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2013 2014 2015 2016 2017 2018 2018 2021

8.4%

INITIAL TARGETS OVER-DELIVERED
PUSH TO PASS

AUTO PCD RECURRING OPERATING MARGIN

6.0%
7.3%

>4.5%

average

>6%5.0%

Actual figures

0.2%

-2.8%
Push to Pass

Targets

CUMULATED GROUP REVENUE GROWTH*

2016 2017 2018 2018 2021

* Versus 2015 at constant exchange rates and perimeter (ex OV)

+2.1%

+12.9%

+25%

+10%

+23.3%

Actual figures
Push to Pass

Targets
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HISTORIC RESULTS 

Recurring Operating Margin (1) Revenue (2) (in billion Euros)

1. Recurring operating income related to Revenue   

2. IFRS15 application with 2017 restated (excluding essentially monoliths)

3. Including OV since August 1st 2017

+19%62.3 74.0

+24%47.1 58.6Automotive

Division

7.7%

8.4%PCD

OV7.6% 4.7%
5.9%

6.4%

FINANCIAL PERFORMANCE

2017 (3) 2018
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BOOST THE CREATIVE SPIRIT
POWER IS INSIDE

Win together

Efficiency

Agility

4



FINANCIAL
RESULTS
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+46.9%: NET INCOME GROUP SHARE INCREASE
FINANCIAL RESULTS*

*      IFRS15 application with 2017 restated (excluding essentially monoliths) 

**    See detail in attachments

2017 2018 Change

Revenue 62,256 74,027 11,771

Recurring Operating Income 3,978 5,689 1,711

% of revenue 6.4% 7.7%

Nonïrecurring operating income and (expenses) (904) (1,289) (385)

Operating income 3,074 4,400 1,326

Net financial income (expenses) (238) (446) (208)

Income taxes (699) (615) 84

Share in net earnings of companies at equity** 217 (44) (261)

Consolidated net income / (loss) 2,347 3,295 948

Net income, Group Share 1,924 2,827 903

In million Euros



7

+18.9%: GROUP REVENUE SHARP GROWTH
GROUP REVENUE

*   IFRS15 application with 2017 restated (excluding essentially monoliths)

In million Euros

Faurecia*Automotive Division
Peugeot Citroën DS

2017 2018

vs 2015 

@ constant 

exchange rates

and perimeter

+23.3%

Automotive Division
Opel Vauxhall  

18,306

7,238

62,256

74,027

2017 2018

40,735

43,027

2017 2018

16,962 17,525

Group*

+18.9%

+5.6%

+153%

Aug-Dec 2017 2018

+3.3%
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+5.6%: STEADY PCD AUTOMOTIVE REVENUE GROWTH
PCD AUTOMOTIVE REVENUE ANALYSIS

*   Including sales to Opel Vauxhall 

In million Euros

FX
Product

Mix
Price

Sales to 
Partners*

Others

2017 2018

40,735

43,027

Variation: +5.6 %

Volume & 
Country Mix 

-2.7 % +1.2 % +1.3 % +4.0 % +1.7 % +0.2 %
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+6.8%: GROUPE PSA SALES AT 3.9 M UNITS 
CONSOLIDATED WORLDWIDE SALES*

*     Assembled Vehicles, CKDs and vehicles under license

**   Including 141 kunits sold in 2018 under Peugeot License by Iran Khodro until end of April 2018

In thousands units*

592

260 387
263

206 174 26 26 15 15

+6.8%

-12.0% w/o OV

-32.2%

-32.3% w/o OV

-15.0%

-15.5% w/o OV

+1.6%

+1.6% w/o OV

Total Consolidated

Worldwide Sales

Europe China & 

SE Asia

Middle-East 

& Africa**

Latin 

America

EurasiaIndia & 

Pacific

+30.6%

+5.0% w/o OV

-52.8%

-56.1% w/o OV

+0.5%

+1.3% w/o OV

1,038

1,0042017 (PCD)

2018 (PCD)

2017 (OV)

3,878

3,106

292

2,840
3,228

2,102

2,002

3,632

404

2,379

376 619

2018 (OV)

175
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+43%: STRONG INCREASE IN ALL DIVISIONS
GROUP RECURRING OPERATING INCOME & MARGIN

