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Disclaimer

This presentation contains forward-looking statements which reflect the current views of the management of Kléckner & Co SE with respect

”» 1

to future events. They generally are designated by the words “expect”, “assume”, “presume”, “intend”, “estimate”, “strive for”, “aim for”,
“‘plan”, “will”, “endeavor”, “outlook” and comparable expressions and generally contain information that relates to expectations or goals for
economic conditions, sales proceeds or other yardsticks for the success of the enterprise. Forward-looking statements are based on
currently valid plans, estimates and expectations. You therefore should view them with caution. Such statements are subject to risks and
factors of uncertainty, most of which are difficult to assess and which generally are outside of the control of Kléckner & Co SE. The relevant
factors include the effects of significant strategic and operational initiatives, including the acquisition or disposition of companies. If these or
other risks and factors of uncertainty occur or if the assumptions on which the statements are based turn out to be incorrect, the actual
results of Klockner & Co SE can deviate significantly from those that are expressed or implied in these statements. Kléckner & Co SE
cannot give any guarantee that the expectations or goals will be attained. Klockner & Co SE — notwithstanding existing obligations under
laws pertaining to capital markets — rejects any responsibility for updating the forward-looking statements through taking into consideration
new information or future events or other things.

In addition to the key data prepared in accordance with International Financial Reporting Standards, Kléckner & Co SE is presenting non-
GAAP key data such as EBITDA, EBIT, Net Working Capital and net financial liabilities that are not a component of the accounting
regulations. These key data are to be viewed as supplementary to, but not as a substitute for data prepared in accordance with International
Financial Reporting Standards. Non-GAAP key data are not subject to IFRS or any other generally applicable accounting regulations. Other
companies may base these concepts upon other definitions.

Valuation statements are unified and are presented as follows:

+/- 0-1% +/- 1-5% +/- 5-10% +/- 10-15% > +/- 15%
constant, stable moderate, slightly measureably, noticeable, substantial considerably, dynamic, significant sharp, strong
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01 The fundamentals of steel distribution remain challenging

Customers

1o
=

Competition

=

Global steel

markets

Generally not bound to any supplier because of the generic nature especially of commodity
steel (low switching costs)

Often under price pressure especially where steel is making up a major part of their costs

Steel distribution markets remain fragmented. Even larger acquisition activity in the US has
primarily resulted in fewer owners; capacity has been — with the exception of Kloeckner Metals —
consolidated to a lesser degree

Competition especially for commodity steels mainly on price, availability and reliability are
enablers

Mill-backed distributors in Europe have a market share strategy in order to utilize assets
instead of focusing on profitability

Global steel demand is expected to grow only slowly going forward

Overcapacity in the steel industry spread across the world, but most pronounced in China is
likely to stay for the foreseeable future
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The implementation of “KLOCKNER & CO 2020” strategy is progressing
01 but needs to be ...

KLOCKNER & CO 2020

DIGITALIZATION Digitalization of the supply chain and development of a B2B-platform

DIFFERENTIATION

PRODUCTS AND

SERVICES Accelerated expansion of higher value add business

OPERATIONS One Europe, One US and further optimization
GROWTH AND

OPTIMIZATION
EXTERNAL & INTERNAL External growth and internal growth with focus on
GROWTH higher value add business
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01 ... slightly modified and extended to 2022

KLOCKNER & CO 2020

klockner & co 2022 strategy

DIGITALIZATION Digitalization and platforms
c
DIFFERENTIATION 2
@©
PRODUCTS AND o : : o
= Higher value add business o
SERVICES c 9 p
N >
o ©
T >
S - . 2
= Efficiency improvement @
OPERATIONS o =
GROWTH AND %
OPTIMIZATION e 0

EXTERNAL & INTERNAL
GROWTH Supporting activities
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01 Guiding principles of the “klockner & co 2022” strategy

This is more value creating,
less risky and more forward
thinking by innovation

We will reduce the volatility and increase our profitability mainly by transforming
KCO organically towards digitalization and higher value add businesses

Acquiring a company in a less

Acquisitions are only an option if they are related to our business and if we volatile, not related business,
could add value with modest synergies is not a
healthy option

With our meanwhile proven digitalization skills we are able to add value
even to commodity business without competing on price

Anybody could compete on price
but not just anybody could
compete on value

We have to strengthen our capabilities in higher value add business further and

focus on markets where we can fill a gap
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01 Digitalization and platforms

klockner & co 2022 strategy

Digitalization and platforms

Higher value add business

Efficiency improvement

Cultural change

A

Growth and value creation

Supporting activities
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01 Current linear steel supply chain is highly inefficient and intransparent

No effective information and data exchange on available inventory, lead times etc.

l l

SUPPLIERS STOCKHOLDING

CUSTOMERS

oo ¢~ A

= ==

-« S
— éi o

1o
=

1o
=

Klockner & Co Other Distributors

Long delivery times, incorrect deliveries and high inventory levels
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01 The future steel supply will be dominantly facilitated vertical platforms ...

