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SunCar Technology Group Inc.
(SDA, Buy, $12 PT)
Star Potential: SDA's Unique Business Model and Massive Market
Opportunity Make for a Sunny Future; Initiating at BUY with a $12 PT

WHAT YOU SHOULD KNOW: We are initiating coverage on SunCar Technology Group
with a BUY rating and $12 PT. SunCar's three business segments address two main end-
markets: 1) B2B automotive services; and 2) insurance intermediation (which SunCar
calls eInsurance). With ~350MM cars on the road and ~25MM new cars sold annually,
Mainland China is the largest vehicle market in the world. SunCar is addressing a
combined TAM of ~$143B split ~$20B in B2B automotive services and ~$123B in
eInsurance. Given SunCar has achieved just a ~1% share in each market, we believe
SunCar is capable of 25%+ annualized growth over the next several years. Catalysts for
growth include: 1) adoption by gas-powered vehicle manufacturers, an opportunity
SunCar has not yet tapped in a meaningful way. Positively, SunCar recently scored
its first major gas-powered manufacturer win by signing SAIC's (600104-SHG, Not
Rated) Maxus brand; 2) greater focus on insurance policy renewals, where we estimate
SunCar's market share is <1%. Historically, SunCar has leaned heavily on new car
policies, but we estimate policy renewals in China are 13x the number of new car
policies; and 3) a more business-friendly regulatory environment in China that may
enable SunCar to increase eInsurance commission rates. Rates have more than halved
over the past several years, and we estimate recapturing half of the commission rate
decrease would boost revenue by ~15% at relatively high incremental margins. Overall,
we see revenue growing at a robust 28% CAGR through 2027, more than 3x the peer
set's 9%. As such, while SunCar trades at a modest premium on an EV/Sales basis at
1.4x FY26E vs. 1.2x for the peer group, we believe SunCar's superior growth profile
supports a greater premium. We view our 1.75x EV/Sales target as more than fair given
SDA's attractive growth, leading market share and sustainable competitive moat.

■ Unique, but powerful, business model. SunCar's two main businesses don't
have a U.S. equivalent, but have become commonplace in Mainland China. Both
segments follow a B2B2C model whereby large Chinese enterprises leverage
SunCar's platform to connect with retail consumers. In SunCar's Automotive
Services business, over 1,400 large companies use SunCar to offer packages of
automotive services as a component of their loyalty/reward programs. In the
eInsurance segment, over 90 Chinese insurance providers use SunCar's platform to
sell insurance through SunCar's network of 65K point-of-sale partners. SunCar has
a third segment, Technology Services, that we view as an offshoot of the eInsurance
business but is targeted at less tech-savvy businesses that need an SaaS solution.

■ Top market share & wide moats. Supporting our positive thesis, SunCar has a
leading market share in both of its main service lines and wide competitive moats,
in our view. It takes years to obtain approval with China's large enterprises and
SunCar has built an impressive roster of blue-chip clients across banking, insurance,
telecom, airlines and retail. New energy vehicle (NEV) partnerships have also
become a strong channel for selling eInsurance given NEVs are now the majority
of new car sales in China. We believe SunCar has the most NEV partners among
eInsurance companies with 18 relationships, including Tesla (TSLA, Not Rated).
Adding to SunCar's moat is its scale. We project SunCar will spend ~4x more on R&D
than its closest eInsurance competitor in 2025. Large Chinese companies, which
include many state-owned enterprises, want a vendor that has national coverage
and the resources necessary to maintain a state-of-the-art tech stack.

■ Valuation: Our $12 PT is based on a 1.75x multiple of FY26E sales.
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Company Data

Closing Price $9.57

Price Target $12.00

Market Cap (M) $991.82

Enterprise Value (M) $1,063.98

Shares Out (M) 103.64

Avg Daily Vol-3 Months (M) 0.34

Dividend / Yield $0.00 / 0.0%

Revisions

Previous Current

Rating - Buy

Price Target - $12.00

FY24E REV - 465.22

FY25E REV - 601.22

FY24E EBITDA - 2.37

FY25E EBITDA - 25.02

Revenue (M)

FY Dec 2023A 2024E 2025E

Q1 - - -

Q2 159.38 203.09A 268.98

Q3 - - -

Q4 204.37 262.14 332.24

FY REV 363.75 465.22 601.22

FY EV/S 2.9x 2.3x 1.8x

FY P/S 2.7x 2.1x 1.6x

EBITDA (Adjusted)

FY Dec 2023A 2024E 2025E

Q1 - - -

Q2 5.82 6.04A 8.01

Q3 - - -

Q4 (4.17) (3.67) 17.02

FY EBITDA 1.65 2.37 25.02

FY EV/
EBITDA

645.2x 448.3x 42.5x

Source: FactSet, BTIG Estimates and Company
Documents reported as $ currency.
FY = Fiscal Year CY = Calendar Year
Q2 corresponds to revenue for 1H of year. Q4
corresponds to 2H of year.

PLEASE READ: IMPORTANT DISCLOSURES AND ANALYST’S CERTIFICATION APPEAR IN APPENDIX WWW.BTIG.COM
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Investment Thesis
We view SunCar Technology Group as well-positioned to gain share in the enormous Chinese automotive market. With ~350MM
registered cars on the road and new car sales annually of ~25MM units, the People's Republic of China is the largest vehicle market
in the world. SunCar is addressing a combined TAM of approximately ~$143B split ~$20B in B2B automotive services and ~$123B
in eInsurance. Given SunCar has achieved just a ~1% share in each TAM, the company is poised to sustain 25%+ growth over the
next several years. We believe SunCar has a leading market share in both of its main service lines with significant competitive
advantages. With SDA shares trading at a modest premium on an EV/Sales basis despite projected three-year growth at 3x the
peer group, we believe shares are attractively valued.

Upcoming Catalysts
■ More eInsurance OEM partnerships in the gas-powered vehicle channel.
■ New enterprise customer wins, including new branch signings of existing banking

and/or insurance clients.
■ Moving to quarterly financial disclosure should increase investor confidence.

Base Case Assumptions: $12 Price Target
■ Automotive service revenue increases high-single-digits per annum.
■ eInsurance and Technology Services maintain high-double-digit growth through

greater focus on policy renewals and share gains in the gas-powered vehicle
channel.

■ SunCar achieves sustained positive Adjusted EBITDA on an annual basis beginning
in 2025.

Upside Scenario: $18/sh
■ eInsurance commission rates begin expanding again after several years of

compression, which cumulatively have more than halved rates to the current level
of ~8%.

■ Expense leverage is greater than anticipated as investment in building out the
Technology Services business falls off.

■ Margins expand more than expected. We note SunCar's agreements call for
revenue share with eInsurance sales partners to decline with greater volume while
SunCar's revenue share earned from enterprise clients rises with volumes.

Downside Scenario: $5/sh
■ Geopolitical risks emerge that could reduce SunCar's clients' appetite for new

customer engagement, which could undermine SunCar's financial performance.
■ FX rates move adversely. We note allowing the yuan to depreciate could be one

way for the Chinese government to offset the pressure from potential tariffs.
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Company Description
SunCar Technology Group operates
two main lines of business. First,
SunCar operates an automotive
services platform that enables large
Chinese enterprises to offer packages
of automotive services as part of
their consumer loyalty/rewards
programs. In SunCar's second business,
eInsurance, large insurance providers
have integrated with SunCar's platform.
Any of SunCar's sales partners can
sell insurance at the point-of-sale in
a process that takes a few minutes.
SunCar has national coverage through
a network of nearly 50,000 auto
services providers and over 60,000
eInsurance sales partners. SunCar has
a third reporting segment, Technology
Services, for companies that choose to
subscribe to SunCar's tech stack using
an SaaS model. SunCar's predecessor
companies were founded in 2007 and
the company's principal offices are in
Shanghai, China.
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Initiating Coverage on SunCar Technology Group with a BUY
Rating & $12 Price Target
 

Executive Summary
We view SunCar Technology Group as well-positioned to gain significant market share in the enormous automotive market of
the People's Republic of China (PRC or China). With ~350MM cars on the road and annual new car sales of ~25MM units, the
PRC is the largest vehicle market in the world. SunCar is addressing a combined TAM of approximately ~$143B split ~$20B in B2B
automotive services and ~$123B in eInsurance. Given SunCar has achieved just ~1% share in each TAM, the company is poised
to sustain 25%+ growth over the next several years. Catalysts for growth include:

■ Increase share in the gas-powered vehicle market. Adoption by gas-powered vehicle manufacturers is a large opportunity
SunCar has not yet tapped in a meaningful way given it has historically focused more on the NEV (meaning both fully-electric
and hybrid vehicles) manufacturer channel. SunCar recently scored its first major gas-powered manufacturer win by signing
SAIC Maxus to a new partnership covering 100+ dealerships. While NEVs have recently become the majority of new car sales in
China, gas-powered cars are still close to half the new car market and represent a significant expansion opportunity for SunCar.

