Disclaimer

This presentation contains forward-looking statements. The words "anticipate”,
"assume”, "believe”, “estimate”, "expect”, “intend”, "may”, “plan”, "project”, “should”
and similar expressions are used to identify forward-looking statements. Forward-
looking statements are statements that are not historical facts; they include
statements about Schaeffler Group's beliefs and expectations and the assumptions
underlying them. These statements are based on plans, estimates and projections
as they are currently available to the management of Schaeffler AG. Forward-looking
statements therefore speak only as of the date they are made, and Schaeffler Group
undertakes no obligation to update any of them in light of new information or future
events.

By their very nature, forward-looking statements involve risks and uncertainties.
These statements are based on Schaeffler AG management’s current expectations
and are subject to a number of factors and uncertainties that could cause actual
results to differ materially from those described in the forward-looking statements.
Actual results may differ from those set forth in the forward-looking statements as a
result of various factors (including, but not limited to, future global economic
conditions, changed market conditions affecting the automotive industry, intense
competition in the markets in which we operate and costs of compliance with
applicable laws, regulations and standards, diverse political, legal, economic and
other conditions affecting our markets, and other factors beyond our control).
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This presentation is intended to provide a general overview of Schaeffler Group’s
business and does not purport to deal with all aspects and details regarding
Schaeffler Group. Accordingly, neither Schaeffler Group nor any of its directors,
officers, employees or advisers nor any other person makes any representation or
warranty, express or implied, as to, and accordingly no reliance should be placed on,
the accuracy or completeness of the information contained in the presentation or of
the views given or implied. Neither Schaeffler Group nor any of its directors, officers,
employees or advisors nor any other person shall have any liability whatsoever for
any errors or omissions or any loss howsoever arising, directly or indirectly, from any
use of this information or its contents or otherwise arising in connection therewith.

The material contained in this presentation reflects current legislation and the
business and financial affairs of Schaeffler Group which are subject to change. It is not
intended to constitute investment advice or an offer to sell, or a solicitation to buy,
any securities.

The permission to use S&P Global Market Intelligence and Mobility Global copyrighted
reports, data and information does not constitute an endorsement or approval by
S&P Global Market Intelligence or Mobility Global of the manner, format, context,
content, conclusion, opinion or viewpoint in which S&P Global Market Intelligence or
Mobility Global reports, data and information or its derivations are used or
referenced herein.
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Heiko Eber

Ladies and gentlemen, I'm very happy to welcome you to today's call on Schaeffler's
financial results Q2 2026. Press release, the following presentation and our interim
statement have been published today at 7:30 AM CEST on our Investor Relations
homepage. And for sure, we will provide the recording and the transcript of this
webcast after the call.

As usual, I'm sure that you have all taken notice of our well-known disclaimer. And
also, as always, Klaus Rosenfeld, our CEO and Christophe Hannequin, our CFO, have
joined the conference call to guide you through the key information in our
presentation. Afterwards, both gentlemen will be available for our Q&A session.
And now without further ado, let me hand over to our CEO, Klaus, please.



Klaus Rosenfeld
Thank you very much, Heiko. Ladies and gentlemen, welcome to our Q2 conference
call. Let me start with page number 3, the key messages for today.

SCHAEFFLER
Executive Summary - The Motion Technology Company further building up

Mid-term targets 2028 - Market-driven target adjustment on group sales, EBIT
Key messag €s 1 margin' and FCF2 target remains unchanged; hedging logic paying off

Good results Q2 2026 - EBIT margin' improved; VLS and B&IS at upper end of FY
guidance, PTC comfortably within, E-Mobility trending towards guidance range

FY guidance 2026 confirmed - On track to deliver on all metrics despite volatile
market environment

Execution of structural measures ahead of plan - Extended with additional early
retirement option

Promising New Growth opportunities - Humanoid business accelerating, order
book? at EUR 350 mn by end of H1 with 3 major global Humanoid OEMs

vi Ao W N
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| would like to start with message number 1 that you already know from the ad hoc
statement we had to give according to the German rules last week. We decided to
update our mid-term targets driven by the market environment, in particular in the
U.S. after a solid review of a first top-down plan. You all know that we do a strategy
dialogue in the summer. And as a result, we challenged clearly intensively our outlook
for the next years and decided that on a more realistic and credible basis, the old
ranges for E-Mobility were too aggressive and that triggered this change.

We have now internally given the directions for the detailed planning and that under
German law constitutes an event where we decided to share that with the public. |
hope you appreciate this. It created a little bit of turbulence. | understand this, but
we had to follow the rules also in the best interest of our reputation with authorities
and also wanted to trigger what was necessary internally to move forward with the
planning cycle. So mid-term targets adjusted.

The key message here is we adjusted the top line but decided based on the
preliminary planning work that we would stay on group level with EBIT margin and
also with our free cash flow target for 2028. That's, from my point of view, a sign of
strength. And it clearly shows that the hedging logic, the famous hedging logic that



we explained to you several times is paying off. You can also say diversification is on
our side.
Second key message, results for Q2 are good results in a very challenging
environment. EBIT margin improved, while top line was more or less flat. And you see,
in particular, that 2 of our divisions have outperformed well, VLS and B&IS at the
upper end of the full year guidance. PTC comfortably within and also E-Mobility
trending towards guidance range. On E-Mobility, all of you know that this is not a flat
line across the 4 quarters, but the first 2 quarters are the ones where margin is more
negative and that then changes in the second half of the year. So | think the results
show that despite no real growth in the top line, the company is improving its earnings
quality. On that basis, we are also proud to say that our guidance for 2026 is
confirmed. We are on track to deliver on all the metrics that are there despite this
challenging heterogeneous and fast-changing environment. And for sure, Christophe
will explain in more detail the minus EUR 300 million in free cash flow, why we are
confident to bring that safely into the range that we have guided for.
| would also add one more point that was mentioned this morning as well. Apart from
the usual press release on numbers, we issued another press release on structural
measures that were extended as it relates to early retirement options. Most of you
know that in Germany, we have a specific instrument to manage restructuring and
transformation that is offered with the support of the necessary agencies and
governments. There's at the moment discussion that that instrument could fall away.
And we have decided after considerable requests and interest inside the company
from employees whether that instrument would still be available to offer that
instrument again. This is already agreed with workers' council and the necessary
colleagues there. And that gives us another opportunity to optimize our headcount
and FTE across the German base. That is not only specific for 1 or 2 plants, it goes
across the whole board. And we think that will help us again to continue with our
performance optimization. We'll come back to this later. At the same time, | can say
that the promised structural measures as of November 2024 are all in execution, and
we are ahead of plan. This is also one of the drivers for the performance in B&IS.
Last but not least, our New Growth strategy also starts to pay off. We have promising
New Growth opportunities. The new number that we are publishing for the first time
is the order book for the humanoid business. | think we are the first ones to do that.
This is, ladies and gentlemen, a conservative number, conservative in particular,
because we have applied significant haircuts on the numbers that are given to us also
with the experience that in such an environment, things will need a little bit of time
to be really projectable. So haircuts here are above 50% to be on the safe side. It's a
5



well-balanced portfolio. One name is mentioned here, XPENG, the 2 others we cannot
mention. These are U.S. names. Also the products behind this is well balanced. And |
can say that all of them have SOP in 2026 or at the latest in Q1 2027. So we felt that
this gives you another good data point to measure success and how we are
progressing, and we have decided to publish changes in these order books on an
ongoing basis going forward. That is my fifth key message.

Let me now go quickly through the other slides so that you have enough time for
guestions. This is the old mid-term targets that were communicated in September,
2025 as you know, just as a point of reference.

2D e : SCHAEFFLER
Mid-Term Targets 2028 - As communicated during our Capital Market Day 2025
Group E-Mobility Powertrain Vehicle Lifetime Bearings & Industrial
& Chassis Solutions Solutions
Sales Sales Sales Sales Sales
EUR 27 to 29 bn EUR 8.25 to 9 bn EUR 8 to 8.75 bn EUR 3.75 to 4.25 bn | EUR6.75 to 7.25 bn
2024: EUR 24.3 bn 2024: EUR 4.8 bn 2024: EUR9.7 bn 2024: EUR 3.0 bn 2024: EUR 6.5 bn
EBIT! margin EBIT' margin EBIT! margin EBIT' margin EBIT" margin
6% to 8% > 0% 10% to 12% 13.5% to 15.5% 9% to 11%
2024: 3.5% 2024: -22.1% 2024: 11.4% 2024: 14.8% 2024: 6.7%
Free Cash Flow? Reinvestment Rate3 Leverage Ratio* Dividend Payouts
EUR 400 to 600 mn ~1.0x 1.5x to 2.0x 40% to 60%

2024: EUR -694 mn 2024: 1.1x H1 2025: 2.4x

[ GroupTarget [ Group Additional Parameters [ ] Divisional Target
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And on the next page, you see what we have done.



SCHAEFFLER
Mid-Term Targets 2028 updated - Sales adjusted, EBIT margin and FCF confirmed

Group E-Mobility Powertrain Vehicle Lifetime Bearings & Industrial
& Chassis Solutions Solutions
Sales Sales Sales
EUR 24 26 b EUR 6.25 7.25 b sales sales EUR 6.5 7.0b
UR 24 to 26 bn 6.25t07.25bn | R gt08.75bn | EUR3.75 to 4.25 bn k6.5t0 7.0 bn
(prior: EUR 27 to 29 bn) (prior: EUR 8.25 to 9 bn) o _ (prior: 6.75 to 7.25 bn)
. 2025: EUR 8.9 br 2025: EUR 3.2 bn N
2025: EUR 23.5 bn 2025: EUR 5.0 bn 2025: EUR 6.4 bn
1 i 1 i 1 i
EBIT' margin EB;T marg;n EE:T margin EBuIT margl: EBIT' margin
6% to 8% -4% to D./o 1D.5ﬁ:tf.: 12.?“/0 14/0_t0 1§/_o 9% to 11%
-~ (prior: > 0%) (prior: 10% to 12%) (prior: 13.5% to 15.5%) o
2025: 4.0% - o 2025: 7.3%
2025: -16.3% 2025: 10.8% 2025: 14.5%
Free Cash Flow? Reinvestment Rate® Leverage Ratio* Dividend Payouts
EUR 400 to 600 mn ~1.0x 1.5x to 2.0x 40% to 60%
2025: EUR 266 mr 2025: 0.6x 2025:2.1x

[ GroupTarget [ Group Additional Parameters [ Divisional Target
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We lowered the top line from EUR 27 billion - EUR 29 billion to EUR 24 billion - EUR
26 billion. That's quite significant. And the major contribution here comes from E-
Mobility and Bearings & Industrial.

On the margin, we have stayed where we were 6% to 8% on free cash flow as well.
And you saw that subsequent to the top line change in E-Mobility, we lowered the
EBIT margin range from above 0% to minus 4% to 0%. That's clearly for you probably
a disappointment, but don't get this wrong. This doesn't mean that we give up on
profitability in E-Mobility.

I'm firmly convinced that this is possible. But what you see later on is that the work
on the cost side is well underway. Top line clearly helps. But at the moment, the most
important figure is gross profit, and that points clearly in the right direction. We left
the 0 because you can imagine that if you are in my position, while I'm rather with my
60 years now approaching the end of my career, and this promise was an important
one, | was not really happy about this. But | can assure you that we will do the most
possible to bring this across the breakeven line, but we also needed to be realistic,
and | hope that you appreciate that realism.

