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The inexorable move towards electrification in
the field of mobility is picking up speed. As the
industry continues to transform, we will support
our customers with a comprehensive product
portfolio for all levels of electrification. In the
process, we want to strengthen our position as
a supplier of high-performance key components
while also expanding our role as a provider

of innovative subsystems. Our passion and
technological expertise will enable us to support
the industry's transformation to clean mobility
while also harnessing the opportunities that it
brings. A strategy with vision: 360° electrified.



HELLA BUSINESS DEVELOPMENT

O CURRENCY AND PORT-
0 FOLIO-ADJUSTED
| SALES GROWTH

Reported sales
in € million

2017/2018
2018/2019 € 6,990 million

-1.0%

Change
compared to
prior year

ADJUSTED EARNINGS BEFORE INTEREST
AND TAXES (ADJUSTED EBIT)
in € million

© 555

2017/2018 2018/2019

in % of portfolio-adjusted sales

+0 1
percentage 0
points 0

2017/2018 2018/2019

2018/2019

BUSINESS
DEVELOPMENT

Despite the decline in industry
development, HELLA remained
on a profitable growth path in the
reporting period and fully achie-
ved its annual goals. Currency
and portfolio-adjusted sales
increased by 5.0%, adjusted EBIT
rose by 5.9% to € 585 million and
the adjusted EBIT margin impro-
ved to 8.4%. These figures also
show that HELLA once again
grew much faster than the auto-
motive market.
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in € million
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EARNINGS FOR THE PERIOD
in million € and change compared to prior
yearin %

630

390

2017/2018 2018/2019

EARNINGS PER SHARE
in € and change compared to prior year in %

5.67

3.50

2017/2018 2018/2019

REPORTED SALES
PER SEGMENT

in million € and change
compared to prior year in %

AUTOMOTIVE

0,766

AFTERMARKET

665

SPECIAL APPLICATIONS
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ADJUSTED EARNINGS
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02 FOREWORD

FOREWORD

Dr. Rolf Breidenbach



Ladies and Gentlemen,

The automotive industry is entering a new era. HELLA anticipated this transformation
early on and has consistently aligned itself with major market trends such as electri-
fication and autonomous driving. We have already begun to profit from this foresight,
and will continue to do so in the future. Despite the challenging market environment,
in fiscal year 2018/2019 we once again outpaced the global automotive market signifi-
cantly and continued the profitable growth path we established in previous years.

We grew sales 5.0 percent on a currency and portfolio-adjusted basis in the reporting
period. Reported consolidated sales are € 7.0 billion. Adjusted earnings before interest
and taxes increased 5.9 percent to € 585 million. The adjusted EBIT margin is thus 8.4
percent. These results confirm the forecast we released last August and fully meet our
annual goals.

Annual goals met in challenging market environment

In retrospect however it has not been an easy year: Market conditions deteriorated
considerably for the entire automotive industry. The economic and political environ-
ment is fraught with uncertainty; global automotive production is declining overall.
Large, important markets such as China are cooling down after years of steady
growth. These broad industry trends did not pass us by entirely. HELLA saw growth
momentum fall off precipitously, particularly in the second half of the fiscal year.

There are several reasons why we succeeded in largely compensating for these
challenges last year:

First, we have a solid business model that will carry us far into the future. With our
core competencies of lighting and electronics, we are well-positioned for the major
trends in the automotive industry. Our products are attractive and highly sought-after.
For example, our automotive segment grew 6.1 percent last fiscal year on strong
demand for innovative lighting systems and electronics solutions, particularly in
driver assistance systems and energy management, and thus played a big part in the
Group's overall increase in sales.

Second, we enjoy a broad international positioning. We do business in all key
markets worldwide and serve virtually all major auto manufacturers. Growth was
particularly strong in North, Central and South America last fiscal year as sales
increased 13 percent; also our business in Europe performed well with growth in
excess of 6 percent, contrary to general industry trends. This broad stance allowed us
to compensate for demand fluctuations in individual automotive markets.

FOREWORD 03

Our results confirm
the forecast and
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04 FOREWORD

The economic

and political envi-
ronment is fraught
with uncertainty;
global automotive
production is cooling
down overall.

Third, we believe in partnerships. As technologies become increasingly sophisticat-
ed, innovation cycles accelerate and research and development expenditures grow,
we work with selected partners in joint ventures or open collaborations in order to
jointly develop new solutions for our customers. Last fiscal year, for example, we
expanded our partnership network by entering strategic relationships with Faurecia
and Plastic Omnium in vehicle interior lighting and car body lighting and stepped up
our involvement in LiDAR technology by partnering with Californian start-up AEye.

Fourth, we have our costs in check. Cost management is particularly important
when markets are volatile or even trending downward. That is why we set up a
consistent cost control programme last year. Every cost item - across all regions,
functions and hierarchical levels at HELLA - is scrutinised to determine whether it is
necessary. These efforts helped boost our profitability last fiscal year.

Fifth — and by far the most important reason — we can depend on a highly skilled,
experienced workforce of roughly 39,000 people worldwide. We would therefore like
to extend our most sincere thanks to our employees for their unfailing passion and
commitment to HELLA during these challenging times.

Strong financial foundation to further drive the
transformation of the industry

We would also like to thank all of our shareholders for placing their trust in our com-
pany. It is for this reason that the company management will propose to distribute a
regular dividend of € 1.05 per share, in keeping with the established dividend policy.
Given the strong balance sheet development in recent years and the successful sale
of the wholesale business, the management will also propose a special dividend of
€ 2.30 per share. In total, the dividend for fiscal year 2018/2019 would therefore be

€ 3.35 per share.

At the same time, this proposal ensures that we can keep on investing in new
technologies and future profitable growth. Over the past years, we have continued to
strengthen our balance sheet and have sufficient financial strength. We are virtually
debt-free and have a high equity ratio. This kind of solid financial foundation is essen-
tial to continue driving the transformation of mobility.

After all, the challenges will not grow any easier. We cannot look to the market for
support in the current fiscal year. On the contrary, we expect markets to keep trending
downward, as material and personnel costs rise higher. We are clearly in for a challeng-
ing fiscal year 2019/2020. The forecast that we published for this year reflects the tre-
mendous uncertainty of the market environment and the continuation of the downward
industry trend.



However, our basic approach is sound. Our business model is solid and future-proof.
Our strategy is intact, our order books well filled. Most importantly, we will continue

to consistently invest in developing future-ready new technologies to address major
trends in the automotive market.

We support our customers on their way to clean mobility

Our goal is to holistically support our customers on their way to clean mobility by
providing innovative product solutions for all phases of electrification. Energy man-
agement is already one of our fastest-growing fields of business. We intend to sig-
nificantly increase sales in this area even further in the years to come by specifically
investing in new product solutions for the various stages of electrification. This will
involve expanding our position as a supplier of high-performance key components
such as voltage converters. It also includes increasingly positioning ourselves as a
provider of relevant subsystems.

As these examples show, even despite all the challenges, HELLA is benefiting from the

industry’s transformation. We have the potential to continue outgrowing the automotive
market and stay in the driver’s seat as we actively shape the mobility of tomorrow.

Lippstadt, August 2019

ﬂu% Brves Lty

Dr. Rolf Breidenbach
President and CEO
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Our business
model is solid

and future-proof.
Our strategy is
intact, our order
books well filled.
We will continue to
invest consistently
in developing new
future-ready
technologies.
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06 THE MANAGEMENT BOARD

THE MANAGEMENT BOARD
of HELLA GmbH & Co. KGaA

Bernard Schiferbarthold Dr. Nicole Schneider
Finance, Controlling, Human Resources
Information Technology

and Process Management
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Dr. Rolf Breidenbach Dr. Frank Huber
President and CEO, Automotive Automotive Lighting Aftermarket and
Electronics, Purchasing, Quali-
ty, Legal and Compliance

Dr. Werner Benade

Special Applications




08 HELLA SHARE

2018/2019
HELLA SHARE

In the fiscal year 2018/2019, the HELLA share was unable
to escape the negative developments in the automotive
sector and ended with a XETRA closing price of € 41.44.

This corresponds to a decline of some 23% compared to
its starting price. While the Prime Automotive benchmark
index saw a similar decrease over the same period, the
MDAX recorded a decline of only 6% due to its wider range

of industries.

AT A GLANCE
The HELLA share

Initial stock
market quotation

Ticker symbol
ISIN
SIN

Share class

Market segments

Index

€ 460 billion

MARKET CAPITALISATION
on 31 May 2019

M2

NUMBER OF SHARES ISSUED

€ 8.30 million

AVERAGE DAILY TRADING VOLUME
in fiscal year 2018/2019

€ 222,222,224

NOMINAL CAPITAL

*60% of the shares
are subject to a pool
agreement up until at
least 2024

** According to the Deut-
sche Bérse definition

\3
\):
“Q

o’

"60%

NG
&
<&
§ Shareholder family
/"’ (pool-bound)*

PERFORMANCE OF THE HELLA SHARE
in fiscal year 2018/2019 and
compared to the index

€ 41.44

XETRA starting price  XETRA closing price
1 June 2018 31 May 2019

L
HELLA SHARE
Price performance during the reporting period

compared to selected indices
(indexed on 1 June 2018)

in%

100 ¢
PY R |

60 ¢
01.06.2018 01.07.2018 01.08.2018 01.09.2018 01.10.201

€ 1.05

is the amount of the REGULAR
DIVIDEND per share the annual general
meeting will be asked to approve in 2019




23% | @

HELLA SHARE € 5735

HIGHEST PRICE
in fiscal year
PRIME AUTOMOTIVE g

€ 3390
-6%

LOWEST PRICE

in fiscal year
MDAX 2018/2019
@ MDAX @S Prime Automotive HELLA

8 01.11.2018 01.12.2018  01.01.2019  01.02.2019  01.03.2019  01.04.2019  01.05.2019

€2.30

is the proposed SPECIAL DIVIDEND per
share to reflect the successful sale of the
wholesale distribution business

HELLA SHARE 09

LOOKING BACK AT OUR
EQUITY MARKET YEAR

UNCERTAINTIES CHARACTERISE
CAPITAL MARKETS

The capital markets reported a
negative performance in the HELLA
fiscal year 2018/2019. The MDAX
recorded a decrease of 6%, while
the shares of German automotive
stocks — the DAXsector Automobile
(referred to subsequently here as
Prime Automotive) - closed with a
significant drop of 23%.

In the first quarter, the continua-
tion of the European Central Bank'’s
expansionary monetary policy in
particular had a positive effect on
the capital markets. The MDAX
closed this quarter with an increase
of 2%. However, the automotive
sector was put under pressure by
the risk of a trade dispute between
the USA and China, as well as the
potential introduction of customs
duties on European cars, reporting
aloss of 12% as a result. Price per-
formance in the second quarter was
affected by additional risks resulting
from a disorderly Brexit, uncertain-
ties associated with the introduction
of WLTP, decreasing production
numbers in the automotive sector,
and the weaker economic outlook.
The MDAX and Prime Automotive
therefore recorded losses of 13%
and 9% respectively.