*     Breakdown in attachment

**   IFRS15 application with 2017 restated (excluding essentially monoliths)

In million Euros and as % of revenue 

2017 2018 2017 2018 2017 20182018

-179

Group* Faurecia**Automotive Division
Peugeot Citroën DS

2,966

3,978

5,689

1,156

1,263

3,617

Automotive Division
Opel Vauxhall

859

7.7%
MARGIN*

6.4%
MARGIN

7.3%
MARGIN

8.4%
MARGIN

4.7%
MARGIN

6.8%
MARGIN

7.2%
MARGIN

-2.5%

Aug-Dec 2017

+43.0%

+21.9%

NA

+9.3%
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+21.9%: PCD ROI SIGNIFICANT GROWTH
PCD AUTOMOTIVE RECURRING OPERATING INCOME ANALYSIS

*    Including IAS 29 effect amounting to -ú83 M (Argentina hyperinflation) 

In million Euros

2017 2018

2,966

3,617

Market 
Demand

Input 
Costs

Forex
& Other *

Product
Mix

Price 
& Product

Enrichment

Market Share 
& Country 

Mix 

Production &
Procurement

SG&A
Expenses

R&D Others

Operating Environment: (728) Performance: +1,381

+16 +328 +536 +4 +379 (63)(466) (11)(279) +209

Variation: +21.9%
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RECORD CONTRIBUTION OF BANQUE PSA
BANQUE PSA FINANCE*

*    Including Opel Bank since November 1st 2017  

**  In % average loans

In million Euros

2017 20182017 20182017 2018

632

939

28.7%

0.27%

0.13%

30.0%

Recurring 

Operating Income
100% basis

Penetration Rate Cost of Risk**

o/w 31.1% for 

PCDF and 22.1 % 

for OVF in 2018

+48.6%

-1.3pt -0.14pt
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+9.3%: SOLID ROI PERFORMANCE
FAURECIA

*  Excluding monoliths

In million Euros and as % of Revenue  

Revenue* Recurring Operating 

Income

2017 2018 2017 2018

16,962
17,525

1,263
1,156

6.8%
MARGIN

7.2%
MARGIN

+3.3%
+9.3%
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+ú3,501M: STRONG FREE CASH FLOW
GROUP CASH FLOW & NET FINANCIAL POSITION ANALYSIS (1)

1. Manufacturing and Sales Companies

2. Including acquisition of HUG Engineering (-ú66M) and Parrot Automotive (-ú67M) by Faurecia, 

investment in NAM (-ú51M) as well as CAPSA capital increase (-ú226M) and sale of property 

assets of La Garenne(+ú261M)

In million Euros

+6,194
o/w 

Auto: +6,840 

Faurecia: (646) 

Cash Flow Change 
in WCR

Capex & 
Capitalised R&D

Exceptional 
Capex (2)

Restructuring Other (3)

End 2017

Net Financial 
Position 

Net Financial 
Position

+7,657
o/w OV +1,131 

End 2018

(164)
o/w OV +21

(1,042)
o/w OV (499) 

+1,607
o/w OV +1,603 

(597)(4,557)
o/w OV (899)

+9,098
o/w 

Auto: +9,643 

Faurecia: (545)

Free cash flow +ú3,501M o/w OV +ú1,357M

3. Including dividends to Group shareholders (-ú474M), 

dividends to minority interests (-ú143M)
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OV INVENTORIES TOWARDS BEST PRACTICE
INVENTORIES

*   World figures excluding China and Iran

** Including Peugeot importers inventory outside Europe  

In thousands of new vehicles*

Independent dealers 

inventory (PCD)** 

Group inventory 

(PCD)

347 374

97
110

2017 2018

485
445

135

129

Peugeot Citroën DS inventories Opel Vauxhall inventories

2017 2018

53

142

Independent dealers 

inventory (OV) 

Group inventory 

(OV)

195
227

98

129
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MARKET OUTLOOK
OUTLOOK

CHINA

-3%

EUROPE

stable

LATIN  AMERICA

-1%

RUSSIA

+5%

2019 Market Outlook



PUSH TO PASS
HIGHLIGHTS
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TRANSFORMATION IS IN OUR DNA
AN AGILE AND DIGITAL COMPANY

Real Estate streamlining (m2) Active Customers ***

26 M
33 M

15 M

2015 2018 2021

-17%*
-14%**

2015 2018 2021

Digital factories for Customer, Data & Services

Work@home, dynamic working spaces

Start of online sales & services

Business Lab: investing in start ups

More agile

7 megatrends to shape our future

Worldwide deployment of 10 major digital projects

International online sales boost of vehicles & services

Keep on bringing tangible results on our CSR commitments

New impetus

*      Built square meters of all sites of PCD perimeter

**    Built square meters of all sites of PSA perimeter

*** Customer with a financial flow for the last 12 months with Groupe PSA or its network.
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A GREAT CAR MAKER 

