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IMPORTANT LEGAL NOTICE

Disclaimer

IMPORTANT LEGAL NOTICE
This presentation does not constitute or form part of, and should not be construed as, an offer or invitation to subscribe for, underwrite or 
otherwise acquire, any securities of SMA Solar Technology AG (the "Company") or any present or future subsidiary of the Company 
(together with the Company, the "SMA Group") nor should it or any part of it form the basis of, or be relied upon in connection with, any ( g p y, p ) y p , p , y
contract to purchase or subscribe for any securities in the Company or any member of the SMA Group or commitment whatsoever.
All information contained herein has been carefully prepared. Nevertheless, we do not guarantee its accuracy or completeness and nothing 
herein shall be construed to be a representation of such guarantee. 
The information contained in this presentation is subject to amendment, revision and updating. Certain statements contained in this 
presentation may be statements of future expectations and other forward-looking statements that are based on the management's current 
views and assumptions and involve known and unknown risks and uncertainties. Actual results, performance or events may differ materially 
from those in such statements as a result of, among others, factors, changing business or other market conditions and the prospects for growth , g , , g g p p g
anticipated by the management of the Company. These and other factors could adversely affect the outcome and financial effects of the 
plans and events described herein. The Company does not undertake any obligation to update or revise any forward-looking statements, 
whether as a result of new information, future events or otherwise. You should not place undue reliance on forward-looking statements which 
speak only as of the date of this presentation.
This presentation is for information purposes only and may not be further distributed or passed on to any party which is not the addressee of 
this presentation. No part of this presentation must be copied, reproduced or cited by the addressees hereof other than for the purpose for 
which it has been provided to the addressee.

This document is not an offer of securities for sale in the United States of America. Securities may not be offered or sold in the 
United States of America absent registration or an exemption from registration under the U.S. Securities Act of 1933 as
amended.
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SMA reached sales and profit targets 2012 and confirms outlook
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> N l 7 2 GW i ld ( 5 3%)

SMA reached sales and profit targets 2012 and confirms outlook 
for 20131

> Nearly 7.2 GW inverter output sold (−5.3%).
> €1.5 bn sales due to a downturn in business and lower selling prices (−12.7%).
> Specific sales prices fell to €0.19 per watt in 2012 (2011: €0.21 per watt).
> SMA has a strong position in international markets and increased its export ratio to 56.3% 

(2011: 53 6%)(2011: 53.6%).
> Operating profit of €102 million (−57.7%) is impacted by the price decline, higher depreciation.
> With a net working capital ratio of 18 3% SMA achieved the lower end of the management> With a net working capital ratio of 18.3% SMA achieved the lower end of the management 

guidance.
> Despite a difficult market environment SMA generated a positive free cash flow in 20122.

> Solid balance sheet structure with equity ratio of more than 60% and net cash of €446 million.

Managing Board and Supervisory Board will propose a dividend of €0,60 per share 
during the AGM3 on May 23 2013

SMA Solar Technology AG 
1. 2012 Sales: €1.3 - €1.5 billion; EBIT: €100 - €150 million; 2013 Sales: €0.9 – €1.3 billion; break-even in best case
2. Before dividend payment (2011: € 45 million)
3. Annual General Meeting
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during the AGM on May 23, 2013.
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Q4-2012 earnings are impacted by a massive drop in demand 

Full year 2012

2011 2012 Q1 Q2 Q3 Q4
MW sold 7,591 7,188 1,885 2,144 1,841 1,318
Sales 1,676 1,463 405 429 362 267
EBITDA 291 172 57 57 50 8
Net Income 166 75 30 30 21 -6
NWC ratio 16.8% 18.3% 17.3% 19.4% 21.0% 18.3%
Net Investments 161 100 27 31 23 19

Free Cash Flow 
(before dividend paymend)1 55 16 -19 -25 57 3

Net Cash 473 446 469 388 426 446

Despite a sharp decline in Q4 sales SMA generated a positive EBITDA
SMA Solar Technology AG 5

