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Disclaimer

~

IMPORTANT LEGAL NOTICE

This presentation does not constitute or form part of, and should not be construed as, an offer or invitation to subscribe for, underwrite
or otherwise acquire, any securities of SMA Solar Technology AG (the "Company") or any present or future subsidiary of the Company
(together with the Company, the "SMA Group") nor should it or any part of it form the basis of, or be relied upon in connection with,
any contract to purchase or subscribe for any securities in the Company or any member of the SMA Group or commitment whatsoever.

All information contained herein has been carefully prepared. Nevertheless, we do not guarantee its accuracy or completeness

and nothing herein shall be construed to be a representation of such guarantee. The Company shall assume no liability for errors contained in
this document, unless damages are caused intentionally or through gross negligence by the Company. Furthermore, the Company shall assume
no liability for effects of activities that evolve from the basis of data and information provided by this presentation.

The information contained in this presentation is subject to amendment, revision and updating, which does not underlie any prior announcement
by the Company. Certain statements contained in this presentation may be statements of future expectations and other forward-looking
statements that are based on the management's current views and assumptions and involve known and unknown risks and uncertainties. Actual
results, performance or events may differ materially from those in such statements as a result of, among others, factors, changing business or
other market conditions and the prospects for growth anticipated by the management of the Company. These and other factors could adversely
affect the outcome and financial effects of the plans and events described herein. The Company does not undertake any obligation to update
or revise any forward-looking statements, whether as a result of new information, future events or otherwise. You should not place undue
reliance on forward-looking statements which speak only as of the date of this presentation.

This presentation is for information purposes only and may not be further distributed or passed on to any party which is not the addressee
of this presentation solely after prior consent of the Company. No part of this presentation must be copied, reproduced or cited by the
addressees hereof other than for the purpose for which it has been provided to the addressee. The content of this presentation, meaning all
texts, pictures and sounds, are protected by copyright. The contained information of the presentation is property of the Company.

This document is not an offer of securities for sale in the United States of America. Securities may not be offered or sold
in the United States of America absent registration or an exemption from registration under the U.S. Securities Act of 1933
as amended.



Managing Board Lowered 2018 Guidance due to Further Price Decline W
|

and Project Postponements as a Result of the Market Decline in China

[‘%J Executive Summary Strategic Highlights
Top Line New subsidiary
* InH1/2018, SMA increased volume to >4 GW (+12% y/y) and sales
to €395m (+ 4% y/y) mainly driven by positive development in EMEA c2neva
and APAC - SMA America increased sales in Residential only.
Profitability, Bankability New products

 EBITDA increased by 40% to €41min H1/18 compared to H1/17;
both reporting periods were impacted by positive net effects.

* Rock solid balance sheet structure with >50% equity ratio, c. €400m net
cash and €100m long-term credit facility

Outlook 2018

* Market outlook adjusted in 08/2018 mainly due to China’s feed-in tariff
suspensions: In 2018, we expect global new PV installations of 83 GW,
thereof 25 GW in China and global addressable market of €6.1bn,
thereof €0.8bn in China.?

* Management lowers 2018 guidance with sales of €800m to €850m and
break-even to slightly negative EBITDA (after one-off effects from
restructuring).’

* The SMA Managing Board is anticipating sales growth and positive Sunny Central Storage ennexOS
Intersolar 2018 Intersolar 2018
EBITDA for 2019.

1.H1/18 net EBITDA effect of €8m: release of general warranty provision +€33m, devaluation of inventories - €14m and - €1 1m for single warranty provisions;

H1/17 included the book gain from the sale of the Railway division (high single-digit €m-amount)
2.Previously: Global new PV installations of 109 GW  thereof 50 GW in China and global addressable market of €7.0bn, thereof €1.4bn in China 3
3.Previously: Sales of €900 million to 1,000 million and EBITDA of €90 million to €110 million



H1/2018 EBITDA is Affected by Adjustments of Warranty Provisions w
el

and Devaluation of Inventories with a Net Impact of +€8 Million'