The capital markets were able
to make up for these losses in the
third and fourth quarters to a cer-
tain extent. Stronger than expected
growth in China and the USA,
together with potential initiatives
promoting economic development
in China, led to an increase of
4% for both the MDAX and Prime
Automotive in the third quarter. In
the fourth quarter, Prime Automo-
tive was particularly affected by the
continued decrease in production
numbers and the USA’s proposed
punitive tariffs on Mexico. This led
to a decrease of 8% while the MDAX
increased by 2%.

HELLA SHARE FOLLOWS
SECTOR TREND

During the period of the fiscal
year 2018/2019, the HELLA share

recorded a decrease of 23%, which
was in keeping with the overall
development of Prime Automotive.
This was due to political risks

and negative industry develop-
ment. The HELLA share initially
outperformed Prime Automotive,
closing the first quarter with a
small decrease of 3%. This perfor-
mance was driven in part by the
announcement of HELLA's outlook
for the fiscal year. However, neg-
ative capital market and industry
developments in the second
quarter led to an above-average
depreciation of 30%.

The HELLA share was partially
able to compensate for these
losses in the second half of the
year, increasing by 9% in the third
quarter. The share benefited not
only from the announcement of
the half-year results, but also
from the positioning in relation to
the efficiency and electrification
market trend presented at Capital
Markets Day. In the fourth quarter,
the HELLA share was able to evade
the negative development in Prime
Automotive - largely as a result of
the positive quarterly report — and
demonstrated an increase of 4%.

LIQUIDITY OF THE HELLA SHARE
HELLA share liquidity rose again
compared to the previous year.
The average daily XETRA trading
volume in the reporting period was
around 187,000 shares (163,000 in
the previous year). Market capital-
isation reduced to € 4.60 billion at
the end of the fiscal year.

HELLA BONDS

HELLA has issued two bonds at
present. This includes a 2.375%
EURO bond (SIN ATROV9) for € 500
million with a seven-year term
running until 21 January 2020, as
well as a 1.000% EURO bond (SIN
A19HBR) for € 300 million, also
with a seven-year term and in this
case running until 17 May 2024. In
September 2018, Moody's raised
the rating for these bonds to Baal
with a stable outlook.
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10 HELLA COMPANY PROFILE

SALES DISTRIBUTION BY
REGION (BY REGISTERED OFFICE
OF THE HELLA CUSTOMER)

Fiscal year 2018/2019 in € million and as
apercentage of sales

2,343

GERMANY

not including Germany

1,381

NORTH, CENTRAL
AND SOUTH AMERICA

1,129

ASIA, PACIFIC, ROW

INVESTMENTS IN
RESEARCH AND DEVELOPMENT

8.8 %

of sales

7,768

EMPLOYEES worldwide work in
research and development at HELLA

patents were
registered for the
first time in the last
fiscal year

EXTERNAL SALES BY BUSINESS SEGMENT
Fiscal year 2018/2019

82%

AUTOMOTIVE
€ 5,723 million

AUTOMOTIVE
The Automotive business segment is divided into
the Lighting and Electronics business divisions:
In the Lighting business division, HELLA devel-
ops and produces headlamps, rear combination
lamps, as well as car body and interior lighting
products for almost all of the well-known auto-
mobile manufacturers worldwide. One current
area of focus is the development of complex,
software-based Matrix LED headlamp systems
for the premium and volume segments. At the
same time, HELLA is accelerating the develop-
ment of new body and interior lighting concepts
that support the trends towards individualisation
and autonomous driving, for example.

HELLA electronics solutions provide crucial
help in making driving safer, more efficient
and more comfortable. The range of services
comprises innovative product solutions in the
areas of driver assistance, energy management,
body electronics as well as power steering,
further sensors and actuators, and also lighting
electronics. With its front camera software and
radar sensors, HELLA offers key technologies
for functions such as automated driving. HELLA
also supports the trend of electric driving with
an extensive product portfolio for all develop-
ment stages of electrification.

TOTAL SALES
in € billion

6%
SPECIAL

APPLICATIONS
€ 391 million

10%

AFTERMARKET
€ 662 million

AFTERMARKET

With a large selection of spare parts, wear parts
and accessory parts as well as a comprehensive
range of services, HELLA is one of the most
important partners for spare parts retailers and
independent garages in Europe. These activities
are complemented by sales of high-grade work-
shop equipment that allows for specialist vehicle
repair and maintenance. In future, these two
pillars of the segment will be more closely inter-
linked and oriented to the competencies of the
Automotive division. Plus, HELLA is gradually
breaking ground for new digital business models
in the Aftermarket segment.

SPECIAL APPLICATIONS

In the Special Applications segment, HELLA
develops and manufactures lighting and elec-
tronics products for special vehicles such as
construction and agricultural vehicles, buses,
trailers and motorhomes, as well as for the ma-
rine sector. In this process, we precisely transfer
our high level of technological expertise from the
core automotive business to these target groups
whilst developing also standalone product
solutions for them. For example, our innovative
lighting solutions ensure safe use of commercial
vehicles by making it possible to project warn-
ings and marking lines on the work surface.



2018/2019
SHORT PROFILE

HELLA is a global, publicly listed
family-owned company. The
company specialises in innovative
lighting systems and vehicle
electronics and is also an estab-
lished partner on the aftermarket.
HELLA achieved sales of € 7.0
billion in the fiscal year 2018/2019
and currently has around 39,000

employees in some 35 countries.
With almost 8,000 developers,
HELLA is also a major driver of
innovation on the market.

@ EUROPE not including Germany
GERMANY
NORTH, CENTRAL AND
SOUTH AMERICA
ASIA, PACIFIC, ROW

38,845

EMPLOYEES
worldwide

HELLA GROUP

AT A GLANCE

HELLA COMPANY PROFILE 11

ATTRACTIVE

BUSINESS PORTFOLIO

HELLA has been a close partner

to the automotive industry and
automotive parts retailers for 120
years now. With its three segments,
Automotive, Aftermarket and
Special Applications, HELLA has an
attractive business portfolio. The
Automotive segment is split into
two business divisions: Lighting and
Electronics. Within these business
divisions, HELLA develops and
produces vehicle-specific solutions
for automobile manufacturers and
other automotive suppliers around
the world. In the Aftermarket
segment, we combine independent
aftermarket activities with complex
workshop equipment. In the Special
Applications segment, we incorpo-
rate our automotive expertise into
applications for special purpose
vehicles and develop standalone
product solutions for these target
groups.

TECHNOLOGICAL EXCELLENCE
Research and development have
always been an integral component
of our company DNA and are there-
fore the central pillar on which our
competitive strength is built. One in
five employees works in this area,
and we invest nearly 9% of our sales
into the development of new future
technologies and mobility solutions.
This allows us to consistently posi-
tion ourselves in accordance with
major market trends that define the
transformation process currently
shaping the automotive industry:
autonomous driving, efficiency and
electrification, connectivity and digi-
talisation, and individualisation.

LEADING MARKET POSITION

In the markets on which we are ac-
tive, we constantly pursue a leading
market position. Our focus on tech-
nology and innovation leadership
supports us. For example, we are a
leading provider of complex Matrix
LED headlamps and components
for driver assistance systems. We
also help our clients on the path to
electromobility with a comprehen-

sive range of products from battery
sensors for micro hybrids to power
electronics for mild hybrid vehicles
all the way to battery electronics
forhigh-voltage applications in full
hybrids and fully electric vehicles.

GLOBAL POSITIONING

AND CUSTOMER PROXIMITY

We have a global presence. This
ensures our proximity to our
customers and enables us to
leverage growth opportunities on
all the important markets of our
industry. This is also reflected in
our sales distribution: we generate
around one-third of our sales with
customers in the growth regions of
Asia/Pacific and North, Central and
South America, another third with
customers in our home market of
Germany, and the remaining third
with customers from other Europe-
an countries.

COMPREHENSIVE

PARTNER NETWORK

We rely on a strong partner net-
work. This means that we work
together with a large number of
industry partners in different forms
of cooperation in order to success-
fully develop new technologies,
business models and markets. We
are increasingly focussed on open
cooperations with partners both
inside and outside of the automotive
industry with a view to driving stra-
tegic topics forward quickly, flexibly
and in a targeted manner.

COMMITTED EMPLOYEES

Our employees are the basis of our
success. At the end of the fiscal year
2018/2019, we had around 39,000
permanent employees worldwide.
One quarter of these employees are
in Germany. The other three quar-
ters work at HELLA's international
locations, particularly in China,
India, Eastern Europe, the USA and
Mexico.
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Highlights

of the fiscal

M B E D

Networking with§
software experts:

Over 150 software experts from various

institutions, companies and start-ups came together at the first
BitSTRICT conference. HELLA initiated this event together with
other partners in order to promote innovations and trends in the
area of embedded software development.

DED R E-V

, BI-TSTR|CT~§'

edar

New electronics plants now
in operation

HELLA has expanded its global production
network with two new electronics plants in
Lithuania and India. The plant in the Lith-
uanian region of Kaunas shall serve the
increasing demand for electronics com-
ponents in Europe, while the new plant in
Mehsana will bolster production capacity in
the fast-growing Indian market.

| ER

Excellent
employer

For the fifth time in a row,
HELLA has been certified
as an excellent company
for trainees. What's more,
international research and
consultation institute Great
Place to Work also singled
out HELLA India Lighting as
one of the best employers in
the country.

Realignment of the
Aftermarket segment

HELLA introduced the new aftermar-
ket strategy at the Automechanika
trade fair in Frankfurt. According to

this strategy, the aftermarket product
portfolio will become more aligned with
the Company's expertise in original equip-

ment for lighting and electronics, as well as integrated with
the considerable level of workshop equipment competencies.
Additionally, HELLA is also advancing the development of new
digital business models within the Aftermarket segment.
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Innovative moisture sensor
enters series production

Together with a premium original equipment manufactur-

er, HELLA is bringing an innovative moisture sensor to the
roads. The SHAKE structure-borne sound sensor uses a
piezoelectric element to detect vibrations from water drops in
order to determine the level of moisture between the tyre and
road. This information helps to increase the stability of the
vehicle even in difficult situations, such as aquaplaning, and
thus supports the driver to have a greater safety.

Strategic partnerships
for innovative lighting
systems

HELLA is advancing integrated lighting
systems for both interior and vehicle
body lighting. To bolster these develop-
ments, two new strategic partnerships
have been established. HELLA is work-
ing together with technology company
Faurecia to develop innovative lighting
solutions for the vehicle interiors of the
future, as well as with Plastic Omnium
to integrate lighting technologies into
vehicle bodies.