Despite a sharp decline in Q4 sales SMA generated a positive EBITDA.
1. Dividend 2011: €45 million



2. Market & Competition

SMA Solar Technology AG 6



1. Executive Summary  |   2. Market & Competition   |    3. Zeversolar    |   4. Innovation Strategy   |   5. Cost Reduction Strategy  |   6.Financials  |   7. Outlook & Summary

Market development is impacted by high price pressure 

Global market for PV inverters 
in GW1Dynamic

35 53636 53737,53838,53939,540 34> Enormous price pressure worldwide.

23

29 31

29
22 52323,52424,52525,52626,52727,52828,52929,53030,53131,53232,53333,53434,53535,53636,5p p

> Dramatic downturn in Europe due to 
massiv subsidy cuts and pending import 

99 51010,51111,51212,51313,51414,51515,51616,51717,51818,51919,52020,52121,52222,52323,5y p g p
tariffs on Chinese modules.

> Strong volume growth in markets outside 

00,511,522,533,544,555,566,577,588,599,5100,5

2010 2011 2012 2013

g g
Europe, especially China.

> Regional shift in demand is increasing 2010 2011 2012 2013g g
the importance of system technology for 
large-scale PV power plants. In €

billion
4.44.7 5.3 5.3

-19%

SMA expects a harsh decline in demand in Euro-term for the first time since many years
SMA Solar Technology AG (1) SMA estimates

SMA expects a harsh decline in demand in Euro-term for the first time since many years.
7



The intensity of competition is posing significant challenges to market
1. Executive Summary  |   2. Market & Competition   |    3. Zeversolar    |   4. Innovation Strategy   |   5. Cost Reduction Strategy  |   6.Financials  |   7. Outlook & Summary

The intensity of competition is posing significant challenges to market 
participants

Global market share in GW1

T t l k t i 2012 (2011) 31 GW1 ( 29GW1)

Barriers to entry

Hi h f i i
60% 61%

50,0

60,0

70,0

Total market size 2012 (2011): c. 31 GW1 (c. 29GW1) > High rate of innovation

> Comprehensive product range

26% 23%
12%

30,0

40,0 > High quality of service

> Global presence
10%

4%
12%

4%
0,0

10,0

20,0

SMA C titi A C tit B Oth

Global presence

> High productivity
SMA Competitior A Competitor B Others

2011 2012

SMA aims to defend its high market share despite a difficult market environment in 2013
SMA Solar Technology AG 8

SMA aims to defend its high market share despite a difficult market environment in 2013.
(1) SMA estimates
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Local added value is absolutely crucial to long-term success in
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Local added value is absolutely crucial to long term success in 
China’s photovoltaic market

Market mechanisms Zeversolar

＞ China wants to reduce the cost of solar power and 
d th d ti k t i d t b tt d l

＞ Zeversolar was established in November 2011 
through the merger of ZOF and EverSolarexpand the domestic market in order to better develop 

the photovoltaic's industry over the course of the 12th

five-year plan (2011-2015).

l h f h h

through the merger of ZOF and EverSolar.

＞ Zeversolar has six sales and service locations in 
China as well as subsidiaries in Australia and 
G＞ Consequently, at the start of the year the government 

increased the expansion targets and is now striving for 
an annual expansion of 10 GW over the next three 
years.

Germany.

＞ Zeversolar operates with state-of-the-art production 
sites (2GW, 17.500 m²) in the province of yea s.

＞ Almost every province has set itself the goal of 
exceeding the required quota.

Jiangsu.

＞ Zeversolar offers a wide-ranging product portfolio 
specially tailored to the specific requirements of the 

＞ The political intent is to ensure that the highest 
proportion of value creation stays in the country.

Chinese market.

