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SUMMARY Q1/2013 
 
 
 
 

REVENUE   - 5.2% 
ADJUSTED EBIT MARGIN      8.5% 
ORDER BOOK € 832 million 
 
 
 
 
 
 

Revenue (€ million) Adjusted EBIT Margin 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
* Comparable key figures for Q1/12 reflect the deduction of the results of our Hydraulics Business from 
the actual Q1/2012 figures. 
 
 
 
 
 
 
 

 
 
 

We are a leading global supplier of industrial trucks and we are well-positioned to capture growth 
opportunities in our European home market as well as across global growth regions by leveraging our 
leading market positions, our global sales and service network, our comprehensive product and service 
offering, our technological leadership and our multi-brand offerings. We are the largest manufacturer of 
industrial trucks in Europe and the second largest manufacturer globally.
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KION Group key figures *)

€ million
Q1

2013
Q1

2012 Change
Q1

2013
Q1

2012 Change

Order intake (in €) 1,145.3 0 - 1,145.3 1,207.2 -5.1%
Order intake (in units) 38,000 0 - 38,000 39,100 -2.8%
Order backlog 832.2 - 832.2 984.3 -15.5%
Revenue 1,085.2 0 - 1,085.2 1,144.4 -5.2%

EBITDA 169.0 0 - 169.0 173.6 -2.7%
Adjusted EBITDA¹ 167.9 0 - 167.9 175.4 -4.3%
Adjusted EBITDA Margin¹ 15.5% #DIV/0! - 15.5% 15.3% -
EBIT 86.4 0 - 86.4 90.7 -4.7%
Adjusted EBIT¹ 92.8 0 - 92.8 101.2 -8.3%
Adjusted EBIT Margin¹ 8.5% #DIV/0! - 8.5% 8.8% -

Net income 28.6 0 - 28.6 16.5 73.2%

Capital expenditures 25.2 0 - 25.2 25.2 -0.2%
Free cash flow² -4.7 0 - -4.7 -73.7 93.7%

Total spending on R&D³ 28.0 0 - 28.0 30.6 -8.4%
R&D spending/revenue (%) 2.6% #DIV/0! - 2.6% 2.7% -
   New  trucks & hydraulics (%) 4.6% #DIV/0! - 4.6% 4.6% -

€ million 31/03/2013 31/12/2012 Change

Trade working capital 611.6 529.3 15.5%
Cash and cash equivalents 534.2 562.4 -5.0%
Equity 723.1 660.7 9.5%
Net financial debt 1,824.4 1,790.1 1.9%

 Number of employees incl. apprentices and trainees 21,421 21,215 1.0%

1 Adjusted for KION acquisition items and non-recurring items
2 Free cash flow  is defined as Cash f low  from operating activities plus Cash flow  used in investing activities
3 Including amortization expense, depreciation and capitalization

*) Key figures for the prior year periods in this report were adjusted due to the retrospective application of IAS 19R 
(2011)
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DISCLAIMER 
 
We have included in this Quarterly Report the unaudited condensed interim Consolidated Financial 
Statements of KION Holding 1 GmbH. KION Holding 1 GmbH owns all the shares in KION Holding 2 
GmbH, which in turn is the sole shareholder of KION GROUP GmbH. KION GROUP GmbH acts as 
our management holding company. 
 
This report should be read in conjunction with the 2012 Annual Consolidated Financial Statements of 
KION Holding 1 GmbH available on our website. This report provides updated or additional 
information to the financial statements. 
 
In this report, the accompanying unaudited condensed interim financial statements of KION Holding 1 
GmbH as of and for the relevant period ended 31 March 2013 have been prepared in accordance with 
International Financial Reporting Standards (“IFRS”) as adopted in the EU. The financial information 
and financial statements included in this report are presented in Euro. Certain numerical figures 
included in this report have been rounded. Therefore, discrepancies in tables between totals and the 
sums of the amounts listed and between figures in tables and their respective analysis in the text of 
the report may occur due to such rounding. All changes in percentage and ratios were calculated 
using the underlying data in € thousands. 
 
