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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 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 and are therefore only valid on the day on which they
are made. You therefore should consider them with caution. Such statements are subject to numerous risks and factors of uncertainty (e. g. those described in
publications) most of which are difficult to assess and which generally are outside of the control of Klockner & Co SE. The relevant factors include the effects of
reasonable strategic and operational initiatives, including the acquisition or disposal of companies or other assets. 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 Kléckner & Co SE can deviate significantly from those
that are expressed or implied in these statements. Klockner & Co SE cannot give any guarantee that the expectations or goals will be attained. Kléckner & Co SE —
notwithstanding existing legal obligations — 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 figures prepared in accordance with IFRS and German-GAAP respectively, Klockner & Co SE is presenting non-GAAP key figures such as
EBITDA, EBIT, Net Working Capital and net financial liabilities that are not a component of the accounting regulations. These key figures are to be viewed as
supplementary to, but not as a substitute for data prepared in accordance with IFRS. Non-GAAP key figures are not subject to IFRS or any other generally
applicable accounting regulations. In assessing the net assets, financial position and results of operations of Kléckner & Co SE, these supplementary figures
should not be used in isolation or as an alternative to the key figures presented in the consolidated financial statements and calculated in accordance with the
relevant accounting principles. Other companies may base these concepts upon other definitions. Please refer to the definitions in the annual report.

Rounding differences may occur with respect to percentages and figures.

The English translation of the Annual Report and the Interim Statement are also available, in case of deviations the German versions shall prevail.
Evaluating statements are unified and are presented as follows:

+/- 0-1% stable

+/->1-5%  slight
+/- >5% considerable
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What are the shortcomings of the steel and metal distribution business?

Current steel distribution supply chain is linear: suppliers produce steel and distributors process and
‘ g deliver material to downstream manufacturers. Orders mostly made by phone, fax and email with many

manual steps required to process an order

Supply chain —> Long delivery times, incorrect deliveries and high inventory levels
/C) Flow of information is interrupted several times. Thus there are no effective information and data on
T inventory and lead times available which makes the entire supply chain highly intransparent
Transparency — Steel is unnecessarily shipped around and suppliers, distributors and manufacturers need to stock

material to balance out the non-transparency of demand, supply and prices

Steel industry suffers furthermore from overcapacities on the production but also on the distribution level.
This leads in combination with changing trade-measures to very volatile prices
Steel prices —> Most distributors making profits when prices moving up and making losses when prices heading down
Besides volatile prices, margins especially for commodity steel products are generally low due to high
/{/o overcapacities at all levels. Hence, almost all competitors want to expand their higher value-added business

Margins =—> Prices for higher value-added business coming increasingly under pressure as well
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The solution: vertical platforms which connect all market participants

(?)>SUPPLIER DISTRIBUTOR D

Industry specific
vertical platforms

=—> Lower stockholding

—> Lower transaction
and sales costs

—> More transparency

{O)31d PARTY

BUYER 1)
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Klockner & Co is very well positioned in digital platform landscape

With its open industry platform and the proprietary marketplace, Klockner & Co is the only competitor in
the industry to meet all customer-needs

Standard products

Vertical platform

3{OM

MATERIALS
Industry platform

Full range of
industry specific and
complementary
products and
services

Market-
place

Company
specific
products
and
services
and

complemen-
tary
products
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Online-
shops

Company
specific
products
and
services

v

Horizontal platform
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What is needed to scale a platform in our industry?

Customer-needs

Change-resistance

Hen-and-egg
problem

Typical “Amazon-type” onlineshops or marketplaces do not scale because only a small and mostly not so
important part of the necessary processes would be covered. However, customer-needs in our industry are
very diverse due to the wide range of customers served. Larger buyers require different processes than
medium or smaller ones, contract customers have other needs than spot buyers, automotive customers have
different requirements than construction companies etc. Some buyers need only one item which they buy on
the spot, whereas others need more than hundreds of items for what they request quotes from different
suppliers

—> There is no “one fits all solution” which makes B2B much more complex than B2C

Onlineshops, marketplaces or platforms have to address a significant pain point to convince customers to
join the platform. Furthermore, requirements for changing established processes have to be low, because
resistance to change is typically high in traditional industries

—> For customer satisfaction in B2B, services need to offer a clear benefit with low change requirements

Steel and metal distribution is typically a multi-local business which makes scaling much more challen-
ging, because the network effect has to kick-in in every local market. Scaling is therefore not comparable to
“‘Amazon-type” businesses that could send pack & ship products everywhere. Instead, it is more comparable
to mobility platforms with the need to provide local offerings

