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PART I   CORPORATE INFORMATION  
 
I. SUMMARY OF LAWS AND REGULATIONS IN THE COUNTRY TO WHICH THE 

COMPANY BELONGS  

 

1. SUMMARY OF CORPORATE SYSTEM, ETC.  
 

(1) CORPORATE SYSTEM IN THE COUNTRY OR STATE TO WHICH RENAULT  
BELONGS: 

 
One of the most often used forms of limited liability companies are Société Anonyme form for larger 

scale companies and Société à Responsabilité Limitée form for smaller scale companies.  The legal 

framework applicable to such companies is the French Commercial Code. 

 

The following is a summary of the major provisions applicable to Sociétés Anonymes (hereinafter 

referred to as an ñSAò) under the French Commercial Code modified pursuant, amongst others, to a 

law dated May 15, 2001 titled N.R.E (ñNouvelles Régulations Economiquesò), a law dated August 1
st
, 

2003 titled "Loi de Sécurité Financière", an ordinance dated June 24, 2004, a law dated July 26, 2005, 

titled ñLoi pour la confiance et la modernisation de lô®conomie, and the law dated August, 4
th
, 2008 

titled LME (Loi de modernisation de lô®conomie), an Ordinance dated December 9, 2010 transposing 

the European Directive 2007/36 on the rights of the shareholders of the listed companies, a law dated 

March 22, 2012 titled "Loi de simplification du droit et d'allègement des démarches administratives" 

("Loi Warsman II"), a law dated 29 March 2014 aimed at recapturing the real economy, an 

Ordonnance n° 2014-863 dated 31 July 2014 relating to company law and an Ordonnance 

n°2015-1127 dated 10 September 2015 reducing the number of shareholders in an SA. 

 

Upon the incorporation of an SA, the By-laws shall be prepared by the promoter(s) and signed by the 

initial shareholders.  Such By-laws shall be filed with the Secretary of the Commercial Court, at 

which the SA is registered.  The status of a legal entity can be obtained only when a registration 

certificate is issued by the Secretary of the Commercial Court. 

 

The By-laws is a document which provides for the basic rules governing the SA. 

 
Shareholders 
 
A société anonyme is a corporation composed of at least two shareholders (seven in a SA with listed 

securities) created for a commercial purpose.  The shareholders of an SA are subject to liability for 

the debts of the corporation only to the extent of their capital contributions thereto. 

 

The shareholders are vested the ultimate power over the SA.  It is the shareholders who appoint the 

directors and the Independent Auditor (commissaire aux comptes) of the corporation, who declare 

dividends, who approve the financial statements, who may decide to dissolve the corporation and who 

authorize any modification of the registered capital, as well as any other amendments of the By-laws. 

 
Capital Stock 
 
Subject to certain exceptions, the registered capital of the SA may not be less than EUR 37,000 (In 

accordance with Article L. 224-2 of the French Code de commerce). 

Under the French Law, the capital stock of the S.A. is divided into shares and may comprise, 

preferred shares, investment certificates (certificats dôinvestissement; hereinafter referred to as the 

ñCIò.) and voting rights certificates (certificats de droit de vote; hereinafter referred to as the "Voting 

Right Certificate"), although it is no longer possible to issue new investments certificates and voting 

rights certificates, as well as classes of shares. 

 

There are no legal restrictions on the par value of a share and the par value of a share is not required 
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to be provided in the By-laws. Shares may be issued by the SA either in nominative or in bearer form. 

However, in general only securities which are traded on a regulated market may be in bearer form. 

Whether the shares are in nominative form or bearer form, the ownership of such shares is represented 

by an entry in the account opened with the company (in case of a nominative share) or with a 

financial institution (in case of a bearer share), instead of a share certificate. 

 

CI are transferable securities deriving from the fractioning of shares, and representing the economic 

interests granted to the shares (i.e. right to dividend, surplus and residual property after liquidation) 

and granting a right to the CI holder to request for the same information held by a shareholder. The 

voting right of CI is represented by the Voting Right Certificate. Therefore, in case CI are issued, the 

same number of the Voting Right Certificates will also be issued. The issued CI cannot exceed 25% 

of the issued capital.  In the event the CI and the Voting Right Certificate is transferred to the same 

person, such CI and Voting Right Certificate will be consolidated into one share. The Voting Right 

Certificate (if there is issued CI) may only be in nominative form. No CI are issued by the Company. 

 

In order to transfer the shares, the shareholders are required to give directions on the transfer to the 

company or, as the case may be, to the financial institution. The shares may be freely transferred to a 

third party if no provision requiring approval (generally, approval of the Board of Directors) is 

provided in the By-laws.  Such restricting provisions are not allowed in the By-laws of listed 

companies.   

 
Form of Capital Investment 
 
The shares are issued upon payment in cash or contribution in kind.  The amount paid must be 

deposited with the bank, notary public or the Caisse des Dépôts et Consignations. 

 

In case the shares are issued in consideration of contribution in cash, at least 25% of the nominal 

amount of the shares must be paid at the point of issuance. In case the shares are issued with a 

premium, such premium must be paid in whole at the point of issuance. 

 

When shares are issued in consideration of contribution in cash, the existing shareholders have a 

preferential right to subscribe for the shares to be issued.  The shareholders can waive such 

preferential right during a shareholders meeting or individually. 

 

In case the shares are issued in consideration of contribution in kind (tangible or intangible assets), a 

report on the amount of such contribution by an independent appraiser (commissaire aux apports) 

appointed by the Commercial Court will be required.  Such report shall be filed with the Secretary of 

the Commercial Court. 

 
Increase or Decrease of Capital 
 
The capital of an SA may be increased either by an issuance of new shares or an increase in par value 

of outstanding shares.  The authorization to increase the capital is within the sole competence of the 

shareholders assembled at an Extraordinary General Meeting that can delegate this power or its 

competence to the Board of Director. Issuance of Shares can be made in consideration of (a) contri-

butions made in cash, (b) contributions made in kind or (c) by capitalization of reserves.   

 

An SA may reduce its capital by the reduction of the par value of its shares or by the reduction in 

number of its outstanding shares upon approval of the shareholders assembled at an Extraordinary 

General Meeting.  Strict equality among the rights of the shareholders must be respected.  Similarly, 

the corporation may not, by reducing its capital, place its creditors in a less advantageous situation. 

 

Increase or decrease in capital requires filing of notification with the Secretary of the Commercial 

Court. 
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Issuance of Bonds or Hybrid Securities 
 
The Board of Directors may decide to issue, by its own, ordinary bonds, except if this right is reserved 

to General Meeting of the Shareholders in the By-laws or if the General Meeting has specifically used 

this right. 

 

The Board of Directors, upon delegation of the shareholders at the Extraordinary General Meeting of 

the shareholders, may issue securities that grant, within a certain period or on a particular date, the 

holder of such securities the right to subscribe to shares representing a portion of the share capital of 

the company by way of conversion, exchange, redemption, presentation of warrants or any other 

method. 

 
Management 
 
The management of an SA is entrusted (a) either to a Board of Directors and its Chairman and Chief 

Executive Officer or (b) to a Management Board (directoire) acting under the supervision of a 

Supervisory Board (conseil de surveillance). 

 

The management of Renault is entrusted to a Board of Directors and its Chairman and Chief 

Executive Officer ï see Section I-1- (2) ñManagementò below. 

 

At an Extraordinary Shareholders Meeting, the shareholders may decide, upon proposal of the 

management to change the form of management. 

 
(a) Board of Directors and the Chairman and Chief Executive Officer 
 

The form of management is entrusted (i) either to its Chairman and Chief Executive Officer or 
(ii) to its Chief Executive Officer.  The law makes a distinction between the function of 
Chairman and Chief Executive Officer, even though both functions can be vested in a single 
person: 
 
(i) either a management entrusted to its Chairman and Chief Executive Officer (CEO). 
 

The management is vested in a single person who acts both as Chairman and Chief Executive 

Officer.  Subject to the powers expressly assigned by law to Shareholdersô Meetings and 

subject to the powers specially assigned by law to the Board of Directors, the Chairman and 

Chief Executive Officer (président-directeur-général) has the broadest powers to act for the 

company in all circumstances.  He provides the general management of the company, which 

he represents in its dealings with third parties.  

 
(ii)  or a management entrusted to its Chief Executive Officer (CEO). 
 
Subject to the powers expressly assigned by law to Shareholdersô Meetings and subject to the 

powers specially assigned by law to the Board of Directors, he has the broadest powers to act 

for the company in all circumstances.  He provides the general management of the company, 

which he represents in its dealings with third parties. The Board of Directors may elect or 

resign such CEO. 

 

In such case, the Chairman directs the work of the Board of Directors and executes its 

decisions whereas the CEO represents the company. 

 

In both cases, on the CEOôs motion, the Board of Directors may elect or resign one or more 

general managers (directeurs généraux délégués) limited to 5.  The general manager(s) shall 

have the same powers as the CEO in its dealing with third parties.   
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The Board of Directors (conseil dôadministration) consists of 3 or more and 18 or less 

Directors.  In the event of a merger or consolidation of companies, the number of Directors 

may be increased up to 24 for 3 years.  A Director may be a French national or a foreigner, 

or a corporate body, in which case it must designate an individual as its permanent 

representative.  The number of Boards of Directors that an individual can be a member of is 

limited to five.  The number of members of the Board of Directors exceeding the age of 70 

cannot exceed one-third of the Board. 

 

The By-laws may require that a director own a certain number of shares. Directors are 

appointed at the General Meeting of the shareholders with a maximum term of office of 6 

years.  A Director may be dismissed from its office by the shareholders without prior notice, 

reason or compensation. 

 

French law makes a clear distinction between the management power of the company 

conferred upon either the Chairman and CEO or CEO and the power of control of the 

company which is conferred upon the Board of Directors. 

 

Powers are only restricted by the purposes of the company and powers granted to the General 

Meeting of the shareholders under law.  Resolutions at the Board of Directors are made by a 

majority vote of the Directors in attendance or represented by proxy.  In the event of a tie 

vote, unless otherwise provided in the By-laws, the Chairman has the deciding vote.  The 

quorum is half of the total number of Directors. 

 

The Executive Directors may be appointed among the members of the Board of Directors.  

They must all be individuals. 

 
(b) Management Board and Supervisory Board  
 

Under the French Commercial Code, a SA may be managed by a Management Board (directoire) 

which is under the supervision of the Supervisory Board (conseil de surveillance). 

 

The Supervisory Board consists of 3 or more and 18 or less Supervisors (in the case of merger or 

consolidation of a company, 24 or less for 3 years).  A Supervisor may be a French national, a 

foreigner or corporate body and is appointed by the shareholders for maximum a term of office 

of 6 years.  A Supervisor may be dismissed from its office without being notified of the reason 

therefor at the Ordinary General Meeting of the shareholders.  If a corporate body is a member 

of the Supervisory Board, such corporate body must designate an individual as its permanent 

representative.  The number of Supervisory Boards that an individual can be a member of is 

limited to five.  The number of members of the Supervisory Board exceeding the age of 70 

cannot exceed one-third of the Board. Most of the provisions relating to the Supervisory Board 

are the same as those applicable to the Board of Directors; however, the Board of Directors has a 

management function whereas the Supervisory Board supervises the Management Board. 

 

The Management Board consists of 1 or more and 5 or less members (in the case of a listed 

company, 7 or less).  Its members (executive officers) are required to be individuals and are 

appointed by the Supervisory Board.  The Executive Officer does not need to be a shareholder.  

An SA of a share capital of less than EUR 150,000 is only required to have one Executive 

Officer.  The Executive Officer in such case is called the Sole Executive Officer.  The term of 

office of the member of the Management Board is 4 years if there are no relevant provisions in 

the By-laws and between 2 years and 6 years if there is such provision.  The Management 

Board has extensive powers which are restricted by the purposes of the company and the powers 

granted to the Supervisory Board and to the General Meeting of Shareholders.  Restrictions 

imposed on the powers of the Management Board are binding internally within the company, but 

cannot be asserted against third parties.  Rules regarding management decisions to be made by 

the Management Board are set forth in the By-laws. The Management Board is a managing body 
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adopting a council system.  Any action made individually is considered made collegially by the 

Management Board.  The members of the Management Board can, with the approval of the 

Supervisory Board, distribute among themselves the tasks to be undertaken.  Generally, one 

member of the Management Board is appointed as the representative of the company by the 

Supervisory Board.  The person thus appointed shall be given the title of Chief Executive 

Officer.  The Chief Executive Officer can be assisted by one or two Executive Officers. 

 

The Management Board submits a quarterly report to the Supervisory Board.  Within three 

months after the end of the financial year, the Management Board must approve the annual 

corporate accounts and consolidated accounts, if any, and submit them to the control of the 

Supervisory Board, together with its management report, which will be presented at the annual 

shareholders meeting approving the accounts.  The member of the Management Board cannot at 

the same time be a member of the Supervisory Board of the same corporation.  In order to 

dismiss a member of the Management Board, it must be approved by the Ordinary General 

Meeting of the shareholders or the Supervisory Board if provided in the By-laws.  If a member 

of the Management Board is dismissed for no reason, it may claim compensation for damages. 

 

 
Shareholdersô Rights 
 
(a) General Meetings of Shareholders 
 

A General Meeting of the Shareholders (assemblée générale des actionnaires) must be held at 

least once a year in order, inter alia, to elect the Directors or members of the Supervisory Board, 

to ratify agreements entered into between Renault and its senior executives or directors or major 

shareholders, to receive the written report of the board of directors (or Management Board) and 

the Statutory Auditor on the operations of the corporation for the past fiscal year and to approve 

the financial statements therefore.  Other meetings of the shareholders may be convened from 

time to time: a meeting of the shareholders is called an Extraordinary General Meeting of the 

Shareholders (assemblée générale extraordinaire des actionnaires) when, due to certain 

fundamental changes in the structure of the SA, amendment(s) of the By-laws must be approved 

by the shareholders or modifications of the authorized capital must be authorized.  Any other 

meeting is called an Ordinary General Meeting of the Shareholders (assemblée générale 

ordinaire des actionnaires). 

 

Decisions at Ordinary General Meetings of the Shareholders are adopted by a simple majority of 

the voting shares present, or represented thereat; at Extraordinary General Meetings of the 

Shareholders, decisions are adopted by a two-thirds majority of the voting shares present, or 

represented thereat. 

 

In the event the By-laws provide for various classes of shares, the rights granted to the various 

classes of shares cannot be changed without approval of the Extraordinary General Meeting of 

the shareholders duly notified to all shareholders.  Such resolution must be approved 

beforehand by a special meeting of shareholders of the relevant class of shares. 
 

(b) Voting Right 
 

As a general rule, each share is entitled to one vote.  Certain shares do not have the right to vote, 

while others may be granted double voting rights.  Shareholderôs agreements, voting trusts, 

voting pools, irrevocable proxies or any other mechanism tending to restrict a shareholderôs 

ability to freely vote his shares are generally prohibited but subject to certain exceptions.  

Nonetheless, shareholders may grant a proxy, valid for only one shareholders' meeting, 

empowering either another shareholder or his spouse, or in the case of a listed company any 

other person, to vote his shares. Shareholders may hold more than one proxy.  Finally, where a 

shareholder grants a proxy without specifying who is to vote his shares and how they are to be 
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voted, the chairman of the meeting of the shareholders is entitled to vote such shares on behalf of 

the shareholders provided that he votes same in favor of the resolutions proposed or supported by 

the Board of Directors or the Management Board and against all other resolutions. 

 

For companies whose shares are admitted on a regulated market, if the shares owned by a 

shareholder or jointly by shareholders become over or under the threshold of 5%, 10%, 15%, 

20%, 25%, 30%, 1/3, 50%, 2/3, 90% or 95% of the share capital or number of voting rights (in 

the event there is a difference between the number of shares and the number of voting rights), 

such shareholders must give a notice thereof to the company and the Autorité des Marchés 

Financiers. 

 

Article L. 225-123 paragraph 3 of the French Commercial Code provides that, regarding the 

companies whose shares are admitted on a regulated market, a double voting right is attributed to 

all fully paid-up shares and for which proof is provided of registration for two years in the name 

of the same shareholder unless this is expressly disapplied in the By-laws. This registration must 

be unbroken and is to be considered as from 2 April 2014. As a consequence, eligible holders of 

registered shares will benefit from double voting rights as from 3 April 2016. 

 

 
(c) Dividends 
 

Dividends must be approved by the shareholders.  Dividends may only be declared out of 

distributable profits of the parent company (bénéfice distribuable) which are equal to the net after 

tax profit minus any loss carry-forwards (reports à nouveau déficitaires) or allocations to 

reserves (including as the case may be statutory reserves under French law) plus any profit 

carry-forwards (reports à nouveau bénéficiaires) and special reserves created by the By-laws or 

shareholder resolutions from which dividends may be declared. 

 

Dividends may be declared only after the shareholders have approved the financial statements of 

the corporation for the past fiscal year and have determined the amount of distributable profits.  

The only exception to this mandatory chronological sequence of events is the declaration by the 

corporation of interim dividends (acomptes sur dividendes) which may be declared from time to 

time under certain circumstances during the fiscal year by the Board of Directors or Management 

Board.  All persons who are shareholders as of the date of the declaration of the dividend 

normally have the right to receive a same amount. 

 
(d) Liquidation 
 

An SA may be dissolved for any of a number of reasons, including the will of the shareholders, 

the end of its stated period of duration, the accomplishment of its corporate purpose, the 

satisfaction of a condition precedent contained in the By-laws requiring dissolution, dissolution 

in conjunction with bankruptcy proceedings or dissolution due to the court-ordered cancellation 

of the corporate charter. 

 

As soon as the decision to dissolve the SA has been taken, the corporation is in liquidation. 

 

The liquidation is carried out by one or more liquidators appointed either by shareholders or the 

Commercial Court as applicable.  The liquidator must carry out the formalities of publication, 

marshal the assets of the corporation and pay all of its outstanding debts. 

 

Once all corporate debts and all shareholders benefiting from social distribution rights have been 

paid, the liquidator has the authority to distribute corporate assets to the shareholders. 

 

Upon the termination of the liquidation, the liquidator must call a meeting of the shareholders to 
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approve the liquidation and to declare the corporation definitively liquidated.  After such 

meeting, the corporation ceases to exist as a legal entity. 

 
(2) CORPORATE SYSTEM AND ORGANIZATION PROVIDED FOR IN BY -LAWS, ETC. 

OF RENAULT:  
 
General Matters 
 
Organized as a société anonyme (public limited company) under French law, Renault is governed by 

the provisions of Book II of the Commercial Code, on commercial undertakings, and the provisions of 

the Employee Profit Sharing Act No. 94-640 of July 25, 1994.  Renault was incorporated on June 28, 

1955 and will cease to exist on December 31, 2088 except in the case of early termination or renewal.  

The head office is located at 13-15, Quai Le Gallo, Boulogne-Billancourt 92100 -France.  Renault is 

registered with the Registrar of Companies in Nanterre under the number 441 639 465 (APE code 

6420 Z; Siret code: 441.639.465.00018).  Legal documents such as the By-laws, minutes of Annual 

General Meetings, auditorsô reports and all other documents made available to shareholders in 

accordance with law may be consulted at the companyôs head office.  Renaultôs corporate purpose is 

the design, manufacture, trade, repair, maintenance and leasing of motor vehicles (commercial, light 

commercial and passenger vehicles, tractors, farm machinery and construction equipment) as well as 

the design and manufacture of spare parts and accessories used in connection with the manufacture 

and operation of vehicles.  It also encompasses all types of services relative to such operations and, 

more generally, all industrial, commercial, financial, investment and real estate transactions relating 

directly or indirectly, in whole or in part to any of the above purposes (see Article 3 of the By-laws).  

Renaultôs financial year runs for 12 months from January 1 to December 31. 

 
Shareholdersô Rights 
 
(a) Rights and Obligations related to Shares 
 

The shareholders, whose shares are fully paid up, have, in proportion to their shares, a 

preferential right to subscribe new shares created for a capital increase. Such preferential right 

shall be exercised in accordance with the terms, conditions and lead time prescribed by 

applicable law. 

 

The shareholders may individually waive their preferential right. 

 

A shareholdersô meeting deciding a share capital increase may abrogate the preferential right.  

Subject to nullity of the decision, the meeting decides on the basis of a report by the Board of 

Directors and a report by the auditors made in accordance with legal and regulatory provisions. 

 

Besides the right to vote, each share entitles to a part, equal to the portion of the share capital that 

it represents, of the ownership of the social assets and the liquidation surplus. 

 

Each time a minimum of shares is required to exercise a right, the shares which are below the 

amount required shall not grant their owners any right against the company, and the shareholders 

shall be in charge, in such case, of gathering the necessary amount of shares. 

 

Ownership of a share automatically entails acceptance of the By-laws of Renault and the 

Shareholders Meetingôs resolutions. 

 

The shares are non dividable vis-à-vis the company. 

 

The joint owners of one or several shares shall be represented at the Shareholdersô Meetings by 

one of them or by a single proxy of their choice. 
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In case of division of ownership of a registered share the entry in the companyôs book shall 

mention the name of the usufructuary (usufruitier) and of the bare owner(s) (nu-propriétaire).  

The voting right attached to a share shall belong to the usufructuary at all Shareholdersô 

Meetings. 

 

Every shareholder may vote by correspondence or give proxy powers according to the terms laid 

down by law and in regulatory provisions. 

 

On February 12
th
, 2014, the Board of Directors has decided that the shareholders may, in 

accordance with the By-laws, take part in the General Meeting via the Internet, under those 

conditions laid down in applicable regulations at the time such means are used. 

 

At every Shareholdersô Meeting each shareholder in attendance has many votes as he holds or 

represents shares, subject to no limitation other than any resulting from legal provisions and 

subject to the provisions under the By-laws. 

 
(b) Right to Appoint Directors 
 

Fifteen are chosen by the Annual General Meeting of Shareholders (i) and one represents 

employee shareholders (ii). 

 

(i) the shareholders have the right to appoint at least 3 and at the most 15 Directors (art. 11 of the 

By-laws).  

 

(ii)  the shareholders have the right to appoint one director representing employee shareholders 

who shall be appointed by the Ordinary Shareholdersô Meeting, after a majority vote by the 

shareholders present or represented by proxy. 

 

In addition, other three directors are elected by the employees of the Company and of its direct or 

indirect subsidiaries, having registered office of French territory and two directors are appointed 

by the French State. 

 
(c) Right to Claim Dividends 
 

Net income is appropriated in compliance with existing legislation. 

 

Distributable income consists of the current yearôs income, less previous losses and amounts 

transferred to the legal reserves, plus retained earnings brought forward from previous years.  

Upon recommendation by the Board of Directors, the General Meeting may then determine 

portions of this income to be allocated to optional ordinary and special reserves or to be carried 

over.  The balance, if any, is divided among the shares in proportion to their paid-up and 

unamortized value.  

 

In accordance with legal provisions, the Annual General Meeting has the authority to offer 

shareholders the option of receiving all or part of the dividend payout in cash or in shares.  

Requests for the payment of a dividend in shares must be submitted within the time period 

established by the Annual General Meeting without exceeding three months from the date of the 

Meeting.  The Board of Directors may choose to suspend this period for up to three months if 

the share capital is increased. 

 

Dividends are paid at the places and times set by the Shareholdersô Meeting, or failing which, by 

the Board of Directors. 

 

Dividends not claimed within five years of the date of payability lapse in the conditions 

prescribed by law. 
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Holding of Stock and Transfer Thereof 
 
Shares are freely transferable in accordance with legislative and regulatory provisions.  Such 

transfers are made in book entry form. 

 
Statutory thresholds  
 
Shares are registered in an account according to the provisions and terms established by law.  Fully 
paid-up shares are in either registered or bearer form, at the discretion of their owner, subject to 
legislation in force and the By-laws.  However, shares that are not fully paid-up must be in registered 
form.  Renault is authorized to make use of the appropriate legal provisions for identifying 
shareholders having immediate or future voting rights in its own shareholdersô meetings.  In addition 
to the statutory requirement to inform the company of shareholdings exceeding a certain fraction of 
the share capital, any shareholder or management company for an undertaking for collective 
investment in transferable securities in a fund management organization holding a number of shares 
or voting rights greater than 2% of the share capital or a multiple of this percentage which is less than 
or equal to 5% of the share capital or the voting rights, is obliged to disclose to the company the total 
number of shares he possesses, by registered letter with acknowledgement of receipt, within a time 
period provided for in a decree of the Conseil d'Etat. Beyond 5%, the foregoing mandatory disclosure 
shall apply to any 1% fraction of the share capital or voting rights.  For the purposes of determining 
the thresholds described above, indirectly held shares or shares assimilated to equity held as defined 
by the provisions of Article L.233-7 of the French Commercial Code will also be taken into account.  
The declarer must certify that the said declaration includes all shares held or owned within the 
meaning of the preceding paragraph, and must indicate the acquisition date(s).  The declaration 
requirement applies in the same manner if the holding falls below any of the aforementioned 
thresholds, 1% or 2 % as applicable. 

 
If the conditions described above are not respected, any shares exceeding the fraction that should have 
been declared are stripped of voting rights for all shareholdersô meetings for a period of two years 
after the required declarations are made, insofar as this is requested at the meeting by one or more 
shareholders who together hold at least 1% of share capital.  
 
Management 
 
As a preliminary it is specified that since shareholders meeting dated April 26, 2002, Renault has 

implemented the provision of the law dated May 15, 2001 titled N.R.E. as referred and further 

detailed in the above sub-section (1) ñCorporate System in the Country or State to which Renault 

Belongsò. 

 
Members of the Board of Directors 
 

According to the current By-laws, Renault is administered by a Board of Directors comprising: 

 
A/Directors appointed by the Shareholdersô General Meeting 
 
These directors shall number at least 3 and at most 15 directors and may be either natural or legal 

persons. Upon appointment, the latter shall designate a permanent representative which shall be 

subject to the same obligations and liabilities as if he were a director in its own name, without 

prejudice to the joint liability of the legal person he represents. 

 

Subject to the requirements to be fulfilled on renewal of directors, the term of office of directors shall 

be four (4) years, since Shareholdersô General Meeting dated April 26, 2002.  However, where a 

director is appointed in the place of another director during his term of office, he shall exercise his 

functions only during the remainder of the term of office of his predecessor. The directors chosen by 

the Shareholdersô Meeting may be re-eligible subject to statutory provisions more particularly 
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concerning age limits. 

 

Any directorôs function shall cease at the end of the Ordinary General Meeting called to approve the 

accounts of the previous fiscal year, and held during the year during which the said directorôs term of 

office expires. 

 

In the event of one or several vacancies in the Board of Directors, due to death or resignation, and 

notwithstanding that the number of directors remains at least equal to the minimum required by the 

By-laws, the Board of Directors may, during the period elapsed between two General Meetings, 

provisionally appoint one or more new directors to replace those who have died or resigned. 

 
B/Directors elected by the employees 
 
There are three such directors, one of them representing the engineers, executives and similar. 

 

They shall be elected by the employees of Renault and its direct or indirect subsidiaries, having 

registered office on French territory. 

 

Since the Shareholders general meeting of April 29, 2008, their term of office shall be four years (6 

years previously).  However this shall cease ipso jure where these representatives no longer fulfill 

the eligibility requirements provided for in article L.225-28 of the French Commercial Code, or again 

in the event of breach of their employment agreement in accordance with article L.225-32 of the 

French Commercial Code. 

 

The status and the methods of election of these directors are laid down by the provisions of articles 

L.225-27 to L.225-34 of the French Commercial Code on commercial companies and by the By-laws. 

 

The three directors representing employees shall be elected by separate electorates: 

 

- Engineers, executives and similar (one seat) comprising electors usually voting in the third 

electorate (for companies having 3 electorates) for the election to the Workers Council (Comité 

dôentreprise). In companies or establishments not having three electorates or not having a 

Workers Council, the classification of « Executive », as defined by the Collective Agreements 

applicable to the companies and establishments under consideration, shall be used. 

 

 This seat shall be filled by a two-round majority vote.  Each candidacy shall comprise the name 

of the candidate plus of his possible replacement. 

 

- Other employees, comprising all the other employees (two seats).  Seats shall be filled by a 

ballot for lists by proportional representation, the list with the greatest number of votes winning, 

but with no possibility of including a name on one list in another.  Each list shall contain twice 

as many candidates as the number of seats to be filled. 

 

 In the event of a tie, candidates who have worked in Renault longest shall be elected. 

 

Candidates or lists of candidates may be presented either by one or several representatives 

organizations, in the meaning of article L.2314-8 and L.2122-1 of the French Labor code, or by 100 

electors. 

 

To be eligible, candidates must be party to an employment agreement with Renault or one of its direct 

or indirect subsidiaries, with registered offices on French territory, this for a minimum of two years 

prior to the date of effect of the term of office for which they have been elected, and corresponding to 

an effective work. 

 

The number, place and composition of polling stations shall be fixed by Renaultôs establishments and 
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subsidiaries concerned thereby, in conformity with accepted common practice in force for the 

elections of employee representatives. 

 

Voting arrangements which are not specified by French Commercial Code or by the By-laws, and the 

conditions governing the term of office for directors elected by the employees, shall be laid down by 

senior management after consultation of the unions which are representative at Renaultôs level. 

 
C/One director representing the employee shareholders: 
 
Appointment procedure for the director representing employee shareholders are laid down by decree 

n° 95-237 of March 2, 1995, pursuant to the French Commercial Code and by the By-laws. 

 

His term of office shall be 4 years (6 years previously). 

 

However, his term of office shall cease ipso jure and the director representing employee shareholders 

shall automatically be deemed to have resigned:  

 

- in the event of loss of his employment with Renault or with one of its direct or indirect 

subsidiaries, 

 

- in the event of loss of his quality as shareholder of Renault, subject to a ratification within three 

months, 

 

- or in the event that the subsidiary of which he is an employee is no longer controlled by Renault. 

 

In the event of death or resignation, the seat vacated by the director representing the employee 

shareholders shall be filled with all dispatch, in the same conditions as those governing the 

appointment of the director vacating the seat. The term of office of the director thus appointed to 

replace another shall end at the date the term of office of the replaced director would have ended.  

 
Designation of candidate 
 

The calendar for the designation of candidates shall be fixed by the Chairman of the Board of 

directors. It shall be posted in the companies concerned at least one month prior to the General 

Meeting called to appoint the director representing the employee shareholders. 

 

The Chairman of the Board of directors shall consult the employee shareholders holding securities 

with a view to designating their candidates before holding the General Meeting called to appoint the 

director representing the employee shareholders. Minutes shall be drawn up indicating the number of 

voting rights polled by each candidate. 

 

The two candidates having polled the greatest number of votes among those with a number of votes at 

least equal to 5% of the employee shareholders shall be candidates for election by the Ordinary 

General Meeting. 

 

In the event that no candidate attains the threshold of 5%, the two candidates with the largest number 

of votes shall be presented for election by the Ordinary General Meeting of Renault shareholders. 

 

Each candidate shall present himself with a substitute who will take the place of the principal 

candidate in the event that he definitively leaves office as director during the term of office to which 

he is elected. In that case, the substitute shall replace the principal for the remaining duration of the 

latterôs term of office. 

 

In addition to the voting conditions described above, regulations drawn up on the designation of the 

director representing the employee shareholders shall describe the practical terms for this vote. 
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Appointment procedures : 
 
The director representing employee shareholders shall be appointed by the Ordinary Shareholdersô 

Meeting, after a majority vote by the shareholders present or represented by proxy. 