■ Increase share in the eInsurance renewal market. SunCar is focusing more on insurance policy renewals, where we estimate
its market share is <1%. We estimate the number of policy renewals in China is 13x the number of new car policies.

■ Capitalize on a more business-friendly regulatory environment. A more business-friendly regulatory environment in the PRC
may enable SunCar to increase insurance commission rates, which have more than halved over the past several years. With
eInsurance being SunCar's single largest business line, an increase in commission rates could be significant. We estimate
recapturing half of the commission rate decrease over the past several years would boost revenue by ~15% at relatively high
incremental margins.

We see SunCar increasing revenue at a robust 28% CAGR through 2027, over 3x the peer set's 9%. As such, while SunCar trades
at a small premium at 1.4x FY26E EV/Sales vs. 1.2x for the peer group, we view shares as attractively valued on a growth-adjusted
basis. Importantly, while SunCar came public via the SPAC channel, it does not have many of the issues that have historically
plagued SPACs including lock-up overhangs and low stock liquidity that usually make it prohibitive for institutions to invest. All
SunCar's insider lock-ups have expired, to our knowledge, and it has sufficient liquidity for most small-cap investors at ~$3MM
in daily average volume. Perhaps most importantly, SunCar has a solid balance sheet and visibility to significant Adjusted EBITDA
generation, whereas many SPACs have failed because high redemptions led to underfunded business models. With all these
characteristics in mind, we rate SDA shares BUY with a $12 PT, which is based on a target of 1.75x FY26E EV/Sales.
 

Corporate Overview
Business Description
SunCar Technology Group is a cloud-based provider of digital services primarily focused on the automotive services and insurance
market in the People's Republic of China. In each of the company's segments, it provides a B2B2C model whereby SunCar earns
revenue from other businesses in a B2B relationship, but SunCar's actual transactions are being conducted with retail consumers.
SunCar's predecessor companies were founded in 2007 and its principal offices are in Shanghai. SunCar operates three main
businesses:

■ Automotive Services. In its automotive services segment, SunCar provides a platform for car owners to search and identify
service providers, schedule appointments and make payment. Large enterprises partner with SunCar to offer packages of
automotive services to their customers as part of their respective rewards/loyalty programs. SunCar's service offering spans
emergency assistance, repair & maintenance, beautification and rideshare. Given there isn't a business quite like it on a
standalone basis in the U.S., SunCar describes itself as a combination of AAA (Private), Jiffy Lube (SHEL, Not Rated) and Uber
(UBER, Buy, $90 PT; Analyst: Jake Fuller).

■ Automotive eInsurance. In its insurance business, SunCar has built a digital platform that enables any third party to sell
automotive insurance. These third-party sale partners range from micro-entrepreneurs to SMBs that interact with the public.
In addition, SunCar has developed another distribution channel for eInsurance by partnering with NEV manufacturers that can

BTIG, LLC Marvin Fong, CFA (212) 527-3562 www.btig.com
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attach insurance when a new car is sold. SunCar is also integrated into the apps of these NEV manufacturers, which enables
policy renewals and other functions. On the provider side, SunCar has integrated itself into the systems of 90+ insurance
companies, including all the top 10 leading auto insurance underwriters in Mainland China. This deep integration enables
SunCar to process an eInsurance transaction in 2 minutes or less.

■ Technology Services. Over the past 14 years, SunCar has built a modular tech stack that covers functions including customer
relationship management, order management, finance and visual analysis. All of SunCar's auto service providers and insurance
sales partners use at least one of these modules. SunCar has been investing heavily to turn its existing tech stack into an
SaaS-enabled product. Technology Services customers include auto dealers and insurance agencies that need access to a full
tech stack because they haven't built one of comparable quality. When SunCar's Technology Services customers complete
an eInsurance transaction, SunCar charges an additional fee for the usage of its cloud-based technology platform, which is
booked as Technology Services revenue.

 

Summary Business History
Sun Car Online Insurance Agency Co., Ltd. was incorporated in the People's Republic of China in December 2007. A related entity,
Shengda Limited, was also incorporated at the time by SunCar's Chairman & CEO, Zaichang Ye. The eInsurance business was
launched in 2007 and auto services in 2013. Auto Services Group Limited, d/b/a SunCar, was incorporated under the laws of the
British Virgin Islands in September 2012 and continued in the Cayman Islands in accordance with applicable laws. In March 2022,
an auto financing business, Shendga, was disposed of and the assets of Shengda Group were transferred to Jiachen Information
Technology (Shanghai) Co., Ltd., (Private) an entity affiliated with Mr. Ye. In May 2022, SunCar entered into a merger agreement
with Goldenbridge Acquisition Limited, a special purposes acquisition corporation. The merger was consummated on May 18,
2023 and SunCar began trading on the NASDAQ exchange under the ticker SDA. On May 19, 2023, SunCar raised additional capital
in a private placement, selling 2.2MM shares at $10.00/share for a total consideration of $21.7MM.
 

Segment Analysis
Automotive Services
How it Works
SunCar contracts with tens of thousands of vendors nationwide to provide over 300 different automotive services. Currently,
there are 48,000 vendors across 33 provinces in China. SunCar generates revenue from enterprise clients that want to integrate
automotive service packages into their loyalty/rewards programs. When the customer redeems the service, the enterprise
client compensates SunCar and SunCar pays the service provider, all at pre-negotiated rates that embed a margin for SunCar.
Redemption is facilitated either electronically or by means of paper coupons, depending on the client's preference. The entire
transaction is booked as revenue for SunCar, as is the associated cost, which is recognized in integrated costs expense. Revenue
is recognized at the time the performance obligation is satisfied. We estimate SunCar's normalized consolidated gross margin in
the automotive services business is in the range of 12-15%.

In terms of the user flow, users first access the app of the enterprise client. Depending on how the client wants to structure its
loyalty offering, customers could either have a credit balance to use as they choose or they will have a preset number of each type
of service that they can redeem. Once the service type is chosen, available vendors on the SunCar platform are identified from the
48,000 vendors currently working with SunCar and the user schedules an appointment. Figure 1 below illustrates this workflow.

BTIG, LLC Marvin Fong, CFA (212) 527-3562 www.btig.com
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Figure 1: SunCar Auto Service User Flow

Source: Company presentation, BTIG Research.

SunCar classifies automotive service as either drop-in or reservation. Example of drop-in services include:

■ Beauty service. Car wash, waxing, refinishing, cleaning, polishing and paint repairing services.

■ Maintenance services. Oil change, oil filter change, tire maintenance, and other minor tune-up services.

■ Safety. Routine checkups of the engine, brake, panel, tires, meters, battery and other functioning parts of the automobile.

Examples of reservation services include:

■ Designated driving. SunCar works with designated service providers to offer a driving service for car owners.

■ Destination pickup. Destination pickup services are offered primarily in major cities, and airport and train station pickups in
other cities.

■ Non-accident roadside assistance and breakdown services. Non-accident roadside assistance and breakdown services, such
as tire changing, battery jumping and towing.

■ Car inspection. Assisting in annual inspections at the offices of the department of motor vehicles on behalf of the end
consumer, including picking up and delivery of automobiles for inspection.

SunCar has quality standards to ensure a satisfactory customer experience. Regular quality checks are performed by a team of
60+ people with SunCar's internal goal to physically visit over half of its vendors at least once a month, although video calls
and customer feedback are used as alternative quality checks. SunCar’s policy is to visit a vendor that has received a customer
complaint within one month of the incident and to provide special training as necessary. Repeated service failures result in
termination of the contract. SunCar prefers to engage major car service chains which it sees as more capable of providing
consistent service quality. As of the end of 2023, SunCar stated it works with 15 major car service chains including Chexiang
(Private), TUHU (9690-HKG, Not Rated) and Cars One (Private).
 