In 2012, Zeversolar achieved sales of €33 million and the company is one of the leading 
Chinese inverter manufacturers

SMA Solar Technology AG 10

Chinese inverter manufacturers.



With the majority stake in Zeversolar SMA secures access to the growth
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With the majority stake in Zeversolar, SMA secures access to the growth 
market China and enhances its position as a global market leader

Transaction Brand strategy

＞ The company is valued €55 million including ＞ Zeversolar will serve the Chinese market2 with its p y g
net debt1.

＞ SMA owned 72.5% of the company’s shares overall as 
at the reporting date of January 1 2013

own brand, ZOF.

＞ In all international markets, Zeversolar is 
positioned as an independent brandat the reporting date of January 1, 2013.

＞ The purchase and joint venture contract covers the usual 
guarantees and warranties.

positioned as an independent brand.

＞ Zeversolar products are marketed by the 
company’s own sales unit.

＞ Transaction is financed with cash on hand.

＞ Zeversolar is recognized as an individual segment.

＞ Synergies are leveraged within internal processes 
such as purchasing, quality assurance and 
development.

＞ Pierre-Pascal Urbon is responsible on the 
Managing Board for business in China.

SMA concluded the acquisition of a 72.5% stake in Zeversolar in line with the terms and 
conditions agreed in December

SMA Solar Technology AG 1. Approx. €23 million as of December 31, 2012
2. For large-scale PV plants

11

conditions agreed in December.
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Innovative system technology is the precondition for the transformation
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Innovative system technology is the precondition for the transformation 
of the energy sector 

Energy management

l

Hybrid solutions Internationalization

Diesel

++
PV

＞ Optimization of self-
ti ith i t lli t

++
＞ Intelligent control of 

i
＞ PV is a competitive energy 

i b lt t iconsumption with intelligent 
system technology.

＞ Self-consumption of solar 

various energy sources.
＞ Using solar power 

conserves diesel.

source in sunbelt countries.
＞ Growing energy needs in 

emerging markets.
power is economically viable 
today.

> 30% below household 1 MW = 450,000 l 80 billi b l 2 d

SMA is already offering innovative solutions for tomorrow’s energy supply

> 30% below household 
electricity costs1

1 MW  450,000 l 
of diesel 80 billion barrels2 per day

SMA Solar Technology AG 1. At peak times
2. The additional oil volumes that would be required if every person living in the People’s Republic of China 

were to live at the same level of comfort as their counterparts in the U.S., for example.

13

SMA is already offering innovative solutions for tomorrow s energy supply.



SMA is the world champion of development with over 400 patent
1. Executive Summary  |   2. Market & Competition   |    3. Zeversolar    |   4. Innovation Strategy   |   5. Cost Reduction Strategy  |   6.Financials  |   7. Outlook & Summary

SMA is the world champion of development with over 400 patent 
applications to date

Selected innovations from 2012 Unique selling propositions

Energy managementSunny Boy Smart Energy gy g
System technology to store PV power, support 
heating and manage energy producers and 
consumers.

y y gy
＞ Supplies a four-person 

household with electricity for up 
to three hours in the evening.

Hybrid solution
System technology to intelligently combine PV and 
diesel generators and optimize reliable energy 

Fuel Save Controller
＞ Reduces diesel consumption of 

electricity generators in sunny g p gy
supply.

PV power plantsSunny Central 900CP

y g y
regions.

Solution enabling grid support by reducing active 
power during over frequency, providing a short-
circuit current during disturbances and allowing for 
direct feed-in to the medium-voltage grid.

Sunny Central 900CP
＞ First megawatt inverter for 

outdoor application.
direct feed in to the medium voltage grid. 

SMA generates more than €1 billion in sales of products that are less than three years old
SMA Solar Technology AG 14

SMA generates more than €1 billion in sales of products that are less than three years old.



SMA will continue to expand its innovative leadership by developing
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SMA will continue to expand its innovative leadership by developing 
brand new product platforms

New product platforms Development strategy

＞ Two thirds of development resources1p
devoted to developing new platforms. 

