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Important notice

Thefollowing appliesto this presentation, the oral presentation of the informationin this presentation by Konecranes Oyj(the “Company” or
“Konecranes”) orany persononbehalf of the Company, and any question-and-answer session that follows the oral presentation(collectively,
the “Information”). Inaccessing the Information, youagree to be bound by the following terms and conditions.

This presentationdoesnot constitute an offerof oraninvitationby oronbehalf of, Konecranes, orany otherperson, to purchase any securities.

Thelnformationis notdirectedto, orintendedfordistributionto oruse by, any personorentity thatis a citizenorresident of, orlocatedin, any
locality, state, country or otherjurisdictionwhere such distribution oruse would be contrary to law orregulation orwhich would require any
registrationorlicensingwithin suchjurisdiction.

The Informationcontains forward-looking statements. All statements otherthan statements of historicalfact includedinthe Informationare
forward-looking statements. Forward-looking statements give the Company’s currentexpectationsand projectionsrelating toitsfinancial
condition, results of operations, plans, objectives, future performance and business. These statements may include, without limitation, any
statements precededby, followedby orincludingwords such as “target,” “believe,” “expect,” “aim,” “intend,” “may,” “anticipate,” “estimate,”
“plan,” “project,” “will,” “canhave,” “likely,” “should,” “would,” “could” and otherwords and terms of similarmeaning orthe negative thereof. Such
forward-looking statementsinvolve known and unknownrisks, uncertaintiesand otherimportantfactorsbeyondthe Company’s controlthat
could cause the Company’sactualresults, performance orachievementsto be materially different fromthe expectedresults, performance or
achievementsexpressedorimpliedby suchforward-looking statements. Such forward-looking statementsare based onnumerous
assumptionsregardingthe Company’s presentand future business strategies and the environmentinwhichit willoperatein the future.
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TheInformation,including but notlimitedto forward-looking statements, applies only as of the date of thisdocumentandis notintendedto give
any assurancesas tofutureresults. Marketdatausedinthe Informationnot attributed to a specific source are estimates of the Companyand
have notbeenindependently verified.
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Industry-leading
lifecycle services

Foralltypesand makes of industrial
cranes andhoiststoimprovethe
safety, productivity and sustainability
of ourcustomers’ operations

Agreementbase Agreementbase
by hoist brand byregion

Diversified
EMEA AME
agreement
base
Third Konecranes
parties family of brands APAC
Largest and &
most extensive
service network Presentin Driving toward ~4,300
50+countries sustainable operations technicians
Electrifying the service fleet
and smart route planning
Next generation _—
digital services . > o
KonecranesPortal Predictive Maintenance Engine

Streamlined customer experience

Auto-generated service leads
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We are within our financial targets range

Ourgoalis to maintain/expand through the cycle

MEUR Ordersreceived mmm Netsales ~ —e—Comparable EBITAmargin, %

2400 - Sales growth andimproved gross margins:
21.0% 211% - Agreement base expansion
2000 - — « Improvedbase "quality”
19.9% . :
\s5o 1575 1579 1588 Increasedagreementretention
1600 - 1491 90 i
1443  Improved customerexperience &
satisfaction
1200 - . .
» Dynamic pricing
800 * Improved productivity
« Costcontrol
400 - » Successfulbolt-onacquisitions
O .
2022 2023 2024 Q12025R12M
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Consistent quarterly sales and EBITA growth

While sequential quarterly figures may be affected by seasonal factors

Net sales 2021 Net sales 2022 mm Net sales 2023 mmm Net sales 2024
MEUR === Comp. EBITA-% 2021 == Comp. EBITA-% 2022 == Comp. EBITA-% 2023 —— Comp. EBITA-% 2024
500 24%
22%
400
AI 20%
300 | 18%
(o)
200 16%
14%
100
12%
0 10%
Q! Q2 Q3 Q4
Lowersales Salary/wageincreases,andprice  Holiday periodimpacts sales Higher sales /unpredictable mix
Priceincreasesimplemented increases, take effect but with lower personnel costs due to project deliveries and

agreementinvoicing
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Industrial Service operating model
Empowered frontlines supported by dedicated teams driving continuous improvement

Customer centric Industrial Service &
Industrial EQuipment front line organization

COMMONBAFUNCTIONS
Commercial & Business Development | Sustainability
Business Processes & Systems
Finance

People & Culture

INDUSTRIAL SERVICE

KONECRANES INDUSTRIAL SERVICE (BETA)
Enduserbusiness/direct channel
Sales/service delivery