Key Financials (in € million)
©
H1/17 H1/18 Change 2017/12/31 2018/06/30 Change

MW sold 3,830 4,305 12% Net cash 450 393 -13%
Sales 381 395 4% Total assets 1,216 1,159 -5%

Residential 106 83 22% NWC ratio (in %)?2 19% 21%

Commercial 125 132 6%

Urility 122 151 23% 2017/2018

Storage 28 29 4%

Digital Energy 0 0 Sales 211 299 183 212
Gross Margin (in %) 19% Residential 64 63 39 44
EBITDA' 29 41 40% Commercial 63 84 57 75
Depreciation 27 26 1% Utility 67 100 67 84
EBIT 3 15 n.m. Storage 17 52 20 %
Net income 9 11 27% Digital Energy J. J. 0 0
Free Cash Flow (adj.) 26 n.m. Gross margin 25% 25% 21%
Net CapEx (incl. R&D) 13 17 27% EBITDA 26 42 18 23

1.H1/18 net EBITDA effect of €8m: release of general warranty provision + €33m, devaluation of 2.NWC ratio as of 2018 reporting includes advanced payments; the year end figure 2017 has been

inventories - €14m and - €1 1m for single warranty provisions; H1/17 included the book gain from the  adjusted accordingly (see back up slide for more details); Net Working Capital ratio: inventory + trade 4
sale of the Railway division (high single-digit €m-amount) receivables - trade payables (advanced payments included); as of last twelve months sales



GLOBAL MARKET OUTLOOK REDUCED MAINLY DUE
TO SUDDEN REGULATORY CHANGES IN CHINA

FIT CUTS IN CHINA LEAD TO ACCELERATED PRICE
PRESSURE IN INTERNATIONAL MARKET

SMA EXPECTS MARKET CONSOLIDATION OF
INVERTER MANUFACTURERS TO ACCELERATE




Global Outlook Reduced by Cumulated 89 GW Until 2020,

Mainly in China due to FIT Cut Announcement of Government

|

Core Business: PV Installations (GWdc)!

REGIONS ooy SEGMENTS
92
83 21 83
53 25 21
China
[ Apac 0 utility
- AMER 16 - Commercial 23
I EMEA 16 I Residential 12
2017 2018 2019 2020 2017 2018 2019 2020
Former market 102 109 122 136
outlook
Market Trends

The PV market in China is
expected to reduce by 50% due to
the FIT cuts for all segments except
poverty alleviation and top runner

program. Especially small,

domestically operating Chinese
players are expected to disappear.

PV projects are now
being postponed due to
rapidly falling prices
caused by overcapacity
from China.

&

The utility and
commercial segments

i
Growth in mature
markets is driven by the
account for >85% of total competitive costs of solar
volume. Strong growth power and significant
+14% p.a. expected until  battery penetration for

2020 after drop in self-consumption.
2018.

&
Effective programs drive
fast growth from a small
base in many countries
(e.g. Indonesia, Viethnam)
or help to reach
ambitious political targets
(e.g. India).

> Most recent price drop may accelerate volume growth in coming years.

1.SMA Market Model Q3 2018; New PV installations, Res <10kW plants, Com >10kW to 1MW plants, Uti >1MW plants



China Volume Correction and Strong Price Decline Leads to a

Value Decline of -7% p.a. Until 2020

Core business: PV Inverter Revenue (€ bn)’

REGIONS
in€ bn 4.7
1.5
China -
[ APAC
I AMER
Il EMEA
2017
Former market A7

outlook

The suspension of FIT in
China effective June 2018
lead to increasing price
pressure on PV inverters
for all segments. Annual
price drop between 10%
and 25%.

2018 2019

4.8 5.1

Many customers in all
regions wait with
purchase decision until
prices stabilize.

SEGMENTS
in€bn

0 utility
B commercial
I Residential

Market Trends

&

Projects compete on the cost
of energy independent from
the technology.® Key success
factors for ground-mounted
projects are the right market
focus and cost-competitiveness
over lifetime.

