
Company and Offering Overview 

HEVO Inc. is an American technology company founded in 2011 to revolutionize electric vehicle 

(EV) charging through wireless power delivery. Incubated at a clean tech lab in New York, 

HEVO spent over a decade developing a wireless EV charging platform that makes recharging 

an EV as seamless as charging a smartphone. Its core product is a pad-based charging system 

(“Rezonant”) that can be embedded in or just beneath pavement, allowing drivers to simply park 

over the pad to charge – no plugs or cables needed. This wireless charging solution is paired 

with HEVO’s “Journey” software platform for monitoring and managing charging sessions, 

reflecting the company’s focus on smart, grid-integrated infrastructure. HEVO’s primary 

customers are B2B and institutional: it works closely with major automakers to integrate wireless 

charging receivers into new EV models, and it targets commercial fleet operators and 

municipalities interested in cord-free charging for their vehicles. By addressing the 

inconvenience and maintenance issues of plug-in chargers (such as vandalized cables or 

incompatible plug types), HEVO’s wireless system offers a compelling solution to a real-world 

problem – the hassle of keeping EVs charged without human intervention. Many EV owners can 

relate to the frustration of tangled charging cords or worn-out plugs; HEVO’s pad essentially 

makes charging invisible and automatic, much like Wi-Fi eliminates the need to physically 

connect devices to the internet. The company is currently raising capital via an equity 

crowdfunding campaign on Wefunder. HEVO’s Wefunder offering is a priced equity round, with 

a $60 million pre-money valuation.  

Analysis of Offering Price 

Among wireless EV charging companies, HEVO is relatively early-stage but well-positioned, 

having raised just over $18M to date with a current valuation of $60M. That places it below 

mature peers like WiTricity, which has raised $150M+ and is likely valued between $300M–

$500M, and InductEV, who have also raised ~$150M. Electreon, publicly traded, has a market 

cap of $75M–$100M. What sets HEVO apart is its combination of certified hardware (UL + 

SAE), full-stack platform (charging + fleet SaaS), and OEM traction—including being named a 

development partner by Stellantis. Unlike WiTricity’s IP-licensing model (although they have 

pivoted to golf cart wireless charging) or Electreon’s infrastructure-heavy approach, HEVO is 

focused on scalable, real-world deployment at cost parity with plug-in systems. In that context, 

its valuation looks fair and arguably conservative, relative to peers with narrower use cases or 

longer go-to-market timelines. 

The security being offered is priced equity, which in a crowdfunding context usually means 

investors receive preferred stock (or a similar class) in the company. Unlike a SAFE or 

convertible note, which defer pricing until a future financing, a priced equity round fixes the 

company’s valuation now – giving investors an immediate equity stake. In HEVO’s case, the 

crowd investors will hold a 1x liquidation preference, meaning they’d have priority in a liquidity 

event over common shareholders. Preferred equity is advantageous to investors because it can 

offer certain protections (like priority in payouts and sometimes anti-dilution rights), whereas 

https://www.prnewswire.com/news-releases/hevo-to-collaborate-with-stellantis-on-wireless-ev-charging-301746884.html
https://www.prnewswire.com/news-releases/hevo-to-collaborate-with-stellantis-on-wireless-ev-charging-301746884.html


common equity often carries no special rights. On the other hand, preferred shares obtained via 

crowdfunding might be non-voting or have limited control (to keep management streamlined), 

which is one downside for retail investors.  

From an investor perspective, the exit potential is a crucial consideration. Wireless charging is a 

strategically interesting technology for larger players in automotive and energy, so one plausible 

exit is acquisition by a major corporation. We have seen automakers and Tier 1 suppliers show 

interest in this space; for example, Toyota licensed wireless charging tech, and Siemens took a 

stake in WiTricity. If HEVO secures exclusive deals with several automakers or builds an 

installed base of its pads in key markets, it could become an attractive takeover target. A recent 

relevant acquisition was Ideanomics’ purchase of WAVE for ~$80 million, but HEVO likely aims 

higher – possibly an IPO or a buyout well into nine figures. For a 10× return on an early 

$60 million valuation, HEVO would need to achieve roughly a $600 million valuation at exit (not 

accounting for future dilution).  