Regional organization

COMPONENTBRANDS PARTS (ALPHA)

Distribution business/indirect channel
Brand organization - Demag, R&M, SWF, Verlinde, Donati

BU SERVICE

Parts Supply &

Field Service )
Service Procurement

Modernizations
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Megatrends and underlying demand drivers
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Supply chain
realignments Digitalization

Outsourcing B @ & automation
Sustainability

Artificial

~~ intelligence
Productivity
0

2 Ownindustry
") consolidation

Safety



Focused onincreasing share inaddressable
markets and most profitable segments

10%
TOTAL
MARKET SHARE

Totalmarketsize: ~15B€

lIndustrial crane service market size/market share includes all maintenance services bothinsourced and outsourced. Service scope based on current Konecranes scope. Not all markets /countries are accessible/addressable.

*’Kv

MARKET SHARE

Total market size: ~3.5B€

~ Senice footprint
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coversmajormarkets’
EMEA /. APAC
~15% <5%
TOTAL TOTAL
MARKET SHARE MARKET SHARE
Total market size: ~4B€ Total market size: ~7B€



Our Ambition
Raise the benchmark among “industrials”

Sales growth clearly fasterthan the market!
Comparable EBITA margin of 21-25%?2

'"Nominal world GDP growth, IMF World Economic Outlook
2 As soon as possible, but no later than in 2029. Profitability range, depending on the cycle.
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Agreement Base underpins 75%-85% of overall service volume
Servicegrowthstrategy | Focus on Agreement Base growth

pgreement bage

~20% of sales

INSPECTIONS, PREVENTIVEMAINTENANCE,
PREDICTIVEMAINTENANCE

AgreementSales, Inside Sales
New business developmentandrenewals

~30% of sales

CORRECTIVEMAINTENANCE

Inspector, Technician, Inside Sales
Advice basedonfindingsand
conditionmonitoring - speed

Lead generation 26 Al drivenlead generation

S,

Eo . . 9% = %

gt Lifecycle Services 033
. =3

Eao and Sustainable g8s

~25% of sales' :é\ ‘g Lifting Solutions a8 ~25% of sales
N

SPARE PARTS & ACCESSORIES
Inside Sales,eCommerce
Transactional,convenient

RETROFITS, CONSULTATION SERVICES,
MODS, LIFTING EQUIPMENT

Service Sales, Inside Sales
Consultative selling, analytics driven
lead generation

TIncludes all channels (direct & indirect)
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Drivingagreement growth
Value perasset and agreement profitability are prioritized

1. Increase market coverage > add new agreements
+ Differentiatedapproachby customersegment
» Dedicatedresourcesandprocesses

2. Improve sales & marketing efficiency > expand existing agreements
« Salesmodelevolution
« Agreementconfigurationand renewal processupgrade

3. Enhance customer experience > retainmore agreements
« Digitalexperience - unified customerportal
« Smartplanning
« Nextgenerationpartsdelivery

4. Drive operational excellence > deliver/invoice agreements
» Technicianrecruitment, developmentandretention
» Mobilitytoolsuplift > technician UX/productivity
« Documentation/supportondemand

300

200

100

600
500
400
300
200

100

2020

AGREEMENTBASE (M€)

2021 2022 2023 2024

AGREEMENTVALUE PERASSET (€)

2020

2021 2022 2023 2024

Growthrate based on comparable currencies
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Ourdifferentiated approach by customer
segment enables our growth ambitions

VOLUMESEGMENT MID SEGMENT TOP SEGMENT
Customer
Segment Local and small with Mid-size/regional with mixed lifting Large/global
non-critical lifting equipment equipment fleet with critical lifting equipment
CONDITION> CARE CARE > COMMITMENT
Service Inspections & basic preventive Asset management services
programs maintenance services Preventive/predictive services
DIGITALECOSYSTEM
Simplification Differentiation
« Streamlined consultation « Account management/dedicated resources
Strat « Customer self-service « Comprehensive service agreements/digital services/predictive maintenance
rategy « Efficiency insales and service delivery  « Tailored solutions based onindustry/application requirements
« Cost competitive offering * Specialized/advanced services and technologies

* Fleet/asset management/prove value
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We adapt ourapproach to optimize growth and profitability

Plenty of available growth opportunities by developing our current customers

High

A

High currentvalue butrelatively
lowergrowth potential
Includes customerswith
Konecranesfamily assets

<

%

Highcurrentvaluewith
highgrowthpotential
Largerregional/global customers
with criticallifting equipment.

