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Corporate context

ABOUT SCANIA D)

Scania’s purpose is to drive the shift
towards a sustainable transport system

People transport Power solutions

Scania in numbers

53,000

employees

100+

countries

1,500+

service points

Founded

1891

Last red figures

1934
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ABOUT SCANIA

How we create value

Our business model

Increasing customer revenue —
reducing customer costs. By making
our customers profitable we ensure
that our own business is profitable.

Customer Scania
Sales + Sales
revenue revenue

= Cost - Cost

= Operating — Operating
income = income
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Scania modular system

Using the same components for
different applications ensures an
efficient production system.

0= a

Trucks Buses  Power Solutions.

Eectricmachines

(o]
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Scania Way

Our common way of thinking and
acting: core values, principles and
priorities.

Continuous improvements

1. Safety
Right 2. Quality
from me 3. Delivery
4.Cost

Normal situation

Demand-
driven

Leadership

Customer Respect Teamspirit  Responsibility  Elimination
first of waste




A market under Transformation

— Eco-system change
— New business opportunities and business models

— Hard to forecast

— Need partnerships

Automation Connectivity Electrification
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~ i PARTNER

— What we do — How we do it
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Corporate innovation Strategic tool

— Real commercial tests with customers

STRATEGY TARGET

— Partnerships to share learnings and risks

— Scale in steps

-
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Pilot Partner — test orchestration

Buyers of

transport F

services E 1
'

_—4;“_/—\_4; ¥
Finance

Transport Pilot Partner
companies

Infra-
structure
partners

Sales Marketing

Eco-system test arena Capabilities of a large enterprise
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People and markets will change gradually

WHAT ARe THosE
wEIRDoS W‘rb?

Ham... LOOKS INTERSTWNG, \
BuT 15 IT FoR ME.. ?

—Customers are different

—Needs are different

—Focus on the early market

BUSINESS ILLUSTRATOR .COM
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Customer pull — Time to market

— An organization with top management support and dedicated funding
— A senior team that knows company culture and processes

— End2End accountability — take care of potential problems / risks

Customer

needs Problem Solution Operation

Only do what Pilots Qg

others can't/want

External partners R&D, P&L, Purchasing Operator
Strategy Sales Network Service Network

Partnerships create leverage and prepare for scaling
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Scaleable

business




Foundation of partnerships

Plan in steps

Implementing &
sustaining for 8. Make it stick

rganisation
® 5. Empower action

change
7. Build on the change
Clear Why ialiling e 6. Create quick wins
\

Joint vision

change

Creating the
cli
3. Create a vision for change

2. Form a powerful coalition
1. Create urgency Adapted from Dr John Kotter's 8 Step Process for leading change
http://www.kotterinternational.com/our-principles/changesteps/changesteps

Trust

Care

Reliability

Shared Values

Competence
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LEADING
CHANGE

S

JOHN P.
KOTTER




Scaling in steps — based on customer puli

100%
2020 2025 2030 2035 2040
EARLY ADOPTERS EARLY MAJORITY LATE MAJORITY LAGGARDS

16% 34% 34% 16%
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Scania Pilot Partner Portfolio —
We take emerging technology out of the lab and on to the road

— 50 vehicles

— 9 countries

— Megawatt charging
— Range extender

— Fuel cell

— Mining
— Regionalisation

— Circularity
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WHY HYDROGEN - RESILIENCE

@

A strategic importance for the energy system in Europe

LAND USAGE

HRS require less land than

POWER LIMITATIONS

Grid constraints strengthen
the case for hydrogen MCS stations

AFIR network scale:

i
1

20

HRS MCsS

location location

footprint for HRS
vs MCS pool

@@ 60% lower land
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ENABLEMENT

Mobility enables (green) hydrogen
scale for industry

Mobility is the catalyst: hydrogen’s endgame lies in

industrial demand
Cost Comparison: Conventional Fuels vs. Hydrogen  souce:xyushunvessiy Professorsasak

Lead hydrogen adoption through mobility.

Heavy-duty mobility enables hydrogen build-up

cm) H2 demand/day x120



Pilot Partner H2-FCEV

« Zero-emission: BEV platform + H2 fuel cell extender
« 3-axle tractor or rigid

« GTW: up to 64t

 Upto 1,000 km range (depending on load)
« H2 storage: ~56 kg of H2 @ 700 bar

« Hydrogen storage mounted behind cab

* Fuel-cell power: 150-300 kW

« Battery: 356 kWh

 Homologation: individual type approval
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2026: FCEV First Generation roll-out

15

UNITS

N s ; REGIONAL /

e -
Do e L — s S LONG HAULAGE
- " fhﬁ:g_? - = , :
o () 6 o Y. ‘ CONSUMER
== e Bha, s GOODS /
PAYLOAD NEEDS
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2027-2029: 9
FCEV Next Gen deployment

Production of 35 vehicles

5-year leasing contract

OEM-HRS protocol to smoothen
refueling experience and
increase refueling speed

Better range

Design improvements
Supportive CapEx policies TOYOTA fuel cell

Added specifications + chassis configuration
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Potential Scania use cases

ZERO EMISSION transport with: 7L

r/& ’kﬁ it

N\
_—

@- More uptime - shorter refuelling time,

. Weight sensitive
\

N\ Heavy payload & Long range



Scania FCEV and EU HRS

Targeting roll-out where ecosystems converge

SCANIA H2 ECOSYSTEM MAPPING

(+)

H2 SUPPLY

o Local production + import flows
O_dinburgh

RE\ 9 HRS
rbritannien ~
Aan S Ne NETWORK .

A ©: - Operational and future stations

o’mingham

e3London '; .
BTSSR o gy PILOT CUSTOMERS
o 1I:(t(xxe/zl.:ur C."° 2050 2]
; e % ] Fit for pilot vehicle deployment

Qo > !

‘9?' rankrike 7 ®:

) e % CORRIDORS
; TEN-T and customer routes
o o ojJM aaaaa eo Monaco J
Andorra~
Qprcelona ECONOMICS
Madrid Tyrreg
gnien avalenciadedlimade b TCO/TOE, H2 pricing and utilisation
)
Identify priority eco-clusters where Scania
should deploy next generation FCEV
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