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Forward-Looking Statements

Thispr esent ati on ¢ ont-bookimgstateraentsoalihne sfef csrtvaadrednent s ar e bas
current expectations and are subject to risks, uncertainty and changes in circumstances, which may cause actual
results, performance, financial condition or achievements to differ materially from anticipated results,

performance, financial condition or achievements. All statements contained herein that are not clearly historical in
nature are forward-l ooki ng and the words fdanticipate, 0 fibelieve
expressions are generally intended to identify forward-looking statements. We have no intention and are under

no obligation to update or alter (and expressly disclaim any such intention or obligation to do so) our forward-

looking statements whether as a result of new information, future events or otherwise, except to the extent

required by law. The forward-looking statements in this presentation include statements addressing our future
financial condition and operating results. Examples of factors that could cause actual results to differ materially

from those described in the forward-looking statements include, among others, business, economic, competitive

and regulatory risks, such as conditions affecting demand for products, particularly in the automotive industries;
competition and pricing pressure; fluctuations in foreign currency exchange rates and commaodity prices; natural
disasters and political, economic and military instability in countries in which we operate; developments in the

credit markets; future goodwill impairment; compliance with current and future environmental and other laws and
regulations; and the possible effects on us of changes in tax laws, tax treaties and other legislation. More detailed
information about these and other factors is set forth in the 2016 Kongsberg Automotive Annual Report.

Non-IFRS Measures

Where we have used non-IFRS financial measures, reconciliations to the most comparable IFRS measure are
provided, along with a disclosure on the usefulness of the non-IFRS measure, in this presentation.
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Executive Summary KONGSBERG

O One year after the launching of fAthe new KAO

we are largely confirming the 2016 CMD

. . In Mill. Euro 2017 2018 2019 2020

@) We are by and large on plan with our Sales 1049 1132 1237 1316
improvement efforts EBIT adj. 48 82 108 122

% of sales 4,6% 7,3% 8,7% 9,3%

s . Restructuring & One Off cost . 24 -21 -7 -2

O As with aI\I pl ans, t her e &f € some AUPsS ., i 10
and downso % of sales 2,3% 5,5% 8,2% 9,1%

Financial tems -10 -9 -8 -7

O The AOil Tankero is starting ™%®™8rn arourd % n'?
H H H Taxes -11 -22 -25 -28

the rlght dlreCtlon % of PBT -73,0% -42,5% -26,5% -25,0%

Net Income 4 30 68 85

O We continue to be excited about the untapped EPS (NOK) 009 071 160 198

potential KA has i and we are starting to
realize a small portion of this potential.

O We will see substantial economic improvement
from KA that all stakeholders will benefit from.



A

Agenda s

O

O An overview of our businesses

O

O

(@) O

O




An Overview of our Businesses

Our Segment Structure

Interior

MARKET & PRODUCTS

Comfort and safety related
products for vehicle interiors

Seat support systems

Seat climate systems
o}
Light duty cables

Powertrain &
Chassis Products

MARKET & PRODUCTS

As
KONGSBERG

AU OMOTIVE

Specialty Products

MARKET & PRODUCTS

Powertrain systems and chassis
related products for commercial and
light duty vehicles

Gear shifters for automatic & manual
transmissions
o)
Shift cables & towers
o)
Gear & clutch control systems including
actuators
o)
Chassis stabilizers

Driver control and fluid handling systems for
commercial vehicles and passenger cars, as
well as innovation products and software

Air couplings
o}
Fuel transfer systems including specialized hoses,
tubes, and assemblies
o}
Power electronics
o}

Products for various Off road, recreational vehicles,
and power sports applications including steering
columns, displays, pedals, hand controls
o}

New products consisting of new product innovations



An Overview of our Businesses
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Interior Segment KONGSBERG
Two business units, exclusively focused on the passenger car market

O Light Duty Cables (LDC) i cables represent a core competency across multiple KA

business units; strong product technology and knowledge base

O As some traditional LDC applications are moving towards actuators, we are able to
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Cables

use our actuator competencies from other business units also in this area

O Core Interior Comfort Systems i strong market growth

g A KAis atechnology leader in the area of integration of the various seat functionalities
O
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An Overview of our Businesses

A

Powertrain & Chassis Segment KONGSBERG

O Technology shift from mechanically based systems towards electronlcally
controlled actuation systems =

O Product range consist of
AMT Actuators
Clutch Actuation Modules
Shift-By-Wire Shifters
PRND Actuators
Shift Cables
Manual Gear Shifters
A Started late on new technologies, but catching up fast
A Well positioned for actuators on both trucks and passenger cars
O Focus on profitable growth for the new technology
A Maintain share in conventional mechanical systems
O Current mechanical systems for passenger cars will have a long run-off phase