1.SMA Market Model Q3 2018; PV Inverter incl. new and repowering installations,
Res <TOkW plants, Com >10kW to TMW plants, Uti >TMW plants

4.7

1.2

1.2

2017 2018

2019

N
B[18

In contrast, rooftop projects
compete for the best site.
Key success factors are the
right segment focus, the
technical know-how to
integrate the solution and the

brand.

2.Power Purchase Agreement
3.Wind, PV, Gas

|

2020

|

Regulatory
framework (import
tariffs, NEC)
impact market
development as
well.



PV Projects >250 kW move Towards long-term Service Contracts -
Battery Storage will Accelerate Growth in Service ~

Core Business: Annual New O&M Contracts by Region'
REGIONS

GLOBAL
in GW 170 in € bn
1.4
67 1.3
1.3
- China 50
APAC 1.0
B AMER — Full 0&M 0 w
I eMEA ﬂ Partial O&M_—
2017 2018 2019 2020 2017 2018 2019 2020

Market Trends

2 e J

As Capex for equipment
constantly declines, after
sales and O&M service
are becoming more
important.

In mature markets O&M is a business
on its own. Independent service
providers (ISP) are selected separately string inverters due to the potential

from the EPC to ensure data of slower outage response time

integration, analytics and qualified PV and higher O&M service costs.
technicians.

For large-scale PV plants

The fast growing battery
investors/asset managers reject

storage business offers
huge growth potential for
ISP with technical expertise
and global service
infrastructure.

> Contracts shift from all-inclusive, fixed price models to service plans and customer specific
scope of work

10th Capital Markets Day, 2018 1.SMA Market Model Q1 2018; Commercial and Utility segments available for being addressed with new contracts



Battery Storage will Increasingly be Integrated in New and Existing
PV Systems and thus Increase Complexity |

Storage Inverter Installations and Revenues!'

1.0
REGIONS 0.9 L SEGMENTS?
. ® .
:1: bn 0.7 6.6 in GW
evenue
) 0.6 ) 5.4 0.4
in GW { ] 4.3 0.3 2.2
China 3.3 03 1.9 3.3 29
APAC - 16 Urility 18
I AMER . 0.9 I commercial 0.6 0.9
I EMEA n 1.5 I Residential 1.2
2017 2018 2019 2020 2017 2018 2019 2020
Market Trends
i = = X
iz S8 ©)
Battery storage Mature markets SMA expects storage Battery storage can The share of system Since every application
price reduction is will adopt firstto  prices of <750 €/kWh  address many use cases in  technology in different is different, significant
the most important increase for residential parallel?. Therefore, battery application is customization is
growth driver for residential share applications and competencies in grid significantly higher needed to untap full
nano- and micro- (eg. US, EU, JP). <300 €/kWh for utility integration and battery compared to the potential.
grids. applications by 2020. technologies are key to traditional PV inverter
untap market potential. business.

> Greater complexity will lead to lower commodization of PV inverter equipment.

1.SMA MI Market Model Q1 2018

3.Residential and Commercial incl. behind-the-meter and off-grid remote
10th Capital Markets Day, 2018 2.E.g. ancillary services, congestion relief, energy shiffing, efc.

applications; Utility incl. Inthe-grid, co-located and micro-grid applications 9



The Disruption in the Energy Sector will Open up New Value W
|

Pools for Technology Driven Companies such as SMA

7. Core and New Business: Global E;L]
01k9  Market Outlook by Sector (in € bn) Market Comments

New PV Installs?

in GWdc 102 83 92 103 * The megatrends decarbonization, technical cost

decrease, sector convergence and digitalization
in € bn will lead to a higher share of renewable energy
and its growth.

* The need for digital solutions and battery

62 storage will create new value pools.

0.6 * PV-inverters will serve as the backbone for smart
grids solutions connecting the components and

[ ] Digital solutions co||ecting data.

Storage invertets
B O&M services
I PV inverter business

* The traditional PV market is expected to grow
outside China in volume until 2020. The
stabilization of price pressure is expected

towards 2020.

* O&M services gain importance with
continuously declining equipment prices and
are key for sustainable PV investments.

2017 2018 2019 2020

> The China announcement changed the PV market landscape. Going forward, SMA

expects market consolidation of inverter manufacturers to accelerate.

