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Renault
Leading motor vehicle manufacturer

Leading French motor vehicle manufacturer Renault, sold over 
2.6 million vehicles in 2013, a 3.1% increase compared with 2012. 
With a strong presence in the retail market, the manufacturer 
also responds brilliantly to the business users’ needs 
(competitive engines in consumption and taxation, relevant 
commercial offers). As a result, it is ranked number one in sales 
in this sector.

“In no time, we made our sales 
representatives prospecting 
activities interactive” 

Jean-Louis Wiedemann
Head of Marketing and Sales, Fleet 
and Commercial Vehicles.

The challenge
The Business Fleet Marketing 
department regularly gathers 
strategic public data on the French 
market. Combined with other 
sources of data owned by Renault 
on its target market, this information 
is full of unexploited opportunities.  
But a problem occurred: How could 
Renault cross-reference and adapt 
this data in a simple and interactive 
way for the operational teams? 
Renault started searching for a tool 
allowing its sales and marketing 
teams not only to access data 
instantaneously and independently, 
but also to interact with it. 

Access to data has two main goals:

1) Allow sales representatives from 
Renault’s distribution and key 
manager network to have full 
visibility of its market share and 
the opportunities to increase it.

 This information enables 
optimisation of marketing efforts 
and preparation of tailored 
pitches. The tool needs to 
give access at any time to all 
data on particular sectors and 
businesses. 

2) Enable regional and national 
marketing services to have an 
overview of Renault’s market and 
performance (market share by 
sector, competitor analysis on 
penetration rates, companies’ 
fleet characteristics ...). All this 
information allows optimal 
business knowledge and better 
targeting. A tailored message can 
be easily set to respond to each 
segment’s needs. The solution 
should be interactive and not 
only allow an overview of the 
market but also clear visibility of 
the sector and area, for every 
manager.

Sector Motor vehicle manufacturer

Head Office Boulogne Billancourt 

Employees 127,086

Turnover  € 41,3 billion

Solution Access Insight Cloud

Users 600 salespeople and  
 key account managers
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The choice
Renault was already equipped with 
many Business Intelligence solutions. 
However, Access Insight appeared 
to be the best choice, with a 
dashboard accessible at any time for 
a large number of users. As a SaaS 
solution, the tool also stood out by 
enabling a quick installation without 
any major I.T. intervention. 

The solution
To meet Renault’s needs, Access 
France presented Access Insight, 
an interactive and collaborative 
dashboard solution, to the marketing 
department. For easy and fast 
implementation, Renault chose to 
use the cloud solution.

Implementation
“In two weeks, we had delivered a 
first operational version, integrating 
registration data acquired by Renault 
and setting up the first dashboards 
so that the Renault French marketing 
team could test it”

Matthieu Chabeaud, Sales Director 
Access France

The results
Instant identification of 
opportunities for the sales 
representatives’ network 
Instant access to detailed and 
accurate information on businesses 
in the sector allows sales 
representatives to identify those who 
are likely to renew their fleet, or who 
may be interested in acquiring new 
vehicles. Better informed, the sales 
teams is able to focus on what is 
essential. 

A targeted pitch 
With full visibility on the business 
fleet users market (vehicle 
brands, financial data ...), sales 
representatives know exactly which 
strategies to adopt when meeting 
prospects. Dashboards enable 
teams to use filters, access detailed 
and accurate data and identify 
relevant opportunities.

Instant access to market analysis
While extensive market analysis 
took an unacceptable amount of 
time before the start of the project, 
the marketing department can 
now instantaneously access key 
information on all its targets (market 
shares by region, penetration 
rates....) and plan campaigns 
accordingly to meet business 
performance objectives. 

Post-implementation
Today, over 600 sales managers 
and key account managers use the 
Access Insight solution. Building 
on the tool’s success in various 
services, Renault plans to expand its 
use.

According to Jean-Louis Wiedemann, 
a return on investment will be made 
in less than a year.

Summary
Access Insight provides 
Renault’s marketing and sales 
departments with an instant view 
of its marketplace, targets and 
performance. The tool not only 
gives a global perspective but also 
detailed information by sector and 
by prospect or customer. Providing 
this level of visibility optimises the 
sales pitch preparation; a significant 
competitive advantage for Renault.
Before implementing Access Insight, 
sales representatives used basic 
prospect listings, created on request 
by the marketing team. Today, thanks 
to Access Insight, they have direct 
access to accurate information and 
are able to identify the businesses 
most likely to purchase or renew 
their vehicle fleet.  

“The demonstration of the tool 
internally was a real success. Other 
departments immediately began 
thinking about using Access Insight 
for their projects.” 