 
Organization of the Board of Directors 
 

The Board of Directors shall designate a Chairman among its members, who shall be a natural person.  

The Chairman is re-eligible. 

 

The term of office of the Chairman shall not exceed the term of his office as a director. The Chairman 

must be aged less than 72 provided that if this age limit is reached during his term of office the 

Chairman shall continue in office until the end of the term of his mandate without being eligible for 

re-election. 

 

Board meetings are chaired by the Chairman. In his absence or in case of impediment, the Board 

meeting shall be chaired by a director designated by the Chairman for this purpose, or, failing such 

designation, the Board shall designate a meeting chairman. 

 

The Board appoints a Secretary and may appoint an assistant Secretary, neither of whom needs be a 

director. 

 

On the Chairmanôs motion, the Board of Directors may decide the setting up of committees which are 

assigned specific tasks. 

 
Meetings of the Board of Directors 
 

The Board of Directors shall meet as often as Renaultôs interest so requires.  It meets on call by its 

Chairman, or one third of the directors if a Board meeting has not been held in over two months, 

either at the registered office, or at any other place specified in the notice of meeting. 

 

Notices of meeting may be made by all means, even verbally. The Board of Directors may validly 

take resolutions, even without notice of meeting, if all members are present or represented. 

 

Resolutions are adopted under quorum and voting rules provided by law; in the event of a tie, the 

chairman of the meeting has a casting vote, unless the vote is on the appointment or revocation of the 

Chairman of the Board of Directors. 

 

Any director may, for any meeting, give his proxy in any way to another director to vote in his stead; 

no director may represent more than one other director. In the event of one or several vacancies for 

any reason whatsoever in the seats of directors elected by the employees, whom could not be replaced 

as laid down by the provisions of article L.225-34 of the French Commercial Code, the Board of 

Directors shall be deemed validly composed with the remaining directors and may validly meet and 

take resolutions before the election of the new directors representing employees. 

 

Persons invited by the Chairman to attend Board of Directorsô meetings shall be bound by the same 

duty of confidentiality as the directors. 

 

The internal regulations appended to these By-laws shall, pursuant to laws and regulations, determine 

the conditions for the organisation of meetings of the Board of Directors which may take place 

through videoconferencing or means of telecommunication which guarantee the effective 

participation of the Directors. 

 

Board resolutions are evidenced by minutes signed by the chairman of the meeting and at least one 
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director.  If the chairman of the meeting cannot sign, the minutes are signed by at least two directors 

who took part in the resolution. The minutes are entered on loose-leaf sheets numbered and initialed 

continuously and bound in a special book, all in accordance with legal and regulatory provisions. 

 

Copies or excerpts from the minutes are validly certified by the Chairman of the Board of Directors, a 

general manager, the acting chairman or the Secretary of the Board of Directors expressly authorized 

to do so. 

 

The number of incumbent directors and their presence at a Board meeting, in person or by proxy are 

sufficiently evidenced by a copy of or an excerpt from the minutes. 

 

Functions of Chairman 

 

The functions of Chairman shall be exercised according to legal and regulatory provisions. 

 

On April 26, 2002, the Board of Directors of Renault has decided that the management will be vested 

in a single person who will act both as chairman and chief executive officer. Further details are 

provided in Part I-1-(1) under the heading « management ».  

 

Since a decision of the Board of Directors dated April 29, 2005, the functions of Chairman and CEO 

were split. The Board of Directors decided in May 6, 2009 that the management will be vested in a 

single person again, who will act both as Chairman of the Board and Chief Executive Officer.  

 

The Chairman organizes and directs the work of the Board of Directors, accounts for the same to the 

Shareholdersô Meetings and executes its decisions. He ensures the proper working of the corporate 

decision-making bodies and ensures that the directors are able to fulfill their tasks. 

 

The Chairman of the Board of Directors may delegate to anyone such temporary or standing authority 

as he sees fit, with or without power of re-delegation in whole or in part.  

 

In case the Chairman cannot exercise his functions for any reason whatsoever, the Board may assign 

them in all or in part to a director, provided such assignment which may be renewed, is made for a 

limited time. 

 
Remuneration of directors ï Expenses 
 

The Shareholdersô Meeting may grant to the directors, as attendance fees, a remuneration which 

amount, fixed by the Shareholdersô Meeting shall be maintained until a new decision. 

 

The Board of Directors allocates such amount among the directors in a manner that it deems fit and in 

compliance with the law. 

 

Directors may, upon presentation of relevant documents, obtain the reimbursement by Renault of 

expenses incurred in the exercise of their functions. 

 
Liability 
 

Directors shall be liable, individually or jointly as the case may be, vis-à-vis Renault or third parties, 

for any infringement of the statutory provisions applicable to limited liability companies, and for any 

infringement of the By-laws. 

 
General Meeting of Shareholders 
 
The General Meeting is comprised of all shareholders whose shares were registered in the name, at 

the latest three business days before the date of the meeting under the following conditions. 
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Proof of entitlement to attend General Meetings shall take the form of an accounting record of the 

shares in the shareholderôs name or in the name of the intermediary registered on the shareholderôs 

behalf in accordance with Article L.228-1 of the Commercial Code, on the third business day 

preceding the General Meeting at midnight, Paris time, either in the registered share accounts kept by 

the Company or in the bearer share accounts held by the authorized intermediary. 

 

For bearer shares, the registration or the accounting records of shares held in accounts kept by the 

authorized intermediary shall be recorded in a shareholding certificate issued by said intermediary. 

 

Any shareholder may give his proxy to any other designated person (physical or legal), shareholder or 

not, to represent him at Shareholdersô Meeting. In case of legal proxy, he shall attend the 

Shareholdersô Meeting through its legal representatives or any person designated for that purpose by 

the latter. 

 

Shareholdersô Meetings are convened and vote in accordance with the legal and regulatory provisions.  

 

The agenda of every Shareholdersô Meeting is set by the author of the notice. 

 

However, one or more shareholders may, in the conditions prescribed by law, request the entry in the 

agenda of (i) draft resolutions which will be submitted to vote, and (ii) items, which will be discussed 

during the Meeting without any vote.  

 

Shareholdersô meeting may not vote on a matter which is not entered on the agenda except for the 

resignation and the replacement of the directors designated by shareholders as provided by the law. 

 

Every Shareholdersô Meetings is held at Renaultôs registered office or any other place specified in the 

notice. 

 

Resolutions are adopted by Shareholdersô Meetings under the legal quorum and voting rules. 

 

The calculation of the quorum and voting majority shall include the shareholders who attend the 

Meetings through videoconferencing or via means of telecommunications allowing them to be 

identified, the nature and conditions of which shall be fixed by a Decree enacted in the Conseil dô£tat 

(French supreme body responsible for administrative law). 

 

Every Shareholdersô Meeting is chaired by the Chairman of the Board or, in his absence or in case of 

unavailability, by the Director delegated by the Board of Directors for this purpose. 

 

The shareholders of the Shareholdersô Meeting having the largest number of votes and willing to do 

so serve(s) as teller(s) (scrutateur). 

 

Said officers appoint the Secretary of the meeting, who do not need to be a shareholder. 

 

An attendance list is kept at every Shareholdersô Meeting in accordance with the law. 

 

The officers of the Shareholdersô Meeting attach to the attendance list the proxies of the shareholders 

present by proxy and the ballot received by mail. 

 

The attendance list, duly initiated by the shareholders and proxy agents, is certified by the officers of 

the meeting. 

 

Every shareholder may vote by correspondence or give proxy powers according to the terms laid 

down by law and in regulatory provisions. 
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On February 12
th
, 2014, the Board of Directors has decided that the shareholders may, in accordance 

with the By-laws, take part in the General Meeting via the Internet, under those conditions laid down 

in applicable regulations at the time such means are used. Those shareholders, who use the electronic 

voting form proposed on the site for this purpose, within the given deadlines, shall be assimilated to 

shareholders who are present or represented. 

 

The proxy power or the vote which is thereby expressed prior to the General Meeting via such 

electronic means, as well as the confirmation of receipt which is given, are deemed to be 

non-revocable writs which may be relied upon against all parties, it being specified that in the event of 

sales of shares prior to 0:00 hours (Paris time) on the third business day preceding the General 

Meeting, Renault will consequently invalidate or amend, as applicable, the proxy powers or votes 

expressed prior to that time and that date. 

 

 

At every Shareholdersô Meeting each shareholder in attendance has many votes as he holds or 

represents shares, subject to no limitation other than any resulting from legal provisions and subject to 

the provisions under the By-laws. 

 

Shareholdersô decisions are evidenced by minutes entered on loose-leaf sheets numbered and 

initialled continuously and bound in a special book, all in accordance with legal and regulatory 

provisions. 

 

Copies or excerpts from the minutes are validly certified by the Chairman of the Board, a General 

Manager, or the Secretary of the Shareholdersô Meeting. 

 

An Ordinary Shareholdersô Meeting is the one called to make all decisions which are not to be taken 

by the Extraordinary Shareholdersô Meeting. 

 

The Boardôs report on the companyôs businesses at the Ordinary Shareholdersô Meeting. The auditorsô 

report is also reported to the Ordinary Shareholdersô Meeting. 

  

The Ordinary Shareholdersô Meeting approves or disapproves the balance sheets and accounts or 

requires correction thereof. 

 

The Ordinary Shareholdersô Meeting allocates the profits and declares dividends in accordance with 

article 34 of the By-laws. 

 

The Ordinary Shareholdersô Meeting appoints the auditors. 

 

The Ordinary Shareholdersô Meeting fixes the attendance fees granted to the Board of Directors. 

 

The Ordinary Shareholdersô Meeting decides on the special auditorôs report on conventions 

authorized by the Board of Directors in accordance with the law. 

 

The Ordinary Shareholdersô Meeting may authorize all issues of bonds or other similar securities. 

 

The Extraordinary Shareholdersô Meeting may amend the By-laws in all respect authorized by law. 

 
Independent Auditors (Commissaires aux Comptes) 
 
The Shareholdersô Meeting shall elect at least two Independent Auditors having the audit duties 

prescribed by law. 

 

The Independent Auditors were appointed by the ordinary session of the joint general meeting of June 

7, 1996, reappointed by the general meeting of April 26, 2002, and reappointed by the general 
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meeting of April 29, 2008, for a six year (renewable) term. The term of the Independent Auditors 

shall end after the shareholdersô meeting called to approve the financial statements for 2013. 

 

At the shareholdersô general meeting held on April 30, 2014, one of the Independent Auditor was 

reappointed and the other one was substituted by a new Independent Auditor for a six year 

(renewable) term. The term of the Independent Auditors shall end after the shareholdersô meeting 

called to approve the financial statements for 2019. 

 

 

Said Independent Auditors must have the qualifications prescribed by law.  They are elected for six 

fiscal years and are re-eligible. 

 

One or more alternate Independent Auditors are elected to replace the regular auditors in the event of 

death, disability, refusal to act or resignation. 

 
Accounting 
 

The fiscal year is the calendar year.  It starts on January 1 and ends on December 31 of each calendar 

year. 

 

 

2. FOREIGN EXCHANGE CONTROL SYSTEM:  
FOREIGN INVESTMENTS IN FRANCE  

 

According to French law (Monetary and Financial Code (the ñCMFò) (decret of 30 December 2005, 

decret of 7 may 2012, décret of 14 May 2014 and arrêté of 7 March 2003 (the ñArrêtéò)) foreign 

investments in France may be subject to an administrative declaration (A), statistical declaration (B), 

and/ or prior authorization (C). 

 
Definitions 
 
Residents: individuals having their main interest in France as well as French or foreign entities for 

their establissements in France. 

 

Non-residents: individuals having their main interest abroad as well as French or foreign entities for 

their establissements abroad. 

 
A-Administrative declaration 
 
1) Content of the administrative declaration 
 

The administrative declaration shall be made at the earliest of (i) the entry into the agreement (ii) 

the publication of the tender offer and (iii) the acquisition of an asset constituting a direct 

investment in France. 

 

The administrative declaration must contain: information on the individuals or the public entity 

that, at the end of the process, control the foreign investor (if it is an entity).  If the investor is a 

public listed company, the administrative declaration must indicate the identity of the main 

shareholders holding a stake higher than 5% together with a list of the board members and their 

places of residence.  If the transaction is made by an investment fund, disclosure of the identity 

of its managers is mandatory.  The administrative declaration must also indicate the allocation 

of shareholding interests in the target company prior to and after the transaction, the aggregate 

amount of the transaction, and precisely if the transaction is being made by way of a transfer of 

funds from a foreign country to France or by another way. 
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Failure to make such administrative declaration may involve criminal penalties. 

 
2) Transactions subject to administrative declaration: 
 

Pursuant to articles R.151-1, R.152-5 al.1 of the CMF and Article 7 of the Arrêté, the following 

investments are submitted to an administrative declaration (to be made to the Ministry of 

Economy, Direction of the Trésor). 

 
a) Direct foreign investments (Articles R.151-1, R.152-5 al.1 of the CMF) 
 

 ;The creation of a new company by a foreign company or by non-resident individuals ה

 

 The acquisition of all or part of a line of business of a French company by a foreign ה

company or by non-resident individuals; 

 

 All transactions made in the capital of a French company by a foreign company or by ה

non-resident individuals provided that, after such transaction, the aggregate amount of 

share capital or voting rights hold by a foreign company or by non-resident individuals 

exceed 33.33% of the share capital or the voting rights of such French company; 

 

 All transactions made by a French company in which a foreign company or non-resident ה

individuals hold more than 33.33% of the share capital or the voting rights of such 

French company. 

 
b) Foreign investments  
 

 Transactions such as the granting of loans, significant guarantees, purchase of patent ה

licenses, business contracts or know how that result in a de facto control of a French 

company by a foreign company or by non-resident individuals. 

 
c)  Indirect foreign investments 
 

 Transactions consummated abroad entailing the modification of control of a non-resident ה

company which is itself the holder of a stake or voting rights in a French company in 

which a foreign company or non-resident individuals hold more than 33.33% of the share 

capital or the voting rights of such French company. 

 
3) Exemptions for specific transactions (Article R.152-5 al.2 of the CMF) 
 

Certain direct investments in France are by virtue of the nature of the investment exempt from 

the administrative declaration requirements, regardless of the investorôs place of residence.  The 

exempted investments consist of the following: 

 

 The creation or expansion of activities of an existing French company held directly or indirectly ה

by a foreign company or by non-resident individuals; 

 

 Increases in the stake of a non-resident (e.g. by share purchase) in a French company held ה

directly or indirectly by a foreign law company or by non-resident individuals by a foreign 

investor who already hold more than 50% of the share capital or the voting rights of such 

company; 

 

 Subscriptions to increase the capital of French companies already held directly or indirectly by a ה

foreign company or by non-resident individuals, provided the foreign investor does not actually 

increase its participation at this time; 
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 Direct investment transactions made between companies belonging to the same group, which ה

means that they are directly or indirectly held, by more than 50%, by the same shareholders; 

 

 Loans, advances, guarantees, consolidation or cancellation of debts, subsidies or ה

allowances/grants to the subsidiaries made available to a French company already held directly 

or indirectly by a foreign law company or by non-resident individuals; 

 

 Direct investment transactions in real estate companies, other than those engaged in the ה

construction of buildings for sale or lease; 

 

 ,Direct investment transactions in French companies relating to handicrafts, retail, hotels ה

restaurants, or service industries relating to or having the exclusive objective of exploitation of 

stone quarries and gravel pits, provided the investment does not exceed Euro 1,500,000; and 

 

 .The purchase of agricultural land ה

 
B-Transactions subject to a statistical declaration 
 
1) Declaration to the Banque de France 
 

The credit institutions, investments companies and other finance related companies have to make 

monthly statistic declarations related to settlements between residents and non-residents which 

are made in France and which exceed Euro 12,500 based on elements disclosed to them by such 

residents. 

 

Companies or groups of companies for which the amount of transactions with foreign countries, 

exceed, for some services Euro 30,000,000 in a fiscal year have to declare on a monthly basis all 

transactions made with foreign countries or in France with non-residents. 

 

Residents directly making transactions abroad, from, inter alia, accounts opened abroad, or by 

way of debt set off/compensation, have to declare on a monthly basis to the Banque de France if 

such transactions exceed Euro 1,000,000. 

 

Certain other transactions have to be declared to the Banque de France if their amount exceeds 

Euro 15,000,000 within 20 days following their completion (Article R.152-3 of the CMF): 

 

 Direct foreign investments in France or French investments abroad involving transactions by ה

which non-residents or residents purchase at least 10% of the share capital or the voting rights, or 

cross the 10% threshold, of respectively a resident or a non-resident company.  Transactions 

between related companies are also involved here (i.e. loans, deposits...) as well as real estate 

investments; 

 

 ;Acquisition or sale of non-resident companies by residents ה

 

 .Acquisition or sale of real estate abroad by residents, and in France by non-residents ה

 
2) Declaration to the Direction du Trésor 
 

For statistical reasons, the following transactions have to be declared to the Direction du Trésor
1
 

                                                      
1 

Such declaration should be made following to the information required for the administrative declaration, 

provided that the names of the main shareholders do not have to be disclosed. 
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(Article R.152-4 of the CMF and Article 5 of the Arrêté): 

 

 The creation of a company and real estate acquisitions which exceeds Euro 1,500,000 made by ה

foreign investors in France and liquidation of direct foreign investments in France; 

 

 The creation or expansion of activities of an existing French company held directly or indirectly ה

by a Foreign company or by non-resident individuals when the amount of those transactions 

exceed Euro 1,500,000; 

 

 ;The purchase of agricultural lands for wine making purposes ה

 

 ;The liquidation of foreign directs investments in France ה

 

 Transactions that have been subject to an authorization from the Minister of Economy (taking ה

into account that the French administration must be informed if an authorized direct investment 

transaction has not been made or has not been entirely made). 

 

The Direction du Trésor must also be informed by French companies (or their liquidator) held 

directly or indirectly by foreigners for: 

 

 .Decrease of the foreign stake in their capital, even if it does not constitute a desinvestment (i.e ה

by way of a capital increase subscribed by French residents); 

 

 All significant amendments related to their existence or business: closure of business, change of ה

corporate name or address, liquidation; 

 

 All transitions carried out abroad and modifying indirectly the holding of the share capital of a ה

French company (the identity and the control of the new shareholder have to be disclosed). 

 

 For those statistical declaration purposes, a direct foreign investment in France or French abroad 

involve transactions by which non-residents or residents purchase at least 10% of the share 

capital or the voting rights, or cross the 10% threshold, of respectively a resident or a non 

resident company.  Transactions between related companies are also involved here (i.e. loans, 

deposit) as well as real estate investments. 

 

 Failure to make such statistical declarations may involve criminal penalties. 

 
C-Investments subject to prior authorization 
 
 Notwithstanding the foregoing, some specific foreign investments are subject to the prior 

authorization of the Ministry of Economy, Direction du Trésor (articles R.153-2 and R.153-4 of 

the CMF and Article 7 of the Arrêté): 

 
Definition of 'foreign investment' submitted to prior authorization depends on whether the 
investor is a non-EU/EEA or a EU/EEA investor (Article R.153-2 and R.153-4 of the CMF).  
With regard to both non-EU/EEA and EU/EEA investors, the CMF defines a 'foreign investment' 
as:  

 
(1) the acquisition of control, within the meaning of Article L.233-3 of the Commercial Code, 
of a company having its registered office in France;   
 

(2) the acquisition of all or part of a branch activity of business having its registered office in 
France, 
(Articles R.153-1 and R153-3 of the CMF) 
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  However, if the investor is a non-EU/EEA investor, the CMF also defines 'foreign investment' 
as: 
 

(3) the crossing of 33.33% of holding of the share capital or voting rights in a company 
having its registered office in France (Article R 153-1 of the CMF). 
 

If the foreign investment falls within one of the three categories above, it will be subject to prior 
approval by the Minister of Economy if it is also made in one of the strategic business sectors 
listed below (which will vary depending on whether it is a non EU/ EEA investor or a EU/EEA 
investor): 

 

 Foreign investments related to public order or public safety as well as those related to regulated ה

private security activities; 

 

  ;Foreign investments related to national defense, weapons and explosives ה

 

 Foreign investments related to cryptology, interception of communication and information ה

system security;  

 

 ;Foreign investments related to production of antidotes, dual-purpose goods and technologies ה

 

The French Government issued a decree (n°2014-479) on 14 May 2014 (the "Decree") that extends 

the list of investments for which foreign investors must obtain prior authorisation from the French 

Minister of Economy before making an investment in a French company. Six new sectors have now 

been added by the Decree, i.e.: 

 

¶ the integrity, the safety and the continuity of the supply of water; 

¶ the integrity, the safety and the continuity of electricity, gas, hydrocarbons and any other 

source of energy;  

 

¶ the integrity, the safety and the continuity of operation of transport networks and services; 

 

¶ the integrity, the safety and the continuity of electronic communications networks and 

services; 

 

¶ the integrity, the safety and the continuity of operation of facility, installation or structure 

which are of vital importance within the meaning of Articles L. 1332-1 and L. 1332-2 of the 

French Defence Code; 

 

¶ the protection of public health; 

 

The Ministry of Economy, when considering requests for authorization from foreign investors, is 

required to make a decision within two months from the date the application is deemed to have been 

filed.  If no response is received from the Ministry within this period, the direct investment is 

deemed to be authorized. The Ministry of Economy can also make a favorable decision subject to 

conditions related to national interest and within the respect of principle of proportionality. 

 

The Ministry of Economy may give its approval subject to commitments being made by the foreign 

investor (Article R.153-9 CMF). In this respect, the Decree extended the power of the Minister to 

require foreign investors to divest an activity to a third party. Previously, the Minister of Economy 

could only impose the divestment of an ancillary activity falling within a strategic sector. Now, the 

Minister may order the divestment of any activity falling within the scope of the strategic sectors (i.e. 

even if the activity represents a very significant part of the targeted business or company). 
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Any undertaking, agreement or covenant which, directly or indirectly results in the completion of an 

investment in a protected sector without prior authorisation having been obtained is null and void. 

 

Failure to request such authorization can also give rise to an injunction from the Ministry and, 

potential criminal sanctions.  

 

In any cases, if a foreign investor wishes to practice in France within an economically regulated sector, 

he is also subject to the particular regulations required by a practice in such regulated sector. 

 

3. TAXATION:  

 
(1) TAXATION IN FRANCE   
 

The following is a general summary of the material French tax consequences of acquiring, owning 

and disposing of bonds for a person (i) who is a resident of Japan for the purposes of Japanese tax and 

the ñConvention Between France and Japan for the Avoidance of Double Taxation with Respect to 

Taxes on Incomeò dated March 3, 1995 (the ñTreatyò) and the rider dated January 11, 2007, (ii) who 

is entitled to the benefits of the Treaty and (iii) whose payments under the bonds are made on an 

account opened in its name of or for its benefit in Japan.  

 

This discussion is intended only as a descriptive summary. It does not cover all aspects of French tax 

laws and of the Treaty which may be relevant to a bondholder of bonds with respect to his particular 

situation. 

 
1)  Taxation on Interest on the Bonds 
 

Payments of interest and other revenues made on bonds issued on or after 1 March 2010 are not 

subject to the withholding tax set out under Article 125 A III of the French Code Général des 

Impôts unless such payments are made outside France in a non-cooperative State or territory 

(ñEtat ou territoire non cooperatifò) within the meaning of Article 238-0 A of the French Code 

Général des Impôts.  If such payments under the bonds are made in a non-cooperative State (i.e. 

an account opened in a non-cooperative State in the name of or for the benefit of a bondholder), a 

75% withholding tax will apply, subject to certain exceptions and the more favourable provisions 

of an applicable tax treaty. As Japan is not listed as a non-cooperative State, the payments of 

interest and other revenues made in Japan on bonds issued on or after March 1, 2010, will be 

made without deduction or withholding in France.  

 
2)  Taxation of capital gains 
 

Pursuant to the Treaty, a bondholder will not be subject to French tax on any gain from the sale 

or disposal of his bonds. 

 
3)  French Estate and Gift Taxes 
 

Since France and Japan have not entered into an estate and gift tax treaty, the transfer of bonds 

by gift or by reason of death of the Bondholder will, under French domestic law, be subject to 

French gift or inheritance taxes.  Bondholders should consult their own tax advisor concerning 

the application of estate and gift tax to their holding of the Bond. 

 
4)  Stamp Duty on Transfer of Bonds 
 

The transfer of bonds issued by a company established in France shall be subject to a fixed tax of 

EUR 125 but only if such transfer is concluded in an agreement filed voluntarily with the French 

registry office. 
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(2) TAXATION IN JAPAN  
 

Any interest on the Companyôs bonds received by resident individuals of Japan or Japanese 

corporations (hereinafter referred to as the ñBondsò), any amount which a Bondholder may receive 

upon redemption of his Bond in excess of the issue price of such Bond (such amount being hereinafter 

referred to as ñIssue Differentialò), and any gains derived from the sale of the Bonds will be generally 

subject to Japanese taxation in accordance with existing Japanese tax laws and regulations 

(hereinafter referred to as ñJapanese Tax Lawsò).   

 

Interest on the Bonds received by non-resident individuals of Japan or non Japanese corporations will, 

in general, not be subject to Japanese taxation.  Under Japanese Tax Laws, Issue Differentials 

received by non-resident individuals of Japan or non-Japanese corporations will, in general, not be 

subject to Japanese taxation; provided, however, that (i) Issue Differentials which are received on and 

after January 1, 2017 by a non-resident individual of Japan having a permanent establishment within 

Japan and are attributable to such permanent establishment or (ii) Issue Differentials which are 

received on and after the first date of its first business year commencing after April 1, 2016 by a 

non-Japanese corporation having a permanent establishment within Japan and are attributable to such 

permanent establishment will, in general, be subject to Japanese taxation.  Under Japanese Tax Laws, 

any gains derived from the sale of the Bonds within Japan will, in general, not be subject to Japanese 

taxation unless (a) such gains fall under certain requirements of Japanese Tax Laws and (i) are 

received before January 1, 2017 by a non-resident individual of Japan having a permanent 

establishment within Japan or (ii) are received before the first date of its first business year 

commencing after April 1, 2016 by a non-Japanese corporation having a permanent establishment 

within Japan, or (b) such gains (i) are received on and after January 1, 2017 by a non-resident 

individual of Japan having a permanent establishment within Japan and are attributable to such 

permanent establishment or (ii) are received on and after the first date of its first business year 

commencing after April 1, 2016 by a non-Japanese corporation having a permanent establishment 

within Japan and are attributable to such permanent establishment. 

 

 

4. LEGAL OPINIONS  

 

A legal opinion has been provided by Anne-Sophie Le Lay, General Counsel of Renault, to the effect 

that: 

 

(i) Renault has been duly incorporated and validly exists as a corporation in good standing under the 

laws of the Republic of France; 

(ii)  to the best of its knowledge, the statements with respect to the matters concerning the laws of the 

Republic of France in this Securities Report are accurate in all material respects. 
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II.  OUTLINE OF THE COMPANY  

 

1. DEVELOPMENT OF MAJOR MANAGERIAL INDEX, ETC.:  

 

Please read following charts together with the information provided in VI. Financial Condition of this 

PART I. 

 
1.1 Consolidated Figures 

 
The figures for the years 2011, 2012, 2013, 2014 and 2015 are presented under IFRS.  
 

(Years ended December 31) 

(Unit: EUR million, except otherwise indicated) 

 Under IFRS 

(Consolidated  

figures
(1)

) 

2011 2012 2013 2014 2015 

Revenues 42,628 41,270 40,932 41,055 45,327 

Operating margin
(2)

 1,091 729 1,242 1,609 2,320 

Operating income 1,244 122 (34) 1,105 2,121 

Group pre-tax income
(4)

 2,647 2,284 1,128 2,134 3,271 

Net income 2,139 1,735 695 1,998 2,960 

Net income - parent 

company shareholdersô 

share (f) 

2,092 1,772 586 1,890 2,823 

Comprehensive income 2,041 414 (945) 2,210 4,215 

Average number of 

shares outstanding
 (3)

 

(in thousand) (b) 

272,381 272,256 272,290 273,049 272,708 

Number of shares at 

December 31 (g) 

295,722,284 295,722,284 295,722,284 295,722,284 295,722,284 

Share capital 1,127 1,127 1,127 1,127 1,127 

Shareholdersô equity
5

 

(a) 

24,567 24,547 23,214 24,898 28,474 

Total assets (e) 72,934 75,414 74,992 81,551 90,605 

Capital adequacy ratio 

(%) (a)/(e) 

33.68 32.55 30.96 30.53 31.43 

Shareholdersô equity per 

share
5

 (EUR) (a)/(g)
  

83.07 83.01 78.50 84.19 96.29 

Net dividend per share 

(EUR)(c)
 
 

1.16
(6)

 1.72
(7)

 1.72
(8)

 1.90
(9)

 2.40
(10)

 

Earnings per share  

(EUR) (d)=(f)/(b)
 
 

7.68 6.51 2.15 6.92 10.35 

 

Cash flows from 

operating activities 

3,353 3,876 3,572 3,972 6,017 

Cash flows from 

investing activities 

(2,334) (1,569) (2,724) (2,785) (3,049) 

Cash flows from 

financing activities 

(2,350) 509 (12) (470) (1,034) 

Dividend payout ratio 

(%) (c)/(d) 

15.10 26.42 80 27.46 23.19 

Number of employees at 

December 31(persons) 

(*Excluding employees 

128,322 127,086 121,807 117,395 120,136 



- 24 - 

under the early 

retirement scheme.) 

(1) This information is for reference only and is not always directly comparable year-on-year, since 

it may include changes in scope and/or accounting standards or methods.   

(2) Corresponds to operating income before ñother operating income and expensesò 

(3) Weighted average number of ordinary shares in circulation during the period, i.e. after 

neutralization of treasury shares and Renault shares held by Nissan.  

(4) Group pre-tax income includes share in net income (loss) of companies accounted for by the 

equity method. 

(5) Under IFRS, non-controlling interests are included in shareholdersô equity. 

(6) Dividend proposal by the Combined General Meeting of April 27, 2012. Such dividend has been 

paid on May 15, 2012. 

(7) Dividend proposal by the Combined General Meeting of April 30, 2013. Such dividend has been 

paid on May 15, 2013. 

(8) Dividend proposal by the Combined General Meeting of April 30, 2014. Such dividend has been 

paid on May 15, 2014. 

(9) Dividend proposal by the Combined General Meeting of April 30, 2015. Such dividend has been 

paid on May 15, 2015.  

(10) Dividend proposal by the Combined General Meeting of April 29, 2016. Such dividend will be 

paid on May 17, 2016.  
 
1.2 Non-consolidated Figures 
 
Non consolidated figures have been prepared in accordance with accounting principles generally 
accepted in France (ñFrench GAAPò).  
 

Moves to strengthen the Alliance between Renault and Nissan Motor Co., Ltd. and delegate strategic 

management to Renault-Nissan b.v. made it necessary to reorganize Renault. This resulted in the 

formation of a simplified joint-stock company, Renault s.a.s., wholly owned by Renault S.A. 

 

Renault S.A. transferred its operating assets to Renault s.a.s., in accordance with the contribution 

agreement of February 22, 2002. This transfer was approved by Renault shareholders at the 

Extraordinary General Meeting of Renault Shareholders of March 28, 2002 and by Renault s.a.s.ôs 

sole shareholder. It took effect on April 1, 2002, with a retroactive effect as at January 1, 2002 for 

accounting and tax purposes.   

