= SACE

APPENDIX

QUESTIONNAIRE FOR CAPITAL MACHINERY MANUFACTURERS

There were 222 firms involved in the survey, most of them midsize companies with more than 50 employees and
average annual sales exceeding € 50 million. Of these companies, 85% are located in northern lItaly, and one-
third operate in machine tools, robots and automation, while almost half belong to other highly specialized niche
segments such as woodworking machinery, electro-mechanical systems for hydroelectric plants, flexographic
machinery for flexible packaging, plant and machinery for the livestock industry, and valves and filters for gas.

QUESTION 1. How many employees does your company have? 1. 8%

<10

25.2%
11-50
24.8%
51-100
48.2%
>100
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QUESTION 2. What is your company's average annual sales?

11.3% 0.9%

> 250 MILLION <2 MILLION

25.2%

2-10 MILLION

41.4%

11-50 MILLION
QUESTION 3. In what region is your company located?

1.4% | 141%

TRENTINO ALTO ADIGE FRIULI VENEZIA GIULA

21.6%
LOMBARDY
[ J ® 1 o
— o  18.0%
1 3. 1 v) VENETO
B1% . 26.1%
EMILIA ROMAGNA
8o AL

4,4%

OTHER
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QUESTION 4. In what sector does your company operate?

9.0%

PACKAGING

5.9%

FOUNDRY
& METALWORK

2.7%

MOVEMENT & POWER
TRANSMISSION
SYSTEMS

30.2%

OTHER MACHINE TOOLS,
ROBOTS, AUTOMATION

QUESTION 5. What value do you feel the Made in Italy machinery brand has with respect to the Made
in Germany brand?

5.6% 38.6%

HIGHLY EQUIVALENT
INFERIOR

38.6% 2.8%

SLIGHTLY HIGHLY
INFERIOR SUPERIOR
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QUESTION 6. /In how many foreign countries do you normally do business?

1%

DON'T KNOW

80%

>10

16%

QUESTION 7. How important have the following countries been to your company so far?
[1=no importance; 9=maximum importance]

EURO-ZONE

)
N

NORTH AMERICA

MIDDLE EAST & NORTH AFRICA

CENTRAL & SOUTH AMERICA

EASTERN EUROPE (EX-USSR)

(3]
-

ASIA-PACIFIC (EXC. CHINA, INDIA)

CHINA

a

INDIA

F N
N

SUBSAHARAN AFRICA

~

:
A
A
(o]
Sl e
N[ o
D
o
N
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QUESTION 8. How important do you feel the following countries will be to your company in three years?
[1=no importance; 9=maximum importance]

EURO-ZONE 4
NORTH AMERICA 6
MIDDLE EAST & NORTH AFRICA 5.9
CENTRAL & SOUTH AMERICA 5.9

EASTERN EUROPE (EX"USSR)

ASIA-PACIFIC (EXC- CHINA' INDIA)

CHINA 5
INDIA 4.9
SUBSAHARAN AFRICA 4.2

0
w
o
(o] b 5
N
(<]

QUESTION 9. How many direct competitors are there in the markets where you operate?

1%

NONE

16%

1-3

20%

>10

63%

4-10
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QUESTION 10. What is the origin of your direct competitors?

1.9% [33.2%

ONLY HALF ITALIAN
ITALIAN AND HALF FOREIGN

MORE ITALIAN DON'T
THAN FOREIGN KNOW!
13.9% 0.5%

QUESTION 11. What are the principal countries of origin of your foreign competitors? [Max 3 responses]

GERMANY 82.1%

CHINA

44.8%

USA

OTHER ADVANCED MARKETS
(OTHER EU, CANADA, AUSTRALIA)

SPAIN

28.4%

19.4%

17.4%

FRANCE 17.4%

JAPAN

10.4%

ASIA (EXC.CHINA, INDIA & JAPAN) 8.0%

INDIA

o
2
=X

MIDDLE EAST & NORTH AFRICA

5.5%

o
N
X

EASTERN EUROPE (EX-USSR)
UNITED KINGDOM 5.0%

CENTRAL & SOUTH AMERICA

»
S
R

DON'T KNOW

L
—
3
X
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QUESTION 12. What principal characteristics distinguish your products from those of your competitors?
[Max 3 responses]