This report contains information, data and predictions about our markets and our competitive position. 
We have not verified the accuracy of such information, data or predictions contained in this report that 
were taken or derived from industry publications, public documents of our competitors or other 
external sources. We believe that the information, data and predictions presented in this report provide 
fair and adequate estimates of the size of our markets and fairly reflect our competitive position within 
these markets. However, our internal estimates have not been verified by an external expert, and we 
cannot guarantee that a third party using different methods to assemble, analyse or compute market 
information and data would obtain or generate the same results. In addition, our competitors may 
define our and their markets differently than we do. 
 
The discussion includes forward looking statements, which, although based on assumptions that we 
consider reasonable, are subject to risk and uncertainties, which could cause actual results, events or 
conditions to differ materially from those expressed or implied herein. Investors are cautioned not to 
place undue reliance on these forward looking statements, which speak only as of the date hereof. We 
undertake no obligation to release publicly the result of any revisions to these forward-looking 
statements which may be made to reflect events or circumstances after the date hereof, including, 
without limitation, changes in our business or strategy or planned capital expenditures, or to reflect the 
occurrence of unanticipated events. We provide a cautionary discussion of risks and uncertainties 
under ‘‘Risk Factors’’ contained elsewhere in this report. These are factors that we think would cause 
our actual results to differ materially from expected results. Other factors besides those, however, 
could also adversely affect us. 
 
The information contained herein is given as of its date. KION Group GmbH undertakes no 
responsibility to update any information. 
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BUSINESS 

Overview  
We are a leading global supplier of industrial trucks and related services. Our trucks and related 
services provide crucial links in our customers' worldwide supply and production chains. We benefit 
from leading market positions in many developed and growth markets, a global sales and service 
network, a multi-brand offering backed by a comprehensive product and service range and 
technological leadership. As the largest global pure play manufacturer of industrial trucks worldwide 
we offer our customers a full range of products including warehouse and counter-balance trucks with 
both internal combustion engines (IC-trucks) and electric motors (E-trucks), across the premium, value 
and economy segments. We are the largest manufacturer of industrial trucks in Western and Eastern 
Europe and the second largest manufacturer globally in terms of unit sales in 2011. Our market share 
in Western Europe (including Turkey) was approximately 36% in 2012 (in the three-month period 
ended March 31, 2013: 37%) and our Eastern European market share (including Russia) was 
approximately 22% in 2012 (the three-month period ended March 31, 2013: 23%), with a global 
market share in 2012 of approximately 15% and a market share of above 40% in France and 
Germany. In China, we are the overall number three competitor and the largest non-domestic player. 
Other than in China and Eastern Europe, we are also a leading industrial truck manufacturer in other 
important growth markets such as South Asia and South and Central America (Source: calculated on 
the basis of World Industrial Truck Statistics, WITS/European Federation of Materials Handling, FEM). 
We operate 15 separate production sites and eleven sites with research and development activities. 
Our products are sold by more than 1,200 sales and/or service locations (owned or third party) in over 
100 countries. As of March 31, 2013, we employed 21,421 employees (full time equivalent, FTE). 
 
We complement our products with a comprehensive service offering geared to our customers' specific 
needs, including after-sales service and spare parts, financial services, fleet management and 
software solutions. Our service activities are an essential part of the value proposition for our 
customers that not only drive our new truck sales business but also generate higher margins and more 
stable revenue on a stand-alone basis. We benefit from an installed truck base of over one million 
trucks, generating replacement needs and service revenue. 
 
We operate our business through our two global brands, Linde and STILL, and through our four 
regional brands, Fenwick (France), OM STILL (Italy), Baoli (mainly China and certain growth markets) 
and Voltas (India). We report and manage our business under two main operational segments: LMH 
(including the Linde, Fenwick and Baoli brands) and STILL (including the STILL and the OM STILL 
brands). Our financial services activities are combined in our new Financial Services segment. Central 
functions for our Group, the Voltas brand and other activities not allocated to the LMH and STILL 
segments are managed in our Other segment. 
 