C U T T I N G  E D G E  E F F I C I E N C Y

CORE MODEL
& TECHNO
STRATEGY

QUALITY
FIRST

CORE
EFFICIENCY

NEW 
FRONTIERS

BRAND
POWER
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TARGET Nº 1 IN CUSTOMER SATISFACTION
QUALITY FIRST ALWAYS

Top 5 in Product Manufacturing (1) /Top 5 in Sales Quality /

Top 4 in Aftersales Quality

Product quality improved by 24% (2)

Quality convergence across regions

Warranty costs reduced by 18% vs 2015

Quality standards roll out

NÁ1 in Product Manufacturing (1) / NÁ1 in Sales Quality / 

NÁ1 in Aftersales Quality

óLike New after 3 yearsô program accross all brands

Warranty costs reduced by 30% vs 2018

Focused on customer satisfaction

1. New vehicles - Source: rankings based on internal benchmarking monitoring

2. Defect rate, 3 months rate after delivery to end-customer,  versus 2015  

Gap Industrial Direct run ratio 

vs benchmark

-16 -14

Product manufacturing Aftersales customer satisfaction

Gap Aftersales customer recommendation

vs benchmark

Sales customer satisfaction

Gap Sales customer recommendation

vs benchmark

2015 2018 2021 2015 2018 2021 2015 2018 2021

benchmark benchmark benchmark-5-8
-4

-14
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PORTFOLIO EFFICIENCY WITH ENLARGED COVERAGE
CORE MODEL STRATEGY

Multi-brand & multi-region programs with increased DNA

Convergence towards 2 multi-energy platforms

Average age of 4.3 years

65 regional launches from 2015 to 2018

Successful core model strategy

PCDOV integrated CO2 driven programs

All new models with an electrified version

Average age of 3.5 years

116 regional launches from 2019 to 2021

A Key driver for profitable growth

Number of core models (PC + LCV)

OV PCD

43

49

53

47

2015 2018 20212014

Back in the race

19

43

Target PSA
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Range electrified (1)

20252018

MASTERING CO2 TRANSITION & TECHNOLOGY STAKES
CORE TECHNO STRATEGY

WLTP mastered & impactful CO2 committee

Right timing on LEV: BEV on CMP & PHEV on EMP2

5% productivity improvement per year

ADAS roll out on track

Efficient R&D

CO2 compliant: 23 LEV launches in EU (PC+LCV) & 8 in China

Extension of BEV on EMP2 platform

Multi-energy platforms in flexible plants: LEV & ICE on the same line

Fuel cell fleet in operation with selected B2B customers

Flexible answer to customer demand

2021

2%
50%

100%

ADAS roadmap

1. PC + LCV

e-CMP

Level 1

Assisted

functions

2

2018

2+

Automated driving

Eyes On

3

2024

Autonomous driving

Eyes Off, Hands Off

4/5

Pooled transportat ion

i n  pr iva te  /  geofenced areas

2020
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TARGETING BENCHMARK
CORE EFFICIENCY

PCD production costs reduction close to target (-ú700/veh

by 2018) (1)

OV cost reduction on track (incl. fixed costs - 27%) 

Footprint rightsizing and modernization

Core efficiency as a key driver

Production costs: -ú700/veh. vs 2018 (1)

Additional fixed costs reduction

Manufacturing flexibility and synergies

The most efficient carmaker

1.   Including Euro 6, raw mat and air freight

Production cost savings in Europe
ú/veh. over 2015 - 2021, including Euro 6, raw mat

700 

PCD OV PSA 

Wages to revenue ratio
(Auto division excluding own dealer network)

PCD OV PSA 

Target 2019-21Cum. 2015-18

632

367

Cum. 2017-18

700

15.2%

12.6%
11.1%

12.0%

9.7%

Reference 2018 2018 2021

10.0%

2015 2018



25

# UNBORING THE FUTURE
PEUGEOT ïTHE BEST HIGH-END GENERALIST BRAND

Pricing Power in Europe on track

Upper Mix: GT LINE / GT / GTI > 20% 

B2B growth with improved residual values 

2018 Business milestones:

Up market move completed

New frontiers: back to North America !