You see on the top line also a little softer Bearings & Industrial Solutions, also a result
of the environment, not so much of the Schaeffler performance as such. And then you
see that we have increased the midterm target, for Powertrain & Chassis by 0.5
percentage point and also for Vehicle Lifetime Solutions. This is exactly what | said
before. Here, you see the power of our diversified model. And due to that change, 6%
to 8% should be our midterm target or is our midterm target. The rest is unchanged.



And with that, | would go into the results.

SCHAEFFLER
Summary Q2 2026 - Gross margin improvement, visibility for H2 remains limited
1 2 3 4 5
Sales growth' Q2 Gross margin? Q2 EBIT margin? Q2 Free Cash Flow? Q2 EPS* H1
-0.3% 20.6% 4.5% EUR -91 mn EUR 0.10

Q2 2026: EUR 5,903 mn Q2 2025: 19.6% Q2 2025: 3.5% Q2 2025: EUR 27 mn H1 2025: EUR 0.05

Key messages Q2

« Sales growth' - E-Mobility posted highest growth rates, PTC affected by business phase-outs and market decline in Greater China
+ Gross margin? - Improvement year-on-year with operational gains in E-Mobility, VLS and B&IS
+ EBIT margin? - E-Mobility improved, PTC and VLS with strong EBIT contribution, while B&IS delivered extraordinary earnings quality
| * Free Cash Flow? - Impacted by higher restructuring and integration cash-outs

+ EPS*- Doubled compared to prior year based on improved profitability
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Q2, as | said, a good result. Why do | say it's a good result, flat growth and still gross
profit margin improved by 1 percentage point. EBIT margin also improved by 1
percentage point to 4.5%. Free cash flow in the quarter, still negative. Christophe will
comment on this and EPS positive EUR 0.10.

This is clearly not the end of our efforts. We want to do more. We want to
continuously improve, but this sits from my point of view, very well in our trajectory
towards the year-end and what we promised also for guidance. You can all read the
details here, and Christophe will explain them in the second part of the presentation.
We go forward.



And on the next page, you see the sales growth.

S PERFORMANCE

PEus SCHAEFFLER
Q2 Sales growth' - Heterogenous development across regions and divisions
Hedge 1: ICE vs. BEV —
. Vehicle Bearings &
E-Mobility = POWertrain& | itetime Tndustrial
Solutions Solutions
% of Grou Region
Q2 2026" Sales? P 23% 36% 14% 27% gré'wth
Europe 47% +13.4% -6.7% -5.5% -3.4% -1.4%
Americas 23% -6.3% +2.5% +4.4% +8.7%
Sreater 16% -3.9% 15.1% +11.9% 1.7%
Asia/
Pacific 14% +24.7% -3.1% +10.8% +3.4%
Division
growth +9.4% +0.4% -0.3%
Hedge 2: Build vs. Repair ——
Hedge 3: Auto vs. Non-Auto —

— Q2 sales growth’
usted, vs. Q2 2025 |  Division “Others” not showr
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| don't go into all details, but the minus 0.3% clearly summarize a heterogeneous
development across regions and divisions. You see in region Americas, 2.9% growth.
You see that China was rather weak. You see Asia Pacific positive and you see E-
Mobility plus 9.4% in such an environment, that's not a bad result, while the others,
except for Barings and Industrial were slightly below the previous year quarter. So all
in all, that is acceptable to us, in particular, in this environment.



On the next page, you see the famous one on the powertrain alternatives.

SCHAEFFLER
OEM Auto Powertrain® - Outperformance in BEV in challenging market environment
Outperformance by Powertrain Type2 Order Intake3/ Book-to-Bill* by Powertrain Type
H1 2026 vs H1 2025 H1 2026
Sales growth Market growth  Outperformance Sales Order Intake Book-to-Bill
BEV 20.7% 11.3% Go.4pp > BEV 813 mn 1,267 mn C16x
HEV 6.9% 9.8% -2.9pp HEV 1,748 mn 1,393 mn 0.8x
ICE -10.1% -9.1% -1.0pp ICE 3,271 mn 2,130 mn 0.7x
Total -1.9% -1.7% -0.2pp Total 5,831 mn 4,790 mn 0.8x
Key Aspects

+ Outperformance in BEV due to resilient results in region Europe and Asia/Pacific (ramp-up of E-Axle and Charging projects)
+ Solid performance in Greater China in HEV products (hybrid transmissions), overall in line with market growth
« Strong order intake in BEV especially with Inverter products and Battery components (mainly in region Europe and Asia/Pacific)
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And I'm happy to say here in the first half 2026, we outperformed in BEV with 9.4%
more growth than the market growth, 20.7% to 11.3%. You also have in the back of
the details for the quarters. HEV was nearly there, slightly less than the market. That's
clearly also a function of what's happening in the regions in ICE, more or less in line.
So in total, in line with the market, but a positive development in BEV. And this is also
exemplified by the order intake where book-to-bill in the BEV product was 1.6x, while
the others were below 1x. This is, again, pointing into the direction of why E-Mobility
is important to us and why we are confident that we can also outperform in the
future.

10



Let me go to the next page. And do all of them quickly.

) SCHAEFFLER
E-Mobility - Strong sales growth' mainly driven by Europe, continuous gross margin improvement

Highlight
* Hybrid module for Chi OEM
Sales growth' Q2 Order Intakez Q2 yenicmoclieTorihinese
* Multiple awards for power electronics
+ {0, components (400V/800V) for international
9.4% EUR1.3bn  componens(
Q2 2026: EUR 1,368 mn Q2 2025: EUR 1.6 bn * Launches include thermal management
module for new EV platform of German Hybrid module
Premium OEM
Key Aspects
Book-to-Bill* Q2 A Gross margin® Q2 Sales growth driven by successful ramp-ups in Europe and
Asia/Pacific, supported by positive one-off effect
1 'ox +2'4p p Order intake below prior year level due to continued market
Q2 2025: 1.3x Gross margin® Q2 2026: 6.9% Al ReLitlsy

Gross margin improved based on increased productivity and
positive one-off effect
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E-Mobility here, | mentioned the key numbers. And | said the ramp-ups in Europe are
successfully happening also in Asia Pacific. There are here and there, and Christophe
will answer these questions, the one or other one-off positive effect. The order intake
at the moment is a little lower than in previous years due to continued market
uncertainty.

But | can say with an order book that is still safely above 30 billion, | can say we have
enough to do that we are not dependent on any new orders at the moment. And what
| really would like to point out here is the improvement in gross profit margin. Yes,
6.9% for a second quarter is not enough to make it a true success story, but the
direction is clear, and this comes in particular from increased productivity.

11



SCHAEFFLER
Powertrain & Chassis - Sales decline’ driven by phase-out and China market, gross margin remains resilient

Highlight
sales growth! Q2 Order Intake? Q2 Nomination recgived for a hydraulic‘car‘n <=
phaser for medium heavy-duty application
% + Originally developed for automotive Q\Q\//
-
5'1 E U R 1 .7 b n applications, it demonstrates successful S
technology transfer

Q2 2026: EUR 2,106 mn Q2 2025: EUR 1.9 bn
+ Enables efﬂc-nent pro;?u\smn and braking ""‘Hydraulic cam
modes for diesel engines phaser
Key Aspects

Sales decline impacted by phase-outs (-2.1% without phase-outs)
and challenging market conditions in Europe and Greater China;
Chinese market development closely monitored
o‘sx -o'gpp Order intake level signalling commercial successes in a challenging

environment

Book-to-Bill® Q2 A Gross margin® Q2

Q2 2025: 0.8x Gross margin® Q2 2026: 22.4%
Gross margin impacted by volume decline and one-off effects
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Let me go to the next one, PTC, minus 5% growth, to some extent, without the
phaseouts, minus 2%. So that means we are holding up quite well against these
challenging market conditions. Don't forget the transition from combustion engine to
E-Mobility and electrified powertrains is still ongoing. The order intake goes along -
has to be understood along the same lines. There is, from my point of view, with 0.8x
we are clearly going in the right direction.

Gross margin is impacted by the volume decline, also by the one or other one-off
effect that come from settlement with customers. So this is still to be seen against a
gross profit margin of 22.4%. That's a strong margin, and we are more or less able to
keep that together. The highlight shows that Powertrain and Chassis is not only about
cars, but also about trucks, and we're making good inroads in that sector at the
moment when it comes to heavy-duty applications.

12



Let me go to the next page.

BUSINESS PERFORMANCE SCHAEFFLER
Vehicle Lifetime Solutions - Slight sales decline® driven by Europe, gross margin further increased

Highlight
Expanding micro and mild hybrid product E
portfolio and drive synergies through new

_1 .2% _3.4pp I.aunchesinto Independent Aftermarket

48V DC/DC converter

Sales growth' Q2 Outperformance? Q2

DC/DC converter

Voltage -
Q2 2026: EUR 799 mn Car Parc growth 2.2% + Voltage Stabilization System Stabilization %
System  E
‘:‘ L

Key Aspects

Continued solid market demand in Europe, short-term output
constraints to fulfil strong customer demand, countermeasures in

place
11.7 years +1.6pp
Gross margin at a high level with further year-over-year
Car parc age 2025: 11.5 years Gross margin® Q2 2026: 32.2% improvement thanks to positive pricing effects

Car parc age* 2026e A Gross margin® Q2

Car Parc growtt
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That's VLS. Very strong results, gross margin further improved against the top line
that was not growing. Yes, if we measure ourselves against car parc growth, slightly
lower. But all in all, this business is definitely on track, and we are very happy about
the underlying profitability and the earnings power that this business division has.

13



Next page is then B&IS.

: SCHAEFFLER
Bearings & Industrial Solutions - Slight sales growth?, strong gross margin

Highlight
Sales growth' Q2 Outperformancez Q2 + Footprint activities progressing well including
consolidation of sites in Schweinfurt and
+o.4% -0.9pp Homburg, Berndorf and Taoyuan
* Net headcount reduction of ~1,650 within last
Q2 2026: EUR 1,608 mn Blended market growth?®: 1.3% twelve months
Key Aspects
Book-to-Bill* Q2 A Gross margin® Q2 Positive development in Americas offsetting soft market in Europe,
continued strong Aerospace Business
1 'zx +3'4pp Slight underperformance mainly driven by Wind business in Greater

Order Intake Q2 2026: EUR 1.9 bns Gross margin® Q2 2026: 25.4% itz

Gross margin improved thanks to productivity gains and self-help
measures exceeding plan
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| also mentioned the key numbers there. Strong improvement in gross profit margin,
3.4% growth rather flat against the blended market. We were not outperforming,
good order intake. We have also here an interesting mix in the regions, positive
development in the Americas, Europe, a little bit softer. We see a continuously strong
aerospace business. Wind is still one of our best businesses, had a little bit of
challenges in Greater China. But in general, we still keep up with that challenge and
continue to do good business in China, but the competition is there and gross profit
margin, as | said, improved quite a bit. And here, you see the effects of our footprint
activities, in particular, Russia's business has done very well in terms of the
consolidation of sites, Schweinfurt, Homburg, Berndorf, all of that is happening. And
we mentioned here as well, headcount reduction of 1,650 people clearly points to the
fact that our restructuring activities are starting to pay off.