＞ Build additional development locations in 

Residential

North America / China.

＞ Cost reduction with a greater percentage of Commercial
common parts.

＞ Greater rate of innovation with modular 
d idesign.Industrial

In 2013, SMA will invest more than €120 million in development. SMA expects to launch 
the first new products under platform development in mid-2014

SMA Solar Technology AG 1. SMA employs over 1,000 people worldwide in development. 15

the first new products under platform development in mid-2014.
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Systematic cost reduction is a key element of SMA’s strategy

Cost out program Global SourcingCost-out program Global Sourcing
Bridge of cost of goods sold (schematic)

Ramp-up curve according to 
d f i l i

U.S. (2012)

Target 
2013

GapRiskProductionPurchasingDevelop-
ment

Product-
mix

Base-
line

degree of implementation

HG 5

HG 4

HG 3

HG 2

HG 1

100%98%98%88%87%
69%

47%44%39%29%
14%13%

Germany (1981)
Dec 
13

Nov. 
13

Oct 
13

Sept. 
13

Aug. 
13

Juli 13Juni 
13

May 
13

Apr. 
13

Mar 
13

Febr. 
13

14%

Jan. 
13

13%

Goal achievement monitoring
(cents/watt)

Target 2013
Target 2012

＞ Cross-functional teams1 established in all divisions. ＞ New procurement channels with global purchasing 
ffi

Poland (2012) China (2011)2012 2013
Q4Q3Q2Q1Q4Q3Q2Q1

＞ Identification and regular tracking of over 300 
measures.

＞ Systematic assessment of change measures.

offices.
＞ Enhance competitiveness through a structured 

purchasing process.
S l h b f l l

The enormous price pressure can be only partially offset in such a short period by the 
d fi d

＞ Selection on the basis of price, quality, logistic costs 
and the supplier’s work conditions.

SMA Solar Technology AG 1 Development, Purchasing, Service 17

defined measures.
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SMA will successively increase productivity with targeted measures

Reducing staff Increasing productivity
＞ Since October 424 permanent and temporary 

employees have left SMAemployees have left SMA.
＞ Additional personnel changes, especially in 

administration, will be implemented this year.
E l b f th E i ill＞ Employee numbers of the European companies will 
be adapted to the new market situation. SMA will 
increase staff of foreign companies, especially in 
the U.S. and Asia.

＞ Further short-term measures are currently being 
negotiated with the Works Council.

＞ Forced reduction in flextime and unused holiday
＞ Reduction in area and equipment by combining 

warehouses.＞ Forced reduction in flextime and unused holiday 
allowances. ＞ Shortening of service lead times by implementing 

process changes.
＞ Stable and efficient process management in the 

Order Management and Finance departments

Further personnel measures in conjunction with market development cannot be ruled out

Order Management and Finance departments 
by introducing a shared service concept.

SMA Solar Technology AG 18

Further personnel measures in conjunction with market development cannot be ruled out.
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SMA in line with Sales guidance1

1,920 1,676
1 463

2000

2500 7,591 MW7,750 MW 7,188 MW

1,463
1500

mi
llio

n

500

1000

in 
€

m

0

2010 2011 2012

Decline in sales is attributable to the reduction in selling prices and a downturn in business

Export ratio 53.6%44.9% 56.3%

SMA Solar Technology AG 20

Decline in sales is attributable to the reduction in selling prices and a downturn in business
1. Sales guidance as of August 9, 2012: €1.3 billion to €1.5 billion
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Division Power Plant Solutions increases sales in North America by 75%
Medium Power Complementary Service Power Plant 

Solutions 
p y

Divisions

800

1000

1000

1200

- 16.4%
1000

1200

1000

1200

Solutions 

l m)