The principal geographical markets in which we offer our products are Western and Eastern Europe, 
China, India and South and Central America. We recently entered into a strategic industrial 
cooperation with Weichai Power Co., Ltd. ("Weichai Power", and together with its affiliates, the 
"Weichai Group"), a leading Chinese automotive and equipment manufacturer and a publicly listed 
company in Hong Kong, China, that is part of the state-owned Shandong Heavy Industry Group. 
Through this strategic partnership, we expect to gain additional access to key Asian growth markets 
by leveraging Weichai Group's strong local roots, relationships and distribution networks and we will 
have access to a larger supplier base throughout China and Asia. 
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Our Strategy  
Our strategy builds on our competitive strengths and is centered on two main objectives: achieving 
sustainable long-term growth above market and achieving the highest profitability and efficiency by 
production and cost optimization. To reach these targets we will focus in particular on the following key 
strategic objectives: 

Strengthen our Leadership Position in Core Markets in Europe  
We aim to maintain the strong market leadership position that we have achieved in the Western and 
Eastern European markets in 2011 (Source: McKinsey, Industrial Trucks Market, 2012) by leveraging 
our strong brands and remaining at the forefront of technological innovation, while increasing the 
benefits from the growing and attractive service business, which is highly valued by our customers. 
Our Linde and STILL brands are full-line premium brands with a distinct profile and a complete product 
range and independent distribution channels, both providing us with a unique market leadership 
position and high penetration of the premium segment, while at the same time realizing synergies in 
operations. 

Leverage Technological Innovation and Customization  to Expand Premium Pricing  
We offer a high level of innovation and customization for our trucks, addressing the premium segment 
of the market to accommodate the wide range of applications for which our customers use their trucks. 
Customization allows premium pricing because we can differentiate our products from those of others 
on the basis that they are tailored to specific customer demands. Approximately 30-40% of our new 
IC-trucks and E-trucks have customer specific solutions, such as compressed natural gas engines 
(“CNG-versions”), special attachments (e.g. multiple fork positioners and clamps) and foundry 
versions. The customization of our product offering is important to our premium customers, particularly 
in Europe, who seek a combined product and service offering to address their specific needs in 
material handling and automated production solutions. We believe that the technological leadership of 
our products, the high degree of customization and our comprehensive service offering translate into 
superior customer benefits, including a reduction in total ownership and operating costs. We intend to 
increase customer benefits and to reduce cost of ownership and operations by introducing innovative 
drive systems which enable high productivity, advanced cabin ergonomics and suspension which 
reduce operator fatigue, intelligent intralogistics solutions and improved safety concepts. 

Expand Service Offerings 
In 2011, the total market for after sales had a volume of €11 billion (Source: McKinsey, Industrial 
Trucks Market, 2012). Approximately half of the after sales market is held by non-OEM service 
providers such as independent dealers. We aim to increase our share of the services market by 
expanding our service locations network in attractive growth areas and to expand the offer of short 
term rental fleets in specific markets with high demand for short term availability of additional trucks. 
To further grow our service business, we can leverage our large installed truck base of over one 
million trucks (approximately 685,000 trucks in our LMH segment and approximately 425,000 trucks in 
our STILL segment) which will further grow if our new annual truck sales increase. According to our 
estimates, the market leading scale of our installed truck base in Europe together with a dense 
network of service locations allows us to supply spare parts and to offer maintenance services to our 
customers in a highly effective and efficient way. We intend to broaden the scope of our service 
offering to address the entire product lifecycle and different usage patterns. Such additional services 
include fleet management, IT solution for efficient goods flow management and all types of financial 
services relating to truck usage. We believe that our full product and service offering increases our 
value proposition and helps to strengthen customer loyalty. By growing the more resilient and higher 
margin services business, we intend to reduce earnings volatility, increase predictability of our 
revenue and drive profitability by increasing our market share and carrying out our pricing based on 
customer value. 