Vendors and Client Base
SunCar’s enterprise client base has a substantial financial services component with 900+ banks and 300+ insurance companies
as customers. SunCar's client base includes many of China's most recognizable companies including Bank of China (BACHY, Not
Rated), Industrial and Commercial Bank of China (IDCBY, Not Rated), China Merchants Bank (CIHKY, Not Rated), China Construction
Bank (CICHY, Not Rated), People's Insurance Company of China (PPCCY, Not Rated), Ping An insurance (PNGAY, Not Rated), China
Pacific Insurance (2601-HKG, Not Rated), Shenzhen Airlines (AIRRY, Not Rated), China Mobile (941-HKG, Not Rated), and China
UnionPay (Private). While SunCar already has an extensive client roster, there is still room for further growth and expansion, in
our view. Chinese banks and insurance agencies operate at the branch level, so while SunCar has agreements at the headquarters
level with a number of large companies, it also contracts at the local branch level. For example, in October SunCar announced
a collaboration with just the Shaanxi Branch of Industrial & Commercial Bank of China. While the core of SunCar’s auto service
client base is financial services, other large customers include airlines and telecom customers. NEV manufacturers, who are
large customers of SunCar on the eInsurance side, have expressed interest in also offering SunCar's auto service solution for its
customers.

BTIG, LLC Marvin Fong, CFA (212) 527-3562 www.btig.com
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SunCar currently has over 1,400 enterprise clients signed on to its auto services solution. This compares to 1,300 in 2022 and 1,200
in 2021. On the vendor side, SunCar has been increasing the number of vendors by close to 6% annually since 2020, although it
is trending closer to 4% so far in 2024. We aren't concerned by this slowdown as critical mass has already been achieved, making
vendor quality the more important priority at this stage.

Figure 2: SunCar Auto Services Enterprise Client Count

Source: Company reports, BTIG Research.

Figure 3: SunCar Auto Services Vendor Count

Source: Company reports, BTIG Research.
 

Recent Segment Performance
Automotive services came out of the pandemic with strong 22% growth in 2021, but continued social distancing and lockdowns
muted 2022 growth to just 6%. Growth has climbed a few points since then, reaching 9% in 1H24, which we expect will also be
the growth rate for the full year 2024.

Figure 4: SunCar Automotive Service Revenue (2020-1H24)

Source: Company reports, BTIG Research.
 

In terms of transactional activity, SunCar handled ~19MM auto services transactions in 2023 and ~21MM in the twelve months
ended June 2024. We estimate ~16,000 services were performed per enterprise client on an annual basis, with the average service
provider performing 440 transactions. The average transaction generates approximately $11 in revenue for SunCar.

Figure 5: SunCar Auto Services Transactions (Trailing 12-mos)

Source: Company reports, BTIG Research.

Figure 6: SunCar Revenue Per Auto Service Transaction

Source: Company reports, BTIG Research.

BTIG, LLC Marvin Fong, CFA (212) 527-3562 www.btig.com
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Market Opportunity and Growth Outlook
Frost & Sullivan expects the B2B auto services market to reach ¥16.4B (~$2.3B) in 2026. Based on Frost & Sullivan's ¥10.5B market
size estimate for 2022, SunCar had 12.8% market share. Other named competitors include TUHU Car Inc., Harson Auto (Private),
Bosch Automotive (Private) and Beijing Qiguanghang Information Technology (Private). Combined, the top 4 service providers
account for ~40% of the market. In some cases, these competitors in the auto services space are also vendors on the SunCar
platform.

Figure 7: B2B Auto Services Market Size (2017-2026E)

Source: Frost & Sullivan, BTIG Research.
 

Assuming each car owner consumes $200 in services annually, we estimate only 3% of car owners in the PRC are using a B2B
automotive aftermarket solution. Given how many large enterprises are working with SunCar and companies like it, we believe
the ultimate penetration rate will rise to at least 10% and SunCar management sees penetration potentially reaching 25% of all
cars in China. At a 25% penetration rate, the B2B auto services market would reach ~$20B, 9x larger than the prospective 2026
market size. In terms of future growth drivers for SunCar specifically, we see a significant opportunity for SunCar to increase its
wallet share among existing clients. Chinese financial services firms have to be signed one by one at the branch and/or province
level. For example, with one of its top banking clients for auto services, SunCar was only approved at 2 branches in 2016. That
figure now stands at 42 branches and revenue from this client increased an impressive 660% from 2021 to 2023. Another large
banking client has grown from 1 branch in 2015 to 130 branches today, driving 400% revenue growth from 2021 to 2023. Despite
these strong gains, there is ample runway for expansion, in our view. For example, Bank of China has over 10,000 branches in
the country.
 

Competitive Moat
SunCar's enterprise clients, which include many state-owned enterprises, frequently have rigorous vetting processes and even
then, as we highlighted above, it takes years to expand, branch by branch. In terms of competition, while there are other
companies that offer an automotive service transaction platform at the provincial or regional level, SunCar believes it is the only
firm that has built out a nationwide solution. This is an advantage when competing for business with clients who don't want to
have to work with multiple solutions providers to achieve nationwide coverage. In terms of durability, the majority of customer
contracts are 2-5 years in length, but satisfaction has been high as exemplified by a >95% client retention rate for SunCar. We
view the sector's upper-single-digit growth rate and low- to mid-teens gross profit margins as fairly mature, such that we don't
expect aggressive entry into the market by new participants.
 
 

Auto eInsurance
How it Works
SunCar’s eInsurance business encompasses the company’s proprietary distribution capability that enables any business in China
that uses SunCar’s platform to sell auto insurance at the point-of-sale. Critically, SunCar is merely the intermediary and is not
the underwriter, meaning it has no risk exposure. On the distribution side, SunCar has 65,000+ sales partners with car wash,
detailing and repair centers being key distribution channels. Sales partners earn a revenue share on sales that declines as volume

BTIG, LLC Marvin Fong, CFA (212) 527-3562 www.btig.com
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increases. As a result, the percentage revenue share with any given sales partner typically begins falling off after the first 1-2
years. On the supply side, SunCar works with 90+ insurance companies including all the top 10 insurers in Mainland China. The
Chinese insurance market is highly concentrated with the top 3 firms controlling 70% of the market.

Figure 8: PRC Insurance Market Share

Source: Shisanjing Consulting (Private), company presentation, BTIG Research.
 

Importantly, the sales commission rate SunCar's earns from its insurer clients typically increases as volume increases, creating a
positive margin expansion opportunity. At the branch level, SunCar ended 2023 with 900+ insurer branches as clients, a ~50%
increase from 2 years ago. SunCar is deeply integrated with the systems of these insurance companies, which enables SunCar
to generate an insurance quote in as little as two minutes after simply scanning the driver's license plate. Speed is an important
factor in consummating an eInsurance transaction because the vehicle owner isn't normally expecting to engage in an insurance
transaction when they visit a SunCar sales partner. For the customer to agree to start the process, it has to be quick and easy.
Overall, ~40% of SunCar's total insurance transactions are for policies on new cars while ~60% are policy renewals.

Figure 9: SunCar eInsurance Sales Partners

Source: Company reports, BTIG Research.

Figure 10: SunCar Insurance Company Branches Signed

Source: Company reports, BTIG Research.
 

In addition to SMBs and microentrepreneurs, SunCar has had great success signing partnerships with NEV manufacturers to sell
insurance. SunCar has 18 NEV manufacturer partners, including Tesla, Nio (NIO, Not Rated), Zeekr (ZK, Not Rated) and Xpeng
(XPEV, Not Rated).

Figure 11: Select NEV Manufacturers on SunCar's eInsurance Platform

Source: Company presentation. Coverage status: Li Auto (LI, Not Rated), Xiaomi (XIACY, Not Rated), Maxus (600104-SHG, Not
Rated), Seres (601127-SHG, Not Rated), Leapmotor (ZJLMF, Not Rated), Voyah (Private), Avatr (Private), Lotus (LOT, Not Rated),
JIDU (a JV of Baidu [BIDU, Not Rated] and Geely [GELYF, Not Rated]).
 