 

After the transfer, in addition to Renault s.a.s. and its subsidiaries, Renault S.A.ôs assets primarily 

consist of the equity interest in Nissan, while its liabilities mainly comprise redeemable shares, 

financial liabilities and bank borrowings.   

 

Since April 29, 2005, Renault s.a.s. is managed by the President and CEO (Chairman and CEO since 

May 6, 2009) of Renault S.A and by a Board of Directors composed of the same members as Renault 

S.A.ôs Board of Directors. This reorganization has no effect on Renaultôs staff or shareholders, or 

consolidated financial statements. 

 

(Years ended December 31) 

(Unit: EUR million, except otherwise indicated) 

Non-consolidated 2011 2012 2013 2014 2015 

Revenues 0 0 0 0 0 

Operating income/(expense) (29) (38) (38) (36) (44) 

Income before tax and 

exceptional items 

113 439 1,466 589 503 

Pre-tax income 113 439 1,475 589 503 

Net income (f) 277 574 1,664 684 663 

Number of shares at 295,722,284 295,722,284 295,722,284 295,722,284 295,722,284 
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December 31(g) 

Share capital 1,127 1,127 1,127 1,127 1,127 

Shareholdersô equity (a) 17,496 16,309 15,189 15,204 15,947 

Total assets (e) 27,642 27,049 25,981 26,326 27,257 

Capital adequacy ratio (%) 

(a)/(e) 

63.29 60.29 58.46 57.75 58.51 

Shareholdersô equity per 

share(EUR) (a)/(g)
 

59.16 55.15 51.36 51.41 53.93 

Net dividend per share 

(EUR)(c) 

1.16
(1)

 1.72
(2)

 1.72
(3)

 1.90
(4)

 2.40
(5)

 

Number of employees 

(persons) 

0 0 0 0 0 

(1) Dividend proposal by the Combined General Meeting of April 27, 2012. Such dividend has been 

paid on May 15, 2012. 

(2) Dividend proposal by the Combined General Meeting of April 30, 2013. Such dividend has been 

paid on May 15, 2013. 

(3) Dividend proposal by the Combined General Meeting of April 30, 2014. Such dividend has been 

paid on May 15, 2014. 

(4) Dividend proposal by the Combined General Meeting of April 30, 2015. Such dividend has been 

paid on May 15, 2015. 

(5) Dividend proposal by the Combined General Meeting of April 29, 2016. Such dividend will be 

paid on May 17, 2016. 
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2. HISTORY:  

 

1898 

Å The Renault Frères is founded: manufacture of vehicles and working of automotive patents: the 

first direct-drive transmission. It achieved international renown with its racing victories and 

became specialized in manufacturing passenger cars and taxis. 

Å During the First World War: production of trucks, light tanks and aircraft engines. 

1945 
The Company was nationalized and became the Régie Nationale des Usines Renault and 

concentrated on producing the 4CV. 

1972 
The RENAULT 5: one of the Groupôs best-selling models ever. 

 

The 1980ôs 

A diversification strategy at industrial, financial and service levels, with its industrial and commercial 

establishments expanding internationally. A restructuring and a refocus on its basic businesses were 

the consequence of the difficulties experienced by the Company in 1984.  

In 1987: the Company became profitable once again. 

The 1990ôs 

1990: A public limited company and a close cooperation agreement is signed with the Volvo group.  

1991: cross-shareholding in the cars and heavy trucks businesses. This arrangement was unwound 

after plans to merge the two groups were shelved in late 1993. 

November 1994: the French government opened Renault to outside capital, a first step towards 

privatization, which took place in July 1996. 

1998: inauguration of the Technocentre in Guyancourt (Engineering and design), and the Curitiba 

plant in Brazil. 

1999: a historic Alliance with Nissan was signed on March 27 in Tokyo and took a 51% ownership 

interest in the Romanian manufacturer Dacia. 

2000 
80.1% stake in Dacia and and Samsung in South Korea taken over. 

2002 
Renault and Nissan implemented the second stage of their Alliance, aimed at strengthening their 

equity ties and creating a joint strategic structure. Renault raised its stake in Nissan from 36.8% to 

44.4%. At the same time, Nissan took a 15% ownership interest in Renault. 

2003 
The year of the MEGANE I, with five different bodies (SCENIC II, GRAND SCENIC, MEGANE 

Hardtop Convertible, MEGANE Four door sedan and MEGANE Estate) were added to the two 

models launched in 2002, seven models were launched in 17 months and became the best-selling 

car in Europe. 

2008 
An additional action plan was set up following the financial and economic crisis, with particular 

emphasis on controlling stocks and reducing costs and investments. New business locations planned 

by the Renault-Nissan Alliance in Tangiers (Morocco) and in Chennai (India) were deferred or put on 

hold. Renault is relying on its subsidiary Avtoframos, which produces LOGAN and sells a range of 

imported Renault vehicles, and also on its strategic partnership with AVTOVAZ. 

2009 
Management of the crisis included the Renault Volontariat plan set up as well as a social contract 

implemented (part-time working and wages maintained), to reach a positive free cash flow. 

2010 
Å More than 2,625,000 units (passenger cars+LCVs) solds. 

Å The DeZir concept-car is introduced in Paris, giving concrete expression to the Groupôs new 

strategy on design, based on the life cycle. The Alliance and Daimler AG sign a long-term 
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strategic cooperation agreement. Daimler holds 3.1% of Renault and Nissan shares, and Renault 

and Nissan each hold 1.55% of the Daimler shares. 

2011 
Å 2.72 million units sold and the commitment to an Operational free cash flow of ú500 million was 

met and the net debt position is at the 1998 level. 

Å Supplies were severely disrupted by the earthquake and tsunami in Japan. 

Å The sovereign debt crisis in the Euro zone and attempted fraud. 

Å The Renault 2016 strategic plan - Drive the Change is launched. 

Å The New TWINGO and the new range of Energy engines are launched. KANGOO Z.E. and 

FLUENCE Z.E. were put on the market at the end of the year. 

Å The consequence of the attempted fraud was an overhaul of the Renault corporate governance. 

2012  
Å 2.5 million vehicles (- 6.3% compared to 2011).  

Å For the first time in its history, the Group sold as many vehicles outside Europe as within Europe. 

Brazil and Russia are now the Groupôs second and third biggest markets. 

Å Renault returned to India, selling a range of vehicles including DUSTER, which is a real success.  

Å Production of LODGY and DOKKER starts in the Tangiers plant (Morocco). 

Å In Europe, the range is starting to be renewed with the CLIO 4, and the New SANDERO. 

Å 11
th
 title of World Champion of Formula-1 manufacturers.  

Å Launch of the CITAN (Daimler), the small light commercial vehicle, and signature of an 

agreement to take control of AVTOVAZ in Russia strengthened partnerships.  

Å An MOU was signed with the Algerian government to build an assembly plant. 

Å Debt reduction process was completed in particular with the sale of its remaining shares in AB 

Volvo. 

2013 
Å The Group sold 2,628,208 vehicles in 2013 against 2,548,622 in 2012. 

Å In 2013, CLIO  IV was the third biggest selling vehicle in Europe, and the top seller in 

France. CAPTUR, Renaultôs urban crossover, was released and was number-one in its category in 

France and Europe. 

Å The ZOE, an all-electric car, was launched. Renault led sales of electric vehicles in Europe.  

Å DUSTER, voted car of the year in India, is the Groupôs best-selling vehicle since it was launched 

in 2010. 

Å A contract for a new dynamic of growth and social development at Renault in France was signed 

in March. 

Å The ALPINE returned to the Le Mans 24 Hours race and, for the 12
th
 time, Renault was world 

champion of the Formule-1 engine manufacturers, the unveiling of the new Renault Energy 

F1-2014 electrified Power Unit. 

Å Introduction of the INITIALE PARIS concept car which is an example of the successor to the 

ESPACE. 

Å A partnership was signed with Indomobil to develop its business in Indonesia, with Dong Feng for 

the Renault manufacturing plant. 

2014 
Å 2.7 million units for Group Renault in 2014, increasing 3.2% from 2013. 

Å China ï On December 16, 2013, Carlos Ghosn, Chairman and CEO of Renault, and Xu Ping, 

Chairman of Dongfeng Motor, signed an agreement to set up Dongfeng Renault Automotive 

Company (DRAC). 

Å Malaysia ï Development of manufacturing facilities: Renault and Tan Chong Motors signed a 

local assembly agreement. 

Å The New TRAFIC and the New MASTER ï in 2014, Renault refreshed its two van models: the 

New TRAFIC and the New MASTER. 

Å Car-sharing ï Renault and Bolloré signed an agreement to promote the development of electric 

vehicles. 

Å FIA Formula -E Championship ï Motor sports are entering a new era with the very first FIA 

Formula-E race held in the streets of Beijing in China. 
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Å EOLAB  ï with consumption of 1 l/100km in mixed NEDC (22g of CO2 km), EOLAB is a 

reflection of Renaultôs constant desire to further reduce the environmental footprint of its vehicles. 

Å The New ESPACE ï world preview at the Paris Motor Show. Renault has reinvented the 

ESPACE. 

Å ALPINE  ï ELMS/ALPINE A450B. The Signatech-ALPINE team won its second consecutive 

title at the European Le Mans Series, ALPINE is continuing to prepare the Berlinette of the 

XXIst century, which will be marketed in 2016. 

Å Inauguration of the Oran plant ï This plant manufactures the New Renault SYMBOL. 

 

STRATEGIC OBJECTIVES  

 

Drive the change 

Following the global financial crisis in 2008, in 2011 Renault launched a new six-year strategic plan 

entitled ñRenault Drive the Change.ò In this plan, Groupe Renault sets itself two priorities: revive 

sales growth, and generate positive and sustainable free cash flow. 

 

Drive the change, first stage (2011-2013): three years of major transformation 

For the first three years of the plan (2011-2013), two quantified objectives were set: 

Å achieve sales of 3 million vehicles in 2013; 

Å generate ú2 billion of cumulative free cash flow between 2011 and 2013. 

Thanks to the efforts of the whole Company, Renault has maintained strict financial discipline, and 

has exceeded its target of generating ú2 billion in cumulative free cash flow after three years of the 

plan. 

The sales target could not be reached. Following an 8% fall between 2008 and 2010, in 2011 the 

Group forecast a 6% rise in the European automotive market during the period 2011-2013. In reality, 

the market continued to fall by a further 10%, reaching a new 20-year low. This gap of 16 points 

compared with forecasts, combined with the almost total disappearance of Groupe Renaultôs Iranian 

market, meant that it was unable to attain its sales target of 3 million vehicles in 2013, despite the 

steady progress made in emerging markets. 

However, during the first three years of the plan, Groupe Renault changed considerably. 

In Europe, Groupe Renault withstood the economic crisis by offering new, attractive products. 

The overhaul of the models was a major factor in Renaultôs improved performance in Europe. 

Å The CLIO IV epitomizes Renaultôs design overhaul, while offering the latest innovations whether 

in terms of the environment or new connected technologies. 

Å The success of the CAPTUR is a testament to the Groupôs ability to find new growth 

opportunities, including in traditional segments such as the B-segment. The CAPTUR was the 

best-selling crossover in France in 2013, and number one in its segment in Europe. The Group 

returned to the number one spot in the B-segment in 2013. 

Å Lastly, the ZOE was launched, spearheading the zero emissions range. While sales are below 

expectations, by the end of 2013 the ZOE had become the best-selling electric vehicle in Europe, 

with a record customer satisfaction rate. 

In 2010, Groupe Renault was still essentially a European car manufacturer; however, by 2013 its sales 

outside Europe had grown from 37% to 50%. 

Groupe Renault has continued to expand its global access range with the LODGY and DOKKER, and 

to update it with the New LOGAN and SANDERO. In 2013, more than a million vehicles from this 

platform, assembled at eight production sites, were sold in 111 countries. With DUSTER, the Group 

has developed a global product, able to meet the very different needs of European, Brazilian, Indian 

and Russian customers. 

 

The overhaul of the global access range made Groupe Renault an increasingly global competitor in 

2013: 

Å five out of the Groupôs ten biggest markets are emerging countries, including Brazil in second 

place and Russia, in third; 

Å with the exception of Algeria, where Renault already made one in every four cars sold, Renault 

increased its market share in all emerging countries where it was present; 
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Å in India, major progress has been made; market share is 2.2%, two years after the brandôs 

relaunch. 

 

Driv e the change, second stage (2014-2017): a new phase of acceleration 

In 2014, buoyed by these achievements, Groupe Renault moved up a gear for the second stage of the 

plan. 

To ensure profitable and sustainable growth, two objectives, to be measured in 2017, were set: a 

growth objective and a profitability objective. 

Å Growth will be measured by revenue. This will make it possible to better take into account all 

Group activities: the sale of vehicles, parts and accessories, associated services and sales to 

partners. This indicator also reflects a desire to increase unit revenues: by adding value to products 

and brands. Once the plan has been fully rolled out, Renault expects Group revenues to be 

ú50 billion (at exchange rates forecast by bank consensus in early 2014). 

Å Profitability will be measured by operating margin. From 2011 to 2013, the Company focused its 

efforts on free cash flow. This proved to be a wise choice in the context of the European economic 

crisis. Now the balance sheet has been improved, the second stage of the plan is focusing on 

operational profitability. Once the plan has taken full effect, Renault aims a Group operating 

margin of at least 5% of revenues. At the same time, and to maintain the greatest possible financial 

discipline within the Company, positive automotive operational free cash flow is imposed each 

year. 

 

Groupe Renault has various levers it can use to achieve its objectives: 

 

Å To enhance economies of scale and competitiveness, the Group is accelerating the rollout of CMF 

platforms within the Alliance, which will provide savings that would never have been possible 

alone, and keep investment and R&D spending at under 9% of TO. Two shared Alliance 

platforms, CMF C-D and CMF B will each have 3 million vehicles, placing them in the top five 

worldwide. For Renault, 80% of future vehicles will be produced on a platform shared with a 

partner. Further, the development of standard modules makes it possible to cover two-thirds of the 

value of future vehicles, compared with one-third in 2013. 

Å In line with its international growth, in areas where vehicles are manufactured, Renault expects a 

local supply rate of 80%. This local sourcing is critical to ensure product competitiveness, 

particularly to reduce the exposure to changes in exchange rates. 

Å In Europe, thanks to its partners and the implementation of competitiveness plans, manufacturing 

capacity will be better used. In France, for example, Renault made a commitment in 2013 to a 

production volume of 710,000 vehicles by 2017, including 132,000 MICRA cars for its partner 

Nissan. 

 

For the second stage of the plan, the product remains the key to growth and profitability, with 

attractive, competitive products. The product offensive is accelerating, both by renewing key models, 

and by extending the range and its geographical coverage. 

 

Å Buoyed by the success of its global access range, a new entry-level vehicle, the KWID, was 

launched in 2015 to extend the coverage of emerging markets. The aim is to offer a modern car for 

less than ú5,000 in India, followed by South America. The KWID is based on the Alliance CMF-A 

joint platform. 

Å In the A-segment in Europe, the New TWINGO was launched in 2014. It is produced on the 

innovative platform developed with its partner Daimler. 

Å Since 2015, C- and D-segment vehicles have gradually been completely updated based on an 

Alliance CMF platform. In Europe, they will be produced at the Douai and Palencia plants. This 

approach makes it possible, for example, for the new generation MEGANE to be developed on a 

platform of 3 million units, compared with 700,000 on the old platform. The TALISMAN, a new 

D-segment saloon, has also been developed on this 3 million-unit platform, compared with 

160,000 units for the LAGUNA in the past. Replacements for the ESPACE, MEGANE, SCENIC 

and a new D-segment vehicle will thus be launched successively. 
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Å Following the success of the CAPTUR, a complete range of crossover vehicles will be introduced 

by extending the offering to the C (KADJAR) and D-segments. 

Å Finally, the range of light commercial vehicles is joined by two new pick-ups. This will improve 

coverage of this segment, which is the core market in many emerging countries. In Europe, the 

New TRAFIC was launched in 2014. It is produced in the Sandouville plant, and developed in 

partnership with GM. 

 

Strengthening the Renault brand remains a priority: 

 

Å the product plan, innovations and improvements in quality and customer satisfaction are 

contributing to this; 

Å the attractiveness and competitiveness of the cars is being improved by introducing useful, 

appealing innovations accessible to as many people as possible. In this regard, connected and 

driverless vehicles are a major area of development opportunities between now and 2020. These 

vehicles will be launched on the market in successive stages; 

Å Renaultôs commitments to environmental responsibility will be honored by continuing to work on 

developing EVs and reducing the CO2 emissions of its internal combustion vehicles. 

 

Commercially the Group aims to: 

 

Å secure Renaultôs position as the worldôs leading French automotive brand; 

Å position Renault permanently as the second-largest brand in Europe; 

Å build on Daciaôs position as the leading brand in its category. 

 

Establishing a presence in China is another major priority for Renault. In December 2013, the joint 

venture with Dong Feng was made official, and the initial 150,000 vehicle capacity plant built in 

Wuhan is now operational. The first models, C and D-segment crossovers, will be launched from 

2016. 

 

At the start of 2014 a project to increase synergies between Renault and Nissan was announced. It led 

to joint management being set up in four spheres: purchasing, engineering, manufacturing and 

logistics, and human resources. For 2016, the Alliance set itself an objective of at least 4.3 billion of 

synergies. These synergies will contribute to the success of the Renault plan. 
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3. CONTENTS OF BUSINESS: 

 

The Groupôs activities have been organized into two main business sectors, in more than 120 

countries: 

Å automotive, design, manufacturing and distribution of products through the sales network 

(including the Renault Retail Group subsidiary): 

Å new vehicles, with three ranges ï passenger cars, light commercial vehicles and electric 

vehicles ï marketed under three badges: Renault, Dacia and Renault Samsung Motors (except 

electric vehicles, which are exclusive to Renault). Vehicles manufactured by Dacia and RSM 

may be sold under the Renault badge in some countries, 

Å used vehicles and spare parts, 

Å Renault powertrains, sold B2B; 

Å miscellaneous services: sales financing, leasing, maintenance and service contracts. 
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The information contained below regarding the ñDETAILED GROUP CONSOLIDATED 

ORGANIZATION CHART AT DECEMBER 31, 2015ò strictly contains information presented in the 

Renault Registration Document for the period ending December 31, 2015. For further information on 

the progression of the organization of the Renault group please refer to ñ4. Statement of Related 

Companies.ò 
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DETAILED CONSOLIDATED GROUP ORGANIZATION CHART AT DECEMBER 31, 2015 
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In addition to these two business lines, Renault has equity investments in the following two companies: 

Å Nissan; 

Å AVTOVAZ.  

These holdings are accounted for in the Groupôs financial statements using the equity method. 

 

STRUCTURE OF THE RENAULT GRO UP 
(as a % of shares issued ï as of December 31

st
, 2015) 

 
 
(1) ACTIVITIES  

 

A. AUTOMOTIVE  

 

(I) BRANDS AND BADGES 

Groupe Renault designs, develops and sells passenger cars and light commercial vehicles under three brands, 

Renault, Dacia and Renault Samsung Motors. 

 

THE RENAULT  BRAND:  PASSION FOR LIFE  

Renault designs cars so that its customers can live their lives to the full. They appeal to every sense, with 

quality in every last detail. The New ESPACE is the brandôs flagship model, with its robust and stylish 

crossover design and customizable MULTI-SENSE system. Renault cars boast ingenious and innovative 

on-board systems allowing each occupant to make the most of every minute. The New TWINGO takes the 

hard work out of urban driving with the best turning circle of its class, while the New ESPACE offers 

one-touch modularity via the central screen with seats that fold away into the floor at the press of a button... 

In short, our cars and the services we offer, particularly with the built-in R-LINK multimedia tablet, take the 

stress out of everyday life. 

The Renault brand can be found in 125 countries, and is distributed at 12,000 dealerships. Its range 

comprises over 30 models across all countries. 

Renault ï one of the few automotive brands to have been created in the eighteenth century ï is helping to 

shape the history of the car. 

In keeping with its wide reputation for innovation, Renault continues to renew its automotive product lines. 

In 2015, five new models embodied this spirit of creating a better life for the customer in each and every 

moment, through innovation: the KADJAR, KWID, DUSTER Oroch, TALISMAN and the New MEGANE. 

Proud of its French roots, Renault is also accelerating its international expansion. Renaultôs vehicle range is 

designed to meet local needs as effectively as possible in all locations. Renault designs cars for every stage 

of life, to meet everyoneôs needs, suit everyoneôs budget and fulfill everyoneôs passion. On November 20, 

2015, Renault unveiled the KADJAR at the Canton Motor Show in China. The KADJAR will be the first 

vehicle produced at the new Wuhan plant and will go on sale in 2016. 
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PASSENGER CARS (PCS) 

In the small car segment (A and B segments and passenger-carrying vans), Renault offers a wide range of 

complementary models: the KWID, LOGAN, SANDERO, SANDERO Stepway, TWINGO, CLIO, 

CAPTUR, SYMBOL, SCALA and KANGOO. 

The KWID was launched in India in October. In less than three months, it already has more than 

80,000 satisfied customers. Its success is a testament to the unique, credible product offering designed to be 

affordable for as many people as possible ï not to mention the effective sales strategy that accompanied the 

launch. The dealer network is motivated and fully supported by modern and efficient digital tools, including 

a virtual showroom with live chat sessions and an app that allows customers to configure their vehicle. 

Buoyed by this early success, the KWID is firmly on track for global expansion. 

The SANDERO and LOGAN continued their geographical expansion with a launch in Colombia in 

mid-2015. Theirs is a global success story, capitalizing on the strengths that underpinned their success, 

particularly in Russia and Brazil. 

In 2015, the Renault brand was the market leader in the small car segments (A+B) in Europe. 

In the city car A-segment, the New TWINGO, with its rear-engine design, is a good illustration of the 

brandôs ingenious and innovative positioning. What sets it apart are its exceptional agility, its connectivity 

and its in-car experience. In 2015, the TWINGO continued to be the benchmark for its segment in France 

(29.3% share of segment A) and to maintain its positions in Europe (7.6% share of segment A). 

In the B segment, the CLIO IV has been highly successful and looks set to keep its place as the second 

biggest seller in Europe (7.2% share of segment B). Building on the fundamentals inherited from the 

previous generations, CLIO IV makes a fresh start with its sensual design and wide range of customized 

features, the R-LINK tactile multimedia system with connected navigation, a rich array of equipment, and 

engines combining dynamic performance with best-in-class fuel efficiency. 

The Estate version, with its attractive shooting-brake styling, remains in second place in this sub-segment in 

Europe (33% of the B station wagon sub-segment). The RS version completes the range. The CLIO Trophy 

version, fitted with a 220hp turbocharged petrol engine mated to EDC dual-clutch automatic transmission, 

offers unprecedented versatility in the sports car segment. 

Older generations of the CLIO still live on, however, since the CLIO II, which features Renaultôs new design 

identity, is found in Northwest Africa, Brazil and Argentina. 

Renault continued its B segment expansion with the CAPTUR, the first urban crossover in the range, on the 

market since April 2013. A distinctive vehicle, the CAPTUR offers the best of three vehicle styles: the 

expressive styling and driving position of an SUV, the interior space and modular design of a minivan, and 

the handling and drivability of a compact hatch. Sold in 45 countries, the CAPTUR is a global car which has 

cemented its leadership in the crossover B-segment in Europe amid increasing competition (23.7% market 

share). In June 2015, the CAPTURôs international rollout continued with its launch in China, spearheading 

Renaultôs product offensive in the high-growth crossover segment in the worldôs largest market. 

Sales of the KANGOO continued to do well not only in Europe, but also worldwide. The KANGOO 

passenger car is sold in 35 countries. It is manufactured in Maubeuge (France) and is one of the leaders in its 

segment in terms of CO2 emissions and low fuel consumption. 

The DUSTER is also hugely successful on the international markets, with its robust, attractive design, space, 

reliability and equipment tailored to the needs of different markets. In 2015, the DUSTER accounted for 

around 46% of Renault PC sales in India and 37% in Russia. 

The share of the C-MPV (compact MPV) category within the C-segment in Europe stabilized at 14% in 

2015. In a segment invented by Renault, the SCENIC ï one of the brandôs flagship models ï stood up to 

renewed competition in 2015, a year dominated by the novelty effect. The SCENIC was ranked third in the 

compact MPV category of the C-segment in Europe at the end of 2015, with a 12.8% market share. 

The FLUENCE, combining dynamic, modern styling with a range of powertrains tailored to customersô 

expectations, proved resilient in the C-segment in Turkey, with 11% market share. 

Worldwide, the C-SUV (compact crossover) segment has seen steady growth for the past ten years. In 2015, 

sales approached 10 million units for the first time; since 2009 the volume has more than tripled in Europe to 

reach 1.6 million units. 

Based on the Allianceôs CMF-C/D joint platform and Renaultôs first crossover in the C-segment, the 

KADJAR offers a new vision of the crossover by offering a complete range based on three main advantages: 

1. a new style in the world of crossovers: The KADJAR has fluid and athletic external lines, as well as a 

refined and sporty interior; 
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2. versatility & connectivity: the KADJAR has all the advantages of an estate (527 liters of boot space, one 

of the largest in the segment, with a maximum loading length of over 2.5 m), together with the driving 

pleasure of a sedan with a complete range of driving aids borrowed from the New ESPACE and its 

R-LINK 2 multimedia system with 7-inch customizable touchscreen; 

3. its restrained spirit of adventure: The KADJAR offers three transmission modes (4WD, 2WD, and 2WD 

with Extended Grip), a 100% Energy engine range (Stop & Start and braking energy recovery), and some 

of the best fuel consumption and emissions figures in the segment, particularly with the Energy dCi 110 

at 99g CO2/km and 3.8 l/100km NEDC. 

The launch of the KADJAR, unveiled to the public at the Geneva Motor Show in March 2015 followed by 

international press trials in May 2015, was in the main very positively received by the press, which praised 

its design, engine efficiency and comfort. 

The KADJAR went on sale in the first countries in June 2015 and had already sold more than 54,000 units at 

the end of December. This bolsters Renaultôs performance in the European C-segment during the same 

period (with a one-point rise in market share between the last four months of 2014 and 2015). 

The KADJAR is most definitely a global vehicle. In 2016 it will become Renaultôs first vehicle to be made 

in China, a new market that will join the 70+ countries where the KADJAR will be marketed. 

In the highly competitive C-hatch segment which is driven by innovation, the MEGANE held up well in 

2015 after adopting a new brand identity, Euro6 engines and the latest technology in the form of the Renault 

R-LINK  2 multimedia system. In Europe, the MEGANE has maintained its position in the C-hatch segment 

with market share of 3.8%. 

Unveiled at the Frankfurt Motor Show in September 2015, the New MEGANE boasts a dynamic design and 

a wealth of high-end technology: 

1. a dynamic exterior design with a distinctive front and rear 3D-effect LED light signature, paired with a 

meticulously crafted cockpit-style interior; 

2. technology from the next segment up, introduced on the New ESPACE and TALISMAN, such as 

MULTI -SENSE, which allows the driving experience to be customized, a color head-up display, 8.7 inch 

R-LINK  2 portrait touchscreen and various driver assist systems; 

3. an exclusive GT version, released to coincide with the launch, harnessing all the expertise of Renault 

Sport: 4CONTROL 4-wheel steering system, a world first in this segment, coupled with a grip developed 

by Renault Sport engineers and a special interior/exterior design inspired by Renault Sport heritage. 

The New MEGANE is available with a wide range of engines, from 90 to 205hp, mated to manual and dual 

clutch EDC automatic gearboxes. On launch, emissions start at 86g CO2/km NEDC. In future, new diesel 

hybrid technology known as ñHybrid Assistò will reduce emissions to 76g CO2/km (NEDC, subject to 

certification). 

The first orders were received at the end of 2015 and the vehicle goes on sale in early 2016. 

In 2015, Renault embarked on the effective rejuvenation of its top-of-the-range fleet. The fifth generation of 

the Renault ESPACE was unveiled at the Paris Motor Show on October 2, 2014, before going on sale across 

Europe in the spring of 2015. One of the brandôs iconic vehicles and creator of the MPV segment, the four 

previous generations have sold 1.25 million units in 30 years (1984-2014). In 2015, the new generation 

continued this success: with over 22,600 units, sales of the ESPACE V have significantly exceeded targets. 

The new Renault ESPACE has addressed the changing needs of its customers through major innovation: 

Å aesthetics: the vehicleôs silhouette is now a crossover with clear references to the world of the SUV but 

with streamlined, aerodynamic and elegant styling; 

Å technology and safety: the vehicle incorporates all of the driver assist systems available on the market, 

building them into an innovative interior with Renaultôs signature capacitive screen at its center. The 

vehicle will also have the 4CONTROL chassis, 4-wheel steering technology which offers improved 

agility and extremely dynamic road holding; 

Å quality: the choice of interior materials, powertrain reliability and new industrial processes are designed 

to meet customersô highest expectations. 

With the ñINITIALE PARISò version accounting for over 40% of ESPACE sales, Renault is making its 

upmarket ambitions clear. This version, which comes with the highest trim level on offer, represents not only 

the best of Renault in terms of on-board comfort, but also features an exclusive portfolio of services. 

In addition to the ESPACE, Renault has continued to upgrade its premium range with the TALISMAN, in 

the highly competitive large prestige sedan segment (D-segment). To appeal to potential clients ï whether 

private individuals or company executives ï the TALISMAN boasts four key strengths: 

Å sleek, assertive styling with a hint of Latin sensuality while adhering to the strict rules of the three-box 

sedan (or the segmentôs station wagons); 
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Å a spacious and comfortable cabin with front seats inspired by airline business class: High quality 

workmanship and best-in-class functionality with heating, ventilation and integrated massage function; 

Å immersive driving pleasure: MULTI-SENSE technology to match the driverôs mood. The TALISMAN is 

the only D-segment sedan to combine 4CONTROL four-wheel steering with active damping, allowing it 

to deliver unique road manners, plus safe, dynamic, agile handling, and outstanding ride comfort; 

Å modern petrol and diesel engines that balance performance and efficiency with fuel economy and CO2 

emissions, starting at 3.6 l/100km and 95g CO2/km. 

The Renault TALISMAN went on sale in France and Belgium in December 2015, with the rest of Europe 

following in the spring of 2016. An ESTATE version will also follow. 

The launch of the TALISMAN marks the end of sales for the Renault LAGUNA and the Renault 

LATITUDE. After three generations and almost 3 million vehicles sold, the LAGUNA went out of 

production in May 2015. The LATITUDE was withdrawn from Europe, Eurasia and Latin America in 2015. 

It will remain on sale in the first half of 2016, mainly in Asia and the Middle East. 

The KOLEOS, launched in 2008 and sold in 60 countries, remains the most widely sold top-of-the-range 

model in the Renault stable, selling over 320,000 units worldwide. In 2015, in this highly competitive SUV 

segment, close to 22,000 customers bought a KOLEOS, approximately 80% of them outside Europe. 

 

LIGHT  COMMERCIAL  VEHI CLES (LCVS) 

Groupe Renault is continuing to develop light commercial vehicles, not only under the Renault brand but 

also through manufacturing partnerships with General Motors, Nissan, Renault Trucks and, since late 2012, 

with Daimler on the CITAN small van. 

Renault made its entry in the pick-up segment with the Renault DUSTER Oroch, launched in Brazil in early 

November 2015. This is the first step in the brandôs global offensive in the pick-up market, before the launch 

of a 1-metric ton pick-up in mid-2016, with sights set firmly on the international market. 