Market Analysis 

The market for wireless EV charging sits at the intersection of the booming EV industry and the 

evolving landscape of energy infrastructure. Overall demand for EV charging solutions is 

expanding rapidly as electric car sales climb each year. In 2024, 17.1 million EVs were sold 

worldwide, a 25% year-over-year increase from 2023. Traditional (plug-in) charging 

infrastructure is projected to be worth tens of billions of dollars annually by the end of this 

decade – one report projects the global EV charging infrastructure market to reach $40 billion 

per year by 2030. Within that large ecosystem, wireless charging is an emerging segment with 

relatively small current revenue but extremely high growth potential. A new IDTechEx research 

report estimates the global wireless EV charging market could reach about $6.4 billion by 2033, 

growing from only a few hundred million today. This implies a compound annual growth rate on 

the order of 40–50% over the next decade, a rapid expansion as the technology moves from 

pilot projects into mainstream use. In fact, Allied Market Research forecasts roughly a 38.5% 

CAGR for wireless EV charging from 2024 to 2033, highlighting the optimism around this 

technology. It’s worth noting there is some uncertainty in these figures – for example, another 

analysis predicts the wireless charging sector will surpass $1 billion by 2030, which is a more 

conservative outlook. But all reports agree on direction: the trend is sharply upward as the 

technology matures. Recent news also underscores growth: major car OEMs including 

Volkswagen, Stellantis, Toyota, and Tesla are actively investing in wireless charging 

development. Tesla’s announcement that future models will include wireless charging capability 

built-in (for example, for its planned robotaxis) has elevated expectations across the industry. 

This kind of endorsement suggests wireless charging could become a standard feature over 

time, not just a niche. 

Market trends generally favor HEVO’s business. The continued acceleration of EV adoption 

(which itself is bolstered by government mandates and consumer preference for green 

technology) expands the addressable market for all types of charging. At the same time, 

shortcomings of the existing charging infrastructure are becoming more apparent – drivers 



complain about broken public chargers, different connector standards, and the inconvenience of 

frequent plugging and unplugging. Wireless charging directly addresses some of these pain 

points (convenience, vandalism-proof hardware, universal compatibility), so its value proposition 

strengthens as more people experience “charger fatigue.” Additionally, there is a push for 

smarter, more integrated energy systems: concepts like vehicle-to-grid (V2G) and load 

balancing are easier to manage when charging is software-controlled – HEVO’s solution, with its 

cloud-based Journey software, aligns well with those smart grid trends. Grid-integrated 

infrastructure refers to charging systems that can communicate with the power grid and 

potentially even feed energy back (from vehicle batteries to grid or home). HEVO’s wireless 

chargers are designed with bi-directional capability in mind, meaning they could participate in 

energy arbitrage or backup power scenarios in the future. This is a forward-looking feature that 

could become important as decentralized energy grows. 

Company Performance 

HEVO is transitioning from pre-commercial to early commercialization, with meaningful traction 

emerging through executed agreements with major global automakers. According to SEC 

filings, the company generated $409,595 in revenue in 2023, followed by $325,291 in 2024, 

mostly from pilot programs and development contracts. While current revenues remain modest, 

the company’s pipeline suggests a potentially transformative shift in sales volume starting in 

2027, backed by two high-profile OEM deals. 

HEVO has executed a partnership agreement with a top five automaker (we’ll call them OEM 

01). Under this agreement, HEVO is OEM 01’s exclusive wireless charging supplier, with the 

automaker adopting HEVO products as the reference design for its wireless EV charging 

programs. These programs span up to four new EV platforms, targeting initial production 

between 2027 and 2029. OEM 01 is targeting annual volume of 50,000 units, which would 

represent $62.5 million in annual revenue for HEVO starting in 2028. Production agreements 

covering specifications and requirements are still pending, but the commercial intent is clearly 

outlined. Pilots and small batches are expected through 2027. 

