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Important Notice

The following applies to this presentation, the oral presentation of the information in this presentation by Konecranes Abp (the "Company” or "Konecranes”) or
any person on behalf of the Company, and any question-and-answer session that follows the oral presentation (collectively, the “Information”). In accessing the
Information, you agree to be bound by the following terms and conditions.

This presentation does not constitute an offer of or an invitation by or on behalf of, Konecranes, or any other person, to purchase any securities.

The Information is not directed to, or intended for distribution to or use by, any person or entity that is a citizen or resident of, or located in, any locality, state,
country or other jurisdiction where such distribution or use would be contrary to law or regulation or which would require any registration or licensing within such
jurisdiction.

The Information contains forward-looking statements. All statements other than statements of historical fact included in the Information are forward-looking
statements. Forward-looking statements give the Company’s current expectations and projections relating to its financial condition, results of operations, plans,
objectives, future performance and business. These statements may include, without limitation, any statements preceded by, followed by or including words such
as “target,” “believe,” “expect,” “aim,” “intend,” “may,” “anticipate,” “estimate,” “plan,” “project,” “will,” “can have,” “likely,” “should,” “*would,” “could” and other
words and terms of similar meaning or the negative thereof. Such forward-looking statements involve known and unknown risks, uncertainties and other
important factors beyond the Company’s control that could cause the Company’s actual results, performance or achievements to be materially different from the
expected results, performance or achievements expressed or implied by such forward-looking statements. Such forward-looking statements are based on

numerous assumptions regarding the Company’s present and future business strategies and the environment in which it will operate in the future.

The Information, including but not limited to forward-looking statements, applies only as of the date of this document and is not intended to give any assurances
as to future results. Market data used in the Information not attributed to a specific source are estimates of the Company and have not been independently
verified.
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IMPROVING THE SAFETY, PRODUCTIVITY AND
SUSTAINABILITY OF OUR CUSTOMERS’ OPERATIONS
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Industrial Equipment today semame o oee
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Global leader in

sustainable lifting solutions

covering a full range of industrial
applications
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40%

Direct

Indirect
KONEGRANES distribution [ & ReM
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DUAL CHANNELS TO MARKET

Standard equipment volumes —

£ = 7

60,000 125,000 meters 5,000 20,000

electric chain hoists  light crane systems jib cranes wire rope hoists

Process crane volumes

<
5,000 200 150
standard cranes winches cranes

COMPREHENSIVE OFFERING/ECONOMIES OF SCALE

Standard equipment vs. specialized Indgftry appIiFations

]
monetary volume breakdown »:
Automotive Mining Petroleum and gas
80% o R e
Standard 20% Manufacturing Nuclear Power
0
Direct Specialized # “i.; 3 m‘
and indirect Metals Paper Waste to energy
production and forest and biomass ‘

INDUSTRY EXPERTISE

100% Renewable energy

Eco-optimized ; ° -
in manufacturing sites

product features

EMBEDDED SUSTAINABILITY

KONECGRANES



MARKET ENVIRONMENT AND DRIVERS

Megatrends and underlying demand drivers

© © @

SAFETY PRODUCTIVITY SUSTAINABILITY DIGITALIZATION
& AUTOMATION

REGULATIONS OUTSOURCING AGING INDUSTRIAL SUPPLY CHAIN
& COMPLIANCE WORKFORCE REALIGNMENTS

KONECGRANES
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We are a global leader with plenty

of opportunity for market share growth

10%

my,

Service
10-15B€
market

15%

Equipment
~10B€ market

1 Market share of CTO/WRH includes estimated crane volume from sold hoists through the Alpha channel. 15%

Industrial
Service
market

Service market size/
market share includes
all maintenance services
both insourced and
outsourced. Service
scope based on current
Konecranes scope.

Industrial
Equipment
market

Equipment market

share is adjusted for
hoist and component
packages sold through
Alpha channel i.e.,
equivalent “crane units.”

SERVICE: EMEA

\

~15%

market share

Market size: ~3.5-4B€

LIGHT LIFTING EQUIPMENT

my,

~10%

market share

Market size: ~2.5-3B€

of sold solo hoists are assumed to be for replacement purposes and a crane would need in average 1.15 hoists.

| © 2023 Konecranes. All rights reserved.

