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Safe Harbour Statement

This presentation contains forward-looking statements and information – that is, statements related to 
future, not past, events. These statements may be identified either orally or in writing by words as 
“expects”, “anticipates”, “intends”, “plans”, “believes”, “seeks”, “estimates”, “will” or words of similar 
meaning. Such statements are based on our current expectations and certain assumptions, and are, 
therefore, subject to certain risks and uncertainties. A variety of factors, many of which are beyond 
Siemens’ control, affect its operations, performance, business strategy and results and could cause the 
actual results, performance or achievements of Siemens worldwide to be materially different from any 
future results, performance or achievements that may be expressed or implied by such forward-looking 
statements. For us, particular uncertainties arise, among others, from changes in general economic and 
business conditions, changes in currency exchange rates and interest rates, introduction of competing 
products or technologies by other companies, lack of acceptance of new products or services by 
customers targeted by Siemens worldwide, changes in business strategy and various other factors. More 
detailed information about certain of these factors is contained in Siemens’ filings with the SEC, which are 
available on the Siemens website, www.siemens.com and on the SEC’s website, www.sec.gov. Should 
one or more of these risks or uncertainties materialize, or should underlying assumptions prove incorrect, 
actual results may vary materially from those described in the relevant forward-looking statement as 
anticipated, believed, estimated, expected, intended, planned or projected. Siemens does not intend or 
assume any obligation to update or revise these forward-looking statements in light of developments which 
differ from those anticipated.
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I  We deliver, what we promise: 
Highlights from 5 years as a merged company

Merged in 2001 Siemens Automotive and VDO, Siemens VDO became one 
of the leading suppliers of electronics and mechatronics

Our turnover reaches more than 9.6 billion Euros due to strong 
customer focus and organic and exogenous growth 
With 1,000 new patents in FY 05, we provide customer-oriented 
innovations for all vehicles worldwide

We strengthened our customer base by anticipating market needs and 
by extending our portfolio with acquisitions

Major acquisitions in the US, including Huntsville Electronics as a 
model case for successful integration
Since 2004, we increased our market share in the U.S. by 47 %

We are constantly improving our cost base and performance, 
by increasing  quality, productivity and flawless execution 
We are the third-largest of 12 operative business units in 
Siemens Group (turnover of 75 billion Euros, R+D 5.2 billion Euros in FY 05)  
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Group Profit (€mill)

R&D (€mill)

Employees

Sales (€bn)

2004*

9.0

562

753

48,100

2005*

9.6

630

913

50,800

Q1-Q3 2006

7.7

498

not disclosed

I Siemens VDO in figures  

Capital cost (€mill)** 515 623

not disclosed

* Fiscal year ends 09/30

370

** Intangible assets, property, plant & 
equipment, acquisitions, and 
investments
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I Since the merger, we made solid progress
in a challenging environment

Sales in Euros
Group Profit in Euros
EVA

€8.5 bn €8.4 bn
€9.0 bn

€9.6 bn

€65 mn
€562 mn €630 mn

FY 2002 FY 2003 FY 2004 FY 2005

0.8%

6.6%

€5.7 bn*

- 4.6%
FY 2001

* including VDO May-September 
2001 

SV target 
margin  5 - 6% 5.0%

6.2%

Group Profit margin %€418 mn

- €261 mn
Cash Flow
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Powertrain Chassis & 
Carbody

Interior & 
Infotainment

Service & 
Special Solutions

Special OEM & 
Infotainment 

Service & Parts

Transportation & 
Fleet Telematics

Information Systems
Passenger Cars

Commercial Vehicles

Cockpit Modules &
Systems

Infotainment
Solutions

Restraint Systems, 
Safety Electronics

Body & Chassis
Electronics

Electric Motor 
Drives

Gasoline Systems
Diesel Systems

Engine Actuators, 
Air & Emissions

Management
Fuel Supply

Systems
Sensors

Electronics &
Drivetrain

I A strong product portfolio:
more performance, safety, comfort, efficiency 
for all vehicles 

56 % of our products on Position 1 in their segment

39 % of our products on Position 2 in their segment
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I We are well positioned in automotive electronics
as one of the most promising markets

68%

9.6

Siemens VDO 

25%

23.5

Delphi

13.421.626.3Sales FY 2005 
(bn €)

23%33%30%Electronic share
(% of sales)

VisteonDensoBosch

Electronics
share (%)

Suppliers
share (%)

Vehicles
produced
(mil units p.a.)