200

400

600

52 61200

400

600

800 1,118 935

200

400

600

800

1000

490 441

- 9.9%

200

400

600

800

18 27

+52.8% +18.3%

Ex
ter

na
l

Sa
les

 (€

0

2011 2012

1,199 1,035 514 468 90 112 94 137Sa
les

1

€m
)

0

2011 2012
0

2011 2012
0

2011 2012

> Commissioning of solar 
plants, charged 
reparations and service

> Division includes Off-Grid 
Solutions (in future Hybrid 
Energy Solutions),

1,199 1,035 514 468 90 112 94 137

To
ta

l (€
gh

ts > Performance of MPS was 
marked by catch-up 
effects and pull-forward

> Well developed project 
business in North 
America. reparations and service 

and maintenance 
contracts were main sales 
drivers.

> Decrease in profit due to 
hi h l

Energy Solutions), 
Railway Technology and 
dtw.

> Positive development in 
2012, mainly due to the 

i i i f d iths
-H

igh
li effects and pull forward 

effects.
> Key sales drivers were the 

Sunny Tripower 10000TL 
to 17000TL as well as 
Sunny Boy 3000TL to

America.
> SMA invoiced the first 

major project in Japan.
> Most successful products 

were Sunny Central CP 
higher personnel 
expenses and scheduled 
infrastructure costs of the 
new service center

acquisition of dtw in 
Q3/2011.

12
 m

on
t Sunny Boy 3000TL to 

5000TL.
> Strong markets in 2012: 

Germany, U.S., Belgium,
Australia and UK

series. 
> Most important markets 

were North America, 
Germany, Thailand and 
Greece.

SMA Solar Technology AG 1. Incl. Internal sales 21
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Cost of goods sold are impacted by one-off items

0

0
1400 9.8%

0

0
14001,227 1,208 1 120

1
1400

COGS1,2 R&D expenses1 SGA expenses1,3

3 7%
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0

0

0

600
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, 1,120

63.9%
72.1% 76.5%
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0

0

0

0
200
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106 135 143
0

0

0

0
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0

0

0

0
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m

00
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00

2010 2011 2012

> Decrease in gross margin is mainly > SMA invested €108.1 million in R&D in > SMA established new sales companies 

00

2010 2011 2012

g g y
attributable to higher expenses for risk 
provisioning.

> Price decline impacted gross margin. 
> SMA expanded its purchasing 

organization

2012 (incl. capitalized R&D projects).
> In 2012 SMA employed 12% more 

staff compared to the previous year.
> SMA further expanded development 

cooperation's and intensified the

p
in South Africa and Chile and 
expanded existing sales companies in 
Japan, Australia and Thailand.

> In  view of the increasing 
internationalization SMA created new organization.

> Material costs were successfully 
reduced.

> Material expenses accounted for 70%; 
personnel expenses for 16% and other 

cooperation s and intensified the 
measures to protect intellectual 
property. 

structures abroad as well as in the 
headquarters.

> SMA initiated a program to cut G&A 
expenses.

SMA Solar Technology AG 
(1) € million and as % of sales
(2) COGS: Cost of Goods Sold
(3) SGA: Selling and general administrative expenses

22

expenses for 14%.
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SMA reached lower end of its earnings guidance

26.9%
600

EBIT margin by segmentEBIT and EBIT margin SMA Group

517 0

0
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in 
€

mi
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0
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--8.3%
-14.2%

-20,00%

-10,00%

00

2010 2011 2012
-30,00%

Medium Power 
Solutions

Power Plant 
Solutions

Service Complementary 
Divisions

2011 20122011 2012

Price decline, a changed product mix as well as higher expenses for risk provisioning and 
expenditures in internationalization are the main reasons for the decline in the EBIT margin

SMA Solar Technology AG 23

expenditures in internationalization are the main reasons for the decline in the EBIT margin.



