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Fifth Wheels

Suspensions

Kingpins

Landing Gear

Axle Systems

SAF-HOLLAND components
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Powered Vehicle Systems

• Axle Systems
• Landing Legs
• Kingpins & Coupling Products
• Suspensions

• Fifth Wheels
• Suspensions                          

(Truck, Bus & RV)
• Tag Axles

Aftermarket

• Global Aftermarket and 
Service Center Network

• More than 8000 service
stations worldwide

Trailer Systems

41,2% of sales 23,1% of sales 35,7% of sales

Major Trailer and Truck Customers

Business Units
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• Jaguariuna

Brazil
• Madras HOLLAND
(India) Pvt. Ltd.

India

• Jinan
• Xiamen

China

• Melton

Australia

Canada
• Woodstock
• Norwich
• Cloverdale

USA
• Holland OAC
• Muskegon
• Warrenton South
• Warrenton North
• Wylie
• Dumas

From a European supplier to a global player

• Keilberg
• Wörth am Main
• Frauengrund
• Singen

Germany
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Source: LEK

Product
Market Share

Europe            North
America

Trailer axle systems 40%
Production
started in

2008

Landing gear
Production

starting
2009

48%

Kingpins
28% 

(Acquisition GF 
VKT)

70%

Fifth wheels
20%

(Acquisition GF 
VKT)

48%

Leading market position in core products
The strategic setup has remained valid despite the global crisis

Global market position
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Truck

Trailer

Product focus

Trailer & Truck

La
rg

e
P

ro
du

ct
 P

or
tfo

lio
N

ar
ro

w

Local
Player

Geographic Reach
Global
Player

SAF-HOLLAND

• Clear focus on niche markets

• Global player in key markets

Source: LEK

International focus with a wide product range
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• SAF-HOLLAND delivers what transportation
enterprises need most: 
reliability and lightweight products

> Guarantees above industry standard

> Total cost of ownership

• 40% of trailer value represented by axles
and suspension systems, landing gear as well as
kingpins

Fifth Wheels

Kingpins

Landing Gear

Suspension Systems

Core products
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Axle Systems – Up to 80% of Purchasing Decisions Spe cified by End-User

4. Reliable customer relationship

• High level brand recognition
• Long-term reputation for quality and reliability
• Long-term frame-contracts
• Service stations worldwide

Customer feedback on preferences

End Users
Brands representing 

superior product 
performance and 

aftermarket service

OEM
PullPull

Sales Sales

Strong customer relationship
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Unique positioning and market dynamics

SAF-HOLLAND

• Market and technology leadership

• Market position protected by brand, aftermarket networt and OEM relationships

• Long-term growth driven by increasing global trade flows

• Broad product range in combination with international production sites and

a world wide service and sales network

• Strong market position in key markets as well as in emerging markets

Strong market position for suppliers to the Trailer marke t in Europe and North America:
600 - 700 OEMs versus 5 significant suppliers
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Drivers for robust growth pathGrowing global transport volumes triggered also by the em erging countries

Participation at the growth potential in the emerging m arkets

Cross-selling synergies through merger of SAF and Holl and
• Axle production in North America, Landing Gear and Kingpin production in  Europe
• New braking distance legislation in US – significant opportunity

because of SAF-HOLLAND‘s world-leading disc-brake technology

New contracts are signed or under negotiations in North A merica and 
China

Accretive contributions from the two acquisitions of Geor g Fischer VKT with fifth
wheels for Europe and the Austin Westran productline for landing legs in China

Aftermarket business benefiting from growing installed ax le base in Europe

Growth drivers
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SAF-HOLLAND marketshare

10%

15%

18%

30%

2008 2009 2010 2014

Production of Trailers in US *
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200000
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2008 2009 2010 2014

Trailer Systems: Increase of market share in the US market

• Production for North American Trailers is
supposed to grow by 20% to 25%
in 2010

• SAF-HOLLAND expands ist own
axle production in US which started
in Feb 2009 and replaces acquired
axlesystems which were included
into SAF-HOLLAND suspension
systems

• Being the no.1 in Europe
for axle systems including
disc brake technology, we see a good
opportunity to gain further marketshare
triggered by new braking regulations

• The market is open for a third player
next to Hendrikson and Arvin Meritor

170%

20%
-51%

* Source: FTR Nov. 2009

Goal
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Production of Trailers in Europe
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300000

2008 2009 2010 2014

Trailer Systems: Strong market position in Europe

• Many axle options garantee a broad
market coverage including curtain siders as
well as speciality trailers for e.g Tipper etc.

