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Agenda
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8:30 Kongsberg Automotive today and next steps
CEO Hans Peter Havdal

9:00 Financials
CFO Trond Stabekk

9:20 Automotive market outlook
VP IR & M&A Philippe Toth

9:35 Driveline1 Focus areas & trends in the
passenger car segment

EVP Joachim Magnusson
VP Sales & Marketing lan van Duijvenboode

10:15 Break
10:30 Driver Control i Focus areas & trends in the
commercial vehicle segment

EVP Jim Ryan,
VP Sales & Marketing Hakon Amundsen

11:10 Purchasing strategy
EVP Anders Nystrom

11:50 Talent management
EVP Jarle Nymoen & World Rally Champion Petter Solberg
12:20 Summary and closing remarks

12:30 Lunch
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WHO WE ARE
Enhanemngthe ariving experience

Hans PéterHavdaI

President & CEO
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Our mission

Kongsberg Automotive provides world class products to the global vehicle industry. Our
products are enhancing the driving experience, making it safer, more comfortable

and sustainable

O Safety is embedded in our driveline
control systems, our interior products,
chassis components and safety critical
fluid handling products

O Comfort is a key feature in our
interior- and driver control systems

O Sustainability is addressed through
weight reduction, recycled materials
and systems for hybrid- and
downsized powertrains
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Our Business Concept

Three levers to create stakeholder value

KA Lean framework Drive innovations

Strategic suppliers Offer end user value

Global reach Competence partner

MARKET POSITION

Hold a leading position in our segments
Work with the most demanding global customers
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OUR VALUES

Accountable Prepared

=




A

KONGSBERG

AUTOMOTIVE

KEY OPERATIONAL INITIATIVES IN 2013

O Strong focus on increased efficiency in all plants

In_te_mal O Trimmed fixed cost base to competitive level in the Automotive segment
efficien CY & continued to strenghten our supplier base by developing preferred suppliers
O Improved commercial terms with key customers and exited poor business
Market

O Booked in total EUR 177 million of new business
segment O Established a platform for commercial vehicle growth through Driver Control

Unique O Next generation Shift-by-Wire launched at IAA motor show on Volvo concept car
solutions O Bringing next generation Seat Ventilation system to the market
O Secured development contract for On-Board-Charger for city bus application
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The global automotive environment
Risks and opportunities

A growing global market, but...
O Continued weak South European demand

O Emerging markets, particularly China,
have gained critical importance

OBRIC share of LV sales expected to grow
from 35% share in 2012 to 45% share in

oL
Global platforms gaining momentum

O OEMs executing global platform strategy Platforms
O Efficiencies through platform reduction vehicle models

O Fewer, but bigger business opportunities __

Platforms

Vehicle models 127 87
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The global automotive environment- cont 0 d
Risks and opportunities

Technology trends

O OEMs increasing technology/feature requirements
I Higher component value per car
i Higher barriers to entry

O Increased focus on safety, comfort, emission
reduction and connected vehicles

I OEMs more willing to pay for these features
i Electronic content continue to increase

I Engines & transmissions are being electronically
controlled

Source: Lazard i Roland Berger, Global Automotive Study 2013 10
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The global automotive environment- cont 0 d
Risks and opportunities

Alliances between OEMSs to create efficiencies

O Daimler and Renault-Nissan strategic and technologic cooperation
O PSA and Dong Feng potential alliance

O Volvo group and Dong Feng CV joint venture in China

Impact on supplier industry
Olncreased demand on global engineering & production capabilities
O Size matters, larger suppliers more able to maintain margins

O Product innovators are delivering above average margins through higher component
value

Source: Lazard 1 Roland Berger, Global Automotive Study 2013

11
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Next moves

Our strategic focus

O Drive innovations to support trend from mechanical to electric actuation

O Grow electronics capability across BAs
O Secure growth in BRIC regions; double BRIC revenues in 5 years

O Secure competence in critical areas through talent management




Strategic focus across Business Areas
- building a common platform &
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DRIVER FLUID

INTERIOR DRIVELINE CONTROL TRANSEER

SUPPORT TREND FROM MECHANICAL TO ELECTRIC ACTUATION

GROW ELECTRONICS CAPABILITY

SECURE GROWTH IN BRIC REGIONS

BUILD A GLOBAL COMPETENCE BASE
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Matching external drivers
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INTERIOR

DRIVER

DRIVELINE CONTROL

SUPPORT TREND FROM MECHANICAL TO ELECTRIC ACTUATION
GROW ELECTRONICS CAPABILITY

SECURE GROWTH IN BRIC REGIONS

BUILD A GLOBAL COMPETENCE BASE

FLUID

TRANSFER External

drivers

LEADERSHIP

14



Matching external drivers
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DRIVER

INTERIOR DRIVELINE CONTROL

SUPPORT TREND FROM MECHANICAL TO ELECTRIC ACTUATION
GROW ELECTRONICS CAPABILITY

SECURE GROWTH IN BRIC REGIONS

BUILD A GLOBAL COMPETENCE BASE

FLUID
TRANSFER

DOWNSIZING
INCREASED
TEMPERATURES
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External
drivers

LEADERSHIP
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Recap on targets CMD 2012
O Strengthen operating margins
O Reduce the gearing
O Improve return on capital employed

O Selective growth (profit before growth in automotive)

17
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GrOUp revenue and EBITDA (LTM=last twelve months)