PRODUCT/AFTER-SALE

A
BRAND IDENTITY _E
PRICING POLICIES -E
COMPANY PRESENTATION/CULTURE - 12.1%
TERRITORIAL COVERAGE -| 11.2%

hiIANAGEMENT ABILITY 7.8%
FINANCIAL PACKAGE 7.8%
(E.G. EXTENDED PAYMENTS BORROWING COSTS) 07

LINK WITH DOWNSTREAM/UNIQUE PRODUCT 5.8%

PIONEERING APPROACH TO NEW MARKETS 5.3%

LINK WITH UPSTREAM/CLUSTER 3.9%

OTHER 1.9%

Hlelalals)s

DON'T KNOW 0.5%

7 FOCUS ON Objective € 100 billion: welcome to the Machine Appendix



= SACE

QUESTION 13. What principal characteristics distinguish your products from those of your competitors?
[Max 3 responses]

PRICING POLICIES

66.5%

BRAND IDENTITY 47.6%

TERRITORIAL COVERAGE 28.2%

FINANCIAL PACKAGE
(E.G. EXTENDED PAYMENTS, BORROWING COSTS)

26.7%

HIGH-TECH CONTENT/

0,
PRODUCT UPDATING e

CUSTOMER LOYALTY 16.0%
PRODUCT/AFTER-SALE SERVICE

0,
PERSONALIZATION 15.5%

MANAGEMENT ABILITY 7.8%

COMPANY PRESENTATION/CULTURE . 6.3%

PIONEERING APPROACH . 5.8%
TO NEW MARKETS o

DONT'T KNOW l 4.9%
OTHER l 2.9%

LINK WITH UPSTREAM/CLUSTERS l 2.9%

LINK WITH DOWNSTREAM/ l =
UNIQUE PRODUCT =
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QUESTION 14. How many of your suppliers are strategic (i.e. could not be rapidly replaced)?

5.8%

>10

16.5%

NONE IS STRATEGIC

23.8%

6-10

49.5%
1-5
QUESTION 15. What is the origin of your suppliers?
18.0% 17.1% 1.0%
ONLY HALF ITALIAN AND | ONLY
ITALIAN HALF FOREIGN FOREIGN

MORE ITALIAN
THAN FOREIGN

59.0%
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QUESTION 16. What percentage of your finished product costs are represented by procurement costs?

3.4%

DON'T KNOW

4.4% 4.9%

OVER 75%

42.9%

25-50%

42.9%

50-75%
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QUESTION 17. In which of the following areas have you invested most in the past five years?

R&D AND INNOVATION 42.9%

PENETRATION OF NEW MARKETS _| 13.8%

REORGANIZATION/GENERATIONAL 12.3%

TURNOVER s

EXPANDING PRODUCTION LINES -| 10.3%
PRODUCTION EFFICIENCY -E

PERSONNEL DEVELOPMENT 79%

(HIRING, TRAINING) R

DON'T KNOW l 2.0%

NO INVESTMENT I 1.5%

QUESTION 18. How have you financed your investments in the past five years?

20.2% 74.6% 5.2%

CAPITAL INCREASE

64.2% 32.6% 3.1%

BANK LOANS

29.0% 65.3% 5.7%

PUBLIC/EU FUNDING

30.1% 66.3% 3.6%

INFRAGROUP FUNDING

6.2% 90.7% 3.1%

BOND ISSUES

0.5% 94.8% 4.7%

IPO, PRIVATE EQUITY FUNDS

25.9% 67.9% 6.2%

OTHER

I Ve I o [ No, but | foresee in the future
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QUESTION 19. What is the outlook for sales of your products in foreign markets in 2016?

28% 16% 10% 7% 32%

NEW PRODUCTS, MORE PERSONALIZATION
SALES NETWORK AND LOCAL PRESENCE
AUTOMATION AND NEW TECHNOLOGIES

BRAND ENHANCEMENT: MARKETING & AFTER-SALE SERVICE
OTHER

QUESTION 20. What innovations do you intend to introduce to approach or expand in new markets?

15.0% 38.9%

WORSE THAN 2015 BETTER THAN 2015

46.1%

ABOUT THE SAME AS 2015
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