BTIG, LLC Marvin Fong, CFA (212) 527-3562 www.btig.com
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Recent Segment Performance
Over the 12 months ended June 2024, SunCar completed 5MM eInsurance transactions, a substantial increase from the 2.8MM
transactions completed in 2023. This significant growth was driven in large part by the rapid growth in NEV sales. New NEV car
sales surpassed gas-powered car sales for the first time ever in the summer of 2024. In November 2024, domestic NEV sales in
the PRC hit 1.4MM, an increase of 54% vs. a (10%) decline in gas-powered vehicle sales. By comparison, in the U.S. NEV sales
rose 25% y/y to 295K units in November 2024, reaching 22% of new car sales.

Figure 12: PRC Domestic New Car Sales by Powertrain Figure 13: PRC Domestic New Car Sales Mix by Powertrain

Source (both figures above): China Association of Automobile Manufacturers, BTIG Research.
 

Riding the robust growth in NEV sales in China, SunCar's eInsurance transactions soared 255% in 1H24, which is on top of 118%
growth in transactions in 1H23. On a trailing 12-month basis, insurance GMV reached $1.8B in June 2024, an increase of 67% y/y.
GMV growth has lagged transaction growth as the size of the average transaction has fallen and the Chinese yuan has weakened
against the dollar. Revenue rose 55% in 1H24, lagging GMV growth due to a (21%) decrease in the average commission rate
SunCar charged clients. Commission rates have been on a downward trend for several years, driven by regulatory scrutiny and
other market fluctuations.

Figure 14: Y/Y Chg in SunCar eInsurance Transactions

Source: Company reports, BTIG Research.

Figure 15: Y/Y Chg in SunCar eInsurance Commission Rate

Source: Company reports, BTIG Research.

 

SunCar's strong eInsurance revenue growth has translated into healthy market share gains. We estimate SunCar's $1.8B in
insurance GMV in 1H24 was good for 1.4% market share of the total Chinese market. This would put SunCar's share at more than
triple where it was just 3 years ago.

BTIG, LLC Marvin Fong, CFA (212) 527-3562 www.btig.com
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Figure 16: SunCar eInsurance Revenue (2020-1H24)

Source: Company reports, BTIG Research.

Figure 17: SunCar eInsurance GMV (2020-1H24)

Source: Company reports, BTIG Research.

 

Market Opportunity & Growth Outlook
With the largest car parc in the world, China naturally has a very large automobile insurance market. Gross written premiums
reached ¥867B ($123B) in 2023. If we look back in time, the industry grew 4.5% in 2019 but slowed to 0.7% in 2020 due to tighter
regulatory scrutiny that lowered premiums and commissions in the insurance ecosystem. Premiums fell 5.7% in 2021 due to the
pandemic but returned to growth of 5.6% in both 2022 and 2023. Over the next four years, Frost & Sullivan projects growth in
the Chinese automotive insurance market will range from 5-6%.

Figure 18: PRC Automotive Insurance Market (2018-2028E)

Source: Frost & Sullivan, BTIG Research.
 

In terms of the outlook for SunCar's eInsurance business, we see three key growth drivers; 1) gaining share in the gas-powered
vehicle market; 2) increasing share in the policy renewal market; and 3) capitalizing on a more business-friendly operating
environment, which should manifest itself in higher commission rates.

Increase Share of the Gas-Powered Vehicle Market. There are approximately 27K 4S dealers in China -- 4S dealers are the most
sophisticated type of auto dealer in China providing sales, service, spare parts and surveys. We estimate over 80% are dealerships
that sell gas-powered cars. These dealers are a major opportunity for SunCar as they have historically not been interested in
selling insurance, unlike NEV makers who have been early adopters of eInsurance sales. We note that in August 2024 SunCar
signed a two-year partnership with SAIC Maxus, a leading Chinese gas-powered car manufacturer, involving 100+ dealerships
that will adopt SunCar's online platform. The first-year GMV is estimated to be ~¥100MM, or $14MM. That amounts to ~$140K
per dealership. If we extrapolate that to the ~22K dealerships we estimate to be outside SunCar's existing NEV customer base, it
represents a $3.1B GMV opportunity, which we estimate translates to a $300-$450MM revenue opportunity to SunCar.

Increase Share of the Policy Renewal Market. We estimate SunCar has processed ~3MM policy renewals over the past 12 months,
which is less than 1% of the number of vehicles on the road in China, all of which will need to renew their statutory automobile
liability insurance at some point, typically after one year. We believe SunCar has a compelling pathway to higher share gains in the
policy renewal market as it signs more partnerships with gas-powered vehicle brands similar to the aforementioned SAIC Maxus
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deal. These partnerships will integrate SunCar into the apps of these vehicle manufacturers, which should significantly enhance
SunCar's ability to drive policy renewals. While electrified vehicles make up the majority of new car sales, gas-powered vehicles
still make up a commanding 93% of all cars on the road in China. In other words, there are still 13x more gas-powered cars on
the road than EVs, which implies a very significant growth opportunity for SunCar via policy renewals.

Figure 19: Composition of China's Car Parc by Powertrain

Source: China Ministry of Public Safety, BTIG Research.
 

Improved Business Environment. Another significant growth opportunity in eInsurance is a friendlier business environment,
which could lead to higher commission rates. Several months ago the Chinese government signaled a significant shift towards
a more pro-growth, business-friendly mindset. Over the past several years, the government had focused on reducing strains on
the consumer and keeping leverage in the system under control. This led to several pro-consumer directives by China's insurance
regulator that had the effect of lowering commission rates on eInsurance transactions. We estimate SunCar's 1H24 commission
rate was 8% of GMV. As we previously highlighted, SunCar's commissions have declined double-digits in each of the past three
years, more than halving the commission rate compared to 2020. While we are not embedding commission rate expansion in
our model, we believe there is a reasonably high probability that SunCar could see a more favorable environment now that the
government has expressed a greater willingness to stimulate the economy and foster a stronger business environment. In other
countries such as the U.S., insurance broker commissions typically range from 10-15%, so we think there is underlying support for
SunCar's commission rates to expand from the current 8%. However, the timing of an inflection in commission rates is uncertain
and even so, could take some time to take hold.
 

Competitive Moat
Generally speaking, eInsurance clients are on 1-2 year contracts. While they are free to cancel their contracts, we believe there is
a lack of alternative vendors that can service very large accounts. In our view, large clients strongly desire vendors with a national
presence and that have the scale to continuously invest in a state-of-the-art tech stack like SunCar does. Competitors to SunCar
in eInsurance include Cheche (CCG, Not Rated), PengCheng Insurance (Private), Meilian Insurance (Private) and Ant Insurance
(Private). Of these four, Cheche has the highest market share as gross written premiums in 1H24 reached an estimated $1.5B,
about 20% less than SunCar's GMV of $1.8B. Cheche has a similar strategy to SunCar in terms of digital distribution of auto
insurance and has partnerships with 14 NEV manufacturers. We note that Cheche is spending ~$6MM in R&D annually whereas
we estimate SunCar will spend $25MM on R&D in 2025, highlighting SunCar's scale advantage.
 
 

Technology Services
How it Works
Over the past 14 years, SunCar has built a modular tech stack that covers functions including customer relationship management,
order management, finance and visual analysis. All of SunCar's auto service providers and insurance sales partners use at least
one of these modules. SunCar is investing heavily to turn its existing tech stack into a SaaS-enabled product. SunCar has been
selling its technology services since 2020 with revenue reaching $40MM on a trailing twelve-month basis as of June 2024. When
SunCar's technology solutions customers book an insurance transaction, SunCar charges and additional fee for the usage of its
cloud-based technology platform and that fee is booked as Technology Services revenue. Technology Services is best-suited for
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businesses such as insurance agencies and auto dealers that have historically underinvested in their tech stack and need access
to a full solution rather than just the capability to sell insurance as a point-of-sale service. For some customers, signing on for
SunCar's service is about more than just generating insurance revenue. For example, access to driver data also helps dealers
generate increased service and maintenance business.
 

Recent Segment Performance
Technology Services has grown from a de minimis percentage of revenue in 2020 to 11% in 1H24. From 2021 to 1H24 annualized,
Technology Services revenue has grown 10-fold, and we model 70% growth in 2024 to $52MM.