1. Full O&M
2.SMA Market Model Q3 2018 10



SMA WILL LAUNCH COST IMPROVED PRODUCTS
IN ALL SEGMENTS IN THE NEXT 6 TO 12 MONTHS

SMA WILL RESTRUCTURE THE INFRASTRUCTURE TO
LOWER FIXED COSTS




SMA Will Launch New Cost Improved Products in All
Segments in the Next 12 Months to Improve Variable Cost

|
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{ Solid Q@ Sunny Highpower PEAK1
,; : ﬁ Utility

Power+ Solution,
North America

Inverter for decentralized PV plants

Sunny Tripower *  Power classes: 60 kW / 75 kW
Residential I Residential i = . 1 i
NEC 2017 compliant | Sunny Tripower with integrated Sunny Tripower
Sunny Boy with integrated | MLPE-communication Storage . Medium Voltage Power Station
MLPE-communication | e Power classes: 3.0 - 6.0 kW - Commercial Utility
e Power classes: 3.0 - 7.7 kWI

Power classes: 60 kW e Power Class: 4.6 MW
|

() ()
I—I

s

=]
-
I v e
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|
IMedium Voltage Power Station New CO‘RE] Release Sunny Highpower
I Utiliry Commercial Sunny Boy PEAK3
o Power Class: 6 MW = *  Power class: 62.5.kW Residential Utility .
| e NEC 2017 compliant New platform Next generation Inverter for

Sunny Boy Storage e Power classes:  decentralized PV plants

Residential
¢ Power class: 150 kW
II - e Power classes: 3.7 -6.0 kW 30-58kw
]

> SMA received positive customer feedback on new products during the trade shows in
Australia and the U.S.

12



SMA Residential Improves Cost Competitiveness with W
el

all new 3- Phase Inverter and Storage Inverter

New Sunny Tripower decentral Power Plant design

* Start of delivery: H2/2018
e Power classes: 3.0 - 6.0 kW
e Cost reduction: >-25%

Easier- Higher Yields- More Convenient

* Increased functionality reduces BOS1- cost up to 15%

e 30% faster installation

* >60% lower service costs through smart connected

S, .
Increasing Customer Value
afa)

|

Q/ ennexOS

o SUNNY PORTAL

Smart Connected Sunny Portadl

*  Automatic *  Comfortable PV
replacement system monitoring

service for more
convenience

Old Product

Sunny Tripower

ennexOS @.
SUNNY DESIGN d

Sunny Design @

* Plant design,
simulation and
analysis

50% lighter,
50% less volume
Integrated TS4-
communication

H2/18 Residential
Product Launch

=

SMA Repowering Sunny Boy Storage
* New products and e H2/2018
tools for growing e 3.7.-6.0kW

repowering market

> In medium-sized PV plants, battery size doesn’t equal PV output. Therefore, SMA’s AC
coupled solution offers customers more flexibility.

1.BoS: Balance of System
2.CCA: Cloud Connect Advanced

13



With the Core 1 Inverter Customers for Commercial Roof Top W
Application do not Require MLPE to Improve Energy Yield —

ﬁ’ H2/18 Commercial Product Release Sunny Tripower Core 1

* Start of delivery: Q3/2017

* Fully ramped up in Q3/2018

* New product release: Q4,/2018
* Power classes: 33 / 50 / 62 kW
» Cost reduction: -20%

inter

solar )
award ! Stands on its Own

2017 o : * 6 MPP trackers make MPLE technology redundant
WINNER : * Ease of installation: 60% faster
* NEC 2017 compliant

&% Increasing Customer Value and create new business models
g €
-
| _ coneva SMA SP@T
CONNECTED.ENERGY.VALUE More Solar Power on Trade
ennexOS w’" -
SUNNY PORTAL % g
ennexOS$S Sunny Tripower Storage New subsidiary Direct Selling
ennexOS$S @ e Energy Next Operating System - » H2/2018 * Providing energy-related o All necessary
SUNNYDESIGN Vg 9f SMA’s new cross sector loT e 60 kW services for private and interfaces for
platform for energy management commercial customers direct marketing

> SMA does not only provide hardware. With SMA ennexOS and SMA Spot we enter into
higher margin segments.