SMA has a solid balance sheet structure: Fixed assets and
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SMA has a solid balance sheet structure: Fixed assets and  
trade working capital is financed with equity

∑ €1,328.7 million ∑ €1,328.7 million

520 821
Non-current assets 39.1%

Equity 61.8%

221€
mi

llio
n

Inventories 16.7%

68

119in 
€

73
203

Trade receivables 9.0% Provisions 15.2%

Trade payables 5 5%468

Assets

233
73

Liabilities

Financial assets & 
cash 35.2%

Trade payables 5.5%
Other 17.5%

Assets Liabilities

Net cash amounted to €446.3 million at the end of 2012.

SMA Solar Technology AG 24

Net cash amounted to €446.3 million at the end of 2012.



Net Working Capital ratio of 18.3% at the lower end of the 
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k l2 3

Ne Wo g Cap a a o o 8.3% a e owe e d o e
management guidance1

Net Working Capital2,3

400

as % of sales16.8% 18.3%

181

32
27

44
65300

400

Finished goods
Unfinished goods, 
work in progress

141 119

181
129

100

200 Raw materials
and consumables

Trade Receivables

--116 -73
-100

0 2011 2012

Trade Payables

-200
€ million282 267

2011 2012

In 2013 SMA targets a net working capital ratio between 19% to 22% as of sales due to 
higher share of project and international business

SMA Solar Technology AG 25

higher share of project and international business. 
1. Management guidance: 17% to 20% as of LTM sales
2. Net Working Capital = Inventory + Trade Receivables – Trade Payables (no advanced payments included)
3. Relating to the last twelve months (LTM)
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SMA generated a positive free cash flow in 20121

20112 20122

Gross Cash Flow +241 +166

Net Cash Flow from 
Operating Activities +239 116

Net investments in fixed and 
financial assets3 -160 -100

fNet investment from acquisitions -23 0.0

Free Cash Flow before Dividend
Payment

+55 +16
Payment

Net investments from securities and 
other financial assets +55 -160

Free Cash Flow (IFRS) +110 -144

SMA Solar Technology AG 261. Before dividend payment
2. In € million
3. 2012: Mainly completion of building projects started in 2011
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For the first three months 2013 the management expects a significant
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For the first three months 2013 the management expects a significant 
sales decline

Forecast 20132Preliminary Q1 sales

48%
＞ Sales of between €0.9 billion and €1.3 

405
500

-48% billion, thereof €40 - €60 million from 
Zeversolar.

＞ Export ratio > 70%.on

190

p
＞ In the best case scenario a break-even 

result, but a loss cannot be ruled out3.
N t ki it l f b t 19% din 

€
mi

llio 220

0

Q1 2012 Q1 20131

＞ Net working capital of between 19% and 
22%4.

＞ Capital expenditure up to €100 million.

SMA (including Zeversolar) target sales of €0.9 - €1.3 billion in 2013 and a break-even-
result in the best case

SMA Solar Technology AG 28

result in the best case
1. Preliminary estimates
2. Including Zeversolar
3. Zeversolar will have positive contribution only in mid-term
4. Zeversolar has much higher NWC ratios
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M k O l k

SMA sharpened its strategy to benefit from changed market environment

Market Outlook
> SMA expects a decline in demand in Euro-terms for the first time since many years.
> Hybrid applications and energy management as well as service will become future growth drivers> Hybrid applications and energy management as well as service will become future growth drivers.
Innovation Strategy
> With brand new product platform SMA strives to reduce cost and innovation cycle> With brand new product platform SMA strives to reduce cost and innovation cycle.
> Continuous high R&D budget of more than €120 million to secure technology leadership.
Cost Reduction Strategygy
> Systematic cost reduction via cross-functional teams and global sourcing.
> Staff reduction of > 500 employees already under way. Further adjustments not ruled out.
Internationalization
> With Zeversolar access to fastest growing solar market (China).
> Expansion in the U.S. an Asia planned; Europe will be reduced.

Management confirms guidance for 2013
SMA Solar Technology AG 29

Management confirms guidance for 2013.
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