• Complete product programme allows
package sales (bundling of products) for
fleets and OEMs

-71% 80%

44%

Estimations
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North America

• Strong market position

• Restructuring measures has provided
the Business Unit with strengh to benefit
from a market upturn

Europe

• Integration of VKT turned SAF-
HOLLAND into an international 
supplier for the global truck OEM 
business

• International approach offers 
growth potential in Europe as well as
in China and Brasil

Powered Vehicle Systems: Strong foundation for a global ap proach

Market Share in 2009

70%

21%

5%
4%

Jost
SAF-HOLLAND
Fontaine
Others

38%

48%

14%

Jost
SAF-HOLLAND
Fontaine
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Aftermarket: Worldwide service network is growing

• New service cooperation contracts
with DAF Parts, MAN, Volvo and Scania
have strengthened the international
network

• One of the most comprehensive aftermarket
and service networks in North America and Europe

• Stable high margin business, contributing significantly
to Group EBIT Europe

North America

Australia,
New Zealand
Malasia
Thailand
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6. Long term growth track record• Recent strong growth in installed axle base in Europe now being reflected in strong growth

of aftermarket business

• Strong foundation for aftermarket business

Installed base: axles in Europe

Aftermarket: Long term growth
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Brazil

Russia

India

China

Global approach and special focus on emerging markets

Production of axles and air suspensions
Only one major competitor in the market
Growing market surrounding

Joint Venture with Madras Limited
Focus on bus suspensions
Strong growth potential as soon as infrastructure will improve

Consolidation of sites are on track
Focus on axle systems and landing legs
Triple growth potential within next three years

Financial crisis has hit the business hardly
Market might recover when oil prices will increase again
Established customer relationship and service network

5% share of
Company‘s sale
in 2009
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2009 – Back to strength after a challenging year

SAF-HOLLAND is again well positioned to participate  in the expected upswing 
in the commercial vehicle markets

• Longterm financing until 2014 provides the Company with a solid financial foundation

• Cost reduction measures totaling > €m 60 by the end of 2009 

• Considerable inventory cuttings have contributed to a strong cash flow development

The crisis beginning in October 2008 has affected t he markets dramatically:

• The trailer markets decreased by 80% in North America and 90% in Europe

• The truck markets have declined by 30% in North America and 50% in Europe



18

Longterm financial security based on a new agreement with th e banks

• SAF-HOLLAND has reached agreement with its banks on a restructuring
and extension of a credit line of €m 316 until September 2014

• The first repayments of principal will be made in February 2012

• Interest rates

• Fees
Upfront and work fee totaling €m 3.4 in 2009
Exit fee totaling €m 2.6 p.a. accrued and to be paid at termination date
Commitment fee of max. 200 bps (for undrawn facilities)

• Amortization of arrangement and advisory fees totaling max. €m 2.0 p.a. for 5 years

• An absolute EBITDA covenant including a headroom of up to €m 10 will be in place until June
30, 2011. From September 30, 2011 onwards: Net debt/EBITDA; EBITDA/net interest; Equity
ratio. The covenants will be based on the restructuring report from KPMG and include a 
sufficient headrom

• A factoring basket of €m 3 – 25 can be used depending on the sales development

10/09-09/10 10/10-02/12 03/12-09/14
Margin 5.95% 5.95% 5.95%
Thereof Cash 1.60% 3.00% 5.95%
Thereof PIK 4.35% 2.95% 0.00%
Base Interest 2.35% 2.35% 2.35%
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94.3
82.3

70.5 66.2

111.9

85.8

66.3
60.2

-49.4 -48.4
-60.4

-88.9

inventories
trade payables

receivables

Defreezing net working capital by €m 39.3  

117.3

Net working capital
in million Euro

30.09.2008

30.06.2009
31.12.2008

30.09.2009

107.7

87.4
78.0
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Cost reduction totaling > €m 60 by the end of 2009 (I)