A second executed OEM agreement is with another confidential major automaker (we’ll call 

them Automaker #2), which selected HEVO as its exclusive wireless charging developer 

following a competitive evaluation against three other providers. HEVO’s selection was driven 

by superior price, performance, and completion of critical early milestones—particularly success 

in crash testing simulations, which are essential given Automaker #2’s five-star safety 

reputation. Similar to OEM 01, HEVO serves as the reference design for Automaker #2’s 

wireless EV charging programs, with integration targeting three new EV platforms and possible 

retrofit applications for current models. Automaker #2 is targeting 30,000 units per year, 

beginning in 2029, translating to $37.5 million in potential annual revenue. Of course, a 

production agreement is still required to formalize volume and spec terms, but HEVO remains 

enthusiastic about the potential to move into this next phase. I have personally seen the 

executed agreements and can validate the terms outlined above.  



Together, these two OEM engagements could generate $100 million+ in recurring annual 

revenue by the end of the decade, assuming successful conversion to production contracts and 

rollout. These partnerships represent the most credible commercial traction HEVO has secured 

to date and validate the product's alignment with automaker roadmaps. 

Financially, HEVO ended August 2025 with just ~$660,000 in cash with a monthly burn rate of 

~$85,000. This provides a runway of about 7 months, underscoring the need for future 

fundraising to keep the business running. HEVO is working with a reputable investment bank to 

help fill out this $5M fundraise, which would get the company to about 18 months of runway. 

From there, HEVO plans to raise a $10M RegA+ round in 2026 to give the company enough 

runway for several years, at which production contracts should get the company to profitability.  

On the product side, HEVO has passed key validation hurdles. It developed the first wireless EV 

charger globally to receive UL 2750 safety listing and full compliance with SAE J2954 

standards, making it a technically de-risked platform for OEM integration. Product 

demonstrations have been successful, and partners are reportedly satisfied with performance 

and durability. The company's hardware is also designed to be grid-integrated and bi-directional 

capable, features that enhance future revenue opportunities through energy services. 

Differentiators 

HEVO operates in a competitive landscape but has carved out distinct advantages and unique 

attributes that set it apart from other players in wireless charging. One of the most prominent 

differentiators is technology certification and compliance. HEVO has developed the world’s first 

wireless EV charging system to be UL-listed and compliant with SAE J2954 (the industry’s 

interoperability standard). This means HEVO’s system has been rigorously tested for safety (UL 

2750 ensures the system won’t create electrical or fire hazards) and for performance 

compatibility (SAE J2954 ensures any EV equipped for wireless charging can use any compliant 

pad). Achieving these certifications ahead of competitors is a big edge – it instills confidence in 

automakers and regulators that HEVO’s product is ready for deployment in public spaces and 

personal vehicles without bespoke work. In contrast, some rival technologies remained in 

prototype phase or lacked full certification, limiting their immediate deployability. 

Another key differentiator is HEVO’s strategic focus on automaker integration versus 

aftermarket add-ons. HEVO from early on pursued partnerships with car manufacturers to have 

its receiver coils designed into the vehicle during production. This approach can yield a 

seamless user experience (the car is sold “wireless charging ready” off the lot) and can drive 

mass adoption if an automaker includes it across many models. Competitors like WiTricity have 

also worked with OEMs (WiTricity licensed tech to BMW and others), but many wireless 

charging startups initially tried selling retrofit kits to individual EV owners. For example, Evatran 

(Plugless Power) sold aftermarket wireless chargers to Tesla owners years ago, which required 

the owner to install a pad in the garage and a receiver on the vehicle. This put Evatran out of 

business because the battery warranty could be voided by the OEM for not having an 

aftermarket approved wireless EV charging technology installed as a retrofit. HEVO consciously 

avoided that piecemeal market and instead invested time in meeting OEM requirements for 



factory installation. This is why two global automakers have been in HEVO’s pipeline. By 

focusing on “automaker-driven deployment” (not just accessory sales), HEVO is aiming for large 

volume deals that also ensure better reliability and automaker approval (since the tech is built 

into the car’s design). 