14



Next page is then on the CEO priorities that we shared with you in the Capital Markets
Day, EBIT breakeven, our self-help measures and the portfolio optimization and also
New Growth. Let me quickly go through them.

4 BUSINESS PERFORMANCE SCHAEFFLEB
Proven track record on strategic promises - Top CEO Priorities as presented at the Capital Market Day

1 Further closing the gap to EBIT break-even in
E-Mobility, while delivering the orderbook

2 Securing business performance by continuous Full Focus on
self-help measures and portfolio optimization Execution

3 Advancing new growth opportunities in
Humanoids, Defense and Space by leveraging
existing capabilities
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On EBIT breakeven, I've already said on the next page, the real issue is the top line.

4 BUSINESS PERFORMANCE SCHAEFFLER
1 E-Mobility Break-even - Softer global EV market, efficiency levers fully on track

Key aspects

« Softer global EV market especially in

n
o ‘ " - .
H = Profitable grow.th \r! . P\at.form approach and * R&D right-sizing . Leveraglng merger the US, leading to adjustment of
g BEV/HEV by delivering design-to-cost . Faster time-to-market synergies order book and mid-term sales
o order book . e
+ Footprint optimization = Clear targets for target
= Project execution and overhead ratio

safe launches Launch of several key projects for

electric drives and electronics across
Softer EV markets 3 X )
leading to order regions Europe, Americas and China
book adjustment Efficiency levers to sustainably drive
break-even fully on track or even

9.4% +2.4%pts 98% >100% ahead of planning
'E sales growth! gross margin® increase completion ratio? completion ratio? .
| Q22026vs.Q22025 Q2 2026 vs. Q2 2025 for R&D right-sizing for SG&A right-sizing * Improvement of EBIT margin? from
" Recent SOPs: -15.6% in Q2 2025 to -13.6% in
i Q2 2026
S Hybrid drive for Product cost initiative Double-digit EUR mn Significant increase of span
E EU volume OEM with significant gross profit EBIT impact of control and reduced
! High performance axle improvement fhrnugh Al ) layers in organization
E for EU premium OEM implementation
= Market-driven adjustment of

CV launches in China & "
autonomous vehicles in US mid-term targets - Measures

within our control executed

' P-a
Q220

sted | ? Realized reduction , based on structural measures announced on Nov 5, 2024 | 7 Before special items | * Before special items, A adj. Gross margin
vs. Q22025
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You see it on the left. Where we are on track is our operational excellence part with
a more dedicated platform approach, the idea to optimize the design to cost activities,
footprint optimization, and that is what you see in the gross profit margin, but also in
various product cost initiatives. R&D efficiency is addressed.

The completion rate of R&D rightsizing is nearly 100% - and we see also a very
encouraging impact that is still small, but that could be increased from Al
implementation in the R&D area that will improve also our time to market.

And then overhead cost, yes, we further need to improve on that area, but we can
definitely see that we are leveraging merger synergies. The targets for the overhead
ratio are coming in. And also here, the measures are completed for this program. And
we have initiated on top of this a significant initiative to optimize span of control and
reduce layers. All of that is certainly not fully visible in the numbers yet, but it gives
me confidence that starting with a strong order book and continuing on our
performance measures, we should be able to achieve our midterm targets, maybe
slightly delayed, but with a continuous focus on sustainable positive profit
contribution.

Let me go to the next page, and that's the structural measures.

: ‘ SCHAEFFLER
2 Execution of structural measures fully on track - Extension of early retirement option announced

Structural measures announced in November 2024 Extension of the existing early retirement option’
HCO Reduction - Given high level of interest in German locations the Executive Board
z HCO initiated an extension of the existing early retirement option’;
1,872 negotiations with works council successfully completed
~1,800

= Acceptance rate of ~20% and ~1,300 HCOs expected, translating in
immediate positive cash effect of mid double-digit mn EUR for 2027
and one-off expense of ~ EUR 51 mn (excl. early retirement

o surcharge) to be recognized as special item in 2026

* Further step to right-size cost structures and increase long-term
334 i 1 competitiveness

Timeline
until Aug 2026 Aug - Sep 2026 Aug - Dec 2026
£U s £UL £UZ0 VAV FAlFda £UL
I Realized MMM Contracted (7277771 To beachieved
. - ) . . Preparation Intake Implementation
* Higher than anticipated interest; more than 4,700 HCOs identified P P
Phase Phase Phase
* Planed HCO reduction in Europe almost completed Works council Official communication  Contracts formally
+ Expected to be realized by June 2027, ahead of plan agreement to employees offered
August 5, 2026 Q2 2026 Schaeffler AG earnings f G, 202 t v 15

16



First half of this page says we are very well on track with the program that we
announced in November 2024. At the moment, we can say that we have already
overachieved the 4,700. So we have anticipated more interest than that number.
The planned reduction in Europe is almost completed, completed means contracts
signed. And then the dark green bars mean people have left the company, and we
expect to realize that full program with even an increased number by June 2027 ahead
of plan that shows that Schaeffler has with all the experience in the last years to
manage these programs very effectively.
And the second half of the page talks about what we put into the press. | already
mentioned this. You all know that or you've heard about that the German government
is discussing at the moment that early retirement option that was seen as a very
attractive instrument for managing transformation will fall away. That has triggered
a range of questions in Germany, what happens to this program? Is that still
something that you would offer to us? You all know that this is a program that is
dedicated for people at a certain age, and it's certainly something that only works if
the company and the employee gives their consent.
We have decided with already approval of the Workers' Council that we would offer
this again, same terms as in the existing structural measures announced in November
2024. And we think that through that, we can probably reduce our headcount number
by 1,300 people in the next years.
You clearly want to know how that impacts the P&L and the cash flow statement. The
problem here is this very much depends on how people go into this program. There
are various ways to structure this. You can do it with an active and passive phase
where 1 year and 1 year or 4 years and 4 years. So we offer different options.
And as this is very early days, we have decided not to give you a full business case
here. But what we can say is that there is an immediate positive mid-double-digit
effect in 2027.
There are one-off expenses and also some expenses that we can adjust in our earnings
before special items. So the program as such is an intelligent, flexible instrument to
drive our transformation forward that we will now use an offer according to this
timeline. By end of September, we should know how many people would like to
participate, and we intend to finalize the implementation. That means, signing all the
contracts, agreeing on everything by end of November. So when we do the next
budget, we should know what that means. It is, as | said, a very helpful instrument
that we are now using because we were fast with approval and start the
communication to employees today to manage the transition and also the
transformation going forward. This is only a German program. It applies to plans and
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all the admin areas. So it's blue collar and white collar and we have ample experience
how to make that successful.

Then Page number 3 on my key CEO priorities is the new growth. | have 2 pages here,
one on humanoids.

BUSINESS RE -E SCHAEFFLER
3 New Growth Humanoid - Business gaining traction

1 Customer

« Actively working with ~45 humanoid OEMs globally as key players in the emerging humanoid
market, US footprint provides competitive advantage with new FCC' bans

+ Further increasing strategic investments into the humanoid ecosystem - NEURA Robotics and
Humanoid Al

2 Product

* Received more than 50 new sample orders YTD 2026, already significantly above FY 2025 levels
« Production-ready scalability: Schaeffler forming technology reduces production time from
minutes to seconds compared to standard machining, while reducing capital intensity

3 Delivery

» Production launches in 2026 with 3 different customers across 3 different regions and 7
different products. Launches with announced partnerships are not yet included

+ Schaeffler is nominated as component supplier to XPENG for their Iron humanoid, with SOP
planned for Q4 this year

Order book? at EUR 350 mn by end of H1 with 3 major global humanoid OEMs
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That's clearly gaining traction. Let me show that with the 3 different areas here,
customers. We are actively working with 45 humanoid OEMs globally. And we are
increasing our strategic investments into that ecosystem on a selective basis. NEURA
Robotics was mentioned lately and also Humanoid Al. We are very happy with this
approach that clearly gives us a competitive edge also to others. You all know this.
The product development is also something where we can report positively. The
number of sample orders has now increased the 50 mark for this year 2026. And
with that number, we are significantly above full year 2025. And the key focus at the
moment is on production-ready scalability. Our forming technology, as you know, is
one of our key competitive advantages because it reduces production time from
minutes to seconds. And we can see at the moment, no one really in play who can
offer that ability.

Delivery is certainly the most important thing. And here, | can say, as | said before,
happy to share with you for the first time an order book of EUR 350 million by end
of June comes from 3 major global humanoid OEMs in 3 different regions, 7
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different products, and the launches with the announced partnerships NEURA,
Humanoid and also Hexagon are not included here.

The most prominent one that we are allowed to mention, you know that some
customers are not allowing us to mention their names. It's XPENG for the iron
humanoid that is famous, as you all know, where the SOP is planned for Q4 this
year. Let me mention again, there was maybe a little bit of surprise, because when
we were asked what's the order book? We gave you a ballpark number that is not
fully comparable here because we decided to put in significant haircuts that are
done on a customer-by-customer basis because we want to be on the safe side.
And as | said, as an indication here, the haircuts on the customer level are at least
50% in certain customers even more. So we want to be safe, and we will update that
number on a quarterly basis.

Now next page is quickly on defense.

E SCHAEFFLER
3 New Growth Defense & New Space - Management team completed

Key Aspects

+ STech Defense GmbH established, first class

o management team with proven track record
Position has already

been successfully filled, + Strategic partnership to support industrial
the candidates name ramp-up of Delair's drone production in France
will be disclosed in due
course + Strategic cooperation with Spire Global to

establish a new European standard for space-
industrial capabilities

+ Significant interest from numerous defense

Celia Pelaz? Manfred Homm TBD players; Order pipeline building up fast
CEO CTO CFO
+ 25+ years of international + 30+ years of experience at External candidate hired

experience in the defence and ~ Mercedes and Schaeffler worked in several start-

space industry

+ Extensive leadership and ups, starting date Jan 1,
* Extensive expertise spanning engineering expertise across 2027 Continued expansion of our order book,
operations, sales and strategy; ~ operations and R&D supporting future growth
lately COO at Spire Global
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On defense, we cannot give you an order book at the moment. But what | can say,
the team that we have is completed. In start-ups, it is always markets, technology
and team. And here, we are super happy with what's coming together.
Celia is a very experienced lady from the defense industry with 25 years. Manfred is
a 30-year guy with Schaeffler, at the end of his career, one of our most experienced
technology persons that joined here, who is already making a big difference and
representing also the interface to Schaeffler, and we have hired a top CFO externally
with start-up experience who starts January 1.
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Very happy about this team and looking forward to what they bring to the table. You
saw some of the latest smaller things, Delair, you saw Spire and | can say there are

numerous players and conversations that we're having at the moment, building also
an order book here that we will publish when we are ready.

Let me go to the next page.