New products: 

Pricing power into the range

Mix Upper > 20%

Making the best of Brand potential

-0.1%

+0.7%

2015

2016 2017

2018

-2.4%

-1.2% Push to Pass target

+1%

- 1%

2019-2021

Å Best top 10 Brands increase in Europe

Å LCV World Sales Record

Å Peugeot #1 SUV Brand in Europe

Å Pick-up range and LCV offensive

Å Neo-performance LEV line-up

Pricing Power vs benchmark

PEUGEOT 208
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A POSITIONING PRAISED BY CUSTOMERS
CITROËN ïTHE PEOPLE MINDED BRAND

óInspiredby Youô customer centric 360Ástrategy

Citroën Advanced Comfort programme on all new cars

Increased market shares & sales record for 7 years

in Europe 

New Citroën clear positioning

New offers: Neo Saloon & disruptive models to tackle

international and urban mobility

New market: entering India !

Electrification 100% availability on new models

New offers for new frontiers

+5.5%

2015 2016 2017 2018

+3%
+4.4% +4.7%

Pricing Power at the right level (vs benchmark)

Push to Pass target

+5%

+3%

2019-2021

AMI ONE
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BUILDING PREMIUM BRAND SUCCESS
DS ïFRENCH AVANT-GARDE EXCLUSIVE EXPERIENCE

Pricing power higher than benchmark

Acceleration of network construction : 376 dealers in 32 

countries

Distinctive customer experience with Only You

Profitability per unit at a premium level

Launch of 2nd generation model

One new model per year

Entire range electrified (starting with DS 3 CROSSBACK 

E-TENSE)

Double worldwide dealer network size 

DS reboot in China

Develop premium brand success

2015 2016

DS 3 CROSSBACK E-TENSE

Pricing Power at the right level (vs benchmark)

Push to Pass target

+1%

- 1%

2019-2021

2018

2017

+2.3%

-2.5%
-3.9%

-7.9%
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THE FUTURE IS EVERYONEôS
OPEL ïBRINGING GERMAN ENGINEERING, INNOVATION & DESIGN TO THE PEOPLE SINCE 1899

Higher competitiveness at all production sites

Competitive structures in European sales organization

Export offensive started with focus on Africa

Brand further sharpened with Germanness

& Vauxhall with Britishness

PACE! works

5 electrified models by 2021; 100% by 2024

8 new or refreshed models to come in 2019/20 

New markets reach including Russia !

Ensure competitive cost structure and profitable sales

Sustainably profitable, global & electric

-6.0%

2017* 2018

-8.2%

Pricing power gap vs Benchmark

*  August until December

GT X Experimental

Push to Pass target

0%

- 3%

2021

GT X Experimental
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A CHANGE OF SCALE 
EUROPE

Market share up: +5.6 pts (2)

LCV leadership: +5.2 pts (2)

Peugeot & Citroën are the strongest growing brands (3)

WLTP: an opportunity

Reinforced NÁ2 market share position

Smart approach for CAFE compliance from day 1

Accelerate PCDOV synergies in all fields

Growing market share in both PC & LCV

Leveraging our new scale

1. Europe 30 (PC+LCV)

2. Versus 2015

3. Among the Top 10 brands in 2018

Consolidatedsales (ó000)

OVPCD PCD 

1,004

3,106

2,102

376

2,002

2,379

1,930
1,864

Market share (1)

17.1%

11.6%

13.3%

10.8%

11.5%

11.1%

2.2%

5.5%

ROI (2)

2018201720162015 2018201720162015
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KENITRA PLANT READY TO DELIVER FROM Q2 2019
MIDDLE EAST & AFRICA

ROI +60% vs 2015

ROI (3) up for the 4th year in a row despite Iran wind down

Growing market share in major countries

Product offensive on-going (SUV, LCV)

Rolling start for sustainable growth

Profit x 2 vs 2018

Volumes (excluding Iran)  x 2 vs 2018

Product offensive roll out incl. One ton pick-up

Industrial footprint at full potential (Morocco, Algeria)

Regional footprint at full potential

1. 60 countries, including: Algeria, Iran, Israel, Morocco, Tunisia, Turkey, South Africa

2. Versus 2015

3. PCDOV perimeter

2018

292

141

2017

443

619

2016

384

180

2015 2018

6.5%

2017

11.6%

2016

7.2%

3.2%

2015

176
151

233

151

Iran sales stopped from 1st May 2018 

4.6%4.2%3.8%

Consolidatedsales (ó000) Market share (1) ROI (2)
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RESTORE FOUNDATIONS IN CHINA & ACCELERATE IN ASEAN
CHINA & SOUTH-EAST ASIA