MLPE= Module Level Power Electronics 14



New Products for Decentralized and Centralized Power Plant W
el

Design Improve our Competitiveness

Decentralized Power Centralized Power

Ty (R et 0] Plant Design Plant Design
* Start of delivery: H2/2018

* Power class: 75 kW 75kW, 1,000V 150 kW, 1,500 V 6 MW, 1,500V (H2/2018)

e Cost reduction: >-25% @
. =

SMA Medium Voltage Turnkey Station, 6MW

o Start of delivery: H2/2018 - S

* Power class: 6 MW

o LTM! Power Up of +20% SUNNY HIGHPOWER PEAK1 SUNNY HIGHPOWER PEAK3 Medium Voltage Power Solution
(H2/2018) (2019) (H2/2018)

Increasing Customer Value

SMA Repowering Availability guarantees  Response time guarantees O&M services

Sunny Central Storage . Repov.«ering'lv\orket *  SMA Utility Provides *  SMA uses the most up—to—dqte o #5 O&M provider
. . . Potential until 2020: 99.9+% uptime technology for 24/7 realtime ¢ >3GW O&M under
*  Grid-Forming Capabilities L
>+40% monitoring contract

> SMA has the competency and tools to conduct grid studies in order to speed up the
commissioning process.

1.LTM= Last Twelve Months 15



Due to the High Price Pressure SMA has to Lower the Fixed W
el

Cost Base as well to Remain Profitable

Key Restructuring Measures ©© Strategy and Timing

-

Reduce Complexity in R&D and Production

] SMA operates sites in Germany, Poland and China.
Going forward, SMA will consolidate its footprint to
lower fixed costs and complexity.

* The strategy 2020 remains in place.

* SMA will accelerate its effects to become a
system and solution provider to enter into higher
margin business.

Adjust Service Concept * SMA will foster its service business to capitalize
SMA operates field service teams and contact on its installed base of 65 GW.
centers in all key regions. Going forward, SMA will

SMA will continue to offer energy services
(Coneval) to benefit from the transition in the
energy sector

outsource certain activities to improve efficiency.

Adjust Portfolio and Regional Coverage
SMA serves all segments and regions. Going * SMA’s management W'_” negotiate the _
forward, SMA will streamline the portfolio to reduce restructuring concept with the workers council

complexity and close small subsidiaries. until end of 2018.
* Implementation is planned for 2019. EBIT

Restructuring of Overhead effectiveness of restructuring measures will take
4 SMA will adjust processes and work scope to beyond 2019.
increase efficiency across all overhead functions.

> One-offs for key restructuring measures will amount to an upper double-digit million euro
figure. Details will be disclosed once negotiations with workers council are completed.

16



MANAGEMENT EXPERIENCED ACCELERATED
PRICE PRESSURE IN ALL SEGMENTS AND

POSTPONEMENTS OF PROJECTS IN RECENT
WEEKS

ON SEPTEMBER 27, MANAGEMENT LOWERED
SALES AND EARNINGS GUIDANCE AND
ANNOUNCED RESTRUCTURING




For 2019 Management Expects Slight Sales Growth and W
Positive EBITDA _—

@ Sales Guidance 2018 ©© EBITDA Guidance 2018
@ (in € million) 255 (in € million)
900-1,000

800-850

07 90-110
2017 Previous New Sales Break-even to
Guidance  Guidance slightly negative?
2018 2018! 2017 Previous New
Guidance  Guidance
2018 2018

> One-offs for key restructuring measures will amount to an upper double-digit million euro
figure. Details will be disclosed once negotiations with workers council are completed.

