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SOLID STRENGTHS TO BUILD ON

European leaderin EV

EV sales in Europe, since start of sales,
as of Q3 2020, Ku
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COMPETITORS

Source: AAA data, Groupe Renault

1. ROE normalized at RCi equity level, after tax, 2019

2. As of June 30th 2020, equivalent to 40% of funding

3. NPS (Net Promoter Score) study H1 2020 (FR, UK, DE, ES, IT, BR, KR, RU)

Budget segment expertise

Group Global Access vs
mainstream competitors
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RCi bank & services

Best-in-class profitability

18%

normalised ROE?

Funding resilience

>€18B

customer deposits?

Best customer satisfaction

+19pts

VS main competitors3
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WITH THE ALLIANCE IN THE TOP LEAGUE

>€100B purchasing volume

: :
Alliance Purchasing Organization € " 70% of global profit pools

& 4 largest markets covered

~€35B trades
within Alliance over last 4 years

100% segments coverage
O—C from kei cars to 2-ton pick-up

~1Mu EVs per year on 2 platforms (-CF
by 2025(e), CMF-B & CMF-EV

Source: Groupe Renault, value for year 2019 unless stated otherwise RENAULT DIAGNOSTIC I 6
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