Revenues EBITDA and EBITDA Margin
EUR Million EUR Million and percent
L0154 001

985 986 982

Q312 Q412 Q113 Q213 Q313 Q312 Q412 Q113 Q213 Q313

18
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Revenues and EBITDA per segment (LTM)

Revenues EBITDA Margin 16,8%

328 302
282
II 259 I
Driveline Interior Fluid Transfer
-1,5%
Driveline Interior Fluid Transfer DCS
* Revenues LTM 2012  ®mRevenues LTM 2013 ®EBITDA (margin) 2012  mEBITDA margin 2013

20
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Focus on reducing debt and gearing level

6,0x

O Targeting Net Debt/EBITDA ratio
below 2x by 2015

5,0x

4,0x

O From Q32012 gearing reduced
from 4.3to 2.7 3,0x

2,0x

O Focus still to continue towards the
2.0 target in 2015 Lo

x

0,0x

NIBD/EBITDA
Times

2012 Q32013 2015
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Improved Financial ratios

NIBD Equity
EUR million EUR million

311 193.5 1934

297
289 189.0 189.4
275
. 265 184.7
Q32012 Q42012 Q12013 Q22013 Q32013 Q32012 Q42012 Q12013 Q22013 Q32013
NIBD/EBITDA Equity ratio
Times Percent
27.4%

24.8% 24.8% 24.8%  252%

Q32012 Q42012 Q12013 Q22013 Q32013 Q32012 Q42012 Q12013 Q22013 Q32013

4.3
3.8 3.8
I I I :
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Targeting >15% ROCE by 2015

O Multiple levers for improvement

I Revenue growth in high-margin
segments

I Improved margins in currently
low-yielding segments

I Higher capital efficiency, i.e.
maintaining capital expenditure
below D&A

.

ROCE significantly improved since
CMD 2012 despite flat top line

Return on Capital Employed (ROCE)
Percent

15%

10%

5%

0%

-5%

-10%

2009 2010 2011 LTM
Q3'12
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Target:
15%

Q313 2015

25
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Improved ROCE (LTM:Iasttweremonths)

Revenues (LTM)
EUR Million

1,015

1,001

I :

Q32012 Q42012 Q12013 Q22013 Q32013

986 982

EBIT and EBIT margin (Ltm)
EUR Million and percent

5.3%

3.1% 3.2%

032012 Q42012 Q12013 Q22013 032013

ROCE
Percent
10.3%

8.1%

5.8% 5.9% I
> l

032012 042012 012013 022013 032013

Avg. Capital Employed and turnover (Ltm)
EUR Millionand Times

1.93

508

032012 042012 Q12013 022013 Q32013

26
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Liquidity and funding
Liquidity reserve Facility utilization
120 - 405
100 - 400 - 361
80 - 300 -
60 - 200 -
40 -
20 - 100 -
0 - . 0 - .
Q312 Q313 Q312 Q313

m Cash ®Facility ®Drawn ®Facility

O Liquidity reserve slightly improved
O

) Drawn amount reduced more than facility
reduction

28



Funding

O Have increased the flexibility
through reduced gearing

O Key focus will still be to reduce
debt

O Long term financing in place up
to 2017

O Optimize capital structure to
match strategy direction

A

KONGSBERG
AUTOMOTIVE

29
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Summary

O Have delivered on the path towards the targets

I Operational margins improved
I Balance sheet deleveraged

I Return on capital employed improved

O Financial targets for 2015 remain
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Agenda

@)

Global light vehicle production

O

Market structure in BRIC for light vehicles

O

Global commercial vehicle production

O

Market structure in BRIC for commercial vehicles

O

New estimated business wins in BRIC

O

Market summary

40‘

32
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Global passenger car - production per region Koézu
Near-term volatility, Long-term growth trajectory \UTOMOTIVE

CAGR 2013-18
BRIC 7.3 %

120 @
o TRIAD 1.5 %
100 - =
80 -
60 -
40 -
20 -
0 _
" > g » © A S
X & » X N & N
S S S S S S S
China India Russia Brazii mRest ®Europe ®North America MJapan/Korea
Source: IHS

Weak growth in TRIAD markets (Europe, North America and Japan/Korea)

Growing industry in BRIC countries & emerging markets (Thailand, Indonesia, Iran and Turkey)




Triad markets LDV production A%
Market driven by replacement demand; average fleet age  «oncsserc

Increasing

CAGR 2015-18

- 3-5%

Il!!ggggg 2.0%

v -1.9%
B

48.8

45 45.3 453 46.6 47.2 47.8

Millions

2016 2017 2018

2012

Source:IHS m Japan/Korea  ®North America Europe

Growing popularity of segment B and C cars, downscaling to fuel efficient cars
OEMs increase comfort products per car

NA production outlook follows demand recovery with import substitution & export activity
Japanese/Korean OEMs localizing production in North America




BRIC countries LDV production

China ocooli ng downo at
39.6
37.3
Growth 34.7
Growth 315
29.1
27.3
2 2 27
O 01 [Pl o [
= BB 20
>
2 2 6.2% 2 5.8% 2 2 2
3 3 4% 4 9.4% 4 4 4