SERVICE: AME

\

~15%

market share

Market size: ~3-3.5B€

STANDARD CRANES/
WIRE ROPE HOISTS!?

N\

20-25%

market share

Market size: ~4-4.5B€

Total
20-25B€
market

SERVICE: APAC

<5%

market share

Market size: ~6-6.5B€

PROCESS CRANES

5-10%

market share

Market size: ~2.5-3B€

KONECGRANES



Our diversified customer base across industries and geographies provides

Several opportunities to achieve our growth ambitions

STRATEGIC MARKET AREA Ll el E

(2022)
GENERAL MANUFACTURING - 28%
GOVERNMENT, EPCs, A&Es .
AND GENERAL CONTRACTORS - 22%
METALS PRODUCTION - 13%
AUTOMOTIVE & .
OTHER TRANSPORT EQUIPMENT - 9%
PAPER AND FOREST . 8%
RAW MATERIALS . 8%
POWER . 6%
LOGISTICS I 3%
CHEMICALS I 3%

*Direct sales channel

| © 2023 Konecranes. All rights reserved.

Top 10
~5-50M€
per customer account

Next 90
~1.3-5M€
per customer account

SALES BY
CUSTOMER
ACCOUNT

Next 900
~250K-1.3M€
per customer account

Remaining ~70,000 customers
Up to 250K€ per customer

account

KONECGRANES



SERVICE 2017-2022

We have a strong performance track record and proven resiliency

MEUR Orders received ~ mmm Net sales =~ —e—Comparable EBITA margin, %
2000 1 18,5 % 18,6 % 18,9 %
16,6 % 172% e > —°
| 15,1 %
1600 13,7 % 1443 1475 4 396
1263 1260 1333 1343
1195 7 1180 1216 1192 1179 1190 1205
1200 -
800 -
400 -
0 J
2017 2018 2019 2020 2021 2022 Q1 2023 R12M
2017-2019 2020-2022 2023->
Post-Demag acquisition Pandemic/supply chain constraints Focus on growth
+ Integration/delivering synergies + Business continuity — essential industries » Agreement base expansion / Offering renewal
« oneKONECRANES deployments/digitalization  Cost flexing and rapid adoption + Continuous improvement
« Focus on profitability « MHE-Demag integration « Digital services/ecosystem

 Bolt-on acquisitions e.g., Whiting

KONECGRANES
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INDUSTRIAL EQUIPMENT 2017-2022

Strong orders recovery while focus remains on improving profitability

Performance hampered by pandemic and supply chain challenges

MEUR Orders received  mmmm Net sales =~ —e—Comparable EBITA margin, %
2000 - 4,7 %
1600 -
31% 1294
1200 4 1129
800 -
400 -
0 J
2017 2018 2019 2020 2021 2022 Q1 2023 R12M
2017-2019 2020-2022 2023->
Post-Demag acquisition Pandemic/supply chain constraints Focus on profitability
« Demag integration project « Safety and cost flexing « Simplify go-to market strategy
« Elimination of overlapping operations + MHE-Demag integration * Price management / Commercial excellence
» Process crane project cost overruns in 2019 » Supply chain and inflation challenges » Complete platform harmonization / Offering renewal
(H2/21-H1/22) « MHE Industrial Products divestment
KONECRANES
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Bringing Service & Equipment together benefits all stakeholders
and enhances our focus on the customers’ lifecycle needs

* Enhanced customer and employee experience

Customer
centricity

* Fully aligned industrial strategy
* Simplified organization and operating model

* Continued segment focus and accountability

Growth

Profitability

KONECGRANES
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Strengthened focus on customer centricity, efficiency and growth

Our new operating model

Bus' ness Area KONECRANES INDUSTRIAL SERVICE & EQUIPMENT (BETA)
Ind ustrial Service End user business/direct channel

- Sales/service & equipment delivery
& Equipment Regional organization — AME/EMEA/APAC

COMPONENT BRANDS (ALPHA)

Distribution business/indirect channel
Distributor development & support
Brand Organization — Demag, R&M, SWF, Verlinde, Donati

L ] L | L
Business Processes & Systems Standard Solutions Warehouse
= Equipment == Automation

CUSTOMER CENTRIC
FRONTLINE ORGANIZATIONS

COMMON BA FUNCTIONS

Commercial & Business Development

Supply Operations

Product Management, Development & Support - SEGMENT SER o=  —mmmccmmmmmmmmmmmmmmmmmmoe SEGMENT TE cocemmmmmmmmmmmmmmmmmmmmmn

Support Functions

KONECGRANES
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Our ambition is to set the benchmark among “industrials”

SERVICE
* Sales growth clearly faster than the market’
« Comparable EBITA margin of 20-24%"

Customer
centricity

EQUIPMENT
* Comparable EBITA margin of 8-10%°

* Sales growth in line with the market’
Growth

Profitability

1 nominal world GDP growth, IMF World Economic Outlook
2 as soon as possible, but no later than in 2027. Profitability range, depending on the cycle.

