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Executive Summary (1/2)

> Looking backthere seems tollite reason for automotive suppliers to complain about 2f0d%al profit
margins remained aaldime high of ~7.5 percent

> However, the ongoing-gp&aryear improvement that the supplier ihdastnjoyesince 2010 has largmyne
to a standstili revenugrowth has been the low@sseven yearsand several product segments have actually
seen profihargins slightly below the 2014 level

> The (aftermarket portion ofitedjusinesas clearly driveaverage globaupplier profitabilitin 2015 with
margins well above 10 pefgeoivertrain suppliers have come under intensified pre@ssirey ground vs.
2007), while therior segment shows signs of recovelpwing a unique isggment consolidation over the
past twgears

> Suppliers focusedpraduct innovation continue to maintain a two percent average marguelpeuatess
focused suppligreowever, thtep performing process specialiatshieve similar profitability levels their
Innovatiofocused peers

> Lookingahead suppliers will have to copeagraiiingmarket volatility across the woildt the same time, the
(revolutionarghanges of the future are becoming much modent

> The triad market will most likely beglmmitygandChina is entering a stage of matwmityr higher sensitivity
towardnacroeconomic impaddsazil and Russia continue to suffem further reductions of demand (at least in
2016), while growth potentials in Iran or NogheAfeicamaterialize

> As aconsequencglobal/ehicle production is expected to grow only modeegteApercent in 2016 and beyond
T suppliers will havedly on other factors to stabilize or even drive up their margansain prepared for
sudden macroeconomic shocks that coulgudathtttial shéetnmreductions demand

SourceRoland Berger/Lazard Roland_Berger_Global_Automotive_Supplier_2016_Final_|sh®rt.pptx
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Executive Summary (2/2)

> Onthe powertrain side, the developneenbbility is gaining a lot of momentumhile technological hurdles
prevail and a convincing business case for the end customer is nowhere close to actynigistunent yet,
emission regulations by (sugraational and local bodiesll likely have a catalytic impact ogentimg years

> We expect the markeelectrified vehicles to multiply bjaatorof 7-10xover the next decadldeading to
substantial grovgibtential formwertrainomponent suppliers while difartgaditionabmbustion engine
segmentnore and momato acommodity corner

> At the same tinajtonomous driving is becoming a realisgyth OEMs as well as new players combining it with
vehicle connectivity (and potervimadipibty we expect thmmpletelynew business models for automobile
usage and ownershipll emergeithin the next ten years

> Suppliers will face a markesgste@utomatediriving components that is expected to grow by a factor of five
until 2025 at the same time, they will likelfidemmompetition fromew playeréormerly outside of the
automotiveupplier industry keeoapture that revenue and profit pool

> M&AIs expected to growm relevancéor automotive suppliersermit themgdain a technological edge in a faster
moving environment or to maintain ad(scai¢ competitive edge in those segments gradually losing ground gi\
the industry changddoweverthecomplexity ofcquisitiodedgrowth wilcontinue to be substant@dlie to
intense competition for attractive targets, high price levels and the chall@ogtaeigivibadrations

> Ultimately, tmsore volatile and rapidly changing environmegntires supplierspeedup their flexibility and
agilityin developing (and running) their busihedgsng well ahead of the next vehicle gesestamplanning
anda more innovative approach to product developmenitciall faeccess factofser companies striving to be
among thep performers of the future

SourceRoland Berger/Lazard Roland_Berger_Global_Automotive_Supplier_2016_Final_|shért.pptx
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2015 was another excellent year for suppliers with rec€ord pre
However, at increased volatility and slower revenue growth ¢

Key supplier performandecators, 20@D154n=~600 suppliers)

Revenue growth EBIT margin%o] ROCER [%]
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1) EBIT after restructuring items  2) EBIT after restructuring items/capital employed

SourceCompany information; analyst forecasts; Roland Berger/Lazard Roland_Berger_Global_Automotive_Supplier_2016_Final_|sh@rt.pptx
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Key driver of these results was growing vehicle production in
main marketsAlthough growth rate lower than in the past

Global light vehicle produeohm® by regior20112019munits]

NAFTA Europé Chin&
CAGR: 7.4% CAGR: 1.8% CAGR: 7.7%

21.3 230 23.7

131 154 162 17.0 17.5 180 169 17.1 181 193 17.6 186 l

2011 2012 2013 2014 2015 2011 2012 2013 2014 2015 2011 2012 2013 2014 2015

South America World @ Japan/Korea

CAGR: -8.3% CAGR: 3.5% CAGR: 1.4%

@ 769 815 847 87.4 88.3

125 14.0 135 13.7 13.2

43 43 45 38 30 l

] [ ] ] s

2011 2012 2013 2014 2015 2011 2012 2013 2014 2015 2011 2012 2013 2014 2015

1) Incl. light commercial vehicleCA@R0112015 3) Excluding CIS and Turkey 4) Greater China

SourcetHS Roland Berger/Lazard Roland_Berger_Global_Automotive_Supplier_2016_Final_|shbrt.pptx
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Financial performance of suppliers varies greatly depending
region, company size, product focus and business model