1990 1995 2000 2005 2010 2015

18

65

45

21 22 25 28 40

80

79+2.3%

Electronics are getting more important for the automotive industry
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EuropeNAFTA

Asia

World

2005 2006E 2010E2005 2006E 2010E2005 2006E 2010E 2005 2006E 2010E

Light vehicle
production

Heavy vehicle
production

%

I  We are growing faster than the market

Source: Global Insight (March 2006)

World + 6.7% + 2.7%

NAFTA + 26% - 0.3%

Asia + 11% + 6.9%

Siemens VDO* Market**

** Light vehicle production

World vehicle production 2005: Moderate growth on high level

Europe - 0.5% - 0.5%

+2.7% +2.2%
+9.8%

+6.9% +4.8%
+15.9%

-0.3% -0.9% +4.5% -0.5% +1.7% +5.5%
+1.1% +3.1%

+14.7%

+0.2% +1.4%
+27.9%

+2.6% +4.4% -5.3% +1.8% +6.1% +6.9%

* Sales FY 2005 vs. FY 2004
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I Our regional portfolio: 
Worldwide presence for our customers

NAFTA

Europe (excl. Germany) Germany

Asia-Pacific 

Locations
€ Sales in billion EUR

Employees in thousend

8
10.8

(19%) (21%)
1.8

2.5

(21%) (26%)
5.5

(11%) (6%) (8%)

10.5
13

(24%) (26%)

2.5 2.2

(29%) (23%)

3.6 3.9
19.2 19,9

(45%) (39%) (42%) (41%)

4.1
(10%)

€
2002 2005 2002 2005 2002 2005

€
2002 2005 2002 2005 2002 2005

€
2002 2005 2002 2005 2002 2005

€
2002 2005 2002 2005 2002 2005

24
18 20

16

19
16

11 13

We are located where our customers need us:
At approx. 130 locations for R&D, manufacturing and sales.

0.80.5
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II Winds of change in the supplier industry -
and our answers

I Siemens VDO Automotive at a glance

II Winds of change in the supplier industry – and our answers

III Growing profitably 

IV Summary
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II Ongoing consolidation in automotive industry 
defines new requirements for suppliers

Number of independent 
car manufacturers will 
decrease

Car manufacturers will 
reduce the number of 
suppliers

source: Automobilproduktion, University of London, Mercer Analyse

Companies in automotive industry

0
50

5.0
00

1900 1950 2000

50
0

8.0
00

40.0
00

OEMs

suppliers

500 
(1910)

50 
(1950) 30 

(1980)

2015

10 
(2015)

13 
(2000)

30,000 
(1988)

8,000 
(1998)

~2,800 
(2015)

30 
(1900)
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II Winds of change in the US car industry: 
Slow increase in production 

U
.S. inhabitants in m

illion
in

 M
ill

io
n 

U
ni

ts

U.S. Population CAGR = 1%
U.S. Car Production CAGR = 1%

Source: Global Insight; Bureau of Transportation

1990 1995 2000 2005

250

300

350

200
2010

10.0

12.0

14.0

8.0
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Source: Global Insight; Frost & Sullivan

II OEM market shares are shifting

1990
2006
2011

S
al

es
 (M

 u
ni

ts
)

0

1

2

4

5

GM Ford DC Toyota Honda Nissan Hyundai

Market Share

GM
Ford
DC
Toyota
Honda
Nissan
Hyundai

1990

35.5%
23.9%
12.2%
7.6%
6.2%
4.5%
N/A

2006

24.8%
19.0%
14.8%
14.7%
9.0%
6.6%
4.7%

2011

22.8%
16.9%
15.0%
16.2%
9.3%
7.4%
5.6%

+/-

-12.7%
-7.0%
2.8%
9.2%
3.0%
2.9%
0.9%

Total Annual Market Growth 1.6%
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Supplier Credit Rating1

Siemens AG AA- (Investment Grade)
JCI A- (Investment Grade)
Borg Warner A- (Investment Grade)
Eaton A (Investment Grade)
Denso Corp. AA+ (Investment Grade)
Robert Bosch GmbH AA- (Investment Grade)

TRW BB (High Yield)
Navistar BB-(High Yield)
ArvinMeritor BB (High Yield)
American Axle BB (High Yield)
Lear B (High Yield)
Dura B- (High Yield)
Visteon CCC (High Yield)

Federal-Mogul Bankrupt
Delphi Bankrupt 
Dana Bankrupt 
Tower Automotive Bankrupt
Collins & Aikman Bankrupt

'J
un

k'
 R

at
ed

1 Sources: Fitch Ratings  / Standard & Poor's Ratings     

II Suppliers relying heavily on US-OEM´s
are facing hard times

C
h.