KONECGRANES
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Strategic Enablers guide key'B

Service growth\‘alp

] usiness Area initiabives delivering
Equipment prai g - |

,,.g" S
Scaling technology innovation

- P

Deepening customer focus Accelerating efficiency

Simplification
Go-to-market channels, operating model,
offering

Commercial Excellence

Customer experience/journey, price
management, sales model evolution, sales
efficiency, account management

Advancing responsible business

Enhancing our winning culture

|- © 2023 Konecranes. All rights reserved.

Operational Excellence

Smart planning, next generation field mobility
tools, E2E process optimization, ML/AI, project
management excellence

Supply chain efficiency

Footprint optimization, lean operations,
supplier diversification, procurement
excellence, customer proximity, configured
products

Portfolio Optimization

Bolt-on acquisitions, new market
entry/expansion, technologies/capabilities,
complementary products & services

Renewed offering

Service Programs, digital services and
ecosystem, predictive maintenance,
equivalent parts, harmonized and scalable
product platforms, automation and smart
technologies, circularity and sustainability,
productized solutions

KONECGRANES
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DEEPENING CUSTOMER FOCUS | ACCELERATING EFFICIENCY | SCALING TECHNOLOGY INNOVATION | ADVANCING RESPONSIBLE BUSINESS | ENHANCING OUR WINNING CULTURE

Our agreement base is the key platform for growth and
asset management throughout the lifecycle

Agreement bas

o . E Inspections, Preventive Maintenance, Predictive Maintenance
PPt - % } Agreement Sales, Inside Sales
o < s 7 ,{1 New business development and renewals
Pr, /o a Lead generation
K00 e Ma/nf: Iy, J J
N 2 e [ &R, %0y
‘\Q Q<@‘ (\a(\c MO/-) /2‘/770(( C@ A \
AR N Corrective Maintenance
-~ # & o Inspector, Technician, Inside Sales
/ I -~ Advice based on findings and condition monitoring — speed
g o@ Konecranes @ E.Q Lead generation
S0 Lifecycle Services 7 =2
S8 and Sustainable Sz
: %‘26 Lifting Solutions - 5 @ / Retrofits, Consultation Services, Mods, Lifting Equipment
Z ! Service Sales, Inside Sales
y Consultative selling, analytics driven lead generation
. N
\\\ 9 O(.)O@eo./,l '/SS 53')\.‘\)92006
- AN . /(/_/SDOW UO\-XQ‘\\(\
Y Spare Parts & Accessories
R Op e - e Inside Sales, eCommerce
Srs A eeeeeanee e ""ba‘)e Transactional, convenient
Ow \\)

from the agree™®
* Includes all channels (direct & indirect)

KONECGRANES
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DEEPENING CUSTOMER FOCUS | ACCELERATING EFFICIENCY | SCALING TECHNOLOGY INNOVATION | ADVANCING RESPONSIBLE BUSINESS | ENHANCING OUR WINNING CULTURE

Achieving organic Service growth

1. Expand agreement base
« Renewed/targeted Service Programs
» Comprehensive agreements for critical/production assets with larger accounts
» Enhanced customer experience driving customer retention

2. Continuously improve sales efficiency, planning and service delivery
 Sales model evolution - leveraging inside sales and customer support
« “Smart” planning tools, automated quotations, and configurator enhancements
* Next generation field mobility tools and parts delivery concept

3. Expand focus on third party equipment
 Equivalent replacement parts
« Hoist and component replacements, retrofits and modernizations
* New equipment (light lifting equipment and cranes)

| © 2023 Konecranes. All rights reserved.
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DEEPENING CUSTOMER FOCUS | ACCELERATING EFFICIENCY | SCALING TECHNOLOGY INNOVATION | ADVANCING RESPONSIBLE BUSINESS | ENHANCING OUR WINNING CULTURE

Renewed Service Programs

Each tailored to a different customer segment to enhance customer experience and retention

COMPLETE

Comprehensive
Maintenance &
Operations Program

Complete outsourcing of equipment
maintenance and operation,
collaboration to establish material
handling and performance objectives
and extend lifecycle value and total cost
of ownership for the entire operation.