Sensor portfolio expanded

Together with American start-up AEye,
HELLA is developing custom-made
sensor solutions for driver assistance
systems and automated driving. Col-
laboration is focusing on LiDAR sensor
systems, enabling HELLA to expand

its existing sensor portfolio to include
another product solution for environment
detection.

Awards for high quality
General Motors named HELLA "Supplier
of the Year 2018". Innovative products
and consistently high quality from
development right through to mar-

ket launch helped HELLA secure the
accolade. HELLA also received three
supplier awards from Chinese manu-
facturer SAIC GM, with particular em-
phasis being placed on the Company's
expertise in lighting technology, as well
as its strong position in the production
sector. Chinese manufacturer BBAC
awarded a prize to HELLA, primarily for
its high degree of product and technol-
ogy expertise, customer service, and
successful collaboration.

HELLA Women's Summit

The promotion of women and workforce
diversity are extremely important at
HELLA. That's why Women's Summits
and a number of other events are held
at avariety of HELLA sites around ¢ &3
International Women's Day, i
with the aim of strengthening
networks and championing
women at HELLA.

In China, for China

HELLA is continuing to expand its pres-
ence in the Chinese market. As part of

a trade fair presentation at Auto Shang-
hai 2019, HELLA introduced innovative
product solutions designed to keep pace
with the big trends of electromobility and
autonomous driving. The cooperation
network in China is also being expanded
to include new partners in the areas of
lighting and electronics.

Innovative developments
together with suppliers

HELLA is strengthening its collaboration
with a number of selected, high-per-
forming suppliers in the form of a new
innovation competition. The goal of the
"HELLA Co-Innovation Platform"is to
involve especially innovative suppliers
right from the early stages of product

" development and to work together in or-
i der to promote the development of new,

future-oriented technologies.
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360

ELECTRIFIED

The move towards electrification in the field of mobility will
continue to gain momentum. This presents a whole host of
opportunities for HELLA. Energy management is already one of
the fastest growing business fields. In order to actively shape
the future of electromobility, HELLA is purposely investing in
innovative product solutions for all development stages — and in
doing so is making a significant contribution to clean mobility.




Electrifying
visions
Electrification is one
of the major trends
completely redefining
the mobility of the
future and is at the
centre of the entire
automotive industry's
focus. What does

the future hold for
electromobility?

And how can HELLA
benefit from this
trend? Find out more
in an interview with
HELLA electronics
experts Bjorn
Twiehaus and Frank
Petznick.

Veritable
powerhouses

Mild hybrids are
seen as a quick and
efficient entry point
into the realm of
electromobility. With
the Dual Voltage
Battery Management
System and the
PowerPack 48 Volt,
HELLA is now one of
the first companies
to develop innovative
battery module
solutions for this
fast-growing
market.

A comprehensive
network

For almost 20 years
HELLA has been
making driving
more efficient. To
further strengthen its
position in the area

of electromobility,
HELLA is assembling
a powerful network
of experts across the
globe. Five employees
from the worldwide
HELLA network tell
us about the personal
contribution they are
making in this regard.
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Electritying
VISIONS

ELECTRIFICATION is one of the major
trends redefining the mobility of the future
and currently at the centre of the entire
automotive industry's focus. What does the
future hold for electromobility? And how
can HELLA contribute to this development?
Find out more in this interview with HELLA

electronics experts Bjorn Twiehaus and
Frank Petznick.

Meetings like this do not take place very often,
for geographical reasons apart from anything
else — Frank Petznick, responsible for the
electronics business of HELLA in China and
member of the Electronics Executive Board, is
based in Shanghai. Visiting the HELLA head-
quarters in Lippstadt, Germany, he takes the
time for a joint interview with another expert
on electrification in the automotive industry:
Bjorn Twiehaus, Head of the Product Center
Energy Management and also a member of
the Electronics Executive Board.
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ELECTRIFIED

Electromobility continues to gain
momentum. To take advantage of
the opportunities that this presents,
HELLA is developing pioneering
product solutions for all stages of
electrification - thus supporting its
customers comprehensively on the
road to electromobility.

ELECTRIFYING VISIONS 17
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There's no question about
it — electrification will
continue to gain momentum.
China has long since become
a pioneer in this field and,
in my opinion, is setting

the pace.

Frank Petznick

Electromobility is on the rise.
What is your personal experi-
ence of this development?
Twiehaus: A few years ago,
electromobility started to be-
come a bigger part of my work,
and it was clear that | had to
experience it myself. That is why
| drive a plug-in hybrid, and I'm
very impressed by how quiet,
smooth and powerful the car
is. But that does not mean that |
can't see the difficulties that are
still associated with electromo-
bility — especially in Europe.
Petznick: | have been living in
Shanghai, a gigacity with some
25 million inhabitants, since
2008. Because of its size alone,
emissions are a major prob-
lem and there is a real push to
embrace electromobility. | can
literally see the way things are
changing as one neighbour after
another switches to an elec-
tric vehicle, and the charging
infrastructure is growing con-
tinuously. In China, people view
electromobility as an enrich-
ment and not as a restriction.

How do you see the industry
developing in the future?
Petznick: There's no question
about it — electrification will con-

Frank Petznick moved
to Shanghai back in

2008, taking on the role
of head of HELLA's local
Technical Center. Today,
as a member of the
Executive Board Elec-
tronics, he is responsible
for HELLA's electronics
business in China. He has
also been responsible
for the company-wide
Product Center Automat-
ed Driving since the end
of 2018.

tinue to gain momentum. China
has long since become a pioneer
in this field, with the highest
number of new electric vehicle
registrations. This is partly due
to the extremely strict emissions
targets and quota regulations
for electric vehicles, but it is also
down to the existence of various
subsidies. China's strategic goal
is to become a leader in electro-
mobility and, in my opinion, it is
setting the pace.

Twiehaus: But electromobility is
also becoming increasingly at-
tractive in Europe and other re-
gions. On the one hand, because
end-consumer acceptance is
increasing, and on the other,
because key technologies such
as batteries and battery cells
are becoming cheaper and more
powerful at the same time. The

infrastructures for hybrid and
electric vehicles are also improv-
ing continuously. But it is also
clear that the combustion engine
will not just disappear overnight.
Mild hybridisation on a 48 V basis
will play a particularly important
role as a kind of interim solution
on the road to full electrification.

To what extent can HELLA
benefit from this development?
After all, for many people, the
company is still mainly associ-
ated with lighting.

Petznick: Our lighting business
has an excellent reputation,
providing the HELLA brand
with an enormous reach - and
rightly so. But HELLA is more
than just lighting. We are also

a leading electronics supplier
and our business has grown




|
Bjorn Twiehaus has
been responsible for the
Energy Management
division at HELLA since
October 2017 and also
serves as amember

of the Executive Board
Electronics as part

of this role. He joined
HELLA in 2002 as a
production engineer at
the electronics plant in
Hamm, Germany.

considerably over the past few
decades. 50 years ago, acar's
electronics consisted of only a
few relay circuits and a maxi-
mum of one control unit. Today
there are dozens — possibly up
to 100 control units per vehicle —
which are required for different
functions. HELLA anticipated
this increasing importance at an
early stage and positioned itself
accordingly.

Twiehaus: Looking at the major
trend towards electromobility,
our big advantage is that we
don't need to reinvent our com-
pany. We positioned ourselves
in the field of power and battery
electronics at an early stage. We

began producing intelligent bat-
tery sensors at the turn of the
millennium and launched the
world's first voltage converter
in 2007. Today we are the global
leader in both product groups
and we have accumulated an
enormous wealth of experience
on which we can build. Energy
management is already one of
our fastest growing business
fields and we aim to pursue this
course for years to come.

How is HELLA positioning itself
when it comes to electromobility?
Twiehaus: We want to fully sup-
port our customers on the road
to electromobility — across all

We fully support
our customers on
the road to electro-
mobility - across
all stages of
electrification.

Bjorn Twiehaus
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stages of electrification. This in-
cludes offering innovative prod-
ucts for electric vehicles as well
as solutions for mild and full
hybrids that make conventional
internal combustion engines
cleaner and more efficient. One
of the key areas for us in terms
of development is solutions for
48V mild hybridisation, which
offers considerable potential in
terms of energy savings and is
relatively easy to integrate into
existing vehicle architectures.

It helps manufacturers to meet
increasingly stringent emissions
targets quickly and efficiently.
HELLA can make a significant
contribution in this field.
Petznick: The same applies

to our business in China. The
Chinese market is no longer
new territory as we have been
active there since the early
1990s. At that time, we had only
a few locations and a relatively
small team that was primarily
concerned with industrialising
products developed in Germany
for the Chinese market. Today
paints quite a different picture
—we have around 1300 develop-
ers in China in total, and many
product innovations now origi-
nate from there. Our strategy is:
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More power

HELLA positioned itself in the field of battery and power elec-
tronics at an early stage — and today it is reaping the rewards
of this pioneering role. Here is a small selection of products.

POWER ELECTRONICS

On-board charger
The component con-
verts alternating current
from external sources

POWER ELECTRONICS

DC-DC converter ———

The power electronics
supply the vehicle electrical
system. In hybrid vehicles,
they combine the different
voltage classes with as little
loss as possible.

into direct current,
which charges the
high-voltage battery of
the electric vehicle.

BATTERY ELECTRONICS

Battery management
system

The unit records all rel-

BATTERY ELECTRONICS
Intelligent battery sensor
The key element of energy management:

the intelligent battery sensor measures
voltage, current and temperature.

evant data of the battery
system in electric and hy-
brid vehicles and monitors
the status.

THE STAGES OF ELECTRIFICATION

Vehicles with internal
combustion engines
Vehicles powered exclusively
by internal combustion engines
without any further assistance.

Micro-hybrids

Micro-hybrids are also powered
by an internal combustion engine.
However, electrical technology in
the form of a 12 V battery enables
additional energy-saving functions
such as the start/stop automatic
system, although it does not sup-
port the engine while driving.

48 V mild hybrids

Mild hybrids based on 48V are
regarded as a quick way into the
world of electromobility, as they
significantly improve energy effi-
ciency and are comparatively easy
to integrate into the vehicle archi-
tecture. They are equipped with an
electric motor with limited power,
which supports the internal
combustion engine and uses the
energy gained during rolling and
braking. Due to their advantages,
mild hybrids are expected to have
have the highest growth rates.

Full and plug-in hybrids
Regarded as the big sisters of the
mild hybrid, because they feature
similar technology. However,

the performance of the electric
motor is usually much high-

er, making it possible to drive
using electric power alone. If the
battery used in a hybrid vehicle
to drive the electric motor can
also be charged via the power
grid, the vehicle is referred to as
a plug-in hybrid.

Electric vehicles

The highest stage of electrifica-
tion: "pure” electric vehicles with-
out internal combustion engines.
They are emission-free, powered
by a battery and charged via a
charging station. The number of
pure electric vehicle models is
still relatively small, but the list is
growing steadily.



in China, for China. For example,
we have more than 85 develop-
ers working for over 20 custom-
ers at our main Chinese location
for energy management — with
the number still rising.