10
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01 ... and complemented by more general horizontal platforms
XOM Industry Platform

Horizontal cross —
industry platforms ‘

amazonbusiness
N

Standard Standard
Standard products
formats formats
Alibaba.com
) - Steel specific - Steel specific
S T g services, e.g. services, e.g.
mE O o - Laser cutting - Laser cutting
S e s - Profiling - Profiling
g oo 8 — Surface treatment — Surface
S n>sa . treatment
* Customer service O n ;
‘ = £ | = Customer service
2 o
o 2.5
. >
The more horizontal @ 2 %_ KCO ific HVA
the more general °Sw ) Spectiic
> /O\/ = a o services, e.g.
g SeE - 3D lasers
METALS F99 - PVD
The more OPEN INDUSTRY — 3D printing o
) verlaps
vertical G PLATFORM L ‘
the more o
SpeCIfIC Proprietary online portals and internal
digitalization © —
v Onlineshop = Part Manager 7[
Contract Portal EDIE(EQ: -2- klsckner&co
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01 Each sales channel fulfills different customer requirements

Access to the full range of steel and metal products and more general steel
specific services

Full transparency and price comparison

=> Preferably for price sensitive buyers

Access only to KCO-specific assortments and services
4

=> Preferably for customers where KCO fulfills most of the product and
service requirements

nnnnnnnnnnnnnn

Access only to standard steel and metal products without additional
> services

=> Preferably for less frequent and low volume buyers (long tail)
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01 KCO itself will be enabled to sell through all kind of digital sales channels

Proprietary KCO specific
vertical platforms

A
Proprietary o(;g?;?:ar;zl: and internal
> Onlineshop ::It(r\:::g:r @ I
KCO HVA & Al ERP) kléckner&co Industry spec|f|c
supply chain business vertical platforms
A
Commodity and O 1T V,
stockholding =0 R /O
OPEN INDUSTRY
To “Hardomn o Horizontal cross-
XOM - Fulfilment M, industry platforms
A
. ama;onbusiness
Higher value Ef R N~—"
add business e a Other
Alibaba.com
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01 All principle business models will be covered too

Digitalization of

digital KCO

XOM Industry
Platform

klockner & co

T &

e

XOM Fulfillment

physical
traditional platform
(linear) (multi-sided)
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01 The transformation itself will be driven in two separate workstreams

2014 - 2016 2017 2018 2019
Ideation an Technical : : :
Sl ET Technical Scaling SelleEl Financial Scaling
Creation Financial Scaling
C it ali : Onlineshop Service Portal Open API * Increased focus
Dlglta“zatlon of * Contract Portal } Kloeckner Direct } * ERP integration } on HVAS in online
KCO *  Order » Digital rollouts (OCl, Sage, portals
Transparency Tool *  Marketplace for MyOpenFactory)
+ Part Manager complementary * Increasing offering
products of HVAS
et Rt i e R
MVP Launch Technical Scaling Financial Scaling
+ Steel only *  Fulfillment *  Specialty metals
*  Multiple vendors * ERP integration *  Advertising
XOM Industry per product } (OCl, Sage, } service
Platform * Product search MyOpenFactory) *  Supply platform
Universal product »  Customer support
catalogue *  Supplier integr.
* Ratings *  Purchasing
*  Price suggestions * Finance service
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02 Digitalization of KCO follows a structural work stream ...