—> Hen-and-egg problem challenging to solve, because sufficient local offerings are needed
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Klockner & Co meets with its platforms all kinds of customer needs

Digital transformation
of Kléckner & Co

~
S
N
N
N
N
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N
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S
S
Applications & Kloeckner eProcurement/
A : :
platforms Assistant RFQ solution

Europe & USA Game changing Al Closed platform
Onlineshops application Many sellers — One
Marketplaces Launched to completely buyer (N-1)
Contract Platform automate order
Part Manager processing regardless Strong push for
EDI/ OCI how an RFQ or order is digitalization of

received = Every procurement on buyer

customer becomes a side

digital customer

\_ J
D
Scale
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Industry
platform

OM

MATERIALS

l

eShop

Closed platform
One seller — Many
buyers (1-N)

Entry barrier to digitizing
sales processes much

lower

~

Marketplace

Open platform
Many sellers — Many
buyers (N-N)

Integrated network of
sellers and buyers
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Kloeckner Assistant and XOM eProcurement as game changer

A Kloeckner
Assistant

3{(OM

MATERIALS

eProcurement

Customer A > Customer
Unstructured Conversion Logical Matching of Automatic Quote Accepting
request into digital content product Pricing the quote via
document interpretation description simple click
* PDF
* Fax
X{OM XOM
MATERIALS . MATERIALS
Customer <€ > Supplier <€ > Customer
Unstruc- Conversion Matching of Trans- Submitting Automatic Trans- Accepting
tured into digital content product mission a quote guote mission the quote
request document description of the via XOM comparison of the quote via XOM
pretation digitized including matrix to
« PDF request to optimi- customers
* Fax potential zation of
* Voice suppliers logistics
costs
Same process as for the > A A

Kloeckner Assistant

Customer informs
suppliers that it is
mandatory for
them to submit
guotes via XOM

Focus Call | Kléckner & Co SE

Manually very
complex and in
case of multiple
positions difficult
to optimize

Pain
Point
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Expected growth and efficiency gains through Kloeckner Assistant,

XOM eProcurement and applications

A Kloeckner Assistant

eProcurement

Appli- Market share increase

T Onlineshops, Marketplaces Effect

Part Manager, Contract Platform

FTE
EDI / OCI
Increasing share of digital sales
40% >50% >60%
2020 2021 2022 Total
~€10m ~€35m ~€55m >€100m

Additional efficiency gains due to increasing digitalization (EBITDA effects)
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Sales growth

Gross profit optimization / FTE
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Scale drives value creation through XOM Materials

Solving the hen-and-egg problem through specific offerings for the buy- and sales-side

Enabler

o

eSHOP

1 seller to n buyers

Scale from the
sales-side

7Y
v
NS
NS
N
N

Scale from the
buy-side ePROCUREMENT

n sellers to 1 buyer

PILOT PHASE

10

Sellers pushing
their customers
onto the platform

Buyers pushing
their suppliers onto
the platform
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Platform

Vv LivE
MARKETPLACE

N sellers to N buyers
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Driving the
Digital Transformation
of Klockner & Co

kloeckner.i | Kloeckner Assistant

Berlin, February 2020



kloeckner.i
WHO WE ARE

Internal innovation hub of Klockner & Co
separate unit

provides digital products and services

Founded

Investment volume

Product Management

Software Development

Data Science & Al

Business Intelligence & Analytics
Online Marketing

User Experience & Design
Customer Service

Employees

Vision



HOW WE DEVELOP UNIQUE INNOVATIONS

FOR AND IN COOPERATION WITH KLOCKNER & CO

I klockner & co I Know-how transfer

Business and Products, Implementation Technology and
Process Knowledge and Performance Methodology Experts
Contract business Contract portal
Customers call permanently Started as standalone Web application, Onsight Customer Interviews,
to ask for contract details integrated in the industry portal since 2019 Problem finding and Ideation,

J MPV Validation
. kloeckner.i
Transformation

N




REVENUES AND CUSTOMERS SINCE 2015

3.1sn, 324 23,102 6,741

DIGITAL DIGITAL SALES UNIQUE ACQUIRED
REVENUE SHARE CUSTOMERS CUSTOMERS
Ordered digitally via Onlineshops and
at least once Marketplace
Kloeckner Assistant Online Shops Marketplace

Contract Platform Part Manager EDI / OCI




DO NOT CHANGE YOUR CUSTOMER
CHANGE YOUR APPLICATION

CURRENT CHANNEL PREFERENCE PRODUCTS
(OF ALL CUSTOMERS)
20% — Online / spot Onlineshops and Marketplace
DIGITAL 42 % .
12% - Online / contract Contract Platform, Part Manager, Consignment Manager
10% — via API EDI/ OCI

via Phone, E-Mail, PDF, Fax

NON-DIGITAL B3

KLOECKNER ASSISTANT
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8 % specific requirements




THE PROBLEM
MANUAL QUOTE PROCESS

“I spend about 60% of my time entering customer
quote information into the system.”