In your opinion, what are the
biggest challenges that HELLA
will have to overcome on the
road to electromobility?
Petznick: It's all about finding
the right balance between focus
and flexibility. Electrification is
taking place at various levels
simultaneously, and the speed
of development also differs con-
siderably from region to region.
Our key challenge is to remain
as broadly positioned as possible
in order to offer our customers
suitable solutions but not to
spread ourselves too thin.

Both manufacturers and sup-
pliers are constantly trying to
overtake each other in terms of
electrification with new solu-
tions. How can HELLA assert
itself successfully in this race?
Twiehaus: There are two key
factors. On the one hand, we
want to continue to pursue our
strategy of evolutionary de-
velopment. In other words, the
competencies that we have built
up over many years in our com-
ponents business with battery
sensors and voltage converters
will be further enhanced and
applied to new fields. For exam-
ple, we are producing battery
management systems which we
have developed specifically for
full hybrid and electric vehicles,
and we are working on smart
charging solutions. On the other

Energy
management
is already one
of our fastest

growing
business fields
and we aim
to pursue this
course for
years to come.

Bjorn Twiehaus
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hand, we also intend to make
revolutionary leaps by shifting
from our role as a supplier of
individual components to a
supplier of subsystems.

What does that mean in con-
crete terms?

Twiehaus: As technologies
become more sophisticated, we
can better serve our custom-
ers by eliminating some of the
complexity and offering them a
complete system in the future.
In this context, core products
include innovative system solu-
tions for mild hybrids such as
the PowerPack 48 Volt and the
Dual Voltage Battery Manage-
ment System.

Petznick: What's more, the fo-
cus is no longer just on the best
technologies - speed is also
becoming increasingly import-
ant. With this in mind, we need
to work with partners. In China,
for example, we are working
with specific battery cell manu-
facturers, we have established
a new electronics joint venture
with our long-standing partner
BHAP, and we are looking to
intensify our collaboration with
local partners in the field of bat-
tery management systems.

[
-4
o
o
w
o
)
g
(]
4
<
=
(TS




22 ELECTRIFYING VISIONS

Twiehaus: Partnerships are very
important to us in general. We
have a strong, global develop-
ment and production network in
the field of energy management.
However, we also need partners
in the field of batteries and
battery cells, for example. In the
future, it will be more important
than ever to be open to ideas
developed in collaboration with
our partners.

In the race towards electro-
mobility, new companies are
entering the market, causing
it to become more and more
fragmented. Are we seeing a
sea change in the automotive
industry?

Petznick: The market is indeed

What is particularly
fascinating is that
electrification will
probably develop
at different rates
depending on the

market. The state of

affairs in 2030
will probably be
completely different
in Europe compared
to China.

Frank Petznick

Northville

Tlaquepaque/San José

fragmented. When it comes to
electromobility, the established
automotive manufacturers have
more or less all had to start
from scratch. In the case of
conventional internal combus-
tion engines, Western manu-
facturers used to be one step
ahead of Chinese manufactur-
ers. This is no longer the case

in the context of electromobility
- although there may still be

an advantage for now in terms
of industrialisation expertise.
Developing an electric car is one
thing, establishing stable series
production is another. However,
it is likely that the current mar-
ket fragmentation will revert to
a consolidation phase.

When you get together to dis-
cuss scenarios for the mobility
of the future, how far into the
future do you look?

Twiehaus: We always keep a
close eye on the immediate
future — in other words tomor-

Sao Paulo
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THE GLOBAL HELLA ENERGY MANAGEMENT

Lippstadt

row. Otherwise, it would not be
possible to successfully manage
our business. In addition, how-
ever, we also consider what the
world will look like in ten, 15 or
30 years in our day-to-day work.
Petznick: What is particularly
fascinating is that these sce-
narios will probably develop at
different rates depending on the
market. The state of affairs in
2030 will probably be complete-
ly different in Europe compared
to China. As a global company,
we have to master the art of
managing these different rates
of development while ensuring
scalability and synergies at the
same time.

Arad/Timisoara

FOOTPRINT AT A GLANCE

o Development
kaa Production

We want to further enhance the
competencies that we have built up
in our components business and
apply them to new fields. At the
same time, we are shifting from
our role as a supplier of individual
components to a supplier of
subsystems.

Bjérn Twiehaus

Incheon

development sites

plants
has the global energy
management footprint of HELLA

employees
worldwide work in research and
development in the area of energy
management
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360°

ELECTRIFIED

Requiring few changes to be made to
the vehicle architecture, yet offering
improved energy efficiency, 48 V
mild hybrids are seen as a quick and
efficient entry point into the realm of
electromobility.
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Cars with at least a
partially electric drive
are soon to become the
norm - even beyond

the countries that are
currently setting the
agenda when it comes
to electromobility. A key
stepping stone along the
way is 48 V mild hybridi-
sation.

Veritable
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owernouses

ON THE ROAD TO ELECTROMOBILITY, HELLA is there to provide
comprehensive support to its customers. With the Dual Voltage
Battery Management System and the PowerPack 48 Volt, HELLA
is now one of the first companies to develop innovative battery
module solutions for the fast-growing mild hybrid market.

Global climate targets are
becoming ever more strin-
gent. In the European Union,

for example, newly registered
vehicles will not be allowed to
emit more than 95 grams of CO,
per kilometre on average from
2021, with emissions even being
limited to a maximum of just

62 grams from 2030. Ambitious
objectives have also been set

in many other large economies
such as the USA, China and
Japan. Automobile manufac-
turers will have to electrify their
vehicle fleets in order to meet
these targets.

In the short term, however, it is
not possible to move straight
from the internal combustion
engine to full electrification.
There are many reasons for
this: for example, an extensive
charging infrastructure is not
yet available and the price of
purely electric vehicles is still
comparatively high.

Intelligent solutions are
therefore required which can
be implemented relatively
easily and which will help to
reduce vehicle CO, emissions
both quickly and to a significant
extent. Partially electric vehicles
in particular — known as mild
hybrids — will therefore play a
key role on the road to elec-
tromobility. It is estimated that
global production of mild hybrids
will rise from 6 million units in
2020 to 35 million in 2030.

FOCUSING DEVELOPMENT ON
MILD HYBRIDS

Felix Schmauch (42) and Guido
Schiitte (43) are sitting in a
modern conference room at

the HELLA headquarters in
Lippstadt. The international
automotive supplier opened this
new building a few short weeks
ago, with the aim of creating
additional space for its rapidly
growing electronics business.

A key driver of this growth is
the field of energy manage-
ment. Some 560 developers

are employed worldwide in the
Energy Management depart-
ment alone and this figure is set
to almost double within the next
five years.

Schmauch and Schitte are
two of the employees with
responsibility in this area. Both
have been working at HELLA
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We are anticipating that mild hybrids
will become the largest growth driver
for electrification in the coming years.
They are a quick, efficient and
relatively simple route into electro-
mobility for our customers.

Guido Schiitte

for more than ten years and in
their current leadership roles
are responsible for advancing
the development of pioneering
product innovations in the field
of energy management for
HELLA: Schmauch works on the
Dual Voltage Battery Manage-
ment System, while Schitte
focuses on the PowerPack 48
Volt.

Used in 48-volt mild hybri-
disation, both systems serve
adrive type that will play a
particularly important role as a
transition technology between
the internal combustion engine
and electric drive. "HELLA has
already established itself by
offering product solutions for all
stages of development on the
road to electromobility — from
the micro hybrid to high-voltage
applications for fully electric
vehicles," says Guido Schiitte.
"For us, however, product
innovations for mild hybrids
currently represent a key
development focus. As they are
a quick, efficient and relatively
simple route into electromobility
for our customers, mild hybrids
will become the largest growth
driver for electrification in the
coming years."

In this stage of electrification, the
conventional internal combus-
tion engine — in addition to the
standard 12 volt vehicle electrical
system - is supplemented

with a 48 volt system based on
lithium ions. The second vehicle
electrical system enables a
range of additional functions to
be incorporated which save fuel
effectively. For example, it allows
the vehicle to coast with the
engine completely switched off,
and when the vehicle starts, it
supplies a boost which increases
drive torque, improving driving
dynamics. Above all, the 48 volt
system can recover much more
energy, for example through
recuperation during braking, and
can therefore charge itself. 48
volt hybridisation is a particularly
promising development as it re-
quires few changes to be made
to the vehicle architecture, while
offering efficient energy recovery
methods and improved energy
efficiency.

One interesting secondary
aspect is the fact that energy-in-
tensive units such as steering
aids and other assistance
systems can be powered elec-
trically with a 48 volts vehicle
electrical system. The 48 volt

After completing his
studies at Paderborn
University, Germany, and
Western Michigan Uni-
versity, USA, the graduate
computer scientist start-
ed working in HELLA's
Software Development
department in 2001. In his
role as Director Program
Management Energy
Management, he has
been responsible for the
power electronics used
in hybrid and electric
vehicles since 2014.

system is not only an entry point
into fully fledged electromobility,
itis also an essential require-
ment for autonomous driving.

POWER AND BATTERY
ELECTRONICS IN ONE PRODUCT
With both the Dual Voltage Bat-
tery Management System and
the PowerPack 48 Volt system
solutions, HELLA is now one of
the first companies to offer inno-
vative battery module solutions
for mild hybrids, thereby further
advancing the electrification of
mobility. They might not look like
much and are not much bigger
than a conventional battery, yet
they incorporate all of HELLA's
expertise and experience in pow-
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Power and

In addition to the 12 V lead- control electronics
acid battery, the PowerPack 48
Volt is used in larger vehicles in
the mid-range and luxury classes
to meet the power require-
ments of mild hybridisation. The
combination of a 48 V lithium-ion
battery and DC-DC converter

in a subsystem brings together
HELLA's electronics exper-

tise in power electronics and
battery management. Alongside
functions such as boost, the
module can recover significantly
more energy and realise further

comfort functions for the luxury S

class, such as ambient lighting,

automatic climate control and PowerPaCk
active chassis control. As volt

Battery cell packs

Power and
signal connector

Water connection
for radiator
Pressure
compensation
element / burst
disc

Battery and
battery housing
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Power
supply and
signal interface

Battery management

and cell pack
switchover |

Housing and cooling

The system replaces the 12V
system

battery as it combines cells in
one pack which can be switched
to different voltage classes
based on requirements and the
situation: 12 volts for high-per-
formance operation of the

Dual voltage vehicle electrical system and 48

volts for enhanced energy recov-

Battery Management ery. This compact component,
System which can be integrated into the

vehicle architecture in the place
of the conventional lead-acid
battery, really sets itself apart
thanks to its special power
electronics which take care of
the intelligent switching process
and mean that an additional
battery is no longer required.