1.Published on September 27, 2018 2. After one-off effects from restructuring 18



SMA is a Leading player for PV Inverters, Storage and O&M W
|

7 Investment Key Financials
Highlights 2018
Uniquely positioned in the solar market / best brand Sales

€800m-€850m
A leading global specialist for photovoltaics system

technology with 65 GW installed base EBITDA

Complete portfolio to serve all PV segments Break-even to slightly negative
20 subsidiaries with strong service capabilities and

access to all channels Key Product
Award-winning 20 GW production to achieve scale ©  Innovation 2018

Leverage PV expertise to enter into high margin business

Strong partnerships to create a new ecosystem , E "I_ ; .
Know-how & products to benefit from strong growth in the - ﬁ ' ., b R
field of battery storage ' a .
With ennexOS', SMA has set the basis to manage the
complexity of integrated solutions

Infrastructure to expand into data-driven business models and
services

> SMA has an experienced management team with a proven track record.

1.SMA's Energy Management Platform 19
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Back up

Sales Growth in H1/2018 Mainly Driven by Positive Development
in EMEA and APAC |

% Sales (in € million)

GW 8.5 3.8 4.3

Sales by Segment!

(in € million)

products?  services?

Residential 97 9 106
= o

891

Americas 23%

Commercial 124 1125

Utility 109 13 122

Storoge 28 H'l/2o'|7
29
H1/2018
2017 H1/17 H1/18 ‘ .y

> U.S. market remains below expectations in the commercial and utility segments.
1.w/o Digital Energy

2.New Segment information according to IFRS 15 shows sales with external services per segment. Thereby, External Services are unlike the former Service segment and include
commissioning, extended warranties, service and maintenance contracts, operational management, remote system monitoring and digital energy services. External Product Sales 22
include inverters, storage systems, communication products, spare parts and accessories. See back up for further information.



Back up

EBITDA is Affected by Adjustments of Warranty Provisions and W
el

Devaluation of Inventories with a net Impact of +€8 m'

EBIT by Segment? (in % of Sales)

% EBITDA (in € million)

Margin 11% 8% 10%
Residential 4%
I /-
97
Commercial 0%
I -
29 Utility 2%
-12% [
2017 H1/2017 H1/2018 Storage 1%
3% !
Depre.ciotion/ s 27 26
Amortization H1/2017

B H1/2018

> EBITDA of H1/17 included the book gain from the sale of the Railway division (high single-
digit €m-amount)

1.H1/18 net EBITDA effect of €8m: release of general warranty provision + €33m, devaluation of inventories - €14m and - €1 1m for single warranty provisions

2.w/o Digital Energy 23



Back up

Strong Balance Sheet with equity ratio of > 50 % - Provisions

Declined Significantly due to Adjustment of Warranty Provisions g‘

Net Working Capital Group Balance Sheet, reclassified
(in € million) (in € million)

NWC ratio! 199 1% 2017/12/31  2018/06/30 Change

168 187 Non-current assets 358 347 3%
Working capital 325 336 4%

131
160 Other assets 63 63 0%

73

- Total cash 470 413 -12%
64 18
13

a8

Sho‘reholder s 612 611 0%

equity
Provisions® 156 124 20%
Dec. 31,2017 June 30,2018 Trade payables 130 130 0%

H 2
(adjusted) Financial liabilities* 20 19 6%
Trade receivables Finished goods Other liabilities? 208 275 8%
I Row materials and consumables [l Trade payables

B Unfinished goods B Advanced Payments Total 1,216 1,159 5%

> Net Working capital increased due to a build-up in inventories to ensure the ability to
deliver in the Residential and Commercial segments.

1.Net Working Capital ratio: inventory + trade receivables - trade payables (advanced payments  been adjusted accordingly (see back up for further information)
included); as of last twelve months sales 3. Not inferest-bearing

2.NWC ratio as of 2018 reporting includes advanced payments; the year end figure 2017 has  4.w/o not interest bearing derivatives: € 2.5m (2017: € 0.4m) 24



Back up

Cash Flow from Operating Activities Lower than Previous Year W
el

Mainly due to Tax Payments and Higher Inventories?