Q CONDITION

Inspection/Routine
Maintenance Program
Addresses safety and compliance

requirements and is streamlined with
a digital and automated process.

e

Preventive/Predictive
Maintenance Program

Optimize asset performance and
improve safety, productivity and
sustainability with digital and
advanced services to support
predictive maintenance.

-
t‘}, COMMITMENT

Comprehensive
Maintenance Program

Outsourced asset management is
tailored to industry and application
requirements to achieve the highest
lifecycle value.

KONECGRANES
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DEEPENING CUSTOMER FOCUS | ACCELERATING EFFICIENCY | SCALING TECHNOLOGY INNOVATION | ADVANCING RESPONSIBLE BUSINESS | ENHANCING OUR WINNING CULTURE

Digital enablers in Service

Helping us enhance the customer experience and to deliver services more efficiently

UNIFIED CUSTOMER PORTAL CUSTOMER ENGAGEMENT / SALES ENABLEMENT/ OFFER CONFIGURATION

» Consolidated customer
account information in one
view with visibility to sales
cases, service requests, etc

» Engaging content focused on
customer needs

« Self-service tools for quicker
contact and support
» Configure quotes and share

« Full relationship view
relevant content to customers

SMART PLANNING NEXT GENERATION MOBILITY APPS FOR FIELD OPERATIVES

 Guides behavior, provides feedback,
and ensures process adherence

 Schedule work aligned with
technician proximity, skill and

material availability - Intelligent troubleshooting platform

« Optimized for most efficient helps diagnose and repair in the field

customer response time

« Live tech support available via video

KONECGRANES
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DEEPENING CUSTOMER FOCUS | ACCELERATING EFFICIENCY | SCALING TECHNOLOGY INNOVATION

ADVANCING RESPONSIBLE BUSINESS | ENHANCING OUR WINNING CULTURE

Unmatched offering and leading technology

Creating customer value with a broader offering and digital services

EQUIVALENT PARTS

CHECKAPP FOR DAILY INSPECTIONS

NO. OF ASSETS WITH CHECKAPP
80K

60K
40K
20K

0K

2021

2022
mno. of assets with CheckApp

| © 2023 Konecranes. All rights reserved.

TRUCONNECT | SUPPORTING PREDICTIVE MAINTENANCE

TRUCONNECT TRUCONNECT TRUCONNECT TRUCONNECT
Remote Brake Wire Rope Retrofits
Monitoring Monitoring Monitoring

s peering atats —_— Repair quote

| *‘* ~ @ 6086 ‘
" oI -

PREDICTION MODELS

Predictions based on — SERVICE REQUEST
TRUCONNECT data of needed —_—

maintenance actions. Repair order

TRUCONNECT WARNINGS A

Hoist/brake, wire rope has
reached its economical
lifetime. —

gy

an

DIGITIZED SLINGS & ACCESSORIES INSPECTION

SLINGS & ACCESSORIES INSPECTION

120K
100K
80K
60K
40K
20K o
0K [ ]
Q1 Q1
2022 2023

B cumulative # of inspected devices 2022-2023

KONECGRANES



DEEPENING CUSTOMER FOCUS | ACCELERATING EFFICIENCY | SCALING TECHNOLOGY INNOVATION | ADVANCING RESPONSIBLE BUSINESS | ENHANCING OUR WINNING CULTURE

Acquisition opportunities across various sectors

BOLT-ON ACQUISITIONS @ TECHNOLOGIES / CAPABILITIES
 Targeting installed base, service opportunities « Industrial automation, systems integration,
- Adding certain customer segments and field material flow simulation
technical resources « Opportunity to offer a holistic solution to the
« Able to quickly integrate creating significant customer to optimize production and intralogistics

synergy potential
« Recent case: Whiting

0
NEW MARKET ENTRY / EXPANSION COMPLEMENTARY PRODUCTS & SERVICES
& &
« Significant markets where we have little or no « Manual products, slings and accessories, industrial
presence inspections