 1
1
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DC Group
BMW Group
Ford Group
VW Group
GM Group
PSA Group
Renault Group
Hyundai Group
Honda Group
Fiat Group
Others

Top 3
= 38% 

of sales
Top 5

= 53% of 
sales Top 10

= 68% of 
sales

II Siemens VDO succeeds by diversifying its
customer portfolio 

2005

With a diversified customer portfolio SV reduces the risk of dependency on single customers:

Top 3-Customers: FY 2002 45% 
Top 5-Customers: FY 2002 62% 
Top 10-Customers: FY 2002 80%

Customers within the U.S.
(other than GM, Ford, Chrysler) 
• Caterpillar
• Harley Davidson 
• International Truck and Engine Corp.
• John Deere
• Kenworth and Peterbilt trucks 
• Mercury Marine 
• Polaris
• and others
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II Siemens VDO is on growth track in NAFTA

10,7802005

2003

8,200

Cedar Rapids

London
Chatham
Windsor
Tilbury

Ciudad Juarez
Reynosa
Monterrey
Guadalajara

Auburn Hills

10,000

2004

1.6

2.5

2.0

Sales in bn euros
Employees NAFTA

R&D sites
production sites
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II Yet there is a constant threat to our success: 
pressure on sales price and increasing costs
endanger our profit

Cost Cost

ProfitProfit

Sales price 
reduction

Labor and 
material cost

increases
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II Based on our targets, internal and external studies,
SV decided to start a Transformation program

Operations Organization Growth

Manufacturing

R&D

Business Functions efficiency

Purchasing

Customer Portfolio: BEAM/APP+

Regional Portfolio: Asia Strategy

Technology Portfolio: Innovation

M&A

Critical Divisions / Disinvest

Regional set-up

Customer Competence Centers

Divisional set-up

Growth to benchmark

top+ Cost Reduction

SV Transformation 
Program

Asset Management

Process Mgmt.

Stop the 
bleeding

Sustainable
profitable

growth

Turn-
around

Profitable
growth

Earn 
capital
costs

Initiatives (DTC, Quality, SWI, PM)
Benchmarking

SV priorities FY01- FY 05 SV priorities FY06, FY07
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II The decisive factor for sustainable success:
Innovations in line with global trends
and market needs

Powertrain

"Zero emissions"

Chassis & Carbody

"Zero accidents"

Interior & Infotainment
Service & Special Solutions

"Always on"

Propulsion Comfort & Safety Communication

Trends
Shift of

economic gravity
amongst regions

Increasing
mobility

Growing
demand for 

safety & security

Growing need
for environ-
mental care

Shortening
of natural
resources

Source: Siemens VDO

Comfort/Safety

C
om

m
unication

Affordability Comfort Passive Safety

D
am

pi
ng

St
ee

rin
g

B
ra

ki
ng

H
M

I
Infotainm

ent
/N

avigation
Intra C

ar

Gasoline/Diesel
Alternative Fuels/

Propulsion Affordability

C
ha

ss
is

E/E standards

Active Safety

Key less cockpit

HW standards

New production 
concepts

Improved Diagnostics

E/E standards Augmented Reality

ADAS-Safety Platforms 
(passive safety)Electric energy mgmt.

Workload manager

1st gen ADAS

Propulsion

E/E standards

HW standards

Zero
accidents

Zero emissions

Always on
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Trends
"Zero accident"

"Zero emission"

"Always on"

Drivers
Customer demand for 
safer vehicles
Regulations to enforce 
driver and pedestrian 
protection 

Increasing fuel costs and
fleet consumption regulations
Regulations to reduce 
vehicle emission 
(e.g. EURO V) 

Customer demand for better 
guidance and permanent 
connectivity
Demand for integration of 
consumer electronic devices

Typical applications

CESAR
- the cockpit for the
car of the future

Advanced Propulsion Systems
- e.g. Piezo injection
- e.g. Hybrids

pro.pilot
- a network of driver 
assistance systems

II With customer orientated innovative products  
and technologies we are gaining
competitive edge
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II Coping with the trends - the US example:
Rising gasoline prices demand alternatives 

Consequences:
Rising interest in 
hybrid and diesel 
technology
205,749 hybrids 
sold in U.S. in 2005
Diesel market share 
3.65%

*Prices are as of Jan 1

source: Hybridcars.com; Green car congress; eaidoe.gov

1.22
1.1

0.93

1.27
1.4

1.11

1.44
1.51

1.78

2.24

0

0.5

1

1.5

2

2.5

1997 1998 1999 2000 2001 2002 2003 2004 2005 2006

Pr
ic

e 
$ 

pe
r G

al
lo

n

$ 2.93 as of 
July 2006

$ 2.93 as of 
July 2006

Rise of gasoline consumer prices in the US
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II ... and we are delivering the solutions: 
Latest Diesel technology for the US

March 1999:
Joint Venture with International, Columbia, South Carolina.  