Capital allocation - Disciplined capital allocation, stable Capital Employed

Capex Q2 Reinvestment Rate' Q2
EUR 196 mn 0.7x
Q2 2025: EUR 205 mn Q2 2025: 0.6x
Capital Employed? Q2 A Capital Employed® Q2

EUR 12.1 bn EUR +89 mn

Q1 2026: EUR12.0bn

August 5, 2026 Q2 2026 Schaeffler AG earnings

Capex Q2 2026
in EUR mn
E-Mob
PTC 39
VLS 13
B&IS 36
Others 12

Capital Employed? Q2 2026

in EUR bn | Delta

B&IS 4.4
AEUR+10 mn

VLS
A EUR +45 mn

SCHAEFFLER

Reinvestment
Rate' Q2 2026

95 1.0x
0.4x
0.7x
0.4x

Others
AEUR-6 mn

E-Mob

A EUR+110 mn

121
PTC
AEUR-72 mn

And then | hand over to Christophe to sum it all up, you know this page, we have
been disciplined in our capital allocation. Investment in Q2 was nearly EUR 200
million, more or less on track with Q2 reinvestment rate below 1. So we are
reducing capital employed at the moment. That stands at EUR 12.1 billion. And that
is, from my point of view, also necessary to bring the SVA and also our return on
capital back on track. You see where it was spent, and that is very logical compared
to what | said before. With that, my first part is finished, and | would hand over to
Christophe for the numbers. Thank you very much.
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Christophe Hannequin
Thank you very much, Klaus. Hello, everyone.

! L SCHAEFFLER
Sales and Gross Profit - Flattish Sales with increased Gross profit
Sales Gross Profit? Bridge and margin Q2 2025 vs. Q2 2026
in EUR mn in EUR mn
+70
+7 1,218
5,922 5,903 +37 r
1'160 ] I
-61
— -19 ‘
Gross Profit Price Wolume Mix Production Other costs  FXeffect  Gross Profit
Q225 costs of Sales Q226
19.6%2 20.6%2

Key Aspects

+ Price: One-off in E-Mob, favorable pricing in VLS and US tariff recovery

* Volume: Declines in PTC, mainly due to phase-out businesses and soft
markets in Europe and Greater China, sales deductions US tariffs

* Production costs: Better operational performance in E-Mob and B&IS

Q225 Q226 + Other costs of sales: US tariff recovery effect and change in inventory
revaluation method, partially offset by negative one-off in PTC
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| will go very quickly through a couple of slides to give you a flavor for Q2. As Klaus
mentioned, after a very solid Q1, Q2 is also a solid one, even though we see a few
headwinds here and there, and we do have some one-offs here and there, some
favorable, some unfavourable, but overall, a very good quarter for us.

We mentioned it before, the sales are more or less stable year-over-year currency
adjusted. But if you look at the gross profit on the right side of the slide and the bridge
on the top, you see a full point of extra gross profit compared to last year same
guarter. If | look, first of all, at the negative items on the bridge, so volume would be
the most prominent one. The bulk of it driven by PTC, | have to add, as expected and
actually better than what we had envisioned in our budget for this year.

The other point is that we are not playing at exactly the same parameter because of
the sales of some of the businesses towards the end of 2025 that were still on the
basis of - sorry, that are still in 2025, but are no longer then in 2026 and | will get into
the division-specific volumes after.

Mix slightly negative for us. That's more of a play between different programs and
different levels of contribution should not be seen as a trend.

Pricing, very favorable for us, a little bit helped by a one-off item linked with the
settling of a long-running customer negotiation, let's describe it this way, but also
coming from an improvement in the portfolio itself in E-Mobility as well as very strong
contribution from VLS and then to a lesser extent, but still strong from the B&IS side.
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So pricing policy that is playing in our favor. Production cost, almost EUR 40 million
improvement year-over-year. If | want to simplify it, | would say that half of it comes
from the material side, so the performance of our purchasing teams is what's paying
off here. The rest of it is coming again from the structural improvements that we are
bringing to the business quarter after quarter after quarter. So improvements in the
cost structure as well as operational efficiency.

On our cost of sale, to touch on it briefly, it's 2 things, a little bit of an impact linked
with U.S. tariff. The main contributor there is, | think, what | touched on last quarter,
which is the change that we have made to our inventory revaluation methods which
was creating issues in 2024 and 2025.

We have it now under control, and this no longer impacts our numbers or not to a
material level as it was quite negative in Q2 last year and skewing the readability of
our numbers, it shows up here as a positive contribution year-over-year.

And the last point is foreign exchange, which on the top line is quite strong, but it
does phase out, at the different level, gross profit, and we'll see that it turns
significantly positive on the EBIT side due to the natural hedge that we have within
the group.
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If 1 go to the next slide, we see that EBIT improves by a full point as well, so from EUR
3.5 million to EUR 4.5 million year-over-year.

: L SCHAEFFLER
EBIT margin' - YoY improvement driven by E-Mobility and B&IS thanks to operational performance

EBIT! EBIT' Bridge and margin Q2 2025 vs. Q2 2026
in EUR mn in EUR mn

451 +23 264
I _
205 -29
205 12
EBIT Q2 25 Gross Profit R&D SG&A Others X2 EBIT Q2 26
excl. FX expenses expenses
3.5% 4.5%

Key Aspects

+ R&D: Operational cost development positive, supported by FTE
reduction, reimbursement in Q2 25 driving negative deviation

* SG&A: Higher due to S/4 HANA rollout and slightly increased logistics
and freight costs

Q225 Q226 * Others: Partially driven by insurance reimbursement

* FX: Operational exchange gains

3.5%
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Most of that being carried through gross profit, as | explained on the previous slide.
R&D expenses that you're showing here is a little bit misleading in terms of
readability. There was a significant reimbursement from one of our key customers in
Germany in 2025 Q2, skewing the basis.

Of course, it does not reoccur this year, and it creates this minus EUR 29 million that
actually hides the improvement made on R&D expenses and R&D efficiency up to 650
engineers actually being phased out compared to last year and an overall
improvement of R&D costs and R&D development expenditures. So again, the minus
EUR 29 million, not to be misunderstood. It's actually a positive impact that's hiding
behind.

Minus EUR 12 million on SG&A, again, if | want to reduce it to one core topic, that
would be the ramp-up or the increase in speed of our S/4AHANA deployment programs
with more and more plants going live in 2026 and the associated expenses coming
with it.

EUR 25 million on others, mainly driven by an insurance topic and reimbursement
that we were able to book in Q2 on that category.

FX, as | mentioned before, plus EUR 23 million, even though, as usual, a lot of plus and
minuses.

23



If we go to the next slide, and we then take a quick look at the different divisions,
Klaus already covered quite a bit, so | will be quick.

FANCIALPEREORMAN SCHAEFFLER
E-Mobility - Ramp-ups in Europe and one-off driving sales growth', EBIT2 margin improved

Sales EBIT? Sales by business division Q2

in EUR mn in EURmn yoy growth!
Mechatronics & Modules Electric Drives

1,368 -6.1% +24.3%

1,238 -15.6%
Controls
+5.0%
Key Aspects
« Electric Drives posted strongest sales growth', driven by successful
194 -187 product ramp-ups with European OEMs and positive one-off effect

- 2: .
Q225 Q226 Q225 Q226 EBIT? improvement through oper.anonal performance and one-off
effect related to volume cancelation
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Ramp-up on E-Mobility, yes, a little bit of a one-off in there, but still almost 10 points
or 10% increase year-over-year, 2 points on the EBIT side.

The negative evolution that you may wonder about on the mechatronics and modules
is mainly due in Q2 to the weakness in China on some specific projects that we have
over there. It is not something that's widespread in Q2, and again, EBIT structurally
improves as we ramp up year-over-year, even though it's, again, a little bit amplified
by a one-off this year. E-Drive, as you can see on the right side, doing most of the
heavy lifting during Q2 in terms of scaling up and ramping-up.
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If we go to the next slide and cover PTC, so minus 5.1% decrease year-over-year.

Powertrain & Chassis - Sales' decline in Europe and Greater China, robust EBIT margin?

Sales EBIT?
in EUR mn in EURmn
2,223 230 227

2,106

10.3% 10.8%

Q225 Q226 Q225 Q226

pe
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If | were to break it down for you between what's coming from the market slowing
down or the market phasing out, it would be almost 3 points, 3 out of the 5.1 linked
with market. The phase-out businesses or the divestings from business accounts for
2.1% out of the 5.1 that you see here. Obviously, the numbers that you then see on
a strong, robust, and resilient given the
volume drop to still improve the contribution to the bottom line in that context needs
to be acknowledged. The bulk of the decrease hits Powertrain Solutions, that's the -
10.9% that you see here, and that's quite logical when you think about the way the

the EBIT side have to be acknowledged as

market is evolving.
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Sales by business division Q2

yoy growth!
Chassis Systems

-3.4%

Powertrain Solutions

-10.9% Engine & Transmission
55% Systems
-0.7%

Key Aspects

+ Sales decrease mainly due to phase-outs in Powertrain Solutions

+ Engine & Transmission with slight sales decline’, good development in
Europe and Americas

+ Robust double-digit EBIT margin? despite lower sales and negative one-
off effect thanks to disciplined business execution



If we go to the next slide, Vehicle Lifetime Solutions, | mentioned it a little bit before,
slightly disappointing Q1, where we took a little bit too long to settle some customer
negotiations that is now solved, and was solved before the end of Q1.

LANG ; E SCHAEFFLER
Vehicle Lifetime Solutions - Sales' decline driven by Europe, strong EBIT margin2

Sales EBIT? Sales by business division Q23
in EUR mn in EUR mn yoy growth!
-E Specialty Business
808 799 120
113 -9.2% 26%
Platform Business Repair & Maintenance
o Solutions
+7.8% 68%
+1.5%
Key Aspects

+ Repair & Maintenance Solutions in Europe impacted by short-term
14.0% output constraints despite solid customer demand; all other regions
showing with good growth momentum

Q225 Q226 Q225 Q226 ) ) ) ) L
+ Specialty Business with decline' due to backlog reduction in Q2 2025

« Increased EBIT margin? mainly driven by favorable pricing
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What we are faced or facing in Q2 is a little bit of a difficulty with our own internal
supply chain. The demand is there, the market is there, the customer demand for our
products and offers is strong, but we struggle a little bit to deliver, which you find
then in the sales there. We are putting everything needed in order to compensate for
that, and are pretty convinced that it will be fixed over the next few weeks or months,
and that we will deliver on the full-year commitment.

That being said, EBIT itself is also a very good news with 1 point of additional margin
compared to last year or additional EBIT, mainly driven by somewhat of a favorable
product mix, but also a very strong pricing policy, the benefit of which you see on the
EBIT side.
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S RINANGIAL PEREORMANCE SCHAEFFLER
Bearings & Industrial Solutions - Sales growth' in Americas and strong EBIT margin®

Sales EBIT? Sales by business division Q2
in EUR mn in EUR mn yoy growth!
@ Linear Motion Aerospace Bearings

1,612 1,608 144 +2.5% +6.3%

Industrial Bearings
-0.1%

Automotive Bearings
89 +0.0%

Key Aspects

+ Automotive Bearings with stable sales in a challenging environment;
5.5% 9.0% positive momentum in the EV market, in particular in Greater China

Q225 Q226 Q225 Q226 = Aerospace Bearings sustained strong momentum

« Very strong EBIT margin? improvement, reflecting lower production
costs and execution of self-help measures

d | ? Before special items
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On the Bearings & Industrial side, which is the next slide, again, 0.4 increase in
turnover in sales, which is not a huge increase in sales, but what they then deliver in
terms of EBIT versus last year, comparable last year, 3.5 points, a little bit helped by
the accounting policy adjustment or the fix that we brought to that topic since last
year, but also significantly supported by their own internal work on operational
efficiency and cost structure, as mentioned before.