2014 - 2016 2017 2018 2019
I ion an : : Technical : : :
SIEEL ona : Technical Scaling €0 ca/_ Financial Scaling
Creation Financial Scaling
C it ali : *  Onlineshop *  Service Portal « OpenAPI * Increased focus
Dlglta“zatlon of * Contract Portal } Kloeckner Direct } * ERP integration } on HVAS in online
KCO *  Order » Digital rollouts (OCl, Sage, portals
Transparency Tool *  Marketplace for MyOpenFactory)
+ Part Manager complementary * Increasing offering
products of HVAS
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02 ... and is driven by our digital hub kloeckner.i

m } KCO started their digitalization already four years ago with KCI as digital hub in Berlin and invested
until mid of 2017 about €25m in KCI

@W\ {\i m More than 60 digital experts in innovation & product, software development, digital marketing & sales
Ul Py and business intelligence & analytics

@@ } Application of innovative startup methods such as design thinking, lean startup and rapid prototyping
6 enables accelerated implementation

Far enough from Klockner to agt independently, yet close enough to leverage expertise as well as
access to customers and suppliers

A

-
-
A
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02 We started small with focus on the build-measure-learn cycle

Started with 2 employees in Betahaus in Berlin
First Onlineshop MVP launched

Founding of kloeckner.i (KCI)

First office rented for KCI

ANANE NN

Launch of Onlineshop in EU

Launch of Contract Portal/ Part Manager in EU and US
Launch of Service Portal Kloeckner Connect

Launch of additional customer-centric tools like the
Order Transparency Tool

ANANE NN

v Expansion of KCI to more than 60 people of different
functions and move into bigger office

v Launch of Kl6ckner Direct in the US

« Launch Klockner Marketplace for complementary
products as MVP

« Launch XOM as MVP

19 KCO Capital Markets Day 2017 | Platform strategy | September 29, 2017 kldckner & co



02 Overview of the main digital portals and tools

20

Kloeckner Connect

Kloeckner Connect is a portal combining all
services we provide. Find all the digital solutions at
first glance.

Contract Portal/ Part Manager
It supplies information on all current and historical
contracts and allows materials to be called-off.

Onlineshop/ Marketplace
Onlineshop makes ordering steel more comfortable
than ever — no matter where or when.

Kloeckner Direct

US customers are granted transparency in terms of
stock availability at specific branches. Currently
updated to a comprehensive onlineshop.

Order Transparency Tool
This tool grants access to all information
concerning the current and historical orders.

}
}
}
}

Benefits for the customer:

v Portal which connects all relevant information on our digital

products and services

v" It informs about online tools, interfaces and intl. networks

Benefits for the customer:

v All Kléckner contracts at a glance

v" View individual material stock

v" Look into future and historical material call-offs

Benefits for the customer:

v Abandon time and place bound ordering

v Instant quotes; easy order, reorder, bulk order
v Lower transaction costs/ lower stock

Benefits for the customer:

v" Direct view into the branches stock and availability
v Quote generation easy and convenient — online, saves time

v Create and send a request for a quote

Benefits for the customer:

v' Complete overview of all open and closed orders

v" Check the status of future deliveries
v Intuitive and user friendly interface
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Offering the full range of steel and metals through Onlineshop
02 marketplace feature without inventory build-up

KCO Germany

Flat Profiles Tubes Bright Quality Stainless Aluminum Copper &
Steel Steel Steel Bronze
Current
focus } ‘ ’ D 0 ‘ D G Q
X
X
X
X X X
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02 Comprehensive rollout of digital portals and tools

Service Portal/

Kloeckner Connect - I N [ I I e I I

I "aln’

Contract Portal/

Part Manager - — N I I —

I "aln’

Onlineshop/
Kloeckner Direct

Order Transparency

L . 1l = E3
I | | N I
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02 Overview of further digital solutions

23

OCl/ EDI Benefits for the customer:
This interface allows a direct connection between an v Kigckner plugin for the SAGE 100 ERP System
ERP and the Kléckner Onlineshop. v Enables ERP to ERP communication

v Lowers transaction costs significantly

Application programming interface (API) Benefits for the customer:

v' Kldckner products can be delivered in third party systems

v" Quotes and orders possible via REST API

v" Developer community to build business models around the API

Kléckner APl is a REST interface which allows to
easily connect with third party systems.

Sage 100 Benefits for the customer:
This solution allows a direct connection to Klockner v" More transparency and an automatic exchange of information
ordering system and coordinates business processes. v Efficient processes which increase your competitive edge

v" Transparent insights into current purchasing conditions
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02 Overview of other measures to increase online sales

Online Marketing

Business
performance and
analytics

24

Elaborated online marketing campaign which initially focuses on
anorganic cost per click campaigns

Within the last 18 months we shifted towards a more healthy
marketing mix

High focus on communication with the customer via social media
Established global digital brand enables us to have access to greater
talent pool

Collection of company wide data and analysis through advanced
analytics and business insights