Figure 20: SunCar Technology Services Revenue (2020-1H24)

Source: Company reports, BTIG Research. Note: 2022 growth rate was 772% but not shown to improve chart readability.
 

Market Opportunity & Growth Outlook
We haven't come across any independent estimates of the market for SunCar's Technology Services business. Our own estimate
is fees could be about half the eInsurance commission rate, which we estimate could yield a $175-$225MM revenue opportunity,
primarily from the ~22K 4S dealers we estimate are focused on selling gas-powered vehicles.
 

Competitive Moat
We view SunCar's Technology Services platform as sustained by the strength of the Automotive Services and eInsurance
businesses. The robustness of the ecosystem creates a virtuous cycle of client adoption, supplier integration and then data insights
that SunCar leverages to keep its service offering the most innovative and useful for consumers. Having the best consumer solution
drives more clients to SunCar and reinforces the loop. Therefore, in many ways, the moat for Technology Services is the same as
those for Automotive Services and eInsurance, which we view as strong and sustainable.
 

Synergies Between Business Segments
While operational synergies between the auto services and eInsurance business may appear limited at first glance, we
nonetheless see several reasons why the combination of the two businesses creates a stronger company.

■ The two lines have different growth profiles, with auto services a steadier business that can balance out the ebbs and flows
of the eInsurance business.

■ The Chinese government can act quickly and with little notice or opportunity for public input when making regulatory policy.
Each service can come under regulatory pressure at any given time, but it is less likely that both would be under regulatory
scrutiny at the same time.

■ SunCar is a bigger entity with both businesses combined. This scale benefits the company when it is negotiating with large
prospects.
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■ There are abundant cross-selling opportunities as auto service providers can also be referral sources in the eInsurance
business. In the other direction, SunCar has been able to sell its auto services solution to many of its insurance providers, as
evidenced by over 200 insurance companies signed on as enterprise clients in the Auto Services segment.

 
 

Additional Growth Opportunities
SunCar has expressed an interest in expanding overseas, including the United States. Management has indicated it would take
a step-by-step approach to entering the U.S., acquiring local businesses and digitizing their operations. At this time we aren't
assigning any value to such an expansion as prospects for success are uncertain. While we see the utility of a comprehensive
automotive services platform in the U.S., we believe it would be challenging to change the habits of both businesses and
consumers. SunCar also has opportunities to sell other types of insurance. Selling other types of property & casualty insurance
would make the most sense given almost every auto insurance provider also sells property & casualty insurance. We also believe
SunCar is accumulating robust datasets, particularly on the NEV side, that can be monetized on a global basis by insurance
agencies looking to better inform their NEV underwriting practices.
 
 

Investment Risks
The following are items we view as among the main risks to our PT being achieved.

Geopolitical & Regulatory Risk
Regulatory policy in China can be unpredictable and regulations can be implemented with little advance notice. At least three
distinct actions from the PRC's primary insurance regulator, the China Banking and Insurance Regulatory Commission, have
been made since 2017, including the Notice to Overhaul Chaotic Auto Insurance Market in July 2017, the Notice on Further
Strengthening Regulation on Auto Insurance in January 2019 and the Implementation of Comprehensive Reform of Auto
Insurance in September 2020. Furthermore, the Chinese economy is currently subject to a variety of active and potential future
tariffs and other restrictions implemented by the U.S. government. These policies could have a significant detrimental effect on
the Chinese economy, which could adversely impact SunCar's end-markets. Furthermore, the PRC and the United States have
engaged in other policy matters such as a few years ago when the U.S. threatened to de-list the stocks of Chinese companies that
did not subject themselves to inspection by the Public Company Accounting Oversight Board. While that matter has largely been
satisfied with little disruption, it is an example of how tensions between the PRC and the U.S. could have a detrimental effect on
SunCar's status as a U.S.-listed stock. Future policy and/or regulatory tensions may emerge in the future.
 

Class A Shares Represent a Minority Voting Stake in the Company
SunCar has a dual-class share structure with Class B shares holding ten votes to one for each Class A share. Mr. Zaicheng Ye
beneficially owns 47MM Class B shares, equal to ~95% of the total outstanding Class B shares. As such, Mr. Ye has voting control of
the company and there is no guarantee that he will vote his shares in a way that aligns with the interests of Class A shareholders.
 

A Large Shareholder is Potentially Selling SunCar Shares
SunCar's largest shareholder other than Mr. Ye is KMBP Holdings Limited (Private), a special purpose vehicle ultimately controlled
by China Renaissance Capital Investment (Private). China Renaissance Capital is a Hong Kong-based investment firm that owns
20.8MM shares of SunCar. KMBP was a shareholder in SunCar prior to the merger with Goldenbridge and has filed a prospectus
to sell SunCar shares from time to time. We do not know how much, if any, of its SunCar stake KMBP plans to sell and at what
pace. If KMBP sells its shares in a manner than puts undue selling pressure on the stock, the share price could diverge from our
assessment of fair value for an extended period of time.
 

High Headline Customer Concentration
SunCar's three largest customers accounted for 54% of revenue in 1H24 with amounts ranging from 16-20%. We believe these
three firms are People's Insurance Company of China, Pacific Insurance and Ping An Insurance. If SunCar were to lose any of
these customers, it would be detrimental to its business. Having said that, customer exposure as reported in SunCar's filings are
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aggregated, but in actuality business is conducted at the branch level. The loss of business with one branch would not necessarily
affect business with another branch.
 

Semiannual SEC Filings
To date, SunCar has disclosed financial results on a semiannual basis. While we understand the company may move to quarterly
disclosure, until that happens, investors should note the more limited cadence of financial disclosure.
 

Foreign Exchange Rates
As a U.S.-listed stock that conducts business in Chinese yuan (also known as the renminbi), SDA shares would be pressured by a
weakening in the yuan. The yuan has depreciated ~3% so far in 2024, ~3% in 2023 and a more substantial ~8% in 2022.
 
 

Financial Outlook
Projecting 28% Revenue Growth CAGR Through 2027
eInsurance and Technology Services have been the fastest growing segments of SunCar's business and we expect that will
continue to be the case. We model automotive services growing at an 8% CAGR through 2027 while we expect eInsurance revenue
to achieve a 40% CAGR through 2027. In terms of business fundamentals, we expect the growth rate of new NEV car sales will
inevitably slow now that it has reached a majority of new cars sold. We expect SunCar can more than offset slower new NEV sales
through greater penetration in the policy renewal space and greater market share in the gas-powered market. As we highlighted
earlier, these expansion opportunities are much larger markets than where SunCar has historically been focused on. Higher
commission rates are an additional revenue driver, but we conservatively assume no change in commission rates in our model.
Lastly, we model Technology Services revenue will generally track eInsurance's rapid growth given it is an attendant revenue
component for many eInsurance transactions. We expect the growth rate in Technology Services to be higher than eInsurance
at a 54% CAGR due to the smaller revenue base.

Figure 21: Projected Revenue by Segment (2024E-2026E)

Source: Company reports, BTIG Research.

Figure 22: Projected Growth by Segment (2023A-2026E)

Source: Company reports, BTIG Research.

 

In terms of margins, eInsurance gross margins are north of 80% (although there are additional promotional services expense)
while automotive services gross margins are reliably in the 12-15% range given the cost-plus business model. Having said that, we
see incremental margins improving over time in the eInsurance segment as volume thresholds with sales partners are achieved,
which triggers lower commission pay-outs. Additionally, the company is in the early years of most partnerships and promotional
expenses are the highest during the first 12-24 months of a new partnership. We estimate SunCar will generate $2MM in Adjusted
EBITDA in 2024 rising to $25MM in 2025 and to $54MM in 2026.
 

We also want to highlight that in March 2024 SunCar made a one-time grant of 8.8MM Class A shares with a fair value of
$62MM. This grant vested immediately and was expensed upfront. Our discussions with the company indicate this grant was
geared towards employees outside senior management and there are no future plans for a similar equity grant. We also note
management is in position for an additional 1.6MM earnout shares should company revenue exceed $459MM in 2024.
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Figure 23: Projected SunCar Adjusted EBITDA (2020-2026E)

Source: Company reports, BTIG Research.
 