Profitability trends in the global automotiveisdpgtrgr2015 vs. 2007

Region 1 Company size 2 Product focus 3 Business model 4

> NAFTAbased suppliers > Large suppllerW|th>EUR > ChaSSIS supplierslearly > Product innovatorare
currently achieve the highestObnrevenues maintain improved margins to almostgenerating stable above

margins witl8% EBIT strong margins of ~8% EBIT8% EBIOriverbyADAS average margins of ~8%

> Europebased suppliers eor Lowemidsized suppliers ~ and active safety EBIT based on technology
tinueto show a stropgrfor  (EURD.5t02.5bn > Tire suppliersnaintained  leadership translated into
mancelue to their leading revenueg)ave improved strong margins based on  higher prices
technology positioning and remain above average their aftermarket business

> Chinesesupplier margins > Uppemidsized suppliers > Powertrairsuppliers > Process specialists
have dropped to industry (EUR 2.5 tobnrevenues) gradually lost ground and continue to face below
average due to intensified remain below average achieve beleaverage average margins of ~6%
local competition > Small suppliergbelow margins in the meantime  EBIT due to a lower

> Japanesasuppliers remain  EUR 0.Bnrevenues) have> Interiorsuppliers still trail ~ innovation level and higher
at a low margin level of ~6%he lowest margins at ~5% their peers, but have showncompetitive pressure
EBIT EBIT signs of recovery recently

SourceCompany information; Roland Berger/Lazard Roland_Berger_Global_Automotive_Supplier_2016_Final_|sh®rt.pptx
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NAFTAand Europeasedsupplierare currently more profitable
than averageChinabased suppliers recently on the decline

Key supplier performance indicat@gidry, 2007 \Z)154%]

Revenue 5 (0.9% 4.6% ! 1.8% > Europebased suppliers largely
CAGR benefit frofeading technology
20072015 g2 positions in many segments and a
8.0 . 3.0 favorable customer mix

............... ©2015=74 > NAFTAased suppliers are still
6.7 6.6.3 leveraging the effects from their

Marhes substantial restructuringuring
the2008/2008uto crisis and the
subsequemé-focusing on
technology

> Chinabased suppliers have seen a
decline in margins in recent years
due to sharplytensified
competitionin their home market

> Japanbased suppliers are trapped
by dependency on theime
marketand respective OEMs

EBITmargin
20072015

China NAFTA Europe Korea Japan
[1 2007 [ 2015e

SourceCompany information; Roland Berger/Lazard Roland_Berger_Global_Automotive_Supplier_2016_Final_|sh@rt.pptx
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Very small and midsize suppliers lag behind irEl@fmsaodin
I With widening gap to large global suppliers

Key supplier performance indicatwosmpgny size (sales in EUR bn}2006&%]

Revenue 3.79%) (5.19%) (4.0%) (3.4%) (2.7%) (3.9% > Large multinational suppliers
CAGR ( ) ( ) ( ) ( ) ( ) ( ) (above EUR bdirevenues)
20072015 continued to benefit from the
ongoing globalization and capability
to participate theOEM platform
strategy

> Largesuppliers (EUR &.bn
revenueskstuckin themiddle"
performance remains below average

> Midsize suppliefEUR 0-2.5bn
revenues) improved their profitability
often based on a focused product
portfolio and a leading technology
position (for a particular component

> Manyerysmall suppliersuffered
from the growing cost of going global
and the needitmovate

EBITmargin
20072015

<0.5 0.51.0 1.025 2.55.0 5.010.0 >10.0
[ 12007 [ 2015e

SourceCompany information; Roland Berger/Lazard Roland_Berger_Global_Automotive_Supplier_2016_Final_|shbt.pptx
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Powertrain suppliers face increasing pressofeéaimlify
Interior supplievs the road to recovery?

Key supplier performance indicatorsdagt focus, 200723154 %]

Revenue 21%) (2.3%) (4.1%) (5.8%) (3.1%) (2.4% > Chassissuppliers clearly improved
CAGR ( > ( > ( > ( > ( > ( > margins over tindevelopment
20072015 increasingly drivenalyanced

driver assistancandactive safety

> Interiorsuppliers continue to
struggle with highmmoditization
8.2 pressure but growing relevance of
69 A @ 2015=7.4 vehicle interior might change the
' : 6.3 picture for the future

> Powertrairmargins pressurized by
4. 4. intensified competition this
growing segmeartd the cost of
(multiple) innovations

> Exteriorsuppliers partly improved
due to growitightweightfocus

> Tiresuppliers benefited from their

, , _ _ _ stronaaftermarkebusiness and
Tires Chassis Power ExteriorElectrics/Interior recently favorable raw material costs

[] 2007 [l 2015¢ train Infotainm.

11.2

EBITmargin S.
20072015

SourceCompany information; Roland Berger/Lazard Roland_Berger_Global_Automotive_Supplier_2016_Final |shbtt.pptx
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Product innovators clearly outpace process spetaamsof
profitability

Key supplier performance indicators by business mod&Q28§%ys.