DPCA & CAPSA loss making (affiliate companies)

Sales & marketing reengineering (incl. network)

ASEAN: commercial offensive & plant kick off in Malaysia

Fighting for rebound in China

Return to profitability

Hard reengineering of JVs governance

Implement a different business model

ASEAN sales x 2 by 2021

New business model in China 

1. China and South East Asia 

2. Versus 2015

2018

263

2017

387

2016

618

736

2015 2018

0.9%

2017

1.3%

2016

2.1%

2.8%

2015

Consolidatedsales (ó000) Market share (1) ROI (2)

CITROEN C4 AIRCROSS



32

REBOUND TOWARDS SUSTAINABLE & PROFITABLE GROWTH
LATIN AMERICA

Close to breakeven in spite of Argentina hyperinflation

Volumes +12% (2)

Volumes outside Mercosur +75% (2)

Product offensive on-going (SUV, LCV)

Localized production for LCV offensive

Strong headwinds in 2018

Triple digit profit

Volumes +70% vs 2018

Volumes outside Mercosur + 30% vs 2018

Product roll out including Opel

CMP platform localization from 2019

Returning to profitable growth

1. G4: Argentina, Brazil, Chile, Mexico

2018

175

2017

206

2016

184

157

2015 2018

3.4%

2017

3.8%

2016

3.6%

3.3%

2015

incl. -ϵ83M of IAS 29 effect
(Argentina hyperinflation)

Consolidatedsales (ó000) Market share (1) ROI (2)

2. Versus 2015
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FIT FOR PROFITABLE GROWTH
EURASIA

Single digit loss in 2018 

Volumes +27% (2)

Market share increase in Ukraine

Localized production for LCV offensive

Business model revamped

Double digit profit 

Volumes x 3 vs 2018

Product roll out incl. Opel back in the region!

Regional expansion in Central Asia

Strong enablers to build profitable growth

1. G4: Russia, Ukraine, Belarus, Kazakhstan 

10

2018

15

2017

15

2016

12

2015 2018

0.8%

2017

0.8%

2016

0.7%0.8%

2015

Consolidatedsales (ó000) Market share (1) ROI (2)

2. Versus 2015

PEUGEOT 301
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GRASPING INDIAN MARKET POTENTIAL
INDIA PACIFIC

ROI strong increase (2)

Volumes +11% (2)

Success in Japan: sales +58% (2)

India: manufacturing set up under construction

Project in India on track

Profitable growth

Volumes +20% by 2021 vs 2018

Product offensive roll out with disruptive offer by Citroën

Full ecosystem in India by 2021

India: first cars produced in 2021

1. Including : Australia, India, Japan & South Korea 

2. Versus 2015

2018

26

2017

26

2016

20

24

2015 2018

0.2%

2017

0.2%

2016

0.2%0.2%

2015

Consolidatedsales (ó000) Market share (1) ROI (2)
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LEVERAGE PERFORMANCE ON A LARGER SCALE
LCV

Volume & market share growth in the 3 main segments

8.2 pts gap with #2 competitor in 2018

Compact and mid-size van families renewed

Extended partnership with Toyota in Europe

Growth in Latin America & Eurasia

Reinforced leadership in Europe

Consolidation of leadership in Europe

Unleash Opel Vauxhall full potential

Maximize volumes on each platform

LCV sales +15% and x2 outside EU including Pick-up 

Launch of e-LCV new-generation

Unleash potential worldwide

1. Europe 30

OVPCD PCD 

30
1.9%

2018

94

494

400

2017

383

414

2016

360338

2015 2018

24.7%

20.4%

2017

22.1%

2016

18.9%
19.5%

2015

20.2%

4.3%

Consolidated sales Europe (1) Market share in Europe (1) ROI (2)

2. Versus 2015
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A  G R E A T  C A R  M A K E R  
FOR A LIFETIME CUSTOMER RELATIONSHIP

A MOBILITY PROVIDER

ENLARGE OUR CUSTOMER BASE

MULTI-BRAND 

AFTERMARKET

USED CARS

NEW 

CUSTOMERS

CONNECTED

AND MOBILITY 

SERVICES

CUSTOMER 

INSIDE

HASSLE FREE 

MOBILITY

NORTH 

AMERICA

10 YEAR 

PROJECT


