// case study:

Peugeot and Reevoo launch a new
partnership in the Netherlands
For a car brand in the Netherlands, digital
brand footprint is key. 87% of Dutch
consumers start their car research online, and
the ﬁrst websites they turn to are those of
car manufacturers.
As a result of this, Peugeot Netherlands’s website is by far
its biggest showroom, and the car brand understands the
importance of providing a great online experience to its
customers when they visit. However, Peugeot’s research
found that consumers rely more and more on the
opinions of other consumers to inﬂuence their buying
process; an opinion they are increasingly seeking online.

Peugeot Netherlands decided to attend to that rising
need by publishing new Peugeot owners’ reviews on its
website. It was looking to retain online customers by
providing them with the consumer credentials they would
be looking for as part of their online research.
To go a step further, with upcoming vehicle launches
approaching, Peugeot saw a great opportunity to give
consumers the chance to get direct feedback about
upcoming models from existing Peugeot drivers from day
one of sales. This would mean inviting previous Peugeot
drivers to test and review the models before they were
actually released. After all, who best to speak about a
Peugeot than those who already own one?

// Stats

4 / product launches
uplift in conversion rate
/
2x for review readers
8.3 / average launch score
// The solution

// The results

To implement the “launch reviews” Peugeot Netherlands
joined forces with Reevoo to collect and show veriﬁed
driver reviews of unreleased models in the Peugeot online
showroom. Right from launch day, consumers would be
able to read veriﬁed drivers’ reviews, helping them in their
decision process.

Peugeot has observed that the conversion rate of leads
into sales is nearly double for customers that have been
reading reviews than for those who haven’t. This result is
very much in line with Peugeot’s main target with
Reevoo: increasing the number of leads generated from
its website.

Turning to existing owners to drive the models and write
reviews also enabled Peugeot to leverage the satisfaction
of its real customers rather than professional testers. Any
new Peugeot purchase is highly emotive, and the company
put its trust in drivers who have previously experienced
this to reﬂect that feeling to a wider audience.
Peugeot also implemented Reevoo’s ‘Ask-an-Owner’ tool.
Giving potential customers the possibility to have
questions answered by someone who has driven the car is
more proof of Peugeot’s credibility and trustworthiness,
and very useful for those interested in the new vehicles.

“The reviews potential is great and we
trust that we have a good partner at
our side to help us beneﬁt from it fully.”
ALAIN DESCAT

Marketing Director, Peugeot Netherlands

// Why Reevoo?

// The future

Peugeot’s collaboration with Reevoo has always been
made straightforward by Reevoo’s fully managed service,
with a constant focus on continually improving the results
of the implementation.

Peugeot still sees some opportunities ahead for the
Reevoo project. One of which is to give the reviews more
visibility, having proven their worth. This involves ﬁrst
improving the position and layout of the reviews on
Peugeot webpages. Reevoo is keen to share some of its
newer features like photo reviews.

Peugeot has had strong support from the Reevoo team
throughout the partnership, particularly during the
implementation phase, which required some adaptability
and agility on Reevoo’s behalf.

Peugeot Netherlands is also considering a stronger use
of reviews in its communication channels.

Want to know more about how Reevoo can help you improve your service and sell more cars?
Visit www.reevoo.com/automotive/

Real reviews, from customers like you.
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