To Do o Io I Ix

Transmission control

O Product rage consist of 3 technologies
A Chassis Stabilizer
A V-Stays
A Cabin Anti-roll Bar

O Long design and manufacturing experience provides
competitive and robust products

O Well positioned on the market
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An Overview of our Businesses
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KONGSBERG

Specialty Products segment

Three very different businesses

Exclusively focused on air brake applications for trucks and buses

S - . . . '

£ O KAis the technology leader with strongly growing market share P L
= A Advantageous design qualified premium priced products "

8 through lower TCO (total cost of ownership). ’ _

= A Savings to the OEMs through simplified assembly processes "!ﬂ_

< A Big potential for growth in North America and Asia Q 3

Specialty Hoses for harsh applications T used for passenger cars, trucks & buses,

and industrial markets I4
O KAis the market and technology leader in spite of coming off of patent protection "t.__@ ' \
O  Growing market with increasing competition — Lf’““
O  Focus on product differentiation and scale benefits vs competition g
O  Partly fragmented market with many players and applications -
O  Solid product line with upwards potential through structural cost improvements. \

: L

Off road products for various industries including steering columns, displays, pedals
and hand controls

§ O Targetisto becom_e the largest supplier o_f Steering System products for the
= ) Power Sports, Agriculture, and Construction markets

T O  Supplier of HMI and custom electronic products by focusing on the Power
= Sports market

o O  For pedals and electronic controls KA is the #1 in off-highway market
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O What has taken place since the last CMD (2016)
I General Update

T Restructuring Initiatives

T Other Improvement Initiatives

i Status on the Principal Model

O
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What has taken place since the last CMD (2016)

A

General Update (1 of 4) et

O One year ago, we announced a plan for the company that will improve our net results
significantly. The plan is ambitious with many components.

O We are ahead on some of our initiatives and behind on others.

T Inthe 2016 CMD we assumed that:
A The overall automotive markets would perform at the levels forecasted by major industry analysts
i the markets have been stronger than forecasted at the 2016 CMD with the exception of the US
A Various FX rates would remain constant

T In 2017, we have been hurt somewhat, particularly by the PLN/EUR and to a lesser extent by
the USD/EUR

A Raw Materials would remain constant

T over the past year we have seen steep price increases for key commodities such as Brass
(Copper and Zinc), Steel, Plastic Resin, etc.

i We said that we would examine our portfolio further and make changes if necessary:

We decided to keep Light Duty Cable and we are revitalizing that business unit

We have sold our North American Headrest Armrest business unit

We are negotiating with one of the interested parties to divest our ePower business

We have divested two very small product lines associated with the locations that we are closing
No other immediate plans for divestitures or portfolio pruning

To To o To I

11



What has taken place since the last CMD (2016)

A

General Update (2 of 4) et

From an organizational standpoint we said that we would:

A

A

Merge driveline and On Highway DCS and create the P&C segment i DONE

Grant more entrepreneurial freedom to our niche businesses through the creation of our Specialty
Products (SP) segment. We have completed this with the main three SP business units; Couplings,
Off Highway, and FTS.
T Progress has been made on developing these businesses both operationally and strategically. We
are also addressing and fixing past under-investments in these business units. We are already
seeing benefits from this structure with more to come.

Centralize more to tighten control and realize more synergies. We are well under way with our new
HQ (25+ employees) and we have implemented a new delegation of authority. On the synergies part
we are depending on systems development issues which are covering later.

Implement a Principal Model. We are implementing this model on a very limited basis for 2017,
increasing the scope during 2018 and on track to have the model fully implemented by the end of
20109.

Also, from an organizational point of view we have gone through very significant mgmt.
changes/upgrades in various functions and businesses.

And, last but not least, we have aligned our remuneration principles to the Company objectives.

12



What has taken place since the last CMD (2016)

A

General Update (3 of 4) KONGSBERG

T We presented a plan to close 6 manufacturing facilities through a restructuring program (in addition
to one closure that was already underway).

A We have started 4 out of the six closure projects. One is completed, one is solidly underway, and two

are at the stage of negotiations with the workforce representatives / operational planning and safety
stock build-up.

A We are significantly behind on the one closure that was already underway. The primary reason for this
is an unexpected sharp rise in demand from our main customer that has prevented us from building
up a satisfactory level of safety stock before starting to transfer the manufacturing.

T As there multiple sites that are being transitioned into relatively few sites, this creates
somewhat of a daisy-chain effect in that the delay in one closure holds up other planned
restructuring actions.