2012 2013 2014 2015 2016 2017

Source: IHS m Brazil mRussia miIndia m China

Growth driven by population and car density increases

BRIC expected to demand same level of quality,

2018

A

KONGSBE
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29

CAGR 2015-18

5.7%
10%
5.7%

4.4%

safety & reliability as TRIAD by 2020
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India
2018 2013 =S 2018
TATA
- ‘
Mahindra
HYLNORAI il 2 BEEGH
LEMmES =2
) -
pwvu 2018 2013 2018

I Foreign OEM [ Local OEM Source: LMC; Roland Berger ; Company data
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100% -
90%
80%
70%

60%
50%
40%

30%

2010 2011 2012 2013 2014 2015 2016 2017 2018

e==nChina e South Asia

Source: Company data

O Drivers for increase of addressable markets

I Improving road infrastructure

I Stricter emission regulations

I Owners focus on total cost of ownership

I More focus on comfort and safety features

38
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Global Commercial Vehicle production per region AO\

. . . i KONGSBERG
Growth industry in spite of temporary market fluctuations v

Trucks with GVW above 6t

CAGR 2013-18
BRIC 7.7 %
TRIAD 5.0 %

Millions
4.0 -

3,5 -
3,0
2,5
2,0 1
1,5 -
1,0 -

0,5

0,0 -
2012 2013 2014 2015 2016 2017 2018

China ®India ®Russia ®Brazil ®mRest mEurope ®Japan/ Korea ®North America

Source: L.M.C.

Growth of global CV market is going to accelerate compared to last decade




TRIAD countries CV production
Recovery toward long term growth

. 1.509
1.435
o 1.357
1.179
[%2]
I
c 534
5 4.7% BHKS 516
>
(@]
e
|_
7 396 426 448
2012 2015 2016 2017 2018
Source: L.M.C. m Japan/ Korea ®North America = Europe

A Slow first quarter in 2014 for EU due to EUROG introduction

A

KONGSBERG

CAGR 2015-18

8.5%
=
4
4.2%
®

A North America mixed macro signals but 2014 seems to capture 2013 lost demand
A Strong CAGR in TRIAD markets from 2015 to 2018 due to pent-up demand




BRIC countries CV production AQ&

; . KONGSBERCG
China the biggest market
CAGR 15-18
2.101 *
1.956 'y 0
1.809 7.3%
Growth 1.683
s 1.561
. Growth |
o 1.390 0 1313 @® 12.1%
5 1.152 ' I
172} 8.5% Il 6,4%
2 880 920
e 0,
. 7Al 6.9% LN 11,1% R 109 4.0%
1,8% NPLEE 6,3% [P 213
2012 2013 2014 2015 2016 2017 2018
Source: L.M.C. m Brazil mRussia mIndia ®China

A Steady high growth in Asia, which will represent nearly 60% of the market in 2018

A Rising demand of technically more sophisticated trucks




Different BRIC market structure
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2018

India

201 2018
013 P

'13 %

- Russia

2013 &

11 % S Az
/

2018

B

M Foreign OEM  mmmms Local OEM

2013 2018

Source: LMC; Roland Berger ; Company data 43




A

Example change in Indian vehicle market KONGSBERG
~EUR 90 000,-
Fully addressable
1% 2%
~EUR 40 000,-
Gradually more EURZ100-200k depending on

addressable motorization equipment

~EUR 20 000,- Total KA revenue in the Volvo FH

Not addressable yet 1000 EUR
2012 2020

E>280HP ®200-280HP m<200Hp

Customer change of requirments

ATotal cost of ownership ABetter reliability
AEmission compliancy ALonger warranty periods
AHigher engine power AHigher comfort

44



A

Growing addressable market for KA products KONGSBERG

OTIVE

50 %
45 %
40 %
35%
30 %
25 %
20 %
15%
10 %
5%
0% . . . . . . . . .
2010 2011 2012 2013 2014 2015 2016 2017 2018

Source: Company data ===China ===South Asia

O Drivers for increase of addressable markets

I Improving road infrastructure

I Stricter emission regulations

I Better enforcements of overload regulations
I Owners focus on total cost of ownership
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Significant booked business in BRIC in 2013 KONGSBERG

177 MEUR* LTM

Global

* Per annum value

KA new business wins exceed 15 % of LTM revenue; confirms good trend on order intake

32 % of total new business in last 12 months booked in BRIC countries vs. current BRIC revenue of 9 %
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Market summary and outlook
Global industry growth

Country/region | Expected 2014 Outlook
growth rate

ﬁ 2.3% ARebound expected in Europe in 2014 or 2015

& 0.9% ARecovery in infancy, EURO VI to boost Q4-2013 with a negative
impact on Q1-2014

AProduction growth rate moderate, yet recovery progresses

ADemand pushed forward from 2013 rather than lost

AcChina growth seen remaining in low double digit over the next 3
years

A Healthy growth outlook, but cooler than last decade growth rate

Source: LMC Automotive i October 2013 49
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Car segments
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Agenda
® Business environment
® 2013 New Business Wins in BRIC

O Technology trend: Shift by Wire
I AT/Shift by Wire trends globally
I Kongsberg Driveline market positioning

O A winnerin the market
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Driveline systems - market positioning

O

True global Tierl supplier for gear shifter systems

O

Targeting standardization and modularization in design

O

Close to our strategic customers

O

Bring innovations to the market

O

Enhancing the driving experience
O Shift feel

O Superior human machine interface
O Aesthetic design

52
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Strategic customer environment
- Efficiency through standardization and modularization