Tap Full Market Potential in Growth Regions 
We intend to make use of our excellent position in important growth markets (China, India, Brazil and 
Eastern Europe) in order to benefit from the expected increase in demand in those markets as those 
economies develop with increasing industrial output and more sophisticated logistic networks. Based 
on our existing products and platforms, we plan to introduce more products designed specifically for 
these markets under local brands which are geared towards the demand in those markets. We aim to 
achieve this through targeted local investments in manufacturing capacity, product research and 
development of our sales and services presence. This strategy also includes the targeted acquisition 
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of dealers in markets important to us, as well as the development of local ventures such as VMH in 
India as well as potential acquisitions of small, local or regional manufacturers that we can 
successfully integrate into the KION Group as we have done with Baoli in China in 2009. Our strategic 
industrial cooperation with Weichai Group will also provide additional opportunities to build upon our 
strong presence in Asia, providing further growth in the region. In particular, we aim to build a 
presence in the fast growing industrial truck markets of Thailand and Malaysia by expanding our 
distribution network. With respect to our growth strategy in these markets we intend to use our multi-
brand strategy, with our Linde, Fenwick, STILL, OM STILL, Baoli and Voltas brands, to reach a wide 
range of regions and customers, as well as the economy, value and premium market segments. At the 
same time we can leverage our existing global technology and shared product platform. For example 
our warehouse truck OM CLX, which was developed for the European market, was adapted to local 
market requirements using local sourcing, production and R&D and then offered in China under the 
Baoli brand and in India under the Voltas brand. An IC-truck designed by Baoli for the economy 
segment was manufactured and marketed in India under the Voltas brand and in Brazil under the 
STILL brand with key components supplied by Baoli. For our expansion in South Asia we can use the 
product portfolio specifically developed for the Chinese market under the Baoli brand. This platform 
sharing strategy together with local manufacturing reduces time-to-market and gives us cost 
advantages which facilitate penetration in growth markets.  

Reduce Costs by Optimizing Production and Exploitin g Group-Wide Synergies 
We have a presence in over 100 countries and operate 15 separate production sites worldwide. In the 
last few years, we have streamlined our production footprint in developed markets and closed six 
plants to lower fixed costs and better utilize existing facilities. At the same time, we have built up our 
local production facilities in key growth markets, such as Brazil, India and China. We intend to 
continue this shift of production to markets with high growth rates. We plan to increase sourcing of 
components from low-cost countries (countries other than countries from the EU-15 area, EFTA, USA 
and Japan). In 2012, the share of components sourced from low-cost countries was approximately 
26% of total procurement, which we intend to significantly increase. In particular, in markets where we 
have local production facilities we will increase the share of locally sourced components. We plan to 
further reduce costs by increasing the number of modules that are used across various brands and 
products without jeopardizing brand identity. We currently use 55 modules which are shared across 
brands and platforms, for example the IC engine which is used by all brands for trucks addressing the 
premium segment, the steering power module for warehouse trucks and the lithium-ion batteries for E-
trucks. Standard heating and air conditioning units are used for all models across brands which are 
equipped with such systems. The sharing of modules reduces time-to-market, enhances quality and 
leverages R&D resources. We have set up interdisciplinary workshops which will coordinate R&D 
projects across brands and explore further possibilities in component sharing across brands and 
standardizing design. In addition, we plan to implement design-to-cost and design-to-manufacturing 
initiatives. This will include, in particular, better use of industry standards for components and 
simplification of construction of products, use of shapes that are easier to manufacture and a reduction 
of pre-assembly time through simpler processes, for example bolting instead of welding initiatives will 
also reduce time-to-market and increase quality. To improve the reliability of our products and to 
reduce customer complaints and costs for repair work under product guarantees we have 
implemented processes to identify the roots of problems reported by customers and to implement the 
solutions found, either design adjustments or production process change, throughout the production 
network. Through these measures we have reduced the complaints of customers made within the first 
50 hours of use of a new truck by half over the last three years. We intend to further improve our 
operational performance. Our operations and production strategy aims to continuously improve our 
cost structure and reduce fixed costs in order to drive margins and improve flexibility to adjust even 
more efficiently to the demand cycles of our new truck sales. 
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Our Strengths 

