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NEW DELHI

henational capital recently wit-

nessed two launches within

weeks of each other. On 11

August, Elon Musk's Tesla had

alowkey launch for its second
showroom in India, in Delhi's Aerocity.
The global brand had only one model on
display wi nall crowd in

On 6 September, a stone’s throw away
from Tesla’sshowroom, VinFast Auto Ltd,
alittle-known Vietnamese brand, made a
much bigger splash. In a large ballroom
that could easily hold more than 100 peo-
ple, the company’s leadership officially
launched two new sports utility vehicles,
VF6and VF7.

Former diplomat Pham Sanh Chau,
who served as Vietnam’s ambassador to
Indiabetween October 2018 and Septem-
ber2022,isnowthe chiefexecutive over-
seeing South Asia for the company. He
sees India being a major driver for the
company’sgrowth.

What really caught the crowd's atten-
tion and industry observers at large, was
the price range of the two premium mod-
els. Chau revealed that it would fall
between 316 lakh and 325 lakh, with multi-
ple variants being offered in the range at
which carmakers Hyundai India, Tata
Motors and Mahindra and Mahindra sell
their EVs.

“This will be bad news for Tata and
Mahindra,” one of the dealers attending
the launch remarked.

Aside from the usual crowd of influen-
cers, media and dealers, the company
had also invited the logistics heads of
some public sector undertakings (PSUs)
for the launch. “They probably want to
explore commercial partnerships early
on. Government bodies buy and lease a
significant number of vehicles every
year,” said one PSU official. “They have
done their homework.”

The Vietnamese company perhaps had
no choice in that—it has committed to
invest 316,000 crorein India, the world’s
third-largest automobile market, with a
plant in Thoothukudi, Tamil Nadu.

*Our top priority in India is to build
long-term presence and trust, which is
why we are committing significant
resources upfront to build acomprehen-
sive EV ecosystem,” Chau explained inan
email interview with Mint.

While VinFast’s granular planning, big
investments and aggressive moves under-
lineitsseriousness, the track record of the
ccompany and the larger groupitis part of

VinFast has guided that it will at least
doubleits lyinthe current
year. Buteven ifitachieves that, it will be
on a small base, as the company has not
made much headway despite having an
international presence.

doesnot inspire much

MOVINGFAST, BREAKING THINGS
VinFast is part of Vietnamese con-

glomerate VinGroup, led by Pham
Nhat Vuong who founded it in 1993.
Vuong started the company as an instant
noodles and dried food products brand
named Technocomin Ukraine, and then
tookit to Vietnam in 2000.

thathas driven
morethan90%ofits sales. But that success
story, too, has some fine print. Several
reports note that more than two thirds of
VinFast'sdeliveriesin itshome market were
tocompanieseither linked to the founder
Vuongor thebroader VinGroup. About 72%
of the company’ssales in 2023 came from
deliveries toan entity owned by Vuong.
Oniits part, the company asserts that it

N .

h its
tentacles into several sectors, including
amusement parks, supermarkets, real

on related parties for growth. “As dis-
closed in our Q22025 earnings report, out

estate, uctionafter

ing operations in Vietnam. The rapid
expansion culminated with it getting
listed in 2007.

The conglomerate did not stop there. It
ventured into healthcare with Vinmec and
education through Vin-
schoolin the 2010s. The
expansionspreesaw the
group enterthe automo-
bile sectorin 2017,and it
began constructing an
automobile factory with
a capacity of 300,000
units per annum. After
Jaunching four internal
combustion engine
(ICE) models, the com-
pany then moved on to electric vehicles.

But the headlong push to do everything
everywhere allatonce alsoled it to make
some mistakes. For instance, the company
moved into smartphone and television
manufacturing in 2018, going on to
launch 19 smartphone modelsand five TV
models. However, itabandoned that ven-
ture in just three years.

Instead, the leadership put faith in
smart cars and smart homes whereit felt it
could offer consumers a lot of value.

imul ly, the ivoted

toa full electric positioning and began
workonits VF series of passenger vehicles
andalsolined up launches of commercial
vehicles, including buses.