Leading position through extensive build up of inhouse capabilities
Online-offline tracking to enable data driven real time decisions
Working on e.qg. pricing insights and international pricing algorithms
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02 Well on track to reach 50% online sales target until beginning of 2020

Sales in % per year
60% 1

V)
'3

v' Advanced digital mindset

40% A 4 in sales organization

v" More data driven sales

v’ Better online marketing

0/ -
20% 17% =’ v Further improved online

customer service

v" New and extended
functionalities

Jan.-15 Jan.-16 Jan.-17 Jan.-18 Jan.-19 Jan.-20

° Digital sales per month more than duplicated since January 2016
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02 Internal and external digitalization drives efficiency and sales

26

Sales

Expenses

~3.5%
EBITDA
margin

!

P

Today

Increasing sales by ...

v' Acquisition of new customers
N v' Extension of sales range
+0.5% v' Elimination of business hour dependency
““““““““ v" Increasing focus on customer service
~4.3% v' Extension of portfolio through 3" party products
EBITDA
margin ] ]
Reducing operating expenses through ...
+0.3% v' Less transaction and administration costs
v" Lower stockholding and therefore improved NWC
v" Higher logistics and warehousing efficiencies
v' Less support costs
Tomorrow
v'Increased flexibility
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The multi sided industry platform is a new central and finally completely
03 separate work stream

2014 - 2016 2017 2018 2019

MVP Launch Technical Scaling Financial Scaling

Steel only *  Fulfillment *  Specialty metals
*  Multiple vendors * ERP integration *  Advertising
XOM Industry per product } (OCl, Sage, } service

Platform . Prqduct search MyOpenFactory) *  Supply platform

Universal product »  Customer support

catalogue *  Supplier integr.

Ratings *  Purchasing

Price suggestions * Finance service
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03 Digital platforms will quickly spread throughout many B2B-industries ...

P2P } The first generation of large and often disruptive internet platforms covered mainly
“Peer-to-Peer” iInformation industries and entirely digitalizable services like music and banking

B2C The next generation of now “Online-to-Offline” (020) platforms covered a wide range
“Business-to- } of consumer driven industries like urban transportation (Uber and Lyft), lodging
Customer” (Airbnb), food delivery (Grubhub, Just Eat, Delivery Hero) and many others
B2B . : :
N : The same economic fundamentals which drive consumer O20-platforms apply also for
Business-to- } : : :
Business” goods and services that companies exchange with each other
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03 ... and become the dominating business model of the 21st century

Platforms ...

P succeed by introducing better and much broader offerings to
customers through marketplaces

P scale through network effects caused by the ability to leverage
and orchestrate global connected ecosystems

P create value by enabling communication and commerce that
might not otherwise occur and by reducing waste and
inefficiencies as well as a faster supply and demand matching

P move themselves between the producer and the customer and
thereby take over the customer and a significant part of the value
creation

P extend in a way traditional supply chains cannot once they have
established a strong network around its original core transaction

P link existing customers stronger to the business due to their
inherent superior advantages for the customer

30
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business models
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KCO as an incumbent has several advantages in building a successful

03 industry platform

Access to
customers and
suppliers

Deep industry
know-how

Reliability and trust

Extensive steel
e-commerce
experience

31

<

No hen-and-egg problem by having a huge customer and supplier base in the
European and US market

KCO knows how to handle the supply chain, has comprehensive product and
processing know how and understands the expectations of customers and suppliers

KCO is since decades trusted by the industry and a reliable partner of its customers
and suppliers

KCO has operated e-commerce and digital portals in the steel industry since a couple
of years and hence has a deep understanding of the inherent challenges and new
business models
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Building up on existing technology enables a quick launch of the
03 XOM Industry Platform MVP

KCO Onlineshop XOM Industry Platform
(MVP)

/OVM

METALS

OPEN INDUSTRY
{@}@ PLATFORM @@

i A

(9 hybris Additional functionalities for
XOM Industry Platform (MVP) include:

» Multiple vendors per product
* Product search functionality
« Universal product catalog

* Ratings

» Price suggestions

10330, kaitgewalzt..  (XSCrNITE-10)

1.0330) kaitgewealzt..  (XSCHAGTE0
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03 Marketplace and storefront designs already created

33

Marketplace
Default channel

Global marketing campains

TOM 2 8 & =

WAFTA S Cemeztereg

Wir haben immer gebffnet.