Established Leader in Attractive Market  
We are the leading industrial truck manufacturer in Western and Eastern Europe and the second 
largest industrial truck manufacturer globally by revenue and units in 2011 (Source: McKinsey, 
Industrial Trucks Market, 2012). In China, we are the third largest supplier after Anhui Heli Co. Ltd, 
China and Hangcha Group Company Ltd, China, and the largest non-domestic supplier (Source: 
Global and China Forklift Industry Report 2012). Other than in China and Eastern Europe, we are also 
a leading industrial truck brand in other important growth markets such as South Asia and South and 
Central America (Source: calculated on the basis of WITS/FEM). In Brazil, we are among the market 
leaders for E-trucks and warehouse trucks (Source: calculated on the basis of WITS/FEM). We 
operate in a market with attractive dynamics. We believe that the growth in our market is driven by 
fundamental economic forces, including globalization, growing population and goods production, 
growing international trade and shipping volumes and increasing fragmentation of supply chains. This 
fragmentation of supply chains is a result of the global trend of increasing specialization in production 
and logistics and the outsourcing and relocating of production closer to consumers or to low-cost 
regions so as to realize cost savings. Growth is also being driven by increasing demand in growth 
markets, where expanding industrial production and mechanization drive the need for logistics and 
material handling solutions such as industrial trucks. In more mature markets, such as Western 
Europe, growth is more moderate, but stable supported by a combination of replacement demand 
generated by a large and stable installed truck base worldwide (approximately 685,000 trucks in the 
LMH segment and approximately 425,000 trucks in our STILL segment) and incremental sales built on 
technological innovation and new tailor-made offerings which combine a customized product and 
service package. 