Revenue 4.4% 3.3% > On average, innovative products
CAGR featurdnigher differentiation
20072015 79 potentialand greater OEM
7.6 o willingness to pay
____________________ ©2015=7.4 > Highentry barriershrough
6.1 intellectual propertyn many
0.9 innovatiedriven segments

> Competitive structumaore
_ consolidated in innovadidven
EBITmargin segments

20072015 > Higher fragmentation many
processiriven segments drives
price competition

Product innovatoBrocess specialists
[1 2007 [ 2015e

1) Business model based on innovative products with differentiation potential 2) Business model basedviil@moeksedjtegiation potential is limited)

SourceCompany information; Roland Berger/Lazard Roland_Berger_Global_Automotive_Supplier_2016_Final_|shb2t.pptx
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One group of tpprforming suppliers has managed to grow its
business at high margins

Key performance indicators of top vs. low pestiqplierg

Revenue growt2007=100] EBIP margin%o]

~220 10.6 10.7 10.7 10.3

~10.0

0.5

2007 2008 2009 2010 2011 2012 2013 2014 2015 2007 2008 2009 2010 2011 2012 2013 2014 2015

1) Top (low) performance based on @lebwg average revenue growth-2004, ROCE 262014 and ROCE 2014  2) EBiTestructuring items

SourceCompany information; Roland Berger/Lazard Roland_Berger_Global_Automotive_Supplier_2016_Final_|shbt.pptx
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However, top performance is not necessarily related to (prod

Innovation only

Key performance indicators of top vs. low pestiqplierg

13

12 -
11 -

R 81 Liow product
evenues - | i
cAGR 1. s
201@2015€e 6 | g = 6.3% |

57 :

4 Low process

specijalists

3 1 |

2 |

1 :

D =7.0%
0 1 1 1 1 1 1 II 1 1 1 1 1

10 - Top product
9 5 innovataer

Top process
specialists

o 1 2 3 4 5 6 7 8 9

Avg.EBIP margin

() Revenuez014 20162015e

1) Top (low) performance based on @lebvg average revenue growth-2004, ROCE 2627014 and ROCE 2014

SourceCompany information; Roland Berger/Lazard

10 11 12 13

> Product innovators lead
process specialists in terms of
average profitabilifyno real
difference in terms of growth

> Top process specialists
though, achieve average margins
close to those of the top
product innovators

> Largdlifference in growth rates
between top and low performing
process specialists indicates the
relevance of scale economies

2) EBiTestructuring items

Roland_Berger_Global_Automotive_Supplier_2016_Final_|shb4t.pptx
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Short term, we expaoenslower growth and margins still at a h
level Due to increased volatility, risks outweigh opportunities

Supplier global revenue and margin outlo@K12@16/

Revenue grow2007=100]

O7 08 09 10 11 12 13 14 15 1leelve

SourceCompany information; Roland Berger/Lazard

EBITmargin[%]

7.3 7.4
6.9 7-2

6.4 6.5 58

2.1
1.6

O7 08 09 10 11 12 13 14 15 16e 17e

Roland_Berger_Global_Automotive_Supplier_2016_Final_|shbét.pptx
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A potential market esmivn 112016 and future technology
changestay at the top of the supplier CEO agenda

Supplier CEO radar screez0fbé andeyond

Competition
OEMs
"Rising star Emerging
OEMs" market
investors
New players

New customers (hardware
(IT/tech space) and software)

. Global

Continued localization
outsourcing .
C ar Selective
Volume Terms &
bundling conditions
buyers ’ |
Demotorization Price
New pressure

mobility o

concept

N?;" %rr?;/\rth B downturn Brexit
9 Global
recession

Note: Excluding product segment specific technology andsmeational

SourceRoland Berger/Lazard

Supply base

Availability
Rising of skilled
energy workforce Tech nOIOgy/
costs . .
Supplier Comfort legISIatlon
insolvencies features
Factor cost Industry 4.0 "
: . Zero
inflation casualties"
Connectell
vehicle .
Further reducie Cap Ital
CQtargets markets/
Further el Volatility of capital ; ;
Furter | e i financing
emissions
Diesel Volatility of Investotgind
exchange banks' view
rates

on auto suppliers

Shortterm Longterm

Roland_Berger_Global_Automotive_Supplier_2016_Final |shbft.pptx
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2015 world economy was dominated by China's economic tL
and 2016 is another volatile year

Global economic outlook
6 GDP growth still solid, but > Apart from China, world's econshue®d solid growth rat@91b

China outlook shaky and
uncertainties from recent
Brexit decision

- .
AAa Lowcommodity
AAA pricesremain?

0 / Interest rates starting to

diverge globally?

ﬁ{ Global trade to
increase?