(Sales Representative)




THE SOLUTION - DIGITIZED QUOTE PROCESS
(V) 20min..

— O = ©
send aq cuc C()etpet

MANUALLY (Status quo)

Unstructured

request
—_—
send —
inquiry % @ quote
—®
gi Identify Identify Match Create quote Calculate
- customer products products in ERP System prices
Unstructured
request
o — Al Al — O —
send send Accepting
ﬂ]:ID inquiry quote the 1T
N quote via
S B ] .
— T 3 klick
: Matching o
Logical g -
2 product ALI'Dtr?:nag'c

Conversion into
digital document content SHE
interpretation description

2022: E-Mail, Voice,
FAX (All Channels)




ASSISTANT
ROLLOUT PLAN

2019 | Q4 in US®

for Contract Orders

Planned in 2020

for Contract Orders

2020 | Q1  Becker Stahl
Klockner & Co Deutschland
Kloeckner metals ODS Netherlands
Kloeckner metals UK

2020 | Q2  Kloeckner metals Austria
Kloeckner metals Belgium
Kloeckner metals France

2020 | Q3  DeBrunner Konig (Switzerland)



WE CHANGE THE GAME
AND WILL ACHIEVE OUR GOAL

_ 60%

DIGITAL CUSTOMERS REVENUE 2022

CUSTOMERS



YOUR SMART SOLUTION FOR MATERIALS

The leading digital materials transaction ecosystem

BUY. SELL SIMPLE.



XOM Materials is changing how people make transactions in the
materials industry

)(OI I “YOUR SMART SOLUTION FOR MATERIALS"

MATERIALS

o ] @ © 0 O
XOM MATERIALS Current offices Strategic Services are specifically Current product
was founded in in Berlin, currently employs development is designed for materials portfolio consists of
2017 in Berlin, Duisburg, around directed towards the producers, Marketplace, eShop
Germany and Atlanta 50 people materials industry distributors & buyers & eProcurement

XOM MATERIALS



Webshop and eprocurement as a leverage to scale the marketplace

Q7 LIVE

eSHOP

MATERIALS-SPECIFIC
SOFTWARE
1seller to n buyers

27 BETA
ePROCUREMENT

MATERIALS-SPECIFIC
SOFTWARE

n sellers to 1 buyer

Niche proprietary platform
solutions

Lock-in effect for buyers and
sellers to platform

Established integrations of

buyers and sellers can be
leveraged for other closed (or Ve
open) platform solutions
Strong buyers will force their MAR KETP LAC E
sellers to platform and vice versa
PLATFORM

Have an easier adoption as clients
have more control over the

customer base N sellers to N buyers

Building a base for a more
extended marketplace in the
future

XOM MATERIALS




Current materials supply chain is inefficient, opaque and wasteful

Requests

Buyer compiles ql.cquftfesfrotm . ' It's Friday
order list airreren : '] afternoon:
distributors

FRl nobody is

reachable
BUYER GETS : - SELLER
A NEW ° \— DELIVERS
CONTRACT ®
Construction
manual Buyer sends fax
'\ 'E Inspection certificates
Buyer places Buyer compares Sellers Waits are copied
th d .
eoraer quotes write quotes
—_— Warehousing docs hiopi d
Prints out are prepared Shipping order
N\ written, carrier hired
order
Seller writes H OrEIer |shpas§es t.? a @
stock order E worker wno picks it up

@

COMPLEX | ERRORS | COSTS . RESOURCES

analog work are frequent are high are wasted
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XOM eProcurement solution solves key pain points of buyers

PAIN POINTS OF CURRENT PROCESS ...

nﬂﬂ”

Multiple sources of
data input

Manually prepared
RFQs

-o0—
—0
—O0—

Inconsistent formats of

offers

Lél

\

Complicated
negotiating

)

Manually prepared
agreement

... ARE GREATLY OFFSET BY BENEFITS OF XOM EPROCUREMENT:

{OM

Trans-
mission of the
digitalized
request to
potential

suppliers

CUSTOMER {OM {OM {OM
REQUEST Conversion into Logical content Matching of
digital interpretation product

Unstructured document description
request

e}

Fax

Voice

< Same process as for the Kloeckner Assistant

XOM MATERIALS

SUPPLIER

QUOTE

Submitting a
guote via XOM

Customer
informs suppliers
that it is
mandatory for
them to submit
quotes via XOM

X{OM

Automatic
quote
comparison
including
optimization of

logistics costs

Manually
extremely
complex and in
case of multiple
positions difficult
to optimize

PAIN
POINT

CUSTOMER

{OM

Transmission of ACCEPT
the quote

matrix to the

Accepting

customers the quote via

XOM




XOM eShops make purchases more efficient and less dependent on
busy sales representatives

PAIN POINTS OF CURRENT PROCESS ...

Multiple sources of Manually prepared Inconsistent formats of Complicated
data input RFQs offers negotiating

... ARE GREATLY OFFSET BY BENEFITS OF XOM ESHOP:

Real-time Direct No need to Immediate Significant Single source

availabilities interface contact sales and savings for all order-

and @ between @ represen- @ automated @ potential by @ related

(individual) eShop to tatives response reducing information

prices buyer ERP sales reps for buyer and
seller
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XOM with increasing velocity since launch

TOTAL ANNUAL GMV

[=] [msie] oS (YoY, EUR million)

62
< s +81%
YoY growth

aD.

w\_/

Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Jan Feb
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In 2020, XOM will focus on boosting traction of its proprietary

solutions
g = o
> X
2018 2019 2020 2021
M\ \ M\ \ M\ \ M\ -
\J / \J / \J / A\ [l
COMMERCIAL LAUNCH COMMERCIAL LAUNCH
MARKETPLACE COMMERCIAL LAUNCH U.S. EPROCUREMENT GEOGRAPHIC EXPANSION
SELLER COMMERCIAL LAUNCH XOM COMMERCIAL LAUNCH ERP
COCKPIT ESHOP INTEGRATION

ADDITIONAL MATERIALS:

PLASTICS

EPROCUREMENT INITIATION

BUSINESS INTELLIGENCE
FOR CUSTOMERS

ADDITIONAL MATERIALS:
COPPER, WOOD

XOM MATERIALS 7



The benefits extend to ecosystem values of all related parties

(D>SUPPLIER DISTRIBUTOR ([_))

« Lower transaction and sales costs
generate positive impact on COGS!

 Increased market reach

« No development costs for proprietary

)(o H @ online platforms required

MATERIALS

« Lower stockholding and increased
revenue generation due to improved
demand matching
and production efficiency

- Lower transaction and sales costs
generates positive impact on COGS!

®

DIGITAL, FULLY
AUTOMATED SELF-
SERVICE
ECOSYSTEM

- Lower cost of acquisition for new
customers due to marketplace service
discovery

- Constant revenue stream due to high
frequency of transactions

- Efficiency gains in purchasing due to
higher automation in data handling &
one-stop shop solution

- Easy price comparison & better
pricing due to higher transparency

{O) 31 PARTY BUYER ()

1 Cost of Goods Sold
2 Net Working Capital
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Summary

klockner & co

Steel sector still lags efficiency with regards to supply chains, transparency and
delivery times leading to overcapacities and price volatility

Klockner & Co creates value by offering all demanded digital services and platform
solutions to meet the customer needs through leveraging our incumbent know-how
and combining it with the opportunities of digital innovations

With the Kloeckner Assistant the sales process becomes fully automated without
the customer having to change a thing and serving him within seconds

XOM Materials will act as value driver for the entire industry and as such creating
value for the customers and Klockner & Co’s shareholders

With our digital capabilities we are able to make the commodity business attractive
again due to huge efficiency gains on the sales and procurement side

Focus Call | Klockner & Co SE kléckner & co



Contact detalls

Felix Schmitz

Head of Investor Relations,

Internal Communications & Sustainability
Phone: +49 203 307 2295

Fax: +49 203 307 5025

Email: felix.schmitz@kloeckner.com

Internet: www.kloeckner.com
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Financial calendar

March 10, 2020
May 4, 2020
May 20, 2020
August 14, 2020

November 3, 2020

Annual financial statements 2019
Q1 quarterly statement 2020
Annual General Meeting 2020
Half-yearly financial report 2020

Q3 quarterly statement 2020
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