A Global Pure Play Market Leader with Strong Positi on in Core Markets based on Successful 
Multi-brand Strategy  
We focus purely on industrial trucks. We are the leading industrial truck manufacturer in Western and 
Eastern Europe and the second largest industrial truck manufacturer globally by revenue and units in 
2011 (Source: McKinsey, Industrial Trucks Market, 2012). With our broad product range, our multiple 
brands and global reach we can benefit from economies of scale and achieve cost savings. We 
operate our business through a multi-brand strategy, allowing us to strategically position ourselves 
across a wide range of products, geographies, regions and customer preferences. Through our 
multiple brands, we offer a complete product range of new industrial trucks, from small low-lift pallet 
trucks to large trucks for heavy loads. Our customers are highly diversified in terms of end markets 
and geography, which reduces the risk profile of our business. Our top ten customers for the KION 
Group only represented 6.3% of our total revenue in 2012. Through our broad product range across 
many price segments and brands we share components and key modules. This allows us to benefit 
from economies of scale in R&D, procurement and production and to achieve high margins while 
offering competitively priced products. We have demonstrated our ability to expand our business by 
successfully entering growth markets in order to benefit from their development. Approximately 29% 
(in terms of units) of our new trucks were sold to customers in growth markets in 2012, mainly in 
China, Brazil and Eastern Europe. We believe that our strong local presence in these growth markets 
combined with our established local supply chains, manufacturing capacity, research and 
development facilities and service operations will allow us to capture additional sales volumes as 
these markets continue to grow. We have been operating in China since 1993. Our Linde brand was 
one of the first non-domestic brands present in China. Meanwhile, it has become the leading non-
domestic brand in material handling in China (Source: Global and China Forklift Industry Report 2012). 
We currently have two production facilities in China (Jingjiang and Xiamen). Since the acquisition of 
Baoli in 2009, we have built up a strong sales and service network with approximately 150 sales and 
service locations which offers the full range of our products and addresses all segments of the market. 
Through our newly established strategic industrial cooperation with Weichai Group, a leading Chinese 
automotive and equipment manufacturer, which is part of the state-owned Shandong Heavy Industry 
Group, we believe we will be able to strengthen our position in China and other important Asian 
growth markets. Weichai Group has a service network in China with more than 500 service centers, 
which we can build on to expand our sales and service network in China. Through joint procurement 
and cooperation in the supply of components, Weichai Group will grant us access to its supplier base 
in China and Europe, which we anticipate will lead to cost savings. In addition, Weichai Group's large 
customer base in Asia offers significant cross selling opportunities.   
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Premium Positioning and Customer Value Driven by Te chnology Leadership 
We are at the technological forefront of the IC-truck and E-truck segments, and we believe we have a 
leading technological position in warehouse trucks. We believe our technological leadership, which is 
driven by high R&D spending, enhances the overall value proposition we offer to our customers and 
allows us to achieve premium pricing and high levels of repeat business. Our LMH and STILL brands 
are technological leaders whose innovations create tangible value for their customers by increasing 
efficiency and productivity of material handling by reducing total cost of ownership and operations. In 
2012, our total R&D spending amounted to €120.2 million, which is equal to 2.5% of our total revenue 
for that year and capitalized R&D costs accounted for 33.0% of our total capital expenditure. During 
the last three years, our R&D spending has always been well in excess of €100.0 million and we 
maintained our R&D spending level during the financial crisis in 2008 and 2009. As of March 31, 2013 
we had 852 employees (FTE) working in our R&D departments worldwide. We have eleven local 
research and development facilities worldwide that focus on specific customer requirements in local 
markets. Two of these local facilities are in China, one is in Brazil and one in India. We believe that as 
a result of our technological strength, the total cost of ownership and operation of our premium trucks 
is significantly lower than that of many other trucks. This is due to overall cost efficiency, higher 
productivity of the trucks, lower service costs, customer specific product options and higher residual 
values. This allows us to charge a premium for both our Linde and STILL products. 

Integrated Business Model with High Service Revenue  
Our product portfolio covers all types of trucks (including IC-trucks and E-trucks, warehouse trucks, 
heavy trucks and very narrow aisle trucks) in all price segments of the markets (premium, value and 
economy). We offer a high level of innovation and customization for our trucks addressing the 
premium segment of the market and accommodating the wide range of applications for which our 
customers use their trucks. This comprehensive product portfolio is complemented by a broad service 
offering, comprising the supply of spare parts, repair and maintenance (increasingly based on multi-
year service contracts), marketing of used trucks, provision of service packages, short-term rental, 
financing services and logistic systems solutions. In the financial year 2012, we generated 
€1,907.4 million of our revenue from our service offerings. This represented 40.4% of our total 
revenues in the financial year 2012. For the three-month period ended March 31, 2013, the revenue 
from our service offerings amounted to €473.7 million, compared to €471.8 million in the three-month 
period ended March 31, 2012. This revenue stream benefits from our installed truck base of over one 
million trucks worldwide (approximately 685,000 trucks in our LMH segment and approximately 
425,000 trucks in our STILL segment) and is less volatile than new truck sales. Our global network of 
over 1,200 sales and/or service locations (owned or third party) in over 100 countries comprises 
approximately 12,850 direct and additional external multi-skilled service staff. In addition to supply of 
spare parts, repair and maintenance services, our service business offers customized service 
packages and offers short-term rental agreements. The after sales market offers attractive growth 
opportunities. In 2011, this market generated revenue of approximately €11 billion. 50% of this market 
is still held by third parties, including independent dealers (Source: McKinsey, Industrial Trucks 
Market, 2012). We are well positioned to increase our market share through our global sales network 
and the acquisition of selected dealers in regions with attractive growth opportunities. We also offer 
financing to our customers when purchasing new trucks. The arrangements can take different forms. 
Either the new trucks are sold to leasing companies which lease it to the customers with residual value 
or default guarantees or the trucks are sold under a sale-and-lease-back arrangement to a leasing 
company and subsequently sub-leased to a customer.  