Cost efficiency is perhaps the differentiator HEVO emphasizes the most. The company claims 

its wireless charging system can be produced and installed at a cost that is comparable to 

traditional plug-in Level 2 chargers, and up to 90% cheaper than other wireless charging 

competitors. To illustrate: a typical Level 2 home charger costs maybe $500–$800 in hardware, 

whereas early wireless chargers from competitors were often priced at $3,000–$4,000. In fact, a 

commercially available wireless charging pad (11 kW) was recently listed around $3,500 for the 

hardware, roughly double or triple the cost of a comparable wired charger. HEVO’s design, 

which leverages simpler coil architecture and other innovative features, purports to slash these 

costs. Being cost-competitive with plug-in solutions is a game-changer; it means customers 

wouldn’t have to pay a huge premium for the convenience of wireless. Additionally, HEVO’s 

system is described as 90–95% efficient grid-to-battery, virtually matching wired charging 

efficiency (most Level 2 chargers are ~95% efficient). Some competing wireless systems 

historically were only ~85% efficient, losing more energy as heat. By closing that gap, HEVO 

removes another objection to wireless (i.e., that it “wastes” electricity). 

HEVO competes with several players in the wireless EV charging space, each with distinct 

approaches. InductEV (formerly Momentum Dynamics) targets heavy-duty fleet vehicles with 

ultra-high-power systems (up to 200 kW), but its offerings are expensive and customized—

HEVO instead focuses on modular, cost-effective solutions for light-duty vehicles, with future 

plans for 50 kW and dynamic charging. Electreon, based in Israel, specializes in dynamic 

charging via embedded road coils, requiring substantial infrastructure upgrades, whereas 

HEVO’s surface-mounted, stationary pads enable more practical short-term deployment (HEVO 

can also support street flush and below street surface mounting). Finally, Resonant Link, a 

Vermont startup, uses high-frequency coils for compact systems and has gained traction in 

industrial and fleet settings, including a pilot with a transit agency; HEVO stands out by offering 

a complete system (hardware, software, certifications) and by securing OEM partnerships, 

giving it a broader reach in both consumer and fleet applications. 

In terms of product features, HEVO highlights a few unique selling points: its pad works across 

different vehicle brands (“universal compatibility”), it’s durable and weatherproof (flush 

installation makes it tamper-proof and unobtrusive), and its system is bi-directional ready 

(meaning it could one day allow the car’s battery to discharge to the grid or home). Not all 

competitors can claim all these. For example, earlier systems by others were one-directional 

(charge only) and not necessarily aiming for V2G. HEVO also touts its user experience 

advantages – truly “park and walk away” convenience – which all wireless systems promise, but 

HEVO has showcased it in meaningful real-life contexts (like an ADA-compliant charging 

solution for disabled drivers, which they’ve mentioned as an early application). 

Team Assessment 



HEVO is led by a mission-driven and experienced team that combines deep expertise in 

relevant fields. The Founder and CEO, Jeremy McCool, is a former U.S. Army Captain who 

served in Iraq and later attended Columbia University. McCool’s firsthand understanding of the 

strategic cost of fossil fuel dependence fueled his passion to create a sustainable solution in 

transportation. Since founding HEVO in 2011, he has spent over a decade at the helm, guiding 

the company through R&D challenges and multiple rounds of fundraising. He is joined by Arvind 

Krishna (SVP of Advanced Engineering), who previously held senior roles in engineering at 

General Motors, Delphi, Enphase Energy, Oerlikon, and Kymeta Corporation. On the software 

side, Chakri Allamsetty (SVP of Software Engineering) was previously Director of Engineering at 

Rivian and Chargepoint.  Jon Holland (Finance Advisor) leads finance at HEVO and has exited 

two prior EV charging companies (EV Connect and Qmerit). And finally, Robert Skinner leads 

commercial and marketing, previously serving as a leader in Ford Direct and EcoG.  