At the end of 2015, Renault launched the specialist brand Renault Pro+. Renault Pro+ identifies and supports 

business customers all over the world, offering dedicated products and services for the LCV market. The 

Renault Pro+ specialist network remains the spearhead for the brand, with its dealerships covering the most 

advanced commitments that the Renault network can offer business customers. 

With market share of 14.95% in Europe at the end of 2015, Renault remains Europeôs leading LCV brand, a 

title it has held since 1998. Outside Europe, the Groupôs LCV market share of 1.1% grew by 0.1 percentage 

point in a global market (excluding the United States) that contracted by 6.5%. 

Renaultôs LCV range comprises vehicles from 1.6 to 6.5 metric tons and from 2m3 to 22m3, in gasoline, 

diesel and electric versions (KANGOO Z.E.). 

In the light van segment (less than 2 metric tons), the KANGOO Express remains the market leader. In 

Europe it outperformed the market, boasting three different lengths and introducing three new electric 

versions for greener driving (the KANGOO Z.E., KANGOO Maxi Z.E. 2-seater, and KANGOO Maxi Z.E. 

5-seater). 

The first generation of the KANGOO, made in Cordoba (Argentina), has a redesigned front end, becoming 

the market leader in South America with market share of more than 36% (+7% in volume). 

In the van segment (between 2 and 6.5 metric tons), Renault is continuing its offensive with a range that was 

updated in late 2014: the New TRAFIC and the New MASTER range. 

Intended as a mobile office, with a robust, dynamic design that captures the Renault brand identity, the New 

TRAFIC is larger and more comfortable with increased working length and capacity. The New TRAFIC is 

fitted with a 1.6 dCi engine and comes in single turbo (90 and 115hp) or Twin Turbo (120 and 140hp) 

versions. Combining fuel efficiency and performance, the New TRAFIC offers respectable fuel economy of 

5.7 l/100km for its dCi 120 engine (fuel consumption reduced by an average of 1 l/100km compared with the 

previous generation). Developed in partnership with General Motors, the New TRAFIC has seen production 

return from the Nissan plant in Barcelona to the Renault site at Sandouville, in France. 

The Renault TRAFIC took a 16.5% share of the small van segment in Europe, up 2.2% on 2014. 

In the large van segment, the biggest change featured in the New MASTER is under the hood. It is now 

equipped with a 2.3 dCi engine which ranges from 110hp to 165hp, with consumption savings of up to 

1.5 l/100km. 

ñMade-to-measureò is still the focus of the new range. With over 350 versions, four lengths, three heights, 

vans, combis, platform and chassis cab, front and rear-wheel drive, etc., offering a working volume of 

between 8 and 22m3. 

The MASTER is manufactured at the Batilly plant (France). It is sold in 30 different countries. In Europe, 

performance has improved with a Large Van LCV segment share of 13.6% (including Renault Trucks sales). 
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Internationally, MASTER sales are impacted by the fall of some markets (Brazil -33%, Algeria -29%). 

However, the model is still the market leader in these markets: Algeria (41% segment share), Brazil (34%) 

and Morocco (34%). 

 

ELECTRIC  VEHICLES  (EVS) 

At the end of December 2015, the Alliance reached a milestone with 300,000 electric vehicles sold. It 

remains the market leader, selling around half of all electric vehicles sold worldwide. Renault has sold 

83,300 electric vehicles worldwide since its first model, the KANGOO Z.E., was put on the market in 

October 2011 [39,200 ZOE, 21,100 KANGOO Z.E., 6,000 FLUENCE Z.E. and 17,000 TWIZY].  

100% EV markets continued to enjoy strong growth everywhere, despite slower-than-planned infrastructure 

development. The global market reached over 280,000 units in 2015. Electric vehicles are growing 

8-10 times faster than hybrid cars in their day. The arrival of major rivals like VW and BMW vindicates our 

strategy and boosts awareness of electric vehicles. 

The two largest markets in the world are Europe and China (accounting for two-thirds of the global market 

between them). China has seen a threefold increase on 2014. In Europe, Norway remains the leading market 

due to its very strong incentive-based development policy. In 2015, more than one vehicle in seven sold in 

Norway was electric. For Renault, the most important markets are France, Norway, the United Kingdom and 

Germany. The growth of electric markets is also linked to infrastructure. The UK is the most developed 

market in terms of electric vehicle infrastructure. The rapid charging station network already covers 87% of 

British motorways. 

In 2015, Renault continued to roll out its Z.E. range worldwide with, for example, the launch of the ZOE in 

Jordan and the TWIZY in Canada. 

In 2015, the ZOE range has been extended to include a new R240 engine, delivering an NEDC range of 

240km. The market leader in Europe with over 18,700 sales in 2015, the ZOE holds a 19.2% share of the 

100% EV market. ZOE customers rate their cars highly and put the ZOE range at the top of the Renault 

customer satisfaction tables. 

Three years after its launch, TWIZY sales are steady at around 2,000 sales a year. This is an important 

advertising medium for the brand and the TWIZY is right at the heart of all electric vehicle promotional 

initiatives. It is now a brand ambassador in 27 countries. 

The KANGOO Z.E. remains the worldôs best-selling light commercial electric vehicle, with more than 

21,000 sold since its launch. 

The record level of satisfaction among our ZOE and KANGOO Z.E. customers is another positive sign, 

which enables us to rely on our customers to boost awareness and the image of our Z.E. range. 

 

DACIA:  A NEW RECORD YEAR  

Å The leading brand in Romania, Morocco and Bulgaria. 

Å +24.5%: the strongest sales growth by volume of any brand in Europe. 

Dacia offers a range of robust, reliable vehicles with a 3-year or 100,000km warranty. Dacia has a clear 

commercial offering (equipment, price policy), making the purchase as simple as possible. Vehicle 

equipment and features, kept to a strict minimum, are easy to use and maintain. And of course, Dacia 

customers enjoy unbeatable value for money. With the Dacia range, customers who previously would have 

purchased a used vehicle can now afford to buy new. The Dacia range is sold in 44 countries in Europe, 

Northwest Africa, Turkey and Israel. 

Since 2004, it has attracted 3.8 million customers, with sales growing by a factor of 22 between 2005 and 

2014. 

With over 3.8 million vehicles sold in Europe and the Mediterranean Region since 2004, Dacia remains a 

remarkable success story. Furthermore, it has just reported a record year for sales, which were up 7.7% on 

2014 at 551,000 vehicles as of the end of 2015.This encompasses its entire range, i.e. the DUSTER, 

SANDERO, SANDERO Stepway, LOGAN, LOGAN MCV, LODGY and DOKKER. 

In Europe, Dacia recorded 374,537 new vehicle registrations at the end of 2015, up 3.6% on 2014. 

In France, Dacia is ranked sixth in the passenger car (PC) market (fourth if we take retail customers only). 

Dacia is market leader in the PC and LCV market in Romania, Morocco and Bulgaria. The brand is also the 

PC market leader in Algeria. 

Dacia achieved strong sales growth in 2015 in Croatia (+71%), Ireland (+40%), Turkey (+30%), Portugal 

(+26%) and Romania (+25%) compared with 2014. 

In addition to its commercial success, Dacia has found a way of uniting its customers around a ñsmart 

purchaseò. 
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In many countries, customers come together to discuss and share on common values such as freedom of 

spirit, simplicity and generosity. These community events get bigger every year. They are truly convivial 

moments which create a strong bond between customers and the brand. 

On social networks, Dacia customers are just as keen to express their commitment to the brand on Facebook, 

with an international page and 26 country-specific pages. The community continues to grow on this social 

network, and Dacia now has almost 2.5 million followers. 

For the first time, Dacia vehicles will feature the ñEasy-Rò automated manual gearbox. Mated to the TCe 90 

engine with Stop & Start, this five-speed gearbox will make life easier for drivers by offering all the benefits 

of a manual gearbox, without a clutch pedal. Easy-R is available on the LOGAN, LOGAN MCV, 

SANDERO and SANDERO Stepway. 

Dacia DUSTER is a real success with its attractive design, space, reliability and off-road capabilities, all at 

an affordable price. The model has sold over 800,000 units in six years on the market. 

The Dacia LODGY MPV is a vehicle with the interior space of a large C-segment minivan sold for the price 

of a B-segment minivan. This vehicle is a response to the needs of families who traditionally buy used 

vehicles. With its new Stepway version, the LODGY boasts a muscular look and a strong personality 

inspired by the world of crossover vehicles. 

In 2015, sales of the DOKKER, the practical and versatile 5-seater crew van, and the DOKKER Van, its 

LCV version, continued to grow in the European and international markets, accounting for 27% of 

production. The success of the Stepway version has given the DOKKER an additional 2-point share of the 

crew van segment in Europe. 

 

RENAULT  SAMSUNG MOTORS:  THE GROUPôS REVIVAL  IN SOUTH KOREA  

Å Brand volumes were stable in South Korea at 80,100 units (+0.1%) in 2015, a transitional year before the 

relaunch of the brandôs historical model, the SM5 (which will become the SM6), as well as the QM5 

SUV at the very end of the year. 

Å Market leader in the quality of sales and after-sales service. 

Marketed in South Korea, the Renault Samsung Motors (RSM) brand is reporting steady growth, largely due 

to the success of the QM3. The range includes four sedans and two SUVs. 

In terms of sedans, the SM3 covers the C-segment and is also available as an electric version, the SM3 Z.E. 

The SM5 is aimed at the premium segment. In the large luxury sedan segment, the brand has the SM7, 

featuring a V6 engine and the latest technology of the Renault-Nissan Alliance. 

The SUV range includes the QM3, derived from the Renault CAPTUR, and the QM5, derived from the 

Renault KOLEOS. 

Whereas the QM3 is imported from Europe, the other models are manufactured at the Busan plant in South 

Korea. As an illustration of the synergies within the Alliance, it also makes the Nissan ROGUE, which it 

exports to North America. A total of 117,000 units were shipped in 2015. 
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(II) P ERFORMANCES PER REGION 

 

SALES WORLDWIDE  

ALL BRANDS WORLD MAR KET PER REGION ï 2015 
In volume and as a % of the TAM PC + LCV 

 
IN 

VOLUME  

AS A % OF 

WORLDWIDE 

TAM PC + LCV  

TOTAL EUROPE  15,932,970 18.3% 

France 2,296,650 2.6% 

G9 13,636,320 15.7% 

INTERNATIONAL  TOTAL  71,077,959 81.7% 

Africa - Middle-East  - India 8,041,307 9.24% 

Americas 5,664,419 6.5% 

Asia-Pacific 35,012,749 40.2% 

Eurasia 2,988,806 3.4% 

North America  19,370,678 22.3% 

TOTAL WORLDWIDE  87,010,929 100.0% 

 

GROUPE RENAULT SALES WORLDWIDE PER REGION  
In volume of PC + LCV, including Dacia and Renault Samsung Motors 

 2015 2014 

TOTAL EUROPE  1,613,499 1,464,785 

France 607,173 577,606 

G9 1,006,326 887,179 

INTERNATIONAL TOTAL  1,188,093 1,247,742 

Africa - Middle-East  - India 359,858 307,927 

Americas 355,151 416,914 

Asia-Pacific 116,868 133,197 

Eurasia 356,216 389,704 

TOTAL GROUP  2,801,592 2,712,527 
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Europe Region sales (cont.) 

RENAULT BRAND REGIST RATIONS
(1)

 
In volume of PC + LCV 

RENAULT MARKETS  2015 2014 

Austria 19,916 18,936 

Baltic States 4,040 3,465 

Belgium+Luxembourg 64,565 59,019 

Croatia 3,680 2,820 

Czech Republic 9,912 7,669 

Denmark 16,362 14,110 

Finland 3,401 2,176 

France 507,138 471,713 

Germany 130,334 122,825 

Greece 2,844 2,523 

Greek Cyprus 413 358 

Hungary 4,930 3,857 

Iceland 790 573 

Ireland 9,050 6,506 

Italy 107,938 91,109 

Malta 480 425 

Netherlands 42,137 35,866 

Norway 3,476 2,133 

Other Balkans 2,413 2,637 

Poland 26,476 23,064 

Portugal 26,778 21,717 

Slovakia 3,632 3,398 

Slovenia 10,281 9,232 

Spain+Canary Islands 100,940 81,683 

Sweden 16,234 14,499 

Switzerland 18,549 15,209 

United Kingdom 102,002 85,152 

RENAULT TOTAL  1,238,711 1,102,674 

 

 

 

 

 

 

 

 

 

 

 

 

 
(1) Excluding sales to governments 
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RENAULT MARKET SHARE  AND RANKING  
As a percentage of TAM PC + LCV 

RENAULT MAR KETS 

2015 2014 

MARKET 

SHARE RANKING  

MARKET 

SHARE RANKING  

Austria 5.8% 6 5.7% 6 

Baltic States 6.7% 5 6.2% 4 

Belgium+Luxembourg 10.5% 1 9.9% 2 

Croatia 8.6% 3 7.2% 6 

Czech Republic 4.0% 6 3.7% 7 

Denmark 6.8% 5 6.5% 5 

Finland 2.8% 12 1.9% 15 

France 22.1% 1 21.8% 1 

Germany 3.8% 8 3.8% 8 

Greece 3.5% 13 3.3% 13 

Hungary 5.2% 6 4.6% 9 

Iceland 5.1% 8 5.5% 9 

Ireland 6.1% 6 5.8% 7 

Italy 6.3% 4 6.2% 4 

Netherlands 8.3% 3 8.2% 3 

Norway 1.9% 17 1.2% 21 

Poland 6.5% 6 6.2% 6 

Portugal 12.8% 1 12.8% 1 

Slovakia 4.3% 8 4.4% 8 

Slovenia 15.4% 2 15.3% 2 

Spain+Canary Islands 8.5% 1 8.4% 2 

Sweden 4.2% 9 4.2% 9 

Switzerland 5.2% 6 4.6% 8 

United Kingdom 3.4% 10 3.0% 11 

RENAULT TOTAL  7.8% 3 7.6% 3 
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Europe Region sales (cont.) 

DACIA BRAND REGISTRA TIONS 
(2)

 
In volume of PC + LCV 

DACIA MARKETS  2015 2014 

Austria 7,726 8,484 

Baltic States 1,620 1,722 

Belgium+Luxembourg 17,724 18,210 

Croatia 2,176 1,273 

Czech Republic 11,074 9,778 

Denmark 3,495 3,007 

Finland 1,421 1,505 

France 100,035 105,893 

Germany 47,453 50,703 

Greece 319 484 

Greek Cyprus 66 74 

Hungary 4,347 4,549 

Iceland 380 164 

Ireland 3,812 2,715 

Italy 46,792 39,972 

Malta 137 131 

Netherlands 4,633 5,186 

Norway 145 155 

Other Balkans 2,865 2,313 

Poland 14,906 14,634 

Portugal 4,901 3,893 

Slovakia 3,444 3,171 

Spain+Canary Islands 55,168 45,986 

Slovenia 3,008 3,173 

Sweden 4,947 5,335 

Switzerland 5,597 5,091 

United Kingdom 26,267 23,862 

DACIA TOTAL  374,458 361,463 

 

 

 

 

 

 
(2) Excluding sales to governments 
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DACIA MARKET SHARES  
As a percentage of TAM PC + LCV 

DACIA MARKETS  2015 2014 

Austria 2.3 % 2.5 % 

Baltic States 2.7 % 3.1 % 

Belgium+Luxembourg 2.9 % 3.1 % 

Croatia 5.1 % 3.2 % 

Czech Republic 4.5 % 4.8 % 

Denmark 1.5 % 1.4 % 

Finland 1.2 % 1.3 % 

France 4.4 % 4.9 % 

Germany 1.4 % 1.6 % 

Greece 0.4 % 0.6 % 

Greek Cyprus 0.6 % 0.8 % 

Hungary 4.6 % 5.4 % 

Iceland 2.5 % 1.6 % 

Ireland 2.6 % 2.4 % 

Italy 2.7 % 2.7 % 

Malta 1.7 % 1.9 % 

Netherlands 0.9 % 1.2 % 

Norway 0.1 % 0.1 % 

Other Balkans 7.5 % 6.2 % 

Poland 3.7 % 3.9 % 

Portugal 2.3 % 2.3 % 

Slovakia 4.0 % 4.1 % 

Slovenia 4.5 % 5.3 % 

Spain+Canary Islands 4.6 % 4.7 % 

Sweden 1.3 % 1.5 % 

Switzerland 1.6 % 1.5 % 

United Kingdom 0.9 % 0.9 % 

DACIA TOTAL  2.4 % 2.5 % 

 

SALES AFRICA-MIDDLE EAST -INDIA REGION  

RENAULT BRAND SALES
(3)

 AND MARKET SHARES  
In volume and as a % of the TAM PC + LCV 

 2015 2014 

RENAULT MAIN MARKETS  SALES 

MARKET 

SHARE SALES 

MARKET 

SHARE 

Algeria 49,494 19.5% 52,059 15.2% 

Egypt 20,001 7.5% 11,507 4.1% 

Marocco 12,977 9.8% 11,440 9.4% 

India 53,848 1.7% 44,849 1.5% 

Iran 51,500 4.8% 33,000 2.8% 

Israel 11,692 4.6% 10,105 4.2% 

Overseas Departments 11,568 18.1% 10,148 17.1% 

Saudi Arabia 15,329 1.9% 13,391 1.6% 
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South Africa+Namibia 20,021 3.4% 18,788 3.0% 

RENAULT TOTAL  270,674 3.4% 226,781 2.8% 

(3) In volume of Sales+Export Companies.     
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DACIA BRAND SALES AN D MARKET SHARES  
In volume and as a % of the TAM PC + LCV 

 2015 2014 

DACIA MAIN MARKETS  SALES 

MARKET 

SHARE SALES 

MARKET 

SHARE 

Algeria 40,688 16.0% 39,741 11.6% 

Marocco 37,392 28.3% 33,734 27.6% 

Israel 2,510 1.0% 0  

Overseas Departments 4,865 7.6% 4,428 7.5% 

Tunisia 2,522 5.3% 1,701 3.2% 

DACIA TOTAL  89,181 1.1% 80,546 1.0% 

 

RENAULT SAMSUNG MOTO RS BRAND SALES AND MARKET SHARES  
In volume and as a % of the TAM PC

(4)
 

 2015 2014 

RSM MARKETS  SALES 

MARKET 

SHARE SALES 

MARKET 

SHARE 

Libya 3 0.0% 600 0.0% 

RSM TOTAL  3 0.0% 600 0.0% 

(4) RSM is not present on the LCV market 

 

SALES EURASIA REGION 

RENAULT BRAND SALES AND MARKET SHARES  
In volume and as a % of the TAM PC + LCV 

 2015 2014 

RENAULT MAIN MARKETS  SALES 

MARKET 

SHARE SALES 

MARKET 

SHARE 

Belarus 8,071 25.7% 4,501 14.1% 

Bulgaria 3,172 10.9% 2,039 8.0% 

Kazakhstan 8,235 8.3% 8,174 5.0% 

Romania 7,263 6.5% 6,741 7.1% 

Russia 120,411 7.5% 194,531 7.8% 

Turkey 117,363 12.1% 98,743 12.9% 

Ukraine 5,176 10.2% 5,798 5.8% 

RENAULT TOTAL  270,251 9.0% 321,331 8.5% 

 

DACIA BRAND SALES AN D MARKET SHARES  
In volume and as a % of the TAM PC + LCV 

 2015 2014 

DACIA MAIN MARKETS  SALES 

MARKET 

SHARE SALES 

MARKET 

SHARE 

Bulgaria 3,679 12.6% 3,085 12.1% 

Moldova 528 15.1% 1,092 19.7% 

Romania 36,946 32.8% 29,625 31.2% 

Turkey 44,812 4.6% 34,469 4.5% 

DACIA TOTAL  85,965 2.9% 68,271 1.8% 

 

RENAULT SAMSUNG MOTO RS BRAND SALES AND MARKET SHARES  
In volume and as a % of the TAM PC

(5) 



48 

 2015 2014 

RSM MARKETS  SALES 

MARKET 

SHARE SALES 

MARKET 

SHARE 

Kazakhstan 0 0.0% 102 0.1% 

RSM TOTAL  0 0.0% 102 0.0% 

(5) RSM is not present on the LCV market 

 

SALES ASIA-PACIFIC REGION  

RENAULT BRAND SALES AND MARKET SHARES  
In volume and as a % of the TAM PC + LCV 

 2015 2014 

RENAULT MAIN MARKETS  SALES 

MARKET 

SHARE SALES 

MA RKET 

SHARE 

Australia 11,525 1.0% 10,014 0.9% 

China 15,849 0.1% 34,067 0.2% 

Japan 5,080 0.1% 4,662 0.1% 

Singapore 956 1.3% 1,191 3.4% 

RENAULT TOTAL  35,552 0.1% 51,938 0.2% 

 

DACIA BRAND SALES AN D MARKET SHARES  
In volume and as a % of the TAM PC + LCV 

 2015 2014 

DACIA MAIN MARKETS  SALES 

MARKET 

SHARE SALES 

MARKET 

SHARE 

New Caledonia 877 9.6% 679 6.8% 

Tahiti 414 10.2% 392 8.6% 

DACIA TOTAL  1,291 0.0% 1,071 0.0% 

 

RENAULT SAMSUNG MOTO RS BRAND SALES AND MARKET SHARES  
In volume and as a % of the TAM PC

(6) 

 2015 2014 

RSM MAIN MARKET  SALES 

MARKET 

SHARE SALES 

MARKET 

SHARE 

South Korea 80,017 5.1% 80,003 5.7% 

RSM TOTAL  80,025 0.3% 80,188 0.3% 

(6) RSM is not present on the LCV market 

 

SALES AMERICAS REGION  

RENAULT BRAND SALES AND MARKET SHARES  
In volume and as a % of the TAM PC + LCV 

 2015 2014 

RENAULT MAIN MARKETS  SALES 

MARKET 

SHARE SALES 

MARKET 

SHARE 

Argentina 79,383 12.7% 84,944 12.9% 

Brazil 181,504 7.3% 237,187 7.1% 

Colombia 49,331 18.6% 50,362 16.6% 

Importers 20,613 2.5% 18,299 2.0% 

Mexico 24,320 1.8% 24,889 2.2% 

RENAULT TOTAL  355,151 6.3% 415,681 6.4% 
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RENAULT SAMSUNG MOTO RS BRAND SALES AND MARKET SHARES  
In volume and as a % of the TAM PC

(7) 

 2015 2014 

RSM MARKETS  SALES 

MARKET 

SHARE SALES 

MARKET 

SHARE 

Chili 0 0.0% 1,233 0.5% 

RSM TOTAL  0 0.0% 1,233 0.0% 

(7) RSM is not present on the LCV market 

 

 

(III) BUSINESS-TO-BUSINESS POWERTRAIN ACTIVITY  

The powertrain business is one of the main sectors implementing industrial synergies in R&D with Renaultôs 

partners (with Nissan as part of the Alliance or outside the Alliance). A dedicated department oversees this 

B2B business, both for exchanges of powertrain sub-systems with partners, and for related engineering. The 

aim of these synergies is to pool development costs, to absorb fixed production costs, to generate economies 

of scale in the industrial activities of Renault and its suppliers, and ultimately, to improve free cash flow at 

Renault. 

In addition to the Alliance with Nissan that enables the companies to share a common range, an industrial 

system and a supplier network, this business-to-business activity seeks to promote and offer Renaultôs 

powertrain parts in the context of automotive cooperation (e.g. with Daimler, AVTOVAZ, General 

Motors-Opel) or third-party sales. They enable our partners to benefit from Renault technology and give 

Renault access, where useful, to its partnersô developments and manufacturing capacity. This activity also 

serves as a basis on which to identify and set up one-off cooperation projects. 

Advantages 

A modern, CO2-efficient range: With its internal-combustion and electric range, Renault has once again 

demonstrated its commitment to taking the lead in reducing the environmental impact of vehicles. The 

qualities of the Renault powertrain range have convinced our partners of the advantages of using our engines 

for their vehicles. Partnerships have been developed for petrol and diesel engines, as well as for gearboxes. 

For the past four years, Groupe Renault has featured in the top three highest performing manufacturers in 

Europe for certified CO2 emissions and fuel consumption, with average emissions of 111.3g of CO2/km at 

the end of 2015, and diesel or petrol engines emitting less than 100g of CO2/km during NEDC tests on eight 

models in its passenger car range. 

Nissan, Renaultôs partner in the Alliance, has risen from eighth place in the manufacturersô rankings in 2013 

to fourth place in 2014 for average certified CO2 emissions in its European range of passenger cars. This is 

mainly due to the deployment of the latest generation of Renault engines. After the partnership agreement 

signed in 2010 between the Renault-Nissan Alliance and the Daimler group, Renaultôs range of diesel 

engines also allow Mercedes to offer versions of its A, B and C Class vehicles emitting less than 100g of 

CO2/km in New European Driving Cycle (NEDC) tests.  

The organization 

Experienced management ensures, within Renaultôs Strategy and Business Development department, that 

opportunities are identified, bids are prepared and contracts negotiated. Dedicated to customers, it liaises 

with all Renault engineering departments to ensure a fast response. 

 

(IV) MAIN MANUFACTURING S ITES 

Renault has about 30 manufacturing sites for its automotive business. Based on a standard figure of 

3,760 hours (one yearôs production based on two eight-hour shifts a day, five days a week, for 47 weeks a 

year), production capacity utilization rates in 2015 were 93% globally and 87% in the Europe Region. 

The Alliance and Renaultôs strategic partnerships enable these manufacturers to share manufacturing 

facilities and therefore costs. For example: 

Å Renault-Nissan vehicles are produced by AVTOVAZ in Russia; 

Å the Renault LCV plants in Batilly, Moscow, Busan and Curitiba produce vehicles for Nissan; 

Å the Renault plants in Maubeuge and Novo Mesto produce vehicles for Daimler; 

Å finally, in India, Renault-Nissan share a plant common to both. 
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As engines and transmissions are concerned, the cross use of the Alliance plants makes it possible to supply 

each market with the powertrains required while keeping investment to the minimum. The following are 

some non-exhaustive examples: 

Å the Renault plants in Cléon and Valladolid produce diesel engines for Nissan and Daimler; 

Å with regard to the cross-production of gasoline engines in Europe, the Renault plants in Valladolid and 

Pitesti as well as the Nissan plants in Sunderland produce engines for Renault, Nissan and Daimler; 

Å the Nissan plant in Yokohama produces a gasoline engine for Renault, while the Renault plant in Pitesti 

manufactures SMART gasoline engines for Daimler. 
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GROUPE RENAULT MAIN MANUFACTURING SITES ï 2015 PRODUCTION (units) 

2015 SITES 

PRODUCTION 

(Units) VEHICLES OR COMPONEN TS 

GROUPE RENAULT (PRODUCTION BY GROUPE RENAULT PLANTS INCLUDIN G FOR 

PARTNERS) 

Europe Region 

France 

Batilly 126,454 MASTER III
(1)

 

Caudan 

(Fonderie de 

Bretagne) 27,400 Aluminum foundry (metric tons) 

Choisy-le-Roi 25,370 Standard Exchange engines 

 15,932 Standard Exchange gearboxes 

Cléon 15,609 Aluminum foundry (in tons) 

 695,223 Engines 

 487,963 Transmissions 

 21,597 Electric engines 

Dieppe 5,111 CLIO IV Renault Sport 

Douai 133,559 

New ESPACE, TALISMAN, MEGANE III 

(coupé-cabriolet), SCENIC III (5- and 7-seater) 

Flins 146,864 CLIO IV, ZOE 

Le Mans / 

Villeurbanne 7,370,832 Front/rear suspensions, subframes, lower arms 

Le Mans 110,911 Aluminum foundry (metric tons) 

Maubeuge 151,064 KANGOO Z.E., KANGOO II
(2)

 

Ruitz 103,458 Automatic transmissions France 

Sandouville 99,237 

LAGUNA III (sedan, station wagon, coupé),TRAFIC 

II
(3)

 

Spain 

Palencia 210,293 

KADJAR, New MEGANE III (sedan, station wagon, 

coupé) 

Valladolid 257,510 TWIZY, CAPTUR 

Valladolid 1,535,440 Engines 

Seville 1,009,352 Transmissions 

Portugal Cacia 556,568 Transmissions 

Slovenia Novo Mesto 129,428 CLIO II, TWINGO III
(4)

 

Africa - Middle East - India (AMI)  

Algeria Oran 19,419 LOGAN II 

Marocco 

Casablanca 59,024 LOGAN II, SANDERO II 

Tanger 229,026 LODGY, DOKKER, SANDERO II 

Iran  Teheran 70,712 Front/rear suspensions 

Americas 

Argentina Cordoba 

76,055 CLIO II, KANGOO, KANGOO Express, FLUENCE 

4,025 Aluminum foundry (in tons) 

Brazil Curitiba 

187,087 DUSTER, LOGAN II, MASTER III 

257,943 Engines
(5)

 

Colombia Envigado 76,279 DUSTER, SANDERO, CLIO II, LOGAN,LOGAN II  

Chili Los Andes 296,779 Transmissions 

Eurasia 
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2015 SITES 

PRODUCTION 

(Units) VEHICLES OR COMPONEN TS 

Turkey Bursa 

339,240 

FLUENCE, MEGANE Generation, CLIO IV, 

CLIO IV Estate 

346,257 Engines 

257,183 Transmissions 

1,096,930 Front/rear suspensions, subframes 

Russia Moscow 73,618 

DUSTER, MEGANE Génération, FLUENCE, 

LOGAN 

Romania (Dacia) Pitesti 

339,204 

DUSTER, LOGAN II, LOGAN II MCV, SANDERO 

II  

435,885 Engines 

514,256 Transmissions 

2,005,584 

Front/rear suspensions, axles, subframes, idler 

modules 

21,100 Aluminum foundry (in tons) 

Asia-Pacific 

South Korea 

(Renault Samsung 

Motors) Busan 

205,391 

SM3/FLUENCE, SM3 Z.E./FLUENCE Z.E., 

SM5/LATITUDE, SM7/TALISMAN, 

QM5/KOLEOS
(6)

 

83,171 Engines 

PARTNERS (PRODUCTION BY PARTNERS FOR RENAULT)  

Nissan plants  54,564 PULSE, SCALA, DUSTER, KWID, LODGY 

Other partner sites (Iran, Russia, 

China) 106,481 LOGAN, SANDERO, MEGANE II 

(1) Batilly also manufactures MASTER for General Motors Europe and Nissan. These vehicles are sold under the name 

MOVANO (Opel and Vauxhall brands) and NV 400 (Nissan brand). 

(2) KANGOO vehicles are also produced in Maubeuge for Daimler. They are sold under the name CITAN (Daimler 

brand). 

(3) TRAFIC models are also produced in Sandouville for General Motors Europe and Nissan. They are sold under the 

name VIVARO (Opel brand) and PRIMASTAR (Nissan brand). 

(4) Vehicles using the TWINGO base are also produced in Novo Mesto for Daimler. They are sold under the name 

ForFour (SMART brand). 

(5) The Curitiba plant also produces light commercial vehicles for Nissan. 

(6) The Busan plant also manufactures vehicles for Nissan, which are marketed under the name ROGUE. 
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(V) GROUPE RENAULT DISTR IBUTION  NETWORK  

Organization of the distribution networks 

Groupe Renault distributes vehicles under its brands through both primary and secondary distribution 

networks. 

The primary network is contractually bound to Renault via a concession agreement (or agency or authorized 

repair center agreement, depending on the country) and comprises: 

Å dealers independent of Groupe Renault; 

Å establishments belonging to Renault through its subsidiary Renault Retail Group (RRG) or branches. 