AACAAL
W Analysts' eyes on
China's stock market and

Brexit

Source: Press research; Roland Berger/Lazard

> Chin& officials target moderate GDP dretmtbe.5% and 7%
> Expected moderate GDP growth rates 2016 for the US and EU
> Significant uncertainties from recent Brexit decision

> 2015 prices of commodities decreased dramatically due to China's slowdown

> Brent crude oil hityElar low at USD 28 a barrel in Jan. 2016, certain recovery Sir
then

> Will oil and other commodity prices still remain at historically relatively low level

> US Fed raised interest rates +0.25% for first time since 2008 in Dec. 2015
> ECBBoJand PBC continue or expand supportive fiscal policies (quantitative ea

> 2015 world merchandise trade expectations were corrected downwards due to
import demand in China, Brazil and other emerging economies

> Global trade growth is expected to slightly increase in 2016, but remains sluggi

> Despite unprecedented peaks and trougl@hindékse stock market, the
Shanghai Composite Indexattaslly outperforntied S&P 500 2015

> Yet stock markets had a shaky start due to the China crash in Jan. 2016

> After a substantial recovery, uncertainty on the stock markets is back due to re
Brexit decision

Roland_Berger_Global_Automotive_Supplier_2016_Final |shb8t.pptx
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Global light vehicle sales growth is expected to pick up slight
the coming yedrindia with strongest predicted growth

Light vehicle sales volume by regior2 ABHIN units]

Annual growth by regi¢€@AGR, %]

@ Py
\

gg1 900 _ Zop -

2014 2016 2016 2018 Volumeisk®

863 _ % 1%
4% 0% Low
@® Japan -5% 2% Low

China 5% 2% Medium

Brazil -25% 0% High

India % 12% High
i Russia  -25% 12% High

2014 2015 2016e 2017e 2018e

1) Excl. CIS/Turkey 2) United States, Canada, Mexico 3) Potential deviation from expected development until 2018

SourceltHS; Roland Berger/Lazard Roland_Berger_Global_Automotive_Supplier_2016_Final_|shbt.pptx
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Development of global hotspot markets is driflifghamaart
maturing, Brazil struggling, Iran revitalizing and EU faced wit

Overview of global "hotspots"” 2016

UnitedStates @ Europe China
> Salesof SUVs and pickups at high > Unexpectedlizigh growthof sales volumes > SUVand MPV boorontinues, but

leveldriven by low fuel prices across mostarkets in first months of 2016 overall growth slows down

> Vehicle emissiongceive new > Controversy about emissiofaddiesein > Chinese OEMeinforce their
attention due @OP2hAnddiesel particular) the public debate market position as quality increases
controversy > EV sales stilbt picking upyet > EV market startirtgevolve

> Newmobility business models > Uncertaintyrising fromrexitdecision

emerge with the US;beifrgrarunner

Brazil

> Competitiomemains high in > Sanctiondift promotegrowth
budgetandpremium segments of economy and vehicle demand

> Sales volume risks lead to > Demand fergh-quality cars
profitability concernsf OEMs increases

> OEMs seaddternative profit > Demographicdevelop in a
streamgexport opportunities and beneficiahanner
aftersales

SourceRoland Berger/Lazard Roland_Berger_Global_Automotive_Supplier_2016_Final_|sht.pptx
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Global markets will likely become moreivelgipéers will have
to actively manage a set of "hotspots” in their regional portfo

Implications for automotive suppliers

1 Overall, global vehicles sales and undethyote productioareexpected to grow only moderaialy
2016 and beyohduppliers will havedty on other factot® stabilize driveup their margins

TheChinese market is entering a stage of mattiyiower average growth rates and higher sensitivity
toward macroeconommipact$ supplieraeed to reviefand potentially adjustyéiwenue and capacity
plansfor their Chinese operations

TheBrazilian and Russian markets continue to dudfier further reductions of demand at least in 2016
existingestructuring efforts of suppliers require further enforcehmameveg complete exiirom
either markeeemsadvisable imarecases only

Iranand (to &esseextentNorth Africa emerges new high growth aiaéise global automotive vehicle
production landscéapmippliers have to carebalgnce the resulting opportunities against the
associated riskbom underdeveloped automotive infrastructures, possible OEM dependencies, legal
conditions, or potential political instabilities

The level ofiacroeconomic volatility andcertainty, recently fueled by Brexitdecisionjs higher
than in previous yeassipplieraeed teemain prepared for a sudden macroecondealnethat could
lead to substansabrtterm reductions of demamdone (or more) of the global regions they operate in

o ~ WD

Source: Roland Berger Roland_Berger_Global_Automotive_Supplier_2016_Final |sh®tt.pptx
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Most recent M&A deals were driven by technology and custc
market acces€Economiegriven consolidation still not picking t

Major types of M&A motivation

Technology W'F Market/customer 4% Economicadriven Financial value

access access consolidation creation
Rationale > Gaimaccessonew or > Gainaccessoregionsor > Optimiz&ighly > Create value by
strengtherexisting customershot served to  fragmente@nd turning around under
technology/material or  datei viaexisting inefficientmarket performing or
process capabilitie® businessorasset deals structures distressed assetsnd/
secure/establish USP (e.g. capacity of production or divestments

(horizontal and vertical) locations)