13



What has taken place since the last CMD (2016)

A

General Update (4 of 4) KONGSBERG

T We said that we would improve our cost competitiveness:
A The restructuring initiatives have largely been discussed earlier

T Due to the delay in one of the restructuring projects, we are somewhat behind on the two last
projects as well. We may seek to readjust some of the restructuring timing for the last project
because of this and some program timing issues.

A through reducing admin costs.

T This is dependent on implementing better systems and processes something that has proven more
complex than previously assumed. As a result of this we are one year behind on 70% of this
initiative.

A through managing economics properly.

T As we explained in the 2016 CMD, we need to make sure that manufacturing cost improvements (on
top of restructuring savings) and purchasing savings offset price erosion and wage and salary
increases. Two of our three units in SP and one of our units within Interior are very close to achieving
this. For the remaining units we need to improve further in this area in order to achieve our goal.

A through improving operational execution.

T We see improvements primarily in the SP segment and to a certain degree in portions of the P&C
segment. However, we have gone backwards in portions the Interior segment as a result of multiple
issues primarily in our Polish manufacturing facility.

14
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Real GDP Forecast

Eurozone —
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Interest rate outlook of major economies KONGSBERG
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Millions

A

Light Duty vehicle production reaching over 4=
100 million units by 2020

CAGR »
2017-2020:

CAGR 2017-2020

2.4%
80 17,1 17,3 174 s 1,3%
40 22,7 28,1 -
20
0

2017 2018 2019 2020

EChina ®EU ®Asiaminus China North America ®South America ®Rest of world

Source: IHS Markit

A Mature markets are stable, but below 2% growth

A Chinais slowing down, but still close to 4% growth




Commercial Vehicle production stable around AQﬁ

3 millions units

CAGR

KONGSBER
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2017-2020:
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3,8%

2020
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Source: LMC

A Variability within markets, however this is still an over all stable market

A Strong recovery in South America

A EU and NA continue on a 3-4% pace
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O Theroad forward

I How well positioned are we for the big automotive
trends?

I Future Growth Prospects
i Looking for M&A targets
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The road forward

A

How well positioned are we for the big automotive trends? (1 of 2) o

O Infotainment and Connectivity
i Generally speaking, Kongsberg Automotive (rr1<A) is an automotive sup{)Iier in the areas of mechanical ﬁroduc_ts. With
regards fo Infotainment and Connectivity we have limited exposure both to the downside (obsolete technologies) and
some exposure to the upside (new technologies).
The upside is related to our MRF based configurable rc
prototypes and have been met with great interest.
A We also have some upside in electronics in our Off Highway business unit within the Specialty Products
Segment as a complete electronics systems supplier.
O Alternative Powertrains

T The two KA units that are dependent on the powertrain of the vehicle are the P&C and Specialty Products Segments
(FTS). Interior may also marginally be affected.
A InP&C, our ﬂear_shifter business is partly dependent (for the actuators) on there being a transmission in the
vehicle. For hybrid our alternative fuel powertrains there will still be transmissions in the vehicles.

T For PURE Electric Vehicles, there are no transmissions currently. This may, however, change as one
tries to take advantage of the high torque of electric motors at low RPMs unless the pure electric
powertrain moves to hub engines. This downside is largely focused on the passenger car actuation
products within the P&C segment.

A InFTS, the majority of KAG6s high performance hose and
Apl umbingod in engine compartments of | CE powertrains
i PEV6s obviously do not have such Aplumbingd, howev
plumbing.
T Hybrid vehicles and traditional ICE based vehicles are generally downsizing the engine sizes,
enhancing the displacement performance through turbocharging, and havmlg smaller engine R
compartments. This |l eads to more TS Afriendlyo ap
the engine compartments.
A For Il nterior, t he PEVO6s wildl over time change from tre

surfaces. This is due to efficiency issues.

I Heated surfaces generally use similar technologies as the heated seats and consoles KA supplies
fggl\ay. As electric car penetration increases, we expect more heated surfaces in the car that will benefit



The road forward

A

How well positioned are we for the big automotive trends? (2 of 2) T,

O Autonomous Vehicles

T Overall, KA s not directly active in the autonomous vehicle field. Two of our businesses (P&C and Interior)
are indirectly affected by this new product category:
T P&C
We are, through our P&C business, supplying shift by wire (SBW) systems that are prerequisites to such
autonomous vehicle functionality. As such functionalities increase in popularity this will require SBW in
such vehicles. To a large extent this has already taken place as virtually the entire premium segment has
implemented SBW solutions by now for reasons other than autonomous functionalities.

T INT
As vehicles become more and more autonomous, this will create additional focus on the interior comfort
and flexibility. This wil!l benefit KAOGs Interior se
increase.