» Many of these products and services are currently
being offered but not to a wide extent

KONECGRANES
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DEEPENING CUSTOMER FOCUS | ACCELERATING EFFICIENCY | SCALING TECHNOLOGY INNOVATION | ADVANCING RESPONSIBLE BUSINESS | ENHANCING OUR WINNING CULTURE

Technicians are at the heart of our success and key to our growth

IMPROVE PRODUCTIVITY INCREASE RETENTION ACTIVELY RECRUIT

Field operative time and tasks focused on
our customers and their assets

Continuously improving the employee Always searching for our future talent
experience

KONECRANES
| © 2023 Konecranes. All rights reserved.



DEEPENING CUSTOMER FOCUS | ACCELERATING EFFICIENCY | SCALING TECHNOLOGY INNOVATION | ADVANCING RESPONSIBLE BUSINESS | ENHANCING OUR WINNING CULTURE

Service growth plan

Proven business model | continuous improvement | sales acceleration

Sales growth clearly

faster than the market! ¢

Customer experience/journey

Continuous improvement of
service delivery E2E process

Sales
Account management

Sales model evolution

Renewed Service Program with
segmented offering

2022 Commercial Excellence  Agreement Large account Small account New service  Bolt-on acquisitions 2027
Price management retention penetration  optimized offering products  geographical expansion

1 nominal world GDP growth, IMF World Economic Outlook

KONECGRANES
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DEEPENING CUSTOMER FOCUS | ACCELERATING EFFICIENCY | SCALING TECHNOLOGY INNOVATION | ADVANCING RESPONSIBLE BUSINESS | ENHANCING OUR WINNING CULTURE

Simplifying our go-to-market strategy drives agility and efficiency

Dual channels with shared equipment platforms ensure market coverage, drive economies of scale and enhance profitability

END USERS END USERS

*

CRANE BUILDERS, DISTRIBUTORS,
COMPONENT INTEGRATORS

*

END USER CHANNEL > BETA

KONECGRANES

DISTRIBUTION CHANNEL > ALPHA

MARKET-SPECIFIC BRANDS AS NEEDED

Focused and clearly defined sales channels, brands and offering with
dedicated teams for direct (end user) and indirect (distribution) channels

KONECGRANES

| © 2023 Konecranes. All rights reserved.



DEEPENING CUSTOMER FOCUS | ACCELERATING EFFICIENCY |

SCALING TECHNOLOGY INNOVATION | ADVANCING RESPONSIBLE BUSINESS | ENHANCING OUR WINNING CULTURE

Product harmonization and digitalization drive profitability

Core of Lifting “purpose built” components enable competitiveness and economies of scale

PRODUCT OFFERING

ELECTRIC - P
CHAIN HOIST e

LIGHT CRANE -
SYSTEMS .

STANDARD
WIRE ROPE HOIST

STANDARD
CRANES

| © 2023 Konecranes. All rights reserved.

PLATFORMS 2018

TARGET 2023-2025
PLATFORMS 2022*

GLOBAL PLATFORMS*

3 1
1 1
4 1
5 2

BENEFITS OF SCALABILITY

Cloud services
Data driven value

Crane software layer
Intelligent control, advanced features,
connectivity, Digital CX

Electrical system
Scalable common architecture across
the product lines

Mechanical structure
A solid platform fulfilling
market criteria

*NOTE: Excludes local/niche/special application products

KONECGRANES



DEEPENING CUSTOMER FOCUS | ACCELERATING EFFICIENCY | SCALING TECHNOLOGY INNOVATION | ADVANCING RESPONSIBLE BUSINESS | ENHANCING OUR WINNING CULTURE

Next Generation Light Lifting Equipment

Delivering growth opportunities and enhanced profitability

NEW ELECTRIC CHAIN HOIST PLATFORM EXPANDED LIGHT CRANE SYSTEM OFFERING
« Full range offering: basic/competitive through advanced/premium » Expanded range, options and applications
« Shared mechanical platforms, » Free Standing Systems, increased spans, aluminum
« Differentiation through controls, digitalization, options and services » Ergonomics/manipulators, automation, cartesian robots
+ Configurable offering drives economies of scale * Full range extended to Konecranes utilizing well known KBK brand
- 44;‘¥ »