Dominant > Established, larger > Inthe past, typically driven Typically occurring in > Manufacturidgcused

acquirers/ suppliers by established market processfocused financial buyers, mainly
domains > Recently, also OEMs in  playerstodayprimarilied segmentsvith pressure  private equitfirms

the field of autonomous by emerging market on revenues, margin and

driving players utilization
Empirical > Easie_st to communicate> Pyre"expansioh deals > !\Iot favoredby the OEMs > Due_ tdhealthy sector
evidence in sustainablévalue adti without technology focus in many cases environment;ather
recent deals to investors are rare > Buyers oftezautious muted deal activity in

> Driver of maiGhinese > Driveof mangross about restructuring this area
transactions border transactions activities required

e.g. from Japan

Source: Roland Berger/Lazard Roland_Berger_Global_Automotive_Supplier_2016_Final_|sh22t.pptx
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The overall M&akhdscape is still diversifisatnationally
Chinesglayergstablished as an important guyep

Selected automotive supplier acquisitiorZ) O LY TD)

2011

2012

2013

2014

2015

2016

X BHAF/ X Bohong/ “ Amtek/ Amtek/ *: AVICAutomotive / Freudenberg /
‘ Inalfa Wescasihdustries Neumayerekfor Kaiser Henniges TBVC
X Citic/ 5 Bosch / BorgWarner / e ] Amtek/ BorgWarnet lllinois Tool Works /
' KSMCastings SPX Wabhler KueppeGroup Remy International TRW Auto. ElecC&mp.
s coLT 5 Continental Freudenberg Gentex AUNDE * China National Tire / MusashBeimitsu /
‘ Saargummi molded brake parts JCIHomelLink Fehrer Pirelli Hay
= Gestamp Continental / Gentherm _ ¥ AVIC/ Continental / Megateclh
[l ThyssenKrupp MF Parker Hannifin MCS W.E.T Automotive Hilite Elektrobit Boshoki&urope
ENZZ GKN / Delphi / Grammef x' AVIC/ Delphi / *' NingboJoyson/
ezl Getragiriveline bus. FCIMVL Nectec : KOKITechnik HellermannTyton ‘ KSS
Inteval Faurecid Halla/ _ Bosch / a GrupoAntolin/ PlasticOmniuny
A. Meritor Body Syst. ACH Interiors +%# | Visteon climate busines ZFLenksysteme Magnanterior business Faureciaxerior bus.
G lochpeMaxion/ Ei GrupoAntolin/ X" HuayuAu_to. Systems / Delp_hV Harman / ¥ YinyiGroup / .
Hayes Lemmerz CML Yanfenyisteon JV Unwired Technology SymphonyelecRedbend Punch Powertrain
Martinred *: HebeLingyun/ Mabhle/ FederaMogul JohnsorElectric/ Valed _
Honsel Kiekert Behr TRW valves business Stackpole FTE Automotive
% NingboHuaxiang Lear/ Nidec/ Lear/ Linamar /
‘ Sellner Guilford Mills Hond&lesys Eagle Ottawa Montupet
; i Magna / x NingboHuaxian MAHLE
i l;l:r;ﬂb&]oyson/ Ixefcilc : HIBgrrimParts g Letrika ggﬂgg !
Nisshinbo / Metalsd X" T™T/ Sensatd MAHLE
TMDFriction ISEAutomotive : ZFBoge Schrader Delphthermabusiness
=g SamvardMothersort Nemak Tokai Rubber / (3 ShanghaPrime Mann+Hummel
Peguform JLFrench Automotive Anvis Machinery Nedschroef Affinia
ToyotaBoshoku/ 0 Tupy/ o \Vangfend _ E Visteon / _ NGK Spark Plug /
Polyteduto Interior Cifunsa Meridian Lightweight JClauto. electronics bus. Wellsvehicle Electronics
Valed Iy Wuhan Iron & Steel/ [B Wanxiangsroup / ZF/ Valed
Niles : ThyssenKrupp TB : A123 TRW PeikeAcustic

Key:Acquirer Target

SourceCapitallQrhomsorDealogidMerger Market; press research; Roland Berger/Lazard

Roland_Berger_Global_Automotive_Supplier_2016_Final |sh28t.pptx



The M&A&hallenge LAZARD m

As a result, supplier stocks and subsequently acquisition targ
have become more expensive

Evolution of automotive supplier valuations

EV/EBITDA NTM

> Strong and profitable growth in
11x ~

previous years has ledr® a
rating of automotive supplier
valuations

Impacted by the

ox - economic crisis {] _
\ > [ncreased stock valuations
paired witimcreased
7x - . competitiorfor available
\ - 10y-0 = 6.4% assets have fuel&A
ANMAY -HF - -m- 1AV - 7---- - orp=589 valuations

o2 ; ‘ ' — - —10yg-472 > M&Avaluation levels have

reached ®x EV/EBITDA

3.5x recent important strategic
31 transactions compareb-éz
in earlier years
Ix & 7T o) & ) I q ) 5 ip) >
o o o o i i — — — — —
c c c c c c c c c c c
> > > =} > > =} =] > > >
Lap] L) iapl Lap] Lap] k) bapl Lap] Lap] k) bap]
—— Japanese suppliers —— European supplitrs —— North American supgliers