5 FINANCIAL PERFORMAMCE SCHAEFFLER
Free Cash Flow" - Negative in Q2, impacted by restructuring and integration cash outs

Free Cash Flow before M&A' FCF Bridge Q2 2026
in EUR mn in EUR mn
541
D
27 L
196 N
74 Ll
-53
-299 -91
EBITDA Q2 26 4 Net Working Capex Net Interest Taxes Others FCF Q2 26"
Capital
Key Aspects
+ Slightly Negative A Net Working Capital due to increased inventory
buffer following volatile environment
91 + Cautious Capex steering continued in Q2 2026, with focus remaining
on future growth
Q225 Q226 9
+ Others include substantial restructuring and integration cash outs
Before cash in- and outflows for M&A activities
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If we move on to the next slide to cash flow generation, a little bit off compared to
same quarter last year, key drivers being highlighted on the right side. Net working
capital, a little bit negative, to be honest, that's a little bit of a frustration of mine.
We are actively working on this one, but we did make the decision to take a cautious
approach to inventory levels given the Middle East crisis and some other supply chain
topics in order to protect our customers.

Capex, as mentioned by Klaus before, cautious approach, especially when it comes to
E-Mobility side, to make sure that we actually match in time the ramp-up of our capex
with the ramp-up of the market. The other big item there, besides the traditional
ones, would be the others category with a significant impact there of restructuring
program cash-out, integration-related cash-out, as well a little bit in there related to
timing effect on payroll and payroll taxes, which should not be read as a trend, it's
more of a timing topic between Q1 and Q2, also comparable with last year.

If we move on to the next one, you see our usual slide on leverage and the maturity
profile.

: L SCHAEFFLER
Debt Profile - Well-balanced maturity profile and successful bond placement in Q2

Reported net financial debt and Leverage ratio’ Maturity Profile Schaeffler Group as of june 30
in EUR mn in EUR mn

2026 2027 2028 2029 2030 2031 2032 2033
M Bonds [l Term Loans Schuldschein Loans

Key Aspects
* May 6, 2026: New Bonds issued to pre-fund upcoming maturities
(3 Years EUR 500mn, 7 Years EUR 500mn)
1257 Q2252 Q3257 Q425 126 Q226
Q Q Q Q Q Q + July 14, 2026: Early repayment of EUR 500 mn bond due in August 2026
As of June 30, 2026
Total gross debr (excl. RCF): EUR 8,063 mn * Leverage ratio! at 2.4x is elevated due to the seasonal cash flow
Total cash: EUR 2,517 mn . L
Totalliquidity: EUR 5,231 mn pattern in H1 and dividend payment
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As you know, we tapped the bond market in May quite successfully, | must say, for a
total of 1 billion at very favorable terms given the context and bonds that have
performed quite well since then.

You see an uptick in the leverage ratio at 2.4 that is seasonal, if | may say, and will
correct itself between now and year-end, where we expect to land at something very
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comparable to the end of last year and it's more linked to the seasonality of our cash
flow, dividend payment and bond issuance. If we move on to the next slide on the
guidance, where | hand the mic back to Klaus.

Klaus Rosenfeld
Thank you, Christophe

SCHAEFFLER
FY 2026 Guidance - On track to achieve our 2026 targets

m Powertrain Vehicle Lifetime Bearings &
Schaeffler Group By & Chassis Solutions Industrial Solutions

Sales 22.5t024.5 52t05.8 8.0to 8.6 3.1t033 6.2to 6.7
in EUR bn H1 2026:11.7 H1 2026: 2.6 12026: 4.2 H12026: 1.6 12026: 3.2
i 3.5% to 5.5% -15.0% to -13.0% 10.0% to 12.0% 13.5% to 15.5% 7.0% to 9.0%
EBIT margin? i
H1 2026: 4.7% 1 2026: -15.6% H12026: 11.1% H1 2026: 15.5% H1 2026: 9.0%
Free Cash Flow? 100 to 300
in EUR mn H1 2026: -300 Market assumptions

= LVP: Schaeffler expects global LVP to decrease by -2.1% in 2026, based on the forecast by Mobility
Global*

+ Car Parc: Growth rate of Global LV Parc® between 2.0% and 2.5% for 2026 compared to 2.5% in 2025.
The average age will further increase in 2026 (2025: 11.5 years)

= Industrial Production: According to forecasts by S&P Global Market Intelligence, growth in global
Industrial Production® between 1.0% and 1.5% in 2026 (2025: 1.9%)
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And again, | mentioned this at the beginning, we will not spend much time here, but
we are confident that with the numbers that Christophe just mentioned, we will
achieve our 2026 targets.

You can see it there. And once again, when you take the first half in E-Mobility, 2.6
times 2, we're at the lower end of the range. That shows again why this is necessary
to adjust also the midterm targets. The rest is comfortably in the midpoint of the
range. And on profitability, we have said what we need to say. So, guidance

confirmed.
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Next page then has the outlook with dates. And | think that's self-understood.

SCHAEFFLER

Outlook - Financial calendar

Financial calendar and selected IR events 2026

[ Aug 5 Q2 2026 Earnings Release

} Aug 6 Citi Q2 Roadshow - Virtual

‘ Aug 27 J Montega Investor Days - Hamburg

1 Sep 1 Goldman Sachs Asian Leader Conference - Hong Kong
‘A Sep 3 BofA Virtual "Back to School” Autos Field Trip - Virtual )
, Sep 9 Jefferies Industrial Conference - New York

|  sep10 Baader Bank Roadshow - Toronto
Sep 23 Goldman Sachs/Berenberg German Corp. Conf. - Munich

l Nov 3 Q3 2026 Earnings Release
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We will have an event tomorrow, a virtual roadshow with Citi and then continuous
events during the rest of the quarter. With this, | hand back to Heiko, and thank you
for your attention.

Heiko Eber

Thank you very much, Klaus, and thank you very much, Christophe. As Klaus already
said, as a friendly reminder, tomorrow, we will host our virtual roadshow with the
friendly help of Citi. So, if there is additional interest, please reach out. And in order
to not lose any time, | would propose that we directly jump into our Q&A session.
And therefore, | would give back to the operator.
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Q&A SESSION

Operator

We will now begin the question-and-answer session. Anyone who wishes to ask a
guestion may press star and then one on your telephone. You will hear a tone to
confirm that you have entered the queue. If you wish to remove yourself from the
guestion queue, you may press star and two. Questioners on the phone are requested
to disable the loudspeaker mode and eventually turn off the volume from the webcast
while asking a question. Anyone who has a question may press star and one at this
time. The first question comes from the line of Christoph Laskawi from Deutsche
Bank.

Christoph Laskawi, Deutsche Bank

Good morning. Thank you for taking my questions. I'd like to start with E-Mobility,
please, more longer-term question. Outside of volume, what really needs to change
in the business to make this a sustainable long-term profitable margin division? |
mean at 6 billion to 7 billion in 2028, it's clearly not small.

So, does the structure of the business need to change more commonality or less in-
vestments? If you could comment on that, what could be key levers to bring this even
above the zero? And then the second question will be, how do you make sure that
the humanoid business is not the next E-Mobility in the sense that, obviously, there's
more and more competition arising, there's regulatory changes. There's uncertainty
on growth.

Obviously, you have less investment requirements, but I'll be keen to hear just how
you prepare the humanoid business for potential volatility in calls or volumes and how
you make sure that this is not, again, just hovering around the breakeven for longer?
And then just a clarification question on the humanoid backlog. Just to be sure, right,
the 350 only includes 3 customers, and there's more on top of that so that you are
still in line with the mid-triple-digit number you gave before? Or is there any change
to that? Thank you.

Klaus Rosenfeld

Okay. Let me start with the last question, Christoph. Thank you very much. | confirm
the 3 names. We have applied more or less the same logic that we apply in order book
calculation for automotive also with humanoid - so it needs a signed order for series
production to make it into the order book.
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The other potential orders that could come don't qualify at the moment because
these numbers are not there. So potential orders are not in there. And that's probably
the main reason why the mid number that was mentioned is not reflected here. We
have for the reason to be conservative, we have taken haircuts on the numbers to
make sure that in this early stage of the development of the market, we are not sitting
on volumes that or expectations that do not come through. That's what | said there is
a 50%, if not more headcount per customer that is decided in our internal committees
where we say that's a probable amount to be on the safe side. That explains the 350.
Why are we confident that humanoid will be a business that will make money? For
sure, no one can at the moment really say how this unfolds. But as long as you count
on your key strengths, and this is why | mentioned the forming technology we have
as long as you are not reinventing the wheel and utilize existing processes, existing
technology, if possible, even existing capacity for something like this, then that is a
different situation like in E-Mobility. One key driver for humanoid success will also be
standardization.

I think you know that we have started this actuator platform where we're saying we're
going to offer not for 50 different customers, 50 different actuator types, but rather
do it from a platform approach that allows for standardized solutions that is from the
experience with other situations like this, a key driver for success.

And then for sure, it's pricing. And if competition becomes so tough that it doesn't
pay off, | think the experience from other businesses is that you better don't buy
business, but rather refrain from the beginning. So, with that discipline and the things
that | mentioned and also the position that we have in a market that will further
develop | am confident that this will make money.

It's certainly nothing that you will see in the next 2 or 3 years in the P&L. It will rather
need ramp-up and critical mass. That's what we are building at the moment. But on a
long-term perspective, this should be a key game changer also for Schaeffler in its
business mix.

E-Mobility - why do we think that this has clearly the potential to make money on a
consistent basis and in particular, on a sustainable basis. A, there is a now really
conservatively valued order book that is EUR 30 billion plus despite all the cuts that
we have made.

That still needs to be delivered. | know that this is top line, and you said volume -
forget volume. But | also said in my little slide that the other key levers, in particular,
on the cost side, and this is not just admin, it's in particular R&D, all of that, there are
multiple levers that we are pulling at the moment.
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And | do believe with that, together with - and Christophe mentioned that capex being
conservatively used here. Also here, standardization plays a key role, customer
interfacing plays a key role, speed plays a key role and commerce is on top of all these
aspects.

And if we get that right and do not just look at single contracts, but the overall
portfolio that we have and continue to develop for customers well, | think this can
definitely make enough profit margin that it can contribute positively to the success
of Schaeffler.

Christoph Laskawi, Deutsche Bank
Very clear. Thank you.

Klaus Rosenfeld
You’re welcome.

Operator
The next question comes from the line of Horst Schneider from Bank of America.
Please go ahead.

Horst Schneider, Bank of America

Thank you. Good morning. Thanks for taking my questions, Horst from Bank of
America. I'll start with the least important question maybe. For Christophe on taxes,
| remember at the beginning of the year, you were saying that tax rate could be
around 100%. It's now 60%. That is a number that we also work with in H2. And
when is this tax number coming down?