Siemens VDO as first European supplier in U.S. with 
Amplified Common Rail Diesel Systems

2005:
German President Horst Koehler honors Siemens VDO with
German Future Prize for Diesel Piezo-Direct-Injection-Technology

2006:
Start of U.S. Production of Piezo-Common-Rail-
Technology in Blythewood, SC

October 2000:
Siemens Diesel Systems Technology, LLC (SDST), 
Joint Venture of Siemens Automotive and NLP Inc., 
opening of the new 200,500 square foot facility in 
Blythewood, S.C. 
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II Scenario-based car concepts determine 
our product roadmaps

Base vehicle priced 
under $10,000

No prestigious car 
(no branding)

Powerful, bigger car

State-of-the art quality, 
reliability, safety and 
lifetime warranties

Highly flexible hybrid 
powertrain

Customized interior 
and exterior

Remote diagnosis and 
repairs

Retail Case

Retail Mart Car

$7 per Gallon Case

Independence Car

100%

CT SM T&L based on Global Insight 2005

R
et

ai
l M

ar
t C

ar

MPV

Medium (C) Small (A+B+MIC)

Upper Medium (D)

PUP

SUV

Luxury & Sports Cars (E+F)

HVAN + MVAN 
& CDV

0%

20%

40%

60%

80%

1996 2000 2005 2010 2015 2020

Car Types

In
de

pe
nd

en
ce

 C
ar

Our scenario for the US

Driving dynamics 
(acceleration), freedom 
and individualism 
remain very important

Americans accept 
alternative fuels 
and powertrains

Buying trend toward 
lighter and safer cars

Shrinking vehicle size 
at constant interior 
space

World crisis pushing
fuel price up to $7/gallon,
stays for long period 

Demand for 
innovations to reduce
the related running costs
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II US legislation is leading in requiring
safer vehicles

0

10

20

30

40

50

60

1965 1970 1975 1980 1985 1990 1995 2000 2005
0

50

100

150

200

250

Fatalities
Registered Vehicles

1952
Airbag Patented

1952
Airbag Patented

1972
Airbag installed on 

first production 
vehicle

1972
Airbag installed on 

first production 
vehicle

1984
Airbag 

mandated in all 
vehicles

1984
Airbag 

mandated in all 
vehicles

1984
Mandatory 
Seatbelts

1984
Mandatory 
Seatbelts

Fatalities
in thousand

Reg. Vehicles 
in mn

Source: U.S. Dept. Of Trans

52,627

111,242

37,000

217,028 New safety 
features 
required!

Increase of safety regulations in US
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II Our answers to safety challenges: 
Advanced Driver Assistance Systems 

pro.pilot
Adaptive Cruise Control

pro.pilot
Blind Spot Detection / 
Lane Change Assist

pro.pilot
Lane Departure Warning

pro.pilot
Safe Exit Assist

pro.pilot
Traffic Sign Recognition

pro.pilot
Traffic Jam Assist

pro.pilot
Park Mate

pro.pilot
Sensitive Guidance

pro.pilot
Night Vision (FIR)

System Concept HMI

Implementation in 2006
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II Siemens VDO heavily invests 
in emerging technologies

21 of 23 identified emerging 
technologies are in Siemens VDO's 
product portfolio or currently 
in development within Siemens VDO

Source: JD Powers Emerging Technology Report
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5

7

7

10

10

15

10

9

16

14

16

18

15

15

14

19

20

14

20

16

20

20

24

26

27

32

30

31

29

39

42

36

40

42

41

44

44

45

42

44

50

45

50

52

52

57

0 20 40 60 80 100

Smart Sensing Power Swing Front Door

Smart Sensing Windows

Lane Departure Warning System

Wireless Connectivity System

Re-Configurable Cabin

Rear-Seat Entertainment System

HD Radio

Remote Vehicle Diagnostics

Satellite Radio

Personal Assistance Safety Services

Heated/Cooled Front Seats

Hybrid Electric Vehicles

Rear Park Assist

Adaptive Cruise Control

Advanced Windshield Cleaning System

Navigation System

Premium Surround Sound

Active Cornering Headlight System

Advanced Keyless Entry System

Blind Spot Detection

Stability Control

Night Vision System

Run-Flat Tires
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III On the road to profitable growth