THE VOLUME MYSTERY

On the volume front, the company
started off well. It began with 7,000

carsalesin 2022, which thenincreased by

nearly 371%10 33,000 in 2023.1n 2024, the

ccompany recordedsales 0f97,000,a194%

increase in sales over the previous year.

On the back of mounting
losses and its inability to
break free of the Vietnamese
market, VinFast badly needs
success in India, and needs
itquickly.

0f 35,837 EVsdeli 1during the second
quarter, 22% were to the company’s
related parties. Compared to the 72% in
2023, this has already been a significant
improvement,” Chau said. “Meanwhile,
deliveries to B2C customers have
accounted for over 70%
oftotal deliveries for four
consecutive quarters,
underscoring  strong
market demand.”

VinFast's sales are
largely concentrated in
Vietnam, and it remains
untested in the interna-
tional market. The
company is looking to
sell more vehicles in
North America, where it is building a
plant in North Carolina expected to go
live by 2028.

Amidall this, the companyslosses piled
up tomore than$1 billionin the first half of
2025. It listed on the Nasdaq in 2023 but

NEEDINGINDIA
Investors and rating agencies have
already started questioning the ration-
aleofits huge investmentsin the EV busi-
ness. Onthe back of mountinglossesand
itsinability tobreak free of the Vietnam-
esemarket, VinFast badly needs success in
India, and needsit quickly.

InJanuary, Vingroup’s real estate arm,
Vinhome, responsible for about 60% ofits
revenue, received a junk rating from
Moody’s and Fitch, primarily due to the
company’s link to the Vingroup, which
has continued to back the automobile
division despite its limited success.

Investors have dumped its shares but
the company has two bets it hopes will
start paying off soon. It is entering the
Indian and Indonesian markets this year
with two factories. Within India, it is
planning to start with 50,000 units per
annum and then expand to 300,000
units in the next few years as it looks to
meet demand within as well in neigh-
bouring countries.

“We are here to build the ecosystem
and stay for the long run,” Chau told
reporters on the sidelines of the com-
pany’s car launch in the national capital.

VinFast is bringing its charging and
fleet subsidiaries to Indiaand is also hold-
ingtalks with key Vietnamese suppliers to
setup shop within the country, as part of
its bid to diversify sales to international
customers.
hat the carmaker wants to
ingmarket share from the
likes of Tata Motors, Mahindra and
Mahindra, and JSW MG Motor India, all
key names in the electric SUV space. The
pricerange of Tata Curvv EV starts at 317
lakh while Mahindra’s BE6 models startat
318 lakh. Both will directly compete with

File photo of a worker at VinFast Auto's factory in Thoothukudi, Tamil Nadu. The EV maker sees its new India factory as key to entering South Asia, the Middle East and Africa.

WHAT

Earlier this month, VinFast
launched two electric SUVsin
India. It has inked partnerships

with 13 dealerships, has charging
arrangements and a service
network in place.
u

AND

The company has committed
to invest 216,000 crore.
Itis aiming to gain quick

market share by pricing its
vehicles aggressively—between
%16 lakh and 325 lakh.
]

BUT

The track record of the
company, and its parent,
is patchy. The company’s

losses piled up to more
than $1billion in the first

half of 2025,

Partnerships with 13 dealership networks
in 27 cities, an assembly plant, charging
arrangements and a service network—it
has tied up with myTVS, RoadGrid and
Global Assure.

“Building an executive team with deep
local insight i a top priority, and we are
actively advancing this effort. We are

its share price has fallen by nearly 80%
since.

But VinFast is doubling down on its
bets. Vuong has decided to invest at least
$2billion of his personal wealth over two
years as the company looks to expand
across the world.

Itisin this context that its entry in the
Indian market is crucial, as analysts are
banking on its global diversification to
drive growth, despite low sales in the
international markets so far. “We con-
tinue to believe VinFast benefits from
moreaffordably-priced EVs, vertical inte-
gration, manufacturing in Vietnam, a
global footprint with accessto diversified
markets, as wellas the financial and brand
backing of Vingroup,” analysts at Cantor
wroteina9 June note.