-

O i Vierkant Flach
$355)2(1.0577) S235JR (1.0038

@ Hodux @ Hodeer
PROCUKT ANTEGIN rRoOUNT ANaTIGEN

Default content with entire
marketplace offering (“Ebay” view)

All products listed (promotion slots
available)

Customers can search for specific
suppliers

Storefront

Additional paid sales channel

Can receive own traffic
Own marketing

Edelstahl Blech 1.4016 (X6Cr17) kaltgewalzt
blankgegliht 2R
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marketplace (shop-in-shop)

Shows only specific supplier
products and offerings

Customers can search for only
supplier offerings
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XOM Industry Platform will be a multi-sided platform which facilitates
03 transactions between all market participants

Business model expansion timeline

— OV ——

Supply side METALS Customer and
distribution side

PO

Distributors Customers
metals industries

@ Steel .
Gl o&

\/‘ﬁéd

Specialty Addtl.

Fulfillment
AN
= (o2
V \ 4 * Software
Software Ads Cust. : integrations
integrations support ance S
E — =&
E2 o] @ =-

- —_—1 -
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Value will be created for all participants by significantly improving
03 supply and demand matching

« Efficiency gains in purchasing organization due to higher automation in data handling

<4 « Better pricing conditions due to higher transparency
A\ } . , : ) .
Faster delivery times due to network-enforced demand matching
Customers » Faster purchase realization cycles
 Lower transaction costs with positive impact on COGS
— « Access to larger global customer base with positive impact on total revenues
@ L } « Ability to outsource/ reduce higher costs positions such as warehousing
=0 « Better demand forecasting allows for less stockholding and therefore lower NWC

» Better footprint expansion - especially smaller and medium sized distributors will gain the
ability to compete nationwide due to platform services such as fulfillment and finance

Distributors

» Higher direct sales opportunity due to better understanding of customer demand

« Better demand and production planning accuracy
= } * Less dependency on distributor network and relationships
Suppliers/ « Better demand forecasting allows for better production control and consequently less
Producers stockholding and therefore lower NWC
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Step by step launch targeting first small and medium sized distributors,
03 then expansion to larger distributors and eventually the supply side

---- Today - ----- Launch: Q4 2017/ Q2 2018 ---- Launch:2018-2019 - ------- Launch: 2020 ---
kléckner &
ZOM >
METALS
Onlineshop Customer and Value-added services Supply side

distribution side

f Q ¥
> >
~‘=[§_= D W g,
(9 hybris °*
Commoditized Commoditized
products products

> =
OO & oy,

Commoditized Commoditized
products products
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03 The total addressable market in the US and Europe amounts to €250bn
USA Europe
Core Distributi 6’; )
Businesss // | 5
v L+-<EU Steel Supply

Core Distribution Business

Soo US Steel Supply

(Mills) & Mills
TAM ~€70bn 0 o PO ( : )
PN TAM ~€70biT < el ke

TAM ~€60bn ¥ P TAM ~€50bn

° Both markets are highly fragmented with no dominant players which favors open industry

M Reliance

0,
4% B Ryerson
M Kloeckner Metals

H Arcelor Mittal
5% ThyssenKrupp
HKCO

M Salzgitter
ThyssenKrupp B Tata
~1,200 Others ~3,000
Others

wide platforms
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04 2022 we want to generate 25% sales via XOM and 60% online sales in total

Sales breakdown of channels

15%
Online sales
Q2 2017

~35% Online sales
(proprietary)

85% ~40% Offline v
Offline sales sales
~25% Online sales
(through XOM)
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Value will be created by higher sales, improved margins, fulfillment and
04 by the share of the XOM Industry Platform

Proprietary online portals and ngher } + >€1bn } + >€50m EBITDA
internal digitalization sales
Onlineshop — Part Manager @ I
Contract Portal EDI (ERP-2-ERP) kléckner & co
Higher 1y, | €30m EBITDA
efficiency
XOM
OV Fulfiliment P+ >€30m EBITDA
METALS
OPEN INDUSTRY
@@ PLATFORM @@
Share in
wor | €XbnEV

40 KCO Capital Markets Day 2017 | Platform strategy | September 29, 2017 kldckner & co



Target is to increase the EBITDA margin to >5% until 2022 — facilitated
04 through digitalization and XOM

EBITDA One Europe & XOM Internal Online sales & EBITDA
margin* One US** Fulfillment digitalization HVAB margin
>5%

2022

41 *Current consensus. KCO Capital Markets Day 2017 | Platform strategy | September 29, 2017 kldckner & co
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