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Caverion in brief

Caverion designs,
builds, operates and
maintains
user-friendly and
energy-efficient
solutions for buildings,
infrastructure and
industrial plants.

Revenue by country in 2014

m Sweden 25%
E Finland 22%
m Norway 19%
m Germany 21%
= Austria 6%

m Denmark 5%

m Other countries 3%

Key figures in 2014

Revenue

2,407

EUR million

Order backlog
1,324

EUR million

_ EBITDA
Personnel by country in 2014
67.5
m Sweden 23% EUR million
® Finland 28% (2.8% of revenue)
= Norway 16%

= Germany 14% Operating cash flow before
financial and tax items

113.5

EUR million

m Austria 4%
® Denmark 6%

m Other countries 9%

Revenue based on the Group company location

Caverion 4 Company Presentation September 2015



Megatrends supporting demand for our business

GNONQN:

Increasing
technology

Technology in buildings
currently account for
4071 6 0 Buildng
costs.

Integrated technologies
require multi-discipline
expertise.

Maintenance is
increasingly based on
preventive measures
as well as on actual
needs and conditions.

Improving energy
efficiency

Tightening legislation
relating to energy
efficiency

Integrated technologies
require multi-discipline
expertise.

Increasing demand for

energy-efficient solutions

also for existing
buildings

Growing
digitalisation

o All technologies in
buildings have an IP
address.

o Demand for remote
monitoring is
increasing.

o 10,000 buildings
currently under

Caverionsb r emot e

control.

Urbanisation
continues

Needs for necessary
infrastructure (water,
sanitation, energy,
information,
transportation)
increase.

Urban development
management
important (manage of
land, housing,
working environment,
transportation)



Strategy to address megatrends

We are
a leading European

provider of advanced and sustainable
life cycle solutions for buildings and industries.
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Profitability Average annual Negative
(EBITDA) over 6% of revenue growth > 10% working capital

revenue
o
ko

C

Strategic
focus
areas
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Delivering our strategic milestones
Now focusing on growth and developing business mix

Strategic milestones

01 Fix

Demerger
Restructuring
Closed units

Geographical scope

defined

Caverion 7

A Increasing profits

Key achievements
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Operational
excellence
Excellent
leadership

Key achievements

0 OnGaveriond Wwi
harmonised
operational model
and processes
Enterprise
Architecture

Lean organization
and refreshed
management

03 Create

Strong growth
Innovative and
advanced
solutions

Key actions

Introducing a unified
market offering with
innovative solutions
Dedicated business

development
resources in group
and all divisions.
Developing the
group business mix

04 Reach

=

Operational
excellence
Innovative and
advanced
solutions

Strong company
image

nd of 2016

Most efficient service
company

Strong own concepts
and capabilities




A fully industrialised and uniqgue market offering
A fundament for development of the business mix

Life Cycle Solutions

Design &
Engineering
Services

Advisory
Services

Project Project Technical Managed
Management Execution Maintenance Services

Commercial view for each
service area
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Business mix supporting growth

Technical Installations Large Projects

Renovations and new buildings, > Proactively sold, Large Projects
can include one or several with total technical solutions.

disciplines. Typically includes advisory
Technical design is done by the services, design & engineering,
client, or his representative. project management and Life Cycle Solutions

Caverion is responsible for execution.

project execution of Technical Caverion is responsible for > Includes design,
Installations. managing project fulfilment. installation of building
systems, operation,
maintenance as well as
renovation throughout the
contract period.

Technical Maintenance ° Maintenance period of 20-
25 years against a fixed
Fixed price preventive monthly fee in PPP
maintenance contract projects.
Corrective maintenance ° Investment phase typically
performed on time and material run in a consortia.

(fAfwdco) .

Small improvement projects
(hservice projec
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Developing our business mix

Technical Installation &
Maintenance

Large Projects

A 4

o Small and mid size projects o Contract volume > EUR 5m o At its widest form delivered as
and maintenance agreements o |ntegrated solutions Managed Life Cycle
o Single and multiple o Customisation Solutions.
technologies o Life Cycle focus o Services can be executed
o Qver 30,000 contracts in this o Caverion is running some 50 either by Caverion or third
area projects of this type. parties.
o |n total some 100 contracts in
this area.

Number of competitors

Barriers of entry, complexity, margin potential, risk level

Pie charts: Estimated share of Group revenue in 2014. ‘ :
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Managing development of the business mix

Risk management

Divisions :
) Services

Project/Managed
Services Offices Large Projects

Technical Installation
and Maintenance
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Reaching our strategic targets

1. Megatrends 2. Operational model

drive our strategy. & Enterprise
Architecture in place
to enable profitable

3. Our business mix
IS being developed
to drive profitable
growth.

growth

Megatrends supporting demand for our business Caverion Enterprise Architecture : . -
- = - Foundation for our growth strategy Business mix supporting growth
Harmonised processes Technical Installations Large projects

- - Proactiely sald, large projects
o LI = i e iy
. . - Typically Includes adusary
O e e O PRI - i s
m m B i) Preject Meragement 2 Life Cycle Solutions
ﬁ:!:!:’ mesting + Camrion ks respansiole for - Includes design,
I managing praject fuflimant. ilstallationoﬂ)llik‘qu
SysEms, oparaton,
maintenance aswell as.
renov ation throughout the
‘contract period.
Technical Maintenance i - zugxn;x@?&m
meonthly fee in PPP
projects.

Increasing Improving energy Growing Urbanisation
effi

technology Y digitalisation continues
Operational model v Systemsand Data
5 5 . Tig n - n . !
. r .

« Investment phass typicaly
run in 3 consortia

L1 LR
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We have strong growth potential in the fragmented market

Main competitors by country

Finland

o0 Are, Royal Imtech, Consti

Sweden

o Bravida, Royal Imtech, Midroc Electro AB

Norway

o Gunnar Karlsen, Bravida, Oras

Denmark

o Kemp & Lauritzen, Wicotec Kirkebjerk,
Bravida

Germany

o Bilfinger Facility Services, Royal Imtech,
Strabag PFS

Austria

o Ortner, EQOS Energie, Cofely

Industry

o Maintpartner, BIS Production Partner
(Bilfinger Industrial Services), Empower
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Strong market
position in all
key operating
countries

Revenue
by business area

m Service
and maintenance
54%

Projects
46%




Market outlook forCa v e r

Technical installation
and maintenance

(0]

(0]

Expected to be stable.
Requirements for increased
energy efficiency and better
indoor conditions and
tightening environmental
legislation support positive
market development.

Large projects

(0]

Large tenders for buildings
and industry expected to
increase during the year.
Low interest rates and
availability of financing are
expected to support
investments.

Demand for design & build of
total technical solutions is
expected to develop
favourably.

Ibosmnéss in 2015

Managed services
° Need for new services and the

demand for life cycle solutions
are expected to increase.
Customer so
operations opens opportunities
in outsourced operation and
maintenance mainly for public
authorities, industries and
utilities.

f ocus

Overall changes in the operating environment due to growing uncertainty over the general macroeconomic development and mounting geopolitical tensions may lead to some
expected cautiousness in project start-ups and service demand. c
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