Solid Balance Sheet & Cash Flow Starting in 2026
We believe SunCar has a sound balance sheet with cash and short-term investments totaling $45MM. SunCar has short-term
borrowings of $81MM and an amount due to a related party of $34MM. With respect to short-term borrowings, SunCar borrows
from over 20 local bank branches at interest rates of up to 5.20% as of the end of 2023. The amount due to a related party is with
the Shengda Group. Of the $34MM, $29MM falls due on December 31, 2025 and bears interest at a rate of 1%. The remaining
$5MM is interest-free and can be settled on demand. Given the overlap in ownership between Shengda and SunCar, we believe
any inability by SunCar to meet its related-party debt obligation would be successfully renegotiated.

Turning to cash flow, SunCar has historically generated negative free cash flow, primarily due to negative working capital as it
pays some suppliers and service providers in advance. For example, cumulative free cash flow from 2021-203 totaled a $73MM
outflow, but was a positive $20MM excluding working capital consumption. We project the business will be FCF-negative through
2025 before turning modestly free cash flow positive in 2026. We model SunCar increasing short-term borrowings by $20MM
through the end of 2025 to maintain positive cash.

Figure 24: Projected SunCar Cash and Debt (2023-2026E)

Source: Company reports, BTIG Research.

Figure 25: Projected SunCar Free Cash Flow (2023-2026E)

Source: Company reports, BTIG Research.
 

Valuation
Automotive Services Segment Valuation
We cannot find a single company in either China or the U.S. that pursues both B2B Automotive Services and eInsurance,
prompting us to take a sum-of-the-parts approach to value SunCar. In thinking about Automotive Services, at its core it is a
service marketplace and a loyalty platform. However, unlike most other digital service marketplaces, SunCar operates in the B2B
space using a cost-plus model. Those factors make it quite different from service marketplaces that are typically traded in the
public markets as most have B2C models and most do not have a built-in profit margin mechanism. One company that had some
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similarities to SunCar is Points.com (Private) given it was a B2B platform for loyalty programs and gross margins were similar
to SunCar's segment margin. Unfortunately Points.com is no longer public as it was acquired by Plusgrade (Private) in 2022 for
$385MM, which was ~1.0x EV/Sales. Given Points.com is no longer publicly traded, we look to competitors named in SunCar's
filings. Of those, China-based TUHU is the only one that is publicly traded. TUHU does offer a package of auto services for its
customers, but we find that it primarily generates revenue from the actual performance of automotive repair and maintenance.
Indeed, TUHU is a major service prover on SunCar's platform. This difference makes TUHU a less than ideal comp as it has
materially different financial characteristics, risk profile, and client bases. Having said that, both SunCar's automotive services
business and TUHU are growing at roughly the same rate -- in the high single digits -- and have common business drivers such as
the size of China's car parc. We also note that TUHU trades at ~0.6x EV/Sales, which isn't dissimilar from the 1.0x we observed
for Points.com. Overall, we believe a valuation of 0.8x sales is appropriate for the Automotive Services business.
 

eInsurance & Technology Services Segment Valuation
The eInsurance business has a reasonably close comp in Cheche, but we note that SunCar's business is growing significantly
faster. We expect SunCar's eInsurance revenue will grow 46% in 2025 while consensus pegs Cheche's 2025 revenue growth at 2%.
Moreover, if we aggregate SunCar's eInsurance and Technology Solutions businesses, it appears to us to have meaningfully wider
margins than Cheche, which is projected to be EBITDA-negative in 2024 and only barely EBITDA-positive in 2025. As such, while
we are mindful of Cheche as a comp, we think it's worthwhile to also look elsewhere. While there are several publicly-traded
insure-techs, we shy away from looking at companies like Lemonade (LMND, Not Rated) that actually underwrite insurance given
the materially different risk profile. We view insurance distribution platforms including EverQuote (EVER, Not Rated), QuinStreet
(QNST, Not Rated) and LendingTree (TREE, Not Rated) as reasonably good comps. We also looked at traditional insurance broker
businesses, of which there are two sizable brokers that trade in Australia in Steadfast Financial (SDF-ASX, Not Rated) and AUB
Group (AUB-ASX, Not Rated). We also extended our analysis to digital platforms that generate commission revenue on the
sale of services. These business typically charge commissions in a similar range to SunCar's eInsurance business, further giving
us confidence in their appropriateness as comps. Pursuing this line of thinking leads us to ticketing business including Live
Nation (LYV, Not Rated), Vivid Seats (SEAT, Not Rated) and Eventbrite (EB, Not Rated), as well as service marketplaces like ANGI
Homeservices (ANGI, Neutral; Analyst: Jake Fuller) and Expedia (EXPE, Buy, $200 PT; Analyst: Jake Fuller). While we acknowledge
this is a bit of a hodgepodge of comps, we think it's a logical peer group and the market seems to recognize the similarities as
well as they trade with a fairly strong correlation on a growth-adjusted basis. The average EV/Sales multiple for this set of comps
is 1.2x and the average 3-year growth rate is 9%. SunCar eInsurance and Technology Solutions businesses are growing materially
faster than 9%, but we also think a countervailing discount is warranted given the various risks of investing in China right now
given geopolitical issues and a comparatively weaker economy vs. the United States. Overall, we value the eInsurance segment
at 2.0x sales and the faster growing Technology Services business at 3.0x sales.

Figure 26: eInsurance Segment Peer Valuation

Source: Factset, company reports, BTIG Research. Note: Expedia and ANGI Inc. covered by Jake Fuller.
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Establishing SunCar Price Target of $12
Our target sales multiples of 0.8x Automotive Services, 2.0x eInsurance and 3.0x Technology Services leads to a consolidated
target sales multiple of 1.75x and an enterprise value of $1.3B. That is consistent with 25x our 2026 Adjusted EBITDA estimate,
which we view as a reasonable premium to the group's 9x. We believe a premium for SunCar is justified as Adjusted EBITDA is
still in the early stages of ramping and should grow much faster than the peer group. Specifically, we project SunCar's Adjusted
EBITDA will increase 115% from 2025 to 2026, over 7x greater than consensus peer group expectations for 15% EBITDA growth.

Figure 27: Valuation Summary

Source: Company reports, BTIG Research. Note: Our target share price would bring all of SunCar's warrants into the money. As
such, our valuation assumes 113MM fully diluted shares and includes an estimated $100MM in gross proceeds from the conversion
of warrants.
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Income Statement

Source: Company reports, BTIG Research.
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Summary Balance Sheet & Cash Flow

Source: Company reports, BTIG Research.
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Appendix A: Organizational Structure
Given the complexity of the rules for entities operating in the PRC, we provide this section on SunCar's organizational structure for
the benefit of existing and prospective investors. The chart below summarizes the Company’ corporate structure and identifies
its principal subsidiaries, where the entities below the dashed line are organized in PRC under PRC laws. We encourage readers
to fully read through Suncar's SEC filings for a more comprehensive description of the company's organizational structure.

Figure A-1: SunCar Organizational Structure

Source: Company reports, BTIG Research.
 

SunCar conducts its operations in China primarily through its PRC Operating Entities. SunCar is a holding company and conducts
substantially all of its business in China through its subsidiaries in China (the “PRC Operating Entities”). It may rely on dividends to
be paid by its PRC Operating Entities to fund its cash and financing requirements, including the funds necessary to pay dividends
and other cash distributions to shareholders, to service any debt and to pay operating expenses. SunCar, including all of its
subsidiaries, does not have a variable interest entity structure.

Under PRC laws and regulations, the PRC Operating Entities may pay dividends only out of their accumulated profits as determined
in accordance with PRC accounting standards and regulations. In addition, the PRC Operating Entities are required to set aside at
least 10% of their after-tax profits each year, if any, to fund a statutory reserve until such reserve reaches 50% of its registered
capital. Each of such entities in China is also required to further set aside a portion of its after-tax profits to fund the employee
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welfare fund, although the amount to be set aside, if any, is determined at the discretion of its board of directors. Although the
statutory reserves can be used, among other ways, to increase the registered capital and eliminate future losses in excess of
retained earnings of the respective companies, the reserve funds are not distributable as cash dividends except in the event of
liquidation. In addition, the Enterprise Income Tax Law, or EIT, and its implementation rules provide that a withholding tax rate
of up to 10% will be applicable to dividends payable by Chinese companies to non-PRC-resident enterprises unless otherwise
exempted or reduced according to treaties or arrangements between the PRC central government and governments of other
countries or regions where the non-PRC resident enterprises are incorporated.
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Appendix B: Summary Timeline of the Merger of SunCar Technology and
Goldenbridge Acquisition Limited
 

While it has been over a year since the merger of Goldenbridge Acquisition Limited and SunCar, we still think it is useful to read
through the timeline of how the merger came about and was consummated. The following is an abridged version of the timeline
as more fully described in SunCar's SEC filings.