The secondary network includes mainly small dealers, independent of Groupe Renault, and bound 

contractually to the primary network, most often via an agency contract, or authorized distribution or repair 

center contract. 

The main changes to the Groupe Renault distribution network are as follows: 

Å developing and raising professional standards in networks on growth markets, primarily outside Europe; 

Å strengthening of the various brand identities, including in particular increased differentiation between the 

Dacia and Renault brands; 

Å adjustments to cater for the sale of new vehicles, including in particular the electric vehicle range. 

 2015 2014 

NUMBER OF RENAULT SI TES WORLDWIDE  

O/W 

EUROPE WORLDWIDE  

O/W 

EUROPE 

Primary network 5,231 2,652 5,178 2,680 

o/w RRG dealers and branches 181 163 182 161 

of which Renault Pro+ specialized dealerships 650 492 600 451 

Secondary network 6,733 6,321 6,938 6,526 

TOTAL SITES  11,964 8,973 12,116 9,206 

 

 2015 2014 

NUMBER OF DACIA SITE S WORLDWIDE  

O/W 

EUROPE WORLDWIDE  

O/W 

EUROPE 

Primary network 2,338 2,035 2,026 1,683 

 

(VI) RENAULT RETAIL GROUP  (RRG) 

This wholly owned subsidiary of Renault is the Groupôs biggest subsidiary by revenues (ú7.8 billion in 2015) 

and workforce (10,936 employees at December 31, 2015). 

Renault Retail Group has close to 200 sales and service outlets in 13 European countries: Austria, Belgium, 

Czech Republic, France, Germany, Ireland, Italy, Luxembourg, Poland, Portugal, Spain, Switzerland and the 

United Kingdom. 

Its role is to directly distribute, on a profitable basis, Alliance products and services (Renault, Dacia and 

Nissan). The product range covers new vehicles, used vehicles and spare parts. It also offers the following 

services: servicing, powertrains, bodywork, express repairs (Renault Minute and Renault Minute body 

shops), short-term rental (Renault Rent), financing and brokerage. 

In 2015, RRG sold more than 35.7% of the new vehicles sold by Renault in France; RRG sold more than 

17.4% of the new vehicles sold by Renault for the other 12 European countries in which RRG operates 

(excluding France). 

RRG provides a commercial presence for Groupe Renault in major cities and has put in place a strategy to 

meet the volume and profitability targets set out in Renault 2016 ï Drive the Change. 

In 2015, Renault Retail Group simplified and enriched the digital experience of its customers on its website 

www.renault-retail-group.fr and its mobile site. The new after-sales features and services are part of the 

Renault Plan ñExcellence in the Customer Relationshipò. The aim is to be increasingly customer-focused and 

in touch with customersô expectations, offering them simple, fully customized services tailored to their 

changing needs. 

 

RENAULT RETAIL GROUP  
Figures at end-December 2015 

TOTAL FOR 

12 EUROPEAN 

COUNTRIES 

O/W 

FRANCE 



54 

New vehicles (units) 284,041 153,644 

Used vehicles (units) 179,566 119,914 

Total, new and used vehicles (units) 463,607 273,558 

Revenues* (ú million) 7,826 4,601 

*  From RRG management statements (Ireland non-consolidated). 

 

Renault Pro+ specialized dealerships 

To meet the specific needs of its business customers, since 2009 Renault has developed the Renault Pro+ 

specialized network within its Dealer Network. 

Renault Pro+ specialized dealerships are bound by a triple customer pledge based on: 

Å the specialization of sales teams and after-sales staff, with a dedicated area for business customers; 

Å a large range of options, including for chassis cabs, facilitated by the wide range of vehicles on display 

and available for test drive; 

Å guaranteed mobility for business customers with a dedicated after-sales team. 

In 2015, 50 new Pro+ specialized sites were opened, taking the total number of dealerships worldwide to 

650, across 40 different countries. 

The Renault Pro+ network continues to grow in Europe, and its international presence is rapidly increasing to 

support the growth in sales of light commercial vehicles. A quarter of Pro+ outlets are now located outside 

Europe, mainly in Argentina, Brazil and Turkey. 

 

(VII)  AUTOMOTIVE CASH FLOW  MANAGEMENT  

For Automotive, Groupe Renault has established a financial organization whose aims are to: 

Å automate the processing of routine cash inflows and outflows; 

Å meet the subsidiariesô refinancing requirements and pool surplus cash; 

Å centralize the handling of euro-denominated and foreign exchange transactions so as to optimize the 

management of currency, liquidity, interest rate, counterparty and country risk while reducing financial 

and administrative costs; 

Å centralize virtually all financing operations, including securities issuance, bank loans and credit 

agreements, at parent company level. 

Within this framework, Renaultôs Financing and Treasury department, which is responsible for cash 

management and financing for the Groupôs industrial and commercial activities in Europe, has a specialized 

entity, Renault Finance, which manages the following: 

Å capital market trading, after intra-Group netting: forex, fixed income securities, commodities and 

short-term investments; 

Å foreign currency payments by French and European subsidiaries; 

Å cash-pooling in certain subsidiariesô foreign currencies. 

For the euro zone, cash is centralized through a Renault SA IT platform that manages all subsidiariesô 

euro-denominated transactions and interfaces with the automotive sectorôs banks. Renault Finance is also 

involved in cash management arrangements covering foreign currency payments made by French and 

European subsidiaries. 

Outside the euro zone, the cash flows of certain subsidiaries are accounted for centrally in Renault Financeôs 

accounts. 

Renault Finance 

Renault Finance, a Swiss corporation based in Lausanne, is an active player on the forex and fixed income 

markets and the market for hedging commodities transactions. It operates within a strict risk management 

framework. Through its arbitrage activities, it can obtain competitive quotes for all financial products. 

Moreover, it is Renaultôs natural counterparty for most automotive market transactions. By extending this 

service to the Nissan group, Renault Finance has become the Allianceôs trading room. It manages financial 

transactions for both Renault and Nissan, hedging itself in the markets accordingly; Renault Finance does not 

take any risks on behalf of any Nissan or Groupe Renault entity. 

Aside from financial market transactions, Renault Finance offers a number of services, including commercial 

and financial foreign currency payments for Renault and Nissan and a foreign currency cash-pooling service 

for a number of Renault entities (Czech Republic, Hungary, Poland, Romania, Sweden and the UK). 

At end of December 2015, its net income was ú50.9 million (ú48.4 million at the end of December 2014) and 

its total parent company assets amounted to ú10,092 million (ú9,970 million at the end of December 2014). 
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B. ASSOCIATED COMPANIES , PARTNERSHIPS AND COLLABORATIVE PROJECT S 

 

Nissan 

Renaultôs shareholding in Nissan is described in detail in ñ(2) THE RENAULT-NISSAN ALLIANCEò 

below. 

Nissanôs market capitalization at December 31, 2015 was ¥5,784 billion (ú44,131 million, based on a 

conversion rate of Ô131.1 for ú1), based on a closing price of ¥1,279.5 per Nissan share. 

Renault holds 43.4% of Nissanôs share capital. At December 31, 2015, the market value of the shares held by 

Renault totaled ú19,153 million, based on a conversion rate of Ô131.1 for ú1. 

Renault accounts for its shareholding in Nissan using the equity method, as described note 12 of the notes to 

the consolidated financial statements. 

 

AVTOVAZ  

Since June 2014, Renault has owned 50% (less one share) of Alliance Rostec Auto B.V., which was created 

in 2012 by the Renault-Nissan Alliance and the Russian public holding company Russian Technologies 

(Rostec), owner of 74.5% of leading Russian carmaker AVTOVAZ.  

The exceptionally difficult economic environment in Russia and the peripheral markets (Russian car market 

down more than 35%, average rouble exchange rate down 33%, rising interest rates) resulted in a 

deterioration of AVTOVAZ operating conditions even though the company is fully committed to the renewal 

of its product line. 

To restore the financial structure and to continue the work of restructuring and modernizing the product line, 

Groupe Renault is in discussions with the other shareholders of the holding company Alliance Rostec Auto 

B.V. in view of an upcoming recapitalization that could lead to the consolidation of AVTOVAZ by Renault.  

In a difficult environment that is also affecting the export markets in which the LADA brand is well 

established, including Ukraine and Kazakhstan, whose markets declined 48% and 39% respectively, 

AVTOVAZ was able to rely on sales of vehicles and components to its partners, with the production of 

8 models for the Renault-Nissan Alliance, including the New LOGAN, SANDERO and STEPWAY, 

manufactured on the B0 production line common to the three brands and destined for the Russian market.  

In total, nearly a third of the vehicles produced by AVTOVAZ in 2015 were made for the Renault-Nissan 

Alliance (129,000 vehicles), which helped to optimize the use of production capacities and reduce fixed 

costs.  

AVTOVAZ also has an assembly workshop shared by the three brands to produce engines and gearboxes 

with a capacity of 300,000 engines in the first stage and 300,000 gearboxes per year. After the production 

start-up of the K4 engine and the J gearbox in three of the vehicle brands, the H4 engine was added to the 

range and installed in the Duster Phase 2 produced by Renault in the Moscow plant.  

Renault also managed to benefit from the skills and stamping and plastics workshop capacities to localize at 

AVTOVAZ the components and parts for its new vehicles produced in Togliatti. 

These advances are part of an in-depth reorganization of the company, along with the reduction of the 

number of production lines from eight to four and the renewal of the product range in preparation for the 

future.  

Over the past few years, the AVTOVAZ offering has been redesigned on the basis of efficient vehicles, with 

the LADA Granta, the best-selling vehicle in Russia, the LADA Largus based on the Logan MCV and the 

Kalina. In line with the timetable, the range was extended at the end of 2015 with the launch of the Lada 

Vesta and Lada X-Ray, which use AVTOVAZ or Renault-Nissan Alliance platforms. 

Renault accounts for its shareholding in AVTOVAZ using the equity method, as described in note 13 of the 

notes to the consolidated financial statements. 

 

Partnerships and collaborative projects 

Strategic cooperation between Renault-Nissan Alliance and Daimler AG 

 

Strategic cooperations 

The Renault-Nissan Alliance has developed a core competence in managing partnerships to increase 

economies of scale, to help accelerate growth in new regions and to fund research and development of 

next-generation powertrains and vehicles. In fact, partners and potential partners specifically seek out 

Renault-Nissan for its demonstrated ability to keep collaborations expanding through multiple business 

cycles. 
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Today the Alliance operates strategic collaborations with numerous automakers, including Germanyôs 

Daimler, Chinaôs Dongfeng Motor and Japanôs Mitsubishi Motors. 

The Allianceôs biggest strategic collaboration by far is with premium carmaker Daimler AG. The partnership 

began in April 2010. This strategic cooperation is strengthened by cross-shareholdings, with Daimler holding 

a 3.1% share in both Renault and Nissan and Renault and Nissan each holding a 1.55% share in Daimler. 

The partnership is managed by a Cooperation Committee co-chaired by Carlos Ghosn and Daimler CEO 

Dieter Zetsche and made up of senior executives from Renault, Nissan and Daimler. The Governance Board, 

which meets nearly every month, ensures the implementation of the agreed projects and makes proposals for 

new ones. The cooperation is managed for the Alliance by RNBV. 

Cooperation between the two companies has expanded significantly since they joined forces in 2010 and has 

also become more global in scope. In 2010, the companies began collaborating on three projects, mostly 

within Europe. Today, the Alliance and Daimler count 13 major projects on three continents. The key 

projects involving Renault in the portfolio so far include: 

 

Å the Daimler CITAN city van, released in September 2012. The van is based on the Renault KANGOO 

and produced in Renaultôs plant in Maubeuge, France, where Renault also produces its KANGOO light 

commercial vehicle. The CITAN, which accounts for about 25% of total production output in Maubeuge, 

also features a jointly developed Renault-Daimler four-cylinder, 1.5-liter diesel engine. A variant of this 

engine also powers the new Mercedes-Benz A-and B-Class models released in 2012; 

Å Renault TWINGO and Mercedes-Benz SMARTS based on a common Renault-Daimler platform. 

Although the New TWINGO and fortwo and forfour SMARTS, which were released in the second half of 

2014, are built on a common platform they remain independent products with an unmistakable brand 

identity. The New TWINGO and the forfour SMART are produced in Novo Mesto, Slovenia. Meanwhile, 

the fortwo SMART is produced at Daimlers Hambach plant in France; 

Å the debut in 2016 of a new, state-of-the-art direct-injection turbocharged small gasoline engine family 

developed by Renault and Daimler for Daimler, Renault and Nissan cars. The engines will feature 

improved fuel economy and reduced emissions in a compact package. 

 

Å EV versions of the new SMART fortwo and forfour. Both vehicles will be fitted with an electric motor 

produced by Renaultôs Cl®on plant in France, the same one used in the Renault ZOE. The battery of the 

new SMART electric drive will be produced by the Daimler subsidiary, ñDeutsche ACCUmotive,ò in 

Kamenz, Germany. 

 

Å The Mercedes-Benz 1-ton pickup truck which shares its architecture with the Nissan NP300 NAVARA, 

will be built by Nissan in the Renault plant in Cordoba, Argentina, along with the Nissan NP300 and the 

Renault 1-ton truck, for Latin America, before the end of the decade. 

 

The collaboration between Renault-Nissan and Daimler has grown organically, whenever teams suggest 

projects that are a ñwin-winò for all partners. The project portfolio has more than tripled and includes 

projects on three continents. No specific area of potential collaboration that is ñoff limits.ò When teams 

suggest projects that could benefit all partners, they then launch feasibility studies to determine whether to 

move forward. If senior executives and Board members of all companies agree to move forward, then the 

project is greenlighted and announced externally with a clear timetable and division of labor. When 

appropriate, projects are terminated at the feasibility study stage and the teams move onto new opportunities. 

 

Supplier relations and support 

In view of the current economic conditions, it is crucial for manufacturers and suppliers to collaborate 

closely in order to create value together. Renaultôs objective is to build performance as part of an equitable, 

educational, long-term partnership with suppliers. 

To this end, Renault has put in place a policy to support suppliers worldwide, which involves: 

Å working closely with suppliers from the outset of projects, with the aim of meeting price and quality 

targets and cutting development times; 

Å sharing best industrial practices (regular meetings, expert assignments); 

Å optimizing processes in order to help suppliers cut costs without reducing their margins; 

Å assisting suppliers to improve quality. Since October 1, 2015, all supplier quality resources within Groupe 

Renault were organized within a single entity. This change in organization made it possible to set up a 
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key Renault expert for each supplier to reinforce the required level of quality in the field for our suppliers, 

to ensure optimum monitoring and be more responsive; 

Å offering suppliers an opportunity to grow with the Group. Renaultôs manufacturing facilities in other 

countries and partnerships (Nissan, AVTOVAZ, Daimler) create opportunities for suppliers to expand 

into new markets or increase their volumes; 

Å cooperation on innovation. Beyond the research and advanced studies conducted internally and with 

Nissan, Renault works with suppliers on new joint innovations, sharing its strategic aims right from 

project design; 

Å raising suppliersô awareness of CSR. Renault has incorporated CSR criteria into its supplier referencing 

and selection processes, and regularly evaluates its suppliersô CSR performance. Renault also applies 

charters on best practices in customer-supplier relations. 

To show the Groupôs appreciation of its suppliers, every year Renault presents Supplier Awards. The awards 

are given to suppliers that achieve highly in any of three priority categories for Renault ï quality, innovation 

and CSR, irrespective of the supplierôs size, country of origin or business sector. In 2015, twelve suppliers 

won awards for their outstanding achievements in one of those areas: 

Å Quality: AK-Pres, Bosch Automotive Services, Delta Invest, Hung-A Forming, Mann+Hummel, SNOP, 

Trelleborg Vibracoustic; 

Å CSR: 3M, Ambroise Bouvier Transports; 

Å Innovation: Getrag, MGI Coutier, SK Telecom. 

Finally, as part of efforts to strengthen supplier relations, in 2011 Renault and Nissan initiated a joint process 

for selecting preferred partners, known as Alliance Growth Partners (AGP). In 2015, twenty-eight AGP 

suppliers were recognized for their competitiveness, their ability to support Renault and Nissan in terms of 

innovation or new product development, and for their willingness to support the international growth of both 

Alliance partners. 

 

EVs: Bolloré group partnership 

The French Renault and Bolloré groups have become partners in order to advance the progress of electric 

vehicles together. This partnership, formalized on September 9, 2014, focuses on three main aspects. Firstly, 

industrial cooperation: the Dieppe plant (Seine Maritime, France) has assembled Bluecar EVs (Bolloré 

group) since July 2015. It also includes a joint venture, Bluealliance, set up in October 2014 to sell complete 

electric car-sharing solutions in France and Europe. These include the Bluely services in Lyon and Bluecub 

in Bordeaux, where the TWIZY joined the fleet in spring 2015. Lastly, it involves the completion of a 

feasibility study, entrusted to Groupe Renault by the Bolloré group, on the design, development and 

manufacturing by Renault of an electric city car. 

The development of the electric vehicle is essential to tackle environmental issues, especially air quality and 

mobility in towns and cities. The two groups decided to combine their complementary skills. Renault 

possesses know-how in relation to the design, development and manufacturing of electric vehicles (ZOE, 

KANGOO, TWIZY). The Bolloré group is positioned as a major player in 100% electric car-sharing. 

 

Light commercial vehicles 

In the field of light commercial vehicles, Renault has several agreements with General Motors Europe, 

Nissan, Renault trucks, Daimler and, more recently, Fiat. 

Renault and General Motors Europe signed a framework agreement in 1996 that included a commitment to 

work together. The aim was for the two manufacturers to increase their market presence in Europe and share 

development costs. 

In compact vans, Renault TRAFIC and Opel/Vauxhall Vivaro have been produced at the GM Europe plant in 

Luton (UK) since 2001 and at the Nissan plant in Barcelona (Spain) between 2002 and summer 2014. In 

March 2011, Renault and Opel/Vauxhall announced the locations of production sites for the next generation 

of Vivaro and TRAFIC. Opel/Vauxhall confirmed that the next generation Vivaro will be built in Luton and 

Renault confirmed that the next generation TRAFIC, as well as the new high roof (H2) version of the Opel 

Vivaro dôOpel, will be manufactured at its Sandouville site. Production started at the Sandouville plant in 

April  2014 and marketing in September. 

In July 2014, Renault signed a cooperation agreement with Fiat to manufacture a compact van, based on the 

TRAFIC, at its Sandouville plant. This vehicle will be sold by Fiat across its network and under its brand 

name. Production is expected to begin in the first half of 2016. 

The offering in the large vans segment was renewed in 2010, with the launch of the new range of Renault 

MASTER and Opel/Vauxhall (GM) Movano, manufactured by Renault at its Batilly plant in France. 
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Movano is sold to GM as part of a supply agreement signed at the end of 2007. 

New MASTER is also distributed by the Renault Trucks network under the terms of sales agreements 

entered into in 2009. These agreements are the continuation of agreements covering the distribution by 

Renault Trucks (AB Volvo group) of Mascott and the previous generation of MASTER. 

As part of the Renault-Nissan Alliance, an agreement was signed to develop a van based on the new Renault 

MASTER called NV400. This vehicle has been sold by Nissan since end-2011. This project reflected the 

continuation of agreements implemented by the two companies in 2003 for the distribution by Nissan of 

Interstar (based on the previous generation of MASTER and replaced by NV400) and PRIMASTAR (a 

compact van based on TRAFIC). 

As part of the strategic cooperation between the Renault-Nissan Alliance and Daimler announced on April 7, 

2010, Renault and Daimler studied the development of a light commercial vehicle to expand the Mercedes 

range. CITAN, the new urban LCV by Mercedes Benz, was developed by Renault on the basis of the 

KANGOO platform and is built exclusively alongside KANGOO and KANGOO Z.E. at the Renault plant in 

Maubeuge (France). CITAN nevertheless maintains the visible features expressing the identity of the 

Mercedes brand, in both interior and exterior design. CITAN has been sold by Mercedes since fall 2012. 

 

Accelerating international expansion 

Various agreements have been signed with local partners (manufacturers and local authorities). 

 

In China 

In June, Renault began selling the CAPTUR, an imported model heralding the imminent arrival of an SUV 

range. In November, Renault unveiled the KADJAR at the Guangzhou Motor Show, the first vehicle to be 

made locally. 

The Dongfeng Renault Automotive Company (DRAC), 50/50 owned by Dongfeng and Renault, obtained its 

business license on March 3, 2014. The production plant is in Wuhan, capital of the Hubei province, and has 

a capacity of 150,000 units. 

At the end of September 2015, DRAC announced plans to make an electric vehicle. This will be 

manufactured at the Wuhan plant in 2017. It will be marketed under a local Dongfeng brand and is destined 

exclusively for the Chinese market. 

DRAC is continuing to expand its network, with more than 125 dealerships at the end of 2015. The number 

of dealerships is expected to rise to 150, to support the distribution of the new vehicle range. 

On October 14, 2015, the Ministry of Industry and Information Technology (MIIT) officially published the 

ñFactory Auditò agreement, confirming the capacity of the Wuhan site to produce the vehicles as planned. 

 

In Russia 

Renault Russia, fully-owned by Renault since the buyback at the end of 2012 of the Moscow city council 

shares, recorded a market share of 7.5%, a slight decline (-0.3 point), as part of a policy to preserve margins 

in an exceptionally difficult environment, thanks to the success of vehicles produced mainly in Russia, 

especially the Duster Phase 2, which was well received by the market and is once again the best-selling SUV 

on the market.  

Renault Russia also continued its network development strategy outside Russia, with net sales growth in 

Belarus.  

The partnership with AVTOVAZ has given Renault Russia additional production capacities with the New 

LOGAN, SANDERO and STEPWAY, manufactured in Togliatti on the B0 production line. Renault Russia 

has also increased its purchases of components, engines and gearboxes produced by AVTOVAZ and thus 

improved its rate of local integration.  

 

In Asean 

In 2015, Renault confirmed that it intended to be permanently based in the Asean Region. 

In Indonesia, 2015 was spent expanding the distribution network and enriching the proposed line-up, with 

the launch of the DUSTER 4x4. Following an initial phase of local light industrialization, the DUSTER 4x2 

and 4x4 went into production at the plant owned by our partner Indomobil. 

In Malaysia, Renault broadened the range of vehicles on offer, with the launch of the CAPTUR ahead of 

local production of this model, following in the footsteps of the FLUENCE. 

Finally, in Vietnam, Renault unveiled three new models at the Hanoi Motor Show: the DUSTER, the 

SANDERO Stepway and the LOGAN. 
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In India  

In Chennai, the Alliance built its first joint production site as part of a joint venture (JV RNAIPL). 

Production was launched at the site in 2010 with the Nissan MICRA; then in 2011, Renault started to 

manufacture the FLUENCE and the KOLEOS, and in 2012, the PULSE, SCALA and DUSTER. In late 

2013, Nissan launched the new premium SUV Terrano, derived from Renault DUSTER. In 2015, Renault 

began production of the LODGY, followed by the KWID. 

In the same region, RNTBCI, the joint venture between Renault and Nissan, has been providing engineering, 

purchasing and accounting services since 2008. 

In 2010, Renault changed the structure of its industrial and commercial partnership with Mahindra & 

Mahindra, selling its share in the MRPL joint venture to its partner. Renault also granted a license to produce 

and sell the LOGAN in India under its own brand. The vehicle was restyled in 2011 and is now sold under 

the ñVeritoò name. 

 

In Iran  

Renault is maintaining its presence, while enforcing the legal constraints linked to the international sanctions 

applicable to this country. Production was sharply reduced after the toughening of sanctions in mid-2013 and 

the blocking of financial transfers. 

Renault primarily works with the X90 platform and the L90 (the LOGAN, badged as the Tondar in Iran). 

Since production began in 2007, a total of 411,396 vehicles have been built. MEGANE is also assembled in 

Iran by the manufacturer Pars Khodro. 39,600 MEGANE cars have been assembled since the start of this 

cooperation in 2008. 

The Iranian business, which has contracted sharply after the sanctions, was taken out of the Groupôs 

consolidated scope. That position will be adjusted in line with political and economic developments in 

relation to Iran. 

 

In South Africa 

Following a cooperation agreement entered into in May 2007, the Alliance invested ZAR1 billion 

(ú88 million) in the local assembly of vehicles from the LOGAN range (Pick-up and SANDERO) at the 

Nissan plant in Rosslyn, starting in 2009. The pick-up is assembled by Nissan, which sells the vehicle under 

its own brand name. 

In 2013, Renault s.a.s. signed an agreement with its historic South African commercial partner, Imperial 

Group, to transfer the majority of the shares in their joint subsidiary, Renault South Africa. Since 

December 2013, Renault s.a.s has had a 40% stake in the subsidiary (compared with 51% previously) and 

Imperial 60% (compared with 49% before). This accelerated Groupe Renaultôs expansion in this country, 

with 3.0% market share in 2014. South Africa is the biggest market on the African continent, with 

591,000 vehicles in 2015. Renault sales in this market have reached 20,022 vehicles (3.4% market share). 

 

In Morocco 

Following the launch of production line 1 at the Tangiers plant in 2012 and production line 2 in 2013 (the 

SANDERO II), production at the plant has reached 228,932 vehicles, a new record, after 173,450 vehicles 

were assembled there in 2014. The Somaca plant in Casablanca, which began production of the LOGAN II 

and SANDERO II in 2013, built 59,024 units in 2015, an increase on 2014 (53,331 vehicles). The two 

Moroccan plants introduced a third shift in September 2015. 

 

In Algeria  

Two years after the agreement was signed, and one year after construction started, on November 10, 2014, in 

accordance with the schedule of works, Renault inaugurated the Oued Tlélat assembly plant, in the Oran 

region. This plant was set up by Renault Algérie Production, in partnership with Société Nationale des 

Véhicules Industriels (SNVI) and the National Investment Fund (FNI). 

During its first year of production, the plant ramped up the local assembly of the New SYMBOL as planned, 

with the introduction of the second shift in June. In 2015, production was at 19,416 vehicles. In view of the 

changes made by the Algerian government to the specifications for imported vehicles and the preference for 

locally made vehicles, the decision was taken to increase the capacity of the plant to 35,000 vehicles per year 

in two shifts and to launch a second vehicle, the Dacia SANDERO, from the second quarter of 2016. This 

increase in plant capacity will help meet demand in the domestic market and facilitate local integration, 

without jeopardizing the timetable for implementation of phase 2 of the plan to produce 75,000 vehicles a 

year by integrating the sheet metal workshop and paint shop. 
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The environment 

Renault Environnement, a wholly-owned subsidiary of Renault s.a.s., was founded in mid-2008. Its role is to 

develop new businesses around the themes of sustainable development and the environment, in line with 

Groupe Renaultôs environmental policy. 

Renault Environnement has a joint venture with SITA Recyclage, a subsidiary of Suez Environnement, to 

develop the recycling of ELVs (end-of-life vehicles) and returning to the market of recycled materials and 

re-used parts. 

Through its subsidiary Gaïa and its equity investment in Boone Comenor Metalimpex, Renault 

Environnement also recovers automotive parts (production scrap and end-of-life parts) and metallic waste 

from Group sites. 

 

C. SALES FINANCING 

As the captive finance company of the Alliance, RCI Banque finances sales of Groupe Renault brands 

(Renault, Renault Samsung Motors, Dacia) worldwide and Nissan group brands (Nissan, Infiniti, Datsun) 

mainly in Europe, Russia and South America. 

 

INTERNATIONAL OPERAT IONS 

In 2015, the RCI Banque group provided financial services in 36 countries. 

Furthermore, the Group adapted to the regional reorganization operated within Groupe Renault. RCI Banque 

is now located in the following countries: 

Å Europe: France, Austria, Belgium, Croatia, Czech Republic, Denmark, Estonia, Germany, Hungary, 

Ireland, Italy, Latvia, Lithuania, Luxembourg, the Netherlands, Poland, Portugal, Serbia, Slovakia, 

Slovenia, Spain, Sweden, Switzerland, the United Kingdom; 

Å Americas: Argentina, Brazil, Colombia; 

Å Africa-Middle East-India: Algeria, India, Morocco; 

Å Eurasia: Bulgaria, Romania, Russia, Turkey, Ukraine; 

Å Asia-Pacific: South Korea. 

 

AN ORGANIZATION CATE RING FOR THREE CUSTOMER BASES 

RCI Banqueôs primary goal is to satisfy the specific needs of its three core customer bases: Retail customers, 

Corporate and Brand Dealer Networks. In order to facilitate access to Alliance brand vehicles, it offers 

appropriate solutions on the best possible terms to: 

Å Retail customers: RCI Banque offers a wide range of loans, rental solutions and services for both new and 

used vehicles, to support retail customers and help them meet their varying mobility needs; 

Å Corporate customers (SMEs, multinationals): RCI Banque offers competitive solutions tailored to meet 

the needs of all corporate customer segments, enabling them to focus on their core business and delegate 

management of their vehicle fleet to a sound and reliable partner; 

Å Alliance brand dealership networks: RCI Banque finances inventories of new vehicles, used vehicles and 

spare parts, as well as short-term cash requirements. RCI Banque strives to be the networksô leading 

financial partner. It also has an advisory role, seeking to secure their future by applying financial 

standards and through regular monitoring. 

 

Savings business 

As the first automotive captive finance company to introduce a savings account activity in the United 

Kingdom in 2015, RCI Banque is pursuing a refinancing diversification policy, now implemented in four 

European countries (France, Germany, Austria and the UK). This activity is a major driver of RCI Banqueôs 

refinancing. 

At the end of December 2015, total savings deposits were up 56% on December 2014 at ú10.2 billion, or 

32% of the Groupôs total outstandings. In line with its strategy and a year earlier than forecast, RCI Banque 

has thus exceeded the 30% target it set itself for 2016. 

 

Business activity 

With 1,389,836 financing contracts processed, an 11.6% rise on 2014, RCI Banque maintained its profitable 

growth momentum again this year, supporting the commercial strategy of the Alliance brands. 

Benefiting from growth in Europeôs automotive market and the increased market share of the Alliance 

brands, RCI Banque financed a record number of sales. This performance was reflected in a vehicle 
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financing penetration rate of 37.1% (up from 35.2% in 2014), despite the significant contraction of vehicle 

sales in Brazil and Russia. 

New finance contracts (excluding cards and personal loans) were up across all Alliance brands and amounted 

to ú15.6 billion (up 23.9% compared with 2014). 

Average performing outstandings jumped 11.1% from its level in 2014, to ú28.2 billion, including 

ú21.4 billion for the Customers activity (an increase of 14.1%). 

A pillar of the RCI Banque group strategy, the Services activity continues to grow through diversification of 

the product offering and its international expansion: the number of new service contracts was up 31.5% on 

2014. 

This activity helps to boost customer satisfaction and Alliance brand loyalty. 

 

NEW FINANCING CONTRA CTS (EXCLUDING PERSONAL LOANS AND  CREDITS CARDS) 
in ú M 

 
 

NET OUTSTANDINGS AT YEAR END  
in ú M 

 
TOTAL NUMBER OF VEHI CLE FINANCING CONTRA CTS 
in thousands 
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Geographically, RCI Banque benefited from a buoyant automotive market in the Europe and Asia-Pacific 

regions. RCI Banque consolidated its positions with an improved vehicle financing penetration rate. 

Boosted by the increase in vehicle registrations and the success of new models from Alliance manufacturers, 

the number of new vehicle financing contracts rose by 23.0% in 2015 in the Europe Region. With a vehicle 

financing penetration rate at 40.2%, Europe recorded growth of 3.8 points compared to the previous year. 

