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❑ A clearer picture of Europe is emerging
The European markets* are developing quickly now, and the situation in each of them is becoming clearer than
it was two years ago when we published the January 2004 edition of Developments & Trends - Europe.

* Note: there is still no single European automotive market; each country has individual characteristics which
are not expected to go away quickly - if ever.

❑ There are many developments to cover in 2006... including for Parts...
Because Parts are such an important contributor to OEM and Dealer profits, and the Internet is at last becoming
significant in facilitating on-line trading, in January we delivered...

❑ The on-line Parts Market in Europe... an Analysis covering the wide variety of business situations and
systems of OEMs, Dealer Associations, DSPs and Independent Parts Distributors*.

*Note: Although we usually concentrate on the Authorised sector, the BER aimed to provide more
opportunity for Independent Parts and Service organisations to compete with Authorised Dealers.

The Independent sector has some excellent business processes and systems which were covered in our
February 2005 Analysis...

IT in the European Independent Automotive Aftermarket

Our main coverage in 2006 is...

❑ Three Analyses of the Authorised Dealer market...
As the first three Analyses in our March 2006 - February 2007 Subscription Year, we are providing...

❑ European Developments & Trends 2006 - Volume 1 - The Market ... covering the positions of
automakers, DSPs (Dealer Systems Providers) and products. This was delivered in June.

❑ European Developments & Trends 2006 - Volume 2 - Dealers & Groups ... more indications of the
ways in which the market is developing at the Dealer level. This was delivered in April.

• This Analysis expands on the content of Dealers & Groups - Organisation and IT - April ‘05, and
shows how the Brand and country have a significant impact on Dealer systems strategies.

❑ European Developments & Trends 2006 - Volume 3 - The growing array of Specialist DSPs.

Altogether, Europe is a fascinating and complex set of markets. Some of its characteristics are similar to those
of North America, but others are very different.

• However, North America should not believe that innovation in automotive systems and services only happens
there. Europe may not publicise its advances so prominently, but in several areas it is ahead of North America
in its development and use of systems in automotive distribution.

The Contents lists and Prices for these 4 Analyses are in the following pages.

❑ Some other aspects of Europe were covered in 2005...
At the beginning of 2005, the positions of the OEMs, DSPs and Dealers had not changed enough after the
European Union’s 1400/2002 Block Exemption Regulation (BER), to make a new edition of our usually annual
Developments & Trends necessary.

Instead, we concentrated on four aspects of the market which were of strong interest to our Subscribers...

➀ Dealers & Groups - Organisation and IT - April ‘05 ... covering the real trends at the “front line”.

• We consider this to be one of the more useful Analyses we have produced, because of the trends which
it identified, and their potential impact on future strategies, especially for the automakers.

➁ Dealer IT Costs - April ‘05 ... to assess the variety of cost levels for different categories of Dealers.

➂ Standards for Dealer IT - June ‘05 ... a review of the progress to-date in planning common IT standards
at the Dealer systems level in Europe - potentially similar to the STAR activity in the USA.

➃ Dealer System Providers in Car and Truck Makers’ Networks - July 2005 ... to show the extent of
multi-DSP penetration in each Network.

European Developments & Trends - 2006

Four analyses for 2006
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Contents 1

  Section    Heading Page

European Developments & Trends - Volume 1 - June 2006

Market, OEMs, DMS Providers

Four Analyses in the first half of 2006 1

1. Executive Summary 2

1.1. The markets after the Block Exemption Regulation -
1400/2002 and its “Location Clause” 2

1.2. Demand for multi-Brand DMS 2
1.3. Demand for multi-Brand “Showroom Systems” 2
1.4. Automaker relationships with multi-Brand Groups and DSPs 2

Figure 1.1. Market factors in 2006 3
1.5. Showroom system trends - Lead Management and reporting 4
1.6. Compliance 4
1.7. “Legacy” DMS 4
1.8. DMS providers - a market evolving in three “divisions” 5
1.9. DMS newcomers.... 5
1.10. Composition of the DMS market 5
1.11. Impact of Dealer Groups on DSPs 6
1.12. How will DSPs increase their revenues? 6
1.13. OEM “Standards” affecting Dealers’ systems 6
1.14. A changing market, under pressure 7

2. Car and Truck makers (the OEMs) - Overview 8

Figure 2.1. OEM-Vertical and Group-Horizontal objectives require compromises 8
2.1. The latest European environment 9
2.1.1. Brussels is monitoring developments 9
2.1.1.1. OEM incentives for “IT” 10
2.1.1.2. Wider implications 10
2.1.2. Dealer and Group decisions 10
2.1.3. Implications for the OEMs 10
2.2. OEM strategies for Dealer systems 11
2.2.1. OEM Objectives 11
2.2.2. Integration requirements 11
2.2.2.1. Improved development methods 11
2.2.3. Strategic directions 12
2.2.3.1. Funding of development work 12
2.2.3.2. Charges to DSPs 12

Figure 2.2. OEM Strategy variants in Europe 13
2.2.4. A wide variety of OEM strategies 14
2.2.5. Compromises - up to a point! 14
2.2.5.1. Two reasons for “No processes!” 14

Contents lists for our four 2006 Analyses of Europe are in the following pages, with
Prices on page 29.
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2.2.6. The situation in the markets 14
2.2.7. Flexible, multi-part strategies 15
2.2.7.1. The logical strategy for OEMs 15
2.2.8. Non-compliance with the BER? 15

