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Compressor Technigue Today

= What we do

Revenue Diversity
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= Where we stand
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Revenues and Operating Margin

MEUR

Revenues stabilized

Positive development
of the product cost

Positive impact from
functional cost
reductions

Some factories still
under absorbed

Sep-05 Sep-06. Sep-07 Sep-08 Sep-09

= Revenues, MEUR —— Operating margin, %

M EURO Q1 Q2 Q3 YTD % vs. '08
OR 700 681 716 2,007 29.7%
NIS 760 762 756 2,278 -16.3%
I
EBIT% 16.6% 16.1% 18.6% 17.1% (20.5%) AtlasCopeo
12 month values, 2006 pro forma, continuing business included in CT —
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2008 28
Ecurrent factory footprint 2009 29 AtlasCopco
2010 25
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Cost Reductions
= Marketing & administration cost: substantial reduction achieved
= Continued high focus on design & development
= Product cost changes through:
— purchasing savings
— design modifications
I
AtlasCopeo
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Working Capital Development
= Working capital reduced
3 [ to former benchmarks
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Future Growth

= Meeting customer needs

Total solutions Increased Reduce Peace of mind
provider environmental life cycle cost
awareness
Mature
markets
= Globalization
= Specialization
= Aftermarket
Fit for ° M e
purpose solutions
= Energy savings = Value = Uptime
* Reduce CO, = Lower total cost « Service
Emerging emissions of ownership availability
markets
= Right product at
right price
= Availability of Atlas Copeo
product —




Energy Efficiency

SUPERIOR SOLUTIONS

CUSTOMER NEEDS

System assessment

E Energy recovery

Core technology
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Drive technology

Our Legacy of Innovation
... With over 400 patents ...
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Carbon Zero

CUSTOMER
EXPECTATIONS

ULTIMATE
AIR QUALITY
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Fit for Purpose

Customer demands require:

= Right product at right price

= Availability of product close to the customer

¥ Product
v Price

¥ Promotion
¥ Place

—
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Atlas Copeo




Future Growth

= Applications and products

Applications & Products

DIFFERENT Application extensions New/expanded markets q
SELL + E.g. medical, marine * Mix of new products / .

« Niche/specialized

= Service: Tailored to need

application extensions with
existing technology &
relationships

« Service: pro-active, effective
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2 - E.g. compressors = E.g. air treatment
o > - Lowpressure
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Railway Marine High g;‘eésufe Low pressure Gas purification Medical
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Gas Purification
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Satisfying Customer Needs in Growing Markets

= Developing markets seeking ways to limit the environmental impact
of their activities

= We have the technology to achieve their goals

= Fit for purpose products providing cost
effective solutions to reduce
carbon footprints

1CO.

13/11/2009November 19, 2009

Future Growth

= Markets
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Future Growth

= Brands
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Future Growth

= Aftermarket

AtlasCopco
—
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Growth in Aftermarket
Driven by 2 dimensions
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The Strategy
Climbing the service ladder supported by a complete aftermarket offer
AirNet
F3 optimization
g and monitoring
OPTIMIZING
Preventive
maintenance
Fix price
KEEP FIT
Ad-hoc
maintenance
Spare
parts
- FIXIT
g
- —
AtlasCopeo
HIGH Low I
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= Energy savings in the compressor room = Customer satisfaction
= Reducing administration costs
= Operational efficiency

I
Atlas Copeo

Aftermarket Product
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Customers Trust our Capability

= A

Jim Dickinson, Longley Farms, UK

(Several oil-free compressors) —
P AtlasCopeo
— e
We are committed to your
superior productivity through
interaction and innovation.
I
AtlasCopco
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