Vit
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er electronics and battery man-
agement. The new solutions can
achieve savings of 5 to 6 grams
of CO, per kilometre, thereby
helping to reach CO, targets in a
short space of time.

Above all, the systems
answer the question of how 12
volts and 48 volts systems can
be integrated in the design of a
mild hybrid. They have a major
advantage in this regard: HELLA
is able — in conjunction with vari-
ous cooperation partners - to
supply the solutions as com-
plete subsystems from a single
source. "Our customers can inte-
grate our subsystems into their
existing vehicle architecture
with ease," emphasises Schiitte.
"Right from the start, we were
guided by the principle of provid-
ing the best possible support to
our customers by offering them
an integrated system that brings
together multiple high-perfor-
mance individual components
in a single product. And what's
more, our efforts also focused
on increasing cost efficiency and
reliability."

|
Award-winning
iInnovation

Thanks to the Dual Voltage
Battery Management System,
HELLA received the AutomotivelN-
NOVATIONS Award 2019 in July
2019, recognising it as the most
innovative automotive supplier

in the Powertrain category. The
award is conferred by the Center of
Automotive Management together
with auditing and consulting firm
PricewaterhouseCoopers. The
distinguished jury praised the fact
that the system combines the stan-
dard elements of 48 V hybridisation
within a single product and takes
up the same amount of space as a
conventional lead battery, meaning
that it offers huge advantages in
terms of cost, weight and efficiency.
Over 330 innovations in total were
submitted by suppliers and four
awards were presented.

The first solution takes the form
of the Dual Voltage Battery
Management System for the
compact and mid-range classes.
The innovative dual-voltage bat-
tery comprises a battery pack

of lithium-ion cells which can

be switched to 12 or 48 volts as
required. This is achieved thanks
to innovative power electronics
which also provide the functions
of the DC-DC converter. When
the vehicle brakes, as many
cells as possible are switched to
48 volts to enable as much of the
recovered energy as possible

to be stored. During normal
driving involving use of the
radio, air-conditioning system
and other comfort functions, the
system switches more cells to
12 volts. The lead-acid battery is
left out of the vehicle completely.
As the new system only takes up
the space of a conventional bat-
tery, it is easy to integrate into
existing vehicle architectures.
"12 and 48 volts can be supplied
at the same time based on the
situation," says Schmauch. "That

means we only requreone/

grams of CO.

can be saved per kilometre
thanks to the battery module
solutions from HELLA, helping
to meet the ever more chal-
lenging emissions targetsin a
short space of time.




battery and don't need any ad-
ditional components. This saves
on space and weight and is a
key advantage for the compact
and mid-range classes."
HELLA's second solution is
the PowerPack 48 Volt, which
has been designed for vehicles
with higher power ratings. The
system combines a 48 volt
lithium-ion battery pack with
intelligent battery management
plus DC-DC converter. The
PowerPack is integrated as an
additional unit to the existing 12
volt battery, while the converter
regulates the exchange of ener-
gy. Alongside functions such as
recuperation and coasting, it en-
ables further comfort functions

Schmauch

The mechanical engi-
neering graduate began
his career at HELLA in
2004 as a quality engineer
for lighting electronics.
After holding a number

of positions within the
Company, he has been
Program Management
Director since 2018 and

is responsible for the
development of the new
Dual Voltage Battery
Management System

in the field of energy man-
agement.
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A major advantage here at
HELLA is that we have been
focusing on the areas of elec-
trification and energy man-
agement for a long time, and
can therefore call on many
years of experience.

Felix Schmauch

to be realised for the luxury
class, such as ambient lighting,
automatic climate control and
active chassis control. "These
two product solutions are al-
lowing us to address all relevant
vehicle segments," emphasises
Guido Schitte. "Here too, HELLA
is making a significant contribu-
tion to clean mobility."

PIONEERING ROLE THANKS TO
EARLY INVOLVEMENT IN THE
MARKET
"A major advantage here at HEL-
LA is that we have been focusing
on the areas of electrification and
energy management for a long
time," says Schmauch. "We have
been actively involved in these
areas from the start of the 2000s
and are way ahead of many
competitors in terms of the ex-
perience we have acquired."

An important impulse
back then came from a major
customer. The manufacturer
was looking for a technology
that would enable the condition
and availability of the standard
12 volt battery to be checked in
real time. HELLA developed a
component which could mea-
sure temperature, charge state

and other parameters and then
convert the values into a con-
tinuous condition description. In
2003, the world's first intelligent
battery sensor was ready for
series production, followed four
years later by the first voltage
transformer. Its purpose was to
stabilise the vehicle electrical
system when using the start/
stop function. The fact that the
engine turned on and off elec-
tronically when the vehicle was
stationary, for example at traffic
lights, occasionally impaired
the rest of the vehicle electrical
system. Thanks to the stabilis-
er from HELLA, this no longer
happened. Today, HELLA is the
market leader in both product
groups.

"Over the years, we have
established a unique position for
ourselves in the field of ener-
gy management," says Guido
Schitte. This experience in bat-
tery and power electronics can
now also be incorporated into
the two new power solutions.
Series production of the Dual
Voltage Battery Management
System and the PowerPack 48
Volt is expected to commence
in 2023.
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A comprehensive
network

TO SHAPE THE ELECTROMOBILITY of
tomorrow you need a strong team. That is
why HELLA recruits the best brains from
across the world. Five employees from the
global HELLA network tell us about the
personal contribution that they are making.

The man looking
into the future of
battery management:
Daniel Brieske

PhD student Daniel
Brieske, who is based

at HELLA'S electron— Over the next few years,
which battery technologies

IC laboratoryv has will be replacing the lead-acid
a[ready started re- and lithium ion technologies
. that are currently still being
searchlng the battery used in vehicles today? And how ™ - -
management Sys- will we need to adapt and de-
velop our battery management »
tems of the future. systems to meet the demands s B "

of these new technologies?
These are the sorts of questions

that have been occupying me
since | started working on my
doctoral thesis back in July 2018




360°

ELECTRIFICATION

For almost 20 years HELLA has been
making driving more efficient with its in-
novative solutions. To further strengthen

its position in the area of e-mobility,
HELLA is assembling a powerful network

of experts across the globe.

At the electronic
laboratory in Lippstadt,
one of the topics being
researched by Daniel
Brieske is new battery
technologies. A new
battery test centre is cur-
rently being established.
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For Daniel Brieske, re-
search into future tech-
nologies means sifting
through and evaluating
large volumes of data.
He is due to complete his
doctorate in 2021.

at the E-LAB - a research facil-
ity for vehicle electronics that
HELLA runs at its headquarters
in Lippstadt in conjunction with
various universities based in the
region. The scientific partner for
my research is RWTH Aachen
University.

Among other things, | am
carrying out research into lith-
ium-sulphur cells. Potentially,
these offer advantages over con-
ventional battery technologies
with regard to cost and weight.
However, batteries based on
lithium-sulphur technology are
still so new that there are barely
any prototypes around to be able
to research their battery man-
agement requirements. What's

Many vital re-
search projects
in the automo-
tive industry are
carried out by
suppliers.

Daniel Brieske

more, the few examples that do

exist bear very little similarity to
the battery systems that the au-
tomotive sector might ultimately
end up using.

ADVANTAGE IN TIME AND
KNOWLEDGE

Currently, my primary focus is
on studying and assessing cur-
rent scientific publications that
— like my own research - deal
with new battery technologies.
On the basis of these, | will then
devise some initial simulations
for evaluating the behaviour

of lithium-sulphur batteries.
Essentially, it is a question of
getting a knowledge head start
now and making sure that we

are one step ahead once bat-
teries based on lithium-sulphur
technology hit the market on a
large scale. We are currently in
the process of setting up a new
battery test centre. As soon as
this is ready, | will analyse some
specific prototypes and use

this as a basis for validating my
inferences.

Even while still at school, |
was passionate about the tech-
nological problems we had to
solve during physics lessons. As
soon as | got my first car, | knew
that | wanted to end up doing
something involving energy,
engineering and vehicles at
some point. That is why | studied
Electrical Engineering and Infor-



mation Technology at TU Dort-
mund University. As part of my
bachelor’s thesis, for instance,

| developed a stand-alone
emergency power supply for the
SkyTrain system at Dusseldorf
Airport. During my master's
degree | specialised in Electrical
Power Engineering. | knew that

| definitely wanted to undertake
my doctorate in conjunction with
an industrial partner. Initially, |
was thinking of one of the major
car manufacturers. But, at the
end of the day, many important
research projects are carried
out by automotive suppliers as
well. It was then that | saw a post
advertised by HELLA that was
exactly what | had in mind.

While working on my doc-
torate at the E-LAB, | also get
the chance to oversee student
employees and other people’s
theses, and to swap ideas with
other PhD students. Even though
we are all tackling completely
different topics, surprising points
of intersection often emerge
that are of benefit to all of us.
Thanks to the flexibility | enjoy at
HELLA, | am also able to interact
with academics and other PhD
students based at RWTH Aachen
University whenever | want.

| am due to complete my doc-
torate in 2021. Lithium-sulphur
batteries are unlikely to have
arrived by then. However, we will
certainly have discovered what
the requirements will be for their
battery management systems.

The woman shaping

electromobility

in China: Dr. May Deng

China is currently strongly advancing the
electrification of mobility. At the development
centre in Nanjing, Dr. May Deng sees to it that

HELLA offers solutions that are precisely devel-
oped for the requirements of the Chinese market.

| have been working at HELLA
since August 2017, and head
up the Energy Management
Department at our Nanjing
site. This is home to around
400 employees and HELLA's
largest technology centre in
China. Here, more than 85 of my
colleagues are dedicated purely
to the energy management
business. Together, we work on
a variety of areas, including high
voltage battery management
systems, 48V DC-DC converters,
Dual Voltage Battery Manage-
ment System and PowerPack
48 Volt as well as other key
components for e-mobility,
which enhance the driving
experience and contribute to
energy savings and emission
reduction. The main focus is
on the product solutions that
we develop specifically for the
Chinese market, with German
quality and Chinese speed. In
total, we are working on more
than 35 projects for at least 20
customers.

Before joining HELLA, |
worked as an R&D leader in the
area of industrial automation

Watching the
rapid growth

of the Chinese
market was
truly impressive.

Dr. May Deng
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control. As time went on, | be-
came more and more fascinated
by the automotive sector. One
of the things that impressed me
the most was the rapid growth
experienced by the Chinese au-
tomotive industry over the past
few years. Although this has
seen a slowdown recently, China
is increasingly becoming a tech-
nological pioneer. Many product
innovations now originate from
here. Another peculiarity of the
Chinese market is that the quan-
tities involved and the model
diversity are higher than in other
markets. Even the demand for
fully electric vehicles is signifi-
cantly greater here than in many
other countries.

| regard that, first and
foremost, as a challenge. And
that's why the first thing | did on
joining HELLA was to visit all
our customers and co-opera-
tion partners so that | could get
a better handle on the specific
requirements and the competitive
situation. By remaining in close
contact with our customers all
the time, we are able to channel
our development activities in
the right direction more quickly
and in a more focused way. For
amarket that is growing and
changing as rapidly as China, that
is a crucial factor for success.
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The man devegxin

complex components:

Scott Bauer

The hardware develop-
er, who is based at the
Northville site, is getting
the new generation of
charging converters ready
for series production.