I Siemens VDO Automotive at a glance 

II Winds of change in the supplier industry – and our answers

III Growing profitably 

IV Summary
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Technology 
portfolio

C
us

to
m

er
po

rt
fo

lio

Regional 
portfolio       

Source: Siemens VDO

Regions:

Optimize global R&D and 
manufacturing footprint

Strategic focus on Asia

Customers:

Maintain / increase 
market share
in Europe and Americas

Become a "Global Keiretsu" 
supplier to Asian OEMs

Technology: 

Strengthen leadership in 
upcoming growth applications

Focus on safety / comfort, 
advanced propulsion and 
communication 

III Our clear strategic direction ensures 
long term profitable growth 
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III We follow a consistent M&A approach to 
enhance our  portfolio

American Electronic Components (AEC)2005

ELCAR2004

VW Mechatronic2006

Bontec / Autonet2005

e-stop2005

IDM2004

Huntsville Electronics2004

Mannesmann VDO2001

Customer PortfolioRegional PortfolioTechnology / Product 
PortfolioMergers & Acquisitions



© Siemens AG, Siemens VDO Automotive 2006 | Wolfgang Dehen 312006-08-07

III  Divestments enable us to expand 
our core business 

Exit of cockpit assembly2003

Disposal of Bowden 
Cables business to Capro
Inc.

2003

Exit of assembly for 
complete tank systems2003

Sales of Hydraulikring to 
Hilite2002

Exit of wiring
harness production2001

Sale of the interest in 
Volkswagen Bordnetze
GmbH (wiring harnesses)

2006

Sales of air outlet 
manufacturing to Reum2001

Customer PortfolioRegional PortfolioTechnology / Product 
PortfolioDisinvestments
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III The Huntsville example:
an acquisition that paid off   

Huntsville operation has a highly skilled 
workforce, combined with extensive 
expertise in our core product areas.

Production of:
Instrument clusters
Engine and powertrain controllers
Carbody electronics
Vehicle audio products

Acquisition completed April 1, 2004

Basic data:
Opened in 1988
Situated on a 144-acre site
Generates approximately 
$1 billion in annual sales
2,205 employees

From a "one-customer-plant" to a diversified customer portfolio: 
Three new customers since acquisition of Huntsville Electronics
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III Strategic advantages and value
proposition of Huntsville Electronics

Strong link between design engineering, 
manufacturing, and the divisions.
Test engineering know-how enables
"systems-level" solutions to our customers.

Automated, low-WIP provides high-quality 
standards and low non-conformance costs
High-level of equipment and process 
standardization
High inventory turn rate
(26 turns – SV Benchmark)
Centrally located near many "new domestic" 
plants
Lower outbound logistics costs

Innovation center for NAFTA-engineering, 
manufacturing & logistics performance track record

Lean manufacturing principles

Automatic Guided Vehicle 
Distribution

Automated Assembly Robots



© Siemens AG, Siemens VDO Automotive 2006 | Wolfgang Dehen 342006-08-07

III With Huntsville, we significantly increased 
our  market shares and position 

Regional Market Share Impact of Hunstville
Electronics Acquisition

Huntsville continues to offer the 
benefits of completing the market 
leadership position quest for leading 
SV world positions.
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IV Summery

I Siemens VDO Automotive at a glance

II Winds of change in the supplier industry – and our answers

III Growing profitably 

IV Summary 
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IV Summary

Strategy 
of 
solid
Growth

To stay on top, we ...
focus on automotive electronics as most promising segment in  
automotive industry (annual growth rates of 6-7%)
improve our regional balance to enhance competitiveness
optimize our worldwide manufacturing and R&D footprint 
execute Asia strategy to expand business in China, Korea, Japan and 
India and further increase business in NATFA region
constantly improve our cost base, performance, quality 
and speed of innovation
develop innovations focused on requirements of markets 
and consumers, e.g. advanced driver assistance   
systems, audio and navigation systems and advanced propulsion

In difficult environment we achieve constant growth in NAFTA region: 
since 2002 we have increased our sales by 59%. 
We successfully extend our costumer portfolio: Since acquisition of 
Huntsville Electronics we have won three new customers.
We support our OEM customers in the US with latest technologies to cope 
with market challenges.   

Success in 
NAFTA 
region