OEM Current platforms 2020 Target platforms

~—g— 22 16
<& 12 8
/ —
RENAULT NISSAN 10 9
de=p 3 2
PSA PEUGEOT CITR()T“ 11 7

O Global OEMs consolidate platforms to achieve efficiencies
O Platforms going from regional to global

O JV between OEMSs, (e.g. PSA & GM in Europe)

O Volumes per platform increasing

53



Enhancing the driving experience

KA Driveline Global Footprint KONGSBERG
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Mullslo &

Hallbergifioos

Germany

Vrable

Detroit
Slovakia

United States

Tokyo
Japan
Nuevo Laredo . Cluses
Mexico N N France WuXxi
~ ., .China
Shanghai

China
'\°

® Customer Focus Team
A Sales
A Program
A Application Engineering

Gurgaon
' India

Jundiai Engineers world-wide: )
Brazi Asia - 20

Europe -110

America -30

® production Location

@ Tech Center Driveline

54



Enhancing the driving experience

KA and Nissan 1 a perfect match
Example of Nissan platform
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Mullsjé
Sweden™

w
a%/

Cluses
France

Nuevo Laredo
Mexico

Nissan Mexico

(]

\

Jundiai
Brazil

Nissan Brazil Gurgaon

India

Vrable
SIovakia’Q‘

{ 4

)

Nissan China

—— T

Wuxi
China

:

Nissan IDN

LNissan India

Nissan THI

® Kongsberg Plant

@® Nissan Plant

55
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Examples of multi-region supply
- Supporting our strategic customers locally

Product North

America

Shift tower .;r‘,-

% o
AT SBW*
'Y @ ©

AT Shifter*

Q@
@Q

Q@
@Q

*AT SBW: Automatic Shift by wire, AT Shifter: Automatic Shifter
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Fragmented market; 2 global system suppliers
*" i Autqmatic
o = | B s P v
kongsberg &G @ @ @ 9|1 ¢ ¢ ¢
Dura v, ) \, ) Y g 9 ¥
Tokai Rika /Tram & v Vv Y,
Lemforder V) v, v v V) V)
GHSP & v (V) &
Kostal V) v} v} &

O
&

2 global suppliers making all complete gear shifter systems

BRIC is key to unlocking market growth

57



Technology change in the market

® External market drivers towards
Automatic transmissions

I Comfort
I Fuel efficiency and legislation

O AT installed in B-segment cars

O Shift by wire technology leading the
market with 17% CAGR

B R e
o N b

Millions

O N A O

A

KONGSBERG

Shift by wire volumes

/

i

~

S X % o0 A % 9O O
N NN N0 N\ NN @
S E S S
Source: IHS and company estimate

58



A

KONGSBERG
Business environment summary
OEMs demand global Increase competitive
supplier footprint pressure
A BRIC presence more AOEMs are consolidating A17% CAGR expected

important then ever supplier base
AMore revenue for winners

59



Driveline Agenda

O

O 2013 New Business Wins in BRIC

A

KONGSBERG
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2013 New Business wins for Driveline in BRIC A%

48% of New business win in BRIC e

EUR 116 M (Lifetime estimate
EUR 28 M Annually
fay

BRIC 12% 192 48%

61
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Growth strategy aligned with
strategic customers

Strategy centered around
footprint match

EUR 192 M lifetime wins 2013

62



Driveline Agenda

~

O

~

O

O Technology trend: Shift by Wire (SBW)
i AT/Shift by Wire trends globally
I KA Driveline market positioning

A

KONGSBERG
AUTOMOTIVE

63



What is Shift by wire?
AFrom mechani cal t o

O Removes mechanical link between gear
lever and gearbox

I Gear changes through actuator or electronic
gearbox

O The gear shifter communicates with the
transmission electronically

To: Shift By Wire

e |

ectroni

A

KONGSB

ERGC

AUTOMOTIVE

C

64



A

KONGSBERG

AUTOMOTIVE

Market drivers for Shift by wire

O Design freedom
I Design options: Joystick, Buttons, Steering column
I Freedom for gearshifter location
I Space saving
I Shift feel
O Safety
I Self parking
I Block incorrect gear shifting from driver
O CO2 emissions
I Focus on vehicles with low weight
I Self driving vehicles
I Automatic transmission superior to manual
O Reduce noise and vibration
I Isolates cabin from engine bay

65



Shift by wire technology

Steering
column

Audi
Volvo ILR

Chrysler Daimler
ILR RR Chrysler

KIA

4 key technologies for shift by wire

&
O Joystick stands out as market leader

A

KONGSBERG

AUTOMDO

Aston Martin
Ford

66
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Key technology trends in SBW

[e¢]

O Joystick leads growth

Millions

N

O Increased interest in rotary

/ = Buttons
5
/ = Joystick/In-knob

O Slow growth for buttons 4
and steering column shifter /

= Rotary

3
/ Steering column
2 shifter

2013 2014 2015 2016 2017 2018 2019 2020

Source: IHS and company estimate

67
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Shift by wire customer trends
2
0
S —RMW
z 1.8 e==DAIMLER
‘ —JLR
1,6 .
== Aston Martin
1,4 Audi
@ Chrysler
1,2 -G\
==\/0lVO
! - @ ord
08 PSA
e \ /W
0,6 RSA
===Toyota
0,4 e Fjat
KIA
0,2
L ——— Subaru
0 E-"> == = China