Klaus Rosenfeld
Christophe, do you want to answer that?

Christophe Hannequin

A couple of points behind this one. The first one would be the situation in the German
tax pool. If you look at what drives our tax rate today, it's the imbalance between
what we pay in the different regions. Today, in the setup that we have, we have a loss
situation on the European side on the German tax pool, and we pay in other jurisdic-
tions, China, U.S. are the first that come to mind, but they're not the only ones.
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So we are working at fixing that. Part of it comes from improving the quality of the
business that's there. That goes back to our restructuring programs and the improve-
ment of our profitability quarter after quarter.

There is a second topic on the way around R&D and cost sharing agreements in be-
tween our different regions. All of these things take time. So | would not model an
improvement too fast on that topic. It's something that will evolve over the lifetime
of, let's say, our midterm targets. So for 2026, | would not see a significant improve-
ment.

Horst Schneider, Bank of America
But then it comes gradually down, right, towards 2028. So for 2028, | assume some-
thing like 40%, sounds that fair or?

Christophe Hannequin
That is not something that | think we are prepared to communicate on at this point
because it depends on the speed at which we move on certain programs.

Horst Schneider, Bank of America

Okay. Fair enough. No problem. The second question that | have is related to the mid-
term guidance. When | sum up the various segments, | get to a revenue range of 24.5
billion to 27.25 billion, but you guide for 25 billion to 26 billion, and that is even - or
the summation of the segment is even not including the other line, which potentially
is still low in 2028. But | wonder why the sum of the segments is lower than the top
guidance that you provide. So maybe you can provide some color on that?

Klaus Rosenfeld

Horst, | can do this. | can take that upfront. We have included what we have never
done before, a little buffer on the other side on the negative that is there simply be-
cause of this environment. So far, we have never done this, but that explains the dif-
ference.

Horst Schneider, Bank of America

Okay. Interesting. We need to see how | cope with that from a forecasting

perspective. But anyhow, the other question that | have is then related to free cash

flow. So as you rightly point out, H1, your free cash flow ex M&A is minus 300 million.

You guide for the full year for plus 100 million to plus 300 million. Is it now - | think

your Q4 cash flow is always strong. There's some seasonality as well. But is it now fair
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to assume rather lower end of the range? And what is driving the free cash flow in
H2? Maybe you can provide some color on that as well.

Klaus Rosenfeld
Christophe, do you want to take that or...

Christophe Hannequin

Sure. Again, it's - Schaeffler traditionally has a very seasonal cash flow generation. Q1
and Q2 are typically negative and most of the cash flow for the year comes in Q3 and
Q4, you saw it last year. What distorts this a little bit are some of the cash flow linked
to the restructuring, which are not completely linear during the year. We stand by the
guidance that we communicated for the year, 100 to 300.

And as | mentioned before, the working capital piece plays a significant portion in that
seasonality. So you should, between the contribution from EBITDA and the
improvement or the contribution from working capital, again, we stand by the
guidance that we committed to for 2026.

Horst Schneider, Bank of America

Okay. That's great. And my last one is more strategic one. When | look at the debate
that we are currently having and every day, the perception is that companies an-
nounced that they move production away from Germany. And plus | think you at
Schaeffer, you still have got something like 30% of workforce in Germany. Bosch also
said yesterday, they moved more employees to Hungary. Mercedes was saying more
or less the same. We know the story from Volkswagen. To what extent does that de-
bate affect you?

You announced this morning another restructuring, a small one, as you rightly pointed
out. But is that basically the trend that we should assume going forward that there's
more restructuring, which also maybe consumes more cash - and in that context then
also, when | look at the overall net debt and the deleverage that you maybe can
achieve with your dividend, wouldn't it be the time then also to say that the dividend
basically, the payout ratio comes a little bit down in order to allow Schaeffler to
delever a little bit more?

Klaus Rosenfeld
It's a complex question...
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Horst Schneider, Bank of America
Complex question, | know. Sorry for that.

Klaus Rosenfeld
But it's a very fair question. And let me try to answer this. | mean I'm not so sure
whether we are well advised to just apply general trends from others on our situa-
tion. Why do | say this? We have this - we have now finalized restructuring or, let's
call it, performance improvement program number 5 over the last years. The contin-
uous execution of these programs is key, and that is, from my point of view, more or
less company specific.
Whether it makes sense to bring everything abroad and leave Germany completely
and I'm exaggerating on purpose is something that each management team has to
consider. And | think there are very strong arguments not to go to the extreme, but
rather to see how can we balance, in particular, our footprint against the new real-
ity.
Let me give you one example. You will see what happened with electricity in the last
days because of the heat, all of a sudden, Romania at risk, Hungary at risk, the fa-
mous nuclear plants are all needing water. And again, I'm just using this as an exam-
ple, that there are always multiple arguments if you make footprint decisions.
And therefore, | would respectfully say we're not going to simply apply because ma-
jor customers or competitors are saying they move everything to Hungary. We
would not just follow that trend because it's a trend. What is really necessary is that
you consider what you have from a long-term point of view.
And that goes back to what can you afford? And for sure, you're absolutely right. We
are used to present numbers on an earnings before special items figure and say all
the rest is then somewhere in the below-the-line stuff. But the below-the-line stuff
ends up somewhere in the unadjusted earnings number and in the unadjusted net
income number. So every restructuring that you do has to be a business case in it-
self, and that certainly includes the cash out for restructuring.
We have now done something that was more, let's call it, opportunistic because we
were just finished with the negotiations, but also with the collection of most of the
people we need to fulfill the 4,700 that has now become a higher number. And we
have used the opportunity to say, let's offer again this instrument that has been
proven to be one of the most successful instruments in the last years, in particular,
with a view that this could fall away when the German government decides so. That
is more opportunistic. It's not a new program. It's an extension of the existing pro-
gram, the 4,700 could become 6,000.
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And that, from my point of view, gives us the flexibility. This is only Germany. It is
not something that has to do with we are moving clients somewhere else. It doesn't
need big restructuring costs, but it's a very intelligent instrument also in the interest
of the employee, in the interest of and managing the organization through these
volatile environments. So we're using that instrument.

Do | exclude with that a next program for more structural things? No, definitely not.
| think the only way to go is with continuous assessment what can you do next. And |
think it's fair to say with what we're seeing here, there are always ideas to do things
in a better way, and that will, to some extent, need some restructuring investment.
Is there at the moment thought given to the fact would we change our capital allo-
cation externally in the sense that we're saying we want to pay a dividend and fur-
ther delever. That is clearly something that we are looking at. The framework we
have is flexible enough.

But we are confirming, as you saw on the midterm targets of 40% to 60% as a gen-
eral guidance, but that's something that also clearly needs to be discussed towards
the year-end. At the moment, | have no reason to believe why we should give up on
the 40% to 60%.

Why I'm saying this, because the net income number, even if you adjusted for re-
structuring provisions is still a normal number. And my team sort of measured here
is as long as we don't pay dividend too much out of substance, the interplay be-
tween deleveraging and dividend should be okay on the long run. But let's tackle
that question when we get there.

There's definitely no decision made here. And as long as we end up in a sort of good
number within the range of EUR 100 million and EUR 300 million, then we should be
fine. I'm optimistic that the free cash flow number for this year will be a solid one.

Horst Schneider, Bank of America
Okay. Great. Thank you, Klaus.

Klaus Rosenfeld
You’re welcome.

Operator

We now have a question from the line of Jose Asumendi from J.P. Morgan. Please go
ahead.
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Jose Asumendi, J.P. Morgan

Hi, good morning. Hi, Klaus. A couple of questions. The first question relates to the
2028 targets. And some of the questions I've been receiving is, again, to revisit
maybe the reasons for upgrading the guidance, specifically within Powertrain &
Chassis. When you sat down, and | think, by the way, it's a very forthcoming ap-
proach to revisit the 2028 targets. So thank you for that in terms of that transpar-
ency.

But when you think about that level of confidence to increase the guidance on
Powertrain & Chassis, what led to that thought process? And second, on the Hu-
manoid front, can you comment a little bit the European landscape and the partner-
ships you have as much as you can share, | know, it's may not be easy to talk about
the players. But can you talk about the partnerships and collaborations you have
with Hexagon, with NEURA, with Humanoid? | think it's 3 very interesting clients.
Thank you.

Klaus Rosenfeld

Okay. Let me first respond on the first question. Christophe, if you want to add,
please feel free to do so. In this updated multiyear midterm targets are not just
something that we did over a weekend and saying how can we do this best to make
sure that the capital market understands it. This is the result of a detailed strategic
planning, Jose, as you know, we start the year with the technology dialogue.

We then in the summer, finish what we call the top-down plan. That's a 5-year roll-
ing plan where all the divisions, all the business divisions, the business units present
their ideas and their cases. And from that, we then - when we are finished with our
discussion, we set the targets for the next years as sort of the top-down targets, and
we put that in target letters that the people get. That these targets letter were sent
out yesterday.

And when - what we saw, again, was changes in top lines, but we also saw that per-
formance in PTC with also the changes that are happening there, and you saw that
the minus 5% is to some extent, also getting rid of certain or phasing out certain
businesses that the underlying performance here is considerably keeping up quite
well.

And when we saw the number, we said there is a good reason to say in the midterm,
this is going to be even better than what we expected before. That led to the 0.5
percentage point. The same is true with VLS. VLS is performing now several quarters
above or at the 15% mark. And that's why we said that's also something that we can
upgrade. So this is not just wishful thinking.
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This is based on a discussion that we have within the Board over several rounds
what's the near term and midterm here is more near term because 2027, 2028 is
around the corner, but also part of a 5-year longer-term plan that we have. Hope-
fully, that gives you enough insight.

And maybe | can say for PTC, for sure, the composition of that business, the strength
of the business that we have in the classical powertrain world, in the hybrid power-
train world, but also with the sensors and the new things that Matthias is doing is
clearly driving this.

And with VLS, the main business driver is the strength of that business, proven over
years, very good with logistics, very flexible when it comes to the product offering,
also new things coming in. So that's the main business reason for this.

In the European landscape of humanoids, yes, we are - we have decided to support
NEURA. NEURA is from my point of view, one of the stars with German origin, very
active, in particular on the Al side, very interesting what they do with their human-
oid gyms, how they want to cooperate with us. So that's from the whole way how
they approach this humanoid robot as an Al-driven or software-defined solution,
that's, | think, their main strength. We are very happy to partner with them. And
there are also others in that group, but we have a trusted relationship with them
that allows us to really understand where they're going.

Hexagon is very interesting from a different perspective because they are more pro-
duction. They have more experience in production. They are, as you know, a com-
pany that is very strong with automation. They clearly sort of match with us, be-
cause we have our own large production sites. We know how important automation
on the shop floor is how that all fits together.

So there, the fit comes in particular from that experience, from that shared experi-
ence. They do different types of things. They are - as you know, their robots are
more seen as sort of integral parts of an overall automation solution. Some of them
don't have legs, some of them have wheels, some of them roll. So that is, | think, the
strength we see there, and that's very interesting for us for these overall solutions.
And then Humanoid Al is the British one. What is really impressive there, that's
more the start-up approach. They started with more or less nothing. We know
them. Some of you remember, we have them on the CES show in 2026. What is,
from my point of view, most impressive there, how focused they are and how fast
they are in moving forward.