The product that is keeping
me busy is the On-Board
Charger (OBC). It serves as the
interface between the AC power
grid and the traction battery of
the vehicle. My team is devel-
oping the OBC using new wide
bandgap semiconductor devic-
es. They provide performance
far beyond that of previous sili-
con switches. An OBC with these
new semiconductor materials
can be smaller and lighter, while
simultaneously providing higher
output power as well as reduced
charging times with increased
power conversion efficiency.
This way the On-Board Charger
can be integrated into vehicles
with less package space without
compromising on performance.
This is particularly relevant
when it comes to compact elec-
tric vehicles.

A major challenge for us is:
Every customer has different
requirements, for example due
to different vehicle architectures.
Therefore, we need to adapt the
design of our on-board chargers
quickly and be flexible to meet

the needs of our customers. The
0OBC is compatible with a wide
range of vehicle battery voltages
and AC power configurations.

Although the charging pro-
cess of a battery may not appear
to be too difficult at the first
sight, the inner workings of the
OBC are very complex. The OBC
incorporates many custom-de-
signed electrical components,
very complex software control
algorithms, and even includes
issues of cybersecurity. After
all, electrical safety is our major
concern.

From an overall technolog-
ical perspective, the On-Board
Charger is the most complex
project that | have ever been
involved with during my nine
years at HELLA. The On-Board
Charger should be ready for se-
ries production around 2024. We
cannot afford to waste any time
because vehicle electrification is
noticeably picking up pace and
creating lots of new competitors.
Those who stand still will not
stand a chance.

The On-Board Chargers
that we are working on
are the most complex
components that | have
ever been involved with
during my nine years at
HELLA.

Scott Bauer

The woman ensuring that
the highest standards
are upheld: Alina Popovici

The products that are manufactured in Ghi-
roda include components for vehicle energy
management. Alina Popovici is responsible

for quality at the plant.

The products we manufacture
in the Romanian town of Ghi-
roda include components for
vehicle energy management,
such as various types of voltage
converters. These ensure that
the numerous electronic com-
ponents inside a vehicle always
receive the appropriate supply
voltage. | joined HELLA straight
after university in 2006. At that
time, the plant in Ghiroda was
only a year old, but it has grown
continuously ever since. Today,
there are around 1400 employ-
ees based here.

Given the continuous
increase in demand for energy
management solutions that is
expected to intensify even more,
we have established a dedicated
department for this product area
at the plant. This meant coming
up with brand-new processes
and quality controls so that we
were in a position to produce
larger quantities. Within this
context, we are now reaping the
benefits of the energy manage-
ment expertise that we have
built up via the HELLA global
network over a long period of
time. Another very important

To meet increas-
ing demand,

we had to cre-
ate brand-new
processes and
quality controls
so that we were
well positioned
to produce larger
quantities.

Alina Popovici




point is that we are always able
to respond to customer queries
in the most flexible way possible.
This also includes the responsi-
bility to always deliver the best
quality even under increasing
pressure.

But that's why my job is so
fantastic and yet so challenging
at the same time: the fact that
every working day is different.
As the person in charge of
quality at our electronics plant
in Ghiroda, | have to keep certain
routine appointments. That
goes without saying. But if we
suddenly receive an enquiry
from a customer who needs
our support or if a particular
problem arises, we often have
to respond and take action right
away. Therefore, we are always
prepared to implement the qual-
ity standards that our customers
have come to expect from us in
the shortest time possible.

Originally, | studied Electrical
Engineering and Telecommu-
nications. When | started out at
HELLA, | was initially responsi-
ble for automatic optical testing.
In 2009, | transferred across
to Quality Management. This
resulted in lots of direct contact
with customers — which was a
welcome and interesting ad-
dition to what | had been doing
before. Since 2015, | have been
in charge of quality throughout
the entire plant, from products
and processes right through to
services.
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The man whose team is
driving software development

forwards: Christian Jung

Battery management systems demand
appropriate software. Christian Jung and his
team at HELLA Aglaia are making sure that
digital control of battery management sys-
tems is as innovative and efficient as possible.

It was the allure of helping
to create something really
big that led me to HELLA Aglaia
in Berlin in 2013. This location
is the hotbed of the company's
software development activities.
Numerous components with a
major role in electromobility are
developed here alongside soft-
ware for visual sensor systems.
Just like everywhere else, virtu-
ally nothing here works without
the appropriate software. For
example, we develop complex
algorithms that are necessary
for monitoring the cells and
controlling the high-voltage
contactors, taking into account
process and safety-relevant
aspects.

To do this, we need strong
teams and talented people. As
a team leader for software de-
velopment in the area of battery
management systems at HELLA
Aglaia, | have been at practically
every job interview to ensure we
are recruiting the right people

for our organisation. It looks
like we are succeeding: with our
solid team spirit and talented
workers, we have managed to
impress our first customers - by
supplying them with tailored
software solutions in record
time and getting these cus-
tomers fit and ready for series
production. We can now cater
for every stage of electrification,
from micro and mild hybrid
technology right through to
high-voltage applications.

My personal background is
that | studied Electrical Engi-
neering, then | worked as a soft-
ware developer for a long time.
Now | bring in my experience in
the electromobility industry with
a lot of pleasure in organizing
and planning as a group leader.
The greatest challenge for us
is the speed at which the entire
sector is currently changing. We
are not only actively shaping this
transformation, but also always
want to be one step ahead of
it. That makes it all the more
important to develop innovative
ideas and to find ideal solutions
for our customers. That is what
spurs us on day after day.

We are not only
shaping the
transformation
of the automo-
tive industry, we
intend to remain
one step ahead
of it at all times.

Christian Jung
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Highlights

© Global production of passenger cars and light commercial vehicles
decreases by 4.5% in fiscal year 2018/2019

© Currency and portfolio-adjusted sales increase by 5.0% in fiscal
year 2018/2019, reported sales decline by 1.0% to € 6,990 million

© Adjusted earnings before interest and taxes improve to € 585 million;

adjusted EBIT margin increases to 8.4%

© Adjusted operating free cash flow from operating activities
rises to € 284 million

© Reported sales in the Automotive segment increase by 6.1%
to € 5,766 million

© Without taking the wholesale distribution business into account,
reported segment sales in the Aftermarket segment increase by 2.7%
to € 665 million

© Due to the closure of the production site in Australia in particular,
reported sales in the Special Applications segment fall by 7.0% to
€ 399 million

© Second half of fiscal year records decline in growth momentum:
currency and portfolio-adjusted sales growth at 2.7% following
7.3% in the first half of the fiscal year

© HELLA performance in line with Company outlook: development
of currency and portfolio-adjusted consolidated sales, adjusted EBIT and
adjusted EBIT margin in line with forecast

HIGHLIGHTS 39
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General information
on the HELLA Group

Business model

HELLA GmbH & Co. KGaA is a global, listed, family-owned
company with sales of € 7.0 billion in fiscal year 2018/2019.
The Company's business activities are divided into three seg-
ments: Automotive, Aftermarket and Special Applications.

Automotive

Accounting for over 80% of Group-wide sales, the Automo-
tive segment represents the largest business segment of
the HELLA Group. This segment combines HELLA's busi-
ness activities in original equipment and the corresponding
original replacement part business. Here, HELLA develops,
produces and markets vehicle-specific solutions worldwide
both for automobile manufacturers and other automotive
suppliers. The segment is divided into two business divi-
sions - Lighting and Electronics. The product portfolio of the
business division Lighting includes business with head-
lamps, rear combination lamps, car body and interior light-
ing as well as radomes. Through its long-standing cooper-
ation with virtually all renowned original equipment manu-
facturers, HELLA has established a strong position in the
area of sophisticated lighting technologies and supplies
both the premium and high-volume segments. The busi-
ness division Electronics focuses on the product divisions of
body electronics, energy management, driver assistance
systems, components, steering and lighting electronics.

Thanks to continuous and focused innovations, HELLA has
achieved a leading market position in these business fields.

Aftermarket

In the Aftermarket segment, HELLA combines the automo-
tive parts and accessories business as well as workshop
equipment in the independent aftermarket. With a portfolio
of over 40,000 products, HELLA offers an extensive range of
vehicle-specific parts, universal parts and accessories in
this segment. Additionally, HELLA acts as a service partner
for wholesalers and workshops and complements these
activities with a range of high-grade workshop equipment,
such as professional diagnostic tools and workshop devices
and services as well as vehicle data, which enable specialist
vehicle repair and maintenance at the workshop.

Special Applications

Inthe Special Applications segment, HELLA develops, man-
ufactures and markets lighting technology and electronic
products for special vehicles such as construction and agri-
cultural machinery, buses, motor homes and the marine
sector. A key basis for success in this segment is the fact
that established technologies are transferred from the core
automotive business. In addition, specific product solutions
for manufacturers of special vehicles are developed in a
targeted manner.

HELLA at a glance

Sales (fiscal year 2018/2019): € 7.0 billion « Employees (31 May 2019): 38,845

Business segment Automotive
Sales: € 5.8 billion « Employees 31,735

Business segment Aftermarket
Sales: € 0.7 billion « Employees 1,788

Business segment Special Applications
Sales: € 0.4 billion « Employees 2,599

Reported consolidated sales in fiscal year 2018/2019; permanent employees as at the balance sheet date of 31 May 2019



International footprint and markets
Customer focus is a key factor for success for HELLA. This
enables the Company to better anticipate changes in the
industry and also offer regional or customer-specific solu-
tions in a targeted manner in addition to its range of univer-
sal solutions.

Accordingly, HELLA is present in around 35 countries and
has a global network consisting of over 125 sites, meaning
itisrepresentedin all major core markets of the automotive
industry. The markets are combined into four regions: Ger-
many, Europe (not including Germany), North, Central and
South America, and Asia/Pacific/Rest of World.

In addition to the Company headquarters, further central
production and development facilities are also located in
Germany. In Europe, HELLA is represented by major pro-
duction, development and administration sites primarily in
the Czech Republic, Slovakia, Slovenia, Austria, France,
Romania and Lithuania. In North, Central and South Amer-
ica, HELLA concentrates its activities in particular on the
USA, Mexico and Brazil. In the Asia/Pacific/Rest of World
region, the Company's focus is primarily on China and India.
This international position is complemented by a close-knit
network of global sales locations.