KONECGRANES
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DEEPENING CUSTOMER FOCUS | ACCELERATING EFFICIENCY | SCALING TECHNOLOGY INNOVATION | ADVANCING RESPONSIBLE BUSINESS | ENHANCING OUR WINNING CULTURE

Setting the new standard of lifting

» Higher performance

« Future proof: meeting the norms and
standards of the future

» Eco-efficient

THE ADVANCED CRANE
Electrics 2.0

» Qver-the-air upgradeable features S-SERIES LOW HEADROOM HOIST

(R hoist platform)

» Scalable offering

« Connected Smart Features

SMART, CONNECTED

« Lower production costs RADIO CONTROL

* New earning models

» Proprietary/patented technology

KONECGRANES
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DEEPENING CUSTOMER FOCUS | ACCELERATING EFFICIENCY | SCALING TECHNOLOGY INNOVATION | ADVANCING RESPONSIBLE BUSINESS | ENHANCING OUR WINNING CULTURE

Process Cranes

Improving process cranes profitability through productization, commercial and project management excellence

ASSEMBLY DUTY PROCESS DUTY

General Industry-specific Tailored

Demanding applications in general industry, power generation, etc. Applications such as WTE, die handling, aviation, paper Applications such as hot metal
Productized Tailored Productized Tailored
20% 25% 55% 40% 40% 20%

Process cranes provide significant lifecycle management opportunities and are an essential part of the offering as it comes to large customers.

KONECGRANES
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DEEPENING CUSTOMER FOCUS | ACCELERATING EFFICIENCY | SCALING TECHNOLOGY INNOVATION | ADVANCING RESPONSIBLE BUSINESS | ENHANCING OUR WINNING CULTURE

We continue to evaluate our manufacturing footprint to ensure agility
and competitiveness in changing environments and conditions

« Crane manufacturing capacity
supplemented by subcontracting

network
« Component manufacturing centralized
in global and regional hubs -
AME EMEA  APAC .:” "
([ ]
SUPPLY 4 5 9 . \ “
[ J [ ]
WINCHES @1 o ©
%
L ]
ST poss T ®1 0 @1 ©1
[

LIGHT

LIFTING D1 P

EQUIPMENT

Regional hubs supply multiple products and platforms @ Global hub
Crane factories in US and China are co-located with ° . .
component factories @@ Regional hubs Component supply production site

®  Hybrid crane/component supply production site

®  Crane supply production site

KONECGRANES
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DEEPENING CUSTOMER FOCUS | ACCELERATING EFFICIENCY | SCALING TECHNOLOGY INNOVATION

Equipment profitability improvement plan

ADVANCING RESPONSIBLE BUSINESS | ENHANCING OUR WINNING CULTURE

EUR 40-50m

~_ @

I
COMP. e
EBITA -
-
I
Business
transformation
2022 Operating model &  Sales model Platform Footprint Divestitures
go-to-market evolution harmonization optimization
simplification
'f':;‘:ﬁ;wes comparable Price Intra-logistics
currencies — not inflation adjusted. management

| © 2023 Konecranes. All rights reserved.

Next Generation  Sales leverage Latest in
Products lower cost 2027
structure

KONECGRANES



DEEPENING CUSTOMER FOCUS | ACCELERATING EFFICIENCY | SCALING TECHNOLOGY INNOVATION | ADVANCING RESPONSIBLE BUSINESS | ENHANCING OUR WINNING CULTURE

Working as one customer-centric team

Industrial Service & Equipment is well-positioned to deliver its plan

SERVICE
« Service Programs renewal / Agreement base expansion

Enhanced customer experience/journey

Commercial Excellence / Price Management

Continued optimization of sales and service delivery

Equivalent Parts for third party equipment

Bolt-on acquisitions

. Servic$ sales growth clearly faster than the
market

Comparable EBITA margin of 20-24%°

1 nominal world GDP growth, IMF World Economic Outlook

2 as soon as possible, but no later than in 2027. Profitability range, depending on the cycle.

| © 2023 Konecranes. All rights reserved.

EQUIPMENT
« Go-to market / operating model simplification

Platform harmonization/rationalization

Commercial Excellence / Price Management

Renewed offering

Supply chain efficiency / Operational Excellence

Portfolio optimization

*  Equipment progitability: comparable EBITA
margin of 8-10%

Sales growth in line with the market'

KONECGRANES
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