So also there, the idea of investing in them, supporting them, also giving them a lit-
tle bit of this - let's not call it name lending, but you know what | mean, the fact that
Schaeffler stands behind it gives all of the young ones something of an edge. So

that's maybe the 3 descriptions of how | see these relationships.
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I'm not in all the details, but | can tell you these 3 ones are from our point of view,
on the one hand, complementary, on the other hand, also on a successful path to
conquer the European, if not global space of the humanoid robots. And that is im-
portant. Let me finish there.

You saw legislation from the U.S. where they say, China is unwanted. So they will

regulate much more what's been applied in the U.S. And there, our strategy being
present in the U.S., in China and also in Europe is crucial and starts to pay off.

Jose Asumendi, J.P. Morgan

That's very interesting. As a quick follow-up, especially you saw the partnership be-
tween SKF and Leaderdrive, would this be something you will also be open for in
terms of creating a partnership with your supplier? Or you think that due to your
technology expertise and portfolio, you would not require such a venture?

Klaus Rosenfeld

Well, I'll give you a little bit of a diplomatic answer. We are open to every partner-
ship as long as it pays off and as long as a win-win. There's a certain limit at some
point in time to the number of partnerships you can really pursue and also support.
But I've spoken enough about single name, so let me please stop here.

Jose Asumendi, J.P. Morgan
Thank you very much.

Klaus Rosenfeld
You’re welcome.

Operator
The next question comes from the line of Ross MacDonald from Citi. Please go
ahead.

Ross MacDonald

Yes. Thank you. It's Ross at Citi. You've certainly given us a lot to discuss this quarter.
So thanks for that. | have 3 questions. One is long-term focus, one is midterm and
then the final one just on the Q3. So on the long term, specifically on humanoids,
could you maybe just give a little bit more color for people that are frankly owning
Schaeffler specifically on this theme.

Could you talk about the share of the bill of materials within the orders you have?

Are you still tracking towards that 50% share of bill of materials within humanoids?
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And then specifically, there's a lot of interest around the CMD, potential mini CMD
related to humanoid. Should we still expect that this year?

And then on XPENG specifically, was there anything that Schaeffler brings to the ta-
ble that the Chinese players don't be very interested to understand how you're able
to win business with those local Chinese players. So that's the long-term focus.

The midterm one, | appreciate that you have this powertrain hedge. But obviously,
the fact is that the EBIT is coming down on a change in powertrain trends. So there
is a little bit of pressure there. | think that's related to the content specifically per
vehicle in E-Mob.

But could you just give us some comfort that the PTC here should have the right to
win maybe higher piece prices on some of that U.S. content that has gone away in E-
Mob, but could come back in PTC? Kind of linked to Jose's question, shouldn't we
see a top line boost in PTC given that hedge that you have in place?

And then the final one, just on Q3. Obviously, we're in the upper half of the margin
range in the first half. How should we think about Q3? Is it progressing in line with
plan? Are there any evidence of call-off volatility or any headwinds emerging in Q3?
Thank you.

Klaus Rosenfeld

Christophe, could you take number 2, number 3, | would start with the long term. If
that's okay, long term, again, the general parameters of our go-to-market strategy
for humanoids are intact. And just to repeat them, we've always said, we believe
and know that, that is rather a conservative number, 1 million robots or humanoid
robots in 2035.

We have always said, we want at least a 10% market share and our bill of material
calculation that the addressable market per humanoid and yes, humanoids are
changing their shape. There are different types of humanoids. It's not just only the
fancy one that runs the half marathon or that condense or play tennis, that bill of
material a number of 50% is approachable for us or addressable for us is still intact.
And it's simply explained by the fact if you compare it to a car, the battery has a
lower content per humanoid, but what has high content are all the joints, the ball
screws, the fingers, all of that, and that number has not changed dramatically in a
sense that we would change our calculation here.

So 50% is addressable for sure. There is competition on the parts. But as | said be-
fore, as long as you can provide the right quality, as long as you can provide quality
at a decent price in a market that is not a completely global market with local deliv-
ery and a strong name and hopefully standardized production, then that should be

the case for us.
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XPeng, again, they weren't kind enough to allow us to talk about them. They are also
a key partner for us in other products. But | cannot go into more detail. The product
we are offering here is a key product of our offering. And that gives me confidence
that they have made their calculation why it makes sense to go for us and not a Chi-
nese player.

And | can tell you in all of what we have here, scalability and the ability to ramp up
all of this and to deliver in time the right scale when the right number of products
when it comes will be a decisive factor.

And there may be people that will be able to produce things cheaper, but don't or
attack sort of companies like us with low prices. But sheer functionality, reliability,
scale plays an important role. That's why we think we are well positioned.

And as | said before, we're not going to buy business just for the fun of it. We want
to make this something that is high volume and solid profitability.

With that, Christophe, | will hand over to you for the powertrain hedge...

Christophe Hannequin

| mean you can make a really solid argument that at least in the U.S., what goes
away on the mobility side comes back on at least partially, if not completely on the
PTC side and vehicles need propulsion regardless of the technical solution.

So that's what you're seeing a little bit this year for our numbers. And when you look
at Q1, Q2, what is pulling in terms of sales. And also, if you were to dig into the or-
der book, you would see that, that hedge logic actually works in the U.S. to the
North American market is proving to be a very good - almost business school study
case for it, if | may see it like this.

The margins that are being pulled also are strong and this despite the top-line de-
crease coming from some of the overall market. So, for me, it makes complete sense
to do the adjustment that we did to our midterm targets.

We call them midterm targets. But as Klaus pointed out, midterm and short term
when you're only a year or 2 out, it starts to be debatable what our targets. So, for
2028, it's the right thing to do, and we have very, very reason to believe that what's
being put out there is the right one.

On Q3, what to expect, nothing significant or nothing special that we know of. We
do have this uncertainty on what is going on in China when we see kind of the mixed
feeling from the Chinese market on PTC and this temporary is something a little bit
more structural.

But from where | stand today and looking at our data for the short term this time for
Q3 and part of Q4, nothing significant to report at this point. And again, we stand by
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the full year targets for the company and for the Group. And that's only 2 more
guarters to go. So, nothing specific there.

Ross MacDonald
Thank you very much.

Klaus Rosenfeld
You're welcome.

Operator
We now have a question from the line of Vanessa Jeffriess from Jefferies. Please go
ahead.

Vanessa Jeffriess, Jefferies

Hello. Just another one on the humanoid order book. You said your partnership with
Humanoid Al is not included, which | think was a 7-digit amount, so a big order. Just
| was wondering why that isn't included because it seems that the release would im-
ply it meets the criteria you mentioned.

And then just wondering if you could explain what order book means in terms of
length of projects? Because I'm just wondering, given the momentum that you're
seeing, when you refreshed your 2028 targets, why you didn't add another line for
others?

Because | know it's still small, but when we look at your 2028 guidance changes, that
order book is already enough to offset the cut in B&IS sales guidance. And you've
just said a few times how conservative it is. So, | feel like it should be there.

Klaus Rosenfeld

Well, it's a good point. When we decided on the midterm target update, we decided
to stay in the format that you had for 2028. Certainly, you could argue and say, why
didn't you put the fifth column here that would have made it all more complex.

But we decided because 2028 is so close, we stay with that format. And when then
time comes and we give a next year outlook for a different period, happy to discuss.
But it has to do with the fact that the whole others and humanoids and defense and
the other start-up businesses, don't forget that the fifth division is not only human-
oids and defense is still early. So, | think that was the right decision.

Now when we decided what to put in the order book, we have agreed that we are
very firm in terms of standards and don't put just numbers in to make the number

as big as possible.
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The Humanoid Al contract is a contract that at least at the moment, doesn't meet all
the standards, at least not for the 30th of June. It is something where we see a good
top order intake coming, but it's not included for the 30th of June. As | said before,
we want to be strict and very conservative what goes in and what goes not in.

Vanessa Jeffriess, Jefferies

Okay. And then just on the cut to 2028 E-Mobility guidance, just wondering how
much is attributable to the U.S. and how much to China? Because you've talked
about the U.S. as the main point.

But | guess in the first half, we can see that your E-Mobility decline was larger in
China than it was in the U.S. So it looks like you're getting some good offset there
from that 1/3 of the business that's not...

Klaus Rosenfeld

Well, when you talk about order book, the main sort of reduction that when we re-
assess the order book as part of the planning exercise that we explained, the main
part came from the U.S. As you all know, all the large customers there either pulled
their orders or reshaped them in a way that their volume assumptions became
much lower.

And don't forget that we are not just taking their volume assumptions into that or-
der book, but it's a continuous assessment where we say they are asking for this.
And our experience is that they normally don't ever deliver on that and then we
make our adjustments. So it's a continuous process.

But | can only say that | don't have a split by percentage point, but on the order
book, the main assumption is clearly or the main reassessment is driven by the
weakness of E-Mobility, BEV and to some extent, also some of the hybrid programs
in the U.S.

China is something that we monitor more carefully on the running top line. And then
we need to see how the market develops there. But there, the real issue is price and
competitiveness. The fact that we are gaining orders in China from Chinese custom-
ers is a good one. But at the end of the day, | cannot just say X percent versus Y per-
cent.

Vanessa Jeffriess, Jefferies

Thank you. And just a quick follow-up one on the 2026 guidance and why you chose
not to change B&IS margin. | guess because we know the market is tough in the sec-
ond half, but it seems that it has to go pretty wrong for margin to be 7%. And | guess

the same question on VLS really.
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Klaus Rosenfeld

Yes, you're right. That would have been something to consider. We have talked
about this. But again, we have said we need to see a little bit more now what hap-
pens after the summer. The trends seem to be stable, and that's why we decided
let's stay where we are at the moment.

Vanessa Jeffriess, Jefferies
Thank you.

Klaus Rosenfeld
Thank you for your observations. Very helpful.

Operator
Ladies and gentlemen, that was the last question. | would now like to turn the con-
ference back over to Heiko Eber for any closing remarks

Heiko Eber

Thank you very much. | know there has been the one or the other question left. So,
we want to be respectful of time of everybody. So again, if we were not able to an-
swer your question right now, please come back and we will do our best to get the
rest of the questions answered.

So, for now, | would like to say thank you for your time and your interest in our com-
pany. | would like to say a big thank you to our speakers. And of course, | would like
to say thank you to our team for the preparation.

Again, if there are more questions, feel free to reach out to us. And with this, | wish
you a good rest of the day. Thank you very much. Talk to you soon.
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BACKUP

packue SCHAEFFLER
Ancillary comments 2026 - Additional KPIs and parameter

Additional KPIs FY 2026 Comments
Reinvestment Rate Slightly below 1.0 Focus on investments in new business and innovation & technology

Restructuring cash-out incl.

integration costs Around EUR 350 mn Significant portion due to structural measures
Dividend Payout Policy 40% - 60%’ Dividend payout 2025 EUR 30 cents

Leverage ratio? Around 2.0x Target corridor 1.5x to 2.0x

Tax rate >100% Target corridor 28% to 32%

' In % of Net Income before special items, attributable to Sharehaolders of the parent company | ? Net financial debt to EBITDA ratio before special items.
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Market assumptions 2026

SCHAEFFLER

Global LVP!