1) NTM = Next tweatvenths 2) Excluding tbestorting impaaftthe economic crisis {3Jac?009 multiplesB) Aisin Seiki, Bridgestone, CalkamégiDensd-xedyJTEKT,
KeihinKoito, Mitsuba, NHK Spring, NSK, Stanley Electritataakai Rika, Sumitdrilkg Toyod&oseiToyot®oshokand TS Tech 4) American Axle, BorgWarner,

Cummins, Dana, Delphi, FellaglillochpeJohnson Controls, Lear, M&taréinreadMeritor, Tenneco, Tower, VistedMawb 5) AutolivAutoneunBrembpCIEHaldex
ContinenteElringKlingelFaurecia, Georg FiscBeammerLeoni, Norma, Plastic Omnium, PWO, SHVé|&KHella anBtabilus

SourceFactsetRolan@erger/Lazard Roland_Berger_GIobaI_Automotive_Supplier_2016_Fina|_|shM.pptx
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The ongoing&Aactivity level is gradually reshéqang
competitive landsca@geuppliers needgdarticipate actively

Implications for automotive suppliers

1

Theongoing M&A activitg the automotive supplier industry will likely continue to be fueled by high an
of available liquidity among corporates and financial investosubstamibhsterest of Chinese/
Asian buyers

As a result, tipeice levefor automotive supplier acquisitions, which has grown considgidiwith
multiples being up to 8M0% highehan 5.0 years ago, is expected to remain high especially for
attractive assétslespite currently low financingpoogér business casdmsed on operational
synergies becomere difficult to realize

Strategic investors from Chiplay a much more active role in the Triad M&A marketsseakadpys,
to buy technologgcces$ rise of new competitofsr incumbent (Western) suppliers, first in the Chinese
market, but prospectively also in the Triad

In an environment of higher technological disruption andteroreegblution of technologies, active
portfolio management thrd&A is growing in relevance for building up technological capaislities
organic developmermd stay competitive, supptieesl to screen the market activehypotential
acquisition targets

o b WD

In additiosuppliers should take an active approach in portfolio manageeesres, considering
disposals of nowwore/commodity areas clean up unhealthy competitive structdres apdnvested
capitalfor better use

Source: Roland Berger/Lazard Roland_Berger_Global_Automotive_Supplier_2016_Final_|sht.pptx
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Challenge to reduce emissionPmse/gatehave led to
acceleration of debate on the future of powertrains

Press clippings on powertrain future

Everythinge do is firdtiven by theustomey
butcertainly thegulatory requirements
influence thechnologieshat we're introducing”
R. NairFord (01/2016)

Blue environmental badge

to comé diesel remains AfteParis Madridfollows and
cheapethan gasoline

. ) A bans dirtydieselcarsby2020"
heiseonline (04/201L6 ey TransportEnvironm@i’2016)

R I am a bifan ofelectromobility Tesla Model 3's first
A Butfor the next few years, we week: 325,0afrders"
won'tbe able to do without CNN Money (04/2D16

diesel especially when it comes to
meetin@ O, targets”

Dr. HKriigerBMW (10/2015)

Source: Press research; Roland Berger/Lazard Roland_Berger_Global_Automotive_Supplier_2016_Final_|sh2@t.pptx



Thepowertrairchallenge LAZARD m

Compliance strategies of OEMs will lead to increased produc
alternativpowertrairisElectrification expected to play a key rol

Implications on powertrdify Alternative powertrains

Global powertrain productifm units] GlobalxEVproductionm units]
CAGR CAGR
20152025 20152025
118.9 % 24.9
98.6 é‘l‘;)/j XEVs EV
87.8 %
-ﬁ- PHEV @4
92.4 94.0 (<1%)
(gg"/; (949 79% - = 6.2 Full
: u o
13.2 Hybrid 24%
2.1
ﬂwOB 4.0
1.6

2015 2020 2025 2015 2020 2025
1) Including mild hybrid vehicles (up to82@IKV¥) starstop

Source: Roland Berger Roland_Berger_Global_Automotive_Supplier_2016_Final_|sh®Tt.pptx
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Diesel powertrain still expected to hold dominant position in |
passenger car segments, but decline across all segments ur

New car diesel forecastdgment in E2Buntil 2030

Mini Large
A cars D cars
_ 96% 100% 100%
e.g. Fiat Panda e.g. VW Passat

Executive
E cars

e.g. MB Elass

Small
B cars

e.g. Peugeot 208

Luxury
I: cars

e.g. BMW 7 series

Medium
C cars

e.g. CitroeG4

2015 2020 2030 2015 2020 2030

[1 other powertrairllll Diesel (incl. MH diesel)
1) In % of new car sales

SourceEEA Roland Berger Roland_Berger_Global_Automotive_Supplier_2016_Final |sh28t.pptx
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Theglobal powertrain compomanket is expected to doow
EUR ~27Bnby 202% Substantial shift toweEd/

Market developmemaiertraioomponents for light vehjElg& bh

CAGR
20152025

64 275 279
253
236 - - . 204

217 m
— = 44 46 | Exhaust

41
39

76 75 76 Transmission/

71 73 3 | Drivetrain
100 107 114 117 116 113 | Engine
2015 2017 2019 2021 2023 2025

