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Importantnotice

The following applies to this presentation, the oral presentation of the information in this presentation by Konecranes Oyj (the “Company” or
“Konecranes”) or any person on behalf of the Company, and any question-and-answer session that follows the oral presentation (collectively,
the “Information”).In accessing the Information, you agree to be bound by the following terms and conditions.

This presentation does not constitute an offer of oraninvitation by oron behalf of, Konecranes, orany other person, to purchase any securities.

The Information is not directed to, or intended for distribution to or use by, any person or entity that is a citizen or resident of, or located in, any
locality, state, country or other jurisdiction where such distribution or use would be contrary to law or regulation or which would require any
registration orlicensing within such jurisdiction.

The Information contains forward-looking statements. All statements other than statements of historical fact included in the Information are
forward-looking statements. Forward-looking statements give the Company’s current expectations and projections relating to its financial
condition, results of operations, plans, objectives, future performance and business. These statements may include, without limitation, any
statements preceded by, followed by or including words such as “target,” “believe,” “expect,” “aim,” “intend,” “may,” “anticipate,” “estimate,”
“plan,” “project,” “will,” “can have,” “likely,” “should,” “would,” “could” and other words and terms of similar meaning or the negative thereof. Such
forward-looking statements involve known and unknown risks, uncertainties and other important factors beyond the Company’s control that
could cause the Company’s actual results, performance or achievements to be materially different from the expected results, performance or
achievements expressed or implied by such forward-looking statements. Such forward-looking statements are based on numerous
assumptionsregarding the Company’s present and future business strategies and the environment in which it will operate in the future.
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The Information, including but not limited to forward-looking statements, applies only as of the date of thisdocument andis notintended to give
any assurances as to future results. Market data used in the Information not attributed to a specific source are estimates of the Company and
have not beenindependently verified.
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Industry-leadinglifecycle services

Strong positionwith plenty of roomto grow

Market position Market sizet

H1 ~15

globally EUR billion
Total market Net sales 2025
share
(o EUR billion

Agreement base by hoist brand

Konecranes
family of
brands

Third
parties

Agreement base by region

AME

APAC

« Largest and most extensive
service network

» Serviceforalltypesand makes

of industrial cranes and hoists

» Next generationdigital services

* Diversified agreement base underpins
/5%-85% of overall service volume

« Significantrunway across multiple markets

Long-term growth drivers

Productivity

Sustainability

Outsourcing

Digitalization Artificial

& automation

Ownindustry
consolidation
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1) Notallmarkets/countries are accessible/addressable
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Strong track record of margin
expansion

Key financials
Netsales CAGR +3.7%

21.8% 21.8%

1,554

2022 2023 2024 2025 Q3/26 R12M

I Net sales, EUR million == Comparable EBITA margin, %
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Clear pathand ambitionto achieve financial targets

Take care of our Grow the agreement Increase presence in Unleash Al-driven
people and planet andinstalled base selected markets and productivity
customer segments
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Winwithtechnology Growlifecyclevalue Deepencustomerreach Performwithagility

Unleashing Al-driven end-to-end productivity

Salesand marketing Back-officefunctions Lifecycle management Field operations

Lifecycle engine
‘* Qi Qi i S 0.
” - ': A A N \(/L

Datainput Lifecycle Customer Al/Machine

Equipment type, operating | models input learning . \?x
environment, duty class, Datainput Y
usage, service history Datainput Crane conditionand actual )

Statutory requirements, usage, digital products

OEMrecommendations
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Intelligentsalestools

""" Field operative
enablement

Investing in extending our leadership position

Customer Relationship and Field Service Management systems
and architecture enabling further Al developments and improved
performance

~
~.
~. -
\\\\\\\\

Prediction

models Datainput

Technician findings
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Winwithtechnology Growlifecyclevalue Deepencustomerreach Performwithagility

Unlocking data to drive speed and efficiency in sales

& Chain guide
. . " . Chain auide needs to be replaced ﬁ
Al-assisted quotinginreal-time ‘~ ™
- Enablesin-field quotation of
parts andrepairs | |
* Increased speed and accuracy © (SE=®) (2commci @ .
« Lessneedfortechnical support

« Continuously addingmore e
brands and models J

4%, Spare Parts

arts
@ Exact 1 % Connected 0 1
1. CHAIN GUIDE 1 o
? @ Exact
KC ID PART NO

Attachments @ Info 52569282 52569282

& Assembly <. Spare Parts
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Winwithtechnology Growlifecyclevalue Deepencustomerreach Performwithagility

Customer portal assistants provide insights
atthe asset, fleet and relationship level

Welcome to the Asset Assistant!