“They are looking to make a mark,” said
Subhabrata Sengupta, partner at Avalon
Consulting. “The key concern is how

gingwith leading talent across indus-
tries while creating a framework that
blends global expertise with Indian per-
spective, ensuring VinFast's growth here

heir cus-

and VF5 are mass market models and
drive volumes, the company is starting
with the VF6 and VF7 in India, at an
aggressive price point to give Indian car-
‘makers a run for their money. “We want
[these] to be seenas premium products for
Indian consumers, which they canaspire
for,” Chau said.

LITMUS TEST
inFast has put in place its building
blocks to crack the Indian market.

isboth dlocally relevant,”
said Chau.

Hyundai veteran Tapan Ghosh, whois
currently heading the Korean company’s
national salesin India, will lead VinFast in
the country. So far, Chau has been shaping
the strategy.

The appointment of an Indian is con-
sidered critical to bridge trust with con-
sumers quickly, said Puneet Gupta,
director at S&P Global Mobility.

“VinFast can turnaround if they invest
in an exceptional leadership team and
increase marketing spend, pull brand

dereateafewblockb

OP SPEED

VinFast’s sales rocketed nearly
fourteen-fold between 2022 and 2024.

Vinfast's consolidated global sales (in units)
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VinFast's mounting losses have alarmed
investors and rating agencies.
Consolidated revenue and loss (in § million)
Revenue Loss

1,808 | 2022
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2024
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products,” Gupta added.

Someindustry executivesdrawa paral-
lel with Hyundai’s entry three decades
back, pointing out that the South Korean
brand was also unknown but spent time
brand building, roping in Bollywood actor
Shah Rukh Khanasits brand ambassador.

“The difference with Hyun-
daiwould bethatit wasalready
successful in some interna-
tional marketsbefore it entered
India. And more importantly, it
had a breakthrough product,

BLOOMBERG

winin the Indian market. No carmaker’s
EV is making money yet as import
dependence remains high. Amid its

the question of profitability looms large
over VinFast.

Chau, however, maintains that the
company is on course to turn profitable
amid its global expansion. “Our path to
profitability remains firmly on track,
anchored by adual focus on breakthrough
revenue growthand disciplined cost opti-
mization,” he asserted.

The CEO added that the company is
working on improving operational effi-
ciency by leveraging economies of scale
and refining its business model. “With
eachnew product generation, we expect
tounlock further cost advantages—ensur-
ing that our growth is both sustainable
andscalable.”

The company's play is to localise as
much as possible, and it is looking to
produce more of its productsin Indiain
future. “We want to bring the full array
of VinFast products, including two
wheelers, to India. We want tobe able to
do everything here, including making
the components. But it will happen
slowly,” said Chau, noting that increas-
inglocal play will push down the prices
ofits cars further.

The company claims the initial
response toits cars has been positive but
hasnot revealed any booking numbersto
back that claim.

VinFast's India entry couldn’t have
come at a worse time for its Indian com-
petitors, particularly market leader Tata
Motors and Mahindra, which are grap-
pling with the rare earth motor shortage
resulting from China’s export ban. More-

over, the union government,

FE  which has bet over 360,000

b crore on making the country an
electricvehicle manufacturing
hub through various promotion
schemes over the last six years,

Santro. Whether VinFast's B2 appears tonow be giving hybrid
product is a breakthrough Scan the vehicles equal footing in policy
remains to be seen, but the QR code decisions.

intentisserious,” said onesen-  for more Compounding matters, the
iorexecutive, formerly thehead [ ong Stories. GST on some ICE vehicles has

ofaforeign carmaker.

The Indian market has not been easy
ground for foreign carmakers, with major
global brands such as Ford, General
Motors, Renault and Nissan struggling to
make any headway despite having some
good products.

The biggest doubt over VinFast’s entry

lyto

been reduced by 10 percentage
points to 18%, which could impact
demand for EVs, something that will affect
VinFast as well.

At the very least, all of these develop-
ments will causeachurnin the EVindus-
tryand it remainstobe seen how the con-
tenders, especially the new kid on the
block, cope with the turbulence.
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