SourceRoland Berger componggntkemodel Roland_Berger_Global_Automotive_Supplier_2016_Final |sh2®t.pptx
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The powertrain mix is expected to substantially change over
decadé New opportunities vs. sdman of traditional business

Implications for automotive suppliers

Tightenedmission regulationsill further drive up complexitycmt@f the exhaust systeeapecially
fordiesel shortterm revenue potentif@r certain suppliers

Dieseis expected gwadually decline imarket sharen Europever theoming yearschallenging
business situatioespecially for thatiesefocusedupplierswho do not offer comparalgiasoline
products

The pace @inovation of the internal combustion engidetglopment gilbw dowmarkedlyafter
2020 commoditizationf businesgor conventional engine component suppliersdfidhg term

The market fermobilitycomponents will likely seapidgrowthover the next decadeaditional
automotive suppliers faciggowing competitioftom both new entrants (e.g. for batteries) as well as
OEMs increasing their own value creation

The totgdervehicle cost of powertrain will further galtipen by electrification and tighter emission

requirementsincremental revemaential for powertrain suppliebsitgrowingcost pressure in other
domains

Asudderthange in regulatianight lead todesruptivee-mobilitybreakthrougleven in theid terrin
need tdoster scenario plannirmgnonguppliers

OO~ WNEF

Source: Roland Berger/Lazard Roland_Berger_Global_Automotive_Supplier_2016_Final |sh&@t.pptx



The automated driving challenge

LazarD [ 3

Activities of OEMs and tech giants show that automated driv
becoming a reality and that the race for leadership is on

Recent activities in autondigahg

Established OEMs

New players

GM BMWi DAIMLER | TOYOTA VOLVO FORD VW
03/11/2016 | 03/17/2016 | 03/18/2016 04/07/2016 04/11/2016 05/13/2016 05/25/2016
General BMW presentsDaimler puts | Toyota opens third Volvo will test | Ford andllvidia | Volkswagen
Motors autonomous | three operation of its TRI1100 automated foster acquires a
acquires self | driving as 1 of autonomous | at University of vehicles in autonomous stake ilett
driving car | 5 technology | trucks on roads Michigan, in Chinese cities | driving on snowy
startup Cruise pillars as part| from Stuttgart | additiomo MIT and roads by using
Automation | of BMW to Rotterdam | Stanfordunding of opticaLiDAR
NEXT strategy USD bn sensors
[ o 6 ® ? 6 ® [ ® [ ’ [
UBER Z0O0OX GOOGLE TESLA APPLE UBER
03/21/2016 03/23/2016  04/07/2016 04/08/2016 05/05/2016 05/24/2016
Uber reportedly| Zooxeceives Google is Tesla Motors Apple reportedly | Uber and
seeks 100,000 | a permitto expanding tests develops next considers usiag Toyota
autonomous cars test self of their self generation 800,000 square announce
from OEMs driving cars in driving Lexus | autopilot with foot property in plans to
California SUV to Phoenjx team of Silicon Valley as a | explore
AZ chipmakers testingground for | ridesharing
autonomougdriving | collaboration

Source: Press research; Roland Berger/Lazard

Roland_Berger_Global_Automotive_Supplier_2016_Final |sh®tt.pptx



The automated driving challenge | AZARD m

New players entering the automotive industry might drive col
new mobility servitesD likely to be one main technology enal

Case study: IT players' battlefronts in automotive

VI IVIOS/ Automated Vehicledesigrt/

Applications Middleware drivingsystem mobility services

> Most apps hametyet > Systems wghin tractiobut | > Opens the door for additionat Optimized for integration with
reache@utomotive grade for issues in achieving automeotiveccess, but: the greatecosystem
inclusion in the embeddéd: grade have slowed progress i Vehicle integration poses & OEMs cannot prevent or

> Trend toward tethering offers Future OEM consortiums challenge dictate thiemits of their
additional opportunities, but could still posdtaeat i Requires technological presence the vehicle
overall has limited data differentiation versus > Volume potential through
richness offerings of major Tier 1 major business customers

suppliers such a&Jber (or competing

Levels: with Uber)

Device @

Platform =

Operating system

Apps

AV ~V ] 4 E N
Goal Monetize data through mileage

1) Includes finding partners to produce vehicles

Source: Press research; Roland Berger/Lazard Roland_Berger_Global_Automotive_Supplier_2016_Final |sh®2t.pptx



The automated driving challenge

LazarD [ 3

TheADASand AD component market is expected to grow by -
p.a. until 2025 and reach a global volume of almoshEUR 30

Market developmeDAFADsystems for light vehicles [E{PR

CAGR
20152025
27.5
19" 0.7~ Lane depart. warding (_ 13.9
| 56 |\ Nightvision
20.5 Drowsiness detection
0 5_' 3.8 Parking assist 10.5
" 1.1
15.6 1.9 3.9 | Blind spot detection 10.8
0.430.9: 3.3
12 0 1.3 ae
—— 2.8 .
8.6 e 0.8 Adapti ' trol/
S 2.3 aptive cruise contro
6.1 0. 7—0—7 > 3.0 15.3 | Traffic jam pilot/ 23.0
r0.2= 1.8 . Highway pilot :
920705 =5 10.2
14 : 7.2
1.4 34 5.1
1.9 '
2015 2017 2019 2021 2023 2025