2013 2014 2015 2016 2017 2018 2019 2020

Source: IHS and company estimate
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Regional Shift by wire markets

O EU leading SBW adoption

Premiums have SBW
Mid-segment starting SBW

O Slower start in NA

O Asia starting SBW adoption
'|'

Aggressive growth projected

China will drive growth

SBW volumes

Millions

| /

2013 2014 2015 2016 2017 2018 2019 2020
Source: IHS and company estimate

e
N A

e ASig

69
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SBW segmentation (Volume)

'_\
a

Millions

=
N

[N
o

= Mid segment
B Premium

0
2013 2014 2015 2016 2017 2018 2019 2020

) Source: IHS and company estimate
O Premium segment mature
O

Growth from mid segment

70
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KA Shift by wire expertise

-Vol vo 6Concept Co

O KA SBW shifter in Volvo Cars
0Concept Coupebo

O SBW with crystal knob
I provides a unique feeling

I Shifter contains best in class
packaging and safety features

O Volvo concept was awarded best '
concept from autoblog



Voice of the customer
oVol vo Concept

Coupeo

A

KONGSBERG
AUTOMOTIVE
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//ekon-fp02/h/azhar.akhtar/Documents/Work/CMD/CMD 2013/V/VCC Concept.m4v

A

KONGSBERG

KAOs shift by wire st

O Innovation
i Focus on 2 technologies
A Joystick
A Rotary
I World class packaging and weight (560 A 156 g)
I Safety features
AfiMake before break?o
O Enhancing the driving experience
I World class shift feel
I World class human machine interface
O Systems capabilities
I From driver to gearbox

O Target growing mid-segment




Investment in marketing
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ONE
SBW concept
car customer
global tour
2013

Yy = F N
SHMAMSEARN

Auto Shanghai
Show
April 2013

|AA Frankfurt
VCC Concept
car
Sep 2013

A

KONGSBERG

AUTOMOTIVE

—— @
=CTI

Car Training Institute

CTi
Transmission
Symposium
Berlin

Dec 2013

o
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Driveline Agenda

® A winnerin the market
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A winner in the market

Global & follow OEMSs footprint
More revenue per platform

Secure business growth in BRIC
EUR 192M business wins 2013

76
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Agenda

~e

O Main trends in the truck industry

O A global business | ‘

I Driver Control a global supplier

I BRIC countries

O Technology trends

I Electronics strategy

= =
VOLVO
O — el
-
i Automated Manual Transmissions ‘a
i Hybrid vehicles | N




A

KONGSBERG

AUTOMOTIVE

Opportunities & challenges in the truck industry

Total cost of

OEM growth ownership Comfort & safety
A TRIAD OEMs to AReducing fuel AEmission legislation AStricter safety
turn attention to consumption is key in all markets regulations in TRIAD
emerging market to requires OEMs to & emerging markets
capture growth Invest in more R&D A Comfort features to
increase in

emerging marktes

Increase of globalization of TRIAD OEMs
Shift from mechanical to electronic engine- and transmission controls
Hybridization of powertrain 9


https://www.google.no/url?q=http://www.dreamstake.net/blog/bootstrapping-to-hyper-growth/&sa=U&ei=draUUo_GLabOygO_woLABg&ved=0CC4Q9QEwAw&usg=AFQjCNH2nRDEKdcJKn_n0dQ727qntNepwg
https://www.google.no/url?q=http://plungedindebt.com/the-value-of-a-dollar-through-lifes-stages/&sa=U&ei=tbaUUteVKePX4AT69oGwAg&ved=0CDkQ9QEwBw&usg=AFQjCNFLo7TEDWX7khcMGU7qwcY1uRw_DA
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Product Portfolio KONGSBERG

An integrated portfolio focused on dMan to Machinel nt er f ac

-44

Pedals

Clutch control systems

Dlsplays

Steering columns ﬂ i

Electronic Hand
Cable Gear shifters controls & Shifters
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Integrated systems between Driver and Powertain e

AU

CAN Interface Modules Digital Keypads

Custom Clusters KAntrak LCD Display

EEEEERENT
EEEEEEEREN]
EEEEEENN

Digital and Analog Inputs

ES-3000 Electronic Shifter

Digital Outputs

MH-2000 Throttle Control

HEEEEEEEN

Multiplexing Control Unit

KA Global Pedals
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AUTOMOTIVE

Global win strategy

Strategic customer focus

Focus on leading OEMs in each vehicle segment
Leverage European position to emerging markets

g 9

" PACCAR o~ =
Customer intimacy _

Through global reach with production & engineering
support in customer proximity N.JLNI @ @
Bringing new innovations to the market HYUNDAI

Preferred supplier status via 2‘ @ c -l-
nNY

unique product offering AGCO jonDeere

Wide product range enables OEMs to reduce supplier
base

Increased content per vehicle
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A global footprint, matching customer needs KONGSBERG

Volvo
Volvo Sweden
USA Grand Mere,QC Volvo
i Swede i
Canada \"\\ ﬂ Russia
Norway \.@/

e &S
Germany ( Volvo
Willis, TX ' Volvo 'g‘ .\ Japan
United States [ France Italy‘\. Vrable Wuxi
() ) Czech Republic China\. .( Vandsan
Y g
Volvo ‘ \ Korea
Spain
0 Shanghai
Easley, SC ‘ () China