The global presence of the Company is also reflected in the
distribution of sales by region. Accordingly, in fiscal year
2018/2019, around a third of sales were made in Germany, a
third in other European countries and the remaining third in
the markets of North, Central and South America and Asia/
Pacific/Rest of World.

Corporate structure

LEGAL CORPORATE STRUCTURE

HELLA GmbH & Co. KGaA, which has its registered office in
the German town of Lippstadt, is the parent company of the
HELLA Group and also the Company's largest operational
business. As the parent company, it is involved — either di-
rectly orindirectly —in 162 companies, of which 87 were fully
consolidated in the 2018/2019 consolidated financial state-
ments. Since 2003, the Company has been a partnership
limited by shares (Kommanditgesellschaft auf Aktien —
KGaA) under German law. This legal form encapsulates the
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key guiding principle of entrepreneurial self-responsibility,
as it combines the flexibility of a partnership with the capital
market access of a stock corporation.

The shares of HELLA GmbH & Co. KGaA have been traded in
the Prime Standard segment of the regulated market of the
Frankfurt Stock Exchange since November 2014 and have
been listed on the MDAX share index since September 2015.
The nominal capital of HELLA GmbH & Co. KGaA amounts
t0 €222,222,224 and is divided into 111,111,112 no-par shares.
60.0% of the issued shares are held by the family sharehold-
ers of HELLA GmbH & Co. KGaA and are subject to a pool
agreement until at least 2024. The free float is currently
40.0%; according to the definition of Deutsche Borse (Ger-
man Stock Exchange), the shares held by the family share-
holders that are not included in the pool agreement are also
regarded as free float. The remaining shares are held by
institutional as well as private investors.

ALLIANCES AND PARTNERSHIPS

HELLA makes a concerted effort to enter into alliances and
partnerships in order to maintain the long-term, profitable
growth path of the Company. These relationships include
both companies from the automotive industry as well as
partners from other sectors. This cooperation network has
enabled HELLA to develop new technologies, access mar-
kets and create synergies by using the combined technical
and financial resources of the partners, while reducing the
level of risk at the same time. In light of changing market
conditions and the development of each partnership, the
cooperation network of the HELLA Group is subject to reg-
ular review and further development.

In recent years, HELLA has worked together with partners
to found and develop a number of joint ventures. In the fiscal
year 2018/2019, a further joint venture for electronics com-
ponents was founded with BHAP, a member of the Chinese
BAIC automotive group. Series production is scheduled to
commence at the start of 2020 in the Chinese city of Zhenji-
ang. In past fiscal year, twelve joint ventures in total were
included in the consolidated financial statements using the
at equity method of accounting. They generated total sales
of € 3.8 billion with an effective share for HELLA of € 1.5 bil-
lion and earnings before interest and taxes (EBIT) effective
for HELLA of € 51 million.

Inline with this partnership approach, HELLA is increasingly
also entering into open alliances, as these enable it to ad-
vance selected areas of focus quickly and flexibly as well as
to exploit opportunities for further growth based on trends
in the automotive market. For example, in fiscal year
2018/2019, HELLA entered into strategic alliances with
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French companies Plastic Omnium and Faurecia in the field
of vehicle body and interior lighting. In addition, a strategic
partnership relating to LiDAR-based sensor solutions for
driver assistance systems and automated driving was
agreed with US start-up AEye.

PORTFOLIO CHANGES

As part of a strategic realignment of the aftermarket busi-
ness, HELLA successfully concluded its exit from wholesale
distribution in fiscal year 2018/2019. In this context, Danish
and Polish companies FTZ Autodele & Vaerktej A/S ("FTZ")
and INTER-TEAM sp. z o.0. (‘Inter-Team") were transferred
to Swedish wholesaler Mekonomen AB on 3 September
2018. HELLA sold the remaining Norwegian company Hel-
lanor AS ("Hellanor") to AURELIUS Equity Opportunities SE
& Co. KGaA on 10 December 2018.

Against the background of this reorganisation of the After-
market segment, HELLA has also agreed with joint venture
partner MAHLE to fully transfer the existing thermal manage-
ment business to MAHLE under the umbrella of Behr Hella
Service on 31 December 2019. Currently, HELLA and MAHLE
each own half of this joint venture; until the transaction is
concluded, business activities will continue as normal.

Goals and strategies

CORPORATE STRATEGY

Profitable growth is the overarching goal of the HELLA
Group. In order to achieve this goal, the Company follows
four central approaches. First is the safeguarding and sus-
tainable expansion of the Company's technological leader-
ship. Second is ensuring its leading market positions in
relevant business fields. Third is maintaining a stable, resil-
ient and low-risk business model. Fourth is continuously
improving operational excellence.

Profitable growth

Technological Resilient business

Market leadership

leadership model

Operational excellence

1. Technological leadership

HELLA promotes the safeguarding and expansion of its
technological leadership through consistent positioning
along key market trends in the automotive industry. In par-
ticular, the trends of autonomous driving, efficiency and
electrification, connectivity and digitalisation as well as in-
dividualisation are relevant for HELLA. In order to exploit the
opportunities for growth resulting from these market
trends, different strategic approaches are followed in the
individual segments and business divisions.

The Automotive segment in particular makes great efforts
to act on growth opportunities which arise from changes in
the industry. In the business division Lighting, for example,
HELLA offers a full range of lighting technology products
and systems for vehicles. In the business division Electron-
ics, HELLA focuses on selected product fields — based on its
core competencies as well as regional or global focuses.
This includes, for example, business involving sensors and
actuators as well as other components. To enable it to com-
prehensively address key market trends such as autono-
mous driving and electrification, HELLA is also increasingly
positioning itself as a supplier of selected subsystems in the
business division Electronics.

In the Aftermarket segment, HELLA is active with solutions
catered to target groups in the areas of independent after-
market and workshop services. As part of the strategic re-
alignment of the segment, activities in the independent af-
termarket, which are based on the Company's expertise in
original equipment for lighting and electronics, as well as
activities in the workshop equipment business have been
further strengthened and interlinked in the fiscal year under
review. In this regard, the Company is striving to gradually
develop new, sustainable business models, for example, in
the area of digital diagnostic and maintenance services.

The Special Applications segment predominantly applies and
transfers technological concepts, innovations and expertise
from the Automotive segment to meet the individual needs of
manufacturers of special vehicles such as trucks, trailers,
agricultural machinery, construction vehicles, caravans and
vans, but also for ship lighting. In addition, new lighting and
electronics solutions are increasingly being developed spe-
cifically for these target groups and markets.

2. Market leadership

Secondly, HELLA pursues the strategic goal of a leading
market position for prioritised business fields in which the
Company operates. This is achieved by specific segment,
product group and region. The economies of scale that can
be achieved as a result of holding a leading market position



help to further strengthen the Company's competitiveness
and profitability. In relation to the Automotive segment,
HELLA strives to attain a position among the three leading
providers in the respective competitive market segments.
The most important regional markets of the segment are
Europe, China, India and North America. In order to expand
its position in these core markets further, HELLA is invest-
ing in expanding its international development and produc-
tion network. HELLA also strives to attain a leading market
position in the Aftermarket and Special Applications seg-
ments in each of the relevant target group markets and
sales regions. The Aftermarket business activities focus on
the European market in addition to international business in
Asia/Pacific as well as North, Central and South America.
Europe is the core market of the Special Applications busi-
ness segment. The goal of market leadership is also sup-
ported by the established network strategy, which sees
HELLA enter into strategic partnerships with other compa-
nies for certain areas.

Third, HELLA pursues the goal of a stable, resilient and
risk-reduced business model. The aim here is to ensure bal-
anced and solid business development which is largely inde-
pendent of specific economic fluctuations and market cycles.
In addition, the international position of the Company and the
broad diversification of the customer portfolio aim to help
reduce economic dependence on individual customers and
markets. At the same time, this enables the Company to im-
prove how it acts on opportunities for growth in central core
markets of the automotive industry. With this in mind, HELLA
is working to continuously expand its international position.

The Aftermarket and Special Applications segments also
contribute to stable business development. Compared to
the Automotive business, the Aftermarket segment is
broadly anti-cyclical. This means that when demand for new
vehicles is lower, the need for repairs and replacement
parts tends to increase. The product groups in the Special
Applications segment are to some extent subject to different
demand cycles than the Automotive business.

Fourth, HELLA promotes continuous improvement of oper-
ational excellence. This involves all processes at the Com-
pany. The foundation of this includes effective quality man-
agement. In addition, HELLA strengthens operational excel-
lence through consistent cost management, optimisation
and focusing of global production and development capaci-
ties, long-term process standardisation as well as profes-
sional supplier management and systematic promotion and
further education of its staff.
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FINANCIAL STRATEGY

With the aim of ensuring financial stability, a solid financial
strategy is anintegral part of HELLA's corporate strategy. In
this context, HELLA pursues a long-term funding horizon,
which safeguards financial flexibility even in the event of
increased economic volatilities, while also ensuring that the
necessary funds are made available for investment in fur-
ther growth. The Group aims to maintain a strong equity
base. The Group strives to strike a balance between a higher
return on equity, which would be possible through greater
leverage, and the advantages and security offered by a solid
equity position. With regard to the ratio of net financial debt
to reported operating earnings before depreciation and am-
ortisation (EBITDA), the company aims, as in previous fiscal
years, not to exceed the value of 1.0 in the long term.

In order to achieve these goals in financial strategy, HELLA
maintains a high level of diversification in terms of the fi-
nancing instruments it uses. Thus the Company currently
utilises first and foremost capital market bonds, local bank
financing and a syndicated loan facility. The financial policy
of the HELLA Group is managed by the parent company.
Funding is generally arranged centrally and made available
to the Group companies as required.

M&A STRATEGY

HELLA primarily pursues a strategy of organic growth
based on the existing business model, core technological
expertise and the established partnership and cooperation
network. In addition, HELLA also regularly reviews the op-
tions open to it regarding the acquisition of other compa-
nies. It focuses in particular on companies which serve the
strategic goal of expanding its established product and
technology fields or developing new products and technol-
ogies in a short space of time, as such acquisitions enable it
to build onits technological and market leadership in areas
such as electronics and special applications in a targeted
manner. A further focus is on strengthening the Company's
competitive position in certain markets such as China.

In this context, the Company has established and expanded
a dedicated team for M&A as well as strategic partnerships
in the Strategy department, and also further developed its
internal M&A processes in the past fiscal year. In addition to
taking care of company acquisitions, the team for M&A and
strategic partnerships also works to establish new partner-
ships and alliances as well as on disinvestment projects.
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Management systems

MANAGEMENT OF THE HELLA GROUP

The HELLA Group's organisation is managed via a multidi-
mensional matrix. Itincludes the three segments of Automo-
tive, Aftermarket and Special Applications with the business
divisions and strategic business fields, the regions of North,
Central and South America, Asia/Pacific/Rest of World and
Europe as well as the central functions. While the segments
and regions are organised as profit centres, the central func-
tions are managed as cost centres, including in a shared ser-
vice centre (HELLA Corporate Center). The segments have
chief responsibility for strategic and operational business
development. The central functions fulfil a governance and
control function for the Group and the segments. In the global
network, the German locations in particular assume a lead-
ership role in terms of technological development and the
industrialisation of the international locations.

