étude et établissement validation interne validation interne vérification, saisie et envoie dealer complétion des remises

z = étapes d’'une premiére version de publication par dea’
étatdes lieux

remises peuvent jouer sur leur
cherche les erreurs marge réseau

DIAC /| MFS VU? SOCIETE? responsable gamme / contrdle gestion ? Digital chef de vente chef de vente / CSMO
intervenants directeurs commerciaux / CSMO

- UnBO existant pourle
méme usage surle
périmetre BTS

- Un process fastidieux
pOUF IeS ded IerS mails recoit un flash marketing

outils (quelle forme ?)
mails

Move prérempli par digital

BO NCI (pour integrer si
excel> exporté en PDF souhaite sur front client)

- Un process de définition |
. . . BCC : ,'Adot?e‘campalgn+AOC
manvuel via un fichier viile interface

maille modele ungiuement Move bourse rentrée par

excel/pdf cote filiale centrale

- Des populations deja
interrogeesilya2ans

painpoints trop mails pression, responsabilité chronophage pour dealers

faible utilisation de NCI car
pas besucoup de vente et

chronophage.
Risque d'erreur une fois € une fois %

Renault
Group



expressionde besoin

répondre G
une contrainte
legale

- Pourle déploiementde
la vente de véhicule en
ligne, les prix affichés
doivent étre ceux du
dealer

- automatiser des process
manuels

- @viterleserreurs

- tracer les modifications

Renault
Group

Create a promotion campaign

¢ Mame

beginning date
subsidiary sends

ending date
an excel/PDF file with %
recommended discounts
Receiving recommendations Creating a campaign

\ 4

Creating an offer

October campaign 01/10-30/10

Offers' list (3)

Arkana 6% 2000€ 8%
Arkana electric 8% 1500€ 5%
e-tech full hybr 8% 1800€ 5%

b 4

Visualizing offers

—

(2

updates website
with the right prices

Pushing online



contexte

des objectifs
différents par
profils et pays

- un historique différent
par pays, des outils
différents déployés

- des objectifs différents
de lafiliale, du réseau de
dealers, des pays, du
legal, des clients

- Une harmonisation &
penser selonles
contextes produits (UCI,
NCIBTO/NCIBTS, AXS,..)

Renault
Group

Subsidiary:

Digital Manager

& tima

ian PAC)
0 orstur s 1 the toal

validatid aftar PAC procass PAZ + monltily

process o If sales salis ackivation)
activatians ae pianned

1 2

PAC process begins.
Guarterty cycle (Jan, Apr,
Jul, Oct)

Usualty 2 - 3 months prios
to start date of the
campalgn, the discussions
begin

étapes

Steps

Validation session
between subsidary and

corp
étude et
établissement
d’une premiére
version de
remises
Stepl

As part of the digital team,
each month when there
are the promo updates, |
have to wait for the pricing
team to share the %
discount to apply to the
monthly price In the
configurator. At the same
time | have to be sure that
MFS team is uploading the
info about balloan on
Gladis toal.

Subsidiary:
Manager Business Development

‘Sats the discounts within
PAC proceas

Cecks i discounts dte
e eeeracty on
webcite

3

PAC document created
and network broadcast
events are booked with
the dealer

Step 2

When | receive |, | have to
ask to the wab master o
put the discount % in
Adobe and walt for the
system to display iL

Has fied deactings that
carrespood 1o PAC eniing prices of apecific

Desis prising analysis for

4

PAC offers are published
onto renault.co.uk and
dacia.co.uk by the
subsidary (for website
content) & MFS teams (for

finance calculators)

validation interne

Step 3

we [Digital team, pricing
team, MFS digital team,
MFS brand team) gather
all the info in staging, we
all eheck that everything is
correct and then we
preceed to go onling

Subsidiary:
(Product Manager) not sure

Step 1

We analyze the sales
result, the prices of
competitors and our
needs in terms of
objectives, stocks,
availability and market
shares.

Marketing Manager Dealer

[

how this process/discount
is actually communicated
to dealers ?

validation interne

Step 2

we set the proper actions
to gain our objectives.

Cantraiats

Gosl sxample

vérification, saisie
et publication

cherche les
erreurs

Step 3

we share our needs with
MFS to set together the
commercial strategy.

Sales Person Dealer

Contraints

Intern Dealer

Dealers would need to
confirm they are
supporting the naticnal
offer before that discount
can be shown for a deaker

Dealars may then want to
offer additional discount
over and above the
national offers. But
difficult area as need to be

envoie dealer

Step 4

We calculate the ROl of
the actions and, if
everything is ok, we
validate the actions.

aware not to create a
platform for dealers to
compels aganst each
other with drive tothe
bottom price

Meed 1o work out how o
display both flannce affer
and cash affer before a
customer as decided
which route they will go
down

complétion des

remises par
dealer
peuvent jouer sur
leur marge réseau
Step 5

We deploy to the network,
to the field force, and we
put it online




roadmap

affinée au fil
del'eau

- deschangementsde
priorisation de features
pendantle PI

- des volontés pays qui
leadent les priorisations

Renault
Group

STEPS DU PROJET
Features Temporalité
Sprint1 Sprink 2 Sprint 3 ‘Sprint tampon Sprint1 Sprint 2 Sprint 3 ‘Sprint tampon
23au 27 30au03 0sau1o 13aul? 20au 24 27au 03 06au10 13aul? 20au24 27ausl 03au 07 10aul4 7aul 240u28 0lau0s o08aul2 15 au 19 22au26 29au02 05au 09 1Zaule 1Wou23 260u 30
Predocumentation
Maille fine

SR
Maille modéle (MVE) livraison maguettes RPE 4 > décli UC|

septembre etobre novembre

Sprint 1 Sprint 2 Sprint 3 Sprint 4 Sprint tampon Sprint 1 Sprint 2 Sprint3 Sprint tampon

03au07 10au14 Tau2l 24au28 3lau 04 Taun 14auls 21au2s 28au0l 4aus Nauls 180u22 | 250029 XOux xaux Xaux xaux xaux xaux xaux XU X xaux Xaux 30U X
* o

——————

ateliers UK, All, Fr

+ wireframe

livraison U.F

demande séparation remises construg/reseau

retranscription des notes analyse des notes et construction du doc de restit