United States

‘\ Vol Volvo

oo Pune | volvo Volvo China

Venezuela India | |ndia Thailand
Volvo
/‘ ’E I Australia
Volvo, Brazil

® KA DCS Plant Jl;ndi'Ti
® \olvo Plant razi

DCS and Volvo Trucks - a perfect match
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BRIC business - building on our strengths KONGSBERG

32% of all new business wins YTD 2013 from BRIC countries

EUR 2.5 M (Lifetime est.)
EUR 1.5 M per year

EUR 14.4 M (Lifetime est.)
EUR 3 M per year

EUR 2.5 M (Lifetime est.) ®
EUR 0.5 M per year I

EUR 27 M (Lifetime est.) 0
EUR 5.4 M per year
NEW %

TRIAD EUR 194M 81% EUR 21.8M 68%
BRIC EUR 46M 19% EUR10.4M 32%
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K
Established BRIC footprint AQ‘

. , _ KONGSBERG
Serving both domestic & foreign OEMs AUTOMOTIVE

¢ KAMAJ g
= S BILARYS

rF¥Ynna I:.

I

*::

-
;m Pl (7) & A vemz

FaTaon
A| Reliability in Action
S A
@ TATA MOTORS
< o
- ©

SCANIA DAIMLER
AR @
m Production facility = ASHOK LEYLAND
PACCAR

Sales & Tech support @ DAIMLER

Global capabilities enhanced by local customer focused teams



http://sdlg.cn/en/
http://www.tatamotors.com/
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AUTOMOTIVE

On-highway growth: PACCAR example

Supplied today:

O KA serves PACCAR in Europe, North America & @ ‘

South America
T Supplies products across business areas

%

I Integrated teams coordinate and support global :
PACCAR activity & offering

O Trends open for more content per vehicle in all
regions

T Globalization of platforms and demand for same
technology and support across the globe

O Strong KA product portfolio and global ‘ E :
footprint provides growth opportunities at

PACCAR Growth potential:

@




Enhancing the driving experience

A
KONGSBERG

AUTOMOTIVE

On-highway segment:
' uropean platform i PACCAR example
- Wy

Kongsberg {
HvittingfosSWEDEN

Rollag

»

ENGLAND
Basildon
Normanton

Burton IEAA

»

J JAPAN

KdQEA Tokyo
Yangsan

89




A

_ KONGSBERG
Off-nighway growth: Example
O Aglobal tractor maker launched largest project ever -

to produce the first Global tractor on 3 continents and

In 5 locations
O KA offers a wide range of generic and modular Al

steering columns AN

I Tomeetrequirementso f t h e topmakér of Offs ( = N

highway vehicles \ ;-'L; .;' e

o . - D \\ 'Y >
O KA has competence and experience - e

I Custom design steering systems to meet customer
demands from different regions
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Enhancing the driving experience

KONGSBERG

AUTOMOTIVE

Off-nighway segment:

Gl obal footprint with strong | oc
4'.”:} ‘s
= 3 ":

NORWAY
Kongsberg swepeN
Hvittingfoss

Steering column
CoC
Ljungsarp (S)

»

ENGLAND
Basildon
Normantor
Burton

FRANCI gl g
Cluses X
SP KOREA Tokyo
oo
/
Steering column
production |
‘- .
Steering column -d
production .
~ ' -
Steering column | J
production
91
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KONGSBERG
DCS 1 A global partner in the CV market
Growth strategy aligned with ‘ .
strategic TRIAD customers and @ PACCAR GAT m...

emerging leaders

Strategy centered around footprint
match and product technology
spread

Localize TRIAD product technology
in BRIC markets
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AUTOMOTIVE

Electronic content is found in 30% of all KA products

O Content will increase in coming years

Market Solutions Consequence for KA Strategic topics

Vehicle driveline: More
demand for Control-By-
Wire products

Hybridization Increased demand for
systems combining
electronics and
mechanics

Fuel efficiency

Environmental

: Increased use of Electric
regulation

actuation

Control-By-Wire

Mechatronic design and

Electronic components .
P Mfg capability

in many more of our
product families

KA to focus on electronics in growth ahead
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KONGSBERG

Electronics centers of Excellence in Europe &
North America

» Leveraging technologies and resources to:
A Maximize profits
A Build expertise
A Create mass

» Developing products and people to:
A Maintain growth and market position
A Build competence

» Partnering with suppliers to:
A Create a competitive advantage (Cost and technology)
A Increase speed to market and product portfolio

Building critical mass in electronics
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AUTOMOTIVE

KA controls the value chain

Electronic design .’ “%  Electronic Schematic

Mechanical function

Mechanical design

Electronic assembl
Hardware /

Embedded Software
Software

Control System
Integrated /

mechatronic
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TECHNOLOGY TRENDS
AUTOMATED MANUAL TRANSMISSIONS
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Drivers behind shift to AMT KONGSBERG

Comfort & safety

* Reducing fuel consumption * Reduce CO2 emissions » Reducing shifting effort
» Less driver dependence

A

N/

—

80%

Actual Forecast

70% -

Ongoing shift to AMT

60% - technology in Europe to
50% Vol AMT continue
40% —Europe AMT

—Asia AMT

30% )
—North America AMT

——South America AMT

Other regions lag, but are
expected to grow rapidly over

20% -

10%

. 10-15 years
0% !

