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Our ethos

ñRenishaw fundamentally believes that 

success comes from patented and 

innovative products and processes, high 

quality manufacturing, and the ability to 

provide local customer support in all its 

markets around the globe.ò

Sir David McMurtry
Executive Chairman





Staffing split per country
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- High tech solutions 

require closer proximity 

to customers. 

A necessary investment

- Germany is our largest 

market; also the most 

competitive

- UK, our home market, is 

one of our largest



Global sales by region

- EMEA region represented 

approx. 1/3rd of Group 

sales in FY 2018

- EMEA has been steadily 

growing through the 

years, with less variability 

than other regions

- More predictability from 

mature markets; growth 

opportunities in emerging 

areas
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Mission ñunify EMEAò (Europe, Middle East, Africa)

- Beginning of 2018 started project to better integrate our 

European subsidiaries

- Each was created in isolation over a period of 30+ years

- ñWorking togetherò - a popular theme; a difficult reality!

- Showing the benefits of strong collaboration is the key to 

success

- Very diverse region: from very mature, OEM-focused 

Germany to Central Europe developing end-user markets

- Production shift from the west towards the east (e.g. 

Poland, Czech); new offices in Romania and Belgium

This Photo by Unknown Author is licensed under CC BY-ND

This Photo by Unknown Author is licensed under CC BY-NC-ND

http://theconversation.com/come-together-right-now-countries-are-working-with-neighbours-like-never-before-32235
https://creativecommons.org/licenses/by-nd/3.0/
http://alexmcmine.wordpress.com/2011/06/13/european-languages-theres-a-cat-stepping-on-your-keyboard
https://creativecommons.org/licenses/by-nc-nd/3.0/


Our strategy - regionalisation
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Respect cultural and 

local differentiation 

whilst connected to 

our global network

1

Regionalisation

(APAC, EMEA, 

Americas)

Regional 

Key Account 

Managers

Decentralised but integrated

Regional Business 

Dev. Managers

Knowledge sharing, 

transfer best practice

Broadening 
routes to 

market through 
close 

partnership



Internal collaboration success

Large European automotive 

company

- Project to improve engine 

efficiency

- Head office cautious about 

changing production process

- Customerôs subsidiary in 

Spain curious about new 

technology for checking 

cylinder on engine block

VIDEO



Internal collaboration success

Large European 

automotive company

- Similar application for 

Productivity+Ê and 

SPRINTÊ scanning 

technology

- In the customer case, 

process time reduced by 

73%



Internal collaboration success

This Photo by Unknown Author is licensed under CC BY

Large European automotive company

- Following successful demonstration, 

adoption in Spain

- Activation of all Renishaw subsidiaries 

where customer had similar production 

plants

- Thanks to the Spanish example, sales 

for similar application in:

- Romania

- France

- Turkey

- Outside Europe as wellé

https://mapswire.com/europe/political-maps/
https://creativecommons.org/licenses/by/3.0/


Evolving relationship with business partners

- Renishawôs traditional business model 
was selling hardware components to 
OEMs

- Selling solutions to end-users doesnôt 
mean we stop dealing with OEMs; it is an 
additional route to market

- OEM relationships will remain very 
important to Renishaw; we offer more 
global solutions that also OEMs can sell 
on together with their products

- Joint development of innovative, 
international solutions develop a more 
intense collaboration and reduces 
competitive pressure



Strengthening international end-user relationships

Sandvik, Sweden

- Sandvik has been a good 
customer for metrology 
equipment for their factories 
in various EMEA countries

- Sandvik got involved with the 
AM powders market in  2013

- In 2018 they purchased 
multiple RenAM 500Q 
systems

- Now we collaborate on 
material development

- Strong partnership opens the 
door to more Renishaw 
products / solutions