93.1 91.1
452 479 448 464
H1 H2 2025 H1 H2 20268
yoy vs. 2025 -2.1%

Schaeffler expects global LVP to decline by 2.1% to
91.1 million units in 2026, based on the forecast by
Mobility Global

Each region except Asia/Pacific is expected to
register a decline in 2026, especially Europe and
Greater China

Global and regional LV Parc?
3.6%

FY2026e

‘World

Europe Americas Greater China  Asia/Pacific

Growth rate of Global LV Parc? 2.2% for 2026
compared to 2.5% in 2025. The average age will
increase in 2026 to 11.7 years (2025: 11.5 years) due
to lower sales of new cars, in conjunction with lower
replacement rate of vehicles in operation

Like in previous years, the highest growth rate is

Global and regional Industrial Production®

3.1%

FY2026e

-0.2%

Europe Americas Greater China  Asia/Pacific
Global Industrial Production? is expected to grow by
1.3% in 2026 (2025: 1.9%), based on the S&P Global
Market Intelligence forecast

Asia/Pacific is projected to record the strongest
growth in 2026, followed by Greater China;
Europe is expected to see low growth, while the

expected for region Greater China (3.6%) Americas is predicted to face stagnant output

Includes content supplied by Mobility Global

> [Mobility Global Light Vehicle Production Forecast (Base), July 2026]. All rights reserved. | ? Includes content supplied by Mobility Global © [Mobility Global Vehicles in Operation (VIO)
Forecast, May 2026]. All rights reserved. | # Includes content supplied by S&P Global Market Intelligence ® [Comparative Industry Service Forecast, July 2026). All rights reserved. Sectors considered: Mechanical Engineering (ISIC 28),
Transport Equipment (ISIC 30), Electrical Equipment (ISIC 271)
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SCHAEFFLER
OEM Auto Powertrain’ - Outperformance in BEV

Outperformance by Powertrain Type?

Order Intake3/ Book-to-Bill* by Powertrain Type
Q22026 vs Q2 2025

Q22026

Sales growth Market growth  Outperformance Sales Order Intake Book-to-Bill
- 21.6% 16.6% (+5.0pp > 452 mn 640 mn CAax >
- 8.2% 13.0% -4.8pp 885 mn 891 mn 1.0x
ICE -12.0% -12.1% +0.1pp ICE 1,576 mn 1,042 mn 0.7x
Total -2.3% -1.8% -0.5pp Total 2,912mn 2,573 mn 0.9x
Key Aspects

+ Outperformance in BEV due to resilient result in region Europe and Asia/Pacific (ramp-up of E-Axle and Charging projects)
+ Solid performance in Greater China in HEV products in line with market (hybrid transmissions), but ongoing high order intakes with hybrid modules
= Strong order intake in BEV with Inverters (Europe and Americas) and Thermal Management products (mainly Greater China)

‘OEM Automotive Powertrain Sales = Sales E-Mobility and Powertrain & Chassis, that are powertrain-related for Passenger Cars (i.e. excl. Chassis, Commerdial Vehicle business, selected unattributable cases ) | 2 Incudes content
supplied by S&P Global © [IHS Markit Light Vehicle Production Powertrain Forecast, july 2026] | * Lifetime Sales / current period revenue | *Order Intake L3M Gross / Sales L3M
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Key figures 2026 by division

SCHAEFFLER

Srotip Q126 Q226 Q326 Q426 . Q126 Q226 Q326 Q426  H126
Sales 5,764 5,903 Sales 801 799 1,601
Sales growth’ +1.0% -0.3% Sales growth’ +0.9% -1.2% -0.1%
Gross Profit? 1,243 1,218 Gross Profit? 260 258 517
Gross Profit margin2  21.6% 20.6% Gross Profit margin?2  32.4% 32.2% 32.3%
EBIT? 285 264 EBIT? 128 120 248
EBIT margin? 5.0% 4.5% EBIT margin? 15.9% 15.0% 15.5%
EMobis Q126 Q226 Q326 Q426  H126 i Q126 Q226 Q326 Q426  H126
Sales 1,210 1,368 2,578 Sales 1,573 1,608 3,181
Sales growth’ +6.0% +9.4% +7.7% Sales growth’ +1.6% +0.4% +1.0%
Gross Profit? 47 94 141 Gross Profit? 408 408 816
Gross Profit margin? 3.9% 6.9% 5.5% Gross Profit margin? 26.0% 25.4% 25.7%
EBIT? 215 -187 -402 EBIT? 142 144 286
EBIT margin? -17.8% -13.6% -15.6% EBIT margin? 9.0% 9.0% 9.0%
:‘TE‘U:R — Q126 Q226 Q326 Q426  H126 2:2;:‘;‘ Q126 Q226 Q326 Q426 H126
Sales 2141 2,106 4,247 Sales 39 21 60
Sales growth' -1.8% -5.1% -3.4% Sales growth’ -2.5% -46.3% -24.2%
Gross Profit? 524 472 996 Gross Profit? 5 -14 -10
Gross Profit margin?  24.5% 22.4% 23.4% Gross Profit margin?  11.6% -66.2% -16.1%
EBIT? 246 227 473 EBIT? -15 -40 -56
EBIT margin? 11.5% 10.8% 1.1% EBIT margin? -39.8%  -188.0% -92.5%
special items
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Key figures 2025 by division
Adjusted comparative figures 2025
Group Q125 Q225 Q325 Q425 VLS Q125 Q225 Q325 Q425 FY 25
in EUR mn in EUR mn
Sales 5924 5,922 5,826 5,820 Sales 813 808 769 765 3,156
Sales growth’ -2.9% -2.2% +1.3% +1.6% Sales growth’ +10.7% +2.3% +2.3% +5.1% +5.0%
Gross Profit2 1,287 1,160 1,226 1,143 Gross Profit? 261 247 248 246 1,002
Gross Profit margin2  21.7% 19.6% 21.0% 19.6% Gross Profit margin?  32.1% 30.6% 32.3% 32.2% 31.8%
EBIT? 276 205 264 190 EBIT? 126 113 115 104 457
EBIT margin? 4.7% 3.5% 4.5% 3.3% EBIT margin? 15.5% 14.0% 14.9% 13.6% 14.5%
Emobit Q125 Q225 Q325 Q425  FY25 Gl Q125 Q225 Q325 Q425  FY25
Sales 1,167 1,238 1,277 1,301 4,983 Sales 1,625 1,612 1,569 1,555 6,360
Sales growth’ +9.6% +9.7% +4.7% +4.7% +7.0% Sales growth’ -2.1% -0.5% +2.2% +3.3% +0.7%
Gross Profit? 25 56 85 109 274 Gross Profit? 425 355 384 354 1,517
Gross Profit margin2 2.2% 4.5% 6.6% 8.4% 5.5% Gross Profit margin?  26.1% 22.0% 24.5% 22.7% 23.9%
EBIT? -269 194 -191 -156 -810 EBIT? 162 89 122 90 463
EBIT margin? -23.1% -15.6% -15.0% -12.0% -16.3% EBIT margin? 10.0% 5.5% 7.8% 5.8% 7.3%
o Q125 Q225 Q325 Q425  FY25 Others| Q125 Q225 Q325 Q425  FY25
Sales 2,278 2,223 2,172 2,136 8,808 Sales 41 40 40 64 185
Sales growth’ -10.7% -7.3% -0.4% -1.3% -5.2% Sales growth’ -55.3% -67.7% -43.4% -27.6% -50.7%
Gross Profit? 588 518 520 451 2,077 Gross Profit? -12 -15 -1 17 -55
Gross Profit margin? 25.8% 23.3% 24.0% 21.1% 23.6% Gross Profit margin2  -28.8% -37.9% -28.0% .26.4% .29.8%
EBIT? 290 230 247 187 953 EBIT? -32 -33 -28 -35 -128
EBIT margin? 12.7% 10.3% 11.4% 8.7% 10.8% EBIT margin? 789%  -825%  -70.0%  -54.7%  -69.4%
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Backue SCHAEFFLER
Overview corporate and financing structure

Financing structure as of june 30, 2026

THO Verwaltungs GrmbH

Corporate structure (simplified) as of june 30, 2026 Debt instrument tominal - Nominal  Interest Waturity i
Loans RCF (EUR 1,000 mn) .- - E+375% Feb29 Not rated
Bonds 6.375% SSNs 2029 (USD) 400 E- 6375% May-29 BA/Ba2/BE-
INA-Holding Schaeffler 6.75% SSNs 2029 (ELR) - 800 6.750% MNow 28 BA/Ba/EE:
GmbH & Co. KG 7.75% SSNs 2030 (USD) 500 439 7.750% Mow-30 BA/Ba2/BE-
10!)% S.625% SSNs 20 (EUR} - 600 5.E25% May-3 BA/Ba2/BE-
* 7.00% SSNs 2031 (EUR) .- 520 7.000% How3t BA/Ba2/BE-
B.00% SSNs 2032 (USD) 450 - B.000% Mow32 BA/Bal/BE-
IHO Beteiligungs GmbH 73750 55N 2033 (D) 500 as 735 May 33 wRa2ms
7 Total THO VerwaltungsGmbH 354 oesawo
Schaeffler AG
- - - 100% - - e Bebt instrumentt Mominal  Interest Mstuirity Rating
EURmn ap
Loans. ACF (EUR 2000 mn} - EO.50% O30 Mot rated
Aug/ Now27
Loars (Term Loan, EIB & KIW) (EUR) 1,25 @ 4.085% Oxt-28 Apes Dec 29 Mot rated
e 30710t 31

B , B - 0 we  oamew  MeTINerm Notratea

o Commercial Paper (EUR) . . Not rated
Bonds. 4500% SNs 2026 (ELIR) 500 45009 sy 26° BB4/BA1/BBS
10,08 LE75% SNs 2027 (EUR) 650 2875 Mar-27 BE+/Bal/BB+
float 4.250% SNs 2028 (EUR) 550 4.250% Apr28 BE+/Bal/BB+
54.0% 26.0% 208% 69.3% 36.0% 54.0% 3.375% SNs 2028 (EUR) 750 3375% 028 BB+/Bal/BES
4.125% SNs 2029 (EUR) 500 4154 May-23 BE+/Bal/BE+
‘ n 4.750% SNs 2029 (EUR) 600 4750 Aug 29 BE+/Bal/BE+
Schaeffler AG AS00% SNs 2030 (ELIR) 850 a500% Mar-30 BB+/BaNBEL
5375 SNs 2031 (EUR) 600 37 Apr31 BB4/BA1/BBS
4.500% SNs 2032 (EUR) 750 A500% May-32 BE+/Bal/BE+
S.000% SNs 2033 (EUR) 500 5.000% May-33 BE+/Bal/BE+

Total Schaeffler AG @ 4.36%
TEUR/USD = 1.1394 | ? After cross currency swi | # Incl. commitment and utilization fees | 4 Table displays Schaeffler AG related instruments only. For the overall indebtedness of the Schaeffler Group, reference is made to the
respective financial statements of the Schaeffler Group |* Including interest rate hedges for former Vitesco 55Ds | °0n 29 May 2026, Schaeffler AG exercised the 1- month par call and announced the earty repayment for 14 July 2026
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