O N & O 00 O NI © 00 O N <«

O O ©Q © © ™ et " = NN NN

o O O O O O OIO o O O O O

N NN AN NN N NN NN AN NN

AMT volume development 2000-2025 (KA forecast)



A

KONGSBERG

Automated Manual Transmissions - AMT

Shifter Leverage shift by
wire with
Driveline

Actuator Leverage

electronics CoEs

Leverage system
integration for
unique offering

Growth focus via 3 integrated system elements = Increased content value
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AUTOMOTIVE

KA awarded first business on hybrid vehicles

O K A 6 sPower Nordic AB unit E'F_')UWEI'
nominated for first serial
development program

I Onboard charger for a hybrid city bus

I Customer is a global OEM, among the
market leaders
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Focusing on Power Electronics

A

KONGSBERG
AUTOMOTIVE

High voltage
(480-840V)

Electric Vehicle Control Module

B
Auxiliary DC/DC | On Board
Inverter jfConverter § Charger

[ AM
Battery @

El. Motor

F’puwbl

24VDC
system

Core business: development of power electronic units connected between the battery,
the electric motors and the grid
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AUTOMOTIVE

Current product range overview

Product Function Customer feedback
DC/DC convert?r Among the smallest on market

g Convert 220-650V from
= energy storage to all
auxiliaries on 12/24V

Reliable impression of layout,
details and components used

Attractive small package and high

Charge 220-650"V'energy power density (kW/kg)
storage from grid Leading edge technology

Inverter
Control electric motor and Among the smallest on market

provide required power Safety strategy edge know-how
from energy storage
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AUTOMOTIVE

Technology trends summary

A Leverage of cross BA activities with
Increased use of Driveline particularly within Shift-by-

Electric actuation Wire

A Leverage ElectronicsCo E 6 s

Control-By-Wire A Leverage system integration for unique
offering
Hybridization A Leverage power electronic

competencies within ePower
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Agenda

OOverview of KA®S

I Direct material
I Indirect material and services

O Direct material strategy &
efficiencies

O Indirect material strategy &
efficiencies

O CSRin the supply base

A

KONGSBERG

AUTOMOTIVE

external S

PA
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KONGSBERG

Direct materials spend profile

Total spend external suppliers EUR 500m

Number of active suppliers

Spend by commodity

Electronics 17 %
Metal raw materials 15%
Plastic raw materials 11 %
Machined metal parts 10 %
Leather & textiles 8 %
Castings 8 %
Plastic injection moldings 7%
Metal stampings 6 %
Rubber parts 6 %
Springs & fasteners 5%
Wire, rope & cable 5%

Other 2%
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KONGSBERG

Indirect materials and
services - spend profile

Machines 10
Tools 5
Returnable packing material 5
Other 12
EE I

Freight 23
External services 12
Leasing & rental 10
Energy 10
Machine spares & 7
consumables

Other 16

Total spend 110




Main challenges

O Drive cost savings in line with

industry efficiency expectations
O Build right geographical supplier
footprint

O Right-size supply base & raise
standards

O Extract right technology from
supply base at the right time

A

KONGSBERG
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KONGSBERG

Global Purchasing Organization

32% of
direct
spend

56%* of
direct
spend

No. of employees

EEU ®NA EAsia Other

12% of
direct
spend

*Including ROW which is 1%

Direct Materials spend 500 MEUR




Enhancing the driving experience

A

Strategic elements b

Profitability

Predictability

Flawless execution
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Enhancing the driving experience

Strategic elements

A

KONGSBERG

AUTOMOTIVE

Control of
indirect spend

Profitability

Predictability

Flawless execution

Supply base
management

112
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Purchasing

DIRECT MATERIAL STRATEGIES & EFFICIENCIES




Supply Base Management

5

O

O

O

Define the future state supply base and
document in Commodity Strategies.

Qualify and continously develop
preferred suppliers

Map supplier performance

Execute strategy through sourcing of
new business to preferred suppliers

Actively and passively exit non-preferred
suppliers

A

KONGSBERG




Sourcing in KA

Cross-functionally aligned

commodity strategies

=
=

Commodity
Purchasing Team
A

Purchasing Team
China Operations

21 IR
T T i
ol

-

A

KONGSBERG

AUTOMDO

Business area driven

customer product projects

s

Project Teams

SOURCING =
Execution of commodity
strategies
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Supply base metrics

No. of active production suppliers

3500

3000

2500 -

2000 -

1500 -

1000 -

500 - l:
0 - : : ; ; . .

Mid-2011 Mid-2012 Mid-2013 End State

Spend allocation

m Preferred Suppliers

95% of new business awards to Preferred suppliers
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KONGSBERG

Benefits

O Economies of scale

I with preferred suppliers, volume
efficiencies and negotiating power.