1) incl. lane keep assist

SourceRoland Berger componggntkemodel

Roland_Berger_Global_Automotive_Supplier_2016_Final |sh&8t.pptx
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Automated driving to become reality over the nektSlquacs
face changing competition and new capabillity requirements

Implications for automotive suppliers

The overgblenetration oADARAD features will likefise dramatically over the next décade
rapidhgrowing revenue pofdr automotive suppliers (as well as other players)

Most of the additional functionalities (and thereby revensef)vattidrazeni huge additional
potentiaforsoftwarefocused suppliers

OEMuill likely expandheir controbfADAFADcomponent design and specificditoitedpotential
for suppliers to dally integratedystemsasonestopshop solutions

Tradition&lectronics hardware component suppliers gradually expand their value chain sueerage
ADAFADcomponent developniamw competitive threet incumbent automotive suppliers from their
ownsupply base

FuturdADAFADcomponents will largely be basstdmatardized hardware and differentiated via
softwarg(at shorter development cyicEa®#)ancement of software development capabilities needed
amongalmost all suppliers

O OB WN

ADAFADmMIight becomaraain feature of a new type of vehiolésred bgotential neantrants (e.g.
Google) as part of an integrated mobilityisokitiaevenue potentfalr automotiweippliers with new
customer@&@cross all component segmenta},thatexpense of conventional OEM business

SourceRoland Berger/Lazard Roland_Berger_Global_Automotive_Supplier_2016_Final_|sh®4t.pptx
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The market for astgpliers is expected to yield substantial fur
growtlopportunitigsinnovation will be key to capturing them

Global automotive component market development 2015 vs. 2025

AC compressdElectric
Pedals Electronic

HVAC EV

PTCheater xEVheaters
Seat structure (lightweight)

HVAC module (w/o ACk el b
[ =]

Parking heater

Revenue Volume "Winning” "Losing” Netprice Revenue Vindowiter Mechanical |
pool 2025e ACcompresseiConventional =

HVAC contradManual =

1) Light vehidREmarket, excluding commercial vehicle and aftermarket portioE upto10% [ up20% [eEEM  more @%b

2) Change driven by vehicle production volume (volume per car at 2015 level
3) Additional growth/decline caused by change in product/technology content rfo +2004 up to +EIEAE more than +40%

—
o
=
[
—
=

Component markealué) [EURbr Winning and losing components

. Losers Winners

Product mix Dieset Unitinjector EEE P H2tanks 4[4[

261 112 Dieset Indirecinjectors [ b BSG48V [

- AT(3/4 stage BEE Fuekell |4 ||

Starter | Battergells |4

-167 Generators = Larges=motors | |

Powepacke-hydraulic EEE - Electric/mechanical caliper[“]ﬂ

Power pack hydraulic BEE % 2 Coilsprings Composite |||

171 858 PowepackpiniorEPS E Eira Leafspring Composite 4[|

T Brakeboostefpassive) & fas| ADAS/HAD ||+

Leaf springs conventional [ Electriparkindprake o

Longitudinal beasteel G W A-Pillar- Composite =[]

Frontvall cross bearsteel [ PRSI B-Pillar Composite (|| |

Hood Steel B P2 Roof cross memb&omposifid B by

Rear lamp<Conventional [ Ml Rear crosmemberComposite [3EH

Trunkid- Steel | Tunnei Composite | |

4|+

4|+

4|+

4|+

4|+

pool 2015 growtA componentsomponents downs

SourceRoland Berger/Lazard Roland_Berger_Global_Automotive_Supplier_2016_Final_|sh86t.pptx



Suppliers will have to deal with an even higher degree of unc
regarding future innovatioMhile maintaining an eye on costs

Key actions for automotive suppliers

breakthrough af-mobility and automated drivifeyg.robocaysn themid terni

1 Conducdcenario planning exercises a regular basis to prepare for a potential disruptive
especially relevant for powertrain suppliers, but affecting all other domains as well

Enforcehift of investment focus to key product innovatiaey composite ADAFAD
software;iM| etc.) without jeopardizing the development capabilities for existing core proc

Driveupspeed and flexibility in the research and develogpmaces$ Establish dedicated
innovations teams outside of the traditional R&D organiaatiprocesses dealwgh
newproducts/solutions

Fosteractive portfolio manageméneverage favorable financing conditions for (technology
driven) acquisition while considerasiment of businesses with limited Hergn growth
perspectivegbut still a feasible business casenmdtberin

Maintain tight cost management and comgsab/éostructural issueas footprint and
overhead while econaroiaditions are still favoralileespecially relevant for process
specialists

o B~ TN

SourceRoland Berger/Lazard Roland_Berger_Global_Automotive_Supplier_2016_Final_|sh®Tt.pptx