3. OEMs as Dealer System Providers 16

3.1. Surprising numbers 16
3.2. BMW 16
3.3. DaimlerChrysler-Mercedes-Benz 16
3.4. PSA - Italy 17
3.5. Ford of Europe 17
3.6. M.A.N. Trucks 17
3.7. Toyota/Lexus 17

Figure 3.1. OEMs directly involved as Dealer Systems Providers 18
3.8. Volvo Car and Volvo Truck 18
3.9. VW Group - VW, Audi, SEAT, Skoda 18
3.9.1. A higher-level involvement 19
3.10.Other OEM direct involvements 20
3.11.Trends 20
3.11.1. A potential casualty of the BER? 20

4. Individual OEM Strategies 21

4.0.1. A very large nimber of strategies 21
4.0.2. OEM and Importer influence 21

Figure 4.1.  OEM Networks - Dealers & DMS 22
Figure 4.2. OEM European Networks in Total 23
Figure 4.3. OEMs - Total European Networks  - Average Sales per Dealer owner 24
Figure 4.4. OEMs - European Networks - Number of DMS Types in Networks 24

4.0.3. The OEMs covered 25
4.0.4. Standardisation within the Family 25
4.0.5. Different “attitudes” towards Dealers 25
4.0.6. The “balance” in the relationship 25
4.1. BMW and Mini 26
4.1.1. Overview 26
4.1.1.1. Implications of the strategy change 26
4.1.2. DMS 26
4.1.3. Dealer Communications 27
4.1.4. Electronic Catalogues 27
4.1.5. Other applications 27
4.1.6. Comment 27
4.2. The DaimlerChrysler (DC) Family 28
4.2.1. Overview 28
4.2.2. DMS 28
4.2.3. Dealer Communications 29
4.2.4. Electronic Catalogues 29
4.2.5. Other applications 29
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4.3.2. DMS strategies 30
4.3.3. Dealer Communications 30
4.3.4. Electronic Catalogues 30
4.3.5. Other applications 30
4.3.6. Comment 30
4.4. The Ford and P.A.G. Family 32
4.4.1. Overview 32
4.4.2. DMS 32
4.4.3. Dealer Communications 33
4.4.4. Electronic Catalogues 33
4.4.5. Other applications 33
4.4.6. Comment 33
4.5. The GM Family Group 34
4.5.1. Overview 34
4.4.2. DMS 34
4.5.3. Dealer Communications 35
4.5.4. Electronic Catalogues 35
4.5.5. Other applications 35
4.5.6. Comment 35
4.6. Honda Motor Europe 36
4.6.1. Overview 36
4.6.2. DMS 36
4.6.3. Dealer Communications 36
4.6.4. Electronic Catalogues 36
4.6.5. Other applications 36
4.6.6. Comment 36
4.7. Mitsubishi Europe 37
4.7.1. Overview 37
4.7.2. DMS 37
4.7.3. Dealer Communications 37
4.7.4. Electronic Catalogues 37
4.7.5. Other applications 37
4.7.6. Comment 37
4.8. PSA - Citroën and Peugeot 38
4.8.1. Overview 38
4.8.2. DMS 38
4.8.2.1. Importers 39
4.8.2.2. Réparateurs Agréés - France 39
4.8.3. Dealer Communications 39
4.8.4. Electronic Catalogues 40
4.8.5. Other applications 40
4.8.6. Comment 40
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European Developments & Trends - Volume 2 - April 2006

Dealers and Groups

Three Analyses in the first Quarter of 2006...
❑ A clearer picture is emerging 1
❑ We had a different approach to our European publications in 2005 1
❑ There are many developments to report this year... including for Parts... 1
❑ Two Analyses of the Authorised Dealer market... 1

1. Dealers & Groups - an overview of their situations and systems 2
1.1. The variety of Dealer situations 2
1.2. The current trends 2
1.2.1. A shortage of good data 3
1.3. Special situations 3
1.4. Attitudes towards “multi-Brand” 3
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1.6.1. Brief updates (see Section 6.) 6
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and in the previous three years 8
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2.0.1. Overview of the Swedish market 9
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Locations of Dealers & Groups reviewed
in this Analysis and in the previous three years

❐ Reviewed in this Edition
❐ Reviewed in 2005 Edition
❐ Reviewed in 2004 Edition
❐ Reviewed in 2003 Edition

Combined with information from other sources, the Dealers & Groups shown above provide a
useful overview of the direction of IT strategy developments in automakers’ Networks.

Automaker control of the types of DMS used in their Networks appears to be still reducing, but
their requirements for integration to satisfy “Standards” is increasing.

❐  Pendragon

❐  Camden
❐  Marshall

❐  Mavisa
❐  Entreposto

❐  Stern

❐  Kroymans

❐  BMW Milan

❐  Spazio

❐  Car World

❐  PanAuto

❐  Kahage
❐  Carmeile

❐  Van Eupen

❐  Schwabengarage

❐  GTA

❐  Denzel

❐  Sauerland

❐  AVAG

❐  Glöckler

❐  Quiles

❐  Pierre Maublanc

❐  Horsens

❐  Autotalo Laakkonen
❐  Delta Motor

❐  Scan Auto
❐  Veho

❐  D’Ieteren

❐  BMW Belgium
❐  MB Jacobs

❐  Van Leeuwen

❐  Mitsubishi
Belgium

❐  Hartwell

❐  Benfield

❐  Listers

❐  Dresen

❐   Volvo Car
Renault
Volvo Truck

❐   VW Audi
S c a n i a

Truck

❐  Brüggemann

❐  Inchcape
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