August 12, 2019: Goldenbridge Acquisition Limited (GBRG), a British Virgin Islands business company, is incorporated as a blank
check company for the purpose of entering into a merger, share exchange, asset acquisition, stock purchase, recapitalization,
reorganization or other similar business combination with one or more businesses or entities.

March 4, 2021: GBRG consummated its IPO of 5MM GBRG Units at $10.00 per unit, generating gross proceeds of $50MM.
Simultaneously with the IPO, GBRG also consummated the sale of 350K Private Units generating total proceeds of $3.5MM.
Exercise of GBRG's over-allotment option generated an additional $7.5MM in gross proceeds.

March 2021 - April 2022: GBRG reviewed more than 30 merger candidates in different industries. GBRG entered into discussions
or negotiations with representatives of more than 10 potential business combination targets, including SunCar. By carefully
assessing a group of public comparable companies, GBRG derived a peer-grop sector weighted average Enterprise Value/Revenue
multiple of 2.5x for SunCar.

April 26, 2022: Representatives of SunCar’s financial advisors reached out to representatives of GBRG’s expressing SunCar’s
interest and intention to engage into a discussion with GBRG with a potential business combination transaction without specifying
any proposed terms for such transaction.

April 27, 2022: Representatives of SunCar hosted a conference call with representatives of GBRG to discuss SunCar’s business and
operations, including SunCar’s businesses in enterprise automotive after-sales services and online auto insurance intermediation
service in China, and the competitive environment in which SunCar operates.

April 29, 2022: Representatives of GBRG and SunCar held a conference call. Both parties were interested in a business combination
and SunCar began providing due diligence materials to GBRG. On the same day, GBRG had an internal conference and analyzed
SunCar’s financial and business information including reviewing the market research by Frost & Sullivan. Representatives of GBRG
sent SunCar a draft letter of intent indicating, among other things, a pre-money enterprise value for SunCar of $1.0 billion and
one board seat to be appointed by GBRG after the business combination.

April 30, 2022: Representatives of SunCar hosted a conference call with representatives of GBRG discussing commercial and legal
matters. GBRG and SunCar reached an agreement on the pre-money enterprise valuation of SunCar. GBRG proposed the pre-
money equity interest of SunCar to be $800 million. While SunCar indicated that based on its own valuation model, the pre-
money enterprise value of SunCar was $1 billion, in the spirit of cooperation, SunCar agreed to GBRG’s valuation. In consideration
of SunCar agreeing to the $800 million valuation, GBRG agreed to add earn-out shares. The maximum earn-out shares is 4.8MM.

May 5, 2022: GBRG and SunCar executed a letter of intent.

May 6, 2022 - May 11, 2022: Representatives of GBRG and its outside counsels and advisors held a number of phone calls and
working sessions with representatives of SunCar concerning due diligence.

May 23, 2022: The parties entered into the Merger Agreement and certain ancillary agreements.
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Appendix C: Management Biographies
Key Executives
Zaichang Ye - Chairman, Director & Chief Executive Officer. Mr. Zaichang Ye established Shengda Limited, a predecessor of SunCar,
on December 5, 2007 and served as an executive Director and legal representative until May 2012 and served as general manager
from April 2010 to May 2012. Prior to founding SunCar, he served as the legal representative and an executive director of Shanghai
Jiamei Shenghai Culture Communication Co., Ltd. (Private) from December 2003 to April 2016. Mr. Ye has been a director of
Shanghai Evening News Media Co., Ltd. (Private) since August 2004. He has been a supervisor of Shanghai Shouheng Commercial
Consulting Co., Ltd. (Private) since August 2005. He has been the legal representative and an executive director of Haiyan Trading
since November 2012. He became the chief strategy officer of Shengda Group in March 2014. He has been the legal representative
and an executive director of Jiachen Information Technology (Shanghai) Co., Ltd. (Private) since March 2007.

Bohong Du - Director & Chief Financial Officer. Mr. Bohong Du joined SunCar in March 2008. Prior to joining SunCar, Mr. Du
served as a manager of Shanghai Fosun High Technology (Group) Co., Ltd. (656-HKG, Not Rated) from March 1998 to September
2002. Mr. Du served as a manager of Shanghai Fosun Information Industry Co., Ltd from October 2002 to January 2003. He was
a vice president at Jiamei Communication Holdings Limited from April 2003 to November 2013 (Private).

Zhunfu Lei - Chief Technology Officer & Chief Operating Officer. Mr. Zhunfu Lei joined SunCar as the legal representative and
an executive Director of Shengda Limited in May 2012. He has been the legal representative, a director and a general manager
of Jiangsu Shengda Automobile Service Co., Ltd., a wholly-owned subsidiary of SunCar, since July 2012. He has been the legal
representative, an executive director and a manager of Beijing Beisheng (Private) since January 2010. He also served as the legal
representative, a director and a manager of Shengshi Dalian Automobile, a unit of SunCar, from June 2013 to April 2016. Mr. Lei
is Mr. Ye's brother-in-law.

Saiye Gu, Vice President. Ms. Saiye Gu joined SunCar as a Director on March 23, 2014. She is primarily responsible for the
operations of the eInsurance division. She was the legal representative, a director and a manager of Shengshi Dalian Automobile
from April 2016 to December 2016.
 

Independent Directors
Haidong Zhang. Mr. Haidong Zhang is the founder and chairman of First Pacific Technology Group (Private). Before founding First
Pacific in September 2006, Mr. Zhang served as manager of North China Region at Oracle, Inc. (ORCL, Not Rated) from May 2004
to September 2006.

Lin Bao. Ms. Lin Bao has served as the Chief Financial Officer of Jayud Global Logistics Limited (JYD, Not Rated) since October 2022.
She served as the Chief Financial Officer of Shanghai Eagsen Intelligent Co., Ltd (Private) in Shanghai from November 2019 to
March 2020, and from April 2020 to September 2022 she served as the Chief Financial Officer of Eagsen, Inc. (Private). Previously,
she was Chief Financial Officer at Jufeel International Group (Private) in Shanghai from 2018 to 2019, and Chief Financial Officer
at Balintimes Online Media Ltd. (Private) in Shanghai from 2014 to 2015.

Yongsheng Liu. Mr. Yongsheng Liu served as the chief executive officer and chairman of Goldenbridge from August 2020 until
the merger with SunCar. He has served as Chief Operating Officer of Goldenstone Acquisition Limited (GDST, Not Rated) since
April 2021. Mr. Liu served as the Chairman and Chief Executive Officer of Wealthbridge Acquisition Limited, a special purpose
acquisition company, from June 2018 until its business combination with Scienjoy Inc. (SJ, Not Rated) in May 2020, and had
served as the Vice Chairman of Scienjoy’s Board of Directors since then. From March 2017 to April 2018, Mr. Liu served as the
Chairman of the Board of Directors and Chief Executive Officer of Royal China Holdings Limited (1683-HKG, Not Rated), during
which he spearheaded the company’s international growth strategy focused at acquiring targets in the aviation industry and
financial sector.
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BTIG Covered Companies Mentioned in this Report
SunCar Technology Group Inc. (SDA, Buy, $12 PT; Closing Price: $9.57)
Angi Inc. (ANGI, Neutral, Closing Price: $1.65)
Expedia Group, Inc. (EXPE, Buy, $200 PT;  Closing Price: $186.11)
Uber Technologies, Inc. (UBER, Buy, $90 PT;  Closing Price: $61.13)
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Appendix: Analyst Certification and Other Important Disclosures
Analyst Certification
I, Marvin Fong, hereby certify that the views about the companies and securities discussed in this report are accurately
expressed and that I have not received and will not receive direct or indirect compensation in exchange for expressing specific
recommendations or views in this report.