Despite a context of strong banking competition, the Asia-Pacific Region (South Korea) posted a vehicle 

financing penetration rate up 5.2 points at 53.3% at the end of 2015. 

The Americas Region was marked by a decline in the number of new vehicle financing contracts, with Brazil 

being affected by the fall in the automotive market. Thanks to growth in the financing penetration rate in 

Argentina, RCI Banque was able to post a continuing high and stable penetration rate of 39.0% for the 

Region. 

The AfricaïMiddle EastïIndia Region, which, in 2015, saw the deployment of the Financing business in 

India, recorded a financing penetration rate of 16.4%, down 13.2 points compared to 2014. Excluding India, 

the penetration rate was 32.8%, an increase of 3.1 points. 

In the Eurasia Region, the number of new contracts declined despite the increase in the vehicle financing 

penetration rate in Turkey (+2.6 points) with the automotive market showing very strong growth (+26.1%). 

In Russia, the decline in the automotive market (-35.1%) led to a reduction in the number of new contracts 

financed. In Romania, the vehicle financing penetration rate was stable. 

 

Results 

By a return to growth in Europe and a slowdown in emerging markets, RCI Banque recorded pre-tax profit 

of ú844 million, up 25.3%. 

 

Earnings 

Net banking income rose from ú1,259 million in 2014 (net of non-recurring items) to ú1,362 million in 2015, 

or an increase of +8.2%. This change is explained by an increase in average performing outstandings (APO) 

to ú28.2 billion (+11.1% compared to 2014), as well as the increasing contribution of the margin on services, 

which represents 28.7% of the net banking income over 2015. 

Operating expenses were ú429 million, or 1.52% of APO (1.51% of APO net of non-recurring items), 

decreasing 14 basis points compared to 2014. The operating ratio improved 31.5% over 2015. This 

performance shows RCI Banqueôs ability to control its operating expenses while implementing its strategy, 

supporting growth in the Groupôs business activity and development projects. 

The total cost of risk (including country risk) improved to 0.33% of APO (against 0.43% in 2014). The 

Customer cost of risk declined to 0.40% of APO against 0.50% in 2014. The Dealer cost of risk was 0.13% 

of APO against 0.20% in 2014. 

Excluding non-recurring items (-ú1.4 million in 2015 versus -ú76.6 million in 2014), pre-tax income 

increased 13.6%. The consolidated net income ï parent company shareholdersô share ï reached ú539 million 

in 2015 versus ú417 million in 2014
*
, for 29.3% growth. 

On the strength of its commercial growth and continued development of services, the RCI Banque Group 

maintains a high level of profitability while maintain a robust risk control plan. 

                                                      
*  Following a correction relating to the spreading of insurance commissions at RCI BANQUE SA Sucursal en España, the 2014 consolidated financial statements were restated. 
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RESULTS 
ú millions 

 
Balance sheet 

Good commercial performances, notably in Europe, drove a record increase in net loans outstanding to 

ú31.2 billion compared to ú28.0 billion at the end of December 2014. 

The consolidated shareholdersô equity amounted to ú3,495 million at December 31, 2015 versus 

ú3,151 million at the end of December 2014. 

Deposits coming from individual clients in France, Germany, Austria and now also the United Kingdom 

(savings and term deposit accounts) reached ú10.2 billion at the end of December 2015 versus ú6.5 billion at 

the end of December 2014 and represent 32% of outstanding loans. 

ROE was up 18.7% compared with 16.4% in 2014, a year affected by non-recurring charges. Excluding the 

impact of these items, ROE remained unchanged. 

 

Solvency 

We have clarified the methodology used to calculate the regulatory capital requirements with the regulator. 

This led to the exclusion of the additional capital requirement linked to the Basel I floor. As a result, CET1 

solvency ratio reaches 15.6% at December end-2015, compared to 14.9% at year endΆ2014 with similar 

methodology. 

 

Financial policy 

RCI Banque issued three public bonds during the first half in a highly favorable market. The first, for 

ú500 million over a five-year term, bears a coupon of 0.625%, the lowest ever paid by the Group in euros. 

The second, for ú750 million over a term of three years and three months, bears a floating-rate coupon. The 

Group subsequently issued a ú750 million bond over seven years, a maturity that was launched in 2014. In 

the second half, RCI Banque issued a ú500 million bond over five years. In parallel, various private 

placements have been made for a total of ú925 million, with an average term of 1.6 year. 

The UK subsidiary also completed a £600 million private securitization backed by auto loans. This 

transaction replaces an earlier one dating from 2009, which has been in amortization since 2014. 

This mix of maturities, coupons and types of issuance is part of the funding diversification strategy pursued 

for several years by the Group, enabling it to reach the highest number of investors. 

Outside Europe, the Groupôs entities in Brazil, South Korea, Morocco and Argentina also raised finance via 

their domestic bond markets. In addition, the Brazilian subsidiary launched its first securitization backed by 

auto loans for the amount of BRL466 million. 



64 

The savings business, launched in France in 2012 and subsequently extended to Germany and Austria, was 

rolled out to the United Kingdom in June. 

Retail deposits grew by ú3.7 billion to ú10.2 billion at December 31, representing 32% of loans outstanding. 

These funds, to which are added, based on the European scope, ú4.1 billion of undrawn committed credit 

lines, ú2.4 billion of assets eligible as collateral in ECB monetary policy operations, ú2.2 billion of high 

quality liquid assets (HQLA) and ú0.2 billion of available cash, secure the continuity of RCI Banqueôs 

commercial business activity for 11 months without accessing external sources of liquidity. 

 

(2) THE RENAULT -NISSAN ALLIANCE  

 

OVERVIEW  

 

Sixteen years of cooperation 

The Renault-Nissan Alliance is the auto industryôs most productive and longest-lasting cross-cultural 

collaboration. This unique partnership, which celebrated its 16
th
 anniversary in March 2015, is a pragmatic, 

flexible business tool that can expand to accommodate new projects and partners worldwide. 

In 2015, the Alliance sold a record 8.53 million vehicles worldwide, nearly 1% from the previous year. The 

Alliance captured about 10% of the global market in 2015, ranking it among the top four car groups 

worldwide.  

 

Origins of the Alliance 

The Renault-Nissan Alliance was founded on March 27, 1999 when Renault bought a 36.8% stake in Nissan 

Motor Co., Ltd. 

On March 1, 2002, Renault increased its equity stake in Nissan from 36.8% to 44.3%. At the same time, 

Nissan took a stake in Renault through its wholly owned subsidiary, Nissan Finance Co., Ltd., which 

acquired 15% of Renault through two reserved capital increases, on March 29 and May 28, 2002. By 

acquiring a stake in Renault, Nissan gained a direct interest in its partnerôs results, as was already the case for 

Renault with regards to Nissan. Nissan also obtained a second seat on Renaultôs Board of Directors. 

During this phase, the two companies also established Renault-Nissan b.v. (RNBV) and the Alliance Board 

which was tasked with defining the Allianceôs strategy and developing a joint long-term vision. 

Since the signing of the Strategic Cooperation between the Alliance and Daimler AG in April 2010, 

Renaultôs stake in Nissan stands at 43.4%, while Nissanôs stake in Renault remains unchanged at 15%. 

Percentage of ownership between Renault and Nissan 

 
 

ALLIANCE PRINCIPLES & OBJECTIVES  

 

Principles 
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The Alliance is based on trust, respect and transparency among all partners. It strives for ñwin-winò solutions 

that benefit the Alliance partners and their customers. It seeks to maximize economies of scale, while 

preserving each companyôs distinct brand identity and corporate culture. 

 

Objectives 

The Alliance pursues a strategy of profitable growth with three objectives that are meant to be sustainable 

over the long term: 

Å to rank in the top three automotive groups for quality and value in each region and market segment; 

Å to rank in the top three automotive groups in key technologies, each partner being a leader in specific 

fields of excellence; 

Å to rank in the top three automotive groups for total operating profit. 

 

STRUCTURE OF THE ALL IANCE  

 

Alliance governance 

Renault-Nissan b.v., based in Amsterdam, the Netherlands, is responsible for the strategic management of 

the Alliance. The Company, which was founded on March 28, 2002, is equally-owned by Renault SA and 

Nissan Motor Co., Ltd. 

 

The Alliance Board 

Role of the Alliance Board 

The Alliance Board is the decision-making body for all issues affecting the Allianceôs future and meets 

approximately once a month. The first Alliance Board Meeting (ABM) took place on May 29, 2002. The 

Alliance Board also hosts larger forums for all top executives at both companies. 

Alliance Board members 

Since November 2011, the Alliance Board has been led by Carlos Ghosn, its Chairman and CEO. Carlos 

Ghosn is also President and CEO of Renault and President and CEO of Nissan.He is also Chairman of 

Russiaôs largest automaker, AVTOVAZ. The Alliance Board includes four senior executives from Renault 

and four executives from Nissan. The Renault executives are: Thierry Bolloré, Executive Vice-President, 

Chief Competitive Officer; Jerome Stoll, Executive Vice-President, Chief Performance Officer; Bruno 

Ancelin, Executive Vice-President, Product Planning & Programmes; and Mouna Sepehri, Executive 

Vice-President, Office of the CEO. The Nissan executives are: Hiroto Saikawa, Chief Competitive Officer; 

Philippe Klein, Chief Planning Officer; Trevor Mann, Chief Performance Officer; and Hari Nada, Senior 

Vice-President, Office of the CEO. 

Other members of Renault and Nissanôs Executive Committees attend the Alliance Board. 

 

Role of Renault-Nissan b.v. 

RNBV decides on the Allianceôs medium- and long-term strategy. It coordinates joint activities at a global 

level, allowing for decisions to be made, while respecting the autonomy of each partner and guaranteeing a 

consensual operating procedure. 

RNBV possesses limited powers over both Renault SA and Nissan Motor Co., Ltd. as described in paragraph 

below ñPowers of Renault-Nissan b.v.ò.Renault SA, headquartered in Boulogne-Billancourt, France, and 

Nissan Motor Co., Ltd., based in Yokohama, Japan, have separate decision-making bodies. The 

responsibility for managing their activities lies with their respective Executive Committees, which are 

accountable to their respective Board of Directors and shareholders. 

In addition, RNBV holds the shares of Renault-Nissan Purchasing Organization (RNPO), created in 

April  2001, and Renault-Nissan Information Services (RNIS), a common information systems company 

created in July 2002. RNPO was originally equally-owned by Renault and Nissan until its shares were 

transferred to RNBV in June 2003. 

 

Powers of Renault-Nissan b.v. 

RNBV has limited decision-making power with respect to the strategic management of Renault SA and 

Nissan Motor Co., Ltd. RNBV has some power over decisions that would be difficult for the two companies 

to make separately, while ensuring that they would be able to pursue global implementation and thus take 

advantage of economies of scale. 

This decision-making power is limited to the following areas: 

Å adoption of 3-, 5- and 10-year plans (strategic Company projects, with quantified data); 
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Å approval of product plans (parts of strategic projects corresponding to the design, development, 

manufacturing and sale of current or future products, vehicles and components); 

Å decisions concerning the commonization of products and powertrains (such as platforms, vehicles, 

gearboxes, engines and other components); 

Å financial policy, including: 

Å rates of discount used for ROIC studies and hurdle rates, applicable to future models and investments, 

Å risk-management rules and the policy governing them, 

Å rules on financing and cash management, 

Å debt leverage; 

Å management of common subsidiaries, and the creation, modification, steering and disbandment of 

Cross-Company Teams (CCTs) and Functional Task Teams (FTTs). These groups operate in all the main 

sectors and areas of activity and are tasked with exploring new synergies between the two companies. 

Team managers report regularly to the Alliance Board on the progress made in their specific area of 

activity and; 

Å any other subject or project assigned to RNBV on a joint basis by Renault SA and Nissan Motor Co., Ltd. 

RNBV also has the exclusive power to make proposals on a range of decisions to be made by the two 

operating companies, Renault SA and Nissan Motor Co., Ltd.. The two entities are free to accept or reject 

these proposals. However, they can implement these decisions only if a proposal has been made by RNBV. 

The power of initiative of RNBV thus ensures that the two partners harmonize their policies. 

The areas covered include: 

Å creation and scope of joint subsidiaries; 

Å supplementary financial incentive schemes; 

Å significant changes in scope, whether geographic or in terms of products, for total amounts of 

$100 million or more; 

Å strategic investments, i.e. investments other than product-related investments, amounting to $500 million 

or more and; 

Å strategic cooperations between Renault SA or Nissan Motor Co., Ltd., and other companies. 

 

ALLIANCE STRUCTURE  

 
 

All other aspects relating to Renault SA and Nissan Motor Co., Ltd., whether operational, commercial, 

financial or labor-related, are managed independently by each company and the corresponding decisions will 

be taken independently by the companiesô respective governing bodies. The two companies retain autonomy 

over their own decisions, the identity of their respective brands, their employee-representative bodies and 

their employees. They are also responsible for their own results. 

 

2015 Activities 

With the support of the dedicated Alliance teams, the Alliance Board has formulated strategic 

recommendations focusing on several key directions: 

Å common Alliance projects and organizations: supporting the Allianceôs international growth, RNBV 

drives the creation of common entities. For example, it expanded its purchasing activities, creating a fifth 

purchasing region in Russia with AVTOVAZ which began operations in Jan. 2015; 
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Å OEM partnerships: RNBV is a driving force for forging new partnership between the Alliance and other 

OEMs. The Alliance operates strategic collaborations with numerous automakers, including Germanyôs 

Daimler, Chinaôs Dongfeng and Japanôs Mitsubishi Motors; 

Å communications: RNBV supports the Alliance activities and businesses through targeted initiatives on 

high-profile events. In 2015, these included the annual World Economic Forum in Davos, Switzerland, 

the sponsorship of the COP21 environmental conference in Paris at the end of the year. The Alliance 

communication team promotes messages internally and externally about how Renault, Nissan and other 

partners work together. 

 

OPERATIONAL MANAGEME NT OF THE ALLIANCE  

The Alliance is a unique partnership of two global companies aimed at generating synergies, while 

preserving each companyôs distinct culture, brand identity and management. The goal is to increase 

synergies and ensure both partners jointly reach critical size. 

On April 1, 2014, Renault and Nissan took a new step in the evolution of the Alliance when they decided to 

converge four key functions: Engineering, Manufacturing Engineering and Supply Chain Management, 

Purchasing and Human Resources. Convergence is aimed at further accelerating synergies, as well as 

fostering closer ties between management at both companies, which will help deepen efficiency and 

synergies. 

The Alliance continues to look for synergies in other functions, mainly through the Cross-Company Teams 

(CCTs) and Functional Task Teams (FTTs) set up in 2002 and the dedicated team of Alliance Global 

managers established in 2009. 

 

The convergence project 

The latest step in the evolution of the Alliance 

The convergence of Engineering, Manufacturing Engineering and Supply Chain Management, Purchasing 

and Human Resources is accelerating efficiency and synergies in these four functions by allowing these 

functions to make quicker decisions, avoid duplication and pool resources. By 2016, the Alliance expects to 

generate a minimum of ú4.3 billion in annualized synergies by 2016, up from ú3.8 billion in 2014. 

Each converged function is headed by one dedicated Alliance Executive Vice-President. They are: 

Å Tsuyoshi Yamaguchi, Alliance EVP, Alliance Technology Development; 

Å Jerôme Olive, EVP, Manufacturing Engineering and Supply Chain Management; 

Å Yasuhiro Yamauchi, Alliance EVP, Purchasing and Chairman & Managing Director of Renault-Nissan 

Purchasing Organization (RNPO); 

Å Marie-Francoise Damesin, Alliance EVP, Alliance Human Resources. 

The Alliance EVPs of Engineering, Manufacturing Engineering & Supply Chain, and Purchasing all report 

directly to the Chief Competitive Officers of both Renault and Nissan, who in turn report directly to the 

Renault-Nissan Alliance Chairman & CEO Carlos Ghosn. The Alliance EVP of Human Resources reports 

directly to the CEO. 

In April  2014, a new Alliance Management Committee was also established, comprised of the Chief 

Competitive Officers of each company and the Alliance Executive Vice-Presidents of the four converged 

functions. The committee is headed by the Renault-Nissan Alliance Chairman and CEO. The Alliance 

Management Committee meets on a monthly basis to review the progress of the Allianceôs four converged 

operations and to ensure the achievement of key objectives. 

 

Key missions of the converged functions 

The converged Engineering function (also called Alliance Technology Development) is accelerating the 

commonization of parts, powertrains, platforms, and advanced engineering, and optimizing the use of the 

Allianceôs engineering resources. The converged function is also enabling the Alliance to get maximum 

leverage out of its size. Commonly developed technologies will be available for each company to use on 

their specific products. Thanks to the convergence, a Research & Advanced Engineering (R&AE) team has 

been establish for strategic Alliance engineering, including electric, autonomous and connected vehicles, as 

well as low-emission cars. 

The newly converged Purchasing function is further strengthening the long history of commonization 

between Renault and Nissan in this area. Convergence is helping to reinforce global processes for 

purchasing, methodologies and supplier knowledge, as well as help localize parts procurement. 

In Manufacturing, a common Industrial Strategy has been established. The Alliance has also established an 

Alliance Production Way and Industrial Performance teams. These are helping the Alliance optimize the 
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cross-production of cars at Renault and Nissan plants and therefore optimizing the use of manufacturing 

capacities. For example: the Nissan ROGUE at the Renault Busan plant in Korea, the Renault DUSTER and 

KWID at the Alliance Chennai plant in India, and the next-generation Nissan MICRA in Renaultôs Flins 

plant in France, which will go into production in 2016. 

The creation of a Supply Chain Management function has enabled Renault and Nissan to bring together their 

Supply Chain and Logistics functions, which will help boost cross-production between the companies. 

Convergence in Human Resources aims to provide the best HR practices and to generate synergies from the 

development of talent and promotion of diversity; management of workforce allocation and development of 

competencies and by enhancing employeesô engagement and empowerment, as well as an Alliance mindset. 

Key milestones include the convergence of HR support functions, common talent management and staff 

exchange plans, a common development program for top executive and regional Alliance HR heads in India 

and China. 

 

Operational Alli ance teams and committees 

In addition to the converged functions, the Alliance continues to look for synergies in functions that are not 

converged through Cross-Company Teams (CCTs) and Functional Task Teams (FTTs). 

Dedicated Alliance Global managers within RNBV are also responsible for accelerating synergies and 

best-practice sharing in other areas. This team has been in place since 2009. Today the Alliance Global 

managers are focused on the following areas: 

1. Alliance A-Segment Development; 

2. Alliance IS/IT; 

3. Alliance Control; 

4. Alliance Communications & Marketing; 

5. Alliance Finance & Economic Advisor; 

6. Alliance Cooperation with Daimler group; 

7. Alliance Customs and Trade; 

8. Alliance Product Planning; 

9. Alliance Aftersales New Business Development (new in 2015). 

The Alliance Global managers report to the head of the Alliance CEO Office & RNBV, who reports directly 

to the Renault-Nissan Alliance Chairman and CEO. 

 

Steering committees 

The steering committees are tasked with defining the Allianceôs cross-functional strategic operational 

priorities, submitting topics to the Alliance Board Meeting that may be given priority status in the agenda 

and coordinating the activities of the Cross-Company Teams (CCTs) and Functional Task Teams (FTTs) that 

fall within the scope of the steering committees. They take operational decisions that are not within the scope 

of the CCTs, report on progress to the Alliance Board Meeting and, wherever necessary, seek arbitration on 

and/or confirmation for decisions. 

Today, there are 11 steering committees, each focusing on a different field that supports the CCTs and FTTs 

in the implementation of Alliance projects. 

1. Chief Competitive Officer 7. Asia & Pacific (excl. China) 

2. Planning 8. AMI (Africa, Middle East & India) 

3. Sales & Marketing 9. Americas 

4. Services 10. Europe 

5. Communications 11. Russia 

6. China   

 

The number of SCs, CCTs and FTTs and their area of focus are constantly adapted in line with the needs of 

the Alliance. 

 

Cross-Company teams 

Cross-Company Teams are working groups of staff and experts from both companies who explore possible 

areas of further cooperation. They define projects and then monitor implementation of projects approved by 

the Board. The CCTs are headed by two co-leaders, one from Renault and one from Nissan. 
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Today, there are 12CCTs working on the following areas: 

1. Product Planning 7. Korea 

2. Light commercial vehicle 8. Africa 

3. Vehicle Information Technology 9. Joint Market Research 

4. Vehicle Engineering 10. India 

5. Parts & Accessories 11. 

ASEAN (Association of Southeast Asian 

Nations) 

6. Corporate Sales 12. Middle East 

 

Functional Task Teams 

The Functional Task Teams are made up of experts from both Renault and Nissan and provide the CCTs 

with essential support in terms of benchmarking, the promotion of best practices and the harmonization of 

tools used in the support functions. 

There are 15 FTTs that cover the following key areas: 

1. 

Corporate Planning 

Strategy & Business Development 9. Marketing Organization 

2. Product Engineering Performance 10. Sales Expansion 

3. Quality 11. Customer Experience 

4. Cost Management & Control 12. Service Engineering 

5. Global tax 13. Legal & Intellectual Property 

6. Joint Media Buying 14. Alliance Motorsport 

7. Joint Events & Motor Shows 15. Communications 

8. Joint Agencies   

 

SYNERGIES ï A WAY TO MEASURE THE  BENEFITS OF THE COOPERATION  

One key way to measure the benefit of the cooperation between Renault and Nissan is through synergies. 

Synergies are cost reductions, cost avoidance and revenue increases. Only new synergies ï not cumulative 

synergies ï are taken into account each year. The related synergies are an additional opportunity for each 

company. Thanks to the April 2014 convergence of four key functions ï Engineering, Manufacturing 

Engineering & Supply Chain Management, Purchasing and Human Resources ï the Renault-Nissan Alliance 

expects synergies to accelerate further. By 2018, the Alliance aims to generate ú5.5 billion in annualized 

synergies, up from ú1.5 billion in 2009 when it first began recording synergies. 

The Alliance synergies are reported by the pilots of the Cross Company Teams and reviewed by the Cost 

Controllers. The impact on Renault and Nissanôs profit and loss statements (P&L) is reported in the Alliance 

Board Meetings. 

 

Status of synergies 

In 2015, the Alliance expects to have generated more than ú4.1 billion in synergies. The 2015 results will be 

announced in July 2016. 

In 2014, the Renault-Nissan Alliance posted record synergies of ú3.8 billion, up from ú2.9 billion in the 

previous year. Purchasing, Engineering and Manufacturing remained the biggest contributors to synergies as 

the Alliance continued to launch new vehicles on the Common Module Family (CMF) architecture. CMF is 

the Allianceôs unique system of modular architecture and an increasing source of synergies. 

 

Purchasing 

RNPO 

The Alliance has been able to make substantial cost savings by pursuing a joint purchasing strategy and 

building a network of common suppliers. The Renault-Nissan Purchasing Organization (RNPO), established 

in April 2001, was the first joint-venture company set up between Renault and Nissan and has historically 

been the biggest contributor to Alliance synergies. 

RNPO initially managed about 30% of Renaultôs and Nissanôs global annual purchasing turnover. In 2009, 

this expanded to 100% of all purchases across the Alliance. The geographical scope of RNPO was also 

extended to all regions where Renault and Nissan have production activities in an effort to respond to 
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worldwide needs. Since April 2014, the scale and power of RNPO has increased due to the convergence of 

the key functions and as more and more vehicles are jointly developed on the CMF architecture. All 

purchasing activities now fall under the scope of RNPO, including all projects in the Regions and at a global 

level, to ensure consistency across programmes. Today, there are five purchasing Regions: Europe, South 

America, North America, Asia and Russia. Purchasing in Russia is led by AVTOVAZ-Renault-Nissan 

Purchasing Organization (ARNPO), which was created in January 2015, and is in charge of all purchasing by 

the three partners in that market. 

 

Vehicle technology development 

The sharing of platforms and, more significantly, the sharing of major components generates tremendous 

synergies. 

The main objective of the newly converged Engineering function, called Alliance Technology Development, 

is to position the Alliance as a global leader in auto-related technology innovation, particularly in the field of 

connected cars and autonomous driving. Another key priority is to increase the platform and parts 

commonality ratio between Renault and Nissan in order to strengthen the Allianceôs cost leadership and 

generate increased economies of scales. 

 

Common Module Family (CMF) 

Alliance Technology Development is expanding the Allianceôs Common Module Family (CMF) approach 

across all vehicle segments. This unique modular system of architecture allows Renault and Nissan to build a 

wide range of vehicles from a smaller pool of parts, resulting in more savings and greater value for 

customers. 

CMF divides the car into five fundamental modules: engine compartment, cockpit, front underbody, rear 

underbody plus the electronics package. The five big modules can be ñmixed and matchedò to create an 

unusually large variety of vehicles. 

By sharing the technical architecture among a wide variety of models, the Alliance is dramatically reducing 

costs, while increasing customer choice and quality. The approach cuts entry ticket costs by up to 40% and 

purchasing costs by up to 30%. 

CMF will cover three key vehicle segments: 

Å CMF-A: small, fuel-efficient vehicles for high-growth markets; 

Å CMF-B: mid-sized vehicles and; 

Å CMF-C/D: larger vehicles, including many Renault and Nissan SUVs and crossovers. 

In November 2013, Nissan began selling its first vehicle on CMF in the United States; the new ROGUE 

sports utility vehicle is built on CMF-C/D. The following month, Nissan began selling the X-Trail crossover 

SUV in Japan, also based on CMF-C/D. In February 2014, Nissan began selling the new QASHQAI 

crossover in Europe. 

In April  2015, Renault released its first CMF model, the New ESPACE crossover, also built on CMF-C/D 

architecture. In 2015, it unveiled the KADJAR and TALISMAN, also based on CMF-C/D. 

In autumn 2015, the Alliance released its first CMF-A vehicle, the Renault KWID, built at the 

Renault-Nissan Alliance plant in Chennai, India. Nissan will release its Datsun CMF-A vehicle for India in 

2016. 

The development of CMF vehicles is helping to drive synergies in all the Allianceôs major business areas ï 

from purchasing to vehicle engineering and powertrains. By 2020, CMF is expected to cover 70% of Renault 

and Nissan volume. 

 

Research and advanced engineering 

In April  2014, the Alliance created the Research & Advanced Engineering business unit so Renault and 

Nissan could cooperate in strategic fields of research and advanced engineering. The goal is to reduce the 

development cost of expensive, next-generation technologies and position the Alliance among the top three 

automotive groups in key technologies. 

Alliance technology leadership is built on three key strategic focuses: zero-emission vehicles, connected cars 

and services, and autonomous drive vehicles. 

The Alliance is the leader in zero-emission mobility, having sold nearly 300,000 electric vehicles globally in 

2015 ï about one in two EVs on roads today. To maintain this leadership, the Alliance has built a common 

zero-emission vehicles strategy and roadmap. 

Renault-Nissan conducts research and advanced engineering in multiple facilities worldwide, including 

Nissanôs technical centers in Atsugi, Japan, and Farmington Hills, Michigan; Renaultôs technical center in 
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Guyancourt, France; and the Renault-Nissan Allianceôs research office in Silicon Valley, California, which 

was established in 2011. 

 

Manufacturing 

Renault and Nissan have actively exchanged know-how in the area of production performance management 

since 1999. Both companiesô manufacturing systems ï Renault Production System (SPR) and Nissan 

Production Way (NPW) ï are now fully aligned under the Alliance Production Way (APW), allowing shop 

managers to benchmark directly against each other in all areas, including machining, engine assembly, 

stamping, welding, painting, trim and chassis in order to identify and deploy best practices in all Renault and 

Nissan plants. Each year, all Alliance plants are ranked according to QCTP (quality, cost, time and 

productivity) to evaluate their performance against each other. New challenges related to environmental 

targets (e.g.. electric vehicle battery recycling and energy efficiency) represent a new field for the exchange 

of best practices. In 2015, the Alliance began rolling out APW at all plants around the world where 

cross-manufacturing takes place. By 2016, all Renault and Nissan plants will have adopted the APW. 

 

Regional highlights 

China 

In December 2013, Renault and Chinaôs Dongfeng Motor signed an agreement for the creation of a joint 

venture for the production of Renault vehicles in China. Construction of the joint venture plant in Wuhan is 

currently underway with the plant expected to officially open in early 2016. The joint venture has benefitted 

from the Nissanôs ten-yearôs experience in China in several areas, including construction, supplier selection 

and employee training. The KADJAR crossover, the first Renault vehicle to be built in China, will be built 

on the Alliance CMF C/D architecture. 

 

India 

India is another key pillar of the Allianceôs strategic focus on new growth markets. The Chennai plant, 

inaugurated in 2010, was the first dedicated Alliance plant in the world and is home to the largest 

platform-sharing project in the Alliance. 

In 2015, the plant began producing the Renault KWID for the Indian market. The compact hatchback is the 

first vehicle built on the Allianceôs CMF-A architecture, which covers the smallest and most affordable 

category of cars in the Alliance Common Module Family. In addition to the KWID, the plant produces the 

following Renault vehicles: the new compact PULSE, the DUSTER Compact SUV, the LODGY MPV, the 

SCALA premium sedan. The plant also produces the following Nissan vehicles: the New MICRA premium 

hatchback, the New Sunny premium sedan, the Evalia multi-purpose van as well as the Nissan Terrano 

premium compact SUV, as well as the Datsun Go and GO+. 

Renault exports the DUSTER to other right-hand drive markets in Europe, Asia and Africa. Nissan exports 

MICRA and Sunny to over 106 countries and is the second-largest exporter of passenger cars from India. 

 

South Korea 

In September 2014, Renault Samsung Motorôs plant (RSM) in Busan, Korea, began shipments of Nissan 

ROGUE vehicles to North America to meet stronger-than-expected customer demand for the successful 

crossover in that market. The Busan plantôs annual production target was 80,000 ROGUEs over a period of 

fi ve years. In 2015, that figure rose to 110,000 units, helping to accelerate RSMôs goals. 

 

Argentina 

In 2015, the Alliance announced that Nissan and Renault have begun developing a 1-ton pickup truck for 

Renault which will share some common architecture with the Nissan NP300 1-ton pickup truck. The truck, 

which will have a distinctive Renault design, is Renaultôs first 1-ton pickup truck Production will begin in 

2016 at Nissanôs plant in Cuernavaca, Mexico. The 1-ton pickup will mark Renaultôs second entry into the 

pickup segment after the launch of a half-ton pickup later this year. Nissan will also build a Mercedes-Benz 

1-ton pickup truck , based on NP300, in the Renault plant in Cordoba, Argentina, along with the Nissan 

NP300 and the Renault 1-ton truck, for Latin America. The three trucks will also be built in the Nissan plant 

in Barcelona, Spain, for other markets, excluding North America. 

Production of the trucks at the two plants will start by the end of the decade. 

 

Supply chain management & logistics 
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Following the convergence of Manufacturing Engineering & Supply Chain Management in April 2014, the 

newly created Alliance Supply Chain Management division began overseeing all Supply Chain and Logistics 

teams worldwide under one Alliance Global Vice-President. 

Combining logistics and supply chain operations under the Alliance umbrella has enabled each company to 

benefit from each otherôs best practices, delivering huge economies of scale and addressing new projects 

with common logistics solutions. 