Currentvalue of accountrelationship

with non-critical lifting needs. Protect Priority

27KEUR/Agreement* 26KEUR/Agreement*
Highnumberof assetswithrelatively lowvalue Lowcurrentvalue but
Optimize offeringand sales/delivery process withhighgrowthpotential
Customerswithnon-criticallifting Largerregional/global customers
equipment, wholook forcompliance, Screen & with criticallifting equipment.
ease of buyingandlow cost. Develop

SKEUR/Agreement*

Select

8KEUR/Agreement*

Low

*Agreement values shown are indicative averages

Future value of accountrelationship

High

AGREEMENTASSETS DISTRIBUTION
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Sales and marketing efficiency

Salesmodelevolutiondesignedto address complexity and customer
needswitha streamlined sales, quoting,and delivery process

Transactional Agreementbased Consultative and expert
ONLINE INSIDE SALES OUTSIDE SALES ‘ ‘ OUTSIDE SALES ‘
Digitallead generation  |nside Sales Inspector, Technician Service & Modernizations

Marketing automation
PartseCommerce

New business development, agreement Advice based onfindings, with speed Consultative and expert selling
renewal, follow up on operative quotes

Agreement Sales

Customer Service Newagreement-based senvices K€Y Account Sales
Digital lead follow-up and business development Comprehensive service
agreements across plants
Sales Support andindustry segments,
Estimation and technical sales support, promotion/ cQordlnat|on
. . of entire offering
sales lead development, offerengineering Q

¢
ey Ny i

Salesand marketingtoolsthat use dataand Al support sales automation,
coveringprocessesfromlead generationtolead qualificationand quoting.
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Customer experience
Empowering our customers and personnel with the rightinformation at the right time

01 SEAMLESS CustomerPortal
INTERACTIONS « Personalized experience with easy access to all relevant information and services.
» Platform for planning, onboarding, assisting decision-making and proactive communication.
* IntegratedAPIs and automatednotifications provide seamless,informedinteractions.
Smart Planning
OZSMART . . . . 0 . . . . e
TOOLS e Scheduled work aligned with technician proximity, skilland material availability.
¢ Optimizedformost efficient customerresponse time.
e Assisted planning and smart mobile tools.
Next genparts supply
e Enabling control of just-in-time deliveries to the optimal location; dropship to the
ggg\fgl'qﬁgém customer, direct to the technician’s home, third party access point, or service depot/site.

o E2E supply chainvisibility enabling accurate, ontime deliveries, backed up by
balanced inventories and proactive suppliermanagement.
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Operational excellence
Ensuring our personnel have the right tools andinformation at the right time

Techrecruitment

01IMPROVED
EQQE%EQT(':EE » New talent acquisition processes and systemto better support our hiring activities.
 Relationshipmanagement,analytics,and automated candidate-job matching.
o Upgradecareerpagesandintegrationwithexternaljob portals.
Mobility tools update
02IMPROVED » Redesigning technician mobile tools to optimize workflow and enhance user experience.
USERINTERFACE ) L , . .
» Immediate notification of the day’s work, possible safety risks and relevant work
instructions plus access to relevant work details including standard operating procedures.

03 GUIDED Service technician Al assistance
SOLVING » Agenerative Al chat tool provides technicians with real-time support, “how-to"

questions and troubleshooting.
o Step-by-stepinstructions, service manuals, SOPs, and videos.
e Supportscontinuous learning through Al-driveninsights and recommendations.
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Alwill bring a new wave of productivity improvements
Sample of the Al developmentsimplemented and to be deployed

Sales & lead generation
Predictive Maintenance Engine Live
Life Cycle Engine Prototypelive

Al assisted Agreement renewal Prototypelive

Al assisted labor and travel hours estimator 2026

&

Business support processes
Al and RPA assisted asset data enrichment Live

Live June 2025

Al assistance for FSM/CRM users

&

Service delivery

Al assisted RailQ 3D crane runway analysis Live
Service technician Al assistance/chat tool Live June 2025
Service request Al assistance Prototypelive
2026

2026

Al optimized service planning

Al generated inspection warnings

®

Voice of Customer
Al assisted VoC l Live
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Enhancing Predictive Maintenance with the Lifecycle Engine