HEVO’s Board of Directors and Advisors add further strength. Notably, Yifan Tang serves as a 

Board member focusing on technology and production. Yifan Tang is an accomplished engineer 

who was previously the Chief Technology Officer at Volta Charging (an EV charging network) 

and also at SERES EV (an electric vehicle company); he even worked at Tesla in its early days 

according to his profile. Having someone who’s both an EV industry insider and experienced in 

building charging infrastructure at scale is a huge asset – Tang can provide guidance on 

product strategy, partnerships, and the pitfalls to avoid in scaling. Another board member, 

Robert Remenar, is the former CFO of General Motors (and sits on the boards of Motherson, 

Cooper Standard, and Munro & Associates) and advises HEVO on finance and commercial 

strategy. Remenar’s presence likely helps HEVO navigate relationships with big automakers 

and speaks their language, given his industry connections. Roger Atkins, a board advisor for 

public relations, is a well-known EV evangelist and commentator in the electric mobility space. 

 

Risk Assessment 

Investing in HEVO comes with a set of risks that are common to hardware startups and some 

that are unique to the EV charging sector. It’s crucial to weigh these potential pitfalls against the 

company’s prospects. A primary risk is that wireless charging for EVs, as an industry, may take 

longer to materialize than expected – or could fail to achieve wide adoption. While interest in 

wireless charging is high, it’s still not a standard feature on most EVs. If automakers decide to 

slow-roll the inclusion of wireless charging (perhaps waiting for costs to drop or standards to 

further solidify), HEVO could face a much smaller addressable market in the near term than its 

projections assume. The company’s plan heavily relies on large automakers adopting its 

technology in the 2027–2029 timeframe. Any delays in those automaker programs – which are 

outside of HEVO’s control – would directly hurt HEVO’s growth. For instance, an automaker 

might pilot wireless charging but then postpone a full rollout citing cost or consumer demand 

uncertainty. In such a case, HEVO’s revenue ramp could stall. This risk is compounded by the 

fact that EV market growth, while strong now, could be subject to macroeconomic swings or 

changes in policy incentives. A slowdown in EV sales (due to a recession or supply chain 
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issues) could indirectly slow demand for new charging tech. Additionally, if the pain point that 

wireless charging solves (plug-in inconvenience) is not perceived as strongly by consumers – 

e.g., if people don’t mind plugging in their cars, or if other solutions like ultra-fast charging 

reduce the need for frequent charging – market enthusiasm might wane. 

Additionally, HEVO’s financial position indicates risk in terms of cash flow and need for 

continuous funding. With limited revenue at present and ongoing R&D and operating expenses, 

the company will likely require multiple additional capital raises before it becomes self-

sustaining. Each fundraising round can introduce dilution for investors and is not guaranteed – 

there’s always a risk that at some point the company cannot secure the needed capital, 

especially if market conditions turn unfavorable for fundraising (for example, if there’s a 

downturn in venture funding or if crowd investors lose interest). The capital intensity of scaling 

production is significant. Setting up manufacturing for wireless charging pads (either in-house or 

through a contract manufacturer) and fulfilling large orders could require millions in working 

capital (for inventory, tooling, etc.). There is a risk that HEVO might have to take on debt or 

accept funding on onerous terms to finance large production, which could strain its finances or 

cap its upside. Furthermore, until HEVO starts generating substantial revenues, it has no 

cushion against unexpected financial setbacks. For example, if a pilot project runs over-budget 

or a prototype fails and needs redesign, that could mean unplanned expenses that the current 

budget doesn’t cover. 

