1502 per 
car. While this fi gure is still 
more than 27% lower than 
a year ago, a consistent 
trend towards higher 
transaction price savings 
has now been established.
The cash Target Price 

discount is adjusted to £1344 
per car aft er accounting for 
the contributions dealers 
must make towards 
manufacturer-backed 
fi nance off ers. These off ers 
are linked to an average PCP 
APR that has remained 
unchanged, at 6.3%, and 
includes an additional £609 
per car in fi nance deposit 
contributions which means 
the total average Target 
Price saving across the 
segment is £1953 per car.
Corresponding average 

fi gures applicable to the 
electric cars within the 
segment are £663 per car 
(cash Target Price) and £1060 

per car total (cash and 
fi nance) average Target 
Price saving which is just 
over half of the typically 
achievable discount 
available on ICE rivals.
Average cash Target Price 

discounts of up to 10.2% or 
£4064 per car are available, 
with the Peugeot 3008 
Hybrid taking the top spot, 
followed by Nissan Qashqai 
models at 10% or £3340 per 
car and Lexus UX Hybrids at 
8.3% or £3341 per car.
The average PCP APR cost 

for family SUVs is currently 
more than 26% higher than 
a year ago, at 6.3% while the 
current £609-per-car average 
fi nance deposit contribution 
has reduced by more than 
57% over the same period.

The average cash Target Price 
discount has been slowly 
climbing over the past four 
months, and is currently 5.2% or 
£2449 per car. Once dealer 
contributions towards 
manufacturer’s PCP offers are 
accounted for, the total (cash 
and fi nance) average Target 
Price saving is £3055 per car 
(£1383 equivalent for the Electric 
cars within this segment).

The average PCP APR has 
increased from 4.9% to 6.7% 
over the past year while the 
average fi nance deposit 
contribution has reduced from 
£1014 per car to £783.

BMW and Audi currently offer 
the best average cash Target 
Price discounts, at 18% (£17,449 
per car) on 8 Series, 8.6% (£4467 
per car) on 4 Series and 5.8% 
(£2488 per car) on Audi TT 
variants.

CONVERTIBLES

BMW 4 Series offers drop-top luxury

Discounts of up to 10% are available on the Nissan Qashqai

£



INS IGHT MOST POPULAR NEW CAR REVIEWS

Most popular new car reviews

HE KIA SPORTAGE returned to the 
top spot on our list for the fi rst time 

since May last month, but in that time it’s 
never dropped below fi ft h place – making 
the Sportage a good example of a model 
that has enjoyed sustained interest 
from our readers. 
In a similar vein, the Skoda 

Kamiq’s position within 
our rankings has 
been gradually 
improving since 
June, with the model 
rising from 14th to 

T

MOST POPULAR NEW CAR REVIEWS ON WHATCAR.COM

third position within that time. That rise is 
helped, no doubt, by the Kamiq being 
available with sustained healthy discounts 
– buyers could save up to £1059 at the time 
of writing. At the other end of the scale, the 
new Kia Niro has fallen down our rankings 

in both electric and non-
electric forms, with the 
Niro EV falling from 
fourth to 10th position 
over the past month, 
and the regular Niro 
moving from 17th to 

18th place.



INS IGHT CARS GENERATING THE MOST LEADS

The cars generating the most leads

OR THE SECOND month 
in a row, the MG 4 

topped our list of the cars 
generating the most leads for 
dealers on our New Car Buying 
network, helped by a strong 
review rating and a budget-friendly price. 
Indeed, interest has been strong despite no 
Target Price savings at the time of writing. 
Elsewhere, the Skoda Kamiq small SUV 

enjoyed something of a renaissance, having 
languised in sub-15th place since July, it 
leapt up to ninth position in October, helped 
by healthy discounts. Readers could save up 

F
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to £2825 on the Kamiq at the time 
of writing – more than on most 
rivals. Despite the changing 
seasons, there has actually 
been a small decrease in SUV 
leads over the past month. 

In August and September nine of the 10 
most popular models came from the SUV 
class, whereas in October this dropped to 
seven. This suggests that buyers are 
thinking about which vehicles they might 
need over the winter period earlier in the 
year, or buying out of season when 
discounts might be higher.



INS IGHT BR IEF ING NOTES

Briefing notes

140

63,125

£713m

Facts, stats and quotes from a month in motoring

Jobs cut at Geely-
owned LEVC in a 
bid to cut costs at 
the electrifi ed 
London taxi 
manufacturer.

Cars left  UK 
factories in 
September, a 
drop of 12.6% 
compared with 
the same month 
in 2021.

The amount lost by 
Ford following the 
closure of self-driving 
tech start-up 
Argo AI, which it 
backed alongside 
Volkswagen.

2035
The year in which the 
sale of new combustion-

engined cars will be banned 
in the EU. Car makers will be 

required to cut their 
CO2 emissions 
by 50% by 2030.

“These products 
will absolutely 
look like Fords, 
drive like Fords 
and the 
experiences that 
we provide will 
give customers 
unique purchase 
and ownership 
experiences.”
Ford of Europe 
boss Stuart 
Rowley, speaking 
about his brand’s 
upcoming 
electric models.

“We are not 
killing Seat. We 
just need to 
decide on its 
future.” - Seat 
Chairman and 
Volkswagen CEO 
Thomas Shäfer.

INDUSTRY
VOICE

INDUSTRY
VOICE
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