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3Trucks delivered  
YTD May 2004 / YTD May 2005YTD May 2004 / YTD May 2005
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4Mature Market Development Strategy  
Example : FranceExample : France

• Focus on profitability rather than market share 

• Grow business by developing the service offer
" For each new product launch, a new service launch "

Infom@x



5Growth Market Development Strategy  
Example : Poland

• Network development with local entrepreneurs for private dealers : 
In 2005, 4 new dealerships will have opened, for a total private

investment of 10 MEUR 

• Network development by exporting best practice : French dealer 
opened 2 dealerships in Poland since 2003
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6Growth Market Development Strategy  
Example : Poland

• Building more population also with used trucks sales

Used Trucks units
sold 

per year :
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7Trucks Ranges Renewal Continues
All the ranges will be renewed before end 2006
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NEW RENAULTNEW RENAULT MAGNUM : MAGNUM : the true benchmarkthe true benchmark
Benefiting from Group Synergies and 

Reinforcing Renault Trucks Brand Identity

New : 
• DXi 12 engine
• Optidrive gearbox
• Optibrake
• Optifuel

Committed to customer successCommitted to customer success
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Industrial Productivity  
Continuous improvements boosted by the new products

• Man hours per trucks and cabs :

• Product/process co-development of new products enables big jumps in 
productivity :

At SOP, assembly time of a New Magnum is 1h less than previous
model

• The complete renewal of the range will strongly increase overall 
productivity
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Committed to Customer Success
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