Despite HEVO’s technical achievements so far, executing the next phase – ramping up from 

prototypes to larger scale production – is a significant challenge. Scaling hardware production 

can reveal new problems: components that were fine in small batches might have supply issues 

in large volumes, manufacturing processes might need refinement to ensure each charging pad 

meets quality standards, and installation at scale (especially if deploying in roads or parking 

lots) brings logistical complexities. Any technical hiccups like reliability issues in the field or 

lower-than-promised performance could hurt HEVO’s reputation and delay deployments. For 

instance, if early installations don’t work flawlessly – say a pad fails in a public pilot or doesn’t 

consistently deliver the expected 95% efficiency – customers might back away or require 

redesigns, which costs time and money. Additionally, while HEVO’s technology is patented and 

certified, the company must keep innovating to stay ahead. Competitors are working on next-

gen wireless charging (higher power, more tolerance to parking misalignment, etc.). There’s a 

risk that a competitor achieves a breakthrough (e.g., truly low-cost hardware or a design that 

charges at longer range) that outdates HEVO’s approach. In such a fast-evolving tech space, 

today’s advantage can be eroded if R&D stagnates. So HEVO has to execute on production and 

continue innovating – a tall order for a small company. 

HEVO’s strategy hinges on a few key partners, especially automakers. This concentration is a 

double-edged sword. If one major partner (like OEM 01 and Automaker #2) decides not to move 

forward after initial pilots, HEVO could lose a future revenue stream it has been counting on. 

Similarly, if a particular supplier that HEVO relies on for a critical component (like a 

semiconductor in its power electronics) has shortages or raises prices, that could delay 

production or squeeze margins. Small companies often have less negotiating power with 

suppliers, so supply chain issues present risk.  



Positive Summary 

HEVO has built a compelling foundation for future success. Its technology has earned UL 

certification and complies with SAE J2954, lending strong validation and making it attractive to 

major partners. Standout partnerships with two major automakers and an autonomous vehicle 

technology company signals real production intent, while deals with fleet-focused firms like 

STEER Tech opening other commercial use cases. STEER Tech is integrating HEVO’s wireless 

technology to perform fully autonomous operations in fleet yards. HEVO’s system is not only 

technically sound but also cost-effective— cheaper than other wireless alternatives and 

competitive with wired solutions. That cost advantage could drive adoption across municipal and 

fleet settings, making wireless charging viable beyond just luxury EVs. Its system also matches 

plug-in efficiency, further reducing barriers for practical deployment. 

Financially, HEVO has raised about $19 million across its Seed, Series A, and crowdfunding 

rounds. These VCs include top firms like Ulu Ventures (early investors in Palantir + Figure AI), 

VoLo Earth Ventures, and the Dream Machine Innovation Lab (Jeff Bezos funded + managed 

by Van Jones). 

Market timing is another strength. EV adoption is accelerating globally, but charging 

infrastructure remains a bottleneck. HEVO’s user-friendly wireless solution addresses this gap—

offering simplicity, convenience, and reliability. Its relevance could grow even more with the rise 

of autonomous vehicles, which will need charging systems that don’t require human 

involvement. HEVO’s early traction and work aligned with Tesla’s anticipated wireless standard 

position it well to serve future robotaxi and fleet markets. 

Finally, HEVO has built a notable IP moat, including patents and licensed technology from Oak 

Ridge National Lab. Years of R&D give it a head start that new entrants will struggle to match. 

In a sector where technical complexity and intellectual property matter, HEVO’s portfolio—along 

with proprietary software for system alignment and performance—is a critical competitive edge. 

In short, HEVO’s combination of certified technology, strategic partnerships, cost-effective 

design, mission-driven leadership, and growing market fit creates strong momentum. These 

factors reinforce one another: tech attracts partners, which attracts investors, which fuels further 

development—all in sync with rising demand for seamless EV charging. HEVO is well-

positioned to become a leader in the next generation of charging infrastructure. 