Reduction of labor costs and headcount

• Short-time work in all functions including overhead

• Reduction of management salaries by up to 10% and bonus cancellation

• Unpaid vacancees for employees in USA

• Supplementary labor agreement with IG Metall including savings in the single-digit million

range in 2009 and 2010

Consolidation of specific production sites in North Ame rica and Europe

• Plant closure in Holland, USA, in November 2008

• Plant closure in Slovakia in December 2008

• Plant closure in Monroe, USA, in May 2009

• Freeze plant in Keilberg, Germany, at the beginning of May 2009

• Joint-Venture in China was disbanded in June. Sites reduced from 3 to 2 

• Further plant consolidations are planned
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Reduction of material costs

• Achieving lower prices based on raw material cost reductions

• Purchasing negotiations

• Technical simplifications

Further measures

• Immediate expense cut and spending stop

• Capex projects will be reduced to €m 7.5 in 2009

Cost reduction totaling > €m 60 by the end of 2009 (II)
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Summary 3. quarter 2009

• September was the strongest sales month in 2009

• Sales of €m 316.4 (prev. year €m 646.3) in the first nin e months 2009

• Stable Gross margin of 16.8% of sales (prev. year 16.9%)

• Adj. EBIT once again positive at €m 1.2

• Strong Cash flow performance at €m 29.1(Sep. 30, 2008: 30.9)

• Inventories were reduced substantially to €m 60.2 (Sep. 30, 2008: 111.9)

• Cost reduction programme is well underway
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Truck and trailer markets have been stabilizing - first sign s of recovery

Truck

• North American Truck markets have been reviving since June

• European Truck market has stabilized in the last four months

• New emission regulations in North America will contribute to a revival of the US Truck 
market at the end of 2009

Trailer

• North American and European business has stabilized

• Inventories of the OEMs have been reduced and should come to a normal 
level by the end of the year

Aftermarket

• Spare part business is developing well in North America and Europe
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Development confirms the right strategy

• Sales have stabilized despite the usually weaker holiday m onth August

• Strong benefit from operative restructuring and market s tabilization

• Company will benefit from upswing in the markets

million EUR Q1/2009 Q2/2009 Q3/2009 in total
Sales 112.1 101.2 103.1 316.4
Adj. EBIT -0.5 -0.8 2.5 1.2
% of sales -0.4 -0.8 2.4 0.4
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*The operating cash flow is the cash flow from operating activities before income tax payments

Key Financials

29.130.9Operating cash flow *

0.4%7.2%Margin

1.246.4Adj. EBIT

4.0%8.7%Margin

12.656.1Adj. EBITDA

-0.581.26Adj. EPS in €

-3.8%3.7%Margin

-12.023.9Adj. profit / loss

16.8%16.9%Margin

53.3109.2Gross profit

-263.1-537.1Cost of Sales

316.4646.3Sales

Jan-Sep
2009

Jan-Sep
2008in €m

The stable gross margin
compared to the previous
year was an important
indication for the
successful development
of our operating business.
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Balance Sheet

303.9 312.4Bank loans

72.586.7Other current liabilities

65.966.2Other non-current liabilities

31.172.1Equity

473.4537.4Total assets

0.02.9Non-current assets held for sale

84.489.6Other current assets

60.285.8Inventories

13.68.6Cash and cash equivalents

315.2350.5Non-current assets

09/30/0912/31/08in €m
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Cash Flow Statement

5.03.2Net change in cash

0.30.1Effect of f/x changes

-19.54.9Cash flow from financing

-5.2-25.0Cash flow from investing

29.423.2Operating cash flow

0.3-7.7Income tax paid/received

29.130.9Operating cash flow before income tax

1.6-1.1Other cash flow items

18.9-21.3Change in NWC

33.414.2Amortization/depreciation

18.113.0Finance result

-42.926.1Profit/loss before tax

Jan-Sep 09Jan-Sep 08in €m



28

Outlook 2009 

Operating Business

• Further focus on cost reduction and liquidity measures in 2009 and 2010

• Achieve cost reductions of > €m 60 

• Reduce inventories to €m 52

Sales and Earnings

• Sales will fall substantially below previous year
and will result in a significant burden on earnings

• On a medium term we see good growth potential in all business units
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• SAF-HOLLAND is a global partner and supplier for the glo bal 
truck and trailer industry

• SAF-HOLLAND is well-positioned in all its market segmen ts

• SAF-HOLLAND is close to its markets, leading in technol ogy and is
to gain significantly from am upswing in the markets

• SAF is constantly increasing its productivity

Summary