Here are some specific examples of common logistics activities: 

Å shared outbound operations to reduce complexity: For example, UK deliveries for all Renault, Dacia, 

Nissan and Infiniti vehicles are managed by the Alliance Logistics Team based in UK. Italy deliveries for 

all Renault, Dacia, Nissan and Infiniti vehicles are managed by the Alliance Logistics team based in 

France; 

Å Renault-Nissan has standardized packaging for each region, creating a common approach to containers 

and other packaging from design to vehicle shipping. On inbound parts supply in Europe, standardized 

packaging increased the truck filling ratio to more than 70%; 

Å Renault and Nissan have been working together for four years to coordinate all shipping processes on a 

global scale. This has shortened maritime routes and increased the filling ratio on cargo ships, leading to 

significant cost reduction and faster time to market; 

Å a new logistics facility has been established in Moscow to export parts and support future production 

outside Europe. 

In addition, the convergence of Renault and Nissanôs supply chain processes is accelerating as the companies 

increasingly cross produce at each otherôs plants. 

 

IS/IT  

Renault-Nissan Information Services (RNIS) was established in July 2002 to control common IS/IT 

activities. The common scope includes planning, architecture and control functions, as well as joint 

purchasing and best-practice sharing. 

Since June 2009, under the management of the RNBV IS Managing Director and common Chief Information 

Officer, Renault and Nissan collaborate on architecture (standardization of operating systems and software 

packages, common solutions), IT planning and synergies (delivery of an Alliance standard workstation, 

common sourcing for infrastructure operations in Europe), project management and IS synergies (portfolio 

optimization, common applications, offshore application, development and maintenance, and development 

tools standardization). 

 

Quality 

The Alliance Quality Charter defines the joint quality directives and procedures; it is applied to all Alliance 

projects. 

The Charter covers all the key quality processes: customer quality surveys, Group quality targets, quality 

control in the development of new models, production quality assurance, quality assurance of outsourced 

components, service quality assurance (sales and after-sales), quality of technical progress, and warranty 

policy and procedures. 

The Charter brings Renault and Nissan closer together through the use of common quality tools, such as: 

Å Alliance Vehicle Evaluation System (AVES), the only common and unique method for both Renault and 

Nissan to evaluate the quality of their final products, as well as those of their competitors, from the 

customerôs point of view; 

Å Alliance New Product Quality Procedure (ANPQP), a quality measurement system developed for 

suppliers, which has been extended to all new projects. ANPQP was developed to define the Renault and 

Nissan requirements for suppliers from the initial project planning phase, through the start of production 

to the end of product life; 

Å Alliance Supplier Evaluation Standard (ASES), a standard to evaluate the level of the quality 

management system of suppliers in terms of results and processes and to define the parts per million 

(PPM) targets for parts manufactured outside the Group. 

The Quality Functional Task Team studies best practices at Renault and Nissan in order to improve quality at 

both companies and to help them achieve their mid-term quality targets. The best practices are sourced from 

Japan, the United States and Europe and are implemented by both companies, if necessary. 

 

Non-traditional areas of synergies 
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The Alliance is also increasingly benefitting from synergies in non-traditional areas, such as sales and 

marketing. 

 

Global joint media buying 

Since 2009, Renault and Nissan have been using the same media purchasing agency in Europe, Russia, 

Algeria, Morocco, India and Mexico. Omnicom-OMD handles media purchasing for Renault in 24 countries 

in greater Europe and in 20 countries for Nissan. The combined budget for 2015 was more than 

ú700 million. 

 

Joint fleet contract 

Thanks to the Allianceôs wide product line-up and global sales footprint, Renault and Nissan are able to sign 

exclusive fleet contracts with major corporate clients. 

The Alliance has signed numerous fleet contracts with corporate clients around the world including 

nutritional food company Danone, IT group Atos and pharmaceutical group Merck. 

 

Motorshows 

Since 2012, a dedicated Alliance team has been responsible for motor shows around the world for six of the 

Allianceôs brands ï Renault, Nissan, Infiniti, Dacia, Datsun and Renault Samsung Motors. The creation of 

the Alliance Motor Show team allows the Alliance to have a common strategic approach to motor shows and 

common strategic tools, while at the same time reducing costs. 

 

 

4. STATEMENT OF RELATED COMPANIES   

   (on December 31, 2015): 

 
(1) PARENT COMPANY  

 

Not applicable. 

 
(2) SUBSIDIARIES 

 

The total number of consolidated subsidiaries of the Company at December 31, 2015 was 151. 

The significant subsidiaries are set out below*: 

(* Individual revenue figures are assessed and presented according to the standards used for the preparation 

of the consolidated financial statements.) 
 
RENAULT S.A.S. 
 

13-15, quai Le Gallo, 92512 Boulogne-Billancourt Cedex (France) 

 

ǒ The share capital of Renault s.a.s. is EUR 533,941,113 divided into 35,012,532 voting shares of each 

EUR 15.250. 

 

ǒ Renault holds directly 100% of the capital of Renault s.a.s. and 100% of its voting rights. 

 

ǒ Business: design, manufacture, sale, repair, maintenance and leasing of motor vehicles (commercial, 

light commercial and passenger vehicles, tractors, farm machinery and construction equipment) as well 

as the design and production of parts and equipment used in connection with the manufacturing and 

operation of vehicles. Also, all types of services relative to such activities and, more generally, all 

industrial, commercial, financial, investment and realestate transactions relating directly or indirectly, in 

whole or in part, to any of the above purposes. 

 

ǒ Revenues at December 31, 2015: ú37,594 million. 

 

ǒ Workforce at December 31, 2015: 30,895. 

 

 



74 

RCI BANQUE SA 
 

14, avenue du Pavé-Neuf, 93168 Noisy-le-Grand Cedex (France) 

 

ǒ The authorised share capital of RCI Banque is EUR 100,000,000 divided into 1,000,000 voting shares 

of each EUR 100. 

 

ǒ Renault s.a.s. holds directly 100% shares of RCI Banque and 100% of its voting rights. 

 

ǒ Business: holding company for the sales financing and customer services entities of Renault and Nissan. 

Inventory financing (vehicles and spare parts) for Renault and Nissan Europe. 

 

ǒ Net amount financied in 2015: ú15.66 billion. 

 

ǒ Balance sheet total (consolidated) at December 31, 2015: ú37,073 million. 

 

ǒ Workforce at December 31, 2015: 2,977. 

 

 
RENAULT RETAIL GROUP ( FRANCE) 
 

2, avenue Denis Papin, 92142 Clamart Cedex (France)  

 

ǒ The share capital of Renault Retail Group is EUR 99,832,670 divided into 19,966,534 voting shares of 

each EUR 5. 

 

ǒ Renault s.a.s. holds directly 100 % of the authorised capital of Renault Retail Group S.A. and 100 % of 

its voting rights. 

 

ǒ Business: trade, repair, maintenance and leasing of passenger cars and light commercial vehicles. 

 

ǒ 48 branches in France. 

 

ǒ Revenues at December 31, 2015: ú4,155 million. 

 

ǒ Workforce at December 31, 2015: 6,772. 

 

 
RENAULT ESPAÑA  
 

Avda. de Madrid, 72, 47001 Valladolid (Spain) 

 

ǒ The authorised share capital of Renault España is EUR 126,501,414 divided into 21,083,569 voting 

shares of each EUR 6. 

 

ǒ Renault s.a.s. holds directly 99.78% of the authorised capital of Renault España and 99.78% of its 

voting rights. 

 

ǒ Business: manufacturing and marketing, via its sales subsidiary Recsa, of Renault passenger cars and 

light commercial vehicles in Spain. 

 

ǒ Plants in Valladolid, Palencia and Seville. 

 

ǒ Revenues at December 31, 2015: ú7,084 million. 

 

ǒ Workforce at December 31, 2015: 11,900. 
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RENAULT DEUTSCHLAND  
 

Renault-Nissan strasse 6-10, 50321 Bruhl (Germany) 

 

ǒ The authorised share capital of Renault Deutschland is EUR 10,655,322.80 divided into 20,840 voting 

shares of each EUR 511.29. 

 

ǒ Renault s.a.s. holds directly 60% of the authorised capital of Renault Deutschland and 60% of its voting 

rights, and Renault Groupe b.v. holds directly 40% of the authorised capital of Renault Deutschland and 

40% of its voting rights. 

 

ǒ Business: Renault and Nissan joint commercial organization. 

 

ǒ Revenues at December 31, 2015: ú2,397 million. 

 

ǒ Workforce at December 31, 2015: 398. 

 

 
RENAULT ITALIA  
 

Via Tiburtina 1159, 00156 Rome (Italy) 

 

ǒ The authorised share capital of Renault Italia is EUR 2,582,500 divided into 250,000 voting shares of 

each EUR 10.33. 

 

ǒ Renault s.a.s. holds directly 100% of the capital of Renault Italia and 100% of its voting rights. 

 

ǒ Business: marketing of Renault passenger cars and light commercial vehicles. 

 

ǒ Revenues at December 31, 2015: ú2,051 million. 

 

ǒ Workforce at December 31, 2015: 233. 

 

 
REVOZ 
 

Belokranska Cesta 4, 8000 Novo Mesto (Slovenia) 

 

ǒ The authorised share capital of Revoz is EUR 55,081,000 divided into 550,810 voting shares of each 

EUR 100. 

 

ǒ Renault s.a.s holds directly 100% of Revoz share capital and 100% of its voting rights. 

 

ǒ Business: manufacturing of vehicles. 

 

ǒ Plant in Novo Mesto. 

 

ǒ Revenues at December 31, 2015: ú1,028 million. 

 

ǒ Workforce at December 31, 2015: 2,100. 

 
 
RENAULT FINANCE  
 

48, avenue de Rhodanie, Case postale, 1007 Lausanne (Switzerland) 

 

ǒ The authorised share capital of Renault Finance is CHF 230,600,000 divided into 461,200 voting shares 
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of each CHF 500. 

 

ǒ Renault s.a.s. holds 100% of Renault Finance shares and 100% of its voting rights. 

 

ǒ Business: capital market transactions (foreign exchange, interest rates, hedging of industrial metals 

transactions) for Renault and Nissan; interbank dealing for own account. 

 

ǒ Total assets (consolidated) at December 31, 2015: ú9,550 million. 

 

ǒ Workforce at December 31, 2015: 31. 

 

 
RENAULT UK  
 

The Rivers Office Park, Denham Way, Maple Cross, WD3 9YS Rickmansworth, Hertfordshire (United 

Kingdom) 

 

ǒ The authorised share capital of Renault UK Ltd is GBP 2,750,000 divided into 2,750,000 voting shares 

of each GBP 1. 

 

ǒ Renault group UK holds directly 100% of the capital of Renault UK Ltd and 100% of its voting rights. 

 

ǒ Business: marketing of Renault passenger cars and light commercial vehicles. 

 

ǒ Revenues at December 31, 2015: ú1,889 million. 

 

ǒ Workforce at December 31, 2015: 180. 

 

 
RENAULT BELGIQUE  LUXEMBOURG  

 

21, Boulevard de la Plaine, 1050 ï Brussels (Belgium) 

 

ǒ The authorised share capital of EUR 18,610,000 divided into 67,500 voting shares of each EUR 275.7. 

 

ǒ Renault group holds indirectly 100% of the authorised capital of Renault Belgium Luxembourg and 

100% of its voting rights. 

 

ǒ Business: importing vehicles and replacement parts for the Renault and Dacia brands to Belgium and 

the Grand Duchy of Luxembourg. 

 

ǒ Revenues at December 31, 2015: ú1,193 million. 

 

ǒ Workforce at December 31, 2015: 196. 

 

 
RENAULT DO BRASIL  
 

1300 av. Renault, Borda do Campo, Estado do Parana, São José dos Pinhais (Brazil) 

 

ǒ The authorised share capital of Renault do Brasil is BRL 1,255,210,580.47 divided into 

422,669,009,499 shares being 285,438,214,584 voting shares and 137,230,794,915 non-voting shares, 

all without nominal value. 

 

ǒ Renault group holds directly 99.85% of the capital of Renault do Brasil and 100% of its voting rights. 

 

ǒ Business: vehicle production and assembly, production of equipment, parts and accessories for vehicles. 
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ǒ Revenues at December 31, 2015: ú2,002 million. 

 

ǒ Workforce at December 31, 2015: 4,999. 

 

 
RENAULT ARGENTINA  
 

Fray Justo Santa Maria de Oro 1744, 1414 Buenos Aires (Argentina) 

 

ǒ The authorised share capital of Renault Argentina is ARS 600,872,556 divided into 600,872,556 voting 

shares of each ARS 1. 

 

 

ǒ Renault group holds indirectly 100% of the authorised capital of Renault Argentina and 100% of its 

voting rights. 

 

ǒ Business: manufacturing and marketing of Renault vehicles. 

 

ǒ Revenues at December 31, 2015: ú1,266 million. 

 

ǒ Workforce at December 31, 2015: 2,242. 

 

 
RENAULT SAMSUNG MOTO RS 
 

 61, Renaultsamsung-daero, 618-722, Gangseo-gu, Busan (South Korea)  

 

ǒ The authorised share capital of Renault Samsung Motors is WON 440,000,000,000 divided into 

88,000,000 voting shares of each WON 5,000. 

 

ǒ Renault group holds directly 79.90% of Renault Samsung Motors share capital and, 79.90% of its 

voting rights. 

 

ǒ Business: manufacturing and marketing of motor vehicles. 

 

ǒ Plant in Busan. 

 

ǒ Revenues at December 31, 2015: ú3,965 million. 

 

ǒ Workforce at December 31, 2015: 4,256. 

 

 
RENAULT ALGÉRIE  SPA 

 

13, route Dar-El-Beida, Zone industrielle Oued Smar 16270 ï Algiers (Algeria) 

 

ǒ The authorised share capital of DZD 1,037,001,545 divided into 1,037,001 voting shares. 

 

ǒ  Renault s.a.s. holds directly 100 % of the authorised capital of Renault Algerie Spa and 100 % of its 

voting rights. 

 

ǒ Business: marketing Renault and Dacia brand passenger cars and light commercial vehicles. 

 

ǒ Revenues at December 31, 2015: ú981 million. 

 

ǒ Workforce at December 31, 2015: 761. 
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RENAULT COMMERCE MAROC  

 

Place Bandoeng Casablanca 20000 ï Casablanca (Morocco) 

 

ǒ The authorised share capital of MAD 50,000,000 divided into 312,500 voting shares of each MAD 160. 

 

ǒ Renault s.a.s. holds directly 80% of the authorised capital of Renault Maroc and 80% of its voting 

rights. 

 

ǒ Business: importing and marketing Renault and Dacia brand vehicles. 

 

ǒ Revenues at December 31, 2015: ú742 million. 

 

ǒ Workforce at December 31, 2015: 604. 

 

 
RENAULT TANGER EXPLOITATION  
 

Zone Franche Melloussa I, Commune de Melloussa, Province Fahs Anjra, 90000 ï Tangiers (Morocco) 
 

ǒ The authorised share capital of Renault Tangiers Operations is EUR 42,000,000 divided into 420,000 

voting shares of each EUR 100. 
 

ǒ  Renault group holds directly 100% of the authorised capital of Renault Tanger Exploitation and 100% of 

its voting rights. 
 

ǒ Business: study, manufacturing and sale of Renault vehicles. 

 

ǒ Revenues at December 31, 2015: ú2,003 million. 
 

ǒ Workforce at December 31, 2015: 5,984. 
 

 
OYAK -RENAULT OTOMOBIL FAB RIKALARI  
 

F.S.M Mah. Balkan Cd. No. 47 Umraniye BP 34770, 81190 Istanbul (Turkey) 

 

ǒ The authorised share capital of OYAK Renault Otomobil Fabrikalari is TRL 323,300,000 divided into 

32,330,000,000 voting shares of each TRL 0.010. 

 

ǒ Renault group holds directly 51% of the authorised capital of OYAK Renault Otomobil Fabrikalari and 

51% of its voting rights. 

 

ǒ Business: assembly and manufacturing of Renault vehicles. 

 

ǒ Plant in Bursa. 

 

ǒ Revenues at December 31, 2015: ú3,132 million. 

 

ǒ Workforce at December 31, 2015: 6,248. 

 

 
DACIA  
 

Str. Uzinei nr 1, 115400 Mioveni (Romania) 

 

ǒ The authorised share capital of Dacia is ROL 2,541,738,210.57 divided into 25,417,382,105.39 voting 
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shares of each ROL 0.100. 

 

ǒ Renault holds directly 99.43% of the authorised capital of Dacia and 99.43% of its voting rights. 

 

ǒ Business: manufacturing and marketing of motor vehicles. 

 

ǒ Plant in Pitesti. 

 

ǒ Revenues at December 31, 2015: ú4,277 million. 

 

ǒ Workforce at December 31, 2015: 14,178. 

 

 
CJSC RENAULT RUSSIA 

 

Volgogradskiy Prospect, 42, housing 36, 109316 Moscow (Russia) 
 

ǒ The authorised share capital of CJSC Renault Russia is RUB 6,841,426,980 divided into 3,513,000 

voting shares of each RUB 1947. 46. 
 

ǒ  Renault group holds directly 100 % of the authorised capital of CJSC Renault Russia and 100 % of its 

voting rights. 

 

ǒ  Business: assembly, import, marketing and sale of Renault vehicles. 

 

ǒ  Revenues at December 31, 2015: ú1,186 million. 

 

ǒ  Workforce at December 31, 2015: 3,256. 

 

 
 (3)  AFFILIATED COMPANIES

8
 

 

The total number of affiliated companies at December 31, 2015 was 17. 

The significant affiliated companies are set out below: 

 

Automobile Division 

 
NISSAN Motor Co., Ltd. 
 

2, Takara-Cho, Kanagawa-ku, Yokohama-Shi, Kanagawa-ken (Japan). 

 

ǒ The number of authorized share is 6,000,000,000 shares. The subscribed capital is capital is 

605,813,000,204.581JPY divided into 4,520,715,112 voting shares of each JPY 134. 

 

ǒ Renault S.A. holds directly 43.4% shares and 43.7% of the voting rights. 

 

ǒ Business: The group NISSAN Motor is a world-wide car manufacturer involved in the design, 

manufacturing and distribution of car vehicles.  As regards the relationship with Renault, please refer 

to 3.-(2)-ñRenault-Nissan Allianceò of this Section. 

 
AVTOVA Z 
 

Yuzhnoye Shosse 36, Togliatti 445024, Russian Federation 

 

                                                      

8
 Affiliated companies are i) companies in which the Group exercises material influence and which are included in the financial statements on an 

equity basis and, ii) joint ventures consolidated on a proportionate basis. 
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ǒ The share capital of AVTOVAZ is RUB 11,421,137,155 divided into 2,284,227,431 voting shares of 

each RUB 5.  

 

ǒ Renault SAS holds directly 50% of the shares minus one share of Alliance Rostec Auto b.v., which 

holds 74.51 % of AVTOVAZ. 

 

 

ǒ Business: AvtoVAZ is a Russian automobile manufacturer. As regards the relationship with Renault, 

please refer to 3.-(1)-B.-ñAvtoVAZò of this Section. 

 

 

Financial Companies (Affiliates) 

 

Renault Credit Car 
 

60 / 15, Ravensteinstreet, 1000, Brussels, Belgium 

 

ǒ RCI Banque S.A. holds indirectly 50.1% of the shares of Renault Credit Car and 50.1% of its voting 

rights. 

  

ǒ Business: credit retail 

 

 

5. STATEMENT OF EMPLOYEES:  

 

THE WORKFORCE: BREAK DOWN AND TRENDS 

BREAKDOWN OF WORKFOR CE BY REGION OVER TH REE YEARS 

SCOPE OF LABOR REPORTING  2013 2014 2015 

PERCENTAGE  

IN 2015 

GROUP* (PERMANENT +  FIXED -TERM)  121,807 117,395 120,136  

Europe Region 66,467 65,902 67,973 56.6% 

o/w France 48,550 46,365 45,579 37.9% 

Africa Middle-East India 10,902 10,750 11,978 10.0% 

Americas 12,043 10,091 9,488 7.9% 

Asia-Pacific 4,581 4,360 4,356 3.6% 

Eurasia 27,814 26,292 26,341 21.9% 

*  Expatriates are counted in their home country. 

 

The Groupôs employees work in 36 countries, organized into five Regions. The ñ10 major countriesò 

(Argentina, Brazil, France, India, Morocco, Romania, Russia, South Korea, Spain and Turkey) account for 

90,1% of the total workforce. 

As of December 31, 2015, the Groupôs workforce (permanent + fixed-term contracts) totaled 

120,136 employees, with 117,159 in the Automotive branch and 2,977 in the finance arm. This represents an 

increase of 2.3% on 2014 (117,395 employees as of the end of 2014). The increase is mainly due to the 

increase in activity in Europe, which has a positive impact on European production plants. 

Accordingly, the change in headcount in Europe in 2015, combined with the positive impact of 

competitiveness agreements and the success encountered by models made in Europe to reflect one of the 

commitments made under the competitiveness agreement. 

In the AMI region, the increase in workforce is mainly due to plant expansion in Morocco. 

Countering this trend, Brazil and Russia have had to take swift action to shrink their workforce in response to 

the market downturn. 

 

BREAKDOWN OF MEN/WOM EN IN THE WORKFORCE OVER THREE YEARS 
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As of December 31, 2015, the proportion of women in the total Group workforce continued to rise steadily to 

represent 18.8% of the Groupôs workforce, versus 18.4% at end-2014 and 17.6% in 2013. The proactive 

policy in terms of diversity recruitment will allow this progression to continue. 

 
BREAKDOWN OF MEN/WOM EN BY REGION  

 
The breakdown of men/women is calculated on the basis of fully consolidated companies (117,185) as of December 31, 

2015. 

 

BREAKDOWN OF WORKFOR CE BY AGE 
The breakdown by age remains well balanced: 18% of employees are under 30, 33% are between 30 and 39, 

28% are between 40 and 49, and 21% are over 50. This breakdown is similar to 2014. 



82 

 
The breakdown by age is calculated on the basis of fully consolidated companies (117,185) as of December 31, 2015. 

 

Recruitment breakdown 

As of December 31, 2015, Renault hired more than 17,000 people (permanent and fixed-term contracts), an 

increase of 77% on 2014. This increase enables it to keep pace with the growth in its business in Morocco, 

Spain and India and in response to the high turnover rate in certain countries such as Romania. In France, 

Renault went beyond the pledges made in the competitiveness agreement, announcing a hiring of 

1,000 workers on permanent contracts and 1,000 apprentices would be hired in 2015 to keep pace with plant 

expansion and develop the vehicles of the future. As of December 31, 2015, Renault had hired in France 

1,666 apprentices. 

 

BREAKDOWN OF RECRUIT MENT BY REGION OVER THREE YEARS  

 
 

BREAKDOWN OF REDUNDA NCIES BY REGION  
At the same time, the number of redundancies stands at 1,470, which is 25.6% down versus 2014 (1,977). 
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CONTROLLED LABOR COS TS 

Against this backdrop of renewed growth, Group labor costs totaled ú5,408 million in 2015, of which 

ú5,177 million were in the Automotive branch. They were higher than in 2014 in absolute value (up by 

ú160 million), but remained on a downward trend in proportion to Group revenues, going from 12.8% to 

11.9%. The 10 major countries (Argentina, Brazil, France, India, Morocco, Romania, Russia, South Korea, 

Spain and Turkey) accounted for 88% of the Groupôs labor costs. 

The evolution in labor costs in 2015 reflects the mixed performance of the business, with a strong recovery 

in the European market and a much weaker environment in our main emerging markets. Furthermore in this 

uncertain climate, wage policies preserving the Companyôs competitiveness continued to be implemented as 

part of an ongoing dialogue with the social partners. This dialogue has previously led to the implementation 

of multi-year agreements on employment and wages in Spain (November 2012), France (March 2013), 

Brazil (July 2014) and Slovenia (September 2014), which were still in effect in 2015. 

 

LABOR COSTS BY REGION 

2015 

(in EUR 

million) 

2014 

(in EUR 

million) 

2013 

(in EUR 

million) 

2015 

AVERAGE 

COST 

(in EUR 

thousands) 

GROUP 5,408 5,248 5,494 45.5 

Europe Region* 4,061 3,889 4,084 60.7 

o/w France 3,066 3,004 3,240 66.7 

Eurasia 501 555 590 19.1 

Americas 368 389 448 37.5 

Asia-Pacific 298 255 221 68.4 

Africa Middle-East India 180 160 151 15.9 

*  Europe including Renault-Nissan Global Management. 

 

FLEXIBLE WORK ORGANI ZATION  

The Renault group complies with the legal obligations and collective agreements in terms of working hours 

of the countries where it has operations. 

To preserve jobs and adapt to fluctuations in automotive markets, Renault has instituted a system of flexible 

work time. It aims to find the best possible balance between the Companyôs interests and quality of life in the 

workplace for the employees in question, through consultations with employee representatives and labor 

unions. The measures focus in particular on the conditions for reorganizing work time, such as by adding 

mandatory shifts to meet heavy demand and reducing work time when demand falls, notably by using 

individual or collective rest days. 
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At sites in France, for example, open hours run from 6:30am to 9pm for workers on a ñnormalò 35-hour 

average working week during a one-year period. In factories, the principle is two alternating eight-hour shifts 

and, in the event of spiking demand, a fixed night shift team. These teams work in the same way, on a 

35-hour average working week. 

In Spain, the 2014-2016 labor agreement signed with the three largest labor unions (UGT, CC.OO and CCP) 

includes provision for the strong demand for CAPTUR by putting in place a voluntary, ñanti-stressò team. 

This gives the Company the possibility of working seven days a week, while ensuring, with the help of the 

medical services, that there is no interference with employeesô biological rhythms. 

In Slovenia, the agreement concluded on October 30, 2014 with the labor partners covering the years 2014, 

2015 and 2016 combines fluctuating activity, adjustment of working time, employment and remuneration. 

The Renault group is also introducing an alternative, flexible work time organization, allowing a better 

personal work/life balance for its employees with, for example, telecommuting being used in countries where 

this is possible. 

Å in France, the telecommuting agreement signed on January 22, 2007 enables employees to work from 

home on between one and four days a week, if they wish and if their activity permits. Almost 2,000 

employees had participated in this programme as of end-2015. In the satisfaction surveys conducted, 

teleworkers all say that the scheme improves their personal work/life balance, particularly by reducing 

their commuting time, and makes them more efficient at work; 

Å in Romania, the telecommuting scheme has been in place since September 15, 2015. To date, 60 

employees who are registered for the scheme are eligible to work from home one day a week, subject to 

certain conditions. The scheme offers flexibility and improves the quality of working life; 

Å Argentina has also been trialing a telecommuting scheme since November 2015. Over 50 requests had 

been received from staff by end-2015. 

 

DYNAMIC SKILLS MANAG EMENT  

In a continually changing industry, dynamic skills management is a key driver of competitiveness. This 

means adapting the Company to major changes in the business ï while preserving its human capital ï and at 

the same time developing its ability to innovate for increasingly demanding markets and customers. This 

dynamic skills management policy gives employees the means to upgrade the skills used in their jobs and 

improve their employability. Finally, it is also a way to support the Companyôs transformation, mainly 

digital, which affects Renaultôs four major business-lines: design, manufacture, sales and support. 

Each business-line ï supported by HR and an expertise network created to develop and use in-house experts 

in each field ï conducts an annual global assessment of its skills requirements to establish an overview of 

mid-term strategic skills requirements, in line with the real-world needs and priorities of different Renault 

entities worldwide. 

The action plans resulting from these assessments are used to allocate resources efficiently, define strategic 

recruitment needs, focus training programmes on the relevant skills development and retraining, and map out 

career paths within the broader scope of the Renault-Nissan Alliance. 

 

Training  

Renault is committed to train all its employees (permanent and fixed-term contracts) as part of its dynamic 

skills management and talent management approach. Across the Renault group, the level of access to training 

represents 83% in 2015. 

The Groupôs training courses therefore cover all aspects of vocational training, from courses related 

specifically to each of the Companyôs business-lines to more individual courses designed for personal 

development, learning foreign languages, or acquiring cross-functional skills. 

The Groupôs training policy prioritizes the development of critical skills and retraining for sensitive skills. A 

total of 13 business schools are developing their global training policies based on the dynamic skills 

management concept. Training priorities are rolled out worldwide, country by country. 

In 2015 for example, the Quality and Customer Satisfaction School launched a new global training 

programme to accompany the rollout of the Customer Satisfaction Plan. The aim is to make this concept an 

integral part of the day-to-day actions of the 110,000 employees concerned, across all businesses, thereby 

resulting in its daily improvement. 

A milestone was reached in 2015 with the operational deployment of Skilling Up, a tool designed to develop 

engineering expertise. Designed by the engineering school, this individual and collective skills management 

tool is based on a repository of knowledge and training courses common to all engineering disciplines. To 

date, more than 450 managers have been trained in France. Internationally, local engineering schools and 
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Skilling Up ï currently being rolled out in Romania and Latin America ï are providing the impetus for a new 

dynamic. 

Of the various initiatives of the Manufacturing School, the most significant in 2015 was the deployment of 

Nissanôs Karakuri training, which embodies Alliance learning. Karakuri is the highest level of kaizen 

expertise outside IFA expertise. The aim of this training is to eliminate non-value-added manual operations 

through workstation optimization and the direct line feed of parts. 

In 2015, a new Institute of Public Affairs was set up in partnership with Sciences-Po. As well as offering a 

selection of training courses on public affairs practices, the new institute will offer three courses and 11 short 

modules on practical aspects. 

The HR School is meanwhile continuing to support change management within the HR function by 

deploying its first MOOC (Massive Open Online Courses) on the subject of Strategic Workforce Planning. It 

is stepping up initiatives to facilitate access to information, eg interactive online teaching, distance learning, 

digital recruitment, exploration of digital tools such as Facebook, Twitter, Pinterest, Instagram, Flipboard, 

ScoopIt, etc. Via its internal social network, the entire HR community is encouraged to get behind digital 

events to foster exchanges of views and practices between HR in different countries. 

Renault is also expediting the rollout of a common Digital Culture within the Group, via its Digital Passport. 

This is a three-part online programme covering the Digital Passport, Digital Signatures and Expert Case 

Studies. 

In 2015, the number of training hours for registered Group employees (permanent and fixed-term contracts) 

amounted to 3,196,351. The breakdown for the Groupôs 10 major countries (Automotive branch), 

representing 90.1% of the Renault groupôs workforce, was as follows: 

 

2015: NUMBER OF TRAINING HOURS IN THE 10 MAJOR COUNTRIES  

TRAINI NG/COUNTRY  ARGENTINA  BRAZIL  KOREA  SPAIN FRANCE INDIA  MOROCCO  ROMANIA  RUSSIA TURKEY  

Total hours 2013 50,828 75,938 25,667 393,096 902,925 183,522 414,795 470,416 152,800 272,090 

Total hours 2014 35,229 105,298 32,954 437,307 759,745 222,885 157,535 467,034 81,596 230,087 

Total hours 2015 35,057 83,642 91,805 643,652 827,928 161,654 280,875 417,151 63,286 274,121 

 

BREAKDOWN OF TRAININ G HOURS BY REGION 
Training hours by Region break down as follows: 

REGIONS/TRAINING HOU RS 2014 2015 

Americas 140,527 181,443 

AMI  380,420 468,226 

Asia-Pacific 32,954 91,805 

Eurasia 778,717 756,871 

Europe (excluding France) 737,307 870,079 

France 749,745 827,928 

 

A 13% increase is observed in the number of training hours provided in 2015 compared with 2014. 

