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Availability of autonomous emergency braking continues to 
rise years after OE pledge 

On March 17th, 2016, the U.S. Department of Transportation’s 
National Highway Traffic Safety Administration (NHTSA) and 
the Insurance Institute for Highway Safety (IIHS) announced a 
commitment by automakers, representing more than 99 percent 
of U.S. automobile sales volume, to make automatic 
emergency braking (AEB) technology a standard feature on all 
new cars by 2022 and on all new trucks by 2025.  

Automatic emergency braking (AEB) systems detect an 
impending forward crash with another vehicle in time to avoid 
or mitigate a crash. These systems first alert the driver to take 
corrective action before taking measures if the driver’s 
response is not sufficient. 

While some questioned how serious manufacturers would take 
this pledge, the early returns seem promising. Standard AEB 
sales have increased by 33-percentage points after only 
two model years (6% standard in 2016 MY vs. 39% in 2018 
MY). Standard fitment rate continues to rise with the 2019 MY 
as 49% of vehicles sold, as of March 2019, have AEB 
technology as a standard feature. 

▪ Genesis, Tesla, and Volvo are the clear leaders of automatic emergency braking, equipping their entire 
vehicle line-up with AEB as standard. AEB has been a standard feature on Volvo since 2015 MY, on Tesla since 
2016, and Genesis since the brand debuted in 2017. 

▪ From 2016 to 2018 MY, the largest gains in terms of standard fitment rate have been made by Toyota. AEB 
technology was standard on 93% of all Toyota vehicles sold throughout the 2018 MY, an 88-percentage 
point increase when compared to 2016. Following Toyota are Lexus, Mazda, Nissan, Audi, and Land Rover, all 
of which increased at least 74-percentage points during the same period. 

▪ Five brands did not sell any vehicles during the 2018 model year with AEB as a standard feature: Dodge, Fiat, 
MINI, Porsche, and Ram. 

Even though 100% standard fitment for autonomous emergency braking is the ultimate goal, it’s important to also 
look at the total availability (standard plus optional availability). It’s true there are costs when a manufacturer 
chooses to make an optional feature standard, however it is more costly to add new technology to a vehicle, 
especially mid-generation. 

▪ During the 2018 model year, vehicles that offered AEB contributed to at least 80% of sales for 17 brands, including 
two brands that do not offer autonomous emergency braking as a standard feature, MINI and Porsche.  

▪ The brand with the furthest to go before reaching the pledge is Ram. The brand did not offer autonomous 
emergency braking technology as a feature in 2018 MY. That said, Ram has not ignored their pledge as AEB 
technology is currently being offered as an option on select 2019 Ram 1500s.  

 
Figure 2. Total AEB Availability: 2018 MY  

 
Note: Contains sales data through March 2019. Table excludes brands with less than 5,000 sales for the 2018 MY. 

Figure 1. AEB Feature Availability (2016-2019 MY) 

Note: Contains sales data through March 2019 
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You can now follow JATO on LinkedIn and Twitter (@JATODynamics_NA). 

About JATO 

JATO was founded in 1984 and provides the world’s most timely, accurate and up-to-date information on vehicle 

specifications and pricing, sales volumes, news and incentives.  

The company is represented in over 60 countries, providing unique global and local market expertise. The JATO 

client list includes the majority of the world’s automotive manufacturers; giving them the ability internally to react to 

short-term market movements in such areas as incentives, and plan for long-term developments in areas such as 

product planning and pricing with the ultimate goal to meet consumer demand and drive profitability. 

JATO’s specification and incentive intelligence is also used externally for retail use in powering online auto buying 

portals, chat rooms and dealer sales tools where customers can see the features and benefits comparison against 

other like vehicles, and make good decisions on available incentives for their preferred vehicle. 

Visit JATO at www.jato.com/usa for more information. 
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