Group management is carried out by the Managing Direc-
tors of Hella Geschaftsfihrungsgesellschaft mbH. In fiscal
year 2018/2019, the Shareholder Committee of HELLA
GmbH & Co. KGaA appointed Dr. Nicole Schneider to the
Management Board as Managing Director Human Re-
sources with effect from 1 October 2018. Furthermore,
Bernard Schéaferbarthold's tenure on the Management
Board was extended to 31 October 2024. Following the res-
olution of the Shareholder Committee, Deputy Managing
Director for the business division Lighting, Dr. Frank Huber,
has also taken over management of the business division
with effect from 1 June 2019. Long-standing member of the
Management Board Stefan Osterhage retired as planned on
31 May 2019.

In the segments and business divisions, the respective Ex-
ecutive Boards support the responsible Management Board
in operational and strategic management. Entrepreneurial
self-responsibility is the basic principle for managing the
business at all levels. For key business transactions, the
Group Management Board requires the approval of the
HELLA GmbH & Co. KGaA Shareholder Committee, which
codetermines the significant guidelines for business by
means of this process. As the central representative body
of the shareholders, the Shareholder Committee is involved
on an ongoing basis in monitoring and providing advice to
the Group Management Board. Besides this, the Sharehold-
er Committee has responsibility for personnel matters in-
volving the managing directors of Hella Geschaftsfihrungs-
gesellschaft mbH. Along with the Shareholder Committee,
monitoring tasks are also performed by the Supervisory
Board, which primarily deals with auditing and approving
the annual and consolidated financial statements, as well

as the interim financial statements. Certain tasks in this
context are delegated to the Audit Committee nominated by
the Supervisory Board. The Audit Committee primarily au-
dits the financial reports and monitors the functional capa-
bility of the internal control system and the risk and compli-
ance management system.

Strategic planning and operational budget planning are sig-
nificant internal control instruments for the Company. Each
month, a detailed review takes place at the meeting of the
Management Board of the HELLA Group and the Executive
Boards to discuss the budget and development compared
with the previous year; the Shareholder Committee and the
Supervisory Board are informed about this. Furthermore,
the half-year financial reports and quarterly statements are
created.

PERFORMANCE INDICATORS

The Management Board references financial and non-finan-
cial performance indicators in its management of the Com-
pany. Their target values are based on various comparative
values, for example, market conditions and competition,
internal performance standards and allocation of resourc-
es. The four key financial performance indicators are the
currency and portfolio-adjusted sales growth, the adjusted
EBIT margin, return on invested capital (ROIC) and adjusted
operating free cash flow (adjusted OFCF). In this context, the
key performance indicators of currency and portfolio-ad-
justed sales growth and adjusted EBIT margin take on great
importance in the management of the Group. Accordingly,
they are the Company's most important performance
indicators.

The currency and portfolio-adjusted sales growth and the
adjusted EBIT margin — which are the Company's most im-
portant performance indicators — as well as the adjusted
operating free cash flow and the return on invested capital
are key performance indicators that are not defined in the
International Financial Reporting Standards. They are used
because they serve the Company’s key purpose of provid-
ing a transparent picture of operational performance, as
extraordinary effects can negatively affect the assessment
of the Company's performance. In relation to the most im-
portant performance indicators — currency and portfo-
lio-adjusted sales growth and adjusted EBIT margin — as
well as adjusted operating free cash flow, the Company
therefore relies on adjusted values and reports them as
additional information. This enables the business develop-
ment of the Company to be presented with greater preci-
sion and improves the ability to compare values over time.



HELLA GmbH & Co. KGaA

Corporate structure

Finance, Controlling,
Information Technology and

Process Management
Bernard Schéferbarthold

Human Resources
Dr. Nicole Schneider
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and Compliance
Dr. Rolf Breidenbach

General partner

Automotive
Lighting
Dr. Frank Huber

Executive Board:
Marcel Bartling,

Dr. Christof Hartmann,
Torben Karasek,

Dr. Michael Kleinkes,
Christian Paschel,
Michael Sohn,
Barnabas Szabo,
Wolfgang Vlasaty

Business segment
Automotive

Automotive
Electronics

Dr. Rolf Breidenbach

Executive Board:
Heiko Berk,

Dr. Naveen Gautam,
Jens Grosch,
Michael Jaeger,
Ralf Kuhl,

Gerold Lucas,
Andreas Ltkes,
Bernd Munsterweg,
Frank Petznick,
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The Management Board of HELLA GmbH & Co. KGaA

Business segment
Aftermarket

Aftermarket and Special Applications

Dr. Werner Benade

Executive Board:
Dr. Andreas Brinkhoff,
Stefan van Dalen,
Dominik Gorts,

Dr. Andreas Habeck,
Dr. Nicolas Wiedmann

International HELLA companies

Hella Geschéftsfihrungsgesellschaft mbH

Managing directors of Hella Geschiftsfiihrungsgesellschaft mbH

Dr. Rolf Breidenbach (Chair), Dr. Werner Benade, Dr. Frank Huber, Bernard Schéferbarthold, Dr. Nicole Schneider

Chairman of the Supervisory Board

Prof. Dr. Michael Hoffmann-Becking

Shareholder Committee

Manfred Wennemer (Chair), Dr. Jurgen Behrend, Roland Hammerstein, Dr. Gerd Kleinert, Klaus Kuihn, Dr. Matthias Rpke, Konstantin Thomas

As at: 29 July 2019

Business segment
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Most important performance indicators

Currency and
portfolio-adjusted
sales growth

Percentage change in consolidated sales without
considering effects due to exchange rates and
portfolio changes

Adjusted EBIT
margin

Earnings before interest and income taxes,
adjusted for extraordinary expenses, income or
payments, relative to portfolio-adjusted sales

Important performance indicators

Adjusted operating
free cash flow

Net cash flow from operating activities after capital
expenditure, excluding company acquisitions,
adjusted for extraordinary expenses, income or
payments

Return on invested
capital

The ratio of operating income before financing
costs and after taxes to invested capital

Against this backdrop, the sales growth both in the current
fiscal year 2019/2020 and in the fiscal year under review
2018/2019is adjusted to take into account exchange rate and
portfolio effects. With respect to the EBIT margin in the cur-
rentfiscal year 2019/2020 and in the fiscal year under review
2018/2019, adjustments are made to exclude restructuring
measures and portfolio effects.

In addition to financial key performance indicators, HELLA
utilises non-financial performance indicators. One key indi-
cator for measuring quality is the customer line return,
which is measured as the number of defects identified after
delivery per one million parts (“parts per million" — ppm).
This key performance indicator is therefore also an indica-
tion of customer satisfaction. Key characteristics of HELLA
quality management are ensuring compliance with mar-
ket-driven standards, durability and reliability, while main-
taining a high degree of user comfort and convenience.

Research and development

In fiscal year 2018/2019, HELLA invested a total of € 611 mil-
lion in research and development (prior year: € 568 million).
This put the expenses for research and development relative
to the consolidated sales at 8.8% (prior year: 8.6%). More than
90% of research and development expenses are accounted
for by the Automotive business segment. The ratio of capital-
ised development expenses to development expenses in ac-

cordance with the consolidated income statement came to
19.0% (prior year: 13.4%). The number of patent applications
is also an indicator of the innovative power of the Company.
In the fiscal year under review, these rose by 13% to 260 new
initial applications (prior year: 229 applications).

Along with operational performance, HELLA's exceptional
research and development culture provides the foundation
for its competitive ability and technological and market lead-
ership in many product divisions. In the context of accelerat-
ing change within the industry — which is forcing companies
to step up their research and development activities — these
expenses were incurredin particular fromthe drive to bolster
and expand HELLA's leading technological position along
automotive market trends. The particularly relevant trends
here are autonomous driving, efficiency and electrification,
digitalisation and connectivity, and individualisation.

Further expenses were incurred in relation to the prepara-
tion and implementation of production rollouts as well as
the further expansion of international development capaci-
ties. Thus, the number of employees active in research and
development compared to the reporting date of the previous
fiscalyearincreased by 4.6% to 7,768 employees (prior year:
7,425 employees). This means around 20% of all permanent
employees throughout the Group work in research and de-
velopment. In addition, as part of its research and develop-
ment activities, HELLA also works closely together with
external service providers, academic institutes and re-
search facilities.

In this context, the research institute for vehicle lighting
technology (L-LAB) moved into a new shared building with
the newly founded research institute for vehicle electronics
(E-LAB) in the fiscal year under review. This move reflects
the fact that the technologies involved in lighting technology
and electronics are becoming ever more interlinked, and
allows the Company to tap into interdisciplinary and overar-
ching potentials for future products. In order to step up co-
operation with start-ups and other young businesses and to
gain access to new, potentially disruptive industry and tech-
nology trends from an early stage, HELLA established a new
incubator in Shanghai, China in the fiscal year under review
and also initiated the launch of an ecosystem for mobility
innovations with "The Drivery" in Berlin, Germany. These
two new developments come in addition to the venture cap-
ital arm, which is based in Palo Alto, USA and the existing
incubator in Berlin.



AUTOMOTIVE

Particularly in the Automotive segment, the research and
development activities throughout the entire Group help to
strategically and clearly align the HELLA business portfolio
along the key automotive market trends and to implement
opportunities for further profitable growth. Firstly, HELLA
has powerful research and development departments that
maintain the innovative power in the Automotive segment
over the long term. Secondly, HELLA established - in the
Automotive segment in particular — various open, strategic
alliances with other industry partners and companies in the
fiscal year under review to enable the rapid and flexible
advancement of relevant areas of focus and topics for the
future.

Worldwide research and development is coordinated princi-
pally from Germany. In addition, local development centres
in key growth markets are responsible for adapting develop-
ment activities to the respective region. They also drive
independent developments for the respective markets. In this
way, HELLA achieves market-driven customisation of
technologies and product designs to meet customer needs.

HELLA's research and development activities in the business
division Lighting focus on acomprehensive range of automo-
tive lighting technologies. This includes, for example, the
development of new, sophisticated lighting technologies for
headlamps and rear lamps as well as work on innovative
product solutions for vehicle body and interior lighting.

One of HELLA's main focuses relates to the further develop-
ment of existing lighting technologies. This includes stan-
dardisation and modularisation concepts, for example, in
relation to headlamps. For instance, HELLA is working on
Matrix LED headlamp technologies, which — thanks to their
modular design as single, double or triple-row systems —
can be offered to original equipment manufacturers in a
scalable and cost-optimised version based on customer
requirements both in the premium segment and in the 