Å the system of dynamic skills management enables better targeting of training each year in relation to the 

Groupôs skills requirement and the employability of employees. Therefore, training programmes are 

focused on critical skills development and on retraining tools for sensitive skills; 

Å the increase in the number of training hours in Spain is mainly linked to operator training and support for 

new hires (Renault Expérience programme for operators); 

Å in Morocco, highly committed to the GDC process, the  training plan increased by 78% in 2015, mainly 

to support the establishment of a third team in RTE (Tangier). 

 

RATE OF ACCESS TO TRAINING AND AVERAGE T RAINING HOURS BY EMP LOYEE  
In 2015, the rate of access to training by the Groupôs active workforce stood at 83%. Average training length 

was 27 hours per active employee of the Group. These are two indicators that we introduced this year. 
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Access to training in the 10 major countries: 

 
 

The GPEC in France 

In France, the Skills and Employment Planning (Gestion Prévisionnelle des Emplois et des Compétences, 

GPEC) agreement signed on February 4, 2011, was extended by the Social contract for a new growth 

dynamic and social development of Renault in France of March 13, 2013. The Groupôs strategic challenges 

and the resulting changes in skills in each business-line have been discussed with the labor unions, notably at 

the two Employment and Skills Observatories held every year. A summary of these observatories is 

communicated to all employees of Renault s.a.s. 

Drawing on a comprehensive range of tools, the GPEC is a lever for managing the supply of so-called 

ñcriticalò skills and the retraining of employees with so-called ñsensitiveò skills. Since its launch in 2011, 

over 8,000 employees have signed up for the various initiatives offered by the GPEC: support for the start-up 

or takeover of a business, a period of external mobility, or dispensation from work activities for employees 

aged 57 and over who may draw on their retirement pension in the three years following adhesion to the 

system. Training/retraining programmes have been developed to enable employees to change business-lines 

by teaching them skills both more strategic for the Company and more useful in terms of employability. For 

example, training courses were organized in 2014 for manufacturing leading to an approved metallurgy 

qualification. These include ñIndustrial tool and die makerò, ñProcess maintenance electricianò and 

ñIndustrial maintenance engineerò. 

HR offices are located on each site to help and advise employees interested in the scheme. A dedicated 

intranet site also provides information about GPEC measures, training courses and feedback from employees 

regarding their careers. 

Furthermore, French manufacturing sites are also involved in a Territorial Employment and Skills 

Management measure (Gestion Territoriale de lôEmploi et des Comp®tences, GTEC). Extremely active in 

their respective job markets, the Cléon and Douai mobility platforms (P2M) set up by Renault several years 

ago are now mature enough to be coordinated and potential applicants are managed by local partners (EPI 

Normandie and the Douai Chamber of Commerce and Industry). 

 

Consolidation of the expertise network 

The expertise network was set up in early 2010 to harness the Companyôs knowledge and know-how to 

improve customer satisfaction, strategic priorities and business performance. 

The network is divided into 50 strategic areas of expertise, covering all of Renaultôs core businesses: product 

design and development, manufacture, sale, customer and market insights, financial performance and 

support. 

It comprises four levels: 

Å an expert fellow, appointed by Renaultôs Chairman and a member of the Renault Management 

Committee. He/she is tasked with putting together highly technical files for Senior Management 

decisions. Responsible for defining the strategic areas of expertise, the Expert Fellow coordinates the 
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Expert Leader network to organize production, deploy best practices, foster collaboration, and ensure that 

technical representation exists within standardization and regulatory bodies; 

Å 42 expert leaders, each reporting to a Vice-President. Expert leaders have responsibility for one area of 

strategic expertise. They are tasked with developing and capitalizing on the expertise, coordinating the 

internal network of experts, and building an external network to make this knowledge and know-how 

available to the Companyôs operational personnel; 

Å 152 experts, responsible for secondary fields of expertise. They are responsible for promoting standards, 

filing patents, setting benchmarks and identifying relevant partners; 

Å 434 consultants, responsible for a specific activity. They improve the state of the art by establishing 

standards and passing on their expertise to the business-lines. 

Over the past four years, the expertise network has developed in such a way that ï partly as a result of its 

cross-functional approach ï it has been able to increase the pace at which knowledge is acquired, applying it 

to operations and aligning production with the strategic priorities of the business. 

Two years ago, the network was extended to include the Alliance. 
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III.  STATEMENTS OF BUSINESS 

 

1. OUTLINE OF RESULTS OF OPERATION, ETC.:  

  

SALES PERFORMANCE 

Overview 

Å In 2015, sales of passenger cars and light commercial vehicles (PC+LCV) by the Renault group increased 

by 3.3%, with 2.8 million vehicles registered in a global automotive market that rose by 1.6%. 

Å This third consecutive year of growth in registrations allowed the Group to set a new sales record. The 

Groupôs worldwide market share now stands at 3.2%. The Renault brand remains the number one French 

brand in the world and Dacia has set a new sales record. 

Å In Europe, the Group continues to benefit from the momentum of the European automotive market 

(+9.4%) and realized a 10.2% increase in registrations to 1.6 million vehicles, corresponding to a market 

share of 10.1%. Renault leads the electric vehicle European market and, for the 18
th
 consecutive year, was 

the leader in the LCV market. 

Å Outside Europe, despite the economic crisis in Russia and Latin America, the Group resisted and recorded 

market share gains in its regions, the Africa Middle-East India and Eurasia. 

Å In 2015, the number of new financing contracts by RCI Banque was up 11.6% compared to 2014. 

 

Automotive 

GROUP REGISTRATIONS WORLDWIDE BY REGION  

PASSENGER CARS AND LIGHT 

COMMERCIAL VEHICLES (units) 2015* 2014 CHANGE (%) 

GROUP 2,801,592 2,712,432 +3.3 

EUROPE REGION 1,613,499 1,464,611 +10.2 

Renault 1,239,016 1,103,067 +12.3 

Dacia 374,483 361,544 +3.6 

AMERICAS REGION  355,151 416,934 -14.8 

Renault 355,151 415,701 -14.6 

Renault Samsung Motors 0 1,233 -100.0 

ASIA-PACIFIC REGION  116,868 133,172 -12.2 

Renault 35,552 51,914 -31.5 

Dacia 1,291 1,070 +20.7 

Renault Samsung Motors 80,025 80,188 -0.2 

AFRICA MIDDLE -EAST INDIA 

REGION  359,858 308,012 +16,8 

Renault 270,674 226,832 +19.3 

Dacia 89,181 80,580 +10.7 

Renault Samsung Motors 3 600 -99.5 

EURASIA REGION  356,216 389,703 -8.6 

Renault 270,251 321,330 -15.9 

Dacia 85,965 68,271 +25.9 

Renault Samsung Motors 0 102 -100.0 

*  Preliminary figures. 
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Europe 

In Europe, Groupe Renaultôs share of the PC+LCV market reached 10.1%, with an increase in registrations 

of 10.2% for 1,613,499 vehicles. 

The Group increased sales in all countries in the Region, with particularly strong performances in Spain 

(+22.3%), United Kingdom (+17.7%) and Italy  (+18%). 

In France, Renault strengthened its position as the leading automotive brand and the CLIO remained the 

most sold vehicle in the market. CLIO, CAPTUR, TWINGO and ESPACE are leaders in their respective 

market segments. The TRAFIC, MASTER and KANGOO utility vehicles are also each at the top of their 

segments. ZOE held 60% of the electric PC market. 

In Europe, 2015 marks another year of growth for the Renault brand. With 1,239,016 registrations 

(+12.3%), the Groupôs market share reached 7.8% as compared with 7.6% in 2014 and 7.4% in 2013. 

In the PC market (+11.1% to 969,737 vehicles), Renault retained its leadership position in the urban vehicle 

market (segments A+B) thanks to the continuing success of CLIO and CAPTUR, the leader in its segment 

with 194,720 registrations (23.7% of the segment). 

Launches of 2015 drove strong customer demand: 49,016 KADJAR have already been sold and there were 

20,935 registrations for the New ESPACE, representing three times more than its previous version during 

2014. 

In the LCV segment, the Renault brand retained its leadership position for the 18
th
 consecutive year, with 

269,276 registrations (+16.9%), and recorded a 0.7 points increase in market share. 

Ten years after its debut in Europe, the Dacia brand recorded further growth in its registrations in 2015 

(+3.6%), and marked record sales of 374,483. 

Renault is the leader in the European electric vehicle market. The Groupôs sales have been growing fast in 

2015 (+49%) to 23,086 vehicles, excluding TWIZY. ZOE was the leader in the PC market with 18,453 

registrations over the year (+68%). 

 

Outside Europe 

At the international level, despite an economic situation that varied by countries and regions, the Renault 

group was able to stabilise and even strengthen its positions. 

Americas 

In the Americas (355,151 registrations, a decrease of 14.8%), the Group withstood economic difficulties with 

a market share of 6.3% (-0.1 point). 

In Brazil, the Groupôs second-largest market, market share increased by 0.2 point to an unprecedented level 

of 7.3%, in a market that contracted by 25.5%. 

In Argentina, the Group contained the decline in its registrations to -6.5%, thanks to the performance in the 

last quarter with a market share of 14.7% (12.7% over the full year). 

In Colombia, Renault set a new market share high of 18.6%, a rise of 2 points. 

The DUSTER Oroch pick-up, launched at the tail-end of the year, already ranks second in its segment in 

Brazil. Renaultôs ramp-up in this segment should bolster growth in the Region during the coming months. 

Asia-Pacific 

Groupôs registrations dropped 12.3% at 116,868 units. 

The level of sales in South Korea, the Groupôs largest market in the Region, stabilised following significant 

growth in 2014. 

In China, sales of imported cars (15,849 units) are down 53%. Priority has been given in 2015 to the 

preparation of the launch of the Chinese version of the KADJAR, the first vehicle locally produced by the 

Dongfeng Renault joint venture. 

Africa Middle -East India 

Groupôs registrations increased nearly 17%, for a market share of 4.5% (+0.7 point). 

In Algeria, the Group posted a record market share (35.6%) with a significant 8.7 points gain, benefiting 

from the local manufacturing of SYMBOL in Oran. 

In Morocco, where Dacia and Renault are, respectively, the leading and second brands registrations 

increased by 11.5%. The Groupôs market share exceeded 38.2% (+1.2 point). 

In India , Renault remained the leading European automotive brand with sales up by 20.1%. KWID had a 

very promising start with more than 80,000 orders in 2015 since its launch in September. 

Eurasia 

The Groupôs market share increased by 1.6 point to 11.9%, in particular due to the Groupôs momentum in 

Turkey  (+21.7%), where a new sales record was set. This growth offset the consequences of the economic 
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crisis in Russia, where the market slumped by more than 35% and Renault groupôs registrations fell by 

38.1%. Market share slightly decreased at 7.5% (-0.3 point) as a policy of preserving margins is conducted. 

 

GROUP REGISTRATIONS BY BRAND AND BY TYPE  

PASSENGER CARS AND LIGHT 

COMMERCIAL VEHICLES (UNITS) 2015* 2014 CHANGE (%) 

GROUP 2,801,592 2,712,432 +3.3 

BY BRAND    

Renault 2,170,644 2,118,844 +2.4 

Dacia 550,920 511,465 +7.7 

Renault Samsung Motors 80,028 82,123 -2.6 

BY VEHICLE TYPE     

Passenger cars 2,414,503 2,368,090 +2.0 

Light commercial vehicles 387,089 344,342 +12.4 

*  Preliminary figures. 

 

Registrations of the Renault brand increased by 2.4% compared to 2014, thanks to the success of new 

models and the strong momentum of the European automotive market. 

With 2,170,644 units sold, the Renault brand accounted for 77.5% of Groupôs registrations. 

The Dacia brandôs registrations went up by 7.7% to 550,920 units, driven by the growth outside of Europe 

(notably in Turkey +30% and Romania +24.7%). 

In 2015, Renault Samsung Motorsô volumes slightly decreased by 2.6%. 

 

Sales Financing 

New Financing and Services 

With 1.39 million financing contracts, i.e. 11.6% more than in 2014, RCI Banque further strengthened its 

profitable growth momentum this year by supporting the commercial strategy of the Alliance brands. 

Benefiting from growth in the European automotive sector and the strong performance of the Alliance 

brands, RCI Banque was able to finance a record number of contracts. This performance was reflected in a 

financing penetration rate of 37.1% (up from 35.2% in 2014), despite the significant decline in automotive 

markets in Brazil and Russia. 

Average loans outstanding reached ú28.2 billion, an increase of more than 11% compared to 2014, including 

ú21.4 billion linked to the Customers business (i.e. an increase of 14.1%). 

 

RCI BANQUE FINANCING  PERFORMANCE  

 2015 2014 CHANGE (%) 

Number of financing contracts (thousands) 1,390 1,245 +11.6 

Å including UV contracts (thousands) 233 197 +18.3 

New financing (úbillion) 15.6 12.6 +23.8 

Average loans outstanding (úbillion) 28.2 25.4 +11.0 

 

The Services business (the linchpin of RCI Banque group strategy) continued to grow through the 

diversification of the product offer and its international expansion: the number of new ñservicesò contracts 

increased by 31.5% compared to 2014. 

This business contributes to customer satisfaction and loyalty to the Alliance brands. 

 

RCI BANQUE SERVICES PERFORMANCE  

 2015 2014 CHANGE  

Number of services contracts (thousands) 2,851 2,168 +31.5% 

PENETRATION RATE ON SERVICES 91.5% 73.0% +18.5 PTS 
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RCI Banque penetration rate on new vehicle registrations 

The penetration rate, which experienced overall growth of 1.9 points for the RCI Banque group compared to 

2014, saw varying trends from region to region. 

PENETRATION RATE ON NEW VEHICLE REGISTRA TIONS FINANCED BY RC I BANQUE, 

BY BRAND 

 2015 (%) 2014 (%) 
CHANGE 

(points) 

Renault 37.4 35.7 +1.7 

Dacia 41.1 36.0 +5.1 

Renault Samsung Motors 54.3 49.0 +5.3 

Nissan 33.1 32.2 +0.9 

Infiniti  28.5 34.3 -5.8 

Datsun 19.4 - +19.4 

RCI BANQUE  37.1 35.2 +1.9 

 

PENETRATION RATE ON NEW VEHICLE REGISTRA TIONS FINANCED BY RC I BANQUE, 

BY REGION  

 2015 (%) 2014 (%) 
CHANGE 

(points) 

Europe 40.2 36.4 +3.8 

Americas 39.0 38.9 +0.1 

Asia-Pacific 53.3 48.1 +5.2 

Africa Middle-East India 16.4 29.6 -13.2 

Eurasia 24.2 26.9 -2.7 

RCI BANQUE  37.1 35.2 +1.9 

 

In the Europe Region, RCI Banque was able to strengthen its performance in a growing automotive market. 

Boosted by the success of new models and increased registrations for Alliance manufacturers, the number of 

new vehicle financing contracts rose by 23.0% in 2015. With the financing penetration rate at 40.2%, Europe 

was up 3.8 points compared to 2014. 

The Americas Region (Brazil, Argentina) reflected mixed performance. Growth of 11.2 points in the 

financing penetration rate in Argentina offset the decline in the financing penetration rate (-2.3 points) and 

the significant deterioration of the automotive market (-25.5% compared to 2014) in Brazil. Accordingly, the 

Region recorded a stable and consistently high (+0.1 points at 39.0%) financing penetration rate. 

In the Asia-Pacific Region (South Korea), despite a highly competitive banking environment, the financing 

penetration rate improved by 5.2 points to 53.3% at December 31, 2015. 

The Africa Middle -East India Region, marked by the entry of India into the consolidation scope for 2015, 

saw its financing penetration rate settle at 16.4%, down 13.2 points compared to 2014. On a comparable 

basis with 2014 (Morocco only), the Regionôs financing penetration rate increased by 3.1 points to 32.8%. 

The Eurasia Region (mainly Romania, Turkey and Russia) experienced varying results depending on the 

countries: whereas Turkey recorded growth of 2.6 points (to 25.8%) in its financing penetration rate over the 

year, Russia saw its financing penetration rate decline by 4.9 points compared to 2014 in an automotive 

market that has dropped significantly (-35%). Romania recorded stable commercial performance, with its 

financing penetration rate varying by -0.2 point. 

 

International development and new activities 

In 2015, RCI Banque continued to capture new markets, supporting the commercial development of the 

Alli ance brands. 

Despite the fall in its emerging markets, the share of RCI Banque business performed outside of Europe 

accounted for more than a quarter of the number of new vehicle financing contracts (26% in 2015, compared 

to 34% in 2014). 

In India, the year was marked by the roll-out of business activity for the joint venture between RCI Banque 

and Nissan, created in 2014. In an automotive market up 6.4%, marked by the successful launch of the 
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Renault KWID at the end of 2015, the financing penetration rate amounted to 6.7% for this first year of 

business. 

The financing of the Datsun brand continued to grow with a financing penetration rate of 19.4%. 

Following on from Austria in 2014, RCI Banque continued its policy of diversifying funding sources by 

successfully expanding its savings account activity in the United Kingdom. Now rolled out in four European 

countries (France, Germany, Austria and the United Kingdom), savings accounts constitute a major 

refinancing tool for RCI Banque. At December 31, 2015, total savings deposits recorded an increase of 

nearly 56% compared with December 2014 and reached ú10.2 billion, i.e. 32.8% of the Groupôs net loans 

outstanding at year-end. Conducting this strategy, RCI Banque thus exceeded the target it had set itself for 

2016, one year in advance. 

Positioned as the services operator for electric-vehicle battery rental in 23 countries for the Alliance, RCI 

Banque had 80,530 batteries in its inventory at the end of 2015. Accordingly, RCI Banque finances all 

electric-vehicle batteries for the Alliance manufacturers, which included six models at December 31, 2015: 

KANGOO Z.E., FLUENCE Z.E., TWIZY, ZOE for Renault, LEAF and e-NV200 for Nissan. 

 

Registrations and production statistics 

RENAULT GROUP ï WORLDWIDE REGISTRATI ONS 

PASSENGER CARS AND LIGHT COM MERCIAL 

VEHICLES (UNITS) 2015
(1)

 2014 CHANGE (%) 

KWID 17,933 - - 

TWINGO 97,477 84,305 +15.6 

ZOE 18,931 11,323 +67.2 

CLIO 457,045 457,822 -0.2 

THALIA  - 266 - 

CAPTUR / QM3 246,442 196,592 +25.4 

PULSE 1,883 2,797 -32.7 

LOGAN 325,384 309,549 +5.1 

SANDERO 348,691 351,126 -0.7 

LODGY 41,637 27,999 +48.7 

MEGANE / SCENIC 254,415 274,843 -7.4 

FLUENCE (incl. Z.E.) / SM3 / SCALA 90,101 111,299 -19.0 

DUSTER 334,175 395,350 -15.5 

KADJAR 54,353 - - 

LAGUNA 7,957 16,191 -50.9 

LATITUDE / SM5 / SAFRANE 25,960 32,709 -20.6 

TALISMAN  1,874 - - 

SM7 8,486 4,977 +70.5 

KOLEOS / QM5 29,388 57,282 -48.7 

ESPACE 21,311 7,004 +++ 

KANGOO (incl. Z.E.) 154,312 145,421 +6.1 

DOKKER 69,131 57,654 +19.9 

TRAFIC 86,027 67,778 +26.9 

MASTER 92,898 91,213 +1.8 

OROCH 3,484 - - 

Others 12,297 8,932 +37.7 

TOTAL WORLDWIDE GROU P PC / LCV 

REGISTRATIONS  2,801,592 2,712,432 +3.3 

TWIZY
(2)

 2,144 2,450 -12.5 

(1) Preliminary figures. 



93 

(2) TWIZY is a quadricycle and therefore not included in Group automotive registrations except in Mexico 

and Colombia. 
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RENAULT GROUP ï EUROPEAN REGISTRATIO NS 

PASSENGER CARS AND LIGHT COMMERCIAL 

VEHICLES (UNITS) 2015
(1)

 2014 CHANGE (%) 

TWINGO 96,552 83,021 +16.3 

ZOE 18,728 11,231 +66.8 

CLIO 339,777 331,854 +2.4 

CAPTUR / QM3 195,972 166,184 +17.9 

LOGAN 40,911 41,692 -1.9 

SANDERO 147,634 138,117 +6.9 

LODGY 22,166 20,600 +7.6 

MEGANE / SCENIC 238,108 252,789 -5.8 

FLUENCE (incl. Z.E.) / SM3 / SCALA 4,663 5,022 -7.1 

DUSTER 123,700 126,307 -2.1 

KADJAR 49,252 - - 

LAGUNA 7,903 16,065 -50.8 

LATITUDE / SM5 / SAFRANE 70 485 -85.6 

TALISMAN  1,869 - - 

KOLEOS / QM5 4,697 7,427 -36.8 

ESPACE 21,283 7,003 +++ 

KANGOO (incl. Z.E.) 100,764 93,955 +7.2 

DOKKER 40,023 34,756 +15.2 

TRAFIC 80,583 59,751 +34.9 

MASTER 67,055 59,721 +12.3 

Others 11,789 8,631 +36.6 

TOTAL EUROPEAN GROUP  PC / LCV 

REGISTRATIONS  1,613,499 1,464,611 +10.2 

TWIZY
(2)

 2,016 2,316 -13.0 

(1) Preliminary figures. 

(2) TWIZY is a quadricycle and therefore not included in Group automotive registrations. 
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RENAULT GROUP ï INTE RNATIONAL REGISTRATI ONS 

PASSENGER CARS AND LIGHT COMMERCIAL 

VEHICLES (Units) 2015
(1)

 2014 CHANGE (%) 

KWID 17,933 - - 

TWINGO 925 1,284 -28.0 

ZOE 203 92 +++ 

CLIO 117,268 125,968 -6.9 

THALIA  - 264 - 

CAPTUR / QM3 50,470 30,408 +66.0 

PULSE 1,883 2,797 -32.7 

LOGAN 284,473 267,857 +6.2 

SANDERO 201,057 213,009 -5.6 

LODGY 19,471 7,399 +++ 

MEGANE / SCENIC 16,307 22,054 -26.1 

FLUENCE (incl. Z.E.) / SM3 / SCALA 85,438 106,277 -19.6 

DUSTER 210,475 269,043 -21.8 

KADJAR 5,101 - - 

LAGUNA 54 126 -57.1 

LATITU DE / SM5 / SAFRANE 25,890 32,224 -19.7 

SM7 8,491 4,977 +70.6 

KOLEOS / QM5 24,691 49,855 -50.5 

ESPACE 28 1 +++ 

KANGOO (incl. Z.E.) 53,548 51,466 +4.0 

DOKKER 29,108 22,898 +27.1 

TRAFIC 5,444 8,027 -32.2 

MASTER 25,843 31,492 -17.9 

OROCH 3,484 - - 

Others 508 303 +67.7 

TOTAL INTERNATIONAL GROUP PC / LCV 

REGISTRATIONS  1,188,093 1,247,821 -4.8 

TWIZY
(2)

 128 134 -4.5 

(1) Preliminary figures. 

(2) TWIZY is a quadricycle and therefore not included in Group automotive registrations except in Mexico 

and Colombia. 
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RENAULT GROUP ï WORLDWIDE PRODUCTION  BY MODEL
(1)

 

PASSENGER CARS AND LIGHT COMMERCIAL 

VEHICLES (units) 2015
(2)

 2014 CHANGE (%) 

TWIZY 2,120 2,248 -5.7 

TWINGO 83,377 98,787 -15.6 

CLIO 464,453 436,658 +6.4 

ZOE 19,115 12,739 +50.1 

CAPTUR / QM3 255,459 209,865 +21.7 

LOGAN 191,052 190,973 0.0 

SANDERO 315,745 312,123 +1.2 

Other LOGAN 40,615 42,631 -4.7 

LODGY 32,663 25,679 +27.2 

MEGANE / SCENIC 238,498 255,888 -6.8 

FLUENCE (incl. Z.E.) / SM3 / SCALA 85,719 96,871 -11.5 

DUSTER 297,050 336,827 -11.8 

KADJAR 82,321 - - 

LAGUNA 5,921 14,322 -58.7 

LATITUDE / SM5 25,852 31,941 -19.1 

TALISMAN  5,685 - - 

SM7 8,911 4,994 +78.4 

KOLEOS 28,511 56,160 -49.2 

ESPACE 27,066 6,660 +++ 

KANGOO (incl. Z.E.) 152,963 140,478 +8.9 

DOKKER 71,515 56,030 +27.6 

TRAFFIC 93,316 31,498 +++ 

MASTER 135,806 124,129 +9.4 

Others 200,186 86,647 +++ 

GROUP GLOBAL PRODUCT ION  2,863,919 2,574,158 +11.3 

o/w produced for partners:    

GM (MASTER) 26,821 18,587 +44.3 

Nissan (Mercosur / Korea) 143,227 52,364 +++ 

Daimler (CITAN + SMART) 63,525 34,103 +86.3 

 

PRODUCED BY PARTNERS FOR RENAULT  2015
(2)

 2014 CHANGE (%) 

Nissan (incl. India) 54,564 101,511 -46.2 

Others 
(GM, Iran, AVTOVAZ)

 106,481 87,054 +22.3 

(1) Production data concern the number of vehicles leaving the production line. 

(2) Preliminary figures. 
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GEOGRAPHICAL ORGANIZ ATION OF THE RENAULT  GROUP BY REGION ï COUNTRIES 

IN EACH REGION  
At December 31, 2015 

EUROPE AMERICAS  ASIA-PACIFIC  

AFRICA 

MIDDLE -EAST 

INDIA  EURASIA  

Albania Argentina Australia Algeria Armenia 

Austria Bolivia Brunei Egypt Azerbaijan 

Baltic States Brazil  Cambodia French Guiana Belarus 

Belgium-Lux. Chili China Guadeloupe Bulgaria 

Bosnia Colombia Hong Kong Gulf States Georgia 

Croatia Costa Rica Indonesia India  Kazakhstan 

Cyprus Dominican Rep. Japan Iran  Kyrgyzstan 

Czech Rep. Ecuador Laos Iraq Moldova 

Denmark El Salvador Malaysia Israel Romania 

Finland Honduras New Caledonia Jordan Russia 

France 

Metropolitan  Mexico New Zealand Lebanon Tajikistan 

Germany Nicaragua Philippines Libya Turkey  

Greece Panama Singapore Madagascar Turkmenistan 

Hungary Paraguay South Korea Martinique Ukraine 

Iceland Peru Tahiti Morocco Uzbekistan 

Ireland Uruguay Thailand Pakistan  

Italy  Venezuela Viet Nam Reunion  

Macedonia   Saint Martin  

Malta   Saudi Arabia  

Montenegro   South Africa  

Netherlands   

Sub Saharian 

African countries  

Norway   Tunisia  

Poland     

Portugal     

Serbia     

Slovakia     

Slovenia     

Spain     

Sweden     

Switzerland     

United Kingdom     

Group Top 15 markets in bold 

 

 
(2) ALLIANCE  COMBINED SALES PERFORMANCE AND FINANCIAL INDICATORS  

 

ALLIANCE 2015 SALES 

The Renault-Nissan Alliance sold 8,528,887 vehicles in 2015, up almost 1% from the previous year, thanks 

to record sales in the United States, China and Europe. Combined sales for the worldôs fourth largest car 

group, which includes Renault group, Nissan Motor Co., Ltd., and Russiaôs AVTOVAZ, held steady from 
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calendar-year 2014 ï despite sharp declines in the overall Russian and Brazilian markets. Renault, Nissan 

and AVTOVAZ, which is Russiaôs largest automaker, account for about one in ten cars sold worldwide. 

Renault group, Europeôs third-largest automaker,sold a record 2,801,592 vehicles worldwide in 2015, up 

3.3% from 2014, in a market that grew by 1.6%. This marked the third consecutive year of sales growth for 

Renault. Dacia sales accounted for a record 550,920 vehicles, up 7.7%. Renault, the fastest-growing major 

brand in Europe, reached a market share of 10.1% in a market that rose 9.4%. Renault retained its light 

commercial vehicle leadership in Europe for the 18th consecutive year. 

Nissan Motor Co., Ltd., sold a record 5,421,804 cars and trucks worldwide, up 2.1%. In each of its two 

biggest markets, the United States and China, Nissan sold at least 1.25 million vehicles. Infiniti accounted 

for a record 215,250 vehicles, up 16% from the previous year, thanks to all-time high sales in all key regions, 

including the Americas and China. 

AVTOVAZ , which sells cars under the LADA brand, sold 305,491 vehicles, down 31.5% due to the slump 

in the Russian market. The Renault-Nissan Alliance has a majority stake in AVTOVAZ through a joint 

venture with state corporation Rostec. Together, the Renault-Nissan Alliance and AVTOVAZ sell about one 

in three cars in Russia. The overall Russian car market plunged by more than 35%. The Alliance increased 

its market share from 30.7% in 2014 to 32.3% in 2015. 

The Allianceôs top 10 markets in 2015 were the US, China, France, Japan, Russia, Mexico, UK, Germany, 

Brazil and Spain. 

 

Zero-emission highlights 

The Alliance sells about one in two pure electric vehicles worldwide. Through the end of December, the 

Alliance has sold a cumulative 302,000 EVs worldwide. In calendar-year 2015, the Renault-Nissan Alliance 

sold 85,000 electric vehicles, up more than 2.5% compared with previous year. 

 

TOP 10 ALLIANCE MARK ETS 

COUNTRY  TOTAL SALES  MARKET SHARE  

US 1,484,918 8.5% 

China 1,265,922 5.3% 

France 684,373 30% 

Japan 594,126 11.7% 

Russia* 517,799 32.3% 

Mexico 373,261 27.6% 

UK 297,516 9.9% 

Germany 252,383 7.4% 

Brazil 242,744 9.8% 

Spain 218,846 18.3% 

*  Including AVTOVAZ. 
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GLOBAL PRODUCTION SI TES 

 
 

VALUE OF JOINT OPERA TIONS 

 

Total sales by Renault to Nissan and purchases by Renault from Nissan in 2015 amounted to an estimated 

ú3,650 million and ú1,300 million respectively (Note 12 I of the Renault consolidated financial statements). 

 

 

FINANCIAL INFORMATIO N ON THE ALLIANCE  

 

The purpose of the financial data in this section is twofold: to broadly quantify the economic significance of 

the Renault-Nissan Alliance through key performance indicators, and to make it easier to compare the assets 

and liabilities of the two Groups. The data of both Groups comply with the accounting standards applied by 

Renault in 2015. 

The characteristics of the Alliance mean, among other things, that Renault and Nissanôs assets and liabilities 

cannot be combined. Consequently, these indicators do not correspond to a consolidation as defined by 

generally accepted accounting principles and are not certified by the statutory auditors. 

Information concerning Renault is based on the consolidated figures released at December 31, 2015, while 

the information concerning Nissan is based on the restated consolidated figures prepared for the purposes of 

the Renault consolidation, covering the period from January 1 to December 31, 2015 whereas Nissanôs 

financial year-end is March 31. 

 

Key performance indicators 

The preparation of the key performance indicators under Renault accounting policies takes into account the 

restatement of the figures published by Nissan under Japanese Accounting Standards into IFRS. 

Additionally, the following adjustments have been performed: 

Å reclassifications when necessary to harmonize the presentation of the main income statement items; 

Å adjustments to fair value applied by Renault for acquisitions of 1999 and 2002. 

 

REVENUES AT DECEMBER 31, 2015 

ú million RENAULT  NISSAN* INTERCOMPANY ALLIANCE  
















































































































































































































































































































































































































































































































