Explore the topics below or type your questions about Nosturi 41 asset to receive information

What openissues
dolhave?
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Winwithtechnology Growlifecyclevalue Deepencustomerreach Performwithagility

Fleet-wide predictive maintenance
enabled by universal sensortechnology

Affordable, easy-to-installon all types and brands of
equipment

Supports predictive maintenance and agreement
base growth

* Initialrevenue stream from equipment retrofits

» Recurringrevenues from subscriptions
andrepairs

Opportunity to develop
alternativerevenue models

Opens up broad scale connectivity and extends
the range of features and value-adding services
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Winwithtechnology Growlifecyclevalue Deepencustomerreach Performwithagility

Developing the offering across the entire lifecycle

Growthe agreement base M;;edicf/p
o2 ten, o
»  Differentiated Service programs ec,’\\od{\\le e ,\‘?,‘Rejmg‘;’?o@
- Large agreement focus QC,Q @;\G(\a(\c On’fof,- e
- Mass market segment offering \qfé\&e %
<«
»  Existingagreement expansion 99% Cg
= : : 33
g & LifecycleServices | 838
[ = 2 ~
»  Customerretentionimprovement gE:_.% and Sustainable % L s
by Lifting Solutions a8
W o
% P
Growtheinstalledbase 7
,  RenewedRetrofitand s \\\)Q%\)OO
Modernization offering C/OQSQM_,S seoé}\(\%
; QZIUJQS Uo\'}c
PO

»  Expandedequivalent parts

1
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Winwithtechnology Growlifecyclevalue Deepencustomerreach Performwithagility

Differentiated service programs tailored
to customersegments

COMMITMENT

On-site
Maintenance Program

Asset Lifecycle
Management Program

CONDITION

Inspection and
Maintenance Program

Ideal forthose with critical production
equipment.

|deal forthose with light lifting equipment Ideal forthose with large installations.

andindustrial cranes.

Amore customized andintegrated
approachwith dedicated
on-site personnel.

Aimed atimproving safety, productivity
and lifecycle value. Predictive
maintenance, conditionmonitoring and
long-term lifecycle planning delivered by
ourtechnical experts and specialists.

Delivering safety, compliance and
equipment availability with industry-leading
customer experience, and a cost-effective
approachsuitable formostindustrial
applications.

Shapesthe customer experience, sales and service delivery

12
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Winwithtechnology Growlifecyclevalue Deepencustomerreach Performwithagility

Driving growth by customer segment

High 4

»

COMMITMENT

CARE

24KEUR/Agreement*

Current value of account relationship

CARE

COMMITMENT

26KEUR/Agreement*

CARE
CONDITION COMMITMENT
4KEUR/Agreement* 10KEUR/Agreement*
Low
*Agreement values shown are indicative averages Future value of account re|ationship Agreements asset distribution

13
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Winwithtechnology Growlifecyclevalue Deepencustomerreach Performwithagility

Broadening our customer base across channels

Expand in developed markets I(ON E ( RAN ES
Bolt-on acquisitions

g New market entry through M&A

Growindirect channel K R:M SWI' \IERLIﬂDE

. . . KRANTECHNIK
Spare parts, training and digital services R FTING EoUIPMENT

Complements open markets/white spots
302 IR VA| donati_

14
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Winwithtechnology Growlifecyclevalue Deepencustomerreach Performwithagility

Growing market share through differentiated actions

Europe | Good opportunities still exist throughout. Southern
and eastern Europe have the highest available market share.
Middle East | Significant growth opportunities.

SANVADINO)I

Japan/SouthKorea | Significant
addressable markets. M&A and
)1,,) indirect channel opportunities.

North America |
Continues to provide
significant opportunity

: China | Developing market
due to size and openness.

providestargeted opportunities
in various segments.

Global South | Opportunity to lead the development of
these markets through differentiated offering and indirect
channel.

® DirectandIndirect presence

@ Indirect presence only

15



Capturing the full potential of
industry-leadinglifecycle
services

Global trends support growth ambition

Attractive opportunities for organic
andinorganic growth

Strong operational leverage and continuous
improvement drive profitability

16
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