Attractive profitability margins 
In 2012, we achieved an Adjusted EBIT margin of 9.3%. For the three-month period ended March 31, 
2013, we achieved an Adjusted EBIT margin of 8.5%, compared to 8.8% in the three-month period 
ended March 31, 2012. Excluding the Former Linde Hydraulic Business, on a comparable basis our 
Adjusted EBIT margin for the three-month period ended March 31, 2012 amounted to 8.2%. Our 
Adjusted EBIT margin is driven by our technology and the cost efficiency of our products (which allow 
premium pricing), our broad product range with a high degree (approximately 30-40% of our new IC-
truck and E-truck orders) of customization in the premium segment of the market, economies of scale 
due to our high production base and synergies within KION Group. Our efficient production operation 
after the successful implementation of cost reduction programs and the high share of revenue from 
service offering, which generate higher margins than the new truck business also drive our Adjusted 
EBIT margin. We have a strong track record of identifying and implementing programs to increase our 
efficiency, reducing fixed costs and driving up our margins. Measures we have implemented include 
the streamlining of our global production footprint through the closure of our former manufacturing site 
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in Basingstoke, United Kingdom, the downsizing of two further sites in Germany, as well as the 
relocation and closure of two production sites in Bari, Italy, and Montataire, France. Furthermore, we 
announced in February 2013 the sale of our container handling business in Merthyr Tydfil, United 
Kingdom, to Konecranes. The transaction closed on April 30, 2013. Production in the plant in Merthyr 
Tydfil, United Kingdom, will cease during October 2013. At the same time we have been expanding 
our production in growth markets with reduced costs and increased localization of production lines and 
R&D to enable us to provide tailored products for specific markets. These measures have improved 
capacity utilization of our other production sites and lowered our fixed cost bases. In 2011, we 
rationalized our cost base in Europe through combining our OM and STILL segments, while 
maintaining our leading position in Italy utilizing the OM STILL brand. During the economic downturn 
in 2008 and 2009 we reduced our capacity worldwide by 20% and increased the numbers of 
temporary staff in our employee base in the period of recovery beginning 2010. These measures have 
lowered our fixed cost base and have significantly increased the flexibility of our cost structure. As a 
result, we have improved our ability to adjust our cost base to cyclical demand fluctuations. We 
continuously implement additional operational improvements, such as common production standards, 
modular concepts for industrial truck development, optimization of our product portfolio, design-to-cost 
initiatives and supplier management. We try to optimize our material costs by increasingly sourcing 
components from low cost countries (countries other than countries from the EU-15 area, EFTA, USA 
and Japan) and building up a global sourcing network. In 2012, 26% of our materials and components 
were sourced in low-cost countries and we intend to further increase this share. 

Experienced Management Team 
Our senior management team has extensive experience across our industry and has an excellent 
track record in the execution of our growth strategy and in improving operational efficiencies and 
significant synergies across KION Group. Our CEO Gordon Riske was the chairman of the 
management board of Deutz, a leading manufacturer of engines for heavy duty vehicles and ships, 
before joining the KION Group. Dr. Thomas Toepfer has recently been a member of the management 
board of Karstadt. Previously, he gained six years of consulting experience at McKinsey & Company. 
Bert-Jan Knoef has most recently been a board member of Linde Refrigeration. Theodor Maurer was 
chief sales officer of EvoBus (Daimler Chrysler) before joining the KION Group in 2008. Ching Pong 
Quek was formerly the Asia Pacific president of Invensys Powerware. From the outset of KION Group 
operating as a standalone entity, our senior management team has worked strategically to implement 
structural efficiency measures designed to optimize our footprint and rationalize our cost base. 
Following such successful initiatives, our senior management has targeted specific growth measures 
to drive our expansion into key markets with strong growth potential. In particular, our management 
has successfully established our strategic industrial cooperation with Weichai Group. 
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Summary of Corporate Structure & Shareholders 
 
The following diagram summarizes certain aspects of our corporate structure. 
 