Negative Summary 

While HEVO’s low revenue may seem concerning at first glance, it’s important to understand 

that this is typical for deep-tech hardware companies working with automakers. The wireless 

charging category requires years of R&D, regulatory compliance, and co-development with 

partners before production-scale deals are signed. In HEVO’s case, most of its past revenue 

has come from development-stage contracts and pilot programs—essential but modest in 

financial size compared to the lucrative production contracts expected later in the decade. The 

company’s work with the two major automakers and an autonomous vehicle technology 



company reflects real traction at the pre-production level, but have yet converted into full 

commercial agreements. That transition—from development contract to embedded production 

deal—is a multi-year, milestone-driven process with many technical, regulatory, and 

organizational hurdles. Until production agreements are secured and revenue scales 

accordingly, investors will need to tolerate a period of flat or minimal income. 

Still, the timeline presents a real risk. HEVO was founded in 2011 and has spent over a decade 

building its technology and earning key certifications. Yet, as of 2025, wireless charging has not 

become a mainstream EV feature, and HEVO expects its first major production ramp-ups to 

occur in 2027–2028. That’s a long wait in a fast-moving industry. The danger isn’t just the wait 

itself—it’s what can happen during that time: shifting priorities at partner companies, budget 

cuts, new competitors, or standards changes. In particular, HEVO’s fate is partially tied to the 

strategic decisions of global automaker. If an automaker decides to delay or deprioritize wireless 

charging in favor of other features (such as plug-in fast charging or autonomy features), HEVO 

can’t force that timeline. So while the company appears to be on the right path, it remains 

exposed to the long, often unpredictable gestation periods that characterize working with major 

OEMs. 

The competitive landscape adds additional pressure. Companies like WiTricity, InductEV, and 

Electreon are actively pushing their own wireless charging solutions. If one player becomes the 

industry standard—like Tesla’s NACS plug for wired charging—others could be sidelined. 

Similarly, if large automaker coalitions or infrastructure initiatives focus solely on plug-in 

chargers, wireless solutions like HEVO’s could be deprioritized. Being a smaller player, HEVO is 

especially vulnerable if strategic partners shift focus or industry momentum coalesces around 

rival technologies. 

Operational and logistical challenges also loom. Installing wireless chargers requires 

construction work, cooperation from property owners, and user education. If the process proves 

more disruptive or costly than expected, adoption could slow. There’s also a learning curve for 

drivers—concerns about charging speed, alignment, or safety may create consumer hesitation, 

even if technically unwarranted. 

Finally, macroeconomic uncertainty—rising interest rates, recessions, or investor pullback—

could impact HEVO’s ability to raise funds or secure commercial deals. In summary, while 

HEVO has a compelling vision and technical foundation, its path to success is far from 

guaranteed. Low revenues, long timelines, tough competition, and heavy reliance on external 

players all introduce significant execution risk that investors must weigh against its upside 

potential. 

Executive Summary 

HEVO is building a future where electric vehicle charging is wireless, automatic, and seamlessly 

embedded into everyday infrastructure. Its mission is to enable clean, convenient electric 

mobility by deploying wireless charging pads in driveways, streets, and parking spots—

eliminating plugs and the need for human intervention. This vision addresses key gaps in the 



EV ecosystem: enabling autonomous taxis to recharge without drivers, helping urban residents 

without home chargers, and allowing cities to roll out EV infrastructure without cluttering 

sidewalks with charging stations. HEVO positions itself as the enabling layer for a truly 

“untethered” EV future, aligning with broader industry trends toward automation, user 

convenience, and sustainable infrastructure. 

The company has made notable progress toward this goal. HEVO’s wireless charging system 

has been validated with industry certifications, demonstrated with major automakers, and 

backed by both venture capital and thousands of retail investors. The wireless EV charging 

market, though still in its early stages, is projected to grow rapidly into a multi-billion-dollar 

opportunity by the 2030s. HEVO’s early entry and strong technical foundation give it a first-

mover advantage. If partnerships with automakers convert into multi-year production deals, the 

company could scale significantly—supplying hardware and software to high-volume vehicle 

lines, or licensing its tech for recurring revenue. Success in this scenario could attract 

acquisition interest from large auto suppliers, utilities, or infrastructure firms, potentially offering 

strong returns to early investors. HEVO’s roadmap includes expanding pad deployments with 

fleets and cities, securing OEM supply agreements, and continuing to refine its proprietary 

tech—all steps that could drive valuation growth if executed successfully. 