O Supplier ofamil.
I With KA specifications, processes,

systems and people reduces
complexity and leadtime

O Resource efficiency
O Risk reduction



A

KONGSBERG

AUTOMOTIV

Example
Co-ordinated sourcing of Electronic
Contr ol Units cross

O Volume of multiple projects across
BAGOsSs was bundl ed i
award to an existing preferred
supplier

O Negotiation resulted in reduced
new product price and 12%
reduction in price on existing
business
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Purchasing

INDIRECT MATERIAL STRATEGY & EFFICIENCIES
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KONGSBERG
AU

Strategy 1 Gradually consolidating indirect buy

O Starting with the high-impact categories
I with a regional or global supply base

O Capture opportunities from long term capex plans and spend
across the enterprise

O Focused categories:

I Major machine investments EUR 10m

I Injection molding tools EUR 5m L

) J _ J —38% of global indirect spend
i Freight EUR 23m

T Air travel EUR 8m__

SCHENKER
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KONGSBERG

Measures & benefits

O Freight contract consolidation in
Europe & North America

I EUR 3m (13%) savings on FY basis

O Early involvement of
professional buyer in major
Investment projects

i delivered EUR 1.2m (21% on
orders placed) vs historical levels

O Transfer to new tool-maker base
In China

I EUR1.6m (32%) savings across
the injection molding tool spend
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KONGSBERG

Risk Exposure

O KA aglobal company with
suppliers in all major regions

O China and India considered
high risk regions

O 229 suppliers in China, 32 in
India, actively supplying KA
i All have accepted the Supplier
Decl arati on, out |

requirements in terms of
Corporate Social Responsibility

O Acceptance is not equal to
understanding and adherence.




Enhancing the driving experience

A

KONGSBERG

AUTOMOTIVE

KA Strategy

Training & self

Assessment
2013 -14 2015
ASupplier CSR declaration ASuppliers in China & India ASupplier sites regularly
0 A condition for doing trained in: monitored for adherence
buisness O Business ethics

o Working conditions
o Environmental responsibility
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AUTOMOTIVE

Status: All preferred suppliers in China trained &
undergoing self assesment

Training curriculum

O Business ethics
A Working practice (respect and honesty)
A Training & development
A Integrity

O Working conditions
Harassment & discrimination
Health & safety

Wages & benefits

Working hours

Child labor

Forced labor

Freedom of association

Too T Too To Too To I

O Environmental responsibility
A Environmental management systems
A Continuous improvement
A Environmental perform
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AUTOMOTIVE

Summary

Strategic plan set in 2012 has
momentum

Supply base reduction effort will
leave only the best suppliers in
the base

Cross-BA management of
sourcing and supplier relations
has delivered results

Savings on current business at
historical high
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Attracting and retaining talent in a global industry
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AUTOMOTIVE

Ambition

~

NTo Ipeeferaed
employer with a
reputation for
having the best
People
development
systems. O
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KONGSBERG
AUTOMOTIVE
A
Wor ss global leadership programs
Enterprises manager
Passage 6
Individual
program
Passage 5
Passage 4
- Managev¥ of / 7
: managers Interdal
Passage 1

Trainee m '

129




A

KONGSBERG

YOUNG PROFESSIONALS

KAspire
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AUTOMOTIVE

KAspire - prepare & develop young professionals for
more responsibility in KA

Preparation to Preparation to Preparation to Self Business Case
Managerial Role Managerial Role Managerial Role Development/ Presentation
Business Case ExCom
Induction
3 day Workshop 3 day Workshop 3 day Workshop 4 day Workshop 3 day Workshop
The leadership The leadership The leadership Insight Diversity Group
that builds that builds on to lead yourself; Personal Profile/ presentations /
teams; group differences; individual Cultural Imperative/  Program
dynamics diversity development Recruitment Summary and
Difficult

conversations

______
-~ -

15 months 131
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GLOBAL MANAGERIAL DEVELOPMENT
INTERDAL




Enhancing the driving experience

A

KONGSBERG

AUTOMOTIVE

Interdal T preparing for a (new) managerial role in KA

7 day Workshop 7 day Workshop 8 day Workshop 6 day Workshop 6 day Workshop

Kongsberg Detroit SHERIET Ghent & Brussels

1

15 months
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YOUNG GRADUATES
TRAINEE PROGRAM
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AUTOMOTIVE

Trainee program - attracting ambitious graduates by
presenting a career path in KA

2nd year

Cross-functional Cross-functional Cross-functional .
training training training training training PI'OjeCt ata
Production R&D Market Purchasing Finance plant abroad

Cross-functional Cross-functional

Induction UrELAEE Team Trainee Personal BA
Program Functional Building Project development Strategy
Workshops Workshop plan Seminar

Basis in Program

Regular meetings (monthly) meetings with Trainee program coordinator , Trainee Supporters and Trainees

Home Base; functional position, job duties and cross-departmental training in department .
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HUMAN RESOURCES
KAPS TRAINEE PROGRAM

.

A

KONGSBERG

ETTER SOLBER

ENGINEERING

[ /o4
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Common Trainee program KA / Petter Solberg

Kongsberg
Automotive

Petter Solberg

-Structure - Adventure

- Leadership ; w - Energy

development _
- Excitement

- R&D : | |
- Winner instinct

- Purchase :
- Ultimate gearhead

- Industial experience
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PETTER SOLBERG WORLD RX TEAM 5™ o

A TEAMWORK &
ACCOUNTABILITY

. A The®enél° in Team
AXAPS A PASSION

A Innovative collaboration between
PSRX and Kongsberg Automotive A Alwagivd10%

A Goal

A The first ever profession
World Champion in 2
different motor sports



=5 X

PETTER SOLBERG WORLD RX TEAM
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RALLYCROSS
AThe worl d2&s

fasted
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Summary: KA - 2015 and beyond
CEO Hans Peter Havdal