 
 
(1) For information regarding our ultimate shareholders please see ‘‘— Our Shareholders’’ below. 

(2) The Bank Facilities (including Facility H) under the Senior Facility Agreement rank equally in right of 
payment. On January 31, 2013, Superlift Funding, the sole lender of Term Loan Facility G, executed a 
deed poll pursuant to which it agreed that the Security Agent under the Senior Facilities Agreement may 
refrain from applying security enforcement proceeds in repayment of Facility G until such time as all 
other facilities have been repaid in full.  

(3) These entities are all members of the KION Group. Total revenue, total assets and Adjusted EBITDA 
presented have been prepared on a consolidated basis. While the Issuer is consolidated with the KION 
Group for accounting purposes, it is not affiliated with us and does not belong to the KION Group. 

(4) The other borrower under the Existing Bank Facilities is KION France Services S.A.S. 

(5) In 2011, we incorporated financial services subsidiaries in each of Germany, France, Italy, Spain and the 
United Kingdom, which all are Guarantor subsidiaries, other than KION Financial Services Ltd. 

(6) Adjusted EBITDA for Guarantor subsidiaries includes KION GROUP GmbH. 

  

Senior Secured Notes 
2011/18 €325m;  

7.875% Fixed Rate 
Senior Secured Floating 

Rate Notes 2011/18 
€175m;  

Senior Secured Notes 
2012/20 €450m; 6.75% 

Fixed Rate 
Senior Secured Floating 

Rate Notes 
2012/20 €200m 



KION Group     Q1 2013 
 
 

- 13 - 

Our Shareholders 
Our principal shareholders include Goldman Sachs Capital Partners, investment partnerships advised 
by Goldman, Sachs & Co. and certain of its affiliates, investment partnerships advised by KKR & Co. 
L.P. and certain of its affiliates and affiliates of Weichai Power Co. Ltd., a member of the Shandong 
Heavy Industry Group. 
 
Since 1986, Goldman Sachs, through its Merchant Banking Division, has raised over US$82 billion of 
capital for corporate investments through 17 investment vehicles (including equity, mezzanine, senior 
secured loan and distressed funds) (together “GS Funds”). The GS Funds conduct privately 
negotiated investment activities globally. 
 
Founded in 1976 and led by Henry Kravis and George Roberts, KKR is a leading global investment 
firm. With offices around the world, KKR manages assets through a variety of investment funds and 
accounts covering multiple asset classes. KKR seeks to create value by bringing operational expertise 
to its portfolio companies and through active oversight and monitoring of its investments. KKR 
complements its investment expertise and strengthens interactions with investors through its client 
relationships and capital markets platforms. KKR is publicly traded on the New York Stock Exchange 
(NYSE: KKR). For additional information, please visit KKR’s website at www.kkr.com.  
 
Weichai Power is a leading automotive and equipment manufacturing group in China. It operates in 
three main business segments: power assembly (including engines, gear boxes and axles), 
commercial vehicles, and automobile electronics and parts, encompassing one of the most 
comprehensive product ranges in the industry. Weichai Power has the highest sales volume globally 
in high-speed heavy-duty engines and heavy-duty gearboxes. Its spark plug products enjoy the largest 
market share in China, and its heavy-duty axle products are considered a top brand in China. The 
company also ranks No. 4 in heavy duty trucks in China. The company was listed on the Hong Kong 
Stock Exchange in 2004 and on the Shenzhen Stock Exchange in 2007.  
 
The state owned Shandong Heavy Industry Group is one of the most comprehensive leading industrial 
equipment manufacturers in China, with two complete industrial chains of the highest quality 
commercial vehicles and construction machinery. The Group has four listed subsidiaries, including 
Weichai Power, Weichai Heavy Machinery, Yaxing Motor Coach, and Shantui Construction 
Machinery, which is the largest bulldozer producer in the world.  
 

 
 
 

  