Regulatory Disclosures
Ratings Definitions
BTIG LLC’s (“BTIG”) ratings, effective June 12, 2017, are defined as follows:

BUY – A security which is expected to produce a positive total return of 15% or greater over the 12 months following the
recommendation. The BUY rating may be maintained as long as it is deemed appropriate, notwithstanding price fluctuations that
would cause the target to fall outside of the 15% return.

SELL – A security which is expected to produce a negative total return of 15% or greater over the next 12 months following the
recommendation. The SELL rating may be maintained as long as it is deemed appropriate, notwithstanding price fluctuations that
would cause the target to fall outside of the 15% return.

NEUTRAL – A security which is not expected to appreciate or depreciate meaningfully over the next 12 months.

NOT RATED – A security which is not rated or covered by BTIG.

UNDER REVIEW – Effective immediately, coverage of the following securities is Under Review. Ratings, price targets, disclosures,
and estimates for the companies listed below are suspended and should no longer be relied upon.

Distribution of Ratings and Investment Banking Clients
BTIG must disclose in each research report the percentage of all securities rated by the member to which the member would
assign a “buy”, “neutral” or “sell” rating. The said ratings are updated on a quarterly basis. BTIG must also disclose the percentage
of subject companies within each of these three categories for whom the member has provided investment banking services
within the previous twelve months.

Current Rating Distribution (as of December 30, 2024):

Coverage Universe Count Percent Inv. Banking Relationships Count Percent

Buy 264 61.4% Buy 79 29.9%

Neutral 164 38.1% Neutral 37 22.6%

Sell 2 0.5% Sell 0 0.0%

For purposes of FINRA ratings distribution rules, BTIG’s stock ratings of Buy, Neutral and Sell fall into Buy, Hold and Sell
categories, respectively.

Company Valuation and Risk Disclosures
SunCar Technology Group Inc. (SDA, Buy, $12 PT)
Valuation: Our $12 PT is based on 1.75x 2026E EV/Sales.
Risks: Downside risks include slower-than-expected growth in any of SunCar's three reporting segments, unanticipated regulatory
pressure that may result in lower insurance activity and/or lower commission rates, greater-than-expected competitive pressure
including new market entrants, lower-than-expected margin development, inability to rollover debt on reasonable terms, greater-
than-expected share-based compensation grants that could dilute existing shareholders, worse-than-expected performance in
the Chinese economy, a move away from car ownership in China that could reduce the attractiveness of automotive services
as a loyalty vehicle, slower-than-expected growth in electric vehicle sales, adverse geopolitical and/or trade developments,
unfavorable foreign exchange rate movements, decisions by SunCar's controlling shareholder that may not be in the best interests
of Class A shareholders, selling pressure from SunCar's largest institutional shareholder.
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SunCar Technology Group Inc. Rating History as of 12/27/2024
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Closing Price Price Target

B:Buy N:Neutral S:Sell NR:Not rated UR:Under review I:Initiation of Coverage D:Dropped Coverage

Company–Specific Regulatory Disclosures
BTIG LLC expects to receive or intends to seek compensation for investment banking services in the next 3 months from:
SunCar Technology Group Inc. (SDA)

BTIG LLC had an investment banking services client relationship during the past 12 months with: SunCar Technology Group Inc.
(SDA)

BTIG LLC has received compensation for investment banking services in the past 12 months from: SunCar Technology Group
Inc. (SDA)

Other Disclosures
Additional Information Available Upon Request

General Disclosures
Research reports produced by BTIG LLC (“BTIG”) are published for and intended to be distributed solely to BTIG institutional and
corporate clients. Recipients of BTIG reports will not be considered clients of BTIG solely because they may have received such
BTIG report.

To the extent recipient accesses BTIG research, whether on a BTIG research website or through a third-party platform, BTIG is able
to search, filter, download and review information on the readership of BTIG’s research, including the specific research consumed
and the name, company name, email address and, in certain circumstances, the location of the individual who accessed the
research (the “Readership Information”). Recipient consents to BTIG’s receipt of the Readership Information, including receipt
of that information from a third party.

The research analyst(s) responsible for the preparation of this report receives compensation based upon a variety of factors,
including the quality and accuracy of research, internal/client feedback, and overall Firm revenues.

BTIG reports are based on public information and BTIG considers the same to be reliable, comprehensive information, but
makes no representation or warranty that the reports are accurate or complete. BTIG opinions and information provided in
this report are as of the date of the report and may change without notice. An issuer may be classified as “Under Review” or
“Research Restricted”. In these cases, investors should consider any previous investment recommendation and/or rating to a
subject company/issuer to no longer be current and should not be relied upon nor considered a solicitation.

This research report is not an offer to buy or sell or solicitation of an offer to buy or sell any security in any jurisdiction where such
an offer or solicitation would be illegal. This research report was not drafted specifically for any particular individual or entity and
is not a personal recommendation to participate in any particular trading strategy or transaction. Any recipient of this research
report should obtain independent advice specific to their personal circumstances before undertaking any investment activity and
must make their own independent evaluation of any securities or financial instruments.

Facts, views or opinions presented in this report have not been reviewed by, and may not reflect information known to, employees
or other professionals in the “BTIG Group” (BTIG Group includes, but is not limited to, BTIG and its parents, subsidiaries and/
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or affiliates). BTIG Group employees, including Sales Representatives and Traders, may provide oral or written commentary or
advice that may be inconsistent with the opinions and/or views expressed in this research report. BTIG Group employees and/or
its affiliates not involved in the preparation of this research report may have investments in securities or derivatives of securities
of companies mentioned in this report that are inconsistent with the views discussed in this report.

Investors in securities products bear certain risks in conjunction with those investments. The value of, and income from, any
investments may vary because of changes in interest rates or foreign exchange rates, securities prices or market indexes,
operational or financial conditions of companies or other factors within or beyond the companies’ control. Recipient of the
research reports should be aware that investments in securities may pose significant risks due to the inherent uncertainty
associated with relying on forecasts of various factors that can affect the earnings, cash flow and overall valuation of a company.
Any investment in securities should be undertaken only upon consideration of issues relating to the recipient’s overall investment
portfolio and objectives (such as diversification by asset class, industry or company) as well as time horizon and liquidity needs.
Further, past performance should not be taken as an indication or guarantee of future performance, and no representation or
warranty, express or implied, is made regarding future performance. There may be time limitations on the exercise of options
or other rights in any securities transactions.

Investing in foreign markets and securities, including ADRs, is subject to additional risks such as currency fluctuation, limited
information, political instability, economic risk, and the potential for illiquid markets. Investing in emerging markets may
accentuate these risks. Non-U.S. reporting issuers of foreign securities, however, may not make regular or complete public
disclosure relating to their financial condition or the securities that they issue.

The trademarks and service marks contained herein are the property of their respective owners. Third-party data providers make
no warranties or representations of any kind relating to the accuracy, completeness, or timeliness of the data they provide and
shall not have liability of any damages of any kind relating to such data. The report or any portion hereof may not be reprinted,
sold or redistributed without the written consent of BTIG. This report is intended only for use by the recipient. The recipient
acknowledges that all research and analysis in this report are the property of BTIG and agrees to limit the use of all publications
received from BTIG within his, or her or its, own company or organization. No rights are given for passing on, transmitting, re
transmitting or reselling the information provided.

Jurisdiction and Dissemination
BTIG is a U.S. broker-dealer and member of FINRA and SIPC.

BTIG Australia Limited ACN 128 554 601, member of ASIC and ASX; BTIG Hong Kong Limited, an Exchange Participant of SEHK and
licensed and regulated by the SFC; BTIG Ltd, member of the LSE, authorized and regulated by the FSA; and BTIG Singapore Pte
Ltd, registered and licensed with MAS; are all separate but affiliated entities of BTIG. Unless governing law permits otherwise,
you must contact a BTIG entity in your home jurisdiction for further information, or if you want to use our services in effecting
a transaction.

Issued and approved for distribution in the UK and EEA by BTIG Ltd. to eligible counterparties and professional clients only. Issued
and distributed in Australia to “wholesale clients” only by BTIG Australia Limited. In Singapore and Hong Kong, further information
may be obtained from BTIG Singapore Pte Ltd and BTIG Hong Kong Limited, respectively.
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