% Cash Flow (in € million)

H1/2017 H1/2018 Change

Net Income 9 11 24%
Gross Cash Flow 22 3 -87%
Cash Flow from Operating Activities n.m.
Net Capex! -13 -17 27%
Free Cash Flow (Adj.) 26 -44 n.m.
Tsitelt:ves’rments from Securities and Other Financial 50 6 _87%
Acquisitions/ Divestitures 17 0

Free Cash Flow (IFRS) -7 =51 n.m.

> SMA'’s business is not capital intense. SMA will generate a positive Free Cash Flow in 2018
due to a stronger second half of 2018.

1. Thereof R&D capitalization: H1/2018: €10m (H1/2017: €8m)
2. Income tax paid: H1/2018:-€20m; H1/2017: + €4m; change in inventories H1/2018:- €55m, H1/2017 - €16m 25



Back up

Order Backlog Decreased due to Higher Ability to Deliver, Market W
el

Uncertainties and Imminent Product Changes

EY Order Backlog by Segment (in €m) =@ Order Backlog Development

0 and Region (in %) u  (in € million)

Total order backlog: €580m (June 30, 2018}’

Il Utility? T
B Commercial? | N2/ l
Residential? 673 651 647
Storage? 393 280
Service?

394
Product order backlog by regions (in%)

30.06.2017 31.12.2017 31.03.2018 30.06.2018

27%

B Anericas
B EMEA
APAC B Products
B service?

> The order backlog is expected to remain on the same level in the months to come.

1. Thereof €187m for products
2.  w/o ,Service” 26

3. Order backlog attributable to the former segment ,Service”, which will be recognized over a period of 5 to 10 years



Back up

For 2019 Management Expects Slight Sales Growth and Positive W
FBITDA —

@© Guidance 2018 (in € million) @ Management Comment

891 *  SMA plans to increase market share, mainly in
900-850 APAC (Chinag, Japan, Australia).

97 * Strong sales growth in Commercial due to new
products and less supply constraints.

y *  Supply constraints impacted SMA's business in
Break-even to H1/2018, but will have only a small impact in
slightly negative! H2/2018.
Sales EBITDA
2017 [l 2018 » Energy Management and digital solution business
will only have limited sales contribution.
2018
Expenses for Digital Solufions ~€10m *  Price pressure in Utility remains high. Higher price
reductions than initially expected in Residential and
NWC-Ratio? 19-23% Commercial.
Tax Rafio ¢ 25-30% * Acquisitions in the fields of energy management
CapEx (incl R&D)3 c. €50m technology and O&M (total volume €50-100 m)
Depreciation / Amortization c. €50m possible.

> One-offs for key restructuring measures will amount to an upper double-digit million euro
figure. Details will be disclosed once negotiations with workers council are completed.

1. After one-off effects from restructuring trade receivablestrade payables (incl. advanced payments); as of LTM
2.As of 2018, the net working capital ratio includes advanced payments: inventory +  3.Incl. c. €20m for R&D 27



SMA has a Sound Strategy in Place to Benefit from the
Disruption in the Energy Sector

Back up

s

GLOBAL MARKET LEADER in all Segments

We want to be #1in the RESIDENTIAL, COMMERCIAL, UTILITY, SERVICE and STORAGE segments.

SMA is a Provider of Systems and Solutions

By 2020, sales of non-PV inverters are expected to rise from around 20% of total sales to > 40%.

Sustainable Profitability and low Capital Intensity

in structural costs.

SMA strives for continuous efficiency improvements. If necessary, the profitability will be ensured by means of reductions

Development of SMA by means of Disruptive Approaches

We want to achieve this by focusing on three disruptive initiatives. “Energy Services” and “Energy Portal” are technology-

driven, data-based business models while “Energy Shop” is an end-to-end sales model to digitize our sales channel.

SMA is an ATTRACTIVE COMPANY

internationality and sustainability.

We live by our values and provide freedom for responsible entrepreneurial action. We stand out due to fairness,

28



SMA has a Stable Shareholder Structure

Shareholder Structure!

25.16%

54.84%

SMA founders, their trusts and families 20.00%
B Danfoss A/S
I Frecfloat

1.As of January 25, 2018, Company Information

Back up

o

 Outstanding Shares: 34.7 m
* No pre-emption rights or other
restrictions

29