However, the road ahead is not without risk. Wireless charging adoption still hinges on broader 

industry uptake, and it’s uncertain how quickly automakers, governments, and consumers will 

embrace the technology. While HEVO has shown strong progress through pilots and R&D, it 

has yet to sign production-scale contracts with key partners. In the automotive world, moving 

from development projects to full-scale production is a complex, multi-year process filled with 

technical, regulatory, and organizational hurdles. Until HEVO clears that transition, revenues will 

remain limited and the company will need to rely on continued fundraising to operate. That 

makes the business vulnerable to macroeconomic shifts and investor sentiment, especially in a 

tightening funding environment. 

HEVO also faces stiff competition. Well-capitalized rivals such as WiTricity and Tesla are eyeing 

the same space, and if one becomes the de facto standard, HEVO could be squeezed out. 

There’s also the challenge of scaling physical infrastructure—manufacturing, installing, and 

supporting charging pads at scale requires coordination with municipalities, property owners, 

and fleets, which can introduce delays. Early missteps in deployment or customer experience 

could hamper reputation and slow growth. Regulatory changes, standards updates, and 

technical hurdles could also present speed bumps. 

For investors, HEVO is a classic high-risk, high-reward clean tech play. It aligns with long-term 

trends in electrification and automation, and its value could grow dramatically if it becomes a 

core supplier in EV infrastructure. But it’s still early stage, with many execution challenges 

ahead. For those with a high tolerance for risk and a long-term outlook, HEVO offers a shot at 

meaningful returns while contributing to a more sustainable and convenient EV future. 

 



Why We’re Investing 

After an in-depth analysis of HEVO, Kingscrowd Capital has decided to invest $20,000 into the 

company’s Wefunder round. 

There are several reasons why we’re excited about HEVO. First and foremost, HEVO is defining 

a new category in EV infrastructure by delivering a wireless charging platform that is cost-

competitive with plug-in systems while offering vastly improved convenience and integration. 

With executed agreements in place with two of the world’s largest automakers, HEVO is 

positioned to become the embedded wireless charging standard across as many as seven new 

electric vehicle platforms between 2027 and 2029. Their technology has already cleared key 

regulatory and performance milestones—earning UL 2750 safety certification and full 

compliance with the SAE J2954 standard—making it one of the only plug-and-play wireless EV 

charging solutions ready for scale. 

Secondly, HEVO is already gaining meaningful commercial traction. The company has been 

selected as the exclusive wireless charging partner  by two major automakers, a global 

automaker behind Jeep, Chrysler, Fiat, and more. That deal alone targets 60,000 units across 

fleet and consumer EV programs. HEVO has also secured a second exclusive development 

contract with a major automaker, chosen over three other wireless charging competitors based 

on superior price and performance. Together, these relationships represent potential revenue 

exceeding $100 million per year within four years. Importantly, automakers are actively “pulling” 

this technology forward—wireless charging is no longer a speculative feature, but something 

manufacturers are working to implement now, in both new models and existing lines. 

And finally, we believe the HEVO team is exceptionally well-equipped to capitalize on this 

moment. Founder and CEO Jeremy McCool is a U.S. Army veteran who has spent more than a 

decade building HEVO from the ground up. He’s backed by a seasoned leadership team with 

deep experience in automotive engineering, energy systems, and venture-backed scaling. The 

company has raised nearly $19 million to date from institutional investors including Ulu Ventures 

and VoLo Earth Ventures, validating strong interest by top venture investors. We’re especially 

impressed by HEVO’s ability to navigate the complex certification and integration landscape that 

hardware startups in mobility must confront—an execution strength that’s hard to replicate. 

Overall, we are very optimistic about HEVO’s future and believe the company is on the cusp of 

commercial inflection. Its current valuation presents a compelling entry point for KC Capital, and 

we’re excited to support HEVO as it builds the infrastructure backbone for the next generation of 

electric vehicles. 