O Comfort & Convenience

i Although more of a general trend, rather than an automotive trend, the quest for comfort and convenience is
a major driver in the increasing end market for seat

22



The road forward

A

We are currently comfortable with our product portfolio o

O We have three business segments that all have significant upside from both a top line and a
bottom line perspective:

T Interior

Interior is well placed in the most attractive automotive segment that we serve from a market growth perspective. In
the various submarkets of this segment, we are the only player that serves all the submarkets. Although we are not #1
in any submarket, we are typically #2 or 3. Except for seat heat and ventilation, no two submarkets have the same #1.

Interior is the strongest growing segment within KA, both in the short term and in the long term. The trend to more
comfort features in vehicles is strengthening and only very few automotive sub-segments are as attractive as the
Interior sub segment. This segment is also virtually independent of powertrain changes..

T Powertrain & Chassis

Last year we characterized this business a fAsick busines
reorganized the business, and changed the priorities. This is beginning to show results i and there is still more
runway from an improvement perspective.

From a pure product and market segment perspective, we are very excited by the P&C opportunities in the
commercial vehicle (CV) market where technology changes leads to a significant increase in the relevant market size
for KA. The passenger car market is having exactly the opposite effect from the technology changes and the overall
addressable market size will decline over time except in emerging markets, primarily China.

Overall, P&C will grow strongly over the 2018-2020 period mainly due to one CV program. Consequently, the growth
is stronger in the short-term than in the long term.

I Specialty Products

The various business units (each serving one or more niches) in our Specialty Products segment have good growth
opportunities combined with very attractive margin developments. In the short term, Couplings will have the highest
growth rates followed by FTS. In the long-term, Couplings will still be the highest growth business unit within specialty
products. However, Off Highway will surpass FTS in the #2 spot as we penetrate more new customers with our
attractive product offerings in this market.



The road forward
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KONGSBERG

Growth Prospects

O  From a market and competitive position standpoint, we are well positioned for growth in our Interior and Specialty
Products segments. The main drivers for this are:

T Interior: being at the right place at the right time with the right products during strong market growth

i Couplings: slowly, but securely gaining market-share in a slow moving commercial vehicle industry. Over the
past 12 months, our biggest success has been the breaking into the Chinese market where we are
supplying coupling products to more than 6,000 trucks per month with potential for more.

i Off Highway: Penetration of customers outside of our current customer portfolio. We have increased sales
and engineering activities and are in the process of being and or have been awarded programs in the power
sports market with new customers.

T FTS: Although the market leader within automotive for PTFE hoses, we keep increasing our market share
due to wide product acceptance and manufacturing scale.

O Inour P&C segment, we are ramping up our North American AMT program significantly over the next 2-3 years
which will provide growth for the P&C segment. After that we will most likely have a flat to slightly falling top-line in
P&C, primarily driven by the anticipated reduced content per vehicle for passenger cars for gear shifting systems.

O  Overall we are looking at top line (CAGR) growth rates over the next 3-4 years in the area of:

T Interior 12-13% - relatively constant growth rates over the period
T P&C 6-7% stronger at the beginning and flattening out towards the end of the period
T Specialty products 5% broken down as follows:

A Couplings 7-9% somewhat stronger in the beginning

A FTS 5-6% over the plan period

A Off Highway 2-3% over the plan period with strong growth towards the end of the plan period due to lead times
for new customers and slight headwind in the OPE area in the immediate short term as we are revitalizing this
portion of Off Highway.

We are doing well in (re-) positioning our various businesses in order to facilitate growth,
particularly in our higher margin businesses. Our resource allocation reflects this.




The road forward

Looking for M&A targets

A

KONGSBERG

The automotive supplier industry is in a phase of consolidation. There will be many acquisitions of
smaller players driven by new technologies and the needs for scale

If the right opportunities become available in the market we will go after acquisitions as long as they
make strategic sense and are financially attractive to us. We will only go after opportunities that are
accretive to earnings in a short term perspective.

Although not a central component in our overall improvement plan, we are examining strategic bolt
on acquisition opportunities. Our main criteria are:

5

O

O

O

Should be within our strong growth and or strong margin businesses
i Interior
i Off Highway
i FTS
i Couplings
Primarily in or right adjacent to our current business activities
T Apotential target could be either
A Technology based.

A Enabling stronger vertical integration, and or
A Synergistic from a customer base standpoint.

As opposed to earlier, we now have a stronger currency to execute transactions

We will be disciplined when it comes to potential acquisitions. No transaction will take place that
Is not truly advantageous to the company.

T We will not increase our gearing ratio because of acquisitions.

25
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O Presentation of FTS and Off Highway business units
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Growing with Fluid Transfer Systems
November 8th
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