SANVADINO)I

Maintenance plan Agreement/service offer New agreement
H H Based on statutory requirements, Five-to-10-year lifecycle/maintenance plan ~ Customer and/or site-
The Llfecy(:le Englne (LCE) OEMrecommendations, duty andusage.  with annual inspections and maintenance. specific requirements.
enhances the Predictive

o\

& I - R e

DATA INPUT LIFECYCLE MODELS CUSTOMER INPUT Al/MACHINE LEARNING

Maint Engine (PME) with Lifecycleengine 8 8
amtenance Engine Wi «ﬂ.\w """"""" ‘
Al-driven analytics and rules- — R -

based algorithms, providing

, .
' . Equipment type : DATA INPUT N \\@/O
lifecycle recommendations Operatingenvironment  DATA INPUT TRUCONNECT condition 2
' . Duty classand usage Statutory requirements monltorlnglapd usage )
a n d s u p p o rt | n g s e er Ce Service history OEM recommendations d data plus digital products gi\
@ — : 2
' O
proposal generation. \®
\ o
\2
1Q.
(=]
'@
Assetsunder INTELLIGENT SALES TOOLS -+ i
agreement Cloud Saleslead/service request i
Wearing and safety-critical
Remotely Asset data, service data, 9 Y
monitored assets

component replacements,
general overhauls, and
modernizations.

statutory requirements
and OEM recommendations.

SECURE DATA
Dedicated, secured Konecranes
data storage with analytics

** FIELD OPERATIVE ENABLEMENT
Tens of millions

f Maintenance plan execution
of service records Technicians perform inspections,

preventive maintenance and

OEM specific tasks.
~
PREDICTION MODELS‘ -------------- : [
Konecranes Portal . o DATA INPUT
Crane operation and maintenance Service predictions Service findings from
information giving transparency and Based on condition monitoring mobile-enabled technician
recommendations to the customer. and service data plus OEM
recommendations.
&£ 3

Key benefits

Automated quoting: Facilitates faster
turnaround times, reducing costs and
enhancing customer satisfaction.

Proactive agreement enhancement:
Systematically identifies opportunities to refine
and expand existing service agreements.

Targeted consulting, repair, and retrofit
options: Tailored to specific needs and
regulatory standards.



RailQ 3D: Al assisted crane runway assessment
Reducedreporting times andimproved accuracy

Providesaccurate dataonthe condition
and alignment of the runway through
remotely operatedhigh-definition surveying.
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Service growthplan

Sales| Actions wellunderway
( Sales growthclearly )
| fasterthanthe market! |
- I
|
[ ]
T
Provenbusiness model | continuousimprovement | sales acceleration
2024 - . . .
Add new Expand existing Retain Deliver New service Bolt-on
agreements agreements agreements agreements products acquisitions
Market Sales & marketing Customer Operational Geographical
coverage efficiency experience efficiency expansion

"Nominal world GDP growth, IMF World Economic Outlook

2029
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Stay the course.
Accelerate the pace.

SANVADINO)I

We are within our
financials targetsrange.

Ourgoalistomaintain/
expandthroughthe cycle.

Sales growth clearly fasterthan the market!
Comparable EBITAmargin of 21-25%:2

'"Nominal world GDP growth, IMF World Economic Outlook
2 As soon as possible, but no later than in 2029. Profitability range, depending on the cycle.



Thankyou.




	Slide 1: Industrial Service Industry-leading lifecycle services
	Slide 2: Important notice
	Slide 3
	Slide 4: We are within our financial targets range Our goal is to maintain/expand through the cycle
	Slide 5: Consistent quarterly sales and EBITA growth  While sequential quarterly figures may be affected by seasonal factors
	Slide 6: Industrial Service operating model Empowered frontlines supported by dedicated teams driving continuous improvement
	Slide 7: Megatrends and underlying demand drivers
	Slide 8: Focused on increasing share in addressable markets and most profitable segments 
	Slide 9: Our Ambition Raise the benchmark among “industrials”
	Slide 10: Agreement Base underpins 75%-85% of overall service volume Service growth strategy | Focus on Agreement Base growth
	Slide 11: Driving agreement growth Value per asset and agreement profitability are prioritized
	Slide 12: Our differentiated approach by customer segment enables our growth ambitions
	Slide 13: We adapt our approach to optimize growth and profitability Plenty of available growth opportunities by developing our current customers
	Slide 14: Sales and marketing efficiency
	Slide 15: Customer experience Empowering our customers and personnel with the right information at the right time
	Slide 16: Operational excellence Ensuring our personnel have the right tools and information at the right time
	Slide 17: AI will bring a new wave of productivity improvements Sample of the AI developments implemented and to be deployed
	Slide 18: Enhancing Predictive Maintenance with the Lifecycle Engine
	Slide 19: RailQ 3D: AI assisted crane runway assessment  Reduced reporting times and improved accuracy
	Slide 20: Service growth plan
	Slide 21
	Slide 22: Thank you.

